o
uni 5 |
nsuUsdunan nsAvuanaialmiang
HAYANSATAUAR TMAUINA AN U

ginaiinudiludesdnndnuaensudsdunisaain lagamnsalinainsuvions

wsdpumaialudiu Feavvhligsiansuidnvauzaiunsinisvenainusardiu uenaini

geay

@ L = < i a = [ O = =
savauAumuwaruInsfivanzasangngulaftliu dmsuusavdiusanengsnaiien

4 = o & [ o | o M v
Juidvane fnszurunisdrdgvarsdunsulsznaudis nsimuanaiandalaildsunis

LB NIATVUALNMIIAITHUIAIUNITAAIN NI15LEBNAAIALUIVNIE NISAIVUARTLAUY

wanAkueiuinig waznsivuanagnsnisnatn Tussussluilunisimuasiuviandn dueilu

A3

Belch

YUnD

LU

a = i

i =t v - & a a = v
nfdenvssignAvisenmAluinlagnAdmivgsiadnie

W!J"Iﬂﬂ‘a':u")uﬂ'ﬁ‘i?uvlUuﬂ'ﬁﬁﬁ'lﬂﬁ'lﬁll{]qﬁuqﬂ
nszUIUNIsTuABUNIsAaIaaIIvIne (The target marketing process) (Belch &

, 2021, p. 47) Wunszvrunisidnnisaaiadenitnmsaaanitivuneg ssfeadeety
fugu 4 Ysems Saduduiemsivuadiunainiisdlalldfunisrevauss mstmug

15uUsEIUNSAEIR MsidanaatnTitduiliving AsAUARIUVNINERS NLaTUINNg

(Belch & Belch, 2021, p. 50) #an Wil 5.1

needs)

1. MasvyAR AN S I'}i' :
o P T e 2. fvwusm g 3. madenaaadwing e 1
pokiaas (dentiying Z“> fremew (stenrioe i) frmamas ZD (Postioning trough
markets with unfulfilled market segmentation) target)

marketing strategy)

ﬂ’]'ﬂ‘ﬁ
o
N1

5.1 uanstistumaunisnaamut g (Target marketing process)
U%UU@QQWH Belch & Belch, 2021, p. 43
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4 1 ar
msspynanndanusasmsuddslildsunismavaues
nsszymarafiilnuseaniauagalilfiiunisneuauss (dentifying markets with
unfulfilled needs) gsfinarsvymiuseamsianizveanguau dennguivanilegrefosningy

Dudhmne wasimunlusunsunsamafissludings gsiasesdianudilaissuduilanly

nsesnuuulusunsunmsaamafieinsanevauesadesnsidegredivsavanm N3IEYRRIA
n’hwiﬂa‘lﬂamataﬂgﬁ‘[ﬂﬂﬁmﬁﬂﬂmé A3 Taefinsimundnyugnansusiiuansing
Ussuginnan Alidne uasliauazanavisdiniugnin Ssavanunseadrsanuwansngle
wilenigudedu venand Saflugnsadremmuunnsredundnfasianiag (Kerin & Hartley,
2022, p. 214) gshedududosszumanafiannsaliuinisifedeiivssansnm msdnduledesi

a4 -, o & & LY o - w i
anuilalungdnssuguilaauavaasldnagnsmoruseinsede Wodmuiununisnaindi

fian Tosmsareesuduendnuaiiifianuunnis M352Y Lavmauausnguaaaiisslallgsy
msnguaues (Kotler & Armstrong, 2020, p. 246) itelWanansautsduldegrafiussavdainunn
u wpnegsialinenarauuuimusmneunufisrnszaemmmeisumenisaatn Tag
3y hﬁiN:ﬁ‘[nﬂﬁimmmmamaa%’wmmﬁmdaqqqﬂ nsaatadveifilssandam
wesntsliinnsnana sey wardmusnguiFeiiumnsneiudsdiaudesnisuansneiy msiden
nquamaetaeevilinguiitering (mstmuamansnaie) dwmiuusaznguitvung Twashs
uazdpansisslonifiunnsn vesmsiauenelumaaves 3 (Fumimainsnain) Tnants

Anspiteyalszrng MsimunsIen mMsuud

NILUNEIUNTITNATN

] 1 3 [ 1 I v:&' = 1 o -l
NIIUUIAIUNTIIAAIN (Market segmentation) LTun1suUINGuRBoNLANA19 Y Taeil

AuFeIs dnvaisuasmginssudisnetu Juadlinagnsmnaafiuandnafumunaudenis
veugaznguiiu (Kotler & Armstrong, 2020, p, 654) wuImuAlunshusdiunaingshass
anughnyiimsuiugeustansamlunissdmidemninsutsiufuosse souilofdud sy
lugsipundu Saedinmsadumuuandrsludufuazuimsvesuies ieldaunsoneuaues
mudesnslulsiazdunaialfiviloninguiety wnAnlumsuisdunaed &

1. #a1R 331 (Market aggregation 3@ Total market) tUunagnsigsAafiitiinung

ar T s v o we o | | !
N3AF NN (Total market) nanfie asiausduifinuaud® Aawisagilanaindaulng
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Tnefigimanadaudesnsilouty dufu nagnsdsed a“m"\Lﬂunqsajam’miuénﬁ‘:yﬁnqsmﬁmﬁuﬁn
(Kotler & Armstrong, 2020, p. 658)

2. MIWUIEIURaIN (Market segmentation) Lﬂumsuﬂafd‘wmmﬂ;swaamﬂumamdaa
wihinsaueneAufuaruInig dulstaumneinsamafiuanniy mqaummwmmmwm
naaliledgadu (Kotler and Armstrong, 2018, p. 671) '

Usglovdvasnsudsdiunisnain ssdaeligsivansadmuamainidvune waewaun
dudpraummsnan Iaeardasiuaruausavesgsna Fadu nsudsdaumsnana iy
nIuflsanvauzANiBINIsIaIatIausazdl TnsaunsaRmududikaruinisiivmnzay
dmipusavdunmaiigsiadendutmng uenaini Suiiigshamesiiulematiazsmie
dufkaruinisdnene Taeilinusinsulsdunanaiidrdey S
1. Ysznsarans (Demographic segmentation) Wun1suvsdiunainessnidudiu
nanlnedainueiduususzansmans wWu 1y 39insTinaseunss suinasaunds wa sald
27%n [Msfinw maun wazendnug Wudu (Kotler & Armstrong. 2020, p.: 207)

2. glinans (Geographic) {JunisutsnaIneenmumireniagimanifiuandaiu
(Kotlgr & Armstrong, 2020, p. 205) 13U Useine 1as A1ARN 9 (mﬂna'jq MABaU Ao
uaznels) mnmuuiuvesUssnsluiuiludes suun wazamuanmgiiena {Wusu

3. 3mildy 3030ANe" (Psychographic psychological) iun1sutsdrumsmannsendiy
anuafzany lngdewnasiiadinviednvaryadnnm #ail (Kotler & Armstrong. 2022, p. 207)
3.1 jUuuunsiiiuTinnulasainedniesist Wunsudsduaanuguiuuns
mse¥in 1wy aulaFesguam Awwandey unidu WHusu

- ] 1 = “ - L)
3.2 yadnam iunsudsdunisamanuyadnamessgniinudeduluauies

| | | u ) v a v oda a o |
maw:j;aa'mn W guressdnrenluisasmaudffiyadna it azenn uazdranalunis

dnaupdudliiugnm Judy

3.3 Awdean1s umsudsdiunisnataniuaiiudesnisvesgndn Taun

b

w var | = ' ' i < o = =i
AMIYasniy ANuFAndnueslinuan Wy nduanAfiliaudesmsauldlawazuinisiil

L'}

[

= @l = Voo a_d = v @
m'mz,fJuum'imnwumwi):uaan'l'u'u*im'ﬁuﬁjnwﬁsmummsgwu*mwqualwmwmmww
I a .
Wuny
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3.4 nsdug Wunsudsdrumanaranunisiuiveagnmananvmsuodunuay

wiu gnAnfiinisiudpunmdudrganiiaunianisesndumdedisn wimngnéndinis
v s ' a " & v e v

punwauAnIremanisarhinduandeduddn (Dusu

3.5 virund Wunsudsdiunaanuiruefivesgndn Wy gnddiaudasielnsdn

dv Ho 1 5 ! v W & v & v | v = v
Svientividamamunu ldnuhe dwabigniluseduimiuluiassnaufanniu Gudu

Msle

(';l’.l']:’,.l:ii

Armst

5 T o v i Vo v oo i
3.6 A0 unsudsdiuntsnainnaeuiuesgndn 1y gnandmnufideiviglu
§ - £ 1 v b J’ - 3 Lo o | L

pIvsnRuiImedmalignAdensufmafinldmuaudung Judy
4. wainssuA1ans (Behavioral segmentation) (Junisuusdrunanalnoiiown s
[ viruad nsldwdndue nsnevaussdendadusivesiuilan Useneudae (Kotler &
rong. 2020, p. 208)

& f - e, g .k & ' P
4.1 lon1aluni1s¥e (Occasions segmentation) wunisuudlunatneanidudiun
L = IJQ” L - i ; = = e J‘ = & o a £ q =3 =
ulena Wedwelduwifninasdevieujiinstevioldnansusivdalavianids

= Ll o & 1w
4.2 nauselyvifiualam (Benefit segmentation) Junsudsdiunaindeduasgiv

waUsglovifishsfudsuilaadumainndasdost (Kotler & Armstrong. 2020, p. 208) Wy A

Usgnda Anuazan anudiaunm masinwdneaiiin (Wusiu

19usn

1 © v Y = | =
4.3 anegld (User status) lWunsduundeduiuaruinstesgsianiuaniunin
4.4 9w51nslY (Usage rate) lunsuund@eduduarusnisvosgsiamusnsinis
1 ] Ll f R L2 L 2 A e
s Wy livweldias Tidesunn T6uunans MHunn Mnniian Wudy

& = ] lu;‘ a = =
4.5 anusAuang (Loyalty status) Li‘lumsmuungﬁaﬁumLLazmmwaaqinamu

o = ' @ ol A a8 v Y o o & W
A0UYAIUANA YU NenaIINTFolnsAniasesdudnduuidedidnase Wudu (Kotler &

Armst

ong. 2020, p. 209)

5. d9ANIAUSTIY (Sociocultural) [utnasinisutsdrunandilddsnunasausssy

sufulsenaunie

5 o u&' 1 = - 5 1 1 i ;:r
5.1 fudenn Wumstuunddedudiuazuinmsvesgsionutuding wu nguvudiuge

nauwyunans 1Wusu

5.2 Jaussin 1umsuundfeduduaruinisvasgsiamuimusssy wu ng 3u

WSumd [Judu

' ' v el ' o Y | v adaw ol o
ﬂ’l‘a_LL‘U\‘lﬂa‘ilqﬂﬂ']Vlllﬂ'T]llLLﬁﬂm'NﬂuL'T.JUﬂTiﬂﬂﬂﬁ!m@ﬂﬂqﬁﬁaﬂﬁmxuagﬂjquﬂaQﬂqi“

aseARiusendungy Tnsardainasinng  iluduussyinsmans gimans Inldovde
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ININE weAnTINmIans wavdsauimusssy shatl maqmn’tuﬁﬂauuumnﬂ RATUTUIUNIN
$891 m‘u%ﬂmmanuﬂ'zmmaamiﬁlumuaunumﬂw Immawn’luﬂsuwm’lm 5188 musssui
umﬂm1qnu1U‘LuLLma~nun'1ﬂﬂmau wm'{wusﬂuwmsmmemwumnmmu UNNITHAINTIND
MINIBULUEIURER Lwalvrws'mmm'111maamwamuﬂnﬂiuumaunau i’mua‘s‘su WAYANNISTH
noVANBIANABINIAINA1I AL 19gNABS

6. svuuAtluuazUuuUUNSASIEIn [Value and Lifestyle Segrrientation (VALS)] +lu
AU %‘awawﬂﬂa'[ua'ai'ﬁﬁumﬂwaumﬂ?fa'lﬂéwﬁ fi'zuﬁzuumﬁamﬂumi%’mﬁwﬁwaq
'E'muss'mmﬂummmmyﬂammm dussuumionuayindia LUU?»UUH’]ELLUQ&’JHNW’I@IQ&
21AYDNINATIE 'd-s::naUmmmwmuazwqwnﬁumam (Solomon, 2018, p. 585) Qm'mw
5.1 Usenavu

9 as

= w = 8w v oo
M19740 5.1 LLE%GNG!')LLU??"JUB’IE!’MW?{’] w_,a'lﬂiummﬂﬂuﬂﬂﬂ

ar 1 ar [} . d ar at
aninausilunsuusdaunisaane fregensudsdiunatndrdgydmiunane
wuilam

1. UszvnsArans (Demographic)

1.1 97y = =
- @ 6Y6-11 Y 12-19 20-34 35-49

50-64 65+
- 1-2,34, 5%l

o - )
- ATBUATINILT ATBUASITELVUIALAN

1.2 YUINATOUAT?

1.3 1insTinaseunia

AsAUATIvENETUIN Mg
SR
1.4 ne 3 I‘U
e - #1171 10,000 U, 10,000-17,499
1.5 s7¢laedenaifou
um
17,500-19,999 uaw, 20,000-34,999
UM 35,000-49,999 v, 50,000 um

Fuly

1.6 913N

1.7 MsAnw
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1.8 A@UN

1.9 WY@

inSouln@nen, 49519n1s/ninanu

aJ

siamfe, winaw/gnataeni,

| W

SNIFIUF

h

i - - -;h -l 1
A1n1UIYYIeT, Ui'itgnpm, ganin

USeyeyn3

AIAUINNT ATAUATAR ATAUIN
08U mamﬁai‘am AENInNg
Tan, iy, mh%"m/l.i.anﬁ’uag:

ausa/agaefiu I

s =

vy dvd vy auliu wldeu

alifans (Geographic)

& d
2.1 YDULYANUY]

2.2 aNINaINeA
Ar n‘ L U
2.3 PUIANUNUTSNA/INR

aawmile a1anans arald a1
A¥IUDDN MARTTUAN
938U gAY gavun

yuun ludlas Muidio

Intidy wIadnInen
(Psychographic/psychological)
3.1 3Ykuunisatdudioniy
1Aseasa3eiasnei

3.2 YPANNN

3.3 AIUADINS

seiinusssu sjsiiqunw ssfiRanssy
NANUAN

§1Andv witants nvwenve Fu
YoUMsidenu

ANUasnne, AUFENIINULel
Ame, anuldlannminnuuims
&, Unang, 1

uIn, au

4 o
W95y, Rnvie




86

WRANSSUANARS (Behavioral)
4.1 Temalunive

P
4.2 wauselerunuaavn
4.2 anuggly
4.3 95N

4.4 aouemnuing

4.5 anwanunsou

Joduund Selulonnadien

AMNIN N15U3NS SnAUsenda A
52032

Lineldias inglduatagiuanldudy
ﬂﬁﬁﬁﬂﬂmw N:m’?‘j'?é%‘:dl,ﬁﬂ glgUsedn
anaue

Alddosann léuunans gldun
Liflae Yrunans ann wndlan

Ligdnias 390 16sutnnans e

denuimusssu (Sociocultural)
5.1 FudeAy

5.2 TnlusssY

= L = u‘u‘» -3
auls fanudeims denusslade

NANTUTURY, NAUBUTUE

ne, Ju, duea

szuuArdsuuazzuuuuns
A159%30 [Value and Lifestyle
Segmentation (VALS)]

6.1 31U

6.2 AEUls

6.3 ANUAALTAU

NUBALIN Aanssudepy)
ATBUATIUIUIIUYHIUNISHNHDUY
2711115 (usiu)

nMudies Useidiudeny §3ie Laswsie
N15AN®YY Laznse Usewansaians

819 91y MsAnw 578lel 913w

: N3UU§997n Kotler & Others (2018, p. 248-249)
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mMIinmuanaianiul vy |
MsiuuARAIANLLTNMLNY (Target marketing) ijuﬁ’umamrmmﬁzummﬁmmwm
wiazehumaauasidonuilsdruviovansdnuduit vy i'm"fldﬂ’ﬁwﬁuuﬂﬂ'mﬂ‘mﬂ’l‘a'FIEI’IﬂLWB

T¥fumaatimaneidu (Belch & Belch, 2021, p. G-10) T,mUu'uumau'l.umin’muﬁmmm{]wmﬂ

w

fatl

= o °
A5 5.1 uansduneulunsimviussainitving ;

NsuUINgx Aesune

' ' a ot ] a ' | y
1. mpudsngumumudiens | dangugnateenilungy q AIUARIUABINTITUAY
naUsrlevifindnondaty wanmmaqm'ﬂummn{]mm

msuslnalasaniy

2. mpuusnguanudnsUszidia | dmfundaznguaiuniiudesnis idivuadingu

Uszrnsla fingdnssumsldauluguuuula

3. Mpwdsndunudsianale Minasinnunidgevesnguiitmualiarmii (9 n1s
Wuln anududureinisudadu uarnisidnfianana)
MuuANNTIN AMRgelaveusasgiing

4. Mpuusngunisviils MIAMAUANGUA KA LTYBIE Y

5. NpsuUeanguaIunise | dwiuusiasngu insadedeiaueyan wazdud s1a

AT NAENSNITINAIUMUIANANFBINTTIANIE T uANdng
vosgnAndutiy

6. MIRAANAUNAYNS Y918nagNENITIT UL LR eI NN YD Y

Usvaunen1snan wansae 591 Wsludu wavanud
#u1 (Kotler & Armstrong. 2020, p. 260)

mmanmammﬂuuﬂmma (Target market selection) Lﬂum‘smanwuamum?mmﬂ
ienaneduntsean vievevue Welfilutmnedwiunslidduysy gaunIMsRaAludIY
ﬁLﬁamm (Armstrong, Kothler, 2017, 207) naqv&a"[.umsmanmmmﬂwmp um‘u
2.1 matmuaididunaasinusileiivsidrdaan faif

(1) msnandilsiunnsnaiy (Undifferentiated marketing) {unsmanalagsiuiil
AnuApsnsTinileufuislifosnisdruutnann tnnsmainvesgsievsysiiduuazuing
1015579 Inedalimnamaiiinasgrudeaiuvihlianusaruausuyuls
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(2) m:mmmwumnmqnu (leferentlated marketing) ¢

dausnnaraeendudqu

ma 'IGI'I'ILWI NENITWI W UVI‘N!LLH'J‘HFII'IJ’] ﬂEE}“f’lﬁﬂ'ﬁ Flﬂ'\ﬂ‘{ll.l.ﬂ‘l nmdnuﬂ‘mwumﬂvmuma‘muu

LW
anwi

Usel

=
AINN

-
nu: (

NN

dun7

e

(3) NM1sATALULN ANz (concentrated marketing)
NGUTI9199z L‘Uuﬁ‘inaumwmwuaqnﬂ'maq'l,uazmﬂ'tnammﬂﬂ n
v'mewuﬁnﬂﬂ"nw%wvmaﬂwann'ﬁwmnm KaENIAATIERATN
nsAUANNINISUU s LAiTUsEAnsng (Effective Segmenta

L) ] ] =i o« a o :
FUABNITWUIEIUNSAANEINATIEATY 5 Ysenis fall

Tl
(Measurable)

€

i suUsduR sz ansra

(Effective Segmentation Criteria)

Jun1siediunain
15ANUAIIAIUNETR
{]"I‘VEJ.J”IEJ

2 " " o
tion Criteria) Wity

5.2 LanuNueNMsLUsduiiiUssavEng
Kotler & Armstrong. 2020, p. 260)

4 - L]
WA 5.2 aunsaesuielan

% 'mim (Measurable) 1119 3330 way anumwamaummimi‘l

1 - l'-J .d ar E 1 ol L
WU Msuansasusnansawrdsumisedlaslusiautu WJusy

‘u’m

2. ifowansy (Substantial) dausin 9 mu*m'tmuuamwm’lﬂﬂmﬂqwamu’lwimi

iLﬂunqmﬂmuammnumanmmmzLﬂuiﬁlﬂmﬂmwa'mwmamzmwmnsu
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3. il (Accessible) anursnidrfauasliulnrsnaulsesaivszaviam

4. unnd4la (Differentiable) nquarusousnuezlamauuifinuaznovauone

gnaunazlusunsudiuUsraumenisnaniiuananaiy ﬁ’uﬁm‘ﬁqﬁﬁmmuuﬁmaxlu’lﬁ
inouausuiItUNMsTEimen wanhilFusndiudu |
5. ailunasle (Actionable) mm'inr‘huumiﬂmnmﬁﬁﬂwﬁﬁiﬁn1mﬁaﬁ~3@muas
N15AIUAN 9 |
nsUsafiunagmsidendaunatn lunisussiiudaumanafiunnsai gInNanaIRAITAN

1 ' [ @ o a | | all
lngsInveIngy AMAgale Taqusrasd uagnsnensuesgsia nquiddnanwiua

.
jENBUME

- dwiilidnenmildnasiilfnemluviell? |

- Wiilage U vum Maduln nsvimils msusendasiovunn LLasifmmﬁﬂqﬁ'l?

- amulunguininzaumringusyasd Anuanse uazw%’wamw%nqsﬁw%“}.ﬁ?
%’dmadquawawaaﬂﬂﬁaaﬁui’mqﬂ3zaaﬁ‘s=azmwa~1q5ﬁ% vievmeeilaoghanil wie

= e ° N | L. | Y "o
nnsofidululumsinaveguriimiloniiduietu lnsanusaiilesmassedunisusday

i I-!n: ¥ o o e @ al v oo -
Adullanannsothmssndulavewmarntvine st 5.3 wandvidiunisusediuuasnis

- -1
[@andiunana fatl
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q:rih munnssnuuimis
aaavwalugAdngugnn Ufuusiaukuandm sl
$wnanN (Mass Market) (ulunwiidoamsla
(customization)
e
ATOUARNARIPLAY
FUuu (Full Market

= = = 1
AN 5.3 wansnisuseiliunasnisia aNNGUAGFIA

317: (Kotler & Armstrong. 2020, p. 260)

L. ATRUARUAAIALANFULUY (Full Market Coverage) iumsluimisgndmnngusae

B
s

WanAusiiavunveegIne Anvavvesgsialiuesinsiidvuinlvgunn 1y Samsung wEnSousiil

v a v a e v o = ¢ v o
Wusnnsgnén Insdwiillefie wSedldlnilh Wudu Tnsamisoduiunagninisnisnanaléifiu

sduuy

- | St . g
2. ANUIIBIYIYUAIBEIU (Multiple-Segment Specialization) tHuAruguglany

a = | ' ' =~ o . i =
1 Iapgsnavsidendiugesvesdruiidululivionun Feflauiaulowazimunzavenaiings

o 1 o =i =] £ = 1 1 ] 1 ] 1 ar 1 2
nupnuiiisaantes vislifiiaeseninsdiunie 9 wiavdrudgyyiinazainselalag

Arilatipnsvinnuiniy g3Rede 9 awrsenereudndunislungu uanninisuendiu

1 - 1 v = ar 4 2 £ 1 ar L 1
nanafp nsuvslunnuaargadeiunatuisaldusslosdsauduls 19y Toyota Motor wae

Suzuki
ITUUd

<
LUasu

v ' a4 ow - PR . o w
Motor lauszniamnusiudaiierumlaifomeluladifiodwinday auvasssouas

ﬂ' v o L2 A s
NTEUMALTBIIINANREIIAGBNTBUAUARAMNT SN UBUAUABULTAITIASIS 1IN UNTS

powwndu Litfisausignavnssugususiazsiesinvgunsidouasfaunsneudu nsgiu

) o Y e e ar = ' ) o a o - v |
Ml Widwesideuazimunddmidmivewandnie o waluladifoduindon szuuaiy

Uasn

UL

ORoRI

puaysruvasauvasunataumasgulml Dudu
3. AuNTuYesdmALL (Single-Segment Concentration) {upududuvesdiu
1 ganvvhmsnaalddidnladunidagiame Wunaadnuazlunaraidudu 55

Uudasdnwianusiesnisvesngugndt uenanil gsiedaesiimunundesnglunis
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udn M1399 MY warnTsduaSuNISYIE windunguiiale gInavramInaines gl

. | podas s w ~ ! r sa
wamopunugIvInnIsawu wesannguanfnfidrdriinauiivaunia ueawauseleeyi
waungunued nlaariunttlungu dnnmsnarninersryamenqulaouvdusendudiutes

o e ) v VG sey YV oo a o |
unneaaamzngulsisvinlamnudesnisvesgnlifiougnAdudisis lusimilgs wu

USev lelaied eeld wedla Iin fiiduaziunusminesasudveiitedadumenisus
Wigaglfiealudsvmalng sfanrsuimsiidinunimseduanna lnsidunagvsnisaieuszaunisal
umspuliieligniladuda 1Haes uasliifuaussousmstuivassaosdnddn WHudu

4. M3namIeyaaa (Individual Marketing) Lﬂum'i‘i’lU‘S'JiJ‘ifiJléﬁLﬁﬁ’Jﬁ"lJ@ﬂﬁ']i'w‘lmﬂa

£

LaryslinTnegsia (Famaneieas {dadmine §éUan) Tnegsinlduniseanuuulsiinny
Baviehpunn aunsauuudshimneiuusiasyanalned dornu de msusuusmandng vims
LLasmsﬁaaﬁlﬂé’aQ'U'%‘Em uenNi galvimnudfyiunsuanteanuazamivasiselunisly
Usslopianudniost wu vidu emuidalulf@ 24 Falus shunissessssuuusudansandey
afsusnlulve nuuaziATesRuIYBY q Adnassingau vufAndugns olwldudesand
oses minauamidoutulunnufy Tagnishimalulaggaaninnaugmndunsuvesnises
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