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THE HOLISTIC MARKETING CONCEPT

Lalit Thanomsingl*
'"The Chaipattana Foundation, Bangkok 10300, Thailand

ABSTRACT

The research entitled “The Holistic Marketing Concept” was to study its strategies and to apply them into
a modern organization. This academic article focused on the analysis of collected documents which were primary data.
It was the survey of the practices of 500 managers of middle management of the organizations that were in Chonburi
Province and had 5 years consecutive profits (2009-2013). Then the practices were evaluated for the means (average)
in order to find out to what extent the middle managers had opinion on the significance of the holistic marketing.

The findings revealed that the top five strategies that 100 organizations used and helped them able to sell their
products so that they had profits for 5 consecutive years were as follows: 1) the marketing coming from brainstorming
of all departments in the organization, 2) the organization focusing on building relationship with customers in order to
maintain customers and their repurchase, 3) the policy to manage revenue for social and community responsibility,
4) the activities to build the brand in order to make customer recognize or be aware of the brand, 5) the organizations
having ethical business policies to all employees.

The holistic marketing was different from traditional marketing. The organizations not only put an emphasis
on the customers, but also put an emphasis on employees, suppliers, and all stakeholders because everyone was in the

organizations’ network. Everyone could be sales assistant for the organization.

Keyword: The holistic marketing

"Corresponding author: E-mail address: jaokhun@hotmail.com



- = o = s s ¢ o o o
” 37521753Wﬂ?ﬁﬂW?m%ﬂﬂ7ﬁﬂiy5W7ﬂ5Wﬁu - 11 9 a1jui 2 AINYIAU-BUIINY 2557

ﬂa U d
HHIVHUVANINAAUUUBIANTIN
adn auoNdIH'
'yauSFenau, ngunnunung 10300, Uszmslne
w |}
Unnage
A wa 4 o s A = 4 ¢ A o v qYu
wiliamsaarauuvesasiu Tiagilszasdiiefinyinagnimsaarauuvesasiu methhlsvlsiy

] a 2 tgo a Y a Y

pennsgalmi unanuirmmsadeiduiumsnusIusdeyannmsinsiziienals uazinusIuIINToya

a o awa Y a Y { 1 ¢ {o a ayyYy o o { < o
Ugugd nmsdrsrauulfiavesduimssedunaniegesnns g uiiugsnelaluiwiiaraysnesansinils

Aanenu 5 1 (2552-2556) $1uau 100 Au wazthuulfuaulsziivdunde mogszauanudifydayuue

Y a { o v w
fﬂ‘ll51’7"Iﬁﬁ!ﬁuﬂ'ﬂllfﬁﬂiyf‘l‘]_lﬂ"liﬁﬂ"lﬂllﬂ‘]_l@\‘]ﬁ’ijﬂ

a 7 ' I % Y o~ o q ¥ a ¥ A o = 2
Nﬁfﬂi’JLﬂiWWW‘U’JWﬂﬁﬁﬁWﬂ@ﬁﬂi’mGlU 100 mﬂﬂﬂmuuwawﬂwmmmmwaumﬂuum”ls 5 ‘]J DRIRGH

'
1 v o

A (ava v o v a a & s
VI“IJ;]‘]J@WNN ﬁi%ﬂ”ﬂ@nfﬁ’l 5 ﬂuﬂ“ﬂlliﬂﬁﬁ] 1) ﬂﬁ@]f;ﬂﬂ@]?Nlﬂﬂmﬂﬂﬁizm\lﬂﬂuﬂﬂmu‘uﬂQnﬂllwuﬂﬁluﬂﬂﬂﬂi

i

v 0o v w P o o 2o q¥ Y o v A a J a a v
2) G]fl’iF]'J'lll?f'lﬂfl]u'ﬂ°]J NITNAATTINANUAUNUD W?iﬁgﬂﬂ?ﬂﬁun'ﬂ%uazcﬁ@ﬂﬁﬂ'li"]ﬂ 3) NuIUU’Iﬂﬂ’]ﬁUﬁﬁ’]ﬁﬁ’]?ﬂﬂ

o ' ' A o Aa 9 Ja Y A qU v o o 2
‘L!ﬂﬂﬁﬂﬂﬂﬂ%’]ﬂlﬁﬁ@ﬁ\iﬂulmgﬂgm%u 4) ﬂ’]illﬂ"l]ﬂiﬁﬂi!ﬂﬁﬁiNlL’Uiuﬂﬁu?’ﬂ LW’Eﬂ‘HQﬂﬂWﬂiﬂ HAZHASUUNIN

S ¥ a A o o
AI1TUA 5) ﬂ?iﬁuiﬂ‘u1ﬂ‘ﬂﬁﬂiﬂﬁiﬁllﬂ%i‘ij‘iﬂi]ﬂﬂwuﬂxﬂunﬂﬂl‘!

o , AN v o o w y v
ﬂ15ﬂ1ﬁa1ﬂllﬂﬂﬂﬁﬁ§'§ﬂ!LﬁanQ%1ﬂﬂ1§ﬁa1ﬂllﬂﬂﬂﬂmuﬁﬂ‘L!’t‘)ﬂ’fﬂﬂ@\?ﬁﬂiiﬁﬂ'ﬂuﬁ1ﬂﬂgjﬂﬂgﬂﬂ1uﬁ’)'t‘Nf’c]{ﬂ'i

o ¥ v o v W o '3 Y o s Y R a A A 1 Aa
ﬂﬂ@]@\iiﬁﬂ’ﬂllﬁ?ﬂiyﬂﬂ NWUMNIUUDIDIANT, Qﬂﬂl FNWNAYLODT !.!ﬁ$Pji\lﬁ’luhlﬂﬁ?lulﬁﬂmiwnﬂﬂuﬂﬂlﬂiﬂ‘lﬂﬂﬂﬂ

¢ & o Vo ¢ v
VBIDIANT 1/!ﬂﬂuﬁ']l]ﬁmﬂuwuﬂﬂuﬂﬂﬂﬁlﬂﬂﬂ@ﬂﬂﬂivlﬂ

o_o J
ATIAY: NTAANALVVDIANTIY

VNI
o 1 Y a

mseanauiseenilu 3 ga gausaiumsnan
a v v Y A A a
Aum JU1eAealn T T Y IUMIHARTIIZEITD

a Yy A Y 9 0o v w v
yedunila gandeuuulianudidyiugnan
A wa Y v ' A o

myliiadegnmalennuelald ganawgailegiiu
! ' P 2w v o o
NFeNNMIADAUVUOIATINTU UM IHANNEIADY
o 4 Yaa A [
fuyaaInsluenns ladinenssuiedeny Ugnila
(5099305551 NINTTUHOYUYU RINTTUTD AT 1A
aseminmIiiaus iy msmaeduiin msae
A Yyigr Y A ' 1A a
Fualilsinnveathevigediafer M13NwRIND
v a Yyigr Y A ' VoA Y a
nudualilaninnvesdhemsaainodiaufion guins

4 9 = Y Yo Y
vyosodaninosiuloutelnnnurungan uazingle

(Experience Management) HAAS AU VDIDIANT
Y a o a
LW?’]Z“]J?&’?HJﬂ']ﬁﬂjﬂiﬂﬂ']ﬂﬂ'ﬁgl“]fwaﬁﬂmcﬁllagﬂ5ﬂ’]ﬁ
R '
"’U@Qf‘)\‘lﬁ’ﬂﬁ"l]g'vnch’iuﬂa”lﬂﬁﬁ11ﬂ§’ﬂ"’]ﬂﬂllﬁ$fﬂﬂ‘ﬂ@ﬂ
va 5 9 v a
ﬂmﬁuﬂﬁm@ﬂﬁuﬂ'I"U@\'Iﬂ\iﬂdﬂihlﬂf‘)ﬂ%‘]a aIUTNA
A ' o v
NYANTIUNITUDNAD (Word of Mouth) 'lﬂﬂﬂgﬂm!mx
gy o A o
uﬂﬂaﬁuvlﬂ@fJ'NLGBfJ'J(’If']iUuW1ﬂn@ﬂ1uuulﬁﬁyiﬂ1ﬁ§liuu
¢ A v
91/a3A (Demand) Av ANVABINITHAZANUA T Y
X 5 v a A a9
MIFOTUAWAZVTNMT 1azgUNIU (Supply) Ao AU
a A v 4
‘Vi?f’]ﬂiﬂqicﬂW§auﬂgﬁlﬂﬂ{1uﬁa1ﬂ Lﬁﬂﬁﬂﬂﬁuﬂ\iﬂaqﬂ
v v X o = v
ADINTTUDIN YO ‘lu‘ﬂﬂﬂﬂuq1j1/]’]uuﬂ”li°llﬂ1ﬂﬁ')@ﬂ1\1
< [~ Y s 1 a a 9 o
520157 1Humalvesansang S MWTDNAATUAULAS U
a Yy A 2 =
Lﬁuﬂﬁuﬂﬂ,ﬂﬂa']ﬂﬁa']flslfuﬂsluﬂill']ﬂ!L!agﬂmﬂ'lwvnﬂﬂ



a % a A 2o & oy o o o -
375ﬁ75?Wﬂ7ﬁﬂW7ﬂ!Wﬂﬁ?ﬁﬂigiW'lifﬂ’lﬂu 11 9 a1jui 2 NINYIAN-BUIINY 2557 u

2 99 o I - | 2
u ilrnneanuauganugilasn Ae dudeniuniy
s VY 9w A A X 5 v
goudawalrigusnaluilagiiuimadenlumsgedum

P IR o \
HAZAMNABINTUINAL Aarumsmimsaainlugi
A = 9 Y a =
Ardanesulngnaniannuianelagege
(Marshall & Johnston, 2010)

E4 @ 1 F4 v a Y

gnAIMIAKIININNIININADINIAITUA AL

a A yyyr a A 2 Yy ot
UimsfignmlanieRudeunniv uagnaaoansneg
VYa ¢ a 8 A Yo a Y
ladunmuazusmslunmwesasiu e mslasudunaz

a 4

Y
UINIVOIBIANINITLUY 19U MITUTNITHAINITUIY
A =1 o 9 A va o =
18 szvumarthvuunlfiiainmsaaranlaeull
o 9 0
1NN5AAIATIABINBIMNNITHINMITAAIALLUBIRT I
4
@ M Yo o [l 1
M52V (Holistic Marketing) lilad inaguammy
] "3 ' \ ¢ Y
fhemsaaaminiu uannadinluesansaesiimsaain
Y [ 9 a 1 J C= a
a2 hidweiluduims deyana fheda® donda
' a 9 o o v 1 a Y39 Yo
fhemaila wIeuinszmaminnuideduninaesan

A o Yo s ¥ a PR
ﬂﬂzﬂ1ﬂ13@]ﬁ1ﬂ1ﬁﬂﬂ6\iﬂﬂiﬂ?}ﬂ ﬂTi“]Ji‘ViﬁQﬂﬂﬂiJGl%

v
a

I A = ] 1 A 7 k4 o
ﬂﬁq‘ﬂ‘ﬁﬂﬁlﬁ’ﬂﬂ’ﬂﬂmﬂﬂ usidudaniesfnsdeariuas
Y o q P 1 a1 cvad o o q¥
mmmﬁlmﬂmmum vunlgiatinanaulnmsnain
wenwiudrunitavesdialunisiiau saudams

A a v 0 v > A \
gnaausms lemmmﬂmuﬂunﬂmﬂmgﬁaummm
= v 1Y)
NUNUVDIBIANT (Staff), §nA1 (Customer), FWWAY

J . PR Y P!

19995 (Supplier), uaz@umu”lﬂmuma (Partners) IN512

A A 1 Ao P
NNAUABIATOVIINAVDIIANT (Kotler & Keller, 2012)

a va { U J
umﬂguﬂﬂqyf]!ﬁmnum‘mmﬂmﬂiw

=\ o [l 1 4 1% 4 1

umﬁﬂizﬂauwaﬂag 4 druadenu laua

1. mmmﬂmsﬂumﬁﬂs(InternalMarketing) Ao
msusmsnuntilseansnmuazionlosnulunndiu
A
Y L Y a
G ARG RE G R (Marketing Department) UT¥1T
(Senior Management) uaw'hﬂﬁuq (Other Departments)
A VYa ¥ s o A & Yo Y
ma“lwﬁuﬂwmmﬂniwmaauﬂmmﬂugumam%

(Kotler & Keller, 2012)

2. MIANAUUVYTUINT (Integrated Marketing)
94ANT AR INAAS M TazUTT (Product &
Service) Y9IBIANT AUATUMI 31903 1TUA (Brand &
Customer Equity) 5309903 ¥3%04N199A91%118 (Channels)
wazh1de (Communication) WiddeduiTna wie ms
ﬁagﬁu“lﬂﬁmﬁ 11 4Ps (Product-Price-Place-Promotion)
118 4Cs (Customer solution-Cost-Convenience-Commu-
nication) (Kotler & Keller, 2012)

3. MIAAIAES19ANNTURUS (Relationship
Marketing) A9 mia':}yNﬂamﬁuﬁuﬁﬁﬁﬁugﬂﬁ'umu
szovo1 MlRaNINAeUALINNNADINITVBIGNAT
1AAT99ANIUAUABINITYBILAALYAAD (CRM=
Customer Relationship Management) AMIA319ANY
Fuwus éfmaé}w%ﬁu Qﬂfsﬁ (Customer) LLAZNVYO
NNNMIAAADILIYAAAAINE (Channel) é}ﬁdauqﬁjdamﬁﬂ
(Partners) o manyalfiamIesdns ms1zngdnssu
1hnao11n (Word of Mouth) Aaldiadanuazidau
TR AUR LIRS mIERztTuoIAns
fufludesadannuduiusrudiidwlddenusadng
nﬂﬁhﬂ (Kotler & Keller, 2012)

4. magiinaumeaana (Performance Marketing)
Ao FunnMIUsINTTela (Sales revenue) HINDIANS
fiselaifioane authmueiing3esdnsazainisa
AuiiufImMsoun1ane paRnsAeINTLHIING 9505551
Mag3nY (Ethics) anmmunndeniiosdnsidiiifesdos
(Environment) 3ad11inm3i1g3na (Legal) agmsi
ﬂﬁﬂwﬁgﬁwu%u (Community) ielWoadniina
m3sewsundany i liesdns it (Kotler & Keller,2012)



- = o = s s ¢ o o o
” 375ﬁ753wamawmwﬂmmyawn]swﬁu - 11 9 a1jui 2 AINYIAU-BUIINY 2557

— Marketing department
— > Senior management
——» Other departments

Internal
marketing — Brand &Customer Equity
> 4C’s for Customers
Relationship Marketing 4 Relat10n§h1p - Hohst}c - Integraj[ed
marketing marketing marketing
Performance
marketing

Sales revenue

Ethics —
Environment — ¢——
Community —

13n: aau1lag91n (Kotler & Keller, 2012)

(Y d
Jngiszasn
A4 = ¢ ¢ A o
iefNyINagNS MIaaIaUUBIAs I e 1)
1 Yo J 1
sulwivesdnsgaln

ax =
IBNIIANHE

vy 9
o o o

a N <
UNANNIFINMIATIIMIAUHUMTAUIIVT I

v a ¢

VBYAVINNITIUATICHIONATT (Document Analysis) 910

Y a a <} v
VOUANAYNUY (Secondary Data) HAZNUIIVITINUBDYA

ll

) a Y a @ {
fﬂ'lﬂﬂTﬁﬁTﬁ'J"ﬂﬂ'ﬂiJﬂﬂLﬁu“’U@\i@Uﬁﬂ1iﬁ$ﬂﬂﬂﬁ?\3ﬁ@ﬂ

U

4 Ao A a EX o o = o
pafnsNauugsna lalusaniarayssuau 100 au
a 1% a va a ] )
mernuulgialumsuimsesanalluaziiuun
Ugianszitiununae egszaunud Wy damuues
Y a A o v w =
Qmmimﬁummmﬂﬂujﬂummmmmumﬁimmm
9 @ vy a a . .
wosszanla laglyveyai¥a3una (Quantitative Data)

o i o, 9 a

91NN15913529 (Survey Research) Lﬁammay’aﬂgngu
a L) [ a J

(Primary Data) U1UATILHTIUAUNITUATICHIDANT

(Document Analysis)



a % a A 2o & oy o o o e
375?775?7’!5]750W?ﬂ!?fﬂﬁ?ﬁ’ﬂinWﬁJiWﬂll 11 9 a1jui 2 NINYIAN-BUIINY 2557 u

{ < v Y a v o ! o a wa a ¢
ﬂ'li]xiﬁ 1 MSINUIIUITINVDYAIN @mmﬂummmaﬁ 100 AU Lﬁﬂ’Jﬂ‘]JL!.‘L!’J‘IJQUGIGlUﬂﬁiJiﬂﬁENﬂﬂ‘i

ﬂ'J1Nﬁﬂ!ﬁu!ﬁﬂ?ﬁlﬂf’niﬂﬁ]ﬂ!mﬂ@ﬂﬁ'iiu

X SD wawa OUAY
(Holistic Marketing)
' 3 ¥ v o a ) ° v
1. mMumivalenuesseaula Heny « msminsaaia 2.11 0.93 Hod 10
A Y g Y A ' ' =
vosau iuntivesrhensaaia dhamey”
[ S Y 4 @ = @ a 9
2. MmuruMmnnueesaula e lsesuUTnsgega 2.16 0.94 U0y 9
I 9 k4 = Y =
AURHNATUMIAA AR
' 3 v v o a o F% A
3. MuHUMeInHeeszadla HEINY “MIINWUNUATUMT 421 0.71 vInNga 1
a a < 4
AAANADINNITTZANANUAATUYDINIUNUNTUBIANT”
' 1 Y o o
4. lusannsveaniu 1a1iuen 4C’s (Customer Solution- 3.37 090  1una 7
Cost-Convenience-Communication) FANIUNULIN
k2 o
Hosszavla
4 ] =} 9 4 Y
5. ANTVRIMUIMSIBNANT MINAIANT AN 3.60 0.81 N 6
v W o 4 Y o
Funus (Relationship Marketing) ﬂ’]JQﬂmmﬂu’t‘)fJimeGlﬂ
6. MuAaInagns mInaaadeaNuFuIuT 3.95 0.91 N 2
. . . 0o q¥ Y o v A
(Relationship Marketing) i1lrgnainauinlyuasie
2
a o 4 @
USMIIntesseavla
1 a Y
7. 93ANTURIMUIMIVTHI55101A (Sales Revenue) 910 3.67 0.92 1N 3
a Y 3 o 9 o
msveduaniluvan vinuesseavla
4 1 a Y 4
8. IANTVRIMUTNINTTHIUMTHTIWUTUA (Brand & 3.63 0.88 S| 4
a 9 A v v ° o
Customer Equity) Aua e lngna1vas nagazniin
Aa Y 9 @
faasdumuntesszaula
9. p3AnsVEIMIULIUTILIN1TO5TTUNIIGIND (Ethics) 3.62 0.89 nn 5
v @
wnueeszaula
4 1 = [ 2
10. o9nnsvosmuiuleielunsSovianninao 3.60 0.92 1N 6
A s v A v . v o
N99An3191 11181V (Environment) 1ntioeszaula
4 ] Aa o s A
11. 93AnsvoInuNNINIsuM Iz lomiiveauay 3.24 1.03  thupan 8
9 @
(Community)unuosszanla
< 4 Y a Y Y a 3 Y o Aa wa
NI WNINUTIVTINVOYAIN FUTHI5 100 AL BUAL 1 JUIMIIIHUMIEN UL TIANMI NN

o o 4 @ a va a k4 9 a a <3
TudendaransiNerduuul§ialunsuinmsesdns  ATUNMIAAIAABUNAIINMITTZANANAMITIUYDINN
v o & ' . Y : -
lawamsdnwaail ununluesans mazuuuegluszaumniige (X=4.21)



v W

Susy 2 gusmislianudidniu mnanaaiig
ANUFIITUT (Relationship Marketing) inl¥ignAIndw
S aeusnsdn mnzuuuadluseduun (3.95)
sudy 3 gusmsiulenneliiimsusmsnela
(Sales revenue) 9INMIVIBAUAIVDIDIANTITUNED
mAzuuuegluszAuNn (X =3.76)

Sudy 4 Juimisiinanssulumsaiiauusud
’S"L,!%W (Brand & Customer Equity) lﬁlﬂﬂlﬁ@.ﬂfa{mﬂi‘h (ay
AzMmINDIATIAUM MAzuuuegluIzAuNIN (X=3.63)
Sud 5 Qusmistinlonnenaniosssunaging
(Ethics) Henazuuuegluszauin (X = 3.62)

fudn 6 guimsiulewelunsinuianin
LL’JﬂgﬂMﬁmﬁﬂil‘fl}ﬂﬂlﬁm%ﬂﬂ (Environment) Hszau
azuuuedlussRUINN (X = 3.60) Fafimazuuumiiy
sl fiamsusmsassldnagnimsnaiaaiienny
Funus (Relationship Marketing)

Sudy 7 gusmslaiumnlfifanagns 40’
(Customer solution-Cost-Convenience-Communication)

Twnaruiimazuuuegluszaun (X =3.37)

v o Y a Aa o L4
DUAY 8 l?j']Jiﬁ?illﬂﬁ]ﬂiillﬂ?i‘ﬂWﬂi%Iﬂ"]fu

WOYNYY (Community) ogluszavaziuuilunalg
(X=3.24)

v v a wva Y a Aa 1

aua 9 uulRiavesguirsnaai «lsesu
a 3| 9 Y = Y
VIMIgga Wugnumumumsaaiauaiiedsined”
s 1 o Y —
umazuunegluszAuues (X =2.16)

v o a wa Y a Aa 1

aUAY 10 uuUIAveIHUTHITNAAI “N13
o a 4 I Y A 1 ]
Mimsaaravesaun Wurinvesthenmsaaia fe

a = [l v ¥ —
1Ny’ umﬂ:uuuagimmuuaﬂ (X=2.11)

a d a J
Nﬂﬂ'ﬁ?!ﬂﬁ]gﬁ!!a%@ﬂﬂﬁ‘lﬂﬂ'ﬁﬂa1ﬂﬂﬂﬂiﬁu

v :
‘U”IﬂN’s’lﬂ”lilde]Jﬁ’JiJ‘i’JﬂJSIJ’ElqulaW’U?ﬂﬂTiﬁa1ﬂ?Nﬁ

sadinsthldUfiade 1) msaamadeuianinms
srauaNuAaiuyeannununluesdng 2) Tanu
Ay Runsaaiaad eanuduiug (Relationship
Marketing) W11¥ gnanduunlyuas cmmms«m
3) fuleemsusmsneld (Sales Revenue) daumils
ilodmaadanuiazauan 4) fnenssulumsaiig

- = o = s s ¢ o o o
” 37521753Wﬂ?ﬁﬂW?m%ﬂﬂ7ﬁﬂiy5W7ﬂ5Wﬁu - 11 9 a1jui 2 AINYIAU-BUIINY 2557

Jsa Y . A v v
HUTUATUAT (Brand & Customer Equity) LWE]Glﬂgﬂm
o o a v =3 a
091 vazarmiindaadun 5) Tuleuen1sesssy
N19F3ND (Ethics) AUWENOIUNAAY 1Az TIN0IANS
Tiarsilhlgiane uwumseaiauininanuaaves
] 1 ° a Y
dhemsaatade@es uaz n1siInITAaIAveIaUAT
& Y A ! oA ~ K ¢
WHurinnvesrhemsaana fhe@ed dnziiuesnnsae
o A 1 v o 4 2 myY o o a va
Junaounsiuiuesansonlila dmiy uulfia
Y a Ay ¥ o '
ﬂl@ﬁ@ﬂiﬂﬁ‘vﬂﬂ%Wﬂﬂﬁﬁﬁ’m (Survey Research) WU
Y a o o A v o
Ausmisgaihyiusulianuaulumsaatauuesd
4 [V Y] AY a
59U (Holistic Marketing) 11194910 dUALNSHAHDTNI
<] k4 o A vad 4 a
MuMeNULLILTAN I “MsNImUMUMIAIIANA
a ' % '
MINMTTZANANUAATUYDINIUHUNIUBIANT Falla
azuuuluszdumniga (X= 4.21) Fgeandesny
a ova 4 Y2 k2
wunlgiansaataunvesnsinluilededosaiunis
aananelueafng (Internal Marketing) 1 Kotler & Keller
1 Y @ ..
(2006) nanin mssanmsmnaau BRI (Holistic
T A
Marketing Concept) Huilugiuuumsaaiaimung
v Y
nugailaguiunimsuvatuiugeaiuuulians
a 4 & v A Y
MUWANUNTADIA MTAATSNETIANEINVTUAILAL
msaaaliadsnihemsaandha@ernisunn
naaulueedng Ao MUMITZANANUAAINYALAUN
] A 2 A A [ I Y o
nnehe Lwalﬁ‘lﬂmmmmmmauamﬂu@uﬂumm
~ a a 3 a
Tufiga 011 MIUTMTIUYRT 03ANT 10101A (Inouaus)
NA wﬂmmmﬂmwauimﬂuiuwﬂﬁum artiueyy
AINTIUMSAOATAIMUATOINIINS HOANTHIUMS
Uszag Aenssufunnms lidnziluauimsuiu
a Y a 1 [ a a
AINTTUAIUAMTITUITOTITUTINAUDTIIATaNA
a k3 o Av o a Y @ =
AINTTUAIUFIAY 01NIATUNATHWITNOIY VFUTY
4 ' a v 2o q ¥ '
NIZIATOL FUTNAWATN DINFTUHAH Iund L
v Y { o v o v ° o
lagerunann)aouiruguiilinsiiauasdag
) % a 9 o 8 1 v A
NFIRNVAAFS19EIIA NFINTI WS URAYDY
o Y s a o
Tuidhwinevetesdns Mldesnnsedud iusedns
ﬁﬁmanﬂagi_}u (Fortune) HAZ0IANIIATUADAIY
A A o S o &
UNBDDOAUAUAITA UDUA WIT (Standard and Poor)
9 o J H o J Aa YR
Idlu 1 Tueednssuiii 500 eannsvealaniiiselada
o ¥ v aa o oo 2 o ¥
3.9 WuauwmSoyansy Taunininedu 5.6 Wuau
~ v A o 1 4 ava
M3 ORYANS T INITIULINNTT 14,000 AU ABUUIURITA



a % a A 2o & oy o o o -
:75msawmaawmwﬁmmyiwn]swP/u 11 9 a1jui 2 NINYIAN-BUIINY 2557 “

Aq ¥ o v W s v s '
Alnanudagiuauluesnns gnaeenns Huanmn
Y i o 1 v Y o ] Y av
1IAAONNA HTHTWAUME INUFTTULHINT IHNESANY
(@amfuiumanaauiIna, 2547) Fathilaveusnues
MINNANVVRIATINAD MIna1nmeluedfnns (Internal
. I Y 1 4 2 o
Marketing) 1Hlumsasianiiglueansvguafiuaiuy
I3 4 d'dy o =
ANWUIAADUVDIDIANTNDOBIUIY IR sz aIANANAD
4 Y Y ' Y Aa
11pgNAT0UBANNFIVHAD NAUHUNABINTAD TN I
Yo v v ° A v a Y
msunilymliigna aeumommerfudumyeeising
v Q1 Y A ' A
18 msvie msnanalilsminnvesthamsaaranseshe
Nerfissrhofior aeandesnuiuIlfiiaves Kotler &
4 Y o 9
Keller (2012) Lﬁaaqﬁﬂimmmaswmuﬁﬁiﬂwnﬂﬂu
4 Yo a 4 4 4 o [ a 4 =
ApagINAUMINEI0IAnTIa MIsmiheduniezinam
nanaeHIuMIUIYlaslAna (Personal Selling) lng
~ 1o v I3 o ' v g
wyanalisuiudeudiuminnuane dounaasliiiu
Toman1anmsnaia (Opportunities Marketing) 7 laitiies
Yy . 2 A \
anauiiunansaveniinaelin (Word of Mouth)
Ya 9 a Y 1 o 4
T aumMnTeusMIveI03nansla tawiinauve0anng
<3 = a T
Agusaunganssuuentnaeidin (Word of Mouth)
=2 Y = a v A a J Y1 o v
DVDAVRIAUMNIOUTMIVRILIANT I aennada
Auuunlfiidvesanstind (daon 2951, 2551) il
1A ~ % 1 o Y @
MUBVFTIANTNNUNNAUI “Partner” MWD
aa o = d'd a wva o %
naaulIadiinnalunsdfiaaulagmwiziig
o w o Yy 9 o o
drdgfe minnunihiwyoauhnuaiiouamitiad
a o 4 F2 o
Wugsivvesaues newwIaiiFognai aasuuy
~ v ' a A o o
fgnareu lalaluusms msiminnuvesamsiiad
AAa o (] c:’ k3 a wa Y a
wivadiinauillamnnnuulfiaveiusmsesnns
A o v I v a v Y
Prgewiinau luzdhianusuiaseumuaTaanmn
o v 4
Tumsiiau Temaanuniavuiluaw Walema
Y a < a wva Y a
Tnudasnnuaain mslfuaalennugasssy
E4 v A A aA Y ' @
walselosvunazadiaansous naedldlaniinau
A s Yy @ o ™ Yy @ o
We0dAns I NuNnL wiinauez v lenuesnns
YY) Y a 4 o v v
DUAY 2 LTI INANUAR YN MIAAIATT I
v W o Y v o
ANUFURUT (Relationship Marketing) m“lﬂgﬂmﬂau
Y 4 a 3’ ' 1 o
nlguazdousnmsdn aazuuuegluszauin (3.95)
% 4 o = 4 U @ 1
Faaoanavanungumsaarauuvensm luiliivdos
Y Y [} Y
AUMIAAATS 1A NUFUWNUT (Relationship Marketing)

§ A v 9 o .
Tuiiiswda gnA1 (Customer) FUWA81003 (Supplier)

Y 1 Y = ;’ ~ 4 9
wazgaIulad e (Partners) NaruANoANT1zADY
asziindennuduiutiiosnndenanayuuenIn
o I E3 v Y a
Anueivevdfng HazMAKAMIINUTOYANYD HUTNS

v 0o v w ] v o . .
Trianud A iy MsnaInaTNANEuIUS (Relationship
Marketing) A1azuuuadluszduuIn (X = 3.95)

A Y a o v o o daa
HRININHUTHITAMANIIIINT AT NANUTURNUTNA

o P o ! \
Tagmwizaugnaniugemihundnnuiianels dawaly

! Y Y s o ¢ H
FLIZINUTDINMITFOH TN UMITAMNAUVUDIATINTIY

(= 19 Y o o k4 ] i', 1
Tifisaualianuddgiugnaummiu uanueswia
Iy s . VA o o a A a 9 v
FWWA81003 (Supplier) HNIAKINGAD HTodUA T
o P v v o dadw 1Y
AUBIANS AalNauMIaTIANNFNRUTNAN UM

s ' A ' 3 @ A
pennsmslallunniFedhidnzdumsianinenas
1] Y 1
N MINTERUNATINNIMUA MIFuaaToulua1an
P ) ! Yo o P .
vo909ans0e191lseld Tunudnnateoos (Supplier)

Y A Y o v W o .
doAueamslianudidaiu dunateoes (Supplier)
Ao ngAnssulInAeln (Word of Mouth) N1Na1I04

J o 4 o 4 4 a3
09Ans lumauIn Mlvamanvaliesansa Wuleme
4 4 o [ 4 4
Toarnsiidnnareeas (Supplier) T1811ue Wl
9
1% a o 1 Yo [
aonFoiagAuTIULINTIe dawalid1InITAns0a
s 2 A Ay A Yo ¥
Y940IANTFIVU Tnudonaiusimndias laduan
~ 1 1 v a a 2
Nvannaeuana1sdanalieannsauIsonan U
Aa ' v Vo w1 Yy wa
navengdamala cwsouvaiunuguaslanlenuautia
a o s A o & 1A °
YDINAAN VN NA NI IAINA1A9 dHUIUNBIN51

[ 4 Y o W [

nanmsaaatuUedns I ImHEuaNUdIYfuyana
A Y o
59U09ANT HaANaWIgaNwAonuTaduluns

[ Y] Y o ] Y o o
uvavula dredraveanisaaraas 19aNuFURUT

Y @ av @ Aaou o Y o
a9ANARINUNUIIBVDY Waan Vadud (2554) laim
3Ny NI NNFURUTIFINIAAIAYDIATIHNTTY
¢ o Y a v v oa X
sooudvedlng 1INMsdunBaiQUTMIINqUARAATY

) VY a2
dausoouanyi Auansuaiusooudlulszmealng

v o v o Y a o A ' v
Tiawdnyiugrassoouddamnagiuseudiein

v Y a Qy 1 @ al J
WuraliesdnsgranFuadudymalnodraneroy
{ v o 4 o
Mzaiamdnyalluseavesnnuausaluiiau
{ 9 { o
Tugduuvvesifu naziinnuwieuizihanlualad
Ay v 4 v v o o
1ulA (Japanization) 1ionN15a319ANUTURUT AU

;; s Yo A ¥ a 2
Andansneuaiumsizmslasudeniugnaarudiu

]
an

Yo Y a o | o o
Glﬁﬂﬂﬁwaﬂiﬂﬂuﬁﬁmuﬂﬁﬂﬂlﬂu “Hll'lilﬁ\i VIUIUNITAN

o



YA o

fige naznnlszaumsel ﬁ’umy TN ANEITTEAD

gluSeuifeusundoun wudr aulnesey

SIEE ﬁumimmimmuﬂmuﬂjﬂumﬂﬂhLwﬁﬁuuﬁﬁu
S a [l i 2 19
Y0911 U AvstianuduiutodauTuduAdY
2 o a o a1 v Y
sargudumsiigsivludnuasisaumualonda
o E4 o ' 3 ' 9
wihlimshaudeyu dymanuuandaziiosa
Y '
namneuazanaenaiansuzausssuiizoni
4 o ¥ 9 1A
Collectivism nanedemanud Ay iumsasangy i
Y o o v .. . .
WINWOL AU Mshnumela Japanization Relationship
9
9 Y A o
Marketing 11 ApalMInaunaIUnaNNAUIAUEITY
A o ¥ v ' v A =2 =
aulumssnenil adwanuswliswilonazinds
9 IS @ A £4 A a
winneuduranaieumMIaT1unTev1eluNNIEIN
Y @ a wva [
doanavanuIUITTAv0I Newell (2000) HANATT
a Y o o g o6 9 o a A
v3msgnmduiusilunagnslumsasiauaanse
@ Y 1 1 ]
ANUFBLVBINTNNULAZYNAWAAZAUADDIANT HIY
' 4 ] . Yy vy 2 ]
FoINNMIToa5e19 daralignAuiuuInau oafns
@ Y k4 v @ a wa
ansadnugnanerA1d aeandesiunuiiljiaves
1 Y a Y o o I
Brown (2000) na1719711 msuSmisgnaduiusiiiums
Psvilgenszorumsluigsfuienszdaeugua
4 o L] o = S
paAns lagnadiumawiinauaz fineIvoeiy
J IS J o Vo oA 9
29Any Wunagnivdnlumsuvatungauuanuaule
{ v Y
Tfauae s verus Ina Az NANHEUNTZUIUMS

' a Y o Y & A
AN Glumsm%tywumugnm %QLN@N@\‘I(INJEIJJ"UENﬂﬁ

A v v @
ﬁaWﬂﬂﬁﬁiﬂN’ﬂﬂ@ﬂaﬂﬁ]1ﬂﬂ1§@]ﬁ1ﬂﬁiNﬂ’ﬂ§JﬁNWH§

(Customer Relationship Management) ‘li:‘uWﬁJ?h N1IAAA
mﬁmu&uiﬁ}mmﬁﬁmﬁunﬂﬂu %ﬁgﬂ?ﬁ (Customer)
dwwanoioas (Supplier) tazdiianlad1ude (Partners)
mgnaauanIniiugnMedngla naauaunIaYye
faoarnslaReduauazdnn meadeduiusam
ﬁﬁﬁunﬂmﬂdaus}anﬁmﬁq ANENYEIHAYe109ANT

0o qQYY A o A o S Aq¥ 2
‘V]ﬂ“ﬁEjﬂ‘Ll1/]11leI']ﬁi1/]ﬁ11la&%’ﬂlluiuﬂﬁﬂﬂiﬂi“h’ﬂaq%ﬁ

s
N1IA[IALULUUDINTIY

[ Y a ) P a 14
aHAY 3 @mmmuiﬂmﬂimmsmmﬁw"lﬂ

a 9 J < Y
(Sales Revenue) 91ANTVISAUAIVDIBIANTITUHEN
' i o - S Y o
mazuuuegluszauun (X = 3.76) Fideanasdniy
= J v 1 9 a wa
nguMInaIauuuednsIu luiladedesaiunslfiia
NUNNNMIAAIA (Performance Marketing) ADMINTID

- = o = s s ¢ o o o
” 375ﬁ757wamawvwwﬂmmyawn]swﬁu - 11 9 a1jui 2 AINYIAU-BUIINY 2557

aoUNaMIUPIANUNIIMIAAIA (Performance Marketing)
° S A ' ° Ay ¥
msnlszlemiimeduswanmanilsnlasinns
=3 Y =~
szneums minesnnstaelaieans aniivuie
~ v o Aa a 4 Y1 A A
MRz asaduiufInsons lane dan
4 o a a
P4ANTADIATEHIINAD 305TTUNIIFINY (Ethics)
v A < 9 a 9 .
AMNUIAADNNBIANT IV 1)IABIUD (Environment)
a o =X o a o S A
WAUNMINGIN (Legal) Hazmsinlszlomime
Y [ a va
FUVU (Community) ﬁamamnmmﬂanmm Kotler
and Lee (2008)ﬂa'nﬁqﬁ%nﬁumm%”uﬁﬂmmiaﬁmn
1A 6 sznn laun 1)mimmsummmmmw(Cause
promotion) Lﬂummwmu‘ﬂu ’Jﬁﬂ E‘N‘U?N Wii‘)
VIiWEﬂﬂi@iﬂﬂﬂ‘UENﬂﬂiﬂﬁ@ﬂgu%umﬂ@ﬂi@u 2) M3
Aa1ANNeN0INUEUNG (Cause-Related Marketing)
A Y 8
Wumsganyu wiemsusnaselaauniiann
a o Yo o § o
MIVHAAS AN I HUTIAN 3) MInalaiodanw
. . IS Y @
(Corporate Social Marketing) Lﬂumiauuﬁuumswmm
A o Y a s A A
wsansmlvinanasinnssausentio)asunilag
a Y Y @ 9
nganssuluamuasisugy auanuilasass aiu
A v v A 4
FWIAADN NT0ATUFINIZ 4) MIVTNIAHEMINAA
3 & ' ~ 3
(Corporate Philanthropy) 1Humssiemaslifyseiau
PymnedanuTaonse lugivesmsusnntu viedag
A a v A Vo { =]
Fav04 1ufvnssuanusuRavouAoFIANANUITU
luununneIRnI§Ine 5) MIeIEIINMAD YUY
3 o Y
(Community Volunteering) tflumsaiveayu viogalaln
@ 1Y o Y 1
niinau gasmdaznawazusnulumsiaulhn
~ 3,’ 1 4 1 S o
guruiiosinidieg uazionouaussnellszauilam
o ~ s v A s a
nadenuneenns lranuaula nseraale oeAnsging
Yo a o W ] @
orilugduiiunsesladnia nieswilofusadng
L ' 3 Yo a o '
wilseenAnsla uazowiugdmuannssueraaanan
H A QY o Y Yo A a Y
Hued rsolvminauilugfaaenionssuanitaue
' 4 a v o A o
anoadns ionnsanlimsmivayu Tasininau
Yo [ o
aunsalasunmssarelugiuosinvga nsoum
AL 6) M3UTLNOUFINIBINTUAA¥OUADAINY
. . . . I o Aa
(Socially Responsible Business Practices) WumMsaniu
a a I AaAa A o A o
NINITUNNFINIVINNHINATIZH NS UN VT AT DAY
AUNANNTINY WONTINTZAVIUN1IZUDIUIUIAZ
Ao a v A a o A
mInindduneasy Iashessnsgsnvaunsoduiu



a % a A 2o & oy o o o -
375ﬁ75?Wﬂ7ﬁﬂW7ﬂ!Wﬂﬁ?ﬁﬂigiW'lifﬂ’lﬂu 11 9 a1jui 2 NINYIAN-BUIINY 2557 u

3104 13 01ANILI NNV UTUATMEUDNATINY
a 4 A a
MIVSTHITV0I03ANT tmsvUea (Uszmealng) Anaa
1 [ 4 a Y 4 1
yillnafaasmusud Usznougsnenlenagns Wiy
a 4 @ = 3,’ v Y
AN FIAY #1IUIUNIDY 170 A1) AaLaI
Mmaaralulszmalneg uusuaiinsaaravusaach
4 o 1 4 A ' 4
oo, demdssmaiunguiihmanglumsau

% o a /o ¢
DNANT BT VDT (‘]_Iigmﬂnlﬂﬂ) MNINTINULUITUATULNDT

I a Yo A @ S 1 a
!LﬂllﬂN1uﬂ']i§l’ﬂﬁuﬂﬁﬂuu“ﬁﬂhﬂﬁ']ﬂﬁ]glﬂu’ﬂﬂﬂﬂiill

'
A

Y a
wuﬂﬂﬂﬂamu wodlunmndnuainaldladenn 1N

QWﬁﬂl@Qﬂﬁﬁ‘ﬁ’]‘ﬁW ag waaaiuwammm ﬁﬂ‘l/ﬂf]

™

uredonaasaanthnliz i uashin/deuls (Loyalty)

su KD €

ﬂ!ﬂ”I‘UENﬂﬁVI1ﬂ1§§]ﬁ1ﬂ@\1ﬂi’)ﬂ1ﬂﬂl’t‘)ﬂﬂ® !lI’E)’ENﬂﬂi

o)

D

a

o L ] 1 o Y9I a o 2
lndadusiluiqeengaaia Mlnguiinnseusvla
] 4 = o I a
Tasdreritoanntinnussnsuiunuay
LYK Y] Y a Aaa Y
duau 4 Juimsiinnssnlumsasiaunsud
a 9 N A qu Y o
AU (Brand & Customer Equity) ma“lwgﬂmﬂﬂm uay
o a v 1 {1 [ —
azyindeandum anzuunegluszauin (X=3.63)
Fapsanunguiniseatauvuesnsin luileiedes
) .
ATUNTAAALVVYITUINT (Integrated Marketing) 9
Y
o Y [y a
MIYIUININNMIAAIAUY ADINDITUNANYANT T
Y A 4 a v v o '
YoIRUFIna ier NN suNTEqu Iz auiUngy
~ Y Y a a a °
thiine@ingd duslaniingdnssuauanuduiiu
] a 9 ] Y
(Needs) 1% 1290401391113 INaU18d9381 11117
v A v Y Ao v Y q YV a
ARIMILTORN HHINTANMIAIIAABINTZAUlHEDT NN
=3 Y ~ [ a Y a
1ANUABININYII1TOUT (Wants) 15U ANUHIRUT InA
9 12 ~
@04N1391415 LANDIMITUINNIBHABLUTUANADY
A Y A Y v ~
AupINNNAIveIRUTInn SummsosasnsNuee s
W u’sﬁﬂﬁaaw"lﬂwaﬂﬂmmmﬁmJi LNMUDINITUDI
eI Mg mSeessnatild TurlSina
finamoraszma AuenmsvesessnsrraunInus
Y A ~ v 3 <
ala iilesnniinnuaosnsiiugilasn (Demand)
= 9 @ 4
Tanuaeamsunneansadala dszunamssenviy
Y o Y (Y @
la slilanSeulumsuaesdu (@asames, 2550)
A A ' o o F) v
AaN081NN11A0 NMIIAMIAUAIINABINITVDIGNA
L
(Demanding ) Juiluinves “msaaauuUYsUINT”

= s 9 v Y a Y o awa s
C]NNﬁﬂ'liLﬂ'U"llfJQﬁW’U’J'] @mmﬂﬂummﬂgmﬂaqm

o A ¢ o & o q¥
iedanunesnnsemsvoa (Uszmalne) Hiuiila

4C’s (Customer solution-Cost-Convenience-Communication)
Fwnueulimazuuuegluszauun (X=3.37) Aons
A a Y A A o & 9 9 9
wandumludanasannuilutazanuaosmsaoaly
= F% 3 A v
aazngla (Customer Solution) Tusin (Cost) NgNAN
Y= 4 I o oa A a =}
sannquatuRundelyl danwazainavigluns
o T 4 v Y a o
U918 (Convenience) gnMaNsnTuIHAATUA VD
s 1 A A A A 1 o
DNANTHIUIASOINOFO AT NIV NS EY agaﬂuﬂizm
Y
= Y 9
(Communication) (ADAIADS, 2546) BnawamIiALToya
o =3 1 Y a aa Y a Y
damudni guimsiinenssulumsailunsudaum
4 v v ° o
(Brand & Customer Equity) 110 IHgnfnaas1 tazaziin
a v 1 1 @ —
danTIdUM mﬂzuuuag“luizﬂuum (X =3.63) aay
Y3 ' § v
U U Az 0IANT NeNEIWNIZE3 19 Demand Tuaaia
oA v Ja Y A v v )
AUAINISUMI A ITUAduANe I ignmazviinly
a 4 I'd = 1 I'd 4 o 2
AUAUDIDIANTITENIN “Brand Equity” 09ANT ADIN1 1N
a [T a 4 1
PIANIAAAMNIITNANATUATIFUAIUDIDIANTHIY
a s o JYY a @
NINITUYRIBIANT Inamsiiluguslnansentinlums
v a Y o o Y
AUMIATIAUAIVO909ANT (Brand Awareness) Iagnilv
Y a @ s a 9
Hu3 Inagensvlunusuauazanwluas1@um (Brand
Y a a
Perceived Quality) A38NINTINUNIILYY Member VDI
1 Y A a v o °
84ANT 5IUNAUVBIgNAIRLINGANTTUAaIoiu Tl
AINTTUIINAU (Brand Associations) 11 NINTIN Walk
a 1 ~ a 1 A Y
Rally, 9N3uNeUNgd, Nonssuuaanii udu
a to & ¥ a v v a 9 s
Avnssulusuudesnervesduaua uadlumssiu
1 k2 @ a o o a 4 =S =X 4
ngugnAIsEAL@AEINY Mnanssulnszandanusua
a4 ' a A o A Y a A
N0 Wunanssundszivle melvinanganssums
[ [ % a I
vende waenguswiy maluglasdaaia aunso
Y o o a v = o I Y o
Lfluggumumﬂ“luaumﬂszmmﬂ&’mu naeugi
. v A s 2 ¢
@81 (Brand Leadership) 10 11 uaLT15 97 U09ANS
Y wa 1 4
A1583191525AV0aU5 U (Brand Portfolio) M111594
s1AN i uaueruEe ¥ Mu Tyigu (History Show
A v v o a o 22
Rooms) e lrgnalseiunannuiiulunngsvn uag

VY a Ao Yo Y a A o
mwa“lﬁQuﬂﬂwm“lummﬂugﬂm NANINULITDUU

P

@

a d’l a v o 4 o
nozdaduladeduavetosnns gy waz luad, 2550)

P
%zlﬁuhlﬂ’ﬂ ﬂ1i¢lﬁ1ﬂllﬂﬂﬂuﬁﬂ!1ﬂ1ﬁm’t‘)\1ﬂﬁﬂﬁﬁﬂ’t‘)\iﬁi’m

4

1w Yuediuiesansazegluaniumsaivesanmaaia

(33

1 Y A Y 0 Y o
a1 lsuazlmdonlynagns iz auaniunisel

S vy g , o o v
VUSUU N']uﬂ'ﬂllﬂlﬂ!ﬁlﬂﬂTi@]@fiﬁu']gﬂﬂﬁﬂ'liﬁa']ﬂﬂ'\]ﬂ



M3A39ATIAUA (Brand) 1gnA1995nAnA (Royalty)

Sudud 5 Ausmsliawddysunlonema
93UTITUNNFIND (Ethics) UAnzuuuegluszaunn
(X=3.62) c?qaaﬂﬂt’fmﬁwqyf]mmmmmumﬁmu
Ghﬁji]58Eji*)Elgﬁum'iﬂf]ﬁaﬂuﬂﬁmiﬁmﬂ (Performance
Marketing) @0AAABIAL IAUT YYLINT (2553) NA1
ey msm?uaﬁywﬁﬂﬁﬁﬂﬁlﬁﬂ%ﬂuﬁjﬁ% nyal
Fnvveawesudl FefinnmuiFesudilumegsnons
tndnmsfumsiiilsgadnliludedu uailagiiula
fiannuFeiu esdnsenyulifinnuiuiaseunia
WSenssunnau uaniilsTaelifiiainaidosuma
fudanden anudasasy niegqunimeuisves
anm gsmfisnuaanmaisluszerdu Tadhimi

Y a A A [ To A
darusTna liteSesssudonlidatu

U

D &

o @ o J N\
unagldmsu mamnaiauuueeas I (Holistic
v
Marketing) UANANNVINNITADALUUAUAY (Traditional
Y o o 4
Marketing) o UoNIINBIANT AN MRYIUgRM
k2 I'd o Y 4 o o [ @ 4
a eeansdedlianud A Ay WINUYe99IANs
Y @ 4

(Staff), §nA1 (Customer), FUWA181DDT (Supplier), (1O
Y 1 Y =Y ] A
alduladaude (Partners) INT 1z NAUABIAG 0 1NA
¥9394An3 PrAuaNTuNITnUE (Personal

. Vo ¢ v o o @
Selling) TiuesAnsla nauamisalszanduiug

v o 2 ¢ v 2

peAnsla msthaagnsmsaaauuvesss Iy
' ' o A s 4 o <.
FINARDNINANHANAVDIDIANT WONNANYAIA AU
o 4 1 o a a Y
A5n51 vaziwonduosdnsaniiunamsmeldnsen
UM99385TIUNA 11AINTTUMTVIBLAZAITAIA
A ' Yo o Y a A
Wola deulasumsaiivayunngusiing do uas
Y 1 Y = :;I
Aldmladnudenavua

slal/f’J!f;’l"l»!ﬁ!luﬁﬁﬂ')ﬁﬂﬂ1iﬂﬁ‘lﬂﬂﬁﬁliju

1. 9IANANIsIAUYTeYad UTHITWDA 11T
MUHUATLMIAAIARBIUNAINNITTZANANUAAIT
voannurunluesdnniududud 1§ winnnauly
3Ans aszwinImsAnrAnfuaivesesdns iy

o a AY a wa ' v s v
‘W"L!TJﬂﬂﬂﬁﬂﬂﬂaﬂﬁ%gﬂfﬂﬂiﬂﬂﬂﬂﬂi AT DAINNYDA

- = o = s s ¢ o o o
” 37521753Wﬂ?ﬁﬂW?m%ﬂﬂ7ﬁﬂiy5W7ﬂ5Wﬁu - 11 9 a1jui 2 AINYIAU-BUIINY 2557

P = A A
nelaavuilszuilamiioumsaarauuumsovie
2 Y a 1
2. MARAMIADTOYAAUT TN MM
Y Y a a <
AMUNITARIAADIUNADINNITTZANANNAATUVDINN
4 I v o A [l 4 ' @
urunlusannsluduaui 1 vzaelesnns Usevda
. v o ed e A a4
wlumsilavan Uszmduiusnedanisaliode
A1 q P oA <
analrnegs wanlasunuily msnaianinsa uuw
' o q ¥ ¥ 3 A
11n@e11n (Word of Mouth) az¥i liaaaunums oo
yazulszansamluanuiuredeninnanaeved
yanalueAns
<3 9 Y a 1 Y a k2
3. VINHAMINUVOYARUTIITNUN JUTHIT TN

v W 9

ANUAAYNY MIAIAAI

o

[ o o
NANNAUNUT (Relationship
. v v oA K s A A
Marketlng)il]ﬂ’t‘]ﬂﬂﬂﬂ2%QWWﬂ@QﬂﬂiNuIﬂU’lﬂﬁ@ﬁﬂ’li

a o v Yy v v v
UINITUAINITVIY ﬂ'f]ﬂllﬂﬂiy]ﬁ'ﬂﬁgﬂﬂ']ﬂ')ﬂﬂ?']lllm']ﬁl’ﬂ
< oM dAa 2 A oqY Y o v
HAZIIATI ANNINYUNINAVUAD ‘Vlﬂwgﬂmﬂaunﬂ%
A - Y v a a v Yo
HAgBDUINITH ﬂ'JEJWf]@]ﬂiﬁlli]@]ﬂWﬁ"lLLﬂﬂmuﬁflﬁﬂﬂ
v
qnM

Y a =

v '
4. %”IﬂwﬁfﬂﬁLﬁﬂ‘ll@i;ljaW‘]J’ﬂN"]JiﬁﬁiJuIﬂDWﬂ

U

[

Y a Y
TMumsusuissela (Sales Revenue) Lﬁu@uﬂ“ﬂ 3
= a a I v o
Nule11an19958535UN9G30 (Ethics) 1Hududy 4
% o @ :;’ <3 aa
F1 dmSuMInaauuUeIns L Uszifufonsian
o v A A o 9 4
18 MUYARINS gnA Nanuiineiuvedluesnns o
s = 4 A a i & A = a
09An305181AIMADINMIVTMT druntluiernie
Y A 0o AAa o A 1 w
o1 lnyaainslussdanemsiinInssuiAgdeny
= a Y o a 1 1
uuleineilszneuginsatenanaiesssy lilsala lale
Y a Y o Y A aw A s v
HU3 Ina Tnwinanusuganunandunesnnsazuen
v Y a
DATRGE
I v 1 Y a Aa
5. NWAMINVVBYANTI HUTHITNNINTTY
v A Y 4
Tumsadnusuaaum (Brand & Customer Equity) 1o
] v ° ) A ¥ v w oA
Tiignavadi uazazmindeanduar iusudui 4
1 Y a 1 1Y Y k4 o
uaas guimsauluaasamslignanasuusud
v v o v o a A
wo404AnTla uazlinnudidydaiu nafanssud
o a ~ Y @ A o
pannsmiasilufnssuRasnoummanyainanay
e LA 2, Yy A s
q09Ans Fuawaulens MsguaglidougouInns
2 A v W Y ] 4 o
wanidlugam uaglilaifiugadn, ulvweReadunms

o Y ¥ : v <
ANITUDIBDUTYIUNNAIYAITUIING



a % a A 2o & oy o o o -
375?775?7’!5]750W?ﬂ!?fﬂﬁ?ﬁﬂiyii’vﬁfiwﬂll 11 9 a1jui 2 NINYIAN-BUIINY 2557 “

UIIUIUNIN

Aoatans, Wald. (2546). N159ANITNITAAIA (FUITTA HaNgITIN uaizﬂuém, uila). ngamnne: es du
iBagad sulalani,

FUAUT YATLIMS. (2553). 956575UNNETA0. NTUNWA: dninfiuiiragmasnIsiumIneds.

A8 1ATIA. (2551). UNAIW CRS Tuna1nidd, agamwa: anutiudaiauuimsmnans.

Waan UAdu4. 2554). ﬂﬁﬂﬁﬂyﬂummﬁuﬁuﬁzfﬁamwmﬂmchﬂamﬂiimaﬂuﬁmm‘lm. For Quality Trend,
17(159), 28-32.

maﬁ, ALRERARIGH luad 0aan. (2550). Suvraunu 12 Ysu19136msaaia (Fyna ussaIng, uila). NFAUNN:
lLUiuﬁLi‘)i}ﬁﬂ.

ansaiwes, afmlu. (2550). MBA....5eunledaned (sigen Auaszmina, riuﬂa). nyunna: daaa (lunjo
Bnalesiiinind).

donfuNuHanAANIA. (2547). nsdinpimsyaiuiinsweinsyana: psdiAnyI. ngaNNA: a1,

Brown, S. A. (2000). Customer relation management: A Strategic Imperative in the World of e-Business. Canada:
Trio-Grappler Printing Ltd.

Kotler, P., & Keller, K. L. (2006). Marketing management. Upper Saddle River, NJ: Prentice-Hall.

___.(2012) Marketing Management. England: Pearson Education.

Kotler, P., & Lee, N. (2008). Corporate social responsibility: Doing the most good for your company and your cause.
New York: John Wiley & Sons.

Marshall, G. W., Johnston, M. W. (2010). Marketing Management. New Y ork: McGraw-Hill.

Newell, F. (2000). Loyalty.com: Customer Relationship Management in the New Era of Internet Marketing. New Y ork:
McGraw-Hill.



