


dnilszauni1Inann (Marketing mix : 4P%)

nanNua (product)
51A1 (price)
N133R31%UY (place)
N1364LE3UN13MA1A (promotion)
N15lawan (Advertising)
N5 LANLN9IUVIY (Personal selling)
N1964L630N13918 (Sale Promotion)
N5 1%Y12&N15USLBVITUNUS (Publicity and public relation)

N195M1a1aN19039 (Direct Marketing)
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naanmt (Product)

a1 (Price)

soun (Place) /s
TAINIINITIAI IR LN E

(Channel of distribution)

NIFILRINNITIARG

andn (Customer)

dunu (Cost)

anwazan (Convenience)

mMIGadaiasns
(Communication)
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C N3TUIMAILIRIINIAANA (AD)

YUN 2 A1TIURUNITAAN
-NNUAINYUILEIANIINITAAIN
-IvuANagnskazlusinIun1InaIn

YU 3 N1sUJUANIS

YUN 4 A15AUANLAZUTLIAUNS
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AN 1 N1TILATIZHHDIBAITUNIINITARIA

(Analyzing Marketing Situation)

N1534A3121LaN1aN19N1TAAIA
a ¢ 1 v
N1531AERANIUNTTAININIAaa ludagdu
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AT AILIAR 2NN WNNIIARIA
(SWOT ANALYSIS)

QﬂLL"‘fN : Strengths

9ABaU : Weaknesses
lond : Opportunities

9Ued93A : Threats




ganda (Strengths) aneeu (Weaknesses)
- MUMTAAIA - Mumsaaa
Y A 9 Aa
- MUMTEU - MUNTEY
- MUMTHA - MUMTHA
- AUYAAINS - AUYAAINS
J
Toma (Opportunities) |avassa (Threats) iy

- AUIARDUNNAIUYANA

- FUDAROUNNAIUNTINA

- AUNARDUNNAIUIANA

- FUIAROUN WA IUUHTAA
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aﬂﬂmwaaqﬂmﬂ

¢ &
qﬂ f9atluway (negative demand)

W LIFIBANNTD & NAWBAG

1 6
1&34@31] &9 (no demand)

R 12915z lanih

6
qﬂ f9ALLDULNY (latent demand)

Q [P a\ (%] 6
W I IAAAIN & WA INAAN T

a1ld9Aanay (falling demand)
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Qo 6 i
anwzaadailasa (@a)

qﬂ §90 LaAg ‘ﬁ (irregular demand)

R 505107 R F9LFINNIIAAA
qﬂ 96 Lﬁ&lﬁ (full demand)

®R snuld
avlasan1ninwly (overfull demand)

®@ apanAGaIms @ ANNISHAR

8 Ug9an Lﬁ%‘[ﬂﬂ (unwholesome demand)
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a\ 1 v a
LI 2AATNAILIBWNIIHAG (production concept)

= demand > supply

a\ ' a\ (W 6
Ltuaﬂﬂﬁqatﬁuwamﬂmm (product concept)

= demand supply
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a % - |
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Ltuaaﬂﬁajatﬁ%ﬂﬁmﬂ (selling concept)
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C S r /I AANMIUIKIINIAANA (A D)

LHIAATIAILHNITARTA (marketing concept)
=} Customer is the King
a\ (- ¢ Y Y
E Lﬂ%aNaGlﬂm"nﬂ'ladﬂ?'lad@laﬂﬂ'li?.laﬂﬁﬂﬂ']L‘ij'lﬁ&l'lﬁl
a\ {1 Y >
LWIAAT NILWWEHIAN (societal marketing concept)

= lvanusaunussasuazasIna o




GRANIANEA

=< P 6 A A -y =
AAIA RNIYDILAAAKIDBIANINAANMNADINITNIE
Tasunisaaudanad s NaaIns

* 2 o & | Y
NAMNINUBKIaNANNADINIT

=Y

12
&

“ | |
* Januten lanNvzda

* HAIWID LWBAISA AT LaT D




WP

A.a_. L
SRR LA S RO







AHKRHNALDIH u:mé'a&mammmm

=

YAVYNNHNANIZNUADNITUIKRITIANITNIINITARIALAL

LW V) ¢ [~ =
ﬂ')']NﬁNW%ﬁﬂ‘lJﬂa']ﬂlﬂ']ﬁN']ﬂ El']%tﬂ%fﬂﬂ']ﬂﬁﬁﬂ
Qﬂﬁiiﬂ Gl‘lfbﬂ']?ﬁ'] Lﬁ%ﬂ']ﬂﬂ']?ﬂﬂ']ﬂ

(Philip Kotler & Armstrong ,1997,71)
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(Marketing environment)

1. SILIAAD NYANT1A (micro-environment)

1.1 gnna18lwnanis

1.2 H2121099UN1INAR (supplier)
1.3 AINAWNIINITAAIA (marketing intermediaries)
1.4 A131A (market)

) mmﬂé’u‘%fnﬂ (consumer market)

P @a1naaa1%N3IIN (industrial market)
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1.5 AUAIA ‘(competitors)

P auzsauniinsg

P Auadsdnmaanmrinauny

P Auadsaunanimaianeni
1.6 naxna1s13wa% (publics)
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2. FILIAR DNNWNA (macro-environment)

2.1 UszInsaans (demographic)

Haunradszsing = amsnisina/ang
lassassany & nsulasundassnsmeasaunsd
ANSANEN

2.2 ANNLATHIND (economic)

AN ILATHIND
4 Lﬂsﬂgﬁ%ﬁ%ﬁa (recovery)
4 LATHINVIILIAY (prosperity)

4 LAYEFNINANDY (recession)
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4 LAIBFNIANG (depression)
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NSUINITVINANITARA

sruureasaziadgiIsnisnisaaia (marketing
information system)

V) (~ a 6
‘Vi&l'lﬂﬁ\‘i ﬂi%ﬂ'ﬁ%ﬂ']ii%ﬂ'l?%ﬂtﬂﬂ QIUIIIN 'Jl,ﬂi'wwﬁay‘a lLas
V) (~1 Y 1 [~
%ﬂlﬂ‘ﬂl?ﬁ]ﬂ'\ﬁtﬂ%izﬂ‘ﬂ

¢ o
29AUIZNAUVDITLULVDNA

& szuomgewmeiw (internal reports system)

HFszuvaliutidnsaaisrnisnisaaia (marketing
intelligence system)

Hszuuni1sisunisaaia (marketing research
system)

Hszuunisitasinisaaia (analytical marketing
system)
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o A U o A v U 1 [~
NITUINBNTIINTITIBINDABKRIATIGI D LUN A I ﬂ’lsga el 9 L IT UL

U2 ANVBINITVYNITARA

1. madsanaanmsi (product research)
2. mysanslasan (advertising research)
3. myvasuaain (market research)

4. mIRuANNTURAKaasasans (corporate
responsibility research)
5. NIIVYANWENTNLATHI NIUALTINVVBININIT

(business economies and corporate
research)
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& A o Q 6 a o
KN 1 msmﬁuﬂﬁzymLtazamqﬂ‘szmﬂmaams’mal

I 2 NMIHAHWILHARANTITY
P unasdaya
aad (primary data)
2ayandzni (secondary data)

-nsdana (observation)
-m3d1329 (survey)
-mnaaas (experimental)

) a3asdianiidve
wuusauaw (questionnaire)
wuudunsat (Interview)

1a3asiianiluginsal (mechanical instruments)



P unnnIIENADE
- wiagaene (sampling unit)
- awiacnads (sample size)
-38msguanadne (sampling procedures)
1ufi 3 nsswsndaya (collection data)
1uii 4 mslneidaya (analysis data)
Tt 5 maudaanamanauazinawe (interpreting
and reporting)
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n13InaUasA 3 A
1. smszaunaswannmw (product level)
2. ausrauzaulaniIasauaauaain (space level)

3. anszauznaean (time level)
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alssavasaarn (market demand)
MW Saradonaadimainit 9 209anan th IAULATAIUIRHS
alssAvasu3sn (company demand)

a %] 6 ¢ a { > 1 ] >
W wonvrsnaanmainie 9 vasnans WadSauifisunuauadeni
UAZYAAIIINYDIARA

sanusvas¥niiaiansal (company sales forecast)
M nsilszanmnssanunsvasiomsianaineglasy
dnanmasnaia (market potential)

a % & 1 v
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F=N L 3 :
WOANIINHBD (Buyer behavior)

W) v A ‘g /=Y % 6
AINNYINE gflJLmu/aﬂﬂmzmsmmau%%aNamnmm

ANHWEAAIA

=

*  aanguslan (consumer market) g%as

W) 6 i -\
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% aaiagsne (business market) Zauiie
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o5 TN
1.61ﬂ1§ﬂ%$%fﬁ§)

1.1 ﬁﬂqﬁzllﬁﬂgaﬂﬂ'lﬁﬁﬂﬂad
1.1.1 nqua1sds (reference groups)
-nanasdslganal (primary groups)

o9 U

=\ a\ a\

-nanasdindend (secondary
groups)
1.1.2 asauaia (family)

-)ANIBINVAIAIDUAIY

Vgl Aaasal (eS8 NHDAG) NUFSIAD
. g Y. \J = J =
SR (RN 9 k) e (OEnHIAHD) aalsa NS

7kil7) RsVENFIPoNIU EANNSNHIGEH?




1.2 Y9N 19N WS I TN

1.2.1 YMWSITN
ARBSITNAAN

MWD IINL DY

1.2.2 BWHUNIIFIAN
-%uﬁ?ugaﬁa%u% (upper-upper class) » ﬂéﬂé/ﬁtﬁﬁ
—%%‘iﬁbgﬂﬁ’)%é’m (lower-upper class) » msyf?md'
BURBWNAIEINRLIR (upper-middle class)
-%uzﬁmmoéauéw (lower-middle class)

—%uﬁummuu% (upper-lower class)
-%u%%mmuma (lower-lower class) P unskilled worker



1.3 AN ML AAA
X iwe a1y TF a1dw
1.4 1298N1990INY
1.4.1 u3999la

= 6
N ufusigdlavasaala

T} n3dnsn

1Y 5816



T aondo iUi (perception)
1.4.3 N3 L%El%f (learning)
1.4.4 ANNTD (beliefs)

1.4.5 UAANATN (PERSONALITY)
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NISULIEIVARG (Marketing segmentation)

1 1 [~ 1 1
AITNNNKRANE msummmﬂ‘lmyaanLﬂ%m%ﬂaﬂ ‘)

aszuawni1szadaaratiinnig “STP”




SEAUNISLUIEINAAA

N1INANANIATY (mass marketing)
NI IALLULLIEIN (segment marketing)
A 1 [ A A
N13AAIANNIAAIALAN (niche marketing)
¥ a g
n1IaaIanadnn (local marketing)

nIaaIaaNIzlaAAa (individual marketing)



IBHTRE NISLUIE IV ARG

anazeumiawnw (homogeneous preference)
anazaunuuuninszane (diffused preference)
anuzauilwnganatsnga (clustered preference)
- dandunkaNandnag
- LRANARIAAIWLALD

- LR NAAIARANYAIN






1 1 L Aa 1
Lﬂmmﬂ%mmmm%mmmgm nA (60d)

6 a
LT NNEANIIN

® 5651115 1%
R 152 g8 N A 0IN1TINNNIAN T

R 5:AUANNANAADAIT (brand loyalty)
- Hard-core loyalty
- Soft-core loyalty
- Shifting loyalty
® Tonmalunize
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T2 aN@25NITHILBNITATUBATIA
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[V 3
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avanlawan
1) ANHWHZANIA
-ARAUAITHBLIANY IO (pure competition)
= 1 o R e
-AAIANILYIVUNINNYIA (monopolistic)
v ¥ ° 0 °
-Aa1AR218%a Y318 (oligopolistic)
-Aa1ANNYIA (monopoly)

2) ansmzpadalasa

P
)
Demand
2
0 Q

5 10
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ams1n1stagnudasdSunmdatiasiandasnuilas
adlssanianadendunas (INnelastic demand) : aas
dl (=Y dly U 1 Q/ dl
nstdagntdasaadisuimsanagninaaisinistdagnttdasua
1@

aﬂaaﬂ‘nwmwmwﬂ%mﬂ elastic dem and) aMIINT
wla EJ%LL?IJ&G?IJ%‘&I’IOL"KE]&l’lﬂﬂ’J’la(ﬂi’lﬂ'ﬁLﬂaﬂ%tlﬂad‘ﬂaﬂi’lﬂ’l



Javan1guan (0a)

3) S1A1VBIAUIUY
4) aanananan 9
25N130951A7
¢ YV
1. LNTWN AN (cost-based )
Uszianzasannn

¥ ni ¥ dl A (> =) 45
AWNWAIN (fixed cost) : AUNWNAITINADA b, 3zALUTINMHIS waz
w9819 9

éfun%ﬁmms (variable cost) : é\’un%ﬁtﬂﬁ gunilasamudsumuan
éfm;%sw (total cost) : ﬁun%ﬁ'a%umﬁtﬁﬂmﬂmw?\m

Y ~ Y, ' A A Y, '
ANNbLRaL (average cost) : ABNWABDNIINAAT A 1 ineg

AWNWAIBLNG (marginal cost) : ARNWLWNTWIINNITHAATHA
VN 1128
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1. LNWN AN (cost-based ) M d

1.1 ﬂﬂi@%i’]ﬂ’lfﬂﬂﬂ?ﬂlﬁ&%ﬁﬂﬁ%nulagEl

S1A1218 = ﬁun%mﬁﬂ@iaﬁﬁm + nlsAaniing
1.2 ﬂ’]i(;lz:‘ﬁ"lﬂ’]fﬂﬁm'lﬂL‘ﬁ&l%’]ﬂﬁ%?}%ﬁ%tlﬂﬂ%gEl

S1A1218 = é’%n%ﬁ'mtﬂsm?{ﬂ + nlsAaniag
1.3 ﬂ’li(ﬁ%i’lﬂ’ltﬂﬂﬂ’)ﬂL‘ﬁ&lﬁ)’lﬂﬁ%ﬁ%ﬁ’)%t‘ﬁ&d

101218 = ﬁun%damﬁudaﬁﬁw + nlsAaniiag
1.4 mwﬁmmfmﬁmsqumﬁunu

qﬂé:am% (break-even point) BX18NIANUAAILININNS
HAG/ NI 1937 zl%'m'aadwhﬁ'uéfnnusw
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2. ﬂ’]‘iﬂ’]‘ﬁ%ﬂ‘i’]ﬂ’][ﬂ N %’]‘iﬂb’]gﬂﬂdﬂ

1) NAITIANBMEYNAT
a > a > 3
2) NATIANHWEHA NN N
3) NAITMIED TN

4) NAITWHILIA

3. NINIRBAIIANLALNINITUIANHHENITUAITW
A01HLNINITUUIV
'?'Leader
'?Challenger
'?' Follower

'? Nicher
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na qw%msﬁmumm1 NRAA LY LN
NN1IAITIANNDANAIIAT LS bbILLIIN (market skimming)

NIAIIIANNDLINZAAIA (market penetration)

NIINRBAIIANE N TUE IV STANNFAN U
NIIAIRBATIANAVRITUF LRI AN RN
NP IRBATIATAINA N B TWAITILA
m‘sﬁmumﬂmwamﬁmsﬁmifﬂau@:ﬁn NAANWNAAN
NIINRBAIIATERTUNA AN N EIENY

NSARBATIATN AN TRA YD ENITINNI



3. n1sUsusan

1. NI REIBAALASAINL DN I
1) @rwani/3n1aw (quantity discount)
2) §INAaANIIAT  (trade discount)

P 1 a U P=| A” VN UV | U
MIDE1Y dA1TIAIZ18Uansaz 400 Un gwam‘l%m%ammsm 40
% iaz 10 %

3) AIWAALIWEA (cash discount)
20819 2/10, /30

4) SINAANINYANA (seasonal discount)

5) N3 TUNAINR (forward dating)

6) dnganln (allowance)



3. M3Ususan (aa)

2. AMSNMIRBAITIANTIVAING
3. NSTURATIA NN FILEINNITARA
- MIR9sIAaale
s mwﬁsﬂm‘l%mqmstﬁﬁmw
- nMsanRwidndinan
4. NINMRWBATIAAINENINANATAS
- MRWAIIALUY FOB.
- MABATIAFINDLININHANA
- NMABATIATAINLYA

- MRWAIIAT Db AT
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® ZBINNIINNWIYAII (Direct channel)

® %ADINIINNRWIYD DN (Indirect channel)
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® 1agn3999n3 (automatic vending)
& Mmylisuald (mail order house)
&« M3 (T.V.)
a d
® NMADNNIANBS (computer)
& Malnssnm (Tele-marketing)

® N5V18134 (direct selling)




1 o I a\ L = O I
BDINWIMMBIYARAILSLNA (A10)
2. 709N19004 (indirect channel)

2.1 2309N19 1 52AU

- :- -

2.2 %a9N19 2 5LAL

2.3 %a9IN19 3 3LAL
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2. HaIN19DaN

2.1 509N19 1 52AL

2.2 509N 2 LAl



199 81 AITWIITI LIANITLR DN DINIII 1R
Uszinnuasnain (mmmé’u’%fnﬂ ARINAATINNTIN)
ANBUINNAAFATVAINAIA
WWAVBINHITD
Uszinnuasdanal
NAAINDVNIE
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NISAEY (Wholesaling)

szinnaas ﬁ’@gﬁéa

A

’l‘?.l’l LN (merchant wholesalers)
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1) AIUNURHAG (manufacturers agent) : KNTINHRINIINWY
A v LYY A A A Ao
aua iAnaanatga luind Nivue
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2) AAUNWINUWIY (selling agents) : IIRWINTILLHADHRAA I
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3) WKW (broker) : ﬁ'lm’i'm‘lﬁmiau,awwmslmwun%
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RVIYFRABNIZHAAA DT (specialty stores)
"\ v
NI INEHAN (department stores)
v
FIINAIININRT (supermarket)
v v ]
sﬁ%ﬂ'\mmﬂ‘lmy (super store)
[y a w A X
IMRYENRANEELAINDD (convenience store)
Fwaanzavasgn (discount store)
v A ¥
Sruarlanaadawai (warehouse store)
Y] Y = ®
S malanuuunanaiaan (catalog showroom)
(3 =
Srwardannielilswabe (mail-order house)
M5219lA8LA39IANT (automatic vending)
Fa1Uangnly (chain stores)
Y R "
FIMERNIOLAUSLAA (consumer cooperatives)
SmA1UANTEUVANSUAS (franchise)

cgjl%zi(ﬂ’l‘sﬁ'l (shopping center)






ANSAILESNNITOANA (Promotion)

= dHudlszaunisaaraildidanisfasadasgnsnig

n1saanm (marketing communication) AUQAAT/HIINIY
WansysiunIadlalrilAnmnusasnisuasdagulatiadud
1295313 TAHNITUIIANIRIT AMIRIVTAUAG NITIUURLAI
Bauwdvitlitnaawanal (image) Mid
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anuUszavANIsHILAINNITARA

: n;zmj’ummm"aomsﬁamaavmam’o
. lWaLI921I813 (to inform)

. \Wa391a (to persuaded)

. latfaumINuNgea (to remind)

D OWN =

gruilscaunisdetasnnisnaia (Promotional mix)
1. n5lawau (advertising)

2. nMsualaawiinoiuune (personal selling)

3. MsadLaINNI5UE (sales promotion)

4, nMslizinuaraisdssanguwus (publicity and public
relation)

5. AMNTARIANIIATY (Direct marketing)



1. M9l = nshasadadslaanIudntindvand
AUIUNNN (Mass media) 1aatnuasguaInIaalaus
sntnssiadldaA T eLag

Ussinnaavnrsiaxain

AT IABAUINAAAUVIURZNTTABUIIATY

AN TABAUNNDNTEHUANNGDINTUANUFIULRY
LRAN&TS |

AT IA B UININAUTULUIAILAZLUIUDY

Uszinnuavdaiauoin

nilvdaWwuw (newspapers)

ina®1s (magazine)

ng (radio) Aenuaasy (direct mail)
Tnsidu (television)

dutnasiiie (internet)

AT lARaUINaIILId (outdoor)



ANSLAANAQ TARON
TnnussaeAuasdalamon
PUIUNTLAHIUDIRD
AaMUUAUDIUNIFT :
nanasdaIunlunsaagulada
SIUNUADIND

2. M5 TaaNTNIUANY = N9

AAGARARITNIIATI IALNTITLHENUITENIN
NUNEULRLNUIIAI (two way communication)

mj"n’/"imaawﬁfnmu

msaswmaoqja (order getting)
ANSSuANAvda (order taking) [
A5 IAsATusEuY (supporting)




3. NNSAVLFINNITAE = NTATLEHUANNGAINITHAUAY
ANAILRZWRI UV UADIAUARY

T

Mmluilaatianisneaaagla

LA LaanA Tn .
nsesiulanA Tullaululdndansausiunndu
N3AUTULAAMINE BINITALNIAUTN
NARUAIAIARY

Uszinnnissviadunisang
NTRILFINNTUNNIFHUI 1AM (consumer promotion)
NTRILFINNITENNIFAUNAY (trade promotion)
ANTRILEINATUNENUIFN TN U el (sales force
promotion)






1) n1s&eLa3un1san

ATTLLAN
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ANTUNEAIU
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N1TUTTANUN

ATTRAIIAN
ATSLLaN
A15aanilag
Alay
ASULRAIRUAN
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LNIINUITNA

ANUNEIOTI
ATTAULIU

ATSLL2AN U
A15U95197R
waauiln1sAn

N5 ﬂsqu‘w' A
ATTUSANALNAANNS
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ANTRILFIUNITUNETU
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2) NMSFAILFINNITANUNUIFIZALAUNRIY

nslidIuannTsda ANsHaulsun1sAu5Y
A LRIUAaUFUN AT LViuaILa
AslidiuannguaIngle ARELKINEIFT!
AstdIvaaLNadgsan ANTAINUATAINUNE
AT TURIURALIURA AU LA
ATSLANAMIRUAN ANTAALRAIRUAN
AlaJduA AsUsEauMILINUY
n188n I8 TR UAN ¢l
ANTLH LN U NAA 11U L N1TANAAUE

A5 TULIUAN LTS R UA A5 1A UNTINAY



3. ANMSFAILFINNITAUNUIFTEAUWITAVIUAE

AsliiTvialluliuaa
ANTULAITUNIINTTUNE
A3 lIIanuaanan@ATu
ANsdszan / fuuuInIvATINE
N AaUsUWITAIIULNE
ATNauIvIaLANTAYIUNinTl it u
RIS GRER I ChIT!

4. n1sTvianuaznisdszdrgunius

A7 11217 N1TARNIFUNINAU (Speech)
MSANUW ANTARAANTTNUIATAN AU
ANTARANANTTN aslddatanizuasianis

W LA 3t



5. N3N (Direct marketing)
Aansvinnseainiaaardadanaindenuiinaiaanse 4
\Hunisearatuugadnig (Two-Way Communication) 5e1319
dnnsaaranunauanAtinhruatuumsian? (One-to-One
Marketing) 1aagsAaagtiuglanians wasanaitdulfizausiay
aaula daqiuiiaulal

Wnswald (Television Direct Response Marketing) uazduinasiiin
(Online and Internet Marketing)

tlaiduiidnsnananisAnuagludscaun1statasun1snan6
WU
NNBUZAINRA (Vautuanv)imansuadnaln sUiuuuaIgnan
mssmndmaoaﬂﬂ”w)
aﬂﬂmvwamﬂmm
funauIvTtinnansoai (Funuziin duasafuia du
WieLAuTaudui duanen)
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gruiscaunisnana (marketing mix)

1. Product
mulsyauwansam (Product mix)

1.1 product line

1.2 Product item
2. Price

3. Place/Distribution
4. Promotion

ailszaumsasadumsaaia (Promotional mix)
4.1 msTuwan (advertising)
4.2 msvelasmiinauane (personal selling)
4.3 msauasumswe (sales promotion)
4.4 msTiinuazmsiszandusius (publicity and public
relation)
4.5 msamannase (Direct marketing)




