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[~1 o [ dl [ = % & a v Y o Y oa ?1// =®
dudusunilsdungaiuretasAnslunisauensduanbinugusinadiunnganniiuag
o o e a v cgal/ o’ 1 v o oa v dl dl
wnaue tendansaingduddulddinguduitnadlinunadoanis@esansnisnannig
BNANEOINTIAUAINUALARIANNITNAFI9ANNLANFAN TAEaNIZANNLANANSARIUNNS

o

50§ (Consumer Perception) sxn39msauAnadnuiugudeduld uananilendnusning

1
y A

AuAN NaF AU azaenndes dauinaaiuiufustnaiiunnesan (Aaker, 1996)

2.1.2 WWIARN N1 Lﬁ'mﬁ’uqmﬁhmﬁuﬁq (Brand Equity)

v o ]

TunsairaniAnsdudiuaiunsna¥wldnanedssaeiu uslunisaziaands
aca o t% 1 a 2 :J/ = [ 1 1 dl A A o Yy a
o laaunsonn lianiA1289m I AU TUEANLTILNE WEene weeni IAELEinAgIN
apnan131@1u Deidudaninmenndmiuiinnismaim Naduazfeasnianisnazni i

1 a v a g Qi v v Qio A vaa U ://
@m@]qﬁli’]@u@’]LﬂﬂﬂIHMWNLLNuQWHWVLﬁqu1QLLZ\]ﬁVI@’]ﬁf],_llNf\]‘ﬂ’ﬂ\?ﬂ’]ﬁ‘l,@’ﬂﬂEL‘ﬂ'Jﬁﬂ’]?LM@’]uu

AfluazdieafinnandnAiunisaaun il uAanssusie Wunfige

2.1.2.1 AMUEINURIAMAIASIAUAT (Brand Equity)

1
=

LUWIAAEY “AUAININAWAT" (Brand Equity) Hifluiuimauaanladuaans
#aulaanidndainig wazinnismanasnlnanaan aglddANnaINe NRazlFANR T AR

v
wazAReny datinaainuaafail
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Marketing Science Institute 1szinaanigawsni tiliAtiaandn iWunguaes

AYNTENTENTDING ANTINTENINNGNAT TaIN19N199Ramne aztiFEmElud1 29999

a b

Aupn duarn inAuATulaanuarzanani laNnndn NNl n s duAn wazlatinunga
[<3 1 a v nl/ = 1 dl v = 1 1 [
AHUTIUNTITBIATNAUAT AINALA UAZHANLANFNNT LA FaUmTa fuaedy (Keller,

1998)

Aaker and Joachimathaler (2000) lasunadn iuanuavzayannima leaiy

a v A o o c

8 PIAUAT vizadrydnwnl Naziiuyua A lWNAuA LAz LENg

=0

Knapp (2000) l&ldaanuunngdn ilunisiuilaasanaesduslnandsians

AuAn 99u 1A NANRUSTENI9AUN N BIRUAT ADIUNINNNNITRY ANNANATE

'
a a % =

anAn Anuienala uazaniAnlaasaNnNsans@uAn Tnaadesiuanidanuesiising

©

o P

v i
gnAT WiNI uazEdeuriaNandsensndus

q

|
v A 1 ¥

ANNANUNIETBIA AR ABAINNANINN T a1aagd A4 AruAman

a v A QI Ny a [ g a ¥ L ¥ d‘ 14 49{ &
AUATAR @ﬂVINUﬁ‘Iﬂﬂ@WQJW?O?U?ﬂ@@’m ATIAUAT LaTBIALIZNALWIARENNAZE TN 19

a

UATIAUAN 11 F2UUIARIUUIY ADIUAIMNNINNNTRUE ANNTUAIIAIBIANT Y8 TIRS

wantazfewinliiiaanunanala suazinlinsduiaiunsoianidielulanesdising

61

Tneagludn wudAn “ANUANIDINTIAUAY” (Brand Equity) AINAIIRINITOLLN

aanungulvns Id 2 nqu (Kamakura, cited in Reizebos, 1994) Aa

%

1. ATEINRIAUAIBIMINAUAT (Brand  Equity) TUyuNeIU89LTHN (Firm's

! ¥ 1 1
Perspective) TamNNyHNaH AazaaInuAIdana1dniunindeeuilaesisEniauns

o | a

= @ a = Y o o  oal X ¥ v o Y1
m’]mmuwum‘tuummua@ ﬁ‘rJN‘VNEI\‘iL‘]J‘LW]?WFJV]ZQ’]NW?Q%@—?HEI1® Tmﬂumumuiqm

"y '
a K =

“@mﬁ'wmmm'ﬁuﬁh (Brand Equity) TJuAAe NIZUARUAR (Cash Flow)ﬁmmu Bl UNE

NIAINNITNAUATUTHRPIAWAY” (Leuthesser, 1988)
AUANTB9AINAUAN TUNNNDTBILEEN WA unanalnaaglae [ “yasnw”
a Qi a ¥ o Y a é’ o a o A ! Y o a o 1 a o
NNNNTRUNAAUANRI AR TUALLTEN VFeardenalssTanlliiuussm na1nantde
dl A [~ 6 a dl a d%’ dll a v a o a a %
nilaine Wunalseleninianisdunazinndy esanduanestsEsnin@uan (Brand)

v
Uy ineg
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2. AMHEINTBIAMUANYBINTIAUAN (Brand  Equity) Tuyunesrequzing

(Consumer’'s  Perspective) %Qmwgmmmﬁ %34@&@mﬁwmm”@uﬁ’]ﬁuﬁﬁ@@mmLﬁ

z

v
a a ¥ o

(Added Value) Midlaiinrululazesdizinaunds azinligusing “§an” drduAimaiiug §

b

i ! v
AnAgand niduazaanauanianaudiu e Inaliafiaindn “Aur12ensdud

1
| a

(Brand Equity) HuiAe ANAIWN (Added Value) Tam3n@dudn (Brand) tennlsiiazuiu

Q

A1A1 (Product)” (Aaker, cited in Park and Srinivasan, 1994)

1 a 4 Y a = A | I
AUA1289ATNARAN TuyNN e T LFlna Hadnuunnalaeagdae i “Aoen

e

Ql"dl a v o Qé’ ¥ a dl 3 Yy a ¥R ”IQQ/?:/ =
wu” nnduAazi s tululazesuzlne meazinligusing “§an” dn@usnidu &

o a 1

%'/ = 1 a dlda ' v a
TUUTHBEAIN uazilutladenuaninaatsuinsanisanaula

.
)
)
Lo
)
oo
=
E
.
2D
=)_
)
=
D¢

14

Lmur%mm@mﬁwmmﬁuﬁq (Brand Equity Model) 183 Aaker (1991) I
2FLN89 AUANTBIRTIAWANTIL Hasdlszney 5 atnadaeiu Ae

%

1. ﬂﬁ@m:uﬁﬂﬁumm?ﬁum (Brand Awareness)

2. ANANAlUATARAN (Brand Loyalty)

3. MaFuiteRUNINIasAUA (Perceived Quality)

4. m?ﬁs}fﬁimmmmL%@NT&@MWQWm@QEuﬁﬂ (Brand Associations)

5. ZuVI'?Wﬁﬂiuﬂwﬁu“] 284M9181AN (Other Proprietary Brand Assets)
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NNA 2.3

WULAA8IATLAY2YAUAN (Brand Equity) 784 David A. Aaker

Perceived Quality

MName Awareness Brand
/ Association

Brand

Equity
T Other Proprieta
Brand Loyalty |— Name -~ prietary
Svmhaol Brand Assets

Provides Value to Customer Provides Value to Firm by Enhancing :
By Enhancing Customer's . Efficiency and Effectiveness of
Interpretation or Marketing Programs
Processing Erand Loyalty

Of Information Prices or Margins

Confidence in the EBrand Extensions

Purchase
Trade Leverage

Decision .
Competitive Advantage

Use Satisfaction

N “Building Strong Brands”, by Aaker, D. A., 1996, p. 86
2.1.2.2 29AUsENaUNANTDIAAINSTIRUAT

2.1.2.2.1 WWIAANEANLNNSATES LUASIAUAT (Brand Awareness)

%

n1Insenting (Awareness) inann1angLiinaldiudeyatiaanssinge inu

U

dszamdnda Tainannisdladu (Exposure) 119819909413 1InA Bnviansmsziingela
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%

ugsndaaaielifuslnalauiinaoiunsdudn (Brand  Knowledge) — wsataeli

v
a 4 o ¥ o =

Y a = Yo ¥ dl [ b4 dl o a ¥ K |
memuﬂmmmug@:%mmn‘um’mumuumq PNUUNITHAINIINEINUATIAUAN Ay

'
aa ¥ o

n3nsIagasANidnlazesdiFinanlens@uan vialuudguanRuaranlselaaisine

(3%

e

dj o Q} o [ v a A z Y a
AaluasAlsnaundAnylunisdindulaiaantevecizing
Aaker (1996) leasunaiaaiy nsmszuingluns@uAn (Brand Awareness)

1397 nramszuminluns@udiudsiiainnsndaadanisianasdudn (Recognition) 189

a ¥

% \ o 8| = a = o a v oa
NU@IﬂﬂLLZ‘]::TQ‘H&LUT]"]?Q@ﬂqﬁ'?zﬂﬂﬂ\iﬁl?q@uﬁf] (Recall) ﬁ"’JNﬂ\Tﬂ’]@Q@m?q@uﬁquﬂqsLusl@ﬂlﬂ\j

TnA (Top of Mind the first brand recall) Ag1i 11n199AN1954n (Recognition) WaZN1S

a
' '

=® a 2 XK a o o = v Y & K v v a o
7¢an (Recall) Tumgn&uAn RaRAINEN Q_,W]@’WSJ”I?ﬂ@ZV]@uﬁLWLﬂfiuﬂﬁﬂqﬁ‘?‘i_lgl,ﬂﬂ’)ﬂ‘]_l[5]?’1

)}

©3°%0 e
=
ab

| 1
a A 4

n19¥anne1AuA (Brand  Recognition) lluReNaziaulisainudunsaes

guitnanniainnintaivdeluens Inadustnalisndusessndnlinuiuns@usin

¥
v A g

Tuunau N1 A RUAFINANNRIN AN LANFAINANATIRUANDU UFDATIRWANRLT UM

Y a 1%

AuAnlunquuanineile auiulunisdanisiannsidudn auAn (Brand Recognition) Ay

Y oa o

=l all o 7 va 7~ =l a a % qu, 1 = |
WennsnUslnAananlddealaay 18l wramataiunsdudiuinewrise

'
ay a

v
n173:an lWmAIAUAN (Brand Recall) lun19fgu3lnagnunsaiindansn@uani

a
v 1

Milnenlaifimnnisniradeedlafinaadesiunsdudiudsngegnsat viaweniu

a 4

=KX a ¥ dI Y Y a N dl o a ¥ :j/ ¥ '
mmuﬂﬂmumumLLmQminﬂmmmmm’mmmmmmnummumuﬂmmmm

'
Y oa v A

P INAZINITD L ANTNATAUANTIULS LaTUMNNEAIINGN AFAUATIUART LRI R WA

a

at/lulavesfiizinng

v
AITUNN7a519NN9MITnin T TumI1&UAT (Brand  Awareness) A28IN1983514013

o ¥ =2

v Y =S =K a [~ QI o [~ dld 1 o
54N (Recognition) WwALN135LANINATIAUAN (Recall) Aqudanilulunainnanisutadu
galuilaqiiuunn Kapferer (1992) TeafuneNsANNEAY nemseutinlumsduAn (Brand

Awareness) diludauntisidoalunnslsvifiug A 199nsdudn (Brand Equity) 1wany

1
o o o

Tudaidaalinsudndauianamdusassnuniniaaiesls waznsemindeadudyoyn

o—

ANI1AUATUBAAIRANNT e TUMNNRIAUATATHH (Brand  Awareness) AinfiL91m31

v
o

AuAniulddanuiaulauasliiiaoumunausietinlaluananaesfizing Tnsszdunes

n17mszuinlums&uAN (Brand Awareness) @1x13autidaantéiily 3 s2du Aa
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1. Top-of-Mind Awareness luszaunIsmszntininiuandns duaniu

auTnawsunazdeglulavesdislnaduduusnidenninsdusfiaglumuan (Category)

2 v
a Y o o o o

AuAntiu Aatiunisnseminlupan@uin TussAutaailugageunngsesinnismaiaigesnis
WiguslnatndwmAudvesnuluiunmndusinasasnistedusn lunuaativ
2. Unaided Awareness WHluszatnisaszuininainnsndnaanulnnisunesns

v v v
¥ == 1 a v o oo o A

auAnmsazeglularesdudinatlszunn 2-3 no@uA TunguauAniue vialinanisinazdos

dunsavuaznsysulina@uaiaw) nldldegluladusinaunseminuasneaundnsiu

a % P4 1 o Y Aa %
nanAuAresnuliag luaaunssaresdusinals

1
%

3. Assisted Awareness Lfuseau ﬂ’]ﬁ‘lﬂ?iﬁﬂﬂﬂ%ﬁ1®3~l”l“ﬂ’]ﬂﬂ’ﬁ?ﬂ’]3~l@’]ﬂ

: : o 4 oy Xoan o ¥ . o Xa o
naullmunadee ldaudensdgudtviseld Asduntsnszminluszdunaadunisdnly

[ dal ¥ -ﬂl Y A ya dl a ¥ dw 1 A |dl '
sauiliassuienmaasudngiinangldtutansdudiuinewsse il Tsazuansngain
nangentingluseAt Top-of-Mind Wesanluszdu Top-of-Mind Haziflunisdnnisnszuin
Frasfjiidinalaelaifinnsuenlividewadans@uAnlac Hedu sewindudndunisdunine

auAnetflulazesiizing

2.1.2.2.2 WHIAALNANUANANA LUAFIRUAN (Brand Loyalty)
AYINANA ASIENAT (Brand Loyalty) n1siimsn@udnlac Haiuangusinali
AuANAfanAuAgeazifulsylamisainnisaanailuatlaunnmezinnisnainas

1 o

ANNNT0AANIIUTE wenTalaanane wani s leAaUTNaLNUEN (Aaker, 1996) LAl

o A 1

ga9n1sman funulumsinefuitnaifianuinaredudeduds axlddunuiaindins
inqeusinangu s Liﬁméﬁﬁuﬂﬂmmmmfmﬁmwmmmﬁﬂﬁﬁjﬁiﬂﬂﬁmmﬂ“ﬂﬁf;i@
RIVAUAN (Brand  Loyalty) Iﬁﬁ’mﬂ%m %w:ﬂ'ﬂiﬁlﬁmﬂa:‘lﬁmﬂﬁi@miﬁm?@mmmf]
duinluidesiosialLlil

- NTARFUNUNINNITAANA (Reduced Marketing Costs)

- A lanfzauluyaen (Trade Leverage)

- mnﬂuﬁlmu%mméiﬁiﬂmmjﬂmﬂuu&mmmﬁujﬁmxmmﬁu%lumqﬁuﬁh
(Attracting New Customers (Create Awareness, Reassurance))

- AYNATNITD IUN19NU AN TN TUENTIAIURLNAAIATBIN IR LA ALY

(Time to Respond to Competitive Threats) (Aaker, 1996)



22

2.1.2.2.3 WWIAANEINLNTSUSTIIAMNNURIAUAT (Perceived Quality)

¥

nanguslnaiuitenninInaesdudn (Perceived Quality) TIHAMNINDAYINA
ANNNTNNTEALTIUEIBAINAUA WA e AR 197 Hnung TuadeiAuaRves §UElne
Tifan195u3 uAuAMN T dnnsnatnrasazieaieanidnlaluAdn “Aunw” 1
% a 1 U ¥ 1 1 1 o :J/ 3| 1 = U P2
gnsiesidenandt fuilnaluwsdazngu luwdazdmusssuriuiluetngls wraaranaaladn

o R . =2 v a v
mmﬂ@lumaﬂmuum (Understandlng Customer) m@zmmmmw@mmwmmmum

|
aaa

finluaselmAnviruaRnAredL Al G1 msfuifenmuninaasdudn (Perceived Quality)
@:ﬂ'@lﬁlﬁmﬂ?:‘ﬂmﬂﬁi@m?ﬁmi@mmmﬁaué’ﬂwﬁlmﬁqﬁi@iﬂf‘:

- Lﬂumamium@maﬁﬁﬁiﬂm%ﬁ@ﬂ%ﬂ (Reason — to - Buy)

- AF1NANLANFNGLA A LULNTRINTIAUAN (Differentiate/Position)

- andlFFaudnugan (Price)

- ihggeanienisdnauinaladne (Channel Member Interest)

2.1.2.2.4 wuaAANEINUNMSNELEINAFINNT DL T AN Te9R 9619 ) 1RIRS5
AuA1 (Brand Associations)

Ay a = a a v L
ﬂ’w“wQ‘]_Iﬂﬂﬁ’a’m’]mL%@NT?N@W]N“]‘HNM?’]@MW] (Brand Associations)

Y o o c A <

(Aaker, 1996)uutlsznaulildng Aruanmzaaduan Aydnend WIduwas a4 Mneaiu

o

'
a

avdnAynlddaidiunisivng

'
a

AIAUATUN A iule Fafludeanidudsslaminaziily

ATWAIATIRUAN m@t?ﬁ@uimﬁqrﬁiﬁmmmmﬁuﬁﬁ (Brand Associations) Haznnudnsugas

k1l
2

laNANEIAINAUAN (Brand Identity) n1snuinnsnanafiasnis s dudtiutiuaglula

P

¥ a o 2 o o A v a v A o ' v
@uﬂnmimuu QQ_,ILL@@W@@W@%@?W\‘]W?’]@%@WWLLmﬂLLﬂﬁﬂi@ﬂﬂ‘ﬂ miwmuﬂummmq

NANEINIALAN (Brand Identity) 114484 @4 Brand Associations azial#ininlseleaiise
a 1 ) v ‘ﬂl 1 é’
NN3LEMNIAUANATIALAN TuEagsa 1T
- daglun1sanansAuA1esiUsinm (Help Process / Retrieve Information)

- humsualunisdindulaia (Reason — to - Buy)

ada

- mwmqm@mmvwmﬂ ANA (Create Positive Attitude / Feeling)

- lhlesTemisanisuenamnsndnen (Extensions)
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2.1.2.3 UszlagiunsnniAuasns @uAn (Brand Equity)
Uselemiiae9nA17897998UAN (Brand  Equity) 11 gunsaNe9lsann 2

HUNDAUTUY AD

Y a

1. dseTamisiadisina wu doalifusinaaunmilssuoadayatnansineaaiu

a

a

dudnlEaa vnldanansodndulate fetsdulannnto wazdaein I InAfnA NN
welalumsddusnanniu s

2. Uselomipatsum i doeasuaiielsz@nsnnlunisabiufianssunig
n1smana L InAflAnaAnARen AuAT Ty i lFasnsnse ndudnldqeuay
finfnlelége anunsatinmAudnld 1 uAuAUssanaug daafingrunanissiasesiy

TININNTAANUUNE LaTTaed5199e teFauntaniswaledss sy (Aaker, 1991)
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LULANABIATLAY29ATIANAN (Brand Equity Model)

Brand Loyalty

Brand Awareness

Perceived Quality

Brand

Associations

Other Proprietary

Brand Assets

- Reduces Marketing Costs

- Trade-Leverage

- Attracting New Customers
- Create Awareness
- Reassurance

- Time to Respond to

Competitive Threats

- Provide Value to Customer by
Enhancing Customer’s:

- Interpretation /

- Anchor to Which Other
Associations Can be attached
- Familiarity-Linking

- Signal of Substance /

Commitment

- Ready —to - Buy

- Differentiate / Position

- Price

- Channel Member Interest

- Extensions

A 4

Processing of Information

- Confidence in the
Purchase Decision

- User Satisfaction

- Provide Value to Firm by
Enhancing:

- Efficiency and
Effectiveness of Marketing
Programs

- Brand Loyalty

- Help Process / Retrieve

Information
- Ready —to - Buy

- Create Positive Attitude /

Feeling

- Competitive Advantage

: “Building Strong Brands”, by Aaker, D. A., 1996, p. 9

A 4

- Prices / Margins
- Brand Extensions
- Trade Leverage

- Competitive

Advantage
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2.1.3 LUIANMNAALNLINUAMAIATIRUAT LUAILAIHLETNA (Customer Brand Equity)

anpandAyresnmAnndunluanuidnedusinaildnaann vinld
nsAnEuazkaRAREaTU G'?Ifm@mmmm'ﬁuﬁh‘lﬁmmﬁquslmyiﬂdwuﬂuﬁﬂ%mmi unnig
nam visetinlawn dnavdunaslinondrAnyluyanesdainan nelddninaauuay
LLmmm'ﬁm13“'@\1@mmmﬁuﬁﬂuwmwmr;:iu?‘l:ﬂm%u aungnuis 1l 2 dau (Cobb-
Walgren et al., 1995; Martin & Brown, 1991) An

1. dauaeansiuiresyuiina (Perceptual Part)

2. €9UARINE)ANITH (Behavioral Part)

SeuranuAafidufiFantuetanieenne waglfmuudyuaesnnAnaAud
faludauzasnnsiul wazngAnssn lfluuwefn lduiuuoRnuazuuuanaeszes  Aaker
(1991) FelfesLnednamAntasrmAudduilasdilsznay 5 daudneiu Ae

o

1. m@i@n%@mﬁuﬁ’] (Brand Name Awareness)
2. Ananiigniug (Perceived Quality)

3. mmﬁﬂuimﬁumﬁué’ﬁ (Brand Associations)
4. ANANAREMIIALAN (Brand Loyalty)

5. auM‘?WffﬂizLﬂwﬁu"] 289M31Q1A1 (Other Proprietary Brand Assets)

anunAnd1esiu aziulian Aaker (1991) Tonanatanuipmsduinluanaen
223513 ATINIUAIUN95UT (Perception) LU N1954NAT1AWAN (Brand Awareness) A91H
1 dl o/

\daNTeaAUmIIRWAN (Brand Association) mez@mmmmui (Perceived Quality) pannall

a

¥

Tudaureang@nssy (Behavior) i1 AINANAREATIEIAT (Cobb-Walgren et al., 1995) 4
ugnaniiuda ﬁqﬁéﬂmqﬁqLmemﬁmLﬁ'mﬁu@mmmﬁué’ﬂumamﬁuﬁm%ﬂuﬁm
nefufuasngAnssuaefuslnaan i Martin and Brown (1991) lénanalisuuaminuin
Lﬁ'mﬁumﬁﬂi:ﬂ@mm@mmmﬁuﬁ”ﬁ (Brand Equity) %ﬂuu\immmﬁui LAz Angsnly
91 TA394519289AUAININAWAT (Brand Equity Structure) ﬂizﬂ@uiﬂé’qamuﬁﬂumﬁui
(Perceptual Facet) Lmzmuﬁlﬂquﬁmiu (Behavioral Facet) ﬁﬁlﬂumumi'fui’mméﬁiﬂm
AR ALA T Bandn saulaiuansnsAdudn isennuesi R R s &uA

(Brand Impression) Ndsznavlilsag
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- ARNINNYNT ‘].Il‘:“’ (Perceived Quality)

- @mv‘hﬁgﬂ Ui (Perceived Value)

- nwaned (Image)

- AN lAangla (Trustworthiness)

- AYNE N M?ﬂ%’fagﬂﬁmﬁmﬁumﬁuﬁﬂ (Commitment)

1 a 1%

luanue? Srivastava and Shocker (1991) TenanateAnuAIn AuAn luanemn

q

a ¥

tdl % ?.// ! [ a Yo 1 a Y Aa
‘I_I?I.ﬂﬂV]1®§‘Q3JV]<1@QEIﬂ’1??UgLL@$W§]l3]ﬂ??3JVLQQ’] QMWWW?WQHV’]WIM’&WHMW%@Qﬁillﬁ‘lﬂﬂ

232

dsznaulildng 2 dou Aia ANLTIUNTI89R9NAUAN (Brand Strength) T9NNNEDANGNTE

ANINERT AT N ANITNINEAT LA AUANT89HLFINA uazBNdIuiAeAnIAN1R9RINRIAN

q

¥
=S

dl a z dl a v A <3 ' = o Qi !
(Brand Value) dNAZNATUNDATIAUATNAITNLANLLNTI memiﬁwmmu TaeTudouaag

ANNLTILNTIUDINTIRWAN (Brand Strength) AziinAINN1954NAIAUAT (Brand

| [

Awareness) NMWANEIUDIAINAUAT (Brand Image) @mmﬁgmué‘ (Perceived Value)

ANANAFEAIIAWAN (Brand Loyalty) Wazdeani1an1sanaminafinsauagyl (Distribution
Coverage) (Srivastava & Shocker, 1991, cited in Anantachart, 1997)

i v
UANAINUBIANAAT LA Na T AIAIAT 1 AUATsIuda9n195UFuas

¥ o A o

WOANTTNIY 2 Ududa S9RinTTInI19uaztinnIsnanAviuane] NlFnandeuuIAINAn

4

mmnummmmmumiummmﬂ:{u“l:ﬂﬂ %ﬁlqmuimy@uﬁuiﬂﬁmﬁu;?’ (Perceptual)
4ANN9 i Keller  (1998) Ténana 1390 nandudasiinnenldfdadeduiinadinang
AT LRI AUA (Brand Knowledge) %qﬂi:ﬂﬂuiﬂé’wﬂﬁi@“ﬂmmauﬁﬁ (Brand
Awareness) Faannnnsszanla (Recall) wazn17a118 (Recognition) LaTNIWANHDIIBIMIN
@uA1 (Brand  Image) FeluguanuTay (Favorability) A2 dNLNSY (Strength) Lag
ANVOULLANIZAY (Uniqueness) 989ANITeN 8 UAINALAEY §9u Blackston (1995) &t

A 1

1 =X a dl o 1 a 14 Y a ¥ ] A |
ﬂmfm\iLmemmﬂuqmmm’wzﬁuﬂﬂumﬂmmmQmiﬂmimmﬂ 2 20U AR ATLATFTN

a

%

AUAN (Brand Value) LazANNUNIeNeaiuntauAn (Brand Meaning) @4 Blackston b& 1
ANAAYuAzANE ludiuaasAuruna i uATAWAN (Brand Meaning) 4
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Source Message Channel Receiver
Company Brand Newspaper, TV Target
Brand, > Messages » Radio, Package, > Audience
Agency Engoding Salesperson, Decoding
Internet, Mail,
etc

Feedback

Buy / Not Buy, Request Information,

Visit Store, Repeat

u: “IMC: using advertising and promotion to build brands”, by Duncan T., 2002
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