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2.2 MIUTMTPNAIANNUS
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1.1 ANTAFINANNBANFNNANWNARA U (Product Differentiation)iael
ApvasAlsznauaesnansnued wu Uselanil Arndd@ene Arnazaanlunigldanu

= =® | %
pNalaviTaANNAI Al Lue

=

1.2 mm%’wmqmmﬂﬁi%‘]ﬁﬁu‘]ﬁm?(Service Differentiation)TmﬂLﬁNmm

ke

AINAINITNLRINNTLINT I GINTAuae 1 AangandalunslitEnng Anndene

NN9AALAUBS LA NTIAINABINIT ANAZAINALNE 11145

1.3 NM9AFNANNLANFNNAIULAAAINT (People Differentiation) endaariy

= v 1% SIS 1%
n1983911 N1sHnausuyARAINTIRANEAIINAINITD HiinEeuazAunFenlunig
U ANUlARsamINNIRFIUNeIANTALA ANINENNIRRUIYARAINTBE AR LBTE

sa9iUNTsilasuudasnetaazinaanluaun A
1.4 NIAFNANNLANFANATUNINANERS (Image Differentiation) LN9ATAS

DVL?JU PG |

dl & o ] ¥ = ¥ KR o 1 4
‘1/]@\1ﬁﬂ’j‘uqL@u'ﬂE‘I@Z}]ﬂﬂﬂ’]'ﬂ’]@llﬂQWNﬂ@Wﬂﬂﬂ\iﬂl&@ﬁl’]\iN’]ﬂ ﬂ’]ﬁ‘ﬂ@ﬂﬁ\ﬂﬂ@ﬂﬂ’] ATUITNARLA

u a q

- s v , o o @ R | oAa My e
°1|‘ﬂ\‘]@<1ﬂﬂﬁ‘LL@zmﬁ‘qﬂuﬂ"l“]:ﬂmﬂq’ﬁQﬂﬂqNﬂ\?L‘Muﬂ\‘]ﬂqqﬂLLWﬂm’N‘V]N@%LLﬂ@ﬂ'NmﬁLQu

2. mimmu@qmmmmw‘?\‘immqﬂﬁﬂ (Customer Expectation) B9ANIN
UsraUANANFAFBNAINIIDNDUAUEIADANNAIANTITRIGNAT IENINNG NN9LTUNS
anAnduiusiiluesesnienimaianaunsadinenauseanisrasgnAn Tnatinmalulad

dl dl o o Y @ dl A o 17 ¥ ¥
ansauALaznisaeasnviuaienn liiuesasiouazinaaudnlanaudeanisaasgnén

AaanisinszduazlidsslamiaangiudeyagnAn (Customer Database) Nisznaudas

1 ] A

nsldusnnsvzanisingsnasuluenn dayadiuians Arugauvzannaula uazdaya

u q

1
o  alal 1

A A & 1 1% o & o ¥ ¥ KX ¥
@ujmLﬂuﬂ@x‘tmummimwmmmuwuﬁmmxmwmﬂmﬂuqﬂm NITLITONTRY AU

ANANN IEAIANTAINI TN BHLINAURRUALAZLENNI N Ra LA UAIANNNINa laaaaanAn

a a

(Customer satisfaction) (Kotler, 2004)

UANN3LUTUN 99N AN AU

o A al a ) y K o Y  a
Zm’WWLLQ@@@NVI’NWW&I@’WVILﬂ@ﬂuLLﬂ@\ﬂﬂNN@ﬂ?xwum@gﬂﬁﬂeﬁﬂmﬂﬁﬁiﬂ@

]
¥ o o= o < C @ =
ﬁ]@ﬂﬂﬁﬁumﬂ@ﬂq‘l’]ﬁﬂLMNWZ@NﬂU’&ﬂ’]W‘W’Nﬂ’Wm@’]@‘VIL‘ﬂ@ﬂuLLﬂZN LLﬁl@ﬂ”I\‘leﬁ‘ﬂﬁl'}N AINIAIU

Tnnjfaanaaaudnlalusagndnlaaazmiuldainnisfigsfadnaduaiuouniniveasig

Taseaireiugauliitdnasiugnén uilignAiiesiesas 48 widuineladuiunisyinis



15
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WHUNINHI2.2 LULRAeALARANNESA (Tricomponent Attitude Model)
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	ตารางที่2.1 แสดงการจัดกลุ่มของลูกค้าโดยพิจารณาปัจจัยในด้านต้นทุนของการบริการลูกค้าและมูลค่าสุทธิของลูกค้ารายนั้น ๆ 

