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http://th.wikipedia.org/wiki/%E0%B8%AA%E0%B8%B8%E0%B8%82%E0%B8%A0%E0%B8%B2%E0%B8%9E
http://th.wikipedia.org/wiki/%E0%B8%AA%E0%B8%B2%E0%B8%A3%E0%B8%AD%E0%B8%B2%E0%B8%AB%E0%B8%B2%E0%B8%A3
http://th.wikipedia.org/wiki/%E0%B8%A7%E0%B8%B4%E0%B8%95%E0%B8%B2%E0%B8%A1%E0%B8%B4%E0%B8%99
http://th.wikipedia.org/wiki/%E0%B9%80%E0%B8%81%E0%B8%A5%E0%B8%B7%E0%B8%AD%E0%B9%81%E0%B8%A3%E0%B9%88
http://th.wikipedia.org/wiki/%E0%B9%80%E0%B8%81%E0%B8%A5%E0%B8%B7%E0%B8%AD%E0%B9%81%E0%B8%A3%E0%B9%88
http://th.wikipedia.org/wiki/%E0%B9%80%E0%B8%81%E0%B8%A5%E0%B8%B7%E0%B8%AD%E0%B9%81%E0%B8%A3%E0%B9%88
http://th.wikipedia.org/wiki/%E0%B8%AD%E0%B8%B2%E0%B8%AB%E0%B8%B2%E0%B8%A3
http://th.wikipedia.org/wiki/%E0%B9%82%E0%B8%A0%E0%B8%8A%E0%B8%99%E0%B8%B2%E0%B8%81%E0%B8%B2%E0%B8%A3
http://pirun.ku.ac.th/~b521020095/healthfood.html
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v

« 1 A = ' a
UNNBILNEQ (ﬂ?’]ﬂ@félfﬂﬂﬂlum@um@iﬂm@ﬂﬂmu)

a

2 '
w =

1ui 5 #519n151ALTALASNEHIAMAIAST (Growing and sustaining brand
Equity) A9NN1939NATIMALNITIARANITNINIULBIATINWNAUNINAN L Tun19TR AR

AINeasNIaALTALATNIT N ARIANEIUEIMN /A RAIANTNEGININ (RInEaziBe Al

nausalluaauni)
6. WHNUNITARIA (Marketing plan)
Wlunsesunedansiiaszianiunisal nagnsnisnaa uazlisunsunissann
MUNER LAERITldIUN A AT LIS WL TUAZ T A1 dALLTENRLIRSLNLNNTAANA

[ %

wiazidmanaunnsteii TnevinldudaazilsenausaetlszifudnAty fell
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¥
=)

dui 1 MIANATEFRANUNTAINNINNTAATA (Marketing situation analysis)
AN 1 unagUdnFugums (Executive summary)
A9uT 2 NMSAATITTININLIARENNELUTBIBIANTS (Analyzing internal
marketing situation): NMFNUNIUNANITIINGY (Performance review)  WazLuWlUN
luauran (Trends)

1. m@wumuﬁjwmaLLaszmqﬂsxmﬁmqmmmm (Review of marketing goals

and objectives)

2. MINUNIUNALNTUATHANITNINNIUNIIN1TAA1A LuiTaq1fu (Review of current
marketing strategy and performance)

3. miwumum’fwmmmmmﬁmiﬁmuﬁwﬂuumﬁmmdwzﬁﬂﬂ?‘ﬁ (Review of
current and anticipated organizational resources)

4. mmumuﬂiuﬁuc’-ﬁmiwuﬁﬁuLmzimm?wmﬂiumﬁmﬂuﬁwﬁmmxﬁ
AaLan 18 luaumn (Review of current and anticipated cultural and
structural issues)

5. N19ANT9ARANNINN9 (Performance review)

dfauﬁ 3 NNFIASITUANINLIARANNLUAN (External environment)

1. N3ANTIAKINTY (Competitor analysis)

2. MIUATIIRIUAAIA GNAT UATNEANTINELTINA (Market , customer

and consumer behavior analysis)

3. msemzinaasuudasdnumelulad (Changes in technology analysis)

4. maﬁmm:ﬁmmwm%ﬂ@mmﬂuﬂﬂﬁluj ARedag (Other external

environment analysis)
&2uf 4 n9ALAIET SWOT wazilsziAudAty (Key issues)
NN3AAIEY SWOT Usznavudag (1) aauda (Strengths) (2) Anaa1 (Weaknesses)
(3) Tanna (Opportunities) (4) ailas3A (Threats)
&7ui 5 nsampziusuinlsaANY (Profit and loss statement) WAZNSANE
ANtlulllAnIan1saam (Marketing feasibility study)

2
a

= . .
AUN 2 NIFINUNUNITAAA (Marketing planning)

U 1 MTAINUAIRANAT A9 waztihuune

AU 2 nsiuuaihusnawazingilszaiAn1ean1saann (Marketing goals
and objectives)

dfau‘ﬁ 3 ng2aguazn1siuuanalativane (Researching and identifying

target market)
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duhl 4 msaasziaaaihusng/gniuazngAinssunisdaaimsine
(Analyzing market/customer and buying behavior)
zi'mﬁ 5 naﬂq‘wém‘mmﬂ (Marketing strategies) : miﬁﬁuumnaﬂq‘wéuaz
Tdsunsunisnanm (Marketing strategies and marketing program)
ﬂ@ﬂmﬁrﬁ' 1 nagmsn1snaInnNiilnvang (Target marketing)
ﬂmmﬁrﬁ' 2 n3g3alsn AR NUTandIMIaN17uaeds (Superior
competitiveness) g lEnagninisa3sliifadalfizaumienisuaadu (Competitive
advantage strategy)
ﬂ@qmﬁﬁ 3 nrasedielfBauni1enisudeduinumaiia (Brand competitive
advantage toward technical performance)
NAYNET 4 nnaaaANEANTIAHTUgNEN
ﬂaqmﬁ‘ﬁ 5 AYINANANT8991A" (Perceived value)

o‘d‘ a v a Adld Y o % . .
NAaLNon 6 ﬂ’]ﬁ‘L@?N@‘j‘W\‘iQ“’Wﬁ‘mmqmwﬁlﬂﬂ'ﬂ@jﬂﬂ’] (Consideration)

v
o a

qUN 6 ﬂaﬂqwédquﬂsmumimmm (Marketing mix strategies = 10Ps) n3ul

a [ c

1. ﬂ@ﬂq‘ﬂﬁrﬁ’mm AN (Product strategies)

2. NAENFAIUIIAT (Price strategies)

3. ﬂ@ﬂ%ﬁrgﬁ’]uﬁ’u@ﬁlﬁ’i‘i/ﬂﬂ’mﬁ (Place/Location strategies)

4, ﬂ@qmﬁﬁﬁuﬂqaﬁﬂmq@ﬂqimaqm [Promotion/Integrated marketing communication
(IMC) Promotion strategies]
NALNEA1UYAAA (People strategies)
NAEY FANTNBIARDNNNILNIN (Physical evidence strategies)
ﬂ@ﬂqmﬁ‘@ﬁmmzmum? (Process strategies)

NAYNFAIUNITANHANARLAZANININ (Productivity and quality strategies)

© © N o o

8% o (=3 . .
@ﬂi’lﬁmum?@mLLWﬂm@LL@:Tﬂ?Lm‘a‘N (Packaging and program strategies )

—_
(@)
)

. nagniAtuniaiuiiugangsna (Partnership strategies)

=2
:Ce
=)
w

MU URUATNNITAILANNINISANIA (Marketing implementation and marketing

control)
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2
[ %

AUN 1 NFILATIERFANUASTTINNNITARAA (Marketing situation analysis) Al

AN 1 unagUdMFUELFIS (Executive summary) Wun1ea3UnmsanusminInan
\WeNN39e R ENEITN93Y ALY (Kotler, Bownen & Makens, 2010, p. 664)

d2uN 2 n1FAAsIzRENINLIRRaNNNelUaRIaIAN1S  (Analyzing  internal
marketing situation): N1SNUNIUKNANITVINU (Performance review) wazuualunlu
AauU1ARA (Trends)

1. msnumuinanauazdingisesasAnanIsaann (Review of  marketing
goals and objectives) NauNazNINIINUNUILAZ FiasgIngsniali unesadnnlseasd
Fuzanae N1l visediuasasnainanels

2. NSNUNIUNALNEUATAANITNINUNINITAAIA LULTAq1TU (Review
of current marketing strategy and performance) L‘ﬂuﬂW?@%UWﬂﬁﬂ@aﬂuﬂW?tﬁﬂ@“’gﬁu
Meaiuninens 4 lugsnaeinns Wu n19Ru Funu wiineu dszaunisnd auduiug
o % o a % 1 o 1 d’l = dl
AUAUNAN JEedadenisnas kazgnaAl AAAziuIINIneInmatiazinindasuulas

~ o o | ANaa A - »
WaRaUAUeIANNABINITI89gNA luauAReLingls uaziATN1slaNazdanINTNaIng
A o Y a A o e Ny Aaa A o
NAUNUNANNNIDABUAUBIANFBINITBIgNATIMTHENIAutedulE uaziidinisazufila
faanmueaninensliacinglsluauiman (Ferrell & Hartline, 2008, p. 640)

3. MINUNIUNSNEINTVRIBIANTNN IuTaqTiuuasiAndazAasly
(Review of current and anticipated organizational resources) Lﬂuﬂﬁiﬂ%mﬂﬁﬂﬂaqmﬁ
N19Ra1A tuilAq 1 e9g9NA TUATBUHAR U N196991A1 N1F9ARNUUNY UAEN1IFILATN

1 v = 1 tﬂl = o 1 [ d‘ o
nsraa dnagns e inavse e Baumsunuguasdupulugnainnssy nan19minenu
AlusiTaLeiag (Ferrell & Hartline, 2008, p. 640)

< X [ % % o

4. nMsnunIulsELAUAIUIRIUETTNUAETATIRS 19N luRIANIT LY
taqiiunasnmiaianliluauinn (Review of current and anticipated cultural and
structural  issues) {UNNTRRLNATNANHUSTILINLAZT A LTRITAUETTNAIANNT LU
faqiiunazluauian 1wy Asdnlaassntinaunazsuielunialasuulasimussss

89AN19 Arunalauazadyindslasesniineu uaztnseaisasAn1sldouatiuayy

nagninianana lutlaqiiuisald (Ferrell & Hartiine, 2008, p. 640)
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5. M9ANTIANANITYINNIU (Performance  review) 1H]UN13419990MAN9TN9Y
v o ° o o a % |
194f1lsznaunsinaia1sSiuenuis Tnsdrmananans nnls uazArfanaasgnAnily
7189% (Ferrell & Hartline, 2008, p. 640)
AUN 3 N1FILATIENANINRLIARANNNLUAN (External environment)

1. NN9ILATITURARTITU (Competitor  analysis)  LTuN199LATIE ALY
qneeu Jnnlseasd nagnd uardeyadus Minaadesvesgudedy vy guisduldnimanny
Tdusnsinaiu Armnansinuamisanaaz lnnsaataiuansneiuisalinisnainenizngs
@ v a % v v % dl A | 1 1 o ° 1 o o/ 1%
i paenaugsiaazfiosaiedielfinFaunmnandiquasdu natiawennirndmiugnan
ANnnIn (Kotler, Bownen & Makens, 2010, p. 663)

2. NSAATISUAIUARIA QNATLASWOANTTNELIINA (Market, customer
and consumer behavior analysis) L‘ﬂumﬁLﬂmtﬁﬁﬂﬂmwmmmmmmmﬁ?mmw @91n"9

a LS

o a Y a s 9 o o o o &
ALATIE @]ﬂﬂ']LL@:ﬁwqmﬂ??NQU?Iﬂﬂ@:ﬁLﬂﬂqm'ﬂ\?ﬂUﬂ']ﬂ']N ANU (1) AATNALLNUNNE A Iﬂ?

I
a a

(Who?) (2) &eni{iislnasiaanisainainsganiniazlsiine (What?) (3) fislnazan iy

(Where?) (4) anmsELsInAnanausganIn (Why?) (s) §iistnagiaanuisganinatngls

|
a a

(How) (6) §iilnaTiaiialn (When?) (7) anmaniuslnalad@oauisquain (Why not?)

e3¢

(Ferrell & Hartline, 2008, pp. 640 - 641)

3. nmsdAszTinsidaaunlasdnuinalulad (Changes in  technology
analysis) Flunsfiansannisulasuulavaanuinaniimianalulad Sediuansznise
NIIAAIA LAZNIINARNGIANARINNIZINN nevildazfentesfumalulaidearsnisnans
LﬁfﬂMI,m‘%‘ummizgmmw i Aunafiin nnswndladdiannseling nsdwiidatanis
Tawnuneaulay Spiraling, Blogs, Asadnadianaaunlail (Online social networks) i
Facebook, Twitter, Combined social programs

4. NFAIATIERANINUIARANAEUANAY 71 AE91Re (Other external
environment  analysis) (1 N9TLATHGNA N1THBILAZ NN wia A udIANLAY

o a

TNUFITN ANBUSNINNILNINBAZNTNYINTEIINTB (ﬁLﬂmmmﬂumaﬂgqmm?)

q

' 3 a @ o a .
AYUN 4 N15ILASIET SWOT LLazﬂszmummy (Key issues)

<1 [T Aﬂlsz o Aa oAl yy a A [
@qﬂLL“INLﬂuﬂ@ﬂ??NV]?’]‘H@’]M’]?/ﬂﬁ]ﬁnﬁqﬁ‘ﬂqm’lﬁ‘ﬂﬂgﬂl?ﬂﬁ@l’)ﬁl@ viraanaaziilu

o a dld [ a nzll & 1 o v A [~ <
NINENTVRNTINANNBE IABDY Lﬂuﬂ“’\ﬂ‘i‘ﬁ‘wﬂ‘ﬂ\‘iﬁﬂ’]ﬁ‘iﬂ@’]ﬂ’]?ﬂmqiﬂ'ﬂ?@Lﬂuﬂﬁ‘ﬂﬁuﬂﬁyﬂ’]

a 9

al ]

ngsnadag lanaflufaldufaunifinainaniwiaafeuniauan Wy gnAtaingnan

Wudu edassafuie@eiddeuiiinannaninwindenniauen 1w qudedu luns

Q k1l
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v
&

Az SWOT azthlignisinuuanagms asill (1) Wiszleaiannqaudainaldlantaann
ANTNLIARBNNIEUDN LU ATNINABUAUBIANFABINTTR9gN AN TaeiaNmNg
qunwliils (2) Unilesesdnis/adngiassanifialuainaninuanfeanniauan i Uiy

o

nagnsliarnnsnsiadiuauasduls (3) whtlyuiqeseundrdyingsnaiag livuall
(Robbins & Coulter, 2012, pp. 256-257)
' = ° . )
FAAIUN 5 mimmﬂzmﬂun'ﬂﬂﬁmnu (Profit and loss statement) LLAazN19ANEN
[
AaMAtlullanieanismanm (Marketing feasibility study)
o | ‘ﬂl % 1 P72 o A
sutnlsranuiiusauiuanssneld A1ldane uazinlsvseannnu
o o ¥ ¥ ' L0 A a d’l o a o 8
nsaaaziwaLinlsranuazinlinause liuaz Al enazifiniuannnistinuaensined
Tndeangnanauaz liluuwimislunismnaunu uaznisindulaaanu nisainaziuunils
v 4 a 4 1 4 dgj v
29NU H1IENaUN13ALAaINANIINAINAINABINIIBNAANATINANFBINNITRNN TR
= :; =] Y o a ¢=4I A Y o o
Wiela AntiuastszananisalfiuuingAunld wdatniainAzuANa18n0 lun199in

Mlswesgana

AUN 2 N19NURUNTARIA (Marketing planning) Lsznaufne

v

AAUN 1 NITAIINUAIRENAL A15NA wazkiuug fail

av o o . . [ QI d|| a a | & [
1. AdaNAY (Vision) tHunssAuz109899E1813113AMIN 89AN1TALTAL W15

v %

BUIAR ANAIANTIUIA U] AB9A319N19 1N ANUAdRYIFA (Visionary leadership) Tneiay

favasnadderiminiiuase @eheld uanivddediminagala arnnsnuFuleeld deazbias

arAuan unisallulaqiiuncianisasnsidevimiluauian (Robbins & Coulter, 2012,

p. 669)
a . . | a dl k4 a o; o dl 1 4
2. A19na (Mission) Junisnanavfesdimneuineninuegsen uazli
o & [<1 a o o rdl o % .
mmqmqﬂizmmLLazLﬂuiﬂmmmmummuumi@ (Robbins & Coulter, 2012, p. 238)
&UN 2 msﬁwuﬂL%’J'mmzlLLm%'mqﬂszmﬁwmmsmmm (Marketing goals

1
v =

and objectives) dhunnenflufiananungsnadieanisussqualaslaliscyiiunnuazioan

v
¥

douingiszasAiunadaniduganinaaafianssuonauny d9siaesrydnarussqiiialauas
A3uauwinle (Wheelen & Hunger, 2012, pp. 894, 896)
#7UN 3 n1gARauazngiuuanamalinunng (Researching and identifying

target market) g§3AA3IUBIMNI/ARANANIATHRIERNAAEINatNTlunIn9viTe iy
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< v ! o ¥ v o o 14 1 v !
‘Vl’]\‘lﬂ'}‘il‘ﬂiﬂ b muum@uﬂmmﬂqﬂmﬂim’] @qﬂﬂqﬁ‘ﬁ/ﬂLﬂ[ﬁl@ﬂ‘]ﬂ’MZﬁ’]um’Nﬂ LRIYNAN LT
INA B8 DTN NaEaNAE ANHIUTANFAEINIT TUIATIATB9LNYENNS LTI

[} = a L4 b ¥ a 'y

A9UN 4 ﬂﬁi’)Lﬂ%"]S‘ﬂﬂ@”lﬂLﬂ’]‘ﬂ&l"lil/@‘ﬂﬂ']LL@&WQE\ﬂ%‘?NﬂW%‘%@@TﬂWE‘l‘Wﬂ

(Analyzing market/ customer and buying behavior) Fail

D

1%

N153LASITUARIA JNAT WATNOANTTNEUTIAA gnATduinveaiiaan
1slnAaMIgININAINTALLNAIURAIASLUN AR (1) AnsnusinRAan3

(2) anwuzdsraInIANans (3) ANHULARTINGN (4) ANHUTNYANTINELTINA 11U gnIg
Fadulageinaaiuanunsqunindnazdavsala (Whether) vinluasda (Why) daiiiale

2 1
=

(When) @a#1lnu (Where) Saatinals (How) Tawinle (How much) iilugnétanauiuminla

(How long) (Hoyer & Macinnis, 2010, p. 4)

N15AATIZRANINLIARANAE T Y (Internal environmental analysis)

1. MsUNAURRINNANAN (Value proposition) LIIUNNTTEURANEULNNTTI N

Q

| ] 1 2
aad o P % = ) %

uazAUANTRELT LazAnEUrAW) TesAuRuazinefignAfnlafiazie eiasends
Fitadannai19AmA (Value chain) Seiflunguassianssunisvineusesassnisiiiia
33@ﬂ'ﬂuLLm’@zfummmm?ﬂﬁmqﬁumLLﬂmm‘wLﬂuﬁuﬁ%ﬁqﬁ@gﬂ FailkesanAanis
u?mm%ﬂmmm%w@mm (Value chain management) %QLﬂuﬂfumummm‘i‘]ﬁmi
'ﬁ@mmLL@z?ﬂﬂH@ﬂﬁﬂiﬁLm‘?ﬂ"ﬁwmm?w@mﬂ'ﬁﬁywm (Robbins & Coulter, 2012, pp. 548-
549)

2. wgaslalumsandulaidanaimsing aulunazednszuaunisgela
(Model of the motivation process) Lﬂumwﬁﬂqmilﬁﬁ”u@’mmﬂiu (Innate needs)

¥ a

dananAuliisinafinANpaATan (Tension) Wax@L51/ueedy (Drive) Hiistnmandunig

Gﬁﬂl&?@ﬁﬂﬂﬁ‘t@ﬂﬂﬁﬁ‘mﬂu@ﬁm (Previous learming) Lmzmzmuﬂ%‘mm}mwL%]ﬂfov (Cognitive
processes) &4na LAIANAANTIN (Behavior) NANNITNNLAUBIAIINFBINITLRAL7 (Goal

or need fulfillment) Tmaﬁﬂﬂﬂu%gﬂaﬁmmn (Positive motivation) 1lsznausiag &3931a
¥ (Rational motives) i1 AMAANAN AaLlszen AImATAIN uazAealadnm
a19u0d (Emotional  motives) 111 mm}?ﬁﬂﬁﬁ ANNIANHTA uazan NI edsan Wuku
(Schiffman & Kanuk, 2007, pp. 83, 87, 88)

3. ATUSIANITLNUYRINITEUNIN AUANTAUBILNYDINITHUNIN

Usznaufae a1vnsNansaunsAsuiau dallanuailuestneBesianmuinisaesdnanie
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anla ansnnl uazamtloyoyn Wuamnsaiiuguene9a1991119 19516 INTUW ATUAINIA
Tnauinis AnsAmaeen uazayulng deluniswmuiiuyainnsqunintdufiosanilans
ANNHFBNNITYBIQNAN
&UN 5 naq‘wén%‘ma'}m (Marketing strategies) msﬁ’mumﬂaqwéuaz
Tisunsun1smanm (Marketing strategies and marketing program) kaunsLguFawLu
d' dl o g ¥ ) . .
wuunngafunagniuasllsunsunisnainlunislddoullszannisnain (Marketing  mix
1138 4Ps) (Walker & Mullins, 2008, p. 28)
¢ a '4 @ . v
nagNgN 1 nagnan1saaInmINtlIuNng (Target marketing) Usznausae
= 1 ] A I's I's Y o A 1 A a I's
(1) AnNTFuLNAIURAA AL DB AU ZTNTANER S (mﬂmmfmﬂummmfau) LATDHNANARNT
(Uszmanniniin) (2) Wnagninisnainnuansineri (Differentiated  marketing) 17 (3)
ﬂ@ﬂwﬁﬂﬁiM@WML@WWzﬂ@jN (Concentrated marketing 3@ Focus strategy) (Kolter &
Armstrong, 2012, p. 214)
& =t v ¥ a 4 ' " @ .
nagngn 2 n1sas1elwiinANLUlanIINIINITWAITY (Superior
e 174 14 v vV a [ 4 14 1 [ .
competitiveness) IneldnagnansasralmnadalaifFaunianisudadys (Competitive

=l 1 A:I”
advantage strategy) fsneazidanluaausieliuasuni

o a

v v ¥ =l 1 L[> ¥ a
NagNEyN 3 n1sas1edatlaidFaunianisudstun 1uinAlA (Brand
competitive advantage toward technical performance) @l‘mﬂmLﬁﬂmluﬁmu&iﬂiﬂmmuwﬁ
¢ 4 Yoy ciaie) ¥ o 2 . =
NAYNEN 4 NMTATWANNSANTA LWALGNAN (Customer feelings) /EavIBEA
lumeuselluasunil
o |34 1 . = ]
NAgNEN 5 AMNANAIURI51AT (Perceived value) feaziden lupawsiaell
dQJ
PRIUNN
NagNEN 6 NIFLATNASI9TATUIUNALUNLUYNAT (Consideration)
a % dsj
ATIEATIDEA LUABUAULBILINT
qIUN 6 naqwémmmm (Marketing strategies = 10Ps)
o v a o L4 . A o -e:ly
1. NAYNSATURNARNTUN (Product strategies) HASU
Qs Qs o . . a 1 dgl
1.1 ARANHIIATT (Brand identity) Aaneazidan lupausalilaaumi
s o . = 1 d”
1.2 MWANHOIAST (Brand image) Ansazidanlusause liuesuni
1.3 AWUUNAST (Brand positioning) AIaaviaealunausielilaasunil
1.4 LUYAMNTFUNN (Healthy food) : AuLszANNARN DN (Product mix)

LATAUNANNUM (Product line) 49uU3sdNNARATUN N2 NANVBYNAE AR WS
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8

LAZYNINANINARS TN INANL/AMUNY BIUAUNRATUS NHNET NANVBIHNARTU

1
=)

Talmudunusiuednealndda (Perreault, Cannon & McCarthy, 2012, pp. G7, G8) T4
q?ﬁf«ﬁf‘m@mw%ﬁmﬁmaﬁmﬁammmmzmdwmm:ﬁmwNamﬁmw‘fmmimmw
= I = v =® @ al's; £
vigaly mm:mmm?mm'a“zwmwaxiima @w:mummmmﬂm@ﬂm

15 mm%qmiﬁmg (Menu creation) NNgaaNLULLNY (Menu design) LAz

NISWAIUILNY (Menu development) i{lunisaineassdnylusie Na1ndignAnazsiasnis

£
o A

e lduannisaanuuuing aatl (1) ATRANHUZWIRNTIN (2) Adsas19tse Tamiiniilu

4 o

yaA NN IHAUNRAATUT (3) AYSQNUANAUVITININ (4) HEIgNUANTATNATINAUMRNS Tng

a

% = o

o =R K £ azi a o & 1 a % o Y (=3 a v a o
ANNINURUNARINARNTUN (5) Faalinnladauinn (6) AANRITNNLABLNAATY (7) FIANHANT Y
o o o = A o & o o =2 = o oo o
NUNIU (8) FENABAARBITLINEALIBEALBINARITLT (9) FBIAIINDINITRRINERILIAAEN
(10) Aavdniseanuuuluszauniieanga vailaaldnszuaun1sWmuINARA st I
(Product  development process) uN1IRRLILUIAMNAANEITLRARA DT LTI 16
o e . Y~ 4 L S S [ S . Y
nanAng tnalfiinaiuidediudnanAnnand el s wdudaniiauesenana Ly

o/ a o 6

atstlszauAndnia nsWmuInAaisianaaziinaInn1sl Ul jenand el vise

'
aa o o !

WAUNHARA WA I LU LT Budviugaunatnilnviung (Kotler & Armstrong, 2012, p. G6)

1
a o

ﬁaﬁym) NNTATINANNAANEINLNAAAUT WA (Idea  generation) (2) NNINAUNIBILAL
U9£LlUUAINAR (Screening and  evaluation of idea) (3) NITWAUILALNIINAZAL
WWUIAINAR (Concept development and  testing) (4) ﬂﬁ?ﬁmuﬂﬂ@qwﬁﬂﬂ?mﬂﬂm
(Marketing strategy development) (5) mﬁmmzﬁmm?ﬁ@ (Business analysis) (6) N9
WENUINARATUT (Product development) (7) N1naaaumana (Market testing) (8) N9
ALHUgsNA (Commercialization) (Kotler & Keller, 2009, p. 614)

1.6 msa%’wqmmwlqmﬁhﬁﬁflmuaﬁqu‘in%mmﬂmmms@mmw
(Quality building/nutritional value proposition of healthy food) AfWNINW (Quality) Wl
ﬁﬂwmmmu‘%‘m?ﬁmmmmumummmﬁ\awﬂwm@ﬂﬁﬁﬂ TAEANNIINARLAURIAIN
ANTlU AINABINIT WATAIINAIAUIY A9UN1TUNAUBANAT (Value proposition) tEungu
raanalsrlamiiaziuaniauitdloyunlidugnan %w‘%ﬁiﬁ?ﬂﬁ%@l@/iﬁﬁﬁﬁuzﬁ”mmﬁﬁ%zdmm
Tifiugnan Tmﬂﬂa‘zlﬁmmmmLLMﬂﬁmﬁmﬁ@ﬂdw@LLﬂﬁu TnedliAsadnealunnsasnep e
(Value chain) dsznaufiaeuuunsnee aelugsia vieeljudiugsnaainniauen tned

AANTINNNIATNAUANNDBNULLNARA T HAR NARA BINAL LATATUAYUNAAI WY

19013019 (Lovelock, Wirtz & Chew, 2009, pp. 545, 547)
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2. naﬂqwéﬁmmm (Price strategies) 91AN (Price) Wuauautunangduiy
a o o A a [~1 1 -e:ll v 1 dll dl [ e—-z:ll

nanAusisenslunamntasyarngnAtanaliiieuaniasuiunal sy temini
IRFUANEARALAT/ENNT (Kotler & Armstrong, 2012, p. G-6) NAYNENI9F93IAN Lsznausag
N353 WALANENAUAINNENGN AN THATIRHARADI 1A visaanIun Tk

3. NAYNEAUYINATNAYADIUN (Place/Location  strategies) AzElAMANAIN

= s A o e o v o o s .

AzAINIIALFIIB9gN AT asanag lnannianu nansin Inamans 1fusiu

4. naqwéﬁ'}un’liaﬂﬂﬁﬁnﬁﬁmﬁm [Promotion/Integrated marketing
communication (IMC) Promotion strategies] n3gaLd3unIsnataLilunislELAra e daLasy
1 % -QII a o v -dl v 1 v v (=3 1 v o v o a o v
sanfunLTEn Mieas1eanrn q9laliignAiiuamian LazaseauduiugauAiugnAn
491 IMC L‘ﬂumiummm‘iu,@zﬂ?zmumuLﬁ%aﬁFﬂm?ﬁﬂma‘umﬂﬂi:mﬂmﬁﬁmiﬂﬂ"ﬂ
anAiunng memﬂmmmmm% TaLau anysal memmmmmmqnummnu
Bl

o c, A

5 af/LENNT YiTRRIANIT (Kotler & Armstrong, 2012, pp. G-7, G-4) memmmmm

>

o [ %

o al d”
&Rty Neail

4.1 naqwéﬁ'\umﬂmwmq (Advertising strategies) L‘ﬂugﬂ WUUURINNT
aeanstoeldde (1ldAw) uazdadsuanudn audn 1snng taedfgildusisenis (Kotler &
Armstrong, 2012, p. G-1)

42 NRYNEAUNITRIETNNITUNE (Sales promotion strategies) 1
tal 09// tﬂl % 9/:#9/ A a o 6, Aa 1 A [~1 a ] a 1 ¢ﬂl
aeqalaszerduinenseiulimeriserenaninugi/iznis nannpe unanssndaddnsne 7
UANUHAAINNT IR N9WaLNI1a8s waznnsanalaaldwinawang danseiuliina
pnaula nsmaaesld visaniselnafusinadugaiinevisaaunansludedniy (Perreault,
Cannon & McCarthy, 2012, p. G-9)

4.3 ﬂﬂﬂﬂéﬂﬁiﬁlﬂ’]ﬂﬂ’]\‘lm‘i\‘i (Direct marketing strategies) Wlunng
dl 1 v o % 4‘ vaa 1 a dl 1
aeanslnensszudneganeiugnAtselasenils Ineldianisdaudsunuinndinisaneing
Twdnauanawuuie@yuiin nanqae Wuntsdindelaanseiuusinaenizaainiy
v dl v a v o 1 v a o o o A o
Wwmsneiveiin antsnavauedluwium wadenaliinapouduiusdun i ugnanlussazen
(Kotler & Armstrong, 2012, p. G-1)

4.4 NAYNENITUIANRAAUNDIWITEAL LT WU NIIUL (Personal

|

selling strategies) Liun1siauaanalnemisasuaesgsnalqnsanieiniiianisnnauas
mwmwmuﬁuﬁ“ﬁuﬁﬁmﬂm Tnaniinenanaazdessineldrinnlnensaszndnadans
uazgnAARAnanIm uaAFsanaazliing dwe nisdszgueinuidnle viveldaunaiidin

(Perreault, Cannon & McCarthy, 2012, p. G-7)
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45 nagnfinisuanaa (Word-of-mouth) lunisdeanslaanisuansie
Nenfund R szd g AL eU (IR axnTNAILIATY UATALIAN (Koter & Amnstong,

2012, p. G8)

b

46 nagNEn19UszaN NWUE (Public relations) [unnsdeanstaangui

v a o

1 1 1% 1% 1 o ¥ A ar A o o &
Tdldgnin Uszneusiae nquguau §nelu viseniay Insasearuduiuisuniugue

=

ANNNIFHLUNITIIAINTUTDL N1TAFWNNINANBDINAUDINA N193ANITUAZUT Loz

Toymiiflutnnaeizessn vizewnnisnisiie (Kotler & Armstrong, 2012, p. G7)

v
a o

5. naqwéﬁﬁuqﬂﬂa (People strategies) W bl

©

5.1 g’jﬂsznaums (Entrepreneur) H1l3znaunisarfeasainisnssy

a

'
a a [

Usziiiu wazliulsslomiannlenaiiiniu IneIazfaaIN TN AT ENIAZLITUIAANNIEINA
‘EmaﬁfmLm%mmwf&ﬂﬂumaﬁqﬁq% (Wheelen & Hunger, 2012, p. 893)

5.2 14N (Chef) WATN1TUTUITNARAIATS (Restaurant  management)
UsgnauBaadunou N193LATIZT N1991AUH Tnan1snInUANAENS WAZN194319499A
LYRI9410 W N1snaaaunan waznsdsziduannaniuldlifaaauyaiunsganan
AABAAUINTAARINNARIS

5.3 m%‘u?‘u’]ﬁ‘w%'wmm‘uquﬁ (Human  resource  management)
n1387311 NgAmaannwinaulneaniziensa wlAfa Heeinisilnausuwa s WML
m‘a‘ﬂgqmmimegéNma?ﬁmgmmmu%ﬁmﬁmiﬁﬁiﬁﬂmLL@zmiﬁwummmﬂmmuﬁ

ANIZANAE]

' |
a

6. NAYNFAIUNANIN (Physical evidence strategies) LiuRsqelannaLiiu
wazdndals dsznaufon (1) YFudgaussaniaianialulazniauan’iu (2) N134ANIg
anun/iAsasile 1nsnl (Management of plants) (3) @519Anutanauiluenansnlly

NIANUFN3IY (4) 457194 19WNE7R (Walker, 2009, pp. 238, 245)

¢ v . @ aa o ond oo
7. ﬂ@ﬂqﬂﬁﬂquﬂ‘iguquﬂqﬁ (Process strategles) Lﬂufgﬁﬂﬁ?ﬂgumﬁﬁmmumfﬂu

a o Y a (=3 4 % Y o A b %
M lAAAINTIALTY mmmmumummwmmmﬂmqﬂmlmwuw srnaumag (1)

o

m:mumﬁm%ymmqﬁu (Purchasing process) (2) NILAUN1IIAFILNEIUNT (Production
process) (3) m:mumﬂﬁu‘%mmﬂﬁﬁ (Service process) (Lovelock, Wirtz & Chew, 2009,
p. 198)

8. n@qwéﬁ'\umﬂﬁuwaNammzqmn'\w (Productivity and quality

strategies) NNILANNANAS (Productivity) 1{11a5N191n1TadatN N Wingnszuaunisnanlif
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[ %

wlsanimiunandn InsaiusnaiiagantvulidugnAn dauaunin dsenaugas

q

! '
o a = A

AN AN NI09A IR AR ANHIzTR9BNNITIE0Re 1 HN9meUAUBIgNA
at1439a157 @39AnusTUle dintivamlagnéin (Lovelock, Wirtz & Chew, 2009, pp. 369,
549) dsznaufag (1) ANKNINAIILINIST (Service quality) (2) ﬂﬂ?ﬂ?ﬂﬂgqiu?ﬁlﬁqﬂ’ﬁﬂﬁmﬁ
(3) WaWIATN15L98naua1913e (Cooking method)

9. nagngn1un1IsanunAtnauazlilsunss (Packaging and program
strategies) N9AALINALNA (Packaging) YN181D9 N191LERBLAYLFNNTANe Ussinndsyan
szanuiulneniunisAnsia1savaen d9ulilsunsy (Program) MuNeDe NITWAUIAANTTN
sisemAnTnlAE Suinlinisinaiuiianiegaladisdu Rerdnnd evismud, 2554,
utin 28) nagman e 2iail (1) mesauyaaduga (Package) sivaifniay (Set menu)
(2) TsunsusimmiAnsenaazdnllsun s e i s luta9aan61ee)

10. nagnimunisiiluiudiugsia (Partnership strategies) Hugaugsna

1
] el v

[ A | dld ' a | dl a dl =
Lﬂu‘],!ﬂﬂﬂﬂﬁ‘“ﬂﬂ@ﬂuﬁﬁ@mﬁd@@uﬁ")ﬂluﬁﬁ‘ﬂ@ﬂ’]ﬁ“ﬂﬂﬂLVIEI'JLL@Z‘LI‘EI‘T]’]? NANTNINLIVEN AR

[ [ { o 1 1 [

31URIMNT/ARAIAITATATINATRLNEALNGNGNAT NGNAT NauALIaTW/AAT N19451

U 9 k1l al

o o & = 1% Lﬂl ¥ 1% [ ¥ ] o ' [ &
AIMNANNUTDUA uzgﬂmmﬂsluqﬂmLﬂuuumuﬁlummufzmmﬂm sy

Ui 3 n19UHURLALAITAIUANNINNITARIA (Marketing  implementation  and

marketing control)

Tudufiazifandeaiunisdninsead19aednig (Organization structure) Iaeinng
AmuadnlasvinutineslsludnnansBiuennis nsUfjimnas (Implementation) 19l
rtﬂl o v = a 1 o e—za; o
pNnagnsinIuuall uaziinisaauau (Control) nefianunadUssqdInnLsyaesnnInue
1Hvisali AaonaunIIRIUUALNLLEIAN1WN130] (Contingency  plan) ta1 1 lunstigniau
v A A a o A oA a v % 1 1
fnuniailes vsednnaiaftAnesssNtfsine azldnagnglunisufitymsine etls
dounisaaupnazinadesiuduneusall (1) Anuuadiazdnizeslating (Determine
what to measure) 11 89A118 9UAFEIAATA N11s ARNNINGTA LazANANATEIgNAN
s (2) AMMUANINTFIUNNINNNU (Establish standard of performance) (3) N139AkA
N19N1911a39 (Measure  actual performance) (4) NSRS UNANITNINIUA TR

Nm3311 (Compare actual performance with the standard) (Wheelen & Hunger, 2012, p.

376)
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Aaatne Aaananslulssusuiionii fauianisaunsuaziasadds (Food and

beverage management) ?eréﬁﬁl&’]ﬂﬂ’]?ﬂ’]ﬁ’]?&@tLﬂd?mam (Asst. Food & Beverage

v 1

Director) §@281Eln8113319 (Administrative  Assistant) WALE99ALENULNNENTULIANNT

u a

ARHTIRY NdAty Usznaufag LNUNAANN291117 (Steward department) LWAZUHAUNAALAL

4
o [ % [ %

(Catering department) tngdgann1sNendioq Al (1) gaanisdialiitsnislutiasenins

[ %

v
£
a
fannnstlneAsashu (Beverage manager) (3) 1nil3eanung

(Room service manager) (2)

o a o

(Chef steward) (4) \inH"813917 (Executive chef) (4) £ ANILIVNTINUAALALN (Catering

[ %

manager) (5) §amAN19El 815 TAANT (Restaurant manager) (Walker, 2009, p. 166)  Tuu9u9

$2
e o A [

° v sy a v |1a o ! A o
’Q::ﬂ’muﬁ‘vm’mQU?M’]?LL@ZQﬂQUM AN ('l)ﬁqJJ ﬁﬂ’]?ﬁ]’]?;l‘ﬂ’]w]ﬂm::m?@\‘iﬂm (FOOd and

oA o ¥ s

beverage management) (2) ﬁﬂslmy NIAUMINULNUNATY (Head Chef or Executive Chef)
(3) sasfinlnny visasasianiinuuunA (Second Chef or Sous Chef) (4) Waniinp3a vise

wiantioglunia (Section Chef %38 Chef de Partie) (5) finuisuida (Rellet Chef 1199

(2%

Chef Toumant) (6) §eiaaifin (Commia Chef) (7) fineniin (Apprentice 198 Trainee Chef)

q

(8) WHNUNAINAZRA 1ATY (Kitchen Porter/Kitchen Assistant) (L3EM4a11914 [aUd

ala o o
AL /NA, 2551)

2.2 255UNSTNNLNLITRINUANSIAETIUTNU

% o 1 4

aInauddtestazadiaaiuissinnisaienuanAuAAanaadingiu tae

(%

a % (% o d’l
NEALUIAY ALLTAIN A9

o s L4

1. AaRAan®MAIT (Brand identity) WazFALULIAST (Brand positioning)

[ c

dnanunlng uunaie dnwuzienizaesuiazaslaafiadinsiiluynea
(Brand-as-person) A71Lil1a4An19 (Brand-as-organization) Astiludtyansnl (Brand-as-

symbol) uazaIndunAninef  (Brand-as-product) n9seynednanuainidug msiuliiaimisn
AALUAUBIANNNAAINITURIEIURNAIA LA HARAUT N UANFAAY dnanaiaaliudsiniei

X a ndl ¥ A4
TIINGNANTLT

% a o

7 b4 o v o o o dl ¥
am’\dm'\mmﬂwumiq Wunanlunienieu LW@IM@jﬂﬂ’]Lﬂﬂﬂ’]‘iﬁ‘U

2ant®

[ -

Fandn nMwanmaing (Keller, 2008, p. 671) AAUAIazfiasianansal (Identty) nediauan
AMNIAALAULANIZUR9RTN (Salience)
%

ANWNUIAST (Brand  positioning) tlustunisniauAluanlagnininal

ANEAN189gNAN wiazpazsiasiandaia iveiuuuanelidfuRdmiuidsunsunas
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dl o =K K 1 i ] | ! o o Ly tﬂlil v o v
A9R19N17AANA AITANUNDIIAT LU AT UdIUIRIERANHAINTIN amwmmmuum%

&

TaadiinunaNazfiasdaansaunisrasna ey luanlasesandn TuLAazA LML ATI
C1] al

¥ ) a dld 1 . dl [~1 8% s
ANAABIUILAURRINNANAT (Value  proposition) Tea1aaziilunailselagiifuatsund

Q

nalscloadsudyaneal vieanaiszlagiinuniing lunisdearsasfesldgiuses

v o o

(Endorser) Nid@11904519ANTaDaUAL Aasl A NANWUEAURS/gNANGaY (Keller, 2008,

v
o b4

p. 671) hnUszasdrasnisniuuaf LR lignA1danAatinaanTIuaTa 19NN

a

o o

(Deep, broad brand awareness) lagazldArannluduilin asisnaneaiatnals/mafe

1As (Who are you?) Aanud EdalusuilifuAianuuuy Rating scale waz Likert scale
o , = P 2 A a D& v a2 &y .

7 92pu annldgauasferauNin TuAaeDeaad wasliiiudasasinafenaiugiaaatnatle

9l (1) nednenan®Ening (Brand identity) (1.1) TalAed3uil (1.2) Auazniseanuiuy
v ° \ v = v o o = -

2895143 (1.3) NNTUNAUBLAZNNTANWANLBIIINT (1.4) Taua951ul (1.5) N1 MAAB9AUsT

A

2 d” % o o E Q‘s/ o 1 1 v Aﬂl 2
1145uT (1.6) N19FAUFULBINTINIIWIUEIUTL (1.7) AAAFNN (VU A1 TDU “18) TGARTEb!

1 (2) N9dmAMUUIRAIN (Brand positioning) (2.1) guutiuaesdutiiluatnels (2.2) vinu

1 v
A

o v KR o A 2 a A 1 1 ]
FoUgLANTUE ANKEAN LaTANEUENITeRNLLLAWT T35 uiliiteliet1els (2.3) Wavinu
W15 08 inunwudwiliuisnivinuanne (2.4) Weniwldtugeas uil Aausnidinnnlu
a | A v d”ddl Y a
AR 1A289YINUAD BIMNIFUNIN (2.5) 3 utANgATungamny TunslitEnnseunsgunw

2. NMFASIANNUNIANTANNFIATUADYNAT (Meaning)
% al dld = '3 o dgl
ATNAZFANNANNUNIENA TngEnanAail
2.1 AndUTN15YIN9U (Performance) Usznaufng
(1) NITVNRAULNATA (Technical performance) WAINNEINIT
lun1913n19 Use@nsuani9iznis dse@nsnin sluuuniseanuuy uazsIANTIazFiag
a 1 a o o, a % v Y a yva a
NANTUIINARAUF/LFN194T1HITDAALAUBIANNABIN19H1UN3 M LIA s LA AL A s
(Service effectiveness) L1 AINNBTBE ANNIAALAL LATAINNUAINUAILLBILNYBIYIT
Tnafia1 59 R IIaINITDABLAREIAINNABIN TN N FeU e AL fud U
\fuatingls (Keller, 2008, p. 75) @uflunisldnanivsua (Rational) adlayuinaaiy
o 1 Lﬂl A v oI/ A o 4:4‘ Y o v dyc‘.f o
ANEUEAN] ANANIIIEene s A udsEunuNIL AoNA I ludundudAnu

. = o o ' = = ! o o A
WUL Rating scale # 7 3¥AL AnAaendInDamiiandadnn A (1.1) $uBimyamnegunim
[~] ] dl al o Y dl v dal v 1
Wuadnels WeuBauieuduiuau (1.2) $1uld1N170nLARe9ANFARINITIB9YINY

Awduasgannliednls (1.3) aulaapuaesuyamg Weanfaumsuniuiuau
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(1.4) ANNAIDTDIANNNT WALTALINUALEIUEUN (1.5) AINUAINUAILTBILNYDINIG
dll a o Y -dl
Wl BFeunauiuiiuau
(2) N1FVINIUAINUUAYN (Functional  performance) tiluans=ol
Y 1 al o o | a [~1 % [ all Y o % nzl”(z )

N9 MALTNNT U WeaeAn ANTIURAT WuAw A 1NN 1Eda T uA U uA D N UL
. = o P | = = ] o ° | g
Rating scale # 7 52U andeandiuiniawilandnunn dszneudqeaiannsaldil (2.1)
o o = o o & A - o v o @ a
ANNNB 8N AEAYIN TN UYeE LT e Fauaunuiiueu (2.2) Anuiulnsues

o o o A a o v oA 2 = o o o g
wiinauasul WaBaumauiuiuey (2.3) AnulaBananaiuinaeswiineuniui
TUN1IMBLALBIANNABINITUDIYINU  (2.4) AHiNlaNaL1iLENNg/ M8 A vinuLed

o o o a v v A
WINIUARIFIUT e Fauieu Ui uaY

Qs o % Y e—dld 2
2.2 MWANHAUAT (Imagery) ATFABIAINITOATINNINNATNA TUAEAIGNAT
PIAAINITDABUAUBIAINNADINITA1UAIAN AR UADIWA90IN 19 1% N9d9La3

yAANNIN AoxEana Ll A Niuasiy Avndadnd nsilszaunaudnia ANEAAN

Q

o U 4

LAZANTEL AINUTLAUAINANIRZHDIUAAIGATDIANINHBBLAZIALBIAINULAN G
anAsIaUetdARuINazne liiaANyNRWsea AUANeE LTINS uATIinAY N TAL
Tupudlwenaneniresns /AR (Strong, favorable, unique brand associations) T4a

inlignsmeuaveslunrmesgnAnludusall Aonsnlddaludietiiluainuuus Rating scale

o v

. = = A ) = Ly
LAY Likert scale d 7 32U @qﬂu'ﬂﬂmq@ﬂﬁﬂqﬂw&ﬂ 1N°ﬁ@ﬂL@ﬂﬂﬂ“ﬁﬂUNqﬂLLﬂgiﬂLﬂu@’)ﬂ

1 v
a o

AR & | = Aoy a Y aa o
ANNENININUALD NSNS (1) sll@UL°1|m?.lﬂ\ﬁ,l!ﬂﬂ@WImU?ﬂq??quumﬂquW@IqLL@ZHUQ@

(2) YINuTaLL AR FULTENLBNMNINEIUH  (3) $IUMNTTUEN THVINUIEANTINAHNIIAN

~

A !

(4) vinAnseduansuviaiiadngls (5) vinugdnananseliiarnisnadunadneoy

<)

PR
N

o

Zuanunsuiildesdnels (5.1) Faudne (5.2) Gadns (5.3) nanunse/lane (5.4) iuads
(5.5) Wanaldl (5.6) Uszanminudniza (5.7) Heziu (5.8) Hiauif (5.9) anynaniiu
3. msmuaummmgnﬁﬁ (Response)

¥

NIRALAUENT93QNAT (Response) LHlunsmauauasloeliudnvealazansEan
UBIQNAFABAINRUANUY (Keller, 2008, p. 75)
3.1 nsbdiansmann (Judgements) LunnsysniAnuAnLiiuasgnALay

o o

mstszdiung Ineldvanminua NAGATY 4 AU (Keller, 2008, p. 75) Af (1) MsldERanIauny0

ﬁﬁuﬂmmw (Judgements quality) laaldA1n1uUuLL Semantic differential scale 17 52hu

4
o

= = A | =2 A a ' ' = | a
@qﬂiﬂsﬂu‘ﬂﬂUL@ﬂﬂﬂmu‘ﬂ@UN’]ﬂ 1NﬂL@ﬂﬂ\7ﬂLﬂﬂ LL@?JVLNW@I@@ﬂq\?N']ﬂﬂQW‘ﬂﬁquﬂﬂq\iﬂqﬂ U



34

(1.1) ANNAATILIAEITINIDIV LA BFUBNMNTUAT (1.2) miﬂixl,ﬁuammwmmmmﬂu%mﬁ

1 = v d” 4 1 A
PA99Y  (1.3) VAAINNAINITOLDIFIUDIUNTADUAUDIANABINITIDINIU (2) N9 M
a % dl A % . e Y o . =
Q@W?mmﬁmmummm@aﬂm (Judgements creditability) Tne 1@ AN LU Likert scale §

7 9zau  Aannldiusaaetinggedaiudonatneda A9l (2.1)  $UBRANTEIRIINS

o A o P o e o Ad A vy o @ ad
(2.2) FUNAWIRNTTNIUTR99 1UNT (2.3) snuiiflunaanald (2.4) Ut unaugay

% v

(2.5) $1utiiaslagnan (2.6) Sutiviasloansuzdianangnii (2.7) Srutiihantdasauige

3) N3N T AT URITIAYTAA TN (Judgements consideration) TaaldiAnNuLLIL

Semantic differential scale § 7 326U arnuansalukdldanauansalundd Ilgauiaena

-1 % I a K < v 1 a o a 1 o ¥ v d
Fa1NN warllifiudeesaBadaiiugnetnaie 4ai (3.1) HuaTuULint UM Wil
o -dl I dISJ dy 1 v A o/ v 6 @ 1 (%
AuyAraauetngls (3.2) ANINTELNUINGIUE (3.3) INWsANH A NANTUE TN 19dousn
A ( 4) nsliansuynufnualumilandn (Judgements superiority) lagldA1nu
WUL Rating scale § 7 351 a1nAe8N3ININNNANIINAN 595 (4.1) Aafluendneniues
o v v Yy v oA o o v A = ! o
51U T3uE (4.2) TaldnFaureds il e auniEuan (4.3) ANNWIRENINURIFINEIUNT
v ad o o v A
Sutlilaiauiuuan
3.2 AMNSANURIQNAN (Feehngs) f1QNATNAITINARERAITEURY WA
v KR
Q

BurnfazfinAu§Ania (Keller, 2008, p. 76) Tepnn@niia Hur arwaugu miflensunliu

ANNUNALLEYN ANNTUAsLaanAt n1uDalunwes N1T8aNTUAINAIAN AnUsLLAy

AanaNnazadnasializaneegnAtludanan (Positives reactions) deaziinllgnisa’ng

o [~1 o

ANANTUSSURTUgNA ADINTTES pludnuiiiuAnnnauuy Likert scale § 7 3260 a1

L@ v | AR gy A e o | o= ! o y A
VLNLﬂum'lﬂﬂﬂq\‘]ﬁlﬂﬂ\ﬁL‘Muﬁ']ﬂﬂﬁl']\?ﬂ\‘] AN (1) Vlﬂu'izﬁﬂﬂﬁ_lﬂ"uluﬂ’]';T'iﬂ_lﬂ'izwluﬂ’ﬁﬂ’]’ivm’mu

a

1 v R a a o dl9/ d” 1 v R dl v o
(2) % mgmﬂL‘W@mLwaulumwuﬂizmmmmimmu (3) inuzanmuLAY Tunnsfulszniu

9/ 1 v KR [ s =y dg/ ' v R K o
PR (4) inugandaandelunisfudszniuenianiiuil (s) inuganneniseaniy

v

andaanlunisiudseniuanmsiiuil () vinuganlisunisendestivnelunisiudseniu
sy
81351
4. WARNAUAINGNAT (Resonance)

HAAZTiaUAINENAN (Resonance) LuN19Wa13nIN31gnAINNsRaLIAUEI6D

A ! o o o 1 a % [ 1%

HARATWIT/UIN19189g9NA0eN9ls AsDiadnTuiunrnduiugssudnansAuAniugnéin

a

(Relationships) HAAINANANAUTAURTEUINAIAUANTLGNANAZAINAATTIaUAINAT

a

AuAn dszneudiog n1signéniinaausinAL@agneatneuin (Intense active loyalty) 1iANIg
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% o

HNWLMNeNINal  (Attachment) $1349AN W81 (Community) UAZINAANNYNHENISTA

o

(Engagement) A3l (Keller, 2008, p. 76)

41 AMNANA (Loyalty) Aanud lEdmlusuiiifuAianuuwuy Likert scale
7 92 annlaiiiusaeatingtanaiusaainggie A9l (1) inuAndinwiilugnAnndnase

o Y ' o Ay  aAa A o ) o
TIUAIMITTIUU (2) ‘VlWu’il?.:m’]ﬁ‘uﬂﬁ‘?.:%’]u@ﬂﬂ’]ﬁ‘v}ﬁ‘ﬂuu‘ﬂﬂLN@NT‘ﬂﬂ’m (3) yINuazHIFULTENU

v
v = v

:zll Yo ea/, J dl o % d”s dl E% dl 1 a o
N uiliUesAfawinna1nnsan e (4) Sruiidunila i uivinuianundudsenay

(5) 8131 ld@nnea1117 inuagianaunlanfeedulseniuannnaNauay (6) vinw

a

wianazilaeuutlaafadesine e liiainisoiulszniuamafisuil (Keller, 2008, p. 76)
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