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NN 2.4
Process 184 Category Management 5 Steps (A.C. Nielsen,2547)
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nnganel(Promotion)yinstidszanaulasnindaniunarinnanndlanisaadayaainiases
o = a v Iy o P & o A v a A o

TUNNNI9218FUAN(EPOS) WAL FLULNUNAEN TN NLABUAITNABINTNRNATILNENINT
UFulpsunuiinvsaansanisdaasunisans(Promotion) Tl sTudunsaidnaanissanig
ga1a3nn1328 (Promotion) Iagtinantlszeins 14 11n19919n 8N E lWN19LTUN99AN 1R UA WA

AZUTZNNLAZNITLATANFRTD
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2.3.4. miu?mimmﬁuﬁuﬁrﬁuqﬂﬁﬂ ( Customer Relationship Management(CRM) )

mqwﬁmiﬁmimmﬁu AUSAUQNAT  (CRM) A8 N13AANITANNANRUSL

v
1 A

gnAn uuuiRanIaaagaluiil insudedugeaninaingdiaaisdeyaitauinaauasala

a

b

neuungud dusdiiazduieauwapnuay mﬂuﬂﬂ’]iw’mmm@mmwmmauﬁu S
AoedEse Tneanny nsldinTesiiedaansadelug (36 69de dufaa, n17U3uNg
ANHANNUSTLGNAICRM, 2549:17118)

nstlszeneldaaniaimes(Computer) GudneauAUAAIAR (Inventory)
WIZAUAIAIARY (Inventory) @nungatne lidseudnaeldl@umuniullvzeannuaan
aulinenanasn1 lEiNALLIAA (Concept) naaasng tawn

1) N131 BN (Computer) un e RnA AuAAIAAd(Inventory)

2) AngulagmannngAL AuAIAIARS(Inventory) LAUAINNGRINITNALTWUNT
dsuldnannumnusiaints  Inafesfuananaatiends wazdnisiinisiusviaaldgl
NU(Supply Chain Management) Wnu1gae n13dmgs (Delivery) nnsdngauAanssud

%

pasdnaiumsiusausan dudiuiidesiaselnanssiugnananema

AFALAKAN (Stock) 13138n91 Day Cover AARAYTRAKANAGUAS (Stock) AU
FFULAUNINER wazN"990e RuRusTU Aedud liennnann uasliiAud (Stock) 189
Wnnu 1ag N19NUARAN (Stock) Unf 30 41

AMNITULNITLINNIRUAIAIARI(Inventory)  fiazidngszuutiayd wnliemeu
ADTUTVAILITHN LufiLﬂuiﬂgaé’@uuﬁq(iﬁ;m@ﬁm) widnFasiauARAeaNszILINNTLENNG
AUANAIARY (MIS) Management Inventory System) ﬂ@me@H@mﬁLm‘ﬁzﬁ alsaeR
alsnnglin uualhuduedils Wefiasinlismennsalivanisnfazifstuluewan &1

aiimenensaifiaziinazuaneslainlus amiufilszuunisuBuufuuauiased
((EIS) Electronic Inventory System) finanistinguay meuiudauilueengls guiinan
azls spwinusszuunnsLEMNsAuAIAIARI(MIS)  lunisiiudeyanialu whscuy EIS
Hudiayaanmenen amiudadeyaduieslsfiazanglda fredaanszunnsieans(

Strategy Information System)
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wasanutNsunuetslsliidunagns uazazinliiAinszuu Business

Intelligence A1nuuIiAIzidIgnAtsiasnisaslsuasindenliainnisdinsnzundu

v
¥ v KR A o

agAlsznaulunisguangNgnAMANTINaINA 3 NG

u

1. anA1lszan Aasaualin

a a

o X W o 4 P ! » ol
2. ﬂﬂ'ﬁ’]'ﬂzﬂqsﬁﬂLLmiNﬂﬂi@L@ﬂiNsﬁﬂ LT1L78INAN Attrition @LL@IV@@W@@:

a

2>

£

[ =
NALNITA
3. gnAngulus azinetnalsliungasn wdandugniidszan waziin

atnalalae iy vl lug aufauua@alne(Concept)aa CRM  anedia guadnnng

Y
vala K

pNANAUE LN AN TR E S

msfnmgnéniandirandtfiasmgnénnguius vnetalsldgnaipnes i
UHNTUCRM 11 Software 7idinnsWaILN (Implement) ilerinn1saanansINELAzNNS
1iLiTn13gnAN (Marketing, Sales, Service) wazAYINATAINIUILAUNNTEINA waztdunIs

[ %

danleaiueusnge AdAniluianiainanunelaliignduaziiuseiuliiudsem
Henu CRM Aansdanisiudeyavesgnén Tneimenleely adausinem
NendasiugnAn 1MW NN13NURLNIRAIA N19T78 T9Neqdeaiy 3 4o An AW BLAUNNT
43714 WAL Technology
CRM ingadaaiieu 3 et
A dl a 1% 1 <
1. n191ne(Sales) ma nisnnenamnIntlaldetieniia

2. nsaan(Marketing) Aa uGesaesnisnain  vinednslafeazuignan
Tnsdle

a . A (= a o IS o 14
3. n19uIn9(Service) AR Lﬂumﬂ”nimmmmwimwmmuumuu@ﬂm

o

&uWug Call Center
nMstudnnIsuINITANdNTusAugnAn 14 ugsia(CRM  Business
Approach)

CRM Hunagniniegsiadiniunisiaanuaznisdanig 4nazaing

[

o/ 14 [ =X % dd‘ [ % =
ATTNANNUDNUYNAN LLUU1M‘H @ﬂﬂWiLLUU1MuDQQ$1ﬂN@®W@® uaziilupasd Customer

1
v = k% ! 4

LA o o y v , ~Na Iy o o
centric A Luum@“ﬂﬂq QﬂmLﬁuiﬂmiuﬂimwaﬂﬂﬁ?@\‘iL';Tf;luwmf;l’mLLﬂiﬂWﬂZﬁﬂLWﬂ%%ﬂﬁ

a

Y v o q v Y Ao a 4 Ha o
@uﬂﬂ’]lﬁl@\?ﬂ%‘@ﬂa‘wﬁﬂ’m%miﬂ IﬂﬂmﬂﬂﬂqWuﬁ??ﬂﬂ@xmﬂﬂ@u@ﬁluﬁ@ﬂu AR IFNUDTT

(Culture) ﬁaﬁumummw J1ULITNNT (Sale Service) LaznN1768a1A (Marketing)
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FaNANAUILNA CRM

1. nswgnAnlug

2. MlignAiannasininasieansn&uAn (Brand Loyalty)

3. FngnAninly

4. nsldaniegnAn

nauaziflu CRM

n"311 Data Silos ABtedayanLivlu Database unnuaznane wsiliiaz
erls wazienun @enleeiulild vinldliarnisntinndeesiild nastih CRM - w0l

P ] ) ° Y @ v \ Y @ Y a
AuN30Imanles Data 33194 Silos i lAiuNWsINa89gnAN 1w gnAdugnAGuran
a $ 2% al dl ] [ o o A ¥ o 1 1 v AI

ez Ruife@sndnAydmiueea gnan nsinengugniinlile 5% awnsaiusanang
16 85% nsungnénTusfiesldRuns 6 winaeagnAamin

CRM Huansenuiunisang

1. Enhanced Contact Management Aan1ssasiaiugnén wiu nishlanseiy

¥ ¥

¥ 1 a ¥ ¥ o o K 1 ¥ o o
@ﬂLL@QllN@']ﬁJW?ﬂﬂ@ﬂWTIIWEIVL@ ’W:ﬁ[ﬂ‘ﬂ\‘iﬂ@‘]_lll’mﬁUNV]ﬂQWi@Wﬂﬂ@H@%i?ﬂUQﬂﬂW ANATLLCUN

a

(Comment) azls waziadlanialilnugninanaisasliszansialidnazfasiieylating
A Ay Ay o Y
iraddayanylsndaslignin
2. Better Lead Qualification A8 sa@iinlilungnanlu
3. Opportunity Management Aa n13d9an1siulanng wWw n1dlaman 131
o cs o ~ o =
FaLFTeNLATRad el ane
4. Improved Sales Forecasting A @unsanannsainiseneldunnau
5. Integrated Workflow Aa N91@ianleNszLLpnge]
CRMALANTLNUALNIAAA
Yo v aX ° v . . aX
1. 1FangnAnmaw M linnsatauLILaNeRss (Direct Marketing) A
2. NN9UNEHNIUITULRUABTIA(Internet)
dl ai a cY dld [ o d?
3. MINAaNNINALAAzidayanisaatandagiiluaiuaunInay
CRM WaNIenuiLNIsLTNg
1. AudliArudoaman(Help Desk) dnazldanunis Computer  daulunyd
2 79 e netneAnwd uas lilwngnénlaasss

2. fudedasides (Call Center)
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3. Suda¥aade (Call Center)
4. ﬂ'l?m%uﬁﬂuﬁi’w]ﬁhuIntemet
5. nedpninga s lifiudnaudn (Automatic) Nanau
CRM 38013 Implement
1. WAZAANNANTULAZANARINIIABYN  FBIN1T CRM  N1NTasLLA L
gnAnflununguln
2. AFIeNIENIW CRM daanigaylaring
3. YN M H L ULLARAFARLRARIN
an lun1slECRM
1. N199ANIAUAMNANAUSILGNAN
o v 1 é{
RN AT TNt CTN
y ¥
gnAnalaxInay
v o o 4?
ANATNAINANITNNNA ( Loyalty) HINUU

gnAnliesTlamd

S T

nsldlszTamininiaaingninldunau

1A’ iaANd3a289ICRM

£ al o dl v 1 v | o [ o v

1. sesddFrgynlulesresgnAninen gnanduaudiAny n19tin CRM 1l
d? 1o/ o o dl I's o Y a % = o
et TUImassH (Culture) wuazn13Uiuiasuesdns vinliifaLsesunIuBlauiy

2. CRM azgninldldiuaunaneaeng inldiaanisasunlacluesdns
FaiasAf NN vseesnsg

3. UNARIAAN (Supplier) e gnAntlasi(Claim)atnsliimamuaiafsesiu
K

|
v A [ %

WL NUANUBICRM
1. fnwgnAnninly vidaFangnAniinauauun Usunsy CRM azsennuds
y aa v & = » a 4w vy =
gnAnniuualdulunisdeanavisagniinaianisiinsetinnisaainaslddayaivaiaus
AanssnlignAdingan vizaaualilsunsuingsla visaiauedudnlusiliignAn
2. nM9aieANAsinanallsunst CRM azdaadnngugnantagiaisounann
ganauaznnlavTegmInANAeIN1s19gn A TnsNa1snaInsananauazii lsvizas

AINAYINFIBINITIBIGN AT
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3. weiningld Cross-Selling WAz Up-selling WHAN218419UN9A1 Cross-

Selling WIUNFIUIULAY ANAINAITIEANTZING udAazdnaalifiinldnig viraLnaan
g Q 3

|
A =3 4

wiinauaeiiu 7-Eleven  iaiugnAndaniuniiuatinvihanfiaznegindnglide

u
¥

1 4
g1a1 viseuntlainay Feerauanidaudunisin Up - Selling Tuldsunsuaes CRM

[~3 o Y dgj 1 a % d’l % dl a v V4 %
%Lﬂuﬂimm'ﬂg@mm@ 11 Usznn@uan ﬂ?‘NWﬂAﬂ’]?sﬁﬂﬂJ@@uﬂﬂ’] LW@L@uﬂﬁuﬂﬂiﬂQﬂﬁﬂ

be

=

4 . X
TONN W TRAWAN1WINANGITL
uNa3UN1391CRM
1. CRM anwnsniiuadunalalignanliass vinls Position Business Atiu

% v Y & [ dg’ 2
ﬂ’?@ﬂﬂ’]‘wfrﬂ“ﬁ ANANAZNALTRAN

ANl CRM azfaqldninuasinsin

=

A (Loyalty) a1ngnen

> LN

a L% a % 1 |Ql dl % Y o A 4 -dl
N19UINMIAAILTN9Ae 1A 13~IEL°TJZNVILV’1’1‘1_I’ﬂﬂSLMVI’]M?’ﬂ ATNUUIN

2.3.5 \ngAnssugizlng

sruvliwmanginssuguilna (Consumer behavior model) lunisAnmname
dl o v a o a dqj a o s = QI % -ai a QI % . ‘dl
aelanviniiiansdndulatenansiel InalqniEusuainnisiiiiadanszsu (Stimulus) 7

M liiinAuFaIng Aanseaunnudunluaauddnuesifia (Buyers black box) 9

= -

A { o Y a ¥ 1 ¥ Yy KR a 9/dy
Lﬂ?ﬂm@muﬂ@mmm@mw ‘ﬂ%?ﬁﬂ1ﬂ@’]ﬂ’]?ﬂﬂ’1ﬁﬂ$LHiﬁ AINIANUNAATBILNTRAL

Yo a a o 9/‘3 dl o ] yd’j
imiuamﬁwamﬂ@ﬂwm:mw 7] VRNET snw:miﬂgmamu@u@wm;yn@ (Buyer’s

A v a dil 9/&’ , .
response) ¥3aN13AAAK IATaURLTD (Buyer's purchase decision)

u

1
a

a A v . v a v i o
"ﬂﬁL?Nﬁ]’ﬂi&“ﬂ’ﬂﬂillL@@u‘ﬂ%ﬂﬂ@ﬂﬂﬁtlﬂu (Stimulus) iﬁLﬂﬂﬂqum‘ﬂ\m’]?ﬂﬂu LLAZNI

o

WAannseavaues (Response) Aatiuluimaiiasanaidandn S-R Theory Tnafisnaazien
a o -lg’
LRIN B A

1. AN3z6u (Stimulus)  Anszuilanainauiesarnaialudianig (inside

o ¥

stimulus) WAZAINTTAUAIMNNIEUEN (Outside stimulus) BNN1FAAIAALFBNAUIALAZARNRY

I
A J

U dl VY o a a U a %3 e a [~ v a
nserunguen Waliguslnainanufeesn1snaniust dansesunadidumeaslaliiig

q

©

A a 6, &

A HREGRE

a b

nnsaa@uAn (Buying motive) Teanaldiunqslalddasumsnaizasuan

1§ Aanseduneuanilsznauson 2 dau As
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z‘?{aﬂizﬁumqmmmm (Marketing stimulus) Lﬂu?q'qm:ﬁuﬁﬁﬂmimmmmm:m
muammxﬁﬂﬁm"lﬁﬁéu LﬂuﬁqmwjuﬁL'ﬁ'm%mﬁum’quﬂ?mumqmimmm (Marketing
mix) Usznausas

1) Elqmzﬁuﬁmmamﬁmeﬁ(Product) UaNULLNARA ATl a0
mzﬁumfmuﬁmmaﬁ%@

2) f?ilqmzf?juﬁmﬁm (Price) Wil NTAIUBATIANAWAN NN ZEaN Y

ARt tnefiansaungnAtavang

U

3) ANILHUAIUTEININITARIIUUNE (Distributionyisa place) LHUARI MUY

' '
Y o R

a o A 1Y a A 1 3| L% L% é’
N@ﬁmmsVﬂMWJﬂﬂL‘W’ﬂﬂ'ﬁ’m’&ﬂ:@’lﬂLLﬂQ‘Uﬂﬂﬂﬂ‘ﬂ’J’]Lﬂuﬂ’ﬁﬂ?iﬁﬁ!uﬂ’l’]ﬂﬁl‘ﬂﬂﬂ’]?sﬁ@

b_

4) AINTLFHUANUNITAEINNITAAA (Promotion) 111 NFTHEHUNGNLAND

Q

[

mﬁ‘flmmwmmmmwﬁmmmw N19AA LAN LAN WON N198519ANENA LS uﬁﬂ‘u

yarariall wainedufluensysuacnsientsie

Sy , G2 ¥ Y oac o
A9N3LAUBU 7] (Other  stimulus)  LuRINTAUAINABINNTIRILTINANDS

' X a o My a ¥ L Ay
NEUBNBIANT mumwmuaﬂﬂm @Qﬂﬁ‘Z[ﬂum@'}ullﬁLLﬂ

1) NILAUNINATEFNA (Economic) U N1aziAsEgia s ldaesduiineg

¥
WMAHNBNENAABANEDINITBILAAA
2) Anszgunnanaluladl (Technological) 1w maTulagludsudn-neauEu
an udRanInnszfuANdeInIsuefusinalildusnisrass ANy
3) AMITHUNNNYUNIBLAZNHEY (Law and political) 1w NYuaneLiawize
N ¥ a ¥ d‘ aAa a ' a A ¥ 2/:34’
anNNEAUA A AUATUTNAEHENENAABN1TNTEAAAINFIBIN19TBIE T
4) AN9zFAUNI9TIMUTIN (Cultural) 1w 1uusssNHaNtlsvinalnelunanig

519 ) azdinansysulidusinaninansiesnisTeRuAn lumAnatii

KX KR a

4
2. naedAMTaANIANTinARYesETe (Buyer's black box) ANIANTINAA

Y

2995 TaLTaULANaUNARIAT (Black  box)  dvdnanuTadansldaiusonsiuls Asses

a

b3
a v

¥ yR KR a 9/13 v K Yo a a o ¥
NLNETNAUNIAINNIANUNANTBINTD mwgmﬂuﬂﬁmm\‘]mﬂmmmwmmmwmmmg

dil/ v a 9/4111
T8 LATNIZUIUNIFAAL AT AN

[
vy aa a

- AnwuzaeEda (Buyer's characteristics) ANHMEADINTONBNTNAAIN

]

ladasing o Ae tTadududmuasau dadadudian dTadedouyanas waziladafiuaninen

o ]

4‘ a 1 o 1 =2 v Y dlda a a Y a
“ﬁ\iﬁ"]ﬁl@&’ﬂﬂﬂiuLLﬁl@zﬂﬂ‘]ﬂmz'ﬂZﬂ@W’Jﬂﬂiuﬂﬁﬂlﬂﬁ@@ﬂ%ﬂ@%ﬁw@mﬂWﬂﬁlﬂﬁ‘ﬁ‘NQUiTﬂﬂ
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o a X -1 s . ¥
- nszuaunssinduluTienesdda (Buyers decision process) sznaufiae

TupaL An (1) n1s5uFannudasnis (Joyun) (2) MeAumdaya (3) n1sdssidung

A 1
) =

NAReN (4) NaFindulaTe (5) WOANIINNENAINTE T HATIE A lUWAATNIELIUNIS
1 =3 o Y v a Q.Idal
aznanadsluiadanscusunisindulanesdde
3. NM9IABLAUBNUAILTD (Buyer's response) vsanI1ssndulagaaavdiitne

Y a

1isagf@a (Buyer's purchase decisions) §13tnAaziinissindulalutlszifiusing < Al

a

- ARenNARA Wt (Product choice) FRaina NNTLABNNARATE11194EN
Y a p A A ! AL o & @ v
JuslnAinngiaanae unannaed ueninadiagy aunila s

- NM9@aNAIIAWAT (Brand choice) fanting dfislnAalnanuNannass az
wandvela 1y ISluas wed sy

- n3dangang (Dealer choice) Aating fiislnAaziaanaintinaassnauinla

A v v v v
yraFuA lnatinule
A dgll . . % 1 Y a = F3
- M19ReNanluNN9Ee (Purchase timing) Fnetine {1FtnAazaaNRaN 1N

A998 vigaLu TN 9TaUNAANADY

¥
=

A dgll o 1 Y a N !
- N17@enU3NInNNITe (Purchase amount) AdEinNg KLFINAAZIAANINAZTE

4,4 o A
PINADY AT A VTanialia

'
a ]

{1298 N8N (FIANLAZTENUETIN) ﬁﬁ%mwamgwqﬁmméﬁiﬂﬂ [External

factors (Social and cultural) influencing consumer behavior] WunsAnefatlade s
o [ % dl A | [ % dlda a ' a Y a =2
fapnuardmusssy 3e0eiduladuntauenniansnanengAnssngLslna n19msuds
ANBDIZAINFABINIFVILLTINAATUAIANLAZ I UETIN Axdatinn1Ina1nlun199nRY

% 4 Adl 9/&’ Var QI L% A QI % -dl 1
nazsfunianisnanaliunnzan Wage lWiLRanseunienimainiisedenssduan i
1% v} KX a Ddgl = = | o oo ' [
dinunluaandantinAnaedie TeiFeuaiaunaesnndasliainisoainaziuld eu

¥ o <A ¥ ¥ o rdl a 5 o i/dJ a QI
PBIHILUATHNNITAAIANAD AUUILATIIN TARAANENLAATUAINNITFUST TIRAAINEAY
nIzFuaINNNaUan uarn19indularesiie dnanrnzaefiouazaNiaAninAn ATy
a a = v = =2 o o = o o
answaan@slnting nsAneng anwnuzaesgdaniduidvunaasldsylemiduiuinnis
Aa1A AB N1 lNIUAINARINITUATAN B IeIgNAieNazdndautlszaunianisnans

! k% 4 Ddgj 45‘ | % %4
RN 7 ﬂﬁ‘t[{]uLL@Zﬁl@U@uﬂ\‘iWJ’WJﬁlﬂ\‘iﬂ?ﬁ“ﬂ‘ﬂ\i@"ﬁﬂi’lLﬂuLﬂWﬁN’Wﬂi@gﬂ[ﬂ@\‘]
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1. 1ladasuImua798 (Cultural factors) AB1679N (Cultural) WIWKATINALTA
= v ' A A . A = =

ANNNTTEUITTNINANNITENS (Beliefs) AN (Values) waztlszingl (Customs) T9ay

mu@quammmm%ﬂiuzﬁ“muimﬁmwﬁq (Schiffman and Kanuk. 2000 : G-4 ) TaNUE99N

1 3| o Aj o ] 31// o dl QI 1 dqjd
uieaantiu (1) VNUITTNNUFIU (2)  IUATINEDE (3)  TUVBIAIAN TIAUUATUN

I
o 1 a ]

AYNANATYRENvEIAa N AnsINNsTeveLFinA TmusssnuLiteeniTludmusTINNUg W
Tausssungutes uarduredens Tnad

o dﬁl | o o e A al dl L4 -l% (=1 Qi

- TUEITNNUF1Y (Culture) 1udtyanunlvizefanuysdaiaulaadun

o 1 d’ 1 Aj dj | o o a o/ d’

aanFuaniunilellgiunis adusaninuauaracuaungAngsntaIN e ludIANNT

(Etzel, Walker and Stanton. 2001 : G-3) visaiudnmuziuguaesynnaudiAni

NendeeiuauFeInIsuazngAnsy Wi dneaziiduresaulng Fufnainnimasass

woAngINesdInn e vinliNANwIEARRARIT Fiaaeing SUIANINIUNNY INOUARRA HR9

v
" 1

Y U U o aa % 1 d! dl o o
Arin e ldnslawuntaedugluuunisnnssdinaesdenn manguutianendaegFuusin
o =< =< o A o P , o X = o o
|Wnseen Sauanaieanenizidenasaulnananistesmaaienateiulaiv
- dmusssuses (Subculture) I UTMUEIINIBIMARE NN TUAIAY GREY
ANBUZIRNIZUANENNTY (Schiffman and Kanuk. 2000: G-13 WIanuunaiia Ngueiasuas
Stanton. 2001: G-12 luwiazdmusssniugiuazlszneufoadmusssungueeani
lnansndlanIzdmiuannmnlunguiiy I fmuﬁiiw‘@ﬂLﬁmmﬂﬁuﬁmmmﬁﬁmm’um
ﬁﬂwmzﬁuﬁsmmmwwﬁﬂim@uﬁ’ﬁ’fm
(1) ngNVTaT5 (Nationality groups) “aT77 < 1w e A1 §angm 213U wi
d” a al a a v dl 1 o o 1 a o o aa 4‘ ¥ 1
ALITATIAALNN1TUT TN ARUANNWLANANSTU Faating 13 nadssiuddndaldalannugn
a o dl = a o e a rd‘ 5% 1 .
“ 3naulne wapulne” vralusnnuanseiidasae daldiama1udn “Feel more Thai
with the original Thai beer’” Nwfusdsndvesamudulng Ingldnnwdmdunuasnes
Lot LTl
(2) NquANEUI (Religious groups) NENANEWIFNS ] MR Wns A3as aaan
& v . ! = = Y o = \ o =& = : a
Husu udasnguasldsziniluazdavnunuanAneiu RMUNANTENUABNOANTTNUD

Y a

Hu3tne

1 a o a

(3) NGNANI (Racial groups) NANANIGN 7] i Hamn N9219 Hlwae usias

{ a1 A

nanazdA NN lusmua NN LAneaTL ninl

q

q
v a o Qa} 1 [ 3
UNANARARNLANFAINNLAE
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% P
e~ A a

(4) NUFIUNNRAERT (Geographical areas) ¥raNNATA (Region) NuiNI9

d9 au a

a ¢ ©

naAansI AN UzN19AN T AN LANG LA IBNENasan1sUFinANuANFN iy
o

28 1w nAwitle nald

(5) NQNBNTN (Occupational) LW NENINHATNG NENE WU NFNNTINII
NANUNgINAUATIANBINANIT ﬂsz?JGHW%W%H 7 vy unne dnnguNne A3
(6) NaNtiALIATUBNY (Age) Kt N19N N defu lunidennenu LazNgaans

(7) nguelae AW (Sex) THun inAngiauazmng

[~

dl 1 % 1 = |49{ a o dil/ 49( o Y A o ]
LN@ﬂ@NﬂI“ﬂ\‘]Q%Juﬁﬁ‘ﬁ‘ﬂilﬂimﬂlu’]ﬂlﬂﬁyﬂlu AAzlNIAITANINTU N1 IHLTENFN i
¥
oA

2aNLULUNUNITAAIANAY iatiN IdAunguinanil 39iAe n1Ina1aLLLNIEaNasY

(Diversity marketing) LaBNITAANATLNIAAINNNTNNRAEaEN9TaLARL InENA1TUNDNAINN

o o

v
WANFANINISAUTeT AuazlszanaAansaasnataanizidudAny

- FureIdamn (Social class) UN1EIDNG NITHLNANTTNIAIFIANDaNLT U AL

o =

grushiunnsng Inafandnluwiazariudsanasianiured1uneaiy uazanndnfiaglu
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NNN 2.6

A9AUIENaLRINITAANARAR 3 U32n19 (Tricomponent of attitude)
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