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NAYNEIBIBIANIUAAILNUINAIATY TUNTELIUNTUNTNIZANEUTANTIN (The

|

Diffusion of Innovation Process) Anuaflulunisnlasunlasgniunaeusaailssinnass

1
a A 1 o o

ﬂ@ﬂwﬁﬁlﬂmﬂ SBU #9annaniddeluafniitnumn WLIMNAELNTVBIBIANTHANNANTALS
AUNMIRAITUIEINNTLENNIN AN AUS N 1

Gosselin (Gosselin, 1997) MnnMsAnsIKaNIzNUvaINagMiLariasaai
mﬁ’mr}iﬂmmmﬁ*uLLazﬁﬁmHmmgﬂLLuuﬁqiﬂm@ﬁ%ﬂﬁiﬂ?mmiﬁqmm(Activity
Management Approaches) Nan1sANEN I INAgNERHARBAINFBIN1IUBIBIANTANMTL
AAN1TUIANIINAWITTYT NagNSUULAUAMY (Prospector)  IMNNZANMLIITLILNNGAANNS

FunUNINNdINagnsuLLETeaiusAaLes (Defender)

2.6.4 FTULANTAWNALURIANT (Information System Maturity)

a o a

139NN U9 AUNTIMAL I L UUAN IR WN AN TALH NANINATRN19TN U AN FIUHAN
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ANNNATAVBINAELNENNTLFNNIGNANANIUS (Chris O'Leary, 2004;Ko et al., 2008;

Mendoza Marius, Perez, & Griman, 2007)
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2.6.5 ANWUSURINARNTUT (Product Characteristics)
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dszinnaesnaniusiiunuinlunisdindulationisusunsgnAnduiusunld
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{He9aINNIILIMNsgnAANTUEH AN EdeaiLN19dANIIANANTUS TUgNAN (Michel

Chevalier, 1974) @ nfuuiivaanziiaulunaianannsnauadsvinalng wiausen
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2.6.6 ANHUTIBNLLTINT (Manager Characteristics)
a o dld dl o o Y a Ail/ Y @ 1 o
AINNINLNIIUIRENANHNLINUAN UL VB LTI T IAININ T AURE)
=S Y a al o o o a o o ¥ dl Y a =
LaNTANENe9ELTM s UNUIMANATY Tunsindulatiudanssunn liesangusunsi
a1unalunsfndulaneafuLiEnuazi e A1 e u ARYe9L3EN  (Chris  O'Leary,

2004)



