UNN 2

a = aov aa @
LUIAA NE ) UWARSITUIAEANLNEAIUBN

lunsdnnides “rnuitenalazesgninseunungnAndniusae s Em asafu
Wszwndlneg) anim” ijﬁﬂmiﬁ@fmmuﬁmﬂmﬁLﬁﬂﬁfaul,ﬂuﬂuﬁﬁfaﬁiw I Fastaleln

1. UWUIRAWAENEHAIUNILTNNIQNANENAUE  (Customer Relationship
Management)

2. LUIRAAILNITAANA (Marketing)

3. uwIARLATNnEAIUANAINelaTegnAn

a o

a9
4. URLNNEILAN

e o

LUIRAALALNOHAIUNITUSUITINAANAUS

o o o

1laq1funagNin19UINgNANANAUS (Customer Relation Management: CRM)
v 1 o a 1 -dl o -dl % -dl v ¥ K
lafinasanisingaialszinmeing - iefunisuasuulaszasgnduneliidineacny

FaIN19aENauiasy dulliasann anunalasesdudi luilagiiuuazasusesnisesgising

%

dl M Yoo 1 dl il
Al lAsunN1saUaInaLYIN A0S

KX a dl

NAELNSNIIUINITQNANANITUS WTa CRM 1189 AANgIINNIInaInfingeyise

| '
! S v a

nAuAazIatvpaliies InagnAntuatannnaiisgnAtnifluaunasludasmniinisdn

1 |
Y vy oa yaa 1%

' A e XA qgya 1y P o =< A
qﬂuﬂﬂﬁ?ﬂLﬂu@ﬂﬂﬂﬁNU?Tﬂﬂ VN‘HL‘W@SLMLTWW?]Q']NL?WI@ UNITTUTNA ANRAAUTANTUTAL

a a a

g
A

3

¥ ¥ =

UimuazAuAnaesLdEmingfanssunisdaansssud s EniugnATiuasfasiansneily

v
o a o

o v % % Y o ¥ 2
NULANATNATHNAITNADINTTURIZNAT LL@ZZ@’]3JW?ﬂ@ﬁ"]ﬂﬂ?iﬁiﬂﬁiﬂﬂﬂﬂﬂﬁﬂ?ﬂ%LL@Z@uﬂV’Y‘I

T enITAT AN A NN DY LU UNUTUATUINAT,” DAA NS (2 W81 2546):7.

2

aa o

ARG AINAAN, “NIIRANAANLANNUS,” 1ANANTUIZNAUNITANNUIRITRATL
Lﬂ?m§QQﬂW?m@qmﬁu@mﬂ@mﬂagw§1 - 2 WU 2541, (NFUNWHUNUAT: ANIAN

dnnneanawsiatszmalneg, 2541), w. 1.



N UDINAYNENITUTUNTYNAIRNNUS

NAgYNENIIUINNTY

anNANANIUE (Customer Relationship Management) &%
a = Y oo -il/ A
UHTH U170 AITHNIANNE 1Q@Qu AR

wea wulngea (Paul Temporal) WAT N1AY NTaNG (Martin Trott) ° nanaldan
NEY)

= =y = 4 ) P - a oo qony =
LNTENANA LﬂeﬂLﬂ?ﬂﬂiﬂ?Q@ ﬂ@’]"ﬂ,’)'}’] “ﬂ@ﬂmﬁm@ﬂﬁq?ﬂquqluiﬁmqﬂsﬁq
o o 6 o/ v dld 1 & = [ rdldl 1 v A Cs
AAMNANNLD UQﬂﬁf]V]N@Mﬂf]sﬂ'ﬂ\?'ﬂ\jﬂﬂT Imﬂﬂﬂ?mmqﬁl@\?ﬂ@ﬂqmﬁwﬂ@’)q@ﬂﬂf] AR ﬁuuﬁ]ﬂ@q\i
IRIANNANNUS (Customer-Centric)”
=
A

LUSUATaT (D.Brandshaw) WAY @ LA (C.Brash) * 18191491 “ngzuaunng
nsdpnisnvinliesAnsanunsnszygnAdlwing inlignAndwenssdaluguAuaziiznig

v !
PDI0IANT FINTIINENGNANHAUANTB999ANS TAENIIAANTATINANANAUTILIGNAN”

11 g (H. Minocha) faldnaaldandn “dnmasznistismnseuinganiuls
anALuAugnag (Customer-Centric) TaginenenuNaIuIAs
¥
B

= v

NQYNATLIA AL
A =] %I/ 4 1 Y ., aaa o v | =
ANNIT Y78 V’]’J’]NE’&ﬂHMiﬂLLﬂ@Jﬂﬂ’] I@?;Ill'lﬁﬂ’ﬁ‘ﬂ’ﬂﬂ 3 289 AR

1.

(=3

ANLEINAIIN

wenensdnlagnAneing

2. 5ufAnuFiaennsuegnin gua LaTARLANIANNEEINT T 1Hgedn

° Paul Temporal, and Martin Trott, Romancing the customer: Maximizing

brand value through powerful relationship (New York: John Wiley and Son (Asia) Pte Ltd.,
2001), p. 8.

L iseeAng wansenlnama, “n1enanaNaTtudNus CRM naw nagmnsnng

UTUN9IgNAENIAUS Maun2,” <http:/www.mga.co.th/knowhow--13.html>, 7 HuAx 2548,

°D. Brandshaw, and C. Brash, "Surviving in the e-business word How to
Personalize Customer Relationships for Increased Profitability,”

<http://www.softwareuncovered.com/su/whitepapers/links.asp?link=

.../.companylinks/ON
YOO01002.pdf>, 13 March 2007.




3. auaganazaanligndi TWaiunsniufineansnesesdnsliatnemniia
Maludnunisane (Sales) NMsLALRU (Billing) wazn199nds (Delivery)  saudannslidaya
NefuANNINIIRUANGE (Quality)

lunasldnisnagmanistsnsgnAduiusUsdnazsiaEnainnisadinue

'
a

WeuNIg wazdnglsrasd negdauuanslunisuiusgnAnaemistsEmdulllunelsa a

]
0 o A

o K =K a o o oo ¥ 1 = a a A ¥ = ¥
mmywmmmm\ﬂumiuimimmmuwuﬁﬂu@Jﬂm@mquﬂ@mmﬁmwm ABNNNNTLUNON

»

winaun1ale nsldmalulaiifnmuizan wazinszuaunisasieilszaunisning iy

anAn

@Qﬁﬂ‘i%ﬂ’ﬂﬁﬁﬁﬂ‘ﬂ'ﬂﬂﬂ"l‘iﬂ%’]\‘l CRM

23

mfwes ni (Gamer Group) daluFdminendusulLEnwmnegsna (Consultant)

wazilugindunisindduifeaduiFesnisuinnsgnAnduiug lwanigewsnn 1inanans

NIAUANNARA 198 lHaeANIaAINITONBITIUNINIINTBIN1TAT19 CRM Tun19Li3mnsganats

1% o

JasAtsznavmansoaiu 8 1synng setl Aa’

3 o/ % o/ o &

1. AqeviFdn1913M129nANENRUS (CRM Vision)

NILTNN9GNATANAUS T8 CRM ANagnEnIvganant19uia nall

o o oA o

AdeiAindaRuazdaslFa1117010 CRM 11 1 luasdnstssaumanudnsanindaan

o o Y o [ A

FeviFiranisuInnsgnAduiusivileuiudduvimllunisaniiiugsna nag

1
oAl o

NMURAAREVAINI9AUNITLIMNIgNANd N Ui T AIAUaT AN Tnaetae TasAns
1.1 HANUANFINAINAUI
1.2 nguithuniasesassnsatandslddnazldfunisuining vranany

MnalaaNFUAILAZLINFUR9RIANT L6

'
A o

1.3 yAanszesesAnsansninaneidaaulunislimanuesn

2. NAYNENLTUIIgNAKLTUE (CRM Strategy)

v o/ g 6

Tun1IAIMUANAENENITLTUIGNANGNAUS FastrfiAniaiazidiuung

NNAIUNIRUAINNAENENNIATUEINAlaan NN sLsENaL INaAUMINAL NN

® Garner Group Inc., “Eight Building Blocks of CRM,” A Framework of

Success Garner Research (December 2001):20.




%
A a v

1ilunnsa¥rsannuasininasesgnanivainunlignAnadiuasdnsldanauiuaiu Taduan
a o . i o 3 Y o P VY o =KX A 53 A d’l a ¥
WAzUFNNINLBIANININAY wuznesdnsliAuALaLlFZan sandaliao NN laNasTa AL
N R X 4. " ey o X
WATLENNTEY 7 NH1AQ9TL T9ingLsrasAaes CRM annisnutiadlu 4 dadsil
A o = s v Y
2.1 wanmuatmuneiesAnssiaanisle
2.2 waldesdnsliungagnAdnnung
2.3 e liesAnsaunsnRmuNgnANTesaeAng anseaugTavzagnAi

seaugaiuayy visagNgin19nusaaAng (Purchaser/client to Support/Advocate)

u Q
| ]

A o =] % dld I o & b4
2.4 LW’ﬂﬁ‘ﬂ‘H’]VLQGNQﬂﬁﬁ%NN@ﬂﬁﬂU@\iﬁﬂﬁ‘i’)

u

3. israunisalanignen (Valued Customer Experience)

e |

dszaunisnizesgnén laniaaniignA il jduiusivesdng aeazdaanivun
¥ d‘d ' o Ly ¥ ¥ = @ o o
HNNBIURIQNANNFRBIANT (Moment of Truth) Usin1snlueegnitazAesiaguduius iy
a e o Ly a Y o o rdl 3 ?/ 14 o‘d‘d ¥ ! 4
AduiiminIILINIsgnANANTuENesAnssaen ld mezdszaunisninaresgnAnavdanali
gnAinaNianala mnuaula wazpauasininasdeasinslusyevenn

4. ANTNEeredALluadIAng (Organization Collaboration)

n13NyAAINgTNeIANIAuAssAunTn Ul TR saudesz AL LI s IR
Arnanla uaryuduliinismeauauasaaiudasnisdunainualanesgnan Anis
dl v s v ! ! o
wasuuaslaseairanialuesdng 1Hun naseenuuuszuy Ameuuny usegelazeaniingu
NNINMUNNHEANNEIUIEYIDIYARINT WazNITLAtULLAIA I UImUSITNDIANT Az
v v a o dl 4 o oI/ 2’/ [
N3LAUIAIAANIINNNIUNL Iz A UARAARBINUTINTINBIANT

5. N92131N1918989ANT (Process)

NNIUMANNITNITLINTQNANANAUS 958 CRM 1w 1d uesAnsazdon i
e oy e S & ¢ _ as "
asAnsyainldinisimuieiudsanssuaunisudn o nlnansznulnamsaiugnAn uas
doeliesAnmsudinszuaunislaiiaonudAnyiugnAn anznszuaunisnieluesdngd
o o ¥ ! 14 ¥ a rdl 1=
wanuananszdnnIzataLardudan azdasualigndninlszauntsninldnlunisg
AnsioAaaIiLaIAng
6. 4auaanAn (Information)

dayagnAndudadundrdyngn ninlinisuTunsgnAtduiuslszay

ANASAIANIHANATIWAasL Bty aetinaR srANE AN FuFusnIaiusIuIN

fayaneaiugnAnliegu “gaudeyagnAinane” (Central Customer Database/Customer



10

. dl 4 a cY ! 1 ¥ ) A 1
Repository) Wwalinsaiaszy BYA NITAINIU LL@zmm?zmmmﬂaiﬂ@;mumwmmm

' v '
KX o & =

1 dld a o o oo 4 Y o & dlsz dl 1
AN 7 WNﬂ{]@NWHﬁﬂU@Iﬂﬂ’]sl,ﬁi/]’)ﬂ\iﬂ\iﬂxiﬁﬂﬁ‘ LWﬁ"]Zﬂ’]iV]'ﬂﬂﬂﬂﬁ‘V]‘ﬂﬂNﬂZW]L’M&I'\Zﬁ@&l Tutas

wamnzanavae dayainmualwdgsianinau uaziilunisinse@nsnmlunig

a q

a 1 dl o 1% 1 ! ! -é{ dl 1 Ql %4 [
ARABADANTNUYNATNIUTBINNAN 7 HIMNTU Gﬁ\‘i’“ﬁ:ﬁm"mLWMﬂ’J’]QJiﬂLL@EUIMﬂ’]?LL‘Nﬂu

7. mALIAEN3EMIgNAANRUE (Technology CRM)
S o ~Na 'y a Y o o o A
nsiasaninalulagnmnzannn I lunagnaniaBmegnAduius vize
CRM aztingliasdnsussqiiiunnalunisudnisgninduiusisifouassrAnsninunnau

% o/ g -8

8. N13ANANI9LINIIQNAIANNUS (CRM Metrics)

R EY YRR AT oh T Lﬁ@ﬁmmm@m@ﬁ%ﬁuﬂ@qmﬁ CRM  Taginnun
fadnlu 4 seau lAun

8.1 fadmnszsLesAng

8.2 MdnszALNAENE

8.3 FNIANIIANLTUITULAZNITLAUNNG

8.4 AndpdnniuTiadeiingn

LUIANMNAAUANTRINITLSMNTANAANAUS

3
Y o o ¢ o a A

TUN19UTINIgNANENRUSHUUIAAUAN 3 1l3xN19 A Aa

1. n1ga¥1eyasiia (Value Creation) Tnailiqatlsyasd lunisa¥eaauduiug

'
o A

d‘ o 4 L4 o k4 a I o dl b4 %
NENEUNLYNAN Immmmmmwgum& ATINACIRUADBUNUNTZUIUNITNGNATATIN

UANTUALLFNIRININLANLEY TINLTENUAZgNAFaln sl unszuqunsiduniu

o)

dl dl o 61 o d} o -13’9/ 14 1 o 1 wé’ [
Wwanasfudselagisaniu Gﬁﬂﬁlqﬂﬂﬂﬂﬂq?uﬂ'ﬂiﬂL‘]J?F;I‘]_I“ll’ﬂxiﬂ’]?LL?J\?‘lIHiﬂJi@?JM@EIﬂU?’]ﬂ”I

kTl

BHINAEUERENANAININIBILTEN TUNNFAFNAUARNIN D NANGILLEY

2. ueadnAuAungzU1n1g (Product as Process) MiN134519A2 N LANFNG

a v U dl [~ o/ dl [~ v 1 1 a a
90931A1 Tl asuidudneneiiiun134519A2 N LANAN9TZUINNNTLLIUNNT HN171le
Tannaliiunisa¥egUuiumnuduiugn 5ns0in

= dl ¥ o £ dl v A . dl a o
3. HANHNIUAINUNUIN BACAINTUNATAL (Accountability) N1FNUTEN

] v

FALALANGDAINABINITDIGNATNENDEINNLALY ViR UsgNATLanIA NI Na laLdD £

u

4 1
=S

TN NALTENA1HNTD AT 1AM NA NN USRI UL LAB AU NAUTI A1 TN TWEN LN AN AN RS

d’l 1 % 1 Y o v a o
L‘]‘N@qﬂu@t‘ﬁﬁﬁliuﬂ’]ﬁ‘@ﬁ‘%ﬁﬂm&ﬂ’flﬁﬂl@ﬂﬂ’]LLZ\]ZU?‘]:W]L@Q



11

TnnilszaeArIn1sIEMILEMSNAIANNUS

NN3UNAYNENI9LTNNIGNAANRUSITE Customer Relationship Management
NFuldluesdnasing o Hapysunneunnsdieiu ng sa.ns.nouma Tusunluazans’ 1§
1 =KX o o a Y o o ¥ o ail/
naadedngilszasfanansLEusgnAdusiug [inail
1. iaNANnela LazANANATeNgNAT FaenisiniaueduANIeLTnIg
4 % Y a dld 11 %
FIT9FIINANNNARINITDIGNAT N3 HLENNINA waznisienlaldsagnan
dl a a a a o di I o [ % a
2. walsz@nininuazlsz@ninaluniariieu wesaininisinanudnluds
Tnaszuudnuntgoalunisineuuisesingld wanainiuindnistinn st sgnAduiusng
AINNAINITDATUUNAITRYA (Data Mining) N1 1E azaN17nga83ATIZINA NIFLAUBRWAN

WTBLIINNIAUAY VDM AN U NLARIIgNANATNNTAUaI 8 AUAaES HNe Tvaziilu

1Y o

> o g X vy L
ﬂq?@ﬂmuwuiuﬂq??mﬂﬁlﬁ Lmﬁj‘V]N ﬂﬂﬂqWﬂ’]?sﬁ@iﬂ Lﬂu‘ﬂﬁlqﬂﬂ

] o s

3. ANATHNINANEAIIAIAUAIUAZRIANT LIAgNANTBIRIANT LATLAIIN

¥ { KX a ¥ o

= = ¥R Ao a v a - o o o
WQW@IQ Nﬂqqmgﬁﬂ'ﬂ@m@@'hm’]LL@zU?ﬂq?mﬂ\?ﬂ\‘]ﬂﬂ? qzwaﬁgﬂﬂqﬂ@']’Jﬂ\‘l@uﬂqLL@z@\W’Wﬂ?
- -

Tun1aiadanalFnAN T NNALTN AR AUANLAZAIANIANAQE

% o/ o -3

4. WNANNEAIALAATA LATAWTN LTHAIAINIHATINNNILENINANANATEHA

v
o

Tz IHAAN17L sz uiusE 1o g LiN 899 a9 LN TLUAUNINNITUAIIN AT S

[ o

3 ] dl dl ¥ o % dl o dl v o % VYo ¥ dl dl o
mmﬂumumﬂmmmmqﬂm mlw;nﬁummmummm@mu@uﬂmimumﬂgawmmﬂu

¥ 1 ¥ ] % a ¥ o P 4 v 4?
ANAIREINATUNIU ZNN@IMﬂ’]ﬁ‘U?ﬂW?@jﬂﬂ’]quﬂﬂLL@%W‘Nﬂqqmmﬂ\‘]ﬂ'ﬁﬂl‘ﬂ\‘l@jﬂﬂ’]ﬁﬂﬁﬂﬂlu
%3
210}

'
a U 4 4

5. quﬂmmmmmmlmwdﬁﬁg@”ﬂﬁﬁmmqﬂm (Customer Life Time

dl vy A =R A 14 a o o Y G| ' dl
Value) aINN19NgNAIRAMNNINa lasaduAT LAz LUTNYT18989ANg N M unnsdnenay

k1l

%

wauaduAnlua o viserinlignAnlddudimnlulEnnnmuiniu daalinniriresgnani

] a o cal d? ¥
mmwwmmnmumﬂﬂma

'
Y o o oAl = <3 ¥

UANANH TTULNITUTNIIGNAENTUENA avFesiinisifivdeyauasdingiz

a

1
v o

dayainaaiunisaatauazguiesiag Tedayamaitazgnasliiuduinnnnau inld

q
¥

Y 9y Ao v 1y A 2 — A o aX
L"V]‘Viu']‘ﬂllﬂ')"lllg s\lmmmﬂ@ NEAINUANTINATTEANU LA A DN USURIL TN AL

7 PR - v % v '3 v ]
IR TUTHOLASATUS, NITHILRUANATLASARTA: A31984ANS LALLANGNY

v
o a v a

afmbetu (NgannEIuAT: 1sENautuNsANg anrin, 2547), w. 120 - 121.



12

N52UIUNITNINUUDY CRM®

N19911974289 CRM uiieeanliiflu 3 dow fall

1. 39U39n403A129gNANRNYN ] TBIN 11U E-mail  Call Center Insans
a o & o v dl 1% % v o o
aumnasiiln wiinewne deyansausnly dszneudos deyanisdszansmans dszdsing
dal a Y a ¥ dl Q;Q v 1A o |
1e UYsrdanisliuinig Anuseune uazdeyadu | NdAszikaddlanaiulunng
VN9NUTBIFINANATBTLANNNABINTTDIGNAN 11 Funaziaazaanlunisdenes

2. ApuLngugnANeaiananssuuNIzaniugnAn eenautesasinmuet

T a Aa a Gl 1 1 ¥

NNUITIINTANAAT ARANYT WEANTIN UTBULNAINADIATITBI9N AN (Valued-Based
Segmentation)  tuluN1sANIATIHULIIANTYATIgNAN W AnwannIsEn ldwEn

Uszinngsna szazoanluniadn wazilszinnaasnisdi ldnndn wudu nnsazutiangs

'
o o a = a

v ¥
gnAaNnei ey auegiudnruriasulaugredudazgana Geganalssinniaaaiu

q

= o A

27AULNNgNgNANEMINT R WY LA LA

| !
= ! =

3. AwzitayainanidnazlsilludandAnydniugnAusiazngu 1iaans

NAYNININIIAAIANINZANTLGNAT

lszTegiung CRM

o o 1% 1 4 4 Ql dl o ¥ QI él
AarnIugNAN CRM mﬂ"Lu@Jﬂmiéﬂummm\‘mumwmmmiﬁumwmmenﬂwu

ey wazazanlunisfnseiuganatean Tnalidesinatstemislunisinsedugsial

'
o 4

drazifudumefidn wineuwane wiaguduinimeingdns gnanazldsunisusnishy

a
| ]

dsz@nsnrwmileunu’ TnaaniznadszlaadaesgnAtainaoiui@endananian

° Baumaaniu, W 122 - 123,
°s. Creighton, “Partnering for success to the e-business world,” in

Proceeding of DCI Customer Relationship Management Conference, Boston, MA,

27 — 29 June 2000. 8190911 dnenng @na’la, N19U3N3N19HAA (NTUNNHUNUAT: LTEN

FAA uadis AR (NnTw), 2549), . 227.



13

¥

dszueinnauazaldanadunaaiuiunislasudayananduazldiunisguananan ' nng

11 CRM anldlussdnsiitlsslomiivassdhepasiogsnawazgnintasaiunsagilisylamd

Q u

¥
= Y o a1

294N194519 CRM NipiagInauazgnAfal

Q

1. ds=lumived CRM siagsia

- dqalimanuiadeyaidAyineaiuatngeuwasng AnsTNLe9gNAN

a

- AFNUATWRNANAUSAINALGNAN

I
Yy aa '

- gNTTALNILINNTGNAINANGN
- AFANNANATDIGN A
- afanalslumnuue

= ¥

- aegagnAviainuazludlnanisfinsiadeansingnss
- wnlanialunisaineenanesegnALEazse

% 4 1
- ansunulunsgnAnug
- g lieAn swraNnFaniuan unisainlianAn
- nsutlsdayanianiesdnig MnlmAan nnnanysairesgnii

A 1 % %
- wannguilmanaldgnsies
Y A = a a QI é’
- nsWLENNsRUsEANEANE T
- ysannsduiusn niugnAtuazdnnaneeasidafaaiuludunetnen
- aFeuhadalunisdramsiannumiaulauans1s a9l uuLIeIgnAn
WAz

- agnadAnan nwlunisuInfsauleslarliaumefidnaegnen

2. sylemines CRM sagnan

- 1@”11@@%@\1@mmfé”lmmﬂmmﬂm'mmﬁﬁu

- dzpan Uszudnmaiuazanbans

[

vo o PP
- le5udeyans

" B. Kassanoff, “Build loyalty into your e-business,” in Proceeding of DCI
Customer Relationship Management Conference, Boston, MA, 27 — 29 June 2000. #1909
lu Baamaaiu, w. 228.

11 = o
bIRNEAZIIN,.



14

Yo =2 a Ry
- 16°1'j“l_lﬂQWNWQW‘ﬂI’Q@Wﬂﬂ’]?U?ﬂ’]ﬁ‘VIﬂsluﬁ‘zil‘é:ﬂ’}')

o o 6

LHUNGNANANTUELIUTEY aeadny AnssaulasddnglszasAinannsadig

1
o el o ¥

parNduRusnafugnAt luszaze Tnanisudladlouifiusng o WiugnAnldedng

L1
ddlsLi/ [y

Murinaniine gnAiaaulsziivla amonunalaldvumllIdiEnismesiisEmeuds

a

LUIAAAIWNITARIA

'
a wvada

n13RaTA (Marketing)  unszuaunisnsuanuazinlufimndrArydsenis

wilslunisafiugsnanesuyeed Tuiseeni9971930uin LwdAa N9RIMUAZIAY NNIFILETH
wATNITARAUIEAUALAZLTNNT Neftauasa NS lunTandndesnisliiianau
= | = o - | T
wnalalaeinunszuaunisuanilasn  wazussgingusrasdreaniigauvizeaieainu
= 4 o o v X = = 1
Wanala vsetndnAdnmesnisaesyanalnanistesauanidasulnennisgeais
waniasuiiniaInnIgnguasBa s iRA N LB lLLAazeAUsznaL109mA A
1A n9919gLuuLNARTTIWIT N195931AN NIdaLETH LaTNI9dRRIMng " aNNANNIIARTA

g . 3 . R ya dl o a =)
ALNTNU(American  Marketing  Association) AfenunafUN17U31n1eR a0 A 1A 10T
A.A.1985 41 N13LIN1INNIAAIALTUNTZLIUNIINUHUUATNANNATULUIAR TI9F1UTIAN
NUANLATH 113118 N1INTEANLAUAILATLENNT WrawdnseisAuAnNanaz i lRiAANNg

dl él o 1 o ° d! =< % o &

waniaguauiunguimanng sutinngannianelazesgnAinazussqinglsraeAnes
NG bR
Wadd memaaf (Philip Kotler)” sinnnsmataiidaidaslonenannlfananin

dl v o dgj Y & = o dl Y a ¥ o o o
AATHNNTENATA LL@Z‘WH’]EIWN‘HTV]L‘V]MQ\?@maﬂ‘]ﬂm:WLLVI’QN?I@\‘]H’]?F]@W@ TnalviA1annin

¥
=

“un nesdienan, "uwaAaNugwAeaiuNRatn,” T noAnssunsdadns

Tun1geann (WuniE: Ainniuuaneduglaviusssunssn, 2540), w. 150.
“qAnmng (3999392, MANNIIAANA (NTINNEUIUAT: AUnANWLsznansn,
2543), U. 4.

" Philip Kotler, Principles of Marketing (New Jersey : Prentice-Hall, Inc.,

1980), p. 9. §19nalu sty &uRnar, nsma1ng1nsuTINLZINg (NFTUNNHUNUAT:

AunANA Inedmunaile, 2538), . 6.



15
v =S a o‘all o a dll o o v
V’]’J’WNVL’)Q’W “NITANIA NN ﬂ@ﬂﬁ‘ﬁ‘ﬂ‘ﬂ@\‘mlé‘]ﬂﬂ‘l’]ﬂ’]LuuvL‘]JLW@ﬂWﬂUIV@Jﬂ’]?M@U@u@QﬂQWN

WalalaZAIINABINIIFN ] Iﬂﬂ@’\ﬁ&lﬂﬁ‘:ﬁﬂ’)uﬂqﬁ‘u@ﬂLﬂaﬂu"

al = =

walsn UNAAITT (E. Jerome McCarthy)'® 1inn1snananideidesdnyinumuiian
o ¥ R a ~ A Y i ' = oA a X
srydaudenefanssniineadesaslunszuaunisdn “n19ARNAUNITNHAIIUNLAATUAN
a ZJ/ dl dl ¥ [ v 6 o < o 6 :J/ d”
nanssuvieuaeMinedesiunfanesinliasAnsussqgInadsanindngiszasd vieiiing
ABNNIANANNNLTIANNABINITFN 7 289gNAT wazdaNianIeinALiRNAuAz LN 9N
Y a o % di 1 v 1 v
AnguanlldagnAn inenauauaspaunalasing < WiudgnAn
c 16 { =2 P2 | a vaa a dJ ] ]
anatl AngAna  naNanen1enaa ti9n Wulgimnanssuniegana aatinlilg
dl o/ a ¥ a v oa o/ ¥ -dl o Y o v o 1
nnsLAdeualTesduALArLENIsangnan idsgnAnnarinaaunalaliiugnédenans
dl v a o v a ¥ % o
wazia lussquinuugresusEmsos n1sdseneugaiaglsznoaunisaysiadninun
dnungresssuunispatateananansain beidludisenag sasaluil’’
1. nsan1sLslnANINga (Maximize  Consumption) ifluumnunlunig

yanadgaliiiugnAnlidleniadnun 4nte uwazgillnau3tnaisdudiuazusnisliunn

v
o A

1 v 1

wirlagiaflunish vistingnzazinlin1suds N899 N1 uaziinANTIA

2. mseAnunalaresdslnageqm (Maximize Consumer — Satisfaction)

d’/ =X 1 d‘ L4 1% a ! 1 Y

Whusnsuusnens neyeaulanazlignAinaaunalagegn nannainsysliinanisg
13lnAgagn

3. mssfliiilanna@anuinign (Maximize Choice) 3¥ULNNIAAIANAAITAE
Walanalifusinaiilanialdiaenlddudngnla nsesaliunuazaanusiesnisueagnanuin

nqn ailalenalignAusiazauldiaenldain luuuunsesnisinelddndn vialwlasu

AINNINElagag ALY

' Jerome McCarthy, Basic Marketing: Managerial Approach (lllinois:

Richard D. Irwin, Inc., 1978), pp. 7 — 8. 19014 M4 (Faaifeanii, 1. 8

“ anatl A1R9ANA, NITUTUIINTIAAIA NAENEUATENERE (NFINWNIIUAS:

TP9INNNNMNINYNAIGITNANARST, 2542), W, 34.

" Philip Kotler, Marketing Essentials (New York: Englewood Cliffs Willey,
1991), p. 85.



16

4. naliRamnnaaRTATIan(Maximize Life Quality) szULNNIRANAREN
navauadnunalazagnAndeanilndiaanunelalng TuRanisuasis “AIUANTAG”
ﬁéﬂﬁw’wm’m’mé’wﬁwhﬂmzwaLﬁmﬁﬁmmmmﬂlﬁmmL@??tqu NILUIUNITAATA
(Marketing  Process) #NN81D A92LAUNNINNNNILEN AL INNTLATI LT RAnTaun
ARLABN WATNITUAMNTaNIANINITARAA Lﬁ@mumu@ﬁmqﬂizmrﬁi’Lm:ﬁﬁmwmmﬁm
wrananalfdnnszuauniaaInazlsznaudaanisiansnnuazinzilan1an1enI9maIn
n1sutiedaunann waznisdnaanaaIntnansWmBINagNidaulsznaun1enIIaaIn
AAN97 wazNIsERNULLTZLLNILIMINsAAN AT Bes el N s aunY N17AILAN
mmmmzuu‘*ﬁmﬂ@meqmmmmqm?mmmﬁmmw%’@uﬁ'@mﬁuwuﬁmmmmm

nMsuTuTNsRaIAarfasanAanIzaun1ImIenisnanaielsznayfas
4 SumeummAdy Serelui®

1. N199LANZUIANIENIINITIRANA (Marketing Opportunity Analysis)

1
=

1nnsmaTAReINeNENININaFassd sz uazAndanlaniasig o 7
a é’ % a o a o 1 o A
aziinIuludan1nuwandannieuaniazlen1aseduTsnaziansusuansneiy Aalanialu
o ) ¥, = A [y

ANINIARBNNEUAN (Environmental Opportunities) N80 Tan1aniaauiaAnIguLay
ladamnzlnaftnsidlandeludannsiall

Tunstiaaslaniaresizsm azunnas lannandnaanudadnusdnes lu
Fruriazafiunisivenauaueslaniawmantiuld uenainilidunnenisdulentazes

A o o A dld 1 a o ¥ 1 dl dld 1
U?EVIHQN@QWN‘VIN’]EVI@ﬂ@QiﬂQ’] ‘LIi“]:WI"’Q5lF]‘ﬂ\‘i‘ﬂQGLuiqqulﬁqﬂJqﬁﬂ@u‘ﬂ\‘iIﬂﬂq'&‘VIN@%IH

|
= I

v val a a o % al A U ala
an i adaNn auantaaLun LAY TnauFinarfasiAnNa N1 uTaTamnNmilandn
AT
= dl = 1 1 1 % 1 d’j A [~

nsdANaNITanmiandguiedulunisauaslantgmanii azdawu
T,'ammmu?ﬁm”l,é’mi%@glum’]wmﬂ 3 13xnn9 A8

1.1 TN AUAZANINLIARANTIY HanenieniAERaniz luANFaIn1TnNg
FIALIALD

a o £ = dl | 1 a A A a
1.2 UsdnsesiianNamsanugamiuiiee wsalauainnsaniee

= v A o A
quﬁuﬂﬂimmf]\j@rlﬂl@ﬂm@u

" fadel AUF9K, N1IRAIAAINTLLNLIENNS, W. 65.




17
a o o , A Ay oA A Vo o a
UﬁﬂqumﬂﬂﬂgiuﬁquzmmWQ’]N@’WJ’]?Q V?@m@ﬂLﬁu@ﬂqq@LLmﬂﬁlquL‘ﬁﬂ

wWreuey

2. maAaaenaanatinuuie (Target Marketing Selection)

3 ! ¥

= o oI/ 1% ¥ !
TNITLLIQAAAA Iﬂﬂ@ﬂﬂm5W11ﬂLL@Qnﬂmﬂqﬂr‘ﬂ?éﬂ??éﬂ@‘]_lﬂ’lﬂﬂ@ﬁ\l@ﬂﬂ’]

a k1l

ad)

o dld v dl I o dl 1 4 a o a o a
AMUIAUNINNUAITNABINITNHANFAINNY GHQVLN@'IN’]T‘Dﬂﬂﬂ@i&'ﬂ\iﬂ')ﬂﬂﬁ‘iﬁfﬂiﬂﬂ?ﬂﬂmﬂ’]

©

A 1 a o a o dl dl ¥ ¥ | a v =
TpeLanI m@m@iuuumﬂmmwmummmummmmmmﬂmmnLﬂu‘wmw AIEILUR Y

[ o ] ! 1

nafadnAtyetnaniledn nnsuLhdaunans (Marketing  Segmentation)  lfifludausias

=)

WANFANNAUATNAINIUNNZ AN ANNANHUZIB9gNANNLANGSTY IHBAINNI3ATI A9
' Y v a o a ] Yo a o ¥ ! 1 =2 Yo
AAIAENN ) Wiudn Umazainisonatsunsialllidn wiimansdngnainlanenasas iy
HaRNgR uardouraanananuiEniddnduladnliduizandn ‘aaadlavune”  (Target
Market) tlunguanAlascysauanatinadniaunonudesnis waziilseasd iz
~
UK AELALY LA TneIRE

3. nsnmuANagNsdullscann19IN1Inain (Marketing Mix Strategy)

daudszannitaaiaiunuifndAyaainisnaiagsdslu Fepnali
pnuvsngldn Wudautszaniszneutuaestiadunisnanadimanefiiiuualy Sl
ANHN1T0ITYTDULUR meﬁumuuiﬁﬁﬁmﬁgm:ﬁmﬁﬂﬂfiﬂuﬁqmmﬂﬁu WATH
praLAseIRaAi v eTLlE

4. NIIWALENTLULNIILTUITNITAAA

UAIRINAALRANAAIATINUNIUAZINUUAAIULITZANNIINTAAIALADFB
AAETAN WDANTUNIININNNIAANAFIENIWEINUNITILLENNINIAAIATU 111 119NN
LAZAILANNINNIIAATA LazsIusandayaniNaaiunisaan  Asiuniseainasliaunem
antulldndaldunlidscuunnsuiusntlsz@nsnaniveatiuayuisedudsunias
NTAAIATIAUNATBILITEY
o 2// 2 L4 o o 14 a dl dl 3 o
A9TiU NN9UFUMNINNIRAAReYeN Al STy A ugsRannaadeiunsruaunng
v » o - 19 =
AALABBIAINNFBINITTRIgNATNe L ussqIlnuNnEa8989ANNg Y TanszuIuNIg

19 4 TURaUAINTOLAAS tA AaN LN NEalLU

" FIvsenu waimniuavAniy, NANENIIRANA N9LEUNINIIAAIALAY

nsglAn® (NgamwauIuAs: SexlaN uazlaind anin, 2541), w. 4.



18

WEWAINA 2.1

LA AT UAAUUDINTLUIUNIIAAA

N139LAINEU NN9ARLARN NIINAUANALNT NIWENINTZUL
lan1ananm > HAaN6 > doutlsran > N19UTNNG
St FUald NNIRAA N19RAA

A

nsatiunissunisnanaluilaqiiugsialaliacudrAnyduanusiasnises
anA1 (Customer Orientated) Hunan IAgazAUNIAIINABINITIBNGNAT AAAINATIAADL
L4 dl dl v % o ZJ/ a K a dl
AuFsnsnlanuul acliuazausspnudiasnisaasgnAn Aeiu ganaasiifivunsiive
auasaunalasssgnAuazinaannaliinnls Tassunisldllsunsunisnaiaiilddon
UTeANNIINITARAFNG 7] A8 NARADT 91A1 N1AANUUNLLATANIENETN 15D 4P’s (The
Four Ps of the Marketing Mix) fai”"
Product NARADUT UNILDE FIRUALALLIEINNI AL N DA UBNAINNARINIT
v Yar = dl a % cao a 1 ] o dl
203gnA IR lAFuANNIne e TanARAuaiEEANUNIENINNgNgLSeANEIEA BWaNT
UAIULE wATIINDIANNAIANIIDgL TamaN N AUANTRLFN1TUUAYE NARATUFTAINA

£ dl ¥ v dl 4 Yy a o :J/ QI dl ! a k%4
NUINLINLDY R @ﬂﬂ’)’m‘m\r’lﬂLL@%V’Y]’]MW”IEL@ELW%IU?IﬂWVI'J"]‘LI muummﬂmﬂg LW ATIAUAN

? gedel AuUR09Y, N1IMAIARIUTLLINLENS, U, 65.

“ Faossny e, sl E N UATNNIAUATUNIAAA(NPIMWHINUAT: LIFHN

[~3 a 6 ¥ = o & I ” dl dlala a 1
LBLBALNITNNN, 2540), U. 8. f1909 0 NNTNUG ‘ﬂﬂ:[ﬁ/]ﬁl, NITARAITNITANIANHNANTNARD
A dqj o o dl ‘dl T o a
ma‘m@ﬂsﬁﬂimﬂwmﬂmumm 3A, (?”IFJ\?’]MIV’]NHW?L@W”IZL“Iﬂﬂﬂﬁﬂ)ﬁ‘]_lmmlﬂ

ATUZINTANTANARTLATADANTHIATY NUINLNAEIFTTNANARST, 2546), 1.17.



19

=2 = i

a o o o ! dl 1% { if o [ % a @ ¥
;J“]JLL'LI‘]_I ARY UTTINUTN muﬂmgﬂiw LATANUHNENITAN 10 LIRATUAIHAITNAN Q.JV]LW%VL@

AT IRLluaeingtg

'
a A

. = Q' all I o o ¥ a =2 |
Price T1A1 YN8 ZNVILJﬂﬂ@@ﬁﬂ@ﬁﬂ?ﬂ@ﬁ%iﬁﬂﬁiugﬂﬂﬂﬂNuﬁlﬁ"} FaLanaLlu

! a o c Y Aa ¥ [~ ! dj a 1
1ar1 (Value) 1eananinust giistnmaclisadudaunilslunistsuilivgann uazmnein

'
' =

a o rdl J Vo o dl | v a
sumN@mmmmmwmmwﬂmu NITNIUUATIAIN mmmuLﬂumuuuﬂumi@uﬂﬂu NG

d’/ ?.’/ 2’/ | dll VY A a ¥ Vo a
n3Ta U9ATINIIFNsIANgeafaliuezesqelalidisinaunenguisiainisléiuaaunila

q

annadwdveszenislduanineisnaiung Nuneaf@uAinsTusun i uanis
5119 7 NnuneaugLEinaldannsouenanuansneld inldsainanefluiladeatiemiig
Pdidwnuailunissindulainente

Place #0147 $1701899190199A71UNel (Distribution) ANIEITN N13TNAUANTL

1
¥ o o

aangnatailvung fsuiingadasiunisiinaniusieangnaiadlmunailsenaudos

o

2 UENH A IUNINLN TR LTI INNIIIARNUUNL WAL NNTNTZANEFIRLAN

|
= ¥

ANNUNTATRINIINNIAARIMUNBRANAIATY HesanlefuETnATuNIL
AaansneatunAniusiaunanuanla taziauseinislunimeaasld sanldaansn

wiaenaniusildetvazaanudn doulunjdidtnainazduanaausslaudalasuhilas

| 1
A A

ATNAUAIAUN MIAINNAZAINNINNIN
. ] a = ¥ a 1 dl | v 9/49/ dl

Promotion NN9&9LETN uN18De dayanisfnsedeansscudNyuInsuaLTaIie
asiAuARLATNgANIINNI9Te IHiNeudatansuazaslagusinaluGeanaaiunanie
LAZLITNNG

uanani 1aalsy uuAANSNT (E.Jerome McCarthy)”  dal@nanaiia 4P’s 184
AMUNANNITARNA 4 Arunansastinftodasduiusiu inaysaulanauauasgnéi
AVVHANNIINITIAAIALA AZANUH AN AN AL IV EALLDEI AT

A a o s dl % = a o o d? ¥
1. Product WIANARAY NAzAaIlnIIRAITUIRANLLLWIANELNUUN LA

=&

1
FITLAYNABINIIUBIAAIALAZGNAT AINUNETBINARATIWTT s N8 DI04

' '
a o ¥ o o =

nanAUILazMTesaNlUT LEN N eadeeiunAnAUeTiil o daudiAtyfignaesises

o

HARAUTTAD NNIHINENENNWEN LN THTRASTIA N TNARLAUBIAI A BINNITBIGNAN 1

? a9fel AR, n1emalad1uiLINL3NIg, 1. 36.




20

2. Place vi3aan1ui Ingilninnsmasusnaesduainasisnisaylianiiulyle
FaeRfnesaled WHAsIueLiLTeaNINN19dAf N NRAANITNNINITARIAFNG 7] 1NN
Neaadasag Asarnaniuinmsinfdang (institutions)uazAunans (middie men)uans

v
dadaaiudiarieladusinagaine ivanntiunisAuazaunatesnsfiilugeanianisdn

b

a7m"el (channel of distribution) @inn1RaAGedNeadasatineaaniasaluls

3. Promotion #38n1749L&31N13311UNE NITLAY NITUBNNANT LATANTUNE

a £ £ % v % 1 a o ] dl U o aal 1 dl Y o o
pNAnAdNdnlalignANAE nsdadtunisanmiheazinedeaiudanissig o Alddndy
= 3 P2 o = a o el v | v o |
@d8m38 (Communicate)Winemanauune lilenudenandnsingeanisan ldnamine
'dl o/
0 NlA ol szAUTIAN A
A = Ay = ° o v = X @)

4. Price #7a31A1 NFagdnsivualignaesmsnzan lugessaitaviivla
NANIBNAIUNANNNIAAIATINMNA waziTusianalnnainisnsagananaulaliiiatuun e
Tun1sAIUUAI AN TR ARINN1INA TN TIA NI UL IBIN TN T W lLRAN A uazdfnTenaes
gnAsasIAILANG 19T

AN wansaelnina warame® Na1991 BANAINLIIALLHUNIIAINATA
ivnne (Target Market) waagnfasdiugiunannisnanalidanadasiunaiadinuung

Y o aa ’ 2
WuANiTENgN 4P’s Ag

1. Product NAENSNIIWRMUINARITTUATLEMTANEUDILA RN AFIULTUAY

WeanAnel tesnandnefwiendaldin AueusalduudsvusnNtiin1suTITuLIUA LN
(=3 [~3 A Y a & aAan a dl a
wuufinadarrauuuysanni s iae LEmnsuusudiuniansisinn lunisung

2. Price nagnin1sinuuna e i lagegauasiinnzaniuindsaeves
WX a o
HaaviaegnAn

3. Place nagninisudaanedndmineliaiuisnaude@uinlialaantg
=S A Ddal/ v 1 ul/ =3
nelafielfateiana

4. Promotion A8 N13AR41TN1IAANABAZELEINANIUNE F519ANARINT

1%

ifunaniust Melnsunqelanidanufnadnassdgs AuyAteiy N19aa Wan Lan Lo

1 4
e A

NaARAU e lEINANTIMARRsTALATASI9EIanUNe]

N

[ %

“adnh wnnsealnina uazAmg, IRM:CRM NIAR1ARENRLE

(NPIMNNUIUAT: LT T8 agladu a5 (W), 2546), 1. 24.



21

Tuiruzaes Wadd Aamaes (Philip Kotler) n1sdaid@sndsenevsaaimsedile
uan 5 1znns A’

1. naslasnin (Adverting)  iugtliuunisiauaany ANAn AuANYIELETNNT

1 '
a oA

Tneannsldae wazdiasnisaneRduaiae nalunisdearsuuulildyana (Non-Personal) 7
I dl 1 1 dl al a o a al a % e [ %
dudeilszinneng iy deReWun Ingnszanai@en angaviad dnalswon usu

2. nelagldniineu (Personal Selling) Llun1shnfede819n19ATaLLL

a v 1 U U 3 %3 A a 1 dl
w@nyntinssudedanauazgnAtiunig nasanalagldwinevene dedlunisfinsiedeans
WULIADN (Two Way Communication) i@ unsnldnisqelainanseduliiianisie

=3 aaa s 1 v v
waznaLeliseanisneuiuainngugnAdinuangls

3. N1949LEINN1918l (Sales Promotion) #iaalddanfiunisiusainvizanisane

Tnaninauane wensygunsgaiungugnAtivanauaznszfulss@nsninaaaniinanu
218 11U N19UITNIAAATIAIAUAT NITUANTBILAN NNFANTUAIUNAAA UL dUT19TR
i

o o

4. n19leNwarn13UssTdNWuUs (Publicity and Public Relations) Lilumanu

a

dld dl % o Qd‘d ] Y a o ' 1 d} =K @ A
WEI’]EI"]NV]NT’]’W?Q']\?LLNHLW@Z\?‘J‘W\WIWLW]ﬁlﬂﬂﬁlﬂﬁiﬂ@iﬁLﬂﬂﬂﬂﬂ@'ﬂiﬂﬂ@qﬁ\muﬂ auflunanssu

|
Cl A

dI @ o g d‘ Y Y =2 ] a ] s./dal d’g
NG RN R PR it LA FN 5 LW@I‘V]L?HI"]D\‘ILﬁ?‘ﬂ\‘lﬂ\l‘ﬂ@\‘iL@?Nﬂ?ﬁ‘lﬂ@ﬁ@LLM@tﬂﬁ‘ﬁm‘Vﬂﬂﬂﬁl\‘lﬂu

5. N1IAA1ANI9AIY (Direct Marketing) +1AEN196119 7] NddaaGunansineg
Taananarad1lfiinnismasauaslwiuniule Udsznausaanisananiainsdnyt anuunel
[~3 a al a o s o A a L dl de” % [ dl
NAT UANANARN INENTzAendes g Inevisd wilidenun nqeladaalinaunduniine
n13te ieiuressaeteiTeiiglesaindellld

nisaataneasetaeliniadnfenguiiinunne Wuliladragnies uazusdudn

1 ¥

al d? dld 1 1 a o L4 ] 1
wndaaun g uteyantaeg tdiduet1em fnlia1unsn 492319819 (Newsletter) s18in1s

1% ar

TsTud virananssuiLAENnau | Ay

v
o A o

A A A Y o o A oA Ao
LATANHAARRANTNITARIANS 5 1U5N1971961% DALTIULATRINAUANNUNNITAAA

N dinentsfiaseiudnnaadeslunisauiiugsia Asiulunisiuesesiiefinaiannld

1 o d‘ v ¥ ! a dl o o 3| v a =®
TIAHNL L‘W‘ﬂlﬂiﬂ@quﬂﬁ‘z?ﬁﬂﬂ’]?@flL@?N‘V]L‘MN’]%’&N UNN17TAAIARNTUABINA1TRUND

“pn9n Adzihg, n9Rea1INNIRANA (NFINWNMLAT: BNINNIANN, 2541),

Uu. 8.



22

v
%

4 o~ A ' ' o A A ° o o ax
Lﬂﬁ‘@\‘lﬂﬂﬂqﬁ‘@@@q?umﬂzﬂﬂqﬂiﬁﬁﬂﬂﬂ‘ﬂ‘]_l LW@VI@%HWNWT‘H?’JS\IF}M FINNNIENTUTEZAN

1%

dszaruivinTasiientauieliussgdnglsrassaedesdnig wazdnglssasAnisdaass

1 = a a dl £ ¥ K ] 25 dl 1 o o dll Y a =
atieldse@nsnn e lianunsadnnedaunan” NuanfiusuiliesnIangusinas
ANHARINITULAZANNNINATALANFNNTY IALILARZATIAUAIN AN TN BLAN AN

Tuanidnaesdisins

LUIAAUREN B M UANNNINE LAABIZNA

AMANNEUAIANUNIND LA

1
o = 1 o

AunanalafluiladendAydsznisuilaniinasamaudsaasaseuliiiulyl

]
=

dl v I = a a [~ Yar 1
psllmsnaniongldatedilszdnsnan daflunaniarnnislifunismeuauassionsagela
Gl U 1 dl =3 '8 v =R v =K dl o
W3aAINFBINIsIadLAayARaluLUINIaIN NN szasd dAnlaAnHALa Y
=3 = £ = v % o
AmUNNETasANisnala  Inaddliaaununaaasanunanalalinananssaussoniv
genaaglliassielild
= = =R dl = dld s QI U
AN LA uNeDe PannFANTaLViTeNe lanNesALsnauuarAegalalunu
] Yo ] [ 226
519 ) sl lAFunnsnavauessiandNsieeniszean s
- - 27y 1 =R = P = P
anad ARsAAna” linanadeaniuienalalidn arunala Ae  ANgan
=3 A a o o a =] a .l a wa a o & o
Wanelavirarandeduinnannisilrauine unarrenisd JUuRUIeINaR M LAY
ANAVNILURILTN

a

o I =< 1 =] = ad‘d dl
ANNUNILA9T ARTNAINaTla 99 Lﬂummgmﬂum RAARNNATANILAAR LHE

Yo v o Y a v A a o 28
1@?‘].Iﬂ’]ﬁ‘[§lﬂ‘i.l@‘lé‘ﬂ\?ﬂ']’]§~llF]’rJ\‘iﬂ’]Tll’ﬂ\‘imu%qiﬁLﬂﬂﬂqqﬂJg@ﬂﬂiu@Quu

* Fansenu 1@3iend uaziliny AnBERIULY, n1stEunINIRaag AT
(NTUNWNUNUAT:LTEN 8350417 ANNA, 2544), UW. 272.

26 a a aa a a = A” %
11214 ‘er;‘ﬂﬁ@ﬂ, NMTUTUITUACNITUINANITANHILLIAIA L (ﬂﬁ;\‘iLWWNﬂquﬂﬁ‘i

“anatl A1RNANA, N1IUTUINIIAAIA NALNFUAZNATSD, UW. 37.




23

[

= 2 da X = v X A
ANNana laLldudaniina pENENGIGN ENAAIMNABINTTNUTTUTINT NN LA

anlalesunN1IRaLAUaY

'
= % =KX o

=2 P =< = =] dld Qd‘d
@Q@@ﬂiﬂ@ﬂﬂ'ﬂﬂWﬂWﬂi@ NHNIUN ANFANNANTDNAUARVIATBILAANTINN

Q

v
=2 o

naNNIglFFuNNIRa AR NAAWAeINIg faziiaANiAna ludwiy asatudumin

v M ve | = & a X = S Y
Andeansllffuntameuanes  aanlitanelafazifinau  Aouienalandisanisld
a a 49{ A |§J/ ¥ a =KX o Y a s o
1insauiinTuise iy azfesiatsunnedneuzaeanisliliinisesesdns desnaufu

xAUANEANTBNENFULENNT TURASN | 2R9usazyAAA

[ %

] =< ¥ 2’/ = | &Y { =2 & d”
ZQ'JLLWJ'WNW\‘]W@EL@"IIEQQT’]ﬂﬁuumﬁ@ﬁﬂ%’]u%ﬂﬁﬂ@ﬂ’mﬁL’ﬂ’ﬂ,’] AN

¥ A |

a 9 a 30 1 o % =X Y o v a
ATNA LNUATY ﬂﬂ’]'ﬁ]i’l’)’] n1sas1sanenalaliiugnAt Aanisnaliiie

a
1

é{ 1 ¥ [ &J (] L4 = ¥ Yo 1
mmwﬂwmmqﬂmmwmmnmma IﬂﬂﬂWiWﬂWHWNWWIMN@VIQﬂﬂﬂllﬂﬁ“i_@\iﬂ’)’]ﬁ'ﬂll

'8

AIAnHNEERaNanen elaatnfuda srAumunalaresgnAtaiilunas1ese i nadns
¥ dl 1% a o c o dl 2/%’/ 4 AI ! 1
N9AuLINA HaInRARAuTTLazANAIAnTIAIA Ld AU uLasEaaseNInwn e

Ao HNe AR ganINTULINIL
Tnavinlludn Aanigsing « Aasaziliflhusnanaza¥saaunelalussAungegn

o

! 12 dl [ ' i’/ dl =K ¥ 4 a
LAYNAN Lum@’]ﬂﬁf;’mwﬂ@ﬁlmmuﬁqmmuwmmmmqm@ﬁmﬁlm Uﬂ”‘\]ﬂ"]iﬁl@'ﬂmiﬂ

RY wl®_

b

|
=3 = ¥

. X P e R o v pRp X
LL@ﬂNLﬂ@HIﬂ‘-\M%WHN@LL°1J\1°]JumLLNQW%M‘U%@L@WMﬂm’mmm NULTEIANYNATN

'
1 oA

lasupaunalaatdregeinazazdldnguinasulaladng ) acnunalastnegeazaiig

q

v 1
o = o 61 =

puFAnT IATaneFiuAR AT A AWATIL UazHaNINNIAANTadRtRanTAWANTY

ANIITER

28« = " = Y o = ~ ]
Nl e, “avnienalazesdinasesin GaulazyarainslulseGeuse
N1929ANT9AN9 199U INBLAUANEN ANNAYINLID SINTANUBIANE,” (3IENTUAUATN
AATZNUNLIUTIA NUNINLIRLNWIANTAN, 2543), 1. 157 — 164.

* Davis Kaith, “Human Relationynamic at Work.” In The Dynamic of

Organizational Behavior (New York: McGraw Hill Book Company, 1967), p. 81.

* apad A199ANA, N1ILFUIININAA NALNTUALNATE, UW. 21.




24

Wadild masaas (Philip Kotlern)™ linanafisannuiisnalanasgnAnandn mana
=3 A o ] 1 dl A a o d’ [« a
wanala A szAuANNEANTIBYARAINTUTA LT NAUGY FaflunantatnnisaLaL
m@miﬂﬁﬁﬁmummmamﬁmeﬁmuﬁ?ﬁg’(Product’s Perceived  Performance) fiLAYN
o =< = o o X3
ANAVINLBL TN 3 AL AL
1. GIHANIININULRINARA U (performance) FINITAITNATANIS
(expectations) Qﬂﬁﬁ@:?’:ﬁﬂ “lainala” (dissatisfied)
v o a o & & dl o 2 =]
2. famanisinauresnandusiiduliaiunananiauds gnanazian “wala”
(satisfied)
v o a [ % cal a 1 dl o v YR QI
3. DINANIINNIULBINARAUTIANUNIINLIANANTI gnAfarddn “Banala

1n” (highly dissatisfied) w38 “§antlsevinula” (delighted)

ANMNAIATYIBIANNIND LAUBIRNAT

tlaqiiuflunsaniuiuin™ asdnsganalddnazdsznavgsiatszinnlasivaue

'
& 1A

nagMsig 9 duldun n1suangufntAunwNsLENIIWAA NNTINAMATNLAY 1Te

q

v
o O

Usziindu - Sedouiudadliifreumieguisiuisiliiineligndnela fiudmduriidnuau
wnlaliaudrAyiuFesnisaiisanuianalaungnuasnenaiuniazinmssAuaay
= v Ny P A @ So o a -
fanalazasgnAnldetissaiios InenadnduiiwnnendAnyisaetesAnsiasiasussg
nasvinnisaatnludaqiiuedfasladlfiaadinaianaaiaisldfaenis

wieduaila “dndu’ wan UiEmay “willandn” guasdudiandasudimginianisaaiann

4 Philip Kotler, Marketing Management (New Jersey: Pearson Education,

Inc., 2003), p. 61 #n9nalu gINA UWATY, N199ANIINNIAAIA (NPINNHINUAT: LTHW
. 8. N3 A11im, 2546), W. 21.

i Philip Kotler, Marketing Management (New Jersey: Pearson Education,

Inc., 2003), p. 61 81909l fiya Nziha, nsiEmsnisaain: galnsilumnasssui 21

(NINNNUNUAT: ANTNITNHN, 2549), U. 30 — 31.

33 = s ' 9/ ¥ v ' £ '
NN TUTNE LLRTATI, ﬂ’]?ﬂ:NLu‘LLQﬂW]LL@t[ﬂﬂ"lﬂ:’&?N@ﬂﬂﬂﬂﬁLLﬁlﬂﬁlN

asinamtiady, 1. 98.



25

[
1 a o ¥ ¥

Lﬂuﬁiﬂﬁﬂ’]ﬁm@’]@ ANNUUIANNAR IWNTLTENA AR LALAIANNARINITUALAT1NAINY

1
1% 1A e A

walaliiugnAnliandnusuman auinlignArzdnguaseanidainnaines lunnstiius

a

1
=

1NN ENN39qNAN (Customer-centered  Companies)  Wtiundnuigylunisaiisgnén
1§ 1 ] Yy a v o o o v ¥ 34
T ldieusinnsa¥edudn Fiasgelagniuazinungninsog

= 35 = P S = a = Y

AMdanala™ unnefs AuianfusazyarauansoanfapnaumaINng g

a o o A a a ¥ d‘ 1 A o‘d‘ Yo 9-;/ (g A ! o

HARAnETTanIILEinAduA SenmuAvzadsslaminldfuiuminiuvzegendisziunany

o Z’/ k7 14 ya 4 A Y ar a Z;J/ ol J J

Aanderesau 9 1t luniasadindinaainnislddusnvisantsldFuusnasiuaindasn

AHANANIIYARaTutaNaziinAK e la Aagildnuane®

ﬂ’]’]&lﬁﬂW'ﬂi@ = ANANANGY

[ o‘d‘ Yar ya v A a
N@@‘Wﬁ'VlVL@?U@’]ﬂﬂ’]ﬁ‘iﬂ@uﬂ’]‘lﬂ?'ﬂlﬁ‘ﬂq?

v
o

ANAIANdsTRIgnATiuiaaINuate 7 evAtlsznan duldun dszauntsally

aRAAILANIANTBNEUENLATEYIARAS uiasdayaRu o) vizaudusiuarAtyny1109839ANIT

12 o

6 W Y o Y v o 1 4 o dl 1 Y a
1®1ﬁiﬂﬂﬂﬂﬂﬂ’]‘i.l’]\?'ﬂ\‘lﬂﬂﬁ‘vl,ﬂ’&ﬁ‘q\‘lﬂfﬂﬂﬁqﬁ]ﬁ'NLLﬂQﬂﬂqﬁluizﬁﬂ’éﬁ\?sﬁﬂ'ﬂq@ﬂ'ﬂﬁlﬁmﬂﬂ')’]ll

a

@ 1

Hendaungnn lunsassdnudnasdnsniuuaainaiandsldan feasldarunsndniingndn

v
WinaANaulaLazuTaduA s

2t lefifNN B9ANINITARIAAITHIAUDAUAIUTALBNINHATUNIN LNTIZQNAN

o A » =<

A & | Ay ve p [y , ~
@ZﬂﬁzLﬂJuﬂQV’]‘MQqVﬂ@?ULN@LV]HUﬂUWHVJuVI@WﬂIﬂ ﬂq@ﬂﬂqNﬂQWNW\?W@IQH‘ﬂNNﬂ’)qll

a

b

o oo

¥ ai ! o a 1 o va % A a a dl
AANNITNATANUNDAINHNANNLD Uﬁﬁ‘ﬂ’ﬂtﬂﬂiMMuLﬂiﬂiﬁ@uﬁ’]ﬁi@U?ﬂ’]ﬁ‘@’]ﬂﬁqﬁ‘ﬂ@i’]ﬁlﬂu

o o v A =R ' ' Y a o [ 1
HaANEAINNIINgnANEANNNINela danunaliinaduAusn wluszazanaun

u

D

¥
asFnsgsnauaziialsclominansilsznisfssialiil

% o a a2 v &

- gnANAZIeAuAILenTIN uarai1eANaAsinAnARenIANAITaI0IANT I

ERAdbA M)

“anatl A1699ANA, N19LENINIIAATA NALNTUALNATT, W. 32,

35 a dl L 1 v % % & V% !
IUTNA TUTNE LASATUL, ﬂW?HQLMHQﬂﬂWLL@%W@’W]Z&?W\‘l‘ﬂ\iﬂﬂﬂﬁuﬁmm’m

asialady, 1. 98 — 99.

% Fagmenii, 1. 98.



26

- QNANAYTNENIZANYTINIANT UAIETNAT NN WA BN ARaaIANT
1% o O yd” 1 ! .
- gnAnavdminggeseluy o uiesdns

>

nAnazlisaulusanisluwanvsalisunsunisdaudiunisanaanguaedu
= o o/ VY ¥ 1 1 &
1uzineniunduidaiaueuuziazdayasing < uieedng

- dunulunisiauedudvzatsnisungnAninnvisagnAndszantiuaindinig

o % ! . = Y @ o e . T ~ o
aFegnAnaalunnn Anedaudoiludndon 1:5 RatmazgnAindandanudnlanay
PR o a v oA ML v L & o a \ =< o
dane lufnAuAYTeeIAN TN 7 agudn ANUAUNUNITANZAAIALAZNTLTNE6NA ] 336
N9
lunendunu dranAdanndlunaladannananaldaiuadsns uanainazlu

a

a v A

d” Y a o 4 & al Y v o I g dl 1 R ' -lf v
TaRUAVTE LILTNNT Vl'ﬁiﬁ@ﬁﬂﬂﬁ‘mﬁlﬁ"]ﬁliﬂ A3 HQWUQW@H@’]WVLNWQ‘W@T@LM@’]% 78T 95

azlisadnviraiaeBaudensAnslnanss uindunansatiagis TnagnAn 1 Aw azuanivau

1 ]
1 al v a v KX ¥ @

A Y o ] a =2 o‘d‘ a o 1
Mﬁ"ﬂﬂugﬂﬂﬁlﬂqﬂj@ﬂ 11 Al mﬂimumimﬂmmﬂfmu@um TITBNAATIANNANIRCYNLAN

1
=

safiulillunndreuaraiisannui@amaunasAnsgana lungn

q

aa 2 =2 1 & 37
AFNIFATY ﬂ’]'lNW\‘]W@ul@ HNANAI

a9AnINIIAaIAEINITnAaTANNana lalfiugn A daenisinauevsedeue
AuAn liungnAlfaanistiniauaviredanauama liuignAnlaalnfudagnAnazl sz
AUAIANSaTduaasHallsylamingnAnldFulamauiufunuisusenansll denand

LAAIANNITANUANG

ADAAN = UseTomin sy

1
v =

Fununans

q

¥ Faapeniiy, W, 104,

% FagRenii, 1.100.



27

v T - ~ - S = v 1y
ﬁﬂuu@\‘lﬂﬂﬁ‘ﬂ’]ﬁ‘lﬂ@ﬁﬂ@ﬁNW?OW@%L‘WN@DM’Y]LW@@?%‘]ﬂQWNWQW@IﬂSLMLLﬂQﬂﬂWIM

2 wuane e’

°

! 1% =2

1. naanAnlselagdliungnArninau depnidscTaalluinid nunadg

a

v
Anuterlamivialusunisldaesae9@uAn 11U ANNNUNIW JULLLUASAN Y AN

o

UAINUANETBINTTLENU 8 auzihaadudauniadgulscTagilideansual 11

[ s dls./ = s Y a a v nI/ Y a d‘d I a % 2’/
NNANBULBDIATIENDUTDUBIDIANTHNARAUAN mmmu%ﬁumQuﬁmmmamumuu ]

a dl & ya & A dl 4
uqﬂ@ﬂmwwmmumnmﬂmumm@mwmuu

v
% 1 a o

2. meansuulignAn amsnels gnAtanaRulusainanadiiues Helas
Adl ¥ a o c Y o 1 QI A ¥ o { daly 1 oI/ A
M&veINRn T FaInsemiinasnetly Aa n1sansuuAInaIalisecliiiumeununInise
AulszTumivasdudasusiacingln
TnalnfudognAnazilssiiunmataindnadouil uavarianaladnilsylomin
Yo A 1 dl 1 1 dl 4 1 ¥ dgj al v KX a ¥ A a dld
lasudnanndngainanell guAiseulduigndnil AldunianaduAinseuinisia
AANINGALENas Al sznaLAaWiNl H1edAN N TRaTAANE AUATADININGILERAIEIIAN
= A4 o ey 5% P P | -
N1g9u1n wiraaunedudisagnusdaaannniiaixan gnandeslinala meznagvs

1 1 ¥ 1 1

o 1 dl a % 1= %
‘VNZQ@\WNT’]@'WLN@U‘J‘ﬁLNuLL@’ﬂNNWJqM@NﬂWlﬂ@@ﬂﬂ’]LLﬁl'ﬂEﬂ\?ﬁlﬁ

kY

ANANFATBBIANIINANUNENANABINNIENMENAR U AT BuATA1 19

|
a

Y Ao o a A = Y o = vk Al o
WAAINAATYES AR N19U9IQANNINETATBIGNAT SUNNIEDY ANFANNGNATLARIREN
3 a al QI Y a o e A a dl VYo a & dll £ %
DANNEUA ANBNLENAINNNTIENARAITTUFaLEN1 N b U TunnsUFunsesAnsialid

Y a = - VY 1y = o o ] = o Wy Iy
gnAninauianaelaiiu iessudasdnlafsiladaninasaniuianala duldun nagudi
1aAIINFBIN19289gNANBENIUTATIAINYNNEITRIgNAT UeATIaANslia NI lAdeya

o LN = s o 6 v u= & = o o = P
penanafaingduuunisfnelaedia ol A ldgAnsiunsandrAtyaeenisdinmn e
mwﬁqwﬂwm@ﬁé’ﬁﬁi@Lmuﬂqﬂﬁﬁzﬁ"uﬁuﬁmmu?ﬁm andary  (Uszmdlne) adm e
UszTemilaansssiorsum aaadn (Uszwalne) A Tuniaduuwimislunisiliuleng

v Y

o dl =X ¥ -dl Y a 14 o 4 %
mmum@lumemmmmmmLm@ﬁwm@mmwﬂummmmwmwwﬂﬂ AITH

dszvivlatugnAnlussazenasialy

¥ Faafenii, 1.104.



28

duiszaun1an1snann 4 C's

2t l9AAUANANNAIULTLEANNINIIFATA 4 P's NIHNAIINILAD NITNAIFAANA

anfuslnaunan (Customer Insight) vinlWduilszannianisnanaladinisimunlilan

%

?.'/ dl dl 3 a ¥ ¥ . A ¥
TUNTMLIUN9UTNIUATAYINABIN1IT99gN AT (Demand Chain) AB gNAY Funu AN
ATAINUAZNNIRAREAR4A1T 138 4 C's (The Four Cs of the Marketing Mix) Niazf@ad1nun

v
NansnnLleznauny fatl

o

7AnG wnnseslninauazany” lAnanans 4 Cs 190 iWunismanauuiiiy

4

¥ 1
UIN1TUALANFBINIITBIGNAT(Demand Chain) NIFAIALLILIEIENNEITINAINNEUANG
nelas (Outside-in) Wiuh 4 C's Aa
, v o o = o v
1. Customer Value aruAaznauliiudaanaazls Jaauazqnannalas

ildaJ ¥
Hrasianiserls

%

2. Cost to Customer gnAngiaunanelugaminlug uazisfeuan i lasunu

o v Y a a ~ va o - | o ' o o o
Vlmm’m@]ﬂﬂ’mummLW@L?’W%@NM% ‘Vi?‘ﬂ?qﬂ’ﬁﬂgﬂﬂqﬂ‘ﬂﬂﬂqﬂ@ZLﬂquﬂqﬁuﬂmuV‘!u
N19uaR (Price Driven Cost)

3. Convenience gnAnaunsndalaazaon Nnaynaan widudnnsnisanuae

P4

pNazaanlignAn HuaRdusiRsiuNIamATIAE A9z IgnANEBINIs

k1l

4. Communication N19AARBABANITUYNAILAZNNIRAAGRBAINGNAININILE

|
1y A

4 ¥ < [ o o/ % 49/ 2% 1 ¥
sasgnsias maadszisu lddnlaldauaznie vzeyaiuliiizes nasnaauuniiiniudisieg
AUBIAIINFIBINTURIGN AN

X - a A - My o =X , 9
UANATNY TANANRAFITIANTE AT. NILTNA TUTHELACATUS 1®ﬂ@qQﬂq 4 C’s I/L"JrJ’]

v
Y o

flaqiiuluganisaaianyadugnituazilasunszuowicdludann 4Ps 1w 4Cs  An

Ell

]
= ¥

avrtsznauynetinaiuliiEnsungnAniduuan InaEuAIENIIeaNLULAABAAUARLALDY

a

Slmg‘s\m@wmqﬂﬁ’] #ulsun Customer Solution, Customer Cost, Convenience LaY

Communication

&
o

“ang  wansesingma wazAne, IRM : CRM N13nanasdunug, . 25.

=

“nound Fusuniuazaniy, nasyaiugnAuazaain: a51989Ans AN

atinamtady, 1. 106 — 108



29

¥ ¥ = v=R 4

1. Customer Solution HHARAUANFBITHUINNAMNABINIITR9ELTINA Tng

u

v ¥
Y o =

nsRLAUA RssTuANsiaens e liauA T amnsae sy iandvraud ladloym

Tiungndn waznérAtytisaanistinauanunIwiaungnAn Tnaealauedudusaisniei

1 [ % |

HAUNNATIUTEINgaNINAINANAIsTanguitmNng iy AnlERwannlynsFulseiv
nsldunaenangderesdudviellsunsunisiudssiunanuianala 100% TaNNE

anin@alal

|
v a v A o

2. Customer Cost #nnisnaIamasidnladn ulifusineaslafududnnseiu

£
= Y a

ANAaINTLA LAY ld Mg Tade N aananan lfinanauvanala feiliwanzi3ing

a

v
o

v dal a v o dl Y a 1 -dl a v =
FAINNTTRAUA MITLALINIANNINNIZAN B;]‘].I?I.ﬂﬂ"ﬂZﬂﬂﬂ@qﬂlu?’]ﬂ"mQﬂﬁqﬂ@uﬂ’]uu K

a

[ % a A = o e‘ a a dl o v a dl dl 1 % Qid

ANVOUSWLABUTANLRNANTIOULANIE LUIAITNAALAN ""I LﬂEI’JﬂUEN\I‘]_Iﬁ‘IﬂﬂV]L?]'ﬂ’]’] “AUATINU
o ’ ?:/ o o dl o dgjw o I a

AUNINEGITIANENAZIN” 1 Mndsaaulllug atlaqiiuidaanseusuiamdlnalunnsiisms

A o = [ % dl dl o +% & a ¥ = o
AR “ﬂﬂitﬂUQMﬂ’]W YUSLALINUTIIAINYNAL” GN‘VIWGL‘M@\‘Iﬂﬂiﬁiﬂ@ﬁl@\iﬂﬂ’]ﬁ‘ﬂiﬂﬂ@x‘l

a q

v
v o Y

UszAnsnInnsnas e lifunuaias anividevlasugnaisnissiasanludainiaum

v
HARAUANLATAUADRIABENIGITIAY UANALARINIIRANTININ LT TnALaNFUAWANTY )

% % v A 1K 1 o [ % dlv a =3 dl
MIETIAT TU mm@mmmunuimmﬂiu AAABLUNINTIUUATIAT T ?ZQUWQU?IﬂﬁLMNIQVI’Qz

[N

3. Convenience  HHARFBINENEINAINELAUAIMTANNAUANITLINNT W

o = o

anunuazamanzan uilaqiiugsfadnisatiunisiaedensasigssuunaNnames

q

1 v 1 v 1
sringannIniialaalszlaniilunifafaLazn1sd9dma T9EINITNATIARAUTLHUNNT

TanauresinghuLazdudiaspdslaluynduney ludiusesiuilaneefiainnsndsae

v
| I a %

a % dl % dl ¥ ql/ ﬂij Y o a <
@uﬂﬁimunﬂLQ@WWW@QHW?LL@Z@’\N’WDL‘]JZ\]EILLLL‘]J'ZQ\??.I@N”@W]?@\1%@1@%1&1’1@\‘]1’1 ANYVINLANLFN

AuAuuilgmnaaaai luiian1sanadanaz lifaelinirsafanduan Muinifiuauay

v 1 1
o = o %

NITLLAIRINN1ITATLULNNTRA9TALAL NI ARIAUA1 DN L AN AN LAZANNAFAN178A

[ % a

v 1
WU ILNNeY  duardenanAunduliguitne azinaaiunisnszatadudnnasg

3
v (3 ]

=K K a Y oA v Y a Y v 1 1
'Wu\?f]\‘l‘ﬂ'ﬂLVW”‘\]'N"J’WQU?IJ’]ﬁiuﬁ@ﬂﬂum’ﬂ\?ﬂqif‘wﬁqsﬁ@ﬁuﬂ']WJEIﬂ’)’]N\‘I’]ﬂLL@&@ZW)T’]@U’]E%J

e

Do

elaen o anlafilénsiasnts [ufngsnalsvinnituazaandanilanaen 24 dalus Ty

3

taqiiugaiinisldinalulatinnainairenmenluanil g n1suEnisdaes ATM 2895W71A19

A9 I AnYInaan 24 F2lN999L39MTNIATAR YFANIIAITRRUAN AL TELL

v 1
wiladaidnnsetind  souvisuInnsdndenstinuaesannisansautiesng o Tnaedusruy



30
Call Center lusiiy  TaunungnAduiusaadLsm aeasuldatledsannuazaanauiely
nafuldndnaesgniiacldvinnintaqanszaneldwndnlldianiuising o Weglnd
UnamgnAannsonfuldnanldazaan 99m159 ineaaauaLeIANNAaIN19189gN AN TR
J
HINTEA
4. Communication N13XAANIsNLNANNIANLETHNNTAAA duldun n1gld

WINIUINE NITUFNNgATiuayY nslumannarnisdsyanduiug aduusiunisfuun

|
a =

dl o s a 4 ¥ d‘ ai & 4 dl % ¥ (=3 a
U I.ﬂﬂLﬂﬂQﬂU@ﬂAﬂﬁ‘iIﬁl‘ﬁuﬁlﬂQ@uﬂ’]LL@t‘ﬂ'ﬂNﬂ@@u”'| NAIANTABANNITARANTAVLUUDLNAATIN

©32e

neas aeAnsiefiassrlnszdins Wdynundisinaniiuase duaznaliiiaaanudnla

)

[ %

a A a dl & % = dl % o % % 1 a6 ¥
HAYTALNAAINNAIANINNGULATBIANTABINANLAENNIFATINUNNARUAILGNAT 11 NIl
WININUANE %qwmmmf]ﬂ'ﬁuﬁﬂuﬁﬂﬁm:L%qa;ﬂm;ifmmr]ﬁifﬂ@ﬂﬁﬁ ATAUINNBIANTAIT
wlaiflufanssudaasunisnaiaiaiainaianuauarlminaudulaungndn wu nis
Lmu@@mﬂ?:‘tmﬂufs@mimﬂﬁluﬁﬂwmzﬁqLﬂum@ﬂ?ﬂmudqﬂé’ﬁ AABAALNITLTNITUAY

N o o Y o o o A ¥ o , 2 IR o
N19UNERENIFBLID mmmmmﬂqﬂmmuwuﬁmfaLmhﬁmmmmqﬂmﬂmwumw
Wufy wanuilaaniATaaNadad1suasNIT8LaINN1IAAALLLLA Y I LAY BIANTE

¥

¥ 1 4 dl A dl 1 o 4 I ya -t dl dl
anTnaienurIfaeATaslanisaeasy iyl duldun nasldeumediilninededeya
wazdnnasiungugnAiunnalaansslusndsuazilutdeanisngnArannsailaudays
INLINLALITNALNALEe3ANIREN93IALTY

anatl a1r99Ana ™ ldna1aiepnuinaadasnes 4P's uaz 4C's 1491 dounan
nnsnanailsenaulidag P 4 6a Aa Product Price Place uay Promotion  luangisn
¥ o A dl A dl ¥ Y ia a 1 9}&9/ % i/dsj
199518 uABLATaINENNNIRAIANEane I d e nEnaseTe uhdnedluatnI1esEe
sasianIanIsaaansazaulifun1seanuuulidsneunnidsslaniunignAn Robert
Lauterborn Ieuuelild 4P's danfiuldfiv 4C's 203gninlunisaiedounann1enisnain

o

N

=Dhe

“ anad A1639ANA, N9LEUINITAAIA NAYNTUALNAD, 1. 63.




31

AN99N 2.1

LAAIANNNANRNUSIZUING 4P’s Uay 4C's™

4P’s 4C’s

Product (WARATUT) Customer needs and want

(ADNNFBINITIRIZNAN)

¥

Price  (31A") Cost to Customer (£114%)1)
Place (129M19N199AR11LNE) Convenience(AMMNAZAIN)
Promotion (N389L&3HMAAA) Communication (N13424173)

AtULTEVNUszauAINATA e LTENNAINIINADLAUAIAINABINITTDY
1 2 1 o &V 1 Y v dll dld a a
ananldeetlsendauazlinauazaanungnAnsaanisdeansidlss@nsnin
a o [ o o Y & @ R o o [
131 aeadn (Uszwdlng) anfdaldidaduisannudidguazanuaniulunig
FOUALBNANABINNTINAAT AN NIWa LA TN AR ERiY
aglgvhuandoutlszannieniaans 4C's nnifunanlunisaniingu
TININNIN1IILATITINNTANTUINULBIUNUNGNANENAUTTRILFEN aeaAN
Wszwmdlneg) afparnudIin1aHuaIUANNYAN 4C's Aasalilil
1. Customer NIABLAUBIAINNABINITUDIGNAT
WHUNgNANANR US89 aaadn  (Uszmalna) afin Tilqmsananelu
o a dll =3 v | [ % o a dl ] o 1 d”
nsafiunsiienauauasnuianelazesgnAdundn Insaliunisizessinefsialli
- nsaeuaNtlaymlunnsiuiinindussas o
- msdpgRanistTinsuazacuaN kW an lusyLns
o aa v 1 a ¥ 4 =3
- len@TiuzdnENIAAFRenaasduA LU lEwLaY
- ngmmadeuuazsenudayalignAmaunewinluud il
- nsausugnAn luns 1 liwan

- mseusugnAnlunisldTsunsusing < lunaspaupuldnaan

43 A = o
LTRNLAEIIN.



32

2. Cost n13anenldanelignan

ULHUNGNANANRUE199UTHN aeddn (Uszmalng) andn 1ainnsaniineu
dl £ 1 Yo o a v 1 v o a dl 1 o 1 d’j
WeansuuiazAn A luntsautinauliuigndn  TnaniiunisGessig o destelyi

- angResallsunsuHMS TagluAnallgane

- nseesalisunsy EziTrakipe ldAnen1dans

- nsudlwdenuan Tsunsy TasluAnanlgans

- nslenansECDIngldAnAN 1Eae)

3. Convenience m’mmmnammmqﬂé’w

o

UWHUNQNANANNUSI991TEW aeadn (Uszmalne) a1in THinnsaHinu

' ¥

N o a Dy o a &4 o X
WanAMuazaInaung lun1saivauliuignAn Taaa1iunsisassng i mmiﬂu

a
1

=

¥ Y a =X
- nsuntlymisaliiEnishanuung
- msud Ty laviuviom

4. Communication NN3AAFaABANITLGNAN

o [ a o o

WNUNQNANANAUTURILFTEN ADaA Uszwnalng) an

o

val [ a
[ 1mmfwmmumu

|
= % o ¥

\WWeRnsedaansiugnAiaaiandniusuazandnladuniugnAn  Tnaailiunig
389519 7] Agstel
v dl = = a o
- MsNUUEgNAAE NI HUNLTEN

- nsldTnnsdeyalua o

'
a a

- dselamianndayanldiuainaedaiaw (i Tudos W)
o a A o ~ 1% ! ! £
nstuAnngiuNIaaidsznaudaadautszannianisnainsing o unld
lunsdnmasstlinaliidnladenanudasnisiuiasaaasgnandunaninatindoullsvan
n1anann 4C's il lunnsisziinannuienalazesgninduaziilulsclomisialllunis

[ a

ANHUNAENENITLIILTN I LGNANIINTINNIIWRWITZULNITLINNIN TR ATBILNWNGNAN

o [ a o [

AuNufUa9L3EM aaddu (Uszimnalng) anfin %QLLNuﬂ@uﬂﬁ’]ﬁmﬁuﬂﬁﬂﬂﬁﬁﬂm@\i 4C's 31 14

dl ¥ = 4 a o & 1o a o
LW'ﬂ’&ﬁ"NﬂQWN‘W\‘IW@I’Q‘U@\?Qﬂﬂ"]‘ll'ﬂ\i‘].l'j‘ﬁiﬂ/]lﬂ'ﬂ%l}ﬂﬂﬂﬁ‘ﬁ%ﬁl@'ﬂﬂiﬂ



33

aov aa £
NUIERNENEAIURDN

AFARLN WINFANA" ANMIEEY “CRM: N19Li3MnsgnAduiusyalus (Customer

]

Relationship Management)” NselAn®1 1310 wamanud auind wefia adn (Wunaw) Ins

Anw NMsLTUnsANANRUTI09gNANaeAnIgIRatINi I lun19L3MsdANINLENN 9T
4 % 3 =2 1 ¥ % [ QI o |

ATATNANNABINNTTRIGNATBIBIANT HANTTANEINLINg I udayagneATludeR il

ANUFUN1991AI TR BINNINUTATIT0I9N AT LAZHNLAUARUAILAZLZNITATIAN

6

ANAIBINITTBNQNAN WFIZNTLTMNIgNAGNTUSARNTsE ngnATuAuENAN

a

'
Aaa a !

paang asanaisdny” Anmdes “adunisdeansnismanniilananasenisiden
Talnadwianeudl naiAnmedniindeuiiszuuianes 1800 MHz" wudn waliialunis
”L%Tmﬁwﬁm?{ﬂuﬁmmmjuI?Tq@f;i’mﬁ'quslmyi’fu fiauseanisldrzuuinsdnifindeniiszuy
winsalyl faamgnadn Tdudunaiuiu adliFeanailAsumnaaa insfwiiadewuilusl

6 o

X o oa o 4  ddey o X 5 A
uananu mu@mmummimﬁwmLﬂ@@uwﬂ agifaasalselaniluntsldaundne

'
= o

Uszufinnan AnININTINIILENINA Haduutene uasflunueniy uazhdnAnypa €
g/ lutaedudinnisane
A o amoa 46 VR ~ o e M7 ! =
gNIItd AANATAA " IHANHIEEY “ANANTUSIEMII9N19R0ANINNIARA

o = 14 Y a a o o
m_|mquwd’lwmqﬂmlumﬂummmmﬁmmiﬂmﬂﬂm 1A (NU1T1) TuLam

“ pRamun wanskna, “CRM : NaLismsgnAnduiusealud (Customer
Relationship Management),” (miﬁwuﬁﬁmﬁm ﬂmmwmmmmﬂl,@:?q'@m@mmu
NWINYNAEITTTNANARS, 2544), 1. 40.

* paans asanaiaIny, “Tademsieansnisnanafiiavsnasienisidende
Tnsdnyinaewd nadlmnmn nsdwiAaeufissuLAanas 1800 MHz,” (g Hinus
WO ADIZANIENIANERSLAZRRANTNINTY UM TANENF ST ANGRS, 2543),

U, UNAALia.

© gwaedll SAARIAA, “AudiuSIzwINNIReg1IMeNIemAAT LAY
wenalarasgnalunisliusnisaesinamansineg ain ((Wunaw) Tuaangamnamiuag,”
(PN INUTNI TN B AIZAN AN T AN RS LAY AR AN TUATI NMVENALEIINANART, 2540),

1. UNAALD.



34

NPIMNNUIUAT" WU NENAatafluwaTie 217 AW AN 183 Au dqulnnidany

lutiag 26 - 35 T AnnsAneszsuRynise deznauendwndneuudsnieu selda)

u

Tugiae 10,001 — 20,000 U Haaunwmlan druiuaniunwluasauaiaiuymsmaiu
wazdawIuaNinluaeuaia 3 - 4 Au nguenadvdaunnlduInissuAn@nsing

TR (NUNTW) LAAUAT 1 — 5 A5 9ullnld 1 — 5 T arauauauianidusnng 3

o [ %

811A13 AuFungAnssuninilafuditasmianisaaiangaiusuIA1sn@nsine A1n

|
 a a

([vw) euAeNaaty wudn nevimd ludenidirailaduninign doudaianiziani
4

©32p

| o 1

a o dl A rd‘a o o dl all a o dl
wentaiuninngane lawmeinnaluganan dmiudeynnanngustatiuilaiy winngn
. WA
AR NANLNAWANDUTNW/ANEUFINI Y

Tudauaaanisdnssaumnuianalalunisliudnisaessuinisngnsng adn
(Mu1aw) uaznisdaseauaniena lalunisliuinisaaswiineusuiansgasadnann
ANTUZLRNIZVBIFTUIANT 12 UTTNIT WAZANBIUZIRNIZUBINENeY 9 Uszng Teaiiiianng
o =3 [~ o A d’ U v dl
Taaonuanalasenidu 5 szAuAe NNNga 11N diunane des uartiasngs wazann
maﬂa‘xmmmﬂmﬂgﬁqﬁ AN ala luA N T IeNIZ18981ANT 12 19213 1) Ng
iinsfiauddatesildaigla daulugfenalannn 2) fudnsEdufinseminaana
¥ 1 = a o o = L) = o o
Faang daulugjianalanan  3)  gduuunisuznasviuada/dnistinmalulatyiuasiang
Wisnie danlugyianelanan  4)  Wiudnissamdariula/lddesseuiwangluuunig
Wignisazaon aqulugianuisnalalunare  5) dnsaenuEnisgnnen doulugie
nwalalunans  6) AReuladusanidanndn dowlugdeanalatunats 7) ARewlanis
vsnsiasi dselemisegndn douluniianelathunats  8) Hiszianaesudnig

1 =3 a o Y a 1 =

nannuaie doulnjivnalannn 9) anuauatanliuinisuan daulvniienalanin 10)

1 R

ginsniusnislidadesies o daulugienelanin 1) apuisensnazmaan daulunia

o

walalunans uaz 12) Annsuanaedadny/aesdidie/Aansenisnasnalse laainasgnan

811AN9NANT NS AR (NunTw)  daulunianalalunana

nefunnsdmANfanalaludnenizsianzreaniina u 9 Usznnmudn 1)
THsN9snaANnsRasady daulugianalannn 2) Adsendelussuazragnmaauiian
dulvfitanalanan 3) Wanudasimdegniidediteasdelunaldiinisesaiuiues
douwlunitenalanin  4) wilnswwsisnagniniGeias doulugidannunanalawnn  5)

v a ¥

wiinuinisdszarunuligndnm doulugianalanin 6) HaruenlalagnAnunld



35
a e R | = = A Y a ) | =
1EnNat1eiaie aqulvninanalannn 7) Apanamaanny lunislininig aaulunjnanala
wn 8) HAarwnsavilungsziovvessuiasdonlunienalaninuar 9) wilneuinm
AuLanasie/ wiinauLsnidnuaansn litEnised el lumsan dowlnnanalalunang
WageaunudwiAuaf lunnslduinissunatsndanslnaands (uunew) faatredaulunamn
dluFasay 74.9 maudngauldusnig
A miunansgaulaNNAgIuNIgide dengasil
a ¥ dl o 8 ¥ dl Y a dld
auuAgIuden 1 AnwuuznivlszainsAaniuesgnAnualduInsnd
pNANRUS A NanalaasgnAn TunsiuENNsIa9sRIANTNANs g AN (M)
1 szaunsdne Tnanquindinisdneduilsenndnm daneaaninuienalagendingu
dld =2 ZJ/ = ] o rdl % 1 = o
NN BT deudnenieniglszainsaiansau lawn A ane o1TnNuan uaz
eld anunnansa annunnluasauaia wazanwauauninluasaunia Tdlauduiug

a ¥ dl o '8 4 dl Y a a a
auuAguten 2 AnwuznivlszainsAanfuesgnAnualduInsnd
pNANTusAUANRInalasasgnA luntsliLEn s raanineIusuIANsndnslne arin
() Tun AkazszaunIsAn InanguinATialaAeagANNanelagandings

1
oAl

= oAl = & = = = = ! = =
INANEUN waTNgRNRNIsAnETuLlsvaNAnEHAIRALANN NN TaganIINguREnIsAn eI
?.'/ = ! o o‘dl 1% ! = o ¥
TuilEyaes daudneuznivdszainsaiansau ldun ang ana@nwuan seld aniunan
ansd anuNNlUATaLATY warAuILANITEN luATaLATY THNLINRANANRLE
annFguden 3 woAnssunslduInIssuIAsiA AU LAY NINe A
199gnAnTunnsldiuInsrassuIAsn@nslnaarianuiay wudnaanuesaislunisld
a o dd‘ Y a a o o o dl 1
UTNN95UIANT AU IdUTNN9sUIAINANTING AR (W11TW) warAUAUEUIANTT 1 L4
HauduiusiuaunswalarasgnAlunisliusnisaassunang
a ¥ dl a Y a = % [ =R
auuAgIuden 4 woAnssunsldUTNNIsUIANIHAINAN AU LA NN LA
293gnA U TiLENN98951ANINANT Ine AR (NUNTK) WUFIAUIUS WA I LENNg
= o o o = ¥ Y a o =
suIATHANANRUS LAY NNINe lagasgnA luns UFN 1 sTRaningusunAng Tned
o o oo J ¥ £ a o Y o I A dl % Y a
pNdNRusTIuwAaui e luiAnmsaiudniy nanake WegnAtlduEn1suatauAns
IS dl =< ] 1 :j/ Y Aa o dd‘ ¥
azilAaatANianalaanas daundndesaivlunislduinissuiansuazanuautln g
13nN195u1ANINANT e Arim (Muna) TR NANRuS
annFguden 5 n1sdea1mmanInaInNuResng 9 AdNduiusiuAdy

=R ¥ Y a a ° o !
wenalaaasgnAnlunisldiznisaessunansnansine a1dn (Wmaw) wudd



36

5.1 N2 TA5UAN9419N19NNTRAIANENAUAUIAIINANT NS ANAR (NUNTL)

o

1 dl 2 1 o A a o o 6 o =3 % Y oa
udenaatu laun wilsdefinniaonduiusiuaouienalazesgnanlunisliusnisues
su1ANINANgIng a1in (W) Tnanguieentaiuinnansmien1snannE UIRAa WNWK

1 ndl = 1 1 d‘ 1 a o ] 1 dl dl 1l o/ [ & o
AadzAuianalagendnguildinaitlafudnaans doudenatun iAo uduiugiu

= v v o a a o % v 1 (%4 e
prNNIna laansgnAnluntsliuinisaessuiansn@nstng anfdn (uunaw) 16un Tnevied
e LATUALAN9/ANIRNT

5.2 N3 TASUANNE1ININNITAAIANERNLSUIANTNANT NG ANNA (NUNT1)
tudatanizia taun weudne i wiulddines Rs1/ATeauuIgsuIANT LAY WaURL/LEY
a0 Hanuduiusiuaonunanalaaasgnanlunislivinisaessuiaisndnsglne anmn

(Mur1aw) Tnenguitaadlafudinatsmianisnaineiudaianiziaman il Aeat A
= I 1 d‘ 1 o 1
winalagandnguinldinaiutdnaans

5.3 N7 TASUAN9819INN9NNTAAIANERALEUIANINANT N ANAR (NUNTL)

dnudayana 1AW wWe/ud Yas/manu waswiinausuIA1Ina@nsing ada (Wunau) J
A ANTUEAUANNIna laaasgnAnTunisliEnsaessunaan@nslng A (Wunaw)
TnanguitipailnfudnaatsnisnisaainenuaayapamaniiAeaaaduianalagendn

e N A Il 4 . -

nguildaentladudnegs dounisitlafudnngnsnisnisaananasfiusuiaisndns e
o o . oAy e SO0 S TP 4 =
AR (NUITU) HNY B/ N/ Tee e uANe uT WA UTINIIU wazyARRRY | il
AHANRUS LAY NNIne laTasgn A Tun g liiEN s Bess I ANINENgIng AR (Hune)

annfgiuden 6 nisReanmianisandudesiie o davnduiusiuaany

=3 % Y a a o o 1
wenalareagninlunisldiznisaessuinnndns e anfn (Wnnaw) wuan

6.1 N2 TASUAN2E1ININITAAIALAEIALSUIAIINANTING ANAR (NUNTL)

o o

1 dl ¥ 1 v a a o=l 6 o =R ¥ Y Aa
NIURADNINTU llﬂLLﬁ MUQZQ@WNWNﬂﬂﬂll@NW%ﬁﬂUﬁQWNWQWﬂT@‘H@Q@]ﬂﬂ’ﬂuﬂ’]ﬂﬁllﬁ‘ﬂqi‘ﬂﬂd

1
A a

sUNANINANTINg Arin (W) TnanguneelafuinnansmIenIIaaNAE WA NN
1 dl = 1 1 -dl I a o 1 ] -&I dl 1 [ [ 6 o/
AaazAuisnalagandingunldiraidlaiudnans doudesnaui ldimonuduiusiv
= v v oa a o o v 1 (%4 e
pouana larasgnAn lunislitsnisessuinnsndnslne adn (Wunaw) laun neviend
e UATUALA1/ANIANT
6.2 N7 TASUANE1ININNTAAIANEIALSUIAIINANT NG ANAR (NUNTL)
1 dl a ¥ | I & dl' ' o 1 a =
dnudatanizia o wluldaines #e1/ATeauN8au1IAnT way LEURL/uRWlaq |

[

ANTNANNUEG ‘Vummﬁqwﬂﬂwm@ﬂﬁﬂumﬂﬁﬁmmmﬁmmmﬁﬂﬂm ANNA (NUATU)



37

Tmﬂﬂ@:u‘ﬁ'LﬁmLﬂma‘?uﬂmma?mqmammmﬂhu?ﬁlﬂLfaww:ﬁ@mzq'ﬁ‘f:ﬁml,@?qlﬂmmﬁawalfaqmdﬂ
mjuﬁimﬂm"mm@w dounaitlafuannaismisnisaanaduweiuiinedn iAo nduiug
AumnisnalaresgnAlunislisnisaaswiineusuiasn@ns inasanin (i)

6.3 naTlnfuI1aNMNINNIRaNAREYA LS ANINANTINg S1AA (MWL)
muﬁ@uﬂm oun wilneusuiAnan@nslng ain (Hunaw) Fpnuduiusiua el
gasgnAnlunisifuinismamiineusuiaisnansing a1ia wnau Tnanguileedaiu
1198139 19N1TAAARILNHENITUTUIAT ﬁﬂ'qL@?}Iﬂﬂf;’]mﬁqwa%@ﬂdﬂﬂ@juﬂmmLﬂmi?u

A9Un17 AT E1ININIIRAALNLITUFUIANTNANIT NG AR (NUITW) JIW We/uu

v 5o

a v o o by o ' = | o
‘qu[?]?/ﬂ@’]u EUNE/N/URL LNAW/LWBUUIUW/ANAUTINIY LAZHAANDY ° 13~INV’]Q’]3~I@NWMﬁ U

o o

prNienela aasgninlunislisnisresminausuiasnansing aain ()

Y o o o

ANsH BENee” THANHIETEN “NAgNENITLTUIIN A ANRUSTRIUNUNDINNS

dl dl o o ! 14 . a Y o o
waztAraeaN s InFmdud ngamw wudnlunislinagnsnisudnisgnAnduiuglunng

1
Y A Y a

y ~ y 4 B
afeanianalalignAinunl9uinis aeqununeinnsuaziazednn Taeuwsninsadud

ngamn e NsliadudrAtyiugnAniugudnaisasagsia (Customer-Centric) gty

L a a Q

1% =

nisliusnsnidudaudouazaireponuivanalalunisliuinisuiniign dandneuisly

v Y a v Yo o a oA = [ % adl Y a dl
ICAULUINNT TEAURNIANT LL@%?%@U‘]J{]UWT]’]?‘H@\?LLNMW’I AUANNITUAZAT bN1T IILITNN9T

u

Y o [

funagninisuinsgninduinsineininsguuazimuassnlunislivinisininueau
TneTssusslumsaivsadudiflunan soudunisliznisgnAnnnaudasauminineuiv &

1
cal a 14

o Y 4 o XK & 4
nisnaunisiuiuardszaunisninalignAn InanisAanileasAdsznavluninsan 19
o o o a ¥ =2 o Y a dl dl
ANANARYALNTIUTMNITRY A sondantinaugliiEnie mdayniuazglassainulunig
usnnsuaznisldnagninistsnsgnAtduiusaasununy anisudtlyminingzuaunig
o e N, O &, PR o y .
wardumaundaiauneinlignAnunldusnisiiaonuanalaninign uazai1aanusing

UBIQNAN

|
o [ G

TNl IFANDY, “NAYNENIILEN TGN A ANRUSIDIUNUNAUITUALLATENAN
TosusnTFdudngamn,” (TasenisiannzyARaumTigin AnzaNTansAansLay

FADANINIATY NUINLNREFITNANERNS, 2548), 1. UNARLID.



38

LA gAuaatade’ AnwnFes AnnuiswalanesgnAnsanisuinisresdudian

q

eai1aduud e Tan 90 udnd arangassntl” adnnisAnnuda 1. gnAnzesdudian

q

naaf9gmus nalan w0 udnd anagassrtidaulugiiiugndlud aoruninansaudo

[ %

o = L = A v o a a = o o '
?:ﬁ@j.lﬂ’]?ﬂﬂ‘]ﬁf"lﬂ%ﬂ/]?:ﬁﬂﬂﬂ?ﬁyﬂéqm?ﬂ?ﬁﬂ’ﬂﬂ@qﬂjv\lﬂq?qﬁﬂq?/?gqmqﬂﬂ@ N?qﬁlllﬂlﬂqﬂqq

10,000 LNAALHADL

2. gnAndauluniinigmnaununisganiainiting IdusnisTuduwanfunningaie

q
¥

AuAndynndasRuanldnanlunisgeduAusazaia 31 - 45 Wi ArldaneTunismaus

v
o

OI 1 a 4 dl A d” dl A G A 1 A da’ £ dl A a
ATATIAINGT 300 UM AUAVABNTANINVIAAAD LATRINATIN LABNTAUDLNAAADLETIND

C g 4

4 ' [ 1
anAndoulunfdedudnlilinaldlunsaunia avnhaedusngudiannead1ediuusne

Tau 21 udnd a121gassnl WesandudnlduinsgaulnmnIn se9asnAaNAWAN

1Y o 6 o ! 4

wananuIuNIn gnAaaulnnFanaudiannaaiisdmus nalan 10 wind ana1gassnil

v q

anntleTann

L v

3. gnAndauisnalasianisiEnisresduiannaa¥isdius e lan wndn
(=3 ¢ S 1 o ¥ 14 Y a ¥ ¥ ¥ dl o
wiind anangassll aglusziunin 5 duldun AuBuAn Ausan Auanuiuaznien
o 1 1% ] a ¥ o = = 1 [
AU FIUN1IAUETHNNIRRNA AUNITNU uaziavuienalaagluss A unanalu

ANUNTZUILNNT

%

annaai1ediuus inalan unin

o

4. gnAnifaonuivanalasenisusnisguds
< = Py = o o | | % | i =
wilnd a121gm3snil lusuaniunuaznizdnsmiauinndignalud uilanianela

% ¥ 1 % 1
ATUNTSUIUNITUBENINGN CRITEEY

' %

5. iy lunisldidnsaudianneairadiuus inalan 11 udnd ara1gnssnil
TINTAIVNA 6 A Tun n19FaTIAAuAnge AuAnliiaen iieana Aanssu dadsunisane

'
A a

Tarnaula wazAuuztnflasuldun@ane duA1nsaanisildasy nasilaandusivanule

ann lingudayadioansiu weBasarsuaaudrdnysesiloygm 5 dusu gnAndouwlug)

1
4

(=3 { ?\// a 14 | o o dl A a a ¥ = 1
mmﬂﬁtymma?mﬂmaumggqLﬂuﬁtym@umuum ?’ﬂﬂ@\‘im’]ﬂ’ﬂ’&uﬂ’]‘ﬂlﬂ’rNﬂ’]?ﬂJlelﬂ?‘Ll

! %

“siuA gAumtade, "anuianalareignAsanisuinistesduiiagnaaia

q

G lne lan unim wind ara1emassll,” (Tasesnisianizyapauvniuge

ADLELIINNIEINA NUNINLNALNUIANTATN, 2546), U. LNARLia.



39

AuAnliaanllesnwe ldnaudeyadneans Aanssudaaiunisane lliaula uay
o o dl Vo [ dl A o o
ALz laFu e de auanay
=K 9nl/ d’jd 6 1 a Y o U % d} o [
nannsAn ATtz Tamisaganaddanneaiedeanunsntinlufluuwuwanigly
12 a =2 Qzﬂdl ¥ a Y o ' 1%
N3 NUNWINUAIUNITLTNNITIN DN Fasn19azsenaugsnaddanneaienasnauily

v dl a v a 1
doaumanalsznaunisiatsauinissindulalunisawusia il luauian



	ชื่อเรื่อง
	หน้าอนุมัติรายงานโครงการเฉพาะบุคคล
	บทคัดย่อ
	กิตติกรรมประกาศ
	สารบาญ
	สารบาญตาราง
	สารบาญแผนภาพ
	บทที่ 1
	บทที่ 2
	บทที่ 3
	บทที่ 4
	บทที่ 5
	บรรณานุกรม
	ประวัติการศึกษา

