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ABSTRACT

his study aims to investigate the prominent role of product price as a moderator that
determines the relationship between price discount and consumers’ perceived value. Three
hypotheses are proposed in this study: 1) the influence of a price discount on perceived
value, 2) the influence of a price discount on perceived value at different price setting
scenarios, and 3) the influence of perceived value on purchase intention. The setting of the experimental
research in the factorial combination between variables of price discount and the alteration in product
price is used to ascertain the result of this study by nine different scenarios as presented in
questionnaires. The questionnaires were designed to examine the expected differences in perceived
value by analyzing from 270 consumers’ responses in a randomly selected hypothetical situation.
Two-way factorial ANOVA and linear regression are also applied for the analysis. The findings show that
perceived value is affected by the price discount. It is clear that the more expensive the price product
is, the better perceived value is. Furthermore, the increases in perceived value lead to a higher purchase

intention.

Keywords: Price Discount, Price, Perceived Value, Purchase Intention
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1. Unu

lugalaniadad §3ian1e 9 dn1sudsduiuandu ienazegsenluaningsnanidnisuysduag19gunse

]
¥

nagnsnuniseaialagnldidunislufanssufidrdglunisiuselduazgdlagndliungedudviosuuinisves
HUsEnouns n1slddiuyszaun1an1snatndesindedadenisinunisimunsinn Bandue ¥eamanisindiviieg
wazn1slUstudy (4 Ps) NiUseAnSainlagneeusuetaunsnaledn aunsaiuseAuaAIINaINITanIg

nsudetulviiugusenaunIsiIuneenYIelarn1sTUIAMAYBIgNATILINTY (Kotler & Keller, 2012)

'
v

miﬁ?ﬁwmLﬂuuﬁﬂuﬂﬁaﬁﬁmmmﬁﬁmi A3N1T waztnniseaiaasiiauaula desainnsdesan
funnzauduosdiusznouiidfiidmansenusofuslaaludedaing enfivu ns3uiaan (Perceived Value)
mméﬁgﬂmﬁqwqaﬂﬁu (Behavioral Intention) Aanufiewela (Satisfaction) wazmiuAn@ (Loyalty) (Dodds,
Monroe, & Grewal, 1991; Harris & Goode, 2004; Shukla, 2010) lasiamgnissuiamentuiiauifeites
Tagnsafuiiadodusan SsdnivnnmsuasiivinwmessialaliduuzihingUseneunismsazdmuanagnsdmsy
mMs¥nwignin TnensdeweuanAfiviieninguidliiugnd idesainauaiiignAildsu (Customer Perceived
Value) (utladuddyfuniounisiadulade wazN133N¥1gnA1 (iang & Rosenbloom, 2005; Zielke, 2014)
nsfnuasimfmngansadanuduius fuiilsvesgsfadewuiu a1y nsansiaAudiaunsois
arwdaanslumsidianlduinisuesgndn (Anderson & Simester, 2003) anuddlafiazdedudn (Bayer & Ke,

2013) wasiuANaITlUNISHYITY (Grewal, Krishnan, Baker, & Borin, 1998) wassuaivants wusy

o '

INMINUMIWITTUNSSUAANwIALItuTadasiusIa eI nssuiaman Wuduusaunansiifiaiy

a

ddnlunisdenloaszning dvdwaveanisfuism (Price Perception) fidarolddnudlate (Purchase
Intention) (Xia, Monroe, & Cox, 2004) ms3uianamnsaliaumnelddn Wunsuivefuslaafiinain
nsiisuiioudsléide (Trade-Off) semine o3saUszlovidilasu (Gain) uazdunuilazfoudsly (Loss) Tunisld
1NFaEUAIMTOUSNSAINa1 (Dodds et al, 1991; Grewal, Krishnan, et al, 1998; Monroe, 1976) azifiulain

£ o

HuslnavzSusnmAiuTy Walwnsuinun nluduamiausnmsiiiudu (Perceived Quality) nsesuinisande

e

=

flanas (Perceived Sacrifice) lasmsgaudsUszneuiie nmsgadefidusitiu (Monetary Sacrifices) uaz
lailfuiidu (Non-Monetary Sacrifices) (KORDA & SNOJ, 2007)

PnuIRaTInanITndrnssuaumile (Alford & Biswas, 2002; Bayer & Ke, 2013; Yoon, Oh, Song,
Kim, & Kim, 2014) lgfinsAnw1dnswavesnisansian (Price Discount) emuin nsansimdssalsiiinigiug
AUAMANAY wagnsiuinsgadeanasiouiu Feazilugnsuasuntasnisiuiaue (Alford & Biswas,
2002) aznuldinsansiandinansenusenisiuiane deuniiindvinig Yoon et al. (2014) wene1ufigaiiin
AT UrFen15anTIAT dINanIENUABNITTUIAMAININNIIN HANTSANBINUIT N15anTIANHEanSna
wnnTINSRuAMAIN (Yoon et al, 2014) dslfusuifeddadunisdnudninavesnisansiaiideuade
mMssuane agrslsfnamanisinuiarudiiusseninansansaiddenisiuinuen gnnuindsliaenndeaniy
nanfe Ttadefduiidmareruduiusiingn enfiu Ussinndud Ussamiud anmnisuddugnamngsy
Wudu (Chang & Wang, 2014; Grace & O’Cass, 2005; Grewal, Krishnan, et al., 1998; Monroe, 1976)
Feideanfgufisini Sviwavesdiuansaiiirenisiuinmuaituentasiutussiumavesdud (Product
Price) flumnsinefiu ofiu fuslarenasziuinuAangdiuansiand 10% unnsinsdy TududAifisin 100 v

waz 1,000 v Jusu
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N1sSUSArUAI9INEIUaNSIAT
lus=AusIAauAInINH WNU

faduanAteiyaduinudvinavesdiuansia Afronisiuinmalusazssdumeiuaniisiu vl
nadnifonidsde n3fnwvidulssedusadudlugiueduusiifu (Moderator) finesiivuadvinasin
druansaiidsluinisiuiamen venand suddedsdnvifinduieaty Sninannnisiuinuaiiidsellg
Amudilate Lﬁmmﬂ;:Iﬁimﬁzﬁmwéign’lﬁ]%yagq%ﬁLLu’fLﬂuﬁaséf@%ﬂa%@?ﬂuﬁﬂuamumiﬁiﬁﬁaLﬁduﬁ’u (Sheppard,
Hartwick, & Warshaw, 1988) Bnviausgleniiannisidendatasfummdiigussnounisanunsofiosinuanagns

A158A51ANNLNNL AN ULAALSEAUSIANAUAITILANFNGTY

2. NUNJUISSIUNSSUIIa=auuAgIuUNISIVeY
2.1 3nswadouansiAniron1sSu§ArUAT

ns3uinuAnlisunuaulasgrunsrasaninivnislugaasanisseil 19 Tnsenngluissanssu
MABITosfUN1TUINNG (Harris & Goode, 2004) lasifunis@nwiAsifuanuduiugszninanssuinaan
arwdilate uazarufienelavosgndn Sefuilnranunsaiuianalussrinssuiunisresnisldan (Acquisition)
nMsA NS (Transaction) Tuvagldau (In Use) %3on1slanou/nst15gAu (Redemption-Based) (Harris &
Goode, 2004) M33uinuAasalriddinmmIndunsUssidivesafivena Jauansfensianafnaidoszming
naUselomifiagldsy (Gains) uasdeiiioudsly (Loss) (Grace & O’Cass, 2005) lunsdernsduduazuinis
nsfuiquaAtaiunsagnussfiuldanmsiuiaunivesquaindudt (@aiigndildfuainnisuaniudsu) uas
Argaydeiiosaarlu Ssruiadafeiiiuiudenlildfitu Gagnéasdesondnglunisiazldfuduazuinis

[

1w (Baker, Parasuraman, Grewal, & Voss, 2002) fsiiusimaunsagnueaduiiuatndfyvesnnugayds

)

M9UNN5EUYBIgNAT (Shukla, 2010)

1 |

nsmansaliglansansian dadunsdviimomnisfinenisdibvinatenisiudame aunsagneiue
odradeulosde 3 nquidsie noufszduresnisuiuf (Adaptation-Level Theory) wagngufinisgandu
wazaIndaugs (Assimilation-Contrast Theory) laevis 2 nquiléesursinduslaniinszuaunishnegisls
Aeatusenfldmuiiu wesnguinisuaniudsulessausylovd (Transaction Utility Theory) fildoSunedn

a |

druansAnisnsnananissuinmaagils (Alford & Biswas, 2002)

ngufsziuvessuiui aunsnesursluuunvesnisuismlein yaraudazyanaazUszifiugai
wuuluvariy @Gaf) Tnelussufiouiunadstaniely dsegniglumunuesiuilng Tnssanéieds
aeludsnanldunanmisuszananaiiunmedssaunsaivesusiazyana Wy o19ldunainsiALadeniorea
dudUszamiu q fnuduluinuszsniu faiusasdennsluazaansaasusdaciudes 4 audszaunisal
wazffuslnafazusufutingtienasidangluln TnedidomguisiuBensadedaingnit siandaanis
(Expected Price) v3osiagfissay (Fair Price) fuifudayavessiafidunasgndaduinegluszduiigaiuly
pousuld viodnduAuly iedaninsavessedudifinnsusui (Adaptation-Level Price) agUfe nisdesnan
yos¥ A (:AdsBsnnieuen) axinanssnuludedniver wieddlundrtuanmsadismaunusiaisned
fiususnasanavesuilnausdazyana (Alford & Biswas, 2002; Grewal, Krishnan, et al, 1998) §san%13a

gnedunesiesengufinly
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nufinsgandunazanudauds FsldeSuiedn simneueniifuilaanuiiiu envazgninidngnszuaunns
Ususimsrsdannglulmiviely Tnsluvdunvesnisiuisusaamisogneduieladn leduslaanuifiusia
Mnneuen deeglutieradidaneluiifuilaameiuiin fuilanezeeusuuargaduidndignszuiunisan
dleusummsnsdanelull (Assimilation Effect) Tunsnssiutmdrsandradanisuenanaguontdas sty
szynmnudedieuazazgniuieuiisuauiliidndauds (Contrast Effect) mafinnuande guilanazlivhsem
fananadlugnssuiunisususadrsdamelule (Alford & Biswas, 2002) Asfildsunnguiiife s1A1d1e8s
NnMsuenannsafIzunInfuilugiaenmeidaneluvesgnin vidsenaazgnivieuiisuiurienasides
gnénAdulule wasiinadunisiuinuan (Value Perception) uazmsuszifiudennasiildu (Deal Evaluation)
(Alford & Biswas, 2002)

£ '

ngufnsuanilfsuilivessauselevd (Thaler, 1983) a8u1edn JuslamazsusAmAIAINNISTRAUALAY

Y 9

33 Tnsanusauvaduassussiando auA191nn151AU (Acquisition Utility) Ao aanufianelaginnisie
waznsldaudlaeiioufufuny uaznaA19InAIsuanUABY (Transaction Utility) Ao nssuiamsiitinain
MswssuifleusEning sidenuviasiveddud (p) wazsImdedanieluvesgnan (p*) laevin p>p* fuilaa
awsuiamatanas lunamssdumn p<p* fuilnragdudquaniuinniy fafulunsanseidrinisdnaue

ianeuannazinliiiinn1sfuiaua1venisUszndn d13ananglutdesniisnn1dnedeuegndn asgaeLiiunis

o

UiRuAveIUslnala (Grewal, Krishnan, et al., 1998)

v '
g a 1

Pnngeisauiinedesiviademenusan asuldin nsaesiandudannbuazilvguilaadndudn

@ o

AN NEsEAUNAINIITIABansluntuuslnAlsyinsaaTudeyaidng nsruiun T skaz s U3

assaUsglovdniuy ddduvengeiuilanasiuiammNiiuduainnsansiAduen

v 9

£ |

H,: duansiafunniuszdanaligusiaasuiamaiuiniu

Y 9

3 —_

2.2 dnswavavdouansininsonisSu§aruAn Tus:AusiArduAIngAenu

[ 1

nftedunglitaduasiiiuin diuansianiidninanenisiuinuaivesiuilan egslsinuideduiugiu
WILANTY UIAURIBNTNARINE1291992UABUlUNINTEAUTE931A1EUAT 91NNYUBIILUBS (Weber’s Law)
nd1vin vwmenuwanasidunalaseidadiulaensaiuanuduvesdasn (Britt, 1975 wu fuslnAdzianin
n15an51A1 10 un TuduA15IA1 20 U AUAINTT NM15aAT1AT 10 Um widulududlsian 1,000 v Wesaln
| 4' = G o ! d‘ = 1Y ) v o = LYY
diwan 10 U Wawieuain 20 v dudlvwiauinnit Weieudu 1,000 v Wudu lwiuwesdedduiu
Uszihufiezfinwlunuided deeSuiediongueniues nisansialudadiusevasfivindu asliameiun

v

Fuslaawiifulunngassian 1wy Msansia 10% esdgaanfiviify A3ud1sia1 100 vm @A 10 UIn)
w3e 1,000 v (an 100 vw) Judu egrelsAmudindanidoegidudmiunds Fsfinsdiveney wana
Wiwiwin nguesavesliligneduieldlunnaniunisalvessian e1fdu Kamen & Toman (1970) ldviaeu
wunlunsdsululduinsvesduilaaseninedudituifivusudannalgdumiduiesiuiisangnndn wanudy
AmuAnAssEIsAturestiuts 2 Suwldwiliuslaadeululduinistmidusagnunniy uas

ansnadenaaziiuunIudnilleAndiuwndeiigady
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N1sSUSArUAI9INEIUaNSIAT
lus=AusIAauAInINH WNU

Tuiueufeddy Muidedfiauufigiudn nsnavesnisansiaidwasrenisiuinnae1avsiivuin

i
Livinduluudaztaesiandud enfidu fuilaneiavziuiandainnisansian 50% uansnsiuidusisalugag
100 UM (am 50 Y1) 1,000 UM (@A 500 UIW) waz 10,000 UM (aa 5,000 utn) Wudu andregadeiu
wamafidudud wae fuilnrorevsdianudfndonisussudavessiuauiuiiuaniieiu wu fuslnneiaassdn
Usgndaludruruifuil 50 500 uag 5,000 VmuAnaaiY fedutedreiuenaaznanliin sedusamaudwimeing
Hushuusiiu fifmunindvsnavesdiuansiandiddlugansivinuedundesiiiosds Tuefndinuumunuids
A lhlunsaduayuiuiandingy efiu McNeill, Fam, & Chung (2014) l#fnw1dn agvinTustudu
13118 (Sales promotion) azastsanuBuinazaruenelalifugnunniuiledudflyadigeiu anfledue
499U fITeTdannigiuin

1 '

H,: dnSwavesdinansiafiiinon1ssuinne ssudsivdoulunuusiazsedusndun

2.3 dnswavadnissu§aruAnidrandUMd9Be

mms"?&‘lm%aﬂiswqa gmimmf']LﬂmzﬁummmwwmEJwashaﬁaaﬁuamﬂﬂawﬁaﬁﬂizwqawqamiﬂm
woAnssuniliennyn (Yun & Good, 2007) 31n91u3Fewe Sheppard et al. (1988) fildnsliasieviodutu
(Meta-Analysis) 91nnsmauramauidelusinduau 87 9u wud anudsladmgfnssugnoonsuindusauds
flunsviunenginssuaield esnnlunis@nsmginssuaiedidedfaluninfuteya nsAnuwiaudila
BangAnssudeganaunuiiieldlunis@nuimgAnssuaie luiweafioadu mndeanisdnwiinduilaaduualy

wgeduAUsilaUssiavvilsluaniunisaiadwvsell awnsagnAnwsinuanusslate

¥ |

1INNITNUNMILITIUNTIUNUT wislududsdrdgminludainudiladevasgnaife n1ssuinmAIves

v Y Y 9

v
a [ % '

Jotauaigvignauly lagainnisAnwiluedanudn winguslaasuiaueluduaivseusmsiiuandu agvinli

Y 9

a

fannunslafiazdodudmiousnisdinaiiuundue iy NUITYNATUAYULUIAAAINGTT 1YY Grewal,
Krishnan, et al. (1998) Grewal, Monroe, & Krishnan (1998) Dodds et al. (1991) Grace &O’Cass (2005)
Ko et al. (2011) Zielke (2014) Bonsén Ponte, Carvajal-Trujillo, & Escobar-Rodriguez (2015) \Jufu failuy

¥
[ =

NUITeEFfauNAgIu

'
[

H,: JuslaaisusnnAInnsansauInduasinusdlate

=D

9InnsnumImIssanssuitelildundeauufgiudiediu. awnsadnauailunmsnlunseunwifnniside
aaandlunmg 1

S=AUSIANFUAT
(Product price)

H,

douansim | MSSUSAMUAT nowevtedo
(Discount level) H, (Perceived value) H, (Purchase intention)

AN 1: NSOULUIAANISINY
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3. O8N1SoIY

ATel9953 03 mnandlunisneuingUszasdids nsiduannsimuassdualufudsidsaungded
#uUsn1sansian (Price Discount) gaitvualidiuiu 3 szdufie n3ansAIfl 10% 30% way 50% uazsIuys
Adudn gnimuall 3 sedufe 51ANEUATIUY9 100 1,000 wag 10,000 UM 1A TFwUSIHANTIY
sheFBuslemeiSea (Factorial Design) sanulu 9 nguveass ndnfe anunisainnsansiai 10% 30% uaz
50% %Qﬂ%’mﬂssﬁﬂunmzﬁmmﬁ 100 1,000 wag 10,000 U™ Fatug el LuudoUN N ALAN U@ LA 0]
1 93U eaTdideidensefunisansiafinanidignismeaes mmedugasmsanneiiguilaamuiiiuld
Tnevhaly uenndlearnnistimuaaniumssinisanmailuuuuasuamuds Sslidemauildiaisatunnuddlade
roukarudiansiAuaznsiuinuAannsansia daduinsdiulssanaen (Likert Scale) 9 sedu Tassany

i

AMUAIlaTe AALUadaINITIEUNIINVEY Harris & Goode (2004) HA1AMUDNWYINAYU 0.83 LAXAIDINAITSUS

Y

AMAT AALUAINNAIN Baker, Levy, & Grewal (1992) fienpnudetiuiniu 0.86

v

Usznslumsfinviadsilfie fuslnaifiseldduvesmueduiuiifminamar {idefmunvuindiog
Tngldlusunsy G power ey 3.1.9.2 laefvunefoddyauianataueari (@) Wiy 0.05 fvuaad
asnsvegeu (1-p) wiriu 0.95 AvuaruIABvEnavesuduius (Effect Size) aglusedunanaindu 0.25
(Cohen, 1988, p.355) Muunr1eIA1dasyvasUfdunus (Numerator df) wiiu 4 wagdnwiungunaass (Number
of Groups) WU 9 ngu NIRRT TR IFILIATBINNFBE sy 252 faege nanafe
uingnguiluafegiavinfu 28 Mege itedadulafiuielnefimdunguas 30 fegns 1esanersasd
wuuaeunmFsgninTistemnIInnITTIReuaLysailunsney. dduruindiegiesin Wiy 270 Faaehs

(30%9)

Ya oA o ' Y aa . . Y a Al A& v
E»J'JQEJLa@ﬂﬁ’}@’ﬂ'Nﬂ')ﬁ]'lﬁﬁll@mllﬂgﬂ?ﬂ (Convenience Samplmg) Q']ﬂﬁ\leUiIﬂﬂ‘V]‘U@ﬁ‘Uﬂ'ﬂumaqﬂﬁﬂLLag

9

@

fiaumesdnsienvulazigualudminawan freuusdazauazgndu Tieaniunisalnisansiniiigndn
AseL 1 danumsel deuanslilusuuaeuaty (Completely Randomized Design) luiitfavvesniiognansdii
Anoutaeaniunsainsans1ai 30% lutaesan 100 v Buaindreuasdesindudmistulutaesauszaa
100 v MNHugReuInsULIUARUAIABTUANRTla T AT Iy domdRouazsuanunsalauu

1% ! v [ {

N138AT1ANAUAIRINGIN 30% WATABUAININANNAIITBLAZNITSUSAMAINEINITANTIAIFINET1UMRRATIEIE

Y 9

WignevAnduafegluyissainivualunisvaassluies Wesanguslnaudazauaziyiesia1d1edanigly

Plawiniy (Alford & Biswas, 2002) satunisiivuadudiluwuuaauaiuevagyiliuslaaliiiudaedndudd

AINATT AT ULUDT

4. Wan1sdvy

4.1 VoyadouynnavalynauluuaounIy

WAINTAVLUUADUANNIATY 270 90 §ITenTvdeumugndevestayailesiy wuduuuasuay
YINANNANYITUIINNITABY 1 7 YA 1NTUATIRA@DUAIRAUNR (Outlier) lAgNa1IUIAINAININTIIUYDS

Ya o

fwdsnsiuiaAma (Standardized Value) lTuusiazngunaass wuddaunfiiies 1 g §33e3nitayaiiotng

Y
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N1sSUSArUAI9INEIUaNSIAT
lus=AusIAauAInINH WNU

6

71 8 g0 sonNMTIATIEN Seutoyafisriunlddnmeiiistug 262 g Tnesuunau 9 anunisalfudns
Tu 15191 1 dmudnuaizvesnguinegiamuin frevdmlngidumends (Fovas 62.2) Torgsening 31-50 T
($avay 59.16) dnsanisAnwisziuUiaynsiuly (esay 55.7) danuzausa (Gevar 59.9) fseldsyning
10,000-19,000 U (fevag 45.4)

M15099 1: vwadegsluday 9 nqunnaed

$9us1Adunn (Level of Product Price)

SIU
100 UIn 1,000 uIn 10,000 uan
EAUNITANTIAT 10% 28 29 29 86
(Level of Price Discount)
30% 29 30 29 88
50% 28 30 30 88
373 85 89 88 262

4.2 ArAdUIBOLUVOVIASOVLUOIA

2INN1INTIABUAIANUIZANTUEaN1983ATaULIA (Cronbach's alpha) Wu31TaAIa U IAEIAN

°

wilagoraunisansinn (51U 3 Tornnw) devindu 0.91 uazaruRslandaniste ($1uau 3 Fefanw) Wiy
0.93 dwiudedauiiianissuinuaiannisansian @wou 3 dedian) ddwiifu 0.94 andingndreiu
LLamﬂﬁLﬁudﬁaﬁwmﬂunﬂﬁaLLUiﬁﬁhmmvﬁaﬁummﬁu 0.7 %aagjimnmtﬁﬁaau%’ulé’ (Field, 2009) Fsiiidiofan
Iml,siasé'mé’w,mwgﬂﬂwmLa?{aLﬁaﬁﬂﬂ"?miwﬂwﬁy’umaw{aw

4.3 wan1sdiAs1:rdnswaveavdouansinnsonisSusaruAn Tus:AusiAduATnkviu

HR9819nN153AS1ERANURUSUSIN 2 e (2-way Factorial ANOVA) TuniseSuiedndnavesdiuansian

Y
s

fiflonsiuinuailusziuaduddidneiu vienandndevisie MslinsesidvinaBsufausiug (nteraction
Effect) szwinsfauvsnisansnauazfulsszdunaaudnfifdenisiuinuet neunsiiaseigifonsiaaey
Fonnaudesiurainisiseivaia ANOVA w1 1) Msuanuasdoyavesnisiudame w9 ndu fdnwue
Un@ (Normal distribution) (@miwﬁ 2) TpefinnsananAIms? +3 wazanulasit +10 (Kline, 2010) uax

o o w

2) ANULUTUTINYRMBYaNS 9 nau lauansinsiundeddgmieadi 0.05 (Fy,s,=1.69, p=0.10)
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£ 1

A3 2: ArpuduazAtaulasvesiiUsNsTuIAuAluleas 9 nguNAaes

Y 9

n:nunamm?iau Azlluu n:nunamm?iau Azliuu

s:AUsIA  dauan AIU ARy
AUfn s (Skewness) uImAsTIU uInsgIU (Kurtosis) unsgIu UInsgIu
(Standard Error)  (Z-score) (Standard Error)  (Z-score)
100 um  10% -0.07 0.44 -0.16 -0.73 0.86 0.85
100 um  30% -0.47 0.43 -1.07 -0.69 0.85 0.81
100 vm  50% -0.23 0.44 -0.52 -0.80 0.86 0.93
1,000 v 10% 0.25 0.43 0.57 -1.04 0.85 1.23
1,000 U 30% 0.08 0.43 0.18 0.21 0.83 -0.25
1,000 v 50% -0.58 0.43 -1.36 -0.73 0.83 0.87
10,000 v 10% 0.35 0.43 0.82 -1.32 0.85 1.56
10,000 um  30% -0.20 0.43 -0.45 0.68 0.85 -0.81
10,000 um  50% -0.42 0.43 -0.99 -1.14 0.83 1.37

[ '

IMWANTUATIZY NUBNBHANENYRINTANTIAIdINasan 15TuIAMAY (Main Effect of Price Discount
on Perceived Value) (F,,;=10.24, p<0.001) Faagdinauufgiu H, (Juass luvasildnudndnandnves
sEAUTIAAUANIiden13FUIAMAT (Main Effect of Product Price on Perceived Value) (F,,s; = 0.23, p =0.80)

dmTUNIINTINERUANLATIY H, NUIINITANTIAILALIEAUTIANAUATBNENATIUSAuTUS Aani1sTusane

v
=

(Fyz55 = 3.2, p=0.01) Feasuingousvauudgiu H, ewnddninagelduiusiintu nsudaninunung
INBNSNANANVBINITANIAT 39bilanusanseyinleeg1amselunseun (Hair, Black, Babin, & Anderson, 2010)
A9 UaAIUMINEBNENATDINITANTIAIMINY N TIAAUATUANAAUAIINTIATIENANLLUTUTIUNIAE?

o

(One-way ANOVA) lagisuanngidenageudninavesnisansianlugiesiandudl 100 vm wuin guilaasug

Y

'
oA [

ANATITEAUNITANTIAT 10% 30% waz 50% biuanseiu (F,g, = 0.69, p=0.50, Partial Eta Squared =0.017)
dmududnlugie 1000 U wudiszAunsansandiavanasenisTuiaman (F,e = 6.98, p =0.002, Partial Eta
Squared = 0.14) TnsiflaiUSsufisuanadonieizves Turkey nudn n1sansIAdudil 50% TAadeuansig
INANTIATAUAT 10% war 30% d1mSusiandudiludie 10,000 UMW wulisEdunTansIAiBNSHanenis
$u3AnAT (F,e =10.76, p<0.001, Partial Eta Squared = 0.20) waziloiouiiuanadeseizves Turkey
WUT1 N15AATIANAUATT 50% way 30% TARAELANAIIINAASIANALATT 10%

a2 aguiiiuiedvinada fduiusseninnisansauazseausiadudiidenisiuiamal wie
dnsnavesdansIANiinensiuiauaulsuasulunuudazseaua lngesuisluneazBenladi Weiaisan
PNVUINDNTNAVINITANTIA (Effect Size) lnadanmainan Partial Eta Squared Wui1 N15aAS1ANNBVENARD

n135usRuATLYWNaTEAUTIAAUAgWY TneduAilugiesian 100 v guslaasuinmAiseaunisansiani

@ { @

3
Y
10% 30% uar 50% ldumnaneiu udluvaeidudlugiesian 1,000 vmguslaasuinueiszdunisansinii
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50% launnndn 10% 30% uaznIlauA1Y9sIa1 10,000 um Huslaasuinma 30% uay 50% ldunnsiaiy

LAEIAININNINNITANTIANT 10%

9.00
-
E 8.00
©
I o _ - - -8
& 7T.00 o e @ 10%
g e lrogn s
[
o » - - 30%
g 6.00
-
:éa 50%
r~ 5.00
=
=

4.00

100 U 1,000 uw 10,000 un

[ 1o

AN 2: ANRATAITTUSAMAITILUNAINIIAEUAILAZNITANTIAY

Y 9

4.4 wan1sdIAs1:HanswaveounisSu§aruANisondWAdIB

¥
Va v A Y U A

H3YuidedunaUosfuinaufelanasdo dua1rdsanniiun15ansIAn d1uniian19azAnuna1nANY

U
v
U Va o =2

dafuniineusguad Amuidedsinnnunslagensulazvasaaiunisalansian tiemdndvsnanunslaeldy

=

nflegnounan fudsanandgnimuslidududsauaulunsiinsgilunsdiiivaianisinsgionneedeliuy

Y 9

(Hierarchical Regression) gninuilglunismedinau (Cohen, Cohen, West, & Aiken, 2003, p. 158) lnglddauus
ANuddlatenaun1sansIAT (Muusmivaw) Wiaunsiiiessuiedmulsaiudsladendinisansian nduild
fUsn1ssusnuALiensiaaeuInausaesuelaiuyumils

PnNTesgiannegluasisngifenuaiaung (Outlier) Falaa1nnsivaeuaIALAIALATEUNINTTIY

va o

nlea1nn1svinune (Standardized residual) 91w 3 90 {338310enkariATEilul 31091590 3 AN

Y

nFiATIinud luaun1si 1 anuaslagensunisansin (Faudsaiunu) Tavsnadeninunsladendiansian

lnganansnesuteanundlatendinisansalisesas 31.8 nawIntumLUsNIsTuiAmA1gnidIgauns wui

n13fuiauAIaINnsansIadsninaneaualaeiduiy Tnon1siuinuaniesituUsReIau1saasuIenis

v
3 a o o

& & o Y a i3 o & = V1 a ) a (Y'Y
ANusTlatenainisansialaliuduaniusovay 30.8 muuma@imw dUUNY Y H, WURTe A SERAUUYANALY

)

M19@dA7 0.05

01sa1suUsSHIsssNY



JA 41 auuA 159 NSNNIAU - AUEIEU 2561

AN5199 3: WANNSILASITNDANDULTITU

Standard  Standardized , , ) Sig. F
Model Beta t-test Sig. r Ar F Change
Error Beta Change
aunns 1
A1As 3715 300 12.027 000
— 318 318 120031  <0.001
ANAILATONOUARNTIAN 536 049 564 10.956  .000
aung 2
ﬂ'ﬁmﬁ 75 306 2534 012
mm&%ﬂa%@dauamﬂm 254 .041 .268 6.188  .000 626 .308 210.798  <0.001
ns¥usnmAn 660 .045 629 14.519 000

nuen: fdauUsnufe aunslagendinisansian

5.asUnazonUsnswa

5.1 anUsiouwa

wamﬁ%’aasﬁﬂlﬁdw AUNAFIY H, H, uag H, Wuass INAUNATIY H, aqﬂiﬁdw A15ARSIANTLANTU
rdanaliuslnAlin1sSusnuAiLLINTY FedenndodiulsIunssuiiuLl 817y Yoon et al. (2014) Alford
& Biswas (2002) Grewal, Krishnan, et al. (1998) agalsAniunisAnuluasadinisAunuiuAua1nIsIunssy
NuN1d1 BnswareanisansiAIsenaiujduiusiusedusindudidnieg (H,) na1nfe 8nSnwavedn1sansing
A ' o v ' a ) a v = ' a o PR a Y o Y A& o
ndawaden1ssuinuazuUsldsulunussdusandud vienandndelainduusnanduaviminndudiuds
o v A o v a a Aa X Z a a o 1 o X o a v 4y Y]
Ay NesuifudnSnaninTutues tnednsnasinaniasiiuduainseausianduandesludiunn (100 1,000
wag 10,000 uv) Mdnuaddedunadiniudnladn nsdinisansiani 10% guslaeaduwilduiuinmaianas
Wesaauregluseauiiindy wu gusiaaduiaua1annisansiandud 10% vesdud151A1 100 U 1NN

a v A

Auf1311 10,000 U muandliiuiinisansiadl 10% wWesiudluidunadivdudifioglugiemiaigs weidle

(% 1

fsanlunsdinisansiaiil 50% ndunuinguslaaiinsiuinaaninuinduiedusieglugisseausaingadu

Y

v
1 a Va v !

namAe msansiAil 50% nduidumadiududisin 10,000 v wmraduuiliiseaainguilaneiaes
finnsandwauiuainnisansian wu Tunsdlan 50% @ 100 uaz 10,000 U il wiuluiianasdio 50 uas
5,000 v fatuuilnadeddndnnislddauanta 5,000 vwduduaindy dwivausfig H, agulddn nssud
ARAIINAIUAATIAN dsaliAnausdlatofiuty Jaaenndeatulssainssy oMWy Grewal, Krishnan, et al.
(1998) Grewal, Monroe, et al.(1998) Grace &0O’Cass (2005) Ko et al. (2011) Zielke (2014) whag Bonson

Ponte et al. (2015)
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5.2 Aruds:losulunisdde

[

ssaunssuunlawansiiiufidninavesnisansiafidsensiuinuen Gsdamanaludinrudila

X a v o ) av Mya v a . . . = Y] Y] Y]
FofuA dwsunudfeilifuauauiniedvinis (Theoretical Contribution) WgfuuNUImMYBIRILUITEAY
sinduAlugiugdudsitu nanafie BvgnavesnisansiaiidenisiuinuaUsiUdsulunuusasdiesandua
satluraannsfneiasel aunsalunwinieliiudusenaunis (Practical Contribution) luniseiadiuansia
aell ImevnduAiegludae 100 um n1sansIAIf 10% 30% 50% hiladuelunisasianissusnuanliiugy
wiegdla dedunisinlusludulaenisansimduailugae 100 v {I981iuAI5910719989 10% Aifleane
Snissanduinlugadiinaidnanduduiuiinandegmuiudmiesuazainde Jasdidndiunislafilsaeniae
ey (Srichookiat & Jindabot, 2017) ftunagnsnisansiAtugdainanesagliidunaidedusenaunis
FruAUansiegey dmsuduailugaeeinn 1,000 v 11sans1an 50% agvinliguslaafinnisiuinaenla
a i = 9 a4 Ao oA Y a v v i | i o &
WINiiga wimnnsansiaf 30% 0193tlildnmadenia esanguslanduinmeiliuansein 10% fatuy
AIdeuuiIdusznaunismisansiAduailugiesia 1,000 v A 10% viselin 50% lnenisansiadudid
50% Awas19NITTUIAMANNLANGI9RIN 10% ag1aiidedAydmiudualugiesian 10,000 vInN1TansIAY
U 30% e19vziluvnadeniinge esainnisansimi 50% lildasanissuinmafiuansansegefidedfy
31NN15AASIATM 30% BN1IN15aATIAN 10% w3911 10,000 v nauinissuiauetanailaiieuiu

4139577 100 U

5.3 Vo9nanazvolaualiu:

nsfnwedsiiifediauisussiiuded dsensusnauafediumidedmeass Sutnaziidediados
ANuATINNEUEN (External Validity) (Malhotra, 2010) namife Tuaninisalaieoraaslduusdu q flaldoglu
nsnaans edwanieiuUsiinesnsiny orfiu {uslaneradiladndudfiunansiaiueivasdsinivie
fanunwsiininansgu Gedwmadeludinnsiuiamen wiedviwadinanentaziufuussinnvesnguiudn ule
Fuslaauisviuiidnuaeseulisiesial (Price Consciousness) futufaudsiisatasenaasindgnisin
Tuewnen Usznsilaessnauagznisansiaiiinanfine o1eeglildasouaquyntassa fadu nmailudssgnd

£ o w

IlunmelfUadsdndneglurenauaznsansiaieglunisnaaeuiiuy
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