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ﬁm: Aaker, D. A ., & Joachimsthaler, E. (2000). Brand leadership. New York, NY:
Free Press, p. 52.
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FafsauanauiEsiens@uAn (Brand knowledge) warnsiufananaziingsianis
RELALBINANIINNINIAANATBELELNA (Consumer response to marketing) aziiiuléidn
faduiinel¥iinnnramBusn luyuneses Keller vhuaslsznalidon 3 doudanii s
msineemdlaludautesaiiiirenmausdelfdndudoudAyiige Wasnidu
dauiidaeinliatnaaunsnssAntandusuaz iananasensmeuaueaiesingula
Lﬁﬂqﬁumsqauﬁﬂ&uq 1§ (Keller, 1993)
Tmﬂ'l.udawnmmﬂuﬁ"ﬁﬁﬂﬂﬂﬁuﬁﬁﬁuﬂsznﬂﬂﬂﬁw 2 dousaaidléud (1) nng
mszmiindlumsAudn (Brand awareness) A MsfigiETnAGMNsaLENUEE YT IUBNTR
AsauAn e Taeutiathi 2 seauldun sedureanisananld (Recognition) Aa seFUT

Qs e

gislnaanansouenlfinpadiutelftuienmAudanneu usenalismnsnesunet
stauiBua leNNn wazsTAUTeIn1ssEanlA (Recall) Aa szﬁuﬁﬁu@hﬂmmmﬁnﬁq A9
Fudnlddaumusuasiieldinusysuitavanasansiadulededusn Janmmszmindlu
mmﬁuﬁ'ﬁq:ﬁﬂﬁﬁu?%mﬁﬁmmf'jul.ﬂﬂviﬂmmﬁuﬁ’nm:dwaviﬂmfﬁﬂﬁuhéﬂauﬁ'\ WA
(2) ndnenins@udn (Brand image) Ae msFufresiiATnaARdrensAudn Tefetu

% 1 7 ] - al 4 o & Ll -] ]
INNITL ‘ﬂutﬂﬁﬂlﬂﬂﬂﬂﬂﬂﬂ’] "r"ILﬂEI'J‘ﬂ‘mﬂll?li"]ﬁ‘l&ﬂ'1I.I.ﬂ:lﬂﬂ‘lﬂu’]LﬂUl‘ﬂuﬂ'}'}NﬂN‘ﬁQﬂ‘Eﬁ

4

-

i ] o = \ Y A’
131nA siFeanananalidn nmanwolns@udnife naresprnundanlasiie Agnaiieau

A - y i L4 1 = [ [} -
e luslneranansalinienmBudusraniiudasiieudt fuslnainisiusiensiaud

e

atials 1w Wayatpauiawmes Apple fiiFlnpAasiinfisAoinaynauIu N19eanLLL AN

s o J s o - - A
vuade sy Janmdneninsdusazdiein WAl anTuteLluAs&uM uay
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delifanislssfiuirusiiuaznistsziunmessnees@udludeuen uenannil dadang
Aansiuianininaasdudn (Perceive quality) lé@nsae (Keller, 2003b)
ﬂl " 1 o Ly 24
Tutusil Randall (2000) NA1991 Mwanmains Audin unneis nasuansdeys
i :‘ J - sl J ar :” 1 L 1] ]
dnagsanuanfusinaléuinuafunsAuantiug frunneiladasiie viu Uszaunisally
g o X w1l o P
nsldaud, aannsiusnlawon Judeyamaianaasgnufuinlaeuly ivelvisenadesiu
AMIIRANTITlRY (Previous beliefs) viianuussingunna&aAN (Social norms) sy
-3 ' o Ly 5 - A’ 4 9 ' 4 a‘ o
aziulddn nmansnins@uAndu Msauanuazespnuidenladayasiie Nineadesiy
.J 2 = =l o nnj ' =3 2 = =
menduAn Taefimnduislnafinmanuaiasens@uiud fazdamaigiisinaniannuy
i - of 4’ J
FuseunsAusuaziianssindulateluigs
4= o i - 1 ] [ 4 IJ lal lx
wananil Keller (2003a) algna1aiaznands ananmnisudeduniaauly
o L% o J g =i A o o [
tlaqifu danaldinnisnanaddufiazdasinisdanlans@udeanludaliadn iy
=y A 1 ﬂ‘ iMJ ] 2 d ]
(Entities) Nilnasian1siinpuiiilaansi@ui (Brand knowledge) Feannnisanmnudn
: P e =eia 14 e e e
Uszinnaesunasarsyiand (Secondary source) finnsaaatealfivaiiunsiianles
ot I;ﬂlﬂl ] ar = :’o o ot L]
lfamanufnsisensi@udn ldefiizlnany aqunsavinlilunanegdaudaaiiv ldud (1) nns
J af AJ o = ] o = oe
Fanleelfans@udrue (Other brands) tdu nsiluiusiinssaniunsnfudaeim
- -‘ - W d‘ <4 L Sod 1 4 A 1Y
au nsasAuAviiafiudounanressddszneulianandudmile nraenemas @
v o o - 2 1o & v O
s (2) madenTasiuaniui (Place) iy msldusumAunaaniitinransfunniug
A E o ot - ° 1 4 ]
weaianisfuflldadiitlng nislddemnanisdmiraivarnwaauszdrtionguidimang
3 L 14 [ . 1 = 1 [ ]
Tnnau s (3) nassenleeiugesineg (Thing) My truneguuuunnsdnnanssusingg
- - W vl 4 9 o oo T
v yansneueniienalildfideunedaslnunseiurismvizedudniu loud
o y o et i o
demnau usu (@) msdenleadniusiayses (People) 1 msldyrranidaidaie
o [ ar - e d o ] i : -ﬂ: o
Wusaunuiusesduii viee wiinaueedem (usiu seaduse] warlazdisiinewna

4 o o [l J
ANNEaTuRsAUAN (Leveraging knowledge) lUfdiiEtnAld (quanniwi 2.2)
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aj ] - - I;-Jd ]
WHUNINT 2.2 WaBUsENUNAaNTRitRTesANiNiiRens Audn

Company '

| Ingredients

| Aliances F

Employees

Countryof }
1 Origin )

Channels

! : Third party |
Events Causes .

l
nu1: Keller, K. L. (2003a). Brand synthesis: The multidimensionality of brand knowledge.

Journal of Consumer Research, 29(4), p. 598.

[ 5 [ == 1 % = l‘
FaiU UNN1TAAIARIFBINENLINABN UL LAUAUAZAANTINNNNTARIALING
J - - L] J =l =3
anunsndenlaalifidlnaifiannisenmdudlilduinige fapesiinsdnmlulsidu
d 4~ ¥ X 0 ]
aasn1s3anTeensduA e WiRaA Nt lannTu Tae Keller (1993) Thusszinnaas
4 )
ns@anleans@uAn lilunaegtluuy Asil
o 10 ; o P
nadanleneAuRUANTRT9IRsAUAN (Attributes) LunsTenTawaasuNe
- e i . -J -J 2/ o 1 - J =i -‘ [ o 4’ i =
feanwevTefanineadeeiuAuAiuaziiznig TealidauineanuiunisfndulaavraLzlneg
rr [l n.-luJ aJ o o 9 .
Audniu Tnauwtadu AnsaniAnfeadeiusadudn (Product-related attributes) auiilu
| - Ao o aleo o = v v _al
n1snaNatNeIALsEnauTaAnUTNIINBNN AN ALY TanDelssTamisuntinnnasldeu
- “I‘J 1 I'J [ o b5 o
29RUAN WATAMANLIAT LiReadeaiuaAuAN (Non-product related attributes) iutlade
aJd [ 3 - = [} [ 1 1
nuuanfifluasianistevierdlnafudi wilifinansenulaansssiantslddudn 1dud doya
13 o o o Ly 2/ o 3
ATUTIAN NNTERNULLLFIAA DT Mwdneniresdld uaznmanmnllunslddud
3 i 2 A ol
nadienlaanefuanilsclamizesdudi (Benefits) unsdenlataszlanin

| Y

) [ lg [} L
fuFlnarmdnazldfuainnisTevieldaudn wiseandu (1) AnalssTamisnunisldanu

. + lA lx J =l - :’;
(Functional benefits) Aa AnlselamininauiieliiinsldquAuarinimiv (2) A
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- -« . " - o a A’ -
UseTemiwlsyaunisad (Experiential benefits) Aa Aauianfianalafifinauilelidus
- [ ¢ o [ 3 & . "'J
wazLENT? way (3) Andsrlaminnadudydnenl (Symbolic benefits) Aa Anulselanin
- A’ J 9 o = == o 173
Antuiedeansniseeniuandianviauanstsaauiiusomuaagld
4 B _ & 3
madauTaesnuiALARI8IRsNARAN (Brand attitudes) unsusuiiunineani
- i 3 | o o aa %
Alneiisensdui Tneazavetiunndaniadudurmauts (Atributes) uazAns
c - s Y od w4 & ° o o
vszlemd (Benefits) vivarsraunisafainmisidnadudntiu SadeldduiunugudAginas
] o= - ot ; 3
raliiawgAnssunissindulatiedum
A 2/ [} J n‘ ] a
luanusdl Aaker (1991) THutinlssinneesnisidenlsensdudniinasianissindula
¥ ¥ 4 “ i
FeAud ey 11 Uszon Jesznevlidan (1) arusaiRues@udi (2) Arusanianl
ar v l“A = ar o T
aunsndusiasld (3) dstlamdizlnaaclafuainnisiddudn (4) Anuduiusiiusmm
(5) Msl4RuA (6) nguildRukvagnin sitenisinmunswmnisdudn Widniunguild
(7) sy prafiTedesunfusiauuaesdui (8) guuunisaniiudimizedue
= & 1 [ g A
yARNAMATTAUAN (9) Uszinmass@udn (10) Auted uaz (11) Ustimevizaiuime
QRAaRT
waNATNi Brown WAL Dacin (1997, as cited in Chen, 2001) na1291 nsiiianien
- z ] 1 A J 1
AsARANT g sause iy 2 Ussinnlaun (1) nasdenlaaniisieduan (Product
= = a o a o aam v - aln
associations) An AMadenTReafunaNTRA unifinsld uazannadenlasill
o — v = [y - alal - ) )
WnesfuAuaNRFuminisEu (2) nnsiauTeanNAaesAns (Organizational
_— - o ad o - e
associations) A AMNTaNTENIINEANLANNATNIIIABNRIANS (Corporate ability
. . J d' aJ [ o & -« ﬂ*d [}
associations) warANdanlBeNeafuANNFURATEUTIDIRIANTNHNsBdIAN (Corporate
social responsibility associations)
o AJ = 2 ] 1
wiaanildnauialssnnseinisdestaanmaudiuds ludausely avsanaini
-ﬂunnl aJ ] as i = 1 o aa
fAnnedesuaziinasessiunnudenlsaasduilng Galsznaullson 3 Hfne
-3 ] J =
(1) ANudaunsereanisilianleansa@uAn (Strength of brand associations) Ag
(=3 ] 2 -II ot 2 -J o 8 & J 4’ 1 oa
auudaunsaresdeyainaatunmauinetularesiiiing Teazaueginfunnusy
J - s o =3 o 1 - o -
arunmaasfeyanfuilnaldfuuasdniuliluamamesdn Wi mnfiiFlnainnisysziin
3 i A Sras 1l -l [-3 B Ail =l = ] -i’
dayatnaanshlafunnetneaziden fazdinalianudenissiaouudundanniu
wanani windayalmintléfunesadesivdeyahilerdin viadudeyangisinafandd
o o (-3 [ i =& 1 ﬂl 3 o
Audn Aty favdanaliseiuaoudeanisefinonuudaunsauinauituiy (Aaker, 1991)
(2) AnstiunTusevasans@enisans@uln (Favorability of brand associations)

-] - A ] 3 =l oAy I‘X-J
Aansin W nAledn AsndudiauantRusranlsslaninauisanauauesn
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k% J = - AII -3 o - o = - o :’: o
aensls FomngialnaiinnanuduseufiavinlugnisfiaiiAuamludeuan sy dnns
- o - ] v o8 vy a a o -l - -
AannasAsaitANdanTaansansesu T InAnarNsaIN1sYTaIAAINTY
gaulunsdusn 1y nsl4adu nsaieauidetie iR dua uazgaving (3) AN
iz 4 ‘ Cl o
dluendneairesnindenieansduAn (Uniqueness of brand associations) Aa N5l
- ar i J or (o A ]
fualnesufiFinfunmduinfienansaiiamziiuanda Insaradunisainaiy
) J AJ 2/ [ AL ] s L AJ
uansine st desusdudn (Product-related attributes) 1w st Temifinumiinm
4 ,J ] lJ o o & .
nsldeu wazdrunlsifedasiusafuin (Non-product-related attributes) L Tanaly
n15149u (Usage situation) {lusiu (Keller, 2003)
audulddn madentnsfidrensBudniiuy azdoeiliuitnaaansaBuniu
Fayandunnldlunsszifiuasuinlé (Information retrieval) latiannzatineiins@ud
Ad [ -J 4 -1 ' E‘I’ o 3 ' ]
fsziunudantaiuiunds uanannil fudunisdeaainanuuansinasendnme
AuAnvanBEniuATAuA1934uss (Differentiation) uazdnaliusinafiaviruaRvze
andanluidenan (Positive attitude feeling) Aams@udn Tainlgnisssiuuaniv
A o A’ - o 74 IJ & A’
wianaialdlunissindulatefui (Reason to buy) uardaruisalfineiiuiladeiugu
E 4 o 4 ' L= ) 1 4 |ﬂl - :
lunsa¥reseiumnuidianlaessndnemmdudifnuasamaus inifaiuannisseng
ATAWAN (Basis for extensions) TalunY (Aaker, 1991)
A I 1 o 4 1 - 1 :’
aniinanaungansaagyladn dadeiidemauszneliifadunmueinsdudniuse

i = i

- A’ [ i o -d‘ \ a0
tn mumnm?uﬂuumﬂwmﬁq Qﬁﬂﬂ?tﬂﬂ‘].ll.‘ﬂﬁﬁ'lﬂﬂu TpenAAN pedUAIasluRIINN

] - 4 : -lhl o
WinsdudniAnuuansanasduAnay dnvadlunisdaiinyadn WiunsauAuas
[ B o [ i LT Y - & ar ::- -
annsanaliifadluasugniusendedusinauasasduluszacane Al N19a319A97
d ' 3 a ] . IJ 0.
Audie WA nudaunss (Building strong brand) astialddndlugenfinanudAnydy

agBdmFuanmaatalugatiaqiii

NSHSIATIRUAN

1 4 - -dld A ] o
AINANMUIARBUNWNITAAAURTANWIATHSRIANTINRE UL IRt AT
[ = T alal = ' - | o o - P
Usznauiumginssuguslnanfinisulasuuasegnaeniaan anianisudeduiiing s
e 2/ | 3 ar :‘a 2 o ) -
danalifaudlusdinaunnnuneg My idheesduiviainnisaainasliaunsanan
AuAvieinnsaaauuLing hansely Sadndudesinisfumiguunvizedanisiva
enauauasrusiaansuazaene ldinguithwnelie dhaedudvizednnman
" o i -l - ot :
AFuentanaulawasAumnasnsasansaiisssdnsnniiunsuAannay

(Low & Fullerton, 1994) wu finnsWaundunlud, nsUfudsavsenmmmatulat vl
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AnaTussTauanaw sy Janisaiensdud Wilansudunsauazsraunanudnisa
Y azpiasen At iladesing mnmﬂﬁqzﬁﬂﬁﬁﬁi‘hﬂLﬁmnw%‘ui’uﬂzmm?mmﬁmmﬁur’h
& 897 Murphy (1990) n&inad mm%’ﬁqms‘wﬁuﬁ'ﬂﬁ’ﬂsmumméﬂL‘%"m%u%uﬂg:ﬁu (1) 52
AuAn (Product itself) (2) $9A1 (Pricing) (3) T8an1aN18aA_MUNE (Distribution) (4) 13
BANUULLFIRNTUT (Packaging) (5) NsAETNNITAATA (Promotion) WAL (6) FamaAudn
(Brand name) Tmm'«{mé’ﬂs‘:nﬂuﬁ'mumﬁ@:s’t’mﬁﬂmuaﬂmﬂé’ﬂqﬁu'luunq #11 uazsiaadl
ndneafianiziuansainguisiulumann

ua0usH Tennant (n.d., as cited in Stobart, 1994) N&1291 Jaduiivnlfnnsakie
eAudLlrzauaudrGatiu aztlszneyludne (1) NegFnmaneniresdus fe n1g
aFranmdnrniresdui Wigenadesiuanuaanitaadusing (2) yaannnaesdum
e nraieyeannmaasduin il annulnawsuuasaenadesiugislng ieazdanliin
ANAAERERAUAN (3) Msfutlseiuanunindudn Ae nisinmszsAuRuNINTeIEUA
WasTitedaaairennu@esiulifums@uin

o8 Knapp (2000) tnanaaduludonaedianislunisairans@udnlidn
sznavldan 5 Tadt Fa@8ndn D.REAM. Model ldur (1) nsa¥1apanuuansing
(Difference) aeldinduduneuusnlunisairanamdudn mssunansnsaaienanu
uansinsliiistululase sz tnald fazdamaliindudtuiianlnasiuuazuansnein

] ]

Autelunann (2) Mmeafnanuaesrtassendnamdudiiudiiiing (Relevance) Aa g
ylaAtnefAndnamAudniuilinnufadearaenadesiudinlszandu launisaing
anudanidenttsszninnmauiuacdiiing (3) s liTnaRnAudeialunm
AuA (Esteem) % sasdonateanuidesulunisinauladeduines Fuslna (4) n1saiae
nnsmsziing (Awareness) Ae MeadamsmszmingifearumsdudnlUgduitnaetng
AaLiins Lﬁ‘ﬂlﬁtﬁmmmé’umﬂﬁammﬁuﬁq (Brand familiarity) W&z (5) N1saF1ansAuAT 1R
atlulazesdtzlng (Mind's eye) Feludantiaziiotuan nnstgLEtnARinsmszingda
AHUANFNNTBARA HinrwidetelunmAud sufafinanui@ndd RS AuATTY
ANT0RILAUSIANABINSUATARAAGENTLLLLILIN A TIUTIRTR ML
wueNAN% Crainer (1995) Ionanaasunanisaing AerAuA e I szaupudEa
lugadiaqiiuin snflufazfesiinmminieidaunaumanienann (Marketing Mix) 1014y
nsa¥1amsn@udn Aatunsiians Marks & Spencer lutlszimadangs AHnewRALAN
Ty atinesiaiins (Product) Fmsfimuasenitliuansrsannguieiulunain (Price) &

- a g g ; T
nsnszaneang e idntedu3lng (Distribution) uasiinnslumnnuazdadsunIae



21

atisiaLiies (Promotion) uanannii feAnilsfeFasesnisiamnamnmnisiinission
i Sedanaldl Marks & Spencer {unsaufnaldfuaidursuandiilaavilan

Fan Barney (1991, as cited in Louro & Cunha, 2001) neNn AR AuSTTiAN
ufaunda (Strong brands) dnazfies (1) iflumsAukniiiinmen (Valuable) FalunsAudni
awsatdaeiatanialunissenanaaliiufem uardviontiesiuglassavseiladusioe
filuansznusansduAn (2) Lﬂummﬁuﬁ'ﬁﬁ'ﬁﬁnﬂn'mLm:ﬂnaw%mwmﬁanfh@:wﬁaiu @)
SlumsAudisiendnsiianisuarennRasAEuILY LAY (4) DumsRudailianunsarin
asrAud A aunuTULE WuAeafuR Amold (1992) nanadn e AuANTIazsay
AadnSatiy fasanunsanligusinafudn fudaeniem silnnunmiimilandn
(Superior perceived quality) WALFBIINIIWRIUIAIUNUITDIATIRUAIMTAYARNNTNAS
AuAnlaanadasiuduuaznguitivang uananii SepasiiannadnAtyiunisaing
puduRusiunguili e luszaze1eeting Aailes

FasanndesfiuNannsA4883 de Chernatony LAY Riley (1997) Flginnsdunwal
\T98N (Depth interview) ﬁu:}'f"ﬂmmmﬁqum?a%‘qemﬁuﬁ’ﬁ (Brand consultants) il
aeun e NAnTuiaseRifiBvEnasensiufunciidoutonlunsindularesfiizlng
§mam 20 AU Nudn Svaneiladefidenasenisiufuazlsuifiun@udi Tnuansnsous
aaniily 2 daundne Ae (1) fadeflifuadasninluBem wu 3duwend (vision), Whvane
(Mission), A2NEN1sAuN1s 1 Faue89@UA (Functional capability) 3BusssNadANg
(Corporate culture heritage) YARNNWBLANS (Personality) Wusu uaz (2) AuFBINTS
mﬂluﬁﬂ'mmc:iu?tnﬂ'l.un'm.ﬁﬂn‘%ﬂﬁuﬁﬂ TnefgusTnaLg penasinAlaTeAuATanld
winavizaANAdluvan (Rational performance) 1 ANANAAUIAN Aslszlam]
sesdud snfiunauenasadulalagdensunivienuiinidundn Emotional
psycho-social match) 1w \NenauauesmNianala naslafunsuaniunedany s
(@u,wumwﬁ 2.3) Tazannuansinmn aziuladn fadeiintadasme sy ansnsn
danasiansiuiuasisufiuns@uAnsneiduiu Fard mné’u‘i“ﬁnmﬁmmwiﬁnfqﬁﬁﬂu‘s‘ﬁﬂ

fardenansanisdsaiunsduiuasnalfifianoudunusnasensduin luszazena o

[ unu
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o v o " 3
wHuNNg 2.3 uamiladeidenasianisiuiuassnifiunsausn

#1: de Chernatony, L., & Riley, F. D. (1998). Modelling the components of the brand.
European Journal of Marketing, 32(11/12), p. 1085.

azdiuldin Meakramsduiniishissninmiy anilgnmaiunmuififiiton
ausnFusle (Create visibility) ‘-ﬁmsﬁmﬁﬂnwn%ﬁ:ﬂﬁﬁu’éﬁwﬂLﬁﬂmsﬁmauhiﬂauﬁﬂ
uenannt fsandansfufaesdislnaiifiussennlsufiunmaudndon iy fuilnaesdl
nsLlsuifiuns@udn Intel dnflunsaudiilszauasudnia Saninngs Sronidudii
wazdimimnegreanann BnvviasaieanudentadlifmsAusuasinlinmdui
&uﬂmmumnﬁ'}q (Build associations and create differentiation) "%mmmmnvhaﬁ'u tals
9 Lﬂuaqéqﬁmﬁqzﬁqlﬁquﬁuﬁﬂﬁ’uﬁmﬁuuﬁqunéq wenani nsfiazaramsnAudn
Uszaupanndnfaetirauiaieiu ssdnsasfeaimunuazapuduiussustudiitng
maeluny (Develop deep customer relationships) (Aaker & Joachimsthaler, 2000)

arangnaldin Mssrensdudnlileauuansnsuacinauannguaedut fie
TudoudnAyfiazanlifnismsdudflianuudaungs Faths haesdudrietinnsnaia
Fddufiazfesinisaiauazimunendneainnfufetnsdaauieliiianay

] 1 ] 4 =l -l [ :
WANANNITINAWIN TINTVERTIDEAPNY
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LRNANKHAINSTIAUAT

andnwains@udn (Brand identity) AaNN*T asfUsznavfiRtndastunsAudi
wsmiuaus Uit lne u Andnoizaedudn arszTemizesdudn pluuunig
1Bnns UsrAvsamlunisldonsesdudn dufu iedesmsiiazlifialnesuidn anauii
snsndnsAeerlsuaniuatnels Tnnfidesine wantasfuatieudniufoy oAb
Vungaidlng (Temporal, 2002) luanusit Aaker uax Joachimsthaler (2000) #nsnadn
andneningdudn fe nq‘m:mmwf-ﬁﬂu‘tmﬁﬂBiﬂmmauﬁ'h fanansoviuenisanuiiiu
nénsoliannzasensdudntiun 1§ Jeanfuaiieudnfyyiteqatuiiesdnsiomuels
Fatu aesdufusstinmenannasfemenenuairaienmiendnmalnmausdils

asatlulazasdiizinn

¥ d o [ 8 : J o
18Na7N3 Randall (2000) 1#na1991 tendneninsdusn e AeiinsAnsainnsm

g =

o } Tl L] s o 4 } 7 o ]
Anualddn Fasnsinaueeylslusfiiztng laasdlunasiesiinnsnanuatauniuuvians

] P 5 -
RI1AuAN (Brand essence) naw tnatifemaaunulsisoin Leo Burnett (n.d., as cited in

Randall, 2000) N&1291 winwiaeens@udnii axtlsznevlydon 4 ARdaniu léud (g

t.l,tuuﬂ'1w"|nJ 2.4)

o - :
UHUNATNT 2.4 UAAIRIALTENALLANUITDIATIAUAN

Personality/
Image

Functions

s

Differences

Source

u1: Randall, G. (2000). Branding (2nd ed.). Dover, NH: Kogan Page, p. 7.



24

L % lﬂl i } 3 - e | J
(1) wiirAns 149w (Functions) flunsszydn msnBudngesisnaserls Hl3eld
wezls (2) yadnnmitanmaneal (Personality / Image) Ais nsuFauimiaudminms
Audiuilupuasindeviednensiiluatnels wananil fasantenisinvuanwansn
a09f{ld (User Imagery) dnmasanillupuiifisnwaiciideatinels (3) dnvesfudn (Source)
J d‘: = = o - e L7 ]
Feluntiazmanetic aptiuviaudinaneaeaiFEm uas (4) n19aFNANNLANAN
(Differences) Ag NsRaNIRIRUATRLRENE ANLANFILAIMTiand ALt adu
. - Bl wam a i i » .
atinels TaeMasAtsznauns 4 ARl DelddnduialadAgyresnsduan Taninasslseney
:'.- 3 -l 9 a -1 L o [ J = -1 i A’
Tanual HAnuaanrdasiy fardenaliiendnrainsduAinauudaunsauinau
(Strong brand identity) atinalsfiA wnasdsznausinandiflauaanpdasiuvie sl
pudaiau fanagenaliiiizinafianauduauluns@uditiug Tdduiu
anvia Kapferer (1992) #nantisasdlsznavaeaenansnins@ungn Usznavly

} o J 2 i
finel 6 Aaudanrin (QuuunIwi 2.5) Liun
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nu: Clifton, R., & Simmons, J. (2004). Brands and branding. Princeton, NJ: Bloomberg,
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A ansAuA AN (Range brands) A9 neademnsAudunsetn i lussAudeniy
TnesinldrunguAuinanronisldauiteiumimmauilndi@deiy, msldden
AuAN104138% (Umbrella and pillar brands) Ae nsl4densaudnneldledeaiuiude
13 Tnefidensaudnduazgninanldfungududmmlsznn, msldensdudndonry
(Shared branding) AerENsTAd e UM e R AU 3N wiaziinns W esaniu
lnziuRuALnssamwiny FamsBududnazdonaiuayudn As @il
wiaundennnty, uazns 9 iemmAuAn e usesduAn (Endorsed branding) Aen1stinien
Ferenssmunlnngeguuiidul ez faiewdufunuiesusesfonmnn
viaaRulss AU AuAN T

(3) Tnsea¥neaesnguma@un (Brand portfolio structure) A NsimuadIaziinig
ANguATIRUANIAENANTNAINUANINLTT LA 1Y mﬁﬂnejum’uﬁuﬁ'ﬂuu?t‘r’mﬁﬁﬁnﬁm:
InaiAnsiulddaniu (Brand grouping) Taaansanainnguiimananianisaaim Ussinm
1998UA AN NIIRRAY Anwaurniseenuuy i uazgeving (4) nasinnuavize
a8NLULTEazIBaA (Portfolio graphics) Tudauiianunsonaadiuld (Visual) ﬁ'q:qn'ﬁf e
Wusunuresnsdudn lunndaulilaoudunusiu v 1814 & nseanuuun@ndinet

t
n13aAfNaIAlsneauasT Ul s
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WK 2.7 uananedngLluuLlasaaamsdusn (Brand architecture)

Brand

Architecture

ﬁm: Aaker, D. A ., & Joachimsthaler, E. (2000). Brand leadership. New York, NY:
Free Press, p. 135.

waanfildedunetisnisimmuagtuuulaseairensdusuds Tudousentaree
1 ' 4 L - ]
nanatiansauseuaziuInRaNIsaissgnaldluntsiTus A dudsell Tne
Park, Jaworski, W8 Macinnis (1986) W#namuansausrelunistanisuueAinasdudin
(Brand concept management) FuudAntiaziftadeiunIsEIsn AN iR duAnlag
FususinsAnRannnansing@udn (Selecting) Nsunlld (Implementing) uae nns
ar 1] . . . J

AILANNMANRNIRIAUAN YiARE (Controlling a brand image over time) (AUAKNINY
2.8)



J - -
WHUNIND 2.8 U4 ﬁdﬂ??UWﬁ?LLﬁQﬂﬂﬂ?ﬁauﬁﬁ

Brand Concept Management

B % = |

Functional  Symbolic Experiential  Functional Symbolic [Experiential  Functional Symbolic Experiential
Cognitive/  Problem  Marketing  Brand Image Image Image

Sensory Solving  Shielding Accessoy  Bundling  Bundling  Bundling

Stimulation Speciaization Strategy  Strategy  Thiough  Thiough  Through
Strategy New Products New Products New Products

Problem Brand with with with
Solving Network  Functionals Symboic Experientil

Generalization Strategy Concepts  Concepts  Concepts

= | |
= L_l_l

Develop Appropriate marketing Develop Appropriate marketing
Mix to Enhance the Value of Mixfor Brand Concept Associations
the Image/Position

Brand Position Relative
to Competitors

1'4'111‘1: Park, C. W., Jaworski, B. J., & Maclnnis, D. J. (1986). Strategic brand concept-

image management. Journal of Marketing, 50, p. 137.

TnauuwaAssanan amnsatin 4 lunisimuanagmsiumiinsauAiuarena
W lunsfiansanuBeudiufuamausresduteiu sasasnsoian diiedan
AMuRTELEANNILELNAaR wE A 8B nAae Taed Park et al. (1986) Tt
gduduasuaRansAudeanith 3 $u sl (1) Funztin (Introduction stage) St
Gudulunsinmuanmdnsaiterimuasuminnnisaans Jeesinninesiesdle
WesaunaamaNTAAA (Marketing mix) anldiieltnansufanindneahife
FrumiinmAugnaienaasiinasaninidandedud luouan (2) Fufnmuameazien
(Elaboration stage) WhiduRifintsfnmanminaiitenagmiumbsnsaudnating

o [y = ° A A - vl a o v !
PALAULAT Tﬁﬂ@:uf‘l'l?u’lL‘El’]Lﬂi“Emmm‘ﬂﬁ’muﬂ:J‘lﬂ’h‘m’li‘maﬁﬂuﬂ‘]i LWQLW“H'I??Ugﬂmﬂq
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2 L% ] 1] | e 1 o J
(Perceived value)1aamsn@udnlillanuunnsinslannguasiulunans uenainil deldiie
n: J s ] = o L3
doaiinpnineaiu&ué (Product knowledge) waznaliianuAeInIs LA AUAN
A' -" 5 J :‘1 - =l -3 ] ; v . :’ J
Wi wardui (3) TuaFulifpoaudeunseannau (Fortification stage) udunanaiing
- [ L ) " | [ J A =l - .
denlanmaneninsduddniuns@udAau Wesaniinnsaeneanenisuan (Line
. ] I -oer all ) 5 -l o e | K1 J’ | e
extension) srwinanguAudnieluniim Sadeduduiuedinenaivielilils aueriu

ANNATNNTDTBILFENUALANINNITUIITUNIINTAR I AV LU

u10uAl Louro ua Cunha (2001) Winmssusanesiilszneusingg fifiuanssny
RaNsL IR AUAN 11 AanNIde (Beliefs) ANUA (Value) 35n19 (Techniques) e
FaansazAnmuaztinuntnmuadunseuuuanialunmsimsnsndudisely (Brand
Management Paradigms) Treutifian it lunsiinseieanidu 2 Aaldud

(1) fpnajasiulufims@uAn (Brand centrality dimension) auftndesfuass
Uszneundnassns@udiaziinasenisinumilsuneienagnivas i taagnui
aaniilu 2 Anwoiche (1.1) msng'mﬁu'l.ﬂﬁ%m? (Tactical orientation) un 5143815807
Lﬂﬂ’ﬂwna‘:ﬁﬂﬁtﬁﬂm?‘fﬂauﬁqmn%u 1w nAsTRE N AUAN WA (1.2) ms‘:j«ﬁu‘lﬂ%m’t
Aufn (Brand orientation) Faazfendestunmadfinviemuiendneoinmauiiie
IHAaruliFaunenisutdeiu santiadunmisaieyarinsdudn s ssmuacfisinn

unn‘ " o ] 2 " n . “1 L
(2) ummg«ﬁu'l.ﬂmmguqnm (Customer centrality dimension) quineqdeInuAIN

1
= o |

4 [} v i - s 1 o
RNeuesidlnafifinasanszusunisa¥unndiaenism Tnagnudseandu 2 szivfe
o =i - J [ L1 2 & 1 ar
(2.1) ssuresnisdrfiaduies (Unilateral) Teluseauil frilnaazgnuesindudeiu
J - o -l -l o :,l 1 AJ = A’ = J -=oef
dayanisminauaiiesdeines (Passive) AU AMAMINATUATIIAAINNIINLTEN
L] of ol o J
iianedayaludeiizlng uas (2.2) seavresniadntclunanefinu (Multilateral) Telu
| = ' i ' v o i P °
seautifiislnaszgnuesdn Wheheafinmd lifisau (Active) TnagiiFlnaaiianng
=l 173 ' ar Sl A o ) J dl
Arondeyatnarsdusaaitaiinaindssaunisaiianizredusiarana TR AUAT
1 i = ' o dy 2 - 9 =5 -oar aa & o o
ansanaliiianmet luseiuil avsieatiunsdudrvireriEmniinnsaiaanuduiugiu

- 1 1 d J
guilnaatineseiiia (QuuunIng 2.9)
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LERANT 2.9 uaasnsaud M lun1sAnmuazdirssinisuiunsas Auen

Brand Centrality

Tactical Orientation
(low)
A

Adaptive
¢ Paradigm

Product

| Paradigm

’Mulﬁlateral

Unilateral
< (high)

(low)

I Relational
Paradigm

| Projective

Customer Centrality

Paradigm

v
(high)
Brand Orientation
i .
M{": Louro, M. J., & Cunha, P. V. (2001). Brand management paradigms. Journal of
Marketing Management, 17, p. 855.
Taganuan1sAnmuaziinszidiayaaes Louro waz Cunha (2001) Wudnng
- :’l ] b4 1 IJ A o
UimsmsnduAiu aunsoudeliidu 4 guuy Wun (1) yasesiifaiu@uén (Product
o o N — , b
paradigm) (2) uuumwmmﬂnmmi‘an (Projective paradigm) (3) quummﬁmnum?
o e i . o o as £ o & .
UFusa (Adaptive paradigm) LAY (4) yuuanALaiLnsaF19ANANTUS (Relational
paradigm) AN Louro wae Cunha aslétinmanisAnmlu 4 sUuuusiangrs uafmus
LY - & v e 45
WulmssaFnuazaueinsuinisasdudnly sl
- } 7 ﬂJ d’ [ i 8 L7 o [ [
(1) MsiwsasAwin luyanesmineaiuAud azsaiuuaslianudiftyiu
Audflundn (Product orientation) TaeasAusaziuaiinusteslian I dinadonaine
i =y ] b - e ‘ 3 - -
anuuAnsinaldeanguang 1w nsldlall nasasda@ns usiu uanannil widmaziing
G y 4 AJ 7 i o
l¥fanssunaznis@aaisnienisaaaluyng s iarunsadeaa¥repuuansne iy

-] = o J o ot - ] : : -1 ar
Fudn uavinWusEmanansodessfeafuduluedialnadeay vl Iefidnquszasd

9
L

wanieafaznsefuliuslnanianisin@ulaTedudn uarludauresnisdanatiu az
fansananuan1sANSuIUAINNITRY 1Y douutinisaaImzaaanaie sy
- -4 A A a’ ' L S o o o
(2) MarEmsasduin lugusesineaiuanian azsadiuuasipnudAryiu

WANMBNATDIATIAWAN (Brand logic) naape ilunissjsairamsr@udvizeimun
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o L a e Gl ' ] i [ -‘ ' -

endneninsduAreniimldlanuuanssusslansuaingudeiy ineneliinadugn

1 Jﬂ - - o 9 o J J a
Adfenluaemgiiing lnenddnazdudimmusuasainanudenlesunaaiuas
auAlugeduitnadlundn el Tudauasamsdanaiu aziansun ludnenuzideaiuiy

a o i = o &= =, i
yuueaNiNEa LA Ae Aa1sanannuantsAnflineIudunistu uaryaAT8IRsIRNAY
(Brand value)
= o o [ [ . +
(3) NMeLEMTATIAUAN Ly NNBIALaiuNsUFURA (Adaptive paradigm) A8

: . i i :

daiulunnguerising (Customer orientation) Teenflunisafremauianalauasiniaus
[ r‘Jd ar = - 13 : 1
aména@a Al enadnsasduinlugluuuiiazuesit minandudvize
WEmilnwdnealalugremdiiinauda fazdaaligusinanaanuienelauaziio
- ." d’ =l ] J ° - [ v
ATy Teaziinasenisdenlaauazinlignisdsafiunisiufann ndusnludeuan
o ol :’l s ] s A’ o s :ﬂ
vuiu Aniadasaunsndanasianissindulatedudnsaatuiu uazludiureanisinuaiu
arfansanannAMuamsnlunisaiaenufienela (Customer satisfaction) $n04n
o rd & = =l g - 1 =

amdneafdidlnafideasm@uduazitEndniuliluficinele

i

- 4 J o e &
WA (4) MeFMIIATIALAY IyuNaIINLILNT8T19ANANUS (Relational

[} L 4 [ A i &= os B & o 4y
paradigm) azajauiuluinisairepanuduiudsendnassmiugusinaluwan (Relational

orientation) Tneifidn=nieiilingatis (Dynamic process) Li8eann azfiaeyiinizainmaiy
L T

o e ' ] J J P [ - :‘# - e "
fuiusiudiislnaetsaiiies Sanisflufdniusiudiislnaiu azdonliiddmneudd

U

131nallruAssensdudnetnslsuasin W lunsWaINNs LN AT A uAse U

e ele

€

v
o o o ]

v ludoureenisdanaiu aviansnnainasdlsznaulaesanlunnsiu ity danau
fuiusniiislnaiisens@udn metanadunisiu dadunieluidsm anuaunsalums

Ususi laenadasiuanulfeuuias dus (gaisei 2.1)

= i a
A9 2.1 WARAINTALILUIN el lunsidunsnsaudn



Table 1. Brand Management Puadiﬁ' Structure and Content

Product Brand logic Customer Relational
orientation orientation orientation

Marketing Mix  Brand Identity ~Brand Image  Relationship

BRAND DEFINITIONS Logo, legal  Identity system, Image, Relationship,
[de Chernatony &  instrument company shorthand personality,
Riley 1998a] device, risk evolving entity
reducer, adding
valuc, valuc
system
BRAND ROLES Productcentred Firmecentred ~ Consumer- Symbolic partner
roles supporting roles associated centred roles  co-configuring the
communication, with the facilitating relational domain
advertisingand unilateral decinon—mahng, for firm-customer

legal protection. creationand ~ reducingrisks interaction
sustenance of  inherentto
competitive product ,
advantage acquisition and
through providing

and/or
efficiency (cost-
leadership)
DIMENSIONS OF Markoting Organizational Brand Organizational
BRAND program, brand  Strategy, Brand  Brand Elements, Strategy, Brand
MANAGEMENT clemoents as 1dontity Charter, Marketing Identity Chartor,
residual Brand Elements, Program Brand Image,
decisions. Marketing Brand History,
Program Brand Elements,

Marketing

PmEmm
PERFORMANCE Product-based  Brand-based Consumer-bascd Procoss-based
METRICS [Financial [Internal [Customer [Balanced
[Kaplan & Norton  Perspective] Perspective] Perspective]  Scorecard]

1992]
BRAND Functional, Functional, Customer
MANAGEMENT _;PmML__ Product/ brand Market management,
STRUCTURE management  management  management  Enfreprencurial
Product/ Market Product/ Market Product/ Market brand
management
Inside-out Inside-out Omdr,»m and Inside-outside,
capabilitics capabilitics spanning and co-
mrmb'hhcs opting capabilitics
STRATEGIC Internal Internal External Internal/ external
ORIENTATION
[Hoskisson et al.
1999)
STRATEGICFOCUS ~ Productsand  Resourcesand Contextsand  Integration and
Positions Capabilities Consumers Interactions
STRATEGIC PROCESS  Planned Strategy Planned/ Imposed Umbrella/ Process
[Mmtd:veq, z & Waters Ideological Strategy Strategy
Stralegy

ﬁm: Louro, M. J., & Cunha, P. V. (2001). Brand management paradigms. Journal of

Marketing Management, 17, p. 857.
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u8naNii Davis (1995) imsAnmBepanudAuazglunuaeanisiusms
auiluawnamdn psariinawasuwavieimun i lufianidls iefiazannso
AelAmlssAvEnmsennimennduiuszdaniiuyariaesmeaudnldlussazens
1nTu Themudn Tutlaqiunanefsmintinensdudnlaesjaiuud fesaysyTonlly
svnvdu niuu:qLﬁuﬂﬂm-ﬂnw?ﬂuaﬁﬂ‘lmimi’u %4 Davis na991 AsAudninFauiailow
yEnTRLT A aac e Fedy 1ivSemsfinnsdanisuasmsmedudethadhudumey
3 alsenevlyfan 4 Sunauvdn el (1) nMewanNMAsARAN (Developing a brand
picture) AR NMefimuaLLINIvFalasesandnee (Outiine) T89nsLFMNTgINA LB AR
iu neilu 5 Tdhahasiinsinuuanagninisaniingsiaetials aﬂﬂmmqauﬁﬁﬁﬁm

L o - ] 1 4 ] 4
faqiiuresrlsuazarinnaiinysrnsdudnluauanldetals (Quaunmi 2.10)

WAUAINT 2.10 WAAININNITWAKININAIN R RATLBILITEN

Cmpany goalsnd objectives

[ Brand return metrics } [ Brand investment levels ]

o
41: Davis, S. (1995). A vision for the year 2000: brand asset management. The

Journal of Consumer Marketing, 12(4), p. 75.

(2) WnlatednrneamdudivestiEniluatned (Understanding your brand
= Ll L k9 ala i o o L a

persona) A N1sinANdlansduAt luynnesiinasiansndnAudLFinalung
sinawula (Consumer-driven perspective) Taaanunsautisaanfiiunarayunessioniu

-J ' o s - J 1 E
(awsunmd 2.11) 1w ssavmmsinavesguiinandsens1@uAd (Brand loyalty

= [ A J o - ar ] ]
scorecard) Aa NsneneNAuMTiadesine Nz WguslnadinAsensduAn uazll

AJ - A o - - e ¥ .

wWaswldnmAudnay, iendnwnins1@uA1289138% (Brand identity scorecard) Aa N9
Aunuazaiaendnainsdudinlilaulansu Taamilainiladasineg iy qauliaize

1 - o o ] o J e [ 1
qABUIRIRNTIANAT NsAMURRIUMIAsRLAT s Tademinlinisfufyanzems
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AuriimuuANFINAINGUTY (Brand value scorecard) AB Nsarsaunaniladludnu
7P 1 AAudrendEniden Seudisuiuduas ssfunaEangutenseniuly
GeamAesdusing uaz naaiinans binsAuA (Brand extendibility scorecard) Ag

fumiladevdessdilseneviidaniunnirliuns@usls vy nsaensuasiaon

AnsseTagians@udn usiu

a i il . .
LEUATHT 2.11 udseietlasendanasanimminanuidnlansdusn

Your brand relative to  §

ﬁlmz Davis, S. (1995). A vision for the year 2000: brand asset management. The

Journal of Consumer Marketing, 12(4), p. 76.

(3) AuuanagminazldwmuiuaznsesulinsduAidan (Developing and
- - . 1 J - J 1 z J
activating a brand life strategy) AR NM9AUMNTR9919 (Gap) NNATUTENINTUADUN 1 LAY
3 -j : s o [ J - J ar o ¢-uJ o
dumaudl 2 anfudaindesineiifaruiiBiwssimadunagnsnasin linmeas
7 o (-] J ¥ L3 ] - ]
Audnszaunadifa Tanagnstiazdoainlfaunsarenaasduivizena liiindusi il
= -: J’ £ J = ] 1 =
ANTAFaEeau IaentsldiAsasiianianisaaalugUuuumnee Wnasn 1w nng
Taiwain nrsdaidiunisane nsamuRudnluaiq neinade (usiu
(4) nedananaunaui laannn1zanduaLTULsn (Measuring your return on
s N L [ AJ [ o - J 1
brand initiatives: ROBI) Aa nasnnuuannasianazldlunnsdnnanisaniiineu Teuwicls

il n) medanalaaiansanannimgussasdussnagnins@uAn (Brand objectives and
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ar IJ $ & -l [l 8 [
strategies) 111 anavFLluneanngLIlnalidens@uAduetingls s 1) neiana

Taeansunfnunisidu (Brand financial goals) 1y HamauunuR l#FUAINNINAIIRWAN
] o 1 [ = [ AJ =
(Brand picture) fauAnAnizalal uaz A) nsianslaefiansanainanuyniungiisinn
Hsans@uAn (Management's commitment to the brand) 111 #1unsadaeinANinGse
X .
ATARAININTWVTD L
-3 1 - A = -3 L]
aziuldin nsLBwsAsAuANTUsEAnsninasdena WRsdudtanuudaunss
-: Jf J 1] o= =l g = & ot dl . [ J
NINENTU Teaungane WAANAAFaRT 1 ANAIUAZAIANT LUTLEIZENITUNY TAADARRDINLIY
J 1 - L] (-3 : o J
Temporal (2002) 1#na1291 nstFunsasdudilfssaumnudnianu auiunazsies

F

o e &l e --lI lll ] -oar 4
aFpnuduiussudiudislnaianasdinassoLFEmuasas@uAn lusrezenn Ined
puduufszndnafulnAussasBuAiy azBusuannsasenindlumsdudnneuuss

s o o :‘ﬂ ] 1 - - A l‘f = ar =i
azfinewamundusrdudusialy Tannduslnanaaumeiuwasinnuing lunm
(-3 o ar .A ] B = o i :’l J
Aududa Aazirllgranuduiushsuasnaliifadurnugniusensdudtiulungs
] [~} - -3 [ A - 1
atinlefiA MaAnsandud fansfitadufdemalinnitusanfudilidszay
° = ] o 1 -I - [l o o J o
pudnFa lunanasuuie i (1) pshgusmslalinanudrdgyluiGesreinisiivun
AJ - e 0 oA A |‘I ° =l 1 =l [ )
Whvaneszazena (2) msnuismAihfsGewanilaieetnanealngbiafennnu
A 5 o ] = J 1 s | 3 ]
duiussrarenniunguinising (3) nasaamseanssewinaiunielussdnsuaslifinng
] [ 3 i ot o nJ-l =
nuuaiunneneluesAnssanii (4) MsTIALARUNINENTNHUSEANEA W (U
o - o al g = ! | [ i . e
wiinaw iATesdnsmalulatisineg uaz (5) nshdudieglussiu@aniuiuguiiy 1eea
gL TnalisnansauenuezanauaAnaszndnemsduAla (Davis, 1995)
= 2 ' i L I ] - 3 o - 3
anfilFnananndnesiu anananaléan nmsuEwsasdusuasinmnmdudnliliag
1 = :’; 1 4 ) A [ J ]
agluladilnatulildFesine iesanniitladannunandansenusans&uen 1ty
oo ot ot Lol o L P
annisuaediuiiingunsasuulamaniAsEgRauasAIAN NsRRIUILATNIS
o " - % e ek
wiasuulasdnumalulatisantiennumandaresizinafiiisdu (Donaldson & O'Toole,
2002) i lduaneiFEmbiauisoaniunisairaiterimensAusn IHnesane des 1y
1 -oes o -I 1 =l i o i o - -oef ] J IJ
wiaziFEmadlunavsiasinisfumuasidnsniunguiusinsanuzsmeine ivenastan
a¥repnuudaunsaliiunsAudn sl AeneliiRanagnsnisluiustinemsdudn

(Brand alliance) Aanaznanaludousialy
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wuAAREINUNUSRATATIRUAD

wnARREafURusTRsRs1ALEN (Brand alliance) vudluuuaRniinngeléfunany
Deaiadlutiaqiiu fefielddnduniicluguusesiusfinsdanagnalunissnfiugsia
(Strategic alliance) Faiu JapasvnaudnlaluGesresius AsdINagyNSIuN1TAILTN
genalunmeannineg Tudesdurien anthidsaznanidsludugssemumuges
WustasAsAuA sluuureinaiuiusiinemsndudn nagmiuaziladuiivinlniadu
Wusfinsmeduduszauponudnia sondefeiuardedusesmaduiusinensfuduite
dqtInnsAaImie mﬂui‘mmaﬁﬂﬂuﬂmﬁuﬁLﬁmﬁuﬁuﬁﬁmmmauﬁ’qmnéu
siaandsaniiuniseunsludanrasnisssfiunadluiusinensdudnvediislnn

L 3 - - = = 4
waznednlss@ninarainisiduiusinensduinlungn

wusinsidainagnslunisanilugsne
dmuaumanesasiusinsdanagnslunisanfiugsianiu WRgWAETnaY
] s :J i ] o ] o
Bumnsinariu 1aa? Spekman, Isabella uae MacAvoy (2000) Na1291 AaAdNsaNdlaiu
= [ = oer o ] - e 3’ d' 3 J -‘ o
NegINasynIng 2 WEmvidananndd 2 wiEmauly inesiasnishazussqulmunainimus
2 1: [ = [ S =1 AJ - e =l o o ] [
1% wanannil nsduiusiimeiudarantianisd 2 uisnasiianunalumssindulasoniy
(Joint decision making) Aat
A o i ! A
FJeaanndaaiud Eimuti uaz Kathawala (2001) l8mauvanglddn Aantsh 2
-oer = ] -oes 4! 2/ 1 o = 4 9 [ o
UisnviTannnngn 2 uisnauly dhansaailuwustinsviedluiudousaniulunis
- o . o 4 K .
Afiue e lfussgaudngUseasanninueld ussiedeainAnanmlunisaniiu
- Soamd -1 1 -' J’
grnareandeliiANLdwngEeTy
P A ' ] © 9
atus#l Bamford, Casseres Wa¥ Robinson (2003) 14na1291 Aanasiuusdannas
foufusendne 2 WiEmitananndnlunisaniineu feenaflunissouilaiuislusu
ar 4 J z - e =l af L4 -
walulad, winaw, gnén, aendudn iusiu Taen 2 wismaziinnein@ulalunisniiiv
] s =l [] J -3 ] 2 o = oer ol : -‘-‘ T
nusaniu laafiqajaunaiaidunisa¥eannuudaunsalituusem aniaineaFreassd

- =

griaiteduin g lugaann Tassiienanudsmqianzaesusiasdsnun14luns
WaUNRUANFINAY

18NAN% Wheelen WAz Hungar (2004) fislénanadn nadluiusiined@anagnily
nssnfiugsiati unstvusdennasszwdnetsnlunsdniiugsiasauiu erllg
Anudnda Wwdnensiduinnninfisauanisimuadennasianiussmuan Thaaunsm

' o i 1 k73 é =i i = J
wikaanifusyiunAeudrutiunianis (Formal) Telizesrealiuaamudiuninaades v
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NMTAIUTRNaRUIINIY wazszauilaiflunnanas (Informal) L mmﬂmﬂﬁiﬂummfmq
walulaEhsernmEnsALimsEIIng 2 139 Tneflusassimasfeneiidas=luns
ANHLIUUENAINTY

Taelszinnaasniniuiustinsdanagnslunisaiiugsna (Type of strategic
alliances) arxnsautialdifunanadneoe oun (1) maduwusinsiulusrunisaaiauay
n138l (Marketing and sales alliances) Aa n1sfinwuadannasianiulugunisii
nsAAAsaNY (Joint marketing) uaziiedsaireyaAnRaliiLAuA" 1y nedanianssu
dagsunisaeviienislamandoniu (2) nmaduiusinsiuludunssuounsuanRuAN
(Product and manufacturing alliances) A8 N1sanHafiUNAIUNITHARAUAYTNS
ganuuy saxdepnusanileludnunisdandmgiu uinlanansoanfuyunissdaly uay
(3) Mafuiusinsludrumalulafuazneusniaauranaiue (Technology and
know-how alliances) fia nssanianulunmsimumaluladlvg santannssauiumiase
uarAnmlnein mwg’fﬁ‘lﬁuﬂl%tﬁﬂﬁmuﬁgaluﬁq sinlil (Technology Associates and
Alliances, 1999, as cited in EImuti & Kathawala, 2001)

UANAN n'ﬁ Coopers U8 Lybrand (1997, as cited in EImuti & Kathawala, 2001)
Wi lszinmaasnisfhoiusing 135l (1) N19NINNTAANANTENITRAUFTNNTAAIAFINAY
(Joint marketing / promotion) (2) N1 ldMeanienIsaneLazanfunesaNiy (Joint selling
/ distribution) (3) NM3sanHafiuAuNISHARAWAN (Production) (4) n1sfaniaiudunig
aanuuL (Design collaboration) (5) N5 wmalulatisauiiu (Technology licensing) uae
qavine (6) NN3FINHNBNUNNATUNITIALURZWAIU (Research and development)

[ o

Tuanusd Aiassns edmd (2541) Wurilsznmmaduiusine@anagnslunis
autlugsnaaanii 4 dszndtei] (1) maduiusinemisiudnierinng Aennsdl 2 1
sauflafunnadunisnedudniterinag feenaanflulifedud Iniviedudfildlssney
fu (2) naduiustinsmianisgdadinnisene Aenisdudsnnisesaniu Ingealinag
i emsnAudnreasimiifuiusinssansan 19y McDonald's WONTBAUEUINNLEEM
Disney (3) n1aifluiusinsm1en1sudedudn Aemnusniiafudunisaudeuazdniu
Auin Taefudsnvilsenaasifiznnslunseugedudnunanid i 1 13 Abbott
Laboratories (HugflitFnsdaivuazauds@udamisnisunndass 3M iusu (4) naaly
Wusfinmmnesan Aensfiudazismasiinisiimasadaniiu Taadnidunsidileiaue

dauanvizaliisamiiamunigndn 1w meiimuasaieaineeslsusy
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'Lumﬂfluﬁ'uﬁﬁmmqqi‘ﬁq&u 21A1AAINANNFINTDUGTNANNEIUIENINGINA
usazUssnniin A mwaAnstefy iy nafluiustinssoniusninedouadduiudaunis
rARRUA e s TR AU Ivsieangnana lanisiidounisuAnurianinsasonile
fugaunsaanaiianandudnlaenafesuazifieaaiuaufieinissesfiiing
(Technology Associates and Alliances, 1999, as cited in EImuti & Kathawala, 2001)

@:Lﬁu‘lﬁdﬂﬂﬁ‘:mmmnﬁsl.ﬂuﬁ'uﬁﬁmﬁqnaqwé‘lumsﬁmﬁuﬁ?ﬁqﬁummmuﬂq
Tdeanifunanelszinn 'an%uﬂzui AudnguUssasAuasAusiaINTIRusazLTINIAeINTs
Huiusimssaniulseflinguszasmidodhuunelunisaiiugsiaetiels

Tt Harbison Ua¥ Pekar (1998) linanafsinquszasiminiiasdnsfenldluns
duiustinndenagnslunisaniiugsna (Strategic alliances objectives) 1ol

(1) iedaunsyarnpanandes (Risk sharing) ﬁ'qlué’qumfmnuua:?ﬂnqﬂlum?
Frifiugsha 1y nadlresTdN Kodak Mifluiustinsdaaiuildund Fuj usaFsmdranndes
dhegy ieAnduszuumalulaginnsdran mlugduuulvel dudu 2) iedaszniin
Anl4ane (Economies of scale) esanurdazLsSnsienmausrenaeszanndidrin
(Fixed cost) Faiu feflpanadnfuiiasdosiauduiusinefufsnau Wuatsnisiu
British Airways $9uU&18NNT0Y American Airlines NevmusruLnsaeaTnslaeans
wiaatiudnereuRamefliiannuiuae (3) Lﬁﬂawwmrﬁwﬁqmﬁumwﬂwmﬂ (Market
segment access) 2N 1Y FreaTsnEuAY Wal-Mart faauiusfinsiudneassndudn
Cifra speUszmAuindln nszdesnsiandrfanguidhmnsuazaenagumaoluds
guslnavszinawindin (4) Wadluniswanndumalulad (Technology access) iu ns
Wuiusinesaniuszning IBM, Motorola Wax Apple Computer iNeWmuN szl Power PC
microprocessor ﬁlﬁ:ﬁu‘éﬁwﬂmmﬁ‘ni‘ﬁ’mu‘lﬁ&wﬁﬁu uaz (5) Lﬁﬂﬁﬂlﬁaﬁﬂqmﬁqﬁuﬁﬁu
wazralhinaasniflFouguasdiulunann (Value-added barriers to competition)
Faeannnindhiusfimsasin s lisunassTomludrusne sty iy anafine
uanazudunansg (knowledge) Arudugy (Expertise) 32mdna 2 83Ans Fededluns
daafinAnunnlunsanunuld

aziuléin nmﬂuﬁuﬁﬁmsﬁonaqﬂﬂums‘ﬁmﬁuqi‘ﬁqﬁuﬁuﬁu Az i

-

visiamn I Feunienisudedu Bnvedeanunsadaafindinesuasanudiwiey i

= oer 4 1 o Iﬂ’ BI af -l= o -ﬁl & =4
159 TeganasiasanneLaznani lsinae wenani dadlunisiinianialunisdinne

]
=2

nq’uLﬂwmﬂchwﬁmmqﬁumnumﬁmn’%u (Spekman, Isabella, & MacAvoy, 2000) 4

=4 - ko &I - - =i
talunstaadinaieAnanmuasiiulannalunisiasgiauinvseseeeeuiaanig
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o - 1 AI ot J = [ - - -\. X
sty Tnaienizednega lugallaqiunanimasiatinsudeiuuaziasyiuladnagu
3 ar 9 v =2 8 ] 1 A [ ]
ganalinnsaanauaTid1 18R uAA RN e N AUMIAEN T I iNeFnEdauuLianng
[y aa - v | 9 o F ) ° o o
NIARIA UazAUNAENsNtaeaFeauLAnaNIRiLaRAT TaeEuiunn lianudAg iy
o % 3 IJ 4 i 1
NIRRT ARAINNTY (Rooney, 1995) aef Keller (2003b) nd1291 As@uATfIalsdn
ar -Jnl 1 -l o o 1 -I -oas dl
WuninddundyasuasiiaoudAyetnedeaeimm wasminaunsatiaiany
usnAne iU AuAT usrfdasaiwvFeinmaouduiusauniudusinals (Aaker,
L1 J o o JIIU rf %3 o
1996) uanani AsdudflszauaudFauandunianiu annsadaalinisuueiin
] i 1 dl - o o 8 J
AuAnlusd (New product) dngmanaldineau Wiesannfuistnainazldsziuanudune i
slansandn unldlunsdsuiinuarairansuaniuludusnlva (Reddy, Holak, & Bhat,
1994, as cited in Sandeberg & Ostlund, 2003)
1 ] =5 . ‘l -] [ 1 lnl o ar L]
anananaléin asdusntadlugeniiannnudrAtyetinagia dAmiumsmiomsaaialy
v [ :‘, a9 2 = % o 4 g =i ar L]
flaqiiu fau dees@uivideinnisaarndndunasiesdinnsimun uazivuanagngly
a o - )
nMTANE1NIAT89R AU (Brand leverage strategy) iadlunnsaene@udndrgngs
1 9 = [ & -lnl
Whmanalmin lusaia LezamnI0AaLALEIANFRINIIITaRINATANTIELETnANE
J ; D
nsilasuulaetnaanna e
] l"é lhl o b 4
Tne Aaker (1996) ThuLinagnanidlunisiiuguiarens@uan (Brand leverage
o [ -3 i o o - - o - o
strategy) iNedatigireanuudeunsalifunasanfiugsialifauamning 2.12 Gaannuau
- 1 r‘lJ o o -BI o 5 1
amanunsaaduneléidn nagninesdnsdnlflunisiingnnaresnsBudiy aansaulis

L d
aanily 4 Uszinndnaiu Gelsenauludog

4 ol Hy
WHUNN 2.12 usanagnsn 14 lunnsing1u1a1eIRs@ue (Brand leverage strategy)

LEVERAGING
THE BRAND

u: Aaker, D. A. (1996). Building strong brands. New York, NY: Free Press, p. 275.
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nsenenduinluguddssinmiBaaiugudman (Line extensions) Wlunns
VNIRRT m‘lﬂéauf’hﬂszmwLﬁmﬁuuﬂ:ﬁamlﬁﬂmmauﬁﬂ i Taeinazidumuumnsing
Tugmuaunn gaunan saanh sy (Aaker, 1996) 393anstiarlsidornlddnelumsiiaz
naRAuAInauAuaIAILFeIN1sIasdEtnANTNTN (Quelch & Kenny, 1994, as cited
in Sandeberg & Ostlund, 2003) L1 Shulsa Lay's pansam AL RN B QN Y

nsaenemsAuAn U (Stretching the brand vertically) lHun15E181A31
AuAn i luAusUssinniae Mt uns 8uAIman (Core brand) WARIANNTAIMUATIAN
UAZARNIWAUATIWANFNaTY Lﬁamms‘mﬁqﬁmf\juLﬂwmﬂiﬁﬁmﬂnaju’ﬂ"ﬁu Tng
uthath (1) n1samsEsiu (Stretching down) Aa Ruﬁﬂﬂﬁq:ﬂmmuﬂ:ammwﬁ Andn
Fududn FeaindedeRe erdumaResen AN oI AN AT (Pitta &
Katsanis, 1995) i9usnessl BMW's 300 Series Teaelddniimanrendnemuazniunisians
nq'ul.ﬂ’mmﬂﬁﬁﬁﬂﬁﬁaﬁﬂﬂ N9 wanuFeudeuniu BMW's 500 wae 700 Series UWae (2)
nsfinsEAL (Stretching up) Ae AudnlnlaziisAuazannmiigandidudiudn iy
508K BMW's 700 Series Rifiaigeuasiiilss@nsnandiviiandt BMW's 500 uaz 300
Series

N1378N8ATIRUAN (Brand extension) Lﬂumﬂﬁﬂmmaué‘ﬁﬁﬁﬂsjLﬂwmﬂmm
audniteuuztiAudnmilunguylssnmBudniiuansslannasAududn Tnedhinnsld
SvEnsreansAudiniiadenlavldmmaud il TaneAuslmiazgniundinm
AudnTiaene (Extending brand) UazAsIAUAIMANAZNEENTA (Parent brand) (Keller,
2003b) 1 (efRaiinnsaenensdudeenlUdinanaes videlemndes s

nslunustingmen@uAn (Co-branding) iunnssaniiaiusendng 2 asauAn
whaannnin 2 amduinaul Werdaieuwsihaudnlmisengmann fwerailupau
sanflafussuananguaudlssinniaafuitaauavissinnduinile (Aaker, 1996) tng
Wunsineineerfe ANy 199usaT AT AUATNINANNATUIY eWmunFuALAL
Ensfianansoseuauaspanfiasnisaangudivang anvadiunsadalanalunis
dintenguitivangluig nansaanauszdasaireaauudunsaliiuns@uan e iy
sony huusRmsaniiu Ericsson derelAndududin Aetnsdnsiilede Sony
Ericsson LWy (Sandeberg & Ostlund, 2003) Taefinsuiusiinensaudi aziinny
uANARALNSTENERIALAT WeannseransAud Ae nswusivieasne@udnln
meldismitedenmduddisat e maduiusiinsneAudazuntsuuein

& i a -& ' -l o ' - oes = ' - oo 4’
AUA TMNNINATUANANNFINHBNUTENING 2 UFENUTANINNGN 2 UTW‘BUTIJ
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uananil nnflwiusinsns@udniu amnsofiazdasansldanevizeannanu
@uslunssensuazuuziAud il ndsiatnaRantseenu uRudn nd s
3 - 2/ 9 o i J o = s ]
14 vz lneazilimnduirsuasianamduinaunazduiusinsiueguda (Keller,

d' [] Ll -3 H d‘ o [ -
2003b) Feludusall azaanaredetsaisunineadesiuiusinensduslneaziden

AMHUNILUDINUBNATATIRUAT
Tugdaupnumanaeesa1d Wusiasas@uAntu RglAdrdnanuliuinune
=l J [ o 4' b5 1 1 [ =
TananaunsnFanléludenunnsrafivly 39 Keller (2003b) 1#nanad nasuiusimnsasn
AU (Brand alliance), N13NA3&UA1FNI (Co-branding / Joint branding) UazN1911
a ot 5 o -ild n‘ [
APAUFNN 1 raniu (Brand bundling) ¥ luAnfianumunefimliauiuuazaunsold
P S . F . IR
Gunnaunuiuld Teamfistudle 2 asdudvzeninndd 2 amduinauliifieyluaain
wndauilatulusnEnCeeIN1INARVFRNNANATFaNTY (Joint product) saNTieANsanile
o s - J
Auludrunisdpnanssunisaatanie ludasssazingn lanainii
J ] U A -
nued Park, Jun Wae Shocker (1996) nan91441 e n19¥ 2 L3EMYTe 2 AsAUAN
o - ar 4‘ | - [ I n‘ [ 9
wluiusiinsiuneainsdusvzendaioe el Tnadunisuaniaauiuludou
- =4 4 & 4 = i v l‘d
NITLAUNTTHARTRANITLTNCYANUNITAATA TeaaiFanidn Wunisenens RuA g
naeAsAuANLsZnauiu (Composite brand extension)
4: % i | [ -~ 5 - ;
wanannil Grossmann (1997) galenanedn nandluiusineas@udinauainnig
A 4' L] [ o o J d i ar IJ 4 [
NasduAuilagniinandsaunuanasAuAmil Jadunissnfiaiuludounineadasiv
1FUNA1UN1TAATA (Marketing context) 11 nsTaimaunsaniu, NMsaeduAfaniu
(Product placement) #78n17 1 129n19n17a 1M AUANFaNY (Distribution outlets)
g _ _ ‘ .J
aRAARDITLTN Leuthesser, Kohli W&z Suri (2003) 1alasnumunednfe n1sh 2 msn
4 =4 ] & 4 -va i o4 [ L] Aty
fuAvizaninndn 2 asduAmidunianunseniienu neunisiniennuantiBianizees
i o’ J | - 4 :
wAaEAPAUANRANHAWT Faaty Nena lfinaRuAandsinnuilsdunn (Single
o - ] L J -I o
product) viraaratlunisaiiveuianiuludaunineafugn nwARBNNIINITARA L1
Anufniaiulunsiamon, n1snsrans@udidonie sy vieluunepiienaGundn asn
J - A’ [ -1
auANINATLANUAIE A RUANLSENB LAY (Composite branding) A4
J . 1 1 o =
atuei Aaker Wz Joachimsthaler (2000) léna291n1siluwuslnsnsn&uAn
-t d‘ IJ -oer =5 - n!-i ] ar
MBI N3N 2 AFRUAINMNIAIN 2 LFEMVFRAINUSTLNgTNANH A NUANANTLNN
L - 1 ar i i = o [ i A
AN Tnefusazasduasiunumuasidaudr Ay rednasdusvilalunig

' - . ok '
MazdaeindnanmvizeinaalssTamfeaiuuasii (aef Fang uas Mishra (2002) 'I&
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1 1 o - = 1 i J ar = ot
nanadnsiluiusinensdudn aaunsouiieungussinneesdudnudluiustingiu
1w 2 wuude (1) Rusimemendudnlungu@uinlssinnideaii (Homogeneous brand
alliances) 1w Iseusiflunusiinssaniulsausauss (2) Wusimsmsn@uirlunguiudiau
aztlszuny (Heterogeneous brand alliances) Aa nsiluiusiinssonfivausniianm
wansinefy iy TrausufluiusinssonfuiFemsauin usiu

1anaNH Riezebos (2003 as cited in Sandeberg & Ostlund, 2003) IS LR
o .J - o | 3 o’ - J -oor
wung 189 AenisnaRA U MKiAATUAINNITPINALLBY 2 ATIRUATNNIANAURSLITEY
wiapuaztlszmgsiaunsiiunisianiu e fussiidndensiidasslunneaniiua
d ] o = o '.'l ] = 1 J ﬂnl J’ o o
Fansdaniiuiusinsiuiu aznaliifianisyaANiRLaY (Added value) uaen lflsy
uauselemiisannuna 2 e (Win-win situation)
< i 7l . W — .
Faganndatuf James (2005) Ti A nmang1ddn Aenish 2 L3EmvFasInngn
= e A’ 1 [ = - o | L) ar
2 idEmanluindanfluiusiinmmisgsiatulugtuuuaesnsdasauindanivireanadiy
NNIHANNAUTENINRTIAUAN (Brand integration) TRuAsTLFIMluN1sAARANTTHATY
I s A ] i & Lo I [
nsaanasaniy ianeliifsuaysylamnitarussquilunesniu
& 9 =l @wo o a - - 2 1 9 d i
auiuldidn B§lEAdTnAnuassiusiinsas Audnlivanuane Tanansanans
i o = ' =4 o i J -=oas =
Tanaqu/ldidn WusimsmsBuindie Aorsanieiusendn 2 asrudiinnann 2 UsEnvse
] LY = [ o 1 - 9 =l o =l - ]
wnndunstiugsniasoniu Teenadlungugsiadudntsuianideaiu viserusilszimi
1% neflunsinernmdudiun iaugdiuvieiinedananssudmunismaindoniu saui
[} = ar A ] L 4 -3 dl- o = [ ] AI i
Winssantleduienaliifeduinndaw Tanndwiusiineiuazainnsadoaiuyann
k4 ] 4 dnl o = .&’
WuinsduuasinAnanmlunisanfiveuuinay
o - o - |
ufsanni idnsutepununareniusineas@uAuds ludousieliazifunis

] o - d [l o -

nanategUuuuasanisduiusiinens@udn Saldfiguiagiuuuresnniuiusiinemsn

AuAlAumnsinaniu

sluvuresmaiflunusinsas@uan
dmiludauresguuuniaduiusinsmenduAiu IERgvansAnmuazine

ar = L rﬂ : 1} o’
suumeannfluiusiinsasAud S lunaregUuuuscniy vvtianadianuuansiaiuly

A’ e e ] o 1 ] ) [ 4
et fuANwrIRINsTINiUsENIN 2 Anduddndunisianiulugduuuls Tasszee

==

nananeluussrguuy fai
Rao WAz Ruekert (1994) na1291 suluvuaesnailuiusiinemsnusiy amunso

1 o J H - L
wiseantiiflu 2 stluuvde (1) mesaniuninaedesludinaninaessa@ud (Physical
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product integration) N&12A® Audmikazidneniudiulsneuitadludounasansdn
Auk i Faths e 2 Audniisuasfeslensaniuanelaglsianunsoldauaniuld
vy peaRawmes 1BM Midnaes Intel iy was (2) nssaniuielsinasdanuasa 2
auﬁqﬁmﬁumm‘;s‘m“ﬁq%u (Complementary use) Thefiia 2 Fudtiugnansoldauuenann
&\ Bacardi Rum U Coca-Cola (s FannsfhuiusiinsmeAudtueatindy
anNsnRusENdng 2 AedudRiide@elusyiuidany (Two equally reputable
brands) ﬂ‘eﬂm?i'"mﬁu?:“dﬂqmsqauﬁqﬁﬁaﬂ (Existing brand) fiums1@uAnd (New
brands) Wil 'a'mu’flun'1ﬁfmﬁmﬁlﬂﬁﬂiﬁnﬁmualu-ﬂqummé’uq 1 AANAnITHAALETN
nsRanAFaNiu 1 e viseralunssanfuitane lianalussarens wu nandy
ﬁ’uﬁﬁmsﬁmﬁﬂ'ﬂwLﬁ'umwﬁnmﬁuﬂ:ﬁ;mr-hm‘ﬁuﬁﬂ sl

J 1 1 b5 JIJ' - = o :'l
Tuansed Simonin WA Ruth (1998) na1291 AsAWANGLTInANLLuluTaqiutu

>
ar

1 - 3 1 - a - ] - s
UespaaiaTuNIaINN12§INAU (Conjunction) 35M9NATNAUANTDILTENTUATIAUAN
- e ‘I 1 1 o dl J -
an13¥nau Tnaaunsouriseanidly 2 stluuuda (1) mssaniuninesdelud@iniann
" _ ad p vxe S
W3admq (Physical) nunatie nasiasawAmiaiiudaudsenauliivanas@udvii Taeh
:‘1 : =l ar 4 d o k3 i o L
MABIATAUFTRATHAN BN WNEAITIa s e eeiuld iy Diet Coke fiuansli
AYNNMITY NutraSweet WA LAY (2) N199aNIUATUNNTRURTNNITARNA (Joint
d ] ; 1 o ar
promotion) uunafiansh 2 asrAuAMEENINNG 2 AsnduAaulindaniulaeiidng
L dl o o= [ - dl - & :: vl A o
UsrgaAiiennisdaaiunismanadanny Inef 2 merdusniuenaarlifinouineadesiy
- L7 Ly = e e E=) ‘J I
Tudsmanniae Wu FeassndunsutanulasinsAnnanauduan Liknign
lugaue9 Aaker (1996; Aaker & Joachimsthaler, 2000) uLivgunyresiusiing
2 ot :I’ J o o [ J
A Aufnldaal (1) asdusnidudeunanvisadluesflsenauldiudnas@udnile
] - 4 1 L]
(Ingredient brands ¥1$@ Component brands) Lﬂﬂmnmi“ﬂﬂ?ﬁauﬁ"luﬁﬁqnuﬂﬂﬁlﬂu
o o o=l d’ -lll - J il
dounanviaiuesmlsznaulifugnas@unile mutanisinsdusmiaiuaion
ar ar e o g/ 4‘ J | L o -4
Aauwnususas (Endorser) iuanas@uAuile Jsarnnsadasanmnldanelunisuuziinvse
Twondudn iasanndnaziinsseydevsalalins@udnidudiunanliuuussqsine
] : o 2 A dlliv ﬂl g
wranaunansTama Setoeinasdudnidudounandunfsninum uas (2) A
} n‘ - A’ 1Y o : - L 7 1 ar
fusfaTvaINuaLRsIAUANsEnaLi (Composite brands) iiAaNNNsNdn A
- J ‘I [ - i
(Bundle) 283 2 merAuAiaiunsiunslslanildiuduslng viadlunistsaans
8 1 o a X o 14 ' = o L8 i ] o d
e NARTUINNTHARRUAT N 111 NAAATT Healthy Choice $aumiu Kellogg's e
[l v
nanasdigasivsilasanznguitihmuneninuaclalagunin wananil fasantieninid

o - o -i - ﬂjd o ] o i
WUSHATTUNINARINNAEATIRUAINN AT culuum*a LAUNNTINAY (Composite
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brand with multiple master brand) 1y N394 fugLnIng Citibank, American Airlines UWa%
Visa credit card (s
o : . o
Tuanse? Washburn, Till uae Priluck (2000) utisgtiuuuresnisinmsdudn
1 s i =4 [ 9 J - o -
squfuaanidu 4 suluuuie (1) nssanilefuietosRmuiAuaNFRTeIRsEUA" (Co-
] & -3 [ 8 L
development) WA uuAnsng (Unique) §1NTU (2) NNTNANNATUNUATUANWIUEN
- «-I 4 1 o
NMENWIEIAUAN (Physical product integration) A nsims@uAIuiisaziasldsauiuan
asauAviinanalagliansnsaueniuld (3) nsvinlamounsaniu (Joint advertising)
SININ 2 ATIAUAT WAY (4) N19RUATNNITARIATINAY (Joint promotions)
uananil James (2006) SelsianisutisgluuaasniaiuiusiineasduAnnim
anmouzaaenissaniulu 2 slunn Bud (1) madwiusfinsseniuludunianwvizess
. " J = ] [ - s i v o= - o -3
Auf (Physical alliances) g MasnamAusdrfudlunusinsiwnanaliinandns o
X - o N - 4
Tmsiguun Geenainannnsinsdudmiedaneuiiudiunanaes@nasauanii
g = - & ' g -Id [ o = 73
(Ingredient brand) ¥saanaiinaINNIssaninsenitens@usiey uilaqiuuaziinigly
d 1 [ o - ] s o ' 2 .
TFansdufniu way (2) madlunusiinssaniulusudyaneal (Symbolic alliances)
=4 -} o - i o =l ] dll -h' o A -i. 2/
Aa nsnamAumNduTusiRsianiu InalamsananaivaiinssAumuTen ey
15lnAisansAuen 1w nasinlaumainganiu (Co-advertising), N1SAANANITHAUATNNNS
e (Joint sales promotion) ¥FaN1RBNRULLFIAsWgaNU (Co-packaging)
Fang uae Mishra (2002) na1291 nsidlunusiingmsdudsiuanadlunissoniy
FEMI9 2 MP1AUAN TeiFunda Single brand alliances 1914 DTAC iuwusiinssanriu True
i o 5 [ : J = [ . - i
Move uaranaitlunissniusus 2 asauaiawly $9iFendn Multiple brand alliances iy
WasINAUAT Emporium unustinssaniuLem nistiulng a1de (umnew) waznis
1] 4 ]
veuneaustszmalng (myn.) usu
WAz Riezebos (2003, as cited in Sandeberg & Ostlund, 2003) Hutieseiuees
o = - ] - A’ o [ o - [ o«
WUERAIASIRUAG1 amnsoiaaulslu 3 sviu A (1) sEAUARIRINARNNT (Product
[ ni dl 8/ [ - [ r-J - A’ IJ = ] [ -
level) ussaunifeadasiunan g wsnfaTUaINN1ey 2 asdudinnsaniuiusing
o o ° 1 y S ; o - o o
fu (2) seAueestaInnanisanming (Distribution level) e N1SNATIARAIMINALNIIN1I9R
o 1 =5 - | T} o =l 17 J =4 & ]
MEVTaNTEANLRUANTINALBNATIRUAIMUY ¥TRENALTIUNITNTLABRUAINIUTDINAY
i [ - A 1 8 p 5 1 -ﬁl A’
gasnsdusiduiusiinsiedeslanisonsranaduiildetanseunguiau uay (3)
[ o x » IJ ] 1 o J
sLAUT93N15RDENT (Communication level) A nsRmsALAMINTen1sRag1NS
v o v A4 - o a ' v
AANA N LBNATIRUAMUS VRR1aTuNNININTRRANTNITARIATEINGNN 2 ATIAWAN
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ﬂ] 1 -3 ] = ar = 3 :’:
anfildnanann asiwdngluuuFedssinneeinisiuiusiinensfunniy
] J 1 2 ] at =
annsoutielifunansgtuuy Teenanaisaglluninndne 1 maihuiusiinens
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‘-J 4 o i J 1
15 2 Neadastunguitimunanianisaaie (Target market) Teutiveaniiy 2
o = J i dld 1o .
dou Aenafluiusiinsiasiasnisdnfenguithvuneniieginlunain (Exist target) uaz

nsidintiangaitivunglua (New target)
. iy oo - , o Y
ndsanild i vuauazfiansanesflssnaunineadecuds Wdusendadunng

L4 i or - J -8 ot i
fwusnagninazifluniaihuiusiinsns@uiessnevlufon 4 nagnasaaiu léun

J J o o o - s
unun i 2.13 uasansauildluntsinuuanagniviusiinemsndue

ﬁim: Leuthesser, L., Kohli, C., & Suri, R. (2003). Academic papers 2+2=5 ? A framework

for using co-branding to leverage a brand. Brand Management, 11(1), p. 40.

nagnsnisaagnielu (Reaching in) nﬂqné’ﬁmﬁm'ﬁmﬁuamﬂuﬁﬁmmﬁuﬁﬁﬁ
T mnaSalugauiifeefunmuasiivanaasiudi taafts nQUszasFifedeanianiuday
WLNVNSNITARY mmnq‘uu’J'mmﬂﬁ:‘iﬂgﬂuﬂqqﬁuﬁ'ﬁﬁu (Current target market) fosiu
Aemandeniusinsniaanudiunisuaziisuanefiazdoniiunnlsstam (Benefi)
WiuAusn L'fmLﬁumﬂ.m?ulﬁﬂmauﬁﬁ'ﬂﬂaRuﬁ'ﬁmmmgsm‘ﬁﬁu ‘1w UFEN 1BM iy
WUsNAFFINAULTEN Microsoft LﬁﬂﬁmmsxuumuﬁqLmﬂi"d'mi.jﬂﬂﬂ (Personal computer)
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s = o = Jd Té‘ o d‘ ] =3
wustnsiuazidudusnilanialunisTe (Purchase occasion) Asnafiuimnu
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Blackett ua¥ Boad (1999, as cited in Sandeberg & Ostlund, 2003) WA LLILAARLH
asunetsrsunniuiusiinensndudndeaainaya A liunins1&wsn (Shared value-

& o

] [ [ J - : AJ
creation) Intuiivszauaaniiu 4 sviu Jearunsoasunaldinell (guuunwi 2.14)

i s ar - & J 1 ]
WHUNNA 2.14 ugssziurasniafluiusinsasdumfidosaineyadi Wuinsdudnaes

Blackett LLaz Boad (1999)

High
A
Complementary competence co-branding
Ingredient co-branding
Shared value ti
Value endorsement
Reach awareness
Low

wn: Sandeberg, C. F., & Ostlund, J. (2003). Ingredient co-branding of private labels:
From a consumer derived management perspective. Postgraduate dissertation

School of Business, Stockholm University, Denmark, p. 11.
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aziiulidn nagnsniauiusiinemsnduen Winanaifunagns dFuaudon
yndu FeaziuldannsiddifanuaulauazAnunhulsmdusine fifeadesiuiusiing
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Tael Vyas, Shelburn, uae Rogers (1995) lana1q1ddn lums‘ﬁqm’mﬁunﬂqwﬁ'ms
Fhuiustaslisraunnudidaty prsfiazfeninmsiiamsiladeiifuadacielade
neluaddng (SWOT analysis—Internal) 191 qaudia, qagew sautieAuwilanavredednin
ferafistuananmuandennieuen i Autedu anniAsHgna ANt A
Ameitladeiifieadeneinguissmidenmauififfnanmiiazdrsonduiusiing
(SWOT analysis of group with alliance potential (GWAP) firms--External) %x‘lﬁﬂ?nﬁu#
posRiansniftenadluiusinsuszaupansdnga luideses (1) mafmuadimuneis
ANNARAANEINY (Goal compatibility) Fadhunassarduussthuinessazana el
nsddneuihiliiamadiee i (2) nssaileuszuanifeunaisznineiu
(Synergy among partners) eunstaniuusanmAudfinuiaunseday 3)
n13n ﬁmuL'?J'ﬂQﬁqHaﬂ'wmu?ﬁ'ﬂﬁL‘i'.luﬁuﬁﬁmi‘ (Value chain) dnilaslatiefiaztanai
yaAARNTWui S uag (4) msfmuadennaaielWliFunaslom iy

% <
(Balancing contributions of partners) lunn< A% (QUKWAINN 2.15)

IJ [ AJ L] [ - o a
WHUAINT 2.15 uapatladeini linsidunusimsilssaumnugnisa

| *Failure to understand
style of management

»
#Failure to leam
cultural differences

» Lack of commitment

\W

2
31 Vyas, N. M., Shelburn, W. L., & Rogers, D. C. (1995). An analysis of strategic
alliances: forms, functions and framework. The Journal of Business & Industrial

Marketing, 10(3), p. 57.



56

1 -3 -t - o :’l = x L - ] L I
‘Bﬂﬁﬂ?ﬂﬁ NAENSNNTLIUNUSNATALEY AATUIINNTITATUUINTUTINNUTENIN 2

-=oer =4 9 - el o 4 Y IJ ] o - 4
EEniemsdusnenaddnensitesluuunisaniueuiiuansneiy uazanadans i

maluiusinsiidszauaanudnsa (Barriers to success) Tatsenauluiailadepneg i
“I o b o J 1 - e
Reatu (1) Memaaudnlanedugluunuarnisdanis wesnnusiazuiimeadl
- -J 1 o 1% o i 1
stuuunsEwsuiuAnsneiy (2) nsmsaufusramdinlatieimusssunuAnsn
fu vy duiusinssuiutiemaneeg TaelddinsAnsuasinanudnlatsimusssy
[) J -] B e [ 3 [ 144 1 o } 13
anusaztsznd Seanannlfifamnudaudaiuld uaz 3) mslifinnsdmuadennasise
1 o 1 o =l o [ - -‘ 1 at A o
Rryoundaniuetedaiau viteanalidnguszasdlunmaduiusiine liaanadasii Telads
finee mdntlazganaldniafuiusinshifiusy@ninw uiiwndusiaziiinléiing
- ar ] A o 2 o - o -3 o 4 1
Anmuasiiassiieiiadesiie Minlinaduwiusinslsrauaanudiia damldnaaly
udaludnedu fasdanalinnaiuiusinspedudntiu drrauanudifauasidss@nsnin
o
Tuhgn
[ d' B = o s o ] -J © 1
wasanfildesunefeludauassnsimmuanagnsuasiiadesiie i linnsidy
WushinsasAudnlssaumnudnsaluudatiu diusaniazsenandiefusrdaifeues
- = - 1 A 9w =2 d. - : :
naluwusinsasndusn Tazdasliinnisnansldnsuienansenuienainisaunsluds
- ] - [ J o o o« o - - v ] =l
vanussausansdudt ierinn i lunisianuanagnénusinsas@udn ldatinal

UssAnsnmmuasinatsylenigega

denuazdaidgnainisiiunusinsnsdunn

Rao WAz Ruekert (1994) lénanaiie natlssluniazldfuannnndunusinsas
Fudndn aansouieantésell Ae (1) Wedludyyinaiedeatisuenfennininaesdudn
fifAtnAlinansouasivFersiiunniniwlaluiud (Signals of unobservable
product quality) frothu Audssmiaednfuiiasacanhaiusinsfumsaudn i
faduadefluiizan Wedinaienanuiilaluguunindud Snvadlumstandeansdays
RenfuAudreenlily nanauazL Ak unsAuATITuTEN W nedivesansieenn
1971 NutraSweet fisanifuiusfinsfy Diet Coke a3 Coca-Cola Fldvinnns
deanseanludadiilnadn Diet Coke 1¥ldansI%AIuMITY NutraSwest (Wugawnaa sinl

-

fiislnafanisUssifiunaziuitinmuninnst&udn NutraSweet luneuaniina usz (2)
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ar aay A - -
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. . J o - [ o Ly
(Information about observable product attributes) Ten1ailunusfinsiuludnerneiianiy
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Tt Tﬂﬂﬁﬂf-‘a:L{Iumﬁ‘ﬁ‘q:Jﬁ'uﬁ'uﬂmﬁuﬁq*ﬁ'ﬁmmmmmluﬁm&u-] Trenannz
(Functional ability) 11 Sony LHuWusEAsAL Dolby endnuasimmamU A adaniilszuy
Besnnanwdides Wudy

Tmﬂn'z-zl.ﬁuﬁ'uﬁﬁmimmauﬁwzmmmﬂiaﬂLﬁunnfﬂﬁzmuqmmwiﬂﬂmwm
aumly esannfiilneasinislssfiuanunmasafuduansineiu Juagiuiladusine
i (1) mqmiﬂu‘lmﬁ'mﬂ.mmwmcﬁﬂ (Buyer's quality sensitivity) :ﬁmwiamuqzﬁ
?:m"u'Lumi‘ﬂm.i‘mmﬁu%umummquwauﬁﬁﬁLmn finais iy demuiaaninnu
Feamsiasonud avnilsiadnusanvierauduanthmdn lumm:ﬁéu'ém?mq"gﬂ
sneud euansteanunInneRepnuaAniiemuLlaends TaaRansanainaounn
gpedufrannndnmm sxdiuldin deusazauaiinsindulalasdniliiaFasnmnm
WANFNANY (2) qummm’lunwﬂeznﬁuﬂmmwauﬁ’wmcﬁﬂ (Buyer's ability to
evaluate product quality) '%umgﬁ'uﬁ’:muﬂ?m?ﬂmmﬁﬁma’rﬁauﬁq&u Vi mné‘gﬂmm’ﬁ
mmauﬁ'wﬁqmﬁﬂuﬁqzmmmﬂa‘nﬁuqrumw'[ﬁﬂ?fzmmauﬁﬂﬁu‘lﬁ fanagnivusiing
AFARAAINI TN Lﬂﬂ-ﬁwLﬁ'umﬁ‘nfl.m:ﬂs‘:LﬁuﬁJmﬂmauﬁqﬁﬁmﬂﬂﬁ
Uszaunnsoflunasldunrien wenannii deanmnsalfifiedanindeyaifeatums@usnl
visepnanTRresdudgustneliamisonandiulédngan (Rao & Ruekert, 1994)

aenARBIfLT W. Chu uaz W. Chu (1994) dnsnadnasdudniitislaiifuiian
(Unknown brand) visamsn@uéinlusi (New product) anadauThuiustmsiuns AuA AL
Fadnsegudniadenfiarnedmihsdui b uiiddedos Wedunistouairenan
sindefialiiuaud Snidafiunisanfusesaaunindudn (Credible and enforceable
warranties) Wuns@ui 16

a0uzA Spekman, Isabella W8z MacAvoy (2000) 1#nanadn msifhuiusiinems
FubanunsanelifnaaliBeumenisudeiy desanidumnineisiuannsovie
AN TR AR AT RA A NAN KRR RN ALA LaLBNNSaMNsReL
ausannFeInsreangutimng lnnteau vieenadumsiaunaudlnlifedng
nguitivangna Fafunistaniiatamalunisareneliduasuaiilslifuamaudiun
T wenani nafhaiusinsmsAudnarasnsotananandanauazanpaudesluns
wushaud sduazfsanansataeiinaruudaunssifuns@udn (Shocker, Srivastava,
& Ruekert, 1994) anvannfhuiusfinsasaudnazdanaiapuuansnuaziadnenm

WiumsduAnlé (Eimuti & Kathawala, 2001)
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aamndesfui Keller (2003b) na1adn nmadluiusiinssauiiuazdoninlidudnd
Lﬂnﬁ'nmﬁl.qumﬂmﬁmm:ﬁiﬂmﬁu (Uniquely) mszdlumsuanil@supanngaay
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'I,ﬂﬂ"qnq'uLﬁwuqal:hu'ﬂmﬂwﬁumnnmumnéu wenant mafluiusinssaniuds
ausndanananisinani A AuA IuiEE luszezena 14

Aaker WAz Joachimsthaler (2000) fialéingna@ndn nmsduiusiinens1&u
annsodanarayaAindiunsAuAuazinIiRuddeoauanseanduiiu uazds
Li’lum?'zi'mLﬁus::ﬁumm&auimﬁ@'u?‘hﬂﬁ AeusazAsAuANINTY Tnsanizetneds
yniflunsAui T Adszsupuidenauaz A duanAeuings Wudeaiud
Donaldson Wa O'Toole (2002) Na1991 nasiluwusinssaniuns @AW usting (Partner
brand) Miufizsnuazldfunsseniuanguilag anunsarelifinnouldifaumienie
wtei waziilunstasfnAnenmiduinsnaudiuaresdns Wesmnanuiiieees
AsAuAN T s nsazdaemin s @uAniAn (Original brand) Lﬁuﬁfﬁmﬁu‘%uu,ﬁ:
ansntanaremnudesiulitudialng Snvadadunastonn arnldanelunsieans
nsaanaldEnNeuile

azildin mafluiusinensduinii aunsonelifagnalsTemirensaudn
Futinann wieenelsfia nadluiusiinsamdudnfilimnzanielifilsaninmi
anunsone i anansenuludausansauin ldiduiu (as Park wazAte (1996) 1dnana
91 nafluiusiinsasdudndoniu anav EtnARaARdLaY MNdIAnHUTI9Rs
Audfndoumilifinnnusenadeaite ety Wy andudfifiannindsiaium
unfluiusfinssaniunsduinmengn seradunsinliRauaesenmaneoizesnm
Audvia 2 AsAun

[ A - J ar - 5 ] o
Keller (2003b) lénanatanaidaianaiaguainniniunusinsms@undn 81am

—9

&y & - - I & A [ al o
HHLFInANANNTUsUHUANMAASIRUAIAARY LUBIRINTTALAAININEINY (Involvement),

o = | = ' - '
daynaim (Commitment) u‘i‘ﬂmwiﬁnﬁﬁu*i%ﬂﬁm'ammauﬁwuw:dquamﬂ%‘ﬂmmauﬁq
-‘ o T = a] T - 8 4 [-1 - (]
nile sadu windiizlnalinanidnnlinsensdudnilaienadenansenuluidausians

L4

AugTsanduiusinsuiu Jeenadeliifanadesernnindetouaznmineaiaes
Asmiensaudld vanannii mafluiustineasdudnilifianurenadesiuazdea
neznuludeaunenmiimsAuinls wu mndutnaiivausdiiArenaudmilfas
dqnaLﬁnﬁﬂnﬁsﬂszuﬁuamfhmmauﬁqﬁmLﬂuﬁuﬁﬁméquﬁuﬁ (Farquhar, 1994 as cited

in Washburn, Till, & Priluck, 2004)
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vauaRAtaguilnafifiseudssasduineuiesnnilunusiineiu

(Attitude of the brands before the alliance)
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(1) BansENULETUTaNRS (Symmetrical spillover effect) inaznulunstiing 2 A
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Uszifunarinaulaidandafui1lnafiansnnanseiuANENNUS (Related) MiNeadas
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Wanan n'ﬁ Ruttenberg, Oren Was Honen (1998, as cited in Sandeberg & Ostlund,
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Ruttenberg, Oren, &< Honen (1998)

nw: Sandeberg, C. F., & Ostlund, J. (2003). /ngredient co-branding of private labels:
From a consumer derived management perspective. Postgraduate dissertation

School of Business, Stockholm University, Denmark, p. 20.
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danansnulsemseseiruaRTinAanisiuusnsAuA ludwan

WATAINNTAN TR Sandeberg (2002, as cited in Sandeberg et al., 2003) 1"4115’1
msideialadefifeadeussdinasannimeiusinsas A un (Management of co-
branding) WU91 ANIRNIZANTRIAIAUAN (Brand fit) WATAMIMNIZANTIRIBIANST
(Company fit) SefhudaudrAtyTiazdaeialfnisduiusineasdudnflszandnm

wanani Baumgarth (2000, as cited in Sandeberg & Ostlund, 2003) N&1991
st d AN Ao UMM E a0 s TR M AT EansaansAnEuaY
Usziulilunanadaudanmu W (1) Aaauwanzasisuaseensuohiananadin
(Emotional brand fit) 11 nMsUszifivdnmuiesdimnusiuasie (Trendy) nandeaiiasls (2)
AN AN EI R UAN TN sn Y (Product fit) tiw AuAnlszunviesaa@easnans
sanffusneus Tennnamunzanludanuil Sedudouiifiannadnduussiinanud Atysanis
Wuiusfinsnsdudideudnennn (3) mnamanzanassnsauiinaodesnmautis
nnsla7u (Functional brand fit) i n1seanuugtimsssasdudniielildelazan
Bl (4) Panmanzan FUYARNNINASEUAITENINBUATLEE (Brand personality fit)
(5) ANIUNIZANNIAIUIIAN (Price fit) LAY (6) ANIMNITANTRIA0UN1T0T U 1
AuAn (Using situation fit)

Bnvia James (2005) 1481291 ARIiaNIN AR Y ENTE AN AR A
FubnTiTuiusineiu eludoufianunsonsaiiuviedusasly (Tangible assets) 11w
ANANURYTRFLNG112IRUAN sz ludauiilianunsodudacls (Intangible assets) finuasie
sefuAuBenTtaamAudn 1wy HruaRvienmansaiigusinadidensdudn

AMNEANFISLDY James, Lyman uae Foreman (2006) Rl&nnnsAnmuua iy
mﬁﬁmﬁuhéﬂauﬁﬂumm@’ﬁhﬂﬁ inannisduiusiinsdoniuees 2 asdu lae
AnwnBacansanumnzan (Fit together) 351974 2 ATIRUAUALIZALAMNARAARDY

' - - 3 J o - ol " -ild
FNINYARNN MR RUAN T8RS RUAT LT RS TR TN WU AsRuARRANARIEARS
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1 (Similarity) Folugruresdnenenisidauiianunsodenlosild uasnaAunii
yARNAINATIARAN (Brand personality) #emARasiuazads nalguslnafiuualiiudiaz
FpRulageAuAN Ry atnelefA mnmndhaiusinsnsduilifanuaenadeite
wanzanis Aanunsone inenadesen1 sl unusinsns A UAILALaIREINANTEN LIRS
nanEnireIRARAN IAEuNY (Sandeberg & Ostlund, 2003)

anananaldin maduiusfinsmsAudimanranuasiissAnan i asinlf
filnafanisUszifiuns@udnludeuan uazamnsadenasanisyssiiugnuAmadud
Tudeunnifisduduiu sailudiusienn azsendnialsfuilifesfunansmuass

o i v ala [y
WUTHRATATI auﬂ’l NHADATWATRATI AUPN

as - v ala '
HANTENUARINUEARTASIRUA N ADAMAIRSIAUAT (Effects of brand

alliance on brand equity)

Washburn, Till 4% Priluck (2000) léManis@nsdanansenuaesnisilunusiing

mmauﬁﬁﬁiﬁmfaqmmmﬁuﬁﬁ (Brand equity) ﬁaisﬁuqquﬂzﬁﬁ wudn maduiusiinsse
Wurudousaniumsduinannmauiilusssugs svdanalifusinafianisysaii
amﬁiwmmmﬂuﬁuﬁﬁmﬁ‘mmﬁuﬁﬂuﬁqmmﬁﬁu tawidmen@uAimn (Original brand)
qxtﬂumfﬁuﬁqﬁgm}'ﬁﬁwﬂumdqLﬂummauﬁhﬁ'ﬁQmﬁhmmauﬁﬂuﬁ‘:ﬁnﬁqﬁmu Wavkly

I = §s

ThiusiinssauiunsduifinuAinsduange fazdgdenainisdssiiuniadu
o = : A‘ A: =4 ' 24 o - = - -
NusfinsasAuAniuingu vieeranataladn stivamtenlealudanaens@usn
.~ - i o 2 ..J = 3

\hwwusfimg (Partner or Constituent brand) @1xnsaderiulugans@udnluainiiaauann
naifuusiimeriuls

Osselaer WWax Alba (2000, as cited in Washburn, Till, & Priluck., 2004) M09

o 8 = ' aa o = 1%

AnuasinaudrlafiunuaneenurasduAnidensiuiusinena@usn ae
anfunsFaufludneuenisdeniasnielussuuanusnaesdizinadunseulunisnem

. . . 1 J - s ﬂ] -I 5 [
(Associative-learning framework) wudn Wagialnaldfudayaninuadasiuns@udi

o d « . S
TagiannzatBnmdusniaanuduiag (Familiar brand) fiilnasvindayanléfunes
o :': o - 24 4‘ o o J o
fumsAuAdu iWawuesivliiiludeyaietilgnisaisssiuanutentoglldme
B, o o e A

Audiug saly 1y WesmdusnianAueniiuiusinsianiunmduA iAo
2 e - o - J A i i
Aual (Unfamiliar brand) f13lnAaztinenseaunnuidenliisensduAniaey

1)
=4 e

8 J =3 J - 1 o’ I
Aunevisens@uinianunldiedonlunisdsafiuns@uingusinalaianvselidua
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Fadlenmaudni i duiisnduiusiinssantunmduiidssfuniAinsdudngs (High
equity brand) avdeuaiianisiuiusrdenaluideuan viﬂmmﬁuﬁﬁﬁ‘lmﬂuﬁiﬁ'nmn%u
esnnauAmsausasinniiiaiiowdiudedi (Stimulus) faanszuldiianansny
Wdsuanuazgerinusieludenadudnibidluiizén uvenannil poudefigusinaiidens
AuA" (Brand beliefs) saelddnfuaniadenilniinasanistssiuns@udnguiu (Kim,
Allen, & Kardes, 1996, as cited in Washburn et al., 2004)

1BNANT Washbum et al. (2004) dinsnedananssnuassnmirns@ubni
Hsianiauiusinemendudn wud Lﬁﬂmmauﬁ'ﬁﬁﬁﬁmﬁﬂmmauﬁ’ﬁqﬁq 2 AduAiy
WusHmsdunuardInaliinnsUssiliumns1@uAn (Brand evaluation) suRaTAIAUAINawd
azluwusNmeiY (Individual brand) Wi wananni nauusinssaniusendng 2
psduATRAnA R AuA A Tdra N rUsfiunmRudnsesusiaza A Al st
Wiufu azdiuldan madluiusfineingustn AR sUszfiumsAuA @ eananntu
wazfaganaludwanseniaduiusiinsn@umaon viaetana1alédn fuilnaacld
QmﬁhmmauﬁhLﬂu§4ﬁ¢%1unﬁ?ﬁmﬁu1quﬂ:ﬂ&‘::Lﬁmﬁmﬁuﬁqﬁuﬁ'ﬂl.l,ﬂ:qmmuﬁ'ﬁmmauﬁq
fun

Lebar, Buehler, Keller, Sawicka, Aksehirli, &% Richey (2005) NINIFANEIIT NNF
Hhausfinsasduinfinansenusenisdssifiugmudns@uiietnels laeldumsines
BAV Aamnaulns BEmawmlnEan Young & Rubicam (Y&R) lutlszinagangs Faily
nsdansiufaesiizlnalu 4 dauhe

(1) ANUANGINN (Differentiation) avdana¥an1siudludedislnadinsAuiaes
fAuuansneanATAuAnTesSEnay (2) Ausenades (Relevance) uszAuiinm
duinilanusenndesiudiiing Samndustnaliandmmauiiinnusanadesty
Auies AsAudtufarliannsnaiennaniaulaviedndedidtneld (3) Aaiuie
(Esteem) A2 mﬁ"’n"ms‘ﬁuﬁﬂﬁ'ﬁ"mmmﬁuﬁﬂLm:ﬂﬂui"umn;ﬁu‘i‘hﬂ FaRmannsrauninl
AFFIANMs 4R uazdanasensifuasrnfiunnnnaui uas (4) Anagaany
dnlafiisiensAudn (Knowledge) Lﬁu%uﬁ@’u?%ﬂﬁmmimmL'ij’ﬂhiuﬂmauﬁmfluﬂzm
Arunemsaeansnisaaeviedszaunisafainnisdaudn Temudninduiusiiness
Aufrdautummdudiiflanusenafeuaznnzaniu azamsndana¥ianamwANang
uaznefufluiauansiens1dudn ednelafin mnniaduiusiinsnsaudn biaenndesiu
azreliRanaidtrenminafsesnsAudfiduiusiing Snvededenadasenisysniiv

% IJ ] - Jd [
Tudaurasnutiuneniseansdusnanas (Esteem decreased) 11 MINATIAUAININTEAL
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ANTLTIagY (High esteem brand) SuiusinsfauunsaudndseAuANiLTes
mqﬁﬂﬁcju?%ﬂL‘ﬁmmwﬁntmfﬁiﬂﬁviﬂmmau#hu.a:ﬂmﬁummauﬁ’ﬂﬁﬂi‘:ﬁumquﬁuﬁ‘a

FIAAA

4 e , v ' o y 4
FaaanpdaaUT Hillyer way Tikoo (1995) NAN9Y ASTRUANHAMAIASRUATAN

q
P = o

- ar - [ 2 aa ] g =l o £ ] <
FlaluiusinsfiunmAudNilanAinsduings enalnain liaaaniiaenensanung
aal ' 1 Jd i Y v o
welafifdensnduAnilnnuAnsduigeanasldiduiu
o J & [ - v =l
wiaaniildmaudernnamne gluun nagniiusiinsasdudn deddeds suds

& J 1 ] [ - - :" i J

aefseneuiinnasiantssiuiusinensAudn e lnaudaru TudousieliRanash

sAnmuaz s Aty funisiasravinaresnsiduiusinensdudnfoiduiv

nsiniszAnduarainisitlunusiinsms@umn
Spekman et al. (2000) N&1239 Tunsdmlsrananaresnisunusiinensn@usn

ﬁnwuﬁumﬂgeﬁnmLLa:i'mNﬂluﬂ?:hﬁuﬁdﬂ nsfuiusiineas@udnaiunsaneliiiin
nanszusen s BuLlunmsstednetnels aefid1esdudvifeinnisaana
pasTiaz Ly m'mé'\ﬁ'ryﬁ’unﬁefi’ﬁNﬂiﬁ'«luszﬂ:é’uLLazi‘:ﬂ:uw Feanifluniedanalunn
SuneuRTnasan1saTiNeL Ve Eanda Balanced Scorecard (BSC) Tnenflunsinnalu
4 JuNDY il

1. neYanasuN1TRU (Financial perspective) umsinnalagarsaunainug
Masumdsanniuwusinssaniu iendsnniilsnidunusaniu Inedildonaludnu
nsRuvFasnuAregAanfiiunan 1y RansananneeaTevitese RN, Aansan
anAdanedudunuiugfianas rmansnsaluneiaonuazdsdudnlu Wy

2. meriaualudauaesgnen (Customer perspective) Funsianalusnufinien
HaaugnAnilundn i Ransanaindauutiinaniesans, damanuiianelareciiiian,
ﬁﬁmumﬁuqnﬁﬂuﬂﬁﬁﬁu WAZN1EFNINGNFIUGNANAN

3. nedanareInsTLuntsTineadeanieluedns (Interal business process
perspective) Lﬁun'wfi'mluv;nnﬁ‘:mumﬂm:%ummmﬂlumﬁnﬁfiﬁnan:‘:‘nwiﬂmm
SrSavesesdng 1 nsruaumslunsa¥assARslusie, Suneunisdnnisuazaivns
MalueIAng LaTN1sLTNIINAINTINE

4. nedanaunsFuuditenisasoyiAuingeasdns (Leamning / growth
perspective) funnsintiadudnAnyTadmasenisiauuszaiyiulnresesdnslusyas

219 1% N1PTAAINATNITATRINININN, AINANNNTOTRTTILNIA AN TRy AT ANS,
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ASIAANNANNTTRIRIANST LTI
Fansdanaludnuneil ezt ILFEMaIu TR MUALNIN AN AL Y
o - & a ] J [ ﬂi -i 9/ [ o =
nalunustinsasAuA Fatinamuzan Wasanidunisiananing1aaiunI ALY
o - e dl =3 3 AJ o o [
Tunnéu Ao I Asmnsutdesusrdedeniarumeianldlunsiannuezyiulg
nsilunustinensdupnsielyl
uanannil Anderson (1990, as cited in Lorange & Roos, 1993) lawmuuuanialu
[ - e [ - & o -i - -i’ 1 § d
neialssansuarainigtuwusinsnsdusn Taeduntsinuaninaauetinepaiied aan
S T aly ver ; o ! ol e e >
ANLBENAMUALAZRAN AT (Input-output continuum) T4 lUAIUUBIRINLTENNINUAUY
- : 4 - e 1Y o Y i - °
(Input) M FenuFemlafinnsszyuasinvualiieduuwanie nazvinlinisilu
Wustinsnsaudissaunnudnida viieenananaladn uRaNuTEnIMuadnassiaan
i JY .
alsusz14381m (Doing and how) Wialdussquamuitimaneiaeld Tneavsjaiuuas
o 5 P ' o
 \Anadastunaluszuzena (Longer term orientation) luansh douseanafiléfuiu
- 5 ~ y e o
(Output) azsjauiuuazintadesiunaluszardu (Shorter term orientation) (QUNWNINT

27)

4 o - - o - 9
WHUNIAT 2.17 uamanIsialseansnareanisidunusinsnsnduan

The state of the venture organization

Input Harmony among partners Longer term
Morale orientation
Productivity
Financial resource indicators
Adaptiveness
Innovativeness

Learning
Unfamiliar market
Unfamiliar technology

Relative product quality
Relative price

Market share

Customer satisfaction Shorter term
Output orientation
Performance Financial measures of performance

Profit rate

Cash flow

al
yu1: Lorange, P., & Roos, J. (1993). Strategic alliances: Formation, implementation, and

evolution. Cambridge, MA: Blackwell, p. 43.
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Tnefluusiazdautiu azlsznaylidon (1) uﬁnﬂﬁﬁﬁﬁ Wedananaanuidnslu
nnluWusiing (State of the venture organization) 11 NMFAMUATEANRIFINAUTTNIN
yiusting Aanusns0lunnskan (2) nsien (Learning) udslval fenadlaifinan
AulAvEaIARNTIUNTY (3) Hadefinnan1aFunsnann (Marketing intermediate
variables) 1% AMNANRUSFUIAN viTaRUNMELAT (4) NedarAnIANTuIIUANY
ANIAATA 11 BIUULNNNTAATA UWAZ (5) N1TIANAAILNITRY (Financial measures of
performance) 4 taaIavFananils s

azdiuldin madluiustinsnsAudnsaniu e Wszauanudfauas
UssAnBnmgeaaiulilddesiidnen Fa tinsmanmvitediinaadesiapnsiiaziies
Anmuasinaanadnlaiiadefidenalinnsuiusfinsysrauncnudaga Snvisdnmi
defienanelfifntloywwieguassasine LﬁﬂLm?ﬂuw%'ﬂuuﬂ:?uﬂﬂﬁuﬂrguﬂﬁtﬁmﬁuiﬁ
DEINANNIZAN

uatinelefid nsaufhuiusiinsnsAuAnfisilsyananm uazrelhAsselamd
qqqﬂpiﬂmﬁ'm‘lﬁmnﬁﬂmﬁmlm&u é’q“guﬂqﬁ’uszﬁummm?mﬂmuﬂqLm:wqﬁnﬁmm
grilnefirenafluiusinensdudnsaeiduiu ol mnidneesduditatinnisaain
aunsonERAuAEeENsTiReLAUsIALABINsTuiRTeraURTnAlE Aazduasie
senmauaznelfiRanai i@ uduiu faiy ludouseluazdunnsinmifea iy
wqﬁn?smmQ’u‘ﬂnﬂd'}ﬁﬁﬁﬂﬂ:’liﬁ’%ﬁﬂ'ﬁﬂ'ﬁmLm:muaﬁiﬂwqﬁnsmnwﬁﬁaulqﬁﬂ

Aurnaasdusineg

e al as - &
wuIAANEANUNYANSTHEUTINA
TunsAnmuasinmnudnlafeeiung@nssuiiiiing (Consumer behavior) Wy
o - ° i/ = e Aaia a ] o 3
Jniunazdanitanudilatiedladesiie AEvEnauazdmansznusianisiindulate
= J o g 17
Aufraasdiiztng WasnuninnisaataainnsainANilaus TR LaLEIRI TN
= v a ] o J ﬁ' A’ IJ

aensaesfiizinaly fazdwmasananilsviresannaivua Iae# Solomon (2007) 181

[ a = = da & 4 . ° a & ey a
nanad woAnssudiislng Aie nezuaunisnifiatulausazyArainIaien e 14vse
- 2 = J ]
1ilnARuAuaTIT N s R UANIAINFBINITUAT AN TIUNIRIUAAEY AR Tnely
nsAndauzengnssudilnaluiil axdlunsdnmismiuninendesiunsiuf

o = ar lg = - . 1 i =
ViAuAR nszuaunsRnAulaTefudn santanszuaunislunseeniugluiaesfiizinn
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n1sFuuRItuTLnA
o G ol -i' 1 ] =4 =y v . L% d' 1l +
n1s3uf Ae nezusuMswsazyARsITNNTRenaFy (Exposure) Bk
o ' al o o R | y aly - ]
ulpeazinenillafuludennseaiuanusesnts wasuaniaesludmliaulavielid
° ot 1] H ! J d )
AMNANATY AannRaRanfazaula (Attention) Tudendasnisviraaula Twusiazauaiall
: 1 A 1] ar 3 . J o
Anaulalugasine nuansieiy antuyArsariinNene@d (Interprets) NHEL
] ar :’l g 4 ] o 4 ]
rutszamandadia 5 dau (Sensory stimul) Tneusiazauariuiuaciinanamunadesing
] o 3 [ 4 T ] -l o J
wanfnaiuaueiuLsrauntsnizesusazyAAS (Solomon, 2007) WuiAERiLf Assael
(2004) na1291 NsFuiAa nsruaunislunNa@anass (Selection) AanTsdiaya
] \ ] ‘J 1 o
(Organization) WAzN13AA2TN (Interpret) RFIAN NEiwdNTRAAR TREYARRAZIIN
: i I e . J ) = [
nadentnsdsdidnanvifudsiusiazeuiianuidentdaluein (Perceptual
Inference)
-i' : 1% o i ] . -l 1 t e & ]
Taen@as (Stimuli) wanedia yn Aandudranuasianinasianisneuaueaes
v e v N o - 1 P o
yeara Iaperadulsvis@airsunianin Aanarsnsaneadiu vsanisaearsninesfiuAmyem
Taeutiseanddy 2 guuvuda (1) u¥m1anisaann (Marketing stimuli) Ag nnsdeansel

- & ] =

avanasacilna Usenavlidsqaadninandasiusdue laanss Gadialddndlugadn

[

guAuuan (Primary stimuli) (1w U39t s9eazIae A fLAWAN AMANTRIDIRUAN
g uazadiifeatiunisesnuuunisaeansite Mifhumaunuussiden ol @udn
Fedelddnfuiasusuges (Secondary stimuli) 194 AyA gunw &tydnwal Frudn
A1 (g Felnevialuude dneniaesdaimisnisaaisinessiaan 14 lunnsimun
dudidelumnniiiearanisiudlufediislnaduaunsoutia ity 2 dnencde
asfszneu@alsvamdusan 5 dau (Sensory elements) ¥u18D Rk AR fulszam
Fudania 5 Usznng 1 g1l 18 ndu dos fuda Teazdanasonanud@nuazensuafsneiu
uaz a9Alsznauidalasaa¥ne (Structural elements) MNNETY aeflsEnaunamean iy
a7 (Message) lWiTan1snana 11w '1Jmmm\17§m'm'[wﬁmﬁ. Aunialun1g9198uAn uay
(2) R TARANgEN NwIAEEN (Environmental stimuli) %aqztﬁ'ﬂﬁmﬁuﬂqﬁ'ﬂﬁﬂﬂsﬂuﬁa
f13lnA vu anmwandeunisdann damsssy usu azdiulddn luwsisrfudiiztnaay
Wudadsne tadnanunnineludansrandu dadu fsddudesdinns@enassting

o o’ A
nszUaUNIeiLf (Perceptual process) AUAMNINN 2.18
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-4

o -
WAATIWN 2.18 LAAINTELAUNNTTIUT

U

Selection

Organization

[ Interpretation

.J ;
NNN: Assael, H. (2004). Consumer behavior: A strategic approach. Boston, MA:

Houghton Mifflin, p.159.

n1siRanass (Selection) A nsztnunislunsieniia@asuvieaulaiai ity
dhan Taeialuuda fralnpaninnnsidenassiainfinenadesfumuns panudesnis
ANAANTILssUsTALNsoiAN 8L Geanansoutieldidu (1) madenidlaiu
(Exposure) Taag1isln pasimndenuasdlnfuludsfimdenis lusnsdeaiufiay
wandmiesdasu e milsimdavielifiannudadny uar (2) madeniazanla
(Attention) Faluduinazfadesiugaimnanis tasnn (Commercial stimuli)
(Schiffman & Kanuk, 2007) #afu tintsmanviseinnisaansdednduiiazdenseuite

kY

afeanumegalalufediislnaluguuusiose Wy nasdenldd aunsresdunulaman

U

s J L 3 o L i | 5 L ot :’l 1
n1rUFulasuussainugt santeansiientadeninesdesiuyssam&ndania 5w n1sld

@eanas nau Whnndsznaulunis s s

dlir-

uBNATNT Hawkins, Best, UL Coney (2004) NALATHNIN n’lﬁ‘ﬂﬂdUi‘hﬂL‘ﬁ'{ﬂnﬁ@ﬂﬁ
Armaulasedadiiu Tuegiutiadelu 3 fudaniu i (1) Tadeflifasuded
(Stimulus factors) A8 & NeUENaMEn IR deeTURWE 11 1WA WaTAI LMWL
gsdadn Auazmsedeulya guuusesdad Wudu (2) Tadtiawizypes (ndividual
factors) Tmuﬁﬁuﬁn AuARzAaLiiANELlaLAZANFBINSTILAN AT LAY (3) Tasedi
\Reatestugniunisad (Situation factors) A a:qﬁqﬁagjluﬂmwm adenfiuenwilellann

. J = o o | v . L !
aanfiislnaindalfirauanlasg (Focal stimul) Waa1RsINTIANHULIBIANNUWIAFENT



75

- -l’ .lf . -I o 4 T : ] dl 2 o
{etudansna (Temporary characteristics) TuanisidlafuRadiun 1t Wefiislnaeglu

o b  d e ke
udrnfiaungnnanu fuilnafiazaulaanc@eninusioints laglisuladauipu e

o

saus sy

aziuladn Q’u’s‘%mw‘mvﬂuqvﬂnmﬁﬂni‘uiﬁaﬁqL’s‘wﬁ'u.mn pinariy (Selective
perception) latduatifuAruide FruaR Usraunisafifednunizdaud demadeniuf
siedadniu az mmu‘l.ﬁ‘l,uwnm‘vmumwmmsmg 1w frislnaariinaidendaiuusy
ﬂu’h’twﬁ’ﬂgaﬂ Audeviedenisiiaziul ANt Ae mmm:wmwwm‘lmmmmu
quL%aﬁﬁagiLﬁuua:ﬁmquﬁﬂqﬂﬁiﬁ’lﬁamﬂﬁmﬁmmuL%mm:ﬁﬁuﬂﬁﬁuﬂﬂaq-ﬁmuﬁ

i

d -1 L 1 4 dl 1 o : . J (-3
azAY (Assael, 2004) Tanadaniufsefuirnuansiteiuiu uden wa@naliiiiugn
§r = =l =5 o B J i ar 3 :-l ]
fislnefinn@eniudeyanaanadesiuannusieinnseemues {asnszuunsREendn

ar ] ar s L% d - =l A o : A =l
nsfufetinesyiinezda (Perceptual vigilance) TfLFTnATIL M FLR W IAUEAY
d 1 . v i o i L3 o 5 - .J
Furevnnndn@aingu uaznisiuatinsrlnse i avdeliislnAsnsniRanTaz
= o J 1 1 : 9 AI-I A o
dntedeyavitesindeysiilifeentseantyl iy lunisidenTefuAniinaauieaiugs
o 1] o s ‘I A {73 -

(High involvement) nwmfﬁ;’ﬂmmum:qmuﬂumﬂﬂummqﬂﬂwﬂfmlué’uﬁnﬂmmm

v o - el o oo 4 1 PV
Aundaysvienadstlamiseinislfiiaau uarludanseanisidendafumnianm

o )

d. o c: A L% [ ] & = o W .J
\AEaRuRn (Low involvement) nsiufetinesziinszdsazdaainigiislnaanansasindayah
1 J ! LA el o 4 ] 1
ligeeniseentyl iesannluudasduiislnassldfudayavresaisine dnudaniu
; & d o
J1uauNIN Fatiu Aadpenisiazaanisilszanadayaliivioaign (Assael, 2004)
¥ 5 - 1 o o i o o s -
wanani luneafifilnafidenfiasiufteyanaenndasiunuimauasiruas
- i :v J [] 9 o= = o Vo " E -‘ ¥ o ol J d‘ =l I
wnreamuviniil Tneliiadunisineniuirefuirnuanssiuanyszniamiia HaiEendd
b . TIRT: o f yal
nnsfufetinetlesiu (Perceptual defense) Aa nalniigulnaldifelntlaanuesaindaim
e 9 e 4 - dld ] 9 & 1o o . nJ
anadnananavedaudaiuandediniiter InediFlnaacnenaalidlafuludedn
o i o J sl e = a} niuu =l ﬂl - e
daudiaiumnuideviiavauafivesny iy AunguyviEidnazanidaenaillaiulason
) .J i a !& 1 o J = =
pasinw ML s Tnennndayai lsfuniulsisenndasiuanuiteiruaediizinn

fauuammuunvgnﬂgmﬁ wregnimitiawly (Assael, 2004)

s L . . = oy oa ° o ! [y .
ﬂﬂEQﬁﬂﬁﬂﬂﬁﬁ (Orgamzat:on) 313 ﬂi‘:ll'luﬂ’]?'ﬂHUT?IIFIH']H'\?Q@H'E}N‘!]?}Q'HQHEWI

e i | o - ] :: i 1 =
WFumnanuane MivedaesinWansnsodnladeyawaniuldieau laefislneasi
ar -J o o 2 o
FennsdansdieyafléFusnlunaragUutunannaIuiy (Integration) Ineldudnnisans
Gestalt psychology Tewanafis nsidisinaasiinnsfuiuarannisfailudnenizaes

] ot J = o - o 4 ot
AmsauNnnndnuesuandauiu Tnefduslnrasiinisdsaifiuussdnnisdayaineaiunm
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FubnlansduAmiklanfiarsanainuaney esdszneudndoniu iy n1sTaman :1an
PRINNNTAANUNE LTIUFYN (Assael, 2004) Feaunsoueldidu 3 sUuuuAe

(1) msFadnludauinemel (Closure) Ao wwliurasfiFlnaiazifndeys
wsenamszneufinnsneluifledaiiudslinuysal (Assael, 2004) Tnefilnaaziipann
Feennsiazfnasdilszneudulis mmauum"ﬁqéu uazanafinisiniedsraunisnivse
ANsANIweRnn 1 edanifafia@edndu iy lawanilisuysafaradasaiienny
shaulauazainissndalinaniu 2) medangudieyn (Grouping) A nisigulneasd
nsfuitesyaludneouzilunguiau (Chunks) sunnndnfiaziuidesyauananniy (Asseal,
2004; Schiffman & Kanuk, 2007) Samdnzasmsdangudeyaiuaziflunisuaunaiures
dayalunaresnuudadnnguidnli FourudereliAndunmsan Tedayatiazaonly
Q’u‘s“[nﬂaﬁmmﬂmﬂummauﬁqlmﬂmauﬁ’wﬁq‘lﬁ Taafiansananmuanluaie
FufanansodenloslyfinmAugnu Wy nseenuuiiylmiuinlanma (Home Page)
298¢ Disney's Miflunmaesauaynuazfimsutseanifulausngg Taaaziinm Fes i
NFAUAN fauAdnadasdantaaiy uay (3) nasldiFumuanden (Context) 1l
nsuasnnsnlagfansnaINLEUNLIAG AN %qﬂi‘:nﬂﬂﬂﬁmgﬂﬂmm:ﬁwﬁﬁ (Figure
and ground) TnefigaATneazinmsdmidenifeusndaiiitianuln auneanandediila
Tnawsin Falneialuuda A L?ﬂﬁ‘lﬂ‘[mm’uﬁn%gnumdqLﬂuﬁwﬁq Fardu inlaimondades

sulmsedalunisinanelnwngoedn faanisliesslsenauvizedqulaiinouinasu

- p = , o ey ve -
MSARMNUNIE (Interpret) An NerLaLNIsIUNNIRANMNNERIETLATUNN T4
amunsoutia sl 2 anwoushe (1) NednUszinnaesduiimunisiug (Perceptual
A 1 o 9 e =l ] (-4 =l - e
categorization) Feazdaevin LT InAs NN RANdRYy e IRt emmFuasTiLsEAVE N

-‘ 3 1 i - ar A ar - 1
feru 1w WafidlnalaFudeysinuaiu@udvizeriinasiva diunludauen deya

£ 3
o

1 -3 (-3 ] o ] J 2 & =1 v J o 4

waiufiazgnifulilumisemnuan senn Wedidlnaiaaafineadulssinnaasdusi
=4 - :’l : i 5 [-3 o [ J I 1

WiaLEnu innaudeyawmartiufiazgniinduanlfinesusuuszuiafunguieys
(Schema) w83@udnssinming sialy uas (2) Memndeagumiunisiuf (Perceptual
; - ady a 0 < o 1 v a o
inference) Aia NMsNgLFlnAIN I deagUineaiums@uin a0 Fuduazuism Ta
a = v = da s oa o J da 1 a a4
#ansananANIetesLsinanisederine sondumnuidenlasniies fulussn 39814
Py = o - . v s w yai
NiFD9I99N13AANNNAYANTOL (Semiotics) WINNLAEDS LW NAFLER NN NAY

daa1M AN (i
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uaNANi Hawkins et al. (2004) faluLiadslunsianuminaaesdayall 2
anwouz Idun (1) msAimumunelagldpauiaanudila (Cognitive interpretation) Ag
nszuaumsidsignussdnlyIunguessanumsnenfusinaiieu Tasauithinisdia
3 [ ar ' - ¥ a da o 3 3 a -
doyaluidnlufinguassanumaneviredeyaiinniiey Teeradanalidayaiiniinig

-I o o= 2 e : - o '
wasuulasly dudunsainiiduinifisaulunanns fuslnassdelianuisoussqdeya
aadui Il lilunguaauily daiu 3sanafinnsdnsanldfiunguanuiinusesdudn
3 J 1 «-I s ] “‘ : - -3 o
dszimlatsuinnuilanau sesndialdfudeyarasdudludiinau fuslnafiazanisodn

1 o |: J = Lrer B/ .J [ -‘ 1 '.",
nquANEIFTLAWA Indduls 1w fedudlnalifudeyainaefurseadusiniduaiusn

- o J A J [ 1 J 1o " : J L &
uilnaanaazdnnguiATaduadA linunguauAATeuauIn anay antuiedusing
e AJ o A 1 e el .: -3 ° o ' ' 19 - i el
IudayaifuafuiATaasuadnnInay Aaztsndnudaiunguaes@uiareaunan toy
wiaduusiazasAudvsausiazguld uar (2) nseinaumunelaaldansuniraagan
. . . =4 o <A a a A’ -
(Affective interpretation) Af ms‘mﬂmummqﬁqummmummwfﬁnmnmu wagn
i ' N ' A ' =i ] s o -
nezpulperu@uiiine Insusiavyaraarinisneuauaesineiy 1y ueAudaiunIn
-3 e =3 ] aj 1 e 5] [ ﬂl L a =t
wine iuiugnunafiasiandudunniinfn uddniumunuiauusnianadinnaanlud
dl - 1 : 9 :’I -:’ - =l 3 :’l : 1 e as
audalAiuniny sy vatiliswnainnisiinnananeeesdaysiuiuediullady
pine 1diun
L ¢ } . ¥ Ew Ay a i =l
(1) anEezARIUARELAAR (Individual characteristics) A mmgm&auma:ﬂuu
=l i . v i o = o ' =i 3 ]
nsaAumanasefaFuanseiu laeiitladendiasianisfinaneedusing éud nis
[l J ] : ] i o J
Grufaesgudlng (Learning) Tneudazypraariinis@enilugesinee uansaiuly eena
: e e [ S & ,
TuegiuimusssnviTaan nianden s uazAnAandsresduizlng (Expectation)
LS y J L [ o
Taayanainazfaumuneassduiiine liaanafeaiuauAIanderesnu (2) Anwos
- A . o N ‘J ar o « -
299a011N90d (Situation characteristics) avinedesiuiiadesuatsunizesdisinaly
a: - e 4 9 d‘ ] =l P i ot
wnusdlnfuRa TeadanasanisAnNne A1 [WuANIngs AN AN
WU sy (3) Anmoura3RaEa (Stimulus characteristics) U AAAUAN N13RBNLLL
[ -3 L ] Iil [ .&' J i o -
ussasinuet nastamnun n1sl48 s Jeluyndaunusenauivruinedeanslidaisinn
W aziigninasianisiauvsnedeyalé (4) nsireinangUnaw (Interpreting images)
4 2 s o JEy b st
Feglnmilu anunsalfiiedeansludsiiliannsafeasnuimedmal #ufu dhmsmann
- A y J -] L =
AefenldnmitedaansiisdefideenininauelUfedislng uaz (5) namdeagians
- . iy a 3 y aln
g131nA (Consumer inferences) Ag nsvuaunsnguslnAnenenuvidaagUandenlalls
wiauelulawan leedunisldranmnesmuedlunisiaclinumivvizelideagy

d N d " s
neaiudays ueaeinanlildseylilunisiawan Sansliraudiveesdisinall enady
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. -Il ' L = (-] ﬂ‘ " ) :
Adilignieaanely i fulnaetaagudir@uifissylidn "Liflreasinesea viuily
J - o' .
AudnilesTue (Hawkins et al., 2004)

; ar - dld ] , ] [} = o 3
wananil nsiufaesiislnaniideRsing avdanasiangAnssunnssindulate

- a4 Y - 4 4
Auiliiduiy TaaluntiazsanaraieFesrasmangniviuasanunimingniug (guaunn

Y 9

ar

7 2.19) fail

J [ ] 4'
WEUAINT 2.19 LAAANNANNUSTENTNTIAT ijmml.ﬂ:u“ﬂmwnnmi'

High-level
Abstractions |

4 :
uN: Zeithaml, V. A. (1988). Consumer perceptions of price, quality and value: A means-

end model and synthesis of evidence. Journal of Marketing, 52, p. 4.

4 o - - i) o : 0 J
(1) :1ANgn3uf (Perceived price) ariiansnasiansandulatouazaanianaladn
=l ; o ‘If - o -l o o -l' i
Hrian1s1eudn Taavialuuda uiFlnadnaviinisiaussedusiaiiiuninsg e linew
ad [ A dl e o - ddl i ] ar &
(Reference price) Tmu1eiia svAusIAfiAaniniFetuanazaud miuduinlszinmls
J lz §s = =l L3 [ BI J o
Uszinmuils uenannil fistnpaciinnsinvusssivdassmmnganatnnsaiuls (Lowest
g o 2 el =
acceptable price) WarsvAUT991ANGIgANIaNT0FULH (Reservation price) Tnagiiing
azlfsriumaiuienniFauneuiunsAufiau) Jepingniviuuasinasanis
- af J - af ot af
dszifiuanininaesdui liiduiu ileswndisinainasdmadusainanningesdus

9}44

- o - ) A -
vy fusTnadnazussfivinduinseageredudnilnnning dusu (Assael, 2004) uas



79

e

(2) Qnmqw?'lgné’uf (Perceived quality) Aig m?ﬁgu Inavinnsiin@uvizadlszidiv
nmsaaAEafudud Tenanmiigniuddu enauansreanngaunndiuiiade (Actual
quality) (Zeithaml, 1988) Tneialuluda fialnAnaziinnnsdaduvserlsuiiugnnmaudn
watAnnsanndeied (Cues) iimanadesttafufaudn eeramuneis Raeififaades
fuRuaNtRne 1 (Intrinsic attributes) fifeadesfufnEnemenenneesdudnies iy
110 8 sa1f (Tusi ua:ﬁqﬂﬁ‘fiLﬁm-ﬁmﬁugmﬂuuﬁmﬂu@n (Extrinsic attributes) 1%
$1A1 NM2RBNWLLLSRS 09T nasTaimnun s (Schiffman, 2007) muﬁqmﬂ"ﬂs':nﬂu%w]
Andnenuzfluunusssu (High level abstractions) 1 AasEAeiE painidede ik
(Zeitham, 1988) wanani sAfignugfunmunmiigniufeladndueiifimnudiniug
fiu Seazdenasioyarfigniug (Perceived value) Tamuefls msfgusTnARAN sy
u'ﬁ"ﬂi"u§.nﬂﬂ?flmmﬁuﬁﬁﬂﬂﬁms‘mmnuaﬂs‘:iﬂﬁﬁﬂ?ﬂmﬁuﬁ:uﬁhmnﬁﬁq:‘lﬁ&uﬂ:aq
fiazfiudtlyl (Zeithaml, 1988) anniudleduslnaiimpauitanalafazdanasions

pom a o
pindulateduilungn

Feaenadesufl Stobart (1994) naad1 13MmAsANEUATInANEnlafleRan
FeansresfiiTnaneu aniudskanRufuaziniaftereuauespufioanisses
f13lna InwassinseenuuuuazAILANARIN NI EWA Wi Isz@nE N Teavaanal
psdufraes ey lustauiimiiandtgudsdulumann (Superior quaiity) Tneflidraes
audierinnsanadiuiazdiesinnsfeansnsaanmluedizlnn ielmAnnsiuf
TuaninnaasduAdilanuuansnuazmilandiguiein mszwinguslnafianisiug
waztlsviliuAnunN naaeAuA (Market-perceived quality) dqtﬂuﬁuﬁqﬁﬁﬂmmwﬁua:
ABAARBINLAINAIANIY ﬁfa:ﬁqNﬂlﬁLﬁmﬂuamﬁﬁﬁéﬁhﬂLﬁmms‘ﬂ‘au?ulummauﬁ’lﬁ'u
(Exceptional customer value) ?aq:ﬁqlﬂﬁm’mzﬂmmlun’mﬁ'uﬁquuﬁqmam?mmﬁ

mﬁamn@:miqa'fulﬁ (Brand power and dominant market share) (Quuumw"ﬁ 2.20)
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o PV T
WHUNIN 2.20 LaRIANANRUS I AN INAIgNILEN RN AR 81U TBIRIVRUAD

UNDERSTANDING Effective DESIGN
CUSTOMER NEEDS QUALITY CONTROL
SUPERIOR QUALITY
in areas that
matter to customers

BRAND POWER AND
DOMINANT MARKET
SHARE

ﬁm: Stobart, P. (1994). Brand power. London, UK: Macmillan Press, p. 69.

3 ] o i = =l - :’; -l LY
ananaalaeagUlddn mefuiniguilnafiseduduazuinisii Ae nisngusinad
a v o - ' | :’l &S o o =l

nsdlafugadvizedeyaniie nauanla aamiu aminisdnnisuarinnumNnadaya
:’: A L 1 o’ dl o | o - P ] - o -J 8 & =
W e WaanAdesiuANEe HALARVFaUsTauN salifinniey Tandsanigiiinania
nsfufusilssifiudiayasiiee uds axdelifadwiruafvediizlnaniisedasineg dey

] 1 J ar = A ) y J o e ] nl dl
lugawsialazesananatiaFesaawinuad JedelddndugentandiAtyetiege Weain

ar - :'l e &= ] - - l: =
ViruARtuBnEnausratsodasianisiangAnssunisteduinesduzinala

NAUARYDINLTLNA
Fishbein Wag Ajzen (1975, as cited in Lutz, 1991) N&1991 NAUAR (Attitude) A2

ol ol el yiie e
wwaltinaesyaraiiiisainnisFauilunisreuauassedsln@anils Teenaduldvisluds

= b o J v 1 - [ o - dl } 7 s 1
LINVFRITIAL ABAARBITLT Lutz (1991) 1dnaniasudn vimuaRazifaadesiuaauands

'ﬁauu?‘ﬂhimammqmaﬁﬁm‘ﬁ;wﬂo (Object) UsziAupeT (Issue) PanTaNgAnssy
(Behavior) 1ua6uzil Hawkins et al. (2004) nanadn finuaR e MsdanisiiAeadesiy
useqela, ansuaimannan, nsud, u,ﬁ:m‘:mumsmqmmﬁmmuﬁﬂﬂﬁﬁm’ﬂaﬁm"m-]
21 TeasiidnmusAeuinauasasuuadldenn wuReafui Assael (2004) nana

s

' =l k7 J-ﬂ ] ) i “
91 ruamAsuu N luNsReUAUEIIRIY AR NHAERIMN TeeNaazuaneanuly
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o Jd ' -1 o Aﬂll ' [~ ~
anenuciinanelavieliifeonelafild TnasiruaRntsans&us (Brand attitude) nuneti
2 ] - J -
waalinlunsGuufusrnauauassanm@uilansduimiliaesdiizinng laaazifunis
a g o - - -
Uszifiunsdusnluninsandn Sannauseuvise lifugey
aJ 1 ot AIJQ - =l g
Tne?l Biel uaz Bridgwater (1990) ldutiwiruaBnguslnaisensduAnly 2
sz Mun (1) Arupindsens@uan lusudselaginsldany (Utilitarian) Inesziiluy
- J A - oA | 3 'd ]
madszdfivludaunineadasiupuanifres@udludunisidnuuazlssloninaadiag
o A [ niﬂl J [ " .
IFFuannnnsli@udn Tamunsiududniaanuieaiuge (High involvement) 1A
o g b
U UATAUANTISIANAINY (Durable product) uae (2) fruARNNAaATIRUAT WA
- . [ - ; 7 dld 1 B il
a13undANEAn (Emotional) TaasinazifinruainmnuAuaeilsens &uAvizenu
. v 4 . o P _
1lseiulaarnns R uAnTl TeasiunsiuAnA N ANALINUAT (Low involvement)
Tnsannz@uiglinmmizlnavideduinluafaiEau (Household goods)
A‘ i 1 ar = [ o [ [ L1 [ - J
anTinan9un aansaasUlddniruaRaslidnusdAysaiiAe (1) iruaRNATY
2. i - 1
annsiFuu (Attitude are learned) ﬂqmmﬂumfﬁﬂugﬁ MaTuaInUszaunisadllneng
a W | ;o - = - v \
aayARALTY Faufannnaus theu visaranis@uufaanisraunisninneden 1t i
a =5 9 ar b s = a‘ G i
Nt visantslumnn Wiwshy el inniseatmaeneneanasldisnnsdeans
-J & ar -Jd ] - &’ L &
nsaaaluyngiuunazannsoaiwiruainisansduin iiiarululaduiing (2)
viruaR Ao wualinlunsneausueITadyAAR (Attitude are predispositions to respond)
J o - : dl ] -1 4 dl - z = L s L -
esaniiAuamiduianliiatuisaneadiu weniudifatuntaluanla saiu iduaRas
o A = - =3 i = o -
g ifhurresiielunsdsuluwuniiunisfianginssuaasduilng (3) inuas Ae
N = _
NsRaLANBIEaAIsine d1TuTeLse lTuTeL (Consistently favorable or unfavorable
J Y 9 o - ﬂl ] LY =l ar AAJ-I ]
responses) TNATABAARBITLNGANTINNUAAIRANNT LU MINFLFTINATIYIAUARTIAGE
g -] ] o A’ = :’l [ = ni o . : J
Aufn fanagenasanisindulagedustiu (4) nauedasfeunidasiudelafauilaans
& . 1 o - = ] . ] 1 s -J ] 4
(Attitude objects) nanaAe fAuARasFoinalauAsefadarie [y NAuARNTsens EUAD
ar AIJ ' ar n-ld ] =3 [l o =
NAuARNNAaYAAR NiALARNNFBLTALENY sy (Lutz, 1991) usT (5) iAuAREIA
= 3 L] S " " ar - 9 =
WNATURIINANIUNITOUAN) (Attitudes occur within a situation) fe wﬁuﬂmmgmﬁmmq
= A’ .J J - & o Lo} 1 ]
NaTwvTalin1siRauutlas 1HaNNaINBNENATIMANTOIMTRADTVNITOIRAT 11 WA
- - o ] 47 | 4 L] o o ]
g lnaenaliuaRsiaF 1 McDonald's 3w unmmnzd miuniulugainanedu usi
O'dld ] 1 o A -3 .D
Tuuegnunsaiinusasuasalunassawa e msfiuniiu McDonald's
wn (Schiffman & Kanuk, 2007)
1 " | - A [ o -
wanannil Hanna was Wozniak (2001) 1onanaiasu luiFe 1098 nus1ei AUAR

1 [ - . A - 4 ::’ - - -
41 (1) VAuamdudeandnanne (Valence) araduldviairmnaluduanuazidieay tne
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winfilnalviruailudanfazdenasiensaeuauasludeuoniduiu usimnfiilned
ﬁﬂuﬂﬁiuﬁmmju?hﬂﬁq:wmmuuﬁnnﬁlﬂqﬁqﬁ’u (2) NAUARNSTAUANNNUILIY
(Intensity) vanef szAuTasAuARTRAoR oA enauAnsney Wy fuslnanunil
anafivrunRuTeUAeRuA lusrLT U sundanindualnagnaunils (3) ViruARTuRL Y
AudnaAdeTasuAazyARR (Centrality) nAAe inuaRaunsaaieudeAnilon
AudeuszithmannresusazyAraRitifeReAe U AEU AoanR s3usssn huu

Tnelugowsiely axrendnafisesdilsznevsesirupiuaziiadufifiuasianisriasia
yeaviruAR Feludonuaaseadilsynauassiruaiti Wi nsAnmfsesflssneyaes
VruaRlilu 2 waAndauiu e uwRafiueviniruafitszneaulion 3 esflszney
(Tripartite view of attitude) WazuLaRATINEWTALART RERIFMIsznaLIREY

. . . . . . J - 3
(Unidimensionalist view of attitude) Fallseaviduamall
- o e -
wuaAnNNasImAuAdsenaullnle 3 asAlsznay
- : - ] (% - - : [ P s [
wAAHeELNeN NiruARamfsTuaInesflsznay 3 dausaaiu lhud (guuunin

7 2.21)

% - SR &
LEUNWT 2.21 uansasrlsenavaasiduamndsynaylysdae 3 adlseneu

; - —
NuN: Lutz, R. J. (1991). The role of attitude theory in marketing. In H. H. Kassarjian & T.S.
Robertson (Eds.), Perspectives in consumer behavior (4th ed., pp. 317-339).

Englewood Cliffs, NJ: Prentice Hall, p. 319.

(1) aeAsznausuAuivianaudila (Cognition) A2 AfresypRRTRFERY
1adawils JaRntuanmsiiszaunisafisamsaienisldfudeyaanundidoyasine T
i lafiglneidedsladmilsazneldiiaduranuide (Belief fgalnadideRe
EA Q’u‘éﬁwﬁﬁﬂéﬁ Diet Coke Audalaivinliéan (2) avALsznauuANNEAn (Affect) Ag
paddnlasaniifialnafisedslafail wleenanuefamstlszfiunmensesdiing

fiflAans1@ud (Brand evaluation) Taaasldpanuianseaisuniillusafnduitienela
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[ A 1 = =4 - ‘ 1 ]
vielifanela (Assael, 2004) TnefiusiaryAraanaiipanaanvizalszdiudemine uansing
o -t 1 e - [ - =l ] -
fuauetfutladevanuetng i yadnnw dszaunisailuedin ngudnga sy

- W - : = -l
(Hawkins et al., 2004) Uz (3) aAtlsznausungfnsss (Conation) Aa wualiiniyaraas
- 8 J o :ﬂ A’ b 5 - .
mewqmn?ﬁ‘uém'lm?n'bnL‘wmﬂﬂmumlﬂmﬂaummmﬁmﬁm‘lﬁ (Intention to buy)
(Assael, 2004)
‘l J 1 o :’0 1 = o | o ot
Taaf Lutz (1991) na1adnasdsenania 3 deutiaziimnuduiusaeiuuwasiv
i =5 - LY -l 9/ i 9 d‘ =l - Y oa = L -' -
naname WediAlnafiacadnladins@udmilfiguning fuilnaiiuuelimain
Jd 1 9 ::' ] - 1 5 1 A’
ANEAnTiAsiensAuAIl uazamnsodenasianginssunsTans@uAniuld wenannii
[ = i o [ & 1 =l -J
(Hawkins et al., 2004) l#na1aia3udn wanasdsznaulaesdlsynauvilsiinisaeuula
=3 B g ﬂl J ar IJ o 0 el ]
flardanaliasilsznavau Wanuwlasmuduiy laeninnisaaAa1aRIEN9ANT 31
l‘ J [ = o= ] [ [ a o
Winawfeuwlaniruniiaesiislnanisday (indirectly) W NIIWALILIIRNUT NN
] 2 J 2 [] o
Tawnuniianuiianla nasldinasdsznay Wedaaairepauinaulaliiu@udn
] ] sl o o - = 1 = J ] [ -
wrietnalsfid nsfairuaRaediitinalaelduuAadiausiidszneullson 3
:- = 1 s .8 z 2 ] A
douniu wanuiuaiaudoanalianunsadnesdsenaunia 3 dauldetinaasudiouiiiesann
- e (L o 4 = ] :’l : 4
isegaulvgginarialugdiuidueiuidn (Affect) eedawAnawingu Bnvianisi
@ e - o - : : é z 1o d - = o z -]
guatnRmirueRsedcladeomilniy e1alidndunasdesfiangFinssuanalyl fad Aai
2 - : [ ﬂ] AJ at = ] ot 8 o L i
WuwadsitlimunzauiazdlunisAnmFesiruasivinladn uazandadniasingnaas

S N e X
AelfauulAnNNeII i ALARTINEYaIALsE A LLRENTW (Lutz, 1991)

a o e aa = -
wUIARNNEIMAUARNINERIALsENaLLAEY
- a“ = i o e = o = ' t <4 Iy =
wwaRRtiesLNedn HAuARTNEsasRsTnaumeainty Ae aALsznauludoun
o TOTIR | b e
Fhupaufdn (Affect) Taefinanuianiiy Ae Guansivsziuanurauvizeliteusiedls
el v - g a
Aanile daupanufvFanaiaidnla (Cognition) huiesaws (Antecedents) Minaliinaiu
ar - :’l = o [ o 4 ol - = 3 al'
irueaR aniuAninllguadng (Consequences) Tefine woFinssuviTamuAIlanay
ns237 (Conation) (AUAUNIWH 2.22) Aatiy uuoAstiAdsNasirdauaesrnfrenudnla
- 5 =i ﬂ‘q A’ ] o e & : :Jv :-
uwazdauzsaginssadi Whiieedaunifisauneuwazndsinuasving Taansouls 3
s 1 i J - :’4 s =l e J
FaiFendn madenlasluamnus (Causal Flow) Ag 9 3 Aautlsiansaimeniaaiy

wadumany (Lutz, 1991)
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LRUATNT 2.22 LAAISNALSENauTav FuARNNaAlszneLPen

Intentions Behaviors

(Conation)

Attitude
(Affect)

Beliefs
(Cognition)

(Conation)

NN: Lutz, R. J. (1991). The role of attitude theory in marketing. In H. H. Kassarjian & T.S.
Robertson (Eds.), Perspectives in consumer behavior (4th ed., pp. 317-339).
Englewood Cliffs, NJ: Prentice Hall, p. 320.
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M1u: Adapted from Assael, H. (2004). Consumer behavior: A strategic approach.
Boston, MA: Houghton Mifflin, p. 225.
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Y1 Lutz, R. J. (1991). The role of attitude theory in marketing. In H. H. Kassarjian & T.S.
Robertson (Eds.), Perspectives in consumer behavior (4th ed., pp. 317-339).

Englewood Cliffs, NJ: Prentice Hall, p. 332.
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rieunsfmAulaTe (Babin, Darden, & Griffin, 1994) i n1sRaansnsmanmludiangy
- - . - ;
AuAlszinnil osaziiuluFesranisiideyatnaansvidesselumives@uAn (Rational
advertising)
o o b Jedi Yot . o
luanue Uszinni (2) AuArngaiuginualnuian (Hedonic products) iu&udn
- o = . i A 2 Y o L
fuslnaasinmsfumdeyslauiarsnnandainneadeclududydneniuas
aéneal Wuwdn vy dedn saadedn dudiu TnedusTneazindulalanfiansanann
ansuainanFanieranenelaniasldfuanudiu uwsrindunisduvndeya
i J | o ] [ ) & AJ
wuuAnliITINtNEnssindulat uuatdayaitiuyrAa (Personal source) Tae
O'Curry waz Strahilevitz (2001) n&1991 NsLElnARNATINaENAIMAINERN (Hedonic
i : L T o L ) : - 1 ‘l IJ IJ } 7 ar o
consumption) %W fLFlnATnazsindulatedudiiiasannussqelaninendasivaununig
SNV
(Fantasy) A2NAYNAWTY (Fun) m’mﬁmﬂhmnmnummﬁn (Sensual pleasure) Uae
ar = - n} LB o | sl L ar o a ¥
SnaziflugudniFeinisilildianudiusietindsrdariuninin aanpdesiui Babin
i - ] 1 9 lil [ L :: 2 J
WATANY (1994) NA19LETNTIN Budsjaiuduanuidniuiududnanisonauauss
1 g L =5 == = ] I o=
ANABINTANAMNTUVFEAINNINe lauaEEAnAmMNIANERNsadLETnA
i A . ar : 1 e 2 .
(Emotional worth) FesinidunisindulagefuAuuulafuusensesu (Impulse buying) Ag
Lildfinmsansusdednmdeyaunreu fufu nisfessnisnaaluieiudlsnnil pos
£ -l -J 13 o o o = ar -« 9 nl =i i
aztiuludauninendesiudydnwahisanmanenizesduinasiinasanuianaes

& =

H1FLnA (Emotional advertising)

RINHANNTIAELBY Dhar UAT Wartenbroch (2000) ANwgLuLLLNsandulaidan

2 G = 4 [ = g -Iﬂl 1 s 1
ﬁummmam‘%ﬂ (Consumer choices) NUUTLNNIDIRUATNHAMNUANFANAIY WL WIN
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J AJ [ 3 & P - e
dududminenfiuersuninanuidn (Hedonic item) grislnalisniusasdunimagenty
o o - N ] v dl J o k% IJ 3
nssimaulannniin (Forfeiture choices) wannidududninaafuminnnisldau

& =

L 1 “I - A ] -
(Utilitarian item) gu3lnadilusiasinisumndayaiiaduinetalunnssingula
T g - . ' v a & o - -
(Acquisition choices) anainil fanudnduiiteafuersuninaui@nainisanazdos
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Wuyar Iiusiduin e Weswindislnatuanazeananafulumanfinag winddum
WuarunsamaLauesnNsiaansiuensuninadantd lnandsanidusinaiinisAum
dayaarnunassine ufa luduneusiel fe nadszifiumadanaediising
(3) nsusziiiuniaL@an (Alternative evaluation and selection) A N1SARANTUN
3 - - I - v =
dayauasAndulalfonduAizeLENTNAINITOABLAUBIANINABINITUATAININE 1A
- a‘ 4 - o o J
aesfuiFlnaldunniign (Hawkins et al., 2004) Fafrislnasinasinsivuauuamaing
MunssindulaviFelsufiunsm@udnlansdud il Iaevinisufauiiaudeyalay
NATNAINNTINIINVIANN ATRIRFVRUAIUNEY (Category-based processing) ANUUAY
° - o W o | P a o -
nsdenlaadniudayanaguanunssdvizedsraunisnl Tanisdssiiuludneoeil
o = al " -
dnazldlunisussfiuvBudnaaiudnumanuian (Hedonic products) Taagiisinaay
4 o o al J LY o Gl il o Jni ] s s
danlenasduiniutiadeninesdasiuannianvseiladeninasan nansnizanues
wananil fualnaenaiinisdssifiuasduinlaan Faufisuainpmuanimianiy
] - AJ 1 " ; Z :'l o
RIUFRE AT AUANFIRINT TN (Attribute-specific processing) AntiuassndulaRann
A‘ - ar L L% - 2 A [} Ly
A Jansdsufiuludnenistl dnacldlunisdsuifiugudnsjadusussTeninigldou
= - A IJ a
(Utilitarian products) TaagiiFlnaszszilivannamasiimviansinnnisldanuaesdudi tae
1 & [ =4 = [ -J
arnrrautiseeniaiiu 2 danseusAe (1) nasdsaliuludnsusnarunsanaunulé
(Compensatory evaluation) A n1sUlsziiuasAuAilaaiansananAuaniFlne I8
Aurn wdearindulateinsdwinens iilnaasiansnnauantiilaasanianumnaes
AuAn 1w 2R NseanuuY AN TN HIN ANATIBEATRINARItNEg AINENAY
J - o &5 g
WwenasAuAniinaiRlaasnangn uaz (2) nsusafivludnuousiliaunsonauny
& (Non-compensatory evaluation) A n1suszifiunmantiBianicluusiasas@uan i
9 ; J ] o - -3 o oy
FeanstainsAnienantindesdrugiands fuilnafaziinisufaunieunnans
[ i [ 8 - 1 AJ i st IJ
pananafiuyng asduAn TneRansandinsdusnlaniindesdiaglandauinign (Assael,
2004)
ar o . a = o
(4) nmannAulaTa@uaAn (Outlet selection and purchase) Ag nsnguFinananig
=5 o .il : 9 lﬂl o g - =2 J
wanuarAndulanaziansfuAnaennfasiuaNFaInIsuaziinANimalanInge

o _ SR P 4
Tnei? Hawkins et al. (2004) na1291 nsnguilnaszAndulatensdudlansRuAmis
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i uenanazAntuanninlssfiunsaudndeiilénaaluuda Tudauaaskud (Store) fi
felFdnfinnudr Ay fhuethann desainunseds fistnaenalailéfinsarsusnlunis
FoRuladeAuA uTrau (Unplanned purchases) #au nsdnansRuAnvdannusairudly
fmnadansussinaylaacdanasensindulatedufresfiFlnalK atelsfd ain
NsAN®28Y Greenleaf Was Lehmann, (n.d., as cited in Assael, 2004) 1¥nanndatiade
f‘iﬂ'lﬁ'tﬁmqﬂm‘?ﬂlun'ﬁ‘ﬁﬁﬁuhgﬂﬁuﬁﬁ Tiun gristnalifivnanlunissingula sasnisdeyn
drnanngafuasAud iy inrnufnsludeteninudeien (FinTw 1y
AUREINNEURIAN (Social risk) prnAta TR daiufAudvitentslda
(Performance risk) lusiu ﬁqu:ﬂuaﬁﬂlﬁﬁu‘s‘hﬂﬁmaulqlﬂéﬂauﬁ']&u

(5) NSEUAUNNTIMARTUMAINTTE (Post-purchase processes) A N7UsTIY
n?ﬂmauﬂuﬂwmr;.‘fu?‘inﬂ'i"'ilﬁm%umﬂuﬁwmﬁ'lﬁﬁqm?%m?ﬂl%uﬁﬁ&u (Consumption)
“‘,Nl.ﬂuwﬂﬁl.ﬁﬁ“ﬂzw‘ﬂﬂmTLLE“EILILﬁﬂ‘Ui‘:Wﬁ1ﬂﬂﬂ‘1uﬂﬁmﬂ"fwﬂ¢ﬁjﬁ§hﬂ (Expectation) nu
LsEANB NNV ONAIBIRUANTIA AR (Product’s actual performance) lagin HaT
Lﬁm’%uq‘i‘mqnd'mfnummw’i’wm@uﬁnﬂ Aaznalvifadlunannuuanseludauen
(Positive disconfirmation) Lwimnq'ﬁNﬂﬁLﬁmﬁuﬁaﬁ'ilﬂnfiﬂmmmﬂw'i'wmﬁu?‘inﬂ nay
neliiadunanuuanselu@eay (Negative disconfirmation) (Hoyer & Macinnis,
2001)

ToanaiAnduiuazueani@ifhy 2 fiemadaadu 1éud (1) Rannuftenela
(Satisfaction) A nsTigLElnARaANLRwelausziinngan sams dRuAduludan
FeazdanalifialnainAugniufLAuAT (Committed customers) flaudesnisfiag
FaAuAdN (Repeat purchases) 1NN s 14 (Increased use) wiaganAsALANEY
unldmBuATifanela (Brand switching) faRMNANAREAsALAN (Brand loyalty) Was
(2) aA N lifanela (Dissatisfaction) A mﬁ'ﬁé’nﬁ%mﬁﬂﬂmulﬁﬁqw‘ahl.m:ﬁ
ﬁqqui’ﬁnsi'amﬂ"ﬁﬁuﬁ’qﬁ'uluﬁmu %qqquualﬁ’c}'u?hmﬁnéﬂmmauﬁﬂ&u (Stop buying
the brand) iansuanse (Warn friends) fesFeulideudvizerdsvinan (Complain to
store or manufacturer) 584 G‘ﬂu‘lﬂﬂ’wmamumm%’jum (Complain to private or
government agencies) ﬂ?‘an"ﬂLﬁunﬂ?ﬁm'ﬁmwnguuﬁﬂ (Initiate legal action) (Hawkins

et al., 2004) (QUAWNNG 2.26)
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WHUNINT 2.26 LLEAAINRTDY ﬂ'ﬂNI.I.FIﬂI?I‘N‘ﬂLﬂﬂ&luﬂﬁﬂ“ﬂiﬂ'li‘mﬁaul‘?‘ﬁﬂ

Expectations

‘ Performance ]

o
yu1; Hoyer, W. D., & Maclinnis, D. J. (2001). Consumer behavior (2nd ed.). Boston,
MA: Houghton Mifflin, p. 282.

& Bopia = i R i 2
wananil lwuneaiidizinpenaiarenian lidulalufuinauindulaten %

Gandn pendudeslafiAsaundanisie (Cognitive dissonance) RO P e T Y 2 v
sxAUANRLINGS (High involvement) v huAuAitaadnAryiugiing ng
fralnpaswenenumiBiiean ArAdaslatiy iy wensudundeysludanaesns
AuAnTideun anszAuANAavTaRuAn ik (Assael, 2004)

Thefl Hoyer W& Maclnnis (2001) N&1991 Tunsinmiftetlszfiuaauitonela
viagliftanelafifsawiu Shasfeadesfunissaivludousemiinfinisldawide
AUANLTFI199RUAN (Utilitarian dimensions) Tnesnaziiududfimeuauasnisidenady
wén ui nednenfidanednasuanUsnéABeay warninssduludouensuainonad@ni
Asduainnisidausn (Hedonic dimensions) Taesin HuRuATiTiuasie mm’fﬁn"ﬁw:ﬁﬂlﬁ'

1 &

AodutlszaunsafaunigusTng (Pleasurable experiences) 1y Anpaudniiulaiels
AN Rolex (fusiu

anangnaldin Mmefinmanszuaunisdndiulatedudraesiiilnatu anflunisin
m'mL-ﬁ'ﬂfawqFmi“mn}’u?hﬂﬁ'uwi%uﬁ'aunwﬁﬂauh sywinsiadulauazvieanniild
Fadulatedudn Teazdanlfanunsainrruidnlafongfinssuesfislnald asinslsfia
vanfannsdnAuladeduiunsetinses é’u‘i‘bﬂmqLﬁm’%u‘[mﬂﬁ'uwé’uu@:hj‘lﬁlﬁmﬁuﬂu

L T 14

:; a‘t’z " e [ ﬂi ar p -l g e
n?:mumnﬂuﬂ‘lﬂ MUTUDEYNUIEAVAITHINEINUNHL tﬂﬂuﬂﬂﬂuﬂq
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ANINEINURDILUTINA
IJ ar =2 [ ‘} [ L o o [
ARAIAEINU (Involvement) Munatls seAuusiasyAralip @ Atyuazaulasse
, S a4 a v & = o - al
AalaRenile TeprauunuaRuATRLINNG AIAUAT NsTamun annunisnl InausazA
= ar -I' s ] : . J i [ A’ e
vilsrAurasaunaaiusiedaladenilauansinaii auetiuanusenis pnuaulauae
ANBIUTIANTITIBILAAZYAAR (Solomon, 2007)
o " ] i - o = a ' . |
0UEN Hoyer WaY Maclinnis (2001) N&1991 nfmmnmwuﬂmﬁushﬂwﬂmﬂﬁqmﬂ
:; ' | o [ 2
Wy arunsauue iy 4 sz 1dud (1) anuinaawusedssnn@uda (Involvement with
-3 1 [ -J - J 1 [
product categories) 108N NIBIRUANNATNITIAINAFAILALAMNINLINUNUANFNINY
iy Q’u‘s‘*'inﬂﬂ'mfﬁmﬁmﬁuﬁ'vﬁuﬁﬁﬂwmmﬁaﬁ’qmnndqauﬁﬁﬂ?zmmmlﬁuﬁm 2)

L

J ar ' i - -
ANIAEINUARATIAUAT (Involvement with brands) az@anaWgLFlnananssuifiun
Audnivludaanuazeananeliiaduanuinfsdensduinls (3) Anuneaiusienis

. L 3 J A’ 2 ]
T2imun (Involvement with ads) fnifatwiiadiamviedennululasnniauianla
& o § & J ar ] . .
upraamASRINLLLTINA uaT (4) AaALausieRe (Involvement with a medium) Uszinm
a -3 ' a‘ o W o = v ] o« o ' J a‘-ﬂt AJ a
1nsdefidanasianduinesRuduiy iy deReiuiingnuasindhuaeniiaauineeny
dl = 1 b 1 AJA o &
g9 Wesangislnasiasiinsguuasiipaudinlasmeamies lususiaalnaiddaragn
4 i d‘ ot ; A : § = [} t LA L
navindufenfianuifnniun Wasminunseiadilnaliléfdaiumunniin
wanani Solomon (2007) ¥uisszdvansmnuineaundisinailsefuanlilu 2
. . o e T a _ _dya )
siude (1) szAuifiaananfiaaiuge (High involvement) An nsigualnalianugn ity
] o J J - i e o 4 - J
waslimnalasiedudnluszatiigs Julnihdumiigialnesufeudsdienafiniu
J J ] L o L3
(Solomon, 2007) sandadluAudfidianuiieadesuazdnasaeisuninendan nnanead
| = ] « o -I-I J [ e'
ARENUASNENNNAIAN (Assael, 2004) 11U FDLIUA et (2) sraufiflannafiaaiusn
(Low involvement) A n1sifuElnaliaaudrAgussiviannanlasdedusnlussivnem
i J - e d - x o °I -I (]
esnnifuiudfigstnalifulfiemudnioafsiuwieduanudsusssusill
1 i = ar o kY or ‘v’ o’ 3
fuaseduslnanintdn wu nsvanminse en@iu iusu oy nesindulatefudans
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g1itnAiu enslued fulsvinmessfuduasssiunuiiesiungizlnatiseRuf Geas
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denasagluuunisindnlageduinresduslnandasnuuansisiuli (Solomon, 2007)
d‘ e ' o ; = 24
Taed Assael (2004) ldvnnisutisgunvaasnssindulageduArreiisinalasld
o’ dl ar o ..
STALIBIANHNLINY (Involvement) WaenszLIUN3FARULA (Decision process) LU
(] of 5 o J o’ (] o’ as
N INsUL Aell (1) TudousasssAuanaiennu anansourieléid 2 sedu Ae széu

-J s o [ AJ o ° - ] ' 4

ARG uszAuAMNREINLeN (2) ludiuasnszuaunsiindula anansourialé

2 svhiu A seauisasldnissindula (Decision making) Wuszauidisinaasiinedium
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dayaneunssindula fussFuiFnaulatedhuilds (Habit) Wusziuigusinawmeduiy
audfluetneg dudu fiiilneduinazlifinnedunndeyaviestaifiunismdeyadiies
ntianuinu

annify Adlvnnsutiesnmasenisindulateeanid 4 szom (quannnd
2.27) Ae (1) nadnduladauuududen (Complex decision making) Ae nsdnduladed
fuslnaaziinnsldrauAaviamanalunislsaiuduiredasieanaunisindula lag
aznfugtuuunisGaudtinunsruaunimmeauAn (Cognitive learning) defulnpay
przMinFaANNADIN1TIBIFILEY antiu Aninnsusrdiudenmsausniiaiansn
AevAuBIpaNARInIsInNTige dnanfhudufifiacuifeiulussiugs v neiadula
Fatiu souud (2) MedsAuladeanauAnATERensALAN (Brand loyalty) A nNs
ﬁﬁaulqéﬂauﬁﬁﬁQ’uﬁnﬂﬂm'mgnﬁmm:ﬁqw‘a'lmlummauﬁ'\&uﬂﬂuﬁa Tatanaaziingg
Aumdayaisadntesvielidumdeyaine weziinaafdnnelaluas@uduazli
Feamalanlidnsauiau TnsandunsFoufuuuansiewlalunmsUfis
(Instrumental conditioning) ?ferg’u“shﬂ%mauaumu“faLﬁquﬁnemﬁﬂﬁqL’?”lﬁmmi‘n
meLauBIAdtnelagegald A amﬁﬂwqﬁﬂsm%ﬂ wiaanananaladn fuislnaas
Fuuannanuitanelaitlézluein FenaRldsuiuazdsnasenginssuluawnnm anay
Hhududnfifiaudsailussiugs v \isRadIa

(3) nssnAnlateuuLRuusTeLIaR (Limited decision making) Aa nssndwla
TeaudfAtnAR A mREaRuluszALAn uiffiniefumndeyaannuanuane (Variety
seeking) Wadatlunsiindula lasazflunisGeaufuunflugfu (Passive learning) 9
fislneazlaifinnsdumdeyastnsaziBaanniin uaziinisldvdninausilunsiansan
RenmsAuALULe 11y @enannmsAud iR sduae Tudu fedulaanded
andnasieguiln ﬂnejuﬁ Lﬁﬂd“iqﬂﬂ‘li‘Lﬁﬂ?Ugﬂﬂﬂﬂj q:muaiﬁ’é’u?hﬂmm?mmﬁﬂ%91?'1
fudl¥ Tnesnasistudlefinauusihaud nilunaaiediilnadesnswfelig
pAUAALREYANBEIRINIA T Fesnsdahentiauthngaslwinmanesld uas
qoving (4) msdinAlateauuidan (nertia) Ae n'1?ﬁmﬁuh‘%aauﬁﬂﬁQ’u‘i‘%ﬂﬁm?‘gﬂ-ﬁq
athwsaiieniulsydn Weswinlidesnisdanarlunsdumdeyalmic lneduitnees
Anpauftanelasensduilusriufianusnseniulfusdldfifinpuyniusens
Audn Tﬁm:Lﬂunwﬁ*ﬂufl.muﬁﬂauim (Classical conditioning) ?qé’u?hm:mauauﬂw‘ﬁ"ﬂ
Lﬁﬁwqﬁnﬁmﬂmmn prapeduauiuiide (Habit) Taglsiunszuaunismepnudn

o o a o o 8 o v
dnavifludusniiannuineaiulussAunn Wy nseawanse winna usu (Assael, 2004)
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.lil o 3 2 -
NN 2.27 uamsszinnaeanisiindulageduinresdusing

High Involvement Low Involvement

o Decision process Decision process
Decision : . ke

Making
Habit

TRt Adapted from Assael, H. (2004). Consumer behavior: A strategic approach. Boston,

MA: Houghton Mifflin, p. 100.
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Mowen was Minor (1998) Il%Aansmuneaeaudmnssy (Innovation) 91 A AuAm
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Schiffman waz Kanuk (2007) 1A 1%ANNMung189n1sUNINsLantudInngsy
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THE ADOPTION
DECISION

o
NUN: Assael, H. (2004). Consumer behavior: A strategic approach. Boston,

MA: Houghton Mifflin, p. 479.

o : o :
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