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Q

o SamAmudes mig:paiphinannginmi §in AR anandnth muitu:
inRumsAnnaiginanna
o OamAmuEds ggmésﬁﬁms figomégSwhnnmiibn ARa anedng
NRgIFISHUMSUg
o Samamugn: ifmimasgSwinumsimig:aniphi Shensmidapianian
NN SIHns
b SGanjpomiSmaigse

Bl o

ANMIGANIES sshis i gmsid mt‘?m’?‘t’ampﬁmam‘?"ﬁim (Qualitative

Research)
¢ aNs S NRI|MAHENSINS
ST AN I SIS IS SBtN S
¢ UGHISMIANIENiIS N GRMAERARIIENIENIE S Afat iSimwilujmnnan
a
¢ UGHISMITFNIENIS I BHTEN MEMGINN: SHUlgB AN UHRANIENIEUIUIH NS
danasdwasiiniiinganugogpuminnumumngmiing ymigusmi
RO BNUMINALAHIM NI
< UGEISMIPIINIS N GIMMAG(Input) 1N B ABUAMUIZH
¢ st eieMmanNsits
SIM:ANILMUUMIEsHNIS: Muhishthe SnREoms
< wsfifus smajundaiouimitumasiinsinmeuimismsus IHEiun
yR§MITANWUIgEIg)asitANcywHgsitumARgmEsmimutanaismi
i §UiSHiRsAQNFISMIIMT A SIS MIaniEi IRanjaismiganii
SHsUEgis M
< BnnG9o: mmibnd it §m§1ﬁﬁ°jméméﬁmiﬁjﬁpﬁﬁjswgmlﬁg
IR SNUMIUH
+  Gngus ansmngighivasnsimi Uiln AR idujsmsgoms Sipif &8 ju
AN BRIFSL TURIAY IGRATES ROAG SNy
& npam: minsinShatghivanm Gin Afua Slaghwihiminss
IHITABMISTHTUMSUS W g AN {AIRIYRRWMIATUIESIM
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SGEHER9

9.9 {BenSESe
9.9.9 RUSBLSLNBHES
tfinfy nsSwiBsthuminsn SuMIBRWMANERYT Marketing Sifins1Eung
risaumiggiconny ShédmitnutinmBadim:nuisas wiwmgis! hsgmIting
ﬁﬁjﬁﬂhijﬁﬁﬁm Mt BRiuasHAGES (Customer satisfaction) B §UH LB SHWMS
Ging gimiifitgn Gandichms SshpimivasHatns
9.9 v ans:sIRinNWBESES
MNESNSIURTDRTITSHGMS
% Marketing (02185IM:HABESYAY
o unMERSHSHMBIMaMSEAMURGISsRyMN Marketing
« Marketing MSB§NIGGIGRREUEEMMSimnuoisg
% Marketing Athigaystniesnsisminiids
« msgugmuumianitifsisigrnpmniagnmasinng §h snmndsiaghim
[mAsSINMm
% Marketing tNSB§NISGABRGIMN Shminynnnaisiugios
NRBUATNSYU BB Marketing B{BMEHSMIfNIENI SMIvifng muuila
Shanwmuisiunny §8m SHAHGEY) T ISliniEUUAMAYT SN SR ATSIBIRN I
Ginm&ag aifsitinmagimivaisists vamuistswnstifuisaumniiuiu
gebasumiis hingsigmsmipnapintidsiuwivaonisssd milﬁﬁ'ﬁmfﬁms:sﬁgj
mymAG: 1 wbasiiisaig)s inuunmistissfigisdasuinuinm tinmdanitss ns
ginsminimsinBs{himASAnuMSingas miuiiisAm s :SSwM Marketing
MRt guibnBatimniuaHAtES gRdima wiwhmsugan: s sGim:pvy
whmhigihnansligHnn
9.9.M ‘éaemseségmlagéém?a%e (Marketing strategy planning )
ismiyganytdnfiy fmsSwommiligiingiimuainm Wwuilng
wganBnfiEumsEUsuGinng

*RN[ANGIY G A, W09E-VOWO, H)AEY RIS Marketing Sun:unmuBSasgREma vampisUls 84
Uy 66iG 9
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" o

wgnyBbnimsugmngidgprmuimiyw Suenbnfings inumadg hm
minRupwuigUigw S iduirvi)s8hpinsimsinhdnn <
X2 riggﬁﬂlﬁgéﬁu?ﬁﬁamimﬁgﬁﬁﬁﬁmmﬁﬁgmﬁmsﬁﬁmmﬁ]m
o A Target Marketing (§gpnmeuii) : AmpuHASEsidumSuann: Uil
R URBT SNSTANN RN M{ABIN
A Marketing Mix : BEAMIG UGN SERN8H] (Four Ps) iTW{fB SR
P mhywmitytinmSansm®
9.9.é 8RS
UMNABUISM 8§ g )RASSMENANMPUHASRS SIhHa 191
YU WHIGNNWEEHIS mmjjﬂms:ﬁmﬁmpmwﬁutﬁégsghmmﬁmmﬁﬁﬁﬁéimgh
UAMERNISYWRR B SEEM: | |
<  miaSAEgnIRishMAEAMAMUYWESS:
o MNGWARIGBUNGS (Mass Marketing) ¢ RIGARUHWHSNUERNIFN
YU 8NN ISTINIHW Coca-Cola MSRURIRIANE YWHETNUERNI
UG N WEsHER ZSMGNANN M SHS AR IM
. mnijé'jwtﬁﬁf’msumﬁjﬁﬁu UMY (Product-Variety Marketing) 3 BUSISIOESRU
M NSIEgNPuY gRuAsoatuinge gibsyeitumsmngum S
AN:ISHURR (Features) iIGIUS (Style)gnnmn 816119 891N Coca-Cola
meRaw R ywissituhAnnhtiy
iumsunnn: Shguigaum NONSHOA Coke and Sprite iHUEMARUGANS
12 Ounce and 32 Ounce SRMNARUIGANS 12 Ounce™
o Gnpimmis (Target-Marketing) ¢ M18Stwth Snfings pimsuilinigiuuhy
ficveoifiyinghisimunidssimusitamanns
< mirghmdgpimuei mstinmamusas s
o MIMAGIANAGENT (Market Segmentation) 3 IUHIGAFINISIHUMMABINGIENW
igjrfig
o MijFTaodiprmni (Market Targeting) s iR esfraGinnAg gL Uiisityj]
SRNUNHATES

S ANJANGYY N A, WO9E-WOWO, HENEY tyganjat BHIRSMI Marketing ~ §11i8 1
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o MIARNAGUNIGENT (Market Positioning) s ARNHGIIERNAEIMSSRBMNUINY
SWANNEST Marketing Mix“1°

9.9 & wgen|asmImESi’nnR8Ns (Market Segmentation)

GRPIEMSUMERSM WHBUUMERSM AN SUMARUGAN: B WIS )nim
geumGiMsiuGAIMI sems §alh maufiun 8hmiGma ﬁglwgﬁt&is:mimsqﬁgﬁmmﬁ
sinnadnpi’ geninh il dgpithAtaskin v SHASHSBY: iSZSﬁ@jﬁ‘lSﬁL’thimﬁLﬁS
i ImgoisERUftumsmWb Mg ohanmiihitunsHistshitums
fwgumf HESESYWMBSARHN §hﬁﬁ§iﬂs&gmts]émﬁmimtﬁﬁﬁmimﬁﬁﬁhgmﬁmS
MAsIMIERAMARLMITW goisygrutpismusiunionitniignss migrgoid
ANNAST HEUENANEGIMSIAGN S XU SMNEEMINRIUGREIMI MIGhMS UuFAN:is]
MuREIMIUAHAGES

9.9 %9 mumasiranaspiamsgSanias (Geographical variables )
iFMAGHIGHERPIgImY ABNAIHEM (UIg 1f HUS iR 185 UNUBRAY
Tsihufmighiussaniy s aiutigpitundagntd miuiunggimi
Susnnisandnuanitns
9.9.& msméé‘émﬁéﬁysmsiﬁmmi&g (Market Segmentation )
mimasinnAggpimupmanay Amifanjainuinglwstgng hmiukicnign
INWIGAIDEN AN FEMEANN HeIUT AN QEANAS AIENE ML IS SHRMigHY
ig)mnumyunSiHunspmBwmMnmhRERRGNAT G4
<« mimaGinNASRPIMBIRSI GRS ﬁﬁsmﬁﬁmimtﬁjﬁmamgﬁsmﬁ:ﬂammm’n
NUGHGMOagNS SUs o smnf meifmimasinnadgpimuinsuny
AN
< M Shdamamuigdinmesnuishibiusipimiuainisnts (Needs and
Wants)hErAmismimasinnadgnithum suing s
< MIMasinAggRImBIMASANL AnspitnnSGim: shnsuithn Susdnsulg
tiggaadstunusan Shmidmainkindsopasanas
+ (pusmmiBsifmimasinnadgpihwi§mivmumsinmmiSsisam
WY u

® anjANoYY g AR, V09E-VOVO, fnREM MimaGinnAgsN MiErTudhprmeui Samidanatu §d
§9

7 ANANGY G AR, W09 E-WOWO GRAEM MimAGINAG s mijiofaadgpameii Samimanadu G
§
8

G
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99&Mm msmé%%ma%ﬁysms%gmieg ( Psychographic Segmentation )
mimasinnrRipismalih mivhicapuaistsepgihipygImEh g
B18:fURY (social class) IGUGISHE (Life style) gugﬁjﬁmgm:@mgs (personality)

« B18:fUNY (Social Class)3 msﬁ@nmiﬁjﬁnﬂ&ﬁn@mﬁﬁﬁtﬁnms 1) ATMA
minuiang: SuEbataiIgRIg)aY

+ weisdia (Life style): AmitsithnGAIAFEUSInMMAGmgunwiELgH
mGAMWInN SHnstsiglih mmoimmeliilmiasigiv A UR BRI MBI M
GSSOR fuRYMAN(Activity) MITIUHIEIN(Interests) BRASH(Opinions)

*  URIGALPAN:NZS (Personality)s itSiiaRMIsUas s Uik ugimsuain
mgnn:ismmtm“]g |

9.9 & ¢ sumEsirnndgpimsaiunsss8See (Behavior Variables)
yrggpimiBsmstig) s SiunusywsgsEomEmuBuptnGgs HimisMmSimaTh
SANGOUIRBE N IMAGIANKE B

«  mimasinnaigpirpiwnd Bmamdaig SanubnitugnmumsAiachmii
miGm wiisdnsng gevinh mafdlimuugiun:pinvigurhwsmaisn
MAASOYWSIREIEML U st SMMUsINNNGIE ARigunyisiny
mivBHAGE ST Uit weim:Sim:EmaugwahSinmugmusinig: |

«  MIMASINNAG RN WITHRUILNRS mi:iglﬁfjim:ﬁ‘liiﬁ@ji‘lﬁm%iﬁtjiﬁiﬁﬂﬁé
s saiaghinGim:SamanAsOns s [ineisysa] InnlgRHauiing§
Sy ntfiwShins et s Rtugisppin s S8yusa

< ansSMNyMBIMes (User status)s HABSIH thU]Lm fU(nonusers) HAD{MaUNYS
(excusers) HRIDIMAIIE IS UMS NN (potential users) HRHDIM AITBRSUMN (first-
time users) SUHAGIMASMN{IG) (regular users) MGEIMSHTIRYMAGIANAGHENI

< HMISMIHIMAT (usage rate): RpipivkiuAmpBisEmBiMaNBS(heavy use
group) {[BHADIM fAUB]H(medium user group) (RBHANDIMAIRG(light user group)
gapimasiBsinhinmsmawisahigpiiisn smansgasismid maiuvans
MMaN:{ff(loyalty status)s §ﬁp:~&gu}mim Siuhion ihwmnan:HnisHitns
HASESHADIM MG AN FRGIMARMGHAR L unL8upvinsy gndmmoii
uhisAmpuMpEswigimunSRsmMNaN:Hn

® ANANGYY §NUW AY, W09 E-WoWo fRFm -mimasinnAd mijiofaadgpameii Samimanadu G
§a-9
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X2 ﬁmnfﬁmmii,‘ﬁ:]ﬁmilﬁjﬁfsaﬁ§E;ﬂ(buyer readiness stage) ¢ ISTRUINUYBSAjEDHIS]
BAMAM IR Y %SmntLﬁjﬁmiLMGiﬁﬁjﬁmﬁﬁjﬁﬁmﬂ ySnjg:BeiunNinbntm
yhg:utuislntn grgug)apinseiu gngug)amntmiynn grg:ignsams
SIORE HAZIG) AN STNNNGRZM°

9.0 FssHRiunsSESSR (Customer Behavior)

9.1.9 Seswses

imuASaRuMIGEENIUIAS mu§ésnpisumonnssusinnm Soviiumyty
§ﬁmmnﬁﬁﬁﬁﬁﬁqﬁmsm&hgmﬁm (5 U UBAURR S gnIsE R gtinmagimisi
HEOIS: 9 s s mitagwaingim ShsTunusismidmivaondsss Ahnmains
oM égpndsisgumsihndw fjigindswmsifAnmywitumsnsgjims
A iyt i wHAS ISR AURTINUSIVAI)AMAIS Y SSUBJUNMIS:AMS
{Eaamag A athiSs Eﬁmiﬁsmémjéj@%ﬁmmsmﬁmgjhﬁutjms fuybign Baign
S g ARG SHRiBUpUnyWHRutUsHABHS 1" fiunusiurniites Sujpins
ASmnkunennisAuiumn §o uijmuys
Umngo ¢ uinm#Ah %tjﬁﬁmij:ﬁg?nmimiﬁfimimnﬁf‘sj@miﬁﬁ}ﬁﬁﬁﬁs

)
({U7if1% Donnelly and Peter,2004, p.41)

ARG AmBDaELY AMBGNUMBANSMA
Social influences Marketing influences Situational influences
A 4
AEGRHANA

A

Psychological influences

A 4

miesuGoR&m

Consumer decision influences

? (njANsIl) §Nw At V09E-VoWD, finnEs mimatinnAdN MmifinTrdspameun Samitandduni-
i v-n

1 Donnelly and Peter,2004, p.41
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9 10 10 SERRs RS BIBMIEsHISSSHIBAUHS TR (Social influences on consumer
decision making )
mit:8§nuanpsdnuaonittsmegom iujnd inN: auhy Sunmiunmiiy
(Reference group influence) imtiji[ijigﬁﬂli §ﬁlﬁiuﬂﬂj‘11mﬁj@ﬂlj neSwhhENAGSHIEh
naua Shumdnsisig)aisuiuitunhshmywiamiapsdaminnfyug my
i:R§nupiun s fnsSwhmagnuisuhuishilannaly ShsiunushyufSiuas

&

uguYA fgomgndonsitupuidigaminusicn g sunlRuRLN:ITNYRL

S llaivk
+  fujns SiujEsi (Culture and Subculture) 3

s AMsgnuthyu savsayungibnim michms SUfTnUBIuSUR
oomBiEtEgmnistinpimsHsinSgwiynithsisaunsit UGS UG
et MBI UG oG iiﬁtﬁ’tﬂlSﬁ“liﬁﬁ‘[,gmﬁfﬁgt&ﬁim:ﬁ§ﬁfﬁmmfﬁjﬁéﬁmﬁﬁﬁ
AnndistgmnywigsisHiunUSHATES Y HANMLIYRSIN SUM SMUI: A{BHYUNS
§980s (o HIMIANUS ANUSHUISMANARBUGU]S mgﬁugﬁjjgts:mmﬁ%iﬁjﬁuméuh
Hesns SuincIEs ijﬁLﬁi'jLﬁﬁ§ﬁ.piﬁjﬁﬁ|:ﬁj“[ﬁﬁmﬁl§ﬁ‘pm’[ﬁ:w’i§£ﬂ‘ﬁ:ﬂﬂﬁf‘§fﬁjﬁ§i Wiwmy
msthigsimiprumanaiy Shmngaumisinhdgninuiun Shfaninnng hgsnian
ﬁmgwﬁ'ﬁgﬁﬁﬂﬂﬁ%ig&gtuﬁim}mﬁ‘?ﬁﬁmmﬁﬁgémé'%ﬁgﬁmgjﬁm"jmﬁgﬁm Shmnithadwnim
509 m;@ﬁljgiﬁﬂﬂﬁfgiszmimsggﬂj@ﬂﬁimﬁjlﬁﬁiﬁ‘smﬁiﬁami‘[ﬁsfﬁﬂijﬂ‘[j:dl:ﬁmi
ﬁjﬁﬁgéiﬁfﬂig%iﬁiﬁjmiﬁjsjmElﬁﬁ’[lﬂ“l

fujLtm MGG IFoeMaUsHBn AR [unsti Shm jujnGmmsmi
MAGISRENUIUINUS 9 in:hihdamAhwipsisusnndishwmtg §ipnntted

1
=}

Shdguoass msmwmhan:isgsmsinglngiiupuwganunn hesivinh o
Ml bab boomers HATEIARISIGIN:E 966D {1 96DV UIRRMSIINIYWMATISESS
wrhgsmisiA WiwmAramuismitams g wsyndspimiBsAnmiam anjussbnasm
VAT SISIMBYRIERY g1UNIAN aMUIHY DOEIM SEI)BNWE AN
ﬂjfgﬁu&jﬁs:mi’msﬁ‘jgﬁ‘pﬁjﬁﬂ'ﬁﬁs‘ﬁjjiﬂmfﬁjmmmiﬁj‘[ﬁéiﬁﬁmmﬁﬁﬂjiﬁ‘lsmmﬂﬁé“}”
o i ) :6UY (Social Class):

inn:euas enncinmisesagehi sgudaintmiviomhénfiiscusmn ubfhms
U MIsUESIAN: 9 inN: colvHAIgIR wALIUY U SIS IZoM [gnjuyR Sm
SUHAMGY yeNSTERYwARISINN: uRuBMIMSMU I MUY AM AWM

" Donnelly and Peter,2004, pp.42-43
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miganigisnnois:Aamsinua§nuisin): il sibsTunuSivaATURLY Fitnussisl
Gig:At inn:euiy am@mséiswi MIALNEIGNAYS SHANNEYSTUNUSIm IHumS
RENUIBRTINUBIV R HTRMA I O UIMUTANREENT inn:fohs GSSySigai
MSAMNBHRMANGGM S AMILIAE UM SI: 200 (RUYSMAID) INN:BEH(RNURY
ysmaitw) ipN:AyRIenBRUmIMAIL) 81 inN: QUEGINYWMRI) 9 §ig: i UHR
[EUEREgn i§mImanasinnndspi pitnsmivsivsmuin: uivibyjegumsHitts
ij589"
< [fyiing §h{§jﬁﬂi (Reference Groups and Families)
[AviguuRL aomiganainha)ishnumsmian Shufipimsinnngathihipy
NN Y PUNRCYRIBM ST Shdanftaalg GinnARyNRUUUSuMSHYM
SHAIABIME: 9 thgsninh Lﬁ:@‘ﬁmﬁﬁnﬁ]:mqmmmmmsﬁnmmﬁﬁqt&tﬁm@m
gNS SRNUINMRHMM TN TMIE Miig NUMIREY 8§nUUNG MgigiHimsn
gABIZUMNATNUR DS UTE U SUHMN: M ANMIAN: UNSOASUIEUYSIEe)E
AnnBuRudim e ﬁuﬁmﬁji’gﬂﬁﬁmﬁ USRIty Sin:hoSani: i SAMATUTNUERA
[AvERERNEhMIBANEIRERMMSHEREMARMAR gRamapsdadm Shannmmhyn
iiimes i yﬁgﬁmSﬁﬁgims SN (gnjeoyja Sanuigsmismisnmuininhing e
Ui yiUTy)ig)ach IEMEiSIEaNT (Family life cycle)41™
9.10.m SFARE R RscBAEasH{SSSHIBE5EFSCSR (Making influences on consumer
decision making )
Ujgﬁﬂlﬁg@ﬁ‘pimiﬂﬁj‘:]mim suifinigindsjn:agnunmmiripobmuagmig
[mes Shshighinmiasuisusinnm 9 mafywais§iniciy: ((OREN By MIRjORNw
Grigh) Mol:mes ﬂ'jtﬁ%’i{fj'[,m S LERY R
«  HENURIGHRIY (Product Influences)s
AnNLRAN:MISSIsHnRUIvAIHBNS jpAtnbun sanmn mnigusn 84
MNagRAND MBTMURUSTUNUSHAGIM AT junimhAtghisifmsiiintu mmcgs
Eﬁ@ﬁﬁj@nﬁmﬁmﬁgnmmiﬁamiﬁ’m iRt UROasuisighumy H8ajSN
Shémhiniuigs miRgaia sywivoHRERNIBPRukicRtng mﬁ'jﬁ'jgmﬁﬁ%ﬁmﬁﬁuﬁ
sy §ﬁm§ﬁmsmnﬁuﬁmmﬁ'ﬁaﬁnﬁmﬁ'jthﬁn"jﬁrsnﬁsw:msmnﬁ%ggﬁ@mﬂ

'2 Donnelly and Peter,2004, p.43
'3 Donnelly and Peter,2004, p.44

Seyjm = Agn M JAEm 9k INNSHMW  ANANGHSW g At



ﬁnﬁm?synﬁmijﬁgéﬁﬁﬂlﬁnj §h?9j1ﬁﬂlfgim§ﬁ§ UiURRUERGIRG
+  ®§nunly (Price Influences)s
pigisRnsn i wak:agnusilynidimadhdmh unaTuHS WwpD e
Bigs MIGESIENWMIPRRUISHAMYWRImSiE i gnuinh tmigsmwal-Mart
iupinsEwuhasigauiianfnmunpmaomniBsuhuigabmidaieinmani g
Ginsmignigsaiygaigwtss witnumSsninmidmie fgnsgmbmadashntn y
IEUNREMSHLNMNZAItY U sAnpsmMamig imuniamAihw grdimamhids
iudniniginuugygis: modmubnsumsmsinsuhwignibnigihmhinmiging
1g)6i1 |
+  REnnismij)Bpus (Promotion Influence)s
MIBPWMANGAY MIKIDSNUMIUA HAUA SHMIGIORNWHaNmINN:HNGNSHE
nuigigugridRanisdatu migahidugmamomsaamid Shidimasn 84
HAURIENIE U RIFHSIE gHGﬁﬁmifEméémimgﬁmﬁmﬁnﬁﬁ ShmiSmmAmAmA“
mﬁﬁﬁﬁﬁaﬁqﬁmﬁ'jgs;mmsﬁﬁmsdhmﬁsﬁaﬁéﬁp: Susani: S ETHRGRNINY
MIUIRRE DA SHIBIBINSS |
o FUANUUNANRORRUIUSRIE
. [pimsaiginhpaginipuitumsegnBimasah §gpumuiifgusand
[Mes émﬁ%sh§r33m§1‘qm§ti"ﬂﬁﬁjméghgmhﬁmsﬁmamjﬁmfﬁﬁﬁ
BUnG Shicuhay gﬁgﬁtﬁﬁ%gﬁ%ﬁmgmﬁmﬁémms Shigighjumn umndm
DA Tatealy |
+  REnENIgH (Place Influences):
WGAN[AIUAIHNEENT AoMIBRGIWwEUHRUMEHSEgnubEmdm ﬁ'jg:'tﬁﬁ
JESHIGNMWYWESHEMe
o sinsuizunsmuinwiguimidmisighinashiBsuiisgmeasisymid
[mesphmitaghim 84 §r\,n§§rmms'1:'1 |
> 1é1mm%ﬁmgmﬁ1mﬁiﬁqﬁ%ﬁ;mﬁﬁﬁ’jﬁﬁm‘iﬁmgmﬁmmlﬁgmﬁamﬁfghm
(Low involvement product) [RIBEESHMGHMGGEAMWIN ﬂjffgﬁiﬁl Ulegh s
ifisig s A usenhySSIGNSANI:A12128
> BOASUIHUUARRUNNRGYS §6M Nord-strom MG{HIMS§GUANIND
aﬁilﬁlmﬁhmmsﬁmmngﬁhLmﬁiﬁﬂ

* Donnelly and Peter,2004, p.45
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> IR ssiﬁnﬁmﬁmﬁm‘?ﬁmlﬁjﬁsmsmma Huishibfsiing ungh
mgji MmounmiwndmivasgmimaonBbasumsm mtsﬁjaﬁ
i‘mmﬁég ARNBEENUERPRM U ANA
9.1.¢ BENBMBENSTICEBMIa6BSSHIa55ESS( Situational influences on
consumer decision making )
REnUANSMNMGEIMSANGRNMAMIS U SIE T sinah M Gim:inm
inn Suénighismirumnisumsigniuinm Sampigighibmnufiiunugujg isini
ansmnismim pushHsiss§nansmnEimshinnd ﬁgnmgﬁmszémmims%ﬁ
WHGH IR ymicsipsdamvd modhmesunistibmiusbntu Shtn
< upnn:RoagugunRtlasn) Shuaganismnmiiuig uEnn:ElaRusik
isgumsimunSaniay Shands miguind anigih fis n§ mmamn Saminnng
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'S Donnelly and Peter,2004, p.45
' Donnelly and Peter,2004, pp.45-47
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9. & ngdganiasmeesi$sisasu@SCe (Psychological influences on
consumer decision making )
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AmainS i AGinn:SufAsOaR(Product Knowledge) S8mMig RGSHiABMinkm
(Product Involvment)®]
o GinN:SHaASOHS(Product Knowledge)?
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7 Donnelly and Peter,2004, p.47
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9105 M5B EBHIBasBHSTS (Consumer decision making )
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'8 Donnelly and Peter,2004, p.48
'® Donnelly and Peter,2004, p.48
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9.0 zeszszsﬁ:smﬁ:s&ssigsmsassas&ss-sassee (The Consumer decision-Making

Process)

anmuignIwASgEHan Y ey 8l RignanjFgIIGAG UiURRUERGIRG
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a o
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mngu |
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({U7if1% Donnelly and Peter,2004, p.48)

Anndngimi teghintijsog MINHTY Moo MNP
Need Alternative Y Gm migen
, > > . > M
recogntion search Alternation Purchase Postpurchase
evaluation decision evaluation

«  HRNHR{YIMI (Need recogntion) 3
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juing 4 apimigmnigpispuanntishinitunpimidhnsssinmbng numnhivy
i8: menpimigRig)adhuSmyun sapumnbngnin |
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H{HIMI (Esteem needs) H{EIMISINIS S ANBHIMIUENTMINIERE W ShY
AfenessGim:ygngie (mimingsh) Shmuminhnmnasinnsis mi‘iﬂr\,ﬂﬁﬁé;&ﬁﬁgi
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« iyhintiyBeg (Alternative search)
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20 Donnelly and Peter,2004, pp.47- 48

Seyjm = Agn M JAEm oc INNSHMW  ANANGHSW g At



ananigniwnBgitianyry Suignanianrughy UiURRUERGIRG
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! Donnelly and Peter,2004, p.49
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3 mmum%gmmmm@m (Postpurchase evaluatioln) 3
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22 Donnelly and Peter,2004, p.50
2 Donnelly and Peter,2004, p.51
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9.m IS eI BEREAMNSEST (Market Targeting)
MIMAGINNAGENT MSUMMEBMmgigmaisSinnndipiywy Sim:ui)s
e sipinifiusfopobnslibdgsistinnndgi sl snshnndwmniuiwin
urmAgisinnARpIgwamizuyigng uv]snsHIBHW Weanygwansiamy
wganrghanagipuitungsms
& WEANBKIFMAURIGASRNIMIUI (Undifferentiated Marketing): [iBU]S fUHE
SndswndagnmhAtim: mngesmisHinnnnp WAwGLRkSENISHYNL Hywm
Eﬁﬁm&gtﬁazmﬁ'j% Shy ?ﬁmlﬁgtszsﬁgjmsggmtﬁj igGam Wy (Cost economies)
1 1gROHEURG (narrow product line) IRJiGEAMLEGRRYUSHE Shmilntms
101 UigiianjansspipausyeSamipraiimanginm u
& wganjngmiuRisnEspRmIE (Differentiated Marketing ) {fBUISAIHGWN
Sinnagspumuiiygwess iwwiussdasumtinwigirimsim:sinnad s
imeuiityg g Hanjansnosigminmfsigly digmouiiismisamui
19 uls g:fugsms masinnndgpissinnmnmuiwmnsguintbngn
iLﬁSHBﬁﬂljfﬁﬂﬂ‘ﬁéﬁﬁﬁm:"l [ABUIS M GHRVAEN INWMIMBUSW B
Ribntemetgsiv yulintgsuitusituinmdahnsbnsuywIemsiBs
& WA ISHOERIMUTHMAMNA (Concentrated Marketing) ¢ jBU]SBIU
warGinnagsn Wutywyl ytisuamsinnnéspispinsmasinnmsiw
amgunyivviSIBSIgMSMItINMBRg R HASES Shmsudimngal tigh
mSuIlsumSstihin
9.¢ FUARNSESLARLRS (Market Positioning)
mifAnaGui§n meismomemm #pnd: mdlnARuMIROasn Shtumidipi
(Product Position and Market Positioning) Ujgﬁﬂlfngﬁﬁiﬁ[LﬂﬁﬁUﬂi@ﬁpi (Positioning
Strategy) Mt fuliay éhmsﬁsigéwgﬁﬂwﬁmﬁﬁmsﬁﬁp: (Choosing and Implementing a
positioning Strategy) 1
9.¢.9 MIBERNETHNISBHESRS SSCHuIIRS
mifinnatuislasu Satuidsni pomsivhicnmfifs mifinndtuisontn
(Product Position) SUMIGANSASUNERNI (Market Positioning)

2 ARG G A, W09E-VOWO, fifnFs * mimnsinnAGs magEcofeodgprmus Samisnnasums -
g &-90
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MIRANBRUIGIDHASI (Product Position ) Atiu] Uik usBRSUINSAANGIEN

natsymBim s wigmeibugnn: agfivesn g N sSwHRNASRIBRRUIMSHA
mhusipsSnuasHAstsyRiimasEh WiﬁmiﬁmSMiLiﬂﬁiﬁjﬁiﬂéﬁﬁEﬁ‘ﬁiﬁ FUTUROHATURE

{inHe

MIRNNHRISRNI (Market Positioning ) Afmifinndtui§gpinumaigSuinsmi

sumisiiagicumis UM s HRUIINGS (AGINNM) Sim:sdnsusighdspnm i
umsifaiog Sweswying)s mifnnasudsn %mmmiﬁﬁﬁmﬁﬁ'mm smj]ﬁng:
GiN:RIUaRUYW éamsmi]tmg:ﬁim: Marketing mix (UHE

9.4 1o wsgenjEsiemIRRIESHIRRRS (Positioning Strategies )

HA Marketing mmﬁsmﬁmgmlﬁg&gmfﬁ% sismifnnatuId G
ROARUMNGHITANASNIHNWIRAIT RN : AERMANAY 8911000 Ford
Festival BRWMANGAEHNGYESIUY Saab §jpipwitpivimitumspagmn
ROaS UM GHIAANGSNIHWIERSITHAUIN S SR URORE UM GE UL
UG GRPIMALUR AR UMGTINMINW gNUIAN Crest reduces
cavities, Aim tastes good

soatumsinsfnndtuHpsungiigme Ismndimai guninh igligial
Gatorade HIG{FINSANNARNINIAG: ONGAGNAHANURYIZ UM SUINMMEA
G4 igliginn hnopitnnasuIirsg IR UEHDIm AN UEEU AN MG MUGULM
gminasneHs

BURS UG GEHIHANASUNERN SHERURWBIRREN AT 2OUUAN 2 In ads
for their personal computers, Compaq and Tendy have directly compared their
products with IBM personal computers, in its famous * We are number two, so we try
harder” campaign, Avis successfully positioned itself against larger Hertz 1
ROARUYWHGEIRANASNNGM AERUREIUIEY (A product may also be positioned
away from competitions 1 1NIAN 7-up MSANNBRVMUAIZSIGMAHARUFR[UITY
INWEMBMS Caffeine XU BIMGEAMARHASM iSimag: Zsoft drink) 1
BGHIM BUARUMGEHINSIHANNG SUIGEN INWURnm Samanisbngn
I3 J (different product classes )ﬂammm‘h some margarines are positioned against
butter, others against cooking oils. Camay hand soap is positioned with bath oils

rather than with soap®
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9.é.m M asiasRemisgsgRugan ARG C|IRERRS (Choosing and
Implementing a positioning strategy )
< MiAGISMIANNARUNEGNIBIS M BUNS:
frmifcunmii gpsmnpitigwsss iMuuamupsispimuinuguiguig)s
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Aonmigtil sAmERUILNSS( gpumnpiny) iwaigs Aouamighibugan: i sis
SHUMNUIthY WY §ﬁﬁmiﬂm19ﬁﬁjﬂj§mniﬁﬁiaﬁlﬁﬁu‘glﬁfﬁﬁfﬁﬂﬁ—ﬂﬁﬁS:iL‘Tj‘ﬁﬁLﬂ?ﬁﬁiUf{i
nAiEg nisupssmSiFufutiidipinmywitie [pstlsi:pinnnimsm
fuiifiyje ifdst SMRnitn:En HESHSIMUEHIUNIZS Y Marketing mix SINHASU
{Avy) S‘[,ﬁﬁﬁﬁgllgﬁﬂﬁﬁjgﬁﬂlﬁgﬁiﬂi@ﬁpﬁﬁﬁﬁ%g‘l ﬁmsﬁ%\p:mﬁmﬁwm&gmmmmn
GREsANES BSiusimsinmiSunwihwmminginsig <
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thriinfiuss Athuamuamizumsaifgmsiiwitupsrismshrnmai
I yWMSE TN MG ARIMIUATHESE SIm T 428
tunfihdonsmajceons 9z SN (Product) MY (Price) §Mi (Place) 81
MIRJEHNLI (Promotion) 1
9.%.9 SBHESBRS (Product)
seontn Am 680 ulnay 1 Wiwsoasumuisgimnwiaann oysitin
GinmEmeisusisssmumimuiwmidima miSmEhmhyasa wnhmusansm
ig:3UnanuR hifinutinmianasts iupumums: Accessories, Packaging, and
Service 17 tmqmn"jﬁﬁmmsénmﬁfims'j@ﬁma u

2 ANANGI §NW AY, W09€-80Wo, finEs » mimatinnAdtm miicinEsprmeu Samidnnatuni -
i ov-9d

® ARG §NW A, W09E-VOWO, HNATY WgAN|RY SitSAI Marketing” §fi§d

27 Donnelly and Peter,2004, p.83
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i IMUASHISHUHENI(Product Ideas)
IMUASHISRURRL BSEom: supinSSRMRRL Fanmn ILﬁ]hUcSﬂffj
midigiaminns) Shjpugnwnibnnn 9%
2. Miffificugn ytdum (Branding)
minam U Wium msSwhmhmufini: mjeue) (term) (ION (Symbol) Y
iWusaga ymmisfmn: i §Saamemnsuugidtiugnn yuinmisbnsue;
grufinguRRuithiuasgs 9 NvmsHnam gmgﬂ:ué'ﬂﬁ (brand name) RIAUENINANGAY
(trade mark) §ﬁmﬁpmﬁﬁ%gigjﬁ%smsﬁqnﬁﬁﬁﬁﬁjﬁﬁm g/

< it (Brand Name)3
Toyota, Apple, Sony and Google*“]

o RRRENMINGAY (Trade Mark): BMMAIIHEUUENT WISHEMIMA] 88K
(symbols) URRIEMEATNN (marks) IRUMSTn:puuGpUiantsmingny ajnd
DIMEENWRBUISYWY  NAIMANAY  (service mark) BZGEMSUHAIIN
mengRy wbRiukinfromihagsligiilishAginugue 92

B. MNGZU (Packaging)

miiGgy Bmungmaismiut Shmisdngumnngrshs unMUEunG
RORtUYWw AU yguRinngashsmsipuns usdhin)« U,{im 1Y ANAMUGYHN
JURIRFURRIY (product's primalry container) BEMUNMIRUEANGE S a0iGM UL
Colgate fuU§ i ﬁmﬁmﬁﬁgm'jﬁsjfﬁmmimﬁmmmmfﬁm;m?ﬁﬁ iudingd (guAinh
[BHOTIN AT ATIIRUERTNY Colgate) 4 [fuUGHIMW AmAMUityRnnmsitusns
FIUMITANG S M Uqﬁﬁuﬁwmﬁﬁﬁﬁm@méém Suifivjintms (amummh [UHD
miguiahigumsugan:mImitiwgptnig) Colgate S8 D) é@ﬁ (labeling) &S
%ﬁmﬁjﬁﬁﬁﬁsm"jﬁmﬁﬁmigﬁ&gtﬁismﬁiﬁgﬁiﬁm u

MIGEUMGMANSSNMIRIORNLY (promotion), MIMIMI (protecting) 8MIif
GJ{UIE0I (enhance product) GitN:RFGREII
. MM (Warranty)

MM ANMIENAMIISNH AN UEHATT MIMQNSUHNGIEuYERURSNAD

ﬁﬂjﬁﬁﬂﬁﬁﬁjgs 9

PENjANGI] §NW AR, W09 E-VOWO, i a-nmismafitsmitntutim: g8 Simwunny- §iigo
® ARG §NW A, W09&-VOVO, nREc-Amismufiismitlntusin:§8w Smwunny- §iifoo
* ANANGY §NW AR, W09€-BoWo, fnc-nmismufiismitbatudin:é8m Suwnny §Mhifon

8egpe ¢ AOD M §Hm bE INNSHMW  ANANGHSW g At
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< MIMNGIFENWDIGIEN Marketing mix ¢ {fivt]sg:fmimsuiiyfifejudisn
MINANENIS Marketing mix IUATRTEY OMAUGHDREU JMiUNAYENSHAN
MANZEUEHBNTAIANY UIUEES AU SITR DRt UMSUM

«  MIMUNRY : mimEfiuhagHitRsmsuian:Mgig! iumuigmwy
iByfOnun SWRNIHAGHSY MIBUIMIMQGIM IUNAYINSHSAWSATHY MM
Ginssinsuuigy

< MIMEMIMORURRUSIERUARIESH 3 igismimQRUnRuRHim St
phmgistUnR Uit UHASESIHIGAMWY AMiS: S mlﬁﬁtﬁsgzgmmﬁ{ﬁsms
M I3y U SISRIGAR UYWMGUMNUIEm S U aiglidns nug uisa
gtiliajaug udigBsuUiG mmﬁgﬂuﬁﬁﬁﬁs‘iﬁ UGH M SMIMIMIRYUIEDT ymi
mImaBsEivAnwUiguSim:MINgINUMIMS yRgasspicshay ™

9.&19 &8 (Price)

imuiiAnndigainiomi Shdnouhywimmuis §hnr ShnBnuaviis
imuiAnnfgainuaAGImMSGNs fignamuisifnniigis:nssgnuiwiinigid
mustnmwshinnalg Suifianjaisugidifighonsig®

imuEisMIsnN gy SR SIRM INUINMISISANsRIM LS

f. smpiEifinnsigaiansiinsmityg anfagdim:miianeig (Objectives Should Guide
Strategy Planning for price)
< iUl S SHighRmMAGINN (Profit Oriented Objectives)
o immuiEifandigisuihaubsanuimasiunmisumE i (A target return
objectives)

A target return objectives MSENMGMGIRBHMAMNASIMAGIANMISUim i
Y SSRIMAGING [HitnsummAmmatuisyunsiditng ysnnuisminifid
RURRRUNAGESGH Motorola MGENAGMIMUIEIGWE 9% iS{mAGANUAMISINE
et Safeway 84 gistpiGiSuiieig)nf 9% isGANUAMINIA (one percent return on
sales) 1

o  HARUENG M SIncAMSIMAGINMIRHILY]

HARUERg MsTnsmsinshmsimAGinnMminunm By yrsiygd gRnmSiE
SR SMAGING iHumgimnatishuasyivils witwsgensils (Stockholders) it]]
A1 ZSMSIHMENIYWT

S R[ANEIY §NW A, W09€-VoVD, nREc-Amismifinsminmntusin:§8 Smwnny §fhifoc-oe
? AN[ANGI] §NW AR, WO9E-VOWO, HHAT NS Samuiidnnsig- §fioa

Seyjm = Agn M JAEm bt INNSHMW  ANANGHSW g At



ananigniwnBgitianyry Suignanianrughy UiURRUERGIRG

« imuEiuRsAGinnmEivie
muidluRamasinnmuiviné ghinimasinnmejmsiBsizumnsifisims
imulis:imsurnAS monnkimgidyjingmssanuimigitnagmsmoiuin
(A rapid return on investment)1*
< imisiesshighnminu
imuilinsishiginminus lglunnEnishamut masanufimis uysinnm
SrprnwdsnighinimASinng
. mufisigiismihssoimsmsSwhmsimaGinmySsis
HRAvERg Ry UG Amifsigiaismiud humASinnm« grindns mifsigi
Ismirsh inhinungimAsinnmiBs MIRRUUIS I BULM LB SUMINUTE UG
samuisvtsifsigiumtanuimintg antinghig:msmAGMAGIANMIS
msmifsigiaisMirunAfi
o muElimhaibsinnaggn HinmSws
[ststhnfsagsingunggrugimsgisinnndngnig  waosibpviisywmssinng
Gripiti  (puiNsiMonSiEAgRNsuhuvamyRuRapithivasgsy whafis:ig
isjﬁmEgiﬂﬁwm;ﬁtﬁmﬁ%unﬁéﬁyssUﬁ&LﬁHiﬁsmsmgnﬂ:mwwmmﬁm;ﬁuﬂﬁ Sui{mA
SinnMipig e sABaHRUmNYIS T
« imEitnndsigsighansmmsisinn (Status Quo pricing Objectives)
. Don't rock the bolat objectives
umgRELERRUuInmSahywsinnaisn SumASinNM UGUSMSHSBEWHA

&
1

) b

imuiidnndaigisinhansmnigisisn imauissesuimifinnaig inusigsans

o

(Don't rock the pricing boat objectives) 9 URMHARUARMGEINWR OMHAGAIFE]NS

u =]

1 o

imnaiguonmmIpRnin g onhmipgapion g migadshaumitansigitn
S1G]GANGIUARMSUIGRN: MFIFIGERYW mmfﬁm@ﬁpiﬁngﬁﬁqmﬁmﬁusmja (This don't
rockthe boat thinking is most common when the total market is not growing) 1

o MUASHmpRRpithhwssihmUmiIAun g

im thﬁmﬁigimwﬁgsmmﬁfﬁ UM BMIGNYwiswganhwbaiugingu
B sugan:NuH swimm s omgibmipRnpishizussihmbnignm
MeAgMNNWRSIRMYW Y iifsis Ps mhuhwniglileiy (orice)9 IBUS Internet
gsAnNLuND gﬁtﬁmﬁmﬁﬁmmmmmﬁ@:ﬁ%g W WISHEMGIAM SIMAGINMMSZH

® ARG §NW A, W09E-VOWO, HNAAMMUSIENGIW Smuifaniig- §ii§od-09
* ARG §NW AR, WO9E-V0WO, HHAG NS Samuiidnnsig- §figos
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ﬁnﬁm?synﬁmijﬁgéﬁﬁﬂlﬁnj §h?9j1ﬁﬂlfgim§ﬁ§ UiURRUERGIRG
Avianiisisniitns Miginmisnupvismissgrumsuinanisminhgsitun
ity pREggUANIS ShtssuuRN MU AMy R MIURRUiNh 9%
2. IMUSIINWHRMIHANTIY |
& IMUSHNNWANNEHSMAUBIUS (Price Flexibilty Policies)
IMUSIENNWALNAZIRYW DSSWHFNIE ydnnMginywsom pvHASES
Aunasid s mIMnasuisighansMNEom WwsighuinAngom« v SHIBIGME
iBs yhimmusiunm mﬁmﬁ%g%ﬁi—gm iﬁﬁjﬁjmsmgnﬁ:ﬁjﬁiﬁjﬁﬁmimﬁﬁéﬁﬁg SIS
RN S SMARSINMBHAGESIVAIZS |
. imEusummwﬁmﬁigfﬁ&msmgmzﬁﬁ%s (Flexible Price Policy)
IMUSIENMWALNAG IE UM SN :uiiusn s SWRMMIGAEURGUELE
ShuTnangomigHASEshywmygum«
> MIRANMGIEIRNIST databases MGIFEMIAANMGIHUMSUIHAN:URTUS
MNW{RJEU (Pricing databases make flexible pricing easier)*]
> gRuAnGingumgisibigizudnnfinwynpanuitt §nfagshm
yHAtHS ShugmaismimGuaHRSES
> MIUMEBiGSInaSIGiMAGIANMMAG: (too much price-cutting erodes
profitsl)“li;i‘ﬁﬁELmﬁ A HSMMAGMIVN:MYMWM sNU Ailhis: 6
Sh{MAGINMEAG: |
> gAMuiismIAnNfigitumnsugan:uiius : mifnnMigisuwmsugan:

UHUSMISHANTURY HAGESAMYASUShHRRssgmMSHYNUMNIE
[mAghBsuunwim g9 minig Mo s s NasFHUAMMIGH
DIt |
< imustunnuisminErmimanfgiehligRint
pRpvERSURiREuEaNS SNy s MGMIMUSINMWHEH gyWw
pRviEhwiang ishouigunmagugadsn  griEgihmomsiginnSsdnasudys
GrURlGRNI (set introductory prices) mﬁéﬂsﬁgnmnﬁ:mmﬁm W MERIEEEEIR
ﬁigﬁigﬁ'jmﬁ SUY iR GKNiY
o MiAANHigg YRS unEimMIsim:IgeaT (Scamming pricing — feeling out

demand at a high price)

* ARG §NW AR, W09E-VOVO, HRREMIMUSILNMW Smmurifnnmg- §fhfon-oc
* AN[ANBI] §NW AR, WO9E-VOWO, HHATIMIUSINML SamuilAnnsig- §84i§90-99
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IMUSIINMWIGgRINNUNBIARRRYEgensIand i stadnniisigpminiyimi)
yelumetnniufigindtnsia mat’a@f\,nﬁ OHR iﬁm‘iﬁmigtyﬁqmﬁ WSS S MINuig
ifi91gji g MIRUAIESES (Skimming) MGURSIMAGIANMHFUIISIFAEAMAMUiN s
gensuigl§an Sin:slnsuidimndms mﬁtmmlﬁﬁ?sﬁmsﬁnﬁlﬁﬁmﬁgmﬁﬁqs u
waisibnasnstsivsthynanAlimimag:isaigs miufmggodmsiuuntStnit inm
i unduss i Ol spiigpmuniEmic INUg MSAIRMNZ A IWRNUIRUMYW
gerinuHitts movdiumuinunounug:ny positnsmisims1®

o MIUMIBSEIMISHNTHS (Skimminglhas critics)

HAT:AS S MSEINARUS UNAvTSHRAFNNUNEMAIGE [MAGIANM
nAvIWIBm M st wgasishiluumElnsug sisumnssuinniohs
SANIANFEHUMWUSWUHMIMI (RFAMIMI) (a patent-protected) gﬁml«hﬂmﬁ?ﬁ (life-
saving drug) gmgﬁism%ﬁmmﬁmﬁségﬁ FUEAM (a technique that increase crop yields) 4
gRgingnwmidsisupimisbnsugininmoismsnwiiyidmis ugnn:is:Ammi
[nwnigunt gy isithuhsamiwhhugnunigsgisiposituampvi st
msmibngndanumiunusiiundsw Sunumindigiilintnus

. ﬁig@%q:mﬁfzjtmﬁﬁmimi (Pricelmoves down the demand curve)

IMUSIINMWIGZAS (Skimming policy) thgigimangSumium:aiybinInufigm
UYL GRS ighinuis mfggwﬁq:mmﬁ,sm%mmmfﬁ;ﬁiﬁﬁ'ﬁmmmiméﬂ iU‘llﬁ
BigwIshin Ui URB AN MAG: MUIgIMUR{EIMI new place product §4 promotion

v

i
i

Bl

policiesH GIFIMIBNINT“1

o MIAANHIGIHYGUERNIMGUANSUTNANESHRMESU (Penetration Pricing-
Get volume at a low price) |

IMUSIENMWBANNSE iS4jguggpinpunsuARUnsuah NIy LUy Ny
quingw ifanjaismemifanuiimn mmfﬁméﬁpmjlmﬁéﬁ@ﬁgfii (elite market)
NSEIGG ERNICVINUHRRIAGES (elite market) At FRNIUTNUHASIMGNWAMIK TS
B9 MIVATR UM SHIYZE Y imuSitMwANAigiEsigu§gp msinwmsupan:
QAN gt wasibuifinuuinianifs Sungigtamw v Wi gAGM{HRNS
(economics of scale) 1 tmy{jsmﬂmmﬁmﬁig iBgigrudgpinsmhmimnt osiSipvils
%ﬁammsmqmﬁmagﬁagmssm:tnmgﬁ@fjﬁﬁmﬁmmimsﬁﬁﬁjﬁﬁmimgﬁé@m

7 ARG §NW AR, WO9E-VOWO, HHAE NS Samuiidnndig- §fhidow-om
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o miAnNAgEhwUM O Ui gisidnmamuinnSislns i nn
(Introductory pricing deéling — temporary price cuts)

IBNUMGNANMHASES T WNHHIGIUIW marketers indimiimitnndniginns
gonsuispinumsSws chmivm:mignuinuZidyspmsontudislFon SutEm
GjHASHSANANRB ARSI Gt amfin ABSIMAjU My
(temporary price) MNYWHENMIAANHGIELGIERNI (low penetration pricels)“l issmium:
myiwinuganmdumymuishnuisudamamuinngisdns g Egpimnsgusa Wit
uUERsEethHBsasmu Shupetadmuiig)amywmyngm

HAURRUIERIRUMSENG (established competitors) BS{IABHERMIVIN BigIt:
INIBIS BnuamItnIs :Ssiusit Ny yfgsagmithatwgitinn ﬁiéaﬁmﬁﬁ
ishgghmiugeaigiwnugistamamuinnHsbatuigiSipimhywsh mivg:aly
i ﬁjgmfﬁg S (short-term sale price) i eHisteisigms EfiﬁiﬁWiS’fﬁfgﬁiiﬁjﬁiGjﬁ“l

i) méiuﬂmmﬁlﬁﬁigmjﬁ@imfjﬁgg"mun‘ms;q (Different price — level policies
through the channel)igig Ui mmﬁmﬁfkm wndmsinauammaianAisnuius i8]
GJISIMATINNM 9 §NUNIAN tsrﬁﬁﬁsgﬂﬁ%ﬁmmsr&mﬁﬁmmlﬁtﬁ?imamﬁjﬁmfﬁﬁmﬁ
ANNAIENUDUERUANUISRINUIEUUAE ORI SSIHRUANW GigigeHRuANt
Rgingg IR ERpndufibnEnbaEnUANIIUATZS Gt meUMIARIRRUATZS
ﬁer:aﬁmﬁnmgﬁﬁim:mﬁsgmmsmﬁﬁnﬁmgﬁ}‘; )

o figuwishiywnomeignuigilBnBafnndis (The price of money may
affect the price level) iSIaRigAES I BRAANEAMIAANHIGRORGIVAIRY
NSyt ﬁ%gﬁ%gmwism'ﬁ&gmﬁm shPastysRiE mhwinuiaaigSuiais
g auiieg)nv®

< IMUSIENMWUAG:

20
olo
(=

3
bl
=

(=
=
3,

bland

(Discount policies reductions from list
prices)

minuAn:s Amhmivmaghudags g wEnufieigns misnphin:uiye

mitnbnfing: ggnﬁaamsﬁ%u‘“jﬁﬁg:ﬂ msmﬁq:%gmﬁmsﬁm:mmﬂﬁéimgﬁ%ﬁsmi

g ey

* AN[ANGI] §NW AR, WO9E-VOWO, HHAT NS SamuiiAnnsig- §fifo9-9d
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S =]

o MiUAGgHMESwIlUTMANS M winsnnedmuimnniis (Quantity discount
encourage volume buying)

D .9 1 ol

MIAGASHFSWIGUTMANG M (Quantity discount) ANMIRLHAGIGIE UG GEEE]

[3Y (2]
k)

iﬂ?ﬁ@‘ﬁﬁﬁﬁﬁﬁ’ﬁS@Fﬂ‘ﬁhﬁ?ﬁmﬂiiﬁsﬂ UERN:IS S HSINHBIHAUAGGIUM SIS SisAgmI
SSMIasHRGM Ui yeiniinélmgneigyndn ymaugwigsamewsims mmﬁﬁms U
MIuA YAMAUSUAGSEAMIISINHAS: 9 MiAgigHswituinanwmsiing: it
GAGHRSwIBUTANSMURARE (Cumulative quantity discounts) SHMIEIIAG:E MGty
IOUTNANBSYA{EH (noncumulative quantity discounts)
> MIuAGE MEpswilbuTnang mURATES (Cumulative quantity discount)
HeinGim: MG MauAgRINUGUGYWEsHywiviw thgigimig:igsh
ifisighigiin s T anis wmsEmifisiging miuAg:igmpdwid
s angmynpaulndnty 6§ mubigmhwmAuguigEAmwIvHES
sstun:miGmuiguiinigiigpug)anshumpomuiiviuilingmsmmas
A ShdofdshitumshughywHAtNs
> MIUAG:S MESwibuTnnnSSyREE (Noncommutative quantity discount)
nsimsliinmiugmEmuh g mirvhs:gis:bnéndngmsmiunsmids
tigmesmimaAngiugRuAERSMutHmMIG Mk 7ig:
o MIUAGGHRSWIBIGIMA (Seasonal discount)
> miuAgsigHmpdwibimumosig d mmsiuias (Seasonal discount buy
sooner)

k) 9 U

MIuAGIgHESwIbigimuimminfnis inugaieyndm ity musagimi

o a0
U v 9

Ul j iupime WO SIOEIDm N RBERT MIUAGIGIUUIS NS SINIH UL
§rgdmejmsifisisimuunmmicRow u
o UFANISMIGHARMMIGIGITANGIMAMBRMGMIE 18 NS (Payment terms
and cash discounts set payment dates)
> Net 1SSWROMIgNAGIM MY GUINwuEg RN (Net means
that payment for the face value of the invoice is due immediately) 1 UL
19:10RUg: Uil net10 197 net30 1RSSR AANIGHHRZATINURIAUNIST
Al 10y 30 isigGubinwupamigigubansima (Cash discounts) Bmi
i}m:‘igiﬁajm"jﬁéﬁﬁ‘gsjﬁém@JmﬁLmﬁfs?ﬁwULﬁ@Jmﬁstﬁmﬂ 2/10, net30
méémmaﬁmmﬁsgmmsmm:ﬁ%g W% ISHIYHIGINWUH [Uiosid
INWUEISIEgHN(URMAISIgRAgHNN 101G SHsmEINM G0
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INWUTAEIR AN ygnanRigRinm 30159 hgishinwuipigims
UM A gtﬁn'jmmilmﬁéﬁmiﬁﬁﬁrbmﬁéwﬁﬁ 30 i inuedihwSsAnmi
A4 u
o migsigiglimiginpnitswivauninghuumicRnWwiEiGighmeans
(Trade discounts often are set by tradition |
Trade (functional) discount Bfhmiu:aigfiudaigituEiisigrominpghunm
MiGAGHUUBIM: MRS UNRIENSHSIY SN ﬁrfjﬁﬁmmﬁgsrﬁﬁmaﬁmﬁnméj trade
discount 3% ﬁﬁrﬁﬁiymﬁnmtﬁ&ﬁmﬁémﬁmirﬁémm%saamimﬁnméﬁmﬁsgmms
[MAGINM
o miﬂjﬁﬁiﬁjﬁjﬁrpzﬁfgﬂﬁtmmg (Special sales reduce list prices-temporarily)
igrufifiaiag ﬁmmlﬁrp:ﬁiigmn@:mmgﬁﬁrjmigﬂ migsgismiufnicua wingn
SagSMIGMuE I Hﬁﬁ?ﬂiifs]ﬁ ifgjegrumsmig:igisminsnfiiun HEBESHImUH
MNEBIY] YEUB{ouinugmins §m wiwgwighim Qmn{EidminuyRuAsanuhg ms
FURREURURAGE) marketing managers suﬁﬁmyt'mmtﬁmﬁﬁmi'ﬁiﬁmtméﬁu‘?mmﬁﬁ@ﬁﬁm
BT IWESCIMGYIG AN{AY marketing MYIUENS T HNUIAN FRANW MAMGIHMI
wAssighivaigonnu§iitusiviiBsuilsifimumypnauisiwasumamgh a4
> mitnnaigeupcls Athmitnnaufmyausggmi mppdudmins
fiieusy Gaaiy (discount) UIMAMIIG] (allowance) 1 §igi8uiSsidim aoifi
ANAIS I
< IMUSINWRLTIAMGEGAUHY (Alowance policies — off list prices)
MIRGIMAME] (allowance) SEIMILINSIG (discount) {FIFIGHASE SGUML U
HABNS qmmﬁﬁgﬁmnmm%ﬁﬁmmétm:mslﬁﬁ{mh@waﬁgﬁg& UHAS G UREAN:AE
mﬁmgmﬁaﬁgﬁg@%“}
o IMAMAGHETHRNIMANGHY (Advertising Allowance)
ﬁmmmm"ﬁiﬁﬁEiiiﬂ@jmﬁtﬁsmﬁhunmmiﬁﬁmmiﬁﬁjﬁjﬁéﬁﬁﬁnmﬁ GIRNLW
meNGAY URORPWRITRSUILIHREREMSINOUSIUUZS T 8WAN Sony MSFIUMA
Migj3% ISMPUMSIGHRIUANWILAIZS mmssgmﬁﬁim Sony ITMBIHAIANWILAIEGS
ShsnmuimAmaenssighmupuisigbusuang -

* AN[ANGI] §NW AR, WO9E-VOWO, HHAT NS Samuiidansig- §0igon-uy
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o IMAMBEHTHAIRERM (Stocking Allowance: Slotting Allowance)

Lmﬁmﬁ@jiﬁﬁjﬁgﬁéér\,n AgaseisingmramMuityjsgrumssnigumAmuua
¢8m gninh ﬁﬁﬁﬁiﬁﬁgmmlmﬁ gééméﬁﬁsﬁﬁigimﬁwmﬁyaétémﬁﬁjggmms
AIgUINAMNUAR AR UG UEST uamENISIRUMSHS: BURIgUMRUARIHRGLE
Lﬁﬁ?mﬁaﬁgﬁg&éﬁgmmsgm%ﬁnﬁmsﬁnmm SuuMEAw« hywh|mAMAE]
(allowance) ENI{BSALMAAMUMES UM SIMAGINMUISHIN:MEOHEUEEAIG]UH
i UNH WIS rfjﬁﬁ;mﬁU&Lmﬁﬁtm 5

o [MAGHMG]FURKIESR (PMS-Push for cash)

[MASHMEIFUARIGESTI INUZSIUTIR PMS or Spiffs (i FUGIFIUAMMHAIANG
intwsnn ygnutdityuanvgigignunéimenginittsisimuimiainnisiuiuy
URgSMUIAgg: 9 MANHEMERGRsuimsfsim:miuAslnE s slnsumun
MGWHH YRMUHZUWRMASIANMEEY 85 101IAN HAUASSMANUNRMGEGU{MA
5% UIHGIM:MIFUAS] Panasonic DVD recorder meﬁqmtmjm |

o AMAGESfN: S Oas ity wEGRRG (Trade-in allowance)

Trade — in allowance BMIUEN:MEGIM:MIGMIOHRUG htwRsdnsitn
i} siungigHRUAE mm%gﬁi—guﬁsmi'gu NHGIM:BORBIGIN: 9%

9.%.0n FSESHNBIWHSRS ( Place — Channel of Distribution)

UAMMISMATANWHEGRG L AHunNivsHRMNmuit:gruttons sl
Gripr Shyandimes vigshipvilsg :tLﬁUn,{n'rwn%smﬁﬁﬁm whflifs BAMMIGATIWE
(Direct Channel) SUUAMMIGAGUUBSHAS (Indirect Channel)!

< UMMIGAGIUEAS (Direct Channel) MIFUARURRUIFIFRNIG A EwBigNmL

I 956 s MEFIANIEHA5(Direct mail) MIBJYRNWAGYL (Telemarketing) Mt

EOHMNRN WM ANGAYIN W A (Direct-action advertising) MILAMBUMNWY

RORR (Catalog selling) mimﬁmﬁﬁqnmiejmﬁ (cable selling) ﬁ]mjﬁﬁ]i:iﬁﬂam

MUY (Online selling) SIMIAMBMIUINMISIRAGEMNHRGHS (Direct selling

through demonstration)] 31WNIAN Geteway 2000 URATNJET MBI IGIANTEN NS

igIHASH SIN B S SMIPALMAMATIG u

< UAMMIBAWSSHs (Indirgct Channel) ARNURMMMIAROARIFIGHATHS

WD AUMAM UYL UWSSI8NUNINN Hewlett-Packard FUfi §1j§1 81

ﬁm‘jsiﬁsmﬁsu;::jﬁmﬁnm fMYIt: Best Buy 81 Office Max*1 iﬂﬁﬁlﬁﬁrﬁﬁ';j]ga’]ﬁ'j

© AN[ANGI] §RW AR, WO9E-VOWO, HHAT NS Samuiidnnsig- §Aifum-ve

Seyjm = Agn M JAEm me INNSHMW  ANANGHSW g At



ananigniwnBgitianyry Suignanianrughy UiUiRTRUTES G

Y
ANWUARIGIE] HRUAT UQUBRERUAS UAUSISIGHRUANIIG)S WItIHAUH
NwURUgigigHASEsyMTimATI
9.9 {RBMIBIHIYRGS
9.5.9 Sussusiemisioupes
migjnEpw Achmi§snngsiiyjegumsnfmsihgnd Sugnsmi
EUMSAI gmqmaﬁﬁigigjﬁimgﬁﬁnrm mifigfmssgniglibnnoingndm 1+

fUBS

b

9.0.0 %sﬂsmi&sjamsﬁjgﬁg@ssg: (The Promotion Mix Strategy )
{FasismitinBnwoiy: SuhmeliGmigRumum mamignésuthunn s
%ﬁsmqgmmf{jmmﬁjs%ﬁmmsasfﬁégigﬁmmimﬁqmmﬁmﬁﬂ MIRORNIWGIH: B8
mefioinuahigums qgﬁnﬂﬁmglﬁﬁlismiémﬁéSﬁﬁsiﬁsmﬁiw:ugm Shywsans
19]ﬁm891353é1ﬁim:u§m goitumsuinmisiiumndm
umngm: mSuNAL HanyiSMIRIENWGH: (The promotion Mix Method)

)
({UFA ¢ Donnelly and Peter,2004, p.126)

A
IO RN

The Promotion Mix
1

A [ A

Nonepersonal Personal

[ I I 1 |
Y N N\

' \
MIRIORNIIMI o e ( )
o MIggRpW | | | $INGSHANDI ALY BN
URUINAS i _ , ,
T mengny nn: RN
Sales . ,
_ _ Advertising Public Relations Personal Selling
Promotions Marketing N )

J )

9.0.19.9 FMIBVIHBRBSHIVHBEREF (Sales Promotions )

<>
£l

o

migjosNwmMIAUM:g AouhighibuamunymngigRpw EmRmigjgsnw
mengnRy mihmns SiéAsshaminn:) IRUMGGIMMITUMIBAN MIANFLN ymi
FminwHASHsGaMW yyRtisg)msInhuAMMmiSMAGHT 1

“! Donnelly and Peter,2004, pp.145-148
 ENANGI gL A, W09E-WoWOo,5NRED MIR)RNw:MINNSIGIM:UAMENAS SluiagttAF s
o U UaRU yikuhay- §0iGo
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MIRIBNWMIUAUN:S (Sales promotion) MISIAMITANAGIM:HABESGRIM W
ALMAAMN yHnSim mﬁnﬂ'ﬁéimzémnﬁﬁmfijmﬁmjs 2SmMNy*

“ iAmuEERIUGUlS Lﬁmifjmmn‘ismgmlﬁﬁsumimﬁﬁw:igis:msmﬁﬁsmjﬁ
wanasuitneg shmsugsugatitnud Shyfingmiemsmnfsidiis
MIUEME MG TG BH U SUIGRI N ARMIMBN SN UMILIME M QN it
msq:iﬂiﬂ:iiﬁmUﬁLmﬁmqw&pi|§i§UmiL§S“ijimSﬁmﬁimﬁjaﬁﬁﬂfﬂﬁjﬁflﬁfﬁﬁm
GRARMOAMY GrUoIwigH 9 ST MBUiR g ImisimsmiSamwisesHAS I SYA Y
gimufsegrumsyds §miosgumsiog ywimis)n §ompvi]s Coca-Cola MSFAIGS
oaInMglENHASESIEUMSE Pepsi 811 Coca-Cola 1) undMIGAMIWMHENE
A Simsafistsitudwsgdadmibatuis:a unhmuumndc vinmEh geuinn
IScunyMARRPWwmMIsd mingjrviguifingwivasmaisinhvajuishisuinh
gututigf)9* | |
jumnga: vinmEN gvuANisuRYMNRj)RNWMIUH Example of sales promotion
Activities. (JUfif1 ¢ Donnelly and Peter,2004, p.123)

INAOHAMDMATNMW R OriGUImAmeU (Aimed at | IADAHURIUATEU]S

iLfiLmﬁ'j (Aimed at final consumers middlemen) i;jWL'T (Aimed at company’s own

or user) sales force)
S‘Hﬁ.ﬂi (Content) Price deals (ﬁi;‘[,mﬁlﬂ]ﬁﬁfg) Contests (miLU‘ﬁuﬁLUfﬁ{ﬂ)
ﬁU{ﬁ (Coupons) Promotion allowances (Lmﬁ Courses (i‘gfﬁﬁ‘p)
MIINMMBIGH( Aisle displays) AU ) Meetings (MIHT)
fij (Samples) Sales contests (MI{UAEUIRUIGH | Portfolios (FRUTH)
AnANMNERY (Trade shows) ) Displays (UNEN)
SANBISMIG MasENI: ( Point-of- Calendars ([UfiS) Sales aids (SSiGHMN)
purchasing materials) Gifts (ﬁmm ) Training materials (fdBN:UIWU
Ui Bi{iJ( banners and Trade shows (NANMANEAY) | QM) |
streamers) Meetings (FI{U)
[MMANGAY (Trading stamps) Catalogs (MMg]i)
HNBURY( Sponsors) Merchandising éids (iﬁ%[ﬁij’ﬁmi

wnRgsm) '

® ANANGY gNw Al Wo9e-vovo, HgnFe migpEpwminnsiGim:uaménngsiniyfignwiissm
UINURIGRR Uishny” 6§

“ gutulsd b ANNSWUSWITAIMASYW NS RYMNRORNWMIH
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ianjanismiggpwmSIgtIm fnsmepiiugnmismniénaden winif
anpryisanoiiiiegaritisenfiofuwnsdatumnnmnnamy wWinihana
N JUN SBT3
fi. MIKORALTUUI (Push Marketing) ¢
migINspiuuim AmAngShmiSasPniuhiingpy gIMSHRGRTIUD HEURH
ntw ShunlmgnnfibitsgumsAgunpiuimiuasnmanamivism miagngn 84
mitimismivAR s ugmSiis9 gnuninn m&iﬁlﬁiﬁgaﬁﬁmmmwéhéiﬁgﬁmﬁ
fAinkighingin (DJs) ilujRn g WS OSSO [IR(Record) BRI SHMGATILNY
i MySEi AR URR v Rms U sgoh G gmidy Samignusdinfgn
gegnuAnwsiimannSitndadaginuinugnindmsiHhumogpwmingryis
sioanu yiangospumitey argmasims:Anny]uismiglinigirun yforonw
Aieaotiwmignsptuivy huymising spiismisidiudy] 1me udhminuhdgis
meHiiSns |
2 MIfjYRNUWIBUSE (Pull Marketing)
miginspuwivvsm Amang8hmidasiniipuRipinwihwiigimsHisns
iBufubRE RS RnMEB IHRUANWLNTRURENY gevunn fifginghgmeifnsy
185ingus mentiufmigRnwiusivaigs (Eusussiminmuiimaitigim
WHSIRSIFIMUHGUN UM MYWENgyS &%) 1t WIABT SIGMIR RPN W
Brsgmimes ufithyntdy gigadeHicss pinsinéndagis! "mnmngjiuasnnms
* Y] uMBimasBeus Viagra U Claritan 9 IHRAM NSNS AN BBUM Afifan[AISmI
UAUM:EG IRUTNMAMIGINRNUIUY "D YRS UYIWMBIS: MIgj)RHW Wit
Hﬁﬁﬁé&iﬁ@g@ﬁmmﬁ,sg UAMMIGAIUAIRBT SR 0H9*
B MIRORNWMIAUUMANGHRY (Trade Sales Promotions)3
MIRjDRPWMIUATUTMANGRY AhmiginipwHismfaishiiynicnow
Sugrunnwiss st uudsmuammicRos
< imutanhoasisMIRnEpwMIAvUMIN SRR S§ohs
o UNUNUHAUANG §i5M Aothuinmubntuiuasyntin Guauis
. m%ﬁgr}jﬁgﬁmﬁ}aﬁm‘jﬁ SUUIRMUATIGRDID UHRUANII
. ﬁﬁlgmiﬁyﬁjmnhgﬁa §ﬁmsﬁ39ﬁjmmsmﬁﬁrgz%gmaﬁtﬁmﬁ'j

)
=t

30

5 Donnelly and Peter,2004, p.123
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Q2 o

g
. ubnbadagruAnwMsMNtORsUIiEMRmAMA IFIMmuRBatUSYw
IRYRNWRYUERMING YU MigiHASHES
Nm@smigns'ﬁj@i'ﬁﬁ]ﬁéﬁéﬁhﬁﬁﬁﬂjﬁﬁgﬁﬁﬁﬂ
MIgOENWHGHMIU:aly Jumigpuimangny uRmigunn Sigk 2ig)m:
mﬁLﬁismsqmgHmﬁﬁaﬁfﬁﬁm'wﬁg(i;iﬁmr—'m W) BSAPAISEShumMIg)EntIRHIg)a
figmehehminbr§adaitugususinnmisumuis8hmigioRnuw« anrnsiin
muigi§uuing Sywaismiginipw uuisimudliuAgmoRos SugRuRntY
SOUNINN HRUANWHEITSARAMIUARDItY AgohmisasuuntSiuimat)sis
A smSMinsmMi YRUHANANNHISMINATNGIG 1S:Man: (I SGIM:MicuijB s BE
VR MATRAMIGASIBRIORNLY MIgG UM SHAUIINESINMIUMISMIRj)RPWIvUIS:
fosmaimmin WANRRAEMTSMIRIUATRHIE U SUIMSIngIuas)maY gmGenn
[ARRGUEIB BSHISHRIGATID UHRUANWRTIUIRUShSMIFwHU yhsgrtsndim:
MO RPUWIR UK LGNS Y MNgumisSHMAUMUNSIMGEINAMINWLNUWwEGm:
EUSHUmSTnuus SuHSIRREEIDRRYUMIGIORNWESM 9%
W 1ENFUBRNATSMIT) BN (Consumer Promotions)s
< imusankismigigipuisimumuEiind goswims
o SN RNWRUISRUHASES
GG UM SHUILNESAUMIENANMR USRI
INNSIBUHRRUG yAs Dt g uininng
SEmungaiimupimauinatnsmnes
innSnfistsisuigmelynunnts
iiyfuilisGgsisymifimes uyniidns
o ISHNURIOSNWHR IFIEUHARS
> gt SuibndnbagnuneBasininusdintn yioshny
> wsminng) yrthigizgRutiishasuitumnsinuy@bntug)
> ifejuSitUIMNIS SRS MInA IR Ufnnm S MR
o ISTNURIDRNWRSTHUHAUANWS
ISNURIYRNWH AGISIHHRAUAN NISIMUTANREGNIMY:
> U SAIRIUATHRUANLS
- ggmﬁsgim:mﬁﬁgﬂm IRMIGENWREARY

= Z0e

vV VYV V

6 Donnelly and Peter,2004, p.123
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> IRUYMRGAOUURRG
> DISMAMWIRYLHRMIEANNSRE9Y

1 MIgi)ENuIeIHASES (Consumer Promotion)s
migjinwigiHAsts ugmPBImas Armstinmmuinniigihamhndsupuny
st imutnnighinth gigiywGg s es

SrnEMBim e Bjanms bt

MIKURNSHUHASHS UHADIM AU FAFRMIAS
mibnEntandonssdm siinsuejmsids |
SimuAtasBmubntuyig)n

nuwumgSRithim

sumingin SuurBmhmitinmuigssismigpumangny Samignsiuiiphun
RN YR

< GANGIRuMIBIORPWERGG ShdspiGs

pmienpiginwndagnmat mivAum:aigmsinmhigsywnsd ismnfénn

GeufininumsuiRnigiiuntnsinuis uEivN M AUO gMNFRMIIEE
IMUIEI N SINEARUGUBEWESS SUNETMIAUN: %gﬁs'ﬁ”mimsnﬁ
AT gURINISMIGj) RN MSie |
ApMERBUMNUSNHEM NGt :
> Hﬁj’tﬁiﬁ]néﬁmmﬁﬁuﬂm&sﬁﬁﬁsmsmg:gﬁms@mmsm

- §ﬁi§m§§i miiﬁﬁjlj:ﬁﬁﬁ‘liﬂjﬁﬁﬁfﬁﬁﬁﬂjl

- ﬁmm@ﬁﬁﬁﬁsémrﬁn‘?ﬁﬁm%ﬁmmﬁﬁﬁmsm&gimi

- UInSIGANGZ e UMIAEUROREIR: I
ubrufisaglig)n mifjpinpwMmoi§em shiinumiuRauinsmandana iHu
hovmmwaimnGgnpi | |
iIShnumMpARUIne MAGURINMIGUINBISMIRj)RNWI M GIFESMN
ti‘“jﬁtiﬂitihﬁgﬁﬁ%smimﬁS‘mim‘r"ﬁﬁm%ﬁmmmgmﬁaﬁﬁéﬁmsmieﬁﬁ‘gﬂ
Bsintinmemigininwmsi§ejmaviniyis sebnms O RNWwARRIAmaA
HASRSY GANGUUBIRIRnGMGIM SN sisipiumnged ewimy:

47 Donnelly and Peter,2004, p.124
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jumnges Binm

n

({071 Donnelly and Peter,2004, p.125)

NBUISIf Y

Other firms

i UEMUALBISMIROENWMIRLH The Sales Promotion Dilemma

MEUSWMIRO RN

(Cut back promotions)

INGAMIJYRNL (Maintain

promotions)

!

Our firm

MBUSWMIGgRNW INGAMITYRNL(Maintain
(Cut back promotions) promotions)
[ASINMIASIENT Sinnasipncisijivu]s
‘[ﬁ'tiiﬁ‘S(Higher profits for all) it (Market share may go to
our firm)
Sinnadnpirncigipuins Sinnnggpiros sy

if§jid(Market share may go to

(Market share may not

other firms
) change profits stay low)

IENMMBAESUIMISiuMNG ¢ BINMBUSHNUPRBISYWMBUSWMIRj) RN
menmAtpuswe Amdywimatinnmifiighuptgnginng tigdinnmdgpimns
MINAUR (ﬁﬁﬁ%ﬁsmmwﬁmf{m AR UIURTHBU)SIRH) 1 fwsmmibidhishininpay
MIRNENWRORGUUATTEYN A SAMARPYUGWHIE ﬁuémﬁ%nnﬁﬁﬁpﬁﬁﬁ'jmﬁtﬁs
memifsigih HASRSUSMIDIMAIRURR) ﬁﬁ"iggmtgﬁmLﬁHmsggmmsLmﬁﬁfnﬂm
Hp9* |

9.9.19.10 BRSNS FESIESHIRG ( Personal selling)

MIRORNUMIUATNWH G ANMIENASSMN WU UNRERUA Hywsh
HASHSiRUMSN iﬁ‘"tijﬁh’][ﬂ?iﬂﬁm"ﬁmﬂjﬁﬁﬁﬁs@jiLﬁmeﬁﬁﬂ?ﬁﬁﬂjiUﬁ'jLﬁHtﬁSﬂ Nyl
aggm§EspinpuasBimasms iIsmigigspwmnssufvEitgmat sdnt
UROTBUS S GUMSUGHNY g1innd iGdsthibnsuywmhinugidudnsmg
ys I migipRpus g uhaBsaiimiggpmangng miaum ety witsh
GRS SHANKIAM:1* BN SHENRIMYS |

< GEHASESUMSNUNERARURRUIN:

-0

8 Donnelly and Peter,2004, p.123
% Donnelly and Peter,2004, p.129
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85
(RUNSESIRUUILNG SIS ri UREIN:
< UUMUHASESEigwLHNRLN MRt
L‘i;:w Eﬁﬁﬁﬁsgmﬁﬂjﬁﬁm"l
wsiinmnasuin :nsuifinidniiw Gigimudanhigini§emiuhms
TEUIMO ISTZIMUUARMGEYM 9 Sigeuiw MIPRPUGH:SHMcH SMIRGSMIUnGn
Sqitw:innsg (Sales promotion) SMUHASRSIRIGMBURRUMEIY hoijmwidas
RURRUI NI DR UGiEun sSMNgRanmmMANgig SUUIGRIMIEINBIMINS] R
i5s ‘mmjgﬁpmqmﬁ‘g@ﬁgﬁmyﬁmmjg@tﬁmimﬁimtﬁgm'j IS HABES UM
HIGSGWM SMIFWHANFIMBRHEIMIU)RME
goidumsnimintugnuinniiys miginnwsE:HinsupUuUtyigw
BEMIM ﬁ'ﬁ%ﬁmghﬁﬁpi MIUREUING igfsﬁnﬁmméammmmﬂéamgmwﬁm 5
Sunis:pvtsannisuamAmmyn stgsd ishinnituuilagimig) BPWsHIUATZS
GIE )
+ g dismignEnuisinumngEgnicy:
< nymhiistlnGn |
< nymiisdiniv®
i AN STSMIRUAIEN LAY
i esu SIsMIuATENWH U msyemiiinigng: subngnnistlntuisimyg

[\ 2
&

immmmﬂssmmmﬁmmmﬁmﬁ fUGaN: Uiﬁﬁi‘&ﬁjﬁjﬁﬁﬂm UﬁmSﬁiHSﬁj%Hm[éjiﬁ]mi

- S 2

nitis
D3 ﬁ
(2]

o,
3
pA

aﬁaﬁjmﬁmnugmﬁmﬁmlm,ugmﬁmﬁms%mgmmsgﬁmsgmgmﬁmsgjﬁﬁﬁﬁsm
sunsuidgimaugwimSAwnnmigmIuiSimaid SN MImSINUMEN SRS
iuagRaNm §ﬁﬁi§ﬁ19ﬁjfﬁﬂjftlﬁﬁfﬁmiﬁ‘lisuifﬁsfsmiﬂjﬁimtijghﬂ'j@ijiLf'iS“l
| R UMIAEWEH N Ahignywispigignpinudinmihwysnicsnsiige
e yeinisfywumUnichs Suusminio SywigauniHbUiSY
+ Gyw ynbnumisaiivainn:ingnmgnéma mig:anfbmsisumaig
giroiEeERSs{isEi seuuh griimasdndissmsiudfipauggs fun
UIGRIS RS I W SMILN M AERUA/Nj§I
< G unbnufidmmuanpoigigen §§3m&gmﬁﬁmsmlmﬁamﬁﬁmm
migénpnthwithatwidhigmehilmnfunanmejnistsinmSs 0adsth
Ronguiumspnsssmotinmapiminattsisis: Bmaiumeinmatinnmmsa

mu w30

i
ui

%0 Donnelly and Peter,2004, p.129
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MBS URMRGUE uAtdngunaisumnsinuyg iWundoshumiua
gasuinsfnmsiguAEvER R siEgUitn simifingmsmuiniuY nsiny
ansmnnmAnwuEDn Aihyefinnhanstsmitndnmie) wifmm gnﬁnammtﬁﬁjg‘m
A sinumSHgninvils ShHitHsy®

juMNGo:  UMMANMIBIYRNUMIUAENWEH

fifitnsdmsniy(Valuable Information)

MR RNWMIAEN
6 Personal Selling

Company

g duthimiasminss
MIUATEUHUMMBSEGH MM DG ttﬁmﬁmﬁm’?‘Gmeﬁgﬁﬁﬂ ijx)
O HGUINMmARSidhimis MM uimsigpgngamngmiuiwinngmingni
i) mﬁsmsé’tﬁmmmimﬁﬁEﬁJtMirﬁmsmﬁimm@mimgﬁmmjgﬁymﬁmzié:ig Auinm
G IS HHARARDIN 9 URORUAREUMSUTAN UM mlijﬂjﬁﬁﬁjﬁﬁﬂjm sifsthiufiu
iBuBsmsunn:umn |
HSN E{jﬁjﬁlﬁﬁ{,ﬁhi’[ﬁ fuiiey SRuaNUAMUEDHUH Hinuiaghwisiisihimis
IR mﬁfﬁrjhﬁ‘iﬁfﬂimﬁsmiﬂjﬁi—ﬂﬁm‘jl'ﬁ‘J‘g‘li—ﬂ‘[,ﬁfitiﬁ‘.}’iﬁ‘lﬁmﬁtﬁs Suugan:issbnG
GrpichifiuAtigmsmanjgisigwsim:ansmnisMIuASHATEUgRRTR T IERm
Gankisdidhimisminfdmhusasy Sinhimisminudaislighlynitsii: imudnn
wasugmRuRnpunEidsfipusimuinuituiongmaismiud SamAamu y
BUNSUSUUIUAURMUAUAGIRTMEMINNUNBHR MM UTEIGWIR AN A
(EHENIMISMIRANRE NAESH) 12 |
< imutanhisMIptENREINUHBNS:
o uganismigsidms: miiwopanidhpviisn et bngus ynistss
URGHUARIINSURLUEANSS s AR RGO ANURHASES
o MIUEUME ighinigumsibfmssdngn uihagidudvuiindihi:
ugn"ji%mit;jﬁﬁtjszﬁmﬁsuﬁmmﬁmﬁﬁuﬁamlma

%" Donnelly and Peter,2004, p.130
%2 Donnelly and Peter,2004, p.130
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A\ 4

ARunEuin
uiistgsismiuAmufvinifyjunmehmany
vigHisssitussn sruipobnejsimudstsannumdul
UiiHBSESIRUANRNRITRS UGN MHAG R SRANUAISS
AT URIORRUUISHI)HgHAtESma ,,

YV V V VY V

usninnSmaislnsuim

UHIGAGBN AN AISIRAN TSR BHR I Ui RYIuRI{ABSiB g

pRRwAlingimruaistsizumassinmOSnisilRMaR s i

o UQWHMIUH: SsOMinfiginttnss uHittsmANsURURUATEISMIMS)

gimsishmuinnigoaiimy

> BUGSSIRGRt yohAyEji uwbaonimiiigmuaHAsNS
> punsgfgsh Afnighivanistsitumsumms NS

> BISMMIMmIGHOHUNAYIUE K ORT UGN SIS S MBIy MR W S

ingSigiRnHAGES

< Silhimisminanngnngsuisming: Amhmmjusejfugigimuiimhimigin

[MirhugunUEeNmy:

o >

jumng: BinmAn SilhimisminanigNAGSRISMINT (The Sale Relationship-Building

Process)
( {UA0S Donnelly and Peter,2004, p.132)

[ MIfiNAHASESIMULET (Prospecting)

|

B}

mifutitsmismMigIAG SUMBItI: GirlE (Planning the sales call)

a

[ MIGUSUINE (Presenting)
[ MARWRUGIM:MIURIRUSHASHES (Responding to objections)
[ ﬁ‘liSE’{,ﬂijﬁ‘liﬁij‘@Fwﬂ (Obtaining commitment)

|
|
|
|

{ miﬁﬁﬂﬁéEﬂﬁéSﬁ[i;iﬁfgﬁmHu[ijﬁﬁﬁﬁS( Building a long-term relationship) ]

8egpe ¢ AOD M §Hm @ INNSHMW  ANANGHSW g At
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« Prospecting (Mifinnfsdstsimuid): Amdidnimismighinnicns
FIMSNIUY fogmngimiIianaHASISImuEim S Sim M AR WU
TGN sgﬁmiiﬁpigﬁﬁmnﬂmﬁ Wwmivghnnanistsimuisissmsmn
Gﬁméim'tﬁﬁmtmﬁﬁm&;mt"sgs&mmﬁﬁﬁs&

YV V V

D AURGIHAGAGAINIG)

@ﬁ'ﬁ‘}ﬁﬁﬁﬁﬁﬁljmiﬁtﬁs

mﬁtémﬁﬁgm N ANRRRWNS

g g AT WINYT] SifjRis) an sagimiagwahadndmnBim o
RUAR Uituhng* |

MIfANAHESSSIMUIHMGANGYWiT UM S AN TN SHUGANGIGN i)
g1NIAN MAMIHGS: [gNufitgmiingiuapuisaanSitumsissmitantnisns
imigSuaigmn inhinSsMoAnnamiing M SwHIYNIG 1sIputiIhHIS:
mowngjmsmsimBsmsinn misnnAgshywiHitNs mﬁggmﬁsmﬁﬁﬁﬁsmm
ANUAMIUINMITIwHMG S gumsywyfindstehugiuiimifenfc shin:

Silhimismitinnanas s simusinhinmUumhywuRgmMnsyh 90if g sug
UQWHAABBALT (Continual) 8RYUESEAME (Concurrent basis)“

« MijuiinsmisMigNAGsumuits:giain: sansrinsistinn:duuauglnysy
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Chapter 6: Promotion--Introduction to Integrated Marketing
Communication

Exhibit 13-2 Example of Sales Promotion Activities

Sales Promotion aimed at Final Consumers or Users

Contests: type of promotion where prizes are given to people who give the right answers
to a series of questions; sales contest: incentive scheme that rewards the
salesman who has the best results.

Coupons: In marketing, a coupon is a ticket or document that can be redeemed for a
financial discount or rebate when purchasing a product. Customarily, coupons
are issued by manufacturers of consumer packaged goods or by retailers, to be
used in retail stores as a part of sales promotions.

(Discount. Rebate. Meaning. A deduction in the purchase price given to the
buyer, by the seller for various reasons, is known as discount. The rebate is the
amount of the purchase price refunded by the seller to the buyer, when the quantity
purchased reaches the specified limit.

Aisle displays: An exhibit of a product set up at the end of the aisle in a retail store to call

attention to a special offering or price

Samples: A sample is a sales promotion in which a small amount of a product that is for sale
is given to consumers to try. Samples encourage trial and an increased awareness of the
product. ... Although sampling is an expensive strategy, it is usually very effective for food
products.

Trade shows: (Trade fair, Plural: trade shows): an exhibition at which businesses in a particular
industry promote their products and services.

Point-of-purchase materials (point of sale material or POS material: display material
(such as posters, dump bins) to advertise a product where it is being sold.

Banners and streamers: are versatile products used to display temporary ads, announce an
event or promote an internal communications campaign. Hung from a ceiling, mounted on
stands or hanging on poles, they can also make your business stand out during trade shows or
events.



Sales Promotion Aimed at Firm's Employees

Contests: incentive scheme that rewards the salesman who has the best results.
Bonuses: extra payment

Meetings: A sales meeting is a gathering or forum scheduled by a
company's sales department. ... Sales meetings are often used to motiv i i

. . ate staff, identif
challenges, give updates, and provide new and existing clients with product knowledge. .

Portfolios: (a) folder containing a selection of samples. (b) product portfolio: collection
of products made by the same company.

Displays: showing of goods for sale.

Se;les ald.SZ Sales aids are resources sales reps distribute to prospects to offer product
information or enhance sales presentations. Sales aids are visual in nature, generally

supported by concise copy, and often presented in face-to-face meeti i
porte : opy, -to- etings. So
as individual slides, while others are more interactive. : e

Frequent buying programs: The Frequent Buyer Program is a loyalty program which targets
customers repeatedly buying the same or similar items. These are repeated purchases and
retailers want to encourage customer retention, so they give, for example, one item for free for
every 10 purchased.

Sponsored events: Event Sponsorship is a way of advertising your brand by “sponsoring” or
supporting an event financially in exchange for brand exposure to highly engaged attendees

Sales Promotion Aimed at Middlemen

Price deals: (Price promotions) are a major category of sales promotions where companies
reduce the selling price of a product or service to entice customers to buy. While each
approach is unique, pricing incentives are generally intended to bring in customers, drive
revenue and cash flow and turn over inventory.

Promotion allowances: a price reduction or discount granted by a manufacturer to a
member of the marketing channel in return for some form of special promotion of a particular
product.

Sales contests: A sales contest is a competition designed to stimulate sales
efforts by offering prizes to salespeople, distributors, or retailers who meet
certain sales goals in a specific time period.

Calendars: What is a Promo Calendar? ... Keeping track of holidays and events to plan
sales and promotions around. Keeping track of and planning out upcoming sales and
promotions so that you're super prepared and can budget if need be. Keeping track of your own
events, like new product releases.

Gifts: present given by a shop to a customer who buys a certain amount of goods.

Trade shows: (trade fair) (Plural: trade shows): an exhibition at which businesses in a particular industry

promote their products and services.

Meetings: A sales meeting is a gathering or forum scheduled by a company's sales
department. Participants generally include sales managers, other company personnel, sales
teams, and/or clients.

Catalogs: (catalogue): publication which lists items for sale, usually showing their prices.
Merchandising aids: organizing the display and promotion of goods in retail outlets.
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