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dusniimisvihenudnle e ANunNIgvesddl §uslaa nqudmany wazgnm
“Huslon” fie nquvee viseRNAndnazde Faulunquidinnudesnisfindnendsiu Nl
ety “ngudmung” fe dwmaiafiusenuietinnisnaiadenulungugnAndiving
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i Audndmiuiin wiunaseadudidentely deunasesaglitadrng q lunsidenie
wAnsSaeiiunndnaiu fau dnnsearauwasdnlavaniafinnusududoad langinssy
fuslne Renfuarudesnsvesiuilanuaznszuiunsinduladedudesiuilon diofiy
yilst “guslan” Ay “nqudhvine” dunaneuidu “gnén” veusilufian

waRnssuuilag

a Y al . = a =
wqmniim‘d"uﬂﬂﬂ (Consumer Behavior) #1809 NTEUIUNTHAZAINTIUN
Wgwasiuyana Tun1saum n1siden N1se n1suszdiy wazn1sidnldduauaruinisves
anfntunanunsanevaueinuindularanussinsvegnAiAnaufisnels

wihindnaesnisaeansnisnatn Ae madhisuilaadimine Tasnsinsedeans
ogsilUseAvBam lelvideyatnansiidvdnasemunsuiinds ( Awareness) Virad
(Attitude) waznginssumstevesfuilna  Wmneddyvesiin doansnisnaindenss
SvdwasiongAnssunisdedudvesduilan  tdnnisnaiafidesnisuszauanuduialunisd
Svswawilenginssunisdadulaetusgiuhazanusadilanginssuduilnaldunniias
deda uazdndudesirudesmsuasinasivignélilunisdadulatedud saulufanis
fumdayanaynslideyalunisdadulate uenanidsmsdesiignénasdadulade
oedls ludeauditlvy Adaiaviwadenisindulate wasnszurumsdndulatedudn iy
oehals mmeimanalunistovasgnéuansneiy
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v laegsiidunagAnds asnuiiduilnalugeatefidatuidoud
wAnITUsg o usndnafueenluiduiu lngaziuldimgAnssuvesauiuiefuuiiasd
anuuanasiuiuaulusugn uazauluaesgagesadeionsssiianuldidiladuluug
Fossm Feifu Fdiduiiiudanle Anulavaniignlafofuentagliduilusnsumests

Avey viatlnszeneaussgaiadeiy dadulaunluannwinseuiunneieiu

wAnssuguilnaddnwazidunszuiunsvesmnseyiila 9 vesiuilanriiAeades
Tnenssfunisidenass nste nsldEuduasuinig svnssuluntsdaduledady
fimunmsnsgidang ileneuaussnmdduazarudesnisvestiuilaaliilasy
ANUNDLT

p19namliin Anudisavesinnmainlunisdeansiitegslaguilaafiangdnssy
mste @nduniuegiunsiidnnismaamaduiarndlalunginssuveauslnad
Wesls Msiwseinginssuduilaa  (analyzing consumer behavior) awunis@inu
vieddoieatunginssunisde meldaud waruinsvesuilan Veiiduyanangunie
ssfnsiiielinsuiidnuaganudeinisuasnginssunisde nsld msidenuinng
wnAn vieUszaunsaiiagihlifuslanfiowela

msfineiliaseinginssuduilan Wunsdunmnseidenginssuniste wiens
IgvaeruslnaiionsUiEN¥AEANUABINIT kAENgRANTINNSTONTaNTIdAUAYDY
Y a ° Ay v oA v 1Y) a Y a 44 s A v
Auslaa Aauildierumdnuaevemainssuguilan Ao 6 Ws waz 1 H tiveAum
AMaURD 70’s Fiail

Who is in the target market ? é’ﬂwmmax‘mﬁjmﬂmm& (occupants)
What does the consumer buy ? aﬁﬁﬁﬁiﬂﬂéfaﬂmi% (objects)
Why does the consumer buy ? fmqﬂiza\iﬁiumi% (objectives)

Who participates in the buying?  UNUMY8INANA1Y (organizations)
When does the consumer buy ? Iaﬂﬂﬁhﬂﬂ’i%@ (occasions)

Where does the consumer buy ? ONNTBUNAY (outlets) ﬁ;ﬁuﬁmiﬂ%@
How does the consumer buy ? Funeulunsinaulede (operation)

weNINLIUNTAUMAN BUE N ANTTUYRIRUILNADIRAN I INAILUUTDINEANTTY
Huslan

a a 1'% 1 a Y al .
awswameamwmmaaumawqmnssm‘guﬂnﬂ (Environmental Influences on

Consumer Behavior)

1. Uadeuindeunisuaniinadenginssuguilaa
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Austanaglasudvinanieuen 9nassalng  Ae YademeTausssu Culture)
wazladenadanuuwingdey Gocial) Feinlewunlavanaesitanudilainlavesduslan
wagngAnssunIsuandeanilasudvsnarnuanaduiieliilulselevilunisvitlavansely

Reference Groups v.. .» Culture
Family ~<4--- Socal <—— Social / Culture — Culture ----»  Subculture
Role and Status \\\i

Social Class

i 4.1 uaneladeuInaeunigueniidnanonginssuguslan

Hadowindenmeusniiiinasionginssusfuilan Buaindadeoneiausssy Culture)
Saussungugos ( Subculture) uasudumadanu ( Social Class) 1y aulneidorAaud
g1ugd douinginssussiuailnederfangiusuiunas lunsdlivsaesngusine
TUUTTIH TRUTTTY ( Cutture Inewmilounu meﬂmmuﬁiimamaa( Subculture)
sefiufte Tusssuiduiuan vedelguganutuasenaiy dadu deufigtusmadanud

WANFINAL

Hadusomfedinuuindon (Social) deuinatenginssuvesnuludanudiunnsieiu
i aulvegeudamuuanssanaudiu Inedsauilndsauunniigafensounia ( Family)
Fsnseuntineiidvinalumsdevennnudn virued uazanudoludesing q ogegs
Tneamzegdsludinlnefilieuddyiuaseunsududdiudu 9 lunsiiduiin
uenINATEUATI (Family) LLmmamuiﬂaﬁammaﬂumuu,w ﬂuémm (Reference Groups) i
wilnarongfnssusenuiitureutudg wu auiil wud 351y daedae maﬂmmawwwwﬁ
(@nWyTERIIN, 2556) Beuazinginssaudsuwuunieltideslunisiudie mswmad
tihdoasnisnarauartinlavnndededld ane dndes uazauidoidoanldlunisdeasiile
nszdungnssuvesdiituseouypeamarilidianuadosny wenaniudl unumuas
anugnednu ( Role and  Status) Auandnafusenlufigeniingnssunisuanioandi

wanensiuesnlumuguiv wu auidufihgeudingfnssuiiunnaanndniy s

2. Uadwandeuneluiinadeanginssuguilan
Tuduvestiadoundeuneluvesusiazyanaiionaasunnisiuniemilouty

wirhsaesnuazegluanmuandentadomeueniiviioutufideudinginssusatu 1wy eng
1995730 (Age and Lifecycle Stage) sUwuumsaniiudiin ( Lifestyle Personality and Self-
concept) Hay dAnasiengAnssuuslan 1wy Aulutinlegulidaseuasigeuiiany
uandAnaLiefetuiifiaseuni nseauitaseunsiudideudaundnluasounsis
MUUANGANTTY

uenanitladeduendn (Occupation) douiinasewgAnssuiiuandne iwuauiiendn
\Juenansd deufinginssuuansnsanauidendmdumneemu vie e Wudu uazdu
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1 = 3

A01UENNATYENY (Economic Situation) AulAeiugeniinaiiudalunisidenassns
duenuanaaiueaniy 1w fRflaousmmnuaAsygiane deuiandensnaunninmnim

Wngetiauarsimadlauinninifianusnimiaesugnaining 1lusu

Age and
Lifecycle Stage Motivation
4
Lifestyle \ ! Perception
. ! v
Personality and -
Y — Personal — Psychological
Self-concept \ N
\\ oY
Occupation b Learning
Economic Beliefs and
Situation Attitudes

N 4.2 uanslladeuinaeunIsluvedusasyana

uenaniiuds Jafoundeuneluresusiaryana Sasauiluds Jademadudeinen
liiiazmnemuiadesesnsgdla ( Motivation) Ms3u3 ( Perception) nsi3eud
(Learning) vimuafuayALTe (Beliefs and Attitudes) YdusazyAnagauTALUANGIY
fslarnazegslsfimuistiadunsuonuazmeluvesiuslaemadinadsiunas fusgs
vandeslaile

nszuumsiunisinduladovasdfuslaa (The Consumer Decision- Making Process)

Tudwrenszuiunsindulatovesfuslnadudnuvausifenunoionlutuneu

[

= vV a -d’lj a ¥ 1 gj IS a dy
papnautNn1sAnauladedun lasuraztunoulisneaziden Al

Msfu3 e nsAumteya | msUssidlumaden | nsdedulate | —»|  nnsUssidiune

i 4.3 uaasnszuaumsinaulateveguilng

Ui 1. M33uiUsymn (Problem Recognition) / nsvinlvitinanudanis
(Need Arousal)

n33uilam Wunsgurunisdiuyana Jsdadutunuusnveanszuiunsdndula
Fovosuilaa Fufatudlognisuiinnudnluwazgnnszduliniisnisnovaussriy

<

Fuduiiu WwuAUi ANUNTEIe Wusu
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m3suilamiinTuainanuuwanseseninemnudesnisigndeeinagli duguiy
(ideal state) TuAe AT (actual state) duannsainulavalsagna fen1ni 5.4

YBINUA € ------ » anuliwela

ANuspansadluy &7 A AudiiAgadeaiy

NINTELAUATINABINTG wansTousilyal
DM 4.4 uanausennyesnssuzUynivesguslog
nsAuILIeelavesuslaa (Examining Consumer Motivations)

mssuitamlaemlvazidunszuiunmsie q duisnsiigniazuitelam uas
miﬂizéjuiﬁmmqmaUauaq{]r:gmﬁ?u%ﬁﬁw%waﬁiaﬂismumiﬁu 5 Tunszurunisdndula
YOIFUILNA

thnsranmsiilauswdnduiiisrfussiamauiuasasaudiileiiogsls
fuslaainaaudosnis Insagdauasanddudunnudesmsduiugruresuyudifues

AN1AUTUAUABINITANNNG Y VDI Maslow

AINUABINTS
Usvaumudi5eged

ATNADINITANIULATTN
Hudo snges asTlasey

AUABINITNSE AL

ANUABBINTTANNUADAAY

AMUADINITNIAIUIINY

DA 4.5 UanaaInuTUAIINADINITNINNG Y Maslow
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ndFuTuemLFesstuiuguresuyudiiy anunsnanfinnsanly
nszvIuNstunsiusamiiensedulviAnusdioamsldfi dnnisnainassioadisaedly
araesladuiiugudelvienuazminaviglumaiiuma uaglvianuiussUaendeluiie
seyhadums Wudydnualianeamelamsiiugiug  wasusazuusiayiviefiuanad
Srunafiunsnaiu Jusu

Ui 2. nMsAUmYaya (Information Search)

nszvuNIIud 2 lumsdnaulavesiuilae ffe madumideya Wefuslnasug
U viseanudean1sinagiiiiinenunelalameninduanvniousnis quslanasaum
foyanaunsdnaulado
uidhAuAnANLFDINTT 3 a8l Ao
1. ANUABINTTHNN
2. fiEuiviliiAaauwela
3. duraglnaie

favihnsneuaussmudessruiilaedilidesiinisuaondeya wuiledn
nsgmefiadornauiud wilasvialutunsiuitamuesuilnaniensiliiAna
Foamstuarlailésuemumelaluiufl tnszenaazunedidlangramiilu 3 dedreiuly

msdumteyadosiu Usenoulude msodetoyattogluarmsssilugu
Usvaunsaifiiiuan uageuiifertunindendedudiiiiumn  nsiindsdedtogluay
ysaifunisdumdayanmelu (interal search)

fnsfumdeyanigluliiieme guilanazdundeyaifindusensdundoya
meuen (External search)  Uvasdoyaniguan 819 UNAIUARD , WNAINISAN, WUnad
AN51508 WaTLUAImAaDY LUy sczfﬂmmﬁﬁﬁgsuaaLméﬁauua%Lmﬂsmmmﬁm@aﬁuﬁw
uardnunzvedie

nsiu3 €« S N »
N13AUM AMLIAN
It daya ~~e. )
) ) " S~ NSRRI
m3idenassteya ) . undsdaya
’,/ \‘
nsiRenasInIgsus mssuiegladndnin

NI 4.6 UanIUTHANYBINITAUNIVOYA
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Tnehluguslanaglddoyarng 9 snannisTawan dafunslavanieinaly
nsrUILNTtuTRIM I Toyatogann uiueuedudmteunassnnieonnayld
Frsaeunuangiiaelddudniu Seinnsmanauaziinlavanisdesdinduiusiay
Ussiamiuduilneaylumuisdeyaainilla wu Audgulnauilnregaiueiuth ay o1d
flu doyadnilvginazananlemanmainglnsimd druedesdensdnienvdiensd
usnanMslavanuddsdesendensasunudeyauazisnisldanientdines dmsudui
fismgeegalnsdwidofio soeud T1u duerevsdesordedeyaainuansdulsznauiu

uarnnsfifuslaafimsdumdayaanundsdoyaiiunnsnaty iy nszuaunis
TunsuieyaildunFumndetuly Tnefidwuduresnssuiuns  #o duslnafinig s
Fonflaziln$u ( Selective exposure) ndesng 9 Aifdmnannunevainvane usly
vuieaiuffinisideniiavaula (Selective attention) ludwing 9 Aisneslianuaula was
finsidenitazidnla (Selective comprehension) wwnzunsdesfinuedddlanasdiosnises
yheu$anuasidlanintu devasiilugduves n1ndenilazand ( Selective retention)
awzAsiiannsaneuausimudioinisasyiliiuslnainmueginfudnasiniy Tae
anunsafisanfudiiutu fod
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NITUIUMSILAINATINTIUS

A1sLaeniazidasu
(Selective exposure)

\d

astaanfiazaula

(Selective attention)

v

P a ¥
astaanfaziinla

(Selective comprehension)

v

N15A8NNALINAN

(Selective retention)

4

DINT] 4.7 UaRINSEUIUNISIADNATINITTUS

v

UN 3. MsUsTLIUNIABN (Alternative Evaluation)

ndaaniifuilaemsdumdoyaudy asthgnszuunmsussidiunanaden lu
Funeutlfuilnrasiiouiisunduiuieduduasusnsiivarnvanemanasiiguslan
Andnanunsonovauesn L Susazeufesnsvesuilnald tnefissliaulainaudd
whvdelifuideniivraulvinsduiiiinuusaeiuerlstaiiauiussanduamseed
pAuATnanvaefignisnfinnsanidenlunszuaunsussiiunamadeniiendn naud
AUSLNASIN (Evoked set)

The Evoked set wasffuilan fio nsduditdungunislunsndudismuaiignén
0 duilnrazandwnupsduiiifuiidenlutunounisussdiunamadentd uazgn
luiinsandadulaufensenitnisussiliunanaden dnlavanldnislavanlunisilv
fuslangdndudidunsiuan 1 laguslna (Top of Mind) nieuitasiunsedunissusluns
auen insaumeglu Evoked set ¥0euslng

1. guilneynauagliaulanadnuaennusenisvedumusiazdssian Unn1s
pandsdndudesuisdiunaineeniliunaie 9 nqu aunuanvazseUsslevivedudi
nauuslaaiuy 9 aulunniige
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2. guilnavnauianueiolunsidumsineiu (Brand beliefs) Hupaiuiaedn
wiagnsdumazinndnuazusazegslivilouiu wu Weoduvununuiugeyilinuae

= a

algunnd uasieiwsunrdtntiedesiuwazeinsawe Wuduy
3. guilaednaziianunelasssauselen (Utility function) Yeenmanuaedum
wiazadn vienallunmdnvaevasduAeiig 9 Ly 1w feelnsdnitetienainissud
denmls Haduil 4 deduwesiivlians sevdmunniddu duuddnlavanaiunse
) a Y a9 v Y < g . . = & o s
TwANENYrvesdumtliusslevilageaniisoninluideal point Falulnséning
AaudRmunguItnadesnsla

4. guslaadndulaiienasidualaenisusediuai Evaluation procedure %3e
decision rule) BFHAINNITARAITANATIAUAIRN 9 LAAVXUTHUNBUATIEN 9 LA
NITUIUNITUNOLNLNDWIUI IO UATIAUAT AR UEGU

U 4. n15enaulada (Purchase Decision)

Wetaganilslunsyuiumsdnaulade uslnaneswmganisAumikazn1suseiung
Toyatiieiunsdusidududentungunisus (Evoked set) wazvinmssinduladendensi

Y

duenmnveunnign dadussiinndilade dufenusdlade Purchase intention)

Wnau1a1ndiauad  uananinaldeiinauiainuilamasniietee 2 Usenisniuasaninu

[
=) =

falade A

1. Mefudenu (Social factors) @unfin lwugeulnsdnidene 8RoLoad LA
Wou o navuedvedlinuniu Tdnuein deludwinliiauafanuseudensiduniidaes
wuanterasnulume

2. amumsaifiiiisatias (Anticipated situational factors) Tnerdoraun
amusilatielaemisdrduneld damnastufuedu 4 uioraerlilddorinud filalis
1§ wswenavsiiamenisaldu q fuenunss wu amsaseghanni gPonnam viewud
duilinssnuanudenisldass ilusu

I [ 17

satiusllanunsanazitonalondiy 100% aNAIlAT9T023e NSz iLiA

Y

LMBSUNIUTENTAATUAINNAIINLA?

nsdnaulaveusazauadrzilisuwlatiumsenmsides Asliuduslarasneey
anANULESdUAnINNTTRlAdaUA NN B UTReldAUANOUTD YTRAzITRNIANIEAT)
a v oad - Y v O o o o o & aAw o s A
aumnelavselilald Avludnlavaundadanudndundesdilauasnereuinazdoans
ToyavaTvesdum v uduslan lilediganauLdesweiuilan
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U 5. M5UTLAUNANIEWAINTTTD (Post purchase Evaluation)

nszvunsrnduladevesuslaaliladuaniissnisgeduim nsldduiniauinig
Tudwigy uindeaninsdualansidusmisdagnduslandenty guslanay
Wisuigusgauresnuainsalunsldeuiuanumenisiagianuimelavselinela

AuRswala (Satisfaction) AATULDANUEILNTAUATITNUNIAUNTILINAIN
AUAIANT

aawliwely (Dissatisfaction) \indudinanuaunsalun1sidanuainiinau
ANANI

AITNANAIUANTIAUAT (Brand Loyalty) fie ALY0URNIEATIEUANANIEATIN
RISl ubLitakig

n1suusdunaInguilag
AAARUIIAA (consumer market) vNERe HEe (UAAR HUSLNA/ATITOW) VYR

¥

Auuazuins ienisldaesdiuin vseldnglupiaieu Fedeidunsuslnaduanying

waninaeilunsuUsdIuna1aguslaa
fulsitnlidugiudwivuisdmsareiinning uwifiteutunlflagily
wundu 2 Ussiavlug) 9 Ao (iya 7ivzg, (2543), wii 181-182)
1. shudsiAedestuguilan (consumer relation variable) Usznaudie
ﬁa%’amqgﬁmam‘ (geographic factors)
FlInulsErINsAans (demographic variable)
U193 Inendsmu  (psychographic factors)
2. FauUsTiiedeasiundndom (product relation variable) Usenausie
nsuUsdIumaanLUSInaIn38e  (volume segmentation) (Junsuwusdiunann
Tngordudnsmsto viemslindnsiusivesiuslan Tdun n1stevssads vietouTum
10 (heavy users) NMsdeliives iedeUSuaden (ight users) waenis o
(non-user)
MsuUsdunatanuraUselevifiuaim benefit sought sesmentation) +iu
nMsuUsdunammunaUsgleviiguilaauamen ddlimileutu fogratu nsudsdan

pa1nedily awnsauuangugneentidu 4 nay mamaUsElovtinLaam
Loun

Uoaruiiuy

TEYP

Ay dunneny
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51N

Jaguuendiluneaina Aldndndinandneiu Inendsendfuduiuunisaussniy
AoINIveIUsLaALdazngy fle gnsmiuaniiuyuy ansuenduu ansyaiiun ansiiie
guawmden gasiluvraduny

nsuUsdRaIauANseuluns1duAl (brand preference segmentation) 39
AuANARons 1WA (brand loyalty) 1unisuusdrumainsudnuazvede Fad
AMUYEU VseANUSNAnens1dumldwioudy & 4 Usvian fe

vy Ao ] .. v 1 vy a4 & =

A@evidumwona (brand insistant buyers) laln Hae%sdensnlangvmile
TPglaNZL IR LAYID YN NTYILUULUAS

A@edinfsians1 (brand loyalty buyers) loun f@edslaeunfiavdensilansinis
Tnglane uwhazdensidusmeidunsinsruilensiduansiaas

vy A . v 1 v 4 !

A@evigeulnimusInvems) (orand conscious buyers) lawn Haedsliiianzas
A1 anlrunlanansiaNasdens ity

w%mmmﬂmawmﬂaﬂ (private lable buyers ) lenin Wamamﬂm%mﬂ i

Y 9
¥

Uﬂma]uszjamﬂwmﬂaﬂmmamﬂimmawmu LL‘I/lu‘I/l"Uu‘U’eJW]?,JGﬁ’] “U@QNN&G]L@\‘]

[

AT luNISLUsEIURaInTARtanwzAll (Kolter, 1991, p.278)

ausninAfUs ke

1. measurability

2. accessibility anansadndale

3. substantiality Hvunlugne

4. action ability nateuUseenunduduges 9 Tu AesEuisa

UFURLA
1A8EIUITDIANITHANMLNDNDUAUDIAINUADINITVDILARLAIUYDINAA LA

Uselevirainisiuidiunain

1. yhlsledaslonianianismann wagsumtsndnfusifimunzauiunaiaidmneg
2. il maneiidenumiunislinneins wassulssunmanndosidiola

3. Benlfinsesilodiuuszanyamsnanaliognsgnioavanzan vilildsunaiiian
a. ilanunsaufulsauasiasuulassdnfusinunnudeinisvesnaiaidivene

ilesanlunaalngfuszneusmegnddiuiuunn wazflanudesnsdefuanseiy
she viliuisnliannsafiasaevaussaudissnisvesgndilumannuuna g lilésuain
fenelaldvhis iy Wielsiussmmeuauosaufisnisvesgninldedisiiussavdnmuay
UsgdnSua u3emisinludosutsdiunain (Mya Wivedng 2543, wih 175)
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nisnuuanaiail g wsanisiaenaaiailiving

ASANMUARAIALUNMLNY K1539N1SLEBNAANALTNMLNE VUNeDs NNsanauladennil
dqumatansauinnimdsdrudusaiadivung - Faduaundesrindsiniiniswuediy
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