SIYMSMSININHWUSSNIANSSNANRNSYATVIN

cnouin S

WOONSSNEUSINA 1

91ASYUINIUC NAUR
919158US2NRNYIBQARINSSNNISUSNISIANS

NG NUIRYINATUIRTSTININRANSSUAS



WOONSSNEHUSINA (Consumer Behavior)

WOONNSSKN BNIYDY NISNSSMIESONISIRANODNIDINNI IND
MDURUDINDRNIST WSORNNNINSOIU (Stimulus) 913INOIUAUR W50
INOYUARIIINNONNSSOURINISSUSALN (STIBUNUZINURNU,2554)
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WOONSSNEHUSINA (Consumer Behavior)

WUSINA (Consumer) WKIUTN UAARWSONRANUAARWIFRUAINS/
LASOUSNIS (FASIsstu, 2550)
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(WSU.ANASDIEUSING, 2522)



WOONSSNEHUSINA (Consumer Behavior)

WORNNSSNEUSINA BKNIUHY WORINSSKNNRUSINAVINNISAUIAN
ANSAN NIsTBo NSl NISUSSINUGWRINYINURUAIKSOUSNIS 10
ANAVAEINNIN AIARIUUISRINISOODURLDIAINKNADINIS YOI U0

(IJRIN Schiffman & Kanuk, 2000)



WOANSSNEHUSINA (Consumer Behavior)

UssluLiounisAanNuInn NssNEUSING

1. maTm*ﬁnmsmmmznTamu AFUNRNBNBSWRNONISANAUTIZO
AUAIRIDIGUSING
2. Tvﬁcﬁlﬁmaaommsnmmumu||nTaWQﬁn99NTumso'ﬁmﬁuh

FoAUA12ov gUSTNATUAVANTAQNADVIRERONARDINU
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3. ZYUMNNISWENLNORNAIRSNISWENUNRRNNTUARNKISOUNI O L



WOONSSNEWUSINA (Consumer Behavior)

UseluzLizoumsiinunnnfinssNEusIing

4. INOUsIUBLHTUNISITUIRDUNRNG INONISODURUDYIAINKNDINTS
YOIHUSINGA AOSINUIHOZIDTRUAINODINS

5. ZIUMUNISUSUUSINRAYNSNISORINIDISSTINNW M INOAIN
[IUsuuQaau



n1$3|ﬂ918lﬂwqo_1nSSNQU§Tnﬂ (Consumer Behavior Analysis )

°* Who?  TasiduneaIUWANIY

.

* What? gudinnZoosls

°* Why?  VMNQUSINAINYD

®* Who? TrsAPUsINIUNISGnFURZo

* When? gusnadoikioln

®* Where? @uUsInadonfau
How

°* How?  gusinadoouls
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CONSUMER BEHAVIOR
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IVUINRDINNFTNSSNYUSING (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

NNSIASIEANANRNAN
IJANNUIRENISIW
CNIALINGWRNS DU
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® Price

® Place

®* Promotion




IVUIRDINNFTNSSNYUSING (Model of Consumer Behavior)

CONSUMER BEHAVIOR Kotler, P. and Keller, K. (2014)
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IUUINRDINOINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

1.39nss6u (stimulus)
ANNSTY AINSsALNOIARNILHDINNNILTISIINIY IRSANNSALIRNN
NYLON BNNISARNNAADIRUNRIREINANNSAUNMBLON INENAGUSTNA
ANANNADINMSARNNAWE AINSAUEToINT0LIANWRIATNNSToAUAN
BIONANBIANIIRFOONHANWA 7B CNLRCTINEN (91SKNA) 6
Aunssdumauen UssNouciny 2 Al 7o
1.1 AVNSLALNINNMSORNA (marketing stimulus)

1.2 fioﬂsza’jué"'w'] (other stimulus)



IVUINRDINOTINSSNPYUSING (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

1.1 AINS:AUNIINSARNA (marketing stimulus)
1. AINSLAUGUWANSOUA (product)
2. ﬁioﬂssoﬁuﬁwuswm (price stimulus)
3. AunssiucnuMsIndoaniumsinLing (place stimulus)
4. ANSAUCIUNISANIRBNNISORNA (promotion stimulus)



IIUU'-:hﬂO\'III\IqﬁnSSNN:Uﬁnﬂ (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

1.2 AuNs:ALdUN (other stimulus)
1. AINSSAUNWIASYINA (economic stimulus)
2. ANSSAUNWINATUTRG (technological stimulus)
3. AINSSALNNNNIAKNNYIRENMSIRON
(law and political stimulus)

4. FINSSOUNIICNUSSSK (cultural stimulus)



IVUINRDINNFTNSSNYUSING (Model of Consumer Behavior)
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Kotler, P. and Keller, K. (2014)
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IIUU’-a°‘me\1ll\lqﬁﬂSSNQU§Tnﬂ (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2. ﬁnumgao\lcg?j"a (buyer’s characteristics)
NNUTULIDNE IO UILNNNSSNUINTIFUNINONUHNINY IRSANER
NSSNUNDAINKNSANUNANYOIEID (buyer’s Black Box) IaeRUIYy Wi

2.1 Uy 2.3 Uy

CNURNGAN AIUUAAR

2.4 U3y

LRGN
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IUUINRDINOINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.1 UUmUINUSSSH
2.1.1 Smausssuu'ﬁugwu (culture)
1OUUANUNUINUNRBNBWR D AINKADINISIRZNOFTNSSKIDY
AUTAUIGNNANANIRUTNRSTRSUBBIWRDONAHUN (Values), MsSuU3
(Perceptions), MNYDU (Preferences) IINSWNNNSSK (Behaviors)

NINNASOUAS) IRSIONUUNRRNATUY 15U 1saisuu IJuAuL



IUUINRDINOINSSNEUSINA (Model of Consumer Behavior)
Kotler, P. and Keller, K. (2014)

2.1 UUmUINUSSSH
2.1.2 S6NUsssKNUoY (subculture)
THINRINUSSSNATUSNDUTUAIUINUISSSNEDUY FIARAINN
IMNENALEONTU FILINURINISIUIRRUORNA 1IRENMSODNIVUNALING
AIUUSERANNISHRNG (4 P’s) Milneniitoonu Ussnouaing
1) Bod), AcUBH 1RU Ty Iu DINSM SNOY A 1I0UGL
2) ANALN 13U WS BRI (SN 3N Iducu

3) NUANIWNRENRNS 13U NMAIKLID NMADAL NMANRW NAT 1ITUAL



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.1 U99mMuUIcNUSSSH
2.1.3 SUMIAIAN (social slass)
IJUNISIUNRKNNBNTURN AN NITURNGUIURINNAIAU Tae
ONFUIUSHINYM DI ST OB NISFNWY AIRINAN IRYANN
oGy 10UdL Sunudvanoonidu 3 ssaU Gt
1) auz‘?uszﬁumuq (Upper Class)
2) BUBUSLAUNAN (Middle Class)

3) BUBUSIGURN (Lower Class)



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.1 U9umusoNuUsssH
2.1.3 BUMIAYAN (social slass) NANUYOUSRNETUCONT
1) AUNOLIUSLIMNNANANITEAURILILINTRENNORNSSKNIAR oL
2) ﬁumoﬁqmuﬁ’fﬁ|l‘7‘1uh°\ma1'uaoo'm||U9m"m~| RSL 93N Sl
ANINEN NISENLN KNNNNONREISIRUIAGIIUSIF D
3) AUINREAURNNISOIURUUSLININANANTIARNIL/ 6NR

(NRDNBIVIIN



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.2 URumMUIIAN
2.2.1 NRANOWDV (Reference Groups) WNIUDN qmmmlﬁ'ﬁﬁméwa
DVNFAUARNNSDWNTINSSNIDIUAAR IudooNIdu 2 Ussinn AN

1. NRANOWBIN NSV (Direct or Membership Groups) 7o

NANUAARANKBNBEWANDGUSTNANINASY IRRNNISAORDNALHIUU

1.1 NRANUINNN (Primary Groups)

1.2 NRNVOUNKN (Secondary Groups)



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.2 U9NUNNAN
2.2.1 NANO WDV (Reference Groups) (610)
2. NANSNBINNDON (Indirect Groups) Ao NANUAARINKS
DUNBWARNINDDN NIGRNISSINITUNISRDIUAD Tuaidut
2.1 NRANIAU (Aspirational Groups)

2.2 NRANMWNVUSISOLN (Dissociative Groups)



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.2 U390 UANAN
2.2.1 NRANO WDV (Reference Groups)
BNDINSWRANDUAAR 3 NINCIUNU RO
1) NRANDWDIVNINUAARINAWNANSSKIRGSUIUUNISOMITUEIOANY
2) NONBSWRNDNAUARIRILIAINKNANRIUIOIALHON]

3) NONBSWRANDNMISIRDNEWANNTUAIIRZNSIAUAN



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

5 2 TISUELEIE Sshinp s
2.2.2 ASOUMSD (Family)
ASOUASHITDITURONTUTUAYANNRNANUNRG TnurRN3NTUAsaUAS ITIT0U
nauowaomomswudq ﬁﬁméwmaa’wmnm'amsoﬁmﬁuhé"?aaaq

JUSINGA TnuRINIBNIUASDUASIVSRNISIUIUNUINIRNEDNEWRIDINIS

NAURIO Gl

Sr

v

ATUN W50 Ny  IJUERBNSWARIINISAORURZD
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J IN: ¥y NONSWARIUNISONRURZosINNU
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IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.2 UUMUAIAN
2.2.3 AOUNWIIRUNUINMIANAN (Social Statuses and Roles)
1. RAOWUMWNIWANAKN (social status) WRNIUDT GNIALINYON
UARRNGNSIOLTRNAN TaROUNIWNINANARIUDITW 2 Ussinu
1.1 IOuUNMWiauMItia (Ascribed status)
1.2 AOUNMWIauNISNSsVn (Achieved status)
2. UNUNNNWANAK (social role) NNUT RUNNSoWnmnNSSK
ARNAN FALOIAGESICIALNGINM TURYARNSsVN



IVUIRDINNINSSNEUSINA (Model of Consumer Behavior)

Kotler, P. and Keller, K. (2014)

2.2 URUmMUAIAN
2.2.3 3OUNMWIIRSUNUINMIYAIYAR

(Social Statuses and Roles)

AsU AOTUNIWIRZUNUINATRAINNINYIToNU IRona s
ROUNIWADINADIY

UNUNTUGHIY NGHLINNTSONRNAADINSIUINWRNUASINGY
NSIAUANJOVISTILIL IANNERNIASURNANTNDLUIRINILINWIREUNUINY
AvanTe 1ANIIVHNMsADANSIANSINUNRNANAEITUANTE)
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THE END
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