-l
unn 2

o af
UWUIAA NOEJuasINISEIINEITY

nsfnmidecmadiafy Fsusduasngintrinisisengaiminauneuiuiise

. a as o o X
AR NAN" Thiuunde nqufjussandduinuadeafediuwuomalunminmai
Husenavdon

- NNIARIANIAN
- mriinfuie
- ViAuAn
. n:zmumtﬁ'nau‘lﬁmmﬁu?ﬁm
- anddtiineates

APIHVHIITENNITARIAN AN

ANIANNTIAATANTIIAN (The Direct Marketing Association ~ DMA ) Wldaavuvang
seanamamanethainaulidn “memeranns e suulffuiuiranimnas 304
deturanvikdmdannniniy WeahangAnsnmeususdiannmninlfuasvitarie i
naRnsieA e iinebldrinaauit (Eratelu Stone, 1997) wailsnnsoRansanau
vatnfhalszdnthned

- DuUfdiug (Interactive) : mtatmwnuviﬂnmzwhqﬁ'nmmmnua:rg“ﬁmnfijqz
lugnévitegnin

- eTsnwildmidennniwilde (One or more advertising media) : NIRAN
mannsiniridelsranuszenalivewsfaseuiudedulstvinnnntdu

- woRnsrumeunduRinunIodannld (Measurable response) : msiansléiiu
dnusiisudngeinmenanense finmmamfdimaraapaiteld

- Aoviedr e e iddnannd (Transaction at any location) : A1sAMARAYYAE
ANToiATIatE N AT s AtuvitefnA
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- Wigrufieyn (Databass) : ﬁmmurouﬁagﬂLﬁmﬁuﬁ#mﬂdqmﬂuqnﬁw‘:‘aqnﬁw
Frntineinynitu s 3RnsieAui naseuoy Wl

. o o
upnenilfafiasumnttsinimananaasiinimnimeteintiteny vy
* ] i J
nsaaemnasiduninisisteranlidingugndnvfanguiilfnsnminumsa el
iimtifjfienluviuf (Kobs, 1979)

nmaranrantainduilefiidinadefuArviderinizdunedeniiiléynne
(nonpersonal medium) 1y aausuA Tneismd Sy lewans videnTaReRuw uasdeion
redihfanainadmnd nasmaraniemssWnaanazmniudidine dunusriiunissn
annronreuRgtuRdnA st usiedauutmarn iy (new market segment)
(Evans uax Berman,1990)

memsannaniflunBessinsanuiiaanysealunguiiiinadmnauasmy
fuslatllthuinats (intermediares) dudfrudmizedfnds  mamsmansafunis
shansieasanmlaonnssuinensinsuszgnénidengudnunwls Taebifanime
aou mrleden wemaineuithlsaninmdlathudnae Boves, Thil, Dovel uav
Wood,1995) '

.mmmnmmntﬁunwﬂamtuuu'l:ﬂdqam (non-personal communication) &Y
“dummszartdudniderinsiaegrdmdedinmngfitnalaemn . Jenmeliifanans
numMmatn(intermediaries). MilMiianatindedudisinalietnindla unisdaeds
ArinAuBuA WLAUAn A Ssntantsmanamamsstidunagnfluifdosanduyu
#A8ndion (Davies, 1998) .

mmmnmemqﬁunﬂmmm‘;'n‘lﬂ(eeneral Marketing)ﬂm'mumnviwﬁu-‘ﬂm;ﬂmn
(Reatia Sneads (2538) hurlredudndny el
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- memeailudnfanguidiwneiauiudesem (Mass media) ethelifiugoy
qnnﬂwlmmmnwwnnazq'aﬂaa'n'lﬂﬁamiut{humumm:: (Targeted group) etinviily
douypaalnuldde ﬂm,lua:ﬁathqq

- fvFumansaitly medasBunnmsannezannihilédaey wAnImaanNATIteu
u?aﬁﬁuad*wﬁ'uq el Weutel ¥ (nvisible)

- mameiahgnacumNFateuifovals 'lumm:ﬁqu'nmmmmnnwnnmmmﬂnm)u
Warmmudaiie

- O T 4 - ] ;
- MmsaaNEiaannijifnnndiaetwdaaundinemaimioly

madaiiun1rae (Sales promotion) aneiEnsAduARALNIRA AN AT T
ne\flusedd maldasuefion nasfdan i inedasingndn wiethalsfanuuwandag
fugtheinaunsfinisdasiuntmeasinauanduseaneluififsesesd Ty
Lilkaknandiuituatugniudasaudsugudoys ussulidnnlsndiudazin
fosugruteyndudvaiunnsiannan . winmalendmudidufisinmitmose.
whilunsivey Trwblsnsnsnaaunsielfies (Bid, 1994)

neARIANIANWANAWannasTRirnioll (general advertising)tudnwusiidn
namaanasaliiiRaaiasdugnirdeiafuimifeseumadeyniis il s
mslurunialezefugmslansmnumieemnl Welidnadedsmdnnauiiniase
Audn uaniin? ufolenendeuusiell (McDonald,1998)

figwiuasianiareInImMinizanIanIaaN (Problems and Prospects for Direct Marketing)

Rosenbloom.(1995) WetunufuAuiigmnuasianasesnamionisaaiantanscld
U Markets Channeis: A Management View ﬁ'»rﬂ An

| . d .
1. mmaanemseseandastunayninmsaienizngiitustuieqiy ilesan
] 4 1
awnrainznguidwinuanaziunasfusdoudnieuy
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2. mmsenennennoditegnAlinaii Inudavansrdsrudmiuntsat
Sudndedramineurifesuenuiugni ua:muquﬁuvlu'lﬁtﬂaﬁwﬁ'\ﬁaqnﬁ'\ﬁaq
Inafufeenty

3. ﬁﬂnﬁ‘uumuﬁdwﬁLﬁnﬁuiwrmlﬁpﬁqﬁﬁﬂmmmamamnmyL{humﬂ v g
wwunsfnduiiaifedeiou Guieeeniirmuuentinaniiu meanasiiodn
vinWilnaenuardnnniledeadeninfusluinisineg

4. Foumalulafififnlng namsiamanssdefinmimmnegananainnisld
peyfweflunrdnnissing |

fndniin

1. fednfaTimauneammiinaiantensAe gt blsnnnidiuuasareseufufi
aidlfdewimste vinligRtuRdesuAtunmaa RN moutenndnnsTedudn
Intnlnfivilu

2, ::uu'nmmma'1mqnmqmmﬂha‘*ﬁuﬁquﬁuuuﬁ'v'h'lm::u::urn usilusumou
nmautiunmaudiedliifnfdmunn wu Feudlisedlivunann dupumsfusefinef
ua:mmauﬁﬂqaLﬂmﬁuuﬁu-huquummuﬂLﬁn‘lu

3. Sntnmmeundudic Tammeunduifsdonss 1 fiuisvauaaudideuds

4. nauteiufumniamamenananniligs danslidesihemesmananamime
snang 1 uaRmAan savinean ernfinanudusuuasfunan

5. WissnivemAsnlimmaiannsinasrausm uasnaeduitne feskwn
‘nezvusenmdnnizeinmaannnisysniline ey

fnmnusArEIeIN1IRaIMNINAN (Direct Marketing's Special Competencies)
mmmnmmﬂﬁqmﬁnumzﬁﬂmuﬁqﬁ fn' (McDonald,1998)

1. Wunmmuiursstmumnirisisunuaznnt  (Combinations of Advertising
and Selling) A NeAAIMIIANAzaALdnaTUR s uFERfnlsoiall warle
- auzdteduineneniianimaunduelicit a response) Tassmsnfanarmanie
ARIA (ntermediary) 1 §AUAN Feaztandurnlalaudmmanfidsdulumaseranmy
{markups) aenl
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2. nal¥iiEnegnén (Customer Service) INUMLMTRIATIBINIREATNIATY
Lﬁmmnm:iﬂ-i'\ua::m'm.ﬁ’nﬁﬁmqnﬁ'\q:ﬂ?ﬂqnaﬁ'\'l:r'lﬁu‘i'ﬂ’ﬂmnnfhmrimﬁmn;’«ﬁm
ForeunduuiAnlmivesnisnaamansedendt  nsmamifteaireduiug (Relationship
marketing) Inusuliinmaudiiufreuzenafiugnin

3. yanguidlvswidme (Precision Targeting) tnumd‘unuﬂﬁ#n.ﬂu‘l&'lumuﬁﬂgn
ﬁq‘lﬁa'lmmdﬁmr‘lﬂifeqﬁmm'mﬂﬁnumwtﬂuqnﬁwmn#qn %dquanmcqrut'a'u Vi
madnfeditliderusmlssumd e Aatulunsfemnirzimiug

4. Saruaflusouyane (Personalization) nizAsamaRsazdearrluisfFtnaus
azu Tawszengle fiey ﬁ'qﬂq:'lﬁtﬁmnq'lutﬂudquunnﬁ1~:1hu1~:'lnneiutﬁ'mmumnu‘ia
ﬁwiuadﬁu'ﬁ’ﬁgatﬂmﬁ'uqmﬁnmquuﬁfupersonal characteristics)uavidenginsssms
iﬂ"n"d'lum(past purchase behavior)'nmﬁu?tnﬂ#lﬁ'l'lng’m‘ﬁ'ﬂga |

5. o WidimfjATuluyiui (Call for Immediate Action) fiearmlsmanaesnismain
namsaliEAmadres dugnirddeduinifedemieyadudluiilsenmamny
inaintAvwiviaslulneold ﬁqﬁﬁmﬂuqmﬁnm-ﬁu.nnm«wnﬁam'ml'uam'mmmmmm
Falu!

6. Antndauald (Measurement) nismsamaAMilandNmReYia ATl
A teRamunnlfiiAn(performance tracking)uaznnmau'lﬁfhunummﬁumua
dFavitelsl FEmelaiiundniug ﬂuﬁ’ammmnnaaumwhﬂ'luﬁﬂme oo
AwnndnssNulriulAetwiidsfingnm
T duindeiadendedimemnsduiunmaimilude 4 Ps uazdwRunmiong
nmnm«nﬂﬁ'uﬁﬁd’quﬂ:ﬁwﬁmﬂinmmmnﬁmﬁ'nﬁu‘lﬁ (The Decision Variables of Direct
Marketing) WiuANIAUFT (Nash, 1982; Stevenson, Taiszyt] #1494 Roberts uaz Berger,
1989) Ae

- fowsun (Offer) fluulan Stone (1984) A Feanmumsrafilnnnzranlfiugnéd
flmauis UrznevliboeRubvderdng nmfiauens matfuraussdaututoenn
yndnamnesiaunbifudi

- maa¥rad (Creative) Uszneudow worssdiamnlsmwon plusiinsndn
wmailadelunnzasriaie uasdeRanranlumsndn v aududouyreg
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- flp (Media) maneamvamsefinnWidelnsdm tswdifhdasauununs uaxde
Buudsaunmeanaisll  Fidetnsdml Tinsdfhdesmmunsziestdumoms
woegninifadfimadnaziiugnin

- WAVARY (Timing/sequencing) WudisfiiesAritimileufunistamannialy wuas
iwenszwini B (one-shot messagespifoduuanndyy  whufludwnz wiuseiles
anem viawluamzngme mniodesRatmntonawdinefinsdngon

msrzuanudAgidiudiunssiaulniddeAanemeundu nadhis
nfuthwnufigndedbfudAanniigaie 50%  SeisueiAuazomimnzanldic
taguihfudusdusiennfestiues 20% dautstiszneuteanrainssdltinud gy
7 10% 1«oi'Nr‘fumt‘iumﬂnuﬁ"q‘lﬂ#lﬁmwdﬂﬁmﬁummhqmrﬁﬁdwmn

- mslinrgnAn(Customer service) Wusu@ndaR Funansadfiudnean
Roberts unz Berger (1989) 341¥a1nuvaAnTes Lester Wunderman fingnadn “mamanann
arfumnifunfndufnhduing fetmninignélunmmaaneesie s
Wnuintine? malimmaedldfufn nisfudasstuftuinnesin dudu Ravdnldy
madladrdryiinignAfinaanuievne ledsRuknehumafereanmasamanaiuanose
TWeaznaWhinsgnAnadadunmassivannindossgnilusezedgndoy

inqusvesdlawilivesniniinmaanaz (Generic Objectives for Direct Marketing

Programs)

{ ] f 4 -
Roberts uat Berger (1889) nidn1mmaIamanniiiaquszaediancAnuntodn
-l
unld vitadlunafanionaanasnmurg s Ae

1. (Ros¥wenmuluAuRWFeLng (Sate of a product or service)

2. oWk ndnaziugnén (Lead generation) finsannsmeundtitesauniy
+unzBunfiaudiainlffunirdesrannimanianiias ﬁ'aﬁmtmﬁ#dai*m*mu?a
tnsfmfidundeseuneduflinunmmiugnAndemdshiusnieuinmiues

3. tda'lmqnﬁ'lﬁﬂqmmw (Lead qualification) latAnduFlnautingueanudaiien
mm:miuu‘J'mmuﬁﬂanumm‘h-]n‘hmiuﬁ'd'w'lﬁtﬁnuﬂnmu Wenndunutuniadnd
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4. afauszinaoafiugiiugnAa (Maintenance of customer relationships) T
- - [y 8 > - J
unntaaminardanifaecunsiuinin u‘mnmwﬁduuﬁumnqmnwﬂnntﬁanumnpwﬁa
- J » &
yrgnA aenriiu Trauni uazqriisturldhunatuaudoiuddumilsouniutugnArees

pu Tandwniruanreandindudssdn vy menesaiiuddviudiasarsienieiiv
Wby (guderredilaaf 4-10 ganan 2542: 7)

f8109n12MA1AN19MRN (Direct Marketing Media)

McDonald (1998) nemwd Aaflufanarelumnidasuelisofizinn Jokoms
ma'mﬁq'lﬂuazmmmnwnmquﬂmﬂ'ﬁﬂﬂr:mntﬁuoﬁuumadmﬂmﬁmﬁu wsn e

t S
anmearaiuaziinsWleusemnlsdiusavtuaiuandh

mngi‘zz s nmnnsdeTesnmatantanslueuinid 1998 uazuus il 2000

( Direct Marketing Assoclation, Statical Fact Book, 1896 §74f1u McDonald, 1998)

1006

felewan % rufin % Yiufu
Tnsfmd 40 $58.0 41 $789
Turercild 23 32,9 22 418
Inpim] 11 155 12 23.0
wilifeRud 10 145 10 19.1
Hmuans 5 13 5 9.6
any 3 4.4 3 59
B 8 10.8 7 138

19 100 $143.4 100 $191.9

prniredussiauliiiufeinnduivenfizeanmataniersuasuanszsam
resdenzaaIam Rt A TUA RN Feapldinmaranreaselidesainealy
rzneulubion etnsdwi detumvdldideladng (Direct-Mail) datneiim! deRefinn 14

ur wiaReRun Nauans da’mq uazdedumefidn {Internet)
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1. A lUmedRdeladnung (Direct-Mail)

fiysd Foefudludu(esso)ldndnatemnmnnuresdelmddan/hidae dude
widfmmmammsainel  ndnumdielmnmdineddaonmne D
Tumﬁﬂ'ﬁmﬁﬂm'mfﬂunN‘lﬂmuﬂmjtmu.via:qanad'lunw‘lﬂmrﬂmﬂa'lﬂﬁqgiaﬂmn
ww...uiefignabdubon 2 ssfsvneude dutemdunmesiussdunumdeided
mﬁagnﬁwum:‘l&’qw‘iummﬁqnﬂman‘lﬂ' (Nylen .Professor of Marketing, Stetson
University,1993 gafiatu Sryud Feeduilngu, 2540)

uanani] Kotler (1997) Setuuedn Aty Smonnsnufuofumssed
1w (sending an offer) AN32N1# (announcement) NY7EGiEY (reminder) Fednquissaed
J ) J >
duuriyran i negliuinuens

uazmsRearmmraselandelnsdilios v ilnnrmaasisnrniarzngsudia
vt Rl eesufneusn il dnwnizgiisand uasnite dnenien
Inine Weilkeseddinnimnnsfisyadischulesns plunmmndudin finyn
nafumeidu ﬂnﬁmﬁamzmﬁn Wemamnbiluunliimesdatus aqiuiinizds
3R leim(videocassettesmelulrmdlfifniauanissnunuamumsnedeuduivdndoy
{(McDaniel, 1988)

Tewumeimddecbillawonmesguss sunsotiounfariigendeims
useannmuiigERtayRufltn wenantifududddinodefidtnaennm
s et Alusunes Tuam'm'n'lﬂmlﬁtfnununnﬂaﬂtﬁuoﬁuauﬁﬂmzu?mrﬁ‘Q’i’u
feann? usilstnmelswdindugnuesdndu “suenluneds (Junk Mail) fasvintinag
deanrdullimdiianizzaninmadly (Fyed  Feedumluu, 2540) 34 Lester
Wunderman (§1fialu Jefkins, 1888) neinadn sz lusweldifnannsffugwleyeity
vsznBnwileliignieniiues (nefficient databases or misuse of them can also

contribute to junk mail.)
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Raafin Suwsads (2535) Windnaite ;pJuuuda‘lﬂmtﬁﬁu‘hfwummq’lﬂmﬂﬁ ot
watigtiuy Wud Wwi@a (eaflet) wiuils (folder) wiksfedile (booklet / pamphiet) kARAN
fon {catalogue) ussTuswelehing (postcard)

2, AeTnsdm?

™ |
Stone UL Wyman (1986) ‘lﬁ'l.ﬁmwwmummnuﬂﬁmmmnmmndqﬁmﬁ‘lﬁdﬂ
P o
dudinimenimernuun iieademalulsinisfesn siusretelecommunication) lu
J L J - - k3
Tusunnmanimaafiimmewn nisdam: uanimnadusddelfnsussuntons

Hyama(personal selling)iadnausmaulshwumiiiu (non-face-to-face contacts)

Tﬂ:ﬂ’mﬁﬂuﬂma#mmmnm«mNﬁ'ﬁuu?.'ﬁmn’n"qn'lunm‘inﬁqﬁqLﬂu'tumfﬁ'lm:
nmnﬁ'qauﬁ'lﬁw?uqﬂ‘tnnu?tnnuhauﬁﬂLdaq:ﬁq nsmRemaANeunsetnsdwiiiu
Svdduidesiinmawnitn @eldyaseirinornsiadadugningudivneiitifg
mreeaidin wsrlaiolimsifeinsdmifommeiamemsaideizends asnfifiade
Angnifiusnfudenemmatuplesais demnnitecWiduilednn (stand-alone medium)
Uz lemfudnoesdeinsimine toubigsnanunmnafruncinnanuduiudfugnindon
nnljfanfuffugnéndedinninsdugniretrafiudaueas winebiltadgui i
(McDonald,1998)

n1sléketnsdmiianemaianiemss tlszneudan 2 38niAe (Jefkins, 1988;
MaDaniel, 1998)

- midan / sndresdumiorinsinsimiansolfiedde / fu3lna
(Outbound telemarketing) {AEn R Enguitwnuldetivmnds ahemanlndlndu
gné1 wifildfadrfinde raguuarfiFlnaueufdnlunsududunmnem viefnds
InsAwinluoai blsnnzes

- nritda / Gutlna (DudintimiBasdeludidee / iidndrsedudviteiinines

(Inbound telemarketing) Fvdautmiduludnenifguilnavnnedele edinyaindi



-y

- ¥

nouunmw ﬂmum HORIAN
m‘mqmmum‘:ﬁmn

mﬂﬁmmt'lﬁ’mmm?mr imm:ﬁ'l'ﬁauuﬂqu'i:m:rmmumqmqﬁﬂfwmnuummqaﬂaq
Rnriduies

3. RoTnavim!

namaraniemsatiunnsdeinmimiazilnnumnrntenilusnnifenismey
nfLlaunsm e Iaimifondeiininasn fefined (2541) WumdiidcilAe “nastumnindhy
mefensimBlengonnulifouneundulaunsanddiumnideseunumuaziduni
Gin vieddaRublauiifoynuazBundmtuin #im damue funeunsfede uae
wnustingfwilulswon,. - famsimiduieusruiisnnmiveontidngudavng
dmaunn  wiarbleradendssenguitiwnefiuueunnniginedeqnAld wine
nmammN;huﬂamn-nuu‘iatwfﬂnﬂﬁmmm'l'ﬁtﬂuf‘ﬁnmﬂamnudaqnﬁﬂuﬂmwﬁq
anlffunsiadeangnén daifduAlmlintiisue  dlssumidednnimmanamieasd
swntoRssiafugnArdusntaysdendiold

uamms e nmimflumsmeduilnessfugidtnauladu 3 wamne (Koter,
1997 $naftalu fvanarsny feitaed, 2541) Wud (1) Tuwanifenimmeunduiaens (direct
response advertising) HATN19 60-120 Fui efuruguATRYeRUAM uAnyTteIM?
Tisninla ussusammuerinsdmiliResendu uadngluutvidede mumn¥eyadn

fuRuAn (infomercials) A% 30-60 W Anruzadnureed dnmruamediutiuandd

iszusauuntaninsfwidnsenduiflununs (2) At-home shopping channels (usnail
InmimPisuerududnfdeuimnfuethadunenn 24 99l (3) Videotext wiasRilng
vmlazgnidendinfugrudoyanauiamefaesiinidrsesduinaudindaviesty
ekl Tnmsnsokdlafuilaudwiiesilafngr _athalafianaiuszmn
Inutialifinanin3d At-home shopping channels LAz Videotext 118 tuifaqiiu
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4. AoReANR

y - J (.|
Reﬂumﬂuﬁmmmmmnmemnndﬂnmandwdq Wumsae (placement) Taenun

Tullsusns wideRuidofetuiindiduei Solulssnnasilfuiviladulumeyunduetig
ﬁauuﬂqﬁu

- Qaumns dufeouesinandmng 'lunnqﬂ:zmmmﬁuﬁm?au?mt

- wleRun u‘]uﬂaﬁ"dqﬁmdwﬁlﬁnmmmnmmﬂulm’n'mﬁ’u iosnidudound
snnrofesnmsifalsmauasemsteddy wiwaotledefiseusidendefund
fvineilouns Wur fathandeiidigeusunsoundtiomagfiitnadumann feing
suntaluanmeundufifadondt maiilassnnniuissnnroszngudhwng 63
nh RamdilfouduieseideideRu ooy

- ARy (Speclalty print media advertisement) luuntn (inserts) Dudeiimlude
DnusndowideRa®niniy souluglinsasdunrsmmiu fend 4 & feluunengnld
WesFunrmahsul gL inmuszgladAnminenisioyaisidiu tréede wed
mues #e Bind-ns unz Blow-ns ugtluiumilenedinedlfiinsAenouudalitindy
{postal reply cards) WunInluRAEIAN? ﬁnwﬁ'ﬁmfﬂﬂmnqn'litﬂmﬁmwuiumﬁ#ﬂduﬁﬂ
R 19y Tasnyatestanuaiaesiowef enafinifade Wigeusduderedeyainda
vdedideRusn u‘hn'\fnﬂmqqn'l-ﬂtﬂutumumﬁ'm (Stand-alone Advertisements)&WH
annlusindnsesdiausinsaiu Bind-ns asgnifluniuilaunis . €ou Blow-ins axgn
wissintRmh Wi ey ulausns dinduiiannlandwifeduilRegouedy
(McDonaid,1998)

5. ﬂiﬁnq

IngpinWidhadeatumps Asivpdndanguaibldazegiurmdeiiinnu deifl
fedufendnassnzasanansy inmzauRidnginasinerlnetsegfon W
szmanfunsiiesyaafimmn uﬁqmﬁumnr:mmﬂmnﬁﬂdua::umum'imﬂ’wﬁ VE
Erunld Trrumiufienaauluuda (McDonald, 1998)
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6. ﬂaﬁumaﬁﬂm (internet)

donmaramensaiiindatuifentul) 2000 Ao Suwefilln 3 McDonald (1998)
Wnanbedelmidlindanmruitmumlismanaiilad Tnuiemzmatulatigiutioys
uazmtﬂamrﬁuwi-umuuﬁﬁm‘tumri'\;ﬂuﬁmmﬁu?hnuasziqLﬂuqrﬁq Tudlulenis
snemrimeluigdviininnmaamanezabeseemsuasaaintrinsendununde
ﬂmmmﬁndaua:ﬂhqmmwnﬁ'm'\nmimﬂ'mmumqmmmn

dosuwmefiladudedinainmlafinmasianisasian Wauethandregansty

flaqiiu mzfuitnannzndissfudmefivannumeldetrsdiwny hissumaubunn
wvWdenlusnraufeuFsunmiubuilg Aosolinaen 24 frlelatsumesy
Inedwyi Buwmefuln Tasamzuinartoys Gdn losd Bu (World Wide Web) fidalufiuex
Alusemaaty Gfu (Audiencesimisfedumefidrildninatounindledeuivdetnaim
vielnvm: wififéwndmmsRufrusiussidundmnniudor usuiimedm
tumefifln (intemet commerce) asiimiadndledinufdeminetasiimmsuasme
nrzaufuduuui udnﬁu‘l.ﬁﬁmwﬂuu-nnumuu‘iﬁ’ntdaw\mﬂuﬁ‘in'\rﬁmmm'lﬁqn
FrddedusWetheszmnbaumanfianddatubnin

dumefilailietimialannda 45,000 witethy unsilffuzana 30 fvmu &
niaredInBumediln (Intemet Community) mznmuﬂ«ﬂumjuﬁu‘rﬁm‘wmuﬂnmm
3-4 §rumu dwﬁmﬁm?mumﬂumiuﬁn%ﬂmt pefinmiin wlmauigune Fetlflemiidy
Amngumefilmialanagiunmudt nguausnniust Inswmzmaty usziinsine
7 AefWumefidmnniign  uarfaqureasdluntsiituoefilnianialiec e
(browsing) Wemnudiy weadeWlunminem dqué’nqﬂrzmﬁtﬂﬂmﬁudwiaﬁuﬁq
vidadey ity (Shopping accounts) axiszanabenns 105 el GwU (1998) (Fwinlu
Donthu st Garcia, 1899) ni i ituwmefindensdaBadulsznumideuficton

iz 40 (almost 40 percent of intemnet user report shopping as a primary use of the Web)
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waNeNi Book UAT Senne (Bwtalu Sy1d sesiansal, 2541) WNuurRaiiiau
'lmf'\mﬁuﬁumﬁmeﬁumaﬂﬁﬁmm‘mﬂmﬁuﬂtﬁm{im'lﬁdﬂ

- mronuususefilmlunasuedlenfduidenny (Content)

- Tymndumeflaidnuusmuaunamauie (Multimedia)

- nronuudumefiladumsfessludntusAtineuiild (nteractive)

- Tﬂmﬂuuﬁumﬂﬂﬂmtﬂuﬂﬂuﬂqnﬁw?amiutﬂ'mu'moimqtﬂuﬂqmiwu'\m

- Tm:rmuuﬁumaftﬂnq-znN'lﬁf}’qrju?‘innﬂﬂmmnruﬁ'nn"uqmd'M"q']'lﬂ elkgnin
uenshannvnmstsrnnutemdunmnilugweddudeds inrUrznaugaulug)
ﬁ"linauﬁomﬁﬂﬂu@ﬂuumzmrﬂnmqe

dviudlituwefidnlulszmdlng neutenhineiiady dmeawudn Wl
2542 i tuwefilalulszmalnnun 620,000 au vdoAailu 1.2 % ealszmnniauaf
mqﬁ’qud 12ty e6% tﬂmuﬁﬂq‘lunwmm 10% Lﬂunuﬂaﬂ'lummﬂwmuﬁwffndw1
uae 4% duffeguendles s iiEumefidadanliemmamunnuedouily
vszmAuassnciszng saisfiesnmmndsisanlunsRasedenns wazgninAedssnman
(§MuATHETA, 2-5 NN 2543 ; 18)

umsaliinfereuncdndumefilnturzmalng wuds dudemiegeiad hFuanumile
wndy DaceirurefnBinmol gruiATHgRa oAUR 1315 tw oy 2543 Temeaqlld
41 Deuidrimouauin i fBumefilaideqiufidensn wifwudroos Theondw
sumefulailiidadonte 1 % 10yafARIATINTRENN WieilyaAIndy 400500 Fruum
unsinmssammadrfumefidassnaelufeluonfindnaniumesaiamstenn e
n Sumefidasunsnlifadiusaiuasiomuisusodrtmaiatusanireuasnguiti
umnﬁumnumuﬂwﬁﬂmqtf'iu'l-nvﬂﬂwmu adranudumsiiens. 2 maitiinsimsumnn
139 uﬂnﬂnﬁﬂdﬁu\qué'\ wuulfndes e uesdedeld mrzawnroamaney
u.a::tﬁuaﬁﬁqmmQtux:rmﬂ&u-ﬂ.ﬁmmnmuammh unnwnilfianudn dmaumiidnly
Weuwmefilaihnntudlediuuiuedns Tufugaiidduin nelsvandwiumesiia
fdelAFumnilunlusunasdulng

Tnusqunmsmneassluninedseafsilmnedainnnaussedugraing i
sanmdhtefuiFnanguithwinuenz nedufimfeduuuasiitnasunmnidneusuls
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Tnemrauasiuiichugentmatamanse Fajatiulitilnangsitiwaneianismeundy
(response)tugtluuussmgAnsmumsevdansddisdusnimeuiud  uuaRadafunis
paANANTRMdATydentrAnEtietnE maoiifidnlstamenanroresnis
senanersstunindnfenguiviruneuiu mafmmudssinnuasdneazessdanis
AIaN1ense uazlsininmlunirgelarsmmaanenssideaa Widanginssumsie
v?»:ﬂm:ﬂnmmmmnmqmﬂn'ﬁﬂqzq-zﬂnmmmzmmmnmqnﬂﬁmﬂ'udaﬁndmmuﬁq
fivedu videAnmnmatiam e Tusanmoasallndd  masustofudy
utnimningArel  Iuwnnsesrsmnsinging  Invanmessmanlsdefed oy
nrmNaenr uasiupanmuasmdusediln winl TausdliAnmnmmaianien
mﬂ'udaﬁwtda-mn‘bJriau'lﬁww‘m‘lﬁﬂuunzWﬁJmquﬂuu‘lunmml:xmn'lnuﬂqqﬁu

- dJ -

mnTuTaﬂﬁv‘u’wo'lnag'lqﬂuﬂqqﬂ’uiouﬁmmﬂ’numw'lum:ﬂnm: nnau
asnzousnuRrutsiteiiliotemniudesinsaiifuleysethsirmuanninda
#ufe(media exposure) unstayatramnsinaududaientuludin dudulse aazofu
(2539) Windinl¥i domndufedrdnsiayed tddnmndusiedlsummmumntin
Urzdndu Duteyalunmsnwndufioysszneundsdule  memzethais &
taquillufsmndranns (The Information Society) uazizaivdeayluyadtannr (The

Information Age)

g2 anoysid (2541) nanadn TnandutledudidnyMdsneuneindula u
Aanasing ) sewnpnl Aruiaanasthasmsisnnty deysssdufiesntsteyalunis
dmdula iebivilaludesiaidewils yanaerbiFiemnetheidudinngauiomn
wiaziRenfulifesundoufiasinileTumbleny unndndinidynaauiltimadentu
At inanqussnfugneesdFuansiudrueing  Wud

1. evfszneumednidale 1du nrzuaumn@enfutmsi madenfufanminusd

srzaunsalissanny

2. afdreneumadudean annuondendu areuafs Sniusrnnlesindl Snwoy

MazzTing 1y 1y WA ZRAIUN MIANE ARBAIUAIIUN TN NAIAN
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unzmndafufeduilanmnedeinuntd fdl Bocker S19fivly aumar \iyge
2539)

1. mausraudioy (Information Seeking) nanade yaraszusrandioyaiedents
Iﬁﬁmqunﬁwnﬁqﬁuunnnﬂu‘luﬁm’l.m‘r'muﬂm‘mt‘}mﬁ"q-ﬂﬂ

2. madlafutieys (information Receptivity) nenaAe yanaezdnfudaitedesnis
nordieyafimuessuiaoning DnginsimlamsFomteruniiouta vieilfuusiin
M vissnrsnwlfeRinfidaginetind wnflfieyadriarndurieciutedimuesas iy
A ldgwiFonluiime

3. madlafurlreaunienl (Experence Receptivity) nénaRe yaasazilinfuthonns
maedasnsinfsladaile e dedaunnivenmninl

McCombs uaz Becker (1979) WitiuuaAndh Taeirluyamaudasauiimadiaiutng
anfemadniude Wensuaunsnudisims 4 rzms Ae
1) tﬂﬂﬂ’flﬁmﬁumqmmf (Survelllance) yARRRTIRAATNMMARE MLz AR
wAms0fRaring q reuianmrdiafushasas yioWiiBumaivusiemmnsn fusily
@) WHemssinAule (Decision) nndafutnsinitbiyanssnsoiuusauthesn
Aesmazviempnimiing q reud Wemsindulstanamcludeddifvfudiniedi
(3) (Haymausunun (Discussion) yrnssnnidoystnms e i unmyeauiy
miBuls ' :
(4) tAannsiliaudan (Participation) ieFufuseilfrudatumasmenicudulisng o
ufamurey 1 /2

- wusgriuudnwnualunndendisfredfuntudacay # Dominick (1990) (f14tia
T aumar Wiyge, 2539 i Gumslanfasdeniudonufauiediosnnsdol

1. dWemauf (Cognition) Ae ﬁmmﬁ:’agarﬂm\umaiam*mﬁmmc#ugwmmuquﬂ'&u
Funrmesnfideuamsitnaudounidcanedons

2. WeArsvanmany Diversion) 1 mﬂ‘ﬂnﬁ:ﬁﬁLﬂaumqmmﬂmh‘hnqnnmu vite
\Redouraruanadiaeiun Dy

3. Wedrtumedanu (Social Utility) Famrdafudeera e S Funtsuesunig
s tudemuuazam g nusiedty -
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- , ' v d .
4. \WBHAYANAIAN (Withdrawal) tﬂumﬂﬂnmdamauﬁmﬁu«'mﬂnmﬂnhqmqutﬂﬂ
L) J L4 -~
i luriin Jadwdedteanaiudicls dudu

n'm'T.Infmhomm‘iamnﬂni‘uaaﬁuﬂi’umw‘iant:mumﬂumﬂﬁanfu
(Selectivity Process) Setlsznevibiay (Kiapper, 1980)

1. mafendiafu ( Selective Exposure ) yAAaaziRanitafuRauaztmranumES
e pumausulauazanudiesms et Mutgunidesutnanufeinistesmy

2. madenlanunule ( Selective Attention ) yanaaz@ensulaamzdaysthn
mrﬂﬂannﬁmﬁuﬁﬂunﬁu.nzmwtﬂﬁﬂnuﬁnq uasuAndmRezaulvinmdaudiinia
unfusrauidefiflegdsmesmubng

3. mndenFuf ( Selective Perception and Sslective Interpratation ) yAAgatiden

fuhidedenfnatinam i lumdsanafesiuimed ande anufeans u
ala usstssaumrafsl

4. MAAonandn ( Select Retention ) v.ﬂun::mumtqnﬁ'mﬁunnﬂﬂ’qﬁmmt@'mn
andnamzilemmesidiesmeniuithlssauneal Wesunmmi i Wiulemasiely
Tusnuzduatufinfutroanribinsiunc s laieemuns

uszlunszurunisiieyadnams (information Processing) MéduFinaldfidioyndoy
anudfnzaudondaua iz inasunsaiudaysiunomsed1da  (Memory
Processes) witnlAfbayndoumuiinnniiuly ereit Wistnadammsiiloussann
auevladioyatufiga(wearout effect) (Assael, 1995)

sannszaumslunndenfudionr axwhiddmanaiinndonstunndunen 3
tﬁnﬂuinuﬂmﬁﬁt:nauﬁﬂwu'md'\ﬁm A8 (Schramm,1973 daafielu eyt toyand,
2540) |

1 dlrzaunsafhduiiaduinWFussuaoannsusnsreiy

2 matrfumirsdrlemieahomidfussusmnionsusuesymirzasdoes
ustinlantnonils

3.qmdRuansiafuinWhyanaiianuetasineiu
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4. maAnmuszanwuasfesinlilanuuandalungintunindenfudeuszide
e

J - i - 4 -
| 5.A1NAwNn lun1sfuan: 44mmnuamwmn'muﬂ:ﬁﬁ'lﬁﬁ'm'lﬁwqmn'.rmn'mﬁa
Ardnmteesyraauansitafiu

6.yARnn i WilluadenisuifuuuaeinuafiniTinole uaswninrsuesdFy
Ane

7090l anmnenrunfzeddfuarsasinWidiudalssuvanureshosnite
amdluguareasearidlancuminuesestngn 1K

8.yiunR aziluiiwusinfseansfuuasnaunussdede et sidwy

riyFeu ARdmnl (2531) ﬁﬁmuq"mnnuﬂnrmwﬁ#qztﬂni‘uﬂwa'lmaammtﬁm
uiezilinFuelaetnelndu dedadtnfmmamadianide Wud

1.0adudruyafinnon unsArdnendouymna Ao yasausiasauiinomuansriuly
Aulansfrmsdsinendouyana ﬁ'-zﬂtﬁnﬂnﬁ'nmu:mmu:_rmgmqﬁmnd'wﬁu AN
Fnlusanmurndnimadmiivsfuteiluadessiuaidyn auAn FAusi nasrey
nzzuaunsaeensFul nasiseuf nrgele

2. thdudrusnmauiiufnading nnmainecinfunguismiinudatnegdu
nejadnegle (Reference Group) Tumaiindulafiusnseendmninesilng dnecadeuangy
uwdnonidin Finuad ussnpiines ieliduivesfuzesndgs

3. tadufrusniazuondesuonszuumsienns nguiiifneuzmefune ey
£1in szdumiinm Meld tusdudnefu madsfudeuscmemeusussdailowmsdle
frreanguianantenaduaiiufion

nnfenfutmanitemsdendafderenanausiazeividousu. Kilidean
urnzauflindeiivinitifanousnamlunndaide sadulne saziofu (2538) neadn
dnmauznieUszanssuliun eny wva ruldk mefne uazmaun Aedadufiinlyanaden
Fumsanafiu Bvtalu By doyaasd, 2540)

wuFsfunguifmszmns @il que Wgansmia, 2534) fisuedy yaesn
ArusniEnalrsmnsuaneteiu axiiwgAnrsunirfusnruansneiu etunineaqlae
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1egfumnlisiude ewfummnmiinuduiufreuingaiumsfusimide
BT -nnmrﬂnmwudﬂmnﬂaﬁjﬂummuﬂmLﬁnﬂm‘?ﬁuﬂwqﬁnﬂumsq‘imﬁ'ﬁitﬁu%u
mu’:’uﬂLﬁuﬁuuaztﬂmfudann‘nﬂn un:ﬁ‘lmﬂa:tﬂmé’uﬂa'ﬁmﬁﬂi dng use wideRauiunn
e uidihiteny 40 Tl néunudiinginssumsemanisfefiurilouns (fayaainms
&1774784 Nielsen, 1976 dnafialu yus Wlyaninia, 2534)

2. nadnmuaznisafude fRineAnenguineclireusingim! uscasiundlo
fufeReRuRnnnd AinrAnedon TuasnusAgRdnRnelonasidingnnndn ramk
WU nduﬁqﬁu#ﬂmtﬂnmq«mumwuumﬁqumn éwﬁuﬂwﬁﬁfmmaﬂuuﬁmnﬂﬂ
aziimanauansineiumnn@nisAnmban Ae GinsAnngauazeryunesendadiisn
uﬂ:t‘s"mﬁLﬁm'ﬁmrTummsm'numnnd'mtiunuﬂﬂmrﬂnmﬁwmzmqﬁw Fahuynmail
mtﬂnmquiauau'lnﬁa:daﬂ'nmm‘iaﬂmﬂﬂa?uﬂﬂmn (Link uas Hopf, 1946; Lazarsfeid
UAT Kendall,1948; Handel, 1950; Steiner, 1963; Comstock UATAML,1978; Schramm uar
Porter, 1982 ifialu gua WlyanAnia, 2534)

3. mauaznrdiafude gudgtnimitasfiangunnndndo Taumwnfduds
flun Aa umazer doudine Ae memmhaivusceaslungunideRuunnnds
(Greenberg uaz Kumata, 1968 finafkalu gua ulgyandna, 2534)

4.ﬂu'lﬁﬁ‘un'milamﬂa (Schramm uae White, 1949; McNelly uazmnsz, 1968; 14
tlu qua ultyaneiia, 2534) tﬂurﬁquﬂ:ﬁﬂm'\m\'uﬁuﬁ'mdwﬁuqqmn uazfiedudaush
fAgyuAmfumutsfunsdnm 1«5ﬁlﬂmrinmqaﬂn§=ﬁﬂu'lﬁqqmu'h]ﬁw daudiil
m:ﬂnmﬂau&uﬁnﬂﬂu'lﬁﬁﬂuﬁqmunmq a‘uﬁuﬁﬁﬂnu‘lﬁqﬁqﬂntﬂuﬁ'ﬁumﬁai’udaﬁq
Aurusziunilamfseudnonin Blasumdadlawdnaiudia yaesiiflgnsiuaxiingg
ﬂm-.r'\qﬁatﬂuntjuﬁ'lﬁﬁrﬁﬂqaiwm:ﬁ’ﬂtﬂﬂmmwﬂndama‘numnﬁqu woletinalefinn ¢

ﬁﬁrm'lﬁq«:ﬂﬁﬁ'uA"\umﬁqﬂmﬂﬂaﬁJﬂamaTmﬁnJ\'.‘uuu‘jmﬁuuﬂundu#ﬁnu‘lﬁﬁau
nan

nqufjuacunadaFesndaiudedonifidnlafanvg fladufilananasengn
nrrnmndinfuile ua:%umwamqﬁnnumﬂﬂumdﬂ TuiewizetneBeuvadndsnan
uAnsimesinE st Wudscaudinedafudelivileuiu deazdouty
dlatnrdiafidesesnguisinauneuidilinensmelszmnefiunnsiaiu weilindu
sieflazAnmfiuafiumnnieusds uazerwmeils arwiiilslumedasunmeianianssty
daursginssunsdiaiude dudrdty
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- -IJ A ﬁ

ﬁﬁunﬁﬁﬂant:tﬂuﬁmaﬂmmﬁmﬁuqnna (namueq) AuraadeLlszifuiieg
11991197etand1eq (Baron Donn Byrne, 1887 &1afklu Solomon, 1991)

vinuad A moseuuazacaliliey mnlsdiulunseuitebivey uazUfjiien
nfenes yARa andunisad u?audquuufl.u’ian nummwnmLﬂumunmua"utumu
NRIAN (Atkinson, Smith uas Bem, 1993)

nﬂuamﬂuumfuuwmm*mn'mmui vile mwﬁnnqnnaﬁdﬂé’nq yanadu e
wwnawAaTilgnagAnsmiatnlaet ol uasviaumRdhuRefimeydunsmnidndoy
{(Wells, Burnett uaz Moriarty, 1995)

ﬁ’ﬂunﬂtﬂuﬂ“unm'l.ﬁmannnmmﬂﬂ nimAedleynanseunfnfuailael
uusliiecdedudniu tnmamninezaulvisuafiesyanaiilieduin deudaioe desm
umuasdednenrnetwlunrnumsindulsTenmaus @arm i7¥m,2540)

ﬁ'nunﬁﬂﬁﬂﬂmuunndﬂeﬁuﬁwﬁu;ﬂumnzﬁnnquﬁu‘iﬁﬁnﬁmmmwmuﬁﬂmw
dnimuniiduifasacnanudnmaudilaun saomfn Turusiursinuifasanduudios
ain etwlsfinanaansnusesirusiiamichiezeingmwdinsiufrowiamnds
rwfAnuaswgAnsnndundn

2l B

ninuaRilesdssneudidiniudidemunsiu nﬂmnﬂrnauadwd-uﬂumq‘lﬁmn
evflsznev@natreuilemmmn eaflezney 3 dousi {Schiffman uaz Kanuk, 1997) 1ur

1. e3fsenaudrumaang (The Cognitive Component) An ANUY (knowledge)uas
n2fuf (perceptions) ﬁ'lﬁv?wmﬂr:aummﬂnumNdaﬁqﬂuanaﬁﬁ'ﬂunﬁ_ (attitude object)
u«:ﬂnﬁaqnﬂLﬁmﬁmmuwdqmﬂ redusnuide (belief) qanaﬂﬂmwﬁ?ﬂﬁ.ﬁdﬂ%h
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PhaziivimuaRfaseRniu Tunemrsiududrfiaudunneudafolnlffes vl
seRaiy

2. eefurznaudumanafn (The Affective Component) ifluenaas (emotions) vile
AuRn (feelings) ﬁqnnaﬂmﬁqﬁu‘] Folrzdludn (evaluative) Faeilazunnsluim
yadnuazAtluszeudasymag

3. eafizzneudrungAnsa (The Behavior / Conative Component) Wusiszney
qnﬁwﬁﬂuamqm-zﬁﬁnnuu&mmwfm zramffn Aeuniesduvdeunsmusias
14anauﬂmaﬂnﬁqm:nt:v':w?ﬂwqﬁnﬂuunwﬂ:Tnumdnmwdqdaaqunaﬂuﬂ'ﬁ'ﬂunﬁ
Wn1134uduiinAnnirnann mﬁﬂt:naudquﬁq:d’mﬂnmmﬁ'ﬂﬁwmﬁu‘ﬁnn

(intention to buy)

ynnaudacauiinunpradslafnidunnstemily uwmzysaaudazauiinnm
Aaanudinle uasitanndniusneirefilyl muumuﬂrnau&’wmwnm‘hmm{ AT
il adusouisneudlasduseainung uavdouﬂrnauﬂq.,mmﬁme\’uwuﬁﬁumwuﬁn
1eaAne araeeninluguuuanshafwiumeanuasnesy ﬂaﬂuaﬂﬁumrﬁuufunv
Urzaumzafiusnday

nafisreninuag

Statt (1997) Wnenaifiunfiunsamunaseinuni (Sources of Attitudes) 11 vinusi
refimuanuauwidoeiuldud areunFs (family) 4~uﬂunmuuum1u%mmqnnanm
wu'mﬂqnﬂqmmﬁa ANEAN ua"wqmnmmw-, fAuseNA neuiiley (Peers) iy
unsiaRuTaeinunRR i auiennzitoeresundi m*mﬂuu‘luﬁuﬁ'wm-rnmnqwfufu
2ntNgringa(opinion Ieaders)nﬂamwndamrﬁmaumué’mnnﬂmh UAUMETaT8
vinunRfifae e UszAumanlinuma (Direct Experience) 'nmunnanﬂdaaqﬁuq 8
tﬂunm-nmnaqwfmt'lwnam'l'ﬁ(ﬁ-ee trials) WreligUesdouan(discount coupons)reain
N1IRAN

rudefulu Assael (1995) Aléndnta Jedefiduasiantrabiinuns Jadontug
fuumssisnvesimuniineiu aqllddr dmumdfinannrzuounsBuuiinanssnuunann

flaudvai] A Bninaventeunia (Family influences) un.nqut'ﬂﬂu (Peer Group
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v

influences) 'ﬁ'ﬂqmﬁu‘ﬂﬂﬁﬂﬂfzﬂumtrﬂ' (information and Experience) sauvisym@nnin
(Personality) ﬂqdquadﬂﬁnunﬁﬁ'ﬂdaauﬁﬂmzmﬂauﬁq unfret Ny qnnaﬁ'ﬁqnﬁnmwﬁ’
faFn Aszreunrudedufivg ua:ﬂuiﬂﬂmqﬂnrm'ﬂﬁﬂ'lﬂgﬁu-nuzuﬁ'ﬁmnum Al
dryadnnmiuansinaf iy nﬁuﬁ’muﬁhnu miuﬁ’-mm\’uinu nfuroulanwiu uasngutau
denasihimundliuflousu

vuaneni] Schiffman uaz Kanuk (fnefielu 1. ASasros 1ofim] 2538) delénanni
- unsadvEnadanirdamumiauai Sanudn msnaanpraduininavilfiduasens
ﬁwunﬁ'nunﬁamqmnLdul.ﬁmﬁuﬂ:r:aun'\:nﬁmumqua:ﬂ:r:aummﬂuaﬁmmqnna
vtnaanareunfiuazieu uaznisdlafusedasnam: Tavedunelidn unmmaminigd
MIARIANIAMISIANTLY ﬂufhtﬂum:ﬁamdum:Taunn‘lﬂﬁ’Q’u?'inn"v"lﬂﬂmmﬁnﬂqmmm
peusussausulauszpluiuunsdindinlhdustied AarsmesaImaaIama
tﬂuTﬂmﬂﬁ’qmnu‘lum:gdﬁnunﬁmmﬁu‘r‘hn mazirRnfuriianimsiiuse g
srrfimresnuuivinsaufiuacmdesmsssusasanauassunrodhilas

Urznnanninusi

NARaSRTaUSRTinUAGiRenfidu 3 Ustimdauiu (351 afFaune, 2524 Eaftaly
Anfityeyn wrnilisama, 2539) Ae

- inumRiBaLon (Positive Attitude) 1ﬂuﬁ'ﬂﬁnﬁﬁ1‘fnﬁﬂ'lﬁunnaunmaaanﬁmm’luﬁwﬁﬂa
yana e WinRar1e riu'lﬁtﬁnm*mﬁ'ﬁuﬁzmﬂuhuﬂﬂwnﬁqmmﬁ’tﬁmﬁudmﬁ’u-l
ua:ﬂmﬂuﬁumuﬁ’ﬁ'lummau?um'mﬁnu?ﬂiﬂqa'lmi-]

- NMuAREeaY (Negative Attitude) tﬂuﬁ’nunﬁﬁ’ﬂh«mwﬁnﬁ‘lﬂﬁmqnna Faer10 vided
#e InBstiudauiumnalbinels ﬁ'nunﬁﬁwauﬂq:riﬂ'lﬁtﬂnunﬁ‘t'm'lu'h-nawnna vunlug
masquapUiduluie i wissibilmud s ludectumindeaifam

- imumilaey (Passive Attitude) tﬂuﬁ’nunﬁﬁunnahiuamﬁmﬁmﬁuunna Faern aanu
meal yiedsturlautuide foulugiindlammnanmamidinasinsansmuiAaduvte
mn'ﬁﬂgaﬁi’mmﬁu'ﬁuﬁm&u-]
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v v
ﬁ‘qﬁqnnamﬂﬂﬁ'nunﬁﬁ’qnmqtﬁuqﬂr:mntﬁuqvﬁwmuﬂ::mmquﬁun"lﬁﬂ'umjﬁu
< P - ;o : .
AruiuasluGearamaude amdRnilnn vierDuaiilsioyann Raree n1nsein wie
&Nl Wuky

uﬂmﬂnﬁﬁ'ﬂmﬁmﬂn'\mﬂqwﬁu (Levels of commitment to an attituce) 1w Beatty
us Kahie (1988) (flu 3 224 (141 Solomon, 1991) AsilAe

- sefulougul¥ (Compliance) huliusdfiflifeitodu Hedudlefinoudiiursiuda
MMM (lowest level of involvement) yanasstusnie W imeSnewardspidendnides
mzasTnpunishments)annyaAsTu ﬂﬂunﬁrduﬁﬂum’[ﬁutﬂduuuﬂm‘lﬁhuﬂﬂwqﬁnrm
meeyanalildegluswmé@uidenudiinadondnmne fethaty griitnasendudud
usenadatAnivmzwndelubnlalld

- 22finkd (dentification) ﬁanﬁuﬂqnnaahﬂnmﬁ‘{mﬁabﬂﬁmmnmwmqnnadu
viteaulungy u?‘ntdﬂuamd'muﬂﬁ'ﬂunﬁvdunﬁmﬁunu'lumju

- t:ﬁui'ld'mmtﬁfmfmqﬁ%m (Intemalization) ﬁaﬁ'ﬂunﬁﬁ;ﬁnﬁuﬂaﬂmw;ﬁmﬁuﬁum
(high leve! of involvement) Lﬂu?:v‘n’uﬂmiqﬁnaumﬂ'lu m:tﬂudouudumﬁwﬂﬂummnna
wibuuadenn

UMD iALAR (The Function of Attitudes)

ﬁ'nunﬁﬂunmwﬁﬁﬁﬂq 4 Asznsiidndny ﬂquﬂmmndamnnnﬂmﬂuﬁqmﬂ
(Katz, 1930 $2TW1U Assael, 1995) Ae

1. umumidelhyane ks teniifninsou (Utiiaran Function) Aan1sldhin
undduuumnaie WA AR Aoamns At linudAnfursnensuuaznie
urrme iR ufanaiesTetummanlon fazifonanzanausfidaumnRouiy

2. umumlunmeieutrfluy (Value-expression Function) WAUARR TOLANS
.ﬁdnﬂwﬁnmf‘nmmutm(self-images)u.a:l!"?ﬂf.lu(value systems)129f13lnA Tauiemnzeting
ﬁqﬁuﬁw#ﬂm'\mﬁmﬁ’uqq (a high involvement product) u ndnsnftesaudileung
Usfareauireumadalumsit Suazmnilanda TLTA Ve TR 1 Do, SNTPRE I 8
neaTngnmiun gyl tuaulsnenn
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3. unumlunsunilesmuies (Ego-defensive Function) viauadgnuanslugtiteans
Inlunsnflesnuies iy mrﬁriu?rtnniﬂﬁ'\mﬁouﬂ'mﬁtﬁwﬁm#mﬂmumm”ﬁﬁ'\mu
ANdeiy uatnalauvioluReivinuninanenmdudfiduiudiuns W nrwensuan
LTI m'\uﬁ"u‘h uazAuRwelaa ARt

4, uwmn'lun'\ﬂ"tﬂuum'\uf (Knowledge Function) fistuaiazdondmsdinmdiaye
srouvnmail Jailuusesdy yraaazifiimusfiduiolssfiu@eninmetnmsii
a9 uazammowlluduou dueu qqﬂmmmmﬁﬂqnmmﬁuunﬁuﬁﬂnﬂnmqmﬁnm
Tulvesduiidnuoutssandeidniudfiumumeesimndsnga

ﬂnuamua-wqmnsmﬂm'\ud’uwuﬁaﬁum"ﬁu mﬁﬂummm:mvtj‘ TRuuAEYIg
Windna el

Lefrancois (1980) 'la\’na'wﬁqmwd’uﬁu{t:udwﬂnunﬁua:wqﬁn:m'l’i‘lu
Psychology 91 "anunﬁLﬂuunnt:ﬁuﬁﬂwﬁ'adﬁ'lﬁtﬁmqﬁnm"

nundflawdiniudiunginem Janmmsumteedlrneuisumesimed
1o Assael (1995) sl dresrlrznouiovsmilasduiufemuuasi duAe selszney
dumanfuiemuda (Cognitive Component) usmssandumude deviwasiensd
Urzneudumnnffn(Affective Component) Taenslszfluiesndeaile daﬁnmufwm
mwdﬂﬂadﬂqﬁu-] uﬁo«dmammnﬂrnﬂuﬁ'\uﬂqnntm (Conative Component) #uiiu
um'l'ﬁwuﬂmaﬂmﬁuﬂqwnnu (Behavior) lufige
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- J o [ [ 3 ] [ (' -
UHWANN 1 u.um'mmuﬂmm'luﬁ’uwuﬂf::m'nmm.lt:nﬂu'nﬂmﬂunm
( Assael, 1995)

COGNITIVE COMPONENT

l

AFFECTIVE COMPONENT

|

CONATIVE COMPONENT

-

BEHAVIOR

\nrys Bl (2541) naauuAniaueRdn .. Anusdilualdinirusm
noiinsseanin ssuhilddinunfiszneudatimnsdaiilusdenraluszmufmiueen
unlatmangRinesu &l Lindzey uaz Arson (1969) AednimundiduniesudAn it
IuARMGRnITNBenNT”

usnani] Lavidge uaz Steiner (1987) ($nafislu Srzna Yiaugune, 2541) daldndn
) Ldaﬁﬂunﬁtﬁuiuiu'hﬁu?tnn ardiualiifanruesiuuazimginealunisieluiign
m'\ué'\ﬁ’ui"u'nmu.um"mmuamauaum (The Hierarchy of Effects Model) a7 sznisie
1. a9 ll¥ (Unawareness) tﬂu%uﬁQu?hnﬁahiﬁnﬁuﬁwfmmmufmudﬂﬂauﬁ'm?au‘fmf
&uad'lunmm
2. M7 (Awareness) %uﬁ'dju?hmﬁmﬁnﬁ‘qauﬁﬂ Inu#f]’q'hlﬂmmfu?am'mfanhq
Anfududnliiee
3. maifimm ¥ (Knowledge) %u#ﬁu‘ﬁnnfuﬁqdq AuAmiulhstrmlnz st
4. m1u1ey (Liking) %uﬁﬁu?tnnéuﬁﬁnunﬁ#ﬁﬂﬂﬁuﬁﬂﬁq reuRuAuda
5. a1udeant? (Preference) i'l'uﬁﬁnunﬁﬁﬁﬁ"qﬂmunmuLﬂum'm'uﬂumnndﬁuﬁw‘hé‘m
6. n2ndula (Conviction) FuAuatnaiiansimrmuntiesde uazifnmadedidn nsde
auﬁ'm?ﬂu?nﬂn‘fui.ﬂun'unrm")ﬁnmm,ua:qnﬁmﬁqmrh

:: L J - -4 ] -
7. mr‘iﬂ (Purchase) ﬂuqvm'mnn'rmnn'lﬁ'uﬂﬂﬂdﬂul.ﬂumtnmwqumn:rumriﬂ

e A A RO A
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N2 uuud a8y The Hierarchy of Effects Model

—_ n1ede
—> dae [ |
—p  #mne
—— ATWITeU
—_—p  iamnuf
——>_mlf [
psllf '
——
ANIHAR raulin P
(Cognitive) (Affective) _{Conative)

ethalfimmninimnimateiniifaisandn ﬂaqnnaﬁﬁnunﬁﬁ‘hl‘lﬁumumqudq
yannasinginemumnnnuely Aty statt (1997) WeRusaoudaiugtsuinaimung
usengAnsrludneouzdandratenglldan InuialilunsAnswaundndidedusadu
ﬂr:tuml'lummanﬁquuq'[ﬁun1r‘lmmqu?tnn %ﬁﬂumﬂni:ﬁﬁu‘ihﬁﬂﬁnuaﬁ#iviaauﬁ'l
uFl A Tedukn vireifavinuasuslliangantry v‘?qﬂl.ﬂumnzilﬂﬁi'uﬁ'uw'mmu
Mifundies undrethaidy seumaesld ulbemmzliildume nuﬁ'«wqﬁmmﬁmu'\mﬁ'\
aminheisuARusznIsunuinaimaRl Seaduduo nmﬂi‘uuuﬂamqﬁmm‘lﬂum
ynnafiereasbilhmneiommaufeuuismimeafly wu Jeuffumeanaduled wi
aketinfude lndBadsLilunummud-liverinaannuda widlumszwTenennnlil

{usiu uhsthalsfiasnrudiiudrsuirainusRLasnansufisanrousaaduiandl

4 :
MU

<

Yiruas —»  WiEnT

AduRuEAINA AT Hn
J - - ' - 1
- AIAINUINUGS (With high involvement) :  Yinue# —p WOANIIY
J 0' ‘ - -~ -
- AHINYINUAY (With low Involvement) : NOANITH —— . ViRUAR
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Lﬁam*\ud’uwuﬁtmdwmunmua..qummﬂu‘lﬂ'luanmu.mwmnmﬁuqq vude
mmqnnamuﬁw‘lﬁmmmmunummmﬂu'lﬁaauﬁ'\qq Ay nsazomi Feensazdly
nesmduladauuyduden (Complex Decision Making) w3 mmmau'hﬂﬂuuuﬁnn'lumﬂau
A1 (Brand Loyalty) yanatuaiiaunsifsdurey TarimuaRazussmumuiily
Anvous 4 ﬂszmrﬁaﬂna"mnuﬁwfmﬂmﬂuuﬁo‘q’qtﬁmﬂquﬁnmlmﬁadﬂm Tunann
Mud Sranuduiufzzudrainusuasnginssnduiudnensaufuoiusa fe
yrnaseufineaziandrdgyiunmindulsdeton Wy madmhenan Seexdunteindy
Iownidey (nertia) Wie masinfuleTeusdafa (Limited Decision Making) imqﬁ
nssunsTeasifnturiow uﬁ'a«ﬂﬂﬂutﬂwnunnda‘lﬂ

Tousq ﬁﬁi'urﬁw‘hdwﬁnunﬁtﬁum?mﬂﬁfhnq‘uﬂuﬁmumuﬁuﬁnmzfﬁnﬂdwh
AONIAAIANIAT ﬂaﬂﬂn;wummnm*mimwmiw‘lqolammmnmqnﬂu.azm-nquua
sawgiAnssuntsdasieyl Ay quun arges (2540) WindnanaimunsdiDulssdiudida wa
undifurandenfiazreusuasiedafasdulivesninlssduidousneieuyidali
aeusersmdiuviien éeﬁmﬂumfdamtmu'luunna (Interpersonal Communication) i
wanTEnuNAINM U iuasinnsangAnsrudely

AmgufuscuuiAnitesiruaiifindoundrafi intmeuBersnamng nnfinges
auaR umumaeuazasfilsznauifniufifuresinung poudiudesminaimnius:
woAnss inWidn i winuaiennmdaalifianginssuntsteld dwinnisunkd
nasAnmFesirmusinn eyt nEHIENUABUAEAUARRaNMmaIananNetiagle
uszimuafizasnguiminemeududassanginsmumadeviell adels

nafintsuduiFlne (Consumer Behavior) wanetls woRnsssdayanaviamsfum ms
30 me¥ nnlrdiues cmrliswlundainuduasiitnge Tauaimdtasmouaunm iy
AamTeaien viesrauunetha nrzuaundndule unzdnmousfiansruseudazyaaadieni
nnlszfunn nsdaun Ml wasnsldsuieaduAuduaziitngs (Schifiman Las Kanuk,
1994; Engel, Blackwell WAz Miniard, 1993 et A3arrou we¥mi 2538)
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whudiuai Engle, Kollat ua Blackwell (1968) AaFunudn wWoinssuduitne Aenns
nt:ﬁ'\'nmunna'lmunnaudﬁ»:tﬁmﬁmfnumﬂﬁumﬁ'mm’lﬁ‘lﬁmua:mr'lﬁuﬁ'\ua:u?mr
S Th [TTRTTORE. B nzsuaunriaduladeilunagreuukouacdefdoulunimualidngg
nesindangng (Braftalu s Aufond, 2539)

Wil sed dudaa (2533) Vinsafionginsruesfuiinaifingy Tumnmneiign
e litdmnetle mnidtne (consumption) wivsnufensis (buying) 12413 1nA Wiuda
fndudiy ua:n'1:40tﬂmﬂmqnwﬂwmnf:mumfﬁ'nau'lq v‘h&um:ﬁnmﬁmqﬁntm
mmcjﬁ'ﬁnn'hﬁ’mmﬁuﬁ‘ﬁm:ﬂnmuuunt:mumfﬂ'nau'h Wude Angilumadindule
ﬂamqﬁu?hn&uﬂmzmumﬂﬂumadw'lf (process) unznaamqnqnéuﬁmmnf:mu
n1réﬂumwﬁﬁnﬁﬁuﬁnnﬁqnﬁﬁa&um

ﬁoumqﬂlumtﬂnmﬁmqﬁnmmﬁadﬁummmmnwnnnmnq’uffuﬁﬂmunauﬁu
ﬁi’uﬁmﬁanuu-:mwﬁJnnmwmtﬁ'nau'hiﬁmﬁu?hn (A Model of Consumer Declsion
Making) Usznevulumsinmafsd tﬂa'lﬁnnuua:th'hﬁﬁmun:éﬂﬁui'fumum-:mwin
usenninsmduihligaorudnialungiinsrumsiatuiige

Assael (1995) 'lﬁm'ummtmmnr:mum:ﬁnﬂu’himmﬁu?&m‘l&’dmﬂumzmu
nssesnsfufussnindsufeyafinafidudn sasRenzandddenlaennroausaoy
anudsaniradiiinaudodninnsinduladensodemiy

Tnunt:mun1rﬁ’nau1nﬁﬁai\"qﬁwu1muﬁ§mnﬁ1ﬁ'u5'umudauﬁr§uﬁnnéuqziﬂ,
aglurzudrenisie uazudsarnnisie nefulims(modeljethedreiussunufuain
mmqua:uaﬁtﬁnﬂu Lﬂunmu(framework)'lun'\ﬁmﬂ:xquﬁmm@?&m (Berkman,
- Lindquist use Sirgy, 1997)

Schiffman uaz Kanuk (1994) WKisusuuadmiluafunszuounisinauledndn
nt:mun'!‘.rﬁ'ﬂauhiﬂ&uﬁﬂlﬂum:uﬁﬂmw\ {a simple model of consumer decision making
that reflects the cognitive or problem-solving consumer) Ursnaudne 3 douﬁﬂ')ﬁm'lﬁuri
(1) tadefidnnlurzunisindula (input)  (2) N?ZLUNTT (Process) Wa(3) uaRLA
MNnrzuLNindula (Output)
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1, ﬂﬁ'ﬂﬁl‘ﬁ’luﬂutwumrﬁhﬁﬁh (Input) Ae Tadunuuan(external influences)
fuing Duundedieyatnamisoftuiniug maisdadefudiifsdestiumbo i
uaduazngintsgnday ﬂq€u§4ﬁtﬁﬂu11uszuunﬂ:ﬁ’nau‘hﬂauﬂuansmudawqﬁmmm:
iﬂﬂmu.da:qnnn Faeilurheanid 2 ssumie

1.1 UadtmWmemen (Marketing  Inputs) A8 AenTaMInTRaIALeLTnT:
weenazdintie uamgia ua:gahﬁu?hniaunzﬁauﬁwmu?ﬁ'n&w] 1~1ﬂﬂ1up.lmmnqn{
founaunmMImaRTszneugousAuky (FTUITAtu T uasnFRrEA) e
Tenndnidencsms mamananianss msliwilnnuneitemamumnlunisdaudiunms
i) Mmusstemeswnig v?am.mLﬂua'qﬁﬁnmmmnwmmuﬁﬁu’:ﬁmﬁnmt
AfWhnniign

1.2 tadumadanudmiugsas (Sociocultural Inputs) Uszneudautiededilig@anas
A (noncommercial influences)i ] U AuennazesruluAteLnd (Family) A"daneal
seaileu (nformal sources) ﬂﬂqﬁumﬁmﬂ'iuun?awm'm‘lunm'\ug'u?hn (Other
noncommercial sources) uﬂmﬂnﬂ!ﬁﬁﬂq;uﬁ'lﬁruinﬁﬂ tufunkiny (Social class)
Amngrmuacinusrmungutioy (Subculture and culture) Feflunanimlszduussueniy
vitellvenfusudrsesdiiatne

2. n2zuUN?T (Process) tﬁmiﬁqﬁu’iﬁﬁiﬂ?&nn’ﬂm:ﬁ’n'n’u'lﬁ (Consumer Decision
Making) Ustnaudcutiaduniulu vie ssuwaiasudruiainen (Psychological fieid)
Uszneudon ungla msRsf meduuf yadnnmuasimue Jeiuasianssuounisfandng
haildl 2 unaRAuAnTdIAAe

2.1 Arwidslumsingula (Perceived Risk) Aa mwbluduendididtnacdgule
Lisansofunsensinduladastounih amdwiuertitlszam fll

- mﬂudm‘luﬁmqmﬂuﬂ'ﬁ (Functionaf risk)

- il umantmitenis iy (Physical risk)

- Aadue sty i uRuiwlidedefus(Financial risk)

- A bl (Social risk)

- au@atudndnings (Psychological risk)

- m'mLi\‘m‘luﬁ'm::u:nmmr‘lﬁmumqauﬁ'\ (Time risk)
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ﬁ’qﬁn'lﬁuiﬁqm'lmdmmu.aia:numnﬁauﬂungiﬁ’um:mmmauﬁ'\ (product
categories) 19y Wedanenfiamef fuitneaziBndn@osnnnindledounds Dudy ueed
mrdnemui fitnascfinineisduladeninnduindinsdindula@endugt ey
WAt udAn. Mun ez (Murray uae Schiacter, 1080 fnatlalu
Schiffman uAz Kanuk,1984) usnaniifenwida t:d’unmmﬂmﬂﬁu?hﬁufﬁdmdﬁuﬁﬁ
nsle ﬁu?‘innmqnuﬁifmmtdm'lur:ﬁuqqdﬁiﬁﬁuﬁﬂnuwdwuﬁuﬁﬂ - (ordering
from nonstore retailers) AndeTansliizydld nalnsfmd vdeanuanniden dudu

st lafinufiFinmesfiinnonsil lunnsdafulele Setautacmauniion
wmdanedinduleTe s Anm garAn st

1. mruscndeynernuuddinyasing

2. maliRusaeld

3. mﬁﬂnnauﬁﬂﬁtﬂuﬂﬁn

4. msdmnndiidafue Snwdmeafia

5. mideRukriilnaun Taumadigmuninash

6. mavwudnUsziu Wy nelinmsediliimde meAudulbdleWaududaling
Ta videTeRuA At hifilssfu Dudu

2.2 mrasuian1sdndulags (Evoked Set) FalunsinAvledsfudn duilnees
Rarrunfubives 3-5 deluwinslssumingy mrﬂﬂmntﬂﬂnﬂtﬁ'ﬂﬂu‘lﬁmztﬂuauﬁn
ApAtnmsuay S lFunceansy

seALTaIMafnAulade (Levels of Consumer Decision Making) utkldiflu 3 sedn

- 1eAUNFintulage (Extensive Problem Solving) mmd'\:ju?hn'blﬁm'miﬁm
fuRukRdaandaiey vindnfndveRukviledatuladed il frilnmasdioanriioyn
ethannie WiduinaefunisRansandendus

- ::v‘n’umtﬁ'mau‘hﬂQ’u?hnﬂmmﬁumfﬂﬂtmLﬁﬁnauﬁ'\uazdﬁamq']aq#\quﬁo
(Limited Problem Solving) 33014 usanndeysindResunuusrwiEenniy

- wfumsiafulalunrdiiguitnaiilszaumeainnnis WauAanedo uasnmusiu

m!ﬁﬁ"lﬂ'u'lLﬁﬂﬂﬁtdﬁ'}ﬁﬂdﬂhuua:imu (Routinized Response Behavior)
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1
-]

- N . s o - :’f - : J
nrzuouMAn@uls (The Act of Meking Decision) RfnAufuneunfiaTurieuny
1ilnmacsindiede 3 Sunewssl

1) mamrondnfieaudieans (Need Recognition) Engel Blackwell uaz Miniarg
(1993) eRwArmTIsTTuARUUmMTBINIELUN AR A AenrRuftemauusn
aiwmo"mmwﬁﬁmmtuaznmwﬂﬁﬁ'u 1«1’1nvmﬁqznnﬂjmhﬁﬂﬁtﬁnne:mumtﬁ’n
Aula (fnadelu Aoz 3 md, 2538)

mmrzuﬂ'nﬁqfmuﬁ’mnﬂnzlﬁnﬁutﬂﬂq&hnﬂnnuﬂmm 2 fnwouzAe hindoun
fuRusAlagllakamume Wiy (actual state) nimAaudieantsfuditud
(desired state) (Bruner, 1887 191y Schifiman uaz Kanuk, 1984) uena NTinTaAszwin
fumndeanmiawhesniBuwndre (simple) ﬁaLﬂmﬁnmwﬁmmtﬁmmm'lﬁmmau
aueliiui uazuindudau(complex) il'mﬂumozﬁ’ﬂmmﬁtﬁu%uﬁ“ﬂu'] Fafinernmsline
Taduk-Aeguazfindacnirdufiiue A |

2) makundeyardeunsde. (Prepurchase Search) &uﬁutﬂﬂgu?hnﬁjiﬁamw
FoansinuesnerUidaenmedederiinafua Trunnnrondayanauniseliandszmy
mrafifensluedn (nanaammdrsuzen) as snanmuniesnmien

Aiarroy w3l (2638) na"nﬁqmtﬁumiﬂqﬂn'fmmﬁﬂdﬂﬂuudaiﬂgaﬁd'lﬁ'm 2
uuda Ae (1) deysnely (Intemal search) vieuuastinyalnteAuuernumdasings
(Psychological field) uaz (2) uwsiedieyanuuen (Extenal search) uunssdioyaande
6T MINMIUTIY Nl 8y

TanInAduiFinadsdayaannamedisesmundessuistiaduntadmineun Wrisy
ﬂﬁ:u'mnuudqiaqamuuﬁn uanﬂnﬂuﬁf)r:ﬁ'umwdmﬂ'qﬁuﬂﬂam:ﬁum'ﬁaqaﬁaumr
dofinkay nenode t‘i’\mféﬂn?ﬁuﬁmqmﬂmqa dulnateuimmndeyauazninlsiiui
fudewnnidu Tumansfutudmdeafoiusimmdunen mandeyretnigfd
Weawauds (Deshpande uaz Hoyer,1983; Hoter, 1984 Murray,1991 $1901alu Schiffman
URE Kanuk,1994) |
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fimsAnmmmduiudrzwinaniskundeyaniauenfunteduswdn v
wlnabilmnfifuofunlsznmduiniuy wifedoinmidyiunseduiniy uazee
Woalunaindulalsunedumndeyardeunirlenni (Beatty unz Smith, 1987 1edalu
Schiffman u&v Kanuk,1994)

ﬁedﬁ’mﬂ-ﬁwawﬂ:szﬁﬂuuqtﬁudqqzda‘ua'lﬁﬁu‘ihnﬂmtﬁumﬁaaniﬂumt
Torntu Wur

- fladtmediududn (Product Factors) 1 nae WA uzstsnain nanuifeaulaq
Tuplunnderaniounds nstelnfnnn 1efudnge Suswiveldiden uasnasi
Anudneusuainuaty

- fleduvadunntumsal (Situational Factors) 1t nsSeituafiumn wefilevay
nmbiAfnlsznmeesdufiil mrimﬂwmw&’ru Fdenomniiediontedy n
unasioyadmudaiu

- sdtiemzdagudinn (Personal Factors) iy nmsAnmnd melhige fyadndusu
Do ndldndudy seududmunsiuvndoyadeudngule

Tumzhumndioya eramnuvdstioyafiuyana (Personal) ud tszauntsaflu
ahn maudeymdnteAuusnhenifon i ek Fumy uazumsiciayed
Lildyann (impersonal) ity umarulunlsdean Dausns Wk

3) malzdumaden (Evaluation of Altematives) rieufiazindulets duilnmazil
fioyn 2 UszmAe (1) MefenemBubfazidan wae2) ez dunmRudutes
i imﬂmtﬂuﬁ'\qmamﬁmqauﬁq (product_ attributes) 1«:tﬂﬁuu'lﬂmuﬁquﬂmmﬁqu
Ae dinfu@ivgjasilinuailumstzzfiuntaianuansinaiu

ng1umrﬁnauhimlmr§uﬁnﬁ {Consumer Decision Rules) #1 2 nejuldiuri
- ngn'\ranau'hﬁmm'lﬁ (compensatory decision rules) fuFtnmusziusadenainam
anTRRdAuRIR Rz uwy IufpFinaeiRenamdudildfunzumsnniign Jelunin
fulsanunravineutedensasdubrdondedunalrsnmie WAl tuminnudeans
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- ngmtﬁ'nau'hﬁ’mmu‘lﬁlﬁ (noncompensatory decision rules) Juilnaarhizaudaden
vasdufrdrudeditudaiungnguusn  Aeilelilrrdugnandzesdub dnmozng
ateeailarudAnnautasiudnfurall fuilnafiacliveufinfeidndrbiawnm
LI TN |

'ﬂaﬁuﬁmﬂ'ﬁﬂqatﬁmﬁuauﬁﬂﬂ'lﬂauuﬂﬁ Aafureunisiadiulede fiilnaduilu
foafSndukrlulssmiBafudfideesintag udniussniRARarteunda
fule wifdunncrlaidesseddindasihrnmudomniell Wedenduiii
Armunnzan uasifiefendoniign

3. waRldanssuunsndule (Outout Lﬂu%umuqmﬁwmmnrzmunm’fnau'lq
usaadunaudsamtiindulauds filde

3.1 wqﬁnmmrﬂatmﬁuﬁhn (Purchase Behavior) il 2 dnmous thun

- nslaienanedld (el purchases) Wumsdatudrfudunkum R Alnras
%’lm.l‘mwruﬁw']riau osvidlumaueusannmanedld ualwqﬁnnuﬂ‘ldmmm‘lﬁ
nrouAguYNAUA WK TnuiemnAusnlsznmifiangnsifsmueau vy elulaned giifiu
“0 JodhAtnmanlsz i iredtede N g Dunamy

- n19d8d1 (repeat purchases) dmmfiiufetranddnfuuusAndesruinatu
APRWA" (Brand Loyalty) n'\:ﬂa-iﬂdauu.ﬂm'i'1auﬁ'\ﬁ%ni:'q'ﬂmﬁuaumm'\uﬁmﬂ'lw‘mw
fummeniuude fiiilonesdelumnadinniundiinisastensaesd

3.2 Mnlsz@usnieudimae (Postpurchase Evaluation) At mrﬁ'ﬁu?’l‘m‘mﬁu
Auka Druamizudannnisamonnassld Feaztlrzuimmdenteditulumainiams
wiell ilteifatuanninlsadu 1 3 fnmos Ae

- e Mudn fudrnounuedfiitnanadinaudaly

- BukmeusuedldRiiafnaty afafanelalifuitna

- Aukmeuaussiandiimaly fuflnmnaanlifone laluduka

m’ﬂmmﬂnmmqﬁmﬁmua:m'\uﬂqwﬂhﬁzmm‘ﬁmﬁumuﬂ fn {uilnaacdngy
L 34
L L] L4 :
snlszaunralifsufiunumiaudadedafunislrsfudinteuganisie uanaInilg

U?Tnnil'qnﬂﬂrumn'lwﬁ's:n'niﬂ (postpurchase cognative dissonance} Tatwetna¥g
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External influences

45

1. Product
2. Promotion

3. Price

Firm's Marketing Efforts

4. Channels of distribution

Sociocuitural Environment

1. Family

2. informal sources

3. Other noncommercial
sources

4, Social class

6. Subculture and culture

Consumer Decision Making

Need
Recognition
Prepurchase
Search
Evaluation
of
Alternatives

Psychological Field
1. Motivation

2. Perception

3. Leamning

4. Parsonality

5. Attitudes

A

Experignce

Postdecision Behavior

Purchase
1. Trial .
2. Repeat purchase
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Postpurchase Evaluation
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