undl 2

al al
WUIARA VII]S{]I.W-Q'\U QuALig194

m#Adudes “aruduiufionivemsnedudrduledefifasnmedesisme

mam” Tusdell lunsinanirmer@udn (Brand Equity) WanaiBnsesffiilon et
Anmrindmnudiiuffudiadufidisanmsiasimasmenn naamquﬁnmmﬁaauﬁq
esuilanetngls Aeduludestudsindufiactosdnmuazinnnudrlafenfuuuni
Fesnnusmniuin \1qﬁnmr{uﬁnnunzuminﬁ‘mnqtdamemmmn‘lupuzﬂtﬂum‘%m |
fielunssbunusinniudnlusmndinsosdudtnafilaudn Aoy moemauAdesine
Readies et W lumeinaifnsBudn sachnmisnsnszufifaeniadanienisie
summen mliidenginrunisdesunsefutialuenddunkilinly Foarunsang)
Wanfluuadn noufuezaniadeilinaadetel

1. umnmnmnmmqmqnnauﬁq

2. wwRmRmRungRnsaufiETnauasnisindulededus

3. uwIRMAEIRUHaNsENUTINSRBENs

- ol .
4, umnnmmﬁumtﬂamm'\mmn‘lummhaqmwnnﬁuﬁ'\

wyaRaaliifesiunuAtesRuY (Brand Equity)

ummwnmmaqmmnﬂauﬁ'\ (Brand Equity) uudfuqnﬂnmad‘m%mluﬂ
n.A.1988 ﬁeuuqnmnmm.ﬂum:'lﬁm'mé'lnmnunﬂauﬁ'\ (Brand) lunagninismanm
IremsaFunrudiniufuscanugnmiulunmtuineesdidlng saulufanslise
SRR uNMnImaussmBdeiifedeiunmdukiniy (Keller, 1998) Swuuamauan
Asndnalfusadlfiiutionaifusamegsiauazmelnmn amnnntiudeanisetees
meldfimmiuasinwingugninly anmsupsdennialsluszasdulignisesdens
milslussuseirecgaia mw\nnfnuﬂu'lq‘luﬁ"wuauﬁu'\muamqmﬂmﬂdﬂ\uﬁm'lﬂq
mmzzminfanudrAnyresraunsacainAsiensidudn (Brand Loyalty) uanty
(Feldwick, 1996)



ummwﬁnémqmdqmﬂauﬁ'ﬂiﬁa"umwauhﬁemnﬂ'n?mm? dnmsmasdu
durnsnlutasensnmarmfiinen eldilaumerendiniadanaty 38nsluns
Taneusmsfudn anemqunisinmiteiinituasuatesnsaiensfusndudaunds
(Aaker & Biel, 1993 ; Keller, 1998) ‘ﬂeumm'minﬁend'nld’ﬁnmuﬁmﬁuuaxﬁ'nuzvhﬂﬁ'
URINNANY '{uﬂrjﬁuqnxjwu'\mmmﬁnm Tuduusiifnmnudusuaznenszdn
NITALIBUUINNNARAINAT (Keller, 1998) uslatalsimsdnnismatadaulugjeinefil
ArsiuRinsatic AruARINBUA (Brand Equity) luAdriamanasestanssnunianag
pamiiaanAnilfnTzanIziI IR ne ALY unsiflummusufis (Added Value) g
il tundnsioued 4uﬂunm'mmm'qumqmmmn’lummhqmauﬁ'\ (Keller, 1998)

- gt

WwIMINANTHS “AruAIMTRLAY" (Brand Equity) § iuuuomonsideRlAsumn 1y
sulanindanag sazinnismamunlatanen F8ATAnEEuTaciAndfaanny
uazArienulathanannuane fail

Marketing Science Institute 8 1lszimaavigawiing Ihl¥ARewl¥n ausnm
fuduiunguagemanuduniud ua:wqiinﬂmﬁmﬁunﬂauﬁwmqnﬁﬂ TR NN IMNY
unz1Enidrves %ﬁﬂﬁmﬂauﬁﬂﬁmmmma%‘qwanma uazusilsld inldmedusn
ufaunds Tmarusiume wansirsuazlanulfiFuuguds (Keller, 1998)

usnannilfieiiindenms uaztinnsmaavindu 1H9ASAamaw vieAndens
0entuAIRT AU (Brand Equity) 1% Farquhar (1989, p. 24) Wnleure e
BuA V¥ du “aousifi (Added Valle) fiflsien3in Fiudn winuing Fenmaud
(Brand) AT urunAnTauT (Product)” Tuanis? Aaker (1993) WiAnTensives
AtusIm AU (Brand Equity) 1491 anusmeRudniudalBud e nmidslyann
LETCTOE i 2 RERTTT P T o B vt Iemadenttsinumedonsfudn {Brand
Name)(Aaker & Biel, 1993) #2u Merconi (1993, p. 33) WWArliewl¥in "aousrasdy
A1 (Brand Equity) AeanunvFenisiulfiennsinlunsdudn

squlaesan gustmsRudn (Brand Equity) axwaneBemmsiiin (Added Value) 7
a2Ruk" (Brand) M IWAnSudundndos (Product) huqmmmumnmqmmmumb\‘

m'luquuawmmﬁw deamnamsming uazéiitlnm ( Farquhar, 1989) Fasielali
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AAIRTIAUAT LU NNDIBBILTEN (Fim's Perspective)
WuaanereeLiin AnuimsRuAn (Brand Equity) udumFndatiramilerncainin

Fenmamaiuivlutgduge mutaduRuniniennsods-mel belfadeny
59 *nousnmendudn AenszuaiiuaniiAsidu (Incremental Cash Flow) Faiunasnann
neRRuAnie Tnmudn (Leuthesser, 1998, p. 2) Tedefiiluaraniafivdudendaod
AmafsAuTIEINLLNINIAAIA (Market Shars) 1nRAT LazmsamAnldsnemne

nnagaEiuNIsmanm (Promotion) (Farquhar, 1989)

AAATRUAT LY NSRS IUAT (Trade's Perspective)

Tuyussradiuky ausmandudduinafiviandianmsdubmil Aiwie
8ukBun Wunam (Farquhar, 1989) ArRudniufeunsedonlinedamsuasnisssanu
ﬂuﬁuhuﬁﬁﬂind'\ﬁu uavazdorlunimazantdemmesadminglindreenetu o
q:ﬁ'ﬂﬁﬂéﬂmﬂunmiamﬁ'ununmq'lﬁ’mnﬁu (Farquhar, 1989)

mnﬂnﬁqmﬁhnﬂauﬁqé’«hun}’wmwﬁ’nmﬁwnmmhuﬁq drwafrnny
furamedruueaneuszananudasunmesdasssiuilunimnsdusrreswianday
(Cobb-Walgren, Ruble, & Donthu, 1995)

ANAMTAUATIUYNND11894LUTINA (Consumer's Perspective)
'ludoummmﬁqmﬁuﬁﬂwumwmqﬁﬁm&u Fadndsmsuasinnsnenald
usmenanuAsiulinennuaeyunesiiihaula SeseundastiteanuRsifuunsdauini
aula srosietaldl
Park uax Srinivasan (1994) 1iusmainuzin gnsmedudn iumed@nreuann
141 (Preference) MiRaTu ﬂnnn1:ﬁ'mﬂauﬁ'\'l&'qnldvh'lﬂlunﬁmﬁ’mﬂumwiﬂnmqq
1iFlna
7 20fuoum (2540 n) Winsnafencudnsasnnudrluangmaeaduilon
(Customer-based brand equity) 1441 AnArasRuADuanATsgninAsueriRniea iy
nmAusn e Feuieutuuieiulutonaeenisisdulaie nadudariinmusnfiie
LdaQu?hnumtﬁumwunnmwmauﬁmfu'luﬁamn ﬂaqmﬂhﬁqztﬁﬁmdmuﬁmﬂah
a2rdud uazifulilumanumesdn andndnicsesmedudniuly
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ansanumearsAsdiuAtafunuseTRus lunudRntesduitoe W4
nevauniu axduldinansneduialugessesisiadinoiwduetann
~ mmzanusamauit luaessaiiin (Fim) uesiudn (Trade) avdntuldiisediens
fudriun fqnusnlusremvasdustnmivivdu (Cimmins, 1992 ; Farquhar, 1989) il
nsAnmifaudesnuianduidouinginandulifynassedidtnadlundn uae
ummuadFgiinlidududedinsinmidiinlefimesirnmmmmaustunonddn

veafuidtna soaifamsuidsusand@ngandalllungiinsniuniadendadusedndls
(Cobb-Waigren et al., 1985)

A (Consumer Brand Equity)

anmdAtyresnArRuAR uAT R neduitna dnarann ialdinag
AmwazuuadmAzafudemuninrusrinedaulugliiesduininng dhnae
mem vidednluwoun fnavdusazlisondrdnluyauesiangns meldfdadaanauas
ummw"inL‘s"mqmﬁ'\nﬂﬁuﬁﬂmuuaumgﬁha&u anunsourialfidlu 2 dow (Cobb-
Walgren et al., 1995 ; Martin & Brown, 1991) Aa
1. doureansfufenadiiizlnm (Perceptual Part)
2. tureangiingsu (Behaviorai Part)
1~aummfmﬁw‘f'|Lﬂuﬁﬁnﬁuﬂdﬂqnﬁﬂwmq unZlfmonudisesnusnnmdudi
Wureenisfuf uazngiinesaliluuvaia BBunuuamauRsuszuuudraeseed David A.
Aaker (1991) $elFaBLnedanssemnBuiiuilecfilseney 5 gaufetu Ae
1. _n1sj&ndemsiauda (Brand Name Awareness)
. Ao Niign#uk (Perceived Quality)

2
3. maudeulsaiunsBusa (Brand Associations)
4. manadndsans8ukn (Brand Loyalty)

5

v e o
. RundndilszmBug veamsdudn (Other Proprietary Brand Assets)
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1. m‘:ﬁnﬂanﬂauﬁ'\ (Brand Name Awareness)
- . o
medndenmaudndunausnnmesdiilnaluntsadwassinfideafunm

fudn vietydnwolesnBusn (Aaker, 1991) 1»1tﬂuﬁaﬁﬂtznﬂuad'\wdwmqmn"\vm
usnfidoelumsskagmusiiunefuilaenisefunsandnlunsdudn shennnadu
wedufiiFlng uastﬂwﬁaqnﬁ’mnndqw?ﬂ’nﬁugnﬁqiuﬁ'x'lﬂqmsﬁ’aﬁulmﬁanﬁmn&w]
mzarRuiiguisinadusevieegiulssesitthninauiunnfguilnadedadnd
Aasiumengsia uasininng Aufudsihazgnifendmideldunnitnmaubit
ingf4n (Aaker, 1991)

2. aumniigniug (Perceived Qualty) |

A iignFuFrammRuin n?ameﬁ‘ﬁu?haﬂmﬁuf?nqma‘wawnauﬁﬂ e
umﬂﬁamfﬁmﬂauﬁwdﬂ Wgniuflunmunmiausu viaqmnwihwilenindubam
6‘141 bfinmndnquzzssflunisivuienmusnRoestusndu * (Aaker, 1991) T4
AunmaesnnRuiriignupluscilavinalaonsidenisinduleadouazmuinisens
Bk (Aaker,1991) vzt TnAlR Fuflemanaunndnaasiuminae@udn
nm?aﬁﬂﬁﬁu‘ﬁnnﬂmquaﬁwﬂaﬁuﬁ'\&m #atl (Aaker, 1991)

- 3. anudlaateaiuaa1@usn (Brand Associations)
raidentuatunndudn winsfapuduiuiadeninmmaviwdtungy
naedaeefitlng JemnuduiudiinsncezdonsiroimuailiuBeaniitunmauin ey
nmmﬂuﬁaﬁtﬂﬂu'iumi'\ﬁun:w""u-] Tumufinaesfuting (Asker, 1991) n1eRgailnng
a'rmdautmﬁ’umﬂauﬁm‘fmzahrmheqmﬂi'ﬂﬁﬁunﬂﬁuﬁq‘lﬁ‘inumrﬁasdw'lﬁt;u?‘inn
sunmishamaizeiuAnRuAeanuIVINAT M Lazdanlumsabinnaansng
Wiummdudn Wifuilnafivmsalunisdedudn (Aaker, 1991)

4. ANNANAREATIRUM (Brand Loyalty)

AHANA luAsBUAT (Brand Loyaity) Lﬂumﬁ’aqunﬁuﬁqnﬁﬂﬂﬁmﬂauﬁq
(Aaker, 1991, p. 39) 1¢noﬁuﬁnﬁdeaﬂauﬁwmt§u‘shnﬁ'mﬂumﬁﬂ::nﬁuﬁéqﬁmﬂm
ARUAATIRUAY mnzqztﬂm‘s‘mﬂzﬁﬂﬂmmﬂu’lﬂ#tjﬁhmztﬂﬁuu‘lﬂlﬁmﬂauﬁﬁ'm
viielsl (Aaker, 1991) usnanilanruindlunmBusrasilmuiesdastuniste uas

Uzzaumsellundudn uasdadunesdessadugunianimenn dauaregnunalunig



1 [ A [ ol - ¥ N J k4 L4
Aeseauiudn Augalagnéreelva mWﬁuﬁnnLnnmtﬂam uasilwmsnensvioulyd
WhilsAnenmmenimanasnssudniug fsvtonunileniinnnagnanasiag

AuLs (Aaker, 1991)

5. funinddssimaiug 189AF1RUAT (Other Proprietary Brand Assets)

RunFndiun resmmaukn iy Bvsing witeamnenedn mmdiudiuges
wans§adaming sav JsdundndAndradhunindiinusuasiinudniusanis
shranmdudn mradugusinsiukaininfiendinanduts uastonlhin
arwlFiufnnlunisused (Aaker, 1991)

anuusndnadiu ssfiuléd Aaker (1991) Indnfgniinmedufnluatennees
guatameludnunnsful (Peception) i ms§anlunsdudn (Brand Awareness) A2
deulasummaudn (Brand Association) uazqwhﬁqn?uf (Perceived Quality) ARBMAY
ustaureangfinezy (Behavior) iy pasnAsens&uk (Cobb-Walgren et al., 1995) 3a
uenanifuds delidFinsmiauuamninfsatunusinsdusilusnomasdusiaeiu
Funnafuf uarngFinssuaaduFloagin (du Martin uaz Brown (1991) 1nanatiauus
ruiAsiREafUesRlszneyvInmIARTALAY (Brand Equity) v?a'luu\:‘mmmﬁuf uny
naingssidn InneFraseanusinasBusn (Brand Equity Structure) Uszneusasdoud
funnsfu¥ (Perceptual Facet) uaquuﬂtﬂquﬁnﬂu (Behavioral Facet) ¥¢ludaunisfu
fapefutlnadiunfunrBudussifondn semlseiusesneBusi viemmnlssiulades
AumsBun Brand Impression) Tisznevuifing

- qrumw#qn?uf (Perceived Quality)

- qmwhﬁ"qni"uf (Perceived Value)

- nmdnmod (Image)

- maulinnala (Trustworthiness)

- mawgniwdedegndmiatuamauk Commitment)

Iu'ntgz# Srivastava ua¥ Shocker (1991) 1dnantaaniiipmBudlusismiees
Q’u‘éﬁmﬁ"lﬁﬂuﬁ’adwmsé’uﬁuazwqﬁnm‘lﬁdﬁ AAInBUA luaEA98adLTnA
Uszneudng 2 dau An aruudaundaresnsdukn (Brand Strength) imzumuﬁumju-m
mqm#mﬂ’uunzwqﬁnnm‘r‘%mﬁunmﬁuﬁwmﬁuﬂnn unrendaufifenusremnmtudn

- X d ‘ ow X
( Brand Value) TeaziRaduilensidusniiaanuuiaunds wariinlsfuantu Taeludaues

13
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ANLTILNAT8IAIRUAT (Brand Strength) axiimannnisfanas@usn (Brand
Awareness), Mninwofreams1Ruda (Brand Image), AruAfigniuf (Perceived Value),
asinRsiemaAusn (Brand Loyalty) uazdmmqmﬁ’aiwﬁwﬁnmunqu (Distrubution
Coverage) (Srivastava & Shocker, 1991, cited in Anantachart, 1997)

uﬁnmnummquﬁnﬁ‘lﬁna'qoﬁaqmﬁﬂmﬂauﬁ'\ﬁh’luud‘nmnﬂﬁ"‘ufuazwqﬁnnu;fq

2 ududa u’qﬂﬂn‘i'n1msuﬁzﬁnmmmnvhu§u1 ﬂ‘lﬁnd'\qﬁquuomquﬁmﬁmﬁuqmﬁ'\nﬂ
fuirlugrearresduiine 4adw‘lmﬁa=tﬁu'lﬂﬁmﬁuf (Perceptual) #1nN31 1t Keller
(1998) WindnalidmmdusneciinulifselefiFmtnainemifluafunsdusi (Brand
Knowledge) 4~1ﬂwnﬂuﬁqumeﬁnﬂﬂ3uﬁﬂ (Brand Awareness) Faannssednld
(Recall) uazn241l¥ (Recognition) uszaménralassnsausn (Brand Ima\ge) Foludu
AINTRU (Favorability) maasudisundy (Strength) uardnmuzianizia(Uniqueness) 199
mrdsalnanunsBuda dau Blackston (1995) ‘lﬁnﬁ'nﬁqumimﬁmﬁ'uqmmnﬂauﬁﬂ
WaemnsefuFlnaliindey 2 dou e Anidnsfudn (Brand Value) ua paamsing
\Aeafunmausn Brand Mesaning) 31 Blackston TAimusAuazfnmlusoues
AvimeiEafumsBusn (Brand Meaning) 1«1.Isznauﬁ'oﬂmf§ﬂ"nnﬂﬁuﬁﬂ (Brand

- Awareness), mnaienasfuns@udn (Brand Association) WATYPRNNINILIRPRUAY

(Brand Personality)

u.u-:M'minLﬁmﬁuqmdm‘nauﬁﬂummmﬁu’éﬁm #rusanda ldlanagin
Lﬂuquhtﬁuﬁtﬁa%ﬂumwﬁnmmvju‘ﬂnn#ﬂaiwnﬁuﬁﬁ useifludouiifinaudnAc®
qrIsuwIARTRIATIANAT AU mnzqmpi'\ﬁwﬁﬁwmmﬁauﬁﬁﬁ’mﬁnﬁuﬂnnm'mﬁn
" snsfirlnaitildensiAudn uazusauiinliignaimnmusnrenis uactammems
Sdmietun siely AviluuoRasinsiaiufiaulaussinedneBududmanuann T
nanilunndnuneiiuf (Perception) uasvadnungiings (Behavior)



n'wfi’nqmn‘qnnﬁuﬁ'\ﬁqnﬁquﬁﬂﬁmm?‘mmmﬁ'\nﬂiuﬁ'\ﬁﬂwanﬁmw
imemnis bl anninfusiateresnmaudidsduluausuda faudunisenniiag
vims “moasndine Sl (Crimmins, 1992) AuidsldTinanamentnufiavAnduuasiamn
.f‘:‘én'lﬂumﬁ‘nqmn"mﬂauﬁqﬁummnmu Tapansnroutislid 2 ngx Ae nq‘ui‘ﬁ'ﬁmq
Frumndu uaenguiiilineiunimatmiennudentadidseduiing (Cobb-
Walgren et al., 1995)

1.nguMgsEmeiniliduliniadunsiu (Financlal Measure)
mulAfeueuassnnAinmBufiidn “Duyaseenszuaniaiu (Cash
Flow) Tiftaau Fafudafiuausilinamansn (Branded Product) nilelndnnsvusinng
 SudeasiiuaunaneeamosesiuindsliiasAuin’ Simon & Sullivan, 1993) Telasign
suladnanusnnsdudilunifangna Ae Simon uax Sulivan (1993) Mdimmaadeulvaes
U Lﬂﬂé’nnﬂﬁﬂi\iuuuﬂwnmqmﬁfmﬂﬁuﬁ'\ fotuaRaiisaninifusiaresman
vitmlusnstfuasanansaasfieuldiiuteiusliuremnmsdusnla (Simon & Sulivan,
1993, cited in Cobb-Walgren et al,, 1995)
venaniigeiiiindamefrunintui fFunismeundinniigadnianis Asdanas
#WlaeRauans Financial World Seldvnalsviiusnsaudniolantagnisftuaniann
finlz uazmuiunderasnmdusn (Brand Strength) 14 usine (Ourusoff, 1993, cited
in Cobb-Walgren et al., 1995)
Landnalaeaqiudsnssanusneiudlugoui axldmusnamanafunsiv
Lidvauflunadu daustismamaanna sarnls vev sdusudslumsiauasissiu
A RuA e

-] o~ [ w - Y
2nguniniuiimsianmumsamanTeanudiiuiiuguiina
neldiRnlensrasnamamBudnidn “duanwia (Added Value) Jamadudn

* - : - 1 - v ] |
LialHAnTuALRuA" (Aaker, 1991) Taesnanrouddimsdasendungueen’d 2 ngu
An
1 JV [N -, .

1. nquidmannrfuaesduilnm (Consumer Perception)
ds
#

2. nguRdmanngAnssugiizing (Consumer Behavior)
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Tudauiidunsimanmezufaesiiina(Measures of Consumer Perception) S
BiidtaueumnpmAnmiaaneda sulufaeniduse snine fdwmntuiemn
FansinansmmAuinfnzeuuazgniies Faaethesietuil

Keller (1998) Hiaueitiuntsinanisnadudinluaufnsesfidinald 2 uun
" g

- memnaunmsAudmeden (indirect Measure) Seazifluniaimann
mwikﬁmﬁ'unﬂauﬁwmﬁuﬁnn (Brand Knowledge) Faluides (1) nsfSnms
8" (Brand Awareness) Teazdnannnnssrdnld(Recall) baznsdnls
(Recognition) (2) luFaanmdnwafvesmsrRusn (Brand Image) Teazsaannmany
18U (Favorability) manuudaunds (Strength) ussdnmnizianieia (Uniqueness)
wenudantnaiunmdudn TraldAinisAduiiulabinm Quantiative) uay
\BeAaunan (Qualitative)

- meinnnIAATIRUAMIAS (Direct Measure) Teanflunasinnaees
AusnsRus Ingazdmanmijrtenensduiinm (Consumer Responses) fiilsi
Aenssamnannnarmituansihaty SainasitEmsinludmenes wesuBeudiey
Ufjrdtnsyninangumanasite 2 nqu Alnanssmemmensuazlail |
Crimmins (1992) ddausiinminananfivasmmiauin bansfnwmsnnig

\dannsRuArreduslnm (Consumer Choice) TaanintiFuuiisudnmruntagitusian
10ammAuA 2 ae neliSeulsiidimeduda 2 mrszfinsegluamazuarsmitg
vialnmdianuftanelatumsdenindu FoazvinlimunsonFoudiusnsrfivsmmdusi
Athwilasudals

1i#M DDB Needham Worldwide Wmmuigmsianudnmauinlnatanuaidin

AouARIRUA = n13finasAuAn (Brand Awareness) X RaNTey (Liking) X
qmn'qir"gnﬁff (Perceive Quality)

Faritvimy inAidulaeldigAnsnlumsingurmaiufthalssmmuouyinl
_Lﬁ‘m'l.l"wmﬁuuﬁomﬂmmnvhwmqmd'mnauﬁ"ﬂuamufﬁnmm:}’u’é‘innluuuinzﬂwmn |
Tutosl] m.m. 1991 waztamAdtmudrsziunnismmBudrseiAinallacuunnsinedu
Wusereannluusiozzzomluuouyinl Jeil¥snnmesueldinleiianans uazgl
u‘uumm'm.ﬁu%m"v‘numnai'Nﬁuqzﬂdquﬁ'\lﬁﬁu?'imﬁmﬁuﬁ‘ﬁeqmﬁﬁnﬂauﬁ'\ﬂmnn"\q
Muluiae (Moor, 1993, cited in Asker & Beil, 1993)
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Cobb-Walgren, Ruble 6 Donthu {1995) WivinmsfinmflanaresncummsBusn
Aiseanui@nteuninniwesdudinn (Brand Preference) uazmanuislafiazde
(Purchase Intention) Feazdmaausnamiaudn 2 arannisfifaesfiidinn 1~a‘lﬁuﬁmr§€n
A2Budn (Awareness) Arnsudesitafummausn (Brand Association) uazACUNMgNFL
¥ (Perceived Quality) BB IR BuAtszminEnANazen uavamRy
Anszinmiinasie Tawsn Ailmanausnsinefumsdtunlavanadsoniutas 10 D
dAmain Bersanmsinemudmmukiifalieongindiasiisssuresnnnmausi
gandn uazaﬂﬁuﬁﬂﬁﬁtzﬁ'uqmﬁqnﬂauﬁﬁqanthzﬂszﬁumwmumnnfi'\ (Brand
Preference) uazsvdumatunslafiasds (Purchase intantion) guduiy

Martin usie Brown (1991) Wnsimundinsuazstesiieluntsianon e
maRnmlugausaanefufnstuieecdiiine dudufactifieatudnine, tnaaxidin
1 semssiuvensvideannlsiu\afeafunmaudn (Brand Impression) ilszney
Bausiaurlsznay 5 dov A Aaummiigniug (Perceived Quality) qma'ﬁﬂqné'uf
(Perceived Value) nanmalrnasRusn (image) marnlanels (Trustworthiness)
nngniuresfiiatnaiidiieamdudn (Commitment) e linenenuimmnstesiielunns
m ﬂuﬁ'«mmnﬂaumquﬂﬂtﬂaﬁw?ﬂmamﬁm (Reliability) uarmaumsy (Validity) 1ee
winadle

Lassar, Mittal waz Sharma (1995) nenenaimnniinisiagausmsusnne
uwarAnuastasis¥rcseinaimmRuiail Martin bz Brown (1991) Wineral3inediu
Tatldmeneuiauasutsdouainuuapadangtn uasimmnnidusoulszneuaasnmsn
A21Bukn 5 doufitiiausluemiiduniel Ae nnsuamenentesna@uda (Performance)
mwdneainnefans (Brand Image) #iwuazAnmn (PriceValue) msnlianala
(Trustworthiness) . AmaiufvesfiiinariummAug (Identification/Attachment) F414
finniwmmnussafeandrlivmuniduiinuszsadedelunisinesfilsznout 5 19
pranindede mnuiies tazaauRnTaENMsASouLLiTdes (Pilot Study) unzldnmasadn
pouAmmRuAansinaimd uazuniing Inelidesflefvsnntusnandon

Blackston (1993) #nnsdnasuduiufeciiinaidsiensdusn aansfine
Tudaniidunamneifiatunsausa (Brand Meaning) Tl muAEnnein
rufNuFremsRuAA (Brand Relationship) Taeldvinnsideidaiunc (Quantitative
Research) Lﬁmﬁumﬂuﬁuﬁuﬁ‘nm@?hnﬁ’umﬂauﬁnﬂezmﬂﬂmnmﬁﬂ Faranasidamy

» » - & b1 4 L] 1
TmnfuiuiuazauAniuresdiiinafifldennmfudracuis iy 2 wuanne Ae dou
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AdnrufRnTasenrausn ueskindacugdlaludaes wesiRndemnudiiudianinm
fuidilitumues Senuindoulnglendufiifeinsasineguds  uneidusloain
daunihilmufRnfinsenmausn uarifndimnnidefereuinnasindang wiasl
arufindagnagnaindudn amusanguingrodoutugjandudilal i diinnnsin Sone
meideAndn thiudeusesignadlilusndfnansisnafildenmdusnluudans
rdaiufiguatnasndnnaauddi e

ludmsainsinniusmnudainnginssudiiFinn (Measures of Consumer
Behavior) W TgfansAnmuazideitienndn daifisutunisisludauanenisiug 3.
Widazinausrmideildnnanidimsialubunginssuandantuneialusou
mahﬂﬁ‘uf T |

Srivastava U8 Shocker (1991) 1Andaflammusnazaudn meulduuadndeimans
uiaundaraansr@udn (Brand Strength) 4«zumuﬁanq'mqmwdw’l‘mquﬁmm
Lﬁmﬁunﬂauﬁwmt}uﬁnn Ingma uutsunsarasns@udn (Brand Strength) azdszney
likaugeurnsniefuf vy nisfSnnmdudn (Brand Awareness), nmdnmnfaeansusi
{Brand Image), qmﬁﬂﬁqnﬁf (Perceive Value) uazdautamninasine mnuinasiens
8u#n (Brand Loyalty) soxllfedaurlsznevgatieRedaamanisdasnnieinsaungy
(Distrubution Coverage) (Srivastava & Shocker, 1991, cited in Anantachart, 1997)

Dyson, Farr ua¥ Hollis (1996) anuazﬁqmﬁﬁmﬁmﬁumﬁnqmn"mﬂau
A1 ueranudiiufssudnanniiindusntesdusing (Consumer-based brand equity)
Aunnuseiunisidu Inssfreurndnaesiidonda Consumer Value Model Lifesmaany
ﬁnﬁdﬂaﬂaﬁﬁwmﬁuﬁnn ﬂ\ammmm.um?ﬂmﬂuthnﬂaué’qmqrg’u‘ﬂmﬂwﬁq
Lignnfneemsmvienmsmisiunisiuld uenaonilisléfmiua Brand Dynamics™
Pyramid \eldedunedetlednivniidaatnasinanuinarensdusTuiadon lunmsdadu
lausznnitumasmsauklituss@vanouiniigs

3 ymedond (2541) WikmundEnesdanoisnresnmduituuy 5 Jade Selszney
Far mafinasiRuk mnumeunsRud assclafiecdanmdudn auftanelalume
GuA uarmnuindlunadudy Tauendnseuuuadsainuuudnasignistan@uiires
Aaker (1991) uarldvinnsiannismendusn (Brand Equity) WRudsunwiief wiex

ﬁ'ﬂﬁﬂmmnaaumwdﬂﬁﬂu (Test-retest Reliability) LI.!\SH'J"I!JI.‘-IIJNNN {Construct
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Validity) 18enisal% Fanuindineiauuy 5 Jadudndrafinmudedels (Test-retest
iy Y 3 Av o ol
Reliability) u.a::m'lmﬁmmq {Construct Validity) aeamndnldluseaus

- -, - & J J LA » J 4 )
nnfedereufn uesiddenuttesiunsianusmndudnigndraun
fradiu aziulddudaziiaumenenusnning lunmeianniEnsisnasnatuinly
[ ] L4 L . J - [ A ] - J
wene) uiyu wifdeliiianisdauunlaildfunissenusmiden weutuslasuiud

aatudsden-fodentasusingis (Lipman 1989, cited in Cobb-Walgren et al., 1995)

mm"imsqwhmﬂﬁuﬁ'\&mﬂuéawmquumtﬁmﬁuqmﬁwnﬂauﬁwﬁ‘nmﬂw
nheeanliindndn wandunsesfensluszezenn nnemzierhimldtinraeweny
rinfturfeanluiluduaunn iﬁmﬂmﬂmd’uﬁﬁqzﬁmﬂmsgu« URTUTNNIANUARS
BukrethailusAvanm tﬂa'l'ﬁnﬂauﬁ’qﬂqmn'q'lumum'nmé’u‘ihnv?ﬂuﬁﬁqﬁuuaz
au s (Keller, 1998) ‘

TaganmanaqUiumeulunndmsmasnedudliidu 3 §u sl (Farquher,
1989)

1. fumsuuztin (Introduction)

FoaziFuainnisidniug festiufndosfilaonin uasdesiimedanansa
ramamaasingeg esi e manealsemsRuin Ingnsnergnmirigutnaiinosg -
3nlw.iamnﬁumﬂauﬁ'\&ausidwﬁ:uﬁuﬁti'ﬂmmn aumsuduakanusa iy
ATRUAY

2. Sunevlunissiauia (Elaboration)
usunsudendnomseemeemintiianed prfRnlessuseylunnfiuda
(Favorability) Wiesethumtalignnmiligmanio woanssls n"q&umwéwﬁmimfu
nevilifenntmeanuduiufroninameBusaiy frtnalWldannige eiRantsate
ViAuaRTAALaAUAIRNAN flinmBudrindnedy vrﬁ'amn&uﬁqu'ﬁ'uqmﬁmnauﬁﬂﬁ
i Inannssdusyuldifangiines uasiszaunsnbiftotufudnlannss sanliiBenns

r -» LA - 1 '.
pentnaufuiufismmtuiiufuilonetineminane



3. fumeunsdamsdlestiu (Fortification)
'funauﬁ'ant\'qfnﬂumﬂ'ﬁnaqutﬂmﬂmﬁmmquﬁ’uﬁuﬁ'ﬁmnnauﬁﬂﬂﬁ’maﬂ
Aousiadun snern Teazdunsiidnnvrenmmmmfuddilegiunmmrenesnde
fnanl nossmomBudifilezaumaudnieasinlifaniseeniy Wunetnlmevun

uas lidavanamilogudels

auduliinnimsnuinsdubififilssdvdnmdussdunesiie e uas
senepandiRufzzndnnnduddufuiine fideduiiasdednmmnimmn
AuAnfelidnledefunerlumenine gugFuauAmMRUR TN !.#ﬂwtﬁmqmdﬁ
nRudrlusneneediisinn iwlauﬁ'\'lﬂqmaﬁmqﬁnm’lumﬁaauﬁwmuﬁqan’a'&u
winlusztizenavhindfimadmenmausetaindeudo desarinliganisimsaudn
lusemsesdiidinald (Farquhar, 1989)

mhRaussnoufitsatunafinesudiidlag (Consumer Behavior)

mmhqqmﬁ'mﬂauﬁ'a'h\’;ﬁa%u'lu‘hwaz}’u?tnnaﬂuéaﬂﬂmquéqr‘n’rutﬂuadw

0 innmduinasiinouinisedlefistiauesdiuraunnsnseesdudrtu@ann 3
«..m'lﬂqﬂqnnmmmnﬁu‘lﬁaauﬁwm Wufign uvimawmé’mhauqmuﬂ“ua"
qunmlummshmnnmheﬁuwaqﬁuﬁawma'} Afeninasentaiadrulade sy
umsAnmfansiuflugnsianBuitesduiing 3sduduiiacdesiimefinmnsdnle
AeadumqRnsngiiton nezinimmssiraein ARt ledaRudn 3

s Wsusadalabnssuaumslumsfufifeatusnsmsdudy usxiiadufiesiinlig
nafienasinssaesduiinasiely

! ———

L

L - Al 1 & - o
AuwnEvisARIiaA e gRnssdLTnadu A TR s mekeaInuuey
osdsznaldldimuiaed
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Schiffman uaz Kanuk (1984, p. 7) WAlienal¥dr “nofinsnudfustnadengd
naniitfiatnauamseen lufnmnicsasnisusasn nste mald uazninlslusfudn
WierBnng fmandadnavdasaussmaadisanisifediefionele”

Pride U Ferrell (1985) Wndntemginssudidlnmdndu “nezuounsiiadule
uazmmwﬁﬂmaqunnnﬂtﬁmﬁumsﬂﬁmzmﬂ'ﬁauﬁﬂ"

23979 Urneally (2525) néntiamginssuudlnadt naneia mensyinaesymea
aysrendeiifzadodlannnsunisdmmidlinuasmaidsdusruncainns Samnet
msﬁnauh%auﬁ'ruazu?msﬁmmmﬂhﬂmjumh'tumﬂﬂﬁudﬁﬂmn#qa

arnfndnfananmsanginsndiF oAt inanasndu duysuesdaor dely
winlafamnamneveanginsruguitnedn ilunszunumslumfeussnnsidaudite
auesmfeameiiennuianelesesfitine wasnilssnfuiinausinsauiinuss
funnsinefu uasiinginsniluneindulededuinfunndreiu Seldiimmakelanemgd
nﬂumeﬂmmﬁu?haﬁamﬂuﬁ’nmvhﬂ Inaldinousimsdrupluuunasingula sviu
masifinauRLRWAN (Invoivement) %s Assael (1995) aquterlinseamginssudiiFlnn
eanilu 4 13a (Four Types of Consumer Behavior) ol

1. Complex Decision Making tﬂuplwuﬂmm:ﬁmﬁul«‘laﬂaﬁ'ui’u%u datina
tﬁa'luauﬁnﬁQ’u‘éhnﬁwﬁ’umﬂmﬁmﬁuﬁuqa (High Involvement) ussdiesldnsruaums
Fadulafdudeu idunefpduladefusndsinnsonus Fefr3innacdesldnneiadule
sthereuney Imsusasndoysinsnieliluninimdunadendeufinsinneiadule
~ dnfuin

2. Brand Loyalty fupuursemqinssuditnafidausindsansausi faziin
Lﬂﬂsju‘éhaﬁmwnﬁmvfuﬁuﬁuﬁqqq (High Involvement) WimsTedukndangnadudu
meﬂagﬂﬁﬁu‘s‘hnﬁﬁmﬁwﬁﬂnﬂwaunﬂﬂmﬁuﬂﬂmjuﬁq abtildannlumesinu
wsudraerlumsTe wu msdessadinivi Nike FdrAlnmanldagudn Fefoutianau
ﬁ'\ﬁ'qnn"m::ﬂm'ml.ﬁmﬁ'uﬁuﬁuﬁnnriﬁuiqqqe Foludnumen uazmslden wsidriFlng
fisnunanfiacdnduladaniens Nike Warhammdolaeldanufenelasnnilszaunend
Tun1eWifsinunn vemainaseamduddudunasfunssaduls

3. Limited Decision Making Lﬂun1:ﬁn§u’lﬁaauﬁ'\#r§uﬁnnﬁrmmﬁmﬁ’w‘s’m

1 ‘ 'K
anuaulaluBusreudnamn (Low Involvement) widnludesldaanuneneny uasld
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nezuaunrtumsiaduleatraeuney Jalhasfalufudfiduduslmifgutnalsidy
e SednduseiadidinalunsisdulainmnussnFoudsuieudatuleds foudin
fusrasndraazhillanudrAtyseduitnauanin v wmudAstatuslidnseudon
mnlalanon Tefatnalaifuananteu AudiaaduismumAsigEnabisiv
Aeawusnndn widudtnafeaaslimmumeneilunimdeys uasindulaianacedd
udrAandnannniu

4. Inertia L{Iup.luumawqﬁnmﬁ'uﬁn%utd‘amnr§u'é'innﬁmﬂmﬂmﬁuﬁuﬁuﬁw
dutien (Low Involvement) Aslsidesldmansmengnanitelnszuaunisingulefigsennann
i SefRensiiutoatedusnsnane Semginsnidensrnlildnsannasiimnaindsie
psRudnaesfiiing wiilunisimduladefusilasennbifionn uszauslelums
ﬂmi‘mwmﬁan’é‘m Hnun ﬂaﬂanﬂﬁﬁﬁmﬁuq wnu iy medenszandngs dudu

uﬂnq'1nﬂézm'mmwqﬁnmmm’hﬁu’hﬁﬂauﬁwmQ’u‘ﬂnm:fa 4 stmitldngng
arudawfis Howard (1969, cited in Schultz & Bames, 1995) daldndntivelinne g
nsmmedndnazunicFiflu 3 4l Tnuﬁmmﬂqdniﬂudu‘nm'ﬁathqms AUNENENY
savavezamildlumeindulederesdiilon dol

1. Extensive Problem Solving (EPS) tﬂuﬂqﬁnmmeﬁ’nauh%ﬁ:ju?'innimﬂu
goslideyasmandudmnunntunsindulede 4«1=tﬁn§mdﬂ~rﬁ'\1 uazsinezfntu
ileduatnadesinduladeduiniilifune

2. Limited Problem Solving (LPS) iflusinrunazninmzsadulaiiguitnaditugy
wiainausinaiafilafieafuduflszmiue agude wu ardusn ol widuiudn
tszumiifineruda Tobeinagisloneiddoyausziarlumaindulatenndtluuy
usn (Extensive Problem Solving)

3. Routinized-Response Behavior (RRB) (luamumsafguitnagsnuszinntes
fudn uazﬁumuﬁumﬂauﬁﬂ&w] agude dqunqeﬁ'nau'h#aauﬁﬁ&mzﬁuaQﬁ‘uﬂm e
ﬂﬁumqmmmaﬁu-] iU nesuaTuNITINe dan'nﬁ'nauh%1mt§u?hnﬂfxmwﬁﬁnw
lifamnaniu dulideluneindulalaglifedn uastnanialududaluald

L4 x -~ J -
utlezan uazfluiugruassunainiFainouinglunsniudn

- L J ’
amlsznnaeawginssunssatulededi ingiomn axdilidrgluuderlszum

L4
) _ - L J ] ] [ L
seanqiinazuresiFlnan 2 woRalidneaslaumufilivansrsiuiinin waansusn
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sinanemgnssusasssamiuscunnsineiulaetuagfutssnmeesiudn sxiusany

- y -l , . -~ - -
\ReoRufLRuAn uazRafnnssu(stimul) WGuRThaRangRne

* al e av ]

amlsznneasnginssiFinafidnsroandreduaniuliinuufndessires

arusRtaiuresdiitlnafududiu lufissedrilunmvuadnmusesewqiingsuns
n"nﬁu‘l«ﬂmaqﬁu?hn 1eﬂ.un'1ﬁnmGﬂawﬁ'utmuﬁ’uﬁuﬁmiuﬁ&ummmuﬂauiu
mnfimaulAidu 2 rziu Ae

1. Ruﬁﬁﬁﬁszn’umwtﬁmﬁma (High-involvement Product) 1{luBusnia
m'mn"\ﬁ'm-uazaqlum'mau‘lwmﬁu?hn tﬂuiuﬁaﬁﬁu?hni’uﬁamqmdmﬂmqt‘ﬁa
™ ﬂmwtﬂmﬁ’uﬁummdmwﬁn unzdtlonsningudany (Schiffman & Kanuk, 1997
; Assael, 1995) devuilusinaldnszuauntslumemdiaya uacAdulaetheseumeuaniu

2. RusniilszAumaniileniius (Low-involvement Product) tﬂuﬁuﬁwﬁﬂ
ardnfyiuduitnation unslissfunonuduslunnsaduition M lidaiteld
nenumslumsndeyatnemitemeinduladiey (Schiffman & Kanuk, 1997)

1’1nm'mﬁ'm"tmmwn'um'mtﬁmﬁ'uﬁuﬁuﬁ'\#ﬁﬂﬁqﬁﬁmﬂwqﬁnﬁu"nlumnahq
il fluuRadensralitussumilalusnstuson ussdisaldlummiamans
grénastumaunniu Tier Foote, Cone & Belding (FCB) Winwsuuadmiitafunis
wihlsmansRuiriaeRarsanainssiunaandioaiu (Level of Involvement) Fatlszney
At High involvement Uz Low Involvement uas@sqalefivnlhifianasde (Motive for
Purchasing) Ferlrzneusandauiidunnuda (Thinking) kazauffin (Feeling) Tatay
wrindhu 4 ngussiuansluununmmit 1 (Ratehford, 1989 ; Vaughn, 1986 )



WHUNINT 1 The FCB Involvement Grid

INVOLVEMENT LEVEL
sEAUAT MNEINY

MOTIVE FOR PURCHASE
dagalalumsde
Think (R) Feel (§an)
Urefufiy roarledn
High (§9) ok svey
Tnsnriin =
arufiuunn fadr
Low (81) falnu ef
NIEATHATY e

#N'} : Ratchford, B. T. (1987), “New Insights about The FCB Grid,"” Joumal of

Advertising Research, 27(4), p. 31.

anurunndaediu aunsantislsznnsestudnlbiflu 4 nqulug Ae

J [ Ay ] oy - -
. Rudiiienadsafusudiittnngs fustnaesRansonanyeslong

uarn1slfernlunagsingula (High Involvement - Thinking) Rudngs
Aansnaldun tseiute sonwiialy ussnnasin dudu
usrfitaonufpiuiufitnags uesfutnaes i usegalanisdu
grrunfuazmoxianlunisindula (High Involvement - Feeling) &u
Fanguiinenldun soeud avlefa dmen uaglad udy
fusriitlanauAueiufudusiands uaeditnassRansonnasinnng
Waonaduwdnlunaminula (Low Involvement - Thinking) RuAIng
fansaldun auiuion fiatnu uasnsvanmdngs Wik
Audriiitmnudiafutuduiitnms wezdiitnainastedudnlaeld
as@ndunasilunassinfula (Low Involvement - Feeling) 11w

4 A L
fird 1fef uaniaraamuion b

J 1 - - ’
snnAnsFenisutislemnymginemsduiion unsmeuvialszinnsesRudn

[ A 4 - » - [ : )
Insldzzdumauneaiuivduiresddiitnadunasfiunuini andividdnlesnm

[ A J - e - .6 - - - »
189844 uazszAUANIRLRURLURUA e LMY utTadudnAt Tianinanalvg
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wilnaimopnsndtunnsinsiusenty FelunisidenfeilarsjeinunBonginssuditnalu
- -I -J o - aJ
nesaRulateanniusn 2 sz Aedusiiilmuifeeiuiudilnage uasdudnadl
L A A 3 .. - t ] 4
ardsiuiudidtnesn WelduBufsunaudiniufsrwinnuimmauitludusid

-l [ -1 - -l ] o
WITAUAMULINLINUNULANAINU
pzzuaumslunzsndlsyesduiing (Consumer Decision Making Process)

nszurunnesunenlumeifiEinnasinduladofuiiu \unszuounisila
snsaimumdusuueuivieumesa Ldmmnnszmumsv‘l’nauh-nmrgu‘eﬁms
unnsnsfulmulssnmaesiudn uazszAtmiaiufuduiwesiistng (Assael,
1994) usintirelafimn Kotler (1997) 'lﬁwmmu'aﬁmﬂﬁan7zu?unﬂma=§'unﬁu1un'wﬁn
auh‘!mmta'u?ﬁmhﬂuﬂatﬂu 5 $umeu (Five Stage Mode! of the Consumer Buying
Process) 1@tﬂu§umuﬁmuﬂmﬁmﬂﬁanﬁuqunqﬁnﬁulqmaarﬁu?tnn‘lﬁazhaaztiim
unzazeunguiige Tneewizlunsdligustnaiinnuiienfufududngs (High
Involvement) ﬂqtﬂun:'xmumﬁnauh#mmé’uﬁnnﬂwmw Complex Decision Making
widauLiy Extensive Problem Solving (EPS) Weneyusumssaaisssindulumuduneu
W1 5 F il

1. Problem Recognition (nsazzwintiadleymn) iamsﬁ'ﬁu‘i‘l}mnuuﬁnﬁmw
Faammesmilumstefudnidelitims vlenadussuiuiRuminAnsinulde |
Huilifym iuﬁmqnmeﬁcj‘u?hnqnnwﬁuaqnﬁagqlqr?QQﬁnnﬂﬂiu 1y Asifi uaxds
selaanmeuen v wilsvanudafannsdinasints Dusu

2. Information Search (MsAunadinyn) Lﬂﬂrg’u?hnqnntzsﬁ’mqnéegﬂﬂﬁmwﬁn
famnudieenzuda itnefazduiinesfundBmeiiaginlinaaseantsfendna By
mnamela 1aﬁﬁammﬁﬂgmﬁuLﬁuﬂ'\nwda{ﬂqan"n'} Ldwauumasdioyafidu
unnm':mﬂaw‘.]q Afides undddayamanematmdu mslarnn S winawne
ussuvssdoysialyl iy uwmqumﬁ’mwftﬁmﬁuauﬁ'\&w] uvssdeyafifinandsray
meaflums4aus Jessmaesdeyadrons uardndnafldfuanussoysusiaz
undrzuansiniuilmslszrmeesfiuin uasdnsoizenafiiinn.

3. Evaluation of Altematives (n17ulszifumaden) leduFtnalidayadrsnn

¢ - - J
aninniflumnlzufiuniagen efianmnfudlwiunusuiftedusfiscdaeney



suesarudainazatnimela ffiilnmsziinafumsiasanfidudeaansued
18U 1 21 Araany WieeassuFesesmmeladouyane 1y Jedeeres
mIauAT LUy vied %umnamﬁ’u‘lﬂmuqmﬁ’numzﬁuviaznutﬁud'lﬁm'}uéﬂﬁ'm oo
uiinmazdenmadeniinelfifisnmelainniigs

4. Purchase Decision (mafindwlade) nitngrilnaluiimedsufiunmaden
sineq Aileguda frislnaezinisisduladenmadeniiduiinels ToiRoneifiatnad
rouifinaevusnndd (Preference) lumadaniamadanmile uazﬁu?tnmzﬁmwﬁ%‘lq
i'qzéaﬁuﬁqﬁuq (Intention'to Buy) Feasiililgnsfaduledelufign

unimhq‘leﬁuhunmuf&n‘nﬁumnnfi'\ (Preference) fiumausslafiasde (intention
to Buy) ereetlilennsadludausaimgiinssumssingulaldnomn Wesneneditade
fuq i llunsnssndnamasingilald |

5. Postpurchase Behavior (WaANszUMAIN1STR) it NTELFInATRRuAuE) q
1ElnmasThiszaumsfiiaanmsldauds udussuionelauszanabinelasedusn
Tearilavinasianginssilumsdeniusialusesdiiion Sdutnatimaumelalumeldau
#n feuseiimnuduliliEneaxTeaufdnandignede

ﬁ'aﬁ'lo\'na"nmu&o‘lu'ﬁfnﬁufi'mczuwmsﬁnﬁu'lﬁmmc}u?'innﬁ'a 5 S i
m&ﬁ’nﬁu‘hﬂa‘lunm‘iﬁQ‘u‘éﬁmﬂmwmﬁmﬁ'uﬁuﬁuﬁﬂqa (High Involvement) usiwaniiiu
nadifguitnafimiuasiufuiufia (Low involvement) Sumeuaznszusumsluns
sadulafiazunnsinesenti nernedlefialnansemindstoumvienanudeanisaessu
104 (Problem Recognition) Q’u’é’lhnﬁq:ﬂn'nmﬁaqa'lunqwﬁ'nauh (Information Search)
thadintien rieufiacinAulede (Purchase Decision) Iaesnasdnuduneluninisniiu

v1uaen (Evaluation of Altemative) reufesinauladedusn (Assael, 1995)

v é 2 4], e z
usnannduseulunsiadulasesdiislaningrontudomiy defiiladusiaeg Weann
n1ﬂ1uuazmﬂuanﬁtiﬁmﬁ‘éwﬁwmiamt_ﬁ'nﬁu‘lwmﬁu?’inn %mmmﬂ;ﬂmﬂu 2 €y
Ingje Ae (Fassns (w¥mi, 2535)
1. ladantlu (Internal influences) Lﬂuﬂﬁé’uﬂtﬁn‘{mwhﬁqqnm waniflusia
-nazdumnusiesnirnmeluresdaiinn 1«:?:mwiammanwanmquﬁnﬁumﬁa
eayann Salladumeluiingnanlzneudas n#9ala (Motivation), ns5u¥

(Perception), AsFey ( Leaming), ymBinnw (Personality) uasvinuaf (Attitude)



2. flafumenen (Extemal Influences) iflutladtmademiifianinasanisiafula
991 3lna Feaziszneudon Smusssuuacinmarsution (Culture and Subculture), T4
"M (Social Class), ngumWins vFenguinada ( Social/Reference Groups) uas
asouAF (Family)

usnaniledsneuensing °71'ilﬁ'h?maaiawqﬁnﬁuu.nzmeﬁniiu‘lﬁmmﬁu?tnnﬂ
Windinnanudoru ﬂﬁ'ﬂmﬂuﬂnﬂé'\ﬁmﬁnﬁwdﬁﬂﬁnﬁwadawqﬁnmmaﬁﬁ%mﬂu
athan ﬁﬂaﬂﬁmm«ﬁnﬂmnmnﬂaLﬂumquwmmwmn‘sﬁ’wlumsﬁwunnaqm’mq
mamam Lidasdunagnfinedaiont nagndnnen neagnitaamnenisiadming
usznagninnstatuniemans ieiiandluiinasiemufininaa inuazaasfitnn
\Reafunsaud uezlusonseuliguiinaianganesiuntste

A nnsiivinsingg Unagnimensmanmitedruilavanasienginsmuuay
nrzvaunsfadulesecdiinatiu deflrdailuatisieiut i acfesinsdeans
Seysimmadmiudusniderinsldiiing %naqﬂﬁﬁ'é'\ﬁmﬁﬂumsﬂﬂmﬁuq
Wlnefirensdagnsmenann (Marketing Communications) tidnasilunsisiwun naeds
iWhnsae. nsdszandiuiud vienasldminauee sav Taunnsieanmmieanonanads
niazannsadnliianinasienonuiiininda uasnsiufifeafunsdusneecdiisinn
& inlifustnatinonadunn daaugni uasiinuaifissensausn Seeinlignnsn

reamBublumniinsasiztnaldlufign

p) (Marketing Communication

m?ﬁ‘amﬁ’a:dﬂmqn'\ma'm'hltfaqnﬁ'\nq’mﬂwmmmu'éﬁ'mauﬁw&u #ing
Urzasfifelifuilnatinanufinvdenmeusunssiefnnsmmnanizaan wieneie
mmwammmnﬁ’a‘luﬁwnqw‘f (Cognitive) ludnusisualmanuilin (Affective) uatlu
Frungfinesu (Behavior) ﬂwmuﬁ\:m'rﬂa.‘s’nmmmnﬁmmﬂdmmti'lau'ﬁ'\'lﬂ'luauﬂwm
futtnm nuldeuinues uasilsiAanginem Wneufiteidiiinansusussiens
nerunsieaansnanameng flurudraesuazunaRasineg fudusunninenenues

»
o W e

v
sfnefiuneuitedrduiusenifniemeusuesresdiilon Jawmnmil 2 THuameds
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. X o . ' de o
suudnesunsunsneuRueediiFing (Respons / Hierarchy Models) Aty 4 wuy
(Kotler,1997) #il

weuAnA 2 : Response Hierarchy Model

STAGE

Cognitive |
Stage

Affective
Stage

Behavior
Stage

rketing Management:

i : Kotler, P, (1997). Mz
control (Sth ed.). Upper Saddie River, NJ: Prentice Hall international, p. 611.

usinsuLUAaes LU 2 uﬂmﬁeéqv‘:’uﬁ'ummﬂﬁn'émnauaummméu?hn
1u 3 Fundn Ae u§ (Cognitive) maru§an (Affective) unymgiingsu (Behavier) neina
Ae dledustnalézuifayamenimane flaziianmsfaubviefimtuffieatuduiuay
w#nedu (Cognitive/Leam) uazazinligutnafianansfBnvideiaunsiseausdun
(Affective/Feel) uaz’lui’uqmﬁﬁﬂﬁﬁanmﬁmﬂuﬂqﬁnﬂumeﬂaauﬁq (Behavior/Do) tiias



Fourdnanas 4 wunBeBinsfantsuaunistesssnsznuainnisinansinafisdunis
dndufusine Wdnuradrafisionn wsenasilmsusnsieiulilugouresne
ndpaluusiazutiadndenindy
u.minﬁugw#qs‘mum:ﬁnmﬁmﬁuéﬁauanwnumcmsﬂammﬂommmnﬁ
finedustnmluaki] avlfunudrasdaduiidn uaslifuetaunsmaneluiiagiy As uuy
'i'mmuaneznumameﬂame (Hierarchy-of-Effects Model) (Lavidge & Steiner, 1961) 4\1
Uszneudon

1. nme§4n (Awareness)
' aauf (Cognitive)

2. mefufviaanud (Knowledge) Leamn
3. mufanyay (Liking) N

L . man (Affective)
4. mnuffngeunannda (Preference) Feel

=
) s J A v
5. AU quw?ﬂm'mm'lqm:ﬂa (Conviction) N
Y _

> WaRng (Behavior)

6. wqﬁnmmfiﬂ (Purchase) J Do

anuuaRsiingnanaluuusmRsfesuedednsduiinsfestsazdnlyiing
neznunaznssfuliguFinaniamsiagula (Nylen, 1993) ot ausimaiinanaudn i
rrufiBeatunsdud Taamdnoey uszseuanninlasevzilenBundeudunn
fukrguds FetaluganuselaiiasTeduiniu unsidalunginssumatanudndy us
atha'leﬁmuuw:m'\uﬁaéﬂamchﬁ’u%ulumnﬁmiauuawé’wmdquﬂwmwﬁnﬁ'ﬂ 3
dautiu WitluwaAsduiisiaauiuiunnsiresentuin dnfufusesnadananssmsannis
3amna~:nju‘i‘inn&u‘lﬁimﬂuﬁmﬁnm‘émmué'\n"m'mmquf»mwﬁn—wqﬁnm
(Cognitive-Affective-Behavior %% Leam — Feel - Do) mufingald aedgdudusangne
azusnsinaiuluiaeduegusnunisaerisnneedusn sanlyfamnuansineresd
uilnausiazmu (Ray, 1982)
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inti Ray (1982) hausuutniiesindutuseamansznuiiuansinetudiunelsidu
3 fnwouy (A Three-Order Hierarchy Model) Fel¥meneneiunetimuansinssasingu

L
[ J b -
Tunazionansenulu 3 dnwous ne

1. The Leaming Hierarchy : Leam-Feel-Do .

fduTuresnanssnuludnmdngnaiidwudundeutudriufurems
nszvumanasiaasildndranudn Ae finaasiimeduufanmeliudesdnosne
Reaiuduin uashaduinusdienonifnsedusniun ubdailugmadiadungs
nrrumsteaudn SesoumeailasinlfiAnddusutesuantenudendnduinesdnde
gustnaiimnauiaaRutududngs (High Involvement) iuarsuanArasyndnaneRudi
Dumadenetheimay wasinazifaludusfeglutoaudu (ntroduction) TasesTin
sansfouat u.azﬁmﬂ:ﬁn'1ﬁam?ﬁtﬂui‘aa'\moa‘mﬂudquluqj (Mass Media)

2, The Dissonance-Attribution Hierarchy : Do-Feel-Leamn

é’\u"wf’wmwanwnuluﬁnm*ﬂqztﬂuéﬁﬁu%uﬂﬁu'ﬂnntﬁmqﬁnmlumﬁaau
Kadew wdsantulafduinusiinedué wesiansdeulifeetudufranlsey
nanllunsld 1\1amummﬁqztﬁmﬂaqu?‘i'naﬂmnmﬁmﬁ’uﬁuauﬁ’q usimsBudn iy
rmudenlumsiadulalifimmuansnatuinin §istnadadanmasededubing
riew Feinandufusrfieglutasdulaiad (Mature Stage) uasarTamudntoust unzy
u‘i’l‘.nmi’m:qnnm}’u’lﬁtﬁnmtﬁnauhiaauﬁfmnmsﬂam:rmmmnﬁuq Flaiirunodle
BT funTnEan wrantliminaume s

3. The Low-Involvement Hierarchy ; L.eam-Do-Feel

drAuTuressiansamyludnunie trilnmaziaufifeafuRubrainnisendnde
ABuAT WiauwaAsetinandne Reafdusn uazﬁq'lﬂ'l'h‘lunﬂ:ﬁ'mau'hiaauﬁﬂ&uq uda
Jadmduimusisefuiraniszaunfiunield fulnasdstuluduiiinnuieiu
fuutnadin (Low Involvement) fimnuansinerzwdnenBuingul ulsnmideatu
reudnaties wassinevifislutasadoyidviasiaud (Mature Stage) WasasTinnansual 14
fimatamondwmedenidudemnenuiiundn 1¢1ﬁuﬁ§uﬁqqﬁ%nu?hmi'm Al

gain

s o O Y ad 4 ! o
INAALEUTBIRANTENLN 3 ANBaLHinaINmiy wuﬁu‘lﬁmrxnumqmﬂmﬂu
o o - L 4 t 0 e = - 1 "
funsdwAreduiine dutledudrdgfitinansenusedrdudumaianeuuasudresa



nzznudtngta AnfulumsAnmtemanadiniudrewinnusmefuifunisfesimn
: - ] -J 4 (A - [ A J
nsmamtundeil A msnFruisusswir@udiiiauneaiuiuduitne lussdud
LI 4 “! et J 4
unnsinariy 1athqzﬁuansznuaiamnmummuuaumsmémtnnnﬂmms‘demmﬂr

AR

winliAnmilmansenuitaujriteseusuessssfiiinafifisannmedeans
nsaaaluudady qztﬁu‘b\’fhmsﬂamemmmnﬂmﬁuéﬂﬁmuazﬁdquuﬁ'nn"ulﬁc]u?‘inn
Aamgansndfidusnann falunsaananeduinisdudesedawiesdouns
nnqﬂfmamtﬁamsmmmm.-h"\;mifau'lum?ﬂammﬂauﬁ'flﬂﬁa@%n afrensfuf

(Perception) 1WgusTnaRasafRniiAsensRudn uazifiutnniinesnmduk (Brand
Equity)

(Marketing Communications in Brand Building)

nmmalugadeqiliifidusfannamdnionmis inaiagele e
mrﬂ-ﬂmmq‘i'ldﬂﬁeQ’u?hmﬂwmﬂ'lﬁi"émiﬂ'lﬂ witiindogeaneeailacinsedanng
fufuiinaethesieilnuiladusiuniniosfiemuns (Kotler, 1997) Tamtinnsmatmas
a‘amﬁﬂqmﬁmﬁuauﬁw‘%ﬂu?m?‘lﬂﬁaﬁu?hn uﬂzwmmuﬂqztﬂuﬁﬂq'hrg’u’ﬁnﬂﬁtﬁn
A (Cognitive) WRiminuAR (Attitude) uazngRANnssa (Behavior) AieRuk"v89mY (Evans,
Moutinho & Raaij, 1996) n"oﬁ'umtﬂﬂms-mmmn‘-iatﬂumﬂauﬂ'}mammnnauﬁw#'l{
luntssunun uazakemouduiudriuduitng (Kotler, 1997)

nﬂauﬁq‘a‘uszaum'miﬂﬁqdqu‘lquz’l{ms-ﬂammﬂmmniumm’hamwu.nn
rvviledids tmumﬂinaqm{mtﬁﬂmmwnmn‘lums'tﬁ‘h‘aqmﬁ‘mﬁuqmﬂuﬂ‘ﬁmmau
A1 1M amuﬂq'wiwﬁ'\mmiuﬁq'lﬂﬁaQ’u‘ﬁnn (Evans et. al., 1996) #33anengnafiay
Wankala uazmnt‘hmwiwmQu?hn%qmenwmzmaﬁamﬁ'mﬁmﬂauﬁﬁno\’fw
(Kotler,1997) immmms'l.-ﬁm‘:"rmﬁﬂmamsﬂamm'\mmmhqq Lidramunielsmon
malzznduiug malininmune wenmetadunare sulifidiensmnisiestsnng
na1ATuY stnrannsuLasseanfeseliunaRandnidea ity avdonRusinussva
siammfud uazdonairnousnlitumsBunle (Anantachart, 1999)
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mrﬂammﬂmmnluﬂﬁqﬁuimﬂmulﬁm?uiaiumqqeﬁqﬁwmﬁume‘l-h’m‘ém
fenumsflesnitmetslaethwmiladunmslsnsunesliiduednsiell deswaniifaneiy
Aviteddetnansdunannneneudiesdnfiffinandeduitnangudsatulugl
WUUAN iy vinmsmaauazintsmandsiuduiasfeddnisdasimngiuniune
fazdrdeduiinn ielAamemuiuluamaudaunniigaviniasirld fauusAndingre
avFundiudn "negnimsieamimatmyrnms” lenagnénedesimanismens
uuunmta‘ém (Intergrated Marketing Communication W9e IMC) (167 29xfuninn, 2540 )

'Emm‘%mﬂa‘lumraammﬁmmaﬂéﬁﬁ'm&uﬂwmﬂﬁ'fw

1. malumin (Advertising) Lﬂuﬁqnmmqmmn'mﬁ'l'ﬁ'lumfdamﬁaqmﬁmﬁ'v
duh amdudn uazriFnbilfediEinn Wesinsairenmanend aoruide uavinusd
1eduiilnm uaznszfulsidanginssaluntsle enesfrannuduiufroninensubn
Audustnaetinesiales

2. madadunnreng (Sales Promotion) Whuanssuuasiadasiiolunisqalaliy
wWinadanisde Fafluntsdesnsuuy 2 nae (Two-Way Communication) Aaedsdetaue’lyl
dofuttnm Bidnadlunislinisansim mslfassunn nauande ey uaznszfuliiiio
noAnssumsteRunlusoiiy Siletusdesdetilunnfueesmelusesfy

3. maldwsinauane (Personal Selling) Lﬂum‘%"mﬂﬂlumsﬂwwﬁlﬁnﬁaﬁuﬁ
uilnanguithwanelagas Lﬂuﬁdamﬁﬁﬂwaﬂﬁmﬂ'lumm:zﬁu'lﬁuﬁnmnmuviaﬁ
winaugtinann Wessandiunisdesisuun 2 ws (Two-Way Communication)

4. madssm@uiuf (Public Relations) Lﬂum‘%aﬂﬂ'lumeﬂamﬂaqai'\qmnﬁm
ﬁuu?ﬁ’mauﬁ'\‘lﬂﬁ'aﬁu'é'tnnuazmimifn']_ﬂtﬁmﬁmﬁuu‘éﬁ‘n' iy Aeannny qarmu dudiu
Resfrmuduiuiia uesdunsshenminuoRatituesne sl fasiudraes
uHEndndat

uananistaaiiendnii 4 stineiitunnsdasnmemanadasuuds Seiliesle
ua::ﬁqnﬁu'l.um?damenﬂsnmmﬁuq Mitunsdemsluieduilnn wu niemanamanse
{Direct Marketing) n1s4miansssifiime (Event Marketing) uszmsdmdusiun udu Tny
Tusunnil 3 szusmedantesilenenisdasnenmmanafisnnn@dentdlé feavisenay

7 ) o
ubomageelosine Aol (67 aafunumn, 2540 1)
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unumnd 3 : inFasflemefagnsmensinsiie g
(Marketing Communication Tools)

wzasilavdn 10. nedaduuwn (Seminar)
1. naluwon (Advertising) 11. mMadmiinearinag (Exhibition)
2. meneiagldminamee (Personal 12, nsinAudtineusa (Training
Selling) Center)

3. nadusFuN91n (Sales Promotion) 13. nm2liuEnag (Service)
4, nnlsranduius (Public Relations) 14, nasliwidneru (Employes)

16. N17LTIqA0uY (Packaging)

-l .| -
iATRdfiaNG it 16. nlaumimurasavdsn

5. N1TMAIANINE (Direct Marketing) (Transit)

6. nsaamiaenIaRnanssuRiLAL 17. malfithesing 1 (Signage)
(Event Marketing) 18. nsMiasedrensfasnmmia

7. n1edouamaRuAn ( Display) , siannsedng (Intemet)

8. m2dmlagu (Showroom) 19. msMudnsnfidude

9. mMednguiaBantTiuIeIRuin (Merchandising)
(Demonstration Center) 20. mslWguUn ( Licensing)

21, #ilafu (Manual)

#m 18T 29N (2540 1), fa813

MY : Diamond in Business World, %1 92,

mnmmuﬂmm‘gﬂqﬁﬂum#ﬁam'aaﬂmmwmmmmu.uuuauumu Puamadng
fududuwdesiieffenlduin u.m'azi*n'ltﬁmuﬁaﬁm‘s"‘nqﬁﬂﬁﬂmmnmmnéuq nsnn
uwﬂuﬁm‘%u’lmmnmwim‘:’qaaieﬁmqﬁnmmmnuazﬁniurm

NSRMAOREATTNINNIARIAULILATLIAEES wismsiasiedesnmianiamansuuy
rannsy unszuauntsrsInRatsu TR N SAnse R annenanterana Tz die
'l-i’m:ﬂﬂmnﬂaﬁﬂwmﬂzﬂwuﬁ’undutﬁwmuﬁdwﬁmﬂm Dreqmjmunmienaey
uilnalasaniranouidn fusziahignisuifauulomaines Funtesdlelunisdagnsens
Wiedauarlsilide wisuetesilonfimnuifendeatu Wlkdutdesdielomineilonids
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Dauncand. nadentd IMC Hamaduiuiiazsiecldintesilosine doufu delfiananu
samndiasiu (ntegration) uarynisdasdieduscdiessnusuunagndiduwiaden One
Single Strategic Plan) Sefuddnnslnranuassdesiionsagtstug fu avifunum -
uazmiinnmaauansteiuly u.n'qmjwmuuﬁ'nmameﬂamafuﬁﬁa nsinlalg
meafrannirtrsdud (Brand Equity) Twes (Keller, 1998)

nagnflumsiaaemimaauuunsssgy l.ﬂums"l‘ifmmeﬂam«mﬁ\‘ammﬂﬂ
atheneandes uaniviuwuomadieoti ilefiasdnieiafiilng IneRansmmdewies
deidduscsnilynlagauidalunmsiinsiafanatugiizinn (Contact Point) ihmrznnaig
vilnaldnuiiuamBusnasmiand qzﬁﬂs’fﬁu‘e‘hnﬂm'mﬁumﬂﬁunﬂauﬁ'\&u'] Famau
Aungazinlfifanautey snisifanisiila uasinhignmeinaulede defiatnnlas
nmududeldtinnsRssefunsRuin (Brand Contact) ethaasiaus azthlugmanaie
esrnimsfieanmienianana Aufaathausunini 4 fuansddimmnmauinliiu
nsRnseReansiuduiinn

weunNd 4 : AsnssuuasiafaslienisfiesismeasiafinsBudiltlumsinde
dewsiugusing (IMC Contact Point)

nslssan
medavhgile mstlssmduwug
NN NMSANIANIIRTS
-mednguitinausy ‘ B> medmnanssuiiag
mslusnisg 1 % T~ MISAUARIBUAN
mMsanNTnY msudiinu
meliwiinaune melndaiumiiufe

msduasunsIe

o -
¥iun ;a7 299¥uUmA (2540 1), §

ngaunme : Diamond in Business World, i 47.
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anusunInd 4 anduliiinsiasefenissunnsnsaudi dumsdesmas
aenlanaiAtfianssunanemans uesateedansfearslunsiissie uavefrenans
é’uﬁ'uﬁtﬁmﬁumﬂauﬁﬂﬂﬂaﬁu‘éhn L#ﬂi'nslﬁﬁu?hmﬁnﬂqﬁnmmﬁﬂ Fanafazin
WElnmfianginssslumsdefuilifuindufiasdesinsdemmmanaiftaliine

fukmiie] leglumnamndnseduiinn uaclianinasanaiatuladasnfustnaly

Vanniiga

KUIRANANIBINNREINTARIALULASUR A (IMC) azjatiuntmairenourn i
fumsBukmienq fugalalifamginsmudeuaniiaztanfinsennelifudubn astes
flenifesrruneethasnndassiienmsnanfuin i usinralsinelfiRongiinszuntg
Jo Wwrauiuastesleafanginsrunsdeld urieraliqelalhifagmuaraesnafuinly
menzam wiednalafinasideliafesladaarsnimaansatneiienain i 2 dsems &
utunIndt 5 4eu.amﬁanqwmmmieamﬁqﬁuﬂammﬂemmmmhm unsakuno
Am U uaznisqalalviifanaiiness (97 29fununn, 2540)

UMl 5 : uassiannumansorssTesiledemamineamaing g
Tumsafuautaniud (Brand Equity) uaemagalaliiin
NORNTTH

nea¥atAInBUAY n1zgelanginass

(Brand Equity Building) {Action Motivation)

®  nrlwwan ®  pmdndunun ®*  nrruaTunYTY
¢ nanlrearfiniud ®  wmitmrey ® nmitanimlasnar
®  mnitnts ®  MIMAEMNAN ananrruNime

¢  nitliwinauriu ‘o nirtididviu ®  ASruRmIRUAY

* Auitnoum

-
M1 1 167 2erfuoum (2540 n), nmnﬁﬂ'ﬁgngﬁgﬁmmﬁ AUy : Diamond in

Business World, wiin 8.
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anuHuN 5 asusmeliiudimuduifroninustedledesmmemmann
pine FumanusnananluntrsFrenaudmerBudi (Brand Equity) :eailufiemnuanansaly
n1sqalaliiifiangRnesy FlumefmusnagninsdesmimanalifiuszAngnmdudn
Duecsieadantd uasinsdeeienne et ldatheeenndesty e lWlslrlandge

qn‘lumrﬂameﬁuﬁuﬁrm

nsfasmmemmensununsunsuihusasianinmmaeiigAglunnsdon
a¥upnusnBuidonnizidansasiae nenimana imalemsludedusion Jady
n:zmumsﬁﬂmﬂﬁ'ajﬂlﬂuﬂﬂzmam:ﬁmﬂm Ldaa*h-mqﬁnmlﬁﬁu‘ehnﬁ’aﬁu‘hiﬂ
Fenansmnitantesilelunisiesrmimanafdofeyuasilangnadeduilnaduadaani
Ae mstumon Sdedwsdedlelumslenisiiflualuszozan aansmdndeiitne s

athanfeeand semEe uasiinanseny (impact) Aeduitnags

i ﬂ [ ' au

msluwnnduntasdionemfasmimaiaiidfunsenfufuetnniianne
dudwadesiledieylunisarnmusneidusn (Aaker & Biel, 1993) Tolnmainasiiimuan
lumsekumsfulacusndusiaedution uavaiivanasenndanginssunisiel
(Cobb-Walgren et al., 1995) 'inu&'mtﬁmﬁuuwmmmmﬁumﬂ'lumm%‘ﬂqqmn'ﬂmﬂ
fudviu T dmmemanavidliaanudsiuuasinnisine s iy Farquhar (1989)
Windinadn nslsmanazdonsbrnislsuliunsduinludnnn uavdapaireinussnald
AummRudnlunanamssdransuiing uacisi Marconi (1993) Wingral¥dn nslaman
anaroanzian (Awareness) FuiIigiaTnatinonslifeatunsifui siaasuans
tanmdnyalrsinmfud 1«:ﬁﬁnﬁmdﬁmwinuazm?ﬁq'lmﬂnﬂauﬁ'rnmﬁu‘ﬂnn

unannl Aaker, Batra, uag Myer (1992) Wndnaiiul¥dn Tuwnnavdondaais
asBusndoemdn 2 Usenns Ae nassiremanuidenies (Associations) Wunmaus uaz
mﬁnmmwm‘ﬂwiﬂq&uq 1¥lvagariumeiBuin dau Edell uax Moore (1993, cited in
Aaker & Beil, 1993) Iindmtisunymessmsiusnndtsinrsoiienanalunisinlinionn
AmRuir i 2 n1eRe mei lAnvirundisiansBun (Brand Attitude) wazniainly
ardudndluiiEninalusnamssdraesfiizing (Edell & Moore, 1993)
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nalagaqlanamydsdiusice dredu andiulddnmstuwaniiunumiunig
sfrgusanfuitldnatems Lidaclaentseianmedan (Awareness) inl¥ifiamansg
Aeafumsdun {Brand Knowledge) &¥anmdnmal (Brand Image) Al umeRudn |
pasinliAanisiuifamuinrduinlumemeedidinaliluign

lumtdammwmmmnuuumuumu WesFunsiinsedearsfunsaudi
(Brand Contact) el innstsimunlunsdififesnmranarauansinalus@nsiost ( Product
Differentiation) wesiasmaituuaiiuwbimsifiudrlulesesfritlng (Brand Positioning)
s liiswnnienissfrandnend (mage) Wtumsaukntelfisuansmy
(Impact) ﬂ'z‘idmﬂadwnm?ﬂmanﬁ’w (1665 23N, 2540 1)

dnnuuqﬁnLﬁmﬁuémmt#ﬁaf\_mﬂmmnuuumuna'iy (Integrated Marketing
Communications) AinfnaxAviamua ﬁztﬁu'lﬁdﬂme‘iurmua:ﬂﬂmmﬂmmmﬂu&éqﬁm
fazintWtrtnalimsmasefunsmduietheieiies dunrefrensiinanauk s
70U unzahom'ml.ﬂau’l‘msmnnﬁuﬁﬁﬁué’n‘:&n Feaztonakrslenediazrielfifamny
seulummnudnisdul uazthlhigaaannevdnessuundndeimsingaimismannd
Aanrsfrenmianguitlusnd@naedittnalines (Keller, 1998)

- - &

anmrAnmuuIAn nqu uszanAdesine AeatunmAnmAud NoAnssug
13lna uaznisdesemensairasutu ﬁﬂﬁmmm%«uuﬁgqu‘lﬁdqqmﬁ'\mﬂﬁuﬁﬂ
(Brand Equity) ﬂw«zﬁmwé’uﬁuﬁﬁuﬂﬁuﬁtﬁmqnmsﬁammﬂmmmi'm Twdawan
nanAe mﬂauﬁ'\ﬁﬂqmn'mﬂauﬁq'lumwﬁnmmc}u‘w’l‘naqa azilpudunglunsmiy
A2 (Brand Familiarity) finrueufilunefudrge (Brand Acceptability) (Anantachart,
1999) uasﬁmqufﬁn-nau'lunﬂauﬁ’q&uq mnn':'qmﬂﬁu'] (Brand Prefersnce) uena Nt
ﬂﬂauﬁq#ﬂqmrimﬂauﬁnqaﬂﬂqzﬂnfnuﬁ'uﬁ’uﬁ’ﬁquﬁnmmﬁﬂﬁuﬁww;{u?bnlu
@awaniduiu nd1aRe nﬂauﬁﬂ%‘ﬂqmﬁfmﬂauﬁmqqzn‘a'lﬁsﬁnmw;‘ﬁh#qzﬂaiuﬁwqq
(Purchase Intent) (Cobb-Walgren et al., 1995)



Franaush 31u°7'1‘l.ﬁna"nm{qaﬁ’uﬂ annmnafusndignilinasenlunside
¥ il |

R 1 ausmrdudilumni@neduitiatimondiudiummigu
wnelunsr@usnludeuan |

sanfgwd 2 qmmnﬂauﬁﬂumﬂuﬁn'me}’u?'innﬂmwé’uﬁu{ﬁummaué’u
lunsRudrlwdaan |

auuﬁj'\uﬂa AruAnsBuAn lumiRnissdudtnafimnduiudfusoalen
seulunmRudnnnndwmirgug budeuon
| auuﬁgwﬁ':; AnurnnBuslunifneesitnalinonudiiudfuaanuls
flezdenmauinludaan

uananil annisnefatuaAsftofussdunsaies Wil unsaudy
(Involvement) 18313 nA qztﬁu‘lﬁdamﬁuﬂuﬂmﬁthﬂauﬁﬂ (Brand Equity) 183§
1¥lnm thezfinnuuansinafusswinsfudfissAunanaieaiusin (Low involvement) 1y
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