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JANTANA SAKULRAKARUNOTHAI : FACTORS AFFECTING BRAND EQUITY
FROM THE CUSTOMER’S PERSPECTIVE: A CASE STUDY OF DRAPER
TOOLS. ADVISOR : DR. WANNAPOL SUPHASKULDAMRONG, 90 PP.

The objectives of this research were: 1) to study consumer behavior towards the
Draper Tools brand in Thailand; 2) to investigate consumer acceptance of Draper Tools
products in Thailand; and 3) to examine the factors affecting the brand equity of Draper
Tools in Thailand. This study employed a survey research design. Data were collected
via online questionnaires from a sample of 400 respondents in Thailand. The data were
analyzed using descriptive statistics, including frequency, percentage, mean, and standard
deviation, as well as inferential statistics, specifically Multiple Linear Regression analysis.

The demographic analysis revealed that the respondents consisted of 43.3% males
and 50.0% females. The majority were aged between 31-40 years (38.8%), single (57.8%),
and held a bachelor's degree (62.7%). Most respondents were private company employees
(47.0%) with an average monthly income of 10,001-20,000 THB (43.3%). Regarding
consumer behavior, the majority purchased Draper Tools products 1-2 times per month
(53.5%), with an average spending of 501-1,000 THB per purchase (46.0%). The most
significant reason for purchasing was product safety (29.8%). The primary channels through
which consumers received brand information were YouTube and Facebook (32.0%).
The analysis of factors affecting brand equity indicated that product quality, marketing
communication, customer experience, and corporate image had a positive influence on
brand equity at a statistical significance level of 0.05. These four independent variables
together accounted for 87.9% of the variance in customer-based brand equity (R = 0.879).
Hypothesis testing revealed that corporate image had the greatest impact (B = 0.351),
followed by customer experience (f = 0.246) and product quality (B = 0.189), while

marketing communication had the least impact (B = 0.185), respectively.
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M3 LA DU IR DL AUNN
2) mauannaumang (Interpretation) iuN1IEANNTaYAN LA MAURFIWLAG
AMURANE
3) NMINaURWEIN1981IuEE (Emotion or Reaction) LIWHARWTUBIN1IAAINN
o v Aa R A ana 6
MlkiRaanaiin wialjiseaneensunt
> 1 1 ‘ﬁl A A o ] R v t=l 9 G 1
datat Wayaas ladwFosasud ina nazddnlatiafas wddilimaninzy
v . A Ao A &< A o & A 2 o a
anunineld deailafifuaninfusiudaidusmnnsudinie yaasdudilawazday
v A < A kg A a o o oo A [y
ladnFosnudanzls nizvaunistiasitonds “misud sadunazasnislianununs
FaRILI RAINNHIBNNIUTZNIANATDIRNAILED
n3iuresuusdaiulngiiann miveududszanm fasaz 75 nvladu
Faaz 13 NMIFNKE 30882 6 N1TLANAK TAUAT 3 LATNNITUIR 38882 3 (Vachirakhin
Nongchok. 2562) LLam‘lﬁLﬁu’jﬂﬂixmwﬁwN”amammnLflwﬁadmaﬁnﬁ%ylumﬁufﬁaga
' = v o o od e & o v o o P
athilaiany anuTuTuseInITufiuagiunian sz uFuazans Mz IasFies
melduwifeyanfisy (Cognitivism) Rumelhart; & Ortony (1977) laiaua Mg
Imaa%ammf (Schema Theory) T385u1871 Imm%”wmmjmU’Luawawawgwﬁ
Usznaueanniinaug (schemas) Mifranlosnuiduszuy ausdaziouifilndlassi
2 A o [ { ' . o 4 [% X
dayalndimonlsanuanaiiduniat (Pre-existing Knowledge) tasinsanumanalnadin
lassaisanuidviminnddn de uiugiuuein133ug (Perception)
= v Y ] ] a ‘3’ v U vV a i v
wnzmysuigayalnl lisusnifeduldmnineannnieulassainenuiiduilsdana
| A A ve A o o ! @ | A [ v a
nanfa Wayaaaldiuiu suasazinsiolendayalnadldiseulasiuanujiay
wasswanunnefidlald winlidnsauanui yasaazhimusniuniarenudila
AuRINUseaule
2 s A e -, = . A =
madeuloasuhistiglunszuiuns “mMIan (Recall)’ SIRaN8HIANNEINNTD

luﬂﬂiﬁ'yﬂﬁuﬁagaﬁmU%'uil,m:l,%uj’mﬁau NI ﬂ'ﬁ%’ufl,l,a:ﬂﬁﬁwjﬁaﬁmﬁué’uw”uﬁ
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@ . . A a a £ o oA o P
nuagsuenliaan melzvl,&mﬂ'mmuj’l,ﬂmmu"l,@ﬂ@Uﬂi’mmﬂmﬁug andaduazdl
A14WUNY (Rumelhart; & Ortony. 1977)

@ R [ ‘j( o % = £ a 6 di [

nmiuiinduiugudagaimaiisuiiaznndnsnvesuysd tasanidu

{ A . v o A o Y £ '
N3 UIUNNINTaNTH9T2nINI MIFURRFIET NNIAANY NITFINANNRNIY TIFINAGD
mifa Maseud waznsdaduliludiadedriu nudwgdnssumsuilnadis lasiing
29fUsznauM BN (R9L3) wae adddsznaunelu GRREH ngala LAARA) 9w
FINNWB LI TUT D

2.4.4 NYI:UAWNIVAINITIUSRILUSIAA

Arens (2004) l@iaTuned1 “n133u3 (Perception)’ WunszuanmItgeiaingni
qama%’u?oﬁﬁmnﬁaLn@é”aumuﬂi:mﬂé'uw‘"a WRRENWNITAANTES ATZA wazdininu
walifaanudilauazasannunanslulivesauies dalsznaudsaidusznauddn
4 ds=ms aodio Uit

2441 &5 (Stimulus) wang ToNANIORYYIUNIINENN ‘ﬁ'y‘ﬂﬂa
mmm%’ug?shuﬂszmwé’uﬁ'aﬁ?ﬁﬁw Ietun msuasis melaBu misuda mslanan uas
MITUIR ﬁaﬁ’]mmﬁﬂuﬁamz@u (external input) T1v ¥ IANIELININTILF A0 T
ﬁmaomsﬁgﬁmﬁ ioalamon nIonauanzesiuan e‘fiaﬁ]zﬂs:@:fumwmulwaa;iuﬂmlﬁ
L’éuﬁumﬁuj (Arens, 2004; §1983lu §79RIAN URIAT. 2552)

2442 MIUONUEZNNIIU (Perceptual Screens) Lﬂumgu@auﬁqﬂﬂa AANYad
a5z aNaEIT dawd1gnizuiumiana lay Arens uiimausnupzmysuaaniiu
2 Uszian laud

1) MITUBNUEENIIEIIINEN (Physiological Screens) Wunszuannisfi
iwammﬁmﬁhﬁmaﬁaaﬂamaﬂi:mﬂﬁuﬁa 1w Ao ssnaen nslabn wianan
%uwmeiwﬁ’u’[mwia:uqﬂm ﬁﬁ]ﬁi’mmda%ﬁwm%ﬁaﬁwahﬂmd@iasm”ums%’ujmauwiazﬂu
frognatn anfidasandefuasensaniuususnltaueslaanitauialy

2) NMIUNULYENINAAINYT (Psychological Screens) W wNIzUINNNT
nyavdayaeie on3uol anuLde Laaad WAz B NEIBLANS %@Qﬂﬁmlﬁ’lumsﬂiuﬁu
LLa:Lﬁaﬂﬁaﬁﬁaamﬁuj iagaﬁ'maﬁ'ummL%aﬁamsmﬁmaa;ju'%lma:ﬁ“[amﬂﬁ%’u
anuaulanazgnaadrininniy 1u°umzﬁﬁa;&aﬁvlsjaa@ﬂﬁaamﬁ]gna:mﬂ (Selective
Perception)

nanalasagy “Perceptual Screens” i fiaion nalnniasdaya (Filter

Mechanism) Nif@iRaniamiziaNNIaNunmnenIadenaetasdayang
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2443 mﬁujﬁamwmﬁﬂa (Cognition) tHaFILIHIHNINTAIUE YAARIE
WngUuAan “MIIug’ lwFsanatnla (Cognition) T9wansie MIAANULAZRIANNANNY
AORIN AT 1 Tw Madnlaanunanssesnn suanwol nietTonnumAnlnlaswon
mmjﬁinﬂmmmﬁmmﬁaﬁﬂﬁgﬂﬁaa ﬁazﬁﬂﬂ;jmmau%’uLLa:Lﬁ@ﬂ”ﬂuﬂaL%Gmﬂ@ia
LUTUR
o ' ' A = o A A . Ao & A9 oA o ° v A a '
G089 L1 LRI LN 89N a8 o b I TREN-6 guﬂmmwmﬂmﬂ
KO0 “WAI WTILTI NUMW LAZAANNTANTNTIUING DU TUA I
2444 munudayaluainunisdi (Mental Files) ludunauiiyaaa Jaiiu
= a A v AN v P 0 ° A o A
wazlSoulsueFan lasunsaau i lunsirgaiind inaltlunisaadulaluawiaa
o o A e « ° . , 22 \ & @ A
I@slawawzamwwagammmﬂu wiuaudn (mental files)” Fougiazunaaziiudaya
A > & & vt Ad . A &
WNendasnuuuIug dszaumaal wazanazannddesnin
d‘ vV oAl QI U a = Qq: =1 v o dgl = =
ma;duﬂmwuaammwaﬂma suasazdetayannuiua Ui huieufisy
o A ' A A A o A a &l a a = o A
URSAARWI 1T NMILAaNTaRUANNLASTUTZRUNING IWaAA INTIZHNIALAIWIUNTILIN
Hluszuuanufe

245 mzu@aumﬁufmaa@ﬁim
Assael (2004) laaTuned1 “n13303 (Perception)” va98uTlnaidunszuiunis
MR NENNTUTON s’éauﬂﬂaa:amm?}aﬁﬁﬁvl,@i”%'umﬂ?}m,n@ﬁ 2y lapnunszuIunsLaen
03U wazilannuninevastaya aunmmﬂumwmaw (mental |mage) nIoANNI e
Aparusarm 9 Iulavasauies Gelsznaudae 3 mumaumﬂm it
2451 mnaamumaga (Perceptual Selection)
mgu@aw,l,sﬂmaamﬁ'ujﬁa ‘nIdaniutaya’ ﬁmﬂﬁam:mumsﬁqﬂﬂa
inawlainee ety wie “lidasy’ ?1'\‘1L%”ﬂﬁmmz@:fuﬂi:mwé’uw“’amaa@m lagnszuiums
fuvisgoneanin 3 s=us I
1) m3dlasy (Exposure) Aadwdatszamansiansi Iaun nsuasifin
msladn masuda mlanan wsemasuss "L@T%’Uﬂwsm:ifumﬂﬁal,%ﬁmﬂuaﬂ LB LURY
\Ae9 BSanan pj’uﬂnm}:L‘%'mfl@%'wﬁagamaﬁiza’mé'uN”ﬁl,ﬁaﬁalﬁwifummsnﬁa@@
anuaulazasle 1w Fussanusiaals T uonAfiFoa6s WSanawanzuasiua
2) mslianuaula (Attention) Waned mzumauﬁqﬂﬂmﬁaqummauh
dogonfilesulusanamits wa Huilnaneaiulaisanuulnavadniodaln uelale
mnmmm'm:lﬁmwwauslﬁlﬁ'unﬂﬁo‘ﬁll,ﬁu anuanlavziiedudefa s deeniy
mméfadm*m%aLLidgﬂﬁmaqqﬂﬂalmmmfu i Tamanesasdatisanalasuanuanla

mﬂgﬁﬁﬁm’mmsﬁauﬂm
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3) MuABNIUJ (Selective Perception) QU%Iﬂﬂﬂz{UialdL‘%”]‘Yl']dﬂ’ﬁ@la’]@
Lmﬂ@hqﬁ'u"hﬂmwia:qﬂﬂa %uagjiﬁ'u Uszrunisal A NGBINT LAAAR LLa:qﬂﬁﬂmw
muﬁaﬂ‘?ujﬁmfulunﬂmgmamaaﬂszmumﬁuf vanmsasuuaznslvauanla
I@lUQ’U?T,ﬂmTﬂLﬁaﬂLfl@%’umwwzﬁagaﬁaa@ﬂﬁaaﬁummL%amamu (Selective Exposure)
u,a::‘mﬁﬂLﬁlm‘*ﬁagaﬁﬁ'@LLéToﬁ'uﬁﬂuﬂﬁﬁamﬁmu (Perceptual Defense)

na1aldd nsideniugidu “na'lniesnuntada’ (Perceptual Defense
Mechanism) ‘ﬁlﬂhﬂlﬁ;juﬂmmaﬁaga‘ﬁmfﬂqnmwmmL%a%%ﬁ"ﬂuﬂamamuaaﬂvlﬂ %30
LLﬁLL@iﬁ@L'ﬁawﬁagamaaﬂﬂalﬁaa@ﬂﬁaaﬁ'ﬂmmﬁmaammaa DT NHANUTEARREINTI
3ala (Cognitive Consistency)

2452 mﬁmxuuﬁa;&a (Perceptual Organization)

Juaaufiaas A “MIIATTULTBYA G'fimmﬂﬁams'ﬁ;‘;]Tu'ﬂma?'@mjwﬁagamﬂ
wangunaETste ialiiieanudlassianuldagaduszuy lasardaranvas
S@angunaaay (Gestalt Psychology) 914071 “wgwﬁ%’ufﬁa@m 9 1JwNIWTIN WINNIN
myidudutien o

Assael (2004) 8F118i0 nazLIwMIIasE ULty ailsdLszneud A 3 szms
laun

1) nathldauysal (Closure) Qu?InﬂﬁLLmIﬁuﬁ%LﬁuLﬁw?aa;ﬂ
mm%mwaa“ﬁagaﬁ"l&iamdmi i ioiulalinvnaunssn suasasidudIuizans
Ianysafluduauwinis

2) M39@ng§x (Grouping) Quﬂﬂﬂﬂ'ﬂﬁmhHaﬁﬁmﬂmﬁ'mﬁam%a
ﬂﬁwﬂﬁaﬁ'ﬂﬁﬂuﬂémﬁmﬁu olRinafamMIIns frasn9Th MIsaERTIMAIMA TR
Slumiag‘ﬁ'mfﬁﬁhlﬁﬂu&amn”u v ldguIlnaiufindu “genfanmsiidoanu

3) UIUN (Context) QU%Inﬂazfufﬁd@iN 9 lagNTaNLILNAIE
FATNUIARDNTOLTNY LT% mﬂmmmNﬁmﬁmsﬁLﬁmﬁuuuﬁaimﬁﬂﬁmﬁ]a%amﬁuj
wan@9nMIlasanuwioaonlal

998 A UaILTUNAD MW (Figure) WAz Auwas (Background) ;&“u’%lnm]:;\qia
anuanlalUgidefilandn (Prominent Stimuli) LLa:uaﬁwﬁ'dﬁagluﬁu%éﬁ Gordlunan
fenlunseanuuuFemInaauaz luson

2453 miﬁm’m‘*ﬁayja (Perceptual Interpretation)

mgumauq@ﬁfmmaamzmumﬁuﬁ fAa “MIAANNTaYR” %mﬂﬁamsﬁlgﬁim
siwenumnglinuaahalas Ta poruLszaumIniduuazlassaiisanu;luannamssd

(Schema)
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Assael (2004) udsmifianudayasaniiu 2 ansoeidn ldun
1) mMIIAnaAnY (Categorization) Lunszuiumsniguilaaueniszian
v § v o U &, 1 w U v 1 1 4 1
VDITBYALN VTR G R TG AT ﬂﬁﬁmauﬂﬂﬁaglmmwgmaa “A3890 877199 BWEY”
A w2 % v AR 2, A I Yy A =3 A . . o
wia “Fudrmandrfisld” Ssanliiuslnaszin (recall) uazizanlus (association) Ny
ﬁaymﬁﬂﬁamﬁmﬁq
v a dQ/ v a U « = a ” g

mulduwifai ;duﬂnm]:aﬁa WH%NA19020AN (Schema) Anlaa 0
Lﬁﬁiﬁ%’ﬂi@gaslmiLﬁmﬂ‘“uumuﬁ%%awﬁmﬁ'msﬁ mjawu%aﬂmia;&aﬁuﬁwﬁ'wmwagLau
(Subtyping) tNadiulassaiwanusliauysal

2) nmiagUdaya (Inference) ilumanguslnasistassUniannuiie

A Ao oy A & v A A A o v Ao A Y
NNFINILF 1% Madaiuuuaniinangidesliomnng nianuiniatusiusazann
a U 1 di =} 1 % 0;
SuuTagvin@ananiniuna b
, X o & A A o ¢ a o4, ,

nsqliguiasyianis ‘anuisafiainaindszaumanian’ SisiHade
WOANIINMIRONTOUAZANNANAADULTUR T2 BLE7

AITh1h ﬁfﬂmimammmﬂﬂaém‘“w”mamaamﬁuj WNDAANWULES RIL31
LLa:ﬂsmumstﬁﬂnaau,mu@‘“lﬁaa@m?aaﬁ'ugﬂLmumﬁujﬂlaaﬂémﬂmmﬂ LB NNILAan LT

a v @ A A P @ v A ) a a
aIaIﬂ UBNINA ‘ﬁsaLﬁﬂﬁﬂa’]ﬂqjﬂﬂiz(ﬂulﬁaﬂiiﬂﬂLﬂ@lill aulﬁ] LLaz@lﬂjquluL"ﬁﬁUQﬂ

2.5 uwIAaAwAINB)aIRLITEFNNIINITAAA

Blackwell et al. (2005) lianumanedn sautlzauminmaaaadu nguvadaiasile

A & A wa Y & \

nwnmIamanasansltlunaljidauiagdszasdnenmiamavainguithnang

Comber; & Thieme (2013) 85U1891 §uUIZFUNWNITAAIAAD N INFNNFIWN
ROAARILAZLTULENAINVBINTAIRUATIAT NMTRIFINNNTVNY HRANURNIUIHE LA
sruumIdedwming aildiimieanuunuiielfidrfinguduilnandasns

Gilaninia et al. (2013) #2107 Fwdzgunisnaaiaids audinniIaaia
A o A Aa o U (>3 A ~< 1 1
neauquld SswsunliTunuiensuauasanaiswalawinguithnany

=) QS‘d v 1 1 . .

and Tyaval (2559) lAanunInedn §IuUszRINIINIAANA (Marketing Mix 38

A (>3 A = Aa o U [ A =3 1
4Ps) fia daudsninamaniaiuguld SeuTenldiwnunanauauatnnuianalaun
1 A A A A9 o A o 6 v A

nguhwaie wiaduiatasdenlfineussginguszaidaunisfessniinmiaaiases
89AN3

2381 NBIWAD WATATLE (2559) NE1IN EInUIzENNIINNTANAAe adnlsenay
fanlunmiduiiuvnunminisaae fAfanssaniaaiuguld

AI mmsnagﬂ"lﬁd”n FIWUITERUNIINITARIN RN mjmaam%mﬁama

a

mmm@ﬂgﬂﬁmﬂ"ﬁﬁuﬁua HINHDANRNDY Lﬁa@auaummwﬁmmim QGPEU%IIW] RS
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U3 MaNenIMInaa I@ﬂl,ﬁw%lamlﬁﬁ'uﬁuﬁ'} NRAN DU WIaLSMT TIUTEnauaae 4
Jad3unan laun Hianmy (Product) 3101 (Price) N133@31%W18 (Place) N13&ILEIY
. & A o Ao 9
n130a1@ (Promotion) a4fisznaunaifiaidudadsfiguznaunmssmuninaiugule
\asiNauFINguIInadaIms uazaivanaiinelagigalignd
#3755 1&33090 (2552) lagnedsumfasIuszaumanaanawad Afl aaaiaas
(Philip Kotler) Filunsauusfaiugiulunmatmuanagninmiaaa tielignasunin
aauauainMudainIvasguilaauszaiianulailioulunisutidyu lasdulszau
NINIARNAULLAILGN (Traditional Marketing Mix) Usenauds 4 a9adsznaunan e
M38n31 4Ps laun WRaAmH (Product) 3101 (Price) Tadn193ainnune (Place) UWay
' a . A ' o o o o [y o o
MIFURIUMIARIA (Promotion) Fudazasddsznaudusiuninnddaee “misianaiu;
WRZAIWANHEIUBILLIUG (Brand Perception & Brand Image)” lulﬁlﬁju%Inﬂ aaga Ui
1) duNfaAIM (Product) wunsfly Fnlauaogaaiaineaitenuaul
= U =) é o v % a
miaam Il wianauilna Semansnviligndfiaannaienala (Kotler et al. 2008)
laonRanmst L ssnauauasanudnduuszanudainsvasnysd uddududiunuvas
6 o = v ' I Y a ¥ A d‘» ~ =) ¥ 1 &
LUIWA (Brand Representative) ana1g Naniag Qﬂmuvlmaammwmmaummmu
udgaian QuAIMLTUA (Brand Value) Waz Mwansoi (Brand Image) 7 LLN@E}Q’L%@”’JE‘?MTW
aeun nagnsdunianmidas litiosdisfiguansusiugn widadaing
oA A o &V v
AN TaNlBINLUUIUG ldun
- ANNLANANVBINRANTUH (Product Differentiation) Taelwiiusug laatanli
ARG
- 29AU3zNOUNAANTUY (Product Component) L% QAW N1T8ANLUL
Aa v A [ a 6 .
ANFUAT NRENDRLAINNINULIUG (Brand Personality)
- MIMAUARLAUINEAN UM (Product Positioning) bNBINIGILAILLTUG
lulagnén
o A o & A @ [ & &
- MINABINIANTUN (Product Development) LWaRENDUWATNANHIBLUIUA
A o v , A a A d oA
ANuaNE WiTeie wIo0Idn
- FUUITANHRAN M (Product Mix) NREAARBINULNBLESNNAIANLULTUS
2) eusa (Price) fla 1maunandndasdnaiNauannuaUuFLazLINIg nie
= A v o o . A A o [ . &
\u qmuANand3u3 (Perceived Value) Toianloslauassriy mMITuiamduung
(Brand Perception of Value) (Kotler et al. 2008)
NAENTAIUIINNANIZINFINTOFTNINMNAN BV IULLTUA LA 1T
- NAWREY #IIMITI UL TUA A MW IUAZUAN G

- NN azﬁaumml,fluﬁmuamﬁﬁm@wgﬂﬁﬂﬁﬂ%d
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- mytmuaenlUslut swsnlfidunagniaimaeduusud wazLi Y
Mo

v nans skl sad ey uddn SusnEalLe I URINIMIAMATBILLIUG

3) MuTBINIINITIAI MUY (Place) Tadnranisaasininslunuindanly
mmﬁ”’mmi%'ujﬁ,l,a:ﬂm&ﬂﬂﬁ%@ﬁ'uu,mu@T stwzamuﬁﬁgﬂﬁwwuLaaﬁ?uﬁma:ﬁmsﬁa
IAFUHFLLTUG (Brand Touchpoint)

%891M9954 (Direct Channel) it 1udaanlast wiaunandwalas a3 9taunmsal
fRaaARaINLLLINAlaLATY

To41M4884 (Indirect Channel) KudmunwiminenIauilan dasiimiaiuau
UTTUMALEAINEN B AROAAR BINLLUTUS

M3INIZANLRUA (Distribution & Logistics) T LA 1 aue 130902719770157 UazAIUAYY
wassztauisenuidaiouazanuduioonnasuuue

G TeanIsasmIneRaaanIE “FEWIW SerInsaueuas Ussauniyol
WUIA (Brand Experience) ‘?JENETU%IJ’]@

4) §1uNNTFILFSUNITAATA (Promotion) NIHORIINIINI3ARIAABLATEINE
fanlunIain1sTuuusud (Brand Awareness) UazMIWANBAILLIUG (Brand Image)
sluslﬁ]gﬂﬁ’l (Kotler; & Armstrong, 2009) sznavaae

- MIlBoN (Advertising) ‘ﬁ'a:ﬁau@hﬁwLLa:qﬂanmwummﬁ‘

- n13UszTEUWUT (Public Relations: PR) 1iNag3nsnasinidaionas
AL 0 WL TUS

- maamaruFasinaanlail (Social Media Marketing) A ga s samnuunug
WATMINEIUTINALULTUR

- MIIANANTIW (Event Marketing) tNasiLszaUMIiaTIUAzANARNAUAL

6
LUTUE
& 0 A Aany . oA o & Y ° o ) 3 &
- nagnENIRAEINAG IR DI Tzdun1ITa meaamlﬁgﬂm AT UL TUG
URZIANNNN
U U

2.6 WWIAAAMAINIITBAT IWE12A12aIRL3InA (Customer-Based Brand Equity)

2.6.1 MI3IN KIDAILABNDIAIIFUAN (Brand Awareness)
v o a v =S a d' Y A o
n1333nanAudT (Brand Awareness) nunufla szauiguilnasiaiinaadn
(Recognize) #383:8n (Recall) fsasndum lailladasaaaulaiiendafuansavsnsiu
\ = o Y & R o o I3 . "
nurandlanuianynils Sazviauldiiuds “n137u3UUIUd (Brand Perception)” uaz

“Wﬁ'\‘lﬂnaamﬁuﬁ'ﬂﬂ%ﬁuﬂnﬂ (Brand Strength in Consumer Memory)”
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AMULIAATBY Kotler; & Keller (2009) NMIFINATIFUAIAD AINNEINITAVDS
Auslaalunisszyuazuonanuuandiszninaniudluaaa Smansanainguilag
usnduun laenaualaduvesuSEnla LLaszﬂ@mmﬂfjijaazmvlﬁ miﬁﬁ‘i'ﬂ@m quen
2w A ¥ o & I3 . v a Ly I3
FadunugupaInIa “mMwanualluIua (Brand Image)” inTewnguilnaliianuusud
;J'amvlaimmmLﬁ@mﬁuﬁlﬁomﬂﬁ%amﬁwgﬂw”uﬁ'uLmeﬂ@T

lurieuzaas Keller (1993) mazananaudniu asdsznauiugiueigmdn
a9&ud (Brand Equity) lasguilaaunanguanadinuainmsininiandavaiauiasin
v | (d‘ L A dd‘ = 1 094' v & 1 v A
douduuuuad “Sinwlalizaidnsluamewidw usasliiiuin najanuusuddnalasass
¢a “nMINNTMLAanDa (Consideration Set)’ Waz “nsaaauladia (Purchase Decision)”

wae?l Aaker (1991) 8501891 MITuFWIansiananEwdLdn anuauI
p095uTlnalunsszdniuusud lalutsnanazaadulade udazluuudan 9 aglu

& a o ' a . e
ARANINNILNAATN TILFAINY “TLAUNTINIUELINTANNIIA (Mental Availability)” Va9
wusualulaguilng

Aaker (1991) VL@TLLﬂdsz@Twaamsfﬁi”ﬂmﬁuﬁﬂaamflu 4 320U AIUAIZALAE

=] et EZ) o dgl
uivzaugigalulaguilng aadt
o A x> A o & v Ao a . v o
3zaufl 1 LiAnasdudn (Unaware of Brand) iluszaunguilna laitauian
a ' va A & ] ° @ o A & v A
wia lWiian ldBuTauusudannon lduusudliaglunszuaunisfiansangevesuilng
18 szaU ki oI uaal TN ARNLUTUAR I NIM ITUFTUAUFIRAIBINITE TN WNIARG
32auUfl 2 N133ad1aFud1ld (Brand Recognition) iuszauguilaa sw1n
A o A v A A XY A A o | L v A A
sywIeTauuIudle Wadnsltoyaniafonszduuntadng wiu lald & niaalaunu
o ' ! v A ° X = o o = .
datagu fuslnaansitldinesiuenayansaivasuusuanialulason wilisansn
2 A v v A
JLANTOULTUA bATIUA
32aUf 3 My3zAnfaaAudle (Brand Recall) iluszaunguilng a1a1In
2 =R A Py A ) A v A4 =& & o . A A
szfnfafauusud ldlaslddasiinanszduniavanly 1w 1lafinfadrin “La3nsliatns
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q
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Hu3lna (Evoked Sety Fudunguuusuanyuilnafansmnasis

szauft 4 agluladududuusn (Top of Mind Awareness) iuszaUgIgABINTIUS
¢ & o a ] A N v o o A A 2 a o
wuInd Saduslnamansn srinfsendudrldidudrduuin isfaisdudilizinnla
= o A @ a

Uszinannig wusudluszaufazil “aa1aldilIounisda (Mental Advantage)” 984
' %% v oA e A 2{' AR =K 1 2 A e

lunswdsdu iwnzduslaadnifandauusudniinfisrion lavlidasfansanuusudan
nazananFuanduingIndAgseInIaInma1aNEuAT (Brand Equity)

= v A Ao a “« oy A “ = 2, 2
LLﬂ$ﬂ’J"I§Jﬂﬂ(ﬂ°l|a\‘1§ﬂﬂ'1 (Brand Loyalty) L%a\‘]?ﬂﬂﬂﬂ’]‘i‘ﬂﬁdu‘ﬂ.ﬂﬂ 031 WIB 3:aﬂvl,@ [3RY
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wusud nansfiinInuusudlditn laglu niasaudiszozenn (Long-term Memory)
2045U3lnAUY
ea . c V] v A & A o
uusuanagluszal “Top of Mind” ainleTun1swasandenawane waziluwa liugs
N9zaig “a2NTaNU (Trust)” uaz “@NnaRNWUNIIanINal (Emotional Bond)” fugu3lne
ld@niuusudnindrgasa
\ o oo &R 9§ oA " o ol Vo o A A A a
nan et madanuusudasldlauies “nasuite” udidu neeieiumeiadng
. @ v ' v A = I
(Psychological Space) liuusug taidnllaglulavasfuilng dudwidmansgigavas

NI LLU?%@G‘L‘HSZ: |

2.6.2 MITUISAMNIN (Perceive Quality)

MI83i19a9EUAT (Brand Building) lal lananafisissmavilwuusud «duniin’

v oAl

Wi uagITnninaing ‘g’ uaz “anuidaw luiﬁ)maa;dusinﬂﬁam Tagiane
o A

' A Aa [ . ~ o o ' v a
081989 AMNINVBIAUAT (Product Quality) Taidulrdndraynndenasunliiia
anuyszniula anudswala wazanuAnddauuIBa lIzEZEN

a 1 ) v 1 Wn&/ [t
Buzzell; & Gale (1987) afu1ud1 anwdnTalunisaiunsudid ldiuadiu

o YY A L U ] :: 1 Qs J 1 a k% {
mathldduIlnasufunsudirinnu uddilnednu qunwsadfiud NananInaauaua’
(3 v % 1 1 A v A a 6 va v Aa a
anumanisasgnelaainidaiiias winguilnafidszaumasinnslsdudndguning

'
¥ 1 > A A

saudium liufasnauangadi meamimslmﬁmﬁigﬁu LWSW:%'U;TT} “AQUAMUTUN Y
(Perceived Value for Money)

aaledn Lﬁaﬁuﬁwﬁqmm‘waamﬁaaﬁ'ummmwi’waogﬂﬁ”ﬂ UIsMgHAadoudl
Iamaﬁ%’wammﬁawahlmm”ugaﬁu SosInalagasie 8AWANAYBIANALAZAINFINITD
lunsvininlsuesesdnsluszarend (Buzzell; & Gale. 1987)

lunauzuas Aaker (1991) IFLaUBUWIAA “qmmwﬁgn%’uf (Perceived Quality)”
Bananeis mysuivesduilnadequanlasiuzasfud wioUSmadawSeufisuniy
dudaluana LLﬁdﬂqmmwﬁiuﬁﬁomﬂﬂLmﬂ@mﬁ'umﬂﬁfﬂ udFINdyfa MV

v

a o s X 1 6 o =< '
N‘lJiIﬂﬂ ‘]Ix‘i‘ll%ﬂ%ﬂ‘ﬂﬂ‘i&ﬁﬂﬂ’]im AINLTD LLazﬂ’J’TﬂJWGWﬂlﬁlfﬂ?%lﬁ!ﬂﬂa

2

Aaker (1991) 849 ldaTu183n “Qmmwﬁgﬁu?’ \Jussdsznaudanues “qmdd
a3 & (Brand Equity)’ uazaaunsnaonalsslomdnaadsenisTiiuuusud nolu
nagnsuazfaasegia lassusnduuwndu s fTasunanaait

1) mqwaal,umi%‘”a (Reason to Buy) ﬂﬁ%’uf@;mmwﬁﬁmaaﬁuﬁ’]LﬂuLLsawﬁﬂé’u
# ”muﬁﬁﬂﬁﬁuﬂm@”@ﬁﬂmﬁan%aﬁuﬁﬂuumuﬁfu 9 ANNIEGUII (Aaker. 1991)

Auslnaainazld “‘quaniw idwnawinanlunsdiiugudnzasiud laolaTy

ANTWAINNIIFORIINWNITANNGA LT I"NHM’W MIUTZTFNAUS NMIFIETUNTY T2
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NNKLa3 %o?amﬁhﬁ“ﬁmmtz@u “MITLI W wazissliiAangdnssumssaaulade
165

2) ANMUUANAIILAZNNITINAMAUIATIRUAN (Differentiation / Positioning) N3&314
ms%'uj@;mmwlﬁﬁ'umﬁﬁuﬁﬁ AEININTBNNDY NIFINIANULANGNY (Differentiation) LWaz
M39@RIe (Positioning) AiTatanluase

wususisasnasensneaiewzaale 1w misanuuufilaadn wianssulng
ATANIWEA %?amwé’nmﬁﬁa:ﬁawﬂﬁﬂmww: danman i lainamaaduium
“SLAUWILN BN ®I8 “ﬁuﬁﬂﬁﬁﬁﬁad’mu@iﬁwm" %aﬁ’mdawa@iamﬁujﬂmmwmaaEij”u’ﬂnﬂ
lasasa

3) mwﬁmmﬁqaﬂ’h (Price Premium) mysuiamnnluszaugetioialania

IuusudananIn aImanginingua (Price Premium) 6 thasanguilnaiiaindu
ﬁfuﬁqmmwﬁmﬁaﬂdw LLa:ﬁQamﬁ@‘j&lmﬁmwmﬁdm

1 { & ¥ a o o 1 Aa . ”

miﬂammmmﬁgwuﬁm@mﬂ “mﬁugqmmmwmlﬁ] (Psychological Value)

LT mmgﬁlﬁﬂuumu@‘ anudulaluanasg i nIamsdenloInuEDIUENNFIANT B
v 4 & o o ¢ « o o cda,
;jl’hj TINIANA R WL WHRANTVAS MITUFAUNNLLTUANG

4) Mg A NNanlalusaInN19INNIIRiNNnIe (Channel Member Interest) N137

Qu“lmﬁms%’u;?t.%omﬂ@iaqmmwu.mu@? HIRINALANATIGD “TAININITINIIRUIE” LT

v Wd‘

HenUanniadaunudnwing (Distributors) sindasmahaudndnwansaiaundming
iWasnIzaumwansaivasud luaoagnd
a v dld s qz KX A v dl Qs 1 =
fudndquanuazldsunissenitluaaa Fadumalinfiazldiuanasuiie
NneIaTnegalanunnin TitrpiiaanuaTauaquluniInszaefudn (Distribution
Coverage) kazaialamamsmsunsluianig
5) MIVLBATIFUN (Brand Extension) Lilagu3lnafimysuiuazuaaiugmnw
Y2IATFBARRILED 22T28 LANANNUNLTaNlavaInRan il luiaIatfeany (Brand
. o £ Y A A &
Extension Effect) ld4184% iwmzand1aziinanaudasiulugmningasuyindain
€ A o v e A (Y ' o =3 % & ,&’
dszaumsaiian ilvnmademaumlndyszauanudisalanasan
mMTIuFgunNaTshsaadunulunisiasiminisaaa nslason wazaing
anylislhauddulaslidassunngud (Aaker. 1991)
MIFTULTUA M UDIuNT939dasaIudiung “MIasamsing (Brand Awareness)
WAz “NIRTWNITLIAMNTN (Perceived Quality)” InTznizasasnLlsznauiiinnauduwusiu
lagasa
eaAN v o o, A A Y ] P ]
U lasunssuiindgmnings litiasaieanudisnala wddidinada

e o { &/ Q/I
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A&7 AN “mi%'uqumwﬁaﬁ"ﬂwamm@hm’]ﬁuﬁw (Core of Brand Equity)”

ﬁﬁﬂﬁl,mm@imﬂ@iwmﬂﬂLLﬂaLLa:ag‘lu‘leﬂ%Iﬂﬂ"Lﬁa £1193194019

2.6.3 anuBanlaInuaI1RUAT (Brand Association)

Aaker (1991) Thanunanewas “mMadenloanuaFwa (Brand Association)”
1 | 0/ Q a [ Q o v a A 4
SRR “mmauwuﬁmamwmizmwLLmu@i‘ﬂumwmammaaamlm” Fanaman e
AInaNAAaNUSTRUNIDE M3 u,azmiﬁamsmammm@ﬁ@ﬁim%‘f‘%’umﬂLLmu@T
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AmnWARA JLTRUA dudd nIadyanwaldn 9 NRafLuIUAIY 9
msanleananityinniinfidu “e3at18aNNNIITIVaILLTHG (Brand Knowledge
d ' v A = ' ' a Aa . v A s
Network)” fiagilulazasfuilne deazainade “fiaund (Attitude) Loz “n1idnFulade
(Purchase Decision)” lasa3s nanada winguslaasuiiusudluduan daudiuwaliy
A A & o o & &
NALLRANTOURZANAGDULTUA I EIZ 8N
Tuniauzuad Keller (1998) M3tGad 9N UATEUAIRNL “NNFINNBLN gifu'ﬂm
L%auiﬂaﬁ'uLLmu@ﬂummjﬁnLLazmmmaaﬁwamuLaa” Vl,aidwzl,ﬂuﬁoﬁl,ﬂugﬂﬁm LT
v A o A A A ) R @ A 1 '
dFwA1 naFINduuINTITN LTU AWFEN anudsznula maqmmmw@lﬁ] Tag
4 1 ‘&’ 4 s > 4 1
ﬂ’]iL%a&JIU\‘]ﬁlxﬁﬂ’ﬂwLL"IJ“OLLﬂNNWﬂT%LﬁavLQSUﬂ’ﬁﬁuuakmfﬂ’mLﬂ%’adﬁﬁm’]dﬂﬂiﬂa’]@ LT
M3l MIUTTTIFNNRT NITRILREIUNTVIY WIaUTeauUn1Iniasd lunshraunean
Keller (1998) lauisiszinnuasmaidanlasanauaaaniin 3 anwoucdian laun
1) mu%aﬂmﬁmqmawﬂ@maamﬁuﬁn (Attribute Association) n13tBaNLe
Uszinniduniagonlos senivanFudinuguansmzai@udl (Product Attributes)
& A A o o o A
nInneTaslagassuazlasday wuaie 2 dszianaa
(1) quaud@nineITasnufudn (Productrelated Attributes) ldiur anwmus
NNMEMNTBIFUA WM Uszlomiltzay LAZA AN TWUBIRAN 1T ATUNUNY
A oA A ~ A Ao v
YaILAIadNaT wWIamaluladnINaaNNwaN e
(2) QoaauLan iy 1TaInuFuA1 (Non-product-related Attributes) #ae4
1M IUWaNALA LT BINULLTUG 1T T107 miaammumﬁ;ﬁmﬁ mwé’nmﬁmm;ﬁfﬁuﬁ’l
A o & o 0 o o, ¢ A& «
(User Image) wIaMNaNE LN TIEIU (Usage Imagery) t1% mﬁug’s’nwiu@v&mmu
“ I3 A a A e o &V o .
WUTUAVDIN DTN 13D LLmummmﬁmVLmnﬂu
ﬂ']il,%aﬂm@”mqmauu”ﬁmﬂlﬁ;juﬂmmmsmm‘hLLaszmLmLaﬂé'ﬂmﬁmaa
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2) ﬂ'm%aﬂm@i”’mqmﬂszimmﬁmaa@swﬁuﬁw (Benefit Association) LHunsianle
FTRINNAIRUWANY qm@hﬁ;ju‘%lnﬂ%'ufawnﬂwsl%ﬁuﬁﬂ (Perceived Benefits) TIR=1anhi9
" Ao a A A ” i = o o

L%@;NaﬂQUiInﬂLaaﬂLLUiu@uu uivaanudn 3 Usztanuan laund
(1) quszlosidrunmaldanu (Functional Benefit) nanofis szlozififa
NUTZANTNINMTITNUVDIRUAT 1T% AMUNBNIU ANURZAINTLIY WIalTzANTHaLY
MIT
(2) qudszlooddudszaunisal (Experiential Benefiynanefia qmd1119
LR d' a J va (% 1 o = A
mwgaﬂ'ﬂmmlumﬂﬂsmummﬂumﬂmaum L NN BLD AuNIwala wiaaNw
mﬁma‘muﬁvlﬁ%'umnmﬂﬁmsuﬁﬁu
3) qmuszlomddrudryanusol (Symbolic Benefit) tlugmA1n193alan
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szaunstlsuiafatsnnuduis nianmslduusudianiematiaugasnnuidodsiolu
a
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AIwad ot szianiaadurialares “N1IRIINANUFUNRINIIONTN DT HING
AuslaafuuuIud (Emotional Connection)” TaidudaiudAnvasnnuinadouysug
(Brand Loyalty)

3) M aNluImunAnAGUaInTIRUAN (Attitude Association) NILBaNLeIe1
NAUAA RN miﬂi:muumu@ﬂ@smumﬂﬂimummil,m:mﬂug'ﬁﬂmaapduﬂm FILA
PNMINUABVBIANNULTS (Beliefs) anuTusay (Likes) wiaanuluauay (Dislikes) Nfida
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ﬂ”ﬂ%ﬂﬁﬂ@aﬁuﬂnaﬁﬁn%mi@mma@iawqﬁnﬁwmﬁa (Purchase Behavior) a2
ANUNNAGALUTUG LTz 281 TI919L T WNINAUAGLTIUIN LT AN 1219 lauas
ANUTUTOL RIDNAUAGEIAL LT% ANUAARIINNUTZRUNIDINI TR

#ANNIAaNaIdslT “LaTeslaRaa1IN19N13AaNa (Marketing Communication
Tools)” 114 Nslasmn MIUsEMFUNUT nIanITInTauan Nadiuvauadvasguilag
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2.6.4 @aNNANAGAAIIFUA (Brand Loyalty)

Aaker (1991) ¥8931 “ANNANGAEATNTUAT (Brand Loyalty) tnasddsznauiisl
ANNAAYAUALUINIWNNTEIIS “Quud1aFud (Brand Equity)’ asananuandidu
éoazﬁauﬁd “@nurieIwiundala (Psychological Attachment)” ﬁ;ﬁuﬁnﬂﬁ@immmﬁ
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Aaker (1991) lalauain MIIAANNANAGaATRUARINTONN bA L% FWRAAREN

1) NMTIALTINGANTIN (Behavioral Measurement) LBNNTNINTINOANTIN
¥ g/ v =) 1 o qq// v ¥ g’ 1 é

nfetivasfuilag 1w Swanasiniedesazveinmsdadilugieszuziaanil 1IN
myladmuanauinguilaaiandediadnidaiiies wodnyaumanfazioulfiauds
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ANVUBAIN NN ANITIN (Behavioral Commitment)” NUGDLUIUA

2) M3iALB31A1 (Price Premium) %angfls szauanaLanlavesduilnana:
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3) MTIALTININAILAAIINIEN (Affective Measurement) tun1sUszLiinIzay
mm;dﬂw'”umamsmﬁmaoﬁu’%‘[mﬁﬁ@aumuﬁ lagNIHIaIN 4 U998 baun
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UseRUMIDIN I A UAN
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- anuTusaululuIUG (Brand Preference): TeaUAMNTRULATANNTUTN ]
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U oA A 6 d! = o e
guﬂmmaumu@ TadusAUFIFATBIANNANG
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Wg@AN333 (Behavioral Intention) °nﬁduﬂmummmulwzsﬁawmmLa@mmm:auuagu
wusuatauluamaaatinssialita LLﬁﬁ]zﬁﬁﬁ]ﬁ‘i’ﬂgalﬁmﬂ@;LLﬂiaﬁmu
#7% Dick; & Basu (1994) laaTunginanunnadeainguaid asndsznauein
YiAwAG (Attitudinal Components) 8t 3 JLAUWAN laun
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1) AUANALTINTITTUS (Cognitive Loyalty) tduanuAn@fiiiaiunasain
Q“u’%’l,mvl,ﬁ “FouuazTuiToys’ YDILLITUA I@aJL%adﬁLLumﬁﬁTuﬁqmmwmﬁaﬂ'jwLL'U
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2) anuANALTIanINel (Affective Loyalty) iWuanusindiiasin “mmjﬁﬂ%u
gouuszANNUEUlagion ol dounsud iu anuiawelanmisldfudr anuidn
1$5la niaanudenlasmeonsualiunwans ol e suuIue

3) ANNANALEINGANTINLAAW (Conative Loyalty) wangfis aauaslasgng
LLuaLLmLmao;ju%Iﬂﬂﬁa: “%asf;jv']LLazaﬁuagmLmeﬁﬁw” Tuaurna auidunaniain
UszgumyninaluofauazanusuR iR BununLsue

#0171 Gomez et al. (2006) LEININ mmﬁ'ﬂama\‘iﬁﬂﬁﬁﬁa “mwmg;ail"'u (Commitment)
fRznauangoty G‘fmﬁ@mﬂﬂz\aﬂaﬁ'ﬂmumwa (Rational Factors) Waza133at (Emotional
Factors) T,@sJLa‘wn:ﬂimummiﬁ;iu%‘[m”lﬁ%’umﬂm{lf*ﬁl,l,mmﬁl,uaam
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2.7 uWIAANIITUIAMAIVI Brand
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Julwal (Xu et al. 2024; Acar et al. 2024) lavawsnaydasddsznaudany ldaad

2.7.1 Q@@ UntNN (Functional Value)
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(Acar et al. 2024) laplawzluaaandniudadugs 1w Fuddianniafing nuud uas
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wanNd QA URINNEIFUIAUEIL nIinuadiunikizaduLTUe (Brand
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feATeaanuiandiluaaafiddudlndidosiwdudwaunn

wanaN#, Emotional Value £98lumumlusmsasng Brand Love #3annusnaauLisne
BTN TEAUAUNUNING T DUNWI 098I FUALAZUSINT 1% wiindudzlinengs
wIalNataNanaalaniay Qu’ﬂmﬁﬂ'dmLﬁaﬂlﬁmsmﬁﬁumﬂﬁmmaﬂﬁm‘ﬁamsmﬁ
Autinudne (Migkos et al. 2025) n13&319 Emotional Value naidugnsamaasianyves
nsamagalva Tnsawnzlunguriuslng Gen Y uax Gen Z AlWanuddayiuyszaunisal

LL&Zﬂ’J’]NjﬁﬂN’Wﬂﬂ’j’]‘ﬁﬂﬁLﬁﬂx‘iaEh\‘il,a 8

2.7.3 AMAURIAY (Social Value)

Qmm@i”mé?ﬁﬂu TP RlRN ms%'ujmao;juﬂmﬁ LUTHATI LRI URIIROIUSIFIAY
A A ) . @ A o o \ oA v a Mo a o a ~
maLwumiﬂamu‘lumiumﬂumuaan@ag nafa gusinﬂvlwvlﬁmaauﬂﬁLw PN AR DURWD
o A R T~ L o € = o o & o o .
AMUABINILTInINYNGL uagilTuusuwaldusnansolasiauaaan (Self-Expression)

LALLEAIBENTIIMWANBINIIAN (Social Image) 8n@ae



34

luga@aria anunansaes Social Value myqyﬂfﬂoifuvlﬂ;jﬁuﬁaauvlaﬁ laggfuslna
srwanaunnidenltuusuansaelwan “‘@@” w30 “NNUARINYBIFIAN” LT WUTUENL
mwsneoimuadt Wudasdefuasen WIDFRULAUUAVIURAINAAINWIFIAY 91UITL
81gawuin Social Value §8ninwalasasssa nsaivanuanddeunsud LazANNAIla
Hadn Lﬁaamﬂ;ju‘%‘[mjﬁﬂjwLmsu@?@”aﬂd'nLﬂuﬁumumaamjwﬁwﬁa (Reference Group)
WaIaW (Migkos et al. 2025; Acar et al. 2024)

ANAIDEN LT Iuﬂéjuﬁuﬂ”ﬂLLW%’IuLLanLav(\IaVLm{ msidendeaudfiduususasla
RBIREousaRoNEIwe uasadunisuaasaanisaniunassnuuazn s dnaiuni
PYIIWWTTINIIN (Shared Culture) mi“?i'l,l,mu@irmmima%w@mmﬁﬂué’aﬂuﬁwﬁa WN3d
wpaInsuansUluendng LLazﬁﬂﬁgﬂﬁImLﬁmmmmﬂgﬁlﬁﬂumuﬂu “La1UB4”
LLITHAT

3%is N384 Social Value laldaaiNasnsaanuuunianmainielasm
WAHITINDINITINIFILAUIVBILLTUA LA FEAARBINUAN RO NYDIFIAY LT NITTIRTIA
FUFIAEEN ANULTBN Wiaaussdu s'fiaﬁhmﬁuqm@hmadLLmu@“me:mau,a:

o v 6 [ 1 d adda YN
mlmmm@nmmﬂumu%mmaammmﬂmﬂm

274 @]m@i’lﬁ’lui’lm (Price Value / Value for Money)

1 U = e o U A 1 2 ] ni s d'l = =

ATAITUIIAN MANBDI ms‘mgmaa;‘qjm‘[mmammqumwvl,mmwamwum I

1 6 a 3 6 A a s 2 ci (% ] .& £% ninfl' 1 o s
s:mwﬂiﬂmumaowamnmsnmammiﬂmunumaomﬂaanvl,ﬂ sﬁa@unuluwuvl,wmﬂ@
a « a o 1 uq; 1 = 1:{' v Aa = >
VNEY “TIALIW LHITY LAHITINDIIAT AUNEENY LLa:Tamaﬂngnmaﬂﬂﬂu

N13LRanNTaFWAN (Supapon; & Sukhawatthanakun. 2024)

ITWITLATIUNITARIANWL I Price Value Linniilniladoiginalagasiaa
ANuNIneladanuIua (Brand Satisfaction) L8z ANNAI DTN (Repurchase Intention)
I@ULawwziu@aﬁmﬁﬁmil,miw”uqdLmzﬁuﬂ”ﬂﬁqmawﬂmﬂﬁ LAEIN Qﬁiﬂﬂﬁ'ﬂﬁmﬁammmﬁ
d' @ U 'y 1 & =S Ad 1 dl 1 a =1 a ni
Nway “anuduen” ganda 611:1mwmzmaQmmwmmﬂuﬂmmmﬂu #IaN15UINNIN
mﬁaﬂ’j’]@;LL‘IiGI%S’]ﬂ’]ﬁVL&iLL@ﬂﬁﬂdﬁuwﬁﬂﬁﬂ

%ANAINI ﬂamfﬁﬂ@j&l@iflﬁ;ﬁu‘ﬂm%’ufﬂhﬁmmé’ww”ufﬁ'u Perceived Fairness
vﬁamwqaﬁﬁuluﬂﬁ@”\ﬁﬂm LT msﬁpjﬁinﬂjﬁﬂd’lLLmu@T@”\ﬁﬁmaum@;awa
Vl,ajLa’ILﬂ%'fJugnﬁ”ﬁ #IadlUsluTuNaa URHEINNABINTITALIINNDSI FIWAITILLNN

[ 6 o Y Y al wR ) 1 a tﬂl 1 s d' (3 1
m‘mamuLLusu@LLazmlﬂguﬂmgaﬂuu‘lmmuﬂmU"lﬂ"l,muwamammuﬂqum

TuunezL@ 8914 %N Price Value anuadin “GANINNANARIY LT ﬁuﬁ’]ﬁiwmqa
uidqunwliraandad wiauimliiduluamanasgu guslnaerafsulaldifenuusud

@;mia"l,ﬁﬁuﬁ A% LLmu@Tﬁaﬁaaaammuﬂaqwﬁﬁwuﬁﬂﬂﬁaa@ﬂ&adﬁuqmmwﬁ;j:u'ﬂm
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U3 wie YNIRTIIMIRaaIn ldsla 1w aa%fwmmﬁulwamaﬂs‘hﬂmm@i”']m']mlum £AN

AnNAN
U

2.7.5 amaaiuilszaunisah (Experiential Value)

Qmm@‘ffmﬂi:aummi BB m’mjﬁﬂLLa:ﬂw%'ujﬁ;ju%Im"l@T‘%'mnﬂm‘sﬁ

UfFuRusALUTRAlUYN 9 9AFNHE (Touchpoints) lait1azidutisniande seninaba
. & 4 & . X . .

PIDNRINITD mmamqumﬂszaumstﬁﬁl,ﬂw’uumamst'w (Physical Experience) Wa
Uszaun3ain19@ana (Digital Experience) N3a 9L RUNTINALAZLANAIRINITD
pnIzaufmMAuu U iinitaniiguisldadnigaian (Parin; & Piraphong. 2025)

nidpaganudt duilnaiulnd lasawizngu Gen Y waz Gen Z WanudAty
AUUTERUMIRRNNNINTITUN AL NINVDIFUAT LT ﬁmﬂ%a@;mmmﬁmamuﬁm
wann bianuanlanuizassueluIue (Brand Storytelling) nM3daInsNEIRAINTIN

g g . = @ (% A 6 2
139819 (Experiential Marketing) 3288903581 MA I ue wiaUszaumssinisbron
& & & e o N o A
yukwaaWasNaan el Uszsunisalinaniisiaaing Brand Engagement WaztRaANNANG
Tuszazen
% ' 1 6 tv' d' > v v A 1 a £
ANAIALNILT I LLmu@LLWmummmuLﬂzylﬂgﬂﬂﬁuaaumuaammuaum
A & Adoe a A o 0 . Y & ed o

wIauusuainaluladndenanisunasaudualud (Product Trial Event) swdunagninaing
Experiential Value 1#g{uslaaianiuusudigmdiuazuandiaanguds nsaaianin
Influencers W&z Social Media N1 allka R ITAINIINTILRINNUTZFUNITOLTILINUAL
LﬁummL%auimmamsmﬁiwﬁaQu’ﬂmﬁ"uLLmu@T (Migkos et al. 2025)

a9%% N137§79 Experiential Value laitsiudvinlduilnaandszvivlauas
ﬁmmqmﬁ'umﬂ%ﬁuﬁwwhﬁfu UG I TIURINANURNNUTNEIE 1 I 191 ;Eu’%‘[mfﬁnimmmﬁ’

1 A Aa Aa o ' ' A .

VI UWFIBRBIVR I DTN LLazm"Lﬂq A1SUBNGaLEILIN (Positive Word of Mouth) 338819
AMUANARALLTUA LTZUTEN)

2.8 UWIAAUATNBNI1IFOF1IN13MA1A (Marketing Communications)

2.8.1 ANUNANYVDINIIRARIINIIARG

msﬁlamsmsmm@ (Marketing Communications) Lﬂuﬂﬁ:mum‘sﬁmﬁﬂﬂﬁﬁa
RIFITUALHTIANNTUNUD ﬁ'upju’%InﬂLLa:nﬁjwthv\mwm § MugaIMInaINAag

Kotler; & Keller (2016) T#énfignuin ns@esnsnisaanade "asasdafivsenls
Tun1suds T LLazLaa‘lﬂ,’ﬂEJT?IJ%IJWQY]%YI’]WISGLLﬂ:‘Y]’N56NLﬁﬂ?ﬁﬂ§%ﬁ’lLLﬂ$LLUi%@Tﬁ

o . s o v { o % o o v o A
RUY" "Ii\i“/l’m%’]ﬁl,ﬂu Lﬁm"ﬂadLL‘Uiu@T ﬁﬁ‘i’NU“nﬁ%ﬂu’]LLazﬁiﬁx‘]ﬂ’)’]&la&lwuﬁ(ﬂuE‘Llﬂﬂﬂ
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Belch; & Belch (2018) Laka31 NIFBENINIAAIAAE "NMIUTeawUTaILATIND
A & A a o o A A o A A o o 9
femsnsnnanuIsnlfiNesessnuaaiaid iy’ lasfidwunsiieaing n1adud

NAUAGLTIVIN AT WOANTINNITD

2.8.2 aaﬁﬂimaumaamiﬁamimsmmml,uugimms (IMC)
LA @ Integrated Marketing Communications (IMC) 284 Schultz (1993) 8511871
myResIMIasandUszansnwe aogsmﬁﬂ’mﬂ‘%aaﬁa@m 9 lmaanaainy dsznauee:
2821 milaman (Advertising) tuwmFessuuy lailgyana (Non-personal)
HuFasng g 13 Insriend ny faman Theluson I@mﬁ@m@iuﬁ':
1) hasuilnaswauinn Tunauduani
2) &319M33U3UUTUG (Brand Awareness)
3) ABNENAWAN WAL HUAINUATOINTIHELNS
Kotler; & Armstrong (2018) mpf’]mﬂmmmﬁﬁﬂszﬁﬂ%mwmsﬁmmm%@ﬁﬁ
(Memorability) ANUTALIBVDITDAINY (Clarity) LLaxmmﬁﬁmmzaw (Frequency)
2.822 m3UszaaUNUTS (Public Relations: PR) tdun13a$19 nMwansoh
\F9uan ihuFauda RanTsuiiasina uazMILIWIANNRNAUE AL T lddwFe
Cutlip et al. (2013) a5u1831 PR AN BT ATIT:
1) ﬁmmml,%aﬁagaﬂd'} e lilgnsneSudenuiaa
2) &MANNFNNUTIZEZEN TzRinvasdnInuguslng
3) uaiasdalun1susnisinga (Crisis Management)
2.8.2.3 N1IFILEINNIIVNY (Sales Promotion) Lﬂuﬁamimw:ﬁguﬁm:@jﬂﬁ
;Eu%lnﬂ@‘f@?mlaeﬁa B Jauaq 29uny gulas lusunsuazauudy
Blattberg; & Neslin (1990) lyuainmssaLasunIneidniwalasassdadSunmn
mteluaslislute uddasszaase ol Aanaug enaMAudluIzzeT
2824 N13A81aG3NA (Digital Marketing) tdun1380 81301 RTIN19H NS
wu Bulad lodoaiife s mslasansawlat
Chaffey; & Ellis-Chadwick (2019) szyitminanadaviadunuinddnluge
a9t ilasan
1) whianguidhmansiane ldusingn (Targeting)
2) TANR AN UA (Real-time Analytics)
3) @Tunu@iamwﬁ'lﬁq fnnindanaidu

4) &M UJFuWUT (Engagement) Auguslnale
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2.8.3 ANTWAVAINIIFARNINIINRIAADAUAIAIIRUA

Keller (2013) e311einsdesImIanaidu nalnwan lunsaiagudianiud
La9an:

) v o & ' A A
§39NITUSUUIUG (Brand Awareness) AANATBINTIROENT
RIMNANEILLTUG (Brand Image) Huiibamuasansnge

@ A 6 . . [ =)
aianaganlsinisansnal (Emotional Connection) MuKu3LNA
Yoo; Donthu; & Lee (2000) 140133981891 323n¥WuI1 nsiesIsnIsaanand

Uszdninw lastawizmslaisanild swdszanmgs wazanudfiwanzan 48nsna

L%amﬂ@ia@mmwﬁ%'uj ANNUANG u,azmﬁ'uji”umuﬁ

29 LLWJﬁﬂLtazﬂQEﬁﬂizaun’ﬁanﬂﬁ’l (Customer Experience)

2.9.1 anunIeUeslszauMIniandn

Uszauni3alana (Customer Experience: CX) tluuuadaf lasuauauls
1 o gﬁl Y A 1 9/&/ a a v |‘§/ 6 nll Qs
atnaunlugaifagiu ihasanguilnalilddoios fud udde Uszaunisal 7ld3uan
= a v o & o 6
MU JINNU T IUG
Pine; & Gilmore (1998) luuuafa "The Experience Economy” Laua3Le313Na
v o a _ a v ' a 6 .
lewauiann LATINITUAT (Goods Economy) § Lﬂiﬁgﬂﬁlﬂiz&‘ﬂﬂ’lim (Experience
Economy) %au‘%ﬁ'ﬂﬁmﬁnﬂszaumitﬁﬁmmmiﬂﬁﬁ'ugﬂﬁﬂ
Meyer; & Schwager (2007) 1@ fig1u3n ﬂszauminigﬂﬁﬁﬁa "MIADUAL

muluuszdudrzasgnanddenisiiljaunuslasasinialasdanrvuisn” aseungy

(% ¥ (2 (2

NNINFUAE (Touchpoints) AIUARBUTD TzAINITA UAZHAINTD

292 238152nauRIUTTRUNITRNGN

Schmitt (1999) luniiiRe "Experiential Marketing” L&an3aULWIAA Strategic
Experiential Modules (SEMs) fsznavdis 5 96 laud Sense, Feel, Think, Act, Relate
analafionw lununvasnmisuimauazuidofagiu am‘ﬂs:ﬂauﬁﬁnﬂ”rymmsna;ﬂvlﬁ
et

v

2921 M3UIN3gNAT (Customer Service) Lﬂuﬁﬂwaaﬂizaumszﬁgﬂm
dl dl v s v [} A Y o o
MneganumMIlianuTIsmae malreuneti waemaud luilym

Parasuraman; Zeithaml; & Berry (1988) Lauauuu31aad SERVQUAL 7174
ALMWNITLINT 5 J@ @A Tangibles (Eﬂé'ﬂmﬁmamﬂmw) Reliability (A3 Loaia)

Responsiveness (MIAAURUBITIALST) Assurance (ANNAW1) Laz Empathy (Autalala)
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2.922 aNUFZAINLUMENN (Accessibility/Convenience)

Berry; Seiders; & Grewal (2002) L&4aL206 Service Convenience ﬁmaumqw
lusuva9 Decision Convenience (axmﬂluﬂw@”@ﬁﬂﬁl) Access Convenience (820N
1uﬂ1ﬂ°ﬂ"15\‘1) Transaction Convenience (a:@’mluﬂﬁﬁﬁ‘giﬂﬁu) Benefit Convenience
(@zanlums basulszlosl) was Postbenefit Convenience (82@nlMIUIANIRAINTUE)

lugaiTagtin Fasmesaufiuzwuus (Omnichannel) naeidulas: bEnafivin
gﬂ@i’ﬁwaﬁaﬁuﬁﬁLLa:U'%mSVl@Tw%aau"l,aﬁuazaawvl,aﬁashavl,%fiamia

2.9.2.3 UTIMIALRZENITNLIAN DN (Atmosphere/Environment)

Kotler (1973) LawallwIAa Atmospherics ﬁaﬁmmmmwm@ﬁamaaa}mm
fanTwadanndnisuuazanuiinuasuslne daznaudioasdsznay 4 du fa Visual
(M3IVBITH 1T% & UES MISAI14) Aural (FE4 L% LNGIRUWES) Olfactory (NA%) ez Tactile
(FUNR)

Bitner (1992) Waiwdazaaiduuuifia Servicescape fiofngdngmunuiasos

NHMEMNFINAG 813NaL NAnAG LazWANTINVDIRNA

2.9.3 AnFwaredlszaunINianFsaguAa Al

Brakus; Schmitt; & Zarantonello (2009) luwn13398 Léad "Brand Experience" W13
Uzaunsaluusuadaninalosasssda anuisnala AnuAnd uaz qudaadud

Lemon; & Verhoef (2016) 114313815 Journal of Marketing i:l‘!’i’]ﬂimumiﬂigﬂﬁ’]
‘ﬁlﬁﬁ]:ﬁ’lvl,ﬂgj Customer Loyalty (A213AN#A) Word-of-Mouth Marketing (N15U8N@8) LA

. A o4 X
Higher Brand Equity (ATWANAINETUATNEIVY)

Aa a o 3 3
210 wwIAALAENB)AINANBWIANT (Corporate Image)

s 6 6
2.10.1 ANURVIYVDININANBEUDIANT

Y & & & a o @ a &l Y
MWaNEBtaIAns (Corporate Image) LuumAadmanlwnmsuImsuusnanasian
ANUIEN ANTa uazviauadlasiu NEUTlnauszamImMeddoasdns
a Yo A ' o 6 6 A R a
Dowling (1986) lidfienuin mwansoiasdnifia "wasanveInuidn aude
% ~ A 6 = Aa A 6
uwazanuUszivla Nyanaddassdne Tufian Uszaumanilasass nsfeasanasang
A oA
WAz MIRAINKFAU
Nguyen; & LeBlanc (2001) szuinnwanuolosdnaidu niwdgunivdaslald
(Intangible Asset) 7idig aueNaLATHNAFY hasandanTwadansdaaulatauazanuing

maa@fﬁim
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2.10.2 290132 NaUTaIMNANEIIANT

2.10.2.1 mwanualaIdnslassiy (Corporate Image)

sxviauila YARnNW (Personality) uazd@anwal (Identity) 28489ANT LT
anuduiaandn anunuans anawlineda

Aaker (1996) L2 INNIWANEBIB9ANT UTenaueae 1) Functional Attributes
(Qmauﬁﬁ Fwing 1w AN mwminl,%aﬁa) 2) Emotional Attributes (Qmauﬂa \Faansual
\B% ANA3FNaUE AWELN) LAz 3) Symbolic Atiributes (7 psaUAITIRYANAL 1T FONUE
MILONTUNIFIAN)

2.10.2.2 mﬂmim,%aﬁamaaaaﬁm (Corporate Credibility)

Newell: & Goldsmith (2001) 1##@1%a1431 Corporate Credibility @8 "SeeUT

v

;du%Iﬂﬂjﬁﬂdm%ﬁ'ﬂﬁmmjua:mmL%mmmﬂumﬂﬁﬁuﬁwLLa:u%msﬁ@a‘uauao
AN ABINTVBIGNAT wszidataldlunsusnainuase” dsznaudas 2 56 da Expertise
(mmr’f%mmryluqmm%mm) Wae Trustworthiness (PN Tagaduazllssls)

Erdem; & Swait (2004) W13 AU Ee D aueIuUIRA N aNTNalaunIiae
anuaslefie usz ANWANG tWzTeae mwmﬁmﬁ%’uf (Perceived Risk) Ua95U3LnA

2.10.2.3) ANUILNATOUG DRIAY (Corporate Social Responsibility: CSR)

Carroll (1991) Lg&%8 CSR Pyramid ﬁ'ﬂszﬂauﬁm 4 52@U @e Economic
Responsibility (ANTUHATELNILATEIN) Legal Responsibility (AIINTURATALNIING W)
Ethical Responsibility (A2133IUAATaUN92385374) WA Philanthropic Responsibility
(AU TLAATOULTININ FA)

Bhattacharya; & Sen (2004) 521)31 CSR s anEmnTaes Usznaudas
Customer-Company Identification (N1332@2@ALUAIANT) Brand Loyalty (A1NANGA) WAz
Premium Pricing Power (ﬂﬂ&la’l&l’linluﬂ’ﬁ@i‘ii’m’lqx‘m’j’l)

luqﬂﬁﬁﬁ;ﬂ'u ESG (Environmental, Social, Governance) ﬂmmflummgmlmj
PugngmeaUwaUay CSR lﬁmamguﬂiuﬁuﬁmﬁlam@ﬁamm:ﬁﬁmﬁmaﬁasl

a A o 6 6 ' 1 a v
2.10.3 aNIWRVBININI N EUBIANIADATUATA IR WA

Keller (2013) Lawainnwanwoiasdanaiiu asdilsznaudian 189 Brand Equity
WY

1) &390 1i9la (Trust) ﬁﬁﬁvl,a.lgimiéi'@ﬁu%%a

2) 3WMIIVIAWAN (Perceived Quality) ﬁgdifu

3) &vANugNHUNIeN WAl NUULTUG
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Souiden; Kassim; & Hong (2006) 14153381390 523nswui1 AMwanualadnns
Jandwaltiuinea nIdszliinduan (Product Evaluation) anuaslada (Purchase Intention)
LRZANANAGBLLIUA (Brand Loyalty)

Lai et al. (2010) Wui1 CSR U8NBWada Brand Equity A1 uAILLUIHINIY A

Brand Reputation L8z Brand Performance

Ao A A ¥
2.11 9WNUNLNYIVDI
o A Aan =2 A = A & A
akgdln @3dsenu (2563) ANWILTDY ANANINDLD NITAAULITUG NITFAFNT
wusthneathn wazdunasitg NANad aNMIAaRLIaTaRUANT f@qﬂima@iﬁaﬁﬂmwa
2849 Brand Attachment 1az Word-of-Mouth 32u09AuNInaladan1saadwladaduan
o A A A A v A o ’~ & o o ¢
LN Lmawmﬁ]ﬂﬂmmuaammgminﬂluﬂ;aqu 1133 LRI RN AN WU LA
NNINADBLNAADE NANIANBIWLINAINUNIN Lala: Brand Attachment ﬁwm%amﬂgo
AANNIAARWLAT LAz Word-of-Mouth T8LEINETIINAAINGT?
[ = di % d'd ] o A a U v A
TUYAT N (2564) ANBMILTDY ﬁwsl‘mJwa@lammnﬂ@iumﬁaummaa;duﬂm
3% Shopee LAnNFINNY-Iuamna f@qﬂifzm@TLﬁ'aﬁﬂms:ﬁummﬁ'ﬂﬁumm‘ LRZHAN
v o ¢ 0 o o & A A & o A A A Ao
mwuauwuﬁizmwmﬁugmﬂiﬂmmmzmmL°15anau,mu@mammm@ GELNELREL,
AaLUUFAUDIN 400 A LazlTRAA Pearson Correlation ez ANOVA lun1331a37s%
Namﬁﬁm«nwudﬂ;ju%lmﬁmmﬁ'ﬂﬁ@ia Shopee h3zaUNN lABLANIZIUNAUAG WaZ
@ LR 6 di A =1 > o 6 A [ o
mﬁugmﬂsﬂmmmzmmmjanammmuwummmﬂnummm@
PAIN ANBRIT (2564) AnwiiTas wadnsawduilnanuanunaweladamaidanls
6 A o Al ' % o [ 6 di = a A n:?
LLmu@msaammummluﬂqmsl‘*m\‘nu TanUasdiNadnEIwgAnIINNIRenTauas
mmﬁawa%maa;ﬁu’%‘[m@iaumu@ﬁﬂ%aaﬁwmammﬁ 1AIaINDILABUULFAUDNN 350 Al
uazlTRAA t-test Laz ANOVA '?Lﬂﬁ:%{m‘”m%a Namsﬁnmwudﬁﬂ'a}%”ﬂ@”ﬁuqmmw
ANNINTEDATDILLIUG LazMI LU ANINasanNNNIWa laLazNNITaEN
A A¢ =< A o Ada a 0 =< o A A o
W3e (2565) AN®LI8d JTaNdaninadannuiinalauazanunnadaangu
mad;ﬁ%ﬁuﬁmmm“luﬂizmﬂim 5’@1QﬂizmﬁLﬁaﬁﬂmﬂﬁlfﬁ'ﬂﬁmqmmwﬁuﬁﬁ ATLAN
MILINT UAZWNOANITNVBINTENNUIBNFINARaANNUNINalILAZANNANG 1aTaslad T
fla LUURALANNLAZNNIILATIEN Regression Analysis NamsﬁﬂmwqummwﬁuﬁﬂLLa:
Qmmwmsu?miﬁwaimumwiamw‘ﬁawalﬁ] LAz UNINalIFINRGaAIINANG
Slmm”uga
s a 6 =3 d' a A o Y o A
ners miyaundilsat (2566) Anwises ONDWATBIMITLFANULIIBNALIG (CSR)
LazU I RUNITIMLNYANULLIUAADAMNANG N1AN 13721913: nImawaLRaE AR

109U mdlNeILATI1HATEI CSR WAz Brand Experience 7ididia Brand Trust Waz Brand



41

¥
v =) v A

Loyalty La3asdaldndauvusaunuglifud1imadifin 380 au Jianzidin SEM

=)

NANTIAN®INLI Brand Experience 48NTnwagdNigadaninunng savadunfa Brand

U

o

Trust 1ot CSR wiidanswauddvinninitosnin

Aunfai il (2566) AnBLTad ﬂﬁ]ﬁ]‘“ﬂﬁﬁwa@iafm‘sjau%’uumuﬁmmﬁ?qmmw
pa3gulnalunjannuniuas a"'@qﬂi:aoﬁtﬁiaﬁﬂmnﬁﬂau%’u@mawﬁ'ﬁ (Perceived
Attributes) 895Ul AGULIUABINTFUNN 1n30sfiadspfanuugaUIY 300 8819
UAZILATIRE 8 Regression Analysis HAMIANBAWLINMITUIAUA DA anuvnLdede
WRZE AN DIF N fanTnadenseNsULUIRTLAZ N3 T0

U134 130877708 Uaz WINIA WAT (2568) Aneni3eq MIENTIIN AL TUA UAZ
ﬂ’J’]EJ@i‘iIﬁ]%E]‘UE]\‘]QU%IﬂﬂluQWﬁ’mﬂii&lﬁﬁuuﬂiﬂﬂEl\‘illizmﬁvl,ﬂil f@qﬂizaaﬁlﬁaﬁﬂmwa
ma\mﬁ%’ujl,miu@i{ (Brand Perception) uazamfA1ua3UaAAs (Personal Value) Afdasuys
AMAULITUG (Brand Value) uaza11uaslada (Purchase Intention) La3asfiaisude
uuugauaNEUSLnadwan 418 au uaziinneidayadis PLS-SEM Han1sdinswuin
mMITUzuluduazg AaIanaiianEnalannTidan mALIUG unzAIAULTUAL BNTNA
adiiuddydannunilade §ﬂﬁ3\1ﬂ'oﬁmﬁwﬁl,ﬂu@ﬁmhf,%ammmdwmﬁufl,l,um@i’/
AMFNDIANA fuanwuaslade

Migkos; Giannakopoulos; & Sakas (2025) ﬁmzﬂﬁlad NANIENUVYDINITINAG
mugﬂ"ﬁaw%wmiawqﬁm‘m@u’%‘[nﬂLLa:mm"ﬁaums%aﬁu@Tﬁaauvlaﬁ i'mqﬂsxmﬁl,ﬁiaﬁﬂm
HANITNUTBINIIANAHIRELTENTWA (Influencers) uazmididuianuuloFoadifoda
wqaﬂﬁwjﬁim manadulade uazanuisneladauusud wsesliadsude wuseuaw
aanlaih LazN133LAINEH SEM (Structural Equation Modeling) HaMIANHINLIN NMIAANA
mu;&”ﬁﬁﬂﬁwaﬁﬁw%waL%amﬂ@iaﬁﬂuﬂﬁﬁﬁ@iaLLmu@T (Brand Attitude) Aaualade
(Purchase Intention) LazANuNInalazaIgne SIS NE NIRRT AN NANG
GOULTUA

Handranata; & Kalila (2025) Ani3a4 'ﬁ'ﬂuﬂa@ia;‘Tﬁﬁw%wamm,l,w%;uuazNam‘:wu
RONQANIINNITD: UNLINTBIIAUAGFoa FuaILazA NN laT e f@qﬂiza@ﬁlﬁaﬁﬂm

va A

Nﬂ‘ﬂﬁ]dﬂﬁﬁbi@iﬂﬁ«i@ﬂ%?ﬂﬂ (influencers) LT perceived credibility, expertise, Laz perceived

U

behavioral control @iaﬁ'ﬂuﬂa"naﬁgﬂﬂﬂﬂﬁﬁ@ia influencer WAIAUNAGE Brand Attitude L&z

Y A a

Purchase Intention Lﬂ%ﬂdﬁaﬁﬁﬂﬁaLLuuaaumwaauvl,aﬁﬁ'umjuwm"m’saﬂ@ﬁﬁﬂ FuIn

q [
= '

290 At (17 251 valid responses) 31Tz A28 PLS-SEM HamsANEINWLIN “Anasinidaiian

Y oa

HUSLNATU3 (Perceived Credibility)” Luifadunddnswaunigaderiauadvaiguilnad

L e

AdagianTWanIIunT 389898108 “ANNTITY (Expertise)’ LA “MITUINIIAILAN

W@nyIN (Perceived Behavioral Control)” 1133 wui viaua@nguilnafidagTanina
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[
[ @ a

(Attitude toward Influencer) J8NTWALTIVINGANT NAUARFDAIIFUAT (Brand Attitude)

e

% a o

WRZANAI AT (Purchase Intention) #ana 1% NAWAGGaAINEWAT (Brand Attitude)

a/ '

f9vimnidu aauysasein (Mediating Variable) idaayszning nauadnddagianina

[
I v

N19UNTU (Attitude toward Influencer) waz aaAslaGavasguTlna (Purchase Intention)
TIRNLIANIN mﬂgu%Inﬂﬁﬂ”ﬂuﬂﬁﬁﬁ@iagﬁﬁﬂ%wa NAzFINA AL AN ALAG LA TILIN

a

. & o . & & {
AAULUTUA LLazmvlﬂgmmmlwaluwa@

q



UNN 3

~ aa a o
ITLUHUIDNIII9E

ae A v Aa ] ' a v % AR &
NI13AYYLID "ﬂ"ﬂ"ﬂUﬂu“ﬂ@]aﬂm@]qﬁiqauﬂqiuﬂgNwaﬂﬁﬂﬂq NITMANBILUIUA
ada v a

Draper Tools 1J%#n1373815981323 (Survey Research) laglaseidouitiauide
130104 (Quantitative Research) Qﬁﬁ'ﬂ"lﬁ'}”ﬁ’lLﬁumsﬁﬂmmwgu@au ot
3.1 UszinnuestayareInIsdn¥Ian
3.2 dzinnuasinwIdadedIuam
3.2.1 Uszrns
3.2.2 ﬁ‘imauﬂéjm°’aazin

2.3 2DMIALTILN uifaga

w w

2.4 gawisluni1sdnuniay
dl A Aa o

3.2.5 tA309NaI9Y

3.2.6 NINAFOULATAINDIY

3.2.7 mﬁmmzﬁﬁaga

v = a o
3.1 UszianuasdayaraInITANEIVY
3.1.1 dayagundl (Primary Data) Qﬁﬂm"l@i”ﬁ’@ﬁmuuaaumu WAZLALTILTIN

v v o o

doyadiunugeumNnuguilnanadoaglufunnyunwumuas uaziianuaulania
= X a o A A, & A A
flszaunisallunisfedudniniasilomauuTud Draper tools luNwANTIMWAMIUAT
3.1.2 Tayanfunil (Secondary Data) loun wikade L@an&13ITINNT 13817
wikiRe Anenfiwus wazaulssfiinertesnungdnssuguilne nsdaaulagadued
MIFTNAMAINIFRAT (Brand Value) dauil3eaun19n13aana (Marketing Mix: 4Ps)
ANSUIMITAINENE DI IANILALANNTUAATaURERIAN (Corporate Image & CSR) tiNald
Wudugulunisaiinsssumdauazeanuuuuuuseunuliseandainuinguzasd

YPINTTIL

3.2 Uszianzasewlagsedsano
3.2.1 Uszrns
1v291n7 (Population) Aa ﬂi:“nwuiuw@nymwwmumﬁﬁﬂi:aumitﬂu

¥ a o ! , = ' o | o
AT FUALATINBTIILLTUS Draper tools T4 lINTILIIUINLIUTA
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3.2.2 UIUNANAIDEN

GLHUEPLUGE pju‘%‘[mﬁ'ﬁﬂsmummﬂumisﬁaﬁuﬁwm'%f'aoﬁmmme@i‘ Draper
tools 1 u‘ﬁ'ﬂ;amwumum lasinuauma aaﬂﬁjuéﬁamaﬁa HAIDMIA I ULINA A0
wwulinnuswnudszrns lessnuassauenuidosiuiisess: 95 @‘hmm"l,ﬁmﬂgmm 84
W.G. Cochran (Cochran. 1977) uazanufiawanansanivlaliiiuiosas 5

@A208719 I WNTIVLA 80176 a 'l

22
-
4¢*
19y n g FIUIUVBIVIINAIBEN
p fe dadiuzadnguansmcnilIzTInsndayavaslszmniluade
lasfiwua p=0.5 1uﬂ5tﬁvlﬁwﬂu§'mdau°naaﬂ§jwé’nummaﬂxmm
A : = A i o a X o
e da anuaznduvesnnudanaaivanldinadnle 5%
Z> fa @1 Z Nazauanusany 95% (22 = 1.96)

o

v S
LL‘Y]%ﬂ’]@]’JEIQWS JA1D

2

o (1.96)2

4(0.5)

n=384.16
n~385

mnmsﬁwmmmjmﬁama %:"L@TdﬂumiﬁﬂH’]ﬂ%’dﬁﬁﬂtj&l@]”ﬁazho?ﬁﬁmu 385
Qs 1 [} =1 { Q =Y { =) &/
@208 ag9lsneny WatdwnsilasnuaNNAaNaIaNaNAAAY KINNIIABLLULRA LD
1 U 0 s 1 A U o o o ot 1 b 1 AI J
VLuﬂsumuam_ulitﬁmaaﬂqumama ;paaﬂﬁavlmmmLmuaaumwmmuﬂgumamuwmuﬁn

o882 5 TINLTUNINUA 400 A28

3.2.3 3PNIFNALDEN

AduldmaienndudlagauuuazaIn (Convenience Sampling) UAIALITILTIY
iayaéﬁzlLLuuaaumuﬁ'uQu%Imﬁmﬁ'ﬂagluﬁuﬁﬂgamwumum wadUseaunIobln
NNITa FUAILATEINTIILLIUG Draper tools HIWNITHINLULUFALUDINLLULBAM bAT
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v @ o

FEMITANUULRBLDNNBM 1A (Google form) LAEATIIROLTYALNDANNATUIIUYDY

v '

mayaﬂam:ﬁﬂﬂ?mﬁ:ﬁwa

3.2.4 audslumsanvniag

3.24.1 aaudese Uznauais

1) Tadodugamn ldun quniwuesndaisi/ling (Product/Service
Quality) Qmmwﬁ%’uflﬁ (Perceived Quality) LazIaNT33 (Innovation)

2) Tasudrmnisaes1snisaaia leun naslawmn (Advertising)
MIUTET18UNUS (Public Relations) NI&ILEINNNIVNE (Sales Promotion) LAZN1IAAA
@3na (Digital Marketing)

3) dadndmdszaumsnigndn laun M3U3IN3NA" (Customer Service)
A21NREAIN I8N0 (Accessibility/Convenience) WaZUITEINNA/RATNLIAR DA
(Atmosphere/Environment)

4) RpmumwanEalaInns lawd MuansalasdnsuazaNNIURaTay
flag9ad (Corporate Image & CSR) anwinSefiavasasnng (Corporate Credibility) Laz
ANMVTLAATOUADRIAN (Corporate Social Responsibility - CSR)

3242 duhinw fe quaeandudluyunasgnd ldun nssuiluuusud
(Awareness) Qmmwﬁ%’uj (Perceived Quality) nawan®oinazautdonlaiuuuIne

(Brand Image and Association) ﬂ%ﬁ&lw%aﬂﬁmumadﬂ’agaﬁuﬁﬁ (Information of Product

availability) LRZANANG (Loyalty)

3.2.5 1A50948338
A A A AC oA v § o i i A v & £
L3893 an 1t lwn3398 gaaﬂmmuaaumu (Questionnaire) LWEﬂ”ﬁLﬂTIJS’J‘]JS’J%J?JE]Ha
v A A a & A o A A ] & & A
°11aaguﬂn@mmﬂszaumirﬂumwaaummsawamdLLmu@ Draper tools TuNuf
NTNWINILAT Taguisdrnnuaaniie 8 aaw Lawn
aanil 1 dauAantadgaeuuuusaunly iudiawilarela (Closed Ended
Questionnaire) Ysznause nsanduatluiuiinganwumiuas nslidszaunisalfo fudn
A oA & & A & ]
LA38908T19ULTUG Draper tools Iuwmﬂgamwumum JINNIRNG 2 TB
ADWN 2 iagaﬁ"svlﬂmaaﬁ@auquaaumw Wudraudarede (Closed Ended
Questionnaire) 13zNauGIY LWF 812 FONUAN AUMIANET anTw e ldiafadalfan
a a 1 & 5| v ) . .
(A T7173 Nuazde. 2558) Taidudadianuuuuiianaay (Multiple-choice)
Aaun 3 fagawqanﬁmjﬁlm Wudanudanede (Closed Ended Questionnaire)

lasansacvasdiauaziduiuuiienaay (Multiple-choice)Usznausme anualumsuslaa
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anldelasiadudasass yﬂﬂaﬁmuﬁnméﬁaﬁuﬁw wanalun1suilag W8 TaININ
ﬂwuﬂﬁ%’uﬁagamwmﬁuﬁwm‘%’l‘aoﬁaﬁﬁmmm‘ Draper tools

aoufl 4 ﬁagamwﬁ@LﬁuLﬁmﬁ'uﬂﬁ]ﬁ'meQmmw laun ATANTNYBINAAT T/
U3N1Y (Product/Service Quality) qmmwﬁ'{uﬂ@” (Perceived Quality) Las®IANTIN
(Innovation) $1WIEIURE 3 T2 TINVIRNA 9 T8 ANHIEVIULUFEUANUTWLLLINATIEI U
Uszanmuen (Rating Scale) 5 2611

aauf 5 ?Tagammﬁmﬁmﬁmﬁuﬂﬁlﬁﬂﬁ’lumséamimmm@ leun malasan
(Advertising) NMTUTET1&NNBS (Public Relations) N3&9L&3UN13U18 (Sales Promotion)
LaE NNTARNAGINA (Digital Marketing) 314I%A% 82 3 U8 FINNIRUA 12 T8 Snwme
I UURaUINND BUULNNAEIBL TN MAT (Rating Scale) 5 320U

Aol 6 ﬁayammﬁmﬁmﬁimﬁ'ﬂﬂﬁ mi”mﬂimummigﬂﬁ'] leun MILIMIgnen
(Customer Service) ANnNazaInlunsng e (Accessibility/Convenience) LazUITHUINA/
AANWLIAREN (Atmosphere/Environment) $19I%6% 82 3 T8 TINNIANA 9 T8 SN
PRILUUFDUINUDBUULNIANEIUL 20 HA1 (Rating Scale) 5 32011

Aand 7 ﬁagammﬁmﬁmﬁmﬁ'uﬁm‘i’mﬁmmw&'nmimﬁm léun awanual
0IRNIUATANNSUAATOURDFIAN (Corporate Image & CSR) AN LG8 H 80989605
(Corporate Credibility) LRZANNIURATEUGDRIAN (Corporate Social Responsibility - CSR)
$UTIURE 3 T8 TINVIRNG O Ta ANWIEIBINUUFE LA WLUUAN AT E I TN AN
(Rating Scale) 5 2611

v

fawn 8 ia;&ammﬁmﬁmﬁmﬁ'uqm@hmwﬁuﬁﬂuymaagnﬁﬂuuﬁwmaﬂ 1

u
'

ldur queandudluguneasandr laud nmasuiluuusud (Awareness) gmnIWiIL

2alle

(Perceived Quality) MWANBDILAZANNLTEN8INULLTUG (Brand Image and Association

anunTaultnue s aYAFUAN (Information of Product availability) W8£ANNANG (Loyalty
AW 3 1D JINNINNA 15 18 ANBUVDILUUROUD NI ULUUNIAITIRIWL TTN 1A

(Rating Scale) 5 120U

3.2.6 NMINAROULAIDINEIDE

=2 % = A A =2 a a ao A
ﬂﬂ']:ﬂﬁi’]\‘]Lﬂia\‘iNaﬂlﬁuﬂﬁ‘iﬂﬂﬂﬂ%ﬁﬂu%ﬁﬂ@ VIE]‘]:I'Q LASNIINUNIWITUIILN

\Nedas lasasvaunsauumidansdne waziuuusaumuaualigiTsmyanisay

Aumwiasasile uszduiiunud luemaaiaueuusvaismmng lasdfifnimyaagey
ADNWLLILFALNY

= < X o v o A A o A A A Ao A %

lunsfinmenidnnlaaiiaiasiie ussWammiaiaslanltlumaids inalle

A A A =& @ =] & o &
Lﬂiﬁ]d&lE]‘Y]I"ﬁjl,umimlmaga&lﬂ’nuﬁmyiﬂmaﬁm@lavl,‘j_lu
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3.2.6.1 MIMaFaLANNATIWTIam (Content Validity) lagsiuuuaauniu

=)

v v &, o v Y { v o 1 v Q
“nvl,@m’mmumvlmaualmdﬁmsmfy @338 UANURAAARAITaIE DN wLdazTany

%

& a o a Ao a o A = [ P
'J@]Qﬂizaﬂﬂma\ﬁﬂ']ij'ﬂﬂ NIBULWINANIIIYY LL'NZHU']N@]'JLLﬂiﬂlﬂuﬂ’]ﬁﬂﬂjﬂq NRNIITNN

1
v A

ALy ldinsdsduuddsihuuuseuniuany il sdading

2

3262 nInasauANdaduIaIAIadie (Reliabiity) tinnInsragauds
FaunwiasesuuuseUmamasaniwinsut lneufiesiuuuseunaluless (Pretest)
TagmAnaus=antuaar (o - Coefficient) @335a4 Cronbach’s Alpha Coefficient W&234
shuunseua i ldsunsdiudysnnnisanasenvesiiismaudslinasasldiy
mi&JGIV’Ja&i’]dﬂiz‘ﬁ’]ﬂiﬁi’uﬁﬂﬂﬁLﬂF;lﬁﬂi:aUﬂﬂiﬂﬂuﬂWS%aﬁ%al‘ﬁ/\‘i’m?(uﬁ’]Lﬂéadﬁﬂ"ﬁ’NLL‘LIiu@T
Draper Tools ludszinelng I@Umww:ﬂQwQ’lﬁ’muﬁﬂi:ﬂau anFwLAEnT GRMTRQIC GEGTRPR
Nunaaing uTnafta wazgldnwidiaaiasiau (Hobbyist) %amﬁ'ﬂaglum@

v @
v v

nRIMWARUATLAZ T IUMS 9% HOAULUURUINNAZS aaLﬂu;‘?ﬁﬁmxaﬂmimﬂlﬁmuﬁuﬁﬂ

2

' o < X o v R o a & A '
Draper Tools 819U 1 ﬂs@"ﬂuvl,ll UK 30 ﬁ@LLUUaaUﬂ']NLLﬂ?ﬁNu’]N’n LANCHENB AN
ﬂ?quﬁﬂﬂ@]iﬂmaﬁLLUUﬁaUﬂqN I@U@hﬂ?'ﬁJLﬁU\ﬁ]ﬂ\‘iLUJIJaaﬂﬂ’]uﬂvﬂﬁw@]ﬁﬂﬁﬁﬁqﬂvﬂLL@I 0.70

X . - a
?l%vl,l] AINNNIATIIRBUANANULN LNVRILLURBUDIWNAT 0.00

ANINN 2 ARV TN BVBILLURAUDNY

Cronbach’s Alpha N of Items

0.955 23

3.2.7 MAINATTAVOYA

INNITANBIARAIND&IZLI0 ﬁaaﬁ'ﬂﬁ'ﬁwa@ia@]mmmwﬁuﬁﬂugwaagﬂﬁﬁ
& v & U v A {
NIMANBILUIUG Draper Tools Sﬁavl,(ﬂmmamamlagaﬁnﬂLmuaaummaaﬁduﬂnﬂﬁﬁ
Uszaun1sallun1sTa FuAILAT eI T19W LG Draper tools luAuANFINNIAIUAT
$ { o a v 1 o IA 1 b 1
6?01@mmuaaumuﬁmmmmmaLﬂﬁzﬁ"l,@amaauyitﬁmmu 400 7@ Fadunguaaacng
A a & o A A o & A o o A & o
nlglunslienzidoyalwnuldnt dayansnuennunnldgnianiensidaldunsy
§uSa3Un9aid (SpPss) lasfituaauasii

3.2.7.1 MA@TNZATINTIOMMN (Descriptives Statistics) Usznaualeseazidua

1) dmwnansesinauuuseLn Y aaufl 1 dsznausas nsfidssauntsal
A A & a o o A & S o
‘Viia&lﬂ’s’l&Iaulﬁlluﬂ’ﬁ‘ﬁaauﬂ’]Lﬂ‘iadwa’ﬁ’ldLLU‘iu@ Draper tools ‘ﬁdLﬂuﬂ’]iﬂ@ﬂﬁa\‘]

ET@]allLL‘LI‘IJﬁa‘l_lﬂ’]&l%ﬂﬂjﬁﬂdﬁ’]&ﬂ’iﬂi’]&ﬁ“ﬁﬂ}gﬂ
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2) TayanuAAARIBINABLNULFIUDNY Aol 2 Usenaude 1oy
ﬁ'ﬁvlﬁmaa;j@ammuaaumu 1953 n1suanuasenud (Frequency) wuauelutuuudiasas
(Percentage)

3) deyannuAainvedaULIURaLNY aaufl 3 Usznausiy wodinasw
msuslna 1955 msuanuasaufl (Frequency) iiaualujtuuudniasas (Percentage)

4) TayanNAaRIIABULLURUAN Aauh 4 Usznausday

a

mmﬁ@Lﬁmﬁmﬁ'uﬁ%ﬁ'mi’mqmmwi%aﬁm nadg (X) LLG:ﬁ’]LﬁUGLU%&J’WlSj’]%
(Standard Deviation: SD)

5) TayaNNUAALABVBINADUUULFOLDY aaui 5 Usznaudas
anufaAngInuasaunsTessn1saata 1dafaaads (X) wazaooum
419337% (Standard Deviation: SD)

6) TBYAANUANLAUVBINADUUUIFOUDIY aaufl 6 Usznaudis
mmﬁmLﬁmﬁmﬁ'uﬂaﬁ'ﬂﬁmﬂs:aumirﬁ@ﬂﬁﬂ Idgffaaney (X) wazatdoaumn
419931% (Standard Deviation: SD)

7) doyanNAAARIDIHABLLIUFEUANY aaui 7 Usznauaas
anufaiignussumwsnsalasing adaduads (X) LLaz@hLﬁmmummgm
(Standard Deviation: SD)

8) YayanuAaLALYINAIULLUFELA aaui 8 AnuAawiwieany
AmdanFud luuuaIgnd luyuasgnd 5afiddnads (X) wazaidoununaign
(Standard Deviation: SD)

FouuusaunwsInd 4-8 lEmMyTaduuDINaEIwl Iz IAN (Rating Scale)
ANATMIUTAUAWMULALATN (Likerts Scale) (Wall Emerson. 2017) lagazyinnsutioszay
anwsageantdu 5 szau Ao Lﬁuﬁmmﬂ‘ﬁ'q@ AUAIENIN LRUAIBIUNEN RUa8Tas
LLa:Lﬁuﬁaﬂﬁaﬁﬁq@ \dudadnanuidssannanue lasdinasinmslrazuns eai

5 Azl RUBD9 Lﬁuﬁmmﬂﬁq@

4 QzUNW  RINBDI  RREIBNIN

3 Azl WINBDNY  LAREIEUIUNANS

2 Az BUNHDY  AueEaa

]
a

1 Az RANUD Lﬁuﬁwﬁamq@

LLa:LLﬂaNamumsﬁm';mé’u@]smﬂ‘*ﬁ'mhuiﬂsl,lmuﬁ']L?ﬁlgﬂ LN UL RNAAZILAY

v o ' L v o A o A o a°
Tuudazs laslfnariauoudzanmdn udaiu 5 ey asil (gdnd agyaiad. 2564)
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2.60-3.39
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=3
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=
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=
R8I0

=
HRUIBDI
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% ﬂﬁq@
%o
1unand
37N

A
Nﬂﬂﬂqﬂ

3272 mﬁm‘mﬁ’ﬁa;&a@aagmu (Inferential Statistics)

mﬁmﬁzﬁmﬁ&mﬂnaEll,%dww@m (Multiple Regression Analysis: MRA)

lunmslienzifadundnadaguiranaudilugusasgndn nadid@nsuusue Draper Tools

lagimuaszauibdaynIsianszal 0.05 LNoNARBURINAZIH A%

H1: J298671%Q BN (Product/Service Quality, Perceived Quality, Innovation)

J998A1UN1IROFITNIIARG (Advertising, Public Relations, Sales Promotion, Digital

Marketing) ﬂ’%ﬁﬂﬁﬂ%ﬂizﬁﬂﬂ’lifﬁ@ﬂﬁ’l (Customer Service, Accessibility, Atmosphere)

waziadpsnumwanatasdns (Corporate Image, Corporate Credibility, CSR) &WadaA MAA

a o o Al D A X
mnaumslmguuaognmgmﬂlﬂunﬁmm a9t

f:b0+b1X1+b2X2+.,.+kak

\Wa k Ao
¥ o
by Ao
by, ..., b, 8

AN k @INEIaU

Xy, o X 018 ALY IIRIZ 07

FwIne I RIN LTI naUNNT

AyszanwnIaayinme

]
=y

=
1036

WNUAAIN (Constant) VaIFUNTOANDE

= a et a Q‘ 0/ a L= {
INRBNAZLUBKIORNUIZAND MInanssaIudsdaszain 150

7 k
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HANIIAIIZAT DA

=< Ao A o Aa 0 0 P o AR &
AIANENIVET B ﬂﬁ]ﬁmmwamaqmmmwauﬂﬂugwaaﬁﬂm NITANELUITUA
Draper Tools lddLiiunsifiuniunataysannnguaiadnindlszaunisallunidania
v a U dl =\ 1 6 o et 1 v (=]
I uaudLaTaIiaz19uIUa Draper Tools $1%3% 400 @18t19 e lthuusauanudn
A A = o o v A v A 'z o & aa A I
Lmawa‘l,umsl,ﬂwaa&a LLE\]ZW]‘IIE]}&GY]VL@]N’]']L@]TKMWJUIﬂiLLﬂSN&’]LiﬂEU‘Y]Nﬁﬂ@ LiNa LA
VL@TNamiﬁm_«nﬁ'mmsmaui’@qﬂs:mﬁmaams’ié’a"lﬁashamuﬁm
msﬁnLauawamﬁl,mw:ﬁ"ﬁa%meluwnﬁ wivaantdn 5 &2 laun
4.1 wamﬁmﬁ:ﬁﬁaﬁaﬁﬂﬂmaa;jmammuaa‘umw
4.2 wamﬁmﬁ:ﬁwq@ﬂﬁugﬁim
4.3 Namﬁmm:ﬁmmﬁmﬁmﬁmﬁ'uﬂﬁaﬁﬁwa@iaqm@hmﬁﬁuﬁﬂugmaagﬂﬁw
4.4 wamﬁmﬁ:ﬁqmm@ﬁ§uﬁﬂugwaagﬂﬁﬂ

4.5 Namsmaauaw@gm

4.1 wams’fumﬂzﬁﬁ’agaﬁjﬂﬂmaoé’mammnaaumu

mﬁmﬁzﬁﬁas%laﬁ"avlﬂmaa;j@auLLuuaaumw Lﬂumsﬁuauaﬁayafﬁmmzma
ﬂszmn3mam§maamjmﬁ‘mzmﬁhmu 400 aw lagldafidnmInanuasainud (Frequency)
WazAnTasaz (Percentage) Uienauedde LWe 818 80TUATN JLAUNNTANBY DTN LA

U ai 1 A s ci
Mnelainfudalfan AILEAIILANTINN 3 — 8

@]W‘J'Nﬁ 3 EIOW%’JNLLQZ%/QUﬂ:“ﬂadﬁg@]aULLUUﬁ@Uﬂﬂu IULWAANNLNA

LNl 1IN (AN) Souas
T8 173 43.30
VTN 200 50.00
IWANaLRaN 27 6.80

N 400 100.00

INANTNN 3 Q@]ammuaaumumulmyjLﬂmwm@u 7% 200 An AaLuSasa:
50.0 S0IRINNTULNATIE F143% 173 A% AALD W08 43.3 LAZLNANIGEEN IN1WIW 27 A%
AaLluTasay 6.8 aNAIAU
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a1y NN (AN) Sosas
#agniinIarinnu 20 I 21 5.30
21-30 1 150 37.50
31-40 T 155 38.80
41-50 1 50 12.50
51-60 1 21 5.30
unnn 60 Jull 3 0.80

RV 400 100.00

INGNINN 4 Q@ammuaaummmlmy'ag}ilmﬁwmq 3140 T 912 155 A

Aausnaaz 38.8 509894108 729878 21-30 T 31 150 aw Aatdusasay 37.5 129878

41-50 1 97%21 50 an Aardusasas 12.5 ﬁaaaﬂqﬁamndm%mwﬁu 20 1 WAET2987)

o 1 > { a (=] v ) 1 ‘&‘ o
51-60 T IS uIuvinnun 21 au Aavusasas 5.3 WAL T298154INNN 60 dauly $run

3 au AaLuIasas 0.8 AINAAL

@197 5 éwmuuaﬁasa:maaﬁmammuaaumu FILBNAURDIUAN

FONBAN 1IN (A%) Sauas

laa 231 57.80
RN 152 38.00
WENINI/MANY 17 4.30

39 400 100.00

N3N 5 gaauuunreumudulngiiiaoiuninlae Sman 231 au daiilu

$0882 57.8 SIRINIAAFNIF 31U 152 Aw AL UTasas 38.0 LAZRENTII/RNNEY 1IN

17 % AaLusasas 4.3 NE1AU

G397 6 aﬁmuuaz{aﬂa:maagmammuaaumw UBNAUIZAVNNIANEN

FEAUNIANL 1IN (A) Joaaz
@%Wﬂ’jwﬂ%mvzym%/m‘l,ﬂ%tymﬂ 111 27.80
YSyged 251 62.70
GARRRMELTLTRLE 38 9.50

N 400 100.00
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NNINTIN 6 asuuuureunNEILlnY IszaumIAnmLUTyaeT 3w 251 au

Aaduiasas 62.7 vesnaandadniidigaraseudiynn dwin 111 au daiduiasas

27.8 uazganIyanad uiu 38 au Aalduiouaz 9.5 mud1al

ANINN 7 ?ﬁwmmmﬁaﬂa:maagmammuaaumu UUNANBTN

21BN NN (AN) Sosas
T TMININIUIZIRIAND 53 13.30
NN WUTENLOND 188 47.00
DINVEIBAD 83 20.80
WL HWANANEA 25 6.30
Sudarialy 51 12.80

N 400 100.00

NNAT191 7 faauuuureunudlngiduninnuuisvienss $1un 188 au

Aarusasas 47.0 sa98980A8 ‘gﬁ:ﬁamm‘ﬁ % 83 A AALTuToAT 20.8 1IN/

WikN9UsgIg1nia 1w 53 au Aatdusasas 13.3 suderialy d1uan 51 an Aadn

TaUaz 12.8 LALWNSUWUHNANET 31U2% 25 an AalduTayas 6.3 ANA1AU

AN 8 NUINLAIDYAVDILADLULULFOUDY Fuwnauy lainiassalfan

seldmiudaifon 1IN (AN) Sosas
dnimSawiany 10,000 LN 49 12.30
10,001-20,000 U 173 43.30
20,001-30,000 U 101 25.30
30,001-40,000 U 57 14.20

47NN31 40,000 LN 20 5.00
EREY 400 100.00

1NNaNT97 8 aauuuureunwsulwgingldiafodeidan 10,001-20,000 1

wan 173 au Aaidusooa 43.3 789890100 20,001-30,000 11N 1% 101 A Aaiiw

$98az 25.3 §NNINRTaWinAY 10,000 1NN 1w 49 an Aadluiasas 12.3 129 30,001—

40,000 1NN 311 57 A% AL U082 14.2 LAZNINNTT 40,000 11N 31943% 20 A% AeLTn

o808 5.0 MUIOU
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a '3 a Y A
4.2 WANMIIAIIANYANTINLUILNA
myeneingansguilnavesgaeuuuusauma iumsiiauedoyaiioany
;ﬂw a % d' A 1 6 ] > [l o U
suunumITaRudaTasiiaT UL UG Draper Tools B8INguAI8E1951WIU 400 An lapls
FOANITUANUIIAND (Frequency) LRSANTRHAS (Percentage) Usznauals ANl
lunstadud A1lTasaauaandd m@gmlumﬁaﬁu@‘ﬁ LLa:ﬁaamaﬁvl,@T%'UfaHa AILFA

Tuansan 9 — 12

G397 9 ’i]o’]%’J%LLﬂz%/aURZTQOEJZ’@IE]ULLUUSE]UU']N ﬁi’]LL%ﬂ@]’]@Jﬂ’ﬂﬂJﬁl%ﬂ’]i‘%ﬂE‘?%ﬁ?

ANNAlNNTDDRRAN 19429 (A) Souay

Wounin 1 assdaLdon 52 13.00
1-2 a3sdaLfion 214 53.50
34 assdofon 125 31.30
3NN 4 assdatdondnly 9 2.30

9N 400 100.00

NNANTNN 9 faeunuuseumudulngianunlunsfeiud1 1-2 andaldan
FIWIU 214 an Aot nSauay 53.5 7098938178 3—4 AIAALADW I1UIN 125 A AALTn
So8ar 31.3 #a8N7N 1 ATIAALADY S1UIW 52 A% AALTWITBLAE 13.0 LAZNINNIN 4 AT

1 &, o a ¥ o At
@laLﬁaumuvhJ U 9 an Aatduiasaz 2.3 aus1aU

AN39N 10 ﬁhmuuaﬁamazmaag{mamwmaumw Funnenua keI a s

A lFnunisdanss 12 (AN) Sauas
fnimsawiany 500 L 61 15.30
501-1,000 U 184 46.00
1,001-1,500 U 113 28.20
1,501 vniwld 42 10.50

N 400 100.00

NN 10 Haauuvusraumudulngddrliinsaiodanss 501-1,000 1 n
1% 184 an Aatdusapaz 46.0 389838108 1,001-1,500 LN $9uan 113 an Aardn
¥ ol g 1 o o a (= v 3
Fasaz 28.2 dNdMsaiany 500 1 $1uan 61 an Aaldusasas 15.3 waz 1,501 vl

I 42 au Aardusasay 10.5 aua1au
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m@;waslunﬁ%aauﬁ"l NN (AN) Sosas
AMWLAzUIEENTNW 54 13.50
ANuwENsLazna lwlad 105 26.30
anunanRalwnTlEa 40 10.00
Aulaaans 119 29.80
anuguarlunsldam 82 20.50
N 400 100.00

NA139N 1 gaevuvusauaadinlnafadudiiiasainainulaesans

31121 119 A AaLduTasaz 29.8 Ta9adINAAANUNUENELAZINALLLaE $1UI% 105 A

Aatdusasas 26.3 mm@fmh‘l,umﬂ"ﬁmu Fuan 82 au Aaiduiasaz 20.5 AEANIWLAS

Usz&NTAIW 31uI% 54 an Aaldwinsas 13.5 LLﬂZﬂ’J’]&l‘ﬁﬂ’Wﬂ%a’lEll%ﬂ"lil"f\‘i’l% I

40 an AaLdusaoay 10.0 aNEIaU

AN 12 ’i‘hmuuaﬁaﬂazmaoﬁmammuaaumu ﬁ‘i’nmﬂmuﬁaamaﬂvl@ﬁuﬁaga

ﬁaamaﬁlﬁ’%’nﬁ’aaga 319429 (A) Sasuay
GuladnTuma 84 21.00
YouTube/Facebook 128 32.00
ldaaas/aelasan 75 18.80
MIUBNGABIINAIN 43 10.80
T manuuInalulnivan 70 17.50
N 400 100.00

NANTWN 12 gaauuuusaunudIulng ldiudayaain YouTube/Facebook

FwIn 128 an AatduTasas 32.0 sa9adanAa iU /T UIND 31wk 84 At AaLwIDuAS

21.0 Waaasaelason 391% 75 aw Aatduwsouas 18.8 TalHm L uIwe b lnIneil

uIn 70 aw Aatdusasaz 17.5 LLazﬂﬂﬁﬁJaﬂ@iaﬂﬁﬂﬂui{ﬂ uIn 43 au aatduiasas

10.8 ANAAL
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a 6 a (=3 A [ o Aa 1 1 A 2
43 wan1sanzianaaaiEniaInuilsiiinadeamaiasd@walluyanas
v
anal
u
a & A = A o o Aa ! ! A w 'Y
nyianzdanudaiuieinufadoninadequdianFudrluyuua gnen
Igafiddnady (Mean) uazsiwdaduuin@Iz s (Standard Deviation: SD) INNguaI8E1

$I%I% 400 AL I@ﬂLLu'dmsﬁnLauaaamflmwﬂéjuﬂﬁ]ﬁ'ﬂ aasia b

4.3.1 139801 NN

AN 9N 13 i:@”ummﬁ@Lﬁu@iaﬁﬁ]ﬁ’ﬂﬁﬁuqmn’lwiaﬂmwmu

- - AL
Ja9uauaAmA N Auady | SD Y
ANAALHA

AW UDINAANT UH/LIMT (Product/Service Quality) |  3.05 | 0.883 thunans

Ao wisu3le (Perceived Quaiity) 347 | 0916 | thunans
WIANTIY (Innovation) 3.1 0.998 | dwnans
3N 3.11 0.932 drwnans

INANTIN 13 Icﬂﬂmwsawj@]auLLuuaaumuﬁmmﬁ@Lﬁu@iaﬁﬁlﬁ'ﬂﬁmqmmw
a%ﬂmm”uﬂmﬂmd (Aady = 3.1, SD = 0.932) WlaRansonTasin wuin Qmmwﬁ%’uf’lﬁ
(Perceived Quality) ﬁmmﬁﬂgaﬁq@ (@ady = 3.17, SD = 0.916) J098981A8 WIANIIN
(Innovation) (ﬂ"ua,ﬁiﬂ = 3.11, SD = 0.998) LLazQmmwmaawﬁwﬁmsﬁ/u%ms (Product/

Service Quality) (f1a&e = 3.05, SD = 0.883) ANEAL

G1IWN 14 TAUANMUAALALABA N INVBINAAAUY/UINTT (Product/Service Quality)

r - | P AL
28 TamsUseiain Aaag | SD ' B
ANHNAALH
1 | 846N Draper ﬁmmmwmmﬂﬁmmgm 295 |1.193 YIunand
2 | UssAnTmwma T ua eyl n/en o 3.14 |1.035 Uunand
3 | fuSniIvasnisna/missudsenunlilale 3.05 | 1.240 U1unandg
39N 3.05 | 0.883 drwnane

ANANTNN 14 ;‘J]”@lammuaaumuﬁmmﬁ@Lﬁu@iaqmmwmaawa@ﬁmsﬁ/ﬁmi

lasvwagluszauthunats (d1Lade = 3.05, SD = 0.883) lasdandduadugifigada
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7o 2 Yszansmumsltnuassausidnmilason @wads = 3.14, SD = 1.035) Ja9addnfe
T8 3 FuSmasmsemsudsznun blale @wade = 3.05, SD = 1.240) uazda 1 Fuen

Draper dauasnuuaslduiasgiu (@Lade = 2.95, SD = 1.193) awd1au

a3971 15 szauanuAaEudagmnINATLILA (Perceived Quality)

[y a ' A ‘539‘3{”
h) s1an15U 5L d % ALRAY SD W
ANMNAALA
4 | iwyuFin Draper ﬁqmmwiaqud 3.18 1.249 U1Na9
5 d”a@;muﬂizﬂauaxﬁaumﬂmfluﬁam%w 3.21 1.261 unand
6 mmﬂ”uﬂ'wiaﬁmﬁl,ﬁal,ﬁmuﬁ'ug;mja 3.12 1.189 1unand
39 3.17 0.916 drwnane

N3N 15 ;‘J]”@ammuaaumuﬁmmﬁmﬁmﬁaqmmwﬁ%’uj?’lm”l@mmaglu
sEauUInNaIg (ALade = 3.17, SD = 0.916) I@ﬂiaﬁﬁmmﬁmqaﬁq@ﬁa Ta 5 1&9/
nulsznavszrananuduioo T (Auads = 3.21, SD = 1.261) 589898778 10 4
¥INW3L33 Draper ﬁqmmwimmmga (mmﬁ"ﬂ = 3.18, SD = 1.249) unzia 6 ANWANA"

danAaLlaifieunueudy (dade = 3.12, SD = 1.189) mud1al

ANINN 16 ITAUANVAALAUGBUIANTIN (Innovation)

[ a ] A 53@7‘”
) san3lssdn A1aly | SD Rl
ANMNAALAE
7 | dnseannianmai/Aiaasiniatnddalitag 3.11 1.300 hunand
8 | maluladvasuuswanuauouazltinulaass 3.04 1238 |  11unae
g ) v o U, J

9 | wiansyutisuniyninisvinawlaadn 317 | 1288 | 1unas

324 3.11 0.998 drunans

NaN3197 16 Heeuuuusaunndanufaindenianssulasminagluszey
U1unan9 (fLade = 3.11, SD = 0.998) I@w‘”aﬁﬁﬁuaﬁ"ﬂqaﬁq@ﬁa 78 9 BIANTIN
ﬁaﬂLLﬁﬂtymmiﬁ'muvlﬁaﬁu (#1@dp = 3.17, SD = 1.288) 09898nf8 T8 7 Jnsean
nAas el Rneslnsagnadaiios (ﬂ'wmﬁ'ﬂ = 3.11, SD = 1.300) uazda 8 inaluladuas
wusuenuaouasltnnlaess (dafy = 3.04, SD = 1.238) au&1eL
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N3N 17 32AUMNUAALALEADTATFIWNIIRARIINIAMA LALATNITIN
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Tasudwn1sdasnsmnaia Aady | SD iimj o
AMNAALKEL

sl (Advertising) 3.19 | 0.891 | 1hunas

MIUTETIFUNBS (Public Relations) 3.16 | 0.964 Uwnans

NNIFILRINNITVY (Sales Promotion) 3.18 0.947 hunand

MInaNa@ana (Digital Marketing) 3.14 0.946 tunand

37 3.17 0.937 | iwnans

NNANTIN 17 Immwswg@”@auLmuaaumuﬁmmﬁmﬁmiaﬂ%"’zlﬁmmsﬁami

mmm@aglmzﬁuﬂmﬂma (ALa88 = 3.17, SD = 0.937) LUaNNTHIINLAH WU

nslasm (Advertising) dd1iafugifiga (A1uads = 3.19, SD = 0.891) 783844108

NNIFILEINNTVIY (Sales Promotion) (ANLade = 3.18, SD = 0.947) NNIUTZTITFNWUT

(Public Relations) (ﬂ'wmﬁ'u = 3.16, SD = 0.964) LazN1TARINAIN A (Digital Marketing)

(fLady = 3.14, SD = 0.946) MAFIAL

AN 18 FzaUANNAALAUGaNTIa BN (Advertising)

U a 1 t:' sgéfﬂ
A8 18150328 aaay | SD adl
AMNAALIAK
10 | lasonaInysuavnanlauazs le 323 [1.185| tunand
11 | 81970l UHITALIRLASATI 3.14 | 1266 | 1 unand
mjmﬂwmm

12 | anudmaiulawantigldviiuinduusug | 320 | 1.257 | dwnans

3 3.19 0.891 | dawnane

ANNAITNN 18 Ej:(ﬂ UL aa‘umuﬁmwﬁ@Lﬁu@iamﬂmwmﬂ@ mwag’lmzﬁu

thunans (Auade = 3.19, SD = 0.891) lasdaniiduadugingada 7a 10 lusanvasuusud

anlanazinle (@afs = 3.23, SD = 1.185) 589a981A8 18 12 AN TAnlasan

e lRvinuinfiauusua (Aads = 3.20, SD = 1.257) uazdia 11 a3/UaanuluuanTaLan

LLa:maﬂ@:mﬂmmy (ALafy = 3.14, SD = 1.266) AURAL
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719N 19 TEaUANNAAABABNTUIZTNENNUT (Public Relations)

AU

¥

28 a1 IUszd% Anady| SD o
ANAALA

13 LLU?H@?ﬁﬁ’%ﬂiﬁN/‘lﬁ’)ﬁ’ﬁﬁﬁ%”]dﬂWWé'ﬂHﬂIL%GU’m 3.16 1.287 1hunand

14 [ HawUss 8NN UTAAIN NI Tana 3.22 | 1.204 11unans

15 LLum@Tﬁdmi'swﬁ'uegmu/é'aﬂwhuﬁamw PR| 3.10 |1.300 IUNang

378 3.16 | 0.964 drwnane

N7 19 Aaauuuusaumaudanudaiudemaendunuslasrverlu
J2uLuNane (Fuade = 3.16, SD = 0.964) I@ﬂﬁaﬁﬁmmﬁmqaﬁq@ﬁa 0 14 1l
Ussmannuidanuinidada (duade = 3.22, SD = 1.204) 30989378 78 13 ULIUAL
Aanssn/anssfiasn waneaiidiuan (dAads = 3.16, SD = 1.287) wazda 15

WUIUARSIUIINNUTNTWEIANENUAINTTY PR (ANa88 = 3.10, SD = 1.300) ANA16L

~ [ A < ' ' a .
AN 20 FLAUANNAALNRUADNIIRILRINNITIVIY (Sales Promotion)

AU

U

a ' =
23 T8nsUsELA% ALaaY | SD 2
AMNAALKL

16 | luslutu (@auaa/uauny) figauszinanzan | 3.6 | 1.294 | thunand

17 Iﬂsiuﬁ'uﬁﬂaﬁuﬁw@iﬂeiams@‘i'@ﬁuslas‘ﬁa 321 | 1246 | twnans
18 | vzuziaidan v lsTalanuas lusudan 317 | 1.245 | 1wna9
324 3.18 0.947 | i unans

N7 20 Aeavuuureumadanudaiudanssaaiumanalasrivaglu
S2@ULNWNANS (FLads = 3.18, SD = 0.947) I@m]”aﬁﬁmmﬁﬂgaﬁq@ﬁa #a 17 Tdslutn
ﬁﬂmmfmh@iamm”@ﬁuh%a (f1aRe = 321, SD = 1.246) 098938188 98 18 3zBzIIA/
Fawlulustatanuas ligutan (diafe = 3.17, SD = 1.245) uaza 16 Iﬂﬂwfuﬁagm
LRZLANNZRY (mmﬁlﬂ = 3.16, SD = 1.294) AMU&1AU
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NINN 21 ITAUANUAALALAENIIAANAGANA (Digital Marketing)

@ Aa ] A izﬁﬂ
) 181502 ® AaaY | SD o
ANAALIAK
1 v 6 1 =\ a A 1 qﬂ:

19 | viwwudayauutudrulodoadidotonnis 316 | 1291 | thuwnans

20 L%UVLGIWT/LWEWE]GLLUi%@ﬂﬁﬁﬂ;&ﬂﬂiULLﬂ:gﬂL@@] 3.18 | 1.170 | thwnans

21 | ihareanlanddszlumidanisaadulada 310 | 1.315 | 1 wnang
374 3.14 0.946 | U unanv

MNINTIT 21 Aaeuuuusoumuianufaindantsaaadinalasrivagiu
seutunae (fiade = 3.14, SD = 0.946) I@U?Taﬁﬁmmﬁﬂgaﬁq@ﬁa 28 20 Vuloding
mammm‘lﬁiﬂgamma:é’ﬂL@m (fLade = 3.18, SD = 1.170) 3098981d8 T8 19 viu
wuiagaLLUiu@TmuIGﬁL%ﬂaﬁLﬁyﬂaUﬂ% (F1aA8 = 3.16, SD = 1.291) uazda 21 Litam
soulaiifislomidanisansulade (fiads = 3.10, SD = 1.315) MudeU

4.3.3 Tauanlszsunisaianad

AN 22 i:m”ummﬁ@Lﬁu@iaﬂaﬁuﬁmﬂs:aummigﬂﬁﬂ@ HATNIIY

AU
Q d 1 1
tavaauiszaunisaignan Aaay | SD AN
A (=3
AALIAY
ﬂ’]iﬂ%ﬂ’]igﬂﬁ'ﬁ (Customer Service) 3.17 0.941 thunand

ANNETAINIUN TN (Accessibility/Convenience) 3.13 0.965 1thunas

UITLMA/RATNULIN N BN (Atmosphere/Environment) 3.16 0.959 hunand

394 3.15 |0.955 | iawnang

PINaNTIT 22 I@ﬂmwmwj: fauLULFaLINIANNAaA udatasadulsEruNIDt
gﬂﬁﬂaglmzﬁuﬂ’mﬂma (@‘i’]LaalEI = 3.15, SD = 0.955) WeRasms18en wudn
m‘m‘%m‘sgﬂﬁ”’] (Customer Service) ﬁ@hmﬁﬂqaﬁq@ (ﬂ"n,aﬁ'ﬂ = 3.17, SD = 0.941)
J0IAINNAD UITLNMA/FNNLINR DU (Atmosphere/Environment) (@i’]l,ﬂﬁil = 3.16, SD = 0.959)
WRZANNFEAINIUNTLLNE 9 (Accessibility/Convenience) (@i’lmsﬂ = 3.13, SD = 0.965)

ANAAU
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a1317 23 IAUANUAALALADNITUINIIANA (Customer Service)

@ > ' A izﬁ‘ﬂ
h) s1an15lseLan ALaay | SD W
ANMNAALTAY
22 wﬁfmmqmw Tdunziinatsdiaandn 319 [1.264| 1Uwnans
23 | mIsaudnu/aTe Sy laTIaLs) 3.14 1.262 |  thunand
24 | mMsda uﬂwga/a:"Lm/gmﬁu%msﬁﬂs:ﬁﬂ%mw 318 [1.249 | 1 unang
378 3.17 0.941 | drunas

NN 23 Anauuuusaunuianufaiudanisuinisgndilasyinaglu
JeeLLuNaNg (Aads = 3.17, SD = 0.941) lagd a‘ﬁ'ﬁmmﬁﬂgoﬁq@ﬁa Ta 22 WANNUFNN
Teuuzinagefioandn (duade = 3.19, SD = 1.264) 30489388 To 24 MagauLing/
azvlmd/gmﬁu?miﬁﬂi:ﬁw%mw (ﬂ"]mﬁ'm = 3.18, SD = 1.249) uaz1a 23 NNINBUFE NN/

v

Tasasauilamaisi (@wmde = 3.14, SD = 1.262) Mus1au

39N 24 TLAUANNAAAUABANNFEAINIUATLTND (Accessibility/Convenience)

U ’ ' A 53&1’
22 s1ansUssiln ANRasy | SD £ o,
AMMNAALAK
25 | WTaAnA Lad18NRAILTAINI 3.15 1.266 UIunand
26 °ﬁa<1°maaau"laﬁ/aawvlaﬁmamaquﬁuﬁﬁ 312 | 1.274 U1unansg
27 | TWOAUNIIFITO/TITLIW/ T ﬁuﬁw"l,ajsjo gn 3.11 1.260 unand
39 3.13 0.965 drnwnane

N7 24 Heauuuuseumadanufaindeanuazanlumudiflas s
agluszauiunas (f1a8g = 3.13, SD = 0.965) I@Maﬁﬁ@hm?{mgaﬁq@ﬁa 9 25 WMo
fuenladuannanetains (Aade = 3.15, SD = 1.266) 389898188 98 26 TN
aauvlaﬁ/aawvlaﬁmamquﬁuﬁﬁ (A LA = 312, SD = 1.274) uasdio 27 TuaawmsaI%e/

ﬁws:L‘Eu/ﬁ'uﬁuﬁw"L&igiamﬂ (ALafe = 3.11, SD = 1.260) auSIAU
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NN 25 ITAUANUAALALABLITLINIA/FNTNUIAR DN (Atmosphere/Environment)

@ Aa ] A izﬁﬂ
h) s1an15UsLi% aaay | SD o
ANMNAALHAY
28 | BINNWNWNVIIANITIAINNLANZRN 318 |1.258| 1wnans
a U a 1 Y =Y 1 z

29 | mInaaasdua/ansatialraafwlainedn 3.17 | 1.271 1unang
30 ihmTaga/amﬂ/LLﬁﬂmaﬁams‘l@”ﬁ'mﬁm 313 [ 1.269 | dhwnans

374 316 | 0.959 | dunas

NI 25 AeauuuusaumadaNuAaiudouTINMA/ANHIIaRaalaETI
agluszauihunans (f1ade = 3.16, SD = 0.959) ‘[@Mﬂﬁﬁ@maﬁ'ﬂgaﬁq@ﬁa T8 28 KN W/
Auflanofinssansfiwinzan (A1aae = 3.18, SD = 1.258) 38989f0 10 29 MINAFES
sus/msatielenaulainedu (Aade = 3.17, SD = 1.271) uaz1a 30 thadays/asn/

UWANLNARERNT bATALAL (ALRRE = 3.13, SD = 1.269) MUSAL

4.3.4 1U@ MWD HDAIANT

AN 26 TXAUAMNAALAKEADIAFLAIUAINANHTIAIANTIALAINTIN

o @ Y ¢ 3 ' a széf‘u
1298 WA INANHULDIANT Aaay | SD e
AMNAALAK
Mwansaiadans (Corporate Image) 3.14 0.945 | thunand
ANNULTBaVBI89ANT (Corporate Credibility) 3.16 0.958 | Uwnand
AMNILRATAUGaFIAN (Corporate Social 3.13 0.972 | Uwnand
Responsibility: CSR)
etV 3.14 0.958 | 1wnane

NN 26 I@ﬂmmamjj@amuuaaumuﬁmmﬁ@Lﬁu@iaﬂaﬁ'ﬂﬁﬁumwé'ﬂmﬁ
aaﬁﬂsaglmzﬁuﬂmﬂma (ﬂ"lmﬁlﬂ = 3.14, SD = 0.958) a3 eaTn WU
anuindatiavesesng (Corporate Credibility) ﬁmmﬁﬂgaﬁq@ (ﬂ'ﬂwﬁﬂ = 3.16, SD = 0.958)
589890188 NWENBOIIENT (Corporate Image) (ANLa&y = 3.14, SD = 0.945) Ua
ANUIURATaLGaRIAU (Corporate Social Responsibility: CSR) (@hmﬁﬂ =3.13, SD = 0.972)

AVAAL
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N9 27 JTAUANNAALARARNWANEBIEIANT (Corporate Image)

@ a ] A ‘539‘3{”
) a3zl ® Al | SD Y
AMNAALAK
31 | Draper #nMwanuailaa1BwLazNbaale 3.16 | 1.247 | thunand
32 | WUTHANAMNRILEY a’Lummgmqmmw 3.13 | 1.255 | 1 unang
33 VimjﬁﬂL%auimmwé’ﬂmﬁLLUiu@Tﬁ'umuﬁN 3.14 | 1.248 | 1 wnang
ATANW
3 314 | 0.945 | drwnans

3 1 o 6

MO 27 AAauuUuFaUMNdaNNAAudanwanEladnIlauTINas
Tuszautunans (Anady = 3.14, SD = 0.945) I@miaﬁﬁmmﬁagaﬁ'q@ﬁa 78 31 Draper
fnmanwoidaondwuasiuast (1180 = 3.16, SD = 1.247) sa989anfe 90 33 Yuan
L%aaf[mmwé’nmﬁumuﬁﬁumwﬁwQm,mw (A1La8 e = 3.14, SD = 1.248) uasdd 32 LLTUG

fanuadanaluanaszmgmnn (d1ads = 3.13, SD = 1.255) AINA1AL

319N 28 TraUANNAAnAanININLTaliauadadnns (Corporate Credibility)

v - _— A
29 TamsUsziain Aaay | SD -
AMNUAALKW
34 | VivniiTalfesdlugnsnnisu 3.18 | 1.239 | ihwunand
35 ﬁas&a/mﬂn/é’mutywLﬂuﬁﬁmmﬂﬂi’ﬂa 3.15 | 1.261 | 1wunans
36 | ihwdaiulunaunsduiiugsiavenusud | 316 [ 1.253 | thunaw
3 3.16 | 0.958 | iwnane

INAI97 28 gﬁf@]ammuaaumwﬁmmﬁ@Lﬁu@iamwﬁu%aﬁamaaaaﬁm
lagTmagluszauihunag (f11ady = 3.16, SD = 0.958) I@ﬂﬁaﬁﬁmmﬁugaﬁq@ﬁa
718 34 u?ﬁwﬁ%mﬁmﬁiuq@m%mm (d1Lafy = 3.18, SD = 1.239) 389a9N1A 8
78 36 ﬁwuL%aﬁuluuﬁmigwuﬂﬁi@iwLﬁuqiﬁﬁmaaLme‘T (mmﬁﬂ = 3.16, SD = 1.253)
wazda 35 Taya/mn/ayyndusiuuazlysla (ALade = 3.15, SD = 1.261) ANEaL
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N3N 29 TAUANNAAANGaANNTURATELG adInN (Corporate Social Responsibility: CSR)

@ REA251)

28 TamIdsziin Anady | SD =
ANAALA

37 | wususl@hsaneaauenulsaanslumsltaw | 3.14 | 1276 | thwnans

38 | fulyung/AanITuinarsnatIdaLiha 3.12 | 1.284 | 1hunas

39 | Mydihua CSR ﬁawaﬁ@iamﬁ'ujl,mm@? 3.13 1.279 UYAwnand

3% 3.13 0972 | unas

PININTNT 29 AaauuuuszaumuiinnuAaindanuitiateudesianlanin
agluszauthunand (A1afe = 3.13, SD = 0.972) I@ﬂﬁﬂﬁﬁﬁnmﬁﬁg&ﬁg@ﬁ@ T8 37 WUTUA
lslafonradanminadseanslunisldin @ais = 3.14, SD = 1.276) 3a98981f8
18 39 MIduiuinudu CSR fInafdanITUFUUIUR (FL@ade = 3.13, SD = 1.279) uaz

78 38 Auluingmanssuiasinuatnsdaiitas (@1Lafe = 3.12, SD = 1.284) ausaL

a 6 1 a
4.4 WANIIIAIIZAAMAINIITHAT IH3NNDIZNAT
a & ' A @ o : A Ao ¢ A = o

myanzigudaniudiluguuasgndludint Slaglasdiiadnsszan
anufainsasfuilnanldounsud Draper Tools Tudunasuzluunsud qunwnsug
mwanusatuazanagaalsnuuuTud anawianlinuvasayaiud uszenunnGdauuTud
lagload@uBanssasn laun dads (Mean) uazaawioaunanasgin (Standard Deviation:
SD) 1M3aTLNEHAMIIATIZR TINANTIATIEHURAITNLALLALAAIATI1IN 30 — 35

@A77 30 sm"’ummﬁ@Lﬁu@iaqmmmﬁuﬁﬂuywaagﬂﬁ’ﬂ@ HATNIIN

AMAIATIFRAT IHHNNDIGNAT Auadsy | SD s:fm y
ANMNAALRE
ms%’ufluumuﬁ (Awareness) 3.00 1.005 unand
Qmmwﬁ'%’uj (Perceived Quality) 3.12 0.947 wnans
mwansaiuazanutonlasnunusue (Brand 315 [0.908 | thunaid
Image & Association)
mmw%aul%mumaaiagaﬁuﬁ'] (Information of 3.17 10.898 | U unans
Product Availability)
AUNNA (Loyalty) 3.16 0932 | tunad
3 312 [0.938 | iwnai
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ANNANTWN 30 ;‘;]T@auLmuaaumuﬁmmﬁmﬁmiaqm@hmwﬁuﬁﬂugmaqgﬂﬁw

I@mma%ilmm”uﬂmﬂma (ALafy = 3.12, SD = 0.938) LUaNINTHITNLAIH WL

anuwiaultiuvastoyadud (Information of Product Availability) ddafuganga

(A1aRE = 3.17, SD = 0.898) 8989¥1A8 AMNANG (Loyalty) (A 1Lads = 3.16, SD = 0.932)

uazAWANBatLazANU TN oINULLIUA (Brand Image & Association) (ALade = 3.15,

SD = 0.908) dNNFGL VUM ITIUIUULTUG (Awareness) dduadndinga (Auads = 3.00,

SD = 1.005)

A ) a & o &
§1319N 31 iz:(ﬂllﬂ’ﬂ&lﬂ(ﬂmu@]aﬂ’ﬁiujﬂul,miu(ﬂ (AwareneSS)

£y a ' a izﬁ’u
28 s sdseLan Aaay | SD o
AMNAALR
1| viugan WATIATWUTUG Draper Tools ba 272 [ 1.344 | thunane
2 | Wefad “aTesladne’ vinuiinds Draper 1w | 3.09 | 1.222 |  thunans
fAUAY 9

3 | vinwuwenuye Draper ﬁnﬂ@jmid"l,ﬁfmw 318 | 1227 | 1 wnad

37 3.00 [1.005| iwnaie

INAIN 31 ;j@ammuaaummﬁmmﬁ@Lﬁu@iams%’uj’l,w,l,mu@i@mwa%ﬂu

auunad (duaie = 3.00, SD = 1.005) lastaniidafogingada Ta 3 vimusnues

Draper 3INgu19163a194U (d1afe = 3.18, SD = 1.227) 709a387f8 10 2 (iloAads

“te39dat19” viwudiniie Draper ludndudu o (@ads = 3.09, SD = 1.222) uazda 1 viuian

WATINILUTUG Draper Tools b¢ (ALade = 2.72, SD = 1.344) NSO

a3WN 32 saUANUAALALAEA LN INAIUS (Perceived Quality)

[ A ' = izﬁ"ﬂ
28 183U % ARae | SD iy
ANNAALKAW
4 I@mmﬁm%’ujf’j’] Draper ﬁqmmwga 318 |[1.266 | iunand
5 | vimunwlaluanunumwenylsaansuadguan 3.08 1.224 drunans
6 | mmwﬁ%’ujaa@ﬂé” aanUlsERUMIIMI TS 310 | 1.249 | 1 unans
3 3.12 0.947 | idwnans
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NN 32 ;j@ammuaaumuﬁmmﬁ@Lﬁu@iaqmmwﬁ%’uﬁ@mmagimzﬁu
Uunans (fLade = 3.12, SD = 0.947) I@ﬂﬁaﬁﬁmm?{ygaﬁq@ﬁa 18 4 lagmwviwmiuiin
Draper {9 A3 (@afe = 3.18, SD = 1.266) 309893NA8 10 6 qmmwﬁ%"ujaa@ﬂﬁad
Audszaunmsninsldass (@ade = 3.10, SD = 1.249) uazda 5 vimdulaluananuniw
anulsaasiuasfud (Aady = 3.08, SD = 1.224) Ny

A o A & o & 2 @ &
A13NN 33 53@1]@'3’]1]@]@L%u@]aﬂ’]Wﬂﬂ‘]ﬂ'muazﬂT—]&lL?jauiﬂ\ﬁﬂ‘ﬂLL'UT%@] (Brand Image &

Association)
[y a ] A széﬁ"
29 TansdseLan Aaae | SD o
ANNAALAK

7 |viulawanealBiuindauusue Draper 325 | 1.185 | 1unand

8 |vwdanles Draper fiu “Cwzsgoamwlaandw’ | 3.03 | 1.192 | thunad

9 |vhunagilagandidaldliauduusudi 318 | 1.244 | 1unans
37 315 | 0.908 | i wnans

Na13197 33 ;\J}”@lammuaaumwﬁmmﬁmﬁmﬁamwﬁ'm:nﬁl,l,a:mm%awim
nuuuIud lasvag luszauthunag (ALady = 3.15, SD = 0.908) lag . a‘ﬁ'ﬁmmﬁﬂgaﬁq@
fo T8 7 viuilnwanealBeuandauusue Draper (ALafe = 3.25, SD = 1.185) 38983816 8
%8 9 ﬁﬂ%ﬂﬂﬂqﬁla/jﬁﬂﬁLfia”l@“’l,"ﬁﬁuﬁ’lLLmu@Tf': (A11@fy = 3.18, SD = 1.244) uaz
7 8 vinwdanles Draper A U UMW/ AT NTW (@L@dy = 3.03, SD = 1.192)

ANEAL

AN31N 34 izmyummﬁ@Lﬁu@iammw%ﬂ%\a’mwaof’ﬁ’ayaﬁuﬁ’] (Information of Product

Availability)
[ Aa ' = SZGT]J
20 1813 UILIA® Aaas | SD S
ANMNAALA
10 vhum‘*ﬂ’aHamﬂn/ﬂﬁa/éuﬁuﬁﬂﬁdw 315 [1.179 | dunans
11 iaga?mﬁﬂur’?uvlmﬁ/ma FOANNATUDINLA 324 [1.203 | 1Yunang
Lﬂuﬂﬁ]ﬁgu‘"u
12 Vimﬂmﬂ@ﬂﬁmﬂdﬂﬁuﬁwéuﬁﬁaams “rlsid” 311 [ 1209 | 1hunans
LRZUNEN A
398 3.17 0.898 | drwnane
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NN 34 ;jmmmmaummﬁmmﬁwLﬁu@iaﬂfnuw%aul‘*ﬁa’]wuaa"ﬁagaﬁm‘ﬁ
lasywagluszauthunans (fLa88 = 3.17, SD = 0.898) I@m]”aﬁﬁmmﬁﬂqaﬁq@ﬁa
1 11 Toyafudlwivlodine danuasudmuandudagiu (f1ady = 3.24, SD = 1.203)
J09898108 Ta 10 thmﬂj”aQaaLﬂﬂ/@jﬁaljuﬁuﬁwvlﬁdﬁEJ (fLa&e = 3.15, SD = 1.179)
Wazda 12 vhum'm"l,@”himn’hﬁuﬁﬁjuﬁﬁaami ST waznpilnu (Auady = 3.11,
SD = 1.209) @N&aL

NN 35 ITAUANUAALAKABANNANG (Loyalty)

AU
28 s1an1s5UseLan ALaag | SD AN
Aa (=3
AALTA
13 | inudumrlvuaz@aduen Draper 51 328 |[1.230 | i unans
14 Vimﬁuﬁuu:ﬁmmmi‘mﬁ@ﬁu 315 [ 1.218 | 1wnans
15 | winfdldysneaaneni vinugsnsiaen Draper | 3.06 | 1.227 | thunas
393 316 | 0932 | idwnais

Na139h 35 Aeeuuuusaunnianufaiudannuandlassivagluszay
119nans (Aade = 3.16, SD = 0.932) I@Uﬁaﬁﬁmmﬁiugaﬁq@ﬁa 48 13 vinuluua iy
9240 AuA" Draper 1 (f1ady = 3.28, SD = 1.230) 3098987A8 98 14 vinuduiuuzsi
LLmu@Tﬁlﬁgﬁu (@ady = 3.15, SD = 1.218) uazda 15 winflUsmaasione viugsas
\#an Draper (A11@ay = 3.06, SD = 1.227) augaL

4.5 wam‘mmaauauuagﬂu

v @
o A wva @ ¥ a

ﬂ’]i’?Lﬂ?’]ZﬁﬁﬂﬂﬂL%Gﬂ%%ﬁ%l%d?%%’;ﬂﬂidu N’J’fﬂﬂlﬂiﬂ’]i’.] Lﬂi?zﬁﬂ’l’mﬂ@ﬂﬂ |

2

\ 9wk (Multiple Regression Analysis: MRA) ienageudninavestasueng g fidee
amdraMFudluyuuaigndl nItAnBILLIUA Draper Tools laafnuaszauindeny
NIRBATIAL 0.05

RUNATIU

NEET Uﬁ'ﬁuq NN (Product/Service Quality, Perceived Quality, Innovation) 238
ﬁwumsfﬁ'amsm‘mm@ (Advertising, Public Relations, Sales Promotion, Digital Marketing)

Tadnd1uilszaunisalgne (Customer Service, Accessibility, Atmosphere) Uazilai
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dunwanuniasAng (Corporate Image, Corporate Credibility, CSR) #9WAdiaq taANA TN
luyanasgnd

g”?ﬁ?’ﬂvléfﬁwmﬁLﬂiwzﬁ@hﬁ%’uﬂszﬁwﬁ%ﬁé’uw”uﬁmauﬁﬁé’u (Pearson’s Product-
Moment Correlation Coefficient) LNBATIIFALANNFUNHETZWINIGINYTBETZNI 4 T3
ldur Tadudugmunin (PSQI) TasasumsfassmInae (APSD) tasudulseaunisal
e (CAA) uazifadpdumwansatasing (Cl) Audulsau fe gudaniudluyuuas

N6 (AL) HAMTILATIZAURAIAIANTINN 36

2D 2D

{ a Aa Q€ % s a ' s Aa %
AN397 36 ANFNUTRNDIRFNNUTVRILA HTRUTEHI AU IBFTzURzALTANN (n = 400)

auils AL | PSQl | APSD | CAA cl

Qmmmﬁuﬁﬂquaagnﬁﬂ 1.000 | .895** | .907** | .905** | .911**
ﬂﬁ]ﬁi"ﬂﬁmqmmw(Product/Service Quality, Perceived .895** | 1.000 | .922** | .902** | .893**

Quality, Innovation)

tasdunaFessNInma (Marketing Communications: | .907** | .922* | 1.000 | .925** | .912**

Advertising, Public Relations, Sales Promotion, Digital

Marketing)

Tasneulszaun1salgndn (Customer Service, 905** | .902** | .925** | 1.000 | .905**
Accessibility, Atmosphere)

a3 U IWaNBILaANT (Corporate Image, 911 | .893* | .912** | .905** | 1.000
Corporate Credibility, CSR)

Mean 312 | 311 | 317 | 318 | 3.16
S.D. 0.818 | 0.844 | 0.834 | 0.859 | 0.847

T
o o aada

WINBLKG: ** dAYN9adanIza .01 (p < .01, MINAFAUNINGL)

N7 36 FnsBRTNI 4 éﬁuﬁmmé’mw"’uﬂ%dmﬂﬁ'uqmmemﬁuﬁﬂu
YUUBIZNE (AL) aﬂwaﬁﬁaﬁm”:ymmﬁﬁﬁs:@"u .01 yneauds lapfadaduniwansal
84fns (Cl) ﬁ'mwﬁ'ww”ufﬂ‘"uQmmmﬁmﬁgaﬁq@ (r = .911) 389838708 Uy
AWN1IROFIINIARNA (APSD) (r = .907) Tasudulszaunisoigndn (CAA) (r = .905)
WazfaBENUO AW (PSQI) (r = .895) awaNaL %mﬂ@ﬁLLﬂiag’lmm"hmmé’wﬁuﬁgamﬂ

(r > 0.80) guLnTiad Hinkle, Wiersma was Jurs (2003)

a
s,

L ANAINT AU RUNWTIEWINIAILLIDRTLALAY WUING7 LLUSgﬁizvlﬂ@jﬁ
% > a L 1 et a ng Qs b 1 1 {
mmamwuﬁmmﬂlmmuga Iﬂuﬁmawﬂﬁ:aﬂﬁwauwufaQiz‘mwa 893 119 .925 mﬂﬁﬁ

AgINga fa J228@uN1IREEINIIAAA (APSD) ﬁ'uﬂﬁ]fﬁ'mﬁmﬂimumstﬁgnﬁw (CAA)

o a nf o L% ] % a > ,; ] [
(r = .925) agdlsnany mauﬂi:ama%auwuﬁizmwmLLﬂiaaiz‘qﬂ@m@nrm .95 349819
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ldfadnufAadyninzsiudn (Multicolinearity) Tuiiladdn uazazvinniiamagauiiuLia
21n@" Tolerance Lazdn VIF luﬂwsﬁLﬂsﬁzﬁﬂa'}wn@ﬂam%awmmluﬁ'ﬁam”@"l,ﬂ
Namﬁmsﬁ:ﬁ@”\mmmﬁfua%umiﬁm‘“ﬁLLﬂsﬁaizﬁ'a 4 @Tﬁmﬁﬂgimﬁmswzﬁ

AMUNANAUITINAQ L tNanaRUANNAZIMNTITL Ul ude |1

79N 37 wamTilanzianunanasiinnamueftude 9 Nideqmdranaud

Tuyuwasgne nadidinsuusud Draper Tools

1298 B Beta t Sig. | Tolerance VIF

@197l (Constant) 0159 | - |2.776 | 0.006
T3t ug W (Product/Service Quality, | 0.183 | 0.189 | 3.847 | 0.000 | 0.127 | 7.892

Perceived Quality, Innovation)

TasudunsiassmInana (Marketing | 0.181 | 0.185 | 3.229 | 0.001 | 0.094 | 10.685

Communications: Advertising, Public
Relations, Sales Promotion, Digital Marketing)

Tasndwmlszaunisaigndl (Customer 0.234 | 0.246 | 4.784 | 0.000 | 0.116 8.658

Service, Accessibility, Atmosphere)

1adue kN IWan=ladAns (Corporate 0.339 | 0.351 | 7.359 | 0.000 | 0.134 7.437

Image, Corporate Credibility, CSR)
R = 0.938, R? = 0.879, Adjusted R? = 0.878, F = 718.357, Sig. = 0.000

HaRnsananudunusszwindudazuasaudsauiianasoudi Slyw
Multicollinearity %32 13 laun1331ANz%a1n@N Tolerance waz @1 VIF (Variance Inflation
Factor) 2849uU38a3 lauiviuasn Tolerance @a4fie1u1nnN11 0.10 wazdn VIF daddl
Al 10 (aND neassm. 2561) Fanan13310 312 Wuden Tolerance maa*qﬂ@”al,uh
fidru1nndn 0.10 uazal VIF dd1asndn 10 ugadd ugasdn aaudslaiiadand
Multicollinearity @TﬂLLamlums’mﬁ 36

LRZIINANTIIH Namﬁmﬁzﬁmmnmam‘fmwvmm WU eaulsdae VL@TLLTi

De

ﬂﬁ]fﬁ'ﬂﬁmqmmw 1732 8@1WNIIROFIINITARG ﬂm"’yﬁmﬂimummigﬂﬂ”’] CRIRE

_)(’

MUMNANBRBIANT MA1TTINAUETLEANULLTUTIU9 qmﬂ'm‘i’]ﬁuﬁﬂuy JygIan

a s o

lasauaz 87.9 (R? = 0.879) wazuuuiiasdanuinuizaunisadfat19dved
(F = 718.357, Sig. = 0.000)

=
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\WeRasonTadauds wuin

s nansatadang (Corporate Image, Corporate Credibility, CSR) Jandwa
g9g@ (B = 0.351, Sig. = 0.000)

11938 U@Tﬂ%ﬂi:ﬁﬂﬂﬁitﬁ@ﬂﬁ’l (Customer Service, Accessibility, Atmosphere) J8NTwa
3898341 (B = 0.246, Sig. = 0.000)

986 1% AN (Product/Service Quality, Perceived Quality, Innovation) FONDNa
38298941 (B = 0.189, Sig. = 0.000)

298071 msﬁamsmmm@ (Marketing Communications: Advertising, Public

'
a v =

Relations, Sales Promotion, Digital Marketing) ﬁa‘ﬂ‘.ﬁwauaﬂ‘ﬂq@ (B = 0.185, Sig. = 0.001)

a | v =
NI LT URUNITWEN ﬂiﬂﬂ@] J%

Y = at b1X1 + b2X2 + b3X3 + b4X4
AL = 0.159 + 0.183(PSQI) + 0.181(APSD) + 0.234(CAA) + 0.339(Cl)
Tagii

= 1

AL fa quianfudluyunasgnd (@audsana)

PsQl fa Jadud waAmMAIN (Product/Service Quality, Perceived Quality,
Innovation)

APSD fo 1a38611n1380813013081@ (Advertising, Public Relations, Sales
Promotion, Digital Marketing)

CAA Ao Tadnsulszaumanignen (Customer Service, Accessibility, Atmosphere)

Cl Ao Tadpd 1 unIwanualednns (Corporate Image, Corporate Credibility,

CSR)

MNFUMINNIENR snansoudananaledn

A1a9fl (a) LMY 0.159 BEBAIININ Lﬁﬂﬁﬁ]ﬂ”ﬂﬁmqmmw (Psal) a3
FUmMIReEINMINEA (APSD) 11235 binulszaumInigndn (CAA) uazadbdnunwansal
84603 (CI) fidwviiy 0 guilnaaziigudianfudiluyuuagndd (AL) 1y 0.159
R

@hé’mﬂizﬁw%?mn@nawaaﬁﬁlﬁﬁ'ﬂﬁmqmmw (PSQI) YINAL 0.183 HUNLAIININ
Lﬁaﬁaﬁ'ﬂﬁmqmmmﬂ'uﬁu 1 BY ﬁ]xﬁiwalﬁqm@hmﬁuﬁﬂqum@ﬂﬁﬁLﬁ'u‘ﬁu

0.183 vy lasinualiaiudsdaszau 9 Ja1aef
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Qs =Y Q( Q v 4 1 Q
AaNUsEENINNTanasuadtadumuNNIHE&IINNIAANA (APSD) WAL 0.181
1 4 R £ § n‘ &’ 1 1 v 1 a U
winNeANd WedudunisfemImIaaaiindu 1 wiie azdsnaligudianiud
v a & ' ® Y a A A A
1u§uwaa§ﬂ@11wau 0.181 wiae lasimnualiaiudsdaszan o daasn
[-% a Q€ = v U 1 s
Ardulszininiinanasvesdadudiulszaunisaland (CAA) LinAu 0.234
1 4 Qo v v QI é’ ] 1 v 1 =) v
wingani Wedadudulzaunisalgndndindn 1 niag wwasnaligudranaudilu
v a & ' © Y a A A A
ANNBIANFANRNTY 0.234 i lasfnualiandsdaszan 9 Ja1aen
Q =Y Qg Q U Q 1 Qs
AFulIzAnin1TnanasweddaduaInAINaNEaladnns (Cl) 1Ay 0.339
1 4 Qs v g AI J ' 1 v 1 a £
#U8AI LadadudunwanElaIAN AT 1 Wi zdIHAlEg AN AT AudD
v a £ 0 ° o @ A A A A A & =
lugunasgndnindn 0.339 nibe lasmwualidindsdaszan 9 ddasn Setiedu
eﬁuﬂsﬁmzﬁﬁﬁﬂﬁwa@iaqm@hmﬁuﬁﬂuguua\@ﬂﬁmﬂﬂﬁq@ﬂummw‘ﬁLLﬂiszﬁ’wm
I@ﬂﬁ‘gﬂ aumswmm:ﬁﬁoﬂmammmﬁﬂﬁlﬂumswmmtﬁqmmmﬁuﬁﬂu
(% 6 2 1 = a a di > a eqa' U
NBIRNANYBIULTUG Draper Tools 100819013 ANTAIN 1Ha99NAUIAFIENT 4 e

FUITNIINNWOTUNIEAMNBYTUTINY 090 HAATT ﬁuﬁﬂuguwaagﬂﬁﬂﬁa g 87.9

1
aad

o a & o Aa o o o @ o
(R* =0.879) LL@zﬂ’]ﬁ&lﬂizﬁﬂﬁﬂ'ﬁﬂ@ﬂE]El‘IJE]\‘i(?"]"JLLlIiaﬁiz?ﬂlﬂ@l’)ﬁ%ﬂﬁ?ﬂfﬂuﬂﬂdﬁﬂ@ﬂiz@]U .05
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