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Marketing is currently developed and changed according to various factors and
circumstances to bring it into line with the conditions of the economy, society, culture
and consumer behaviour, and also with changing technology. According to business
opinion, the objective of integrated marketing communications, or IMC is brand equity.
This is achieved by integrating a variety of communication equipment efficiently and
in full so as to access the target group specifically with the type of communications
suiting their interests at an appropriate time and through an appropriate channel.
Furthermore, marketing changes lead to the redesigning of marketing communications.
Formerly, marketing communications were aimed at a large number of target groups.
However, the current formation of marketing communications mainly focuses on
reaching specific target groups more directly and intimately. Thus, this article presents
the basic concepts of integrated marketing communications through the integration of
a variety of highly efficient and appropriate marketing communication equipment with

the conditions of the economy, society and the consumer behaviour.

Keywords: Integrated Marketing Communications, Brand Equity
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AUIAR ARDAIUAISITUBUTILY B9ANTHBY
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mﬁﬁamsmsmmmLfiayim'lmsﬁuﬁolﬁ
Antwifieasdnsnee ez naansuniseile
nﬁﬁamﬂﬁaﬁmﬁaﬁaaﬁﬁ’uﬁﬁLﬁmﬁaaﬁu’a
melunazmeusnasdnsliiyszansawiuds
m%"aaﬁam‘sﬁiam'iﬁ“[ﬁ”afm%’uﬂ”ammw%aﬁm”m
ﬁaz56&151?14%@”90616mﬂﬁadﬁ’ui’mqﬂixmﬁ
madaaﬁnsl,l,aznaqwﬁ’ﬁﬁmum (Fill, 1999: 117)
u,u'sﬁmmsﬁamﬂ%dgimwmsﬁummgﬂluﬂ
A.A. 1991 71 Norrthwestern University Uszine
an3gaLNin1 (Caywood, Schukyz, and Wang,
cited in Kitchen, 1999: 13) RPTOEC TN
LLu'Jﬁﬂmiﬁ'amﬁmammmmL%au”immﬁﬁ
LANUIINANAUIINDIANIUTINANAUAIUNT
ARIA LATUIINANFUNIFEIUNNTIWABULYAY
ﬁfmmsﬁ'amiagmamnm (Fill, 1999: 212)
fuluiiAuzaag Jackson and Wang (1995:
216) N1 ﬂaqﬁmﬁuqmﬁmmﬁawnqﬂﬂa
NMIRRIALUNAITIEA 1970 Fefimswdsuuya
gﬂu:um’mm'sL‘flummmu’aa’ﬂuaga‘l,ﬂgiﬁﬁmwm
sruunsaaauuyind Fodunisnauauss
m']uﬁaamsmaooﬁuﬂnﬂﬁﬁmwwmnwmﬂ
ot Lf‘immnﬁuﬂmﬁmmimoLﬁanﬁ'ﬂmﬂ
narsuaraavsiasldsudaiauanieninaina
fiaudasnislasdolrusiuaisneuaunsninm
ﬁmmma:ﬁnwmzLawwzﬁi'suqﬂﬂalﬁ N1
mmmmiﬁﬂnaummaﬁL"ﬁﬁ@ﬁﬂd%d@ﬂﬁﬂ
wAasAUTANBULTRIAULEY HUAD wirzAY
faufaen1suarauienalasdaferneg
ANy Taaeresiasnsuaslaniiuansieiu

Fratfu gmwmmmmmmﬁaﬁuLﬂﬁﬂulﬂ
muiladauindanseeg walifianumancas
san1swasuudacly Tasaniznswisuuyag
fuszuumaluladiansaumea (Development of
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Information Technology) ¥nl#tAnn151UREY
LUAIEIUIIVDITDINIINTTAAIA (Changes in
Channel Power) HU %9NNAATIAUILTUAT
Haun1dumesinduiinainnisdasnsls
winuawhRAud e u3nsiduavagldinilan
(Duncan, 2005: 127) Kotler, Jain, and
Maesinee (2002: 96) dvldiagmswanuuias
ﬂﬂdﬂﬂimaﬂﬂINQﬂﬁ??‘ﬁu’jﬂ fnswasuuday
ﬂ%”’a‘[mg (Major Shifts) @a NIRBULURIIN
n’liﬂi;‘:?]ﬂﬁwﬂd’ﬁ'agmi’l’sﬂ’li (Asymmetry of
Information) lugmanszanefzesdeyat1ias
(Democratization of Information) LaZINNIT
nAAu&IT MUY (Make — and — Self) lugnns
FuudmauaUBY (Sense — and — Response)
mm:ﬁmuﬂ&"ﬂuuﬂaamnLmugﬁﬁ;ﬁmﬁu
(Local Economy) \LUQLﬂiiﬂjﬁﬂaﬂ (Global
Economy) i’auﬁomimﬁﬂuuﬂaamnLﬁiﬁgﬁﬁ;ﬁ
ANAADUUNULLUNADNDE (The Economics of
Diminishing Returns) lﬂéjLﬂiﬁgﬁQﬁﬁwamaULLVIu
Lﬁuﬁu (The Economics of Increasing Returns)
FedrudunanianniTasuulaengingsu
mm%‘lm‘lué’aﬂuﬁgnnitwumnamwanﬁau
wazwaluladiiasuuaslyluilagiiuiedu
(Kotler, Jain, and Maesinee, 2002: 102)
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(Marketing Communications) Iﬂﬂﬂ{ﬂﬂﬁﬂﬁju
ivn1gaIuIUNIn (Mass  Marketing
Communications) auﬁwumﬂugmmumsﬁams
mmmmﬁtﬁu‘[ﬂﬁon@uLi’J'mmmawwqﬂﬂa
(One — To — One Marketing Communications)
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LﬂunﬂiﬁaaﬁinﬂimaﬂmLﬁaysmﬂmi (Integrated
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Marketing Communications) %38 IMC
(Schultz, 1993: 17) 9l Schultz (1993: 17)
ﬂ’aTﬁmmLﬁuﬁiamsﬁ‘amsmi@agimmsiﬂ
duniswauguuuyzesnislifagiamienis
dommiuiinauduse Tasdiqasjovanoiiacly
Wiawansznusdanginisuvesnguiidinaie
men1sdesnsfildidenty & Krugman (cited
in Zinkhan and Watson, 1996: 163-167) by
ANl uesAeIiudi Mmsiaaniniinan
daysannis Junsyseauieiaeiansioans
WnsaielFdmSunsaud a0sdl Duncan
and Moriarty (1997: 235) ﬁguuaoﬁﬂﬁwﬂﬁa
ﬁ’uiwmsﬁ"amsmsmmmL%au”imwmi WHunns
A0819IN1IAAIAUVUHTNHETUTIUUIAALAE
n3zuIuUNT Waneliiiandslun1sfesnsid
YseAndaw vl Tusediufiiniswdeuudas
SruneninanlfsiudUananniu Sedowa
TﬁLﬁmgﬂLLuumsa'oLa%ummmmLLatmiﬁ'ami
nsnaagUuunTninndu vilwusdmeneg
snsafivdeyaingndldasauagalidnag
LﬂuﬁagagﬂLLuquﬁﬂsiNmi%aﬁuﬁ’] Lazn13
Wasuile uazanwawasunad u3Emaviesd
n3wasuLUaIn1Ivie s Taadaenisrieui
sunsntanaldftusus ildudszauiooag
TaslddamuuuiAnn1sdaa13n139a10L5Y
YIUINT Waliifigaanienisfes1snisnaia
wazfinsaawanuduiusiuvguilaa (Belch
and Belch, 2004: 216)

nladusineg Afinnsudeduniegsia
agequusy vldnsldnislasuniiodeans
Fouadnnarsvesdudiuazuinislgiuslon
DvanefiseiBidedlidisme dofu nagsfa
e Fespalduuifnnisfiosisnisaainide

ysuns ldlunsdedayagiasveeiud
wazuimsigguslaadimang Selunsdiudum
faunulzsanlunansyssmaialan sauds
YszmalngldiuuiamiuAanisieansnsnaia
fanld levanfianudedn mafesasnisnan
Beysannis mminLﬁuﬁhmuﬁjuﬂnmﬁuﬁu
16 (Schultz and Kitchen, 1997: 7-18) falu
ANuiisonndeaeiy Belch and Belch
(2004: 216) linandeiladdd i liuuaAn
n138ea15N13ARAEIYs NI lETuAN
flundn teendslavaniisangeduusindud
15eAnSawanay (Increasing Cost, Declining
Audiences) WaauILFUTIAIIINADTY
1ipuad (Eagle and Kitchen, 2000: 667-686)
usnamiu m3liFinvesuilnafiwasuulas
T lmsldaemsmuuuudadniulisunsn
dhtengadmaneldegredivsz@nsaw (Eagle
and Kitchen, 2000: 667-686) uaﬂﬂﬂﬂﬁuLLﬁﬁ
Zahay, et al. (2004: 3-18) SuNNINTDEAY
70 NRNFUIMTIEAVFIAIUNNTARADBILIEN
suralngludszimaanigawminiiudiaiy
LUIAANTIABEITNTARIALEIYIUINTT UAS
Duncan and Everett (1993: 30-39) fuszidud
soandavdn fuiniszesuisnsiulnaifiuid
LUIAANFABENINTARABIYTANNIIEINITA
Hruann1sguilarfuiie (Reduce Media
Waste) uazfoa3rvanuldwioudonnsuaedu
T¥ifususEm (Companys Competitive Edge)
1% &1 Wood (1997: 11-15) Haunaails
Uszlumivasnisfosnsnisnaiadeysannis
A NInETNAUAINTIRUAY (Build Brand
Equity) (#US¥13ANNGABINITURZ DAL EYD
29ANILH (Manage Demand and Sales) 3I:{9
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Qu%lﬂﬂ (Influence Attitudes and Behavior)
qunseieilifuslaatinainuvavuuasiin
NIUUMITet iU WIS NITLS LK

¥
[ =3

ANUU %mu\léﬁ’j’] LUIAANIIRDNIINITAATA

deysannstiianudidyuasdaduuuidne

al

ffimsvensuegraunsnasluimlandmiuns
panlugailagiiu usnamiuuds Tusiudu
289 Larry Light afnguinispeduismiiuny
lasou1 Bates Worldwide l@ldayaaivayu
fonwdduiidesiinisysannmieniinain
1 “duwszfuilaresdesysannadeyatin
asenaadndieiy doyataasionaneiu
Tdmmnsausnainiuld manaannaiiaaisgn
ysannssgiulazesiuilan nsdenfien de
vhaehslslioyarnamiunsunanuiduiame
Wieaiuniansysannisnsiassnensnain
VED Integrated Marketing Communications
(IMC)

AMNNNIBDDINITADNIINIIANIALEY
N3

fMFUANNNNIETBINITADFITNITARIA
Beysanmsiu fitndmnslilidenaliasne
NAINNAIY LAy American Association of
Advertising Agencies (cited in Belch and
Belch, 2004: 242) l¢l¥anuviunezes IMC 1
HUKUIANNARTBINITINLNUNITRBRITNNT
aanai ianudAfuguAinfiasldanumu
ﬁﬂsamqumiﬂi:Lﬁunaqwﬁ’miﬁ"ams Taens
NANNEUFUUUDNIABET5A9 manil e
AeliAnaadaEy nanndu usnanil Kolter
(1997: 583) Hyaduredy IMC 91 WAIINNTT
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NAFITOIARIANIATU  LATAIINVANAAILYDY
inInvilauariSnsfeansiianisadnfoanie
nguguilaaiifanuaziBeagounindu vl
gshasuudinsdnnmisnisliiaiociiofoans
i1eq MHaeaUszarunannduy Feadaiy
AMNYNNETA Schultz (1993: 17) Triddianuly
Wi Schultz aziiuiinmsdeansiu ssfesding
nsenusafedaffuans wasiiduldduids

@

28989ANT (Stakeholders) 1uge Falfun

. @
a al ¥

fuslna gwln vieglivinaieaiududiiu

Tuauiuzey Shimp (2000: 124) 16
flB1MAINNNIBTBINITREE1IN1IARALES
Y5m 391 HUNTEUIUNITBINTRAILILAY
nsldsUuunsieg veslusunsunisiieansuiie
Tudnlaguilnamadang Taedmgussad
ipa3rewansznulaeasedongfinssnes
fuslna &7 Russell and Lane (2002: 391)
Taumsnaindsiieaiunisieasmnaie
Beysanmsi Wunisfesarsnisnaiadilaile
Werdeaisemilasan visnmsuszadniug
windu wdifunsianadnlaludeiigusing
fipan1setnsudiads ntuieAnuazItoumy
Tinsdeansionuevasasdnsiiululufianig
Waai pousdl Duncan (2005: 373) flenndn
nsfeasnsaaadeysannisdunszuaunis
§39AUAEINILUATIRUAT (Brand Value) Tow
ApsdinszuaunmsUseanurinnudiniueesiieg
#1499 (Cross-Functional Process) Wan1g
sfuayuANaNTuS TugnAuaz §idauls
\Heuwn9a9Ang (Stakeholders) annilanudinediu
Wldaansaaqdlidn nmsfesnsnisaanaide
ysnms unszuaumaneunuldiniesile
N1380813ININMANAINMAILFUULUNINRSY
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fu waraaaadesluiianigdieaiu duaznali
anagean loadhvsny fs ussginguszaed
YIM3ABENIUAZMIAANATEIDIANTITY Foms
vhmsnaeinldyusesnisiesnsuuy IMC asdl
fnwauzasinsinmiiesmanegluuusiniu
MAALsEaIANIARATRSLY (Roman, 1995:
157)

ANBUTEIALDOINITADFIINITARIA
\BeysauNGg

Ltmﬁmmiﬁ"amsmimmmL%ou”icmms
Huwnefilésuanudenlugsiadslusnuus
§1AUT09N1TADEIINIAAIAUULN TN UITY
Sirgy (1998: 235) l@nandely 2 Uszms Ae
132017150 miﬁ"amimimmmL%ogimﬁmi
Fedpviidnpacravanudaiilay dauduius
fu Tapfanusoiiasmienianm (Physical
Continuity) wazfafiaeianudailamisining
(Psychological Continuity) L2 MWANEITDY
n3daa1IN1IRaInlaTINFRIRAAd R
nMWanBairavRINRUEY YseniTiiaavadad
Ailsfaihvaneidenagnizesuisn (Strategic
Orientation) fipvanunsaussahvaneBanagyms
fusEnmvuald druluiAusasy Shimp
(1997: 12) lHuaAIANBULTBINITRENITNNT
aaaiBaysannisly 5 daznis de (1) N9
ﬁ"aa’ﬁmsmmmﬁagimma fipana WiiaNalu
dungiingsn (2) THnluvuzesnisfinseny
u5laa Fen13fndavevuismiilddoninui

fenulUduardaeidnunin (3) ArIAntledy

a

fuslnanauiastisundulufansundn asasld

©

35n13daaswuulaniysednsninlunis
Wailagudlaa (4) nsa¥endeluiineud

nlianas15aa1nnsldnagninisdeans
NnsUuuuAfvsz&niam (5) n13a3endw
fuiusiugidulddndouarfuiloaluszes
817 vusil Schultz (cited in Zinkhan and
Waston, 1996: 163-171) I#fszydn sUuuuns
5ama1‘i‘iwmnwmsgﬂuunﬁu qzdinviinansiy
Wial¥iinnwanualfifisensdns ieliin
nmanwalvasiesdnsiiduiruafvesiuslng
uanantl InMsFnEMAaIMIAAIALLL
NENHEU RN Ta s U nBur A LE
SnvaUIzMImNLUINNDeY Schultz (1993
17) 9l Ao (1) mIAsssfBAIasiiafivain
a8 (Brand Contacts) (Duncan, 2005: 179)
e nsldinIaedianisfiearsnisnainfivain
napgUuuy nisldyafnsdedunandudmany
yalddnanduainamdui nsdszanduius
NSRILEINNTIE (Shimp, 2000: 17) (2) N3
unuIAeuengaely (Outside-in
Planning) (Shimp, 2000: 17) @B &N®UENTT
Tunuiidrilagnéndundn (3) gudeyagnin
(Customer-Oriented Database) A8 15
Hoyafuilnalaslizudeysdielumaivieys
(Kitchen and Schultz, 2000: 17-21) (4) N9
waNHEIUFULUINsReasRaenadasllTy
fAnafieaii (One Voice) An n13ldiadaile
fosmarsUsziandevainusaziniosiied
niAuAne19RY (Duncan, 2005: 378) (5) N3
Y3 aINIUTEN TN (Cross Functional)
e msfusazununlussAnInisuismiunuy
Tawannaeusn #38mavieusiniu wiadiay
suRunaruinIsnsiesnssolydognéi

va

waiiaulddmdev0989AnT (Duncan, 2005:

Y

378) (6) NNIINWUNUULUFIUAUE (Zero-
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Based Planning) fn msﬁy’ﬁmqﬂs:aaﬁua:nﬁ
euRunagns lapArdsianiunisaiilagiu
PBIFNNARIALAZATIRUANTUNAN napnIu
nsiReniddafosinisasuntaemnlydoe
(Duncan, 2005: 378)

Tudsziiundiausdenanagylddonis
qpa13N1IAALEIYTUINTABINITWANNE U
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stuwnun1sfesnsliluTufianioifeafuds
89AAADYNY Schamann, Dyer, and Petkus
(1996: 51-64) fina1791 IMC A=N1TWANHEIY
Tunaegyuny Hunisfiesrsfinannais §
fnpurpeInsyImMs esidunslasan
N1389a3NN19218 N15218lantneIu 113
Uszan@niug uwaznmanuoioesesdns fegud 1

NIRDRITNWNIIAAIADDIBIANT

(ﬂizmum‘sﬁu Lﬂﬁaugnﬁﬂ)

/

ﬂ’ﬁyim’m’ﬁﬂ’]ﬂ&lﬁm’]

MMIFILESNNNTE, MTiuwa,
JUMLUNMIBTININUUAAT A,
MBI FNNUS

.

#uslna

madszifiuna, maa3vusegelaliiugnan,
mﬂﬁmotﬁanﬁugnﬁm
Anuiawelazagnan

HNNNDD IMC

i Schamann, Dyer, and Petkus, 1996: 53

3ﬂﬁ 1 LEAIlATIE NTBINSADRNTNTAANALLL IMC

TpagUudy msfesnsnsaanadoyson-
nafdnpassd Ao Wanszuiumsioansnid
awsiowles Tasfioefinisneunuainmeusng
melu Ao azdseEnsunnnguimsng T

doyagnAtindudoyasiuayulunisnneunu
dovldsUuuundaviiofnarnvaislunisfioss
lluiianadieaiu Tunrsfindedoarsaiiv

€ Ao

ANENTuSIuRTUEUs A
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SLAUIDINTITADNITNISARIALEY
DN

89ANIFINAG9T 22U MUIAANITADENT
mmmﬂmﬂizqnﬂ%ﬁ’u WARZBIANILBINANIT
sansunaziininihanldrasnisiaarinisnaia
deysannslusedufiuanseiu eluilosmes
Duncan (cited in Arens, 1999: 102) \lﬁ’izq
Jueu 4 %ummmsﬁs:qnﬁﬁﬁumﬁm IMC 1éun
(1) m3swandnsaiiduniafien (Unified
Image) nwansaiiidssanluaisiaudunils
Wed gaiiunisa$renmdnsainnfudl (2)
ANNFDAARBITBINTADENT (Consistent Voice)
fiawusshianezasnsissTen Lz
iauﬁmﬁﬂs:muﬁawnu%wm‘lﬂﬁanaﬁuLiJ'mmﬂ
fifanuvainvaty (3) mmfluvﬁﬂaﬁﬁ (Good
Listener) LHiun158DaTLUUEBINIY NITHUNA
ALY (Feedback) AN1381329ARA LLAZHANNT
WEAIRUAY wazdug wiuauduRusITezen7
funguiiivune (4) maidudszsinsszeu
Tan (World-Class Citizen) Wiunsianlalasinu
Foan ATTeRIUINEN WASTMUSTINTDY
y3Enfiudeunss fadonnluszduning (Arens,
1999: 102)

2eusdl Schultz and Kitchen (2000: 176)
Todunein mslinsfesnsnisaanadeysan-
mstuaeAnsutaliidu 4 seiu A msUseanu
aaﬁﬂsznaumsﬁamséﬁmqmﬁ"‘s%‘ (Tactical
Coordination of Marketing Communications)
duseduusnzasnisiieiaeiian1sdesisnig
aanee 1ld lasdinldseaadpaiugUuuy
m'iﬁiamam'mamﬁuﬁﬁag Wy a1l
IﬂﬂTunWiﬁwawumaoaaﬁn'ﬁﬁﬁﬁﬂm:ﬁuﬁ fp9ns

msﬁ'amﬁzijqﬂﬂa wardnImiudssau
Judantiafify (Interpersonal & Cross —
Functional Communication) (2) AMVUANIOU
N1380819N1INAIALDIBIANT IV (Redefining
the Scope of Marketing Communication) Hu
i:ﬁuﬁaaﬁniL%'uﬁn'mﬁmam'mﬁagaLr"'imﬁ’u
anén Lmsﬁﬁagaﬁ\tﬁmnmﬁmwzﬁmm::qnﬁ
Tumsa¥ounuN13’aaITNIAaIR SnTUseiu
wamau%’maaQnﬁwiamiﬁamimmmmﬁda
ganly (3) madszendlfinaluladasaume
(Application of Information Technology) u
seduffinisingiudeyagndn (Customer
Database) a3 l#fudselomilunisinownunig
foansliifinusz@ndamanniiga Taadinng
Asedgudeyazeegnd dsideyadnan
Tua¥dunsiearsfisenadasiuainudaenis
POIGNALARZAU LAZ (4) NMIWFNREUTDYA
NIMIdULANagNS (Financial and Strategic
Integration) (fuszauiinng duiiieadoei
mﬂ’niﬁmmaamﬂﬁaaﬁ’uﬁu’wmnnGﬁu dn1q
vununagnilaslianusidyEaduainas
dpan13zagnAdunan wsna il vismasdl
N5 iUATIITOUNATBINITRBAITNINNTT
mmmiuﬁwuﬂnmm’m@jummawumzmumﬁ
a9NU (Return of Investment %38 ROI)
(Schultz and Kitchen, 2000: 181)

aeialsfina anmsAnTed Kitchen and
Schultz (1998: 21-38) Tun1saiiuaunels
LLu’Jﬁﬂﬂ’]’iﬁﬂﬁ’]'ﬁﬂ’]iﬁlaﬁﬂL%OUy‘im’m’l‘i"ﬂB\‘i
visnfunulasaunludszmaanigoiuing
fenge Taduaus saaasldy wazduiy wudn
avdnsaulnaasiissdunisnaunauaglu
seduil 1 wieszivd 2 Tasunedauaraglu
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seeufl 3 uarfevAnaiipesduiloslulani
winduiwauluaudessduit 4 dwludssma
ne Saravudh Anantachart (2001: 105) wuin
avAnsdumaludszmalneiifinnsinisiesns
msnaaBeysanmsantd deaziinnsldeglu
Sedufl 2 fsgadiu UStmueaud dulws
wosia a3 9ANANAluAIIRuE1 (Brand
Loyalty) $18n19WaILINI5ADa15N1TAAIALEY
ysanmsnnsedui 2 gseduiigedu vismd
msifiusasndeyaivaiugndn uazihdoya
fildannisieszinndszgndlunisadisuny
M3ABR1INIARIAGIBNNTUIMSYNAANTLS

AS. SIUF gAUMITLGE

(Customer Relationship Management) T¢#1319
fuduazudmstugusloa susiiFunletysy
TAs9a59UHUNINIIAaNA . FaennsWndaeeu
figuadiiunisidutiinfunuinlunisysy
Tassa¥rounudirsnmaihgudeyaiafiugnin
wazdoganienisiuiiivadesiiontsuny
NWMIRan nefinsUssidiuanuduaizesy
Uszainuiildaeuluynduneudanisuulaseatig
wunamInand uislsdlawaunsedunis
forsmInaadeysannasonsdssdui 1 aufs
seAU 4

737 Schultz and Schultz, 2004: 22

3UM 2 MsweszaurasnsiaansNIaaIAEYINNT
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NSTUIUNTITINLAUNISRHEFITNISARIA
Lﬁagscmmi

N3TUIUNITINUNUNITADNITNITARA
\ByyIUIN13 Schultz, Tannenbaum, and
Lauterborn (1994: 131) léWaurtu Tasd
nszuaun1s dedalas (1) n1afiudeys
(Database) lagflunsifivdeyaiieaiugnéi
flagudegrudoyavesgndn (Consumer
Database) U3znaudin dayasuansuenig
Uszmns Gminen Useiinsdedudiuaciede
3 (Network) figndfuliianaaulangfiu
U3za1 F9n13eunualaidunisnneunuain
meusnidngnielu (Outside - in) Taaguims
rdavieIANFaIn1szasgnAn vy
“Fade” iiensdngndfiannudesniivie
Auaanisadels :miudediten “anw
fiaems” w3 “amuanemie” fonuazasgndn
NWNNMTINNUHUMERDBNUDDLAZALTUNN AT
(2) nsudsnguiiavune (Segmentation/
Classification) BYANIAIINVUALLIEIUARIA

¥

fuslaedu 3 neu ldud 1. dinfsansdud

Y

Loyal Users) (Junguiianaineidiseianinu

—_

nnRunfisandud $ud §udn n1suInng

n3aduq feguuiugrusssiiauaiiisouns
NIDNITAUDIADUAIIWOANTINDHIIN1TIIN
AINITNIINIIARIATLAT AU L N R LA
31 1 2. ngulFRud109guTY (Competitive
Users) Femswasusumiviudnlulaguilon
(Positioning) fun1359Begndnlviviunnls
fudwoenvedng sl wWasulavunaululd
LmiuﬁﬁﬂLLmuﬁmmnﬁjmﬂmmﬂmaLﬁaoﬁw

wmawani1eq 1wy Lifewsladensliuinisves

fuduususiiug %oaqﬁniv;mmqﬁﬁmwmmu
Unilasgndzesiaiesliuindige uazngwi
WasuasRUE NN (Swing Users) L‘flugﬂﬁw*?i
THRUAMRIBUUTUA IUIRIIALABIAUNRS B
naunuiu Tunrssaguladefuduusudle
wuTuGniemnlaiffuduusudigeasns fiene
acfudfiacldRuddnunsudnidomaunuld
n1sutsnaniiazvilinsuielaseasiensn
fuf1 (Brand Network) muviruAATaIgnAl
vnasdnsidnlatuiiauaivasnguiuslnadls
wnazidunalinissununisdiaasnisnann
Tdnsefunguilmaneldannduguiu (3) ms
U3n13NsReaIanINIvTENIteuilnaiy
D9ANT (Contact Management) DIANTAIT
Ailefioiian auil waraaunTalfeg 9
anédeenns Sefuddieviinisuiudegiaue
nsfeansTeasiiulylgegrefiusc@ndain
Wesanluilagiu msvnausdayaiisaiy
fuduazudnsfidaeuuasdrfenguivang
(Schultz,
Tannenbaum, and Lauterborn, 1994: 137) (4)
NNIMMUATAQUILAIA LaNagNEnIIng

faudfuAeedAnTat19bd

f0813 (Communications Objectives and
Strategy) lnan1slddayaain 3 FunBULINN
Aansidoduingusaed uaznagminiens
foans Tmsnzantungiinssnzesiuilnavie
Thdntanguilmangldianniiga (5) M3
LATBINBULALUUINIINITADENT (Marketing
Tools & Marketing Communication Tactics)
maﬁa:msqﬁai’mqﬂitmﬁ Wialiinnsfeans
nsnaranenuaiulylufianieiieaiuduy
wIavilaflFlun1sdoa1soraasiunislasan
NIUIETFNAUS NITARIANIIATY NITEILEEN
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N32813BN1TIANINTINNINTARIADUS wail
uAaziAIasdasvdasinsnasnauia¥n1g
dosnananaranenuadululufianadisaiu
LaraINnTauITaTnqussaeRfidelida
(Schultz, Tannenbaum, and Lauterborn,
1994: 139)

Tuszsziinisent Schultz and Schultz
(2004: 69) lEWaurTuRsUTEY Schultz,
Tannenbaum, and Lauterborn (1994: 139) ?Tu
Tnsi Tawfinsifindesooonisyszifiunadeld
wisnszuaunsesnifiu 5 dumeu dil (1) ns
ivuanguanAuaznauiivang (Identifying
Customers/Prospects) Lﬂuﬁ”’umauwmmslﬁu
doyavasgnAuaznguiivang (2) nIyszidiu
wataya (Valuation) tun1sirdayagnéan
Uszifiulunsimuaingdssadlunisdosis
(3) fwundaaruiiszdaaislugnguiiimang

(Creating Delivering Message and Incentives)

AS. SIUA gAUNILLEE

(4) UseauNanausuaINNIsieans (Estimate)
WAy (5) N13IAEIIUYILNNN Lasn1TUTeidu
Wa (Budget Allocation and Evaluation)

usnaNd Duncan (2005 : 22) £sléLaue
NM39URUNSRENs ARy TNy
nsuinsanndniusivguilon lasfandn
N131UNULUYFIUAUES  (Zero-Based
Planning) lasfidnsussaiiioy (Ongoing
Process) Aa fianuiiendaedniusiu Iasuus
sanidu 4 s fe (1) Yszaunanivesguilng
fDAI1RUA (Customer Brand Experience)
(2) MIUTLHUNALAZNITINWNUNTRBEITNT
AX1A (Evaluation and Planning) (3) a9
asauMfsnsieasionguidimang (Brand
Message) (4) Fefiaruisafnsafuilnale
(Media) lsidrazifludaniaifsn (One-Way
Media) viadaaanng (Two-Way Media)

(1. msri"mumnz\jmﬂmmﬂ)

5. NNIIANTT
JUUTEHIULRY
N9UsE U UL SENN

)

4, MIUseLiU
NARBULNUIIN
NIaINU

2. MIYsZLEUAN
ANALAE
U
MsAANITal

)
N

3. MSAINATIALRE
nsiataaduie
manszfuuacydla

nauvang

)

VI"L?J’): Schultz and Schultz, 2004: 69

Eﬂﬁ 3 LAAYANBAETDINTEUIUNITINULHUNTRDAITNIIARIALULNTNNE U
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NISEIaNSMSHANIG bysrunis

| eE—

7% Duncan, 2005: 22

E‘Uﬁ 4 LLNﬂ\‘ﬂﬂiﬂﬂ%’]\‘lﬂiﬁﬂ’)uﬂ’ﬁ’n\‘iLLNuﬂ'ﬁaﬂﬂ’liﬁlﬂqﬂLL‘JJ‘LIWN&IWNTL! The IMC Process Model

13093l [UN15aFISNITAATA

MALLIAANIABETINMIRAATIYTANNS
srudulddengufuslaaiinaune sndu
#ovldsdununieiniaeiionisdoaisnany
sUupy wisl¥iAnUszAndnanienisieans
Taefi Kotler (2003: 630) luvisiadasiiodiu 5
wineflondn Ao n1dlawan (Advertising) N3
Usz&uAUS (Public Relations) N15aaLa3N
N13918 (Sales Promotion) M5 wInauNe
(Personal Selling) LarN1IARIANINAT (Direct
Marketing) st 1a3aefialun1sdaansnsmann

dusnaduiaiaviielag Aldfian1sndaans
Lﬁﬂﬁonﬁjuﬂuﬁnmﬁmmﬂ\lﬁ (Duncan, 2002:
22)

usNNTLLED Duncan (2002: 23) Rl
wan3nsflen1afiosnsmanaineendu 4 nga
fotl (1) wdssflofoannisnainiidosssnany
(Mass Media Contact) fa n1slasan
(Advertising) Huin3aeiialunisfiossdens
Wudslagliléiszyfyarafsusns (Duncan,
2005: 23) (2) w3pINBABEITNITARIAAY
§01UN1901 (Situational Contact) Ain N13ELETH
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N13218 (Sales Promotion) LﬂunsjumaaLﬂ%aoﬁa
nsfesanmanaiaiignesnuuusialiiniig
Tauslnaluscozdu Wenszdulitinnisdens
fUAIMIBUINIUA (Kotler, 2003: 631) (3)
w3nsfiafoansnisaatauuuidfvyaas
(Personal Contact) A NMIAA1ANNATY (Direct
Marketing) tHun1s@aanslasldfenfianils
vionanerdedoasludonguimany el
Wanamimeusussangnd Taefin1naususs
Foatawald (Kotler, 2003: 631) waz (4) 1389
flafes13nsmataiiiaa31eszaunisal
(Experiential Contact) N13ARALTININTIN
(Events) 1Jutasneiion1sfingninisnaindi
Wunsdaianssudng lasiliiaguscavAiie
Hruasniiuilaaiaanuduiuidoslosiy
A318UA1 (Brand Association) (Duncan, 2005:
23)

v @
v A

79l Tusuwey Pickton and Broderick
(2005: 326) lfna1ingUuuLNIIYINNITNI
fasranenisnaiainlildifissuaazweei
TunueIasdiafeasniulule usazweew
WW1zAsIivraUTsfd Fuiiisadaatunis
f98190199a1@ Pickton and Broderick (2005:
335) 9lFutaadnsiia IMC sanilu 4 dnwous
Ap (1) n13Rex13drudaNiasy (Media
Communications) Toefidasnazsu (Mass Media)
) fShnm\ﬂumiLLWi’ﬂi:mﬂﬁagmmmsﬁnﬂ
nq’uqﬂﬂaw%aaaﬁnﬂﬂﬂ’ouaa"nuﬁi’wmumﬂ‘[u
naduTINGEL @) nsfesdeslildfenianu
(Non-Media Communications) fntneRaild
Suanuilen As 1) Yelasan (Billboard)
o) Tulla (Poster) 3) TuYaq (Leaflet) (3) &
Above-the-Line Communications ﬁ?ﬂii’ldﬁiﬂ‘ﬁ'

AS. SIUA gAUNILLEE

165uanion As Insdiad ameuns Ing
Aapans n1slasanatonde way (4) ds
Below-the-Line Communications Lﬂuﬁ'aﬁ\lﬁ
Suaauilnatesiaiay wTzansadiNg
\JufaiaSuiu Above the Line #ptedaild
Suanwilen Ap 1) wAnmdan (Catalogues)
2) wnasuEuaduA (Brochures) 3) a3
WATIINLATDINBNITABNITNITARIAYANEY
Yszundildna1an1udl Duncan (2005: 23)
Jeaqulitensidenldiadaciiadeansnisnain
1y deerilafsnnumansauiunguiimang
§an nande adsidenifeTavilafiannnsaidin
fongufuslaadmaineldogrsmanzas Tasns
THusazindasfionsznouiniu Fosnanwsu
Tiflanureandasiululumaieniu

ARNISNULR 8@)"]] NITAVD ﬂ’]‘ﬂ%ﬂ’]?
ﬁamsmsmmmfmgsmﬂmi

iflesanuuadnn1sfesnsniinainids
ysannsfunwiadldsunseensuatouns
vy Jegannsliifiawanssnuuazglassniy
mMavhudesnsnisaain deil wansznues
nMsfassn1snaAdayInns Schultz (1999:
211-215) §iiAuzaanisldnisfiearsnisnain
BeysannsndnansznuAanguNAAALAENEN
99ANT 4 ngw Ap svdNIMIINIAAR, U3ENT
Wendeeivdelawan, viimdunilawan, uay
89dnsBug Aflduaduayunislasuided
swazBuaded A (1) sednImemInaIe a:
T#sunansznuluudfinis@easnisnainuuy
naNna1y Aarundndulddiuntinisnain
wazueavsgedunnuIEnladeinunsly
©) vaiminisdesiudelawuniu Tasudselom
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innslduuAnnisfieansideysannisludu
g udeyagndn (Database) fdnsnFunumuiia
snduuazialiftinyslomilunisligiudeya
Hudselomilunisinunudeliidifongs
Whnnneld (Schultz, 1999: 211-215) (3) 58w
Funulasannsiossnminaiadeysannis
azarendndulivsimimunulasuiisu
stunun1slivinidasidunisiduinisuuy
ysaunmsetemsnzay iedhiengsidimane
16 (Schultz, 1999: 211-215) uay (4) BIANT
duq Addrusdusyunislavan uazuiem
FUNUN1FIUNNTAITERaIR §uualdSuna
n1eny lapfiaednsdneg Mieadiaediaeritans
anudlafunsuunAanisdeannisnainida
ysunisiiieldiianisdeansnisnaaiil
sefndnw

fmsunisuitlynidenaiiiy Schultz
and Schultz (2004: 71) Tdauauumielung
Fan1sguassaluntsviteunieliuuifanis
fesnsmsaaadeysannisty de (1) Judnis

va a

foaduiBianluminsuwimenslinisdiess
nmanaaBeysannalagnsransaelydeseiy
UAuans (2) mﬂﬁmmsﬁﬁ@ﬁugnﬁw (Being
Customer Focused) Imﬁu%ﬁwﬁﬂdﬁ’lﬂ\‘lﬁmﬂ
ﬁaomaﬁ@u@mﬁmﬁa (Contact) Tun135uily
gnéuar (3) fin1ssausannisieansiing
v‘;]uﬁﬂm\‘l (Centralizing Communications) ﬁx‘lﬁ"u
pudnsazfiaviinismuaunsioasns udln
pananlufieneiisoandosiuyng de (Schultz
and Schultz, 2004: 71) fotu mMsuuaAn
nsfeasmInaadeysannanld 89Ansde
arsradnlafuilgwifitinfunasiaun

USuygsasAnsatomanzan ilieednssuiu
el fndam

uFsanynad

“@mmmmnaqwﬁ"lmﬁu%.” 2547. BrandAge
5,11: 136-137.

#a1dy uIAdla. 2545. “@RIUATNATTINLKNY
folasanfuuuiAnnisdaansn1Inana
LWUURENREIW.” AN dnusuigginnd
Joudin §12713 81073k 28UN R1aInTal
NNAINENAL.

D AuwRdd. 2543, “sUuuulaTIasNzed
vismiunulasanfisiiugsialasls
WUIAANITABEITNITAAIALULNANNEIY
Tutsznalne.” neriinusSygram
Judin §12713 81073k 218UN RN Tl
NNAINENAL.
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