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Abstract

Marketing is an essential science that is vital in today's business world.
Understanding marketing theories from key theorists helps apply knowledge and
ideas to business development and solve problems efficiently. Marketing theory
is crucial in setting guidelines and concepts for conducting business, providing
clear goals and directions for effective operations, and enabling companies to
adapt and respond to consumer needs quickly and efficiently. Philip Kotler, et al
expanded the scope of marketing to g¢o beyond just selling products and services,
emphasizing the importance of meeting customer needs and receiving benefits
from products and services. Planning strategies at the business level,
understanding customer needs, utilizing online and social media information for
competitive analysis and product development, and effective personnel
management and development strategies are essential to enable businesses to
adapt and move forward in today's market.
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yquivnamsnaa el iuldlumsitaungsiawszutlatgmiiAedu aaonau
iluvsuldlumnudssiionsasiialunisdnidunismuuaunisnain Saduddifyi
HUTENOUMT UnUINIsEsna wavdnnseainluesdnssneg Aeadilakasiseusan
Hunvemguiinisnatn uazdiaunnislusazdiuvnnsaivesnann ilefzansnen
Anszidgm thlduiuld uazghasuilyninieisnisedels 8 ElﬂVNﬂ’liLiﬁl‘IJ'iVli]‘lﬂg
nsmaaiy mmmaauﬂﬂai’maaﬂﬂumﬂwﬂUﬁﬁﬂﬁ]LLa BIANTLABNAIEY AT N8
yamsmandaduindesiionsgsia LwauwlﬂhmiﬂﬂmLLaulsnmqamqﬂmLLaviﬂmgm
9nA1v8453R909ANT Liloneuiuiugaysendnlumsdiugsinazaisuanils
WifuesAnsaely

TumuvnsuazTeuAvasNInaIA U Tadu Aesass Idliddewt Ailad
p aTiduaniivielsfiao i AflgUasduazauniu Tudud vieusnamwuiy
ailiAasmfimnannalnean Tnewassgislussuunaaivonsunisdsunlas
1843107 LU MsATaanadaednluiAdednsauenedud iufu nefungud
i Wi iesvgRelussuunaiaiiuiaseiy sudufesusznevludodoulasing 1
Feilfe duanaudiifvumdn fuilandwiuinnsauis mesnisluntsiiafunisdd
naafites Weulumardddasuiamunazdoindunaaiiauysaidemuldunlulan
U239 Uy (Kotler, Philip, & Keller, Kevin Lane, 2016) 171 “aa1a (Market)” &
AruvINEATeUAgUgNAvanengy TauTadiddamilaednuuenamenin uay
padilaifidanulunienin (ma1m Digital) naemaunatnvualygfiinats naintesds
fanuiedosduiuserlugsiatu nsnanaduanuilifedosiun sadsassd s
duasy warnisdsaudum viseusnisunuguslnakarasAnsgsnasieg dnnisnannd
sthiinsgdumnusiosmstenan tausinneg vasuitn naenauiuiinvourodn

Faduasidiuldinanudfgvdnqvemguinisnain fe WioauwmssAalidl
PwaenAdesivanwnan elidrlagnAidmneluannensgsiafidsuudas
lWegsiasy wazdrglinisnurunazandufanssunisnisaatnduliegnd
UszanSamuazannsoaieniudiialiiugsiald Ssveutmauinianisnaind
Wnldiuludagiu wiausngiuwndaanuaneetnngud] W 2 ¥alugq e

N ENTARALUUAATHER

gl “AUseNsUeanIsnaIn” we aps of Marketing : naui (unguiillésu
Audlonnagldiusganiewnng dsiesruseneuie nansael (Product), 5101 (Price),
Yoannansdndming (Place), uaznisluslum (Promotion) iunagnsilunnesdns
waznnn1Agsng diluusuldlunismaurunisnainuasaiufianssuvanisnann
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1. Borden, Neil H. (1964) wad Low. vafiau 1utinimniseienidiu filutas
NAssuRl 1940 vamsmanneglutiatdsusin uanuAnvesinnsnaalugIus
“fuavdrunan” I¥unisuugiaiauanlag James Culliton wilsluifleusauauges
Borden anifigsiudn asdusznaulafimsiarsunliduduni wesyadiunay
mimmmﬁ'aﬁwmmuﬂ’ﬂﬂmimauauawaqm”ﬁim Neil Hopper Borden 3 9la
fsantladofiumnseiuduasssens LU‘LJ‘V]Q‘E}{]LLauL‘UuLLu’Aﬂﬂm%ﬂ’J’ma’lﬂﬂﬂ,uﬂ’li
swTukezinszuudoyanmsnaaliduiSusitaauiu uarmaumannisdoas
N1INAIALUUATUINAT amvdumsmmﬂgmummmuﬂsvammqmimmmla lngiuad
109, vasiau sryndnnisaataiugiu fi5endn “12 ssdUsznounisnain” (12
Marketing Mix Elements) $5y8183191n4uaAn 4P uay 7P laeifiuesAusznouiiisnf
dielvinseuaquinumsnanafiandsteiulugaidfauazusuniidudousnniu Tnevily
uEUsENOUME 1. Product AuAMUAYUINITINUAUBIANFBINNTYDIGNAN 2. Price
mMsimunsnvsnzauazduiisensu 3. Place Yomnsdndmieiazanuas
i 518918 4. Promotion nisdaaiunisvieiienseduligndiisnuazaula 5.
People yanailfdrutisddas 1y minsuuazgndn 6. Process nszuIun1slunig
TWu3nsniethiauedudn 7. Physical Evidence ndnguiidudedls 1wy ussenniaiiu
N39UIII U 8. Productivity and Quality UszdnSainuaznmn1invesduaiuaz
U3N15 9. Partnership NM15a31uATot e usinTgIAA oL uUsEANS A M 10,
Packaging N15U539 AT 4 ofi9quA1Laz A Nanwal 11. Programming A15a5 14
Usunsumsnataviefanssufineulandgndn uag 12. Performance msinnanis
FfunuiunmsnaniieusuulRABty mafinesusznoumaridielfnsdans
msrmnanansaUsufafunnUAsuuUasesmaaldegnaliussAvinmanntu

1.1 McCarthy, E. Jerome (1960) Lﬂuﬁﬂmqwﬁua gafnn1snandisdndud 91n
Lme Marketing Mix LﬂumqwgmLsmLﬂmmuiu%aqﬂ 1960 18U Framework Taimausnd
gnAnduan Tnewinannstiausesdusznauiiugiuresnisnan adlunedagdul
lm‘umﬂwmmmmﬂwﬂqaammmum wazidudnngui i lianuddyiv
p9AUsENOUN UgILVBINSAAIR NeufiarduduRanssunianisaaialagdosiu
nszIuNsinsanesslsenoumanil Taglvddewiunnfonguives "ausensves
159819 (4Ps of Marketing) 7inanendundnnisiugilunismaia Iéun Product
(@udn): Msdaiuagiauinanfueiuieuinig Afguawasnzausionain 1wy
AMANTRATDIAUAT, AMNIN, N1TBBNKUY, WALIIANYBIEUAT Price (51A1): NSAVIUA
aTnvauazinud Ul funan lAgfiaNTNAUNY, N1SAAIALAZNITHIITY
sauderilsideensIile Place (11n5é): nsidenuazdndetasmianisdimined
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wangaudmiududmieuinag wWeligndansadnielddienazagainauis
Promotion (nslawain): Aanssudildlunisaiseumseminuazdaaiunisue loun
Tawadn, NMsUTEduUS, nMsviediuan, nslusluniudederuseulal] owfiunis
nauFukarnIsaseauaulalunaig
1.2 Kotler, Philip, & Keller, Kevin Lane (2016) futinnguiuaginnisnaind
{3nfusgraunsvats innsduindauazinnguiniainiseainiinmauiniinain
wangseeun 3gnisenindudnivesarvnIvinisnain wuiIAnres Kotler Luvi
nsaaaitlfaruddyiugndlunainuay 130013U3MI9NI0A0 FauuAnd iy
NsNUBazALiuianTsunsaaalaglinouaueInURBINTUBIRNATUAL AT
anuflenelalignin afsaudliduiivensu Tnelkanudfydunsiaunninug
wazaudlamanisnann iilemeuaussaufieinsvesgniliiAnauiianelas
GG
wuAnEAYUaY Philip Kotler, et al ﬁamilﬁuﬂaqmémamimmmLLagmsa%’N
anuftanelavesgninluningsiauazesdng dadunuiAamanisnain fduaunly
2Msgsiaaznsnatavilan lngunAnndnaiidfyves Kotler Ao
N15719N88N5N15MA1A (Marketing Strategy) LﬁumimaLquﬂaqVIﬁ‘mimmﬂﬁ
Wiz uavdenadesfuTngUIzasd wazgvsmanin1agsiavesesdng desiudanis
Wennguidimang, MINMUINEAS e, N15AMUATIAN, kasAanssNdLasUNITUY
WuANENAARAEANADARDITENINNEIUUTENDU Marketing Mix (Product, Price,
Place, Promotion) Lﬁaiﬁmmiamauauaq&iammé’aﬂm':tsuaaqﬂé’ﬂé’tﬂuasmﬁ WAy
7191UIAR Segmentation, Targeting, and Positioning (STP) ﬁLﬁumiLLﬁﬂﬂﬁijﬂﬁﬂ
(Segmenting) L‘ﬁ'aLﬁaﬂﬂaq'mLi’fmmaﬁ'mmzau (Targeting) WAZINIMTUAU
(Positioning) TWaUAINTEUTNNITVDIDIANT UAULANAILAZIATTUAAN Lagn1Ta51e
ANATENINHAAS UIINTOUINIT U AUABINITUAEAINTINDIAVRIGNAT 1AL
wagmsimunansasilitinunmuazaunduendnual 1lonevuausininudieanis
Sua\igﬂf?ﬁ vof Kotler 13817 Value and Product Alignment
1. Social Marketing: windniliunsldnagnénsmaiaiioadraninuilaau
Samadinuazduasunginssuiinsedean ifoditwarilswinby
2. Sustainable Marketing: wwaRafiunsnaInfiddunassnudwndon
dislvRansanunsasgsenluszazeuazairsnuniuiivensulunann
3. nsasewazuIvisauduiusnugnai (Customer Relationship
Management) mwmmﬁguﬂuqﬂﬁﬂ (Customer Orientation) tHuANEAZYYBINTS
wlaldgnAnazn19dlaninuiean1svesgnAn N15IUHLLAzALTUAINTTUAAIA
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azdaadavd ulasliidulumuaudosnisuazanuiiswolavesqndi uagiti
ANUAIAYTDINITATALUTINIANNTNRUS TEUEE1INUNAT @319AUANALAYAIL
Pndalitugndn iunndaiiieligsiaansaegsonluszezsnuazaiisanaudud
sousulunann Lﬂumsaswmml’nwima A UF NN U AUGNA A7 A1
Sustainable Marketing Ltfun1smaiafidsdunasinunaanndeuiues
4. mMyinukazUTuUTIHan1snatn (Marketing Performance Measurement

and Improvement): luauddveansiauazUsuUssHansnatail oliosdns
a11150USUAILATUTUNAY NS N1TARIA LT N2 AN UANINLING DUT SN TUALNT
Wasuudaslumanald

1.3 Drucker, Peter F. (1973) iuiniAsugemansyiooainaide waziluindnd
YNLINUWIAAFIUNITUTNITTIANITVOIBIANT mwﬁmimamﬁjugm wazIFenIs
waAnssuguslaa fdrusumdiddglumsinmunfntaznadelunsmaia filug
nMsusMIsIanisesAnsiugmadielnl augnenlidudaiuiadvinisiiunsdnnisgsna
Tugathgtu Snvedadunidlutinnguimanaindeiugiu inisinisaiauilan
safafinrududoutu uasuoviue aps o199sdsline lnslanwizognsdetugaiauas
uinsastelyal 1Wu mssuesiazginaUseian B28 Snunnune Juduilunveanis
fvusdUNEINISIRaeiv waztinagnsnisnatauuy 7Ps uld uaztiudiunves
nafiadunidu 8ps Tutlagiiu (6sam Product, Price, Place, Promotion Liluuda)
ausznevlusieg Product Strategy — nagnsniseanuuulusing Price Strategy - na
g95A1U31A7 Place Strategy — NAENSY8IN1INI5VI8Promotion Strategy - NAYNS
AUETUNNTVIBLAZNITAAN People Strategy - ﬂaqwﬁ’wﬁmm Process Strategy — nNa
gNSNIEUIUNT Physical Evidence Strategy - ﬂaqmﬁﬂszaumﬁaiﬁ%’ué’aﬂﬁ

?fmaqma‘ﬁuaa Drucker, Peter F. (1973) L‘ﬁuLLu’Jﬁmﬁﬂi’mW@:ﬂizﬂaumi #1150
NaurumImaliInzan TUszAninnsegnauazaamtiming uazdundedle
Aldlunsimuanagninismata deldSunsihluldeulusmsanegiaunsnansly
VANUAUIQAAININTTY

2. ngu]) “nagnsnisnaalimung” (Target Marketing Strategy): wqwﬁﬁ Sy
Msfuangy Wmnefilemzianzas waginsaanalimnzausungudtnune
msnaauuungumineiSatunisadunruduitusuagnisdoansiinsatugndn
mgnay ek muaiuimnanisnaiavesgsialsidaau Tnetnnguiifdiusalu
nsAauazassassAlun AL guil fe

2.1 Philip Kotler, et al (1960) LﬂuﬁgﬁLﬂﬁaumia%mwwé’mmimmm oph

Aansuactivity)lugmslianudfginisadsanudlainnimmatn Aesumsinu
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n19ua 0 (work of production)d 416 219LUIA A Segmentation, Targeting, and
Positioning (STP) 7 1/ uN15UUSNGuRNA1 (Segmenting) Lt o1d onng uitlmaned
WINNzaU (Targeting) LazI19@LNUY (Positioning) TWAUAIMIBUINNISAAULANAIS
iieasnmailunaia Wunszurunmsvieinissilefvasliiie sgsinguitmunely
na1n warn1sUsedukazdniegnalunmsinvesnain dualvinnisnainlunis
MuuuLarMIaLIAnSuTngas dodfuudauasmguiilunimevdiniuly
aruduondnuaivesduduioinisieu auumAndnaeduiiugiu luninden
nguidmnemansnann ethluldnausmunagydmanismaiauas msdniununis
Ra1A il NIUILMNINITAAIA 9INMIETINT AN YT sAUAMYIRUINNTUAN
thuususvesgudadlunsm iefiansangirdudmsouinisoglusumde Hu
dumisiifutorinwesmaravioli Saaziiunazrinseiliinfidsdefisamisorh
ponulauAnAINALTIU

2.2 Nud “d1Aun19n130an” (Marketing Societal Theory): M it
Ausuiinveundnuvesgsnatunsiiniseain uaznsassanudusssulunis
sudufanssumenisaana Tneswesdauiluseswesnnusuinveusedsny
(Corporate Social Responsibility: CSR ) stfiunguiildsaufuianssumisnisnain
WiothunUsegndliesdnsgsia wasuuiAamguiiiidwlide (Stakeholder Theory)
LIRS BIAINTBUSTIU (Legitimacy Theory) ?fﬂLﬁlaaﬁ’Uﬁaﬁiiwwqiﬁﬁ] 39
Business Ethics In&N15UMLIAARINGTT UNTATIERTINAUNAYNSUTDLUNDINAY
N13u97U (Competitive Strategy) 1uyuNaIA1U NTNININ18lUBIANT (Resources
Based Theory) LAy 1189190 1UN159A1A (Marketing Based Theory) & 9z lo
ihluszgndldlussdng wisiulifueadnsgsia ilewiouanumiouuazadismy
IHUSeudmsutedu Tneddnmguiidiaueuwfn fail

2.3 Bowen, Howard (1953) Jillutinisisugmanswazinizinisyiewsn R
Huauusniildean “Corporate social Responsibility” Tud a.A. 1953 A3endn
“Social Responsibilities of the Businessman” lnglalauauuifnlvigsnaliaudfgy
funthiluasausuiinveuniadany Corporate Social Responsibility (CSR) flawwadn
msgsiailimmd Ay dunsdduianssummsaanauazsniugsia Tulumiad
dananszvusiodinuiazAaindon wndn CSR Iiumudeuuandunidnlutimans
AUl waznaneidunudniidrdglugsieifeanisadrsnnudadunayle
wesvadnilindalungugniuasdsnuifdnldidelufanssunisnaiauazosdng
Tnewiuin ssdnsmsianudslalunsifenssuiifnansenuiidedsruuazduandon
wenIINNanIlsreegsivlunInAsugiauds asfnsdimstimnuddyduanuiuly
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daan Tumsadnulinsdalindugndn uavadrsassd Waun Ufuugsdanndenly
miﬁ’]Lﬁuﬁf\]ﬂiiuVl’Nﬁﬁﬁf\]ﬁ’u
2.4 Porter, Michael E. (1980) ﬂ’ﬂmegmam%ﬁ:ﬁmaﬁﬁwﬁ’mlumi%’mmiﬂa

gnswazn1swyaty asennudusssulunisandufanssunianiseain Tuguues
MasuNIUTsy (Competitive Strategy) sosdnsiluuszgndldifiennsnagnsuas
Uiudgagsia Tiradhgnisudeiu iewienanundesuazairesmnuliiuioudensg
wedu fafununAn Five Forces Analysis 999 Michael Porter satfiuiadosilofildly
nFATEgnamnssukarnsLdatulunan nMsmingringniglingeninain

ngui] Five Forces Analysis lua3osilomanagnsitiamnlag Michael Porter
diotinsgieruuduntdunsusiulugnaimnssy uastadefidmansemuiia 5 du
Tumsudstulupann sadedladofiddysensduiugsia ilonaununagnsvesians
Usgnaulusig

1. 91U 05039 WNWA18Le05 (bargaining power of suppliers) Wainvo3
fane (Supplier Power): msiasuudaslugsivetadmasonainvesiindivingdudn
wazu3nng ddldadminefiddyuazanudunigs envvihligsAadosi anuasdl
nansEvUseANAINITluNIiesesAmetoulunTieAudn

2. §1U195 309909 NA1 (bargaining power of customers) Wainuo s 7o
(Buyer Power): mawdsuutadlugsfveradwmasenatnvos@oduduazuinig &1
Fofinnumusalummusimauaritoulansedud o1avilisshafesusuiann
Fafinansgnusorlsuaznagndnisnaiainald

3. maudsduiunelugaaimnssudeadiu (industry rivalry) anuudansslunis
wistulugmamnssy iunswaesuudasiienvdmalinisudsdussiugnamnssy
ity wndnadngeainvesduidvaiviedinaiannssialdduqiflndiAssiuaudl
131 N919INANTZNUABNAENSNTIAIALATEIULUINAIAVBIFINAT

a. ﬁ&ﬂﬂmmmﬁuﬁ’mmmu (threat of substitute products or services) A1
\Foe91ndudmieuinsmauny (Threat of Substitutes): M3AsuLUasesgIRaea
Annnaresaudssandudmisuinimmauny d1fdudviousnisiianunsa
naunulslunain e1vhlsigsiadesuiunagnsiitesnweaudunsauazauaunsn
Tunisudaduy

5. fvana1uanguyatusiglng (threat of new entrants) ALY ULT DY
anaInNIIu (Barriers to Entry): mmﬂﬁauuﬂaﬂuqsﬁ% ﬁLﬁ@mﬂqﬂaﬁﬂmaﬁm
NQVNETaYIAY ¥30MNLATHENIBIATIN DIVEINAREAUTULTIVIGAAINNTTY
o1vhlrgsiaduiiauildiusulumsudsiunazairsguasselmiqlunain
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yquiiiiauet Jase 5 egtazdmaroaninnautsiuluusiazgnamnsy B
wwtheliinnesdldigramnssuiug fengou gaudeiingdlnu Smsudsdugmiell
uazilemavhilsldunndesudlmy fafugsiadeosfinnsantaders 5 lugnamnssy
yousilvesn ilelvanunsanenagnsnssiiugsialdegnamnzay vilvaunsasied
lupanalaegaiiuszansam

3. viud] “durifusnwnisnann” (Marketing Relationship Theory): nigufiiiiu
“msnanaiidenles” Miduruddnuesnmsaiauasinwanuduiudidsduiugnin
Tnglsimnuddyfuanufianelavesgnéuagnisaisnnumanilalunsdedudmie
USnsuazmsquagndlusyezen WWunquimssanauuuaatadn Adlinnguivans
aufifidiusmuazinudaluluiirmadiondu Tnglmnuddgyiugndneu uidng
grduagnquionafimsesuneludyuiunndiety falnsadsassduasiaumeued e
arandlalunisnann weil

3.1 Maslow, A. H. (1943) Lﬂuﬂfﬂmwﬁﬁﬁﬂm “é’wﬁ’ummﬁmmwawuwé”
(Hierarchy of Needs) Faflunguiiflongesisnnudeanisfisyuddens wazueniy
uywdimnudesnsiivainvaneguuuy sielduniinlues Anwianuddglunisid
Tamnudesnisuazanuiinelavesgndn tioligsAaannsauiuildou uazasa
WAnSsivieusnsiinouaussaufesnsuesgnAldoeamnyan uonni qw
i seliiyshaadanagndnismann fddumiudosnisuazaruiionslavosgnéiiio
a¥emnuduiusiidadutugndnluszezon Tasuvseenifuddunnudesniswdn 9
il

1) AuFBINITN19AT TN (Physiological Needs): Aufasn sfiugIu
LY DIUNT, {fw, ﬁaq'mﬁa, L?ﬁvac’h, Asusurau Ludy

2) MUFABINIIANNUARNAY (Safety Needs): AUADINTITTUUTEAUAIL
Uaondelusoewng 9 10U ANNUAASEIURA, AnusTuAsuay, anusuadusiels
Dusiu

3) AnudeansAImANTTUS (Social Needs): amdesnsiiudiuniaves
nauvEednN, AmNduTUSIRAULBY, Amnusnuasaududius Wudy

4) ANUABINTTLATBIVINBLENAYS (Esteemn Needs): mnudesnsanuidniiy
finsuazimsnuywd, anusaniiawazddgludiay, anusdninlasuanudifguas
AsAsnangdu 1y

5) ANABINITLAULALAZNITAT19AULEY (Self-Actualization Needs): A1
Aosnsiulakazwauinueslunisdiuyana, Anuaulalunisimuinueuay
fnenm, prwsesmsldfnenmildufivesnues s
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NouANNFeINsl Ianuddglunisidilannudenisiazauiianelay o4
anA1 Wi aligsNAEIUITUSTULUABUY LaTAS 19NN U9 N5 USNISNMBUAUDIAINY

9

&

AoaNsvesgnAmlaegieminzan uenanil ngufldislissivasisnagnsnimain

MuANABINIskarANanalavegnAtieasauduus N8 uiugnaily

D.

YLYN

NOBYN1TNAIALUUTULATY

1. nouinisnanadelny (New Marketing Theory): nui il 1iunisasis
mnuduiussrarenuaznisaianufisnelaliifugndn Taensldnagndnisnannd
34:0Lﬁumia%ﬁqmml"imﬂaLLazﬂawu%’ﬂluﬁﬁa %39 Loyalty sude nslddeyauaznis
Jinszsidoyalunisdadulanenisnan Ynnquiuaziniasugaans Alinasenis
AR LA

1.1 Godin, S. (1999) Jutinnsnaiasienidnififinanuddlunisiiaue

wnAnRnfunMsranasislvsifisianudflugatagiu ifeadesiunsraiauaznsg
d319uusun LLazﬂ"mm@ﬂaqwﬁ‘msmamﬁ'ﬁ’wﬁmaéw “ANIINULNINITAAINY
(Permission Marketing) Wag “n1saa1auvisagiu” (Purple Cow) & anisunLaue
waAelvsiAgatunseainaznsaienuadlalusann dhuldludaiisassd
msmann Ly msviadndlunmsaaaiifiuinnsss lnonsiiauolelfonaguan s
limieulasuaziiuiifesnisveandugndn wndednmsnamadislvideiunisasne
mmduiuslnddatugniuaznisadeanulaadulunaiai eidudivraulouay
ABINTVBINAUGNAN

Mg New Marketing Theory 483 Seth Godin Wasuuladiinsnaiauazasng
audifalugshavesesdnslugatiogiu uasiunndsiiddglunmanauazgsialy
gafimaluladiaznndoudetugniiunumiddglunisaianudisvesdns
3slesumnudenlnanismsnainuarssia TnedunaugnAdudsdifglunisaiis
andsalunisnanauazsigsislugadaguiifinmsudeduiigs

1.2 Philip Kotler, et al (1960) fnasuiid1fyuaziiauanuifniigafu

nsnanase i W%famﬁgqmiﬁ']LauaLLmﬁﬂLﬁ'snﬁ'umimamﬁﬁmmﬁﬂﬁ@luqmﬁ%ﬁa
waznsldimaluladlunisnain Tneuesnaining 2 wuu Aenaradiidaulaednuay
e wagaaefilidsaulunienin wie nain Digital naensunaInvwInivie
fvanqmaindes deiinnuiAsidosduiusoglugsfady deafuldanuulae
n13Aa1M 4.0 13 Marketing 4.0 984 Kotler Miifuddvialaialagd 1dutaadrgyn
“Omnichannel” Weusannunanitesudndeiy ileadrssvaunisainsteutiuas
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msAeansuuulisesse (Seamless Experience) 1unisaanditiewaluladunldvi
anudlanyudliABedu eatsUsraunsaifiddagnénlduntutues
2. nuinsnainguslnasulya (New Consumer Marketing Theory): nguiil
wiumsAnwuazidlanginssuuazanudesnsvesgnagulm ifidnwaznsdnduls
wagdeansiuansisanngugnaaiin Tasnisliuinisuwazyssaunsalilmungauiy
ANFsNsLarANLAAnTIYeIgNAn YeiTundn MsnaaisatiuUszaunisaigndn
(Customer Experience Marketing) Tnannguilunguil usuuidnsonidunae
suuuv Taedidnnquindng deil
2.1 Sinek, . (2009) utindnvmeudnifithiausuuAnisafunmsnainly

1Y

Juslaagulnl Tnefumnuddguesnisaianudesutazanudedndiuiuilan
Wleassrudiitusitunsasdundalugaivelulafuasdinufininuasunlasogng
0152 LnAAndnil Simon Sinek Wiausfe “Start With Why” M%@L’%'mﬁué’wmqwa
fviligulamdesiulunususiviondndne wazlilvifisudvingsAaiiiorindils us
mnesmds psdnsmasuduaInmsadndlaluvenaniefiuniivilvivhgsied
iuslaasulval dauaulasui wWhla Wundnnis “L?Mﬁ]ﬁﬂﬁwlm” (Start with Why)
waznsadreeudestuluuususvsonda st HiunsiEndessn (Storytelling)
mﬂmﬂmmmamm%mammﬁmLUuaum uiafnmdesiulunusuduazanude
19389AnT WONINT Sinek datiunnuddyosnisadaudeshilugusineiude
yN9N5A0EIUAYANTUANI88NYBIBIANT HumnenNinesdnsmsiulunsdeansd
frnaudusisuanidefiold uazairsnmdnwaliundefolunusudniondndwsi e
asuaruiedndlugafifuilnedenudoimadotiuwasaudedndlun steduduie
UIN3
2.2 Philip Kotler, et al (1960) tausuuiAnieItunsmainlunguguilaa
ulvsl Afupuddnuesnmssuiuaziiilaniudesnisuazamnufianelavesiiuilna
TanudiAyivanudesnisuazaruianelavesuilnai easrannuduiusy
wdawnsswazdundalusain waziuanudAguesnsaiisnunslunaiauazasg
anudlaliiuguslnadn viluadsidenldndndueinsousnisvesgsiagiuinnid
Auts wazitfumsaiemnuduiusiundeiiedugniriudemnanisieaisuazteang
n3fnseveseeRnsiuman
Mg New Consumer Marketing Theory 984 Philip Kotler, et al IMuUBsuLUas
FBnseanauazadanudnsalugsisvetesdnslugatiagiu nagnsnisuinisdnnis
§3N3UAE NALNENINITNAINTY Philip Kotler, et al agnadfienisasaauienely
vosgnélussfnivianiagsia Tae Kotler 13 auuAniin n1snandsatiugnén
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(Customer Orientation) @ slvmnud1dgvesnisienlaldgnduaznisidlaniny
Foen1sresgnAn MansunuLazdLiuanssumanazdosinidy Taglhidulunu
ANUFBINIswazALiInelavesgnAlumen
3. NYBAN19MA1ANATa (Digital Marketing Theory): wqwﬁﬁylﬁumﬂ%’

weluladAdvauagnisdoasmdumesidelufanssunisnatn wu nsléladeaiife
, msnaneaulal, Msnaukunsnataadumesidn uazueundinduduaiodiol
msﬁamamzﬁamiﬁ’ugﬂﬁw mszuaa “nsnannanea” (Digital Marketing) ALty
nslmealuladiineauazdoaseouladifieviinisnain sermdenisidivled, lndea
HiAe, Blan1snann (Email Marketing), N15AUNY (Search Engine Marketing) wagn1s
Tawanooulat! (Online Advertising) s #iefliendn nguimmansluyuvuosulai
(Online Community Marketing Theory) laga319uazusnisinnisyuyusaulanly
manan afuiufiaunuasutsiiudoyasevingndn Weassamuduiusiageiu
prufiudaundatu dndnuazinnnuiinaiadest éun

3.1 Solis, B. (2011) utinTinszsinismaiafidiunisieseiuulduuagnis
Wasuuwlaslunmsnanalugaidvia Nmguiuazundaiiieadesiunsnainosula
uazdedenuesulall livaneiFos Wy Fesmaivasuulauaznmsuszarunuiugni
TugaRdvia Iddnausuuafinves “gniiviuneld” (The End of Business as Usual)
waz “aannfiUdsuntas” (X The Experience When Business Meets Design) Wi
afannudesiuiuiiuslnaludsauesulatl

WLAANANYBY Brian Solis fia “The Conversation Prism” uduununmiiiaue

unAnlunslidelndoauardessuladlunsaismnuduiusfuduilng wwunmi
LLﬁ@QLLuiﬁﬂiumiﬁ’lLﬁuaLﬁ/@%WLLaza‘I@ﬁWﬂUQﬂaﬁﬁa iiornlugnisideudeuazaiing
AndstusTugnATiasuutasesnasni

3.2 Drucker, Peter F. (1973) luAMNAAYUOINITINNY, nsimaulafisl
ﬁi’faaga, ANSAARIUNG, LLazmsU%’uLﬂﬁauaaﬁﬂﬁﬁvﬁwﬁ’uam'gzLU?{EJuLLUaamqmwgﬁa
wazmaluladlvailuanneiiesdnsdoundayfunisdsuunlasida UguuIAnng
¥1N15U3M389MNT WU Digital Transformation Tneannsldminuiuazingesilens
AINALUNITINNY, ﬂﬂié’fﬂﬁﬂﬁ]ﬁﬁ%’@@gj@@%ﬁ&gﬂﬂé, miammmmaé’haﬁi’faaﬂaﬁtﬁ'm%’aa,
uaymIsUTuasuesdnsliidnfugaidvia uazeameneufiazidilannududousiieg
Yo9d9Au TiAud1AyAUNITIUUNaa NS (results-oriented) wazn1sldnsneansly
99ANTOL1slUTEANSA M

3.3 Philip Kotler, et al (1960) fdutasairsiiugiunasnguinisnisnandi
Tdnuegrandrarduinisgsie wilildnefimeuinisnaianieddvianie Digital



15813 19T WNIYSUINIIAI JOURNAL OF MCU PHETCHABURI REVIEW | 319

Marketing Theory mslamanils usiinnlfiauswunAnuazvguiiiieadesiunismans
Tugaddva lasuilunislémeluladansaumauazdefdvialunisnain uagnisadn
anuduiusfugnanludsauesulal anszdrdiifsfunufauaznguifitisades
flumsnanlugafaviaves Philip Kotler, et al fiai
1) n159819 4.0 (Marketing 4.0): Philip Kotler, et al Y1tausLuIAn
Marketing 4.0 Faiflunismeuaussdernuiudsuuadlunsnalugaidsa uundni
whunsltimaluladidvianazdedsnuesuladlumsairsenuduiusfuguilan siuds
nsiauailemfiaisassduagmevauosanudioinisvasuslaaluganda nied
i‘{‘fﬂiu%a Omni Channel
2) N1SUTMITIANITNIATNA (Digital Marketing Management): 1Laus
nMsuimsdansmedavia willunslimelulafasaumeanardendvialunisnain e
a¥remuduiusiugnd uaznsieszideyaifiedndulaifoadunsnaiauaznng
aSaurunseaatudauesula
3) nagnsn1nalnlugafdsia (Digital Marketing Strategies): Lulunns
fvuanagnsuazusunmaiaivsnzatludsauooulatuasmslidondvialunisaing
Awdtusiugnan andsmsldunaslesunazdesmsnmnanaiinzaslugadaa
msnaelugaddviaiduuunAniiddguesgsalutiagtu Jededianuddnlu
nsNHULaznsAlufanssunseainludauesulal warldmalulagansauwne
wazderdvialiiuluegnaiiussavsnmuasfunagnéimiavlaserguslaalugailagiu
mul,w'amauauaqmamm,ﬂasmuﬂadlqummamLLavmmmaqmssuawuﬂﬂﬂlumﬂu
aaulauamamivammwuavmmvauawu
4. mwgmimmwUmaamﬂmimau (Sustainable Marketing Theory): 1154
i Wuenusufinveunsdenuuazdswandenlunsdiduianssunismain ngly
addiunsasnuddusarenuudumilmesdinuuaziundon
4.1 Elkington, J. (1994) Lﬂuﬁﬂqﬁﬁ%LLazﬁ’ﬂ%’aﬁLLuzﬁWLLmﬁmﬁmﬁ’Uﬂ'ﬁ
Foranmsdudunungsieidanudsdulusunseain lasnsldndnnisfiadais
NANIENUNIINTTIEU (Financial), d9ay (Social) Lazdwngou (Environmental) il
a¥ramlsiidesdu (Triple Bottom Line) Wushdin Fensanfunaziiausnsaunsi
gsfafannsdadu uazfidusulunsudlvigmawedeunazdnulugaiiany
AeaNsvesUsInnlaudAysegsiallagiu nqud Sustainable Marketing Theory
yi3e nouinsmaindeduiu Sutunisadenuaunaseningia 3 us Ao dAng
LASWFNI (Economic), AAN19FIAN (Social), wazfifvedwandeu (Environmental)
Tnglunmunisdndulafifuesdiiuvesesdng dosfinnsaniasind lunisvigsia



320 | Vol.7 No.3 (September - December 2024) Ufi 7 atudl 3 (fugneu-suney 2567

waznsaann Wiokllifinadesessdng lnewnmemanisdu uideadunisaiuddy
Tnddnfudinunazdunndonseudns iliesdnsiinrunduegdsdu waganunsoduile
Fuan1nundeulazauUd sunUadluday uazdiauiui nveusodenuuay
dawnnden e uauiduieeusuludinuegiedsdu
4.2 Philip Kotler, et al (1960) usnaInazitiunsman fiyjaugnéuaznns
U3msn1snann Taensnaunuuazsiiuianssunain flfanuddiunisnevaues
AmnuAeINsTesgnAILdd SsfluuAnndniidrdey Aldnalilu Sustainable Marketing
Fadunnfefidunsnaniidedunazinudsandey Weliianisanunsoegsenly
svozgguazaiemuiuiisensulunain
1) N51UA suuUaImndsnuuazdswandan (Social and Environmental
Change): Kotler Lfumnudidguosnsnszninuaznevausirenisudsuulamig
HpunazAnndondimininiu fsesdnsmadudunidumsatuayuaznsudly
JorndInunasaunndeunIuRanssuNTNaINRaY N TAILNER S 0uh
2) msuauenur1g uslaa (Value Proposition to Consumers): A9
thiaueguAliiuiuslnaludsdsdu fo dsimsilugatagtu Wumumnzauvos
wanSusivieuinig ineuaussionnudesnisvesiuslnauaziansanisnansenuse
Fipuuazdawindoundon o fu
3) MsYIUINITIENINMLswazaIusIn (Profit and Purpose Integration):
MsysaNITEnInansymlsuasnisaiieassdauanaudsundadludsauuas
daunden deavduatalvigsiafianudsdunasiduivssiivlaliiugniuasdaay
WInGou
muumﬂmuawaqunmwgmammam‘mLiﬁﬁmﬂu%ﬂﬂaﬂmmﬂm GEaER
widleiidu 2 g Mmgufimanananuunaada uayngumanaiauulingiy GREE
Fuiuundeds 2 Frsdusilinnuddymdnluiingugndn uaznnfinssugnd naenau
msasennufianelaliitugnén Fsafianelavesgnénluusazepusavadetu fnns
Waguwlaslunaoaan idrezidutededuguis nie Yadedumealuladfidian
disrupt Ainu wiluedUsenevvew]uilnaduAwazuinis Ganeyaiudmune
WEaiuAD NSUYFUAAZUINIT
Wady AomLaos Philip Kotler, et al (1960) lanovonaruanues Tinos Low.
a¥unes (Peter F. Drucker) lumsilasunraiAamanisnannaniiy safuiinaiuas
n3nsEaeEudn (price and distribution) lgn1sifufinaudesnisyesgnén (meeting
customers’ s need) warUsglonifiagliFuanuansinsinazuinig (benefits receives
from a product or service) titeUszgnaldlulantlagiiu
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M mgudmansnaInuiiesesilasiainegsia eaislenanisnisnais
warUszdiulonialunisviedudvieusnisiadudddy dennsieseilaseasia
gafatiu Feadunnnmsiiaszsinainnielu dufe Ainszfesdnsuionainvesiny
agluudem onsnususshe Yseiluuasimusmnusuiiaveulunszuiunisnis
v emuusunagnd denagnslussiuuivnazannseudnasiaszdudiu
(Division) agn3853A3 (Business unit) N15319bHUNagNSlusEAvUTYn J9d 4
Usensdndey Ae (1) seuiusiia (Mission) (2) af1miiggsnadenagns (3) Iaass
nineINTEmTULAaTMNIEEINY wazlasuAULTILNIUTINaYNS (Strategic business
unit) (4) 3uHUgIALLLAEAATLINGIAAY

uenaniiud fusenaunis Wnuimagsha waginnisnainlussdnsdieadila
anmwundeunadsaninussan Vauaivesauiiddefiiviies Tudeiruadfidde
{Pu 09Ans dean s35UNABNME Lleliladdeumdnuazafonsesvedny Tneila
au poamaes (Philip Kotler, et al) L@uoin ﬂaﬁaﬁﬁ%w%waﬁiawqamsmf{uﬁm (Kotler,
2003a) inl#Fudvisnaaniade 4 drudadonsduiansssy Tausssudesuassuty
nedaay) Jadenedenu (ngue1adensaunsd unum wazaniunm) Jadediuynng
(mq%umauiui’g%’ﬂis?ﬁmﬂiaucﬂ%’aaw%w N34 FNUENLATEEND JULUUNTALEU
Tin ypdinamuazuwIAnTemuLed) way Uademedaniner (usegslanisfuinisseus
AnuTouazviruaf)

R

ngufnsnatnadel (New Marketing Theory) iuasaauduiusszeze1)
wazianelavesgnan lag Seth Godin WlausuulAad1dsy LY U “Permission
Marketing” waz “Purple Cow” fifunisnainadsassauaznisadauusudildmiion
A5 vauzdi Philip Kotler, et al t@uswulIAn Marketing 4.0 ﬁﬂ%’umsmmﬁi’héqﬂﬁ%ﬁa
Tdmeluladlunisadrsuszaunisaliuy Omnichannel 1§ susiaynunanslosuiile
noUALBIANFBINITIgNAIeEndliToese wunAnwailidieligsiaansoudedu
wazasenudnsaldlugatagiu

ngun1natnuilansulual (New Consumer Marketing Theory) 8{a4tiunns
WlangAnssukazAIudeani1svesgna1sulug Iy Simon Sinek Wtauauuifn
“Start With Why” ileadsanudetuuasanuduiusiidduniunsgniosuay
nsuanaseneg19a3ela vnzd Philip Kotler, et al 1funisnatad 3 aufugnd

(Customer Orientation) tfiaa319AnuianalatazAudFuRus AL awnse Taawiunis
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(%
a0

AN lakaER o UANRIWBANUABINITTDINAT LIARMAHY 8l IAvaUNTD
AemanarSnYIgIuaNAlatusTEEe

NOWAN1INA1AN9FITA (Digital Marketing Theory) sjastiunisldinalulag@dsia
uazdedsauesulatiiiedemsuazairemuduiusiugnd TnefluuiAavan 1wy “The
Conversation Prism” ¥4 Brian Solis fiiiunslilmdeafiifieiieasrsnndenlosiy
HuSLaa Peter Drucker lindnudrdgyiunisusudivesesdnsiviaenadesiuns
WA suLUaamen aa v Philip Kotler, et al t@u® Marketing 4.0 Faunsly
Omni Channel wagmsudmsdnnsmamanslugafdaifiensuaussanufeanisves
andnludspueaulall

nquin1snainii andnnissadu (Sustainable Marketing Theory) 11funns
Suiinvousodsnuuazduindoumugiunisainwamlsegredsdu wunAnndnves
Elkington e Triple Bottom Line fiyjaUsziiugsialuifinisdu dsau wazdundoy
suzuz'ﬁ' Philip Kotler, et al Lﬁumsmauauaqﬁamsmﬁ'auuﬂaamaé’muLLazﬁ'mmﬁam
warn1sadnmenfideduliduilan Taosiu nufidysysannisilawagnisiamn
dsruuardanndoniielvigsiaiaudsdunarfsunsseniuaindsny
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