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Abstract

This research aimed to 1) examine competitors’ strategies and their use of LINE
Official Accounts (LINE OA) or Facebook pages , 2) develop LINE OA strategies for the
dental equipment distribution business , and 3) assess their effectiveness in a Business-to-
Business (B2B) context. Due to legal restrictions on medical products, an action research
approach was used employed by designing an experimental communication campaign
that leveraged LINE OA features, including Card Messages, Rich Menus, and Rich Messages,
all linked to an e-commerce website to measure website visits and sales. The sample
consisted of 5,183 dentists who were LINE OA members. Data were collected using UTM

tracking and back-end analytics to evaluate conversions and engagement.
Results showed LINE OA effectively reached the target audience, achieving

high open, click, and conversion rates. The Rich Menu generated the highest sales (86,081
THB), followed by Card Message (63,400 THB) , while the Rich Message e-Magazine
produced no sales. Strategic recommendations include tailoring content for the
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specialized audience and utilizing direct linking features to the e-commerce website, which

increases sales and reduces Customer Acquisition Cost.
Keywords: LINE OA Strategy , Digital Marketing , B2B Marketing , Sales Conversion
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R Aanuanansaifloyalaviuil uaznasuavesdiuaniioldanuats Yrensedunisainias

AsnsaunanssulatussauNuianala
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Swy gnuiuliuansdudawuuisealngd Tnsisuwdasilomaunaniansoyieia

WU WANangEIY Msetuiuaunduiend uwasidloadnagmlugumnaduiiuuzdiumiuled
lngnse BiHelignAninnsifislade uarantuneulunisaumaun

Suaads wuudulinn @ Wunsdavinilemanuiidadudnneaivaunsalviuanssuly

Y]

sUsuulineanshdviananunsandndanandeau weddnlueunanuiulaluivled dewiy

£
= o 1

AAarasaNTsiidusn NanTudunguilmunelesliasdintonguunalunislavandud

v
°o v v v Y

auiiulainnagnsie 3 gUnuvansanaulavgdedninniunguuie wazdas1arens

Y

a a

Wigldauladlews Wigdnaudisvldegednau aenadaafunannis Foemin1siaun1avesgnen
NIN1IMAIARIYa (Digital Marketing Funnel) éléat,wi“i"fumaums%fui aaule WWaudsde daeld
\Aanslnueesioiiles

namsAnwaUszliuUsEanEnmvasnagnsmsldladlewe

A137199 2 wansUszAnsnavaswaulynltlundazWaes (3u13n 5,183 Aw)

e-Mag WU FULWELER
578013 MG oy laensnsia
Zirconia -
SN
UIUTEANY 4179 AU | 80.6% | 4222@AU | 81.5% 4,267 4,273
fidalet 82.3% 82.4%
Imnudesi | 949au | 227% | 1,164 AU | 27.6% 745 808
17.5% 18.9%
$nnudiiednded | 6leu | 64% | 208w | 17.9% 91 63
2.1% 1.5%
ans M3 17.5% 18.9%
(Open Rate) (%)
BNTINITARN 12.2% 7.8%
(Click Rate) (%)
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1NA1519N 2 wudn Wiaes miawaas vuladlewe 8nsnsiUneu (22.7%) eglu

=Y

sEAUR Waliivuiuinaeiuinsgiuveslatlate dmsunisnaiawuugsnaiugsia 8nsin1sean

(6.4%) wanvindonlu nmiawaias vuladlow awisanseduliiinnisnseyin (Action) Lad

[y |

dwsunguidmaneamnemsegiuaunmd n1sldiliaes Suwy wud dnsinisilngu (27.6%)

' '
1 a IS

foneglunaeinfinn WelleuiuinsgIunIsnaIawuugsaiugsia dnsinsain (17.9%) fie

189N wanatausEansanveniient Suwaad Nanusanseduliiianisidigulaase uas

Aa o

a ¢ a i a .:4' A = a "
WiAnT IULUALER Uula‘lﬂal,’e) NWUIN LLﬂNLﬂ@JWN@WiWﬂWiLﬂ@QQVIq@ Ao 1@Lﬂ8ﬂ'ﬁ@]5'ﬁﬂ37ﬂwmll"|

a

7l 18.9% waz "Update Zirconia" fidns1n1sadngsfignil 12.2% wansliiiuiinoumud lu

kY

sUsuuBudnndu finsmeusuireudentudinsidaguasaan

A5199 3 LARILBATIBVDILARLLADS (S¥NINTTUN 27 UNT1AN - 31 TuUNAY 2568)

Waes yaAY183IU (UMW)
NSALALED 63,400
Y 86,081
BudinnTu 0
334 149,481

INATRA 3 WU Msldiliaed Mminwaas aseeenvaligean J1uu 63,400 UM
a ¢ a ° S a & a ' a ™
5898931 k993 Uy 91uIU 86,081 um Tuve Budnn @y iy Suwaas Liflsenueiae
v | dglj a =3 a a v [V 7 = 1 5 1
agvieudInllomuszan dwlnn@u dunumlunisaiieanissuiuaznisdnwvingu ldawise

nszfubAnnsTeelilnense

anUsena
nNanN1sAnwINsiglallew Weliinsaaivutazsanvsuuiuled daoulise va4
U3EN nud nsUszgndldiliaesunlailown wWu ninluaias, Suuy wae SUUALER 811150

5093UNTLUIUNMIABATNINITRAANLLUAAYDINNITLAUNIIYBIGNANNNTAAIARIYA L

~ 30 ~



sgaduszuu Inefinadnsidausydndlunsasduvetomns Asun1sasnanisius (Awareness)

aufsmsliininlalfiAnniste (Conversion) ag1ediniau

Tusgiunssus wazanuauls wudn Swaas uwasdulinndu awnsaasnanisiau
52ulaf ImamwwsLﬁaﬁmiﬁ%auaﬁawﬂugﬂLLUUIﬁﬂ';'ij’M‘%a Highlisht Auf51evieu 34
aonAdestULIANYe (Brodie et al, 2011) Aiszydn nsildiusnvesfuilaaluidiensualuay
nofnssuanduiy dWeldtuidemiifaueuasiedostuauaulavessuy vonand laxfleie
faanunsasimin i fugaduia (Touchpoint) usnuastaama (Funnel) fiflansamnizianzasgs
wingauiungudvanelanensegsiuawnme (Kotler & Keller, 2016)

Tusgdumsiiansan WumsiauSuiy wwuwadn (Dynamic) Mdenfuuauaams
P38 LU mMsaananielusluduiidndulugaanardrin vieunanead (Flash Sale) wie
WisuvemAnf A (Product Highlight) $relvigldsuanansadiimanavyaudiiisadesls
viud Tnglidesiunies axveudanisinauedszaunsalldauiifnuuuiniwes (Chaffey &
Ellis-Chadwick, 2019) ﬁqwqduﬁamawwqma (Content Personalization) uagn1511914
(Navigation) iazaan Wumlavasmsadrdenalumsiinnsanidente

fidndryfian AeseAunsiie (Action vide Conversion) Fanaidemuin fhaesiuary (Rich
Menu) fisnwdeufugues wardsinssludauauuguuivled dwaliiAnsenuogean 86,081
U warmsildusau (Encage Session) i 278 afs Insuaudey audlelas HUSLY 69
n15tUn (Open Rate) gafiesaear 27.6 kazdnsIN13AaNKNIU (Click-Through Rate: CTR) a4
Sovay 17.9 azfeudsUszAnsninlunsidsunmsidusnlidunsdonuuuameos (Hajl

2015) Mfuiuwanslesufifijdiudaezdemalnenssiensindulage

definsugauieuiiey wudilaesimilugnsdelauniian Ae Suwy (Rich Menu)
FeaT90nvIUEIan (86,081 UIM) 583A9NAD N1SALUALAD (Card Message) NiBanukuuLanIziive

nIgRUNgAnsIUN1STe laensunsnavesasdsiiameildaulalugisianlustudu vinlv

s 1 a

anunsansziuanIsIukasiansuliAnnsdndulage luvaenlaesednn Bulinndu wiiae

[

asnsiidusiulad uilidmasonisidndisdudn sliutsmnuddyrenisnnenagnsaiy

o
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YoINNsHUNLeEUIinanasuniu waslidanlugduadaay aenndesiunguvemis

N1SLAUNINVRIQNAMTEABULIBSTUTULUA U89 Chaffey and Ellis-Chadwick (2019) Ais¥yin

A15RANNANARITLY U EIETE ALY ULAALSEA Ul dDAARBINUAININT 1

Consideration

AN 1 SEAUtRImauAuYaNEUILaa

91nHan15398tl wansliiiwin nsldladleloedeiinagnsauisaaivayunnduves
0911317939 lnslanizegad adledin1seonwuualskasiliaes MnsatungAnssuwaza1y

ABINTVRIRUILAALINENG

VDLEAUBLUL

JarauanuzainnIsiinauIdetuly

n1sldfinedveslatlowe Tun1sasisremienisiiunisvesgnan et ldanudig

Y

=3 L= acfs a o 1 Y a v a &7 I3 d’% 1A 4 I
Vuleddaaudiss vaIusEn warksinszuIunIsiinn1sanaulag a3y nudfaes n1saua
v wariuy Tuspulyieenwuuegrndussuuivssdnianlunisadseenviveg 1edaiau
Tuveusd Suwaas Jusgansamlunisasnanisiidiusiu udldannsawdeudunsdeldgain

(%
&Y [y

v a vay Yo 1 dy
TuiduvetaualuswINUA TR LIRwelUd

e

1) Ysuldnagnsnsianisnain (Funnel-Based Strategy) iulaulatoag19dniau aas
oonuuuiomuarAanssuvulaleie Tiaenndastuusiasturesdenis (Awareness, Interest,
Consideration, Action) Tngtannzegad ¢ I¥msauaiaadimivasianisiuiuaznsuiiaue
Tusladussozdu nsedulidldnuadndgivlediud 195nunduedesdondnludunis
fia13ai “Consideration” wagn1ste “Action” Tneidesledlusmnedud uurihvdelusludy
furmsediou ensedunisiadulatoliiitu M3nuaas uazdufinndu udonaslunis

afeenudla Anud wasAuYeiuAakuTUA (VU Interest)
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2) MuHuanmnuganIaLarMssUinateyauuuisealngd (Real-time Update) A93

N IAnIRuLANUYUsESIAoU LagfruamTssSUlaausing q v Suy T
AOAAADIAUNANIALAZTIIAN

3) 1¥n15vnnsmanadi duiad oudaedeya (Data-Driven Marketing) Ll 931As Esiuas
Usudgaununisnainiildnngluesdng ilens1aaeus1891uY09M1sNSAUN1IBIQNAT LWUY
azvidualuunaziaLley Lﬁaﬁwaé’wémﬁLﬂswﬁwqaﬂﬁwﬂ%\ﬁu warimu AUy Tnzay
fumrudesmsvasiununmglaAs ey

4) fvuangudivsneuardadiu (Segment) ToyaveAnnim wu ununngsialy
HUALNNELANIZN Q’%’a@imﬁaq 184 Tneldszuuinmuvienisasdadrunmelulaflow wieds
ansfiunnsetuiiofiaussavsnmluniseanuasinduladeldusiug iy

5) Wantlevnfiniudunug auaeade uazarugndesnisinnig fenouug

] a &
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—

ALTewey et auetayainieliowasiasuaseanuinfdenusus
v a o 35 1
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s s
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¥ ! IS a a
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ANsAs19nNIZaANaULY (Interest) wazn1sanaulag e (Action) TUSIAALANIENI199E190NT

9

Ly

$mbhendesfleviumnsaulisuiuaunnslnoane venanidiilspiuiivhaula fasdnw
LﬁuLﬁmLﬁasumammiuasﬁmmLmeaUﬁﬁ’ﬁiéfaéwmamqmmﬂﬁu fail

1) Anvndednluudazdurasdems msinisisoddnlnewtuenulyriofiaesild
Tulavleie TWaenndastuudazd uresdomisegedaaunindu ldud n1s¥ud awauls
Consideration waz Action Wiglianunsniinseinaziaunagnsfineulandusastuldagis
wilug

2) Wisuisuiuuwanosudulugsalewizns winlaflewe azwmnziunguidivang

Tudszwalnedusgiunn uinisiinsd@nendisuiisuduwnanesudu wu wedn wau
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1993 (Facebook Messenger) #3a3vuuBiagnlud® (Email Automation) {eUsEiIUAIINANAT

(ROI) wazUszaninmdanginssugldnulunguiuawnmdlaeiang

[
[

3) YE1BIUIANAUAIDE1N wasiiuszaznaTtunsiivteya Weoswnauideluased &
Y o w < Y 1 a & Y ! Y v a o 7
Jodnalulsznungusiiege Nidunquitegenlaunaingnaluszuuladlore veauTem wiiy

astinsfinwaseunguiiuawnmgnnnateginig saudsnsinudeyaludsseziafionu

Ju Wedssikuiliuresnginssulussezend wasnansznunonisanaulad e (Repeat

Purchase)

a

4) NM3ANYINIEITNTITBTIRUNMN (Qualitative Research) AITHINLANNITANYINIY

nsdunealdsdniuiununngd ieidlausegdda anuaeands uasviruaddenisldlailowe ves

4 v

wUsUAR 9 lnganedisliannsaldmlayanrsesuauildnudemvuaniang g
5) NMSNANHATUAUTEUUNITUTMITAUFURNUSAUgnA1 (Customer Relationship

Management: CRM) LLaziSUUﬂ’lﬁLﬂi’lzﬁ‘ﬂ'@ga (Data Analytics)

U 1

NUATBTUAUIANAITRAITAUNNISHNEIUNITIY latilaLe 1WA UTEUUNISUSINSANUFUNUS

[y

UANA1 #agN15ILATIERToYARUULTEalNY L OATIIUNUNITNAIAKUY Personalization 7

wingauiungRinssuvegnAluldaz sy

Y Va v

6) NM3UsELHUNAIINAMITIA (KP) Wiy Toyadnuanisidy fudyideaglddnsinis

kY

[

\Um (Open Rate) 8n51n13AANKIU (CTR) wareonn1samuIeduai flaainnisunedumdin
wanalUlueuanasiunsUsziiudedaindu 9 wu sveznainiseguuiuled (Average
Session Duration) 81351011508 UN11991U (Retention Rate) wagAzuuuy aduauuans (Net

Promoter Score: NPS) wiaUse iuNansenuLg9anungadu
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