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Marketing Trends of the Ready-to-Drink Tea Beverage Business in Thailand
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Abstract

The purpose of this academic paper aimed to present market trends of the ready-to-
drink tea beverage business in Thailand. This was a qualitative study by searching for
information from the academic papers and research. Data analyses were done through

summarizing and interpreting of the relevant documents and research. The results from
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reviewing related documents showed the following. The marketing trends of the ready-to-
drink tea beverage business in Thailand required entrepreneurs to focus on giving importance
to the marketing-mixed analysis in 2 dimensions: 1. the marketing mixed from a business or
producer perspective including product/service, pricing, place, promotion, process, and
Physical Evidence; and 2. the marketing mixed from the consumer perspective including
customer value, cost customer, convenience, communication, caring, comfort, and
completion. Entrepreneurs could gain a clear understanding of consumer behavior by
analyzing the marketing mixed in an integrated manner. Effective marketing strategy plans
could be developed using the data analysis for the sustainable business results.
Keywords: marketing; trend of marketing; ready-to-drink tea beverage business
unid (Introduction)
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duAuazuimsnagnszageenludmiielunain Fsnsaesatduianudrydenisiuntiilaves

Y ooal

AUSlnalinEaduA1ILazUIN5U0955ANINTY MITUNINGIAAITIANEUAINTaUTNITLTaaus

Y

AunmesALdLarUIMIRRBeuianunanfuT A fidaol g iesduladne

3. Place Aoanuiiflazvinmsveauduazuimaieligniamisadrdals Fdutlagiu
Hudeamensdasmiheduililafiie wrdeamis Offine sgrafisausdsiitama Online fing 9
dindnuy Gules, wounaiady, Tawariu social media 3e Omni Channel ugu

4. Promotion Ae¥sMsiigsialideansiugndividessfadu o MAstesivauduasuims
%"’ﬂudauﬁ%Lﬁumuﬁu%ﬁwéfmmqﬂaqwémmﬁﬁﬂuﬁawaq STP-Segmentation, Targeting &
Positioning U84§57a

5. People Aotladeluiiowainisdnnisaunioniniuresusdm wevhlimtnauves
ﬁqiﬁﬁ]mmmﬁamiﬁaﬂgjé’mﬁuﬁ‘ﬁugﬂﬁﬂummzizmwmi%@mW%U%midauuawé’qmﬂnsJﬁ’U
ané Gadudnauftegannsnteliuthilaiu User Experience Tignédniuintiodudiasuing

6. Process AgIsn1suienszuaunsiigsnadenlflunisinuiiodduazyszondld
nensaaaliiugsnaliinasdunmsiamnndud meduasuwusud vawduinisdnisgndnlaenis
1% Customer Service 1n 9 AR

7. Physical Evidence Aamsaiisuszaumsalfidudeslafignilafuangsiavesqumie
uliududuaruinsdetuiuldana e duiaivuanmdnunivesuusudiazaine Customer
Experience TﬁqﬂﬁwﬁmU%aauﬁm%au%mﬂﬂLLﬁ’mé’wﬂﬁi’fﬁmﬂmﬁﬂ

ajuladn nagnsnianiseain 7Ps luyuuesvesgsna ddudrdglunisnanagnsnig
Asea1m Usenausiae Product, Price, Place, Promotion, People, Process uag Physical Evidence

wwAANagnsdIuUsEaumINIsAaIaluyasesvasuilaa 7Cs

WUARFLU TN S AAA insesilomsdamanamsnanndignihanldifiemsnans
yos53na IngiFuAuInnITiATIgiReTURINGR fauei (Product) $1A0 (Price) an1ufidndavtng
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(Place) WagnsaeLasun1IInaIn (Promotion) ?ia?mwmﬂfgﬂﬁaﬂ’h “drulszaunennain” vse 4
Ps (McCarthy, E.J.,, 2009) waitudagUundunudn wulfia 4 Ps 8133gliiiisans dndvinisanu
manandsAnyiuaziiaueuuIAndIuUsEaun19INM ALY 7c Juan dudunmsiasevidiy
Usvanmnamananeluyasiesiosgndn fall (55553 Ssutnlsntd, 2558; aigna llnlsard, 2559)

1. gruAnfifuslaalésu (Customer Value) A1in “nan et luwurAndananailaild
mnefadiosurduiiidusiedldvindu uidomneds mauimsieuiy oy aenisiu Tsusu
sus $ruewns Seensedrdesnagnidutl AegutulufimsAahaskandudvieuinisesndls
wazfinunmdedalvinsmuanudeimisvesiuilnn dedu dri “wdnds” luuunAndiomneds
Audvieuinisvieddafléfiduesesnmsueuntde (Duncan, T, 2002)

2. Fumu (Cost Customer) “fumu” mnefsyarvsefiuiiguslandosdiseunguneiio
uaniUAsududmieusnis masuuasetuazideduddyiiieates fe dunuuasanusuusives
mMsutsty safsmssudnuanuesdudn (Belch, G.E, & Belch, MA, 2004) Jaiilefiansanaindumu
LnnsMuaAwedlianumIzaLiuau nkazasnsa livaralaivilus e duavseusns
Faunendnguds (s wapadui, 2558)

3. AMwNEzAIN (Convenience) Munofils Yaanmenisindinite wieTsmsdadiminedi
ANNALAIN W3OOI NTATINUEN BUALDIANUABINITLALANNATAINAVIBRAgNALA douvinli
uirillomagnteldlnede ey ssiadenimihfiadsauasaandemsliuinsdsdefithunio

[J

eugnAn gsfadesaiuANNaznInveusnAlunsTedum lulsar a3t Felagiul I miigas

Y

a
i

Y v oAy @y A g vy o o L a v oA a 1y @ & =
Fumnledle weliuilnaiungedurvseuinis nedaduludmnuazainlunsgedasuly

Qe

IMsPeAUAUTaINIIeaulall Migantureadulesd wSevnediausaulal wauwaletu vse

D Dy 3

Bua WWudiu anuazaanduilafendnivilinguduslnaludagtuiuindodudwasuinisiiu
Suwefidn vie fuilnadumdayauudumediindilugduiiinihiu enatodudannuthiurie
nduidsdornudumedidn wilvdsduddstudognAlusufians datu niswaumauyntesmM
(Omni Channel) Fae8nneanuazaInlfiAafugninlduniias

4. msfinredears (Communication) u3e 813t3unidudiudszandunisdoans
manarafldiuiu Tnenagnidiutasifefestuianssuvienieadiens q fidvesdudivie
Uimsdnvhiuiiodeansdoyafifsatuaudviouimsludauilnn waghanssunisdeasdond
oA Mslawan Mmsussnduiug msvglagldninnue msnandefanssy mszguilangey
Aoenslasudeyarnarsduluseloriaingsiauinig Tuvasiieriuiuilaadenisinsegsia
Wievedoya armiuviededeaiou gsfidsfosdamasiiminzanlunisinsedearsfuguiing
nautimng Wevimsliuasfutoyannudiuainduslnaudiu

5. msquatenlald (Caring) LLuaﬂmiuaauuﬁ] vueei fuilaavsedanlduimadeudesns
mmﬂaﬂamLLaLﬂuamammwuﬂmumwmmi FaudEufavhusnidunuieineenanguu 1
Pufundusnvionsilavesnmsliuinisfinig winmunanseenisnadufing annSeudes Hudn
nilwasnisquatonlald sy wineudeionelalduazguaduilnauiazyna Gedinnudesnis
wansnsiulaegsmnyay
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6. AmAUTY (Comfort) mmauneldfuanmsindsndesvesnisliuinis iudwi
anfnannsadudauarduseddusimauins filuduvesoins itdwesuinig itineddssdu
Howh maiu Thedsnduiudena Aosaianuauenkarauauglaliiuguilag

7. anudnsalunsnevaussnenu@odns (Completion) %ﬂﬁuﬁﬂﬂd’;ﬂmpjazgwfﬂﬁ
¢$umsmeuaussnuiesnsesaauysaiuuy fafu mngnénagdesnisiudvidemauinisuuule
gifafaInUaAUDIANNABINMIYBIgNABEATUiL Tnsfinszurunsiiuinsunguslandead
Usgansnm 520132 sullufsgshetinsruiumsuimsifanugndeuazauysaiiuu anusadily
nsuAleym %a?ﬁmd'}‘ﬁ%mmaiﬁ;liu’%lﬂﬂLﬁms?iaﬁuuazlﬁmﬂﬂ

na1lagasy nagnsdulszauninMInatawuy 7 Cs agdaelvigusenaunsaunsadnla
fuslnauntu Gsmadilayusesesgnéndudsidanuddyfussinadelmilnsanizssia
\3eafuyImIendn nagvddnuszaunisnisna1auuy 7Cs axvlrguimadlayusssnazidnla
ngAnssugnildinntuteliansoneuaussnnusioamsvesgndldosnaiisyaninm

una§u (Conclusion)

Mnmaiuluasmsvenefvesmanaadeshurwsonislutigty dwalisadenannis
Auwdafudunumnn nagnsmamsmanafigniianlifedivssavsam wazunlifimanisnannagli
anudAgly 2 48 Laun n1simsivvinagnsdiulszaunianisnain 7pPs lulifveaguin e
AUTENauMs bakd 1) Mlasigaundndue/u3n1s 2) N9 seiaunsmyunsin 3) M3
WATIENANUYBINNNTIAT MUY 4 MTAUATIEINTAUATUNITIAIN 5) MTIATILIAUNTEUIUATT
6) MTAATLREIUYAGINT Uaz 7) MIRATILAFIUANINLIAGDLNINE A NUBST T UHER TIT
anufidndivine dunisinsinagnidiuyszaumamsnan 7Cs Tuguseswosfuilaa iy
myREAeIty 1) auafifuslaaldsu 2) funuiiduslanausadne 3) avwazaanlumsidiis
Fownamsdndimine 4) msinsedeansludaiuslana 5) msquatenlald 6) Anwuauieiignnansnse
Husfauarfudasldunameuinis wag 7) mnuddalumsnevaussionnudoins fefu wuali
nemsnanvesgInaaiesuvInFeutlulstmalne axdidnvazvesmsvhmsmainfiysanmsns
Aeszidulszaumamsnaneialuduefidn (7ps) uarluduveapmesiuilan (7Cs) Tnens
NITAAIANIUNTEUIUNITIATIZAEIUUTTAUNNMIAAIARUUYIANNIST 2 37 na1fedunsin
mananfigatiuamuddgiidududnanuasiuilan axvhlfAaununumannmaiinovaues
mnudesmsvesiuilnaldegreiivsydvdawluvasidsafuiaiunsaadianalssneaum sy
gfaldegnadeduiduiu

aaﬁmmiﬁ‘lﬁ%’u (Knowledge)
A v I3 I Yo ::4'
G\]']ﬂﬂ’]i‘Vl‘U“Vl']‘lJLE]ﬂﬁ'ﬁVlLﬂﬂ?%@ﬂﬁqmiﬂﬁﬁﬂLﬂu@ﬂﬂﬁ'gquzﬂﬂﬂWWUigﬂ@Um 7
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nsATEinagnsduUEaNng
NMSARNALUUYITUINT 2 U

—

dauUszaunen1snann 7ps dauUsTauneanN1INaIn 7cs
- WARANI/UINTS - uuaniiguilaalaty
- MINUATIAN - Funuiideadng
- Yo ﬁ - AuaAzAINtuNISnGe
- MsduEUNIIRAIN - nnsdoans
- NIBUIUNTS - nsquatenlald
- YAAINS - AvwiaoTidudale
- AWINdeNNINIENIN - AENSlUNINIUAUDIAIINABINTT

AT 7 Ul IRaIakUUYINIS 2 R
(Aun: Renvay ([aeu), 2566 )
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