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Abstract

This study aims to examine Al-driven marketing strategies and their relationship with
the consumer behavior of Generation Alpha. The findings indicate a significant correlation
between personalized marketing approaches and the behavioral tendencies of this cohort,
with artificial intelligence functioning as a key enabler. Generation Alpha demonstrates
distinctive behavioral characteristics, including: 1) a strong preference for speed and instant
gratification; 2) a high degree of familiarity with hyper-personalized content; 3) engagement
in multi-screen usage; and 4) a reliance on digital technology as the primary medium of
communication. Al-enabled marketing tools such as automated recommendation engines,
intelligent chatbots, and predictive analytics are instrumental in delivering consumer
experiences that are both meaningful and closely aligned with expectations. In light of the
findings, the study advances four strategic recommendations for marketers seeking to
effectively engage this emerging consumer segment: 1) the development of advanced
analytics systems to anticipate behavioral trends; 2) the implementation of hyper-
personalization frameworks through omni-channel data integration; 3) the promotion of
transparency and trust via explainable Al and comprehensive data privacy measures; and
4) the design of adaptive UX/Ul interfaces that accommodate the multi-screen behaviors
characteristic of Generation Alpha 5) Application of AI/ML and Large Language Models (LLMs)
6) Development of Behavioral Experimental Instruments and 7) Integration of Ethics, Privacy,

and Policy Applications
Keywords: Marketing strategies, Artificial intelligence, Consumer behavior, Generation alpha
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senImslinnug nstngada waznisdawseudeyaianizyanaluizauiuus

azATIToUVTaLsaryARalaLLaNE

in usun
- NOANIIUVDIDIANT - N139AN
- MINAIATIFUNUS
- NOANTTUGNAN - WOANIIUNTVIDNYD

- BIAANFNEITUGNAN

- BUUNGY / AeD

Goldsmith & Frieden
(2004)

unnAniiaseunay Feuszneusisesdussnoudidny Ieud msnaiagiuteya
(Database Marketing) NM3na1ALTIAINENRUS (Relationship Marketing) uanis
wﬁmLﬁamamuuwﬁmawwqﬂﬂa (Mass Customization) lagnagnsnisnain
dnvnuzionansounquiinsuuuisesdussneuunadiuviorimunvesdulszan
MM9N139A19 (Marketing Mix) TidonnaodiuaIafonIsanIzuegnAiag sy
falusundn s 5191 Fomnedasivng wagnmsdomnenisnann odwey

ANARNNZYAARRENEUsE NS WAL Sy

- M3naawuuliguteyalds - mMImann
an

- MsUSundniaeilimungay
TuszAuiiavy

- dudszaunenisnann
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15197 1 (Ma)

Huds / U

STIREY

3R Usun

Changchien, Lee, and

Hsu (2004)

sTuUduaINANIVIBLULLRNIEYAA (Personalized Promotion System) &131130
viauenannsifiusulimngauiuusiazyana (Individualized Products) Wi
AmunsInRuanAanzdmIugnAuiazs1e (Customized Prices) liogng
wangay Heilitensuauswionudosnisianeivesjuilnauiazsegiad
UsednSam dudsnalviinnisasisamaanizynna (Personalized Value

Creation) wagdaasuanuduiusi@adnseningnaivesanslussezend

- dUATUNITUIWUUULANIE - NITADAITNNNITAAIN
Uynna - 3181

- i'lmLaW’lséi’m%’UQﬂﬁﬁ

Tong, Luo, and Xu
(2020)

T
o v a

gUnsaldoansindeuilinmeiduedosdioddyiitigliinnsnaaaunsasenuuy
NagNENIINAINKUULNIEYAA] (Personalized Marketing) lapgnafiusedngnw
WnB ety lngendedoyadedniuusunanizvneldan (Hyper-context Insights)
Tainezidu annudl ﬁé’u%lmi%qﬂmaﬁmﬁauﬁ (Where), 9299a7 AiinsAumaus
#30U3N13 (When), sUkuunsdumdoyauaznisdndulade (How) naonau
anuzyedann sevinansliou wu egaudimiesgsmtugdu (With whom)
Fetoyaddnmaiidelsinnsmaaaunsaiiaueiiomusstoiauoiaonnias

fuusunanzveuilaausayseliegauiuguasn 519aBy

- Joyaleaanfazvoulunsay - luungnoudsy

Y
v

USUNIU 9

Aksoy, Ozturk, and
Demirci (2021)

L fuandnauesuazlitoyalussdudaanyana 1if oufuusanisdeans
nsunauendnd el n3an1sliuinisiimuizauiuaudeinis aruauls
waznnAnssuvesuilaausazse Taeditmmneieaisuszaunisalianedai
nsdlaguslnmanniian Suasihluganufiansla mnugniiu wasnsiaduladedly

WYLYN

- Usgaun1salgnen - Usgdvinanianisnang

- AUl US EUNNINNTHUTU

v [%

- VBUAANAN
Y Y
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I

wiwastudar Wungquduilaafiiulalugaidvaiiuguuuy wasiinnudenlesiumnalulad

[
Y [y

AILATELAN NORNTTUVBININILARLAUA LN WAL

Ede )

1) FaamsanusIngauasauiula (Instant Gratification) nanafie wanwIduIuiunIs
18 5ud st deanislustuiininumnalulad wu nisanduiflowvulifosselawun nsdsdudiniu
wotudlvesnelulaiidalue vieutinislésumneuainszuu Al meluderinit davanildana
TingAnssunissenssvesiaiuaisdudani anas wazsinflauaaniseuszaunisainisuslaai
iiila egiaue daifu dnmanandndudiosonuuunandug Uins wensdeaslvinoulanddy
AT uarnInevauaskuisalnl W oamisoasedlaguilaagulna dldegned 8y
(McCrindle, 2020; Prensky, 2001)

2) Auweeiiuiilanianizyana (Personalized Content) Wiwastudanndunguiuslaad

9

aaa v a

dulsluanmnedeyiimeluladidviaiunumesvdndduitnusesriu Tasiamegnsuilnadouay
domiiusngluunanwesueeulatdig q 1wy YouTube, Netflix, TikTok #3euaundiaduins
feduududtuindeusesaneiinfieenuuuinifievey eviameyaera auarwals Ay
waznninssunslfnureslduiazen ivaistusar Jalleuduiuiulsraunisaifidengnuiy
Tnsstunuesesrudusssund wazamenislindadusiviouinmsfsuuilnadidnuuzionefuas
pevauesaudoinsldluszauilaan (Holloway, Green & Livingstone, 2021) ngfnssuiiasiiou
famnudfyesnagnimmataanizyaaa figsiadniufenihunlfifieairsnsiidiusiuuazany
ﬁﬂﬁ%aﬂgﬂﬁﬂumjmmmaLﬁ%’uimiﬁ (Aksoy et al., 2021)

3) fingAnssunaneniinne (Multi-screen Behavior) wiuaisdudan \unquiuilaai

(%

LG]UIG]‘VI'HJﬂaNﬁQLL']@aEJlIVILG]@JVLU@’J’EJWIQIUIG ARANAULRE @ﬂﬂim@LﬁﬂV]iEJUﬂﬁ‘Ma’]ﬂ‘Ma’]’EJ%UW LU

aunfolviu uwiudn aundndil warreufinmes nadnssuiuegmidsvesmaninne nsldeumane

'3

ni19ensauiy (Multi-screen Behavior) dsnunefisnisadunieldaunsalfdvianatgviinluiig,

6 14

a [ 1 aal 3 13 I s =) o 4
Wiy WY NMInIateuukAudavasdunuuuainaliy vsensvinistiuesuladnseuilanas
uvudngunsainile nainssudnvuzidwaliiaweisdudani dsegaunisiuideyannszaeds

(%
1Y

(Fragmented Attention) wazanunsasuilenudTunadeyadiuinuinlussegiaidudulaagig
AaadLAa (Holloway et al., 2021) éfﬂﬁ’u ﬁﬂmsmm@LLa‘vuﬂaaﬂLLUUUﬁvaUmamsﬂm%ﬂumamﬂﬁ]
3ULLUUﬂ15U%Iﬂﬂ§@GU@@L§ﬂLﬁ]LuaLi%’uﬁ ieadraiieniuay ﬂawmnmmuammmmumﬂ 79
wUUBanenl1ae (Miller, 2020)

4) Wweluladiduedosiiodoasudn wiuastudan LﬂuﬂﬁuﬁﬁimﬁLauiméﬁuw%fauﬁu

aa

weluladfavaidennanluidnusesitu laganizunumveamalulaglugiue \A3psilodoansndn

&

Fawpne19a1nsuneuninegeldedfgy mﬂiuwmmwuumwﬂmﬂmmﬁ% aé'mmmqmuaa

lainasiBuaaninlaiy wivde vSeuweundndudeanseaulatl wu LINE, Messenger ¥salnannosy
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Fleduatns TikTok war YouTube fildiissualdiiearuduiavingu undudugomislunis
LAAIRBNNNIAINARN NMswanasuteya wavasua3atiensdnudnme ngfAnssullasvieulviiu
fanstmaluladldnaaiduniwinandlunisdeansseninayanalugalml (Palfrey & Gasser, 2016)

a

wazdakansdansiudsundadduisi augulndidnde UJFunus wazad1edndnualvasnuies

Tulan@dsia (Holloway et al., 2021)

LWIAAYBINITAAIANIEYAAS F9TAUABNAR 0988 19TNT T uNgAnTINVRIiUTLAA
Tuuestu Alpha ndanuaianisedszaunisalineulandianmzyanauazsinsiiula lng A
v = o o a ¢ v a = Y a . & va &
Wandunuimddglunisienegviteyalednveuslaalukuy Real-time M99 nUseifinisae

a v =3 =] a Y v 3 A
anuaula ngAnssunisidnudvigdvseneundindy waztayaiingunsainnnl iedeuey
Uszaumsalamizynaasgiauwdug sograinuiulalutagdu wu nsuuzihdudfigenedesiu
ANaulave I uKIUTEUU recommendation engine 3ansUTUBUWBIHYVBIMBUNGLATY
(Ux/UD) Timsngauiunginssudldanuneyana Fehemuanuiisnelakag lonalunisdadulaze

1a Yy Y] )

(Tam & Ho, 2006) Tnglamglunguguilnagalmiiduiuiussuudnsosuasiuwildudaiuiion

q

lavnzyAnaNINNIInsAea LUy

Tugaiinaluladisvwaguionginssuiuilan lnslamzeiuesiusaidulnunduaia
Jayauszdvg (AD Idnarsiduialavesnagnsnsnangalua dawqeligsiadinsevideya
wazmouauesuslnaldodefiuseAns smanufinauudadiady unarudldisnsmuniy
1350unsTNRE1 T UTTUY (Systematic Literature Review: SLR) f1ukU3IN19989 PRISMA Protocol
(Page et al, 2021) Tnai3uaInMsiUARD LA TBUWANSANYIBEN Y 91nTurinnsAuA
’Jiimﬂiill%Wﬂiﬂu%}@%aaﬂﬂﬂﬁﬁlﬁﬁﬂﬂ’]i‘&J’e]iJ%l‘U laun Scopus, Web of Science, SpringerLink,
Emerald Insight wag Google Scholar Iagldaiad1Aeyi1 “Al-driven Marketing,” “Artificial

”»

Intelligence in Marketing,” w8y “Generation Alpha Consumer Behavior” W3osuA1MuAL4Ia7

nsdndendaudl a.a. 2015-2025 ieaziiouteyaaiaalugaidva vuideddadendondu
unATUNIIvEeUlnEEmIInMNl (Peer-Reviewed) uazifgteslnansstunisuszandld A
Tumsmanefidnasioruilnaguaiweistudain mnduivhmadanseutemauinasinisdaden
Lagn3inoen (Inclusion/Exclusion Criteria) w¥eu Uszifiuaannwesnside ielviulalua
ﬁw’ﬁlaﬁaﬁum%azﬂa FusounAonis anatoyadiAyuardulIvan (Variable Extraction) wu
Haderiounti nags Al Ald uaznadwsmemginssuvesuilna anduiing uaseiidaion
(Thematic Synthesis) 1t 0a319uuus1a8awwIAn (Conceptual Framework) wansmIuduius
sewinsnagnsmsnaafituindeusig Al uagngAnssuguilnasuaiueistusarinegaduszuu
Fanusinsfniden wazinaeinisdiaeen dmsunmsmuniulssunssuegadussuuaunsouandld

U d‘
MR 1
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AN5199 2 LnausinnsAmLaen (Inclusion Criteria) wazsngiN1sAnoan (Exclusion Criteria) d1MSUnN1g

VlUV]’JU’JiiﬂJﬂiiiJ@EJINL‘fJ‘UigUU

Ussnnneua

nagin1sAnLdan (Inclusion

Criteria)

¢ o .
wnann1snnaan (Exclusion

Criteria)

1. UseLnnaanun

UNA1U38 (Research Articles)
UNAIUNIITYINTT (Scholarly
Papers) LazUNAIILIINNITUTEYN
311113 (Conference Proceedings)
friunsUseifiulaeg s

(Peer-reviewed)

wnastoyadn bulanunisuseidu
MONNT Wy Buled unenun

VAN M38UNAMUTIANUAALITY

2. ANWLIUINY

MUITEIT9UTEInY (Empirical
Research) w3t 3TLAS18%
(Analytical Study) fifinwinavasna
ynsnsmaIafivuiadousie Al e

WANTIUEUILNA

UNAIINNUNIULTIUT T
(Narrative Review) #38UNAULT
WuIAA (Conceptual Paper) 7iluifl

Joyaiauseany

3. AYIUNYIVDIVDILBYN

11T Te7 nad et oules
n1sUsvendlddeygruseivg (Al
lunagnsn1snain (Marketing
Strategies) Aoy UTLAATULALUD

dudarh visenquiuslaaulng

Nungaduanzaunaiaves Al
TngluWeaulesduliinianisnain

vIeNgAnssURUSInA

4. nauusennsidnung

v [

NuITeiineIteiuduIlnaua
walstudai vienquiuilaaiu
Tnddanvuzngfnssuasnnd o

AU WLuBLSFusann

NuAANwILaNIERUIINATUAY Wi
Gen X, Gen Y %158 Gen Z lnglifl

AsWauleany iU TUDaNN

5. 9390aNNSANUN

Aav daa ¢

NUITYNARUNSEIN9U A.A. 2015—
2025 W ol @Y o UNITW AU

walulad Al lugatagdu

o

NAeNRRLnnewl e.6. 2015

6. AW

4

onansinfuidunwsingunie

Mingy

aaa 3

LONANTNANUW LT WA181D UR L
ANUNSONSIVADUNS DA ILASIEN

Toyald

7. MIWIDNBNENS

annsadhisunauatudiy (Full
text) Wi oldlunsaindayauaz

ASIEALR

unAu blaunsadfeadusiy

Y

ysaivaualinsuiiu

U

8. AMNNYDITRYA

NUITeNseysudeudsnsAnm
AkUs hasHaNISIug19RLU

warmsIdaule

UNVINANUTAIUAIUITA1TITE

wioldfifeyaliviiasiginifisme
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unay
o o a ) d' 1 a o ¢ A =
unanuatuiiauestwiAnnsnanidunfeusis Uy 1ussivgineli ing Ussasdivefnw
nagnsn1sna1nn Tuiad aun ey ruseavghazanuduiusdenganssuy uslaaves
NANLUALETUSANT NANITANYINUIT LWIAARIUNITIAIARNITYARAR UG ANTIUEUSIARe Al

Falldnwazianizdulaaauveaanguiaiualstudai Maulaluaninwindeuddsia (Digital-First

Environment) finnudenlosiuimaluladawaionn Jygrussivgvimiinindu nalnduinfoundn

<9

vaan1snanadeluy neanigludunisdaiudeyavuialug nisiseuingfinssuduilae
wagn1sannsalualiuaudeanisuuuiamzyanalunaate JeneuausiienuanyNzYed
fuslammesdusann Alvinuauinusings Anuusiud wazanududiush
1nnsAnuIeagdléin nagnsmsnanafiduindousedynussivg suldun nsldszuy
uwuzu19nlud@ (Recommendation System) wynuensaaiee (Intelligent Chatbots)
LarmTieTevngAnssu@aneinsal dudunuimddglunisairslszaunsaiifanuvaneuas
pssiueumaniaanauiulnaesdulmid dal woRnssudesnsnnuiniduazariile
ainiiurount danmesdusumadifademuasuinsldviud wu msfuniailewuuliazan
riuaniuile msdadedudruneundinduuarldsuaudlunadudy aaemaunsldneuiuszuy
Hrygyiseiug Alinadnsaneluderiund g nsaaneunueANusanIEUIUNITTBADY
uarasannumanTvunsreuauesuuGealnilunnuszaunisaiudlaauenaini nsesnuuy
Ux/Ul lfmeulandnsldsmunuunanemtinge (Multi-Screen Behavior) uazmsifeuseuuulisesse
(Seamless Connectivity) Ssitailugnsmansddniviliiusudanansodoasifodsiiuszansam

TulaniiduinfioumedeyauazanyuLlaNILUANADE LTI

99ARNUS Y

¢ ‘NI

n1sfnuluizes nagnsmisnatniiduindeunielyguseividmsugdusinaueisdu

v
=1

Alpha vilviiinesAadusivainal

s

1. nagnsnisaatanduindounleUayy1Useivg wsa Al-Driven Marketing Aa1alaved

&9

n1seatagaluid Al luldidwiisunaluladadvauyu uaidunalandnlunisienagnsnisnaia
Tngtvnglutdunimginssuguilnawdsuuiands wu mslinsesideyauuuiBealn msaanisal
wnlihy uazmsUsuasunagnsmsnsnanaliivanzanfvaniunisalusazyana

2. eistusan Jafulrmdenmealuladidvia dngAnssumsuslaafiuandnaaingurou
o 1adau lnglaudidydv "aauazain ia§a dnvazanizyana uazndousolu
lanwadion” dawalinagnsnisnaianuuiiuliaiuisanavauaddadnsell waziaiuaistudai

AorthunedAgreinsnainlusuag
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3. LAnNIIRaIARNIZYAAa (Personalized Marketing) WuununaeveInagnsnIsnais
adeluid anuausaves Al TumMsIATERngANITULaEANNABINITRNIZYAAS VI bAARNITTRILY
LIMeMsRaIRLUUVTarevils figsnoulandlanzvesgndiusiazse Weademuiianelanas
ANUANARBLUTUALUSYEZET)

4. nmsanuitanguingAnssuuslaadedndu udluga Al udezdvelulagdungaey
LLﬁﬂ’]i@%‘UﬁEJW@]@ﬂiiﬂJGUa\‘iﬁ;:U%Iﬂﬂgﬂéfmﬁﬂﬂi’e)UVli]U{j(’%jﬂLaﬁJ W EBK Model (Engel, Blackwell
& Kollat) uag Expectancy-Confirmation Theory Lﬁavﬁﬂmmgﬂ% msdndule uazauaneled
Aetuarnnisliou A

5. uiTEALITY e Tusar dogrsdndn drulngnisAnuiludegduyadulud
IUBLSTL Y WAy Z Faumneinennn lelsiusar eg1snn msaneauteyalanziatzanieaiu

WeAnIsN Wwiuatudan sibiniegsfadilianunsasenuuunagnslansaudimunainnas

darauaug

1. MwwusEUUIATIziveyailiedn (Advanced Analytics Development) nMstmaiia Al
41129 WU Deep Leaming waw Reinforcement Learning aszgndld agtelisznaunisansnsn
mansalmsusngAnssuvesaeistudannlfosnausiugtedu

2. 89nkUVUsEAUNISAILUY Hyper-Personalization N1SHAIUTDYAINYAIYYDINI
(Omni-channel data) HieU§utaiaueduduazuinmsuvuiSealnil neuland Instant Gratification
YosaLueLsTudar lnag1emsagn

3. suadnnulusdlavazanuderiu (Transparency & Trust Building) N5l Explainable
Al 93UN8NMTYINNUTBITANDSTIN WiauuleueAuATalaYaduYAAa xsaieaulindauay
anmnuinaEesauudiudh

a. ponuuy UX/Ul Tineulang Multi-Screen Behavior iamndumefinlalisuiuuuainia
Tolu witude wazduled Wesesfunginssuldmuvaneniineveiueistudaiy

5. m3UszgndltinaluladtyauseAng (Artificial Intelligence: Al) M3Fousvedai o
(Machine Learning: ML) uazluinanie1vunatig (Large Language Models: LLMs) fiunundifgy
lunmsatuayunszuiunSITedalfiinisludnuuzvesdieidedanioy (A-Augmented Research
Assistant) \n3eailofanananinsnduanginssunssumainmitazaimdngudaszdnsldegig
fUsvdnsna naonvuarursausuwsslunalimuisauivuiunveanginssu uslaalungy
Generation Alpha \iieiUssuiflouiuiuesdusy o uenani nsiATIERdeayakuuisealniain

A !

MANVANLUNETBYA WU ABIIIUA TNad WaZN1TAUNUINILLYAUDNR §a18saNn15a31999ARUS
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Ly Y

Fednmnanisnann (Marketing Insights) fiaaugnaes siuale uazazviounainvesngingsy
AustnalugARdvialesedidudday

6. mi‘fmmLﬂéaqﬁawmaaq@awqaﬂﬁu (Experimental Design and Behavioral Modeling)
yseonwuuwynuanlyniUseAvg (Al Chatbot) Wi el i uins esflonaassfiaunsaususe v
nsesunekarMUametayaduuAnalanuusunvedly n153ldnseunuifn SOR (Stimulus-
Organism-Response) ag TAM (Technology Acceptance Model) [ enAdeUUNUINTBIFINGTS
uagdaUsuiiinasienisnovaussvesiuilan uendnidauszyndinaiin A/B Testing uaz Uplift
Analysis Lilemuaidsannguesiladoidsuaieralindauaznmsiidrmsivesily vilinsides
anuduszuusazavisunalamginssuduslaaldegiuiug

7. 113YIUINIAUAsEsIIN Anuludiudy uasnisuszendldigauleune (Ethical and
Applied Dimensions) yjaifunislduuimsiidfsisnnuvasadsvesdeya Wy msFeuduuy
n3¥a18eue (Federated Learning) wasn1svidayaliiduiisuiu (Anonymization) Augfiu
AsfauILArUes A daulusdlaifi oo uneimnnaveauuusIans (Model Explainability)
uagmsardngudeleuneioduaiunsld Al Marketing og1slussla denndosiundnadesssu

ARTaLaYNYMINeANATOIUBYadINUAAR (PDPA)
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