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The Strategies of Customer’s Personalized Experience for Enhancing Competitive Competency
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Abstract
This academic article aimed to present strategies for creating personalized experiences to

enhance the competitiveness and differentiation of retail businesses in Thailand. The study utilized a
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literature review method to identify key findings or important conclusions that could be beneficial for
retail businesses in Thailand. The strategy of creating personalized experiences was considered a
marketing strategy in which marketers use technology or tools to analyze data, understand consumer
behavior, and study consumer needs. This approach enables brands to provide a personalized
experience to customers. Marketers can effectively use marketing technology to collect data and
measure the results of promotional activities. This allows brands to analyze complex target groups and
predict the future behavior and specific individual preferences of the target audience. The results
obtained can be applied to personalized marketing strategies to efficiently meet customer needs. Key
strategies include 1) Strategy for understanding the target customer group, 2) Strategy for segmenting
the audience, 3) Strategy for using customization tools, 4) Strategy for presenting appropriate content,
5) Strategy for enhancing the efficiency of marketing programs, and 6) Strategy for prioritizing and

protecting customer data.

Keywords: Personalized Experience, Retail Business, Capability, Differentiation
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nsasUszaunsaliifvesgnéndeidufianiseunanvesnisairsuszaunisal esdnssanfmiinau
VYBIFINIAN 1mmm'§ﬂwmamqL‘Uuma'ﬂwLmﬂmamimmﬂuiﬂLLUUMWLiJa&JuiULLUUﬂﬁmmth
pghaAudamevdinsunsssuinveadolsaleain- 19’LusumwmeﬂumwaummamiuLtJa&JuiUqumsmms
ilesnszduUszaunsaiveignd msaisszaunisaliifvesgnindafinisidsundasegmasaian anels
nsmadngealmiwienisueuUszaun1snivegna 1nen15usnIanAlare e nsuuALNIUYRINIamaINviane
Snvtadafiniswandsnislvl q Welianusadrfengudfuuinislduintu dafusenougsiavansunald
neeufasiulsraunisaivesgniliuinsaudvesunnniy iesnemuaiantaasnginsuresgndn
Ifdsundadly Taeguszneugshadiulngjaslinnuddyfunisonsefudszaunisalfdnavesgnnlid
f9%u uaziiiundliAndefianaiatiosiian Snsdsdinsuiuiuazsuiiofunsdsuutasiiintuedng
s ilefunsassenuusnianngudstuiiiausduduaruinisfindsndstunasdudetuiitinga
anAFEIiU (Marketing Manager, 2022) V'?qﬁmﬁmmiﬂssaumsajqﬂﬁﬂ Junisdanisusvaunisalandnlag
fiyavesnsoumnudn 1n3esile nagns uariSmsifiellumsuimsidanagnsuszaunsallassiuvesgndn
(Entire Customer Experience) Ingnuaudmiouinng 3y afunmsauduiusiugndlunn 9 vazves
nsfaroruduiauing WeliiAnaiauisaaseivla (Moment of Truth) fifAauANA13AN
N133AN15 AUFURUSIUgNA1 (Customer Relationship Management: CRM) ﬁz{ui’]ﬂﬂﬁmﬁmﬁu%;&a
waznnAnssunsuilaavasgnéifisarintu (Schmitt, 2010)

oglsAimunsaiaszaumsaituuamzyanaidudsinalilddmivgsieduanvessemelne
Tugaddiia losnnagnsnisaisUssaunisaluvuiameyanaiidunisadeaudseiulalitugné
Fadwmadsiogsiaiusgramnn liinasdunismgndnlml mssnwgndnn wiensiiusenue Wusu
Tnsnsadelszaunisalkuuanizyanalzyigliusenevgfazlagniuas nevauasgnAlaeg19nseqn
FelunsufiielmAnnadugnituasdosordemaifiutoys wasn1sinseidoyadeindodomalula
#19 9 itovharudlanginssy wagarudosnisveangadinang 9ntuisamnsanusuioney
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Uszaumsaifineuausseugioinisiu  tiedamunzean wavadsnnuussiulaliiumanen seiesdiunis
a$eusraunisaluuuiamzyanaunineludiauszaiu luasdunsdduanevduanfiavluiuinnie
Fowdnvosgnd matiauedudiigniidsaulanasdumdeyaoy FvanegaialéiiBnseng q wenian
THidunagnéiileairsuszaumsalifliifugni InensaisUszaunisaiiuuiamzyanaasviliguszneunis
ASIUSMTIANITNsELNIST N sIaaien st awedudldegnamnyay N391gINTINAN 9 Ay
%wsjus']‘aﬂdmﬁu (Kalaignanam, Kushwaha, & Rajavi, 2018)

Nnradsahlanves suidud (Dunnhumby Consurer Pulse Surveys) Tugasssegiian 2 Uik
11 WU weAnssuvestiuslnarilnedinnuiealy 2 Ussifundnfiaiangiinssulv liud anudoasy
guAMUaznIiu FsvuiunltimgAnssunsdvineuazdmuanlussmalvedululuswiifedestunis
waIvATIALATYEIAUA M3UTIe It uassudnstevawihuoeulat tnslufunisuammara
duresdudniiu fusznavgsiadudnazdosiulainagnsnsduaiunisuiedtmualy aseuequaudii
danaludunuduen dusian wagdduuleviemeiusaimuzan nglifanalndifesiugursiu
wsedsanuinaisafunaiuiifisdusazanunaduiiudseglunmuduinuresiuilan llg
ngfnssuniadendedudilvianuduardiuman dafuslnadnlvgasldinalunmsfumiuéooulatiily
seniidfign nansdrmedandiifiuinaruddyuenisivianlaeuvesfuanusar ouasteamis
nsdeansesulativesiuanldidmarenainssuguilnnegnadaiau (Wongtummachart, 2022)

ftailanuiimevesgsfadiudnlusseedely Idud 1) nsufsRnaunusinanisiiduaady
Tagtawznsusstumsnisdnidusssussninsuszneugsiafnas Auan AudndnuSersimine 2) suuuy
g3faasuanmsimatauuusunalugiingugndidiuiuann (Mass Marketing) iuuuuLamzL12 93
(Customization) 1nu 3) msvmeluladlvl q wu nsldduuteyaluguuuusiig 9 Viﬁagjaﬁ’maumm (Big
data) 11935 zideyaidednvesgnAuazgsa uas 4) nafiuUszdniaimmsumsianisduduas
Tadadndienszansdudgiuilanegasngs Jsazifiunuldiuisulunisudadu Tngingmainnisuns
szvaveaalaalain-19 agvilvisuuuunmssiiugsiadnanuiugmstoreauiesulavniu S
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2. L‘ﬁa‘lﬂ']

2.1 uwiAafgafuMsUIMsUsTauNsalvasgndn

mﬁU%WIiﬂizﬂUﬂ’liaﬁmmqﬂﬁﬁ (Customer Experience Management: CEM) Juadeadond o
dfgesmsieasnsnaiaiivaglinmanntszavanudnie Ae silvguilaaldsunsuivideyatnms
msnseann Siruadiiansosunseiaianginssufidvedudivegsia Hrolunisinsiedearsuazaiis
Usraumsnifidlignduinauussiivladndlududmiouinns vl nisusmsuszaunsaivesgndn Ae
Uszaunsaifignanléfuannsiadelunn o ndudavesssiaazazandussdsuuisszaunsnidsosiu
T osindunnduudeosfianglonugniuiignédnogsfa wasndaioduuseiagnainguyadu
(Dantamrongkul & Udon, 2004)

2.2 uuamamsasnalseaunisel

Jangianekit (2006) ldlluamisnisaiisszaunsaivesgndnoonidu 2 daufesddsznouiinan
dnwaiznameninuazesiuszneuiiinnanuidnagluvegaimmsuimsustaunsaluesgnénasidums
Uimavszaumsalnsanegnidsiluigadedinuuasiessiosiusnouenssaumsaifaosdu il

1. wwIan1saseUsyaunsalandnvae g m

Snwagmentsawludd vunefs qadnvasvionuantivdudiuoulignéilag Shaws & ivens

=

(2002) lanusnguanvaznesnenmussszaunisaleendu 11 ngu Feusznause dudn (Product) Aaunmn
duA1 (Quality) 51A1 (Price) ¥iafiss (Location) nssnasdudn (Delivery) Ranssunismaniian (Activities)
madenlumssadulade (Range) Arwenielunisde (Accessibility) n15uU3n13 (Service) anmuandonlu
m'ﬁ%a (Environment) wagAULgswauasduan (Availability)

2. wuwnansaalszaun1salananuanvesgna

arwiAniigsfvanmnsoaidlfiAnduiugndlutnounisie sewinmstouasndanmstoifioly
anfandudumgnisaiintsssiuladu wadu 3 nqalny 9 18ud anuaynautu (Enjoyment) Anun
(Love) wazmuuszuanala (Surprise)

2.3 N1598NUUUIARARDAUGNAN

Schmitt (2003) ¢l ey gadaseUszaunsal maneds nswanidsurnansdoya wagns
UINTTENINGNAIRTUTIAY Fanmsuandsuiiiioafatulurnsindnaumevesuisnidausily
Pnasiiiulsslsnidomadinaulavesgndn visorafinduhunsinrondnsdwinienistiuaaeuniu
Toyavuiuledvosgsna Wudu Wil Kotler, Kartajaya & Setiawan (2017) létaue “Tana 5a’s(5a model)”
Fapsursdunsiinlugnisdnauladovosndn vienssuaunisuvudewdesfigndiudasauldussdn
Usyaumsnifildsuangsnia (Customer Path) Tuvasiindoulumudumadl gnirasldsulszaumsaiainga
durfaning 4 1e953na Sedszaumanimandiiisninaromsindulavesgnd uazegluideiifsznaunisgsia
aunsanuauld tnsluna 5a’s Usenausie 5 939 Ae 933503 (Aware) 913749013 (Appeal) 4asapuniu
(Ask) Fasasiioni (Act) uagtasatiuayu (Advocate) tasdawg q Tuliaaiondldldiaududunsaausly
anfonaturdlatimildulinallidudusesiuyndidluliwnai viegndenadiounduludsisng q 7
KL iFeundulundumndsdawiag q Tulimeadld Snissseznanfignéldludumaiiinlugnissadula
Foazunnaatulunungundndas 3 uogfunisussiiunuanuifnvosgndringuudadusidy 1 4
AUEIANINUaELEle wBNNA Kotler et al(2017) Seaduraifisniniienfuladeiidsdnsnasionis
dndulavesgnéluuiazdrsmeadumsiiunlugmsdadulaienie “the o zone” Fwsznaudeilads 3
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UsgmsiiiananAeasiudu loun 1) ussdndugauda (Own Influence) 2) usadngeannyarady (Other’s
Influence) wag 3) Bvndwanieuen (Outer Influence)

2.4 NITUIUMSUIMTUTEAUNMSAIGNAN

nsudmsuszaumsalgnAifunszuaunisaieenalfriiunsesdsuuissraunmsaifauad 5
Fumeu léun 1) svyanduiaviaisesdng (Touch Points Identification) 2) Ussifiutszaunisaigndluusiay
AFUNE (Experience Assessment) 3) gonuuuUszaun1salifiuiendnual (Branded Experience Design)
4) eLluniskazinla (Implementation and Evaluation) wag 5) LLm'qLﬁmJwaum‘iiﬁﬁmmmﬁwﬁmdm
(Experience Enrichment) (Dantamrongkul & Udon, 2006) '17?@5 Schmitt (2003) 1§Laua§ﬂLLUUﬂi$U1uﬂﬂi
U3vnsUsrauNsnivasgnAn (Customer Experience Management) 5 tumou snuusun il 1 sstinisuims
Uszaunsaignénderfunsruiunisdanisdanagnssiiulszaunsallassufignailredudmiesdnisums
thu siun1sinaufianela (Satisfaction) Wumdn ununstafidauads (Outcome) uariiuuamienisdnns
Tngl#3Bnseenuuuiiiiuiliinaaduiauins (Touch points) figndmuiasifnaudszvivlanagiiuaang
Aaniavesgndn deioiduisnimionagndiasiennuunnsilidundadueiviessia (Pitisan,
Luanerunreang, Kiatrungrengdee & Sanyawut, 2011) sfaiju UszaunisalvesgnAndeldindunisdnnis
LuvesATIIieRIsaNARoRLIMRNLANNFBIN ST BRABAaINSLIEN3ULE MY sgNA YnALAIANTs
vognénargnissdiuneufigniazldfulsraunmsainandu Ssanansoldlnensdanisdoansiidusaug
vonidutiy (Clues) ungndn (Berry, 2002) t{un19n15U51AAT098NAT U380 LLmuﬁmiu'%Imsuaaqﬂﬁw
(Customer Journey Map) L"fJuﬂwﬁﬂm%umummLﬁumqmiu’ﬁﬂﬂsumgﬂﬁﬁ%ﬁhﬂlﬁmﬁmﬁmmamﬂJLqu
onuuudnnsUsEaUnsalgnAnlusazAvnssunazdiaariigni iU fauusiugsialsognsdaay Taid
anunmsinassimudnvaran muindenniNenn e1sualuazauidnvesgnalindiugedudauinis
ﬁﬁﬂﬁqmﬁ%ﬁmﬂazﬁummﬁ nsnenenludememduin waznsusvdiuanundesludiusing q avdudiy
nszuumMvilgnAAnUszaunsal Miusgiivla Tnedszneuluse 3 Funou 1&un (Wiraisakda, 2020)
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AR 1 JULUUNTZUIUNTUIMSUSEaUNSlueegn A
1 : Schmitt (2003)

Tuneudl 1 yaduiauinisieunsde (Pre purchase) Wuanwundeureaud gnAazdnaulade
dudvidesuuinig gnAnaeiianumemisiodufuaznsuinisuazaznsginsdudeyaiiilethlufiansan
roumsindulaterouduniujduiusiugaia

Funoudl 2 nduauinmssevitenisie (Purchase) Wuyn 4 dunoufignén fufduiusiuesdns
Tusemintenistedudn ilugavesnszuauniswginssuvesgnénlunindendsdoniedsansdud nistrseiiu
waztfutunouiifiauddyiigsiaazulunisdafanssumenimman anmuandon uazusssnaiie
nszdunsnaulatovesgnén

Tupouil 3 yaduiaviniamdanisde (Post Purchase) n3navauasuadgndt nsUszifiualy
manTafulszaunsalfldsuriuarnisuanseandsanudoansliuinig Tuadadeld Futuneudieiniuge
Fudauinmsifienudfuazilugnadnslunans o suuuu liud msudladymilumsuinig msnduanld
U3mse nsuendisluBsuaniithluganuyniunasausnivesgnaluswan

uanngaRaseugniidesdinureiiosuazasnndesiulunngauds Franaursnuds
(Moment of Truth) fiflnasteusvaunisaivesgnénsu fo ilesanidudsiifintuluaniunisainieloniala
Iamamﬁaﬁqﬂﬁwlé’ﬁUﬁé’mﬁ’uéﬁ’ummﬁuﬁwﬁuﬁq q Fadutrananiigninazyiinisusedfiunsdudin wn
anfuszfiunsdudihudeuin andfesiannnudssiivla Tumeanduiu mngnddszdiunsidudiludeay
anffazifinauldfianelaniuun (Bertil, Niklas & Van, 2009)

dmFuUszaunisaignA191nge9n1afi nainuas (Omnichannel Experience) 11 na1efis
Uszaumsaifitinainnisdanisdesnanuunasnany ielvignildsuussaumsaiuuulsessioluynaadula
(Seamiess Touch Points) wagannsaadrsanuiianelalunsidudldunniy feulseondu 5 47 leun (Shi,
et. al., 2020)

1. mmumiwama (Connectivity) vianedis Luamua Teyanisuinmsuuuinaemnaiidonles
LLavwamanuamaaﬂm Fsluu3unves Omnichannel fu gnéninagiudsundesmmislugdndoms
il Immmmammwaummaamﬂﬁﬁ]sLLuzmLLazmmEJmmmmﬂlumﬂﬁﬁmﬂé’a&miwéu (Joseph,
2015) WU gnAtasaisengeyandndueiinuremeeulativseiuinsdwiliefioldegineniy Taenis
@AY QR Code n3oaunuuUIsLANIUS1UA (Beck & Rysl, 2015) 6’?amil,%audaiuﬁwmwf%ﬁwiﬁqﬂﬁw
annsaluguvdefinnsananudniivuesgniiaudu (Customer Review) iunenwaladulusyninanis
%@?ﬁuﬁﬂﬁwﬁﬁmmﬁaﬂw’lﬁgﬂ%ﬁLs?iaaﬂmiwasLﬁamlﬂﬁﬂﬂiaamﬂﬁu q Mfieates Wieiiuuszansamlunis
Ty wu wewndieduuuiiofionrauanadumanazdeyansnismanmiie s umilndian ielignénle
neaedldduan Wudy (Shareef, et. al., 2017)

2. fiRdunsnauna (Integration) vaneds nsfignéniuitoyauagnisuinisiaunfusunilesu
ety anmssadidiefuvesemiaing q fannssaudemsdieldinduanuunnsafididyseninna
gM5N159A1ALUY Multichannel LAz Omnichannel 151z WUY Multichannel Ao nsfignAnidensuiteya
vouimsrutemslatesmmiasingu fainsnaunaudemsnisdoansagtelinmauiansaiu
foyannudesnmsvesgniusazseludemiwing q 1 1y ansadfiulsy iinsdsemiloutunndes
wiosruinuUTgldlalunnyess Wudu (Saghir, et. al., 2017)
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3. fifidunudenndes (Consistency) nuneds Ussaunisaifignéniuildaniadeniuazai
#9AAJDIVBINTELIUNITIINYDINIGAN 9 Temnudenadesvosnslinagniuy Omnichannel agaaeli
anddunsiuuinisuasdeyaiiifly Sdluniifumnuasiaueiiietuludemiswing 4 azdsananunens
Tunsiasuremsesgnénld (Kazancoglu & Aydin, 2018)

4. ffgnuaugangu (Flexibility) nuneds ms‘ﬁ'@jﬂé”]ﬁmnL§EJﬂﬁwa’mumﬂiumiLﬁ@ﬂ%@ﬁuﬁww%
14u3n1s iesangndienainaiisatuanuvasadelunistisziiu anundeslunisldnuvesdud was
UsyAvBamaasnisinds uidlenmaudausnnuBavgulumsadutomsiy Sehefiunmsiuiiarana
deddulagnanld 1wu psaudansolvignéniFeudifeafuauduiuremsooulatiazUszifiuannmaud
Mndudnoumsdste ntulsrosdsdoriudesmilafly euBavgulunisasudesmatiasilignénidn
Mouildasrlunsdedufuaruimannniu heligndiilaluaudeidemomaisudemissneay
d2pneng o Laztisanaudssitisades 1y Anudumaivesszuy Tefiamatalunisyingsnssuuazng
$rimans 1udu (Shen, et. al, 2018)

5. fifilawnzyana (Personalization) mneda nsfigndnlesuiindudlvmnuaulouazlsusasd
wangiugnéndussyana Tnednedsandoyadaus (Personal Information) Usy inmsdedudn (Purchase
Records) 1y msliduugihnstefiazdngaudasyana mathiausfanssuduaiunmsvefinssiuay
fosnsvesusiaryana uaznsliuinislaednsdeananiuiiiilndgnéniian Wusu maliusnmsdnunsiay
ansolitoyaldedneissananm silvgnéndnaulatodudilaistu (Oh & Teo, 2010) Bnviaussaunan
Fruamzyaeatdnilignédemaauildlagnéuiasseluested Surstediuarulinds feass
adnuaingnaud uasthsananudsdunsidendedudild (L, et. al, 2018)

2.5 WUIAANTSAANALUULRANITUAAA (Personalization %39 Personalized Marketing)

NM3NSIAIKULLENIEUARA (Personalization %38 Personalized Marketing) Lﬂuﬂaqmémimmm
fiAnduiudrogneeniuiy dadululusuuuuiigusznougsiaansnandierurouianizsvesgnduie
ngRnssunsteAudvesgnénld wu mafifuszneugsiai e saInandensevnsfignétey uay
degnénduinlduinsdnadafusenougsfraunsodniuyemsiiiusylusavesgnildlnefidde s
anénfese Fednuuedinaniasyiilignéidndsmudugnéfimsuasinanudesnisfiazanldus nis
ogwiailes iudu Jagtunsemauuuanizyaeatuiivuafnmnaiafindrefunisquagnéludnuae
fanann efuszneugsisamsaliteyadunduindeunisnatn uagamnsadnfsgnanlddiuaunin
uidsnsannandnuunsgiulunisquagnAilduuuamzinnzaavideriligndnsdnfiels el dusenou
gfnanansainagnddenananldldidlunshnismarauuvesulatduazeelad Fssdevinligusznon
gtaannsaumengninsglu 4 16 Snvtedianansadnugrugnddulilfduegnad (Mungtam, 2021)

MMFUAMUNLIBTIINITAAIALU TN Ty AT Y A8Ruld 91 n1TRaIRLUULaNIEY ARG
(Personalized Marketing) \unagmsnisnansluguuvunileiitinnsaaneliinelulagvieindesiiodunye
lumsiwseideya nsvianudilanginssuvesiusing ﬂw;?ﬂﬂ’]iﬁﬂ‘tﬁﬂu%&ﬁﬁ:{uﬁﬂﬂéfamﬁ wielsina
Audnannsaueulsraunsaifinungndlduuuanizyaea uenanddnmanaiadsansaimantsiae
foya (Data) wwamndnfust swianisdaueideniwaznislavanlinsstungudmung dsnnsv
nsaALULEmzyARaEadinefioaiunssunsaudlduuy Real-Time wisannsaneuauaslfiuuy
yndt et Snvisdseifiusenueld Meiidesnnlugatagtufiolddndugaiinsaudansadidangy
anétmngldegndldidodtauarbifiteultludesmena dufu dnnisnainannsmiwmeluladienis
»a1n (Marketing Technology) mﬂﬁﬁ'aﬁ“mﬁu%a;ﬂaLLazi“mwamié"mﬁﬁ]ﬂiiudua%mﬁmwlﬁa&f’mﬁ
UsgAnBnm eazvinlimsndudanunsalddeyalunisiesissinguilvaneiidudouls wagsilvinsndudn
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annsamansaingAnssuveanguidmnglusuian saufmnudesmsiuuameyana Inguadnsildin
¥funagnsmsnanauuuiamzyanasnldiionsuausinnudosnsvesgninlsegnafiussansam (Lemke
et al,, 2011)

nagnsnIThIRaIALUTaNIzyARaa I InaisHaRltudn s Aud il ussere e aiy el
doswnnasanisiieneiteyadlimhuldtuiiamuiuadvegiaue vilfinmsnaneaansaiaueideni
p3snuALFaIMsTBINgugnAtmIY waranasnthiaueAuduazuinmsTineulandenudensld Sty
fsrwanlenalunisideuriruaivesnagugnéniifnedudnazuing inmsinwanuduiusseninagnin
UszdbinaneidugnAndnd (Customer Loyalty) uaznisasnsmnuduiusiugnaingulug o laluszezenn
sanisaisenneiiiisiu iedussnevgsivanunsoiiausdudlifugndldnssuiidesnns fia
annsaliteyafananunimsiinngiiiieannisalaudesnisvesnguidmnslusuian ensdaey
Uszaunmsaldl 9 furvssivlalifungugndndimanelduuudsdu uaziieideslosunanesulunisii
msnaneeulavliiAnaunainvatgldlugemianng 9 Wy nsnaiaiiudiua (Email Marketing) uazde
dsnuooular] (Social media) Faazviliignénfnanuidesiuluasaud wazenanelvifndeunnsineiiagyinlir
MINAUAYDITINANTBNIINTNFUAIVBIAUYI (Sunikka & Bragge, 2012)

pglsfmumnuimelunisimasaauuuianzyaea fe nindenldiaiesdiondolusunsaly
myianaliiinUsglovigeanlumeaihmsnain fellagtueiesiefiviglumsrusndeya wasnmsinsziing
mnmmm@ﬁm%Q’Ussﬂauqiﬁﬁ]ﬁwﬁﬂﬁéﬁ@ﬁﬁaﬁ (STEPS Academy, 2565)

1. Analytics Platform fie uwanwesuiildlunsifiuteyafiisrdesiunginssuveangugnin 1oy
anAdinasididiaiuledlanasmdsweanaudnla viemddyussianiv ‘w%ﬁdfmL’Jaﬂmﬁ@‘ﬂﬁwﬂ%ﬁmi
sruvagvhmafutoyamaniluiiesest “dfnu” vesgnéesninlduuuemsyana

2. Data Management Platforms Ao uwanvesufianunsasanisteyasia 4 Mensinouards
Foyaliinnsmarnnuitldfimunliluneudu Fedwlngudezidunsinbedeyailomnguidmunelu
mevinAnssudaaiunmsvsuasnslavanlusuian Jaegistoyaiszuudaiuliun o1y seld ngdnssu
n58oAuA shuvisiiog Husy

3. Customer Relationship Management Software (CRM) fio szuuvUin1sauduiusandn @

U

e

o 6

szuvadaiuteyaiednvesgnanludinuaig q lasthundessimdemddunisudmsanuduiusszezen

¢y

iewdsulignAsssuaundugniiisniinensidud Jeszuuilamnsafususiuarinsesidoyawuy

foundslsannisTnsdn (Call Center) ManaRus s msuamruiuled tevmausdosnisiusiase
vesgnA dmsuiiegranieadiefiannsaiiudoyalunisiinismaiauuuienzyanaiiioadanudusiug
andn lauA Hubspot

4. Post-Click Landing Page Platform o unamlesuiiunliifiensiinsgimnguidmaneid
Tonananeandugné uay WunswdsungugndsssuailfiAanisdoduduazuinigd 4 Post-Click
Landing Pages l¥eanuuusniitenszsunisuneliyanaiisznansundugnnseyiiunsegnadieliaa Call to
Action u nsasiasaundn mstedudn vive nisaiivian gy

5. Email Marketing Platform e msmmﬁma’mmuama LummﬂwqmmsumﬂmmWuadwuﬂﬂﬂiu
gatagtusjutiuluiinsldnuaninliunazaoufiomes Wonsviienu nseutiies saumisnnuduis
muumimmsmmmmuaLua%Lﬂuiamamﬂmﬂumimmnquqﬂﬂﬂmmwﬂizawamw Falundveanisii
msmmmwmawwqﬂﬂaﬁgu tmsmainasnsadisudluamgni smensisefslesiswesgnin nsdediua
oensTuiin visensadiausimssuavsie Wudu weilfeganiedlonlilunisadte Email Marketing

awn Mailchimp, GetResponse uag Drip
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6. Tag Management Platform fie n1s@nwiinvsenisilslamenliluiuled ieldlunisfinmiu
naulving Faaztaeliinnismainanansasunuteyaiidunginssuvesgninviemadasing o annmih
Vulest wag Landing Page fifusglovision1svi Remarketing lngvnguiiimanedifiniuianiziaizas iite
dedoyafanssuduasunisveuazdeyanislavanliaunsansulandaudeanisvengugnandmng
gt

7. Demand-Side Platforms fie TUsunsuiifisatesiunisdolavan lnstnnsnainaiunnldly
nsidennaumnefiausotiauslusunsunisdaaiuntsviouasnislavanld felusuuvuresiuuiues
jalu srwialasailuzuuuuinle federlunislilusunsudinaidie dnnisaaalidesdenailumsdanis
Tawanilass iosanlusunsuasdeuseiuledinietoss o wiliFesu mldmsdanmslavaniuanse
ilalu Interface \fen

#ailsu3Foveq Sunikka & Bragge (2012) Wudn N15¥NISARIALLURNIZYARAAILISAAE19AI TN
BN Y (Engagement) lAannndaenie Ingwudn Sogag 99 210015¥IN1TARIARUUANS LAY IEW AU
Awdiudseminansiduiuaznaugninldegeliussansningega fevaz 80 vesgndfildzunisuinisuuy
nsareUszaunsaliuanIzyana (Personalized Experience) 9@ oAufuaruIn159InATAUAT T9f
Usgnaugsheanusadideyanududiuiegniuhnmssainldneulandenudenis lnewuin Sevaz
83 vosgndnsanliideyadunsaud mnldnsuinisfifiaeiy wasvilignnddnuseivla St fevay
45 yoagnAn Useivlensndudiiesnuivelnuuazsuiinvouidlefiivnnisaifidanain uaziosas 92 ves
NUiIﬂﬂEJﬂImJ mm‘maiumiwauﬂﬂa"kﬂuﬂWivimmwLawwma (Personalized Marketing ﬂaauiﬁ 2564)

ndoyadananisniuladn f\]mLia,JmwaqmimmwmﬂLLUUL@W%‘Uﬂmauummmwamqmi
mauauaﬂmmmmﬂWimmﬂqmquﬂmmmmusmmml,aamwmuwaa 7 Rarnnafinturesduuazuints
AABAIUNTHAIUINTVREUA A UINISIVNA 9 agnasnian dewalinisudsduiulunyusznaun1sdan
ATIITULIINT Y TUNTINsIaALUUanzyanatuidey lundnnsmanavidlunatneellatuasaats
ooulatunuiedu usdegislsfinny nsfiguszneumssansamanaiauuuiameyaaaldiusidudos
odetayavesngugnind el flunisinsed mansainginssunistedudlueuian Guvuout
\desuduasdaslidoyagndndnaumin 33nslunsfuteyaidoiduFesddyitlisnnsoaziaslduay
msa%Lﬂuﬁa%dfmmmwsuaqmimmmwuihﬁ?u 9 eeluii

2.6 Nagnsn1saTNUsEaUNITalUUIRNITYARA LELAgIARAIUEN

msaaUszaumsaiiuuemnzyanadunagninenisaaaasidlmifiedesiunmsusuudstoni
nensnankaznsiauendnduslimuigivyaraenzauauals ngAnITN LarAINYEUTRIYARA
th Feathlugmnuang mafldausa warneldvosgnéniiindu fdnagnsnisnarniiusulimngfugnén
uiazs1emuauaule ngAnssy wazanuveu Aelsdinduisnsidvssavsnnlunisisgagniuasnszdu
nsiAsuilas dansusudsudnanilldnaaduesdussneudidyuomnagnsnamananalugsioifinig
wistugdlutiogiiu dufunisadassaumsniuuuamsyanatranunsariliysfalansuniigudeiy wa
assenudiiusTiuuuitutugnélfiduednad Fsnagnidinanausasuiunsldsed (Tongsuk, 2023)

1. nagnsnsiInnauanandmuneg

nsadsUszaumniuuuianizyaranissudufsaudlasgedndaietungutiming e
thanldlumsusuudstoruuasidomlinsstuanudoamatasanuvouresngugndntmngldis sy
nsmusdeyaieatuaurey arwaula uaswoAnssuvesgnénannsntisaianmiidanudeluingndn
vosgsnadulasuazdiosniserls d938nslunssiunndeyagndn léud meviuuudisa msnsvaeuludua
fifiy uazmsliamesidivled kiunisliseridainsdanisgnénduius (CRM) tieRamumsldnouuagnisis
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NeafugnALALANNABINTTYBINA
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denunudeyaivafugniuds azanmnsautanguitimnevesgsivesnifunguidn o audnuas
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Lﬁamﬁmmgﬁ’mwiasmju FsannsauiuupsanuAstesiarUssavinavesianssuduaunsueYegsie
¢ shaiisnnslumsudsnauientueg fumnemagshuasdoyagnémesgana Wy fusenaussiadiuan
o1AuUsNgugNAEINe 97y Aol anuala viewgRnssunsdeluadn Wusy

3. nagmsnsidenldiadosiiouuuss

in3esilouunssannsatisgsialunsaidernuuazsraunisalfifvunldiesdmiungugndn
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mUsmaussmmﬂaﬂmmmiwa%mmeimammuaLuamaaqamamwﬂﬂﬂﬂmaﬂmu,ma ¥319AY
nAnssunstenavsyiinadeuisiumn wiesiouuy shaunsalfifouusiudadusiviouimsd
Aendostuaruaulauazainuveuvesgndiusazste win Landing Page muumammmimwaaiw
ﬂiuaummwmmmaammuaﬂmLLmauﬁwmmmwm waFnssuluefin viedeyaiiioadedu q

4. nagmdmsaueidemivnza

\lerusznaugsiaiudnanusautsnaugndndmneuasideniaieslediuyanauds fuszneu
ﬁsm]mmmLsmmLauaLuammumﬂawmm‘uamawmmmmmmLLma‘vﬂaaﬂ,m mmammumﬂammiaﬂm
manegULuy faudBuiaiitinuaies Inaduuledeadife Waudnih Landing Page Visiiasddylumsadis
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novauswiolnasuuledsafifesoidomanléfin Tususfiduuiidorgunnitenaseuguuuunmsdeas
wuUAaAIINAN Wy Buia msﬁwLauaLﬁamﬁﬁmumLaﬁdaamﬂé’aaﬁuﬁmLwiaxﬂa::u JraNalvigIneause
USuugslsavsnmvesianssuduasunisnainla

5. nagnsnsiinUsEavEamlUsunsImIsn1smans

nstiindsyanamlsunsunismandiuyana Wunszuumsaeidesiieadesiunmamaaeuuas
USuusisegsaiies Mensilesziuninnisidiusaunazanudniiuvesgnd gusznougsiadlan
annsnsryAuAlUsun I snanesssitlsrauaTmd S auasiuiifiaunsausulsdld nismadeu A/B
Juedesilefifivsslovddmiunaifiudszansnmivsunsumenisaaa femsmageutonnuuesdenly
nesuse 9 fusznevgsiafuanazanunsaszyldinnesiulaifusyavinmanniigelunisnssdunisidon
$uazains Conversion Snvtdsanansaldiniesiiofinssifiofamumginssuvesgnéuas seyuualiud
ANIOUTINAYNEVNNTNAIAVDIGINALA

6. NnagnsNsInaFuANNdAywaznsUnUesdeyagnen

ﬂ13%’@1a"woﬁ’ummﬁwﬁ’aﬂmmmﬁmﬂaLLazmwmﬂudauﬁmaqqﬂﬁﬂLﬂuaqﬁﬂixﬂauﬁﬁﬁaﬂaq
nagnsmsnamduyaraivszaumuduie Welinsmainaienizyana fusznougsiaazdesiiniuilussla
AefuTimanusmuazmslidoyagné saiensindrfumnuddauesnisuntesdoyaiu dailidosn
anénagmspmiindeternaduanududuiinniudes 4 uazaieuivitgsiasg q awdanistudeyadau
yaraveInumenNszingis msasdadeyavienslideyadiuyanalunsiiinenavhaisdedssves
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Y9NSAAIAYaVIR

3. unagu
unanaATmstiingUsraslunsdiauenagninisadeUssaunsailuuiameyaraiienn sz
Pnmnuanunsaluniswistukarnisasisanuuanstsnieguustuliunssisdvinludsenalne Tngldis
MsAnwaInmImumusTanIsuiAgates Jeddedununiedoasuddniiinainnis@nudeeziy
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Target (T) ﬂaqwémiﬁﬂﬂduqﬂé’f%ﬂ’mma Strategy for knowing your target customers

Segment (S) nNAgNSNSLUINGNLYY Strategy for audience segmentation

Tools (T) ﬂaqms‘mﬂﬁaﬂ‘l%m%"mﬁaﬂ%’mwiq Strategy for selecting customization tools

Content (C) ﬂaa‘ws‘msﬁﬂLauaLﬁamﬁmmzau Strategy for appropriate content
presentation

Program (P) ﬂaqwéﬂWSLﬁmUis?’m%mwmiLLﬂimmmimmfﬂ Strategy for optimizing

marketing programs
Data (D) nagnsnisindiuaudduazn1sunlestoyagnm Strategy for prioritizing

and protecting customer data

D
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