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Abstract
This academic article explores Marketing Strategy 5.0 and its role in enhancing the potential
of Thai herbal products. The discussion encompasses the definition of Marketing Strategy 5.0, the
importance of internal and external environmental analysis (SWOT Analysis), the marketing trends of
Thai herbal products between 2019 and 2024, and strategies for their potential development. The
objective is to identify effective Marketing Strategy 5.0 approaches to address the marketing challenges

" dn@nwndnansnsiaungsnakasyuiyed, AnsRadmans, uininedeuesnngunm, (Doctor of Philosophy Program in
Business and Human Capital Development, Faculty of Liberal Arts, North Bangkok University)

E-mail: thosaporn.tham@northbkk.ac.th

2 yidngmsmaaungsiakasuayed, ausfiaumans, iniinendeusivingaunm, (Doctor of Philosophy Program in Business
and Human Capital Development, Faculty of Liberal Arts, North Bangkok University) E-mail: trakul.ch@northbkk.ac.th

* vidngmsnsaungsiakasuayed, asfiaumans, iniinendeusivingaunm, (Doctor of Philosophy Program in Business
and Human Capital Development, Faculty of Liberal Arts, North Bangkok University)

E-mail: busakorn.wa@northbkk.ac.th

*Corresponding author, e-mail: thosaporn.tham@northbkk.ac.th



¢ = o

1381INEINTIANTTUTIA TN 26 atui 3 (AMuesu-5uneu 2567) | 211

of Thai herbal products during the 2019-2024 period, marked by intense market competition and
evolving consumer behavior influenced by the increasing use of artificial intelligence (Al). The proposed
strategies for developing Thai herbal products focus on combining SWOT Analysis with key components
of Marketing Strategy 5.0, including Data-Driven Marketing, Agile Marketing, Predictive Marketing,
Contextual Marketing, and Augmented Marketing. These approaches aim to enhance the effectiveness
of Thai herbal product development, enabling expansion into global markets with long-term
sustainability. This study provides valuable insights for creating a strong brand image, promoting Thai

herbal products, and fostering proactive market expansion both domestically and internationally.

Keywords: Marketing Strategy 5.0, Thai Herbal Products, SWOT Analysis, Sustainable Development
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nagndnisnainvessemalngluefindimaimuinueudsuuUaeasvgianasdsny Tutas
usnvasmsaIEswsRasesslanadsiiaes fanagnsnisnaadiulngdiuluiinisdeienaununis
thidn warnsaaaiunmsgaaunssulasaiadgiunumadnlumsaiuayunisamulugaaiunssusing 1 i
nslavERiaunen® uasnistesiaugaamnasy souluga 1980s uaz 1990s nMalnLadnenisiuay
nsdhsulunanalanlivasunagnsmsnainvedlnglugnisjatiunisdsesn nslamnzaudenamnss 1wu
dae Bidnvsefind uavermsudssy 1udu lusaiFsrfunagndnsmaindasuitunisaiimsdud
(Branding) warnmsannAaANUBIAUA LB UALBIANLABINNTYB IR SUSELNA 1uqﬂ§ﬂﬂimawm§a
Jatumsdaasunisieadisdinaraifunidunaiasugiafdfgyvesuszmalasnislduaugynisnain
f19 9 W “Amazing Thailand” AldSunudSaethsann uenani mssaelulsumadadinsusudalidgn
fueudeansiasundasesfuslnalusiesdu Tnswunmsammamenguuaznsuiulimaluladivl q
LﬁaLﬁmsxﬁw%mwhmwﬁﬁﬂ;jﬁim (Lapbunruang et al., 2024)
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Tumanegramnssufintuegnenaii esmnmadunesiausglmiiluiassissamadmaligsiados
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fin151dsunvasveanaluladuay mimmmmamﬂmUﬂmmmmmmmaawuuaummmmqmi
AT T RSP AMEIMANNASRCC R 2 N RONUANRAIL A FagsRamansursdsuinnmg
anudlalunisldind esdlefdaogweduszansamdmalilaianansadrdengudvaneldidud wisld
ninensluendlsiifnnadnéidumnasasumiuliniuoumansugiafidusou mmmﬂgmmi%ﬂdammu
domngludssmerilfinmusunismaindudoniniy sstafeundafumsanamesidiouazal
wiueulunsdndulavesiuiln wazmamaiaewiznguiidslalling wizdnsuvanguaannuazneiomsi
nsranaeNIENguLagsnavatesedtliaunsanevausinudeinsvesngudmunglieg1auias ity
wpagnseaialiuszaunudse ﬂfgvnmdwﬁmmﬂﬁﬁuﬁqmmﬁwmaﬁﬁjﬁﬂuﬂizmﬂlwaéfam%zguaz
Fududesuiuduiiolianunsnegsonuaziivlaliluanmundeunanisnaindiiua sunasegeiniis
(Urairat, 2024)
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nagnsmanaelulsemalneldfinmsianuazsiudsuulasunugaas Tngannsoudsoonidu 4
yAd1Any Ao M5RA1A 1.0 MIRAIN 2.0 M3RA1A 3.0 uaznsRaa 4.0 nanAelugausn Msmann 1.0 i
msudauarnaedudndundn Ssnagnsiniunssdelutiiasnndeliiunusinan uassatunisnszane
audlildunitan nislasanludasdlsluiimaainenisiuiuasisgagnérideuuudaiu iwu Jng s
wazvilsdefiunt TnglifinsuiuiinrmdesnsvidennufianelavesgnAndundn Tugasiesnnisnan 2.0 fnns
WasuwdastaeiiluiignAdugudnans (Customer-centric) nagmsmsaanausjatiulufinisviaanudn
Tanusesnisuasnginssuvesiuilan Inefimsidenarmiiowdlagnéunniy uenandimanaindaiald
MsuUangunaIn (Market segmentation) Lﬁaa%”mwﬁmﬁmﬂmaw%miﬁmaﬁ’mejauﬂwmemn%u GLusmf':
mMsnan 3.0 vesUszmalneiFutuiinsnanifiuyedidugudnans (Human-centric) Tnglinuddayiv
AuAuarInigaamesuslan nagnsmsmanaBuagiioufisausuiiaveusedsan uazn1saiiansIaumid
anuvsneuasdufiveniulufeiosssy vonnnigsiadadusouiufnnuddyveansaraszaunisaid
AliiugnAn (Customer experience) uazlugAn1inain 4.0 vasss ginalnofui nsnaunaIuszning
mimmmmmmaumimmmwa nagmslugaiitunsldmaluladadvia 1wy ludeafife uasmslinsey
Joyavunlvgy (Big data) L‘waaiwmimmmLLUULawwuqﬂﬂa (Personalization) 1Uusu (Chitphong, 2022)

dmiunsnain 50 deidudnganideveanisnaraludagdunioluanisswdl 21 Asutunsld
wialuladAdviauas Yy Uszivg (Artificial Intelligence: A) Tunisiiusiusiuuaziinssvideya iieasa
ﬂ’li@]a”lfﬂﬁL‘\]WSR}W’]MP]’N&J@]IQQWI?UENQﬂﬁWEJEJ"NLLM'L!&’TWLLaxﬁﬂizﬁﬁ/l%ﬂWW@J’méﬂs‘fu lnaidunisseganain
wuAnnIIaIR 3.0 Adewddyiuayudiduguinans uaeniman 4.0 Fadunesaumauntraidai
fuAtva eadsusvaunisaifiAtudmiugnéuasinlugnisadiedinniidsdu Sananann 5.0 gaduiingld
foyanarimaluladiugs ileTemeingnssunararudoimisvesgnénosautugt maiaueyssaunsnl
Tl q Aaenndosiundazyanaiiud sd1dny (Chantanapelin et al, 2024) Tngldmaluladddsialunis
assasadadn q uiluwasiferuidesnnenuduiyeduaranuinvesgndly uenaniinismain 5.0
gaunswseugsnalimdendmsunisudsdulugandva tngldmalulaglunsatdvayunisyhauveantineu
waggumawdeutvairenuailn q Wifugnduasdsaulnosin feagihlugnisidvlaidsduvemans 9
5319 (Akkaya, 2021)
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Fgurakaznimenvusvatvanun siaundadudiaygulnslneg laadnsidouazimun (Research &
Development: R&D) 1t oL g ad i ivayulnslne 1wy nsiayulnsunldlunde dasiiasueimis
\3o9dnen3 e1¥nwilan uazndndmsitnzesanienis 4 uenanddainsussnsrurunsnaalile
UIATFINAING 19U GMP (Good Manufacturing Practice) Lazn153us0491n09Anseing o Litelvindnsmsl
anansaudstulalunainlan (Thanitnithiphan, 2023) 5ﬂﬁgm”amw§mﬁmsﬁamqulwﬂmaiumamiamauimsm
seres mMsfuanndndusiayulnslunaialan (Retail Selling Price: RSP) figjann 56,510 dnuwwioaanss
yeremidesay 2.2 1ndieunth dwsulne fyarduannansnsiayulns egdusuil 8 vadlan (seaaniu
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1nUneaunin (Euromonitor International, 2022)
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faduluunanuifseriauenagninsmsnana 5.0 lunsiaundneamudasasiayulnslnelas
fifomanssusznoudsunth mnumnevenagnsnInaIn 5.0 AuddyTeINTATzRan LAd e
melukazanmuindeunieuen SWOT Analysis n1snainvesmdndasiayulnsiveluyael we. 2562-2567
wazuumslunsiaundnenmwdndasiayulnslnei ot lugniswaunlunafiuuszansamaeanis
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2. NAYNINIINITAAIN 5.0 AULUINNNITRAILIANEn T WaEndusiayulnsing

2.1 AMAVAYVBINAYNSNINITARIA 5.0

nagnsn1sman 5.0 (Marketing 5.0) Aon1suinelulagfidviauasUayaiusehvg (A) uldlunisadns
Usvauntsainisnanadiduduiuasinruemsaizaannddy enouauosnnudemisiuisundas
og195In5wewulanlugaidsia msmain 5.0 iunsdeseannuuaAnnsmanslugareu 9 fiyatiusmyud
Wugudnanalaeiiiumsldimaluladidunilediuuszavsnmnuazanuutiugilunmsinisnatn dadslusiale
ddnasnsnain 5.0 Aemslideyauas Al ilelieziuazyhanudlangfinssuuazaufesnsvosgnii
Tusduyaaa (Personalization) meluladidaelisiaaunsnadaueuymsmaaiinsafunnudosnisves
andusiasaulfegiauiugt Miluiveation demenisdears wasiafimanzailigni3aninlésunis
auasazlvinudfyeg1wias atinsnaunauszyislaniavouaslanuisnnuduais

psAUsznauddylunagndnisnain 5.0 WunsairsUszaunmsaiinuiusaylfsesdessnindan
poulavduazesnlail 1y n1sldimalulad VR (Virtual Reality) #38 AR (Augmented Reality) Tun15a$13
Uszaunsaliasoussslitugniluvasiiegiithu viensliszuudiszuaivialududeelal daduns
L%amimﬂssmmiiﬁsuaaqnﬁﬂunﬂsﬁaqmwﬂaﬂaaﬂaﬁ (Digital platform) e (Sima, 2021)

nagnsmInan 5.0 TesduszneundnuatglsymafinaunaumaluladAdviauar Ty ssAngidl
fuuuAnnsrataLUUALAY HeaissraunisainsraaiiflssAvinmuagassiuamudosnsvesiuilan
Tugeddvia ssdusznavddnuesnagnénisnain 5.0 fuandlunini 1
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5 Components of Marketing 5.0

Perdictive
Marketing

Contextual
Marketing

N
\ STEPS

AW 1 Marketing 5.0
Ay Philip et al,, 2021

1) Data-driven marketing Aan1sldteyarunnlvie) (Big data) warn133Asizvideya (Data analytics)
ievheudlagnénludsdn Tnewiunislideyadiiusiusimanvansunas 1wy wAnssun1sTe msldde
Fanueaulatl uazdeyann loT ionisltindesdledearsidundaasududmiouinstiidunsin sae
Whsnefiuanssiusenlufinsafuaudesnsvesgniiesausiue

2) Agile marketing Aen1syuAliUgNIsRAIA AN Yiualnn1Tal uazdnanauTuaINgneAn
Tuuiuliitelvinsdlasgemni

3) Predictive marketing Aomsthdeyaunltlumsaanisalaudisavemaudgiiolinisnaun
wanglddnmieely uarlddeadonamnianudeniuly

1) Contextual marketing Aemsvhanuilaguilanfonislideya Aeguniianeinginssuves
anA

5) Augmented marketing Aen1sunalulagfa ”amwﬂizqﬂmﬂlﬂz’ﬁﬁaﬁ@umwﬁmﬁm% (Philip et al,,
2021)
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fedulifugndn foghadu nmsldinaluladdugs wWu Al uas Big data iflelinsesingnssnvesgnéiuas
Aansalaudensluswian iliausausunagnsnisnaialiegissaniiwazuiugn amududiuda
Tasuuansillfanuddnyfunisadiassavnisalfidudiui Tasldfeyafsrvsuaingnd il el
Torausuuzuazlusluduiinssmuanudenis dwaliiAnnisnevaussegasiniiidienisldnaluladi
ViuafiesonisnevauewedednounarUymvasgnianunsaildedesinsuazivszdniam nsusuim
AEN AN Fannmanansalunsiieseideyauuuiud (Real time) 9aeliigsiaanunsnysunagnsuay
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wnmemsaaaliaenadesiunisdsunlamemannldviui masnsunsaiisyariin Tnensiesiua
#teyastraiiuszansamdeiiuyanliiugsie limesudlunsiisenousidslunisairsanufionels
TifiugnAnBneie (Hysa et al., 2021)

winfinsanluliyuvesmudfyveinagnsviinisnain 5.0 wWiuldinnisih Marketing 5.0 anldlu
ginadadudsiddnlumsnwanuannsalunmsudsduuaznismevaussienmfosnsiludsuudasesns
nlugaddviad FsmsiarudlafeiunagrsiududndmilsiisndussnsdsluniaFousaugl
NagnEN1INIIMAIR 5.0 na1dAenagNs (Strategies) munefanagnsfiiinananudAniisuaiisassdves
Fuszneuns granvinssuiilethanlflumsndnduiuaglumsdndugsia eadrsyarfislifududi e
dswalesdnsgsiausravanudiia Tnsuvadu 6 nagnddsil 1) nagnsnsasisanuuanssuesaangdasi
(Product differentiation strategy) \unsassdeldiusoumensutsiunasnansusiifidnuazianeziaig
furniwandusidu 9 suazihlugaudiiavesesdnsgsia 2) nagndmaiduiusing (Alliances strategy)
dumsiitennasiufuszninegsia nagnsnnduiusinadudaudnssuamuetradumans fsfifans
aosfamaniennniitusasienusiufiofussninsgudeiy 3) nagnsnsuaniidufinfudundon (Eco-
product strategy) 1unsuSmsannislssau ‘vi%aqmmmmmﬁ%ﬂwiaﬂuﬁmﬂw%’wmﬂsasi’mﬁﬂizﬁw%mw
nsvsuisuveadenduiildlvadlunszuiunisuds 4) nagnsaiuuinnssu (Innovation strategy) a4ANINTe
gsfefiinsfousuinnssudoiniside wasiannly andsdnsdnsln uasduinis 5) nagndduminau
(employee strategy) dnwagnsnenmduiladeddydadenilafissdivduasunisuanoanduninufa
#1935 JeUsznevmsaunsEAeiedy ArwaunavesTiany Anwdia wazdilmniufain uas
6) NagNSN1INAIN (marketing strategy) Wun1smaalunisasne Snwn wazduasulninnnuduiussudiu
anélusezen Tneysilavdseunmailiitugndt Sadumidtamnudniafoaruioelavesgndilu
28z817 (Waisbord, 2020)

ﬁﬂﬁ?umimmmﬁLﬂuﬁaqmﬁaﬂaqméﬁmﬁa 1 TunsWamLIN ST UINNSIINsAaIAL s Wiviusie
mimﬁauwawaﬂaﬂLLazé’aﬂuﬁLﬁmﬁuasﬁmi’mL%f’maamsauﬁsumﬂaqwa‘ma’wﬁ?ﬂﬁﬁmﬂizﬁm%mzaqqmﬁa
nsddunsiuIniunagnénisnan 5.0 Adudnnagnslmilugeatodagiuiijaiunsaayadisliii
gnfuazdsmilasuriunslivaluladesuiadossmuuazanuiuinvouiieligssanunsadulnlfesns
fafunazfimumnelulaniudsuulasedissng

2.2 ANUFIAYVBINITIATIZRANNINGRUNETY wazanInwIndauNIBUBN SWOT Analysis

SWOT Analysis Aewn3asilafildlumsusziivanunsaldmiuuisn Tasinns wieesdns seanely
LagnguengRamMnTl Litetagliidlafegauts 9ageuan anmiandeunislu waglenia guassaain
anmuandounisuenaaenIKaNENUTEAnanmantadbmardrensmeauetesding uazdelmdnlals
Iivwanylsthefidsnasiognamnssutne 9 SWOT 6ou191n S 89311971 Strengths yanefia yaLsuvie
auds W 80111910 Weaknesses viunefis 9adeevisegngou O 8011910 Opportunities tinefia lona way
T #0319 Threats winefis guassa (Uraisripong, 2024) n1531A318% SWOT azudsaaniu 4 susieniu
1¥un 1) 9auds (Strengths) Aomnuanunsauazaniunsaiifiisanaegluesdnsiiluuandazannsn
Anseldandunndounieluinfidmd amnuduuds mnuanunsa dnoaiw wazduiidaaiuanudiia
oe13l5tha 2) 9aseu (Weaknesses) Aoanumsaiidifiinananelussdng Aans wieuismitiduau uazdes
Fifutlymuardounnieswetesins 3) lenia (Opportunities) felenadedifinnandadenieuendunasn
nsfianinuanden meuenvesuisnideusslevivioduaiumsdiiunuresesdng Tnsasiiasginndu
\Aswgia dsruazmalulad uas 4) guassn (Threats) Aeguassaiifunaindadonmeusndudeardaiiinan
anmwndeuneueniiduisanamneliinuaide (Puyt et al, 2020)
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myiATzRannndennslutazatsuanlaglyd SWOT Analysis iAud1AYaE19InRaN19219
nagniuagnisdndulanisgsia SedaeligsAadlaanmuandousine 9 Adwwansenudonissiuiunuves
aues laun Myszygaudaazgasou lnen1sinssianmwndeunislugeligsiaaunsassyauduas
ynseuvesmules Fuduteyadidylunsiaunagnsilivselovianaaudauazuiulgagnseu msdum
lanmauarguassa lnensinsigianiniindeunieuandiglissivanuisaszylendlunisvegnaiavse
ﬂ'ﬁumNamﬁmm‘iwﬂmuﬁdqﬂaﬁﬂﬁmaLﬁmﬁﬁu iy MaBsuuamaasugia viomsuteiufifintu n1ng
nagnsniiuszansnw Inedeyaildannnsiinsizst SWOT Yaeligsheanunsanenagnéfisiussansnim Tng
nsligaudafiovannuadlflonaliiui vaziforiusesnismsdnnistugaseunazauassa n1sitases
swoT dutglsinsinauladulussaiifeyaunzguindaunds Tnensiansanisiadoasluas meusn
waznsairanudilaluamaninmsiinssilenalunantaeligsfannsodumiuiilug q Adlaildgn
dsranavasrslenialunisiiiule (Boitrelle et al., 2021)

Fedunsliuudn SWOT Analysis Faduiedesilefidndlunistegsieanudlaanimundond
\Aerteaaznununagnsiiieiislenauazanaandssegaiiussaniam uazmsliasgianmuwandesly
wagneuenidudnnagnsivaeliesdnsviessivanunsnduiunisluldviiunanaasugiaffuniulazanin
FnufiAeundasegnasni

2.3 manannvesnandusiayulnsingluyael w.a. 2562-2567

nisnaavesnan e lnsnsludsnsilnedundysuavimeanlanaesluiidashinseiis
anmilgmussndndasiauulnglnglugasd wa. 2562-2567 frusniflesanluga 5 Yasvghvvedanuay
yaslnefimavdsunasegeinmnsslanliiazduneluladtygruseivs (A) vensiinlsaszuraleaia-19
MnNsuIuTenATEgRakarMaUAsuuUases1smaniilug i asasieufsanmilyminisnainves
wan faustasulnglnglfogsdaian fail

1) dymnisutstulupaiafiguuss nandenisiud ueswdnsusiayulnsisludsemauas
mnm”mﬂsswmﬁﬂﬁﬂ’1iLLsdq%’qumamaguiws"LwUwi‘m’mqumaﬁﬁu ssfadeunByiuaueInduInlunis
Snnidrmntmainnazeuannsalunisutsiy lnslameilofieutiundnfusifmnanussmaiinisiam
walulaBnisuaniigandi

2) Ygymaaunmiazansgiunsianwdinasimsimunluiunsuinauulnsing uidgvidiuns
muuaunmsasdulssfuddymanausssuidanulagnismunuaannidsnnyvilinda sl
auulnsunsvialiannsaussiuldlunanslandwmaliinanulsiiulalusndndasianguilan

3) Japmnsidmanauarmsaduususnszautymiludumsihdmanalml q sulssne
wazsnsUsEne nMsuInnsanususTiEUsEAvBaminlvnandusiayulnsing i dunidnvidelaildsuany
aulawihfians uenanmsisfmaludssmenniuludadulymlumsuesgshalufmansisssme

a) Japmmsvennundeiionazenuivesiuslaadsfuslanluuisngudainauiuazaudila
\AeafuaasiRnazysslenbvosanulnsing fedwadomnudedeuarmnuaulalunisidenldnaniusian
asuls vonaniinisdeanstoyaiifananaviaiiuaivenarhliAneuduauarananudediulundnfos

5) Jgyminsvawmauingivaunings nuirdgmnisnawrauingivamninas lnsamglugania
fifinsmdnsdviodoanmeinialidosuaerilinananuazauamuemansusayulnsldfunanseny
danalviliianunsoneuauewonIUABINTUBMAIN O EINE

6) Iymngszifovuasdetaduiidudeulunisnanuazsmirvayulnslnesiligussnounisdes
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