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Strategic Guidance for Competitive Advantage in the
Drugstore Business in Thailand

Silachit Intharapong’
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Pinyupa Plianbangchang™
Abstract

This study has been conducted to provide strategic guidance for competitive
advantage in the drugstore business in Thailand. A qualitative methodolosgical
approach was adopted. Data providers were nine governmental bodies and the
Association of Thai Professional selected using the purposive sampling method. The
semi-structured interview was conducted between December 2014 and January 2015
and the data gained were analyzed using thematic analysis. The findings indicate
that the key strategic guidance for competitive advantage in the drugstore business
is “Speed & Creative Strategy”, suggesting quick-to-change and creative-thinking
strategy. It consists of thirteen subsidiary strategies with speed being a macro-strategy

and creative being a micro-strategy.
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2) gNsAENINITATIAIULANGAIY (differentiation strategy) HUTENBUTIAAL
FeamANILANANIYDIAULINGUY TnslauenuAuiiondn Msuinsisume vie
wAn usinfiAwn I

3) M3sanaaanizaId (focus or niche) LfJu&mﬁmam‘ﬁLawwmmqtﬂmmaﬁlu
silasnunilsvesgmanvngsy dalilldilursnhausifuninaizas Sifmamzgnnga
Tanduvilsiifinnudeanisfidlaildfunsnevauss wereudumaunsnaniiiuaiy
Fosnsvesiiuslaaiiguisuadliviu uasdesanunsoatrsnamls uaznisnseguesianisle

fiean Sumer (2012: 100-119) Ifinausgsmansfindrendaiulu 3 sufe

1) Cost Strategies Usznause 2 fifife nszuaiuaniindu (cash flow maximizing)
wazUIN AU (cost leadership)

2) Differentiation Strategies Usgnaudiy 3 LfAe N1TAS19ANUULANAINNINNTT
nam (market differentiation) ANULANAINNIIUIANTIN (innovation differentiation)
ALLANGAIIA LB 9 (general differentiation)

3) Focus Strategies Us¥nausig 2 fiffe WugnsAmansaIusIAl (focus-cost)
WAzl ugNSMAanIA1UN1IaTNAULANAN (focus differentiation) lagmviuangugnen
wariondnualvesdud Sedenndosfunuiinues Porter (1980) wananisiUSeuiiiay
Fapn5197 1
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A1131TN (Annie, 2003: 3) et Sahunnsastruafnnaunduivdnndunssuwes Schack
way Hepler (1979) 1U5uld iiedavirmnisoivdnndunssulu 5 ssdusznovfe 1) sausu
TURIANTIVANKATE19BININTFIUVBIDIANTIVITN (use the professional organization as
a major referent) 2) Anudelunsliuinisifioansisaeu (belief in public services)
3) mm%aiumammmmaq (belief in self-regulation) 4) Andalunisunasafiued
(Belief in autonomy) 5) Ayidesiulunswaumuedsg1eseiios (continuing competency)
waz 6) asAusznauauauianludiugin warAuyNusedvITN (citizenship and

professional engagement) ¥89 Kelley, Stanke iag Janke (2011)
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Weosilunsliuinsiteasisaau 2) M3seuiu uagddannsguuesesdninndn 3) anu
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6) ausandudiusiuwasaunniudednTn saudugnsaansniegsnalu 3 d1ufe
1) gNSANAASAIUTIAT 2) YNTANAATATUAIIULANGIG LA 3) gNTANARTH RN IZEI
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N5FUN1BAITENINLABUSUIIAN W.A.2557 - UNTIAL W.A.2558

Wns1eideya viN1TIATIZRLNUA1SE (thematic analysis) laedavidedlndy
Usiaugas (sub theme) Tauiun1simaw (interpret) enuUseinugndsenundulsvinu
wanuazdauenNAniulun g

NAN1SIY

WIMABgNsAansn1sasaulmuTeulunsuistulugsiaduer Yssnaudie
3 Useihufie

gNSANANSAUAWIU (cost strategy) N1FTIUNGNALITN WATHAILITAAINATINITA
Y8EU1TNT WY UselenliUenuinainnssindeliiaing1u19n156 e 3099 nUI¥ng
HEn Jidayaszydn
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1. NM3594n&aY (network) Agauadinsla lufiiusdayyiynids
1.1 M55mNguYLINGA WU nduiteu ngudUsznaunnsiue euan
Wasuteya ¥10a15 dmduanidn uazeraiinnsuaniudsuduidunum mudneninves
GHELR
1.2 M55UAgUATYUIAYINNGI HIUAUAAIY 1Y ASTINNGUEIUEN
Tudmin Tnedansndymansluiiufiduaunans ugnszanedudi (distributor) ilauan
Wasuteya 913 uarliuinsddivnisdmivandn sudeuiielildduddunusi
wazdiaunanaduduinsnands
1.3 mssnguiidvuialvg suaunar Weuanwdsudoya 917873
dwiuandn wazorafimsuaniuAsududdunui Tneflanndnainaunaundynssuyuy
Jugudnanslunisnszaeteyauasdanidud
2. Maanguitiivunalng Ineiliusdyaynda Ins1due (branding) 1Reanu
Hondnwalvreanusus (brand identity) Apdin15UTH1TIANITIILAULAENIUAUAAS TFUAT
wilouiu MsiasuAmileuiy kars1AIIBWAY
2.1 msvangavinlyg) shupunan WRuasundnawumeuen Whvinede
afsenuduendnuninazdnenmlunsudadulirue i lugu
2.2 myssaunguvuinlng) suaunar MWuasuannduseneunisitauls
vigsha Wmnede adnenuluenanvaluasdnanimlunisuadu lneszuu Franchise Ao
W1YRIENSI1ENeAINYIN1T NMYIgSNAnnegliLngSuansedslnddn (S uansiesdng
Asssufloalunslidonisdnduasssuflonuusn (franchise fee) Arsssuilounaon
szoznafiuanndn (royalty fee)

gNSAIANTNITATINAMULANGS (differentiation strategy) Usenausie

1. panfudvndn (professional) Wdsnsyuruaisliuinisuuiiugiuresay
\iAnnilanysal Welvssvvuldfunisuinisediagnieuasimanzay uanseani
Awdnwaldiuuana (personal image) laguansnulvdaiauluniunisurenig n1ssey
Joundunsifliuinis wazyadnamlunisliuinig (personality) tleadrsnisiuslyiun
Usgau duasuliiAnaudesiu inn1sueudu (perception) lundynsgluinisiag
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-.N15UaRIBENAIY Personality 194 sUanwalnIguensInNnIg
ugnIg yaann Mg IuNISUINIT iudeusnitezasienuliardalunis
Usn5la”

2. AMULANAISATUAUAT (product differentiation) e 15HAUA1YDIAULDS
(house product) Fafutelsiuseuluuenaietiouariugnenans anmsigiuuing
frudesiuiuannInvesii muLANAEILLINNS (service differentiation) Tngnns
Tsnmsiiuassu dimeluladansaumaduaiosdeflilunsliduinwm g
waglideyaduesiioatrsnisseniuainussvvy flideyaseyin

. gNEMIaNINISATIAMANG 1IN 2 uuude msTaudIve
WUSUFAEY D2a39mIIUeNE NS UIFUAT FautudaldiuSeulusiue
1A30YI84AL I IUENONENE AINIUANANAIUNITUSNISAE LdwNSTU)
5/7%@aom?wanmmnwanam paumdueargeeanlunaliliiorveslvien
Sy pausoallasnIsnslsiusns ity

3. N1SUTNITYDIMINITIAT19UNY (channel management) TidiAuvainnany
sggaeliifuslaaaunsadnfeenldetnssng lneldmaluladarsaumadunioe
i I aaTEYdn

“...n1390n15v0en g uslanaIur Tl 1897 lA TI157 1o
n75Ins@anIu Fasiaru Tele-conference 840 1r b umefidnazain

Anenmlunisvigsne”

4. nmsUseiuannn (quality assurance) N3zUIUATITIUNTTATUANAMAIN
n3rvEeuAmAIN asUssdiunuainegaluszuu lneniisausng 9 agasisnwanval
MM3U3N1EREIvan (professional image) viliisvrswdesiudn Sundwnsliusnisesn
gndies nzay MsUszAununmuanseans i dydnualinisauueuli {lidoya
el
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5. mssandumiagunisauaim (unit of healthcare) mMstdudiunilslumae
U3Msi g WeudetuszuuUsefugun mitugiu asvilvigsiadusuiulaldainnis
lesueneuuyaiievlasinissng q uazannissudlunisliuimsainussnvy dead
Tomalunisudsdula glvdayasyyin

“...mauTIuEInaN N YTeNIeUINITAIUGYN N IaiTeNs Y
sTUUUTEAUGUN I UaylaTanne 9 vesandneiunanyseiugyniw
F99za3 19578/ lA 1T I0e )

6. NSALANUNTNLNITUYITUAN (remote area) ABNITHIIZAINUNVIBVILALUNNT

o Ay |y A o v a Lo v =~ o o |
LL%JW‘LWISWEHQHI‘U IMUYIATDUNY 'Vﬁai']u&nL@ﬂaﬂﬁlmlm%ﬂquaUIQ HUNTFELUIVURNT AN

1%
o

goansliiifngugnAniiidedeluguy vseizasngugnAmauvinaiaald Jlideya
eAlel

“ .M999299iTT (remote area) Tnendonsue e diugsau
aayuiiiafeuru uazdinamldisgueinnisnsznrediegiussma
Fuduiuiinsveignlomiosenniodts uassuenenanidluaule
IWTIEAAIMANIAY Density vasUssrinsinanauunlinuyu”

7. nsionanwalueInI1duA (brand identity) N1TAS19ATIEUAINTONITAIS
wusus Tngliguslnaiinnisandnlddinsenauseneudie Jefuen andydnual (logo)
n133nsufifinndnuwaiveins1duAn (brand image) wazn1sAeanskIunIslava
n1sUsEduius Jlideyaseyin

“..gNSAITNTNITAINAVINLANAN 1AADINNITIY Branding a379
Franchise tilodeaslilnnnI55uFveUsy 19U
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qwamam%ﬁLawmmswﬂmma (focus strategy) Usznausig

1. msilladnlunuuinig (service mind) Inglviusnismeninuasdda wazevsenans
N159AN13gNANFUITUS (customer relation management strategy: CRM Strategy)
n1stuiinuseiRnsinen (patient profile) uiennsiigiudeyanisdevesgnAnainssuy
au13n (member) azasemnuldivsoulunisw uriunsiiusnsiinsaenudosnis
Y03gnAle JLVidayaTEyd

«.m3U3NI3Aae Service mind deogluituiumudldiuzey
n15ldusnIsaaele nrssuiletlamianaesniguassaleasasrenany
Useyiulalun1susmsld uaziiuar msvi CRM lngn)santuiindseifngs
snwivesiuendeIvedusylond ins1zaeviliiingna1 ulesdnisyi
Member AlilazingnAree19aTedoninlinhdoyaunly”

2. gNSANIANTAIUIIANUE (pricing strategy) WU N158A51AY YSalvidIuLAY
WJuransznun19d3ninen (psychological effect) MUaAIS1U1ANITABIBIVOIGNAT Uaie
afeanuianelaliiugnald Suendenudandusiusalauinazianulaiuseuly
dy a IS 4 v A dy A A [ L d !
funnsadnasenisandulate vielinsudsduniusiaigs glvdeyasyyin

“.N15893197 w3en sligaukauiiu Psychological effect iae
Fagngnarbiienelalunisde n3eMamelalunisdoelunisnosessia
iunagmsusimmiuiuluyngsia lumndusudansu19n1saasessIm)
Y99gNA ) 9e8DaTy customers benefit ag 98 uYAY”

3. nsRuAzaarfuilna (consumer protection) Weszuus uaznAnfusigunin
Tnenslidoyauntuilaanamdnizinig msafrsnmsudnsieusslominngue Jeadu
gua uazfuiivinu lideyaliieananundes uazsunsieannslden uaswdnsamigunm
Tnganundunssudestinunummadndn mssugudomia wasdinnuamznssunis
91MSHharen fedIatuatuuNUIMNsANATEUSIaA Jlrdeyaseyin
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“..ANIsANARTENUTInAluT e da TS oA IINEIAY 1ndYNT
Aot lanandasniuese §oisdeelinudserivuae Jeia93uaayIfed
dnauladenls lnewslivoya duadvvireugunsessuslnaiunansios
nlaid Ligndes aniviiweisrunvielunisneg danunavnssuidmii
YIgOLUAD Wiy TITUYAITITNATUN TSUTNTYN ST AAUTUDAAUTD
n13AuATEN USRI NI U”
AU THTIAUARAUINTNAFUNTTUNR K IrTaaTeyin

“...Swednavnseg U uANIsaI13150A1AN 3937 N15iAUAAAIY
IrInangeas e ulalSeunegsnesvels”

«..g3n95 e W logsAe a9 AR UN TIFUR e IR e
e tunisasismuaindlngnnanvaizvesnsliuinisnielgn i
Swidmadunssuveandins msiuvesssmaudt Suiliersrse 19an/
Unfinw) din7slvvusngs dlpssnisauasu desduguain iy n15e5u1enIs
Wenqurniln mshinugiZesmsianyns aultveriuiny Sanatusiuns
dnmsfeuyuru nssesonisuinislugalsmenia §rszarvuinns
gousy uresvesgNTUIsUABURINNISYIBE WA TuntsTiUEnsTu U
g1 Famrsuimsuvuimluldonsuhly”

viruaRsAnInndunssda Uszneuse 6 Useidiufe

1. arudeiulunisliusnisiiieansisamu (belief in public services) Arusisla
Tumslinsiiteussanuu LndunsyeuazsesianioonmawgAinsu (oehavior) knufanssy
#1199

2. N1989U5UKAZE19BININTFIUVOI0IANTIVITN (use the professional
organization as a major referent) AISABIATINIINNIANITANYY TIUDINTIHUTTVINGIU
YBIYAAINTLALNNVUTUIV TN SIND@NLdUNTTU euseATInuUlALAANgANTIN Wiy
wragliwwrutie ldvieeiianguung aaden1seensununi1s198nsg AT INle

3. Auidedn Jundnensunasesiules (belief in autonomy) gisduldnguune
msdundunsiilesan
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3.1 dnsiduminaureesy iesaniianug amnutungy wasidedn sl
wfimaBenausslemidumuiunatsslevidunuudidesniliindnduduiunsg

3.2 yanadl 3 (third party) 91nesAnsdasslyfidulddudsdu
naUszlevimegsia Aflnnmianudunaluindnadunssy videdunguine Tuvasi
nsligunanguinedaiuguassafidemisnsdniunisdnnis

3.3 Assunsvesanadnssy dadufidviisfuguagusenouinndn
ndnssulnensslifinsdadafiufiosenanadusuasiyaansliifisame

3.4 yaaInsluInTnlugnargary wagsusuIvnineg o msmanAnuite
a519U539ing U (norm) Tauulunsguaaun®n viselimsanliunisaiunu Seniedatesssy
A338IUTTUVDINITUTENBUIN NS WU

3.5 useasuayuaINAINYsEYITU (social support) fiduudaazifudiy
ddnlunsBensesanivesiuilaafiazldiuuinisnninduns uazdrendnsunistadu
Tngranglndulvegradunnbdy luvasndsnsaedeuansinaninlunisliuinig
Wielvszvusug (perception)

4. ﬂ’JWiJL%@IUﬂ’]iﬂQUQ@JWULEN (belief in self-regulation) dutladeneludias
lndunsuananginssufidenadosiunsiiiaunffia nsfiasesssy a5s81UTTivTn
(professional ethics) azgeaduliindunsanmisaniugunuedlvdviaundfiamaindn
\ndunTTUTIALA

5. finnsWanuesegeiles (continuing competency) anAduNssuNansy
TiinsiiuasuuuannisAneselies (continuing professional education: CPE) iile®inn1s
WA etndunsnaunelulsenauivdn ag1slsiny dvnsaunsaimuimnuies
lanaealial wu 3ndszaunisalannnisvineu msujianulasldanuianuaiuisa
TW3an MIRNAUNTTRUIAIUAINTNINEIAT ATTEIUTTA NHMIY NITTAINATLU
cPE FududivuniosdionddlunstanstaumuosogiadusUssamsibu

6. AuiAnludiusinuasauyniuredvTn (citizenship and professional
engagement) Wiuldainianssusng q Mndvnsenandunsiuianssulaglddameuwny
wu duaindunsaailunn 4 U viemsnudadmumsyudydReniidaulivengausudiulu
2038 anuddnidudiusiuuazanugniunedndn Wussmandulindynsiianissy

1Y ]

iU SauduNa LI TNIRN 1 Le
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d5Unazanusiena

gvsAmansnIgIiaUTznaudae 1) grsmaniduduny mITunguisdisay
adnsle ludvusdyaynds wasiiiusdygymndalaeiinsdudiediu dmalunisasng
AuliUTeulunswlstuYesgInadiuen 2) ensmansnisasenuLANNRUALAILAY
U3ms nafldranualuasuusud mstinwanvalduymma uazanintidsndn ainndlauseuly
n3utedu nen9Intu MasewiuAINUsEEnTu MIUmsdeantsnsdadimiing n1suseiy
arunm Madumheuinsauaim wasnsdeniufiiinisudetush avadrsauldiuieu
Tunsuwdaduvesgsiafiue 3) gnsmanifianiziaizaatvung inandud uay
AT1AUAT 51A1 TanuwminzauiunguanAndviing NsUIMSaNATURUS wagn13asng
Aruduiusiugndn uenantu nmaduasesiuslae uarilasnlunuuinisazadieeiu
Iuseulunisursduvasgsiasiuen

Y Ay a A ) o 1% v W Yo a

nsivieuafs I TN dunssuifazasennulaseulunsudsiuliiugsia
o o & [ ! LY ala IS LY 13 LY A Ly = A o '
F1uen Neloadumseh visupddedvdnndunssululadensluiindynsiianuigeiua
ANTEINGANTIUNMTUTZNOUIANTALG saenndesiuuiAnues Aizen way Fishbein
(1980) FINaBMYuN1INTLNINANITINMKY (theory of planned behavior: TPB)
WerupRldannsadunavsoinlalaonssdsdosinanaudaiiu Jeiruafniinewginssy
(attitude toward the behavior) aziinasiaa1uslaLanIngfinssu (behavioral Intention)
ANulAUTBUAR NN STIAUARA DIV TNLAFTNTTUTN AT ILARAIODNHIUNY ANTTUUINNT
ilvgnAninanufianela wansnisdusuiuulnseUn wazaianudnivesgnaila

91NNANTITITETIFU LUINATegnsamansnisaseanuliussulunisudsduly

a v

53135 U8R “SPEED & CREATIVE Strategy” 'vi%aqmmam%ﬁﬂ%’mﬂﬁauﬁimL%HLLas

]

D

a

feuAnaiassd JsUsznaudie 13 grsmanides uansdnuazvesgnsaanslagld
9nws 13 f1dnws lay SPEED adutegnsaraninisasienulaiuseulunisuysdulunin
Ingy (macro-strategy) %aLﬁquﬁmam%Mé’ﬂ Tuagzfl CREATIVE a3uigluninsas
(micro-strategy) FiAe
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1. S = Scanning #1894 N1SAATIZA

NITILATIZUANIZIIAABY (scanning of environment) N15ANEIYBY Metts (2007)
N813791 Usednsnavesusenlugsiavuinnans wazvuingeuiianuduiusdudade
nsudetulugaanvnssu uasdiarudiiusmedonriunisadsgmsmans fedu nnsUsediu
aounsainswsiuresnuesnatladensusiulugramnssuiieliiAnaandlaly
#0NUNMYBIGIAY waziATIgimgaseuiagiuUTulTmdensgigaudaiiewamun
Tgshafuendinnuudauss udenlenafifsogiileusuussligsfioduevosmuiesas
afeanulawseulunisudsdula

2. P = Partnership va189s ¥udu v308A1

(%
a v a [y

Ingviudnaziiaiugiglugsfanely ninddu ussnu vieninwelagn1ssiungy

Uselovilidosiufo amnsasmfudoduddisagnninfnanUiiunisdedoiiiuiy
yieadrurndsdoifieifiudiunadesesdiine mnnindu nemunguiudiofinnisieans
sewinaundn wanwdsudeya ulsune viesiuduanauidissananiizwndeuniouen
fogIRa LaymsaiedndnvaiveususiTmdulasdnndnualveshuifiendnvaiianiysi
JAUANMTDUAY WATUIATFIUNITIANITTIAMUUAEINUY TN15MmuAUleuIVRIUTUA
wagNgMsAAnidaniy uenantu fuszneunisanansnanduyulunisuinisianis
W AuUNUIIANET fuuaseas wazaldanglunisnszatedusiadld agslsing Suen
anlgazdanulsiuTouainnsuimsdanisiuendiiininsgrudetu Sruutuamud
gendilianmsaseiuegluninaiinisudsiunisssiafigs susuuiudaouuade
aip1w Jendnwalianiedl wavausaasisanuianelavesgnAisenisliuinisia Lee
(2009: 49-504) wuiriladedrdgyiiaiismnulsiuseulunsudsturesiiuengnly Ussiiu
MnuaUsEnaUNMsEANEITUS FuM WA walvesi U wazAAININYBINTIELANTITI Y

(Chatthanasirivech et al., 2008: 367-372)

3. E = Entrepreneurial #1189 guUsznaunis
N158ANTgYaY IR UsEnaun1sludvImAFYnssu (entrepreneurial spirit in
pharmacy) floAua1N130ANTIAETINeIAUTENO UMY 9 Tugsha A1 “Fusenauns”
feumngludaun wu nsdufunidnuastudin ahaderial waensaslendlm q
Tatuaugudely fdu aueeindesiniiunistyg) wardnlyyindussnauividn
Y] d' o Aav v
NFUNITUILANNTOUAEULUAINTALAFUN N UATET19aUN1IE AL (Brazeau, 2013) 9N



82 | 3EINSIANTAIATTLALAALENTY

mATegdsthiausanuduindniunginssumsuinsidaaniw gliudnnstiamg
Anuannsamnzan Tneflyadnawlunsliuinisda denunseiesedu anuelald
waziinlalunsTiuinis avanunsaasisnssusiiunussesu deasulivssnvuinay
ety iAan1seeusy uenantu anmsfiendududguain Wududiidesdsssanivuia
\ndunsiadesiiadessalunisusznevividn UfiReuegeilnnssu avadmnudedo
wazAulingaangnen

4. E = Engagement %u18819 n15dusau

Tnoindvnsyuvudosdidrusnluszuuuinmsiugunn ieidoudefusyuulsy i
guniiugusasinliissiafueiulauaradeeulfiuieulitugsie Wesnlasins
vesdinaundnusziuguamasifuatiuayuduuvdaieilasinisdng q AFeding
vivauivszrvu mnldivieuinainnnsiuilunisliuinnsasiaunin $rugiivi
Tnssnsanuhsauresniadsarainnuindelieliiud seuaule

5. D = Differentiation 31884 AIULANGS

PudumazNsliuInIs (differentiation on product and service) 53015 ¥I9TIAW)
warAMy (B.E.2553: 47) NA1377 gNSANARNTNITATINAUUANFAINYDIAUAILALAITUINT
Tnemsivlinvesdudn psndumiiinnnd viensii3nsiinng asmnaune awaiennuumn
frsnazarenuilindaiimidondiguas dfu 1) armuandafiududuazauman
MaNYRIFUAT LU MsTiAuAauAn LeTesileunng 91vnsiat uazivdion Al
WisuiAnananunsuafuvesduin Tuvugiinsaiduiidnsaudvesmuiesazaing
ANuUANABIRTALAMAUSLeBUlY 2) AnuuAnmiUNTUINS Wy MslEaYTnwm
Fnonue1ms Msimuugtinslden mshideya nsdiansaunaulsenevazasislenta
Tiurgsiald dadu nsii$megnlefiaudliidenvanansuarnisfszuunsadafinas
asnamnulaseulunisuaatu (Ellis & Calantone, 2011: 23-32) LagAINUNAINNANYATY
n15WiU3NTs Wunszngugna vlisuauandanulawseulunsudatunegsiala
(Megicks, 2001: 315-325)
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6. C = Customer %1889 gnAn

N15UIMN5Us2AUN90i3099nA1 (customer experience management) 1547
wgadudauinsitgndaznulunsdilulduinsluduenanadisnisuinnsinevaues
armmanisrasgndt n1sillasnlusuuins aruBuuduudala forsuafuds wegmugy
p1suaivasmues msfuilsdgmitmnainanisuarinlavesitae awiliiuasinan
Usviivla Gearsmnudndvesgndnlel msaismnuduiusseviandunsuazyusuluiBesn
AuRINTIUANe 9 ztiedaadunmdnvallunisliuinig Suerieglugurusuiuuas
TiuinisdaelaaediiligndiAneudseiulauasndunndugndiusesld venainiu
nsudmsgnéndusiusineiunaluladansaumauilditussuvamndn iednszvideya
anzyana UsziRgndn Ussanvesdudiiite s1uruyadilunisde aruiluniside
Wieusnsilamezasiugndanie nsansigndn msantuiinuseiinissnun way
nsaseauduius Inegauuinnanistiusnisuuulndatnulndlaagadeaulaiisy
laaanmasdnu Coca-Stefaniak, Parker way Ress (2010: 677-697) ﬁssqdw ASEASUNIS
goufuMNyTUTiasiu MslimUTnuinemudledymungnd n1slvnisuinisgndd
nstdlagnen nisadanuduiiusiuandaiunsaasnenanudise uag Kucukarslan wag
Schommer (2002: 89-95) wuiAnuAanislunsliuinsiuanseanliifiunas Sudesld
Yaunduns 1Wu Mslideyameuruiu vsen1slinaiungdag nsUseilinenisiagnis
Fnaruazaiianuianelalunisliusnislusuenla

¥ ] 1
= aada 1

7. R = Remote area wu180¢ WuNNAN1sUUITUA
Wesnnihavziusiinunnguandn uazdnuarlderesn1ssuuinig wonaintuy

Y

&
v A v v

annsasvyidseld Husieietionazienenans shidonviiafifaumnuvuyes
UseInsgs gnindinndsdegs dosnsfuuinsnnndans uasfeansaruinga n1siden
yhiafiugeiorisuarusnendvddiliaule mszaamdniuly wasaumuiuly
vosUszansdalidumulunsduiuianisvunalng vieidensinaiidu Niche Market ag
yiliugiien Susieierns warusnendvivuiaidnidsinisuznglaoasld Wy
nsidenviialuguruiinemnineassndud viounasssna astasannisutaduiudue

Yurntngnala
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8. E = Excellence nunafia arsnluige

Tneraunmduidea (excellence quality) MsdatiiinisUseiuamn ™M w3anssuIuns
Tunsmuaw nTageu wavdseduannmegnaluszuu lnemieausg 4 szadanmdnval
N13U3N13Ae3n TN inlilssrvudeiuluuinisegigndes wangay nisiludiuen

=Y vo 9 a = a v o Yo
ANNBILATUNITTUTEIENTNAlUNISUSMIwadunssy (GPP) aglasulenialunis

]

Wrgaulassnisvasdtnaundnyseiuauain Feazadisaulaussuluniswsduves

a v

g3 uevetndunsyuuls aenndesiu Gharat (2008: 22-24) 58U 9INNTHYITUN

]
¥
= a

A97UVD95505 UL UBULRY NISEPSUNITTUTRINTNNSARMINITUSNNSAULNEYNSSY (GPP)

Y 9

Tugsiasuen fdmdrslunsiauanuduinndn wesdudeldiuseuiiazanszauiue
Tilaaiuduluaienivesgnan Feiunganulaisulunisudatunisgsiald wenainiu
N13ATUANANAINTIULAZNITATUANAMAINYDIFUAT AzaTivlselevdliungUsznay

N1331NNTUTMIIANTNNUTEANSA M Uagn1sliusnsegegndes nnzay

9. A = Attitude U184 NiAUAR

nsUsznevin@mndunssusziesimninanudugsia iauaiseimndnndunssy
Wuuusssy fusznevivInndunssuiiiviruaiiesfosuansoonumnenisnseiili
andAiuanuuanasdsezaianulaiuioulunisusduld anuduinidnadsnssuais
IFsunsianuarduaiuotiedeiios daudlusefuuminedoaunseitseanu fURinman
ndnsafludsay feeusiufieannnineisesdnsdunisinu eadnsindn uazaniu
URURILANTN (Ploylearmsang, 2004) GevimuafsoIvniinnuduiusBauinseniny
fanelalunisvinusarausniusedvn (Yuenthanakul, 2004)

10. T = Trustworthiness #angs AuLWede

AmnudedievesgnAinainnisldsuuinisnnndnsluiueegramnzan lne
HUTENEUIYAIMATYNTTUAITHAAIBONATUIYAMATYNTTU HIUAMENWallaN1EAIYDs
g3 wszanuivgeniinmdnuailuumameduiausss msdnudsuilvigunidede

9 9
=

Tgunsalimunzauiunsiiuinig ssasienuliuseuls saudansindunsiiausnin
anwalianigd Wy JUANEAIN1EUINAINNITUAINIEY NITEIEBNTIY NSAATD WALANS
Anns1anndunssy wazkansyadnamlusiiun1susnig avaseaniseeusuangnAla
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11. | = Integrated MaN8As Y5UINS

luAun15d0a13n1159a19 (integrated Marketing and communication) lugauwys
o i 1A s & & No @ A v 2 =1
Toyarnasszuvansaung wu dumeside IWumaluladdndunyiglvinmsdeasieday
nsdanstemenltlunsdadmhelvidanuvainraiy aselvguslanauisadiien
ldeg1esansa wWu msldssvvansauneadiuigielunisdearsiungugndn e
WingugnAeanivlanineinendinisveninuiiesed1usien waganansaldlunisiy
ANULYIWede viseiuaeduiussenieiueiugnAld sumesideduludeanislunis
Usgndunussmuelnlunidnunniu lumslavanmedeauiiamue usasisanuiediu
nguslaalags vilinsdmiiedudlusugiaiuisavielauiniy InYem1enisin
Ivhendintulaglidedafaiuniiueiieegiusien Tuswannishimuinwimuen

ISP Y 1 L [ Y a o/ [ 14 ! = v !

azilaliine ulludagtuanilunisliuimsiavadaslafniusiuetonadefiednu deen
maluswdld Asnlu ndunsisdesdiauinumaluladasaumalazaiunsoasieniiy
Inuseulunisudadula

12. V = Various pricing strategy NNIYD qmsmam%’miﬁmumﬂmmaﬁwmﬂ
a1y WIadANBANEUAIUITIAT

eede AldseigndmienfiazuaniUdsuiunansoe aud vieuinig 91
Fudutladefitmundumisvosdudlunatn venaind Ssimmuaanuannsalunis
Mls wansdenuAndadue nslidiuan n138aseesIaIn1sg15eldu (The Chartered
Institute of Marketing, 2009: 1-9) msé?qswmmaﬁammama Lﬂuﬂﬁwé’ﬂﬁﬁﬂizﬂau
nsAshiauenlald (Wongsuphasawat et al., 2008: 10-26) %’mmﬁﬁmmﬁwsjuﬁm
simlauin awsaansian waglidunaulaasvilignaiinaiuiianelalunisseses
fausfin anvngladldgnilanfany mszsaiadunayszloninideine) nsansia
Fudugnsmansvesiusifes Tuvaeiiueignle Susiaieris wasiueenans o
fauBangudruseiiingi dadu msfeansliguslanaldnauisdnenmlunisiamey
AusImazaiennulaseulunsudsdula
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13. E = Education %1889 fun1sinen

MsfnyIkazALAUeIegweIias (continuing education and competency)
TnsnisAnuimanudifisi msfnwideaues madisuduuuivesesrdnsivndn
Usaun1salaInnnsyingy NMsEARUMITIRILIAIUAIINININGEINY 9558I1UTI NYUANY
wazmsinwiaunmnsliuinsfuinns azadrsanuldioulunisudsdy Jeam
ndanssundndulifinaiuazuuunnnsinyideiios et iansiauruesuounduns
nousaluusznauInm Clement Uay Wan (1997: 265-274) na1231 Msiseuinaeniie
\udsidndu msamulusunsnwideidemionisanidsgnsmansluguimsgsiaas
afefneninsiogsiala

YDLEUDUUZANNNANITIY

a

1. fUsznougsiaduenfianansaasiefuduniendmnsgsia Tnen1ssungy
Fsazanmnsnifiudneailunisudstumegsiale

2. aupundunssuguvumIsinalnnsusgauay advayuiazaiiawsgalaly
FugninnITINngy Tneivuauleuty wuammensaidunis wasgussaruanulussey
1ALy

3. driinnuvdnUsziuguammansueneveuwslunsliuimsUssrou wasiiumadon
Tums¥uuinmsfiazninuazsandbetu Tnerunsliuinsludue

4. Sueieaiieglnddayuu msademudusiusiugndn msiflednlunisuing
wPwasanulssrivlakazauinaananaile

5. Suginierieuasi g LendvsaIN AT InNLLANANUALA ANuvAINANY
YOIFUAT N15TATIAUAIVDINULDY wazNITIRUINIToE19TNIRIgINazas 9 NlUSaY

Tuntswdatula
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Jatauanuzlun1sideasana ity

1. msvinsfnwignseansnisasenulaiieulunisudsdulugsfadiuen
LenauUszinnYesiIuen Wy uenien Suguadetns Suenunm idudy

2. maﬁﬂ‘mmseﬁ’wLﬁmmmmmﬁmam% (strategy implementation) ﬁlé}mﬂmu
%5&1‘5ImﬁmumgﬂLL‘U“UGU@&ﬁ'«aﬂiimﬁa%umauﬁéfawﬁﬁa HUNTIUHUN SAL IO
MswRELSeLUamMINEINTNS 9 LazmsUsziiung (evaluation) elumsssaaoUgmsaans

3. AsAnwgnsmaninsaseulfiuTeulumsutstuvedlugsivsuendudu 1
WAy muiideivglaingedt wu gnsmanslunsideuseruszuuuszfuguain
gNSANARNSNITATINATOYLEUTENBUNITI NN

4. Mnmsfisuendugsiadudn fafu grsemanivesiueFeannsnihluuiy
TgAugsiasuaanta
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