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ABSTRACT

This study aims to:

1. Analyze how marketing mix factors (7Ps) influence the purchase decisions of colorful and
moisturizing lipsticks among students and working professionals in Bangkok, based on
demographic differences.

2. Identify key factors that affect the purchase decisions of colorful and moisturizing lipsticks

among these consumer groups.

This is a quantitative study conducted with individuals who have previously purchased colorful and

moisturizing lipsticks in Bangkok. The sample consists of:

e 250 respondents who bought these lipsticks from physical retail stores, such as convenience
stores and department stores.
e 204 respondents who purchased them from trusted online platforms like Shopee, Lazada,

and TikTok.
A questionnaire, adapted from previous research, was used as the primary data collection tool.
Findings
Demographic Profile of Respondents

e The majority of respondents identify as gender-diverse individuals (42.7%).

e Most are between the ages of 21 and 30 (22.0%).

e The highest level of education among respondents is a bachelor’s degree (60.8%).
e The most common occupation is self-employment (26.9%).

e More than half of the respondents earn a monthly income of over 30,001 baht (54.4%).



Purchase Behavior for Colorful and Moisturizing Lipsticks

e Overall, purchase decisions are rated at a high level.

e The most influential factor is "How long does it take to decide on a purchase?", which is
rated at a high level.

e The second most significant factor is "Which occasion has the greatest impact on the decision
to buy?", also rated at a high level.

e The least influential factor is "Sources of information that influence the purchase decision,"

though it is still rated at a high level.
Marketing Mix Factors (7Ps)

e  Overall, marketing mix factors are rated at a moderate level.
e The highest-rated factor is "Product," followed by "Price," both at a high level.

e The lowest-rated factor is "Promotion," which is considered moderate.
Demographic Differences in Marketing Mix Preferences

e Respondents with different genders, ages, and occupations prioritize marketing mix factors

differently. These differences are statistically significant at the 0.05 level.

Keywords: purchase decision, colorful and moisturizing lipstick, marketing mix factors

uni

o o

SuRUndunildlugauauidrdyuulunthdsasieuivavnmuasyrdnnmususazau egalsinudymsu

7

Funitwudes wuunuiuan aondue vieddad Shdmansenureausiulalunuesvosiaulasianiy
IuaﬂﬂuﬂWiaiﬁéfmmimmﬁu%LLazmﬁLLamaaﬂﬁImmLﬁiuﬁaam@if;ﬁ YoTsnouAunud AU IN TR
éﬂaﬁﬂﬁmmmmﬂwéﬁu’ﬂuﬁﬂumﬁﬁﬁmaz@L.La’%u?lmﬂiﬁlﬁawgu ﬁju%usauﬁnmmﬂaamﬁauazﬁi@ﬂau&ia
AvuE iU uenanidifesupudduiitaeituqeliBuingduy qunnd wasteiuanudiulaly
ynlonia 9103 waﬁﬁnﬁﬂmmaL'ﬁaﬁmsnQmauﬁamaqaﬂaaﬂﬁmmsaLLﬁsz‘gmmdwﬁiﬁ wiouduAnunds
ﬂﬁ]f?}’amamﬁmamﬁﬁmammiﬁm%ﬂa%@mmﬁﬁiﬂﬂ o undadusiildifsausinoulandanudonis

supnuy uidaduidenduasuyadnamuazenuiulalunuedifuguilaadndae

duafndoilundndainsosdrensifiunumddgluiinussdriuvesiuslaaialan seanuaiusalunis

diuausiulauagiasuyadnamvesdld (Euromonitor International, 2023) Tuuseinelng aandvainiiule



LYY o 4

ag oot nsannzlunduivsunaylpvinudadvinnuddyiunmdnualuazaiueaisay (Thai Cosmetic

o

Manufacturers Association, 2023)

o

nswdsuudadlunginssuguilaaagvisuisrnudeansivainvany Wy nsidenldduainilddumnzay
fulaniasie 9 wasAnaudRnyILlvsuEuInguiu (Shiseido Group, 2021) Uadewarilvinlvidnandeeimu

gnsudndaeilvnaulandvislumuamuninuaraulasaioieguan (Unilever, 2023)

o

Tuduasugia nyumumuasdunainddgiddnenings esnuszynsalngluiunifiselduas

¥
o

fdsPefunnninumdu 9 (Deloitte Thailand, 2021) NM3Anw191n NielsenlQ (2023) wuinguslaalulun

P%
=~

nyanne danuaulalundndnriavainiianusanevauesrudenislaviuil uasniounvgdnglusaigadu

winuewILTuFUATIANA

sa1ndvadntutagtudalasudvinannledvaiifisuaznsnainuuuidna (Mintel, 2022) nguithnsnede
nukavinAnuludagiudnfaauiiuaziuuziinndungieuwesiieUssneunisinaulade (Bangkok

Post, 2022) ¥oya31n McKinsey & Company (2022) seydusiaangy Gen Z waz Millennials e

@

HAnduaTendnvaliamzii wasiansdannusuiaveusedeu 1w nsldussadnisleda

TurdraIn1snanm d@uuseaun1anisnans (7P’s) F9Usenaunie nannuel (Product) 5181 (Price) 4894119015

o

Ay (Place) N13dEsuN13u"8 (Promotion) YAAINS (People) Ns¥uUIUNT (Process) wagduwindon
N3nEATN (Physical Evidence) faiduinIasiiodAgylunisadranagnsniuszdnSnin (Kotler & Keller,

2016)

wannil Jadeduuszrnsmans wu oy we s1gld wasszaunisdine AllunumdAglunisimun
WeANTINNST Yeyan(@innuulevieuazensmansnisn, 2566) seudn Wiesmdgyiudynivie

ANuAsEn Justaamvunislunisdanisiutyminisensual Gaanuauaiunsaneulandluisesd dudl

a

a . . " A a a a é’cl 1 .:4' a « bLu i Iw <
adasn LIpStICk Index” WUNNYDAVIYAUAANLNUTU UPILIAMLATYINIUAIULULUUDU LLAAILALAY

FEuTlnaNemIsieg Nsaliuns lunsidereiuazdnnislymaiiunien

¥
1Y 1 Y o

ny3deiduisduianudilatfeninarenisinduladevesngudmung ieatdvayunsinudvannl

3

anansaseuausnufieINsvesiusinaluansunnumunasldegslivseavsam

UITEIAYRINITITY

o

1. Welaszvtadeaudiulszaunianisnann ( 7P’s ) Nddvnsnanen1sanaulavedvafnniiddulay

o o

Wianuguduvesindnwuazdsiuluwansannauuas wenaudeyauseansmans

o

2. wiefnwdsladeniinasenisieduladedvainniddunaziiaugudulunguvesindnwiiay iy

VT’WG’WIUL?JG]ﬂEQW]WlJM’mﬂi



YBULAVAINISIEY

1w ]

1. VBULUAUISYINTHASNANAIDES

9
£ '
A o

Usggnsiildfnuluassillaun dinededvadin ssnniddduuaglinnuduanlunammuniuns

M3eurserinnuvseeAuegluNJUNNUMIUAT NAUAIRE1NIWIY 454 AU

2. vauatani

AIduAnwineiulafeninasenisnisinduladedvainniddunasiinaaudflvinnuguiu ves

Unfnwnarisvihnuluwansannuvuas lnedveuwailenicsl

1.67uUs6u (Independent Variable) Jadamauszmnsenans lawn e1g we sedunisfing 013w wae

snele

2. MuUseu (Dependent Variable) Jadvaiulszannisnisnan (7P) laun wansmel (Product) 5101

(Price) 90an14n133n3 9N (Place) Msduaiun15918 (Promotion) YAaNs (People) N5¥UIUNNT

(Process) @R 0NN19N18ATN (Physical Evidence)

3. VBULUANUT
maivdeyanisnszaneludemenisimiiedudi de dvglududfiasen wu Suazainde

WaassnauaT 913U 250 40 wazngulssinsiiaededvainniidduiazidanuguiuluwnannosudn

Wotleld 1w Shopee, Lazada, Tiktok tdusu $1u3u 204 galaswvaiudeya dam1s1ei 1

A15797 1 Mswdaivdeyangusiedng

anuiiiusogns FIUIUAIDES
$uavmnde 7-11 anvmaladng 50
W9ATINAUAT Esplanade 50
008 annfaen 50
UNINYIAYTUAMN 100
wuugeuaueaulall (Online Questionnaire) 204
33U 454




AU UN15IY
1. insasilafildlunsise

w3 esflofildluns3ideasadidunuuasuaiy Feaeuauieadudeyaisluvesinau

Ao o = '

WuudeUnTY Laln e 18 seAun1sAnw 0ndn sale LLazé’ﬂwmﬂumﬁLﬁaﬂ%@ﬁﬂaaﬂmaammzummq

o Wud awd wdefinvestoyaiifavinatenisinaulade szoznailunsdadulade lomalumsdeuay
mmaﬁtﬁan%@ fidnwauzidunuunnsdinuuszanndi 5 520U (Rating Scale) vasdlAsw (Likert) uazAnnu
L?{&nﬁ’Uﬁauﬂisawwmmmmﬁﬁwam'amiéfm%u%%aﬁﬂaﬁﬂﬁﬁﬁé’uuazﬁmwmju%ﬂuwmﬂqqm‘wumum
Tnosesudvnavestiadvdmlsvaumenmaiaiinaseduiloalumsdeauainiifddunasdautut W
Uadeaunansdadt (Product) A1usia(Price) Aun1sdnaImUne(Place) AuN1saLE3NN1RAIM (Promotion)
suyAaINg (People) FMUNTEUIUNNT (Process) AMUAsINEDNMIN1EAM (Physical Evidence)iianuasziiu

WUULASIEIUUSENNAIAT 5 26U (Rating Scale) UasdlAsyn (Likert)

< v
2. NM3NUIIVIINYIUA

va o

AIdeindunsifiuriunindeys nedwuvaeuaudiuau 454 ga Tuandnelvingudiesn

U

1A8ULANUUUABUDIUAIUAILD f\]’]ﬂﬂj‘LJLﬁUi’JU33ULLUUH@U€]’]3J?1§U1J’]1/°]J\WTMW 454 Ua UIUIRNTI9dDUAIY

AsUTUaNY Tl Ldluuasuauiauysalindazvideyanivatiamelusunsunauiines

L$

3. mMslATIERveya

'
a

1. deyaerfutademeUseannsmans laun e 81y n1sfnw 21T wagsgld Amsieily
sULanuasAf wagdosar uazthnanslinszidumssseneunsusses

2. enwRadiuAniudulsvainisnaniinatenisteaanfifddunasdenugudulun
nsammamuns Ingldafifidads () uazArdrudssuuansgu (Standard Deviation:

S.D.) waztEUsKANITIATITTUAITIIUTENBUAITUTTENY wasn1ThUana 5 Seaunadl

SYAU 5 AYWULY Wneds Wuseegnebs
STAU 4 AZLUY mngda Wume

SYAU 3 AZLUY e liwdla

LU 2 ATLUY mnede lddiudoe

JEAU 1 AZLUY wneds ldtugeogneda

NAAZLUUT LU ATIERMANR A NS DUAIMUALN I NITWUAAIIUNLNE AL T LA UAUYIAL UL

4 o &
bAAY PNU

Aade szauMsanaula
4.50 - 5.00 1Nl
3.50 - 4.49 un

2.50 - 3.49 Jrunang



1.50 - 2.49 tioy
1.00 - 1.49 Weuiian
3. deyanufudnuauzlunsdendedvainniddulaziianuguanuluwnnsunnumuas lay
Idatifrede (X) wazardulesuuninggiu (Standard Deviation: S.D.) kagiauang

o

ﬂ’liaLﬂi?%ﬁl,‘ld]um']‘iﬂﬂigﬂ'f‘]‘Uﬂ’Ti‘UﬁSEJ’]EJ wagnsuUana 5 sEAunsil

SYAU 5 AYWULY Wneds Wuseegebs
STAU 4 AZLUY mneda Wiume

SYAU 3 Az e liudla

LU 2 ATLUY mnede lddiudoe

JEAU 1 AZLUY wneds ldtugeogneda

NAAZLUUT LU ATIEAMIAR A NS DUAIMUALN I NITWUAAIUNLNELARLTEAUAUYIAL UL

4 o &
bAAY PNU

ARy szAUNSARAUTLD
4.50 - 5.00 1Nl
3.50 - 4.49 N
2.50 - 3.49 U1unang
1.50 - 2.49 oy
1.00 - 1.49 Yioulan

NANT5398

Uadensusevnsangns

nan1siaseideyaladensusernsemans wui dulngipeuwuuasuauumamadon Anduiosar
42.7 fiong 21 - 30 U Anludosay 22.0 seaunsfine fie Usyansanduiosaz 60.8 ondniaqiufe §3ie
drus Aeududevas 26.9 wariiseldeduseioude s1eldunnn 30,001 vm Andudesas 54.4
Uavwdaudszaunienisnain

HanITATITRAUAATuAEf gl sEEuNIIRAIR WU TnannsnegluseAuUunas dlofinsandu
8ATY WU ﬁwuﬁﬁmm?{agnqm Ao MuKAnAMY ogluszAuNINTasRwnee AU agluseduin wag

Auidiadenge fe aun1sduasunisean agluseauliunas



M1919% 2 Anade wazardudosuuinnsgiuresladudiuyseaunnanimain

(n=454)
AulszaunIINITIag X S.D wuana a6
PUNBRA N 4.19 0.35 110 1
AUIIAT 3.72 0.49 110 2
PNUYDINIINTINTIAUEY 3.69 0.62 170 3
PIUNTAUATUNITNAIN 2.98 0.60 Junang 7
AUUAAANT 2.99 0.84 Junang 6
PIUNTZUIUNNT 3.02 0.62 YJ1unang 5
AN BN BN 3.47 0.48 Urunans 4
3 3.44 0.57 Junang

anwazlun1sanduladeddafnniiddunasinauguau

o

9
HaNTIATwdeyadnyurlunsdenteivainnldduuaziianugudu nuilaeamsin egluseiuinn e

fiarsandusedady wuin JedeiifiAadeasan fe ldszesnadaduladeuuminlvg lnenesiuegluseiv

1N 09893 A lanaladifinasion1sandulaeniniian lnentesiegluseauunn wazladeiniinaiedian

Aaa

Ao undsnuvesteyanildvsnadenisindulade lneniesimeglusyivunn

#3UNAN5IY

wiA WUl naualegednaLana19iL anudAgdediuyseaunian1snain A1unseuIung

ad

waneineiy egelidd1Aynsadianseau 0.05 JwauTUANNATIN dIUMUNEAAMI MMUTIAT ATUYBINIINTT

o v

AU AUNITELESUNITAAA é’mqﬂﬂam WAAUALIAARNNIINEAN Tluanenaiy

918 WU nauiegedoguanaeiY TiaudAgysieduysraun1anITnaInaIunIEUIUNTT Uay

De

WA WINGRUNIINIEAINLANANAY pE e dTedAYN19adfniseau 0.05 FewousvanudgIy dunu

@ 1%

NN ATUTIAT ATUYBINNITIAIINUNE ANUNNSELESUNITAAIA G’ﬁuqﬂﬂaﬂ'ﬁ Talwanenaiu

=

o =2

JEAUNSANYT NUT NENMBgndiseaunsiny) unnd1aiu anudAydediudsyauninisnain
ATUNAAAMT A1UTIAT ATUYBINNNITIATINUIEY ATUNNTAUETUNITAAIN AIUYARANT AIUNTEUIUNTT e

Audwndeunianienn lduaneeiu Feufiasauusigu

o ' |

1AW WU NAUAIBENTNTN uansineiu TraudAgsiediuy saunin1snaInausIALANeIiY

ogalfudAgyneaiffiseiu 0.05 Tewoufuaunign drudundadue sudemnanisdadmung funis
daeBunmInan fuyanans sMuUNTEUIUNNT uazsnuAaIndonynanenm liuanseiu

seldveiion wuin nguiegiifinglddoiieu wandaiu linruddysediudssaumisnisnan
ATUNAAAMT A1UTIAT ATUTBINNITIATINUIEY ATUNNTAAETUNITAAIN AIUYUARANT AIUNTEUIUNTT e

Audwndeunianienn lduaneeiu Faufiasaunsignu



M19199 3 @sURANINAFBUALNAFIY

UadeUszansmans AuUszaun1aNIInaIn ANYBANATYNIEDRA pausu | Ufues
Lt FUNANI N 0.850 - v
AU 0.063 - v
FUYBININITIATINUNY 0.665 - v
FUNTALASUNNTAAN 0.354 - v
AUUAAANT 0.490 - v
FTUNTTUIUNT 0.043 v -
FAUAINAEBUNIINIENN 0.718 - v
U 0.455 - v
91y FUNARNI N 0.764 - v
AU 0.537 - v
FUYBININTTIATNUNY 0.372 - v
FUNTALASUNNTAAN 0.956 - v
AUUAAANT 0.232 - v
FUNTTUIUNT 0.023 v -
FAUAINAEIUNIINIENN 0.010 v -
U 0.413 - v
SEAUNSANEN FUNANI N 0.095 - v
AU 0.503 - v
FUYBDININITIATINUNY 0.592 - v
FUNTAUASUNNTAAN 0.604 - v
AUUAAANT 0.193 - v
FUNTTUIUNT 0.363 - v
FAUAINAEEUNIINENN 0.601 - v
U 0.422 - v
DTN FUNARNI N 0.122 - v
AU 0.037 v -
FUYBININITIATINUNY 0.511 - v
FUNTALASUNNTAAN 0.898 - v
AUUAAANT 0.051 - v
FUNTTUIUNT 0.331 - v
FAUAINAEEUNIINENN 0.456 - v
U 0.344 - v




selaneisiou PUNBRA N 0.651 - v
AUIIAT 0.667 - v
PNUYDINIINTINTNAUY 0.227 - v
PIUNTAUAIUNITNAN 0.941 - v
AUUAAANT 0.687 - v
PIUNTTUIUNNT 0.116 - v
AN BN LA 0.447 - v
Rty 0.534 - v

2AUs19NANISIAY

1.

anwaurlunsdndulaveduainiiidduuaziinuyuin wull szesafignouluuaauny

¥ '
] ' a

aulafovosiign Ao Tdszernaliiiy 1 Ju lemangneuuuudeunudnduladevesian

EE

¥

fo Farlurew Ty Yrnaiidneuivvasunudndulatoussiign fe 02.00 - 05.59 w. &

X

AuaRnfigmouwuuaeunudndulatevesiign Ae ddu (duan,duus,dueuuny) g

AnauwuudeunuUdsuEviedivafnUesiign fie wusunwuildeglineulang Yadelaiiiing

¥
=~

sen1sanduladeuniian Ae aunmdud Anudlun1stedivatin fie 1 ATYAADU UWnENIN

a '

Yostoyaniidnsnarenisindulate fie $1a1ndeesulail (W Instagram, YouTube,

Ya o =3

TikTok) §3dewiuin Juslaalindnduladeiduvesuiglulemaddny Tnerddananmees

U

a v

AuAdudiyy L‘ijadﬁnﬂl,msuﬁlﬁmﬁi%agﬂaimuiﬁmé LLa::m‘a@%”?amﬂﬁaaaulaﬂﬁguﬁﬁﬂﬁ
Faaulaldiet Inedavaininudduiinnuanlawazannsadhivainldvanuans Seviild
Q’U%TmumdwﬁummmLa'%m%mﬂﬁﬂmmagLﬁuﬂawuamlaiﬁﬁ’uqﬂlm"ashddwstsJ Al
nsteiteuazads warldnanlunsdadulalihiu 1 Suduasfoulifiuimgnssunisde
AumsnanfidauaiiauetazidonlsatuanudoinsliluiinUsysiusgretneu uaz
a8 vt 02.00 - 05.59 u.pﬁﬁsLﬁu’jwQ’U%Immqﬂfj:uﬁLLuﬂﬁuﬁ%ﬁmaﬂﬁJ%@TuﬂNLam
i lesanmstelurasnansiuenassiinanuansdade wu anudevacy pmavanly
msfeudeaulal wiensldnaindeundsminianssuysesiiu §QLudw§aqu5mﬂizﬁu1ﬁ
QU%Iﬂﬂﬁmﬁula%aﬁuﬁwlﬁaemﬁ’;m%ﬂwdwﬂmﬁ’nﬂén donpaosiunuifa algwa lalnlsa
(2563:76-87) finamimgAnssuguilan(Consumer Behavior) Tnevgudiithaniiaszs
ngAnsauguslananidondt 6WsiH msuiuntsnavladevesiuilan (Consumer Decision
Process) %Lﬁuléﬁwwqﬁﬂiiu;EU%Iﬂﬂﬂ?ULﬁuL"ﬁi'mﬁtmﬂshwamumEJ SnimanszuIuns
éfmﬁuif\]%aLLa::miﬁﬂﬁwémﬁmﬁmm@mﬂuﬁ%uwLLazmﬁdwaTﬁ]ﬁm%’Uﬁu%Iﬂﬂﬁ?uL‘fluﬁaqﬁ

Aasadldlanasmdeyaegisasden Fwmadnsvoinisiiilangnssuegindaiuazyinla

q U

a v

audmiseuinisvesrnaninlusglulavesiuslaalalaedine denndosiuiuifa (Solomon,
2017) find1vi Juslaefinelalundnduandnizdedumainuiianiaiinivun denndesiv
WWIAA (Brown, Broderick, & Lee, 2007) ina1331 ngudn1snaauuuiingeuin (Word of

Mouth Theory) Fliiiuinduslaadnlasudeyaainunasilediold wu $handldase Tz

10




dwasionsindulade asnndesiuludfn (Zeithaml, 1988) nd1331 NguAmnIN
HARsue1 (Product Quality Theory) 85U1831 AuAMYasduMITunumdAylunsindula

v

%0 LﬁaamﬂQ’U%Tﬂﬂﬁﬂ%Lﬁaﬂﬁumwﬁ@mquqLﬁammﬁqwﬂﬂuiwzma RIGRRNA
WA (Aaker, 1991)fina1397 nguanuinalulusue (Brand Loyalty Theory) s8yin e
Austnaldnuauiianelaainuusudiay wnwaridlUlduusudlmifianansaneulandany
#osmslduinnin aeardesifuluafn (Schiffman & Kanuk, 2007) ind1in nquiwgingsu
fuslaa (Consumer Behavior Theory) a3unei nafinssunistevesiuilnaasiiauunns
AuraIaLardaunTsal Swanansodmanenisinduledelutinaniliaafn denndes
fuluAn (Labrecque & Milne, 2013) finanyin ngufalunisnain (Color in Marketing
Theory) ndTin Aflnansenusienuinuasnginssuniste lnsafianlauasinnuaranmm
anunsonszduauadlauaznsidentodudily aenrdostunuidevesiigin averndeu
(2564) fnuingrounuuasuniudnlvg) dentoavaiin ouay 1 ads
anuAniuietaduiudulszaun1anisnatn wui lnenmsiueglussauliunans fie du
KA A1UTIAN UarsuYeInIN1sIndIv1e agluseRuin dunisduaEINsIY Ay
UAAANST AUNTEUIUNIT LA AUAWINGDLVNINEAN agluszauliuna dlofinnsanusias
RV ebC7iVel Tué’mw%mﬁmsﬁmwmd‘wusum%ﬂaaﬂLﬂuﬁﬁwmﬂﬁqmm@’muLL‘uuaaumm
ImmawwmﬁmwwﬂadﬁLLaz:ﬁmmju%wﬁamﬂm{l%l,fluL’Jawmuﬁu’nﬁﬁdazﬁauﬁnmmﬁmﬂu
sl Fuitededudsingn ImaLa‘wwssLuma'jﬂJaﬁUaﬁﬂﬁﬁ@mauﬁaﬂLﬂw‘lumﬂﬁmmﬁu%u
wazamuluan mundeuiivainvans Wy nsfuUsEue SR Feavaiaifiuainy
wanelalviiugnan IuﬁﬂummpﬁmauLLUUaa‘um:ua"gu1wz1jﬁauﬂismm1uﬂw%aﬁﬂaaﬂﬁﬁﬁwm
fopnin 500 vmdents Seideituinduilnnandentoduiitsiadndald uasdueiy
AunmuazUsgloviilauannaniost Tufuremanisdadmiefilduduiaulanniiga
IINFROUKUUABUAY fotesninsdsdoduainfituaravain wu madsdoruueundia
FU ImfaLawwﬂumjuﬁuﬁmﬁLfluﬁfﬂﬁﬂmLLas‘TszTNWuSLuLﬁuqum‘w:umum Fafnuesmay
azmnauslunisteaudlunaisfauazannsadfdudldielnglidoafunslud
SufaSorsassndud funsdaaiunisune wuin SUsTudy Wy de 1 uaw 1 waznisan
aldsumnuaulslussdulunasngpouuuuasuamdauansliifufismuddyuesns
a'qLa’%umim&Jslumiﬁw_]mmmaﬂﬂLLasmsﬁumiéfmﬁﬂﬁ]%asuadgﬂﬁw AIUYARINT NUT
ANuSiazALgn MBI einansEusensFaduladevesreuLUUABUa L
sgauUIunag ;ﬁ%’aLﬁudwﬂﬁ'U%miﬁﬁm’1mifu,awiwmzjm‘wmmiaa%ﬂwisaumszﬁﬁﬁ
1ﬁ’ﬁuqﬂﬁ’hLLazmmsaﬂisﬁums%yaauﬁwadgﬂﬁﬂé’aEJ'1qlsﬁmummifl,l,axmmqmwmad
wiinnuweealiliivinagsgailefisuiutiededun wu auamuesdnfusiviesan
shunszurumstmeunuuasuawadnngiiauaanidunssuiunsBesszernainsinds
duinasuagasanuimuneglussauUiunans fudiintulagluduilnadulngjdenis
MsdndsisInSILaTATIIANNTY winganudnszurunmsusdiulugaannssuddlyl
anansavlsiffuslaafianelaléidui suanmuadeuneneamieuuuuasuaudlng
Tharuddyiumsinrhseasdondudinluwivesd daunas LLazﬂmauﬂﬁmméﬂaaﬂiuﬁg&

Fosmnesulatuazmiiueglussduunn Jsasvieuliiubanuddyvesnisiideyad

11



asudhuuardnuieTududilaensuaniseasdoniinsdlunsanastiofiuaugiula
sLﬁﬁUéU%IﬂﬂSLUﬂ’]iLaaﬂ%@’guﬁ’l aenndosuLLIAATDY Zeithaml, V. A. (1988) findnyin
NOUINMINAIARIURANANYBINERS U (Product Quality Theory) L&ua31 AMNATNYDS
w%mﬁ’m%ﬁwa‘ﬂmammammﬁqwaslwmqﬂé’ﬂLLazmﬁﬁmﬁu‘La%a Fuilansinazidondudid
Aunmganduilefifudenvanes denandesiulifnues Kotler, P, & Keller, K. L. (2016)fi
nah A mesAufansndsalignéUseivlanasnduantes s shlvaudamnwd
Hudsiddndmiunisisgaenualavesgniiuazmsinvgiugnd aenadesiuauide
yosARNUA S1UNNANA2565)TnuTN Rauwandusiaaindouddvainiidauuauiuazlyl
fusuiuluuazannsafuiiuavainldd anmfuludsuduenuiionelaluoranadas wud
I¥uazuuumufianelags aenndesiulunAnues Monroe, K. B. (2003) fina1ain awd
ailasiosian (Price Sensitivity Theory) nanifisnsiiguilaaneuaussiesiaunnssiuly
mudnearwararusdulunstoaudiiung Tnefuilnadinaglinnuddgiummiaunse
f\h&Jlﬁmmm'mﬁumLLagﬂawuﬁawaiﬁ]ﬁlwﬂ%uﬁwﬁuﬂ A0ARADIIULUIANYDY McDonald, M.
(2016) finanvi Nauiivesenisiadiving (Distribution Theory) wansliiiuinnisiden
611'@qumiﬁ‘]’mu"]aﬁmmxaummmLﬁmiamaiumm’fﬁdgﬂﬁﬁLLazLﬁmamazmﬂiumiﬁa
duf aenndasfuluiAnves Belch, G. E, & Belch, M. A. (2017) findnimguinsdaaiu
n19978 (Sales Promotion Theory) Flituinlusluduiinaneonsinauladedudmouslna
167 Tnsranzidlefuslaaldsuuselomianndoiausiifgels 1wy nisansian Wion13Te 1
w1 deandesfusuidevestiuiuta fussau (2563) inuth Aanssuduaiunisvied
ﬁa@mmié?juaéﬂaaﬂmadQ’wﬁﬁmnﬁqm Ao n13dnlusTuduansian aenndesfuuuifnues
Parasuraman, A, Zeithaml, V. A., & Berry, L. L. (1985) find1291 naufnisuinisgnén
(Customer Service Theory) Lﬁum‘ﬂﬁ‘u’%ﬂﬁﬁﬁ@mmwﬁu’ﬂuﬁmmmi AUAINNTD LAy
smsfianm GaanansaainsUssaunsalfirliiugniusrdmaromsindulateld aeandes
fuuuIAnves Hammer, M., & Champy, J. (1993) find121 nuimsdnnisnszuiunsssia
(Business Process Management Theory) Lﬁumi"d%'vﬂqﬁﬂ‘izmuﬂﬁmdﬁjﬁﬁ]Lﬁ@lﬁﬁm
UszAnSamgegn Tnensantuneuiilisniunasinlinszuiumsinusangilunmsdnds
Aufuaruinis aenAdesfunLIAnves Schmitt, B. (2003) find1ai1 ngufimsesniuy
Uszaun13aivesgnai (Customer Experience Design Theory) N&1384N1580NHUUUTIEINGA
uazswazBuavesaudludossulauasuihin eliigndannsadilanasdindseiivla
Tugudniy

o '

HANSNAFBUANNAZIU WUl Juslaadidone uandnsdulianudidgsediuysyaumni

o

manaalunsindulatedvafnifiddunasliamududu Tnesiuldunnaaiud3deiuei

o ' ]

HUSLOAWANE LwATislaswanadenlviaudifyrediulszaunianisnainlunisanauls

7

1%

FoauaRniidddunasimugutulussaulndidestu fuilnafinsfisrsannuanifves
wAnSarludnvafiorty Wy anuamuvesduain Fduillaniey mmﬁu%uﬁmamu uay
nslduiiagaanauny Gdisinruuansnsifidodfynsadfissuinane denndosiungu]
%84 Schiffman, L. G., & Kanuk, L. L. (2010) nanyin msfiguilaauansngiinssuiindnonds

AMlunsidenduAmnsausnig wiinaedanwastanuluunesu wiu e Jabunsiituansld

12



windnlinezdundle fuilansslinuddyludnvasferiuiedvafnilinaaudfguiu

warddulanLay

¥
o ' ] ]

Huslaandeny unnsrsiuldianudidgsediuysrauniainisaainilunsindulate

7

a a dad o o vaw &

aﬂﬁmﬂmuaauuaﬂﬁmﬁmju%u Tnesulidunnsnaniu gpf-aamu’jﬂuﬂﬁﬁmauiﬁlé?juaéﬂaaﬂﬁﬁ
ﬁé’uuaﬂﬁmm%ju%wfu Lifuslanareglutnonglmuidilinuddglunisideondvatin
L‘iflum%aqﬁ'maNﬁﬁa'm’1':?amuauaqmmﬁmmﬂumﬁaLLa‘%u?JU'miﬁﬁmj'uﬁuiunﬂsd’JﬁEJ
aonndasfunguiues Kotler, P, & Amstrong, G (2010) na1731 nsguaunsdinduled

WNeasiudadesingg 1wy anudesnisduyanavesuilnaniongsaiy wiiagegluyis

o I

a1glvu Juilnedsnsdianusaanisiazauasuiunliguiusasiddu

o =

Huslaandseauns@ny unnssiulinuddysodiudseaunanmseainlunig

' o Ya v & =

snaulagedvainniddunaglvinnugudu Inesauliunnseiu dediud linduslanay

o W

FEAUNIANWITAN W3 sTAuN1sAnwIgs Aadbinuddyiuauaisnu Tdlaguadaies

wiu Mavavainiilinnuguduiusaiuinldlivinuiunn vise nsmavanididdy wud

Auantalviiuluniy aenadesiunguives Schiffman, L. G., & Kanuk, L. L. (2010) n&1331

= o

HuslaaluszAumsfnwisineg ianudAyduanumenuiaznsauaiies wiinaeiissau

LYY P o

ns@nwneiy uiaudAyresnIavainfilinaau TRy suLasAFudnliaud gy

o

widlaunu

¥ o ' 1

Huslaandendn unnseiulvanuddgsediuyssaunnisnainlunisindulade

o

A )

duaRnfidduuagivimnuduan Tnesauliuwanseiu §3dewiudn fuslaanaivinendng

o 1 o

wansneiy 1y wiineuuTEm gsfivdiuda deseanlunulsyaranieuenues sty gl

o W o 4

AYNAANUSUaNWal

o U

wazyadna mAeuen lnglanizegedinisauasuiunlvisiddunasi

v oy
Y aa =

Augudy Uinlaudis uan aen seninaeaenBuasuyadnamlinfowy denadosiungud

U

984 McCarthy, E. J., & Perreault, W. D (2002) Na1771 AUANAYI83dUUTEN0URAIN°) VDY

@

Namﬁ’m(ﬁﬁ'dqNaﬁiamim%ﬂwm;ﬁﬁiﬂﬂ ﬂ’]iﬁéU%Iﬂﬂiuaﬂ%Wﬁi’N“] WU WHNUUTENYID
gafaahu Wauddyfusudnvaluazyadnaimaiouenagyiouiansiansananiousii
Peasuyaanamle

Fuilaeiineldoiiou unnssiulinuddnydediuyszaumisnisnaialunis

v a

mmauia%aﬁﬂaaﬂﬁﬁﬁé’uLLazIﬁﬂawuszju%u Tnevuldunnenaiu {idewiudn uwiddagu
wsugianrlilddinn fuslnadulnyTafadulatoldinelnsansiniesdvosderisddaiing
fvunidn el luvesyiylulemafiay wiedeueuldieniy Felifianuunnsieiid
HeddgysadAsznineseldsiorou aenndesiungufves Kotler, P., & Armstrong, G
(2010) na1771 Wilagdianuuanaeneeuela Q’U'%Imé“qmLﬁaﬂ%awémﬁmﬂﬁﬁmmia

movauBInUNseINslunIguanuledld wu msdendelniesdionniduundnuazsianligs

13



JoLAUDLUY
Jarduanuzlunisiinanisideluly

1 ouwdndue ;. Asdumsiawiauaudfvesdvadin wunmsiinnuguauneniuiuwesd
TnmunsainauautRnstestuwaanliiundnsusidiedugaueiingy 3z

movausspumanitesgndtunnnaulaglidnludewansiunudnuauzuszyns

nagnsvnen1snale : linagns Differentiation lnawiunmuauUAniduondnvaluas
noulandanuieanisivainvate Wi msldnudnmuneiuynaninis vsensiamuile

o W

wandauguTueIuI nieunainanuduiusivgnamlunnnguidivaneg

2. AU ASITIAIIINEaNAUUSLAL AMATNYDEUAN

nagnsn1an1snana : 1nagns Penetration Pricing lugiausniedsgaandilvg wag

Wiz 1uanAINI9YINRAITIUT VAU AR Ua el o U A UANAIYBIEUAIN AN TN

anA3u3
3. AUNSTRIMNNTIATIVILNY : MsTEIetRIInsInIviteaueeulall 1u Shopee,

Lazada w30 TikTok &wrazmnlunisidrfenguithmneiduinEeu dnfnw wazdi
91197

Nagnsn1eN1Inana : 1nagns Omnichannel Strategy lagHauNaIUNTUIENT

v '

soulatuavesilal welidrisgndmndemis nienaisnnuasainauislunisye

q

4. sumsduasun1sue : amsaseluslutunfgn wu nsdnlusiutuansiandmiuniste

ATILIN M3BNTINYRAUATILAYNTINFUAMTaIeIEN1TlUTIA LAY
Nagnsn1aN1Inana : 1nagns Discount & Bundle Pricing LiitaLiiun135uivesgna
wazasusaslalunisvenatys Funeuiu wazdiaunsald Influencer Marketing Tu

AMsUstunduan

5. suyAang :msinsineusuyeainsivelilanuiifedtundniaeiasainsal

o o 1% Y
ﬂ'ILLUZU’]Qﬂﬂ’]LLGW]

NagnsNIeN13AaTa : lnagns Training & Development Livelvintdnauaiunsa

wugthdummenuiula uavanunsaneudeasdevesgnanlieg1aiusyansam

6. MIUNTTUIUNIT : ATV IANTEUIUNTTRRUA NI UTRI9RaUlatsIAS Az aLAINTaTU

sudnisianisAududrsensuaniUaeududnlinsiniuainusesnisgndn

14



nagnsN1aN1Inana : 19nagns Streamlined Process lnvandunoundudau uag

asenszuiunsiazamnuasansufieligndannsadeduslaineg

7. AUANINIIARBNNINIENAIN  AITHAILIUTIIS e ansnuLaldanuitg wu THuss

faugiaunsannniasninwasiinleunfgagndn
nagnsNeN1sAana : l¥nagns Packaging Innovation lngaiuussasdaeiiiuiaula
warludinsiudanden Wiead1un1ssuinfdeiuuusuduasiinusyaunisallunisly

Aufvaegna

Jatauanuzlunisiduasesaly

1. mMsANYIE0IU WU ANuduTUSTenINd@UsTaunsnsnaaiuiuinauladedvadn |
JaduNdwmananisinavelusunavadn
2. msfinwuszynsdug wu Ussrnsluinedmdn wu veuunu W@edlnd Qiin

3. AISANEIAELATONDDUY WULUUALNS wuudunIyal

LONEIID9BY

anad IANA. (2545). WeAnTIugUslaA. njawmna: 1safluiumIne desssumans.

A395704 1331 wazAnug. (2550). WANTIUEUSINA. NFUNW: WaAne.

AU PosLaes, iyl Manzaeny, lofu wiiea, wasasdnual 9153 (2564). Marketing 5.0. d11in
fsiududed

Aaker, D. A. (1991). Managing brand equity: Capitalizing on the value of a brand name. Free Press.
Belch, G. E., & Belch, M. A. (2017). Advertising and promotion: An integrated marketing
communications perspective (11th ed.). McGraw-Hill.

Belk, R. W. (1976). The gift as a social script. Journal of Consumer Research, 3(2), 155-162.

Bitner, M. J. (1992). Servicescapes: The impact of physical surroundings on customers and employees.
Journal of Marketing, 56(2), 57-T1.

Boone, L. E., & Kurtz, D. L. (2012). Contemporary marketing (16th ed.). Cengage Learning. Bowersox, D.
J., Closs, D. J., & Cooper, M. B. (2013). Supply chain logistics management (4th ed.). McGraw-Hill.
Brown, J. R., Broderick, A. J., & Lee, N. (2007). Word-of-mouth communication in online communities:
Conceptualizing the online relationship between consumer and marketer. Journal of Interactive
Marketing, 21(3), 2-20.

Hammer, M., & Champy, J. (1993). Reengineering the corporation: A manifesto for business revolution.

HarperBusiness.

15



Kotler, P., & Armstrong, G. (2010). Principles of marketing (14th ed.). Pearson Education.

Kotler, P., & Keller, K. L. (2016). Marketing management (15th ed.). Pearson Education.

Labrecque, L. I, & Milne, G. R. (2013). To boldly go where no one has gone before: Sensory marketing
and the future of branding. Journal of Business Research, 66(2), 235-241.

McCarthy, E. J., & Perreault, W. D. (2002). Basic marketing: A marketing strategy planning approach.
McGraw-Hill.

McDonald, M. (2016). Marketing management: A strategic decision-making approach. Wiley.

Monroe, K. B. (2003). Pricing: Making profitable decisions (3rd ed.). McGraw-Hill.

Parasuraman, A., Zeithaml, V. A,, & Berry, L. L. (1985). A conceptual model of service quality and its
implications for future research. Journal of Marketing, 49(4), 41-50.

Schiffman, L. G., & Kanuk, L. L. (2007). Consumer behavior (9th ed.). Pearson Prentice Hall.
Schiffman, L. G, & Kanuk, L. L. (2010). Consumer behavior (10th ed.). Pearson Education.

Schmitt, B. (2003). Customer experience management: A revolutionary approach to connecting with
your customers. Wiley.

Solomon, M. R. (2017). Consumer behavior: Buying, having, and being. Pearson.

Zeithaml, V. A. (1988). Consumer perceptions of price, quality, and value: A means-end model and
synthesis of evidence. Journal of Marketing, 52(3), 2-22.

n3aMESAR. (2566). U 67 mannANuamEne 9.5% fula3esdens Soft Power vasle. duduain

https://www.bangkokbiznews.com/health/well-being/1133071

613351 anse. (2564). WgdnTsunisveinieaienvewuslnangalungunnumiuas (inerinusuTyn
Wdadie, UnINeFengamn). FUAuan

http://dspace.bu.ac.th/bitstream/123456789/4270/3/natwara saar.pdf

Euromonitor International. (2023). World market for beauty and personal care. Retrieved from

https://www.euromonitor.com/world-market-for-beauty-and-personal-care/report

McKinsey & Company. (2024). Mind the gap: Gen Zers are obsessed with wellness. &UAUaN

https://www.mckinsey.com/~/media/mckinsey/email/genz/2024/01/2024-01-23d.html

Mintel. (2025). iM5UAAIIUIULAZ Y lTaIUITIaN YT T1T 2025, EUAUIIN

https://thai.mintel.com/global-beauty-trends

N v

NielsenlQ. (2024). AN Social Commerce "Nielsen IQ" iwig) 5 nguug/uslnalva-1Unlasu Al uindu. dumu
7N
https://www.brandbuffet.in.th/2024/10/nielsen-ig-reveals-5-consumers-groups-in-social-commerce-

nowaday/

Tuviusa duSsdu. (2563). Tadeiidnasenindendeavadnvessusloaluansunmumiuas (SeNuUMTIde,

INYIFYNITINNT UNNINGNFEUTNG). AUAUIN
https://archive.cm.mahidol.ac.th/bitstream/123456789/3610/1/TP%20BM.004%202563.pdf

aa

afnud Sne. (2565). Thsendansnasenisdaaulatensosiervesuslaalulszmalye (neninug
USeyrumdaudio, univenasadingns). dudAuain

https://postgrads.mfu.ac.th/wp-content/uploads/2022/12/585 1701285—¢1?1muﬁ—ﬁi’w%ﬂﬁ!.pdf

16


https://www.bangkokbiznews.com/health/well-being/1133071
http://dspace.bu.ac.th/bitstream/123456789/4270/3/natwara_saar.pdf
https://www.euromonitor.com/world-market-for-beauty-and-personal-care/report
https://www.mckinsey.com/~/media/mckinsey/email/genz/2024/01/2024-01-23d.html
https://thai.mintel.com/global-beauty-trends/
https://www.brandbuffet.in.th/2024/10/nielsen-iq-reveals-5-consumers-groups-in-social-commerce-nowaday/
https://www.brandbuffet.in.th/2024/10/nielsen-iq-reveals-5-consumers-groups-in-social-commerce-nowaday/

'

drinanuuleuguagensenansnisen. (2566). dvdavadin 7 dunsendegnale nalaeiesaa1-guadils

1.4 yaua. duAuan

https://www.businesstoday.co/business/06/02/2023/90715

Shiseido Company. (2021). Integrated report 2021. &uAuan

https://corp.shiseido.com/report/en/2021

Unilever. (2025). gdalaa35asyuiaiuIn1u3e1gmunauneunIglueddns. uAuan
https:.//www.unilever.co.th/news/2025/unilever-invests-to-build-world-class-fragrance-expertise-in-

house/

17


https://www.businesstoday.co/business/06/02/2023/90715/
https://corp.shiseido.com/report/en/2021/
https://www.unilever.co.th/news/2025/unilever-invests-to-build-world-class-fragrance-expertise-in-house/
https://www.unilever.co.th/news/2025/unilever-invests-to-build-world-class-fragrance-expertise-in-house/

