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AU SEAUNIIN1IARIAYDUINIT (The Services Marketing Mix) *°
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AN 1831 (Service Quality)

< - T | ' a a
dhdehrgydmialumsaiuniumndnvesgsiimsuing fie mssnm

@ n:l 1 1 1 o < A ar
ssaums uimsimilondiguisiuTauavenumwlduinmsmunignfmaniald  deya

1 A ar =y A 1
a9 inndugauamms uinisigndidesm sezldnnysrarumsdlueda sinmsnathnde

a a , o 4 4
the vnTuzanvesgsnvIfuSnisgnfinene ladun 1d5udsfindeanms (What) disnfiaam

dd o4 /) .
A99015(When) & do1uAfIdoIMs (Where) Tugiluvuiidesnts (How) nmseaandeaii

= o A 1 ¥ -y
ms3iune nsuSunaside 114 Ansendsgamnmvesmsuims

1.

madfagnA1 (Access) n%‘msﬁ"lﬁﬁ’ugnﬁw’faaémqvmmﬁzmn“luﬁ’m
nm andungndide hildgnddesnenny viuafidasumnsamians
fannuamnsavesmadiiagnd

n1ifindedeas  (Cormunication) finsefinvetegndealavifnuni
gndutiledio  wuseauuglnnite WA lisnnsasumiisde lduse
yenndTsaiuitmaunuin 14

fAENAT50  (Competence)  YAmnanegunsgifiliuinsdesiina
FunguasiinnuianusunsalununTevianulag kil fefanain
iy (Courtesy) uaamm%‘aqﬂniﬁﬁiﬁn?ﬂnﬁ’mﬁwyﬁﬁuﬁ’uf
dumindede faamidiutuwes $3nsugnn wis muisonsavaeudsia
wmevinmsdantsvesdlduinsunzudsIdnsuTausamy
Aannindefie (Credibilty) uitmuasyrminsdesesmnsaadinanideshy
wnzanu nshluuSns leuaueuimsfiafigaungnd  msfarusoms
gndeq

a1 e Reliability) fu?msﬁ‘lﬁuﬁqnﬁﬁmﬁﬂﬂnmfuﬁuauazgnﬁaa
N15ABURUBIGNAT (Responsiveness) WilnaIuvzdeslfuinisuasudilym
ugnfetiesaneuiigndidesnts

alasniu(Seouity) wSMsfilddoslsmnsuans  auwdsas

flym

" 1 AT T Wi i uosnudua aagnintsnata nuinnseamuesnidivandia (NN :

dninfsiiauninm,2538), nih 145,



- 18-

9. meaheuinmsiuiifin  (Tagble)  vimsignérIgFuseiiifian
FUNIDAPATUTIRRAINIBIUTNITAINE2 1A

10. madhleuaz§ingnf  (Understanding/Knowing Customer) WNOIUS®
Qﬂﬂm‘iﬁ“lﬁ'u?msﬁ'm‘lﬁ%’umsaammumw‘i‘ewmﬂ1m‘ﬁ1'1'nﬁammﬁ’mn1s

yosgnfuas Innuaulessuaneniudesnisainain
<\ = QF
auyagulunsida

a o = o s o a a 1
1. wgdnssunsuilanemsiguietmsluladefinfifausaduslnn  uandig
fuailefoaauynen 18un twe a1y sedunisdinauas o lddedion
a | o = | o
2. fgmlumsuiTasemsfguiomsiulanefindifnvesdusinn uandafiu

A luusaz g
=Y o d 4 =37
Hermdnn il i3

= L u d
guilan mnuds dssyuialfnlfudmavesuismslylanefinfife

a ar o [ ' -] @
Tumdunedles Sandadealni Wun lenlefainfifamiv{ Toves uazTada

=] &4 o LY
lonfedaindifia ( Hyper Market ) fie H1udfndsfidnusendiatyaungves
o5 A o o G =y @ 1 1 [}
gn FudmlFhuindasiiiu dufioims Sdnweenifuassmims nande Hnvwaing
- v a & ad PIPEy :
wutiinsaueansindidufivae owiviifensonzaon 2 hadldud  mifyd

o A : 1 o O a’ 1
Toyoe Tadar Ndsogluanduneios Sandatosln

; A A L} Cur -
gqube1M3 ( Food Center ) file Suwsemsuazniosiufiogsanfuluyon

o Sy o 4 4 I g J45 . o
@ty TuAdlldun Hwnvermsuazniesuynindeglulanlefinifinfidse iy msune

dine Tendaduslmi 1un miy? Teves Tada

S 12 =aw o o o £=3 a”u 3
ATass0e 3T, fnaintsmatauasny Teven, (ngamne : AnErmu, 2538), uth 151,



-19-

A a . 4

woANIsuFUTINA (Consumer Behavior) wunede AsvvIunsNgusTan’d

fydansvduuin  Ansameanemaunziidemvlvvesduilon  Tasueasoenniugilves
' A a ) o A, = ' <

Msavausd iy madeniFuinishguiormis madenuilanemadsuandis 4 nnudly

4 ¥ » ¥
msuslan narlumadionde Ysnmmsde luudazais ansasudiidiuiilunisdadulide

< N 4
Fansedun1anisanian (Marketing Stimulus)  W2eDe AINITUNIIM IAIAGS
Y 4 a [ '
Fseneumsguiorns Wadefuiege gy Tandunifuing 14us dansedudiueg q
a w o oA - deag 9 a 4 9 o & 3 =
1. wiiedae Ao yisuazvnavese mshil Wden deduilandonliuing
LS g = ¥ A =
mnziuhlsguismsifiud dideninning AU INRANIVOITIUNTTBIM SR
4 F ] < o A -3
3B ANUOBlarIIaT lumMsiulszmu sadwmnuiiveusvestslanlefuiia
4 A e o e e
2. 9 fip Nimems NmermalenlFuuivuivlTuauezguninaaea

4 » o
wymemsilefsunvaoiun1duinig
' o : d o o
3. aauil fle mguideimiseyindihy fivhau mnunavazain $hven

& A

w ™ o ' | Py o o
soazmnasuaslasnsy nstraaidasaldidhiduunudasn S1uuldefiislfuine

4 ¥
fidsdsnnuazaan it uauAnIsmesemy T¥suiazein

o el

1 =y d 1 L4 &
4, MyaaaIunisme fe M3 luvandiedena o Imslsemdunusinumy

Wiy NMITRIIUN1TAR wan LIN LW

9
Tugstwimafuuenain 4 Ps udadsdsznevdae nszuaums uazynains

2 > r-| A A o 1 ]
5. ATEWIUMST A0 YURBUITYILUY HIBIEMITNIHIU ‘lﬁuﬂ mmmmsﬂumi

IS APdA T IHTeIR UM
6. ynans gy lifanuuandielfdugsie Tasmsadayaniuinldiy

& . < L4
Auf Favih Ifidan 1w IdlSvulunisuaedu

Haymilumsuflan wneds deseeng q nldguiTandannuluinde st
wie Wiazmnlumanifuimsvesguiomsudasus Fasenenlfaesie g aeil
1 fundadad I8 ovnshiae azew liedes Yinaliminsautunis
vilnndeile Shutdeuinsdes
2. dwnm Wan smgaduly swemns bisnzaufulFina quam uee

= a
o1 duIms



- 20 -

Sruemuil 1un souiisuunuuesa werser s fivane Snuaufisteivos
fhivmgomuims Ao ufiven saiives mivennn Bivasasty ATNUAA NITAY
e hiazaan anudsarauiiliifgate donitliavern
drumsdaaSumsny 18ud memsTuventlszndivg lreuimtans
AUATUNITNIY

ATUNITIUMT MITAIsadn ﬁqwﬁmmxﬁnmmz uaE WINIuTIY
druynming Tdun wihaluifvans maudsmie ligniniSououvgernalsn i

ar o d L
Tuywidudusnasugnd



-21-

]
O L 4

= P )
AITAN N UIDATHAN IV

vinmsfnnides wadnssunisulanemistsuamidnfiavesindne
wasunalos Sandadealna * dnandunguamasniudunlumsfand

T we. 2520 demInuFunlBouslavirnndlumsuilon Taofugu uas
ﬂizﬁmm‘lmﬁaas?uﬁ'umueu%’mmzﬁuquﬁﬂsmmsn?‘lﬂmmuﬁﬁmnmﬂfl’iyu uazThil
w.et. 2528 woRnssun1sus Innmadssanvhidniavesns InuSunlfoulasly Taovusn
shudunnuazamnane Ussneuduguuunsifusnmsvesemsilszanshdnda wlunim
Azaan Aenmaesdudl AaazeRasRA e TSR Tudau dufuermisd ssaniidn-
#n TutszmatineSefimumlugiayse i uniu

uasnNHaMANEINLD  wWadnssumsuslnnemsdssnnidndiavesngu
ﬁaadmmnﬁiwﬁ’uﬁﬂuﬁmmssﬁani*ﬁv?msmaﬁmmmsﬂszmwﬂﬁwﬂﬂ wazMsiden
guimsdi 1y Wusms uaehwivwadn ssulunsyiTanemsilssanridndavesngy
Fedaithivansndu fe adlumansulssmuemmsfiiemsdsuanvhdnialag
w8y 4 - 6 nis de Gow svugnatums Musnseglusening 16 - 30 W Yaemafnld
uimseyiznite 1800 - 21.00 u. wazslfsiwlunisuiinndensarenude 51 - 100 v T
wqﬁﬂﬁsumsn%’IﬂﬂmmsﬂJszmﬂmﬁ'ﬂﬂﬁ*ﬁ’uaQﬁuﬁqnﬁz@juw1an1mmﬂ Fa'ldua Trdoms
fundadat sm a0l uazmsdunsumstimbe winnd Tefumeluvesngudaedie #e
18un Jedomedndausssy dmu duynna wagindnn dadlgmlumsuiinnems
Uszanvhdnfln  vesnguiedialiuandndulasiigmdryigafe  emstubuents
dsmanvhdndeiismums  sesaanfegud memed  Yumerms limnyauiums

u7 lan myuzussyns Iditndymdunadon uazliviinvesemilfidondos awdwiy

®uaend whuns, nadnssuasud lanornalizmhdndausaindnm ludunedios fauia

@oalua nsdunhurdary vimsgrfumiiuda uminndodsalwi 2538, wih 1.




