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 (Marketing Mix  4 Ps)

 ( , 2546: 53-55, 623-
624)

1)  (Product)

 (Utility)  (Value) 

 (Product differentiation) 
(Competitive differentiation) 

2)  (Price)

 (Perceived 
Value)

3)  (Place  Distribution)

 2 (Channel of distribution) 
(Marketing logistics) 
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4)  (Promotion)

(Personal Selling)  (Nonpersonal Selling) 

 (Integrated Marketing Communication) 

 (Advertising)  (Personal 
Selling)  (Sales Promotion)  (Publicity and 
Public Relations)  (Direct Marketing  Direct Response Marketing) 

 (Business Buying Behavior)

( , 2546: 227-228) 
 (Who 

Participates in the buying process?)  (What are the major 
influences on buyer?) 

1)  (Who Participates in the buying process?)
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 (Buying center) 

-  (Initiators)

-  (Users)

-  (Influencers)

-  (Deciders)

-  (Approvers)

-  (Buyers)

-  (Gatekeepers)

2)  (What are the major 
influences  on buyer?) 

-  (Environmental factors)
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-  (Organizationl factors)

-  (Interpersonal factors)

        -  (Individual factors) 

 (2542)

 (2543)

 (2545)
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 (2548)
 2 
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 (2550) 

/


