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Abstract

Product development is the company's responsibility to market throughout the product lifecycle. To
make the company's products grow throughout the product lifecycle. Do not let the product reach a low point
because it will be difficult for the management to solve the situation, and it will require high costs. If the company
lacks liquidity, it will result in inflexible decision-making in marketing operations. Product development must be
done along with branding to create awareness, brand awareness, and customer behavior awareness. Analyzing
customers through the purchasing decision process will make consumers stay with the company for a long time
and build brand loyalty. There are 4 processes in product development: 1. Old products-old market (Market
Penetration) 2. Old products-new market (Market Development) 3. New product-old market (Product Development)
4. New Products-new Market (Diversification). In addition, it is important for companies to be innovative alongside
branding by coming up with new innovations for consumers to see. Brand development from research and
development can create credibility for the company's products. Innovative product development requires planning
by identifying the product's strengths that will introduce a new product to the market, which are: 1. Valuable
2. Rare 3. Inimitable 4. Organizational. Therefore, it can be concluded that product development must have a
branding process while continuously doing marketing activities. Moreover, the brand will be strong when there is
innovation, research and development, which will lead the company's products to remain in the market and grow

in further.

Keywords: Product Development; Branding; Innovation; Innovation Branding

Ph.D student, Faculty of Business Administration, Burapha University

“Corresponding Author : serviuss2549@gmail.com



NIATUIMITINMAzUINNTIU 1ms. wszuas UBI) U7 4 atud 1 e unsiaw - lquigy 2568 ¥ 103

1. umin

MsARER S Ao wﬁﬁﬁmmﬁﬁwﬁgaqﬁwmimammaaﬂﬁi’gqmqmadwamﬁmeﬁ (Product Life Cycle)
diorhlunansuninisdulanaoniseguandan lulvkdsfuniagasndinszguimsizunaoiunisale
gInd1UIn nedlenunugs kasmnUIEvIRaamenesazamarivnsiadulaluntsduduaua el
a7 ﬂ13ﬂ’¢umwémﬁ’m%ﬁamw‘hmuﬁlﬂﬁ'umia;'mwiw; \ioaseuasEniingo mwﬁfﬂghqmﬁwm
wusun lalangfnssuvesgnan Ainsrengnatsunszuiuntsiaduladevesyuilon Jweviluguilneogiusla
g1 uazasvsTluLUTUA SansimunAnsuetu 3 4 nsvuiunis fe 1. 101e8n (Penetration) AuAIN1-HAIN
111 2. ve1eRan (Market Development) dunnni-aanalval 3atmurduan (Product Development) Funlva-
panLn7 4. Aumlisl (New Product) Auanlvs-nanelu Fsdsdduismnesiiuianssuaugfunisasnauusun
nosdnau uinnssuddu wieluyguslnalaiu mafmurvesuusuaitlaannsiseimunasaiutsaasienin
undefiolvnantunvesuitnla miaumanfunmeuianssunenuruunsanddunsyinduanlmie
gna1n @0 1. AruA (Valuable) 2. ven (Rare) 3. AsukuULlA (nimitable) 4. N3uFMsdAnIswardnuairos
93AN3 (Organization) fstiudsazulenn nisamnansam nesdinszurunmsasuusunluruefivhianssunsean
ovmalieauazuusunazudouss Wodudnnssuiinsifouasimunossneiionsuiu Ssaztmmanfunve

viwlvaseglunaiauaziivlnnelule

2. wuAnluNISWAILIRAND uad

nanAel (Product)
Existing New

o — )
£ et 1. 131¢@n (Penetrafion) 2. 9818919 (Market Development)
) b a Y a ' a ¥ ! a
= % AuALFAN-MAILNT dumlv-nanaLf
2 w
= y v
= z 3. WalunduA" (Product Development) 4. Aualun (New Product)

9] y . v .

=z Aunfiu-nanlu dumluu-nanaly

fun: Doy 55508 (2567, #u1 152-153)

1. 191280 (Penetration) AUANLAL HA1ALAT USENNINNSUSLLTULAIN BUAAY AAIALAL (U8R

o o a

nau ) dafidnoniwlunisvmanaey (Donald Miller, 2566 ;154) ieiduduriAniifimuanunsolunis
yrilslnuseneguas visvnosinuaiuasesnainily lulnsenuisnnas duneud ussnnosiinisnan
ﬂq'uLJ’mmsjLﬁmwﬁqmiﬁﬂ?{aﬁwuﬁawwmwmamﬁﬂﬁwﬁﬂ fiddAe Asas TN HAuFnNSe
Qﬁmmﬂﬁﬁwmi@uamamﬁm% Tusuil Wesnwauuuanmsaainnsly (ngfdl wavsuide, 2564 :201)

2. winUssdiuua viEnShmnanruremenisnaaliasy uaruiTniuaiinegua uisnens
Fmsiderewnenisaaaluy 4 iensifiugenvisfuresmslva 4 ivsensueluludc (ngfil nevsuida,

2564 :201)



’J’]iﬁ’]iU%Wﬁﬁjﬁﬁ]LLaSu’jﬁﬂﬁﬂ 193, WsEuAs UBI) U9 4 aUUN 1 Wheu Uns1Au - ﬁqmau 2568 U1 104

dunsiiveenrednmedmiuussniifianundsimgiunainia wi na1m Modern Trade U38M01
ﬁﬁuhywLau‘ﬁ'ﬁwﬁﬂiagjLLE:’JLLazélyaqnﬁﬁﬁuhyﬂmiLﬁaLﬁTﬂéma’lmLﬁu vhla 4 ma Ao Lyduan 2.9818mm10 390w
wan S 4 ndndumlu (ngfdl nevsude, 2564: 201)

dumaiugonuelniuuidmsudiu Snarnvaneislumsiaunandusln oungraialv 5933
il Usdmagmesdisuyssanadunisasudin melemugdlumsnauailug e Wudualug (New Comer) 1177
1A WUINNNTRALHAASA 719 4 AU ABIENTFUIUNNT ADNETUUTUR MTATILUTUA 94NNV
Anssumsnana uavasiivalila Ae WESUNSETIMUILA MBLITIMIIMALATTLTNSsY Miewandun v
s IndluSanssu w3odlgauds Samosilreidewaunneluusem, dheddsanaatuneuen Gnin Souansn,
2553; 180-181), nswannansamiiy, Jewmaluladuse Know-How 91nanadseind, Msfinauauadouln
wazuwIlunaIARINUMAIANS 9, nsRammAuedeulnYeanfunaLY athy msmmjmﬁmmg Wiotiamn
HAR SN "LiJgjmsainLLmuﬁsTaﬁBhuﬂismumi (Donald Miller, 2566; 154) éﬁ’qﬁ

1. Who is the Target? Iﬂsﬁaﬂéugﬂé}’nﬂmma

A vendalauIn “iwn” wanndumaiangasanzyelaganis ﬂﬁjuimﬂémﬁqwhﬁu T3/l
nﬂﬂuﬁa}ﬂsﬁ@‘ﬂé}%amdﬂ Foe19u UNIQLO awidun ﬁﬂmmﬂa;mﬂjmma dueTosunsmemnouaznds, i3
uAIMeLiton1Yiay, edosunameyaaiass Tursanunisalain-19 UNIQLO Feflnansznuidnuey uavkILI
maﬂﬁzmlmwgﬁamﬂﬁ"wmlé’ ﬁvaaﬂa;mﬂmma ‘qmé’waaqLﬁaiéaE“JI‘UvmLWi’wamumim}mfﬂﬁﬁIm peNUBNUIY
WJuay miLLﬁqmjmLJWMEJLLﬁQI@TMmﬂwmsJ i iwleunsneidesseu wsenimediomum iy UNIQLO fie
vn1smann Ta 14 Ussinavialan

2. What does the Consumer Buy? aﬂ‘aﬁ&iﬁiﬂﬂ%@

nAnTus UNIQLO Staeiosunsnie \3esyavia nagi1 viaan ﬁm%u‘[,u mamqmmmgmmiﬁi%h

FAnusesrTuresnauaunnaste daumdin fe Toqu TerhauuagJegeeny peiileramnnlaaus
3. Why does the Consumer Buy? ﬁﬂl&iﬁiﬁiﬂﬂ%ﬂ%@

LﬁaLi’]iﬂfj:uLﬂwwmamaqmﬁ%’mﬂmayq ifimesiaulen az"LiLﬂummﬁaqmsﬁuﬁﬁﬁﬁqﬂgﬁ
PoIN15Te934 1 m':tf:umﬁwma‘uiWﬁwlmqﬂc;ﬁqﬁwﬁmmmmﬂgu ddyunn iunsmmapaiisasnsaiam
nandunvesuIsvaellla iy Qm;waa UNIQLO Fouusua UNIQLO s fuaaaIm wanzan uwusun
Mndu Mhlangouiy

4. Who Participates in the Buying? lasiisausaflumsinaulade

BNFI8879 WUSUA UNIOLO ¥ sidewamnundnfaumninnaen daiu nqueuiidadulasiuislula

%mLLgﬂﬁU;gu%Inmm UNIQLO
5. When does the Consumer Buy? ;JU%Im%aLﬁaim

gainsausaswalen asesranduannueaiieda dielmenfuaunesnisves
PaM L9 UNIQLO viwdnsamanaoulandfiionan uawislaynggniafifona Seasonal Marketing Ao n13vh
AanIsuduAsUNIAAIARIUNTELENANIAnIS o YirlnusEnneduailanaentisdnlen13IekE Seasonal
Marketing

6. Where does the Consumer Buy? %U%Iﬂﬂ%am%u

Avinalulaffe anufifignarannsaniviuaile deliaudidymesuiu wu UNIQLO S

%u%ﬁ’mﬁwﬁuv‘:ﬁﬁhumﬂ Offline wa Online N1Y Application YOWUTUA

7. How does the Consumer Buy? QU%Iﬂﬂ%aaﬁﬂnli



’J’]iﬁ’]iU%Wﬁﬁjﬁﬁ]LLaSu’jﬁﬂﬁﬂ 193, WsEuAs UBI) U9 4 aUUN 1 Wheu Uns1Au - ﬁqm&lu 2568 U1 105

wagannsansuladn gnanfivuneulunistevetesnsls adymezlstuuidlunsdeves dwunny

suisnsdndulade welnveyaiineszneulain gnandeesls Feiilvu Yevily Feeendls lasiduauinlminnis

P
v a v a

indulate Yolomwmseliaudely Weotweyaunsiusauiansatiundnsen wegidymiiaduduaifigneilu

Foiintunsizesls awnsavigluunluveunnses viglvgsfialiveyanzaunsailuimundadunnslulaly

au1An (Kevin Lane keller & James A.Narus, 2565;6)

3. nMsUsiudnenInYasuTen liiauauananinelidrgnainrulRsiIn
wanfaual (Product Life Cycle) (fivael 555uz (2567, i1 178-183))

ASWRIUINER AU HIUNTTATIUTUAUY ABINIY 4 YIVDIIITTINNEAT N

o
ada v o

3.1 935U (Introduction) HUTMNT YU UAUADIAUANINBEIIAILAILDY ABIRDNIUNNTUABUYDS

q

MsvimaIaLaruImIsUIEY wilnau si‘u%mimyaﬂ‘gwﬂ’mmiﬁﬂaaluﬁwL?myu wagn oL danninaudd
Auansalunshelavansess saadununesuuninuslin mszuisauiusenyisluraaiuay
Auagaduauuisnaenandunduniiuanuesnisvemaiaualuasnniuly ssduislunesiaudua
szt unounsiauduadursnouiunuiiAanis dearsn1snain w203 unuuivnnoaidelavan
Uszandustusyniiavnaeg Lﬁaiﬁmjyﬁnﬂsjmﬁmmﬂ Qﬂf’;jﬂ sthL%Imyuu%ﬂé’mymL%'ﬂugwqﬁﬂiimmqﬂgﬂm
uagyiUszIfignan (Data Base) ifleguanszilusunsudmiugnaniisindulatodunvesusdnluua uazdmowii
Aanssunsnaadielngnaifigiluinedoduavesuien suussinaumaiumuuisnnedsaulssanusiuun
LLazLﬂu‘mﬁu%@’mvaaﬁLﬁwquﬁauéﬁaa meﬁyaﬁamiﬁﬂﬁuh%amﬂqﬂr’?ﬁ (Donald Miller, 2566;154)

3.2 ¥2aduln (Growth) s;U%mﬁ SUI’NLa‘UIGI§U§WﬂiiﬂﬂﬁiﬁﬂnﬂaﬂlﬂﬁLaﬁ AsuUTMITuaraunangln
winawhelmdu guimsmshminfinnsseunuiiveumngluniuniwasdnfanutunmisinuaniel
Lﬁusﬁaﬂ‘?‘iéu%miﬁﬁwé’ﬂﬂumiﬁmLLamNLLNumu LWiwzazﬁuMWﬂr;;u'%mﬁﬁmﬁwﬁl,ﬁuwﬁmm wazludenisazsiln
nsAnaLuHUMIRaAaagetas nine Tuiulnuitneslnmnuddyfunseusirdheveiunaiane q v
1NTY uazABIATIvABUNTNALEIEANg 4 Tadandnaudiotyiuaznisiy mssraduladursioend
muansalunsnselanuislamn Snununiiddeunn e LHUNNNSAATAVS DLHUNTAILWER S0 51
Auvslunaadinn dadu wwunnsnaipuasiauianfunnousifouasimuinaineg1eiin Auagiaiuln
Uitvnosiimaannantue wasAnvweyavesguuslunainestmin ieflnduainngedud Jeasnisean
Praduln n1sladevesuisnmemaunumuaulsznumesuisn visnenalssuussnailuranduauls uamnd
goavtoiivlauuuniinsylan vidnAnsledelmnnnimaaiuny iensendnmaunlviuasuagifiolignan
fulalunsidunn gnan waadiuln visnreshlusunsuinmguagnafslunduinfiodet duavosusesn uafdy
Giyaﬂmqm-ﬁyﬂmLﬁauiﬁma&w{aLﬁflaq sutszann aafulauisndudidumuiouannmieiuan waesidursd
Uitnisuussnanfismenomswanauan Tauminay Lwisiuaﬂ%aﬁaaehaszﬂmﬁqLLaSiaumaUﬁqm (Donald
Miller, 2566;154)

v

3.3 9299uf2 (Maturity) HUS®MT mnluiaundndunaaonial uSEnenag

U q

pdufuAvInuIEnoy
Turdui Soruunumminuesyuimsiineundymadilvguonisn wadyuimsnedsanuoamy uasGuau
flaznosdisanaaiesdnas mungaunnsesnansnataassluung uamnguImanwsus iUl duesd
fazluvhlnuiimisgndud wineou dui Wuneiivsdnresssgmidnmuilevhnisssauaues (Barnstorm)

wneun Yy L0uYaein o0 AuAREI19asIARIY 9 10NN DNTBIYATUAIVDIUTEN UN9ATILLIAAYDY



’J’]iﬁ’]iU%Wﬁﬁjﬁﬁ]LLaSu’jﬁﬂﬁﬂ 193, WsEuAs UBI) U9 4 aUUN 1 Wheu Uns1Au - ﬁqm&lu 2568 U1 106

v '

yuimsenaliludinou wiuAnd quinsinanniineusssuiiRng uarlumduiinuniveminnue
pesnduinfunumddnimnsunukarriaivln msendhaunesedunuvlunsundynisazaeniln
ananduindednlule duaivasduda mnvsdniiafenudesyunnlumiezlstundafununnosinimdn
dumoenimiafign fddyresmaivnveinisdudivesdnfumdsneuininiinesls visviweundymila
gnan Aeansnismatn vasBui vitnadledessnaiinlula esnuisnenueanweasdla unasliladeinens
duldlula uidmenanandonlede wuy Below the Line unugns Above the Line filslylawauuuiasy
Fouuu Below the Line Lt N1SARIATNIATIANG ) N3asBiua, taya, devatulen, savane, nadnn wusy
uazuisnmesinlusludusnvieifionsneduaesntainiign mseluslududunagnsuisiivilngnaninns
dndulatediign lunasiduanuan wan uou Wuau gnangasdu derduaniunisadlufivesussm idununi
vosuFEniagaommainuesnshutotvesgnauazundymingiian sulssna sasuiatumnsiisonmeves
UisnBuanasaruisvlumsleangludemosdonis 4 1n uoninailuitewnfgnanduiiadeduaives
U3 (Donald Miller, 2566;154)

3.4 9299061 (Decline) r;j‘u%ms umasitluiiusdnlvuesnnluin fifuismesdananginssunisie
AnsEIndUnM as19uuTUARABRT e gNARSuMLaraTsuTansslnle WelulnanlurwnduamniAaty
wan Tutsmnantursfiguimsiunssndniigansoutunueionfiintu useiiguimsmedaiarsgaly
nsundymessasBensouaseu niinnu lursmndmndumyudeuline Uisrenesdenisaawiinau o
Arwegsoniiioanalsatslassiu Auan Turmniiuien noundeliunduanddilsmidy aduailudils
WinesUasuafionsen lneid deansmsnann vemnauitnarlufisundeluvndeansnisnanams q fiusdnii
1n fio nisfoansnugnATlaenss ity gna1 FasmndiuTTrnesinygnatmiidundeeyvla wazvhnisdeans
yhanualafugnarlmnniian sudszana samnaudurasfisulsznaluuien nannaaeddunisyiigsia

MsUsEATRIAUATRIUS INNSsanunsavgla %ﬁﬂm%ﬂwé’aa’m’ﬁaﬁ%ﬁuﬁam{mag (TAY 5554, 2567, U
178-183)

4. ANYULAMAIVIINTIRUA

dewauwanfamuad ﬁﬂaﬁﬁiﬂumaﬁwmﬁmﬁm%‘lﬁﬁmwiuﬁ fie nsdumn (Brand) WA siiiaen
wluwdasusvidouinig shlusdadaunvieuinisiiaruuananaty feeradunisimuiiveans) (Functional)
nsgslanTumga (Rational) N1siansdnydnual (Symbolic) msgdlaniuensuni (Emotional) wiednymeiiannse
Sunadla (Tangible) wazdunaslala (ntangible) miwauﬁywLﬂuLﬂ'%laaﬁaﬁﬁﬂﬁ%u?ﬁyﬂmaqgwamwﬁqLmﬂm'wmnauéjﬂ
voyHAnEY dydnuavewmsauniistuadusnluglsy negkaslnsunzadniiesesmnensmauunansdiom
VBINUY Lﬁaﬂﬂﬂaaﬁugwmaamul,aaLLazéu%laa%waw%mﬁm%ﬁlﬁﬁ@mmw M3aT1enIALATINENMEMIhdY SNy
vudum Tutagtunsnduaiuansunumitddyvansusens Ssusslosuife iuadesdionelnguslnausuus
nsmsTinnasifiunmansduliunuIon @dm Tnanann, 2567; 261-263)

ﬂmﬁwmanmiw?ﬁugﬂ (Brand Equity) Lﬂu@méwﬁLﬁu%uuﬂumémﬁm%uaw%ms sﬁa@mmﬁawasﬁauﬁﬁ%
ﬁﬁgﬁlmﬁm (Think) gﬁﬂ (Feel) uazuans (Act) lnsmsluarudidynonsnaun wudeafusian (Price) dunsas
nanA (Market Share) wagauausavirils (Profitability) Qmﬂ'wmﬁué’wLﬁuﬁum%’wéﬁiﬁmmsa%g@ﬂg Fail
Qmﬁmym%miwmLLawi”'mmiﬁw{aU%@'w FLumia‘;wa@mmmﬁué}wxﬁyaaﬁmsmﬁaﬁ} (Philip Kotler & Keller,

2005)



’J’]iﬁ’]iU%Wﬁﬁjﬁﬁ]LLaSu’jﬁﬂﬁﬂ 193, WsEuAs UBI) U9 4 aUUN 1 Wheu Uns1Au - ﬁqmau 2568 U1 107

@mmmwauhywzLﬁuﬁumﬂmmum@mmaamémﬁmsﬁ as1aun aeaualuiauuanaety fenaar
gndadiduludnuandnsumitily novaussnuauusnaomanfundunasnaruzvesyuilaafienty
ASIAUAN WANSN S?Qﬂawgylﬁmﬁ’umﬁugw (Brand Knowledge)ﬂixﬂawﬂyw A2UAA (Thoughts) mmgﬁﬂ
(Feelings) ANNAY (Images) Usvaunsal (Experience) AT (Beliefs) wazdu 9

15ABUALBINTUALUANATSIUNER o mﬁuﬁy']ﬁuanaﬂnéjﬁfqa;ﬂqqmmmﬁuéﬁ%azﬁaﬂugﬂmm
ms%"ug (Perception) AU%BU (Preference) LLa:Wqﬁﬂiiuﬁé’mﬁugﬁué’ﬂwm:ﬁgﬂmummﬂmsmam (e 5953,

2567, ¥ 152-153))

5. NMIRAINEAAUIIRIBUIANTIY

Feduvsuasudumnlunmshuvsusiuduss fe msassuianssufivisnizauniiensvauas
wuslna @ 533wy (2567, w1 152-153)) wunismaaudslumsvhduailusiongnain (New Commer) fe
1. @mhw (Valuable) f\;mLL%dﬁduganﬁﬂmﬂ'MaﬂejuLJﬂmnEJLLagﬁula&JLLf;Iﬁzwﬂﬁ@jﬂgﬂﬁT 2). e1n (Rare) f\;ml,%q Ao
fiuosnsiiquudluannsavidla 3). Feusuulala (nimitable) wandumdsusuulalavionidounuy adnuugg
gouhlmAnguustulasin 4). nsuimsdamuardnvazuesnns (Organization) HnvgnsuiMITTeseIANS
Jusssnesnnsingnduvenne 4 fuun 1wy Sausssuvesansta An1uIsn1s Coaching warnsaumiinuuas
anA MensimIATLABINT Fannennusdnvemdnanusaslalalueusinvesgnan (B s33uz (2567,
#1U1 150-155))

nsaTUIUAliaudIAYy warnisaseaudadulunsasusun Ae MidnauuinnTsunan o
fio MaWmuuasiauenanSusivalinasdununaluladuieisnisleda muludinsuiousmantumnaudid
oglviinannuazUssAvEn Bty uinnssundafamiedundang (Outputs) vesesrmsviossia Tnsenaavoy
Tugunasiaduan (Goods) 130n13U3N13 (Services) Alauaziudsndniddguesnsimuuinnssunan o
1l 2 ffauvs Ao 1) Tomaventumeluled wanefa ssarrugneninemansuaseluladiniosdogunaniuay
nszuIumMsisshlnasnsaimusdasunlniniulaues 2) anuneansvematn neie ANNABINsYea LT
faunesnslundesuslyadusasnseufiasdoniely uasamarilnyduaivesuinnssulnduusslonilud

o

WiswgNIvsedIny (NgAt wawswiae, 2564; 131)

o

Faunisargadiduied eumaluladnismain SuAwAnIsRan 1.0 89 113Aa1R 6.0 fe NS,
anen, anudady, Advia, Tundounis Al Weunanlanaisiulaniaiiou (Philip Kotler, 2567:11) Kadunisasng
ARSI U3 nesUsEneumelendnvaimewianssy Saisanuddulumsinsaann
5.1 UssANuauinnssu

winnssuduiienudn nsvuauns nsisouariaun wandaelng q Aviladadng 9 Lﬁmsfuiuﬁjﬁa
AMIMUNUTELANVDIWTANTTUY LLﬁﬂlﬁywmsr’dszmmmué’ﬂwmwauwmLLaz"’s’qu%aaﬁmaamsﬁﬂﬂ% A3SIuund
wuvesuazinnilulydseloriludinsisouasmssanisusanssunauuisann Ussnaume 3 dnway (Kevin
Lane keller & James A.Narus, 2565; 32) A®

AsSILURAU N vesuTANssL (The Target of Innovation) wustduwinnssuwdnsam (Product
Innovation) WaEUINNTINNTZUIUNT (Process Innovation)

AMTTIUARLSTAUTEINSIUABULUAY (The Degree of Change) wuaiduuinnssuludnuazidoundu

(Radical Innovation) wazwinnssuludnwazrsuiduneyly (Radical Innovation)
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UUNAUVBULIAYBINANTENU (The Area of Impact) wudladuuinnssumamalulad (Technological
Innovation) LazUINNITUNINNITUSAT (Administrative Innovation)
5.2 WIANSSUNANANE! (Product Innovation)

o w 1

AUNNUNAUING @RS HaLNALULAT LAITIA LA LT AURLIBVDIUTANTSUNARN N 131 WiIRNTSU

a o A N

nandun Ao nMsimwikaziiavendadaminuluinaziduaumalulagnieisnislend salufanisusulss

¢ =

wanfunAifoginunmuazUsyAvsamitatu suUsmdnvesnsimuuinnssumdndued 2 duls fe

1. Temavsmumelilad Ssnefs sswanugmeaminemaniuazinelulad niesdle qunsal was
nsgvIuMsTlagyilvannsaimundesusinistula

2. AMUABINTVOIMATA VBT AR TTelaTRANuRDImslundn S lmfulanseuTlazie
vielauazasnalyiduavesnianssulaiusslovludunsugiaviodean (loninn Fuaa, 2553)

5.3 AUAINITANNUIANTTUNENANY (Product Innovativeness)

anuannsansuianssundndam Wunisasnoulmitufsanuannsavessshalunisasauasly
audslvlunstaunansusvieuinislag WevilnAemadsslesilumaasugiaungsie fwmoaiatuain
anuasiauslunsiadn sumvieuimsluigrain snamngaivesngaainuazeaulaieuly
\Bansuasduiuguus anuannsalumauinnssundndandimsiansanludnuazyosniulug (Newness)
anaduendnual (Uniqueness) wazauuEnSumauLUY (Originality) (1en3ma 291338y 2553)

5.4 psvnWanS s minansueisiuIanssy

wan el (New Product) Lufua Uin3 viemnufn ddlafinisusudssnuandaeindaua
fiftu dwansumivuinisiasson Insfeinamnueralnuvemaisuaraaluudmiuuien amnsous
ponlaudu 4 Ussinv feil

1. u¥anssuiilumeiiles (Discontinuous Innovation) wienandumluumelan (New to the World
Product) & uuinnsailyaesiiunais nnefs winduelnfiandundmiuagranliesunas (Philip
Kotler, 2567; 61)

2. wanfunviialvy (New Product Category) 3 anansfamivulunsvosaonanfam (New Product
Line) wanefs ansvasndndnslvuiiiinduresuien fadunisungrarnduiidesidundusn (Philip Kotler,
2567, 61)

3. mauiundnsan i luluaendnsuniduiifey (Additions to Existing Product Line) wanefis
wanSaulnufiauainaendnsumiduvesuisn Woaswadenlnlugnan

4. ﬂﬂiﬂ%’UﬂqﬂLﬁluLﬁm%ﬂﬂiuwﬁmﬁmﬁvhﬁm (Incremental Improvement to Existing Product) #1884
wAnSu AR NS TusmanduanailudomesdnunzuazauawesHaniue (Perceived Value) Inftu
Fadunisiunuiindndaniudifoy Fondnesnsn ndndumusuusslv (Modified Product) (Philip Kotler,
2567; 61)

1. nansarvaidaannismmuasunuaEadomlng (Repositioning) 1uNefs nanfunlniidaan
msthwanfaeniufifogangnainmevioaiunaiivg Sudunsdsugnduromansumiuannanida
(Philip Kotler, 2567; 61)

2. w5mﬁ’mﬁwﬁﬁLﬁﬂmﬂﬂﬁamGTunuﬂWimﬁm (Cost Reductions) g wﬁmﬁmﬁwﬁﬁﬂ%’wqﬁmﬁa

anaunun1sHEn tneiauautfAmilouds (Kevin Lane keller & James A.Narus, 2565 ;252)
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5.5 n'ﬁﬂau%'uui'ﬁnﬁmﬁﬁ’lmﬁf (Kevin Lane keller & James A.Narus, 2565 ;252)

ui’mﬂﬁmﬂﬁy%'umwau%’umﬂfiﬁiﬂﬂgmﬁé’ﬂwmsﬁw{aiﬂﬁ(Douglas Van Praet, 2012: 61)

1. Uslowuiifianuieaiiesty (Relative Advantage) Fanpsnelwinuszlevunoguslon Tnsegluguil
Anannslsuinnssuuazdsslomimennudele wu anufiovels

2. mnudennaawisaiiule (Compatibility) wimnssumsaniulafiudsvaunisal adey day 3o
AruAeIMIvesyUilan

3. e udugou (Complexity) ui’mmimmﬂuﬁaau%ﬂ{ﬁmL%’Jg{’lLﬂuui’mﬂiiuﬁgﬁimmmmL%ﬂa
warlrnlane Tufleudugouniegsenlumslanu lnaenzesnsdawdnfummadidnnsefing

4. aunsamnaeslyle (Trail Ability) Wunslvguslanaeslyuinnssuniendniumiv viluguslaala
Bouganuinnssu lseraluguslnalenaaesduomns adanslunu wiensuanudndusuiananos

5. anansnuiulaaie (Observability) 1uimnssududedifiulasns nsunsnszanevesuinnsaulig
puslaefosidulaneuiu TnsengsdnSunedomnane
5.6 NITUIUNTIONTUUTANTTAUYBINTTEFIUUTUA (Adoption Process )

Funsuresnszuiumssensuuinnssulidmeluil (Kevin Lane keller & James ANarus, 2565; 146)

1. n1538n (Awareness) iudunoufiyuilaatunarfundutnnssmiendndaslnwnddludveya
yuslaeazidensuseyaiinssiuanuneimsvesmueadundn (Douglas Van Praet, 2012: 279)

2. el (Interested) Wudunoufiguslaalnauaulaluuinnssuviondndamlvaiiud amun
pssfudmiinuesdiog wuilnronrasunuanifleufiinglavnaswdouamveyafiisoadiensuaussaay
amﬂ;i: (Kevin Lane keller & James A.Narus, 2565; 146) Lﬁ'almyszjuaagaLﬁ'mﬁ’uu’?@mam%amamﬁmmmLLay:J
auiSuvhnisan LLazLﬁmmmiﬁﬂﬂjauﬁdﬁmau (Douglas Van Praet, 2012:279)

3. A5Useidu (Evaluation) Lﬂu"ﬂgumauﬁsiu’%lmﬁmim’mi’mﬂisw%'awﬁmﬁmmﬁﬂuﬁawaﬂmm
WNEAL AILANAT ATNBETN B0TTAN 9 Aetunsiiluguilnanaaomienisansaassilunssonsuan
éIU%IﬂﬂVL@;LﬁjuaEJ'Na (Douglas Van Praet, 2012: 279)

4. maveaes (Trial) iutumeuiiguilnedndulasedy oradunsvnaesfissdinsmuiieguansums
gousuLuuans Tuduneuiyuslnrazifnanuasdounsdmanuminuneuiisuaisueyaifisiiiy (Kevin Lane
keller & James A.Narus, 2565; 146)

5. MawousuUnIEUSas (Adoption or Rejection) iutunougamenesmadsuulamnfinsuyuilan
oe30m3 uegunariiuifelavesuslnrnnuesifiosls gnamassunsUssfiusasatiuayy uazas9nI

N (algen dunsenisua, 2565; 44-45)

6. d3U

MsWaLHAR ST fo mj’lﬁﬁuaw%ﬁ’wﬁﬁyaqﬁwmaawﬁaqmqwamﬁm% Tﬁu%ﬁmaﬂmmaammqmﬁmﬁm%
lulvnAndumieganndinsizguivnsasunaniunisalasn meiaumanfundseugiunisasauusun e
AsALRTEVIEINGD negvingnaATesUTuRldlangRnsTTasgna RasengnatunsrUIuNtevesulan
Faawiluguilam egduislasmuiuuazavsluusun Sndsddnlunisasauusun visnaesiiuiansuaaug
funsasauusuanosAnauuinnssuad elvguilnalafunisinuvesuusun ldiunmsddenun S

ansaasinunLiinlvndndunvasuienle dmiudsazdlann msiaundadun aedinssuiunsassusualy
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YULNNAINTIUNITNAIADEINDLIDILALHUTUAIELTISS WaluTnnssuiToimuisenmaiilas wwuiy 39azimwg
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