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i9ED eMarketing: The essential guide to marketing in a
digital world Fa.aulag Rob Stokes uag#iug1uann Red & Yellow
Creative School of Business lasuniseeusuegrinineiaindunidugiodnagnsaiu

nsmanAdvafiddyiigaseiulan dudausnisifiuiadausnlul 2008 audsatufusiaiadt 6
(2018) wilsdawaudlgvhminfidugilefinsourquamiug Fousasiuicinululaniidundouse
wAlulagATva

n1sraARavia (Digital Marketing) Sl fuiissyavonadosiiowiiiy udifugnvesusuny
uaznszuannsidenlsaneluladidrsudwanenisgsfa vinnsadgiinildesuiiadedo
N15LWUA BURLANNIINAALUUR AN (Traditional Marketing) fiiunisdeansmiadien lug
nsnanAdafiniunIulusdla (Transparency) AuduRLSa0IMN (Two-way Dialogue) wae
wileddulafie eruanunsalumsTanadaszdng (Empirical Measurability)

uninsaiiaiunsiieneiidannddelasaing iom wagamuAmeiInIuns
yifsdoatiufisniadadl 6 ilefiansanaumnzanlumslfiiuumdednds uasindasiionsBous
Tuaunsnaiauazuinnssugsia el madenmafidfuilud 2018 sudeuuniansalids
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aelauunvesdfiifu udiieUssifiuanuamuresnseulIAnisnagnd dafeidunsliaiiy
Dusssueteguaauifiden dhemsseniuhammudaiomanaiadupuauiilagsssumiives
mﬁu'nsmu mimmumiumwmumLﬂuﬂﬁ'smiwvwmma (Gap Analysis) WlaunueEsEnIng
nagsTidensdiaudidyuazgnios wu luiea 5 dunou Faduyaninaent1ndinvesgnd
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lassasrsvesnisderaniiduinidemnanlunisnunuldegsdvsednsamasaaluland
\Waeuwlaseg199inga

TaseadrauaznsaunuaAanan 5 sunau (The 5-Step Model)
pudeilanruuasiduendnuaivesmisdesudienisinauedemidudountels
NFOURLIAATINAENS 5 fumeu Miduszuu Favdsunsmaaddvalnduiginsnmssidunud
soifleuaziinsuusnasnan loun
1. Think (NM3ARATINAYNG) NITINEHY NITIATIBIUTUN wazn1simuadvaneg
2. Create (M3a319853A) Msasdunindadviafislanm
3. Engage (M31da) nsduirdeunsidnvuuaznisadisunaunu
4. Retain (M33N®1) NM3aSANNAUNUSTZELE1MALAIUANA
5. Optimize (MsWiasz@nBamm) msfana MRyt wagnsuiuussetereliles
Tumaifienuudundimdens esmnidunisysannismdnnsvesmsdnnindana
EJVlé (Strategic Management) LLa“mﬁjﬂmiN%%%aﬂﬁﬁ (Customer Lifecycle Management)
L“U’lﬂUﬂ’]i‘UQUWﬂ’]’iVINW\]‘VIa Tnelanzag1eBanisifiudu Retain (M3snw) Tuaduiiunsnen
gflansiuAsunsruiuimivesinnisnainainnintiunisidundegnéle (Acquisition) Tugnas
IWianuddnyiuyarinaenteiinvesgnan (Customer Lifetime Value - CLV)
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3.1 d9uil 1 Think (M3NuNuiTuIdeufedaya)

s ndugdsnuduiuresnindu osdnsiiduind eudedesa (Data-driven
Organization) Tulan@dsta nMsinszvianiunisel (Situational Analysis) ivnaveiiauaziden
LazBnleaiungun1sinnis wu PESTLE waz Porter’s Five Forces lnglausulmdniuusunaes
Sumesiiniidsnalifiinan1nznmsudsduiifovanysaluuy (Near-Perfect Competition) Tusiu
5101 viligsiadeaudaduiuiinuan (Value) wagdszaunisal (Experience) 11nnis1ALsiLiles
ptafien uwinisldnseudinsesi PESTLE 1uwedeaflendniuenadiaeiiuly (Too Static)
dmsvanimuindouddsiaidauiuniutazauliutuouga 1iesan PESTLE laflals
anuddRunTieseinineinsanely liawnseaenideunuuly daduundsiinivesniny
IiFeulunsudeduidsduy Megratu nmdnsevisneg PESTLE onaszyfanalulad 5G uilil
aansaUszdiunsaInsafiuisiswesesdnslunsiauniiosesiu 56 16 majutunmsinsegi
meuenifuilugmaaziasifmeaiosssn fddy Tasamzdsdudommuiuinreusodoya
waraLdudIus (Data Ethics and Privacy)

3.2 §9uil 2 Create (m3senuuuiiiugldidugudnan)

vl evnluaaud I aanudrd i undnnis User-Centered Design (UCD) wag User
Experience (UX) 9814793434 %qaamﬂé’aqﬁ’uLLu'ﬂﬁmﬂwﬂ’maqmﬁmamﬁiﬁmmé’ﬁ@ﬁumi
Uduus duwnannesudududunsn n1snanadie Search Engine Optimization (SEO) way
Digital Copywriting lilliduifieanisesuieindasile Lwil,i“]umiaawé’ﬂmiﬁagLﬁamé’q LU N3



92

NIAsEIUSIUINSIAY U7 26 adui 2 nsngiAx - SuA 2568

ity Usglowd (Benefits) 1nnnin Aauasd (Features) SaduuAuveanisdeansnsnanndiil
Uszansnm

winsiufindnns User-Centred Design (UCD) uaz User Experience (UX) 9zdugn
WTe uiuwIRAREAU SEO (Search Engine Optimisation) Tuatiud 2018 e1auausiuly Tnewdiud
wAllAN15USUUTE On-page/Off-page WUULAY LLazsmmmﬂﬁmmﬁﬁﬁ’igashqﬁﬂ%q AONANNNT E-
AT (Expertise, Authoritativeness, Trustworthiness) 283 Google finaneiduialad fyaasns
Fndusulutiogiiu fegratu SEO Tullagtuiunisais Topical Authority (AuugiBeawsy
Tuiade) inndinsliadiasaegrmmuiu wenani nseuAaddiunliufieelidamgudmsy
53Ra B2B (Business-to-Business) il asaniindenflunsnisnata B2C ffunsdnauladed
sni$s luvasziinsnatn B2B fesmsitlomiiiiy nisadremuidesiuegnednds uazasasnisue
fleruiunia

3.3 d9ufi 3 & 4 Engage & Retain (NM3YTUINTYBINN)

AM5UENEIU Engage 1ay Retain aaﬂmﬂﬁ’uaeiwi'f@Lﬁ]umﬂmaa%”N%Lﬂummﬁ’nwﬁ’]
NLUIAA LLmm;aUﬂwmﬂumimlﬂﬂgUmiuﬁawu Usen15usn wwaRadian nagms Social
Media fi Unaunin (Markets are conversations) 1 &nasiy uazidugauenmanagns 1osnn
vdsd 2018 unammlasusing 9 lddrdinnaidduvuessuninetsguuss silvRanssudosfiann
nslewanusznnisindanld910g4 (Paid Media) \Hundn fograsu nistnadidomessuni
AUU Facebook o1auddsrfwalsifivs 1-2% Taglsifinsatuayuduiunu Usznsfiaes usfes
naEe CRM wae Direct Marketing wsivitiadowauil Uszifiusn Marketing Automation waz Al s
Auld nmssnwgnanludagiudesende Hyper-personalization fiduiad oudae Al/Machine
Leaming fagalu nsdadaiaueiiiawaunginssugnauuisealng (Trigger-based) ununs
AsBlauuuTiungy uay Usensaaiine Tueadaansinineds Shvmaaiessailunsesnuuy
nsildausau Insaniznsly Dark Patterns Lﬁaﬂizﬁuiﬁ;:ﬂ%ﬂﬁﬂ Fadudlymasesssuddalu
mama’ma%ﬁaﬁguﬂumﬂﬁm Conversion Rate

3.4, dauil 5 Optimize (NM3¥ANauazn1sUFUUIRE1SsBLTDY)

nsinrauaznsUiulssedsdeidesioidudwiiddgiaelu nsaaeu A/B Testing
wag Web Analytics Lf]uué’ﬂmiﬁlgﬂéﬁ'aqmwa‘”ﬂ?wmmam%uazmsmam N9 w15 ud
13 padolunsiiasiedt unndmsimuaninsguteyaliidululufianiafeatu (Data
Architecture) Faidutigmasvindilvgigelunsianalumsufia nsianaluanimuindend
g3naldYememsuievay q deamnalunisiinfagnai(Multi-channel) Aaserdenissiudoya
(Data Integration) 91U 96114 9 (Data Silos) 4 9@ @euiludren15asmuly Customer Data

Platforms (CDP) #198134%u mssamamamﬂ Google Analytics sgUu CRM LLawuama 0 ANVNY
isheriudubesiudeustisds manvlsdeiuiindesiodnilinszuiumsiasesigiionia
auduass venannil wiaznanfgnandugudnand LLG}'I;JLmaffﬁamgﬂ%’mL%qmmiaama

(Channels) Fat8899 901591119 A9NT5UN1TRANNAINALT UL D99DINITUSUITYBINIIUINAIINAT
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as1aUszaun1salgnAflisessie (Seamless Customer Experience) MTuLAGiaulagdoyagnei
Lﬁ&J\‘isqmﬁEJ’J (Single Customer View)
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AuAMIITINISkazngudmuneg

mﬁfﬂﬁamuﬁﬁmmmmsauasm?hﬁm%’wé’ﬂqmizﬁuﬂ%@cym%uasﬁ’meﬁmﬁﬂm Tuaw
11599810 @1VIMNAAIERS waraIYIUTINTEINT LﬁaamﬂL‘“ﬂwﬁ’aﬁaﬁmamquﬁ”ﬁumﬁ@L%ma
gsianiaTasiioufiifinig uenanidudulsslonide fuimauardnnimaiaiionndn Afesnis
nseuauAaTLummsgulunsiansnagnsaivalassiy matiauesidomiidauuasd
nsalfnwuseneudisEtuaiansseusidamguiwasuuRlunseuiu

JalauauuzBINING

uiiwilidessiideniinsounquuazdediin nesssumfvemifideiiAsatumelulas
Aonswdsuntasiinnsvenedesdiowazunaniody (Platform-specific details) 1171 Fosiiail
WII3IVDINTBUAIILAR 5 %’jumau (Think, Create, Engage, Retain, Optimise) ﬁ?uﬁmﬂﬂdmm%iaﬂ
waluladidradte Tasdyavondslasaiefiddyiiderunisnsentn Ussnisusn nseuAnd
maeuldsdlunianisnainuuy B2C (Business-to-Consumer) dsenalsid anguifisswensold
lalldnaeg1sanysaitugsfauuy B2B (Business-to-Business) Fsinsasnsinauladerleuiuuas
whunsademudesiueg1ednd (Thought Leadership) Uszmsiiaes nseudnil azaefifing
P3u595u egfituddy wihsniunsiana widlildlienuddytunsinndindosdlenldly
A5kt Conversion Rate 1y Msldimaila Dark Patterns w3eanavimesu 338555u70ya
(Data Ethics) fAnanmsld Al uaznisifivdeyarualng dewni nsouuuafn 5 duneuii
Fenadusingudistung uisududedldSunsasusenseuAnifeaiosssunaznagns B2B 7
anNEiazas elvanunsaltlaluuiummsnsaafivarnvaneuasiienusuiiaveusedan
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