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1. voud usznAndfumsdaamsmamnma (Marketing Communication)
OB wsznAnduafumsidiaduthams (Media Exposure)
WAMAIIAUNNUINS (Service)
WAALDINAUMSAaIABITNWUEAIW (Relationship Marketing)
uu‘:ﬁmu‘m'mﬁumwmﬂm"w aw"%'uu%mi (The Customer’s Expectations)
wndedefuaNNAe 1IN ( The Customer's Satisfaction )
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av oo W
VWREAMNIYN ¢ )
- e w
'nquﬁ uazuu'mmnmnum'sﬁm'm_wmwmm (Marketing Communication)

UStn Jeuzews dazany (2531:190) lalidilmwemauminsrasmsemalii
| o . o Y v -~
“Humhinngsfnfmiunszuvaumsuanidany Fadlumsdadmbedud muims uez

- ' L v VoA W o Wy W 1 > - ¥ v
wnaenngudaluisuilng Tesfiadiahdeanaliiinanuwalaungne”
A @l (2534:3) ldliddieene msdemsmieme (Marketing

. . ) 3 - o o

Communication) Tanedy * msdndufisnssmmanainlusuiivsdoanumny
W o 1] o o » T o J LA -

aanudhle shemsessussmingsianuguiloalovjanisieslwifawgdinssuney

W - 5 - & J
suseminqUIzsAT gy ms3eamaumny Salivanametamasgsisludude:

3 -~ J b J o
thenasenadaiinfudud wezudmsiaueussen neegluamaiainguszaed

Tumsadnanainle wasnszquliguilnavausuludud uazu3maiug areaeuuans
wodnssumste viamathiunidmsluiige-

i ndnswud (2530: 55) ndndr « Tunszrumsdamsiifumsien
wnsnundemmahidase g Wikdiuinms waieldfumaud dwngdam
sssnsodsanumnsldsenadesiuanadssmsmaegFuimmslasenetlfshimmn
Wl nrduarudamaieiguinmsldfunad Wasuuswiruad uasilialuds
maisusmginssy fiutnmsfiiujidnesususindy »

FudanSeudruudimsdemmedunsamadaiiliunszinumsdamsguuuy
wils Uswe sezofiu (2533) Wanuwneh “msdemsfensaiumsheneamsain
yeanathevih Fundunhgdms WiwaeadnihewihdunGunt Fums Taudwde”
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Roger , E.M and Shoemaker (1 971)"lﬁﬂ'nwmum1ﬁamﬁ1 “ fipadilaznou
5 DN AB  UMEIET (Source) 11T (Message) B9@3 (Channel) §FU (Receiver),
dugniua (Effect) ypamTdIT ”
FondemseiilszdduanniigadaidagnasdisznauiivsAninmgege

ra mmmxﬁ'uutﬁuussm’unszmumﬁamsﬁ'vnszmumsﬁammwmmmm‘lﬂ'

.

(muzl)

gdaani(s) —blﬂmn-s(m) —-l dasmamasdtas (C) —Dl §iums (R)

ngANIIN (F)

nssmum:ﬂam:

aqﬁmqsﬁv(s)+i11mm1anwsma1m (M) [-pi #8 (©) guilnaihwmina(r)

vgAnssuguilaa (F)

n1:uwmsﬂnmmwmmmnwn'mqsr?v

sUit 1 wsmamIFsudinsewihansanumsiiams uaznIUMIRE
NRINIANA

mafaasmemsamafinnmmanimensziagdians | wzunngiaruudgiu
dnsfine “m1t'=|am1'lu31juuuumﬁanssud«ﬁummmm (Promotion)” il
wrehdudlnsduilngfiemidlahidunlad 16y Tdaunnnsuanichusgudn
uaz;jﬁ'lmi'm'lm%‘mﬁ'tﬁmﬂmr'fuauﬂ"n uasnmhtﬁuqsﬁmfu “ wilda dnsmmms
aae ldun msluwon (Advertising) wasn1sAUMRNMIT MY (Sales Promotion) Y
18 (WIRue Munun,2530: 181)

athelsfion wnasludasdnsumidusiumanma (Promotion Mix) v

wiRlue Munun (2580 : 182) lalkuwdalih  “funssumidudBumnain
Wunddnyisadunils visasdisznauathudsrluussamasdlssnaudu g Snvay
Uszrnsithefuhwhidsinssnngsislufuilnalassic dadefensaududy
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AT ﬁuﬂmfaqmﬂﬂmdﬂs"nauauq whnildudisumohminaan dufe dudszas

PHMIAIA (Marketing Mix) huies” ,
upnniininmslaliansmnesresdrin“dulseaumininan (Marketing
Mix)” Wil
Dick Berry (1992:15) léndntaedusznaurndwmiamadiylvl (The
Marketing Mix) TUMN#D Aftermarketing ¥84 Vavra,Terry G. Tsenaueny

1.
2.

HANAWY (Product)
53¢ (Price)

3. goannsnhyhe (Place)

4,
. msﬁnmsﬁ'vgnf‘h (Customer Communications )

madadiunInan® (Promotion)

3
6. ANNTWBleuBgnA1 (Customer Satisfaction)

7.

E. Jerome Mc Carthy and William D. Perreaut (p.730 oaly @35e d3ml 2537

mMIuIMs (Servicing)

3 e - [ -
: 56 ) didszaumIaen (Marketing Mix) waOBm © ﬂawmemmmmnmuqulﬁﬁq

u?wmm'luﬂunmﬂaaummmmmmwmmmmﬂmmu »
W@y William J. Stanton and Charles Futrell (p.643 anlu #33mf (#3%ml, 2537
. 56) Mg © annilaadoaiuuns 4 dude wdadwd (Product) Tasadn

1M (Price) szuumItadimy (Place) NenIsueiLE@3uN1I0a7@ (Promotion Activities)

Fatvuaudnin it asszuuNMSAAIAtANS 7

o o]
PNANEMNETLAIERA Y NLIBUlSENNINMAAD (mugun 2)

1.

2
3
4,
3

v o - v
Hutledomanme (wiaeamminme) Agsieaiugule
v vi oW T AT,
davldfiunu viadpanum 4 du
Usznaumundeiuy (Product) 1d1 (Price) MINANIMhY (Place ) ua:
MIdFINMINMA (Promotion) emudunh 4 P s
finquszasduasniliidaauasanudasmsvasamathwng (gnan) Witie
ATUMINDLY (Customer Satisfaction)

- ') ¥ 1 » . J
wasgIMWN NENTEWUE (2530:76) Tansrh “ SuAuezuIms ne) smun
Fasmheaum wazhnssumunsdudumiame snfiumnnlumahmhiiu
o - ) - - w s W -
fygdnvalifefiezthmmanmsdaningudalufnguduilnathwng » il

1.
2.
3.
4.

unumsBuMuazuInIgaMIRaMIMIAamN
UMM TGN IABTIINIAMN
unnmussEnufihmthademsdesmsnae
vmmraamsdudsmsimbhedamsioniniose
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frwua uez msvsnnlusuns Yinusmaih Tnoldinguirsed
AATHAAA MIREIA (Developinga | wane : anuraneleves
wWhmne(gn ) marketing program) (To reach target gmh {To provide
(Xdentity and 148000 (Product) marketing) customer satisfaction)
analize target 2.1@1 (Price)
market) 3.mM39a i (Place)
—# R _"
(Promotion)
l l |

nmilaundu  waeiays
(Information feedback)

3\]1'1' 2 @ UAMINIENUNMIARIA (William J. Stanton and Charles Futrell , p 57 anluy
Aol (35mi ,2537: 4)

o L) a » - - d’ v o n, & 3 ol 1
gy asdadammunsame Sulwndedesduigiduduhiuade
mAsednenumeniangdiudms  wszanuftanalaluamidmadadiniusnwesy
a o o X
Tudmslnsdndiadaun luanpmwanuns

- - W T
noufjusznanAanmItumIteudmss

smaatudidfuataishmiuiansaes g Wlfiouywd  omzaywdilv
Intdeufidesendumauanulasuimans g ussdssaumsaiteiu waziu dmms
wuihiehdgiliusznaumvadulaeuyud Tasmwmzathais emyutiina
Llwlsludesladamidanauhla anwdasmamasssiadnanntuehily

Schramin (1973) Wamwidiui « dnssnddsnuailavasgumslann

s limadesnsiivsangnwinndu » Tasdwnaeves

Chales K. Atkin (1973:208) aRAud) « 'qﬂﬂa#tﬂmi’uﬂnmsmndauﬁum
adulnadanyd anudileluanmwanden wefiuauivuminiumgmsindysas
fdlafudnmnian ”  dwiu

Merton, Write and Waples (8W1udn Aaing, 2537; 15 ) 1w ¢ K3u
immszdaniuinmsnndalavy dauduluaumnnuassoumwludey
YKV uazmgualumIuinms ”
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Fimadiafutmmmediummiy duihaulehezs@enfuinmsuslidems
mydamInndele Tawilisumdumdvuamadiniude (Fnlu vigdau feddand,
2581:23-26) Ad

1. fladudruyadnamuazininndiuyane nuumaznuﬂmwuumnmmam"m
qﬂnammmn'lumu'[mqammwmnmihuqnna Wevsnnndnwu mmmmamgn
wangeiumIsnSalusmwoesasmsiauilindaudy FadeuanTznutiseiudn
Toygn enudevAuad anaasunsmnumueansiuf macuu mpela

2. Mefuduammenudiniumedion eunssladatungusinuiousiany
{flu“ngusdie” (Reference Group) Wadnysale dnvzadpsmungsludiuenuie
firund uszwodnss dalvifiieasurasngs

3. desumuanmminndonuanszuudams laud ardw szdunsdnn nole
Fnfaenuedeedwamataiudemuasdems MuamInausussdniilamaendm

o J 3 : & 3 |4

yintladuein quaihbigiusslasmluingfnssumsdan wiamsude
ﬂnmsumnmwnu Schramm (1954} lanamn qr-madauavtalnmzn':msmnﬁm
'l'um‘mwmmuuannqﬂ (Least Effort) ua-"lﬂuaﬂs.'[uuumnuunuﬂnqm (Promise of
Reward )ty aniindude ansuwSananuazan algheizdotu nauslomfilasy
- FY - al ) . v J - 1 d’ - W al L} )
snvariidy anudaniagnau (Perconception) usufitanuGeil femhdungi yaas

ol v oW - o 1 . "

eusrmimasnssaadmnuhiinnialaiflagiauu®) (Predispositions) ”

Usuz saznfiy (2584) ndalih dailflumsfamsuteandiy 3 Uszan ait

1. Hasnany mneds deftmsnsmhmsnngdnslugdiumsanlsnauluiog
audnnunnldednnadimeluandndy visluomilodidseiy 1dud misdeRa
gnmnedn il desos wezmwouad Fedesnavuilquaniaaid  némda
sunsomunsinnsluggiumsunsnnldluomiuna® mansolinng e
tnmungiualdifivedwa

2, Aatawzin moute Jefgudetiusnlasdidlowiams uazyasjomnavanagh
Fiumaawzngy i misde gile yems uduiy Wawed mw dlad dnssams ey
Hauaiatsasdoweinide  ghmsminsodumimwmedaditugfumaihwne
I@athaenedpsmnyan ieliussginquarssduasmsiemanly damainsohligiums
dhvineldfunmudnms anudlagese uszgnipaduasvdenadamadadule way
m‘:mﬂaﬂﬁﬁﬁhﬂuumnw#;j’dqmwfmm:i'lﬁ'
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3. dayans mneds aungminldlumsientugumsndymhmluglues
‘msaumnvialuzutasmalsygungy Familidoynaslumsfeminabiiiansd Ao
sunsoimmsidesmaweundluggiumslalasas wessnsodngilegiunsldloe’s

o v R1 -~ J @ » o
mayeRauuuiues  mantombimswsuwiimasiulilusnsuiavguuivbivn
giusnsiuny 4 WE weedonbiFunnuenaiBnilndevssdiumslaluiui

ar - 1 3 - L3 -~
uazthwiumsfadeemsmemIemaiy  Usenau . Budee (2539) lalvikinga
afuaywh* msdadedemauienslivon upslsendaiudieussleml wiataqussend
5 E - ar
yemadif mansoldde 8 vszian b dayena Aaneny dofanTancuiy 7

N v - [ - o - ol ] [v)
ndnlavag madiafuhsmainiunslivinseldnidwieounididve:

“
w -

dmsinmndasenumanieagindns  weramudainelslunuuimsddiniuenm
fhanondeamsnisdomns 3 ma fil

1. dewieyy 1dud Tnsiad Sng desas ussmisBoRaw dousamidesiinasnn
deanumanisasgie/fuilaalasamenounathivuims wnudivdalavaniign
ahedundaiiaeramagana Tinlelibnliams wesudsngliamsine 158
TunsdiGutasadud 1@ms Taxmslulg @aligndidld ussthfiezadnligld
wBmmahenaudniu g lissas

2. Fowwizie ldud Telavan Wawes Tush? wermsmsnnudimgly
y3MT (AIS DIGEST ,INTOUCH )

3. doynea ldun gnidisy nduion winoume winouuimalsshaud
V3IMT uszwinamudmaminsdwd |

aacluwimInaiadaduiuemw  (Relationship marketing) mMsitlafuthissues
anéestiuegfuuvmuasmms (The role of informetion) 1By MaudEmglyivams
wenmua Rgwdaustaspna lussuua 13 iwnehiludayaenlifcninsoain
duvusrw  sedvudayamemsemasthndusuy Wy gsfmauiu mmaemeas
Wusu usz unumuaansiasiayans (The role of personal contact) WTIEgNAINIYAY
flozdadagrhetuwineud a tomiesnliims sunsoguagnmlideanufwe
Taldinnn uszlespsmslfuidmadalufignezndulimaudy iandeddas q Towdl
tramiinsuflumsdadamsgsivaamnefeinnuafisasmndmawuim
(The service encounter) SnWusmwiinzdinduadndedles (1 995:23)
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3wed wdudnd (2538:169) dnenth - JoyraaifiunsdemaniisAndnw
snnlusnudms Tumbew3ma ( Service Station ) ApgaUfifnuupawinay (Service
Interface) YOINAIUINT vIamhoufidnng ﬁ«anﬁ'ﬂd’ﬁud’aﬁuu?mﬁqﬂmhﬁblumﬂﬁ
A3 use AoifiutheRd Moment of Truth (MOT) Apthsnmfinadsunngeanin
(fuTamanieanumsalle MgesnnliiimiduiaussAgnifaifient) Tasawsdm
msliidmsudhieliAanmidiuanuidnmednlonasgndilu 2 anwai An wavawnn
shude enuanele Ay semeau dude analivauls Teedalaunuepemslivims
aifalmih  daamldyn 9 Moment of Truth Aign@aldiu  Mnmdudauimaean
Wuuan WluenuRanele uszdsziule ”

WineuuinMT o (edRauEns wiagliuams Soanneds fihmhlg uezdes
Humsingiuide “anussiile” Fufuinmmdndfal:iingliginliidmnia
anwianels ussnduinliBmaennine Riltalhvhlassegfiemsliuimg wne
manduinliuinnidn wazmavendely auifludruhlviie mavenedmememe
ﬁqwdwac'ﬂmﬁqqsﬁagmﬁ (Customer)

dwmiumsfieadnutnmavdebidadutnmsla 1 Wmdumsdomamans
amAuBIgnAIRaLIvas ilﬁ'm'ummwumnomszwiquﬂa ( Individual Difference)
snufiendasdan gnown s33ae3ny (2530:44-45) lanandh ¢ yaaaianuuandiy
fyndnmw Weuad addgan waranusule dudy wannimiussiuagiu ammdau

o 1 ’ ’ o > o -
uaﬂmuﬁ‘]’ul““nunnﬂu ﬂ1\1ﬂum1\1ﬁ”ﬂ11“3 Nuu‘lﬂﬁm‘):llﬂaﬂﬂuﬂmﬂvENE’I‘uﬂu

LU wevnissiidrnasnnipasslafiuagfusmmmndvasdiums dfuns
fenwaeupuadsaiiuludiuey ma @ati e Aoy MIANE ez oliw
wazimuayIn wxhlelandie 9 Hu

Schramm (1954) 'lm'ﬁmumé’nﬁmzdugw#mﬁ'muqg’%’ums ( Characteristic of
Audience ) [¥a “ et Ju m3dnw msn Hauad Ande ﬁ'ag’wﬁ'ﬂ mIsiudio
uazsgUMWMALATHERI T e

Tasfnwdseil gisufidnmanmamzndnasnaninusnini Tasfluveas
dh@Innmeusn (gnsw 633803 , 2530 : 43 ) wikeamiiu 2 ndy ot

1. uvastayannnguende (Reference Group Source) 'ﬂuadﬁ'wﬁupumﬁﬁmu
Auilnnagerdauacindeduiudie wh njudndinnateund ngufilmeauda

2. UMENEDYeNINMIIENUGIAR (Business Source) gafaminsodumantluii

guilaalandhumsdasmemanme laud Fomemu Fowwzie Fayaes
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uazg"“ﬁn'lsfﬁm'lﬁlnnsﬁwqﬁnﬁu@'u?'[nﬂ (Consumer Behavior Analysis) 1oty
Je¥umedutissng (Demography Factor) Was thdueusmumsal (Sitation Factor)

Auadoanumaniswesiuudn  wesanufhnelalunuuimadadiniuemmesaly

[ 1 8 » -l L J 4
wiminsdniiaeunluangpmmamuas vy Hlevanubustoumarnasiidedvby
fiianswadewgiininuvaaduilng 1y dedududninen (Phychographic Factor) nh M3
-l L - [ » o - 1 - J
Gouj Fauad dedumedudian uaziauossy ot ngueeds anuie Tanfidud

uiilBnanadensziaunsdaaulede uelddmmasfualnandu

o | o -
UHIAMABINUAIUUINYS (Service)

Philip Kotler (1983:477) lalifitnsmaamsudmsi “ SuRenssunsudaslaile
(Intangible) thtauaTmm'hmadq‘lﬁ'ﬁ'uﬁnﬂwwdq Tansiladmathahres uasianssu
dandnengniauahuiufududitudels »

Christian Gronroos (1990:27) na1311 * mauimsAanansiu vieyavaiianssu
Fawoglusnmaddauvieldfiony Aetussiglidnsiivjdriusiugnd vla
giuinmsifauudiuseuvraanisuins Bodaadonliidaudtlywvionnudaams
tapnen ”

wanand] Gronroos BanatRsiind qaumwspaNsAMIRGLEMTNEULNY
g3uu3nms anaukleflu 2 hu ( Two Basic Quality Dimensions ) laun

1. Wdn19asls  (What -Functional Quality of the Process)

2. Wuimsednls (How-Technical of the Outcome)

msfigneezaansoduflah qummwsasmandmsaviolhfu Wusauongann
Aanfmanialy (Expected Quality) anfulssaumseinlaFunInmsudng (Experienced
Quality) tﬁmﬂumwnuﬂamuu‘a‘ms#ﬁqcumw (Total Perceived Service Quality) #
aunsosinbiiaduldlnendemdnns 6 Ussmadei

1. mafufaendw usznsiivinuzyaufliuing ( Professionalism and Skill )
godmansofunnnsigliuinslemag wasineslunuudmsmnsoutlmen g
et nluvuuny

2. NAuAR uszwoAnITnemgliudnis (Atitude and Behavior) gnénazifia
anudnldnnmsiglivdmiauleisudiigmena qidaiudeniitduies ueshs
unteymlunud

3. msuwudy uszilanutiavgulumstiuinis ( Accessibility and Flexibility )
gnAnzdaduninamuiinsssdiinny uaznmAliuimssesminny uazszuunsims
andnndednnmisTamfurgniathadui
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4. el uszaudadiald ( Relisbitity and Trustworthiness ) §ne
sunofuildnnmgmslidedy wEInmsRgLRAMUGTRlF M ldnnaeiuly

5. prsuflosmumsallindugammwun®d ( Recover ) @olafimafiamgmanl
Aalldmaalisamh viamgmeaffidalunnund usegbivdnssansoudlyamumsel
v Tdlusiurind naug’amumﬂﬂﬁné’udamwﬂnﬁoﬁﬂ‘iﬁmsﬁmm:ﬂu

8. Faidue uazarnhi@edo (Reputation and Credibility) gnvfwmﬂaﬁa’luﬂmﬂm
vaslidmsnnmangbivinsdiduismameilosacan

Heskett (1986&1987) nd11  dnwaurfiiulduesmsudms (Service Vision)
Husdbiihunhiumaanmeluauwassamhimainiuins »

Jewd wandtsiond (2538:6-8) lalianauminoysansudmsde “ wednia
fanssn mansshn Ayaeanitehli viedupudnanyapsvillasiithwng uacdana
slelumssaspuuimasdwtu » vdn

“ Wims AefenssumNiasugha Mkdanasannlugives o sufl puuy vide
diitsnfioudasnnemedainm 7 e

« 33 Anfefiy Auda unsdaalaen uavtﬂuﬁqﬁ'tﬁauqtuamuhﬂd'hw?nwav
@sumaiilu uasaudquaudgmu?n'ﬁ (ane) Lﬂa'lﬂﬂau'u?ms vy 1 Towviud vialu
nanflauiuiiulanimeliuinmiy 7

Pnnasineunminnudauuuueiesdy wismmduine laliddhiammmeg
AUVIMI (Reumadnme, 1990) Hde “ lﬂﬂé’num‘:ﬂa«wﬁ'uﬁuﬁ:wiwuquﬁﬁﬂﬁ"ulﬂ
esrnshimanues ludanuszain e gndas weeiadseduiuiug »

mueaInEREnANmIamaBRaiy (gan ofnd , 2525 : 7)

“ U3M3 Wanei 1.|1..Tuttﬂmam1uwa'la Folaauaiidony ﬁmﬂﬂuﬂnnu
Mawdum »

nemlawagy VinsSadhdmbifidmaududawsrnmels dhanusss Sudas
Lils Feildnvazuandrenndudiduguoss asnndemdunIuinms (The service
concept) | fandmirduiudnvasdliudmstanudslanseh visufialigndaly
vauwaiuluay usshathalslitszsuanuhits wﬂam'lugnmmmmwmwa'lagqqm
mumwmﬂmqmamnnﬂmwmﬂmwmgnm

_— —y stics of services)
frie W@l (2534 ,143) ldndnbdnrasidhdnuemaudnmaly il
1. Llmintosudaale (Intangibiliy) madmadhudaiitudaslaild pnelalmaiy
(i §8n 188 vioaumavdmslddawda Lidasdilsfemausndradraud Lidasmugu
Sudaenss Linenalymmagydsdnududmed duiu dgwesmslivinsiagi
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AendTudadiumsnme iy Felawan winouliudms o qedudaudng ssdpameny
HindutslsniAlasunnmadmananhimuimmuimiusnds luguninees
Mgl RsauRelesmimovendeludiyanalngda

2. 'lﬂmm-mm]»mﬂnn'n'luu"}nﬁ (Inseparatibility) maliudmatiumsudin ues
madbelusamdniy  wnlild edahiadunm Tesnagnémshivimsdens
fuasnaspuanommIbivimilined du milivimmeaisn ghivinesuy
nsdwritaiioud Taemadaddunau-ndwesmanivudms ssuum  mIvedinnu
WeiAisufinsliUIMT mavenuieiathediudy

3. Taluriuaw (Vasability)dnwaizamansuimaliwiveniiuegiui gredms
Eilas wliuamadols flw athals mlwdamammnsdlguaiwssmaimaniode
outlgmndansn msu%msnammmz]qau'lwuumﬂmmuumnmf ( Product
Planning ) UedlUsSHNINNNMIONS duaenamssdainenudeiu uasoduelif
ASnusagnaileah sunsouinialda anailamonly

4. lalsunsadfivisle (Pershabiliy WAm3ldmasondafiulildmdaududdy
danuammaiishase  aliuinsiesldiidgm  udddnvazanudasmsliuluay
swnbidalgm  As  3mshimuvdeldiignd  Sohligudmafismimauing  de
wenge UM TINNEY MIRITIAN WeEnsRIEENNIAMS neswneHnmslE
Ui (die capacity) Alsinnanamhnslaibifuslumild

- 3,3 (Secvice Mix)
Favad wduimd (2538; 172 ) amaud«ﬁ?umﬂ'[u'[aﬁ(‘lm-tﬂt’]u)‘lﬁ'ﬁ'mtﬁ'ﬁﬁ'mﬁ
drh dulsznauremaBmg (Service Mix) Tnpussmiadeiifiumdlsznavtanims
104 Ailuadugumwuandmaiu 4 weranahraieanuiovelavienslitinamilifie
welelumomuesgndld (mauwdadashiulsznaunNmInma Marketing Mix )
gunsouteiledumsriloandiu s ngsilug)« dail
1. nguiednifinanausuu3ns (Pre-service Factor W38 Pre-delivery Factor)
Tdun
= pvwe] Aeddw FaidnansaRen ( Company Image )
o ﬂ'm"nutdaﬁa'l'i'awq'h'lvfuqu"}ﬁ'n ( Creditability of Company )
* dudms mldeieyaFuL3ny ¢ Cost of Service )
* annudanimiysau3ns ( Creativity of Service )
nguitiinansuidmaiesn gl ginsnaiammmaniitiilai
dodosummIsuimaly 1 i'lqmwmmai'\mm:j'i'uu%m':dwmmanﬁnﬁumstﬂﬂ%'u
dmmamn faynas domnau wasdommzie
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2. néuﬂaﬁuﬂﬂuaumzi’w&ms (During-service Factors ¥38 During —delivery
Factofs) Toun
* grnazanaunpuaeliuims (Conveniency)
) v - &
« anwgnasawsiudhluneszidaaiuneuringi (Comectness)
ol v
* f3en I MAANNL B IMUIMT (Courtesy)
o W & o .
« amdudoutisnnluduneuiuu3nms (Complexity)
* anulte@auITe ussRARGHYNEUIMS (Carefulness)
* ANBUERYNEIMUINT (Carelessness)
« Tl giidgan wasaNuBINTOYRLGIYYINIS (Competence)ﬂ?lmffns
nau'nuuaumzmu%mw q'nm'mnanﬂw'ﬂQﬂ qm‘fuuau%ms ﬁqavtﬂwm
nqmu%msmmmmau'n Rmmmm{hmnn‘mﬂmuﬂﬂmwu'] & dhnh o vie
whiuaNumMani ﬂwutﬁu‘nnqunﬂuaum..mu%nwdﬁw’lmu’lmu‘mnmﬂﬂmmhums

I WHAOHIY WROUUTNS

3. nuilevufiluansinafundnmsuss (Post- service Factors W3d Pre-delivery
Factors) l@iun
* enuaaaAsBsiuANMAn rmgnAnauniuuIng
(Conformance to Customer Expectation)
= anwanyIalpTuHuTaINMI
(Completeness of Service)
* aNuAUFUAT MUUAINIBNEMT
(Consistency of Service Quality) '
* maufiRdeddaaduuneegndy (Complain Handling)
* AnuguAIY vinlilmauudmmiy (Cost Effectiveness)
(wdsngnmlaiuudmisuasudiuud) ,
nfuidkavsIMsiuEnMuseiiugafsziemsdntilaacdiurimsh lay
nuudH R AldFutuamumanisiiililssh bighninaieanudme lagiviadadhals

9389 Service Mix dansnirduiiliinldaseming gndillduaimnidms
ypanRBuARnMBAMIudRethudn axduhudmiugndanseduniudaen
nsunastievsunafulszduinsandudugamnedaded witedawimnims
Ussdudu g wnsunldfumnhinfnsanFsudisutuieu thiowhnsdmanei
waszdagnAreldifiumhein  viawnasiasemsbivimadfisuiuanumani via
naslulavaigna uazgnaasusudiuanuwelaluudssileds I nga) lule
uapinueeniblusnuingarn
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wazdwiulumaded §Hivelddnniaimyliuims a gaduuinns Tavilundnd
shalsnniindmnmsmeevueadl

Karl Albert (1985:27) 1@l¥iA73MiNLy8 Moment of Truth (MOT) Tlumisie
Service America A8 “ nalamd viamnnil g ﬂ@nﬁﬂ@i’mﬁuﬂaﬁud‘m’lm 17U
Wit uleclndBaviannizerlnafimaudtanaliifiannszivle (depdng viie
u%ﬁ'mﬁ'lﬁu?n'mlﬁnfu) wia Funh yedudaudms ” 8 2 Jsean

1. Positive MOT #p i fidudauimaud (gné) theanuitinela

2. Negative MOT fip tanmAlduimAnmaus (gnd) aanulinele

B4 Moment of Truth (MOT) vi38 yadutiauingg fhugafidudiuh danushdy
lugaansivams nzmusiuanndumehilatuillemaiazanaiuiun
Wy madamnuaiahelirseusgehlszmdlng mafuimaduRasiueiiesli
snsowann iR wisuh ST lumsns inzUssmalneifad fadas
Snwazgilazng fony wimawduihdgRRemavannmnidms (Service) mau3ms
naInY (Aftermarketing) uazﬁ'mu‘mi'wmnmqu (Human' Resource Development)
Fadaladuninnnimanueamainiluganeynyila ualunmzasugiaandidily
Jngruil m1ﬁ'mmqmmw~nuu%mﬁqtﬂué«ﬁmhau'laﬁnmd’.luadNB'Q'hmmaﬁmth
Suiusamezannsodamilmngnmiotiluszuuld

- -y W

Robert Christie Mill and Alastair M. Morrison (1985:5) 'lﬁ'na'nﬁqmzmumsﬁ'
Mlviiamsdeduladaniduing As

1. anutu (Needs) r@nfT‘lﬁﬂTmthtﬂuﬂa:ﬁmﬂﬁammﬁ'tﬂmﬁ'umi'lt'i'auﬁ"l
u.a:u?nmfuq CYRYR L)) ﬁﬂ'nu‘\'ntﬂuﬁazofmﬁﬂdaﬁamimqqﬁa 1=M'J'mﬁwﬁ

2. ATMWADINT (Wants) ldur anndaanisiiesl88udn wazu3maszinmiv iy
w0 daamslsTnadwiiaions (ialnidadany |

3. JaqUseand (Objectives) (fludsiiiatuipnauauss Needs unz Wants Ap
w0 Tanulirsd Aarasmannaeadn nadlumshadededns

4. nMI9ae (Marketing) dlevnmulavandudimiweansame fraru
miamadatuniiuikssdginiedani ndnda Swhiahe (creats) mafudues
ANy (awa:eness)ﬂwm'lﬁqnfﬁtﬁﬂmwm"mmsﬁazmauaummwht{lumnﬁ":adw
ap mamanamhmhnlumaiedelasan Weline n Fulanudhdiudasdadeaasms
giie  (Needs) sevhatdiuni Woanudanstdinsdwiiedowd  elnsdadeny
(Wants) Tawainungple

5. (Motivation) ADUAUBNIAQUITRA Asanumiath (Objective) Famausuas
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Soquazsdiu Mligndfiannuitwele(Satisfaction)A 1 Needs Feezfiulafiaeu an

wnunmanlui

Satisfaction

Objectives

i 3 1 usmenszUTuMIARANTNEDN1HAM3 (Robert Christie Mill and Alastair M.
Morrison 1985:5)

umﬁnﬁ'mmmmmﬁaﬁuﬁ'numw (Relationship Marketing)

Martin Christopher, Adrian Payme and David Ballantyne (1995 : 11) IR
-~ al v o '
« aAannmIamaTaluiuluinsahduiusswetwdailesluszszem ( Long Term
Commitment) JEWIN mﬁmﬁugnﬁﬂmumsﬁmGiaﬁazmﬁugn#mﬂmauavhummﬁq’la
d al v v o v - v A
Wafiseitaanudaenisfiuiengnat uszndodua uszudmspeninggnaldednns
v ¥l v o o a & -
auANNElRr RN uarmndudidvslamlanTnevaduil uvauigifsuusiiue
fils meduohduileniafissahanussinsnddadumiveiu s ¢ Brand Loyalty) f
ssunsndudh ludsiudaaohlagndiiilann »
Chip rebel (1995: 18-19 ) namh “ Wumsafnanuduiuduuuuudiuiu
v 9 - < o ' ~ v o o
pnedudaminliiiadeiiludfgndetneidt Tagsslivimaddaleiiiany
: ol J L} J
iBaansathaiigauhiedululfdsliussgiimnnlssaduasgndwdainnnhilgni
1 Yo . J | 4 o o h A v
maheeldiy  Fulummaihigbiimashninnenugniuresgndunlildmly
o val W 1 y v w a qw
gndfaweleludmsnmuiiugindanszunilas uszndntwdaludignarnvdulvincan
um”
v w o ol . I )
snsaudmvithunmmaiasnnmienadduiusnwiifunh « Gulag
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AUWUGH N ” MUIANYDN Adrian Payme,Martin Christoi:hcr,Maoira Clark and Helen
Pack(1995) Mg

Wudw (Partner) + WUNINRIWY usE

nIzfusiusmMN
gWinvsmiuayu (Advocate) Gnngnduald)
. gahumﬁa { Supporter)
§oM (Client)
@’# { Customer) v
wiungugndrln
( MmN nganilming

gnélml )

3\]11 4. The Relationship marketing ladder of customer loyalty

» ¥ 19 v ) - W "
mmzmnhgndmidhszuudeudsdlihegint msfeeinmgndimhliing
ot 8 3 L » L ar o
snhuasdnsgsnedsiunanusumslinagndlmi - Tasmmhmsamadeduiusnwieda
laon
N j » Jd @ o W u
1. muRatiunasgnaniianunining Tuduainiu 9
J y ] v \ L) ] oy 4 -
2. mlsiAngsiulildwnehgnddsaudiistiu udiiannalieddety
damnsamadadiugnalmluhinluszuvaam wasmseaaswsemdminauny

Adrian Payme,Martin Christopher,Maoira Clark and Helen Pack(1995) 1@
- - - W ) o s w
WANUFBULI ANMUAANHMIAIAUUULGH ﬂ'Llﬂ'l‘Wlﬁ'lﬂuUUlHﬂﬂﬂﬂﬂ71NaNWNﬁﬂUEﬂﬂ1

Weail

1. iRt pamsageden 1. sjizfiuinwgnananty

2. LifimsAndafugniatndaio 2. Mumiadanugnaethedailas
-

3. Wwrnluiiquamium 3. dnlvmuanudesmsuagnd

= - ]
1. Tomjsvor iR ausluszuzdu 4. Tanahdmmaanudailadluszezm
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5. anusdgiasiumsudnsgnd 5. Wenudhdganniumsudnagnm

Y o o . o o Y
8. fifadrnalumslidiudyqnivgndr | 6. Widniudyandugndmuenumandy
7. spimnqumwiudinay | 7. PRsngumwrwiinnuluedns

al - - - w
#Mm 5 WIBUEULINANHAAT NN IR AULULAN ﬂU"‘nmﬂ"ﬂuﬂlﬂﬂd

wihunAammsamadsdiusnvwiussdetiuamnuud wianuhlae:
gnisnuiuliiias (1995 :9) HeilndwudmunsofiverhedaldFaummsudaiule
fethautu uidnyiZsend asuaivszuuuinagnd Heudmadunninan usUjua
M3 Nenmuudng tﬁuﬁwumnm'lum'smmQnmt'ﬂaﬂaumsauﬂ'ﬂuﬂﬂt’h M
gnABINT sasnulimssanieashaenmsiifnaminnt uitnsiugndids

J & s b A - 9 rs b
welsfwstanuiududuazsudmsuasuisnyidsand

TugsinInsaannay Jalah flumsBeaud mugaouimamsimang
dafu u3snglidmessuuidasguagnimaanmymalinuadud mhireuivn
FsmaslllangaiuamslatignardaiedasTnsdwiudrdhunluszuy uimnetegn
Gumilumiteedasduahdiiusnmdugnm dainmunBlussuulinudigs wamls
fusneelasudninglllldnandnnuedawiawmumnniigndwsanly udidawn
ﬁ'm"%nwﬂmﬁau (Monthly Fee) iy @Ins@w (Air Time) fiaidanneagloTnsdimd
iwdauiiuieg ua.,ﬂ«{lugnn'nmum'flm mﬁv..'ltmuNu'lwnuu?smi'lwu?mﬂ"uu
Tnsdwriadaudivu mniru

- al a [ var o,
WNAMNIINUANNAIAWNYNHTUUINTT ( The Customer’s Expectations )

Alfred Sachets (1972) WnFasinmnlaiausuumgufidalanadn (Stucture
Approach) 1 ¥ 'm]ﬁnﬂwawqua'wuﬁatm‘tﬂquﬁmmﬁ'tﬁﬂi{u'[mquh ilawnnau
aysdesmdanilaszdsmanwliluledauudri dReRsRnudasmsnzih tininms
| i‘iamﬁq'ld'mumnquﬁﬁm'liﬁquﬁnﬁumst‘fjni'umwmuqu Tastamzatnily
sowmiaiinsladadiSawaziiaiiuatilithmng wsedfumsmaninatuimmadontes
wnla |

Martin Christopher, Adrian Payme and David Ballantyne (1995 : 21-22) i
wnemguevanlagn g Summnesa  dnme Wnulms aasszsulalumahng
amMaBTuAUEIN mmgnﬁ‘uﬁ'ﬁﬁ‘nuautﬁuqﬁfu mawarnndmiudnAnTunnudem
o o
il
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1iilognidasmsing wifimanivheeldiuimsiasunsumnudtniivady
UseTomidoun uasanfuiiiandsams

2. fgndrdamsdudvienime unfimaviiesldinmilufiundasmannme
freliifiviayalumadendud vieuimifanige

3.hgnMdadeiuminnuaula wilildaudniiasdads wifimaniifelaiy
M wmdpptndmilauiunneu

s.gndmaniiivslaiumaguernmidinduilasbiildlusheusysmahgsis

5. iidgymnnanudiat wmanirhanudimiusiethusnesliuisnudly
Ugywmyaanle

6. gniAilmnansindndagu manifazddiusmniaiuuismnnnhgn
Alallanuseindng :

Vavra, Terry G.(1992:139-142) Ilensnisanumanivesudlnawall
InmzarduiusyRgumwivanumanTaanaInBud wazuing Fhudsdiiug
wsfuanuthlvhgnmmsesianumeniiotils duenideitymivdum waning
Hhidsenvmanishunnneilsnauinadasnzmeniisasgndsil

Ay (Word of Mouth)

Lefensrun
fukn (Product)
(Advertising)
prum e e ine
{(Customer Expactation)
ARmsrru(Cutturs) LT Ll LR gt e Rl
(Atermacketing)

N (Seles)

-]
JUN 6 : The Formation of Expectations (Vavra Terry G.1992:140)

e Wwhaidsrdod (2539 : 21) nemTanumaniwagnan wavn
1. foidvreadsn swwal éhide

2. Mwinauglidms (Ui mhm mausieda 1a4)

3. haum viouinma (#n e Uszinaiindn 1am)
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&
TIAMYAUIMIUY
&
ammwmsalwasenluyasuy
v &
INATFIUAUNNWYBIPNATAUUULD
Y - ) « &
daya / 110/ GUINYBIFMUUIMIURNY.

N e oo oa

ﬁq'lumqn'fa'luﬂ'nummu’mmgnfﬁ (Expectation) Yutailpmutnloluies
(Perception) ¥2egnAUzIuIN Fimatinesauandanifluunsuh dvhie vie
Soyafigndlaty mnnfusmumasinasanlunami ﬂw'lﬂgnmtnmmwm'lv'lﬂmws
ThamadesiiRatuliuatnildunaanumands (Expectation) Aigafuninini viaiiu
aruUndnanmg suws Resiudsldundmiamnasgnndfienaf@niiliwelald
luns@imibivimiimdiedoud Auuiuigliuimainfeemaniiliszuumnios:ld
fndpldathedaiiins Syanuiany Tnsfade fuimandsmanuiia uItngdliuing
mmmu’lﬂm'mihntunugnmammmﬂmtﬂumuuavtﬂasvuuﬁ'lunqmmmmauaum‘lnmu
anumavis faufnanufswels wazuandassaiingde ilsudnlussundy 1

nanlanapule maitienumany uazaNABIM BN S iudichiy
ymmesawnaiuaiadlalgsfatszauanuiiie

wnamfmtuanuiiwalaluauuins ( The Customer’s Satisfaction )

Richard F Pérson (1993:14)-talvianumned « aNuTIN LRy mgnATh
Aa mafaudm visvimsasnIndulymuanumanisssgnminhlignaie
anwftonele useilasumada viamaliudmstifisanniy uasUssadidu Tove:
uanlutiyeaalndBadnly ”

wazninuamIhmvluadnm wl A 1985 vae The White House Office of
Consumer Affairs(2539 ; 23) AaqU31 ¢ 96 % vasgnaliiwale viallaumsuaiiy
mibhamIndy nsem Linesnbniusenines ud 90% seagndritlaingle
weifu wlinduinlsiams viededusmimiudn wenninil udacauibinele snezdh
arwliwelatas WVidouatin dasany visgndiipwesmnanataos 9 au fanil
fawuinl 3 %ﬂw{fﬂﬁwn'ln asupnnsmanuliwalezasmuusaudu g 8nannnd 20 Ay
fuly » 4

Terry G.,Vavra(1992:139) lalidiitnuyespnuihimelaluadnsuaagnd Ao
« apuiedu usdefeldupadtngliimslunnhddud wsadms Adudeuly
FIEATIABINTS UAZATINAIAWINIBNGNAT * |
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anunandh
(Expactations)

Uifinin/lalRansels

Anoumwanatia

wiwfmnamnd
whld

3Uf 7 : Definition of Satisfaction (Vavra Terry G,1992:142)

' . o
wazmnilnsdeunugndrh winunddnfanelsldathilani dasudiulvgfin:
Wude mIldFumsvasdudm ussimssdndailes usswedfuaudems uasanw
o » ; o L} a 1
manTrmasgnd Hlaldfiudesssaruginiindaciniu ugrndadesyaiy
v v - o o = [
Suviuddy warilaTauieailestuanuaanis (Expeciation) 1egnmdy mivedo
» ¥ o om vz » L4
qud vieuinsbignaiiaanumelelduu dasthunszuaumslumahanunhlely
AnuMAniTaIgnMmENE  Vavi (1992) NldndnlTh anufewelovasgndiesdl
- [ L] J J 3
sauwath fuanumaniuegnaldfdadioduausrlominiusie(Acual Benefit)ifio
ﬁ' Voo ral e & v v{l 1 o v e v
wurignd Tymegihanumenisasgnilaifudeangnadasnsedadslivie
- & - o »
Huissganaioiniy  dulywrenddnde swnsoafnenufawalevasgnilile
ol » 1 ‘l v - o - ‘l s oy d it
nnhgelaetnls laglidaddimaiumuannauiiuly ddndnwingnt
I v I‘lﬁ-:ﬂ ﬂ\llv T ’ v - -t a =
feanavianninhls ftdlanufiwaledasainu * uidnnghimguimeiainen
R ’ v y v
2 nquj A Vavra (1992,141-142) snannamldudadinanilliced
. A (Consi Theory)
ety « mngnfilanumaniagann wananfedonounniy
al . & - W
eflslildinganuwels (Mansoussgenameninnle) udlvsamdniuiiee
J . L » T : ! L}
wentamaniuedeitliaed uh msldFumasdadidudflisshiase sndiounnh
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gezhnaasaliiutiudeanen Afudssasnaliduiudygunnauivly
(Overpromising) wwnzigndrdlanumaninnnuhls yanunfisswenmy (MEnuel)
TumIresdsiinanumaniissnuissuidaauinelold

smtr Usumilonm (2537:38-39) landnth nquijrnudoando
(Consistency Theories) W38 nuijduqs (Balance Theories) 'lumﬁug'ﬁumsﬁamﬂﬂa'
Tnhleh “ aulifldFudamntiuludng Wlanetedanitfiafmdeey dloauq
wilefuddahaslng wneslsehudhfunseusndudn susssswenmasanuly
sonnspsdaetumeulunisufvasuyud (Intemal Inconsistencies) hnnlge udase
winusenseuanasliinnuaugaiinulvisauel (Emotions) Ma§ (Cogoitions)
wazwg@Anysy (Actions) ulumadnaiu ”

of [ > -t L4 » ... .
ngsdmafudalinanodu tazenudauds (Assimilation and Contrast)

wouiil q:umgnﬁrhtﬂmjﬂmwumnoiwﬁ'umhqmn'lm‘%mw BNANNMANN
Tmltﬂumwmwi'muutﬁuﬁq(Exaggerating)u'iaimufqﬁuuuuﬁuoﬁﬁqm (Minimizing)
viipuFudlinaundu nemRsluauman RN Bninmsamadhluineiae
fugndanninls Qmﬂu‘hgnfﬁﬁvz‘ﬂ'qﬁmwefmmsﬂwld’-‘fumwﬂma'lv'lﬁmnn'h
saufigndmaniuaus ulupdoudediudiign wninmeamedhluidntesiy
gnAiey deflifodu Aomlineleyaegndilussauithda

Vavra (1992,141-142) Seflanudaiiulevagin anuflanalavasgnantiudes
Faduiudomnnivhdnine u§ﬁ1mmmmm’qfv%«ﬁmﬁuauﬁw visuImsvesuitm
nunszIIumINgnMazmdeaudm wipramatule mndpamsudnRudiilaoinw
Faamaligndmiudiugndsz unzdaiiles Mudasmshigndiimauanisdaluts
qnéiy r;Tmmmmm'qﬁmsﬁmiﬁaa‘nﬁugnﬂﬁrJ‘Noitﬂaq unzgnAfiauRawele

zﬁmmanoiaﬁamwﬂmph'luauﬂ"w wasu3maiu Wurieuathaias 4-5 au wuny

uoignﬁ"nﬁl.ﬁmmwhlﬂma'lw:uanoiaﬁqmw'lalﬂsmahtfuaan'h]ﬁnuumnn'hniiuusn
Snuhdh * ussanldmuusumaseamaimelalignd aadalui] ,

10 seeflanudhleswinanudiiususgnd Auguedudi winin

2. daeilympmnuagimiuneloyesgndretewivie Lilddsensudivauema
athadmomiy

3. dasiinInnesavagisnehwinnuendtnlaiufuanerunamsitanels
yaagnestalatn

milduialdhiademesmmianegivlutii 2540-2541 anSudauaiam
mIAnNBFRUE RN IIMaFaY %@g""ﬁ'ﬂﬂ'\ﬂi‘lﬂnadmwmnwﬁ'wmﬁ"s’uu’ims
fuanuiwelslunmnims wnedgliulmildafuuanssnunnamziassgie oy
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aney mameld masestngitu anerriumaliudmsldluiui wivsilanuimels

Turdmisiionn

-
MiNghetay

ynmsanwnduaiiadl g‘iﬁ'u'lﬂ'nunmw"ﬁ'uﬁ'tﬁmimﬁ'umm?ms WALTEUY
Tmdwhadauiield doil

gn vsegnd  dAnwnides vauedvasguilnaifdemaimnimiimanegenidn
fnusovudiuyaaaluwangamwiviuat Gnniwudinidio answnlsemdnd
usematiy madminBneme 2534) wuh ¢ naqms'm'wmsu’imnﬂuqnﬁﬁud@ﬁ'
TranuaulatusnntesudmuaBuulsuneudsnigu Toyota : “ Customer care ”
Nisson 1 “ You come first ” INTaninIonaudusspadasnsvaeguilna (elififa
anufawalagege maudmiiianumnenuie MaudMIMumMITe MIEMIENNT
dau madmIeclng uazrlimadmamumsasdedematudidlng vseTmfves
maamItISnesldEude degnuiaanuiiawsls fesamstlad uazdidnauna
vimssuduivseiulaesgidlng avmlduimaeziunsymihdgisens
unnselusdadurifendiutihdeffegeligudlnaninuisndudaiunauleninfofues -
uHn ”

“Unans @i Anndes mahwnmsmemsiesathgunigiiaeme
nadnadwiadaudl (Cinntwufamiaiin aaensssmanduaciamanay
s innssTInemsnd, 2532) wuh © Insdwdiadauiifufiveniulaom Ui
winfladamn e rahiliudemisndugsie deduifuademadaauladandainsdwd
wauRldud ansudeusemsiiaduanuigs mnantzinie TasRnsanqueatafas
furrndaimslumslion nm wazamszan ludnmasRmhidmiumane ue:
masadmbeTnsdwieaoufdhd thivAidmwademsdasuledaindwiindaud
famwway (Image) 898U ABMINUAZUIMINAIMTY uazqmauﬁﬁmﬂﬁumw
faanilumaliom 'uanmmfm'mmsﬁn'I:nﬁ'qui1ﬂﬂmmﬁ'uﬁq1uﬂagé’mtu1m mMIFen
dh-pendulilarn dannimslimslfulmiinsdwhafoufdudnnunn »

nuaTser Saudlw AnndesmsdemsiayslosingInsdwiiadoufivasbe

it Cinenliwudamdude acelinaamand phassnsalimiinense, 2535) wuh
« Tmsdwiedpuffiugunaafiddglumahou wqualumadenlsnsdwiadevd
#o Wouslimflumshon sefldFunnmlfingnsdwiadeud Aahounadiy
Uszntianmlummhou awan wawaasldlumann ds mldmneletudlnen
auniohnsdamnsidnasanm ualurmaude: dlshediady wiidswSoudvudld
Swfuanuguauds mhsgifivdhulngjdhuiguannnniy dulgmivguaimsliing
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Tnadwhadaudl #p winthousenadadayalivhfuaslifawmy wanoniinuiiun i
ezsimaliTnsdwindeufiszuumagendludensnnndy »

gty AlaTisuin Anndamganssumadiefuds TuwandudInsdwiilade
(Ineiiwusuminge Az NITsmanduarionnen smninndusTsumans,2536)
wuh “ﬂszmﬁuﬁ't'ﬂunq’w‘hatm;‘i'[mﬁ'wﬁﬂaﬁan%a'[mﬁ'wﬁm%auﬁ'lﬁi’auaz 54 Use
nquglilnsdwiflatedannshh Tuwaniluadewgdnssunmnlidnslndwiilate
fover 66.3 dwiulungugidelifnsdwillefeliflanadasnislivinalnsdwiiiete
ono: 78.6 uaznInasAnwitwuh nelddarusimusiuanudeamslumiliitms
Tnsdwilatie wil nsTasonduadeanudasnslfinslnsdwdleteluaunaat
Zano: 69.6 wianudlumstaiumslawanlidfaadang@inTsmslivinsinidwile
Bousveiinadanmusasmsliviniiluenan wannniy wemsisedmnfunsiugide
seuuTrsdwilofia Unngih seus Celtutar 900 1Siui§inannnihszan World Phone
800 oy 3 1 Seemifludaimualady anudaenaliudnimesszuy Cellular 900
1LanANTIsEUY World Phope 800 |

BIYY MaBAEAT sdnwdamihiesinsdwideiinnauafifiagludes
Grnfiwuumvadio aoztinamand posnsaluminmas , 2528) wui
« Hinasevahfagludasianugniuiunsdwiiivdauenn ToTnsemrhifiuded
ﬂw‘ﬂ.ﬁaummwmmmmuﬂvugwﬂmﬁqnu FawsvpsnysanmlaagumihiuasInsdn
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