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The purpose of this experimental research was to measure the effects of model
attractiveness and types of beauty products on: 1) source credibility and 2) consumer's
purchase intention. A 2 x 2 factorial design was used to collect data from 80 women,

aged 20-39 years old, living in Bangkok.

The findings indicated that model atiractiveness and types of beauty products
had no main effect on source credibility and consumer's purchase intentions However,
model attractiveness and types of beauty products had interaction effect on source

credibility at significant level at 0.05, but not on consumer’s purchase intention.
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Feedback
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AN Belch, G. E., & Belch M. A. (1995). Introduction to Advertising and Promotion: An

integrated marketing communications perspective. (3 rd ed.) Irwin: USA. , p.154.
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A & ' o & Ao -
AR uﬂﬂ@ﬁi@ﬂ@muﬂﬂ@ VL@LLﬂ m\‘umum@u’]mmusluimmm qmm@wm@mm NI

[ dl o %4 dl L4 a v A a 1 d‘ 1 3| dJ 1
ANANT ‘1/1‘1/1’11/11&’]‘1/11‘1)1‘1!@&]@ZﬁuﬂWM?@U?ﬂW?N’]Hﬂ’]?@@@W?@HW\‘]L‘ﬂu‘Vﬂ\‘m’]T EINIINZION

a
Yar

ZQ’]ﬁ‘ﬂi”LﬂV]uD@LﬂuLm@\M’]i‘ NEFUAT ANzl nTT AT lunNsasndanIny

d d O { d o dl d Ly 1 '
[Innsaealsiiasa i niuuaEnsinInisaeatsive natlsz Tamiagnglnetia
wilaangiuans

£%
o

dJ a o dﬁl = 73 dld 1 =R a U dl o
79lun1saae Al Anwnasliunsuuuniiadiinga lalulasnnduannaaiy

ANNINH AR urasEs RN 1anIg

e lsvinnaasunasdneiilun1enis wivaandly 3 Uszinn sesalilil (Atkin &

Block ,1983; Belch & Belch,1995)

1.

Celebrity Endorser AayAnanNTaLdeilunianseaanansns a9 a1 Wnuand
oM A W s d o o v dd o o
Tinfivin vitethgsiadedsidezaunanuddage Snldfuauiffeatueeudes

NFIANLAZARINEN MiNgRuiuesAlszneuTeesa o ﬂ’]WﬂﬂEﬁUﬂﬂ\iUﬂﬂ@

(Self-image) uavAIMAAITS 39in lsnnsinldynnamanEen T liiavEnase

v
o a o

Ay nanla firuAR waznnAnssusefLlng sasialiviruAR AR YTaLEN9T

NNsatiuayuAE

'
v al

Typical-Person Endorsers Aa yanatia Ui lalange deadudiusesdudn aanis

T WsyAnsnmiananlulizespaupdnarasiusendnegiuansiuumnasans lu

1
%

nshsgaliinguiiinnsaulaludusnnninistawon munedmduldiudusni

%

ANHLAENAN (Low-Risk Product) #3aauAiiAadnea®umi (Low-Involvement)
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o

2 = = = ya a9y A a =
3. Expert AB YAARINANNTHIT1TY waslANinefududseLisnisiiinig
Fusaslulamon dnlvtlsz@ninwluduniseesiuuaziienesediuaisunnign

NN ANAMSURVAN NN DIAUAINLRENNIINIFRU YTANINFI9NNE

1 =3 d] o 1 Yo a % A a
agelafinnu 1_4mﬂ@‘wmmma‘mm@giuﬂﬁzmmmQim@mumm@mmﬂu

memﬁiﬁmmdmﬁqwmw v TuiAs aefunu Anlutlssinnaesyraaniaedes
T USRIt e (Celebrity Endorser) memma‘mm@ﬂ”l,uﬂafvmmmwmmmmlu

AuA "nafmLmﬂW”u@ﬂwwmimmuﬂu (Expert) (Tellis, 1998)

'
2 4

o o a ¥ A a o £ Yo
'TMu'W]?U?@Q@uﬂ’]ﬂiﬂﬂﬁ‘ﬂ’]i‘iutm‘]ﬂmq AZANNITONINT NN LA

a

<
TILAARN

L3

1%
0 o K

Whunerediaennlaetnwitlsz@ninm fsdAnanesiu

o

= a

mnﬂus’ﬁummwummmw

)

o

& o el e 4y
PIDNINAN N ALAZHITADD
Tnassalnifalanaisagldeuuwmayaanan vsanmansnirasgasanslunishin

Piala LA d e Re R I8 uasna Ay Nmmmfmvﬂ@vﬂ@ummm:rm”

a

o

ssalulil (Johnston, 1994)

>

1. glinthaseailuddfafidnn wawsuna Juninalunisiiugin waednlignis

. v

AnAlaNnNFesIadtiFu41s (Good Sense)

al al
1 | 1

2. fliurndesinisdnaslug@signsies laddnaedeniinvianaanagiuans (Good

Moral Values)
Yo

3. gilutihnsesdianndasamauaziiaauaslaassagyeinunlss Temdldiugsy

@17 (Good Will)

ANHATRDS (Credibility) \luanianimanduasdlaznaudadnylunisdesiiiv
ATUNINTIDILMAIANT TIMHNED BELIIANHFUA TN UnasansiulAwg
= ° A A - LN ' = A A o
(Knowledgeable) Apanudnuna) visadiszaunnan] uazisiadnurasdanslifean viraanines
ranslvideya dsznaudag 2 {5 (Dimension) AA ial1fif (Hoviand, Janis & Kelly, 1953;

Johnston, 1994)

1. ANEENTIEY (Expertise) Ag ANINAINIID AYINT ViTDANITNTNTYIBIHARANT

a %

nanndeteyaduAnvizeisnig (Claim) lulnwnunnidaials (Valid) saudeianig

p A , o = @ v
@@@’]?@ﬂq\TNLMﬂN@ LI WANYRA WNNWI U Lﬂumu
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2. anu3an4la (Trustworthy) Aa Ao NLERsiuaeedislnAluN s Aunasansld

WeNsHANNE ATy Wil wsdaiuunasansndnundeyanndediuans

a

poednniszasAnasila Lav@ansa (Honest)

Ohanian (1991) An3aanudfaulsiNaatuANE@E Ty LazANE lasla

(Expertise & Trustworthy) lusnaasgiuses@uAntafluoulsiiilusaszaniuuaziuly

a

nsdsziiudss@ninnzesluwnnainngnsiaadne Ae naalddulunasansazgnuesind

o '

AN 1AInela @eald (Trustworthy) A0 wAf@INNTaRENENasaN1TU sz R U NN NA 16

¥ ' o ' A

fngquenatinanasndanmTseniny lWAuA" (Expertise) TuszAugs uazfoulssinuaaiy

\ (
1 £ 1
o aal A =

= X o —— E A o |
Lﬂﬂq‘ﬁqmuLﬂuﬁQQ‘ﬂV] ULRANATLR ﬂﬂqqﬂﬂﬂiﬁﬂsﬁﬂﬂqﬂmmﬂ sLuﬂm:ﬁV]Nﬂ@@ﬂﬁquﬁ’]qNuq

o

Vala udfazillusziugeuandulifdod dysiepuntiade

LA A % = o - = LA A P
AITHUN Lﬁﬂﬂﬂﬁlﬂ\iamqmqigﬂLmﬂNIﬂﬂﬂUﬂ\iﬂﬂ?gﬁﬂﬂU@u °’| Iﬁﬂﬂqqﬂuqlmﬂﬂﬂ‘ﬂﬂﬂ%@\?

a9 M8 N1efuFvediudnanaiuyARNAMYeEdaaN 91T F9e (McCroskey, 1969

|
=

cited in Chaiken, 1979) g4 Whitehead (1968, cited in McComas & Trombo, 2001) m;ﬂﬁa

29ALTZNBLTRIANNUT m@am@ummmmq ﬁ\?‘lj

1. Competence AB AITNANTD AMITEATITYTBIUNANANTFIDLTTLAWT Uil
Trustworthiness A AxldNslaldludayavasuasans

) = o A | = o !
Dynamism A2 WRIA ‘V]ﬁ‘@ﬂqflwlﬁmmmqqiuﬂq?@‘ﬂ@qisﬂﬂﬁjﬂsﬂﬂ\?LL‘W@\T’&W?

A ow N

. . A =) a A o = 1 Y '
Objectivity A2 ﬁ’J’]JJVLNN@ﬂ[ﬂ Miﬂ@’]L‘ﬂEl\Wlﬂﬂﬁﬂﬂﬂ@Nﬂ@‘ﬂ’ﬂ\‘iLL‘MZN@’]?

aa v

Redmond (2000) nana0eifAs1W Dynamism Aa AYNaNnsneanailugltuting

(2
anadd [

A A Ay Ama A A Pypn g
NNTEABVTATI NTMIATINLLASUN T U TN Iﬂﬂﬂmumﬁqqﬂmﬂwuﬁﬂﬂﬂqqmu’]lﬂj@ﬂ'ﬂ Tﬂﬂfdmll

BN AL I A LN AT ANt RaNNTIAR tNTZNTTIaN AT TURTaR $

q

Banwhl vseundiawbennifivhl feaiiliiiuaismuannuanlanaziaouianluug

1 1 dl = v
AUFRANYNITAND 1A

Belch waz Belch (1995) @311 dagaannumasasndaanuiiii@ae (Credible

Source) AzgNANELANUNAIA TG H LA TN EAYNITLIUNIINNARINYN TN

al al

L a X 4 oo | ] = oA A A o o
“Internalization” LﬂﬂmuLN@H?U@"I?WUQWLL‘M@\?@']?N@Q']NN']L‘H@Q@LWE\?W@ Q?UQW?QZ?UL@’]

ANHLTED AINNAALTIL ﬁmuﬁﬁﬁ@wqﬁﬂﬁmqﬂmema Y PR UL YOt HTE Ta TG ANV UK Y SR RN KA
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FTULANNITRTDIUWAAZYAAA (Individual's Belief System) vinliiiinnismanmasiaenigld
dld 1 dl A d‘ v v 1 Yo dl | Y a a 2
yaranANdenegs neldunguiiuansmnenidufizinalueuanues@udi
1T813N19789m1 1ngl Shimp (2000) 85LNYIN ARNLITE YIDTIAUARTBNETLATANUUES
pRp oA A . . X o o = 9, '
ansndANLNIT NN NI U Internalization § HuualinazAvag i unasans e

o

¥ :I/ A A A dl Y & | :I/ 1y
domnutiuazgnanidewitenlasuuladliudofinnn tneluwdnisTasouniiu uldldfgiuses

%

= ¥ A a aill Yo < ° v d' v a ¥ ! a ¥
AuAYTRLINNT (Endorser) Huda fiuansfiannnsnanandenanuineiugudivizessniglé
v Tneninuessnaus Chrysler Eaasnlusiazdndulauazanglaainnisdngsing Lee

= v a P o = v, a o o P : >
lacocca MugLFvNsresLTENNeaNNITLIBELAI HNsFULseil 5 T Asiunaifeniy
Faaznin1siasandenailasuil (Interalized Message) 1l l4q19la wazyinnnse

al

wanzdinssutlseiu 5 T lildiiaaanavnlianslalusagiusesdus

Ohanian (1990) leNas3aeeREmUINIEITA (Scale) NeniuNATaINN95UFAY
AN TR D TR FU09AWAN (Endorser) aun SffummdanTnylwAuAn (Expertise)
At ldnngla (Trustworthiness) WazAuUIRgAla (Attractiveness) LNaWEN WY
Source Credibility Scale {NaaRUNIANLTI 3 HA WiRAuINeenuazianals (Validity

uaz Reliability) Tunnsuannldmaaaugiuanslunisin@uanninmenavesddansimdy

(7
o

unasans agllitladeveais 3 J5 Al

1. ARresan@atnyluduAl (Expertise) Haeanspsazinmanwzasiladaidy

'
o oal Al o ¥

ANBUEAIBIAIARANTIR A NN BRsanENs (Bipolar Adjectives) 611l
=~ P =

-y /VLNMWJ’]NLTEI'MWQ_J (Expert vs. Not an expert)

- {1/ ldfldsraunsaldnulannumils (Experienced vs. Inexperienced)

- 4§ /Mﬁmmi’ﬁtﬁm%d (Knowledgeable vs. Unknowledgeable)

- 1/l (Qualified vs. Unqualified)

- 8/ ldfAannugnwinyannisinell (Skilled vs. Unskilled)

2. ‘ARweannNuilE091a (Trustworthiness)
- gwngn /laignunsoiedild (Dependable vs. Undependable)
1 biflaudedn (Honest vs. Dishonest)
~fu/ Biidufinndlald (Reliable vs. Unreliable)
- 1/ A nasela (Sincere vs. Insincere)

- flu/ ldiduimdndena  (Trustworthy vs. Untrustworthy)
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3. AfneAnunfegala (Attractiveness)
- WA /VLnJﬁmmmﬁq@msl@ (Attractive vs. Unattractive)
- /1889240 wgnsn (Classy vs. Not Classy)
- {1/ ldfiAnaneen (Beautiful vs. Ugly)
- 0/l ngdn wilA  (Elegant vs. Plain)

- 1/ ldflAnuEneaulan1awd (Sexy vs. Not Sexy)

Berlo, Lemert & Mertz (1966, §1afilw @39950u Tausilanm, 2537) agiieilads 3
dsgnefgFuanssinldlunisdnauannidetesesddesns leun

1
o =

1. ladena¥wanuatigula (Safety Factor) iluilaaefiuansiayaanassialilil
- AR (Kind) -

- dnhdueuaulddne (Congenial) - Fanldeds (Forgiving)

o—

- Haudludag (Friendly) - 1@alile (Hospitality)

- lddnmalas (Agreeable) - 97039 (Joyful)

- 1A (Pleasant) - JFa5993 (Ethical)

- AN (Gentle) - aaNU (Patient)

- laliuuAsa (Unselfish) - geuiElandiu (Calm)

2. {ladeiiunmaniiaesddsans (Qualification Factor) luiladeidulugunanug
gy Ussaunasalsesdaedns e
- fusraunnmninulediumii (Experienced)
- eFunnsHndy (Trained)
- fAnuduncy (Skilled)
- figwalumiing (Authoritative)
- #ANAINNTD (Able)

L fendilyoun (ntelligence)

3. fladufnunadnueddaians (Dynamism Factor) iluiladefiuanstisnnnunsasuaan &
aa A A A v L] ¥ !
TIeTEaN neeReseiuresddians Tiun
- ¥neq (Aggressive) - Jponsinendiula (Empathic)

- psalUm9enn (Frank) - n&1 (Bold)

- nN9TReTesu (Active) - 390159 (Fast)
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- ARBNUAAN (Energetic)

n35uiAnanTARAZLAANNTNTBIUIAIANTANH AR AA1 76197 T191dis 11N
Yo = A v o 1 % dld % % ¥ Yas = ° o
gFuansiarsandndpnantiifsainaaludunauda nsliutialagiuansasiinoudidny
Tunisnanunsnulasunlatpau@n vizasviruaRsagUaNs lANINNTY vize lunieasaiudng
vowy  a L da - TV ST
dngFuansfiansandigdansiiduunaanstinnants luniei im nsdesnainesaingin

lasiuAldiflunanarldmana

atinalafisnu uiazypRsaziinsUsviduannmeiosasunaasuAnsinaiuly

Feasunsldmqeiladesalilil (Lumsden & Lumsden, 1996)

o o

1. anun"3ad (Situation) Tuisazanaunisaliiu uiazyaraata i NdAnynanly
. 7 ¢ \ AN 44 e s
wiynaaspL@a e wansanslil wu fuwanauiiledailuaun1aauauns
(Incompetent) aauua LA ALL 1A (Good Coorientation) A ldawiidnmule
aXo o . = P o @ waa
AUANATYNINANIRALNRANATDIN YFBRIAN T UENN AN
(Competent) 1¥91als (Trustworthy) BazilanAainaNna@esiuinizew
(Objective) usigaulaiayn 11ATI#T (Non-Dynamism) AILiLLAY B1anseias
= P g oy et | v Y o o a Py
naneiiluaansenss@nsnnuannaniivize il dnanunsadiuinFaulan deu
aaa
AYNUATHTIAT
atindlafigan Arantamenesesusiazuanai aaauln i linaslids: Tamily
a a dl 1 ] o ) dl' d' [
anUFUNUL 1 191908l lsaAuustihainineuFasaslanania usselinm
819138 ueaTnafinesdudedaunsdellnezdigudnwoisau - a1adl

AnudIAyNINndTudEasnsTuwsiazdnaunisainuans el

2. ANBUILIUAaZYAAA (Individual Construct) WAATIAAANARHNUANE NN
1A 519PUARNINEN TR AU TD DNV AR N AR NAN N LA AL LA NFN9TY
aanlyl
g y o X 4 4 . Y .
Telaseafrsluniivanede vuneiusdazyapasauanudlanisdinuensuniuay

anladn13sneiu inaNasldasunevizanan AN faanLlaaqiluasingls T

] ' o '

Tuu14IA798590 AN AT AN NTUEAUFANNTY 111 ANITNNANAUTNIAALN BT

q
|
=

A @ Y A o, o R = oA | 2 o A
ALNLINNTEAN E‘I‘ﬂtsﬁﬂ'ﬁlﬂLLﬂQQNHLﬂM@NWlﬂiMﬂQNWHﬂ’J’mu’]LT@E]@ WUSNAUN



19

Tflwautaziduaun iidatalungu tnelassairanaaiuaudiefenes
1AAR WFLENENAAINUATE ] B9 AN ANAUNEAALImUETTN ATENLATLITA

gruuansaiuly

sr@AninineesnulnmanluwiresnNi@ane i a1aliladtsanaia11as
dWnundunumlunisdssiluainngudiuansdnluusazaniunisnd :auieauuAnengaes
. o - o o Y . 2
wsinzyARaT TN Tl sz wlasnuasAudn lulawnniu o iuetels uazdals
Wudladenananieninisfiansan wudndluzaenlsziiulsennuay ldansadanmdiule
[~ dl a v oa (%3 9:/ dl %3 = Y Yo
waziluEesraansruaunisnieluanlagusing asiunisntinlawanaziaenldyiuses

auA Wﬂiﬂﬂﬁ‘ﬂ’]ﬁ‘ 1NQW@ SUEUVNSULL WNlLUL LAANTTINAT ‘].Iﬁﬂ@VlN“ﬁ‘ﬂLZQEI\‘I Vﬁ‘ﬂllﬂ"ﬂll

\TeINT Y Eifauré’fmﬁﬂﬁ\iﬁmmzﬁuﬁﬁmmmmmmm Lﬁjfﬂﬂ@m’@m@ mw‘ﬂmmmm mi"mm

o ]
%

Ausnwantdulvdayarudiuans ‘mmf«qLﬂumm‘iﬂmﬂwmﬂu@mﬂm AR EEPAG LR

WHIZANUAZ ARAIIAEAINIBLABL mmﬁammﬁﬁﬂLW@ﬂizLﬁumﬂgjﬁ?mmmQ'fumiw

UAAUNANANT AL ARSIRARINKABEINIARLTIAY

ANUNFAIAA LA UBILNAIATS (Source Attractiveness)

= T X, o a = oA A ) 2 PRy
ﬂqﬁ‘ﬂﬂ‘]ﬂ"]ﬂ?\?ulql\‘imqﬂq?ﬂigLNuﬂ\?ﬂquu’]Lm@ﬂﬂﬂ]ﬂ\‘]LLﬂ@\?ﬂq? AR UWNLLULNNAINN

;= =2 o 1% pRpR s [y VY a v
mmmm%iuimwmq ﬁQLﬂuﬂ’]fﬂ“ﬁuq\‘] LI TINH m@lli_lﬁ]@‘ﬂﬂﬁ@@\?ﬂﬂ@ﬂ‘]ﬂ'myﬁl@\?@uﬁq
LﬂEI')ﬂ'LIﬂ')”]N\ﬂNV]@u‘V]’mqﬁ‘ﬂﬂE’q ﬁﬁuu@ﬂﬂﬂ‘lﬁ‘ﬂ’]ﬂ’nﬂﬂlﬂ@LWNLWNLﬂEIQﬂULLﬂ@\T@W?ﬁd
AYNNLUN

= & oA A ! A o o = a o
@\1@@1@ u@ﬂLWu@iﬂ@qﬂﬂqf]NuqLT@Q@%@QLLW@Q@f]? LW@H'WJ@N”@N'WLﬂuﬂﬁ'ziﬁlmuﬂluﬂqﬁ\rl@ﬂ

a

ﬂ’J'\Nﬂ']aQﬂﬂnLQ%’ﬂQLLM‘RIQﬂ’]‘J ﬁ‘ﬂ ﬁm@ﬂﬂmﬁl@\‘]LLﬁﬁﬂﬂﬂiﬁLﬂuL’%}Wﬂlﬂx‘mﬁ@ﬂﬁ

IﬁﬁLﬁuVLNLWENLLGINiﬂ?’]\? Mu’]ﬁﬂ Qﬂﬁi@ LREINGEN LLGIF;I\‘]LﬂuEJ; AN ULUBIAINNAINIID

a Aaaa Aa PRy = o g )
ﬁq’]&lmﬁlqmqm uﬂ@ﬂﬂqWLL'Z‘lg‘?ﬂﬁ] FNA ﬂqf]‘l_qlﬂﬁ@mllﬂq’]llu'\mﬂﬂmi@iuizmuwuﬂﬂﬂqq

¥ v H
A o ¥

AneAsey uwnaeansniANAgalagama e dusauasudg ug

au
1

deansfiszaunadnialumsdeaaileliutin WgFuasu Aauuasennaie aou
ARLALETaYiAWAR L6iNNN9T (Baker & Churchill, 1977; Horai, Naccari & Fatoullah, 1974

cited in Maddux & Rogers, 1980; Joseph, 1982; Caballero, Lumpkin & Madden,1989) an

(%
o o

o = ' . A 1 . .
NIEINAN WUz URIANN AW ]S (Interestingness) yranisuaalanluwds (Optimism)
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NINNIuMAsANINEANNLNAIRAlaRNaNAaE (Chaiken, 1979) AatiliANUNAIgA AR

'
o o o a a

QI dl o v o b dl 6
nanendudedrAnynvnlaennian duanuaunnn danaldainnisasanniededenug

A

?ﬁ'ﬂimﬁﬁﬁ(Patzer, 1985 cited in Ohanian, 1991)

stlunnaasunasasnunfsgala (The Source Attractiveness Model) 11
dsznausaanniaaif assialiil (Tellis, 1998; McGuire, 1968 cited in Erdogan, Baker &

Tagg, 2001)

! 1 o o

1) Familiarity A8 AYNAWALBIUNAIANI AN ENEFUarsaInnaiElady (Prior
exposure)

2) Likability A& AYINTUIRLUBNETUAIF R UMANA1TE BN NgUANHRILAENEANITN

a

|
a =3

AINANNNIDVIALAR NN BIUUMAIAN ulaz I uyananiTaldeafinny

. . . A ¥ =R o ' 1 Yar
3) Similarity A8 AHANIEANNUTEUINNAIANTUACH TUANT

ANnAega et lgnislduinlaligiuarsaeniudenuainnisdeanss
AEN3¥LIAUNNG Identification (Kelman, 1961 cited in Kamins, 1989) Aa Ns7g5uans
% a a o a A a auﬂll -:II 3| 1 3| d‘
FRINTREUMLILANAR TAWAR Yzanninssnaesdaessniiuuwmasans Wunszuounish

Tdudau Wuanulssowsesdiuaisisesnisdumiauiuunasansiianuiingala

£%
o Y

mnuum%umi%ﬁ’mfmm% ANNARLITL ﬁdﬁ‘“ﬂﬁﬂuﬂa‘ﬂ’mLLMZ@Q@’]?L%’]N’]IM?%UUF’]Q’]NL%ﬂ

a

]
=2 Il

299611 TIN9AsaLIaIANMITaMATY azlignunlinaskaw (Integrated) Wnfusyuw
ANITRTRNETUANT UazAvat lAAENIIATLAYWAENIERTBIANUNAIANT NAIAS
pIUWITLMAsansfadia N Avee lasadFuansag wintiu drunasanslihgalagiuans
a 1 dl o a = a dl Yo = U A
ansiall A NLEe IFWAR VRN RNIsNEFUAN TR WRL N A NG sz aLdauly

ki axnTnduulunguinaaiuazusfaaNLULIRanEINgH usilesiesaanainngy fi

azilanuuiasnisusssiiuansnglainnguiia usu (Tellis, 1998)
Attribution Theory NLWWAIAISNNAMNUIAIAA LA

Johnston (1994) a7 Attribution Theory 3flunguifinanafianisfiyrraazii

neUsTiiiungAnssNaesgau (How We Judge Others’ Behaviors) iivedaeiuenugizlinnnnu

1
=

e lavesngAnssnnyAnauanteanseyanaauludsan Inelunisdeansngdeananeneny



21

Wuthaefiazilavanasanauide irund u%wqﬁﬂﬁmi@é?umiﬁu HFuansazdanme
deansirazladie “Ausala” (Intention) vasfideansiiuansaandaanginesy pafianson
nuiladannalu (Internal Factor) A uﬁ'ﬁﬂﬁﬂwmzmmE:sz\imﬂwwqﬁmauﬁmemﬂﬁwﬁm
Tmmmaﬂmwmmﬁ@mw?ﬂﬁ uaziladumenan External) fiutsunuwndes
(Situational Context) 189fgansnizinnsdadns wazgFuansazssiiuuazaiaauLiu

a A :// ! = o A !
qunﬁmzﬁ"\uﬂmuuw,mqmm mumim%ﬂ@mumﬂu

AnnsAnEnieldnsauaes Attribution Theory taald Internal — External

Dimension Scale wud1 nguFnaengLlsviiuyaraniannAgalageiniuypraii

. - : . m— o Al a

nieuz “Internal Control” H1NN31UAAANNANENANARATAlUIZALNAINGY Aa NEN
natilsufudnganssuaesypaaisaninege lagauanseantiu iunsuansean
A = v PN . My a a a
PunarnnisiailuganuANTInaues (Master of Their Lives) Tl lfiAinananinazes
yAraa) seanmiatnglianunafuneaiuununedsan uaziinainenanla

fu1aNAWEY (Self-Interest) FINTIANNITALABNANNNIUABNF 7 AREAULEY NINNIINTS

' o 1

LAREANLBIYAAATIHAYINUANRAlaR N9 Ainguanetslssiiuinlansnie “External

Q
1

=2 o, B o = o = ]
Control” Gaifluanvnliingusaatseeuiunisdaaisanyanaiianaiuiimgalaginnd,
yara liddauinegala ngztnisefeuazasylanannan (Rotter, 1966; Phares, 1965;

Miller & Aronson, 1970 cited in Chaiken,1979)

Classical Conditioning Wazn15 lMuMaAIEIsNNANNUIAIAR LAl UNSELIUNISRRANS
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whanearesgiaudlilfivuiledndiasfiniu GadeilunsmeuauesniNenlavie

Conditioned Response (CS) FOUELANT 2.2 (Shimp, 1997)

WRUNINN 2.2: The Process of Classical Conditioning

Natural Behavior

Unconditioned Stimulus (US)
7y

A\ 4

Unconditioned Response (UR)

Association

Desired Behavior

Conditioned Stimulus (CS)

Aun: Tellis, G. J. (1998). Advertising and Sales Promotion Strategy. Addision-Wesley

Educational Publishers, Inc. USA. p. 102.

AINANBELNELBNIINARESIRE Palov 1l AIRA NN e Haziafunedf
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v aAal dl ] P A iy
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dunnsmevanesidtenlaviza Conditioned Response (CR)

Lmumw‘?i 2.3: Application to Marketing Communication

Natural Behavior
Attractive Models (US)

A

A\ 4

Positive Feelings and Responses (UR)

Association

Desired Behavior

Advertised Product (CS)

R Adapted Form Erdogan, B. Z. (1999). Celebrity endorsement: A Literature Review,

Journal of Marketing Management, 15(4), p. 294.
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WHUAWA 2.4: NNNBINAUARLLL 3 aeALlsznay
(The Tripartie View of Attitude)

| Attitude |

Cognition ] Affect | Conation

11: Lutz, R.J. (1991). The Role of Attitude Theory in Marketing. in H.H. Kassarjan, & T.
Robertson(Eds.), Perspectives in Consumer Behavior. (4 th ed.). Englewood Cliffs,

NJ: Prentice Hall, p.319.
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WHUNINT 2.5 yNNDWIABARLLLAIALTENaLLAEY

(Unidimensionalist View of Attitude)
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\4
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\4

(Cognition) (Affect) (Conation) (Conation)

ﬁm Lutz, R.J. (1991). The Role of Attitude Theory in Marketing. in H.H. Kassarjan,
& T. Robertson(Eds.), Perspectives in Consumer Behavior. (4 th ed.).

Englewood Cliffs, NJ: Prentice Hall, p.320.
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{aqaNANAADANITNAALASNRAIUINABAR (Statt, 1997; Assael, 1998)
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Theory-of-Reasoned-Action (TRA)

Beliefs that the
behavior leads to
certain outcome

;

Attitude toward
the behavior

Evaluation of the
outcome
\ 4

A

Beliefs that specific
referents think | should
or should not perform

the behavior

R

Subjective norm

.

Motivation to comply
with the specific
referents

Ra: Schiffman, L. G., & Kanuk, L.L. (2000). Consumer Behavior. (7 th ed.), Upper

Saddle River, NJ:Prentice Hall International, p. 207.
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(Consumer Decision - Making Process)
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WHUAINA 2.7 LULAIABINTEUINNSTRURINLEINA

(Model of the Consumer Buying Process)

Problem Recognition

AN

Information Search

Evaluation of Alternatives

- =

Purchase Decision

= _—

Postpurchase Behaviors

AN Kotler, P. (2000). Marketing Management (10 th ed.). Upper Saddle River,

NJ: Prentice-Hall, p.179.
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seLLaUN 528

NM3ANEHEDN “ARNANAA AT NULLILAZ AUANAITLIANNNN NHNAGEAIN

YT ATBIUNLLLUAZANNFI AT AUAN" 1WNTIAeTannans (Experimental

Research) lugtluuuaasunamasiZeaa (Factorial Design) anwauziili 2 (svftaasaauidn

AsgavasuULuuulnEnn) X 2 (Jssinntesdudinaaiuanuanslunulawu)

sluuunisiae

unsddudmeaes nadvunilade Sailusoulesine - desialli

AaL9RATY

1. szhuresanuuinegalanesuasuu uiusulaegnn  (Model  Attractiveness)

wiiatl 21lszinn madl

1.1
1.2

wuLuRdA N Avgalasuntina lusyAlge (Highly Attractive Model)
wuLudARAgalasuntinan luszalLunane (Moderately

Attractive Model)

%

2. UszinnaeaduAinaaiuA NN kil 2 Uszinn fail

2.1

2.2

AL TISE Y

AUAREAUANINA I INaAN 1@3NARa N il aeL wnunasldln Tn

A a

dasae (Enhancing product) Me1Raeassil A add

a

Fin (Lipstick) Lums

adao o

AuANaNNANANIRALIRNTY

AUANET LA N M INaaueAaniIgAasnTTRaz L laviTalntlada e

ANUAIINI TN ITAUAT | (Problem-Solving  Product) lusuddaaisil Ae
a o é’
2

paninilesases Hn Wzensy  (Concealer) URIAUANANNANAANTY

TALIANIY

1. AMNUTeNe1ewA9ENT luniiAe wiawuululasmed (Source Credibility)

2. AnNFslaT@aduAn (Purchase Intention)
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9.;::1' o ¥ AZ dlal dlal [ 1
N‘Vl@‘i.l’il@’miﬂ AANNUNELAY 1 (N1) PUTUINRIH U N T U UL LARNTZALANUN

a

Asgalagelulusnndudinaaiuanuauildine idiunnuaulilaawy (Enhancing
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o o o o da o |
gnduaantd aainuuneas 2 (N,) anFsulasniuuuunissiuauun
= 2 v A o =g o = s ¥ Ay
pagalagalulamnn@udnosiuanuanuildnaudlavielntladedafumaiues

(Problem-Solving Product)

]
v o o

o g pRp PRy ,
gnduaantd aanuunga 3 (N,) aednsulasunniueuuuiissiuaauu
Asgalatunaelulasandusineofiua s ldnadsun e lilan e

(Enhancing Product)

v o = o 1

4 y o i o
gnduaanld aanuuaee 4 (N,) gnEsuleEuRRBuULRssAUAINY
Agalatunanelulasandusnneeiuasexi dnaudlavzelntadedefuaas

3414 (Problem-Solving Product)

A15197 3.1 uaman1seenuuLNnWidestuunvesunAmedizaa (Factorial Design) 2 (3vAu
289ANUNANAATEIWNIIL IWTRRTNEn) X 2 (Usznneesdudinasiuanuenly

NQPIIL-Grare))

Uszinnuas@ua g i uAMNN
m’mﬁ’lﬁj@ﬂ%mmu’mmuiu iNerasuAae i iteudlavirerntlndeide
Tunulawn TAALAL ANLAIHNN
(Enhancing Product) (Problem-Solving product)
1. wauuuifienuiiegelaly N, N,
sYALEY (Highly Attractive Model) @aNuNNLRT 1) (RAINUNLAT 2)
2. ‘wnauuuiidenahigelaly N, N,
72AUUUNAN (Moderately (RANUNILLAT 3) (RANNNLILAT 4)
Attractive Model)
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fezsupnnanhidagelalunansiigauasnauuniiflssiunnuiniegalageian
Tmﬂﬁﬁmqumjuﬁfmﬂwﬁﬁ’lmi Pretest 71a@1 20 Al

3. mnﬁuiﬁﬂ@:uﬁaﬂf;m@mwummu%wm WATNMLILABLAN Pretest Tun1s
U liusrALANNUN AR A TATDIUNNILLL et munauLLsnyszneruny

Teninnazldninisaaesialil

o o A A Ao | R o
BUURADTNTNANNTU Pretest LW@L@@ﬂuq\ﬁLLUUV]NﬁqqmuqﬁN@]ﬁi‘ﬂluﬁxﬁﬂqxﬁLL@zﬂ"IUﬂ@q\i
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¥ [~ o 4‘ a
L’]JHLLUUZQ@UQWNﬁ’]uﬂﬂ]’]&luqﬁx‘i@l@II@‘U@QM’]\T wu TN InauAsdnvalseiiiu

ANYNAIR A laNH AR NNLLLITUL5ZE NAN1AINIUAAE 199 Ohanian (1990) HANMY

\luAniANNaaiEng (Bipolar Adjective) Assialilis (an1Anwan A)

1 KR

- nsgala /lidnpegela
= o 1l o

- Hszau/ luiszs

- gneny / ldgneeny

- Al ldala

- fienulaniame / ladigiheoulaniame

WULAALNN Pretest WldaqmsdaLuL Sementic Differential Scale tagILLNaATTA
{7 seatl Avusdaaasaws 1 — 7 Tnanauuali 1 Sasuusnalunisauige uas 7 &

o

1 £
AN TUNNUANHINT G A9

1 2 3 4 5 6 7

v
Ueengn NG

AmiunnsinsuaNnpegalare Lt e A 14 m3tinN9vn Pretest

v '
¥ ¥ o a o A

°1mmuuu%’mmmﬂm@ﬂwié’ﬁmiwmmummmL%ﬁmmzﬂizaw%mmmmmfj“m Tl

s o Aa A A o aa L 4 o L
QqLﬂqum?QWWNﬂquL'V]El\‘imﬁ\‘]LL@gLﬂ@ﬂﬂimuigﬁﬂwm TANANANHITRNY (R€|Iabl|lty) Tl

ligmaduilszAnsdan (Cronbach’s Alpha) 189H7ATIAFIUANNLNGIAATA

(Attractiveness) OL = 0.97
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¥ o/ U
\nFin3danazng liAsILLIW

a

tuanzuuun e lifiaziaiatasnalilsnsy SPSS TnaAnaannIWuISUL LIRS

|
o

' a R P P & pry
AZLLUUANLRAL (Mean Score) T@Qﬂq’]ﬂu’]mﬂ@mi@@ﬁm@]m UMNNTNUNLLLUNAALARNNILND

° 4 ! a4 = o A P o ! = P
N1 Pretest INURNA 20 NN (AZLLUANRALEN = 7 ﬁmL@ﬂﬂimﬂqWV]NﬁﬁLLu‘HﬁqLﬂ@ﬂ@;ﬂm@m

1 |
aal

a al' 4' o 3| 1K a o :
HAaan = 6.11) iathadunimassusuuundauupegalagentinun 4 luguanm
TENEITLAMNINAS 2 Uszinn Ae Tde@suanuanldlanwsu (Enhancing

Product) wagldineudlavzentladel@asuaanaain (Problem-Solving Product)

=3

LAZARLADNNNUNLLUNHATLUWANRAEAIAN N ARA LA unahgn 1 N

'
=l

(AINATLULANRALLEN = 7 Ananleninindanadslunanengs JA1mas = 3.79)

q
'

T o ) o R A o 2
AINTIIHTUNINUDIUN LLUUVINM’]NW]m@m%ﬂ”}uﬂm\i wuﬁmﬂmumm’mimﬂmﬁ

NEAUAYININTS 2 15 ANF9NAI9 9P 11

wutgasnin lunisaae

usaanilu 3 491 (AA1AKUIN 9)
oA = oV A o ~
dun 1 duudeunnalingliuanEUzszaIng Usrneusiy WA @1y 80T
ADTUNIN LAYIZFLINITANE
daui 2: wuudeun1nMInANUNE@eiiaa8guadans (Source Credibility)

AUN 3: wULgeURINT IR ANATlaTe (Purchase Intention)

LNELTIN13TALA SN AN T L AT 1L

ANUANNULTRNDURILUAIANS  (Source  Credibility) - Ineunnsinietlssilin
oA A ! = PP Ao , = o
ANNUTENETRILUAIANT- TelunTAauIsULRNAN A Al lusTAUgeuazunana

tuilseyndnnainanudduaes  Ohanian. (1990) . HAnwziluAIAuAN R A NN

psarudng (Bipolar Adjective) Aaste lali

1. Afvespnuidsatinylunisaiuayududiulumon (Expertise) 1un
= (= =
- f/ lfAnudenTiny
- 1/ hfdszaunsaiinnandes
= V= vl A g
- §1/BfAninneates

= =
- 1/ ldfaunw
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2. fRvesAnUn 1399l (Trustworthiness) TunnsatiuayududnTulnmon Tiun
- gwnsn /ldanansaiaRald
- BiduilEanalald
- 1/ li8Arnasla

- il bdhiaenale

ULLARUONATUANNUN T e swuL T dNNAsTALLL Sementic Differential

Scale IneiiiaNmsdnLlL 7 950U NINUARILAUAILA 1 — 7 Taanuuall 1 HAnuuuie

o

Tuneasiga waz 7 Haauunaglunisuanuiningn Al

S o
D

40 NNNgA
TnannmasdnduaNd T NavasUnaIans HAA N (Reliability) taeldges
dudsz@nasana (Cronbach’s Alpha) kazazeaniuaaani saws 0.70 Tl fail
- ANAMNTR TR BNLLL AR LA AN UANNUNTa DA 8 uaIanT (Source Credibility)
Ol = 0.90 IpeAAN TR NTeATeINeN 1 1IAAINNLN T a1 U NAIaTATUNA

29ANNITENTNEY (Expertise) O = 0.90 kaziiRaasmanuinliangla

(Trustworthiness) OL = 0.89

ANWANNAGLATa (Purchase Intention) IREIN1AT3AA AL AINIANNINUAREUDS
Bower (2001) 1sznausag 3 1szifiu Aa dulaaznaaaadusn lulusunnduivze i
(Intention to Try the Product) aulaasdadusn lulnmnin (Intention-to Purchase) WAZYINT

mu%ﬁuwﬁmﬂmﬁuLENLﬁmﬁ/‘L@uﬁ’} (Intention to-Investigate the Product)

wULdaunnNAIuAdINelatellduInsTauLL Likert Scale wiiNHNRIIALIN 5 FzAU

Amuasaeasans 1 — 5 Taafuuali 1 daauunieluneauiign waz 5 daanumungly

o

= X
NNUINNINNGA AN

1 2 3 4 5

D =
u@ﬁm@‘ﬂ erﬂm@‘ﬁ
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Tnasnmsinsnuansslagaty JAaudesu (Reliability) Tnaldgnsduilsc@ns
#ann (Cronbach’s Alpha) kazazgansumsana faws 0.70 Al TapnmansTiasiues

HULRDUDINAUAINFIlATaRWAN (Purchase Intention) OL = 0.80
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=
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— f— — e a a o \
AeTuAINguFt DN ana L I I FFUmN@ R W IR s T WA e s
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wazasune inguAneEnms LN MNaN1IALILLLIABLANNYY 3 v

3. MWinguenethemauwiigatnudaunidudnencilszains  waziniialiieauaans
NAWENNINNINARE

4. Guinnveaeslng WingusetrnduaulnEunaaeIreduianguAaetng
puibianuiels (N, = N,) deliingusisatsaauuuuaeunnlugoui 2 As nis
o = ' < a o -
TAANUNTBDRURINAIANT LATAIUN 3 ABNITAANAT AT FUAN

5. LﬁmqmqmmumumuLmzauzgmma‘wm@m

N5USTHIANALASILATIENRRLAYA

o

WaldfudayaainnismeuuuuasunINaengurnestne  §iduniunmnmasay
ANgNARsaNysnitasdaya antuindeyaliiinisaseia (Coding) udatiliilszanana

waznanziidaga- Inelilisunsuduiagy SPSS (Statistical Package for the Social

=

. dl a 4? o o dl o a ¥
Science) Hun19maae LRaNIenUNRATUALAWLTAN HasnnansauLsease Taeldnng
NAFAUANANG. t-test One -Way. Analysis. of Variance (ANOVA) az Two-Way Analysis of

Variance (Two-Way ANOVA) lunisaipssiiasnadaunalaanis  (Main - Effect) uae

'
=

NANIZNLTIN (Interaction Effect) Lﬁ@wm@muuﬁgmmﬁqﬁ TnansvageLaNNAFIULAY

Anvidays fAAEnMuATzAUAMNTaNUN 95% vsadisyAtAATY7 0.05

al o
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uny 4
NANT5IAEl

= P = s v 4 o o :

NNIANET09 “AINANAA AU NULLILAZAUANALITLANNNN NHNARBAIN
UNT0 D0 URINNLLLLATANNA RTeAUAN" Wun15dedanaans (Experimental
Research) lugtluuunasunaimafizea (Factorial Design) anmauziilu 2 (svatmasnnnuin
= X = v & o
pagalazasuuuUluduulaEng) X 2 (UssnnresduAinaaiuannuesluanm
Taiwoun) InevinnnsAnedungugidnsauneaesiiilumeane Jangszndng 20-39 1 a1t
g TUIANIMNNIIUAT 411431 80 AU TaHANIINAGESIFENNLsTINauaL AR TTANATA

annsfivdeys uasiniauenanisidaaenil 3 dow Al

AU 1 adATEIWsIUWNERnUAN U AU svansTetlsTna oy dayasuang

ADTUNNNIATOLATY BVIN WAZIEALNITANE

doull 2 nan1sdanansenuassaulsfuANLnEIge AR uuLLLA s s N AUWAN

1
A

a o = A . o
NEINUAIMNIIN AMNUNTDNDNNAAUINLLL (Source Credlbl“ty) LL@gﬂqum\ﬂ“]

Tn (Purchase Intention)

A9U7 3 NANTTIATITTANHUENNANULIZTINITRINGNNARBITLS LI UANLNTa D

ARFRUNaLLIL (Source Credibility) Lhag ANNAa AT (Purchase Intention)

#UN 1 : ADALTINTSUUNDEINUANHUSNNIMULSZAINSADINFNLLTITINN ARDY

=y iy . N 4 o - Q. o
ArdelAuansnanmuanifveanguiidnsouneasy daduwAngaiannn 80 Au 7
arduet AN unnaIIuAT MINanEusANUssaIng Usznausng 81g  ARTUNINNNN

o = o =2 ¥ aa a o a 1 dgj
ATALATY ANTW LAZTEAUNITANTI AR LTINTTTUN m@m@:mmmiﬂu

anel

- 9

ngunnassdulunlangatlugog 20-24 1 aauiu 33 au Andlufeaay 41

saasnLiutasenysendng 25-29 T anuau 24 au AnfluFenas 30 A miudasenysendng
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30-34 1 #Hanwau 19 Au Anilufesay 24 uazdasenyszndne 35-39 U Hanuau 4 au Asdlu

Foray 5 (gAn9199 4.1)

A9199 4.1 UAAIIIUIULATTDLATIBINGNFATBENNRUNANNTINBE

1927 AU FRUNE
20-24 1l 33 41.0
25-29 1 24 30.0
30-34 1 19 24.0
35-39 7 4 5.0
394 80 100.0
AOTUNN

ngunaassdanlugiianiuninian A 1w 58 A Anluiesas 72.5 uazI0daINn

AD ADTUNIWANIA AU 22 AU AnLuGasaT 27.5 (AR19N 4.2)

A9I99 4.2 UAAISIUILULAZIDLATABINAHAIDENIFTUUNATNADIUNIN

ADUMN AU SRuA
Tam 58 72.5
ANTA 22 27.5
TN 80 100.0
AVTN

nausnatsdulunUsznavandwduninauissniensy auiu 38 au Anlu
oeny 47.5 tavadnnAe inEew/ WnAnE A1 26 A Aatllufenay 32,5 aaNngw
FRLITenNA LATEUALATN AR 41919013/ Wilneuigaauna Hauon 9 au Anduies

az 11 (ARN3199 4.3)



64

A5199 4.3 LAAISIUINLAZFREAZIBINGNALBLIRUUNATNDNTN

21T U jasaay
WHNIULTEN LB N 38 475
dniFewalinAnem 26 32.5
s anmiineuiFiavne 9 11.0
By 1un Fudne, A1ane 4 5.0
senaugInadiuma 3 4.0
T 80 100.0
FzAUNNSANE

o

nausattedaulundnisdneluseauiBones Wuswau 53 au Andufeuas
66 399a9NNTIANEN lLsEAUTRINANEY/ 8N T9ANE) AUl 15 AL AaLTluSatas 19 LAy

nanFaetnsaIuIn 12 Au Anludasas 15 InsdnunlusyAveny oo (ann9ed 4.4)

AN51991 4.4 UAAIAIUIUIAZIREAZTBNNGNFAREENIAMUUNANIZALNANEN

FTALNISANE FIUIU LG
3eyeynms 53 66.0
NBUNANE/BVTIANE 15 19.0
GIIERTaTg! 12 15.0

59U 80 100.0

AU 2 UANIFIANANTENUUBIAILUTATUANNUITNAA bAUBIWIULIY (Model

Attractiveness) LazUsSLANARANDLINUAMNIN ANNUNTRDaNNAD

UL (Source Credibility) WaE ANNAILATR (Purchase Intention)

N93ARANIENLBIANNUNAIAAlATBIUNILLLATsE N AUAREATLAYNNN
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| o S Ca X amao o o X
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21 NMSNARAUNANTENLUDIANNUIAIAR AT UNLLLLAEUsEIANRUALA A

ANMNIMNABANNUNTRND WAZAMNAILATD
2.1.1 NaNINAFBLANNUNAIAATAT8IUIULL (Model Attractiveness) AaAIIHNLN
A A aAa H X
TANBNNADUNUUL LAZAINNAA baTia
212 m@mu“ﬂmmuﬂ?zmmauﬁ%ﬁmﬁumwmm (Types of Beauty Products) #if
AN AR RTIAA UL LazANATlaTe
2.1.3 NANTLNLTINIBIAINUNRIA m%mmmqLmuLL@vﬂivmmummmnumm

UARANMNUN G AT AR WLL waTAINETlATe

2.2 NANSNAFALANNUIANAA LATBIUILLIUABAINU TN NNFAD UL WA
AMNAdladaduAT lulaEuIAUALREINLAMNINLAALSTIAN
2.2.1 NANNINAABLIAINTNANAA lA8IWNILLIAEAY N T BT AN NFa UL
¥ &7 4 N dogd S 4 o
wazANAd AT ARAYNENALANNH szinni I iNeiiia visesEuAN

i liElAALAL (Enhancing Product)

222 m@m?‘wmmummmmmm%mmmqLmummmmﬁ@a@ AraueuL
LL@xmwﬁTﬂW@Eummmﬁ‘ummmu ﬂizmmmhmmmh yiralntladade

A1ANIH (Problem-Solving Product)

2.1 NMSNARAUAANTENUABIANNUIAIAA MAABIUNUL LA UTELANRUALAEIAL
ANMNIMNFADAINUIT DD WAZAINAI LTS

2.1.1 Nz\lmwmm'ﬂ‘uﬂfmmi’]ﬁ\‘i@m%ﬂlmuwLL‘LI‘LI (Model Attractiveness) AaAIN
LA A ]
UTD0D LAZANNAI AT

A Aa
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A

@'mmmnMfamf;’mmmmm%mmmqLmummmmm@mﬁd AAUNNLLIL

'
o

Tulsion wudﬁﬂ@jmmmmﬁvmmmmmL‘ﬂ@mmqmi@ummuﬁﬁi: VAN

= o A = | | = L=
m@m%zﬂq WNU 4.28 49NINANDALAMNUTANATINADUINLLLNNAINUIANA A

1o

TaluszAutunas NRANWINTL 4.13 (9A1979% 4.5) UAZIENARDLALRREIANY

A A Aa | P e o aa '
ANNUTBNaNK Wﬂmﬁuuﬁmﬂ@jm%m\mum@\m’]\iLL‘LI‘]_ISLuT%'J‘]:PEuW MILIRATIBI t—test‘lu

Q

NUAMNLANANENSNuadIATY N92AL 0.05 (t [78] = 0.57, p>0.05) Asuandlu
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F19N7 4.6 TeanuanImaaeLil a1Nsod JrasannmAgIun 1 1anana91 ‘A

Wage larevuuLuasHa lngnss (Main Effect) sian1sllssidunnyngenaes

sy y Ty T’ wana liuINAaN

Unegn

=

=

lavasunauuuNwLanaAfeily

denalaenss Aanistlsvidiuanndaneniseueuunlulnsrnnaesgisng

=

M99 4.5 UAAIANLRALAIUAINLNTAN NN ABWINLLL A1UUNATNAINTNEIRATAT8Y

RIS PR eave|
ANUIAIAA LAUDY sztanfua ANBREANN | ARAEANN | dduideaiuy
wanuululasoun LNEANUANNINN Wudana | Wdatason | umsgIu (S.D.)
UNULUNTAMNUN N uTaLEs 4.83 4.28 1.23
= o
papmlaluszatgs AINHIH
1 waud lavizednte 3.73
U =l 2
IBLALATUAIINIIN
PuURRANUY | i aiN v ersy 4.01 413 1.11
Agalaluszduiu | AR
naa iaundlavizedntle 4.24
¥ al v
TRLAELAIUAIINIIN

AT 4.6 LAAINANITNARBLAILLIFFINAINHIAIRA ATEIWNLLLFaANET AT AT

TFaULLL A2EIANADA t-test

'
=

ANUNFAIAA A TBIUNULL Aeagay | daudaauy t Sig.
Lulnwounn Wdena NMTZIY (S.D.)
unauunfifiasnaniiagelalusziigs 4.28 1.23 057 | 0.525
undhLLfiEAa R sgmla sz 413 1.11
Uunang

2.1.1.2 NANINARDLANNUNAIAAATBIUNLLL flaadnFclaTe
 a . Yo X o
AMNUANAADLAIHNUIANA A LR UBIUNULLABAINA laTaRWA I TH 1N

) ) P = T q X \ A o =
‘W‘].l")"lﬂ@‘llmmﬂ‘ﬂ\‘illﬂqLﬂ@ﬁlﬁqq&lﬁ]\‘ii‘ﬂeﬂ@?qmmﬂuqﬂ LLUUV]NT&@UV’]QWNUW@Q@@I@’QQ
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| e L = ] ) N L= o
1Ny 3.09 Q\?ﬂqqﬁqLﬂ@ﬁﬂﬂ]’n\lm\‘ﬂ@"ﬁ@ﬁ\ﬂ]llm@uq\?LLUUWNﬁquuqﬂﬂ@lﬁer“ﬂuﬁgmu

1N1UNAa19 RRAWINAL 2.97 (ARN9197 4.7) LasiHanagaLARALANuANNGYlaTa

a

NiseAuA lulnmn Aaaads ttest linuAMNLANANRENINdad ATy NTzay

0.05 (t [78] = 0.69, p>0.05) A4LdASUAIT19N 4.8 TIAINHANITNALBLIE 41150

UfiasaunfgIuin 2 1anane9 “AdwKIavge [ uLLaaaa nessy (Main

Effect) sianstlsziduaansaladedua lulumn” uansliiviuinanuiinegala

P SR | = Ca X = 9
gaaguuunuanAeiiulidenalaanss Aenisissiuanusalateg@uanly

Tnwounresdusing

AN519N 4.7 ULAAIANRREIANNAT LT AUUNAINAINEIRIAA laTD LT u TR

ananAagala | UstlanBudifeniy | Aedsana | Anedsany | dowdsauy
PaIunanuuly AANNAN nalata A9ladasIN NATFIU (S.D.)
Taeoun
UNLLLNT AR ANFRLATHAIIN 3.30 3.09 0.72
1 R
ANUNAdRATa | 9
TuszAugy Twauilavizatintls 2.88
v a v
da1de ANuAIINEN
PNLUUAH N aLNNTRLETN AN 2.92 2.97 0.89
1 KR
ANUNAdRAlA | 9
Tuszsnlu inauilavzelnile 3.02
AN ToLRANUAIININ

A5 4.8 LaAEAN1INAFaURaLLF WAt INHAIgalateswnuuL T Tn e AN

z// i’ v U aa
falaTa AEIAADR t-test

ANUNAINA LATBIUIILIL AednAnN | doudeau t Sig.
Tulaimoun peladadudn | NesgIu (SD.)
unauunfifiaananhidgalalusziigs 3.09 0.72 069 | 0.201
unauunfifiaananhdegalaluszi 2.97 0.89
unang
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2.1.2 gan1Inageulszsinn@uAinaaiuniuan (Types of Beauty Products) fig
o Yo X
ANNNLNLTAND LATANNAS|ATR

| '
aa

2.1.2.1 NANIINARALLTLLNNAUAUNLITUAIININ AaAINLNTIana NN

sy el

=l

ANUANARAULUTLANAUANEIFTUAMNITHABANNUNTA DN A
waunlulasnn  nudingunnaesianeaaNidaiasuseduANaiy
ANl sznn e vreaina Nl lanwy (Enhancing Product)

e — - e w A e do s
Wintu 4.42 gandaAeasANtTenesNsAeAuA Nt LANNLsTImMA L
= o

Wwaudly viredntade@afuaiuenn (Problem-Solving Product) NRANWNAL

3 . 9 8 (

0]

= dl - Y LA A A a 2 o o
RN 4.9) UAZINANAAALANRALATUAINUITA DANNLIZINNEUATIALAALIAN

'
al

uANLIzaniu fagads t-test ldwuAnnLAnAsastnslitadA Nesu

0.05 (t [78] = 1.70, p>0.05) AaL@AASIIAN3799 4.10 TIAINEANITNAGALI 41870

UAREANNAFIUN 3 TINA9N “UsetnnaedGuauneanuanINta ingmsa
a9

(Main Effect) sannstszduanudndenazesinuuy lulasan’ wanaliitingn

UsziAnduAneaiuANNnuAnaAiuwTulldeualaense  Aanistsviiuaay

| Tt &y Y a
‘mL‘n@ﬂﬂ‘VINfﬁlﬂu’]\‘lLLU‘LlsLuI%’J‘]&rm’WJ’rNqu‘]_l‘ﬂﬂﬂ

AN519N 4.9 WAANATLRALANUANNUNTeDaAaw kUL I TSN AuunAINLTTAn

AUANTENTLANNIN

szinnfuan AMNUIAIAA LAY | ANRAEANN | ANRAANN | douileeiu
LNEANUAINNEN wrenuululasan id@ana | YnTdanasin | amegIu (S.D)
TN NNYEaLAE | WIUTLIARAYNUIARA 4.83 4.42 1.13
AN lalusssiuge
Aa ) &R
UNULLNHANHNUIAA A 4.01
laluszauinunans
Iineudlavize | wawuURRAINIAIgA 3.73 3.98 1.18
Untladaidasin | laluseiug
P | =
ANANH UNULUNHANNUIAA A 4.24
laluszautnunans
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a o a 4 ! 1 dll A !
A519% 4.10  LuamNanNIAgaLsalLlslssinnduAfanNnmenasauLu Ll

{290 AREIANADR t-test

dszanaumnganu

ANLRRLIAINN

Aruileaiuy t Sig.
AN Wndaiia Nm3gIU (S.D))
TflefinvEo i unnany 4.42 1.13 1.70 | 0.782
Teutluvietndndeide 3.98 1.18
ATUAINNNTN

2.1.2.2 NANIVAZRLLTUNNAUANNEITLANIINAaA NG laTaRuAN 11

T

INELAN AR LNNFUANNEITUAINNINNABANN A I D RLAN
Tulsisnn NudangunanasiAteaaauslazasnse AN lazadu
4o Sy Vo . ,
NeRfuAMMINLszInNNeLAN UFadINANeIN i lnALAY (Enhancing
Product) Winfil 3.11 g9n97AaREAMNAI TR N AUANNENAUAINIIN

sz dineuile vizedntlada@afnuaanuens (Problem-Solving Product) 9

2
o

HAWINAL 2.95 (gR1979% 4.11) HAZINBNARAUARALAUANAI AT NS

'
= o '

AuANeaUAMNINASLszINAY ARedTi t-test TAWLAMNULANANIRENIR
uadAny T92811.0.05 (t[78] = 0.87, p>0.05) Fanandlumnsai 4.1 39 g
nsmadedil awnsou frasaunigiui 4 fenanan “UrsnmyeBudieaiy
ANNINAEalaEAT (Main Effect) sianstlaifiunausaladedudn lulumnn”
naaalfiudntlssandudiienfuanuanesnsssnnivlidaalnansssans

dsziiupnusslagefunn lulasnineidiizing
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=i ! = b4 X a v A o
M990 4.11. LLZme‘iﬁ’]L’?mEIﬂQ’mm\isL@sﬁﬂ @’]LLuﬂmﬂNﬂﬁ‘zmwmuﬁ’]Lﬂ?;lfmllﬂfl’mﬂ'm

SLLANRWAN ANNUNIANAALAARY | ANLRREANN | ANLRREAIN eIy
1 8 ARl a
LNEANUAMNINN wranuylulason nalada AdlaTasIy | N1MTFIU (S.D.)
HNaLNNTREIN | WLLAR A NN 3.30 3.11 0.73
GRIGHNGEY Aagnlaluszaiig
. Y

UNULUNHAHUN 2.92

Aagalaluszauliu

NAaN
i aus luviza UNULLNRAINUN 2.88 2.95 0.88
Untladedesnu | Augealalusziugs
AN PNULUNTAINNUA 3.02

Augnlaluszainliu

A

A519N 4.12 UAPNHANIINAAALFALL TN RUANNETLAMNINARANNGI AT Ftl

ADR t-test

UszinnAuaLieanuy ANRALAIIN daudieaiuu t Sig.
AHITN sslata NIMSFIU (S.D.)
i eLRnvEe LT AIN 3.11 0.73 0.87 | 0.418
ieudlavidednTladaide 2.95 0.88
ANLAIINNNN

2.1.3 NANTENLTINUBIANUIANAA

' I A A
NOHARAIHUITAND

=3

1A UB9UILILLAZU LA NA WA NN ETLAIH

=P Tq X
NRADUNNLLL LAZAITHNE LA

2.1.3.1 nansenuNeesnNiingalaressuutwazlssnnAuAnnea iy

U ANAUANALTUAINIINAR AN

| L oA A da
AMINARAIMNUNTANRNHADLINLLLL

AMNNANAKAL N@ﬂﬁ‘:ﬁV]‘Llﬁ:'JSJ"ll’ﬂ\‘iﬂqqﬂﬂqﬁﬁﬂﬂﬁi‘ﬂﬂlﬂx‘iu’]\iLL‘].I'LILL@:Z

A A Ao Y \
A0 DANNFAWLLL 1 In 0N AaeiAn




71

@07 ANOVA (Fanafandliennsneil 4.13) wudnanmanstnaziuaesuanseny

sanszudnsiiadasautlsnnnuinegalasesnawuy X Ussnmausineaiuaais

AUAANINTL 0.009 TadATieENd1 O AUARTLAYUANNAFIUN 5 TINA1

31 “AINUIANG A lATBIU NULILUAZ S NNBUA NN EIIALIAIINN I NAIHANT SN

1 . 1 a 1 dl' = »
794 (Interaction Effect) FIAN13LsIdUANLNTe e 19N L T T

i agtllddn Aomasgalareswnsuuyulnsanfudssinmaudinaniu

AN AN AL U I H N A HANTEN LTI N AUA DA N UNT A D AURIUI UL

Tulamnin NseduiadAny 0.05

A1519% 4.13 LLZQL'N&I@ﬂﬁﬁ“ﬂﬁ@@‘uNﬂﬂﬁ‘ZVIU‘ﬂﬂ\‘iﬂ’)’]Mﬂﬁﬁ\‘i@jﬂi@"ﬂ’ﬂﬂu%‘i TGRS VL

% dl o 1 o % 1
AN INEAALANNARALLLIAUANNUNL

A A Aa o
ﬁﬂﬂ@mﬂm@uq\?uﬂﬂluimﬂmq M

ANanA ANOVA
Source Sum of df Mean F Sig.

Squares Square

ANUNAIA A A LRI 0.450 1 0.450 0.363 0.549

UsznnAudn 3.828 1 3.828 3.090 0.083

ANTNAI A lATRIUNGLLLILY 8.945 1 8.945 7.219 0.009*

Usenn@udn

Error 94.164 76 1.239

Total 1520.688 80

2.1.3.1 NansTNUINTaeANNLaIgalatasuIuLLas sz AuA N0

AUAMNINARANFI AT aRUAT

mﬂmmnmm‘um@ﬂizwuéqmmﬂfnmi’]ﬁqqm%mmmqmem:

tsviAndudfeniuadanAanudalatadusn lulnsn Aoae1atm

ANOVA (Fananwa@ndlunng19n 4.14) wuqnAnauinaziilueanansenson

sendnstladesaulsannuinpegalazesunauuy X dssnvnAuAninaaiuanuey

o

HAWINAL 0.157 BeilAmINNdn O AR rasaunmgIun 6 Tananadn
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“ANNHIANHA TATBIUNULLUA S TS NNBUAUALITLAN N NANRANTENLTIN

(Interaction Effect) slaA21usd 1aTaAuA Tz fariu agl1sidn Aanuiin

- . oy 4 4 e
pagalaresuaiuyluluwaniulssinnAusingaiuaaniansfaiuly

T lidanansznusannusanusclataduA g tuA N N W lswn

AN919N 4.14  LAAINANNINAADL N@ﬂ?z%‘]_l"ﬂ'ﬂ\iﬁ’ﬂllii’ﬁﬁﬁ@ﬂi@ﬂ]@ﬂu%‘ll,l)‘]_l‘]_lLLZ\]&‘]J’;‘HJ"I‘V]

a % dl o 1 o/ % :// d’/ a % %
AuAn NaafuANNINAFaLLsAuANFY lATaRUA TUlH N Aot

ANADE ANOVA

Source Sum of df Mean F Sig.

Squares Square

ﬂfmmi’]ﬁ\‘i@m%mmm\ul,uu 0.312 1 0.312 0.478 0.491

Usznnauan 0.501 1 0.501 0.767 0.384

m’lmi’lﬁq@msl@m@\m’]\muu* 1.335 1 1.335 2.042 0.157

Uszinn@uan

Error 49.672 76 0.654

Total 785.889 80




]

UWHUNINR 4.1 N9 EULAAINANTENLTINTAIANNUIAIAA TRTAIUINULL waztlszinn

Mean Credibility Mean

'
a
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FUANLINLANIN FAaANNUNTaneNUseunakuL (Source Credibility)

5.0

3.6
enhancing problem solving

Product Type

model level

High

Moderate

WHUNTNTA 4.2 NIEULAAINANIENLITINTBIAIINUIANA A IATRIUIULL UazLlsziny

Mean Purchase Intention

AuANeAUANIIN AarNsalatia (Purchase Intention)

3.4

3.3 1

3.2 1

3.1 A

3.0 1

2.9 1

2.8

model level

High

Moderate

enhancing problem solving

Product Type
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22 WAMINARALANMNUIAIAALATDIUNULLADANNYNTANDNNABUNULL WAL

ANMNAILATaR WA L UTRHANR WAL N LN UANNNNLARZLSELAN

2.2.1 HANNINAFELAYINUNANRATATIUILLF D AN Ta D BT NABU UL WazAYN

:I/ dal a % dl o dl ¥ dl QI A S 1
ﬁl\ﬂ‘ﬂ“ﬂ@@uﬂ’]mﬂ’}ﬂﬂﬁfﬂﬂxﬂﬂ ‘]J‘J‘ZZLﬂVW]Iﬁ]LW@LWN ﬂ?@L@?Nﬂ')WN\ﬂNIﬁI@@L@H

(Enhancing Product)

2.2.1.1 NaN1INARALAMNUNAIAATATBIUIMLLS AN TR DN

AAUaLLL Y

TN duA g UAEIN U NN Na LA YTRINAINAENIN

(Enhancing Product)

amiuluguaneaiuanseNlssinynldivedsu vidaiinann
@223 (Enhancing Product) NaNnaaadiAILeasANLN@alosaun Uiy
seAtANUIRgR A TuTZALgY WL 4.83 gandnANLRAIasANLN TN a6 e
da o = o oy 4 a
wuLUNdszAuANUnAsnalaluszaLLunaTIRARAWYINAL 4.01

a v

ANIULINININNIN AZDUANNLANFNNNATR PRLIANATA t-test NAN HAS

1 v
4 A

laiwuanuuanAsasneldadiAnaeAea AT DaAaUIILLLITG 2
1351 (t [38] =2.43,p>0.05) Adalumn9799 4.15
RINUANIINARDLAMNADH t-test Arx190a7U I TuAuA AL
i . <
ANNIIN Usznni linaiia 1isaLasnA2IN9IN (Enhancing Product) 1
v oa

= P S P A o o
EﬂitﬂﬁmﬂqqﬂLﬁ@ﬂ@m@u’NLL‘UUWﬂJ?zﬂUﬂqqﬂuqm\‘i@]mi@lu?gmugﬂ\ul@z?:ﬁﬂu

1unaelduanenaiu

2

A919N 4.15__UAAINIIMAFaLAHLNAIAAlATes I uLLs AN T e ik

WL IulasanduansatuanneINssnn e a3y visaiiuA

#28N1N (Enhancing Product)

ANNUIAIRA lATaIueLLLTulasM MEAN S.D. t Sig.
WNLULNRANINAg A laluszAuge 4.83 1.23 243 | 0610
wnULRRANAgalaluszduunae | 4.01 0.87
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2.2.1.2 HANNINARDUANMNUNANAA TR NILILE A NAY LT TuTnman AN
. N ,
nenfuanuNtszianlfine lfinelds viseiinAuaenId (Enhancing

Product)

TduAnngafuANIINL sz [N LE TN MBI AN AN

(Enhancing Product) nguvnaaasiiAaasauflagafuan lulusmnni

o

dsznausaunauuuniszaunaniinegalaluszfugs windu 3.30 gandn

P o X = o ~ P S o |
ANRALTRIANNAY AT ALAN JlNE AN U TN LA UNSLLILIN NS ZALIAMNYN

= - Aa = = Y o o
ﬁﬂ@ﬁi@luﬁ‘:ﬁﬂﬂﬂquﬂ@q\i NUANRANIND 2.92 LAZINNUUUINININITNAKDL

a

ANNLANANNNADS FRsAADR t-test NAT HAA THWLANNLANATIIR LA
dadrAaesAnefannusdlagadui lulnsanflsznaufitaunauunis 2
szinm (£[38] =1.69,p>0.05) A9NA lWA13197 4.16
ANNANATNAFBLAINIIANR t-test @rn1snagy A0 TuAuAneaiy
A8 TR 4 . 4
ANNATN Uszinnf e ris visaid3nA219% (Enhancing Product) 1114

Y oa

= & ol -~ 4 = o A o \
I;,Jjﬂ_li(l:ﬂmJm’mﬁlﬂ‘-m@@uﬂﬂuimﬂﬁmmﬂﬁ?zﬂﬂumﬂuﬂ\umuvm?:m_lmqmu’]
= P = . A
ﬁN@mi@lu?gﬂll@;ﬂLL@gﬁ‘gﬁmUﬂ’]uﬂ@q\‘ivLN LEINAINNU

[%
'

A9 4.16  LARINIINAABLAINLNRIAAATBIULLLABANAY AT BTG B 1

I g v e SR, _
AuAnaaiuANsIN sz TN LETH 1iFauAINA89N (Enhancing

Product)
AMNUAIRA bATaIRe LU T la N MEAN S.D. t Sig.
WNLULNRANIN AR A lalusTAug 3.30 0.794 1692 | 0.863
wLULNRAR N AR A luss AU unane | 2.92 0.629

2.2.2 NANNINAAALIANNUNAIAA 1A TBILNULLFE A NITANANNALINILIL UaTAIN
alataduANEaiuANN dsznmnldineuila vieilntladedasiuaaiuany

(Problem-Solving Product)

1
A '

2.2.2.1 WNANINARDLAMNUNAIAATATBIUNLLLAD AU DA N FauIgILIL
Tulssnndudfaaiuanies desinninldiveudla viatntlade @ siu

AANHNNTN (Problem-Solving Product)




A9 4.17
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AusulududnnaaiuaueNlssnn e nd la viralntladaide
A11AYININ (Problem-Solving Product) NgNyARBINAIRAEAINN
T o o , = o | o o \
menesauuUUNNszAuANTNBIgalaluszAuge windu 3.73 And

' = oA A A o ] o
mLfa@mﬂ\mq’mmlfﬂ@m@m@uwLLuuwmmummmm@m%immuﬂ’m

'
' a '

NANNNANRAEIVINGL 4.24 ANNTULINININIINAFALAINLANFINNIN
Al AaaANADR ttest nan lfAe lawuanuwanAsasneldadIAnaa
ANRAEAMNUNT AN AFARLIBLLINS 2 Useinn (t [38] =-1.41,0>0.05) AINA
Tumn3799 4.17
1 aa o a v dl [
AINHANSNAABLAMNINADA ttest arunagLFanTuAudAneaiy
ANNGIN Uezinnn M inaud Lo visalnlndarde fnuaanaens (Problem-
. FIIP- a 1 i, 1 Aa o \
Solving Product)ilil fi3lnafianiuiidefesieueunundssfumanui
=3 o ar 1 1 o
aepalalusziugaiazss A unansldunnsasiu
| o= d oA A Aa
AN INAAaLIAYINUN AN AlaTeIISILILIB A NN T Tia N e
Wy Tl dusinaatuanandssnnldinansla wsalnila

1R8I AAININN (Problem-Solving Product)

ANNUNAIRA lArasuauLLlulasnn MEAN S.D. t Sig.
WNLULARANIRg A A lusz A4 3.73 0.977 141 | 0.534
wnuLANANAgalaluszsulunay | 4.24 1.32

(%

R : T & Ao,
22272 N@ﬂ’]ﬁ“ﬂm@@uﬁqqﬂuqﬁ\?@lmiqq]@\?u’]\iLLUUm@ﬁ')’]Nmﬂi@%@mﬂmﬂimﬂmq

a v A o o A = A v oA v
@uﬂqLﬂﬂQﬂUﬂ’]’]N\?qNﬂ?ﬁﬁLﬂmjﬂjLW@LLT#/L?J 1130UNTALDLALANLAIININ

(Problem- Solving Product)

TuAusinenfup N mlszinyldinautla viralntlpdei@e fnu

AYIHIH (Problem-Solving Product) NgNynAaeddAIaatANNEASlATe

D

=) o 1

a o a Y = o
auen lulnwnndsenaussuisiuuniszaumanniingalaluszaugs
WiNAL 2.88 AMNINANRALIRIANAT lATaA WA I lnennNlsznausas
A o = o A = Ve
UNUUUNNIZAUAMNNRIgalaluszALLuNa1e DRARALYINAL 3.02

BAZANNTULININININAZDLAMNLANFINN AT A AILANEDR t-test AN
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1678 WUAMNLANANNRENINNEFNATUNTZA 0.05 1B4ARAANNAS]A

o
v

Fedudnlulsmaniilsyneudaaunauue 2 dssim (1 [38] =

0473,0<0.05) FanaluAnsfl 4.18 Tmmliu?‘llmﬁmm[ﬁ?ﬂ@%@aué’ﬂu

Imwmﬂﬁﬂa:ﬂ@uﬁfmmqLmuﬁ'ﬁﬂfnmiflﬁq@m‘lﬂﬂmﬂmq 49041 (3.02)
2

WNULILNHAMNLNAIRR g (2.88)

AINNANINAGBLANMNNADS ttest AnanagU 1A TuAuAneaiy

AN Uz e wn b visaUnTladaidasinuAiuna s (Problem-

Solving Product) i §13tnalaensslatedusn lulnwnnildueuunng
o | = o ! o o o

seauaNdInegalaluseAuliunas gandnluwannlduauuuniaag

N o o

1npegalagead it 1Any NszAuAMNITaN 0.05 wirakatas 95

13
I~ '

A151991 4.18 UARINNINAFELIANNIAIgATATEINN LA EANNAYlATa N e Tae
= o A o 3 = N
AuAuneaiuruNlszinldvaudly vieetntladai@ainuanuey

(Problem-Solving Product)

AMNUNAIR A RraIRs LU s MEAN S.D. t Sig.
WNLULNRANIN AR A Ta lusTALgs 2.88 0595 | -.0473 | 0.041*
wnuLRRANAgalalussiudaunane | 3.02 1.11

* fszuladnAnyn1eaiian 0.05

ANNNIINAZALANNANFAINIINNADIHL 111NV AZDLANNLANFISUBIAINN
Cod A Yo X o do s da o o
UTeneseuiuLLarAMFaged AN TulnrnnnlduiuunRssAuANinaegala

o

waAnFNaiuAaEAanR ttest gLl lAsan

FUAABAALANNIINLSZANT L Ne AN 1iTRLE3NAINeN (Enhancing Product)
i nsldsziuauibegalaessuuuiuansd1eiu Ae nsdenlduauuLnseiy
= = ' Y a =
AR alags vidatunans Tdawalmfaannuindeteseusuunlulaeon uay

a X o o d e
AN LATAAUANNUANFNTIY

dusulududnnaaiuausNdssnn e la viralntlada@a A uaueny

(Problem-Solving Product) N3 14356 1ANUN A9 A lata9uelLuNLANFANeTY Aa N3
g Al
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& 1y P o | = ~ ' v a e
wanldusuinnisyiuaauiingalags vsatunans lddealiiinaauindanase
Py Tulamn wilusnuanusslateduaitiu nnaaen lduuuunRszf AN
Agalaluszaulunasluluenn danalimniaanuasladaduananainisiaan’d

PR .= o
U LLUUV]@J@QWNU"I@Q@mi@sl,u@z@ﬂ’sﬁq

A9uh 3 HANNSILATITRANBUENNAULISETINSIRINgNNARRIN UKL sANY
AMNUNTanaAaUeLLIL (Source Credibility) WazANNAILaTa

(Purchase Intention)

3.1 ais

L}

NSNAKAUATUBIE ADANNUNTADAVBIVIWUL LALAMHNAILATARUAT LU

TaHNAUAINLINLAINNN
ao A o 2 o ¥ o o Y | ! o
annsadaifeaiuent gaaalaiinisannguinaseily 2 nqu Ae
- NEUNARBNBIETEIIN 20-29 1]
1 1 =
- NQNNARRIRTETTUINN 30-39 1

o o

AN RAR I UL AR AN TN AN T N T8N

2
71
< q X . =
WL LL@ZﬁQWNMQI‘QeﬂﬂluLLm@Zﬂ?ZLﬂVIﬂ’J’]SJ‘LL’]ﬁ\‘i@‘ﬂl‘ﬂl‘ﬂ\‘iu”lﬂLL‘LI‘LI wazilszian
UANNEANLANNIIN (ﬁ\?LL@ﬁ\?N@iMﬁ’]?’]\?ﬁ 4.19 uaz 4.20 ﬁ]’]NZS”Iﬁ‘LI) AU

2
o

98w 4 ngu (AuthAsgalaTasNLLY X UssinnAuAinaniuanuen) Tnana

)

N
A A ) = oA A =
Vlimumﬁ‘ﬂwl 4 19 LAANANRALAIMNUNTANAAAUINLLL FANDILAANNANIT

NARBUATRAAYINUILTBD AU NIULAYLANATIR test TRINGNNARDINS 2 NgN

o o

NanuLNaNTa9e0g Tuusaslssinniuenulasnnniidaiinisdneg awnsnag

o

vo &
PPN

—

naunAaasiisang 20-29 1 HAednauidaiesouauu lulsenn

'
a o

AuANRETUAMNIN Uszinnidinaun e vizalntladaldesuaaueay

(Problem-Solving Product) Wil 4.53 T444n91 nguvnaaestaeang 30-39 T N

ANRAE WINF 3.71 BWALINALNNINAZAUAIANNLANFNNAEATA t-test WL

|
a

ARAEAUANTaN e NEAau UL LTR899 2 ngudnesiull HAanw
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o o

wANsNeNUasnsluad A N anANIZAU 0.05 (t [18]=1.35,0<0.05) Aaualu
~
AN919N 4.19
Ao1lum13799 4.20 waRIALRAEANNAS AT lLLAA LT NNT a1
T 2ONTNLAAINANIINARDUANLRALAILATEA t-test TAINGNNARBINY 2 NGN

AaEanIsLAzidayanls aunsnaglaaail

o '

Y aa = a v 4 o
ﬂf]?s[ﬂ]u']\‘i LUUNHTEAU V’VJ'WJ‘LHmﬂ@mi@ﬂquﬂ@qﬂiutmﬂmq@uﬁqLﬂﬁl'}ﬂ'ﬂﬂq’]ﬂ

i Urzinnd Mivewd la viredntadei@asnuiaainenu (Problem-Solving Product)

'
=

wWudn ngunaaesdNad 20-29 U Hanwaemnnusslazeduin luluwnn vy

' 1
1 a

3.18 §9n91 NaNNAASIINant 30-39 T NHANRALWING 2.71 uaziiatiing
NAAALIANNULANFNAILADE t-test WL ANRALANUANNAYlATaT89%S 2 NG
AN N

dnemuil AAnuwanatenuasnadidadiAn N9zaw 0.05 (t [18]=0.89,p<0.05) A

A luAN3197 4.20

annsnagtldlagsandn nazessioulanugaseny siaavNtE@enaTes
Yo d o AN oz 4
WKLY kazA N lage A TulnmnduAneiuANn Ussinnildine

wila viseinTladeidasnuaanaen (Problem-Solving Product) 1l NguNAABNTN

1
a v

1) 20-29 1 Havinmanesansuunlulamn s9uvs Haanusslazeduing

\ =R

2 o Ao
L@@ﬂimﬂqWHqQLLUUWNﬂqqﬂuqm\ﬁaﬁ

199918 30-39 T pelNTBAATY IANAGBLALIANATA t-test Ty

a

AN 4.19 LAAIAILRAY LAZN1INARDLINATANT

WALV AUANALIALAINGIN AANNEAND D91 kUL T Tt

lagzutunanalulumnn gandn ngunaaes

99878 AIIHUIANRATATBIWULIL

AUNEANATY 0.05

ANMNUNANAALATBIUNULILLAY. | Fany | AuedsAnn | SD. t Sig.

UszinnAuAtnea AN Wiiata
wawuLfifiaaAgalags 20291 4.83 132 | 001 | 0936
+ AuA Mol Vel unama || 30:39 1) 4,83 1.03
unBULfiTAaAgalags 20291 3.78 115 | 031 | 0.111
+ dudiiteutly viedntladede | 30-30 T 3.64 0.71
wawULTiAahAgalatunan 20-29 7 4.21 077 | 274 | 0.385
T Aud 4Ll videldTAYI9N 30-39 7 291 0.59
unauunfiflananhiagelatdiunans | 2029 3 4.53 1.02 | 1.35 | 0.040*
+ dud ety viednTadeds | 30301 3.71 1.71
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*TszAuiled1Atyn19ania 0.05
AN9IN 4.20 LAASAILRAY UAZNNINARDUNATBITIIDTY AITNUNANAATATBIUNGLLLIL

WA T ANRUAIAENAUANNGIN AaANGIlaTaALAN

AMNUNANAAlATRIULLILLAE | Fo9any | AuedmAn | SD. t Sig.

UszinnAuAigaiuaN Al
yauLLfiRaaRegelags 20291 3.22 081 | -0.75 | 0.936
+ Aud e vilauuaaaen | 30-30 1) 2.53 0.77
unauunfifiananhdnalags 20291 2.97 054 | 081 | 0.111
+ Fudlieutle viedndadede | 30391 2.75 0.68
wauunfifianashdgalatunan 20-29 1 2.88 0.63 | -0.57 | 0.385
+ Fudfiileiin vioBuAN | 3030 T) 3.12 0.69
unauunfiflannaniaageladhunane | 2029 1 3.18 075 | 0.89 | 0.004*
+ AudWieutla viedntladede | 30-301 2.71 1.62

*HezuradrAtynaeaiia 0.05
3.2 SzAUNISANM

ﬂﬁiﬂﬂﬂ'ﬂﬂﬁlﬁu‘izﬁﬂﬂ’\‘iﬁﬂﬂﬁ ABAMNUNTDNAUDIUNUUL UWAZANAILA

d’l = v =\ v ﬂl Qs
ARRUAT UL NBHUIRWANLINUAITNIIN

9 o Y o 1 | o =2 | ' A
Q@EIVL QﬁLL‘LI\‘Iﬂ@‘N‘V]ﬁ@ﬂQMWN?ZﬁWUﬂW?ﬂﬂHWL‘]Ju 2 NN AB

.

=2 o

| A P
@Nmmﬂq?ﬂﬂﬂqizﬁﬂﬂ?ﬁqum?

1
D

=

| Aa = ol o )
s ﬂ@\NV]Nﬂ']?ﬁﬂ‘]ﬁf’]ﬁ‘:ﬁﬁUmqﬂqqﬂ?‘mmqm?

TngNN33ANZITHATBEALINIANH B A NUNTO HOIDIVNULL UATAIN
pelagadudn lulaenTeIngunaaesneis 2 ngudnesiu soanisldAaanuaznig
NARBLAMNUANFANNWNATIAGLY ttest 789ANNUNTETBUAZANNNAIIATOIDINGH
NAABITINNA 2 2AUNTANENN IFTNTUNUTHEUN HIUIURIUNA 4 NGN (AN
= = ) Py ] |
ARATATBIUULL X UszmAWANNEIALAYINN) NaN1sAaeuR isendengs

NARBII 2 NN TAWLAMNWANFANREN N NaFIATYINIEDA TuNnaNseay
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o =2

= Ay vo = N o N
miﬂﬂmmimmmmmimwmwwWmﬁ?mm:m (mwalumwwm 4.21 Ilae 4.22

ANNATGIL)

RSN 4.21 UAAIANLRAE UATNIINAABLNATBNTZALNIIANTT ANLNAIAATATDY

UNULL wazlssinnduAiieaiuaAay seadefesesunauwuyly

TN
AMNUIPNAA IATBIUNULUUAE | SEAUNMSANEY | ANRAEAIN | SD. |t Sig.
UsznnAuANENUANMNN Wniana
WNUULARANUN AR TAge Ustyryasis 5.17 0.89 | 2.03 | 0.146
+ AuAn eI VTalEsNAINeIN | AndrtBayanea 4.04 1.60
PO L LR FRIS RN VK styryneis 3.52 1.09 | -1.31 | 0.107
+ dudnlfineusla visatndedeide | AnalFouome 4.11 0.62
uuLundaNAIna latunais ETITRL R 4.08 0.94 | 0.44 | 0.766
+ AuAnlfiNa AN WIaRINA NN | ANd1S e 3.89 0.78
wuuundaNingaladiunan IRl 3.83 1.41 | -2.09 | 0.096
+ dudlfivaurle visetlntladede | AndrUseysunss 5.02 0.67
AN9197 4.22 UAAIALRAT LAZNTNAROLNATANIEALUNNTANEY ANLNAIRATATas
WILLIL ezl sz AuANaIiuAINed AaANsslatindui
AMNUIANAALATDIUNULULAE | SEAUNSANE | AL@AEAN | SD. |t Sig.
UsznnRUANENUAMININ NEED
WNUULNRANUN AR ATaga seyeynsis 3.43 066 | 1.11 | 0.281
s v agyd a & A o =
+ AuAn M NeN VTaLETNANIN. | AnnandTyoune 3.00 1.05
TSGR IS PRV TRV Wstyeyasis 2.72 052 | -1.79 | 0.335
+ Auinldiaudly veauntadaids | AndnEuonms 3.19 0.63
uLLndANaAIgalalunan Foyeynes 2.82 0.52 | -0.93 | 0.248
a2 v gy d a A A o . =
+ AuAn 1NN TBLETNAY NN A1NdNU3eyeyss 3.10 0.81
wuLundaNiiAgalatunans 3eyeynms 2.51 0.97 | -3.49 | 0.259
+ dudnlfinveudle visarntladede | AndndSoyonss 3.95 1.68
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3.3 ADNUMNANTH

NMINAFALAUFDTUNNEANTE ABANNUNTANAUDIUNULL WARSANNAILA

ARRUAN LUTAHUIRUVAILNLINUAININ

o

R lfdnuLngunasasNanIunInansatiu 2 ngu Ae

2

1
]

o Aa
gundanunnlan
o Aa
- nguRNADIUNINANTE

&

TPaIN931ATILTHATBNANUNINANIA FBAITHUNTAD NN ABUINULILIIBINEN

NAAaTY 2 nguinesiu fansldaAeaauwazn1amageuANNLANENINAT RGO

) o | A ' 4 A o = =
t-test T@Qﬂ@ﬂm@@'ﬂ\?W\i 2 ﬂ@'ll ‘V]VLWTNLLF’]@gﬂ3\5Lﬂmmuqquimﬂmqquﬂ’]?ﬂﬂﬂq EN

AMUIUNIAU 4 NEN (ANNAIAATATBIUINHLL X UszinnAUANALNALAININ) HaNT

neaaui i liwuAaLAN A1 e N BARIATYNIERR TUNNENANIUNINANTE

dl Yo Qy dl o =2
NAFUTN TR IRHUNNNINTANEN

AMFUNTIATIZRHATBIADIUNNAN T AaANFalaTaduAn lulasninues
NANNARDITY 2 NGNANUNTNANTA FRENE AL UAZNINARBLAITHUANG NN
amo Y T . 4
ADAAY t-test PRI 2 ANTUAINENTA D IATNTR U TnENLAazU TN
o = ~ o & c = a v o o
NINNFANET HIIUIUIIUNA 4 NGN (ANNAIAAIRBBINNULL X UszinnAuAieniy

ANNAN) AabERIHaln1919R 4.23

Tnanslduneuuuniaonunegalaluszfuge lulawangudineaiuaay
i s ldinenily vsedntladeid@asinuainueans (Problem-Solving Product)

WUIN nUNeassRdanunnlan Jaeanausslatedusn windu 2.94 gandn ngw

a A )

NARAINHAD NN INANIA NHANRALVINGL 2.67 LASLHAUINININIINARDLAINH

1 3 aa 1 1 d‘ v 3:/ ng a v ?.\J/ 1 £ £ dsj =
WANGNADBARR t-test WA Av@ALATUANFY AT AL I8 2 NguTaFuLl §
ANNLANANNuastneluad Aty NzAutia 0.05 (t[18]=0.81,p<0.05) Aanalumna

N4.23
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A5 4.23 LL@mx‘iﬁl’]L’ﬂaﬂ LAZNITNARDLNAURIADNIUNN mmmi’]ﬁ\ﬁ@miwmu’]\muu

BALUIL NN AUANLAUAINNIN AaANFlaTaRIAN

ANMNUNANAAIATBIUNULLUAE | #OTUMW | ANedzAN | SD. t Sig.

UsznnAuAigaiuanua pdlaia
uuLLARANNAIRATage Tan 3.29 084 | -0.77 | 0.664
+ AuAnlNaLAN WIaLETHA2 NN AN 3.33 0.58
wuuLRdANAnalags Tan 2.94 065 | 0.81 | 0.050*

+ Aumldinaudly winilntladade A58 267 0.27

wsuuuAiaNuimgalalu 1an 2.72 077 | 274 | 0.385
nand o g 2.91 0.59
+ AuAn 1 iNa AN WTaLEIN AN
WNLULARANIAg A laLlLnan Tan 4.53 057 | -2.09 | 0.869
+ Auin e ud o viseintladede AN 3.29 1.59

*PezuiadAtynneadin 0.05

=

NATRIAIULITANUARIUAINANTE ARANNUNTENENNAIUNULL LATAN

palageduAn lulnsanigpaariuAng anmngnaglualion ngunaaaing

ADUNNLEA HANNASIATaRUANNLINUAINAN Usziannldinawnly wia

niladaidan1unaneIn (Problem-Solving Product) LA WUNULLNA AN

AapalagelulasnngInd NENARAINNANUNNENSE ateldadiATy e

nadauFaaANaNR t-test NrzAutadAty 0.05
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uni 5
a71nan153d8 anlsens wastaiduauuy

= A = a v o P \
NIIANIHITEY “AINNANAA IATBIUINULILLASAUANNLINLAINN NHNAFEAINH
YT RUBIUNLLLBAZANNAI AT AUAN" 1IWN1TIReTInAa8s (Experimental
Research) dunnsdneiiednualnemnsa (Main Effect) Wazdnnansznusn (Interaction
Effect) aa9siautsaasy laun mwﬂﬁaam%mmmmunLL@zﬂi:mm’?uﬁﬁLﬁmﬁumm
= o A
P\

e o o4 a da Lo X o s

nu ARsesaulsnn 1w AnniTenanienewul wazavnsslateRudn ulueon
Tnevinnnsfneniunguiidndannaaesiiiunwene Hengszudng 20-39 T anduet
THANGIMWHNILAT AN 80 AU TIULNgNNAfetRantiil 4 Ngu- az 20 AW uAazNgN
azldmaulawani i ae e nianIn IENNITLLNNGUNARBINETN T

TN AIRNT19N 5.1

AIS99 5.1 pnuanenIsulenganaaedieTianlzmnn Tugtuuuresunamefizen

(Factorial Design) 2 (?zﬁmmmmuhﬁq@mmmaLmﬂu%qmimwmq) X 2 (Uszinnaag

a 2 ‘d‘ o/
AuAnganuANIIN TR IRE)

152N NARIRUAMLNLINLAINNIN

ATTNUIBNA A LAUBIUIULIL
Tuaulasan

lNaLasNA NNl
TanLAY

(Enhancing Product)

Idinawnlausailnila
L4 = v
ARLALATUANNIN

(Problem-Solving product)

1. unuuundanuiifgalaly

sEALE (Highly Attractive Model)

NINUILLLN T ANINLN

Aenalagelulamndlasin

NANNANBIAIUIU 20 AU

AINULULN AN
Aenalagelulamnnaiy
Unilp3ases Hn vidansy

NANNANBIAIUIY 20 AU

2. wnuuundaNudsgalaly
szAUUUNAe (Moderately

Attractive Model)

AMNUNRLILRTANTN
Asgalatunanelulusun
atlamn

NANNARBIITUIU 20 AU

ppe :
NINUNUULNHANUN

Asgalatunanslulason
paninTlesqsas H vidansy

NANNARBIITUIU 20 AU




85

ngunnaesluniRdaa il iunguneasunandgeianue dansaienlszains

= i

e ngunaaasduluniengasludes 20-24 T (Feeaz 41) seasnilugoenyszndng 25-

q

v

29 1 (Foray 30) uavatluanuninian Geaay 72.5) Hentiwdsulugjiduntineu

U3Enantu (Faeaz 47.5) sasasnnna tniFawsindnen Gasaz 32.5) nsdnsdaulvnjes

U

Ly

TuszauifFryoyes (Faaay 66)

AMmFuNT9LlszananauayaLAsIEiNg ANNLNAenAlATasWNLLL Laz TN uAD
a4 o PRy = S X a9 Yy a 2 o
NEITUANNINNNARANITENeFABWIWLL WazANFAvlaTedurteeLTlna Ry

EA4DR t-test waz Analysis of Variance (ANOVA) a8 aAIT2ALANNITRITUNA 95%

'
o o A

visediszALTEd1ATyN 0.05 NeNAgaLaNNAFIWINNA B9ludinaeinisagina THianag

WNN199eNLEALTW 2 40w A

1. nareANdIRgalagea Ly uasdssnndudineaiuanuenuidse

s I % %
AMNUNTDDAAD UL BAZAINHNAY AT B ALAN b lH 10N

2. uAMMIWIEIANEUTA LIz EINsIaNnaNnAaeTaNiufaulsANLNANgA
128U wazilszimAnAneIALA NN AN Ta D ase

Y
WNLLL LAZAHNF ATDALAN LR

agduazanlsananisiae

1. WALBIAMNUIBIAA LAUDIUUUL  Wazilszinn@uAnganLAMNINTNse

ANMNUNTRNDADUIBLL BAZAMNAILATRRWAN bR TN LU

@5Uuanisias

ATNLNRIA A lA TR I

ANUNANRATATEIWNILIL AaANETeTiase LY wazANAYlaTe WAl

Y o

T aunsnagiluanisddnle dadl

dUjiasannigIun 1 inanndn “AnnWIaige e uuLdNalnens (Main

Effect) sian1stszidunaindndenarevuuuy lulaeon” InannmagauaIn1edadanwuan
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A1 (t [78] =0.89, p>0.05) Az ﬂg‘jmﬁﬂuuﬁgﬁuﬁ 2 AnanqIn “mmu’ﬁq@mzwm
WNLBLLASEAlAEATS  (Main Effect) sanisussidumanusialagedun lulueman” Tnanns

NAFAUANNATANLINAN (t [78] =0.69, p>0.05)

wanslfidiudl aAnnifsgalarasunssuusisszauiulideanalaanse (Main
Effect) manuudanandsauwisuuululasan (Source Credibility) WRZANASLA
& . & B b & o Ao | =
@a (Purchase Intention) A lidinlamnnazidenldusuuunianuinbgalaly

o | £ d‘d 1K o a v d' o

seaLge visalduauuunianinegalalussiulunane ulnwandusiineiuaanu
N Ingldaniladnainunaiuuniaaniduld luiasandusnnaofuauanNdsznnlea (679
AUAIAEIALANNN  UsztnnA ey wsaldduaNan wisaldiaudly vizalnile
¥ o o | = P e V= . \
do1de) svAuANLIANgalaesuLLIAWANGeY azlidnalaense (Main Effect) sia

a 1 dl A :I/ d’l a ¥ Y a ! 1
N9 LA NUNTANAT AU LLﬂzﬂQ’ﬁ\IﬁNiqsﬁ@@uﬁ’m@\‘iQ‘I_I?IﬂﬂLL[?]@?_I”I\TELQ

ssnnAuAAENTLAIENNN

s ANAUANALNTLANNINNHABANUNTANDADUIMLL  WAZANNAIlATa

Y o

AuinTulneoin awnsnagluanisdae s A9l

NaNNsAde A fiasannAgIua 3 Genanadn “UssmzeeduAnizariuaaiaand
walagmssy  (Main Effect) sanasilseilunaaiiamanegasneuny ulamnn  laanns
NARDUAMNADANLINAT (t [78] =1.70, p>0.05) ua ﬂﬁmﬁauuagﬁuﬁ 4 Fandnadn
“1fssinnevAudAearunulna lngmsg (Main  Effect) slenslssidiuaausalade

aualuluend” 1gN1IMARRUAMINEDANLINAN (t [78] =0.87, p>0.05)

waRdliiiudn  AuAngaduANNaetssianiwlidealnanse  (Main
Effect) manuutdananadnaursuuylulasu (Source Credibility) WREAINNAILA

@@ (Purchase Intention) An ladndudneaiua e nazdnag ulssinmnldine i vse

|
=

WINANNIIN  (Enhancing Product) wizaldineudls viseintladeide (Problem-Solving
o = 4 oy prp | = o A 6y ala \
Problem) (IagiliAntladnldueuunndaonuinnegalalusziuge vsaldunauuundaau
=3 a v dl o 7 a b2 dl o
pagalathunanlunislasnndudinasiuanueny) agdlidn desnmaudfaaiuaas
U arlifinalaemnss (Main Effect) #an1919iuA N U Ta D0 189U NMLL WAZAINAILA

(%
a ¥ Y a

Fadusra9tL3inALsasingle

al



87

AHUNAAATATBIWNULIL waztszinnEudaniuANNs

AUFUNINANTUINANTENLTIN  (Interaction  Effect) mmmﬁmhﬁq@m%mm

WINULIL LALsznnAuAALaiLANIN A mnsnasianisiaals Al

alLAYUANNAFIUN 5 Sananad “Arnthiaigalaes LKA N AUAY
(AR UIAANNANKAN SN2 (Interaction Effect) ansisziliumanuninieioves
wuuy lulendn” teanInageuANNANANLINAN F [1,76] =7.22, p<0.05 Lax
ﬂﬁmﬁﬂuuagﬁuﬁ 6 findnadn “mmuﬁﬁ\‘i@m7@7/@\7uwLLL/L/LL@m/jxmm?uﬁuﬁmﬁu
AMNINANNANTENLITIN (Interaction Effect) FiamINAIIATEAUAN s asY nnIMAgeL

AMNATANLIN F [1,76] =2.04, p>0.05

wanglfidiudt anudnfgalarasnsuuiazlssinniuanieanuaana
NuAINansENUsIu (Interaction Effect) Aian1sisziiuannnuidanazasuisuwulu
Taisun N8R ANHUNRYATATEIWNLULNG 2 szim s nisdenldunauuundagy
[ o [ a ¥ dl [ :J/ all ¥
g lalusyivgaiazszaulunas lulasanduanaaiuaanuenn feludssunminld
PN A4 A o = N L e
Wiy veaiasnANan uazldieuila vialntladeids dsnansenusoniusianis

192 RUAMNUNTA DA URIUN U IR T H N ARANA AL AYNNATNTG 2 UTeNNFAINaID

daudunaclateri anutAsgalaaasusuimuazilssiandudiieany
ANt lidenansznidon (Interaction Effect) Aantsisziiuanunsladadum
Tulsisan nénie nisdanduuuniflananhagelaluszsugauassziidunans
lasnndudiieatunnaey neludsaanildiledia sieidinarns waylditeudls
wisainiladai@de ”LsimN@ﬂi:wuéfmﬁuﬁi@m?ﬂ?:Lﬁumm%ﬂ@%@%uﬁwmsju?ﬁmLLm'mJ'N

a

2 o ¥ o a 6 A a :// ¥ v ¥ o
gRaglaanisiisziueniviia ldainnismeasuanngiuie 6 dadremu tnevii
a Y = ¥ 1] 1 [ A
nsaviteyaiFeumaunisldanuinngalazesueuuusesyiuiu Tnauan
aaniluusiavilszinmaudi esilmenarasaauiimgalaseseuiy uazilszny
- Sa = T & 2 = =
AUANNLINLAINNIN NHFARAMNUNTED A UINLLLILATANNASATE TINANITANHIE

X
U

8
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'
=

AUANETLAINN Usznni ey 1iTeLd3uA1:494 (Enhancing Product)

TFudnfenfuanuay dssinnildifie fis vie d3uAnu913 (Enhancing
Product) ANH1N599 ATAT8IWNILUFNNsEALIRY (m@@@nlﬁ”jmqLmuﬁﬁmmmﬁq@m%
gauazlunany) danasianatsnifuanuindedeseunsuunlulamon (Source
Credibility) LazALRTlaTe (Purchase Intention) ldunnFA1eiu InensmageLAIN19ans
FuAnuEeReRilRa WL WUAN ( [38] =2.43,0>0.05) WANINARELNNAT AT

AAalaTe WUAN (t [38] =1 .69,p>0.05)

agUla9 luAudAuanneaiuaeanu tssimilldifieiiy wieEuaaaany
(Enhancing Product) nastaanldunguuuniaaxniinegalausnseiulidenasianis

Usuilinanunidede AN Lmzm’mﬁﬂ@m@mLLmrwmrTuLwi@ﬂfm‘lﬂ

'
=

AuANeTUANN Uszinnldiveusle vizatntledaids (Problem-Solving Problem)
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