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Abstract
PURPOSES: To analyse, evaluate knowledge, survey training needs, and look into the

relationship between point of purchase marketing strategy and business success as well as
model of relationship among variables. METHODS: A sample survey of 250 stores in whole
sale and retail businesses in Bangkok, stratified into 50 traditional and 188 modern retail
businesses and 50 wholesale stores. RESULTS: There was less knowledge on and
application of point of purchase marketing in the traditional sector of retail business. In the
modern sector of whole sail and retail businesses, on the other hand, there was still a
room for improvement. Applications of point of purchase marketing strategy led to better
business results. Knowledge and skills in point of purchase marketing strategy among retail
and wholesale businesses in Thailand need enhancement, particularly in the traditional
retail business sector. THEORY/POLICY IMPLICATIONS: Wholesale and retail businesses in
Thailand ought to apply principles and art of point of purchase marketing strategy as a

policy measure to motivate customers to purchase and for increasing sale values.

Keywords: Marketing strategy, point of purchase marketing, whole sale-retail businesses
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AUIAUNITAAIALAIANTTOLUTAY
( American Marketing Association) 1
ANUNRUIEVDINITAAIA NUITAITNIN
NANTIU YAVLIAITU UAZNTZUIUNITAN
nfieadianisdears nisdidiwaznis
wanwaeu Al (Offerings) FeslnmuAun
anA1 H3uU3n1s Yudlu wazdeaulng
AU

“Marketing is the activity, set of
institutions, and processes for creating,
communicating, delivering, and
exchanging offerings that have values
for customers, clients, partners, and
society at large” (American Marketing
Association, 2022)

nagnsnismaia (Marketing
strategy) ¥18AI11I1 WHULNUNIGINLAY
dusnienisiindegfinnindugniuaz
WasuudasliidugnAvesndndusivie
U3INI3

“A Marketing strategy refers to a
business’s overall game plan for reaching
prospective consumers and turn into
customers of their products or services”
(James, 2021)

ﬂaqmémimmﬂ ED Marketing Mix
Lﬁmﬁugﬂﬂumqqiﬁﬁ] ( Kotler & Lee, 2007)
Usznaumienan 4 Uszn1s 3o 4Ps Laun
nagnsAuNaniual (Product) Nagnsau
5707 (Price) NAENTATUNITALATUNITNAIN
(Promotion) kagnagnsa1un1IIAINUIY
(Place)

Marketing Mix 13U5gnaunaY 5
p3AUsEnoU (5Ps) laun wandma
(Products) Ys¢¥19uU (People) an1ui

3

(Place) 57A1 (Price) kagn1T@9L@IUANTUNE
(Promotion) (In-house Marketing, 2022)
wioe19vu1809AUsznouliniedu
(Business Victoria, 2022) 1{u 7 a3AUsznau
(7P’s) fail nanAnivEausnis (Product or
service) N15711UAT1A1 (Pricing) anudl
w3aN1sAUARLrUslun1SRa1n (Place or
position in the marketplace) N15d3La3y
n15v18 (Promotion) Uszv1aulugsfa
(People in your business) N5z UIUNITHTD
Uszauniseide ( Process, the buying
experience) LAZANTNULIAADNNIINILATN
(Physical environment)

N1IMAA am%ya (Point-of-
Purchase Marketing : POP) #3118/A213171
A1STALANIEUAT o douiifiussTunIe
Q’U%Imm%aﬁuﬁﬂﬁ 1y $ruazainde
§rududn (Grocery store) 1udiu nsmnana
o qmé??alﬂuzhwﬁwaamﬁmmimsmam
au ﬁ;m%a (Point of Sale Management,
POSM) Tagfin1sdanisnisnain o a;mé??a
(POSM) WM NAUFVIY FIUNTAATN
a qm%@ ﬁmﬁmmwéjmééﬁa (Tokinomo,
2022)

mmmammﬁquwﬁﬁmﬁu
N1IAAIALALNAYNSNITHAINAINGTY UANII
NPT G RIGEY! ﬂmfz‘?’e) %58 Point of Purchase
Marketing L9 uddunisvesnagnsfy
nseann duanIuil (Place) nioaniunn
(Position) leuA n1sdauansdudiluaaui
$imingdudviouinig iiegdlaligde
nauladoausvieuins sudussiuseneu
ddndnasionnuduivesgsiausmamile
naMAD SNsIALanIduAEsTUY Suwuniy
YANS aUTLNNVBIAUAT FUNATIULALLTND S
Tadne fenuduszifeu avonn avmnsenis
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\Bonuaznsaaeuviiennae uazdaduiiy
Aavgnmamnusisiiansa geladde Dudu A
wthedunsgdalidedadulate
mMyidegsnalusemalnglulsznu
Jym1 nagnsn1snan  9ade (Point of
Purchase Marketing) lugsAadnds - A1UaN
unsideluvsziduiisunzlunside
nsman (Marketing research) wagunazyagln
ImmamsmmwahwwmmwgLLauuT,ststi
UimsmaaeldegnaiusyAvnatty

a

I UTTEAYaINSIY

1. eleninazUsziiuaimg
USEaUNITAILAEAINABINITNISRABUTY
GRRFGIEE wﬂwumiﬁmmsmammuﬂaam
NINAIN m%maqmﬂsuﬂaumsﬁimm
Uan-Aas

2. Wiedeszanuduiussendng
NSAAN o ﬁ;ﬂé’?‘?@ﬁ’umaﬁwﬁaqusﬁa Tugsna
Ad-AUEN

3. fiewmunsLuUAIEUR ST
NNATIATVND DUV IMUTANYUENWGIND
USEEUNSINISHANA o ﬁ;m%a NINAIA U 9
67'7@LLazamumiaimﬂq'ﬁﬁﬁ]ﬁﬂﬁ'q-ﬁw%ﬂ

ANINAANUBIUZURNT

1L niseain o ﬁm%a (Point of
Purchase Marketing) %118A111771 N1TAAA
Tnen133nuansduan (Display) Tus1uniniu
ndnnagnsnisman o 9ate fisaludu
Ad1uaraIntun1sidifiavesgnan
(Convenience) A1uAINN@zD1M (Cleanness)
AUNSLEE (Colorful) AN IIRAUAMINNGY
aﬂm (Customlzed) ATUAITININEUAIRY
iauamaawﬁa (Class) WagAMULUULNLYDINTS
INUEAEUAT (Pattern)

2. A NYUTNINGINIVOIADIUY
UsENauni1s nu18AINIn Uselnnuesdnnu
Usenouni1sAUan-a1dsuuua siiy
(Traditional) “Sauuuviudde (Modern
business)

3. @0NUNITAIYRITINT MNEAINIY
mmﬂLLaummmmaﬂmwmwammuauﬂﬂ,u
§1uA ms%auawammaamﬂusm

4. Uszaun1sain1snane ame'??a
VUILAIINIT NS amuﬁﬁau% LAY
mmeLa m{[fumwmua mmmaqmﬁmi
Lsausmmﬂmawamsmmm o amszja

25115798

WAL e U BansenunTIe
309 N15PAIN W Qm%@ L N13ANYIAIINS
Usgaunsal AINABINITHALHANITINAVEY
MIFAAAFUATIUIILAT @ugama wasdus
ae), 2021) %al%’?’%mwﬁ%’aimaqﬂﬁqﬁ

USgU1nIU09IN15398 Ao @01y
Usznaun153vuIeduan1dssan1uanly
NFINNIVNUAT

F79819U8IN1TIVY U 250 18
wonlaedsaunUsELnn (Stratified sampling)
12U 1ulAIA1 (Quota samples) LatLn
UsziandrudrUandassuvumatiy
(Traditional) #3a31ulwae 911U 50 $1UAN
Enudnudniiuade (Modern retailers) T
AUGNIIA1 U 188 $1U haeIUAE-AN
Uan 9w 12 $1u

nssuTNteys lagldnsdunival
Tngnserugdamsviderdimihiluiudvie
aouusynoums Tnglduuuaeuaudsdarh
WAEVAADUAIINLLUATY (Validity) hazAa1u
Fomuld (Reliability) fre3gn15Ransaning
HNseAmyal (Experts’ judgement of



MNsasnwudugin UN 23 atun 1 @nsaw - lguieu 2565)

content) hagNAdaU-NAaaug1 (Test-
Retest) MUAIAU

NAN15338

1. §nvasiiliuvesdany
Usgnaunsg

anuUszneunsdmiunsited Ae
SupUsvinndnUanuuusaiunieluvie @
Fuduenmanazdosldaniuusenaunisiu
flagenduagiiieniu S1uau 50 1y Frudn
Uaniuady (Modern retailers) 31431 188
$ru weogluguinisfi tdu Central
Embassy, Emquartier, Emporium Wag The
Mall )udu wagan uusenaunIsAgs-an
Uan 1 Tesco-Lotus, 7-eleven way Family
Mart $917u 12 374 aaudsznaunisiiiiu
fregelun1s3sedl fnsdrsaudiulng
($ovaz 61.6) MU 4-7 AU

2. @nuN13ivesssia

daulug (Sovay 85.6) vesdnu
UizﬂaumiﬁqﬂﬁwmL?Jausuuﬁaﬂflil,ﬁu
Uszdn Sruaugnindinndensududluiy
Uunalndifsetuiudauluasianieisu
(Fovaz 77.2) filgniUszdunnnindu du
q Uszana 1 Tu 10 (Gevaz 13.6) gnéniian
Bonvudrulng (Sevaz 77.6) ludodudn
gonv18v0sduA1suILlndLAs U Uy
($98ag 93.2) uagANaEAINlUNITATIAEOU
Aupfivanandluduszauliunans Govas
77.6)

3. Usgaunsainisnang o qme?’fa

fUszneunsvdeLimiivesaniy
Uszneunisindrulnaineisousifeafy
MInaIn w 9t ($ovay 74.9) warldiSoud
Nnanufnululsene Gevay 74.4) s¥u
Aausedluseau 9 (Seway 33.2) 910 10

5

TEAU SEAUNTUTEENAAININITAAA Bl 90
Fooglusziuuniign (Fevay 25.6) wavdu
TngflanudeanisiFeusifertunisman a
wie (Yovaz 84.0)

4. nsUszynanIsnan o zgme'??a

N1IRATN A YATORIUAINAZAIN
nMTIRansduAlunnsaIulng
wanzauiign leun aandinirsvnsivesn
(5ovaz 52.8) dn1sUsyrrdunusluidnla
dumuazaeeIemdegna (Seuay 80.0) &
Usgmmimansteyaiiviuaie ($evaz 80.0)
duAdn1sazenn (Sevaz 54.0) Athouans
Uszianaesduandnau (Sesas 26.8) wag
n13dnadiszdeudunuinnmy wazdaiau
(Sovaz 52.8)

N13RA0 @m%@maqamuﬂssﬂau
NSNGUAMIBENVBINTIREAUAINAT DA LY
nsdauansdudn dlugdrouansdeniy/
aoufidaau (Sosaz 52.8) mAseuseylad
sesssoziou (Govay 26.0) Antelusing
dz01n (598ay 54.0) Fu2199094079
UsiandunselAvve (Souay 81.2) wad
ananeLiies (Gesaz 81.2) dUrsuanssian
Faauazenn (Fovay 80.0) sniiuan1uivig
Bevesilsessondounazmaiu Gevas
26.0 Uag 27.2 MIUaI6U)

nsmanm i e funslddlunis
Jauansdudrluenis Ianuazanni (Sod
a¥ 54.0) N1TANLAIBIATTTILANIE
NanwalUIn19/51UA1 (Seuaz 80.0)
\A3panuuveInnauiidduanladdtindan
(5ovaz 80.0) wariinisdaunsiruludag
wanTa (Fouaz 80.0) snLiun1sanusnIelu
(%ovay 26.0) wazturnsdudniidduaen
(50803 26.0)
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N1SAAIA U qm%@é’mmﬁmam
AUAIMIUNGUYBIGNAN (Customized) A1
Ingy Taun 1Juine/51uA MU one-to-one
marketing (598az 80.0) N1ILAAIAUAILAN
windwsugnAusiazUsean (Sevay 80.0) &
é’ﬂwmzﬁﬁﬂﬁgﬂﬁﬂﬁﬁ%uﬁﬂﬁiwmlﬁ (508
az 80.0) flalfvIedfivsdedoduinssniy
AUABINTTVRIGNAT (Faeaz 80.0) uaxdl
wiinuilesuniseusulinssmudnwus
andn (Fesag 80.0)

ANWULNITININILEAIEUATAY
saflonvesfte (class) danlvylduinisdn
Maesmeludumusatonvesdio Govay
80.0) N159MI19duUATsELieUnINAIY
fens (Seway 54.0) AuAunse wsileandu
dadrunutn (Sesay 54.0) WINUHIUNNT

4
v Vv

susdliiilamudeanisvesgna (Seuas
52.8) waznisudsiunusadonveadie
(So8ay 53.2) snLiuUNITANKAIEILTILANS
lonNanwuzUasaLA (Fa8ay 27.0)

LUULNUNITTAINIUAASAUAD
(Plattern) vetan1ulsznaunisarulng
leuA nsdausznnauinuguuuuiiuiem
fmun (Fovay 53.2) N133AIHEARSIi
dunaladny (Fovar 52.8) LazN19AINS
dueuenUszinndunuinny (fevay 80.0)
s iunnsdnneduddloferiuiaula (Geos
Ay 27.2)

5. AUWANA9TE NI TR IS U
Uszaun1sal wazn1suseyndnIsnan o 99

1%

Oh)

M19197 1 ANUUANAINTENIIRRIUAUUTEAUN1TAINTTNAIN Bl 90T

N13AAA 0 AW

fve¥u x F P
e (laviag) 4.28
Tugudnism 9.23 160.79 0.000
ANES-AUEN 8.66

Tédoyaainanssil 1 mslinzuuy
Uszaunisainisnain a adeandiniulu
wuuasuaINLAgIfuUsTaUnITaives
fUszneunnsefinnisuderimiiniives
$1u Fadugneuuuuaeuaiuuaziingizi
ANULANFINTENINAT X 210 3 NFUYDINTT
Usznounis 3sUsInginnguusndediudn
Uszinionina ($1ulevie) naufiaesieu
Tugudnisin waznguilandeudnds-A

a

Uan wu wald-lada uazind (Hudu &
Uszaunisainsnatn o adounnenaiy
oeailifudndy (P=0.000) Ineisudniinaag
Tugudnisin Fadudumudnuuuiiuar
(Modem retailers) #Usgaun13ain1nana
u Togeiian sosnsnliun $rudds-dn
Uan drudruddidaduennadediulng
6un $rulevie Fudududlunaiawuy
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AeLAY (Traditional sector) Usgaunisal
N5AATA U ATOANNEA

Y
v vV

M1 2 AULANAITENINTAIUAUNITUTEYNANITNAR B IR0

v
v v

=
NAIIUY

N13AAA 0 0D

F P
wnina (viie) 74.54
Tugudn1sm 136.33 1108.54 0.000
AE-AUAN 136.33

foyaanmaneil 2 wandlifuanuunnss
sgrafinedudnfunsUssgndnisnain o
toetadiduddny (P=0.000) Tnefikedru
lugudnsaiuiumds-Alaniinig

a v v

a 1Y) £ ¢ i Y]
§135199 3 dUUSLANTANAUNUTTZNININILUS

¥ v
IS 0% 1

UsEgnAniIsnann ol ATOFINTINERIUN
dunwmain o ededmsuiuaene
viseuAlyvig ffige

6. NI AATIEVANAUNUSTLAINFIUS

AuUs 1 2 3
1. @0uNsainIegIna 1.00 T26* .800**
2. UszaumsninInan o e 1.00 706
3. IREIA U Y9 1.00

® VB : ** p < 0.01

NTIATIEENFURUS TEnd1eRLU 9
TiideRnnsandessulunsinmevisuuy
ANUFURUSAWMA-Na (Causal model) Tu
dadudely 91nR19197 3 uandin
Useaunisain1snatn W 9040 wagn1s
Usggndni1snain w 9ade danduius
NUINAVANIUNITUNIIGIAI0E 194
Wod Aty (ala.andusius .726 waz .808)
pudIdu) venantu nisUszndnagns
Msaaa o 9ate darmduiudmauindy

Uszaumsninsnan w adeBnie sauma
loflansmuidiudsdnuazvoanig
Usznaun1siuduusnisussgndinisnain o
qm%@ (51971 1 uay 2) uanddn sy
SnwaurUsznountsviiednuusiineesaniu
U5zneuns dauansialsvlnnvesgsnanis
e (Fuasfofudaia) fenuduiusiy
40U TN NTINIAENTUTLNANITNAA
 9ateBnde
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7. MTAATIZRAILUUAUEUNUS
\Bawie-wa (Causal model)

NTIATIEAAIULUUAMUTURUS TN -

na 1 Jun153LA1ZRN1500008LTINY

( Multiple Regression Analyses) 1 ¢ i

Fuusgandnisannesdfuninsgiu
(Standardized regression coefficients, Bs)
ARANFUUTZANBIEUN19UDIA AU USIT
wie-Ha (Path coefficients)

M19197 4 HANITIATILYINTONDBETENINFIMUTAN BN 19T UUTEAUNTTINITAAIA 04 9A

o
ANBULNINGINT SE B t P
(AAIN) 4849 1500 - -3.232 001
LUUAL-viuasTy 335 777 12806 .000

R? = 530, R%adj = .524, F= 92.443, P = .000

NanTIATIERluA15197 4 uansli
WILAUENRUENIINTI5E NI NN BZgIND
($rufnvudaniu-$rudwuuiuadie) fu
Usgauni3ainisnan o 9nde na1afe §
Usgnaugsiansm deeglunnagsiariuadiy

W SruAvanlugudnisen inisamiy
wuvasdelyel \Jugfeiuszaunsalnismann
u 9ategeninguszneunisgsianisidseg
TumAgsRamsiuuRuAy

M19197 5 HAN1TIATILINTOANDETENINFILUTAN BENNTIRANUAIUNTIN9ESAR

ANBALNNGIND SE B t P
AR 936 ; 8394 000
LUURALRA- T 209 .862 16.370 .000

R? = .645, R%adj = .641, F= 149.168, P = .0000

NaN153ATIERIUANTI9T 5 wansli
Wiud anwasnnegsiadinuduiuslnens
fugninyniegsnoedg1alidedndgy
(B=.863,P=0.000) nd1f® HUTENBUNIS

gsnan1sAlunvuiuadedaniunisainig

1 v

N
Aa a Y
NMNIN aﬂigﬂ@Uﬂqiﬁqﬁﬂﬁ]ﬂqiﬂqLLU‘U

k!

N

Ayl

Dee-

J
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M13197 6 HANITIATILYINITNNNDYTENIFIMUTAN BAUEN9TINT Lazdszaun1salnsnain o

%8 TUNITHAN U IATE

fauusdase B SE p t p
(Fna#) 47754 9174 - 11935 054
Snvnuzegana 48603 2593 885 18747 .000
Usraunsainisnain w 9a%o 1010 382 102 2644 000

R? = .830, R%dj = .827, F= 299.041, P = .000

NanTILATIZsluR5199 6 uanali Msnatn & 9999 (B =.102,°=0.000) Tneiy
Wiuin dulsiiviswasensussyndnagms doefandsarursaneInsaldindsnis
N19Man o gade agadived1dy Laun Uszgndmsdanismanann w gadoldtesay
anvENNgINAIVsENIALUUTIATY-WuY 82.70

G (B =.885,P=0.000) wazUszaunsal

A15999 7 NANITILATIVNIT0AN0TENINMILUTANBAENIITINUALUTEAUNITINITAAIN B
9% AUADIUNITANIGINT

9 9

AuUsBase B SE p t P
(A1As) 8.904  .898 - 9.918  .000
ANYUYNIGINT 2494 254 628 9.829  .000
Usraumsnin1snann o Qﬂ‘%@ 217 037 302 5794 .000

R? = .688, R%adj = .683, F= 135.082, P = .000

NAN15ILATIERIUAITIT 7 wanedn auddu) Tnedulsdasendesdisvinase
anwEnegINkarUITAaUNITINITHATA an1un1sainngsiadevas 68.3 uavll
il TavEwaseantunsninisssivesell Weddny (P=0.000)
dodAgy (B =.628 way P =302, P=0.000
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M1319% 8 HANITIATILVNITANNBYTENINNAIUTENWUENINGSAA Uszaun1sain1snain ol 9o
LAZNNIRATA o ATONUANTUNITAINNGIAT

fauusdase B SE p t P
(ﬂlﬁﬂﬂﬁl) 9.418 .866 - 10.880  .000
ANWUENNGIND 1.084 379 273 2861  .005
Usvaunsainisnain w 9a%e 187 036 261 5162 .002
nagyEMINaTn Q1 e 029 006 402 4849 000

R? = 715, R%adj = .710, F= 122.698, P = .000

NANTIATILILUATIT 8 Wangin i
wUsiiBnswasoaniun1sain1egsAaves
$rufnnigaldun nagnsnisnatn u qa
o (B =.402, P=0.000) Sovaufodnve
n19g3Aa (Fruduvudai-uuuiuads)
(B = 0.273, P=.005) wagUsyaunisel
ARFGRIGRY! ﬁ;m%}a (B =261, P=.002) lna@?

wUshanudivinadoaniunisainiegsia
o9 Uit Aysosaz 71.0
8. MUUUANUFUTUSIBUYA-NA
NANTIATIERTILEAUDNIALATY
wdrifu Tnslanizedneds fausinsnedl 4-8
W duiuuuauduiusidae -ua
(Causal model) Tgissil

o/ v L 1 a/
AUIAU AUITIZNNANS AUINY
ANWEUTNI
N 273%
33509 .885%*
777 A1HAA B 402%* a0l
v e NNFIND
Useaunsal
X .102**
AINAN B 9T 261

R%adj = .710, F= 122.698, P = .000

WA : ** P <0.01

AN 1 éf'JLLuumméfuﬁu'SL%ma—wa
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INFIUUANFUTUSLTUNG-KA N
7114854 (Direct Effect , DE) Nan1480 4
(Indirect Effect, IE) U099 U5AUNIDAILUS

11

da5% (Independent variable) hagNaIIu
(Total Effect, TE) finsliUsn1u (Dependent
variable) asulananns1en 9 sl

M19197 9 HANNATI KANINDOY LATNATINABANIUNITAINIIGIAA

Auus HANI9ATS NaN19day AGERH
(DE) (IE) (TE)
ANWYULENNGIND 273 031 304
Usyaun1sainianain w 9a%o 261 041 302
nagMSNIINaTM ol 997D 402 - 402

M13199 9 KAR9IT NALNSNITNAIA B
ARe LBVENARDANIUNTNININTINVDII Y
Nian (TE = .402) SauAUAILUTIN YL

q
a

195509 (AUANWUUALAN-WUUNUANY)

3

y
GR
"

wazUsEaun1sainisnan a 9% svawna
ARANIUNITAININEIAVRITIUAT Touas
71.0 (AW 1)

#3UNAN1339Y
s dy I o
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