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ABSTRACT

The objectives of this study were to study the attitudes of Japanese consumers
towards Japanese restaurants in Chiang Mai, marketing mix and buying decision making for
using Japanese restaurant service in Chiang Mai, and to study the attitudes of the Japanese
consumers towards Japanese restaurants in Chiang Mai and marketing mix factors that
influenced consumers' buying decision making to Japanese restaurants in Chiang Mai.

This study was qualitative research. The instruments used were closed-ended
questionnaires to collect data from a representative sample of the entire population to be
studied and the obtained data were used for further statistical analysis. The sample was
selected using Non-Probability Sampling, a purposive or Judgement sampling method. The
sample consisted of 400 Japanese consumers who are currently residing or used to reside in
Chiang Mai and had experience eating Japanese food in Chiang Mai. Furthermore, validity and

reliability were conducted to determine the consistency of measurements and results and also

Wnith wAsuUd gniany semitoliad



’JWSG"ISU%W‘Ii‘ESﬁ%LﬂﬂI%Imj%JW]%ﬂi | 25

constructed a confidence interval with 95% confidence in order to summarize the results of the
research as accurate and reliable as possible.

The research findings showed that the independent variables, attitude and marketing
mix influenced the Japanese consumers' buying decision making to Japanese restaurants in
Chiang Mai according to the hypothesis and aligned with the other researchers who studied
the relationship of the same independent and dependent variables. Besides, the findings were
aligned with the theory of Schiffman and Kanuk and the theory of Philip Kotler that were used

as a reference in this research study.

Keywords: Attitude, Marketing Mix, Buying decisions of Japanese consumer, Japanese

restaurants
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ﬁmwmﬁaaaﬂmnLLuuaa‘umaJ"l,@Triauﬁa:ﬁﬂﬂmaauﬁumjwﬁaaﬂ'ﬁaﬁl%ung‘mm Lﬁia@'j’]
watad oo lnuianeanlludrssnaliaiusindefavasdduilse@ns Cronbach’s Alpha
Ruundunieldanuinmet NNToYITIAY Qﬁﬁ'ﬂ@i’ﬂ%‘uﬂgomé‘uﬂs:ﬁﬂﬁ%ronbach’s Alpha
Tagmisavadaiauton 1 luﬁﬁuﬁﬂuﬂaﬁizqiﬁ “‘Vi'mﬁm'luj’ﬁniﬂm’mammiﬁ%‘uﬂs:mu
ﬁmmlnﬁlﬁmﬁ‘mamammmmirﬁﬂu@iﬂﬁw" 20NINNULLFILNN WAZHINNINAROLAT
§a152&n5 Cronbach’s Alpha lnainass wuiwmmmﬂ%’uﬂ;a@hé’uﬂ’a:ﬁﬂ%{Cronbach’s Alpha
971 0.760 1l 0.804 Fevilwmmeseviiiuluanuinasismasaufsausvldaudimnualy

agndlsfiany ;ﬁaﬁ'ﬂﬁmmLﬁudwxvlaié’@ﬁ'ﬁiaﬁmwé’ana’naaﬂmmmuaaumu‘ﬁa:
ﬁﬁ"LiJLﬁmTagaﬁa Lﬁaamﬂ;&’?ﬁuaadm”wl”aﬂ“mmf:uw:dwa@iamsé’m‘?u’lmﬁaﬂu'ﬂnﬂ
%7'ma’1mmjﬂu1m§'w'3'@]L%mi%mammﬁﬂﬂ&iﬁaﬂLayﬁlﬁm WRZNIIAARITARIDINAINET?
sanluamdinalinaisiieanunliseandasiuaundguiaslile Selndniu dauilszant
Cronbach’s Alpha 789%0af101ua9N&a12 g9iA1uInnIn 0.7 ﬁaﬁa’hagjlumm%ﬁsau%’u%‘f
(Nunnally, 1978 as cited in Hanboonset, 2017)

MunssaniinmImasauauidafievesdsulszdns Cronbach's Alpha Aungy
dethaadawaiesauuinui grdulddudunmaifivtoyanungudiainanisdiuim 400 ga
dold uasldnansnasauanusdefavasenauilsz&ns Cronbach’s Alpha fwIuTaya 400

o [l J ' Qs a n( Q v o dl Qs L a v
A188719 NAaaNNIWUINAIFNLUIZAND Cronbach’s Alpha 123R1208010UNYINUNAUAA A%
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Ui Qs l:l &/ A o v ld‘y ' 4
mwgﬁnmmwumn 0.760 Ju 0.904 G3vintRnIneaseuiiduluauinusiainageun
Qs U 1 Qs a n{ “4 v o dl v !
2au50'le wazANFNUILENT Cronbach’s  Alpha ‘naa‘mmammulmmuaaumw%mnﬂqw
o . . e ' & v o & R \ o o o
A18g9 400 A% agiummmwmnmﬁ 0.8 muvLaJ‘qnma AINH PIRAUFNAITINRINITORLDIRIT D
fonueanuriauad duanuian wlilensideyalasmulunuisoeialy e
Iuaaumaﬁﬁmnﬁuﬁaga ;ﬁﬁ'ﬂ"ﬁswznmLﬁuiagaimﬁdﬁu 3 100% AJLALAN
FINOY .61 2565 Vl,ﬂauﬁol,ﬁau@mm N.¢. 2565 I@SVL@TLLamLLuuaaumumu%ummstﬁqu
1%5’0%’3’@1L%mlmiﬁﬁaqmiéhnﬁ]“ﬁagaLLaﬂﬁmjmﬁamoﬁwmimammuaaumm‘ﬁwumd
(Self-Administered) ‘méﬁmnﬁfuﬁaﬁﬂ‘ﬁagaﬁvlﬁmﬂmﬂﬁwﬁagaLLuuaaumm‘hmu 400 79 11
ﬁ'm'limaaumﬂ's'mamgmi (Completeness) LazANNDNABIVBITBYA (Accuracy) Tagvinniy
8939 (Coding) Aauaz¥inlUadAN Variable View Waz Data View luldsunsy SPSS iNavinns
SeNzin st amunUatadasnineseuds b
ludaumaaﬂ'lﬁl,m'l:ﬁﬁi’agal,l,ﬁaaam‘ﬂu 2 8% bAwA mﬁmﬁ:ﬁﬁagmfmwsimm
(Descriptive Data Analysis) LLa:mﬁLﬂﬂ:ﬁaﬁaL%\‘la‘id,mu (Inferential Statistics) ﬁfiﬁ'ﬂﬁl"ﬁ
&OANITUINUIIAINND (Frequency) To8Iaz (Percentage) ALadg (Mean) Lazawliodlu
¥19331% (Standard  Deviation) IumﬁLﬂﬁzﬁﬂTayjm%awﬁmm wazldbgaianiTaaseit
nanauw®Am (Multiple Regression Analysis) lunisiasziadiaidsayauuazlunimasay
sunAgIunIgesdaaanIaukwIAanaasnisdnen lagnauaznasaudiaaianisiienzv
. . . LA o v Q Qs 6 ™ a 1 =1
nAnaLWRADE (Multiple Regression Analysis) t;d'mﬂ"l,mmnaaumma:uwuwaamuﬂiammm
o o &a a A - 1 9 a . . A . . . ' A
mmawwuﬁﬂmaugumuvl,ﬂmavl,u Wwadasnwn1siia Collinearity %38 Multicollinearity na1fa
PINAILUTBRILAARAFUN BTN ININIWLNW LIz RINAA ANV LI BELETaNN bR b AR
A ' A v a o A ea wa o wa 6 1 a . . . o
dasuwinsldandnuiaield Sanawingidoldiianziinfia Multicolinearity ludauils
a J 1 a 1 dl v 1 J 1 dl U
Arzlunse ld 2:31A312%aNAN Tolerance MeaININN91 0.2 Al wazen VIF Mnunzandas
Teaanunlitin 4.0 1nen Tolerance aananlaifd 0.2 ®3a61 VIF aanutin 4.0 wAN18AINN
dudsdasziiia Multicollinearity 3z laimansai lultlunsafuretsdniwavesdiudsdaseh

fidedudsanulutuaaunmsiianzinanaswnam (Multiple Regression Analysis) ld
wWan1sdova

wams’imm:vﬁ’ﬁaQaﬁﬂﬂmaaﬁ@auLmuaaun’mafmﬂ'mﬁmamauia;&awgam@ 400
A LfiaﬁhLmﬂmuLWﬂwuiwﬂszmﬂsmﬂ%ty’Lﬂmwmm 2% 308 A Aatduiseas 77.00%
sosasunduiwandgs $1mam 92 au Aaiuiosar 23.00% s uunauanIwAIHLEINLY
Uszrnssaulng Saoruniwauss 1uau 307 au daidusonaz 76.75% srufiindad
sownInlaa 1w 93 au Aatduiasas 23.25% Lﬁaaj’muﬂmwmqwuh liddaay
wuusaumuriulafiongwesnda 20 4 ﬂi:mmdm’lmyl,ﬁuﬂéoﬁﬁwmqag'i:'mfw 31-50 1
lanfia1g3zwing 31-40 0 $1uau 119 au wiadadusasaz 29.75% uaziionyszning 41-50 I
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% a1 @ a '
Suemnydyuludmiadoslna

Fruau 120 au wiadaiduiosar 30.00% Faauuuuzeunwdulnglinsdnmzaudiyyes
% 225 an windalluipsas 56.25% U3z1InIi08as 70.50% UszNauonTWNRNIBUTEN
$wan 282 au Tassulng fneldadodeidonsnnni 45,001 vnduly fifmauuuuseunu
fifineldunnin 75,001 Unanga 1w 119 an wisAadusouaz 29.75%

e : A ) A o A & A4 o o %
M990 1: LRAIALARY (Mean) ATRIBLVEILUBUIAIZTN (S.D.) LAZIZAUANNAALABNLINLINUAILUTA ]

NAUAR (Attitude) Va9AUL LK S1I% 400 AI8E19

. R P ITSCIFIRTLTI
ANRAYITIN srcA
NAWBAR (Attitude) anam . aual
- AN
X
S.D.
MUAWFAN 3.425 0.773 N 1
oﬁ"mmmfmmm]”ﬂa 3.353 0.785 thunand 3
AUNOANITY 3.416 0.805 N 2

o

fan: REH

wamﬁmi'}:ﬁmnmﬂﬁuﬁagmﬁmﬁ'mﬁLLﬂ'iéfmﬁ'ﬂuﬂﬁ (Attitude) maaﬂmﬁﬂ;u
§1WI% 400 G29819 WUINALARETINY ISR AUAG (Attitude) NN leun FUAMNFEN
duanuianudila wazdunndnasn agluszay “dunang’ Tooiflasouiisudnadovos
Uasuriauadng 3 @meuiwi'lmﬁﬂmLmmJaaﬂu%m”sm”ﬂuﬂaﬁmmmfﬁﬂgn{@agjé’u@”ugaq@ Y
i:@”ﬂﬂ'smﬁmﬁuagluxﬁu 370" (Mean = 3.425, SD = 0.773) Seszriouldiiuindasoriaund

FuAMUIENEIANIN meaan"l@i”‘*ﬁ'@]L'«mﬂd'}ﬂ'«aﬁ'ﬂﬂ”ﬁuﬂﬁéﬁummfmmLﬂT’]’LaLLazﬁﬂquaﬂsm

e . .a' ) = o a & A4 o o % '
A13WN 2: LFaIALRRY (Mean) ANRIBLUEILLUNINIZNW (8.D.) LA TEAUANUAALRBNLNIINUAILUTANUEIN

seruNn1ININaa (Marketing Mix) maaﬂun’jﬂ;u U2 400 62089

aawideaun | sEauaNa
. , NIATZI ALn
dmidzaaniensaana ANRALTIN INAY
(Marketing Mix) S.D.
X

FUHRAN DAH 3.501 0.786 N 1
@uIaN 3.362 0.794 unand 3
AWAIFILETUNIVE 2.681 1.193 1unand 6
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Funinug I 3.320 0.830 Uunand 5
AUANBHUSNIINLAIN 3.326 0.789 hunang 4
FWAITZTLIBANT 3.374 0.776 1unand 2
p v
;{39
U

Namﬁmiﬁ:ﬁmnmmﬁuﬁagmﬁmﬁuﬁaLuha'mﬂszawwmmmxﬂ (Marketing Mix)
madﬂurﬁﬂu WUIELaaD3I0893 U sEENNIINTAANA (Marketing Mix) nné’ﬁu laun
AIUINAT AIWNITFILEINNITVY @Tﬂuwﬁfﬂmugﬂlﬁu?mi AIBANHHENIINILATN A%
ATEUIRNTHAZA U AN D DAH agjsl,m:@”u “Uhuna1s” lagidleulsouifisudnassvasasodin
Uzgumimiamalusdazanudanuin anadolasmuvesdasusindszaunmanmaaiadiu
WA NInaL o udLFIFR ﬁi:@‘i'ummﬁmﬁua@m:ﬁu “UN” (Mean = 3.501 , SD = 0.786)
Tagianizagea mmﬁ@Lﬁmﬁ'mﬁ'umsﬁ%mmmstﬁﬂ;uﬁﬁUmsmmﬂﬁlﬁaﬂwmﬂwmﬂ
Lﬂ%ﬂ?}ﬁbé’lﬁmﬁmwalﬁ;ﬁuﬁmﬁ@ﬁﬂaLﬁ'anl%u’%n’mi’mmmsrﬁﬂulmwiam%

nshﬂ@sa*gﬂué’a foudindnads (Mean) LLazmmuLﬁmmuu'lmgm (S.D.) 2091938
nawad sudszauniinmiaaaluudazdiuazaanunldriinu udfdnalasnuagluszauy
“Uhunane” danluneunn Seaeaunalulufianisuindensaadulaidonimermsdyulu

v o A \ A 1
Faniaiduslnivasaudyu

e . :1' ) = o a & A4 o o %
M139N 3: LFaIALRNY (Mean) ANRIVLUEILLUNIAIINW (8.D.) LA TEAUANUAALRBNLAYIINUAILUTATUNNT

aafuladia (Buying Decision) 2a3nui)u $1UI% 400 @rat14

_ AT LISTHRIIINY
[ Sl a4 RIS H] Q&
mMsananlaza FTALANN
N1AIZIH o o
3 . e auaY
(Buying Decision) < AALAK
S.D.
vudafulaianiuawisgyu
INTIZUA A UNIFILETN
Y e - 3.075 0.849 daunans 5
m3ase Amydaluslugusian
Wie
vudadulaianiuamisdgyu
wefianuazaaniums 3.245 0.769 tunand 2
@umsldiuemadyu
vudadulaianiuamisdgyu
e e e 3.205 0.761 hunans 3
mzanududlud T
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% a1 @ a '
Suemnydyuludmiadoslna

vudadulafaniuanmiadyu
o . 3.190 0.843 unand 4
WWIIZMILINITNANWRNIN
vudadulafaniuanmidyu
waznsldiagduniiomnin 3.268 0.750 thunans 1
UAZAURAINAALVBIDINANT
AuaduTu 3.197 0.794 1unans

o

] N
na: N’Jﬁlf_l

Iué’mwamﬁmﬂ:ﬁmﬂmﬂﬁuﬁaymﬁmﬁ'mﬁLLﬂ'im'm”@ﬁusLa%a (Buying Decision)
maaﬂutﬁﬂ;u wueadsTuveslasumyaadulads (Buying Decision) agluszay “wunany”
(Mean = 3.197, SD = 0.794) lagifloul5ouifisudadsvasdasomasasuladaluudazenuud
WU ﬁﬂLﬂﬁﬂI@ﬁiaumaaﬁﬁumiéfﬂﬁﬂaLﬁan%ﬁummsrﬁﬂmwm:mﬂﬁ’@qauﬁﬁqmmwLLa:
ANURAINWAHUBIBINNT YNIABLAUALFIFA ﬁim”ummﬁmﬁuaglm:ﬁu “runa1y” (Mean
= 3.268, SD = 0.750) daudiadududusasaiun dun ﬁmmié’@]ﬁﬂ%Lﬁanﬁ”ﬂummifﬁﬂu
wnzdanuazainlumaidunig @Tmmsé’ﬂﬁuhLﬁaﬂ%ummﬁﬁﬂmwm:mwmffuﬂ'ﬂuéﬁu
NN @‘ﬁumiéf@ﬁuhLﬁaﬂi"}umvmtﬁ1J:mwm:msu%mﬁﬁmnwﬁfmwu, wazAuMIAAFULa
Lﬁaﬂ%“mmmizﬁﬂ;mwsw:ﬂ%aﬁ'ﬂﬁﬁumsmm’%ummm@ fmysaluslatunafiias aasiey

visih dauazrmInasausuudziudisn1Tiienzinanaswig i (Multiple Regression
Analysis) (338 ld@T79m@LREN Collinearity YasdulsBasznaaes thanaseuindauysaaszla

a v o o A A . . . v o g 1Y 2 oA
UONMUTUNBDNULD ma"l,umﬂ Multicollinearity (RRRUNUT) NﬂLLﬁ@]GVL@]@]']M@]']TlG?J'IGa'IG%

A1319% 4: N13ATIIRALAN Collinearity UaINAWAR (Attitude) 119 3 G

Andsadse Tolerance VIF

FuaMuEn 0.330 3.031
duanuiandila 0.311 3.219

AN ANITY 0.388 2.579

** srauipfaynIsiaNszau 0.05
a

nan: {39

NANTIN 4 wuhvieuedng 3 dudaninadandadulafaniuemadiulu
o o A ' a ! a ' a o v ' &
aniafoslnivasauglu lasTiamziaind Tolerance Minawinialudasnnnnin 0.2 4wl
uazen VIF Ndnslendasndt 4.0 9susoudaanunanglain audsdsszduniauad bad
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AMUTNNWENLD ﬁﬂﬁ’mmmﬁwmamaaumﬁmsw:ﬁn@naﬂwmm (Multiple Regression

Analysis) luiunaudaldle

A a & . . . o a ' o a
M199N 5: NANTIATCANANDLUNAA T (Multiple Regression Analysis) Ua4eUU388 1o UaINAUAR

>
<

(Attitude) 119 3 @

Standardized
Unstandardized Coefficients
Coefficients
Multiple Regression
T Sig.
daulsoase B Std. Error Beta
(A1mat) 1.118 0.152 7.344 0.000
duANNIEn 0.170 0.069 0.175 2.445 **+0.015
duanuzanudila 0.214 0.071 0.222 3.008 **0.003
AUNOANTIY 0.228 0.066 0.229 3.460 *+0.001

R = 0.573, R-Sq = 0.329, R-Sq (Adj) = 0.324, SEE = 0.52417, F = 64.681
gautiaufa ﬂ’li@luﬂaulﬁlLﬁaﬂ%’ma’m’]ﬁfﬁﬂ%‘luﬁﬁ%f@]L%Udl%ﬂj’ﬂadﬂ%iﬁﬂ%

** STAURBEAYNNEAANIZAL 0.05

2 o

]
na: Ed"] H|

P v & & o Y A o a
INGAIINN 5 LLaml%mummﬂa’mwuuﬂﬂmﬂ’]‘i@l(ﬂaufl,maaﬂ‘ﬁum%ﬁzyﬂ‘us[u

' '
A A

Uun

v q

IRIAT LI RN VDIAK AnananlsBaIzng 3 enu lawn @Tmmmj?n ORGP REGGRREY

e wazmung@nssy unueduisanudunlslane 32.9 % uazillawansanannizay
Qa o Qs Aﬂdl Qs A e 1 dl ﬂ; dl £ 1 Qs a ﬂq// L2 a

WA YNINENANIZAL 0.05 NIDTLAUAINNUATDNUN 95% WAIWLINAILIIBRIZNT 3 dulien
Sig. #88n1 0.05 NN e lnuindatumunauadng 3 au Jdndnadenraaaula

WenFruamaguuludaniafoslnivesaudyu adfitbimayneaiidnszeay 0.05

M13191 6: NM13ATI9FAUAN Collinearity VBIFIULIZRUNNNIANAUINNT (Marketing Mix) 119 6 @15

Auilsdasy Tolerance VIF
Product 0.347 2.880
Price 0.388 2.576
Promotion 0.686 1.458

11 20 21juM 1 (unT1AY - Tnw1Bw 2566)




36 | viauafvasrnguuiddeiuemduuazdiudaminamaisnadansaaiulaianuilng

% a1 @ a '
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People 0.381 2.624
Physical Evidence 0.257 3.894
Process 0.303 3.296

** STAURBAAYNNEAANIZAL 0.05

a
naI: E'J'ilf_l

NAN3N 6 WU §IRUITENNIIMIAaAUSINS (Marketing Mix) Nnent 4aNTWa
@iamsﬁ@ﬁulaLﬁan%”'lummmjﬂuluﬁ’mi‘@L%‘ml%mamurﬁﬂu WRTNANIIAIITROUAN
Collinearity Statistics aenanganasasnUINIAN LY ﬁaagﬂvl,@i”iwﬁLLﬂiSﬁi:@T’ludmﬂimuma
mIamauimyliflanuduiusiuwes Mlimuininmesaunisiienzinanaswngm

(Multiple Regression Analysis) ga'ldle

A a & . . . o a ' '
@A13IN 7: NRﬂ’li’JLﬂi’mﬁﬂ@’maUWV)‘Qm (Multiple Regression Analysis) PoIALUTBRTzE D8V IFINU ITRUNIY

NIAAIAUINIT (Marketing Mix)

Unstandardized Coefficients Standardized
Coefficients
Multiple Regression t Sig.
. - B Std. Error Beta
amilsoasy
(A1A9) 0.977 0.129 7.599 0.000
Product -0.069 0.055 -0.073 -1.257 0.209
Price 0.047 0.053 0.048 0.887 0.376
Promotion 0.162 0.024 0.281 6.833 ***0.000
People 0.363 0.050 0.399 7.231 ***0.000
Physical Evidence 0.041 0.062 0.045 0.668 0.505
Process 0.156 0.060 0.162 2.621 ***0.009

R =0.738, R-Sq = 0.545, R-Sq (Adj) = 0.538, SEE = 0.43346, F = 78.305
gudsannde ﬂﬁm”mﬁu‘lﬁ]Lﬁan%”mmmsrﬁﬂ;u'luﬁi"mfﬂL%m‘lmjmaaﬂurﬁq‘u

** srauipfaynIsiianzau 0.05

'
A

nan: faae
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NN 7 LLamsl,ﬁLﬁuﬁammwmTuLquaamséT@ﬁulaLﬁaﬂﬁ”ﬁummszﬁﬂuh
ﬁ‘l"wfﬂl,%mlmjmamurﬁﬂuﬁlﬁﬂmﬂﬁaLL&JiSaizﬂ'awnaadmﬂi:awmammm@u?‘mi
(Marketing Mix) 1'1&\‘1 6 @ baln Product, Price, Promotion, People, Physical Evidence L%
Process Taunuafunsauiuulslaf 54.5% uazdafinnsananszauioiaynesian
326U 0.05 %303zauANLTad i 95% wiINUI1eauLIBRIz@11 Promotion @1 People
W8z@nu Process 411 Sig. %aendn 0.05 59virldnauindasudiusindsrauniinisaaie

3n136"1 Promotion 61 People uazent Process f8nTwadanisdadulaifoniuannisgyu

'
aad

ludamiaguslnivesaudyu adnfidbimayneaiidnszay 0.05

anuUs1awan1sd99

nndgmvesiuansguuluimiadedniinan luuddsduduaadszmald
Lﬁmnogﬂﬂumsmﬁmauiwﬂaﬁ'ﬂﬂ”ﬂuﬂﬁl,l,a:ﬂaﬁ'ﬂmuﬂsmwmammmﬂLﬂuﬁaﬁwu@
wndnsmwaesguilnasni lnouazanguuldindadulauieniuemsduidrinuean’y
Ikl 881915 NMINUMIMITTAMNTINAN TR I ua s AR swwa Lt eslasriaua@n
sonadatlasuniaaduladaluanuitonaodn Sassassuuagauliinaund (Attitude) Waz
Wudedvnsdsnadanisaadulafanvilnaiuemisduludiniafoslnivasaudyu
a & v o g o a ' o a . & Y v
HAMTIATEHANUFNAUTVBIAILUIBRIz s I AUAG (Attitude) 119 3 au lalA
AuaNuiEn duanuianudila uazdungdnin Audiwdsanfanisdadulaiden
Fwamrdduludsniadolnizasaudiu dreiinmsaiiduuunanaswiga (Multiple
Regression Analysis) lagldinasinpdayneaiianszau 0.05 wuieulsdaszaungfnysa
@ Beta = 0.229 @T’mmmjﬂmmiﬂa @1 Beta = 0.222 LLﬂ:ﬁ’]uﬂ’l’méﬁﬂ @1 Beta = 0.175
waadliiinidudiBsszdrunndnsiniidninadanisdadulaifenituemisdduluiinia
A ' A ! A A = YRy Aa @ [ % @ [
L’ﬁmlﬁmadﬂmgﬂ‘umﬂﬂq@ Luamﬂm‘umLL&Jsaai:mummgmmmlmmzmummgan
#aNINH WARIAT Sig VavenlIBaIzanvaIana@nNd 3 audandanpdran

aa v

N9RDAUBLNIN 0.05 %‘ammsnﬂmﬂ@”ﬁ'}ﬁaLLiJsﬁﬂuﬂann@Tmmawntﬁﬂuﬁfa‘wﬁwa@iams
sadulaianuilnaiuemsgyuludimiafoslnisgsiioozdy
mmTam;ﬂ‘naaawuﬁgwmﬁmﬁuﬁﬁuﬂﬁ (Attitude) figaBnwadanisaagulaiien
%"mmmstﬁﬂuluaﬁ"\mf@L%ml%ajmaqﬂ%tﬁﬂ%iﬁaa@ﬂﬁaqﬁquuﬁﬁﬂmmﬂvtya]wa guw1 iz
(Ouiparnich, 2015) ind1731  eaudseuiidurimuadianusunusiudiudsarafidunis
sasulade 6’1‘%\‘1é’n'ﬁammmm’?ﬁ'ﬂmaﬁu‘ﬁ'ﬂﬂmﬁﬁﬂmL%:aaﬂ”ﬂuﬂﬁmaa;‘quﬂmﬁﬁ@iawﬁ@ﬁ'mwi‘
wunszflaludrnailanoslna (Taraksa, 2012) lasviauadvesguilnasoyanadnag
saandasnuwganssufnuslnausasasnundatngnszuinnsdainlade uazdyans 98

u u v

wwﬁﬁﬂﬁa;ﬂﬂmm‘?{ﬂﬁaﬂd’]ﬁﬂuﬂaﬁ’mwamﬁm% RTIRTIATANTNadaNITAnFULD

(2
A o v et a

Ta1095051nA uana Nt direaadaInUNKITLVLIVIGNIAN LHENIW (Puekngam, 2018) 1
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afUonaasn3selin dudssuriuedianinadasiudssunisaaiulade Ussiusde
mmuﬁ‘nadﬂi:"mnﬂumpmwwmmlmzé’umnﬁq@ %aé’wSwwmmu%'ﬂmaaﬁwﬁqm
qnimamuﬁﬁnmL'%iaaﬂvaé"ﬂ‘ﬁ'ﬁﬁﬂ%wa@ianné’@ﬁu’[a%@ﬂi:ﬁuﬁmnU%@T‘ﬂaaﬂizmﬂﬂu
NRNNURIUAT (Suwanatarn, 2015)

waNINNWITHEN 9 anTessuanurenadesassuNAg Uil i Nﬂﬁ;ﬂﬁvlﬁ
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