afl/nl o o

13msIvImsanIvunaluladusgissagld U7 11 avuil 2 nangiau — 5u11Au 2568

NAYNSNIINAIANUAIUANARDLUTUAVDITINAIUINTVAN
U vedu' wagdugal lusignin®
919136 Inendunsviaaiivuaznisuinig sinendeaiun
JWANARTINTG ANEANSITUAUAIERT WInedeuig laveainsal Tunssususigudud

29
W
Y

*Corresponding author email: aussadawut.yo@vru.ac.th

Fuiifuunanu (Received) 29 anAs 2567
FunlaSuuneauaduunly (Revised) 10 nuanius 2568
TuimauFuunay (Accepted) 25 NUNIWUS 2568

unfnge

unanuilfidngusrasdifionumunagnsnisnaiafuanudnideuususvesgaiauinig
aunmlasdadensnaniifiauduiusiuausnfdenaudvesgsiauinistulseneufenans
Jadefidrdyiiligsieuinsiinauseneumsipuaruszauaudiiamsegsioaansasnuignii
Tauayu ilsigndfaanufismelanduailiuinisdwasuugitvensoddudsagyiliiinngu
Qﬂﬁwsw‘lmiLLﬁﬁqiﬁﬁ]miU%msfu 9 Ummnﬁsmmaﬁﬁgméwmaﬁ%ﬁwLauaLLmﬁmaaﬂ’ﬂ%wms
uazderununuAdefiatuayuinnagnsmmaiauinmstaudusitusiunsairsanusinfdons
AuUAYDIEINIVING

nagsdulsEauNInaIAUINTi TosdUsznouiuduinanndiulsraunisnisnaiates
dudily dnilnnjavendodiulszaunismainnuszgndlddsinoidududiiieldusinalaesialy
g nseil Audiilogunm Bvedifisnan sienfazdeudnsguusidinunminevaussaudesnsder
Yo fiedsBuitenuslurasfiduiuinsueniinirenduesdusznaudutsyaunisnain aps &
siosodedafuesdusznaudu aniléviinisinvuasnumuievinuin Jadedunisdanisgndn

o/ v 6

duus (Customer Relationship Management-CRM) N133U3AMAINUINS N1sUSMsUsyaunisal

€

anAn Wumsadeanudseiivlannanuinliuinis anmdwnden wazeuidnuseviulaainda

1% 1%

nen adusuusnIseu

e e

avamidudnuaziderddneiuanuny Tsmeiunaensu Aavjslufinnsiuiaaninnis
Uinsinanmslianuidnasing o iliEuuinmadilaasinnuddnvasnseiletianiu
33 ety nagnsiinanudunagnslunisimunuagdnundiiussseronssinesdnsiugndn
ylmAnnsteldsviouliuinisednwiaiiosdeaunsnanduyulunisinaiaiievingnls Tng
gatauimsneldgnénfuiifanuing muisaunsaiseesneuasilsliluszezenldluiian

ANANARY: NAEVISNITNAIAUINIT ANUANAREANIIAUAT §3AIUINIS

3 3

52



= o

13msIvImsanIvunaluladusgissagld U7 11 avuil 2 nangiau — 5u11Au 2568

MARKETING STRATEGIES TO BRAND LOYALTY IN HEALTHCARE SERVICE
BUSINESSES

Sirijantra Thongjeen® and Aussadawut Yothasupap®
"Lecturer College of Tourism and Hospitality of Sripatum University
“Assistant Professor, Faculty of Public Health, Valaya Alongkorn Rajabhat University
Under the Royal Patronage

Abstract

The purpose of this article is to review the marketing strategy of brand loyalty in the
healthcare services business. Marketing factors related to service industry brand loyalty. It is
composed of many important factors, which make the service business perform well and be
successful. Because businesses can retain customers' support, make customers satisfied and
return to use the service again. Moreover, the customers recommend it to others, which will
create a new group of customers for that service business. This academic article aims to
present the ideas of scholars and the findings from the research about service marketing
strategy related to brand loyalty in the service business.

The elements of the service marketing mix strategy are derived from the general
product marketing mix. Most of them rely on the marketing mix to apply, which is a product
for general consumption, such as bags, health products brand with a price, if the price is quite
high. If the quality is good, the customers will return to buy again. However, while service
products, in addition to relying on components, the 4Ps marketing mix and depend on other
factors. From the study and review of the contents, it was found that customer relationship
management factors, service quality perception, and customer experience management
create an impression of the property, environment, and influence customer impressions.

Beauty clinics and private hospitals are improving service quality through educational
news. This enables customers to understand and feel safe when receiving services. Therefore,
the above supplementary strategy. This is a strategy to develop and maintain the long-term
relationship between the organization and customers, resulting in repeated purchase or
continuous use of services, which can reduce the marketing cost of finding new customers.

The service business will gain loyal old customers and generate long-term sales and profits.

Keywords: Service Marketing Strategies, Brand Loyalty, Service Business
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Tneldradiaglun1sduAu Ao Healthcare Marketing Strategy, Brand Loyalty in Healthcare
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MynauugsAakazslimsneinsedeiivssansam Wesuslefugudaaraiiannuindliuigni
(Pladee, 2021) nn1sAnwrvesglafval wad (2564) wuin aulinsladensidud n1ssus
AT uazMSABANINIINsRaaiiaren NS nAronALAYeuila AlugnanmnssuemILile
qUNIN uana Nl NULIAA 7P’s Yo Marketing Mix uldlugsAavsmsauninaunsadie
ANl Taeuszneudhe 1) dnstaust (Product) msthiausdufmieunisiinevaues
AUFBINTTUB3RNAT 2) 51A1 (Price) n1sdeTiATiangaufunuenfiagndaglédy 3) aoudiua
an (Place and Time) Mstidentesmanaziaiiazmniunisidifisuinig 4) msdaaiunisnain
wagl#na1u3 (Promotion and Education) n15d oansii AUszAnsnmiitefsgagndn 5) yaains
(People) M3luinislagyaansiifinunimuaginuzlunismeuaussgné 6) nszuIunsuinig
(Process) M38ALUUNTZUIUNMTUITMSATIUSEAVS A muaziinunw Lag 7) Aauandenynenienin
(Physical Environment): msa3nsussenniaialunisliuimsnanasuldin dedvdiudszauana
pann fdwddgderuindlunndud Tnslanzifeaiugsianisuinisidesendonalsniadiu
atuayuiasnslidau Weduaiunagnsinlugnisufifegadususssn vuituguweanisld
usmsfidaunn wazlum3dn ndeusuanudsrnasefuninsgiuainaveayaains tielviin
usegdlalunsunldinslviseuiians lugamnusndlunsdudles

WUAAANITUINITAUTUNUS TUgNAT (Customer Relationship Management - CRM)
nsdnnnsgndtdusiug (CRM) Wunagnsiiddalunisaiisuasfnuanuduiusseore1nsening
psAnsiugndn Taesjaiunsadanudndreduduazuing desilugnmaiusenouazilsly
378281 (819257 1Ty, 2563) iuamwmﬁammvﬂﬁuﬁqaLLazmiLaU‘[maﬂLMﬂIuIaﬁmiaumwi
nsvihgsAesududedidoyagnifinsudiuuazarunsanevausnnudosnisvesgnildegrad
Usgavsam lnslannzegsd dumdeddidnnseindiidulnegrenada CRM Wunsdanisteya
andusiarTeetiazBen 1y doyadiuynna feyanisinde uazdeyanisdedudn tietilugms
asnruduiusiinuazarminigegn deastelunisiedulatedudwiouimsluowian (Bs1iand
Ya5En7, 2565) MathdeyamariuiinnesiuasssanaifioRanwumnisdeasuasuinisi
mmzamﬁmwfazqﬂé’wLﬁuﬁqﬁwﬁ’@umi%’ﬂmqﬂﬁ’lLLazﬁ%nﬂmmﬁ’mﬁ’uﬁ‘ﬁ%ﬁu INNITNUNIUY
IssaunssuasyuuuItaedlumsaseanuduiusiugnen Traders wag Customer 4 ULUY faid 1)
wuuFaesnsadaduusiie919Ta (Reward Model) wundndsjatiunislissfatunginsauiif
Uszasdanngnin 1wy nmsdnlusunsuazaunzuu siseduaniiegdlaligninduanlduinsedis
sioifios msdalusunsumetaiiiussavsnmannsafnnungfnssunsdevesgndlduazaiig
grudoyaiiadny (Rapp & Collins, 2020) §agsAaazanunsnlddoyamariii el ssuassiaun
TUsunsun1suin1shinssiuainudeini1svesgnaAtusiazsield 2) wuudiaeenisasiesduiusaiy
Joulvdayan (Contractual Model) Tuwuusiaesil ANANAEARIININITIEANANITNNTRAIYT Y
mqahul,ﬁaLﬁﬁ’wéaﬂumﬂmmmsu%miqﬂﬁwé’mﬁuﬁ‘ﬁqsﬁﬁmﬁﬁu W nsadpsduaundnlussuy
Franchise FgnAnagld3uavsfiem 1Wu nsatuayuainesdng Handnsiniinunin wazn1su3ms
ﬁ"f@msi”'mﬁﬁdaEﬂﬁmﬂﬁﬂ%miqﬂﬁwizawaﬁﬂL%ﬁ] (Kotler & Armstrong, 2021) 3) WUUTIABINTT
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asredtusienmuafia (Value-Added Model) sUuuuilstiumsiiuanaliudgnélnonisuey
Usziafuﬁl,ﬁuLaaﬁfLﬁuﬂdwmmmwi’qﬁugmﬁaﬂﬂﬁwmwi’qmﬂﬁuﬁwLLazU%mﬁ LU YoUAULETY
vinwzdmiudniliifiesuslvianuaynauiu uidsdaaiunsiauinusuasaudifisdunnidin
msasinmuanivitisaiverufionelawazairsauinilussezen (Anderson & Narus, 2021)
4) wuushaesnsadreduiusdenislianudianesu (Educational Model) wuamisiifunisly
mduasdoyarnansiidulstlominegndn 1wy msdadsdeyaifeiuauimieuimsinuteama
#1991y Bwavdedesoulall nslianudvaniviefiueuduiusenignéuavesdng uasrh
Tanéndarudlalundnsurivieuimsfidonde (Kotler & Keller, 2020; Kumar & Shah, 2021)

NITUIUNITVBINITUINTPNATURUS (Dear Model) NM5IINALNSNISIANTTNAFURUS
wlglumsaiiugsivliifissudazdisfgeanaiivg widsieshwgiugnanilidsnainasedus
LAZUTN58309ANIB N TneiABuuuIAnIINNTMIgNAINIE NS AINAT Wun15UTMS
auduiusiatugndnesaaides ilafiuarufisnelalunssuiunmsteoduduasuinig sauss
ansanoUALeIANFBINTYBIgnAlFeg 19T IRS AN Aea uNTEUIUNS MU nsEdU
wagiluszansam laenszuiun1s Dear Model Usznaume D - Data Collection (M1353U5704a)
sruuputeyagnAnfidmuvivaiowazainsaongdeyaldrniuudshdylunsuimsgndn
duius doyaiviligsisaunsofanumnfnssuuazeudesnsvosgnaldogiaiiusedniam
u Foyan1stedud Joyamsliuinis uardoyanisneuiuaingndn letslumsdndulalunis
Unauedunmisusnising 9 ﬁmaaﬁummﬁmmwaﬁqﬂﬁw E - Engagement (A153d7u393) N9
%’ﬂmmmé’mﬁuﬁ‘ﬁﬁﬁuqﬂﬁﬁamia%’wmiﬁﬁ’gui'amﬁuqﬂﬁwaehwialﬁm TnenslUeeInIemnge 1
Call Center, V3ulws, %58 Mobile Application ﬁmmimauaummm@’fmmﬂmgﬂﬁﬂﬁaﬂwﬁuﬁ
LarTIAL3) ManeuuMAvILazANuAniuIngniAdududdnylunsaiisanuduiusidad
Tnsmsiladesngnéagtaeusuuzansuinsliatu A - Adaptation (M3UFus) n1sususaliidn
fumnudeInisuazngAnssuvesgnandudsdrfgylunsinwanuduius msthdeyaildiuain
anARIUNSEEINTINNNIRTIEkazINsUTUNagnsnIsUSNsUsen s Laue AuA I auiu
usiazngugnén wu maadulsunsunnudnd vientsinetaifiogdaliignéinduunlduinisd,
R - Retention (M135nw18nA1) n13snwignAibigensed fussdnsluszezerndunisuinisgnn
Fuitudiddny InenninausdudmieuimsiidauruaznoulandaudesnisvesgnAiesis
deLiles (Fam eiaz, 2564; sTasnil 2dwant, 2562)

DEAR Model 1 ununfnd a1mnsaldsandunisuinisaiudusiusfugndn (Customer
Relationship Management: CRM) il ela3uasnenudindsouususlugsfauinisquainnigii
DEAR Model anldsiufunisusmsanuduiusivananvsielviaaunguiaaunsasnuigiugna
Paldegnaiiuszansan wiewadalsvaunsaifinuazanulindaluusud fadudladeddalu
n1saseANUanAReLUsUAlusEaze agula 9l 1.n158eansRiUszANE A (O; Dialogue) L9u
nsinvesmadeansiivainvaneiiiesuilinudniiuvesgndi Tmaluladfdviauasunaniiosy
ooulavifleairafduiusesdeiilos 2. msadraUszaunsalfisliiugndn (E; Experience) 14
MsUiuUsenszuaunsTinsTiinwasmnauiuazduling mslduianssudieifinuszansam
Tun1slHusnag W szuumsunmdmslng (Telemedicine) 3. nsuddsusnisfidnouazsanisa
(Access; A) N3YE18YDIMINTIEAWUINT WU nstaaUSnwsiuleundiaduguaim nsusulss
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sruunsaesdarliuinmsiinaiuiioanssozsnaisonss 4. m3dnwignduazaiisnuing
(Retention; R) n1sl4fnagnd CRM luns@amung@nssuvesgniiuaziauslusluduiinssiuai
$ioams nsadulusunsuandnuasAvfimudionsedulignélduinise,

auduwusseninsdadenismainiuaiuuinns luuiunvesuuinig dadunisnaini
namddanuddyunniuansrauidmiuuilan Wewnnsldusmaiuiidnvasanizd
Juagiuviney anuamsavesliuinmslumnouauasienufioinisvesgnd dansadiamiu
Useitulaannisuinisiimeesilianérddnfionelawss fnideuusuduioasdns uenanilfanunse
nssdulvignAuuziuinsedBu wesiindnmmanduintedlusuan Jatonisnarlunuuings
FaflauduiuslagnsaiulsenSnnueansusniswasnsaseauinflussesen?

1. dauuszaunsnana (Marketing Mix) drutszaunisnatansediioniui 6P (Product,
Price, Place, Promotion) tiula3esilondnililunisausunmsnaisiiienauaussnudeanisues
anA1 LagnIEAuAMUANAsawuTUA (Kotler & Armstrong, 2020) Twauuinag 1wy lsane1uianse
an1uuINsqun T drulszaunismannaziduiinsliuimsfifaunimuazivanzaufuauaIng s
YINA1 IINAIANYIVD9 Maji, A, & Sharma, D. (2020) wu31 n1slviuinslulsaneuna Ly
auduazmsliiduuzihiidanuwmd safensliinsmenugnmeeuloy agtioaiianudis
nelauazihlugmuinfvesfunuuins uenanidiamsoduadunaUsenounsvesaniuuinis
Ipeenelivseansnn

2. N1FUINITANUTNAUSAUANAT (Customer Relationship Management: CRM) N3
USmsanuduiusiugnAndunssuiunsiiiedesiumsianisdeyagniniteadtemuduiusis
fugninluszezen (Kotler & Keller, 2021) dsanansaldnagndsng o 1wy nmsueus1eialiuignei
rulUsunTIazaNAzILL iensaannudiiuslusuuuuresnslvuimsiidyariiia (Nguyen et
al, 2022) lnsmslédfeyanazUszaunsaliifiveurazgnéilewaunanuduiuduazaiisnnudng
TAntu Ssarihlugnisteduasiusiiuinmsliiuaudy

3. n’mu%‘lmsﬂizﬁun'ﬁﬂj%mqﬂﬁ"] (Customer Experience Management) N15UT%19
Uszaumsalvesgndn (CEM) Wunszurunislunisaiauasdnnisussaunisaliigndnléfuainnis
Aasofunusuiuiossdnsluyndesmeiiiendes Inewunmsairsussaunisaifiavisludunenin
uazdnla (Jabbar & Hussain, 2023) MsuiysUszaunsaififazyiilvignéngdnfianelauazusesivla
Feagthodfislomalumsndunlduimasuasnsedunisdnedufiatu fegadu nisliuinnsd
snduandufindlulsmeruna asvhlisuuinissinssiulauazesnnduinlduinisdnads

4. M33U3AMNIMNITUINS (Service Quality Perception) mssuiamninnisusnisidu
nsgUauNsTiAsdastuteritsenineumaniivesgnduas Ussaunisaitld suanuinisiu
(Parasuraman et al., 2021) MNUINTATINUAINAIANTIVTOANIIAIUAIANTS gnAaziiad1uile
nelauardnidouinisty masuinunmvssuimslifisaudiinanuszaunsaildsulunisld
U3msuindu uidsldsudninanndueniavesiiiegliuimamnou masiildfuanmsTavan
WAZYDINIIAN 9 @3’&5ua133§waﬂmﬂ7w1unwau%maﬁaamﬁ”mﬁ’ummmwi’waq@jﬂﬁwqumdﬁ
anAsanitanelanasiinAnudndlusseven
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asuuszauddgiieanuladenisaananifinnudunusivgnAilugsianisuinig

Jan15mnann

Uszinunud Ay AunuaInnsAngIve

druuszaun1seang
(4Ps; Product, Place

,Promotion, Price )

ANUenelaran1TuINIvewEiuINT Insdiudseauniensnaininan e euii
TiAnAuANA (Lsaa wgise, 2560)

N135U3AUTIAN Uay ANNINNITUSNNS BvEnansuIndenuinfvesndtniesy
ANUUATURINTTA (SsUY Tnwndue, 2560)

ASUSMSANUAUANUS
fugndn/ N13danTs

drumsusmsanuduiusivgnAtAeniunisasisanuduiusauleuladyny wae
nsfuinunmuInIshesunsinuiula Ndawasenudnfvessuusnsluau

V9IgnAY MV
anAdiuszauNsaing

anAduiuS nstindadiudduusnanniign (gawus Tawn, 2563)
fusEnounsgsiaaUriiinasld SM CRM Viadnunisnain drunisune wiedunis
uinis TEvEwantanssuazniedeunerausrlevinieanisiuli unaen
(@504 LATUIUNS wae el e, 2564)

mMsuimstszaunsal | edeiidisvsnasemnudnfvesiiuuinsuniian fe anufswelavesFuuinig

sosaanlaua N13uinnArelfuuIng TefeslsuvasFuuinsauninniues
H3UUINITWAENITTUIANAMYBIETUUINT MIunmduaulng auay
(Ydnual Weusesed, 2559)

ANUanelaveullduIn1sa1uaIAUEEEILIEANNAZAINTIATLAE ANATNYD
Auaunne danuduius Auanuassnind aeadiln egrslitedAynisadan 0.05
(563U vaeave wasg i de3gnt, 2563)

NSTUIAMAINATT
UINg

AuAvesduAUSNsgnAlasunndnauwesiiuingiy v dwasenruiianels
1293 nA 17 N1TUUT s dululan g annumuasuagUTuMmauIn ga
(337 555WINENYH, 2558)

HaduiiddvnadonuinivewFuuinisunniian fe mufiemelave¥uuinis
nénfe Msfuiennunman fuiieusslevdildsuainnsunndunulne veos
Wmhiifiviinsundalsa aneimsanuidutaedwiminia gndfazanlduinng
udunagynnsuende (@59ius lagn, 2563)

nagnsn1snaalunisadnsanuinfsanusunlugsnauinisguam

Tugsiauinsgunin msaeanudnfideuusudianuddyesnds wsziuliifisausdae
Snwigndiy widadumsdaasunndnualinazanulinsdalurinsing o dsnagnsmsmnanadild
Tunsadeanusnddonusudlugnavnssuiasdomevaussonnudonisiivanuarsves
fJuslan wSeusliauddgydunisadisanad efuludunisuinisiifiquain (Sweeney &
Soutar, 2021) UNUNNYBINAENSNTAAIALUAIUINARBLUTUA NagNEN1IAaAlUSIIAUINITEUA M
liausiAgadostunsaemiuiianelaungndn uidaduiadeddglunisadresmnusnisony
sud mAITenuinagnsnsranifiuszdvsnmanunsatieifiunnufianelauazaiisanugniuiy
WUSUA LR Immﬂﬁé’fﬂaqwéﬁmmzaummmLﬁmmi%“ﬂwsﬂﬂffu%mﬂﬁmamu%u (Jones & Taylor,
2020) oty Mmaauensuinsiiiuiinsuasnevaussderuseansvesiieluusazdiia
i nnuduiusienu dfunagvnseaaiiddalunsaiisnnusng agulswsd
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1. gaunmYasuinis: msliuinmsidguamgadudadefiddnlunsairsanudnfideuy
suf wamsfnwmastuseyin auamnsuinmsiiadldifissudielignéiidnfianela uideadng
mml"i’;wﬂaﬁﬂﬂﬂajﬂWiﬂé’umﬁﬁmi%ﬁ (Parasuraman, Zeithaml, & 39A@, 2019)

2. nsa¥reanuduiusneensual: nsadrsenudiiusnsensualiugndnsunisdoans
fuanafanildlanaznslvvinsidudiumaunsadioaiuaianusndls ondegagu ns
Iﬁm'méhﬁ’zgﬁ’umiamGia?iaaﬁﬁiﬁmmiﬁﬂamjuuaﬂa% (Thompson & Prakash, 2021)

3. msmanaddvia: msldmaluladidvalunsaiunisfndeiugnanusauiiunagain
wazsilignanddnlndasuuususunniy maadalusindgnéuuunaniosudavia waenslilndea
ﬁLﬁdums?iaamﬂuﬂaqwﬁ‘ﬁﬁﬂszﬁw%ﬂﬂw‘lumnﬁummﬁﬂﬁ (Williams & Stroud, 2022)

a. nasdnaueamuAazlszaunisal: gnAtTnazdnddenusud i uauonmaLas
Uszaumsaifilsimilevlas msairsuszaumsaifidlunislivinsuazmsaiisnmduesuuinigi
ma‘uauaammé]’mmisum;ﬂ%u%ms%ﬁhEJLﬁummﬁﬂﬁ (Vargo & Lusch, 2020)

nsihnagnsluldlugsnavimsguaw msldnagnsnisnaalugsiausnisguninsesiinis
USuilidfudnuasianizvosgsna wu alindaazanudesiuiduasiivonisuinnsms
mMsumduazgunn Tasnmsuiulufinisadeanilusdanasnsdoasiiduszansamdudeddy
nsldnagnsiinaunanuszninamsmanaidviauaznisTiuinsifiannmezdieiialonialunisaiis
ANUANAIRURUTUALUTEEEE1T (Kotler & Keller, 2022) Tagasy n5asnamnuinfsanusun by
gehavinmsguamlillfiduisudnsaireanuiionela uidunszuiunsidesinisnauwunagns
ogsilUszdviBnn nagnsmsnanaiiiiiunisaiismnuduiusnisensual msliusnsiisinunin uay
nsldmaluladadvadumsededidylunisaieanusdnfnessusudluszoren nnsadisainy

'
a

1Hnslanaznisnevaussienudeinisvesgnandudsdifyiazdaeligsfsamsoundsdulaly
mmmﬁﬁmimjﬁuqx‘i (Berry & Parasuraman, 2021)

nsalfne 1 lssmeruaenyulunganne vareuisldasiienaunuszaunisalvosgnen
rnunslumsifaunmaaazua g 1wy mInevaussemufBINTURIES LIS
9811939157 miv;]u,aLaﬂﬂeﬂunﬂ%gumawaamﬁﬂmLLazmiU‘%mWé’qmﬁ%’ﬂm Han1sANluuIa
NuITgnuI Yadeununmnisiiuinis usseimaniglulsameiuia wagnisuimsaiudseau
Msnan amnsneSutesziuaunAvesuilaaldlusziuiige gnAfldsuussaunsald q az
nduslduimatiuasiuzirelifuauseudng wihagiifliuimsdudnnnutsiuogiane (nswus
Afus¥mil wavesalns uasa3, 2560) aziiuldinlsamerunatonvuiinsiauuininagun g
AsaUAquIteNIs¥nY1 n1stiestulsa uaznisquandanisine dadisaieendedunaga
Pndlalunusud vlsfuieiilusagissumadenlduinad wasdsiindoteusinstuuiom
Useiugunmszaulan viligUiganansadifauinismanmsunndlasgnsaeain aneildang wag
dinrnufnddeuusudluszere

nsalAn® 2 Mobile Health Application Vldllﬁi’f“aj’e]ﬂﬂaﬁ’m‘lmﬂaLﬁ@ﬂ%ﬂx‘iﬂi%ﬁUﬂﬁﬁﬁ
nneiLeUnaindusugunmuuilefiefisjatiunsiamudeyagunmaruyanauaziduuziiny
doyaitinsginnmginssunisldauvedld uenandussdifinesatuayunisidiusnmasdld
riunsudaftewAsiuininsusesr fuwasmadeudedungueueugunin fiaosivaniaaeligly
Sninduedldiunisquassiaiilesuazldiuuszaunsaiinssfuanusiosnisueanuies dwaliiin
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arwisnelauasanuinidenusudasty osnglidamnusdnyniufuueufiannsauuiude
AIUAIINABINTTIANIZAY (Amazon Ads, 2025) laganiuuInisauguamladnisusudilagd A
WAy Big Data unldlussuuAnniuavninvesi Ul saudenmistiaruugdistuiaunandy vinlv
annsaquariisegwseilosulioguanlsameuia U3nng Telemedicine uaszuUIBIAIDoUlAL
frwanasensy wlitheldsumiuagan uasUszaumsaifinoy dmalmAnausnfrowusus
wardidnsnisliuinisdniigelu
nsdifnw 3 anulszneunsaniioguawludmIamesyFldhuumauinsgndi

duiusuaznisuimsuszaunisalgnaunldidunagnsudnlunisasernudng tneyadunis
Tansunifnunmguazelaldluniuneuresnsauagnd wiouisissuuinniunanissne
ndnsliuing MlgnAdAnussiilauasdamuyniufunosud Ssdamalvigndnnduanlduinngen
waznughlidueilunseuasmieiiious @sgnal nsfadingm uazaaz, 2023)

wuwnensilulglugsfiavinimneguan

1. Wauinuamnsuinnsegsseidos: fudfunsliuinisfiduinsgiugs alaue uay
novausInfisInsvesiiae eairsmuianslauazaulindalunusus

2. a¥uawdnualuaziondnuwalvosuusud: fauuusudliianulaasulazindedo
dieltiihenduazidenlivinisvesesdns

3. ldnagménsnanaiaiia: 1¥deseulatuasluduaiiielunisdeansiudiae wieiunis
Suduagmsidiuniuiuusun

o

4. Wwuszuunsianiseuduiusiugnd (CRM): Tfszuu CRM wlefnmuuasiiasiy
waAnssuvesiiae thlugnmsusuugnsuinisuaymsieansiidussansam

5. @519lUsUNTUANANA (Loyalty Program): 9avilUsuNIUaraNAzLUUNT 0@ NS LAY
dsuiitheilduinisegdedes tioduaiunianduunlduinisd

6. msldmaluladiileifiuauazminauie: Yimaluladunldlunisliuinig wu niside
vingesulatl visnsumngnislng Weiiuanuazanaugliiugvae Wademsliviouans
AnuAiL LavidelausluzanUTUTInsUing Weuansfensldlanazairsenailinala

7. Uszfiunazusuusanagnsetsasnane: Annunanisandunuuaziulsinagns
mMsnaaLaznsuInsetseiles ileliaonadastuanudesnsuesisiazaninnd exd
Wasuuva

8. Anneideyadithoiiiensindule: 19szuuiinszvideya (Data Analytics) tiensiaaey
woAnsIUwazkulivesUly elianunsauTulTuimsiinssiuanudenisiaeg1aiuniie

9. WaMIUINMINEINTInw: Anaunanisinwinasliuimsvdsnissnuetseides
1 slisUSnwmalnsdwivEeusundindy eairsmnusiulauassnweuduiusiugile

10. a$r9domananiilinrws: ndmdevndonmanainiifinauen Tanudifeatuguninuay
NSPUANTLDY HIUYBINATG o) 19U unAId FAle 1130 Podcast

11. AasuuazUssidiunarudnfseuusus: TasesfloUssiliuna Wy uuuaouamauiie
welauazmslinsesideyanisldauuing edauazuiuusnagvdosiseiiles
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GELY

mﬂmﬁﬁﬂmLLmﬁmﬂaqmédauﬂixaummaf]m%miﬁﬁaaﬁﬂizﬂauLﬁuﬁummﬂdauﬂﬁsam
msmsnanvesdudialy daulngjazorfedulsraunisnaimnuszgndld Sairoidududuilely
Uilanlagvhaly 1wu nszith Audiilouniw Bveiiinm safezAeuiisgs uAinunnd Aaznou
Tandijdo Buitodn wiluvnsiiduduinisuenainazendeesduszney diulszaunisnain aps &3
fiosodedaduasdusznaudu anilldvinisAnuinasnumuidennuin dadedumsdnnisgnén

(% v 6

duus (Customer Relationship Management-CRM) N155U3AMAINUINIT NMIUTMsUsEaUNITal

i

anan Wunsadenudsziivlaananuiliuing anmdawindeu wazanuianusziivlaaindy

Y
% v

I3 a 19 P ) a aa a I3 | A
anA1 mmJumuusmsmuqsumwwLUuawmsmmaummmmﬂmm Ii\‘l‘WEﬂU’]aL@ﬂsﬁu ﬂ%%i{ﬂl‘ﬂ%

Y
[V
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