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Abstract

Private hospitals in Thailand have been affected by external factors in regards to the
Covid-19 outbreak, which has changed consumers’ behavior in medical service. It is crucial
that private hospitals adjust traditional medicine to digital integration medicine in order to
meet the needs of service consumers. The medical business is one of the businesses that are
difficult to digitize since this type of business still mainly depends on humans as service
providers. This study integrated the Marketing 5.0, which is an academic concept, but has not
been widely used in research studies with the existing knowledge of digital communication
strategy 4.0, digital medical technology, and recognition of the quality of medical services as
the key of private hospitals. To fulfill individuals and social needs, it is necessary to use
available medical services to create new experiences, as well as brand sponsors of private
hospitals. In fact, brand sponsors play a great role in publicizing, recommending, and
persuading others to try the service and return to the service again. In addition, the integration
of digital medical technology with traditional medicine can create a better quality of life within
the organization for healthcare professionals by using modern health technologies to replace
their unnecessary workloads. Moreover, this expands the scope of medical services to be more
convenient and accessible to outsiders. These advantages lead to a long and quality life of
people in society. The results of this study can not only be used as a guideline to develop
service strategies of private hospitals, but also beneficial for policy-making in order to become
an international hub and enhance the regional competitiveness of private hospitals in
Thailand.

Keywords: Marketing Strategy 5.0, service quality awareness, experiential perception, brand

sponsor, private hospital
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vuAedsnusaulavly widfuslaaddnfianelafududifienss slinn3Tetn adumusniuas
I@ﬂ?ﬁ%ﬁ]wlﬂLLuuuﬂMN@ulﬂiﬂ]ﬂ@liWEUWWIWBIMG}E}QiE}QG{J@ Auslanaziudineunsnsdudn (Brand
Evangellst) amﬂsﬂmu muimuwuﬂmmiml,amaaﬂ&Jﬂnua]uaﬂmmumammumamiau‘uauu
Lmaumﬂwau mLUuawmmummmwaﬂumﬁmmm 0.0 psrAuEFesd umaaﬁmmmmﬂmﬂu
‘Wi]G]ﬂﬁill‘wa\‘iﬂ’]i‘(j@ﬁUﬂ’]%aﬂNUﬂﬂﬂﬂ’lﬁJ WU NMSUSNSNRINTUIY MIFBUNMNAINEATITIMel]
NM3TUALANAT N1sTuUseiuduin [Wudu mmmmama‘wqmﬂiiumi%aumLLau‘Uimi d1m3UgIna
Tsmenunaensulglianuddfutunsunisuendediay ¥ATOUARNDIBNTIAIUINISIIMINTEaY Ay
Usetulaluusmavmmansunne sy euszanautelunsléusns uazanuvanvansvestes
NNNTV1T2RUY

nagnsn1snana 5.0 (Marketing 5.0)

Tuiwdwﬁﬂl”ﬂaﬂﬁwé’qLw%aﬁuiﬂqmmimimmwéizmmaﬂ Covid-19 (AaRLaas, N15ALI8N
Ay Wienny, 2564, u. 19) Idiaueuwifanisann 5.0 fiwaluladundudiy wazenszduaiy
Huuyedlib sty dumsysannistsfussnianged doya walulad sUsuy warnFinsging
iiloassnmAInasny19915gnAT (Customer life time value) 5axlUfan1sas1sUszaunisaigndn
(Customer Experience) I@&J"L%Lwﬂiuiagmsmawﬁgum (MarTech) wazaluladuisournn (NewTech)
N139a19 5.0 AIINNITYIAUINITAITAAIN 3.0 wiwmmammﬂwuwLﬂuamﬂuaﬂa’m (Human
Centric) Aun15maA 4.0 1/1Lﬂuﬂﬁmmmﬂmmawa:uwmuﬂumimmmwummm Wesiflufanssud
Aedestunsnainegnldsesse (Omni Chanel) Ima’L%mme%wmgmmsamqLuam (Content) 1Ju
wan

ADMLABS, N1SATAE WAL LLREIY, (2564, U. 92-93) ié’l,w'qﬂejmqiﬁ%ﬁﬁmmw%ﬂums

Y  1aa

14 Y 1 < 1 A 1 a 5 a .o a v (= 12
Addhdviavesudazgaanssuilu 4 nqu Ao 1) nqugsnanuiu (Origin) NEaliiaunseuly

Y
[ aa o

nMsidufdvia WosandesileUjduiusseninanywdas 1wy §3RalsausILALaYAM 2) NGUGIAIUUY
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udhanth (Onward) Wunguildamuuazuiudiliigsiadungiavauds uignaulngjédalinies
Hu ganadUaniifuilaadmeuiiagluiBenteduddenuiesnnninisdidoriussuuooula
3) ngugsRaLuUeaiunia (Organic) iuinguiignmieuthenisliuinslugszuuadviaund uwissia
fadpaiamnsliuinisugedudadanioniwlusefugs 19y gramnssueueudfiguilaadum
foyarudesoulay winistomeatraginufunusmiesasud 4) naugshegevinefauuuidiaald
yingoemne (Omni) ugtuuugshaidesmaduinniian msrzgstamariidmneiiasudeulas
gRAMNIIILUUAGLAY warldSunansenuliizunssananiunisainsunssEuIaves Covid-19 1wy
PNANVNTIUNITTUIANT

Y

nsaana 5.0 ledausistesinsnavansesitmaluladluldiieunledymlulsazusuna

uansnsiy Taedessziinse TelilvinaluladfdviavianennuduiudiBsdanuiifogidn udmalulad
fostrevilidsnuiaaulnddaiunndetu mnewalulafagfesaunsoairsUszaunisains
URdNiuSIIuAUsENINN Hitech waz Hi-touch daghamnzay egnslsinmunagnsnisnain 5.0 9z
lLiflgnsdisadmiuusazesdng mszdladesuanunionvesgsiauazgnaniuandneiu feusfly
Pagtursianundeuiiugruiumnaluladivuaielisosfunisudsunlawdfin g Asfides
nsgntindenud1Ayuean1snaia 5.0 Aemalulaguasuyeddesaiunsoaieuszaunisalguslan
wuulvl Tneiedesdnsaninsavhlsfium wavanudasiilgulanntu wmenmsuteiuseuiansa
onaliiieane esnnguisfannsafmuiuinnssuiiiisusimionni silvaufvdeuinislad
ANuuANANAY FspuantRflanuiiivadntiesenafisgaligndn wilianansaviligniduddias
PreArdudmiouinmsfiundu fafu g3hedsionifliyadiasugiasnseduludndudo “nisad
Uszaunsal” iileldairauaziauenueludsgndn Tae noniaes, Msnzanen was Loy, (2564,
. 130-131) AdaliinudAgyiun1sasnslszaunsaliunISAUN1aTeIgNAININNEENS 5A INT1Y
Usgaun1salasiinneunsldaumuazusnisuazedfndgnansely

smana 5.0 i1 5 ssAUsENRY 2 nénmsfiddgyde 1) MImaiafiduindeusedeya (Data-
driven Marketing) \un1saseszuuiinnadaya (Ecosystem) lnewdaya (Data) u1ldlunisdndula
ioszydimanefusiug ilugnsairadmmeuuuniiafen (Segment of one) Fadunisnan
LUUEIEn IﬂsJmﬂ%’mﬂuiaﬁmimam%uqa (Marketing Technology)uag 2) n1snatauwuuauly
(Agile Marketing) LduuuaAniliAinaInngussia Start up Adedldanusiailumsduiunuie
wisdufunineinsnglussdnsiifediadada iesnnanuaianisguslaainisiuasuudas
AaeAaT vnldnsuTmsauuuLendiu (Silo) aliaunsansuauessnudenisvesgnaila
agnatuviaeg uaglitiladdy 3 wadafie 1) nsraialsainnisal (Predictive Marketing)fifunns
FumsuuuY (Pattern) ndoya (Data) Hunsuszanana Usenauldae 3 suseunisidilagnén
(Customer Management) n15t911amana (Product Management) n15tU1lausua (Brand
Managerment) 2) n13aa1aLsusumn (Contextual Marketing)) Liioad1euszaunisaifinssla uas
AeUAUDIAINLFBINISIaNTYARAIBUsSEAUN1TAl 3 sy Mslideyaiingdla (Personalized
Information) n1slidegyafinsaniuaiusednis (Customized Interaction)nnsTideyaiinauniy
i@ilowass (Total Immersion) 3)N3manLEsUNES (Augmented Marketing)lnanislduywdiluuug
i lunisliuinmswadldinaluladaosatuayy anmsudsdulszaunugnéndunaisdunoy
wazfinnsaniszivlamslimeluladviouyudilugnevaues ileiadudnanmlviuninnulagld
walulad
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Tnguwiann1snan 5.0 WlanmuauwuimidlisgsdanuiiuiagesAnsnisviedsls udlv
AN UN1521931N51UTEUU (Infrastructure) Yadlazeddng tiedeyasinszuuiiae
(Ecosystem) 9nglu3msuniiasiesi thiaue wavenszsunsliuimenanmsunme foadsanuiis
nelauariluguszaunsaifunndseganiiotu wagnaneifunisue ndevieuustligBuunld
U3n1s fidedaiiaueununisiiufeyauazdunszioranuinansain 5.0 9Inmsdunivaliuims
visogisldlumsivuanagnslsmeunaenvuluvssmalned iy 6 iy iethyedeyading
uiLIasianisnaia 5.0 ifegliaenndestunszuanisnainuazanudeanisvosauldd
Waguuladly egnslsinunniuwivesgsialsmeuiaiensudnsdaddianudidyfuaunmnis
Tusnsmenmsunmedumen

INNTANIVEY Thiangtam (2019, p. 201) NUIAMANLAZUINTVRILTINYIUIALBN YU
SvEnanwnsstemufianelauazdnasonisnduanlddrvasnuldynaimatine ldsuuinisms
msumdluuszinalng waglsmeriaenvumslviaiuddyiuEesnunimuaznsliuing Lile
assarufianelawaziilugnandunliuinigd Fannsnwuamamununsunssuesise
ImuinBvsnavesnsnann 5.0 szdwarionnnmnsuInisvedlsmenuiaenyy oswnmsunmed
PaviaazgnismauranunsiUInstumsumdsaAy fideTahmsdumuallulssduresnanm
U3N59InMsRan 5.0 Aunguiuims iegiitidlunisimuanagnslsmeuaenvuludseime
Ine insggsialsmenuiatensudesainsaldmalulagniinisunvdfdna (Heath Tech) Hiussuy
MR uazUszsnanasomaluladdmiuounan (Next tech) ieai1syarnaontisergauld
(Customer life time value) frgnsnauNaIusEniviiladdgvesnanmnslimienisunmed
Tusnslaguysd (High Touch) Liloa¥1auszaunisaiauld (Customer Experience) sesimalulad
%’uqﬂ ABALADS, MINYANEN WAz Llfienny, 2564, 1. 130-131) FaUszaunsniaztinanuadnsain
NaN35UN159a19 (Grewal, Gotlieb & Marmorstein, 2000, p. 581; Verhoef et al., 2009, p. 32) kas
VAOVADLIINNTEUIUNITITALIUYDI0ANT (Berry, Wall & Carbone, 2006, p. 43) Fanagnsnisnain
Y9983ANTALALTBUNLIAATINAIN YA YDA LY TZANNIANITNAIAAIS 9 T8 Kumar, Dash &
Malhotra (2018, pp. 596-618) lﬁﬁﬂ‘kﬂL‘ﬁlEJ’JﬁJ‘UNaﬂi%‘l/l‘UGUENﬁf\]ﬂii:ﬂﬂ’]i(ﬂaﬂﬂﬁﬁﬁi@@mﬁ’]miﬂauﬁ’]
Tsmenunatenyu Taefivszaunsalgnanduiuusdsinu waglumsfnudananlfdansizsisuysi
Aendesiufanssunisnaintionun 15 Ussinnainnagys 4ps (Product, Promotion, Place and Price)
ﬁm%’uqiﬁf\]ﬁ"ﬂﬂ, 7Ps (Product, Place, Promotion, Price, People, Physical Evidence and Process)
d1m3UgINAUIMS, Wag 4Rs (Relevance, Response, Relationships and Results) dvsugsfanisunme
wanuIhddvnaduiniuammnsdusdiuiu 8 Ussinn TneduszaunisalgnAlusuusdam

N133U3AMAIMUINNS (SERVQUAL)

LUININESUEAANIWUINTT (SERVQUAL) Lunsidsuntasguiuuatniuamisiadiudld
mytanssuiiludiihueanuiionelavesgnan Tne SERVQUAL axlianudiftyiutesinesening
AnuAmavisuasnsiuinmuaning iemanisalaudfisnelavesgndnaingliuinig (Babakus &
Mangold, 1992, p. 767; Parasuraman, Zeithaml & Berry, 1991, p. 39)

ANUALRUSTENINAMAIMNITUSASLAZ AN TanelavegnARsiauwanaiy dmsy
MsAnu s lfeuneiefuauduiusfina i duassuuimede amnufionelavesgninasiin
AouN13UIAMAINUTNNT (Bolton & Drew, 1991, pp. 7-8) karBNKUINIABNITTUIAMAINUING
3ziludnruiianalavesgnAn (Antreas & Opoulos, 2003, pp. 241-242; Cronin & Taylor, 1992,
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0. 55; Spreng & MacKoy, 1996, p. 203) segslsfinu veaesuuinieinafifanuiiulufismaiieatu
PanuiinelavesgnAuazauann1susnsianuduiusiulusedugs

SERVQUAL gnlfifusnasimunnsgruiilddmiumsianmssuinanmuinislunanvansngs
gnawnssufiieatestunmsliuing Tnedusuannisfemyfiguinnssuiaanmuinisienin
LANANNTENINIAIIUAIANIINITUTNITIALTINVRINGNTIAA (B) wazn1ssuivesliuinisselasiey
Mﬁﬂumjuﬁjﬁﬁ]ﬁu 9 (P) (Curry & Sinclair, 2002, p. 197; Zeithaml, Berry & Parasuraman, 1988, p. 19)
NAN1IANIAUANINNITUTNMSHazAUTINelavesgnAImuI sty SERVQUAL Wumsianmunin
nsusNsiaeg1diusy@nsnn (Cronin & Taylor, 1992, p. 55; Zeithaml, Berry & Parasuraman, 1993,
pp. 10-11) Mmsianssuiamninuinsazldaziuunisiuiavanasiuunnunanisegnai (Q = P-E)
ﬂzLLuumﬂMmaﬁﬂﬂzumwmiﬁmﬁiq&ﬂdﬁmmmﬂwﬁjﬂ (Parasuraman, Zeithaml & Berry, 1985,
Pp. 48-09) iNs1zvnT SERVQUAL ailluiadasiofitaeliiliuimsaunsnssyanuiuazqnsouvos
aules agslsAmunnst SERVQUAL TldRmsusuasulivnzaumuudunveausiazgiiauay
Fauusssuiuananaiy

sAnwIABIfy SERVQUAL Tugaisuusnldszudiinssuiaanmnisuinsts 10 duus Tng
wseanifurinesduszneufe mnuindedie (Responsibility) nsTanusiula (Assurance) Ay
sUsTU (Tangibility) N1sienlald (Empathy) wagnsneuawes (Responsiveness) (Buttle, 1996, p. 9;
Parasuraman, Zeithaml & Berry, 1988) a1u1sanuaduansdriudausn1sndn (Core services) hag
U3n19.a31 (Augmented service) i8dsupUUTNIINENDE19IIUTULALATUAYUNITH U
(McDougall & Levesque, 1994, p.189) Cronin & Taylor (1992, p. 55) a3ureuindn SERVQUAL A5
WiAMUAAYTUNTNBUANBIANLAAVTINNNTINTIARAIINTIALAR HTIZNTTUIAMNAINNITUTNNS
A uddeyinulsEavsamlundnunninviruafvesiusina (Sureshchandar, Rajendran, &
Kamalanabhan, 2001 p. 111) 51’3sJﬁiimmﬁmamwu’%maﬁmmmﬁuﬁmL%mmmwlé’amﬁﬂﬁ
MsAnwsuInnllarnsatanuaAnsuimsitedsmaaeusIUSAMAUINIS U
ﬁuwuﬁaaqﬂdmizﬁw%mwms‘u%m'iLﬂuﬂaﬁaé’ﬂﬁaﬁaumﬁlﬁmmmﬁﬂwa%mmqﬂﬁﬁ (Patterson,
Johnson, & Spreng, 1997, p. 4)

Andaleed (1998, p. 1) la@nwiaiuiisnelavesgnaiuusnisvedlsaneiuialy 5 16 Ae
n1580415 (Communication) A1l9318 (Cost) A8 1ur8A1LEZAIN (Facility) A310@1141580
(Competence) wagngAnssu (Demeanon) wazdiinisanufiudluduanuuasnds (Security)
Usgdn3nn (Performance) gunsernans (Aesthetic) Auaznln (Convenience) AUUsENEn
(Economy) wavAuLdede (Reliability) (Raduan, Mohani, & Kim, 2004, pp. 155-157) wonand
(Bowers, Swan, & Koehler, 1994, pp. 49-55) launausianlsauniseilald (Caring) uagkadns
9n$nwn (Patient Result) Wumuusiimsluinasinnisiuinuninuinmsmanisunmd ws1znsien
TaldasiAsadesduufduiusvesnisliuinismiansunnsuazagdisussimainuiuiinuag
HATIAEINAINITTNY

930ing wATAS (2561, u. 313) lnlaueinguimslsameruiaienyuasiinnudAgiunis
fimunanmuinig adsenuideioluuinig asvilriuuinisfnmiudesu seusu uazndusn
T4 qunseitandnvdsuduiusnmlugenudnilussazem duiu §idedddlduunanmasuinmam
usmsa 5 du leun Aadugusssuvesusnig (Tangibility) anuudeiiovesuinig (Reliability)
NNIMOUAUBIAILFDINITUALAINAINNTIUD9UTNNT (Responsiveness) Ausiulavosuinis
(Assurance) wagmstenlaldgiinFuuing (Empathy) Aldimuuazusulgdiaenadesiuuiunves
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TssmevaensularuTunvesimusssungTueandnsanwdinlvgasfnwanuduiussening
ANATNUINIT ANUTINEla wazANUANALA (ABALABS, MINLANEL Uay \lAeI, 2564, U. 130-131)
Taesurgliluniseain 5.0 1nsdwnalulagfdvannldlunseuiunistiuinig deslimaudiAgyiu
Gosszaunsaivesgndn Taslamegsialsmenuiaenvuidesaunsaliivelulagnisnisuwnd adva
HuTTUUNMTIATIgLasUssinanafomaluladiviuate ieadayarinasntisergauld
(Customer Life Time Value) A8 INauNa11488 1989695811993 Lad ATy UaIR N INYBIUTNITNIY
mmwm‘ﬁiﬁﬁmﬁimuuwé (High Touch) wieadsussaunisaliauld (Customer Experience) #ae
Lﬁnﬂiuiag%uqa (High Tech) @onnaadnun13@N®1109u8d (Khamwon & Pathchayapanuchat, 2020,
pp. 26) ﬁwudwammwﬁmsﬁmmé’mﬂ’uaﬁ%amﬂm'aﬂizaumiaiqﬂé’ﬂm8LﬂulﬂiuﬁﬂwﬁQLﬁaaﬁ’uﬁ’U
nMsfnwiluszfuainaiinuitanimwandeunian1enmeusUsssuYeIuInITNeNsUNNEE
AruduiusiBeuandeysyaunisaigndn (Kumar, Dash & Malhotra, 2018, p. 596) UenaINEAMNIN
UinsuazUszaunisalgnandellanuduiusreainudndnensiduan n1suandeutazauiianela
(Klaus, 2015) §3de3siumnfniFosuszaunisaigniunldlunmsiauszaunsaifieuldlsmeuia
LBNFUTUTIINAUNINUINTNNNTUINNERIVARaUNAIUINNNTIUTNSIneuL L)

Usznailfl 2 (P2) nagnsnisnana 5.0 dinadenisidudatduayunsidudilsaneiuiaenau
Tuwangamnamnues Tnedeinuuszaunisalgndn

Uszﬁumszﬁgnﬁ"] (Customer Experience)

legudametoua Ussaumsoifiaziintuiesnusssuni gnénagiuiuszaunisaiogig
Siuazliudiriunisiseudeainatsiluyaniuuseivla (Berry, Wall & Carbone, 2006, p. 46)
Meyer & Schwager (2007, p. 2) WiarununevesdszaunisaignAtindu “ JuufnIemevanesd
Aetunelunardudedaildiiinangnéldduianasidoulosfuuidnimimsnaznisdon”
Verhoef et al. (2009 p. 31) Ifia3uin “nsafraszaunisalvesgninddnvaziiuesdsiy flas
ASOUARNDIRTINITDUALDVNIFIALLAEFNINIBN N TlagasaunauUszaunsallaesiuvegnAni
WANANAUANTEAUNNTTUS

Uszaunsaldulassadianainuats i nuanaafunalusuNT9ULLIAINUAANITINAAAIN

' '
a

JUAUINIT ANTENLAEANAYNaUIUNLAgITeITUN1TFUIIINUTEAaUN1Sal (Holbrook &
Hirschman, 1982, p. 132) Auduiia n13@ne gunsemans wazn1sudnuil (Pine & Gilmore,
1999, p. 102) fuduia Au3an ALAR nsnseinReadestuuszaunisel (Schmitt, 1999)
AUEIEN ANUTLEY aufudafunsUINILAZNANBULNLIINANTATLYBIgNANTILILIAAIAY
nUszaun1sal (Mathwick, Malhotra, & Rigdon, 2001, p. 39) Uszaun1sain1eauUsEaNaus
915ual AuiAdila Anuluase 3083 wazaudeulesdruiifiisdestuuszaunisal
(Gentile, Spiller, & Noci, 2007, p. 398) wag Brakus, Schmitt, & Zarantonello (2009, p. 52) 1a
SauanwIRavesUszaunsaivesnsdudindy “nsmovauesiiintunislunassudedldly
(Wszamduia Awddn waznsiud) uasngiinssumsmevaussiinandaiiieadesiunsdud
Usgnouluae 4 16 Ae nauszamduda Aenisasrarnudsevivlalunnussamduda asraniny
NN wagfegala Nvonsual AenisasnsensualtarAuidnsaneginlusssuvid nsadtyq fe
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MsaseruAuM nzuANesIniaeIniu wastieuiladym uaznimginssy Aensasns
N3N UagnTEAUNTHAAtDDN”

1NN1SANYIVBY Lemon & Verhoef (2016, p. 69) NUIN “Uisaumsa}uaaqﬂﬁ%ﬁmm
vannvianedid fsjatiulufinsnszming e1sual naAnssu Ussamdudauaznisme vausamsdsnnes
gnen Msedelausvensndud naemdumsnsAumMaYesgnAn” Ustaumsalidunaainujdusius
nanssvidensdenfiunnynduiaveansidud Wedeiausvesmsduddadulalsioin gninazving
wiloutindu Uszanana wardnssfoutoyalumslifuuimaiieatrsszaunisalvesmies msmaadi
munslaedadenenisnan wu Wsludu 510 nszuIumMsdags winnuuinig ussena wagvisle
aUmu%siJUULﬂ?ﬁlauimﬂﬂizaumsai (Lemon & Verhoef, 2016, p. 69; Grewal, Gotlieb, & Marmorstein,
2000, p. 581; Zomerdijk & Voss, 2010, p. 1)

mMsdsuainnisaaaiilianudidyduaudnvusuazauautadunisnainda
Uszaunsaifignesnuuusniiiefsgaand Tneidessenaninfunsauiseisandiduiaanus
azyana sadunilslunumemsiannidianlunsievusviienanidesiusnyosadududilan
foush (Pine & Gilmore, 1999, p. 102) nsAudnfiiina “412” fduuudlulavesgndngs Banddu
mUszaunsaifinseduihluguiiSendignla gnéfiaenseshandn fedu mnuszaumsaifanand
dvEnasegnAmgAnIsy ViruAR wazesual (Berry, Wall & Carbone, 2006, p. 43) FavaneALIn
Usraumsnignénfinansevuldiisaudmnufinelaluefin uwidisufmginssuftasintuluauan
(Brakus, Schmitt, & Zarantonello, 2009, p. 52) lagaMu3deann PWC wuingnai 3 1u 4 ueein
Usraumsaififiasasyinliddndninouusudntu wargndasdufidieauininfiuniniuiosas 16
vnlgUszaunsaliifiauninfy (Aemaos, MIngaen wag (e, 2564, U. 132) denndesiy
MsfnwIves alngasd 1ades (2561, u. 164) Anuinnsusidaszaunsalisvswamansadeuan
semuitanelavesgnal wazanuiisnelavesgnAiidvisnaniansadauinseauindvesgne 1y
(ROMLADS, N15MER187 uAY LLfied1y, 2560, u. 134) Idesurglilunisnana 4.0 3an1siifuilan
ndusFetuasdimnudnineuusus asiilugmsatuayu (Advocate) wiemsmienenauidnly
affBuatiy

Uszwadldl 3 (P3) nrsfuinaninuinisiinasefinadenisifudatiuayunsidudn

Tsswgnuraenyululvangaunmmaniues lagdeiudszaunisalgndn

‘Ui“’WQ‘L!‘VI 4 (P4) ‘Ui‘”ﬁ‘Uﬂ’]’imﬂ’]ii‘lﬁﬁ’iﬂ’]iﬂ’]’iLLWWEjaQ
Bjﬁﬁi]ﬁ‘iéﬁﬂi']ﬁﬂﬂ']‘ﬂBQI§QWEJ’]U’16LE]WU‘U1‘IJL‘Uﬂﬂ’a;xiL‘VI‘WSJ‘VI’]‘L!ﬂ’i

e

C%

Namwmumammswu

nsludaivayunsndud (Brand Advocacy)

miauuauummummmJuLmam‘uﬂﬂmniaﬂwaﬂwaiumﬂaummmwam LN A LAY
mﬁaumimmau LLa‘vwsauvam’Jaamwaummﬂwmlumumaﬂumwaum wuﬂmmmmvmmm
mmuaqmﬂsuama'ﬁvwmmuﬂmmmmLLm{julmwaLLavnmm WY mmiuhmﬂwaqwuﬂmma
ﬁuammvﬂ,@'ﬁumiauuaummmmummu,miummenﬂsuu mammu AIAUAIT IR
mauuauumﬂaumLwa“lwiviaﬁnumﬂﬂ’numLﬁuaamaqmuuvmmmu [eUDNAOLAZATLEI IV
aﬂmim (Wilder, 2015)

Wilder (2015, pp. 38-46) l§@nwnAgafunsounuifnuay n1singatuanunsiduaiuay
PuunngRnssuvesiaivayunsdudesndu 3 nqu fe
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1. mInevauswetoyaiisausensidud sudungfnssunshiufasdeyaingnses uaz
ﬁ]ummsﬂﬂ{]aqmﬂwwwmmmwaumiwmau

2. MIUBNABLAZ UL ﬁ]uLﬂqumﬂiiuﬂﬁa@ﬁ’]i%LLﬁmE]’e]ﬂWJEJ’J‘-U‘lm’]H’]LLaua’Jﬁ]‘Hﬂ’]‘U’]
mMetsuuziuasltiningdulinaaedd sufimsauisuiisuaaiuiiviioninnsdudgus

3. mspaudunarivasty oy LUqumﬂiiuL%aaaimaﬂﬁmmﬂﬂ’;mmaa wagtaemauily
AUEANAIA LR TIFUAN

Tngduundudsvesiatiuayunsaudili@nuoonidu 5 fuds fo

1. msundesanglideyaitsau (Defend against Detractor)

2. mmmuﬂmaumaaﬂ% (Proactively Recruit)

3. AUANA (Loyalty) NUiIﬂﬂ"i]uEﬁ’Nﬂ'J’]iJﬂiJWUﬁV]ZJG]E]Wi’IaUﬂW Tneanensdudfidn iy
YAFNKAZIAIUNUIYADAULDY dennuduiusldimundunsdudasdluiidiusaludinves
wuﬂm wagazyliuslnananedugaiuayunsndudn Merz, Michael, He & Vargo (2009)

4. mimamiam‘umum (Self-Concept Connection) 1unasiuvssanudntusautaian
yanauazAuiAndiinisensdaiadaiesunsndud (Rosenberg, 1979, p. 212) Tnofuslanas
RSUITIANLADAARBIVBIAULDINUATIAUAT SrudeldnsAualunisuanseentsruduiinu
(Aaker & Jenifer, 1999, p. 45; Badrinarayanan & Laverie 2011)

5. ABUA3IY (Share Value) musmLﬂummwawummaaﬂaL'«aﬂmﬂammusmwmawu
VDINANTTUAIUAINTONTUANIDDNNNEIAY (Wilder, 2015, p. 58; Rokeach, 1973) ﬂﬁi‘UiGUEN
JuslaadrdleudiuiaonnaesiuAlonvensiduiioe ﬂaiwLﬂqumﬂiiumaauuauumwaum
Yanatal (Wilder, 2015, p. 58; O'Reilly & Chatman, 1986)

6. MsvenseuazLztiTluGEd19a33A (Positive Word-of-Mouth, PWOM) unsieansidsuin
seminguilaauuuliidumsnisfefuuszaunisalvesmuiunandust fluing viensdudi
(Wllder 2015, p. 58; Westbrook, 1987) mmslfduwﬁuuauumwauﬂwummﬁmmaﬂaﬁﬂu PWOM Tl
Vl\iﬁENLﬂEJ’J“UE]flﬂUmiﬁamiLmU’JﬂLLUULWEJTV]L‘WEJi‘?JENG]i’]ﬁU@Wﬂ’liL‘UuB\IEUUﬂuu@iWaWﬂ’muLﬂfﬂ“ULlLJJE)
mmimmmmmamwuﬁﬂummum (Wilder, 2015, p. 10, 2015; Fournier, Susan, Breazeale, &
Fetscherin, 2012) usinsdugauayunsdudfuslanasiidwlddeiudwnsslunsdudannnid
Fuslnefifissustiu

(Wilder, 2015 p.9; Bendapudi & Berry (1997) lanagauaduduiusseninegnaiiuns
dud wuignAideiieduugihuuutindetin (word-of-mouse) uazuvasdoyadIyAnaLINNIY
nsdeanslaensaann asdud Tne Merriam-Webster.com Tmismmsfugaivayunsidudi
Junginssuamzvesdsiudyyifezuntes Wimsatvayu uuziwazlfingua Tnensidu
farfuayunsauindenuiislevesgninfiazdaasunsdudlidunazniouiiazuntenaud
mmﬁ’?ﬂuﬁﬂénﬁﬂuﬁﬂau (Cross & Smith, 1995) saulufsnisuonaelulteaineassa (Wilder, 2015
pp. 11; Ranaweera & Prabhu, 2003) auﬂmvuuvuﬂwmau (Jones & Taylor, 2007) ms‘uaﬂmau,av
m‘iLﬂuwﬁumuumswaummmsﬂmLmuﬂuim (Wilder, 2015, pp. 133-134; Keller, 2007) ety a7
duidsinnudndudesiiondatuayu ienwdiialuszozenvesmdud

A0ARADIAU (ADALADT, N1TRZA18T LAY \REI, 2564, W. 133-134) finanadanisdu
mauuaummﬁum (Brand Advocacy) Lfdegﬂism/lLﬂmumwaamﬂmmwmamﬂmmau:uaumLLav
avwauaaﬂmmﬁuuﬂ'ﬁauuauu (Advocate) iusﬂLLUUﬂwsimusﬂwseaﬂ wazuansio (Word-of-mouse) Lile
wuzthlifduslduing sufsnaefudinounsuusus Brand Evangelist) aieitudwinegegnues
ﬁimmmamimaﬂmumuﬂﬂﬂmLmumiiu%flﬂ%uaqmﬁauuauu mmusamﬂ,iawmmaLaﬂ%umﬂm
AR AUNTaS 1R A UaY U TIEUAN edensauTetaRUA ST LSV

Burapha Journal of Business Management, Burapha University, Vol.11 No.2 July- December 2022 ]_7]_




anunsaleivan viseuseuduiusiimiloussiaussnydu Aeun1suINagnsn1snaIn 5.0 1YININIS
AUNagNEN1TA0ANTAINA UaENITASAUAINUTNITRAUNATUNITHINNE ABALULAL NI TUWNNE AR
v [ 4 . o ] 1% sl | a &
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detsynainsmentsunnsiiinmalulaBnisunmgAifautisanniszeruuazdalonalunis
dhfauinmsmansumdvesnuludey uazaseunqulufifvesnisadsdelfiuTeumansudeduia
melulsewmenagluseaugiiniavesgsialsmeuiaensulng lugaanuunddaly (Next Normal)
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