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Abstract

This research aims to 1) study the causal factors of consumer behavior, customer
relationship management through marketing mix that influence marketing strategies of
comprehensive elderly care centers in Bangkok and its vicinity, and 2) propose guidelines for
determining marketing strategies of comprehensive elderly care centers in Bangkok and its
vicinity. The quantitative research sampled 320 comprehensive elderly care center business
operators in Bangkok and its vicinity. The sample size was set using the criterion of 20 times

the observed variable. The stratified random sampling was used to collect data. The data was
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analyzed using structural equation modeling. For the qualitative research, data were collected
through in-depth interviews with 13 officials from the Ministry of Public Health, representatives
of comprehensive elderly care center business operators, and marketing managers of
comprehensive elderly care center businesses. The data was analyzed using content analysis.
The results of the research found that 1) customer relationship management had the highest
influence, followed by consumer behavior and marketing mix, respectively. 2) The guidelines
for determining marketing strategies of comprehensive elderly care centers in Bangkok and its
vicinity were a newly developed model called the “2C2M Model” that focuses on

differentiation strategies and cost leadership strategies. and Specific Strategy.

Keywords: Consumer Behavior, Customer Relationship Management, Marketing Mix, and

Marketing Strategy
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Reduction) YogafiléainnisduniuaiiBedn (in-depth Interview) wagn1sdains (Observation) 9%
gnasmmUlaztaileTEAdamssaun (Descriptive Analysis) Liteagulssifiudfaynuinguszasd
5338

anvine n15id enlesdoyaseniensidoidsiunauazidnunin (Mixed Methods
Integration) dilunslagthnanisiesesidimaiinuidmaninasaniosriodugnseuves
wuudiaes wvosenfiensduawaliddnanglideyadidny ileduduuaresuionanmsideid
Unallvianudpiaunniu ﬂﬁzmumiﬂfﬁwLﬁummmL%aﬁaLLazmmmamqmamamﬁ%’a

NAN1539Y

neutnquizasAded 1 ileAnuidadoideanugvosngAnssuvesfuilan nsuinis
AduTuSuesgnAKIuA LU ST AIN AN SAR T VENadenagNENIININANAYBIAUSLAZUA W
AE9D1EMUUATUIATIUNTIMNIUATHA UTURIMA
M1519 1 LAR9AINITHIULNATINNATTIUTBILUUTIADIVNAGDN

318N13 ANEDA LUUIADINY HUUIADY
GHEEEYY mMaLdan
1. Chi-square ( x2) *5ilng 0 124.43 94.66
*u df 98 92
Relative Chi-square Navns( y 2 /df)< 2.00 1.27 1.03
2. GFl > 0.90 0.95 0.96
3. AGF > 0.90 0.94 0.95
4. RVR 1lnd 0.00 0.031 0.028
5. RMSEA < 0.05 0.029 0.010
6. CFl *0.00-1.00 1.00 1.00
7. CN > 200 332.94 433.43

M5 1 WU Auveauuuassadeniigideldwannty aeandosfudeyaiiaszing
LT ALY NAT

A 1 uanmaniasgituuiiassuaunslasaiaidunssasimadeniiaenndos
futayaidausedng nanNUsuAe1e vadluinaue
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PRSE |[=s0.5
0.32% STIM \ PRIC
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.34+ BURE e
PEOP
-0.050.25% CURE [==—0.85 FROC
0.85 PHYS
.2z CONF /o.eq
/ DIST
0.30 CUIN CLST |=s0.25
FGST [=*0.2

Chi-Square=94.66, df=92, P-value=0.40386, RMSEA=0.010
AN 1 WUUINEBILATIES 19ANUFUNUSHUUNILEaN (standardized solution)

1NN 1 WU AFUUTEANSIEUNIS (Path Coefficient) senIneiabUsulaiufuUIuRauae
AmneIRUsEned (Factor Loading) syninednusuraiufudsusydnddenludauinyne

A1519 2 LEAASANEDR NANITIATIZDNTNAN1IMTS (DE) 1119903 (IE) BnTnasiy (TE) UaaikUswel
971nA1 Beta kay Gamma

fauusnu AN fiauusdase
AUNUS COBE CURM MAMI MAST
MAMI DE 0.31* 0.49** N/A N/A
IE N/A N/A N/A N/A
TE 0.31* 0.49%* N/A N/A
MAST DE 0.21* 0.48** 0.17* N/A
IE 0.12* 0.13* N/A N/A
TE 0.33* 0.61** 0.17* N/A

Chi-Square= 94.66, df=92, p-value = 0.403, GFI=0.96, AGFI=0.95, RMR=0.028,
RMSEA=0.010, CFI=1.00, CN= 433.43

MUTRUIEAIATT 2 LIDIEUBLUINIIAMUANAYNIENINITAAIAYDIAUGALAAUN TN A9
LuUATUMATlUNTunnamuATLarUIuMma
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AN 2 LUINAMUANAYNSNNNTIAINYDITINIAUIAUAG VNN EIDILUUUATUINATIY
NIUMNUUATLAZUIUMNA

NN 2 WU WUURLINNNAENIENNITAAIAYBITSNAAUIAUATUNINLEIDUUUATUINRT
TunsamavunsiazTuuma Tdnvasdunuginmuszneufonmsuimsenuduiudiugnd 1
HANBVENATINABNAYNEVINITNAIAVBITINAAUIAUATUN TN EIDUUUATUMATIUNTUNNUNIUAT
uazU3uama innfignsesasnde wadnssvesiiulaa uazdruuszaumansnatn ey iuuuima
NAYNSNIINITNAIATYDITINIAUSALAAVNTNHFID YL UUATUNATIUNTINNUMIUATHAZ USUMA Y38
duwuusaesfifmuiunieSenin “2C2M Model” C o Customer Relationship Management
a11130U 32y nA L1 AAINAYNEN19N1TNA1AVRIT IAAUL A LAG VAN F9818 LUUATUINRTIY

n3umnamuasLazUIuuna laggusznaunisaedinsydadunisihvianuduiusiugnen s
MruAlATIEsINNeEINe Wy asaumndlunisasienuduiusiugndn C Ae Consumer Behavior
mmsmhuaﬂmiﬂmﬂGma&mawwmmmmmﬁﬁﬂwuamLLaaﬂumwmmmaqummwﬂu
nysmuvuAswarUSumalnedesdidansedu arwidninAnvewde wasnisnevausswesdde M
g Marketing Mixed a11150Us2enAlg LA AANAENSNI9NITNA1A V0I5 IAIAUE QLA VN INEF D8
wuuAsUNATIUNNNNIuAsHarUTuamalag tnedeslindnineiuasuinis 511 90an19n1590
e MsduaTINITRaIn WINNUUINIT NSEUIUNSIAUINIG LaTANYUENIINIEAN uag M Ao
Marketing strategy Nag NS N19N1TAAIAVDITINAA UL AUAAUNINE G018 LUUATUIIATbU
nsaMmIUAsWasUTNMTa Tideujatiu nagndaiiemauaneing nagnsiiiduduny waznagms
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aiusena
MT81509 ToveldvanungnionsnanonagnsnNnIsaaInvedgInIgudguagunIng giate

a =

uuUATUNITIUNFUNNIIUASUArUSIMYa ATngUuizasdiiiefnwinnuduiusseninamginssy
AUSINA NMSUTMSANUANTUSYRINAT wagdIuUTEaUN 1IN IRAINNIINAAENALNSNIN1TAAIATDS

Y Y

AUGALAFVNINHFI01LUUUATUNIT HANTITe B uduauuAgiunsaute lagasnsaedunenale

=1
JU

e e

ANUAFIUN 1: e ANTTUYREUILAAHINANIIUINABNAYNENINTARIAVDIA U AUAFUAN
1991GRUUATUINAT NANITITENUTN NOANTTUVDIRUSLAANBNSNHANIIUINFBNAYNTNI1THAINVDS

Cs

uduaguNINE g9y tnedlanduussansiduniainiu 0.21 uagan t-statistics 11U 2.19 Gadl

Y 9

D e

e e

o w a

Todduneadfiiszdu 0.05 wansliiituinngAnssuveaduilaadiunuimdAgysenisivuawuIng
M19113MA1Av8953Ae NMsfguilaaiinsdsuiasiuaiudeanisuagiauni Inganizngs
favoguarasouniiiifiosnsuinmIguaguamilasulsasuasdinanm dwalvguszneunisfesusu
NAyNSNNINISAAIAbIEEAAR BN UAINAIANTINBIGNAT WU NMIUSugUuUuUTnshiduingiu
faseny nmslddeddvalunsussanduius wemsifiuuimaasufineulandgunnzvesdgsengluus
azsEaU Tl namsITedenndaciy 91T IYN uzyt,ﬁu (2564) %awudwwqﬁﬂﬁmmQU'%ImﬁSm%wa
Giaﬂaqwémwﬂ'ﬁmmmaaNﬁmﬁmmﬂwixmwﬂm wazatuayuNan1sinyIves Chou et al. (2020)
ﬁ%jiﬁt,ﬁu’jwwqaﬂiimaqqﬂﬁwﬁ@m%waimamwiaﬂaqméwwmimmm avaenndesiu Hermina et
al. (2020) finuimginssuffuslnaiinasionsnanagnsmanismaralussisvuanatataz gy
Tudminrnnziuan Faandiiiufsunumdfgyuesnisianudlanginssuvesiusiaalunn
USUNTINT

sunAguil 2: ngfAnssuvesuslandinanisuindediulszanmnainisnatn NanTIseNyI
nAnssuvesiuilaaiinaeuindediutszaumanisnain Inedenduuseansidumaindy 031
LAz t-statistics WU 3.36 eilfaddynieadiiisedu 0.01 uansiinsAsuudadungAngsa
vosrjuilnadnadensrinundiulszaumanmanatnluyndf Madiundadaet 5961 deamianisda
MUY NTAVATUNIINDIN TINTIYABINTUALNTEUIUNITUTNIT { UTEN0UNITANIAUAZUA N
FaongindudosdilazuiuunudesnisuarngRnssuesgndn Wy AnuaInniasenIsuinis ns
Tanuddyiuusseinia anuasads wazarueuguluquduinis oamnsnesnuuudy
Uszaumnanismanldnssqaunndsdu nansideias nndosiu Rather (2019) A13wgRngsunisd
diusinveuslandwmananisiaiundiulszaunianisnatn siudsaenadediu Othman et al.
(2019) ﬁizqdwwqﬁﬂﬁmmﬁu’%‘[mﬁ@w%waﬁiamiaaﬂqudwﬂizammqmimmmﬁluﬁqsﬁw%mi
vioaflen uavatuayuNaues Khatab et al. (2019) Fswuimainssuduslaadusnudsdifalunns
AvunnagnsduUsTaInmaniidsrase L fianelavesgnin

auuAgIud 3: nsuTmsanuduiusvesgnAidananisuandediuUszaun1an1snaIn
NaN153TeuandliiiuIIN1suTMmsANduNuSvesg AT (Customer Relationship Management:
CRM) fi8vinaidauandediuszaumanisnatn Taedaduussansiduniavindu 0.9 wagen t-
statistics Wiy 5.10 Seflfedfynneadffisedu 0.01 wansinsadiauassnwAuduRuSAafu
andndnglisianinsneeniuudiudsyaumensmansldnssfuaruiesnisvasgnénldinntu n1s
Uivnseudusiusiiadisairsannaudlalungingsy amnuaands wazseduanuiienelavesgndi
ihludmaansdesusiuazuinmsiinouauadldnime suisoesuaanndnvaives sauas
arasindnivesgnénluszerenn wansideiiaenndoaiu Al-Gasawneh et al. (2022) eszyinms
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