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Abstract
Determining the communicative tools was the vital factors for the products to
become popular. However, that was new and difficult for the community business
entrepreneurs or OTOP producers to determine the communicative tools in accordance with
the behaviors and way of life of the consumers in the new normal age. The article aimed to
propose the communicative tool for the community products that have recently changed

thanks to the Corona virus pandemic and the technological advances made in the digital
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age. It described the changes of the way of life of the consumers in the wake of the virus
pandemic, the consumers’ consumption behaviors from the past to present, and the
proposed route in the digital age. The proposed contents could prove useful to determine
the communicative tools for the community products and the consumers’ adaption in line

with the new normal way of life.

Keywords: Communicative Tools for Marketing, Community Products, Consumers in the

New Normal Age
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duidlesnnilagtudszinslangndegnauainlsafnidelifalalsu 2019 vieladn 19
fizuAntunsusniivssimaiudeieusunau T we. 2562 uazBudinisunsszuialuuszmalne
Faustfudl 13 unsan 2563 liUsersudosfudsuiinmamssegluannmsainassuiaves
olalalsun 2019 seredundu TnsnsduiudindsysrTuvesnuludinuduuiuvaeulu Wy
M3UduAgusULUUIY LAt (Work from Home) uwnumsidumsluyianuiiviem sauldds
nsdadondnfasiiutemiseouladununiniunseenludedsinsassnadafasiigauwosn
danaliszuun1susmsuagnssnasavazaantugsinganisallasalalsundiiuinng sty
iiosesiumsuilaauazmslitinveseludsauiildsuntadly Fsdefumsiuinidnsuilag
wuvARUnAkuUlml (New Normal) finszuanisuslnandnsasiosulavfldifivinesnasamssialy
Inguaglusinsszing eminnisidsuudamginssuvesiuilan liinzidunsegtuen
Wy nsuesmgULUUMsSUUsEue syl 9 MniAsAdeadumsludsiuyseniudi
unJumsdeemsiiunaned warnstenandasiiiudemsesulatinniu (83 waes,
2563) nunniugaasistatudugaiivaddauasadrfanaluladinansldineiu swdnsgsna
waznguiamAayururie OTOP Jsdnuiiazdosuiufuazndndugsiavesaugnisnainidsia
visomsnanmeeula Ingliintesledeasnsmanaiiterinfadunsuilaelildunnian iesan
wildwdsaiuaiiannuaansalunsudedulindafuidundoudnfsuilanlugaunddalm
¥3a New Normal auifinnseausu ansh Teuslaa uaznisuendeld

Hagunsldiag esiled oansnisnaindelinsuuivasunuaniunisalii eliidiaan
wnzaudvanINNINATEgAe dany Tuusssy wgAnssuvesfuilaauazimaluladidnng
Wasuwladluegesnds mslfiedestiedemsmananludaysanns vie IMC Fadudeddgylu
nszuruMsdeansiiegilanaznszdunginssuuilanluszezonuazdeios nuuIAwAn
msnaagaiiunsaaagaliihlsinnisdeasnmsnaadsuysmesann mslieuddyiu
W&nsiouel (Product) aAilsdiadusln (Customer) Wy Ineneneuasianisiidinsinsening
wdnfusifunguidvanelazUuunumaInnsdeasmaisanidunisdoasnswandas
(Brand) Wanusaldneunazadrsjduiusivdusinalalagodenisaiisnuainsindngdoen
(Brand Equity) 61”38miqimﬂmiLﬂ%"aaﬁamiﬁ'amimimammﬁa 9 laun 1) nslawan
(Advertising) 2) n15d9L@31N15V18 (Sales Promotion) 3) n1saataldenanssulagUsyaunsal
(Events and Experiences) 4) nmsUsganduiusiazn15i#unaans (Public Relations and Publicity)
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5) msnataeeulatuasdediny 6) nsnaneulnsdniiiiode (Mobile Marketing) 7) n15man
N19M53uag g 1uT ey a (Direct and Database Marketing) waz 8) n1svu1elasldwiniiuvie
(Personal Selling) uysanmsuideymegiuiuuszdnsnim (siua efunideds, 2553) Fadulai
nsdeansnsmaadaysannisiuldgninnussgndlddeanslugsinsing 4 eghaunivianssand
wanSsigvuiusagiosiuseliendnvaliameiide dugaiiul uandousils
fatlndnfasfgurunielasins “nilaiiua vilandndus” (One Tumbol One Product
vide OTOP) WunuImsiiazadannuaiguiyueuliaunsoonsefugusanduogvesnuly
quuiﬁﬁsﬁu FedunuumswamLAnu1a1nlAsenTs One Village, One Product (OVOP) fisantn
Tednz (Oita) Uszinadiu e w.a 2504 Tnendulasamsiidaaiumamzugniisuazinidalngld
MaNYRILUURANRAIE U sUgni i uisudnd Tesinsdinatoundndinana
Huagvosaudu uarmuilusdauivdunnvansussmadldiuufniiugiu viendnusvgy,
ovop lusuldiiiensduimsugiaseduiosdiuresmuies (Wad vaudn, 2562) fadumneumula
annsoifiuaiesflodeasnisnarnlindndneivesnuesfazdamaliyuvuinnudunduay
aunsafiefisnies uagilvonuefinnntuld widd diede uazdseius Tungands, 2562)

wun19vaeuilaa (Customer Journey)

Laumwaqwuﬂm (Customer Journey) i Laumqfm‘L@ummqwuﬂmwummamwuﬁ
fuosdnsuiensaud duusreute szwineie wasudinsdoduduiauinig shlszsAvanuna
faunagnsviedinisiiazannsanevaussanudeanisvesiuilnalildundu uazannsn
MNaununagnssniIaatnlueuianisnsaiiensegslaliuilaraulalududuazuinng
nsimuduAwaruIn1siineulandanudesnisuaznisaieauianels ndansvglaeend
UsgAnSnmaniu (Flom, 2011) Fudulszaunisaifignéndiu fauius fuuusudlunnvemis
ADATEZIIANYNNTTINYRINA (USA ynaauUnsnen, 2563) lunTeadlefitunldifieains
AnwduiusiugnAn saudafindszansamlunisvisuaznszurunisandunismdansuole
(Lemon & Verhoef, 2016)

Wunsvasuilaalusfin-guatagiu

Tusdnsudunenisuslnavesuslaalifiaududeunnin esnidunisnisiu
marudeiidnvanudumaiion (Single Journey) Aausnou 5391319 warndennsd onan o
vounshlimsnausunagnémsnaeiioadiagiugndnlml wagdnugiugnAdalniay
adnfnfuvsudduildlionn wilugaiagiunginssumesiuslaaléivdeuudasl Tnsans
Tugsveansiuiuazdumdoyaifioatundnfasiuaruinsiliiusemsoouladifiutu waed
nstendnfusimnssulaflungundndusiussianeng o Winduediefinnsglan dwaliduma
nsiiumsveuslaalutiagduidsundadluanify Tnefunisinismaineeulad (Digital
Marketing) iudndey dufudumsninfumaesfuilnaiadunuisiadvidaivilvinagnsns
doansmsnanauszaunudisalél (Greene et al., 2009)

Tuneun1sd endnSusivesgndinderdumavesgndluefin fdnuagiduuvuduiy
(Traditional Customer Journey) Usznausig 4 Fupou (Lemon & Verhoef, 2016) el
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ANSUTELEU & X3
- AN5%8 A58
19890

(Awareness) (Consideration) (Purchasing) (Repurchase)

nssus

AR 1 1EUN19YBIgNARUUAUGY (Traditional Customer Journey)
#111: Lemon & Verhoef, 2016

1. M330§ (Awareness) #io Suneuusnitviliinguithmngldsunsudeys Meandoavos
NARS I wazAULANA19NATINEASEEY o Inedouldromnenisdoansiiuniedenavy
sranslavanludeinginsiml Ingnsvaredes davans trelavan Fauihldanuiunludisng
finguithvneisugde 19deflésunnuion uasdensounquituiiinn ssdsualinguitinuneiia
ns5uslage uaznguidivunednunsdiuenaldmsaevatuainaulndea wieliaudede
wanfusiadansiidodsaduniisuned dsenavsuidomiviausludedeuldnsa iy
309311 Fetunusuddsdeddsulsrnusunumniiteadinisiug

2. M3Uszifiuniaden (Consideration) Ao Fumeul naudmuesusdoyavoms
wAnSusiuarldvhmsdumdeyanis q wWefanudilafeatundndasiddu fauautfves
wAnS g Tniu 9100 wagnsmAnSusiure9eStlallddsnsdelusiud Tnsenalugadudni
Svinewdnsinst vierumteyaneazdealuivleduesuitnuarielavauszvrdunuseng 4

3. m3de (Purchasing) e tumeuiinguithuneiiaaudesnsdeuazay Ui miidu
Ao mhenanfasiviousnis fafumslifoya w 9t wienisuinmsasiinnudidyediebs
fan1sesunedeyaisatunanse wasanulanruressdndusiudoniineudnfauridu q
nsudsluslududaaiunisns JUuuunstiseiu MsuimandamsuneastaenseduliiAnnisde
wardeludunuiiunntu fafusinwenisvevesmingu vdenisinansusinsiminelasdilid
winuetuUTRSuTaud Ayt Insasfesdimalaniduninsmdndusiou q s
4adu udnualvesussyiasiiuenanazamesnuud ffeamsulandmsldnuiiinnninguds uas
fifosuneeandavesaniusossdaauisazannsovilfiianstold

4. 53 %1 (Repurchase) #30n158514A210295nnA (Loyalty Building) e Funou
n¥aniinguitmneldfeuasiluldnunieldsuuinmaieuiesuds nqudmanefaglse i
arwienelannnslindnfasituanuaaninounistendnsusiviouinig mnderufimela
warlifidoyalmiindinsndnsusllaamnsondnndn Sasilafninsndndue fudldey Aozifa
n39et1 Fenginssuvesngudmanednuededsiinsndndusiuazgshannuisndonisl
Aty

uilugatlagUunginssuvesiuslaauazaninuindesmsgsialsiuasuuasiegann
desnfuilaransadhdedumesidnldaseunauiiufiunnu ssfiasing q Sudufesususde
nsvhmsiuagmanainseulatinndu esanduilaaidelusie uaraunsadrdstoyaldunn
savinstolilléfdndauddodludefituivielnsds wianmnsatodlolusildluiug wanilds
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mLUu{]ﬁJfﬂ&mﬂiumui‘qumﬂii:umimauiwa‘umwmiﬂmﬂaemuﬂaﬂﬂmnw Raudriaun1ste
S¥INNT0 UaENaIN1STeNAnAMTINIoUTNNT (Ayanso, 2015) ImﬂLaumwaqmﬂmmuaaﬁ%ﬁa
(Digital Customer’s Journey) ‘maLaumwammwuﬂmaﬂﬂwuuﬂsvﬂauma 6 Tumen Fai
o v AsUTEY 4 z PRt .
QRFETH madan ANNTUBDU 1399 astnsini N15UBNED
(Awareness) (Consideration) (Preference) (Purchasing) (Loyalty) (Advocacy)

a

ﬂWW‘VI 2 Laumwmmuﬂmmuaa“ g

‘VI&H: Ayanso, 2015

1. M353U% (Awareness) fis Msfigsiadeansludsngugndidmunesinuresmienisdeans
fivannuansannduuaglduanetesisszneuiu Tasiawe nslidedsnueeulad fuvadnuas
Suanunsufisninaueliifiunmndnfusifissgaainuauls saudsnslddegydiduilodn
399519919 9 wazenalflawanvndesanlasa 4 ﬁqimwmﬂuuﬁaﬁwq e wazdolawan
wanUulsznounu ﬁaﬂguﬁw winlgingeanisnisdeastoyaui el uslnaldnsiudeya
eay LaEJWUENwammmuuumwmmﬂﬂmwm 1@BLLmavaammimﬁmmmamLauasua:uaiﬂm
naudmaneldunnsintu fanagnsiiuraggsiasidentld aszianvesde Snuvmrvondem
anudlumsiidsiuslandiuududifuesdussnouvesmnudifalunisainsnsiuivesnadugnen
\vnesiedy (Lemon & Verhoef, 2016)

2. m3Uszifiumaiden (Consideration) dsndingugnAiinnensudeyauds v
nsAumdeyafiaiuislSsuiisuneazidonvosnaniusiiunsndn Aueidu uazUseifiu
madenlunisindulade fedagtiuindumdeyamsdessulal ieonmssiuamuadiuvesdi
wneldnanteiniouing msliiniesilodmiudumdeyavudumesiin (Search Engine) Lilem
Foyasie o iy Fudenguidmanesinsmdeyaiiuiuudainnguimneuiinnudeansly
naurAnfariduiariauaulaviednnsndadue dufunianseduliiAanisdedeiniesile
doansnismanasing 1 enanseduliiAnnisiaduladeld uigshrzmunudeyaluduneutlden
iesniduteyaanguilaaiinglindsfusivazuinsiiduderienidadannindedegs mn
Budeyaludauinfosaiuliguslnanelmidaduladondnsusildiedu uimndudeyadsay
oraviliuslnanelmilinddendnsusivielduims dufulutiigtumngnéifnanalifianels
TunsnandeigsiadesiudidunsdanistgmlignilaeigaieliliiAnteyaldsay
uninszansludesoulay uaﬂmﬂﬁyﬂﬁjuL{Immammw‘hmiﬁmfa?l'aa’]iﬁ’uqiﬁﬁ]r;huﬁdaww
ooulat] 1y msdsternumilerd wedn Suansiunsy udu ilevedeyaseazidoauiaisly
Asusenaunsanaula (Webster & Hume, 2016; Greene et al., 2009)

3. A7 uvey (Preference) A 18 o A uMIToyauazUsziduniaudonudn
mnnguidmineiFuidnduveunsmaniausiiaznaladuazuvitenuludessula viee1ana
Aamuiitofunsudeyavesmswdadusiiy Fusloiianginssumdriudrfdnaziinnisdo
WA inusivIelduIng (Webster & Hume, 2016)




210

5

nsdeasMInaANaRS UL UTIRdUNn1ausLaalugn New Normal

]

a

augiand pansnaudd gvie o3

4. e (Purchasing) A \iladnauladouds nquidmnsazidendoniutesmisnisdn
Srvinendnfausiivainvats lasidenaindesafidfslding lududou smfudendomienis
FrseRusiusyuuesuladiivanvansguuuumumuazanesgndn fednduisesdfyfiazsil
Aansngladuia msziRadymideduslaafsauiureulunsndafusiuds uiidleasyiins
%@ﬂﬁuﬁﬂi%U’mﬂ’liﬁq‘QEﬂﬂ FUGaUY awvi’ﬂﬁqﬂé’uﬂ?{su%hi%alﬁ (Webster & Hume, 2016;
Greene et al., 2009)

5. AUATNANA (Loyalty) AD Lﬁ'aavﬂﬁﬂéﬁy@N561ﬁmsz/?l,l,aziﬁmmaaﬂ%mﬁmﬁm%m%u’%mi
ud yniAeedsgivladesanudnfusifinnuuanssanudndasifuiiesld fazinainu
2snAnfrenswanue fufugsiadedinnuddyiundugndndmenenduiiifianuasinsnd
lngldnagnsusmsanuduiusiugnan (Customer Relationship Management) 4agn15u3INI3
Uixaumiaj‘ﬁ'mﬁﬁuqmﬁ”l (Customer Experience Management) Lﬁ@lﬁqnﬁﬁﬁmm%ﬁﬂﬁﬂﬁﬁia
n3nAnTausiudadonantusiosnaseiiior wariAnindunufiadniunsindndas (Webster &
Hume, 2016; Kandampully, Zhang & Bilgihan, 2015; Greene et al., 2009)

6. "13veNeia (Advocacy) A dlognélédaunzvanodldnanfuriuiouinisudafiosrin
msvenseludessulatiim 4 fudsaunandean lunsddudwanaziintudetiuilnadinsly
NANSUITNTaUTNITRETANTANAITNANG ynuRenI AR ueiLaT Nazinisuenseniny
Usgiivlasdenandnsiviiouims defleifinadsuinlunisairssonveiduegrenn Jagduguslan
annsnvildvanesUnuuianisiand ossnanudseiulalud eeoulavdruda Wy isdn
uanunsy viseludessulatiansisuy Wy dulediui Wudu vieeslasuuunuionelaly
nsldusnisluseundiadusaulasing 9 wu aied Feut Wudu deiugshady 4 desfanu
dsadonnuing 4 Mfgtestundniasiogseiie lunsmsafuiumniternudaauusng
Tudessulay] gsfadpsmevausstenindsaulaedwiuiiinsudeliliAnnszuadeausons
WA (Howard & Kerin, 2013; Vivek, Beatty & Morgan, 2012; Greene et al., 2009; Gonring,
2008) fafunnsadrsusyaunisaiiidlsiiugndn (Customer Experience) asaeliiAnaudurou
(Preference) AN235NANA (Loyalty) wagnisuense (Advocacy) luldsuanla

Fafudumavesiuilan (Consumer Journey) Fuduindesiiofifinuddiidnmsnan
ArseenuUUNagnsdoansmananiaasldluudazdunousgrsdiussansnin wileundosdeli
fuslnmiinnisnouauesnudosmsvienseduliuilaafimnudesnstusnls

“nagmsn1sdeansiudenaa” terddeusinaga New Normal
nagnénisdoasiudendviavineds nslddeUssiandng 4 fanansadstnanslugdsu
aslfegeadanelusseynandunaifuinudeddvia wu lai (Line) wiin (Facebook) Liulus
(Website) 8uansuns (nstagram) iJudu Inefqajsneiiioiduniosdenszduanudosns
wagnsuilnavesiuilnalugadiava viednisesvilsAonsdeasla q Afanunelulad e
FosmavaneUsziam Ao Bla Insdws msuszqumaiale Asiuadsia viensdstenn sldney

[V
aa v o

LLUU‘V]‘LW] LU SMS Lvs LL?,JLLG]‘Ua’EJﬂ WEJ@LLF]EW] LLa‘”’JG]IEmE]L‘UuTULL‘U‘UMUQ‘UENFY]?GE]ﬂﬂﬁ INaNad
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AldBumosiiavnlnedunds 69.5% vieUszan 48.59 d1uAu (Gram Digital, n.d.) dstfumn
g3nalausiennslidearsidaiiedmdnsusiazialenalunsitidaduilnaluga New
Normal I taniuienfunandnsiguaursondndas OTOP flanunsaldnsdeasinudendsals
dieasusenumemenagnsiidusyansnnluguuuudedl (ugad aan¥naud, 2565)

1. ffveAudooulatvesngu Taevliuduidnuniu asmmuasseanden

Y

aualidutagdu i Admin SuiinseuuTuteyalaens

2. famaed nanzvesndnsmel 9ued Instagram wag Twitter 191 a v
(Content) 1Agafunstnadi3ossvesnay nansias anufivivdonsiauindnsios gnind
atuayuAud frasaiuwsuiduiiddnuasiienuduuddelu

3. Mnshsgeanuaulalunsidisiufanssuiundndusivazngulusiuuy Like &
Share ¥38%1UUAAIANUAALTAUANG € WiosuseTarseduanlunstedui Wy audnInnITuss
mesmeiniinden nsiauelewiesssenindndoy Wusu

4. l[¥nseanauuuUinset1n (Word of Mouth Marketing) Alsieftaelansanues
foyaludossulavsing  iieuanidsumnuAniiutazUssaunisaling q Mfeteaiioriodangy
AUILILLN 9 Aely

5. 1 Influencer lulanesulail 50 Review Bloggers M’%@Qﬂﬂaﬁﬁ%mﬁwdwﬁu%a
Tslunenanualazainuvesndnsoe

6. Tiduma vievihmadnusinglumihéum (Search Engine) 11nilan

I

7. woundadulau 1w Line Group, Line Chat maﬂmLLaUMaﬂm“%Lﬂuﬂizﬁwﬁw
weglunguiiteldidudomideansiugndselmivaszian wa audom sUndndnal nengd
wndnuaives Brand Wusvevethavinzauasinaue wazll Admin nausgainga

[ % I3

wnuilidunisvasdusinalugandiatlugnisuiunagns femsnismatandndnsiguyuluge
New Normal

failsnandwiuintagtussdnsdoundyfusuuuunmsiidudiavesuslaaiudsuuias
Luluga New Normal saufiuaduinmtianiamalulad (Digital Disruption) Iagnuinguilaadl
nsusuAsululdnstevglussuudidnnsetind (e-Commerce) snnFunazifitu fuilnasos
USusaunisgevedldusydfukasdudau q iumsesulatun dedeundguindunisuns
s¥UIATRY COVID-19 TidamaliiAnnisdenananl wagniaiiuszogsinmedsny dadlenisdeves
ooulatnarsiduatnsusedriuvesfuslnaud iy villsmwaniundasunisld91emunis e
Commerce 1ndu dwaligsAasauiuissufudunldnisdevionis e-Commerce 1918 (e-
Commerce, 2021) Lin159EUSUR T 018lusE UL e-Commerce VLﬁ”asJ'Nﬁﬁuqm%‘maﬁ?u
Fududosddnnginssunisdovosfuslnadmunglugadliffian lnsvnaainnisdnemie
Siesinnuiiidunsesuslaadmnglugaddiauuiunagnsiai esilod easnisnaing
nauithmnelilsnndige

dmsumsimunnagnéiad osilodoansnismaindimunzaufuusinalulangaddsia
Hagvududsddguaslisiniuludmivesdnsgsfaffyaainsiifianudanuaansasiu
nsnaaasilindonasen uiduiugsiemuaurienansuriedutuietdudesiluiuazen
89 Bauliandusiindouagdmielasyumuasiyaude endnvollaneivesiosiu uiynseu

211




212

- -

nsdeasMInaANaRS UL UTIRdUNn1ausLaalugn New Normal

]

o a

augiand pansnaudd gvie o3

finduianviayueuilie mnuansadudeansnsnann uiaindnnguendndndusoaseuiuas
VTR osnniedesiledeasnsnanaiiaenndostuidumaasduilnaduiutafondniash
Tguslaassnuanduel uazidledenaustlovifiagldsuannisuilaaniolddudmiouinis
(Clow, 2010) fstfumnagvnisnanalidndaduilan adenisansh ifaniste aufisdunisuende
wanSnsiitlsnaaeddudiussiulalddusndudostmuanaygnifiaensuiunisdearsmsnaingn
Tnifldiosnisiauadodost matmuanmiangay emahliuilnamiedud (Kotler,
2017) wanffunagnéiaissilodeansnainludediviauaznagndiedesilodeansnisnisnainuuy
FuRufinfiaadlifetudeliAnmaddensinnisnmsnarslulangatiagiu Gewug Tainesd,
2562) Fadunansuaitmonsruadus snonseuadug Swminawan fldnsimunnagnsnis
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