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Abstract

This study aimed to examine the influence of the 4Es modern marketing mix
(Experience, Exchange, Everyplace, and Evangelism) on consumers’ online repurchase
intention in imported perfume shops through Facebook groups. The sample in this study
consisted of 400 respondents. Inclusion criteria and screening questions were applied to
ensure that participants were members of Facebook groups for buying and selling
imported branded perfumes and had purchased perfumes within 12 months prior to data
collection. Afterward, respondents were recruited using convenience sampling and
voluntary response sampling, and data were collected using an online questionnaire
administered via Google Forms.

The findings revealed that, among the modern marketing mix 4Es, Everyplace
had the strongest influence on consumers’ online repurchase intention (B = 0.287,
p < 0.001), followed by Evangelism (B = 0.257, p < 0.001) and Experience (B = 0.209,

p < 0.001), whereas Exchange did not have a statistically significant influence.

Index terms: 4Es modern marketing mix, online repurchase intention, imported perfume

shops, Facebook groups



NI

[=f 0o @
aadnauazaNEIA
% d? a (% 6a v a 1 1 d' a (%
Mﬁa@uummamsaumaau‘lauuLLqum@uImammaLuaa TagLan1zauan
UNTULRZAINNINN LT e s‘?jan‘juﬁuﬁwﬂuLﬂamﬁa:ﬁauqﬂﬁﬂmwLLazqmﬂ"}ma
90N VIMENARIA E-Commerce BadInaduwiliiuvsuaiatnsaritad lay Facebook
Lflul,l,wamvxlai’uﬁ;‘ifuﬂmﬁwwmﬂﬁq@ (muw“’wmgsﬁamiﬁm 2566) %anNNHh AAA
dnenludszinalnaisasnisidulaadsdesas 5.86 dell (Ennaunlovisuay
6 U Y v & ] 3’ Ai [ [ 6 [
ENTAIEATNITAN, 2568) geranlwlAinitii el duR oL AI AR N ILAZR TN
Uszaunsainndasual 4ananiauiseuad Herz (2016) aFunedn naudanusunus
a v o & 1 U 1 a et
AUUTERUMIDIAN DTN DILAZANUNTIFN smmnaﬁaqmmmwmlaLLa:mm;dﬂwuma
6 d'l v A Qs b‘d‘d 9/:' =3 = 2 d' a
a15u o L;Jaguﬂﬂﬂvl,muﬂi:aumim'ﬂ@mﬂmﬂﬂjm'ﬂau mm’nmﬂu"lﬂ@gam:mm
WOANTINNNITT
TudNITARa LWIAAEIBUTZFUNIIANALUUAILGN 4Ps 130 TuiNsawalunng
afunuwn@niTuguilnagaddvia J9iiaunifia 4Es Marketing Mix leiur n13aing
Uszaun130id (Experience) n1suanilfouainadudn (Exchange) n1sidniislaing

1 v

(Everyplace) LLa:miﬁwgﬂ@Tﬁmﬂizaﬁﬂ (Evangelism) NNaLuUszaun1sal uwantUaon

q

AMNANAT AUFTAIN UAZNITRTANUFNWUTAUZNAN (Fetherstonhaugh, 2009)

2

wAaaINAMFEAARaINY U lung saauni (2564) ATIMIaananIsUTuanmsin
ﬁuﬁﬂﬂgjmm%wmmﬂi:ﬁ'ﬂ%LLa:miﬁmm’wmaa;ju%lnﬂluiaﬂaau"laﬁ
wIeaaEIvaNLUIWaR e au latlwlssinalneazifulaatnsdatitay wee

A AR

FIMUIUNANBINATIRIBUTZRNNIARAFN D IR 4Es @iamm@‘?ﬂﬁ]%aﬁﬂuﬁuwmju
watndauinsdnna I@mﬂwwﬂumjuﬁuﬁwﬂmﬁaﬂ uisahislianudranlung
aTUNUENTWATEY 4Es AaANNAIATaTIaa% At LLa:LﬂuLmeﬂumsﬁmu@ﬂaq‘nﬁ
mwm@Lﬁaa%ﬁammvleﬁﬂ%'wLLa:mmsTaﬁumaagsﬁﬁﬂuamﬂ@
¥ 6 a o
anilszginzainmiivg
a o 095 dq’db 6 dll = a a 1 b [l

ﬂ’maﬂmaum@qﬂifzmmwaﬂﬂma'ﬂﬁwamaamuﬂizawmmm@awlm 4Es
laun nIg3edszrUNIIDING mmamﬂﬁﬂummﬁum AT ladne waznTedne
Qﬂﬁﬂnﬂiza‘h@iammé’lﬂa%aeﬁﬁaaﬂaﬁmaa;ju?Imlu%“mﬁ’]ﬁ’mammsuﬁﬁwﬁ’lmu

ﬂajmwsﬁﬂ"ﬂ



YDULWANITIVY
Aa o g:ﬁ 1 [ ' (% ] % {d‘d

NWIpRAnEaIwlIzruNIIaaaaNalnd 4Es laun n1saetszauniIning
mmamﬂﬁwmmﬁwm nyandgladne Ltazmsa%agﬂﬁwmi:ﬁ‘ha'awa@iammﬁosla
dy :’ 6 1 [ 1 A v oA d' A?i’ :‘ 6 o U 1 (% LY ]
Fatroaw el la ﬂnqwmamaﬂa;duﬂmmﬂmammuLmsu@mmﬂmmmmiuﬂqu
\engfn %uﬂuﬂ@;uﬂ@ Ml 12 1A UNRIBUT $1%7% 400 A% NIT NIIANB N1IIIVIIN
ﬁaga LATMNIIAVLHARINITIFUANAWNTAILGALA D WRINIAN W.A.2568 DILAWTWINAN
W.¢.2568

& A 1 ')
sTanminaininozlasu
6 [ d' [ 1 [ 1l a
1, LﬂumwmalaaﬂmmgmmmJmuﬂszammmm@amlﬂu 4Es TwuSunvas
a ¥ A 3’ a 6ea & a 6 a a A .
fudduiios Saduiney warwasgalannIeindunloFuaiide (Social Commerce)
204Ny

v
¥ o

6 o a v 6 d'l 2
2. W@ mauaaﬂaummmmwmamiﬂﬂs:qﬂﬂ%’lummnnaqwﬁ LNARINI

e3T

ﬂs:aumszﬁﬁﬁLLa:nixéjulﬁLﬁ@ﬂﬁisﬁasﬁﬁ Vimﬂmaﬂ’mmw”uﬁgo

a

3. ;‘?ﬂaulaﬁﬁqiﬁaaaﬂaﬁuu Facebook 13130 bt dwuwin1slun1Iusnay

'«S'mmimwé'wﬁ'uﬁﬁ'u;ﬂnﬁﬂ Lﬁé]ﬁ%’]W’;Wﬂ'@ﬁﬂﬁﬁ'ﬂﬁqiﬁ%
NMINUNIBITITHAIIN

<& $ & ¢ . .
AN lRtatiaanlan (Online Repurchase Intention: ORI)
ANNadlaTagInndaan lat (Online Repurchase Intention: ORI) #a1884AY

'mﬁ]zl,ﬂuﬁ;ju?[nmzmné’u%aﬁuﬁm?au’%mimﬂ;jmw%afﬁuﬁ”ﬁaaﬂaﬁtﬁﬂuamm
(Johan et al., 2020) lasuwiAadildasursainuadlanazlduatrsdaiitasluniun
289n15T0UT900w a1 LazHIRENOULWLAWIN Lﬁﬂ%ﬂ%lﬂﬂ%ﬂiﬂmﬁﬁLLaZﬁﬂ’J’m

U a w a v & = = v dl Qs dq, g/ 6"
177191 luuSunlausEnvie AazduuwilduNaznauuidasIni1ioan la wauiaa
(Wantara & Suryanto, 2023) 113% annsdAnswuidunuluninsgnddutudni
dunulunisnigndrlndunn (Wen et al., 2011) guslaafiianuinddaduisaulaau

y . o 3 e ar 2 , . & o & ¥
wikanafimasgaunniguilnanily (Ding et al., 2022) aivu anuailadadnaanlat
=S [ Qs gu L = dl v a dl Qs dl o o v Y 6
Jndudmziaanuindnliuaneuununienisisidalauigadnivgdiaanlad
(Fang et al., 2014)

dmilseaunisananaasialnal 4Es Marketing Mix
wdfaFINUTzaNNINITaaaaN el 4Es 284 Fetherstonhaugh (2009) 1@5U

o LA ' A = = oA Z o
NMINAN WV ULNDADUFUAIGDNITIURUULURINTIALIY daLibas LLE\]ZL‘EE]&IIEJGT]%“U ARy



aa o

HAAINA I@slLﬂumsﬂ%'uLﬂ§zlmguuaamndmﬂszaummm@LLumfaL@u 4Ps Tt
“FUA" m;:jmimm@ﬁt,ﬁu “;juﬂm” Lﬂuﬂuﬁﬂmo (20123304 1N79, 2566) Founda
4Es ftmmzasmﬁaéw%’uaoﬁmﬁ&jaa%"wmmé’wﬁ'ufiwzm’s LATANUANAVDIRNA
(Sarmiati et al., 2024) lagmanwizadnsfsluuSunaasnstoldsaonlas deiusaimnis
ﬁ'ﬁwluﬂa@ﬂ'uﬁmmazmﬂamﬂLLazéf'sLﬁaﬂﬁ%mﬂmmlﬁﬁugﬁinﬂ At la
p9Alsznauved 4Es ﬁaﬁyugmmaaﬁfﬂmmm@ﬁﬁaommm:ﬁunaqwﬂuqﬂaﬁﬁa
3wy qw%qmﬂw LazALY, 2567) Fti uwaResUlTERuMINsamaasnlne 4Es 59
antrunldidunsavunifalunnsdnufsdninaiifdaonituasledadroanla

U

maopju‘%lmluﬁ”mﬁmm ANULUIUANLTN Nmmjmﬂmﬂ"ﬂ

. ¥ fa a
Experience (N13d@39U3sdUNIITUNA)

a v nq( U (cfd a qqll dq( :’ 6
Ta1398% NIRTIUITLRUNIINARINIINaTUNANNAI LaTat 08k Latiuad

v
v ¥ o 6 o

VI AA U RaNLUTHATNLTN LG LHaINNNITOVILINN O NHIWT 8IN1ID 8% baTEL T

N

D e

'
¥y A v o a

AUAINHUSINA LURIUITONARAINA BRI TN NRAUAI1ITINOUAA W LITO LA LABATI

2

v a L 1 ¥ = & v Q/ =) { 1
Au3lnadsands “dszaunisalazniemade” unan Siseandasiuuwifafinasiinig
A : . a A A o A A A
1R8N Product VLﬂg Experience g N1ILURYIUINNFUAIRIDLININAOURWDIAINY
dasnivasgnen ldgnisaiedzsumaniliiuilnai&nfi@ (Parkhomenko & larmosh,
2022) vautzaunmssininadusndudumliniuguilne aseuagunniunauuesns
Touazn3lEau asudn13Tu3aTuInlauisuinInaininne (And & Shahnaei, 2015
8190911 Sarmiati et al., 2024) Tsluuwaanasuoan ladmIzsUszaunsaindsunT
N lana183 T RUAILANITAUAIFUAIAIRAILIANTRAINITINY tNaL AN Y sz aunTal
U ko k4 ) aAa =y A 1
nitedisldadnanin (awus andyglos uazame, 2567) TIuand193nn1IAA
LOUAILAUNIE N IuAMENTAVBIFUA (WTT N97A% uae nig)dl waad, 2568)
v a A2 R © A a o A o AaX v cda
Auslnagaiislildamanianesfudwiataiauendsn uddasnsdszaunsainénh
(Peteva, 2021)

€dlddn a ]

H1: 1183 9U3sRUMIDINadanTwadanIuadladadiaa e aaqjﬁinﬂlu

PUAINRDNLLTUAN Limmﬂ@:mwsnﬁﬂ

Exchange (m‘suamﬂﬁﬂumwﬁq’wm)
mmamﬂ?iﬂum’]mjwmdwa@iamwéﬂlﬁ]sﬁa%ﬂaau"laﬂumu?a‘i’mﬁ'uf: WNTE

fuslaaluagdulildnasnandudssidunan udlvanuidyiugmerfuaniddou

(Lim, 2021 §19891w Liu & Kenikasahmanworakhun, 2023) m3snmenlulafguslne

Juihquandiafisunudunundsly (Konhausner et al., 2021) lasdunuitldlddia



LWz TwrT LAgI5InEe a1 anuaule usswaImsensuaiiaziale maa;&”ﬁinﬂ
%8 (Peteva, 2021) Gsgaandasnuumifafivesitmaaonain “Price” 1u “Exchange”
fa ﬂm,ﬂfé"ﬂmnrm'mjaLﬁuﬁ'éfunmwmvlﬂ;jmsﬁmsqummﬁvlﬁ%'u (Limna, 2023) %9
lunrsdanseaulai ;jﬁinm:ﬁmsmﬂmwmj"mha’mqnm"maaﬁuﬁﬁﬁmmm
AaUFUaIANNAMAnIILazL] Ty ldaudasnis (88712350 1NA9, 2566) ﬂagmﬁf
@1% Exchange 7’-3\1mmmQuﬁamsﬁ’mumwmﬁl,mw”uvlﬁ é’aL‘é‘aﬂmiﬁw:Lﬁuﬁ%%Qu
mMIARERAIaNe LLazmiaﬁuagugnﬁnﬁﬁﬂs:ﬁn%mw mm%ﬁammﬁmﬁﬁﬁaa
mﬁ'ﬂmiﬁm’nuLﬁwlﬁ]wqﬁmmgﬁimLLazmiﬂ%'mJgamsﬁ’]gimmaau"l,aﬁazi'm

doLiiay (Idwg qw%qmﬂﬂm URrADLE, 2567)

H2: ﬂ’ﬁLLaﬂLllaU%ﬂ’n&l@?&lﬁ’]ﬁa‘ﬂ%‘v\lﬂ@iﬂﬂ’]’?&léﬂﬁl’%%@‘ﬁ’]ﬂﬂ%ﬂaﬁﬂl ?NI};J:/‘]J%IJ“I@]FL%

U N LLTIATN RIAQVEERIE piy

Y K Y1
Everyplace (n13t3199 ladng)
M bedeidunmsiddonann “Place” 1w “Everyplace” w3aundinwissasls

° '

{ a { L= o ] a &
#1371 “Everywhere” da mMaddsuanumifagniwniasiniisuuuidn saduldenw

=

Wanlvvasgdrddn vudunsldanuddyiuanuszainauisuazniadifizes
Hu3lna (Saranrom et al., 2021) ﬁfﬂmmm@%dﬁaaﬁ'@ummmjl,ﬁ'mﬁ'u?aimi WAz
TEINAN Lﬁaiﬁmmim“ﬁﬁﬁapjﬁimﬂﬁ(Parkhomenko & larmosh, 2022) Waz9
Lﬁmimﬁ'umwa:mnamﬂﬁpjﬁ‘[nmﬂﬁ% wfsnszuumssidedudilisudan
LLazmsamia?}amiﬁu;jmsjvl,@i”a:mﬂLLauﬂumu@ﬁ (1273 1N, 2566) mndeit
fadusesuduanebilulanaawlay (Gawus ansylre uazame, 2567) e TuuSun
maa%‘mﬁwﬁmauumuﬁﬁwLﬁwmumjm%lmﬁﬂ ANMNRZAIN AT DI B FINA LA

a

Q’UﬂnﬂﬁumiﬁuLﬁ@mmﬁﬂﬁ]%aeﬁﬂmaaauvl,mﬂuamﬂ@

¥ XK U Aa Aa ] Oq: 2( Z’ 6 v Aa % U
H3: miw’ma"l,m’mwaﬂﬁwa@amwmlwaﬁmaauvlaumao;duﬂnﬂlm’mm

IRANLUITUALTN mumjmwmﬁﬂ

Evangelism (n13&3719ana12119e31)

ﬂ’li&%”]d@ﬂﬁ’m’lﬂizﬁ]"’l WJunsiddsuann “Promotion” 10n “Evangelism” fa Ny
wWasnumAaanmMIgaaiunIne ldgnissedaivauuaniudr 3ds3 ondyyloy
LRTADHY, 2567) NANG waznIzAaTasulumIuUs LAz LNSAUMPIaUSINNII8AINY
A o o X caa A v A ¢ o A o “ A
aan 8vInIIndseaunmstinauszasuoingnaddouuIna (W3 19w Las g el

a o & v a 2 A o A A . ) & a ae
WRAI, 2568) AdUH a‘ﬂii.ﬂﬂ"ﬂ\‘]3\'LL%?I%NW%x@JﬁQuiQNﬂULLWﬂ@]Wai@JIsﬁlﬂjﬂaﬂaNLuisﬁ



v A

3 § [ o . 2 ° % { v
mnmmﬁa"lmumsauuagu (Limna, 2023) mgnmwﬁowalwzm%mﬁlﬂugaumgu
laganaslakiunsuande warResinuaawla (Tunpornchai et al., 2024) Tadafgne
Ao twmIdsznulanazuanda leun qmmwmsmsa;ﬁuﬁa MIRIRWAN RZUINT
PRINITVIY NISRARITLUUFINAD mmmmzﬁumi%auam{wammé’uw“’ufﬁﬁvlﬁ
(GERRRRI 2INN3, 2566) ;&“ﬂs:ﬂaumiﬂiﬁﬁauﬁumsﬁamiasmaﬁ’naual,ﬁaa%"'m

[ o 6 6 @ U Aaa 6 a % Gq/, a
ANURUN TN TN AN UANAN (3w qquy"lmm WRZADAE, 2567) AITU IUUSUNVDY
AR DU LU TN "5\1Lﬂuﬂaﬁ'ﬂﬁtﬁa@iamia%”wmmpdﬂﬁ’u LRTRILRTNLWI LN

n’mﬁ@ﬂ'smﬁolaé‘fjaéﬁwmoaau"laﬁmaa;‘ij”uﬂnﬂ

H4: mm%’mgﬂﬁwwﬂs:ﬁi’]ﬁ‘éﬂ%wa@iammé’olaé’f‘jasﬁwaauvl,aﬁmm ;ju’ﬂmlu

UANRANLLTUAN L?Twcimﬂ@;mweﬁﬂ"ﬂ

NSOULWIANNAA

dnilszannisaarnanelua 4Es

[y faa
nsasvlszaunTing H1

(Experience)

nsuaniagwaNuanan H2 e . )
[ b -~ o
> ANMNAIlaGat12anlal
(Exchange)
(Online Repurchase Intention:
Y KR F 7]
mM3Lnne tadne H3 ORI)

(Everyplace)

¥ ¥ [
nIE9anA11dIEan Ha
u

\ 4

(Evangelism)

AT 1 nFauLwIAa NI



35BN

TunsAnE BndwatadswlszauniIaataasalva 4Es mnn&jué’aaﬂwﬁu‘ﬂm

Tusrwaivay Lmiuﬁﬁ’uiﬁmumju W\Imﬁ:ﬂ {39 glarrwadsainwnisisy lagd

NuaztduaaIsia i

1. Uszonny Ao EEU%IJW@‘?IILﬂEl%aﬁ’ma&lLLU?%@TﬁWLfﬁﬁ]’]ﬂ(v’i’]dﬂizmﬂﬂ'}u
ﬁaoﬂwaaauvlaﬂumjmwsnﬁﬂ muluszazianbaifiv 12 Lﬁauﬁaumﬂﬁuﬁaga

2. nauAIBENg Ae mjuéﬁasjw"lﬁmnnﬁﬁ'mﬁaml,uuvlsjLﬂummmﬁmﬂu
(Non-probability Sampling) laslditinsinisaadn (Inclusion Criteria) wazazliiau
AANIad (Screening Question) lmmuaaumuLﬁaﬁ'@Lﬁanﬂéwé’aamalﬁmamwman
leud 1) Lﬂuam%ﬂmaamjustmj:ﬂﬁslﬁﬁaﬂﬁ%ammﬁmauLLusu@TﬁWLﬁﬂ 2) 1ade
imanmoluszazig 12 \AannauM ALY NAINAALRENNFNAIBENANLNIUH
fimuaus Aiaulditnsiiandatng 2 35 F39 1) MILRNNAUABENSLULANUEZAIN
(Convenience Sampling) 1agN1T&#IRINUUUROUDINNIUTOINIIUTNFIUA
(Private Chat) M’ﬁ'uam%ﬂﬁﬁqmauﬁ@mamwmmﬁ 2) MIlieannguaageauaNy
&NAT}3 (Voluntary Response Sampling) 1o almiﬂi:"mé’uﬁufsimhasﬂumﬂm%l%ﬁnﬁ
ungaudhwans waznsunu sz sunasnSaaI0ny (QR Code) 189uDUFOUANN
Vl,ﬂw%auﬁ'undaaw”aqﬁuﬁwﬁﬁ'@ﬁﬂﬁﬁ'mjﬂﬁw naiutayadiiunislugiaden

WoAdnow 9LAaUsUNAN W.a. 2568 wazlandudiatninaiudnuim 400 au

LAaINaN 12 1kn13398

A A A A <A o A9 o ! o '
LﬂiaﬂwaﬂlﬁuﬂqijﬁlU‘ﬂiﬂuLUuLLUUaaUﬂquimﬂqwaquﬂizaNﬂqi(ﬂa']@ﬁllEJIVIN

2

-

4Es fAfianswadonnuasladod Geutsoantin 5 sau

dandi 1 1 ludauaansas Gedanwmedunuudadan (Checklist) $1wan 2 98

Al 2 Lﬂuﬁ’m’m%;&aﬁ;’gvl,ﬂﬁﬂuﬂiw’mima@? ldur e g eldadode
o uazandn Fedsnwaiduuuudaian (Checklist)

dawt 3 uuuusauniNAsanuiTasadInlszaun1saanaasolng 4Es
frualdidudranunanaindszanmdn 5 szau @w3luuy Likert scale 9143 15 )
lapdiudpdnnunniuaas gu1a3sm 1A (2566)

dandt 4 (uuuusaunuAsIiuauasladadieawlasi (Online Repurchase
Intention) fnuabitdudIaINIIANFIUUTTNIMAN 5 T2AU aN3UUUY Likert scale
I 4 99 1a Uﬂ%’ﬁﬂ;dﬁﬁmummmmaa Wantara and Suryanto (2023)

#2390 5 LT URUUROUDINNSINUT LR AL



Q”E%’ﬂﬁﬁwmi Pre-Test 31%4% 5 A% LAZNARAUANNLTONUVILULFOLANAY
> ' ° 1 . o Y Aaa [ a =~
NANA8819%1389 (Pilot Test) 91124 30 A lavlodadfarguiszanduaanivag
y .. < ] o (% | A ;&’
AT81LA (Cronbach’s Alpha Coefficient) lastialudnaniuldagn 0.70 Iuld lae
ANATAULNATAIEIBUTERNNIIAANA RN I 4Es 71 0.742 — 0.894 LATAINNAS LAt
pau AN 0.721
nnd‘ a 6 v a v 3 .:3’ (% aa aAa
an@wlﬂﬂumsamswwmagalumsmﬂmauﬂ‘s:naumu FOALTINITRW
(Descriptive Statistics) laliAl i1ANA (Frequency) AnTauas (Percentage) ANLade
(Mean) waz&Iutdadlunuaun1a331% (Standard Deviation) Lﬁaa%mslé'nwmzﬁ'ﬂﬂmaamju
A288N9 S’mﬁmu'ﬂﬁml,azmiﬂ‘szmﬂmaﬁaga %ANAIN Qﬁﬁ‘i’ﬂ"[@ﬂﬁaﬁ&%mgmu
(Inferential Statistics) I@]Elﬂ’]i’?l,m’lzﬁﬂ@]ﬂaﬂww@m (Multiple Regression Analysis) N8
NAFIURNNATINUAL AR ENTWAVaIUdaz ALl sBaIzNTldaniuasladadivas

;ju’%Im
NAN13IVY

IMNMITIVTINUULFOLDNTIANA 400 70 WU LA HANIANBINLI N
aadrdmlngidmnesy duin 257 aw Aalduiooas 64.3 LAZIWAWD 1w 143
aw Aatduiauaz 35.8 01 WAMIANMIWLI ﬂ@;m‘ﬁasiwdaﬂmyjﬁawqaéluﬁw 41 - 50
U 4w 177 au Aarduiasas 44.3 3898901009078 31 - 40 T d1mam 132 au fa
udasaz 33.0 uazg9e1y 21 - 30 T 41u2u 53 au Aaiduiasaz 13.3 E%m%'unajuﬁﬁ
218 51 4wl G31mm 34 an Aaueuss 8.5 LLa:ﬂajmﬁﬁmq@ﬁmdw 20 T {3uan
ﬁaﬂﬁq@ﬁa 4 au dendludasss 1.0 Toldadoaaidon nan1TANEIWL N ﬂ@;mﬁaﬂw
muslmy'ﬁiw"lﬁmﬁy@imﬁaua%ﬂuﬁw 35,000 - 45,000 U1N 311471 135 A Aatdusas
a2 33.8 sa9a9unAaT 1978 le 45,001 L nduly $1mam 123 au dardudesas 30.8 uaz
729778 16 25,001 — 35,000 LN %71 92 au Aetdusesas 23.0 E%m%'umjuﬁﬁs’mvlﬁ
15,000 — 25,000 110 §3 %% 37 au Aatdusesas 9.3 LLazﬂéjwﬁﬁiﬁﬂ@Tﬁaﬂﬂdﬁ 15,000
U ﬁﬁ‘i’]muﬁaﬂﬁq@ﬁa 13 au Aalduiouas 3.3 Wazo1TW WANTANBIWLIN NEN
datusulngiieningifagiudi d1uu 225 au daiduiesaz 56.3 v9a9u1dae
WHNIULTEM 1% 87 au Aatduipsas 21.8 LazN1INNIIFIENND 91U 80 AU
Aailudonas 20.0 MG wanaNi dorEwinSowAnAnE ST 6 aw Aaidusas

82 1.5 LAZENTWAY 9 LTW TUIN LAZWHNIIBINY aedaz 1 an Aaiduiauas 0.2

NAN1TILATIZAEIULTEaUNNTA m@aﬁ'afl,mi 4Es Y94 Qu’%‘l?n@lu%mﬁnﬁmm

LLmu@Tﬁ’]Lﬁmmmijmﬁﬂ TagAINIIN WU @1wn1IRTI9UIERUNIIDING
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(Experience) ﬁ@hmé"ﬂgoq@ (x = 4.51, S.D. = 0.42) agﬂmz@"’umﬂﬁq@ 709890108 AN
mmamﬂ&"ﬂuﬂmmj”wm (Exchange) (x = 4.50, S.D. = 0.50) a%ﬂu‘s:ﬁumﬂ LRZAIHNT
inf4 16418 (Everyplace) (x = 4.48, S.D. = 0.46) %aagiiuszé’uwwn Fanduiiddiasy
@iwq@ﬁa AWNNIFTNANA 5237 (Evangelism) (x = 4.44, S.D. = 0.54) a%ﬂm:ﬁumﬂ

HANNTILATIZHEIUA 4 TasuULFAUANIAEITUANNasladadeaulal Tay

AWIIN WU (x = 4.54, S.D. = 0.43) a;ﬂm:@?’umﬂﬁq@

@131911 1 HaNINaFaUFNNAZINENTWATRIRIULTEANNIAanaFlnlrd 4Es

dannued lasadioanlaiuag Qu%lnﬂlu%”wuﬁﬁﬁﬂm ANULUITUALTN QUG REVRIL ity

audswansal B SE(B) B t p-value
(Constant) 1.437 0.215 6.691  0.000
srunsslssaumsnifia 0.216 0.051 0.209 4217 0.000*
ﬁmmmamﬂ‘éwﬂm@jum 0.0001 0.042 0.000 0.002  0.998
WML ladne 0.272 0.048 0.287 5.669  0.000*
UM IFNNANLEdn 0.206 0.040 0.257 5.170  0.000*

R = 0.612, R ? =0.375, Adjusted R ? = 0.368, F = 59.154

* InURAUNIRDANIZAL p-value < 0.001

INMIAATIZR 7171 wWudn msdniebadne (B = 0.287, p < 0.001) N334
andandszdn (B = 0.257, p < 0.001) wazmsaidszaumaning (B = 0.209, p < 0.001)
Aa A ] & dql/ ? 6 CZA) 1 A @ o o AAA e
fantwadennuasladedreanlaiasguilnaadnaliduimaynisaiianizeau 0.05 lag
sanInatusanuuliunuveianuatladediaaulatvesduilaaluiudiines
wosudiddunguinenldiaoas 36.80 (Adjusted R? = 0.368) a4 uIInaNTY
FNNAZIU H1, H3 waz H4 amziaudsnauanilfsuanuduarldnuindannade
anuatladedianladvesduilnaluiudimenuusudindiiungunadnaine

@ o 04 aa A& a a
BYRIATUNINTDA wﬂgmmumgm H2

anisaey

o

INNHNANITIDEY gﬁﬁ‘i’yﬁlzaﬁﬂﬁslmww:ﬂizlﬁuﬁ%ﬁﬁmﬁﬁmmimL@'uvﬁaLL@m@m

v 1

nnthdsdu 9 idunan laswud dunsuaniddouanuduen (Exchange) laidudads
dlda a 1 Oq// dql’ g/ 6 ] a o o s aa & 1 &/ a
niidnTnadannuasladadaanlatadrelivdnynesia d9ldduldeusundgv
N9ty HAAINEIIDNARENDWLWLAIN 'ﬁ,’manLLmu@TﬁnLﬂTﬂLﬂuﬁuﬁwﬁﬁﬁﬂummgm’l
& v oa a v o s ot 1 > 'y a
(Luxury) sm@uﬂmml%mmmﬂmwﬂuqmmmamsmﬁ MWANDE LRZNITREVAUGIA

annimadszifinanududidiuian ammu Tadoduniadiiisldite (Everyplace)
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N1983199NnA1211/3297 (Evangelism) wazn138519132aun130inG (Experience) 393
wmﬂéﬂﬁ%ymnn’jﬂumimz{fum']m}gﬂa}%asgﬁ

HANITISURINA1NFENAREINUINUISHUEY Sun and Chaipoopirutana (2015) s

ﬁm:mﬁ%mmﬁmmqaﬂsmmis‘f?a§uﬁ’m3mﬁ$mwgij“u‘%Imma"lwmm:ma%‘u F

WU NISUTRIUIINILATAIANN (price—quality perceptions) taitduiTasafiganada

q

2

(2

anuaslazadiaasguilnasiinglunamwamuas aeeuiguilnasiinalungs
fudmgnminlienuddyiugudmiansuaiuazanusIFIANINNIANUgNA

AUBINNN
v
YoLAWBD LI

Borawaunslumarinlyly

INNANITIIY ;jl”ﬂs:ﬂaumﬁ’mﬁﬁﬁ’mammm@mﬂLimmmj:mwsﬁﬁﬂmﬂﬁ
ANUAAYAUMIRAIWNTININIENAY MIgiueNuEINUEALANA LaznTaenuLUL
ﬂsmummiﬁalﬁﬁ'ugnﬁ%ﬂumﬁ'ﬂ AILGAUMTINHINIATIIUGUA HATUAZTIAN \Ha

gyanulasoulunitusiunassaasuliiianisdadn

¥ o %] a o q? 1
VDLEWDURTEIMSUNITIVEASIAa L1

Al uawIaanITNITINANBIAILUIBWANLAN 1T au139lalui e
(Trust) AuAswalavasgndn (Satisfaction) Mwanwala&@ud1 (Brand Image) uaz
a a Aa % di =® 1 s 1 £ 6 di
anTwaresTTNGlEudu Muisreeveuwangudlai lddiunaanasuau
uwazfuddziandn 9 NaliuaNuaTauaguuazAUEmANTnlun1IEBInan Ty

21N
Y a
LaN&1591999
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