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2.1.1 wuRstNEuMalasunyasmefsan  (Social Change Concept)

n. ArsnsssnslRsusdamadenn (wehing duilmzatis, 2540 : 20)
fWamnnevesmsuRauulsmnademlimeviniiddigan afiy. ann
WamnumnglinmauRauiamidean A “mefirusunsnnddanlufisnssuzenguussdl

prmdiusTuansin s nfuEsusevyprldmeninniou

du wnefisn 1swef (Everstie Roger ) Wiamumngdn |

nsulinlamedrn Remnunsimaaeuaaisaulaneiuseig
UTTLLIAIAY Imﬂﬁ%umuﬁﬁqﬁtg 3 Ae 1. maUszAugAndu (Invention) 2. NTUNInTTaNE
(Diffusion) 3. Nﬂﬁlﬁm‘mm?tﬂgﬂuuﬂm (Consequences) ﬁqmmﬂummﬂué'u {(Adoption) VR

Ufjias (Rejection) uamnesa il
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1. MR lniilidaawnt¥ (Unplanned Social Change) pralunsi A ing
urenThidett wiamsu Raumnmmonesa FATY yees, neanFencdng) Taanausn
rielifom s iAenuiadly

2. msuitu laitlgiiniensundld (Planned Social Change) dsfidnsnusiidndy e
ﬁﬁmqﬂs‘:mﬁummﬂLﬂﬁlauuﬂmﬁuﬂ‘ﬁ’m fevdumeamaAeumlnadiiuaty iemienisalfe
ulasiiwiuey fszazatasnisnanuniag uﬂzﬂqwﬁ"‘a‘ﬁ'lunmﬁﬁﬂuuﬂmﬁﬂﬂnuuu‘l’ﬂml
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A. ;ﬂLmtuLLﬁ:ﬁ:ﬁummmﬁLﬂﬁﬂutLﬂaqwqqé’Qﬂn
m?LﬂﬁﬂuLLﬂMﬂNﬁx‘mmwLﬁmﬁu'l.u‘gﬂuuuﬁ*m " U m’nﬂ&"ﬂuuﬂmﬁﬂuﬂﬁﬁﬁﬂ
win mefudewurinluareua mewiAnuwgiinmmmaseiiugae e R nsguiiny
yadaLl msdesns msfnen eSS YA nsudeuninmnedsnuenaerussdt
n3e Humandeuuiedasedne sy Ao resdrnionn e praiunfeumag
TuginuLRnUMNI&IAN NRNITHUIBNNAN Ltazﬁaﬂ'luwmuﬁegm fhamswReuuasmmuns

faanyara (Hevkg adlim] 2521: 4)

1. nagmsnnsnlRenulamndean
- el o0 o4 Y ou . Y ar
Aruuanauaznaanane WiiamanRauuamsdimiiimsisunneenenu
romaafuaclsiesln ( P. Kotler and E. L. Roberto, 1989 : 20 ) nennilnagmdnizniaelas
&y (Social Change Strategy) Fwuieanilu 5 nagrideniude nagmiuwatilag
(Technological Strategy) nﬂq-nﬁﬁﬂummgﬁq {Economic Strategy) ﬂﬁﬂﬂfﬁ’i’lum?ﬁnmu?ﬂmﬁ‘
Wilieyatinaans (Educational / Informational Strategy) nagmiAnsdies uazngune (Political /

| Legal Strategy) uﬂ:nﬂqﬂﬁcﬁﬂumsmmﬂ {Marketing Strategy)

o . .
a. nalnlunmsulRsilaadean (Mechanism of change)
nalnifsnsasriunmsnlauuisdinaiinuthsnsfiasndnsndeinoninsuaeu
stlneasdan Eun malulad (Technology) gaunsabferuBeludvi (deology) nizul

4 (Competiton) AMudiAugia (Conflict)  ulenine (Policy)  WiTegAia (Economic) uazAMN



Rurdenuasiarsai e ludeny (Structure Strain) s walulad dunalniiislidams @
ulrilasnmatdadln 1 delidemadenlusi - Tumsuas metlsznaumssnsddimes
anndnlugeas uazmaldadfiansaf ity lud 9 uidansasiguiu (P. Kotler and E.L.
Roberto; 1989 : 20-22)
gramsobAarmudaiuludvisn - il suRoundudousng 1 ssedees
s Adeshibugvamaadiafias Anadintudvisiaieon W
nsutei relfeAnlsied dud 1Enesne o uesdhmdnandulunsszney
MINNAGsHa FedanasanaiReunlaswing Tudsen
A mdiaudia Lﬂuna‘ln?iﬁﬁﬁ:yﬁﬁﬂlﬁlﬁmmﬁ‘Lﬂﬁﬂuuﬂm'l.ﬂﬁmu 1w AR
pnAn Aadnudicludedn  anadnudiszwiadinasaaiudfigmineses arailugmsesan
nguanassdisus °] s
Wlennedadunsanuuamieathaning =) snahendynstiashiansn Aaulamn
& i Winuneesuna 1u€'§ﬂqm¢mﬁnﬁ§mmﬂ%u wlennenmatssndinmasuazdaasio
nwﬁmﬁumwmuﬂqemu uazmemiiuidmuadlss i |
Aruiuaentadasailugenn wu anaeienlu Besvinidlidame Anuns
FunadusEanssidnuIeAn ﬂﬂuﬁﬂﬁtﬁmm?Lﬁﬁiﬂuuﬂmﬂmﬁ\zﬂuﬁazuﬁ‘h;ﬂrgmuNnmcé‘fu

wiathy (weving Auilamzoila, 2541 : 23-25)

- s d o
212 wulRaliEatun1sssed tAam IR Bunlaan1adean  (Social Change
Campaign)

mawlAeulsmsderniiddty e nmnudeuulasiifinteaundld (Planned  Social
Change) Hflevilsznavuiiddyie fedlevdnaieantifazialfifiansuifounla Tng
. . e @A w . " o
arzinieand Ay uazmmaniuiazdadininfauissdiudisnnaontiyumvizeanada
ufiapine ) Tudsan dnsiusniinuagaiinne firmnmeansulfanu lawuasfidndcyiae
nagnsuarnad i lunisuldsun e Fansrnusidrdnfunagminddigpisnfinndeuuag
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UM unswofingsuienein (Philip Kotler & Eduardo L. Roberto, 1989 : 6)
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uarlsn FdinddeLamisetvna me?ruﬂﬂ'ﬁé’qnqﬁluqﬂﬂﬁﬁqmmunm eeni@dnnsiin
AnieumsArz] meatiumumgiandend uszmsn@nmsidussaniin Tuanigh
fresaureianepiesiuihiiEani wu nssusdiiaWilinmnlgritinafden s nesomed
AL edradiuamseil 19 Welliinsinuwke mebhawsehunn msailuasyiliasss
Avdeanidtaiends warMITNARE I nsssnnpmnedaderesrrmudeemns
uazer sy
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1. FuAnenTougy L mﬂﬁnzguqu‘%'. matleafugniawda, Tnmuinis uazmsean
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1. qmmmm%ﬂwmmu {The Powerful Effects Era)

HugeiidesmmaniummussTavinaan Trestunadaihdes namisansovin s
ananseuTuilAnaAniy Lﬂumm‘lﬂluﬂﬁmquuﬁwﬂqmsmmm? TS mnqm?mnﬁﬂmamu
qv?u-u'mq?‘l.ugﬂuummmnu u.a"umﬁ'mﬂuaumLmuwuw'imﬂmqmnaqmw‘lﬂnnmu wRnil
it lutnsmsemataneie 2 tezneufufidelmnd Ao ﬁmm mmensd wacivafianlifotu i R
3euludesiranauasdoluanet wudanemditranaothannluma Reualashiiaen
yPPaLALAe Inakam

i aaepslanaKidl 2 flLLNui‘mNﬁ-ﬂ’l‘i‘gﬂﬂﬁ?i.Lﬂ:lﬁ‘ffﬂQﬂ'ﬂ’l'Jﬂ"ﬁ‘Lﬁﬂ%uu"lﬂ ugiqe
LﬂﬁﬂuuﬂﬂqﬁﬁqﬁmﬁdauamzwuﬁﬂiﬁLﬁmnq?Lﬂﬁﬂuztﬂﬂauuaﬁﬂﬁﬁﬁﬂ ANUANIMALBINNFA I
AL Ans AL s TR B uB1MA (The United Nations Compaign at
Gincinnatl) aunANaEfuieasinsa sz RrufuasdnsanlssamRtidniunususd
Whinagnsifeniuasinsmlszsmduritsssmingaadiving Wl 1947 trefifansnuns e
ping < iuing Tsviend nomeund uaswilReifad winaasmssundRR sz aLA AL

mngLsz Aoy

2. qaﬁw%wmmﬁmmmuﬁﬁﬁm (The Limited Effect Era)

AMATE MRS Tislesduduns Lmzwﬂmﬁi’ﬂﬁtﬁmiﬂqwudw Aswnn
yarylaty ‘n%waLﬂﬁﬂﬁ?ﬁﬂ'\qua‘ﬂtmmnmﬂmuﬁ'L%ﬂﬁﬂﬁuiuﬁqquﬁanﬂsquIﬂnﬂ%’qﬁ 2 Vg
nemEniemideindanonmuit 1 Lﬂummqme'nuuamanmﬂaﬂuuﬁqumnﬁmmm‘umqms‘
upifiaN fifladedu 1 neawnzsiulnans (Mediating Factors) ?*'m'\ﬂqmmqmmuqa‘umama* Lt
ﬁwﬁwmquﬂ?ﬂm?ﬂmmﬂﬁﬂmﬁmﬂquﬂﬂﬂ (Interpersonal Communication) nezuUauMIRaNnY

127 (Selective Process) sasyypraliiugiu

Fefunsfnredeansitanissumd iz aviunanslirudAnudaamdeansan
A1 (Two Step Communication) uﬂ“amﬂ'ﬂuﬂﬂ {Opinion Leaders) "V‘{xi‘i:!.‘l.‘lm'ﬂ'lnﬁ;{m‘ll'ﬂﬂ’l?
Ut dsnannsutiRededion uE AT s nAanna s doiu
seznanafhiheredatmeventnamsuasansdadiumewuslnefsindelifiinm. &
& svaweedernamAdianin wasiinandavansramisRessrsdipas Mesosras

WnmsnsdudnaansftenAmu lnsdrdeiadiasanieduaulamansiulinadion
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3. gamsdeansiiiinEnwanelideuls (The Conditional Effects Era)
mﬁmﬂﬁmqﬁmmeﬁﬂmﬂumé’jﬂe:ﬁummﬁumafmmﬂn%ﬂwﬂdqﬂﬂ.m940-1950
Aty umseanme AL AN AT LA AR IR VRR B S TS
& anf 107 (C.R Wright) Fansnndinnslsfunaimesusedy dleduBund
mmﬁfw.ﬂumﬂqu Trgazasiumme Ty Yhujiviazividaiadi Feafuesdnng - awlsen
R wineiauaz ﬂ?-'muua‘lﬂLuumani"wumﬂ\mﬂgﬁmmmﬂﬂaﬂuuﬁmmmﬂmmu ViruAR
m:wqﬁnmzmeﬂﬁumuﬂm'de:mﬁumﬂmﬂnmuﬂi:‘mmmﬁqLﬂum?omuﬂﬂmﬁu
mafneues 198 wwWuad (). C. Haefner , 1976) uszand 10U 9adln usvAn
(R. N. Salcedo et. al, 1974) WHINANURUIMAITEUNUNITIUNAY doulvnifinannnnsendoan
uazilafuiesing +) Tnellideenldane FuhAdSnauazdialivanzausangy Wiy s
Faimaeliithnnneunctudaufundnsend usstoaumssussfhivnnzan i
483 1) 101.5NAN4 (B. H. Douglas et al., 1970) ﬂﬂmufi'}qﬂm‘ﬁmagﬂ dossnniE e
a:tﬂﬁ‘auuﬂquﬁnﬁu udeail nsAneees e 3 faluefr ussAnis (S. G. Gilberg et al,
1960) it aBvanarasiisnenilanadely
| annsAnFanam apfléidn wniineeanuuumssusAstnaninzaniay
Ransaunfiadaulosing 7 Tudeny Tameafimsrnssdartieauprmidndaiflgd Jafihilnn
winintueiIBamgEssuL (System Theory) Fftaanudiiuies nssanBesiliszneyusing
fsmnzzmdaiuuaziy youFuszwnrAafinensdesudninasiFnas Wi nquinns
UNINITANETBILTANSTH (Diffusion of Innovation) tgh
uszasion mszoismsasmitenis R inadmadinemou e
praAasing < anlflunsseniuLNAEMENTInsIA TtiavnziusAndaiumamannidedenn

(Social Marketing) egadavitamquiunAndunisdanamin
22 nufuurAmiaafiumsasaiedian

221 anaiiuan

wnAsnerandsdeaniingnanantiadaunentemasluauiy ief) .. 1952 e
3 & @ (G. D. V\neb) Eruuvarnuidnndn lugallinganui Aianfaauiu
NAINN muﬂunummmﬂaq (Why can't you seu brothethood fike you sell soap ) il
dramnmmsaalauaasnpeuRusiien 'Lumqﬂgumﬁmsmummmwmm?mmm

@eieraiilzemaing ol diiathilussazuen 4 #mau vy Tasmemspurinida
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Tlremeud el 1967 . AdhhailefAe parluAssumemananreinitnminmsy
Vszmadudy Aduimesandiuriumlay wefendh wileW (Richard Manof) dtfnsvu
Taananigilnefn - wdemTwLTIEWNT USAID flatin@niosfadmimm nesane
Wéwnherspdiase ) wuen faduidanssrhpinemnsiunfdlasanuart
Vlanmsdnunemamlszauanudga mnﬂ::ﬂun'mu'ﬁ'lﬁ uufiev usiSrmsaanniiu
Timmsfiadnuafafduialan  (Neil Mckes, 1992 :5-7)

Tuaviy ‘lﬁﬁm?sﬁ'\Lﬁunﬂﬁmmﬁ'urﬂnﬁtgmﬁmuLm:éunﬂﬁﬂuLﬂu ﬂtymm&quuu‘ﬁ‘;
Taafingnideie malen nsiezinAaunaa taemstiasfadeeFmatill Treldinaanaus
deanssaarsrozmiludainagnd shethaaens Wendlen Adwmsfissiodaansunznsnan
TuBnagniTimeidfinienasinnsoiide nafinEreauwApell (Maccoby), WATANLH
winsndeswmmeialunssnissdrednidzavla i luguasmuichsusdnedle Wi
anidileld negnimsdianng AR AnmgAnsaidunaugequipd 13w
mmeﬁqnuﬁ’nﬁmmm? mnauﬁwﬁn‘fmﬂm?ﬂimﬁ*\ﬁ’qmﬂﬂshqmjﬂmuﬂ vAndeATIedn
wazweenilEannsulatings t.ﬂuqﬂLﬂ’ﬂiﬂuﬁdﬁﬁruﬁﬁ'ﬂﬁﬁmaﬂ'mmmmmmﬁqﬁ’muiﬂ'l'ﬁ
Tumsimanszwinalssme sassamsfinendngn sl esnfenmalag
wqﬁnﬁuif‘; Rendasiuguniwenndy Tmﬂ'timqﬂﬁﬂﬂ&*ﬁﬂﬁiﬂ%ﬂﬁi Fahumsdidenmnetu
Urzmsie 4 iy aflesfivg e Tason uay i wlunkdefad thelsmon vas nndl
meaiietrd  Asnasusntennseithoms 9ils aazrialifanrnAsuulae
woFinssnusengudiwmnels wiiazhifims\die paoaiiump

 nbewrdion dodeutume T aa. 1969 Snslinagninsesmitorasedli
sz lszanod 8 fueu Lﬂz‘%ﬂuuﬂquﬁnﬁume‘ﬁ’mnﬂuﬁq'\nﬁ'{-ﬁwuumﬁuLﬂ%a"aum-i N
Fndneesnns dhudnen Taeldesn 4 uiu Tnsviend Sy Aciad Tamed Tamon mdu
4aY mﬂLwefuwsil'vm'w'l.ﬂmnqmﬂﬂmmﬁi'\\: 1 W indn@eu ﬂs'wm'nuqmnmnﬂum W
fu  nguawmuen yuanuazRng Inaldinannsedson 2 Flamirie Swsilnglhuiiin
weladn  wndmeanssuasdnfismenseiduetnei fannsnwRemulnmo@insnmes
ylszaild (P. Kotter and E. L. Roberto, 1989 : 8-10) |
anszaLmanimssnusadina i iesrnisgian (USAID) adlaussfimniAamsiil
Whilasamssinu ansnenuguludss weditndewamn alullgaldtinnedeiniiadnin nemenad
&y (Social Marketing) & e Makuenud an. 1971 Westinetmsldvdnuazmaiin
mesersluielifanswReuaomemaia woinssanamdtudenn
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2.2.2 ANMUKINEIBIMIARIALBINIAN (Social Marketing)

passansd WA penned (Philip Kotter) Usinansdinumssana Whuftihiumsiinen
Frumssmadedruunestiadinathusanannnda 20 T B iFrummnsreannssainifeden
Eanaak Susasishd simunmsemaAsueansaaiadedealld ndande romeef uns
Tafi (Kotler and Zaltman, 1971) WWAuvanelsan |

NIARIAERAIAN AB NNFaeNuLL (Design) NSATMILNTY (Implermentation) WRTMSAY
AN (Controf) usnnizalisunsu AsriavmiuelETananasantsanuFuANRANRIRNIEY
sqnimsRanst G n RN RUA R anEAT (product) o R (pricing) N
Ansiodnans (Comrﬁunication)' nenssanadudn  (Distribution) waTMEASURam  (Marketing
Research) { wsfingl Auilpmzatit, 2540:40)

sarn1uit 1989 pamses uaslswefliRaanmudoumis®a Social Marketing , Strategies
For Changing Public Behavior TelArmnsee amsnanaddnniiiimmmnefidmadisi

mapaadsdemnidiu naqwﬁ'l.un'\ﬂﬂa"ﬂuuﬂquﬁnﬁmmﬁuluﬁmu Feranandou
ﬂ?:nﬂu"i';ﬁ'ﬂmLLuvamn'mﬂ?v"ﬂuuﬂmﬁqmLmurg'qLauluﬁnuwﬁﬁn?ﬂummﬁmms'fn\nuuuuﬂ:
URTBNraEaNNa uasfinsusstamiresmmafanivanalatuiinnsdessuasiings
NSAAIA

nsRATRBIRIAN MNETa waldlaEnrLA s msdanmsmsieniuafmy (Social-
Change Management Technology) ﬁlﬁ'm“ﬁﬂﬂﬁnmmﬂnuuu (Design) NMFATTIINU
{Implementation) nwmnqu‘tﬂﬂnm (Control of Programs) ﬁfe;jqﬁqztﬁummau%’umﬁuﬁﬂua:
malfjrFnnedean (Sockal idea or Practice) uringuithvaing (Target Adopters) NeaAEvTe
naENRN ‘Iﬂﬂ'l'ffumﬁﬂL‘r"{mﬁnn'wﬂ'huunnsjuufhumﬂwmmmmm (Market Segmentation) N3
ARufL3nA (Consumer Research) IR ANNLAEAGOLIILIRAAETUNERASU (Product
Concept Development and Testing) nsRssafarTRERAMNinAUL (Directed Communication)
nanEAaEsAIn (Faciltating) Awela (incentives) mmqﬁﬁm‘mﬂmﬂﬁ‘ﬂuﬂﬂuwu
(Exchange Theroy) Welingudivmng  Smsmeudussatgeqn  (Maximize the Target
Adopters ' Response) ( P. Kotter and E. L. Roberté. 1989 : 24) _

dmRpmneemerRR@deny Sunsgngdivnamesaiauadinetiliedreing
gearnudinlafine |

nIRATRLABA LA AN VamInmAeg (Social Marketing) AaNARNANNAR

ynsnemanshudenditensss (Commercial Marketing Concept) stlsvgnsl W lumadiani
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trnmessdifellssrufammalauiusdalaifenssodan Rouemginesd
edandueBudmFtuntiaiiag

m?mmmﬁﬂﬁqm?uﬁaﬂummﬂuﬁié’niuéﬂﬁm ¥ fudunsrriaiedswanden
{Enviromental Mafketing) visansnansdiden (Green Marketing) 7.un‘i‘ﬁ1ﬁﬁ’1uu':ﬁﬂn’w‘ﬁmmlﬁﬂ
FplthF i lunsdaedumsfnanmuandan viehdatesmmmaitadasiinbeinm
gunmauly (Health Care Marketing) . Sevhunafss T lunssussdlflszomigdniang
guagunwerielfudaus suanstinefiulsaie gy Wienmanaiianisinua (Education
Marketing) msdivhunAee Tl lumeisandedmimsinwndudu @idns qIPug |
2540:1)

223 WRLINTULRZIALLIANINMSARIALTIRIAS

viufaust ws. 30dn wallew  dntsonanniglhoeda awiglithaad dszaunsal
HTUNTTRENN u.ﬂ::n'13ma'1mlﬂﬂ%’m"ﬁ'lu'[ﬂwmsﬂ’mmﬁ’qﬂu'luﬂ?:mﬁ‘ﬁmﬁﬂLm:ﬂs‘:t,m%"u T
- damndinidhmdgifindavndiunsfessiuiunesnisedsn Fausild 1971 ¥
WA mMsmana@edenn (Social Marketing) E%:uLﬂuﬁ"ﬁnr‘fu'l,us*:wmﬁﬂﬁfﬁmuﬁmmﬁmwﬂ'
sasiniann  nemsaleirnRalinngnenanmnfsnslifingmiansiuplusanstason
iadarn {Social Adveriizing) %‘rﬁ'\mq'1nmamifu.ﬂ:ﬁaﬂmaé’ﬂumﬁ‘gamﬂm:m?mmm ‘i'i;jq'lﬁ
| Lﬁmnmﬂz‘v"ﬂuuﬂmﬁﬁuﬂﬁua:wqﬁn?ﬁmmnfiuLﬁ%ﬁﬂﬂTﬂﬂlﬁﬁaﬂfzmwﬁﬂq 1 Fasathatla
stsmdutszmaiingaimun Tuglnl uazandglutadd] A, 1975 Whuusn( P. Kolter and
E. L. Roberto, 1989 :24)

atindlaiony  pssnuseAlaeldnstnsnniadmmatiannshmanolszma
Lrzaummddamaivi Sudaenanameing 1 W AEAneidangudiveng
finseaniuninang uarnsidelivenzaufunguiiweng Weilawmpnanaudnns
FAnmenasangutinans wnmaienfutinmg s dniEeidezneuingu 1 see
FuliAsLIRe u‘ﬁiﬂnq'uLﬂmmﬂ’lﬁﬁﬁﬁqmeuﬁqqéiﬂ”hjﬁmﬁﬂmﬂé’uu?nﬂﬁﬁiw aehdly Whisiu s
f{u‘é\i‘lﬁﬁmwmﬂmﬂﬁmﬁmﬂtﬁ‘aﬁ’\aﬂuﬁﬁﬂﬂummnf’ﬁq%u Tneinesisznaudmidu Wy e
Twiinamne (-PersonaI-Selling) dafurtatnadumtesn g 1 fargneuflatigumide
 wiRmumlnedern mslidaniiatu - uszniseaedsi (Promotion) WimgmenRegelafugie

fnednanu Aniinssanng va4 auiiunsiinmsReannifedean (Social Communication) WazN"g
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HATIRIAN { Social Marketing) wiwInAEinseeveLIn  uasineslenenhdnunte
mmmr‘f'iauﬁ‘lw?ﬂtﬁaamqﬂaﬁﬂﬂmﬁﬂiﬁﬁﬁ‘luﬁﬂuaﬂmi 1ty nﬁ’«ﬂnnq‘utﬂmmﬂ‘lﬁﬁ'uﬁm
meué’qq:'lﬂﬁjmviﬂi’uu?mﬂwnﬁ’m pendls s SohiPnseemSdnsioueaiiniand
uaxilAvanasiensuideuulas Huad wofnsnmengudimndd@nidn awhifinimens
Geemmnaasnanethamenenala Adnaedly  (Planned) e WiiBviawasiengfinssy
sl uasdhalslenBednuusyprs ngulafldarmililg memendednilueios
felumsnBeunlnmgiinsnnanpes ebidndhdisalusrinmanism wu vewl §
tinesperumanumoiinssunisi senuansssagn il tambiein e Fafhudacag
Haanysas quﬁqm?‘i’;?gmaﬁ'mmﬂmwﬁwiaﬁﬂumequw? FaiuFaafumsezfiavececding
suium® (wevingd Aullmmzatis, 2641 :43-44)

2924 SNENCNALNTNANRINTARIMMBIAIAN  (Nature and Task of Social Marketing)

andndiarad pemaefuadlaueflm AR asvidlAimeanaimdederadingd

Ussneuitd et 3 Urzmandawinenadnla @a (P. Kotler and E.L. Roberto, 1989 : 24-37)

1. m?ﬁmmﬁqfkﬂmﬂuwmm WhRimmeeeniu ATARRAZIILRTRN s aR
{ Social Idea and Practice) '

diwnereamasanniBienn ﬁammﬁ&lﬂuuﬂmmfmﬁm‘é'ﬂwqﬁnﬁu'lummw"mw
fasoun vide 'lmmﬂwﬂummﬂuﬂﬂmﬂwqmnm‘luﬂ'} Fadfu wiis o (Product) faziams
panm 11AB nmuﬁﬂmﬂwqmn?e:mammﬂﬂaﬂuuﬂmmmmmﬂmuﬂﬁutm

AsiAmSemnlfiinedenn deznausion

(1) auAsnedemy ( Social Idea) i:méaq"luzﬂﬂmnﬂmﬁa (belief) WAUAR
(Atiitude) uRzAWlEN (Value) et nwanide (Belief) 1 annsoasadalsziiala
EeiBmesadiawsinan = vtensguipddhumeesaqunm Armdetidhnnsffludedidu
faiaada Fgdhlsatannlsdun  dowirund (Atiitude) dhesiidmnmasziiuarin
'qu wpnsniuasdau 1 Vietupdiiin qn'nmmu'\mm“lﬁummunu‘lqa"'lﬁmquummﬁqn

finmntaelilForunld dwisten (Vaiue ) duaradatunei Avugnipadet
qQnéiad 1Ty AT ludnaRviansem
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@)  amulsewiFUfBinndsan  (Sociel Practice) Feamlumnifimdends
Gen iy TWAsirdwiehiean@adands WadimaliERdiumen R isuuuuenme
WOFNTIN LU ne@nguBansinenweidie Wt

(3) qmqwqumm’l,m ( Tangible Product) i tnAuindla guensawndde A¥lums
sussrauuAsauata v duinilsiadesuseiusnethalaenie Avhdnidiammmnindn
iR sfnsitusman (Main product) Fonernmummaa@edeaiy  ldenauindnie
dudpfein  RwsianiidhuisssedlefiaeinBingudhwnadaneslszagiiddens
Fohunediiifie madfiFanuwnaseunia uazmadsaesersins Saiena nensiiy

183

ANNIER (Betief)

A AR WHUAR (Attitude)

(Idea) ANtiEN (Value)
pARs TN Ny < mnsevin (Act)
(Sociat Product) (Practice) WeAngau (Behavior)

ar P @
Frnhausiels

(Tangible product)

uuugﬁﬁ 1 ‘Mmnﬁnﬁ’mﬁmmméﬁmmﬁaﬁ%nu (Social Market Product) {81 P. Katter
and E.L. Roberto, 1989 : 25)

unn'wmﬁ'\mﬁqﬁqﬂm"wmmumLﬂ’m'lﬁndmﬂﬂumamﬂué’wmuﬁmLﬁuﬁiﬁq 1 hudn
fuarEssnnRUfTRs N 1 WeliAsmnReaunlsmoines FopaNINEEaMS
sosviulnmansfdindions Wi Analiaais Ltﬂ~Mﬂqm?mvmﬂ?.,mumm?ﬂﬂﬂru
AN uﬁiq:ﬁﬂ\ﬂﬁﬁuﬁnﬂﬁn'wLﬂﬁ'ﬂuuﬁmwqﬁni‘mmm?inﬂmm?mﬂ TinTsmnmndenn

. . o i - a: e 1
{ Social Advertizer) fanmmelslumsinmads ldensnRauu s luseiugioane i
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wiruaRansngaiwune LLmuﬂm?mmm@m’\aﬂmvu\ﬂummmﬂﬂﬂﬂuuﬂqummmmﬂjﬁu

wiutmmnumﬁ‘mmﬂiumﬂqinwmmmﬂunauu’]’mumﬂ%ﬂ uazFRuAA Rl

ﬂammﬂ?tm“‘i?mﬂéim 'Lﬁ?ﬂlumumm-aLmnmwvmmnaqmﬁm?Lﬂaﬂuuﬂmﬁmuuuum
\Ax (Traditional Social Change Strategies) funspamidedeen  Tnaapldd nﬂqwﬁmﬂﬂaﬂu
uﬂmuuuﬁmﬁml%numu‘lmgLLﬁfm.,'Lﬁn'ﬁ‘ﬁam‘s IruannznnsTasnntiuddny wnufias Ay
vnmmmmmwmqnmu,ﬁvnﬁuLﬂ'mmau.ﬂ:ﬂﬂnLmumﬁmﬁﬁlummﬂﬂﬂ\mummmmmwm
ngaithwmne mﬁ-mmmL%m'\aﬂmvwlmﬂmﬂugLm"ﬂ?"aunﬁﬁ‘mﬁ‘lmmnnﬂﬁmflLuu\:'m’tumﬂ'qm
i nﬁfa‘ﬁ’mum"z’mqﬂa‘:mﬂwé’mim metuAesmrreand ndulinang neaadinang
uﬁmﬁmm‘lﬁaﬂmﬂé’mﬁunzjuLﬁ'mmﬂ s ldnaTuladimafumenasinuninesdnfusTiines
sufuarThussaradsanseeanguiiwene uazRasringuilimnglivhalsTenbing

7 wpramsniinsiudnalsznousing Wiaappdaaiunisafslas

2. ndmﬂmmmmma‘mmm@ﬁqmu (Target Adopters)

msmanadedennssldngudiving %dﬂ'ﬁﬂ@"LﬂuﬂﬂuQﬂ@"?ﬂﬂﬂ?tﬂﬂﬂutkﬂﬂdLW'F.NH@N
Fen  vlevenenguily  shedhwu Iﬂmmimu,Nuﬂeﬂuﬂa‘fﬁqumnmum‘lumeu,qnma
QﬂnmiauﬁﬁLﬁm"l,ﬂmnqmﬂmmaiuamg nﬂmﬁﬁumﬂuﬂwLLmLmn'lmumanau aaaz
T iENUaNg FdiFomanfimans  awntewsaua® W AITWINIAIRVTa IATHENA
ﬁnmmmm@qﬁmummmwmmmmunmumq 7 (Segments) Haudanenun 1w nz}uﬂm‘éf‘i’ﬂ
mmmwaq‘luwm nqmmﬁ@mmLﬂuwu.m\ﬂuumLm"iummmemnﬂn nﬂwm\i’iﬂmmﬂmw
piaangANiniie Lﬁﬂﬂ@ﬂﬂﬂﬁﬁﬂﬂ”tﬂﬂbjﬁﬂ?ﬂ’ﬁ ( Target Adopters) usiazngal  DANHTUZUAN
B NI iuAR Ao ATl mumﬂaqamqmumqu mMaiiled FIANTHUETTH
2 ms'ﬂﬂnuunmﬂmLmuiﬂmms'mum?mmmﬂqﬁ’mu FadawniulWaeandeaiudin
( Segment) FINY mmnamﬁ'mmﬂmmuu unmﬁ'mmmﬁ’qmmqmmmumﬁmmmnunﬂuL‘ﬁﬂ

wnehugmifeadoafusnmnizsing Wi

(1) ﬁﬂﬁmzﬂmﬁﬂﬂuﬂi‘"‘ﬂ'm?ﬂ’mm{ ( Sociodemographic Characteristics ) Ty
ANHIEMBUANIENLAAR LTU gufinekenn el nedne a1g wnaAsaLAT s
2) AnEneynasnuaraven ( Psychological Profile ) %mﬂuﬂn‘lzrmvmﬂluwmuﬂﬂﬂ

ddu Vs Al wsegela uazype@nw whishy
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(3)  AnenCMNAMMGRANISY  (Behavioral Characteristics)  1Tu  WLILIGAIRS

b4
woAinezn Aneniznaste Ansawnsdinduls dhihe

naftinnsmensmedasirfeafungaudivanes axtiemennsal iz
WhiAsavanasensy Rmusmoinenmengudihvnelfduace usneam ﬁhmammm
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Ay AN TRARSIFEA LA IATINMIATLIAUANAHEANTEN Facvinin s

Uszavanuduia
3. malulagnsususy Aannfsuuasdans ( Social - Change Management Technology)

welulatmsdanenisAsuulnsdans axfisusrandmeuludowiiddnialuil
- alsdh@Paeardemnmans (Fi) seuinaNAnTe mMadfiivdeny daiflu
snadlatiopnfutionfingsudivaneseauey  wazeslndhuBeiinguulmng
fdwammiefieanz
' ] S o 2 1 <\ 3 :‘r
- ezl Winieeugenadowmthananmaii
) .
. Shmmandienanihanusessadasmenzantildfndgutivngliedls
b 7
- fhmsmeaddenn azannsmi i sasaadaswnzinnzifiaeadth

¥ ]
Ve antuiianmenadaiifimmumsnzaniudeulusing - Wedls

mﬂ'iuiﬁﬁmm?m?n'rmJ%a‘ﬂuuﬂmﬁ’muﬁwmmumﬁqmuﬁ«nﬁﬁqﬁfu Tnuagl  fiAe
nERRIBIRIANAFE

(1)  efoiaimunndningmisdn (Social Product) WinauAuaIANFBINITNTN
naudinnelFRndw@nineT JiteRudvadepafifias (Defining the Product- Market Fit)

e larequeAnnimann (Marketing Concept) Fneneadunausndhiuas
Amdeamsrsngudivng udrAmeneuaeaoadiansiabiuringudinnefanmsdads
rEnftul vaerAnneths un nediveneliilszAvisraunsiilsAnanmningut Frofupan
WMUNEaY s':wimﬁmﬁmvfqui’qﬂnﬁummb_x (ProductMarket Fi) Aufhgirinmadiaouen
(Value) axlsitnnispanndedennindainaussanguiming wninmsaanmidedennll

. -y x - 1
anoadReenzan (19 WiielE  fasisrassieusnnguiimneludauvizaly
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{Social product)
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ANINAENNTT / AN
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Wi 2 sanquuYNITRRNEdRTsT s mReud ey nideneysuacaauidianis
asanguiweng ( Defining the Product- Market Fity (370 P. Kotler and E.L.
Roberto, 1989 : 29}

(2) vnguauuamauile ﬂrumﬁﬁﬂe:ﬁw‘ﬁuﬂuﬁndmﬂ'\ww {Designing the Product Market
Fit ) '
ﬁnmmmmaqe\’qnuﬁmt.uJﬁqmﬁuaﬂﬂﬂé’mmm:ﬂum'mummquﬁ’hsﬁuﬂrumﬁ‘%ﬂ
"‘J’ﬁ'm?ﬁw:mnuaummwub’mmwﬂ\znq‘uL{]ﬂumﬂ WidlusawuAsizenUfitiFniedean ( Social
idea or Product)  Rnunkmenanasnufifiaems ( Chosen Positioning) uazANuAAIEE

a anl . dl 5 Bt -~ L g -r A [
usaginunly (Positioning) Aty sfmmwmmmwﬂnnmémmm?uﬁ‘lﬂﬂmmﬁ'lﬁaﬂmﬂﬁmnn
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nIsBRnULLIWANNDE] |
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P ar o <l > » . . .
ununiin - 3 meaanuuuﬂ‘ﬁnnm-nﬁ’anuﬂlﬁﬁ’i’aqnﬁ’unm'ln (Designing  Social

Products that Lack a Tangible - Product Base) (amn P. Kotler and E.L.
Roberto, 1989 : 31)
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% ngx
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YRERATTaL |
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& ¥ - v alesr ¥ L.
WEUDAN 4 msaeanuundafusinedenn  ANdAg / BuAnSiiasla  (Designing

Social Products with a Tangible - Product Base) (11t P. Kotler and E.L.
Roberto, 1989 : 33)

ﬁ'mthﬂunﬁrﬁﬁxummqmﬂnmmmti"immmnmiqryLﬁﬂﬁ'mni?m'iméw Fawurnlu
wined) Winfilenegindn s I Fedimlszum 5 Emenaniseil dinmnansausedinment
Tumamiarasiui 'lﬁ’tﬁmhﬂqqmmﬁaﬁmﬁmLﬁﬂ'lﬁt%ﬂd’lﬂﬂﬂn'lﬂlﬁnum - udrlaidad
Weswnsla  ardorlievnruaadinddu yananthassanem s lumammenl
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g ddemues rRnfsivEilaR N sduAS T INeinIg USAID |
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widlagnld  Tunsilfunbsemandeus Aozt - s sxaansenmfiBwigis
afufiaten  Hacuingn arsaWidegnuessaduleafiosas » Fwcliusfindinmem
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@) dumainaus padedeamsfiBimedentiuningulivan (Delivering the
Product-Market Fit)

dedesmasnnd AvhinuusfiuThdAaudeddtell  nsflecfuuasgualingy
Lﬂmmﬂﬂﬂu%"ﬂuﬂqmﬁmua:n’nﬂﬁﬂﬁmqﬁ’mu&uﬁﬁLﬂuﬁm'l:'i'iu‘émﬂmﬂqﬂm ( Personal
service) vsnll shathagu sRnfusRepniTudedls (fRena viewndle)  Tnnsmatada
& fesdrnsluferannnssanedniust  nnedntinssanis Wiaenadaadid iRl
wun adEanrld iy fumeuiiddegiinmeneziulingudinenesesiuunsmanedtd
(Adoption Triggering ) FafhunszumumaimnaAnuasnsifiFmedeelfngadweng
fnnsmaneiddepudinddy ﬁqnﬁmﬁﬁdanfiuLﬂwmﬂ‘lﬁmﬁﬂm:ﬁmﬁﬁﬁlﬁ‘lﬁ fiangsu
anangluguues Mednliidumsnsnifvig Awdla msutural s vitelaanu
wentnsing 7 fazidliingudivene Lﬁ’\mﬂ’qaﬂu‘%n'w?ﬂ'ﬂmﬁwmﬁmquuﬁmﬁm«ﬁﬁ”fu

(4.) nsvin A urened avzsud 1 AR TR saniuranavdang il mune
Sesaiiedly { Defending the Product-Market Fit)

Lﬁu%umauqmﬁfmmmﬂTuTaﬁmi‘é’ﬂn'mﬂﬁ'ﬂuuﬂﬂawﬁm An prnmeneraiias i
pnanAdaTsinRn R TusamvF andgsativang mu'mmjﬂfjwﬁumsiﬂtﬁm
i v awnsolfulaessufuanmwsdesuaznguitihwinglsd  ( Defending the Product -
Marketing Fit ) dsacdanlznondny meada  Aesadadlasha 1 ﬂﬂqm}'mﬂmma vkl
Urltmemansdse usemsiinauussmenaainenadesiuanmusnien / deuly 7
Wamunladal  medflumssingdainimmaaddaniafumeRansandndinszuo
nnsdmnag ( Management Process ) Facgadinsdiaen UsunandwsdnnisWilenn
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vindhunsesnuuurdaiosinedenntfanasdasiunamdengudiving (Designing the
Product - Market Fity mssaeLnaiarmdmiFamafiiindeny Fathidniusilyfmann
visanquilnnne ( Delivering the Produtct - Market Fity  taeldnalnfinszulinguidivmngsey
AurRainmii ( Adoption Triggering) uazldRangsneng lunssrund Safinelszneyfinemand
usz Tswnfln anldinlsznaudonsi “ P andie
n. mmﬁu&nﬁmﬁmﬁmﬁmﬁlﬂd& ( The Delivery -personnel)

1. mstniaueieansn ( The Delivery Presentation)

. nesuumnirdainetiidweuuningsidiine ( The Delivery Process)
ua:%umﬂuamﬁmﬂmm?ﬁmmuﬂ%’utﬂ‘ﬁ‘ﬂu'l,ﬁi‘;ﬂ':nuaamﬂz’»x’ma*:ud’mnﬁmﬁmﬁww\’muﬁunﬁu
dmnedeWidamafiReesnguiimneiid@hiell (Defending the Product-Market Fif

1225  RUIAMHARLASNTTLIUMTIRINSARIALTIRIAN ( Social Marketing Concept and

Process)
2251 WUIATIIRANBIMZARIMBIRIAN (WiTing Auilmeaile, 2541 : 51-65)
AMiRLINTEINEARAERIANTing g wansliuin I RnninuwaRams
cﬂmmL';'hmLﬁ?uumﬁmmﬁmms*%ma*nﬁaﬁ’qﬂu ( Social Communication ) Lﬁﬂiﬁmﬂﬂ&lau
uasmedenn Wil hiftevnefigisanis wAAsRR PR T Aeneef ez

Wand (Kotlerand Fox) na1dndl 4 vsenns 1w

1. MmalEndidamemann ( Marketing Research) Fufunreuoumeiiiiuszinily
mesmpnufinahasdviudindulanmseas  nMsesnuuuazsIunsmNnTT LY
mrsuneu ﬂumuﬁmmm’ﬁﬁga ey unsdesenedidifinuodies (Waren J. Keegan,
Sandra E. Moriaty and Thomas R. Duncan, 1996 : 165 ) deyafilfacvintéinnismanaiianag
Tunguitiwang Wasenuuiusumesnsediionzan

2. NIWALNNARTWY  ( Product Development) ﬁtﬂummﬁm?ﬂm?ﬂﬁﬁﬁwwﬁmu
LﬁﬂLﬂuumvmlumsun”lﬂﬁrumu?amﬂuaumm’mﬁmmwmnfiuLﬁwmﬂ HARsu el
atjudn Winiwnliiidenuazam st wemaazdisausanimnnRnios B lnifiaren
Lﬁﬂmuauﬂqmmﬁ’mmnmﬁmu'lé’mnndmﬁmﬁmﬁﬁﬁﬂgjuﬁfa _

3. m7HAigela ( The Use of Incentive ) elinguiiiunedhulsleniemiseeniy
ANNAR u‘%’*ﬂmﬁjﬁfmmqﬁaﬂulnﬂ 7iaviuAumsesnmTinRouamon@o | N3
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WiaeTa peaund maaesan s fathuuuedsn lunrdadiuneeng ( Sale Promotion ) Wi
MNIRATA Thied
4. rednuatenNAEAONANG ] ( Facilitation) Walingaiiwine / &naiiaussaantu

mstenfuMsRsuw IniitihnersadedennmenenuaAntiunesy

> : .
LANANT LA-UaLT T uaziAsed ( E- Ansary and Kramer, 1973 ) flausuiifasiu
nsmamauiidnen i lunesussA e s Aensulamnedian 1y UM IO
pesuAfinaipaedidoundla AA. 1965 Favtszaunadfathifeeniluaniy  wfams

] :l 2 1
ARARMILAL

1. nsfindetiiaing / gnAiiudnéity ( Customer Orientation ) Fdramddyiudieyn
Fmasing  soengutinanauasinnlisenuun WUNNTITUINA

o wRsTdnrwAmunsadsrafhunszusunisnedana ( Social Process ) fiding
Ailianmuandesing 7 menfeauasegia madles mndnasas mAlUAT fafuilady
menaniddty uastimnRssanlumseanuuuTLsunsumMIsnueF

_ 3. LL'WJﬂmﬂ’]‘ﬂ’ﬁﬂ'J'mWEI"IEI'mﬂNﬂNNﬂ’mﬂu( Integrated Efforts) 7 mﬂmzﬁwnaumq

neAas ( Marketing Mix ) gadlsun naemﬁmummﬁmnmm ( Product ) mafasan (Pricing)
medvingidnauan ( Place ) waznmediadun@nsitust ( Promotion ) wnlfatinaaspdnanaNnau
i

4. waReihmamsadrdadinsinidur finenaucanganagne
( Strategic Planning ) Lﬁiﬂlﬁlﬁﬂmﬁ‘ﬂﬁ‘lﬁﬂﬂ?ﬁﬁﬂlﬁLﬁﬂﬂ?ﬂﬂ‘ﬁﬁ@ﬁqm { Profitable Operation ) B
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2252 NeLUANMTAMTNUIBAINTITARNALTIRIAN ( Social Marketing Process)
‘Emﬂ‘?;msmmm@qﬁxmuiﬁﬁﬂumﬁmmmqsmmm‘?‘idﬂﬁrgL'?J’qmuﬂmmu'luumﬁmmsﬁ?'ﬂ
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: o . ,
{Be&sma1 ( Social Marketing Process ) siidnunufiedrsafisunszunumemansaansluma
274 (Commercial Marketing Process) neAB -

m‘mfmms‘ma‘mmm’taaﬁ’fﬂﬂqm?:nauﬁfzﬂifmauﬁéwﬁmﬁwiﬂ‘iﬂﬁ ( Philip Kotler, 1991
:63)

1. mwaoilaniananeaans ( Analyzing marketing opportunity)

2. MmReuazdm@annguithmnemananann ( Researching and Selecting
Target Market)

3. msﬂﬂnuuunﬂqnﬁ‘n'\qm?mmm ( Designing Marketlng Strategies)

4. mernltsunnumaimsaais { Planning Marketing Program)

5. n3dReIAnT MIAIBHCIUIAZINIATLIANATINENE N NSRRI

(Organizing, Implementing and Controliing Marketing Effort)

cu X .
douAuny , HefEeR uaTAULAY WUATINIELNUNEIINMUNSARTR  ( The Marketing

. A PR
Planning Process ) Usznaudaedunaufiddty 5 ey An

1. mﬁmﬂ"ﬁﬁﬂmm@ﬁnﬁ' / 1i¥¥n ( Comporate Direction ) 9 mﬂnmuumenqa“'li
ﬂmuwmﬁsmuutﬂuamd? mumﬁ'mqﬂrmm svtvenauazszyzdueseing
2. amPTRTWEadesmeuanuarelueeIing ( SWOT Analysis) Tnaryih
saudlagpdanuaesing Wwdenuiana unziassA luamMUIAREIMNINIARA
3. frmusdnqszasiuacnagninnammaim ( Marketing Objectives and Strategies )
et ingUssaviidilaossaunguiiadhmng, sk wnsnagmddanleznaumims
Ao '
4. marmmedanlsranynanimmana ( Marketing Mix)  dunsfimusdagussasdiuas
'.naqwﬁ'f'imhﬂuﬂﬂﬂ:tﬁﬂmmm‘%mﬂﬂwﬂmﬁ‘mmﬁm:ﬁq iy @Rt demdnhe ne
Fsen nsflesnsnmsans dhifh |
5. mmussiaslssifuuen ( Control.and Evaluation Plan ) Tﬂﬂmﬁﬁﬁﬁuﬂxtﬂgﬂé
feAmmaAufhremssafiuien e AL (W, J. Keegan, S, E. Mariarty and
T. R. Duncan, 1995:101)
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Pnanridnete Jwituaausundaede romaeduasansiToul¥itu 2 wn Mafundnie

WL4AEIT 1 A nTireReeEaTUAS ( Levy ) @endlBhil 1973 uazrenaed @y
Tl 1982 usz 1989 sziynszuaunsdanesaariedannLlsznaudng 8 fumeu A ( wivnd
Autlmmzaild, 2541 :55-75)
dhudt 1 nstnuustloyun (Problem Identification)

ﬁfnmsmmmﬂqéﬁﬂuﬂ‘hLﬂur?iﬂw:qﬁrumﬁﬂqmw?ﬂd’qﬂuﬁmmmﬁ‘lﬂ tywdailunias
Futlyilfesdesiugaunmiinelssanmu hynwesnilenascuansnaidl uuincdn
dqumsﬁmimfm::uﬂmﬂquﬁfuﬁ?ﬂquﬁr.nm%'n'ﬁ'ﬁﬂ'li‘m'\'i.uf‘?:m AINTUUNTBTTMN A
nesnLestyritdedeninfinntonieds  fszaznannuiads wwzacualunadenn

T uniisiatigm

it 2 nFTsianmwsdesmanisraedidann (Analyzing the Social Marketing
Environment)

Nduseutifluns mmsianmusedauvameianuasmeluiiiinanssnusotiym
{ SWOT Analysis ) Fetnrismanesdlirfutadeiidhiama ( Opportunity)  uaALIAIIA
( Threat ) TunsoNUKUTOUNA fnu-};’m‘}:Li‘.iuﬁmﬂmummsnw'”'\ﬂud'meam|.L=ﬁ\1 ( Strength )
uAzqAEaY ( Weakness ) 18NngN / aeRnsTiazsnifiumestused siell iAmne /7 sl
Amrtladzanmuandessng  Tidmmnzzmsiaaoud1a vBarrdimMAIIITUIAANE

it gndBaet ( Rothohild, 1979) s
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{The Four Ps of Social Marketing)

d4rnlszdunisnana

1. L@AmAeT ( Product )
- ANAR
- maiiR (Practice)
- r@ndormsusadlE (Tangibls
Products)
2. 779@" (Price)
- ﬁhﬂugﬂﬁaﬁu (Monetary)
- Tanna& (Opportunity)

- MNAATREUATNNNENN
(Psycholpgica!lPhysical)
3. ﬂmu‘?‘; {Place)
- FRMNSWLNERNEUAN
(Delivery of Product)
4. NIANATH (Promotion)

maUssiduRUE (Public Relation)

sl (Advertising)

nﬂelﬁgﬂuﬂﬂﬂ (Personnel Selling)

nsgdAATHNIMANA (Market

Promaotion

MEaUHUATaLATY, AnBuyseu
o e <
nIARTATL, NNEIT

w
QuENEuT,  InRaRsaNEn

FAntRENenEe (ignndnsansiane)
Tarmaidely] Swnnnssiilldia
iseleml
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manduluanmenniuLsnng
= a} <n -:l
ANIATATBNGLLMS

o ¥ 2
AnengnafRasidminasanaun g

Fumud Fuansassuiamia

Feaneen AATA a4

ms148asina ) nsviend, ng, Wawed, Oa

vadn

nstdAasing - Waviend, sy, Tdewed, 1a
. B
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wiinuaude ag enanadag

RAnsTUALARE WAN WK 484

waugifl - 5 wassirasvrasdialszsamsaaiaremsnamBadean ( dilgan

Neil Mckee, 1992 :9)
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» H 1
duf 3 meivwusiRgUssasriasmsmamiadean  ( Social Marketing Objective)
o o - w . vy o pn

v nTezian iy wasilkduan wisdsmsuanuaczn it luATinanszu
siaflgmuazummtunmsuiliiguude dussuiliuwiuseuitihmemaaitedernazsios
fvuadagussarmenssiuiueu 9 azudluigweslsnmisaieds Toplsradn
rrvumadsTigudmusd iy dud Sromdiwizianzae (Specific)  Wanald ( Measurable)
amnsinlifLssaua s ( Attainable ) iss ( Realistic ) uazfifwuagasszasanltd ( Time

Frame )

it 4 mswguraauaznmedndannguiliviiny ( Market Segmentation and Selection of
Target Adopters) '

meanfuruiisnswiAsalaomeny suthwiamsnbangudhwneduiulasd
sevmnnliesusbnafelimemanagniuaznisdassminens fammaessdaaiungiuih
wre  wninmamadetedbine e bifinondasulundgalinsnaviadmdennguith
wnelalonnzan  dann@ll nesdmnszanenivly flazyn ezl s Aviasnly
nmasniuen hdtmeutiinnmmsnadin fefemedeyafniuasmdendgudine
uazuimarvisanguithvinesenidiudng  ( Segment ) pumndnEc AR AR ThemAn
wnusBing 4 1o inueimedinugRenanf (Geographic Segmentation ) 1iu utlmmaouias]
NausdML sz EnsAnams  ( Demographic Segmentation ) Haeahushulmadmalszanns
& Taugsrd MeAn nsegiia iy 8ng A Ao e ADMRNIRNIA. MsEnEN
o s wssesaseusFa htis nnusnesiilsingn ( Psychographic Segmentation )
e suuwmedi®in yeadnnon uae inurieimumgiinssailunsudsann@aiost

( Behavioral Segmentation ) (s

dlefimsuLivdsumnenieaann ( Market Segmentation ) Taeldinnusiing - fithmenae
Bedaan RRnsnnwiudn :‘ﬂmqummmuﬁq:‘ﬁqaﬁ’ﬂnfimaqmummmalﬁ‘ﬁ’ﬁﬁu azmansiens
Andanmanadihnmng ( Target Market ) udn Mﬂﬂﬁtﬂumsﬁ’mﬁannfjmﬂwmﬂ ( Target
Adopter) Tamssnise alidenadesiuingLiszasiiimuslifmethaesnsudnman
@edknlunsdimesndideWidngunpd W Wsawle / wAnINRGANsTNM LRI

wkean ( Segment) tewthwinseenifhunguitizhregupd nquileemnp neudiguyvll
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- 1 4 ‘v ar 1 ¥ 1 -1 ¥
i uaznguiigupEdn  dhwiu | wdRsinRennguihminssndauuaimsnasmanilda

ngulahunguiliminemdn ineneses Wesanuuunagyisessdasiungudinmng

s mMAROFnIsuLFina ( Consumer Behavior Analysis)
Lﬂu%’uz:ﬂqm?ﬁnmLﬁ-ﬂﬁmmiﬁnn@:uLﬂwmﬂ'l.ﬁ"ﬁhmuﬁmﬁ'«ﬁﬁmmnnzg‘uLﬁ'}
wnsaziuialaddyaaanissaisd iarnsu Benim lnwnedersfiinmsnanadednudems
WiAmmsnReunamgiine anmﬂmmﬂﬁmmﬂu famnane neu e s Sk
nsassunAlngudivang aenfumaAmdarnafiFndm ( Social Ideas or Practice )
dnmsmaien sufhudesdlanginssusssnguitiwensrssasuslagieznssumunsaeuiums

wRenin s ( Adoption Process ) A9 7]

w 1
=i

fut 6 maduauedielanBaufunnsiubimungudvane ( Differential Advantages)
wiasniinsumgRnssiseangsitivine she 4 udr dnmsmanaidedsasasdiedii@nng

Tumsihisuadaiuynadad BfLngudiwmanefitiauuanseidon. Snguilivenousias
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Innemaededera Wuringuiififsnmsignilenfonssdoaiinasaunialinnuge  Auwih
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i 7 nernunagmanIInImaAiReA ( Social Marketing Strategic Planning)

L |4 3

dumautl sxfluFewasmeimuagaulsraimnismann (Marketing Mix) 158 4P's

suldun

1. mafvuanaemEsnunRniud  (Product Strategy) Wiaaaadesiuanausiasnseanguith

vine uasdnnuszandrnImnans |

2. matweNAYNEAUSIAY  (Pricing  Strategy) Fonnuraddion va pramentnues
' nq'uLﬂwuqﬂﬁlﬂ:ﬁm'l.‘?s‘lﬂtﬁﬂlﬁ%’nﬁmﬁmﬁqu\’qmﬁs’iﬂam? viiananReufsusslsslunii

-y ) )
neamuasdinguithmnasieddilidunielddy
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anugiiil 6 usRTUREL 8 FumBUNAINTTUIUMSUIMIMITARIARIEAN
31 pasiaed uardtauald Fan wsiind dnilansalin, 2541 : 56)
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3. nmefwuansgmiinutemnansdmniesnausnafa iU ingudnng ( Place
Strategy)  SwcfinafhutemifiennedesiunBaTosluissazmnderamainguiimangazan
AnBmndaniudaiusindiy

4. nmstmuaNagnidUATUNARTST (Promotion Strategy ) Tarldmsdnsiefaans nalason
malrzn@niul nsrensy megaaTunsne s Lﬁﬂﬂq’h’lﬁ’.’nduu’]'mmmﬁmmmﬁm
me sesulunRndiei il

» ¥
Tufupeuiifmnasautiiniedeminisunsn / usnsaaaiirangrniine

» 1
s naanliunuuastissifiudg  (Implementation and Evaluation )
. - o P - o v e o«
ARINTTVLARAgEn NIRRT Aevinununieaanadidianedy  dusreugavined
An mabnagns. / Wlsunsunmsasn@edenalleingluou Smeiit Aesnuaniioui
tigwn guassauazellalymguassesing - WdnFagaall aeensuniniszdiuns Tsunsums
b4
paem i thraunsdidavTalifiadds Saonsdadumisaies asfilpunnda nagnd

-3 o : 4, =) “’ 3
msstivauatngls Welilsunsunseamidedemailtssfvinauas i s dvan S atiusiall

AMVFLIFIUWULNT S LALMSLEMNS NS ARALEIEANLLILA 2 dereninefuacinuedla uan
:" 3 o :', - ¢¥ ] r’
Whitl 1980 tTh TFAnTmumunmaduseuliiAannssfie nAmAe  dsznaudnu 5 duman
#un (P. Kotler & E. L. Roberto, 1989 : 37-61)

HA 1 mAwmsianmwsdamneeeadein ( Analyzing the Social Marketing
Environment )

Humeditunsiiessianmuwndensing 4 fegemnlsfiufiessussioiumnamads
nFnsoitigmn(Problem Analysis ) ST IMFATETAN TLIARENFN { Environment
Analysis ) srngH YaRA avdnsffientas Wz ideaqfaaiumsutidaummmasnguitih
nHt éqqzl,f]uﬂs*:‘iﬂaiiaiam?ﬁ'\Li‘mq'm'luii”umauﬁiﬂ'!,ﬂ

. o . ;
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ANTIATILURATNHEARA DN

NNAVTRATALTNAIAN

|

nsaatazAnaannaHiiving

mMefuuaingLssaALazNAgNENITIAA

|

N9l unsANTARIATIAIAN

ANPAABNANT AU AYLIAN UAzLsTIEUNG

uuusglﬁﬁ 7 LEAITUARUIRINSTLAUMTLITWISNNSAANAEIRIAN (Steps in the Social -
Marketing Management Process) (f1n P. Kotler and E.L. Roberto) 1989 : 39)
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it 2 msdduuasAnidannguilimiung (Researching and Selecting the Target Adopter
Population)

dudummmnsmsiaruidnialunguithmneludinusing 4 . audnoe Tymuazardies
ms urzAMUNAIUsNT weengalimung ( Segmentation ) e dvRninos i msmieanmi
Wumsdmdannguilhveneuenissasd  uaznigonnagnisinumby - ( Positioning Strategy )

I ) : 1]
Waskwamudiawelauinguilweneida@enty souviaiesnfiunsidmilandigua

i 3 msimusdRnUszasiuasnagninsmaiendadsan ( Designing Social Marketing and
Strategies)

dhudumsuiiddnfissuantimsudn Tlsunsunsrenaiederanifamssusediy 3
Aqsvasdarls qlirasiipadinuncidmnzazes lfncannsoinliussquadnsa
¥ unzenadonliziy  szflsemiennsiiacdlidae  udmbAaumsdndanlsauns
maA ( Marketing Mix %70 4 Ps ) muvssilszneufuirenaefiauniuilian 3 Ps
AwRimsdmindedniusiedauninguithuing namde  yaraIns ( Personnef ) s
Wua (Demonstration )  WATNIzLAUM? ( Process ) (‘ﬁnq‘uLﬂﬁummﬂﬁs*umﬁmﬁmﬁmq

AAy)

4 nisanldsunsumenaini@edaau ( Planning Social Marketing Campaign )
Hluduasanisdarnseas@onmadlsunsususd wiedainduntunisaaaiitinany

o < rel o 2
daian uidinlaundimnesies

fuii 5 nnsdnecdns Audue paLANASLTZISILNG ( Organizing, Implementing,
Controlling and Evaluation the Social Marketing Effect )
Funerdidhfuneugainendminitigtacn / Tsunsmmanersadedonn wdadau
Yoauda Afunmniushlgnmalfi® mefasny finduguasrsuiranhaeusu Tisuns 2o
Fammnlezsanszmaanmssniduemenaisunsad
nailaeasl nazinunng / FupemuuLass SeswadasReis Tuusiees
w2 wenenassnszua Sureansdudingiheu dvitumsinmedl e 2 e

AnugzAnumFrssire bl



35

o ar  al ar } o
23. meAneAdmimdesiumssussiifentsnlfauudamediniladldnagning
FamausznisaaaBeisnag

gidumumamansAne A defifiurdeaiunsmsdifanaufeunawnedran
wilidn Social Marketing 9@ P. Kotler uaz E. L. Roberto uazwida mamanaifedimn 169
14
wstnd Auilmmeatls Seowaan lARdG

. o &) o U Y » ar ¥
2.3.1 Aedefnldaninarewanseuaida anne wiansaantanilein
o, 1] J |- s L ar
Usvavanarammsandafetisivediuiladafidnfty 4 WaRa (P. Kotlerand E. L. Roberto,
1989:8)

1. tlRdamedudiudmans (Audience Factor)
. puTaniEasT posintlasmaes uazeonldh dhwi soduglasseuns
rdeans

2. TlRsudniavnuasingns (Message Factor )
i davrmeanaariliiRdgla e TonBefutnasiineiihie
paraiaule

3. fedtdmuile (Media Factors)
s mwmumm‘lumeﬁﬂmwwmm.,au tuthanainennns e Taefiineiis
VerAvinn e  Walhdnfangaudivens Tﬂﬂ'l-hummﬁamqmﬂwmﬂﬁu
annsndlaFuisde | |

4 fR§agunalnnismenaust (Response - Machanism)
i mwé’mumﬁa:’tﬁﬂs:m'ﬁuﬁﬁLmﬁm fdnddliihe  ewnsnauswmeusi

Ampuszasiei

232 msnruAmafissAninaremesusilagldnagmimaaaundanime
(Information Strategy) 1ot B unz Bndiatl (Hyman and Sheatsiey) WLINAHANIVRITET
mesunAineldrinasng ( information Campaign ) Wennnu iR iaairues m’m’g’ URZATINAR
muﬂwgmqhqms 'LuﬁfmmnmﬂmnuﬁammunﬂuammqmmmnqnLﬂwmﬂuu UBNNAL
snandandefinuanardmimenIn  ( Physical Barrier) iy alssamnsfuflaun®) sy Ty
- filtkdamehunudnenenedsingn ( Psychological Characteristics ) ﬂmsﬁuﬁmm:m

. = g ‘J o o Y ]
anahRaRmmnmamnen v Wevenadasass TAun
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1. mm”hi’g’miw?a%‘q ( Chronic Know-nothing ) NamaAa ﬁuﬂmﬂﬁ;wmmm%ﬁq
¥ Tenerssleidinms Swandadfiaid azfinedanseshaienmugils
Sutnansitiwonanandemadintie iasifhussindessnmtesings
Fing 7 fe |

2. yrraiuusTinfiecnsusuawiotoanT Pt Siidnaetiamuslade
Fentesfinisziutionu

3. uﬂﬂﬂﬁumiﬁuﬁﬂ sFunanslud 1 R drmansidleruaenadasiiimeg
ﬁﬁﬂﬂﬁﬂuu&’qmﬂmﬂﬂﬂm WaausTunlihfesvniviaziansiiinuds
fuvruasAn fufuunumlunisidendlsiutnngs ( Selective Exposure )

4. PUTRTEMEATN y Ausnsinais uszulsithiivians %uﬂgiﬁum’um%al,m:ﬁﬁﬁﬂu
i  fhee uﬂﬂﬂﬁ%ﬂ%m:wﬂﬂu%’m:h\hﬁ 1 uazarbfpmzd wa
ATIIRNYURILINATINAN 7] Funfiasfiegrow wa AU ARLALDAETNIRAT
%u’l.m%wfi\i‘tﬂluﬁnum:ﬁLLmnﬁhqﬁ’u Fafhnmuvesnadeniianae s

13" ( Selective Interpretation ) TUAaViAARUDGIIEY

=t a =l <l 3
233. adlsznaufidAnaamissunAiiamalasunlsizadns
anmsAaseitladtuiwaud1fauasAnudumartsimssosidifiameudeuunlas
wakeanfrinan emaef uas lwedln agldn mssnsedY Uszneushossisznaud dty 5

1sznnz Ao

1. nauspagmjoung ( Cause ) Aazmdmedauamalunisuiluilygm
Kepariu

2. fiffmaAsuula ( Change Agent ) Faonauilusieas e yide wielne
FusfnmeeadnsiinenenaneuiReniudag Taeriausnas AR sy

3. ngathvang ( Target Adopter ) emnadiuypan N ioUsstnsomaiidungy
HmnssanssaseARanaAeuuLag

4. 98979 ( Channels ) Lﬂum?ﬁmﬁiﬂﬁﬂmea:udwﬁﬁﬂnqﬂﬂﬁiﬂuuﬂmﬁnnﬁuu’]'mmﬂ
souvaduvnansiinda nezane uanilaen ( Distribution pathways ) s
avdwa andthmefunlssdshifangudihvang  ursmsaeLdueg medsiinya

daundusnnguimnendulifdiinmanReuuw s
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5. nagndmaulAnuuias ( Change Strategy) hifinauazhlsunaiidiinmswidou
waseenuuy Aviflunie Waldingredwansiinsudsulasludnafrndiuaz
WAnssH ( P. Kolter and E. L. Roberto, 1389, 7-18)

234 {dafduadilimesusdfamaulSauslamefinmlszauanuduia
A/ Fou ( G. D. Wiebe ) Anmmssuseitamesu Renunnyredsausing 4 dadon
Sendlafivinlinestusedy Usvaunrudnda wazapllddy  Snssusedindnniidnenzade
ARITLNMeIURAL i VTBIERWAN WEgsia ( Commercial Product Campéign ) whla flazvin
Winnssnusediusluliflanlrraummidndannty annsmisladefiddyangpamme
neudimnnefiastsiimerusdlssapmmdniadiog 5 Usznz As

1. WAQ ( The Force )

Aepondiudi / puusssssilatsyaenifdediving - Sathemnsonaoatin
EnanegiuinprsieuinasFRnens vevinadeditegiwhuenhoanis &
1parladiungals uazanaialudanks 4 egudoge rznauudmansiinowdila fasinli
mssnusATlamafiasraumudiia

2. ¥imn N ( The Direction ) |

Ao aradswpasiudsafmison LATAEMETNATANNIIRALALE T
vasnsrlsitilE  fnesussdrnnaolifiaesiandoun nqudivengliR W Sresdndu
prstiamsinenumis szl FadatefnBreilatng ussifiEnnsethels fesvininesnsedll
Tenadnida

3. natn (The Mechanism)

An  euileduesanmainne damnesmnbe v Factoslypanaan
uylsungalahlgnafin mﬁmﬂﬂ'?';ﬂwﬂumth&‘f-w:ﬁmﬁna‘lnmm’méquﬁa'lﬂﬂ’qnq'u
aarnasing - Aazidudfaid qilaWiadludanfinnenzsinlaeiufl Tifwideusegila aonida
AraLissnathadien

4. AruRtameuacAusernday ( Adequaricy and Compatibility )

Ao prmEnnsouasleAvnienionnu Fesdniiwnunsiisves Snnhsed
AfmouussU R umessA Hrimmsnroussiinuiiiome  Aactlimesueed
tezauprmdiFa |
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© 5. gxuzny ( Distance )

L nﬁ?ﬁuﬂﬂﬂ / neuding ﬂiz@uqdwﬂnimfa::Lﬂ'ﬁiﬂuuﬂmﬁ’ﬂuﬂﬁ e wqﬁmmﬁfu
wnazdadliiadesiun Alde wsewdhivila dedeuiusereuumiionas ¥ Gvan
Wuin ﬁ*:ﬂ:mm?ﬂﬁwquﬁﬁm'ﬁﬂﬂéuﬁhﬁuuamnme?i"i.ﬁ%’u Tﬂmaﬁnjﬁwdﬁ@:ﬂ?mumm

dafillagjge ( P. Kotlerand E. L. Roberto, 1989:11)

. = ol o Vo N
235 Nau‘lﬂn'ﬂm’lﬁ'mﬁmsqﬁ"IﬂﬂLﬁumsmzmwimqmsmuﬁamawﬂ'i::ﬂu
anudnda '

aninsdivna uas wasfu ( Lazarsfeld and Merton ) sxyfaRaulaivinlvinnesoissd we
wngimansTaetiunnsld@enamuilundn ( Mass media - oriented information Campaign )

szavponudniadniley 3 Ussnsan

1. MINIA { Monopolization )
meﬁmmﬂqvﬂﬁ‘mnmmﬁ'\L?ﬁm:mmummnmmm?hﬁﬂ el nanstuitaudy
nmmqﬂ's"mﬂﬂmmﬁnmﬂmmm'a‘ﬂﬂn‘lﬂmnqmﬁwmm Tl nssnusvATs el
ﬂ?-'mﬁLm'luﬂ@quu‘l.ﬂmmmqnmﬂmﬁnﬁﬂim woiflsuseind Aimenusedine fajautly
HoprieiiinguUszacdadneaiatiy cﬂmmlmu‘lums*mcgmmnuﬂu’lmmnquLil'mmﬂ
2 MEYNIUAATEAN ( Canalization )
nssusERtimssEwitmansTae i enamiasumdell usgfuug
yrueRelsrtmuin  axvhdnevdeaiumpnati mﬁmﬂmﬂmmeﬁqﬁﬂnﬁﬂ%mLﬁmmn
mstasauniu ‘Lu‘lmﬂqwavmmwﬁuﬂmwugmwmmuuuumﬂqwqmnm’mu I.LIFI‘-T"W?J’]EI"IN’J'NLLWJ
U?nwﬂuﬂmLza"wqmns'emmnquu’]’mmtmuﬂq’mm‘lﬂmwﬂnwlmﬂmqwq Fatlilaen
VAunRTRaguARNTE AN mmmm"ﬂmmm‘lﬂmﬂm'mm‘lﬂLﬂﬂﬂuuﬂm
3. m?m?uﬂuum,}u { Supplementation )
m??ruwﬁq"‘lﬁmaﬁi‘iqmﬁﬂﬁmﬂ‘h’gﬂﬂ'ﬁuuutuﬁmuﬁ'\ ( Face - to - Face
Communication ) Srlhaduns\ideuaty  ( Mass Communication ) LWﬂ'lun@uu’meﬂ‘lmn
mswpReainymie ey vaztoalifnnBeulnsdedu ( P.

Kotler and E. L. Roberto, 1989 :10-11)
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236 malEauisusendnamssusALRansdisundasdaasiunnsane
uAmnsgsna

snd&dasl ( Rothschild ) wenes Az st iUz ade s
y -l i ' . - = '
sussdifemsuReuuamdnn wegualdennndinisneduiiudgie  wnefinedr §
tadedndtyes 793 1oun

1. poufeswuiuanunsal ( Situation Involvement) .
LﬂummLﬁﬁaﬁumﬂqnziuLﬂquuwaﬁﬁviﬂﬂtumﬁaﬁmum?nimetﬂﬁﬂuuﬂﬂq'l.ﬁmmzﬁfu
ihntioededn diien faclifeomiadle Wy mesundlifesndeunsiaensll
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