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Abstract

This study aimed to investigate the influence of Segmentation, Targeting, and
Positioning (STP) marketing factors and brand perception on consumers’ purchase motivation
toward natural cosmetics, as well as to examine the relationships among these variables. A
quantitative research approach was employed, using a questionnaire as the data collection
instrument. Data were collected from a sample of 400 consumers in Chiang Mai province
through convenience sampling. The data were analyzed using descriptive statistics, including
means and standard deviations, and inferential statistics, including Pearson’s correlation
coefficient and multiple regression analysis.

The results revealed that the majority of respondents were female, aged between 21
and 30 years, held a bachelor’s degree, and were employed in the private sector. Most
respondents reported purchasing natural cosmetics one to three times per year. Regarding
STP marketing factors and brand perception, the findings indicated a high level of perception
across all dimensions, with target market selection and emotional value showing the highest
mean scores. Furthermore, correlation analysis demonstrated that all variables were positively
and significantly related to purchase motivation at the 0.01 level. The strongest correlations
were found for emotional value (r = 0.60) and market positioning (r = 0.55).

The results of the multiple regression analysis indicated that market positioning, emotional
value, and brand personality were the most influential factors affecting consumers’ purchase
motivation toward natural cosmetics. The proposed model explained 61% of the variance in
purchase motivation (R2 = 0.61). These findings suggest that enhancing emotional value,
establishing clear product positioning, and developing a distinctive brand personality play a crucial

role in stimulating consumer purchasing behavior in the natural cosmetics market.
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ﬁ’n,a?{ai'magﬂmzﬁu 170 TneLanEaIuns ma‘uaummww?aqmil,awwmq'm Lagdnis
WUSEIURAAIN (ﬁ%aﬁa 3.92) uagn1saenmAann ﬁmumnaqm%ﬁ%’@Lﬁ]uiumi?f@mmazﬁmum
Wvane (Aads 3.93) LLamKLﬂ;Lﬁu’iwguﬁm siftaenanastuidie

A15199 2 Lansaadsuazaiull ENLUUQJWﬁiﬂu"U@QI}JG]E]ULLUU&E]UG']@Jﬁ’]LLUﬂW]ZJﬂ']i%J‘UEWi?ﬁﬂﬂﬂ

(Brand Perception)

. . g Ardleauy
JaA10Y ALRAY
UINSFIY
a9

qmﬂiz‘lmﬁ (Functional Benefits)
1. dutenwindunilnunniuazlanadse 3.90 0.93
2. FUYDILUTUA A IUNENIINTITUYIRDYI NI 3.92 0.94
3. gusiulanwusunUasndunaR Ik nae 3.99 0.95
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o . .4 Adauidsaiuu
dafany Alady
INIFI
4. Funesnsdnsumaumitusiaiang 3.88 0.96
5. dusdnnuususiinesgiunissdniuided 3.50 0.95
Aadssudunulsslovl 3.84 0.94
AAM9R1UAl (Emotional Values)
1. ugdniulalusioadiolundnfumuusuni 3.95 0.94
2. fuzAnmmandammsazounwdnuainvesdy 3.90 0.95
3. fusannilafilalondndomiiduinsnedannasy 3.99 0.95
4. SusArlnadafusssuvfuntudelsuusund 3.83 0.92
5. dusAnuaurasuazaugladielundnsim 3.87 0.93
Alnde TN uaMAIN1Ie1TUa] 3.91 0.94
YARNAIMLUTUA (Brand Personality)

1. Sunesnuusuaidufinsuasnfans 3.87 0.94
2. FuRnruusuaTiuaioasvefuauul 3.83 0.93
3. duiunuususiinnuundedouaziimmiuinreunedsn 3.89 0.92
4. SusANTINUTUAT AT VIR IUAZUANANY 3.72 0.89
5. dufnnuususiiendnuaiamedfisilane 3.86 0.92
ARAEsINIUYARAATWIUTUA 3.83 0.92

A1UN1TTU ';;ymma“mﬂ”m% (Brand waglnadafussaumAidiolonande vusian

Perception) WuU1ALRA BT lUTEHU 1N PUyARNAIMLUTUA (Aade 3.83) uueyly

wuiy Tnefidnilanadegafignie Aan1nis seunn uwdsdlonalunswannnwdn

9151 (3.91) axneunyuslanzdndula gilla IlanAULAZLANAILINTY

(% [

A1519% 3 uanspnalazaIul EJ\‘IL“U"Lliﬂ(ﬂiﬁ']u%@ﬁaG\E)ULL‘U"UGEJUO’]&I?SW LLUﬂG]’]iJLLNQQIﬂIUﬂWi%

LASDIAND195IUTR (Purchase Motivation)

. . AvaRy | Ardulaauu
Jaf1au
NINTFIY
ws9991la13eAmAn (Value Motivation)
1. duidenluesosdonsssuyd szdulaluanulasndenaguain 3.85 0.92
[}
2. FupriesesdeesssunRvIs iRl uarIvinaawsna 3.85 0.90
3. AUlHAT0E191955IUR T1zoRUlEukALINE AN URILNGY 3.96 0.91
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v . duade | Andudeauy
dafnu

UINTFIY

4. udontioiniosdionisssud ilerushilauasiaiumuasa 3.86 0.94

YDIAULDI

5. dufinsanidentoindosdiesTsur IR EnuA LALIIRTE Y 3.89 0.92

nsnanTudetie

AnaRssuduusgdlaanmen 3.88 0.92
ws99slaigedenu (Social Motivation)

1. fuenTawdesdonssssuni mazlasumuuzinnifiounie 3.87 0.92

ATBUAT?

2. fualaiposdrensssurinnmsiivdenslavanvesuiovina 3.85 0.93

nedepy (Influencer)

3. dusdnnnisluetesdonssssuminslvnmdnuamesdugily 3.84 0.92

anemyBY

4. fudontoiniosdronsssud issduifeuuasmunseualudn 3.86 0.93

5. dusAnyluaosdenssaumilaiunisseusunlalaguninuas 391 0.93

Adanaeu

AnaRgsamiunsigilaidedeny 3.86 0.93

Ltiﬂgsﬂmﬁﬁ'}ﬂ'}/ﬁ%l,’mﬁau (Price/Environmental Motivation)

1. fudenTelriesdonessaui mszTaaumnaHadol iUty 3.84 0.93

NN

2. SusBnriatesdossraumatanuquadodisutiunislendn o 3.79 0.92

vl

3. duidontoiniosdnensssuR e AN T IBaANANTENIUAD 3.93 0.92

Adanaeu

4. fuatuayuuusuaillaussadaniiannsosludalovioannisassues 3.76 0.93

5. dusdnnilafilalmedosdonssssumni mnsdunisaduayuns 3.76 0.89

ou¥nuAunaon

AnRRsTmiuLsgdadna/dunndeu 3.81 0.92
usagilalunisteniosdensssui Awanaey (3.81) wanaguilneluaud iy
wuNTreunuoglusedy 110 Tneussgdlaids fuamnm eudaensty wazanuAuATlung

AuANTALAE g AN (3.88) 599a3U1A D FouAndun vauzforudvlafudvinaain

wsegalafiedeny (3.86) uazussgsladsiinn/ danunavadulalanedanasy
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Asanduanudsedazneulviiiuan
ﬂaqwéﬁwu STP Marketing LLagﬂ’ﬁﬁ;’Nmi%‘Ug
AsHAASTumN ﬁmmﬁ'}ﬁzyyiamagﬂaﬁlumis‘?}la
309819195551 Immawwzﬂmﬁuammw

AMNUABAAY LAZAINANUALTIDNTUAUDILY

sun Feanunsnin Ul dusuimaginagns
AT UR UTENaUNIS iU AaIMNTTUAIINY
LOATNANULANA LAY ABUANBIRDNG AN

HUSlnAlaeesliusednsnm

A5199 4 WEAIHNANITIASIZY Correlation 5¥1Na STP Marketing, Brand Perception lagPurchase

Motivation
A3 r iU Purchase Motivation P-Value
Segmentation 0.45 <0.01
Targeting 0.42 <0.01
Positioning 0.55 <0.01
Functional Benefits 0.48 <0.01
Emotional Values 0.60 <0.01
Brand Personality 0.50 <0.01

A13197 4 WARIHANITTLATIZI A
anduiius (Correlation) szwmnasaudsanuy STP
Marketing LLazmi%’Ugmmémﬁm% fuusegale
Tunn58e (Purchase Motivation) Wua1 fauus
nndfinnuduiusduantuussgddalunisie
suaiuddyneadfadisedu .01 (p < 0.01)
Tneluaiuves STP Marketing #auU3n153719
FUALINARAS (Positioning) flananduius
Qaﬁqﬂ (r = 0.55) S09AIUIFONITRUIAILAAI
(Segmentation) Lazn15La8nRAIALUNLNEY
(Targeting) (r = 0.45 W@z r = 0.42 AIUAIAV)
wanslfiuInsMUARWHER A mEN
58’91Lf\]uaﬂiﬂiﬂﬁ;’]ﬂLLiQ@jQIR]IUﬂ’]iG?;’EJVLé’u’mﬂ’JI’]
Jadedulunszuiunsnann STP

é\";LLUiﬁ'luﬂ'ﬁ%Ugmmamﬁmsﬁ (Brand
Perception) WU’JI’IQEWWIWI’NENSSJQJ (Emotional

Values) T Anavndunus g aa (r=0.60)

$409NABYARNAMYBIATIWAATN (Brand
Personality) uaz A U sela vy 1F a9
(Functional Benefits) (r = 0.50 kag r=0.48
pudIdu) agveunnsFugnseanimluds
o5 unumddgeeusagdlalunisd e
Lﬁ'aammguyuﬂﬂﬂﬁiﬂyﬁmsmﬁuﬂy’]mww
AnautRmamen iy uddlnanudday
funaamsislaasnmdnuniidonaaosiy
FnuarATEITeIRLLEINIY
HAN1TILATIEAAINA 12T 1L U7
79n92UUA1S STP Marketing uagn13¥us
psmEnfam TovEnaidauinneusigdlalunis
Foind padrenesssund tnsianign1sasng
ARIATMNINTUDILAT N TV ULIHER S U
TALU 6??0Lﬁuﬂaé’aéwﬁz‘gﬁ'pgﬂizﬂaumsmﬂﬂ;
A lunisimuanagnsnismananslu

DUIAR
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AT 5 LAAINANITILATIZRN1T0A008BVIENaURIFLUT STP Marketing Waz Brand Perception

fanUsdasy Beta (B) t P-Value

Segmentation 0.18 4.20 <0.01
Targeting 0.12 2.95 <0.01
Positioning 0.35 7.85 <0.01
Functional Benefits 0.15 3.60 <0.01
Emotional Values 0.28 6.25 <0.01
Brand Personality 0.22 5.10 <0.01
R=0.78 R2 = 0.61 Adjusted Rz = 0.60 P-Value (ANOVA) = <0.01

A1597 5 WARIHANITILATIZNNNS
nAaBYLT WY A M (Multiple Regression
Analysis) i onTI9EeUBNE NaTDIFAUUTAY
STP Marketing LLagmi%’UiﬁmmﬁmﬁmSﬁ fifina
nousagslalumste (Purchase Motivation) Ha
msiasiznnun lnanisanasslaesiud
HodAgyn19adia (P-Value ANOVA < 0.01) Iag
flA1 R = 0.78 uanafaszauAuduRus 51
sevmeiuUsBaseiamntuussgdlaluniste
floglusziugs wazila R2 = 0.61 ¥NBAIIN
FauUsB asy anunaINIsnes ureAIY
wUsUsiuvesnsagelalunisdolasosas 61
(Adjusted R? = 0.60)

TuiG 957889 WU Positioning A1
duUseAns nnnesunsg I (Beta) geiigai
0.35 (t = 7.85, p < 0.01) LEMIT1 N1T2T9
FumusnanAuniidvinadauinaensiglaly
n1s¥esniiga sesasfe Emotional Values
(B =028 t=625p< 001) uag Brand
Personality (B = 0.22, t = 5.10, p < 0.01) 79
agnounuilnaluaudidymnonuamng
aﬂiuileLaﬂwﬁ]aﬂﬂ']W?JQﬂLLUiHéﬂ’JU@fLUﬁUﬂ’]‘J

SUFAUNAUINNINTAAIAVBIHANN UM

AnTURILUIe U 9 o un
Segmentation (B = 0.18), Functional Benefits
(B = 0.15) uay Targeting (B = 0.12) waedien
Beta #1n21 undansddodAyn1sadd (p <
0.01) FelmitunTatomaniAdauatvayy
wssgdlalunisderruiy iswwndvsnaids
Funefvunmdnndulsmansnaneey

NAN1TILAIIZVNITANABEU 99 21
LLiﬂ@jQIﬁ]lﬂﬂﬁi“ﬁJ@Lﬂ%@ﬂﬁ’]ﬁ]’mﬁiim‘malégu
SvSnannita STP Marketing LLazﬂ’]i%JU'gGli’]
AT TABlan1e N1TIFRLALIKAR o
mia%mmﬂ'mwmsmﬂ LAZUARNNINUBILY
sum G?IPIQLﬁuﬁﬂﬂyﬂﬁlBiyﬂizﬂaUﬂ”liﬂ’JﬂMy
anuddndudduusnlunisivuanagns
NUNNIHAN
AU HA

nan153Asznnuan Jadeniu STP
Marketing waz n135u3As AN (Brand
Perception) § 9Uszneum 18 Functional
Benefits, Emotional Values W @ ¢ Brand

Personality ianuduiusideuiniunsegdlaly

=

N13%BLATDIFIDNEITUYIRDE NN UB A AN

v

aaa a
gnanseau 0.01 LazdE1UITABT UMY
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wUsusIuveseyslalafissesay 61 (R? = 0.61)
InedwUsnddnsnagegn lawn Positioning,
Emotional Values & ¢ Brand Personality
AUAIIU

NARNSAINANIADAAADINULUIANYDY
Kotler tag Keller (2016) M195U181 A13AMUA
AWUIRE R (Positioning) Ldunagns
drfgglunisasinisiuguazanuuanaisiula
& a ‘43 aa a ' U a d%’
HUSLaA FalidnSnanenisindulatelaunse
UaNNUGIEDAARDINUNUITLYBY Nguyen &
Gizaw (2014) INUMA NN BULAZNTTUTIU

‘o ! v & L a5 ¥

suaiinanaanuinauazAuaslagedunily
PIENNTIUATDIFIB

Tun1u Emotional Values wag Brand
Personality Nan153dsAsslaannandiu Aaker
(1997) 181731 YASNAINVBILUTUA (Brand
Personality) LU uUad saa ylunisas s
AMUFUNUS TENI UTIAATURUTUA LAY
ansanseaulninanuinauazisegalaly
N19% @ YuzLA 89A U Emotional Values
avnouanusaniiula 9iila uaznisiinmdnue
a = Y a o S g o @
Ahannslandndun Adarudaglunis
HANAUNGFNTTUKUSINA Tsaennaaeiuaidy
984 DIVA Portal (2023) fiagU1 n135UgL89
915uuazANAMNE RN uF U sd A UeY
Green Cosmetics Purchase Intention

15U Segmentation Way Targeting

¥ Na a o Y ' '?d o a

uNzT oINS waluszAu Uaunl1 LA A S

ANFLUsIUINLazited1Aynans @

R

[

ApnAARINUINUITEURY Ali et al. (2021) 1T
N153ATIEVAAIALAENITIEBNNAUUIMNNET

FaLau ¥2elngsiaauTneenUUUREn M

wagdomansatumunesnisvesuilan awa

TnAnussgdlalunstoifisiy
nansidoedsdiiuduan nisysanms

SEVTaNAEMS STP Marketing Wa¥n13@314n1s

Sugnsmaniam Ianuddgmausgelalunis

[ ]
S A

Folrs0sd1019555UARL1SD Qﬂigﬂ@ﬂﬂﬁiu
gnanunTINeasdensdsmsivauddyiu
N19AT R UIUIHAR ST LAnAa (Unique
Positioning) N4 UA AA 1M19015U
(Emotional Values) LLazmia;'NqﬂﬁﬂmWLw
sum (Brand Personality) RO T TEY

usegtlauazanuinivessuslnalussezen

valdauoanuzisyugu

1. WWGMUWﬂaEJqVIﬁsﬂWi?J’NGf’]LL‘Vi‘uI\‘I
NE RS (Product Positioning Strategy)
;}Uizﬂaumsmﬁmummﬁumamémﬁ’m%ﬁ
%’mmuuammmﬁqmﬂﬁuﬂq 5 Lﬁugmmmﬁym
“Uaamﬁsﬁm%’uﬁmwydw”, “AIUNELDIN
555U%17 100%” vide “iufinsnoduinaon”
dleasenmdnuafiudausdulaguilog uay
dnausiulalunsinaulade

2. Laifuaiywﬂqmﬂ'ﬂmwaﬁum‘
(Emotional Values) ANTEENUUUNTAET9
m’:tmmm’?fLé?fauimf‘ﬁ’uaﬁmjl,l,azmmgﬁﬂsuaﬂ
guslan wu mslawaniinunugilalunisly
NanFunTdulinsnedwanaoy ween15ian
$99579UU5UA (Brand Storytelling) Aaznou
Qmﬂ"my’]uqmmw auUaendy wazAussdy

3.ﬁiy7<1Uqﬂ§ﬂﬂ’]WLLUiu9{ (Brand
Personality) @UszﬂaumimsaaﬂLLUULLusuﬁ
Tnflyadniidennassiung udmune 1wy

Muaiowaziunfeng dmsuyuslansuluy
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ngvTLazAnAg dviunquandiden 93409
uarundodio dmsunuilaadlalaguaimuay
Aswanaey n1sdeansfiasianeuaznisasig
Usvaumanifidazyaeyiilvguilnas Anyniu
fULUTURLNTY

4. lsnagns STP oenaysanIs lunnu
Segmentation mnmsmﬁu@uﬂgﬂﬁﬁwqaﬂﬁm
Sngunmuarlaledsnnaenosisdaag au
Targeting esfwuanaail manslvaeanans
furhdstie wu nauievhaueny 21-30 9 4
\Junlandnauuaise wazaiu Positioning
POIATHATULANANLTIR AT LI TUR LY
wardomslutaalunnsesma

5. HALNAYNE ALE IWINA BULAE
PRRERER (Sustainability Marketing) wal
LLsagﬂﬁlL%mm/ﬁqLngauﬁﬁw%wmzaaﬂﬁ
s undsaadudadoddy gusznouns
arslyussyduniiiduiininodwnaey way
doansluyuilnatusnuusundamsnluns
oufnulan Asdlasmvasenmdnvaiifuay

nszauuLsealalunaunuslnagulvg
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