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Abstract i
6.A
Both consumers and producers, under the current 2559

of economic competition due to non-frontier
communications, are able to keep pace with various
movements among other countries within a short
period of time. Also, a lot of products with similar or
same quality can be developed easily and continually
because of modern technology. Apart from doing so,
changing power from the producers to too many retail
stores leads to new formation on marketing promotion
as well as new marketing communications, including
more advanced development of technology, and
customers database marketing systems and change in
working of advertising agencies for more efficiency
and economically measuring the success. Therefore,
the old concepts of marketing communications that
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were aimed only at advertisement are replaced with
the new one called the integrated marketing
communications. Because of this, all parties engaging
in the process of marketing communications should
re-review their own roles to adapt themselves to work
together in line with the so called concept. The main
principle of the concept of business unity or partnership
for in greater effective marketing communications.
Besides the roles of both parties, advertising agencies
and customers have to adapt themselves also to the
changing trend of markets to reach the greatest
efficiency of marketing communications implication
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Integrated Marketing Communication

Focus of Traditional Marketing Focus of Integrated Marketing

Transactions Brand relationship

Customers Stakeholders

Mix of MC Tools Strategic consistency in Brand

Mass Media (Monologue) Interactivity (Dialogue)

Adjust Prior Year’s Plan Zero-based Campaign Planning

Functional Organization Cross-functional Organization

Specializations Core Competencies

Mass Marketing Data-driven Marketing

Stable of Agencies Communication Management Agency
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;jitUUﬂ'ﬁ@]a’]@ﬁ@]ﬂU FUAINNNADINM TV I}E‘I_I%Iﬂﬂﬁﬁﬂ’n YAINNA[IY
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ﬁafﬁﬁaamn;\Tu%lnﬂﬁaamsmaLﬁanﬁ%mﬂﬁmULLafzm@m’hﬁaz
Iesudaiauaniminaaiiaudasns laedaiauaniuaisnanauad
mwuﬁaanwsua:é’nwmxmww:dauqﬂﬂavlﬁ BNNNIARATIADIN D
gﬂﬁm@ia:ﬂmhmwM@‘Taamma:mmﬁawasl,aa@ia'f?}wm6] WENEINT
mumﬁamsmmmﬂL%qysmwmsﬁaa@ﬂﬁaaLLazmm:auﬁ'u
nauihwang 1a mﬁumﬁ@L'%'aan'ﬁ'éf'amimmm@L‘%aysmmsf’fuﬁﬁw
srrenwly 3 wwaneda 1) FeasluluAiamadieani (One-voice
view in which there is one theme and image) 2) AMWANBVBIAT
Fud uazwnAnTinesduilnaaisiananaIugiu uaz 3) winlud
m‘iyim’m’ﬁéam‘igﬂuuum{l 9 NNt (Integration of communications
disciplines) (Nowak and Phelps, 1994, 49-66) %dﬁa@ﬂﬁadﬁu Wood
(1997, 11-15) AlFANUIINAANNIN WIRAMIFEENITNITAMALES
yimmﬂiﬁaﬁﬁa 1) MUI0FIAMAIATIEUAT (Build brand equity)
Aal#Aeanudwanansaiandudld 2) lddayaruduilng BT
fUMnIaLSMI e (Provide information) %ﬁagmﬂuéd?ﬁ%ﬂu@iami
ﬁ@%uh%amaa;ju‘ﬂm 3) 1 EJ‘LJ%W]Sﬂ’J’WﬁENﬂ’]SETU%IﬂﬂLLazf_Ja(ﬂ?.I’ltl
e (Manage demand and sales) "fidil:ﬁhmalﬁ'l,ﬁ&maﬂ“n’l olAnuUSEN
4) WD RENITIANNLANIITR AT U TaILS BNIINe T R
gjLL‘li\‘i (Communicate differentiation and enhance positioning) lasms
NedumsTIn AR laatdn 1ﬁ§u§1ﬂﬂ1ﬁ§ui5) §9INTWAGE
ﬁ'ﬂuﬂaLLa:wqaﬂﬁmadgﬁIm (Influence consumer attitudes and
behavior) ﬁmﬁﬂﬁ@u’%‘[mLﬁ@ﬂﬁié]’@fﬁuiﬁ]s%aﬁuﬁwﬁau’%ﬂﬂs
TaAITNTIRNAD u’%ﬁ'ﬂé"sLLﬂuImﬁmwLLazgnﬁ'lmmﬁ”wmsﬁ
saunwluanuiusunitidwdsnfemusodsuununiiesansn
aavakaInNdaIn1IvaIfLilnald wmef Mohr, Fisher and Nevin
(1996, 36-51) lednsfismifsiusnluamuiusunitsd i

“n138319 (Formation) wazn13Uf U@ (Implementation) 32%#319LT1EM
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@T’sLLﬂuImHmwﬁ'ugmﬁ”’]L‘ﬁams’mLLN%LL&:@?’]Lﬁumsﬁamsmmm@
ﬂ’]i%ﬂﬁ’l‘iﬂ’li@lﬂ’]ﬂL%\‘i‘]%limqﬂ’l‘ﬁdﬁadﬁﬂ’lﬁﬂizﬁ’m LRzMIAadan
209739889618 &9 Duncan and Moriarty (1997, 284) 1iuin lu
ﬂi:ujuﬂﬁiéaﬁ’]iﬂﬁi(ﬂaﬂ(ﬂL%GHSM’]ﬂ’]Sﬁ?ﬂﬂ’]iﬁﬂ’J’mLﬂuﬁuﬁﬁ@]‘iﬂ’w
7319 waztivanasaawlasanniu (Feld, 1981, 1015-1035) uinuisn
ﬁvl,éfﬁﬂmLﬁﬂaﬁuﬁuﬁﬁ@iwﬁaqsﬁawuiw msusvsnnaldiianiw
é’mﬁuﬁrﬁﬁa:ﬁﬂﬂg&ﬁ'ﬂsmwmmmsﬂ fifini (Heide and John, 1990,
24-36) uaﬂmn‘ﬁt NI UV Mohr , Fisher, and Nevin (1996, 103-
115) 3a9mIFesIEennuTIniionn (Collaborative communications)
l@asunslwdasmsiisiuinluanudusunissudsrvesuem
éf'sLmuImwmLLazgﬂﬁTﬁ'ﬁﬂﬁmzmumiﬁamimmm@L%aailimmi
fiszAanTnwannie

msfeasnsaaaBeysmmsidlssdndnim

msisuhuluenuiusuniisswasiassenaunulason
ﬁ'ugﬂﬁw:ﬁwvlﬂgj%mwéwﬁﬂumﬁamﬂﬁﬁ?u USEnaunu s
ﬁaaﬁwmmL"ﬁﬂﬁrj'}n’lsﬁamsmmamL%ayim'lmsl,ﬂumsmaLLNulu
szpzpmznhsgnduazIsndunulason ludunagng uloue
LaZNIIALHWNNT (Mohr, Fisher, and Nevin ,1996, 103-115) N
vagasiheazsausulundnmIruhuiwi I LAREa TN TAANA
daysannsnduiedynt Aedudadsmetansiiuesdns wia
yuuaamammamﬁlLmn@haﬁ'u (Duncan and Moriarty, 1997, 84)
iTaé’ammmmﬁv Gould, Grein, and Lermnan (1999, 1-12) Vlﬁ'%slﬁ
Wi “nsiidausanluanudusunilesuidsrvesuinaiunn
lasonuazgnen sanTnaennuisnelavesasodnodazin
dafansanilasoirliiAadssansananniulumsdesmnmsaaa
FAMEL Sl
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1. mafigamsanluanudusuniswdoivasmasoss

lumsdnidiuanuen g ﬁgnﬁﬁwmumnﬁﬁm:ﬂ@ﬂh ﬁagaﬁa‘hlﬂu
AusSumaunulason Wasenludanylilasssndunulason
liliRanaddenigasing uanmstimunuluanudsunitadiuden
yosmasassnIsiuazdasrinlwiiaanusviians lagra lnssess
wuuElananeia ﬂ’li?"}ami"ﬁ’l&mm ¢ (Cross-functional communication)
BT auTa9393ER I BRE IR IToEN 3T W anus I aias
wiunsFemIRAIRLANuEIRHE RIS I e I AadssanEnw
WaN9D3719 (Heide and John, 1994, 71-85)

mumqwaﬁﬁaﬂ% (Cross-functional communication) ﬁf’umﬂ
#1700191NPUFITIAVBINITLIUMT IMC WU FamMIAaAKLY
saduAulsuenmihfisuRerauudasminenwluasdnsaananiu
?Tagmi’nmsﬁﬂa:Qn%ﬁv’uvl'é”mwwlwm £91% (Duncan and Moriarty,
1997, 284) I TwApINUMIUN IMC WUfURasAnsdassunInsassy
NILUIUMIVaT IMC FadAnfazaianifauinluanududunils
AULALIVDIFDIDIANTELNT LT cross-functional communication “é\‘l
Lﬂumﬁ'mﬂszmmmﬁmzij@L%mmngmww:ﬁmmﬂﬁm:mu
a9 meluaidng ﬁagaﬁvlé’iaLﬂuﬁagaﬁﬁmmL"?immma:m'mmw
mné&"ﬁu ﬁoﬁ?ﬁ%mwm cross-functional communication 39.J4n73
dam'%wmnﬂu@%mmtymww:ﬁm uwaztwa e laluiagussd
289 IMC meluasdnsnan antin S9vimsnsaesTuwiN
(Cross-functional communication) ﬁrmmﬂu‘lﬂg}%muuanhﬂmﬂﬁ
Qﬁm°mryluu’%ﬁ'wﬂszmmmumm:%hw’%ﬁﬂLLazgﬂﬁWLﬁaL%awaq'm
TERINAUILI ﬁd‘ifu%dmﬁ]m;ﬂvlﬁ’j’l miﬁamimimmm%agimmi
a:fUseantnwiledinsindaFeasiuszninsaasdisilwainy
Fuiann (Mohr and Nevin, 1990, 36-51, Mohr, Fisher, and Nevin,
1996, 103-115)
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2. nmi’faw[wn”umm”aymmmi
nwséamammmm%dysmﬂmiﬁ‘hLﬂ%ﬁﬂﬂ‘ﬁgm‘ﬁagammm@
(Database marketing) luminiuqunsaaa lasawizmslidaya
mwmﬁmﬁugﬁ‘[nﬂ Lﬁalﬁﬂuﬁagaﬁugmlumi'mLquﬂwsﬁaaﬁ
mIamnaniiUszansus (Palmquist and Hart, 1996, 10)1@8%&%‘%“7]"56%1&
ﬁugmmaagﬂﬁw \Bu AnsmenimatsemniAaing Ysziamate
wazau g Seazldnszuaunmam BUANgN" gluiaNaumununsfass
MIM3aana (Schultz, 1993b, 12) HaftaNuFNRUFIRaNTTsIUTI
Iuﬂaﬂul,ﬂué’u%ﬁoé’mﬁmmaq;;jmﬂ”ﬁﬁ'umﬂiuiaﬁﬁagmhumi
(Information technology) LT j’m"ﬁ/a;ila (Database) LLae E-mail 810130
FIAATBITIITER IS TANTITNEIANT IS oNaNTIHLE Schlossberg
(1992, 5) ﬁgmaaﬁmm‘lmw udayavasgndnaansndianidudays
lumsinsanlyndrofianudilanseiu @Twmqﬁgwwﬂ”agamao
andndaduguinuliunundrg ffladasiunsiesnshnmsiess
aan U ldlufanadoanu Lﬁaﬁdg]@LLa:a‘f’mmwﬁqwaiaiﬁﬁu;ﬂﬂﬁw
3. mudAguuSenaaunulason
msmﬁ'ﬂuu’%ﬂwﬁaLLV]%IG;JHMW%adﬁﬂﬁw:ﬁ'}amwm%ﬂmal 289
annitesanidunmsssemnaduarlunmsriem Sawwdefiioadas
fuanuiuiusi SunliufenddowlWanuidyiodeioiuiu
L’%;mmmmig}mﬁu (Commitment) uazan'li9la (Trust) Foaw
Funnsszwinassnaiuiassitnssuliifadnonwanniu (Morgan
and Hunt, 1994, 20-38) lasfindnguanmsidufisnuan (Day, 1995,
297-300; Kaiwani and Narayandas, 1995, 1-16) W91 ﬁa;ﬁﬁmm:
AT arsinmenuiuiusluszazon 1y AN ouudag
;jdﬁwLLa:;ﬁ'ﬂ?ﬁ"mﬁﬁtﬁams'hzr«iwLﬂuﬁmﬁ'@nmmwﬁuﬁuﬁﬁﬂmj 58
dasldrzazinau mm%am’mé’uﬁufﬁa}zﬂi:qﬂeﬂ%ﬁumsﬁami

ﬂ’]i@]a’]@]L‘%dHim’m’ﬁLLﬂ$ﬂ’ﬂlliqﬁJﬁ%§7$ﬂjﬁﬂﬁ%1ﬁﬁﬂi$§ﬂ%ﬂ’]w&J']ﬂ
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£ o A v o & ' Ao o o v o X
PulallanNuFNNBEITHIIUTENAwN U LN LLazgnmvl,@aswuu
[ o 4 o o =

0 ey inslanudinuuaziu (Morgan and Hunt, 1994, 20-38) 49
WNITIUAIMAN M A VRINITTAENINIAMALTIYTANNTUY AD M3
MILHWITzIz e Wil fswuSEmeunulasonlagniioy
o v A 1 &) a s Qs
vinlwnisFesn s hiidwAaniadoann

4. MUV YaIUSENTINUW BN UNIIREFI TN TARIALTY
YInnIg

Jackson and Wang (1995, 262) na1271 daatunisaanadnig

q
(2

LﬂﬁﬂuLLﬂaavlﬂ;jﬁﬂmwmmmmmmulmi ﬁdﬁLﬁad‘ﬂ’m%ﬁJ%Iﬂﬂ
FaImImaLaanfinannans MM IAAAIINaIgNAILA AU
snwaduandrani sunamaluladmsdessiasuwudasllagg
0157 USEnawnulawoan LLazgnﬁﬁﬁ%’é‘mﬁﬂavl&ivlﬁﬁa:éfaaﬁﬁ
mﬂIuIaﬁmsl,%ﬁ’umiﬁamsmmmﬂL"animmil,ﬁaamnQ”u'ﬂmsl,u
Ta9iiu ﬁmsﬁﬂuj’ﬁaﬂ%ﬂsﬂmﬁmﬂ Interactive technology INNi%
U3 Eneunula s ansis Fufludeadniiofuilnalilanniuuy wen
witaanidaanalulad wwliuwesnsliusms vesusumaaunn
Imwmwa:ﬁaaﬂsamquﬁdn’lsu’%msl,l,azLmunaqwﬂﬁa%’nmmm
é‘uﬁuﬁmaagnﬁﬁﬁﬁ@iamﬂ%uﬁw (brand relationship)luszazenale
(Duncon and Morirty, 1997, 284)
LLu’]a(ﬂL%adﬂﬂi%aaﬂﬁﬂ’]i@]a’mL%GHEMﬂﬂ’]iﬁvLﬁﬁﬁuﬁﬁLﬁ@‘l%ulu
Wadlny sdsrsuwmaalidnnuamwinedennmimIaaa LLa:;Eu%Inﬂ
vailny ludndugnduazuisnaunulusanludiasinofingld
ms%flamsmmm@L%agim'm'lsﬁ'umn%u (Anatachart,1999, 91-105)
snnalifingufianziiomoddmniviudnidudle Uszdunan
PINIFTNAUAIATIEUAIAD N13§39 Brand knowledge (Keller,
1996, cited in Thorson and Moore, 1996, 386) ﬁdﬂ?umiéamsmmmﬂ

' A o ’ & = A °
muaau’m“ﬁumsgﬂuuumu w1 sgu aasudszunmdnwinain
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LLafzNaﬂsﬂmﬁﬁ"lﬁ%uﬁ"hiﬁmhﬁ’uﬁunumaamw’ﬁm vatlunnsfias
i LL%’Ja@lﬂ’liéamiﬂ’li@]m@lL%GHSM’]ﬂ’]i&I’]ﬂ‘Szﬂqﬂ@ﬂfﬁu UARZBIANT
Lasfiiimisansuuazimaianllussdufivandrsiulasfi Schultz
and Kitchen (2000, 17-20) 'ldafu1edn msldmifessmiasaids
yrmaluaadnausialeidu 4 szan ldun 1) madszauasddsznay
ﬂ’liéa fIUNAID (Tactical coordination of marketing communications)
2) fWUANTALNSHERNINIARATBI8IANTINe (Redefining the scope
of marketing communication) 3) mydszendlinaluladasauina
(Application of information technology) LLﬂ:i:ﬁUfgdﬁq@ fa 4) N3
NauNmu‘izwi’]\‘m’ﬁﬁml,axﬂaﬂqﬂﬁ(Financial and strategic integration)
Taganm3dnenaas Kitchen and Schultz (1999, 21) i ldnsnafisns
@‘hLﬁumumﬂlﬁLLuaﬁ@ﬂﬁséaaﬂiﬂﬁs@aﬂﬂL%agsnmmimaw’%ﬁ'ﬂ
aunulawonludszimasnigaindni songe ITusud sssasnde
uazBulds wui ssdnssulngesdszdunsysonnsaglussaud 1
vaaszeuR 2 Wi Iﬂﬂuwmufﬂ:agluszﬁuﬁ 3 uazilasnnTiiNes
sautaslulaniiivininfivam ldaufieseauf 4 suludszmelnoud
Anatachart (2001, 1-10) wui1 assnssulnalutsanalnefiini
miﬁamimmm@L%dgim'lmif:ml% =iimslte g‘lm:ﬁuﬁ' 2 i
fatnagw UsuEnuaanud aulns waFis aH9anunng luasFum
(Brand Loyalty) 62 ﬂmiﬁwmmséamsﬂﬁmmmL%qysmmsmm:ﬁu
o vlﬂ;jszﬁuﬁgﬁu u‘%ﬁ'ﬂﬁmnﬁmamau*’iTa;gaLﬁmﬁ'ugﬂﬁ’l uazin
ﬁagaﬁiﬁmnmﬁmﬁ:ﬁmﬂi:qﬂ@ﬂumsa%ﬂaLqumsﬁlamimmm@
@T’mn'ﬁu’%msgnﬁﬁuﬁuﬁ (Customer Relationship Management)
sendfuduazuinnuduilng yoefiuSnlafiusulasoaironmm
MINMIAAA S8 IARIN mmﬁg}LLaﬁmmiﬁunﬁmﬁuwmwlumi
ﬂ%’uimm%ummﬁ”’;ﬂmiﬁﬂgmia;ﬂlaLﬁmﬁ'ugﬂﬁmam]”ayamo
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°uaawﬂs:mmﬁ'léfamﬂunﬂﬂy’umau%anwsﬂ%’ulﬂsaa%“ﬂuLLNuma
miamaiiaeldi visnlailldonssaunmswamnisiasnsaaa
YT ufivszaud 4

agndlsfana ﬂtym’l,umi%'@miéammwwmm%agamwmﬂu
Usznalnede GasanaliiinlaluwnAaiuioss Sserevinligade
ﬁv'aL'smLLazauﬂszuwmI@yLﬂdﬁﬂizTﬂ%ﬁiﬁv'af:ﬁ'asmﬁaﬂmum“ﬂaa;dﬂﬁﬁ
Alaigendszanouiieane ﬁmﬁ]Lﬂuqﬂmiﬂ@iamﬁ@mﬁaaﬁmmmﬂ
Faysonmsld la 6171 Schultz, Tannenbaum, uaz Lauterborn (1995, 12-13)
%‘Lﬁl,ﬁu’luﬂﬁnﬁuﬁﬁﬂﬁ'iy@ivmim\‘la%’wmUlumaaa\‘lﬁﬂﬁﬁlﬂuqﬂmiﬂ
finen fe whilvesmsdemtiu duiiumslaswinnuszaud §isns
%an’méfm%ﬂaLﬁ'mﬁumemmsﬁ'amsmammm@msa%iﬁ';ju‘%ms
eugs o ofi AUImIzauga ldiiuanwudiA DIUNUITUMIRENT
wasiinsansudszanmludinnifasInanisaana neeanng
Wasuulaamnansaananiiadu ﬁﬂﬁq‘sﬁamjuu’%ﬁﬂﬁa unwlawan
E'fiaL‘flumjwﬁﬁmﬂ%’ué’ﬂﬁ%’umﬂﬂﬁﬂuLLﬂawm;ju%Inﬂ LWIAAGT
mide fINIaNAEIYITINNT Uisnaunulasanaisiianadey
I@]maww:amaﬁﬂuqﬂﬁQu’ﬂmﬁmsmﬁﬂmmmf: MIAEN SN
myfemlussEndunulasondanuinduiesdasiamdnonin
Yasaniadiduadionin °1Jmxﬁwﬁfﬂmﬂmzﬁuﬂﬁﬁamiﬁat;ju’%mi
luszduge TANGED EJ'aLﬂuaqﬂmﬁ?ﬂa‘?ﬁﬁtyﬁ“ﬂ'@mwmiﬁamimimmm‘?ﬁa
YIS TuiSasil Schultz (1993, 17) nsain wiknsmsuwlwallu
pssnsfilifanudaiuiesdniniauudifiazd fidununnsioss
MIAMALTIYINMT WinuSausinIzng HuSmsdidaagnumaniso
wiammhmamaluedaussdeniuieiildeinsauanuiise
ﬁoifunmhﬂ"?'il,ﬁ'm“ﬁaaLm:ﬁfmnLmuﬂaqm‘msﬁamimiﬁqmauﬁa
@“1'\151) LﬁﬂﬁawqammLLa:m']memimmgu%Im 2) "“Jmsw:ﬁﬁa%m

atnaduszuy 3) a8ng enniin uazBIFuNa 4) FFuriadniegana

8.A.
2559



194

Vol. 22
No. 3
Sep.

Dec.

2016

nsulaguudavunumzasuiiniunulavon | swe ydueaded

LRZMINANA uaﬂmnqmawﬁ'@muﬁwaaﬁfﬂmumuﬂaqwﬁ(n'ﬁ%aﬁ’ﬁ
e u’%ﬂwﬁ'sLmuMﬁmmiﬁ'@umyﬂmm@Taﬂmiﬂﬂamu"&mdu
LaEMUUENDENIEILEND I uLIMTINUaNAT (Client service)
;ju%msmugﬂﬁm:ﬁmﬁﬂmmm@maaﬁﬂﬁwmﬂﬁu Lﬁlai’mﬁmwﬂaqﬂﬁ
mséamsﬁuﬁfmwuwuﬂaqﬂﬁ( G KLIWN3N1aNAN (account manager)

a3l TuwmAa i lviseansasnunisaaanlfowly

una;ﬂua:ﬁ’am%mm:

MIUHBTFOFINIANALTIYTUING UIENAN IR B
(client account) UAZANAAITVINNUTINAK INTIEINNIFBIRNBTU
MIFINUIINNWLA auvsaeuihwan aNa9 1Y wanananudnlangse
NWLE? qﬂmmmaaﬁ'ﬂaads’h masa:ﬁaaﬁmwmaui FNN5USUAND

o o v Aa A A A A
AaUSUNULW NN TN T U Ao uula9u e NINITROEITAITARALT
UIINNT
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