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ABSTRACT

Successful business management requires a holistic perspective on the execution of
marketing strategy. This article examines contemporary marketing strategies, focusing on five

core components: 1) target customer insights, 2) the customer journey, 3) seamless omnichannel
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touchpoints, 4) customer experience design, and 5) customer-perceived value experiences. By
analyzing the interconnectedness and causality of these elements, this study integrates them into
a cohesive framework. The process initiates with customer insights to understand true consumer
needs, links to the customer journey, and incorporates seamless omnichannel execution
alongside intentional experience design. Ultimately, this integration yields a customer-perceived
value experience. The findings reveal that creating a unified strategy must begin with specific
consumer insights. Marketers must comprehensively analyze demographics, interests,
preferences, needs, attitudes, behaviors, and the underlying motivations driving purchasing
decisions. Furthermore, the customer journey reflects brand experiences shaped by interactions
across all touchpoints throughout the decision-making process. When businesses bridge physical
and online communication and purchasing channels with meticulously designed experiential
marketing, they can effectively deliver a customer-perceived value experience. Consequently, this
fosters deep customer engagement and builds long-term brand loyalty, achieving the ultimate

goal of marketing management: sustainable customer retention.

Keywords: Customer Insights, Customer Journey, Omnichannel , Experience Marketing,

Customer Experience
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sfin saunudnuiie wazeeaiuned AiAaatu ieliigsiafiansnnmgnssunisiiinages
anénlunmsanatneseuiu TnefuTvunavaniteneuiszaunisald Breasefiainenanuits
W@ﬂ@qqz@méﬁmmmmmn 905 LL@%"]‘LIA‘J;u (Lemon & Verhoef, 2016; Verhoef et al., 2015)
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- Marketplace Business

! : i ! ! !

H { H H

Shopping Ads Physical Store . L ' '
\ ; Marketplace  Online Store  Shopping Ads  Social Media

™ Social Media *”

NN 3 AMULANFNNIZIINN Omnichannel Lag Multichannel
nan Wisesight (2023). What is customer insight?

38n19%1 Omnichannel Marketing liddseangnin Jldiean1sllananedeannanses
M widlesandanisysnnniafeyauaznszuaunimissanadndaaivedadussuy Verhoef et al.
(2015) \@nan1esniiunisidanadenlasiaiuuaziu &l (1) msmanmamwun@uanm
Whusngsuauann uqnEuiugean1eeu0s Omnichannel Aigsiafiesidiayannfinssuses
@]ﬂﬁ’]ﬁﬂi‘ﬁ@’m‘ﬂ@:lﬂ’u\lLL‘W@&]W@%NWN 7 indimsviedauszuy Lﬁ'mzqdqﬂ@uLﬂﬁuma‘lfnsﬁmmq
nlunsinsedeasuariedusniteriniaduman feaziliigaRaanansndnasminennsiietng
ﬁﬂ?zﬁ‘v@mwLmzmmmmnﬁyu 2) mslﬁauﬁi@%’@gamnnnﬁmmu%é’qzlﬁ”u"lﬁ’ﬁ]uizuu 04
flusialadnAtyzas Omnichannel Marketing isnznsiignénaglisuilszaunisnin Grense i
genasiasNeiuieyaresgnitudazsaluninsanlfietnaasuiion Inaa1da Omnichannel
Platform A1s¥naudag Customer Data Platform (CDP) ﬁmﬁqﬁmU';“fm%@agJ@mﬂnﬂéﬁ@wM%ﬁ
\Aeariu uaT Marketing Automation ﬂﬁﬂgmﬁmdmmﬁLm‘ﬁzﬁlﬁ@ﬁmumﬂ@ﬂwﬁ UuguanaNiey
Avnzan uazdnlranannlietnraiiie (3) nsaselszaunisaiaaninlsziivla 1y
mzﬁ”‘wﬁmﬂmqmﬂmmL%”L@@lﬂﬁq@ﬂwﬁﬂ%”\i Fnlanmnsoinauendaineiuazuangiinseiy
panufiRInstesgnAusiaza SeflnalnenssTuanuitane lauazanasinasenauinluszes
219 (Lemon & Verhoef, 2016) (4) msfi”mﬁuLmﬂ%im&aLﬁ@ﬂ%’un@"mﬂﬂumﬂ"luﬂ
(Retargeting) Lﬁ@ﬁq@ﬁ@mmﬁw@wqﬁﬂﬁu@lﬂﬁﬂﬁlﬂﬂq‘m wEaunAiaszdiddniiteia
Retargeting Azt lfigsiathiaualusnnsiadeyaiianzadifofiilnafinauanspanuaulausds
lisindnlate TneanAediays Cookie kazgLluuLngANTINNTAUMN
5. MsmaALBeilszaUNSTE (Experience Marketing) winnefauuaAafisjsainanmenliignineiu
m@@@ﬂLL'1_|‘1_|‘1J@muma‘ﬂiﬁm@mqumﬁuﬁ tudszamdnda a13unl ANARA NNINTTNN LAY
PP EYOVIRUORE ATV NINNTIANAIAINAANTRTAINA AT Egat1aLAE nanaléidn
m@mmmL%qﬂimummig'm%wmmzﬁ”mﬁuﬁ%wdquﬁﬁumﬁu&’-ﬁﬁmuﬂa‘mummﬁiﬁ@mm
AINAABANINTANNI9DITNOT IAUAR LAz AnssnaesgnAn luszezeng Schmitt (1999)

1) a3AlsznauuanaainisnaaLdalszaunisas Schmitt (1999) WRNUNNTALWUIAR 5
LRnan(Strategic Experiential Modules (SEMs)) T%LﬂuLLu'JVINL‘ﬁ‘ﬂ@ﬂﬂLL‘].I‘].ILL@::@QN@‘LI‘]J%@‘LIW]?QE
Tﬁmﬁwﬁhuflmwu ﬁqﬁ”(ﬂ muﬂivm‘wauwa (Sense)vm’mm maf@@mmm@w:ﬁmq
ﬂ’ﬁ?lﬁl@’]ﬂLW‘ﬂﬂ?”lﬁluﬂﬁ‘”’&’Wl@NN@VN 5 ¥ nsueadiu neldEu nialdnau nnsdu sai uaznng
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Fula WWeadallszaunisalidauannasiemanndssiulanaznisanann (2) Auaisues (Feel)
=® rdl v g v =R v dld o a v 1
N N1saenuuLlszauNIaina NNz fuansuniazmnNEAnaegn A naiunsAuAN 1
1 dl v 1 A % a v dl o =3 quy
drazifluanngy ANRWEY ANeUgY FaAN1Eaela nanAuslsvaumNd1Ea TuTAT
p o o = o v Ny 4 = & o a
anunsnsanleslszaunisnifuanuidnuazanunsedanaesgnAnlfeneans (3) ATUANNAR
(Think) ManeDls N1saenuuUULlszaun1saiinszfuainanla ANANA319A998 LaznnIRdIusaxN
NNANAATIDIGNATURINAAY AFAUANT R YRANIN BN LLUN1IRAINATIANAIAE
dl % v ¥ a v v 14 o =3
iNanszAuliignARAAINLAZATINANININIEAILALLEY (4) ATUNITNTEAI (Act) UNILDY N9
aenuuudszaunsainnssiiuliignAuananginssuasnadugtlass laddnazdluniadinsonfanssu
va % o dl a A o a aa
nmaaedldduan nsUiuidasungAngsy vsenisUiugduuunislnaresnu dsraunisndlulim
T insndudinansiiudaunilvaeiniinesgnAieenadusssugf (5) AMUANMNENNUENIS
faAN (Relate) M8 N1seanwuulsvauni1saiidanlaansdusiusnanwain1edinl Ana9m

LL@”m';“Lﬂumuuuwménmum@ﬂqumﬂmm@mm 34mumLﬂaﬂu@ﬂmmnm%miﬂwnmmﬂu
mmﬁnmnummmwuﬂummumluﬁmmLﬂumwuwmﬂ@wmmmummul,@qL@frm (Schmit,
1999)

2) Lmeamiﬁ'\Lﬁumﬂﬁ@ﬂsvﬂnﬁﬁn'\smmm%aﬂs‘“ﬂumitﬁ

n191INgaL 5 umiﬂmma‘ﬂgummmmmmmm‘vmum@wLﬂmvuu Schmitt (1999) 1a1a
wuanennIALEuNTg 4 daznsfidentoeiu 4eil (1) nsiavuaihuane nmausifesssyli
mmmmﬂuummwmmmLﬂmmwmiuma‘mmmmml,ﬁn\iﬂiymumafm"lﬂ‘lfn@mﬁa 114 N33
nefugmaAudn nanifiuaanuAnd wienienszfunimanesliduga e ldiniseanuuy
Uszaunisnififemeidaauuazarnnniauald (2) mavhanadnlaguilaaddwaneluide
an mﬁu%ﬁﬁmﬁﬂ@ﬂq’uLﬂ’mum@ﬂwﬁﬂ%ﬂm:ﬁuﬁmmmm@uﬁﬁmmﬁﬁﬁ“ﬂg% 1T GNAN
panisazlslunsiazqnduia vieflinuinaludedlatine mwLgﬁﬂf«’nma’wiﬂmmgmmmma‘
aitlazaunisniinsslanarainannnulsyiulansnaudians (Kotler & Keller, 2016) (3) N9NRIUN
wuaRRaFeassAlunsaiedsraunistd nsranadasraunisainsilsrdnsninfieande
wAndluendninl denndesiumATaInALAN kazarunsaRgaaugulaTagnA e
whasviarinmatuladifudenanslunisdeney Wy maluladasuasaaiion (VR) wazmalulas
ANTNATILETN (AR) eaielsvaunisaiiuansneagnaiuiendnenl (Schmitt, 1999) (4) n1s
aammuﬂsmumsmmumﬂﬂsvn@uuan 5§ ma‘mma‘mmmmﬂaf”mum@m‘iﬂmmmq
@’]ﬂ?;lﬂ’]?@‘ﬂﬂLL‘].I‘LI@F;I’]\?ﬂ?@‘LIﬂ@NVI\‘i 5 finsauiu NAN9A8 Sense ATALAGNLIIIENIA & me N
LATUIINTUT Feel ATALARGHNNNEN fdes LargUuLLNN9U3NNg Think m@m@muwnmz
(Feeanafinszfunnsfingny Act AsauAguNTIaNRanITILALNNIMARelE LAY Relate ATALARN
mmfg?ﬁﬂLflumwﬁwmﬂzjuLmzsqmuzgﬂﬁﬁ m@gﬁmﬁmﬁ‘ﬁ\i 5 iReddentszauiuaziiillyg
ﬂimumaﬁtﬁﬁmmmjmmW«%“ﬂﬁ

3) stluuunisaansuudszaunisal nseenuuuilsraunisnimnenisaaiagnnsatinlilg
nsdfiEldnainuanegduuy Tag Schmitt (1999) ua Lemon and Verhoef (2016) T4
gﬂLLuuﬁmmummzﬁwL%ﬁﬂﬁﬁﬂwmm'fmrﬁ“uﬁﬂmm?mm?ﬁ@'quéqmm@ﬂﬁ'}@ﬂ'wLLﬁ@?ﬁQLL@:L%
Tannaliignénlidudalszaunisallnensg gﬂLLuuﬁﬁﬂm’Lgﬁﬁ 4 1l3znng ﬁqﬁ”m) Event Marketing
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duRanssuiidalenialfifidlinafldausoniunsdusalnanseinufanssufivainuans v
powdin Teaddwalng 35ndad viseysluausing + Seabadszaunisnifindesivlauazansalé
(2) Brand Activation Lﬂuﬂ@mmm@ﬂLmuL‘W@mwﬂarvzwﬂW:TmLL@Vﬂgmuwuﬁmamvmﬁmﬂm
AunsnduAn lddnazidunisdudanandugiase n1amasesld nasiauing wisen19a319AUNUA
Rt ﬂa‘mum@tﬁmdﬁﬁzﬁqmiﬁ@ﬂﬁwm%%muﬁu@mﬁwmmﬁw’-ﬁﬁ aunanefupNAnfuas
mmLﬁm%‘ﬁ'%mﬁumuumﬁu%ﬂmzmmq (3) Immersive Experience LTun1311wnalulad
avelud @ AR (Augmented Reality), VR (Virtual Reality) 194 Interactive Installation N14%14
ﬂ@vmumafmwm@ﬂmLmﬁmimﬂmmw@qmmum faﬁumﬂslmﬂmLmﬁmﬂmmmmmmumim‘tu
ﬁ“]JLL‘LI‘]_I‘VlLL[F]ﬂI?]’]\W’mﬂLL%‘I‘ﬂEI’]\muL‘N winzageiaiumeAusffesnisainelszaunisallusifing
siivlauazandnlilussezens (4) Brand Advocacy unnasinadszauniandinnliignén fislna
e ufiusninauaeenAudnfaaudssivlaatnauiiase audiunlfauanuzandudaduagy
199 "NIzUBNALY" 1aIRIAUAAAMAN A wazLenselszaunITalEaLNHIUTaINIFNG
ﬁﬁlqﬁuLﬂugﬂLLuuma‘mmmﬁﬁﬂa‘xﬁﬁquqLLazﬁunuﬁ'ﬁ

4) N1SIALAZILASIENHAANEURINITARIALTILUTEAUNIT DS

NM3fANANNTAAT AT Tz AUN TRl AN EUZULANANSAINNTTARANIAAN AL LA LA
Fesanidiunisdssifiuaauynitunisensualuaznsidausanaasgninluszazanauinnds
gannaiinauluszazdil Kotler and Keller (2016) L’&u‘ﬂfﬁ’]lfl/fﬁyfi/ﬂﬁsﬁﬁ'}?ﬂ?@‘i_lﬂ@‘u 3 3ui Fall
(1) N15IAAMMNNINALALALTAIINANA UsenauFas 2 Lnausinan L&wA CSAT (Customer
Satisfaction Score) dinArnufisnelafignéniisetszaunisnhitefianssuianizan (Oliver, 1980;
Verhoef et al., 2009) az NPS (Net Promoter Score) Fnouei Reichheld (2003) ﬁmuﬁ”mﬁﬁm
LLquumnmw LLua,mmmumm“l,ﬂﬂ\mﬂmm@ummmmnimuﬂa‘vmum?mqum% nawu
mmmmmmm@mnmmummmm@mm 2 ms'mmsumuswLmvﬂgﬂuwuﬁ AIBLAQN
N19AARTN Social Media Mentions/Hashtags smummquma‘l,mmwLL@vqm‘Eﬂmﬂmiwmmmmrm
Aanssu 2aufian134a Time Spent/Participation Rate G4t szifiuszazinaruazdnsnisidinsau
Aanssuzesgnin fasamanilaziieutezdunnsidauiantesgniniiiaiuiseluuiazqndu
(3) nﬂsiﬂwaé’wéﬁﬁﬁi@qﬁﬁ@ 1% 2 wnawaiuan TAwA ROI (Return on Investment) A119 84
WReuifufununisdnianssuiuseaneieyaAnsAusnTiiaiu waz Conversion Rate 14n
é/m%ﬂ’]ﬁyﬂauﬁﬁLL@&‘LG‘H’]W@Q@Jﬂ%ﬁﬂ’mﬁﬁ\m’]ﬂ?ﬁ’]?QN‘]J?::@‘LITY]?OE Husadiaidesszaunisnl
AunaansnNgsnalilaens

6. ﬂ‘izﬂun’l‘irﬁﬁgnﬁﬂﬁ‘?ﬂ (Customer Experience: CX) umﬂﬁ\iﬂﬁ‘mum?mﬁmﬂ@qum@qqﬂ%W'ﬁ'
L’ﬁﬂ%ﬁl‘u@Wﬂﬂﬁﬁwﬁuﬁ‘ﬁuqﬁ‘ﬁﬂiunﬂﬂmﬁwﬁ?ﬁLL@::Vlﬂ‘ﬁ@QWNIF]@@ﬂﬂﬁ‘tﬂ'}uﬂ’]ﬁ‘ﬁ@aul‘ﬁ”@ Verhoef et
al. (2009) wax Lemon and Verhoef (2016) %”slﬁL‘ﬁufj’]fr]flﬁﬂ?tﬂﬂhﬂ@ﬂﬂ?t@ﬂﬂ’]?ﬂiﬂ?ﬂuﬂ@‘mﬂﬂ’m
75 un dszaunisaimunaniunuasuinig ?ﬁlmzﬁ@m’mﬂmzﬁ“ﬂwmmm@mmwmm@uﬁﬁ
azdunsliinng Uszaunisaifudanig fafaainanuazaan e LAYQNFABILBINT
Rnsedeanstinudemisiivainuanaveesuladiazeenlail dszaumsamunsUJannus ac
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azfiouainAun neeIn13nIg Anldla waznisufitlymednsiilss@nsnn uazdlszaunisol
punNs5us Bduraniinuaziiruningniniransduindenalaansesanindnenizedgana
o Aa 1 | y a
1) wuamneansaniunissiudssaumsmiaasgnatadiailuglsssn aliinisEms
dszaunisnignAianalun1aujiiR Verhoef et al. (2009), Lemon and Verhoef (2016), waz Kotler
and Keller (2016) IFiauauuanisnsanifiuniafidugdsss 6 Uszns & fail (1) maianuinla
ANATLULTIAN LﬂuWHﬁ’]u@’]ﬂm%ﬁﬁ‘ﬂ@ﬁlﬂﬁﬁ“].l‘ﬁﬂ‘l/]xm‘ﬂL@u‘ﬂLLuVLL@W"H@ﬁ“NL?F;Iu"ﬂ’]ﬂ@ﬂﬂ’] 9mTHe
'WWI’][FIQLLV]‘L&@JTWW]Lﬂ’m&l’]ﬁlﬂ:ﬂ&lm HFarnmiisuidalszansmnaniuazanine aldigsiadila
ANHOIZAYINFIBINIT WOFANITNNITLEINA uazANAIAndsaesnguitanelFetinagniie (2) ns
AN ladummsiAumeragnan giafesdinmununnuanudunisasgninius
nefUgAAnA s ReLTiey nsde Aoxftonelavdannste Tauensuense whes
‘1/]\‘13‘“"]_| Touchpoints WAZ34ATIZH Pain Points ‘Vl‘mfﬂﬂfrjslmﬂmﬂ'J’mVLNWQW@%sLuLLmQ“}JuWﬂu (3) s
Usurgedszaunisailunnazqanduia (daszy Pain Points tHuka giiafiessiiuniadfuse
whlaaeinailuglassn MafuANgInGEd ANgNFes waraRdelunsdindauansusiuazEng
lunnqaduda (4) niswaurdszaunisanuulisaana gnAtluganananiandinan
azanaunglunisfissaiugsnadumainuaedeanielietnsaiiias gsnaasfiesysunnisiiaya
dl ! 3 Lg L 4 o dl v v o ] v
FTULNTA0ANT uazn9daneuivasulatiuazeanlatidinfeaii e liignArainnsnadudeamisls
atn991Iulag ladgdsaausaiiiesasslszaunisal (5) n1sa19imussTNaIANTLULER
v @ P o ¢ v ' a Ly 4 oo
anAntluguanats namunlszaunisnigndiazliannsniintulfed1ededn nandsmann
TmunssnaaAnnliinnudAryiuaanufiesnisuazaonuaiaudssasgnandudusuusnlugn
WAL NIHAZABIA1ITNDNTIANABIN19TNA T BIANALAEF1Ua1TNO] (6) N1TRBNLLL
dssaunisalidegn genaduiinliiiesneuauassiaymniiaiu vanussiesainisnaianisn
wardesiudeyuianeuti faantseensuudszaunimlianizypnalnadszaiudeyagnAuas
watulagadelud igu Toyay1idezhinzg (Al) Chatbots waz CRM ieai1emanuimieu 1anela uas
pnssvivlaliiuignAnluynandudaatinssiaiiias (Verhoef et al., 2009)
4 0o o a % Yo v 4 o ¥ ' Y o oy
2) avnUsznaudrAnngnAtldsuslseaunisal nasinANdinladngnAnFus
17rauUn19nleUNF lating Lﬂuﬁugmzﬁﬁﬁtyslum@@@ﬂLLuumqwﬁ“‘ﬁma@gm Gentile et al. (2007)
o I3 dl v Yo Y v aa o dl 1 aaa a dl o o
uunesdllszneuiigndnlding Ussaunisalld 5 fAnen JusasiARunumaENGriuwazil Ty
naasedszaunianilagsaniilnnien aanedesiuuuIAnaes Vernoef et al. (2009) ‘VIF;I‘LLHWJ’]
UszaunisaignAndunadng me\mmwmmmnﬂgmuwuﬁumammmmumqma‘mum\i il
(1) Ainnevieu (Functional) iutlszaunisafignéniugliarnuiihfinnsvinauaeswdniusiite
1U3N19 TIATDUARNIIAUNIN AMANITH Aorunazadnlun1sldeu wazi3nsndenisane
dszaunisnilAidnlfianszdunnaniuaiainisnneuauetainbieanisingiuesgnanlias
1 a o dld 6 o a dl % | o aa o .
iy watnaiadusuiatsnafeidunisleutundnladnauarilaanis (2) AEa1sNME (Emotional)
el v o v v =2 el s v ‘ =
dutszaunisaiignAniuinuanidnuazensuninisansdusn Tidraziduanuianela Ao
Usziivla visapauiands gaiasiasarnnsndesieansunliiauaniiunngliuunisuansaan ¥a
e WA wazdinnay sandeanisasnuuLanInLInieNnas AN uguLarA Nl A i

o Yo

% aa a vy a‘d‘ % a o Y
anA" (3) NAANAR (Cognitive) ullszaunisningnAniusenunszLaunsAn N353 LazAINy

a
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v dl a dgj a o o 6 o a % 09; 09; | nl/ dgj o a o | =K
dinlaniAnauanUduiusiunsduinlunndunau Aauwsin1sdse n19919eRu n1ednds Tulauns
b % [ a % 3 E Y o YUY a v v v 1
nsufilaouundinisene gafafiasinliignaniusladiasaudidinlanaufiesnisassnuating
WLER LL@zmmmm’amu@mmvl,ﬁ-”mf;hmﬁﬁmmmmmfﬁumqmﬂaumq (4) HNRFIAN (Social) 11
Uszaunisaingnéniuinudedianaaulaiuasdaan19autdu ATELUARNNITABLAIDIN N9
% v a o o a‘d‘ % = % I [~3 e 1
whtToyun uwaznisadedfduringnasiennunanalalistneadouunnunaaveia lddnaziiu
TmTsaiipe Bulad wedndindu viseuiiiiu lszaunisnilftasiaulignnneesnudunug
SN NAPAUAUAZ TN TUIRIQNAT (5) RADARNLL (Identity) Lfluﬂawmumﬁ‘mwaﬂmammmm
FIMULAYE AN HAIIBIAINAUAINARAYNNTUANAUE Tarieude sTuineae warudanisae ﬁ?ﬂ"W]
aN1saNeLlszauN1InilanIzYARA (Personalization) ”Lm@mmmmm muﬂﬂmmmmmuum
AN ULBIgNANHAadnanralaans@ulinluszazana (Gentile et al., 2007; Lemon &
Verhoef, 2016)
[ & I Yo
3) AwimeEraddssaunsangnAlasuluauAn

] [ %

70 a c 1% o‘dl v { 1% 1 a o A dl
LLNQ’]ﬂW?Uﬁ‘ﬂ’]?ﬂ?%ﬂUﬂ’]ﬁ‘m@lﬂﬂ’]“ﬂzLﬂuﬂ@ﬁl%ﬁ%’&?’]\‘iﬂm@qiﬂﬂﬂqﬂﬂuﬂ@’]ﬁﬂ_l ALITUNN

o

-

dl ' < an o & o dl v dl 4 o A 1 =
Lﬂ@ﬂuLLﬂmq@m\mmmiuqmmmﬂmmmmmmmﬂ‘wmﬂ@mmmmmwmaqm Lemon and
Verhoef (2016) ) FLAuANTAITMedIATy 4 deznig aall (1) mwmﬂmwmmummanm anAn
mmwﬁuﬂu Al Assistant “lwmmﬂi”mqu Hunaliiuaandanisneuaneiisnnida QnFies waziu
fousunnduataraLiies uﬂmimmmfwmm@@ﬂLLuuﬂa‘mum?mwmwmuﬂmzmwiwu
o Q/led a a o % a o‘dl a 1 dl 2 % Y o
anludAndlszdnsnmiuannudinlaensuninaslanazauguainyaains ialiignanlisy
mwwqw‘ﬂﬂum@mwm (2) ﬂ’)ﬁNﬁ’ﬂﬂﬂ’liLQWﬁ”Uﬂﬂﬂ‘iruﬂx‘lﬂﬂ (Hyper-Personalization) N9
N@Uﬂ?”@ﬂﬂ’]ﬁ?mwLMN@Hﬂ’]?‘LIﬁ‘ﬂ’]ﬁ‘LL‘LI‘LIﬁlleﬁl‘ﬂlFlstl‘Viﬂ‘]_I@ﬂﬂ’]LLI?]@“’?’]F;Iﬂ@’]EILﬂuﬂ'ﬁ’mﬂ’]ﬂﬁ’)ﬂﬁww
93NaMBIUIIY mumﬂﬂma‘m‘umm@gmmmlwmmnnﬂmem@g@ LATHUINNALATIZAY
Toynytleshing uaz Machine Learning iieeanuuuuaniliyuaznisdeansitiuusdaanizdmiy

v 1% 1 dj o ¥ Y ¥R Yo a % v 1 Y a

ANNFIBNNITBIQNALEIATINE TeazvinliignAnanTadnnsAusdnlasnuatineuiias (3) A
[ 1 [ [ 24 . dl a o I Yy KX v ! dl v
\ludaumlva9iaya (Data Privacy) nnsngsnaaiufesidnnedeyadonynnaiiaasng
dszaunisninenizianzasiiu atiulinsaniugdvsaesgninTunismuandeyaseamnuies Martin
and Murphy (2017) ‘ﬂﬁmu'ﬂﬁﬁ‘ﬂ@mﬂﬂﬂﬂﬁ@ﬂﬂ'J’]ﬁJI‘]JNSLmL@vﬂ’]ﬁ‘"]J'ﬂﬂQﬂﬁJﬁluﬂ‘ﬂN@’mL@’mﬂ\‘mﬂN@
mumﬂ{]ummmmmgumammmmm@mmuummmﬂmmm 111 GDPR wag PDPA GHEN
1Agense ieas1anan1Banalauazinenanduiuisey 8197 UgNA (4) AINEE UL
szduniso Lu@aﬂﬂﬂm‘uﬂa‘vmmwmmLmvummmmmwmw@mqmLumma‘@@ﬂuuu
ﬂa‘mumafmmqﬂmﬂmu AisranannluszrarantasdiesnuanudnnisdnuAcunadenuazany
Sutngausadinndinlllunnanduia aseunguianislidanniduiinsiudeuonden neatiuayu
fuauN1sannIslaaAniuen uazn1saniiueunilils dunanlimasnauauesauAIAnd
1099NA" WAUATNATINAAI TR AUALATAN A ELEIN sutedUNESEU (Kotler & Keller,
2016)
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BIAANE Ml

mmﬁ‘mﬁmafﬂ@ﬂwﬁ‘mimmmﬁa 5 Uaznasfinanann lun AYINFBINITTEIANUBIQN AT
Hunnan1aiAuniazesgndn Omnichannel nsmanadsilszaunisal uazszaunisnifignan iy
ﬁﬂﬂ@;ﬂ’]ﬂﬂ?ﬂlﬁuuﬂmLLuQﬁmﬂW?@ﬂﬂLLUUﬂ@ﬂVIﬁVI’]\‘iﬂ’]?ma’m AMANARATLAAZN B LI AR
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