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Abstract
T his research is aimed to study marketing communication strategies to enhance competitiveness from
the effect of COVID-19 crisis through the perspectives of high-ranking executives in modern trade business. The
marketing communication strategies comprise of 5 key steps which are reviewing the marketing plan, determining
marketing communication objectives, determining marketing communication tools, determining budgets and timing
and evaluating the results. This can be done through the qualitative research as a guideline, collect the information
via in-depth interview as well as conduct a documentary research. The research found that the COVID-19 pandemic
has an impact for top executives to abruptly review the marketing plan by identifying a short and condise timeline
together with a flexible plan that corresponds with everyday situations. Besides, focusing more on sales and profits
for this particular situation will help regain and compensate the occurred losses. The rising stars of this market industry
are the food consumers store and market, hardline store and the e-business: e-retailing, e-commerce, social
commerce. On the other hand, softline store including fashion, cosmetics and clothings are greatly impacted from
the pandemic situation as they are seen as luxury goods. During the COVID-19 pandemonium, it is found that there
is a correlation between determining marketing communication objectives and focusing more on sales and profits.
Top executives emphasize on an Integrated Marketing Communication: IMC which incorporates several marketing
communication tools to directly analyze customers database in order to design and deliver a more customized
message for individuals. However, the most important thing to be aware of is the efficiency and effectiveness of using
the budget on each investment. It is shown that the more negative impact a business has, the less budget is given
and that unfortunately could go to a budget cut-off in order to save the expenses. Also, adjusting and shortening the
timeline should be considered as to provide an immediate follow up and evaluation. By doing so, measuring the

success of the marketing communication plan is through sales and profits.
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COVID-19 Crisis, Modern Trade Business
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unumid uazdrunansindulalneasdlunisimun
nagVn1sAeaINIINANAINHANTENUINGM COVID-19
531 19 ¥ Usenaueie gsharuanausgulaauilan
(food consumers store and market) 371U 5 114 §5719
A1vandudaladalnduazairuany (softline store)
1IN 4 i gInIRUAnduAInead1e dout1ga Anuwss
U1u (hardline store) 313w 4 vy §5AIAWEN UTNIS
ARRIATT 51U (restaurant and beverage retail store)
17U 2 M1 wazgsnaAUanesulall (e-business: e-
retailing, e-commerce, social commerce) U 4 VU
2. fmssnandanginmsifianudsmgiunisdomns
NINAIN NIIAAIN 3BN1TIAINAIURN aNTaIATIEN
LagInInEnagnsnsioansnisnaInvesgInadUan
alelmiliduegned ruau 5 viou s wudbideya
ndniteAy 24 vinu sl mafmuaUssdudunivaioy
ASOUARNNAYNENITADANININAN 5 Tuno i3ukaus
MIVIUMUIKUMIRAA MafvuaianUsEasdnsdoms
msmanm mMsfvuaiesesiiedeansnismain nsimua
JulssinauarseezIa Lasmsusulung naanautady
wisnuduiaiegaeldnagnsnisdeansnisnaind

AUUATU

dnunaeimsldindaenansvdngusig 4
HI78vINITIUTINkAE ARG oNVIIdD UNANIYINTS
5718911358 Ineninus Buled wisdenud devans way
Aodsiuniddnvseing Tnefiansanerudenlesszming
ﬂaqms‘mﬁamsmsmmmﬂuanqsﬁaﬁﬁ"dﬁﬂaﬁalwai%q
Anilugsnauuugnly (modemn chain store) dganv1ey
1NN31 5,000 duumeel Augaunsalings COVID-19
snfog19Ussidufilianuauls 01f Amsiuves
gnavnssufUanaelmiilledoundayfuingn COVID-
19 HaNIENUYeY COVID-19 fian1simuaingussasa
nseatn n1siuangudivang nsinuenagns
ASAATA ﬂmwLLmuﬂaqwéﬂ'ﬁﬁamﬁmimmm AABAIU

ngAnssuvesuslaaludeaudiInunaidivg (new

normal)

oA A

lun19nsiageumuUIFeliovoIn15998

¥
a v a !

Waaunm esnignTIdeilasunuduasuniside

q

umAnerdovenisfnlng dsinvuelifignsannd
AyRdeUAMMNBNATaslaiuTIUTINTeNa $1uu 3
NIU MEDAIUAMENTIUNITIIETTIUNITITTUAY
WMIneaeven1sAtne talrn1ssusedasinsidena
wumavdnatesssunsideluauiiduinasgiuana
Suusoy s1alATIN1g A06011/2564
dmfunistusuanuindedevesteduny
(trustworthiness) 3381438150 yRaeUmMNE A UTBYA
(data triangulation) 3Fdsnandiedunsfigatianugnsies
vosdoyatildiinanunasnan time) ndoyasiisnanas
wileufuvielal unasan il (space) drdeyareanuiioz
willeufuniely warunasyaaa (person) a1yAARKLA
Foyawdouly deyaszmiloudniels Iswavden fe
(5efingsns Avey, 2553; gnn9A Junaniley, 2554b 91984

Tu Yuns We@ummug, 2561)
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1 manSeuiieutayainyuleweEiieias

Aulsngmsaldnm Fainnuuansdulifussnnuas

a o

g3narUanasielvy n1sduniualgusmssedueasves

a v a LY

siamuanadelmilugugdlvidoyandn asounau 5

=CN

NAXgINT 91U 19 v WienTiaaeuteyaTaiuuagiu

nsfiteyaiinnudauds FITeavdunvalflideyavan

AUBU ) WsANAUN IRy AllANUBLA

2 ManlSeuiisutayaangvideyaviaieny 3

feanuusnadulisurianig ideantsdunivaliv

'
o = £

ayavdndudufuimsssaugeesgsnafuanadelm

Y Y

e

v
VY 4

wihliu fATedadunwalgnssnandianeIvnislugiue
“uidstioyaypraiianu” (third-party sources) Usznausiae
919158 sEAULMIne e srvgiunsioans
snanA o1NsE ST UMMl Termaunsaann

LAZDINTYILAUNNIINY IR VNV LIVIYATUNITAATN

£% P o

AUAN 91U 5 YU WeAumAInauluUsEAUAInNY

Weniu

Nan1578

1. MSNUMULNUNITAATA (review of the marketing
plan)
HAIINNTHUN YR UINITTEAUAI09T IR

Aanadie 5 nqugsia wuyuNewsaiudl Ingn COVID-

a

19 MAnTunz Uiy alikaun1snataUaswsinga

a o

A sally 3-10 Y vilvigshadanadelvaideandayiu

£

v
1 a

Anliuiueunarendenisman inszlisyndugn

1

a v

VU WITLANGANITUNTONTUANITHOFUAIVDS

a

Auitaanusuivaswiuiiludnwae “gnisduliivey

v
S Y oa o

UL e JUTMIIEAUEeRainITNUNIULAUNTS
paelval Tnesmunnseuszezadilundliduas
nvdUnnUHLEITY YSunagyslidavgunuantumsald
AT (lean and aglle) LuNgnFuSaasanue (sales)
wazils (profit) 1nndngasaaunIsaiund iesaue

selaiimely daindunmual “Tuwinsnnagnsniseane

.45

mslsi$ieiugemestioguieonanssuanAniussdl
Sntamsudguslnawdsululnedundu wilougn shut
down ey gnAniUAL way iuit ¥irlst forecast
g0 inzaziiu Feadonuiuftemy wUiusuuTes
lanlals” @erss favaunn, dunwal, 22 Iguieu
2560) wazdrduntwal “Tadnsamnegiaiaty Wasy

ANMUAAUBIIIUSENN 35 U vinlvissiaantadnninag

q

¢ v a

DDA TUNTIATIE SN kIUAY
AMuAnvzdauannssveuasugialila” Guay
YAading, dunnwal, 23 wweu 2564)
! @ P & a
at1dlsAd usseneuluseasn o vedingm
COVID-19 edamansenuideuinuasiisausognaiiuan
adelviusaznguluseausiieiu Inenuingsiagsia

a v

Avandud1gulnauilaa (food consumers store and
market) g3AAAUANAUANDEI19 FouU13e ANLATUY
(hardline store) wargsnanUaneaulatl (e-business: e-
retailing, e-commerce, social commerce) ﬂm?JL‘fJuqiﬁﬁ]
ass Seammeidulniinselan vagiigsnadUandud
lavlaladuazanuan (softline store) lumnadudumidy
\A30sd0N Lgaﬁﬂﬁmﬁwawu lasunansgnuagramin
desniunguaudriuiles ludndusdodddsingy

ALlWTIn vizevitaueg iy (work from home) eniiu

a v o a

AuAMUINUIFIRT (skincare) Uszianungeilmiiuag
HamenuIddnsuaulags gonveLfintuegeraliios
duwudfungfAnssuveaduilaafidosaruniinin
AABALIAN A NEreInsINeagaue wavdaledy
Uszd Fevuanldladesmsirgsiufieriinanugadu
ARBINSUI LATAZ1INISHEUARTININTY (LIaNTTA
Feuny, dunwal, 2 wwey 2564)
dmsugsNacuanuInis Aaeans Sauems

v

(restaurant and beverage retail store) §UT®1338A U4
YU UIINANNUINTNITADNAIULAE A NS UUTENUY

v v 1 o o0 = =
219115018157 ASIUTTELTINIEIAY NNSANTEeDa

gueantieuarruUasnsiusiatinseninningd viligana
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Uszinnilsenueanaogeiaiau uin1aadiand
(delivery) Fudunagmsvilonetausn 1 tievaweselii
melunnmsgndsdaniiiu gmadivlawuuinnsglan
Tuszezansionn msgdanmunisalnsungszuiaves
Th¥a COVID-19 ¥waayila BasdsBnunsde s
soulatiuazrd i et uunanosiiadined
st (yeyes Auana, dunteal, 30 Tuew 2564)
i{leAiAs1EinImsINvesan LTl (situation
analysis) Ingld “SWOT Analysis” wui1 gaudaiseniny
IeUeu (strengths) vesgshamUdnadelilugamesves

a o 4

HUIMIIEAUEMNNGNTINA Usenauie 1) Idevimiuay
mmmmmmmijﬁﬂﬁﬂé’ﬂﬂ%fué“aasmi'ml,%a 2) N34
anamdossumalulad uinnssy uasgiuteyagniiie
GiTum?iauﬁqiﬁa 3) ﬁwuaummﬁ'mamqmazmm
wdaungawesane 4) MsWaLNYaIe Omni-Channel 7
Fouselansenlavuazesulatididrefu fudesd

UImsswsivgavesgsnanuandunigulnauslnawiugn

. &Sl

1 Omni-Channel ABAIABULMIBUIAN LNSILAIUITE
=

'
A v oa =

viladuIngaiinTunsiuiy AoUAUeIAIINADINT

e

N

anflaviuvined wasialonalumsmedududognels
Fadninnnuneg (@daan dvug, duniwel, 29 nsngIAu
2564) lag “Omni-Channel” axauysaliliadinsdusenau
z I a o o
Wuguasy 4 17 Ao amnuvainvianelundnsiag (product
variety) U313 (service) 18AATDINUNNMU (mindset) way
A15@8d15 (communication) We155 aazaNAN,
dunwal, 22 guneu 2564; w5anual ga1nsal, duntual,
29 NINNIAN 2564) 5) AIATEIVIYWAZAVINEINITOVDY
yaansnidladnlunisuinig nfeusunisideundase
v Iy uImsseaugeweeinn1sugnilsisan (mindset)
$ean1sfuiledunisiasuwlategrangiuiuidy
a o [ o [ 1 v
d991Uu d113Un0 09U (weaknesses) Usznauniy
1) @wduunnnateun1szvegsna 2) invsves
ninaulsiidasensuSufIngsiuiu 3) SEUUUSMSIRng

= o

$ruAandaimunlaianysal 4) gsiafudnadeln

Aertestugidlddiudsnarongy sgndlsfiniy
HANTENUIININGH COVID-19 FeifiaTamuansaly
n1sudadulvidugsfarivanadeludniulenia
(opportunities) sieluil 1) Uszweudanilva)deddTinuay
vhauiituedwieides 2) aAnudnmiveamalulad
iR siaLunamesussulaviilelewusdodiria
Foamadis Bniisefiummagmnausuignéua
ilalsidaaulateluszaznansnin 3) nasuadsauang
Anuenlviundndueiiugunes “naudedl nndi
foald aglinnunsun” (As¥innl Wideswwa, dun1wval,
30 flwnay 2564) 4) n1sduileduiusiinsuaznisadng
amusfomegsiafiatu lnenseaauuausauile
(collaboration marketing) mwﬂwﬁﬂuﬂaqméﬁiﬁ%’ U
Auteuagraninluienisgsivavanadelng

v o o

famdun1wal “CoVID-19 vinlvnunslulavoaninisn

v v
a v

Weas Tullnanaeiulas yneuuenagieglssauriuldl
fetundudilurerindetuuasiu dwing weniifine
cross promotion” 3wy AgENS, dunwel, 23 v
2564) d1uguassn (threats) sisnsaniliuau Useneumie
1) analaiuriueu mansallild Aatusuudundunes
aonun1al COVID-19 2) fuslaalddnesuinse lauasina
Foanas 3) guisdisunuiinty Haguianmsaisiu
ganamileuiuuazgudsiiuanegsived19Bunsiinmae
(e-marketplace) 4) mmmiﬂixéjuuazﬁuvjLﬁiﬁ:}gﬁ%m
asy 5) msdsuldnsenelngfduasesteyadiu
UAAA W.A. 2562 1130 PDPA 6) Tmusssunisiulseniu
vosaulneuuy “Autnsalis” inlvunsnisnisiiu
F28EU1INNIFIAN (sodial distancing) YBINTLN T
assasgulallinainias

olls {lvdoyalaueyunaafisinii nns
fvuatnguizasdnisnainnsiiunasiuios 3 ia
ANNF 5 V99U (Key Performance Indicator: KPI) 14
Fuitusuingm COVID-19 ity iilouseyndldify

anumsaliingafienaiiatulusuen Usznoumnie o
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4

nsuInseauianiiliseaniunisal COVID-19 (covid

a 9 o

perception) Lnaugin1s¥usinediuddsia (digtal
perception) Lﬂm%isﬁumwﬂﬁuﬁﬁﬁimmsuﬁﬁmﬁm
Angm (brand engagement) tnasiauasaTuLUTUA
luaadlavesgfuslaa (top of mind) wazlnamIIUIU
WUsHAIN1GIND (partnership)
drumsimuangudivung (target market)
ilodum “gnAndily” (core customen) ax3LasgsiY
“STP Process” lailA NMSUWUSEIUAATA (segmentation)
madeneaalmung (targeting) WagMIMIVUARIUVILS
MIN139AA (positioning) KANTITE WU §3NIAUEN
aglwideuldinusianulssnnsaans (demographic)
LN A1UININYT (psychographic) wWazLnaudi fi1u
WeAnssu (behavior) Tunsuusausain dvsuinauisu
nians (geographic) Wilalviaudrdgyuinin lng
AUSssTAUgaInYnnaugsnaiumseiuinings COVID-
19 sl usTnAmniuAlduRansEMUTINAnUMsaiuaY
1ININTVRINATTOL M TEY PABAIUNGANTIUNITIY
Finiideuroiulaneouladinniuaioulanlizessio i
AFUNYl YR UTMTTEAUEI09gINIAUENFUAN
gulnauslnafiin “Ingn COVID-19 TuliimneuseaFeus
melddofnilidaviidonsunameduauduiu welae
fonemilmilewsgluiomaaes ynaugnudndilueglu
Wosil Imuﬂ’ﬂﬁuiﬁﬁmﬁauiﬁawﬁa 9”7 (15anwal
AaNnTal, fun1eed, 29 NIngIAL 2564) Sodunuiiunaule
Snuszmanils {uimsseiugevesgsadanasielvl
nanasafuianisvenegugndludmaangalnaids
Fnenmgs Ususaldhdensiuasuutasesnanesiusiy
warlsiwiulmseaauniselingm COVID-19 Antu thy
fie (1) nguiegu Fsilagtiudefiuanisesgsiaduan
U313 Anm1ans $1uems Aenudnvasudungu
Linds LAnwer veuvinianssusuiu S8ulunse

(Uayea siuana, dunwad, 30 uiew 2564) wag (2) Ngui

finsdousetudumesidnnasainan visiSendu 9
“Connected Generation”
idednszvingAnssnvesiuilanain 5 nax
ganafUanaelvl anmsdunuainugnsiuiingatuin
Hansenuinge COVID-19 vinlv 1) guslaannngudl
woinsalndifestu Wesangniulsieg meldanumsal
tafuvinnanstedfnunniune 2) guilnasesinsyTados
msldanenntu Whimudusiuuasdsslonifiar i
iy musaulafiansaudaaiunisregiuuuti

3)

Y a

Uilnadudulaznanldinalulad dJendeduAisiu

=3

Fasoaulau uay 4) fuslaadeantsmadenlmilunis

138y lisrfaudFuaniniu Foumiougdenu

155uan (cashless society) aeafsfa
d115UNITNINUARILNUINIINITAANA

(positioning) tamengYaiLMseasAUliUS B UMD

Audslurasingm COVID-19 wui1 § 6 If As n1sLdugi

U

14 . [ 2 o v o
A1u31A1 (price leaders) N135LUURUINTUTIIANAY

1%

(location leaders) maidugudinunisadrslszaunisal

v (%

(customer experience leaders) Mstdugndunsasa

Y
. & ¥ o YV a
UT38N"A (atmospherics leaders) NMSLUURUINIUUINT
[

(service leaders) wazni1sidugiidiuiduiingse

fawandeu (eco leaders) IngdusmIszAugInnYNNEY

Y 9

a 1%

gsnaugrfensiaundemadeuselansenlatuay
sauladidifleduluguiuu Omni-Channel Wioasis

Uszaunsali@suinuuulisesns (seamless experience)

'
=

nilauanigsneyaaa (hyper-personalization) @

a

BUIANITYILLTAAINAINTOIUNTWU T U LA AT

e

a

Avanadelmlliduednad uwiegvinunanaingsilindy
ngtuiuULaYENFEBN1SANALN
Auimssyrugeuniunsaiuinluenannagns

MInanA (marketing strategy) AgaAuaueg UL “syuu

AA1UAN” (retail ecosystem) MABNADYNYDININTT

a

FPIMUBUALYDINNNTADANTNINANER &

o

AU

o

$1uAn g usinamegsia tngladiduwussendngdan
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savllaiuazlanseulal welignAlasulszaunsalii

1% [

wuulisesdentelduuifn “gndnlugudnany”

Y

¥ o w 1

(custorner centric) wioulandeanndediinanuyuLes

q

“anfnumlilea deseenlumgndn” Asdndunivel
g

«

wesnagnsmanatna e iWeneuld fom home
muﬁ’w store to home fifaaruiiu store to your home
e everything to your hand NPT mauﬁ
wresenlumn” (@a sdlewna, dunwal, 31 Twiew
2564) Keu n1aiFeusliily Usuimliviu uasndousy
madeuas SadiuFerdfapnnlumssndug e uan
afelval il mayndrewmimsdesineiiialieedianiou
(new sales channels) UaynNsRANFIULANLS 318 (collaboration
marketing Tienuemnaud wns sseinsgshssznaneidunay vis

URURBE W5 UL R ARs s NFevnan sy s uluseevem

2. nrsAvuatagUuszasdnisdeatsnisnaia
(determining objective)
HAaNSEUNwaInUIINIAMUA TR UsEaeA
nsdeansnisnainvesnnnaugInduanaylvadl
audutuslufimmadionfuinguszasdnsnanailys
Foswanvisuaziilsifundn wiadu 2 sunuu fe
SULUULSN (3aFU9INgIAaE 19713505 (awareness) Tu
wUTUs 9nduneneudomuazoeniuuAanssusig

o

o gywuliguilaatdiunldiusiuauidnyniy
(engagement) uazunludni1sindulade (action) dau
sUuuUTIaRs §3neaiesug (awareness) Tulusus insg

v aa 4

Aosnsiguslnasuiintfenusudeslsvsenniiugsia
arls antuiedon 7 Tinu3 (knowledge) uslan
i Aaidunnudlatigndeasvimundidauinse
ganavsenansiast nadwiheaeasilugnmaiaaulate
(action) Wufiu et nnguuuUlnanansaifiusenueuay
Mlsungsfald usmsseiugadivwlianiasanguuuy

5 [ LYY
WU UDUAULSA

3. nsfnuaLA3esiladas13n13Aan (marketing
communication tools)

HAN1TITE WU HUIMITEAUEIRINNYANEY
ganafUanaielminzivuneiesiedeasmnaalag
fvsanngudmnadudyy wiunsleseigiudeya
9N (customer database) ATOUARLYNTIRA Litolsianansa
wrasngudmangldisiug faussavsamlunsioans
wnitge dodunuiithauladnusznsuils Ao 9avinge
COVID-19 g5RafUanatelmilifondearsiunain
wawy msgAudesulssinm dulvgdiunisdeans

N o w

lW1EI18YAAa (personalize communication) Faflrinds
Foguazinaulatonss dfegadsundeddyuesnis
NasusAoEsMIRAAYUNaNsaaTuMsal COVID-19
gufuaedArdunivalvesguinisseavgalugsia
Fanaudladaladuazaiueu (softline store) #37
“neuililévin communication Ay mass 1n 9 WA
WI12ng) 20/80 §1939 gNAABU top VBT 20% A5D
generate vanle 80%” Wy Aavaunn, dunwal, 22

a

fguieu 2564) lddnnAdunualiusmsseaugaves
g3RarUAnesulatiiin “sunuunsdemsazivasuiy
personalize 1i1gnau gndl uazgnlauinty Ingld
database atfuayumaihnu Jgudoyaifaunmdesd
ualng ni ol d1uaunmIAa (big data) LINWOFINTU
AT A519LUUUNY (pattern) wAZAIANITAINGANTIY
vaagnAlaednalivsedniaim” (Fusned nssansn,
Funwad, 3 W 2564)

felunintu gaieduanatelnlfadadiu
ANAENA Y BINTNUHLN AN ANALUUYANNS
(Integrated Marketing Communication: IMC) fnaunany
wdosilousazussiamdadedu 1aun nslavan
MaUsgrduius Msnelaeninguueg N1SaIN1wse
waznsduasuNIe tnedlvnnaaivayu fe 1) Inge
COVD19 srondrinmsisannuanewissdiodeasmanan

Frewndgmianizniiainmg nisaldaefnlaana
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o v

2) YagtugnAdnsuyiansluwsaziuainuainvang

U

' a =

o gsnadadeadlusglunniifignénilenausaiiu
mszindeadleussinmifeliannsavinligndndeld
(eaen Aviiug, dunwal, 29 nIngeu 2564) 3) Msdeans
msanakuuy sl disgnalannnga lidaia
wnziAgnANguiy uivenelugandngulval nanewdu
Ton1an19n15naInvedgsne (Tnsns wiguseiad,
duniwal, 15 dguiau 2564) WAENEI81U1IVRITOYA
(data) azvilvigsRvansadeniaiesleflafuaullyld
(gars osllazna, dunwal, 31 Tuew 2560) sietl wanseny
91ningA COVID-19 agvinliidosauladituunanwesu
favia (digital platform) funuminniuies 1 Tugue
“adosiiodearsnisnainnszuandnunsouinn
(mainstream)” faAndun1wal “deluindesiiodoans
msmaausazUszivareguu digital platform agafiy
UL Amendsegiviedlslidadauves physical
platform U digital platform Wwisngauiugsna” (Wianssa
Youw, duntval, 2 wweu 2564) agnslsiau §lideya
Fadodaunndn ludasingn CoVD-19 figsAalasy
wansynuagaviin MsfruaieIesdiedoaisnisnain
msisanlimugauiulssiavngudivang Ussnm

[ a =i

yoananf Il uazsulszanudiod Feingedliingu
sliasugiannauas fdsdoanas fuilnaazauls
auduAFudundn viliaiedlodaaiunisuegn
thanlddnduanniian mszduituslassseiunaiutu

VNYBAUY

4. M3AMUAIUUTEUILALTTE2LIaT (determining
budgets and timing)

HaNTENUIININgn COVID-19 vinlviguinig
seiugeriafadosnsidaudssanaisidurfuiuamu
Tnefouimunsudszanasunsdearsnsaainly 2
sULUU AD 1. 9UUTEUIUINNUUAIAN (top-down

approach) fiansansulssanamuesiduivesseniy

.49

a

Jundn deeavisas sulszanailasuasgunuluiig
ag1alsfinn Ingm COVID-19 ViliusmsseAuasves
nnngugsiadnasiuUsznaanas WileUssvdnaldane
2. sulszanaunansguu (bottom-up approach) Sudu
MnaUURse LB sEINaldUIMTsEiUge
A5 TneAndafeingUssasduaanisdeansnmsnain
wazAnuanmnsovhiladlusisonuneuarsuiugnén
dIUNIAMUATEELIAT UTMITERUEIEaNTUINIngn
COVID-19 d4HANTENUADNITINUKLUNTADASNISARN
og19un LilesaingsAadudnaifelnalaiaiuise
AIANTSAIINN30IAA 9 Talussezend Fausussesiia
nsindurumesmnuliduas eliiesomsinm
wagUsziiiuna naoaaungneuanaildireidusuu
ATl (fixed cost) viensiUABus UL (fixed cost) 19
\Dugunuiiuuls (variable cost) Liloaudavuuas
awnaesiamelfanumsalitliwiveu (fuFuen wn
qv, dunwal, 5 NuAAN 2564) 8NAI0E19INIAIUEN
UINIT ANMIAIT $7UB191T (restaurant and beverage
retail store) AldWs33anvuaituiivesiruemisly
AudnI3A @i”'nmﬁmuaﬂ@uémiﬁ’] N30 98781V IHIY
seuuunsulod (Ueyss duana, duntval, 30 duay

v

2564) 0813l5A7 WIFUINI391NNNTIAIZNITIVIED

Y

s a v A

poulatiuunanasufdianensasiiadaaisnisnan

v
= = '

WA UIARNH AT UdNIATUMTN winauldiingy

1

o

gsnImUanlaeuNUNMsFRasNIRaIRd S UT Ut oy

mamimﬂlﬂmﬂﬁmasjw COVID-19 1nnay

5. nMsUszidiuna (evaluation)

HANTITE WU Inge COVID-19 vilvigusms
sriugsUsmdiunnudifavesunumsdomsnismanaly
A9 (overall evaluation) a1nsenvisuazAlsilu
wdn nanfe dwonmBLarslIgity LARYIUALNTS
doansmanainUsrauanudida Auarfusuyszaind

a9 wenaNAinesweneuailsRnad1esy
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inassTumsUssiusauansaty daulvijaseungu 3 o9
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Lagsonue (sales) fiall AUSMIsTAUg U UASIi Ul
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Amfisansaazidus udrieiigaanudnsaves
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1 Imﬂﬁmimmﬂé’mdaumm;ﬁﬁﬁwmimauauama
wisodlodeansmananavissass e AuAnTAet uase
(Conversion Rate: CVR) A9ANdUN19al “AIUNIYMEYD9
nsUseidiuna e Aos convert Wugenelils Tng KPI
Yosii marketing YaaguusaaBTieNA AL
o813l5Ald TWasmuuazdodelawan usdas convert
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Auduiusiionavlszaunisalldsuinuuy
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nMsnaafiduszansaIn 6. Msasassdilemansude
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marketing) 7. ﬂﬁq%ﬁﬂﬂiﬁ@ﬁ’]imimmﬂ‘ﬁﬂi%‘fﬁJU%UW]ﬂJ
anunisailuvazdu sadl §3Teldazunimsuves
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Wouleadunseunludirdasinisite (conceptual
framework) Feagyilyigeuiilarnudnsiveenlfdau
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1. USEHUMSNUMIULAUNTAATA (review of
the marketing plan) 91nN15dUNBAIEUINNTTEAUES
wui1 Inge COVID-19 vinligsiamuanadelniinig
VNUNIULAUNITAAIATUT TasiIuANTaUTZEZLIa
sufuenliduag nszdunnuauiitu Sangunia
anunsaiuuuTuiotu dilsfadestone (sales) uae
s (profit) annmisaaunsaiun® Wevameeld
fmely FawiaeRfenmsduiunagydnsnaiauuy
9198 (agile marketing) 17'iLﬁu%’mﬂ?iauqiﬁﬁ]a&mﬁ’mﬁa
AdoI Bangy andumeuaznITUIUNSIUAS
dislFiAaUsE v amInnBety (Seens pren Yo uaz
MTNG Wian1eg, 2564) s1evitnasaEenunITalen
AENTIAIALN NMIRBUAUBINGUSBAI Bl LazTiuRD
msasusasdudossudu (Khan, 2020) wnu 3 @1
dfiry A am157 (quickly) 19189418 (access) Lagniou
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(business transformation)
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NUMULHUNIIaR Y BITEdneiinealunee
Ingaisnaniandnunsfieylimilowingaaidln
naszmeTalanmdafingeinieutu nansenuveny
Wnsnhauvudundunelidesidaunnunefinue
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Sullivan (2012 §1afislu ywun 4853, 2563) nanald
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Tvai 9 Anoulandnginssufuslnagadinundifin
(new normal) auas1eAuUsevivlamilaniny
mavnekazlansnelasing

4. NMYINAUITEUY “Omni-Channel” 19
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