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Title SENTIMENT ANALYSIS OF ONLINE REVIEWS FOR DESIGNING
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ABSTRCT

This study aimed to (1) analyze customer opinions. toward coffee shops using
Sentiment Analysis, (2) identify key Touchpoints and Pain Points from customer feedback, and
(3) design a Customer Journey that reflects real customer experiences. A total of 1,200
comments were manually collected from Facebook pages of Non-Franchise coffee shops in
Thailand, specifically those at the Micro and Nano Influencer levels. The data were cleaned
and analyzed using Al, classifying sentiments into five levels.

Results showed' that most comments were positive, especially concerning taste,
atmosphere, and- service. Topics were extracted using Al prompting and grouped into
Touchpoints and Pain Points. The Touchpoint Analysis framework by Betaskthai (2023) was
used to categorize 11 types of Touchpoints, which were further grouped into three factors:
After-Sales Service, Customer Interaction, and Product Experience. These were aligned with the
four Customer Journey stages: Awareness, Consideration, Decision, and Post-Purchase. Findings
revealed that Product Experience was most valued in the Awareness and Consideration stages,
while both Product Experience and Customer Interaction were equally important in the
Decision stage. In the Post-Purchase stage, Customer Interaction was emphasized most. The
integration of the TOFU-MOFU-BOFU model helped clarify customer behavior at each stage

and provided insights for improving customer experience strategies effectively.
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Few-shot Prompting ki 8111Ug n1531A51z3iANT An (Sentiment Analysis) n15ugnsiade
(Topic Classification) tagn13aaniuy Customer Journey 910 Touch Points Lag Pain Points

I I
281 JUITUU
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LNEISHAZINUIVSTNYIVD

nsfnyINTlAsziauiand ulaAnLULsT UL UlaN 0 9B NIUUNM A UNA

¥ a v

Tifugnalviiugnen nssldnwgsiafununasal fdelanumuissauasamidenineites

Y 9
¥

Ineilsazidendiail
2.1 wwliugsiasiunium
2.2 wanssulunisldfdviavesnaugneilulsemnelng
2.3 N1398NKUUIAUNNYRIgNAT (Customer Journey)
231 sk Touchpoints Wak Pain Point il BEBNKUUMSRALIBGNAN

o w ¥ a

24 ﬂ’J’]ﬂJﬁ?ﬂﬁJ“U@Qﬂ’]‘i@@ﬂLLUULﬂu%’NﬂWiLWUVI’N‘UE’NQﬂéj’] (Customer Joumey)

o

o

UgsNATIUNIUN

241 uwRANIRAALiEYN (TOFU-MOFU-BOFU)

25 nquiiiendestuaufimelavesgndn

2.6 MAeTRIRNUAIAINIAN (Sentiment Analysis) InglUsyaymuseieg (A)
261 avlemgionsualaugin (Sentiment Analysis) MseenkUY
NM3LAUNIVBIRNAI (Customer Journey)

2.7 M3WeU Prompt Wfievi1 Sentiment Analysis

2.8 anumzadlunsiaen Model Al

2.9 sATeilAgTes

2.10 ASOULUIANIIUINY

2.1 wuldugsnafuniun

munduesosiurdanisiilasumndovegrannlulszmelng vldnsvenesves
gafafunuraelulssmadunldudulad unuludae lidenduduniundass (Non-
Franchise) uav31u nune3eanyn (Franchise) stauususinalssmptazuususvosiu (Local)
nvayalul 2561 Ussinalneddnuiuiuniunsin 8,025 us fishsnsvenesedy Sevaz

a6

6.2 et Tuts 5 isiuan (@ 2557-2561) F5enm faie , 2562)



55,743

2562 2563 2564 2565 2566

. aa (duum)  ~O-dasnisiiule (Gewaz)

A9l 1 wnltmanaasasnunululsunelng

81984 : Euremonitor Intemational , 2019

Nndeyalull 2566 sarniniesdsmuvvadlysazssasiulnotissioiles mad1 azilyari
#aA 64,517 LU Lazildnsnsveneialedy Seuag 3.8 sl nasnvas 5 Y (@
2562-2566) iedasaununazlumndesmnntu Tnsawslunguausmian evinnu Aifesd
nsadeUszaunisalnsi ununwuulvg 4 Uszneurunaiavesniuilinisut sduuasd
fuszneunainmnamulugsiaunuwinntu fetu uenanmsiauUssaunsaimsmly
sUsuUTery MsthiaueUssnmsallwilitugnén sislusuuuusosmsiaundniosinum Tns
wiudsnsldingRu Aninmgs wazmstiauesan Al TaglamiesanAiuununaniuandeon
farnamSillon n3vngedasa (Touchpoints) il eadsuszaumsallualdfugnanasyinla
9ONUUUNSAUNINUBINAAIYSEANS 1M Lazas19nagMsnIsnIsAaIndi A (Euromonitor
International , 2019)

ot Sununlunidlussheildsuanmadlanndusznoumsnasisednluaudene
) lsisnaniafingshaumuiualiugety Semnsanainsuisiuresseiuniu
favgemailudne suhliiussneumsmenemsuiuuvesiiamsll 4 iloassUszaumsal
uaEMIAUMIARIATUgNAD

a9 Uugduuusshaunul dsgnaudae 2 gUuuuiiuginde Sruniurlaieans
(Franchise) wag Srunundase (Non-Franchise) lnglenanwalvessuniunanuife myatuayy
LAYAUALA MATNYDIA UAIHIUTE U Franchise @ s analidudn asrdydnvalsands
aadusznousng 9 lagninualimiioutulunnaiv annsnazuanddiiiiuin Srununly

suiuuan dnsilaiiudu (@udidendnsine | 2565)
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ATUIBAIYN

4,000

3,000

2,000

1,000

2561 2565

amiia . LUAALAUL DU . Al auaan . funila

= ° P % q
AN 2 PUIUENVITLNNIUYBITUN WA (Franchise)

81984 : Audiendnsine , 2565

Tudnvesiunundase (Non-Franchise) JagUiu fduuiimsnangitiaiosay 94.4 veq

i

gafed1u nuiadszndlne Tnesunudssavdassimautsiufiganniiosnlilfidud
Sinvesngugnaanieu shilvinsidgssisdududesnanulunisaiisgiugni deinsmnitu
uiUssLAM Franchise Alduifdnuaziizugnaisessu Tne¥runiundase (Non-Franchise)
dulugazfudununszian Stand-alone TNt 50 a5 uardhazEuevEAUA
viouinsiuenmieanraafamivanusznmnul szuenanazidunsvawefuTinm
mMsviuisutesgnAnlfizuda Sswaisszauninaliiugndi TngsnunisvivAanssusing o
Tufunun wu Teaunin sruvidsde snegy s
uenniidafimatansUsuuilususuulmhitontdignénlddudavssaunsallunts

AUNNTINAURUTUATUFULUUYRY 1), Sununedaun lngendassentsiunemesledvie

Aaa

sapusudn waveransdluusnadiifonssudansm 2) FrunurUsEIANg NN Fifew
é’?ﬂ@gjmmﬁwaﬁwﬁuﬁwmq 9 Hdnwazaasiulnesuls lnedlfvusnisusyuna 3-4 1dg
swdaiduielignérdaarseniun 3. $1unul Stand-alone fdnuamiurosupiiui
50 psawns 1ulU swddfiduariuildaondy vomues Tngenadndduriassnaudvie
N neusnetans Wi Truitn enmsmdsd Wudy Nndoyansiaseivemaidendnsive

(2565) anunsaagungusdmunevessunuusazUsTIANAL
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JEAUTIAGUM g9n1 75 um 50-75 UM Fndn 45 um

Franchise

F1uUseam Stand Alone / /

Frussnmyunun / /

udssnniedeud / /

Non-Franchise

F1uuszunm Stand Alone / /

Frudsznmyunun / /

Sudssnviedeud /

naumnevian Gen x. Gen x. Gen x

Geny Gen'y (ndusglauiunan)
@dungugnén | (nduseléiiu Geny
e gl nang (nduindng)
GN)

M99 1 ngadmangvasiunulisasUssinn

WUFIUVDINITAIMNUTINATIUN AL A DI T UAMUA WA FRFIUAUN UAIN L kAL
szezaTluN AN ELIY Aw il oun1samu Useneunising ud i ud 9 1auaunis
AsufaNslagRIEN N 9 TUNITPAIN TR daglanirad 19891 T LI IstuNsase

'
v v a

Uszaunsallval sen1sesniuun1siuniavesgnantlnduranaswaulseiulauas

9

I T P

aonndesiumudomsfiUAsumasiogumniiwesngugnin Sesdedummainmesgisds
YDIUIENBUNTS

31N51897UY849 Euromonitor International U3¥Md153av8yan1an1sAa1nsEaulan
srnuiyadmaaniulng wuihnunduiudiifenudemadiniu Tneyadnananiu
Inewivlasiouios lutasszezinm 3 3 faueil 2564 — 2566 T8nsmaivineds (CAGR) Yovas
8.55 ol vauzfiananll 2566 Tyarnain 34,4703 §1uum vereiaiesas 7.3 (U 2565
veneiaosar 9.78) uazidlefiansansonuienuuszanniu Tul 2566 wuInunldnsagull
YaAnaInged 28,951.3 aruum Andudndiuiosas 84 vesyaamaranunlulssme uaz
nuraniiyaninain 5,519.1 a1uum Andudndusoesay 16 lnefidadeaivayuainainy
Fosmsvesfuilnanguiovhan anmeinedifeuveding uaslavdladvosiuilnagatagud

AaNIANaEAINtuNsUSInAWIeRY (Finnuuleuiskasesmansnisan, 2566)
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Tl 2566 Ussinalnedinandnniun 16,575 su wiaduiugersndni wazlsUan soe
Ay 48.2 wag 51.8 suandu lefiarsanyadimsiidinun wuimsiidnuesmedule
sorlosiaund 2562 aufsdagtiu Tnelud 25661 Inediyarnsindnun 33842 Suien
anss venesiienas 12.90 Weifleuiutd 2565 (299.77 duwRoravsy) wadunsdi

(1) MuniAy @finraning 090111 uag 090112) 184.76 anuwiseyamsy (62,171.01 siu)

o

(2) MU @feramng 090121 waw 090122) 2755 EuwReransy (1,647.14 §u)

<9

o

(3) MuntdnEagu (iriemaning 210111 s 210112) 126,11 dmuwiSenyansy (15,947.11 )

v <9

o [

dwsulutas 3 weuusnvesl 2567 (u.a. - i.a.) nedyadinisdndinium 76.3 d1u
wisyansy iy (1) nulAu 31.21 SuwBenamsy @) nud 6.15 Suvlegansy uas
(3) Mund5a3U 38.94 SUREENSE
uenanil wuin yadnnisdsoenniuiveslvefiugisiiagedeiiios el 2564 quils
Uag0u Tnelul 2566 Ineilyarinisdseanniui 125.89 dumseaansy venesisesas 15.59
lowieuiiut) 2565 (108.92 S uvienansy) wiadunisdsesn
(1) nuwFiv 2.20 EnuwviREEyanss (255.18 fiv)
(2) MUy 275 Suvienyansy (243.23 )
(3) Nuld 593U 120.95 SuvsHEaST (24,517.72 )
dmdulurie 3 Wneunsnvel 2567 (w.a. — 1..) Ingllyadinisdsaanniun 34.18 a1y
wisyansy wuandu (1) nuwhv 0.21 SruwFeyansy (2) muwda 1.24 SrusSoyansy uae
(3) Mund5agy 32.72 Suwiseanss
Mndeyadsnanaziiuin Inelinstidhamuipviuginasnn euslnalulssmeuas
wUsgUdseanidunundiasy uandbidsdnenimdunisuussununaesing tnglul 2566
nandssenniuidnagusuduvisvesive Ao fum sesasn liun av.an wasilaulud
dsmunsiut Ingtdidwdanunivandemnunniign sesasn leun sulaiide way
allam
Yaquugshrvuananuazauingen (SMEs) ldnaedududdyvedlasaiisiugu

isugnavesUsewmelng lnedunuimdrAgluniswaudssmeakaznsgd unsiiulauesssuy

a

\AswgRalaesiy 5309 SMEs dnaziluniawmsugianiuiiads FannsdndunuresUszneunis

a [y

Tnilunguilfinudgyivguassauinuneg vagsiedeundyiudagildaunsoudlale way
vastliaunsavesunsaduayuninsiuanan tunsiuld dewaliisesdananisiy
Hawnliausauuniumszaningaiasugiale luvaeiiediu usentuihvanguvisgniin

awuARYIAdToRaN1sluTIANN YaERgnananunsasegautslagiudinlngidugsia
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YUINNANALVUINYBN (SMES) (F11INNUFLESUIANNNIVUIANANWAZVUINE D, 2550) NNALA
YPNATDIFIND SME eunasivian 2 Uszms loun seldsetuazdnnundnnu lnsuwlsesnidu
3 YUIAENAB
a [ a _da £4 RS a v a o o I a
1. gsiavnadn: gsiandinelasiusdetliinu 100 auum wasddwunidnauluif
50 AU
2. gshavuanans: gsnandseglariuseUsendng 100 a1uum 89 500 AU waedl
IUIUNINNUTENIN 50 AU 19 200 AU

3. g3navwalug: 53nanlinglasiunatiiu 500 Auum wagddwauntnauuinniy
200 AU

NIBNUAENIUE WA LI VAV INNAMABTUIRE DY (6.) 2566 TN
TvgluvszmAlnedneglunguvosgsiavuinidn (Small Enterprises) GainfiselalaiAu 100
Suumsell uaziniinnulsiAu 50 au Jeaenndesiudeyauetgiia SMEs lulszmalnediszy
megsiauinns Gesafiedunu Smsfamuisuses dududidyasssunasugialy

UaqUu

2.2 woAnssulumsldnanavesngugnanluuszmalve

NTBNUNENTETIINGANTIHNITB UV sTuUsemelne T 2565 Tnegudinsz

'
¥ ] v A

Joya dinyuimungsnssuediannseiind nsensadaviaieirsugnauazdng wull ngu

&

Adnumdniinginssumsitdumesiingauazmanvans fio ngulaeisdu X (Gen X) uaz 19
wWelstu Y (Gen V) FedetBunguiuslnnddnesgsiaiiunun osndnginssumsdum
foya 153 msdadulate warmsiidusmifuuusudinugomsesulmiosasiudn

Gen X Favsnefisnguiliinsewing wa. 2508-2523 (91y 42-57 U) iulnsmeniy
mawamameluladlutiadudu Taedimslidumesidnadegada 5 4alus 52 witdeTu lne
TuSumganisldauatwiu 6 §2lus 1 Wl Teazdoufuuiliunslddumesidaiion
SuisuazRanssudini gunsaiiildannitan dud Insdwidietio (97.30%) Aoufimesiy
uazuduiey dwinguszasdndnlumsldonu oun nmsinsdedioans (67.509%) msdnmaminies
(51.17%) waganssudunuinig 1wy 9Inle flanas ¥3981u3333 4 M15 (49.82%) lned
noRnssudedudoaulaiuszann 23.85% uenanidanuin Jaymil Gen X wuinndian Idud

m3gnsunIuanlawanesulal wavanulidulaluanuiiyeiovesteya
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va a !

Tuvaiedt Gen Y videgfilinsewing wa. 2524-2543 (a7g 22-41 ) Wunauiliiuleen
wiauuwmelulagansauwme Suwesile uazludealifisegaunass winwlimslddumesides
ladegeda 8 Halus 55 wiisietu Fannfigeluussamnnguaeisiu leldnannniigalurs
Fuvign (9 $2las 24 unih) gunsaindnitldfe Insdwiislotie (97.329%) udufiou (26.99%) uay
Wil (26.41%) gauszasAudnlumsldanuldun nsaunuuagnsdeans (75.60%) n1s
FunuInis (59.53%) N199159N 351N 19N1513Y (50.65%) wagn sl oA udn/u3n1seaula]
(40.619%) sisil Gen Y finsléBumediineseunquuanefifinesdin dusnsvheu maeu ns
doans msuilnavmans Waufsmsadsassdneumud Taefldasnisildmsuiunusudig
othriailleg

Mndnuuznnsldnuremidenaetuiandiuladn Sumeslauazunanosy
soulatdutlafeddnramatadilateduiuazuing Ingamelutdunvesgsiaiunium 9

o

Auslaadnnunndinaeiumndeya Ussdiuiia uasiannupniiunuemneeulatineud
1 Famssuduusud msdndulalduing vseusinssiansuansasitanele/sifswelands
1398 SnTURIY Touchpoints” uilmdeaiifisessdnian

uilsluuwanviefudild Suamnadeuegsdaifio o i danguiuilnamaiildogs
ATBUARUAD Facebook A& a1n31891UT8Y We Are Social (2024) Wua1 Facebook 1Uu
unamvlesudiaulnglduiniian Aedu 91.5% vesflddumesidaludssina degenimn
wnanWeIN 14U LINE (90.5%), TikTok (83.0%) Wag Instagram (81.5%) ag13d WAy
Facebook Sananetdiu "fufianstsnig' Midalemaliduslnatansaufniiu Yssdiunmam
Audn Weudhh Aesnumaiud ufemeuldiussnaliesdasuaydeiiles

AudNwaIzlAYeY Facebook AaiduunannesuiisiEldnudiuousnn nszaeegluvans
nauY29Te Tasiawy Gen X wae Gen Y Mdunguidwanendnuesnuided ﬁﬂﬁgqgﬂuwms
Aoansuu Facebook SsasaumauvistonInal nm 337 warURduiusuuulimneuls (nteractive
Content) Bstelvigiduannsndrfisamidn anufiansla uag Pain Points vesgnanlsioeng

[

Andauandussauenilaglidostamnudami

faifu Tunsinuadall Facebook dldsuidentifuumasdeyandn Tumssunuau
Aaviuvesgndn esnifutesmsiiasviounaiinssuguilanldegadnau aseunqu wasd
amuthdeondudinauazamua deyaiildanmnsoiilulssnanafomalulad Al e
11 Sentiment Analysis Waz31Lun Touchpoints taegsiiusza@nsnn denndesiuilvunenis

F9lun1soeniuu Customer Journey 984350133 1N lug ARIialAag 19ATOUARUILAE]

HodAgy
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2.3 NMIPANUUULAUNINYBIGNAT (Customer Journey)
Tugsiaduniun UszaunisalgnAndutadedidyiinaseninudisavesgsio msad
Uszaun1salnalinugnatdesiiansanvatedade 1y AuAINYaINIUiLAZIMT A3

Trusnrsienlalaannniinaiy ussennianunsusus waznsanusssunianuduendnval

LY

31N9WIT8U8Y Homburg, (2021) nsasieuszaunisalgnatfviuadonlenisidauaiia

' '
% A L3

yadunsldmalulagddnaiiaiiuanuazanauiswazsUssaunsaiiiuninsgiudmiu

anA1 N1sUEUaUTEAUNIAINADUAUBINBAINABINITYRIRNA UL ART A Ud1Atyaeg

(%
a ¥ 1

110 1w Milduenndindulunisingsnssumanisduesulal, Md@edumriiuunanasy

saulaundszuunsindsisamsuaziiule, vion1sandedeaisiugsivriuremiseeulaii

v

= v oa @ £ £ Aaa U L3 ¥ 1

finsmauaueviuil Wudu nsldmalulagndvialunisuivlsnszaunisalgnananansnyls
Wuaunanelauazauinelavesgnatdessialdegsdusednsam deaonadosiy
AT8ves Han kag Ryu (2009) wuitUszaunisalvesgnArlusiuniniinalagnssioniny

Wanalanaganudinivegne lngladeniliaunianAonn TN YBINaRA MIIkaENITUTNNS

wennil ganudannsasisusseimanalusuniaansaiuUssaunsal nalviugnAla
QRRNWELRT

wenanll n13as1sUszaumsalgnAdpNdws ez Jussuy NMsneuaussionIy

I

reansuavaatlavesgna sz yanailuandudnasluwiani Segsiaazldveyagnan

9 Y 9

Tumsufuupsnisuinslviasaduusiazgndodadussuunagdamdaust navilidud
Usgrivlawagasnanudndlalinugnandudmanendnueinisudmsmsnevauewon iy
dioamsvesgnéilugall nisadisUsraunsaififieudnsiues fussuuty wumslidoya
mstorsuszngAnssunTEuE ey SulsImsUsneTineausstegnd-luusaztaam
mstiausnuzihdudmiiduyssloviiagnsetuanudesnisyosgndn uaznsRmuInTg
doansiifirwaiuiiuazaeuausregnA s e syaiivaNzay

luefin Customer Journey gnasniuulagldisnisdunival n13d1519gnen wagnis

AATILVUBYANITVILRALNITUINITNEINTVIY oA langAnssuuazUssaunisel

o I
| v

yaagnATluiaztunau Mslavanazn1snatawuuaLay wu dielawan Insvial waging

o w

JugedudandAglunisifiunisvesgn winisinudeyatusindinegluguuuunisaeuaiy

v Y
L% Aaa v

=3 14 &€ 1 5’5 1 aa v a
wagnsinudeyantseelaliviitu unnansandagtuninisidmaluladgndanalunisinaiu

Y 9
2 '

LarIlATIEiNgANssUvenALuUsEalnluInTy dAieg199u3deiiediu Customer
Journey Tuefn nsmAnwlug9l 1985 Tne Zemke, R, & Peppers, D. (1985) Fedordunils

Tudeg1ausn 9 989015911 Customer Journey Mapping IngisuaInn1siiasIzilseauni sl
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vesgnilugnavnssulnsauuin oszylamduuinnsivinligndlifisnela nns
Anseititsaiuanudlaluensuniuazaruidnuesgndn shlaunsausuusnisuing
I#ATulusuAn Out of Dark (2024) & Falstad (2018)
nsafaUszaunsaimsfirlitugnéniiu Ssfesdniiuniseonuuusungufimaiunis
199gn#1 %30 Customer Journey Theory Fadudumeuiigndriudousiiuginaudiuay
U'%ﬂW'ﬁﬁ]uﬂﬁzﬁ"ﬁuqmmﬂ%’ﬁuﬁwLLazU%ﬂﬂiﬁuq 1AUNTTRBNLUUNISIAUNNVBIGNAILALTE 6]
989 Lemon & Verhoef, P. C. (2016) na1331@1unsanyseantdu 4 ¥r9aman ABNITTUS
(Awareness) g A 115 15UT A sAuA1/v5n3us et ymni feenisudly n1siansan
(Consideration) gnAn33usn ey aaziUsouigunIudansineg ,n156ndula (Decision)
anédnauladondefudn/uins wayUszaunisnindinisde (Post-Purchase Experience
Stage ) gnénfiusvaumsainsléiud/uinsuasiufduiusuiimste nquimadiumaes

anAeligINIENUITn NN ULarUSTUUTINaE NS N SRaTakazUSNs I og1allusEANS A

Y 9

' ¥
Yaa =

W BB UANRIAINABINITLATANTINElIvegnAlAA ST 1 Yszaun1alvesgna
(Customer Experience) Wuiladuddgniinasiannuiisnelanasannuinfvesgnailugsna
Tudagdu n1sld Allun13911 Customer Journey &l AMU@IAYUINTY WL 8IINATS

v o

Uszaiarawazn13iiasgiteyagnadnuinainluvaggnduid (Touchpoints) nanedu
Sestudiau msld Al dreliieansoinsizinginssugnauuuiFealng shlsfuusudaunse
novauDItEANFaIN LA U UUStUsraunsaivesgnénldednediusyavEnim uenani A
franunsamansaidamviegUassniiernindusendtanisiduniawesgnén (Pain Points)
sufuauswumanisuilalriuil nsld Al daaelunisiiy Personalization sen1susuuss
UsraunisalvesgnAntuwsiag Touchpoint lnssiumudanIsianizyanavegnALsiay
57 ?z'i'qLﬁuqiyLLﬁ]ﬁwﬁzyiuﬂWiLﬁummﬁqwﬂaLLazmmﬁ’ﬂﬁwmqﬂﬁﬂuiwsm

A1998ALUY Customer Journey Map (CJM) W unsruaunisd Yreviaaudala
Usvaunsaivesgnéilunndunoufifufdiniustuuusuiviondnds Snuidenainnansld
Tuumslunisadns OM egeiiuszdnaniw i 91uAdeves Tervonen (2024) fisjatiunis
IiasesidoyagniuazduniuaiiBedniieUsulssussaunsainsldaumenduasiiunis
wilugaduila (Touchpoints) luraedi 91uddoaes Trujillo-Torres et al. (2024) 1Wun1s
28nluu CJM lusguy Product-Service System (PSS) laggnardunuimdrdgylunisasng

AMALATUSUUTIUTEaUNIS T USEMININISIEUSNNS 9113989 Shiratori et al. (2021) Wans

9 9

)

a

NI IUHAN N UNBAZUS NI TINDAS19IUSLAUNITUNTANUA DL DI ALHDUAUDIAINUADINS

¥89gnA1 luvaziiediy 99U Kuehnl et al. (2019) wiun1seenuuy CIM a1en13ld Key
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Performance Indicators (KPIs) tia¥aa11ud1t59909n13598nUuuY Touchpoints Tuksazyn

919U FatuNITERNLUU CIM NAfetoden1sinAudnlateyaanA1ase N1siATIen

[

ety wagn1suTuuTslszaunisalgnAteg1sialilos

2.3.1 M54 Touchpoints kag Pain Point fUN1528NKUUNTAUNINYDIGNAT

Towers (2022) l¢fe8unefis Touchpoints FdugaiignAfiufauiusfunusuduio
§379MADANSIAUNIBINAT (Customer Journey) Fsutsoanidu 3 nguudn laun 1)
Touchpoints 7lkusuAifuid1ves (Brand-Owned Touchpoints) #esaudaiules weundin

TU ¥3BIUAIVBILUTUA 2) Touchpoints NHUEHNTAKA (Partner-Owned Touchpoints) 14U

a A

TUSHATNNGININIANITANUNITVIBVTOUINITUNULUTUA WAz 3) Touchpoints oguannIs
ATUANUBIRUTUA (External Touchpoints) 19U N13533ausomnuAniiuignAtnaduulydea

Ty NM3aYsenn Touchpoints wantieligsiaanunsauLazUTuUTUssaunisel

¥ ydd’f 1 5 U a gj U d’J = g dﬂl
Qﬂ?"l’]‘lﬂ(ﬂﬁJ‘LﬂuLL@ﬁ%ﬂJuﬁ]@uﬁJ@ﬂﬂﬂi@ﬂﬂﬁL‘ﬂ saupneunsTelUauiianainisie

= 1%

Holz et al., (2023) 85u181 Pain Points Aedgynivseglassafignaussaunaen

Y

a '

dunievean1slduinag lnglanigluuinisidlassasndudeud sdvianoyaduia

a v

(Touchpoints) 11 n1slusnsauiudu AiRdeldnisduntvaluaznsiaseisesulay

v

9
N1 7,192 5180154 asey Pain Points NidnAey d9saudsdagmisiudena n1susnig wagnis

Adun1s Imewunalulad Smart Service asnsatagandynimaiils vinladszaunisal

¥
¥

aNAATY
Tunsfnwil §3deliinuuaAansiasizi Touchpoints waldiduinsosdodAnly
Ny ladun1ensiunigwe|naA1 (Customer Journey) lngdned9a1nlaaaiiius

Touchpoints sanilu 11 sunan lnek3delaliauvanenuuiungsiasuniun fadl

1. Website fie doamaiuludiigndildfumdeyaiioafiuaud/uing W Teyauy
nala-Un Yeesmnsinse 18

2 Advertising Ao n15lawansenislustluan1ud ann % 1% Facebook Ads,
Tuawes, wuuiues, Wiedurgloues iiefagannuavlavesgni

3 Collateral Ao Aoatfuayuminain wwu lusths uyuulfe ainned ufieina uie
Aefiaising 4 AdAeansuususiugnin

4.Product/Service Assortment fig AIMUNAINNAYDIFUAMALUTAT LYY LY

d‘ -dll aQ a aQ q‘d Y A
LASBIAN BIMSLESH USNISLESY @189 Nillaen
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5.Point of Purchase Displays fig N153AKAAIAUAT B4 JAVIY LU N1TINEUAMN
intimed nelustudu videunisudaluiu

6.Product Performance Ao UsgANSAMY0IFUAT LU FAVIANIUN AMAINYDY
Sngiu Avasiiaseluns

7.Parts Delivery Ag nsdndsedeatuandudn/usnns wu nsduaieiulud
1hzgna visen1sdndsdueaulal

8.Product Quality A AMAINVBIFUALALTIN LU ATNEALM ANEERIA AL
Uszdlnvesnanfuminlasy

9.Loyalty Programs fla TusunsuduaSunuing wu azauudy Snsaundn Tustud
MawdmsugnatUsedn

10.Billing A N3=VIUNTAREULAZIERY WY ARTAEIUYRITa ANTIASIluNg
F15wRu videtowninsineRuiivainvane

11.Customer Service Aig ATIWAVINITUAGNAT LU AIUFAIMUBINTNNIU AILLBN

Tald memavAny uaznmsunlutymedsiivsz@ansnw

9 Touchpoints a1 UHAAIRNYAFURNANFIAR T2 N9 NANAURUTUR LUUAREY 1909

v

A150UTEEUNISAl A9lé Pre-Purchase, Purchase, aufld Post-Purchase lagdinanan1ssus

Y

AUTEN uazngFinIsHYeIgNATluLsazY19Yee Customer Joumey (Betaskthai 2023)

A IeeanuuulTEaun1TalgnA1n Alugsia 39A89319uNUaTI9 Customer

'
o v

Journey finsoumay 1n8isuaINN13AILALe Touchpoints FadugaddeyfignAtduds

AuwuTuAluLAazduABY FAANITIUS WANisusn1suaIn15v1e §9 Touchpoints wanil
a1u150a3 193 v aeUsraunIsalgnAild wenaInt n155vY Pain Points N583ANaNAY
Uszaulgymvseguassnseninamsufdunusiugsia wu anuditilunsusnisvseniny

Fudauvainstiau asgligsivauisounlydynimaiiuegidivsedniam nsuily

Y =

Pain Points Ag1etiiain3us1usuly Customer Joumney wazdauasulvignatanalauin

% ;% %4

897U MuNTUTUUTININGIR 35NaUNTANANNTURUSTIRNUNAT @599ANUANG waziiiy

Y

Tonmalunshuzinwusun
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2.4 ANNFIAYVINITINKUULEUNIINSLAUNIIYEIGNAT (Customer Journey) UgsHa
$runun

AMeTesgsia Ll AaanginssukasaNLfesnsvesnguimned
Wasuly lnedanudosnsduduazuinisiliquamisersuainazanugdn (Emotional
Value) fatfunisnauaussfenmnmussdudlussduiuguisldifiese dmunsdumias

WinlaesualauanveingulnmanegnAne i igUsenaun1sanasneenkuumMaALNIes

1% b4

anffaninsaasslszaunsallndliniugnanle (audidendnsine , 2565)

{ i

Customer Journey finudfyipanamnssusununlunalenu Jeasviou

o

teanuddglunisiilanaznauauesienufeINIveIgnAetiusEanTan
1) psasedsgavnisalng nnsviaaadala Customer Journey ael#51u

nulanasaeenuuUUszaun salnad msugnAlunTunouaINITHUNYeY

ANA1 AIUFANITTUS (Awareness) IWINTTOUALNAINTHE (Post-Purchase) N3

Y
Mgulanuisaiiuauianelazesgnaiazduasunliiugni (Lemon &
Verhoef, 2016)

3

2.) M3UTUUTINAENSNIIAAIA N153ATI¥I Customer Journey ¥aelviu
Muwasns0szyInduda (Touchpoints ) ididnuagusulsinagnsnisnanals
ognsagn mslideyailunisainagnsiinssmuaaudosnisuazai
mavisosgadnitudsddylunsfagauazsnwignd (Stone et al, 2018)

3.) MsHinUszanSnmnskiusnis n1sla Customer Journey Haelwsnu
Auasadfulsenaslsiuinnsldetssetd ea Tnen1sszytynivie
Sﬁamwiaﬂu%umawmﬂ YBINTAUNIVBIGNAT Fagaglunsifiuyszansam
LLazamfjﬁymﬁmmﬁWﬁu (Nobre & Ferreira, 2021)

a.) msadannuuanandlunan nssatuluf Customer Journey taels
Srunustansnsaairsenauansislusanlasnislivinisfimieninguds uas

¥

ﬂ15?1%’Nmmﬁmﬁ’us‘ﬁﬁswdﬁﬁmﬂ1LLWﬁU@Jﬂm (Sharma & Lambert, 2020)
Fefunsesnuuudumansiumsesgnd Jejutuludinadlaguueseigndn
Tuwsiagtumeurosmaiiuma dausinssuiluaufnmsadsaufionels Bnstanauaznis
Usziunagniaueiil egaeligsivamnsauiulssussaumsaiveagnaldet1ansage
naMFITenUINsoRnLUUEUININSIAUNIwesgnAn Tindsualiigndnidnfianelanazaing

ANNFURUSNEIUUAULUTUALALINTU (Guo, Gruen, & Tang, 2017)
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2.4.1 wwaRamsaanaiilawn (TOFU-MOFU-BOFU)

UBNINUUIAN Customer Journey agligsAaaIsIoanUUUUTTAUNMSAIINEY
Tandgndluudagdrauda SafuurAnainnisnaiaid en1ves HubSpot (2022) uaw
MarketingOops (2022) #i3un71 TOFU-MOFU-BOFU (Top, Middle, Bottom of the Funnel)
Fulumaitlélu Content Marketing iiernunussinnuaaionldmnzaufuusastuneu

UDINSLAUNVBI[NAT (Customer Journey) Taeius Funnel sanidu 3 seau

[

® TOFU (Top of Funnel) §a11iun15a3519n115503 (Awareness) adeLileniinsgdu

Y

ANuaula Wy 537 uUnAnu vselaldeailife

® MOFU (Middle of Funnel) tunislviveyaidseuiiiguiiediglun1siansan

(Consideration-Decision) s TUsIUdU S188808AaUAT VISDADUNUA LNAaDY

® BOFU (Bottom of Funnel) 1/ 4@514A3Ud NN US 588281398 90159 @ (Post-

Purchase) WU N1SAAMINNE NISHARZLLY ANSHUZLNN

WHIAA TOFU-MOFU-BOFU d9anunsayagliigsnasiuniweanuuuiilent wag
JamsuszaumsalvesgnAtundazdlaegnsudminendau Fsdamaseniuiianela

wazn1sanaulanauuliusn1sTluauias

ad ] o = ¥
2.5 ngufiingatesiuaunswalavasgnan
Oliver (1980) loiuauein anuiiawalavesanan (Customer Satisfaction) 1inaNA1s

[y

WIBUBUIZHINAMINAINRTS (Expectation)ﬁqﬂﬁﬂﬁﬁéawﬁw ﬁumaawﬁﬁqﬂﬁﬂlﬁ%’uﬁq
(Perceived Performance) dsanansautseantendy 3 nsdl e
1. Positive Disconfirmation wmaﬁqmzﬁﬁNaé’wéﬁQﬂé’ﬂl@]’%’uﬁqgwﬁwmmmwfﬁ o
lud “anuianelasgeunn” wie “Anudseivle” wu savidiiuae ussene
ouguNifiAn
2. Confirmation vinedsnsaifinadnsidulumuiinantwed anARz3an “anele”
Tuszauihly Wuanmefivssaunsalnsstuauaaniafinngly
3. Negative Disconfirmation wnedansaifinadnssniinuaIans awihlud “anu

Tifawala” wu 5uuUsnistn seumenInfae winaulalala
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unAndannsneiuismssuivegniliriluduinuaniay Tasangnsiia Pain
Points fiuansoonuluguuuuveseuAaiudeaulunuise Wy nsseAum awliazen
visonunmaudliaiiae FuAsanauneniwesgnénililisumsneuaussegadivme
nquiigninuildlunmadedungfnsamgulaauasUszaumsaigninegunsvas

\Wasnyiwesuienalnneauidniedemaanisdnaulauazanuinfvesgnalussese

2.6 M3AATIIRTNAIANNTEN (Sentiment Analysis) Iaglddsyeyruszhng (A)

n1sagulUamnaRIvia (Digital Disruption) dnansenuegraunsegsialulagdu

LY

nswWaguulasiisuiinsidnumalulaguasidviaunannesulunisaiiivauiazninain
Fuiligsnaausadntgnalidietunasivseansnmuniu uwilusasdetunasieny

melitugsislunsusuiuarsnwanuiianelavesgnal 1uideres Berman (2012) 14

o w o

wanslmiiuiamnudrdnvesnisiunalulagunlalunisiauinisusnswagnisnovauss

%

ANADINITUBIGNAT N15lTuaUnAndudtemsesulal N1siAsiendoyagnAn wazns

¥

as1sUszaunsalNAn U R ImIRItaniee) [Wufed1wwesnisUsuaanensiUasunlamia

a

fvianaiusoaseanulmussulunisuretulinussnale YeaenAaaenuIulveved Kane

]

et al. (2015) TaANEIN15UAS ULUAINIR AN A LLUSUNUBINITUSUITIANITOIANT WUIINT LY
wAluladAdsialunszuaun1TARN LAY IBTLAIINE AN LA ZAUAINITALUNNT
USuiivadeennsiunisnevauasanisilasunladlunain

NFIATILNRANNSANNTO87UA (Sentiment Analysis) lngldnalulag Usya1usehivg
WU Chat GPT LfJu?%ﬂ15171‘ﬁﬂizﬁw%mﬂumiﬂizmamaiaaﬁgamﬂ%’amﬂw%ammﬁmLﬁu

¢ A o Ve a ¢ v I3 ° a ¢ v v A
E]@uvLau L‘Waaﬂmm’mgamﬁammm%a\‘lgﬂm fgmh%ENﬁ“UENﬂﬂSUWﬂ@@WUiz@HﬁL%WNWl%LWE)

[ '
f aa 1

Fuune1sualaIndenuAe ey biiialagnan Neersual Ussaunisel Nideduniuag

[
v aa

USN1T dmUsuUslaad1usealn Fetamnuniiunldaiuisaiduladia Siauseaulad
ABLILIUA MR WosU ANUAALIUANSY Blua Uden UnANY1T LUUEITI9 ntulunasy

Uszrnauaziansuadun1siaziuun1uIsn1sTnseau 1wy anuianela anuden Wudu

i
Y

aztuvsTnwaluladdeleinisuinelasnunaisuaiaindeauluiauiduesaeilad sy

gsnalanatenylsau ladrazdu dreuinisanat dienisvieuaznisnain saudeliy

v a v

v 2 v 5 ¢ Y & aaa v vy
n3ngnsuena Wudu AugiuUssaunisalgnan Wulsndiglvgsisansadilagnanla

9

¥
a o

98198n%s NMsATIzviruidnIntefnviuesulataiunsatisligsnasuiinuidnves

Y Y

¥

anAdAeUszauMIinlasy wu AnuiwelaluamnInYeIduAILasUINIT N13UINTT0S
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NN WAZUTIEINIAVDIANIUN  9IUIT8UDS Kim wag Park (2017) Touanalisiuinnig

Y

AAsenANNIananIeeulataiunsatielvigifiaseuanfesUiulssasiaiuINsAUN 1
YasgnAnieasnuszaunsalgnAlaeg1aliuseansnm

5 & =

msldtyanvssivgiluniasdelunmsininnuidnandefnviuesulataiunse
Hreligsnalasudeyadsdniietuanuianelasazanufaiiuweignd wazanunsattoya

1 dy Y s a 14 1 = a a a ¢
wallUlglunsiainagniniseaianazn1suinisiaeg1aliused@nsaim  n1siAsen
Anudnvednaduudedinueeulal WunsthluwarilnaeunanmildUssuanatoniny
R ldinaduuwnanwasusingg 491 Twitter, Facebook, Instagram ta3tAT1¥ikaEYINAIY
Whlafsanudnvsediauafnuainnauglivsegusunue fegrugu n3ld Chat GPT Live
AsaeuANAaMiuEatUmgnIsaldagTumsen swdgiudamiliiniu lnedasizinas
Inadionadiauieitosiumgnisel vie msieilnadnnanntanubinelaseaninnisel

& = o a4 A oA i N gy a ¢ vee

vauziu visensuszaaUsydulusesiilutessnine vieldilien1siessvinnuidnves

U a (3

Inaduudedsaueaulaugarslvgsiansoundasividilaliduiliniazanufnviuges
dldudemnnIsaivsean U salnAnv ulugusuniednueauladiug Sniedaragli
au1sadsunsnavauswmieswilatdamiiiatulaagi wiuviiei nanlpeaguhenisly

a s 1

JayyUseaviszdeannalunisussananatoyauazdislvissfaaiuisansulaiuniny

<3

AANIILAZAYINABIN1TVOIRN AN LABE19vTUIaT (Radford et al. , 2019)
Al uIe019na13lA 30 Ny wlun1susuusaszaumsaluesgnailagldau
Jyaseavguaznisvinliivivade feadusesddalugsialutagiuidesnisnevausse

mméfmmmazmmmwi’waaqﬂé’wiﬁasmﬁimL%faLLasﬁUizammwmmuu (Doe, J., &
Smith, A., 2023)

2.6.1 N1531AT12VR1TUAIAMNT N (Sentiment Analysis) AUNT52BNLUUNS
LAUN19989gnA1 (Customer Journey)

MslATgsiensuninuAnuosgnA u3e Sentiment Analysis v3afiA3endnile
wil 991 Opinion Mining 1 ulsiaatd gy UszAviadands Aldnszuiunisuszanana
A1¥1555U917 (NLP — Natural Language Processing) A a nszuiuni1si 1 inalulad
Aeufiumeslunsiiagest asaaey wazUszanana lnsaziinsisvianudnudeensunidi
wanseenuanderuuuladeaiife funainnisiia feidudwinday viedunans
i awdn analngs Age ieruiaidenisinseianuianvaniiuseloniae

v a 1 LYY

AU LU YILTINIIATIITIAUARYDINATIRDTINT YIeanuuuLarTEyRdurandfglu
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nsieuneliiugnan Inegdnisaianisalin azdinisuinsiasizviensualadnuidn vie
Sentiment Analysis inlganuiadulunarsgeamnssy neldsiudumalulaglunissivsu
ﬁt’ljamua (Taherdoost, 2023)

6

91NV Taherdoost (2023) fitieviltAsatesiunislatyauszhivg (A) Tu

9

a 3

NTIATIENANIAN (Sentiment Analysis) lngiduunumves Al lunsidenainitugaduiuy
NuIFednafnsld Al lunisesiaduanuidnveduslnasoduAuazuInsuonwls

a

laglanzn1sinsgriandennuiiauseiiuauianluduiniazideau Jegielvssng

£
vl =

aa1509NaENSLNELTITUAUARUSLARE T

2.7 N5LUY Prompt L‘ﬁaﬁ'l Sentiment Analysis

Zhou, J et al. (2024) na13731 Prompt%ﬁﬂ‘ﬂ%ﬂ Al LagN15UssUIANANIYN
(Natural Language Processing - NLP) #1431 "Prompt" wineddoninumserdafildlunis
nszaulvlaeantwannlug wu Chat GPT %38 Google Gemini 11974 lagn1sdedaniny
vidoteyaluguinuunilsld Al Usssnanauazaiisdmeunuilasudids n1sideu Prompt 7
aztelof Al kadnsiuiuduardenndosiumiudainisinniy

Prompt for Sentiment Analysis Aa A151Y Prompt 113U Sentiment Analysis A©
N3 &l Al Binsizvinanudeuiuns eonsunivestaniuadfianiudauan 1au wie
Na19 F298199U89N15LU8U Prompt @19%35U Sentiment Analysis 111 "Please analyze the
sentiment of the following review: ‘I love this product because it is very efficient." R
wnseduld Al SuunaruRniuiindudmanvioau

Few-Shot %39 Few-Shot Leaming Mingfamalinn1siousa Al ansaisouuas

o

USuiandeyadmediafiedhidya 4einsainnisiinlunasialuideslddeyadiuiuuin
193U Few-Shot Sentiment Analysis Tnaazi3susiiagiinsizvinuidnusonudaiiu
Nndoyaiisadntoousidiamnsnaiissadnsiiusiugld fegranuidoes Brown, T. B. et
al. (2020) 1iad GPT-3 Fadulinanwawalvgfifinisfives 175 fudumsdves
Tngtduainua1u1salun1syn Few-Shot, One-Shot ag Zero-Shot Learning L ag14dl
Uszdndnan I@Jmaﬁqﬂmaauimmma 9 1WU N1TWUANTIE NITHOUAININ LAZNITY
Sentiment Analysis Taglsifaan1sn1susunssanty uddsaunsalinadwsiutugige
nuideiluandiiiuisdneninves GPT-3 Tun1suszananane1sssued (NLP) wazd
NansEnUAdioITITeuarnsauluavang q lnsanglunuidesnisniadila

915uAlLAZANUARNLIUTEIYEE WU NMTIATIzRsAuALazauAnululnTuaiife
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2.8 aAnuwmnganlunisiden Model Al

qwuﬁ%’aﬁlﬁaﬂiﬂmmaﬂmmwﬂszﬁwﬁ Chat GPT wa$9u GPT-do Faduluna
A (Large Language Model) fiaimnlag Open Al ludl 2024 Tnelunaiilasunis
ponuuulVianusauszananauagyiaud-ladoyaldvanssuuuu (Multimodal) via
oA (Text), NN (Image) wagldes (Audio) lnatanigluaunisusyananatanin
awilneifidnuaizians Wu neme Mwiauas viedenrudliibunisnis dain
Usnglumnudsiuvesgnatuuunanilesy Facebook

ALAUVDY GPT-4o ADAILEAITTOATU Natural Language Processing (NLP)
finsounquiauinisitasesinauidn (Sentiment Analysis), nisuwsniiade (Topic
Classification) lWaudisn1sain Touch Points 4ag Pain Points 9InAuARLUY4
anénldethaiisedvamiuazidedels

(%
a v

BN GPT-do dsarunsaldeusiunumaila Prompt Engineering WUU Zero-

va o o

shot WA Few-shot F3gaelvigIdeauisariivuaddalin Al lessvideyalalaglyl

Y

1 =) o U Ll

FnTudeelifi10819139A195 U8 YN ALNZ A UNUITENAINTITIATIZRAIIL
AnuluuSunitianeuzvainrateazdugau

[y

MEAuaNtRfing1 GPT-4o Juduluwaiminzauiuuiunveanuideil
ABANT5UTZANARINAALILYDINANTININNINAINToYaT biTlasas1e uazi
naansilaluldluniseenwuu Customer Journey kagn1334NAYNSINDUNTEHU

UszaunisalvesanAluginasuniunyseny Non-Franchise

2.9 MuAdeiliAeatas

Smith, Brown, & Johnson, (2021) a"ﬂmﬁﬁﬁmﬂﬁ&'mﬂiuiaﬁﬁﬁ?w"’mﬁ'aﬂé’uﬂqq
UszaumsalnaifunisvesgnénlugnavnssuAuan Tnewfufinisuusedsnisfionsan
(Consideration) kazn1sindula (Decision-making) vasgnan Aensldinaluladdivia gy
nstaiulas, waundiaduilede LLazsﬁaqmﬂm%aﬁLﬁw’wLﬁmmm’hﬁﬁaaﬂat,l,azmi
Wisuifleududildiedy wasrtiliAaussaunsaifidungndils meluladimariviiliignén
a1unsasudeyasindu, mslinzuuy wavdeiaueiiaulaiud vilinszuiunisiaisan
uazdindnlatoagmnuar ity

Lee & Kim, (2022) §1519HANTLNUVBINITAATIAN 1UY DINIINA1YY BINIY
(Omnichannel Marketing) fiaN13tAUNVBIGNALAEANUTINBLIVDIGNAN Tnesiufinig

asaUszaunsalnaenndesazlisaudaluynyanie lnenisldnagnsnisnainiinseunay
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a1e90imne W Sumesulat, SuA1Uan, leweaiive, uasweundiaduiieds vivlvignan

aunsadivszaunisaliveiieuazanndedduynyemie suluisanuiianelavesgndi 9

Y A

anAmduwilidunagianelanagnduandedinnduielasulssaunisalniu avasnaueluyn
9

DINN

Martinez-Lopez, Luna, & Martinez, (2023) Awasnghnsliddapiusevs (A) Tuns

ES]

AATeRveyagnALiiaUTuUTINsAunIwegnan Inewdunnisty Al lumsssyuasUsul

Y3961199 VIN1TAUNIVBINAT taen1ld Al Tun1sTasieideyaqnan Wy weAnssunis

v v 6

%, Toyanludisailiny, Lavn1suduiug

& o

uauled vilianansaszynwiliuuazngfngsy

v

ve9gnAlaog1uiug) dayanlasuain Al ¥reliuienaiuisausuusanisuinisuas

NSRRI IR TUAIILABINITUBIGNALARETY

£
=]

Ahmed et al., (2022) $113 71 Y adun1stddgaiyseavs (A) Tun1siasies

AU ANUBIGNAT (Sentiment Analysis) 1L NUsEANSAINNINTSAD Lag Al ¥aeluns

a 3

U5811a0a%0YaINANUAMTIUYBINAIN YD 9 LU lelieaiiineuasuniansel

[ 1

AuAeg NTIMSIMAL NN dawaliigsfaaunsafianuuuliunaianasdlenuidnves

o
1% av o A

andleiatu yATedlidinI sty Allunsinsizideyavuintugvilliduimsanunse

Y
v a a day o 1

andulaniegsianideyasesiu YreliigsNanevauessionnumeniIsvasgnalaeg1ll
UsyAvsmmuavasslonidlunisursduifseny

Rochadiani (2023) $1u3 44 3 wtiuludi nnsdiesnzsdanndaiuaingldauun
YouTube LA gafumAlulad Chat GPT lngldimalinn33ias1s1iA1ugdn (Sentiment

s

Analysis) iilaidlariruafinaga widnvesausemaluladdayaUseivgimandasunas
Tanluilagtu msfmnilldyadoyauunalugisusuannessmiveslfuu YouTube uag
Anseiorsuaifiuanseentiunuiniumanil idesduersuaifouin Weau vienans
W etnseRuaueauiuLazAINA uiuse Chat GPT flonadinadoauianvoanalulad
Uyayrsehivg

(Ozel & Cetinkaya Bozkurt, 2024) uised YWUUN19ILATIZHAIIUAALA LD
fl¥au Twitter iRty GPT-4 Tngldinadianisiiasizsinnuddn (Sentiment Analysis)
niounAuNITUSBUBUUTEANS A NTaluLAas1g 9 mu%%’aﬁaamw%’agammﬁ@Lﬁumﬂ
Al Twitter wéhaninszsiaudnialudauin B uaznans iftewFeudiouns
¥ausEning GPT-4 fuliaadu q Aldlunsieseidening msddouandiiiudadnenm
99 GPT-4 TunsUszananauazianudilatoyafidudouaindodanueseulay sauds

ANUanInsalunsiinaansniauwiugasUsEaNEn LN FUNB UM
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2.10 NTDUUUIANIUIIY

nssuLIAATIMISelitan T LWIAANITAUNVBIGNAT (Customer Journey)
A1LLLINIYBY Lemon & Verhoef (2016) Fautseanidiu 4 Funeu Idud 1.Awareness 2.
Consideration 3. Decision 4. Post-Purchase §3dgldanuaniiuvesgndnduu 1,200 Ustloadi
FIVTIANNA Facebook Vas31unun Non-Franchise Ingld Jeyeyrsediug (A) Iinseining
ARTILANAULLITE Sentiment Analysis Aivdnuaa Brown et al. (2020) wag Taherdoost (2023)
fautsspduamuiAnoanidu 5 seu (5-point scale) ndsntiu {3314 Al Prompt Engineering
Wloueniade (Topic) MnmuAMiuAkansauidneenin wdnhuviesgiieduunidy
Touchpoints wag Pain Points MLAAUBY Betaskthai (2023) wag Holz et al. (2023)

dmsun1seenuwuu Customer Journey H338ld Touchpoint Analysis AUKULIAAYDS
Betaskthai (2023) Faus Touch Point santiu 11 s Iaua Website, Advertising, Collateral,
Product/Service Assortment, Point of Purchase Displays, Product Performance, Parts Delivery,
Product Quality, Loyalty Programs, Billing taz Customer Service Ingl Touchpoints Vlgﬂ‘l/imﬁ’gjﬂ
%’mmjﬂmjtﬂu 3 Yadevian laun 1) After-Sales Service, 2) Customer Interaction, wag 3) Product
Experience sNiLuIN19Ues Homburg et al. (2006), Brakus et al. (2009) ks Lemon & Verhoef

a v

(2016) W 843 BULESA U 4 YURIUVDT Customer Journey kagldlun133 s inaiifnae

Chi-Square Test iayNAMETLG 21N Touchpoints WaEKAREYIUBNAUNIGNAT
wenN dalimsUszenaldlaina TOFU-MOFU-BOFU (Top, Middle, Bottom of
Funnel) 9nuARUad MarketingOops (2024) Lﬁaa‘ﬁmawqaﬂﬁmaaqﬂﬁ'flul,wiazsdaasuaa

Customer Journey WidanndaiiuNIoantuUNaLnsAU LM LazUSN1S

Awareness

Customer Journey

Consideration \

Decision

Post-Purchase
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UNN 3

sedeUI5IY

ATeadiilun1siseuuunan (Mixed Methods Research) Tngnaun1sinsiss
FeFmauanidinunmianty Wednwanudniivuesgnififiseununussian Non-
Franchise Tuusswdlng §37857u0d8annua@nwiud1uIu 1,200 Uszlonaining
Facebook vasiunwidmvune AensinuTagaluuwiuLIg wazyinAuazeIntoyanay
idhgssuulyanuseivg (Artificial Intelligence: Al)

lunsTaseiidausunu 4338l Al UssuianadonnunenssuIunsitaT e
AUIAN (Sentiment Analysis) thuy 5 sedu laud veusn veu Ywnane liveu wazliveu
1n 9ntuld Prompt Engineering wiasuunstdedailon LednnauALAniueandy
Touchpoints Lag Pain Points mudnumzill emdmiunisiinsgidsaunm §33eld
WuIAR Touchpoint Analysis 989 Betaskthai (2023) Lﬁaﬁ’ﬂﬂzjm Touchpoints 101 11 Ay
LLazL%IEJJJIENﬁJU Customer Journey 4 sﬂyu Tawn Awareness, Consideration, Decision hag
Post-Purchase aanw w1 Touchpoints 7 s uunlalunngouaaruduius fu Customer
Journey Ineldaialaauaas (Chi-Square Test)

mﬁa"fmf?jﬂ%%’ayjaa'lﬂﬁamﬁmﬁwﬁ@qﬁuamLLazmsﬁmmLﬁaﬁw Wi naziiou
UszaunsalvesgnAieeneseusiu waztluuszendldluniseanuwuy Customer Joumney

(3 a ¥ U W

wagiuInaensgsnasunwilvidiuseaninmunngsdu Wneadiunsnuss e uisidedil

q

3.1 Yszvnsuasnguiiegig

[V Y]
U = ¥

Usernslumsanwinsaiane Sununauinnalslazvung e (SMEs) iy Local Brands

a

Tudszmnelve Fendugsialuguiuy Non-Franchise Inenguuszanstiiludwanglumsinm

Y
a v

ANUAAILYDIgNANTR BT IAIT NN T UA N KazNIUINTS waglildeg nelsdszuy

9

wlsulod
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nauARENUTENaUAIY TaAAILLAYSIIUBIgNAIINMA Facebook 3895 unuly
Uszneilneilafldunsulad Tnewdonld Facebook iuunasteyandn Wesaniduunanviosu
Tndeafifefififlinunniigalulsemelne doyaanmenuves We Are Social (2024) wui1 Ay
Ineld Facebook 1nnfla 91.5% vesusznsildaludeaiiifi Seazsiouin Facebook Wuuvas
uswmwANTuTesgnATinddliie uazaseunqunguiuslanlinn i

nsidennguirununiieglusefu Nano Influencer (i{fiass 1,000 - 10,000 Aw)
Lag Micro Influencer ({@an13 10,000 - 50,000 AL) 199970 2 ﬂq'uﬁyﬁ’ﬂﬁmia%’wq

U

Ufduiusiugnantuseruiigs waganunsoasiouUszaunisainislduinsludednladnga

Y
| <

nau vl dususuilandvd (lieva et al., 2024)
iielildnquiee1siidanumnzauazaziouUsyaunisnivesgnaie 61ausass
iAfulalfinasilunisdnidansunmund i 10 3o ddl
(1) s miszian Non-Franchise fisniduianislagiinvesiutes
(2) eglungal Influencer 3¥#u Micro Wag Nano daiinisdeansrugnénognslnddn
(3) mandeldnusedouariimuAnivesgndludasgaunisalods
@ fUsiadonumngnélumegietion 120 arwAafiuiull easieuingu
Tesumnuaulaluszsuingandmiumaiingyideyasmeds Sentiment Analysis
eogiiusdAgy
(5) Fomvusiusuiidenineglusuuuy Customer Review dsagsfouliidunuian

Y09gnA1 FaTUFINUANNSENUBIGNATBEIITITY

wuIMINIsEennauseg 1 ludn vz lldenna N ukLIfa Purposive Sampling &
yatunisidennguimegiinaManygiane wWeliveyanlaauisanauingUszashues

ndelaegnsgnieanavinieiie (Palinkas et al., 2015)

v v
Y

Inef3dldviusiudayarnufniiuvesgnAidiuiuiisdu 1,200 Usglea 210 10 $1u
$1uay 120 Usglon fiiunsdansesdeninuuds faviioudsussaunisalaavesgndn
LanseEne A siad suniegsluseduddedumunzauiuuITedunsinse
913ualAIN3AN (Sentiment Analysis) lng@anndaaiulwINIvae Bharadwaj (2023) s
mmﬁmﬁu’%’i’mﬁmﬁm%ﬁ@ﬁﬁLLUﬂizﬁummiﬁﬂ waz Tan, Lee, & Lim (2023) fitaus31n1s

Tg9aAnuuInN31 1,000 U9ANNLT8 I ANAIATIEVRALLI U WAL U LT DN DUNEITU
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[
v va

atl {378laTun13SusesnsusssumIdelunyed 910 ANENIINNTTITEETIUNTIY
wIngaeusens Meldlaunsuses IRB No. P2-0456/2567 (COE No. 019/2025) laglasu
NMIATALUY “Bniiu” (Exemption Review) asananuvazvesoyanithunlfidudoya

NAgNil (Secondary Data) MWeLNIgA51504g

3.2 1A5843999Y

v =

3.2.1 wuutudindeyaninuAnuiiuuesgna
{398 U UNETIIUTINAUAMALIINNG Facebook U895 1uN N

Non-Franchise In8iAUTpyamunuiesuuliuggg [ios1usaudanuauAnLiud

M8 BINUUTEAUNTAINSITUINNS 53R 1,200 Uselen

3.2.2 ssuullyauszhivg (A) dmsuinsziauanii
TunsinsisianuAaiiuresgnd iAfedidenldluea Chat GPT efty
GPT-Go Fauonaindziianuanmnsadunisuszuananwingldogausiugudn &
aunsaatuayunisviuludnuae Retrieval-Augmented Generation (RAG) l¢isng
nanfe lunaaunsaisdeyannieusn (external documents w3agiudoyad
§Ulnan) ietaelumsiinszyidsin viseeSureteyaiBsvamalaegisiiuszansnm

FesgaNeg NS UUTUNTIABIN5aTUa1583INTIITIULIULN

Aadnuazvadlunalyigasiusial
Dnsiesgilaglddeyaatiuauuainaiguen (Augmented Generation)
Tumaanmnsadnintoya wu ldienans vieternuiiuiiy iivald

Usenaun1sImsed kazlranaulansenuusSununIngadu 39978and0310n

I =2

INTBYANINENLLAY (Pre-trained Data)

Y
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2) ANENLTARIUNSIALYRNG (Reasoning)
Luwaau1s0fin 3LA51e9 LazasIvdeURUIAnTIdutoula
9E9LNTING WMINEAMTUNITIATIBRUAUOY NTasUuuildy v3e

n13nsvaeuleynLaean

3) N5UTENANALTITLITIEN (Deep Research Mode)
lumaanunsanum Ussanana wazaiudoyadnunasdaya
un neenzluanvazaaieiun1svin Market Research %30

nsasUsenueguszuy

ANANTAWAN TVl GPT-4o WidzaNAYUS UNYBIN1TIT LA
wgRnssuduslnAuden1u3dn Gsindudeddansduameiilenuaznig

wenuerdayainetesesnumiuguaziiunaiy (OpenAl, 2024)

3.2.3 N39U7LAT121 Touchpoints MULUIARYEY Betaskthai (2023)

14w 1IN19n199714UN Touchpoints 8entdu 11 a1u laun Website,
Advertising, Collateral, Product/Service Assortment, Point of Purchase Displays,
Product Performance, Parts Delivery, Product Quality, Loyalty Programs, Billing

waz Customer Service Livawaulasiu Customer Journey 4 Tunoll

3.2.4 1USUNTU Python dMSUNITILATIENNISEDNR
TalUsunsu Python Taglalausis 1w pandas wag scipy.stats L e¥11N13
UszananadayanagnaaauAUdNiussening Touchpoints fiu Customer Journey

Stages pwan@ Chi-Square Test
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3.3 maiusausiadaya
Toyalunisidensedlduainnissusnanuiniuresgndii waniwma
Facebook ¥a¢31unuuszLan Non-Franchise (Local Brands) lutszwelng lngr3deiiion
Lﬁmﬂﬂ%’ﬂuﬁ'aqimsﬁ’u Nano Influencer ({#nm13 1,000 - 10,000 AY) Lag Micro
Influencer (§AnA3 10,000 - 50,000 A) F1UIUTI 10 $1U AI8TTNITLEDNUUULIIEIN

(Purposive Sampling)

E% o a ¥ ¥

A 398ALTUNNTTIUTINTDLAAIUAULBIUULILLIA (Manual Collection) L8491

Y

v Y v

wnanasu Facebook dUa1ina1un1sindsvoyaneinTodllednlulf Ingldenianiy

v PN

ToanuiignAtuaninnudaiuiedfivussaunisainisiduinisesdaau allielideya

= o Y

finunmuararusadlvieszildessmsalssu fdeldransasdornuiilifeidos wu

Jomnuilinantonsual anuAnLiunUsznoumeeialee Aeniu wie Bludiietedny
WAga (1Wu “88”, “ud”, “a8”) sanluainyadeya ulayateyaniuiizaulun1siasizn
IS UEY 120 Uselem sauviavian 1,200 Uselen

v .:4' Y =

teyanlilunisideiludeyaiiUamesoasisus Lidnnlawedensateyadiu
yAravadgnAl wazlilasidindnsdiuuana {39elasun1ssusesasesssunsidelunyedann
ANYNITUNITITUTITUNITAIVY UNTINGNFEULIATS (IRB No. P2-0456/2567) tiveldulain

nszvunsiivteyaianulusdaiazinieds
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3.4 M3IATIYTRYA

3.4.1 mmﬁawﬁagaLLazmiw"wmmaszﬁaaﬂa (Data Preparation and Data
Cleaning)

Va v 14 a @ ¥ 4
N’J‘UEJVLWTJ‘UTJQJF‘TNNF"I@LWUSUENQﬂ?"I"I’ﬂ']ﬂLW‘D Facebook ¥8951unNnUsELaN

5

Non-Franchise $1u3u 10 314 lngidenainsiufiaglunau Micro Influencer uay
Nano Influencer @1uLA9 V84 Influencer Marketing Hub (2024) G susag sl
° a a v ' B 1 = - vy =i v

PUIWANUAATIUYDIYNAININNTT 120 Tomau aglsiny iivelnlddeyaiasviou

Ya v =%

Uszaunsalvasgninegianiass {3sedslddndeniomsamnudndiuiiisdesiu
N15MUINNT LN SaYIR N13UINIT USIEINTA viTeUssaun1sallnesiuuedgnan ey
Fatennuiilideiionsuaivsevszaunisaloonly wu fearuiiusznousisides
W912 A1anu nsedluiiiesegruied (Wi “887, “u”, “9d”) %ulﬁ%@yjaﬁ'
AN IUEuas 120 Uselen sausiaau 1,200 Uselen

(%
) Y

dwsudunoumsyiinuazetadeya (Data Cleaning) dudunszuiunis
d1funeun15IAI1¥ Sentiment Analysis, Touchpoints k@ Pain Points #3384
fifiunadsil
1. mswdlunsagnaida (Spelling Correction)
2. dudiumsaudenum fadonuiilidemsesuaivionuidn
3, audlud insemneiey viiodudnualilusnlusenisinsen
nsdnguuvudeyalinsend msunisUszunanarad Al Model lnautaaiy
Inid Csv uiolif Al anunsaiassideyaliinouasusiugiBetuz 4.2 msliaesiany

AnLiuYedgnAImE Sentiment Analysis

3.4.2 MTIATRANUAATILTBINAIAIY Sentiment Analysis
mmﬁmﬁumaaqﬂé’wﬁgwmﬁﬂmu 1,200 Uszleailifuannina Facebook gn
uniwsgvnlessuulaauseavyg (A) Ineldinatian Natural Language Processing
(NLP) situnszuiumsiinszviensualnimsdn (Sentiment Analysis) @ 98 uunsesu
pnusanvasgnAeanitiu 5 seau leun 1 = liveuunn, 2 = livey, 3 = Urunans, 4 =

YUY, 5 = YBUUIN
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3.4.3 MIkgninteanuAnLiu (Topic Identification) wagdun Touch Points fu Pain
Points

ndaa1n?l Al UsziluseduanuddnvesanuAaiiuuga {33uldldinada
Prompt Engineering lumssanuuugamdaiieddli Al Ainsesiuaziuuniade (Topic)
fiandnanisesludeuinuazidaau Tneglduuimanuy Zero-shot uay Few-shot
Prompting Gﬁyuagfﬁ’ué’ﬂwmzsuaqmﬁmswﬁ wWu 19 Zero-shot Tun1s3tas1ziszay
AU3an wagld Few-shot wiausragtlunisueniitenseduun Touch Points uag
Pain Points Iuilugunndsiuz.a.3 nsuenfateninudniiu (Topic Identification)
wazdUn Touchpoints AU Pain Points

W8a9N71 Al Useilingeaunusdnvananufniiiuuds §3dulld Prompt

= % !

Engineering &kt Al Sautniada (Topic) TanAInafslasludsuinuasiday i
yheudflain gnenlvimnuddyiudsadulalumslduinssunu shdedilsgn
Janguidiu Touchpoints kA Ysgaunsalideudn U savImn usseInIeR u3nis

anm uag Pain Points liuA Uszifullgmiinutes 1wy nissednu anuazenll

B9 NENIURBUTN

3.4.4 N5IlATIERIaya8Al UL Customer Journey
78 SelldmmAniuionmn 1,200 Ussleamadnaduitedinszet Touchpoints
ANUWLANIUEY Betaskthai (2023) Gariium Touchpoints 14 11 dnu léun Website,
Advertising, Collateral, Product/Service Assortment, Point of Purchase Displays,
Product Performance, Parts Delivery, Product Quality, Loyalty Programs, Billing
waz Customer Service

ntFadanga Touchpoints e 11 dilsiidu 3 Jademdn 1dud 1.Product
Experience 2.Customer Interaction 3.After-Sales Service Tnests 3 ﬂﬂ%&ﬁgﬂﬁﬂ‘d
Fouleedu ¢ Yumeuves Customer Journey AMLLUIAAY8S Lemon & Verhoef

(2016) lowkn Awareness, Consideration, Decision, Post-Purchase

3.4.5 NS WATILAANUFUNUSALAD

o A

U93a la31nA1591uuN Touchpoints 114 3 ngudade waznsdnnguaiy

Customer Journey ¥4 4 Jusou gnirlasemsiaielianeianudunussening
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M Ingldnsnaaeuanufgiuneanauuy Chi-Square Test Liead1 Touchpoints 1

[
v o [y 1 Y

Hanuduiusegsiitsdfyiulnaztuneuves Customer Journey
n1siaszadfnanaiadunisiaglelusunsy Python wseulausns

pandas uag scipy.stats tefuanmAuafidnnald (Observed Frequencies) wae

AUATIANANTS (Expected Frequencies) iiaiSouifiauninuunnsng uasmen p-

value &uSusinduNanISnadau

3.5 n158%19 Prompt iadnsnziaanudniiy

Tunsldszuuliganussiivg (A) Wellasizvianudniiuvesgnin f3dels
ganuuutenauids (Prompt) Mldlunisdeasitlumaniu GPT tngendendnnis
489 Prompt Engineering @ lunsanuni B;ﬁﬁ]v‘&lLaaﬂI%LL‘lJ’m’Nﬂﬁﬂ%JNﬁﬁgﬂLL‘U‘U
Zero-shot Prompting LLa¢ Few-shot Prompting m’mu?mnsuaﬂﬁﬁlaigjaﬁlﬁaﬂﬂ’li
ATIZh

Tuszosdl 1 1usvezveanisdndendoyaidosiu fsmadeilineaddlamy
Yosteuainneuuazliideyadiegne Judenly 35n15a3e Prompt Tuguuuy Zero-
shot Prompting senallsumdsiidaiau wazasauagumed Al azitilalilaedanis
TszuuUseiiusyiuanufndiu sees il lifadiinsgvivsodnanu

Tussezdl 2 Y09n153As1evionsual il oiuauLiug LY A HI3839
Benldweaila Few-shot Prompting Inedin1sadiasaegaaiie Trandning T Al inla
nsvanEIangdefauiunestalnNEn AaenauLeniIay Touchpoint ANy
Customer journey Stage Lﬁlaﬁlﬁﬁ@m’lmmusﬁ

1‘145383‘17{ 3 n138anuy Customer Journey 310 TouchPoints Lagnagday
Anwduiug 1n3deldasng Prompt Augrumsld Python ilednnga Touch Point
Thdonna pinu” 19619 9 999 Customer Journey (Awareness, Consideration,
Decision, Post-Purchase) NS o NA@8UAITUE UWUS ¥ 19 Touch Point AU

Customer Journey ¢1ngl Chi-square Test [WBLNLAMUUNTODDVDINAGNS
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AU ITUNDUTUNITANRUIIU

NSEBNNGFUAIBEIIUN N

!

Y2 = v dy E2
nsfndenteyatulomulusuiuy
Customer Review LLazﬁ’]m’mazmﬂﬁaﬂda

(Data Cleaning)

|

AITIATIENDITUAIAI ALY

(Sentiment Analysis)

}

A13914UN Topic (Topic Classification) kagns

324 Touchpoints waz Pain Points

|

N1598NLUU Customer Journey

910 Touchpoints WALNAABUANNFUNUS
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UNN 4
=Y L84
N153ATIEvRYa

U%ﬁﬁ%ﬁ%mamﬁLm'wﬁmmﬁmﬁwmqﬂé”]ﬁﬁ@iaﬁqiﬁa%’mmuw Non-Franchise Tu
Uszinalne Tngldwmelulad Jyaiuszhivg (A) L‘ﬁa'«iwLLuﬂmmﬁmﬁumaaQﬂﬁwaaﬂLﬂuizﬁu
ANNFAN (Sentiment) FaTauan Beav uarUunans wissadaidarmuAndiu (Topic) way
angundu Touchpoints MAeadesiUIdUNIINSHuMITEgNAN (Customer Journey)

uenanil Sadndeyaitldunldluniseonuuy Customer Journey nunsauLuIAn 4
Funou 1aun Awareness, Consideration, Decision W& Post-Purchase Lﬁlaﬁﬂm’i’]qﬂﬁﬂﬁ
auddyseUszaumsalluunazaisedails Sniedmadeunuduiussewing Touchpoints
U Customer Journey Stages #8n5HAIZMTIERRUU Chi-Square Test wialiuianny
AerdpstusemineduiaiianéilfemddyfugwunsinaulaussngAnssumsie

padvdanm e eideyatifidumaelidlanafingsy eammands wasdszaunisel
va3gnépgsiinda Suansathltszendldluneinagnimananauasuinisliaenndas

fudmangvedssng

et WewiluunilRsse neudemsinszimuiadeselui

4.1 miLm“%&m%’ayjaLLazﬂfﬁv‘hmmazmm%’aga (Data Preparation and Data Cleaning)

4.2 MTIATIEY Sentiment Analysis f78 Al Lagn1snadeuNa (Sentiment Analysis
Using Al and Result Validation)

4.3 N13391UN Topic Positive wag Topic Negative LLazﬁiLﬂi’lzﬁLﬁam Touchpoints
ez Pain Point

4.4 n1599nlkuy Customer Journey 4 Stage 310 Touchpoints fe Al

4.5 MTIATIFAAUFLINUTTZNIN Touch Points tag Customer Journey

e Chi-Square Test
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4.1 Manssudayauaznsinauazaindaya (Data Preparation and Data Cleaning)
4.1.1 msm’%au%@ga (Data Preparation)

va v 1 a 3 v o/
N’JRIEJVLG]TJU'TJJJWNEJF]WLWWUENQﬂﬂTﬂ’]ﬂLW"\] Facebook 9895 1UN U IELAN

Y

Non-Franchise 3143u 10 $7u lagidenainituieglungu Micro Influencer way

Nano Influencer auLnusi 89 Influencer Marketing Hub (2024) Fade faniu

Y

[

587314 1,000-50,000 au TaedinausinsAnidaniiudaegns laund (1) 1Wudu Non-
Franchise 7 st ufianislaoid1vesiiutes (2) eglusziu Micro uaz Nano
Influencer flanansnazvioudssvesgnAilualng (3) Tnsuananuludegsfianss iy
fnsauinisetnsdeiios nasiignAaeumudlumassrsainane wag (@) Tuau
AuAniusesgadlumannweauads Tnegiseliguidonanizanudniui
\RerdfasfiuuszaunisalvesgnAnegausiate 1y sami n15U3n1s USIEINIA 38

Uszaun1sallngs9uvegnan kagdntannuilideanuminevieUssaunisaloanty

1 v

1Y ToANUNUTENOUMILLAEINTIY A1V LU “BB”, “Ud”,

[T~

08”7 WJusu uls

]

(%
v

ToyanviaranFIIuiuag 120 Uselen soumsdu 1,200 Yselen

o5 1ununan Facebook udAnnu (nguszanm)
Akha Ama Coffee 48,000 AU
Lalitta Café 49,000 AU
FunungIutvuns 3,500 Al
Sunuil Little CoCo 1,100 Ay
Wan AoWTlEd S1u 01915 nuw 10,000 AY

WINUAS W Nwailan

Sunulangenand 3,900 AU
F7UNLNLATN D'manita cafe 5,200 AL
aulla a1 8n1 - Laplae La Liga 2,500 Al

Coffee NMUNAULA 01911T QATARE

SrununsnCoffee 4,100 AU

Srunwnuuaulsl nsen 10,000 AY

A5199 2 S18Fe3 N wi Non-Franchise Alglunisanwn

wiaudnnudAnmulagUsyinnily Facebook
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4.1.2 myiauazenteya (Data Cleaning)

[
a o d'SLQJQJ a

MIBATRANNAATIuTegnATtuIAdeily Jayarnufniiular3iann
unamilesu Facebook FaiduuvasteyandndmivgniiluaninnudniiuAeiu
Uszaumsalnslduinsiunun egdlsfinm deyadildan Facebook 1u doya
wuulaifilaseadns (Unstructured Data) @senafideniuiiliiierdomdedoyailsl
annsnilUiesedldlnenss dadu msvhenuazeiadeya (Data Cleaning) uax
RERTAIEEHEGHE 5@1,{]uczfumauﬁﬂﬁ’ﬁyﬂ'auﬁwiﬂ’iLﬂsw‘v‘f Sentiment Analysis,
Touchpoints Wag Pain Points tali Al ansaUszananatoyaldegiusiugy ae
Aidelavianuazeindeyalag

1. msuAlunsaznaida (Spelling Correction)

2. dudumsaudeanudn

3, Mydnguiuudayalimendmsu Al Model wanduld csv

Wil Al Jps1znladne

4.2 N53LATIZH Sentiment Analysis #28 Al wazn1snagauna (Sentiment Analysis
Using Al and Result Validation)
4.2.1 N3kt Al BirsazinnuAniiuresgnd
lun1sdwsreinufniiuresgnAludiuniu sl Uyaysehing
(Artificial Intellisence: Al) snld @S unszuIuns Sentiment Analysis vl 9811w

mmﬁmﬁummqﬂﬁ’]aamﬂu LIUIN (Positive), Yrunane (Neutral) Lazlyiay

a

(Negative) Ingld 5 sdiuaziuu (Scale 1-5) WipasviauaisualuarauidnignAndl

sosuntul fail
®  Scale 5 (Fawanun): gnAndanuusesilassnags WU "esendige’, "uimsh
Boar', "$ruussennaminn’
® Scale 4 (19Un): gnAnTurey Wy "muvleser’, "WEMsH', "AudduTa’
® Scale 3 (Uunana): anAnddnias o wu "ssaun’, "Alewe’, LilaRudnlila
"
® Scale 2 (1Wav): Qﬂé’%’%'mhiwa&ta W "siewnaly’, "USnsEn”, "Rande”

® Scale 1 (Waunn): gnAlainelasgrenn wu "wean', iiesey’, "uins

wel" "seunuiuly”
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4.2.2 NM3NedaURaTad Al wazn1susuugslidilaniwing

lunsnagausauwsnnuin Al §alitedndalunisidnla viunvesniwlneg
lpglang MANAIEANMINY Y38 Aukaadlun1ynn Jadamalinislasiziensunl
AanuAniulildugy Megredgmany laun Arfsinuvuievainuane Wy "seu"
91anueEs enAseu vie nunFou Vil Al ldanaunsasenuesld Amduniviye

N o e " onY oA | ¢ v a

VIOAMARS LU "TuNIN", "I1ga 9", "aeu" §9 Al 91aklananTaseyenTalNuYiase
Y9IAUAALALLA

Han1531As12U Sentiment

ANuAALIAL Sentiment Score

mundalieiu

awda hisiagminiy
1 Auusrlildssiula
ududaofusnnaiy

3

Sdu
auaasduasan
wilpouuinsimnn

Fasud
Auiarusaug e
Wnrauquiu Ay

297 3 N1sNAdBUNATRY Al S8UT 1

Wowdludasrinves Al Sentiment Analysis 1un1531A52 % ARUA ALY
Mwlne F33ulaaiiunis Usuusa Al Prompt Tnesdia s8n15AAYiTikansusum
VBIARLILAUMNNTAN (Sentiment Scale 1-5) el Al @ansa wonuesuay
RTWLLuﬂmmﬁmLﬁumaqqﬂﬁ”ﬂﬁuﬂmﬁsﬁu LU Scale 1 (1BIaUNIN): LEUIN, Ky,
Anw e, lalag9e, Unlaes, @eraiScale 3 (U1unas): s35uan, nlawm, neldls, laug

Scale 5 (@aUINN): ALIN, BIDLAA 7, 31317, TWIDS, UTTEINARLEEY

uaswvuln aramimlva fadtey

Scale 1: usinnn (Negative - Very Strong)

weiyn, whnas, Waawen, vz, vulaile, 3ulal6, Lilva, aaasnu, da
wisatnause, idaanusdnana, arilds, tare, s, anilsn, sauny,
2, 1y, e, wWha s1e0une , 13l ahan, an, v, aany, Taasu,
¥ia, 3, nnnzuan, Aundy, man, wla, Bilwanedss wilavfun
am, ndwndiuiiy, saxdlaay, AuwWum, shaneautieg, fivliag, uin,
aene wigs, Wi, i bisuwan, Fndwih, Taanasufinnay,
Tnosan, Lillwiudd1waTny, waus, d"mzin'a"mﬂﬁ wiila , i
15115,

nufl, muaufivlails, wiulnl uiimnh, daafiv, Saaminndas, i
asamandniia, windiiwman, wiawanihaneaenliy, samé
auwd, usnasuenn, wilnaunauAtaua, wiknewlsunsmm, sa
wniauluty, Ligulaanduas, @anlsnadsindaifiaa, suanlsnun,

doatiwladnating, wilneunaauw, Lifilausans
daat1a:

" - o PR Y- ar " om o . o
wsinIn Judanan”, “hidaaznduandnias”, "uSmaviiauanian
= "o - a W v PR I
ivAnLaa”, "samnawtaninlail sanmilauanuaan”, "uirliialsi
a”

AT 4 M9Liin Al Prompt waznisususae Al liveldidnlauiunvesnwlneg
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NHINANAUNT USunasiaznaaau Al seulud wulin Al @1u150971un
AuAniunwnglawiugitu lnvaunsasey anuganvesgnan laegsgnies
UINTU dWalin15IATIEI Sentiment Analysis ANuLUUE LA EOAARBINUUSUN

YOI INYUNTU

Han1si\sed Sentiment (U5lge)

AuAAY Sentiment Score

LA A -
uaLsaIauRIINASY

-
sufu

o o
nuiaiasduasan
wilnouuings

ECTRT

P ;
AWunamIaug 1l
Wnsiauaniu afu

AT 5 HANNT AT Sentiment AaIn15UTULRS Al SaUN 2

4.2.3 @& Sentiment Analysis U84 Al

Sentiment Score Percentage (%)

0.666666666666666

2.083333333333333

4366666666/

AN 6 HANISIATIE Sentiment VB3 uN LU Local Tuseau

Nano Influencer wag Micro Influencer

31NN15ILATIEN Sentiment Analysis 8931un W3 Non-Franchise 71 0¢ luszau
Nano Influencer waz Micro Influencer U1 ANAALALEIUIN LA Scale 4 (vau) way
Scale 5 (ouun) ddndnusniu 53.58% vosmnufAniuianun lne Scale 4 fdndiugaan

71 52.08% uansliiuinguilnadulngianuiaelanesununlunguiedisegratnau

'
1l

YUz AUANIUsEAUUILNANY (Scale 3) Bg71 43.67% Ustingnandruniledadiaiy

Y

a

Aniuidunans ldladdnfianelavieldiineladuiiay
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drumnuAsiudaau wulusesu Scale 2 (ldweau) M 2.08% wag Scale 1 (luvau

1 o ] 1

170) 71 0.67% A=NOUILLALTUNANUANTAUTEU LaldndiufauislamauiuaIu

a =3 a
AnULUTUIN

nauansuagan Sentiment

60.00% 5 08%
50.00% 43.67%
40.00%
30.00%

20.00%

I

10.00% 9
2.08% 1.50% 0.66%
0.00% |

B Scale4 mScale3 ™ Scale?2 Scale 5 '® Scale 1

AN 7 NSINLERINATIN Sentiment

4.3 n1337UN Topic Positive waz Topic Negative
WaawINATLELANT ARseieuAnLiuvegniilagld Sentiment Analysis {33816
1% Al Prompt ifleduunasfAniusenilu 2 ngaman el
1. AnUAniLTsuan (Topic Positive) meyjﬁlﬁmﬁﬁaqﬁu AANEUAT,
N15U3N13, UTIEINATTIU Wae A Tivseay
2. AUAAWILLTSAU (Topic Negative) umwyjﬁlﬁm%’aqﬁu Ugynieunis

UIN3, ANAINELAT, 5107 LAZAIBIIEANNEEAN

Positive Topics «? Negative Topics

Pasitive Topic X
Negative Topic
ung
uIEIMA
Hank
ussEMAR

. uti
A

m

wfm

il 8 Prompt Al ugn Topic Positive uag Topic Negative
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NWANITTMUNTUUIE Topic WU "UTTEINIA" thag "UTIEINIeR" Husiade
Araneiuuall uSunnsiganunuananeiy
" " gj I o A a Y] 1 "

e "usseIMA" (296 A3Y) —> WuAmmgnlEluusunaly wu "ussenniAves
FUQPUEN", "YRUUTIVINANIN", "UTTEINIAREUAU" Beonvlillausuen
feo1sNalTIvINeL TRl

® 'yssEINAR" (198 A31) — umNuanse1salTuINeg1atnLaY

"UFTLINARINN WaaUe’, "eny UsTINARER o'

4.3.1 NMTIATIERNDYN Touchpoints g Pain Point
WR99INAAUNTS I1ATIZMANANIELYDIgNATLAElY Sentiment Analysis
Adalald Al eduunanudaiueendu 2 nquvan lawn
a 2 a - — = o P I o a 9
LanuAaiuleuIn (Topic Positive) H4aeiouilagausvasuniunignm
fawela

2. AuAMLALTIAY (Topic Negative) Zsazviaufiatlyvniogadisesusulss

Touchpoint
NYIRNLATIY

S snaaniin
1

o

T U Tan HaEn
=

Ll

ATUAZA A2
AmaTwnaaniu

AMATAT2Ya WA
- o
HLUFRL ]

il il
AMANTWHaILATaIRY

UTFIANATTY

2d 9 Touch Point 1 Al Awas1ei
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31NN15TLAT1EWAINA AT SUIn (Topic Positive) Al @1115058Y
Touchpoints a9 Qmé’uﬁaﬁwé’@ﬁdmaGiaﬂizaumiﬂil,%wmsumqﬂﬁw ol
U355 uniunl §eee Touchpoints fildsunsnaniees Toud usserniavesdn
(494 asy) Qmmwmmmmmasm?mﬁu (368 A%9) ﬁmnﬁq@mmﬁﬁu NAN13
Anreituandliifiuin "ussemavesitu’ uwag "aunmaud’ Wutladendniiadg
Anufianelalvifugnen
Pain Point

ashiusnnsuaawiin
a7

ATMIAIAWITINAYAN
Al

anuivwalanavan
A1

arumas Tums iy
usns

AUIALAAUDITIU

ALATWU2IATWITLE
sLA3RIR

szaunsallaasiu

SATAYBILATRIAN

TAULARTANUALAD

279 10 Pain Point # Al 3was1gsf

a 'S a < a . . 1 2/ . . <
ANTIATIERAMUAALAULYIAU (Topic Negative) %aﬂiﬁaﬁuﬂiaizq Pain Points %38
a v | =2 Y . . P Y = a P
afasanuldianelaluyuneswesgn Iag Pain Points MgnAmadisanniian lawn Jaywn
AIUTIAATATIUANAT (32 ATY) ANUAIANTIVOIRNAT (16 ASY) Wunneds Srunuasl
AnudAgiunsimuasTImimvzaiuaunn kavasisszaunisalinseiuninanuel
= = = o A ¥ee A a i 12
W3IBMNIA0a1INNNIIAAIN Wevdnidesrnuianliduruazanaudesdeniulidianela

YogNA LU UIAN
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4.4 n1599nLluy Customer Journey 4 Stage 310 Touchpoints fae Al

nsAnyIils 9enuUUIFLININITALNI9DINAT (Customer Journey) fiide$u
Nl Tnedn98991nuLAnEed Brand Touchpoint e?fwmaﬁqamé’uﬁa (Touchpoints) 581314
QﬂﬁﬁuqiﬁaﬁLﬁWﬁumaamﬂizmumiﬁaumﬁa (Pre-Purchase Experience), S¥MIN9NNTT0
(Purchase Experience), LLawﬁﬂmi%ja (Post-Purchase Experience) auuuIAn Touchpoint

Analysis 489 Betaskthai (2023) Fauva Touchpoints eandu 11 su len

—_

Website

Advertising

Collateral

Product/Service Assortment
Point of Purchase Displays
Product Performance

Parts Delivery

Product Quality

0 00 N o AL DN

Loyalty Programs
. Billing

— =
— O

. Customer Service

6 4

{Iulald Yayanusedng (A) lumTieseiandeyanuanifuvesgniidsesiu
Al gl Al Vil Sisgsiiienvesmudaiuiitinauifiertestiu Touchpoints T4
11 fu mudnuaionesmuandiu 9niussihmsienlss Touchpoints wanidniu
LAz 909 Customer Journey 4 Stage Town Awareness, Consideration, Decision LLa

Post-Purchase aansntuguiuuaudf Al nsaduny
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NaN153LATIER N Algniavindu a1sisuansaudanuduiussening

Touchpoints fiu Customer Journey Stages lansil

Product/ Point of Total
Sevice Purchase Product Parts Product Loyalty Customer
Website Advertising Collatateral Assortment Displays Performent Delivery Quality Programs Billing Service

Awareness 8 183 1337 300 121 445 73 408 12 47 105 3039

Consideration 4 9 530 406 379 436 1 402 7 48 104 2326

Decision 0 0 0 4 55 99 3 101 7 47 105 421
Post-
Purchase 11 2 0 0 48 67 3 58 7 52 120 368

Total 23 194 1867 710 603 1047 80 969 33 194 434 6154

AT 3 MTIATIEY Uageenuwuu Customer Jourmney

'3 a

NATNAINAILAASIT UNAN1TIEATIANAMT uYe IgnAIA N AR D Y

a [

Facebook aas¥1unun Tagldmalulag Uy Useavg (A) lunisuszunanadefniiuves

v ° 1 3 . q' v ¢ a 1% ' |
nAuazdwunUssiueenily Touchpoints agiouUseaunisaiasavesgnAluusiagy

[=3a))

VBINTLUIUNIT Customer Journey 4 Gﬁyumau TAwn Awareness, Consideration, Decision
WaE Post-Purchase s¢uU Al @13115031AT18118A1UNGNAITINIUN 1,200 Useln wag
f9IINU Touchpoints mmﬁﬂ“vmm 6,154 ﬂ%ﬂ Lﬁmmﬂ 1 Uselomanuisoasneu Touchpoints
IHnniniasnens fegady “nuives winnLUINSA ussennimint” envasiouds
Touchpoints lavalgau

\B31A5129431 Touchpoints AMU&URLS AU Customer Journey Stages el
fidulsinsmeaaumeadnlagld Chi-Square Test Fataonsraaeuinanuduiussznineh
wshsaesiideddynisadfvield mﬂ%’agmﬁaqﬁu WUIIN51IMNLA Yo sAIETLS
5¥%1719 Touchpoints U Custorner Journey 71 Le” una% 838l A 14 ufud (Zero Cell
Frequencies) #9e19damanangniaswesnmaaaulaaia$ (Chi-Square Test) Tagiannz
dloAnfimanTs (Expected Frequency) Tuunsdasdiadesninnaeifinugd (Rounnia 5)
FahaBanudeiaueves Cochran (1954) uaz Agresti (2002)

Farfug39e3aldRa13an59unan Touchpoints 990 11 518015 AULUIAAYBA
Betaskthai (2023) #iideailea Touchpoints fudumeures Customer Experience lngdnanay
Tuudu 3 naunan laun “After-Sales Service”, “Customer Interaction” wag “Product
Experience” wialimunzauiun1siingeininuduiusiu Customer Journey §9n1557%
fsnanlinsynusernuvsnevemanyuiazngs wazdelimenuiluusagdeaiinam
MU ANNgINed IS UN1TNAADUNI9ARR (Chi-Square Test) ANULUINIINITIIUNGY

Cochran (1954) ¥4 Touchpoints lagaiun1sail
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1. nguladey "After-Sales Service" Usenaume Product Quality wae Loyalty
Programs wiszidussruszneuiiia Wa1INNNSTe wardwwarenufianelasses
813 (Homburg et al., 2006)

2. nguilade "Customer Interaction” Usenausie Website, Advertising, Billing,
Customer Service, Parts Delivery) W 5 ﬂﬁj&lﬁ fianuisuiedestu “nns
UfduniusiugnA1” (Lemon & Verhoef, 2016)

3. nquilade "Product Experience" Usenausie Collateral, Product Assortment,
Displays, Performance iws1g¥a anguil fnranAsadioaty “Ussaunsalvesgndn

Aeafusaudn” (Brakus et al, 2009)

Merged Group After-Sales Customer Product Total
Service Interaction Experience

Awareness 420 416 2,203 3,039

Consideration 409 166 1751 2,326

Decision 108 155 158 421

Post-Purchase 65 188 115 368

Total 1,002 925 4,227 6,154

RT3 4 AN 1NERIAINDURINHUAEGNAT (Touchpoints) NTaungulvi

AINRLEAITINIUAINA vaRdURAgNAT (Touchpoints) Tildsaungulvaidu 3
Uadunan laun After-Sales Service, Customer Interaction Wag Product Experience 1y
U 4 Junauas Customer Journey baln Awareness, Consideration, Decision wag

Post-Purchase SIuI9%A 6,154 A3
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4.5 NMSNAFDUANUFUNUSTZHI19 Touchpoints wag Customer Journey
Lﬁ'a?mswﬁdw Touchpoints HAuduiusau Customer Journey Stages w3l
fAdelivinnmaaeumadlagld Chi-Square Test Fstremsivaouinnrmduiudseninet
wsaedituddymatavield
ednszdauduiussening Touchpoints kag Customer Journey Stages {338

levihnsnaaeu Chi-Square Test e wiumainLazAnNuazidu (P-Value)

Chi-Square Test lddwmsuanseranuduiusseninesuuaarunn lng

. 2 0—E?
AUININANNTT xX= =

e
0 = Aesafidunelé (Observed Frequency)

E = dpanisaiiimsasdu (Expected Frequency)

AIduRslannaeu Chi-Square Test lulusunsa Python ieAuImMaiRuazAIAIL

g (P-Value)

pd.DataFrame(data,
index:

chi2, p, dof, expected = chi2_ contingency(df)

print(
[

"y
columns=df.columns, index=df.index))

Chi-Square Value: 743.8872881219924
Degrees of Freedom: 6
P-Value: 2.837921835694481e-157

Expected Frequencies:

After-Sales Service Customer Interaction Product Experience
Awareness 4948128085 456.788268 2087.398928
Consideration 378.721482 349.618135 1597.666383
Decision 68.547611 63.279981 289.1724088
Post-Purchase 59.918182 55.313617 252.768281

A9l 11 nsvedeu Chi-Square Test TulUsinsu Python
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nsudanan1snnaau
3 nn1snadevauudgiulaeldaddlaaunas (Chi-Square Test of
Independence) Lﬁ'aiLﬂi’lzﬁm’mﬁmﬁuﬁiwdwﬂﬁju Touchpoints 7isalngidu 3
na uUady (After-Sales Service, Customer Interaction, Product Experience) iU
ﬁz‘]yumauiuﬂizuauﬂw3L§uwwamaaqﬂﬁw (Customer Journey) 1 un Awareness,
Consideration, Decision thag Post-Purchase
NANITNAZDUNUIN
e A1 Chi-Square Statistic WU 743.89
e A1 Degrees of Freedom (df) iy 6
e lazA1 P-Value vinAU 2.0379 x 107157
(2.037921035694481 x 107157) Fatlagninseiuiiddayd

Snualdf 0.05

AATIENNANTITY
a 3 a 3 14 o !
INN1TINATIEAANUAATUYBIGNAT F117U 1,200 Uselen wudn A1
a =] ! 1o a « 9 d' 2 A
Antiudlngidnvagluauin scale 4 “yau” unvnign lngianizUsziaui
NYIBITY UTTEINALDITIU TAVIRVEIRIMITUAZIATDIAN dvioudienuianela
caa Y o & v o w A @ sy o =
wazUszaunsalufvesgndn duludeyadiAunneuanssingussasdden 1 iive
TIVTINRALIATIZNANUAMAULYDIGNATINABEIAIT UM FI8naNN15v8INTS
AT ITUNAINIAN
sovnuy {adelald Al lumsieseiidatenisiiy Weduniade (Topic)
a 3 a Y o 1 < . . . !
varAnmuludwInwaray uadanguly Touchpoints Uag Pain Points Tagnuin
Touchpoints lasumsnamifisvse laun UsseNAvess I (494 ATY) AMAINYBID NS
A A g\ = °o w a =1 DA
LazATBIRY (368 ATY) Hxniiaamudiy nan1slieseituandliiiuii "usseniaves

a ¥

$' war "aunmdudn’ Wuladendnfiaseeuianelaliiiugndn uag Pain Points

= A

wulssnuignAmedwniigede Jymamusauasanudual (32 A59) wazay

Y

U av o a a v & = v v sy a a
AN \‘W|13J L{j UITIFBUINITVBIT U (16 AT ) U INTINUT Wﬂqﬂi%ﬁ\‘iﬂﬂ]aw 2 BWanI

Touchpoints &g Pain Point Tugsiasunium
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o [

dmiuingUsvasddeon 3 lilopanuuuNIsAUNIwenAlugsAasIUNILN

q

[
Y Ya o

W {Adelahanudniiuvesgniluinsizilaglduuiviaves Betaskthai (2023)

e

i 931uun Touchpoints %14 11 #1u wazdmdu 3 nquidlads Tdun After-Sales
Service, Customer Interaction e Product Experience mﬂﬂguﬁu%aﬂmﬁu 4
6031491@14%8\‘1 Customer Journeyiﬂyl,m' Awareness, Consideration, Decision hag
Post-Purchase LagNAgUAIUFUNUSTENI19 Touchpoints fuusarduneudae
Chi-Square Test HaN15ATINNUT Touchpoints Tuusiagnauiianuduiusiuge
483 Customer Journey agnafiadfan1ada (p < 0.001) Feaziiowin anAIEAIY
mavisiunnssiuluidaztasueansindulatagnisliuing

NANITIATIYN Customer Journey FINANNANIUVDINAT wandliiiuda
mmmwf&ﬁlLmﬂshqﬁ’u’[,mm'awdawaqLﬁuwwaqﬂﬁw lai719210u Awareness,
Consideration, Decision %38 Post-Purchase G?fw’faagjaﬂfamﬁaﬁﬂﬂiﬂumimaﬂa
gNsN1TuYIduveIgsiasununlaed1aliusednsaw na1fe SuaunsaRmul
Touch Points liaanadasiungAnssuvedgnAluwiasyas 1y Msasenaunug
iiofaganualalutig Awareness ¥38n1338UUINNTNEIN SU1BTIFIUTI Post-
Purchase dsazihlugnisiiinansfianelauazauiniluszezen

LN MaAATIZH Pain Points Ssfiumumafnlunisseytounndosves
gefafienvdmansEnUsaUszaUNsaiuegnAn fegau Tymaertuaunwdill
auna NN930AILIL MFeAINAzeInlidi AL §amngsAaaIunsati Pain Points
e luRaunduuuanudtly azdasanauliiaelavesqndt uazadisanny
TawFeulumsuystuluszesena (Han & Ryu, 2009; Oliver, 1980)

lngasuudIn1seentuy Customer Journey UNgIUYayadseaIn Sentiment
Analysis wagn15ken Pain Points 538 Al 9elgsiasununanansnasnagnsnig
msnaaLazn1sUinsineulandgnéldnssauindety Wunisenseduainnisr
anudlangdnssugnAuuuning lugniseenuuudszaunisalfidanuusiuguay

%
Yaa =

anansornluldlunsudatunsgsialangsu



50

unil 5
d3UNan153e

unilauensasunansifernmsieneginuAniuresgnéifiddesuniu
Us2609 Non-Franchise Tuussinalng Tasldimaluladlygiuszavg (A) Tun1s3msizi
ANNIAN (Sentiment), N13afRIve (Topic), NM53ILUA. Touchpoints kag Pain Points kay
N3DONLUULEUNINITALNIVBIANAN (Customer Journey) Wl oawvioudangAnssy A

AANIY uarUszaunIsalresanaATluLias Y

Foyafllduinnszuaunsiensidindngmininsesing ingUssasdia 3 4o ¥
1 WenuniagiinginuAniuresgnififsessiaiunu fevdnnisves
MNSATIZYTUAIANLTAN
2. Lilavn Touchpoints kag Pain Point TugsAasiunusl

3. li@BANIUUNISALNIDIaNAT lugINasIUn

uaﬂmaﬁ@ia‘i’ﬂi&%uimﬁ’u LuAA- Content Marketing Funnel (TOFU-MOFU-

BOFU) w84 MarketingOops (2024) 1llo85 U1 e AN 33uUsana bulsiasy 19u8anseuIuns

[y

U3 Wa1san dndula wasdszaunsalndenisde lnedisigazidennisefusienavadunay

[V

Useaed fad

e
)

#

n15anUsIeNa

1'% '

Tnguszasadof 1 iasrusiuuazinszinuAniiuvasgnAfifidessiaduniun dae

WANNITYBINTTAATITIRNTUAIAINSEN

NANIIILATILUAINAATIUVRINAITINIY 1,200 Toa1u Taeldnssuiuns

Sentiment Analysis WuU 5 S¥6iu Wu31 AnuAaiudulngeglusedu 4 “vau” (52.08%)

1A

Faulu asdUsznoudediuiun Han uag Ryu (2009) seyiniidvisnasoruiisnelouazaiy
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fnnvegnAluiuniun seanAesEAU 3 “Urunany” (43.67%) Wagsedu 5 “vauuin”
(1.50%) Fauanslmiuingnddnivafinnuddnigauinlusedv “gou” unninauiani
walaluszivgean TuvasianuAniudsavegluszdu 2 “liveu” (2.08%) wazszau 1 “lu

Youln” (0.67%) avviouinfignarunsduiiliiienalasedunun uilidndiureudiaos

(%
o s

nadwslanunsnetunelalnsasnadediuuiifn 2 Oliver (1980) ao8U131 AIY
WanelavesgnaduegiunsiuTeuifigusenineanumanianulszaunsalnlasuase lag
JEAU “9aU” B1adrviouIgnAlasuUsTaun1IallusEAun “ATeInINANAIAnT” usadalyl

“Aunnumands” JalineliAneuidn “vauin’ ag1euvias

o

ngUszaeAdan 2 e Touchpoints wag Pain Point Tugsfasiuniun

va o

MAIAINTATIVTEAUANTANTRITRAI LAY HIdulaldinadia Al Prompt Tun1s

Y

[

Fuuniiate (Topic) AgnAanadsludivinuazau uddnnguidu Touchpoints uag Pain

Points WU
® Touchpoints ddgy tokA AINELDIA FEWRR. VITLINIER “AZNISUSNITTGNMN
& saey aulunivesnNUseiula @ 4n5INUE M91UUe Han waz Ryu (2009)

NA79099) UTTHINAVRIT U Lae AMAINUBIAUAATUINNT Inasion1sas

¥ 1 a v

UszaunsalialidivanAted wiidedAey

Y

® Pain Points bk N1559U1U WITAUABUT WarANuaLa1nd it eanaluund
YA A UINYAT Ll AEAARBITUAINAIANTIVDINAT UALDIAAIHAND

Uszaunsaldiaau

nadWSHA R uddnvesgndndanuidenlesiuussaunisaiadeitlésu woy
annsthinauumansianuinsiaeilugeiignAlviaudifey wagdiuuzegad
By Pain Points l¢eg1snsagn Ssaeandesiu Oliver (1980) fiszyinanudianslaiina1nnns
Wiguiieuseninsanuaianadulseaunisalase mniadssaunialasslinsaduaiiy

Aanisgeauiilyg Pain Points

(%
Y] Y

1332y Pain Points agafuszuudaliiisaumilunisiieszilgn widadugess

9

' '
¥ = 1 a a

AuYeIN1sUTuUTIUTnIsiiaenndeaiunginssuuasAuAIANIIveIgnal JetleLiiudn

AnuaunsatumskUstulugsiafuniundsenn Non-Franchise lalussezena
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(% sy o - a 1'% a v
'Jﬁq‘l]’i%ﬂﬁﬂ‘d'e)‘ﬂ 3 L‘Wi’J'e]'e]ﬂLL‘UUﬂ']iLﬂuﬂﬁﬁﬂl@ﬂgﬂﬂﬁiuﬁq’iﬂ%i’]uﬂ’]LL‘V\I

AAvelaldrnuAniuuaagnAIuau 1,200 Useleau1iiasien Touchpoints Ay

Y

=

LWIAAUBY Betaskthai (2023) ¥99uun Touchpoints eantlu 11 A wasdanguidu 3
Uadenan leun
1. Product Experience (Uszaunsaiiienfududn/u3nns) Lemon & Verhoef (2016)
2. Customer Interaction (M3deansuazUiduusiugnen) Brakus et al., (2009)

3. After-Sales Service (miQLLawﬁﬂmﬂﬁU%mS) Homburg et al. (2006)

ntuldideulas Touchpoints wiagtiadariu ¢ Tumauves Customer Journey
lawn Awareness, Consideration, Decision wa¥ Post-Purchase LLaz‘lﬁLsi’haj;mﬁLﬂiwﬁ
FAUAULUIA A Content Marketing Funnel (TOFU-MOFU-BOFU) MarketingOops (2024)

P v v a Y i | 1 o TR §
L‘W'Eﬂ‘wLﬂ'ﬂ‘ﬂWﬂG\ﬂiiﬂﬂJ@\iQﬂﬂ']sLULLG]aSSU'N@EJ'NL‘Uui%‘U‘Uﬂﬂﬂsﬂu ANU

Customer Journey Stage {239 Touchpoints ﬁwumnﬁqﬂ %’ataummzmaqiﬁﬂ

Awareness (TOFU) Product Experience Frunul msas1an1sius asnavaula i
ABUILA LU NITAINTNUTTEINTA ALY
\30sfs Adleuuziiiu vieThangnin
duq ienszdummanlendousnvosduy

unannesuooulal

Consideration (MOFU) Product Experience $unuadslvideyaiiteiUTeufisugaiiy
Yae3 gAY 19U TUsTudy AL
JAYIR WAYIIINNGNAIDIY Lo IvignAn

Wisuiguwasiansandeniuladaeau

Decision (MOFU) Product Experience & Customer %ﬂumﬂLLWmaLﬁ%umwm%aﬁuuﬁgﬂﬁﬂ WIS
Interaction doansfisndy 1y MImeuRBLILAve
Joru mslideya o 9078 uazAuney
TunsTiuinis wewislenalunisidasu

y " I TN A
andnan "adle" 1 "Fead

Post-Purchase (BOFU) Customer Interaction SumunmsadsUsyaunsaingnstedia
Wl NMIVOUARGNAT NTHOUNINAIINT
weld uaznsueudvEfiauitonsesums
nduIldu3nisen Setapadranuduiug

SEYLYILATANUANARDUUTUR

M1319 5 11319N11508NKUY Customer Journey dmsugsnasuniun (Non-Franchise)
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1) Awareness Stage — TOFU (Top of the Funnel)

amﬁ’ﬂu%ﬁaﬁﬁaﬁuiﬁ’n%mmLw\l riudonioruuzdnd sy Wudﬂﬁmmﬁwﬁ@
g9gAnU Product Experience (2,203 A3 <1) M1UR 28 After-Sales Service (420 A5 ﬁ) hay
Customer Interaction (416 A1) Astlagiouinnmdnuaivesiiu 1wy usseINIA N1ANUHS
iy vienmiirngndiy Tuadenisusludosiy

Auuzddmsugsiaiununlugig Awareness Stage flo Asas19ABULINUA TOFU
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