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1 Philip Kotler. Marketina Management. Sixth Edition (New Jersey : Prentice- Hall Inc

1988). P. 72.
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2 pride Ferrell. Marketing, p. 2'25.

3 Ibid p. 225.

“E. Jerome Mc Carthy & Milliam D. Perreanllt, Essentjals of Marketing, Fifth Edition (Irwin,
LL, 1991)

® Roman G. Hieking, JR & Scott W. Cooper The Successful Marketing Plan, (llinois USA
NTC Business Book, 1997) p. 134.
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® Philip Kotler. Marketing Management, sixth Edition , p. 446.
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? Joel R. Evans and Barry Berman, Marketing, Forth Edition, (New York : Macmillan
Publishing Company, 1990), p. 264. .
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° E. Jerome McCanthy and William D. Perreanit, JR, Essentials of Marketing, Fifth edition

(Massacﬁavsett . Richard d. lrwin, Inc., 1991) p. 177.
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"% Theodore Leritt, “Exploit the Product Life Cycle,” Harvard Business Review, Vol. 43 '’
(November - December 1965), pp. 81 -94. Quated from Joel R Evans and Barry Berman,
Marketing, p. 278.

i Philip Kotler, Marketing Management, p. 345.
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" Courtland L. Bovee and John V. Thill, Marketing, Third Edtion (New York : Mc Graw—Hill,
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' Eric N. BerKowitz and others, Mark&&Third Ediiton (Massachusett . Richard d. Irwin,

Inc., 1992), p. 216.
" ibid., p. 31 2

'" Joel R. Evans and Barry Berman, Marketing, p. 554.
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"% William M. Pride and O.C. Ferrell, Marketing, Sixth Edition (Massachusett : Monghton
Mifflin Company, 1988), p. 567.

¥ Philip Kotler, _Marketing Managment, pp. 497-499.
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# Courtland L Bovee and John V. Thill, Marketing, p. 386.

" Eric N. Berkowitz and others, Marketing, p.278.

AD 325 msSANIENISLENITGNAT 133



fl 'n 3 9
A& AR HHER B &
AILNUNTIWIBVIUT
: Il
GREE NGRS
X
gAtUan | |dAnddn fRTUAN
fuslna guslam | |duslam guslam

LUWNNA 6.4 LARINTIIRSIMWIBARAUSLARA

dasne a1 UunisieRandefuauazuinns  laersseingudnsideguslon

i

athaitu  fuslapdodnualinninunsnsiiugninualadiues

5t

= @ o & o 5 '3 @ 1 @ o o
nio  fuilna%eiadasdiand  winmSasAIINwRRMNN Y

[=] or

LAWATEHTHUTY
1 o v oo u oA a v oo vy o 2 A oo
dgantg o, aziedsudeduriusovinisangduandudaiufinauieiiaguilng

w

HRMUEna 99 e S e uAaEAINga 13% SIwEIu-Blaiin B

a

L= LY 1

s ao s w A w o o d @ a W
NIAHBHIIN N WATIWARAIA 7 15T AN NIUBHI TR WA

=] 1

Tanuguansalasenienianinnit 1 518 GwAANI9za8HW
1 o & 2 ! E o 2] = a
dosneanuzdt laun (Jon, wiaades wiaTnaus

daone A, Wunisirfsudrefudmiouinisnngudniiugrigds gAian aw

S & v oa s  w | =N | o 5 v o Y
wifefiaguilam  Fusndimlna N ndoamiefissluduiianald

# William M. Pride and 0.C. Ferrell, Marketing, pp. 296-297.

134 AD 325 m3RantInIsuinIsgnaa



[=4

Auguilamdruansnnanesnima nszdnnszangagnaly Geazsas

1 U LY =] [2] o ar Qs @ o o w: [ - [
N'1%'§’I%F’l’]ﬂﬂﬂL‘lJ%ﬁ]'l%'JH%U‘W%"] 1% ﬂﬂ%%gﬂ'lﬂ\‘}'{lﬁﬁ’uﬂ%ﬂ%

& a

NANesEMINERARRAzER1UANENsanie  FatslwAT 811 nann

{59 yn3 gaaldludm war Fwnazeangenal

voon1e 0. azdunisedeusiafusmiausnisannguandiuiaunud g
do iudAUan anfefeduslng deanednuasitanazldiuaud
"r"iﬁaﬂmici’mﬂaﬁmamﬁﬂﬁwmﬂﬁﬁmwﬂi’wmnﬁQfﬂ L2k
015 wia awn  leeduipasdemnafind maSeu usunug
dmMu18e1115  (food broker) afiazanesalifds annvudn
devzsiremsludamedogiiuan a1 SumlesaniiAn wnde
NS IMNTERLWIR niaswAUANATS

nmssndimihefusgaginnTsy -
9 2 # %
WU UGG AL HEIE
¥ v
BN ﬁaimu
AW IE AILNBI RIS
AwA1aREIMNTIN AuAgmaINITN
! '
CERITh feadud {da A d2aduA
gRaINNIIN AREINNIIN gREINNTIYN ARAIYNTIN

WHWAIWY 6.5 UaRINISIRITMUIBRUAIGAFINATIN

* Ibid, pp 298-2909.

AD 325 n179AnInIsuInIsgnAl 135



Haang 9.

WRIUT |

HadN19 o

daan1g o

136

L2

Wudomemssangudaludeguilon  diulng udadudn

ody =

gadmnIsainazdsauwe  Wuniaduniisodldnisaduieils

AuaNURA WAL 1w 1ASeeduin edesin  wasASas

Q.

=}

a e o & 2 = u%’ ] c"yé‘ ar
PONAURES Aauu Jednazanedegrelnenss nedidwigdeine:d
wmieY uazsINAInwag o LaRgiAans wWu lawluios
 wd asneanng ud mel 1w aunud i 188 ud 19 mavn

v oo

. . . . Lo =) 1 A" [~
338(Industrial Distribution) wazihileguilan  nsdhduiandu

5 []

msdfefuilaanfswiuan  Taeasdosdwdaunwdimsing 4
fnazilluianislwadorasuiunguin 1dw uSdviegdd wed
AsY Buimadiniuuna d1ie daduuionlwadenns uSeniing
78 1oWd uasans $1im asimibdlunisemdetimen Wane
nsiuAne 1 wanwieainnisee munudmihediimitnlenig
dmingaiu oxlvadnses wazgunsaifiiedaslyififtese

Hunsiedoudredudmiauinsanduin  dwsunwiionese

o as 1:ib

&2 v oo ar 1 EY [~ 1 o ar
T aufsfaduslne snumzduiinazdudemiedniu uSendg

LY

NERFwANgREIMNTsaf LR d emsaatmlnaasnwas uSEns
1 =1 o os d' (=3 1l o = [~1 o ar x;i €
na1a193z UnuTunNananluiineesaenn nIadwusvnidas
N33z uA NI 1gnatn  Novd s@wA i 1wA N 9a133z5u
[3 1 @ L7 =9 as ] = L% g J & 1
TMWIEFRAIINGHAANATE ) 518 S8 19BUATIWAN WM [6LA

HARAMNEMITART
s un1stAd aug 198 wAINS U3 N3N HE RE WA AUNWERE?
wnndmsheRuAngeavnssy audeiaduilon vSdnduindudn

L

geaIMNIIH LNATiNge3nIRULEY sinazlddaenieitlunisi e

al

: w ° =5 2, ]
%aﬁ%aﬁumqmmwnsiu‘lummuﬂumn niaduddafidasnis
[~] s [ % [ V<1 o '9.1 o ] LY ci a’ . 21
WAUShw uAAsaas idninwiuias sroe98uwAinnladasne

[
1

dwileun gunsoiipdaldlni sasuiendgu

W oq

AD 325 111948N1N7L5117gnAN
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* Joel R. Evans and Barry Berman, Marketing. pp. 363 = 364.

AD 325 ngdannsnasuiniegnan 137



.

d [ [ 1
AN 6.4 WEAIANWASUIZLANIBINITIAIAUNY

GIRETAT A159RATNITE N159A9 1M WIE A159ASIMUNE
WUUHNAA wuuLanass AETIAWINU
iquszaed | Anwarilussiu | AssuRguamaluIziy | AsBURquAATATH
gomsmuaauar | twnane fnwwaily | ndoige Tasuns
pneednAnale | szAutiunane namau | saxsusindifendas
A3IATIMUNE AunazAnNeeindnd | Tunsdmdimine
Sawrszsuan 18 | Twnnsdadanvine aglu | sefiuSinansae
Funaninlage szerutmnana lasu | uasrnls
HORINBWAZHAN 151
szaUUIWNEN
AWNATY wanvae #4015 | awanwdnunans 8015 | SIwInNIn AT
' AmBensdied ® | Andanaded 1w ARNFINAYN
Aavdate uBvnTii Uszian
guslnraugn | Srwaudes wwa | dwamdunane 8Rw | Sm0uann Ho
¥ine Tinaodl Balesz | mszvsinlumndve uas | AnEzaInaune
Bunoandauin | uneesiasfinlefiessin
wasiAINIISH NIHEITTWAD
Aniluasive
LTSN MselaEne | dawlssannnsdaasy | lasmndwionia
pa1aguilng | 218 annfewala | NINISAATA §NIWNT | TR finedwAneg
luanweaenis Bondaduafnnene | Ind dwdnldaie
AanFaduAuinns | la uSnnsfia
i
iadnn simAnennln gInfiazianzAaia AIUANTEINT9LE
gonAe 2819311161
FrogneAuEn | snaws (dardle | Assadaw, (Hadn, BnAiildludin
Junisesnuuy aunsaldn AvNSam
ag195 Tagdinan
138 AD 325 n1saanan1sLinaegnaA




Tuusaifindayaiieaiunisindmineis gussawmugnAaises
Tinsrwiraudfiauldsuneumneldguaiisadunslavmin  flaseasronns
msdndmirafiuuuule  wiednedlulssinnla  Madaslafiesandimnaason
ARDIZBITIBUSTANNIIRANANONNR  uazenssflunwarnAaieatunnsiin
Tawaun el Ganganihmaneddnindmiiedssanse 1 sfmedsing
aluadin 1w nandamiduedls fnmewasTasamialnsiag gansedeu
Aoaw  uamebifininuidniianuddyiuamnmaaniu §nnslupss
auRmAw o gad e Ae Twiaiwialy siuldhnwensslasangadong
snsadrdongulimanglate 2 ngu Tuaeddn wude gni Gonanedor
Tdsa Qﬂﬁﬁli:ﬂﬁﬂi%ﬂﬁNﬁﬁﬁ@ﬁﬂ%ﬁﬂiﬁﬁUF}Wﬂ’lWﬂﬂﬂNaﬂﬁm'ﬁ wazgvinniing
Dudwiuan (Juinaiu) azlalimnusiniielunisasiadeugmawiniu o
AR

6.4 M138LETHNIINISARIR (Promotion)

aaﬁﬂ‘szﬂauqﬁﬁ“’iﬂﬂaadmﬂizaumwmﬂ AD  NISENLASNANS
ar W 3 g a a  ar I 4 ar Pl o o
nae wuled1 asrUsznauRfinndAgmnfieniuasiusznaudn 9 fuszan
swgnAmsaz inaradlafeanuidiiaana mnudRy uwazesslsznau
20INALATHMIAAA ez AN uazRE e lwlsziauene 9 Tuldln
A5ITURBE TWUSEANADINISHIESNNNTRATR  AHDARAR SN UEIWUSZANATS
AATARIUIW

6.4.1 AWINAAN
- msdadiEnnIIeaIA  (Promotion)  maneis nshmsoNads
Foyaszninegmaiugiilanaiugde (Potential buyer) wIafuyanadun 9 7
AmmApInunsIas e eliRiansnarerrwaBuazngBngIn

*E. Jerome McCarthy and William D Perreanlt, JR, Essentialy of Marketing, p. 281.
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# William M. Pride and O.C. Ferrell, Marketing, p. 437.
# Courtfand L. Bovee and John V. Thill, Marketing, pp. 518 = 520
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“Joel R. Evans and Barry Berman, Marketing, p. 455.
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* Philip Kotler, Marketing management, p. 607.
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0 Philip Kotler. Marketing Management. P. 607.

*" Brief from Eric. N. Berkowitz and other, Marketing, pp 476 - 483.
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¥ Brief from Eric. N. Berkowitz and other,_Marketing, pp 476 = 483.
% Eric N. Berkowitz and other, Marketing, p. 487.
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¥ Courtland L. Bovee and John V. Thell, Mark&in& p. 525.

¥ |bid.,p.528.
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“Philip Kotler, Marketing Management, p. 607.
* Eric N. Berkowitz and other, Marketing, p. 467.
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