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ABSTRACT

The Objective Of This Research Is To Study The Correlation Between
Perceiving Preference Factor And Customer Touch Points Preference To Understand
Customer Behavior In Psychological View Which Is The Fundamental Of Personality
Type, A Reliable Trait That Hardly Change Over Time. The Contribution Of This
Research Aim To Establish Knowledge For Managing Customer Touch Points, An
Important Aspect Of Marketing In High Volatile Environment In This Digital Age.

This Research Use The Idea Of Perceiving Preference From MBTI Personality
Test To Measure Perceiving Preference Factor And Choose To Study Mobile Phone
Industry To Represent High-Involvement Product Type Which Has Many And Various
Type Of Touch Points Across The Decision Journey.

A Questionnaire Was Developed For The Sample Size Of 211 Sample. Data
Was Analyzed With Pearson Product Moment Correlation To Find The Correlation
Between Sensing - Intuition Scale (A Scale Developed From MBTI Questionnaire, Higher
Value Mean The Person Is Prone To Have A Sensing Personality Type) And Customer
Touch Points Preference In Active Evaluation Process In 6 Important Touch Points In

Mobile Phone Industry.
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The Result Show Significant Correlation Between Sensing — Intuition Scale
And Customer Touch Points Preference In All 6 Touch Points Which Can Be Conclude
That A Person With Different Perceiving Preference Personality Type Prone To Have A
Different Preference In 6 Type Of Touch Points. The Direction Of All The Correlation
Matched The Hypothesis Which Was Developed By The Compatibility Of Personality
Behavior From Sensing And Intuition Personality Type And The Important Information

Presenting Trait In 6 Touch Points.

Keywords: MBTI, Customer Touch Points, Perception, Personality, Marketing,
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2. “QniIan” nuneis mmmqm%’umuﬁﬁmmﬁwﬁ’zﬂu Consumer Decision
Journey Tugnavinssuveany Galanuuanisiulumudnunzresgnanmngsy (Quarterly,
2009)

3. “gngUuuy” mIefia MswawngULUUNsAeansTansafsganNaule
vosgnAndmuneld (Kotler & Keller, 2016)

mafiudayauazyszananang@inssunisld Touch Points veaguilaalutlagiu
auilouazfuFosiivinldlisnidesnniimaluladgiuteyarualugiidmimainuans
yiadrunduiitieg wiluanudurindunuiinisuszanamarihilsdosie uazdn
Aenannaaaindeuluainamidusis esnnaiinssuvesfuilaniinrmdudeusnn A
Aawaimeaiinldannnisszudnu wu msfiduilaarunisiivarsgunsaidoas viodua
winduldauaduluasilideyaildliasiounimennanduais vieusinszianisnsendeya
Uaauuaznislidnavdays ?fa@quﬁmauﬁwulﬁﬂaamm (Eyefortravel, 2017) ALY
081959052989 Touch Points Budufafinanududeuliiudymdreduiulddndae
(Lemon & Verhoef, 2016) lnga1nadiAnuinguinisnin 95% iuinanudiAgvednis
133 Touch Points aguiiduludnlusuian winduwuiiidios 79 wihduisanilatng
P3IIEMSUSIT AL LAY (TNS, 2015) andaifiaaseinanludnedudlsidiueg

'
1 )

11598V Touch Points Tanunsaasedvsnasenisandulavesusliaaldaegne gnil gn

Y

Y

< = 1% v Aoy v v aw Y
nauazgniukuy Wuniduanummendnvedanniseaiafidudeulutagiundadaslasu
nsAnwviANIlaBnan

nidlwdsmsvianudilanginssuguslaeraunsailalagnisvitauidnla

) U aAay )

dnwazynanam (Personality) Faduiladeiided fe Tdnvazaudunniuaziuasundag
670 (Udo-Imeh et al,, 2015) #niseldimumguiuaziaiesiiotuansuumnndiieviainy
dladnuazyadnan Tnenildueiesdlelifunssensuuasiouldiuegrsunsvaislu
MAINMAIB9N1T Ao WUUNAABUYAGNNIN MBTI (Myers-Briggs Type Indicator) a1y
Lﬂ%qz’jaﬁﬁwﬁiu Aa vt takazlulgauladne (Linder, 1998) aunsavrlulganu
Ieegnanannnangluiinuszdriu uludsusslemiannsiignldedraunsnaneiinlanyili

I A4 & Ao I3 Yo o v ° N Y] a =
LUULﬂﬁ@QNEW]JJﬂ'J’]lILUUﬁWﬂaE'ﬂﬂﬂusl,u%\‘iﬂ'ﬂ\‘iLLﬁ:ﬁﬁ']ll'l'ﬁﬂU']bLUL?iE]iJIEJQﬂUﬂ'J’]?,Jﬁu\‘i']U'ﬁ]EJE]u

5 199819n3199274 (Consultants, 2017)

Ref. code: 25595802115021FQS



MBTI usuunaaeufidiaueuuifniiyadnamassaugninnualagaudy

[y

goulumsletade 4 Taunnsneiu @Rag 2 f1w) towa

1. fidanuveuluniseglulannisusnnieniglunuies - Introvert-Extrovert
Scale (I-E)

2. fiinuyauluisn1siuteya (Perceiving Preference) - Sensing-Intuition
Scale (S-N)

3. ARmnureuluisnisdndula Judging Preference) - Thinking-Feeling Scale
(T-F)

4. finuvevlunsuanseanaslannieuen - Judgment-Perception Scale
(J-P)

Ingusazyanasziauinuduvevlumsldenudlafunidvesusasia
snnnidndnu ienaunauiui 4 Sivilianansosuundnvarresypealdds 16 wuy

=

seiiudnniely MBTI Anvsnanafefifinanuvevluisnisiudeya (Perceiving

v =

Preference) agine lnsyananfleuldisnisiudayaiisraiuasiinnuaulalulssinnues

Y

Toyanulufisnisiniudedeyausasyiniaeiu dawnnienudilaanldluyunisdeans
nsna1ngeNausaliiuAnlunsieansteyaiuiuslaalasgagniuwuusngsdu
gelunintduainnisfinwimuniuassanssunud anudsluauiuyeuly
FBnssudeyaealudadefidimasieninuduey Touch Points (Customer Touch Points
= =t a A b = - Ao v
Preferences) szmLﬂwuﬂuawagwaumﬁaamim_]ﬂwaﬂma
MIUUNITANIMIANMUFUNUSIENINS Perceiving Preference muuuiAn MBTI

waz Customer Touch Points Preference agidushaneiiuanuiglalifuinnisaaialuila

' '
= =

YeIn1sHeaIsegegnIliuy luanuiniign narunsatrludssyndldanuladie siuluda

Y

=

lonnalunisldusgleniannanuiannanddeau q ldegreninewing

1.2 TnUsTaALazvaulUANITANED

v

nuITeiljatufinwauduiusseninyadnamainuveuluisnisiudeya

(Perceiving Preference) mLWIAALUUNAZBUYAZNAIN MBTI #ig Customer Touch Points

va o

Preferences lngiivelianunsadnui Touch Points lnegsnsaungunateviingidedanivug

Y

= <, & & o e A = & a v . ~
ﬂﬁmﬁﬂ‘&ﬂLUUﬂ?iLaaﬂsﬁaIVIiﬁWV]ﬁJ@ﬂ@ P UuduUA H|gh—lnvolvement LAZINDANAINU

o

UtauveInIsAnwazdianisanweglunszuiunislunisdnduladu Active Evaluation

Ref. code: 25595802115021FQS



Fudutuiguslaaladusedeyauniign (Edelman, 2010) wintu tnawiieldlinanisfing
gnnsenumeladediuuananie 9 (Personal Factor) 3uinismviuanguidmsngnidady

druuaralnalfssiudunguindne (218 18 - 24 V) lulwsngammnamuasuasUsunma
1.3 AUFIAYVBINITANY

1. Winaudnlalifutnniseaialunisdeansidediagnsunuulu Touch
Points usiazUsgian
2. wiimanuidnlaliiutinnsnatelunisidentd Touch Points ldeesmmnza
Tunguitvnefifidnuasyadnanaiu
3. WuwnAnlunmshanadleanguiuslnaveaususldnudie 1Wesn
3.1 MBTI Wudnuaiziidangléieg
3.2 ANuaYeINguANUIIUTENITHAUFUNUSAUSNYUENIS MBTI
iy 0@ vilvanansausidnunzvesnguausng g 1die
a. imanandlalutladofifiarmduiusiu Customer Touch Points

Preference

5. \upnuifiaunsasesaniunuiddedu o luefinldegianinwng

Ref. code: 25595802115021FQS



UNN 2

NUNIUIIIUNIIN

Tunsnumulssanssuandufnuvssdiuig 9 devhaudiladednly
siadafimsdnuuazifiornstsauufigiuduiunsmaaes gasvhnisAnwdaeisnig
NUMUITTUNTTNUTELANA 9 azdunwaifiTervgludiunisdearsnisnainly
guavnssulnsdnvidede

Tuuniezudaifomenndu 5 daw laun

2.1 Consumer Decision Journey

2.2 Customer Touch Points

2.2.1 ANUnU8UN Customer Touch Points

2.2.2 Anud1Agyves Customer Touch Points

2.2.3 W munglun1suins Customer Touch Points

2.2.4 avinmglunisinanudilanginssunisly
Customer Touch Points

2.2.5 m3lgtadedadninelunsvianuilangfnssunisld
Customer Touch Points

2.3 WUUNAABUUATNNIN MBTI

Ly | LLmﬁﬂLﬁawé’mwmaawﬂaﬂmw MBTI

2.3.2 naandacueuluisnisiudeya (Perceiving Preference)
fsnafu

2.4 AUFURUSTZNINN Sensing-Intuition Scaletlag Customer Touch Points

(% L3

Preference lugnanunssulnsAnvidieds
2.4.1 Buledinfiflsidunsossiden
2.4.2 FosmwanIavien
2.4.3 Social Media
2.4.4 K3
2.4.5 Bulsdsiwanfiuiinannudniu
2.0.6 uniasaleaulal

2.5 @FUALLRFIULALNTOULUIANIUINY

Ref. code: 25595802115021FQS



2.1 Consumer Decision Journey
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i, 1l & o

nansenuINdaTeinasuleatnaunistaazdisa

Y

o

4. Post Purchase Experience fa e¥ignAnsuiuazysviliunisleduaasaie

16 dusvrslunisnaulansesial
2.2 Customer Touch Points

2.2.1 AUNU18Ud9 Customer Touch Points
Customer Touch Points A® Induiale 9 ﬁmmﬁgﬂﬁﬂﬁﬁiamaﬁmﬁa
wazas1sUszaunsaiiunusus lianasdunsilsdveniar maviulaivan Usvaunisainis

Taaua naonludiuinisndinisuie (Kotler & Keller, 2016)
1m8 Touch Points @11190LUIAINANLEILITALUAITUTUITVOILUTUA LA

\Ju 4 Uszian (Lemon & Verhoef, 2016) loiun

1. Brand-owned Touch Points 1dugaduiafiuususiduiiivesuasd
s1unalunisooniuuuimnsesnafiui fegratu lawan Yomiensiadming ussgia

WDusu
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2. Partner-owned Touch Points LUugaduiaiinainnissaueenuwuy
LATUIMITENIUTUALAETUSEATOUAIA 1 T18UUlY Wy daunudndiviie usunlawan
Wusiinaganagns (Jusiu

3. Customer-owned Touch Points {Jugaduiafiinaindaguilaaes
Tnedinlildsudninaanddu fegrantu msldnundndos msmdandndue nsnusng

a (% & @ L9
NARNN LUAY

4. External Touch Points tdugaduianinaintadouindeudu q

fegdu AnuAniuaInAuiTn A3nsalvesuslnanudu uwiadeyadase [Wudu
2.2.2 A7UH1ARYUaY Customer Touch Points

luefin Customer Touch Points gnuasinluipiesdoniuusunaiunsaly

Tunsmavaudunansdnaulavesgnatiniuladssasd wilulagdunalulagnamtingu

) v a o A o v a v Y a .
Judiudrunalunisifeniuievesgnituaziiuanududoulunisuinig Touch Points

1 N 1 IS ! a 8 A a [ a dy o Y1 =
agenlineiunneuluafn Touch Points At wILLazydaunAuyiligem1ansdeans
N323ANTEBLINTLTEYTRIMTImIzaY Weaanududeullusenausiuiunisndeya
Fasdnnausaindgusiaaldnnnaiedenduiinusedriuilnlusesenn
= =2 DEPN P DY) a 4 &4 =
Nazfsganduaulavesuilanielviiuuiuesdaiuusunfesn1sagdeans (Lemon &
Verhoef, 2016) Yadenaniiinlianuvimendnvasinnisaaiatulagiuaenisitnlavay
whdsusiaalaludemneangnees lunaifigniesuazluguuuuigniensaiuauneens
URNATRET

A3U3MS Customer Touch Points dadudsfiadanuliiuseudanis
wYsulaldun v uA1909d1AL09 (Edelman & Singer, 2015) LN512A15U3115 Touch
Points AiRazanunsawusuakazauadiluagludunisnisindulagevesgnen looagregn
1 9n1a1 waggniuuuy Fegauvanetanisiiinlenialunisviedualaiunguiuslag
Wmisng A1nLWIAAYeY Harvard Business Review §a@318n31n15U3m13s Customer Touch
Points TaunsadniiguilaaauanunsansedunseuiunsinaulauazUssliuiibenves

v [ o

anenliduasazyilignaliiuluiansanduavesduds annsiuTeuliisusiat uazasig

Y

14 1 1
o °o o A o a

v v av v gj a . YR~ a 1
mmmiﬂmmlmmmu uaﬂIUQWﬂUUﬂ’ﬁ‘Uiﬂqi Touch Points EJQLiJULLU’Jﬁﬂﬁ’]ﬂ@V@\‘m’NVI

vasUszaumsainssantnnugusinaieliiinanuiisnelauagandnnmanualvesusua

DAt lugszaze
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2.2.3 \uanelun1su3nis Customer Touch Points

Tuyuaedvean1suInns wusuddositaudlaluunuimmiiives
Touch Points ufiazUsznnlugnamnssuvesnunazneteulduseleiiain Touch Points
uiazUszianegumnzan Taedmanefinusudyimininasuimsannsaasuldidy 2
yuLawian (TNS, 2016) fig

1. nsedunse - fidmnedienseduseaneiitunaldluszesdukiu
msnenesfisuusudvesmudlulusudenvesuilaalunssuiunste Tuvmsiingreu
ARLUTUAFUYIeDN (Quarterly, 2009)

2. a¥auusud - Ilhmnediieaienmdnuwalifliuuusudlusyezen

LaziiiAMUINANAdawUTUARIUNTTas U sEAUNSAIN ST VNI AnA U analagegn

(Patterson, 2009)

(%
Ry

Tnefaudia 2 wnAnagdidmnglunisuimsiunnseiueg1adaiau us
Wlandnlun1suimsvesis 2 wurAndiudesianudlanginssuduilaangusig q
dalienunsaiinfausiaaly @aaun nawazsUluunsdeasignaes

=Y

faflenuuariinisind1ves A1Ngndl gaiian wazgnivuuuazlilagn

Y U

52yl 398190RANANWMAN TTUNTTUTAITTUNTIUNIY WARINATNUMILITIUNTTUNATY 9

[
Yo a

atvannsaagUlaaudfeylasadl
1. “gn#l” wnefis msuanam Customer Touch Points fisinmdndnylu
uraztuly Consumer Decision Journey (Dhebar, 2013) A18A15Y AU
1.1 gnAndentdaru Touch Points ot (@snsadnlalag Customer
Touch Points Preference) (Balasubramanian et al., 2005)
1.2 iilo¥nguszasdln
1.3 Touch Points lathsfia3sdvinasengfinssuvesgnings (Hogan
et al., 2005)
2. “QnLIan” nunegds ﬂﬁLLﬁ’NMW%ﬂ@@Uﬁﬁﬂ’N&Jﬁ’]ﬁqﬂu Consumer
Decision Journey Tugnamnssuvesnu Failanuunnssfulumudnuas vesgnaimnssy
(Quarterly, 2009)
3. “gnuluy” Mnefa MsuaemngULUUNSAsaNsTianaNsafganIm
aulavesgnnimngls Fedsdesegluguuuuiifuarsannsanonauils (Kotler & Keller,

2016) Wnganuaulauaznmsidniunedeyavesgnandudanlasudninanntdademednine

AUNTEUIUNTTUIVBYR (Perception Process) fag1adunssuIunTs Selective Attention
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FanunedanseurunisidenaulakarSutayaiiesuneeg1ariniuaIndoyanunnnuLae
(Boundless, 2016)
2.2.4 auninniglunisiinnuidnlangfnssunaslyd Customer Touch
Points
Anuvmelunsyihenudlanginssunisly Touch Points vaeEuslaa
LadldiAnannUszifiun1siin@uaas Touch Points AULANAIUNTEIANTZI18UDIYATUNE
windu Tnefawdlutagiunalulaglunisiivuasiinsgideyaszamiinitlusfnuin wily
< a 1Y ! a ¢ < = o v v a Y a a 1%
Anuduatandunuihnsienenidusesivilaenuazinifinderanain lngeiaiinldain
o | v oa = o e N A A B 1Y)
n3TEyYmnu Wy nsiguslnanunildivatggunsaldeansviediua uinduldanuaduluun
bideyailaliazyiounmanudusss vieudnsziinisnsentoyaUaouwaznsliswan
Joya Fudunginssunnulavssuin (Eyefortravel, 2017) wenluaintudseiiuizasniny
JudswestoyafidauduiuinlienuddgiiuduanGes 4 snadudifivanududou

Tunsiudeyaluswianld liinezsenisldeeulamedayavesgniesisesenguued

v wva

grainunUydAtulssiiuaninisuntesiudeyavesiuilan (Goldstein & Lee, 2005)

g7

(%

Yadumaniivinlminniseaindesnislunisunladamiedrsmgaain useninislunisvi
¥ a Y o oa ¥ aca 1 d‘d a a
A langinssuguslaamedsivg q Niuszangam
2.2.5 nsladadedsdninenlunisrinnaudnlangfnssunisly Customer
Touch Points
Uade1d93ninen iWuniduniodlefldlunisiimaudilanginssu

¥

Auslaaluagiu Wnedutadenannsavilifnanudiladdnlungfinssusne 9 Tidu

e

28197 (Kotler & Keller, 2016) dnvisdadudnwueiianunsivazasnulasundastaenn
(Udo-Imeh et al., 2015) Tutgansnarndadeidadninedaanunsaurunldlunisuungy
;;’{U%Iﬂﬁ (Segmentation) laaneae
Immﬂmwummﬁmﬂimﬁ%ﬁawwigLﬁuﬁmaﬂmﬁmﬁu{]ﬁm%q
InAne1sangAn3Isun1sly Customer Touch Points Inewui1Uaden193nine1niu
v Yy . an v v Y v 1 ' =
nsEUIUN1SSUITeua (Perception Process) Milananiluluiitensunin anadmasianinuy
249U Touch Points GUEN;:JU%INW (Customer Touch Points Preference) nd@13fie yAnail
aa & Y ! ) p= v . A )
AnuveuluIsnisiensutoyaniaiuenadinuilduyeu Customer Touch Points sinafiu
ADYNVDINUIVYNNU bYU
- sEAUANNTUTaUIUNISAUNAdINanan NYaUlun15tY Online way

Offline Touch Points #1971U (Peck & Childers, 2003; Cho & Workman, 2011)
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- anwsnslunisyeuldivanauaznimaass dwadeniuveulunisly
U315 Self-Service anaiu (Simon & Usunier, 2007)

- wiazyaraiinustluauvey - liveu dinutesasilegsiuluuium
a5slun1sundgm (Field Dependence/Independence) (Leonard et al., 1999)

- uywdazdenmauuuuresnsthiausdeyaiinssiutyiiaunuinniige

a Y v QJUd‘

G llefeanisnisdutadudiguslandnlududanminfruninninyedudadu) weln

u
nszuIUNSAnaulaveswmuAnUsEaNSA W (Brunelle, 2009)

ndfededuiligidemuinanugeulunisldau Customer Touch

Points MsineiufinanaduuandslusduuuveInIsitausteyaveas Touch Points 614 ¢

'
a1 [ a

Fududaiiliguilaafifdanuduveuluismssudeyaiiiaiuiinaiud urey Touch
Points #114 ¢ WANAIAUADE

Taeniniiussifuisesninuduiussening Perception Process Wae
Customer Touch Points Preference sn@nwfisisluu3undu 9 ﬁﬂ%’mﬁﬁﬂu@wizqﬂﬁ%
vilfdnnismarninauidrlauazaiunsaidendeaisidegiegnsuuuuluusas Touch
Points iflewinsguslnafidaureulunssuteyadimstuldogaiuszansnin uenaniy

'vmLLUiuﬁmwiWQﬂﬁwawuﬁLLmIﬁmzﬁmwmaﬂumi%’usﬁagaLLUUi@é’&ﬁWNWiﬂI%Lﬁuﬁa

'
o [ = 14 L2

MUY Touch Points @fufianA1vesuusunagidontgdiieniuulvuignisnainlagig

Y

[
= U

wiiugiusanEamunTuele

INMIIMUTILITIUNTIINUTY Tusmves Perception Process Hufluuan
Inimendayadnniw MBTI Idnanisyndnamenareuluisnssudeyadivnsiull Taoidu
nguildfunissensuegraunsvats gninlusesenluvainnatsuiunuagiinissnun
yrdnsednuvaridungiiuldneilausotldnueiddlion Jadunquiiiiauls

Tunsihuneseinginssunisly Touch Points vaeEuslan
2.3 WUUNAFBUYARNAIN MBTI

2.3.1 u,mﬁﬂLﬁawé’mvwmauqﬂanmw MBTI
MBTI %39 Myers-Briggs Type Indicator Ao LuUNA@aUUTELANUDAIDIL
ﬁiﬂumﬁmqﬂaﬂmw #¥19%ulme Katharine Cook Briges ua Isabel Briggs Myers 1ngnns
thunAnves Carl Gustav Jung 3ymsufuls waunliinaldieuasussenonadnsils

sonlusvasiBunussinnvesyundn 16 slaieliuanamluiililddnisineraunsadila
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waztlUUszendldauladeg 3einld MBTI gninluldegnaninarinddunaleasnis wu n1s
o w a = Y = a I a = .
U1URanInIn A15LS8UNITEDY WEUNI9DITN NISUSUITRIANT N1SUSMNSAY (Linder, 1998)
snndadunmnpanignldlunisimuimguiyadnamlugandsdndiuauuin (Myers, 2010;
Myers & Mccaulley, 1985)
MBTI aseguuiwifindiausslunginssuvesyedlilaifinainainy

% a 1 a d‘ % aac{l U % 1 U aaa v d!
Jadey wainananudugeululade 4 danuanssiuluwsiazynna (uwsasdll 2 suis
I [ 1 v [ I a A [ v 1 dy v gj (K] =3
Judnwagdnsetiuiu) Ineduddiamnsodunald anuveumaignimuiuisausdsiin
ntadendounig o MiliAsauseulunsldnunselanseanlusulamunilsuus

aa 1A i P < o v Y [} 1 & ¥ 1 Py [ <
azdidunnindnanu Fadunavilviiudsndngnidenldanuvesuazlasunisimuiaudy
ANUAeTU @usaltaulalagldaiungteiutosnindnaiu (Myer et al., 2010) A@vs 4
fananilsvazidunnanaluil

1. #Anuvauluniseglulanaiguanusenielunuias - Introvert-

Extrovert Scale (I-E)

& aa 1 = 14 1 3 [
Lﬂumﬂa'nmmwmaﬂumﬂwmmauhmamﬂﬂa hUBUY 2 anuy

1.1 Introvert
I a A % Y v X Y a oy
Juyadniveuldanuaulaliiulanaisludiesfgiiuwnfnvise

AuAnae o gauldailudunisAnuinninasilienn azsancouaaislslaldiiaiuay

Y

'
a

a 1 o -'-N' = = ayv o fu [ Ay £
anuAnnglulandiudd luvaenazidnmlounisujduiusivlanneuenilufsidecly
o o 9V w§w A o a a Ay v o I3
W& ibinddldanlunsastieruisdwseufduiusiulanneuenilusseziaiuiu
wfpuNMIeainaIen1sldiiategiunules (Tieger & Barron-Tieger, 1999)
1.2 Extrovert
< a A v [ Y Q{' [V
Juyadniiveuldanuaulaliulanneusndueaieitugauuas
dane 9 seum Yauaevihunninsldaudn Tunenduiuainyadniuu Introvert N3

v @

Inanluiumsldnnunegiuduesdedudideddndsnu mndeddiarsndedulan

L Y

ameludeadunaunuardesihmvgaindenismmsesnlyujduiusiulanneuen
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2. fifiauveulusnisiudaya (Perceiving Preference) - Sensing-
Intuition Scale (S-N)
GuiiRfinanisnuweuluisnssudeyasiis 4 anlanneusniiieyily
Ussanawa uwuandu 2 dnwag Ao
2.1 Sensing
Juyedniiweusudeyasis q seumdeussamdudan 5 il

¥

aulavasrunguiadluddsiiAnvuaieseu q mauliinailiauauladuiuifnniu
rodlilauasiintuagnslidinunnly
2.2 Intuition

uymdniveusuteyaninnislidnlidiin Genegueniniionisaiuaw)

Whsanlunssudeyasinnieuen fdregradu arsdmsaluazdyuingia Wudu yaeaid

v
a =

UAANWUY Intuition azfiududuauduldlduazuuifnuinnirdsiiintusseseudiau
& VM Y = A < =
vnaseldlandlagestiasesvesmnunduass

fegiagyiliiuninaussvesyrdndfddaauiude Turuzisu

FRyunilyananidupdna1muy Sensing Izandeadiuiilemdsinasgnnanivegluninil

I a

Turugiyanandyndnaimuuy Intuition azlindislulnanitdsignieuliuaszindaniny
Juldlarne o Aaudnduls
3. A2 uvaululsn1sdndula (Judging Preference) - Thinking-
Feeling Scale (T-F)
& aad 1 = ax v a -
Judinnafanuveuluismsuszinanawavdadulaieldlunism
Joagunng o wuadu 2 dnvee fie
3.1 Thinking
< a 4 v a v v v 19 ¥ P21
Juyadniiveudedumdeasuatenssuiunstiivena ladldaiuidn
= a < ] v 1 v a ¥ 1 = 4 [
wseANuAniudIuiITnlunsdndula veundeasulneyainlufiainugnaesniundn
wiwalagliaulapnuidniasiintuvewuiesiseyanady (Gould, 1991)
3.2 Feeling
Juyedinfiveudndumdeasuiienisunnanuianysenuiuveimuies
yd‘ 1 U a o0 = = QI 1 dl 1 4 o U 1 dl
wazHduadluTlunsdndula Afladedering q Nuwdavypmalimiud iy dadluiinism

PoaguiviliAnaudsesnsaiesiuludedna q inndnmsmdeaguvsenisanduniaing

Fonau 1wu drelaia (Keirsey, 1984)
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4. inmnuraulunisuansaannalannigusn - Judgment-Perception
Scale (J-P)
& aad ! =2 [ o ! U
Juiiinnanateruveulunisdanisiuisewing o lulanaieuenda lag
fauduywdnnauagldianssuiunmssudeyanaznisandulalunislddin usannuuifnaves
MBT! Wehuyedanunsavidunailanavegrdunamiaintu Tuudazyanaidedianuidn
yauwarauglanlaldnssuiunislanseuiunisuilelunisiuiiedulanaisuenuinniién
nzuIuns Inedifmnuveulumsuanseendelanmeuenuusesndy 2 dnuae fe
4.1 Judgment
< a A ¥ v a [ o v
Juyadniveuldnszuiunislunisdndulauinnirfudeya vilvveu
Anfiutinegafiveajuresdrng o daau Sudeyausiismelunismdeasu nsilumud
gouaudaauludsing o iliduaunissdevitowazuuuunutau lurauzinisaguas
g 9 Faauudavihbionaliviudeyanielondlni q uarliresusudaseaniunisalsing 9
4.2 Perception
Juymdniiveuldnszuiunisiudeyauinninmsdnduls vinligeuiiag
Uaoetoagulilumadenvaalaliliuuiaaieliaiunsasutoyaln o laises o neu
srasunsedndula seudsadeyalml g Tdulunisveufoudeasusenluviniduaudilud
sudounazyouinwiundigaine luvasifdnvaziufoauisausumldnuazus iy
Tonalual o Mdrunlaun
PNRIANTRANNYEUNT 4 U WathuUsenauiuia 4 Ifagarunsaian
a & @ a 1% ' [ a & Y]
anududnwazuadnainvesauludiudis 9 1o wu yadnaiw INTP Wuaunsnnis
AT AUPUAULIAATINTMA BN 9 wWALN1TAUNIAIINTTIVEITYNIAI 9 UBIN
nsUSuUTIsEULIMagnaanIaImeIsNsNaseasalimiloulas
1 [ [ ' aa @ = o X A % A
pg19lsfiniuseivvesnuveulundasiiduiiissiaddsiaudniden
- Ay v O My & a 4o !
wansoanuseauislalavanseanwindy ldladudsivenanuainisaluidasynna
Megrau Aundupinuuy Extrovert Tildnuneauinduaunfivinwelunisdidauuas
agSauiuaudulne Tuvagnaunilyadnuuy Introvert e13138uINazimuinwelun1sidn
darulannle
2.3.2 waanfianduveuluisnisiudoya (Perceiving Preference) fifinafiu
A uauveuluIsnsiuteyadwalvngfinssuniuanieensslan
Aeguean BMslunisdeansuarisnisideniuteya danudaiuluauudazyaiin a1u1se

ayusngvasnuisluNMsiananveIng Anssulanmsesialull
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A15197 2.1 ﬂ’J’]:LIGi’]\ﬂ‘ﬂﬂ’]iLLﬁ(N’e)’e]ﬂsﬂﬂﬂwqaﬂiimsﬂaﬂuﬂaﬂLL‘U‘U Sensing Wag Intuition

UAANLUU Sensing

UYAANIUY Intuition

YDUITNYALLDUALATTDUAINDUNLAITRLIY LU

“Aautiian 13.17” 1nnin “lnasguiense”

aulalamudrfguinniiniseanuegiusieasiden
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yovalsilutunaudnau andafudanindin

Tutagiu

gaurhausuunselanluunlugafauaula frenisvy
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wasn q nuanuaulaidutg 9 wasveainduyls

il

£ =3 a I~ a
auladaiaasaaranuduaseain
Uszaunsalluednuinninanudululaly
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MiafadunuInsanuAnaseassakaz AUl iueu
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Winuazidnlaludendeyaiiaussanuyindu

U

LifinsAanudiuiy luadalunisdanunune

Taeiy

waamAumine anuduldlduazsuuuuiideneyly

Joyansu

Snaurglalunsiuteyauariniudaidusios

leunnnndandusedlale

anansosudeyauasiininudidudesdala

YOUN1TNARENI AL UEUINATIUATINN

HNEIGEEN

4 o o a Y 9 v a & 1
gounsuanevseAusinfinseauliiualulule

NSANLDENIBILUIANNI D AN D1NAVY

Tadwauuesnngiy aulatunuinuyinvintu

YBUUDININTIY dULIINUNAUYINAINARDNINT I

agnals

a a ! ¥ A [ 1o I 4 1
fiaauAndndrszuuldideilidndudesden
wazglaiidladnhluunsaudoamenanuyiulse

wilwnneen

finldnelanazuaminisusuuessuunsedsnime

WUIAATIESATIALA 9 Lau

yauflenisuauaninisuanindngiu

(T91719939, S8azden, Faea)
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2.4 AMUFUNUSTENING Sensing-Intuition Scale wag Customer Touch Points

Preference TugnamnssulnsAwvidane

Tuduilasndunmsisaunfiguauduiussening AUANYDIYATNAIUYBY
Tu38n155uteya (Perceiving Preference) wagAa1uTuray Touch Points vo3guilan
(Customer Touch Points Preference) lugnamnssulnsdnidene laglunis@nuiaiiusiing
YasyaanAUYeuluisn1sTuteya (Perceiving Preference) #338a¢l435n153Ae Sensing-
Intuition Scale Fadu Likert Scale 5 szduidusiin Tnglinadnsidazuuuannunuynan
LUU Sensing LavnadwsTinzuuutiosunuyadnLUY Intuition

d1115U Customer Touch Points #1439 ﬁﬁwﬁ’zyiusﬂgu Active Evaluation Tu

A p %

gnamnssulnsdnidedo {3389

ee

Wutayalagnisdunivalfiletvgludiunisdeans
nsnanlugnamnssulnsdnvislede fia1issu IdvTude (Fuawel, 4 flureu 2560) uay
NUMIUITIANTINAN &) MLNEIT09

lgINNTHUNBAILAENUNIUITIUNTINA1UNS0aTU Customer Touch Points

[

ndAelu 6 eduia lnefisnsaziBonuazauufgiu Aadl

2.4.1 iulwdnfinefdunsasdadeon
fingnidlunisinseudifennismeiedeniunsie q Agldivualaies

i 1 [y s 1 & ¥ IS { I a &
AINABDINT LUU T2AUIIAT WUSUA wasAuluidildudu danwusiau Ao Arglulileond

a1

s19avidensmnAdLsIauresaidsansuduluddn Snmuseneuliinnn Sdaud
mmummmumﬂm%mmwlwsmauLLaummUlén ’auﬂmﬂimmLLuuaummﬂwmﬂa

Ta8naae

LY o w

f 2 o da v a PN
ndurauszianiiludanianuddylunssuiunisindulavesduilan

o

dl' [PN o & v ° o A P vy Ay S a v
Lu@ﬂ‘iﬂﬂl}jUiIﬂﬂﬁ]']LiJum@ﬂVl']ﬂ']iﬂi@ﬂ@?La@ﬂ@@ﬂLW@IV]ﬂJ@@JaWW@@ﬂqﬁuqﬂiﬂiﬂiqmuaﬂaﬁ

v a

(Kotler & Keller, 2016) lnglugamnssuniiteyavodua mmmwmmmawma‘imw
o = gl’
nseeLdanUseLAnil

Tuvriniulesusanniduedesdlelunisnsessideniitiuseansainud

ﬂﬁU‘W‘Uj’lE;Iﬂ‘?fﬁ’mUWﬂiﬁﬂlﬂﬁﬂﬂ‘ﬁL%Uleﬁﬁﬁ’]W’Jﬂﬁ%%’eﬂ“fjjnmﬁ)‘ngsLuL%‘lJl%Gﬂ,ﬂju’mﬁﬂ%GETQlZJIlﬂ‘u

Mudnlumanalndunsizigle

[
=1

NNaNvaElaaRuveadulallAenisi Lauaﬁﬁamaﬁﬁt,uamiwauﬁm

Y

TIneaNsIauzegvazdenluddn IneAaussousmaiilutoyadnuaeiiiadaau
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S a aa v

Wemwandeaun ldlddinsagulannuddguendiueanun Juludoyadil dnwaznss

[
[y v

fugUkuuveayaluAinUsewny Sensing ¥ausU vilE e RsauufgIuin

Y

H1: Sensing-Intuition Scale AA21uduWUsLF9u2anAy Customer

0
o

Touch Points Preference vaaiulaaniinenidunsasdiaen
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Y

% B a aa a o Y ¢ a 1%
AL TEIPIYAIUNTFRAITNITAAIN Wa1ITIel IvTUTe (Funwal, 11 Turen 2560) law 16
JoagUoanunluiiin 3 Jademaniildlunista Customer Touch Points Preference lgiun

1. ANaeAINtunIsleuYeAduNatY - nandniuasnInlng s
Yo 1sligaduianionisldarunereudesngalunisldeu anuldasainiodudiunu
agnilaasiusloanaylnesssunagusinadoninnulitureunasndnuisununazsiaiu

(Kotler & Keller, 2016) puaznindadudsnvhliguilaaianelalunisldeugaduda

LY

119 q Taegeduiandsvuuunsiiauedeyasiisiudeniliguilaaiinainuidnany

U

azanlunisldauaistuaie ann1sanwlusannulinauazainlunsidnuduiladey

G ”zyﬁ?iawa@iamiLﬁaﬂigﬁiawwaaulaﬁ (Rizwan et al., 2014; Frambach et al., 2007)

2. Ysglognannmstdaugadudaiy - nannfsaiuaiunsalunisusy

'
v v A =

Usglenugrungldanunewnaingadudaiy dmsuadudanaiunsanavansstaya

q

o '
Y

Auslartasnidganvilvigusinainanugureulugaduiatuuinningnau q
3. Ysgaunsainnannnmsldanugedudaiy - nandsussaunisallunisly
a & 1 i ¢ D 1% 1
nuiiluralauinninisaeudselevdfgldnuuemiannismdsya lunisnaingaln
wudguslaaldlauamnudnislaundduamiuuddewnuszaunisalniannsyedun

Mg (Lemon & Verhoef, 2016) Indurananunsnassuszaunsalnainugustaalauinnii

ailuwnldwilvguslaanaanuiuveulugadudaiucig
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a A

18 92 Inarmnusduninsiawuulalise

(Likert Scale) 5 szauLiaInA1v99 L Us dudunsNIATY (Interval Scale) hUIRNNTEFU

2 w o &
ANLLTUAEFal
= =3 2
5 MNEDY  WAUS8UIN
= @ v
il MNERT  UADe
3 R ERNEGE
2 nuede  laddiudne
= =3 2
1 vanefe  Lldiusieuin

Aanulunisindisnuasdunnasallll

AN5199 3.2 AOUALTLUNTIRGU AL

s

A07Y

a
NN

0
s

Vuledndnedsunsasiadenlun1sduma Wy Siamphone, Lazada, Thaimobilecenter)

Customer Touch Points
Preference 993 3ulusinil

flandunsaesden

[

uddninndudaildanulunis

Aumdayaindesnislade

NANITTU IYTUTY (2560);
Rizwan et al. (2014);
Frambach et al. (2007)

Customer Touch Points
Preference 3933 ulwsinil

flandunsaesdan

uddnlasuuselosiannsium

v
v a

Joyaanqaduradl

Aanssey INYIUTY (2560)

Customer Touch Points
Preference ¥a33ulusinil

flandunsaesdan

yIuinUsEaUNSINANNIS LY

LYY

&
SEGHIGD!

NANTTU IYTUTY (2560);
Lemon & Verhoef (2016)

Fa7nviAY (19U Youtube, Vi

ral Clip, laiwaunuudialy BTS)

Customer Touch Points

o ¢

Preference Y89@07ne

uddndedudailldaulunig

AudayanideInisladneg

NaNIT0d IVIUTY (2560);
Rizwan et al. (2014);
Frambach et al. (2007)

Customer Touch Points

Preference 99887357iF

uganlasudseleviannmsdum

v
v v o A

UVoyAINYAFUNE

Nanssed ITudy (2560)

Customer Touch Points

Y 4

Preference 989@07n

yIuinUsEaUNSAINANNNTLY

¥
v v A

YAFUNEU

Na5Ieu INITUTY (2560);
Lemon & Verhoef (2016)
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fauds

Social Media (1% Facebook, Twitter)

NANITT INVTUTY (2560);

Customer Touch Points
Preference 984 Social

Media

uddninedudaildaulunis

AundayanideInisladneg

Rizwan et al. (2014);
Frambach et al. (2007)
Na1I55600 IYIUTY (2560)

Customer Touch Points

uddnlasuuselovdannisaum

£
=

Preference ¥@4 Social Joyanyadurail
Media
Customer Touch Points ﬂwutﬁmﬂiza‘umiaiﬁﬁmnmﬂ%ﬁ;m Na1assed WTUTy  (2560);
Preference 984 Social Surat) Lemon & Verhoef (2016)
Media
31U (WU TG Fone, $7Uva3uUTUA, $9UF)
1/iwuifﬁﬂjnmé’uﬁaﬁwﬂwﬂuﬂﬁ Na1I5500 INYIUTY (2560);

Customer Touch Points

Preference ¥89%1151u

Aumdayaidenislade

£

1INATAUT

Rizwan et al. (2014);
Frambach et al. (2007)

NaNIsse ITudey (2560)

Customer Touch Points

Preference ¥89%1151u

uddnlasuuseley
Toyanyaduradl
aivifannsldyn

Aasse IWTULY (2560);

Customer Touch Points

Preference 89911514

uAnUIEEUNNS

[

BRG]

Lemon & Verhoef (2016)

VuleduansaauAniiu (1w Pantip, Dek-D, Siamzone)

o

NaI5Ied INVIUTY (2560);

AR

Customer Touch Points

Preference vaau3Uladuana

uddninndudaildanulunis

AumdayanideInisladng

Rizwan et al. (2014);
Frambach et al. (2007)
NaNTT IYTUTY (2560)

Customer Touch Points

uddnlasuusgloviannsaum

Preference waaulasiuans Toyanyndudadl
ANUARLIAU
uinUszaunisainfainmsldye | fianassa vtude (2560);

Customer Touch Points

Preference v UlwdLana

o

G

o

U

Lemon & Verhoef (2016)

AUAALITY
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a L3 [ 1 aa v aa
uniansaleaulad (Lvu IRNRLYYIYLY, 3773371NN1INAEDY)

o

Customer Touch Points
Preference ¥84UM39150d

poulau

o7
v o

uddninedudaildaulunis

Aumdayanfenisladng

Na1assed IWTUTY (2560);
Rizwan et al. (2014);
Frambach et al. (2007)

Customer Touch Points

Preference ¥84UM39150d

uganlasudseleviannsdum

£
v v o A

VOURIMNYAGUNEU

Aasyod ULy (2560)

poulau

Customer Touch Points | huinUszaumsaliiiainnisldan | fansses Iwdude (2560);

[

Preference ¥84UM39150d DG Lemon & Verhoef (2016)

poula

3.3.4 amanadayanaluvesgnaunuugauniy
Jugamaiuiieiudeyadiuyanavasngudiogiaiiourunldlunis

aa a

AATIEERALTINTTUN (Descriptive Statistics)

3.4 M3AATIzidaya

£
va [

AI3BYINNTIATIERteyanlelusunsuneadia tneldiun1sinsie fadl

1. ¥hmsinsevianlenssan (Descriptive Statistics) titeagudeyadiuyana
#19  YoenguineEnafiTIUTIN LY

2. NAABUANUMNIZANVDIAININADUNITNTLINLUUUA BUAINTZIIINATHAY
Foyaidossiu (Pilot Test) $1u2u 30 90 Fren1snagouAduUsanssanivesnsounun
(Cronbach’s Alpha) e Tannudies (Reliability) BNGEGRD

3. ndannldFunvuasuauasuALTLIAngufeg it mang awiEuriinns
wlasAvasiavludiuvesdniuinyadnainsuainuveuluisnisiuteyaniuuwuifn
MBT iiienanldanu Tnevinnnsndusidneuresternmiiléiayadnainuuy Intuition

(Fnudeiag) fail
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TaliuseuIn
T3l Ausae
18 9
=3 [
WAuAe

LAUAELIN

WanduanlidinevagyiouA1yadnnImuuy Sensing @udununssdrudu

YAFNNIMLUY Intuition) Tinuayia 20 A1a

° a o ] A W Yy A ) &
4. MNSRAYAIVDIFILUIFNG 9 LW@LUUﬂ']iE!Uﬂ']@’JLLU{LV?WT@@LWENG]’JLL‘U'ﬁVI@Q

Hanunseuwnpaidaiiieldlunisvegevauufigiussly

5. IN1SNAABUANNAFIUAI8N1TIRAIFUUTEANTandunUSVes Pearson

(Pearson Product Moment Correlation) WianANUduN US98 wU59a5Ehas AU smIL
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una 4

NAaN158LazaNUs1gNa

NnmMsnunNdeyanuidideyafiannsathuinneinalddiuiu 211 40 T
nansieesindldidu 3 shie dielud

4.1 Yeyavhluvesgmeunuuasuay

4.2 namsvade UM aLTesedosilefililun1sin

4.3 mamswmaauamﬁgm

4.1 dayanluvasnaunuudauniy

[

ToyaraluvesnaukuuasuaudiTgasiden il

1519 4.1 msresansdeyanilivesinounuudeunuiy e seld anudlunisee

=Y

Insdwidlefauazseaumnusinedtulnsdndidlens

Hayaluvasfnsuuuuaauny 317U (AY) Anudndau (%)
LW
U8 68 32%
N9 142 67.3%
Bu 9 1 0.5%
51¢ld
Fnd 5,000 U 35 16.6%
5,001 - 6,000 UM 54 25.6%
6,001 - 7,000 UM 15 7.1%
7,001 - 8,000 U™ 27 12.8%
8,001 - 9,000 UM 9 4.3%
9,001 - 10,000 um 22 10.4%
gend1 10,000 UM 49 23.2%
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M5 4.1 mssuansteyaniluvesnouwuugeuaumu A s1eld audlunisie

=

Insdwidlefauazseauamnuiinednuinsdnsideds (ve)

dayanaluvasdnauuwuudauniy 1w (Aw) Andudadu (%)

0 4 @ g o
ANUdluN1sPalnsAnideta

wasTazannii 1 indes 1 0.5%
wasdaz 1 1A389 23 10.9%
whe 2 U 1 e 71 33.6%
WAy 37 1 30 74 35.1%
Wiy 4T 1 1n30q 27 12.8%

wisiundt 4 Y 1 wedes 15 7.1%

sEAuANGINgiunsAniliana

fAnudosun 8 3.8%
fanuiiey 34 16.1%
fiauuiunang 118 55.9%
fAugin 39 18.5%
Fengy 12 5.7%

Y

MNeNTT 4.1 anansaagUnalded

Ll

Anaunvvaeuanduvgdumeands Andu 67.3% sosasunduneiy An
D 32% way Suvadu g $1uIm 0.5%

swla

rﬁma‘uLLUUaaumma'auimgﬁizé’fmwlﬁagjﬁ 5,001 - 6,000 U Andu 25.6%
sosaandiszausgliaands 10,000 um Andu 23.2% fiseldsnin 5,000 v Amdu
16.6% #1578l#ogdl 7,001 - 8,000 U Andu 12.8% ds1eldegil 9,001 - 10,000 U™ An
By 10.4% T5eleiegi 6,001 - 7,000 v Andu 7.1% waz fiseldeyil 8,001 - 9,000 UM

Andu 4.3%
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AUl UNSRRINSANNSIaD

'
1 A

wmamwuaaummmﬂwm AudlunsTelnsAnillenaedi i 3 U 1 1A38q

a [ d d‘

Ay 35.1% saqaqmmmmaaqw wde 2 U1 1e5es Andu 33.6% flaud wae 4 91
waee Andu 12.8% Saud wasas 1 wees Andu 10.9% Awd wasiunin ¢ U 1
ww3es Ay 7.1% waz fmudvasinnnit 1 wn3es Andu 0.5%
iuﬂumwimmnﬂmﬁ’w illofio
dreunuvasunudlvgiissiuanusifsiulnsdwidedeluszdulunas
Anidu 55.9% sesasundszauanuiuin Andu 18.5% Hszduainuites Andu 16.1% d

seduaulutudeiny Anlu 5.7% uay Tsgduanuitdesunn Andu 3.8%

Toyamluauupinninaiuauyeuluisnisiuteyavinsieseiaiands

WUs Sensing-Intuition Scale lagiis1oazidunsial

15N 4.2 msssansteyailuvasinounuugeuaumuyAdn A uauTy

TnsTutoya
Uszinndoya Nan1IATIEtaYa
Aady 2.975
drudsnuunasgiu 0.454
Asan 1.55
ANE9ER 445
Fuugiiyadnliandeslunng Sensing (A1 95 Au

Sensing-Intuition Scale ¥ 3)

uugiyadnldandeslunie intuition (A 104 au

Sensing-Intuition Scale Haena1 3)

UIULIUATNATINANTENIN Sensinguay 12 Ay

Intuition (A1 Sensing-Intuition Scale iy 3)

NENTNIN 4.2 aunsaasuralaingmneuwuuasuaudlngiyaanidudeld
VNIYARNKUY Intuition 11w 104 Au Ay 49.28% sesasuniiyadnliudedluniayadn
LUU Sensing §1uU 95 A Anu 45.02% wazliuadnnsinalaszning Sensing Lay

Intuition 314U 12 AU ARLTY 5.68%
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IngilA1afigvad Sensing-Intuition Scale 8g#1 2.975 HdrullgwuuuInNTgIu

'
o [ o

dmsuteyamlusuanusuveulunisldyndudaviineig 9 lun1smdeyatite

(%
o

fnaulatelnsdnilenailsieazdunsall

A5 4.3 msesansteyanilivenouwuudeuIuMUYARN NI UANTWYEUlUNNT

IHyedudaviinng q lumsmdsyaiiedadulagelnsdnwiilens

Sauteyailiou Aade Frudoauu
16 INTFIY

Customer Touch Points Preference 199 %n 3.547 0.988
veuiuledfiffleidunsesiadon
Customer Touch Points Preference 209 ¥n 3.505 1.115
yasdoIAm
Customer Touch Points Preference 210 9m 3.516 1.141
U84 Social Media
Customer Touch Points Preference 204 o 3.089 1.144
YDINUIIIU
Customer Touch Points Preference 210 um 3.785 1.052
Yo iuluALanIALAALTIY
Customer Touch Points Preference 206 Un 3.807 1.015
Yesuniasalosulall

P Y a = a ¢ e 1
1NN 4.3 EEUNGVL@I'J'W’WLﬁaEJFI'J']?JWQWEJIQ?JEN‘UVWf\]qim@@u‘lauuﬂ"lﬂﬂﬂ

a

Ngnogf 3.807 lnefldudssuusnasgiudadu 1.015 sosawnduanadsauiisnelaves

9 Y

Aulgduanaanufaiuegi 3.785 faudesuunasgiu 1.052 anadeanuiianelaves
Auleanfiflsidunsesdudonagi 3.547 Tdmdonuuninigiu 0.988 Anadenuianels

984 Social Media 8¢#1 3.516 Hdiudeauuninsgiu 1.141 Anadeauianelavesdedn

v ¢ 14 a = i a = Y Yy a1 v
virleg?l 3.505 ddruloauunnsgu 1.115 uagAnadeauianelavemthiuiatey
Mianeg 3.089 fadudsauuninggiu 1.144
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4.2 HANISNAFDUANUMUNZEUVDILATDINN LT IUNTIN

< A 9 Yo a Lo
ﬂ']i‘mﬂa@'Uﬂ'J'uJL‘Wll']gallsﬂﬂ\iLﬂs@ﬂm@ﬂlﬂu’ﬂqﬁj@ﬂglsﬁﬂqauﬂsgaWﬁaawq

Y99ATOULUA (Cronbach’s Alpha) Tnefiseazidenasil

= i A4 A A @
A519% 4.4 MINUERSANANIMINEELUR AT adlenltlun1TIn

[

YA Ut Cronbach’s Alpha

Customer Touch Points Preference ¥4 3 0.939

I3 salal 5o U A
L?Ul%mWNWQﬂmuﬂigﬁmaLaaﬂ

Customer Touch Points Preference maﬂﬁaa 3 0.923
AviFi

Customer Touch Points Preference ¥84 3 0.871
Social Media

Customer Touch Points Preference ¥84 3 0.948
w5

Customer Touch Points Preference ¥84 3 0.860

I s a <
VuleruansmnuanLiiy

Customer Touch Points Preference ¥83uv 3 0.947

Jasaleaulal

a o

MR8 4.4 NUIYAAIDIUTS 6 nguilAduUsanddanivesnTouLUA
(Cronbach’s Alpha) aglusysiufiunnnit 0.7 atedngarmauialnuies (Reliability) Tun1s

Taanu

4.3 Nﬁﬂ’]iVlﬂﬁE]Uﬁ&l&lag'lu

n1snaaevanuAgIualinIseaeufIeISnsinaduUsEAnSanduiusves
Pearson (Pearson Product Moment Correlation) enanuduiusuasiiulsdassiaz s

WU TRgINANISNAADURNIH
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M131991 4.5 MITRUAAINANITNAADUANLAFIY

fianUs Sensing - Intuition
Scale
Sensing — Intuition Scale 1
Customer Touch Points Preference vasiulesiififlardunsosiudon .391%*
Customer Touch Points Preference vasdeiaviil -.420%**
Customer Touch Points Preference w83 Social Media -.458**
Customer Touch Points Preference 983111311 -.342%**
Customer Touch Points Preference waatiuleduansninumniii .5a4**
Customer Touch Points Preference aasuniansalooulal .525**

** Correlation is Significant at the 0.01 Level (2-Tailed)
* Correlation is Significant at the 0.05 Level (2-Tailed)

1%
=1

NNAIIN 4.5 ansoasuRanIaaeUaNNRgIulansil

ﬁumag’luﬁ 1: Sensing-Intuition Scale AAUdNAUSITIUINAY Customer

'
falal

Touch Points Preference sas3ulenniiflsidunsasidon
9105199 4.5 wumaansiiuluauanudguinsly lneflidianuduiusidu

0.391 FainfiAnAnuduniusedluseAud @A15ening 0.34a20.5) uazliauduiusigauan

= a

fiu Sensing - Intuition Scale &RANUlANBIyARaTyAdnldudedlUlung Sensing unae

a

Tuwuldueulduivlednifesdunsesdidanlunszuiunis Active Evaluation I1nuway

'
a

= a Y . = v ] I3 saa 'z
geyppadiyndnldudeslunig Intuition wnasduwildugeuldarwivlednidandunses

!
a = v v

AadantunseuIunis Active Evaluation Hey Janssivanudgiunlaniliannnisnynduia

g
P
(% ' '
aa U =
4

giladdnsinauedeyaniisuandeatuddnun Wudeyaniisdnou Gmsaiuguiuuves

a

Touafifiluadinuszian Sensing veUSU
amuagﬂuﬁ 2: Sensing Intuition Scale dAMudNNUSLTIaUAU Customer
Touch Points Preference vasdosiwiniavie]
319 4.5 wuhmadnddulunuauuisuidall Tnefmanuduiusidu
-0.420 Faindimarmdituseglusesusi @dsening 0.3 wag 0.5) uazlimuduiudidsay
U Sensing - Intuition Scale BsdmallsinBsyanaiiyadnliudedlulumg Sensing 11naz
fuunlifuveuldaudeiavimilunszuiunis Active Evaluation YosuazBsyanasiynaniii

Y]

WBealuna Intuition WnnazdiwunlduyeuldaudeIniAulunszuIunis Active Evaluation
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1N Fansaivauufgiunlensliannnisnyedudasiaiiinsiiausteyalugduuun limangy

v a

vlayasieazidunuin Wudeidunseduaiuaulavinliesinfesiniiiuuazaiiufa

o
v A o o

aseassn SnnedalidnuaznisinaueiaguussiiudAyoenun Fanseiusuwuuvesdeyai
HAUATNUIELAN Intuition YUY
AUNAFIUN 3: Sensing Intuition Scale TAMUFURUSIFIaUAU Customer

Touch Points Preference 984 Social Media

v &

1Nea7 4.5 nudmadnsidulunuausigiuiiaaly Tnefisanuduiudidy
-0.458 FaindiAanudiitusedlusysusi @rsewing 0.3 wag 0.5) uaslimuduiudidsay
U Sensing - Intuition Scale @smallsinBsyanatiyadnliudedlulums Sensing 11naz
fuunltiuweuldanu Social Media Tunszuiunis Active Evaluation fesuayBayanaiiyndn

Tdudgalunig Intuition urnasiwullduvauld Social Media Tunszuaunis Active

v
v a S

. = ) a A v &y ] = ° 19 A g
Evaluation u1n "'(NG]ﬁflﬂUﬂlllW]ﬁ’]u‘Wi@@Qi’)"iﬂﬂﬂ’]iﬂ"ﬂ@ammﬁ%u@umﬂqﬁuqLﬁu@eﬂaﬂ.‘\jawLUU

q

)=

Useiaudidny wie Wunszualudiaiainindsduni deyaiinaulviluazsinsasiu

AV

anun1sal manzdulianismdeyannselanluanludseiuddywazldvanegdunisfum

'
a val a

BYaNTUNILLNZIWN 9 Fanssdugluuuveteyanifiiyadnusziny Intuition vausy

Y 9

=3

IS5 7 LY s

amuagﬂuﬁ 4: Sensing Intuition Scale HA1MuFUNUSLFIaUAU Customer
Touch Points Preference 4831311

21913 4.5 wuiwadnsdulumuausRguinel’ Tneflanuduiusidy
-0.302 Fandimarudiiuseglusysusi @dsyving 0.3 wag 0.5) uazlimuduiudidsay
fu Sensing - Intuition Scale @sdrailsinBsyanatiyadnliudedulumg Sensing 11naz
fuualifuveuldanuniiulunszuaunis Active Evaluation tosuayBayaaaiiyadnli
Bealuvng Intuition nagnualiuveuldvihinlunszuiunis Active Evaluation 1n @
pssivanndgruilésslinnmsfigeduiasiadiimainiaustoyanainvanssialufiieadn
fagsiintnauasslivinisdeyanuuldneviflimnzudnmsdundeyanselanluni
mnuaulaluiiier ulufednuagiivnsfunsmieyavesauiiveuthnueatiuags
TuvFunasslunisuideym (Field Independence)LLawauLLaNM’]LLNﬂizﬁumﬂﬂizaummi
Favthiuimnalaadulunsairsuszaunisaiiunnningedudadu q danssfuguuuuyes

Poyangiuainuszam Intuition weusy
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auufAgaudl 5: Sensing Intuition Scale fAuduRuFTIUINAY Customer
Touch Points Preference Tasiulufdmniiuinansnufaiiu

2109157 4.5 wudmadnsidulumuaunigiuiicel Tnedaanuduiusidy
0.544 Fadndeanuduiusegluseauiiunats @asendng 0.5 ua 0.7) wazlliauduniug
:Fauaniu Sensing - Intuition Scale Fainalsindayanatiynanlthndedluluns Sensing

a 4 4 < I3 a @ . .
wnazduuildureuldauivleiiansanuaniulunsyuiunis Active Evaluation 1nnuag

'
a

= a Y o = v v < ¢ a <
gaypmatiypdnlduideslunis Intuition wnazdiwwilduveuldrnuivleduansaudaiuly

v W

N32UIUNIT Active Evaluation tae Fanseivaundgiuilansliainnisnyaduiasiiniiiingg

9
¥

° v A a Yy a 4 & o a da a = a a o a
u’]LﬁuasﬂayjaﬂﬂJﬁqﬁlagLaEJ@GUE]LVI"\]"\]iQV]LﬂUUigﬂ‘Uﬂ']imiu@@mmﬂﬂ']ilaﬂ@ﬂuf\]iﬂ BNYVINYIN

wanguaiuayuAuAn Janssiuguluuvesdeyanigiiyadnuseian Sensing Yousu

Y 9

[ v & a

&mmag’]uﬁ 6: Sensing Intuition Scale AAMUFNNUSTLTIUINAYU Customer
Touch Points Preference va3uniansaloaulal
91001579 4.5 wudmadnsidulumuauuigiunali Tnedidinnuduiusidu
0.525 ndndiArmnuduiuseglusyiuliunats @A15ening 0.5 uay 0.7) uazllauduiug
Bauanfiu Sensing - Intuition Scale FafAuladwyaraiyaanidudeslulunig Sensing
P v v a ¢ o 5 . a
wnazdivurldugauldnuuniansaiesulanlunszuiunis Active Evaluation 1nuazes

yaraliyndnluudeslunig Intuition wnvsiuullduyeuldairuuniaisalooulaly

v @ a

N3¥UIUNTT Active Evaluation Wee &mseivanuigiunlansliainnisnyndudayiailiinig

a v <

° 1% aa a do & ° & aa a a = a
U']Lau@m@%aﬂ/lllﬁ']ﬂagL@Uﬂﬂ@LWﬁ]ﬁ]ﬁﬂmﬂJﬂLUUﬂqﬁuqLﬁu@Lu@ﬁqwmﬁqﬂagLaﬁl@L‘?Nﬁﬂll']ﬂ 1N

o A
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