uni 5: ms’inusms’iu
ssnomUanaua'tHu

Service Excellence in Modern Retall | ﬂuawuwmaaaﬂmu
lUUﬂUSﬂU"IEI"IUUSi‘I’IS (The Professnonal S Bluepnnt)




\

duArinijoununnsau nUsnuinruusnas P
(Commodity) (Consultant) e

e =ma  guAanagoninunla...
e L ™

d‘naaa Isnan:numo‘?

shiie - 1
SN |y onsiiiit, RS-y

”',[:"E:‘ﬂl"; .

fugndaguu Eialﬁﬂaﬁaéﬂamsﬁaﬁﬁ (Customer Retenm
la:AUNANARDIIUSUA (Customer Loyalty) IuTsmoduni inAe ANUNIWNISUSNNS

— '




1 — L ] ] “wh
ugulnuvadn1Isusnas (Redefining Service)

-

(Information)

yuuanol UUUaI38INIS

e

NSUSMS = NMSBUIEU P 3 R - - miusnj?= —
nSomsrinnulegnAn | wawu N1SSNUIANIW apIbanQEeliELl
(msuninmuéﬁn) (Energy) ' (Maintenance) IJunisvuinaau =
- | » o wavduliaveya -)

The Reality: n1susnas [ulsunoasund nnAo
S:UUNISNWIU (System) NoanluuLIWodSWAIIWWIWDIEIdNDEWLUINSTIU

En NotebooklM



« Eye Contact & Smile

N1sauATiia:duog199sITo

ADANYNYINIUIUDNAIIUIWSDL
(Ready to Serve)

¢ Cultural Adaptablllty ‘

nislkdna:nnne ddannsu/A:
QnauKo: Tusunoundwidudound

rofessional Appearance
asn First Impression

meluideaduni
.Y
; -

[Target Locked: First Impression Created]

JIUJVES:YIN anm'a ARdusSIuAINEiu
7 3UNRISNAMIOVALA




-

NSaUNISUS:ILUANINIWUSNIS (SERVQUAL 5 Dimensions)

Y & @ Tangibles (AonuavIrUls)

$1Ud:91IR? WUNVIUNFNI9ISEUSO8? b

Empathy (n210{&(9) Lo . . B Rehablllty (A WUNIGaiie)

V1leAUFIBINISIAWIUAAAVOIANAN? ! - - - l Tnvauannmaa'? AARUNLUEN?
¢ | | | _ ! i

il
< Assurance (A21UIBa0U) F{esponsweness (A2UNS:FoSoSU)
winu1uniAus Bnnu=iNdryni? anmnvadluve Suvalugaenun?




2 ' .,:._; .'.“ =
wunvunnme |

| e Moment of Truth fg
NNYANANANAUWANUSSNIST
(Touchpoints)

O

X Yy - \J/ — o mMwanunivaviususlulfogn
. L4 | Tounu IRegNUS:aUNSIASY

Kuthgrns Iy wanvunnme
| * The Chain Reaction:

| Broken Touchpoint HINYATRYAKTUINVOINISUSNISW

. WUﬂd']UHU'lLIﬂ KSOARNULAWATRA

nwanunnvkuAY=gryidalunun

Tl :

" e a
i

£l b
L '.




dlJov:

BEbdiiet Knowledge luArvanavslsu wanuulutsin |

“AuUrBUVaN” KSo “AuUlidaSIu”

UNUINAINASIAD AUSNL
(Service Consultant)

e Product Knowledge
' (nwSlunodunn)
| i B . fioinsouiionannliasaoisolu |
__ - ' n (Assurance) Tﬁﬁugnﬁ_’l F
Vouaiguan 1 rildanmnaanaulose




naﬂnsmsaoa'ls Feature VS. Beneflt

aﬂﬂ'ﬂUIﬂ'ﬁO “‘ArUAUUR" IR0 “waawsnnaufonmjsm” __

2o

llllll

Feature

(ANIALTRAZUAN) .

(Us:TersiiaanA")

“Uanmaudaonne [Bowluviu

- 2

| munummanlmﬂulunaﬂnuaa
Jtov9=191UoNIHEASU”

R R
R

— ]

Case Study: n1stiauavaguaniw



W, W, W P—
natlnSIWIJElaGW‘wu'Iunmusaun"l (Growth Tactlcs)

Ragein o o i,
A e
-"??E""'xit{- %

i
8. s e - -
B
‘l-l. "‘\.
L] . y 1

Upselling Cross-Selling =
(N1SV188NS=AU) | (MSV1ewWl)
: IHUO?IUﬁ’lﬁS’lFl'lHﬂﬂﬁ'lfﬂﬂJﬂ'lWﬁﬂﬁ’] - duaduNINgIVeINU

IWHNHHWSHHHHH

i_- e -

" IU=UNEINSAWSIUE

nmﬂawmnmuam FIIFi I!‘ '

IWORIUAUUSHIIUU

all Paint I

u: ansamﬁuaﬂnLIm:Jnuﬁ]au
|onuIﬁanmmaﬂvusnnaumﬁoansau




r——

[ SN1SIasy (Extra S Serwces) aswnmuds.nu'[omuanmumnhuw

ssfvAUanavglrululnvigiAdivad IIRvig ANUE-AIN (Convenience

In-store Services ~ Qut-of-store Semces Micro-Moments

usmssums ua (Bill Payment] ' USﬂ’ISEiﬂF’ISdDﬂHU']lJS = V[V wUNVUS:=AUGoe1EWY U538 Blouann’ |
| la: ?FISU-HJWEIFI (Home Delivery) ||no mumanmIlJﬂaﬂu:maumuuqInﬂmsu *-

USMs§UBns:Ua (Bill Payment) | |1 USMsanSIRInnUS: aiwu | winvws:AubioondweIiTads ‘tliovanmy’ |
1a: vnsu-dawan (Home Delivery) PR |ﬂumannﬂUﬂaﬂumaumuuq Tﬁﬂﬁs ;
"“- ~—-—‘ ‘\—-—- P —

2

- A T




3nqa (The Crisis): n1sPan1sUdSavISvU

FT

m‘luwowammauulmaua
| wdavigiannuluiioadwio
-~ msuadeyki (Complaint Handling)

Core Principle:
“Wathaleyrr anmlulaaavnisSuwo
ALLAGD LLAGaYAIS N1voaA”

A1sNdalun1salllaavAIIUSaNUdLANAINAUUISYNII Service Recovery

- A NotebookLM



nsaunisganiunisai: The LEARN Model

N - Notify (1dvwa)

uFonanisdndumsuazGamunatwaigeniuanululo

R - React/Respond (tauanivoan)
unlunui 1wu wWasud Ky KSoAUIdU

A - Apologize (ualnyad1ASV(?)
wldagnsuwaavsulgoe:lulawWunummsa

L - Listen (Wvag1vavlo)
wolaeludadvkd: (kanAlds=ureansued



AstlANYY: adasKausaisuusuasulinulng

‘&l. 4
7- Eleven Thalland Apple Store HomePro
“Suyuvdusrannwulkun:” “Steps of Service” | “Home Service”
- S— 1'&__ . ~
o msTﬂunaunmauq o luumum'lmanm B winUEIIBIYIaWIENY
IWGEIS’]\JHEIHHE Upselling / Cross-selling Buaunuuuuibudutoy WWarhang aEmmpwdwuauﬁuﬁ'unnﬁmﬁuﬁn
tduunasgunauszina MuwondWnSelunisaovinalulad aswaduibalu (Assurance) UaumMsIAGY

&1 NotebookLM



saugaauudInauazAAwWNaIAg (Essential Vocabulary),
e

————

Service Mind
dalonsnuazwsau
{unisusnis

———

Customer Luylty

AUAVSAANGYVANA
ARa9nAWUS:UT

—————

Body Language
1YY (U, [au, aum)
naamsIuannmmwn

CSﬁT (Customer Satisfaction)
(08I0AWWOWD[9UVANAT

—

T — .
Upselling/ Cross-selling
NagnsnISIWUEanuNY
agv1dusssusa

B
T —

@ Service Recovery ]
ﬂ'iSﬂﬂUFlO'lUSHﬂ

HEI'JlﬂOUElHOWH'IO

&1 NotebookLM



Ufuan1sasv (Action): unuanauua (Role Play) |

1579 (The Mission): Waguaniunisaidnga (KuloniaukvaduUs:nula _)

Stress Level

The Defender

Role A: anAnA1avlassda

~ Role B: iUsSau1auusnis \J « . oy .

SujauaznouAuanIunISd - -
avlnaNISUNISAIUALDISUR
NBINTY UANISLFUdNIVDIN

j ——, ;. [ iy i
goaumUuaslsoullla
VB REIREGERY

———————

(Knowledge makes an employee, but service mind makes an expert.)
R

AIWSASWWUNVIU Udnau:uazldsnusAIsasHIBEIBIY //

&1 NotebookLM



