I:anwginssuanA
(Customer Behavior)
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(Obtaining) - (Consuming) (Disposing)
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4 U99gnninunus:innveovannn (Customer Personas)
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~ (Social Factors)
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Personal Factors)
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‘ (Psychologlcal Factors)
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(Cultural Factors)
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nagnsn1ssula: I91:srhaaululeanAn (The Black Box Model)

duns:AunIvuoN AoWANTNAR N1SMOUAUDY
(Stimulus) (Buyer’s Black Box) (Buyer’s Responses)
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nasunluTBlusdnUs:913u (The 5-Step Customer Journey)

vovIkuUnynn | = Us=iduniuidan
(Perceived problems) d (Evaluation of alternative)
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o _ / (Post purchase
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(Information Search) anauloso ososN |

AUMSIUILINGSSIIR (Purchase decision)  maunysUavanassdo
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AMNIUN18UN (Test Your Marketer Instinct!)
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