anuduEnd 21/7279

SCAN 10i80avdunun

IITUURM

DHARMNITI

Customer Approach
Drive a Business Forward

dJuindaussiio AJEINATANSITNID gﬂ ﬁ’] lJ’]l"i U1

anAfA (10) §SNoLAUNUN rnunalvAUIUAgULUaD

sinnuilavitiaguananulasuulasaasgnn dsnansglsnagsia

madanS1ENGae AN Anssn wazAuniaNaasnsaasgnativniefliaiswana

¥ . v o a v [y 'O“
12704 10 Lifestyle 2a3gnannngsnanodiaa!! sy Case Study s‘omo“b.
paNUUUNagNSLAaa31N Value gagn Naednsunly lalaase 2 7 an 500 UM

3 Nu an 1,000 U

(mangmsLieaiw TuiaSaduiSuaiiv
ey TdgnlusTadudu)

+ + + T

swuiivilulseaunisalaseigianausuaewuiienugnan

sA.budbad 1HLIDUND onains AruUs:anA spadanon

e odawdamswhernd e AUSNUUS:5UNAdAMU
uSBnionpuBuLi auAWSdn & }'g
® 9IDSEIBINISUSHIS Advisor to Chairman Ve
msaa'lqbzu@ Emeritus for Feelings
UPINENdEINUASAMAAs uup. sunmsnansing

AINUANISFULUN ansSIANAULUN Early Bird
Fuansfi 27 wordney 2563 sunEngensasawla (Tax, HR) draasitemely
4,200 + VAT 294 = 4,494 1w

a1 92.00 - 16.00 wu.

e em . yaram il 6 W.Y. 63
Tasusuunausd wadiden wWasqu i

4,900 + VAT 343 = 5,243 1n

(swtanans 11 NMuW a1IFIN aAENaIei)

2525071 (salWih MRT aaniingesy 9) aavun 200 un !

Dharmniti Seminar and Training Co., Ltd. Tel. 02-555-0700 na 1, 02-587-6860-4 Fax. 02-555-0710



http://www.dst.co.th
http://www.dst.co.th/facebook
http://www.dst.co.th
http://www.dst.co.th/facebook

Section 1 : @NITULazAN

1.

Customer Approach : Drive a Business Forward

L¥i6) nauazaNdu lun1simszd “anu

wWasuulas” 289gn@n uazguslna lun s

. MIUARASFUUULDDINAUAR UUIAA LASHYANTIN

ap9gnANlaguLlag

Section 2 : N1FILATIEVAINNIU AN LAY

4. M3ATzkazIangulstnngnAn iesudiany

“aruildgundasgasdarunisaliegiuasnarnnzan

- ANNANNITITINGANTINGNANTIN AN ATYDEN
§9rDgIn9

4 v o - v - 29INAVDINITULIGNAIAINNITULNEIUAAIA
. AN ABUUURI2DIGNAINUAITIATISHHANTENDY . . .. .
(Segmentation) LLagamLLmﬂquﬂsuﬂmﬂumm::au

ABEINT 360 DIAT NIDNNIUAIDEN AungAnssuauasuuilaseasgnen luilagiiv

- fladanfinansenunanginssuuazn1senau lazas

Section 3 : waliani1sdfNgnA1aE19ALIRNNE gnen lugadidsia

5. IARANITILATIZHNGANTIN LASAUNIAINADINT

229gnAn ¥idanadasnugsne Section 4 : Case Study & Workshop

- N193@N1 Customer Journey

v

9. 1#1di4 10 Lifestyle 2nsgnAinnasAnsnnaLes !

Q

- AN5ANYUA Customer Persona

- mﬁmswgﬁuamﬁﬂmum Pain Points wWsan CASE STUDY

- msuLEuanagnsman Customer Journey Mapping 1. gnAsnasaIn (Easiness)

a

a v o a
6. INANANITUSHITHAZATNUICAUNITULTILINY DY aﬂmum’mmu (Cautious Planner)

anA1 gnisidndsgnAtagensailivnng

i1 1asau (Short Temper)
- N1339aN1 Customer Experience

. _ .. AagUszngn (Economical)
- NAYNS WNTUIMITUSZAUNTAIgNAN

- nM9iszane 1o Customer Experience tiau3nnsanu

AIUNANTAAA nAUNNaNTIN (Activist)

7. maiialun1siddie (Approach) nangnAaiunas Ainnaaas (Inspired Adventurer)

dszian nee1els1vla lannnau aﬂﬁ'mmzﬂszua (Trend Enthusiast)

U

v

anANiNG

an

2.
3.9
4.
5. gnAngauANnaInaig (Diversity)
6.
7.9
8.
9. @3na (Digital Enthusiast)

- naflan1sdaansiiiazuz lagnan
- mafianseavds laudezaignauaazlsznn 10. gn@nsindisiauusus (Brand Loyalty)

- mamvuaunyaas luuaazaaunisal
8. N13PBNUUUNALNETINIRAZNITARIA ATNAN 10. Workshop : n1svgnailmanen 1y uasasns
$iB9N152B9gNAT LWBHT1N Value Nggn mAlANII28PBINULEY
grszArduuuntlu 1Buan nde 18a Fodreluuiu usen Dneusuta:duuunsssuia F11in
178 91A1ssSSUTA Bu 4 vaglunswd (Us:s1Bu 20) n.Us:u18u nwoVUIWEe 1WAUIVES NsVINW1 10800

lagUs:91mouidenie 010-553-300-1556 (drnvulniny) (nscdludntvdesuseurn ru ise Fevsis:fiuguoL) vasuIBAZIURD

goousuuin dvidemiélos mousuaisnavsigeldwuduid 200%

aulodisovnub >> InsAwn 02-555-0700 na 1, 02-587-6860-4 Tnsais 02-555-0710




