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Hangas
Marketing & Technology

A1DSUIBHANGQOS

angas “Marketing & Technology For Executives” wauuidu
HLvT)am§aun:nuws‘auv§u§mstumswa1unaqns’msmamtﬁwﬁu
tnAlulagadnang1vdus:ansnw funaivAUUagULUavE1Y
soatScupvlAsuygAdadNaua: Martech tuldouu lannisaalaua:
tnAlulagdu Laurthluaghosialds mikAnu:au MarTech nangtdu
Fo10ungrgiRunmsaanaua:RuUsHIsMIthALULIA

Us:tnAlnetovAaglugioldsuriudiAty ssAvcIva Mdousudd
101dadMang1vosudv LRuldvINYaAIaalawItisgatadnnsadndn
Gulaagvudatiioy ua:SusussivdAaULISsAWLGUDENVTUdATY
gua:Naudvmstuasunlaownanssurusinata:msdidussAalunns:Au

WUSHIsgAlKUSvIUudaudtonIsysauinsnisaalanuinalulad
LWDEIUISDIVULWUNAYNSDVANSIADE10US:aNSMWILa:pudaudvCio
Mstdaguudavogronunivn

rangasdyvlauldugaviouavinu:au MarTech TaglAUSIALIAU
LAsaviaduinalulagnisaaiafdaguinuig (U1AN31 9,000 s19ATS
Aolan) wéauuudmolumsAatdonua:us:gnal3iRiAaATUACDDVANS
2g0UNY5Y  FuluUvaUuKaigavAnsgulauisaldAngmMwiRadla
LAun
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rangasdlasuniswaulaIuuudINIVAISANBUSUIIUaUSSAU:
(Competency-Based Training) lagdivovoinnsaudussau:s:au
Advance awHsuszWUﬂmsmamoanaanuoIoaﬂsuwcuumua
SvVIU (DSD) FolduNISWEUUINVAIUAIILS AN la:ATUANUTUEN
NbudrsumsiluihdiumsaaladdnalugalAsugavadna

TogRidsumsausu:ldiBaudnonguiduLusliunsaaagAlHL La:
Rnuguanmstdinalulagnisaaialuaniunisaingy tWaauisathndu
SluUs:gndldlunsouununagnsua:aaaulodussioldagoluloua:
dus:answagvda
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@ cuAwd: JBsubnnudua:ANUITNLBYENIALIAUAISYSEN
msmisaaranutnalulagdadna — awisaosuiguudlduinalulad
msaaia (MarTech) RaAtgluUUU StAS1:KWans:NuUaY Data,
Al ua:adnauwaawosu cownanssunuslnalLa:nagnsnIsaalq
UDVEVANSIA UDNDINT RIZUD:LTNIDDVAUS:NDUEIATYUDVMS
JwnagnsmisaalaavsikufdaulavdoonivdaaisHainkaly
(Omnichannel Marketing) wa:N1susSHIsUs:aumsaignAlluy
[Ssogciplunngooniv

@ awnnu:: RISYUAIISOIWAIUINNY:LBYNAYNSIAzNISILASIKIU
MISIUWULA=AILTUNISAaNaadNaldasy — awsaldinaviia
wa:inalulagmsaanaldagnvadoounad twu N1sasiv Dashboard
uaavwadoyanisaala twadlasizK KPI, msidiadaviindtAsiz
UnarWuslnA La:N1sOvUWUvUUS:UIuMsaalaiugooniocio a
2g100Us:ansNMw WISgUD=ANNNUlUNMSAQ3LIASI:RUDIANIVNS
aanauazamuMsainIsuuvdu WaLthinadvuwumsaalaldona
gnSAaauloNdWKUsSAD waunuusuldnagnsoudoyaua:
amunsaiAagunlavldogothuizany

@ duamudnuuzuazmsus:gnald: NISOUWUUIATUANYEUADIU
Wuythdiunisaairaddna - U3denAdldonagns (Strategic
Vision) wa:AxwAasISuasvassAatumsiitinalulaguius:=gnd
{BunUryrIN1oN1saalauovovANSDEIVUS:aNSWa WLISgUD:D
ﬁnunﬁﬁLUo§umqu§£JuuUaoua:wéauSauiéoMU (Agility &
Lifelong Learning) tWatnudatnalulagftldsuudavtss aana
dubdaadndudsysssulLazAIUSUNQBDUCDAVALIUNISAQSU
{atgunisaala (1u msAtodoaduludiudoupoanAn uas
misdaaisnisaalaagvlusuld) Arudnueuztkabo:riRRISuU
awisalhiunisaaladuindauuidanssuldagioluloua:godiu
{us:g:e12
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Module 1

sanuudluuaana
wﬂomntulaanuwanaaonns
DIWNAYNSAIVKINDEVULIUEN

G s=g:=10a1 3 3dluv




n1sJlASI1:Raalaadnatia:
33cwunmsinalulad

szgz10a: 2 ¥oluv | Ratdu: Msd>1vnagns

agus:avAmsIisaus

Wadugauntsgud WLISgUD=aIuSa:

o 3tAs1HOUNAUaa1addINalngua:s:ulomatdonagns

e Us:L0Us:auUAIUWSDUNIVAINAUDVDAAIRNSSUAULDVLAA LYY
e AamsaduudlubinAluladua:WuslnANGoWacinssno

e ppnuuugnsmaasmisusululaassnolianasunumisidaguudav
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1.1 aAAUdaaladdna (Digital Market Landscape)
Szg:10a1: 30 un

TondaAtydiHSURUn

{uguzWinovANS NISMAULTNTD “auiuudodu” tugaddnaluty
nMutdanancialu udldundiudduisudoutwananuagsaaua:nstaula
nonAdaaladdiavavus:inAlngdnistlagundavagivsialsoua:

Dwadago MsUDVLRUNMWSIUUDVULNIAAANA WLlauKan La:lomatunis
aula v:=1usingiudAeylunisaaduloldonagnsnokuQ

A. yunauazAngnawuavaalalng

dolavdAtuAtdovs:

« yamAasygnoadnad 2568: 4.8 awuauuin (Laula 7.3%)
« 9as1mstaula: gond1 GDP lagsou 2.6 1

« msuslnaddnamaAnsu: Laula 7.6%

ADWHUIELEYNAgNS: LAsugndaGdNavavlngluldlluiwevdiutasusdn
dalu udlananedutrdaveudraniunisdutndaunstaulauaous:nA
dtavikatitdudruruinundaouRusinalageausninisidsigu
aguulanoaulatpgtotGusuuuundd

msus:gnadlsdluovAns:

¢ NUNDUASIQASSVUUS:UNEU: @
WE8UDINEDVNIVAVLALLN
dadsna

«  MRuatUKkurgnsiaula:
(goasinstGulaadsnatdu
LusuISn

« DIouWuUNISavnu: (Haoa
SuAunAnivnistGulauov e
aala

@
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B. WlduHanlus:uudAaddna

1. E-commerce & Marketplace Ecosystem

thaaa: Shopee, Lazada (laudoldu)

. WWasuLnu: TikTok Shop (lulaa Shoppertainment)

. nagnsdAty: MswaunaiundWUUIAvVITIAUMSEouY

i
i

2. Super App Ecosystem
« WU Grab, LINE MAN

33cuuIMs: INUUWALABUEVDIRIST Super App
. nSwdaunDAT: JoyawnanssuRusInA

3. Payment & FinTech Infrastructure

« Tasvadwwugiu: PromptPay (YaAissnssu 5167 auduuin
{ul 2567)

+ e-Wallets: Ldutdnalkryupvssnssuadna

—

.« Awd Aty Wudidoulgvnnssnssuadna

C.Tomanavulumisiaula

1. Rural Digitalization

« loma: msugngcduovdutnasitaua:auisalwulugociivdvgia
« aaralku: UszsnstuwuncivdvkIaninavdourkiAla
. NAgNS: WeuUWaasicurl/uSmsnNiKUN:ausiundIudipunsiiDuau

2. SME Digital Transformation
. ¥Du31v: §5A0 SME SuduuInguaglugivisuduuavMsadna
+ loma: WirusSMslgaduua:uwaawosudodna
. uudMo: Laualsadundie s1AlLuwo uaiRnadwssatou

3. Data Economy
. nswgauthu: dayaldnargiiugunswdnaAnga
« AWIALUZsU: avAnsAaiuisald First-party data [dagod
Js=ansmw
. nagns: aswAnulduseulumsudodungodiu

Fjﬁauj_am HANgas Marketing & Technology For Executives | 11



tnAdANS3IUOAI0DEIRUT:

vInddlavdnisdaguloIusHIsSAUS:auAIIY
dslulauavuAddlavnistaula uduavlun
“thawatJooHav” vavddlautkaidu tatfun
LAsuyZAPadNaLaula 7.3% UUKUIgAILIDU
nAuINARUSTNAlGS1eMavidauvingovniolau
uddovon1vadna nistdllv:Ed8lRATUUSY
nagnsnisaalaua:znisavnuldagivonunivn
msuavliulomatugovivuavaaianuoson
KatgAUUDVTIW AomisNRLaulkedogv Shopee
HSD Grab asovaaraluldruren N liblona
dHSUAUDU LGKUIZAIIUSIATUADVRIDAEU
Auancv U TikTok Shop A udelulaa
"Shoppertainment” H&an1sUDVHIOA1QIUWUR
chvdoHIaRgVILTTASIEAILEUTDDEVVY

12 | doadar HANgas Marketing & Technology For Executives



m
0
[
>
2
5
i~
9]
X

w
5

w
>
an

L)
[¢]
[=

<
b

Q@

o
on
c

£
]

X
<
T

=
%)
]
o
[

Ic
T
c
r
o)

93
o}
=]

2

A\




NONSSUNISISYUS:

NS3LASIzRALHUVLIBUNagNs (10 un)
Workshop: N1sH1908uunussAvUNDNAUGdINa

s:y3lAsAorlaunudounsvNgalupaaiHnssy
UDVALU La:nu

K1¥DVIWNRLAUIRTYD1IDUDVUN
(LU NAUaNAILAWI: HSDADIUADVNISIOW:)

NHUQ31SSADUDVATUD:ULUVTURSDSIUDTDAU
WlautHantongols
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1.2 S:QUADIUWSDUNIVADNAUDVRAAIHASSY
(Industry Digital Maturity)
szgz12a1: 30 Un

Digital Maturity Framework dHSuUgth

uda:paannssuluds:inAlnedauwsSsula:s:aumsusudrdadnan
LaNCIAU MSMAIULTTDI1AIIHASSUUDVAULDVLA:DOJIHASSU
J0lAEVaE tu Rala d:delRRthawisads:LliuANuIdgvLa:Kkloma
{unmisasivndusouloHSauengssavla
| o ‘

il :

A. nduniino1ww3Sauav (High Digital Maturity)

1. Banking & Financial Services

« s:quMs{@vu: Digital Banking 90%

«  msavnu: FinTech aghodatliov

. Jolawzsu: TasvasowugiuAudounsy, nmsfAuquantduvia

« uNnBBgudATY: MsasivANUBbNvidWIuAILUaDOAY
wa:Us:aumsaifsiudu

2. Telecommunications

unuIN: RIKUSNIslAsvas WU IUNEAEY

L]

ASWUVIU: USONSSUFY, NMSLUVTUAIUADIULEILA:ASDUAGL

lonna: 5G ua: loT Applications

pjﬁalﬁam HANgas Marketing & Technology For Executives | 15



3. E-commerce

« Anutuz aaiHnssuadNalagniia
. mstavla: soatdouazcoLlion

« udanssu: Social Commerce, Live Shopping, Al Personalization

B. nguAlinnuwsouuiunatv (Medium Digital Maturity)

1. Retail Industry

A2IUNINTE: NSasiv Omnichannel Experience
«  MSUSUA: Integration SzKJ10 Online wa: Offline

lonna: Personalization ua: Customer Journey Optimization

2. Tourism & Hospitality

Wans:=nu: COVID-19 Lsvnisadna

N1sUsuUCD: Contactless Services, Digital Check-in/out

wudlUuy: Sustainable Tourism ua: Experience Customization
3. Healthcare

« udanssu: Telemedicine, Health Apps

ADIWMNE: MIsiiAuQuala:AIUUananedoya

lona: Preventive Healthcare wa: Personalized Medicine

C. ndungvagluyovidudu (Low Digital Maturity)

1. Manufacturing

« lomaurima: Industry 4.0, loT, Al in Production
«  ADIWMMY: ANSavNUISUAUGY, misiagunlavns:udouns
« UMV 13U91N Pilot Projects wazugngnaia:du
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2. Agriculture

« (nAlulagdLunrkung: Precision Agriculture, loT Sensors, Drone
Technology

.« waus:lgyd: IWUUS:aNSNIw aadiunu a0wans:NUavdQaou
- puassa: Awsnvinalulagua:mstdnvinalulag

=ssssn D. Gap Analysis: [ne vslan

UayadAry:

+ Cloud Adoption lne:
25% vs ANlaaslan 60%

* Alimplementation:
googlus:o:15uciu

« Digital Skills Gap:
ulaupauuynalnsno
nny:=aonNa

Ionaldonagns:

dovivdAaloniadinsuovAnsiv:AathAudvalgniIsavnuliu
tnAlulagirantnoaunisus:gnald Digital Maturity Assessment

1. Self-Assessment Framework

« 3lAs1:RAUKULTDRUUUDVDVANS

WSguligunurLtihlupaaisknssy

+  s:Uy Gap ua:lomatumsweauun

2. Strategic Positioning

. HaduAKUaulus:UUTLA

«  fAHUQLUNHUNYS:8:aulla:s:8:61)

. JloUWUMSavNUIa:WauuAa:uu

Ao HANGQs Marketing & Technology For Executives | 17



n1lunis$s:au Digital Maturity
flodAtuAUNISOIVNAYNsS

msAsuA1si Digital Banking 90% uruzAssAvniswaagoldinalulad
1N IWldruIgAIUIISSAPNISWANAIHAY LaKUIgADIWIDloNa
urIMatumisasivAUlaUssuLdVTU IWSIALVEIUTREdgOTUISY
D5VYv MIstdlvdILKUYYDVROaIHNSSUR:EIE{RATUAQFUlDIAN
Aastu Pioneer K3 Fast Follower UNIEgUINDOAIHASSUALUASU
WudEo sumsinetdudagivnduavnisiudaguniufgnivAulay
waanNssuanNM AauKtNdaNAADVLISUIATS LAIUTSUIAMSADVIUR
anAruLEUWAaIASU MsUSuUATUIAIAadulugUAU uctduwasin
A1savnuagvdatlipviutnalulagua:nstuaguns:udsun1sSAQIIN
Product-Centric tUu Customer-Centric nistgus:lgsionygovino
s:i31vlnenulan Jayan3nlneld Cloud Adoption uA 25% IRgunAulan
A 60% (LTE13avALNAvIa udlbulomanay Lws:HugAIUIgVTSSAD
snunAgululasuds:lostioininaluladikaid avAnsAtdntoua:duu
tnAlulagitkandldnou d:aunsnasio Competitive Advantage RgvEU

AdNSsUNISIS8US: Msus:TuALWSDUULAa:DWUNUWIUI (10 uli)

Workshop: N1sasv Digital Roadmap law1:avANS

—

Js:l0uAIuwSauN10adNadoyuuudussno
(I3 Scale 1-10)

WSgulRguAuUinlugaasnssula:s:y Gap
AdhAtyAga 3 oghv

IRUQaauAMEIATYluNISWeUUNLa:zUs:u1guLdan
Qov(d

Do

3L
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1.3 uuwdluurusinaua:inalulad (Consumer & Technology Trends)
S:gz1dan: 40 Un

\

4+

e
- .|'|_|l'.'|l'|'|l 1 |'|| I’

WhtaanAlugnddna: wadnssuidasulumstlasuudaolunonad
adnagndulndaulaganowavkanNniviundUAAU A wHanSSUR
uslnAnwWagull wa:inalulagiruninadu

A. Consumer Behavior Revolution
1. Digital-First Lifestyle
«  Screen Time: lDaguUINN31 8 Boluvciodu

«  Mobile-First: auisalwullunadurWarannulanadna

« Always Connected: nnaHIvNISODUdUDVLUUNUN 24/7

. ponuuunndvirtdu Mobile-First
. a%1vs:UUCDUAUDVIUU Real-time

«  WCUU Multi-touchpoint Customer Journey

2. Social Commerce Revolution

yaAlaala: 15 uauaiuuin

Live Shopping: Ms@adumriunisanegnaaaa

Influence-Driven Purchase: msdadulodoniu KOL/Influencer

Fjﬁauj_am HANgas Marketing & Technology For Executives | 19



. a% Content Aawsaueld (Shoppable Content)

(3 Live Streaming tdugovniouig
« aswAdusHubonu Influencer aghutdus:zuu

3. Instant Gratification Culture

Same-Day Delivery: nM1savuaumiuduldgdnu

One-Click Purchase: N1s3a029n1sAantWeavASOLaYD

Instant Support: MSUSNISaNAILUUNUN

1. Al & Machine Learning: The Game Changer

+ Chatbot & Virtual Assistant: USnisanA 24/7
« Personalization Engine: Msuu:=thaumnNasvlo
« Predictive Analytics: "1sAIQNISEIWHaNSsSULa=AUADVNNS

« Content Generation: NMsasivotlor1daludd
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« aa Cost per Customer Service [0 30-50%
« WU Conversion Rate 1d 15-25% 910 Personalization

. aaaitunisasiv Content [ 60-80%

msa’wuéfyfmmmsméauuUaoo*mwnﬁﬂssuauﬂﬁ*udanuInaIﬁoz—n
KUNPPUINN 8 Baluvdasu UulLlsuAana uctdudryruiausi "atuav
anm" [dgreluoglulanddnauad KinssivuovAtugvluranAiugow
nuLau tmAulurAuAluagAuuLd) MmstdlbdogoelinruUsunagns
msdoansiia:n1sungldagvasvan

N1l Social Commerce fivd1ATyAUNNSSAD

yaA 15 uauduuinuay Social Commerce IWldiAavINNISAAULUASU
[Udouavoaulad ucdiniaonnish "ns:usumsdadula@a” Wasull Au
1IUTABauAUA LddD "Us:aumsad” ua: "n>uddn” Aldoinnisq Live
Shopping H&anmslasumisiu:thon Influencer A1V tnAluladi
o:1Udsunnssaoludn 2-3 Udwoktn Al IWtEidavtuaunna udiduido
Uo9UU MsA Chatbot awuisnaa Cost per Customer Service & 30-
50% (WlAKUIEA2IU31 Al D:unNUAAU LAKUIBAIL3T Al D:¥d8lRAU
rvuldagvbus:ansmwunndu wazawisaliANuauloAuanmucia:
AUTAUINAZ AU 5G + 10T = lomatkunlilrediuAau annogvldou
daAulauuuidualnd ssAvv:auisndinanmaovmsa:ls AoufgnAo:
$PDY WU SIUNMUWASIIZNAUSFIMEVIAUNIVLT Lasla3gULASDY
Auus:=31Buad

NISLaSeUsSADIRWSDUEIHSU Metaverse La: Web3 wl Metaverse
golulatduns:uanan udnisnaasvasiods:aunisadlHulRgnAl
wiutnaluladinaid d:¥retRpvAnsIEouSLalaSoUWSDUEHSUMS
Waguwlavasotkadlusuina Mstsuduon Pilot Project t&n @ 3ud
o:riRAtuTAUIAWUSsULDaInATulagiHandLlluRtew
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KannistJagu “tnsuq”
(Fnargwu “uudnvnagns”

szg:z12a1: 137l | Yatdu: msudavdoayallunagns

Saaus:avAnIsISeus
WadugauniSeud WiSgud:=aisn: B

o Lgnug:dedryreun Ay 1n [l
UoyanluadhAty LadudvHI=MS
avnulaogvtiui:ay

©) vicuunns:uoumsudavuudliuifinanetdunagnsitilulguala

€) 2onuuu Pilot Project wasrruadBsanLENSOAIHI:EY

0 dausuwunagnscaonidaiuladutdelangiobus:ansmw

91InmsSinsudgnisasionsun

AsSusivuudliu (Trend) WutWevaLSUAULGdAIUAWISAIUNIS
"wda" wudliuikauutrnanglunagnsnyudavldua:unluugualaosy
Apdvnuens:r31oNUINND3FuNAUAURNMOUAS:LE

2P81vANUULANCY:

«  RAaOWAS:LE: "Al FNAVUILSY LSIAISHY Al LN{E”

[l
R I e T ey

«  WUNAD3dgnAu: "Al a—nLnsmbauﬁUfymmsu§msauﬂﬁwamswr‘1'
AU 3 3u tHtkds 30 unA lagmisasiv Chatbot AODUAIANL
80% uopvanmla”

unda:thiauansauAduAQLa:ns:UdUMSALDUS:ULTUNISLUSEU

Uoyalgvantinalglluninuldussulunisuyodu
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2.1 asounis3tAs1:KuudlUY (Trend Analysis Framework)
Szg:1dan: 20 un
msugndeururuidiAtudIndayasundulitsnnns:uantaadiuo:i
A2 WA AYLNAAU FUNADVAWNSALYNLESIHI "dedryiausundU”
(Noise) AU "deuruncuuHomsiudsundav” (Signal of Change) Aur
dsvla

A. ms$5n Weak Signals ua: Strong Signals

Weak Signals (deyrynsusou) - lonianavaHSuritn

«  AWINaAIL: Mstasuudavlan a Atniadulungdulaw: Lo
AnenwnaeldulnsudlHey

« anutuzlau: DAuwafivloe Joyaluuin udidwans:nuiduAtunIw
av

dhogv Weak Signals Anaiettu Strong Trends:

« QR Code Payment lugov 2018: TnmisldviunAtungulan a uidud
na19lluuIasgIUALWSHaNe

«  Work from Home fiau COVID: fiotdutdovudan ududnaledu
New Normal

«  TikTok lugovusn: QurdauuaUwalAguLau 9 uidudnangllu
lugrunuwaawosundinty
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INATANISASIYIU Weak Signals:

o Aaouwaanssuuov Early Adopters Early Adopters ADNAU 25%
usnuavaa1anLdulvasvavtHLLIv:0ANUIEsY wanALTURA
gadwgnoinalulad dorurvnsaaduld wa:linaxAnurRawana
msdolnawnanssuupvnauiv=gelRtsiunudliunpufv:nany
Wuns:zuaxsan

35msdamu:
« Wscungulsldeadidenwadioinalulaging

«  A0UUADNUAzWDAUASAUDVRLTEIBITY
« 1U1SOUVIU Conference ua: Workshop tnalulag

FolnauaUwalAsulkL a AdunaadUTRaaWUdUDE1vsIa1Ed

e dotnatuaalaaw: (Niche Markets) aanatawizina:dunaisy
Auupvuudliuiked ws:nguanAfuaalatkaldiindudoonis
lawuaztGuiosieduuina3wauAlour talsadudisalu
aarataw1:udd Uuv:Ase a vgneludaaransiu

cagrvnisdolna:

«  Gen Z uavulHed: Unlduruitnsud Social Commerce Uas
Digital Payment

. RUS:NDUNMISSUIKU: BDUaDVLASDVTDIANISSSADIHL O

« nduausngunw: Wunarausnuov Wearable Technology
ua: Health Apps
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e QuPINCHVUS:LNA (Global Trend Watching) doAtAaduluus:ina
AWcUULAdUINd:tAQdUUlNgtudn 1-3 UdnoKth Msdamuuudltiy
91NCNVUS:LINADEIUIRLISILASYUAILADWULKWUaIVRUNIA

uKavdoyanaAy:

« Joalus/govnu: INsuQ FinTech La: Digital Government

. i‘jL'!uIlmH:?i: LNSuQ Technology wa: Consumer Behavior
«  @HSYDWSAN: LNSUQ Platform Business lla: Social Media

+ glsuU: Insuq Sustainability wa: Privacy Technology

ogromsunluls: Liotkud1 QR Code Payment [AsuAdwlsutudu
wa:goAlus usunlngnasguwsaunaudvaisalduiiaarawdain
suaduifivingStrong Signals (Feutuitullsv) - doAcovaaduloLsd

.« AmdAanL: tusliuAtiudalou Tdoyaan@sovsu 1Sudvnans:
nuluovni1v

«  ANUIUELAU: ALUVSHUQLAD NMSLUVTUFY ApoLlsuUSUCd
(& Strong Signals Joyuu

« Al/ChatGPT: nnuSU¥Nwaiiv AovK135IELS) a

. Sustainability: anFisuLdondoufmibudasiudoidadou

+ Social Commerce: yaA1 15 uauaiuuin Qovi Strategy

B. n1sl3 Gartner Hype Cycle lun1syudvHI:avnu

MuAovldlo Hype Cycle tnAluladinnagnuniudvasdianadaignu
nIstdnldvalHuAIsavnu YalKUAISSD v:¥dgUs:RIQVUUS:UIRULA:
aqaAULESV
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5 s:8:UDv Hype Cycle:

o Innovation Trigger (Q15UAU)
. anuru: (nAluladiruiiadu DTmswadvluwdadvinalulad
« nagns: damuuazAnu udgvljavnuined

« (&0 Metaverse, Web3 {uUoyuu

e Peak of Inflated Expectations (§2vA1aK3vgvdq)
. dnutuz: NNAUWAHY 30IRAIWEUTDGY AQHIVLIALAUDSEY
« nagns: s:vnisavnuuintAull M Pilot Lan a

+  BUASIY: aVNULWSIzNAIANNSUQ (FOMO)IAwaawsuAuA

e Trough of Disillusionment (¥>vanci)
« anutus AWAUlDanaw tws1nadawsiutluluauAAarIv

« nagns: lonanavlunisavnu tws1:s1mMnav ALuvaanduy
auf

« (Pogv: VR/AR 10D 3-4 UALAD

o Slope of Enlightenment (g2ouKvNISISaUS)

¢ anueus BULdTOUSlosUua-do3A0ALADSY DANSIEVIUDSY
uINJU

. Aagns: 1Da1NHU:aulUNISaVNUDENVIZIIV

« (&1 Al/Machine Learning tudoyuu
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e Plateau of Productivity (govouh{UldagouwsHae)

. anueu:: nargduuiasgiu nnAulGoU
. nagns: Mgolulasu davisoritwanouagsaa
. & Cloud Computing, Mobile App

MsUs:gnald Hype Cycle lunisdaduld

mstionAluladogiuydvliuunv Hype Cycle :328lRWUSHISaQdU
{vavnuldogvtHu:ay tNUNV:AaduldAgDISURIHRSDAIUNAIAON
tnsudnagnsnisavnuluucazyow:

¥ov Innovation Trigger - Peak:

. TiAds: avnuiGusuuuuKkéalUasunagnskanuavusin

« Ads: N Research, doaulUausu, Aacmudidans, m Small Pilot

. IHQWa: ADWIEDVFY SIAUWY Sulutloiro:us:aunnudiso
¥ov Trough (Gavanch):

. Tomanav: s1Agnav Audvaulotosav [AAuLivuISIUOIUSIEEU
. Aagns: 13UavnNudsVYY HIwISatuSALTTDINATUTAE

. dPog1v: USUNRavnu Cloud Computing tu¥dv 2010-2012 1
Us:lgsdurima

¥ov Slope of Enlightenment:
. PaNdaAga: SIHSUNISaVNUHANUDVUSYN
«  IHQWa: LIIDUD9A0UAD 0 Best Practices udd ucgoliuwouin

« nagns: Scale up Msavnu, Training AUVIU, 21VUWUS:E:E1D
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¥ov Plateau:
o ovlusy: dovsulsy twsznatadu Table Stakes Udd
e SEUUEI: UDVKIISISINATUTAgTaSvALLANCETY

asauAnu: Al ChatBot tuUs:tnAalng

2018 (Innovation Trigger): USUN
tnAluladisuwadiv Al Chatbot ucieio
WGTAsIEuIUlaD3vIY USENRaDVLS
WaguUsLNNWUIINAaWSTUGLWS:
inAlulagigvluwsou

2019-2020

(Peak of Inflated Expectations): nn
usunwadiv Al uS¥nApudadvlaud
Tsadu Al s1AUWY dolRAIWAUTDGD
ucnwadawsssvgvlutlduluaiuaariv

2021 (Trough of Disillusionment):
A waulvaaav Karulwsondtda
nnenLan usynnavnulilawacun
ANQ 13UTNIS3IsTU Al 9191UTAD
Us:loslipgonAa

2022-2023

(Slope of Enlightenment): 1SULTN(D
71 Al mMa:lslaviv mo:Islulavio T
ANS(GuIUlUVIULAWIENIY LU NNSQDU
ANDIUVIE9 NSIQHUIQHDLUA

2024-Uauu

(Plateau of Productivity): ChatGPT
§ il Al nangduoound nnusun
1SUUDVHIISIS Al tunisiviu s1AN
nnav DindavialRidanuin
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unisgudiney:

. USUnAavnulu 2019-2020 dulHrdtdgsutlan

.
C

SUNALBUDSVSVIU 2022-2023 TaUs:Tystigoaa

—

«  USUNAgVlUIBUaDUT doviulsolwalulianuudu

nonssuMsISeus: Trend Signal Analysis (5 uii)

Workshop: N1S31AS1:RatytyItulUnaIHNSSUAULDY

o sz 2 Weak Signals AtRUlUSSADHEDDOEHASSUUDYAULDY
e s:y 2 Strong Signals AdYdLTUNISAUA

e {3 Hype Cycle 5Lnsw:rb'1LnnIuIaa‘JﬁauioasﬁudaoIHu

2.2 91ndoyatdvuandnagns (From Insight to Strategy)
s:g:z1dan: 25 uln

Aad:uHonmsudavAdIuHLIg: 91N "$" J "M das:yuudliundAty

v v

[Auadd ns:zuounmscaluAonmisudadoyaldoanuuliinareildunagnsn
aswnnuAaoso
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A. as:udoumsudanduldunagns (Strategic Translation Process)

~
—

NWAYNADY LNUND:DY
App:(s?" Adsau:

Juaui 1: Msdv
"tnsudid

. uu:)IGUﬁtuéauwaﬁﬂSSUQﬂﬁwadmls?

« JuasvnsSomangnuAn:lsuiv?

. sEwsatguslesionnisiasunlavildognols?

«  Auyvd:apuduovadvls uazts1v:muancivldogols?

Juapuf 2: mstdnsau “Jobs to be Done”
NSDUADIUAQ “Jobs to be Done” BglHLSUNDIIgNM
"V” FuAHSDUSNISUINIVIUR:(SIRAUWINLW UINNDN

MSUDVIAATIAUUGUDVWSAATUN MSLITD “0u” AgnAn
dovnistilagvo:gaetritsvanuuulsaduiaaulongldansn
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Js:tnnuov "Jobs” R@anAGdos:
Functional Job (miuidiaoriasva) l0uvunddanus:avA
gaou Janald ua:zgnouddutudiads:s13u

cd¢iv Functional Jobs:

e QGovnMstaunivonnUiulUoowWwa
(coulongdny sagua, salwwh, uoLlaaslsn)

+  d2UMSaVDIKISUIAU
(qauloNgdde Food Delivery, S1unHs, gulUasuisIAN)

e GovMsyis:zlou
(coulongdny uaaq, uastasaa, e-Wallet)

Emotional Job (A>w§dnndavnis) LUUADIWCGDONISNIVDISURIN
anmoennlasudnnsidaumnsousnis Untudonasivnanunnwu
wa:zAWANAcdULUSUQ

d>2819 Emotional Jobs:

« dgyInsdnUananguazuulo
(tl@3onsunAisikeduaontdycinng)

« pgINSanNNuavsua:zluaninsud
(8o iPhone sulkL)

« peINgana:adnuazus:Hgaan
({3 Food Delivery wjsinuwvndl)

« pennsdniluAuGdodonuy
(13onBowaanicunnidudasnudaoudadou)

Social Job (MsgausudIndvau) LUUADUCDVNISALAYIUDVAUNIS
waavmauua=nislasunisgausSUNNAUSDUTIY
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A8 Social Jobs:

«  pgINUIQVIHELIRUIUS:GUADIUELED
(BpsnHsHSDUNUIHTY)

« 2eNAHEAULRULUUAUADADIUSURNQBDU
(LlA3onlBwanneunn Sustainable)

'
[

« pennlRanALiusUuusyninuade
(BinAluladinuiunisiiusns)

538n1s(3 Jobs to be Done funsuUavinsua:
(0DoDLNSUAlKU (RouAmDIULKald:

€@ 'nsudiifiaduwsianAnG Functional Job a:IsAgouATLIAG?
@ G Emotional Job a:lsnlugdulauliaIsnaauaupvld?

€) G social Job tHuiAaduR3alRGROMSTBgBUIHL?

d22819n1s(8 Jobs to be Done AULNSUQ
"Msnviunuu Hybrid"

ASILASI:KULUURNDLAU: "AUnIvIunUIuuIndu - u1gla:
10U 1ND HSPRUNSTUDDWWA”
NNSILASI:KAODY Jobs to be Done:

Functional Jobs ngounlulaa:
+  ApuMISUS:EUAUNLVIULUULUS:aNSNIWLNIAUNISDESIUAU

« Govmsvanmsviuna:adamunanuiusunlaglidavAuviuLuuLay

« Govmswunnviuntsulzaulaglysunidunsounsd
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Emotional Jobs NinqdulHu:
«  2yINSANINYuLdoucipAUNUVIULT:DEAUA:N

« 2gnganiUs:ansnmwiunisriviutmAUODUDEDDWWA

<Ny

«  2EINSANIAWISAULUVLIATS:HI WV IULA:Edadduc(ad
Social Jobs tHU:

. pgnlFUNeUtoIIUldagvTUs:ansmwulTungpoWwe
.« 2enifAsaUASITDIWIrvIUATULdSDUbiDNEW
Tomamvssavnadu:

o Virtual Collaboration Platform AlRAWSANLIHTDUDE SIUAU
a Productivity Coaching Service S HSUAUARIVIUAUNU

€) Co-working Space tugusu tidaaAUIHLALEAWUATTIIY
o Home Office Design Service NYIgIQWURIRLKUI:GUAUNISHIVIU
e Digital Wellness Platform A¥I83aNs Work-Life Balance
MogvMsulavANUHUIY:

LNSUQ: "doAURGVI8” (Aging Society)

AMSWUaVLUUNDILANU: "AULALED:0U —» Maumaisrsuauun”
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msudavidonagns:

+ Functional Job: gulgdovnisadiua:zadnlunisidinalulad
« Emotional Job: pg1ngdningonulan lantnsud

+ Social Job: pgnUdduUSIUAUaNHAU

naqns’f‘ilﬁoﬁu:

o Wcuun UI/UX At3viudie (aau Functional Job)

€©) 35wrsuididRgvsoaUlal (DU Emotional Job)

e DONUUUWLDDSUBSAUASDUAS) (DU Social Job)

LINSuUa@: “nisniviunuy Hybrid”
ASIUAVILUURDLAU: "AufouRtuLINGU - ungl@riou”

msudavldonagns:

«  Pain Point: u10N1S@audDAURL AULHY US:GNSMwaaav
« Opportunity: asrous:aunsaimsrinouAGn3 1o WWA
naqns’ﬁ:lﬁoﬁu:
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o weuunuwaawasuawSIuonaulad
9 asousmisirAIUSAULIAIUUS=ENSNIWAISAIVIU

€) oonuuuWun co-working TUYUBUWDANAIWLHO

B. misszyua:vaaraulonma
(Opportunity Identification & Prioritization)

asaunmsus:touloma:
Impact vs. Effort Matrix

(ots1awisas:ylomacdio a o1n
A1s3LAs1:KLNsSuAUad Juaaudo
[UApnisvaardunuaney tws:
NSWEINSUDVNNDVANSTIINA NS
tdonrmludoniinadawsgoaados
A IUWEIEIUTDEAFAD:EIULWU
Toman>iuaise

35n1suUs:Liju Impact (Wans:=nu) - Azuuu 1-10:

o yunaaala (Market Size)

. DanAmudruetiHsAY:IaSuUs:Tstionlsadud?
. aaaddyaAnilksuaziaulaualyu?

«  (Mog1v: Al ChatBot d&1HSU SME tulne Toaian3a 3 31ussaD

a AWLSVADUUDVUEYHN (Problem Urgency)

« anAmaovmisundeyrduinuAlsu?
o wWonLAUdMNELUWDLATTYRITRSDU?

«  (og1v: MsUs:HgaAunu Customer Service (UEIVLASYTND
¥:apdd = ADIWLSVADUFD
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€) ~owldssulumsuGodU (Competitive Advantage)
« S 0AUaEWIsalawWIzMnAwdvlbIRSD(U?
«  1S0NSWeNSHSDAULBEIBItYNEIYIRMIAANI1AUDUTHU?

«  (D2g0: suMsdoyaanAIed: = IWSguligulunisi Al
Personalization

9 Fngmwmstaula (Growth Potential)
« lomadv:tredduluanluounnalku?
«  awnsavgrglugonaradursaasivssnotasulalyy?

« (Mg E-commerce Platform 3udnug udiuenslu Pay-
ment, Logistics, Advertising

38n1suUs:Lidu Effort (A Wweg1U) - Azuuu 1-10:

0 VUUS:U1TURADVIS (Budget Requirements)
« Govavnuisutmtalumsisudunazaidunis?
. OAmigedattpuiriia?

« Hanms: vulde = Effort ¢, vuled: = Effort go
% A . AT
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e 1DAARGDVLS (Time to Market)

«  GoaunuuAlkudvI:IRUNAAWS?
. dovsatBinalulagweuuntwurdalu?

. (Mdgv: ChatBot 13 Platform d18osU = 3 1dou, Al AWQULNLDY =
12 16U

e ADWBUBouNVINAUA (Technical Complexity)

« gnnuAlRUluNMswouulwa:zaLlaunis?
o QovlANULBYIBIRYIAWI=NIVIKU?
« QGovullaguulavs:uulauuinlru?

e AUV (Risk Level)

+ lomanv:autsacgounAlsu?
«  DU0»vgmeuannaduAululawo:Hu?

+  WaNs:NUCDSSNYHANDNAULHAD DunlKy?

msvanduldomaniu Matrix:

1. Quick Wins (High Impact 7-10, Low Effort 1-4) anueu:z: (RWadawsa m
U8 IRUWALS) Nagns: MaautwaasioluuduuazAIuLGauU (agnu:

« (3 Social Media Scheduling Tool IWoUs:zRgaalwaa
+ adv Google Analytics tWaldnlownanssuanAAdu

« as1v FAQ ChatBot viga IWopUAMNIUWUZU

2. Major Projects (High Impact 7-10, High Effort 7-10) anutu:: (5
Waaws{Htd ucidovavnulgd: [BLoaiuiu Nagns: 210ULWUS:8:81D WUV
(Wuduaaulan a I Milestone datou ddpgv:
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« asiv E-commerce Platform uovdlov
+ WCUU1 Al Recommendation Engine

« ds1v Data Analytics S:UUASUDVDS

3. Fill-ins (Low Impact 1-4, Low Effort 1-4)anueu:: naawsulHed
weindg [BLauygovdivnagns: midolinaiksanswennsiHdD 910U
DUKUNYIR Junior Team (Dogv:

« 2Ulaa SEO uu Website
. W3su Email Template tHasedu

« as1v Social Media Content Calendar

4. Thankless Tasks (Low Impact 1-4, High Effort 7-10) anueu:: (3
ADIWWENEIULYD: LOWAAWSUDE NAgNs: KANLAEVHSDH1ISaaAI U
gudou a1 UUGDVMIKRISSMIRVI8TU GIDENY:

« a$1vs:uu ERP uunalkaddiHsuusunLan

«  WouuuoUwalAdulofiplaw:aHSUWLDDSV1g 9 A Web App o€
uan
cdoogvnisus:ztiguloniasin "Al Trend"

» Impact: 8/10 (aadiunu 50%, LWUAIWWOWDID)
« Effort: 4/10 (J Platform d150sU, 3 1douLaso)

e Us:an: Quick Win

. Impact: 9/10 (IWUgDQUNY 25%, a1vAUIALUSsU)
« Effort: 8/10 (Qovwcuuov, 12 10U, vugv)

« Us:lAn: Major Project
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+ Impact: 6/10 (aqdarasrwnoutnud 60%)
. Effort: 3/10 (5 Tool Ao, 11doulaso)

o UJs:an: Fill-in
Asashv Strategic Initiative
DvAUS:NDUUDV Strategic Initiative NAQ:

Clear Vision: LUNKUhgdaounazdawala

Strong Rationale: IHQWanudvunsv3rudoor
Realistic Plan: uwuRauisarlassudovr
Success Metrics: (O3yangalou

Risk Mitigation: 33n1s30N1SAULTEY

AoNssUNISISaus:
Opportunity Prioritization (10 u1n)
Workshop: nisdaaiauanuaintyuovlona

130N 1INSUAREATYAUSSAD

l’,

s:y 4-5 lomantdululdoninsudidu
{3 Impact vs. Effort Matrix

| . SaardaunAdudAty

132N 1Quick Win ua: 1 Major Project
UIWeUuNciD

2.3 mMsoanuuuua:altdu Pilot Project
(Pilot Design & Implementation)
S:g:10a1: 10 un

rmludaviSuade Pilot Project

drSuLUDAQlKY 9 AdADIULEYVFY NMsavnulusULuunUAADNS
ldevnl910uU Pilot Project Aons “naaaviuatnatan” Iwowgou
auuaYIuULA:ISYUSNDUNDUEIUNA
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Us:lgslivov Pilot Project:

e aqAULFY: ([BuuUs:u1tuling Wwans=nuINQ

188usd152: [ddoayadsvonaaralsodu

Usudsvla: unfudryrinauvenana

aswnnuLBalu: DWadwsanouunvUUS=UNRULWL

HanN1soonllUU MVP

(Minimum Viable Product)

MVP 1UuiusAan "aeghasonaanaunnauysaiuuu udasiv
waassunniSsuslaisonaa” WhruigApnisnaasuauuagiuluaana
OSvadgAauUNULA:LaIUYNFQ

AN aAU MVP Agadav: MVP T4 "waasieuninmaso a nao a”
ucitlu "waaseunniwiwoSiwaowano:":

- unUoyriranuovanmla

. HanAmLGUTDIYOUHSDIBLAN

139U$313nNAaDVNISD:(SDSV a
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4 HAanNSad1ATJUDY MVP:

o Focus on Core Problem (luuunUrul-nHan) DEIWENYIULA
Ufumnnamofunsoma:) laaﬂUfumnamfgnao 1 281ouIUAlR
dRaa

oenv:
+ UeyH1: gnAso Customer Service uu

« MVP: ChatBot NopurnIy 5 agvNa1uUpgnga
(ludavaaunnAnv)

« Tty MVP: ChatBot NwenguaaunnAauLciaauld

e Learn Fast (1S89uU3lH152) as1v MVP IWal38u$auuagiuuav
1S1QNHSDWA (UlELWoue

A1nUN MVP ¥ig0du:

aNADVMSWIDDSUDSVIHU?
o wWonILAUINYLOUIR?
o 35MsiBuiuvgwalru?

. DUsur:lsAsulaAa?

stiow L EA RN I NG
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€) Iterate Quickly (USuUsVTFi152) WaladayaonMsTEuus I
Jsudsonun agsalRauysaiuuu

sduuunas lterate:

«  dUAR 1-2: 3510 MVP usn

. dUmAN 3-4: 1ianAnaaovld 1AU Feedback

«  JUmAN 5-6: USUUsvaU Feedback a$v Version 2

«  M¥1PUNIID:0D Product-Market Fit

[l
— — -

9 Measure Everything (3awanna&inv) Asuaddddandaoutwas

31 MVP d118oH30auLHad

o8O 3Iq MVP:

Usage: DAuldiniia (SuosunAlku

Satisfaction: n>wwowolaLtnila

Completion Rate: a1u1sanviufavlxBaISslainia

Willingness to Pay: LGU{dJ1819utnla

(o8& MVP Design d1HSU Al ChatBot:
lUKW1g: NQaou31anMAouns Al ChatBot
dHSuU Customer Service K3olU

MVP Version 1(2 Ua1Kiusn): Fonnn:

+ (3 ChatBot Platform &SosU (15U Chatfuel, ManyChat)
. duAiraaurinnu 5 pgvRanMnIUUDLAgA

+ {dJu "wangAuAudsY” diHsSunstunaaulyla
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msnQdou:

+ 1HanA 50 Auldlu 1aJon

« 3awa: SuduAnunaauld, Suduaufnadu "wangAUAUDSY”,
ADIWWOWD(D

INEUNADUELSD:

. 70% upvAmauaaula
. AWWOWDI(DLDAY 4/5

«  30% aadaiso Customer Service

MVP Version 2 (81 Version 181189): FoRtwu:

. wurawlu 15 oo
« @ounus:uuguTpyagnNAWaRUANIUIEWI:UARA

. IWUWDSAvaalUSoUNUNALAEITDY

msnQdou:

« vgnglHanA1 200 Aulu 2 dUaR

o Jawaldsgulngunu Customer Service LWUULQU

vanawalranuatnadulu MVP:

1. 3519 MVP fitsediiulu

« Wa: ChatBot NooulannAau 0 Al goa asevu

[=]]

. gQn: ChatBot Anau 5 AnuAdAtuAgald
2. limKuanaunin WSO

« @a:"apvrQnau aGAncio”

. Qn:"tanf 70% waldualdviudatlav Svo:ri Version 2"
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3. lispuUsSuUsvmu Feedback

«  Wa: "ganAudNo ts1dpvasUEIRLU TN
. gn: "anAULT 11d0USUlReTU”

4. M MVP uhuiauly

«  @a:8a1 6 1houasw MVP ”r‘iauqsnﬂuuu"
. gn:lddan 2-4 dUarasv MVP Anaaauld

AISAIHUQMBEdIandIUESD
(Success Metrics)

N1SAHUQ Metrics AtKUN:auAndiudiAtyngauov Pilot Project
LWsI=:8d8tHLIsIdadulaldogotlus:uudnds Kill, Persevere K3D
Pivot

Us:tnnKanuov Metrics:

o Leading Indicators (@>83auh) WuEaRuanAMUAKITU
AS=UdUNS UDEJZHLS'IUSUUS\)TOF]E)UI’]O aaaulu

anuou:aiAey:
« 3alad) (s199U KH3os1I9dUQTR)
+ mouAulalagnuoiu

« awnisadsudsolanun

4
4

I

|
4

0
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22810 Leading Indicators:

. FwduanAnasvld (Trial Users)

. aNEGUMSIBOU (Time Spent)

«  DasI1MSMVIULKLESD (Task Completion Rate)
. SwduASOALEEN (Repeat Usage)

«  20s1NsAQAVHSDaUNSaUIBn (Adoption Rate)

e Lagging Indicators ((83amu) lUuddawadwsaams i3
Us:ztigundudisalagsou uadalddinazilagundavenn

anuuzaiAny:

« 3alad (shgidou K3os1elasua)

« Wuwadawson Leading Indicators Ha1gcd

« (@aHsSumisaadaulos:aunagns

o8V Lagging Indicators:

« gpau1g/s1gla (Revenue)

« (s (Profit)

«  AWWOWDIRaNAlagsOU (Customer Satisfaction)
« duuuvaana (Market Share)

«  ASNdUUNBDB (Customer Retention)

Asoun1sdana: HEART Framework (Google)

Google [AWUUINSDU HEART 1WaaUs:aunstiRidagvnsaunaw
BulKUIzaHSUNIsIQ Pilot Project nodhutnalulad
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H -

E -

A -

R -

T

Happiness (A2Wgu/A>1WWowa(D)

AnIL: WSwalonuus:aunmsaumsiBoiulzu?
383Q: Survey, Rating, Reviews, NPS (Net Promoter Score)
g1V AIWWOWDID 4.2/5.0, NPS Score +50

Engagement (Nsdaousou)

AON: NIB0aIUSIUAUNAAATUALINLATKU?

383a: Time Spent, Page Views, Feature Usage

dhpgv: [Hulade 15 Uni/ASy, Wtgu 3 ASo/dUans
Adoption (MsgauSU)

A0L: TAUUIBOUHEDIBUIEWLDDSIRULATQ?

3530: Number of New Users, Feature Adoption Rate

Me&v: DWIBIHL 100 AU/aUanr, 60% apolGWLoDSIHL
Retention (MsAVDE))

ANDIL: WIBNAULIBVIUBTKL?

385Q: Return Rate, Churn Rate, Monthly/Weekly Active Users

do8v: 70% NAULSUFUOTKA 2, Churn Rate 5%/L0u

- Task Success (A>WaSOUNAISAIVIU)

AAL: RIFausaioIunauIRESOIATHU?

355Q: Task Completion Rate, Time to Complete, Error Rate

2&1v: 85% Nvudtsy, (Galtaag 3 uli, Error Rate 2%
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Adoenvuns{t HEART AU Al ChatBot:

Happiness: A 1WwWowa(d(uni1sld ChatBot (LUTKU18 4.0/5.0)
Engagement: Shududanduftanlasguconsy ((UNKLUIg 5 Jond)
Adoption: % anMiKURanvld ChatBot (1UIKW1Y 60%) Retention: %
anAINNAULIS ChatBot tunis@adonsodalU (1UNKWU1Y 40%) Task
Success: % AAUA ChatBot aauldgndov (UKW 80%)

mMsmKualdsuIgua:tnaunAILESD:

o dotthHu1efA Ambitious ud Achievable
o [Umdsvrgtaulu (LlBU WKLY 1 AUlEVIU)
o [lmdsenntiulu (LlBu WKLY 100% WowalD)

«  Hanms: WhKueAdsdu “ANuaEsRtANURLIE” TUTy
N1SIADSDA”

@ i 3s:quineun
«  Minimum Success: IntunduchffioNluauitan
. Expected Success: INCUNNANAKIVE:D:IIASYNSCD

« Outstanding Success: LNEUNALAUAIOHIVLA DS VULIINA

ogv:
. Minimum: 50% anAmMwalv, 30% NAUUGEE
. Expected: 70% anAIwWa(, 50% NAUUBE

. Outstanding: 85% anfMwald, 70% NAULLIE
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e Sawauuu Cohort Analysis UNUAD:QADIaUSIU IRLENIIAS1HNEU
mumsutumuiuvaooauoaaﬂu

Us:louu:
. RBuuwaltAsunsidoiudaoudu

«  $3msUsSuUsvdvmangols

P
o

«  mamsaduudluuladdu
o280 Cohort Analysis:

. N3uUABUIBAUQIKA 1: Retention Rate 40%

. NaUABUIBAUQTKA 3 (HduUSuUsY UI): Retention Rate 60%

1

 asu: msuUsuusv Ul dowadcio Retention

Asaadulo: Kill, Persevere, or Pivot

Kavon Pilot Project 1aS$o dovdadufld 17u 3 mv:

@ «it (rga)

. olKs: wadwsugogvodattiov lUddrururruddu

« msdaduts: uov3ndumsiSgus A IwAULIHaD
e Persevere (N1cio)

o WolKs: waawsamuLl ddeyauncutcula

«  msdaduld: yggWalazavnuIwu
€) Pivot WasunaAmMv)

. olKs: BouddvlrunriRiulonandnii
« msAaadulo: UsuuwuaudoyalHu
(o8 Pivot AUs:auAdwaSo:
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« Twitter: .Suldu Podcast Platform uci Pivot LOu Microblogging
« Instagram: (SutUu Check-in App ud Pivot tUu Photo Sharing

« Slack: 153UL0u Game ud Pivot 1Uu Communication Tool

2.4 msuhiausua:Sumisaduayu
(Strategic Presentation & Buy-in)
Szgz12a1: 5 un

Tlasvasivnmisuntauandwavltiuid

€@ TheHook (305wt usn) SuddeTayaNAUTHSDFAUANS:AU
ADUAQ

- "AruslHUdIanMuDOLSIELIAaN 3 JusaAIaRUIN Customer
Service?”

. “luveusRAwgvgvAaE 1s10loMathkiwonLw 6 tdau”

@) The Problem (Usymindatou) asuelaurAufidsdayantiu
suUsssu

. “Aunu Customer Service godu 30% UUALAD"

«  "anA 40% KUlUIguSMsAudvwslasunsaauauaotsonii”
€) The solution (GEuAluNBUTVIG) thiauanagnsiuImINAIs

3LAS1KLINSUQ

« "Al ChatBot awnsaaauA1nIu 80% lutdal 30 Suli”

. “aadunuld 50% ua:twuAIWWowWaloanmIA 25%"

o The Plan (uwumsatdiuviu) Laaviwungaouua:tdulula
 Pilot Project 3 1Gou
«  Success Metrics Adawald

. oUUS-UIfULA-NSWEINSAGDVAS
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. "yohu 2 AULYIEWCUUILa=Gaoy”
AsYanmsAIuLazianvia
ANUNUNLD:

. IsSMUIRUINSUATYDEg?"
. "oUUSHNUGAUATHU?"

. dzrhagolsalldnamuina?”
tnAlANISODU:

« uaavdoya: ([Fanfua:nseiAnUISDVSU

—

«  gDUSUADILLAYY: DSUIEIISISDVAIULEYVLAzTISVOMS
« wWiumsisgus: LlidiSonladoyauiwauca

fAvnssuMIsISsusUs:91un: From Trend to Action Plan (15 uaii)

Workshop: Msasununagnsauvysai
guaaunisii Workshop:

@ 5oninsud (3 i) 1dan 1insudAfvRUSEATUAUSSADAZO
e wdavtluloma (5 uii)

+ {3 Jobs to be Done s:UAUARVNISUDVANAT
«  HlomatunmsasivnauAisg

« Us:lJuODg Impact vs. Effort Matrix
9 DDNUUU Pilot Project (4 uin)

. mKRualdsulgUDY Pilot
«  DDALUU MVP AZaug

« KUQ Success Metrics
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e L1asgu Pitch (3 uan)
. asiolasvsionisuitaus 3 uii
o WuUnuK 38uATU LazwadawsAAIaRIY

wWaawsnAaKk3v: nafud:TuWuUNagnsSnauysal
wSauuhluujualasso
asuua: Action Items dHSURLN

Key Takeaways

1. ugndeyaunauldudasrdudvHd: - Weak Signals fiolona Strong
Signals Giovaadulatsd

2. wdatnsuailunagns - (3 Jobs to be Done ua: Impact vs. Effort
Matrix

3. 1BUdALENUAIULNY - Pilot Project La: MVP aand>uLdgv LWL
Tomadiso

4. 3awaua:zusuusv - iJ Metrics 3alou wSou Kill, Persevere HSD
Pivot

AsUIUEHSUFUOKHKUN
1. 132 1wnsud N Workshop 3ud uwcuunlUu Pilot Project 950
2. Us:1i0u Hype Cycle upvinalulagnovAnsmaowoisauiavnu

3. asiv Trend Monitoring System WWadaou Weak Signals (U
DAOaIRNSSY

4. 1059U Pitch Deck &1KSU Strategic Initiative NLdon
WGouciDAUUNISYUKUN

unEeucialu:1on:3n130v "Customer Journey Mapping ua:
MarTech Stack” 3vo:(3nagnsnlav1NNISILASIzKLINSUA UIDDALUU
JszaumsauanAua:tdaninalulagniruizaulunisaduayu
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nSwWenSIWULAL:

» Gartner Hype Cycle Reports

+ Jobs to be Done Framework by Clayton Christensen
* The Lean Startup Methodology

« Strategic Planning Templates ua: Pitch Deck Examples

Nl
" STRATEGY
-/

- |
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Module 2

JvnagnsiHasvlun
vavulRAUAIZVFa
UUWUZIUTDIJADSV

G szg:=10a1 2 5dluv



Chapter
31As1:KJdd9Melu-nMeunnqde

Business Intelligence

Szgz12a7: 30 1A | aLdu: NNSILASIEKLBYANAd8UDYA
Sagus:avAnIsISous
\Wadugauni3eud MISgudas:
o M SWOT Analysis ddgdoyaldvan lgnismatan
@) (5 PESTEL Framework 31As1:RUdSEUHMAILUSUNGSTTa
€) a3 s:uudoyaBuanuiioiiognAua:nanaagENGY

@ s:urulaseungodudensau VRIO

mlums3iAsizRLGonagnsiivaAtyninAg

mMs2wNagNsRLdouAUdaVIEUAUIIANISUS:LTUaAUNSAIALTUDSY
2g1vsauaU lugARdayaluInuIgLa:lINdvlavie AUAgVAVIIY
NAgNsa2gNISAIALAIKSDDVUS:aUNISTULWEVDEIVLAYD D:=NUUdU
DgvulUDdU

undo:thiauatadaviiodlAs:HiBunagnsnaiaaninsowav ualdsuns
USUUSOIRLKUN:aURAUgAGINa Buo:daliRthauisaus:Liudaudv-a
soumelu ua:uaviiuloma-gUassameuanidagnoldus:uu IWoasv
SINFIUALUAVIRAUNISAQSU
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ADIJUANCIVS:HIIVANSILAS 1K LUULAULA:LUUTK:

LuuLA: “1s1A0313NABDUEUATT LWS1:u18a” LUUTHL: “Jalauanodn
anANdu 25-35 U Nids1gla 40,000+ J Engagement Rate Audumd
Jond10ay 300% ua:iJ Repeat Purchase Rate 65%"

3.1 Ms31As1:R SWOT ddadpyaldoan

Szg:13a1: 10 un

nlu SWOT Analysis goavaAsglugnddna

SWOT Analysis LlOunsaun1srvIUWUZIUARUSKISNNAUSYN udlugn
adna s SWOT [Adsu1DINAISANALAIHSDNSUS:EUS:QUAUDY
LWEVREIVLAYD WaOpvovdINUoalduannlaviniASovio

Business Intelligence (Bl) ua:n1s3tAs1:KUoya

dontlasululu SWOT galkL:

STRENGTHS WEAKNESSES

Wi +  (BUoyalBoUsuitusovsu
‘ m@, nndoasy
« 31AS1:K Digital Assets (Uu
THREATS —
Han

+  WSYULRgUNUALUVAODY
Uolyavsv

. dUlanuuutsgalnuounis
aguudavuodvnalQ

[
S - Strengths (auyv):
MSAURGUUANLAYSVUDVDVANS
saudviugnadnalutsuAgonisiAa3rlad udiludondoya

[
-—

wgoulas s imMladninfuuv wa:asowaawsniawala
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[ —— _= e — [
auvvgAadNanaDvdLASIER:
o wusudua:Anuboold
e MSsJa: Brand Awareness Score, Net Promoter Score (NPS),
Social Media Sentiment

«  PEI: "LUSUALSIT NPS Score 70 uytuzNfuyviblady 45"

«  mistdUs:lovsu: (3A1WHBMvdluNSIUQINAATUNTKUKSD
lhaaralku
e 1udoyaanm (First-party Data)
«  MIs3Q: 91uduaNAU Database, Data Quality Score, Cus-
tomer Lifetime Value

« g “1S10UdYawnnssu 500,000 gnALUU Re-
al-time ytu:AAULUOWOWN Third-party Data”

« mstdUs:lgsl: a5 Personalization ua:
Targeted Marketing AuUugn
9 inalulagiua:s:uuviu
« Msda: System Uptime, Response Time, Mobile Perfor-
mance Score

«  d8v: “Website 1s1lHaatSIN31AULUY 2 Sui MK Con-
version Rate guni1 25%"

«  mslgus:lgyu: asods:aunistignmntkioni

o AuvIULA=AIULEYIBITY

« Msda: Digital Skills Assessment, Employee Engagement
Score, Training Hours

e (MDE: "NU Marketing U Digital Skills Score 85/100 ua:o
Us:zaunisad Al Tools lade 2 U”

«  msigus:loyu: (TnuBydsItyliunIswauunlsasdulisy
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W - Weaknesses (3002U):
msaaus‘unmuo§ouﬁamsUs‘uUs1\)

Q08pUADAVNDVANSTVUNaHSaITUTDADELTDIABUAUALUY NS
$Q0opuUMINUDYAYSVI:EIURIVLWUNISUSUUSYIADEVTUS:anSnw

Yavpununwulugaddna:

0 UovrAadiuvuUs:uisuna:nSswenns

« msda: Marketing Budget per Customer, Cost per Acquisi-
tion vs. ALYV

+  (d&gv: “vU Digital Marketing 1s1cioanm 1 AU = 200 UIN
ytu:NAWULE 500 un”

+  Wans:nu: NAaMsivanAlKuLa:NIsNaaovEDYN VY
e msuviannu:adnaluodvAns

« msda: Digital Transformation Readiness Score, Tool
Adoption Rate

e (Md8v: "60% unowunvIUugVluLAYE Al Tools tunisnivu”

«  Wans:nU: AD1WULSOUNISUSUCILA:USONSSUBINIALLDY
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€) s:vunalulagnaade
« Msda: System Age, Integration Capability, Mobile Com-
patibility

e (MDETV: “S:UU CRM 1N 8 U luawnsaldounu Social Media
API”

« @Wans:nU: [Uauisaasiv Omnichannel Experience (O
@ msvadvayaidodniigdiugn

« mMsda: Data Coverage %, Data Accuracy Score, Real-time
Capability

«  Mdg1v: "$YNINAILA 30% vINMIsBd (uswadnssuoaulau”
« wans:nu: liawisar Personalization wa:A1ansadndu
Govnisla
O - Opportunities (lona):

ANSUDVLRUDUNAOADUALUY

Tomalugaddnallasuulavagnusiaiss niss:yuasidus:losu
onlomalanapufuuvo:asioadulawlsguagiouin

= ——

LEARNING
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Tonandovdamulugnadna:
@ nsudoaraua:wadnssugusinathu

« ogv: "Mistaulauov Social Commerce 45% cioU LUQ
lonmatkisuieniu TikTok Shop”

o mMsl8Us:loul: USU Marketing Strategy IWaLUN§ivgoun1v
(U
e inaluladtkunasadwisla

+ 81 “Al ChatBot aunsnaadunu Customer Service
40% UAlWUAIUWOWD({D"

«  mstdus:Tgsu: aonulu Automation LWaLWUUS:GNSAW

€) mswasuwavngsaGsunluus:Tosd
« 281 "PDPA MIRRWUSINAS: 0MsussSUoya asontuAli
First-party Data uoots1”

«  mstgus:losu: IWuasonduiEnNvbua:l1AudoyantunIwgo
@ sovswluaaranguiogoliiti

« Mg "0aranguIgpoulauldiula 60% LAURIRUSNS
law:Ndulpe”

« mstus:lost: Wouutwaantunua:zusnisaiksu Under-
served Market
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T - Threats (aUassn):
ASIOZUUWSDUSUDDANULEDY

auassAlugnGdNaunUIDEgINSIALSILA:SULSY NISS:ULa:
LASYUWSDUAIVRUNDEIAAWANS:NU

aUdassandovs:dvlugnddna:
o AudvsietruAbinalulagarals
«  Cogv: “Startup (HUIG Al M1 Personalization [A0n31 Go
anAsIlU 15%”

e MSIOSEUWSDU: LSOWCUUNADIUaWIsadutnAlulad
@) msasundavwadnssugusinapgivsoaisd

« o8 “Gen Z L3NS Facebook tasulu TikTok rAiR
Reach aqav 30%”

o MSLaSgUWSDL: asus:uudamulnsudua:usu Strategy (K
152
€) nanuethiASiomsdudussio
« @810 “nAKUIIKURIULAUTDYauIVUS:LAN doWacio
Targeting Ads”

. AISLOSEUWSDL: WCUUNSENS Marketing ATUWOWN
Third-party Data

@ rowidsodulsussuazaciulanasivdoya

«  ogv: “Msloud Ransomware IWUTU 50% dvwaciondu
BootognA”

«  MSIOSgUWSDU: avnulus:uusnyIAIWUaDaNeLa: Backup
Plan
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ANsasiv Action Plan 91n SWOT Analysis

= fr & \old SWOT Asvondayaudd Ju
aoudAsyAa nsudavtdu Action
Plan AurlUUjUGla

nagns SO (Strengths + Opportunities)
tGaaudowaldus:lostonloma

«  dgv: (FgrugnANdATuNIW + LNsuA Social Commerce =
dsiv Community-driven Sales

nagns WO (Weaknesses + Opportunities) U§UU§\)QOD'auw"\:IDIU'
tAwaraloma

« dogv: DUSURUIKTANU: Al + Iona Automation = LWU
UJs=ansniwnisniviu

nagns ST (Strengths + Threats) W@yaudoiwoUoviuguassa )

« Mg (BAdwbovldupvgnAl + MsAnAMUAIUADIUUADONY =
LUu Data Security tUU Selling Point

nagns WT (Weaknesses + Threats) aadadpuiwaluilHaUassadv
Wans:nuUIn

+  PEI: USUUSVUSUULAN + AJULEEY Cyber Attack = Upgrade
Security AUAIUAUNISUSUS:UU

—

3.2 mMs3As1:KUdv8M8udNAd8 PESTEL fuusunadna
Szg:=1Dal: 8 un

Ml PESTEL Analysis SudArylugnasna

PESTEL Analysis lJuta3aviiongigaunulodsusninnigusn 6 AU i
dowans:nucionnssNvlURAaIHASSY gAGdNa UvdgitHartdaguudav
(SouNnUazdowans:=NUSULSVNI AU
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misr PESTEL TtdmisAnuwanw$ udidunisiassunnuwsauls
DuANSauIsausSudK3alEUs:lasuonnsidagunUavidogtonunion

P - Political (n1stiJov):

ulsurefUasulnussao Uode
gilir nivnistdavlugaddnalula
ANALYSIS = N =

HU1EAVIWYVAIIULARYSUDY
' ; Sguna udgvsoudfivuleuigngo
POLITICAL ECONOMIC — " 0 _ ——
i LaSuH3DIINQsSAYAdNA

FACTORS

ulouvrgndonans:=nuaincy:
0 ulsurgdolasuiAasugnoadna
+ Thailand 4.0: "aswanAu Digital Transformation unnniA
dou
. wans:nudassav: IWUlomaldsumsaduauunsy ua:
GulaluwdauAaumsweuunlasoasiowugiu

«  MSUSUAD: D wunuigUs:lgsuonlason1ssy LU Novnu
WCUUN SME K3D Tax Incentive
e ulourwn1Gasna
VAT ahKsSuusnisadna: nmstnunigoinusnisooulad

. Wans:nUdassAD: IWUAUNUATSIRUSAISD1DADVUSUSIAN
HSpaaml(s

«  A1sUSUAD: NUNDU Pricing Strategy Wa:H135LWU
UJs:anSAMWLWSABAISILUVUU
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e ANUEUWUSS:H3wUSINA
« govonamsAuazinalulad: naskuldinalulagonnuiv
Js:tna

+  WaNS:NUCIDSSAY: D19CDVKI Supplier S Technology
Partner (KU

e AMSUSUOD: a$1v Vendor Diversification wazaaniswown
UKavlaed

E - Economic (LASUJNY):
msa'1uémm1mmsugﬁowﬁad§unaqns’

anm:lAsygnvdowalagasvcamavdouovrusinata:nsaadul
AvNUUDVISSAD

Jodg1ASUTADAIATY:
@ sosrsuniaua:dunumsdisogw
. anumsaidonuu: LOUWDLWUGU AASDVEWEVEU
.« WanS:NUGDSSAD: aNANS:UQS-30MSIENgUINGU dando
upVASILUUHEDAUA
«  misUSud: LU Value Proposition AZaLOU H3pasouwaLno
sIANEDYALTNEVIA
© ravdouoonduitinng
.« mMS3As:H: WvanmMawusieldua:qmstuasunuav
W ANSSUNSED

« wWans:nucddssnv: ndusiglacdionvaanisdo nausielago
210gvAVEDMUUNG

e MISUSUM: 3S1uWanNtuNKalgs:=QusIAN
(Price Segmentation)
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9 MsWasuulavuovuaaiausuuiu

« INSUQ@: Remote Work, Gig Economy, Skill-based Employ-
ment

+ Wans:nucinssAY: AunuAulldgu, AIUAVNNS Flexible
Working

« msUsSua: UsulasvasivovAnsiia: Employee Value Prop-
osition

S - Social (FvuA):

mswaguudavdiadiaua:zAdgu

nswlaguudavnvdoaulugaddnatiaduisiua:aonaciownanssun
uslnAdgIoLIN

- - l ’ ;\ il k\
AMswaguudavnmvodavaudineg:
n d0AURgVie (Aging Society)

« ana: auong 60+ :1UU 28% upvUs:uInsiul 2030

+ Wans:nuUcpssAY: LUadguLUavAIUADVNISIUAILAzUSNNS,
mist3inalulag

+ Tomanvsso: HealthTech, Simple UI/UX Design, Fami-
ly-oriented Services
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e mMswWasuulavAliouuov Gen Z

« anueu:: (RADWAATYAU Sustainability, Social Impact,
Authenticity

+  WANS:NUCIDSSND: LUSUACDVIT Purpose NBatou WlEuAug
aum

« msUSudd: a51v Brand Story AtAgdUpvnuUs:tGudvau, (G
Influencer NiJ Values asvnu

€) mswasuwavlasvasionsounsd
«  INSUd: ASDUASIIALILWUTU, Msldvviudiay, Janlogas

+  WaNS:NUCIDSSAD: ADIWCADVNISTUAILAzUSAISILUU
Individual u1nn31 Family Pack

o AsUSUOD: Usu Product Portfolio lla: Marketing Message
(RIHU1:=au

T - Technological (tnalulad):
msug3anluikegadv

tnalulagludodeniuasunlavisongaua:aonans:nuuinngalugn
Jdoyuu

inalulagnJagulnussno:

o Artificial Intelligence ua: Machine Learning
«  MsWauu: Al Alguiuvigdu stAmgnav dadwauisagodu

+  WaNs:NUCDSSAD: LUAgUISMISHvIULfiDunnWg 910
Marketing [Udufiv Operations

«  MsUSUM: 15U91A Use Cases Avie U ChatBot, Content
Generation, Data Analytics
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o 5G ua: Internet of Things (loT)
. Tasvadwwugiu: 5G ASDUAGU 90% UdvUS:BINSILAD

-

+ Wans:nucddssND: LWWalonaasivusmsiHundoonIsns
I@oucipsiatdouazlades

. misUsud: AalBaduntdus:Tosionn Real-time
Connectivity
9 Blockchain ua: Web3

« mswauu: inalulagiblafgsniwuindu ucgoluidu
Mainstream

+  WANS:NUCiDSSAD: D10LUAYUIEMSEISLOU, MSHANISTUDLA,
Msasivnd bl

«  MsUsSud: Aamuua:naaoy udlidavsuavnuiked

E - Environmental (Foudaaou):
ANwgviiuludalassu

JodududvwadaululailunAdadhna udnaretlulomaniossio

Environment

\)
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wudltududouadsy:

o Green Technology ua: Sustainable Business

A2 WADVNS: JUSINALEanEaauANludasAUEVII0dDW

volawseu: LUSUAND Environmental Responsibility Unla
SundWBovlduINNN

A1sUSUCD: USU Supply Chain, Packaging, ua: Business
Process (H Sustainable

e Carbon Footprint ua: ESG Reporting

UonKUQ: USUNUUNQlKEdDVS190IU Environmental
Impact

Wans:NUCipssAv: Aovis:uudaua=vams Carbon
Footprint

Tona: asv Green Technology HSD Consulting Services

L - Legal (nHU1O):

msUsSuMIRnuAunLAtUNiHL

—

nnrUIglugnddnadnislUaguudavagiosiatsawalinunutnalulasd

nHVI9aAtyndavaamu:

o PDPA (Personal Data Protection Act)

damKuaQ: MstAU (3 uazluawgdayadiuynnadiovlasu
ADUEUYDU

Wans:NUdassAd: AovuUsSudsmistAudoyaua:M Marketing

MsUSU: asvs:uu Consent Management, LUU
First-party Data, lUsolalunistduoya
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@ w.s.u.iasugiiouwaawasu (Platform Economy Act)

« UamHKuQ: uwaawasuddnadavoan:tdauna:uguanung

ltneun

«  Wans:NUCDSSAD: IWUAUNUNSAILTUVIUEHSU
uwaawasu, uctwundubooloruslina

«  MsUSUd: DouwWu Compliance, (AW 010U
Competitive Advantage
e Cybersecurity Law

« J2mMKUQ: DuANSADVTUIASMSSNBIAIIWUADONETDNA
(WplV[ValuiSvall

+  WaNS:NUCDSSAY: Oovavnulus:uuSNVIAIWUADQNEY

« Tloma: asussno Cybersecurity Services HSa(3AWU
Uaoanigllu Selling Point

3.3 stuudbyalduanaiuanAiuazaala
Szgzdal: 7 uin

msadvs:uuU Business Intelligence AlRJayaldvan ugandoyatdu
“UNUUTHY” MsOs:uUAaWISaLAU 3tAsH wa:zudavdoyalrinangiu
Janalguan (Insights) NUNULGLILIGRSY Wudvnuens:KITONUNAUR
anu

DVAUS:NDUUDVS:UU Business Intelligence
noUs:ansnw:

1. MSsoUsOUTDYadINHANHA1YUHEY (Data Collection)

' Data Collection

.
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uHavdoyadArynapvlEpuciD:

First-party Data (JoyafniUuidunv)

Website Analytics: Google Analytics, Adobe Analytics
CRM System: JoyaanA Us:3an1sda msdacio

E-commerce Platform: Jolyan1s8o N1s Browse duA1 Q:NS1N
gANv

Social Media: Facebook Insights, Instagram Analytics, TikTok
Analytics

Email Marketing: Open Rate, Click Rate, Conversion Rate

Mobile App: User Behavior, In-app Purchases, Push Notifica-
tion Response

Second-party Data (Jayaoinwisatuos)

Uoad1n Business Partners: JOQIHU1Y, RIRUSNsladadngd

Uoyavin Platform RuloFu: Lazada, Shopee, TikTok Shop

Third-party Data (Jayad1nniguon)

Market Research: Nielsen, Kantar, GfK
Industry Reports: Euromonitor, IBISWorld

Government Data: Shunviuandusvsd, NSUWCUIUISSADNISM
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2. Ms3iAsi:Hua:uuvnduanai (Customer Segmentation)

MsuuvnauanAulEuAnsuuvaIu Demographics LADVSIUNV
waanssuua: Psychographics

35nsuuvnduanmuuualstsu:
Behavioral Segmentation
(wioanuwaanssuy)

+ Purchase Behavior: n2wd
{umisdo yar1NsBo Us:Lnn
aumngo

T

e
793

. Digital Behavior: Channel it3 12a i Active ooulau nis Engage
flu Content

e Customer Journey Stage: Awareness, Consideration, Purchase,
Retention, Advocacy

Value-based Segmentation (WUvOIUATUAI)

« Customer Lifetime Value (CLV): yaAianAtaaaas:g:z1dantdu
anm

. Profitability: in{sAldonanmuda:Aundangu

. Growth Potential: lomatunisugnoyafnsdo
Psychographic Segmentation (uwUvau Lifestyle ua: Values)
«  Values ua: Beliefs: AnGgundowacioniscadutodo

« Interests ua: Hobbies: Fofautoua=tganlu

e Pain Points: Utur1KSoAWdpvnishgolulasunisunlu
il «

~
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(281N ISULLVAIUINATUDY
E-commerce Fashion:

n&du “Trendy Shoppers”
« Demographics: Htdv 20-30 U s1gla 25,000-50,000 uin
. Behavior: dotdorLdoua: 2-3 ASY YaAlads 1,500 UIN/ASY

« Digital Behavior: Active UU Instagram ua: TikTok, Qa0

Fashion Influencer
« Values: (dlo(3o0uwWsu aennlBAUdULRUIINULNSUQ

« Marketing Strategy: (3 Influencer Marketing, Show New

Collection fiputAs
naw “Value Conscious”

« Demographics: NNLWA 25-45 U TAsauAs) s1ela 20,000-
40,000 un

« Behavior: 3oldoWLU09UU UDVKIUDVATUNIWASIANKU:EL
« Digital Behavior: AuKUola Review fiaudp, LUSeULRgUSIAN
« Values: A2 WAUAM, ATUNIW, ADIUNUNIU

« Marketing Strategy: LUU Quality ua: Value for Money, iJ Sale

wwa: Promotion
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3. MsAmamsaiua:3tas1=Ruudliy (Predictive Analytics)

msigUoyatundatwanmanistdaunnad:yiaiRvuWulawugIni
nMsAmMamMsaINaAtYdIHSUSSND:

Demand Forecasting (MsA1an1saind1UADYA1S)

« 38mis: (Upyanmsuiglunda, tnsudaana, Jodgnieuan (1Eu
LNANNA, aNIwWonIA)

« Us:lgsl: )oulWu Inventory, MKuQ Production Schedule,
dams Cash Flow

e (MDYIV: MONISEUDNLFIDNILWEUD:=UN9AEIVIKU LWDLOSEU Stock
ajcorln

Customer Churn Prediction (n1smMan1sadanAHIg)

« 38ms: Jins1:Hwadnssuganmnlandalunda Kuwninsutéioung

« Us:lgyd: UovnuanAKieaienisni Retention Campaign Aui
v:=dlgy

« o8 gnANluda Email 30 Ju + IBoudv 60 JU = LdYVHY
80%

Next Best Action (Msuuzthnisns:MnGRaa)

« 38ms: (3 Al SLAs1:RUDYagnAILCiazAULWDLU:LN31ADSMD:(SCiD
@

. Us:lgsl: WU Cross-sell, Up-sell ua: Customer Satisfaction

«  Mog1v: gnANZonivnududndsuu:untdadiauuulnu HSoAJSIH
diuaawons:Auirdo
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Market Size ua: Growth Prediction
« 38ms: SDUSDUﬁaLuJamﬂHaWEJuH&io StAs1Kinsuanstaula

+ Us:lggd: Douwunsavnu Msyg1gaala MsWauInaanun
{HU

e (MDHIV: 0a1Q Sustainable Fashion (U Thailand 2:1Gula 25% ciD
U
4. msaso Dashboard ua: Report A ode

L S—

Joyandnaanlsus:Tostimusmslilgntondaliansalddaaulold

v

KHann1sasiv Dashboard NdUs:anNSNW:

o LU Key Metrics AdAty IWlgmstadoyannagy udidaniawn:
dhlavidowacomsdaduld

e Visual ALgtovig 18nsIW, 3, 1a: lcon AEISRIGRIAAUA Tudoo
q[20RIS[OR[V

e Real-time K%o Near Real-time JayandstuUoaUuwalidaau
{olanunovn

o Drill-down Capability axuisnnanidnluQsiga:ideaiduanialio
(poMs
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A28 Executive Dashboard d1HSU
E-commerce:

Sales Performance (Wan1su1g)

. Total Revenue 3ui vs. tp2U vs. UALAD
» Conversion Rate by Channel

+ Top 5 Best Selling Products

Customer Insights (JoyaanAn)

* New vs. Returning Customers

« Customer Acquisition Cost (CAC)

+ Customer Lifetime Value (CLV)
Marketing Performance (Wanisaanq)

» Traffic by Source

» Cost per Acquisition by Campaign

* ROAS (Return on Ad Spend)
Operational Metrics (ch35amsanduviu)
¢ Inventory Turnover

» Average Order Value

» Customer Service Response Time
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3.4 Ms3As1zRIBvantwarkiAlalUsagungvéiu
(Resource-Based View)
S=gz1Dat: 5 uln

Mstid VRIO Framework: 1ASoviios:undulatUsgununosy

WomalusnduuavmsitasBMetu Ithdavaiunsas:ylainswenns
fauovavAnstduualAauov "AdUIAIUSyUtunISudodungodu”
(Sustained Competitive Advantage) 2€10ULND5Y

nsoundDIUAQ VRIO (Valuable, Rare, Inimitable, Organized) Wulrdov
JonnsowavnogaeliistdiionavlatuovAnsasiuAIuLancIvng
wdvasntdsuuuulula

nNSWINSAas1vWaawsos
nswensv:oAtuMLUDUUEI8lRDVANSaUIsnlgUs:lusuonloma
HSpaawans:nuvINguassala

35Us:LluANUDATUAN:
. nswennstdrowusielariaaadunuldrsal?
. UugrsuAdnyHuavanAHiaasious-aunsainaoulanialy?

« JudglhisiapuaunvcanisidasunlavuovaalraldidsiniiHso
W2

C’DDU'\\)HSWEJ'IFISI’IUFI&IFI'IZUUFI avdna:
gwuuaqaaﬂnmnuqmmw

« ATUA: ¥DuM Personalized Marketing LWU Conversion Rate 25%

« wWaawshnala: Customer Acquisition Cost anav, Customer Re-
tention LWUTU
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stuu Al NtiSguswadanssuanm
«  AEUAY: MaMstuAIUAavNslduuugh aa Inventory Cost 30%

——

waawsnyala: Stockout anav, Cash Flow adu

AuvUAGANU:aSNago
o AtuA: USuddnulnalulag
(RUTALSD Time to Market au
av

. waé‘w sAdala: lWWadd

waoAeuntrulaSonNALLY
3 16ou

)

nswenasiliildlas a Al
nswennsv:asivANulasaulapAudvaiuliedud HSpHUDYNILSY
1N

5sUs:lJUADIUKIENAN:

. DAWUOASIUABNSWENSILUULGEIAU?

.« nSwennsirldoerdosntuaana?

. Jovlduaiunutwevialunsasionswenns?

doagrvonswannsinkeniuvsuning:
Uoua First-party Data Asufidu

. ADWHIN: USUNEUlHedDdayaanmliasu HialUlaGauda
StHIWUWAAWDSU

o AWlAawWsSyu: awisaasiv 360-degree Customer View (A
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A IWAUWUSNAUUULWUAU Key Partners

¢ AIWKIEIA: NMsaswaNulIdvbbLazANUSIUboAdnGvlGan
KaoU

« awldwssu: [GWoulundndi, AWSIUDDIUNISWAUUIWAARAUN
Brand Community Audounsvo
AWK Msas1v Community AJ Engagement gollilgi3ovdie

« Awlawsseu: i Organic Marketing ©1ng@nm, Cost per Acquisition
an

FoAgudornoulila
nswgnnsnaonlaguuuulagnno:=asivadulawdsaungvdiu

Uodsamikaoniasunuusna:
1. Path Dependency (AmYWUWuwaUs=3amaas) nSwainsntiaoin
A1sa:auds:aumsaiua:nstseuseduiu
CDE&N: Reputation wa: Trust NAS$1VUIDINAISIRUSAIS
AdcioLliov 10U
2. Causal Ambiguity (n>wwlidaouvovaika) lidalouiio:lsho
akquavAIUASY MiKaonldgunLuuen

peg1v: ScuusssupvANSANIEWUNVIUD Innovation ua:
Customer Service NQ
3. Social Complexity (A1WBUTDUNIVAVAY) NSWENNSALAYITDVAU
ADWJUWUSS:HIWAUKA1ENGU

Ao8g1v: ADWAUWUSAAS:KIWNU Sales, Marketing uas:
Product Development
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4. Intellectual Property (nSw8dunioUsysyl) nsuas,
LASDVKUIgNISA, auansnUovAunisannlagulluunivnnRuIg

g Algorithm AgnUovAuddeansuasua: Trade
Secret

Auawisatunistsus:lovu
AsonsSwennsnalutwavow Aovidlasvasivuazns:-udunIsntkuI=aulu
MsGUs:losUpg1olQUANgNIW

pvAUSs=NDUUDVYNISYONISAA:

Organizational Structure (InsvasiwovAns)
e UWUACVY a Nvuscunulad
«  OAMSUUvRINALA:AUSUNQBDUABALDU

» Decision Making Process Adouazdus:ansnmw

Management Systems (S:uUNSYQNIS)
e [ KPIua: Performance Measurement ﬁ'u“cuou
«  S:UU Reward la: Incentive AgoandovAuldKUNY

« 1S Monitor ua: Control AGUS:aNSMW

Corporate Culture (30JusssUDVANS)
. Values ua: Beliefs Aaduayunisidnswens
. msiSgudua:wauuinghodallion

« A WSsOUDpUAzNMsLUvUUAIWS
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ogvunisus:tidu VRIO udv Netflix:
nswenns: Content Recommendation Algorithm

Valuable:

« WU User Engagement 80%

e aqQ Churn Rate 20% Rare

. 0 Algorithm AubugnAudows :0doya
+ User Behavior Lgo: Inimitable

« [B1>a1 10+ U lumswouun

. [ Data Science Team Aufvunsy Organize

+ UlAsvasivovAnsnauuayu Data-driven Decision

Waaws: Netflix awisnasiv Sustained Competitive Advantage (u
nisuwu:zun Content NNBUBDU

MsUs:gnalg VRIO lunis)wnagns

+ s:ynswennsiriu VRIO Nv 4 Uo nswennsiHallfAo Core Com-
petency NdpvuQuUaLa:zWIUCiD

+  K13SIWUAIIUKIEINLAzADIUEINIUASADNLELULLUU avonuLWUlu
nsSwennsndFngnIwaznatetlu Competitive Advantage

« UsSuUsvovAns{rldus:lagsuoinnswennsladdu nsweinsnauc
luonsvamsnda:luasowaaws

Hantdgvnisavnulunswennsiliiniu VRIO luAJstdgdaiua:ou
Us:untunudviliasiv Competitive Advantage

dHSUNUSHIS UszLGudAtyAn nswennsnasionnuldusgungodiu
Agaunlulscd “tnalulad” Ado
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Chapter

710 Positioning ua:nagns
Omnichannel

Szgz12a7: 30 uNn [ datdu: Msasivuus:aunsaugnAINaGnananv

DCIEIUS aonmssaus
lUDE—TUE—TOUﬂlSEJUU NlSEJUD daiuasa:

o Jvuchukuvuusualulanadnaddy Perceptual Mapping La:daya
GNED!

@) 2onuuunagns Omnichannel Aadous:aumsailssagcio
€) ounwumsdaaisuuuysanmsiasandaonndaomy
0 Sawaua:usudsous:aumsaiagnmagiucatioo
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n{un1sov Positioning ua:
Omnichannel fivdAtyniNLAY

RavoNLTNRANIUNISAIUDVAULDVLED JutDucialUADMS
AHUQ "vadu” lunarauaponuuu "Us:aunisad” No=dav
UpUlHaNnMWIuNNgovunivagvanaus:aiunu

tugananAldsudayauiAuigua:intotdanlisina ais
Auusuav:=awwisalaalauuazasivadnuus:nuldla dooil
vadundapuna:us:aumsainauysaiuuulunndQduna
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AUMMelugndauu:

. anAmiZyovnvlaas 6-8 govnvnaudagulods

. anM 73% AmMaK3vUs:aunisninanandaviunnyovnv

. MSUGVIURSULSVFIEADIHIDALANGIVALADSY

. nalulagfddsunUavrintidooUsu Positioning agvciLiing

4.1 nagnsnis>wduHuviulanddna (Digital Positioning)
S:g:10a1: 12 un

Mswld Positioning luga@dna: u1NN31NIsasvnmwanuald

Positioning Ap N1sasvmissUSA “dalou Lancv ua:tilusisau”
tuloupvanAINguIUIKLIY DIRgUAUALTYAYRUG ualugnadna
Positioning TWlalduuAnisdoaisniuluvrul udidunisasio
Us:aumsaiRaulkaaunalunnyadauna

Positioning uuulan vs. WUWUlKL:
uuuts: “uonlHanAmwo”

«  Wowinisluyauiua:nisus:=s1dauwus
+  AUAUTDADWIO 100%

e Waawsldaon Brand Awareness

wuulhu: “tHanmauwa”
« asus:aumsaunaoanaovlunngooniv
+ ganmidaiusdulunisasiv Brand Image

—

+ Waawslavn Customer Experience lla: Brand Loyalty
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mslguayalunisdv Positioning

NS Positioning lugnaSnaluindsavoINNIsAALOIHSDAD SN
ucidov{ddoyadsvonwadnssuia:AIuAaLRUYDVaNAT

uHavdayadHSu Positioning:

o Social Listening Data NMsGamuua:3tAs:AMsyaiiotusudiu
ls13oallde (Waldnio Brand Perception ALADSY

dpgmslBoiu: USUNLAZDVADIVLHVKOVS Social Listening
Tool 3LAS1:K WUDT:

. 60% UDVNMSWATVLUSUALALIAU “s1ADA”
. 30% 1AYIAU "ATUNIWE"
. 10% 1AYIAU “UIaNSSL”

LUSUASVAa&UlDUSU Positioning 91n “ADUadgnarade” 1u
"ADUAdENAUAY” IWD{RanaAdDVAUNISSUSUDVANAT

e Customer Survey ua: Focus Group Asa1sIvAUAQLRULA=NS
vQ Focus Group Watdlodndoiivadiudovnisua: Pain Points

ogvuA1anu Brand Perception Survey:

-  u

. 0oAOAVILUSUGUDVLS dvlisnndndvAoo:ls

LUSUQUDVLSIANCIVDINALUVDENVIS

mutdaniduusuduovtsws iHawalanaAtyRaa

HInwusuduovisuau d:0unanuuulku
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e Competitive Analysis N1s31As1:BALUVIWDHIEDVIWIUOaaR
goluilnsAsaunsDY

35n1S31AS1ERAUU:

SJUSDOU Marketing Message UpVALUY 5-10 S19HaN

. 31As1:K Value Proposition Awantwtdu

. KIangulidinsuazdov Kéarhlalud

. UszlduAnwauisauavisitumsiinluasaunsavaalu

msas1v Perceptual Map AhgdnlansvPerceptual Map lUtA3ow
dondrelRiRunIwauuudvdunazil “¥ov31v” (Gap) tuaalan
wusudawisatniunsounsovla

duaounisasiv Perceptual Map:

[l
_— a9

o 1doniaind1Aty (Key Dimensions) DGRGApvIdudonanAlato
D5V 9 Lazawisaugnug:uusuala

MogviaarSussAvcD a:
«  $IUDIKIS: SIA vs. AruNw, A WUV vs. AWLDUAULDY
. audnIwu: s1A vs. Wios, MSEoIudie vs. A uaals
« uwaawosu E-learning: 1A vs. ATUNWLGDKN, 1DVY vs.
3ndo
e iudayadngnm HanMIRA:uUULUSUGcY a Tuuda:oa

dr2e19Msd1s29: “AstuNlRA: LU 1-10 S1HSULUSUALAZDVEDD
dalud”

. AusiMAWEVIA (I=uwouin, 10=9AUIN)

«  MuATUMWRAONTUN (1=AtuNIWc, 10=ATUNTWGV)
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€) >10Map uasSiasiA hAzLUULABUVLCA:USUGLIIIVUU Graph
200

(Do&w Perceptual Map ypvaaratadovaov:
AtuMwWgv (10)

|

| Premium A Luxury B

| . .

I

| Gap!
siMuwo(l)-—-f---—----———-——- s1A1QN(10)

I

| Budget C LocalD

| . .
AruMWE (1)

N1S31AS1:KYIN Map:
Premium A: AtunIwgv siAmuwouiunano
(Mercedes UpvLASDVE1DV)

+  Luxury B: AtunIwgv s1Amuwoun (Uoowutwoe)
+ Budget C: Atumwuiunaiv siamuwodiunaiv (Ganuan)
+  Local D: pcuniwdiunano s1gn (Lusudniaviiu)

+  Gap: AtuMmwav s1Agn (lon1anav!)
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A1sLaon Positioning Strategy

WatRuntwsouuavaalaudd dovidonnagns Positioning AlKU:aU
AUADIWAWNSALA:LUNRUIgUDVDVANS

nagns Positioning Han:
0 Attribute-Based Positioning (lUuAfuauud) untuauualaw):
Atktian31ALYY
ogv:
«  Volvo: "Ad1ulananunaa”
+ FedEx: “d@vlauduaufudunaly”
. Zoom: "Us:yuidloAlafiosiaa”
1olHSAISIS:

ONtHUDNIALUVDEIVBALDU

e WoawsasSnuIAULKGDNINIATUS 881D
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e Benefit-Based Positioning (tiuUs:lestl) 1iuus:lusunanAio:
[asu
oognv:
e Uber: “lGunva:=adn lidovsouu”
. Spotify: “Wolwavhsauldnnfnnioal”
« Canva: "‘Donuuunsiwnlavieudluonny:”
(ialHsSASIS:
. Waus:TusUnlRTAUKUIEAUANAT

—

. Woawsnasuelddalouingiav:-adungvls

. Waus:lgsulduud Pain Point NdhATY
e Use/Application Positioning (tuun1s{doiu) LUuaniunsaiHSD
38nstduiutaw:
adogv:
« Red Bull: "tA3pvAulRwauvIudHSUAURVIURUA”
«  Slack: “uwaawasudoaisdHSufuIuaTstHy”
« Notion: “s:UUSQNISVIUFHSUAUARBDUUSULLCY”
tiolHSAISIE:
. WadmsiBoiutawi:Addovrhladnaa
. Wpawisansaunsovaalalaw: (Niche) 1a

. WadpumskanidgunisududulagasvAudtilaaia
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0 User-Based Positioning (lGunauRld) (iunduanAtaw :Aoa
DoENY:
« LinkedIn: “lASougdvAudHSuUdooBw”
« TikTok: "uwaawosSuAWUULRVEIRSU Gen Z”
« Harley-Davidson: “Udl0osSlsAdHSUAUSNDAS:”
ialHsSAdSIE:
. WawnlonguLthEuNEaNI UL
. Wonaulthrunedanudavnsiaw:

« Wpawnsaasv Community 1@

Competitor-Based Positioning (LGun1SWUS8ULAgu) 210chiLHUVLAgU
AUALUvlagaso

Moo
«  Pepsi: "sasAsulHUALanc1v9IN Coca-Cola”
+  Mac: "A2wAaasassA lgnismoiuwuu PC”
+ Shopee: "s1A1QNNI1 Lazada”
olHSADSIS:
+  WaWuRMBv (Challenger) davAisaingnAINALN
. adaaldundaoun31AuyY
. WaAudvbyasauRduda
msnhaasuua:usuusv Positioning

Positioning IWlEdonAv3udsAv ucdovnaaauta:usuusy
pgvucioLlino
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3sn1snadou Positioning:

A/B Testing Uov Marketing Message NQdou Message Auancofu
Waq3dulkuldwadwsansa

oENv:
« Message A: "lA%D0ED1VATUNIWGVSIANEDULEN”
«  Message B: "ADuadgninsa Alnaola”

« Sawavin Click-through Rate, Conversion Rate, Brand Recall

9 Social Media Sentiment Analysis 1As1:KADWSENUDVAUAWOHY
wusudlulsldeailae

ASJLASTEK:
+ Positive Sentiment: LUSUGIRADIWSENUUUIHU
+ Negative Sentiment: Aulisouo:[suovuusua

+ Neutral Sentiment: AusYnuuUsualugu:o:(s

e Brand Tracking Survey &1529
mssuguusudidus:g: (WaQ3
Positioning WasulUluRAN1Y
AdDoMISHEDIL

KPI AnJsd@acu:

 Brand Awareness: AU
SONUUSUALWUTURSDIL

e Brand Association: Aul3oulgouusuanuo:(s
e Purchase Intent: lonanAux:=doaum

« Brand Preference: Lusudtdunivtdonauautlnila
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AsalANU: NS Repositioning Uov Netflix
Positioning LU (2007-2010): "DVD by Mail Service"

« JuAdwa:=adxnlunistyn DVD
. WSgulhguausudalbuuulau
« Target Market: AunluoginooNINUIULWILEIKUD

mswasuudav: inalulad Streaming Suduntoy
Positioning (KL (2010-2015): "Streaming Service"

« wWuna>wa:adxntumsqlanun
+ WSgulhgunu Cable TV
+ Target Market: AUACiDVNISADWEQHEUIUNISQRUY

misiasguudavdnAsy: Audoisuri Streaming tWUSU
Positioning J99Uu (2015-J>3Uu): "Original Content Creator”

+ LUU Original Series ua: Movies ATUNTWJV

« WUSgyulngunu Hollywood Studios

. Target Market: AUACIDOMSITDHAMIQABUTLTA
unisgudn Netflix:

1. Positioning Govlddsumunistlasunlavupuaana

2. nsid Core Competency (KU (Original Content) ¥28as1v
Differentiation

3. msavnulunswennsnaduauu Positioning
(Content Production) LlUudvs1UuU
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4.2 msodnuuunagns Omnichannel
(Omnichannel Strategy Design)
Szg:1dan: 12 un

ASWdANULAANCIIVS:HIY
Multichannel ua: Omnichannel

tugARaNADUDIUWUSAULUSUGRIUKAINKa18EDINIY
Jszaumsauuuu Omnichannel

Anngavnvrhvu@audanuagvlsascia (Seamless) A
urasgulruinuialula

Multichannel vs. Omnichannel:
Multichannel (wuuuandou)

+ uda:yovnivniviuLgnINAU

. Jayaanmluidoudianiu

«  wunviundazgovnioligus:daanm
. anAdavladavtunnyouno

MoevdeyH1 Multichannel: anAldduAiua:nsiuu Website uad
Insousiga:weanu Call Center uadwunviulisingnmauidaum
o:(s dovlRanmMuonlKU

Omnichannel (wuuidoulov)

. nadovmutdaudaua:uuvdudaya

. anmIdsuus:aumsaifciaLiiov

«  @WNSABUAUALTDONVKGVLA:DUASAEDINIVHEY
+ UoyaanAmdulaauuu Real-time
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dhagwus:aunisal Omnichannel AG: 3nAQIUATUU App - AU
Push Notification d@uaa - AanlUR Website - lda:n3cgollids
- 1aSU Email reminder - Insaaunu Call Center AZUS=3GN0KUQ -
daautodonulnsAwn - [UsSuuavndu

A1S3LAS1:K Customer Journey WUU Cross-Channel
fioupDNLUUU Omnichannel Strategy Covldn{dNouI1IgNAILAUNIVWIU
gounvuav a agvls

JuduMISOLASI:H Customer Journey:

sousaudayadnANNyouNIv (ovidUpyanASOUAUNNYQTUNE
Auganm

uHavlsyadAg:

«  Website Analytics: KUW[HuRanAQADUD:3D

«  Mobile App Analytics: Feature [HURlGUDEAaQ

« Social Media Insights: Content IHURTG Engagement Jo
«  Email Marketing Data: Email TRUA{ Click Rate v

. Call Center Logs: anAInsmuizava:lsiiv

« In-store Data: woGinssun1sdalusiu

. Customer Service Records: Jtur1ianAMwuuog

t‘h"l

Vj{j/f;\\/
. el

g
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as1v Customer Journey Map Aufnsy (3dayansvasio Journey
Map ununisaiatan
(de1v Customer Journey UpvanA1 E-commerce:

¥ov Awareness ($9n)

45% 15910 Social Media Ads
30% L15Ud1N Google Search
15% 151N Word of Mouth

10% (3UINYDVNIVAUS

oV Consideration (Wo1s8un)

70% lUQsTwa:ldsan Website
50% 91U Reviews (U Social Media
35% WW3guLtRgusIAludULUSgULAgU

25% auULWaulu Social Media

¥2v Purchase (80)

60% BoWu Website
25% BonW1u Mobile App
10% Insdvdo

5% Udon3u

oV Post-Purchase (Havs)

80% Gamuaniuzwiu App
40% lwaasuaum(u Social Media
20% LUYU Review

15% Giacio Customer Service (DDEUTIKY
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s:y Pain Points ua: Opportunity K190RanAMDUtuKIKED
Jszaumsaualud

(Hoghv Pain Points AWUUD:

. anMmdavlddoyadilutca:gaoniv

. Jayalu Website liasvAuAwdnvIUUDANIOINSAWNA
. TUsludulu Social Media t31UTATU Website

o [lUawisadamuanu=nisavuovlauuu Real-time

AMsoonNUUU Omnichannel Experience

LUaLON(® Customer Journey 1ad JucpucialUfonisoonuuu
Uszaunmsadnidoulgvuazaoandoonu

Hann1so9nuluu Omnichannel
| Experience:

1. Single Source of Truth (Joya
1agIAUNABEDYNV) Joyagnm
Jum Ua:uSMSCADVUIDINUHAD
LQgdAU

msanduns:
. a0 Customer Database nanLdoucannEooNv

. a1 Product Database AdWLONLUU Real-time

« asiv Inventory Management System ﬁllaooaﬁaﬂoéo
«  WnousuwunuUlRIGs:uuLdeIAU

Us:lasu:

. anMmlddoyangndovtHbauiunnEaoN1Y

«  wunviuawisalrusnsiaogvananaoy

- aquowawaravnUoyaluasvnu
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2. Consistent Brand Experience (Us:aumsaiuusudanaaanaov)
nngovnivAovdoaisuazlrus:aunisaiNananaovnu Brand Identity

avAUs:NDURCGDVADOAIDV:

+ Visual Identity: laln & sULuun1sapnUUU

« Tone of Voice: 53511sd0ans NMUIALS

» Service Standard: U1asgIUNSIRUSAS

«  Value Proposition: oA UKANAGDVSIDAS
(Mog1vn1sn1 Brand Consistency:

. @ Brand Guideline AinsauAaUNAZDYNY

« (3 Design System LQgdnulu Website, App, ua: Marketing
Materials

«  WnausuwunNIUNNAUIKLON(D Brand Values

. asw Content Template ABlanngoonv

3. Seamless Channel Transition (MstJasugoavnivilSsaecio)
anmMausalsudunygovnivkivuazcatiaonangovnivla

(ogwnisn Seamless Transition:

«  Buy Online, Pick Up In Store (BOPIS): Gooaulal SURS1U

«  Try In Store, Buy Online: aouldAgundidodooaulad

« Start on Mobile, Finish on Desktop: Léuquu App #ouU Website

e Customer Service Handoff: louus:3091n Chatbot [Ugiv Call
Center
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4. Personalized Experience (Us:aunmisaiftludoudd) (Gdoyagnm
as1ous:aunmsauniawIzloNzov

58n1sn Personalization:

«  Product Recommendation: tu:thaufcuUs:3GnsE

. Content Customization: Ldav Content Aauld

 Pricing Personalization: (Rd>uaaciu Customer Segment

« Communication Preference: duUon21WUWIUEDYNIVNZNAN
GovuMs

aswcuullasvasioinalulagdissu
Omnichannel

Omnichannel TluaiuisamiaddgnisdanIsLuuLldy Aovid
lasvasioinalulagnsovsu

inaluladxdnidavi:
Customer Data Platform (CDP) s:uUfAsJUsJUdayaanAIDINNAGEDY
mouBAlded
A WaWIsaudv CDP:
«  SJUSOUUDNaYIN Website, App, Social Media, Email, CRM
. a3 Single Customer View Ansaunaw
« N Real-time Data Processing
. dvdoyalugus:uudu ald
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(a1 CDP Adou:
« Salesforce Customer Data Platform
e Adobe Real-time CDP

e Microsoft Dynamics 365 Customer Insights
Customer Relationship Management (CRM) s:uuvQMSAIUdUWUS
anMmAGaudanngavnio

«  WioasaAtyuov CRM d&HSU Omnichannel:

« (a0 Customer Journey LUU Cross-channel
« 90Ms Lead ua: Opportunity 91NNNE2YNIV

« dsv Customer Segmentation Ra:l3sq

e 3lAS1:K Customer Lifetime Value

Marketing Automation Platform s:UURY8d0UnAULA Marketing
Campaign wuusaludd

mstdviudiiSu Omnichannel:

« dv Personalized Message WiUKa18EDYINTVY

«  dsiv Triggered Campaign U Customer Behavior
« N A/B Testing WUU Cross-channel

« Jawa Campaign Performance LUUSsJU

Inventory Management System StuuﬁonﬁsaﬁaﬂﬁllaooﬁauuaLlUU
Real-time NN¥2YNV

ADWdATY:
. UavAumsuieduAmnKuoadon
. uaavamu:FumngAdaunNnyouNIY

« danas Fulfillment wuu Flexible (doo1n$iulanla)
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ns3awaditsouov Omnichannel Strategy

NS Omnichannel dovdlsiawandaloutwalRENlanaawsaun
Aot 5xSalu

KPI a8 AtyaiHisu Omnichannel:

o Customer Experience Metrics
« Customer Satisfaction Score (CSAT): Ao WwWwowaldlagsou
« Net Promoter Score (NPS): Ao wLéutuu:thikaudu
+ Customer Effort Score (CES): n)1uve{umsidusnis

« First Call Resolution Rate: nsuAUruRIGlUASOLSA

e Cross-Channel Behavior Metrics
« Channel Mix: dad>unis@oiunciazgzooniv
« Cross-Channel Journey Rate: % anAAI3Ha8EovNIv
« Channel Transition Rate: nMstUdgugovniousu:3a

«  Average Touchpoints: S1udUYQdUNalIDauADUTD

9 Business Performance Metrics
+ Customer Lifetime Value (CLV): yaAignAinanasdda
«  Average Order Value (AOV): yaFims@olady
« Repeat Purchase Rate: 50510153081

+ Customer Acquisition Cost (CAC): lUNUNISHIQNAT(HL
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dopgrvnisdana:
USUNUWSEULKYRUYA Omnichannel Laxl>awadou:

CSAT wWudu: 910 3.8/5 10U 4.3/5

Cross-Channel Journey wWudu: 00 25% 10U 60%

CLV wWwudu: 910 3,500 uin 10U 5,200 un

AOV tWudu: 910 1200 un 10U 1,600 uIn

ASTUFINUI: Omnichannel uov Starbucks

UauK1Qu:

anmAdovsaAdUUluSIU

lWawsadsuucdviasovaulaoiudovns

{Uds:uuU Loyalty Atdouda

Omnichannel Solution:

Mobile App Integration

anAdola:s1gduKIU App d39HN
ld3onaisula:3una=aon

Jsuucvindovduldaiudovnis

Loyalty Program Integration

Starbucks Rewards L#aucianngavniv
azau Point [anv App, 31U La: Website

{3 Point uanuavldnngoonv
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Personalized Experience
. wusthAdovauaiuus3amsdo
o dolwslusuou Preference

. Remember gastA3avauUs:

Store Integration
«  wUnuIULRUDDSIODSOIN App LWUU Real-time
« DgovsuwiAyarSuanm Mobile Order

+ In-store Display uaavdoyavn App

« Mobile Order lvT;Uﬁu: LUU 30% uDvgDQUIgSIY
e Customer Satisfaction lﬁ;uﬁu: Wait Time aqav 50%

e Loyalty Program Engagement l\ﬁuﬁu: Active Member LWU
200%

«  Average Order Value tWudu: 3nfn App Bou1nn31 20%

1. inAlulagdooundayr1oSounvanm (SoAdUIU)
2. msl¥oucio Digital ua: Physical Experience lUUGvaAty
3. Personalization aswAruAWuAgnAmL&UToTe

4. wunuiudaunLasguwsauaIisu Omnichannel
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4.3 mMs>wuwudaaisigonagns
(Integrated Marketing Communication - IMC)
Szg:10a7: 6 UA

n1slo Integrated Marketing
Communication {ugnadna

. D/ B2 | ovaduna:nagnsyoonio
Pay - | ~ AZaouldd N1S210UWUATS
Foansuuuysauinis (IMC) Ao
MsMIK "UoAdIU" (Message)
el . _‘.r:izfiamsaaﬂlhufuucia:u'f-)omo
A éwoa;l:g:lg“ﬁo;s:. i 4 = Linawgaaclnaaoﬁutta:aorla%
- AU tWaasvonwanuaiuav
wusudnudounsouaztiuniv
taedtuldupvWUSInA

IMC wuuL vs. WWUIKU:

wuuLAN: "One Size Fits All"

WUU(KU: “Consistent but Contextual”

UoAduKanLagdAU LadsullorouusSunuow
wcazyovniv

anMdaousouluNIsasivua:ussLinH

LJuN1sasiv Engagement ua: Conversation
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ANSWcuun Core Message AUTVUASY

5 AN AL

upvMsdoaisidovanandoviiu Positioning
LA:asIAIWUANCIIVIINALUY

2vAUS:NDUUDY Core Message Na:

o Clear (Fatou) FSuUastddlanuAzMUsuddovmsdon:ls
(o2& Message ABALIU:
 Nike: "Just Do It" (avidorin oghuAAQ)

« FedEx: "When it absolutely, positively has to be there
overnight” (l0oGovaviRaviuduaaluogoutiusu)

+ L'Oréal: "Because you're worth it” (L(WS1zATUAADS)
9 Compelling (thauld) as1wAnusdnkEonisns:rnndavns
inatnasivanuuraut:
« (8 Emotion unu Logic IWgv2gLaed
« asiv Urgency KSo Scarcity
« (38 Social Proof ua: Testimonial

. UDALEEDVSID (Storytelling)
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e Consistent (@aandov) JoAdudovanandovru Brand
Positioning ua: Values

N1SASIVdDUADIUEDQAADV:

Message Udofiv Brand Values HEd?
danandovAu Positioning A 1HED(L?

asvAuUs:aunsainanAlasusoHSalL?

o Credible (UmBafip) gnAdoiwusudauisariaiu Promise 14
S

38asonnuudoiio:

{3Uoyaua:andisousu
aav Track Record lla: Success Stories
iU Guarantee HSo Warranty

{3 Third-party Endorsement

AsUSU Message [HLIKU:=AULCazEDUNY

WJo=0 Core Message LGgIAU WeidSAIsUNLaUDoVUSUIRIKUNAU
anutu:lLa:WIBuDVLCIazEDINIY

MsUSU Message MugavMv:

e anutu:: Interactive, Visual, Informal

«  MsUSU: I3nuRuAu, WU Visual
Content, LlUalonalk Engage

e (DD INUAD:UDN "WaAATURATUNIW
go" {3 "Behind-the-scenes unvN1s
Waa" KSo "Customer Testimonial
Videos”
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anueu:: Informative, SEO-friendly,
Detailed

misuUsu: (Rdayansudu, [3A1AURN
LA8DTov, UlAsvasivngalou

@ogv: 3510 Landing Page Rdsuie
Value Proposition pgva:liogq wsau
Case Studies

anugu:: Personal, Direct,
Action-oriented

AsUsSu: ft?z“j'aauﬂﬁ‘l, dv Personalized
Content, 0 Clear Call-to-Action

cnaa1o”aaa0[ua]Fﬁuauaunﬂahj
a:n31 1Swoltu:thauAmnAIIgAURDID
yoU”

« anueu:z: Attention-grabbing, Concise,
Conversion-focused

«  MISUSU: I3 Headlines AGuqaansm,
lJu Benefit LnnNd1 Feature, J Urgency v

M Ads.

e o8 “aq 50% f)UUI.I’]']UUI aum: \/_
ﬂﬂJﬂ']WWSlUEJUtUS']FﬂnIﬂSCI ALY - :
'[Ou
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« anuefu:: Tangible, Experiential,

SHOP Personal
I —
«  msuUsu:(HanmMladuwaaum, {3 Visual
-Ee Merchandising, Nawunviudoais
i |:§ Message

ﬁ & « a1 90 Product Demo, id POP A
doans Key Benefits, ANnwunoiuwaaio

Unique Selling Points

A1sasiv Content Strategy I’ial:l'UHL!u IMC

Content fid LASDvidpHan{uN1sdoans Core Message (HgnAILN(®
LazvaN

Us:Lan Content Ad1Aty:

1
L

. Educational Content (1iaK1lHADIWS) ashoAudoiipuazAdu
S{Iplealay

oogv:

How-to Guides: 35(Gwanntunagvius=ansnw

Industry Insights: insudua:doyalugaaiHnssy

Best Practices: lUd>N1UAJUGNG

U
FAQ Content: ouADIUNNADILUDY

2. Entertainment Content (Liok1AWUULAY) a510 Engagement
lLa: Brand Awareness

oogv:

Viral Videos: S0loNiblomaussgv
Memes ua: Trending Topics: LUoRNLAgITDVAUNS: LT
Behind-the-Scenes: 1500S1J1UDVKAVUDVUUSUQ

User-Generated Content: LUpH1A@nA1as1vdu
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3. Promotional Content (LldHK1dvlasunisuig)
ns:aunsaaduivdo

ogv:

+ Product Announcements: Us:mAJuA (KL

« Special Offers: lwsluguua:aiuaa

«  Limited Time Deals: UolauansAaLdan

« Seasonal Campaigns: LAULUTYOIULEIVINANA
4. Social Proof Content (l&aH'lHé'ng'lum\)éf\)nu)
asoanulngodio

opgv:

+ Customer Testimonials: A1SUSDVYINGNAN

+ Case Studies: nseEUANYIADILETSD

« Reviews Ua: Ratings: N1s{RA:zLUULASID

e Awards ua: Certifications: sS10Jala:n1ssuUsov

106 | Aol KANgas Marketing & Technology For Executives



nsdawauazusuusv IMC Strategy

IMC GovidnisdawangocioliovtwalRnsiudlanwaawsautUnrule
K3Sol

KPI dAryainsu IMC:

o Brand Awareness Metrics
+ Brand Recall: nss:anfivuusudlaglubnisns:=au
« Brand Recognition: N1sJ1uusudlatioLiu
«  Top of Mind Awareness: LUSUQUSAAGNHOIURUIORY

+ Share of Voice: dJadyuniswafiolRgUnUALUY

9 Message Effectiveness Metrics
« Message Recall: "1sodoAdwla
+ Message Comprehension: N1sLUN(dUoAI W
« Message Association: N1sL¥oulgudoAuAULUSUA

« Message Believability: AU @odinupvdondiu

9 Engagement Metrics

» Social Media Engagement: Like, Share, Comment, Click

Website Engagement: Time on Site, Page Views, Bounce Rate
« Email Engagement: Open Rate, Click Rate, Forward Rate

¢ Content Performance: Views, Downloads, Shares
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0 Conversion Metrics
« Lead Generation: 31UdU Lead AlASU
« Sales Conversion: 9as1msuUav Lead Wunisuig
« Customer Acquisition: S1UduUaNATKUATASU

* Return on Investment (ROI): nacioulunuvINNISavNuU

nstUiAnNUYY: IMC Campaign uav Dove

Challenge: asvaduwuancdiviuaaraaynuuoiugo
Core Message: "Real Beauty" - A2 WIUALNADSVUIDINADIWIUDIU
(DLov

n1sUSU Message cnugoonv:

TV Commercial
« lioH": Real women with real bodies Wl Professional models

* Message: "You are more beautiful than you think"
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Social Media

« Campaign: #NoDigitalDistortion

. lior: MWRKEGVSVIUFKIUMSANLLCY

« Engagement: 3OUWHEIVIWAANIWSSSUBIAUDVAILIDY
Website/Digital

. oK Self-esteem toolkit SHSUAAS

«  Educational content (3pvnsasivAnuuld
Outdoor Advertising

+ Billboard uaavWHtgonndy NAsUs10

« Message: "Beautiful at every age”

Public Relations

« Beauty workshops & HSUKR£gvad

+ Partnership AUDVANSIWDANS

WAAWS:

. Brand Awareness IWUGU: 910 65% LUU 85%

«  Brand Preference tWugu: 910 40% LUU 65%

. Sales Growth: LWUTU 30% u 2 U

. Social Impact: WUSgutUavnssusi3ovniuviutudonu

unisgudn Dove:
1. Core Message Nudvunsvawsadsuldlanngoaonio
nst¥oulegv Brand AU Social Issue as1v Emotional Connection

Consistency Uov Message asivoAdudua:=ANULEdED
MsdawadovuAsDUAaUNY Business La: Brand Metrics

AwoN
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= O

asuua: Action Items dhHSURUN

Key Takeaways d1Aty

@ Positioning dovsvondoyadse

« (38 Social Listening, Customer Survey ua: Competitive
Analysis

«  a%0 Perceptual Map IWWoH¥av31oluaana

.+ naaouua:Usuusv Positioning aghvuciatliov
e Omnichannel Ao Customer Experience ﬁauqsn:i

. (Boudadayaua:us:aumsainngovniv

« ds1v Single Source of Truth

« Jawav1n Customer Journey LLUUSDOU

€) Mc dovanandpvudidanu
« Core Message LGgDAU LAUSULTDHIOMUUSUN
« aso Content Strategy AKaNHaeLcdanandonw

« 3awanv Brand wa: Business Metrics
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Action Plan s:8: 30 Ju
auanrn 1-2: SiasrRaaiunisaidoauu

1. M Brand Perception Audit
« 1AUUDWA Social Listening 3 LGougiduHaY

d1579anA1 200-500 AULEDY Brand Perception

3LASI:H Message UpVALUY 5-10 S1g

N

. 31AS1:K Customer Journey Jod3UU

SOUSIUUDAYINNNLEDVNIVND

as1vo Customer Journey Map wuua:aga

s:y Pain Points ta: Gap NdAty

FUaFn 3: DDNUUUNALYNS 3. WU Positioning Strategy
. @ Perceptual Map 2ndayantAuL

« fNKUQ Positioning Statement (KU

+ NQdou Message AU Focus Group lana

99nNUUU Omnichannel Experience

. fHuUQ Customer Experience AdovMSs
. 2VUWUNSIEDUCDS:HIWEDVNIY

. s:utnAalulagndovavnuiwu

FUaHf 4: naaauua:usuusvy
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e Pilot Test Positioning ua: Message
«  NQdou A/B Testing udv Message (KU
« Su Small Campaign (ugovnNIvKaN
@ >uwums Implement sz
« as1o Implementation Timeline 6 L10ou
. fKuQVUUS:UITULA:NSWEINSAADVNTS

« (v KPI ua: Milestone d1Aty

AMSLOSYUANUWSDUdIHSUUNISeUcialU

unieudalUd:I:dn1E0v “Nsdaassouls:urruta:sawa ROl
Foo:ldnagnsildoInnIsIv Positioning tta: Omnichannel U
AUEUMSAVNUARAUAIAGQ La:a51vs:uu3anaRaNsawgol
A WASOldogvdaou

1AYdAU Positioning: LUSUAUDVATUDERIKUIU Perceptual Map
UDVOAIHASSU ta=v:gnelUduchuruvianv:asvoAnulalussu
UINAZQ?

1Ae2AU Omnichannel: anMuavAruGUrur:IsUvLbaIUasulU
{Bygoonuciiv a wa:v:unluagvlsius:aunmsailSsoucio?
1AEIAU IMC: Core Message UpvllUSUAATUADD:TS La:USuldagnols
{HIHUAULda:EDVNIVIQggVAVAIUEDOAADY
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Chapter
KannN1SUSHKISVULLUU

Performance-based

Szgz12a7: 30 A | aLdu: NSYQASSVUUSUITULWDWAAWSJVJQ

achs aonn15159us
Luaauaountsauu WLSEJUO diuisa:

@ @nsou70-20-10uMsSaassouUsTUMSaaIREWTNALNS
e a3195:UUUSHKISVUUS: UL UUSaHEUAUSUTAMUWAdWS
e uenue:ua:ld Leading vs. Lagging Indicators lunisadaduld

@ huoau ROI was ROAS aghvgndavtiaus:LTUUS:aNSMW

n1lun1sUSKISVULLUU Performance-based
dvarAtynNLAg

AsUSHISVUUS:UtUAIsaaalugaadnalawasusinnistdu "Atd
J1g" gnmistdu "Msavnu”’ NAAKIVWAODULNU WUNADVaINSDIOASS
vuus:unaulapgiuidRanMsua:daRguLWDas1OWaawsnN1vssNvgoda
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A>IWNIMgluNMsuSHIsvunIsaalagnlxL:

« gounvnisaanaiduinnIlau Lavuus:uiudAQ
+  wWaawsOovaiwisndawalaua:zwgoula

. Msugvdugorinti Cost per Acquisition LWUTU

. nAalulagasuEadovdsuouds:unaulinu
ADIULAANCIIVS:HITVAISUSKISVULLUULA LAz LU UTHLE
uwuuLA: “ouds:uiaumunonssy”

«  LUVVUMUZEDVYNY (TV 40%, Radio 20%, Print 20%, Digital 20%)
. doounsolGendud TWasuulao

+ Jawavn Reach ua: Frequency

« aumsldouliruaneiut

wUUlKL: “ouUs:u1aumUNadws”

«  UWUvvUMUAIUaIWISaasiv ROI

« USuvulluu Real-time cnuUs:ansnmw

« Jawavin Conversion ua: Revenue

« WuMsiBoulRinanaawsgodaa

99
' o e

LI B
| 4
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5.1 ﬂSDUﬂ'lS'\'I)-OEISS\)UUS:U'IEUﬂ'\SOa'IOG'lU
Waviu
Szg:10a1: 12 uln

mstdiong 70-20-10: nspunisavnuiasivauqa

An 70-20-10 (JunsauMSHUALIYaS10aUQalUNISaVNUSHIY
AdWUanase Mstaula wa:uianssy GulduAweuulos Google
dHsSunsusHIslAsuMs walagauuidsuldaunisusHisouUs:UeU
nIsaaiagvidus:ansmw

Hann1sudvns 70-20-10:
70% - mMsavnulu "&oAWgoLudd" (Proven/Core Business)

A191AQAD: vuUs:UruddulRedlUAuAonssunbUSOaudaaowaaws

nauwa=awisamansadla
Jagus:avA: SNUINS:LAIDUIOUA:zAULANYSUDISSD
doogvunisidvuus:=uiau 70%:

Google Ads dHSU High-intent Keywords fnssfivune Software dHSU
HR wa:wu31 Google Ads &HSUANAUKT "HR software”, "payroll
system” I ROAS 4:1 aghvaitauaun 2 U misdaassouds:zuieuddu
thedluAdldumsAadulonauikaauna
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WadwsSAMaKSY:

e Cost per Lead: 500 un

» Conversion Rate: 15%

e Customer Lifetime Value: 50,000 un
- ROI Autiudu: 400%

Email Marketing nuguganALly Email Marketing AuanANLAedo
wacunix ROI goua:Amamsadla twsianAtkantsvonuusuduadua:i
AW

pgIuWaAaWS:

* Open Rate: 25-30%

e Click Rate: 5-8%

» Conversion Rate: 12-18%
e Cost per Sale: 50 un

Facebook Ads Lookalike Audiences n1sniLookalike Audience v1n
anmnangaunliwaawsnAianisaila wsi: Facebook d:H1AUND
anutuzAagAUaNAILaU

Content Marketing A Performance & Content Atrernuailawad wu
Blog posts A Rank Jolu Google, Video tutorials A Engagement gv
AasIasuUvUUS:UrUluNS Promote LWWU20% - Ansavnuiu “SoRduud
lUu” (Emerging/Adjacent Opportunities)
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APIaAIL: vuUS:UITUdIHSUADNSSUATANENIWEY uagolilawgou

{us=gze1d
3agus:avA: K1govnivnsiaulalkiula:ygngaala
Adagromisidouus:uisu 20%:

TikTok Ads d1HSU B2B wJ TikTok d:10uuwaawasudrsu B2C 1u
Kan uciiSuid B2B companies NlAWad Msavnu 20% udvoulWwanQdou
TikTok Ads d&KSU B2B 1UUNSLEg0NaULIROauna

AIsnadaou:

« vuUNQ&ou: 100,000 un/tdau Wudan 3 Ldou

« WKW1e: Cost per Lead chn31 Google Ads 30%
« KPI: Lead Quality Score tigulni Google Ads

Influencer Marketing uuanalv (Micro-influencer) n1ssoudonU
Influencer NiJ Follower 10K-100K UN{K Engagement Rate gunin
Macro-influencer ucidovldalunisdanisuINnI

Mogvlasvnis:

e vuus:uigedu: 200,000 uN

«  ADUSOUUDAU Micro-influencer 20 AU

. 10IHWe: Brand Awareness LWUTU 40% {u Target Audience

LinkedIn Video Content Video content uu LinkedIn (Suldsun1U
dguua:id Organic Reach NA ucidiovavnulumswaa Content ALUNWED

Al-powered Personalization n1s{3 Al {unismi Website
Personalization HS2 Email Personalization DfFingniwgv uciciovavnu
fuinalulagua: Data Science Team 10% - MsavNuUu “NISNQadv”
(Experimental/Breakthrough Innovation)
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AP1aAIL: vUUS:UEuEIHSUNISNaaovaVlKLRTAIULESVFVUC
p1vasvmistdaguudavasolHed

3agus:avaA: asoudanssutaznAnulalseulus:g:91
dagrvmisidouUs:uiau 10%:

Virtual Reality (VR) Marketing Experience NM1sasv VR Experi-
ence IW2{HaNAINQADVIBWAATUNNDUBD LEU gnAauisa "lauq”
UIuDe10H3D "apuld” LASDVINSHWIU VR

dogvlasvnis VR:

§SAD: USUNUIELASDVINS

e vuus:uieu: 500,000 uln
« WHWY: aa Sales Cycle 91 6 Ldou WU 4 1Gdu

« 383awa: IUSgulngu Conversion Rate s:H31wanAINlanaasv VR
wa:lilanaaov

Blockchain-based Loyalty Program n1sasiv Loyalty Program A
{3 Blockchain tWalRgnAmaiuisalou Point (RAUIAHSDIE Point U1y
usua

Voice Commerce Optimization N1sUSU E-commerce (R{BuiunWiu
Voice Assistant L5U "Alexa, dodoniuw 2 gu”
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Al-generated Content at Scale N1s{3 Al as1v Content aalula
dHSU Product Description, Social Media Posts K32 Email Market-

ing
nsUsudadou 70-20-10 cuanunsal
nn 70-20-10 (ulgnammedd wanasUsumuanmiunsaiuoussnD

dHsSu Startup HSossADISUTHL:
*  50% Proven, 30% Emerging, 20% Experimental
«  IHQWa: GdvHK1gDYNIVNlANaISIIWDLDICISDA

dnsussnaniGulanso:

60% Proven, 30% Emerging, 10% Experimental

« IHQWa: AovNMIsUgIgaalaLa:KIgovNIiKL

[ — <

dHsussioniluguihaana:

+ 80% Proven, 15% Emerging, 5% Experimental

« HQWa: SnuncuKuUvLa:zUpvAuRuyY
dHsussaondovns Disruption:

e 40% Proven, 30% Emerging, 30% Experimental
. IHQWa: GDVUMSASVUIANSSULWDLBIHINALUY

msdanaua:usudsvaaddu
n1sldnn 70-20-10 AovUmisdawaua:usudsoognvocioLliov

mMsdawaucazaou:

70% Proven - 300 Efficiency Metrics:

«  ROI, ROAS dovAvnHEaIWUTU

+ Cost per Acquisition GovAVAHSDa0aV
« Conversion Rate Govilangsnw
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20% Emerging - 30910 Growth Metrics:

* New Customer Acquisition Rate

+ Market Share tuaalafsu

+ Customer Lifetime Value uaug@nAlKL
10% Experimental - 50910 Learning Metrics:
«  31UdU Hypothesis ANQ&doU

«  91UDU Successful Experiments

. aRWGuMs Validate Ideas

MseNelAsSVNISSEKITVKUIA:
tolAasvnslu 20% KSo 10% [awad AdsYlURUDQ 70% LazlWIUVU
Us:uigu

doe: TikTok Ads ALBUAUIU 20% Emerging [dwadiu 6 l@auusn
(ROAS 3:1) ueénelu 70% Proven wa:twuvouuUs:u1tud1n 100,000 WU
300,000 uan/Lédu

5.2 NSUSH1ISVUUS:UNEUULUUEQHEU
(Agile Budgeting)

S:zgz10a1: 10 un
AsWasuon Annual Budget 1UU Dynamic Budget

vuus:ureumisaataldadstdudoicedduazauliava:Asy udads
gAdwdaKgu (Flexibility) aiuisadsutlasunazlgndrgs:K310
wAUWeUKSaauMuldagusiadiaurwadwsitAadunsy (Real-time
Optimization) WalRLBUNNUINYNIBIUAUZVNES9WAaDULNUGVFA fU
1adu
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UJtuHuov Annual Budget uuulau:

o liauisausuddldipaniunsaiuasu diagnv: COVID-19 riH
Event Marketing luawisarild ucvuds:uirudioagluruiadua:
[uawnsalenlu Digital Marketing [Arniunavi

waralomaniiadunalot diogv: TikTok 1Sulda Ads Platform
tulng walddvouUs:=uieutkaotwonaadaou twsizvaassluruaudd
Locaud

€) Wlatdus:Tosiondoya Real-time (dg1v: Google Ads I ROAS

ANd1 Facebook Ads 200% wciluaiuisalonvuuds:zunaululaiwsn:
nnLnuNMeiu

HanNsuov Agile Budgeting

o Rolling Forecast (MsAmamMsailtuunav) tNUAD:RUWUTLGED IE
Muwu 12 tdaudiostnucadiaannidaursannlasuia

3smis:

« 10DUUASIAL: MUWU U.A. 2568 - 5.A. 2568

« GDUAUATIWUS: USULIWU N.W. 2568 - U.A. 2569
« 1GDubunAu: USULLIWU J.A. 2568 - N.W. 2569
Us:losu:

« DA wWdargulunsusulinu

. {Upyaargalumsaadul

«  dwsasudonuaduluuuuau
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9 Performance-triggered Reallocation (mslgnoumunaaws)
aS‘I\)ﬂﬂmfunnUOLOUD‘\LUDIHSHDSTEJﬂ\)ULJS UITUS=HII0EDVNIY

adagunnLnun:

« 01 ROAS yovgovunivtachnii 2:1 Wuldal 2 Juakdacionu
- aQuu 50%

. &1 ROAS uavgounivlagon3i 5:1 Wuan 1 dUaK - tWuou
50%

« 01 Cost per Acquisition gono1tUIKUIY 20% — HygauAuley
un

3Jr

dpgwmsidoiuasy: UsUn E-commerce UHOKGODAYAANIT 1
Google Shopping Ads (K ROAS cinn31 3:1 Wuan 3 Sudadonu
d:lgnvuus:u1ru 200,000 unlU Facebook Dynamic Ads nun

e Reserve Budget (vudisov)
daassvuus:uieu 10-15% 1B
tOuvudsoviwoaauauov
lontakgadnqantaadu
AzNURU

ms'fu\nu Reserve Budget:

WaAuUviTruKua:Aavnstvumsluuauwaugvanm

Lol Trending Topic NLNEITDVNUSSAD

Lataadngaua=Govnisn Crisis Communication

« Wodlomalasouviunu Celebrity Ko Influencer 8oav

. N \
ociitc
-}
A 14
i ":

mn R _ 519”

EBE
igEa
"!ﬂll
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9 Test-and-Scale Methodology SucUAIgVUUS:UITULAN A WD
naaou taldwadudiAvsugnsvuds:uigu

Process:
1. Test Phase: (3uu 50,000 uln nQad@ou 2 dUak

2. Analyze: 31As1:K ROAS, Cost per Acquisition, Quality of
Leads

3. Scale: Swadawsan UKL RWuwuLldu 200,000 UN

4. Monitor: GOMUWaawsag1v(Nadad Scale uasrgvlawadog
K3l

ASasivs:uu Budget Management NéiaH&U

o Real-time Dashboard a3 Dashboard Auaavdayanisidou
Us:uiruna:wadawsuuuisgalng

Jayannasiilu Dashboard:

. vuUs:UATULEUGagovnv (Sud, UanKd, téoud)
« ROAS/ROI uciazgovnivuuulsgalng

+ Cost per Acquisition LNYUAULUIKUIY

« Conversion Rate lla: Click-through Rate

e VUUS:UItUAVLIKADUA: Pace NsBou
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€@ Approval Workflow 1530132 a$105:UUBULEOUUSLIRUAEILISD
dagutdladaiadpunmisusutuasu

e Approval Matrix:

+ msUsuvumelu 50,000 uin: Manager s:aunailvayuala

«  MSUSUVU 50,000-200,000 u1n: Marketing Director ouuJa
« msuUsuvuuInNn31 200,000 un: CEO KD CFO pula

e Cross-channel Attribution Model as1vs:uunaiuisaiawadws
LLUU Cross-channel tWadaassvuus:unauldagnoubugh

UsuKuov Last-click Attribution: anALRU Facebook Ads — AN
Google Ads - oWu Email Marketing szuuU Last-click 2=(RlAsQa
Email Marketing 100% wcin2W2SvONNEDVNIVLEIUEIY

mMsunludde Multi-touch Attribution:
« Facebook Ads: 30% LAsQQ (Awareness)
* Google Ads: 40% LAsQQ (Consideration)

+ Email Marketing: 30% LAsQQ (Conversion)

AscuAnuU: Agile Budgeting uov Netflix

anmumsal: Netflix Goun1sIWU Subscriber (U380 SudonL3gvld
Traditional Approach (auu@):

. Jaassvu 100 Suuindrsutd

« WUVLUU TV Ads 40%, Digital Ads 30%, Content Marketing 20%,
Events 10%

o (Buuus:uraumuunwulaglyilasuuuav
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Agile Approach (i Netflix N1950):
1Goun 1-2: naaouHa1gEdVNIVAIEVULANG

TikTok Ads: 5 3huuln

Instagram Stories: 5 auuUIN

YouTube Pre-roll: 5 3huun

Influencer Marketing: 5 31uu1n

WwaawsKavldoun 2:

TikTok Ads: Cost per Subscriber =150 un

Instagram Stories: Cost per Subscriber = 300 uIn

YouTube Pre-roll: Cost per Subscriber = 500 un

Influencer Marketing: Cost per Subscriber = 200 UIn
misUsuasudaui 3:

IWUOU TikTok Ads 1Du 15 &uuin

LWUVU Influencer Marketing 1Uu 10 &uuin

aqvuu YouTube Pre-roll tUU 2 auuin

* H8aQ Instagram Stories $IASD

Waaws:

. 1d Subscriber LWUTU 40% LODIRgUAULNULAL
o [BouUs:zurauinauuclawaawsanin

+ lasgusingoomolrulanadluaaiaoldy
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5.3 mMsJananmsaitiuviuuazcadsdia
Szgz10al: 8 Un
nsugnue: Leading Indicators ua: Lagging Indicators

—

1sdaau Iomaoaomﬂmujo Igndov WU (DVAISAUYNUY=SHIW
38 A T as

saRmamsaiouAalGAUGEIaRasUNadawsAIAasuULAD

Leading Indicators: (h@3aiAamsaiaunnald

Leading Indicators ﬁadaﬁior‘iLUe‘iauuUaoﬁaur‘iwaeTwémossﬁoo:
Waguau Msaacmu Leading Indicators 2:828tiUsUnagnslanau
Av:anetAulu

(Moe1v Leading Indicators dAey:
o Website Traffic ua: Quality Metrics

e Organic Traffic Growth: nistGulauov Traffic 910 Search
Engine

. Time on Site: DaDAsARGLLBUIBUUSUTEA
« Bounce Rate: 5051M1s22nNBUBARUAKIOLI N
- Pages per Session: S1UdUKUNID39AQCDMISIELUBU

ANWEATY: A1 Organic Traffic IWUGuua: Time on Site uludu
Laavin Content Strategy [Awad wa:=o:UhlUg Lead Generation
AWUTUlUBUNAC
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dhagv: USUNUY Software wu31 Blog Traffic tWudu 50% (U 2
L&DUAWIULN 1a: Time on Site tWUDIA 2 U1A WU 4 UA Wwafo
Lead Generation LWUZU 30% tutdoun 3

e Social Media Engagement Metrics
 EngagementRate: (Likes + Comments + Shares) / Reach x 100
« Share Rate: 91UDUNS Share IRYUAU Reach
« Comment Sentiment: AD1WSdnNLGvoudn/auluAduAaLRu

e Follower Growth Rate: 9a1s1n1stulaudy Followers

mslBvu: Engagement Rate Agoduunulug Brand Awareness
AWUTULA:gDQUIINATUIUS=8:81)
9 Email Marketing Performance

«  List Growth Rate: msiaulauavsigdo Email
« Open Rate: oas1MstWaoua
«  Click-to-Open Rate: 50s1mspantiatfiguiiumsidadiua

e Unsubscribe Rate: 901 1n1sgnlannisaunssualua

Predictive Value: 5lwand Click-to-Open Rate gounthlud
Conversion Rate NGNJ
0 Lead Quality Indicators
« Lead Score: A:LUUAWUND:LJUA Lead d:8
« Time to Contact: 1Da191nALA Lead suiivmis@acio
« Meeting Booking Rate: 9015111590V Meeting 911 Lead

+ Lead Source Quality: (tunIw Lead v1nuciazgaon1o

Lagging Indicators: cTJﬁa“oﬁ'asLJwaa“ws"
Lagging Indicators fincdianuaaowadawsntiaguudd tuddéu
gudinagnsnmiawassorsoll

fdaLdoH HANZAS Marketing & Technology For Executives | 127



(Mo8v Lagging Indicators dAty:

o Revenue Metrics

« Monthly Recurring Revenue (MRR): shglaus:otdou
«  Annual Contract Value (ACV): yaAdruryiiadeciol
- Average Order Value (AOV): yarmsdodoloay
« Revenue Growth Rate: 90s1nstaulauovsigla
e Customer Metrics
« Customer Acquisition Cost (CAC): Aunu{umsH1gnmiHL

. Customer Lifetime Value (CLV): yadianmaasaygdvldain
Wuanm

« Churn Rate: 90s1M1sKg(Uupognm

« Net Revenue Retention: n1stéiulauovsigldoingnAitdy
e Conversion Metrics

« Sales Conversion Rate: 9as1msuUav Lead tOumsung
« Website Conversion Rate: 9as1n1suUav Visitor 1UU Lead
« Campaign ROI: naciouunuINMIsSavnuluLAuLUeY

+ Cost per Acquisition (CPA): dunuciomislagnm 1 Au
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msa§1os:_uu5cme_1_uuuauqa (Balanced Scorecard)
mMs3awanaAovino Leading ua: Lagging Indicators Nauqanu
o280 Marketing Scorecard:

AG1u Financial (Lagging)

« Revenue Growth: LUNHU1Y 25% YoY

« Marketing ROI: LUNHUNY 41

+ Cost per Acquisition: LUTHU1Y < 2,000 UN

G1u Customer (Mixed)

» Customer Satisfaction Score: LUWHUN® > 4.5/5 (Lagging)
« Net Promoter Score: LUWKU1g > 50 (Lagging)

« Brand Awareness: LUTHUYY 40% (Leading)

a1 Internal Process (Leading)

« Lead Response Time: UKL < 15510V

« Content Production Rate: LUYKUY® 20 pieces/10ou

« Campaign Launch Time: LUWHU1g < 2 dUOH

AQ1u Learning & Growth (Leading)

« Marketing Team Skills Score: LUNHU18 = 80/100

« New Channel Testing: LUYKU1g 2 channels/lasuna

« Technology Adoption Rate: LUNHU18 90%
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MsAUdeU ROI La: ROAS agvgnciov
ROI (Return on Investment) - Ms3anWacaauunuaisavnu

dgas ROl
ROI = (Revenue - Investment) / Investment x 100

(ogvnisAudeU ROI:

* avnu Google Ads: 100,000 uln

. swldAtiadu: 500,000 UIN

 ROI=(500,000 -100,000) / 100,000 x 100 = 400%

ROAS (Return on Ad Spend) - mis3awaaauunuanmsluyaun

das ROAS:
ROAS = Revenue/Ad Spend

(ogvunisAUdeU ROAS:

o {8919 Facebook Ads: 50,000 u1n

« s1glavn Facebook Ads: 200,000 un

« ROAS =200,000 / 50,000 = 4:1 (K50 4x)

A2IUUANCIIVS:HI0 ROI La: ROAS:

. ROI: 3arlsgnsHnAunuAvHLQ
(soudunudum, wuldauwunoiu, A1)

« ROAS: J0s1gldnournAunudu a tKW1zaHsuIaUs:ansnmwns
luyaun

N1sJ1ASTzK Attribution Model
n1sdawangndaovAovtdniviucda:gavonivddiulunmsasivenquiy
pgvls
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o First-Touch Attribution IlASG0 100% AUBDYNIVLSARANATWU

m [ o¥ovnvnasiv Awareness (A4
m lUtRuAtuANYDVYEDVNIVNYDE Convert

9 Last-Touch Attribution {FtAsGa 100% ANV JaMefoudo

m lhiv¥ovnivnidaiulunis Convert
m lUtRuAtuAYDVEDYNIVNASIY Awareness

e Linear Attribution uuvtAsaatii a AulnAgovuN1vAanAIRIU

m (R WaAtyAUNNEDVNVLIILAgUAU
m o1vlUaznounduaAtyNUADSVUDVLCA:

goonv
o Time-Decay Attribution (KlASGAUINTUAUEDYNIVAINAAUNS
doundu
m a=AausNSWanuLAvSVUDVLdagDINIY
m 919QONEDYNIVAASIO Awareness
(us:g:e1d
dogvonmistUsaulngu Attribution Models:

Customer Journey: Facebook Ad - Google Search -» Email -»
Purchase (1,000 un)

Fjﬁallj-am HANgas Marketing & Technology For Executives | 131



e First-Touch: Facebook = 1,000 un, Google =0, Email=0
e Last-Touch: Facebook = O, Google = O, Email =1,000 un
e Linear: Facebook = 333 un, Google = 333 UIN, Email = 334 un

e Time-Decay: Facebook = 200 uin, Google = 300 uNn, Email =
500 uin

= O

asuua: Action Items &hHSURUN

v

Key Takeaways d1Aty

€@ ©6na 70-20-10 agiwiinagns
. 70% avnuludoAwgouuddiwanauluAY
.« 20% avnululomatkuiwonistaula

« 10% avnulunisnaaovlWau3anSsY

e as$1vs:uuvuUs:UIULUUEQHEU
« (3 Rolling Forecast unu Annual Budget uuucmecd
« Tlgnouus:uraumuwaawsuuulsgalng
.+ 103guvudisovlWanauauavlonman:znusu
€) sowadredssanavaa
. 18 Leading Indicators tWamanisaiia:usuusy
. 138 Lagging Indicators tWadiugiun)ua s

« 10N Attribution Model ItWadaassvuus:unaulauuug
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Action Plan s:g: 30 Su
auaikn 1: 3ias1zRn1svadassvudouu

o nunoumsigouus:ueuUiKIuL
« 31AS1:K ROAS/ROI upvlcia:gooniv
. s:ygovnmonlawadua:lawalua
«  H1 Pattern unvnsidouus:nruAUs:aunduass

9 daHUdaHKLMWAA 70-20-10

—

« vanvnssuUvUULE 3 HUdQ: Proven, Emerging, Experimental

« Qdaduldauulluagnvls

. s:yAnwdsvazlomavavdadiulosavu

- - ~ - .
auanrn 2: ashos:uudawalyu
Dashboard Q. search something =3 T Johnoos a5
5y Folowers B uikes Comment ts 3 rosts Account
36,200 8,24,913 18,822 1,503
Account Statistics ® folowers O likes O Comments Day  Weeky  Monthly ‘vv

Iohn Noe &

e Wcuun Real-time Dashboard
. SOUSOUTBYAINNNYDVNIVLIALGED
. a5 Alert loWadwsn3HEDgoNIUHUNY
. fHUQ KPI AdhArunv Leading ua: Lagging
0 ashv Attribution Model
. &N Attribution Model ALKU:AUSSAD
. Aadvs:uudamu Customer Journey

. noaaunmuqnﬁaouaomsa‘owa
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U1K 3: 99nLUUS:UU Agile Budgeting

9 asnnacunnislonouus:=uieu

. fKuasuluAgauI RIS AdSTuNVU

. a%w Approval Process AsJatsd

. Jaassoudisov 10-15% LWoAdWEaHEU
e NQdouU Test-and-Scale Process

« L@DNYDVNVIKL 1-2 ¥DoN1vuInQdou

« fMRUQVUNQdDULA:LNEUNADIUETSD

«  DIVURWU Scale Mwaawsa

dUa1Hf 4: naaovua:usuusy
e Su Pilot Program
«  NQaoVlBs:UUIKUAU 20-30% Uovvuus:ultu
« lAUUbYala: Feedback pgva:ldaq
« WSYUINYUWAAWSAUISLAU
@ >ounums Roll-out
+ UsuUsvs:uunnu Lessons Learned
. aSouWuMsUggNalunvuovAns

e RNDUSUNUIRLUN(DS:UUIRU

=2
’ [Add—m
& BUDGETPLF
& V.
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e ™
Mo 2

tndoviioua: Template dHSURLN
Template 1: Budget Allocation Framework
(70-20-10) 70% Proven Activities:

Channel: [s:ygovunv]
Historical ROAS: [S:U ROAS gouKav 6 LGou]
Budget Allocation: [91uduvUUS:UNeU]

Expected RO [ROI AANQH3V]

20% Emerging Opportunities:

Opportunity: [s:Ulonatlxu]
Potential Impact: [Wans:NUAANQKIV]
Test Budget: [Vunaaou]

Success Criteria: [LNeUNAWASD]

10% Experimental Innovation:

Experiment: [S:un1snaaov]
Hypothesis: [auuayiu]
Test Budget: [Vunaaou]

Learning Objectives: [LUNRUgNISISOUS]
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Template 2: Real-time Budget Performance
Template 3: Performance Trigger Rules

Increase Budget Triggers:

« ROAS > [X] for [Y] consecutive days — Increase budget by [Z]%
« CPA <[X]for[Y]consecutive days — Increase budget by [Z]%

« Conversion Rate > [X]% — Increase budget by [Z]%

Decrease Budget Triggers:

« ROAS < [X]for [Y] consecutive days — Decrease budget by
[Z]1%

« CPA >[X]for[Y]consecutive days — Decrease budget by [Z]%
e Click-through Rate < [X]% — Review and optimize

Pause Campaign Triggers:

« ROAS < [X] for [Y] consecutive days

 CPA >[X]x Target CPA

» Quality Score < [X] for Google Ads

KUvddua:uHavdayauu:un

KHUvdadAey:

« “"Marketing Accountability” lag) Malcolm McDonald

« "The Marketing Performance Blueprint” lag Paul Roetzer

« "Data-Driven Marketing” lag Mark Jeffery

- "Digital Marketing Analytics” lag Chuck Hemann
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tASovild Analytics ua: Attribution:

Google Analytics 4 (Enhanced E-commerce)
Adobe Analytics (Adobe Experience Cloud)
HubSpot Marketing Analytics

Salesforce Marketing Cloud Intelligence

tASoviio Budget Management:

Google Ads Scripts (Automated Bidding)
Facebook Business Manager (Automated Rules)
Microsoft Advertising (Automated Bidding)

Third-party tools: Optmyzr, WordStream, SEMrush

= - X (O
r —
=" "= BUDGETPLAN
.
Nt
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mstaanldinalulagiwowauunnagns

"inalulagnangalulauronmsidindaviionaravenga
ucivonmsiaanidiaSaviioniHu:aunganulUHUIgssSAD”

n1saala (MarTech) lanaroldu
noviindAtylunisdulAdounagns
f N1saaraadelly udnistdonidng
@ Us:3n5n1wdovuioinaduLdniaiu
=) LUHu1gnivssav lulgnisaluns:ua
HEDN1SBDLAZDVDDIWSI:AIUKAVIHA
fuundis1o:1839us35n1SsPDNILUU
antagnssulnalulagnisaalaua:ns
(BUs:lgsuon Al pgvsitdaala

6.1 n1soonuuuaadagassuinalulagnis
aana (Marketing Technology Stack Design)

AJIWHUNgUA:ADIUEATYUDY MarTech Stack

MarTech Stack Aanguuavinaluladua:iadovdaciv a ApvAnsLdan
BuazdaudadndreAuWaaliuauuns:uauNISNIVAISAAIANVHUQ
doucmsasionagns msdaans MsatAsizH [UsufivnsusuUsonadws

ANSDDNUUU Stack NOD:=¥IUIH:

Uoyalraldgulang1vsiusu s:K310tASDVUDCD A

aanIsnIvIugIBou wa:us:Kgaldatuavny

IWuAWLLUg tunsaadulooindoyanauysal

Jsuuunaldowmsiaula upossno
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Jtyr "thSovidoudu” (MarTech Bloat)
KHlUvluA1wAMeAwuuUdeNgaAaan1d: MarTech

aNHQUDVUJTYKN:

. msBatndovbipuenduluda:unun laglidnisus:aiuoiu

. nsdaauldidonindavlalasqawiwioas liAafvnisidouda
. momsmouwuamUmaﬂssuﬁaqaﬁ' saou

«  MstAutAzoulatinl3 “lApo:td" uiv:HinsovlalHLuLAD
Wans:NUUDVUJTYKN:

+  Upyans:vans:og Mikuavnwsiulula

. ABTI9gulu sInMIsHalAdaviioArivIuBIAU

. Auviuduau Ws3o:tEInsavialtu

«  MSAQJUlPAIB LWSI:ADVSIUSIUTDYADINHANYUHAD

msdaduladonagns: All-in-One vs Best-of-Breed
Mstdonuuoniolunisasiv MarTech Stack LOumMsAadulonaAsynga
J 2 LUdNIVKAN:ULUON1V All-in-One (LWaQWDSULAYIASULASDY)
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—

ADIWHLNY: MsBuwaawasuldgdNiwonguasuAsunnAIUNISaalq

. msidoudiadoyadie Lws1:nnaevaglus:uULGYD
«  MISYANISVIY URIRUSNISIWEVS1I9LAED
. dunulagsauchn3i WatAguAunisdoraneln3oviio

e MSWNDUSUNUVY LWSIES:uuLae)d

«  Wwasowliluldatunndiu twsi:wegieuiinnago
« AWdarguIINa lunmsusuncvmIuAILADVNISIAWI:
« A2 WLEVOINNMISWOWIRIRUSASIWEVSIELGE)

.  msauUlnsadovsauwaawasu luawisaldan@inalulaginulas)

IHUN:aHSU:

d D\)ﬁﬂSUU']Olgﬂﬁ\)ﬂaﬁ\)ﬁ(:l_DOﬂ']SHDWU\)"]EJ

—

. AUADNSWENAS IT 31AQ

. ssAvRdAUADVMISMVYMISaa1aRlBUBDaULIN
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wuonv Best-of-Breed (1aantnsavidadngaluucia:aiu)
ADIWHLAY: N1sldoniAsovilonldulaatulcia:aiunisaala Ladun
(Goucinnu

. Us:ansmwagvaatuida:anu lwsi:uda:iA3oobal3us1dlawizn g
. A WdaKgugy awisaasuladaviialdaudavms
- ms{3inalulagarals twsi:danlaonRIRUSMISHaNYs1g

« AsUsSuuuNaMuUAILADYNTS [Apgvidus=ansnw

. A WBUFoulumstioucio dovild APl Integration
«  AUNUAMSYONISIV ADVYONISHANERIRUSNIS
.+ AWBYIHNY IT gu AovlAUALIDINATASN

«  AWLEYVINNS Integration 9190UrUKLDDENISSULOA

. DUANSULNAIKEJADAU IT udounso
. ssADADANUADVNISNIVANSAA1I0NBUTDU

. duAnsAdavmMsAIUAULa:USULGVIADEva:IE8

OagvMsodnUUU MarTech Stack uuUNQSSAD
drSussicuunalan (Startup-SME)

vuus:unau: 50,000-200,000 un/U

wusNV: All-in-One + LA%DVDLESUIAWINY
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+ HubSpot H3D Salesforce Essentials (CRM + Marketing Automation)
« Google Analytics 4 (NS3LASI:K)
+ Canva Pro (Msoonuuu)

« Buffer HSD Hootsuite (Social Media Management)

dHsSussAivuunanalv (Growing Company)
vuuUs:u1gu: 500,000 - 2,000,000 un/U
wudN: Hybrid (unusan All-in-One + Best-of-Breed law1:Q1u)

» Salesforce Marketing Cloud (Marketing Automation)
+ Tableau H5d Power BI (Data Visualization)

» Adobe Creative Suite (Creative Tools)

+  Sprinklr K52 Brandwatch (Social Listening)

+ Hotjar (User Experience Analytics)

wtrn GINTY”
24
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drSuavAnsuunalHead (Enterprise)
vuus:u1eu: 5,000,000+ un/U
wudnNv: Best-of-Breed Architecture

» Adobe Experience Platform (Customer Data Platform)
« Eloqua H5D Marketo (Marketing Automation)

« Snowflake (Data Warehouse)

« Tableau + Custom BI Tools (Analytics)

« Dynamic Yield (Personalization)

« Custom APIs drSunsI@oucio

6.2 m‘s:aoﬁamsmamﬁz‘iuma‘a:auc'i:)a Al
(Al-Powered Marketing Tools)

n1sUgdcuov Al luovnisnisaala

Uoauu Artificial Intelligence (Al) lTdna1gidutndaviindhAtuRgIaIwy
Js:ansSniwuazasiwaduaunsalku a ifunnisaala mistdnivua:s
Us:Tgsioin Al agvgndavo:lulodedAtyAtenssaonus:aunu
d115000NOINALYY
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Us:tanuov Al tlunisaala

o Generative Al (Al as10assn)

AUATIUISO:

asollomdondu (Content Writing)
asivoniwua:nsIwn (Image Generation)
asivddlbua:tdsv (Video/Audio Creation)

aswdaniuvn (Translation)

ipSoviioAtauls:

ChatGPT/GPT-4 dksumisidgutlior
Midjourney/DALL-E drSunmisasiomw
Runway ML d&Rsunisasivddlo

Jasper Al d@HSUNISOA1QLAWINTY

MS{GoIUISY:

Blog Content Creation: aS1ounAd>1WKIYaGIY a [dogv
sJaLsd

Social Media Posts: adolloradrsunda:uwaawasu
Email Campaigns: lguswanusuicdoounauthkung

Ad Copy Generation: a31009AUluBEUNAKAINHANEY
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9 Predictive Al (Al StAs1:HuazAamsai)
AUAIISA:
«  mMamsauwnanssugna (Customer Behavior Prediction)
«  31AsKAULEY (Risk Analysis)
« AUDTU Customer Lifetime Value (CLV)
«  WEINSUYDQUIY (Sales Forecasting)
insoviianthauts:
« Salesforce Einstein &1HrSunisAiansadl{u CRM
+ Adobe Sensei &1HSUNSILASI:R3NM
+ IBM Watson d&HSUN1SILAS1:RIpauunalHnd
« Google Analytics Intelligence &1HSU Web Analytics
msiguiuos:
«  Churn Prediction: s:ugnAATAUIESVD:LANIEUSMS

«  Cross-selling/Up-selling: Lu:thuMALKUI:auAuganALca:
AU

* Price Optimization: fHuQsIAALKU:GUaIUanIwaanQ

¢ Inventory Management: JVUWUEADNFUAIUAISAIAMSEU
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9 Automation Al (Al 9aluc)
ADWAWISA:

« damsuAulaylyyauioaludd (Automated Campaign
Management)

dudlacmuwnanssu (Behavioral Email Triggers)

Jsudsvmistauasimlyunun (Bid Optimization)
- vamsanmaaludd (Automated Customer Journey)

tngoviioRtinauls:

Google Ads Smart Campaigns dRsulugruaaludd

Facebook/Meta Advantage+ d1KSU Social Media Ads
« Klaviyo &1KSU Email Marketing Automation

« Intercom & HSU Customer Service Automation
ms{guiuosw:

« Dynamic Ad Creative: Usuwasuluuruianu audience
oaluud
+  Welcome Series: dudluadiousugnmiKuLuuaau

- Abandoned Cart Recovery: du0on1ULfipuliagnminvsaldu

+ Lead Score Automation: {RA:uuundIWUNGUlPUDVINAN
oalua
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nagnsnsid Al ag1oidus:ansniw

1. BududdedsumAdaiou (Problem-First Approach)
KanN1s: 0g1SUAUAIYNISAQIN "1S19:(8 Al Mo=lslavv”
WAlRISUADY "1s1i0sur1a:(sh Al sosuala”

Mogvdeyruazlsasdu:

Jeryr: t3aunutunisasioiiior - lsadu: Generative Al

Oryn: lig31gnAmv:8oo:(scalu - lvadu: Predictive Al

Uryr: mougia naiulu - Tsasdu: Automation Al

2. Mswayundaadwawisamualdu (Progressive Al Adoption)
> s:dUA T: AlDUREI8 (Al as Assistant)

. 18 ChatGPT ae1disu Draft LUoHN

« (3 Grammarly ¥28QS3ddouUnIu

« (3 Canva Al gogasivnmw

> S:AUA 2: Al WWurdLASI:H (Al as Analyst)

« (3 Google Analytics Intelligence 31AS1:KNSWWAN

. 15 Predictive Analytics HFlanAAGANENIW

+ {3 Sentiment Analysis 3LAS1:KADIWSANUDVINA
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» s:Gui 3: Al LUUAQauld (Al as Decision Maker)
. 8 Al dagaulonmistauosimlyygaun
o (8 Al danisnisdvdluanaluua

« 1§ Al USUUsvLloRBUlBALUU real-time
3. MsSawaanuauzNlEU:aU

KPIs a1HSU Generative Al:
« Time Savings: aaatunisasivtloravtnils
« Content Volume: IWUUSUNeuLtoKIALINTS

« Engagement Rate: LUDKINaS1wAd9 Al J Engagement tWu
ogvls

KPIs d1HSU Predictive Al:

« Prediction Accuracy: ADwubughiunisAmanisad

« Conversion Rate: 9as1n1sidavoinnisiu=thuow Al
- Customer Lifetime Value: yarianfatwudu

KPIs &1HSU Automation Al:

« Process Efficiency: aaldai{uns=usunisnioiu

«  Error Reduction: adoNawalao1nnIsivIuadgi
«  Scale Achievement: tWuUSU eUIUARSANSIG

JoAdssivta:AIuNMMeudv Al lunisaana
1. 0euH1 Al Bias ua: Fairness: A21UMMgAIudSgssSsUnnS:NU
nagns

ADTUHUNYUA:WANS:NULEUSSNY:

Al Bias Aondiuddgvrdaandniiadulus:uu Al doarothlugnis
daautonliilusssudanduyanarioanAiuious:tan Fodluweoud
WulryR1AUDSESSSU Laiguns:NUcDNISLAUTON1VSSADDE VLN
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doogvUdtyKINIAQTUUYSVULAzNANS:NU:
Al LUEUNFUAIHKSDUSAISUANCIVAUMULWAKSDLEDBAA:

. AsSEdAIDEN: S:UU Al UDVUSUNGULEDIU:LN0DALTFUNITRR
KHrgoua:NdusuNguUDy WId:Hinsaaanastgdnu

« AuwdvdeyH: Joyaus:3amsirauldolundal Bias Notweua:
BowGoguad Al lsgusoindoyadua:n Bias (Hsuusodu

+  WaNS:NUNIVSSAD: JrULdYNATWHTTVLA:BUNAUUDY 40%, QN
WovsSovua:zldgA1usu 50 aauuin, AULFYRKIgGDLUSUQ

NS3LAS1:HAUIKU:aUUDvaNMITDAG:

« UsyHiAwu: Al scoring system [RA:LUUaNAIYSULAzRIFVDIEM
n31AWLTUDEY

«  @NHQ: JoyarnHad ulHnduIvINgNAMdYvIu MR Al lJdnio
wnaAnssUUaYNaUdU

« wWaldyg: waralomalumsuvegneaaraldgongu Gen Z ua: Silver Age
SIVaRENREEN

AsAKuasIMATLUIRARYL:

. naalaftAadu: Al USustmaudayadiuunna twu Ag, MsAnL,
Us:3ansto

. wWans:nu: gnAluwuisielddaegniSentAuduuInn3l wiv:3
usSMIsLGednAU

«  ADWLFEYVNIVNAHLIY: RONAKUIIMISAUASDVRUSINALA:D1DYN
WavsSoolJunGHy
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v

naans’msUaoﬁuﬁwu§|-nsmaomluums
ol

1. Msasdvaouua:usuusoloyarnga Al:
Data Audit Process AUs:ansmw:

«  MS3IAS1EHADIUHANHAgUDVUDYa:

» 35A1S: LUVUDYAMULWA, D18, WU, $191A wa:Qaadaiuuov
wca:ngu

» WWKW1g: NNNduAJsUUnyanevung 10% uovUpanvusuQ

» misUSuUsw: Mdoyaltwuilauaksundunuiaunau Kéald
LtnAlUA Synthetic data generation

» Historical Bias Detection:
> ANSASIVADUDLASI:HIUDYaLAND Bias lunisdadulonsalu

» 55unlu: USulhrundaya, nsovdoyanil Bias 0on, KELWU
Uoyana:=naun>utdudsouindu

Data Collection Strategy ﬁnsaunqu:

« mistAudayauuuibithruig: mrualdrugiRlddayamnnangy
JszsnsniduanAtdnsuie

. misaswwusilas: soudaruavAnsdulWaLanUasudayanydull
Al DA WHaNKa1guINTU

2. msnaasuwaaws Al Aunduus:sinsinuanciionu:
Fairness Testing Framework:

« A/B Testing by Demographics:

» 58n1s: N0dou Al recommendations AUNGUUS:EINSC
wa:lUSgULNgUWAAWS

» Fof3a: 5051M1SDUUE, SIMALEUD, NMstu:thaum

> LNTUNWIU: ADIULANCIIVS:HIWNGUlULAU 5%
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« Bias Metrics Monitoring:

» Demographic Parity: dadiunisldsuusmisidgonudoolna
tAgvAuUNNNY

» Equal Opportunity: 3nANdAtuauuaLigdnudavlasu
lomatnitngu

» Calibration: noULLugNUDY Al AovtntiguAunNNNgu
NsasdvasuuUUcidLUDY:

« Monthly Fairness Report: sS1gviuAWIUUsSsuuoY Al LUUSTE
tdou

+ Quarterly Bias Review: nunduua:Usuusv Al model nn 3 L1Gou

« Annual External Audit: (RunAaNawasI9aouAUIUUSSSUUDY
S:UU

3. msasoulgulguazsssuinuiansalou:
Al Ethics Commiittee:

«  DVAUS:NDU: WUSHIS, UNNNKHUIY, Data scientist, cbunuanm, i
[BY2BITIAIUDSYSSSY

« KUMA: MKRuaulguly, asddaou Al projects, unluJeyrtdoiAadu

«  msuUszyu: NnLdduRSaLa0USLAULSVADU
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Al Fairness Policy:
«  HanMsSWUgIu: ADWLNLAgY, A WTUSYLE, ADIUSUNQBDU

¢ uudMVUAUA: 35Misoonuuu Al Atdusssu, Msnaaou, Msualy
Jtymn

«  MSUVAUIE: MKuaRSURQBdULa:uIasMIsavinutbaluujuaoiu

waus:lgyuldvnagnsuovnisvans Al Bias:

@ msaswaw@aliuna:anusindusognA:

.« anMNHaInKale: Whivaaianndvduna:asivgiugnAii
udounsv

. Brand Reputation: aswdatdoviumisidusvAnsiidiondiu
tusssuy

« Customer Lifetime Value: IWUYaA1gNAS:g:81301AAIUWD
walongodu

@) msacnuEsIMYNgHNBUAzSISU:
.+ HanLAgVAGAIL: a0AULIEZVIINNSONWDVSDVLEDVNNS
L@aonunua
. MsUGUAMUNAKLIY: LOS8UWSDUAHSUNARLUNEIHUS (390
Al governance
« Aunumsunly: UoonudunugooinmsunludoyrimeHan
€) msasousanssuuazmsubodu:
. aa1alku: Msasv Al Adusssubdeaaarantnetdludio
« Competitive Advantage: LOUNUNUNSIS Al 261000585SSU
. Talent Attraction: GoQawUnVIULAVAGDVANSHIVIUAUDVANS
AdAdgUNA
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2. mswowa Al nnaauly: Asudgvn@usKisuavdwlula
ADULFYVLEVDVANSILAZNANSNUSEZEND:
NMSJeYLFYNNY:NISAQSIAS1:HUDVNL:

« As:udumMSsAAQdu: AUV IWWOWI Al luns3tAs:HUDaula:
Aaduld wanww:AY a JaulduAduawsalumsAaLduILASER
LazNMsavAIUNNADY

¢ WANS:NUCDDVANS: LUDIWGtuAuanunsaun Al luaunsaydy
A Auviud:zunannu=lumsundayrl MBAIsAaadulaidinaz=Na
wanlaQ

«  (MDEIVDSV: USUNKUVIS Al 3LAS1:HgNAIDUNU Marketing (U
JWNSnDU customer insights AdacWOVIA Lo Al system au
§SAYHYQYB:=IN 3 U

msliawisanivulawls Al G0tukK:

o AULUSIEUIVYUDVS:UU: MSWoWI Al LUUKaNM(BouANSLEgucD
NISHYQUINLEDS:UU Al au, l3SWLIDSHUTYHT, HSDWIHUSNISHEAQ
{RUSAS

«  AQUNUUDYMSKYQUY:=ON: NISHYQS:UU Al 13up1omiRgryLdesie
(A 5-15% vpvsalasgdu

«  ANWLdIHgGaNAY: NMsliaisaaauauavanmIdagusdalsd
v:duwacionIWWOWDldLa:AIWUEDAOgIUDVINAN

ANSaqavuaVAIUAQASTIVASSA:

- nalaAnadu: Al UniRAuu:thondayaluada mMiRAuvIuAQUC
{unsoULOUA LazaaN1ISNAADVULUINIV(HL

[
— o

«  WadoMsuyvdu: ovANSNWOWI Al uintauldunasioudanssula
Upgav tws1:NnAUE Al Lldgdnuua:lanaawsnaagnu

«  msgauidannulawseu: WpAWUVIE human creativity SOUnU Al
pgvduqa v:asiwdvnuancivuazlaataund
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NAgNSMSIONISANULIIVAIHSURNUSHKAS:

1. msid Al lUuASoviaye ILlnaunuuyus:
Hann1s "Human in the Loop™
+ AllAddya, vyuydaadul: (3 Al SiAs1zKuazlausu: WClRAuYIU

[~ —

Wunaaduldgame

«  ANSASIVADUAIIUDNADY: MHUQIRTNS Cross-check NAaWs
01N Al 81uUDY 20% UDVNSTU

« msiSgudondodawana: Lo Al iRALU:tNa RIGWulonatu
MIsLSeusua:usudsonv Al ua:nuviu

AMSWUVVIUNIKUN:aU:

« viun Al MIaa: msus:udawadoyauunalkiad, NsAUdUBEA,
MsvaNsULUU

« viunuyudgmlaandi: n1sdindwusun, MsAQLBunNagns, s
asduwusnuanal, MsUNUYRILBUASI0assA

2. MsWaJuNAu:AUVIULUU Hybrid:
Usunsunisinausu “Al + Human Skills™:

+ Data Literacy Training: doulRfiuviusiuna:zdadudoayaladdedoiy
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» oK andllovdu, NMSasIvAsIW, NMSKIAUAUWUS
{udoya

»WadWs: Nuauisaasdvdanunduud@ofiouov Al la

« Critical Thinking Workshop: WaJUINAW:N1SAVAIDNIULA:NISAQ
3LASIR

» 58ms: (KuAdeurlagluld Al lWumsU, case study A Al
QDURQ

»1UIKLNE: LWUADIWEISAlUNIS Challenge Wadawsoin Al
« Creative Problem Solving: dulasunisAqQuanNnsouU

» LnAUA: Design thinking workshop, brainstorming session
AR Al

» Us:lguu: SnuAdwaiuisalunisasioudanssuy

3. Msasivs:uu Backup ua: Contingency Plan:
uwudisovldo Al liaausalgoula:

« Manual Process Documentation: 90rifAon1sriviuLuU Man-
ual & HSuvuEIATY

« Cross-training Program: An{RAUvIUKa1gAuaIuISanIvIuLNU
Auld
« Alternative Tools: L0SgULASDVTDA1SDVAlLADVWOW Al

A1snadauANUWSDU (Business Continuity Testing):

« Simulation Exercise: 91aovaniunisain Al system au ua=(RAu
undeym

« Performance Benchmark: Jas1nuaiuisamvoiuldiSoweota
lagluid Al

« Regular Review: nunouta:usuusvunwuaisoonn 6 Ldou
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waus:lgyuildonagnsuovnisld Al ogwauqa:
o AWdaHgULazAIUUTVUNSVUDVDVANS:

. awisadsudlaidadainalulagivasuuua

.« A0AWLFYVINMSWOWIRIRUSMISSIELGED

. WA WUUDUDvanAluAN UL EDiipuDVDVANS
e msasivanulawssunionsuyodu:

—

«  AUVIUADANU:AY Al La: Human skills 9:a$towaviufAlaatdu
AN

. Adwawisalumisaauaupvaniumsainliinaaaladniig
wdv

. AISas1vUIONSSUALIDNNMSKAUNAIUSHIY Al La=AIUAQ
S[S[EL]
9 ASIWUYaAIU2ONSWENNSUUUE:

. wUnVIUAGANU: Al + Human d:0yaAigon3ua:ne1nagau
DVANSUINTU

Swa:wauun

. adwdoldgvlunisiduavAnsiidinaluladogiosisyaana
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3. AWUapaAgUdVUDYA: AIWNMYNKFUSKISADOLTND
AULFSVLEVNAYNSIUA:NANSINUCIDDVANS:
UoyaanmoivsolHanu Al Tools:

. nalanis$lKa: Wots UaudayaanAdn Al Tools (1GU ChatGPT,
Jasper Al) Jayaudua1ogniAuBIULBSWIDaSUDIRIRUSANSILAZDID
aAlBIWaUSUUSY Al model orNgAIUITDYaUDVISID1DUSING
luMSaPUNAUIRRIZS 1w

.« WanNs:NUNSSAD: JruldunduLdaluInanAIMsSWavsoon1v
ANHUIE, AULESH19GDULUSUQ, LazATUsSudINNISa:Lda PDPA

e (MDEIVSY: USBN Samsung RUWUNVIULE ChatGPT Kavonidns
SclHaupvUpaduULEa

st Al uSaismeuanililanasny:

. dovlH3Aiadu: Al Tools HanaddlUTMsITNSKaloYas:H310MS
domWiu, Y1aNISADUAUNISLUNHVALIUYIA, KSpUNISLBSUDYanu
uAnananu

.« ADWIEYVEDDVANS: JDIJANAgNSNIVSSAD, LWUMSAa1aa:Ula
anmovanluaglubdnfuuv

«  Wans:nUs:g:e1d: goyldondwlawSgunionisudodu, AUAU
nN1NISANa:LIQ

y1ansAdUAUTDYaNISA Al:

« UsyHHan: 1shlinshusdoyavavovAnsgnutnlUBn Al oghvls, b
AsYaAULIULWEVLa tatastdndoldino

« Wans:nudanisiAuqQua: luawisauuaaiy GDPR, CCPA H3D
PDPA [daginvAsundu
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prasmsUoviutdunagnsatHSUNUSKAS:

o Astdaonld Al Tools nIJ Security Certification: n1sUs:Lou
Security Certifications AdhAty:

« SOC 2 Type II: LIASTIWNISADUAUS:UUANLUADOAE, ADIU
wsauld ua:awiluducdd

» 55a1S20adu: UpsS18VIU SOC 2 MINKWIKUSNIS HSQIU
Compliance page upvldulsad

» ADWaATY: SUUS:AUNTNISAdUAUAIUUADOANY
muuIasYIuaINA

« ISO 27001 unasyus: UUﬂ'lSOOﬂ"ISFD’lUU&’IDQﬂUH"ISHUlnﬂ

> ANSASIVaDU: QLU Certificate UUBUTBARSDNLDIN
Weug

» Us:losucdopoAns: aon1uLdgvn1ssdliavovlolya
60-80%
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+ GDPR Compliance: MsUfuamunnKUIgAUASDVUDYAdIU
unnavavylsuy

» JoAdovq: Privacy Policy As:ydaloulsavnisidiaya,
ansSuovlduDVUDLYA

»Wans:nNUcinssN: UoviuAdsunoiogoiiv 4%
UDvgDQU1gsIeU

ASovilo Al AuuzunaiHsSuoavAnS:

« Microsoft Copilot for Business: J Enterprise-grade securi-
ty, Uoyalugnidin Model

+ Google Workspace Al: UYWSduU data residency control ua:
Advanced security features

+ OpenAl API with Enterprise plan: in1ssuus:Aud1doyalu
QAIBLWDUSUUSY Model

e A1sasv Data Governance Policy RGUs:ansmw: KannsaAty
AWUSH1ISARVMHUQ:

« Data Classification: wUoUs:tnndayatdu Public, Internal,
Confidential, Restricted

» Us:louu: nuviusidoyalaldnu Al lg, Joyalaruld
» ROL: aaAWIdgvmisiddoyalaus:Lnnay 90%

« Al Usage Guidelines: nginaunnsis Al ndaou
» LpHaAeY: Al Tools al3la, doyaus:tnnlaruUouy,
tAsansayla
> Wadws: a0AIWIEEVINMSIS Al HQSS LazlWu
Js:&nsniwnisniviu
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« Regular Audit Process: nisas>daounisidoiu Al 2810
aviauo

» 58Ms: S1gvIUMSiGuiu Al LWus19tdouasdIvasu Log
NIsLUfivdoya

> yaAwu: s:yUryrAound:lAanuLEUHE

e MSWUUNANgMWRLVIUAIUAILUAaDQAY Al: TUSULASUNISDUSU
AgUs:answa:
¢ Al Security Awareness Training:

» FoUoHaN: 355:U Al Tools AUanane, Msdansdoya
A

QNaADY, NSSIYVIULHAMIST

» suuuu: Workshop 2 doluvnnlasuia + dwa
LéiousiuLiivu

> Waaws: aaaUuaMstumsid Al Wa35 75%
» Executive Briefing on Al Risks:
» 1WHLg: IRRUSKISLOTDAIIULFDVIA:IEMSIANS

» L{iDK1: Case studies upvwUSFNAUS:aUUTURN,
Best practices, ROI upvnisavnuaiuAIUUanang

waus:loguidonagnsuoonisvanisAdiudanane Al:

@ msazonudaiuningndn:
. anAdudno:ussiayauindu tWalulotuAduUanane
.« LWUDOSINISLAUSAWIZNAT (Customer Retention) 15-25%

.« aNAMWSDUSEIBULWL 10-15% d1HSUUSMSATAUUaDaAYGY
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mstdununAuudanssy:

z—nmsntu Alldpgnunaikayua:asiuassA Iwszids:uuUovniu
nllU\)llﬂS\)

«  aswanulawsgumomisuuoduonnmistdinalulagniorun

. duQawunviuta:anAniRAILEATYAUAIILUaDOAYTDLA
€) msus:rdadunus:eze:

. HaALdgVAUSUMINANSALTONAHUNUAUASDVTDLA

. aadunumsdamsingasinmssilHavovdoya

« US:KHgavala:nswensonnsds:uuAtuAvAvLdiBudU

asUua:msuiludsudanisugua

KannmsdiArgiunistdanidinalulad

@ Zuonnagnsriauinalulad - sgntrtadaviouduindaunagns
@) roussudBHtipANUBUGEU - 1ENTBaBURvIBNgaRATUHTG
€) nsidoudadoyalludodiAey - JoyanliboudanuAadayants
Wila
N1sIawangvCivLliov - NNLASDVLDAVIENNSIA ROI

Action Plan dHSURIS8U

auainn 1-2: msJUs:ijuaaunsaudouu

—

1-3: YarmsigmisiAdovidonisaaianldagdoauu

[ ]
Ur
Sl.

u

e 3ufn 4-7:31AS1:ROASDVUDLCa=EI8LATRYRID:(S La:=0uD
g

aognvls

+ 3ui 8-14: Us:LiU Integration S:H310LASDVDD UWa:S:yvaNUnYa
u1anmisLoucio
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FUaKA 3-4: msoonuUU Stack TKU

. 3uf 15-18: FKuALUNHUIELA:ADILGDVNISUDY MarTech Stack
«  3uf 19-21: WE8UAzULUOMY All-in-One vs Best-of-Breed

. 3uf 22-28: DanUUU MarTech Stack ALHU:GUATUDVANS

JUKR 5-6: nM1snaaould Al

Suf 29-32: 1300 Al Tools 2-3 (HALKUI:aGUAUTEIRIAD

3un 33-35: naaouldluviudSvuuIaLan

3un 36-42: SaWaua:usudsvnisidoiu

AaIWEHSUNIShuNOU

@ nsuszuasaviia: (nsaviomisaaranisitdagaaudaaulong

ﬂaanSHsaIu
msiloudio: Uoyavnuciaz tASovdnaiuisalnul3tAsI:KSOUAU

arsolu
e Us:ansnw Al: Urukitan Al awisagdeudlduazosanang1vls

9 AMSLOSYUWSDU: NUVIUTAIUWSDUtunNIsGINAluladirursolu

UoHawalanAJISHaNLagw

i
L.
L
L.

. WdoAovliolws1zADIUKAVIHA LNUAR:LATEUHRIALADSEY
. TWAQEoums integrate (pitdontAdovlinlku

« lumardv Al Mnnagvunuuyud [alunun

. TuSawa ROI upvtA3DvDdAaVNU

« [UpusunuvU (RBLASDVLDIODEYIVITUS=aNSNW
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Module 3

719 KPI s:QuUDvANS
SiAs1i:Kwaawslaan
ua:urlugniswouun

G szg:=10a1 2 5dluv




710 KPI 13onagns
(ROI, ROAS, Customer LTV)

"fulanuavmsuSKisgalky WuhAluawisaudavdayatludoayaldo
dnua:ulavdayaiguanilumsns:mla a:nareiluguirnangn”

- wudAavINUNNUNNISYaNISadalkL -

AIsIanalaznIsAKUQdIgIa
AtKUIzautdurdoluAad:=nas
USHIsARLAUAaISSUA 21 Sdu
Govldudviey IWWevudwWanIs

i@: AaMUWavIU LALlWDNSasvide

AAU MSFDaISAANIY La:nIsdu
E me‘iaumsMéauuUaoﬁoaoﬁﬂs
KatgovANSNUS:auAdIUAULKAD
(umsudavnagnsiduwadaws uni
aIHQHANUIDINAISUIASIUUNIS
Sawandus:ansnw HEpnsLdon
BAE3anlianandovAulUIKUe
nognsAaas

fuund ts19:dsdromansua:Aalupvnisooniuu Key Performance
Indicators (KPIs) AlitWevuda:NousivauniwuavavAns ucddotdulsy
wanaulitianmsusuUsvagucatiioy doudnmistdtoussruitdooray

msdanaldunagns IUsufivmsus:gnaldandiadAtuneno ROI, ROAS
1a: Customer Lifetime Value (unsdutAdounudiiSouovavAns
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nsmANUIdUSsEuIAIsIanaldonagns

ApuALs1v:avanlugutnadnuaz3sn1scaiv a JodAtyAonisiiAu
WlRdavuAIKalanisIanadoutduriaiouavnisusKIsIanIsAD
Js:ansniw undyinisaiunisvanissiargniulalidadolnadinis
AavAnsldaiuisaussaldikuignivgnsAaas dulkedolaiiaoin
nagnsARawala udiiavinmisuvianalntunisulavnagnsidunis

lugARdoyaluINUIZIUAUN:aN RUSKISADVIWBEUAUSONUNIBIATS
(59121 “Usinnnistidoyaautias” (Information Overload Paradox)
BoHUI8AIUI Goddoyauin Gugntumsdaduls twsi:davldan
wa:wavviuuindulunisAansavdayanius:lusiosvoonoindoyan
Wuweotdeosunou

UFovan KPI 1Bunagnsiduidunuin mrndu “laudaoudAey”
(Priority Lens) RE28lRRUSHISaUISaUDVLRUdYrUIEURd1IATUDSVA
runavdayaduduuKIANa Msaanluu KPI ARG SvlutdiZovuavns
sousaudlavuIniaa uctduidavuavnisAaldonddiauhidsdhAny
AgacdanoudiSounvavAns

nsAnuIdgUDvaNIUUSULHa8LHYWUS DuANSADs:uuMISIanan
JUs:ansmwiuudlduno:Us:auanudidogonitovAnsdudv 2-3tm
[WiwegoucluaiuwaawsnN1vNISIOU LCgVSIUTAVAISASIVUIANSSY NS
SN WUNVIU La:NMsOaUaudvcioMsiUaguLlavuavaana Jola:nou
BFu31 msdawaluldiwevionssuaduauu udilundiuauisasann
JulndoundUIAUSsUNVASLLYTU
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7.1 msodnUUUNSDU KPI 1Bunagns: o1nnguidnisunud

SINFIUNNAUE: ADWLANCIVS:HIW OKR La: KPILDDLSIANUIISS
fUNSSUAIUAISIONISIBYNAENS LS1D:WUNTMSIBAIAWACY a AU
pSvoMiRiAaAIUdUaU laglawl:aev8v OKR (Objectives and Key
Results) wa: KPI (Key Performance Indicators) Zoulo:0ANULALITDY
AU uddsssusnala:naUs:avANLANCIAUDEIVFULEY

OKR Fuldsumswcuunlag Andy Grove i Intel ua:lasumisrintsidu
ASYNagvn31vuvlae Google WunsauludAAALVLIUTUGVNISTU
tndaumstlagunlavia:msussaldikuienmnie lagsssusiauov
OKR Aamistiu “dhns:qumsiUdsuuuay” (Change Catalyst) Anan
AulRovAnsludaaruIgRgon3IAUaIISATIUU

tumvasvAudw KPI danueuzldu “trdaviagumw” (Health Monitor)
UDVDVANS LTUMKNATUMSAQMULA:USLTUNANISCILTUVIUDENVCD
Ldov tWalRUUTD3EvANSFdvdLTUlUURANVANADVLA:DgunwA
4 KIAWSyUINgUNUSIVNMYUUUE OKR WSeULlHbaULUIHUIgN1SDDN
fhdvnmergonisaauirkun tutu:A KPI LWUS8ULIKDDUANSASIDIaAIL
aulaRa 3asIMSIAUUDVEDLD Lass:autiimatutdoamsigntoANLLAN
d1odiAUEATYDE1VEV:¥I8IRRUSKISaUsalSLIAZDVTDNVEDY
pgvoldngvlus:ansNw wa:kanldgvdoRnawalafwuuasiunisti
OKR un{Bunu KPI KSalunitvnaunu

Kannisaswarduduuov KPI

rUvluAWMMeRdATUAGaluNSDDALUUS:UU KPI ADn1sasivAdiu
WWaulevhanandavAudouds:duavAnsavlufivs:auunna UNNaUEMS
SansiSendviisn “nisdachuruvidonagns” (Strategic Alignment)
Bolduns:usunsAMIRLLTDIIAIUWEIEILUDINNALTUDVANSDES I
dnAuduusowanaulltunAniotdednu

tumsasivaiduiduuov KPI AdUs:ansnwUu AovldudaudinnsriindL
[WvfivdaonunduvIn1sisgndl "Hovlgyanl” (Value Chain) uavavAns
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wca:AonssulupvAnsaduddaiusouiunisasivyani LaznsmHuQ KPI
ALKU:au:Apvd:NoufivadusdIulugIvdaLdu

s:AuusnAd KPI s:duavAns (Corporate-Level KPIs) BvuAdsijotliuly
Anadawsgomedoridaiuldaiuldanan (Key Stakeholders) IRAW
dAty UuAaWfinfiu anA wa:wlnviu agosu dastmstavlavay
s19(d A WWOWDIDUDVNAM LA:S:AUADIUKWNWUUDOWUNVIU

s:dunaovio KPI s:duunun (Departmental KPIs) $oAdstduchdan
uaavtRiusuda:HussviurdoririhAvavauaEvTUS:ENS MWIWED
{0 wa:jdcuaduayutlikuigs:auovAnNsagvls Aiog1oLEu LWUNNIS
aa100791 KPI 1AgaAususudandnrumw luutu:AtWunuiga1od KPI
AgaAUsasINsuUavaatduanm

s:duganigda KPI s:duyana (Individual KPIs) doAdsidoulev
lagasvAURINALA:AIUSURQBDUYDVLGA:UAAA La:uaavlktRudina
VIUUDVWINLUIUEIUEIURULWUNULAzDVANSUSSAaLUNRUNgDEV(S

dodiAtuAnomsSuUs:AU3T KPI tulda:s:aud:Aovidnduduwustdo
IKQua:NandauAUKINWUINVIUMINaVIUGaIU KPI s:AuuAnav:Aov
domalh KPI s:auuwunddu uazLba KPI s:aultWunuavnatwunGau o:
Aovavwali KPI s:auavAnsGiucu

AsaULUDAQ SMART-R d1KSun1saonuuU KPI

LUdAQ SMART dvgiounon Specific, Measurable, Achievable, Relevant
a: Time-bound [ASumsgousSuDgvNIVUIVIUNISDDNILUULTNRUNY
wa:cm33a agwlsAMmU lUUSUNUDYMSUSKISYaMSEAGINa ALToULRU
315 0udDuWUDVAUS:NDUKTY Ad “R” Adov Guru1udvy “Reviewed”
HEDNISNUNJUDEVCDLTDY

A WwSNTulumsiWu “"Reviewed” 1Aadudnsssusnauavlanssivale
tHURWAsUILUavag1vsa18d KPI AtKui:autududowlutHunzaulurn
L@oudnorti Mmsdnalnlunisnunduta:usuuso KPI agoaitauado
Wudosudu WigWevtWalRuulo3WugvAvIKUIa LdlWalRuLlI
gugoavtduusowanduliinamsusuusvagociatiioo
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DVAUS:NDU "Specific” HutgdvAwBauludvitsidovnsia ns
fKua KPI ApguiAgarganioaulua:rtkiniansdnduAtancionu
ta:dowalin1sdliuvIuuIaus vgvLsuU tNUA:MKUALUKUY
31" WUgDQUIE" AISS:UIREALOUD "IWUgDQUIEEUM Product A tungu
anAdurioufnAna1Y”

2vAUS:NDU “Measurable” LOUlUAADWaWIsalumsIanaagoldusy
sssu dodldiwevudruedvmsichiay udsoudvanuauIsalumstan
fvdayaduagvallauaua:idodiald HargovAnSWUIIWINLWFHUQ
KPI AW0Q4 udilauidivinaiiowassy nauwuiliddoyarsadoyani
Uundadia

avAUs:NDU “Achievable” 1AgITpvAUAIILEUDSVUDVLUIKUIEY A1S
frualkugngoAuluafiRRvoIUABLA TuyruzAMSIKUALTN
KurgAMAUTUDDMIRUIALSVRVIDUMSWEUL AUAATUDERNTS
HIR0auqanmMmeudussalda

pvAUs:ABU “Relevant” 10unafHa180vANSUNUDVINU KPI Addavi
A WLAgITavlasasvAUNagnsLa:lUKUNEUDYaVANS KInluauisn
25U191a31 KPI Uu:galRovAnsussaldikuigldagiols uaavst KPI
dulindspnidonid

2vAUS:NDU “Time-bound” (1Ag3TpvAUMSTIKUQNSDULIAIABALOU
luweoudaHsunisussatdikuggame uasJouiivn1sAIHUQYAASID
doUSs:K310N (Milestones) Av=gaalRanuIsaUsuUAANIIAAUDAIKIN
S0u

2vAUS:NBU “"Reviewed” NWULTWWNTHU LWOUTURA WS Dulumsnaln
msnunauLa:UsuUsvagvcattiov Sodsoufivnsiikuanaiuiiunis

nuNOU WSURQBDUIUAISNUNDU ta:tnsuntumsdadulo3uibalands
Jsuidasu KPI
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7.2 AO33aUs:=anSAIWNIVAISIVU: NUIAINAUDVAISUSKIS

unuINYDVAIBIaNIVASIOUluNISIoastBunagns tulanuoavnis
USK1sSSAD dr3Iantvnistoudunuintdu "Aviaina” ARGEOU
[ad>utdgnnnguaiuisatdniold lW3o:luddioRu Unavnu KA
réouUns:AoWUNVIU AIlaun1vAIsIduaIuIsndaalsiivgunmiwua:
Js:ansmwuavovAnsldagiodatouta:tdususssu

2g0lsAU MSIINDAIFIANIMNSIOUDENVENBVILTEIWEVMSTIFASs
AUdeU LcildunmsttafivANURUIEIBuNagnsua-NMsuluus:gnalsiu
AsAaaul Un3simMsaumsoudutiiiaiemulaiidodoinadn ovAns
AUs:auAduaEslus:g:endnuDVANSAGIUISAIEAIFIaN1VNTS
wutdutpgoviinlunisdulndaunisdaduld WlEWevNISSIBvIUNA
AMsaduviu

ROI (Return on Investment): AaU:uovnisuUs:Loun1savnu

Return on Investment K32 ROI (UurdviuddiandnudAtugoaa
{unisUs:liuUs:ansnIwn1savnNuuavavANS LAADWEUBDUUDY ROI
pgNNIsdnduLa:NsUs:gnAl3uINN31NNSAUDEY

ULIUDVAIUKUIEWUZIU ROI tIUNISIQAIUAIUISAIUNISASIONA
aduunudINUNURavnuiu wcalunisus:gnaldosy 1s1apvAtvdiv
Uoadgrargus:nmsnmign1sdndu ROl TADWBUBDU
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Js:nisusn Ao "uduluQuovnisavnu” (Investment Scope) tunis
AUdTU ROI dhKsSulasvnisnisaaladdna ts1AdsUulawI=AN GO
Twuaun HEDAISSIULIULEDUUDVALYIU AtAEDvlD La:AEedu a
AsAaaulvliv:domwaciowadawsupy ROI pgvUN

Us:znnsnanv Ao "NsouLlda1uovnNIsIawa” (Time Frame) N1savnuuiv
US:LAN U MSWOJUNLUSUAHSDMSANDUSUWUNVIU 919(RWacauLnu
{us=g:12 N1s3a ROI tugdvdadau a o1vlHNwAlugNaDY

UszmisAaiu Ao “nmistiunaus:lostinuavliliu” (Intangible Benefits)
Asavnulus:uu CRM (KU lLWeVLGAIWLEDOUIE LAguEIgUSUUSY
A IUWOWR({DUDVINAILa:aaNISaIDNUDVWUNVIU NIsliUuna
Us:Tgstitando=rti ROI Qcitn31AuLdudsuchagionisAudau ROI
wuunsaunaudrsuNsavnulus:uu Marketing Automation:

AsavnuisuAu:

« yawaAudsua: License: 800,000 un

« msdadvuazusuucivs:uu: 400,000 UIN
« mMsiAndUsUAUVIU: 200,000 UIN

. msdvAusavEoaanuuU Workflow: 300,000 U1N SoUANSaVNU:
1,700,000 un

waus:losulusa:
«  MsIWUTUUDY Qualified leads: a$1vs19[ALWY 2,500,000 UIN
«  MsaaaIUYdYAUMSaalq: Us:Hgaaunu 600,000 un

«  MSIWUTUUDY Customer retention rate: 3$10s191AIWU 800,000
uin

« M1saqavudv Cost per lead: Us:HgaAunu 400,000 uIN SJUWA
Us:lgsu: 4,300,000 un
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A1SAUdaU ROL:
(4,300,000 -1,700,000) +1,700,000) x 100% = 153%

AJIUHUIBUDYWadawslAD A1savnu 1 uanlus:uu Marketing
Automation asowanouunu 153 uin K3aAls 0.53 uncdanisavnu
Tun

ROAS (Return on Ad Spend): msUsuumsavnuluuaun

ROAS

Return on Advertising Spend

Return on Ad Spend H&d ROAS (Juddiantawi:to1:00n31 RO
TagyotduluAus:ansmwuavnsidsieduluusanimiidu A WA
UV ROAS agiANWaWIsalunsdaduloagvusdatsoua:nisusudsy
LAULJDJULUU real-time

ANUIU:WLALBYDY ROAS Ad Aduaiuisalunisiidoyagoaunau
(Feedback) 2810520183 Bouancvon ROl Ao 10DVSDQWAIUS: g8
uanNYING ROAS dvuanuisndamuua:usuusvlaidusigiuréaudns:no
s1e8luv MiRWulAdavdoAlus:ansnwaKsunisdanisuAuLUTY
luyaun

Ms@iA>IW ROAS (ovurdviivusunuovdOaiiNssuLa:us:LANssAv
dHSUSSND E-commerce NT Margin go ROAS N 3:1 91919314 (uutu:
AssADND Margin cho19duMs ROAS h 8:1 Julu
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uondInd NISILASI:K ROAS AISWOISTUIEY "ATUNIWUDVNAT"
(Customer Quality) adg luytuiuious:1NNIIH ROAS gv ucidvqa
anAAD Lifetime value ch Tuuru:ATuBENBUDNDIN ROAS chn31 ud
duQaanANdAtuAIgVlUS: 81D

Ms31AS1:H ROAS uuuan AJssoufivnsuuvnduaugoonv (Channel)
naulnHuIe (Audience Segment) ua:us:innuavlyutul (Ad Format)
IWWalRLo31Msavnuaulalinanauinugvaa 1a:AISIaassou
Js:zuntuagols

AH281vN1SILAS1:K ROAS wgncuyaonv:

Google Ads Search:

A{BI1Y: 200,000 LN

. s191a: 1,000,000 U
Google Ads ROAS: 5:1

Facebook Ads Facebook Ads:

A{BI19: 150,000 UN
s191A: 450,000 un

ROAS: 3:1

A{BI19: 100,000 UIN

" s191d: 300,000 UIN
-

ROAS: 3:1
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oIndoyad 919asuld31 Google Ads Search IRUS:aNSNIWgvaa ua:
AISIWUASavNuiugauNvl pgwvlsAcU NMsdadulonsvgamends
WoseunUodedua dre 18U AJIURUEVAaaia (Market Capacity) ua:
AruNWURvanANIAMIALdagoun1Y

CAC (Customer Acquisition Cost): N1SLIN(®AUNUNISKIgNM

+ '
—_ —

Customer Acquisition Cost H&a CAC LlOud3yanadunuiadsiums
[AuBoanATKURTLS 18 AUEATYYDY CAC agnmstluwugiudtsu
MIsAUIEU Unit economics UavssAD ta:n1sAadulotdovnsdnass
vuds:uitunisaana

MsAIUDU CAC NYNCADVCADYSIUAUNUNVRUQALAEITDUAUMSHINA
(KU TiweavuaAlyuuudsoudviouldauyuoviunIsaalalazNIsule
AtAdpvbouaztnalulad ANEsetunIsWaa Content wazANGIESU
a AlAgdTDY

A2 WBUTaUUDVNISAIUDTU CAC DgRnsAKUAQ “AsaULdaINISUU”
(Attribution Window) 3nAuivsigaividaisalgidiaulunisaadul
o ua:090durWa (Touchpoints) Ha1EAAUAISAAIOUDVLST MSAQFU
193719:UU CAC pgvlstunsaitidnnudAtydanugndavusvdoya

ueNIINT NIS3LASIER CAC AISILENMIUEDYNIVANSAAIACIVY LWSI:
wdazyovnivid CAC AuancvAu LazgunuinauwancivaulunIstauniy
upVanA1 (Customer Journey)

Aopg1vNIsAIUDTU CAC ugnmuygavniv:

govn1v Organic Search (SEO):
wuLtdaunu SEO: 120,000 uin/1dou

. 1ASovlid SEO: 20,000 UN/1dBU

+ AINAQ Content: 60,000 un/LGdU

« anA(HLUDIA Organic search: 50 s1g/10duU

« CAC-=(120,000 + 20,000 + 60,000) =50 = 4,000 UN/sg
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govn1v Paid Search (Google Ads):

Aloyaun: 300,000 un/Lhou

« wulddunu PPC: 80,000 un/L1dou

. Adpuiipdamsluuan: 15,000 un/tdou

« anm(KLIA Paid search: 40 s1g/10pu

« CAC-=(300,000 + 80,000 +15,000) + 40 =9,875 UIn/s"g

MsWSguLigu CAC s:H310EDvN1IVCIVa EI8lRIsTNdIEavnvlail
Js:ansnwluniskignAmluagnols agolsnay nsaadulodaass
vuUs:u1ruliAIsTuRgAU CAC LWEVDE1VLEED UCADOWINSEUNSIUAU
ATUNMWYUDVANAT ADIULSIIUMSIAaNA A=A IUJUDVLCIAEDONIVADE

7.3 AO@>anuA1ganAN:
MSWAaguyUUDVIINSSNSSUFAIIWAUWUS

UssrunmisuavanAmludunswe

tugARMSLUVIUTAUSULSYLA:AUNUAISKIaNANTHUGVTULEDY A
mswWaguyuuavnmsuavanmidu “ssnssu” IWdmisuavanAdu
"Junswe” naretduadudluidonagns nisupvanAtludunswe
HUIEAIUILSIADVAVNUIUNISASIV WOUU LazSABIADIUAUWUSAU
anmus:g:e1d

wudAQGLtEEovlHLlUIVNSIBIMS UntAsugmMaasua:unnisaanald
LaudLUdAQ “Customer Lifetime Value” UnUIUKa19NAISSY Wcinsu
[UUs:=gnAlElunsusHIsIaMsosvgvAvtdunuANg WhovonAM U
dudoulunisAudeula:znsGAdy

Astdloduaznistdus:losuion Customer Value Metrics [Wiwevuc
YretunsAadulvidovnisdaassouds:uirunisaala LagouygIelunis
DONUUUNAOATUNLAzUSANS AMNSANKUQSIAN waznsasious:aunisad
anANLKUI:au
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CLV (Customer Lifetime Value): n1sUs:1IUyanA1s:g:61d

Customer Lifetime Value K3 CLV 10unisus:10uyaFinosuanAQ
310:lasungnmkdvsisnanas:g:1anluanAupVLsT NMsAUdLU
CLV Agndavua:ius:losudavAdvivUsduratgus:nisidomacio
ADUAUWUSAUQNAT(US:8:81D

'
—_— 1

F38msFudeu CLV Kaeuuu doucdsnsaudialUsudvisndudau 6o
{glutoanmvAtdamaasuugy MstdanidisnistaduagnundIuwsou
UDVUDANIIUBUBDUUDVSSAY La:naus:avAlunmsiduiu

CLV = (Average Purchase Value x Purchase Frequency x Customer
Lifespan) - Customer Acquisition Cost

agvlsAw 35MsidvasAatumsiuladdviivnisiudgunuavuay
wodnssuanaaanaal wa:lulawoirstunfivyaniuaviouaiudal
(Time Value of Money)

38n1sAudtuAa:dsan319:l8uudAqudY Discounted Cash Flow:
CLV =3 (Gross Margin x Retention Rate”t x Discount Rate”t) - CAC

Tawi t Aps:o:dan (tOud 1dou KEDEIVAIBU 9 NUAIUIKUIEY)
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ogonisAUdeu CLV dHSUSSAD Subscription:

Dawugu:

Cr

Monthly Recurring Revenue (MRR) cioanfn: 2,000 uin
e Gross Margin: 75%

e Monthly Churn Rate: 3%

« Discount Rate: 1% ciolGau

» Customer Acquisition Cost: 15,000 un

ASAUDEU: Monthly Gross Margin = 2,000 x 0.75 = 1,500
uln Monthly Retention Rate =1- 0.03 = 0.97

CLV =3 (1,500 x 0.97"t x 0.99"t) - 15,000

MsAUTUGD:IRNadWSUS:UNEU 45,000 UN BuRUNEAIUINaNAIDAEY
KOvs190yYaA1gnsuUs:u1eu 30,000 UINAHSUSSAD

MLt CLV WldRgaagnnisAudeu udsuionsthlulsiumsdadu
{oL3unagns Wwu MsmHuauuUs:uNrugudangaulddiHsunsHIgnm
{HU MsaonuuulusunsuAIUANG KSoMsaadul®avnulunisusuuso
Waaneun

5015185U CLV:CAC - COUVBaUMWSSHD

DQs1ddUS:HIW0 Customer Lifetime Value wa: Customer Acquisition
Cost turdvludidianarAruRgadiksunisus:LIUAIUGVEUUDY
lwlaassio dasiduduaniRisinsiusimsavnuiunisKianAkLuaU
AuARSDIU uazavAnsauisatGulaldagoguiiurdaly

n1s@ndwdas1diu CLV:CAC davrdviivusunuovssiouaztlunsug
1Bunagns dasiaunguiiuluavuvuanitavAnsidanetoaiaululu
MSHIANAIHL ta:o1wwanalomatumstaula uueuzAsasIdIuRh
tAuluovuvuanitpvAnsiEoiguiniiulusdaidayrlunissnuianm
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ToenalU dasiadu CLV:CAC A 3:1 fianlutnaungucndiHsussaoni
Juniwa 90s1addu 5:1 fiv31AUIN La:pas1adUNgund1 10:1 910UvUDN
J10lomatunstwunIsavnuAIuNISaanq

UDNINMISQIASIAIU CLV:CAC MIs3LASI:H “CAC Payback Period” A
GAudATUIGUAUGAD S gL AEIUNMSAUNUINANIEBTUNISH
anAtHU Tagnalu CAC Payback Period Atipgn3 12 1daufinind ua:
Uoun31 6 1doufinNdgeu

D2810N1SJLAS1:K CLV:CAC ua: Payback Period:

¢ CLV:60,000 UN

¢ CAC:15,000 un

e Monthly Gross Margin: 2,000 un
e CLV:CACRatio: 4:1

+ Payback Period: 15,000 = 2,000 = 7.5 LGou

e CLV:80,000 uINn

¢« CAC:25,000uUIN

e Monthly Gross Margin: 1,500 un
e CLV:CAC Ratio: 3.2:1

+ Payback Period: 25,000 + 1,500 = 16.7 L1G2U

91ndoyal ssAv A Dgumwinand1ssiv B nuluwdupvdasiadu
CLV:CAC ua: Payback Period nt$on31
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Cohort Analysis: mstgnldwnanssuanAiaiual
| ]

Cohort Analysis lJuinatGnnis3tAs1:KAGUS:ansNIwaHSUNS
[Wtowadnssuua:zyaAmyovanAaanadal lagnisuuvanAaiiungdu
(Cohorts) UBIVLANEUIEUSNS wazaamuwadnssuydouciaznay
{us:g:z1dacva

Js:lgsuHsanuov Cohort Analysis fiaAdiuaiuisaluniss:zyuudliy
ua:sUtuuno LU INAISQUDYASIU (HDEIVEU KINLSIQLaW:
Retention rate lagsau 1s19101RUIDEUS:AUAVA dLdari1 Cohort
analysis 1S1919WUJ1 Retention rate upvanA{KUmMAavaaav uutu:
AanALAguAVE Retention rate NG

A1scLlduns Cohort Analysis AGUS:FNEMWADVIEUIINNISAIKUQ
“IKRQMSAIBUAU” (Initial Event) Adalou w@u SuRgnmalnsidusns
ASVLLSN SuRrMsBaAsISN KEDIUNIBWAQATUNASOISA DINUUAQU
wanssuupvanATULCa:NgulULBIVATCIV A KdVIINIKAMSAIISUAU

(oeiv Cohort Analysis d1HSUSSAD Saas:
Cohort January 2024 (100 anmiKL):

. 1ddUuf 1: 95% Ful3USAS (95 AL)
. 1ddU 2: 88% Foldusms (88 AU)
.« 1dDUn 3: 82% SulZUSANS (82 AU)
. @ouf 6: 75% Sol3USAS (75 AU)
. 1d2U 12: 65% Foldusms (65 AU)
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Cohort March 2024 (120 gnmiKL):
. 1ddUA 1: 97% Foldusns (116 AL)
. 1doun 2: 92% goldusns (110 AU)
. 1ddUn 3: 87% goldusns (104 AU)
. 1ddUn 6: 80% FolFUSNS (96 AU)

oIndayal 1519:1Fu31 Cohort (daubuAUD retention rate AGN3N
Cohort dauunsiAU Gva1RtJuWau1DINNISUSUUSONAOAEUNHSD
NS=UDUNS Onboarding NAJU

AS3LASI:H Cohort guaiuisauenglugoiasua u Revenue Cohort
Analysis AGaaiuyaAInIsdouavlida:nduanAinanatdal Ko
Feature Adoption Cohort Analysis AGQMIUMSIEVIUWIDDSEIY @
UDOWaQATUN

7.4 KPIs mwilulaAadiudiuams:
mMs3uddsuaznsUsulsy
AWEATYUDY Leading Indicators
qum:ﬁ'ﬁaz‘;jomomsu‘)uga:m‘?ﬁioqumauﬂﬁuﬂu "Lagging
Indicators” ﬁuaoowaal‘ws"ﬁtﬁoﬁuuéa KPIs arudjudanisuntdu
"Leading Indicators” Naiuisauvuandvuudlduiuouinala AW

awsaluniss:yua:aaay Leading Indicators Agndavtdudonuen
WUSHISNJUS:ansSniwoano1nWuSHIsnIU

Leading Indicators Januruztduddidianauisatddsunlavuas
USuUsolalus:g:10a18uau La:iANUdUWUSIBolHaLA:NaAUWAdWSH
157ADVNNS (HPEIVLEU FudULazATUNMWUDY Leads AlASUIULEDUTD:
dowacipgnauigluldpusun KSas:auAIUWYWDUDVanMIulasua
{o:dowacia Retention rate ulasuiaxin

Asldonua:aamu Leading Indicators ALHUN:aUEI8RDVANSAILIS
AmManisadUaurtazloniaaivsin uazgaitwgowaluni1sdIouWuLa:
adumsunlurdousuusy
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Conversion Funnel Metrics: nM1s@aaunistaunioyavganm

MS3LAS1:K Conversion Funnel LfJUHCi\)ZuannﬁUUs:énSmW&Joao
{unistintduazusudsons:zusunmsudavauiadugnal lagnisuyv
ns:uduNstdudunouciiog ua:=3a Conversion rate {UlLcia:guadU (ST

]
e

awsas:yvanivryriua:dlanmatunisusudsvlangvdalou

ANSDPNIUU Conversion Funnel DUs:aGNSMwADVLEUINNISAIAIL
L0l Customer Journey 2g103ndv udazssiduazuda:gaaisnssuy
2: Customer Journey ALANCIVAU ta:Sdudovoanuiuu Funnel A
a:NoufivAdwtdudsvusvssivlua dKsussav B2B ADNs:UdUATS
UeRBUBDU

Awareness Stage:
« Website Visitors 911 Marketing channels i @

« msda: Traffic volume, Source quality, Bounce rate

Interest Stage:
¢ Content Downloads (White papers, eBooks, Case studies)

« Asda: Download rate, Content engagement time

Consideration Stage:
« Marketing Qualified Leads (MQLs)

« mMsda: Lead quality score, Lead source effectiveness

Intent Stage:
« Sales Qualified Leads (SQLs)

« Msda: MQL to SQL conversion rate, Lead response time

180 | AdiatdiaHn HANGAs Marketing & Technology For Executives



Evaluation Stage:
» Opportunities (Active sales pipeline)

« MsJa: SQL to Opportunity conversion rate, Deal size

Purchase Stage:
e Closed Won Deals

e ASJQ: Win rate, Sales cycle length

A1S31AS1:HUS:ANENIWUDVLGAA:JUNDUBIETRLSUTNTDI1AISTIQASS
AWwWeNgIuLa:nswennslunaiulauov Funnel iwalRlAwaawsgoda

dg1vn1SdLAS1zK Funnel Performance:
KInLsIwus:

» Website Visitors to MQL conversion rate: 2%
 MQL to SQL conversion rate: 15%
* SQL to Opportunity conversion rate: 60%

e Opportunity to Closed Won conversion rate: 25%

1s1o1vasUlasnalrursdnaghinisudag Website Visitors lOU MQLs
nisUsSuUsvolunaliv:lRnans:nugvdacionaawslagsiu

nED

S p
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3tAs1:HWaawsSIWadons / Usunagns

ASDDNUUUASDUNISIONALEVNAYNS

(Strategic KPl Framework Design)

unuh: 910 ‘Ms3ana’ g ‘mMsuinv’ ovAns
WatsiwadivnisIanalunvAns Ha1wMUDIDVAQTVAWUDVSIBVIU
ALGUTUAEMSIVLANSIWAYNEVUNTRRUSHISSLlULGa:tGau LW
pegnIRAUAQIHUIAYIAUUNUINUDYNISIANA MSIANANLADSVEHSU
AUSHIsUUlUTEuANIsGamuclaviusigoiuds:Sudou udAnmsasio
"s:uuUs:ain” IRAUDVANS LUSBULRgUAUSIOMEUUUELDRTUIvEIU
UpVSIMELSUUIQ S:UUUS:aND:avdrurunaulugoaunonui LWaTRLSY
awsadaduldua:aidumsuAluldngiosdatss turihupvlGednu s:uu
misdanando:Aavaiuisa dodrynuinuldaulUgoRusKIsIDabuIvEU
upvssAvRLTUIUMUAAMaKIVWlRaWIsndadulddagotdsunu
a:znunovA 9NUS:auNsaiuDVWUIUNSIRAUSABILARUSHISS:AU
JOUIKaIENAISSY WUIDVANSAUIaNSaUNISIaWaIBINagNSAGo:
W3sulabauidonaovluluuraunslaslutnoduRALa:uWUARUSHIS:
dovdadulotuanid:Aliutusuna:und:idumsdadulonduauld wsa:
Aovsadayandaloudoino:uidvidalomaniuwuluudsiurkovus:yu
ATU:NSSUNSUDVUSUNSULwUIIAIMUANSowavAgaluls “tsira:ls
U007 udda “doftsiludurdothwisiludnaruiendoomsKkéa
U uazs13laneols?” AMmuduaaviRiiudivnsilasunlavonAiiy
AauuULAUALVLTUADNSSULIdAUACRLVITUNadWSILa:AANOIBUNA
gnsAudIATYUDVS:UUNISIaWaLBuNagnsauisalUsgulRgulanu
s:uuMsOuyaVUNTU [uRVAUTIULAZDVTUUNTUD:GIASDVbDALaOY
JoyanadAtungiaruUs:LAn Ao A21UgV A2IWLED ua:AANTv dotdudoya
AsdudavdamuaanaanwalRnstudanansua:gus:ansnw tu
fupVLGIAU DVANSAG:CDVEs:UUSananLaavanIu:Ud3Uu AU
AUKU Wa:NANIVUDVDVANS
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Adog1vnNdalouAdUSUN Toyota Nids:UU Toyota Production System

godmsiawanidoulgviudouds:auRUsSHIsgoaaavludauviuluane
nswaannAuauisalddlainisiviuyavaudvavnacialUIsug
{reduovusunag V(s waztbptnalayris:uud:=ansadodeyayicutiou
lanun
8.1 msidaulgviHneliadgnisdana:
The "Golden Thread”

pennIENUdNNWEVAISNDRNAGRGDdUUS:AUO $1oND9:E “LFuded
nov"tWasaslEuvadaanendudaulilduruRinareviu turhupvldednu
AsDUMISIaWanadovl “LlEudednov” ASoEuvlUNHUNEINS:AUUU
daavuads:auaivgalangvgavunazautiaauna

MNNNMSANIDVANSAUS:aUAUEEDUIN3T 200 UHVIUEIY 20 UAKIU
U1 WUPvANSIKatTYasIUAUREIATUADNISE “Golden Thread” A
Jaou MiRnnAulusvAnsauIsaUDvLiUIIUNQUIDYRTULGE:IU
Judaugredulndautdnruietreduoousdnidagivls
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a1qusuuDVLUNHLNEY: D1INAWHUFMSUNU
Vision & Mission: 2Q15uAuUyDYNNaY

Vision a: Mission Apagvaauavandudultnkung lOuAAN1VS:8:812
UDVDVANSAODUAINNUWUZNU "1s128nd:tTud:[siudn 5-10 UToKU?"
1a: "lsAaduuWo:ls?" wutdo3 Vision wa: Mission Ado:Aovasiv
usvuumalaiRAuNnAUluavANS LaluvtuzGeanuAdovtdutAdovdalu
n1snsovMsAaadulvldonagns

MogoAthBumMsanudia Vision uavusENlUOaIHNSSULALASAI
“WOuthduinalulagiiomsinuasigdodiuluniniALdy IWoens:Au
pruMwBdauavlnuasns” Vision GlulaldutAus:ToARAQUURUD uc
WuduAAnSiRIRuIINSAadUlnlan IupvANSI:ADVaDUAINIUEDVTD
fio “Gvlo=gretrisnUuihduinalulaginuasidrdali?”ua: " nsiao
Uo:3788ns:AUATUMWEIQUDILINUASASHEDIL?”

KPIs HSd Key Performance Indicators

Aadhddanuandiv "guniw” uavAsctduviudndnaduayul’ OKR
80 wuUn:USsuLAgu KPIs AulAavlipIaaunwuavuuud 15U
AdWGUlaRa SasINSIAUUDVEDD Lass:duthanatutdaadotduddd
SaRuanamu:Uoguuna:ansamanisailoykinoov:taasuld

d29g19udv KPIs AaUuayunisugignalal3gauiunivn:siudiv
Website Conversion Rate d&HSURLTNBUIINLI8QUIY, Customer
Satisfaction Score »ngnAuLdgQUIY, La: ROAS ynMsavluutun
funahadgauy
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FoANULTUAURUSHISAD KPIs Adso:dAuiadosuazawisnaaauld
cioLlpw cinvo1n OKRs ALduLUKUIgawI=gIvaLa:o1ov:wagundan
Uohuwaaiunisad

UNUINUDVRUSHIS: IWANBLIUAI9dNDY

UNUINUDVYRUSHISIUNISasvla:snun Golden Thread dufamistiu

AWANGAMIRLUTD3 I dudednaviliuiansu Wulda31WUSKISALAY
D:ApvaiuisncavuAIMULBYNAgNSIWDAsIDaauAULBaUlevlAlauD

(Mogotgu lUNMSUS:8URUSHIS ADSD:aIUNSanUHIKUINWIgNIsaaa
31 "KPI du ROAS Ancurdvdamuagl d:¥d8dulndau Key Result
159un1saq Customer Acquisition Cost upvLslAnenvls ua:tu~gaudd
uv:88lRLIS1USSa Strategic Objective lunisugngaalalaaegvls?”

WULAEWUAURUSKISKa1erufauisawaivddiau KPI cw a Tdagho
paovlAa) udidagnaiusddiavikardaulevAutUKuIelHaduDY
uSUNagvls Nauaaullld Aadryryirunuaav3pvAnsiuLia Golden
Thread AgaLoU

8.2 NMSPPNLUUANAUBUUDVAIEIQ: The Art of Cascading

ANSDDNLUUAAUGUUDVANEIOHEDAEININ "Cascading” UuldufAau:
AdovldnuAuLiDIBYNagnSia:AULITRIUNISHvIULDIGa: AN
W3suliguns:usunIsAuNsaDNILUUaANUOsNSSURAGDVAGYHVNY
Tnsvasvsouta:sigazlidaauavlca:su

d1nUs:aunisadiunisniviuAuuSFnuulalRedRa1gULKY WUWUIN
As:UdUNNS Cascading AGY:EI8Na1gn1sivuLUUTsla La:asunAdu
SuWayauscunulunisussatUisuig waamiiid nauv:=asivondu
duauua:=nsvaugus:HI10R18cI09 NSILASI:RADE1VNS Cascade
{ussnvsLna

WWatUKuNsuDVRVANSTALDULED JutdudauiAomsuuavtUiRkuigday
ds:AULWUNNISOATI0 LWUNNISOA1QD1DV:AHUQ Objective N31 “JU
thaounmistaulauovsrglanWiugooniv E-commerce”
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lagid Key Result d@ovdofio "aswgoauiguudulsduazusuwatnsuli
a4 1 Wuduun' ua: "tWwudnuduoalaasSuuu Click & Collect tRAQLUU
15% vovynadudoooulaunorua”

WULOUAURUSK1S31A1sAKUQ Key Result wuu Click & Collect Uu
waaviivnistdntatutudAa Omnichannel ALAD3VEVILIAKUIEAIL
J1dovldons:H3vooulalrinoowlaluddonisasious:aunisain
(BoulgvAus:H3nNngavMvlus:auiivgas NsuUavldIKUIgd:ADY
1D1:DVUA:lAW:LD1:DVUINTU AU Performance Marketing D199:
fKuQ Objective A3 “as1v Traffic ADATUNIWLAzaS1VEDQUIIRAU
uwaawasy E-commerce” 1o Key Result A31 “aS1vgpquiegdin
Google Ads 500 duUuin ddg ROAS 1038 6x” La: "aS1v89au1g91n
Facebook Ads 300 duuin ddg ROAS 1038 5x”

AsARU Performance Marketing fHuQLUIKUNg ROAS Auancioiu
S:H319 Google Ads La: Facebook Ads GULaavivAuLlniudanuyeu:
upvlda:uwaawasu Google Ads Uno:i ROAS Agun3uwsi:tduns
luyruRaouauavdandIWdavNIsAdalou (uugu:A Facebook Ads
tumsasivAdudoonstk

dHSURD Content & SEO 199:mHUQ Objective A3 “advAautnudn
duqaanAmua:ns:aumsdadutodonoulad” lagid Key Result A31 “LWU
Conversion Rate 910 Organic Traffic Ju 25%" La: “WaadG1o33daum
20 BUAaIUISALWLDASINS ‘Add to Cart’ 14 10%"
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KanmsahArdlunisn Cascading

o1nUs:zaunisadlunisiiAmuUsnul [aanarannisainsyiunism
Cascading ponutduddoran

KannIsusnNAnAALQa Uda:s:GuAISHIUKUIEAASDUA]UTACHYA
UAISLUULWIEDVMISIOU WULAWUAUDVANSKa8ULHOANALNUAD
LWUKLUIgIaWI:AIUMSLOU dowalRtAamsudvdumetunlududs:Tosd
La:u2VINUUIBEIATYDU a WU ADIWWOWDIDUDVINATHSDMSWEILN
wunvu

ranmshaovAnAMWLGaLTY WhKLelus:AuavdpvauIsaaduauu
lhru1gs:auuulangvdalou Wwulnd:disnisnaasulagnisniuin
"HINLUNHUIEIUS:aUaIUSSA 100% Uad LUNKUNEIUS:QUUUD:USSALWEND
1a?” MinFhasulddaou uaavinmsidaulovgolidwe

ranmisAawAnAWLTULD1:Dv Gvavuilus:dualy LWIKUIEAISD:
LO1:OVIAIAW:INDVUINTGU Tus:AU CEO 2199:wadivmistdulthiu
20OaHNSSY Weilus:AuAU Marketing 9199:ApVLOzDVEVIUIU Click
HED Impression NADVYNS

SURNQBDUARBALU
uaso

HANNISFONMYADAIIWSUNQBDU Laa:s:OuCDv

W
WULEDINTNHUNEATLGLID:D0UD0RSURQBDUD:TUTS

¥
¥
unUINUDVRUSHIsluNsi Cascading

AUSHIsAavLduUs:sulumsUs:3uRIEEN3" “Alignment Meeting” v
ucaz:uwunv:th OKR vavauvuILaavia:asulgnstdoulovautln
rulelkoduavavAns Msus:uullulailduwevmssigviuwa uctdun
s:usuMsIanUasuLa:USuUSOIWalRLUTD N UTUNHUeRdaugoAu

AULTTDLGVANIAYIAU Lagging Indicators

g coats. S0 US|
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Lagging Indicators K& EIamuluAndEIaNs 18U "Wadws" AtAa
dulUuaduutkbpunuNISQIUNS:ONUDVRAVNUDNLSIDUSIWURIUUILDD
o:[sUnv Uuuonisifivadaua:zund:tdasundavias

Lagging Indicators tws:Uudauloviiuwadawsnivonistoulasasy 1
319:10us18ld fls HEpdunuvmsaana wa:ludvAldsievucouasa
wa:RfinRuldagvdatou chlavtkardiliumungddsuldauldednio
[avigua:zausawdsgulneunuhuuvla

ucdosAandAtyupuMIsSUSHISlaeld Lagging Indicators LWEVDEND
LGudfD "AWIADY" HED Inertia LABTRAUSAVILAUSYNLHOKTONR
UsHIscdvaniaaliuitgpauiesielasuidanavdeiouin Ldtbots)
3lAS1:KIaURAY Wu3dtyrunautdipuciva [ausinnduuidoud 2-3
@dunpuHtNUULdd HINDNISAam U Leading Indicators ALHUN:EU
UryH1dunanun:ansaunluldnoufd:donans:nucomadawsn1ons
ou

wavudv Leading Indicators lun1SUSHISLBVSN

Leading Indicators HEaddiathduAndddianaiuisa "momsm"
wadawsluaunald UutkbouAulwHinsaRdovlRIEUNIVTNOHN La:h
dAruAauulduddiaBonionssuriawnanssuntsIawIsa “AJUAL”
HSD “Uonswa” dauuldludoyuu

SonrlR Leading Indicator DAtuAYADAIWaIUISAlUNISaS10AL
duwusLBolKQua:wa fiu Lagging Indicator (upulna wmduéﬁﬁuv‘g
USHISLaUD31MIstdon Leading Indicator AGD:CpVD1AENISLTNDNAY
SSADIA:aNADEIVENEY

msus:gnalgluusunssnociio a

{ussnd E-commerce: MSLUNDANATWIUWANSSUNUUDENCIDEID
55D E-commerce AWULASIRAIUEAWT USUNGLAULVIUUASAQaU
Lagging Indicator agvgnauigsietdau wdtbatssuiRANUd Ay
AU Leading Indicators wadawshAldAnAIUaILIsalun1IsAIaNISILa:
JUsudsvwaawslaogoibus:ansmw
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Leading Indicators AtsA3souivdusutnsudulsd doldudddan
uanfivAIWAUTPUDVRUSINA HASIMSIWUGUAIAVA:NST Bouaaviv
A2 WAVIDIUNSED ShuduRalAsauIdniky doUivdivnisasivniu
JUWuSs:g:81) 1a:90s1MsWasiud douaaviivus:ansmMwupvnis
JoansAuanA

mSLLJ?iEJUO‘mmSU:\)LL]u Lagging Indicators t0u Leading Indicators
nMRAuN1saataawisadsudsounutdaylanuidal ua:nadawsfAaenq
unenNWUTU 35% Metu 6 Lhou

lussfv SaaS: mstlvdnanA1v:peiKS:(U

lussAv Software as a Service K&p SaaS AWULAYIVIUAIEY MSIID
Leading Indicators (JUd0aATUSOIWSI:5SADTTUDEAUNISAGNATD:
Coo1gMsiBuiunsoll

Lagging Indicator Ad1AtyAgadAa Monthly Recurring Revenue
H&d MRR Buuaavivsiglanaiaiiv:lasutundaziéou ud Leading
Indicators AlSABUNMSAIAMSTT MRR S2UGVSUDURIBOU Trial 8o
uaaviivAuaulxlUNaQATUA asINSIBIURLDDSHAN GoUvEHivnis
i Value NgnmIAsuU AzuuundWWowaloanA dua:Raudvlomatums
doo1g ua:shusuAsSvAgNALTNES:uU Botaaviivnisidoiuncotiioo

USUn Saas IRAUENLTaIUISNa0dasIMSYALENASIHYIU KD Churn
Rate avld 40% lagnsid Leading Indicators {un1ss:yanANEAY
(dgvgoua:zlinlugdgirdonouna:dadulvenian
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tussfvomiswaa: mstnivHovlgauniu

fussADMSWAQ MSLONTD Leading Indicators 10udvaiATULINLWSI:
NS:UdUNISWAaOlAUBUGDULa:dUUODUHAgduaDU Utyrilududu
D1VV:dVWANS:NUCDWAAWSIANMEDEIOUIN

IHAUENUILATSVVIUNSOBUEIUBLENNSDUNENTS Leading Indicators tu
msdamsHvlgaunu Shusulududonlasu Ko Order Backlog tUucH
gyaRuaniivAILADYMSIUDUNIAQ HASINMSWAQ KSD Production Rate
UoBfioUs:anSMwunvns:UduNS ATUNWUDVINNAUATIASU dowacio
ATUMWUDVNAAATUNFEDSU ta:Us:aNSNIWUDVLAEDVINS LEQVETY
ADWWSDUIUNISWAQ

Asld Leading Indicators riRus¥ndaiuisnaataiiunisdaduaum
avla 25% wazaauovldgluns:udounswanavla 30%

Msasivauqas:HiI1v Leading ua: Lagging Indicators

nUs:aumsaiuavWulunIsiiAUSALILAUSUNCIVa WulAWouuRan
ANSALEENI "HANNS 70-30" BUHIEAIUIIDVANSAISI:INISTanan
Jdaduus:uneu 70% Wu Leading Indicators wa: 30% L0u Lagging
Indicators

IHOWaNWULaUDdQddIulADIWAIRIAQNISUSHISILUULEYSA KED
Proactive Management 8v:¥28lRRUSHISaWIsadaduldua:atdu
mislanaunUayrv:domwans:nucidwaawsnN1vNISLOU
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mMswasuudavnsus:3UNUSHIS

misUs:yuLUULAUTNR:INsSWanen31 "saauietdaudanav 5%" "fls
acavontdounuad” "@uudvmsaalaanav” udnmsaunuitsaldlula
thlugmsunluteysintdususssy

ucildatsUAsULLS Leading Indicators nsUs:uud:na1etdu “Website
Traffic anav 15% luaavdUakAnuul Bud:adowacdosaauistutdau
KU 1S19vCapvUsudsonagns SEO ua: Social Media Marketing nui”
"Sasimsiladudanav 20% dvv:aonaciogaauisiudn 3 JUaH 15130
AooUsudsvrddnua:LiaraIa” “SusugnmniBoiuwioasKananas
10% Bulludruruiruindasiniscooign:anay 1513vdovdalusunsy
AnousuanAILWULAL”

mistlagunlaviriinisus:yuuskisnatstduidrsunisudlu
UtuK11a:n1s20unuLBsA unufR:dutWaonissigviuwanniuul ms
lnioua:nsld Leading ua: Lagging Indicators p€nolHUN:aud:8g(RR
uSHIsawsatinvavAnsliugaouaSoldogiolius:ansnw udns
Av:lEDNADEI0NIKUN:auIa:a5105:UuuNSIaNanGuudADVIAEAI I
WO IoRENBIAYIAUSSAD anA ta:LudliuUDVaAaIHASSH
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Module 4

DIvnagnsAsULhUC
Agaulaonnyaoniv
ua:{gaolHina ROI goaa

G s=g:=10a1 3 3dluv




N1SOIVUWU Media Mix s:HJ10 Paid /
Owned / Earned

‘ulanfinowautousvusinanarsilunswensimenniaa ns
Samsdantlulaaluldainasinmistdyoonivlagooniokiolitav uci
iAavInmMsUs:auAau:msdoaisnasuuuutinaoiudulwin
asowans:nuagdolHnd"

tugARnDAAUEa A WBUBaULa:lUSsULUavDE1vSI01E) WLhavAnS
ApolWBruAUAIUMMETHLTUAISIVLAULA:S0NSED TULWEOLGADY
WhlowaanssuRuUsInAAns:dans:oelUmuygaonIucv a udgodo
awisnadiods:aunisaifNanandavia:avlasuAuaananistdunio
UDvanm

ANSIUKWU Media Mix AGUS:aNsMWILTELWevnSILUvouUs:uulu
CUBDVYNIVCY Q

uciuAad:upvmsUs:aiuAuaIuIsSalawIudvlLda:Us:tnndalRtaa
waawsngulradn3 wasiuuavaiuds:nau undo:thiauansauludAa
ua:tndavionSudrsuusKIstumsdaauloBonagnsiAgdAus
avnuauds ua:nsasvs:uuldnAdonduindaumsiaulangiogodiu

CRRlUTRIGITITLAIIEE S5cuuinisyavnisvyanisaaiugnadna
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Apufv:avdnluguinadnua:nagnsmsdams Media Mix GodhAtufo
sV ScuuNsuavlandonlddsundavlupgowugiu
tuaGa Msovuwudaianueu:Asudnoldulduasy AUSInASUBUINSAAU
uaINAKUQ BIUKTLEDWUWIUADULE La:WoINES:K30MSLAUN1Y
Aovljvldulunmsdawunuaziatugoonotiand

ucitugnadna wadnssuuaviuslnalanatotdudondudauuazala
AMSaIlUla wonw o vSUAUMSAURIdaYanaantunuulnsAwnADDD
UrU=dUSD MNsLUSsULRguUULEUADUATNU ta:aaaulo@alusuAnngy
rEoowuludduRLancvluINGSN ANWBUBaUTIARIRLUIAQNS
vuwudduuutaunargudonaiale

usnoINd MstAaduvavlsidualidoua:uwaawasuadnacdiv a a
aswaniwwadauhruslnalilaluweoisuaisiridu udgoldun
asua:uuvtutiordre msusinnduuav User-Generated Content,
S3oooulad, wa:nisuanciouuu word-of-mouth tusduuuddna (A
Wasuwlavwa’dauavmsdoaiss:H3wuusudua:Iuslnaagowugiu

A WAgULUavikardlathlugaaiusudutunisduusfatkuiunis
Samisda wudAaRllduavdaudazus:tnnidukuleRuenaniu ud
uavtdus:uvudARGaulgvLa:dolasunu GAodaBUAUUDVIUSETUN
Integrated Media Planning Ats1o:Anuiuund

lulaa PESO ua:nsaunagnsdn: SINZIUYDOMSAALEOYSTUINIS

AMUWuUILa:wayunisuavlulaa PESO

lulaa PESO giou1on Paid, Earned, Shared ua: Owned Media [aSu
mMsWcuuduWaaauauavtionUBUBauuav)nAldalugndda lag
1AadusnMsas:KUN3LUdAaLUUAVLAUALUYADLDULWEY Paid Media,
Owned Media ua: Earned Media [Utwgowaciomsasulguazvanisnu
govunwdonHansatelugaloauu
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MSLWU "Shared Media” (0w tulutaatdumsgausuluunuinidAny
vovlsiBealidsuamsuuvbutlorlasruslna doddanuruzAtanco
971 Earned Media wuuadviau lagdinisAouAuua:mMsiaiusouuay
LUsuAlUs:AUKGY

mMsmAUIdandvluncazovAus=nauudv PESO

Paid Media: AsavNUIWDNISIINEIvLAzADIULSD

Paid Media 10usUuuudonovAnsgdutwadomsidnfionauttsuig
JoGHaNUDY Paid Media oginduaiuisalunisAdUAUTDAIL ANS
fruAUIKLIY LazAUEUMSLINGVRUSINA pgvlsAau ugARR
uslnAdNAu:lunskantagvluyaNgodu ua:dAnwiinvlodaluunn
anav NMsWowa Paid Media (Wevagoldgioronatgtdunagnsini
A2ULFEVD

A2 WBUBDUUDY Paid Media lugAUoaUuagindIUKaINHa18UDY
uwaawasuua:suuuu doudnisluvruinvuaviduuulnsiadua:
KUvEaWUW [Usudvmsluusnunadnandnisikualthrsungagva:idea
AsUsINATUUDY Programmatic Advertising [ddguudavdsmisso
vnewunluuanagowugu lasidinalulagua:dayatumsdaduloda
UIgLLUU real-time

dHSURUSHS MsAaaulol3av Paid Media lAdsuagAudunucanis
LUfv (Cost per Reach) LWgVDE10LAE UCIADVIWIISTUNTIVATUNIWUDY
MSLNEY ANUIAYITDVAUNGULTNKUIY La:wans:nUdalUIKUIgNIY
ssAvlus:zg:ze12 NMsavnulu Paid Media AdUs:3nSNwdavaiuisnasio
WaawsnIalalus:g:au ua:aluayunisasiouusudlus:g:61d

GIVLLEYEGIEH SunsSwdadnauaznisasioyanis:e:end

Owned Media 1ugovnivdanovAnsidutduavua:auisanduauld
pgvauysad lugnddna Owned Media lWladAaagiwaoldulsdua:
udontindu udsoufivupUwalAdu giudayaanm s:uu CRM ua:ud
AS:NVWUANIYAMENIWUDVSIUM

Fjﬁau‘]am HANgas Marketing & Technology For Executives | 195



ATUANALADSVUDY Owned Media aghnstdutkavdoyaanmMBsuriv
(First-party data) AAruAtagvdvluganANuludiuddayaidndiu
F1AryIWLTU MsApVANSD Owned Media AudvunsvRUIBEVMISTAIW
1udas:onnmstlasuuUavuavulguiguwaawasuneuan ta:auisa
asinnuduwuslagasoniugnala

ANsavnulu Owned Media Undauldloaiuiuninv:lRuna Lawaaauinu
AlADAWgVEUN31 MswauunSulsdnius:ansniw msr1 SEO Ad
KEonsasogiudoyasdwanidneuniw dudunisavnuiasioyam
d:auaanqdan

FHSURNUSHKIS NMisUv Owned Media Wutwgodununisaitduoiu
WuAWRawa1aRd Aty Owned Media Aaspnupvtdudunswenasv
yaAua:Aaslasumisavnuagivdatiov laglawi:tudunisusudsy
Us:aumsainld MSIWUAIUAIUISANISILIAS1:RUDNA La:n1sasiv
[dornADATUA

G EIEGEYEG I EHE wavuavnisidaousouua:nisasiogusu

Shared Media 10usUtuudantnaduoinmsudvtuna:nisddiusiu
upuWusInaAvuuwaawasulsLldgablds NMstinloua:N1svans Shared
Media Gou1AgAIULINRIUWHANSSUNIVIOINgIUDVMISLUvUULa:
nsasivgusuaoulad
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A2WMNgUDY Shared Media 9gAiMsauqas:K319A1SAUALTDAIL
wa:mstRdas:uAruslnAluNIsLaavadn NISWEIYIIADUAU Shared
Media unntaulUa1oriRiAianisdaduvnusina luuruzAnsUane
iR 0uluiovororiRiAaldornluaaandavAunwanuaindavnis

nagnsniUs:ansniwaksu Shared Media Aanisadiolloriuas
Us:aunisadnns:Aulkiianisuivlung1vsssusid n1soanltuu
wAULUeYADDVAUS:NDUUDVAUUULAY MISANUT HEDNNSASIVUSY
Juanatd Una:lasunisaauauavidn31nIswengunanaudaniu
nwn1sAlaeasy

Earned Media: RGN LLEI NI EERIT

Earned Media 10usUuuudaninadulasliladnissedu ua:luawisa
AouAuldalasasy udiduwavioinnisiuanafauiinIsgousULa:
wafivuusuarsSawaantun (usUuuuuovd1dUs:31dauwus 53301nKW
1Beoued KSoMIsnadfvludoudasu

ATUA1UDY Earned Media aginduundaiin nisAdoudasurion
1Buosreuwaiivuusudlundudniinans:nudanissusuovusina
vinn3sluurunlagasy Wpvonurnuravdayantdunalvua:io
A WUNLEDTD

wi319:liawisado Earned Media [@lagasy wdpvANSaIUIsnasIv
WouluAdaconisiAa Earned Media [d Msas1owanntunnEousnisi
Judanssu MsOEpvs1dAUNEauld KEomisiAvnssultWaduAu 3dutdu
nagnshawsatwulamalunislasu Earned Media

msasiwnagnsyseunmsonlutaa PESO

A wudounsvuavlulaa PESO WldagAnsidaaucia:Us:Lnnugnoinau
ucdagAnmsaanuuulRdonvaus:tnniviuaduauua:aoiasuiu msh
Paid Media dulAdaurAUlUEY Owned Media oasious:aunmisainu
Us:=nulo thludnisuuvluuu Shared Media wa:aameasivnnuudo
fioWu Earned Media

Ao HANGQs Marketing & Technology For Executives | 197



doagvudvnisiviunuuysaunmsiawu:

@ 5 Paid Media viaasomssugua:duindau Traffic lUgoSulud

9 asious:aumsainidnsuA1uvudulsd (Owned Media) AATRE
1guBUADYMSNAULIHL

9 ponuuuLliDHvuBUTBAlRawIsauuvluldvisuulsidoadias
(Shared Media)

0 nisuuvduuna:niswadvlulsiBgaidiGedoqQanduauladudo
dowdavu (Earned Media)

O nslasumsnanivtudousasutivuacuindadioua:atvayu
Us=ansniwuov Paid Media

nagnsn1svYaassvuUs:uitudn: DndeysiasugInemMans

A WNINgydvAsaadulvdvaassvuus:uisu

n1saaaulviindsyaassvuds:zurtunisaaralugoyoavnivlauasziu
daautrinfa WukdviunIUMNMenaAtyNgaNRUSHISADVINGEY (U
pda AsAadulvlUnduagAuUS:aunISal drYBIANIEU LazudNIY
uguaniduuiasgiulugaaiknssy ualuganddoyauinuigna:lAso
Jo3tAs1:RANUaTY MsWowdrysanuituWevagoldeadnatatdudo
AliWeoWD

ADUBUTDULWUTUDINANSANANS:NUUDVAISaaIaluldazgaonioll
Wudas:onfu mMsluyruiniolnsnadavtwunsAursaulad nism
SEO o1waanusdulunsid Paid Search ua:nsi Influencer wadiv
219WUUs:ansnwupvlwuvruiuulsieaiblds nstdnidua:znisdiana
AS:NUILUUASDUAQUIKAIADVDIAILUONIVIA:LASDVHDABUGDUNIN
NSQWaawsLLCia:yponIougniu
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Marketing Mix Modeling: RIBIGREIERES IITIIL M 1]T]

Marketing Mix Modeling (MMM) LfJuLnnGnmsjmsw:Hmoaﬁﬁﬁuqo
AlBUnyanuUs:3amMansiwaianans:nuUUDVADNSSUMISAAINCTIY a
CDWAdWSNIVSSAD LU gpaUIg NSSUSILUSUQ K3oMIssubulsd
A WLTVLASVUDY MMM 2gARIUAIUISAlUNISIENLE:NANS:NUUDY
waa:AvNssUMsaala soufivnsdawans:NUsJU (Interaction Effects)
La:wans:=NUNa1dT (Adstock Effects)

LUDAQWUZIUUDY MMM Adn1stduuusianon1vAtdaAaasiwo
D5UIYADIUAUWUSSIHITINISAVNUAIUNISAAIQAUNAGWSNIVSSAD
TagworseurUodniguandu a Ao1vdowans:nu U nQa1a NS
WasuIUavuavlASUIND HEDADNSSUUDIALUY

dHSURUSKIS MMM Dus:lgglikaigus:ns:

1530 ROI AUADEY: MMM 6aali510nTo ROI AufADSvuavlda:govnvnis
aana lagAmduavwans:NUSIULA:NaNS:NUAaIBT BunSILASIKLUU
Aavldunuavldazgoonivugnauovluawisadula
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misSrasvaniunisal: Laduuusiaovunndov JUSKISAIWISAIaDY
anmunisad "What-if" 14 16u awuoulusauiniolnsnad 20% d:dv
wadogoauiungvls HEptnaavu Paid Search ua:lWuvou Content

Marketing unu d:tA0a:lsdu

A1sUSuUsvnisdaassouus:uicu: MMM (RJayaldudningdnuyo
nwlHUNHWandULNUIVFQ wa:zAIsYQdssvuUs:utupgv(SIWDlRIA
Waawsgoda

Asun MMM TUiGTlunisujua

misth MMM [UISTuavAnsdavIsuMNANSLIaSsUdayaniAtuNIwW Joya
ASdusoudivdayamsidshetunca:goonivonisaana Joyanadwsnio
$SA9 LaUayaloduneuannaindowans:nu AIUMMeKANDgNNIS
SOUSIUTDNadINUHAVCIVY (RWUS:UULGEIAU La:NISSUUSAUADIIY
gndovlla:Aualaupusvinlya

JuapucialUAamMsWauLNLUUShanw BudauaAunULBYIBIINIVENE
La:AsLNDssARE10ENEY LuuSasviddovaiuisnasuredoyalu
adaldagoudugn ua:timswensainidadiald

FodATUNFUSKISAauLldToAD MMM TLlEIASavbantRFnaUALLUDU
ucildutndaviofyrelRidnloua:daaulaladdu wadwsoin MMM Ao
9nAAIWDEVS:IIASIV Laz(pvsIunUuTayadINLKEVdU luMSAaauld

A IWdATIUDY MMM lugn Privacy-First

tuganAdwLdudsudivavdayadndudAtwudu A1saaaly
wadnssuuavRusinasisyananaltgldudoneindu niskieluuov
Third-party cookies ua:nN1sIUUVIQUDVNAKUIYAUASDVUDYAIU
unAa MiRtASavian1sIanatuuAvIAUTANULLUEIa0aY

MMM nanetduniotdanidnaiuaAtytwudu tiavonrhviuAudaya
s:QUSOU (Aggregated Data) lagludpowowimsdamiusigunna 35
nstlrdayalduannidus:lesuloslua:iban>uludiuduoonusina
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dHSUNUSHIS NNsavnulus:uu MMM TUweouctdumstasguwsau
drsuaunna udgollumsasivnnulaissunivmsuyoduludauu
D\)FTﬂSﬁ:EI“IUWSﬂjolla:U§UU30LJS:?InSfﬂWﬂ150810165ﬂ510:81UWSE‘I
aso ROI AgunsuaztaulaldEoninAudo

MsUSU Owned Media IRLIHUN:aU: AMsasivsinFruAudounsy

A1sUDY Owned Media lWUFUNSWENIVSSAD

(un1s3tAs1:RADIUAEATIUDY Owned Media HaevANSUNUDVI LU
WevtAavdpaluayunisaala uan1uosoudd Owned Media 10u
FunswdnivssivnidAagvdvduaiuisnasioyamlaturaledd ns
uavSulsAlluWeviaamaonaoulal HEauovawaldulWeviAsoviio
msdaans LlumsuavAAULAULa:2PrMIRwa1alomMatunisasioyann

lugnadria Owned Media Gunuintdu “Augnaasna’ uavnsdoans
Auanm WunahRusInaawIsaddivdayanAsuAdU rSSASSU Las
aswanuduwusnuuusudaldagiodndv TuikdouAuuwaawasuuov
uAnanaw BvuididasnalunsAduAUUS:aunsiua:doya

msavnulu Owned Media AtKU:audavupvlus:g:e1d IKdouAUMS
avnuluDdVRISUNSWE ATUAID:asvduagvdatlipunanada ua:gvo
[davnuusuusy 8utwuyaAl waaauunudin Owned Media 9191LLRU
AUALKDDU Paid Media uddndwdvduna:a:-avyanla
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mMswaubulsdiluqudnalods:aunisaignm

SulsdlugaboauulilgiWavuravdaya ucdu "Us:aunsaiddna” i
auysal msaanLuuBUlsARdUs:ansMwaavAtufivnmisLaun1ouaY
anAdoudduaaunissuslUsudivnisdadulodoua:n1siRusnIsHAY
nsug

ADWEATJUDY User Experience (UX)

funisaonuuuldulsdliaiuisaupodiuld nAISANLICEIVa WU
5ulsdnlkandIn3l 3 SunAv:gauldurlEguBUUINN3T 50% wa:lSulsd
Al Responsive uugUnsadlnsAwndafiov:donalducdonisdasuduiu
Search engine

AsUsSUUsVISUTBAlRIKU:audavlddayaldugiu msdadoindaviio
31AS1:BALHUNaU NSl A/B testing 2g10aUNauD La:MsSUWVAIIU
AALRUINRIS Jayalka1dygaalRolownanssuuavRidLa:usuUsY
Us:zaumsadldaguciatiiny

uanoNd mMiseanuuUBUlBdgudavAtuiivaisidoudanus:uudu a
UDVDVANS LU CRM, ERP, HS9S:UU Inventory IWD{RauisalRusnIsn
Seamless wa:0dayanaulaq

SEO tUusiagiuvovmisiGiulaaasuniin

Search Engine Optimization (SEO) t0un1savnulu Owned Media AR
WaaRUUNUJONFalus:u:1) MSTBUAUAGIU search results TWiWev
ucith traffic ADATUNIWLAGSUTBA uddvasivnduudadipua:nis
Susuusua

misri1 SEO ABUs:ansmwiugaUoauudavyotduluinisasiotiorni
ATUANCDRIZUINN3INISWENEIL “Haon” Search engine N1sA Google
1a: Search engine 3ua IRAMWEATYAU User experience LWUTU riA
ms optimize ApvlotdulUAMsasoUs:aumsainGiRRG
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mMS3tAsIzH keyword waz ASMAWLINTD Search intent LOusIngUUDY
s SEO N M1s$31WusSInAAuRIa:(s adeATla waztuaniunisadla
UaamemsaaswoLuamnmauauaomwumaomsloamouuum

dHSURUSHIS Misuov SEO WuAvnssuniotnAladiu a WuAURQ
wana SEO Wunagnsnivssivndavidaulgviuldiiuigmsaaiaua:
msuislagsiu Asavnulu SEO davidnisiawandatouuazidouley
AUWAaWSNIVSSAD

Msasioua:vanisgiudoyagann

Email marketing ua:nmisdamsgiudayagnAmidurdoludiundAcy
Aaauov Owned Media misisigdoanAmniiANUEugaUluNsaace
WuaunswaninruAmpgvdviugARAUnUANSHIaNAIHLGUEULEDE @
msasugiudoyadiwaninruniwdavisuInmsiiAtuAILAaAAINDU
msuantiarmndus:losd Mstidiuaa KEomsidfivdoyawiAu 1OUIE
nisasousvvlranAmMduuaulrdoyadacio

AIsdaniIsgiudoyadiuanius:ansniwdavidnisudongu
(Segmentation) wa:n1sUsuucivdonU (Personalization) anAucia:
naudANudavmsua:ANUaUTALANCIVAU ANSEVTDAIIUALRUIEL
IRnauRLlHU:aua=IRNadawsAdn31NsdudoAnuLdedAulinnAU

upNINT NstE Marketing automation gaelHawIsadanIsAIsdoans
AuanMIdpevilius:ansMwuIndu Asdvdluanu Trigger ¢ a 1Eu
A1savn:L0su Msdodum rEanslulaldntgusnmistuaiunu ¥
iFsdoaisiiAduiigadovla:AudaInIsianalta:usulsy Owned
Media aghociatliov

A1savnulu Owned Media AGUs:anSNIwdaviis:uunISIamaLa:
Jsuudsvndatou nisitHua KPIs Ntkuizaudiisu Owned Media uda:
JsztnnludvdAey

drsuldulud dddanaAtysoudiv Traffic Arumw (Organic traffic,
Direct traffic), n"1sidaddusou (Time on site, pages per session) LAa:N1S
wJav (Conversion rate, goal completions) d1HSU Email marketing (12
g3anaAtysIUf Openrate, Click-through rate, ua: Conversion rate
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MsBLAZDVDD3IASI:HALKLN:aU U Google Analytics, Heat mapping
tools, H&d Email analytics $oelRladayansludrsumsUsuUsY Ms
dvuAn Tracking AgAdavla:nMsasv Dashboard AuaavdayadhAtuydg
iRawisadamuds:ansmwldagnodaliion

SodAryAomsthdayanlauldlunsusudsoomsiii A/B testing 9o
aulaus MsUSUUSOLGDHIONUMSODUSUUDIRLS La:n1SWCUUWLDDS
iU oA WwdsvMsAEdsuLlay d>uldufonssunydell Owned
Media GUs:ansmwiwuduagvuciatiioo

NS VUWUFDUUUYSTUINS: Msaswus:aunmsainasananv

USyeyIuDuNISIDaISUUUDVASIU

MsIUWUIDLUUYSENMSILTEWgvmsiddaratgdooniv udldums
poNIUUUS:auNsainisdoaishanandovlazaolasunuaananisiau
nwuavanmM wudAadiAiadusinmsas:Kun31WusInalugAUUUTL
[Auunug:s:Kk3108ovNIVCY a udmarIous:aumsain Seamless ua:
doanaovnu

ms?iaensuuuqsmwmscﬁao@umﬂmsﬂ "1390S1IHAN"

(Core Narrative) AgalOULA:a00AADVAU 1590512U0:0NUSUIRIHLA:
auauanuouztazdoonauavlcazygouniv LagoAvLAuLALazAdIIY
ananaonvld

A2IUAINMYRANUDVAISADAISILUUYSTUINISADAISAS10auQqas:KH310
AJIWd@nandovla:NIsUSUIRIKUI:auAuLca:gooniv lagidanyeu:
Audience ta:sUtuunstdonuiuanchoiu msweneuldidoridednu
nndounvalilawand luveuznasasivtdornuancvAuuInAulY
219MIHRLIAaAIWEUaU

nsoonuUU Customer Journey ﬁnsaunqu

ASIVUWUEDULUUYSTUINISADVIEUDINAISIIAILLTLD Customer
Journey 9g1vandv mMistaunivuavanAtugaddnalulaldulduasy
ucilduns:usunsAduBauBuRUSINAaIUISALTPEAINTUADUCTY O
[daanawan
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Asr Customer Journey Mapping NUs:anSn1wdavsoudoya
DINKa1gIKaY Nodayaldousuiruoinnisitasi:iwadnssuaaulad
La:dayalduAtuNIWIINMSIUNIYIZNAT NISAISID LazNISAVLNA
waanssuy

AL Touchpoints cva NaNAFURaAULUSUGOaDAMISLAUNTY
WuwugiudrsunisopnuuuUs:aunisaiiaaandav Touchpoints
IRahdlUlaShAagWeovEnoNIuAISaaIa LdsIufivnsusSMsanA Ms
dvaum MsiBviuwaantun La:zudns:nomslaguoinAudu

msastiorAdaulovuazdolasuiu

(orntumsdaansuuuystuinisdavldsunisaanuuuiiaiuisarioiu
Autuudas:ua:uuuidaulovau lagtdorucdasudavintuAtuddio
wadasounuv:asivus:aunsaunauysaiuindu

AstEULuUdAQ “Content Ecosystem” 32etunisopnlUULbDHALGDUTEY
Au LaHIKAN (Hero Content) awnsagndaulavua:venatdutdam
dkSu¥ouNIvciva (Hub Content wa: Hygiene Content) N1S10ULNU
tpHMUUGEI8TREUS:anENIWIUNISNAOLA:AIUEDAAADVIUNIS
Joans

Astd Storytelling AdlasvaswburgoviivdArylunmisasotliorin
WWoulewru nsdlasviEovndalou dha:As ta:doAUHANAGDAAADY
AU :828lRRUSINAGIWISAAaMULA:LTNTDIEvSIAIETU WD:WU
Larntugovnviuanciviu

A1svans Timing ua: Sequencing

AxwdSvunvmsdoarsuuuysaunnisidladuagnutdorwevago
1Ge udgvdungAaumsdaaita:araumsiiiaus msnRusinAlasy
JoAwAgAdavluAINIKUIaU auisndowadoUs:ansnwusvnis
Foansagoun
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A1sa31v Media Calendar AASaUAaUNNEDVYNIVYEIBIRIRUNTWSIU
ypuNMIsdnaisia:auisaus:auliroiusiuAuldagvbUs:an5nw
loeCalendar GdavAdvivanuruzuouldagooniy S=:10a1RLHUN:
audnsSu Content wda:zus:LAN La:lKONSAIEIATYNIVSSADUA:TVAL

MsiduusAa “Campaign Orchestration” ¥2eUN1SYONISADIUBUGDU
UDVNMISIDAISHA1EYDVNIY NISAIKUQ primary channel, secondary
channels, ua: supporting channels dHsulda:IWavavuAuLUtY §8
IFAsdaassvuls:uinula:ANUWENEUTUS:ansNwuInsu

nisdawaua:usuusouuuysuins

msjawavavmsdaansuuuystuimstduanumnmenaAng Whovon
wWans:nuuovlda:govnluauisaugnaanoiniuldagiodaou Ns
BLrgovlipua:d8NsALtHUI:aulunIsIarasIuta:nans:nusIuSotdu
Joodu

ANsI3 Attribution Modeling RlKUN=ausslumsLlinioWans:nuUavLda:
Touchpoint conisaadulduovanAl NMst3 Multi-touch attribution
UINA31 Last-click attribution IRNWAYAdaVAINALIAUNISTEIUSIU
UouEounIvuciva

Msaaau Brand Lift ua: Awareness Metrics upntstoo1nn1sGaay
Performance Metrics UuludvdAtudirsunmisianavovnisdoans
wuuysauns tavonthruielldagiwavmsuislus:g:au udsou
fivN1sasvANUdUWUSILA:MSSUSIUS:8:e1D

MSI3 Test and Learn Approach lunmsUsuUsomsdaansiuuysaunms
YrelHasawauuUs:ansnwldogvciaLlion MsnadaupvAUs:NoU
dva YouMsdoans LU JoAd1u Msdaldan HEpNSWaUEDINMY Ua:
msiSoudonwaawsiduns:usunisdAryluNISWaULNAIUEBYIBIEY
AUMSIDaNSLUUYSTUINIS

asadAnvILazuudINIvNsUnUls

msus:gnalglunoujua:
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ASPPNUUU Media Mix ahKHSULlUWKHUYghwancivau

ANSDDANILUU Media Mix AGUS:ANSNWADVIEUINNISAAULTNLIN
HUIENIWSSAYDEIVBALDU LUIKUIgALANCIVAUGDVINISNISWAUWAIU
JonuancivAu La=nsdawanuancinunu

dHSULUHUIgN1sSasivnIssusLUsuUa (Brand Awareness) NMSWaL
WaUS:H31v Paid Media AGNSW G0N0 (15U lwsaunnolnsnAd HEd
Display advertising) AU Earned Media AdA1uut@adia (18U PR HED
Influencer marketing) UntBWadawsna

dRSuULNRUINISIWUYDQUY (Sales Generation) A1stiu Owned
Media Aahursathlugnisudav (15u 15ulsdn optimize ud) Ko email
marketing campaigns) SJUAU Paid Media AdnsfHualdIHUIgn
wugn (1Bu search advertising K3 retargeting) UnlK ROI Fiéjo

dHSULUKUIgMIsasvANURNWUAUaNAT (Customer Engagement)
ANsLUU Shared Media Aasivnisdarusou (18U Social media
communities K3 user-generated content campaigns) SJUAU Owned
Media AtRATUA (WU Educational content K Exclusive experiences)
UnlRwadwsngodu

AsYanis Media Mix tuaalunmsadnwaguudavsdals)

tugARaniunisainivssasdnistasunuavldangivsialss AW
awnsafunisusu Media Mix (RIKUN:auAuanumsadtduadiuaiuisa
AdATY Mss:uumsdadutonsiat$oua:zdjdoyaatuayutudosiiu

ANSasiv “Scenario Planning” dKSuaniunsadcilo a ¥ogikaiuisa
apuaupvldogvsiatdatoiianisiudgunuay wa=n1stasey Media
Mix d1RSuaniunsadciiog wu mMstdulaagivusiats NMsy:asiduaw
aana HsSamMstnadnga goglrawisadsunagnslanunoon
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msds:uums@amuua:msudvidisundus:ansmwygrelRaiuisas:y
AstUdsunlavnaiAngldogvsialéd msavAl dashboard ALaaVHE
3081ATULUU real-time wa:nN1sAIKUQ threshold AdovTN1sOdUaUDY
WutroviindhArylunisdanis Media Mix Luuwaia

ASas1vANUSIVDDSKIWNUULAzLWUACIIY €

ADIWASDUDVNNSIVUWU Media Mix wuuyseuimisidaiuisarla
laghunNIsaaatWwgVNRULAED WEADVFYAIUSIUDDOINALCIY A NV
DVANS AvUuMsasivnalnnisus:aiuviunigus:ansnwdvtdudositidu

—

AsIaAY “Integrated Marketing Team” AGCUNUDIALNUANCY 9 D=
FrelRnsdaauloua:n1sUs:aiuviudus:ansnMwuIndu BvAISSIU
(HUNUDINAISAAIQ ASUIY ANSUSNISANAT IT La:udnS:AuNISWULN
Waanun

Asas1v “Shared KPIs” Adaulgowaviuuaviuco a adeAuyde
IRIAQNISHVIUSIUAUDENVIADSY LWHaNNALGLTINKUIESIUAU WanLUN
:dusvyuislunmsaluauuna:soudanaumsavnulutaoviioua:s:uun
aduauumMsriousIuAU LU s:uumsdanstiinHisou (Collaborative
Content Management) H52S:UUNISIIVULWULALLUTYLUUYSTUNNS 88
aoAUBUGDULAIWUUS:GNSAWIUNISHIVIU

AMswauurdaaNuawisavaviuvu

mMsdanms Media Mix AdUs:ansmMwdavanAgAiuouRdAIUSIa:NnU:
Aka1nkate dvucdAdutdialutnalulagiusufivadiuaiuisalumsaa
[3onagns mMsavnulunmsweuundanduaiuisavaviuoiudutdudo
NbudrsunudsSatus:g:a1d

msaswlusunsumsilnausuinsaunaunnu:=civ a ASdu Wwu ms
S1As1:Bdaya Mstdinsavionisaaladdna nmisasotlor ua:ns
AaBunagns ¥aelRAuvIUawIsSaUSUAUMSIUEsULUavLa:AY
nMnetsd a la
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n1sasivdyusssuniIsisgusSLaznisnaanvMelunu goelHauisa
weuunua:usudsvnagnsldagiocaliion Msgausunadwsnluiuly
awAmar3vdulomalunisideus ta:n1saduauunisnaaovitudNIY
KU @ W0usnguvavMIsasvuIanssuiumMsSamsdo

Aawmmeua:zloniatusuinn

AlstUasunlavuavinaluladua:wans:nudo Media Mix lanuav
inAlulagnisaaradnistudsutuavag1vsiatsd nisusINnduud
inAluladitku a wu Artificial Intelligence, Virtual Reality, KSD Voice
Technology duwans:nuco38n1sAWusInASULa:Us:Udanadoya Las
AoumsiRUSHIsSUSUNagns Media Mix (Hananadov

mstAaduuav Al-powered advertising platforms [alUaguuuavizms
Fovgluuaunua:nsamrualUIRUIY NK Paid Media dUs:=anSnwuin
Ju LaluyrulGgIAUNLWUADIUBUSoUlUNISIONISILA:NISIaNA

MNSWCUUIUDY Voice Search wa: Smart Speakers dowans:nucio SEO
ua: Content Strategy A1sARUSINALEUIBAISAURIAIEIF80UINTU
riRdovUsUIENsasvlioriLa:ns Optimize (RIKUI:aUAUSULUU
MSAURI{KL

mswasuudavudowndinssuusinauaznans:nucionagnsao

waanssuuavRUsInATMsIUasulavagodalio loglawrlunguy
Generation Z Ua: Generation Alpha Aduladuuiwsaunutnalulad
adna msiiAnudavmsiuandivAuludovuavAutbudiudd A1
gvdU La:ANUEUDSEY dowaciaus:ansnwusvnagnsaatuuavLlay

ASLWUTUUDY Ad Blocking La:Ad A UNUcDlwYUNLUUAVLAURITH
MSWOW Paid Media IWgvaeolde0AULdgvIWUTU Msasivlliom
AdAtuALa:NMsasvds:aumsainusinadavnsiaiusiunatedu
JonaAtuuINTU

mMsARUSINATAIIUAARIVGVTUTUIEDVYUDY Personalization a: Real-

time Response MiRavAnsAavavnuiutnaluladua:s:uuhaISaaDU
daupuciondudovnisiHadla
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msusuddcangs:iiguna:A>uiludducoioya

AsLJUvIQUDVNNKUIEAUASDVAUIDUEIUCITDYA LU GDPR ua:
CCPA duwans:nUag1vuINCinlI5N1SSIUSIU 3ol uazmisuuvludoya
anA1 mMsA third-party cookies Adva:Hgluta:n1sARUSINAGSILD
uIndulunmisAduAuTaYaUDVaULDY MIRADVUSUNAgNSNISIANIS
Uoyaua:msirualttrugluyan

A WEATYUDY First-party Data LWUZUag19UN NS Owned Media
Audounsvla:zAawIsalunissousaudoyagnAmlasasonateiu
A WlAaWSguNvMsLdvdunaney

msweuutnAlulading a Atduaoubududd Wwu Privacy-preserving
Analytics KSD Federated Learning 91otdalonalku @ lunisdtAsi:K
wa=msmruatdiruienluazibaAwdudaiucdd

ASIOS8UADIUWSDUEIHSUDUNAQ

nstagunduwSaudirsunisilasundaviusuinadovlsuINNIS
aswavAnsAdAUdarguLa:awisaidousldagivsiaids nisavnu
tus:uuua:tnAlulagnaiuisausullasulavig wa:A1SWaUUIRLOIUTE
Ornu:ARaNHaeLa:zNuaUs

msas1v “Test and Learn Culture” AaUuayunisnaaovlla:nisisous
NANAULIHAD WusngudAtylunsusuddanisuasunlan s
daassvuus:uitudrsumsnaaovua:msavnulutnalulaégitbya g
aauagoeliovAnsauisatdus:lostionnloniatku a [dagvsiaidd

N1SASIVAUIUWUSAU technology partners ua: vendors AU
assugrelRdoinAlulaguazuuoniviua [asdu msttndauen
udvunsolugaairnssuldudvaiAtyairsSumsiSousuamsweuun asu
tazuudsNMuMsUilulAaua
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Kann1sahAryaHSuUn1sdans Media Mix ADUS=anSnw

A1sdan1s Media Mix ADUs:Gn5nwdpvoFgRanNIsd1AtyRaNe
Us:ms Us:nslisnéio nsid Customer-Centric Approach A3UAUDIN
AWINIDlUgNALa:MSaPNILUUUS:auMSAINaaUaUDVAIUGADINS
UDUWINLY MsUavLda:gavmvaaLludiukivuavus:aumsailagsow
uInnIMIsUVLUURUDgLEN

Us:nisAaav Ao nsiddayatdugiulunisdaduls Msavnulus:uunis
SOUSOU 3LASTK La=misiddoyangvidus:ansmwidusingiuaiAtyuov
msdamsdogalky (310:10unsId Marketing Mix Modeling d1HSU
NS3LASIERS:AUURMIA H3DNMSIB A/B Testing d1HSUNISUSUUSOS:QU
QaniA

Us:msiaiu Ao Msasivauqas:H31vmMsUpVS:g:aulla:s:g:g17 mMs
AovANSCoVAISWadwslus:g:auldudondiold udnisaztagnsasio
JunNSwoILa:AFUWUSIUS::8109:d0WaLFUCIDADIOVEUUDVSSD

uwudjuanmisaissuniswcuul Media Mix Strategy

a‘fms?u@uémsﬁﬁaomchum Media Mix Strategy UpvaVANS N1SLSU
dundsmogivtlus:uuuazApatdunoslu

misUs:Liuaniunsaidoguu (Ldauf 1-2) 13unAsH Media Audit
ARsaUAQU ASSIUSIUTaamMsIdsetulda:goonv Us:ansniwuoo
uciazgavnv ua:msidaulgvs:H3wgoonivciv a Aisr Customer
Journey Mapping lWaldlomsLaun1ouavanmUaguu 1a:n1ss:ula
ABlomMausuusy

n1saPNLUUNAgNSIKU (ldaun 3-4) MmsrrualKUgAGaUFIRSU
Media Mix MsoonNllUU Integrated Customer Journey Adouns ua:
mIsfKuQ Role ta: Responsibility uavlda:us:tnndatunagnsitu
mMIsWcuun Content Strategy Aaduauyunagnslagsoy

Fjﬁauj_am HANgas Marketing & Technology For Executives | 211



msnadaula:A1sUsuUUSY (1daun 5-8) mstsudunisnaaavidnagns
(Huluyunalan N1ssousJUdolala:NISILASI:HNAdWS NISUSUUSY
nagnsmuwaawsnla ua:nsvgrgmsidoiutdauuloluds:ansniw

mMsugngWalla:nIswauundaLlov (ldauf 9-12) msthnagnsiusuusy
udlUigogvutusuuuu Msasivs:uunIsIanala:nMsusuUsvDED
daLliov La:msLadsuAIUWSauERSUNSWAUUTUSDUCDTU N1sasv
AWULTN{PUAzNISaUUAUUDINDVANS

A wdiSounvnistldsunlavnagns Media Mix IlaGuagAU
AuAsaaaweviuLde? uddavldsuadutdhiouamsaduayuonnd
NVDVANS ANSASIVAULTTDIURUSKISS:AUgVIAIAUAIIUEIATILA:
Us:TostivavmsdamsdouuuystunmstdudoaArny

mMsdpanslinku1g Nagns La:wadawshAaHIVIRAUCY a9 NsIUEe
asioadnusoulouaznsaduayu nisuaavikiRudiowans:nucioatUn
rureMvssAvlagsu IWevudEIadunmsaatav:4aiRlasuns
aduayunnLNUNSU a

msavnuiumsidnausuta:nmswasunfuoiutldunisaonuidiAty Ms
dAuvuAddua:awnsaddumsaiwnagnsldogivbdus:ansniwau
WuladedAtydonUaSD
msasous:losligogadinnmsavnuaiuds

msasous:lgsigoaavnnisavnudiudodovalAgNISUDVILUUDVA
SOUIA:NISANS:Y:g1D Mstddnidus:1NNdoua:N1svaassouuls:uitu
dovuananavNULUIKUIENIVSSADUA:GNIUMSTUUDVDVANS

Msa$1vAUEUQas:HI Paid, Owned, Shared, ta: Earned Media f
IKU:auAUssaouda:us:inniduAad:AdavaiAuds:aunisaiua:dolya
misluwowdaus:tnniaus:innkdouinAulugigaanuLdgoua:iwy
ADWEQHEU
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misyoldulunnisasivaunswanineuAs:u:61) WU Brand Equity,
Customer Database, H59 Owned Media Properties A2sAlUUNIS
asowadwss:g:au nisaswavqadlduanuminedAtuRRUSKIS
(DVLNETY

nagnsNsld Influencer, Search,
Display, Performance Ads

"lugafnduaulovaviuslnanarolusuAikioiniga Aad:uov
misluuaunlblaagnmsazlnuidgvudonga udognnisdoaisoenvviey
aaxalugovainiiuizau UgoAuntkuI:au adedondunasivady
KHU1g"

nswauuluovinAlulagiddna
D - [duuasuulavlanuovnis
( - = TwunugWUFIU RUSHISIU
gAUlUWgvLadaoldloyav
NvNslUYUIRAHAINHANE LA
gu0pvaiuIsauIuIYSUINIS
{Rinads:ansniwgoda n1s
l moautoaonutumsluumﬂu
A2STUDEAUAIIWTLUHEDUUD
Uuyovaaa ucdoou1INMs
. JLASI1:RUDYALBvanuazAY
[N luwnanssuRUSINA

’

undo:thiausnagnsmsid Paid Media uda:Us:tAnluyuUDVUDOR
USHIs lagluANSasIvATUAINIVSSAD NsdawaawsAtdusUsssu
La:nsysaumMsiwaasious:aunmsaiiauysailiiAuanm (S19:Anu
doucmstdus:losionwavuav Influencer TUsudvomstdinalulag Al
{umisUsudsvous:ansmwuovuautdaylyyaun
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MsMANUINDADNAU Paid Media tugadayuu
S3cuunmsmnmisluvanuuudouiaudgmsluvauniduindaudisdoya

tugavAniuu MslovaunddanuauzllumsdaaisnioldodRluuaunao
JonuriudoudasulugousinaSusuuIn lagkIv3ToAUd:TURY
naulHUIgALHUIaY wudmMudddadnalunmisiawata:nisusuusy
Us:ansnmw (lavonuiadoyadoundunidsiga:ideq

Uoauu msluuanadnaldiuasutlavnninauAtnuine WaULBorRR 15
awsanswlaninsqQluueun Walks Alku ua:rha:lskavoinqluuvan
dowalRawisausuusouaudadlduuu Real-time wa:twuds:ansnw
[Aaghodiatiioy

2gvlsAaU AWaUISRlUNISSOUSIUTDaRWUTULIWSDUAUADIU
ANelky A2WUAVIaLEavAuLludiudusvdayariinns:L10gu
gA2wLduvdauIndu nisK1eluuao Third-party cookies wa:ns
Wasuwlavulouiguavuwaawasucva dowaliunmsaaladaousu
nagnsua:wowidayasdurdy (First-party data) uandu

AIWAIATIYDVYNISYSEUINS Paid Media Aiunagnslagsou

S8 Paid Media AdUs:ansmwluauisaugnaononnagnsmsaaia
Tagsould laguda:govnivmsluvaundaaudvua:gadaunuancivniu
ua:rhouladdnaatdognidsounusavnvdu a agoduwu (iagotsu
AsI8 Search Ads 9190Us:an5MwaulunstdnGivRnTAIWADVANS
gawu udolildnatumsasionissusiRAuRNgulLSINLUSUA luytu:
A Display Ads H3D Video Ads 910IHUN:HSUMSa$1oNsSUS 1cio
i Conversion rate AcN3N

mMstdNdua=MsBus:losuan “Wans=nusiU” (Synergy Effects) Stk
dounucihv a WudonuenyusHISADUS:GNSNMWoaNINRUSHISAIIU
msARusInARuluyaN Display uavilusudAau o1oriRTLUTITUAD:
AAaN Search Ads UavILUSUALGEIAULIATU
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10.1 Influencer Marketing Excellence:
v1nnNagnsddneimaans

mMswasunMslzvaunuuudviaudnisaalaniugiddnswa

Influencer Marketing IAWcuUGUINMISAS:KUNIRUSTAATRADW
W@adioAuruu:thornyaranwonwdadauinnimslusanlosasy
NUUSUG LudAQGLTEEpVIHL NSIS Celebrity Endorsement Gun
uuLds{ugaakAssUANSaa1a LddvAluagunUavAauauluauazAdiu
HanHa1guDvRiioNSWa

tugnlsiBoaiide tasAauisaldu Influencer KADAWLBYIBITITU
Auladukdvua:a1uISnasIvVyUBUUDVRANMIUATEIUSIU (Engaged
Audience) dviitUalomalRuusudaiuisatdndonaduidiruigniowa:
191:00U1A0U UazaswaNulddfioruLFgoAtANUELDEY

agvlsAau Ash Influencer Marketing naietugaairnssunyann
RahewuauuinAmriAaAIUMMetsd nsuasuudav Followers s
vaAwlusulalumsiawa ua:msidevdonisgruidendiuudada
KN Influencer DwnanssuRlUKUN:aU 3utdudoRRUSHISApVATLEY

NNSPDALLUU Tier Strategy dHSun1syans Influencer

AsIans Influencer AGUS:ANSNWADVISUDINANSLINDI Influencer
wdiazus:ztnndyaudvua:nsidoiunuancionu n1sasiv Tier Strategy
yoglRawisaldus:lasuonn Influencer wciazs=auldogvlKuI=au
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Tier 1: Mega Influencers (J&aou 1 aauauduly)

] '
I Q|

Mega Influencers LUuynnandsoldavlus:ausIARSoUIUNBA LU Un
A

—

Laav Uundov KEUNAWI JoaRran Ao MISLUNAvANIIVLA:NISaSIVNIS
Susldagnusoalss agvlsnau dunugvua: Engagement Rate Uno:
annd1 Influencer vunQLan

As{8 Mega Influencers LKU1:d1KSU:

.« msWamraaAtuNlKLAdauNISMSSUSIUIVNIIY

« M1sasivo Brand Awareness (UQa1QlHL

. msadwanuldationiumssusavoinuananldufgausu

Asyawadnsu Mega Influencers A2sLUUTUA Reach, Impressions, La:
Brand Awareness Lift U1NANJ1 Direct Conversion

Tier 2: Macro Influencers (§@aaiu 100,000 - 1 awuAu)

Macro Influencers UnLJURADAUIBYIBIRIIUGIULDWN: U AU
DIK1s InAlulad KSolawalad wonwwnid Engagement Rate NANI1 Mega
Influencers wa:oAuNUAAULHQJUWANIT

Ms{8 Macro Influencers IKU:=AHSU:
. msasidornintuniwgoua:inouAaasIvassA
«  MSWNHVNGUITNHUIEAIWAED1:DY

¢ MSasvANUUNLEDADIURUIANIAATUNLAW:
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Tier 3: Micro Influencers ({6iaau 10,000 - 100,000 AU)

Micro Influencers UndA>WduWusAlnddanuiaaalu ua:i
Engagement Rate NguAga wantwngnuaolJutWauH3aAUSIN
uINNIIUARaUBaLdgoMIRAILUUNUDYWINLUITUIRUNGY

As{8 Micro Influencers LKU1:d1KSU:

« N1Sasiv Authentic Reviews lla: Testimonials
+  MsnadaauwaaNuNuNAULUIKUIgIaW:

«  MSdsiv User-Generated Content

«  MSLNHvNau Niche Markets

Tier 4: Nano Influencers (§&iaau 1,000 - 10,000 Au)

Nano Influencers 10unguilasuncuaul>WwuduiugIvlLAUAKIULA
wiv:inaaauluvin wauniansSwagoluguyuuovauldy wa:indy
audsuavan

A1sl8 Nano Influencers LHU1:a1HSU:
. AISNQd@ouwaanaunnouLdacd
. msasivmssusiugusuinoau

«  N1Sasiv Word-of-Mouth Marketing

o
i U

o MSIBUWURRGYUUSUNEUSIAQ

n1s3ana ROI NiusUsssudn Influencer Marketing

A1sdawa Influencer Marketing (dukdvlunduANMefRdAufaa
Lovonwans:nuunluldinadunufua:avdanuauzldunisasions
sugunnimsuilagasw agwlsAay JusKisAovmstayantdusy
sssulWonsAaaul»avnu

fdaLdoH HANZAS Marketing & Technology For Executives | 217



mMsdanas:=g:au (Immediate Metrics):

Engagement Metrics: N1sJQ Likes, Comments, Shares, ua: Saves
Wuda@3awugiunuanfivANSADUAUDVUDVRBU LAdDus:3vlLlRAanU
Mtautkatuinaull wavonldlda:nausivwans:nunivssadlagasy

Traffic Metrics: NS 30USUNuMISIINBUBUTBADINEVAN Influencer LUV
Uu Msi3 UTM Parameters 1a: Unique Discount Codes B2e{RAQ0U
[AaonstsuuiIon Influencer AULQ

Conversion Metrics: nM1s303udula:yaA1wavnIsdantAiaduonns
wu:zUunuov Influencer N1s{3 Affiliate Links K32 Unique Promo Codes
goglHawsadawaladalou

mMsdanas:=g:=naiv (Medium-term Metrics):

Brand Awareness Lift: n1séhsJoon1ssusuusuanautazHavuAuiley
Influencer LW230MSIWUTUUDVMSSUS NSIS Brand Tracking Studies
HSD Social Listening Tools dalRladpyalduan

Search Volume Increase: MsGQMUMSIWUTUUDYMSAURILUSUGHED
WaantunKavoNLAULULY Influencer Nsid Google Trends la: Google
Search Console 82glkIRUNans:=NUCD Organic Search

Social Media Followers Growth: msiwuduuaviaamuuulsidoai
LAYUDVLUSUARAVDINAISSIUVIUAU Influencer

N1SJanas:=9:91) (Long-term Metrics):

Customer Lifetime Value (CLV) UD\)a“ﬂFﬁﬁ:UWOWﬂ Influencer: Msaamu
waanssuNIsBouovanAINUIIN Influencer {US:g:812 IWDQITWINLUN
da>wnndua:yancisuusucagols

Brand Sentiment Analysis: N1s31As1:KAUSENUDVRUSTNANDCD
LUSUQWIU Social Listening wa: Sentiment Analysis Tools

Earned Media Value: NsAuUdfuyasuavmsnaidfviusuditiadu
onuAUWe Influencer lagldsguligunudunuisluygauILuuaLay
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ANsiVIUAU Influencer LWSDUAUAULESVAFATY AR ULEsVcD
mMsaruldomMsAdUALTDANULa:MWANUNIUDVILUSUA MSA Influencer
OwaaANsSURLIHUN:auREDE0ToANUATALSVAUATELUDILUSUA D1D
donaldocouusualdogioun

mMsAQLann Influencer 2819sdDUADU:

A1sasIvanuUs:Iaua:wanssuuoY Influencer agvazldaanautsy
AWSOWDDLIUELSTU Msq Content TuDAN MSAISIDEDUAIIUAQ
tRuta:mslaapuAugdany wa:nsus:LIuAIILdDaAdDVAUAITEL
UDvLUSUQ

nstdnoviio Background Check La: Al Tools AGUISILAS1:EUS:IA
uov Influencer ulsldoallauydglRNISASIDaDUDUS=NSNIWUINTU

MsSasdUNINA-LUINVABALDU:

msddryruis:unudnvnisdoans LoHARLIE ua:u1asmstunsel
AtAaUtyH ¥ogUponiuAuLdsvLa:asivnuLdnlosounu

msAKuQ Content Guidelines AgaLoU SoudvmsaulaLdaHADULNY
uwstunsglivavuAudryninIULdYVFO
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mMsdamuua:N1sapuaudvaE1vsIaLS):

Ass:uunisaacmutdorin Influencer INGUWSLUU Real-time ua:
MSLOSgULWUNISORUdUDV{UNSTUQNLaU NS Social Monitoring
Tools ¥oglRauisas:=ydryrilaognusoalsd

ANsasuiu Crisis Management Nausadadulaua:cidunisldogno
soatSoiptAatkamMsaunlAaAQ

ASUDY Influencer Marketing LUUADIWAUWUSS:8:010UINNI1SSNSSY
AsSVLAEIEIgasIYaAINUINNIT NISAIVIUAU Influencer NdULAUDEND
dotdpvydeasivnduudaiinua:AudNixuLusuanNansunin

A1sasiv Brand Ambassador Program AlR Influencer [GFUNaAU
WaaAuNULa=AdgUUDVLUSUODEIVANTY MIKNNSdDaisinuaudsy
wa=gus=ansnwuindu

A1savNuluN1SasIvAUFUWUSAA U NsLBey Influencer 1W1SOU
Aonssuudvlusua msiRdfowaanaunirnoulns KSoN1SIRM
USnulumswouuwaanun ¥2gds1vndugnwuta:Aunna

10.2 Search Marketing Mastery: NIsWaiu
AaU:ua:dnenmaas
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NSAADWLTNID Search Ecosystem luUoyUuSearch Marketing tugn
UdauudnwBUdauuINn3IMsBarnAuLa:NS Optimize KUSU NS
LU Search Ecosystem AsJufiv Search Engines ¢ @ sduuuns
AuKIAKaINHa1Y ta:wnanssuRldRUasuLdavtdusingiudAry

Google gvuAvASDVAAIQ Search UINAFT 90% LciN1sUSINHTUUDY
Al-powered Search Tools LU ChatGPT, Bing Chat ua: Bard Anav
WaguuUaownanssunisAukidoya WUslnABUI3 Conversational
Search UINYU La:AAKIVFODUAASVUS:LEULINNIIMSIASUSI9NS
avn

Astiaduvav Voice Search Wiu Smart Speakers wa: Mobile Devices
dowalisuuunisAuRILUagu»In Keyword-based 1du Natural
Language Rgndduna:ianueu:tdudiniu n1sUSUAIIRLINAUNIS
wWasuwlaviudoswdudnsuadiudisatus:o:01d

SEO & SEM Integration: NsasvUs:ansSmMwaoaanisuov SEO ua: SEM
WunagnsuennuldundnuAananals tuautdudsy nodovAdsioiu
souAupglnadalwaasvus:ansniwgodalunisasov Search Results

mslddoyavin SEM tWaUsuUsv SEO:

avn Google Ads ua: uwaawasu SEM dua lluygunswadHsuns

i SEO AAUAD Quality Score gouua: Conversion Rate Glu SEM Uno:
WurAURTANgAWguaksu SEO 1uu

MSJLASI:K Search Terms Report 910 Google Ads dd8AUWU Long-tail
Keywords AAngmMwua:o19lbiusInnlutA3oviio Keyword Research
M lUNsUthAAUHadUNIBlUNSas1o Content dHSU SEO $I8LWL

lomatunisasov Organic Search Results

misnaaau Ad Copy tu SEM 428lRLgtn3100ANULULIaRGYQARIEUIN
naa doyadawnsadwnidlumsidgu Title Tags La: Meta Descriptions
dHsu SEO

Fjﬁauj_am HANgas Marketing & Technology For Executives | 221



msl& SEO iWoaadiunu SEM:

SEO Audvunsvyrgaanduddulunisid SEM dHsuutvoriau lag
L@W=AMAUNLAYITDVAULUSUQ NSO Organic Ranking NA&HKSU Brand
Keywords 9:338Us:RgauuUs:1aund:=0ov(3lU Paid Search

msadv High-quality Content Acauauavcia Search Intent cva ¥2g
{Rawwnsansov Featured Snippets la: Position Zero BujUs:ansnw
tunisdv Traffic laglidiovoraiou

A1s Strong SEO Foundation ¥28tWu Quality Score tu Google Ads
(Uovo1n Landing Page Experience tUURGIUUDJI9A Google (3lunis
AUDeU Quality Score

A1sasiv Unified Search Strategy:

A1SJIVUWU Search Strategy WUUSOU (EUAUDINNISAIADIULTNTD
Customer Journey a:N1sAKUQIN Search Intent uca:zus:tnnAJSIS
nagnsta

drsSu Navigational Intent (MSAURILUSUAKSDBUIBALAWI:) AU
dAtyAISgN SEO IWalRUUlIRIGo:10a3ulsdupvisILdududuLSn

dHSU Informational Intent (NMsAUKJDYa) Content Marketing A
Wu SEO WunagnskanwSaunAunsid SEM 10ucdniasuassu High-
competition Keywords

FHSU Commercial Intent (MSAURIWOLUS8ULABU) AJSIBAY SEO La:
SEM soufiu twatwuloniatunisusinnlu Search Results

dHS$U Transactional Intent (MSAURLWaBED) SEM UnlRnadwsnsdalsd
N1 WAnJsasiv SEO Strategy AdUAlUIWDAQAUNUS:g:81

Al-Powered Search Strategy: RS CGIURELIRR B[ (1) B[ G
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AsUsINnTuUDY Artificial Intelligence [aWaguwUavlanuav Search
Marketing D810WUZIU NV{UAUUDY Search Algorithms ua:tASovio
AUnnIsaanaldlunisusudsous:ansniw

Al lumsasivua:usudsv Content:

MS(3 Al Tools 1BU GPT-4, Claude HSo Jasper (un1sydgasiv Content
drSU SEO rgtwuus:ansmiwua:aaatumswaa Content ogvls
A MsiB Al dovinisFAuQuata:N1sUSULCLINUUBELWDIRUULD
fuAEUNIWLLAzAD LKL

Al @W1sn¥I8lUMSILAS:H Search Intent wa:n1sasv Content A
apuauavda Intent Uu @ aghvAsaunau M3 Al lunisasiv Content
Outline ﬁnsaunau Related Topics ua: Semantic Keywords BgLWu
lonalunisAsov Search Results

Ms{3 AllunisUsuusv Existing Content lagn1s31As:K Performance
wanistu=tiinisusudsvnisuizay Wusdnrbonisidoiunius:lesd

Smart Bidding ua: Automated Campaign Management:

Google Ads [AWaUUN Smart Bidding Strategies Mg Machine Learning
{uNISUSU Bids WUU Real-time 01U Performance Goals AfHKUQ NS
{3 Smart Bidding aghviUs:ansmMwdsvaiAgdoyaniwgowala:ms
fhkua Conversion Tracking Rgnciav

Target CPA (Cost Per Acquisition) ua: Target ROAS (Return on Ad
Spend) Wu Smart Bidding Strategies AGeUIS log Al D:51AST:R
Jeynuneucito A U Device, Location, Time of Day, Ua: User Behavior
\WaUsu Bid (RtHUN:au

AsI3 Responsive Search Ads (RSAs) AlR Al ha@au Combinations
€V a9 Uodv Headlines ua: Descriptions IWoH1 Combination A(K
Performance dNga
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Performance Max Campaigns: RS CH-\RGIVAITTZ

Performance Max (PMax) W0uus:tnnuAutdedlu Google Ads AL Al
funmisvanistipunnAalu Avucinstaon Keywords N1sasiv Ads N1s
ARualUBuig [Udufivnisusu Bids

PMax rhviulagmstdndvridnong Google Ecosystem soudiv Search,
Display, YouTube, Gmail, Maps ua: Discover MIs{R Al 9aN1sN1sNs:
918 Budget wa:n1susuUsv Performance W Goals AfKuQ

dHSURUSHIS MIsI3 PMax AovAltuiivnisgadidanisnduauiusig
a:138a Mish Al anisnAaEvkLIgAUIISI:[ATaaRSAaLAYD
AunsrvuuavLda:aiu nsid PMax Aastdudiurdouav Portfolio
Strategy Ulgnagnsidgd

Al-Powered Keyword Research ua:
Content Planning:

tpovio Al oelun1sAUH Keywords
ADANYNIWLAzNISILASI:E Search
Intent [Adnnd1 Traditional Tools
M1si8 Al lun1sdtAsT:K Competitor

Content wa:N1sK1 Content Gaps tUU g
35n1s{HU{uN1SH Opportunities L : i K
n1s{3 Natural Language Processing (NLP) {un1sdtAs1:Kua:ztdnio

Search Queries ABUBDUTU laslawn: Voice Search La: Conversational
Search ndanueu:zlJu Natural Language

uandNd Al gugdaluniswennsaiuudItLUDVANSAURKILA:NISIASYL
Content d>VHUNEHSULKONSTURSD Trends NANQ319:LAQTU
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10.3 Display & Video Advertising: "1sasiv
WanNs:NUMWIUNSLAISDY

33cuunsudv Display Advertising dgn Programmatic

Display Advertising [awcuurduagouinoinnistiutweonuutuas
TwuaunsssuaiicvuuSulsd Usauu Display Advertising 10us:uu
GuARgudaudvlddayaua:inalulaglunistindousinaftkuIauiu
LaAHUIa

[ap———

Automated Systems ta: Real-time Bidding (RTB) tunmisaiadulodo
Ad Space uanlundadsuni s:uulgdgtwuls:ansnwiunismKua
LUHUIgLazaamMsJoayldgouds:uigu

miswWasunUavidonaliRusHsaovdnnudistuinaluladua:doya
uINdu Msdadulvavnulu Display Advertising luawisaduagiunis
LOIHSDUS:auNIStULWgVDE10Lag) LCidDuDIAYNISILASI:KUDAlA:
AsNMAULRIUNTISNIVIUUDY Algorithms

Programmatic Advertising: aGIEIBNIRGRIAE]HICAT By

Programmatic Advertising WudEnsdoune Digital Advertlslng Space
lagld Software ua: Algorithms unumsmsmua ﬂ']SEi\)UE)ODSJUUUEJ
ﬂS~UDUﬂ'1$UUDEJtHEﬂU']SﬂUD Ad Space nLHumaunaomHsuumah User
[Quuu Real-time

ns:uduN1s Real-time Bidding (RTB):

WoRIBLUaSUTBAND Ad Space Ms Auction d:tiadutudailiiéiv 100
Jad3uni Advertisers Nauloo:dv Bid wipuAuTayalAgdfiu Campaign
ua: Target Audience Af Bid gogaua:iruiauigas:laansiunisuaay
luytun
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ns:uduMstiigiayauInuIstumsdaduts soufivdayalngdAuRtd
(Demographlcs Interests, Browsmg History) Uauamaaﬂu Context
(Bulsa, Wok, a) uas Uauamaanu Device (Uofio, ADUWILODS,
s:yudnuans)

Us:tAanuov Programmatic Buying:

Open Auction (Open Exchange): mSUS:LJauUULUOﬁ' Advertisers NN
sheawsaLdnsould J Inventory LINRGQ LGATUNIWILA:ANSADUAUDTD
911 Private Marketplace (PMP): nsUs:aluuL3adlawn: Advertisers
AlASUIBrYLAUU DATUAW Inventory Adn3ua:n1sAduALUUINTU

Preferred Deals: N1SONavs1A1aIvKINAU Publisher lagi Advertiser
Janslumsdo Inventory fpurdu udludnissuUs:Audsuieu

Programmatic Guaranteed: N1s8pu18 Inventory AINISSUUS:AU
Jsuituuazsinadvkin Ad1gAUNISEDUIgILUUQVLAULCNIUSEUU
Programmatic

mistddoyalunisiiHualliHue:

First-party Data: JoiyaRovAnstiuoinanAuavauLdy U Website
Visitors, Email Subscribers, HS2 CRM Data UAtumwua:AWuLEo
fiogonda

Second-party Data: Joyanldo1nnN1ssouUbaAUWUSDAS KU Asian
tagudnyaganAis:HiousennluighAudonu

Third-party Data: Uniyanoo1n Data Providers Meuan ulo:Usuneu
1N LdAtuMwra:Augndavalbuuuau wa:Hdosnadiundudu
doudiwudu

Retargeting lla: Sequential Messaging: Nsas1onisdoansicialiiov

Retargeting (0urdvlunagnsndus:ansniwavaatu Display
Advertising lavo1ntdunisidndioiniaeinduaulolunaantunnéa
USMsIA1 MsARUSINALAELEEUBUISUTEEAREDQ Product Pages Laav
tRLRUAY Intent S:AUKOY
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Us:tnnuov Retargeting:

[l [l
LI W | —

Website Retargeting: Msuaavlyuaunlfniredeusuidulsd auisa
Wionduanu Pages ALGYUBL DANIBUUISUTBA KED Actions ArinSearch
Retargeting: misuaavluusaunlBRALAgAURT Keywords 1AgI0p0AU
WaOATUAHEDUSNNS WIR:lUlAg8eusudulsd

Email Retargeting: nsuaavluuaunlBRnogiu Email List itWalasums
Joanswiu Email MarketingSocial Media Retargeting: misuaauluuaun

{RWNLA8U Interaction AU Social Media Pages H5d Posts upvuusua
Sequential Messaging Strategy:

Sequential Messaging LJunsoanuuunIsdoaisiiahduuazndiuca
Wov awRUsINAKIUNS:UsUNISAQFUTRENVLTUTUCDU

Awareness Stage: N1sitaavluuaunALiunstu:tusudLa:naastun
JoltdunisasiwnissusiuazAnuaul

Consideration Stage: nisuaavlpuauiitRdoyaa:lduatied
AUWaOATUN NISWUSYULNYU KSD Social Proof LU Reviews ua:
Testimonials

Decision Stage: nsuaavluuruniil Strong Call-to-Action @u dhuaq
Limited-time Offers HSD Free Trial

'

Retention Stage: msuaavlyunuilianAINGoudd (Wo Cross-sell
Upsell KSaasiwA>wnnad

Asl8 Frequency Capping aghvsieyaanatdudvaiAnytunistovnu
Ad Fatigue 1a:Msas1vAIUSIMEUIBRAUSINA MsAKUQTIUOUASY
Atkurauiumsuaavlyuruicaynnakiivdoowo1stuon Campaign
Objectives, Target Audience ua: Creative Quality
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Video Advertising: n1sasiowans:nunWiunistaitéovVideo
Advertising TanatgtdurdvtusUuuumsluuanidus:ansnwaoaa
LiavoInAWaIuIsalunisdoaisidudoula:n1sasivaisunind Il
san mist@ulauovnisusinA Video Content Wiu Mobile Devices ua:
uwaawasucioa MiK Video Advertising Gloamatunmistihfivyusina
uIndu

Us:1nnuov Video Ad Formats:

Pre-roll Ads:

TwunuAlduniau Video Content Han DUs:ansnwagvlliovoin
WuuidAdWwauldlutlorIHan wadovs:IvtSouNISasIvAdIY
STy

Mid-roll Ads:

TuyeuIALNSANS:H31Y Video Content UnlasSuAIILUaUTDG
LUDVOINKWBUD Engagement JonuLloH

Post-roll Ads:

TwurunAldusdy Video Content Und Completion Rate c¢h
LipvoNWBUDIRDNIUKRdVIINQLUDHIHANDU
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s Bumper Ads:

Twuyaundua WiAu 6 3uA Aliawsadulad Kku=drSuns
as1uonissusia:N1soai

Shoppable Video Ads: Video Ads AD Interactive Elements
goglrWsuawisagdoaumlialagasvoinluyoun

-

ASPDNUUU Video Content NDUS:GNSNW:

J

A1SPPNLUU Video Ads RGdpvAtviivanuruzuovuwaawosuua:
wqanssuR(3 Video Content NodNULUUEHSU YouTube D:uancinuon
Video Content dKSU TikTok H3SD Instagram Stories

Hook fu 3 Sunfusn: n1sasivAdwaula(u 3 Sulhusn
¢ o 10udvdAny WpvonLTugIvRRBUANSUTDID:QCiDHED
Uwldldngnvsoals)

Mobile-first Design: N1soanuuulagAtviivnisqQuu
Mobile Devices lJuRan soufivsid Vertical Format
1a: Text Overlays dhrsumsqQuuulubidgv

Storytelling Structure: N1s{3lAsvasvnistaitdoon
gawou Da1sudu wauunms ua-msasdudiunainsina

Clear Call-to-Action: N1s CTA Adaldullasvigcanis
ddums Ise:umsidousuldulsd msaunsauidn

rEon1sBoaum

A1sdana Video Advertising QovQHaeiq soufiv

O J View Rate, Completion Rate, Click-through Rate ua:

;  Brand Lift Metrics MsARBUQ Video Asu 100% WA

" rugANWIlwuanGubus:ansmw rinludowacions
dadulodorEnmssusiusud
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10.4 Social & Performance Ads: n1stonfiold
nNavUdVLUBUAdNA

Social Media Advertising [dwcuurornnistdugavnvtasunatotu
govonoranaHSuRatsLusud msARUSInAlELaE@UlHNUUTsIEY
allde uaznshuwaawasuikardidayalfuanuidna:lBeauin mir
Social Media Advertising GUs:ansmwaolumistdnfonguldikuien
LAWY=V

ALANCVHANUDY Social Media Advertising 91nsUuuudua Aoms
AluuruUsINAIUUSUNUDY Social Interaction RIBUNWLIdvAU TUTS
WornJayanaantui msaanuuuluuaundoviddnuru:A Natural ua:li
sunauUs:aunisaunsigoiu

wcia: Social Media Platform I Demographics, User Behavior uas
Ad Formats NULONCIIVAU NMISLdDNULWAOWDSUNLKU:aUuavdudgnu
Target Audience, Campaign Objectives 1a: Content Format NiJogj
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E Facebook gvAvtduuwaawasSuni
1oa2 WIBUINNFQ uci Demographics 15U
196 (U3guulav lag Gen Z ([GUpyav

{uygu:=N Gen X 1a: Baby Boomers i3

Wy W uINdu Instagram O Demographics

v = ' o — -
1944 GENERATIONS , “» Noound1 ua:zltHu=aHsuuusuanuy
P = **" Visual Content AUJvUASY

o , 8 -
a Zgkm B

- 4004

N1S(3 Facebook ua: Instagram Ads SOUAUWIU Meta Ads Manager
FrolBawisaldndonidlugivoigua: Interests AN310U210 NISIS
Lookalike Audiences lla: Custom Audiences 910 Customer Data 40
lvTiuUs:én’SmwmsﬁmumUmma

LinkedIn tduuwaawasuftrun:
dHSU B2B Marketing u1nAga ms
ARISIRTaYaLAEIAULIU USYN ua:
ssauMsAnuINIRawsamyualdn
Huglduwbugh uadunulyyaungonin T T
wwaawasudumsls Linkedin Ads 4 ;
IHUN:dHSUMsas1o Leads dHSU

WaaATUNKEDUSMISATYaAIgy As
dasiv Thought Leadership ua:ns .|
Recruit wunvu
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TikTok Wuuwaawasuntaulalsdd
Agaua:d Engagement Rate gonaa
laglaw:tunau Gen Z misluyaun
uu TikTok Gpvddnutu:A Creative,
Authentic, ua: Entertaining

msadv Content AQuusssusaLa:
lrUauluyaunlunayuddiAtyuow
ADWELSOUU TikTok Ms(S Trending
Sounds, Hashtag Challenges ua:
N1SSOuDDAU TikTok Creators 42
wwulomatumis Viral

YouTube tJuuwaawasu Video i
thedAgaua:ztdu Search Engine
DUQUIDVSDVIN Google Mslyuyaun
Uu YouTube LHUN=dIKSUNTSAsSIV
Brand Awareness wa:n1saisa
WaQAunN

1S3 YouTube Ads Covintuniw
Video Content AGLa:N1SDDALUU
AtKUI:aUAUSULUUNISQUDVRIE
n1sld YouTube Analytics (unas
L lowaanssurRsuydIagUsSuUsY
Jszansnw designed by ‘& freepik

M3 Performance Metrics Rasoatudl

ANs3ama Social Media Advertising AJUS:an5nwdaoldulun Metrics
Ndvwacipssnvlagasy NN Vanity Metrics NQduciliasioygam
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ANSKHAaNLAYv Vanity Metrics:

Likes, Follows ua: Impressions tJu Metrics ﬁqﬁua:tﬁ‘lfodw walula
a:Noufivwans:NUNIVSSAD NS Likes 9uduunlUlaHUIgAIILD1D:
Jeoauigwuiu msavtUisuigua:nmsdanadovldoulyn

Chapter \
1I0S:UU “ADULhUQ” naoulong

nauldiKugua: KPI

—

tugnadnandoyaravikangwliiigargau A1sasivaautnudnlaa
lduna:asowaawsnivssavhdapunatgtdunumnedAtyuoo
WUSHISIUNNDVANS HA1YDVANSIVAVIBISNISASIVADULNUALUULAN
Auranagnsndus:uuta:luauisadoulovAuldiruionivssaold
pgvBaLdU

) o ~ 0R|EE
0 UBS

b/ A

MS219S:UUADULNUAAGTUS:ENSNMWADVIEUAUDINMISHAULTTDIN
paULNUATLTEWeVLIASDVTDMSdDans ucldugunswgnvssAvRanuISn
asv Revenue, aaQunuISIAUIYDVLANA La:LaSUas1vAILLTIVUNSD
UDVILUSUAIUS:8:612 Aol JUSKISSudpvuavADULNUAIULUUDLEINA
gnshtdoulavnu Business Objectives lagasy
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anmlasnssunagnsaautnud: s1IngIuLHYAIIUAISD N1sasio
andagnssundutnudnudvunsvidududInuudAa Content Pillar &
Cluster Model dotdunsaumsAan:lUasundavisnisuavaautnud
UDVDVANSDENVFULEY LNUAD:GSIVADULNUALUUNS:SONSONE DVANS
dovasiv "laHan" Kéo Pillar Content AU UpHANAA:ADUAIL
[FuouvruranuovovAns NUUSoWaUU Cluster Content AtduLloH
1D1:3nlUr g8V a ALAYITDY

(2810 15U KINavANSLUURIRUSNISTEaduNISIouUdIHSU SME Pillar
Content 21010u "Misdanisas:uasudadiksussaduuIanalvlla:
yunalan” &@u Cluster Content 919Us:ndUAGIYKRITIDEYDY LEU “INATA
AsAaMsUNs:LaLduUa”, “indovinadnadHsuaaniu Cash Flow”
wa: “AsedAnuMsuAludeyrianiwaaooluygdv Crisis” LOUGU

Wioadliwevgieasiv Topical Authority tuanemuav Search Engine
tidu wagvgoretiavAnsasonwanuniuov Thought Leadership tu
90aKNssU Bud:dowacomsiwuduupv Brand Value wa: Customer
Trust {us:&:12

n1swcuun Customer Journey Content Mapping 10udnovAUS:NDU
amfgnwusmsmaothmwuawnfy unuf:=aswnautnudlaglifdoiv
aniuzupvanA duANSADVIIVLWUADULNUAIRGDOAADVAULCAEIY
uDv Customer Journey pgvtdus:uu

u¥av Awareness Stage ApULNUAAISHVLUUIUANSIRADIUSIA:aS10
mMsas:rUNSHoUrurINgnmMoDlulAeSaUIADU LU UNADIWSLASIEK
INSUARAaHASSW, Research Report, Ha Educational Content ALaaw
tRRufvAIWMMeRDVANSUIRLIEMAVINETY

\0o1d1g Consideration Stage AauLNu@:avto:dnAuIndu lagldu
mMsllaavAULBYIBIRdLa:tLEauaLuINVuAlulayrAldusUsssu wu
White Paper, Case Study, Comparison Guide, HS2 Webinar ALaav
IRGufivus:aunmisaiuazAduaiuisauavavAnstunsuAluleuHIfA
AAEAdVAU
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FHSU Decision/Purchase Stage AaulNUA:AoVLTIUTUANTSaSV
AdWUUTDLAaaAd ULEgVlUNISAQFUlDUDVaNAT LEU Customer
Testimonial, Product Demo, ROI Calculator K52 Implementation
Roadmap AuaaviRiiuiiowadwsntdususssuraoonnnsidwaantun

KSDUSAIS

re
L
Al

< -

néiaanAmlugudnalv

AISWcUUIADULNUA

A wdEosuovnagnsnaunudlugaUoUuuaghnisailuisaasiv
Personalized Experience Rasvlognmuda:nadurdauda:uana dodu
A1SWCUUN Buyer Persona Ra:zldgaua:zujughidotduduaauusnill
awnsadwla

A1sas1v Persona NdUs:ansn1wdavlUlRann31doyawugiunio
Us:u1nsMaas WusHIsAau(RNULIN(oEv Pain Points, Goals, Preferred
Communication Channel, Decision-Making Process la: Content
Consumption Behavior upugnAlucia:nguaeva:oea

@22 15U & 1HSUDVANSATRUSMS B2B Software gnANLdu CTO uas
CFO wio:mMvuluovAnsLtagdAU i Pain Points ua: Information
Needs AuancdivAupg1vduldy CTO p19auldtépv Technical
Specification, Integration Capability wa: Security Features uru:A CFO
9:UvLlulUA RO, Total Cost of Ownership ua: Budget Impact
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A1sU1 Al ua: Machine Learning u(dluniswcuun Content
Personalization [dnanatdulodsuenue:AdAtyiunisLuvdu DvANSA
awsatdinaluladitatuio Analyze User Behavior, Predict Content
Preferences ua: Deliver Dynamic Content cnuAdWaulduovlLcia:
unnav:latdsgulunisasiv Engagement wa: Conversion Rate ﬁC;IOﬂD'“l

mstdinalulagiwaiwuus:ansmMwniswaanautnud

msUSudbitngga Al-Driven Content Creation (JuSoNRIUSHISADY
KA WAATYDE VY 1AMISTS Al lunisasivApultnudluldruigAy
3710:nauNUAIUAQasSIVAsSSAUDVUULEY wdaldunmslasuAngNIwiRAY
awsawaamsutnudndatumMwlduindulualftpyas

Al awsaydgluns Generate Ideas, Create First Draft, Optimize SEO
Elements ua: A/B Test Different Versions uavAoutnud mMi{Rnuaiuisa
fﬁl:)a‘le\)LGuIUﬁmSWCUU‘l Strategic Thinking ua: Creative Direction
AcDvlE Human Insight

AsLl3on(8 Content Management System (CMS) AtKu:=auALdudn
UodsdAtuRo:dowacous:3nsnIwn1srviuuvAuDgIouIN CMS
ﬁﬁﬁaoaduaqu Workflow Management, Multi-channel Publishing,
Analytics Integration, ua: Collaboration Features AEI8IRALAILIS
nviussunuldagvius:ansniw

upno1Nd Nsl3 Content Analytics Tools Nauisadamu Content
Performance WlUU Real-time vd:@¥28{RovANsawIsausu Content
Strategy [dpgvsiatéouazubugh lagndaviioikartliuiwevuaan
Joyallovdulsu Page Views K3 Social Shares udgolRdoyaldoan
LAEDAU User Engagement Patterns, Content Consumption Journey
wa: Attribution Analysis AaiuisathuldlunIsWauUIADULNUARD
Us:ansnwuindu
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msdanaua:nisusudsous:ansniwagociollino

A1sAHuUQ KPI Framework dhK$unaulnudntdauloviu Business
Objectives agvdaloutdudonyuskisAoviinuaAndusuduLsn
UNUAD:LVLIUTUA Vanity Metrics 13U Likes KD Shares pvANSAov
fhRuaMZIaNa:Noufiowans:NUNIVSSADALADSY

&1 KPI Framework NidUs:ansnw

Us:NouQdg Lead Generation Metrics 13U 91UdU MQL (Marketing
Qualified Leads) Aldv1nADULNUALGA:EU, Conversion Rate 91
Content Consumer LJuU Customer ua: Customer Lifetime Value uov
anANLTUIKIUEDVYNIVABULNUG

ANs3LASTH Content Attribution ALDUFVAATURD:EIElRDVANSLTNTD
J1ApuLnudasuladd@iugsiums Influence MscadulouavgnAlluucia:
Juaauuovy Customer Journey lagnistd Multi-touch Attribution
Model 2:828lKLIRUNIWSIUUDY Content Performance [adatouninis
(3 Last-click Attribution LuuLQU

misundayavin Content Analytics watgluns Optimize Content
Strategy pghvudaLlinotdudunuenueavAnsius:aundudiEooonon
DVANSNAULRAd DVANSCIDVASIV Data-driven Culture AnnASAQ&Ul
maanunaumummmﬂuagaoso [Ul¥ Gut Feeling K3D Best Practice
AD1PIULKUN:GUAUUSUNUDYDVANS

A1sasv Content Governance Framework ABQLOUD:¥I8IRDVANS
awisasnyinuNIwWLAzAdIUdDaAaADVUDVARULNUAlAlUS:g:81D
Framework dnasnsaunauﬁo Content Standards, Approval Process,
Brand Guideline ua: Quality Assurance Procedure Rv:328linnAau
INudnWanponNUIdDaAdDVAU Brand Identity La: Business Objectives
UDVDVANS

mMsavnuluMsIs:uUABULNUANLDUS:UULA:EVEudowacioMsaso
Competitive Advantage flgnnconisasntdguluu La:gielRovAns
awrsnasANUduWuSALUULWUAUgNATATUS: 9912 BulAadon
ugnue=HLihaaiasannIMUlugnadnal
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Module 5

SLAS1:ENAaNS:=NU
wSaudvUWUUDvAU
ua:suijodnqa

G s=g:=10a1 3 3dluv



Sananvnssuadnalus:au
Brand & Business Impact

{ulanuovnisaaraadnantdulu
aredoyalazdirdiauinuly |
USKIsIAwWU Vg uaniunsad
Adovdadula31didialand Aty
AaacdondwdEoupvovAnS Hae
DuANSIuAVAQAUANUDY Vanity i
Metrics noqus nulduuns:a1u r- -
wadliawisadoulaviunadwsmo f ....ulll
ssAvNUAYSVIA

43

MSANUIUDY McKinsey WU aomﬂsnz-nmsawau[aononssumsoam
ﬂuwaawsmossnoloamouoLouuuualuuno-uamswmsmulmqomw@
wuviiv 20% wa:zguszansmwlunisidouds:uiaunisaaiadningo 30%
A2UANMEAKNINGaUDVRUSKISMsaa1alugaUsUuADNISaILISH
WgoUAtuAIUEYNISAVNUNIVAISAAIIUNIUIAATUENSSUAISUSHIS
wa:WiioRULN™lA

A1stdgunlavuaownanssuusinatugnddnanil Customer
Journey na1gtlutdavndudauuindu anAlulsuuidnis Touch
Point 1038 15-20 danaunsdaduldds wWiugoavnivooulaliua:oow
laURKa1NKa1e MsIawauuuLldUALDYLA Last-click HED First-touch
Suliiwegowalunisa:Asun1uBudaulinans:nuuay COVID-19 TAisy
mSLUE‘iEJuuUaowncﬁﬂssumsu_E,Iﬂnua:ri’wh—“imsiowamsmamﬁmm
FAryundu pvAnsAaIsaUsSUdLa:JanaldogouiugiugovInga
:0A2WIAWUSUBoLLVTUAGVEU MsISEUSUUNTD:EIUTRFUSKIS
aW1snasvs:uUMSIawanAsaUAaUILa:a:-NDUATUAINLADSVUDINIS
avnunNIvNISaalq
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AsuavtusudlduwevlalardadduvovavAnsidutudaandalslu
13> MINMISANUIUDY Interbrand wuswusudiudvunsvauisadyan
gofiv 60% UpvYaAI0a1aNVRUQUDVDVANS (UEATUIUU LUSUGHD
FunswondudavlulaudiyamgonaauavavAns Msiagunwiusud
Svlulgidovuavmsaamudilavagondtiu ucidunisriAudn
agvdndudvchuktivuavuusudiuloRusInA

Brand Awareness H30MssUSLUSUALIUSINGIULSNUDOFUAWLUSUQ
ucins3a Brand Awareness AGUS:aNSNIWADOLYALYIS:RIS:AU
missudnuanchvAuagvdalou MsinuIuav Nielsen wu3i Unaided
Awareness JAJWAUWUSAU Market Share goni1 Aided Awareness
fiv 3 1M

Unaided Awareness NRUSInAaunsadindouusudlalaslidavinis
gundudddandnruAuinhaa tovoina:AaudivAnuudvunsvusy
MSVOIUUSUATUS:g:810 NNSWCUUN Unaided Awareness (ova1Aeg
misaswassAlAutUryRasvAuUs:AURDLa:MsrERIHU:a T
ANSIWU Frequency 9g10($30KUNY

A1s3a Category Entry Points (CEPs) (JutusnolHUAEIIRLIINTD
Brand Awareness {uusunilduus:losiuindu CEPs Aoaniunisal
HS2JVKI:1DAINRUSINATNGTVAIIUADVMSIURUIQRWAQATUA MISh
wusudawsagaulovAu CEPs AkainKa1ev:EdtWulamatunmisgn
wonsauLlaRusinAdaunsEo

Top of Mind Awareness FulJums3yaswusudianusinadndoldu
suduusnlurudIaRywaantun na1etudadiandAtguiniunisAa
AsaIwnanssuUN1sEo NsAnuIuUDY Ehrenberg-Bass Institute wu3l
LUSUAAD Top of Mind Awareness goduuslliuAv:gnEauINAIIMUSUA
Sufiv 2-3 1

240 | diaidior HANGOs Marketing & Technology For Executives



avAnsNawisnAsavchukuY Top of Mind TUKUIQKLUDVAUIAD:D
Market Share ua: Pricing Power Agon31Audv chagotsu Coca-Cola
AgvAVASDVCLHLY Top of Mind TukulaKLLASavAUdaaunalan iR
awsa$nu Market Share wa:fHsuasIAUS:AUAZONI ALY

Brand Recall "soasuusudiiusniadArundavaanu udcioon
Brand Awareness soi Brand Recall 3aA21ua1u1sauavRusinalu
mistindouusudtuamumsaiiaw: Wy Woangiudum wWatfuluuan
UDVALUY HEpLDaTIWaULU:LH

ANSWCUUN Cued Recall Testing AGanUNISAIDSVIUNISNAGDUDH
Joyandus:losiuinn3imsnaaaulukavudu A1sid Virtual Reality
HED Augmented Reality tunmisSiaovaniunisainistoosolsulasu
AMWTgULINTUluNIs3a Brand Recall

mMsAaaw Share of Search 1Udn38KGvluN1sIa Brand Recall lugn
adna msARUSINAAUKLUSUAlasasolu Search Engine a:ApufivAu
wdvunsvudy Brand Recall o1nnMsfinuuovy Google wudi Share of
Search UAWJUWUSAU Market Share (upuinaguaiv 0.8

ANS3LAST:H Brand Sentiment WiutAgovio Social Listening lananatdu
daudAryuovmisiagumwurusualugnddna MsWuuuov Natural
Language Processing lla: Al M{Rau1sndlAs1:iAINSENUDVRUSINA
[Gogivatduauazuguguindu

N1s(3 Advanced Sentiment Analysis Aauisauenue: Emotion
s:Quan LU Joy, Trust, Fear, Anger, Surprise, Sadness, Disgust la:
Anticipation gl PlIUWgvLAIIRUSINASENAHSDlLACDUUSUQ
ucigotdniodvanunuzuavAUEEnUuaIY
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ANSWCUUN Sentiment Tracking Dashboard Auaavnistudguudag
UDv Brand Sentiment LUU Real-time g2glRDVANSAIUISOADUAUDY
dio Crisis HEolonadva Idagvsialéd uonontnisdv Alert System
Audvtdpuldpinisildsunuavupy Sentiment pgvbUoaATY:EIY
UovAuleurino1vdunans:nucouusudlus:=e:61d

ms31As1H Sentiment Driver NEus:y31Uovslandowadanuidn
UDVWUSINA LU ATUMWRAAATUN N1SUSNIsanAT s1A1 Corporate
Social Responsibility H39N1SAS:MUDVRUSHIS D:¥28{RDVANSA NS
AKruaaauAuEIATYluMsSUAluUryHIKSDLEasURaLdY

Msas1v Brand Health Index AWauwaiudadiacva 1WhareAudnw
JA1s Weight uda:dadyaaundiudAnydossio nisid Statistical
Modeling {un1sK1 Optimal Weight ARAIIUEUWUSAU Business
Outcome goNgav:42elR Index JUs:anSMwlumsriune

nN1stUSguULAgu Brand Health Index AUAUWUVWIU Competitive
Benchmarking 2:32glRLIUN(dcNuRUvudvLUSUaluaaia nMsaaciy
Share of Voice, Share of Sentiment ua: Share of Engagement b
WUS8ULAgUAUALUYR:IRMWSIUABAIDUUDYANIUMISLUVTIU

AWAISAUNISWFOU ROl Udv
AvnssumsaatatdudvRuenue:
AUSKISA1saa1anUs:aundIu
d118voonoInWAAULIKAd NS -
ANUIUDY Boston Consulting I
Group WUDJ1DVANSNIDS:UU =—
Attribution ALLUGIEWISTLWL 'Ql

Js=ansSnwnsl@douus:=uiguns ,
aaralafvo 25-35%
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Revenue Attribution Modeling JulnZoviindAtyno:gialEiNoNS
gausouuovucdazgoonivnisaalacanisasivsiglauovovAns NS
wcuun Attribution Model AGUs:aN5n1wWADVIEUAUDINAISAIADIL
L0"l» Customer Journey AdUauuavanMiugAUoUu

anAuUoauulilalGumonuulduasvoinmssuslugnisto uduno:
Ans Touch Point Ha1gaKIUBDYNIVCVa Adufv:-Aadutodd v1n
mMsAnuIUDY Google wu31anm B2C 1aauil Touch Point 20 9a Utu:
AanA B2B i Touch Point 1238 17 Yaniaumisdaduloda

First-touch Attribution ua: Last-touch Attribution wJo:v18cions
AW wdunatRnwAliauysaiinesAunIsddiussuuavyon
N1uCY a First-touch Attribution Uno:lR Credit AU Upper Funnel
Activities UALAUTU uru:A Last-touch Attribution d:(F Credit AU
Lower Funnel Activities untaulu

Multi-touch Attribution Model NWo1stuNNsiiaiusouvavnn Touch
Point d:lRJayanuUugin3unsaadulddaassouUs:u1tumIsaaq
Linear Attribution AR Credit tinAuUAUNN Touch Point 10U Starting
Point Ad wd Time Decay Attribution AtH Credit UANN3IAU Touch Point
AlnanumsBoauinni Ko Position-based Attribution ALK Credit 1A
AU First ua: Last Touch Uno:a:faunoutdudsvladninnistd Machine
Learning lumswauun Data-driven Attribution Model Atdsudondaya
93vuUDVDVANSYIRNaawsAwLugRga lag Algorithmic Attribution A
{3 Machine Learning awnsa3tAs:H Pattern ABUBauLa:USU Credit
BAULGa: Touch Point cunsdidiusoudsucanisdadulodo
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Marketing Mix Modeling (MMM) Wurgoviios:au Enterprise AEI8
(Rl towans:nuuovUdJ8cIv a cogoquig soudivlddeneudnlsu
Economic Condition, Weather, Seasonality La:NdNSSUUDVALUD
MMM (3 Statistical Regression Analysis (UNISUENLYNANSNUUDY
wda:Uodgcingnque

UaGuov MMM Abauisadanans:nuudv Offline Marketing Activities
AgindonisAaudled3du U TV, Radio, Print wa: Outdoor
Advertising MMM guaiunsada Cross-channel Effects lla: Halo Effects
Atiadutbagovnivciv a Mviusiufiu

MSWUU1 MMM AGUs:ansniwdavlddoyadaurdavagivoliny 2-3 U
La:cipuidnis Update Model agvauauatwalia:nounistUasutuan
ypvaalaua:wnanssurWuslna Nsisd Bayesian MMM Aanuisa Update
Prior Belief Agdnyalkiuo:8alR Model GAduubughuindutdooal
wWulu

MMM lWiWevgietunisianananssuirIuL Ldgvaiuisaldlunis
JaovanmiuMsaiiLa:dvULNUNISIAassouUs:UIruluoulnQ Scenario
Planning A3 MMM a1ui1saydig0auminuiEgu “HIntWUouUS:UIgU
Digital Marketing 20% wa:aavouus:u1eu TV 10% d:=dvnWaciognqule
pgvls”

ANSWCUUN Incrementality Testing tdudnuudnivaiAtylunisiama
ASzNUALADSVUDVADNSSUANSAAIA NVTUNISIS Controlled Experiment
IWolUSsuIRgunadawss:K3wnaunlasuua:lilasunisaaiad:42als
LON{D Incremental Impact AtiadudINAdNSSUNISAa1aEULUE
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Geo-based Testing ﬁuu'ovﬁuﬁnoaau@unaju Treatment ua: Control
WJU3EATUIBAU MstEdNWURNQdDUADYWISEUN Market Similarity,
Size Balance ua: External Factor Ao1ddvwaciowanisnadau misid
Synthetic Control Method Aas1v Control Group v1n Combination
UdVHaNEWURD:¥I8aaltuH Selection Bias

Time-based Testing Nadus:H31vnstdaua:UaAdNssUNISaaIatu
gavadv a tudnuudnivkdy uddovs:3oUsuHN Carryover Effect A
ooriEwanisnaaauluiuuugh nsld Switchback Testing A Washout
Period LWpaawans:NUINADNSSUADUKRIND:EIgIWLAUUNLEDEHD
yUovuwanisnaanu

Ghost Ads Testing NGlUNNSIawWans:NUUDv Digital Advertising lag
misuaavlvununvsulindurdvoua:zuaav Placeholder IRdNNAURUL :
B8RO True Incremental Impact yavnislwuyruiooulauldoegio
wjugn

Customer Journey Analytics

E Q:@x\ dl‘ & O ° o

@(0;_,;\& ‘5’. ,;’ @ .,"@
o Mo RN =

x e -

« HB .

Ns{3 Customer Journey Analytics lun1siAD UL DWHANSSUZNM
26103nBuo:¥d8lRN1s Attribution A ULLUEILINTU A1sGaaU
Micro-moments AtdudadadutodArylu Customer Journey 9:8¢
IR o3¥avmvlalnans:nuuinAgadanisdadulouovanAl
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ns{8 Markov Chain Model {un1s3tAsi:K Transition Probability
S:HJ0 Touchpoint ¢V 9 2:828(RLUN{D Path to Purchase wa:aiuisa
USUUsY Customer Experience luaniileur miss:y Drop-off Points
wa: Conversion Barrier 9:328lunisUsuUsoUs:ansniwnisaana

Cohort Analysis AGQQU Customer Behavior Laldaiwiulus:
EI9lRLIUN(dWaNs:NUS:8:810UDVAINSSUNISAaIQ NI1stUSgULRgu
Retention Rate, Repeat Purchase Rate ua: Customer Lifetime Value
s:H319 Cohort AldSUADNSSUNISaa1acvAU:IRTaYaIBVEALAEIAU
Us:dnsnIwuovlcia:nonssy

msyvtiuluReaauislus:g:auaoriBovAnsgrutdalomatunisasio
AruANAgVAUTUS:8:81) DINMISANUIUDY Harvard Business Review
wu31ovAnsAauQas:KIWUIHRUgs:g:dulass:g:g1d0das1MsLaula
12d83on31 47% ua:i EBITDA gon31 36% LatUSsuliguAuavAnsh
UotduuAs:g:au

Customer Lifetime Value (CLV) 10uddyandhAtuigalunisus:Lou
Us:ansnwnsaanalus:g:g10 Msaalandus:ansniwAdso:adonalts
CLV wavanAwugudu l3wmiumsiWuawalumsda msdoaum
AyaAgodu KEamsdaagAUdUWUSAUgNAN

ATSAIUDEU CLV AuLUEdoowoIsaunUodgral1aus:n1s SIUED
Purchase Frequency, Average Order Value, Gross Margin, Customer
Retention Rate lla: Discount Rate dHSUNISAQaans:uavuaalu
aUIAQ MSIS Cohort-based CLV AFudeu CLV ugnaunauanAntdn
uugIvaGYIAUR:IRTaYanTUs:losiuINN31ANSAIUITU CLV SOU

A1s{3 Predictive Analytics tunisA1anisad CLV lagld Machine
Learning Algorithms 18U Random Forest, Gradient Boosting, H3D
Neural Networks
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d:8lRNsAaNsaITAULLUEUINTU NMSSIU Feature Engineering
AsoudayadinKalnKaleuKkay (U Transaction History, Website
Behavior, Customer Service Interaction, lla: Social Media Activity
2:89IWUUS:aNSNIWUDY Model

A1sas1v CLV Optimization Framework AdaulgvAufionssuns
aaraludvdAty miss:usAvnssumsaalalafdowaconistwudu
UV CLV uInAgav:gaelunisdaassouds:urtupgIvibus:ansniw
Customer Journey Optimization AJLTUNISIWL CLV D:(o0Wo1STUN
ﬁo Acquisition, Activation, Retention, Revenue ua: Referral

CUSTOMER )
SEGMENTATION }

-9

n1sasiv Customer Segmentation 01U CLV 9:3208{RovANSaIUISO
JaassnswennsnisaalaldognvlHuI:au Uanoninsd RFM Analysis
(Recency, Frequency, Monetary) sounu CLV 9:328a3510 Segmentation
AGUs:anSnIw anAND High CLV Adsldsunisquaua:nisaalani
ATUNTIWV LU Personal Account Manager, Exclusive Events, HSD
Premium Customer Service

ANSWCUUN Personalized Marketing Strategy dHsSulcia: Segment U
CLV d:8181wuUs:ansniwuovnisaala High-value Customers AJs(A
SU Retention-focused Marketing ugu:i Low-value Customers 9191d
SU Cost-effective Automated Marketing NMs(3 Marketing Automation
funisdv Personalized Message 0nW Customer Segment d:3J8LWU
Js:ansmwua:aadunu
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A1s@aaiu CLV Migration AuaavnistAdauliouavgnAiIs:K310
Segment ¢iv a WaaWulu:lRIayaldodniiganuls:ansniw
ypVAPASSUNISaaIa NsAanAtAdaudgdIn Low-value TULDu
High-value Segment uaaviivaduaitSouov Customer Development
Strategy

asaifinuIuov Apple tludiagioRgnaldyuunonisasivs:uu
GLARLWU CLV 2819UHIAYa AISWAUIRAAATUALA:USATSA
13oudonutdus:uutded MIKanAIALIILITUS:UUTLDAUDY
Appleduusliuno:danaantunwulauua:dnnuAnddauusudas

mMsANUIUDY Apple wu31 anAATS iPhone ta: Mac i CLV gon31anm
ALBUA iPhone pgvldedfiv 4 1A AMsAraATUNCIVA oIUSIUAULA
agvaulHanu iCloud, AirDrop, tta: Continuity Features f{ianAl
User Experience RGduua:usvulolunisdonaannuntwutay

Asasv Platform Strategy Aldoulev Third-party Developers 107
UUS=UUTLARWIU App Store MK Apple auisaasioyaAwullnu
anAlagliidoowauuinnagioow N1sSU Commission 91N App Sales
ua: In-app Purchases i Apple Js19lAWULAUDINANSIEVILUDY
anAmaghodalliov

Asasv Switching Cost WaUMSPNLUU User Experience Atdaulgvniu
W0unagnsahAtulunistWu Customer Retention LaanAIBWAOATUA
ranedulus:uudAlded dunulunistasuluiBwanAtunuDVALTY
2:godu IwWegouAAUNUNIVAISIOU UCgusoudv Learning Cost ua:
Convenience Cost (D¢

%
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mis3ana Network Effect ua: Viral Coefficient LIUTHEI0d1ATUFIHSU
ssAvndanuru:l0utwaawasurdadmsuuztide a Au WoanAucda:
AuaIsatnanATRLUILITUS:UU ATUATUDVANALGA:AUDLWUTU
LuundAgu

Viral Coefficient A3a31uduanAlKLRgnALGUaIVIsatd WAL
WuhE3adArudHSU Growth Strategy Viral Coefficient AUINAIN 1
RulgAUIIssAvawIsatdulaldlasludavtdouus=uirunsaalalwuy
L@U NMSWaUUN Referral Program wa: Viral Mechanics AGUS:aN5nW
2:¥IULWL Viral Coefficient

ms3a Network Value AtWudumusuouridtutndaiistdudodAry
drsussiouwaawasy Metcalfe's Law As:y3iatuAwaviadatiedu
dadunuduourGunmavaoy LaavlRLRuiivAUEIATYUDINISASIV
Critical Mass upoR(3

AsAamu Engagement Metrics ﬁazﬁauﬁoqmmwuao Network 15U
Message Sent per User, Time Spent on Platform, HSD Feature Usage
Rate 9:328lRLIT931 Network Effect AtiadudntumwunntpDgtWey
{a Network ﬁﬁvljtﬁd’wuauumudwﬁ Engagement d:luawisaasiv
AruARgVEUlA

msavnulun1sadv Brand Equity Audounsvo:aonacionstwu Pricing
Power UpvavANS WUSUAAD Equity guaiuisamHsuasiAIngonsig
wdvlaloglugeyids Market Share agividugdAty D1NNISANYIUDY
Millward Brown WU31 LUSUARAT Strong Brand Equity awisalsentiu
Price Premium 103 13% L0alUSgUIRgUAUALUY

ms3awa Price Premium Auusudaiuisatieniiulalalssuligunu
AudotdudsKUvuMsUs:LTUATUATUDYNISAVNUIUASSIVILUSUA MS
ri1 Conjoint Analysis tWa3a Willingness to Pay uaviuslnAdauusud
cdva o:IRJayanuLugAeIAU Brand Value
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A1sAaau Brand Elasticity Ajand1udaulkiuovenauigcanis
WasULUavs1A19:32alRLINT Pricing Power Udvlusud LWUSUGND
Low Price Elasticity awusawwusimialaglins:nucagaauiguinin
Bouaaviiv Brand Strength Aigv

ANSWaUUN Brand Portfolio Strategy A Brand tus:GUs1AGIVA D=
¥oulRovAnsauIsa Capture Value 91nanMNG Willingness to Pay
wancvAu 1oe Premium Brand Al High Margin 9:3281WU Overall
Profitability ugu:A Value Brand 9:428UavAumsLdnuivavALgviudu
Low-end Market

MSa%10S:UUMNSIONANASOUAQUNVS:E:FULAS U613 8IRNUSHIS
awnsadaduidldogivibdoya Nistd Balanced Scorecard dHSUNS
QanafsIuAIFIANIVANSIOU AHBIAIUSUA (EIN3NAM La:IEIaMS
1Boudla:wauu:gielRinansuauNIws JuRauysniuavUs:ansnw
mMsaana

Financial Perspective A2SSOU Revenue Growth, Profit Margin, ROI ua:
Market Share tWa3awans:nulagasvcossiiv Customer Perspective
ADJSSOU Customer Satisfaction, Net Promoter Score, Customer
Retention Rate ua: CLV tWadan>wdiSslunisadonruAiRiugnm

Brand Perspective A2ssoU Brand Awareness, Brand Preference, Brand
Loyalty ua:= Brand Equity Score W3RN ULdVLNSVUDVLUSUGTIUS: o
810 Learning and Growth Perspective A2SSOU Employee Engagement,
Marketing Capability, Innovation Index la: Digital Maturity Wada
A WWSaUluMsasvAuaIsSsluouna

Asadv Dashboard Auaavdadiaikariuuu Real-time 2:3281RR
USKIsawisadamuus:ansniwla:zusunagnsiaagiosialsd msly
Predictive Analytics lunisA1ansald Future Performance 0UGEIQ
UD2UUD:E28UNISIIUNULEVSN
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aame misavnuluniswauuis:uumsyanannualsua:Asaunaull
IWevgdglRovAnsIdUs:ansnmwnisaaradauu udgoldusingiu
dAtylunisasivo Data-driven Culture ua:N1S2IVUWUNAYNSATS
aa1afv:asionruARAUDVANSIUS:8:81D Nsds:uunIsIaNanao:
¥aelRpvANsaIsaUsSUILa:LUvIuldag1vbUs:ansnwluaalan
Wasuulavagvsialsa

S1As1:KUdduAUENSD
uazvokNawala

{unistaunivudvnistdun
— ¥ .= USHISUIN31 30 U wuldifu
i% ‘ avAnsuUInUIgALaulanglv
= — s>atScudravaargluwsu
a1 uasluvruzt@ednaunldiiu
pvANSAQLKTDUD:AULHAD
udnduwuAudwouudounsw
A31LAU ADLANdIVAEATY
s:H31vaovngulinghndiu
aituisalunistsgusaan
Us:aunisaiuavauldy nv
Jszaunisadadudisouas
ADWAULHAD

(;,_

m ||

avAnsREulkadlUlaguiRadiws 1 IUlAsduIRad uddotkadiws1:59n338
MSIS8USPINAADIKAD La:AFIATYTLLWAUADMISSINSLASI:KADIU
FuSoswwatiawisarhdidagotbus:uu tuundisiv:uarhAULR
AS:UIUNISILASI:RND:¥elRDVANSUDVATUNa18LUDVANSILHYAS
(S8USDEIVUNDSY
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@ Ms3tAs1:RUPIsUHVAILENSD
(Critical Success Factor Analysis)

A waSaUnssulisuskbaununwidwdo Foftsiiudsuaan
Inawulh udadvArtEnwthudvassaglddaaruurmansuagidadh
A WEEBOMVssAvALEUAU FonAUMUDNLREUADWAAWSZaME LY
ArtRAiaWadwsuuAans:usums nsdaduls ua:Usdsuludasiyou
agjtdovrav

ms3tAs:RUYsANUEEIATUS:ansNwIvdavlsuoInms “yadn”
avlUlaWURIUDVAILEIED LWDAUHIDVAUS:NDUALADSVAMIRLAQ
wadwsuu lagidogivonus:aunisaininnisriiviuAuusengny
tHedahumUanuHYROvAUS:auAd I LEvagvvavIuiunistdadd
ULWaQOWoSUDADULDSY

+
_ e =

1o 5 Uriau usBnldaauladndaananaulalng1oosudv dofiodiAau
JwdlpAgUAUALTY udmetu 3 U wonwindunarotdugthaala
5ApuLTSBIUUS:INA AaggpauIsALaula 400% dalua:ddsunuvaaia
35% FanudD MluwonNfvus:aundudEslanvAlsudniAudu

atsinisatAsiogvazidua JvusnidovriAonisasiv Success
Timeline K3oLduaIKVAIIWENSY TagSUPINAISSIUSIUTDYANA
agvAvIGIULSNUDVIASVNIS SIUTVNISIUNMUAIRALAEITDVNNS:AU
doudruskIsAdaauls AuouAuaUa IUsudowusdasua:anAl

DINNISILASIR LS‘]WUQOLU?iEJua"‘lFTfy (Critical Turning Points) Hahgda
p0usnAMsAaauldAQIKTaUY:AQKANANSAAIA AdINUAD:LTACTIMD
Js:inAwSaunutkbpufudv winwinautdanidatawiz{unsotnwy fiou
ua:t31a1 6 1d@oulunisusuUsvs:uuINdoYagnMISY MsAadulod
riRwonwdglomaniomsaanalugvusn udndulds:uufudounsy
wa:apulongganAiladni

QalUdgunanvAnnisdadulvavnuius:uuladadnduovaulay Utu:
AAwdvaUlREYlBUSNS Third-party Logistics wanluinauavnunil
2,000 aauun
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as1vAUINS:DIYFUAILAS:UUUUGEVUDVAULDY MIRaIWISaAdUAL
ATUMWMISYQFVLAzAAAIVAFVLHADIWEV 2-4 FOlUlULUANSILNWY

ucidodeanuaEonunvsolildaghnisdaaulotkatiWevag1otGed
KInudagn “AnWauIsalunmisystuims” (Integration Capability)
s:H3wy¥pvNIvoauladuazaawlad wintwlulduovidrauldssilu
ssAvLENcvHIN uduavILdudiuktvuavds:aunsnianAtuuavA
SOuU (Holistic Customer Experience)

anAawsadudoooulaludslUsuvovndiu KéadalusuuddIRaviv
Unu KéoAudumndooauladlanduanuilaAla winviutusulilauay
Sheaulatitduduuv lwsi:saauigoauladftialuwuiupvauIv:QAUIU
Wugnauiguavavdudie riknaAusSIUbaAUDE1VLEUA

LJo31As1:Enavludn 2:wu3d “Soft Factors” NaATulLuW “Hard
Factors” UUADICUUSSSUaVANSALIaNINVCMSISoUS BUSHISS:AUGY
gausuIauYLIPlanadNa FudwrIBedrrumnusuninalulad
Sulihsouiu wa:RdhAtuADIRBILuMSAaaulaenoLGUR ILTds:uu
AsivULUUAVIGUAGDYUDDUUARa8BU

adulAs1:RUsduAWwaIEoNVKLQ d:awisadanauldidu 4 0a
Kan Ao D@nagns (Strategic Dimension) ALTUNISYSTUINISILUU
Omnichannel, 0AUuanas (Operational Dimension) ﬁa\)r]ufu
Tasvasowugiuvavaulov, AyAaIns (People Dimension) ANEL
WaUAULBYIBIEULANAUIHL ta:0a3cusssu (Cultural Dimension)
Aan3vcamstlasuudav

SofAunaulvAsilowengurisUovsladhAtuhaa FapuAplGU»Y
laUsdurivAdAtuAga uddu "aiswauwaiufavdd” (Perfect
Combination) uaonNnUove KauAunsioms AlLTEuAMSEIanaU
a ucddovddadu 55ms ua:doHI:AlKU:aU

Ms3tAs1HADIUAISOguDVQluTGUDVIWaNs:NU (Impact Analysis)
a2g ADWESYUDVUSUNUILIAIaUAYDQUIgAIWLTU UcitiDuQWans:
nucioWidasuladiutdannngu
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RioRUlAWaaauLNUALWLEU 300% {u 3 U wunviublomaldsusnnu:

thuua:laAapULNUAGEU AAA:BUWansESTuaaUEIWLTUDINGDY
N1olHL wa:NaAtyAngnmiasundua:adnauviguindu

@ NS3LAS1:HAIWAULIHAduAa:NASISeUS
(Failure Analysis & Learning)

rinAwduEslunsha ANuAuikacAlduasnans udundealsn
HaePVANSUND:53UEUAWAULIKAIIRIEIAFQ KEDHIAULISURQUDU
ud>Aou logluldidauda:lsondulas GAomsUansls "ANEau” Auwy
uingeyidarldlagidaids:losu

ASTUANUIUDYAIUAULIKadASVIHTYANanatduuNIZgU&IATYUDVIVNS
ssfv Apnstliuov Blockbuster USUNIRIE3GTagNGTIRndAASVR VLAY
Janun31 9,000 uHvnslan Twunviun3i 84,000 AU wa:dyaAiaala
Jgoiiv 5 Wuaiuaaaans uanavavazatgnmeluailutiv 10 U

LJ231AS1:HAIWAUIHAdUDY Blockbuster pg1v0aNEY 1S19:WU3WIU
Wtgi3avuavmisluiiumsilasundas udiduidavuavnisidonno:li
Wasuulavdiorn ul 2000 Reed Hastings Wradv Netflix LAgtdnlU
LaupuIgusuniH Blockbuster ustAtWEY 50 atuapaans LCWUSHIS
Blockbuster Ufjlasua:risizign:31 Netflix tuud “ssiioldn a Al
auInQ”

ADIUNQWAIQUSNUDY Blockbuster Aonisdanuan “Success Trap”
KHSoAUANUHVYADIWELSD wonludsieldranonAIUSUNISAUIGTD
31 Goaaldu 16% vovs1wldNvHUQ HEDS1D 800 duapaanscal Lo
Netflix Lausluloauwuuaudnsietdaunludausu Blockbuster Upvi
Uud:rhangs1eldHanuaowINLU

A1std Root Cause Analysis Aiunsed Blockbuster 2:wuBuuavUeyHIA
Judau UryrAtRuAomsudodululanu Netflix udibayadnavlu Uru
AuAD3VAD Strategic Myopia HEamisuavlulEuNWIHEY WONLWUDVYIN
aulovaglussno “Hg3ale”
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uci Netflix uav3audvglussa "AdWTULAVATIL" Foulduyuuoy
An3vn3uaziwalomatiudanssuuinnit dnavludndu 1519:wu
UrurnaghlasvasivovAnsila:icuusssy Blockbuster luusynAcidu
SSADILUU Franchise miRAstagundavia a davldsunautiusauoin
INUDY Franchise Ka1ewWuse Boabulkedlingnaguiwsi:ndins:nu
s1elAas:9:au UpnNvINT WUSHISAIUIREJUIDINSSADMUANILUUAVLAU
WdAnuntatluinalulagua:waanssuruslnaftUaguly

Auhaulodo Blockbuster IWlaTLiweneuUaguudavtas wonttdadd
Blockbuster Online (uU 2004 ua: Blockbuster Total Access (uU 2006
FotduusmsAnaunWaus:H3woaulalua:Hih3u tugdvRtvUSMSTld
Sun>WdguUINDUMIR Netflix AdvaasiARU wdUsyr1ADNISALOU
mMsAlUD5vIY tWotlasu CEO tHLTUY 2007 FUSKISAUTKLNAULYLIU
ASuATHUASULa:aaMsavnuiupaulad twsi:upv3wIanuuInLAUlY

uniSgudAtyoIn Blockbuster Tratgus:=n1s Usznasusn nistdu
Authaaialulasuds:Aundiuagsaa KMNlUUSUAIRAUMSIUdsuLUaY
Us:nsidny mstudgundavituundo a natv a o1dugninnisliiasu
lag tws1zmistdonswennslaslildwadws Uszn1siaiu Sauusssu
avAnsua:lasvasonlidanguiuauassalknddonisusucdd

ucinWauHasldouAMSILASTH FoahAtyFindoothuniEaululsd Ko
9INAstl Blockbuster Ka1gus¥nlASouSLa:uUsuUd> 1u Disney ALRU
mMiswWagutUavuovanaiknssuuuLi Jodagulowadd Disney+ WJo:
KulgfomsudoAuanALGUgv Netflix Atnedonautnudan Disney
AU WaAd Disney+ Daundnn31 100 SAuauniglu 2 U 155n31A Netflix
{Baxiv10 U

A1S3LAS1:RAUAULHAIAGADVIBLASDVIDALKU:EU UDNIIN Root
Cause Analysis La:godinZovdodu a 1Eu Failure Mode and Effects
Analysis (FMEA) Rgi831As1:HAULEDVLA:Nans:nUgvtdus:uU
HED After Action Review (AAR) ANK1SDLUSAUIE FoldunisnuAInIY
4 Up Ao...
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@ s:uuMISWaUURECDLIDY

(Continuous Improvement System)
nisddoyaua:uniSeuvinnisitAsi:iAUaISduLa-AUaUIKaslu
IWEVRAISUAU GoArtRovAnsLancvAoAuaIsalumsiuniSeu
(Raduuasotdus:uumsweuuagodatloo FolulyuAnisusuusw

1&n a Uog a udidunisasividcuusssutaznalnAriRovAnSWaIU
QulovDg[UHYQED

(281911 Amazon Ads:uu Continuous Improvement AtnAvAGQ
wKvRUvlulan Jeff Bezos DHanN1sNLSeNIN “Day 1Mentality” AolRAQ
lauasdudduldunsnuoousyn davRons:K1e As=Gnsasu ua=lukgado
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LWS1: "Day 2 is stasis. Followed by irrelevance. Followed by
excruciating, painful decline. Followed by death.”

S:uuU Continuous Improvement Uov Amazon 1SUDINMISI “Customer
Obsession” LJurhloNAMsAaFUlADVIEUAFALIT “GotorlH
anmlaus:loyusgols” wonwuiids:uu Working Backwards Apn1s
13UDIAUS:aUNISAINGNAIADVATS 1A28DUNAULIDDNLUUNAAATUR
La:=usnis

rOvlulAZoviion Amazon [GAD “Six-Page Narrative” Lnun1sty
PowerPoint lumsUs:su Alaualasunsavldeudnans 6 HNApS U
Tnsunsagiva:idua AsaunauNVUEUR Toa wudNOUATY La:Nadaws
AAQHIY MsUs:BU:IEUAIIMSIRNNAUBIUAaSTLISgUa 20-30
uA ApuBUAUSIY 5UrMIRNAAUTTayamMAuLa:AapgvanGuriou
aaaulo

Amazon golHanMs “Two-Pizza Teams” Ao Auviudovbuuialan
waRi Pizza 2 ma:13805U (Us:u1tu 5-8 AU) AuldnriRnisdoans
s>at$y Asdadutondnvdd wazAdWSUNQBDUBALOU LdazAuD
"Single-threaded Leader” NSuNauauLdUAcDA LA EDUDVIASVINNS

FoAunaulofio Amazon J3UUSSSU “Failure is OK” uciciootdu “Smart
Failure” ApAdWAULHadALAQDINNISNOaDVaVlHU IUIEAILAULHA)
21nAIWUS:UIN WIALUNT Post-mortem Process RS8N “Correction
of Errors” (COE) Zotduniskiaiquazuudmotovau llgmskiau
Ualuplzlv

uanYINd Ss:uU Continuous Improvement §vsaufivmstddoyangv
1JUJU Amazon Jannagwn3ald J Real-time Dashboard Auaavdaya
Nn0GUDVSSAD Avldgnauie daSINSAUSUAT A2UWOWDIDanAT TU
sufivUs:ansnwuaowlnuiundoauA Jayatkardnnidlunisdadu
{onns:=qu

cinsasivs:uu Continuous Improvement IWla9AauAUSENINATUlad
tNUU udgvobdnHatgus:Lan
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16U Ritz-Carlton TsulSURSATS:UUNMISWCULNATUAMWAISUSNISDED
dotdipufitinAv wanLwds:uu "Daily Line-Up" AwdnviunnAautunn
wWundovUs:yl 10 UIANA3U WWauUvUuus:aunisal UrykiRwuua:
wusnounly

Ritz-Carlton GHanMS “Mr. BIV” dvgiaunoin Breaks, Inefficiencies,
and Variations AWUNVIUNNAUADVADEFILNALA=SIEVIU WINLUIR
DundwunvIUNNAUluNMsBouUs:zuitufiv 2,000 apaanscadu tuns
uAUayriRuun laglidovuaayld MiRUtyrlasSumMsuAlunuita:asiv
A WUSNURIRLUNDE1UIN

RahATUAD Ritz-Carlton Js:uulunstAuta:zudodunnus Wawnoiu
AURTVWUISMSIRUSMSAGREDUAUUHIAE Us:aumsaidud:Qnuufin
ua:udvdulRlsvusulutadanslanlaideus rmiknswauAadunang
avAns lduAalavakv

{ugnddna s:uu Continuous Improvement CovdNIswauuNRNuUale
lauD Auldu USUNwWaaduaudldnnsaindnth Al ua: loT uidlums
wauuineumw wanwdadutsasiuaigniswaatwaliudayaluu
Real-time (3 Machine Learning 31AS1:KHKY Pattern unvUtuK 1a:ld
Predictive Maintenance mansai3tAZavdnsa:tadalHs

WaawsLinRoun das1wovLdsanav 85% tu 2 U 1naNagn1swaasga
anav 70% Us:ansnwniswaatwudu 40% ua:nahAtudowinoiugan
Srhoudiedu twsa: Al gagudotdisulaurnAauio:iAa lidavApesv
[UuAUeurloinouldsudd

N -
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@ s=UUNISYQNISNIWaNUaIDVANS

| lugpRdayaldun1vudrgnuLéH
Udav AIwanuuovANSsSaluisa
wWasguonudntduauldametulua
3l IWeVULA Tweet LG8 361D
. AAULGeD KED33a1Bvaungnuus
do p1orhanedaldevnasiouiuiu
Hareduula nmsdanisniwanuad
SolutgiZovupvnisuateyriLio
(Aad3na ucidiootdunMsuSHISLEY
snoguciatlioy

o1nnsadsnnannatgldudisiuovnisdanisniwanuad Uufonsed
Tylenol upv Johnson & Johnson Ul 1982 WalAudeldlsenludiu
uAUya Tylenol MIRORLELTI0 7 AU WI31 J&J d:lUTlaWuAuriucwon
WIdpVIWBEUAUINnaASITHEIAGaluUS: aMaasusen

Fon J&J muanaretdudisifionisdardn “Credo” HEDUSBEU1DVANS
A3 “A>IuSURQBDULSAUDVISIADCIDUWNE WeUTa WUDE ua:wauLii
BwaaftunuovIsY” wonlwdasuldEendu Tylenol AvKUAQ 3131UUdQ
A2Us:INAAURA yaA1n31 100 uapaans laglusalisguiado wipuno
CEO gvonuitlnavdnAdgauldy taavAuldsldua:SunausoulRAY
SaudoAuMuMsagVlGUR ta:NEATYADWAUUNUSSATUNIKUAUDVAU
A1sUanuduladnin

WaawsAdUUAdULUVOaIa:0ndN 37% LKAD 7% (uNnun ucddenIs
damsnd melu 1U Tylenol Anduuidduuwuvaalatniitdu wa:=naAey
Aomwanuniuov J&J Guundtdu nanglduusdnAgusinAGaiiouin
naa

untEgudnnsead Tylenol ANIsSanN1sMWANBAIRAGDVEUIN “AS
WOu” WtsuA “msqurdiau” doviiAduuavAnsNdaouta:daduluAdoy
duudfugnudnga dovdaansogvlusula soatdd wa=o5vlo uaavlhtiu
dxensns:zm WlguAAwa
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tugnadnia Msdamsnwanuaidnududauta:mMmeuindu dolgu
Astduav United Airlines AlW3ry3naanmwanuainsolkaglut 2017 Lo
SaloARlasaisgnainavoINiASaVUWSNS:elU Social Media 9env
s>a18 Melu 24 $3luv Tep03dn31 100 d1UASY AIRUAA 4% Lamn
K1elU 1 Wuatuaoaans

AURAWaIaUDY United Aomsaauauavndiua:liikuiau CEO 9an
unavMsadisnAQurisuv:-UnUnowlinviuuinnuaavanutdsiocon
Tagans riiRns:ualnsssutsudu Aovidankatgduniv:aanuiualny
26109509V ta:lddakargLdaulumswWuymwanuad

WEeULRsUAU KFC Adanisdngaldagvgnatdsullaliruatusiund
punqulul 2018 wanwavlyuauntGurNluRUVEDWUWAI8MIWaV (A
AasUMBNYS KFC 10U FCK wdaudoniuualnunasuloudioisuad
Jgu mMidnnanaredulomatunmsasivAduds:nuld

AsvamisnwanuailugaUoauusuludavidindoviionnualy 15u
911 Social Listening Tools Agae@amuiiauwadivuusudisiagolsiu
Social Media Giovid Sentiment Analysis AtG Al StAsTH31AUAQLEU
W0uudn au Kéonaw dovid Influencer Mapping IWa33AsANswaco
mMsSuSIUSUQ wa:dovid Crisis Communication Plan Adatou

ucitndavdaiuAtdutwevarurkty FodhArufio davasivAduduwus
AU Stakeholders nnnduagvdatiav WlaadauAaaubiUeur dov
iJ Media Relations A O Community Engagement Audounsy ua:i
Employee Advocacy Program AifiiRwunviutdu Brand Ambassador

msasnwanuailBosnWiu Thought Leadership AtdunagnsndAty
WurvuAu CEO wavusuninalulagusokdvitldsuoinnisidu “un
ssAveU a” L du “Thought Leader” tugaiaiknssy AdgNSITEU
unAW IRAUAILAT waluouduuun ua:id Social Media Presence f
udounsw netu 2 U usSENALWUasUIN “Unknown” WU “Industry Leader”
{uahgmuovanAua:unavnu
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danmeg misvamsniwanutudovuavlus:e:61 UlduAuAUayHIlaw:
HUN Govasv "Reputation Capital” HEaldunududoldevdnouno:
1Aa3nna tkdaumsoaudulidenuaniau avAnshddaldsvduiiau
v:lasumisiBanudiunidariawalanisitAs:KUduAIUEISED
La:A21AULIKAa) MsWauLagwdaLion ta:msdanismwanual ddu
WuavAUs:NpUAATYUDVANSaSIvDVANSAVEU WUSHISAUS:aUAI U
dudolus:uzgndfaRnlurgaiious likavs:15oaunuaEs lfaunAu
ADIUAULKAD LazuavlRunnus:aumsaitdulomatuniswaiuiavAns
tRudounsvdodu

tulanAtUasuulavsaatdasunniud ovAnsAlUWaILNADDVANSAREY
DDUHAY IWs1:ALvvua:lansauddrdoindauludnortnagolukgad
msagivs:uuArmiBavAnsiZausia:waunlain3Audodoldulode
dAtuRgavavAWIAaUSsUluNsLVIUAgVEU
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uudAa Crisis Communication &
Business Continuity

uyov 20 UARULT vANSUIAUIBLNBEUAUINnalusULUUCcIva doud
Snnamstouatdeiut) 1997 Snnausuluasinasiipaaturdyu Sund ms
uwss:urauavlsa lUsufivannaftiaon Social Media lugaUaauu dv
rdvAlAeUSAD SnaalildralgavAns udmsdamsingandawala
dornAfmalgovAns

A2ILANCIVS:KIDVANSASDaWUINnaLa:avAnshadudarsluldog)
AuuNQuav3NaQ LdagRAIUWSDUILAzAILEILISAIUMSIONIS TugA
66ﬁar‘iﬁaqatc‘1umodasnmu1§3uao SnqaALAglGDaIHa1g3uNI10:
anaw dudawisauwsns:=oelundlanmetulinuif mstassuwsaw
La:n1sapUaUDvnsIaEIFubAI U ArudonNALASLDULN

14.1

ASLOZeUWSDUSUDDINOALUSHULKDDUNNSEDUS-AUGIO AUAIUIKEJITN
Aa T Iuduns:NVADVE wdlbodvdaindavldudd nisludus:aAu
DIDHUNETVHIEU: WUSOUAUDNRUSHISASIUVIUAIEIEUDI "1Da1Aa
AaalumstassusuiindnnaAaasungvludinga”
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ATSLASYUADIWUWSDULSUDINAISIIADWLINTDI3nnalugnddnal
anuruzAuancdioonadaagvduldy ANULEUMSLWSAS:D18dpya
MirovANsTDa10pUaUDVUDYAY UDULUAUDVIWANS:NUNITUIIVNIN
wa:naAtuAsnnAuauisalduyasiordavengdngalddisauisalwu
IWeVLA3DOLGY)

WUURENMDEIVIINUS:aunIsadasllonsonioutdufugnuiliau
USUnoKIsuualkaduKVKGY tKamisadisuoInanAAUKdvIwadsy
DH1sADFvuUanUanulu Facebook w3pudanWau a netu 2 $7luo
Twaddugnus$nsn 10,000 AsY JAsuludHa1eWUIDAU ta:1sudEs
Aadpupduniund HINUSUNIUDUWUSUDDAG anunisaipipuiulany
sunduAulyla

FousnhovAnsAovriiAa Crisis Scenario Mapping dvlduns:usums
tunss:yuaztAsiziINaanodIAaduld WuUAIBIENSS:QuaUDVAU
AURUSHISIa:KUDEvIUdIva tWaSuauimsivaniumsailas$ighaa
Ao1tAadU udvoantdurulaRy WU Ingadunaanaun Inaadiu
wUnou 3nnadiudoudadoy Snnadiunisou Ingadiutnalulad ua:
3nnadudoLden

drsunda:zaniumsad S1dudavdiAsiziadiuuio:ldunv:1Aaduna:
A2IUSULSVUDYWANS:NU D1AUUIaE1AUAIUEIATYILA:WCUUIILNU
Suialawr:dhrsusnaaNGAILIEsVEY (hagatgu usUNInAluladnas
tRA W ATUAUINHaAUAIWUaaAYUDYTBYA IUUTU:AUSBNDIKIS
AJSLUUINHAAIUAINUADQAYUDINAOATUN

AsSadv Crisis Response Team WuduaaudAtuaalu lagRudlutsuA
s1edatluns:anu uddovdufuAlasumsinWuta:wSauuguavunui
TAsvagofiundsUs:NaudIeRLNAU (Crisis Leader) ASIUNDAQEUTDFD
aa lwunavAns (Spokesperson) AWTUNISHADUSUNIS3Da1SUNTD:
30 AuAamuaniunisad (Monitoring Team) AADELANS:IVdTUTUTU
(iousie AUUAUAMS (Operation Team) AdLGUNSUATUTURYHN LaAU
auuauu (Support Team) AUS:aUVIUAUKUIEVIUCTD 9
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uonoINlgvLAYRIVIUAUUSENa19A1STULHVROVATS:UU Crisis
Response ALNGUBU wantwbRov War Room Awsaulduiuaana 24
Fluv Ds:uumsudotfisunauisaisenfvuius:yuldnietu 30 A U
Sroaludattofau Jhdanisdanisinnana:ideaua:auiaaagiaus
ua:naAryAninsindautmWusgvinelasuida:Asy

MsNGoUKRED Crisis Simulation (JuoNKa18VANSUDVTIL UCDEY
a udiAuEAYILLWMSTUNU LWs1=CalRTuWuRGRaaATlsUs:Tosu
rnludtAs$dovra:ls wulnaanuuuMSKAGaUIRauvsuAga WU
$ranv3dvnavtudosaulad udsiRAuasuausvnisluainmiikua
HEDIapvINS:UU IT au udrQ3Auauisans:uuLa:doansnuanAla
AuAlku

tnEovilindhAtylumistaeuwsauADs:uU Early Warning System (U
gaddna ts1dovidinalulagiumsaamudynyiruldipuns LU Social
Media Monitoring Tools AADEQ31TAISWaTvLUSUALSIDEV(S §
Sentiment Analysis A3tAS1:K3 A WUAALEULbUUINKEDAU T Trend
Detection Auan3GUs:t&ulamidvoa:Saudu

uanINLAZDVDDLAY AsadvAUdUWUSAGAURDEIUldaIuLEeco
a fisulAadINnAAEATYILLWAU WULSENE0T31 “Relationship Banking”
Ao Nsa:aundudauwusua:zANUBMuBRADU tkdounsWInLUlu
suAs WiadvaAdovld 1s19:0lAsaalinaupdnU DVANSATAIIL
JuWussudnudaudasu yusUu winvu ta:ana o:lasumsiRonoua:
ADULRUDALRUDLINAIDDLAQINAA

14.2
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Wasngaiadundy FousnARUSHISADVAS:KUNAD "DaAaAas” lugAn
adna drndoua:doyanNaaivisauwsns:o1elasdat$onnTnthivnso
HaeLin Msaauduovisdatdiuazgndavluydvy "Golden Hour" H3D

FluvusndvidnudiAtungvdodonisAouauaniumsal

AstliuavSIUDIKISTDAVIHVKTVAINBTYINaLdplanAIwWULLaVaIU
{ududIrs anAnngnadddlouazlwadavlsideadidenun mMelu 30
Ui AaUdUDgD03IHaeRbuASY AUUSHISUDVSIULEUASUTHAVN
Twadluudd 3 #luv dotulanadnadionsuaulu

ADWRQWaIQUDYWIALWIADMSWEIYIU “Jaus:Lau” dromisaaciali
anAmaulwad dundurhiianiunisaiugay wsianAlwadiwu3isu
wenguUauinisa mMiBns:ualnsssutsvdurasin KIAWIALIADU
auaoadwoqnﬁaoﬁoudusn 3nnatordliuiularedvdudavdaaiun
¥OAS1D

1SYOMSINGAULUU Real-time (pvlSUDINNISUDUSUAIILDSYININGQ
1Aaduudd litgmisuflasHEawengiuaannuaAtyuovleyr o1ndu
Aovtald Crisis Command Center NUf otduAugUrusInNSAsIUSIU
Joya Us:liuanmiumsad daduls ua:domsldagiosialsd

(ugovusnuovINHQ mse”iaawsﬁmwuéhﬁfuﬁao Kann1saAtYADCDY
“Be First, Be Right, Be Credible” AadavtdunuusnfaanuiiRdoya
2gvgndoy La:dovldadin w3 s 1wgvliidoyansutidu uams
DONUILAQVILA:UDNIISISUNSUTIKILADLA:Mavasdddou Anin
NNSIOYURIEY

msdoansiunid:dnnadovAidiviiofsuaiskatonau uda:ngudoaonis
Joyala:yovnivAuancioiu anAdavnisFAosulguazAualnu
wUnNVIUGDVAISAULUTDIIUSEND:HIUINaaTIUIG Uunavnudavnis
NSIUWANS:NUNINSLIOU daU2asudoun1sdntivdsvlla:uuuDvy1d
HUJgVLIWAAUQUADVNASLWUMSLATY
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wutAeriviuAuussninaluladgndayaanAisiika duldudnnansie
usvun wonwwivanmsladlagldran Multi-channel Communication
ApdopaisWiuKalggovuniowsauiu Dnisiunavi1ddHSUdouIasU dv
Swafivanmnlasunans:nulagasvy waddanautubulsdua:lsige
allde SaUs:3uwlnIU ta:du0aKUIgfivKUdEvIURIAUQULA NVKUQ
diaadunetu 2 $aluoRaowulouH)

AdhATyATDAIUADVaDaAdDVAUNNEDYNIY LdUSUSIDa:LgalR
IKUA:AULGa:NEU Aovus:30lLTRIAQ Mixed Messages AriRdUAU tu:=th
R0 Message House KEpUudnnu AdUaANUKAN (Core Message)
DEQSVNAT La:d¥pAduaduauu (Supporting Messages) dHsulcia:
nauwWsuans

nsaouauavlulslduaildadovsiatdaduwiay wsi:lduARsnaaTn
Buduuazugnedd doviAunnagaauaiy uATudoyaNAQ La:uang
A wWLEuRNLEULD MsS Bot apudalulalugivingatdudonnisHan
138V LWS1:219rMIRQILYSVT

2gvlsAMIU NsapuauavnsIaEIILIAHUI8FvAISEUSDUDUNQAWANQ
WULABLRUUSUNASUDDNUILAaVdayania SurhiRdovuAlumeKraoua:
rhangANuUNLEadio Mish Holding Statement HéaunavmsaULdovdun
LaSeuldasvrinoEatHis1IawsaauauavlALSIucguAVAIUYNCGDY

{us:H3199aN1SINHA NS Single Source of Truth WudvaAty dovid
uKavdayanatvAnnAUVEY IWaUavAuAIWdUaULa=Uayandaudy
AU wu=thIRAY Information Hub Asausaudayaaiga AaNUAWUUDY
La:A0pUUIasY U tBNAAUludvANSLINEVIA

266 | AoaLioH HaNgas Marketing & Technology For Executives



14.3

\'\\ \‘
A:\‘ \ \ \/
= W ‘ \/ \J

|

N |
| XN \

SngaluldduavtiotnoreluonKiKGY AUAINMEALADSVADNIS
SnutRssAvALbudalUlas:H310In0 lla:WUWﬂéuu11L80Llﬂ§0ﬂ51
lGUKAVINHQ TADY0NLENDVANSALOSEUWSDUGDDNDINDVANSATL
wSoU Business Continuity Plan (BCP) lOulWuAnnavAnsAISE il
lFeangiranguLHvuvIdUNaIsAMWlRRIUN1SASIDaDULAIUU
BCP Addavldu "Living Document” Adg3a [Asumsnaaauua:usudsy
agvaliaun

WU afonstiuavusinnaasuaiusidnnsadndnlsvoiusangnii
naUKUA KINTUD BCP AG wantwiAvdavHgamsWaauuKa1gidau uc
ws:duwudhsovAdalou Jowdnwiawisagrenmswaalugolsooiu
wusdasnmelu 48 3aluvw anAunulisdnioniskgau:dn

BCP AAdavul3Ud1n Business Impact Analysis (BIA) 1W2s:u31
As:usUMSlaUNVAEIATYCDNNSDESDAUDVDVANS NS:UdUMISIaRYQTA
37A51D ta:ns:usumsiakgalilaias dagotgu dIHSUSUIATS S:UU
Core Banking Hgaluld ucdimsausuwinuiuivtdousaniuld

oIndudavriikua Recovery Time Obijective (RTO) ua: Recovery Point
Objective (RPO) dHsulGa:ns:UduMS lag RTO Addafgausulaiu
MsAAUS:UU dduU RPO Aausurudayaneaulianurield ons:usuns
dhAtyun RTO wa: RPO Agvudiavau
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MsunudhsavAranHa1etdusdUY BCP wulnldHan "3-2-1" fial
Joyad1sov 3 ya LAulu 2 anuRRLancvAU La: Tgadavaguananiu
A (Off-site) dHSUS:UUREATY AJSE Hot Standby AWSaUIGVIUAUAR
[LtEuA Cold Backup Adipvldioartumsaéu

aghvlsAau BCP WldigdAuinalulagiwevagiolded autdutode
d1AtuNga AovduwuquawlnvuIuluyIv3nna § Succession Planning
AgalauslAsY:rKIMALNUKInAUA ArYliauIsaurfvuld Ggov
nuMsdoaisaisavHins:uuUunasIula

WULAERVIUAUUSYNAT BCP Gun Ldnduduikasiwsi:duAaiiolode
uuud WatAadnaa wunuiukangaulawsauIiuldws:dovqua
ASDUAS) LWUADWIBIVISTUTANa HadvoInUuwINWIUSULWUIREAKE U
uINGU Gs:uu Work from Home Aw$auld ua:zdulouiequansaunsd
wunviuluygovdINnQ

Kavo1nWIU¥IVINHALAD mwuﬁwmadaluﬁamsﬁuw laglawi=ns
Wuwdaldeoua:Anwi30l dotdudontusizutvuazidiaiuiulums
asv udanuisawonaleldluwsum dudu Reputation Recovery Plan
SotduadudhAryhvralula
AsSWUWFDIF8000I5UINNISEDUSUAIIUAQWAI0DE1D5VID HIN
DVANSHEIUNQ HaeuSENweNeuUNLasAIUSURQBDU Bonduris
mMwanuaiugavlus:g:610 AsUsINURYEV WSdUAUNISLAQVIRLEU
lAsgusua:usudsouad unlasunmistiionguinni

dagvndAanseiuoy Domino’s Pizza WUDLIENT ALAYLWGTYINAQ
ATUATWDIHIS LNUAR:UALESHEDUAGD WINLuNgausUIWBEIUDVaU
JUtuR193Y waztwacmuAuley “Pizza Turnaround” uaavlktiunis
USuUsvaasia:ns:udunIsWaalHLNoHUQ ADUDSVIURIRgnAMNAU
U1 wa:gnauigtaulangiodatiiny

MSWUWADVDIWUS:8:aU Na ta:e12 (us:a:au Iumsdaansagucio
LUDVIWDASIVAIWUULD Szg=natv LAuMsuaaviftiunisilasunlavi
Wususssu s:e:e10 LUuMsasivmMwanuadlrunLdounson3Lau
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nUs=aunsaulun1sydgDVANSCIVa Wiuwudnna dvlawcuurlutaa
ASeN31 CRISLS. Juun wiatdunusnolRAtBlunistwiavAns
Wuyvanendun WwaadlblbuAnnud udifiaonmsdolasiy
Us:aunisainsuon3ngauuauAsy

C - Communicate (msa‘iaans)

WupvAUs:nBULSALA:dIATYRFA lUN12:3NH0 ADWIBEUADAASNSTY
usviga WoavAnsldoans doviwdud:gatautdudlediddoua:nis
AMata AthSvudovdaansagnvsialss Tusola uazaiaus wi3no:ev
UdAaaunoRrUAAMIU

AGuLsu CEO yovusunMsTUKGY AdamMsIngaldagvenaldeny
(otAZavluvavwINIIUS:auauUaLIHA laglwipanuIunavydMeiu 2
Fluv wgvlinswakanuusda udwinaavniuidel> wiaulRdayan
U9 La:arynu1319:5180UANUAUHINNN 4§31y Msdoanshalilaus
U¥reasonnuBivkbudluanmumsainiarzela

R - Resilience (A>WE&aHEU)

AoAduaiuisauovthluMssnuIALEVULALEDALEUMUNaIVAIIL
Juo1e Wuhnddooldu “Auaouniunalowlg” AMRAUVIUSENUUAY
nisuaavaisuadlnss Auas:Hun H3INURDU d:M{Raniun1sadugav
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usnvIndANudargugoruedomsusudladailaaniumsal
Wasuwlav ngavnliiduluaiuununoiold guidaowsaufo:usu
nagnslanufldadayalkuldiuy Wudn3sulfigu31mMsIani1sInga
kaun1sdusaluruDAKUI ADVJUT 19 S:JAS:30 La:wSaulaguldu
ntdasudu

I - Intelligence (Ms{ddoya)

Huledv Misdadudlagdvdoyauazunthoosy llgosuaisdanisaia
ta1 tun1d:3nna Jayangndovua:znudalfansweinsniAiNga W
Govasivs:uunIssousIuLa:IlASIRUpYaNiUs:ansnw

WULAZM1IUAUUSYNAAY “Data War Room” tugavdnaa lagd
AuRsousIuTayacINNALKEY NuMSlULa:NEUDNDVANS TMsawLan
Dashboard nn 30 ulA uaavaniumsaialda wans:NUCinssnv La:
AWAURNIUMSUATY JayatkanbyelRRuSKIsAaaulaldngodRan
s

S - Shift Mental Models (MsUSuns:uduneAU)

WuAWaIIsaluNISUDVINHANYUUDVIKL SNOaunUVAUIRLSIAD
AV3SAALAU A LazKILUINMVIKURUINGaGaAUNSDUAIWAQLAULTAD:W
ovAnslUgndiuautsad

(MogwABaLRUADINAA COVID-19 AUVAUIRNNDVANSGDVUSU
WagudEMsivuagvauLdy usUnAtAecadu Work from Home Giov
WaguuBmeludnuAu $upKisilutrer Delivery GavRUUIWOWD
gounmvdiWonnuagsaa AUNAUSUAIAIEIWIDVANSKIUWLDININAA
[(alalaby
I - Inspire (Msasiousvvuaalv)

WuunuinaAtyuovtluNsSAUIUItymavouoviu lUn12:3nna AU
Unsdnndd duau ua:znoun Yuhdavtduuavasvndategluva KA
HIvudluldAdIwKIvaY a wav a
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WuUs:zAUT CEO UpuusUNAUEANAADVUQaUIRaNEIUHIULEID
3NOALASUTAD LNUAD:EDUIUADYAIVIU LWItGUN1IUWUWLNOIU
NNau1 WaAYLUUMAICIDAD 25U1ganIunIstd SUWVAIIUAIA Wa:
tRrhavlo msavlUag "Tuauiusu” AufuduasvAuUs:AUTDLAa:AI U
Andogoun

S - Set the Recovery Path (msﬁmuma‘lum\)\ﬁuvy)

AamisuavlUdnortnudiugivngvagiudnga AthdavaounulbtWevuA
LWDSDAWUINEQ LCiLtWDDDNUILTVLASVAIILAN Govtdasudnaalkidu
lomatunisiseusua:zwoiun

HAvOINWIUINDALAD FudAtyfonisin After Action Review
2g995v9v WlgwWorAuLchKT udiwalSaugsia:lsiildd a:lsAds
UsuUsv tazo:UnvAululiiiadhldagols avAnsAIZuUSIININDQ:
udounsvdunnasonindeyAumMMe

wuJﬂuaﬂv'u\iu§msr‘is'3umuﬁij “INnaApNIsnadaaun1d:Wun
ALADSY” tUGIVLANE AS Aausalduytinla uctugovnga AULAN
0s:H3WAIALADSVAURIONSSSSUATD:=USINATAIDU UNALADSY
WlgAuRlutreWBeu3nqa walduauntiwiovAnsWiusngaldadiés

ASLOSYUWSDUSUDDINHAO N1SYaNISINHagIvbUS=anSnw
wa:mswWuwravdnna tduinu:ARUSKISNNAUdDVTTUgARAILTL
wduputdudoldedfRutuau pvANSADS:UU Crisis Management La:
Business Continuity AG TUWevLdd:saawuIIn3Naalddndn udegv
awsa@ingadulomatunisimons:laaludiorin ﬁ\JFjudoﬁILiw§au
Bdvrav

Mefaa wussnWn(d331 ngadudurtvuavnisrinssion
randevluld FoRtsiAdUALIAADNISIOSEUWSDUIA:IEMISODUAUDY
avAnsAuavInnalulomatumsidgudua:wouun o:naretdusvAnsi
udounsvuazgargu wssusuioAunwmMMela a AsuiAad:thun
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nsAvupvLsNUILT AonstuaguyuuavuaviiuvIn "MsUHUGaIU
ANHUNEWDLE8VANUSU" (Compliance for Penalty Avoidance) g ms
Iz?nsaunaHLnaL\/T}aa§1\)mwUIdlU§8UL80ﬂaqn§" (Leveraging Legal
Frameworks for Strategic Advantage) 1519:31AS1:BNSTUANYIDEVNA
iAaduiuus:tinAlng WWalktiuniw3imsdadulononnRuUIgduNans:
nudayaAIusyn AWANGUaVaNALa:datdgvunvtUsSUAlADEnVls
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Module 6

ANSUSHKISAULFYVAIUNNHUNEY
VSYSSSU La:nwanualovAns

& szgz1dan 2 ¥oluv




NAHUIYNWUSHKISODVS
(PDPA, W.S.U.ADU, W.s.U. luuaun)

LS

S.U. FIUFISD\)UDUEIHDUUF\FIH (PDPA): 1nAS=01U

15.1w.
Jauamsgaunswaidvgnsmaas

WUDENNIRAURUSHISaDudUAUIMSI "Joya” uovanAINavANSHIU
fionsovaguu IWlduAgadayalugiudaya uclu "gunswedtuouqa” i
DyaFurma watuveuzldeAu Al "kdFufoatiadu” (Contingent
Liability) unvagirinuskisvanmsliidwalag w.s.u. AUASDVUDYAdIU
uAAa Ko PDPA AonsaumsAiAuqQuadunswaua:kiaunid

uiBonagns avAnshawsads:MAlAagLAuNIAND3IAUTLIASIIU
MIsAUAsaVdDYaguda AnavAnsniavasiomuwolovAundIuLae
wa=luveuzlGednunasvubdirandvqQaanAmsud

A21WT37100 (Trust) AtiadululdavARLUvY:a1uIsARUdUGDHEDaDN
&38ULUUTATUBITIWAU TUADWAAWSUDINISIIVSINTIUSSSUIAUIA
Joya (Data Governance) AJUAY BolSUAUMINAIULTTDDE WTIDVLA
UpVWUNDVANS
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191:aNHANNSUAADIUNINIYNIVSSHD:

nnruelulduanuA3dav "ua Consent” uds:u31AWEULDULIUCDY
"Fuysad” naidfo AoulRlaedas:, 191:0v, LHVIRNSIU La:3alou aov
DUAIDVQASUIN 1BUlBCHSDUDUWALABULS "Dark Patterns” H39n1Ss
poNUUUABLNIRRIBNagugaulagludrsalu? muldusnmsuaniiu
SugauLWDNISAa1099NIINNISEDUSUIDUIUUSAISHANDEIVBALOU
W3HEDEv Msud Consent LUULHKLISIU (Bundle Consent) UudA1U
1Fovno:gndAusillsaudlunnrUIgLa:MIRdaYaRMIUSIUSIULN
noruanaretduluwstunun

UDNYINAIUIUYDULAD DuANSTVaIUIsSaUS:UdarnalaalagoFig
"JunNAKLIg” Hu a 18 wWu gaudruaun (Contract) dHSUNANSAVEUAT
HSD{RUSN1S, giuds:losudusoualgnNHUNY (Legitimate Interest)
FIHSUNISIIAS1:RWOANSSURISLWOUSUUSVUSNS Ldgukdvdiiniu
dudouua:Alovnsnsmionaisus:liuwans:nuU (Legitimate Interest
Assessment - LIA) tWaguUnHUNS:H30Us:lesiuavovAnsAuaNsuaY
[uavdoya ButdunaikaigavAnsupvinulU

Case Study fi 1: nstiANUIMSSHIHavDVTDYaaNAS:AUKA (AMUEN
wa:InsAuunAu)NAAuAVLAETdBUTIINISSI KauDVTDYaINUSEN
yunatkedranguHolulng Iso:10uusyntunduAvanKysalnsAuunAL
nstlilHa1danuuni3gusIMUWOLARUSHIS ANUSUKa19duUINAATU:
nssuMsAUASavdayadiuynna (PDPC) dvavinuiullutwevgaauay
Awthudo Wans:NUALAYSVANUSHISADVUS:LDUAD:

0 Aunumsunludnga: mtuowtumsmowwUamfymumm
Uananulsluasiwoduasu (Forensic Audit), miumatumsuoo
LpuganAINNAUMILUANKUIY, misdadv Call Center (WasuL300
Sovlsau

9 ANULFIHecEDIdsVIA: yaAUsud: 1dnssrlkavavdoya
aonaumwuwauuuaowuslﬂnnun anmM1englUiBusSNISUDVA
wivAwINWISEN31UanaAuN31 ta:lus:8:612 LUSUGD1DYNVAT
ugu: "UsUNAMJayaanA1SY”

rjﬁau‘]am HANgas Marketing & Technology For Executives | 275



9 A WLEEVINMISWaVSDVUUUAEY (Class Action): LWJANHUNY
Inegvaglugoutsudiu LauudTiuMsSWouSavILUUNGUNNNLESHY
WalSendovAmaulHUNaLNUA3OIWUEVTU Boovadoms:Kiau
UHIAaWnNovAns

uniSsuaAtuAn n1s$rlradulknduniulaiiconmsuanAdudou
LALAODINUDFLWUZIU LEU MSAVAIAILUADAABUDVS:UUAAIIAATL
Sanu, mshwunviuandulkda Phishing KEamisuiamsAAUQUarTR
uSMIsMeUDN (Third-party Vendor) Aldh&ivdoyauaols) AnuBona
gnsdrsuruda: TaasivasuuIasIIuANLUADAABUDVAAINNSIEN
Us:zudawadoauadHsagw

Case Study A 2 (@uuad): AULFevluLWunNISaala B2B

asviinnwAunIsaala B2B [Uda "giudayasigBolusKis” 91nR
SHugMeupnWaldlunishi Cold Calling HEpdvdlwauuzthJum
AnUAD Jayatkaiulduingnugndavaiu PDPA Kalu? usunuov
nutugu: “WAdUAUdDYA” (Data Controller) DA WSURNQBDUIUNTS
wgougunnruiglumislauinazigoiu mnluaauisawgoulasduov
JoyaldulaliAUdugaUREVNADVIWIAaUS:avAT ADASSUNIS
aananvruauavniua1vnagldudoRanAHUIgAUR GADAULEEVA
gougluNSUUaVIUUS:S1IUARUSKISADVAS:KUNILA:D10ASDUATS
rouRBaulRuARL

15.2 W.S.U. ADUWILODSY: ADUSURQUDUIlUFIU:
“tvWDvwWuUn” adna
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KN PDPA ApN1s90Ms "SunSweg” W.S.U. ADUWILADSY AADNNSIONIS
"ANWLELY" UUWURGIAa TU310:10uSulsd, wolslduaiide HEalS5u
uaSQUDYUSUN luagmuavNAKLIY A "WIKUSMS" ADHINAQuAlU
IRWuRuavmunaetdulkavwIoNBruINSSUHEDNNSA:LIOGNSHBU

L10S1 15 As=UIRIRUSMSA “SLRudule” IRTMsAs:rAQdaSUTNLS I
Uu AarioaAtuRaguunuinnAt U IluRSURasaUlagasy
131 “$tRuldulo” dun3wn3inAa UuatoRugdions “IWALae” 1ald
SunmisuvoLfipuuad

Case Study A I: auAsIWEIdUapULa:NMSTDUGRALUY

1 1
—

tuyoluAUAKIULA TnsadinsuaoauadunGwiay (DSI) [WNa1eusen
mMsaa10adnansudwaswUnudRiduiulanu (Avatar) HawRDUUTYS
WaldnlUagv3dn 5 anlRAUGUMUDVaNAT ta:luutu:lGedAUAINIU
Iwaaloud, aswuidouanu HSDIRSID T A1DUAALLVNIVESAD NSNSz
WWUdgAUAQMIULIAST 14(1) “Udngs:uunauwiLaasEudnlya
ABUWILaRSATALTPUKEDUaDU” Dgvdalou

n
d

UNEEULBYNAgNSEHSURUSHIS: mistdntuaatWaasivnoulalssu
noMsugvduludnurusd Aon1satvs:tdaalRAuLUSUA oA W
P5unnUaluvAULFgRgdaAI WD (Credibility) Gusuusonin
ANUSUNIVNARUIgHRANEINIUN LazKAWGaUulAIWUSKISS:AUgusLARU
HEopUUAVUUS:UtudIHSUADNSSUT A19ADVSURANYNIVILWYLA:
o1eudunisducd

Case Study N 2: A2 WSUNQUDVLDQTULWIIINADULILUAHTUUS:UIN

auuauusud tTmMsdauAuUryMSsaa1auu Facebook ta:oRIBs oKD
WwAUWUAldlwad lagnaidKIuANAaIsS1StUHSDUSENALUVADY
JoyasuldutAvua:asoAnuldgmengosulsy Apuwuddunaigdu
bSa DautdunalanuazuaavAnUAQLRUCiDIILUOULIA AUAISAAIQ
919UDV3TAD “Engagement” NG ucluntonnHUILLA FINDRLSLEDU
muagotdunioms (1Bu dvdtua, AndoAIU) 31ADULIUAAVAEIINA
ANKUIE udgonodanenuBlaglididumsia a maodnnuldasn “§
(Rutduld” amuwias 15 udd
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UAovandIdian1vnisaala (KPIs) daudvlagasoAunIudsonio
NNKUIY Nagnsyuavmudovdalou: §3aua:8otdgvunvynnadu HSD
A2IUYNCADVNIVNNHUIY AdvdElHUDYDO Engagement Laud

uanvINGovAnsdovd "ulgulguasns:=udunissSutdvtazautior”
(Notice and Takedown Policy) Adatouua:gus:=ansnmw twatdutnsi:
UovAuAdusSuRalugiuzluavuLwaawasy

15.3 nQHV1YlDUIN: LFULUODAWSILADUS:HID
“usovuaafd” fiv “A1adv”

msluuanAatAdoulonsowdolunsasvmssuia:unauleg ualussno
ALAEIUDVNUFUNIWLAADIUVIY JUADONUdDVANNAUNSU NSdaaisn
NawarawwevAsuldgIpIvMalguusuannituasouInuddala

11:anAsalAnUN:
Case Study N 1: UNISYUSIAULWYDIN "NA:ULUS WIDLDDSEDQ"
asaillunsaifinuiRauysaituungadksuusHising Uululasu

wAN1sHAUSU uddu “3nnamsainiouusud” Aauysailuu Wans:Nu
ANQUuidRaeua:

« msuvAulEARRUIgNNHANYHUDEVIU: [UTEUA Do, udgusouiiv
€S9 (UN.UAU.) LaznovUvAUNISUSIUUSIUNISAS:NMIADIUNQLAED
AuDBEUINSsUNIVLNAlulad (un.uan.)
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.  msaaduanuundodiouovynna (Personal Brand Collapse):
AunuALARSVADMSWYNagUaVLUSUA "Ma:uus” dotdugunswe
HaNUDVSSAD AULGDUUAUS:IBsULALTdDLSElUTIU:NIBYIB I
AuguNwaNMalgavagIvauLdy

« wWans:nuuuulaiblu: nsaiidunaidasivussnagiulby MRUsina
a:HudgvIuSgYUaINIsluyauuoy Influencer uazAuAVAUDU A
pgv{nNadauindu duWans:NUCNVYOAIRNSSY

UNISgUAIATYAD ADIUIAWIELDI:DVUDVAN UL ANSHIVIN "AULAIEIY
UovAuu=tSu” K3D "NSaURUNGQ IKG8VKIE”" ADNNSs:yasswAsulunls
Jidasnulsargatlasunlavlasvasivsionie dotduwunuoo “en”
W5 "oxs” lagtGavia

Case Study A 2: nsedlglAsSa “Ww3d Uaunige”

GADMDEUDILUSUAIHEYS:AUTaNAGDVLNETUAUNSGAIIUNAHUIY
ne mslwuaunn@auloowaantunnunsiongdugndvovauluds:ina
Jauntse gn 28. Aadu3tdunisadadvasswAtuLaudsuLa:minsy
uslnAhoRAluas:aATuLAgIAURAQATUN WDV “ShunlsA”
Tagasy udnsdoanslaglsfondtdnirenannruield unieudaauin
udo:dunusuanu@adia AliauisnaguannsauvavnnruslusaNla

1:annStUANUN:

ssAvlingmeldmsmAuquandudaudivanvdu Ao nsuaduayuusms
gunw (aua) AQuamslyuruuow "aauweiuia” ua: uwneam i
ADUAU "9SSEYIUSSTUUDILWNEINUS:NDUIBIGW”

Case Study: N1s91v Influencer S3OHanNslaguIONISAdUAY

AAUNUHVHUVY Beauty Blogger dodvuididonisdawatans lagse
Arcouunutduduaa Influencer udulalwadsalowsouAussene
"msudinadws 100% lidutagududiaided aglduu 5 U” lagAnaan
Wldasyvaputloraoulwad msns:riNaNOHUIgHANENSNY:
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o Wang aua. msluvtunlaglulasuauryia wazddonduldodatiu
95V (“Msudinaaws”, “liidutag”)

9 HQDSSEIUSSTUUWNE: LWNELDUDVITLA:NDIUIENISAATNDIDON
aauaauloauwnaammuUaaaIHumsluumwnwoossmussm

e AWSURQUaVAATN: dud. ugusdaloudl WUs:nounlIsaniu
wenuladovsSURauaUdanIsTwEUIASIEISUIIVAVKUA TUaiun
salUgANURQIRIDLIOUGHED Influencer 14

nagnsngndov: Mudovi "dryruiuazuudnionisUguaoiudivsu
Influencer” (Influencer Contract and Guideline) Asanu lags:udatou
HodoANUARILIE, MKualRavliorINVHUAIRRIENNHUI8UDVASTN
asavasuta:aula "luatednuaidnus” noumsineguwsiaus Ao
ns:UduMSATNTUTUMISUSHISA L&Y

15.4 AAHUNSTHUAGDUIUM: $19 W.S.U. IASUTAdUWAAWDS
(PEA) - dryrunrunHomsiasundavns:auugodu
ANHUNgawavuusnAadonniudavsuinlu "Usauu” uddHSuthnd
5d9RAU MsUpVlUGY "aunAQ” Addono:as1ionAIuianciiv S19 W.S.U.
misUs:naUssAvUSMsIWaawWasuadna Aonduanikednganmidoo:
NS:NUBILRVLASUZADAINaUDVINY

nnHUeGUlayoUUAssAvuuatan uddiohkuiewarAuquaiiau
s1elHed HSD "WIWUS:Q" (Gatekeepers) NdounotKipaa1agw LWoaso
auiuugodunimifgutaziusssuuindu

31AS1:KWaNS:NULBYYNSAAQS:

o —

dHSURNDIDLTNUNY “Gatekeeper”

(1Bu uwaawasudnouLldSus18lHed, Super App, lsldvalldasudl):
UAndrurunrulRniudavlsy “nunoululaassioran” (Core Business
Model Review) [Quan ns:KUNANDIDIAQTU LEU:
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«  MsHIWAQAUAUUY (Anti-Steering): D10lawsnIAQlLIRFM
uuuwaawasuLlauasimMaumngnniuugoonivoula

«  msHIWaNdev (No Self-Preferencing): 9anaSAUNISAURKT 919
Govnnusuun waluiruaaowadumnssausns (House Brands)
{uduAuNANIWVALLVSIBDUDEVTLIUUSSSU

« msuuvvdudpya (Data Sharing): 9199nUvAUIHAVUARWAILDN
fiodpyalfgdiuUs:SNSNMWUDVFUAUDOWINLUIVULWAOWDSU
vpvrulduIndu

Case Study (awuaziulBugnsA1aas): KINATUADWUSHISUDYD

uwaawasudnpulISsButhANAHUNETUVAUIE AtudDVIBUAVAINIUAU

{31 s191dvn "Sponsored Search” ARILUSUAIHEUBacUHUVAGAD:

[Asunans:nNUKEDlL? MsAsGTayan1SUIBUDVSIUA SME LWaWauuN

FuA House Brand yavistovd:gornldnghEalu? msiasundavisan

tins:nulagasvdarlsuianu ua:avldinanlunsoounusubindHSU

ssAvdu a AuRIBUSNISUWaawWasSw

(SMEs): naHLUelfia "lomanav” AoratiaduldlusaunAISsY TUDND
HuUlghv:

«  Arrpudsduidusssudu: SiuodosovudvLWaaWDsUTuNIS
AMKUQAT GP D10aqav

] =
—d it O

. msiwndvdayanadu: nuoolddayalBudniAgiiugnAuavmu
onUWaaWasULUINTU LWaLUII0ULWUNISOa1QuDVAULDY

. mudanAuadu: Msaansynuiav:lUalomalRiuwaawasusie
{Ha 1Naduuudodumirdnividonua:sunvciasoouindu

O
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NSDUYSESSsULazdsseussaululan
A1saalaadna

16.1 9SSEIUSSTUWUIU:
singuiuavliiRuuovssivoouladlng

Apud:wadviSovdudoungiv Al Kéanaadudv a 1s1AvnAULIAYA
(3UAU UUADISSENUSSTUWUZIULDYNISHISSAD BuluuSunaaulatuay
nedu DA waATYDEvEVEIQ ws1:UUADAVAESIY "AdIULLEDTD"
tuania:ARBoua:RuelilawurthAulagasy

ransAAULAZAUGDEY ADWTDANE, NMISSAIAUUATUTYT, MISSAL

A21WAU La:A21Wgdsssu Uu Liathuidsutdiulanadna v:0n21UKUe
AangounILay

1:anlunodjua:

. A WBDAAE (Honesty): ILlEuANSIUTNKA wcif “AdUTUSHIaLEY
sn” (Proactive Transparency)
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» Case Study W3guligu: aovlindvdiuAoaulad 2 $1un
y1gaumsaaldgdnu S1uLsn s:yLAsIAMGUAILCAIDOEY
Alsssullguuastasaa v:lUusinplusthgameuoomisyis:
Wwuluvau:A$IUAEDY 1aav "s1Mans” Assunnagoudddoud
RUUSA Wis1ASUAUUDYSIULSNDINQUIGVQATDNIT LEignAT
Alufivduaaugameudsédninidou "gnrasn” d:lUdIunduun
Snua:onvv:Uuancialunivaudis tuntunNAauAu S1ufdovraY
adonnuBnoloduudusawu GAamsthAudadaduididu
tAZoviianivmisaaia

. mssnuAludeyayr (Promise-Keeping): Ajudcuryiiulan
adnalutgua "v:=vadvaummetu 3 3u” udgosdouiivAJUNUWVDE
fuwusua

» dhogviBunagns: Knuusuddoans3tiugum “aasundn
Audascdadoudadau” AUudryruidunsaunauludiv
UssRATUNNADVSIBLAALA, Ns:usuMswWaQATUrae
sssusa [UsudivmisujudcainuasnsiulASauleney
1Wusssu MsFaAludryrluauladiukdoudanma:luiiu
Tagasv udrnddayasiitananun 1u s1awlinouRliwalo
H$DDVANSAASIVEDUIEDVE INOAMSTINVILUSUGD:SULSY
N3IMsdvaumMsIKaIYLNIaD

- ms$nuIAIWAUUDVaNA (Confidentiality): luunALAILS WA
PDPA (ugiu:donnHu1g ucluund wuaennlRuovI WU “KUIN
NIVVSYSSSU”
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> amumsaiauud: USUNUDVATUSIUSIUTDYaMSEouaY
anALWarh Personalized Marketing otJudoAnnHUIe
auruarINIASUAIWBULDY Ldd:tAa:IsduAuviutihdoya
1BodnuuluywanuAuludvaunuINIgUDNDEIVaUNAUIU LEU
"anAmsieldoudaumaatiHin avdorfdodteur’” wiv:lu
NaNNHU1g PDPA lagasy LAUUADNSAzLIODSSEIUSSTUDED
Srgusv uazgorhaigicuusssuavAnsitmMswAWLDUEIUAD
UDVaNAPURUQEU

tugnu=ALt MsadvicuusssuavAnshgalUUKaNMSWUFIULKENT A
Msasivs:uuniAuNUlRAUssSAYINNYlU

16.2 MsAAuUQuUaQuLDY:
WDOaHASSUSOUAUASIVUIASTIU (DAAT)

upnonMsmnuqQualasNMASILAd nalnAd ATy EVIUDOaIHNSSY
Aasuudavidrngonisaaraddna Ao "nsfiAuqQuanuo”
(Self-Regulation) dotuus:tnAlng auiAuluuaunadna HED DAAT
gunuinuRtiuEaod

ANSA DAAT thuudUfuauavKamMSAUIUINBIE (ICC) LUSUS TWTEuA
NNSASDNAISAIY A UCAUUAD "FrYtdIUS:3IAL" UDVWUS:NDUIBIBW
AanavsIUAUNR:ILIBNSILUVIURMatedvHEnasomans:nuLdvau
dodvAu WWaunUov "AnuU@adinlagsiuupudoadnia”

A WNAINMgaudsysssulumuluuyaunlng:

. Twuanfilduauadiuidauazanundd: IsSnRUlDUUINAQATURA
LlaSUDIHISHEDLASDVSVUDVUAVALAUAUAIULEDEIUUARE HED
TwyruUs:AURaS1VAIIUAAIGDIKANISTISIBUSVIULAUDSY 1D
TwyruHa oW IRANARUIEALOU LAAMULEVISYSSSUAD LU
asvatuAIHSaMavanalgus:lesinoinAdIuLUSI:UIVUDVRAU
HEalU NMsns:rEulius:g:a139:A0nsauUANUIMVIDAFAUTICD
>umislwyaunlagsou
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. A wsuRavaunueeludy Influencer: lugANVUUS:LUIEUNISAATQ
[rRalun Influencer ua: Content Creator UNATU ADIUSUNQBDUNIY
ssgnusstunCiovugngmuludoe

» Case Study AtfusUsssu: LUsuUGIAZDVAUIDANDDDA
Yvinfluencer HA1gAUIRIWaANWAULDVANAVIVASSA
Aunaanaun lagllds:yngivgaousniunis3iano
(Sponsored Post)nsns:rgudidunmsovioriBiRaamy
WhtoRa3ndunisidoiunsy wazlumskanias
ANHUIEAUAULASDVAULDaNDTDAN10dDU LUSUANLEDNTS
nagnsiudravlauwudedalduonoruauavau Lwsi:tbo
13ovanilaluv dvAud:ITAdKaUA Influencer ucd:AdvAINIL
fludSsSSUUDVLUSUARIIDWLTURAN

ugu=HUSKIsdavaylauAueuMsaala davdvAinunlulinanin
“wautdeydozaseoaviglainita” W3 “wAulaylaznountuaiua:

DSSEIUSSTUUDVDVANSISIDENVIS?”
-

16.3 Dark Patterns:

wioniseanuuunagaldlunivnina

Dark Patterns ApCTHPE10NBAIDUAGAUDVLULLUYS:HITY "NISAa1q
AvItunala” ua: "nIsHanna’vilsnsesssy” UUADNSIBDVAAIIUS
AudaINeRiBLa:MaasiHyMsaanLuU (UX/UN) tWaovloasioniu
duau nadu KéoraonaalRNIGrludonwonLIAAVTD BuodlRnad
daddtavius:g:au LdAsNsIWIfalgAIUAUWUSAUANATUS 881D
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uilngo:gvlidnaHuislagasy wdnsns:rkaitialgagoAdneg
nNRUIgAUASoVRUSINAI1IacamMIslusrunnlutior3SanalRiAaA Y
oWald uazNaArynd1Uu Juninalg Trust

o810 Dark Patterns Nwuuagluusunuavlng:
e Bait and Switch (1IK8paauarduidasu):

» Case Study ALFuldda: uwaawasuoavlsousuLazioiAo
JuRtaavsiABUAUdINWadVQalRsIAGALNTU udtbs
WuduaaunsnsandayanguLlUSUAVHINES:LOU NAU

0 “Aisssulloumsdiduns” Kéa “AGua:usnis” A
UtpgudvBraurtvanduul ks 1MaamegoniinAald
uIn wadnssudriRanAsdnidonallagndssu

« Roach Motel (Audnuuavaiu wnlasonlula):

> Case Study ANNAULAYLDD: NSAUASIZUSANSLASUNTY
InsAwridafia K$oUSMSaa3UTY Nawisarldvie a tWevna
JuldgoriuuaUwaladu ucibadovms “ontan” 31davlns
LO"{UA Call Center, soaeunu, puFANUEUSUAAUUINUIY,
ua:nnwunuulduinaluiRenianagorun dAn1saan
wuulagwauwoasvauassalumsaanonusnis Lu
wnﬁﬂssuﬁﬁodaHéﬂnawuqﬁsssuamoe‘io

. Confirmshaming (MiR33nAaRUHIas):

» Case Study luuauy §aulv: Lhormsnalarunco
TwslududonuAduu19d 2 Ju Yuusnéa ‘T4, dudiovns
druaagawlAu!” ua:UuRaavéa “TU, dugsueuwonin”
mMsiBMuludnueu:iAemsiZda3NgWonaAUIRRISSINN
dilovdadulidrawaranulas Wunstatdoumsdaaduto
pgvoluulRony
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mawAiudovawfuwuRAaAuLa:iuNIsaa1aAD: "1s1dy
fMiRg30anMvedu KéoravlBLakIKasUIWDUSSALUNRUIENIVSSAD
UDVLST?" MsLEaNN:IUTS Dark Patterns AonsUs:mARQdU3I1DVANS
tmMswlumsaaduldua:adiayeyiuovanm
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16.4 DUNAQUDVISEISSSU:
sssu1AulaldaueyIUs:Quy) (Al Governance)

NUWUSHISASU KINRDUaRWIULIADUDRUU HOUpUAD "aunna” Aun

fioudd Al Iutuunmsaouaamluum wagumavo=nagtdu "wsaumoau
{o" luns:UdUNISNIVSSAD doudnisAatdanwiinoy, msauumauwa,
MsMKBuasIAEuM, [Usudivnis3daagnivnsuwng 3 U\)U']U'IEUIFD']U
AMeMVSUSSSURGUSDUDENVAILLALEUIADU

dUnNVIUWCUUISSNSSUNIVBELANNSDUNE (ETDA) [3210nSpUDSESSSU
Al T3 ucitunodfua msuhlutduulluadiusurasaulagasvuavniu
{ugu:WUpVANS

AWUMMYLBVYSesssuUav Al luusuning:

« 2naludoya (Data Bias):

» Case Study Bvgnsmaas: auua31su1AISWoJUIS:uU

Al WWaUs:LouAuIFsolunistiiguio lasUoudayaanm
tuada 10 YitnlUtus:uu Kntuada sunmsBuudltufv:aula
SuBaliAunguaBwH3DALUWUAKGVLINASBAWUAKGY
(FoorotbunnalagliisaupvRworstunguldatuada)

Al fiv: “138Us” DAAUU Lazl3UUALEsFULEDIRAUAUGHD
APUAUUGASUGDULWEVLWS1:WINLUILIDINNGURS:UULDY

31 “1Fev” Mndoyalunda FoGIUWEVLARODSUSSSY LAED
WDunsUanulomanivssanuavsuIAsoY ta:o1wthludnis
WovsSovldoritdondauala
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« AdwlUsvlaua=nisoSurgla (Transparency & Explainability):

> aaumsaiauua: gnAUs:=91UDVNIUYNS:UU Al UDVUSUN
Ufjtasmscionsusssuus:AuguMw wIdEN5Av:01U31 “tws:
2:1s?" udHNDVANSOBUTALA3T “Al daFulduuudu’ Uudo
H1EUzUDVANUEUWUSAUANA HansssUIAUIa Al AGAavNS
lHs:uUaUISNRBUNUIHONaLTDVHAVNSAQFUTLA (Explain
able Al - XAl) WalRUUUHAISNASIVADULA:SUNQBDUCD
msaaautouuld

UNUINYDVANUIUZIU:WUSHIS:

RUNNyovNululnslUldgulaa Al wcAonis "asivnsousssuiaula
Al" (Al Governance Framework)

MoludvAns Buus:NDUQIY:

o msdadvAruznssumsiauqQua Al (Al Ethics Board): Us:nou
Q2YWUSHISOINHAINKA19WIg (KUY, IT, N1sAalq, NSwens
UAAA) LWoUS:LTUADIULEEVNIVDSYSSSUUDINNLASUNISATE Al

e misfKuaulsuigAdaou: U ulsuiensiddoyalwWailnasu Al,
ulsuigdrenisdaduloiaviandoviduyudouladugametaus

9 ﬂ'lSEI\)I'IUIUlFISE)\)UE) lu lF’ISE)\)UDI’]UDEJC’ISZ)OC—TE)UE)F’IOZUUOUDUE]
HSDLFISD\)UDF]UDEJDSU']EJ?T]S[T]\)']UUD\) Al
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