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Abstract

This research aimed to: 1 examine the personal factors affecting the TikTok buying process of
teenagers in Nakhon Pathom province.; and 2) study the influence of the marketing mix and influencer
reviews on the purchasing process via TikTok among teenagers in Nakhon Pathom province, examining
perceived value as a mediating variable. The researcher collected data from a sample of 400 respondents
using convenience sampling. The research instrument was a questionnaire that had been tested for quality
in terms of both validity and reliability. The statistics used for data analysis included percentage, mean,
standard deviation, t-test, One-Way ANOVA, and Partial Least Squares Structural Equation Modeling (PLS-
SEM).

The research findings revealed that:

1. Personal factors, specifically education level, occupation, and average monthly income, resulted
in statistically significant differences in the purchasing process via TikTok among teenagers in Nakhon Pathom
province.

2. The marketing mix and perceived value had a statistically significant direct influence (on the
purchasing process), with a predictive power of 81.60%. Meanwhile, the marketing mix and influencer

reviews had a statistically significant direct influence on perceived value, with a predictive power of 77.80%.

Keywords: Marketing mix, Influencer reviews, Perceived Value, TikTok Purchasing Process
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3.4 nM3ApTzidaya

A0AINITAUUT (Descriptive Statistics) SAsEvAE (Frequency), 5owag (Percentage), Aady
(Mean)

atfAWeauuu (Inferential Statistics) T¥n15MAaoUANT (t-test) waNITIATINANNRYTUTIVUUUNI
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1. foyaieniuiadoyana nan1533e Jeyadiuyupravesinounuuaeuatu wuindunands (Gevay
64.00) 918 18-20 U (§eeaz 75.00) fiszaun1sfnuuSaya e (Gevar 66.00) WulinFeu/indny (Foeaz 87.50)
wasilseldedureiou toonimsewin15,000 (Gauay 87.50)
2. wonssumsidenlddesnis TikTok vesfeguludmiaunsusy fvwauden fail
2.1 doyaifiertesiunariilineundindu TikTok nuingneuuvuaeuniudulugldinalunsld
woUnALAdu TikTok annnin 2 alus (Feway 72.30) sewnde 1-2 H2lus (Favay 20.50)

¥ a a

2.2 Yoyaiendeaiulssnniiduinisfanuluweundindu TikTok nuingneusuuasuaudaiulvg

U

Infuencer (5a8a 62.00) 589A9U1ANTV/1N509 (Fouay 34.50)

o
a v

2.3 Foyaisriuanuilunstedudrodunis wuigneuuuuaouniudnilug JedudnTikTok 2
adasiodunmi (Jouag 30.80) seanite 1 adwadunmi (Gouas 29.50)
2.4 Foyaiioatuailidslumsdedudndeduani wulmuindneuuuuasunudnlvajdedlidne
300 UmsedUAvsedatmIAD 200 UnsedUnns
3. §9uUsENBUNI9NIIAAIA (Marketing Mix - 4Ps) wuitlunmsauldsunisussifiulusefuanniige
(Mean = 4.60 SD. = 0.56) suiiléFun1sUszifiugeanlainsnu wanfas (Product) (Mean = 4.70 SD. = 0.49)
4. mseansndungueulses (Influencer Communication) wuinlunwsaldiunsuszdilusedusnn
fian (Mean = 4.56 SD. = 0.57) fuiild¥umsUsaiiugeaeldundunnudernin (Mean = 4.62 SD. = 0.50)
5. M3¥udRmA (Perceived Value) wuiilunwsalssumsuszidivlusedusinniign (Mean = 4.4 SD. =

0.57) shuiilsunsusziliugegelsuasu mssuinaaisuian (Time Value) (Mean = 4.64 SD. = 0.51)

'
e~

6. NTUIUNITHOAUAIMNG TikTok (Purchasing Process) wudtlunnsiulasunisussidulusedvannian

(Mean = 4.58 SD. = 0.58) fuilldsunsussidiugeaalduisuarudilate (Mean = 4.70 SD. = 0.44)
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g
2
&
< C §
2 = [
2 @ c
= 1 € i
1A o) ﬂ
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< EYS < c
2 = 3 s g
s 7 8§ B 0t €3
2 @ 7a) ['ad @ = '
M33U3 (Awareness) x x v x v x
Asaula (Interest) x x x v v x
AN5UTELU (Evaluation) x x v v v x
ANUAalaTe (Purchase Intention) x x v x v x
Ms@ndulaidia (Purchase Decision) v x v v x v
N52UUN1STRRUAINI TikTok x x v v v x

v femuuansnsegneiltuddunieada ¥ linuanuuanisenedifedfymeaia

o

HANITITENUIT NTTUIUNNTTRAUAINIE TikTok vaeiasuludminuasuguazunndrsiulunuseiu

SRy

Msfiny) 01TW wazswlddssehoustnitdAgynsada

] a a ' e a ¢ ) .
M58 3 Emﬁwasuma’mﬂisaﬁmNmmmﬂLLaZﬂ’ﬁi’nIﬂEJauvjaLauwai MONTBUIUNTVDAUAIN TikTok U39

Tosuludwminuasugu Anwinissuiauen Tugmuedudsdau

Direct  Indirec g
Y v o s Total p- 95%  Cohen'
WEUNNANNAUNUS (Structural Path)  Effect t t-value UYAALY
Effect value (BCa) s f2 o
(Beta)  Effect VARGRE
MK MIX -> Perceived Value 0.2637 - 0.2637 5214 0.000  [0.165, 0.1825 v
0.362]
MK MIX -> Purchasing Process 0.4040  0.2111  0.6151 8.125 0.000  [0.308, 0.4373 v
0.501]
Influencer Com -> Perceived Value 0.6884 - 0.6884 15.632 0.000  [0.601, 1.2436 v
0.773]
Influencer Com -> Purchasing -0.2751 0.5511 0.2760 4.891 0.000 [-0.385, 0.1068 v
Process -0.165]
Perceived Value -> Purchasing 0.8006 - 0.8006 12.450 0.000 [0.672, 0.7736 v
Process 0.928]

* Y8 *** p < 0.001; R? (Perceived Value) = 0.778, R? (Purchasing Process) = 0.816

nesgidrdnauaslunaauninddasaig (Structural Model) 2105197t 3 wagnni 2

FRasanmmniidetiouazanuiifddyueadummnuduiuslulieaaunisidslaseadne (PLS-SEM)
fewmpila Bootstrapping $113U 5,000 50U (Subsamples) fisviupnudeiudosay 95 nan1siasziwandli
i @umsanuduiusnnidumien tvalue snnndh 1.96 uasen p-value Hoend1 0.001 Snvatnsamidestu
95% Confidence Interval (BCa) linseuague 0 Fesdudulieaiiduddgyvnadatannuduiusseninsiuslu
luiea

a o o v a
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a

HANINAFRUANNATIU B AN WIANTNavedINYsTAUNIINITRAIALAEN1TI I nedunlgleuwes Nilke

nszuIunsgeduilasiinissuiauanduiuusdmg nuhdvinavesdiuuszaunianisaain (MK MIX) fdvdwa

1% '

NATATIVINABNNTTUSAAT (Perceived Value) aaadudse@nsonswa (Beta) iy 0.2637 (Cohen's f2 =

U9
v

0.1825) LazdldyBnan1InsieanszuIunISTeaUAT (Purchasing Process) Winiu 0.4040

v A

wanIN U iiBnEwandeurun1TTuiAnAIN 0.2111 dawalviddvdnasiu (Total effect) AanszuIuns
FoduAiU 0.6151 (Cohen's f2 = 0.4373) BvEWavreeN1THLATIINBUNGLEULDS (Influencer Com) HBvIENA
MIRTIBIUINFNTTTUIAMANGTER Faedn Beta Wiy 0.6884 (Cohen's f2 = 1.2436)

' I3 AN a a ' & s v | da a a '
EJEJ']QVLiﬂG]']ll LUDNANTUIDNTNANDNIEUIUNTYDAUAN WU’NJJ@‘WSWﬁVl’NGﬁﬂUL‘NﬁU (Beta = -02751) LU

v ' a 1

{BvswanedaurunsuinuAlugauingatia 0.5511 ilivhengaudaildnswasiu (Total effect) Wauinaghn

Y9 Y
'

0.2760 (Cohen's f2 = 0.1068) 3vSnavain1ssuinme (Perceived Value) imihiilududsdsindiddgy tnedl

o 1 v ' a

' Y & w ) [ ° o £ I~ =
AMBNANINTUTIVINADNTLUIUNSTOAUANS TikTok a819iidsdAty AwAduUsydns (Beta) NN 0.8006

]

(Cohen's f2 = 0.7736) s1unan1swensalvasluaa (R-square) 91nAWH 2 TumaaInnsassuieauiuLUseq
nsfuinamladesas 77.80 (R® = 0.778) uara1un3nesungnnuiuwlsvenseuiunmsdedudinig TikTok ldsee

av 81.60 (R = 0.816) Tauansliiiudaduanisnensalluseivas

0582

Perceived Value 0.801 Purchasing Process Evaluation

R2=0.816

Purcl

0.688" 0215

Trustwothiness Ji—

Influencer Com

AN 2 BBwavesdINUTEANNNNIINAIALAEN1TI N AUYALE RS MonTEUIUN1TTOAUAINIS TikTok 8s

Fosuludaninuasugu AnwinisSuiamen lugiugiudsdau

2

HaNFITeNUdn dadszaunieniseana uar n1siuiame TavsnanmseestelitedAynieata a
grunansnensalviniusesay 81.60 Tuvaed drusvaumenisnain uag n1sihilneduylalouges wilBnswa

Mansasian1siuinmual egiiteddyniadia Adnammeinsaliviiviesas 77.80
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A15197 4 n15Useiulaeani1sin warAIuASATITILUN AN Fornell-Larcker Criterion kagAl A1

A0nAABIN8M VOIS ILUTIRS

Construct Indicator Outer Loading VIF (< 3-5)
MK MIX Product 0.6530 1.6523
Price 0.6583 1.6597
Place 0.6506 1.5605
Promotion 0.7482 1.3628
Influencer Com Trustworthiness 0.6887 1.3725
Expertise 0.6623 1.4872
Attractiveness 0.7386 1.6129
Perceived Value Emotional 0.6484 1.3575
Social 0.6279 1.3149
Time 0.6288 1.2543
Purchasing Process Awareness 0.5824 1.3530
Interest 0.6101 1.4437
Evaluation 0.5709 1.3752
Purchase 0.5956 1.2945
Decision 0.6094 1.3555
Fornell-Larcker MK MIX Influencer Com Perceived Value  Purchasing Process
MK MIX 0.7607
Influencer Com 0.4181 0.7861
Perceived Value 0.5025 0.7378 0.7734
Purchasing Process 0.6298 0.4540 0.7236 0.7527
Construct Dijkstra-Henseler's rho Joreskog's rho (Pc) Cronbach's alpha(Qt)
MK MIX 0.7759 0.7730 0.7758
Influencer Com 0.7410 0.7390 0.7378
Perceived Value 0.7699 0.7697 0.7694
Purchasing Process 0.7318 0.7314 0.7314

SRMR= 0.0563

nsUssliununnesassiouaziwlsurdlulung Tvnadnsawealul

v v
Y o 1o

Aminminessusznauuar dymmudusius (Outer Loading & VIF) #danniafidnitvinesduszney
(Outer Loading) 8gj5em314 0.5709 &4 0.7482 uaziflensadeuiymeanuduiusidstou wudien VIF veayn
Waf Tadianeg szmang 1.2503 §9 1.6597 esiandunmsid fuua (VIF < 3-5) uansd "l S0 o dusiug
(Multicollinearity) SEueidin

AMUATUTITIUUN (Discriminant Validity) leRa15ananuinael Fornell-Larcker Criterion wu3nanly

LUINLEIY L (31n7id0a999 AVE) 10 2uUsurs Téur MK MIX (0.7607), Influencer Com (0.7861), Perceived
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Value (0.7734) uag Purchasing Process (0.7527) $A1geninA1anuduiusdudiwdsunadun Tunaiuazaedul

v a

Wentuimun uandifiuiduUsuusassianuiudassuarannsasuunoonainfulda
Anugenaaesni1gly (Internal Consistency Reliability) mwmaaummwﬁaﬁumméﬁLL"LJ'ﬁLLBJmm% WU

71 Dijkstra-Henseler's rho (PA), Jéreskog's rho (Pc) wazAAdaiunseuuAea (Cronbach's alpha) fe

ogf5Eming 0.7314 f9 0.7759 Fsgandnauiunsgiudl 0.70 Fuluimun vsiineiesdietniimnmindedons
ANUNauNFuYasluea (Model Fit) ﬁhﬂ’nmamm?{auﬁﬁnamLaﬁ'ammg’m (SRMR) #Avi1fiu 0.0563

= v v & = Yy o v a Y o oA o vy =
%daswauIMLMUJWIMLﬂammmaaﬂﬂaadﬂumagaLﬂidﬂiz%ﬂwﬂluiwummmﬂﬂLLﬁmmmmmzam

5. a5U afiusena wazdaiauauus

5.1 43U uazaiusena

'
o

Uadediyprafidenadionszuiunsgeduainig TikTok wan153denudn Jesuludaminuasuguniisydiv

o

= a Yy a4 oA a ' ) a L a v . ' Y I Ao o
N19ANYT DIYN LLa%i’lFﬂﬂLaaﬁJ(ﬂaLﬂaummﬂ(ﬂ’]ﬁﬂu LUNILUIUNTLRAUAINIG TikTok LHNAINNUBYINNUYATALY

b3

eadid naanstanunsaedurelamengufnginssuduilaa Feszyindeduaiuyana (Personal Factors) 1gu 1o

91w wazanuznInAsEgna WuduUsdrAgiinuauuazivuaueuunisnevausnianisdnduladsves

v

duslan [3] wenanil widinquiuslaadesu (Generation 2) axidunguiiiivlaumieudumaluladuazdngn

U

nszdulviiinnginssunsesuudundunndeludeaiifislddine [12] willesandedidiamasiuaiuniounis
N353 (578ld) waganuuANAImNUIAinTEg (SEaunsfne) vibidesuudasnquinssuiunisualmidoya

nsUssiiunuAueA waznsanaulagetuganeiiuandsiueanty [3, 12]

v '

dulszaun1anisnain (Marketing Mix - 4Ps) 8nSnaN19nsZ9UINNIAeNsTUIANAILAYNTEUIUATT

v = 1

FoAui azviouliiiuinladeiiugiued s ndndnsindnunm siafimuzay Yeaneiiiiiaie waznsdaasy
nmsvefifgn Swnaduiiladidglunisigsie aenadesiundnniseatadessiuniindiuszaumnisaatadu

w3 aedofi aednsldnovaussauianelavesnguidivany [121 n1537lnedungiowiees (Influencer

Communication) #an1s@nwfitauladie n15333lnedungieuwesiidvinanimsdhudaudenssuiunsde uw

'
v '

nduiidnsnan1ansadauanse "nssuiaman" Tusedungann uasdedeiunmsiviauai vnliansnasiude

U9

nszvaunstenatedudeuin dlleduselddn Tugadagdu duilaaiesueafiannuduanieli@edumngn

WeyraulvigeduAlaenss (Hard Sale) 3nBunigiouiges uinudnvuzvedurlgioues Maudnieiio A

In [7] Bedenseauliiguilaa "Suitenmuen’ veq

Weaygy wazanutfge i miiiiaseenuduiusiadounus

Aqyiian lnaddnSnanonssuiunITPeduaIng
TikTok gaan wandliiiudn msifesuesdndulafoduiiiu winwidessuitessouseleninielidu visnardu

U

dudnou nsudanen (Perceived Value) 1ufuusdwinudidn

915wl §3A Waziia (WU ANUALAT ANEUNAUIUIINNIATIY) [8] Mssudnardaduasniudeunisdninen

fualilaserinededuasunisnainwasnsindulada [9]

5.2 Yaduanuzludwlaune

v

1. wan1539enudn fusenaun1sul TikTok Shop asiiun1sdeasiuduvigougeiiiieasns 'nssus

U

a1 Wundn unninsligeaudelnense (Hard Sale) msWenloaiunaada Weosainluwaddn nsdeansain

f
Surlgieuwesiidvdnaninsienissuinurgifianlududuniisedasiudn (beta = 0.688, fA2 = 1.244) usindu
5

BMENaN1IMTUTIAUADNTEUIUNTLAENTY (beta = -0.275) AsuwuImsUszendld dussnaunislidadsdu

pd §

o

Jedulvidurlgiauwesiseilianisueniedalunn1sviedua (Hard Sale) wszagyilidosuiinanudiuniuuazlal
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A '

Wotle wimshidaszlunmsasnassAnoumudiiunisainnuavmonualuagdiny Jazdeihulugmnsyuiuns

v
v o=

Folazane beta = 0.551

(1}

g v

2. KaNTITenUd §Usenaunisul TikTok Shop mIs enseAuNIsuIAMAWNULaT (Time Value) Lite

U9

Dunauwaddlunisdnduladions@enlesiunaads nsduinmandusulsifiidninammssonssuiunisdoss

v '

ngaluluinaseaiiduddny (beta = 0.801, fA2 = 0.774) lngnudnissusauadunaildsunsussduaindeiu
g
Y

U

aign (Mean = 4.64) wwasUszgndld Juszneunisdeasuguuuumsinauedudilinssdy sinds diladie

wu nMsvindleduinagni wienslafianfiaguaawiuduainielufind ienavauenginssuveiogunly

puddryiuALazmInwassIndlunsiudoya

' A o dn'

3. HANITINENUIN B;I:ﬂi%ﬂ’e]‘Uﬂﬁ‘lJu TikTok Shop AI3¥nEEIUYTLAUNIINITAAIN (4Ps) IaTulAdDU

a ' 1

nszuIuMstelasnseniaidenlestunasin drulssaumenisnainddvinanensionszuiunistoguiudusy
@03 (beta = 0.404, A2 = 0.437) uaridvEnasIuFonTzUILNTBogeianlusEuy (Total Effect = 0.6151) Tnefif
wan ot (Product) iamitiinesdusznougadn (Outer Loading = 0.653) wuamnaUszendld {Usenounissang
Fodlinuddyiunaunmvesdud Mauddesmsan duanifunm waglissuudadsiismids msfannnisii
MnBurlgiouiresifissosuiuilasunanitugiududi (@ps) i ldannsaadsseanelussozenld

4. wan53denudn fusznounisuu TikTok Shop msuimsdanislueaiieiuuszansamlunis
nensafsenmsnisidesloatunaadn fudsulduliaaifondidannsadmiuoduismmuiundsvesnssuiunis
FoAudma TikTok Idgefisfosar 81.60 (RA2 = 0.816) wumsUszgndld fusznaunisanutsavilasaadng
auduiusTulueat luldnunusudszanamisnisaain Tnsdaasssutszanaludanisaiediutssaumis
nsaan uagnisidenlidurqieuwesimungauioafranisiuiauel Jeariuusziunadnslunisnszdu

nsvuiunsdnaulitevesiasuludminuasugulaogiausiue

5.3 Yawauanuzdmnsunisidelunsedaly

v v
[ 1

1. mafnwlufiuiiviengulssrinsiinfetu WesnawidsedsirtmanzdszrnsTofulufmin
uasUsu MeAteaduislumsumeiuiifudeyalufininiedu 1 wieiSeudisusewhenguiosu (Gen 2) fungu
ALTeaL (Gen V) iilogAnuuanAnsTesgAnsTAT e

2. msifiufudsiiietestuuiunmanalilad gaulemsinnsaniiududsudedu o dilvluluee
aun15139lAS9a51e (PLS-SEM) LU danesiinvesunannesy (Platform Algorithm) aaulinslalussuudisedu

(Trust in E-payment) #3aA1udsnsusle (Perceived Risk) ilelilunadninuauysaluaragyiouanIniinaou

U

¥ ooy
= a =

meBreudisylaangadeiu
3. MFITuLT9RMAIN (Qualitative Research) AI5HNISANNTWAILT9EN (In-depth Interview) 30013
aunungu (Focus Group) 336 WisAummgratlosdniilugninanmsenssiilaedungioueesing

' a

RONTEUINNITD BN URANIATIAU (Beta = -0.275) FaaztieidufiumaSunad@dninenlanau
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