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Abstract

This research has two main objectives 1) to compare the decision-making behavior of consumers
using grilled restaurants in Nakhon Pathom Province, classified by personal factors, and 2) to study the
influence of the service marketing mix and electronic word-of-mouth (eWOM) on the decision-making
behavior of consumers using grilled restaurants in Nakhon Pathom Province. Data were collected from a
sample of 400 respondents using convenience sampling. The research instrument was a questionnaire that
had been validated for both validity and reliability. The statistics used for data analysis included percentage,
mean, standard deviation, independent t-test, One-Way ANOVA, and Partial Least Squares Structural
Equation Modeling (PLS-SEM).

The research findings revealed that:

1) The decision-making behavior of consumers using grilled restaurants in Nakhon Pathom Province
showed statistically significant differences based on occupation and monthly income.

2) Electronic word-of-mouth (eWOM) and the service marketing mix had a positive direct influence
on the decision-making behavior of consumers using grilled restaurants in Nakhon Pathom Province at a
statistical significance level of 0.001. Electronic word-of-mouth had the highest influence on decision-making
(B = 0.752), followed by the service marketing mix (B = 0.410). Furthermore, the service marketing mix had
a high positive influence on electronic word-of-mouth (B = 0.859). Both factors could jointly explain 92.00

percent of the variance in service decision-making behavior.

Keywords: Service Marketing Mix, Electronic Word-of-Mouth (eWOM), Barbecue Restaurants
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$owaz 50.75) WuiniZewdndnw (evay 30.50) wasislfadesaiiou snd1 15,000 vm (evaz 31.50)

duil 2 daudszaun1en1InanuIngg (Services Marketing Mix - 7Ps) wudiAadesiuegsyiuann

'
a

fign (Mean = 4.30) Tngsuitldsumsussiiugeande “dundndns” Id3umsdsaidivlussivinniign faeds
458 dusuiildsunmslssiduliosgafe “futesmienisdndimine” liumsussiiuluseduann Teiades 66

dauit 3 msdeansuindeuindidnnsaiing (eWOM) nuinAedssNegseiuIniign (Mean = 4.41)
Taosuilsunsussiliugeane “Uinuwesdeya” WWiunsusadvlussduinniign Seeds 4.42 dauduil
IFumsussiiuosaade “aunmvsdeya” IsunmsUsuiuluszduuiunans fduede 3.12

dauit 4 msdadulaliuinnstiuenns nuiAnadssiuegszduinniiga (Mean = 4.23) Tagdwildsy
nMsUszifiugegnio “ninssundnisde” Iesunisussiiilussduanniian fdiede 4.35 dawduildsuns
Ussifiutosaafe “nmsnsevindenudeans” Tifunsussiilusedudiunans Seinde 3.33

' = = a v o ¥ a P & ¥ a
d9UN 5 ﬂ’lil,‘iﬁﬂ‘uL‘VIEJ‘U‘WZ]GIniiilﬂ’liﬁlﬂﬁusl’\lel?miﬂﬂii’]ua']wqiﬂﬂEJ'N’UENE‘J’UiIﬂﬂ

a = = a v o Y a P & Y a v @ A o
MN1919N 2 LUiEJ‘ULVIEJUWE]G\ﬂiimﬂ’]i@]ﬂﬁuiﬁﬂsﬁUiﬂ’]ii’]ua’]ﬁﬁﬂQ‘c’J’N"UENQ‘USIﬂﬂ 1uﬂﬂ1ﬁ1ﬂu@13ﬂgm LUBILUNATN

Uaduduynna
-

S =

& S

E 3
5 S £
| = s = k=
2 @ b3 P )
NMINTENTNEIAUABINTT (Need Recognition) x x x v v
MsAuMYeaYa (Information Search) v x x v v
AsUsziumaden (Evaluation of Alternatives) X X x X v
Asandulaie (Purchase Decision) x x x v v
NOANTIUNEINTTTe (Post-Purchase Behavior) x x x v v
nsanaulaldusnisiuenmistedng x x x v v

SRy N o o

v fmnuupnansegeituddamisana ¥ lanuauuanaisegieiived

<

e

2
=
2
Lo
o}
)
)
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ngAnssunsiedulalduinisiueimstegrsvesuilaa Tudwmiauasugu danuuandieiuny 91Tn
wazselareifou sdrslivudAn1eana
aoufl 6 BnswavasdIuUsTaUNIINITAAIAUSISHAzMsARasUINAaUNBEnnsalind (ewoM) Tl

' a v o ¥ a v L ¥ a v W
ﬁa‘wE]Glﬂiiﬂm’]iﬁlﬂﬁukﬂ%Uin’lii'lua’l‘i/i’l‘sﬂw’w‘da\‘iQ‘U‘ﬂnﬂ 114‘\1\11&’36114?151]3&1

715199 3 n1sUsEUlueaNITIn LaLAUATUTITIMUA AN Fornell-Larcker Criterion LagA1 A3

AnAaeInely vaIRILUSLAY

Construct Indicator Outer Loading VIF (< 3-5)
daulszaunnanisnaia SMMO1 0.6829 1.8009
U315 (SMM) SMMO02 0.4676 1.2819

SMMO03 0.6612 1.8498
SMMO04 0.6335 1.9398
SMMO05 0.8413 2.2058
SMMO6 0.7638 2.0863
SMMO7 0.7227 2.0442
msdesnsuinsauin EWOMO1 0.6651 1.1600
dnnsating (eWOM) EWOMO02 0.6053 1.8240
EWOMO03 0.7301 1.9113
nsanagulalduinig BEHO1 0.7948 2.0296
$ruemns BEH02 0.8013 2.4325
BEHO03 0.7795 2.3420
BEHO4 0.7508 2.3661
BEH05 0.6980 1.5892
Fornell-Larcker Criterion SMM EWOM BEHO
SMM 0.7767
EWOM 0.7375 0.7473
BEHO 0.6295 0.7168 0.7865
Construct Dijkstra-Henseler's rho Joreskog's rho (Pc) Cronbach's alpha(ot)
SMM 0.8740 0.8615 0.8603
EWOM 0.7122 0.7071 0.7058
BEHO 0.8778 0.8761 0.8752
SRMR= 0.0691

911015197 3 Fudunsuszfivlieanistn (Measurement Model) anunsaasuanuindodiowazaay
nssvadlunalanad

ANWeliovaa¥in (Indicator Reliability) A1 Outer Loading d@ulvgjegluinaeiumnsgiu (@inni

v
o o

0.60) wiiAgiHFTn SMMO2 NHAN 0.4676 TIABUTIEN WANTNTIND DIV IREUNTaFETiDUR WU IEalAR

a o
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nsasvaeulgvimnuduiusiiedeu (Multicollinearity) fin VIF (Variance Inflation Factor) ¥84n
ﬁa%’;’mﬁma&éiwdm 11600 - 2.4325 Fatfosnin 3 vdo 5 LLamﬂ’j”n@f'JS?jy‘i'mLm'a3Gﬁ";hjﬁ{]a;mmmé’mﬁuﬁ’ﬁ'mmqa
Auly

AuAsadasauun (Discriminant Validity) diefansananunest Forell-Larcker wuitAnsiniidesaes
AVE (Anluiunnussya 07767, 0.7473, 0.7865) Senganindaudiiussevinsduususegdus uansindauusus
arfaNITaLENULEEANLANANAULARE TR Y

ANdenAaoInelu (Internal Consistency Reliability) A1 Cronbach's alpha, Dijkstra-Henseler's rho
(PA) uaz Joreskog's rho (Pc) YoannaaklsiaA1AuNd1 0.70 (Bg38ning 0.7058 §14 0.8778) aviouiieniny
Uideleveswuudeuanuluszduiinuin

arunaunduvadluina (Model Fit) @1 SRMR iy 0.0691 defiandosninnmsi 0.08 vsuanitluiaa

lassasndinnuaenndedivdeyalieusednulan

0.410%* 0795

\

0.859

0.752***

a

= a ' o & ' a & a & Aa a
AN 2 BNTNAVDIEIUYTEAUNIINITHAINUINTLALN15FANTUINFBRUNNBLANNTOUNS (eWOM) wumawqfﬂﬂii@l

msanaulalduinmsiuemstegnvesuilan lufmiauasugu

nsaeansUindeUIndl@nnseiind (eWOM) wazdiuUsraunien1snainusnig 1onsnaniemsadauinse

'
o o aa

ngAnssumMsandulalduinisiueimstednvesduilaaludminuaslsy sgeiideddgvieadinsedu 0.001
lnensdeansuindetindidnnseiindddvnasenisdndulagean (B = 0.752) sesaunfediusvauniainisnain

a =] a v Na a = ' = ' a a «
U3n1s (B = 0.410) uennil dauuszaumnensnaiausnsddidninaldeunindenisdeasuindeuindidnnseilind
Tuszauga (B = 0.859) visll Yadevivaesanunsasauiueduvisanuulsunuemginssunsindulalduinnsiades
a¥ 92.00 WaNTUIAIBNENANNTDN LNUTT FIUUTZAUNINITAAINUINNG wddNTNaNToU WOANTINNT
Andulaliuinishuemnstednwesuilaaludmiauasugu iunisdearsuinselindidnnsednded1aliuddoy
A1BNENaNITouBYN 0.646 F9aINI1BNTNANIINTITENIN dIuUszaunaNIInaInuiInig s wgdnssunis

sraulaliusmeiuemstegnvesuslaaludminuasugy
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5. 49U aAUTeNa uazdalauauus

5.1 43U uazaiusena

nssuifunginssumsdeduladesuunauiiaduduynna

nams3denudn Guilnedifl e’ "o1g’ uas "sedumsine” uansnafy fwgAnssunisdadulaliuinig
$rugmmstiegndliunneiu aumniiduduiionneduigléd luligtunisiudssmusmsussarigauasmy
nszngldnaneifuiansssumsuilnanssuandn (Mainstream) findslding sunuvvesesfiiiunuaynauy
waznsinden Wuaudesnsfiugiulunsdsassdvosaunnne nnga9Te uasnnszdunsine Sevili
ch?wm'am?]y’nLLGimwswﬁﬂﬁﬂmmﬁa&ﬂﬁlﬂauﬁqmiﬂisLﬁumqLﬁaﬂimﬁmmﬂmmwmﬁu

Tunensaiutu QU?Iﬂﬂﬁﬁ "N waz "sulaneiou” uanseiy dwgAnssunisiedulalduinig
Sugmstegnaumnsnsiuegnaiitedfymeada sl Jadeduneldidusmmungiunade (Purchasing Power)
Taonss fidneldmetudensinisdnassaudsznadmiunisiuusenuemsuentiu anuilumsidiiu uas
nadenseiusaesiiu (Hu seuinsymiddsasemdn fuledmddonuuy A la carte) fumndnafuodig

=3

Forau Tuvngitidoiue@nagvoutsguuuumsli®in (Lifestyle) wagiandng Feilnasennudesnsdeassduay

D

o

gaaattunindilduinis aenndesiviuidediunginssuduilaafiszyidn endnuazselddududsdidyd
MruangAnssuNsionsuemMskaznsiddngvesuilam [10]
gnEnaveds 7Ps uaz eWOM sionsAndulalduinis Mellnan153dewudn n1sdearsuinsedin

diannselind (ewoM) fdvnannssasgasionisdindula (B = 0.752) sesawnde 7Ps (B = 0.410) wenanil 7Ps

€

Sa

WavswaLgauinse eWOM luszduiigenn (B = 0.859) swufuudianunsnesuieanuulsuniuresnisdnduls
pfiaSesay 92.00 (R? = 0.920) nadilsazvieuliiuiianalnvesmanlugaddviaededaau duilaalinnulinnde

1% aa I . 1 1% a v T 1% " i
Joyaan3aeeulall (Social Proof) snnnilawanainnieiu lnsameznssadui "Usuuvesdeya" (W

S |

gonlai 8on33a) Minguiegslinud1Ayaan denndesiungufves Hennig-Thurau et al. [4] aghdlsfinny

q

eWOM Weuanaziintulilaaeninuinnisdanis 7ps 17 dunalaaindninadidssiodu (7Ps — eWOM) 33
aenadeausuideludaguuiinuda Uszsaunisain1ssulseniue s Al oy (AUAIMBINIS N1SUINIS
annwindeuiv) Aeusegdladdgivinlignanianginssuvenselulanesulal Faagiunduunfgagndnsel

Twhefiga [11]

'
=~

FoPUNUNEAUNEAUBIlLMalAD BNSNAN190NVBIAIUUTTANNIINITHANNEIIY eWOM (0.646) HAn

AN

#aN313VBNaN1NTI (0.410) a@nnnil eWOM Vi Tidusdudsdunans (Mediating Variable) inswduaziiniu

"fou" n1sAndulade eoewn ewoM lusideilasvioudis "Msfuitoyauazn1581u3319NEBU" (Receiving

eWOM) Hnuvomnasne 1wy ngusiwesiu wieln viesnden fuslaalugadiviadineslaidndulaldusnsiudii
WuueanUgyn1snain (Marketing Efforts) wiaglddutszaumenisnanavesiududiosaiduslunissvd ndu
Jahluasiemoumnuindederuniss iy ewom vesfiiteluliuinisets ileanmnudssiisusle (Perceived
Risk) [13] 1110 eWOM 7 l#3uiiaanuu g o ouazsiannin (Information Quality) faziinn1sseusudeya

(Information Adoption) [14] wazdsinuanulindalugnisdnduladensiueimsluian dadu ewom Faluly

wgRnssundsnsdeluusunil uwiduwnasdoyaddnyfinsziuliinszuiunsdndulavesgniselvliadoauysel

' '
v

dy v a It Y a n = =l <) a Y a v 4 M v . ) a Y =
wenanil Msdndulan THusnis' Ssdalududndudesldld (intangible) fuslanavilanuidnisany

U

'
= '

\dgagandin1syeduvaly 9uideves Ladhari and Michaud [13] Afnw1lugsAauinig (wWu Tsausy) wud

a

Huslaadasnisteyaaindiiaglduinisasaiioannudesnsusla (Perceived Risk) AU AUNEIEINNIG
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nseaaiLuTuAdeaseenun xgniiliusziliuanuiiiefiodiu eWOM s eWOM fiasivimiinnaiiandn
13¢la (Trust) wazwdsuriuusanssduninisaaiatugnisdndulasessnselduinisluineiian aenndesiu

o 1 v

91398984 Erkan and Evans [14] 1guduindeya eWOM ilanindetewarilnnnin (Information Quality) 9
fdvSnaetanndeniseeniudeyavesiuilan (Information Adoption) Fudusuusdunas (Mediator) finsa
nivee198e lneilaguslaalasutoyaninisnain udmudnl eWOM WeuinauauuangnA1sedu ashlilin

o '

AuARNAseuInsHY warihlugnisdnduladnunlduinisass (Decision to use the service) agsiitudfisy [15]

a3Uledn ewoM Wisulailouasmuwenivnlila lasanunegiumansaaniminaganuaula

et eWOM azvhwmthguduamnnuazainennudula vilinssuiunsdnaulavesgnaselvadauysaliuy

5.2 daduanuzludwulouie

1. gusznaunisasaulaludiunagnsdtudeminisdndimiie (Place) lesnndiudszauduillasu
AzuuuUsiliutosiian (Mean = 3.66) §UsznaunisaIsusulTeanuagmnauiglunisidnfiedu Wi n1sdams
Nunvensaliiieans Msansiiusruvdsesitienulauildnudielazsins,

2. M3UINI5INN153300ulatl (eWOM Management) Ludsfivnalalalunisusznaugsiiasiutagng
P Na a ' o o Y a v v v A Y] ' aa a < a
{99910 eWOM Hidnswadenisdndulagsgn Srumsduaudynseduligndrfivseivlasiniimsodaduuu
loeailide (NeliuUSunudayauazeanuys) ufiwedinisdanueniiuiionssnounduiliiawdvinuagiiau

A a Py v oA v o

DUNUDDITW LWOFTNAUULYDNDYDILAIVDYA (Source Credibility)

3. avsbianwaulalunisdalusludumunguendnuaz el 1eenendnuasnelddnarenisdndula
upNAN9AY $rumIsuUsdIunatn (Market Segmentation) Tidatau wwu dalusludu "siadnd@nw” Tugaenansiu

WoRnguALIutawsiiiog) viawaue "aandillen" dmsunguisvhauluievenanduam

5.3 faiauanuzdmiumsideluaderely

1. euldmnudfyfunisansdnunanlosuiildasne ewom fufunuidoadeoldaisuendnu
Wisuiisudninavesunanesuladeadifofiuand1aiu (Wu TikTok, Facebook, X, Google Maps) Lﬁaqdw
FownlafidvdnadongAnssumsdnduladeniuemsuniigalugatiag i

2. ufmsiiufauusnatdesiudsnudug Fajumsinrsandiuiudsialadluaunsde
1A59a379 (PLS-SEM) 19 Ausindsiawusua (Brand Loyalty) #308n3naueddungiouwas/KOLs N33 i
YgEnseULIARlTATeUARUNNANTSIE N1 ToNN Ty

3. MsyatunITegasnanissediaies enaiiliazinensidedrunin (Qualitative Research) &

naulafinwdesanaisinisiiuvdeyadieiBnisdunivaliedin (In-depth Interview) w3en1saunuingy (Focus

o o

Group) $aufae Wieliidrlafisuseydladesdn (Insight) nieensualanusdniivilvduslnadadulalionsia
(ewoMm) vulanaaulad

4. MITulusuIARAITHMUIABIABNITAUNITEIIN9N19ITTUNTTY (Literature Gap) #39B9919N4

= . Aa o v & - o Aawv q v o A & ' °

5wg] (Theoretical Gap) MdAnududouniniu iWeensyavaIdeliausameunsluseAunglu wu n1si

nounginssuguilaagalniinanysannissauiie (819 nguiniseeusumalulad e nseaiafiduindeume

Foya) $3UTINITHATUNAUAUUTUTUAITU (Moderator Variables) 191 Tausssu 19Uty voanyme

yadnam hluaumsdadaseadng delildesdanuiinindulsglemisornisivinisundaiu
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