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NAENSNI9IIUSNARWRITY Google Display Network AuUszangnwuadnIs
Tawandmiugsna B2B Ussnnlseanunanta3aediany
Remarketing Strategies by Google Display Network and advertising

effectiveness for B2B business: A case study of skincare manufacturer

Yeyila In3UAN wag insns deudivn

UM INYIRUNTUNN
UNANED

sAfodosiifunuitouuuituay (Mixed method) Teiitagussasdifiofinu 1) s
wibuiadmiugsia B2B deunisiduhnsnaiadda 2) nagndnisidindifefaiy
Google Display Network Guaaﬁjﬁfﬂ B2B way 3) Wisuieuanudlunisuaning uaz
svavnalumsAnaL YeInsTEINiAnR L Google Display Network fuuszansnn
yosmslawand miugsie B28 Uszianlssnundniniesdions Tneld38nsdunwaliedn
fuglrusmsdulawanguuuy Remarketing Taomss §idervgdulavanvesgsia B28
wazfidrmadulsyansnnesnislavan niuiainagnsiiasuldannsdunually
Mnsneaeddavauiadeinueiesiio Google  Display  Network  Auiiuled
www.qualityplus.co.th Tu 4 933081 fungquéiednegisay 5,000 autuly Luszezan
20 44 $u lneidennguiiogreiiildauiuled www.qualityplus.coth luthsnaide
uadeliiinn1sinsiolagiuusem

HAN1TIAENUI TUNISRSENAIEIMTUTINY B2B ABUSUYINMSNAINGIYA foduaINNIT
WINAIINYAINTAIETUBIANT PUHUNITUTEAUNUTRYATEN I MIBY Uag 113
sanuuugsilnduuinniuadud tieadegaudslunisdoansnisnainfaa nouilaz
amuriinisnann Weanlenanisgaidssulszuna wasiiiuloniauszauninud sy

a a a vy . Y & ¢ °
Wmanevesssia laggsia B2B 7ideen1s Conversion vuntiulgdanunsavilavanly
SULUUIISRRASY Google Display Network ¢ 4 nagns Usenaudae 1) nagnsnisvin
a sa & Y ¢ a < ° o s & ¢
SunsiinRARINIngUseasdvedgsna 2) nagnsnsimuaiusuunsyinsuniiinn 3) nagns
AIAMUAISNSAARIN Y8IN15VTUISARGAY was 4) nagnsnisviisansiinfs Inaiivue
naurunganngAnTIU

dnfuaruilunisuaniua uay sreraIRnaIn wu MeiEanfink e arwdly
nslemann 6 afsedUnv wagszazanfiamu 7 Yu yhlivalavaniunldufiazaulag
Taiwaunfia 51.94% gandiaruid 3 afseduani uazszoznanlumsinnu 15 Yu flfauls
alawan 47.75% uazairslendlunisiindevesgnarlafniig Conversion Rate 0.93%
ey Cost per conversion IG]EJLQSEJG(I;’Iﬁ?jG] 219.56 UM
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Abstract

This research was a mixed method research. The objectives of this research were:
1) to study the preparation for the B2B business before starting digital marketing, 2)
to study the remarketing strategies througsh Google Display Network for the B2B
business, and 3) to study and compare the output frequency and duration of
follow-up of the remarketing through Google Display Network and performance of
advertising for B2B business of skincare manufacturers. Data collection was done by
conducting in-depth interviews a remarketing advertising provider and a
performance marketing & B2B business advertising provider. The strategy concluded
from the interviews was tested through the Google Display Network ads on
www.qualityplus.co.th website for a total period of 44 days, divided into four test
duration. There was no less than 5,000 people for each period which come from

www.qualityplus.co.th visitor but still not contact with the company.

A study found that the preparation for the B2B business before starting the digital
marketing starts from within the organization. The planning, coordination between
agencies, and business design to be more than just a product to build on the
strengths of digital marketing communications prior to the investment market to
reduce the chance of losing funding and to increase the chances for success of
business goal , able to perform 4 remarketing strategies through Google Display
Network that are appropriate for B2B businesses that need conversion on the
website comprising of 1) Strategy to remarket based on the business objectives, 2)
Strategy to define remarketing forms, 3) Strategy to determine how to follow up on

remarketing, and 4) Strategy to remarket by determining the target behavior.

In terms of frequency of display and duration of follow-up, it was found that the
remarketing frequencies was 6 times/week, and 7 days follow up period resulted in
51.94% of audience is likely to pay attention to the advertisement more than
frequencies 3 times/week and 15 days follow up period. Moreover, there are more
opportunities for customer contact as per conversion rate 0.93% and create for as

lowest of average cost per conversion 219.56 THB.

Keywords : Remarketing , Digital marketing , B2B business , Skincare manufacturer
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UNI

Iuaﬂwﬂsumvﬂm fnsudsdunegsiafigadu \edngsfavilndfidesnisvigsia
dudafiuanntu mndeyaresnsuduaiugraminisy seyiauulvafiauseAulinans
auiaammmqammummﬂmﬂLﬂuuywauumaumﬁaaau 70 wazdayadn an1duidy
WemaiauUszmelne vie fifensle sywuiingussfadiudiisiuiud uiuniy 1
Suausindu 12,39 duau @avudsoiiontswauiUssmdlng, 2557) Mlin159g3n9
waglawansiudumedidn Wundduresmeiifiunumddy farunsadfsgnnleiie
wsnztagtulinulneesuladi udumesidennds 42-76.9 wu. dedUn19i (ETDA, 2558) i
Tidulona futngsha fazannsadlududundsduitiavesaulnelduniu dude
[ERTYElG

Tugafinisingshuaslavainudumedidn aunsadidsgndldie wasvinlddeiu
Fofinsandeyayadinanuesnmsvhgsiaveaudvsouimsinudumesidnludsemealne
lng9u 9ziWiudnlul 2556 fyadn 768,014 d1uum Tuvaigdit) 2557 Bulntuds 164.77%
nanesdu 2.03 a1UAIUUIY ke 2.10 anudruunludl 2558 (ETDA, 2558) %agﬂuwﬁuaq
sanatiu annsouudldidu gsefinneliitugsia (B28) gufla 1.23 &y

gsnansinsulagennlugae 5 Tikun AegsnaAIesd1one 21nHad1513%04 Yano
research institute fuansliliuiyarmnaInnIosdoveinedivuaivgigalunaie
9dau vhligsnaasesdians naradugsnaningsiadiolndlulagiulveauaulaunian
wiilganyargsnamunuvesUsznealneg dyarigedia 300,000 dMuum (Usnyfgsia
¢ A a a A o 2w a S X ! =
goulal, 2558) vaugiigshalsenundniasosdionlne Adldnsinisiulafasduegiwnis

762 518 (NSUANAIUONANNTTY, 2558)

wenaninisuiaduinulavannidumesideisunseu dunulunismandiivaifigeu
IIUIENENEAATod1919 AesAnnagnsnslawaIanunTe WnUsEangaInuean1sm
lawan TnenisanduyulunisiignAtivid wu n1svinunsiiafariude Google Display
= & v ¢ v A v I3 ¢ v = v A I3 v
Network @adunmsldussleviangninetivaivleiudd uasiuuilduiiazilugn
nauhnneuinnawmnll idanginssuiisdeanisiunian daainnisAnwilawanwuy
= ¢ 2 & a . ' A o a s & & P \ kg
SusiinAslul 2556 vas Eric Couch WulawanIviisuNsAnAY a1unsnanduyusenisde
dufvasgnAlalaedeussinn 20% wenaninaideved Google Inc. Geszyinlamwan
= ¢ 2 & 1% . vy X Ya o = =¢ =2 =
JUMUUTINSIARRS a11150a378 Conversion taasduiia 50% gidedsaulafinudaniswiey
fwedgsna B2B lun1sisuriinsnainfdvia waznagnsnsviisunsiinfs Auungaudmsu
5373 B2B Uszavlssnundaasesdions dwiunsdifiny §3deladanuien Quality Plus
Aesthetic International 911 USEMENEALATRIE D NTWINTILASUNSAREBNAINNTY
duasugnamngsu Wiy gaven SME fau Uszdnd 2559 a1ndidnsau 9,328 s18 aeviou
TAALAUNUIMVDIUITMTIUNTIUAUNTATUEIAT NSYLTduUaNALaENIAaIn ey
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nsindnsziwazdianisauiegedivsednsnm uwaglasuanulingdannaiasy hdu
fwnuusenaing lUsinauwansdumseaulan 819wy CHINA SOUTH ASIA EXPO |, Phil
Beauty (nsudaia@Sunsmseninalsemne, 2558) wingiunisihundunsal@nuilunuide

=]

U

o

ngUsesA

1. Wilefnmnsiasendndmiugsia B2B Aeunsiiuvinisaanadaia

2. eRnwinagnsmevhEunSiinAesiu Google Display Network ve4gsRa B2B

3. WlefnwnaziUsufisuanuilunsuanina waz srezalunsinniy vosnsvi
ETALILET RGN Google Display Network fiuusg@nsainvesnisiawand mivgsna B28
Uszlalssnundniaiodions

WUIAA NEd wazaUITeNNeIas

n193981309% WunisfnwieadunagndnisviisunsiinfAsiiu Google  Display
Network fudsganinmuaanislasvand msugsia B2B UsennlseunaniaTadd1ans
= = = - o w a N a a v a
JunMsAneienIkwInIaNIsieansn1snaInd msugsia B2B NlUszansnin lduwidn
VoW ez MALITee Al

1. wann1suazngein158aa1s (Communication) lun1sdeaisnisnaintiu
Fndudasdonldnisdearsniluszansnin Harold D. Lasswell (1948) AU ine1&dsden

a

In lAnwufgniudanidnel wagdsine ilvmsudmginssuvesuysdiieiiunisdeans

<

P a a v = = v v 1Y s
nilvsEansam uaglaglesnunlungunisdeanslindessenaudgesdusenay

[ Y

Hds (Who: the sender) sioalludiiivinwe Anudanudilalunisdeans uazaisay

aunsauSuseavvesoyatulilnmingiudsu nasnaud langingsy wavaAufeINIsuad
A5U FelusAdeivunetiagaia B2B [Wukdsans

Toyar13a15 (What: the message) Wgdaan1einuiilen (Content) dyanwal
U NN
Waula asamnuauRen1sversu Wy Yernuluthelavanuuuues

98919buN15dd (Channel: the media) MUNg9a A15LEBNYBINISUNISAIINENS
Hugenenine tnensiigSulasurnasteyatiy

H3U (Whom: the receiver) visngiia g5uans Nilanuinladuansiddiainis
doans fslunsdeansiiutesnseeula Yedediodulunoundifguin wsgamnsain
Ul Wy e 01 uwazawaula ilvigSunSeunazSuans uaziianadnslunis
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doansiluseansnngegn endagradu nisidenndudvangmudnynenig
Uszynsenans , lienans vse woinssu (Jusiu

Hagnslun1sdeans (Effect: the consequences) MHN8s NSAOUALDIVEINTUAD
NN3dedns WU PoAuAIMIEUINTT , deuaudeyariuiiy s

2. uwwrRauazngufinefungAnssuguilaauasnisiadulade Feddglunis

a o & v o = ¢ U a & v v .
ADAITNITNANA mLﬂumaqmmmmzmumsmmauiwmammmmsJ Michael Redbord,
(2011) leeSursdenszurumsdndularevesgnan 11Usenaumie n135U35 (Awareness),
a = . . & a a v o &
nMRATAINIGEeN (Consideration) , nsiaend@siigeu (Preference) , nissndaulade
(Action) , n5%8%1 (Loyalty) wagnisuense (Advocacy) Badunsyuiunsanauladauuy
aufy Tuvasdeduwmesiininininau fuilaafitemislunsfumdeyauindu vl
woAnssulunisdndularedsuly fuilaalugalndlilduamulavanudiaulundud
\iededudlaviuil uivgdosdumdeyanieiedfuduaieiansaney (@5ms grsawus
, 2555) wniUsguiiguiukuiansyuunsindulagedumuuunaay Tuneutlazegludy

Msfumdoya uarUszliumnaden Fuiunouningnd ineduuudumesiin

3. wuIAANaENSNIslawaILUY Remarketing Tullagiugsiasineg siudegsnia
B2B Fapuumnagninaziiinyszdnsainnislavanuudumesite oandununism
anAnlual deansiieudUalviugnele wu n1svinlawan Google Display Network 5o
wialANSEINSARRY MnnsdAnwiain nqulswusudumesaoufiuda ladn1siunsiie
Aaiaenaugnamdnunivledveangulsasunas uilidnduleses wiedwerios udala

v & v = s & & vy A = | A a
ponlufuiuledly Tnelduanlglavanwuuiunsinans idstaueimwdudiuaniiuimial
a Y v a A Y & ¢ o & ° % ¥
8n 20% fugnArauAuedIvlgdvedsusy nadnsvewaugylawauvinlignen
andulavedlsusule nagnsnislavanludnuuei gnldineiiudszd@nsanlavan lagld
Usgleviangndnfeedauivleduas wasliuwildunasdugndnguduneuinninau
bl IAanginssuisidesnistuiian Tusudssanaunimmuals (01175 wedineny ,
2553)

4 wwrRamsUszdiuussAndamdelavan islianunsatanadugrdvenisvh
nsmananasta sududedlduwanalunisussiiulszansamdslavan lnefdinfidfey
ﬁqm INHAF1599U09 Webmarketing123 Vi;:IL%mmmﬁmmimamﬂdﬂ 600 A (111 B2B
way B20) duluglimnuiuinuminzdunisidinuss@nsnmnsnainciud wnesiiauin
ﬁam Ao Conversion Rate %aavﬁauiﬁl,ﬁumaé’wémﬂmsﬁflmsmamﬁﬂusﬂassﬂé’mm
fian wﬂwﬂ’]immmmwahaﬂﬂawu Inglan1zgsna B2B mLuumimaﬂmmvmmma
Lﬁ]iﬁ]waﬁmamﬁﬁmmnwam LLavwwmﬂaWﬁmﬂmwmLwaiwmauiwsuiﬁl@
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A5n11599%

v

1. unasdaya nsiteides (umsiTeidmmnin uandeuTun ldunastoya
Tun1sfinun dail

1.1 unasteyalsvianyana bawn gliusnisaiulawansuiuu Remarketing
Taunss (Google) Q’L%mmiyﬁmmsmLLNuLﬁmUisﬁwﬁmwﬁwmsmamﬁ%ﬁa
(Performance Marketing) waggliusnisaulawanvedgsna B2B 14isn1siuteyalaenis
dunwal

12 undsdoyavssianaifninmsmaassilavanaisiuiaiesiio Google
Display  Network Autiulwdvesuiem Aednndd oamnia dumesiudunua $1in

www.qualityplus.co.th

ad A 4 g 1
2. IBLABNNHUAIDYI

2.1 Fnsidengliteyadidny (Key Informant) dwsunisduniwalidedn 1935
FONUUULANIZIAZAT oA

(1) Mr.Hamada Madeeyoh E:J:L%EJ’NHQJ, Campaign Specialist 310 Google
Adwords

(2)  Amalgnsal Saudedns JUInIsUIEN Predictive  {lB31900UNNT

B

:

Anneideyanavia wazmiuUszavEaimnnsnannadsia(Performance
Marketing)

(3) ANIIN wAsSud GM Digital Media, Cenergy Innovation Limited
HAUANINAINATAYe Office Mate ﬁgﬂﬂimﬂ%ﬁjﬁ% B2B uay B2C uay
fidemafnunsidindinks

2.2 Jnsidennguileddmiunisnaassinlavanase 13snsiaennay
F§198619UUULA229 (Purposive  sampling)  Tasidenngudiegreidivanivled
www.qualityplus.coth  WagltvuntnduAInTauIn1T wadslitAnn15AnReN LTINS

A9 AUUTEN
A3AUAYIMIAINITNAABIEENTU 4 B9381 TREd 1B UINNNITITEINNTAUN 10T

a = = al = P 1Y) a o &
NG L‘WEJ‘VHLﬂaulmmmimmmmmzamuqiﬂﬁ] B2B #4U

- 49fl 1 $uil 16 - 30 fquieu 2559 (39 15 )
- 997l 2 $ufl 1 - 15 n3ngIAL 2559 (53 15 Tu)
- 29?3 3uil 16 - 22 nIngIAY 2559 (33 7 )
- 29?4 3uil 23 - 29 nINgIAY 2559 (53 7 Fu)
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3 1A 1 TuN15IY

va o

Fususuvasuanunttlunisduniwaldadn giduleesniuusaiulvaiuisanauls

Y

28199a5y wuuUaawle Lﬁaﬂwlﬂdmsmauﬂmmﬁnaalmﬂsuﬁaummﬁaﬂ TaswUsUseLfu

D

a

nmsduniualoanidu 2 Useiiu Usgnaunig mmmmﬂmﬂumiLmsummmmsm B28B
Tunsiduriinisnainfdva uar damftisafunagnsnisvinuniiings fdmasie
Usgandninnisnannddvia dmsugsne B2B

dnsunsnaassilavanasiuadesile Google Display Network AIelarivun
trsnanslamaniia 4 923 Menagnsiiuandnety 2 nagns
3.1 nagnsit 1 MWharfenu 15 Su deanuilunisuanswaliiiu 3 adude
GV
32 nagnsit 2 Maarfana 7 Yu feanuilunisuansaldiiu 6 adute
GV

4. YaULIAMINISAAY

vouinidedutlon \umsinwuieafunagns nsvinlawanriudumesidaves
5379 B28 Tneldnsdifinuie USEn medh Wi teamin Buwmefiuduuua $1in efinw
Lawwﬁﬁmalfﬁwuﬁﬂ%ﬁ www.qualityplus.co.th Tugiafounguniny Tquieu nsngiau
wavdamen 2559 dadhwanivlediiudelavaninanvesuien wanidunduiiaulanisudn
1A309E1979 FuduusnsudnvesusTm Sruauegietios 20,000 AU uaﬂmﬂﬁé’ﬂlﬁu%’aga
Mo iiaeyinlavan Jndifens wensduUssAvsamnslavan $wau 3 v
FafideaziAudoyantugrudoyaluszuu Google Analytic Guau‘fj‘ulsaﬁ
WWW. qualltyplus co.th LLammaaﬁMwmma Google Display Network iy Tnesinis
yiaaowaustTufl 10 fquieu 2559 AeTudl 25 nangiau 2559

5. MsATIEdaya

AIdeldnisiesgideyaniuiuunsifieulAgegukuY (Pattern Matching) 310
Bnsteazandeyaiild ieiuUSeuliisuiuluIAnkasng wly Weviaudil
Usngmsaineaudncingtd lnelivuneulunsinsiendeya muuuImnies Miles wag

& @ O 2w a o o a ¢ v
Huberman (1994) Fadutuneunisiiudeyaileamunmdmniun1siiasien Usenausiey
1) aaveudeya 2) nswanideyauag 3) MIngguasteaiUiarn1nsIvdeuteasy
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#3UNaN33Y

o/

1 mawIsadddmiugna B2B daunisizuiininainiina

1.1 dnauegsnalidudvisudledanliduandi §5fa 828 dndusiosasns
Auuanslunsiiudnenwmensudeiu uasaisyadisliiududuiounisld se
nsepnuuUgIRalimeulamdgnAnnniuAreAuuEeuiniainiy 1wy geRalsseunds
\n3e3d1913 (OEM) e1athiauedudmieuimsimunziungugniidesnsdndiminely
vhaasswaud fu vudumedidn feAuiuazuinmsfiuanisiu

12 MuununszuIumstensliiousoiuseninenana waviedus Weonns
Fouaiinsuiiu waznsudlvdymedianssge fuimsvsefiuauiifsades sududos
NuuNMsIeudedeyafuseniteminsnuy Wy densmaia uag devy Insizdmsu
g3na B2B dulngidedndudedddiheviglunistnnisuised ldawnsatanisuieniumiin
dulsdldiud mndeyaliilendedu fagviilidhonismann liausaanadugvsvesnis
lawanddviala

b4

2. NAgNSNISIN3UISARRIIY Google Display Network vasgsna B2B

Tunsviisunsiinfau Google Display Network d@1sugsia B2B dfinagwsd
o LY a L=! =Y 1 Y < ¢ o &
wingaudmIugsia 828 Tunsmaunulaivaniunsinings wlseenlmdu 4 nagns sl

< o ¢ & A a s a ° s

2.1 NagNsN1TINTINSNARRININQUsEAAYasgIia Tunsimuanagnsnis

WsHNSAnAs dewnningUszasivesgsnadudfey wu dmuadidesnisifiveenuiy

20% visoRpINsiidwIugnALAaua 20 au anuudsihunirunluingUszasiaes

MIBINSARRY wazsesiansandnegldlavaniusinafdutuseulavesnisdndulade

a N | S 1 A o v =

wazngAnssuvesgnamniluidmunglugisuluegnels iwemmuadenitulawuii
REGH

£
a

2.2 nagnsnistinuagluuunisinsinfifinie sULUUreInIsinTInfifinme
Usenoudensiindfinfauuuiiug iunsiamudelavanuuuieniu meiussia
B2B fiduMuazuinsiliimnzyioliamnsouenoonainiuegidassle uay nsTundiin
Aawvulaunde Wunmsldaudmieuinisfignddisunuuienizaizas lunsfnaugnél
Faimunziugsia B2B fiflsemsAuivainvans uavanunsausnngugnanlsiunnsnaiule

2.3 nagnsniatiuuniinnsiianu vasmsiEngiAake lunisindindifens
Tiluszansnm ameaosmniBnsfnnuiivingaudussia B28 vewmues insgitaded
danansznusoUsyansnmuedavanundifinnodng 3 Jade de audlumslavan
srornalunmsfinnn wag Wemililunislewan Ssnsldnagnsildvmnzay Sududes
Kunsnaaeailaivan WlemaunaniivinlhAnnadnsanian 1wu 163U Conversion gaan
, funuiadesio Conversion iam 11388M51115 Conversion gegna LHudu
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2.4 nagnsmsvisundiinis Inetwuangudvansanwgingsy fansanns
savuangudhmineainwgdnssunisldeuiled daieulvvesnisldauivled e
wsienngugnéngAnssusnatusanainiu W auladudauazUszan Muunains
AaANNTLEUAUTELANANSY LAY LLasﬁﬁwﬁmﬁaﬂﬂﬁuﬁmumwgﬂﬁwﬁlﬁﬂ Conversion
e mnefideinisuds deshesnannisysundiinnee wWelilhilunisadiemy
$iAey wazsuNILNA Feazdamaidodegsnald

3. AnualunsuEnINa way stezatlunisinmuvasnisinsansiinAsiny
Google Display Network AuUsgansainvasnislawmndniugsna B2B Useuam
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