NIDA BUSINESS JOURNAL
Volume 28, May 2021

Influence of Social Media Customer Relationship
Management Towards Financial Performance:
Empirical Evidence of Spa Businesses in Thailand

Kullaya Uppapong*
Sarana Photchanacha**

Pusanisa Thechatakerng***

Submitted: April 22, 2021 / Accepted: 11 June, 2021

Abstract

Social Media Customer Relationship Management (SM CRM) is an important marketing strategy in
the social media era. It focuses on building, developing and retaining the customer relationship through
the social media channel. This research article uses quantitative research to investigate the SM CRM model
towards financial performance through a mediator, which was Transaction Costs Theory. A questionnaire
was used as an instrument to collect the data from entrepreneurs of spa businesses in Thailand (those
registered with the Office of Small and Medium Enterprises Promotion). 157 questionnaires were used
to analyze and test the hypotheses. Data was analyzed by using Structural Equation Model (SmartPLS3
Software). The findings indicated that spa businesses that had used Social Media Customer Relationship
Strategy, either in marketing, sale or service, increased their financial performance. In addition, Social Media
Customer Relationship Strategy had not only a direct effect, but also provided an indirect effect, through
Transaction Cost Theory. It can be implied that Social Media Customer Relationship Strategy of spa
businesses had decreased transaction costs; and with these cost reductions, resulted in increased financial

performance.
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mﬁmﬂﬂigﬂﬁﬂﬁuﬁuéwﬂﬂﬁaﬁﬂﬂu (Social Media Customer Relationship Management: SM CRM)
Hurdosdlomamsnanafidfnylugadedsnn atdunisains fimun wagdnweuduiusiugniriugesma
dodsen nsfinu B unisidodauiina Wedumzuuuunstd SM CRM fidswartenauselovtinnenisiuiiku
uusdeinu aueidelinguidunugsnssu (Transaction Costs Theory) WWusudsdsinu Inevinisaneiiu
QﬂiznaumiﬁqiﬁaaﬂﬂuﬂizmﬂlwaﬁsﬁumLﬁauﬁaqﬂﬂaﬁuﬁflﬁﬂmudaLﬁ%ﬁamﬁwmﬂnmqLLammmEJ'EJ;J
Fiuu 157 519 Ieglduuuasuanaufivsivsudeyauwavindeyaveaevanufignuide denisiesiziaunis
Belasaadne soviinad SmartPLS3 wansAnwwuiiussnounisgsinauriingld smM CRM ssuntsmana
funsve visesumsuins TaviswanamsaasmedeusenaUselovinenisiiudia lau wamls nansuuny
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uni (Introduction)

U a.a. 2020 feilugpdodan osnndunuglidedsauhlan 3.80 Wuduau viseAnidu 49% Usifiu
funaulafio naifivedernidusedeidios Ilddedmtilandiutu 9.2% S 321 uau Yl
fuwlduiliuandnaanitilan fgl6%ednn 75% wanfindy 4.7% nUsndugadedsnudmarioanssu
Srouiisy aulvefimafumauiuazuinisiazdenisesulatinnie 90% Snidsiinistovnsesulaviunds
82% (Kemp, 2020) Huslaaiinisudetudszaunisal deyavesdunuazusnig sulUdsmsaudfufioulay
ﬂu?ius] uulandedanu (Wongsansukcharoe el al., 2015) msmsmaéhﬁuaﬂmﬂ%’ﬁaé’muﬁﬁﬁgﬂaﬂdﬂmaiﬁ'qsﬁﬂ
FSuusnaduiiandnlufidausn waegndmesssiaiululfemuadls Juilynguénarsesianssugniniu
Laﬁaua%auﬁﬂ%uéaaQﬂﬂﬂiu?ﬁlaﬁmm (Heller-Baird & Parasnis, 2011)

msmifiugsivanimwadexsimnuddyesnabs anmuandeumelusadnsiuseneunsananseiinsigy
uiimsdinniseuesld uianmadennisuenesing mawasuuladhihazdumelulad insugia dau
nguiane wazmaidles dsmadsuuasmestademaniudsansenudenisdiiugsia (Gersick, 1991) legsia
Ii¥unansemuananminadennisuen axdesUiufilvaonadesivanmndouiiuasuluiionnuogsen
(Greenwood & Hinings, 1996) 3nNszLan1sNszatesvesnislddedsny danalviusznaunsinsunsinaiuy
Adpadlusidiusmuudedny wngﬂﬁwmqaﬁaﬁuﬁﬂ%’ﬁaﬁmu (Heller-Baird & Parasnis, 2011) dodaAu
Whanffunumilumsdidugsiadusgann gsiedndusesiunlidedsauitedudesndlunsiomsiugusian
wWhnune %ﬁmamﬂmﬂ%ﬁaé’mudamdﬁaamwLWM%ULLazmaﬂiaﬁumagmgﬂﬁh (Soprasong & Thongmak, 2015)

m‘ﬁ@ﬂﬂigﬂﬁﬂﬁuﬁuémﬁaﬁmm (Social Media Customer Relationship Management: SM CRM)
\Dudosiienanismanaigniunldlugadedsay Tnenaunaiuszninanisinnisgnanduiius fumalulad
Aodany Lﬁ'aa%wdm'ﬁﬁﬁau%amwdwgﬂﬁwﬁuqiﬁf\] (Kupper et al., 2014; Lehmkuhl & Jung, 2013) Pldnune
Wasunnmsnsedeansnaeilunsaunuilasgnndudimunnisaunun wavannsaaiianisiiufdusius
sgwhegnénifugsia (Nitu et al, 2016) Bnvdsanunsnainsdeldivisumenisutsdu mnnmsjatiunguaudd
Talewdeaiundnsdneivesgsia MAuFUMATININANUABINTYBIRNAT AAAUYNUAITUINNT UaENTaTIAIY
fndsensndie (Ang, 2011) wenguflaznouausInIFEINIVRIINATITAN YL IAAZYARAALAIY

(Y

ausavesgInaniley InguszasAvansenisaieanuyniuiugnAunndInisianisgnal (Heller-Baird &

Parasnis, 2011) nvissgjatiunudesnmsvesgnindisslaildsunismevauss Tnsassraustlovimagsiaan
foyaifainvesgnéuazmnugnivy Saanansauutssdeyaiusiugr annisvhauiiandh uasduiiugruvesns
SﬂJULﬂ§BUﬂ1§ﬁ1Lﬁuq5ﬁﬂ1ﬁLﬁﬂUi$awgﬂ’lW (Woodcock et al., 2011)

Hansgnun sl SM CRM siagsna Ae anelidnelunisuarsmgnatlva (Tohidi & Jabbari, 2012) ua
gesmludanisanseegian (Payne & Frow, 2006) a%fw‘[,amaiumiamﬁaﬁaawaﬁ’uqﬂﬁﬂﬁssﬁuéauqma (Arman,
2014) @U150AAAUNUAINT LU AUNUNINITAAIN AUYUNITVIE LagAUNUNITUINNS (Schaupp & Bélanger,
2014 Tohidi & Jabbari, 2012) vﬂﬂﬂmmnLLé”Jmmaaﬁmmﬁunumdﬂﬁdﬁa FuYUEINTIU (Williamson, 1985)
MsanfuNUsINTTIAINadoNan A TuIIUDIANT gIRaNTa N mITlunTAnFUNLgINTINIT AL

Nan13AluuffATY (Gulbrandsen et al, 2017) SM CRM Jupsesdlonasaninuiannginssuguilan
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ViruAR wara1sual gsnvausalusyleviain SM CRM Weuiuraussloviivnenisiu (McKay, 2010) T
gaAYe MY HANBUKVUAINAITAMU anFUNY (Wongsansukcharoen et al., 2015) #1UATEMANA UAZGNA
s7elul (Chang et al., 2010)

sstaynUssaniinislinsdanisgnéndinius uigsiauinstioulfiadesiiethnniian (Ballings & Van
den Poel, 2015) L‘Wi’]$§§ﬁ%U%ﬂﬂiﬁﬂaﬁmﬁuéﬁugﬂﬁ’m’]ﬂﬂ’j’]ﬁqiﬁ?ﬂﬂizLﬂwgu‘] (Parvatiyar & Sheth, 200:6)
JadlalvBoswennivziiuiinsianisgnénduiuiduasddrydmiugsAauinig (Berry & Parsuraman, 1991) §379
atfeifugsiauinisiifianuddnndmiulsamdlne U a.a. 2019 Suszneunsiitunsdeun funsen
#1515 VUTEN 3,500 Wik GumzﬁlQﬂizﬂaumiﬁy’wmmnﬂ’h 40,000 wis Yagtumanauiuazwinniely
Uszimeilyadisn 3.5 wiluguum sasnsiulaede 8% warduwnltuaziulnegrinnsslanainnain
vioaflen Uarukit, 2020)

Fafumsidoadsilisosureyssiunstd SM CRM Flannsaansunussnasy uasiilugnauslomims

nsRuvesgInaUlulsemelng
NUNIUITIUNITU (Literature Reviews)

NMUMWITTUNTSUAALITUNTIANTTgnAdRTus M sFedsnuilugnayselovunanisiuvedgsia
T uiwl s TeazBenmall

nsdnn1sgndnduiusniededeny

SM CRM Busiulugramanvinssudisjatiunisudn (Mass Production) WonameananluuTunamnndls)
ansafiazdndmineldios Sudnszuuremaunats dwaligsianazgninilszozvinsuazgnuenesnainiu
authlugnsyjatiugsnssunismann (Sheth & Parvatiyar, 1995) gsnssunsmansildiuifeitonihlmaadldane
Mdawadeduuuaznanisiiiun dninmstanudeinmsiionededstulas fuvidensiinuduiussud
annsaniuUgsnsTwer T lURImsilugnsatheUssAvaammsdiiunuiigedu (Wiliamson, 1985) vinui]
NINAIATIEUTLS (Marketing Relationship: RM) ﬁuﬂmﬂmiﬂ%’uLﬂ§8u31ﬂgmﬁumﬁugmmqwﬁmiLLamU?i&Ju
(Blau, 1964) §m?13qmmﬁnwﬁwaﬂmﬂiuiaﬁmsaumﬂﬁaLﬂum%aﬁaiﬁﬁqiﬁamuﬁﬂl%’amGiaimamqﬁ’uqﬂﬁw
Eiqmaiﬁmwmmmqmqgﬂﬁmﬁwﬂ%aﬂﬂ%y’a (Sheth & Parvatiyar, 1995) éqﬁﬂﬁmmaawqwﬁﬁﬁa AFIANISAIU
é’uﬁuﬁ‘ﬁ’ugﬂﬁﬂaéwiaLﬁaaﬁaL‘TJuLLmﬁﬂﬁﬂﬁQJw1dmimmmﬁmsqﬁ’usﬁmﬁuuu’gﬁmmimqeﬁ’u wszdeinnisd

v €

AudussuAanIntlugnsas1ayarungsia (Morgan & Hunt, 1994) nsdan1sgnAndumiug (Customer
Relationship Management: CRM) AeiAdosiiovnanisnanaiiviegsivlranusariiumnuduiussuiiugne
(Tohidi & Jabbari, 2011) ﬁqﬁ?ummmagﬂl,é’dﬂ CRM LAna1nngud) RM (M 1)

nsfantsgnénduiiug v3e CRM iaanfluguusuameul RM (Ryals & Knox, 2001) uonaingti
anwdtusuUUTdusmuazamusmilofusewingsianazgndn Suduedesilefidrsaiiannalsiuieums
A5WsU (Hunt & Arnett, 2006) Lwiﬂaqﬁ’ugﬂmmhL“f]um%iaaﬁaﬁé’ﬂaﬁ&ﬂ,ﬂmmsﬁ’uqﬂﬁaﬁmm (Harrigan et al.,

2015; Payne & Frow, 2005) in51gdnsn1siddedenuiinsiiuduuSinasinnuazsinsi nanaidutesmnddu
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dm3u CRM 3ainmsufiananedunsdnnsgnindiuiusynadedsan (Social Media Customer Relationship
Management) %38 SM CRM (Mosadegh & Behboudi, 2011; Payne & Frow, 2005) e CRM QﬂI%N'WWN

a

aaé’muﬁtﬂuﬂizLﬁuﬁﬂﬁﬁgmaamiﬁmsmsmmm (Band & Petouhoff, 2010) %quJum'imammuide CRM
fumaluladdedsny (nmdl 1) Aenunsadndsdeyaidednuesgniniiegludesmsdedsnn wazanunsausuuss
Yoyatiusiugh uazannua W wesiy (Greenberg, 2010) anneinTesdioliimiuddodussisbadmivgsia
U313 maegsisvinsazdesifonssuujauiusiugniunndian (Parvatiyar & Sheth, 2001:6) Faududos
ﬁi@imnﬁﬁmﬁudwLﬂ%‘laaﬁaﬁgﬂﬂﬂﬂiﬁi’fluﬁﬁﬁﬁ]ﬁmsmm’imaﬁaﬂasLﬂmﬁuﬂ (Ballings & Van den Poel, 2015;

Berry & Parsuraman, 1991)

SM CRM
*
[ 1
CRM T
*
RM

AT 1 IUIN15V89 SM CRM

nsdnn1sgnénduiusmededsauiunaystloviinnsituasdng

onnTHuIMITeuandliifiuin SM CRM denasterauseleminanmsituresesdng seunamununu
19504n553 (KUpper et al,, 2014; Uppapong & Thechatakerng, 2019) uagunauidoleuszany (Harrigan
et al, 2015) 3pailaminanaduanuduiudlngondedomnsdodeny %ﬁﬂﬂ?ﬂama‘lumiamia?iamiﬁugﬂﬁﬂ
ﬁL‘fJua'auqmﬂa LLaxL‘LJ5*aulﬂqjmﬁamiufuwwmaﬁugﬂﬁwa&mﬁmgﬁw%mw (Arman, 2014) UenNTAL
franunsaliiiioadseuianmainssuiuslan virued wazesual suannsalivssloviileriunayselovy
$19N158Y (Ang, 2011) LLﬁzd@iﬁLﬁﬂﬂﬂiLﬂuqmﬂﬂwLLamJ%mmmiﬁﬂﬁﬁmﬁuﬂﬂﬁdtﬁmLtﬁﬁ’ugﬂﬁﬂ LHEITIU
"L‘UﬁqQﬁdauﬁdam?ﬁaﬁmmma%ﬁqmaﬂszia%ﬂmwnﬂWiLEuaﬂﬁﬂi (Woodcock et al,, 2011) SM CRM @snan®
HaUsElein1en1sRuesAns Wy 51eld gonv1y gnATeluil KARBULNUIINNITAMY AIUATRINAIN WAy
msanuyu (Choudhury & Harrigan, 2014) agnslsiny WMNernIFoINsTavadne Snvn wasuSmsanuduius
Adudou warldfunadmimiginssuedislinuan ssdinsiesduaiuiunisnain Msvy wazn1sUIANg (Acker
el at, 2011) widnivnsiuiesestulussfiureamsld sM CRM fideddaseungu 3 dundn 1Hud
ANSRANN NISVIY LAZNITUSANS Lﬂiaa%ﬁamaUsz‘I&mﬁwmmﬁumﬁm (Mosadegh & Behboudi, 2011) é’qﬁy’u
FadiauufigIu H1: SM CRM funsnan funsee waessumsuints dwalimauselenininisiuesdns

VLU
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nsdnn1sgndnduiusmededsauiunisandunuganssy

isesiiomamsnaaiigmirantdlugadediny fio SM CRM Sadunsld CRM saudumaluladdedany
(Socail Media) (Kupper et al., 2014) ﬁﬂ"?mmiLLuzﬁwaﬂﬁﬂiﬁé’i@qmiamé’funué’aﬁﬁi’fl,ﬂ%iaqﬁaﬁ wseduedeslo
TjatiunisandunugsnITILALAUNLAMTI (Parvatiyar & Sheth, 2001) léiuA Fuyumsnann fuyumsu3ms
(Schaupp & Bélanger, 2014) fiunun131e (Tohidi & Jabbari, 2012) anA1lddelunisuarmgnAtug (Tohidi

& Jabbari, 2012) Fuunumariiilddunuuanlunisudauaznsusnmsiidusmduindouniaasvgnaveeerng

=i = '

figniFundn Fuyugsnssy (Williamson, 1985) 9nmsanwlusindanindt 2 wandlvidfiuin RM Sanudieius
Beauifusuusansss (Cheng & Lee, 2011) Bandntunisussgndldl CRV demansemudsauifuussansnimeu
uarfiddyensdadlesrernaiiuly ssdnsanansaidoudnisld CRM AifussanBningstu vlsuruganss
anasdon waziiinriilstudenq (Krasnikov et al, 2009) SM CRM (udimurnisves CRM Tnsanannsingu

Mwf) RM (Harrigan et al., 2015)

RM

TCT

FB

\ 4

CRM

\ 4

AN 2 ANV NRIUNWERIANUAUNUSVBIA LU

SM CRM @@ mﬁmmigﬂﬁﬂé’uﬁuﬁ‘gﬂﬁﬁhumﬁaﬁmu (Band & Petouhoff, 2010; Greenberg, 2010)
Fsnsltimeluladdedsnusineg annsaandununsinsiodoans WiunummuazaLSIvessEUILNTToYa
M3UsEauI (Gurbaxani & Whang, 1991) 53ulUfe@3N50aAAUNUIINTINNNNIAN Uazadusyansam
Giawﬁlﬁi’fﬁhef[,umsLﬁﬁ’ﬂﬁﬂﬁﬁaaﬂammmLLa5%1461@141%131/‘1’1@%333191'106] ¥9999AnT LIesAnsuundnvIelnamnil
mslfmelulafasaumaannsnansuyugsnssuaziilugrausslosinamstuiinou famil 2 (Maller &
Seuring, 2007) fvtuazUlsdn SM CRM deralvifumugsnssuanas lasaniatesiledifaninanvgul RM was
CRM Bnvisdsodemeluladdodnuivinlidnenmnisvauiiugedu dafvenugndesiasususilunsi
§3n33u Jedamaresunugsnssy JelauaenndesiunnAaguifunuginssugmitnesuiensianmm
futusseminasdnsiugndniinnulnddntumntunagdeliinanuduiussud Tnosjadunisandunu
Tassasauazdununsiansauduiudgnilinfigauasiiiunanouunugean (Rindfleisch & Heide, 1997;
Soltani & Navimipour, 2016) fstfufsisanniigiu H2: SM CRM fun1ssan §1unsane wagdunsuinig

ARl UTINTINYRIBIANTANAY



Volume 28, May 2021

AUNUIINTINNUNAUTEIEVUNINITRUVDID9ANT

Funugangsy fo Funuaiey MAetuurlllfiAnannisudauasnsuinsidustuindeuns
\swgRandnvesssia degnisendn sunugsnssy Feidudsuiiuifianuddyuasdudiumilweduyuluns
fufiugsie dnivnsiinnudeinnisilemendedfunasiuaansoansuyugsnssuuarsauludanisiilug
maa%fwﬂazﬁm%mwms@i’%ﬁumuﬁqﬁu (Williamson, 1985) ansauusla 3 nguwan Ae N1ssases (Bargaining)
N1391523d0U (Monitoring) kazn15U3us1 (Maladaption) (Gulbrandsen et al., 2017; Tomassen, 2004) gfuvlu
gsnsaudsgnisnidusudslunsidonnnine naidouandiifiuimguifunugsnsslsgniluvssyndldiile
ThAnnansidunuiigadu wohnmsUssandlinguifumussnssuduiamiamunanaiuasauingouainin

VliAanauseloniniansRungslu Brouthers & Nakos, 2004) d1wsuasansvualugnanisAnunilasineiu

v
a v

W31ENNsANwIBnENaresiuugInTIuAdnenan1sAluuveIRAnsuwIRlng Bman1sITeTliuin

1Y

AUy ugINTINENaaUiuNayslevtinienisly duludsananseasulaiduyugsnssudiunuimidrfgglunisi

<

avihllasuneiunaysElerinian1siuesdns FadunineauIINIsaasuyugsnTsuilvinaddgydonanis
ANTUIUNINTEIUVEI09ANTTATY (Tomassen, 2004) Astiudsaninsaasulailiiesinsuuialaniniinisld

VOURAUNUIINTIN ANaUselevunIanITiueAnT AUIWIEUNATIUN H3: N15ANAUBIRUYLEINTIH

A9FDI89 NISATIVEBU karN1SUSURT ddna biNaUselewn1enIs¥usannsLiuauy

nsdnn1sgnénduiusmededenudenaienalssloviinisnisiulaeritudoud sde
ANZEITUNUNIUITIUNTTUANNA) Ffenfulszdiu SM CRM fidsmadenauselevinienisdu wuin
audesles 2 Usgiiu Ae 1) SM CRM Wudtannnisvesnsdnmsgnéndusiug Tasmnansingumguinain
Feduiug Fadunesilonisnismaneiianunsaandunugsnssy msznsviauiiinnnugniesuazusiuely
N1591133n551 (Cheng & Lee, 2011; Krasnikov et al., 2009) 8sluninthy SM CRM finuneluladdodsrumse
Vv 2.0 uszendld (Band & Petouhoff, 2010) ?zf'qmﬂmamﬁ%’a@ué’udwaﬂﬁﬂ'ﬁﬁgwmmﬁﬂLLaﬂmy'mﬂﬁmﬂ%’
wialulagansauime mmmamé’unuqiﬂﬁuwm’mmmLLazﬁﬂUfgjmamwﬁLﬁumuﬁﬁﬁu (Gurbaxani & Whang
1991; Muller & Seuring, 2007) u,azmiamé’unuqamsmdaNaﬁiamaﬂiﬂ%ﬂmﬂmiﬁumaqqsﬁa (Bresnahan et al.,
2002) a5 SM CRM lunagnéiisjaiiurnuduiusiugninlaendemaliladansauma daasenuasnsn
Tunsanduyuganssy waynsandunugsnssudanonaUsslewinminsiu msdnvadathimeguifumussnss
WleeBuneAmuduSEMINe SM CRM Aumaussleviinienisiu Jadumsvengeadninuiain SM CRM dwa
sormuannIalunsanfunusIn ke lugnaustlovdmenisiuiifisty
ofnfiiuaniinsAnwImaaeuBaszinviudunadnsvesuszaumsaiiBsuaniugly sM CRM Sniadadl
MsfoninewansiiiuteUsyansninues SM CRM fidwasenanisasiiuduesdns (Kupper et al, 2014)
msitondiiAnylugsfiunnssio mslumuganssy (Transaction Cost) Wusfuusasiu iteduvmuaUsslov]
Mansiuesesdnsiiiunansznuannsld SM CRM Tutl a.a. 2008-n.4. 2018 INMITUMULTTAUNTTUATUN
galuimednislddunugsnssulufulsdamuvesmuduiusszning SM CRM uasnauseleninnenisiuues
93An3 (Uppapong, 2019) uazgl A.A. 2019-A.A. 2020 AMEEITENUNIITIUNTINUTEAUAINGTY Wudndlad

msldiuusdiin (e 1) Nuddeiinisldfuugsnssuluiuusdmn edunmaUszleninianistuves
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aafnsdunansenuannsld SM CRM datudsisanufgiu He: nsdnnsgnAnduiusnisdedsrudanase

HAUTElEBUNINTRULAEH WA LY LTINS TY

M13199 1 NM3danTsgnAduiusvnsdedenuiunalsslerinianisiuesansiagliduusdau

AuUsdanIY
(Mediator)

UNAYINISUIBUNIY
(Authors)

Y o v 6

ANUEATATUNTTIANTRNAFUNUS (CRM Capabilities)
ANud1590IN5IAN1IgNAERLS (CRM Success)
ANHENNTAlUNNINEUALBIRNAT (Customer Response Capability)
ANHRNHLVBIGNAT (Customer Engagement)

NOANIFUTIUINNTIULALAUASIETIA (INnovativeness and Innovation
Behavior)

MIaTiugnAn NSUINTENAARZYARS ANAINAITIAUINNT
(Customer Orientation, Personalized of Services, Service Quality)

MsNALINEAS ALY AUAINTANINITIAIN ANAIYDIGNAT
(New Product Development, Marketing Capabilities, Customer Value)

mslededianeaulal (Social Media Usage)
ANHRNHLVBIGNAT (Customer Engagement)

MIAINNIINENAINITINATLULIDANT (Later Implementation of
Organizational Alignment)

msuaué’mnggﬂﬁw (Customer Empowerment)

AusnalavedgnA (Customer Satisfaction)

Foltean wazAuy (2019)
Soltain warAMe (2018)
Nam Lagaay (2019)
Garg wagAy (2020)

Domi wagauy (2020)

Bukola tazaniy (2019)

Minh Ngo uagany (2018)

Bhatti agmay (2019)
Dewnarain agAy (2019)

Dalla Pozza Lazmaly (2018)

Aldaihani tlag Ali (2018)

Marino ag Lo Presti (2018)

v o
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NN AUSHIRYAWATIEN



NIDA BUSINESS JOURNAL
Volume 28, May 2021

NAINUNIUITIUL AU AR ITeMvUAaLNRFIWITe 4 U8 wazasunsauwnAnnsITednng 3

TCT

SM CRM

A4

FB

ATWE 3 NFEULLIANNITITY
52108U35798 (Research Methodology)

PR3 av o & aw a o 2 v o I3 A A = =
ﬂmx%’)ﬂ&ﬂfﬁﬂ’ﬁ?ﬁ]ﬂLGUQﬂ%N']mLUUﬂ'TT]ﬁ]EJLEUQa']T]QLﬂUEU@lJ‘JaIWEJI‘ULLUUﬂE]Uﬂ']ﬂJLUULﬂiaQN@ Imﬁlmwamasm

D

A9

nquiteEmazIsinusIuTNtaya

naufegifeessiratlulsemelneiitunsdouiiyaeadudiinnudaaiiiamiavuanan
LazIUIRgeN U 931 uis Andumsdndsamneiiazuuvasunuiusneunisgsieatn dsneu
wuugeunwasaLdennaunislusedlduaznisesulalnendaninnisds 2 v auziduaiiunisinse
Hreunuuaeuailsifinmsneunduiitofinmamisay uasmnaauuszneuwidladshildsuammnefazduduns
diBnsou wazlonariiuly 2 dUai dudunsindeasuanuiuszneunisitlsifinismeundudnseu N
2 dUanii agudwunuiniiuuuaeunuindunazlifaledsu 106 ga @aduseuaz 22.89 veingusiiegn)
warfluuvasunumeunduiiuau 161 9a @adufesas 34.77 veangudiogn) fuszneunsgsiaaumeundu
mslswdldinniian Anluosay 84.33 vesmsneundu uazmeundunisesulatilaedndsiuas/mMioaunu
Mo1sldn Andudesay 15.67 vosn1snounau

fnnsaanuvABUAITIIITAY 161 ¥R Munuslunsfadenngusesng 1 gsheauidufenms
yuananauazawnidn tnedeliuinisuudioinios 3 U uagiintunavesanuusznounisnisdedany
oghation 1 e ndsandnnsesasui uwuaeuamRTiaugndeaasasysais Il 157 9 @Eaidudesas 33.90
voanguinets) felusnsmeunduiivensulfainauideiiinumn (Kumar et al, 1998) Sumeugareusuidiu
oanslineundu Tasilisuiisuszninamsmeunduuaslineundy fe nguiinevlurisduiunguiineuly
trsvane Taeld ttest lunisvagou 2 ndu efiansandn pvalue flount 0.05 uanviita 2 ngulsiuandrsdu

(Armstrong & Overton, 1977) asuuuuaaun gy 157 ¥a danugnaesiazauysalaunsadilyinsevla
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MIRLuAENAdaULAIReTle
ﬂﬂ'ﬁ%’aﬁ%’afﬁ%’muaammL‘fJuLﬂ%"aaﬁaiuﬂmﬁunmwﬁﬁa;ﬂa Tnefifumeuntsadrauasianieiodio
o il
1. mIa¥auaziaaiasioddy
Tuduilesueivuneulumsasauniosdields suwdnssuaunsianeiodiofld sl
1. Anwuagiinsgissunsauiifesdesiulssdiuifnu fuusioudafiRnmaieliduuumme
Tunsiniitadianu
2. ahauvvasunuatusnlnedanudoudion fudsidfduinuieiediotauasmaassld
wuda Snvtevhmsusuusudlalimnzautuuiungsivau
3. ﬁﬂLmuaaummﬂ’uiwdwauLLri;:JL%mﬁzmy §au 5 58 WeUseiiununsadisedny (Face
Validity) thdaiausuuganusulsaiam
4. ensimuasadaiiom (Content Validity Index) mﬂﬁzil,%mmmu I 5 AU NANUTIRIRTL
amunsadademvsuniosdionsauiiy 8837 Wufiunst wanshildnudemauiosay 8837 firiu
nsUsudiy dwdursriinrunsedaifomuestemausedesewiniu 1 Swsdoidemamiuiirumse
L%qLﬁamﬁizﬁuﬁaéﬁzg .05 (Lawshe, 1975)
5. vaaasliindadl 1 fufusenougsiaunfililldtung Seudinnudaaiianfamanaisua
Ao 1Y 30 AU Srssimaiies (Reliability) Tng3smsmendulszansaundioswas Cronbach
fiAnsening .76-95 (Nunnally, 1978) wavdhnsieviainnuiiissneulndn (Composite Reliability) Wun
ﬂq'wmaaqﬁ 2 AA15¥uIng .71-.94 meiﬂLmuaaumuﬁmmLﬁaqag"lumm%ﬂam%’ﬂéf (Bagozzi & Yi, 1988)
6. naaadldindel 2 futhAnuwUsagin UIMIFINT NUMINeIaenInsgluUsewmelng 31w
262 AU teaTvERUARAMAUANTIBaBslsae AT eiesdUsEneulaBuii fenisUszaa
ananululdgean Snunduveaesdimumsnzauiumadad inasifiarsan TiuA d1 CMIN/DF Sensearing 2-5
A1 CFl wag TLI 8Aunnndi .9 wazaavines RMSEA v .1 wansiesestiofimnisadlnsadns (Hair et al,
2010)
7. ATINADUAUATUTILATIATLAZANATUTITUN Wsanlussiag Construct mAMuLUTUTIU

@

fiarnlsade (Average Variance Extracted: AVE) finnin 0.5 (Forell & Larcker, 1981)

2. 1A589483Y
25UNELATBILDITLTINIUNITRSINFDUSBUS DAL kuvaaUa Nl 3 @ Usenausig N1Sn15annig

anAduiusndedny AuugINTTH waznauseleninian1stiy fwisnedn 2
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faulsuazesAalsznou  91uUIULD fian
nsld SM CRM
1. AUNTRATN a4 Choudhury wag Harrigan (2014) Jayachandran iazane (2005)
2. AUNITUNY 5 Chang wazanz (2010) Jayachandran tazagg (2005)
3. HUAITUTNS a4 Chang itagAgdz (2010) Jayachandran wazagaig (2005)
AUYUTINTTY
1. 1369994 3 Gulbrandsen agAndg (2017) Tomassen (2004)
2. NNSATIEDU a4 Teo wag Yu (2005)
3. NsUTUs 5 Gulbrandsen agAndg (2017)
naUselevn1enIstu 5 Chang hagAmue (2010) Wongsansukcharoen wayaguy (2015)

3. #0AN13IY

nslineaunsdslaseadne (Structural Equation Model: SEM) ionaasuausfgiuidedmsiu
nszUIUMIVRssa e Mg uiiilunilweawnnsgiuluniside (Hair et al, 2010) waztfumaiianis
Anngiauufgussrisiudsulmang Jadendousuifeylflunsidenain dwiurenduag SmartPLS3.0
Dunilduseundindusendnilandudmiunmsiinnzsiaunsdslassaivaunsiidsassiosiigaunsdon
(Partial Least Square SEM: PLS-SEM) Imansuszanamidinysuiedanasiiy 31nn1siau1ves Ringle wag
Az (2005) wAKaMSIY PLS-SEM insemsideadsifosnisvenevagui] M CRM Taethmguidunugsnssa
wesueAuEIRuSIEI SM CRM fukausylevinnenisiu nquietnsnndn Snilifdennandesiu
Rerfunswanuasdeyarienisnszaeivesieya wazmnzdmiumsinneilunaidanududou (Hair
et al., 2010)

Nan15ANe (Research Results)

AUNNTDILATIASI PLS-SEM Usenause kuuianaadlasaasns (Structural Model) waghuuinaaanisin
(Measurement Model) \JuiSaunislislassadnanuuideaesiosdian I3udgauszasdiioUszunanining
FUUTsEMIN9 USRS IULUUT1809LAT98519 SIUDINTISIANUFURUT ST ILUSLRILaE AU saans L

Tukuu31899n1999 NaIASIE 4 @ eadl
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| ADAP l I BAR l | MONI |

0741 0874 g3

s,
& %
-0.3428 0.418
0.924 0831
0,93? 0.255 p 0314 0.834 B3
0.906 0.769
SM CRM F8

] a ¢
AN 4 NANFTUATIER

1. Msnagdaududszansnisanaula

v

TuguifiasananuanIsInsITRNLansuuIaad (e 4) ddedunmlasdu fail

2 = 314 wanen

1. 95U18ANURUTUTINVDIFIRUTUHY NuTFIRUsURaNAUTEleivanIsEy A1 R
fudsusie 2 @1 sl SM CRM WAZAUYUTINTTY HANuuUsusiu 31.4% vasanuuususiuluduusuel
naUsElemivnansiiu wiessunaldint 2 fudsudshufuesueauulsunuresiuysulsayslomd
yansivluseaulunans Wefiansane F Square wuindaudsursnasly SM CRM (F = .083) Effect Size o
wansfuUsliasnsansianudvinald widuyugsnssu (F = 220) § Effect Size Ununansfusnudsul
HaUTEleBUNI9NITRY

2. o3UnBIIALaLFULUUAIUSEAVSIdUNweaLUUdIans wutmsTd SM CRM veagsheatiinasie
FUNUEINTTH (-.348) Museralselerin1en sty (225) wansdienuduiussenitaduniaweanisly SM CRM
Heanuduiusludeauiudunugsnssy windullanuduiuseuiniuraysslevinianstdy dwsuanuduius
spradumavesiunuganssuiurayssleviniainisiu wuhilenuduiusieay (.418) agulfigaRaauniild

SM CRM ualvifiuyugsnssuanad kagmsanasnunugsnssuananilignisiinduremaysslovinimstu

2. MmanadauduUszAndidunis

nsasiadeutedfyneadn ArdulsEaniidunsardesiansaniedfaynieadi p < .05 uaz
T-statistics #lfngendn 1.96 wansIAdIU s AvEduaTuayuauLRigIueAdetues (Hair et al, 2010)
AdusrAvsidunauuiaedlasaina (nner Model) ndumsiideddymieada (amil 4) wangenud

o w

M3l SM CRM vesgsivalrdsmanienausylovinianstueteailfedfgynieedia (t = 2.96) wenantu nsld

o



NIDA BUSINESS JOURNAL
Volume 28, May 2021

SM CRM &edanasiadunuginssuegaiieddynieada (t = 5.57) uavdunuginssudmasenayselevinms
NIRUEE YA AYVINNEDA (t = 4.65) MaTiATIEAAdUUTEADiduIuuUIasslaTa LIz Aoniung
AATIBAAENUTEAEIHUN1LUUTIE09N15TR Inen1siiansan T-statistics willauiu agunanIsinsIEnAmNmN

LUUINABINITIAVDIIUINY FIRN5199 3

A15747 3 A1 T-Statistics a4 Outer Loading

ltem SM CRM TCT FB

AUN1IAa1A (MAR) 39.964

AuUN15u18 (SELL) 44.413

AUNITUINTS (SERV) 33.938

AUN15USUAY (ADAP) 9.643

AIUNT519531 (BAR) 24.716

AUN13ATI9EBY (MONI) 21.266
ANUNI0ANAUUTINTSH (FB1) 8.380
fnanlsleas (FB2) 23.742
Qﬂﬁﬁﬂdwmﬂmﬁu (FB3) 23.357
Namammumiamugﬂﬁu (FB4) 13.242
dunvmuniseainiulnegresinga (FB5) 14.822

3. NANINATRUANNAFIUITY
KanAAeUNUATUAYLT 4 Ausfgiu Fenadl 4 uay 5 uarseaBundll

H1: SM CRM danalifnausslomimeniafudiulu samslinszinuinadinssaniidunme = 25
A1t = 2.96 uagilin p = 003 uandliiiudinisld SM CRM vesssiaaTdwmalinadssloninematudiuiy
asulFaduayuausfguiclesnsdduddmeeda

H2: SM CRM dasaliigfumussnssuanas nan1sasgimyinAndussaviidunma = -34 é1 t = 5.57
wazdlen p = .000 wandlimdiuinnsld SM CRM vesgsivaurdmalyifunugsnssuanas asUldhaivayuaunfigiu
Adsloenetiodfymaann

H3: Funugsnssudwmalinauselovimeansfuiiniu sansienesinuimduuszansiduns
= -41 /1t = 4.65 uagdl p = 000 uandliiuidunugInsssanasdmalinaystlomimensiuiuiu ag

IahaduayuaunAgunailiegdidud Aynisada
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A1519% 4 asUn1INedeUALNFAIUITY

auuﬁg'm Hypothesis Path Coefficient t-values p-values @3Una
Path (Direct Effect)
H1: nsdanisgnAnduius  SM CRM = FB 25 2.96 003 alfuayuy

N9 FIAULDNDNAMD
NaUSELEYUNIINISHU

H2: msdanisgnanduius  SM CRM = TCT -34 5.57 000  avfuayu
nededinuildninasie

AUYUTINTTY

H3: AunugINIsuLaviEnasie TCT = FB -41 4.65 000 atfueyu

NaUSELEYUNIINITHU

Ha: n133nn1sgnAduiusnadedsandnananauselegun1an1stulagi 1 uAuusInTsy
N30 5I9aRUFULUUAILUTASRIU AUNTEUIUNITVOS Baron kA Kenny (1986) 4 dunau UANIATIEYIRLY

a

ANANINNODYBENNIIY TENINATIY SM CRM Aunauszlesinianisiu (Ardudsyansiduns = 577 p = .000)

€

o '3

U 2 NeFeuANNFURUSTENINNISIY SM CRM Audumnugsnssy (AduUsydnsidunis = 590 p = .000)

€

U 3 NeFUANUAITUSTENIwLYNTINT TR UNaUsEleIn1 N IRy (AduUsEaVEIEUMNG = -586 p = .000)
dmsutugavngliasizvimeaiinisanaeeny n15lY SM CRM fAudumugsnssy sauiuvinenauseleyinig

a

MMIRU (AduUszandidunie = 286 p = .000 AENUTEAYVSIEUNIY = -598 p = .000) HANITIAATIZANUI

(%

No o w aa g & o 1 a £ v & & 2 = = 9
nﬂﬂqimmﬂ@UNUSﬂqﬂquqaﬂm LWIDLETAAUNITNAFDUUNANFUUTLANTLEUNVDIVUN 1 AB 577 1Igutngunu

Tugnving fie 286 wudAduUsEaNsAInaIanas asulddmudsdwinulunisAinwiilfie Partial Mediator
a ¢ o i DA v dAada a ] ¢ a & & ]
HANTIATIENAW51N 5 wandiiiud Jadeniidnsnamemsatenayselorininisiuiulaunss
wnnindadedug Ao duyugsnssy Faduanuduiusidavegalidedfynieadn augfinigld sSM CRM
T8vSnasonaUselevtimnnsRUNmInsmaEnewes nefnwiiuiunugsnssy 1nNansinseiluluudaes
Balasaadna wandliliiudn dunugsnssudududsduinunddviva aglldinatvayuanufgiuiaald agied

@ [

YANAUNISAD

£
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A15199 5 ANBviENaTIN (Total Effect) Advswanianss (Direct Effect) Ananswaniaseu (Indirect Effect) 7o

A5 SM CRM Piiinasanauselgaunianiseu

TCT FB
fauls Direct Indirect Total Direct Indirect Total
Effect Effect Effect Effect Effect Effect
SM CRM -.34*% -.34% .25% 14% .40*
TCT -.41% -41*

aﬁﬂiﬂﬂuazagﬂwamﬁﬁa (Conclusion and Discussion)

Sofnsanvuedvisnavesdumatiodeidsraronayselovinnsiuvesgsfivall Mnran e gy
A 4 wuuedvEwavnansaidmasienaUselminnansiuvesgsiaaun fe msld SM CRM vesgsiaau
FUNISAENA FALNNVIE KAEALUSNS (AEIUSEAVBIEUS = 25 M t = 2.96 wazdin p = .003) eehaiidudty
MIERATISEAU 0.005 @onAdeIuMsANYTINILLN (Acker el at.,, 2011; Uppapong, 2019) SM CRM @4wasa
aruanansalunsanduyuganssy wasladiiudy Qﬂﬁﬁw&tmﬁ,ﬁuﬁu Namammumiamuqﬁu WATEILLUS
yamsnaaiinty Swaiieszsiliuandiannnsfinuilinmn (Trainor et al, 2014; Uppapong, 2019)
LWJmezms%’mmigﬂﬁﬁmﬁuﬁ‘maﬁaﬁmmﬁﬁugmﬂ%’mmwmmﬂwqwﬁmimmﬂL%aé’uﬂ'uﬁ‘ (Harrigan et al., 2015)
Avdiuemguid fio msaaasdanmsanuduiusiugniegssiaiios anunsnthlugnausslovimanisiiu
LABIANS (Morgan & Hunt, 1994)

a

3n119n1518 SM CRM Tudun1smann sun1sue wagmuusng J8vananensaaieuInsefuyugsnssy

'
aaa

anad (AEUUSEANSIEUNIE = ~.34 A1 t = 557 wazdidn p = .000) sgafitudfynisadnfisziu 0.05 denades
fumsfnitinuan waaslifiuin RM (Cheng & Lee, 2011) way CRM dmnuduiusiBeauivdunugsnssy
(Krasnikov et al., 2009) mmssiadosilaiiifnnUszasdifioandunulneniafiuarugndeouasutuglunish
§3n55% (Huges, 2002) SM CRM @u130aafuun1en15aana (Schaupp & Bélanger, 2014) anfuyun1suy

(Tohidi & Jabbari, 2012) wazandununsuU3Ng (Schaupp & Bélanger, 2014) FafuyumariliFondn funu

'
a

g3n73w (Williamson, 1985) Bnvisdaenadasiuiifniasugmans Ao nquiifunugsnssu figninanldesue
mMswaLALdTus LAz haefunsiuseninsgsRadugnd AineliiAnmnuduiusifuagyatulud
MsdnnseuduiusgnAnlidiianuaz iunanauunugean (Rindfleisch & Heide, 1997)
Uspiudndniauayunanisids nsld SM CRM vesgsiaau dmalsidunugsnssuanas As SM CRM
\Junswaunausewinedonisdany (Social Media: SM) LaEN13INNTgNANENTUS (Customer Relationship
Management: CRM) ‘vﬁaawama'n"lﬁdwmﬂ%’mﬁmmigﬂﬁwé’uﬁuﬁ‘muﬁaﬁmmﬁmm (Harrigan et al., 2015)
Fsnslimaluladdedinuidvinasemuausavesnsdansgninduius msevilviAnnstidiusnlums

aunu1 Maheusniy waensiastaienudmiusiugna (Trainor et al., 2014) wenanuu Msldinalulag
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v

?iaé’qmmmmamG’funuqsm‘aumam‘mm@LLazﬂﬂUgﬁ'maﬂiﬂwﬂmqmaﬁuﬁﬁ%m (Muller & Seuring, 2007;
Gurbaxani & Whang 1991) fetfuntsnaunauiuves SM uay CRM fondudssilunazddoyesadedmsu
sanalunsduiuaumegsia (Arman, 2014) difumsld SM CRM TavBkalviduyugsnssuanas

AmSUBVENaN1IaN WU AUYLEINTIU UT¥NaUmE 11590589 N1IATINEBU wazn1sUTUs lBvEwa
sonaUsElomimensiuredgsiva (AduusEavEIduma = ~a1 i t = 4.65 uaxdl p = .000) uazidusuds
deszminemsld SM CRM Auwauselemivnansiuvesgsiaauiegsiitioddymsadifiszsiu 0.05 nalins1zsi
aonndostuLLIAnATYgMansTnnslinguiduyussnssuiiiessuisnsiamnanudiiusiagnisians
unaituszrisesdnaiugnd tielmAnmiuduiussud sathiluifuunsdanseuduiusgnénliimiign
Lz fiNamaUUTLgIan (Rindfleisch & Heide, 1997) Bnvlamsussgndlimauiiduyugsnssuannsavilian
naUselovdnamsiuiinsstu uansliifuiduyugsnssuiianasdsmalinatsslovinenisiussdnsiiiuiu
(Brouthers & Nakos, 2004)

SM CRM wasgsinaundssalinauselovininisiufuduimnmsauasnedon waidoaonadasiu
Wongsansukcharoen uagamig (2013) Msfinyedsifspmosiiupnsaanmsfininuan fe nisliumugsnss
\Wusuusdeihuszrinsmudnitug SM CRM funausslevimansiuesdns deuyussnssuidusnuusdeinu

o £

Arvimhidenlessening SM CRM wagnaUszlovinnansiiusadng uansinnisanduyugsnssuvesgsnaat
Fuogiunsld sM CRM Budausnisimuafianssudunisnan fun1svie waedunIsuing Seunugans
flanasdsnalinausslevinansduasdnafiuiu

faifu agunsd SM CRM fumsmann ¢unsene wagdunsuinsuesssia anusnanduyugans
uaziilUgnausslostinamstuiifistu Sananlddmguiduuganssuduiuysdsinldduosnsd uans
Tdiuimauifunugansuanansndluesueanuduiusssrinemsld M CRM fusatsslemimenisiuil o

NSYEIVOURAANMUIALITU SM CRM Uagdunugsnssuimilugnauselovinianisiiu

FolauauUBIU TR

SM CRM shumsmann ansnsaansunuuazthlugnsiiusaysslovinienisiu Taggsiaanansadeans
fugninditidnuamduseyana viliAansdfsdeyaidedn (Customer Insight) uwazdimudiniusdudiugnin
uanaINTy E]’]ﬁ]"\]31/1i’l‘Uﬁﬂﬂﬁﬂué’faﬂﬂ’]imaﬁgﬂﬁ’]ﬁhjLﬂULﬁ@%u&ﬂﬁEm ﬁawmmﬁwﬁwyja&hm UIATITLAY
Fuavient delluuiulsuuasuuasduiuasusmsliveng funiuiosmsvesgndi Snaansatihdeyasn
wielilunsnausunsnainriefmuauauynismaneinssiuaudesnisyesgnin

SM CRM shunsene ansnsaansuyuiazilugnsiiumauslevinmensiu Inegsivaumniugn
vuAedsmuazldSudstoyagniuargudaduiitetu warannsonlonialunisuefivangay uenaniu
ﬂmauam&Jmmmﬂﬂlﬂdiamaiumim&JﬁiaLﬁaaLLazmiﬁmmaaam (Cross Selling and Up Selling) L¥u gnAn
faldusnsauiiag lu winnMsaunuiugnARwilinsuisteyagnAnin Tuaﬂiﬂuﬂuﬂgﬂé’wmﬂuﬁwan
lufisusanansa Sedmmeiioadulanmalunismedesenlifugndn Tnegshaauranusatiausauidmiy

WanlviungnAnuies
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SM CRM $1unnsu3NTs anansaasnunuiaziilugnisiiamaUselovinnmisiu laggsivanunsauinig
Witugnénlsiegnamnidlusseziiandudu wavanunsofnmuranausunsenseuaaingnilaluszeznaisunings

W3z SM CRM flan1sdanisgnanduiusignldnumsdediay dslugusznaunisanunsaeidedesmsdeday

'
o

Tumsbivinmisandn Wihesdulgmvedonuifietuvess) wu msiaving msmeulam a7 winszvitandn

AOUNUTIBAUBEATEIAUALAZUINT NMIuanIrNAniY Tnegsnaasdeslinsneunduiiiouansliiiutieniny

| 3 a Ay o so i £
LE]’II‘«]IE#LLaSL“lJum’iLWiJUg]ﬁiJW‘uﬁﬂUﬂ@mLﬂ?ﬂlﬂ‘&nﬂﬂ“uu

Uselowlidang e

SM CRM ﬁ‘hL‘fJuﬁ]3¢’fadawﬁaﬂﬁlﬁaﬁwuLwﬁIu‘la%ﬁaummLﬁamﬁmm'ﬁmmé’uﬂ’uﬁ‘ﬁ’ugﬂﬁﬂ (Sohrabi
et al,, 2010) mﬂ%’mmiuiagm'iaummﬂumwﬁ’%ﬁumuﬁiﬁLﬁ&mLwi%?h&Jﬂszéjummé’fadm‘masmmﬁﬂLfJu
vo3gnén widhildnnnaniu fe aunsoduiiugulumsiaundrurewmsaud amind waenisvhligndn
Asagiugsnanaealy (Hastings & Saren, 2003) Fatsulsmadidlunuusiass Ao mmssensunsidimelulad
(Technology Acceptance Model: TAM) 483 Davis (1989) iieaninsaadisanudladeiinisesuenissensy
mslinaliladlvel uaziitelsianansnesuiemgralumssuiieusslenildsunnmalulad mssensumalulad
whiuUszavsnmlunshauresyaainsvesesdns wazdiulufnnumaduazanugndesiviilsiam
AUszandnn Iuﬂﬂ33%’8114@141%3&?13&%@1’3LLﬂiﬁLﬁi’h@jLLU‘U?SW@@Q Wieufiun1seduneUssaninnwaznanis
ANAUNUBIANT

SM CRM danasdoUszansamanuduiusiugnan (Harrigan et al,, 2015) lagidinivin1svagey
Tiudernuduiussening SM CRM fuuseavnimenuduiusiuandi (Nguyen & Mutum, 2012) Fustves
Usgansamanuduiusgna Ae anuilanelavesgnan Jayachandran et al., 2005) warAufanelatiudena
sonansRLuuressiafiaty Wy Mtesn Jeuiu uazduq ﬁdﬁuﬂizam%mwmmﬁmﬁuéqﬂﬁﬁaa'qma
sonauselosunen1stu ﬁﬂ&u%ﬁtﬁméﬁLLU‘i‘UiBaVI%ﬂ’]Wﬂ%ﬂmﬁuﬁu%ﬁUQﬂﬁ’l Wuduusdesihuluiuudiaes
yananial nmdgluednmniinis@nwnfsusgansnmanuduiusivgnm avfosnaniinisildsuulaves
dunndouuazanududulunisutsti (Competitive Intensity and Environmental Dynarism) ins16aus
e nadeUszans A udiiusiientanas anmadeufuAsuulasegnadidmadsongingsy
LLazmmﬁaﬂmﬂaﬂQﬂﬁﬁ (Jayachandran et al., 2005; Choudhury & Harrigan, 2014) DiMaggio waz Powell
(1983) wansliifiuiduusiudanaden Wu anzmsudeduiisuuss anwadesiiauuususu Ay
Foansvesgniiidsuulas wazanufuiimeanalulad dademaniuduusanadulfsshiadanssuiunis
Joyagnmduiuslaeiunisinwgnald suuflwansenuseUseansamnisaiunuiuanuduiusiugna
fianas mAsuedidldldhduystanandnlusuusiass axﬁ?wﬁaLﬁmmmauyjszﬁﬁuaqLLUUﬁ‘haaﬂumﬁﬁ&J

ATl nsAnwlueuiAnasNaedifuysimailidiguuuinass
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