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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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ﬂ'15561ﬂ’ligﬂﬁ’lﬁmﬁuéwmﬁaﬁﬁﬂu (Social Media Customer Relationship Management: SM CRM)
\uedosdlovnamsnmaiiddnlugadedny gutiumsaine amn wazdnuiarudiuiugnérudeamns
Aodsan nsAnyHlTunsidodeUiinn efumsuiuunidld sM CRV fldsastonausylomimemsiuiiin
Fuusdii AasegdIdeldnguifuuganssu (Transaction Costs Theory) Wusauusdainu Ineviinsfinwiu
fusenounsgataauilulssmalneditunsdoudfyanatudiinnudaafidamiasunnaniuazauiag o
157 519 Weelduuvasuanuivsivnudeyawazidoyanaaouanufgiuide den1sinseiaunis
Wslaseadng sovidund SmartPLS3 wan1sAnwmuigszneunisgsivaunfidnisld sM CRM Hadumsnann
sunsue viefuMsUINS TevEwamensauazmedousenaUstlovimansiuiiy Tud narils nansuunu
nmaammu gnénselu aunsnandunuiarduUmnanan waustlevdmanstudiuty Snvieneld
SM CRM wesg3iaatdsmarantsandunuginssy uaznsandumuisndrihlgnausslosinamsduiuiy
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uni (Introduction)

U a.a. 2020 Feilhugpdedny osmnduuilidedsauilan 3.80 Wuduau vieAnu 49% Useiiu
fuhalafte Mafinesennduasdeiios fflddedsnuilandintu 9.2% 1w 321 duau Ussnalng
fuwliuillsunnsdrsaniialan S§lddedsen 75% wasdfindu 4.7% anussdugafodinudinarofans
Sroudisy aulvefimsdumauiuaruinsiiastonsooulatinnds 90% Snvidsfinsdensesulatiunis
82% (Kemp, 2020) fuslapiinsudsluuszaunisel deyavesdumuazuinig sullUfsmsAudTuieunay
ﬂuguq uulandedany (Wongsansukcharoe el al., 2015) miﬂizm&Jéﬁ’aéuaaﬂﬂii%'ﬁaﬁﬁﬂmﬁaﬁy'ﬂaﬂdqma“lﬁqﬁﬁa
FSuusanaduiiasdnlufidausn wnsgnimessiaiululfmisads fuilpgudnamosianssugnéniu
Laﬁauﬁmmﬁﬁuﬁyﬁagima‘Luﬁaﬁmu (Heller-Baird & Parasnis, 2011)

mssidiugsivanmwnadensinnudidyediids anmindeunelussdnsussneumsasnsaiinse
uduImsdamamunild wianmwedeunisusnesdng madsuuladliiesidumelilad wswgha daau
ngvane uaznadies Fanaudsuuamesthfomddudmanssusomssiiiugsia (Gersick, 1991) iifogsfia
ld¥unansemuainanmnedenniousn desusuiliaenndesiuanmmadeniiasuluiiennuegsen
(Greenwood & Hinings, 1996) 3MNnszkanIsnIzaIeswesnsddedny danalvifusznaunislasuussnadiu
Pdpadluildusinuudediny L‘wngﬂﬁwmaaqsﬁaﬁullﬂ%'ﬁaé’ﬂmm (Heller-Baird & Parasnis, 2011) dodaAu
dhanstunumilunssudiussiaduegiann ssfadiudesiunlidedimuiioduramsdumsdemsiugusinn
e %maf\mmﬂ%?iaé’mudwaslﬁaaﬂmaLﬁmﬁmmzmmmﬁu&nagmgﬂﬁh (Soprasong & Thongmak, 2015)

mifffmﬂﬂigﬂﬁﬂﬁmﬁuﬁ‘wﬂdﬁaﬁ'ﬁﬁu (Social Media Customer Relationship Management: SM CRM)
\uedestlonmanisnaaiigniunlflugadodsay Tnsnaunaiuszitnsdnnisgnanduiusiumalulad
Hodsmu Lﬁaa%qmiﬁﬁwéamwiwgnﬁwﬁuqiﬁ% (Kupper et al., 2014; Lehmkuhl & Jung, 2013) Fildnune
Wasuanmsinsedomsnansiunsaunulasgnandugimuanisaunun uasansnsaaienisiuiduiug
sewihegnéniussiia (Nitu et al,, 2014) Bnvisdvamnsaasredeldiuoumamsudetu annssjadundueuiis
TaeuiBesiundnsiaueivesgsna HNFUAATININATNADINIIVDIGAA AAFLIUNITUINNT kALNTATIeAIY
fnfrems1die (Ang, 2011) WenemTlaReUALDIANABINIIYBIgNATTANwAIIAMT URAYARARTINAY

[

ausnvesgInaniley InguszasAvanenisaieauRniuiugnA1uINNIN1sIANTTgnAn (Heller-Baird &

Parasnis, 2011) Bnviadssjatiumudeanisvesgnéniisslalldsunismevauss Tasadmauselowimagsiann
FoyaiFadnuesgniuasanuyniy Sianansaufulseeyaiiiiugr annsvinnuiiandl wasHuiiugure9nTs
%’Um?ilaumim"wLﬁuqiﬁaiﬁLﬁmﬂizﬁw%nﬂw (Woodcock et al., 2011)

HansenunTsll SM CRM siagsna Ae anenldaneluntsuarsgnanlug (Tohidi & Jabbari, 2012) wag
gerulutansansseginan (Payne & Frow, 2006) a%wﬂamaiumS?nmeﬁaﬁamsﬁuqﬂﬁﬂﬁssé’udauqﬂﬂa (Arman,
2014) FUNTOAAFUYUFII WU AUNUNNNITAAIN FUNUNITUIE WAZAUYUNITUINIT (Schaupp & Bélanger,
2014; Tohidi & Jabbari, 2012) wnfinrsakdaunsadetsfuumaiinde fuvugsnssy (Williamson, 1985)
n1sandunugINTTIdIHasonanIsALiunuesAns g3RaiinuansalunisanduyugInIsazdanali

HAN1SAMEUILTATY (Gulbrandsen et al,, 2017) SM CRM uip3asiiefiasnsanuianngAnssuduilan
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vinuaf uazensual gsfaamnsaliusglnionn SM CRM ieiiamaysglowinanisiu (McKay, 2010) téun
ganUNY 113 HANBULVINANNTAIWU andumnu (Wongsansukcharoen et al., 2015) d1UATEWAIA UargnA
s1¢lu (Chang et al., 2010)

ssanUszaniinislinisdanisgnéndinius uwigshausmstenldiaiesdiofuniian (Ballings & Van
den Poel, 2015) L‘Wi?%ﬁjﬁﬁ]‘lﬁﬂﬂﬁﬁﬂﬁﬁuﬁuéﬁU@ﬂﬁﬂm1ﬂﬂ’jﬂﬁjﬁﬁ]ﬂizLﬂ‘l/l?)l‘u"'] (Parvatiyar & Sheth, 200:6)
dalSosennilvziuinsdanisgninduiusitudsdfadmiugsiauinis Berry & Parsuraman, 1991) g3iia
ardedugsiauinsiiiaruddaanndmiutssmelne T a.a 2019 ffUssnounisitunsdous funsensa
a515UEUUTTUI 3,500 WA mmzﬁﬁﬂszﬂaumﬁhmmmnmﬁ 40,000 ity YegtumanaUwasuinniely
Ussialiyarisn 3.5 niudiuum shsmsidulaeds 8% wasiuuliuasiulnegnainnslnnainaain
Wiouiien Uarukit, 2020)

Faiumsifoadsilisosursdsaaunstd sm CRM fiannsoanduyugsnssy uazidilugraysslomtim

nsRuvesgsivaUlulssmelng
NUNIUITIUNITN (Literature Reviews)

NUNIWITTAUNTSUAAL UM TdANsgnAduiusnedediaunilgrauseloninianisRuvessia

R8HIUALUTAINIY S18aELBuARIT

msdansgnénduiusnsdodenay

SM CRM Gusiilugagaaminssufisaiiunisndn (Mass Production) iendnosnuiluu3unasnndil
aunsoflazdndmieliios JuAnssuuriefaunans dmalvigsfauazgninisvesvinauazgnuenesnainiy
utlugnisyaiuginssun1snain (Sheth & Parvatiyar, 1995) qiﬂss:umima’mﬁa'auL?‘im‘ﬁaqﬁﬂﬁlﬁm@iﬂ%’aﬁaJ
Mdwasiesuyuuazsantsiiuny dninmstinudoinnsienededeiuwasiurionsiieuduiudsud
ansaaasuyugensTar TR silugnsataussavBnmmssidunuiigstu Willamson, 1985) ngud
N39AAIENITUS (Marketing Relationship: RM) ﬁmwmﬂmiﬂ%'uLﬂﬁauﬂﬂgﬂummﬁugwmwﬁmmaﬂL‘LJ?%EJu
(Blau, 1964) SﬂﬁgqmmﬁnwﬁwaqmﬂiuiagmsaumﬂﬁaLﬂ“flum%qﬁﬂﬁqiﬁ%amﬁﬂ%ﬁm&iaimamqﬁ'uqﬂﬁw
dawaiﬁmmammamqgﬂﬁmé’wﬂ%ﬁﬂﬂ%’jﬁ (Sheth & Parvatiyar, 1995) ?ﬂﬁﬂﬁﬁgﬁuawqwﬁﬁﬁa AMFIANITAIY
é’uﬁu%ﬁugﬂﬁﬂaﬂwﬁiaLﬁaqﬁaLﬂuLLuaﬁmé’ﬁ@mWaﬂﬁimamﬁmqﬁ’uﬁmﬁuLLmﬁmmimiaﬁﬁ'u wszdeiinisd
ANudusauasnsatilugnisastuawiasia (Morgan & Hunt, 1994) n13dnnnsanAmduius (Customer
Relationship Management: CRM) faia3asilenisnisnandivasgsialiannsafiunsdusiussudiugnd
(Tohidi & Jabbari, 2011) é’aﬁ?ummmaqﬂlﬁiw CRM LAina1nngud) RM (i 1)

msdansgninduius wia CRM iaaniiuguuSaamgui RM Ryals & Knox, 2001) uananaay
Anuduiusuuuiidumnarausuiiefuseningsianasgnd Sudueiasdlofivisairsnnulfiuiouma
ATTUWUSTU (Hunt & Arnett, 2006) Lwiﬂﬁ]ﬁgﬁugﬂmmﬂwL‘f]um'%'aqﬁaﬁéﬁaﬂalﬂmezﬁ’uqﬂﬁaa”mu (Harrigan et al.,

2015; Payne & Frow, 2005) 5138051015 idediauin1siiafudsunuunnuassing? nanedudeanialml
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dm3u CRM aAnmsufianareidumsdnnisgnandusiusnisdedans (Social Media Customer Relationship
Management) 38 SM CRM (Mosadegh & Behboudi, 2011; Payne & Frow, 2005) i CRM Qﬂi‘ﬁ’ﬁi’lum&
FodpuTidulsuidiuddyreanisudmsnsnain (Band & Petouhoff, 2010) FadunsnaunaIusEing CRM
fumeluladdedany (nmil 1) fannsadfdeyadsdnvesgniileglutesmsdeding wazanunsauiuuss
Foyafiusiugh uazanar a1 WY (Greenberg, 2010) anvnewesdiotifianuddaduoshBsdmivgsia
U3Ms ms1zgsinuinisassinaiiianssuufdutusifugnénaindian (Parvatiyar & Sheth, 2001:6) faifndudos

ildenitavmiuinesesdlotgnirluldlugsiauinisuinnitgsiaussiavdug (Ballings & Van den Poel, 2015;

Berry & Parsuraman, 1991)

SM CRM
*
[ 1
CRM [T
*
RM

ANA 1 FTUIN15989 SM CRM

nsdan1sgnénduiusmededsauiunaysslovinianisiussdns

ofnTuINMTITeuandliiiudn SM CRM dwasenausylovinmenstuueedns seunamumuniu
1550un 331 (Kiipper et al., 2014; Uppapong & Thechatakerng, 2019) uazunAuidolisusednt (Harrigan
et al, 2015) Wn3psilonindnairnuduiudlnuondedemadedony %u"ﬂlﬂq"[amﬁiumiﬁmsia?iamiﬁ’uqﬂﬁw
ﬁtﬂuﬁ’mqma LLazLﬂ§EJthgimi%ammwumqmnﬁ’uqﬂﬁwas}waﬁﬂﬁzﬁm%n'lw (Arman, 2014) Uen9INT
franunsaliiiieasnannuannginssuguilon virued uazetsual auanmnsalivssleviimefiunaysslo
N19N15R8U (Ang, 2011) LLﬁxﬁ@WLﬁﬁﬂﬁLﬂ?\iuQmmwLLazﬂ%mmmsﬁﬂﬁé’uﬂ’uﬂﬂ%ﬂﬁmLm'ﬁuugﬂﬁw wRgI5IY
lﬂﬁaQ’ﬁdaﬂﬁﬁamﬁsﬁmmma%qwaﬂsﬂ%ﬂmamiﬁmmﬁm (Woodcock et al,, 2011) SM CRM @ixasne
HaUTElonnIn1ItueAns Wy 9gld venwny gnA1selnd KaRUWMNAINMTAWL dIUATEINAIN Loy
msanfuu (Choudhury & Harrigan, 2014) aghslsiina MNBIRNTFaINsTiavasne Snen wasuSmsanuduig
fidudou wagldfunadndmagsnisuegalinue asAnsdosduaiNfILNNINaIA N131E WaENISUINT (Acker
el at, 2011) witnImnaiuiesiosflulssiuresnisld SM CrRM Aiedldnsounqu 3 Fundn Tdun
MIAAIN NTVIE wAZNSUSATS diead mausleniin1an1siuesnng (Mosadegh & Behboudi, 2011) et
FeaauuRigIu H1: SM CRM #umisnann funisws uaedun1suinis dealvinausslomiminaiuesding

VLT
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msdansgnénduiusmededauiunisandunussnssy

iwdosdlomsmananaiigmiranltlugadedsan A SM CRM Fadumsld CRM sadumaluladdedsny
(Socail Media) (Kupper et al., 2014) ﬁﬂ%ﬂﬂmiLLuzﬁwaﬂﬁﬂsﬁﬁaqmiamG’fuv;uﬁm’[ﬂ’fm‘%'mﬁaﬁ wswuadesio
fisjaiunisansunugsnssLaYSUUAMII (Parvatiyar & Sheth, 2001) T6uA fuyunissans fununisuing
(Schaupp & Bélanger, 2014) sunun1318 (Tohidi & Jabbari, 2012) aadlidngluntswaiananatlul (Tohidi
& Jabbari, 2012) Ssuyumariiildsunundnlumsndauarnsuinisiiiuiduedounuasugioresesdng
figniFendn Fuyugsnssu (Williamson, 1985) 9nnsanwlusfinsanmd 2 waaslisiuin AM feudusiug
Beauifusiuyugsnss (Cheng & Lee, 2011) Barriiiunsussgndld CRM dwmanssnuisauiudssavsamsuny
wazfiddyesnsBadosseznatiuly ssdnsannsndouinisld CRM Aifiusyavsa gty vilifunugsnss
anasidony uasiiinilstudon (Krasnikov et al, 2009) SM CRM 3 Tmunnisves CRM Tassnannsingiu

i) RM (Harrigan et al., 2015)

RM

CRM TCT FB

\ 4
Y

AT 2 NANTSITENR UL LEAIAUFUN SIS

SM CRM @@ mﬁé’fmmﬁqﬂﬁwﬁmﬁuﬁ‘gﬂw&mmﬁaﬁﬂﬂm (Band & Petouhoff, 2010; Greenberg, 2010)
Fsnnslfinaluladdedanusineg ansnsaanduumsinsedeas uAuALAYANUEBINSEUILNSToYA
N3UsEaUU (Gurbaxani & Whang, 1991) sllufisaunsaansunugsnssunenisnain uazaislszdnsam
siaﬁi’ﬂ%ﬁhEﬂumsﬁﬁﬁaaﬁamm@LLaz%umauiumiﬁminiﬁmhqG] Y8999ANS lliesrnsuunadnyselvajmini
mslfwelulafansaumaaunsoanduruginssuuasilugnadsslominenisiuiiitu damd 2 (Maler &
Seuring, 2007) rtiuagUlédn SM CRM deralyiumugansssanas osaneiesdofiiananvgud RM uas
CRM Bnitsdsondameluladdodinuivilidnanmnisinuiivgsdu dafunnugniesuasutugilunisi
530338 Sedamasiesunugsnsy FelanumenadestunAsmguifuuginssugnianedutemsiaLia
duitussywinesdnstugnéniiferlnddafumnniuuasnoliiAnauduiussud Tasgatiunisanduy

v 6 ¥

lassasauagsunun1sIansAuduiusgnA iR aauaziananouunugean (Rindfleisch & Heide, 1997

v
g a

Soltani & Navimipour, 2016) fatiuResisauuAgiu H2: SM CRM ¢Mun1snatn Aun1seIe wagaIun1susng

AIHAlFUYUTINTTUVRIRIAN NS
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AuvugINTTUAUNAUTETETUNINITRUYDIIANS

Funuganssy fe dunudiey AatuudlalfiAnannisuiauasnnsuinisfidumduiedounis
\wswgiavdnuesgsiin degniSendt duvugsnssy deilulsuduiimuddguasidudunidsesiunulunis
fuiugsie ¥nivinisiianuideinnisienendedeiuuas fuanunsaandurugsnssunarsaluianinillg
miﬁ%mﬂiﬁm%mwmiﬁwLﬁumuﬁqaﬁﬁu (Williamson, 1985) ansnsawusld 3 nduvian fie n3siases (Bargaining)
N139929@9U (Monitoring) wazn15UTUsd (Maladaption) (Gulbrandsen et al., 2017; Tomassen, 2004) éfuvlu
gsnssudsgnimnidusudslumsidonnine naddouandiiiuimauifunugsnssulagninluussgndliiite
TAnmantsdndunuiigdtu nuihnmsssendldvguifuugsnssuiuiamissuanauasauagouansg

ylinanauselomininstiuiinosdu (Brouthers & Nakos, 2004) dwsusAnsuunalraranisAne il

v
a v

312NN ANV NaveIR U UgINTINTidinenan s duruvesnnsvave Fwanis3dudliiiudn

1Y

AuNUFsNIIUiNagIauiuNaysylevin1in1stiy AuudsmunsoasulainunuginssulivnumndAglunisg

<

avilUeuneiuraUseleninn1stiuesans Juiumuneauin1sansunugsnIsuiilnadAydenanis
AMIUNUNNTIRUYDIBIANTTIATY (Tomassen, 2004) Feiudsausaasuladtlidiesansvunalaviniinigly
NQUHAUNUTINTTY draUTelerin1ani1siuesdns MuTwaunAsIu H3: N15anasuesduuasnssy baun

A15FBIBY NITATIFABU LAENISUSU d9alnauselevunIanNISEuaIANSHNLYY

nMsdansgnénduiusmedodeandenadenaysslviinanstulnerusouysdeiu
ANZEITINUMIUITTUNTTUAGY FAefulsziiu SM CRM fidsnadenauselewinnenisiu wui
mudedles 2 Uszidu Ae 1) SM CRM iwiTamnnisyeamsdnnisgnanduniug Tasanannsingrunguiaain
aduiud FaduaTesilomsnsnainiianinsaanduyuganssy wsgmehauiiiuaugnissuasutiugily
nN1391133n354 (Cheng & Lee, 2011; Krasnikov et al., 2009) fslunintiu sM CRM fimsthinelulafdedanuvise
v 2.0 11Uszenald (Band & Petouhoff, 2010) ?z%mﬂwamﬁ%’aﬁué’uiﬁmﬁmﬁgwmmﬁﬂLLaﬂmjmﬂﬁmﬂ‘ff
wialulagasaume mmmamcﬁunuqsﬂsmmﬂmimmmLLazﬁﬂiﬂgimaﬂﬁﬁ’nﬁumuﬁa%u (Gurbaxani & Whang
1991; Muller & Seuring, 2007) LLazmﬁa@éfunuqinﬁmiqNasiamaﬂisiaﬁuﬂvmmﬁﬁusuaﬂqiﬁﬁ] (Bresnahan et al.,
2002) a3U31 SM CRM ilunagvsiisjaiunnuduiusiugninlasendomeluladansaume dwasierinuansnsa
Tunsanduugsnssy uaznsansumussnssudrararaUsyloniansiu meinwadsitmgudfuussnesy
ileaBunpANLdLTUS TN SM CRM Auraustlevimenistiu Sadunisveieesinnuiann SM CRM dana
soANLaIsnlunsanfuusInTsIarilUgraus lewdnensduiiisdy
ofnTiHuINTINsAnwImadoudsinddudunadndue sssaunsalisuandugld SM CRM Snadiadl
MsIesnnneuansliiudsUseansninues SM CRM fidsuasoranisaiidunuedns (Kapper et al, 2014)
msifensiiAnluuiiuandaite nslifunusanssy (Transaction Cost) iWufudsdsinu WefumeaUsslou
M siuresesAnITluranssnuansly SM CRM Tull o 2008-A.A. 2018 9INMTNUYRLITIUNTTUATU
filahaefinmslifunugsnssuduiudsdmuvesanuduiiusszndtg SM CRM uagnaUssleninanisduves
83An3 (Uppapong, 2019) wawl f.e. 2019-A.f. 2020 AnzHITEVUNIUITSANTsUUIzAUAINGTs wudhdslddl

nslgiuusdeinu (meei 1) sddednmsldiuugsnssudusudsdeiu Werumnadsyleginiinistuees



01SaNsSUSMISSSND UM
IdUR 28 WABMAU 2564

safnsTdunansenuanmsld SM CRM Aaludsisaunfign He: m3danisgnAnduiusvnsdedinudnasie

HaUsgleninansRulagduAunugIN TSy

A191991 1 N13dansgnANduiugndedsnuiuraussleviniainmtuesdnsingldduysdesiu

fauusdeeiny UNIYIN5H30UN Y
(Mediator) (Authors)
AUENsaluNTIAN1TENAENITLS (CRM Capabilities) Foltean wagAmy (2019)
AUd5veIN13TAN1IgNAENTILS (CRM Success) Soltain WagAgaly (2018)
mmﬁ’mﬁﬂiuﬂﬁmauauamﬂﬁﬂ (Customer Response Capability) Nam uazaae (2019)
mmsgﬂﬁu%m@ﬂﬁﬂ (Customer Engagement) Garg wagaguy (2020)
NOANTIUTIUINNITULAZAIINES 19855 (Innovativeness and Innovation  Domi wazags (2020)
Behavior)
nsatiugnA N1sUSNIsaNAuAazyARa AMAIMNNSLYIUINTS Bukola wazAniy (2019)
(Customer Orientation, Personalized of Services, Service Quality)
MSAUWEANALYA ANUELITONNNTAAIN AAIVEIGNAT Minh Ngo uazAady (2018)
(New Product Development, Marketing Capabilities, Customer Value)
msl¥dedinueaulail (Social Media Usage) Bhatti wagmae (2019)
AIURNTLYBIGNAT (Customer Engagement) Dewnarain WagAy (2019)
MIALIUNTANENAINIIARILALBIANS (Later Implementation of Dalla Pozza wazpde (2018)
Organizational Alignment)
N31eUs1UNAgNAN (Customer Empowerment) Aldaihani wag Ali (2018)
AufisnelavesgnA (Customer Satisfaction) Marino Wwag Lo Presti (2018)

I A IeduaTe
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INNINUMINITIULIY ANZEITeAMUAANNRFINIY 4 To wasasunTouluIAANITITefnIma 3

TCcT

SM CRM

A4

FB

AT 3 NTBULLIAANTTITE
53108U75798 (Research Methodology)

V% 2w a =& < aw a o 2 v v 2, a4 = =
ﬂmzmﬁ]ﬂ%mﬂ%LEUﬂlJimmuJumi'mEJL“Uﬂmi’mLﬂUﬁuamvaIiﬂEJI"ULLUU?{EJUﬂ’liJLUumeﬂJa Imamwamaaﬂ

=De

A

nguditeEeuazIsinusIuTwtaya

nausegifeRegsivailusemelneiitunsfouifyeratudinnuduaiuiaviarunnaig
warauIngen S1u 931 Wit Adunsdndsanvanshuasiuuaeunwiusznoumsgifoatt Ganou
wuvgeumuanIaienneuslusualduazniseaulatniendinnisds 2 §Uam AnsdTuAnlunTRnse
revuuuasuanilsifinisnounduiiiednnsmean wasvnanulssneuwidadalslssuanmnefiassiunis
didnsou wawilonailu 2 dUami dudunsindeaeuniufsznounisitlifintmeundudnsey udsni
2 et asusunuhfinuvasunudndumsiglifedediu 106 v Eaduiesay 22.89 voenquiieg1)
wagdlwuuasununaunauIIIY 161 ¥a Aandudesas 34.77 veanguiiedny) {Ussneumsgsialineundu
mslsudduniian Andudesas 84.33 veanmeundy wasneundumissulallnedndsiuas/Mioauny
Ae13ldn Anlufosas 15.67 veansnaundu

frnsoaLuVABUMUTIUTAY 161 %A anaknasTlumsdndenngusioss Tiun gstaadniuians
guranantazandn edaliuinsuudiedutes 3 U wasdmiunavesaniulszneuntsmnadedny
ogtion 1 ina vdiandnnsesazuin wwuasunwiimmgnAoaraLysais L 157 90 Ealiuiesas 33.90
voundushet) faludnmmeunduiivensulimnnuisefidiun (kumar et al, 1998) Sunougaiinedszidu
onimslineundu TasFsuiisussnitnisneundunaslinoundu Ae nauiineuludrsuiunguiineuly
fasuans Taeld ttest luntsmmaeu 2 nau lefinsandn p-value fosnd 0.05 wansivis 2 ndulaiumnseiy

(Armstrong & Overton, 1977) asUiuuasuanudiuiy 157 ¥a anugnaesuasasysaianansathluliasisila
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MIWALLATNAFaUIATDD
meierdiilfnuuaoununduedodlelumaiuiusdeua lnefduneunsadaussiinuadosle
3o il
1. Msaduaziaueaciodde
Tuduilesueivuneulumsauaiedioide sudnssuaunsiaunesedlefld dil
1. Anwuagiessissunsafinedestulssduiine dvuedoudufiinsie it
Tunsdnyintariniu
2. ahuvuasunuatuiilasBanudemdufod fudsitfduianieiode Tauaznaaedd
s Snviwinsufudsudlalimnsauiuuiungsieau
3. thuvuseuamatudweunifideiney $1wm 5 519 Weussiiumunsadessdng (Face
Validity) dhdaiauauiusunuiulsaiam
4. ynessiransadailem (Content Validity Index) mﬂﬁﬁmmw U 5 AU RANUTIAIRTL
arumsaduiomusaaiesdionawinfy 8837 Wuiiunast wansidswaudesawiesas 88.37 i
nsUsuiiu dmdumdeiianunsadaiiomuedosaumetedewintu 1 Swrioideranuiuiinrunss
L%m,ﬁamﬁszﬁuﬁaﬁﬁm .05 (Lawshe, 1975)
5. vaaedliindil 1 Audussneugsieatfildldtunsdouddnnuduaiiiamiavuanatuay
YAgo S1uIU 30 AU SiAsIEimANAITIEs (Reliability) Tne3ansmedudseanannuiissves Cronbach
flANsE9i19 76-95 (Nunnally, 1978) wazdaszsieiaruiiosnonlndn (Composite Reliability) wu1n
ﬂfjmmaaqﬁ 2 flAsening .71-.94 LLaminwuaaumuﬁmmLﬁmag"lummﬁaau%'ﬂéf (Bagozzi & Yi, 1988)
6. naaedliindedl 2 FutnfinuUSaain UIMITINT N Inerdenassliulsemelne S1uau
262 pu WenTadouAUAMFUAITIsnddlaTiais 1HRIeTgiesAUsznoudsdusu smensuszanauem
anaululigean Suaundunaaesdianuvsngautumadadl nasiiansan Wt e CMINDF fisswing 2-5
A1 CFl wag TLI IA1wnndn .9 waggayiner RMSEA 1y .1 wanreseslofiruiissddaseedne (Hair et al,
2010)
7. ATI9EBUAILATITIATIATLAZAIINATIBIT LU Na1sanlusiay Construct APILUTUTIY

fartoldade (Average Variance Extracted: AVE) finnan 0.5 (Fornell & Larcker, 1981)

2. 1A30931973Y
25 UNELAIDILDIVUTINIUNITHTIVEDUSHUIBULAT LWUUFBUAINE 3 d3u USenaumaey n1siinisannis

anAduuSndedIAY AuuIINTTY WasnaUsElevin1an1stiy A9 2
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A5 SM CRM

1. AIUNIIRAA 4 Choudhury wag Harrigan (2014) Jayachandran uazague (2005)

2. AUNISUNY 5 Chang wagAalz (2010) Jayachandran Wagauy (2005)

3. ANUNITUINIT 4 Chang azAnz (2010) Jayachandran wazagadg (2005)
AUNUTINTTH

1. NI7DT4 3 Gulbrandsen wagaade (2017) Tomassen (2004)

2. NNSATIVEBY 4 Teo uae Yu (2005)

3. nMsuiu 5 Gulbrandsen Lagpue (2017)
naUseleg NNty 5 Chang wagaaly (2010) Wongsansukcharoen wagagg (2015)

3. #0AN13IY

nslnseviannsdilaseaine (Structural Equation Model: SEM) tievaaauauufgiuidediniy
nszvIumMsveIsA e mguiTiduniseswnmnsgilunmsise (Hair et al, 2010) uazifumedianis
AinrgauuRsuszriiuususansq dadendeuiufitenlilunsidenann dmiurenduas SmartPLS3.0
unilduseundindurenduniflaadudmiumsiinseiauninddasaiaumshdasaiosfignuisdiu
(Partial Least Square SEM: PLS-SEM) lagnsuszanapiaanusuisdanaiviy 91nn1sWaunves Ringle way
Ay (2005) waraMTld PLS-SEM sigmsidoadsiifesnisuenennud sM CRM Tnsvwnuifunuganssy
weSueArduiuSIEIng SM CRM fusausslosinansiu fngusogsuunadn Snitilsiiitonnadesiu
\Aenfunisuanuasdeyanionisnszaneswesdoya wazinzdmiunmsinszsilumaiinnududeu (Hair
et al.,, 2010)

Nan1sAne (Research Results)

aun9@alAsasne PLS-SEM Usznaudme wuuinaedlaseasna (Structural Model) uagiuudiasinisin
(Measurement Model) \Juigaun1sidalasiadnnuuidsaosiosfian I3iUdgnuszasiieuszanaminiiy
duiussevisindswltlunuudnaedassaing saudmamanuduiusseninsuusurawagiudsdunale

Tukuuanasan1sin HadAsIzy 4 @1 A9t
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SM CRM FB

i

AT 4 HANSIATITI

1. manadeuduszAvinisindula

Tudifinsannaen e nsifuanuuuiiaes (nmd 0) fedanadosdu fed

1. ofuUngANMLUTUTIVYRsT LT WUy sueanayselavinamsiiu A1 RY = 314 uanei
frauusudlena 2 ¢ 15l SM CRM WAZAUYLEINTSY HAuuUsUTIY 31.4% YaanunUsusiulusianysuls
naUslaminienaiu wioesuigldinfe 2 dMuusulsufuedueanunlsunuvesiuysuamayUseloyd
mamsduluszaudiunas Wefinrsanat F Square wuiiduususanasly SM CRM (FF = .083) Effect Size 61
wansindshiaansansianudvisnald wisusugsnssu (F = 224) & Effect Size Urunansiusnuusus
HaUsleTin1anisiu

2. ghunevnaLarsULUUAUsEAVSIdUTIBsLULTIans wudnsld SM CRM veagsivadinade
FUYNTINTIY (-.348) mumenaUselenivnanistu (225) kanstanuduiusseninaduniwensiy SM CRM
Hanuduiuslulsauiuiuyugsnssy winduilanuduiusideuiniunalselovinianistiy dmsuanuduius
seradumavesiunugInssuiunayseleriniensiu wuiiianadiiudteay (-418) agulsingshaaiild

SM CRM Hualvifiunugsnssuanad uazgmsanasiunugsnssudmnaniillgnsmuivvesaysslovimenisiu

2. NMSNAFBUFNUSLANTLEUNS

[

N1IATIVFOUTLA AR ANdNUTEANSIdUNI9zADITUTud AYn19ad@ p < .05 uag

&

a

T-statistics #A1gend1 1.96 uansdrAduUseansidunsaduayuausRgiunuldeiuies (Hair et al, 2010)

3

o o a

AduUsEANSIdUNIuUUTIaedlA9ai1e (Inner Model) nnidumelideddmneata (0 4) wangaadd

o

sl SM CRM vesgsivathdaasienaUselevinianisiuagradiduddgymeatia (¢ = 2.96) uonainuu msly

o
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SM CRM Sadsnasediuyugsnisuagniifedfgnieadd (¢t = 5.57) wasduyuginisudasionaussloning
a 1 a v o L aa v a ! o/ a Q‘ J v o a
mM3RuediidudAgnealia (& = 4.65) vavangvidssavtidumauuuiaedasaiumagiomiiums
€ 1 a £ v o o a . & 19 a '3
AIngiAdlsgdviiduniauuiaesnsin lagn1siiansan T-statistics willeuiu asunan1slas1sinunmn

LUUTIADINITIAVDIIUITY HIATSI9N 3

M157471 3 A1 T-Statistics a9 Outer Loading

Iltem SM CRM TCT FB

fun15Ra1n (MAR) 39.964

funsuNe (SELL) 44.413

AUNI5UINTT (SERV) 33.938

AUNIIUSUA (ADAP) 9.643

FUN1519531 (BAR) 24.716

AuUN1INTINAU (MONI) 21.266
ANNNI0ANAUUTINTIH (FB1) 8.380
fwamlslan (FB2) 23.742
Qﬂﬁwswhmﬁmgﬁyu (FB3) 23.357
NE]G]E]ULW]HT]’]?@W!U%Q%U (FB4) 13.242
drunvamenisnanaiulnedesinga (FB5) 14.822

3. NANSVAFRUANNRFIUITY
HanARBUNUATUAYLIT 4 Aunfigu Kansed 4 uae 5 uarasBondail

H1: SM CRM dsralsinauselovdmamsiudiutu nansinssinuidudssansiduns = 25
A1 t = 2,96 uazdld p = 003 wandlidiuimstd SM CRM vesgsRnadswalyaysslotimansiufisdy
asulihaduayuanufguindliagisiduddymeada

H2: SM CRM dsnalifdfunusansssanas nan1sinsginuinadudsyavsiduns = -3¢ a t = 557
wazdlan p = .000 wanaliiiinsll SM CRM weagsivaUdsalisiuyugsnsstanas agdlinaduayuauafgn
AdslSodatiTod A ann

H3: funugsnasudmalinalsylesinimisduiiuty wan1sinmzinuihidiseansidunis
= -41 1t = 4.65 uagdl p = 000 uansliFuiuNuEINITIARAsd Al AU sE eI Rufisdy a3

o o a

Iohaduayuaunfgiundliegdidedfynisata
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ﬁuuﬁg’m Hypothesis Path Coefficient t-values p-values @3Una
Path (Direct Effect)
H1: msdanisgnanduius  SM CRM = FB 25 2.96 003 aluayuy

NNFDAIAULDNTNAsD
NaUselgyuNI9NISHY

H2: MsdanisgnAnduius  SM CRM = TCT -34 5.57 000 aluayuy
MeFefinNiiBnSwasie

AUYUTINTTY

H3: AuugINIIULBnENasie TCT = FB -41 4.65 000 atduayu

NaUsElgYUNIINISHY

Ha: n3danisgnArduiusnnsdedenudsnadonatsslovinsnisdulagsuduyugsnsss
MM9M979A8UFULULRLUSANY MaNSyUILNISYRY Baron Way Kenny (1986) 4 Funau Buaniasisidas
adfnsanaopagnadne sewinen sl SM CRM funauselemimansiiu (Adudssavsidumna = 577 p = .000)
il 2 nageumLETLS TN SM CRM Audumuganssy (dulsyAvSidums = -590 p = .000)
fuil 3 namouAuBITLS T ussnaTuRURaUsETEsiNMINTRU (AdusyAnsidung = -586 p = 000)
dmfudugareiinsideadinisannoeny n1sld SM CRM fudfunuganssy saudurhunenausslenting

a

MMIRU (AduUszanSiduny = 286 p = .000 ANENUTEANGIAUNIY = -598 p = .000) NANITIATISANUI

[y

ynnsnadeuldeddyneda Waesedunsnageuthedulssavdiduniavesdud 1 fie 577 Wisuifieuiu

Fugpiine fo 286 wuiedulszanidnananas aguldhiuusdeinlumsinuniide Partial Mediator
NANTIATIERIITT 5 uandliidiuin dadeitdvEnamenssionauselovimeniuiiudaungs
wnndnifededug fe dunuginssy SuduauduiusiBsavegditedrdymeadn vasdinisld sM crRm
fidvisnastenaUseleimamaiiuimamssuasnsden Tnefnwrnudunussnssy anamslinseilusuuiang
dilassadne wandliiduh fuyugsnssudududsdenuiiiavina aguldhatuayuanudguidly ol

o v

YANAUNNIADS

<
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M15199 5 ANBNSNaTIU (Total Effect) A1dnSwan19mss (Direct Effect) AdnSnani1eoey (Indirect Effect) 984

A5 SM CRM Miflnasanauselastinieniseu

TCT FB
fauls Direct Indirect Total Direct Indirect Total
Effect Effect Effect Effect Effect Effect
SM CRM -.30% -.34% .25% 14x .40*
TCT -4rx -41%

aiuseIazaFUNan15398 (Conclusion and Discussion)

Sofimsanvuedvisnavesdunsedofidsaronauselovimnsiuvessioath anransitase
A 4 wuhueavEnanenssTidmasenaUstlevinsnaiuvesgsiaa Ae nsld SM CRM wasganiaau
FUNISIANA SAUMITNE WATFLUSNS (AALUSEAMBIEYNG = 25 f1 t = 2.96 wawdle p = .003) sgdiduddy
VNERRTISERU 0.005 donrdasiun1sAnwiiinuan (Acker el at., 2011; Uppapong, 2019) SM CRM danaste
anuanansalunsanduruganssy mafladiudy gnéelvlfistu nanouuLLNITaMmUANTY uazdLLY
ALty Saiinszsilaiunndisainnisinuiiiiuen (Trainor et al, 2014; Uppapong, 2019)
wname3mif-ﬁ’mmiqﬂﬁﬁmﬁuémﬂﬁaé’ﬁﬂuﬁﬁugmﬂ%’ﬂ@wmmﬂmwﬁmmmﬂ@qé’mﬁuﬁ‘ (Harrigan et al., 2015)
Avdndyuemguii fe nsaaazdansanuduiusiugninedisiotios amunsatilugraustlovinanisiiu
wnesAns (Morgan & Hunt, 1994)

Snitansld sM CRM Tushumseann dhumsue wasduuing dsviswanemsadisuandeduyussnssy
anas (AduUsEaVBEUNIe = -30 f t = 5.57 wardldn p = .000) athaiiudfumeaifvisysiu 0.05 donadas
fumsfnuiiiiua wansliifuin RM (Cheng & Lee, 2011) wag CRM flanuduiudisauiudunugsnssu
(Krasnikov et al,, 2009) wmmazaTesdlelilinguszasdilonnsumilneninfiurugniesuazusiugilunisyi
§3n55% (Huges, 2002) SM CRM @131308ARUYUN1NNNTAAIA (Schaupp & Bélanger, 2014) aAAuUNUN15INY

(Tohidi & Jabbari, 2012) waraRAUNUNITUTATT (Schaupp & Bélanger, 2014) %ﬁﬁunumdﬂﬁﬁmjﬂ AN

'
=

sanasu (Williamson, 1985) Bnvidsaanadastuuinfniasugaans fe nauiduyugsnssy figmiwiliesuy
mMsfmunANduTusaznshaneiunsiusgninsgsiatugndn neliiAnanaduiusiduazs aulud
mMsdamsanudiusgndilififigauaziiiunanouunugean (Rindfleisch & Heide, 1997)
Ussiuddniiatiuayunaniside mald SM CRM sesgsfvatrdamalsiduyussnsuanas Ae SM CRM
\Wunstaunauserindennsdsan (Social Media: SM) wazmssn1sgnéndusiug (Customer Relationship
Management: CRM) ‘vﬁaﬁm}asﬂ&hﬂﬁdwmﬂ%ﬂﬁ%’mmigﬂﬁﬁuﬁuémuﬁaﬁaﬂuﬁ’maq (Harrigan et al., 2015)
Fsmslimaluladdodseuiidvinasemumansnvesnsdnnisgnénduius insziliAanisildiusnlunis

aunu1 MUY wagnsiEsuas1ieNduiusiugnan (Trainor et al, 2014) uenantiu nsldmelulad
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v

FodanuanunsoansuyueInssuenIInaIakaztlgnaussleminianisdunady (Maller & Seuring, 2007;

Gurbaxani & Whang 1991) fsiunisuaunauiuves SM uay CRM dedndudienduuarddyethabsdmu
ssfalunTsdduamumegsia (Arman, 2014) fafunsld SM CRM Tavsualsiunugsnssuanas

ASUBYENaN190BN NU AUNUTINTIY UTENBUME N139HBTeY N13RTIdeU kasn13Ususi Javiswa
sonaUsEloviansiuvesssiaat (Andusyaviduma = -41 @1 t = 4.65 uazil p = .000) waztPusuys
deseninanisld SM CRM Ausausglovimsnisiuvesssiaanegaiidodfaynaaiiissdu 0.05 nadiaszs
aenndostunAnATegmanisinslinguifunusinsaniioofursnsiauanuduiusuas nisiaie
funatuszarhsesdnsiugndn WieliAnanudiussud duthluiidununsiansanudisiusgnéliian
Lasfiunamauunugean (Rindfleisch & Heide, 1997) Bnnsdssegndldivnuifunugsnssuanusasiliia
waUszlerdinanaiuiingey wanddiiiuihduuginsuienasdmalinaussloninnstuosnaiiuiy
(Brouthers & Nakos, 2004)

SM CRM wosgsivaudsnalinalsslovimnsiuduiuimmsnasmedon waidoaanadosiy
Wongsansukcharoen uaamg (2013) msfinassifipnosiiunndsmnmsfine s fo mslimmugsnsm
\Wushuusdesihusznintemuduiug SM CRM furauselowimmanisiussdng dsiuussnsandufulsdsiu
Avimihiideslossening SM CRM waznaUsslomivnanisiuesdng uansiinsansunugsnssuvegsiaau

Yupdiun13ld SM CRM SUAIUANISHIMUATINTINMUNIIAAIA ATUNIIUY LAZAIUNITUINS TaunugsnIsy

'
=

fanasdsualsinausslovinamsiuesinniiuty

it agUns SM CRM funseana §1un1sue uasiumsusnIsuesssia ansnaniuugInTI
wazthluguavsslovinensiuiiiedu Sndnldmouifunugsnssnduiusdelfdusdied wang
vt mguifuugsnasuanansnilueduisauduifussswinamsté SM cRM funaussleminmanisiuil fe

N3YLILYBUWAAINTALITU SM CRM wagsuyugsnssuntluguausslevimenisiiu

FaiauauusgUf R

SM CRM snunismann anansaaasuyuiaziilugmsiismaysylewimenisiu Inegsheaunsadoans
fugnénfitidnuaziuneyaea viliAnmsdhisteyaBsdn (Customer Insight) wasiinnuduiussudtugndn
UonINT a'mfﬂwiwﬁqmmé’aqmsﬁumgﬂﬁﬁlﬂmaLﬁmﬁﬁumdau ﬁamwsaﬁuﬁmﬂasﬁm UIATITALAY
duaredt iolluuiulsAsuaduiuasuinslimnsfuanusissnisvesgndn Snvisanansoidosane
wielilunmsnausumsnanavierimunuesgnisnaindinsaiuaugioanisvesgnai

SM CRM sunsene anansaansunuiaziilugmsiumaysslowinansiu lnogsiaaumniugni
vuedinuarldsudstayagnAuasgudsiuiiiety wasausamlenalunsnefivengay vonaindy
mswuemgannsatiluglomalunsussieiilasuazmsuesasen (Cross Selling and Up Selling) 1y gnin
farldusnmsauniag W wiannisaununiugnéndsilivsusioyagnénd Tudnlduudgndrasdugan
TufSusmaausa Ssdmmsieadulomalunisnedesenlifugnd Tnegsheatiansmiauoaurdmsu

WanlvilignAiues
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SM CRM fumsu3nis annsaansuyusaziilugnisiismausslovimansiu laegsheasnsatsnis
Tifugnélfegnedussesnasudy wasannsofsmunanouiurdenszuanngnildlussesnasund
Wi SM CRM Bensdnnisgninduitusiignliinumsdedsay dnfudussnounisanunsnendedesmadodan
Tunsliusmsgndn Tiasdhutlynisemamiiietudesy wu msdanne nsmeudam 1a LLﬁﬂﬁxﬁ"ﬂQﬂﬁw
aounmTgazBeAvesduMuasUINT MIlanInnuAnil Tngssiaasfesinisneunduiiiowandiifiudsnn

' I3 = Ay v dw ' £
LE]’II‘«]SLﬁLLaSLUUﬂﬁLWNUQﬂMWUGﬂUﬂquL‘f]’]‘lﬁﬂ.J’]EJiJ’mSUu

Uszlaviiang e

SM CRM dnduassiosordotladosnumaluladasaumaiionisianisauduiusiugnd (Sohrabi
et al, 2010) nislfwmaluladasaunadumssuiunuildfioudasdionssduamidonisuasaudniy
osgnin uiduldnnnindu fle aunsaduiiugnilumsinuniauremeaud mwing wasnisilignd
Asegiiugsnanaenll (Hastings & Saren, 2003) Frusulsimadidlunuusiass e msveusunisiiinelulad
(Technology Acceptance Model: TAM) w4 Davis (1989) iieausoadinnudiladiaisniseduieniseausu
nskinaluladlvl wesilelansnsuemspalunssuiaseloniiliuanmalulad nseeuiumalulad
swdeuUsgansnmlunshauvesyaansuesesins wazdsuluismnusndiaraugniosivilin
fUsednsnmn SLumiiﬁ’aiuauﬂﬂmﬁaﬂasl,ﬁuﬁaLLUiﬁLﬂ’J’MjLLUUﬁTmm Werfiun1sesuneUseAnsnnuasaanis
ANTUIIUDIANT

SM CRM dawasiaUszansnmanuduiusiugnan (Harrigan et al,, 2015) lagdndvinimaaey
Tiutsrmuduiudsening SM CRM AudszdnSnmaudusiusiugnd (Nguyen & Mutum, 2012) fstuns
UssAvsmmanudintusgnd Ao eowifisnelavesgnin Jayachandran et al,, 2005) uasmfiswslotuda
sonanTsduiunuresgIAaiiity Wy Matedn Feifty uarduq dnfulssAnsamanuduiusgnénsdma
panaUszlegunIINITRu é’ﬂﬁ?umm‘ﬁ'uﬁaLLU?Uisﬁw%mwmmé’mﬁuﬁ‘ﬁuqﬂﬁﬂ Wushuusdeluwuudiass
upnNu nsidelusiavniinisinufisUssavdnmenuduiusiugni ssfosnanisnsidsuutaes
Faunndouuazaududulunisudsti (Competitive Intensity and Environmental Dynamism) inszauys
wianiasvnadeUsE AN Mwaud TS Tio19ana anwnedoufiuAsuulaseguradidmadongingsy
Ll,azmmﬁmmiﬁuaﬂqrﬁ? (Jayachandran et al., 2005; Choudhury & Harrigan, 2014) DiMaggio ag Powell
(1983) wansliifiuindauusiudanndon Wy nmgnsudstuiizunss anmwndoufinruulsunu an

1% v o

RoeNIvBIgnATlUAsuLUaY wasauimutvewnalulad Jeduwmaniuduussnasuligsiadanssuiuns

v Y o @

doymgnarduiuslaeniunssnuignaild sufwansenudedsedniamnsaiidunumuanuduiusiugnal

'
a

anas nuddeaslailadduwdsdinddilusuuiiees astudedivanuauysalveuuuitaedunside

A3atl ns@nwilueuArmITTavdmuUTTawmanidnguuudines
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