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Sidnnsedind (e-CRM) fidnaderuilenelavesuilan 2) avwianslavesiuslnadidsnasie
AnuAndvestfuslnangy Generation Y onduogludminnsaummuvunsuazlduinng Grab
Taglduvvasunmuiduaiesislumsiiusiusudoya $1umu 425 Meehs dwsumsiasesils
fmsldafifinsiasginnnssidanyan

HaN153eNUd Freusvuasuatudulugiunandgs do1gszning 25-31 T
anunnlan wasilseldromou 10,001 - 25,000 U 14USn1s Grab tienisdsenmsiiu
dnsnn Tnedianudlunislday Grab Hesnin 3 Yuseduan eglugisian 12.00 u. - 17.59 u
wazdialidnedensliuing Grab Tuusazasaegil 101 - 200 VIm wan1sANw MU Jadenns
JansanuduiusgnAtuuudidnvseiing (e-CRM) leiun dunisdsanrunedidnnsedndnimsy
Haduiunsdoassznineyana Jadesudvsfiay wazdedosunsiuianeda dwasionny
fanelavedlduinis Grab warladuanufisneladwmadeanuinfveiuslng se1ediduddny
nsadafiszdu 0.05 nuan1snwiluafeilifulsslovidedusznounisiifosnis¥nen
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ABSTRACT

The objective of this study was to investigate 1) the factors of electronic customer
relationship management (e-CRM) that influence consumer satisfaction. 2) consumer
satisfaction that influence loyalty of Generation Y customers residing in Bangkok who use
Grab services, employing a 425-sample questionnaire as a data collection technique.
Several regression statistics were utilized in the study.

The result found that most responses were female. Aged between 25 and 31
years old, single, with a monthly income between 10,000 and 25,000 baht, and most
orders meals via Grab. Grab is used less than three times per week on average between
the hours of 12 a.m. and 5.59 p.m. The cost of using the Grab service varies between 101
and 200 baht per trip. Electronic Customer Relationship Management (e-CRM) factors,
which include direct electronic mailing, online interpersonal communication factors, an
online Privilege factor, and an online Perceived Reward factor affect the satisfaction of
Grab's service users, which in turn influences the consumers' loyalty in a significant
statistically at the 0.05 level. The findings of this research will be useful to entrepreneurs
who wish to develop long-term connections with customers by using online technologies
to suit their demands for customers to feel satisfied and loyal This will result in long-term
corporate development.

Keywords: Electronic Customer Relationship Management, Customer Satisfaction,
Customer Loyalty
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\leannuimnssunazinaluladeing q TudlagtuilifuslaaEudiuasunginssu
mnmsdsdedudmmihiunaneuidunslivinmsdteauiuutenseuladinntu Fudu
mMsteiiunuazmnauieliiuguilaaviliguslaaasnsadeduilinniinnnalaglides
oonlutiodudnies dwmaliigsiadrouidisvvasinefinisveredufindu Mnuadisavesudise
ndnslne U 2565 Arndyarinain B2C n1swidiwddidannselind (Electronic Commerce)
U 2566 fin15U81860 4-6% WIRUTEUIU 606,000 — 618,000 @1UUM (Econ Digest, 2565)

sl Grab o U3tiivhgsAedmeudifudususunidluns fusendeddiliusnisannu
agmnungnémunmfeansluldaznimesemelulafasiels uaznisjsiufiagiann 1ile
1ﬁ’LLaUW§Lﬂ%'ummsaL%WVLULﬁudauwﬁﬂu%ﬁmizﬁﬁumaqqﬂﬁﬂ (Fsanagviyad, 2564) 310
BNUmMIURsIRNaNes U 2565 lnglddnuwmginssuuazdisannudndiuglduinnsidse
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unannesuindeTluniiniaedeny usenidediis 6 Yssme 18ud Aselud siauds Boaunm
ulnilide WaUTud uarlne wuiseanisindandneiuuunanrlesuuniuvingianaléing
ulatudia 2% sauisyarinislidnesenoines Grab Food - Grab Mart LTy 17% wiowey
T 2562 (Grab, 2565) Bnvtauusud Grab Sxfimsueneuinisladafindeoufiunus (Grab, 2561)
iiglaenndosiunsiiulnvesnaindaeuiise andinaniundrsiuaziiuldingliuinisssia
wdssdidnvseindisuuiindusgadiuldda vlidnnsaaiadiuuumsunadulares
gafnegedsbu Tnesjatuluiinshmsnaiafungugnén it odudkiunisoaulad Tasnisi
szuumsdnnsanuduiusgniuuudidnnseindunliifioviligsiaanmsadnugugnaiis
15101 Sﬂﬁgqé’qszmﬁmﬁwmugﬂﬁﬂmj LLazLﬁuﬂizﬁm%mwiumiﬁwLﬁummaqqiﬁa (Karr, 2023)

ngal Generation Y Wunguewdiiinlutag wa. 2523 - 2540 flengsgning 25-42 U 1u
nguaufifisuunfigaludsnunisinn Sureumnusndiiiudumauing warnsliTin
YOULAAIAUARLIAY 19U N33 AUATILReY WiansTidwmsnluniseenanufaiiuuulan
poulat Aufussiadsinsfinanovaussiofuilnauuuitudl Ssazannsafagaguilaanduils
wunduguilanvesnuld (Fillgoods, 2021) 9101158159990 19NURRUITINTTUNI
didnvseiind U 2565 nuiingu Generation Y Wunguidenlduinisdsemsesulatinniian
flv 0.29% Tnedsrnuueundndudusnananniigaiis 88.47% deuslnanguiidodunduiia
fdsdoge S9eldiiduas uaslendodudriusauladnnirderuminiiu Guimsngamm,
2563) uazilosnyszanslunsammamuns fwginssudifesnisanuazminuazsinisavinld
woUndaduiitisatesiu Food Delivery lisunaudsnnasidrluiludrundslunasld
Finszfuveaszrnsludminnsammmuns Tnsweundinduiilugendeusudunilaiude
Grab Food ﬁﬁé’uﬁuqﬂﬁﬂ 36.2 % (@010WAITBLas AL U Ine des1wdginuaunadmszen,
2563) ¥ilwlud 2564 aelu Useinelne Grab anansosiilfunannasu Grab Food Fuluatn
$79%a Marketeer No.1 Brand Thailand v3ensidnluifunusuddusunisvesnafuifely
fuslnA Just222, 2022)

MNMIMUMRTIANTIINUT Tnsfnuiiedestudadesunsdansgnénduius
wuudidnnsednd lnefnwidnsnaveanisinnisgniduiusuudumesidniidsuasionisiuy
Qmmwmmﬁuﬁuﬁ‘ﬁugﬂﬁmazmmﬁ’ﬂﬁ‘uaagﬂﬁ’] (Lam, Cheung & Lau, 2013) U3¢
funsnatadaduiug Taefnuidnsnannuiianelavesgnindidanareninufnivesgndn
(Mittal & Maity, 2022) waz BvSnavenpsesiiedoasnsnainfdralunsadnnufianelaves
anAn NMsildusiusuumideniy wazn133ansgnaduius (naen guned, asas Tnwuduns
way @309t 535uERaeA, 2565) 91nnsAinwfinaniundraduaziiuledn g3nalatinisldni g
Fansanudusiudgndmie CRM lugsiariiesilignnidndsouusud uaziinanufndsde
wusudluihedian uiludlagtulanlfiddgaiivanntu Tnevanegshalddinmiunnssuuas
waluladnig 9 L%"];Jﬂ%lﬁ@lﬁﬂ15%’@mimmé{mﬁuégﬂﬁwﬁﬂisﬁw%mwmm?jqﬁu ERDRFGRE
ATeRnIRUNsTansgndduTusuULBIEnnsedindvosuusus Grab fiideliarmaule
Anwlundail

TnefnwinisdamagnénduiusuuudidinnsedndfesdussnouiifitoasAnuluadsd

oA 1) A1UNISERaISHININNUIEBLENNTBTNENIIATI 2) AIUNISADANTIENINNUAARNIUED
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ooulatl 3) srunsliansiimuriuszuueaulatl uaz 4) Mumsiuisetariussuueeulaiil
HasioAuienelanazaudnAvesuIinAfawu U Grabiummmﬂiamwumum Fadl
LﬂmmEJLwammaaEUﬂJmi‘]f\]faEmmmamamquWaiwawmimmuiuwmifmmi
Avudiiudgnénuuudidnnselind (e-CRM) w8suusud Grab wazthuaildainmsinuiluafed
duwwamslunsdudugsiafiotieiaudnenmlunisusiuresuusud Grab Snvisdsae
afanarinwanudiiusiugndn shlsigsheaansnifiugenuie s uuinisnan wagdai
Tifyshvanunsavhiilslfifindu venanddiannsniluussgndlhidunumalunismauny

wagimuAnaensNIALiuILYeIRa N UauawoAUABIN TR USlAA

1QUILEIANTITIY

1. ilefnudademsinnisauduiusgnéiuvudidnnseiind (e-CRM) fidenaste
Aunelavefuslnm Generation Y Aiauusud Grab lufwinngummuniuns

2. ieAnwianuiiswelavesifuslne fidsuarennnudnivesiuilag Generation Y
AowuIUA Grab Tudsiangunnumung

NUNIUITIUNTTULALNTOULUIAANITIY

masﬂ,mmLmLLmﬂmLaquwgmaa Lam, et al. (2013) wLuummmﬂmaqmiaﬂmi
anuduiusgnénuuuidnvsednd wu msdemsiiuanmnedidnnsedndnianss n1sdoans
szmwmﬂﬂamuaaaaulau nsliansiiauitusruveaulal waznsfuisneTaniussuy
ooulatl daunnufimmelavesfuslnatuluesiusznauddnlunisiilugaruinvesuslng
PULLIARYDY Mittal & Maity (2022)

LuRauaznguiiisafunisinnisgnAtduiusuuudidnnsednd (Electronic
Customer Relationship Management) tJunagnsuesgsivlunissnwanuduiusivgnanlu
SYELY? Iﬂamimauauaammﬁaamamaaqaﬁwﬁwmn%ma (Kalakota & Robinson, 1999) Liie
Tglunismanalud wazdnwianandulinseglnenisuiinisdnnisanudunusivanaun
Uszendldmugiuiaiernedumediin ileliussaingusvasdues CRM ¥RBstulnefitmane
Wledumn a¥s uazUsulgseudiudiugnluszezsifieriudnon nussusazyana (Lee,
Gilbert & Mannicom, 2003) Fadi

LuAauarnguiifteatunisiearsituannunedidnvseiindnianss (Electronic
Direct Mailing) 1unsdeansiidludauilnadruyanaiinninuauifivosdumesidniing
AavALeTiTInE) ﬁﬂ‘ﬁaaﬁﬂim”m aansndsdluadiuyanadmiugnveseuldviuviaei Tl
ﬂuaLaEJL‘Uia‘uLuaafmﬂLﬂumiaamﬁLL‘U‘U‘vmmmmlﬁlulmusmimauaummﬂwUﬂnml,aum
ﬂﬂmwaﬂumiwmmLua‘mwLmﬂuaummumsaaamwumum (De Wulf et al,, 2001) B
nsfeansseninsuivniugndndasifiuanuidnfamelauazaulnddn vildAnamain
mwuauwuﬂummﬂmuawﬁwamammmmwmummm5aaaﬁiumwmﬂﬂammwaLLau;yzna
(Anderson & Narus, 1990 ;Santos & Lagao, 2001) %ﬁﬂaﬂﬂﬁaﬂﬁwm%’mm Sahin, TURHAN
and ZEHIR (2013) wudn mMydsaavingnensiinaludsuindeninuianelavesuilnalaenis
doasmanaminelnsmsadunilduiadeddnlunisaiuanuiddadmgingsm wu msdedn
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nsuentnsioun Wudu uazaneuideves Mirmawati & Rustam (2023) Adnwiesdvina
vosledeaiiie n1slavan waznisvendenisdidnnselinddonisiaduladofl Shopee
Marketplace Tuiiloaundiy nuiinistavandauszneuiionisdsannunenisnsiinanenis
dinaulade

LL‘L!’JﬂﬂLLa“’V]QTngLﬂEJQﬂ‘iJmiﬁamii ginsyanariudessulat (Online Interpersonal
communication) L‘Uumﬂiiu‘wuumamumaawﬂﬂa‘uulﬂmﬂmaaamiﬂu (Anderson, 2001,
p.168; Duncan & Moriarty, 1998, p.4) Imsmﬁaamﬁ]wﬂiuammwmaLuaammﬂﬂaami
oonluvilisuansannsadlauariudansitlasuduld (shimp, 2000) Fsmildluasdusznaui
d1fyues CRM Aennsdeans SnvigsRadildfininindumesidnduntaeliguilnaaiunsa
doansooulatiuuanima LLauaﬂm’l’iﬂVI’lﬁiﬂ’i’im/l’NE]Lam/liﬁlwmﬂlﬂ uaﬂmﬂuwma‘mmﬂm
1@5U6ﬂauam&nﬂuwamm%mmu (Lam et al,, 2013) Imamsaamﬂ‘waaiwmquwﬂﬂmm
Huslna f\]qﬁmamQoﬂw_j‘uﬂmmmauslaﬂaumiﬁzmsmismaﬂ Fsazthlugnisiinanuinisiensy
durveauslan (Kotler, Bowen, & Makens, 2014) FedonndoafusuIteves Mittal and
Maity (2022) fivhnsnwiiFesnisasyusunismanadeduius wuinnsdeanssewinayanad
nsdaraluszivgaionuianelavesgnm

wAnLaznguiieiunsliavsfiawiiussuueeulatl (Online Privilege) 1ude
gafaufdRdeduilaaluguuuuimiendiiuienmahliusiaeddninuesiuldfunisufoad
mnmﬁLLazmeﬁmmrwﬂzjuﬂﬁimﬁﬂﬂ (Lam, Cheung, & Lau, 2013) lagn15uauandnLeY
Tituguilna gainentazinisenseduduilnavienisueuuinmaniuniuilan saufanisdu
forauasing 4 elifuilaafinnisseniuuasinumaudiiusvesgsfatuguilaasioly (Pez,
Butori, & Kerviler, 2015) ‘vﬁaLﬁuﬁﬁwm%wzL‘i‘Ju?ﬁﬁﬁﬂﬁﬁuﬂmLﬁmmmﬁawah (Yim,
Anderson, & Swaminathan, 2004) @anaaadnu Ain, Baloch, and Danish (2022) finsAne
504 nansznuvesnaUszlevinansiunazdnsiiasdennufianelovesgnalunain B28
nydlfnwigeamnssudadiluininn Anuindadesuansiiavidvinaseninuianelaves
gnén uenaniftaenndesiunainuideres Soderlund et al. (2014) fivin1sAny13eqdns
fuanlunsufduiusiugsiauinns wuinslidvdfimududaateaufinelavesuilng
wazaninsatlugauasindnivedgsia (Lacey, Suh, & Morgan, 2007)

LLmﬂﬂLLaumwammmJmiimmnamusuuuaaulau (Online Perceived Reward)
LﬂumaamﬂumimLaiqumﬂﬁmmﬁ%LLavaiwmmamwuﬁiwa g1fugIna iileaainnsli
s1etaniunfuilaadunisagioulMfiuingsAaduvuiuilaa (Lam et al, 2013; Sheth &
Parvatiyar, 1995) sihun1siauesaialuguiuueeulatnne wu nsuanAzuuuAYaNINATTe
dmsunstos-luniuioluiiieuantuvesatyns gues viediuaniiuan ns¥uisetaiadu
vildlutadodWayues e-CRM (Geissler, 2001) FulnaagUfiRnuiidesnmsmngsaaiilusunsy
nslvisetaiivssavsamaziansiiunnuduiudssrinensTaneuunuuageafianelase
313 (Lee, Kim, & Kim, 2013, p. 1359 - 1380) FedonndesTunasuiToues Bataineh (2015) 7
AnwiFesnansznuves e-CRM sia e-WOM Tu SNS wassuias nuin msuissiadwaldauan
solladunisvendenuuiindelinuudidannseingd Tnefilladeduanuiiansladuduusnans
uenanididenadesiunanidoues Sana Weyuna (2562) fvhnsAnuiFesnisuimagndn
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fuiusfidamasionnnuasinfnfvesgniliuinig 46 w3etns AS Tudminveuudu Fanuin
nsusMIgnAduusmensaianuduiusmenislvneiagdladmadenudnivesgnan
wudAnLaznguiisaiuanufisnelaveaguilan (Customer Satisfaction) A1)
fanelaliannsanouiiudugusisld nmsflagnmuiyesatinnafionelonieliaunsoduns
FuNsLanseonYBIyARATIRauinIadUTuTaU (Kotler, 2016) Fannudasnisvasusiazynnar
fanuuansneiu Suiliianuaiands usagdle uaznginssuiinevaussuansineiu (Kotler,
1997) Wlefjuslnalifunsnevaussiinssmuaudosnsvidennninfimanidlias$anfianela
LAz mlﬂammmwmﬂmssusﬂmmwaummammﬁamamamssummmwﬂmmﬂu
ngAnsINN1ste91 Feaonndoafunainuideves Mohammad and Rashid (2012) fifnyiFes
nsdansgnAnduiuslugaainnssulsasy numnuiisnelavesfuilnaiauduiusiunig
fusnanmuesduduiouins Taeilegniliiunsnevaussiinssmunusdioinisueanuvie
wnnifieanisliagiliguslaaifennuidnnelasuilugenusing fsenufimelodududs
ddnivilifusinatinstoaudduiiluszeren uasdelimuaenndosfunuiseues Yuels
senad (2565) vnisAnwiFes gaamnsuinmmdidnnsedndidmadionnufinelauas
anuinAveslduinsdiemsiuke UnaLadunsaifinw: Grab Food Fanuinmudianslaves
flusnmsiidvdnasemnuinivesflivinslumsdsemssiueunaindu Grab Food
LLmﬁmLawqwﬁLf“}lmf"fummﬁﬂﬁmmﬁuﬁm (Customer Loyalty) lunisvingsiiasdl
foindudunindiddey Ae audndvesiiuslan esananudndvessuslanasvinliigsia
aunsoanduyulunIsmnaiavsen1susevduiusaud nasnaunisaienguduilaalm q
(Aaker, 1991) 5ﬂ‘171y’a€fq‘dwﬂaqﬁuahuLLﬁqmmmwﬁamﬁm%q;:iufﬂmmm-jl,lfdaﬁﬂé’w (Dunn,
1997) Fsdunadnildannisairsanudnivesuilnaiadudsiiddyuesgsiafiasinlug
Audsaluszazen (Oliver, 1997) uazdadefidsmaliiAnnuing fo auflanelaves
fuslnn (Customer Satisfaction) Ingseduanufsnelavesuilnafifisduazdwmalinnuing
vosffuslnaiiniu (Snfen w3A33, 2562) HiTeTaimuansouuuAnnside fanmi 1

nsdeansHuannEBaNnseindn1anse
Electronic Direct Mailing

msdeasszninsyaranudessulall
Online Interpersonal Communication

’Jmﬁqwa‘iﬁ]ﬁuaqé’ﬁiﬂﬂ’mmﬁﬂﬁmaa{{ﬁiﬂﬂ
nsliansieenusyuveaulay Customer Satisfaction| | Customer Loyalty

Online Privilege f

nsfuiseiakusyuveaulal

Online Perceived Reward

Electronic Customer Relationship
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Al 1 nseuLwIRaN1TITe
/A NTUN1TIY
1. Usz¥nsuasngudiagig
1.1 Usguns
Uszvnsildluniside leun yanafiendoey o Uszmalnenisludmin
nsammaMuAs sliengsewing 25 - 42 U eglungy Generation Y fildu3nn3 Grab
1.2 A19819
naufeg1eildlun1ide 1iud yarafiordemeludminngammuviuas o
Tungu Generation Y wazldu3nns Grab usileaninlsiamisansivvuiavesuszyinsngy
@hashqﬁLLﬂsﬁ’m‘Lué’wi’mﬂgmmwumum FalmhansAuiuvesreuasy (Cochran, 1997) wildly
A1531A129% Tnetmunseiuaaudesiuliisosas 95 uazAweusuaunatnnaoulsi
Soway 5 mlmﬂimmmaaﬂaumamaﬂiumm 385 Guml,mmﬂmasﬂmmemmumamaumamm
Foenises@nwiiniuintevay 10 Lwaﬁmﬂumwmmwam muummuﬂaumamﬂuﬂﬁ
AnwnitundeduayiitofiuUsyansanwesfmauiildanuuuasuany Qa%mimﬂimmmﬂqm
Frognanaau 425 9 wazlINUTIUTILUUABUALATUANTIWIY
2. faulsiildlunsise
FauUsiildlunisise Ysznoudie daudsdu ldun n1sdeasiiuannuie
Sidnnselindnnenss (Electronic Direct Mailing) msﬁamsamdwmﬂﬂashuf?{'aaau"l,aﬁ (Online
Interpersonal Communication) n1slvaniitaws1uszuveaulal (Online Privilege) N155U3
s19¥ar1uszuueaulall (Online Perceived Reward) fauusAunans lawa arufianelaves
Hu3laA (Customer Satisfaction) wazsaudsau laua Jadearudnfvesguilan (Customer
Loyalty)
3, YaulAiem
TunsifundsilsjsfiasfnuiFesdadunistanisgnirduiusuuudidnnsedng
(e-CRM) siopuiienelanazainudnivesuilam Generation Y nsdlfinwiuusua Grab Tu
JMIANTUNNUMIUAT Imﬂaﬂmi%%ﬂ’]u{]ﬁ]ﬁ]aﬂ’]iﬁ’e]ﬁ’]iN’]lJﬁ]ﬂ‘MiJ’]EJE]Laﬂ‘VIiE)'Uﬂ?{‘VlN(ﬂN g
LUIAAUBY De Wulf, Schroder, & lacobucci (2001) mu{]ﬁ]%miaamii M’J’N‘Uﬂﬂamuaa
paulay MULLIARYBY Lam, et al. (2013) mui‘]mamﬂwawawmwmuﬁgwaaulau A
LUIARYBY Pez, Butori, & Kerviler (2015) éfm‘f]ﬁ]éTEJmi%’uifﬁﬁi’aﬂhuszwaaﬂaﬂ ANULUIAN
2849 Lam, et al. (2013) snudadeanuiianalavesguslan auwwifnves Kotler (2016) uay
auladeanudnfvessuilnm auuwuifnves Aaker (1991)
4. w3aailafildluniside
wdesfloflddmiunisineidelundeiifouvuasuniumisesulaingy maw"m
Google Form wﬂummmwuﬂmaﬂﬂ (Close-ended Questionnaire) wiseanidu 3 donsiail
dudi 1 LmuaaumumuﬂmmmmmauLmuaaumu‘wmﬂaaeﬂummmmam‘wumum
waglduinis Grab uazeglungu Generation Y 31uiu 2 U8
@il 2 wuaeunuRgiuteyavhluvesireunuUasUnL uazngAnsTuvesuslan
AONNSLTUINIT Grab 91U 11 U9
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dudl 3 wuasuauAnfudladonisiansgnéduiuduuudidnnseiing (e-CRM) sie
Aufisnelanazauinfvesfuslan Generation Y nsalfinwiuusua Grab ludenin
nyawwLAT $1uau 30 Je Tnsfuuuasuauildlunside fimsdednudutiade did fw
Padumsieansiiuananedidnnsefindn1ans (Electronic Direct Mailing) fudadunisdoans
sewiyanartudessilar] (Online Interpersonal Communication) futiadenislidnafier
H1uszuueaulal (Online Privilege) Audadenissuisiedaniuszuveeaulall (Online
Perceived Reward) snutadeanuianalavesguilaa (Customer Satisfaction) wazsuiady
ANUANATEUILAA (Customer Loyalty)
5. MInTIsBUAMNINIATDlalHlun1s ANy
msfAdeliinnisasieaeunuiiivanss (Validity) uazaananiesiu (Reliability)
YoIUVAB UM

5.1 mumsmmaaummmmma (Validity) Inglauruuvasuaiuiauess
Hlmamgmasnunisnaindiam 3 v Mnduiainsesiadsinuaenndos (index of
item Objective Congruence: 10C) L‘wawmsmmmgﬂmaﬂmmuau wazasadeansling
pufagUszasd antiulddndunsuiuuauasuilumufuuginitetuvuasunsluldluns
Fudeya Fafesdianminndt 0.50 lngluruideadsdnuirefudanuaenadosegsening
0.67 - 1.00 Feanunsovuuvasualuldlunssurumsanlly @nsas Yoziuadns, 2548)

5.2 asaaouaudesiu (Reliability) Ingldtiinuuasuaiuumaaeufunga
Usgannsitlallaninefiogng $1uau 30 v ilevsmdiarandesiufeiBmamendudsyans
uaan1ueIATOUUIA (Cronbach's Alpha Coefficient) 91nN153LATIZHA8IUTLNTNADNNILADS
wagnanIsnaaeuAIAdesiuvenaIesdionuinluudasdediniudan Cronbach's Alpha
Coefficient aaﬂiﬁl 0.928 Faduaniilalinnin 0.70 (Shrestha, 2021) Fefoléiuuvasuaislunig
Wordsiltamudefouazannsmilulilunafununudoyannngusegisaidld

6. maiusIuTImdaya

mMaRdelafmungusuunsfinuilunuiddedaUua (Quantitative Research)
Feli38madedrna (Survey) Tnonslduuasuamesulariu Google Form $1uau 425 4
waglinsransuvuasuniusutessesulal vldszornadaudtui 7 - 28 furau wa.
2564 sanfuszorinanieau 21 fu wesuienesiiulvsnsuduiagunsada Taonsld
afifn1siATgiannaeigdanyan (Multiple Regression Analysis) Waganduussansandumius
WUULesduU (Pearson Correlation Coefficient) lunmsiinnsauntoya

NAN3IRY
1. MIlATIEitoyadiuyAnaveIngusiieg e Generation Y Tudsniangannumiuns
Aanufianelauazanufnfifafulusus Grab lén e 87g @n1unw e sefunsAn
eliraiiaurasEnauLUUABUNY
nndoyaiilsmuindwlngiumands Anduiosas 60.2 Tasdnsnniiongsgning
25-31 U Anudenaz 59.8 fanrunnlan antduiesay 70.4 drulugeordnwiinau

NIANPIINTURTINEFEAYeFaviny TN 17 aduil 3 Aueneu - Suney 2566 | 153



a

Uitienvu Andudosay 40.0 §1 Sewaz 71.8 flsyiunsfinwissiuuSunes uaziseldde
o 10,001 - 25,000 U Andusesay 46.1
2. mImsgiteyaReIiungAnssunsléuinisueundiadu Grab Generation ¥ u
FMIANTUNNUAIUAT
mmauawlmwum wqmﬂisumﬂ%smmaﬂwammu Grab wui1 TaguszasAlu
ﬂ’]'ﬂ‘l]ﬂ’mLLE]UWﬁLﬂ‘Uu‘UEN Grab tiiedses Anluseuay 78.8 mma’lumﬂﬁmuuaﬂwamsuu
Grab toanin 3 YusedUai andudesas 64.9 Yravailduoundindu Grab 12.00 w. - 17.59
u. Andudesar 51.1 mguaiidonlduinig Grab 3 Susiuusn e FumrwazeInaus Andu
Souay 88.0 Musrezlian Anduseuay 74.6 uaraunIsMavAUBIRBANARINTS AnduSpeay
39.8 Tneflanld9rsonsldu3nis Grab luusazads 101 - 200 v Andudosas 53.9
imnﬂizaaﬁﬁ 1 nans@nwidadenisdnnisauduiusgnduuudidnnseling (e-
CRM) 9 qwammquwdﬁmmmﬂm Generation Y siowusus Grab Tudswiangaumwumiuns

o

fpadl

y = 1.267 + 0.114x, + 0.248x, + 0.316x, + 0.124x,

AT 1 LAAINANITIATIFILUTBasENTBVSNasafuUsnu Ao Anufianelaveuilng
FOUUTUA Grab ¥aeiUILAA Generation Y Tudsninnsannamiuas

fauusnn AuUsDesy B t* P-value | Tolerance | VIF
ANuNanely | nsdeansHiu 0.114 | 2.414* | 0.016 0.571 1.751
vafuslaa | aavng
FOLUTUA didnnseiindniemsa
Grab NIADANTIENIN 0.244 | 4.420* | 0.000 0.418 2.395
(R?= 0.464) qﬂﬂamu?ﬁ'aaaulaﬂ
MsiandilAwEu | 0.316 | 6.284* | 0.000 0.504 1.982
syuveaulall
ns3u3TeTanu 0.124 | 2.344* | 0.020 0.454 | 2.201
syuvoaulay

R = 0.681, R” = 0.464, AdjustR? = 0.459, F = 90.903, P = 0.000

o o

* IlpdAgn9adanszeau 0.05

3110151991 1 WU ﬁai‘faﬁﬁqma@iammﬁﬂwaiwaa%u%‘lmm’aLwiuﬁ Grab
(Customer Satisfaction) luimafiaasnsnzaudmivdeyaluseduia lnofuusiudililunng
wensel fe Jadesunisdeansiiuaanunedidnnseiindnanse Jadedunisdeanssening
yanasiwdeseulal Jadesnumsliavsfiewinuszuvooulad uardadosunssuisedariy
sruusaulall ludiwresiuysniude anuiswelavesuilan dA1dnanensal (R) . 681 @n
W 68.1% ladivunan Pvalue laliiu 0.05 waznensaifuusfudananasuusaiulag
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Jpszienduuszavsanney (Beta) wuiidudsfiannsoldnensainiedwadearufisnela
v035USInA Generation Y sowusud Grab Tudswiangunnuviuas suduusnde Jadedunis
THansfivmurnuszuvoaulall (Beta = 0.316, P = 0.000) Susiudnunfe Uadudunisdedans
sevhsyanasiudeeeulatl (Beta = 0.244, P = 0.000) Yadesnumssuinetariussuuesulal
(Beta = 0.124, P = 0.020) waztadesnunisaeansiiuaninedidnnsedndniimgs (Beta =
0.114, P = 0.016) &A1 Tolerance 98 5¥1119 0.418-0.571 %qﬁmqmdﬂmm%%ﬁwﬁa > 0.40
(Allison, 1999) wagluvaiziiienuen VIF agseming 1.751-2.395 Feflanlaitiu 5.0 uanad1 laiwy
Poymanduiusseninediunusdasy (Muticolinearity) wednamuvaneniafie duwdsdu su
dun nsdeansrivanmanedidnnsefindnnamss (Electronic Direct Mailing) n15deansseming
ynmarudeesylatl (Online Interpersonal Communication) nslavEfiaurinuszuvsaulay
(Online Privilege) wagnnssudsneianuszuvesulail (Online Perceived Reward) {Wudaszan
AU (Zikmund, Babin, Carr & Griffin, 2013, p.590)

o ¢ =2 = Y a a ' o Y a
IQUszasAn 2 Zdkidnwianuiesnelavesuslan Ndwmareanuinavesiuilan
Generation Y siawusus Grab ludminngannumiuns

¥y =1.015+ 0.712x

M990 2 UARINANTIATIERRMLUTBaseNiiBnSnasemuUsnu fie Amnuindvesuslnase
WusUA Grab ¥0UslnA Generation Y Tudaniansannumviuas

Uadendenasiandnuinfvasguilng (Customer Loyalty)

Auls B t* P-value
ANAI9 1.015 6.916* 0.000
ANusnalaveuslan 0.712 20.872% 0.000

R = 0.712, R = 0.507, AdjustR® = 0.506, F = 435.648, P = 0.000
* ddydAgyneanaviszau 0.05

9159 2 wuin dadefidenarennusnivesiuslaasiouusus Grab (Customer
Loyalty) ImLmaﬁmmmmzﬁm%’uﬁmﬂﬂuizﬁuﬁﬁ Tnesudsauildlunsnennsaliie anufia
wolavasuilaa Tudiuvesiuusnude Anudnavesuilam dA1dunanensal (R) 0.712 @n
Ju 71.29% lefmuas P-value ity 0.05 wagnensalfulsdudinadsefuyinilag
Asgandulseaniannes (Beta) wuuusiianunsalinensaivdodewasonnudnives
HUSlnA Generation Y fiawusud Grab ludsniangunnuviuas Ae anuienelaveduilan
(Beta = 0.712, P = 0.000)
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aAUTENa

1. YadonisdnnisanuduiiusgnAiuuudidnnseing (e-CRM) idanasioniny
lanalavefuslna Generation Y fiauusud Grab ludainngunnumiuas annsaeilsie
waldedl Funisliansfiaviiussuueeulaiidniwasglussfuunilgn dsaanndoeiu
NaLATEues Soderlund et al. (2014) uaze1U3duua Ain et al. (2022) ilosanguilnaenaas
fanuianinslasuansimeiuasiliguslaaddninuesfimiuddyuazinemiufioelad
awrliignéindunliuinns Grab 41 sesasnfie funtsdeansszrinayanarudesoulat g9
A0AARDINUNAINUITBUDY Mittal and Maity (2022) Tnefinsdeansiuazdrsnouausinng
#osnsvesiiuilaalunisliuinis Grab wasdudeiludminnganmamuasasnsaiuinnny
Aon1svesiuslaalalaense dealiinanuduiusideuin sesaaniunssuiadaniusyuy
ooulatl Ssaonadestunanuifones Bataineh (2015) usnamniiaenndoafunasiidoes
Fawa Teyunn (2562) tesanguslnasuisnsiaainnislivins Grab asredaifulaalesy
szdaliifuilnasdnfianelafiozlduinisan Grab deluluszezenn uagsunisdanvaie
5.8nnselindn1inse Fedonndesduiuiseves Sahin et al (2013) waza1nITUITov0
Mimawati and Rustam (2023) 18s91nnsdsnmnedidnnsedndnisnsaues Grab azvaeli
Fuslaaldsutoyatnams uazfanssusing q Adudsslewinnguilan mbifuilaaaulauaziia
anuflswslafaglduinisues Grab deaniladednedunuin dadenisdanisauduiudgnin
wuudidnnsedind (e-CRM) aunsadenadoadufisnalavefuilag Generation Y siauusud
Grab luiminngannaumuns

2. awiiawslavesuilae fidswasionusnivesfuslng Generation Y Aauusud
Grab Tudswiangammuviuas Mnwan1sifenut mnufinelavesduilaafiinduaindade
MIdnnsanuduiusgnAuuddnnselind (e-CRM) siansldu3nis Grab axviliiguslnaifin
AN lduIng Grab siely deaenndosriunanuifoves Mohammad and Rashid (2012)
way Ynes Tsenee (2565) 109910 Grab Huannsoatseufianeladeduilaatiunis
Trusmaviderhunmuaesdudiviliuilnaduidnfionel uazdiausnddeuinis Grab

Jolauauuy
1. Faduanuslunisilulyd

WUSUS Grab dnunsayidedluuiuununutedmanelunissuiueu Tnewui
JadunsdnnisanuduiusgnAuuudidnnsedind (e-CRM) W 4 Yade 18un Jademslaans
fewinuszuveeulay Tadensdeasszrisyanasiudeseulat Jadunmsuimetariuszuy
saulay wazdladunisdeansiiuaninedidnnsedndnianss fidswanennufianelanazaiy
fndvosguilaaiilduinis Grab vesngu Generation Y ludenin nsamwumiunas Fangu
Generation Y fidulsznnanniigauasdmuiuszansngusonan Insldnuseundiedy
Grab Food aglusgdugs lnganunsainaidelulddmsunisimuinig aunsaniegsialid
Fnanimanndstu annsihludssendldiugsiald sl

1.1 9nwan1s3denudn Jadenisdanisanuduiusgndtuuudiannsednd
(e-CRM) imnudrdlusmutladonsliavsfumsinuszuuosulatuniian Jemanusus Grab
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dinnsliavsfmsunfuslnalusuiegudamninisgdlafiuuaseaelimiauus ud Grab
ansninugninfunieifingndiln essnnslvdnsfiiavezdsmasonnuiianelaves
Fuslaa Gsanunsavildlnensaiadeiaueniedeulalunsingeduslan wu maifindvsimy
MusEAUaN NI IALASUAVETiAwwaN 19 Tatauediuand1niugnAtivi Jadesesasun e
éﬁu{]a%’ami?‘%amiimiwwﬂﬂasiwu?‘%aaauiaﬂ YNILUTUA Grab msiidesnslumsinsiodoans
fugniaaeaiadesyuuifianuaiessesiumsiiduny IG]EJLQW%E)EJNENﬂ’]iﬁ@ﬁ’]SﬂU
wifnanilnoasioy annsaairanuimelaudgndufuegienn venaniesiinisfadegnén
waqumm{l‘vi‘usmﬁl,waaaumumquwa%maawqﬂmmaamsmmmu audadunissus
efarhuszuvesulay fnmsdaesmatafiansadndsldhedonnvesaiaatiefageli
anfnilufduitusiugsAald Taomauusus Grab desimuasisiaignindesldanamersnly
sefufiimnzan mnldanumeiemuniiuagsilignidudnanumensmsuimuaniig
aulaluvessatald warduiladonisdomsihuasmnedidnvsedndnanss msoonuuuiiion
dsaavanedidnnsedndiinsanguitimung faduuusud Grab AasinuiszAniainlunnsg
mLuumummLmJLLauW@ummUﬂﬂthLwawﬂmaﬂmm@mmaﬂa wazdufduiusivgsialu
mqmﬂmmwamammwawa%mw‘uﬂﬂﬂlmumﬂﬁﬁm}mﬂmﬁuuwﬂmuﬂmmmmmmmma
wusud Grab lsdenlivamsedhuionas aiwmimwl,muimlwmﬁsm

1.2 iflefiansauniadonisianisanuduiusgniuuudidnnsedng (e-CRM)
fanuadidenasennuiionelauas mw:uﬂﬂmmaawuﬂmiumﬂ%mma Grab ludanin
ngaumYLAs Yeuilana Generation Y Wusetlads wui1 Yadesunisdeansriuanmaneg
Sidnmsaiindnnssdmasglusedugareanyniiade ffunauusud Grab eslfmnuddy
waziauateduiifulasendedoyavesgndn 1wy Use¥inisfuuinig danlinsesin
wanfusiusnzaulinsiiuanuaule uaznevausinudsInsiiedsaaunedidnnsedng
mensalansangudmuneg

1.3 9nuan19idelundsdnuintadenisdnnisanuduiusgnduuy
Budnnselind (e-CRM) tuannsodmarilignénduiinnnufionelauay danalusmminAless
wﬂuqamuummmmLLUULquIUImLwaiwmauaummmmaqmwaqqﬂm \iolsignaiin
Anwduiussuiuazaisseldliuiuiemedisdadu ‘uanmﬂﬁLﬁaaﬂﬁwﬁmmm%’ﬂﬁnﬁﬁia
wusudwddsiliAansuendeuuutindeunnlunguuosgndn wasnisgsiatuazsioaaunu
wazn1sdanisimaluladaivgegiaduszuy dlelinsiautuannsadiululdedned
Usgdnsnmnisdanisenuduiiusanduuudidnnsedng (e-CRM) astagligsivanunsadnia
Foyasing q vosgnilduuy real-time wienfudnudoyaitilulussuuiiiofiazlduadamls
fuviaeit Bnlsdsaelimautoyaidednuesgninduitimne siligshvanmsatlunaun
nagmsnsue USuussduiuazuinsiileliinssiuaudesnisvesgnénnguidmane s

2. forauauuzlunsinideassialy
nsfnwluafsdieiidedialuduresdeyaildlunsfinunduusseinslusuuuy

YoM FIdedsUina uanidunisnszaeuuvasunasinuszuuesulatdailililddeyaidedn
mnmsifedenmua mataiumsdnuannguussrnafisnguion
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2.1 m3Anwiszenslungu Generation du9 Wisndu 1lesaniidnvazves
woAnssuuardadefiunndnaiu

2.2 MSYNNSANY Grab weneanduusazusnns WU USANS Grab Food Delivery
U3N5 Grab Express #30U3n15 Grab Taxi Milnadnésmilaiidsdvinaseduilanuniigaiite
uUSguigular iR UTuUTIYeImns

2.3 ilesnndinnufavivnaneluladviliidedeln 4 Whaniidninadenns
Anwrtladedine q dnBufifienuistesiu e-CRM sghaduiladediunisnainfienaadi
ANudLRUSIBsuInsieuslaala

2.4 msfimsanudutladeansirvliezdendetu Wosanduledefidmane
mmwawa’lwaam‘uﬂmmﬂmam NUiT,ﬂﬂmlmwiuiwumﬂawﬁwmeuiaﬂmﬂwumﬁiﬂama
ol (Lacey et al., 2007)
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