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mMyiteasliingUszasdiilefnwdninavestadenmsuimsauduiug
gndvudedanuesulatl (Social CRM) Ty 3 ARG nagnsmansasiinvesgnin
(Customer Lifecycle) munsauvasKotler &Keller (2016) apnszuiuni1sanaula
Fondnsnsiguruludmingnssi Taeldsafouisidedwimatunguiietis
400 AU e?fﬂﬁ’mLﬁaﬂﬁw?%mifjuLLuwmaﬁﬁgumu (Multi-stage Sampling) K1UN1T
wlstugiinnuiiuiisnneuazUssinnudndusiguruudldnndonuuuiaizas
(Purposive Selection) Lanzaudnii 1 d edenuoeuladlunissiiiuionis
mi’?mswzﬁ%’azﬁaﬁwaﬁﬁﬁamimumazmﬁmezﬁamaawmmmuﬂgumu
(Stepwise Multiple Regression) Lita5zyadefifidnsnadsdusinsveunazia
Han1539ewuln U3 Social CRM LLazmzmumsﬁmﬁu%%ﬂmm’;uaaﬂuszé’u
Aoutnage (Aade 3.41-3.48 mannpsTindlAse 5 seav) Taefudsidmaluszdu
foddnymeadad 0.01 Tdun mssnwgugndidu (B= 0.383) mangnAnii
nduun (B = 0.251) uagnsvenggiugnAiiui (S = 0.206) muadu Tnesauiu
a5 ungAmINLUTUSIUTRIRuUsAula S eeay 16.3 (Adjusted R? - 0.163) @+
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Abstract

This study aimed to investigate the influence of Social Customer
Relationship Management (Social CRM) across three strategic dimensions of
customer lifecycle, based on the framework of Kotler and Keller (2016), on
the purchase decision process for community enterprise products in Udon
Thani Province. Adopting a quantitative cross-sectional design, data were
obtained from 400 participants selected through a multi-stage sampling
procedure. The sampling process involved stratifying the population by district
and community product category, followed by the purposive selection of
members who actively use social media in their business operations. Data
were analyzed using descriptive statistics and stepwise multiple regression to
identify the relative contribution of each predictor. The findings indicated that
Social CRM factors and purchase decision processes were perceived at a
moderately high level (with means ranging from 3.41 to 3.48 on a 5-point
Likert scale). Customer retention (B = 0.383), customer win-back (B = 0.251),
and customer acquisition (B = 0.206) significantly predicted the purchase
decision process (p < 0.01), jointly accounting for 16.3% of the variance
(Adjusted R? = 0.163).

This refleced that external factors beyond the three-dimension

framework—such as brand trust, product quality, community image, and
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social capital—should be investigated in future studies. Furthermore, the
findings provided strategic recommendations for prioritizing Social CRM
dimensions within the context of a grassroots economy and the cultural

identity of the community.

Keywords: Social CRM / Purchase Decision Process / Community Products /

Community Enterprise / Social Capital
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JamAayuvu (Community Enterprise) foifunalnddalunisduind ou
1A9§A9g1U51n (Grassroots Economy) vesUseinalnediviiviiifaiissu af
19l waronseiuguAMTInvesUszvvilusedurieosiu nasnaudunalnlunis
1595 nwqiidyanviesdiu (Local Wisdom) uazdadnuwalvosyusu(Community
Identity) uazv|uyNdsAL (Social Capital) Faduninensivesnaaniilionauszidiy
AEAIY (@UnIudLaSLIANNIVUIANA AL VUINEDY, 2563; Putnam, 2000)
IMNADAVBIFIUNNULAVIYNITANLNTTUMTRUATUIAMN YUY (2565) TaqUu
Uszinalnefiamiayuwuiianngidoundadau 71,190 uvs aseuagquandn
11NATY 1.2 d1u518 T eaensuiunuIAan1sWaund 698 u (Sustainable
Development Goals: SDGs) Ya0sAnsanyszw1vi fisjaitfunsdaaiunsidule
yaAsygiafinseunauLarnTiUidigaA1 (United Nations, 2020)

wiRaviaguruIsiiunumdAgludalouie wiludajiRdmandyiu
Yeymuaztainiamateusens loun vinwgRavia (Digital Literacy) ﬁs‘]’aﬁagjasﬁqﬁﬁm
wanfusivan st angsy uazhisansonevaussiengAnssuveauilaad
LU?{sJuLLlJaqashmﬂL%’ﬂuqﬂﬁ%ﬁ’a (91uila waudawa, 2564; Priyono et al.,2020)
Jomvaidvieuguussdugandainisundssuiavedsafindolialalsun 2019
Faisslinsidsusitugiisia (Digital Transformation) nateidudaddudmsu
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dadsnuoaulall (Social Media) lnaneidudemisdrdnlunisadiauay
Snwmmiduiusfugndn duhluguunda “nsuimsmnuduiusiugnéuude
denneooulad” (Social Customer Relationship Management: Social CRM) i
Greenberg (2010) flenulFinduuivnuaznagvdnsssiafiatuayusoimalulad
nsTUIUMS wazngnasiniedans Taefiidmneieaiiansaunuiiaisnme
2ufu(Collaborative Conversation) Tuan1muindeudi lus slauazlianslale
Trainor et al. (2014) wag Marolt et al. (2020) l98ufuin Social CRM fi8nSnaids
UInseANANINsasuANLdITuSfUgnAn uazkantsiduny Tuvaed (Lemon
& Verhoef 2016) iunszuaunisdadulad eluyaf dvaiidnuazues Customer
Journey Ml fudunsauaziiufduiusansgadula (multi-touchpoint) denAds
U Brodie et.al. (2013) fhaeuuuIRnCustomer Engagement Theory iiaasune
nsidusdufduiusvesusiaauuunanviesussylall

w11 Social CRM aglasun1s@nwiag1aninwindluuiunvesgsiavuin
SL‘VTQJJ'LLaz SMEs TuUsenANAILILE (Harrigan et al., 2020; Dewnarain et al., 2019)
LAIINNITNUNILITIUNITIHRE IR TusEUU §Idenuindad “Yosinamienside”
(Research Gap) #iddiy 3 Usenis ﬁawu%’a%uﬁa@uamﬁm i

Usgn13usn Y0431 8eU3Un (Contextual Gap): $1uidedulngfifnw
Social CRM finantiun1sluusunveiamiaruinnalswasyuingay (SMEs) 138
ganavuIaluglulssimanmuings (Marolt et al,, 2020; Foltean et al,, 2019)
Tuvnigdinisdnuluvsunves “FamAyuwy” 3eldnvaziamsAgniuiugd
Heyayieadiu (Local Wisdom) annanduasewiideiausssy (Cultural Authenticity)
waguN19duAL (Social Capital) §9dlog e19971Ann TngianizluuTunves
Uszinamaaimunlueens Tuoenieds

Usen1siiaes Yosinadangud (Theoretical Gap): sAdunounthanilg
datunsfinyauduiussendng Social CRM fUNANSAMEILY 938AUANA
Y93gNA1 (Wang & Kim, 2017; Kamboj et al., 2018) Turauziinisideules Social
CRM U “nszuaunisindulade” 1Ag@1fENITYITUINITIENINNNTBU ADA U89
Strong (1925) AULWIANS 1@ 8oL 19 Customer Journey (Lemon & Verhoe,
2016) waz Consumer Engagement Theory (Brodie et al., 2013) 48015/ N1
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Linn neangluifives 3 nagnsndnves CRM vas Kotler & Keller (2016) lawn
N15vE1EgIUaNATL NFSNEIPIUGNANAY LarnITiTENgNANAING UL

Usensfiany doerinadausedny (Empirical Gap): nmsAneluusundmia
905571 Fadugudnanumsugiavesginadauneuvutasiiamaayuvuiian
NLLDYUTIUIUNINDG 3,965 WiAd é’fahi:ﬁmiﬁﬂmL%wwé’ﬂﬁmsﬁwﬂﬁﬂmqaﬁasﬁy’uqa
Tunsiiasgridvinavesuiazifines Social CRM sianszurunsinduladely
HARS YUY

[
= o

AIBMANARINATD NTITUATIHIWTngUssasAivofnydnsnavesdade

=) U

nanlumsuimsanuduiudfugnivudedsruseulatiidwanonszuiunis
findulatondndaeigururasiaviaguey lnsnaniainansidoalinndns
(Contribution) V?qiuL%awqwﬁsiﬁuﬂWﬁsuawaﬂsau Social CRM U unvadLATugna
31U wagluBudun Tnenmshinuimidunisinassnineinsuazeaniuunagns
NINsIaARaIvaT sl UIamALsLTY
IngUITaIAvaIN1sIvY

1. ilofnuszdvvestiadendnlunmsuimsenuduiusiugniuudodsa
ooulay uarseiurenszuIunsinauladendnfusiyururesiamaayueuly
Janingassnil

2. efnwidnsnavesdadendnlunsuimsanuduiusiugniuude
dseooulatifidmarenszuiunisindulatendn fususuresiamiaguy

N1SNUNIUITIUNTTY

NV FIU WUIAANITUTUITAMUTUNUSAUQNAI: Social Customer
Relationship Management (Social CRM)

WWIAA Social CRM WRIL1#BEBANIAINUUIAANITUTIITAIUTUNUS AU
anduuuRaia (Traditional CRM) Tay Greenberg (2010) I#fiena Social CRM 41
Ju “Ufvnuaznagndniagsia deldfumsatvayuimeounanieduimalulad
NQNASTMN9TIAD NTTUIUNTT UaLAMENYUENIIdIA 1 0a19n 5T dauT
senIegnAuarg sAalunisaununi asrea a5 uiu” (Collaborative
Conversation) A21HUANA TN NTENI 19 CRM WUUA Sl uuay Social CRM Ao
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M51WaUIINNNIADETLUUNIAEY (One-way Communication) iﬂq'mi?%ami
WUU#BaN1e (Two-way Communication) kazn1slimnnudrdsyiv “gnen” Tugiue
AildIUTINRE1UTIRTY (Active Participant) Tunisainsnmuaveawusus (Malthouse
et al,, 2013)

TunuBmguisiwads Social CRM lasunisvengveuwsiinsaungumans
fflaun n1sfidiusinvesgnAn (Customer Engagement) N15a319AnA3M (Value
Co-creation) N5 91L& 894N19d9AL (Social Listening) ﬁm%uaaulau‘ (Online
Community) n13Usulsiiludiuyana (Personalization) kagn13ysaIN15909M0e
na1u¥ 93 (Omni-channel Integration) (Harrigan et at., 2020 Dewnarain er al.,
2019 Kannan & Li,2017) Tun153duafsil3daidenldnseunas Kotler & Keller
(2016) W wisnagnseantdu 3 AU A5 (Operational Dimensions)
MIN993T I8 NAT LA un n1svenegIugnA1tug (Customer Acquisition)
N153N¥IFUANALAY (Customer Retention) WagnIsL3engNANING UL
(Customer Win-back) fhewmnaiinseusananamnyaufudnuazvesiamaaum
fflmsnensiriauazdesnsiadodlefiufiinisldodadugusssy §idonseningy
m3¥a Social CRM Tu 3 SRt asieufissuradiuveuuafin Social CRM wuussy el
(Full-scope Social CRM) wagtaualin1sideauinsvensveuiannsiniinsaunguis
FapudRus U LAY

uenanigRfeldodenguisuaodunseuaiulunseiueusng il
laun Customer Journey Theory (Lemon & Verhoef, 2016) fiosunedumanssndule
%aﬂﬁu%Iﬂﬂiuqﬂaaﬁa%ﬂai Wudunse Consumer Engagement Theory (Brodie et al,,
2013) msfidmmiBsufduiusfiedureidumensdndulavestiuilan lugadivia
Falahdudunsa Consumer Engagement Theory NsflausITU TS Uses
and Gratifications Theory %aﬂﬁﬂ{fﬁ'aﬁﬂﬁmaauiﬁﬁ (Dolan et al., 2016) wag
Unified Theory of Acceptance and Use of Technology (UTAUT) w4 Venkatesh et al.
(2003) fiosunenssexsumAlulad nqufwddthaniadunsey ADA LU Ry B
anuwuztd Ldunse (Linear) 91alu@evou Interactive Decision Journey
waENaInued eWOM 5318 Community Influence Tugallagiulaegnsnsuiu

Trainor et al. (2014) IfiausnsauruAnidenguifididain Social CRM
WJuaiuaiunsanadn (Dynamic Capability) AANIINAITHAURNATUTT NI
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waluladd edsanesulay (Social Media Technology) wazairuausalunis
Uivnsarmduiusiugnén dailuguanisdndusuiiftuiiunisaianuduiug
fiandeuwazninousangnénetedeiies miteidesedndues Wang & Kim
(2017) fidnw1fuUIIndIuau 301 UFEM Buduitmnuaiunsnves Social CRM &
BviswaLdeuInsoyaA1veIgnAn (Customer Value) wagAud 1530045571

nsvsegugndlusinaznszrulunsinauledo

N13v81831UgnA ML (Customer Acquisition) ¥188 N5EUIUNITIUNTS
faganazdnuuguilaafidiiiaeidugnilfidnungasesvesssia Tuviunves
Social CRM mswenegnugnanlminiudedsauesulatdawldiussuainnsld
gana3sukardoyangAnssy (Kumar et al., 2016) :1u338va1 Itani et al. (2017)
Faffunluansans Industrial Marketing Management (Q1) wu31n1514d adsmu
sauladlunisvenegiugnaludddnsnadsuanseaituliingdavesg nen
(Customer Trust) BadutuSusuvesnszuiumsinaulade

dlofinnsanuluna AIDA (Attention-Interest-Desire-Action) 84 Strong
(1925) msvenegugnAnlvsinud edsemeeulaazaieaine “ammuaule” (Attention)
uay “Anuidla” (nterest) ludamdndug douflagilug “audesnis” Desie)
waz “n1snadulad o” (Action)ae 1913/ M Lemon & Verhoef (2016) Laua731
nszvunsiananlugafdviaildidudunse fuilamndeulmszninsgaduia
MA8YBIN AT TUBNINAIIN eWOM wae Influencer vinlin1svenegiugna i
AoIrtlataufauiusguasorne uINNd1NsUsTEIFURUSINEIRUAYEY N1SANY
849 Juwitasary et al. (2022) Suduiinslénagnsnismarnuudedsanseulall
NBNALTIUINADNITAI19LON1@N19N15V18 (Sales Opportunity) mﬂﬁﬂ'auiﬂumi
Hugné annsdaaseissanssudisiy Sailugausigudsd

1A

H1: n1sveregIugnA1tnddeninaldsuindenszuiunisindulage
HAR YL YUYRIEMAIYN Y

nsnegugnéduAuLaznszuaunsinaulede

n15¥nwIgILgNALAL (Customer Retention) iunagméfiamdifnyse
nsiuiugsiveadaiy WesmnduyulumssnwignAdusninmsuaamgndn
ToglUszannd 5-7 i1 (Reichheld, 2003) $1uwa3 Kumar et al. (2019) fifRumly
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119879 Journal of the Academy of Marketing Science (Q1) Wu31n1514 Social
CRM TumsnwigiugndifutieiiunuaInaont933nuesgnan (Customer
Lifetime Value) ag1siitioddey Tnoniun1sasnanisidiusan (Engagement) tay
mﬁamaa’auqma (Personalized Communication)

o w

Tuusunveriamiguu nssnwgnAndniiaudidg duiey 1lesnn

o
3

gnfdnfifimelanagimih iy “uvsuduesuranes” (Brand Ambassador)
NunsUBnsauuuInAeUINMsBLEnnelind (eWoM) Feiiuszansangslude
Feauoaulay (Chu & Kim, 2018) uenand mwﬁmmamﬂﬁlaumaﬁmu (Social
Exchange Theory) 484 Arshad, F. N. (2023). §sa3urginamuduiusiigsdusewing
@JﬂﬁﬁuLLUiuﬁ%Lﬁms‘z‘]{mﬁaﬁg@ammalé’%UUizIa%ﬂéamﬁ’uas;iwwimﬁaa @1 Brodie
er al,, (2013) 5 unr8W U Consumer Engagement Theory 7101580 @745 21LT9
915unl ANUFUATNGANTINVRIgNATRANdNTLSITgInTsunaneduius
ey LTea a1 UTTBVe Chatterjee et al. (2021) 1315815 International
Journal of Information Management (Q1) #ugWI1N1TTNYIFIUGNANAUNIY

a

Social CRM figvsnawsulnsion1sinduladedn (Repurchase Intention) Aaiu

H2: n1s¥RBIgINgnA AN E NS walgsuInaanszuIunN1Tindulade
HARSUIYUYUYRTIAMAIYUBY

mm’%‘angﬂé’qLfi'mé'umLLaznszmumsﬁmﬁu’La%a

n13158ngnALAINAULT (Customer Win-back) 1 unagms s aifunns
nduinasunnuduiustugninfiiastodudusngaly Sefedunduiifidnenings
\eeanduszaunisal fuuuTUAL1LE Kumar et al. (2015) AiadAuwluansans
Journal of Marketing (Q1) 5¥yi1 aﬂmmmmﬂaumhmwwLLu’ﬂuumwmmm
paont T ingeningnAnlsivily Iumumaqaaammaaﬂau AlANSTAAING
(Re-marketing) WU Facebook Ads %38 Google Ads lmﬂmamumiawaammﬂu
nsieNgnALAINaULN (Bleier & Eisenbeiss, 2015)

INYUNDIVBING WY N15891U (Investment Model) ¥84 Rusbult (1980)
nsfignAAngl “n15asmu” (Investment) Aunususluguvesial Anuy uay
Uszaunisal vl Wailenduanldusnssnadudlolasunisdoasiimanzay

widmgufdlasunisiaunlugAnauAIawdndNN1U8INI5aLBId RS Saa
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Aendoslugaagiu ifsaudgunuureants “msamu’lfvasududeyadou
yARa N5HEIUSITRITE wazinIevieidsdiruoaulal 11uideananves Pick &
Fisend (2014) Wag Ahn et al. (2022) WUINALNENISISENGNABAINGULINIUNIT
&9 E-Newsletter uazn1suiausdaiauaiivay (Exclusive Offers) fiansnaidisuan
semsinauladesiagaiiteddny fodu

H3: n3i3engnAiinduaniidninadsuandensruiunisnndulado
HARSIYUYUYR AR

NSOULUIAAINISAY

N13ULIBFINGNA N

o E o v o«
nsanauladendnnue

n1sEENgnALAINAUIN
YUYWIEMNIYUYY

n133nEIgIUgNALAY

2NN 1 NTBULUIAALUNNTIVEY

1NNTFUATIENITIUNTTULAZ N TR ANLRFIUTRY {IT8lArvue
NT0ULLIAATINITITEINEKANIAINALTUSTENINFINUTBATE 3 AU (N5VEIUFIU
anatlnil N13FNYIFIUNANAL Uazn1TTENgNANAINGUNT) AUFIWUTRY AB
nszvaunsdnauladondn sy urasiamAaruu (Wsgnaudie 4 93 1dud
Frumnusidla fuauaula fuanudesnsesnld uazdunsdnduladoisd
Fasenszvindrdaddudsiiuiy wu anulindelunusud qanimadnfusi
amdnvalyuvunagvunsdany fe1adunuimidudinusian (Covariates)
AU YU (Moderators) n3afuwusdas1u (Mediators) lunseuniside
fugneveuialusuian
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ada v

s21lguisIdN

sULUUMsIY

n53deatailiiun1s39u189U3uIn (Quantitative Research) Tnegl#33s
#1973 (Survey Research) Lt aifiudayaannngudaog1slugaanamis (Cross-
sectional Study) NM1sidenlyIsITeBUTINUTANUmMINEaNRUIngUIEAIAYRINTT
Aejmaseunuduiuddevnsznineiuys wavansaasunaludasyuns
WhmngldseanuiBesiumaadin (Creswell & Creswell, 2018)

Useunsuasnguaagng

Uszrnsildlunside Ae aundnvediamiyuuuludmingnssd smou
3,965 TN (NTUALATUNISINYAT, 2565) NISANUATUIAYDINQUATIDE
¥gmsvos Yamane (1973) fiszduaandosiu 95% uazAranuaaiaadou 5% 1
vwenguiegnstusi 363 au agndlsfinm FAdeldAvvunanguinegadu 400
AU laLfiundanneaia (Statistical Power) wazanAuAaIaLAdeuaInn1sliney
ndu (Non-response Error) sufuuziiived Hair et al. (2019) fiaueinvuiangs
fe819 400 Auduludednzandniunsinsginsnnnes g iitiuys
dasglaliiu 10

Tunsdmdenngudiegng §3381438nsduuuumanedunou (Multi-stage
Sampling) tiowfiuarunduiunuesUszans Tasduiivils wsdugimusunely
20 Sunevesdiningassnd (Stratification by District) dufides fnasssiuIu
naudetsluusazdnemudndiugiuiy damAsyuvulufiud (Proportional
Allocation) Fuftany S1uunmuUsznnuandoe (@mnsulszl Ame Wnanssy
ayulnsuaznsuinig) wasdugavine 19n1ndenuuniaizas (Purposive Selection)
dmivanndnilidedenueoulavlunssniuianis deaenadestuiioulvves
n13Anw7 Social CRM §3de3uns1uindsnsdsdlals nsdudsanuinandu
(Probability Sampling) aﬂwqamyimﬁluﬁqﬂ%umau Faonainaronsdredaduinly
(Generalizability) Felasreaudutedinvesnuide wagiauslinisideeurnnld
Stratified Random Sampling %38 Probability Sampling EJEJ'NL&&JEULLUU
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iw3eaflafllunnsise

in3esilefililun1side Ae wuuaounin (Questionnaire) Aif3deimuniy
NNMINUMINSIAUNTINTIAITe wisoonidu 4 nou ldud noudl 1 Teyaraly
YosgmeunuUauUa (5 99) TdumsTauuy Nominal uay Ordinal Scale nawfi 2
Hadondnlunsuimsenuduiusiugniuudedseusaulail (15 4e) Usznause
3 gy Aig N5z IUgNAlYd NSTNEIFIUNANAYL Larn1ssENgNALAINEULT
(Fuae 5 10) newudl 3 nszvrumsdaduladendndsiguru (20 To) Usznaudae
4 d ldun audela erwaula amnadosnisesnld wegmsdndulade (Fuas
5 40) Tngnoudl 2 uay 3 Tdunsiauuy Likert Scale 5 5¢dv uaznoud 4 1Ju
Yoraueuuzifisifu

N5ATIIEBUANNINIATETD

iAfeldnTaeunuamaiosdiofitluduainiisanss (Validity) uagau
Fesu (Reliability) fail (1) nMsesreseumLisInsadaiiom (Content Validity)
TaglifiTemaydunu 3 v aseseusazysuifiumduiiamiuaenadesseninede
AauiuingUseasd (Index of item-Objective Congruence: 100) Inefinidande
A0 uTidAn 10C 11AN91 0.60 FaWuLnei?l Rovinelli & Hambleton (1977)
v (2) MInsraaeuauid ey (Reliability) Tnsvuuvasuaiulunaaedld
(Try-out) funguiiidnwaglndifesiunguiegnadiuiu 30 au uagiiagzsian
Fuusvavsuoarivesnsouuna (Cronbach’s Alpha) Han15ILATIZUNUIIAIAIL
WWeslusamwintu 0.944 Fagandnnaust 0.70 7 Nunnally & Bernstein (1994) fsug)
nanaiuuuasuaEiaudesiulusefugann

nsuTIuTtaya

AIdednfiunisiuniusndeyannaundndavisgusuludmingnssiil
Tngrenusiniieanaundnvesiamfsyurulunismeuuuuasuniy wieuda
oduneTngusrasdvasmaidouarlistuadulssiuidneuiitoads visnldsy
wuvasunmiineuasuiuanysaluda fideldinuvasunuminsisaeuaiy
auysniuarassaiotludesgidelusunsudniagunnaad n1idoadadld
ﬁﬁ]’]iﬂi’mﬁﬂﬁl%EJﬁ‘i’iNIUﬂ’]ﬁffEJIﬂEJEEG]E]ULLUUﬁaUﬂ’mléf’%JUﬂ'ﬁ%LLﬁl\‘iLé@ﬂﬂ’]’ﬁ%ﬂw’l
ANNEUYRITRYALAENTSTRATEReANalAS]e
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nsaeideyauasafanld

HAdeTiassvideyanieada 2 Usvian lawn (1) adfiganssaun
(Descriptive Statistics) ld'A1A3Mu8 (Frequency) §ouaz (Percentage) Avade
(Mean) kagauileeuua1nsg1u (Standard Deviation) 1l paSulsdnumzvas
foua uay (2) adATseyanu (inferential Statistics) e ArduUszAnSanduiug
YoLWYSdU (Pearson Product-Moment Correlation Coefficient) Wi 9R539d8Y
PNFLRUS sErILUskas AU LS ey s g ady (Multicollinearity)
LLazmﬁmﬁwﬁamaaawmmuw%umau (Stepwise Multiple Regression Analysis)
\evedeuavuAgIunTIde

nsidenld Stepwise Multiple Regression Iumﬁ%ﬂ%ﬁﬁfﬁlqﬂizmﬁ
\9d1573 (Exploratory Purpose) Lﬁaizwfﬁwﬁfﬂaw%waL%qﬁ’uﬂ’mﬁ‘suauwiazﬁﬁsum
Social CRM TuuFuniiauddeideszdng ludamheyumuvesinedaidin {33
nspwiindsdosiaueanaiaiiiontuegiv dnvasvesieyayaiien (Data-driven)
Aufl Tabachnick & Fidell (2019) ldaAusiely waz Tuaveuurliniside
SLuauﬁﬂmi%'Lwﬂﬁﬂﬂyu@ oW Hierarchical Regression, Structural Equation
Modeling (SEM) %39 Partial Least Squares SEM (PLS-SEM) Famngaufunsneaey
Twnadamguf Adudeudsdu uenaind §3duldnmemsutonnantssiuuos
NTIATIZRNTAR00Y lakA A1 VIF (Variance Inflation Factor) fioslaiiiu 5 wazan
Tolerance laishnin 0.2ieteafiudiaym Multicollinearity (Hair et al., 2019)

NAN1533Y
dnwzialuvasgeunuugauny
NANNTIATIZAENYALLUTE I MOULUUABUANNTILAY 400 AU WU
dndluggilumane (Fosaz 52.20) 01g381INe 25-35 U (5away 56.00) Tan unmn
dusd ($oway 45.00) dusansAnuseauligens (Sesay 60.00) Lasiisyegia
TunsuftRau 1-10 U Gevas 32.50) aziBoauandunsad 1
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AN 1 IR RERYUBIRNWAEYNIUTEVINSAEN VO MOULUUABUAM (n = 400)

anwuzUszUINIAENS U (A1) fowaz

Ll

%18 209 52.20

N9 191 47.80
a1y

fni 25 U 57 14.20

25-35 224 56.00

36-45 U 109 27.30

a6 FAuly 10 2.50
SZAUNSANE

mNIUSeyyIn3 112 28.00

USgueyes 240 60.00

ganUSyan3 48 12.00

szavvasadoudnlunisuimsanuduiusiugnéuuiedsausaulail

NansIleTesERUesladnanlunisudmsanuduiusiugninuude
dernoaulatly 3 a1 wud Tneamsinegluseduinn TngsunisisungnAin
nduanfianadogaan (X= 3.8, SD = 0.322) 599A331 A FIUNNTVSIBFILUGNAT
Tyl (X= 3.44, SD = 0.368) uagA1uNIISNWIFIUGNANAL (X= 3.41, SD = 0.296)
pudU eils Anadetioglutng 3.41-3.48 mlutinasesdesing "seiul ey’
WAE'SEAUNIN" YBINSAATA 5 Seau §ITeRwmnumalulieselinge T lngaiuse
eimsiuvesdrevddldoglusziugeegiadnuinuiaziounissusioglungy
ButusheeedidodfadsuftRnng (Practical Significance) (51471 2)
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M1571991 2 Aedsuazdiudesavunnsgivvesladeranlunisusmsnnuduius
fugnAuudedanusaulall

Uadendnlu Social CRM X SD wlana
1. MsveegIugnAtug 344 0368 ARUUNEN
2. MIINFIUGNANFY 3.41 0.296 ADUYN9EY
3. MILTLNINANANTUIN 348 0322 Aeudnege
594 344 0329  Aeudige

sERvvasnzuIunsinauladenanfueiyumy

nanTieTginszuauntsindulatendndusigusiluninsmeylusedy
110 (X=3.41, SD = 0.586) Inssun1sinduladefidnadogean (X= 3.49, SD =
0.298) 599331 D AuAudeInITasnld (X=3.41, SD=0.263) Aunusila
(X=3.36, SD=0.367) UagAuameaula (X=3.36, SD=0.201) Aua1Ay

M19199 3 AnadeuazdulsauuIInIgIVTRINITUIUMSARa LT aNEN T aIgNT

nszurumsindulede X SD wUaNg

1. fuanudale 336  0.367 Uunas
2. guauEula 336  0.201 Uunas
3. AUAINABINTBEINLA 341  0.263 AOUYN9EN
4. frunsiadnlate 349 0298  ApuYIeg
59U 341 0586  ssudnege

N193ATRANTNUsE NS anduNUSTEN IR IulS
Aeun1sinsginnneenvan BI3elansivaeuauduiusseninaiiuys
AruAdNUsE NS anduiusvouiesdu nudndinysiinnudunusiuee1ed
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WydAgn1eatansedu 0.01 lngardudssandanduiusvnadea1sinil 0.80 &
AN Stevens (2016) wansanluiiadey Multicollinearity s¥nanadaunys

dasy sNuaLLBUALARILUNISI9N 4

AN5197 4 ANFUUSEANSANEUNUSTENINELUTDAS kAT AL UIANY

Aus Y X4 X, X3
v: nszuaumsinaulade 1.000
X1: N3z UgnAlyl 0.636**  1.000
X2: MIFNWIFINGNALAY 0.395%*  0.720**  1.000
X3: MIIUNGNANAINGUNT 0.668**  0.492**  0.528**  1.000

o w

MW ** nuneds ddedAyneatiansyeu 0.01

anAATEinnnsENAMUUUTUADLY

nMslnsvinnanesnauLUUT une U onnasudvinavedadevdnly
Social CRM m'aﬂizmumﬁ&fﬁwﬁﬂﬁawamﬁmsﬁsqmmaﬁﬁmﬁm;mu WU FIuUs
Baseiia 3 4 Tdun masnwgiugnAuiu (X,) msdengnAuiindun (Xs) uag
nsvenegiugnAlul (X)) dwmadenszuiunisinauladendndueiqusuegiad

CY )

WudAggneadanseau 0.01 laeen Tolerance NNANNAININNATT 0.20 wagAl VIF

I a

NnAAITENI 5 Fenansanlifiatynn Multicollinearity (119197 5)

9
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Aaudsnensal B S.E. t p-value Tolerance VIF
ARl (Constant) 1.918 0.195 9.840 0.000** - -
nMsSnwIgIUgnANGY (X,) 0383 0.078 4.903 0.000** 0312  3.200
nsisengnAniINaUIn (Xs)  0.251 0.055 4.548 0.000%*  0.765  1.308
nsvgnggIugnantud (X;)  0.206 0.081 2535 0.002** 0317  3.152

nuEmn: R = 0.412, R2 = 0.169, Adjusted R? = 0.163, SE = 0.793, F = 26.913,

* 1 < 0.01

HaN13TIATIEYRARIT MU aTER e 3 Auanunsasautunensal
nszuaunsiaAulatendnfaeiuruvesiaviagusulditenar 163 (Adjusted R?
= 0.163) lngn133nw151UNALANTBVENAEaIER (B = 0.383) 589AIKN AR N15L38N
anAAINAUIN (B=0.251) kagn15ueneg1ugnativg (B= 0.206) mMuadU @1313a

~ & vo &
L%EJULﬂuaiJﬂ"ﬁWEJ']ﬂﬁﬂnﬂﬂﬂu

Y =1.918 + 0.383 (Xp)+ 0.251 (X3)+ 0.206 (X)

wiiHaMIvadeuIzat Ay UaLNAgI H1, H2 way H3 TuseiuldedAtynieadi
urnA1 Adjusted R? 158U 0.163 UTI189IAMUID UBnUTzuIUIoYaY 83.7
YosANuwlsUTIuAlilsunsesuelaenseull {idedsinnunaludessdnseivh

Social CRM 3 fduideulafisnduwndsliifieswe (Necessary but not Sufficient)

lunsesurenginssunsinauladendndamiyuu
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N15aAUTIENANTINY

nanideadailitedunuiiauladsannsailuinseidsdnnglu
naefid fIduazeiuelaeidoulssiunguifiieatesuiunamzvesdania
gnsenTl werdefinsaniddinsaiinuidnounthionasas

ﬁw“ﬁwa%an'ﬁ%’nmgﬂugnﬁﬂLamianszmun']séfﬂauh%a

HAN1TITENUIINITTNWIFIUgNALALL BN NageansanseuIunsindula
%@mﬁmﬁmﬁﬂgmu (B =0.383, p < 0.01) Forunuiaenndastuauidouas Kumar
et al. (2019) uay Chatterjee et al. (2021) ag19lsfAnu Usziiui sumani
flildosuneludedn Ao "winla" Retention Fsfihwiingsiianluuiumanizues
Jaingassniiidevaiausesuiy 3 Usenis

U5¥N15UIN MNYUUDIVDINGUVUNI9FIAY (Social Capital Theory) ¥4
Putnam (2000) yalunedanuiilassiiemiuduiudidanien fnazaunderiu
Tuyaeu (Bonding Social Capital) Tusedugs gnAnfidendnsusindausndnldsy
N5k uLEUAT Y180 dIAL vl A Nd Ui uS seure1 151 T TN
fudaunssnimanaiialy Uszmsiiaes Tamsssud anutiunmen “mnulilasvzen’
waz'nslifindndadedonagninisinwgndufunnmiinagninisgndll
fipansadianulilaainaud Usznsfiann luusuniasugiagiusnninens
nsnan YalamiayuvuilegedsdfinnsawmulugnAnaudslrdnsnansuuny
Weduiusaendt nsamuluniswaangnanlual

mwﬁm'ﬁuaﬂmﬁ'aumaﬁmu (Social Exchange Theory) Tua1uve9 Arshad
(2023) e3uneaiud1 uduuSsreveIAnTudloTsaosgldulslesidiuiy
pgalsfinu luuiumvesiamiaguru §ideidodunmiinisuaniudeulalldsiin
2¢ finmaviaasugiamidy wisIufenANTinusTTILaz AU T UAUYLYY
(Community Belongingness) dufiuiiffinsau Social CRM wuvanadsllldaziou
RLINSiaTRN

SvEnaresmadengndiinnduindanszuiunsindulade

HaNTITeNUIINssengnAnInaunnddnsnaududuass (B = 0.251,
p < 0.01) @AAADINUIIUVDY Kumar et al. (2015) waz Bleier & Eisenbeiss (2015)
ognlafimudedunuiiunnsnsainuana Pick & Eisend (2014) finuiimsidongnén
iinduuniidniwageniinagnsdu meSuieianquidululddeusunves
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a P’

Pick & Eisend aglulszinaRmuIud 7 flassadreiugruAdnadufaunssuay
grudeyagnAinseunqulurueiiavisyusulugassiddainssuy CRM
Banedafiaziamugnaniildegraduszuy Juihliuszansawvesnagns
Win-back gnérdnshetediinvensiesie

uenni §3defia1sakiu Investment Model 10 Rusbult (1980) Bausl
wdunquifiiauluganouddvia uindnnsiiugiuves "nsamuideduius dang
dauii oadeslugvuuvlng lugaddsia “n1samu” vesgndildvene
laseuaquieyadiuynnalusindluguvueoulal wagnsavauyszaun1salidva
(Digital Embeddedness) @1 Ahn et al. (2022) szyinduiladoddalunisisen
andindunisusegnimguiiiiluguuuulnd d3deuiuinaas Idsunisdne,
W UL usauiu Customer Journey Theory (Lemon & Verhoef, 2016)
Tusuidgeuen

SvEnavesmavenegugninirenszuaunisindulade

wamﬁa’fawudwmisusnagmqﬂﬁﬂmﬁﬁw'ﬁwaGiaﬂszmumiﬁﬂﬁuh%}a
ogsflfsddyudogTusuduing (B = 0.206, p < 0.01) Tedunuiaonadosiy
&nM3ve9 Reichheld (2003) Weafuanuinelunisaisnnailindavesgndn
oyl

og1dlsft muIfevernauoniseAunedinngindnimindvsnad
Apud1arveInsvetegIugnAilmiazieu “wafiliaianung” (Unexpected
Finding) vesusuniamiagusulaegisuraulaniuluna AIDA WUURSAY (Strong,
1925) 41 Attention ¥ Interest AL Bugaisaduiidvinageudluuiuneolar
vosiamiaguruduilnalmionafinegludu Attention Tagliifnalug Action
ilesaindedrinves Cultural Authenticity findnsasiysmudsliansadenen
KudeRdaldasudau Lemon & Verhoef (2016) iunszurunisindulade
TugaRdviallufduiudvanegadula Juslnalvaidanesnis Touchpoint vianeYeens
ﬂ'aumsﬁmﬁﬂa%a?fﬁamﬁwmu gau1anSne1nslun1suInIs Multi-touchpoint
sgaduszuy
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NNFININBLTITTUULAZNITAAINUNATULGEN

usnIINMIeAUTIIAMNANNAFIY ITevedauaUsTiuININYIR NFN
3 Usems fenddorounisinlallinaniasznisusn ansedumuues Social CRM
setenviayL: W Social CRM anduedesilefiiusyavinm winsuiulilusedu
JamRagurudeederinuyAdva nauaziededle Jeoranaeidunseiiianiy
uiynyuATningngdia Usgnnsfiansnnumdeuavnanasta (Digital Divide):
#113NTAmMNAYUTUUNGY Laglanizyg9e1881avIavinyeaaiatunisly Social
CRM aghsfiszansnmvinliiAnaumdsuanlunisd fasslevdvesnasns
Ussmsianunsileguesgnénitliilidedenuesulat! gnénsdnfusiguruunangulng
lannzgnAvissiiunaznguiiaseny enalilidedsauseulat msflewn Social CRM
\fiosografeaialiinsounquaaavianuad3deaauedn Social CRM dwfudn
Adjusted R? 71 0.163 Usiilunavesnsiveasuisanuudsusivldiiosdeas
16.3 FadaUseiiuindadifulsdudnussanusosay 83.7 flildsululuea 1wy
aulislalunusud aunmudadue 5101 $3100ulad Amn i on
NN WlYRIYUYY Influencer Marketing Usgaun1salgnAn uLagdvnsnavesyuvy
ooulal vesmanide mnussdiluaalieg Social CRM 3 SRl “g1udusu”
(Baseline Model) 7 a15v818lun13iduaurandadaulsiiy (Moderator)
Fhuusdsrinu (Mediator) waziauusruny (Control Variables) ileifism&aidsasune

DEIGARIT

nedundsdlvide Fanguifiddny 3 Uszms dsensusn meidelduens
N39UN15ANYY Social CRM U84 Greenberg (2010) tag Trainor et al. (2014)
gusunveumsugAagunnlulssmaidaiaun Jadunadududesiimans
3587 Marolt et al. (2020) wav Harrigan et al. (2020) Idaueliinsinwisesen
Usznnsfiass medelidenlosnudfn Social CRM 3 SAnunseuves Kotler &
Keller (2016) ffuluiaa AIDA 983 Strong wazngufsiuades laun Customer
Journey Theory (Lemon & Verhoef, 2016) waz Consumer Engagement Theory
(Brodie et al., 2013) e?fuﬂumiyjimﬁmiL%qwqwﬁ‘ﬁ'ET@"L@J'ﬁmaﬁﬂmmﬁ’ﬂ WAL
Usznsiiany Han1933ududuimauiaatadnagne Social Exchange Theory
(Arshad, 2023) wag Investment Model (Rusbult, 1980) fimsin1nuiendas
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lugafdviawidoanisnisiaulndniglaviunvesunisdany (Social Capital)
zandnwalyuvu (Community Identity)

UYLAIUHURA

namsiteadsilifo B foRiadydniudssnouniaufeeuias
yhesiiAeades Uszmsusn fusznoumsiamaasusumslianudifyiunis
Snwgrugnddndudusuusn Imamsaiwﬂﬂmﬂsmm%ﬂ (Loyalty Program) uu
aamﬂmaau"l,au nsdnlusluduiimsdmiugndiiu wazn1sdeasdiuyananiiy
Y9IN19IAINA 18U Line Official Account 138 Facebook Messenger WS auv \‘11511
Usglevuanyumednuvasyusulunisiasumnudunus

Usgnisfiaes B’Jﬂivﬂaumimﬂ%’ﬂa&mémiﬁaﬂaﬂﬁ%ﬁmé’umshmmﬁﬂ
Re -marketing f78 Facebook Ads waz Google Ads 5989A15d4 E-Newsletter il
L‘u’eJVi’WLQ‘W’]uUﬂﬂaLLﬁuﬁuVIBULiaﬁT}‘UBQGUZJ%u Usgnsiiany mmumsmma%m
anAnlny @JUizﬂaumimamumsaimuam (Content Marketing) #1d8ans
Cultural Authenticity waz309517 (Story) maqmﬁmﬁmsﬁﬂ;mmﬁaa%ﬁammLmﬂ@m
IGE Lﬁ?famimﬁ’uqmﬁi’ll,%ﬁGWﬁﬁmLLazQﬁ{]fymu’]ﬁmﬁu

U5¥n1580718 MUI891UNIATT LU NTUALETUNITIAYAT NTUATHRILY
YUy hagdlnudwasuiaviavuIana1ekasIuIng ey AITIANNBUTULAY
finnvinweAdaia (Digital Literacy) Wfuaindniaviaguau Tnslamgluizeswes
nslddodanueaulavlunsuimsmuduiusiugndegradussuy wEousa
atfuayunTesilonazunanwosuiivnzauiudnenmueamiaguuy

d3Unan13338 dadnna uasdoiauauus

d3UNaN1539Y

n131duat el i inqusrasdiiloAnurdnsnavesiiadondnlunisuinns
Arwdiiusiugnduudedinuooulavididwmarenszuiumsiadulatondn s
YuyuveamiYurUludmingassll Han1533enudn (1) seruvestadenanly
Social CRM 14 3 ¢1u uagnszuaunsiaduladolasnmsiueglussdudeud egs
fosedugs (2) Jadevdnlu Social CRM ¥ 3 du Tdun nsdnuwigiugndiia
nsSengnAnuiinduin wagnsuenegiugnAiluel dsadonszuiunsindulate

o

pgsiltdudAyneaia lnsaunsaswiuneinsallaiovas 16.3 JoAunuvidfgy

o
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fio mssnwgugnAiindutiadeniivinagegn Ssasviouunumuesmumisdsay
LLauamaﬂmusqmuiumummwg fag1usin MuIdelvanunisi8esudualu
MIINATININYINTVRSIAUAIYUYY

49911AV0IN1938

nMsideadsiiitostnunsusenmsfimsiiansan dssnisusn nsideadad
Fudeyaiamzluimingnssd ilinsagunaludauundudesiansaniiaiy
Usgnisfiaes willd Multi-stage Sampling iiawfinannudusuny Lwﬂu%’juamﬁm
aﬂimﬂﬁsLaaﬂLLUULﬂwvaq Falall Probab|L|ty Samplmg amaauusm Usznsitany
A Adjusted R? fisziudorar 16.3 Uiindudifuusdudnuini esutenssuauns
Faauladols mmmaaumlulmmamqm Usznsiansld Stepwise Multiple
Regression lumstianeidumaiindsdiinaitusy fudnuazusstoyagaien
Usznsiivn ns3sendu Cross-sectional Study 3slilanunsaasiiounisildsuulas
YoamgAnssumLnaMarUssmaaaving msliuuuasuauiueiowdlafeaenatitym
Common Method Bias (Podsakoff et al., 2003)

Jardusuuzamsun1sidslusunan

Nndodindinaniuntresiy fAdeiausuuziimnanisidelueunan 5 Usems
Usen1susn buausedeuls m{[ﬂi Stratified Random Samptmg, Cluster
Sampling %38 Probability Sampling aammﬁmwu LLaUISULVlﬂ‘LJWU‘uﬁQ LU
Hierarchical Regression, Structural Equation Modeling (SEM) %39 Partial Least
Squares SEM (PLS-SEM) Lﬁ@%@ﬁ@ﬂimmaL%ﬂmwﬁﬁ%’u%uﬁﬁu Usgnsiiaes
Tudureundaiiudl mswensludiminduluniang fusendeaniouazniianedy
vosUszinalneg LilglvannsaIouiisuuarasunaldegnaninenng Usznsfiany
Tusuuys asfiudnussa (Covariates) Wu mnalinsdalunusud qaniw
AR 51A1 SToeulau nmanvalvesyu Influencer Marketing Perceived
Value Customer Experience Lagnun1adeny s nurdaudsify
(Moderator) 124 Digital Literacy wag@uusds (Mediator) 14 Customer
Engagement wa Brand Trust Usen15ia aasld333dauvunaunany (Mixed
Methods) Tneifi un158un1wali@edn (In-depth Interview) AUl Usenaunis
FamAayuvu WieldteyailednlufifnsTanssmuas ity wiesdui meide
Fausunaddldanunsadadald Yazusenisiivn asldnisidenuussezenn
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(Longitudinal Study) iefiamunainvasmginssy Justnalugaiviaeg1aneiiias
NIRUNIYIUINITUUIAATINATY LU Customer Journey Theory Uag Unified
Theory of Acceptance and Use of Technology (UTAUT) Tunseunisisy
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