Tunaaun15laseas19999ns NaaINNNSUSUsTAINEUNUS LazN1sUSMsUsTEUNTSal
andiiiirianuAnAnauusus: unumvasmaNLYasgnATluLTUNYB s LN
Tuganfiusnsunaiu
Structural Equation Model of the Influence of Customer Relationship
Management and Customer Experience Management on Brand Loyalty: The

Role of Customer Engagement in the Context of Coffee Shops at Gas Stations

VN3N @509’ hay MNT ANLATYTNA1"
(Tarika Srathongkham® and Gumporn Supasettaysa®)

' inAnw Sy ien vangnIuIsgIngel inden amning dumelulagsvienanszuns NTUNNEINILAT
'Ph.D. student in Doctor of Business Administration Program,

Rajamangala University of Technology Phra Nakhon, Bangkok, Thailand

9191360529110 INN AMEUITINIIIAY i INe1demAlLlaE T YA NTEUAT NTUNNUNTLAT

% The author is a Lecturer in the Department of Marketing

Faculty of Business Administration Rajamangala University of Technology Phra Nakhon, Bangkok, Thailand

Corresponding Author: E-mail: gumporn.s@rmutp.ac.th

Article history:
Received 27 April 2025 Revised 20 September 2025
Accepted 24 September 2025 SIMILARITY INDEX = 4.19 %

UNANED

ns3deadaiiitngussasd 1) iednwtadunisuinsgnanduiug Jadenisuims
Uszaunsnivesgnd Yadennuynituvesgndn uazarmanideuusus 2) ilemunlunatladoids
avnfiiavEnanenuinAsouusud 3) ileAnwiBvswansmsaazmadonvesiadoideanmg i
dvBnasionuinfdonususd wag 4) ileodpvhdelausuuzuuamadanagndlunisiannnislsuinig
vosdunuluaniiusnmsiiiu Weduaiunusniseuusudesnadsiu ndusogerildlumsise
ud gldunisrununluaniiivinistngiu s1uau 600 au agléa8nsidenuuuianzas e
fadonnguiiiuszaunisainsstunisldvinshununluanduininintuy wedld38nstmun
TAmn (Quota Sampling) Hielilésuaungusiegsfinszaremuiiufivazdranailduinisedng
WAL EY V191 Lﬁ@amﬂLﬂuﬁ'ﬁmi?juéf’;aéwLLUUiajmﬁ’ammm%Lﬂu (non-probability sampling)
nann53deeldannsadnedsludiussrnsiamunldlasnss wianunsnazioudnumsveengy
Ausnsnunasifidmuasaslvideyaidsdniioaauuuiassidanumnzasluuiunnising
mafiunuTuteyalngliiuvasuaw afdnldlunisiesgideya Usznouse fevar Aade diu
Deauunasgiu wasmsieszilueaaunislasiaine (Structure Equation Modeling : SEM)
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uamsidenud (1) leafivauniuaenndestudeyaifesydng tnadanadla-auns (x2)
= 33.509, df = 22, X2/df = 1.523, CFI = 0.998, RMSEA = 0.030 uansfisrnusnzasvedliing (2)
fulsitBvsnansmswiomnuinanewusus 1iua nsumsgnéndusius msuImsuszaunisal
Y99gNAN WazANUENLYBIgNAT YauzTinsuImagnénduiusuaznisuImsussaunsaivesgndn
Failgninanianseienuyniuvegnen wazdinanisdeusanduinfseiusud (3) lunnsu
AnadsvesuUmniuegluseiuin avviouindlduinsinisiuiidauindenisuimsgnindusiug
NMIUIMSUsTAUNSRIgNA1 AUKNITY uagANUANAsauUTUs (4) Talauaidenagnsiiunisaaaty
AnugiuesgnAduguinans iumsesnuuuUszauNsaliiinaming msaannuduiudide
dnuvuseyana uaznsliteyaidsdnvesgniniioduindeunagnsuinisluviunvesaniiuing
ihifu shadsenudniouusudesnediBunazunnssegneddedndy

AR NMSUTMINIRNAIENITLS NMsUsnsUsEauNsalvemnA AsKniuYesgNAY
AUANAABUUTUA
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Abstract

This research aimed to achieve two objectives: (1) examine customer relationship
management, customer experience management, customer engagement, and brand loyalty;
(2) develop a causal model of factors influencing brand loyalty; (3) investigate the direct and
indirect effects of these factors; and (4) propose strategic recommendations for enhancing
coffee shop services in petrol stations to foster sustainable brand loyalty. The sample
consisted of 600 customers selected through purposive sampling, targeting those with direct
service experience, combined with quota sampling to ensure adequate distribution across
locations and service times. As a non-probability approach was employed, the results cannot
be generalized to the entire population but provide meaningful insights into the defined group
and the research context. Data were collected using a structured questionnaire, and statistical
analyses included descriptive statistics and structural equation modeling (SEM).

The findings revealed that the proposed model demonstrated a good fit with the
empirical data (X2 = 33.509, df = 22, X?/df = 1.523, CFl = 0.998, RMSEA = 0.030). Customer
relationship management, customer experience management, and customer engagement
exerted direct effects on brand loyalty, while customer relationship management and
customer experience management also directly influenced customer engagement and
indirectly affected brand loyalty. Overall, all variables scored high mean values, reflecting
positive perceptions among respondents. The study recommends strategies centered on
enhancing customer engagement through meaningful experience design, personalized
relationship building, and leveraging customer insights to guide service strategies in petrol
station coffee shops. These findings contribute to the understanding of how integrated
relationship and experience management can strengthen sustainable and distinctive brand

loyalty.

Keywords: Customer Relationship Management, Customer Experience Management,

Customer Engagement, Brand Loyalty
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1. umin

TugalasugAaairaszaunisal (Experience Economy) s3AauIn1sdedadynisutadud
Waunnnsiuganmednfuslugnisdsouyszaunsaifidanumineseduilan (Pine &
Gilmore, 1998) $runulifunildlugsisuinsfiagiiounisudsuudasiadiadudn Tnefuilnaga
TmlldldlFunuifsnitevslnaniosiu widwosinduiiuiideen nsvhaiu uaznisuansoon
Dedndnualdiuyana (Jolliffe, 2010; Sassatelli & Davolio, 2019) luszdivaina LUTUA U
th 1y Starbucks, Costa Coffee ua Tim Hortons gjsepnuutdszaunisaignéluynqnduda faus
Uinsianzyana Ussenaiiu lWaufainsliinaluladadvadenlosgniuuuFealnl (Wirtz et
al,, 2019) wwmdsnantlfiuitadeiindevasumudiiusiuguilnalilddiaogfosnmnm
AuA MnuATIEUTEaUNsallneTLaEANENTLSTIS B uAULUTUA (Becker & Jaakkola, 2020)

TursunmesUsemdlng gsfvsunuiinmsidulaedssosay 8-10 Aot wazilyadmaingiu
111N 60,000 81UV (Krungsri Research, 2023) ‘wﬁﬂug‘dLLUUﬁsumsJ(?hasJNsiaLﬁaqﬁa Sun LN
Tuannuininiisu Fwevlandduilnaiiliiauddyfuauazan saaf uazuinisasuas
SEUINNITLAUNG (PTT Oil and Retail Business, 2022) S1un1unaanand v3du Café Amazon,
unila uawitusine Tousunagnslunsesnuuuiiuil mathmeluladinaifuayuuinig uaznisads
ussemefiaenndesiulaialadvesiliuins

ogalsfinny wifunuifluaaniiusnsidiuesd In31NSAUIAES wASIALHTYANTITTNY
fumsinwgugnAkazmsaisaudndluszeren Wesnwadnssufuilaadiulngiduuuy
angia (transactional) wagmaafinsutstuganiegidululssimeanazsinsUszing (Becker &

Y

e

Jaakkola, 2020; Krunesri Research, 2023) nnel#iteuludl wumnsiiteadsanuuansisuas by
AemsafranudusiudidsdnuazUszaunisaifinevlandgndn daduunudfyvesnisuims
ANUdUTUSUgNAT (Customer Relationship Management: CRM) uagnsusmsuszaunisalgnen
(Customer Experience Management: CEM)

CRM sjaifunisadiaaginwanuduiusiiunisinnisteayanazn1suduiusiugnen
vuzd CEM shigenuuuuazdsuauyssaumsnidsuaniunnyaduda fassumnAnivhanuiududio
afsqaAuazauuanssiliflsifioadeiledidu urasvieufisamduiudiBsdnssninagninfuny
sum (Verhoef et al.,, 2009) maammsu’%msmmé’uﬁuéLLawsmummiﬁﬁﬁﬂﬂajmsl,ﬁm AL
yNLYDgNAN (Customer Engagement) dauansooniiadnuarmidn aufn uagnninssy wazde
GunalnddnyiienTeddug amnusnfreuusus (Brand Loyalty)

fawiaeilanideni CRM uay CEM agUnslusiauseme uiluuSunUszmalne lnglaniy
gafadmnunluannduinisiiiu nsinwvidasedndfiiiasest auduiusidsanng (causal
relationships) 33%';'1@61”;LLUiLmdwﬁﬁqﬁagamﬁﬁm msAnwndaiisedininuddy Wsesaianey
nadeu Tunaaunislassada (Structural Equation Model: SEM) fia3unadnsnavesnisusnis
AnudiiusiarUssaunsaliitiiennudndseuusud Tnefinnugniuvesgaadusuusdesinu ns
ﬁwmiumaﬁaﬂénlﬁLﬁsmhEJLﬁ:uLﬁmgmfwmﬁmmﬂummsmwma CRM, CEM, Customer
Engagement Wag Brand Loyalty 1inaderiu uidaiamua el jifdmiugusenaunisiuniwnly
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anfiusnisindu aanunsaldiluuuimadenagnslunsesnwuuUszaunisaiuazasnenaugnivy
Y9N LieeNsEAUANNANARaRUTUARE NS B uLaTaT1aAULANsTluNTUY Y

UIZAIAVIINITINY

1. WeAnuiiademsudmagninduiug Jadumsuivnsuszaunsaivesgndn daduanunnitu
VDIQNAT UATANUANARBLUTUA

2. ileWanlusatiadodaaive iTdvEnarennuinAdeuysud

3. efnmdvsnamemsuasmnsd ssmestladubsamn it dvnasormmuiinAdewusus

4. iedavideiausuuzimadanagnslunsiannnslivinsvesunuluaaniuinng
thifu iiedaaSurusnisewusudesnad sy

2. Laﬂmil,l,am']u"aaﬁ'ﬂﬁtﬁ'ﬂ’ﬁm

nsfnwideluaded elknisfnuwiussginguszasduesniside wazamisniasey
AudussEninsnUslunsuImsgnAduius n1susmsUszaun1salagndl ANUKNITUYEIgNAY
wazauAnFrouusudluuunvasunuluanifiuinisiitu §ise3aldvhmenumuissunssy
WnAn waznquiiieites Mufsmdsediiiun Weaemnudilafidndafafutaeiidnase
ANUNTULAZANUANAYDIGNAN maamuLﬂuﬁugﬂﬂumiﬁwmﬂia‘ULLmﬁmL.Lazauuag’mmﬁ%’a
moly

Y o v

2.1 m'iu'%m'ignmﬁuwuﬁ (Customer Relationship Management: CRM)
nmsuimsgnanduiusieunagnsdrdglunisaianazinwaruduiusseningsia
fugnén shunishennadlanudiosnisvesgnregnadnds mafiudeya n1sdiasgvingAnssu
uaznsdeansegaseliles lilensuUszaunsaifingdla ad1emnufenela Anaynity wagausng
Tuszaze1 (Payne & Frow, 2005; Lawson-Body & Limayem, 2004) CRM laflaiisaunalulad we
\Junnsysaunnisszwinemu nszuIung wazszuuileaiisusElevisandu (Win-Win) waziady
ANanInsaluMsuYsiuetnadBu Usznause 4 fAvan laun

o 1

1. M3AAMUgNAT (Customer Prospection) Aa nszulunslunisssumgnanlmiig

9 Y

N1359UTUTOLANYANTTULAZANABINITVRIGNAT TIuReNITIATIendeyataliidnlagnanluids

Y
U

an ﬁ?fqL“f]u%u’umauﬁwﬁ’miuﬂﬁawLquﬂaqwﬁ‘msmmﬂLLazﬁwmmmé’mﬁuéizazmaﬁ’uqﬂm

2. nsadannuduiusiugnAi (Relationship Building) tdunisimuiuas5nwn
AdusIRsEnineadnstugnan Taesjatiuiinisairsanulingds anuflenela uazaayniiu
diodnailAnausnduazmsdo

3, 5UIIMINNSA0a5TEINeA (Interaction Management) #aneda nsdnnistonng
Lagdsnnsdoanstugniegnsiiuszdnsam Fauuuassme (Two-way communication) WazLUy
lmzyAAa (Personalized Communication) Wistaduaiismnuitilanazannudenlesseninagnin
ukuTUe

4. sFoansiugnd (Customer Communication) Aie Msdeansdieya 1nans TUsludu
videtelauefilauiiinzauiugniuiazngueginssga lasltinalulad CRM uagszuugiudoya

v P v A )~ a a ° | Aa Y
Qﬂﬂq L‘W’eﬂ‘wﬂﬁﬁamiuﬂizﬁwﬁﬂﬂwqwﬂ LLaz‘H’]i‘LJ%jllmwa‘Uﬁuanmﬂﬂgﬂﬂ’]

180 Journal of Management Science Nakhon Pathom Rajabhat University Vol.12 No.2 July-December 2025



2.2 msu‘%miﬂi:aumszﬁgﬂﬁﬂ (Customer Experience Management: CEM)
n13UsMIsUszaunsalgnAndunszuiuniseeniuulaznouausrnalszaun1salueg
anA1 MeraIIINMTTauAmTEUSNNS YIliAANTTU Msildsiu uaversualaudnseuiusun
(Verhoef et al., 2009) Uszaunsaliiiuanuniavneuazinanddisaianmsnitagnisuense
Tugauan

1. Ysgaunisalnianienan (Physical Experience) 153U 1uUszamduia 1qu
amdnwaiiu nseenuuunelu usseIna mnuagmnlunsinde uazmnuazen Feilnasenin
Useriulausnuazannuiianalavesgnan (Zeithaml & Bitner, 2000; Schmitt, 1999; Pine & Gilmore,
1998)

2. Uszaunisainiamdnusan (EmOtIOﬂal Expenence) Uszauniselieensualiiinean
ﬂ’]i‘UQEﬁlIW‘LJﬁﬂ‘ULL‘inﬂ WU AmeUEY ANLLTesu AnwRudy rieauUszriulalununmues
U313 Jethvarennuynifumnsensualuazauindlusyezen (Gentile et al, 2007; Homburg et
al,, 2017; Schmitt, 1999)

2.3 AUYNWUYRINA1 (Customer Engagement/Commitment)
anuyniuvesgnAdunszuiunsnisialafifmuiainnsiiufauiusiuuusud
LERAIDBNNIU AIINAR (cognitive), 158l (emotional), waz WeRN3su (behavioral) (Brodie et al.,
2011; Hollebeek, 2011; Vivek et al., 2012) Anuyniuazfioudsnudndavesnuduiusuaznis
fduhmtadeadvassduandesvaunisal Tnsemzlugsiauinisfidumsaiiasyaunisal 1wy
Frunul fvesanugnituiiiesdesiunsdinu loun

1. MsUduTIIUANUAR (Cognitive Engagement) N135U3 N15158U3 wazn1sUTEIlY
AAYBILUTUS gnénfifinnugniuiBinudnagldinarlunisiiansandeyauvsudedsazifon
(Hollebeek, 2011; Brodie et al., 2011)

2. Ms¥duTINA1Ue15Ua]l (Emotional Engagement) AMUSANAIUINABUUTUA 1YY
amuduvey anugiile vieauidesiu falunumddyieniuiniluszeze1n (Bowden, 2009;
Vivek et al., 2012)

3. M3UEIUIIWAUNEGANTIU (Behavioral Engagernent) NISHAAIDBNNIUNGANTIN LYY
3daEn MsuuzuuTud nsdisiuianssy vienisuansauAniulufodsay (Vivek et al,
2012; Sashi, 2012)

2.4 ANuUANARaUUTUA (Brand Loyalty)
arufnideuusudfumnuidlauanginssuvosgnénfidenteuwszatuayuuususen
ogeraiiles witiussgelannduds anudniasfieurianginssunis Jedwasviruafiigniufuuy
5uf Jedanasrionuduiussars LA AU N TsresuUTUAlURANATIUTsTuga (Zeithaml, Berry
& Parasuraman, 1996) fifvesmuinfdowususiiientosiunsane laun

1. m3wslagesn (Repurchase Intention) mm&gﬂwmgﬂéﬁﬁamé’um%@ﬁuﬁm%aﬁ
UinsanuususiAesrelilos

2. sdeansuuuUinsielIn (Word of Mouth): mil,l,uzﬁ']stuﬁ@ia;ﬁ?ﬂui%aﬂm%
NSINARAUNINBL
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3. nslalAsunsdudi (Lack of Switching Behavior) wualiuiigndnlaiiuadesululduy

suddy wifimadeninnune

2.5 MsFaATELLIARENAILINTOULLIAANTITE

MNMINUMULENENT WA LazsmAdeAeados wud1 msuimsgnAnduiug (CRM) way
nsuImsUszaunisaigndn (CEM) 1unagnsddnyiidenasie Anugniuvesgnii (Customer
Engagement/Commitment) kaz AUinARawuUsUA (Brand Loyalty) luuSungsiauinis aewaniz
Srunuluanifivinisihifu dsgnénlvianuddyiuissraunsaliumenin o1sunl waza
aganaunglunislduinig

NUITEva1eatUTEYIRNLFNRUSRE9TARUTENINFILUTAINATY WU Sin et al. (2005)
uaz Payne & Frow (2005) Wui1 CRM Haeiinaadfianslanazauynifuesgnd Gentile et al
(2007) uag Homburg et al. (2017) 58y CEM denalagnsenoninuyniuniaensuaiazainuing
Tugaedl Hollebeek (2011), Vivek et al. (2012) wa Brodie et al. (2011) Suguin ANV
anAludfiniufa 913ual Laznginssy d8vnaseaudndsenusun Antoyaldnguiuazua
nMsAnuniAetesmani fidvanansdaasziidu nsouundnnsisy Auansnnuduiussening
AauUs 4 67 louA 1) n1susmsgnanduiug (CRM) 2) n1susnisuszaunsalgnan (CEM) 3) A
HNUYBINAT (Customer Engagement) Uag 4) Anusinfdsiauusud (Brand Loyalty)

TnonseunurAndanandliifiudn CRM uay CEM (udladerindnitdsmademnuyniues
anén Fenrugnituiasdufinansddnylunisadieeusnfdeuusud uenaind CRM wag CEM
91inalngnsIianUiNAvegNAIBITUTY Fawdnilaonndosiunamsderidusunnuddy
YosMsysaNMsnagnsiumudiusuarUszaunmsaigniniileladuainsnnudsduvesaudng

maé’aLﬂiwzﬁﬁﬁqL‘i‘]uﬁugmﬁﬁﬁmiumi WAIANNFFIUNITITE LazooNKUU LInaaNn1s
Taseains (SEM) ilenaaeunuduiudidsanmgseninsiindsiidne milgidvannsaatisnsou
wwAaldwed

NSOULUIAA LUNISNNIY

AMIUIMITRNAN
Fuus (CRM)

AUHNHUVDIGNAN

AMUANARBUUTUR
(Brand Loyalty)

(Customer
Engagement)
ANTUIHS
dszaunsalvas
andn (CEM)

BHUNTWT 1 NSOUBLIAALLNITYINIFY
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3. 35adun133Y

3.1 UsE9nsuazngunaagng

Uszgnaimneveansideaded 1 dlduinmsununluanduinisiiy fesuan
Usznsiamunliannsaszyldedistaou dudunissimunuuindangis fiteRatsuiaiy
Wungaun1umalla Structural Equation Modeling (SEM) 18814840 naauInsgIue o4
Schumacker & Lomax (1996) uag Hair et al. (2010) S45zyindruiudieganisogszning 10-20
WihvaedwuduyUsdaunn (Observed Variables)

NuiseUszneude 60 fulsduna ﬁqﬁ?usumm@f’;aemﬁmmsammsaaﬂiswdw 600-1,200
518 FufeamedImiun1siasizd SEM waztaeiinaiiudniedie (reliability) 59ufeni1unss
(validity) ¥09NaN15I8

dmiunisfaidensdiagne f33eld T8N15UUULRIEAs (Purposive Sampling) $3ufiu 35013
fvualaln (Quota Sampling) Insfinnsananaudnuaziiisddostuinguszasdnside old
fladngusegsdienamannvans aseusqudnvurUszrnTitming waganunsoagiioulasiaing
voaUszrnsldoenammnzay heidselfnslinmest SEM Sarugniowuasiteddameiuns

3.2 130l Fluns3de

uruuvaeuniy Tnsdmidufniuuuvdininana ashlussaaeuaunsadaion
(Content Validity) 91N&N3931U3U 3 11U LLammaaummmmmaammmaaﬂw ATOLUIA TINNE
wlu"hmaumamqmmu 30 57¢ lmmamimmaa‘ummmamLuam uazATIL el
A5 1 HANTVAGOUAMAIMNYBIATDITD

faudslunuudaauay YUY Cronbach’s Alpha

Uadunisuimnsgnandusiug 20

1. UNITESIANUEUNUS 5 0.924
2. fNUNTARAILGNAT 5 0.966
3, FUNISUIINITNSADENTITINe 5 0.963
4. é’ﬂuma?iamsﬁ’uqﬂﬁ'} 5 0.910
Uadunisuimsuszaunisalvesgnem 10 0.956
1. UUTEEUNITAINIINIEATN 5 0.949
2. MMUUTTEUMINNIANIAN 5 0.957
Uadeanuynituvasgnm 15

1. AUNSHAIUTINATUAIILAR 5 0.847
2. AUNSRAIUTINAURNTUE] 5 0.943
3. AIUNSHAIUTINAUNGFNTTY 5 0.959
Yaduanuinanolusua 15

1. frunisaalate 5 0.963
2. frumsdeansiingelin 5 0.969
3. gunshlidsunsdud 5 0.975
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HANSNAADUAMNINYDILATOILBNUIILUUABUNUHIUNITNAGDUAIANUATUTUTEN Uag
AUNIAIANTEY @unsadwuvdgeunuludanuiiienadevanuigiusely

3.3 3811339

Jun1539818eU3u1as (Quantitative Research) AnwinansgnuaoInIsuImIsgnAIduius
(CRM) wagn13usnisuszaun1salgnan (CEM) dapinusindsiouusus lagdainugniuvesgnan
(Customer Engagement) Luguusiinans Ainsiziieaunisidalassasne (SEM) dayadiuynaa
LagngAnsIuAEanT WU A 91y NsAnw $18ld anuduazivgralunisliuinig Jinsgiidae
AAnuinagdosas doyaniunuannuuuasuaNLazienansTiAEITes

4. NAN13IVY

NAN1SIATIREREULUUARUNIY WU Frounuuaeunudlngi Jumends dhuou 443
A AnluFaway 73.80 flong Gen Y (9818352133 29 - 45 V) 41uau 238 Au Andudesas 39.70
sEAUUTeYYIR3 $1uu 416 Au Anlluiesay 69.30 erTwntdnauenuu 91uaU 298 au Antdusey
av 49.70 waziiseldadusalion 20,001 - 30,000 UM F1uu 219 Ay Andudewas 36.50

drouuvuasunudnlngliuusudidnlduingg Café Amazon (Uan.) $1uru 480 Ay fAn
Hhuteway 80.00 mnuaTidldusns weuar 1-2 At §1uau 410 au Andudosas 68.30 Fra2an
T#U3ns %9078 (13.01 - 16.00 w) $1au 179 au Anduiesay 29.80 wmaanislduinng lesan
AN TEWINAUAUNI 31U 499 AU Anlusoway 83.20
nansiTziiienaunguszasiuazauufgiu sunsodaualdlunisned 3 uasununiwil 2-3

(% L3

M19199 2 wansadAusediuaunaunauvedinadeyaticsedny

AR LU ANEDR NANISNAITAN
Chi-square p > .05 33.509 NN e
L > 0.90 0.995 HNULNEU
CFl > 0.90 0.008 LN e
CMIN/DF <2-3 1.523 UL
NFI > 0.90 0.995 HNULNEU
RMSEA < 0.08 0.030 LN e
RMR <0.05 0.009 LN e

HANNINTIVABUAINEDAAG 03T UTBY AT IUTEANY (SEM Model fit) veslunaaunisiaseas
wui AadATldnTInaeuldun X2 = 33.509, df = 22, p = 0.055 nanfe A1 X2 WANE9AIN 0 BEN4
fifudfnneadd Ardail X¥df = 1.523 Fatiosndn 2 - 3 Ardail CFI = 0.998, TLI = 0.995, GFl =
0.991, AGFI = 0.968 @wnn31 0.90 A1 RMSEA = 0.030 Bsfidifosndn 0.08 wag RMR = 0.009 ad

6

ANt 0.05 Feasulain lumalinnuaenadainaunduiutoyaidessdny

184 Journal of Management Science Nakhon Pathom Rajabhat University Vol.12 No.2 July-December 2025



=)

e_. ea @N e_.
=)
©
5
w
=3
eo
3
eo
1
@w
=)
=
>

<

o

X? = 721.126, df = 48, p = 0.000, CFl = 0.901, AGFI = 0.665, RMSEA = 0.153, RMR = 0.039
WRUAIWT 2 NaNNTATINFOUANNADAARBITUToYaITaUs¥ Y (SEM model fit)

PRIt
)

X? = 33509, df = 22, p = 0.055, CFl = 0.998, AGFI = 0.968, RMSEA = 0.030, RMR = 0.009

ununni 3 lusaaunisiaseaing (USuuse) dadedeanmnidmasiennudndsdowusudluuiun
vossunuwnluaarfusnisundu (amsan Standardized regression weight)
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M13199 3 Han1TIeTEndatedenngluaNuduiusideamnreInIsUIISaNAEUTIS wax
N1SUIMINSUTEAUNI0U09gNATIAHaRDAUKNITUYDINAT WagANUANRRBLUTUA

Ssnia FnUsaniue
CRM CEM CE
CE Direct 0.195 0.864 -
Indirect - - -
Total 0.195 0.864 -
BL Direct 0.258 -0.394 0.860
Indirect 0.167 0.743 -
Total 0.425 0.349 0.860

ANUANAfauuTUA LASUBNENaN1IMIRIN ANUKNTUYeIgNA1 (DE = 0.860, p < 0.001)
N15UIMIUsEaUNSalanAl (DE = 0.394, p < 0.001) Uagn15USMITgnAENTuS (DE = 0.258, p <
0.001) ag19iyd1AYNINETA s[,usumzﬁmmgﬂﬁusumqﬂﬁ’] 1ASUBNTNANIINTIAINAITUTUS
Uszaunsalgnan (DE = 0.864, p < 0.001) kagn13uINITaNAENRUS (DE = 0.195, p < 0.05) 8E
odfymneadn nansinseitlidiuinlumaaunsaosueauLlsUsuwosruA AR oL TUA
I¢ioeadiedndy uaznongrumunddyvasnuyniuesgndlugugiuundeulesseningns
UIMIANduTUS A N1SUIMNIUsTaUNsaliuAUANARDLUTUR

dlohinseianlunaaunislasadis nudn anusnidewusud tsusnsnaniansan
ANUENTUYRINAT (DE = 0.860, p < 0.001) N13UIMITUTEAUNTITRIGNAT (DE = 0.394, p < 0.001)
Wag N13UTMIANANENITLS (DE = 0.258, p < 0.001) ageilledAtynisaiin Tuvnued ANUKNHUYDS
an lesuansnan1emsean Msusmsussaunisalgndn (OE = 0.864, p < 0.001) Wag NMISUINT
anAduus (DE = 0.195, p < 0.05) e ditddrAynneata NaMTIaTRT v luaadiunse
a3urgANULUTUTIUTDIAUANARBLUTUA lAeg19iiTedATy Lazasiouldiiuunuimdifgyaes
AnuEnuesgnAlugusmLUseulesszninmauimsanuduiuduagnsuimsUszaunisal
AuANUANARDLUTUA

5. d5U 2AUs ke uaztalauauue

5.1 ayduazaiusenaivg

1. wan1s3dedlidui mnudnddeuusudluuiunvasduniuluaniiiuinisuhifu 165y
avnalagassnnnsUIsgnAdTuSLAsN1sUISU TN SalgnAY faaosdafodiunumardy
Tunsiasuaugniunazaudesiuvesgnin mamsmﬂmuaamaamwun gv8¢ lbrahim &
Najjar (2020) waz Agarwal, Malik & Gautam (2022) msuqfnﬂﬂiaiwmmamwuﬁmmmLaumi
ueuUszaunsalgnadudadvddyitiofiuenuindlugramnssuuing

2. MTATEsidanuin Uszaunisalvesgnanlaiudvinalasaseainaimd esulunusud
idegnAdesiulununmuazamtntedevesuusus wnwnduwnliufiazfuissaunisaliin o
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UfFuiudidenn uasifaaufmelalassy sensifedatvayuunaaiiaudeiiluuusud
vhmthidusngdifylunsairsUszaunisaigndn Geaenndosiunuidess Bansal & Kumar
(2023) #id31 Usraumsaigndifnainnistszauseninsdadonywduanalaluaninuindounis
uslan

o

3. 91NN1TIATIERAUTE No UL B udunuIUdd1AguasusazAulsas iounudfg
Y94 AuNINANFUTUSHazUsEaun1salidediny dmfunisuiuisanenduius Jadendnde
mmannsolunsaiasinvinuduiudiugnd JeaenndosiunuiAnves Erdem & Swait
(2004) fiszyimnudesiulunusudiieadesiuauivlalunmsinudiiudyan dmiunisuims
Uszaunisalgnan Jadedrfeuszaunisalanuaiiuidaniaznisiufduiusiunidnaunsey
Tu3ng Fetheaiennuussivlauazaufianelavesgndi denadesiuauideves Yu & Tseng
(2016) uaAz Bootpo & Rittiboonchai (2018) finuinmsufduiusiFauanuazaunmaisusnsiing
somudesiunazamufianelavesgnin

4. dmuaugniuresgndn Jadedrdnegiinsfidauiuisinuanude ensual oz
waAnssu gnéndifinnugniugaindinnuidslaieeiujduiusfunusudsoios uansfenisiidiu
sailusziudn el auddladedinavnisdeansuinsetnasieungAnssuaudnilagnss
FerenndoafunamsAnyes Yu & Tseng (2016) fivdmginssumstesnduiustddyuesudng

5. namsIseTAuT Msadenuduiusiuiaunss n1sueulsraunsnigndiifiaaen
wan1snseRuANuRniusesual lunalnddglunisdaasuanudnfvesgndn nsufduiusias
Fipu nslusnsidufing wasnisdeasidaauiiunuimddysonisaseanufianelanazaing
Beu wansAnuiilaenadesturuiteidmuiuandssedndvarsduiidiuunuimues

ANNFUNUSuazUsEAUNTALTIUINADANNANALLESAIUING

5.2 tarauauuzluduleung

1. a¥eanunniuresgnandugudnane gatdunisadne Customer Engagemnent w1y
TUsunsumnusndligndniidiusa Anssuludw wasyuvussulad ieadrsnrwidnduives
LUsUALAE ANLETLEL B0 suald By

2. @3uasny CRM wazlddayagnAndanagns Wamnisusmsgnaduiusuuuilussuy 14
Yoyai3edn (Customer Insight) kazszuuisalniiiiiossnuuuuszaunisalianizyana
(Personalization) Hanuteansesulatuazeslal uagdndesgna (VOO) uuiuuseuinisedis
soiile

3. USuamanualilazusnslivnang AUUIUnvealiniAaunIg eankuulusuaLaziyli
aonadesiy “FInuusiesaun” 19y wyasanman Aud/uinmsiemzngutingiunis wazlusludu
SmfuUinsvesand eaunuuanalaziiineuAng

4. a5annuidesiunazysraunsaliBedenuaugiu wWuanuundefiovesuusudluynya
durfa wazawplunmsiinevsuminanuiioat1suszaunsaldsdsaunagnsuimsdiuyana dass
amusilafosuazanufnisyeven
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5.3 dowduauuzdmiunsidsluasoly

1. msnuingugnalunainuatsdnua 19U gnindsedidugnenas ieiSeuiiou
wAnssuLazAmdITuSsEIsiLdsTulsasngy Fsenalrnaunnsinsiuseaditoddny

2. asifiusudsdunans (Mediating/Moderating Variables) Wi Anulianslawusus (brand
trust) ANSNEELUTUS (Brand Love) 3o mdnuvaluusud (Brand Image) Faonafiunuvlunis
Boulos maumsgnénduiug (CRM) uazmsuimsuszaunsaiuesgndn (CEM) Whifumnusindse
wusue

3. A1130981890ULIAYeINFITElUT N U TELN DY WU Sunundasy Suly
audnisdn vizeauiluidles ilerFouiisunginssuguilaaluuiuniisnsiu

4. slEIsITenuUNaN (Mixed Methods) IngmIusiusenIadeUSinauasiBenmnIn 1y
nsduAwaliBsdn (in-depth interview) tieidlayameswasgnénAsfuanuyniuiisouusudly
Fainanndety
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