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Abstract

The objective of this research is to study the levels of business-to-business (B2B)
transactions, marketing communication, brand loyalty, and sustainable marketing. It also aims to
examine the role of brand loyalty as a mediating variable linking B2B transactions and marketing
communication to the sustainable marketing of 3M window tint films. This quantitative research
was conducted with 500 distributor stores using a questionnaire, and the data were analyzed using
Structural Equation Modeling (SEM) techniques

The research findings revealed that both business-to-business (B2B) transactions and
marketing communication have direct and indirect influences on sustainable marketing, with
marketing communication having the strongest influence, followed by brand loyalty, and then B2B
transactions. Brand loyalty plays a significant role as a mediating variable that strengthens
the relationship between B2B transactions, marketing communication, and sustainable marketing.
These findings highlight the importance of building brand loyalty and implementing effective

marketing communication to support long-term sustainable marketing strategies.

Keywords: B2B, marketing communications, brand loyalty, sustainable marketing, 3M window

tint films
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wetuge sufimsUdesfudevosantunmsiuiitositauindy vililugas 10 Weuusnvesd 2567
1 wadlunindesay 26.2 Weileudul 2566 (Autolife, 2024) Lﬁaﬁﬂsﬁagaammimmmaaum‘m
Wisuiilguiunaniidunseauas wud aanfidunsesuassaeudiinisvadilitesnitsevas 25 wafe
uarmaafidunseuadlasTanegfl 1,000-1,500 v Aundiidsnalifusznaumsiidunsasias
wiazednduaziesinuinnssy Aumisnsainauasigraniiueniionnuaiidunsosuadmsy
sosudlTngonduInteaudse U NI TUNesAnsIvlaluaunan Ry, 2566)
wilsluASnsiidduesuism 318u Ae nisvihnseaeluguuuy B2B v3omsdeeszming
g3faiugsia nandfe Jegtuildunsouas 3180 uonanazinsndnuazdndiniielnensessning
aadnsiiugnAues 3ududinmadalifudwnudindmitenslulssmelneaiunsadifldunseauas
vossasdnslunede iledunsifiudesmedndmingliaunsadndngugnélfifivanntu Snit
Fudunmsnszaedumlaglideddlunsmainunin iswdendedoidowesinunudadmienia
ELREE mam@iaxgﬁmﬂﬁ%ﬁwa'aLa'%uaammaﬁuaﬂLLUium“lﬂiuﬁmwmﬁﬁs‘fulfduﬁwﬁm (Funnel,
2020) usinrnnisfnedeyanisluesdng wuin dunudmiiefidunseuasves 3oy lilddifies
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5.1 NM3PeUYTENINegsNanugsia (B2B)
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MstevIsEninegsiaiugsia wieRdeniudl Business-to-Business (B28) 1uguuuunsyin

]

s

FINTTUNNAITANTENINUTEN 03NS NTomirgnumifgrdeslunisuaniudsududn usn1s wse
n3nensiTndusanisnnidugsia dawanaeeinnisdevieseningsiatuduilaaial wie
Business-to-Consumer (B2C) fuiun1susduduazusnisiiiuguilnatatemslagnss (Anderson

v
1 IS

et al, 2020) N13¥evBLUY B2B Tnifeadeaiugsnssunifiyadigs nsdeviadudnuvmusdygisves

Y

54 a da

817 Wazdesedeanuduiuvnsssiafituassgninegd delugatiagiu mamdvdsidnnsetnd
(e-commerce) lidnanTunuméndalunmsianuasdundoussuu B2 Iiiluszansamannd iy
desmnunamiosuesulattissinsnuazainlunszuaunistens andunulunisdiiiuny uas
Lﬁuﬂ’amiﬂs'ﬂaluﬂﬁﬁwqiﬂﬁu (Brennan et al., 2021)

A15A1L T UT A ILUY Business-to-Business (B2B) farududouninniinisd evieuuy
Business-to-Consumer (82C) iilosannnszuiunisienislu B2B finiierdesiuesdnsvunnlvg dei
Tassadansuimsidudon dewalinisdnduladedudmseusnisdosunaisduneu faus
N13ATILANNABINTT N1SSBUTBURE0NN195AY N1519591eT0951A1 Tauansvidyay
Fou1s Sausnsenngsianuy B2C fifndnsindulatofiisuassaniant ilesanguilaadiulvg
fnfiansandadedunen aunim vieuusudiedliissiuneusadulate (EWs & FitzGerald, 2022)
uananil n1sdorIBLUY B2B Faserdeniaiasairesesiidudou ilesngshadosnisdouleiy
Usgloviigegalumsgsnssy laldnasidubesessan steznatlumsdisiiu dennaswinunisdnds

WIDUINISNAINITVNY Fevilinisteviawuy B2B luanuisasiiunislaedesinsunilaunisvievan
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Tu B2C (Hutt & Speh, 2021) 8nv19U1909ANTONIRDYINF YT wsTaze i lidulalainauisa

A7)

I#$uaudvieuinisesusiaiileanaziiafiosnn wardnuisUssiuivihlyl 828 danuuandnenin
B2C fp AUABINITTIANILINY A1V LARZEIANT (Brennan et al., 2021) Lilaaaindudvideuinisd
TilugsAaindesdinmaudianzinssfuunigiuresgnavnssy wu 1a3osdnsildlunisnde
govfusTleanuuuIiaes viegiuiidesdiannmassmudofmunvesesdng dafu funedosd
anuamnsalunisuiuuisdudazuimslimnzaniuanudeanisvesgndn Faduanuvimed
LANAN99INGIAAUUY B2C AAuAdnlngjingnuanludnwazinsgruierdudmsvguilaasiald
(Johnston & Marshall, 2020)

dmsvlutsamelng msdersuuy B2B rutemsesulatidsasdidnsnmluniniulnesng
111 NMsHANYamINIsIaIakaznsiuanesuATaansatedinlenalunisdndmanalu ¢
waztasuasanuasalunsudsduuesgsia (Sheth & Sinha, 2021) aghalsfnnu gsiadnludes
Usumlsiidndunisivasuulaseanaluladuazwgiinssuvesiuilan nsamulumaluladuas
nsainvzyesyaanaiiudsdndudeliannsowstulunan B28 Aasuulasegnsnia
(Wiersema, 2020)

5.2 N1588813013781A (MCN)

mi?{amimsmmﬂ (Marketing Communication) Lflunismumiﬁaqﬁﬂﬂ%lﬁa?{amsﬁ’u
nauinvane el inguszasdudniioasrannssufauusus (brand awareness) uavduaiuamsing
Heuusus (Brand loyalty) situla3osilsuaznagninianisnaiaiivainvaty (Smith & Zook, 2020)
Tuefinnsdeansnismanmiinerdedonaiy 1wy Insviad dng wilsdofiust uasdhelavauniadii

a o a

Huslaa wiludagdu Aensiivlavesnalulagfdviawasnginssuvesiuiiaanidsuly daamng

o

nsfeasmenmanadsgnuiulfnzantulanidaunntu Taeddeooulauazunanrlesunava
\Huirdosdlondnlumsaieeuduiusserinsnusuduazgndn (Fill & Tumbull, 2022) dwsugardsia
nsfeasnisaaldiamunlueg1esinga lnoiedealeAdviauazdedenuseulal nareidutomis
E‘f’]ﬁliyf[,UﬂWiL‘ﬂl’]ﬁQLLaSﬁ'aaﬁﬁﬁr}iUﬂﬂﬂ 23ANIANN 9 TTuwannesuLyu Facebook, Instagram,
YouTube, Twitter kag TikTok lunislawanuazdaasuwusudvesnuliidrfisngudmaneliegis
wluguariussandamunndu enanalen lugm Digital Marketing tananerdunalndndsylu
nsfdiunagng Msdemsnisnainueagsia B28 laslanizegsbslugramnssuildufnsoudidos
wunshideyadunaliauazyanurewindasiuniudmiesquduinisiiudemiseeulal
MsviIAtesTAUAIY YouTube nisgdlawaniuslutuaniznguiuaniy Facebook Ads visenisas
Y188 Nsetind (Email Marketing) iioudaifioududlmiviolusiududivay Seneliuusud
@150a519 Brand Awareness Wag Brand Trust lfogsaiiadlungusiusing B2B (Peter & Dalla
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Vecchia, 2020) uona1ntl N3ld Yayayrsedng (AN) wagnsinsiesideua (Data Analytics) §ataeln
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anAtuudaznqulafgelu (Kitchen & Burgmann, 2020) 3enanaledn n1sld Digital Marketing wag Al
lugshafldufnsneuddieliaunsaidnfisgnan B2B lansengu asassaunisalffuuuanizyang

v
N o

wazduasuANNANARaLUTUA LA luTEEEend uannllfatieysunagnslaviusewunliunain anduyu
nM3nan uaziil uanuaunsalunsuyadulugaddsia 99nn13398ves Blakeman (2023) Wudn
nsdeansuusudTiauduiusBauInAunssuiiusudinunsand (Brand recall) wazmsi3onauuy
U (Brand recognition) @ 111821491 MINLUTUA @115 a5t oy Al BafudaLesldogsdl
UsyAvsnm fuilnafazanduusudléftusasannaindauusudldlunariifesnisiadulate fudu
nsaiedemnunsmsaaniidenndesiusndnvaiveauusuduazaiunsnfgaanuaulove igndi
%aL"fJu{]f\]%’aﬁwﬁzﬂuﬂmﬁmy‘aﬁﬂﬁﬁuLwiuﬁLLaxa%’NmsamﬁwﬁLL%aLm'ﬁ'q

nsdeansmsnaafiiuszansamdndudesedeiniesdiefivanvansiitoiirfeuilnauasdl
SvEwasiongAnssumstovesminivn msldnagnsiineandielifussnanunsoatamnuduiussy
andldluszezen uastiinlenialunisaiannudnddeuusud luefin nsdeansnisnainende
dosufu 1y st Gy wasmilsdeud wilugatiagiu Femmsddalfdnaniiunumddyuas
nanerdussduszneundnvesnagnsnisnainvesesdnsiialan 91nnsAnuwilag Kim et al, (2021)
wuuignivszavanudiiaasnszmindeanusudulunmstaninagnissereniidunisadng
AnduiusiugnAnnnimsiiusenueifissesnafiod msimuueunsAaediiUsEansamses
o1t lalungfinssuvesgnituaznisesnuuuuamdgiiamsoaieguanliduguilan
Fasadsnsldnisnarauuuniugnddurud nans (Customer-Centric Marketing) Tiannudndzgyfiu
AnuFsnsuazaNAanisesgndn Inenidunagnsiiddyfensliaiesionisdearsnisnand
sz du (Kliatchko & Schultz, 2021) ﬁgﬂﬁ Holm (2023) E'J’q%’[,ﬁt,ﬁudwmsﬁamimsmmmﬁwmw
ddnlunisairsnssuiuvsuduardaaiumiuinvesgnin nsldnagnénisdeansifuszansam
ansaiuausalslumstevesuilnaasiaiuainanuduiusserinauusudtugndn Tnedmsy
n194 04130139810 v 03l oad Usynouwi oldlunisviinisnatandn q ldwn n1slavan
N3UsEFUTLS NM5ARATINIINAIN N1TARIATINSS NMSHTAHILYARG LagNTRaIALTLT e
(Belch et al., 2021)

5.3 AUANAATIAUAT (LYT)

AUSNAATIUAT (Brand Loyalty) W usiadedildsuauaulesgiseiiadluiniside
nsnann esanflunumaddglumsaiisnuldiuzoumansudstulasannudsuveassia Faan
nsnunIwITIanssuluvate 9 933y wudienudninsduiidesruseneunanasausenis laun
AMUANARIUTIAUAR (Attitudinal loyalty) wazauANAGIUNgANTIY (Behavioral loyalty) A2114NA

Aufiruafazioulisnnuidnideuinuasanuyniiunisersualiduilaaiisensidud (Wiersema,
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2020) iummzﬁmmﬁ”ﬂﬁﬁquaﬂﬁiml,amﬁami%a%ﬂLLazmiaﬁuawumw%uﬁwaéwmLﬁaa n3ANYN
Tne Sari et al, (2023) Flidiuinanuitemelslunsiduda (Brand satisfaction) Sadnuaivesmsidud
(Brand identity) uazadaisjssiulupudiius (Relationship Commitment) iutladedfayiidnasie
muSARAUR wennil N133%8 Kato (2021) THd519UNUmMIBIN1TIRTMLIRAYEINTIAUA
(Brand Concept Recall) sioaudslalunisiesn (Repurchase Intention) wan1sAnyInuIguiland
aunInInsunAnveandudldduuliufivsdenuddlalunisdeodnunnitgiiansigudnume
Wz TRHANT T 39Ut sAeansuiafnvenAuARTauLazd AN sE I saLEs uada
AnuinfvesgnAlaegeivseaviain wazdmiuluudyuues Mohammad (2022) na1vit Tulanvas
nsmangaiiagtiu MsaauuAnvensIdud (Brand Concept) fidmauuaziinandudutiaduddn
HreliLusuiasaasiauLaniLaraganuaulanngulnaldegelivssansam n1sly A
(Artificial Intellicence) T@ 911918805z un1sAaTIALUY B2B 1l oufiuanudnansidudnludndu
Tagianzlufiunisdoasuaznsaineniudninsdudi 1wy nrsldszuu Al Chatbot Lilelvideya

¢ o

AUA1 MBUAIDIY 115 0938UTEUIRTIANEMSTUSIUALUULS 8Nl anN1TEUBINENIIUYY LaLLNy

a o

anuianelalvignan wenand gsfadeaunsald Al liasiesiveyanisdede vousaziudLiie

AANTAINGANTTURNAT 1WU gan1andinsddudngs, sulldunlasuanuion vieanudlunisdde
Faazilugmsiaueluslutunioununisnainianizuana (Personalized Marketing) laaeingusiug

uIdelag Kato (2021) la@1579UnUIMBIN15IATIMUIAAYIASI1EUAT (Brand Concept Recall)

o Anusdlalun1s¥edn (Repurchase Intention) Fadutladuddgiivieduasuninudinivesgnai

HansAnwmuiduslnafiansenduuifnvesndumladuiliufiznduin@etannniguilan

1Y 4

79997 lai s uanYuzIaNIzYaINARA I FIWUIARYRINITIAUAIDIN Kim et al, (2021) Fadu
nsazvioudsitnuuarAuaAIveuTUANdearsiuduiuilaa Jeaunsaeglusiuuveaninanual
Aoy viieosualiuuTuAfeINsasslinugnAnuiy TngainnisAnyives Kato (2021) Seanunse

adueinfinlad fuslaeiianunse anduwinevesmsdudle wu anudundiflen arnududasiu

' ¥ v
= A o '

dwndeu vioanuduuinnssy asduwiliuiivsdedunninnandianisaadnuuzvemdnsio

Wi anusvedvsinwiliefie visesavifveunieshu Aluliiiuiinisnaiafidady nsasiesessn

Yy v
t% 1% 1Y A o

wavensualiifetosiunusud amnsansedulignindundenlafninnisyatuiisuaiiaosves
REREN

5.4 anudsdulunisinisaann (SUS)

msmaaitorudeBiu (Sustainability Marketing) \uwuamnsfinausudladesudandon
e wpmiaswgRadnfunagydnmsmatauuuiaiy Tnefitmnevdnlumsadannaliiuguilnaly
Snwaziiliiflsmeuaussaudesnisyemann uidigisannansenufuausiedaindeuazdensly

wiauiu (Hutt & Speh, 2021) gsfailduuimeiliinlianuddgiunsiauiasilauendnsdudivse
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uimsfdudinsdedananden mslininensegraduen waznisaduayuanudusssuniadsay
fegaty nisldussyfmusinanunsadesaasld annsldnaraiin mswaslaedidsdsnisudenine
Feunszan viemsdifuulounedisuiinveuseussnuuazyuvy (Anderson et al, 2020) uenanil
nsmanaiiterudadudutiuluiinsairsanslindatazauduiusidsduiuguslaakunsdeans
Alvsdlanazaisla naonudaaiuliAnnmsudsuuvandsuinlunginssuvesuilae sluszezen
Lifestelvgsiaiulnegnaiuns uidsdidudelunsaidaniidsunniudmiuauiusoly Vanjic
& Dasi¢, 2023) 1INN15398v0s Wang et al,, (2022) Idausddonuvasnisnainiitonnudsduindy
nszvaunadenagnslunisaine doans dweu wazuaniudsundndasiuazuinisiainagua
ungAnssuguslan nsuftinisgsia uazlunann Tuvasiferiufananudemesioduindouuay
Usuupsnunmdinuazanudusguesiuslaauaziiidnlddmdemlansgraisosssuuaz Jusssy
selutlagtiunazeunnn

sisil lunnsvinismanaldesnedadu psAnsinduiiazdesordonisysannisnisaainiile
anudsBudndunagnisiadesendunisuiuiluanssuielfaenndesiuilvnsaudduuas
Wndannuaunsalunisud uvesesdnslussezens (Sheth & Parvatiyar, 2021) asdnssndudos
Usuusanslimsnensliiinuseloviaanlavanvends ananuliussansamlunszuiunisuin

U

uazladafnd saufnhuwAnasegianyuiiou (Circular Economy) snldiitoannislimiwenslmils
foufign (Sheth & Sinha, 2021) uena1nd nsarsaruTNdofuFINaI1E0T T TuuIUfUR
drueudsdu maenaussdnslinasmarils wasiildnlfdnidodu 9 Wudnnagndiidfny ey
annsateliesdnsiinianeluladuazuinnssuiiduiinsdoduandon anduyunisdniun uay
N3¥ANSURRYEUR LA Ind auLardIALDE s U ANS A (Kong et al., 2021) AT ULD
wanifseaiaszuuinanssiafiaduayulstusasiu lnemsmunineins maudsiualddne
uarmaerurTesfndusulssnaiionadugUassatenisduiunuieaudiiy feuumnsd
psfnsAINInaT AN IENUBUINFdsnNLarAsnden Turnziidnsinyiarmansalunisuvedy
wazasannudesiuliiuiuslaauasfasyulussezen (Smith & Zook, 2020)
nsmaneuiternuddulalldyaduiioudmsiaundafasitasuinsidulinsdedwandey
wigadunumdrdalunisduaiunginssui Suinvoused swandexluvyguilaa WA bA T
nsatuayulnen15IT8ve Badawi et al,, (2023) 5?faLauadwaaﬁﬂiannia‘l,%ﬂaqwémaﬂﬁmam
dlevilingAnssuiiiuiinsednndounaedudosniludiey F3nstonsufmisadiusgdla
unsAeansfiiusansnin wu madughdcsslomivomginssuiiduinsredundeuiiclusyiu
duynnawardiay viensldmadanisnaimdanginssy wu nsnsedulitinniseuiiouns
&sau (Social Norms) Betaeloiifuslnagdninnisnseiiisuiinveusedwindeufudsinnauaisyi
wenanil msldaanudnsusifuansdannsgusuanudsiu mslinstaviodsgda W dauaavie
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¥
P '

wANazaNdIMTUNANIIUT AR WIndal naonuNITeaNkuUUsEaUNITainIsUSInAT 1O 96

' '
aa 1 a

woRnssunddu drnudunagnsivelifuilnanes o Usudsunginssuvesmuliegaudusssuyni
Wenwmananigniiunldsiudu nmsnaiaiieaiudeuazliiesdigannansenuaiuauso

Fwanden widwenansnaieinusssuwieudduidsioludnuiuioluladnaay (Fill & Tumbul, 2022)

6. 52,08UITY

n33deasadifunsidodaisunn §ifelddnunisionsseninegsfiatugsfa (828)
Msdpansnisnann ANuAnAnTAuA uazaudBulunisiiniseain veiidunTaAIUTA 3M
Tnedszensildlunside fe dunudnsmthefidunsouanusud 3M meluussmelng S1uau 700
$rudn Tnenguiiogaililunisidoatsd Ao funudasmusfidunsouasmusud 3m anely
Uszinelne 31u7u 500 $1um Inedidelamnmvunruinvenguiieg1anugnsues Comrey and Lee
(1992) %nasﬂumm%ﬁmn (Very Good) uaglaimiiunmsduegrauwuuandeninuuiazdu (Probability
Sampling) 1#38n"15guagnedne (Simple Random Sampling) lumsidennguiiagna Tnsia3esilefldly
M33vedunundounuiiaded uku google form LagvinnIsuaNUUUEUAINLUUKIY link TUgs
Fuwnudnsmneildvhnsidents

6.1 wiaeflafildlunisive

miif{i’m%aﬁﬁuwaaummﬁr}ﬁﬁﬂlﬁaﬁywu,azﬁ’ﬁuméﬁyumﬂmwumuumﬁwqwﬁLLaz
saunssuiiedes uazdudunsmelinseuuunanlumsidelaeiiesdielunsiiutoyauisesniiu
4 du Inwdud 1-4 Ao LLuuaaummLﬁEJ’Jﬁ’ui‘]afﬁ&ﬂ’]is'?}uaﬁuwiwdwﬁjﬁaﬁ’uqiﬁ% (B2B) 9113 15 18
Padun1sdeansnsmain s1uau 14 Ja Jadearudninsdud s1uau 14 o uasiedeanuduly
N15911N139879 91U 9 0

Tnemoudi 1-4 f8nvasdeauduunsidiuuszannei (Rating Scale) Inedafauiild
WusnesidmyszanaailunisimuainaeinislinzuumussfuauAasiu 5 seau (Rating Scale)
ANNLUUTBY Likert (Likert Scale) waginumnausilun1suUanan1Azuuuad snuuIAnues Best

(1977) Fauvalgndu 5 ey weil

Aads 4.21-5.00 Y UatanN ﬁxé’ummﬁmﬁumﬂﬁqm
Aade 3.41-4.20 MNUT sEAUANUARLALINN
Aads 2.61-3.40 Mg sEAuANUANTIuUINNGNS
Aade 1.81-2.60 MNUN sEAUANNARTuTaY
Aede 1.00-1.80 e sedumuAnTuiosTian
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6.2 N1INTIVFBUAMNINLATONEND

a o a

6.2.1 ANWNBNAT LUIAAKAENOULABINUNITY VI8 TENT19T5ANUTIN (B2B)

]

v a a v

mMsdoasnisnatn anudnAnTAuA audidulunsyiinisnain wazedseieades et
a¥diuiusuasiviita

6.2.2 asauvuapunuLazdemaulvinseunquiuUsiisuamuvEdin

6.2.3 thuuuasunufiadstudsemueyaszifuinanadidn 3 iu ssvaeu
AraEumNAsLSien (Content Validity) neteifiofinnsaneiuaenadesszirsdamanuiy
Fudsideanisin Tnsinasilumaidendednmazfinnsanamededowdiian 10C laidesndn 0.5
Imsﬂ,umﬁ%’aﬂ%ﬁﬁlﬁﬁaﬁ’mmagﬁ 0.67-1.00 nnvaf1ay (Hambleton & Cook, 1977)

6.2.4 ﬁwLLuuaaummﬁ'muamm‘wﬁwummmﬁL%%ﬁ@ﬂnmﬁnmammaaum Tryout fiy
Funudadmiefldunsosuasmuiud 3M neluuszamalng Ausnniionnnguiogisduiu 30 au
Lﬁl‘aﬁﬂﬂoﬂG]EJ‘UllﬁLﬂi’]%ﬁﬂmﬂ’]W?J@ﬁLLUUﬁEJUﬂ’]&JVFGQﬂJU Tngnisuduuszans ueann (Alpha
Coefficient) wasnsautia (Cronbach) Sawan1siiameviduuszansueanives Cronbach (Cronbach’s
Alpha Coefficient) yosusarduUsAasilAdaus 0.70 Fuly (Hair et al, 2006; Nunnally, 1978)
gapduuszans Cronbach’s Alpha Iumﬁa"}’amzaﬁasﬁ 0.989-0.992 §4g9n31 0.7 uansinAdesile
ausarhlUlgle (Hair et al., 2014)

6.3 Mmanusausaudoya
iAfeldsunafunudeyamaidelnefitunoudsil

6.3.1 maiununudayanseyilussninafiow ngadnieu 2567-unsAu 2568 Kidevh
AshanuwuUaaua NNy link nnelu google form AUMIUNUTATINUIETANNTOILAILUTUA 3M
meluszmalng S1uau 500 atu Idndusnegil 500 atu Shsimsneundusgiifesas 100

6.3.2 ATIIABUAINAUYTAIVDINITABULUUADUNINAITIE UarIiAT1evitayanuis
msatifsioly

6.4 N3ATidaYa

va o [

Aidpthteyailanuuuaeuniuulseaiana Insldadiinseideyads

he

a o a

6.4.1 MTIATIENTRYANBANITEAUNTTBVILTENINNgINAAUTIAR (B2B) N13d0ans
N139a1n ANANARTIANAT wazadudedulunisviinisnain adeAnade (Mean) diudosiuu
1M3g1U (Standard Deviation) uazAduussansnisnseane (Coefficient of Variation) t¥lun1suya

a [ @

AN EJ‘UE’N‘?JJEH,I“aG]I']\‘i i Lﬁ@ﬁiqﬂLLa%E]ﬁ‘UWEJaﬂHm%‘U@ﬂWJLLUi

o

6.4.2 adfayuTunsealine1ds (Inferential Statistics) {un1suisvnsadifunlddmsu

NAFDUANLAFIU (Hypothesis Testing) LianAuduiuslassas1adsanvnuavmseaudadond
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DNBNARDAIMUININNATILALNO DL AIUAILUVANNITIATIASTS (Structural Equation Modeling--
SEM) ei1ulusinga ADANCO 2.7

a ¢ v
T. HaN13AINSHYBYEA
HANTIATIZNITZAUAUAAIUTDI MO UKL UABUAINTZAUNITT DU TENI19g5N T UTINA
(B2B) N15d0@15N150Ma1A ANUANARTIAUAT Lazauddulunsvinn1snanlunmgid a1snsauans

YV dl
1ARImN5197 1

A15197 1 Ay dudeuuunnggiu AduUTEENENIINIEANY LaYTEAUTBINITTRVILTENINNGINT

o

Ugsia (B2B) n1sdeansn1snann mnudnansdum wazanudsgulunisiniseain lnenmsu

fauds X S.D. C.V. STAU
ﬂ’]'ﬁ%@‘m&izwjﬂﬁq'ﬁﬁﬁ]ﬁ%ﬁﬁﬁ] (B2B) 4.03 590 14 11N
MsAeansnsnain 4.02 532 13 1A
ANUANARTIEUAT 4.05 534 13 110
arudsBulunisiniseann 4.06 542 13 1A

NM59 1 WU ;:Ima‘uLmuaaumud'gﬂmgﬁmmﬁmLﬁu‘lumm§Q§u1uﬂwsﬁwn13mawm
awsmegluseAuunn (X = 4.06, S.D. = 542, C.V. = .13) 5898311 AiB AUANARTIAUAT NnsIeY
Tusyauun (X = 4.05, S.D. = 534, C.V. = .13) 5998941 fd ﬂ”li%ﬁ)‘ll’]ﬂ‘iswj’mﬁqiﬁﬁ]ﬁUtﬁﬁﬁ] MNSeY
Tusesuann (B2B) (X = 4.03, S.D. = 590, C.V. = .14) ua¥A154081311TAAIN Awnsagluseauuin
(X=4.02, S.D.=.532, C.V.=.13) mud1au

4 LYY

NANITIATITNTEAUAMUVALNITIASIAS I UN NS T dunanisiasizinuduiusiaey

duuszavdenuanasdninannsifidwmananisandulavslaaueznanismageuanuigiu Tnenaidu

IATIEAENUTAREAILARINTNT 2
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A 2 Eumsenuduiusvesiikuvaunisiasaiinnuinfn s dua lugugful sAuna1an

Wouleensgevieseninegsnafuginauagnsdearsmsnaingaiudidulunisiinismainves

AAUNTDIAILUTUA 3M

A15199 2 ANUALNUSTEMINBNSNavasswUsNinensindulaldusnig

fauds LV AR answa BTB MCN LYT
AuwUs (EFFECT)
arudsBulunsinisnann (BTB) 0.808 DE 0.257* | 0.107* | 0.779%**
IE 0.194* | 0.904%** 0.000
TE 0.451% | 1.011%%* | 0.779%**
ANUANARTIEUAT (LYT) 0.874 DE 0.249% | 0.961%** | 0.000
IE 0.000 0.000 0.000
TE 0.249* | 0.961%** 0.000

e DE; Direct Effect, IE; Indirect Effect, TE; Total Effect, N/A; Not Applicable

* U89 p-value < 0.10 39 A1 t > 1.65
** 9111889 p-value < 0.05 %30 A1t > 1.96

*** 91089 p-value < 0.01 %39 A1t > 2.58
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7.1 YadeiidnalnssusenudBulunisvimanain (BTB) wuth madowesewinesniaiu
5378 (BTB) M3deansnmsnann (MCN) wazanufnangdudi (LYT) fvsnanenssenmdsduly
A159N159a1M (BTB) HAINAU 0.257%, 0.107* wag 0.779%** aua1nu LL@%mi%@‘mEﬁ%WﬁNﬁjﬁ%ﬁU
5379 (BTB) nsdeansnsmann (MCN) wagnnsaeansnisnann (MCN) Tavdnanisdouseniuddiuly
M5YN159a19 (BTB) iAWY 0.194% wag 0.904%* augdiu

7.2 Yaduiifnalaesiusemnuindnsndud (LYT) wui ﬂ’lié?ﬁyamﬂﬁgwdwqqiﬁaﬁ’uqiﬁﬁ] (BTB)
Lagn13deansnisnatn (MCN) fnswanianssdeaudndnsdud (LYT) danidu 0.249% uag

0.961*** fUAGY

Nan1sNeaERUdnSNadwnaMdusnUsAuNa I asuANLduRUSYe s IwUS BT AT

kU5 TnelEnUsAuNaIstinuNeSuUNeBVSNaNI1999Y FINANISNAFBUAININBSUNULARIAISTIIN 3

A15197 3 NaNSNAARUBNSNaAUNaNa (Mediation Effect)

AUNAFIUNANITIVY (Hypothesis) Effect | Boot SE | Boot LLCI | Boot ULCI

H6 | Anuinansndudn lugiuediwdsaunaisi
L aulean13¥ eu85ENI19gIAINUTIAI
(B2B) ganudsgulunisvinisnana 4771 | 0352 4104 5483

H7 | Anudndnsndudn lugiuediwdsaunaai
Weulgansieansnisnaia daudeduly

ANSYNNITAEAN 5458 | .0478 4559 6428

NAI5197 3 HANSVIAABUBYENAAUNANS WUTY

1. ANUANARSIAUAT IugmzéhLLUiﬁuﬂaNﬁL%amimmis?jyasmmwdwﬁjﬁﬁ]ﬁ"uqiﬁa (B2B)
gannudsdulunsviinsnain fledvwa Lower uay Upper oglutag 4104-5483 agfluinusilsingu
0 Fadunssenfuauufgiunide

2. mufndnsduin Tugusdudsdunanadiidenlesnisdoarsnisnann garmdaduly
n1371n150819 A18NSNa Lower wag Upper agluga9 .4559-6428 agluinueilangy 0 Fudu

M38oUSUANNAFINNNTIVY
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A15197 4 aFURANSANYIALALLFATIY

duNAgIY (T-test) uusma
H1 | nisBemnessvinegsiaifugsia (B2B) fBvwasonuAndnsaudn 1.730 atiuayu
H2 | MsFeweseninegsiatussia (828) Tonswasoaudsduluniseh
NIRANA 1.900 atiuayu
H3 | Msdeansnsnann fidviswasion AN AR AUAN 10.664 atuayuy
Ha | msdeansnsnann Tdvisnadeaudsdulumshmsnaia 1.686 afuauu
H5 | Anusindnsdud Tvsnasernudsdulunsinsnain 6.293 atuayuy
H6 | Anudnfinsaudt luguziudsiunarsiifenlosnisdoresewing
gsRafugsiia (82B) ganudstulunisvinnismann 1.942 atuayuy
H7 | anudnfnsdudn lugiugfuusfunansiidenlosnsdearsnisnain
ganudadulunshnisnain 6.270 atfuayuy

8. 8AUTIINANISIFY

PMNUEMTIATIEITeyaaIsaaAUTENaN1TITen N TngUsyasAlanall

'
a

ngUsvaaAdean 1 1iefnwseaun1sdeveseninegsnanugsia (B2B) Msdea1sniinain

ANUANANIIFUAT warAUSIBUlUNISININ15Ma1nINAUNTDILEILUTUA 3M

a o

MnuaMIBATRideyanud dudsyndindnw laun n1steviesyninegsiatugsia (B2B)
nsdeansnisnan AudnAnsdud wasanudidulunisviniseann Sszduanufauiueglussau
11N laglanzaudidulumsinsaainiidiadegeiign (4.06) soswmanfAoruinins1duA (4.05)

o

Faawviouliiiudn funudmirednlngliinnuddyiuns sidunagnsiiannsaaiiseudbu
‘mas;ﬁ<~umu@jﬁummﬁuﬂ’uﬁiuizwmﬁmwiumasm%’mLﬁ]u HANTITLAINAIADAARBITULUIAR
984 Anderson et al, (2020) fiauadn madniugsialuszuu 828 Sududosorfomuduiudiiung
wazszorensyningAniioainalindauazanuassnininisgsia Jadudadvdfglunisidiy
UsyAvBammaasnzuaumnate uasdlsesdnsannsainummudiiusiudiunusmngludnuas
¢ doudwafinonmdnuainusuduagnsdiiugsivluszoren uenand seduresnisdoans
mimmmﬁaeﬂuizﬁum (4.02) U'aéﬁyﬁﬂmmﬁﬁzysuaamiﬁixwmiﬁamﬁwdwamﬂifﬁ”w'hl,mu
FmisuazgnA e fiuszansaiw dsaenndestusues Smith & Zook (2020) fitauedn

nsdeasnsnantisaiansiuiuasienlosusudiuguilnaognsdnds mnanunsasiluusud
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= &

Wuindilalusziugs Adenfunliufaznoliiinanufndiisuas uazanansadnungugnanuaslils
wazdesnlufsmnusndnsiduiiteglussdvann dadunsasvieuianagnslunisusmsanuduius
fugndldegaiuszansam lnslaniznnsldssuu CRM wazAanssumamisnaiaamizngs il
Whwsnelumsneulandnginssuvesiunuimheuazgninlinsge Ssaonadasiunisdnyives Sari
et al, (2023) waz Wiersema (2020) fiszyin anufianelauazaruyniuvesgnandudaisdiiia
anﬂﬁuﬂﬁ%asgﬁ (repurchase behavior) wagdanludnisuanserauan (positive word-of-mouth)

definsanlnesin mafinntateeglussiuaruAafuinntliifuin naudunudimingls
nsteusunagndudnvasusus 3M Tunsendugsasuilaunseadunmsunuedned lnsamz
nagnsuanudsdunanisnaia defeiduiiamnsiiaensuiunuiAnues Wang et al, (2022)
findmfamsamaiionrudsBuindunagnifiannsnaieyamsuliungiidmlfande nieufude

ANKANITENUADAIALLATEIWINADULA LS aZe)

N

noUsvasted 2 iilefinwianudndnsdudlugiusiulsdunasiidoulosnsdons

seisgsiafugshauazmsdeasmsnaingaudatulumaihmanainvesiidunseuaauusud 3m
HAN1TIATIZINUIT AnudnAnsAuddunumdidnylugiugduusdunans (Mediating

Variable) fideuleasswininstenssewinagshatusiiae (B28) uaznsdoansnisnain luganudatiu

o w a

Tun151119981AYINANNTOUAIMUTUA 3M D8 1HITUEREVISEDRA IngAINaNITENUNIIDY (Indirect
Fffect) uazAnnasusianun (Total Effect) 7il#a1nn1531A518% SEM musn anustninsidudigae
@suaseuduiusvesinUsAuA UL ulA ag 19T RLauLaENTIng s aefia1 TE 910 B2B
ganudsBusiuanufnfnsaudiviaidu 0.451 uagannsdeansnisnatngaudsdusinuauing
ATIAUANYIIAU 1.011 s?flaﬂ’m”]qamnm'wmqmwmwaaw‘ﬁL.LiJif?fuﬁ'ﬂizﬁm'ammsﬁ}aﬁu
nanTIATIERRananBuduin nsdlunagninansaainliasiiuiisidnsdeavioains

\A3DUNEVNNgIARTENINRIANIAUMLUTImNefissed1uied widnludoadianudnsinewusud

Augiuae Welinnuduiusnintuausaiauliganudsdunmegsialussesenildegauriage

%
'

A9nARITULWIAAYDY Sari et al, (2023) M431 ANuAnAnTIduA il esasiaudsnuyniy
FrungRnssu (1 n13¥aen) uAdssmianuynunsiruaf Wy anudndetunaylinddaly
wusud Faavihlugnsatuayunaznisidiusaluszere wadilddsaensuiunis@nuives Kato
(2021) finudn MsIRSIMWIRRVDIRUTURBETTRIaY WU Msiiandnwaindilon Wieaudulinsde

dawandeu Avdreduasuanuadlalunisdedy wagvilignandanudnfuindu FeluuSunvesuwusun
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I,n ot
““

3

3M fidepgnuesindu “uusudng” anudaudiunisinwwiAaveawusud ndlidu “wusud

Y

o

oA A v v v, o= & a I3 "o = s a o
uﬁL%@ﬂ@iui’lﬂ’]ﬁ]Umﬂﬂ "’_NLlJan"iﬂL‘IJUﬁQWJUV]'E_Nﬂﬂiﬂ'ﬂﬁWﬁ]qimqﬂiUﬂéﬂ

o o
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