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Abstract

The objectives of this research were to examine the influence of ethical behavior on
customer trust in the salespersons of an automobile insurance broker company, and study the
influence of customer trust in the salespersons on customer loyalty to the automobile
insurance broker company. The population for this study consisted of customers who had
previously purchased automobile insurance from a particular insurance broker company.
A sample size of 477 respondents was selected usin tool. Statistical methods for data analysis
included frequency, percentage, mean, standard deviation, and multiple regression analysis, with
a statistical significance level set at 0.01. The results revealed that ethical behaviors, which
included salespersons demonstrating expertise in automobile insurance (b = 0.245), providing
answers only to the best of their knowledge (B:O.ZZO), refraining from exaggerating policy
coverage (B:O‘167), and recommending insurance policies suitable to the buyer's needs
(B:O.193), significantly influenced customer trust in the salespersons. Also, customer trust in the
salespersons, characterized by the salesperson's adherence to standards of honesty and
integrity, especially when resolving issues (B:O.303), the salesperson's credibility due to
prioritizing the customer's interests over their own (B:O.209), the customer's belief in the
salesperson’s statements and absence of perceived exploitation (B:O.146), and the

salesperson’s genuine care and reliability (B:O.158), significantly influenced customer loyalty.
Keywords: Ethical Sales Behavior, Customer Trust to Salesperson, Customer Loyalty
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B Std. Beta Tolerance VIF
Error

ArAsdi 0541  0.087 6.207  0.000
ESB5 winanuuned 0.245 0.042 0.285 5.806  0.000* 0.253 3.945
ViNwelLazAINl
\Wewgylu
Useiudesogus
ESB3 wilnauwngln 0.220  0.036 0.239 6.102  0.000* 0.398 2.510
ANMDUMNTIAULD S
NIV
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A15199 4 (719)

= o v
anuwelaluninauuigvasgn

- Unstandardized Standardized Collinearity
NOANTTUNTVY . . o
e Coefficients  Coefficients . Statistics
NAIYEIIU t Sig.
B Std. Beta Tolerance  VIF
Error

ESB2 wilnswwela  0.167  0.033 0.197 5.051  0.000* 0.402 2.486
9INTNANUANATON

Y04NIUFIINAUNT

Auduas

ESB4 wiinguune 0.193 0.044 0.218 4.359  0.000% 0.244 4.098
wugihUseiudy

sooudTmIE Y

ArudeINIsveslie

R Square = 0.712, Adjusted R Square = 0.709, Std error of the Estimate (SE) =
0.414,

F=291.325, Sig.=0.000, Number of Observations=477

Ao o W a

*lydAgynvananszau 0.01

1N01397 4 wansvadevaNufgiudl 1 nsieneiannesnneudemaiauuuiunen
(Stepwise Multiple Regression) Model ﬁ;ﬁ%’aiﬁlﬁam,l,é”s wud wiiheuneiivinee uavaudsney
Tulszrufesosud Widmeuwiniinuems liswdeudunsomweinsussaiiuninuiueis
LLazLLuzﬁmszﬁ’uﬁasaauﬁﬁLﬂﬂuwﬁwﬂmméfaqmwaqﬁa Safunensalfuaudelsluniinny
¥1885gnA (Customer Trust to Salesperson) lé¥eway 71.20 dudivdseainaindadodu 4 3n
Sovay 28.80 InefleAnuaaindeusnnsgiuresnisneinsal 0.414 uazanen Adjusted R Square
= 0.709 uanein @1}’3LL‘U35338ddmﬁﬁ%aﬁ’ﬁuﬁiﬂIUﬂﬁiBEU’]ﬂLLazﬁ’m’lEJ(;f’JLLﬂigﬂ’eﬂj‘ﬂﬁxﬂﬂlﬁ VIF nadou
aruiudaszaenineiuysdaszdesdiarlaiiu 10 Fean VIF fangening 2.486-4.098 Kty
AMNdNNuseIiLUTPaselineTWAnTyn1 Multicollinearity (Hair, Black, Babin and Anderson,
2019) uazlemduaunisnensalluzunsuuuiy (MioAsuuuNINTgIY) Igtevadd

Y1 = 0.541 + 0.245 (ESBs) + 0.220 (ESB3) + 0.167 (ESB2) + 0.193 (ESBa)
do v = enudelaluniinauunsvesgndn

ESBs = wiinnuweiiinusuwasanundesmalulseiusosagus

ESBs = nilnauwglirmpauwiiinuems

ESB, = wilnauwgliendeenuduasesansusssdiiuniinnnuduasa
ESBg = wﬂ'ﬂmuﬁuwLLuzﬁinzﬁ’uﬁ&Jiaauﬁﬁmmzﬁ’ummé’aamwm@%a
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M990 5 NanTATIzRauNIIanneenvAMuUUTuneutesnsdelaluntniusvegnaAiiu

ANUANAYRINAN
ANANAYDINAN
- - Unstandardized Standardized Collinearity
ANugelaluniinguvne
o Coefficients Coefficients Statistics
Y24gNA t  Sig.
B >td. Beta

Error Tolerance VIF
Al 0.744  0.085 8.749  0.000
ST7 winauwnedl 0.303 0.056 0.329 5.376 0.000* 0.165 6.076
1AsIUAETUAY
FodnduazAasssy uazas
ﬁmﬁ’ulummgmﬁ?mﬁa
Wndgynlinsauly
ST3 WHNUBHANY 0.209 0.044 0.239 4.761 0.000* 0.246 4.068
undefieimszddnala
HaUsylevtivesgnn
INNIHAUIELEVUVDS
AULBY
ST1 gnénidieluded 0146 0038 0163 3839 0000 0341 2929
ninnunewauazlila
Sanlatangingsuen
Wigugnm
ST8 nWinMUBIAIL 0.158 0.056 0.173 2.814 0.005* 0.164 6.111
Udedeld waziolald
ANABENLYIATY

R Square = 0.708, Adjusted R Square = 0.706, Std error of the Estimate
(SE) = 0.406, F = 286.648, Sig. = 0.000, Number of Observations = 477
*Tifddunsadnisssu 0.01

21NN 5 HansadeUALNATILT 2 NTiiegonnsswy g emaliauuutunoy
(Stepwise Multiple Regression) Model #f3ulsidenuds wuin anudelaluninnuusvesgndi
un wihaueinasguisatuanudednduasiasss wavaziaiilunasgududedaiym
Trifoaudly wiinamunefinnuindedemeidnaulanalsslomivesgnimnnniwayslovives
aules gnAndeludsiiyauazlilddanladangAnssueonyiougndn uasdaruundedold uay
wilnnuuedanuelaldgnAediauniase saudunensalivanudndvesgndn lasesar 70.80
dufimdeerainandadedu q Snfesay 29.20 TasifldAuaaAdeuuInsTgLTEINITNEINTA]
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0.405 Laza1nA1 Adjusted R Square = 0.706 La@nea1 AalUsdassdmansosu1alun1seduisiay
vunesausgs St VIF nadeuminiudasyseminaiauusdasedosdiatliiiu 10 e VIF fid
F¥NI9 2.929-6.111 ﬁqﬁummé’uﬁuémmﬁaLLﬂiﬁaiﬂzjda‘LﬁLﬁmﬂmm Multicollinearity (Hair et
al,, 2015) uasiTouduanmanensoflugUasuuni (Ferzuuusnnsg) 1
Yz = 0.744 + 0.303 (ST7) + 0.209 (ST3) + 0.146 (ST1) + 0.158 (STe)
do Y, = anudnfvesgnin
STo= Wﬁmmm8ﬂuﬁﬁmmmuL?‘imf'fumm%aﬁméuasﬁaﬁﬁu wazardasiuluinnsgiu
uumammﬂmwﬂumamﬁlm
ST, = nifnnuneauidenuindefomzddnaulanadsslonivesgniannnd
HAUs e vivRInLDS
STy = dudeludsiintinnuneauiyauarlildsFnlddmeinsmenuiougndn
STs = niinnuvsauidenuindediold wasolaldgniegiauiivis

aAUTENANTIVY
anmsineluadainudn weRinssuntsveiidia3esssu (Ethical Sales Behavion) flavnwa
senudelaluninaurisuesgnd (Customer Trust to Salesperson) wazgnAtiusiaeuin
Feaonadesiunuitevessiunn Juaiymns (2562) ina1ain wiinnuynaiadiudoutunislyi
Usranunuiuldegadiussanianuazgndes Insamzninanuludnliuinis wu sinnueay
winaudunuwie ninnuuinisteyagnan Wudu aenrdesiuaidevesauvied e (2564)
finudn gndiiudaeuinfunishioandeguandivesdudiiunitanuduaiannigauay
waAnssunisveiifaiusssudsnsnadennudelaluninanunevesgnd waznanisauufgiu
aitelunsd a3sssuvesfunedmatemnuidoluanuanuisavesue Feoranduuuimade
fuszneumsssiaooulatfiasiannduasssssumnisoduaisemuduiudiugdens1edady
LazdenRaDIiUIUITeYes Ou, Shih and Chen (2015) finuin ‘wqaﬂiimmﬁmﬁﬁﬁaﬁﬁmﬁaﬂu
isesilonsdanisfidady msglunszuiunisue wiinnuweaziinisindedeanslnensaiugnei
muqumﬂiiumwwﬁsimaawmammmaamNaﬂsmuamaaﬂwaaﬂmmaN‘U'ﬂm HANTSANY
uaamaamumm%ﬂawmumumw wAnssumseifeiusssuduiadudifylunisinm
PSR geugnA
annsansluadeinudn annudelalundnauvisvesgnéa (Customer Trust to
Salesperson) ZdviEnasiannusnivesgnan (Customer Loyalty) wazgnAniiusieann saenades
fuauAfevessiivn JuaTang (2562) find1dn n1ssusteyadudniu 1 vesuilan Haain
Anude Uszaunisal msrumndeya waznisadienanimnisuinislansamuanuiesnisues
fliing Aessilrgldvinisifnanufianele wazloglduinmsiAnanuiidlaannisuinsilasus
wdmalmAnauAniniumn lidsdunsndualivinse mafeglddsulaluléuinediy
vidonsuendeyanadunisinlyiunlduing aeanrdesiuaiAdevesnusia vimn (2564) finuin gndn
wiushemnluaadelaluntnouseieglduaudwieuinsnnguieedisuiveu wavauing
294gnA1 (Customer Loyalty) anfsaeanniunisuugtiguieduaesulailumeuin anudelalu
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wiinnunevegnidivEnasoruAnfvesgnd uazauielsluninnurnevesgnéniidvnase
AuANAveIgnAT aonndosiuuIdeues Kandampully, Zhang and Bilgihan (2015) finuin
anusnfvesgnidunsanisiuivesiusiamieafuanulinda asyjsfirnslindeiifedeiu
fhosdnsuagninmuvesliuims mudafedesiunisnduandevieliusnislueuenuasnisuen
Aogausautng 1y Aseun3a tilew gaAfites eusme 1udu wazaenadesiuiideves
Saoula, Abid, Ahmad, Shamim, Patwary and Yusr (2023) finu3n unuImvesiawnulunisasng
anuduiudilnddniugndn arnulinele Anuseiy waznwdnwaivesesdnsdunuinly
nsndunsesanuduiusuasiinansznuegrannsdeudtnuse fude uandiiiiuin anudelalu
wilnnugvegnmildnsnadeauinAvegnAseuTENINeminUsEiuY

Ualauauue
Forausuuzarnmsideluaded
1. wANTINT5YIE7TaTe555: (Ethical Sales Behavior) 91nHAN1SANWIMUIN WoRANTTH
nsnefifivsessay fBvnasernudelaluntinnunevesgnén Fosddumuaniminvesdnana
siomnudelaluniinauanevasgnén Idded
1.1 wiinewmeivnuuazanudeinylulsefufosnsusd fadudusznounisuidy
wenthuseAufedamsdaaiuimulininnuiinnudanuausafoniulssfufosooud weld
wiinnuwediiney fanudermnglulseiudososus fanuamsalunisudlalam wazawiselv
Toyagnifeiulssiufesasuignioazegiafla
1.2 wifnauvglidineunitiinuemsiu dliniudineufiaisneuegisgninii
liins1u Eliuiila orafinnsvaueanslvl fsdugusznounisuisnueniinuse fufaas i
wiinaueiauiiaganuansalunisuugdiliuins gnatauisansisasudeyalunisvi
Useiudld fauasan warnndilunstoussiufosoous oassnnufionela arutdula was
Srnennuavanlfungnddmaliigndnauladeusyfusssnous
1.3 wiinaumemswurihUssfusssnsuivasiunnudomsvesdie quaienlald
iilafannusiosnisvesgndn aztsduasaligliuinaiAnanuiionel uazidelaluninauie
dognéuinanalinaa azdsnaliAnauing uaznIsUendenuandeUsyfufssneudiuuidm
wegnihuseiudesn
1.4 neineuvgliaseinduanuduasesveinsusssiiiuniianuiluasomiinauee
msuuzilignieudnundennasaz feulalunsviseiude uazesuglignandilalutouly
#19 9 v99nINsIT 19U AuduATEwDINTETeH NslHuINMdinIsvieUseiu dunou
nsfinsanuazemaulnaiinms eandgmeanulidilevesgniifsousom
2. mmL%a“laﬂuwﬁﬂmumaeumqﬂﬁﬂ (Customer Trust to Salesperson) 31NHANTITAN©YI
vt audelaluntnauaevesgnd Tavinadenminfvosgnd Besdiiunuadmiines
SvsmaronuAnAvesgnd Ided
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2.1 NUNUVIEAITHANUT AR LarAasTTY 1HesInAuTednduwazAasssuluy

'
a

N15¥191U fentdl wazudildSuneunuisveminauieiianudidyuin Wuddfifuay
msfislfiRienelminnuneiaulssauaudidanasivssansam
2.2 wiouweasiinuindetie sensadreamdnvalin aulanauszlovivesgndn
wnndmaUszleviveanuies Muisnnuiideldeuarindeiiovosuitnus fusoueniihuse fust
dioasnemnalindalitugnduasinaulated vende Sonandusiu 4 Wntuuisvnaenly
2.3 wifewmeamsiarnindedeld wilaldgnéegiauiiai ddlailadsiignéndavie
oSulymisiau mszgmandnanuriensuanuinasesgnd Aszanusaudledgmiinseiv
Audissnsiwia3swesgnAild msuanseenivauiilanazienlaldgninazdmeutinsiaidoy
urignén gnéannanuildidlrinadlaiusmaussindeduegiuinunaumniifindu
2.4 wihnumnemsassluasanuaziinnudednd Ssagvinlignéndanulindandna
peldoghadiui winnunegldasTamngnéuiinagldsslominnnslovniufioy uasgnénidely
dsfintinauweuidmnewilseiufeyauarLildsanldfmaAnssuenuIougnai lelignin
finsanuisnuneninsefudeiidusudenusn Wellaudesnsiisdoussiiluounan nduunde
Useufuusimunentuse fudeiluounanegrsuduen sadennsuense uazuusildauiy 9
vy fufofuuisnneniinuviel
toruonurlun1siduadsialy
1. Ussmnnsiidnyiluafafifuiftosnsdossifoussiusvsnsudvindu Somndesniadie
doyafivarnvans Tumsfnwadadaly {Rnviasinisinuiseisidennguusssnaviedou
vnveInguinegts iudwnufinnty visluanuiiunndiedu Weldlédeyafivihfmainmany
wazdanuuaneaniy
2. msFnwiUisuifisugnénfiasteussfufososudiuuisnusninssfusofugndnd
wedousziufososudiuuivnlnenss nufsnauisudisuiiuuiagdunuuenii edu
UsglowilunisusediunanisufuRnureaminauee $3uaNa1u15abun1 5wty wasuiuls
nsiauemeysyfudfeliisavsamauniu
3. psfnwiiadedu q 1wy dmuszaunanisnaia anwdieels Mwdnwal wusudves
09Ans M35UY Anuaamds Wudy flenadamaennufnfvesgninseussmuientihlsefuse uay
nsthluiaun Viudgeeutlulinouausstennudioanisvesgnéuniu
4. mshwailsnnnmsnwluiam Ufuuss uazudlunginssunisuefifiasesssunay
anudelaluniniuiisvesgnindeninudnfivesgnddeudvnuientusefude iolud
ANHABAARBIRDAIINABINITUDIGNAT

LaNEN531989

YA YWU1, ININGY gaanganas, Sadis) nvensau uavasans Inuavesiing. (2564). 13
Wiguigumshuensreaignsussiduseiudesasudussian 1 ssnisiuuulduuas
swuuyanRslsule. Thai Journal of Science and Technology, 10(2), 124-134.

Journal of Management Science Pibulsongkram Rajabhat University




dvBnavemgAnssuN1sUIEnsesTuwazanuelaluninaunesenudinAvesgnAuTEn
wenihusefiudesogud

AuviF v, (2564). aunslassaiensiiseiavinaleanivnueaiesssuvetunsuazaide
vosgnénsermiinivesiiiodudooulatvumetn. 2smsuyvemaniuasdasmans
M IeIAEgUaTIvETH, 12(1), 215-244.

stiun s, (2562). Thseiilanswanoniiunilafoussiudusosuiiuuiuiulye I anives
glasogualuymnFanmuyIuAs. (@sInusuImsgsnaumUudin). nUNNE: InINe1ay
FIUANA,

Useavidds usinsal uazsuugiiuun alanssas. (2561). mnalindevesiinsuazindesiomsledea
newdisuiidamademuidlatoatnsiaiies. 11sasusmsgsivansmidvemansuasns
VT 1% 3ne1ae55sumans, 41(159), 24-44.

Al-Maamari, Q. A., & Abdulrab, M. (2017). Factors affecting on Customer Loyalty in service
organizations. International Journal of Energy Policy and Management, 2(5), 25-31.

Bolance, C., Estany, M. G., & Padilla-Barreto, A. E. (2016). Predicting probability of customer
chum in insurance. Modeling and Simulation in Engineering, Economics and
Management, 82-91.

Cronbach, L. J. (1951). Coefficient alpha and the intemal structure of tests. Psychometrika,
16(3), 297-334.

Cochran, W. G. (1977). Sampling techniques (3rd ed.). New York: John Wilay & Sons.

Hair, J. F., Black, W. C., Babin, B. J., & Anderson, R. E. (2019). Multivariate Data Analysis
(8th ed.). Upper Saddle River: Pearson.

Kandampully, J., Zhang, T., & Bilgihan, A. (2015). Customer Loyalty: A Review and Future
Directions with a Special Focus on the Hospitality Industry. International Journal of
Contemporary Hospitality Management, 27, 379-414.

Likert, R. (1974). The method of constructing and attitude Scale. London: Routledge.

Ou, W. M., Shih, C. M., & Chen, C. Y. (2015). Effects of ethical sales behavior on satisfaction,
trust, commitment, retention and words-of-mouth. International Journal of
Commerce and Management, 25(4), 673-686.

Saoula, O., Abid, M. F., Ahmad, M. J., Shamim, A., Patwary, A. K., & Yusr, M. M. (2023). Forging
customer satisfaction through commitment-trust factors in financial insurance
services: moderating role of corporate image. Journal of Islamic Marketing, 15(2),
418-445,

Staudt, Y. & Wagner, J. (2018). What policyholder and contract features determine the
evolution of non-life insurance customer relationships?: A case study analysis.
International Journal of Bank Marketing, 36(6), 1098-1124.

Taylor, S. A. (2016). Attitude and Gender as Predictors of Insurance Loyalty. International

Journal of Psychology and Behavioral Sciences, 6(3), 99-102.

NIANTINYINTIANTUNINGRYI VA Y AR





