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185un1reansuludasnanatneun1dlunagnuielun1a1HussNa eI aINuans

q q

& = dl 1 o o 1 A v 1% )
29ANT IPENANLTAIN NIUINANEYND \1ﬂZ\]’]’JN’]I’H@tﬂqmqﬁ‘ﬂ@ﬁ"]\iﬂ')’miﬂLlﬁﬂﬂluLﬂNﬂW?

o o [

wadueEgEaEy iasannisinwANdNiusauniugnAnluszazang tdendanan iy

v
o 'S Y K

aefng  AtluuuAnnIsTunsANdNRnsgnAaunihlunagniviegsianfias

a

dl 1 dd‘ 1 a [ oA =2 a o 1 1 dl KR o
WQ@IHWNV@’]EHJVINWHNW TurnuzinganuAnuINiNIsANEIRe e 19saLleseenTINIg

dszavumnudnivadlunistiissuutsmsanuduiusgnAun 1 luessnegsna easwiann

I o

o dl 4‘ [ 1 1 & ] a dlal o o IS
uanatlads denilsludadasanatonudn assnsdauluaindulaasuaerainiaiinalulat

2

6 [

IERINEIZITadI NI a W FTiuasiia IR TuA A HILssa IR LsyasAnn LA AR
NIUTUIANNANRUSANATTS  wianneRsmasatiunudn Tuaasiluaselalsilu
|uTiU He9aINNN9LEMNIANANAUEAN AN fiadandtrianagniniegana (Business
Strategy) mzmumimwﬁq@ﬁ@ (Business Process) walulag (Technology) WAz 9Nty
ANNANNNTD UASTIAUARTESE 91 (People) Usznavdindnsiuasazussqiiilezasdlu
NN3UTUIANNANRUSANATTS (Ian Gordon, 2002; Zablah et al., 2004)
A R - oo . c
e linnsAnuizasnisAn e ade g asanan1IAINIUIBI8IANT
TunnsihszuuiBmsannduiusgnAun g luesdnenstidnenssmi L snssnu
a 3/1 = K o a 1 =X o0 | 1 4&‘ Qi k% = a
n9Rw’ 79 2 neclAnwstiulledwanysnl AsdfluetEanasfiesAneuuoANAn

'8 %

WATVOENINGY  AIHENNTBINTLEMIIANANRUSQNAT  ATiENNTedITLILILENNg

u

'8 %

ANANNUTYNAT UszinnaesszulTnnsaNdniuignAn dadeaduddauariesTaal

u

PINNFTEULLEMNIANNANRUsgnAMN 1 luesdAng  sauisdssiutTyuuazanimn i
TinnsiszuuiBmsanuduiusgnAun 1 luasdnsssauiumnuiuman annisanm
ae Adad 3 gmae = o o & O o o a = | g
NuAdENEades §idpRsneansuitenndndny Alneaziuasialiil
1. NIBUUWIRAN NN 1]
1.1. ARiRANIAHENHALI LN IANNANTUEgN AN
111, ANRIHAAINIBINANNITUALITLLLEUNIANNANAUTQNAN

1.1.2. dszinmaassyuuisn s duiuign A



'8 1%

1.2, WAANEIAUNITHNTZULLTUNTAMNANUSan AN 1 luasAng

U

g 1%

1.3. WWIRAMEATUNINIzIULETMNIANNANTUEgNANN M T Em L Tisni9inu

nMTRY
1.4. adupNd1139289nN191 5T LU IANNANTUE N AN 1 luaedng

o o ¥

1.5. Usziiutleymuazanmnivinliinnstinssuuidusaandiiuggnanunldluesdng

a

%
HI T
ae dd s
2. uAAaNNades
3. deyaesAnsuardayanistinsruulsusANdNRusgnAINN e uaeszEnuanniwe
ANMA(NUTU) LAZEUIANIN NG A17R (NINTL)

4. U329aNaNIINUNIUITIUNITH
2.1. NTAUUUIRANING 1]

211, AAINARNNIBINANNITUASTEULLFMITANNRNWUEANAN

AIRNNAAINIB “N19LEUTANNANNUFYNAY (CRM)”

ANNNIINLNIUITIUNTTH WU RELH ANRiRANLAZTNNTY “N19LEUNg
Y o dgj

AHANNUSANAN Tiuanuana aunsnagiinelinsaungulinei

Customer Relationship Management : CRM Lﬂuﬂ@ﬂwﬁmqqﬁ@ﬁﬂﬂLﬁu@Jﬂﬁﬂ

]
=S

(Customer-focused business strategy) smﬁf;”mlﬂi:mﬁlﬁmﬁummﬁqm%Lmzmmﬂ”ﬂﬁ
109gné1 ennsiaueinsiinesaussarzuazanziugnAusiazae Tatesdnsfia
NIIHUNTLULLTNIANANAUTYNAT (CRM technological initiatives) 1ldan1 sintinun 4
luseuaaviinfionndn 3 dssan Bud  nnsliitinisuaznisaiuauugné (Customer
support and service) N17A¢l (Sales) LazrN196a1A (Marketing) Lﬁ@ﬁ%zﬁwmﬂazimﬂ
wazuanilageqaliiiuedsns (Brown, 2000 ; Butler,2000 ; Fluss,2000 ; Johnson, 1999 #14
n¢lu Croteau Peter & Li, 2003)

Annette Reichold, Lutz Kolbe llay Walter Brenner (A Reichold, L Kolbe, W
Brenner, 2004) 11fiAnTenuras CRM 41 “WluAranfuvienistiuadanis fisjaiiiugnén
{uaudnans (Customer orientation) aiflunagmivienanisdnieqaannaszudng nia

a o o == % d’ [<1 QI o (<1 v o Y o
ANUIBILTEM AuAuianelazesgnAn  dadudeduiulunisaiiaanilegegaliiiu



B9ANT LWLAEAAWAL Daniela Sepulcri (Sepulcri, D.,2003) MA1#iA1Tieuqn CRM ilu

- a ) A ° P o v '3 v
NAYNTNINGINA (Business Strategy) ‘V]Qﬂﬂ’muﬂll’]L‘Wﬂ@ﬁ"‘l\m@ﬂ’ﬂﬂﬂﬂ\‘lﬂﬂ? BAZATINAINN

'
14 o =

wenalaliigndn dsnami - 2.1 uazuenaniigiaunsaaieannlfnsaumienisusedn

'
o A

aeNagaeiuAe (Kale, S. H.,2004)

AN 2.1

LARIAAANAATENIWNNNTATIHAN lsangnAuazA N e laaesgnén

Value Proposition
—1

e

a4
a
=

n

v
3
Customer _.' 3 i - ." Customer
Profitability ;_? 9/ _j_? Satisfaction
=

"... the customer newver buys what the supplier sells. What is
walue to the customer is always something quite different
from what is value or quality to the supplier.”

— Peter Drucker
"Management Challenges for the 21st Century”

AuN: Customer Relationship Management (CRM): The TheoreticalFramework (2003)

Ricardo Chalmeta na1991  CRM  iilunagminisgsnansfaiiiugnani

AUdNAna (Customer-centric strategy) T9NAYNEAINAI1INIAINNNTIAUTUNTZLAUNITN

a

g3na (Business Process Re-engineering) ddldldifunnsduindaausoamalulagivingiis

)

(Lee D.,2001 nananalls Adrienne Curry & Elena Kkolou, 2004) IagnnsLiswig

ANNANNUSANAY (CRM) tluyunesindendinisnaiaduiius (Relationship marketing)

v
[ (%

dl 1 £ 2% v o v o 6 dl 1 £ dl
1a9ann CRM HqLuumﬂummmmquﬂmu,a:mmmmm IPEINITTANARNIINTINNY
LU N9 (Sales) n19manm  (Marketing) LL@:miu??miQﬂﬁﬂ (Customer Care
Service) lun19a319AUAN AN LBIANILAZNAYE4DIANT (Chalmeta R., 2005)

CRM Lﬁm%mﬁuﬂ@qmﬁmqqﬁ@ ATTUILNNTNIU WaE A Tulatiansaumna
dl 1 v 8 Aal o QI 1 v % %
‘wmﬂlmmﬂmmwamwmﬂiqqqmLL@:LWNH@mmﬂm’mmﬂﬂummmmmﬂmqﬂm

uwaznisasapuianalaliignéusiazene (Han-Yuh Liu, 2007)
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AIRNTAAIINYD “TL1I1TENNIANENNUTAN A (CRM System)”

[

AINNNINUNIWITTUNTIN WLFN HELHAIANTRANN “SeULL M IANANRLS

4
P |

anAn” Binannuane amnsnagulifan

“STULLEMIANNANNUSANAY Ta “CRM System” uwnaiiy walulagiize

1% ]

I's o—dl ) 1 v U o v d” QI v K £
gainuaINgninntaelun1sasapNdn lalufagnAmanaw Wnn1aidinneg nAn dos i

[ 14

'3 = a o 6 o v [l = a Aa :ﬁe’ =K a 1 v
@\1ﬂﬂ@m’\mmmﬂgmwuﬁﬂumﬂmimfam\mﬂ@mmmwmnw ?QNQQ@’]N’]?DM@M@@Jﬂﬂ’]

a

IFannuaneiaenig (Sepulcri, D., 2003)

ITULLBWIANNANNUSQNAY  (CRM System) iluiezasilanisiznisdnnis

b4
a o 1 o

dl 1 dgj = dl 3 v s %d‘d
negsnanseguuiugresnalulat W en1smuuaz il Tamiainanssntsesi

gnAnlunisguainAudNiug uazivunisinszTamiiainanudniusnudawnsqau

Tnasruniamemnuduiuignin  ludiudiAtyaeanagninistsuspauduiusgn A
[ 14

Tasan TeatiunisaineyarnlinugDedueunisimu auduiusimanzaniugnan

a Q a

PasatacTemlldiiuasAng

v [
v o '8 1% a A -4

A9 NN9LBMNTANANTLERNAT (CRM) {IuAsasAnsfinannsa31enaugn

a

1 1
A a

HriagagnAnenay AnulengugnAnlfateiliilsr@nsnan Wanwnuazinea gl Ty
srazanaiugnAatunsnaienalssTamiliiiuesdng Auuaiumniglunisiizuisdnnis

anénldainalszTamiliifuasdng waztiauedusuazidnislimunzaniunain lag

[ X dll = P A c yd‘d ¥ % 1 dd” % o
mmmqmmumimwLmzmﬂmﬂiz‘iﬂmumnmmgwmg@;ﬂﬂﬂm@ﬂ’mmumq RCUINN

o |

TINIWEIIANNANNUS LAz ANNANANgNANsaasdns i (Foss, Bryan; Stone, Merlin;

Ekinci, Yuksel.,2008)

o

FLULLTUIANNANAUSANAT  (CRM  System)  HANAITAAINAIN  Paul

Greenberg #dil
= v dl A = 'S dl 1 v dl 3 Y v
1. Nﬂr]ﬁ‘slﬁlﬂ?ﬂ\‘illﬂiuﬂq?qLﬂ?qzﬂLLﬂszﬂNm@ﬂﬂH@LWﬂﬂqiumﬂH@@jﬂﬂ’]QﬂN@\‘]

dlunwideariu (Single view of customers)

%

2. #N1130LBUNTIANNTAMHNANRUSAnAN Taelddasn1aniRssals

u

wanuanadamy dnazilu nainsdwsd  Bulad souds nisdinDisdagnAn (Personal

. o
visit) WATAL °]
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3. ﬁm?ﬂ%‘uﬂ@qLmzﬁwmﬂ@zﬁw'ﬁmw (Efficiency) warlsz@nina
(Effectiveness) 194nszuaunsNgafiaiumuduiusgnéi (Greenberg, 2001 naads

114 Chalmeta R., 2005)

[y 14

ANARENNTBINITLEUNIANAN AU N A PR A nane idtaaagd

a

"ANANTAAIINTBINITUINNIANNANTUTAN AT FNANEnlaAaT

1%

N19LAMIANANTUSANAT (CRM) LTUNAgMEN1egsNianiniuATuaINyuNes

[

ﬁﬁm@uﬂﬁ%ﬂuquﬁﬂmq (Customer-centric business stretegy) TneittiunasliimaudAnyriu
anéfianansaainmen (Customer profitability) Wiitesins deflapajavanaudn 2
1lszn13 1&uwn m@m@uﬂﬁﬂumﬁfalﬁumuummmm (Increased market share) waz N9
Snungnéniasiaiennailiase fuasnglufuniige ielfianusaianadils 1

a9Angldluseeizeng (Increased customer wallet share) In8NN198319ANNNIND LA LAL A5

1
y aAa 1 a v =3

ANANALRIgNANNHFe LA uALTNT  TuanizRsiunagniAinanafignldineainna

a

nlsgegalitasdng taensliszTamiainanuinilsesiagnin (Customer knowledge) lu

%

AAULINGNGNAT e liiaIANIAININABLANBNAYINABNITRNIZNANYTALAAA [ABEN

o o

wanzan g iinmsinaunanzesnniunsanuduiuiandndssneudaamiingion
Frun1sne mspanm waznsliiiniegndn  Sanagnisinaingnansnduindeufanilade
maeLlsyng Wi nagningsiafisufiugniuiugudnans (Customer-centric business
strategy) ma?ﬂi”uLﬂa"ﬂuﬂi:mumimqqiﬁmﬁﬂlﬁmmmé’mﬁm@wﬁ“ (Business
processes) Ny ANNNANNIIN UATTAUARYEIE W (People) war nisHinaTulat
asaumnATivanzauuaiesle (Information technology tools) Tunnaenfiuenite

- [YP P a4 o Aa o
Wﬂu@u@\‘iﬂ@ﬂ‘mﬁ LLZ‘]:W@U@H@\TQN@')HLL@@QHLZQHVNMN@V]Lﬂﬂqsﬂﬂ\cl

2.1.2. UssLanaa9ssuuLEmsANNANNUENAD

CRM flunszununisnegsnanendamalulatiansaumea lun1siduisdnnig

v %

fudayagnA1anuIuNINLAEN1TRIUAUNNIMNIUNRLSE &SN W Tatszul CRM gnan
Auneaaniili 3 Ussinn (Shahnam, 2000 na194lu Malte Geib: Lutz Kolbe & Walter
Brenner, 2004; Raman et al.,2006 nananaly Bryan Foss; Merlin Stone & Yuksel Ekinci,

2008) l&un
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1. 32UU Operational CRM  {ilnwsneniveansiuyuludiunisdjusnisas g
wLuTMeNU (Function) iwaiiuyafnliigndnluszaungean Tnadlusesvuwainesdns il
nsansiaiugnAlaamse  (Front office) tae Operational CRM azvinuiiniiaundndty 3
1lsznis THun nisans (Sales Force Automation) n1aanA (Marketing Automation) Was
n13l¥iiisn13gniAn (Customer service and support) tagvinliutineumaiiilszansnn
waztlsr@nsnanndu i n1sldszuy  CRM & miuliiAuusinuinidnaiuang taaiinis

¥ dl :s' ¥ o % tﬂl o = o .
uwananmsaNTesdieyainaadesiugnAientineunainisinsdwiliiaueany  (Single

[ ¥ A o o

View of Customer) WatnaninauengliuniminaasianiugnAnvTe daanda (Prospect)

a a a 9

v

WA gy Imm%@g@mm’qimmmL%wi@iﬂﬂ”wwuuﬁqmu (Back office) ##aln13
dasia landagausing 1 Mg luedAns Y N19uER N19RUW waznIuds usy

2. 32U Analytical CRM Lﬂumﬁqmqm@mmmm”l,mmmmmmumamq=]
vanne lulazAeaNeIAng 1939 TYLL Operational CRM #ag LW@mm@m (Data)
1550 Aiunseneisazlszinanaiienaauluiusnsaume (Information) iNatinuad
T sz lemiluninazit diulanissndulauaznisaiiiunig lnsdeyaluszuy
Analytical  CRM  @1:170udadn nifTeLinesendng mmummiﬁﬂm?ﬂuﬁmﬁu
(Actual) LAZADNN1T0 13D Fnuvtieesaddnafiiaensazitiu lueunan (Forecast) 14 lu

o & %

waNAIENNed 1vataelunistEusdan s nduiuianAn wazdaeluniganeunung

u

b

Uiutlgaaudniusiugnénli (Chaimeta R., 2005) @4 Analytical CRM duanAainugiu

u

o

waamalulatl iy scuuwiasdieys (Data mining) warszuLARIdiaya (Data warehouse)

Y
a9 -
MnaadasluasAnig

dJ = % % % [~ & 4ﬂl 1

a9 luniamauuan 3udieyagnatasaziilumudnatanynuiaeany
Y = Yy @ | A a o o o

ansadindald lidniudheanisane daniseann vise doatdnisgnan Tnamtinaes

Analytical CRM  Aidnsinnszans i 16un nisonsuauuaznistlsvifiunaun  ulyy

n1anIaana anisiaueuaNlynin1saedNnanisl  (Cross-sell) %38 N13ane

'8 %

AT e (Up-sell) LL@:Lﬁ@sLﬁm@ﬁﬁaﬁxuuﬁmimmﬁuﬁuﬁ@ﬂmmﬂ%ﬂ?mu
ANNANSA B9ANTANTATHNNTIINNINENNTIUENY Physical W suLARNAAeS YU
Tmm’éwﬁ”ugmmaﬁmmmiui@ﬁ NINENTAMU Informational LU §1deyagnAI $18N1s
FaseqnAn uazmiwensdnu  Organizational 14y SmusssuesAnsTisatingnanidu

AudnNana  (Customer-centric culture) WaANIsNadAnslusNuNTsuLNT Uty aansauLNA
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FINNT 95U ANUUILNNUW NNIRLTINNINEnTIman ezt lun1saiaaNduusiugnAn
wazin isunanisudeduaetesfnamnau
3. 9711 Collaborative CRM \fluszuunidnnisuazifluqmidiasnisUfduiugiv
% = 1 a 1 1 o o a & [~3 & @ % =® 1
gNAN FININTRININITFARGD 1 NN Bing waznnad  ulas dusiu sandetoe
o [ ell Aa v ad o o v ¥ dll o
APNNINFNENINLFENAABWINM NITLIUNIIIN uazgudiayagnAi inatinly

WisnsungnAnuazdasinmgugnAzesissmlfna
2.1.3. LLmﬁmLﬁmﬁ’umsﬁﬁswuu?msmﬁuﬂ’uﬁ’uégnﬁ'ﬁm'l.%"l.uméns

CRM {H1UUInNNIIRaNn NANII0TILAIAMINGANITNNTTOLBIGNAT LAY

AN ABLAUBIANEBININUANGNTLTIgNAUFARTYAAA LS TIN19RAIARLLAARN

(Traditional marketing) M1 lfiensldmatiAn1sutenguaaIaluiuy Iun1ALazanIA

|
a o [

Wil N1sAALANAYNFBINTTRNgN AT URIA ATy Amdugsnansnlfosdaya
AN9RUNA (Information-rich) L1 §sNa5W1AT LTWAW N19IIRAIALLLFRREs,  (One-to-
One marketing) AATNNI0ADLAUBIANNNFABINITIBIGNATLATTILAAAIININANLIN LU

n1snmanaadld (Riyad Eid, 2007)

|
a

ANPELTRY Gartner Ainanadn @ sAnefilderAvanwlunistinagmanis
UsnnsANdNusanANN1E azaunsninlitesAnsilugiinnan als uAviTA ALl
AnslszauiuAnudnwaatulanaiazszaumnudnga flaniagane i (Gartrer,
2000) TatesAnsiidnisin nagninnstimepnadni uignAnunli Ranuauifiusndo
TG T T PIE R TR B FOIER

asRnsfnsisruLBMmsAadNTuEgnddm1d aas Uszneudaemiing
maﬁwmummmﬁmﬁéﬁﬁm 3 19213 1HuA N8 (Sales Force Automation) N13AANA
(Enterprise  Markeint Automation) HAazNIIATNLALBUATNTHILENIIGNAY  (Customer
Service and Support)

FafinnsneuRLnagnENL AR NdNTUEgNAT (CRM business strategy)
agllanananid lduUfR1FaR winesfnalifianuidnlaluiesesnsldslond uaz

Tannaannnistmalulatidinllsye nefld
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L o

Tulaqiiunanaessnsnszuinilueenmdn gnaniluduningnddnyngaaes

@ 0q

o :/I o e—dl ! 1 1% | Ly . @R
B9ANT FaIL nsunagninyaiiugnAnuAugnans (Customer-centric strategy) N1 1Aq

IANQITY UBNAINTUBIANIEIRITUINTNANNEATYIRINIFAANTULAZNNS ApLiudayagnAn

o

wathdayawaniundnaziuastin Wl dseTamilufnueing o) i niswgnAnlug (New

—

R o v a . . [ ¢dl a %
customer acquisition) N17TNIYNALAN (Customer retaintion) NSl asuanmunas
11713 (Customized products or services) imunzaniugnAusazane tneldgiunansg

mﬂ%aﬂ@@mﬂﬁ’] Gﬁ\iLVlﬂI‘HT@ mmummwmwmﬂmLﬂu@ﬂwmﬁluﬂ’mmmm@m

1
yaa

ANTAUNA LATNIAINBIAANNGTNINFRRAgNAY (Customer knowledge) taeimaTulagifiu
m@u’?rmimmzﬁ”uvﬂ”uﬁrqﬂﬁ’f]ﬁﬁugmuﬁmm:uwmﬂumiﬁmaﬂ@ (Decision  Support

dJ [~ v Y v 1 dl o v %3 1 v
System) @aifunissusandeyaanuuasdiayafiun1esing i etideyadinanannging
yar1 (Value Added) TWiruvisedAnsuazgnAna8999Ans Tnan1siniaueduAuaziizniem
ANNNINFBLAUBIAINFIBINITTRIgNAuAaan tiedemmnzan  Taautihhanundadny
wteeantiy 3 Usznng Tnadsenisusn 1dun

N19918l_(Sales Force Automation) L1n32191n13978185 4T NN

1
amd

diirnduaarenszuaunisny ldseendidugeiviuaidniagy  (Software package)
Wetaefiuauneresesdns  umemngninlud uasy  nengnAanfianansnging
nallseTamilfieasnsld Tnedae1fiagasnisang (Sales cycle) Fuaa Do lfimeneuiing lu
mmmqﬂﬁmﬁﬁ”u INTATINTUULNIYLAUANINE 11 nIwenTal n9ane) (Sales
forecast) R T T TG L ST ‘EmﬂwﬁmmmﬂLﬂué’;ﬁmﬁmmiﬁﬁLLﬁémﬁu

nszuaunisautlaaunisue dadlunisdingasnliduisesdnsuazgnéin

n13Ma1A (Enterprise Marketing Automation) 11101301 1#ng219U4N19N9N1T

panaullTnedmlug® wumeaiunssuaunnsnasniul®  (Sales Force Automation)

dll o | a c & 3 Y alaal 1 v

iasantaqiiuiugaresduineiidannliiasnisiud o TUN1T4519ULHLNNTNANALR
s = o = o a v a [

asAnsINa NIl aeugliuunisianedudiuaziisnislinaaniaan Taan1snaun

neraauuLenludAuwIL oS vee Tauawanlyn1enisataEnuZLIL Contact

Center {151
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NNFINHHUNITARIALLLAUBIANNABINITANANANIZLAAR IARINNITTN
fnyaqnAn  (Customer data) Ml wnszuaunisiiasziiuaziszanans aunaiai
AN9aULNA (Customer information) LAz B4AAINNSIB94NAT (Customer knowledge) Iuﬁqm
Tmﬂmzmum@mmﬁﬁG’Jmmmﬁ@ﬁﬁmﬁmmﬁiﬁ s temTlunn9o19uny wu nns
IpngNgNAT NaNaUNEWATaLETN gl m';mfmLLmuslum@ﬁmrfi@%@mafTU@uﬂﬁﬁ

INTN194319u9999 18 uaznisinegugnAaN

m‘;‘zﬁﬁumwuumm?ﬁm@@uﬂfﬁ’] (Customer Service and _Support) i1

' |
a a o A

nszuauNIImMNgInandAtynaaduivesAnsdounnn nadunmalfandmnanismulnues

]
%

ANANTUTIT e TUgNAY TanseLAquagLuLLTadanesine o Tunisliitenisgné

v v
(% o %

11 N19RINBLABAT NNIFAFY N19LingeinE a4 laidnesAnstiuaziugaaunssuinunig

Q

)y

' 1
a

HAR Y38 Aunnsliftinsinid &siinliiaauaiunnlunisutedu 18999ANILANGN9AIN
Auaslé Aa N1srINIgNAN %mmﬁummmmuﬂ@wﬁ wugn 13 AEFLNsTasusy
qeqn TuduannIneeInsliitinig arlfifudauiiinann (Market share) NARBLILNUATN
N17899U (Return On Investment) LAZNARDLLNUANNNITUE (Return On Sales) alatalole

13390 < 1 Tl 2 win

214, WWIAALNEINLNIFUNTEULLZINTANNANNUEYNAT (CRM System
Implementation) 3114 TuLFHNHIALIEN1SATUN9I8U (Financial Services Company)

6

a o " a 9 [ % ” A a v Y)Y a %
BURIAANITUN TCUUUTUNTAMNANNUTANAN NWI%IUU?EV]@ﬂMU?ﬂW?@WH

u

a 1 % 1 a %

N3 ARAINNNINNAUIANTRLA ANFBIN1ITR9N A NN R RUALAZLTNFH
a dJ [ b % dl 1 Y Aa o V6 ¥ Aa v a 1 o o
N3 FUluANNARINIIAINANUATE A9HA WILEENE IHLEN19A 11N 9RWAN 7 :9usai
WBABLIAUBILINNANAWIIdRIRNLAINE12 Taeianis 193N suuL One-stop NHaYaNAe
DA o A 4 vey a o A & e A o
ANNFINHBULRAATRLNEE LALEN19ANUNNIRULEFENFNG 7 NHTAAINAINTOUAN (Core
competencies)  lunnsnavauasaNfiesnslauansnaiulualduiiguen  (Value

chain)



16

1. uuaAnlun szt BugAndNiusgn A8 14 Ty 1isEmLATatin g

191i3n12814N17=84U (Financial services network)

nssansaiuaes BRIl EN9AunsRuaunanaiy tAsadn Hinain

WWIANAR 3 UuInNg

! ¥
=)

WWIANINAAT 1 IAAAINUIEANAL LA WAINARINITRIgNAMHNINTY
d

&enaliitianngvin One Stop Finance @aiilunissusiariuaasissme HiEn1sfiunistun

Fea90y AN ] TUWIANAATNNIANHLEMN I ANIF WA N AN WS N AN

'
¥ aa 1 o %

(Relationship manager) Wmmmmmmﬂuqﬂﬂ
a dl a ¥ v 1 dl 4 1
WaAINAAN 2 tARanglassaangiinnainsielul ngnatuidnunaing
-1 dl | o o Y oa v V)Y a ¥ a Y 1 v
sonFuargunes maduussnanauliEEmElitTn1A N1 RufesatiuaNaINgD
AN (Core competence) IBIAEININTY  taFnAwsslunnsuaednl’ (At &
Reitbauer, 2005)

WWIANAAN 3 LARAINNNINLBENNNEUANYAANUNIINAIUNNTRUUAZNNT
surarsannsiilugliiEnisfinunisduld AinliusEmliusnisfiiunisRusiasiunauun
Hatiuanuannsananaesesdng auinliifaduAsadnanlssnaudon fiisuissinu
AANTIAINNANNUTYNAN (Relationship manager) §1itiFn19uAWAY (Product provider)

LATHALTEUNNTAIUNNINIGINIIN (Transaction processor)

2. WIAANI9HNTEUILITNIANANRUEAN AN 1 LY 1i5EmE LT3N 1961

N19W1 (Financial services company)

9 [ ¥

“PLULLTMIANNANAUTQNAT  gniinan i luenaunssuf U1l Aot

u

1
Yy aa 1 a

a o = o = o & Ao o ¥
wiRNand1ANsNAvesgnANsetTEManas Inadtladeiugunddny 3 tsznis lHun
Usznnn 1 Aa waluladlvd fnlianunsnldiEn1261un1281eEN W 89N
a @ a 1 v 1 a c @ =3 o v o 1 v 7
aiannsetindsing - 15 wiu Buwmedilln avinligudsarsnsndinainléidne

dl A o 1 1 o dl d’l Y v |d°| a I
sznin 2 AD @’]u')u@]LLT\WHWNWﬂ“ﬂu@’mQL?I']W@”I@?’]EIMN AINAANNITH

= ' = ' = ¥ o v o o v
mm‘iu‘iaﬂuu "'] LAZHNITHAULIUILLLYUNINNITAFNN °'| WWIM@JLL%\?“HM@WN’W?GL“ll’]ﬁl@’]ﬁiﬁ

. & o a = prp A o o
48T ANTNAAIAAIWNITRUNALT AN ﬁmu’]ﬁiﬂmmmﬂ’]ﬂmﬂﬂtﬂqﬂuqqﬂmqnﬂHNI@ﬂ

o

1 V6 ¥ Aa % (<1 V6 ¥ Aa % a % Y a ¥
v g liiEnnssuinsanun AN ansndugliitanisdiuniaduls  wazisnigli
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[ %

o v a o a allo a 1 dgjcz 1 dl
ANLENEAIUNIIRY uazannTunsRunnauiuTnmatiiugilassasiasuiaii
Aiiunngesluilaqiiu

dsenian 3 A neUfutlpdieyamanusininisresgnn mnnaula uas

a v 1 1 dl o Q/dld 1 o %4
NANIINVRIgNARLNIAaLies Inen1stANNENNAesagnAN (Customer knowledge) N7
dseanslfiwawmunuazliudgananisaniivanueiungsuaunisseansEauiann
AMNAIFaLazANaNvan daflunismaniussudiantiniien unseatn nsne wag
a v dll v dll o a o [ o v v ]

N19L3NN9QNAN Waarussqivung ua ¢ Lie WiszuuLEunsAnuduiusgnAunldetng
WNZAN

TadenatgdeanalifialuIANNAANIIN “eeUULEUIANNANAUEAN A" JN

o &

W luisEmgliiEnisfiounisiu Tnanistivnsaan sduiusgnén iflunisanisudniug

o

% 1 A 4 =X 1 3
vgnAntaeyalinlillneangaganeInNNaNAaTENIN9N198UTIBdedANS  (Corporate

. I~ Y A A v o
investment) uazANInalazesgnAninenazasenani lagege

2.1.5. flaqaanudniaraimsiiszuuudmsanudunusgnaanliluaam

AINNIINLNIUITIUNTTUNLGN TTadeANEFATRINITUNTELLLTING

4
o

AR USQN AN I TueaAns Uszneausaanangilade Inefidavesgiiflude o Al
2.1.5.1. mﬁ‘aﬂ%’un%‘:uqumiﬂwﬁﬁﬁﬁ (Business process Re-engineering)

dgl o a 3| o dl a |d°|
ﬂ’\ﬁ‘ﬁ“ﬂﬂﬁ‘ﬂﬂﬁ‘:ﬂquﬂ'\?mﬁ\iﬁq?ﬂ@ Lﬂuﬂ’]ﬁ‘ﬂﬁ“]_lLﬂi\]iluﬂﬁ‘ﬁﬁ‘]_lf.luﬂ’]ﬁ‘ﬂ’]\‘]ﬁ;ﬁ‘ﬂ@smﬁ\lsﬁ\‘i
1 a 1 agj a dl 2 dl o 1 ] a o a a 1 =1
WANAINANNLANDENNAULTI LW@ﬁluﬂ’mﬂ@muﬂmmn@'\qmm@mmam@mmuq‘;‘n@@mamu
Y o N o o a a % 1Y a @
LLL°W°T]L‘WL“’TLL IPaNFANIALTZANEN N 1®LLﬂ AUNU  ATUNIN NITUTNIT BATAITNAZAINTIALIY

(Hammer & Champy, 1993 nanafivli Chang, 2007) en1sulfuilaaunssununiegsnia

dl 4 % o o o a o o % v A o tﬂl
LW@I‘M’&@@V’]@@\‘m‘i_lﬂ’1ﬁ‘uﬁﬂ@ﬂﬂﬁﬂW?U?ﬂﬂiﬂQWN@NWMﬁ@Jﬂﬂ’?ll’ﬂfﬁ Aa N1sdiutlanu

nIrUauNITluNIIAHugINa InanisliianudAnyiugnauasuesgnAnilugugnasly

o

~ o= ~ & o~ : v o
NATFINA (Customer-centric) geninidasullastiaziinalaannsaununiinnlazau

SURATaLIBIVUeN TN a9iarNA (Adrienne Curry & Elena Kkolou, 2004) i

AALANAILIZANTNINNNTANEUILLBI9ANTIAEIFIN (Chang, 2006) AaNNNNUAAEa89 Hsin
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Hsin Chang (2007) ldwisiadietiasaniniszaliunszusunimegsiaieliiaanadesiu
v
A131i13211 CRM 10 M luaadns 13mat

n7uU5uLlasuipsaa31989Ans (Organizational structure reformation)

95 UUAsuTAT9R3199ANT Usenaufiag N9 a1 UITUINLNUNFANY d
TuaeAng neusudasuinsegivasinaiialiiaanAfdadty NN9ENTELLLEVNIANNANN LS

1% v =2 o a o v 1% dl v & tzll
anA1un 14 'j"JNﬂ\?ﬂ'ﬁ‘ﬂﬁ‘ﬁﬂqﬂ’ﬂquqqsluﬂ’]ﬁ“]_lﬁ‘ﬁ’ﬁ@@ﬂ’]ﬂl’ﬂﬁ;{@@jﬂ AN 791ATNATINBIANTN

u

'8 %

WNNZAN Ua9AL I NAUNTNABINIILENNTANNNANRUTANAN NHRINTIANEATUD

u

o [ o

nsaanduiug Tasainsesdnanaenafies uay nsldfeyadiuiun 1s1usdnnisgnan

a

o [

(Payne & Ryals, 2001) N17U3e@NMUINUIENINUNUNFN ] Aneadaaiudediry Weaean

o

o

YARINTE IT WAZENUNIAAA AR aEANE Tt fuAuazEnL Askiesendanans
audaTulunINUUARINABINITUAZBBNULLINGZLAUNNINNGINA 990D $N190aNLLIL
sun CRM itelinasenislian 34Lﬂuﬁqﬁﬁqmﬁumuwm@{lﬂiwu CRM a1
29ANg 1ALsz el (Leo Willsynto Santoso, 2008)

A = = - .
wraalan 9w alulatiansawnaluadang (Information technology tools)

A A = o P y & P
Lﬂ?@qm'ﬂmqqLWﬂIut@ﬂ@’]?@uLWﬁ ﬂﬁ‘zﬂ'ﬂum') 2] ﬂqTNIﬂ?Q@quwuﬂqumquﬁ‘ZUU

A szuuBumaiine svuuAdsiays uazsyuLmiesdioya Miatiiansluapaiunssy

a

ANUNITRUULATNIIEUIAITUAINUAELETNT QNN IALETNISENUIEULRWAR IR Aatil
NM3NTLULLEMIANNANTUSNAMN T vaneDs n1anisd néiesasuluiulnsea’ie
dl” = g 'S dl A di o K a
Wugunamalulagiansawma uazsainuafiants Narunsaldineiunn Aeniu uay

sl dnriuingnAnisiessdnsld nstamnsdnnisdirumalulatansaumnaugs

9/9/
o o

a?ﬂmuLmumimﬂ@ﬂmﬂumumimmi@mmimlﬂumﬂgum (Han-Yuh Liu, 2007) %47

ma‘wmmm%mﬂ@LL@mWm‘;‘ammﬁmﬂﬂﬁ?mmﬁmﬁuﬁmuﬁaqnmimﬁu ANTHNI3

%

danTendiayagnAn (Integrated customer data) anuaInuanauasdiayanialuasdng

U

dl v Idl a o 1 dl 4 % v 2
LW@IM?QN@%WL@HW}M bYW NITLTANARUBHAYNANRINTE LLUUUILY (Front-end system)

v
(%

v Y 4 o % % dl % 3
LAY TeUUUNAILUNU (Back-end system) 1NN 990 Qﬂ@H@@ﬂﬂ’Wﬂ,@@Wﬂ NMEUBNANANT

(External sources) A28l 9gLluniLnszusdnnisinudiayat Daifuninga

L)

g
AUNNA mﬂ’]“ll@\‘]

3 dl o 4 3 o ¥ 1 I Dd‘d o %
ANANT ‘1/1‘1/]'11‘1)]@\‘1ﬂﬂﬁ‘@?ﬂ%‘ﬂ@ﬁﬂ’]ﬁ‘“ﬂﬂ?ﬁj@&@%@ﬁ mﬂqmﬂummgmumngﬂmu@ummi

Yo E% v o v 1 = d” 1 an a cY
LLﬂﬁf‘Uﬂ'J’]NgLL@SﬂQWNLﬂ?l@lﬂﬁ]’)@lﬂﬂ’]‘ﬂﬂ’]\‘l@ﬂeﬁ\‘]ﬁi’\uf}ﬁﬂﬁiqLﬁﬁ‘?tﬁﬂﬂﬂ;{@ (Reynolds,
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2002,0p.169-185 NA19DNI Han-Yhu Liu, 2007) SaNszUunIgsng <] inantsiedende
fugumamatulagiveaiuayun1sA L HRIUAINGY

N173AALTHLALNNT Wi aANna 1w luedAng (Staff rewards and training)

n13aRaLINLAaTnT Wsadauwnninauluesdns dsenaudas n1satiuayuan

©

a

fisunaseAugeaeseddng  wlaunefunisdsineusy uazulaung Frunisdssifiunaanu

u

waznsliredannnidnen mﬂﬁmméqmﬁmmwﬂmmhm ANg LL@ZﬂQWNﬁ@OWU’]@ﬂI@\‘I

%

wilnawlunistBusanduiusiugnén Tnanisaiuayuaesgidussyiugededuilady

a
1

AR NNBVENAFDUANITNULRINIHINALNEUTRILULLEMNIANANRLT AN AW 1 1

& | 1 QI QI 2 a o a ° o/ o 4 1 ¥
a9AnsiuasingE Wesanng Uimeseaugaidaudiany luntmiliinissiesiiunis
wasuulasluesAnsanas (Adrienne Curry & Elena Kkolou, 2004) T4d8anA&eariLauiae
299 Bose NG9 WONAINNNTAULAYUAINELENIITALGINED N1FIUNWAMTUNIT

=3 = a v [ % | QI o a
dnausu nsRulaunalunistssilunanasnigl %5199a Lﬂummmﬂumm’muummi

AINANNUFgNAN 1T lWearng (Bose, 2000)
2.1.5.2. ﬂﬁsL?EluEmﬂd'aaﬁﬂs (Organizational learning)

nsBaudaasesAns WunszuounnsnisBauilussAuyans nguyAAa 158
R . s dd < v v My K
szuy el asuudasesdnsllluiiAnaidinan snanelaliinugdoulidouds uasiia
ANNANNN97D 1 WN17AHBN138989AN NN 9L ANBNA (Kim, 1993; Dixon, 1994) Ime
nsBaudanainannisiudeyaainnisuanassng wiu dayagnan deya Supplier faya
Aumalulat uardeyadnwasegia v uas deyanieluesdnaies idu nszuaunisly
o a a Qi A dl a 1 ] o dl o @ A 1% [ & dl
N13AHUgITA N eIRzidn daulatiunteanindridavizanandnman dusi e
o v a Y = o 6 v o v
FnwnannldBFeuludnisuasiuluninznisdasuulaimnaesinan M liesAnasias
diuasuannuondeniniredJusiumn wasunagns Anisineusy wlaune wazaing
N3E8WsIaeNIINgY e NazatiuayuNIIALHLUIf989ANS (Laudon & Laudon, 2004;
Chang, 2006 Na19iluW Hsin-Hsin Chang, 2007) asAnsdauluaffnnatinssuuiiang
puANRusgnA il luesAnsaiiusiasiniaanugunes A nBNReLiunIHEAR

(Production-centric) Mzgjz{\m’iu@uﬂ%w (Customer-centric) ~ @qfeann1gilasuLLlag
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TINUBTINBIANT UAT NTZLAUNNINNGINA  FaNianisliimnnudaniiaszudnaaenudion

wAlUlaHaNT2UNA A1UNITUNY LAZAIUNITAATA

v ] o Aﬂl = £ o . .
m@mﬂmmmﬂusluLimmﬁ‘Lﬁ‘ﬂugmmmﬂm (Commitment to learning)
v | [ % tﬂl al 2 c £
TannasianiuluizainisBeuiresedsns  dsznaudog  AYINAINITNTEN
o A . o - ey o o o A
winawlunislzaus (Learning curve) dmuassnasAnsnimaNdAtyiunisizeus Tne
SmusrrNesAnsnaluladeNdanamelssdnana1e9n13tinszuy CRM 1114 (Al-Mashari a

& Zairi, 2000 naaialu Riyad Eid, 2007)

A lasauiulufnadeialasAnssyndegiznnsuasnininu

(Shared-vision)

puinlaganiuluAnadeimlasAnsseudetingg - wasnineuluesdng

1
4 o 4 v A

dsznaudon  nisinuuadunnevseddesimlluEeanisisusmnuduiusgnAndaia

'
o 6 o 1 & =]

uwaznsaeansivnnavizeadeimininaisaingiinnsludamiineuluessns @9 Ricardo

o o

Chalmeta Na1991 qAGENFAUIe9lATINIT NItz ULLENIIANANRUEN AN 1 iNay

o

BusuAcen1sAszidngUssasrresasAnsiuduauen Tusu IdaviFl Wusha uaz

dvungeeeesAng 99uie TRAUImUEIINesAnNIAe  (Chalmeta R., 2005; Riyad Eid,

2007)
nstensuilspaAniufuansasluesdns (Open-mindedness)
nstenfuienmAndiuTiuansneluesdng  Ussneudon s uthifufeya
ANANTEUINAUIUNFNG < Tueedng vise n19vinlii %]mg@@ﬁﬂﬁfuﬂugmzﬁ@g@ﬂmqﬁnﬂ

| s = A gy - o o 1 = LA o o=
VurJﬂ\?qu@qu?ﬂLsﬂqﬂ\‘]LWﬂimﬂﬁ‘gtﬂﬂ]u@qﬂﬂqum@H@@Qﬂ@’]q FRENIAN| ﬂ’]ﬁ\@\‘]L@ﬁ‘NWUﬂqqulﬁﬂJ

NTAANBNNIALVTENIATNATTAUIANTTNNNe lueaAng ANNUANNITIAINTLTUNT

o o [ % 09// 4 % =3 Y G dl 1 &
AIMNANNUTYNAUU ABHAQYNATAITEN LﬂUﬁ"J'].Iﬁ"JN1’J Lﬂuﬁ‘Z‘LI‘LIﬂ@W\WW‘!ﬂMu'JEI\‘]WusLuﬂ\‘]ﬂﬂﬁ‘
" " v v

¥ K 1% dl P 4 o Y a 1%
@’]‘N’Wﬁ‘ﬂmﬂﬂﬂﬂ’]u“ﬂﬂﬂ@@ﬂﬂ’ﬂﬂ L‘W‘ﬂs]ﬁ]Lﬂ‘wll@H@i‘uﬂ’]?ZQuUﬁiéuﬂ’]ﬂVlUﬁ‘ﬂ’]ﬁ‘@jﬂﬂ’] LEIVINLS

a u

dsziiunisuanilasudiayagnAnsyudnanoaesunieluasdng visaudussendneizdmen

v G o

[~3 o dl o R K dl dl v v = ¥ 1 o
flaflulszinugn EUNAITATUNIEN Lu‘ﬂ\‘]@’]ﬂﬂ'\?LL@ﬂLﬂ@ﬂuﬁl@ﬂ;{@@]ﬂﬁq NN YRHARIURD

% ] o 1 1 o Y a [ dl S| ] o/ 1%
ﬂﬂﬂ@lﬂﬂq’ﬂzgﬂLNEILLW?iﬂEI\‘]LLV]@\‘]B‘]’N ] miummﬂ@:muwmmmLﬂumummmqﬂm

1
4 vy

(Customer privacy) ANxn Batseiauil d sua’lid dayaandnesdnslasu lieeneasanns

u U

%

il sz Tamilunisiunsdnnisaauduiusgnan (Malte Geib, Lutz M.Kolbe & Walter

Brenner, 2006)
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}

2.1.5.3. AMMWANNANNUEALANAT (Relationship quality)

u

v ]

AUNINANANAUE LGN AT HusTdnuiled miunisadauazinm

U
i

ANANTLS luszazaiugnén (Riyad Eid, 2007) n9inengnAnilnnagesiaesnsl

G o A o o ' o Y A yyy a X A gy =
{Hudandanuddny Tnanudinisinengnin winl3lanaauinasdenas 5 azaimnsoivg
yariTaqiiugna (Net Present Value)uosgnAnlinie Saaay 30 - 95 uazuanlsnesesAns

W2 (Reichheld & Teal, 1996 nannfalu Riyad Eid, 2007) Gesautsngnldlunisnivue

] 3 a o o o 1%

ANHANTAURINNTUINTANNANNUTYNAT LT ADININYRINITIALENNS (Service quality)

1
4 1 1 %

n35U3AAN (Perceived value), AMITAlaaNgNAT (Trust) waz demnasnisognAn
(Commitment) (Matthias Meyer & Lutz M. Kolbe, 2005) Taaudsaanidu 3 wiadeuan
(Chang, 2007) l&un

ANITalaaNgNA (Trust)

ANEalaRINgnA uNnete nsNgnAngantidingAnssuarnisUinues

a9ing WudsngnAnauisnaiamn i Asinaanldansla (Crosby et al., 1990 naadalu

e

Chang, 2007) tne/lddatisTsing - Usznaufoe nshesdnsamnsnlimsegninlietneg

u
2 v
o

d’l dl = o a dl & b4 % ya =X
Bunamauiuluans mimmﬂmmmmm@mummmmmmﬂmqﬂmim JUU TINYN

- ).

dl s a a =X & v d’j o % v a =l
ﬂ’?’j‘ﬂ/]@ﬂﬁﬂﬁ‘ﬁ\lﬂﬂTW@’]?M’WG\‘iﬂiziﬂﬁu‘?Jﬂﬁ@]ﬂﬂ’m’]ﬂﬂ]u @umﬂu@uﬂﬁ’nﬂmmmmﬂ%

ANNINalAT83gN A (Satisfaction)

=3 [<1 o 3 rall a d’j 1 a
pnanala useatduaasansuninnatulunisnauauassani1slssilunag
TudsuanaesnisdszaunisallunisUJdniug (Crosby et al, 1990 nanndelu Chang,

2007) tneldda1ie@sing o dsznavson nsnesdnsaunsnandnuaugnAteanainszuuli

%

all o YN Y Yo a dlddgj ] v [ Ly & ddy =2
ﬂ'ﬁ“V]@ﬂF’ﬂZQ’]NW?D?UQVL@QW1®?UﬂW?U?ﬂWiWﬁ‘ﬂu ’s‘NN@IVﬂ’]W@ﬂHmm‘ﬂﬂ@ﬂﬂﬂ?@JWﬂu EENIAN

U

A - o o o | PPy g
NIINAIANTRATNITOADLRAUDAIAITN MBINTTURIQN ﬁ’ﬂu@qu[ﬂq\ﬁ °'| 1@ k(N2

%

¥ dl & a .
VARANAINANANTNABYNAI (Commitment)

v dl & a % | ] & dl9/ o
fannanesAnslsegnAn Hiuarusjansnavesasfnsnfiasnisazinm
v o eaa P No A o a o a
pNdNTuENRFegnAT luszavenn  Tneldatisilsenausion nszuaunimegsnaniy
wmsgulunsliitingg nsli WinnsgnAndiaetisnisnaam sauie nsliitinisliedns

& ¥ o dld ] 14
ANABNLACATUNIUATNATY D INNABYNAN
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2.15.4. HANITALRUIUADIRIANG (Organizational performance)

1%

n1ednranstinsTILLENNIANANTusgn AN T luwesAnailuGeAending
dudiou Wesarnnisdnanuduiugszndne s TagdnesssuuiBunsanuduiusgnén uas
UseAMBNINN1NGINA 99NN ANANRUSIZUIHANNIA TR URAUSS 1S 11u tanane
= o a Ho w My ! . &
e nan1satiuaundufiecldlls Wy svazatmesaunisung (Sales cycle period)
O
L7297 ARULN9ENN (Roger, 2003)

1 <3 =K ¥ [ a a = o Y '
atelafimn Deuddnniednilsy@nsninwsyuieny CRM azdpanududeius
e [3 o A a o dl Yo o/ o ¥ dJ
waEasANININENENIITILVEeansauLWIAA TuN19IR NlAFuN1saenFuNLFulE Sensey
a d’l :/l | o I8 . =X o a ;s .

LUIAAUATALAANANLATLALINALND (Strategic) 1ﬂ@um3muﬂgummi (Operational) N3
a5auaznisiinseuueAnlunednsn lauegiun1siatsanoeunuludingay Ay
suuvreansuandulupatn,  dhvnnelaesnaeeddng wareAnsisegnAtaz by
nansznuNneeiieslaainnisfiansunigaensanans (Vince Kellen, 2000) T9ii6|Na

o

ANAtNVANa9ANININNIAlszAnBninniatinsyuy CRM s liiluaaslififiuagnasnudn
1 dll % v a o 1 a a a a o dl ] v A v
9N efean1sIRNTIBMsaANTT adneldsz@ninan  Inganneudsandiunn ifiaenld
nravlun13dnNan1sANNIIUI98IANTAN NFBL Balance Scorecard @atfluuiaAnvea
Robert Kaplan waz David Norton
Balanced Scorecard Af 3LLNNTLIMNTIULAZLTLRUNATIANGEIANT LAY
Tildannzfluszuunisdanaiieaasnauneg wAazunIsAMUARRENAL (vision) WATLNL
- . o | s ~ VY @

nagns  (strategic  plan)  uRaudansadlignnanvesasdnaialdifluuuanislunig
ANTLNU B LAAZEN LA A AT AL TR TR IETUN1IWAMUNAUTAE  Robert S. Kaplan
waz David P. Norton i Harvard Business School  wagasieiiléfuniseeniuuauunly
1 A.A. 1996 (Kaplan waz Norton, 1996) InsiszLee Balanced Scorecard aziilunng
Aamuuanieniilauwazliulanisaniingmy IngRatsunanuaniiATuIeenN s auNIg
N9 UNe TUeIANT LATHANTENLANgNANNEUANENANT JNLFULgea3enag s 3l
Usz@nbnmhuazilszdnnantsiu iweasdnsliviunlaswdngsyuy Balanced
Scorecard LANT¥ULLAY Balanced Scorecard azdagilfulasuununagniaavdAngan

o o qI/ A QI d‘ v a v o . . ’ ]
ESAN “mafmmummmmm@mmimLiﬂugmum@mﬂum (academic exercise) VLﬂng:“zuu

“nssanlaiflunilamanaesasdng (nerve center of an enterprise) (IUINAANA YDILINAN)
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v v
o [ 3 o v o v

Balanced Scorecard 19znaufnafinddaNaIN1IndaNINasnENI9AIuN19RY

=2 o o

(Financial) Sailusiadauuugsssn (Tangible) wazdnlaulusine Natuayuangnisa
2RINARNEALN9RY T Fadhineaiunszuaunis  (Process-related), Fiadanaaiy
FANAYTAGNAT (Market or customer- related) sanvivsadaneaiuAwzantinewluesdng

o o

(People-related) Tasadnwmanineidusdafnuuingssu (Intangible)

AIMNIARENEUNIENI9EINTeY Balance Scorecard N1k lunisdananis
ANHRILIeIeIAnsasi i iiunmaesesdngly 4 yuNesaInnstingruLLEuNg
pNANRUSANANNTE  AanyuNesiNeaiLfiIuNIsRY  (Financial perspective) Ay

yuNoN I lEA1WN13E (Non-financial perspective) Tneiyunasia 4 Aanana Usznavdiog

AR 2.2

WAAIRaALTENELN1TIREANITANMINeIA b Balanced Scorecard

Financial s
“Tosucceed |2

financially, how | 8
should e 5|
appearto our
shareholders?”
olol |2l Processes

Vision 3, 8l
¢ 13 5| 2|
<—and > Wmﬁ’ E

gy
what business
l we excelat?”

Learning and
Growth H
“To achieve our |2
vision, hov will | 8]
we sustainour |5
abiliy to

change and
improve?”

Internal Business

N http://www.jiscinfonet.ac.uk/tools/scorecard

yuNaIf1uN1IBeWsuazn19iuTe (Learning and Growth Perspective) 411

m@ﬁwum‘imqm’éwﬁ”ugmﬁmﬁ’mﬁmz@’éﬂﬁywﬁ@"Lgﬂummgém‘imilﬁuimLmzmiﬁmm

a9Ansluszazeng (Chang, 2007) 1 NMIWENWIAINTANNAINNTD TN B URINININY
Tun19lEUszUULIENNIANNANAUSAN ANEINAFBNANNIW  (Productivity) — 49984ANT
mmﬁ”qmﬁmﬁﬂ%‘ﬂmmﬂ@:uqum@mqq@ﬁ@ (Business Process) MiNTzdULAZAINTE

9 v yya S
Wﬂ‘i_lmumﬂmﬁ\lmmﬂ’]ﬂm@iﬂmimm LAZIIALTIENTL L1161



24

Huuﬂdﬁ’mmzmum?mﬂu (Internal Business Process Perspective)

Amiusadail Jutiunnszuouniazdeaansenusie seauaNienalazesgnén uas

v
o A o a o

ANANTATRI09ANT IUAUNNIE TnadaTdnnunsanulse Tun nsdsTanuay
nelueaAnsinttUITLLLEYNIANNANRUEQNATY 9N AI9IRNANANNIINUEY
nazuaunIslunisWiLEN19gnAn Wusu

'
o=

yu89K1UaNA (Customer Perspective) tilunaansndanynldlunisdn

UNFINDN N9FNEIgNANAN NsugnAnlud uaznisaiananilaaingnAni anesie

v
IS =

89AN3 ININNITLANAIUILINRATA ANN1sdaLLNNgNgnAnsiae Ina st dna1unse

1 1
Ay = c =

dade Wun  seduanienalaneagnANTseesAns,  AMuIugNATITeEURIANIT

©

v

< v 1 0 dlgj a o s a a o” o dl = S| 4
AAAY UTBLTLARNUIUNTTRNANA U LA LT T ANE TR WU NN 1T s

o % o o

NUNDIFIUNNI[Y (Financial Perspective) (ludadaninandasiunanils wu

nsauANAuUNTe Y (Internal Costs) liatinalilss@ninin nisinAnainisnlunig

M lsresesdns nasanfiunulunislitinie viseudiusinisiiingarmnaAsEgAans

[~ o 2 o a s o %
2.1.6. dszipuilymuazanuanvinlinsiissuuudmsanudunusanann Ly

AYANSANLUAN

annIUMawIssnssy  wudn tywiseanuminaliingg dhszuuiung
pHANNUS AN AN I TuesAnslscauiumnudnmas  Ruanatladt neipdeanas)
auvavietlymiiinliivaralasims  CRM  dszaupmudamanihuiadandn 4 1
vaseluld

1. flymnifiaainaw vise §linuszi

1
v aA

toymainnisldsaniuaeslinuscuy  iluarmsmaniddauliinisinszuy
tsnnsaNduiusanAanlilscauiuiuaauduman lddnsnazaunsnaanuiiy
% dd‘d [ o dl 1 3% o 3
nszununsuarlfmalulatnauasiuadengalulanatngls wiinunninauluesdns
9 o ' = . @ o = o V= o Y =2
Tailfimnnusantanalifmnusiuganndadldlunianeaiy sruua liinianianuls d9i
dsziiwnaniuaundsngeudnes 3 Usenis A3l (Rajiv Chaudhry)
1.1 nnaannalasuulas (The Fear-of-Change Syndrome) annn13Hn

|y ¥ ° vy = ° dl = o A a
??JUUIVNL?.I’]N’]I‘NWN @W@quslﬂmfﬂx‘lllﬂ’]ﬁ‘%’]L‘]J@F;IHLL‘]J@\‘]V?@‘]J?U Lﬂ@ﬂumzmum?mwﬁqim



25

A o o '

dl 91 1= 1% o Y a 1 dﬂl o e
msﬂmmmimmmmﬂumﬂ ‘V]ﬂ‘wmmzmrmmq;mmmmmﬁ‘mmuwm‘lmﬂ@miuum

7

| ! 2 !
=2 1%

Hasannaannidasuudadiasiniy Tedenaiesiueinisviieluain? Agarwal, 2004
nana 15 luaRqaaeeieniuii (Lack of ownership, Resistance to change and Training)

1.2 nnsAnuuLdneiinll (The It's Easy Enough Syndrome) muyn&inistin

'
ryaa 9

zUUCRM s ldeuluasdnistudonlunginduiiniinendes Ae wid aseusnunatulad
. 4o c Ao o
A1984WNA (Information  Technology) duiluaudautiesluessnsinmiinesnuuussuy
LA A My o K K 1 o U ] 1 v o o V6 YV !
wazntiaenisliem agldliAntiedvdrssuudsnann dresenisliaudniuglinudou

ya o 1%

nnfluasdnsn W iFinneensdunaniunedinaswerisala fosme  Baonudaslunig
% X a d’l 3| P | P Ly dl
WENUNSTLILAINNAY waziilunng asatTyuannndinisasetlesTamiannseuun
WMWY (Chalmeta R., 2005)

1.3 N1INAINIIYNAUNA (The Big Brother Syndrome) n19tinszuL CRM
4 A A dl a a ! dl c ISP ¥ v AI dlaj v [
dinunldau wananazlfinesanunn nsfasenesAnsdisagnAiuia Aandeusuatds
UNNE9INDS  N19duAmARaulraeaninauEldsvuuson Auiu {ldanunndouaz

a 1 d’l v da/ dl o tﬂl tﬂl all o a Y a
ﬂ')’]ﬁ\lﬂW)W’i‘zuuugﬂ@i%‘i‘ﬁuﬂ’]L‘Wﬂ@‘l_lﬁl’]@jﬂ’ﬂllLﬂ@'ﬂ‘i«ﬂ&‘l')LL@ZLN@I@WWWN@W@W@iﬂ HUIUNT

v
o ! o

Au130as NN g AailAauNaztingzuy CRM Wi anw aflunasfiasdnniiza

b

= o A o Lo g o | A4 o auy o . ey, A g
Lm?ﬂﬂﬂﬂ?iﬂﬂ@ﬂﬂﬂﬂgﬂﬁlﬁﬂ‘ﬂﬂ 3 1aNNANININDL LW@VI']ELMNHEL@QWHHﬂuV]NZQ'J‘LALﬂEI’NJ@ﬂ

@

ANNNIDNNULATATLIAYUEIANS Tunnsnazinliilasan1s CRM Uszauaaudizals

2. fywiniiaanidavimivisanasns

AINN1981999289  Mercer marketplace  WUAN “NMFATILAZNITTNEN

o o & 1 % o d! v % a [ dl dl
pNdNussagnAiNn TN saTeAu i e lwdnsugedunnngn lurnassui 21
PiEEmsing o lHenszAuainuuminintesdauutiinanisaaallguuanaufnuuy e

%

| v - A A o o v, a o | a « = v
nasngnAndugueinasivaiazinenisugedie s aulainaiaidn “qnAAanszian
Tuarsiiluadeuaaddesirirainisnesgnaniudgudnan azavautuidusiAiaeg
89ANT 819899 NMIaAe “Why CRM Doesn’t Work” 1agl Bloomberg Press, 2003 na1391
teymnifeanidesirdisanagnirasasdns lHun

2.1 nsmadeviFinsnesgnAuudgnats (Customer-Centric Vision)
ANUsaa “Why CRM Doesn’t Work” 1ael Bloomberg Press, 2003 11 Fred Newell 8510¢
1 a o dlacal o 4 o 1% o d‘ o
41 nanesEnNeENluni11 CRM fedisyauiuanNaNnaI8uiliadNnann N1 snenu

189%AN8 7] e9ANsgIvnginaannIaLuANAREeINIsNesgnALiuguinats aannis



26

41993299 DMR consulting Tl 2002 anéi@engisyn1sinunatulagasaumelsitawe
| - a | . 3 [% | 'S &
91 AuAINITnYededAnslunisnasiiiiy “Customer-Centric” WiAean1sNINNdNTasnuag
CRM wazlupoailuaze 2 lu 3 wesBwvndgeinued  CRMEwmNalnaaInAdn
“ .y dgltv = a { a o dl 1=l a

Customer-Centric”  uananiegailnaillamedn Ui iiuuaauAnauwuy  Customer
Centric  tiulililszaumnnudndalunistiszuutiimsanuduiusgniunldlusssnaiies

1 ' :/’ dll = [ a o Ad a t:ll 1% | g
wAseEas 53 Wit IameuiuLiEmninseuLwAnNesgnAniluguanane (Customer
Centric Vision) MlszauarudnialunisinssuuiBusannduiusgninnlfnuisies
4 o - - ° P o PP

az 71 Wesan walulagiiseseinuadazgniiinnldesamnnzan  Aemuaaanniinig
AuuANagNENLHuANNAATYI99gN A1 (Chalmeta R., 2005)

2.2 1An19sziiuAAI89qN AN TUsTEzeN9 (Customer Lifetime Value)
A1N9NUAREU8e Russell S. Winer (2001) nanql841 Customer Lifetime Value u181019n1s
dsznnung nsnlsanngdasssazinaingnétetiuesdns i U sznnnnisgenansine
BUIAR WATHUNUNINIIARTA FandslszinninnsiessaznaiAauNnEdNgnAIazALey)

%

fuasdnsbing Tneigmanues Lifetime Customer Value tlunnsundinanilsdquiainas iy

%

angnAtenanle Gdasigilddiniaiunanilsunann (1) NN IUIRIRN U

1
[ ol o c

a ¥ da/ & a . al d’j tzll
nansgingnAgeldainnisedundnsusl (Cross-Selling) (2) NMTANTLIRITIAT

u
1 ¥

ANANANAINNNINBIANITNENARSUTLANINNAL (Up-Selling) (3) N13AATIANGSTW N17aR
FUNUAIUNIANTY IBNARAWAANTY 1 wide (Marginal costs) uaz (4) nnsamfiunuly
n1sungnAn il (Acquisition costs)

3. tlynninanndsziauliunisiiznisannig

3.1 2ANTANLAYUANELTUNIITALIGIIANENNE AMN91Uadtaee Sudhir
H.KALE (2004) WU41ANN13419999199135 Accenture Wil 2002 iisunsdiuuain
aappdasiuimalulatianunsnaswanuduiusduudelignAnaesesdng usfanas 55

nann iU saduayUaIN§LTnnsssAugeluNeswe  AULHaINNAINNNIINIAAINEAN

'8 %

WinlaluBean131311sANg N LsanAn (Chalmeta R., 2005)

U

3.2 ﬁfyﬁqﬂ']?l,ﬁﬂ\‘]ﬂ']ﬂlu@\‘]ﬁﬂ? @ﬂﬂmuﬁﬁ/ﬂ‘ﬁm S.Nelson & J.Kirby (2001)

Wqu@Qﬁﬂ?ﬂﬂN@Q CRM L‘ﬂuﬁqqmﬁ@\‘]ﬂq?Lﬂ‘qu‘L‘!ﬂﬂ@ﬁ?‘ﬂLﬂquﬂﬂ')ﬂ\‘]’]u Iﬂﬂm’]ﬂﬂqﬁ‘ﬂﬂ\?
o s =2 a - | A =

m”mWﬂﬂmﬂuﬂWWiqmmmmﬂm‘ GINLﬂuﬁmuqﬂq?lﬂﬂ\‘]ﬂqﬂ&l’u@ﬂﬂﬂiﬁqﬂ °‘] LUNNHAIMNLTR

v
@ o

1 1 | 1 & 14 =2 1= o [ dl ' & o 1
IMURUIENTIULEN mmﬂumwmmm&a@uﬂm m\‘]uumimu mmmLﬂumzl,t,mﬁu%gm\mmq



27

1%

iiumdaganu I feuiaieuda  CRM dunqensnisineauduriusiugnan Tuseay
mﬁﬂﬂsﬂﬂiLfawqmmmiqmmﬁlmmicmmwﬁqwi%fu

3.3 11ANsEVNIAANIIANNIL AL AY (Change Management) a1n
91138189 Rigby et. al (2002) WuUIN ABUNNTHNTELL  CRM eanldeiumqsaziinig
AEuLase AN TIRe 1NN XU U LMANNST8INT1EYNS

19 1% a |

pNdNUSgnAdaneu ialiiasdnsiiaoudinlawazansnneuauassiandusioinis
v va 1 a . v6 ¥ ©O o | & = o v t:l'
203gnAnlamnd1an e Rigoy 1liAuuztindnessnsarsazlinisiiuueamuiinieu (Job
description) n139m1s:@n8n N (Performance measurement)  LarAa3RsELLNNT A
= = . A gy o s v o o
HARALIUNY $9NDNNTEINa LT (Training) WalindneuluesAnsdinlalunannisuasgnan
\uqmAusina1s  (Customer-Centric) naunazasulumalulatvisaneinuadszunizsg

ANNENAUSANAN %Q@’mﬂ\l@ﬂ’]iﬂ?’]i')@‘ﬂﬂﬂ CRM Forum WLINNNTUNTSULLTNNG

i
o [ % P2 & 1% % dld g 'S a
pNdNRUSgNANN I luasAnsudalsraumanuaniman NHanNIaIngeiniafsr LN
= b4 Vo o o dl a a Ay 24
WesFaaay 4 yuiainnisldfuaiuuetinlunisescuunldnineswe S5eaas 1 uadian
ar 87  wusnilutlymiainniiesdnsananiministannsannisanuilaeuilas
(Change Management)  #iiiene Wuanusuanyinli  nisiinagmsaunisizms
pnANRusgnA N M szauiuandnmas  TnawisnisiBuisdnnismnulaeuilas
anannaanii 2 dszisuliun
3.3.1  aansdasuldasimusssneasdng iudsanduinelifasdng
pazuinlumnuAnn sNagnATugadudnay NawFaunseNgnIsin CRM  11e3a1n

14 o

wiinewluasdnaflugnaniinnlunisimunanudiinuiiugnéi 6 sibwiineuanilugies
Yo =K '8 a 1 di o ¥ a v dll U Yo
MHsunnsiinausnluranduasnisinsadeans nsdnqauas nasliftnisgnAnine lilHu
Usrlamiigean
3.3.2  wengszanAEnFanlun1sfumaTulat e lfiniinaulu
- @ [y e ° A om < ¥ o A o
BIANTNEIIUNNIINALNALNS N1991 CRM  lunneljiiR Teaenndes Auenuiddaues
. dl 1 | dl A 1 1 o (% o
S.Nelson & J.Kirby (2001) na13931 ﬂtymuum@ A7l l&la U N s aaaniinen (No
Attention Is Paid to Skill Sets) LHasarnasinsdqaulnnliinasliiaoaiuninauuaznig
Hnausuliildirsesiiauazmalulativas CRM iwaliiaunsnsnsedasisiugniiliesined

UTLANTNIN



28

o o ¥

3.4. A1AN1TN LLNLL?Z?EI?.:EI’1'3ﬂ"ﬂu@ﬁnuﬁ’]?ZUUU?‘M’W?V’]Q’UJZ%JWHﬁ@ﬂ AN

U

MaeAnsfiaaniuanagnslunistamannuduiusiugnAmesAnsasinnudunislu

o o ¥

gelvelnnfng IKUAUAULIN 1HAYANF9 UL CRM 1 liaunnsn A Nduwusiuana

a

16 (Rigby, 2002) MNBNANIEIIIANIFINUNUILHLENINAUNITAINUINFBINIIAUL LAY
A I o o zﬂl E% 09; '8 o 1 t:ll
NIzUAUNIg vise nquvineele uazdsnanisdeansinsasdinsiunsudiazilasuulasly
1413 (S.Nelson & J.Kirby, 2001)
3.5. yadiumalulatiiienatnaman Inalilfaintslszneavauniandas
AMN9WINEUed  Sudhir H.KALE (2004) wuqnmanmidinlalunannisusunsman sy duws

anAu 14 luesAng aaeiiBvnsdoulnng azuasdn CRM uwnaTulad® aunsniiuaiali

u a

a =KX v dla/ 1% 1 @ a A Iy o‘dldy
ﬁ@mmmmiﬂmLﬂmmwmmmﬂmmammm Inewmalulagivisagasnuaingen way

My o K K o v dl 1 I's o a a A o dl 1%
Vl,uvl,mmuqmﬂ%ﬂmuﬂu i bYW NAYNTNITATUUTIND T8 NITUIUNITNINTIUNKIDAANDN

'8 1%

AULTUNIDINTLINITANNANNLTANA

a

4. T IMARAINNILLAUNIINNGINA
AMNAREINIas  CRM  Ainananndinadiu vinliiannnsnagdléis 1 CRM
dsznaudoaesdtszneunan 3 Usenns 1ud nagms | nezuaunig uwazinaluladise
dl A dl k2 ] o o a dl ¥ o A o a 8% a
wzaaie Mdinundasativayunisaiiunisieliinagnivsanssuaunisantiull G fos s
a o A 1 1 1 [<3 o o dl dld
AMNINUIRE 17D UNAMNUAINUAIELIAS Na1991 Usziiudlaymndndrysznisnilaniing
FIAANNANFAVTAINANINAITBINTTNT CRM Ad NIxLauN1INNgsna liaanadasiung
& a A al
g, LUIANNAR visamalulat
5. fymniAnainnisinziuaznisaanisdaya

51 manliidfiayagnéiias (Data Cleansing) #sNely $UUN9AANTS

I ¥ aa ¥ ¥ o | v A o
pavagauuazuiladeyanianainainnistendays waznistiunndayandifenain
wasdayatpeaiuisaanuaauiaddiaya  udsaztihunmuiulngszulaINngnyinng

% v dIQ Y @ ¥ dl 4 :/l ° 4 1 1
AIIEAL LL@ZLLﬂ1°]J°lI@3J@V]NﬂW@W@IﬂLﬂuﬂl@H@ﬂgﬂm‘ﬂ\‘] AMNUUUINITIUTIN IﬂﬂﬂﬂuLL‘M@\‘I

u

waniuinelundsiiays (Data Warehouse) avanunsniindiayasinaalilldilsylemisa

a

'
o v

16 Toer Kirby nanadn “Remifluuniuaes CRM e dayagnén dayanasnsinegd dayaduning

=

o % o 1 d! v 1 dajo <1 v < 1
ARNLLASTBHRANITNITINTTHAN ey ALaHaTuRAaIgNIALALNNYNNYNNIY 11&§‘]JLL‘]_I‘LI

A A o o A a & oA - P o
NEUNITAN LL@glquaqVIﬂﬂm'ﬂﬂ LAIRNNLNAUUAR ‘ﬂ\?ﬁﬂﬁ‘iﬂﬂﬂ@ﬁ!mﬂuﬂqﬁ‘@ﬂﬂq?ﬂIMﬂqW"ﬂ‘ﬂ\‘]

a

A d‘ [ 1 ! = & ] 3 .
faya Wasannlddinlauazlildlalusmaavisanaasgninindiays 1y azi1n1s Cleansing



29

o 1

b4 A o 1 L84 dl < % :j I Adl 4 ”
fayanietelaiseniatalslideyaniiuliiued lugluuingniiesuazmunzanane

v
=

(Nelson, S. & J. Kirby, 2001) wanainipunmaesdeyawazaisma udanddny win

q

1 [ o

ayaluiaunmazliannsalifeagiignsiesiuesinsli (Chaimeta R., 2005)

=2

52 mi‘w"'}mﬁ@ﬁm@memiﬁﬂ@u‘lmgﬁ@sg@ (Data Mining and Integration)

19911 Data mining waN8de N9aanIswiesdiaya Tag nsirdieyaain

[ 4

pAdfiayn (Data warehouse) HIMNNEILATIETNEUNAANET IHNNToe Tun9iRRAR]A dog

Tunsmaian dasliidinlanunnliuesdeys wazanisnitadadeyamaniiuls

1
v A

N3 Data integration wx1efs nstdanlasdiayagnAnninszdnnszaneat)

pvsruuiuluesAnsuazi lideyainananandnivuildanu (Kale, S. H., 2004)

= o % dl 1= 1 = o US4 dl 1= 1
windszuunisdnnisdeyan lihuaz idanininineane azinlilfideyaninualud
Ansn N dae et lignsdimanzideyanaldlunsdpdulaianan ald - Adnanoll
IHFunnsasiuayulng Farouk Missi, Sarmad Alshawi Waz Guy Fitzgerald (2005) &9wiian
agAnsNTngzuLLTINIANNANTusgn AN T luesAns T ldRAMnennnIInNeas
whlaiulpenmuninaesdeyauaznszuouniadenlaediayaineatiuayusr UL uLETung

ANANNUTYNAN

2.2. UIFENLNLIURY

[ %

ANNNITANHILAZILATITINUARE AN ETa a1 lun19a%19n a0 w ARl

6

N19338WLI1 Al uAaIANHI9IUAS AR UNUNT T ULLBEUNTANNENAUS AN AN 1T Tu

u
v
o o

- ~ = o A4 A ) o P
ANANT LW@‘V]']@']Lﬂﬁlﬂ?ﬂﬂ@@ﬂWUQﬁjQ’]NN@mﬂﬂqqll@’]l,ﬁ‘@LL@:WQWN@NW]@Q ﬁ\juusluﬂ’]?

a o

% Y a o d” ¥ o =2 a Y J [ G|
mummmwuuﬂmmmmﬂm LASAATIZUTBHANUATELLUAN 1&1’3’]@3@1& UL

1
al v

a a = v 1 Q; dl A % = a o dl
ANTANTNWGINA UNAIMUNNITINIT m@m@g@mmmmmm@mim IPEN9UIREN INedad

pnadiasng < Insaglasmnenei 2.1



AN 2.1

wanenn3agLIudsanngafiesiunseuniey

LT

£
Wannanade

7
nn33al5y
N3TU9UNNT

N9gINA

= P
REITEY

IRIBIANT

ATUNIN
ANANAUS

v
uanmAn
U

NANNT
ALY

IAIBIANT

Adrienne Curry &

Elena Kkolou (2004)

°

meaiuayunesE Uimssrauguiuiladed Ayniansnasenansenuaa9nstinagmitessULLEMIANNANRLS

Ay o o

P > - e A s o o o a3 Ly = -
@yﬂﬂ’\ﬂﬁi‘ﬂu@ﬂﬁﬂﬂﬂu@ﬂ’]\m\i Lummﬂgmmﬁmummmumﬂm“lumim“lummamumnﬂ@ﬂuuﬂaﬂummﬂmmm

U

v

Bose (2002)

MNLEUNSENaUsNaENIgniasuaziIzaN Nsatilanuaesdismg uaznsiiidsunsunisldisedaunniney

°© o o 'y v

(Staff awareness programs) \lugsdrAtyduiunisihssuuismsanuduiusgnAunldluasdng

a

Rigby et. al (2002)

ABuAINIEUL CRM aanldanuarsazinisilasuudasedAnsiie 1Hmsn sanfiun s Launns M AN NYaNNII189n13
1msANdunuignAdanen e liissdnslaudinlauasanunsoneuauasse anufioanisuesgnAan liandas
T Rigby 1EMWAuLzNgN09ANIAYIaLiNIAMUANTINTANIL (Job description) Hnn9dRLsy@nsnn (Performance
~ P = =, L pr} Y o - P o
measurement) WAZAINIULNTT IARARALWL TaNTNNNgHnaLsy  (Training) waldintdnauluasdnadinlalunannng
wasgnAdugpAudnats (Customer-Centric) naunazamulunaluladvizenesnuafszuuiFmspandnwusgnan
ANEANN3A1993289 CRM Forum WudnstisvuuiBmsanuduiusgnanunliluasinsudadsvaunaafuman
P - A Ay Yo o o Ay s A Ny 9
awmunangeinusssuuiedgesay 4 Topnainnislasuaiuuziinlunimnessuulifiieane Besas 1 uasas
az 87 wudduilymainnisfasdnsnansinnisiimedan1sAula auulas (Change Management) #itieana

'
o =

duaguaniininnstinagnifunistsmsaaudinudgnAianlfszauiuauduman

Payne & Ryals
(2001)

' A o

TAegianaAniunnzad HuasAlssneuniireanisidmaanuduwidanan Ndesiviamansa

U

AINIAAAGNALS

vy o

TnseasnsasAnsnannnfes uaz nslddeyaduiunisizunsdnnisgnéin

Leo Willsynto

aufluAsd ATy e NyAaINIFinu IT wazktunismann sedaNgAN

T
=

Y
U
N9LsEANWIUITUNI UGN 7] ARead

0¢




A13799 2.1 (5i9)

dsl o al k2
maeliu | nnslEend ADANN HANNT
v
{ade \Hannuase NITLIUNTT | 289BNANT | ANANRUE | Al
N9gana fiugnén | 288943
Santoso FentayiuAuazFIu Adiesendta NN He T IUN1INIUARYNABINITUAZEENKLILINTZLAUNIVINGINA F9HTNNNT
(2008) 28NUUUsEUL CRM e lidesenislieu aailudeidoeatiuayulinsiissuy CRM anldluesdng adselomnd v
T 2
Han-Yuh Liu (2007) | nsthszuutiimeanndiriudgnéunlduesdng unads meniinawplufiulasaisiugrumamaiulag
a19aumA wazaen uwef namnsaliiieruiin Aanu warlwmasiljduiusngnéntisesednsld Sannstmednnis v
" = O " I g ow e w ave s lmem
Aumalulagansaumadudsddyiieinistinagns luinuns@medanisanuduiuggnAnun gl Juim
Raynolds msfiesAnsazidinlanazannsniBmsdnnisrndunuEnsagnA i avsiinamenTusdioyagnia (Integrated
' c e da o 4 o e v
(2002) customer data) v nuateuuasdayanielueedng ieliiTanegnineaii i nsdendedeyagninszuuniitioy
(Front-end system) wazszUUMAATINY (Back-end) Winfaeii souvisdiagyagnAniléiainnieuanesdnsg (External source)
Nelson, S. & J. Kirby | @&smiluuriuzes CRM #e fayagnAn deyananined feyadusnindsuazioyanisiganssusiie) dediayamani
(2001) & uilufisagniivatnagniignne lugluuuwsnzan uazluwnanfignéies uideiinlune eednslifinagnslunis
R. Chalmeta Anmspnunmaesdeys Wewnlidinlawarlildlalumeazigaanesgmunindieya iu azvinnns - Cleansing fiayain v
(2005) atnals visavinedalslifieya Mt liiueg lug uunngnéisauasmanzaniana (Nelson, S. & J. Kirby, 2001) wanannil
A naasdayauazatsme udandndny mndeyalifnmunmasldansnsnlifesnligniiesiuesdnsls  (Chalmeta
R., 2005)
Farouk Missi, nsdnnisvitiesdieya (Data mining) Wl nasthiiayaanadsiieya (Data warehouse) H1¥INNNsALATIZANELN
Sarmad Alshawi & | wagnslinnteelunisindula daalunisanann daalidinlanuniliaesdieys uazansnsndtadedieyamaniiuli
= v v . . = o " o 'S ° § vy o ' Y ° P /
nadenTaediayagnAn (Data integration) Ninszannsrataetfnsszuuiulussdnsuazinlifeyasananonsendmin

Guy Fitzgerald

U

(29




A13799 2.1 (5i9)

e naiend ATUNN HANNS
{ade dlamneniee NITUIUNTT | 289B9ANT | ANANWUS | Ay
N"9gINa fiugnén 29389AN3
(2005) {1491 (Kale, S. H., 2004) MWﬂﬁi‘?&UUﬂ’]ﬁ‘ﬁ/mﬂﬁﬁ@H@ﬁvMaLL@Ziﬂﬁ@mﬂﬂWLﬁmW'ﬂ %ﬁﬂm%%mﬂaﬁiﬂﬁuaﬂ;\iﬁ
Ao AN T g ﬁd'qﬁﬂﬂzjmﬁlmww?ﬁmﬂaLﬁﬂi%iuﬂﬁiﬁmau%amwmmiﬁ ﬁﬂﬂmqﬂﬁﬁummﬁumu‘imﬂ Farouk
Missi, Sarmad Alshawi Waz Guy Fitzgerald (2005) %ﬁwudwmﬁﬂsﬁﬁqixumﬁmsmW;J@”m‘v”uﬁ@ﬂﬁﬂﬁmﬂ%’lumﬁmﬁ
TlfAnamesuunnweiazukladiulpannmassdeyauaznszuounisdenlosieyaieminayuszuuaniime
ANANRUTNAN
Choetal. (2002) & | nslfmaTulatiuazninansyana Lﬁlﬂﬁwmmﬁﬂ@wqﬁﬂﬁu AUAUALT VIAUAR0IgNAT LﬂuLLmﬁmW@gmmmm?
Gupta & Shukla tnsaudniuignAn tne (1) mﬁmqaﬁ@mmm‘lﬁﬁm?mﬁwi%?ﬁyu @) Lﬁmmmﬁm@‘hmmqn%w WAy (3) dael v v
(2001) weneuang lunstlaaune e lFiBaay uratnlsfang nudrGasinanaglillEiRatuieauAnninse suas
Wewtsznsipen
Kim (1993) naiedaasasdng dunszuaumsnsuuglussiuyaas nguyana e ssuu ieilas wilasesinsllufismediiu
Dixon (1994) Auanalaliiugfidaulfdouds wasifinAnuanolunan likuesesfn st Avana v v
Laudon & Laudon | nsienanaiinannieyanieuenesAns wu deyagnén feya  Supplier deyadirumatulat vize Anuesugia uaz
(2004) HayanieluasAng wu nszuaunislunisaiiugsna Miteninnzian gadlatiunaeannudSavitapnuduman 1y v v
b inldesAnsfiestinisiudeuan wuandenfineU it gy wanunagns fnsineusy Wl uazaiienis
Beureaniine iefazailayun A ivureesing uazsnmana BB ludnsudedu
Al-Mashari & Zairi | Smusssuessnsiliaaudfnyiunisiug Tnafmussmesinite fuladeiidwanals@nanasaaniniszumn s
v v

(2000)

ANANTUENAM1E

e




A13799 2.1 (5i9)

ds’ o al k2
REELMET, nsiEeg ATUNN HANNS
v
{ade \Hannuase NITLIUNTT | 289BNANT | ANANRUE | Al
N"9gINa fiugnén 29389AN3
R. Chalmeta nENAureslasansnisthszuuLEMsANdNTLSgn A 1 uesd ng sinasBusiufien n1stirsziidngilszasdaes
(2006) asAnailudusuuen Tudnu Adesiamd wisha uay dusnere9a4Ang n1sNeaAnsaNNITaLEIM I ANNIA WA NENNUE
¥ v 1 = a a a dld |og; o’// v Y oa o k2 = v o o ¥
gnAnlFieeneditsrAvann LunsruaunImegsnaniegiil isseAuiimsuarmineu 6 eadiavudinlauasdFusali
dinfunagniniegsna TnavialadnAty Ae AeadinladinisiBusdanisaaudiiisgnén  (CRM management) 1ildna v
gnsneiumaluladl (Technological strategy) usiifli nagninie gsia (Business strategy) Inefiansfanuneiiaussy
ANNEFA LT AUMNENULAZ T ALBNANT
Malte Geib, Lutz | miuuannIsiBmsanudunusgnéniiu fayagnAtasgnaanliifuszuunansinudseulussdnsaiunsadintiediays
M.Kolbe & Walter | gugnAnls e lfithudieyalunisaiuayunisliiinisgni v
Brenner (2006)
S.Nelson & J.Kiroy | aefnssinues CRM ifluannuiasnisianizyppaviaianizmieiu lnaananisuesanusiesnisluninaneesesdng
(2001) dufluifoymniadesngluesdnemn - wididaou@edimbeeuzemuiiuiaecdeyagnin dnidadhidanudniu v
A ey e ane A A aa . P v v ey wa e o
mazuiiiudeyanainannliidumieeueu o) ufiasauds  CRM lunqaninisinmanuduiusiugnanluseauesdns
Tdldanizrasmdbeaulamieaumiiaving
Riyad Eid AN NTBIANNANRUSIUgNAN wiaT dauilsdmiunisaieuasinmanuduiug luszazanaiugni
(2007) v
3 X 2 d s aaa = =~ PR =
Crosby et. al A uidalaangnén vnnedis nsiignAsanlidimgAnssuuasnisdjifresesAnsiiudangnAtannsnannnilé ag
(1990) naAnEaela v

ce




A13799 2.1 (5i9)

ds’ o al v
meldu | neBud AT HANTS
£
{ade \Hannuase NITLIUNTT | 289BNANT | ANANRUE | Al
N9ganA fugnAn | 28909An3
. — —
Reichheld & Teal | n1sfnmgnAnilanAgesiaasAnsliiiudaiiaoudAty Tnanwudn msfinmgnémnl3IAm - sdwiadensy 5 av
(1996 ) anINgaANTaqITgnB (Net Present Value) 7e3gnAnline Fasaz 30 - 95 waznanilsnedeAnsiiny v
= v | o 09/1 rd‘ a 421 ' a a v ] dgl ] NI
Crosby et. al AenalanesgnAn ussAuduresansuniinalulunisreuauasrianisssifiunaludeuan Taed ausd wu nisi
(1990) B9ANIANNTIARAIUgNANTinananszuLls nasignAnanssniuglidn IiFunsdfumidelisudiniehiadu danali v v

o - e AL = A« o P P ) P g
AMNANBULBDIBIANTAUL 'm:ummivmdﬂmmmmmu@uﬂammmmmﬂm@ﬂﬁﬂumum’m ] 1mm°nu

ve




35

2.3. %’agamﬁnstmzmsﬁﬁszuuu?msmqNﬁ“&lWuém’ﬁ'\awmam?ﬁﬂuﬁ’nﬂ%“wﬂ'

ANg AN/ (NUIEU) LLazﬁmmin'g‘q"Lml ANNA (NUITU)

NN9AUAANIBATZRTUL NN1IANHINITHNTZULLTNNTANNANTUS AN AN 1

a

|

TuasAns Ines 2 1wl HadlunisissuuiBnsaonuduiusgndun 1l Wussezioan
dl ¥ 1 dg/ @ a KR v o o a o o & 14
il dayasialilil aziflunisesunaiediayaeAnsuasnisinssuuTnsaNg uiusgnAn

1 lE lusazassnsinisanitiunisagnels

2.3.1. TayRRIANTUASNITUITELLLEMSANNANNUEanANT LB IATsNgdlne

o

AINA (NR1TU)

TYNDIANT
surANg e Wasdufan aledun 14 JuiAn 2509 ANN1IAILIIIN 2

%

ﬁu'\m@ﬁ@gm@Lﬂuﬁﬁﬂﬁﬂwmlmmzﬁu THun suIA9NEAT AR LAZEUIANINILTA
$im udariasateni “611A9IN39 N A171R” (Krung Thai Bank Limited) siaxn liaN191in
Huressuimsdngranaudmninduiadszmalng luiud 26 fguiew 2532 il
iﬁ@ﬂﬁaﬂLL‘M'\‘iLL?ﬂﬁﬁﬂﬁuﬁﬂ%yﬂ-ﬂnﬂIuﬁm’]@Mﬁ/ﬂ%%wﬁ”l TnaEudlannsie- SREVITGTN
SWANSAUATUR 2 Foman 2532 aunseicludufl 24 funew 2537 suiansngslnefily
wtlsanwidlus Sy nnaldae “6U1ANINA NG AR (MUNEW)” (Krung Thai Bank
Public Company Limited)

tlaqiiufiesatnandt 800 @11 m@mqunnéﬁm@ﬁaﬂi:mﬁ iemeLdas

o e a

QNANYNITALTQNATLARA B9ANT ADNLIU A1ATT 1TRTFIAMNA UATQNAIEINANNTUIA

1gzInNnNanng : §39411na

49

o o

Adeyiend (Vision): fuIANTLAUAZAIN (The Convenience Bank) &1m3LignAN
Peeing NMAFINA NAST LazannLu

o a . . | o = :/j o tﬂl 1 v Y a dl

Wusfa (Mission):  luaniiiunisRudutiivestssmengaiiunigliitsnim
@ a % Aany 1 oA oA o =2 o
HIAASINNTNATNNARALUNUNA IFaeNadsEin. audiunsasanun ety wastinduly

UANNNIAALAUANANINA



36

Tasea3wasdng:  swiansngamedlinisdiulassainanaliinisaitiugsia

Huliaeinadilsr@naningign inananuineguangugsianinaamiuls uaztliuanung

v 1
A A

AneungdauinalinnsatiuAaaasaNINaLY

[ o %

HARSTUT:  eenuuUNARAIT N uazRuINARsTi ey isenadeaiy
a % dl :s' ¢Sl 1 tﬂl ¥ v A A o

woAnssnaesgnAfiasullannfitunn eliignérdimaaenlu  nsingsnssunienig
a dg/ a ;’5 o v o a o o o v o a a
Runinau anisswnAnseldiinisinmalulatiduivasiounldlunnsemn \ugsnauas
Tianig ieliiiinaauazaon 99a39 Hannn Tuynnauazynann Wi meuiunig
\AsHgRavestsumanindaenefetrediasiueuan ulaqiiungugsiaanes
811A19 § 8 Uszim lAun

1. ganasfiuingiAssn

N

gInNAfIUUANNING
. 9INAAIUNDINY
a % o aa
. §9NAAULsTANTIR
. ganamulsyiidun sy

%

. gINAAUNVNNe

a vy

. §INAAUPBNNIMDS

[e¢] ~ [0 &) A~ w
=)
ab
)
o]
v
2
=
DD
N
=D
Lo

TeuIANTER AN LRI BLazUla LN Rd AtyaasaunAng Tussas 3- 51 Tu

v
o

Ansing - agu 1A

I
0%

% a 1 ¥ a o o 1 A v a dl 1 =

AunieRu futiunisiuinuasininlsesedsiiu foanisaansfumentine
AR BenegIUgnAIRUN  dinselAdnsssuillanluniEnisedesieiiies Wivis
4AN19 Cost of Fund MiagTuszAian ainmaliaInnnsaanuuarn19L3MIs &Y sauvisli
ANNANATYTTLNN3AA NPLs N19918 NPA luidagn uazniaissfinnuviigoiuay

% % [l v v = Y o % % o g

AugnAN:  saiiunisaseanuiienalaliifiugnan  feenisniuuanagng

AuugnAsiazngNetedaRy  WNWINARAMWITLAWIRNIINNN1sRu iR UaNes

o o s

v % 4 o o Y a P4 o
mmmmnwmmgnm%mmmﬂmﬂ‘uma?i‘uﬂ@zﬂuﬂmm‘wmﬂummﬂﬂwmu | nune

o

s a o LE

WanwarLiutlpeasmanisiitBnisuaznsinananineinasnndesiu  Lifestyle 299

1% o o &

QNATLARLNAN WANLNTZULINILENNINANGNIUE (Customer Relationship Management)

1 1 d‘ dl ¥ a 1% 1% 1 = a a
ALNABLUAN LW@IV’&’]M’]?QU?ﬂW?Qﬂ ﬂ?i@@ﬂﬂﬁﬂﬂ?t@%ﬁﬂﬁw



37

funszuaunisnelu: deiunnszuaunsne e atiuayunagn A uRu
WAZAUQNAFEINITLTUNIELIUNITNUUANKATNTZLAUNNTLENNTAANITUAZNITAILAN
AT TNse@nsn ey sauisnnsiunuazliullgslasea’easdnsivaliingas
FunIgLaNdy

¥ =l £ o 1 o v al a a

AAUNITEEUTUATNNINRUY: iUy Aa N AN NLAZ LI ANEN N
aterailes e liiaaudrAtyiunisassmuasWmuAnaninninau Wamuazy3ules
89ANT WAY  Business Process e liianunnsesduaninunndeniiasundadllesing
gl sauieiuuazFutlpenszuaunisanifivanuliisenadesiunanusssniuig
wazativayuliiinisaiuianssumniuRaTeUsadIAN LAY AR aNatNIFaLa
nalsinsaunisidinainaunistioyaressuinnslu 4 85 A funisAnen fAudiauuay
Aawmden ANuAaUdmuEIN wazAun1INTn

AanAaneLaIBLazultungressuiag luiugnéi fnlisuiaingslne
THatunsinfuarldussuuiBusanduiusgndn  (CRM  Software)  1uflu

:/l Q’l = ) k% A 1 v 1 a a o s
sraznaiedl 1 U Tegrhan i luaneenuesedng Useneufqadneenuizunsnansods
wazEheeuismsgninduiug e liitEnisludunnsanauaznismain  (Sales  and
Marketing) Nnulugtluuvaadwasidaysing - Tnengldaussuuuiveantly 3 nguuanmni
£ dl v o b % 1

uins I unan tawn

1. MUAIUNN9I08 (Sales) 1A §amN1sana1 wazwinauanglszananan g

a

uthntauauanilylilggnAnguidhuanenldsusmaen
2. 9uHuNIRann (Marketing) 1un Eauanansiot (Product Owner) &#
£ 2% dl 24 dl v % b % 1 1
uhnaiuanlnyienauauedlinseniuaNfiaIn s ueIgnAusazngy
3. MUANUWLBNNT  (Services) LA MunsNUSUERIFRNTEULAT AT

(Complaint Center) tNaaLiiuN17uA [ foym iR UK ARS T LA ZLTN 11998 U AN

232, dayganisiissuuudmsanudunuiinldinulusuiaisngalne drim
(NK1Y)

° o 1

sU1ANIN e AR (Wnnaw) HELiutsa g ATyreensutedunguLes

7

'
a v X Y a o

99NAAIUNIIEUIANIIINNFUNRAA T AN Fef{tiinnsssAugelatiuleunely

Q U

o g ¥ a o o o % A " dl QI a a
ﬂ'ﬁu’)ﬂ@ﬂ%ﬁﬂ’]x‘]@Wuﬂ’]?U?MW?ﬂQWN@NWMﬁ@]ﬂﬂ’)ll’ﬂ“ﬁiu‘ﬂﬂﬁﬂﬁ‘ Wwalindss@nsniwlunng



38

v
o o

Wianig Aay - Asladinisamuludnumalulatisaiiuoissuy CRM  Tnsweulanaes

°

[ %

Tagensilfall
1. ANNABINNIAUNTINTNL (Functional Requirements) A9RLAQNAIUNIS

NITUNANAININA 2.3
NN 2.3

LAAINTINNIN199N9 LA AT 1849 1IL Operational CRM Aitinan14

TusuiAnsngslnaain (W)

I I
] 1
! |
: : 4 1\
1
| —> FalINai!
1 a o a o !
: NN9LTNIIAANIT NN9LEMNIIANIT ! h g
1 1

1
i Aunngane AUNNIAATA : . .
1 ! -
! —> SLUURLNA
! : \ J
1
1 1
1 1
! |
1 a o ¥ a ¥ 1 ( ™\
. NN9LINIIANIIFIUNITLENIGNAN : N o
: — Tisunsuaania
1 ! . J
1 1
! X

® Funsuansninaandeyagnii (Customer Single View) HnNsALHWNNg

Tugouaasnaiudiayaninendesiusagnén lun nandusiuaziBnisessuinimngeineg

v A %

nanAnDensas deya Lifestyle dayatlszinngnéin s

U

® fun1Imanm  (Marketing Module)  AnnsafiunsasaiAnLl NI

o y o o o o Y qY o | =
ﬂ'ﬁ‘[ﬂ@’]@LL@Z@@L@‘ﬂﬂ@ﬂﬂ’Wl[flﬁ‘Qﬂ‘iJL\‘iﬂuvlel'?Jﬂ\‘]LLﬂNLﬂﬁy LW@ZN?’]ET]’W?@Jﬂﬂ'\eLM NUNUIENTUN

%

AN 9 Ao o
NVUWWHWL@H@LL@NLﬂﬁyﬂU@ﬂﬂW

a

® #1un13118 (Sales Module) AnnsanifiunisludauaasnisinauatAniloy

TitungugnAdhuunenlssussiaanmuteulavesuanily waziunndagyananisung

|
o ¥ =

avluszuLENsANdNRUSanAn ald lun1sdaniseenunansanssalil

a

® F1un17liit3nNg (Services Module) Hn1saiiun1slugauraIn1siLEes

v = a v a v o 5 1% v KX 9 ]
seqauLazTn tneldszuy U?VW?ﬂQWN@NWHﬁQﬂﬂW Iuﬂﬂmumﬂmmg@, BAZNITANY



39

sialUeamiaaeuiiandes (Task escalation) dsiqailszasAiialiiszuy CRM dinundae

NITUIUNITNINLNY VUYL ﬁluﬁ\mmmmm?mﬁmm@f‘smg‘}m Gﬂu 15@3@')ﬂ?’2ﬂ§’]

P

f97u Uszusnenldanalunistinnsdnnis i A TnsAng 1Hadana u1Ind9saanuniu

|
4 A

svunld sounis i g udiayainauaninmenaesgnAndn § edesFauiinainuuuazy

49 a
| |

= 1 o 2 v 2 1% a ng
mﬂﬂ,uﬂ%;‘uu Wwaliisunang mmmmmummwmmﬂfwﬂmmqqmmnmmu
6 ¥ [ | 6 ¥ 1 a a [ o J a %
2. thummma‘zuu Lﬂ%ﬁﬂ“ﬁ@’]ﬂﬂ]’]ﬂﬂﬁ‘ﬂ'ﬁﬂ@ﬁmmgﬂ LLZ\]ZEJWEIU‘EM']?@JT]@’]

o o

NS BaRAuauE 1HuisaY 44 vinu Tnawdal

o

o winsmlszananan Mun faanisansn  waswineuelszananan i
uihimiavewanilyligignAnguidvanenlisudnaen aawe 10 4121 He91uau

flferuszuy 31 vinu

¥

o wunnenan dailuigua uansined (Product Owner) Uszinmeing | 184

A 9 Ay = ¥ k4 ¥
51U Huthnaiauasilynienisaaialienauaued linsanInaANFeInIs1e9gn A
wiazngn Nauouldeuszun 6 vinu

1 o dll E4 a a . dl ° a v

® lneNuiuFasTeFIBLAZFTN (Complaint Center) tWaA1iHuNsufil
ey iULARA S TLAZ1EIN191995WIAT ANNNGNANS83T911INT (Service Request)
Hanuauildausziy 4 vinu

% v dl o v dl o v dl v

o wthiaduayunisldeuszuy  (Help  Desk)  ievinutinliiaana

TUAE HNUUANIBITL UL 3 NgNANaNINN waznmtinluniamingenisuanig

6

putiunan lfainszuuEMIsANANAUTaN A1 HanuauiIdeusziy 3 viau

u

3. gafuafrruuutsenniilu 2 Arunan Eun sefnuaféinu Analytical CRM %
o £ AQ cY v o 1 b % 6 c Y . ‘ﬂl
NMTUINIATILITD3AANFBINITUAZAANGNYNAT LaztainuaFinu Operational CRM 7
1/92NaUANITNNBUAN 3 B LHwA nngnel (Sales Management) NITAAA
(Marketing Automation) UazN1913N199NA1 (Customer Service) aiiluaainuaisoineniu

o dl A a o o o o o o o
AUN L lUL3ENUannIne ng anie (N1nT1w)



40

2.3.3. %’@gamﬁnstmzmsﬁﬁszuuu?msmﬁuﬁuﬁuégnﬁfmﬂﬂwﬁﬁm

WANNIWEANS AN A (NW1T)

TRYNDIANT

UsHnuanning fns aadm (W) Widsnisdnugsiananninguiunan
N1 30 U numsenszaznaiiunn Uiy Deduginlugsianiismisludsemealng
o = dl a a a Y a zﬂgj o o & ' 1% tﬁl |
fnsiaNdeqminy lugInanHrsunawarnislitsniseavannineduignAm e
anfusine 7 TuilaqiuiFEnasesdauuiiananludauaesgnaianiiulszunnfbes azdy

UANANTLLALET 11NN T RUBNNINNENANLL T2LAN

2

UIEMuannine fing Aia - (W) 185ulueyninainnsznaanisnasli

6

dsznaugsnananning 5 dsznm WGun nafluwnaniindeanaudnning nisduanning

4
o

o o 1 o o g | dl S S [ o c
NITAANUUILURANNTNE ﬂﬁ?Lﬂquﬁ‘ﬂ BINITANY Y WAZNIENLAS ITRNUANNSNG  T90919

2
=

MHsulueynyinaindtineun  a.. Iﬁﬂi:ﬂ@uq?ﬁ@ﬂmﬂuﬁqLmu%y@mﬂzﬁ”a&m&nsmmﬂ
anauth Tz IAdiniluann@naessaineying Wil 2548 wenaingsnasangan
Hradiu ey deldfuaaiiugeuandninems n e, Winwihinlineniennsdu
LL@:LﬂuﬁTf;Lmumﬁuméuma‘mw%'j*u%”ﬂﬁumiqm@muéﬁfm luilaqiiiy gafananueLizEme
1 4 Uszunm 1iun

1. qiﬁ@mwﬁﬁy@mwﬁﬂﬁwﬁ

a a

2. §9NA01151NA

Q

a

3. 9INAN344Y)

4, qaﬁfamilﬂuﬁqLmu%”famwz&ytyﬁ”ﬂmﬂ@'a\mﬁﬂ

‘Luﬂ@@gﬁuﬁé%ﬁum@ﬁmmﬂLmﬂfﬁmmzuuﬁmmmm&“uﬁuﬁ‘qnﬁﬂ (CRM
Software) wnfuszaziaariean 1 1 5 ieu et wiieenn WaBnen g
N1sRuuAZNNTAUAILLARA (Private Wealth Management) Mguuszunidlu fiinm
ﬂﬂmqnumumm (Financial Consultant) %qﬁm?::mumiﬁﬂmumﬂluuuwmu (Internal
Business Process) sastell

NIzUAUNIINNIUIBNTLENNIAANIIA TN RULAZNNFAY VB ULEN 11

w4 NTTUNUNNINAN AININA 2.4



41

NN 2.4

LL'ZQﬂ\‘}ﬂ?z‘l_l’Juﬂ%‘ﬁ’]ﬂ’]u@ﬁ’]uﬂ’]iﬂ?‘ﬂ%"ﬁ/ﬂﬂWﬁ‘ﬂ’]ﬁ‘@\‘iﬂu

(" 7
Angnén (Know Client)

2ap®

A

A 4

ATz lun191U31e Run Sl

(Advice on Asset Allocation)

A\ 4

ANEUNITAMU (Investment)

A 4

AAMN Porfolio LAZEANTIANILNNT

(Monitoring Portfolio & Performance)

J

nszuaunen 1 Ae nszuqunisAndinlaludiayaanuzfnunisiuaes

nA uaziiANdinlafuNaRaLUNUAINNNTAIMUNGN AU anTiaN saNF AN

e

LA ANNARRINHBINT

PV

!
le =1 v o o o a 1%

NIzUAUNNIT 2 Ae NezuaungliiAsne uazAtuuetn 1 wnstEuisdanis
nsagnuaeegnéi Tnanishfnmuaniunisainianisaana e liAuuinlunismiens
NENIAIUNTA L

NIZUAUNNIN 3 A NIZLAUNNIANTUNTA L

nsxLIuNNI 4 Ae nsvununisthfaniuauweaenlinees  Portfolio was
Performance  TWAUNNTRUNIAMUAIGNAT INaTIE A LTATTN aztiunAnen

o [ R, | v o o oL 1% I o° <
LL@Z‘V]']@Q"INL°1|'ﬂ“’iLW@%QHIVV’]’]LLMSM’W]@?IM HNARILASLLNUETNINTU



42

2.3.4. %’ﬂgamsﬁﬁszuuu?msmﬁNﬁuﬁuéuﬂ%’mu’tuu?ﬁﬂuﬁnﬂ%”wﬂ' NS AN/
(NvT)
UIFnuanning fAng ande (o) IHdaiuisriud Ay aeenisuaedud
a v ¥ o ¥ a dJ ¥ a o v
suusalugsniasuns AT INAIUNIRULALNN98N U BB TIEALIg AT

8

AdesimilunistiinagniniediunisiiusaanduiusgnAunliluesdng Reamuludiu
walulaggeiuafszuy CRM Insreuiumaeslasanslaall
1. ANGieaN1afuntiniey  (Functional  Requirements)  ASBLARN

ATBLAQNAILNIINWIUNANAININT 2.5
NN 2.5

LAAIUTININ1INUANATY 18932 Operational CRM ftnan I lusiasmuannine

Mg AR (NANTL)

FTULLIMITANNANNUEQNAT (CRM System)

1
1
|
1
"_>' N8N ]
1
1

1
1
1
1
1
1
|
1 a o a o
: NN9LEMIIANNT NIUTNNIANIS !
1 1
¥ o 1
i Aunisane AUNNIAANA : ( .
1 ! -
: —> SLUURLNA
: : N\ J
! |
! 1
: ' 4 1\
a o 1% a v !
: NNFUTMNFAANIIFIUNNFUTNTGNAN : N ol
: —>| lsunsuaanila
1 & J
1
1

¥ 2 v . . = o a
o ﬁquﬂqﬁ‘l’m@Qﬂ’]Wﬁ"JNm‘ﬂH@@Jﬂﬁ’] (Customer Single View) {N19ATLLLNNG

[
4 o o ¥

TugouaasnsiiudieyaninaadesiusiagnAn 1fun deya  Portfolio  a89gnAn,  daya

a U

1
a o 6 = % o 3

HARADEILAZLININgNAHet TUaIANT uazdayannsTasueiisnig  (Services Request)

a

1
= o

ieatiuaRWNIIMNILIUNITLIUNNT 1

® unn31ne (Sales Module) Ansaniiunisludaunasnisiiudagya gnéi

3anda (Prospect) e lilugnudayadniunisiiamniunisny Tedieyasnaisainisadae



43

% A dl ¥ o a 1 ¥ dl dl o o
L@Wﬁuqﬂiﬁﬂqlﬁﬂﬂﬂ SlummmmumﬂmﬂmﬁmmLum LW@@HU@R&HW}?VI’N’]MIM

ATLUIUNIIN 2

® #1un1919i13NNe (Services Module) Hn1aiinunngludouaadanngliiEnig

'
= %

v . o dl P4 = a A o K
AINNQNAITANLD (Services Request) WALNITILLIANTANLTEI AN e ldszuulunisiunn

fiaya, nnsgevaan1sanl® (Request for approval) uaznnsaseusiallfmaeun

Y < o

\endiay (Task escalation) Heiqatlszasdinaliiszuy CRM Winungasnszuaunismienu

1 ¥
a AR

1 ¢ﬂl Y a % % 3 A o
melunmideeu luesaasnisliitinisgnén lHazaansniateay uazaanisldnineans
1 tﬂl 1 1 ] % :/l va % ‘ﬂl
nzAEAINNIAIEessEnINmaeLunsE A A aunisliilgudeyainauans
¥ ! IS 4 a ¥ dl 1 = 1 o dl %
NNIINTBIGNANTT HN93 asvetnislatinaneunuasieglulaqiu - iieatiuayy
NITUIUNIIN 4
28 ¥ o @ v v ' .
2. glerumanvesszuy dugliainmiagenu Private Wealth Management
A dl % B ] dl a o 6 ¥ 3 A” 1
190 NENEFIUNIIRULATNNAY LAY ARS T9NAUIE LIRS0 vinu Tae
wifafly

® SYALELITUITANAATDINUIENIU AU 1 YITU

©

a o o

® 1ITUNTILAUIANRIUIU 4 ViU

u

o AuiinlitAnineinunisiulasnisasudanyans (Financial

[

Consultant) a114914 42 VMU

1
=

o A niiMURn19szUL Back-end [7149U 2 W11

o AyihimalulatiansdunAanuau 1 vinu
3. Ta5WaFTrULNeIadiLN19919 U1 Operational CRM #dsznauldfqel
N1l 3 Aundn o 1B n1sane (Sales Management) il aiuayunisanauas

nsugnAnlud (Customer Acquisition), N19AanA (Marketing Automation) Livalilunng

% 1 o

= U v a . dl v o
LUNNABHANNINN (Prospect) Way N17UIN1e (Customer Service) LW@iﬁ]’&u‘].l@léuﬂ’]ﬁ‘

q

|
o A

1i3n19gnfn N195uiTasieaiten uay nnsdesiasuszniambauneluesdng  aaiu

I's c o o o = % o o
#afnuasAaLataiuiun I lusuiatengslne anin (W)



44

2.4. UsTHIANANUNIUIFTIUNGTN

i

va o ¥ ! o A:lld ' ° &
fAdelAmumanassnunsy TudauresladenilnasanugFauazanig
ANHWINUIBIBIANIAINNNTUNTE LM ANANRUS AN AN 1 TunnsAuafnBaszarium

TpaAnIaLLUIAATUNNTIRE AN 2.6

NN 2.6

LAANNIDLLUIAA 11IN1994 ¢l

CRM Project Initiation CRM Implementation Result of CRM

Business P1

Process : P3
Reengineering \ Relationship Organizational

L Quality a Performance
L L J
Organizational
Learning
3

N : Critical Factors and Benefits in the Implementation of Customer Relationship

Management (Hsin Hsin Chang, 2007)

1P£19113981 871989 LA LUNT29N 19 A N UEBINNTHN P2 L LL3WN A N AN RS
anAnn i luasdnseaniu 3 4oeldun

1. DNBNAUIATNITNNTINZUL CRM 1Nl luasAng (CRM Project Initiation)

o o

nTadudndny 2 dsenisniandnunliun nissatlfunszuaunis negsna (Business

o

Process re-engineering) Whas ﬂﬁ?ﬁ?ﬂuﬁmmmﬁm (Organizational learning)

[ %

2. 49an1snszuy CRM a1l luesdng (CRM  Implementation) Taitase

o a o =2 A 1% v o o 1% . . .
TATYNUINIANE AB ATUATUNINAITNANNLUINUYNAN (Relationship Quality)

Do

3. D9NANIIANTLINUR IAAINNNTUN L LM s AN N AN N RS AN A NN 1 11

k!l

'
o o A

89AN3 (Result of CRM Implementation) eXilaqadnAtynun1ddn Ae nan1saiiveu



45

28499ANT (Organizational performance) TnelEluina Balanced Scorecard 284 Kaplan
waz Norton (1992,1993,1996) Tnediaaninaasnuidsamninan Aaemallil

3.1, lunsdnunidaleanisduniwnifisnnssyiugauesesdns o

a

A o 1 MYy o 2 ndltv a % a o o o 1%
WU mmum\‘mmfﬂﬂmLﬂum‘wmmut:Jm‘ﬂ@mmmummmfmmnwuﬁ@lﬂmimﬂmq

v !
v o =

patiunailfanaazliansnsnasiieunmaonuiiuasefiiann
3.2, uieansAnEaNA LTINS L UULTUNIANNANAUTNAY
w i luesfnaiiesdruman Tna AN sfneanduaesgnies iy o

o :/’ ¥ Y a . d”d | ' asl a o o =
SunsAuAINBassatuRaLilunsiagen 15n1594 LN NNTANEINIS

Ll 13

$N72UULINNTAMNENAUS U M 1e9AN 1R LTENUANNING ANT AR (NUNTW) WA

1
vy A

su1ANINe e Aia  (Munaw) IasnisdunnenifiEusniuinniulegeueulusiunig
a [ [ o % dl US4 dl v a o | a dl ::
tsnnsanndniusgnAnlaa e i lddeyanindirssiuaoaiuasannign  s9umd
N1seaNLULALNIN (Questionaire) Tl anwiineusyaudfuRntsmidugldeussuuinemsg

dll v vy dl v a u/alndla d’la dl dya/d a
LW@I‘Wi@?J@N@VIIﬂ@LﬂENﬂU@\‘mLﬂﬂmu@i\‘m'\ﬂmfﬁm uﬂﬂ@qﬂuﬂﬂﬂﬂ’]ﬁ‘mﬂ@’ﬂll@llll[ﬂﬁs’]uﬂ’]ﬂ

a

a

AnpNanIAMNFNRUSIE Al s an agauIsanlsBa s IatineNdenamananig

putivaunesesdng Tnaaginissesanainanuddeniiunn AR 2.2



46

AN 2.2
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