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ABSTRACT

This academic article aims to present the strength of relationships and renewal based on customer
retention theory. The Organizations can strengthen relationships by using the antecedence of renewing service
contracts based on customer retention theory which is considered to be the most important for companies that
want to acquire customer contract renewal. The strength of the relationship led to the renewal of the contract.
Results from the literature review and synthesis, found antecedence of contract renewal that affect relationship
strength and cause a good contract renewal is the commitment to the relationship, customer focus, perceived
value, customer relationship management, these antecedence it is the factor that leads the organization to

strengthen the relationship and sustainable renewals in highly volatile conditions and intense business competition.

Keywords: Customer Retention Theory; Retention; Relationship Strength; Antecedence of Contract Retention
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gefansuImsinnisermsieldinidnddglunisiuindeunnedmiumindfiumnliudulneamin 3
\unaanmsasuvesUszneunisedaniuminglunsiunlaseinisenns wasdas 300,000 - 400,000 E1uuWsi
T (U3 rumsughe Sadiife 410, 2565) windgsianuuimsianisermsiiumanisgaidesiinisilasuulas
981910 FamsAsuuasueanmsTaiiviududn Ae 9naniunisainsszuinvedhalede-19 Iddssansenuannine
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Fosnsguuuulv q 1n3n yaeleu, 2564) naemaunszuanisiuasuuiaetnasniEivesningsie duwalsivaiefians
HoeUSuATlaINNSaneUALDIRDAINABINTTVBIENATDE1ANIZIIILIN TIATT AaRI wavadanuldiuieulunis
Wity (g9 ASening uazUszands wquuv, 2565) aeandesiuanuaIusanisudiduvesingaind 2565 vduasn
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usaAAERY TR, 2565)

ftunnuduudwesnnuduiussufinognédsdauddylussesendensiauiasgiaiflddmiunis
dansufduiusseninauoniugnin Inensgatiuluiiisnssnuigndn uassedynuinisld Uavaid, Nawaz, Tara, &
Altaf, 2021) msvhanudlatiadomant waznisneeuulslfituasielfinunmesszuunsliuinsitueehs
fiUszanSn1w (Rahman, Nathwani, & Kandiah, 2020) Inefisuuuutesiananadedusiusvosnsnanadediniug Tvgu]
Asjsiuganuduiusidugudnans dumeedn anusjaiuganuduiusiiyadigenn sussdmssantesmdlunisasnu
Tuprudiiug uarnenenufiasSnnmnudiugiuielnlesunisdedyausnis (Glavel, Papadimitriou, Karagiorgos,
& Alexandris, 2021) AuduweIrLduiusazILlin1sUTIsInnsesmsldegmyaain wasn1siinagnsnis
UImsBsnaailatiiuvunauesaudius uazgsia (Wu & Cheng, 2020) asdnsisiaameneusnugnaetilums
sodyanuins mszmsinwigndtagtiu uazsnnemuazmnlunslivinseileswesliuinaiudsddnlums

afemanils wagussan1swmwIeg19ds8u (Shao, Li, Guo, & Zhang, 2020)
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n13AduN (Retention)
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N13Rad YT BUNen ﬂamgnﬁuﬁ%ﬁuﬁuﬁqsﬁa vizeuanUdsuiuuitmesnweiiles lnefvuaduanuseunes
9NN NIssEyeNIBIEa ATty eilinde eoudiulafiosiusih wasanuddlaliuinstilasdussnisuandu
laseadaneersual wasanudnnudile wazaesusenisaavnedudanginssu (Gremler, Van Vaerenbergh, Bruggen,
& Gwinner, 2020) {uns3uiiviliignéngandsuselowd uazaufiowelafifidvsnadsuan vilvignidnduidonlduins
siolt (Liu, Shao, Liu, & Zhao, 2021) warludndnuneuils nissedayan Ae nisfignéngnlaludud vieuinsduiingu
Taliaudn vidousnisedhadaiiios (Bolen, 2020) faiunsruaumsdd uasnadnsuasnisitu videmswdsuanidnuas
Ye0sMsTiidnenmitazdmansenuegnadioddysodhmnessere FaRertestumswdeuudadinitu itevaunu
ﬂﬂﬁLﬂﬁauLLﬂaqnﬂﬂszLﬂw (Xiao, Wu, Xie, & Hu, 2019) Fsazifumsdreifinszansamlunsimls msuaion way
nssnweuausavinilsle (Purohit, Arora, & Paul, 2022)

Tunangsia msedynidudsdifnuin Weahunusiulalummdsdu uaznsAvlnvesosdnaidunan
817U (Melian, Dumitrache, Stancu, & Nastu, 2022) fodusustusgans nwlunsldusnig (Vomberg, Homburg, &
Gwinner, 2020) fimudAnpnndenudISavesisznouns TnennesdmsssnuuIma uazuSunagnéiiteliigndn
sednyauims vienseuliigninfienusdlalivinisesnesaidoniluiiogiu uareuian (Velewar, Foroudi, Gupta,
Kitchen, & Foroudi, 2017) é’aﬁ?umw‘hmmLﬁﬂwwﬂﬁmaamwiaé’zyzyﬁnLﬁuéqﬁwﬁwami%’ﬂmgﬂﬁw wazn15ey
seavesliuinsluanimnadennisuvsduiiliutuey (Hung, Chang, & Ma, 2021) gliudn1sdeandgyfunurime
Twifunssiedyan ns1zgnéniimadonunnine Tunisan wiewdeulldguislsognsieans (Ciuchita, Mahr, & Ode-
kerken-Schroder, 2019) wiiFuusn vidnazlifanldeiitofiueusjaiulumslivinie uwigaesmasadmned
%a%'m’l‘al@fﬁ]’lﬂﬂﬁ@iaﬁﬁgfyﬂmﬂﬁu (Iskandar, Sa’idah, Pasaribu, Cakravastia, & Husniah, 2022) 89AN153990950%1
anddu wazvhaudledn eglsdusmdndunisdndularedyan wasinmsiuenginssunissedyey losannis

Y P

snduladedygiedulgmaiunisnain Jonsson, Kallstrom, & Wallander, 2019) Tunsagwaunliinnisnedyan
Ielpe@nwdayndadeveanissedya oun Anuduudwesnnuduius uazarugaiuganuduius svazdonludl
AMUTULDevaIAMUFURYS (Relationship Strength)
AuduLderNduius vsensetenelunsaaiauuugsiaiugsiatuiinudfgylaaanzegwddmiu
Afmnsgsnanfnreiuliuinisiiear@n eswnanunsavhwinidusunulunisussiunisdaeuuinms (Casidy &
& = I3 Ao v A 3 a Y & e o w o o &
Nyadzayo, 2019) LﬂuwuﬂuaqmJizﬂauwmmﬁgwqmmﬂaqwﬁmqmimmm ‘1/1LLamﬂwmummmmﬂ@ﬁuaﬁmmau‘wuﬁ
Tunisauagnen wiedlreufuunaanuiianelavesgnan uwasnanlsluseezend (Alhathal, Sharma, & Kingshott, 2019) 34
gnueadn WuddutusmeumsvhoudnagrsildlunsSeudiiuduneiuanudesnisvesgnd wazngnssu iemu
YR v a £ o U W Y Ao A & o & a . I3
Auduiuslikiuwiug R wsganuduiusiugnAia fe Audnaiswenud15avesssia (Tien et al, 2021) 1u
\AT0IeNAAYNINVBIBIANITEILIANTT YiSELINAINAINANG wazauisnalavagnAluszese1I5eningeednis

wargnA Faanuduudwesmnuduiudesesdnsfinnaiy aunsaasunagrsenuduiusivgndfiunnanaiy wazds

o

HANTENUADANNENSAVRIBIANISLANASAUAIBTULBS (R. U. Khan, Salamzadeh, Igbal, & Yang, 2022)
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qqsﬁu uzdl Khan et al. (2022) Anwuidniidudumsaansidouludanunda uazsTalud sivua 305 wis wut Aoy
Wnudsvesmnuduiusinansenu@euin uazddgsenisredeye wag Dam and Dam (2021) ﬁﬂm;ﬁﬁiﬂﬂﬁ%aﬁuﬁwﬁ
glosnsinaluuaslediui Ussmeadeauwy wud anuduudwesmnuduiusdmaisedygyivesgndn ATerteans
nanliansitensetui anuduudeesenuduiusdudmanisuindenisredyavesgné asulddn anuduuds

Yosnuduiusiludnsdedyavesgndn

oy o W ¢

AU LUgAUENNUS (Commitment to the Relationship )

v

Anusjsiiuganuduiug Wugluuuvesiinanadsduiusvasnisnainideduiug 1anusiugaiuduius
Hugudnans fyargannaussdnisinandeamdumsamulunnuduius uazneroufiasinwaudiiusiuly
(Brown, Crosno, & Tong, 2019) iJuanameneuiBsduiusiyatiuluinisfega mssnw waznislviuinisiivan
vane Lileduaiunnuduiudaegnin deliifissuraziegalestsiian uidazdisandunu UfuuseUssavsam i
Arnduitus uaziiunualiiugnétldsndae (Alhathal et al, 2019) Bnvlsdoadne dnns wazversarudusiusly
nsAIAns Msaduayy MIUFUUTINGANTIN LAYANYEUTRINA FedwNaron A uudunssvesaudiius
Wiuyar1men1siunaenegnsliuinis lnesmudanelmanduldidevetasdnig uazilsannisasunisnisnain
(Hayati, Suroso, Suliyanto, & Kaukab, 2020) ﬁﬁidLﬁuﬂ’lﬂﬁU%ﬂﬁwaﬁJﬂ LAEAMNABINITIUNTEUES AL NANA
vesgndn TaeflumafoRaesdan liun nsfsgagnd waznisadmnuduiusfugnAiioliussauadiiFania

\WhvsnemaasesAaiideants egnslsfnnu AuduusTiadstuaranansasnnBle dewleiinissnudayaniilils
fugnéuindu (Rather et al., 2021)
anugjssiugeuduiusieduliadoniefiannsoaiennuduudwesnnudiiud minnsfnuiiiunmnuiy
m’lmgaﬁ’uﬁﬂ’;mﬁuﬁuéﬁ?uL‘Tflu'f]ﬁaLSTNmmaﬁdawa&iamwL%uLLﬁﬁwaqmmé’uﬁuéﬁummﬂ‘mi 219U Wibowo, Chen,
Wiangin, Ma, and Ruangkanjanases (2020) #inwiiulasfanssunismanuilmieainilulsemdlng cuiseiieansty
wunssiuin Anasjuiugauduiusdssamauinsenuduudave saanudius uenanil finmsfinunluguseswesniny

ssdiuganuduiusdwmarionisredyavesanan 917wy lbrahim and Aljarah (2021) Anwingusieg1gly Instagram

o s 1 '

290 aululnadlaindugndivsauuan uddetinui enuysiuganuduiiusdmanisuinsenansaedaya asula

o

31 anuyaiuganuduiusdmasennuduuiwesnuduiiug waznisredyyvegna
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m’;‘a,jﬂﬁ‘t&gnﬁ"] (Customer Focus)

a a ' a

nsyfatiugnan vuneds Ujduiusdiuyananidnsnadessia laen1suszauunuimd1Agyreinsuinig 7

]

yaduluiinalnnisnszatenisliiuinis wasidunisuanseeniiiluendnualvesyarinisuanildsuniuesegia 1u

nilslunquindAggalunisadienuasuiurduuduius Fazgnatglouainuidndandn (Lee & Lee, 2020)

Yy

Junsuansufduiusedaseifiaaiugndnfidsasisninuaais uazdlarmnudesnisidaau uardowiuvesgndi ns
fidrwmedraduszuuludunisnain wazmsdndulavesgndn Tngerdenisuszanunuiuegimnnaiglulasadis
89ANT NT57UTIH ezl Uadutayanegdiun1snauanedvesanal asn1sInN1sweuse wazn1siogvetldauniu

Uszauiuuiey waganunsanauauainisusuudmuignAdenisle (Habel et al., 2020) duindanud1Aglunis
a$ayarmnegsianlinanils Jeazdwmadsenarilsniansiuvesuioyn muiaiulddain nagnsiiiugnandu

v a °o v v

Audna aglideyadednvesgnaniauidmiuinguszasdlunsiaungsiasig 9 (Tuominen, Reijonen, Nagy,
Buratti, & Laukkanen, 2022)
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masjatiugnndutiadevileiinlugasisiuganuduiug annanisfinuives Jhamb, Kampani, and Arya
(2022) wuh msuiIMsatiugnéntudssalaensseaussiugeudiiug danfu Teannsaaguldi nsdadu
anfntiudanasionsjasiugaudusiug
@mﬂ"]ﬁiuj’: (Perceived Value)

AnuAnfizuf vanefe msUsziiunsiuienuuandssnineguslaafiane waglasulunsliuinislunssuiums
osuemnAnssuguslan Wuuuudnaguensfuivaneliafiannsoesunesanszuresaniunsaimsulaaiiuansaiy
soruUssauvestiuslaaldianzianzannnnilasaiioiledi liun nmssudnudnvazvesdui duyy mnuagain
aune Useaun1salnnuveuwuudnivsidddney asndu Aue waznsiudnunnasndinveuilon Wuauang

' a

assauseleviniuiamAmadnla medsay wazamAININISUS (Yin & Qiu, 2021) Ae KaUseleivesgnAsoniside

q

d v d

daziUTouiievdsingnanlasuuselen uazaldanengnalilunisidneusenineg@e uazgane duiudadunsuanideu

U U U

a

ﬁqﬂﬁﬁﬁﬂﬁﬂﬁﬁﬁuwu #3909AUENOUNINATYEAY (Samudro, Sumarwan, Simanjuntak, & Yusuf, 2020) fial W
psAUsznaUTiddylun1seenuuy uazdiiunmsnenismaiadivszauanudifa Wudsddydmiunsaiisunesns
UIN15AUNITAANN (Kuppelwieser, Klaus, Manthiou, & Hollebeek, 2022)

A isuiidudedovilsfidsnasonunjauiugarudiniug nnanisnuues Karjaluoto, Shaikh, Saarijarvi,
and Saraniemi (2019) Anwliuenndindusuiasuuiledie (m-banking) uagmsdrseiusinuiiofiouszamsineg Tudih
susuAsAaTaUssmaiiuwaud wui auefisuildvesonndiaduuinsmenstuuuiiefio dwadauinetnannsie
arussuganuduiusesuians agulddn auiisudtudesaderusjsfugauduiusuosgnén

N15UMIANUEUNUSAUGNAT (Customer relationship management)

MsUBmsmLduiusTugnAn fie e warismsfiiussansnmdmiunsdanstoyagnéndugudnans Tu
ﬂ’liﬂi"‘uﬂiqamﬁmmﬁm’mﬁuﬁuﬁ‘ﬁ'uqﬂﬁ%ﬁaé”mwmmazmnmaﬂﬁiﬁﬂﬁﬁ‘ﬁu fuuadesioduiiugiu (Guerola-Na-
varro, Gil-Gomez, Oltra-Badenes, & Sendra-Garcia, 2021) lgndosiunssius dans uazliteyasgrsvaaain Lite
fimuneuduiusiugndnlustzen wasdszaunsalvesgniiivenidey yniimsdnmsia aunsaaiiamsnouaues
YINMIAAARINEYARE A319UNAR USuussnEninet uazu3ns audsueunmaigaungni waglduTeulunisugedy
(Ledro et al, 2022) Hiflodraalonadmiunansiag uaruinisvesesdmslidilanudioinisvesgndn uazauaa
wisnunaaIm (Naim & Algahtani, 2021) Wuieiesflofidfaunnvesesdnsaztisiiuauasining uazaufianela
Yo3anATaNsiusEere1ITEnI9e9ANS Wazana (Khan et al., 2022)

msudmseuduiusivgnandiedutiadefidifaydntiadeniandmasieamswiugauduniug minnanmsdne
¥99 Saglam and EL Montaser (2021) AnwngnAnadasdionsluilosdasiuyausemansi nud msusmsanudusiudiu
anfilenuddny wevduiusosnannduarusjstudaruduiusgndn fdu Swannsoasulddn msusmseudiniug

fluanAtudmaranuiianelasanisuins wasanussduganuduiusvesgnd

U
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Tomalunsviilslsnnnitnsuansngndnlyel mnudiudwesudniudidudedeineliiAinmsaedyan anngud
FANAT7 wmﬂﬁumaﬂ’ﬁﬁﬂw’lﬁmuuﬁsq’h yndadeeng q suaamﬁ@iaé’ﬁgapm’lamqwjﬂ'1i%’ﬂmgﬂﬁ’lﬁﬁﬂﬂﬁmﬁﬁaé’ﬁgm
UinMsvesgndtiulsznaudie aruduniesanudiniug arusiugauudinius msdathugnén aueisud mauivis
ARSI UgNAN %qywﬂﬂé’amehﬁ LﬂuﬂgaMﬁUﬁjﬁ‘\]ﬁ(ﬁadLN%@QﬁUﬂ’]iLUgEJuLL‘UaQ wazdlnsudeduadlunann Wiorss

Fsnseedygrusnsiidedu

3. a9AAN T

nun133nyIgnd (Customer Retention Theory)

Jadedrdalunistuindeugsislidulaludnmi fe “gnn” nsdnwgndna Sadudmanevdnueanis
vhgsie laglamzegebsiunsinwgugnanniiiannsanaiafugunels wazlemalunisviiilslduinndinis
wensvngnenlsl (Excellent Digital Development Co., 2022) Wunilslutednafidfyfigndmiuuismiiseanisium
anulsiueulumsudstulunagsfafiiamuds (Capponi, Corrocher, & Zirulia, 2021) Ins1znsguagnAttagliu
Tneluudiivssanamdnudunuinnninismgndalduinaduadausn Tasnsmgndlmlenadialddeganiy
nsdalagnAiuld 5 §s 25 wih (Olson, 2021) uazn1sadagsivlivszaumnudnds ladludewamandilngd o oy
lane winsnwgnaaelilvunuiianffanuddyliuity mszdedgnififianuasininddessiasnnivitls A
aviligsRavssqimneldisunntuiiiy Tnsuidnilaunsofudnsnsinugnéndlild uffifiosudsosas 5
fflomavhrlafiutuldGedosas 25 - 95 (Ourgreenfish, 2021) uenanilluaniwnisudedu milagud Tenalunis
Tusnsfugniinffuunliufiezdszauanudifaiedesas 60-70 mnninnisTiuinisiugnanlmifilenalsifies
Sovag 5-20 (Dusadeeviroj, 2023)

psAnsTiyniadesng q ieadrsmnudiudwasnudiniud Fuhetnwesyniladsvesasdnisiiaenndesiy
yquiintesnungnéndulszneudae (1) aruduudevosmuduius (Tien, Jose, Rafalkuc, & Dana, 2021) unszuau
mslflunsiagn $nw wasieduaismnuduiusiugndn T dunagnseenuuusniflerfiueuasininfivesgnanlu
szpven Tunmsiufduiug wegnsfidausan Suasthluganudoansiigaiuresgnélunisinwauduius (2) A
yasfugnudiniud (Rather, Tehseen, Itoo, & Parrey, 2021) ilugudnatsvesgunuumsnanBsduiusiuandidiui
Auesssiugauduiuslugueiusiingdililalilyadgeunnausenamulumndiug uasneiouiasfnwany
duudiuly (3) masjatiugnén (Habel et al., 2020) IWSunsaduayuindudsiinszdu uazasdusznoufinelianamy
flanela duazthlugnistiuinisldedned iianisusudmdiivaninwindenvesnann auaunsadule uazasimanilsla
(4) AuAnTIFU3 (Yin & Qiu, 2021) luniyuvesnuAdissUuIATYgRa viesueiitinareddonilisusndsdinase
awitsnela e lUgfimundszansnmuesnagvdmensnann (5) Mavdmsanuduiusiugnd (Ledro, Nosella, &

[

Vinelli, 2022) 1udnueaizvasnindBiladsle wWisusa “n1n” Alanuduiusiudunssuiunisudniinasaussansam

o o

warAUBgTEAlUNTRAILT UarsnwianuduiusiAtugnAsiaue waeilduladeddy

U q
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nunassanssunud esdnsliyndadenninglunsadieenuanuduuisvesgndn wavihlgnisredyayiidves

83Ans Fsluunadvinsidiaueyndadevetesinisvamiuiuseneumey Anuduulavasnnuduius Augeiy
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