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Williams  (1998) #liifininfawdsomain g smluedafidnwdasnnudunud
(Relationship) lanldast aanufanals (Satisfaction) aanuidela (Trust)  uaz Tognwi
(Commitment) {Iue1DENB9ANUFUR WIS BENILTW 9155889 Crosby, Evans, and
Cowles (1990) ﬁﬁnmgmmwmaammé’ww‘”ﬁ (Relationship Quality) Msznavlddnfia 2
6 leun anuidels (Trush usr anufewale (Satisfaction) 914v89 Morgan and Hunt
(1994) Vlé’waa”wﬁﬁaﬁfuagmw anudala (Trust) wae AAKNYH (Commitment) {wlasod

o 8 ]

faydannuiuSarasmIaaa WK (Relationship Marketing)

aa o = A « v e g, 'y
nBIIEARIuRAnslwSaswas “anuaunut” ladnazdu Crosby et al.
(1990) Dwyer and Oh (1987) uaz Kumar, Scheer, and Steenkamp (1995) uaRaliiAnIn
s av =1 A 1 A 2/ as ool
AuMWIRIANNFNNRTTaIRYIznauran 9 asfUsznaunuandIuaziiEItaInu iy
cl, W e AoV o @ o
284 Dwyer and Oh (1987) a5118ANMINETBIRIANINVBIANNFNNUENG LT daadlszen
. . P A X
anaionala (Satisfaction) LazauiFala (Trust) g9 luvnizfinsaaulania (Opportunism)
flszdiuen Crosby et al. (1990) duwrfadngumnzasenuduiusszningnduszwinan
9 =~ p ' o ] a Mo
muvsznavlddiy anaianals (Satisfaction) wazamdely  (Trust) Fsuuafadlagn

Wl 1Al uaudsbvas Wray, Plamer, and Bejou (1994)

Kumar et al. (1995) Anw1QmnIWANNFUWUTTERINNNAA (Manufacturer) uaz

WaAIAUNAd (Reseller) T,ﬂUqmmwmaamwé’uw”ufa:ﬂs:nauvl,ﬂéi’m ANTALLY
, 4 . : Yo 4 .

(Conflict) anuLTale (Trust) AUENWK (Commitment) mmmlﬁ]ﬁ’ﬂ:mnu (Willingness to

o ~ L . . L
Invest) LLRZAIUOARIIVINIINANURIN WDV A LU (Expectatlon of ContanIty)

Roberts et al. (2003) l@dnwanuduiuizasnmunwuinis (Service Quality) My
AMNIWANFNWUT (Relationship Quality) laviuwifiavasinidonany vinudilanan
v < A '3 ! P T ' v a
undhssuandnsiiemsdliznounldlunmslsadugumnanuduiisszninadliuinng

A =) A R/ 3/ 0

(Service Provider) uaz gnein (Customer) lugasnnITNUINAT Foldasrusznauilida
v o g & v 4 oA A R
AMMNANNENNUTNINLG 5 asdisznay ldun anadalaluaanibedie (Trust in

4 X ) o .
Integrity) anugelaluainuideans (Trust in Benevolence) ANULUNNH (Commitment)
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av v A . . et
autaudaitasananelsuol (Affective Conflict) azanuawala (Satisfaction) asusadlu
w2

Trust in Integrity

Trust in

lationshi
Benevolence Relationship

Quality (RQ)

Commitment

Affective Conflict

Satisfaction

Service
Quality (8Q)

Tangible Reliability Responsiveness Reassurance Empathy

MW 2 LwuaseIfUszna VeI NNANNFUVILE (Relationship Quality)
ﬁm: Roberts, K., Varki, S., and R. Brodi (2003). “Measuring the Quality of Relationships in Consumer
Services: An Empirical Study.” European Journal of Marketing, 7 (1), 169-196.

g o2 o e g '

A o o ' 4 =)
LAIINATTIVLUUIFA NI TUATNAIN NN&JW%I)‘TJ‘WJ’NLLW?%VL‘Eﬁ‘HﬂiLLGZ‘,LLWT%vl“ﬁﬁ‘IF

9 9
5 9 as a e € v

A o e o~ s s A ./
mmnmm:msﬁgauwmﬂmzmuﬂ’nuauwuﬁszmwlemmmma:gnmluqmmwmsn
o~ = Qs Qs A 2 t
UM uwrAegunnanuduuingosdilsznou 5 dwuas Roberts et al. (2003) Fasaz
A ° PRIV ¢ v S e oA A Y O
mm:amqﬂlumsmmﬁﬂmlummamu. Tapladnruadifiorvvasdadnnifedeeny
o a g ' & & V A ve X
Qmmwmmauwuﬁs:mwLme"measLLazLLWm L& 13asil
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amnIna g wsszuincunsuladoasuazunsuladd (Franchisor-
Franchisee Relationship Quality) #unuf9 anuaunutszniounswlodrefuasunsuled

P P % A Y oA - . X A o
3 lagdsziduanszauanudalaludiuanuingaiia (Trust in Integrity) auidslaluain
X . 4 . .
A0 INT (Trust in Benevolence) mmgﬂwumaammﬂmiwﬁ (Affective Commitment)

o 3 A <
anuzaudailasunanansunt (Affective Confiict) LAZAMURNIWE |3 (Roberts et al., 2003)

anasalaluanawitaia (Trust in Integrity) wu1sfie anudslafidiiena
v H P was & oA & a4 A A o P
daamsvasrhoniaazldsumsnavanasmiaiduduandnthaniluawiaa GedasRarsan

InaNudadasiaranuFedaveshufivznausuas (Roberts et al., 2003)

e & ¥ =< P .
anusalaluad uidaains (Trust in Benevolence) wunofie anadalaninae
VL@T%'um'i@LLmLaxld‘Lﬂﬁﬁmmqm LLa:VLﬁf'uﬁsszﬁazhmumqamaLL;T’iﬁﬁszhJ'l@Tﬁmsﬁﬂ

Joanasunwlifians (Roberts et al., 2003)

AMAKNN LI AL (Affective Commitment) wanufls auLTInmINd

) v o gda s & v
ﬂtiﬂﬂﬂﬂ’]ﬁ&lawwufﬂmﬂ"muvh (RObertS et al., 2003)

ANTALEILHDINNIND1ITNE (Affective Conflict) wanpfla  anwlddudas

AR da i a A
anusutasly uszanwlnssnddedndhonits (Roberts et al., 2003)

anuftonalo (Satisfaction) wieile msyaasdsziiuananuiiniinfalasms

=l =] ral. o W o [ 1 ca' A 9/ 0 (% A. A [
WSpuifsulseaunisomriwn vlitAaanuaeniidadinazldsuluamae drfeAleTy
- Ao ) a & an a v a &l po o
vl.mwmwamammwmmmwmaqﬂﬂauunvluwawalamao‘nvlmuLﬂu"lﬂmumwmﬂma

yananuiiinanuinala (Kotler, 1994)
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3. thdamsanuawuuasunlswlydnas (Franchisor Supports)

nmspgodadTaivesriudsulrddenndyivdgywigdasiadyg i
A A, o [y 9 . P ’ o
nwiTsvhmsneAoIiuaaIMIdumaT (Failure Rate) vasgsfiaunsuladwuinddan
1 Al &
otifl 15 09 30 (afidud (Bates, 1998;  Castrogiovanni, Justis, and Julian, 1993)
Holmberg and Morgan (2003) szyhnsdumnaizesysiaunswlsdiwdulszidudanuazd
@ v o & P o o v Poa A ' o &
gaNMIsuRa AN BluszuznmFudfdun ldnsfnwdaduisinadennuduss
a P N o v

vo953ne ulsulodadudeeiinimmsdmanannlvanuauls

a s as 1 o s o ° = a do as 1 4 g '
uneausunwin Wnu"nmmwmnwadgsnwmﬂmammm vL@LLﬂ AUNN

o 9

o v A as ¥

o . : q ! v 1 ol o
AMUTNNUT (Relationship Quality) RN Vlmwuﬂu;ynanwmm NHAE@NUWaAIAY®

UG i
) Q as 3 1 @ a a L= (] A v 1 ] 2/ J o 8 s
N1 Ui Pd‘ﬂ@lﬁ]']%%’]ﬂ’l(ﬂf}@ﬂﬂllﬁdw@ﬂ amm%nmamnau%mu GW%QQUWNWUJ'IHVL@I

A0 v =« & o 0w P v g a ¢
”ﬁ'lvsmumﬂs:mummmmymaamﬁﬂnmqmmwmmauwuwaaqsnﬂmznuuﬂsﬂm
. . ! ao A,
(Frazier and Anita, 1995; Hopkinson and Hogarth-Scott, 1999) 3n1NN1INUNIUWITWIILNHY
as ' oo oo, . a o d o Yo oA, )
mmhﬁmmwmmmﬁnmammsmommnuﬂﬁlwﬂmwammumaqmmw

anuFunusunsulod (Franchise Relationship Quality)

31 dhssanuanuzasursulrdrosnuamnin anannws s lad

(Franchise Support vs. Franchise Relationship Quality)

“"’l t: 13 L% A o R & [} ] L4 s s
luﬂ"lfﬁﬂ‘hﬁﬂiﬂ% 3\.}‘\7L%u?’]ﬁ];’ﬁﬂﬂ"lﬁ'\ﬂ’ﬂﬁ]ﬂﬂﬁﬂNﬂﬂiz‘ﬂu@aizﬂuqmnqv‘lﬂquﬁ“w%g
, & & €al N A a e de
33%'3'1\‘]LLW?%VLﬁa‘}SQSLLazLLWi%VL?ja‘ﬁ ANNMINUNIWITUSILUNHIUAT WLINUITUWIALUNAN TN

LA}

2 cedda o a o [ & a e
mmwawahmaaLLWsuVL"msnmmammsswmsauuwmamﬂsﬂmms vLG]LLﬂ NN

1
) o

A v A A s
Foo et al. (1998) N ldvimsdnwluwsasvasnnuianelavasudsuladdnidontsaiusun
A a A
vosunsuladves (Franchisor Support) v89gsAaunsuladludszinadanlus Soaaiawele
[ A o as 1 - a s as L . .
WuasdUsznauddyodraniarensiaszabuasguaInauduius (Relationship
Quality) uarddnadanuFuRuiszniaunswladras-unsuwleodd (Franchisor-Franchisee

Relationship) Taluszozens
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ﬁmu%”wmmmﬁ%ﬁ”ﬁ’]miﬁﬂmqmmwu‘%ms (Service Quality) LudauysAigIng
fa qmmwmmé’mw”uﬁ (Relationship Quality) (Crosby et al., 1990; Roberts, 2003)
T@mdﬂﬂlugsﬁm:uuuwsu%é LLW?%VL"IIN(SHEJ{ﬁWﬁ;’]‘ﬁIQLLﬂLLﬂzﬁﬁUﬁ%%LLWiu‘l'H&‘Tj
wWiuadiowmsliuinissznigdliuing (Service Provider) uazg{5uu3ms (Customer)
nesiuayuveaunswludeses (Franchisor  Support) FaiSovldnunisuinisdiums

o o e v Al
GUSTEIOT p WU Lo FnasNIa WA LW S L&

nnngraaand fadulyleddn desunsaduayuvosunsuludsas (Franchisor
' oAy A w o ¢ ' s &
Support) WaziduibAganansznudegunnwanusuiusszndsuswlrdaa fuazuasun

s loyeted (Franchisor-Franchisee Relationship Quality) a7t

32 asddsznauzasmsanuaunwatunsulyd (Elements of Franchise

Support)

Foo et al. (1998) ldiauamsastuayuvasunsulysd (Franchisor Support) fdsznay
ludrumymivayu 6 daw ldu (1) m3idanvniafies (Site Selection) (2) MIERLERUMS
a1t (Sales/Field Support) (3) milieuusinuaz3nmadedaidio (Ongoing Advice and
Consultation) (4) NM5338LAZWAIWT (Research and Development) (5) M3lasUaz#ILESY
M3 (Advertising and Promotion) Uaz (6) N1TAALRENTWNANELe8S (Supplier Selection)

1 &/ @/ ‘i‘ o P ‘ﬂl s )
atnalsfiony lumsduaiuAndulunuisoiSesasmssivauuunsulsd wud
. . (2 = o 2/ = N | o Vv €
m3inausa (Training) daudsfiermiitandnsuislwieswasnmsstuayuduunsuled
(Marie-Raphaéle Davey-Rafer, 1998; Anderson and Weitz, 1992) msfinausuialaindu
Yoo o s P ~if o A e .
tasvdagynunsuloddliUsznevlumsdadulasinu (Price, 1993) mifiszuunisiinauss
Ad o e/ & = t&/ ‘ v ar ke
nazvinlilszanimweesyaninsgedin danaliszduanaufonalavasgndiuazynnng

&
gIUnaI (Choo and Bowley, 2007)

NNRQHAGINEITIMU FI3uTaiaTuduntsldnausu (Training) LANLEANANN

ududsdosvasthhibmsaiuayusasunsulodaad (Franchisor Support) 789 Foo et al.
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o & 0 o ™ P o o . o & X
(1998) siatk Uadumssiuayuvasunsulodreigaiudrudsnandmsumsdnsiaieil $ad

5 & & ' ‘s a aa o g
a3AUTzNauUNI&Y 7 avfsznay I@U?JET&J%J@@W%W‘I?QQU@J%

a ] o ¢ & . ~ o o g a
sUNATUN 1 msaviuayuzasudsulrdred (Franchise Support) fianudinusiy
gumwauFuRuiszndsunsulofvasuszuwsulodd (Franchisor-Franchisee

L A 1 2 A . 3
Relationship Quality) suanudelaluanuiugetie (Trust in Integrity)

suyAgIui 2 nsevbauuvasunsulydses (Franchise Support) fianusunuiny
annawauduAusszndaunsulodsaiunzunsuledd (Franchisor-Franchisee

. . , v A & |
Relationship Quality) suanugelaluanudaaing (Trust in Benevolence)

a - @ . o as as
auyAIwa 3 msanusuuvesunsuledues (Franchise Support) Sanudunusni
AamnInauFuAusszndsunsulydoafuazunsuledd (Franchisor-Franchisee

s e A . .
Relationship Quality) mum’lwdﬂwmuadmﬁ]’mm'iamf (Affective Commitment)

FUNATINT 4 nIssiauuvasunsulodvas (Franchise Support) Snnuauiuiiy
aoinananuduiusszndtsusulrdoasuszunsnleodd (Franchisor-Franchisee

. . . [ o pod X .
Relationship Quality) FUANUTALSURBININENTNDE (Affective Conflict)
~ a [ . i o e au
auyATIU 5 mssstuauuvasurlswladwas (Franchise Support) danuduwusiy

amnInauFuRusszudsunsulodoosusz unswlydd (Franchisor-Franchisee

Relationship Quality) Muanuisnala (Satisfaction)
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Franchisor Support ’ Franchisor-Franchisee Relationship
s Site Selection
. Sales/Field ‘Suppbrt Trust in Integrity
» Ongoing Advice and Consultation Trust in Benevolence
Affective ‘Commitment

Affective Conflict
¢ Supplier Selection s  Satisfaction

. Research'and Dévelopment

s  Advertising and Promotion

* Training

o] | ey b , e .
MW 3 nsauuwIfausaInnudNRuszaiensatuayuaasunswlydoes (Franchise
Support)  wazQmMIWaNNANHUTIzRIsunIWlrdTaSunzunsulwEE (Franchisor-

Franchisee Relationship Quality)

avaﬁlv.g o o Yoo oA oA % o a eV vo &
N33k ﬂﬂqﬁuﬂﬂ"l%ﬁqmﬁ]ﬂﬂﬂ'ﬂ"ﬂﬂ‘ﬂLﬂUT’UadﬂUﬂ'ﬁa%U@%umaﬂLLW?uﬂ’ﬁﬁ VL']VNN,

nsaiusnunasunsulsdyas (Franchise Support) nanufis mduiiumanie
Aanssuursulodredsalilwununsulsdd 1eun nmsdenvinafies (Site Selection) s
FUUEUUNIITINY  (Sales/Field Support) msldduustiuazUsnsnathadaiiios (Ongoing
Advice and Consultation) N13398UazWaILY (Research and Development) mMslas ey
FILFSUNITY (Advertising and Promotion) mMsaaLiandwwaiulans (Supplier Selection)

.. d o 9w a o &
uaz MIAnauY (Training) Aaxviligsfiaunswlodduszauanudisa (Foo et al., 1998)
- o A & . . = RN 2 ve o
nadaniianag (Site Selection) wunoils nivdalidnsuuziandnisnmy

P - o PR Y A Y &l -
luiSasvasnisiianiafnaiuarn1sndunwiidn iweldunsuloddilantafazszay

AUETA (Foo et al., 1998)
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m'safiumg%m‘smm (Sales/Field Support) ®an8fd MILAAINNTIRRBUALNTY
- o [ o A o
Togglumsitaseigniwnisoinienisaana IauussinluSosvasnislawmiinaznisiy

A A [y = a o (Y o]
miemaienazliunsulrddilamalupsiauszanunsamlsldinniige (Foo et al., 1998)

3 ° [ ] A . . .
mMslrauwenazlIne1agrsdatitos (Ongoing Advice and Consulitation)

3 o § e v 9 = ' oA 2 ¥ A o A v
BN ﬂ’ﬁ’ﬂ(ﬂl‘ﬁuﬂ’ﬁl‘ﬂﬂﬁLL%Z%’ILLG&'}J?T}H’]BU’NG\BL%B\‘]l%ﬂ’ﬁ‘ﬂﬁ)ﬂ%hﬁﬂ?ﬂﬂ’]L%uvlﬂvlﬂaﬂ’h‘]

A 0 a { Al o ~ a a
w5 lapdilateiTnmsuaziaTasdenltlunsieashdys=AnTnw (Foo et al., 1998)

NN5I9BUAEWMWT (Research and Development) %aNafiy MsAaARIWALAZRID
o ' 3 [ ; d} L2 6 el 9/ 2 1 12
uSmlnalg aaMINgaaInatIndaNe e lrurswlrddlasuainuniwaladanisldniy
o A A ' oo a P Y @ P 3
auuagumwwyjamlmugsm LLaszmcﬂmmmmm‘lummwwu‘lwggwu (Foo et al,
1998)

M3l HMILazdILESHNI5VY (Advertising and Promotion) #anufly nsialnd

P o o A o a A A
ﬂ’ﬁI‘JJHM"\LL&;‘iﬂ?'i@’u%%ﬂ%ﬂiiw‘ﬂ”l{}ﬂ'ﬁﬂ'ﬂ’l@mU’)ﬂﬂﬁ%ﬂﬂmtlﬁﬂ’li 'Ylﬂ"l&ﬂ'iﬂﬁﬂﬁ’ﬁﬁﬂ

L

tuslnaldadnfidseininw (Foo et al.,, 1998)

2

nMIAaLRandWNWA8LaDS (Supplier Selection) winufly MITamingduniagia
'«i‘hwmu‘i‘mqﬁulﬁuﬁLLWsuvl,mfsT}vLGTaﬂwaﬁqmmwua:awm@gama swﬁamswsmﬁasaaﬁug

v

admhedanduey (Foo et al., 1998)

n13ANBUYH (Training) anufls NMIANEUIY (Training) waNBiy MTRNNWINGE

N a A & ' [ )

ue3ela nsiansnfangetu usznisdroneannaliuniyasinsvesursulydd
(Oosterbeek, 1998)

4. TMUSIINDIANT (Organizational Cuiture)

Aj v o 13 i s a as -~
lapAuguuas  sondudoglddnanduaseuns  sordumsdnw aontugsia

Q- o A ol -] o5 ) A ar e LK)
wlasontuludnsazdng Sansazmsduiufanssundionanwollanizas wasudiasidun
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W laauraNg AN LR USILANTAIWUTITNAIANT a9t

o s (3 T
4.1 A@NMNRNIYULRITANBINSVIINWTITNDIANT (Definitions and Nature

of Organizational Culture)

INATNURNIELDIATIN “{@1%5553\]" I%Wﬂ%flkkﬂiwﬂﬂ/]fiqﬁﬂlmgﬁﬂUaﬂ']% W.€.2525
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LLa:s'mWayj"lmagm NUDIAN”

TWUFITUBIANT (Organizational Culture) WD LULURRLBIANUTE eflow
- 8 4 C ] oo e A
fAUAN LeEZNITNIEM mﬁmswwmagmmluaaﬁms LLN:I"ELﬂ%NOWH’JULL%:LL%’J‘YI’N

wodnsrupasanndnnisluasdmswueg Gidus inugau, 2547: 396)

o Qs Qs d‘:! ¢ o A o
MIVTAUTITNAIANT IMIANIIATIH wanefe Aoy aNEe LaZANUAARIT
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vosmanBnluasdng  Aefousmagnuiiesuguwagdnsssrataandnudazauluaidng  (Van
Maanen and Schein, 1979)
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ar ¥ (¥ I A & dl 3 1
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aaawla 3w  1asIrinsaddns 9ay dawalﬁﬁusmwsmau%‘uu;s'f’ua:nﬁ‘lm”wumm

al

3 = 1% s 5 4 A e
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& p.l A &
waninftoan wloung ngunmst uazauaeuiidunszuawmsiilumonsrasesfnTnug
Iy "3/ 8 b \d 9 & v b
(Williams and Attaway, 1996) #anan TMusIsNaIAnsHIreiauliAuiouuliunsld
ANNEATYAaRIE giamelu i wilnew ihwanovesmsduiugsia quanwaud
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AU LRTANUUANAIANT LT mmé“ww”uﬁn“ugﬁﬁim‘lﬁdum&ﬂ awleun andn dandming
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Jenau udu (Vida, 1999)

4.2 USRS MWSIINIANT (Types of Organizational Culture)

e 1Y A o @ o f s e
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Wallace (1983) udviamsssuassnsaanidu Tamsssussdnsuuylabondu fuuuy

fl‘@lWJ;u (Bureaucratic VS. Supportive Cultures)

Ouchi (Johannes and Harianto, 1992: 356-382) uUIRuTIINaIRnTaantdn
TARTIINAIANIUDY A $30UULIITNNT NULUY Z Wia WUUATaUATA (Bureaucratic vs. Clan

Cultures)
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o o~ o e A [ o ar o ar
anudaYNLw nuuuuflieanusAgnuninaw (Task vs. Person)

Trompenaars (1994) widIansssuadansaandu 4 uuy laun Jansssuasdnsuuy
WA AUTUADULLLWNL AR (Hierarchical vs. Egalitarian Cultures) WagI@ILEITNEINANT
A 13 o Qs o A v o e o
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5. HANN5I8NLNEITD4 (Relevant Research Findings)
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