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gehadafudtafunalniundaulumavauiasugiorasunalannasglal¥anud Ayguassdnaiyligsi
Baduddanuainsalumsisznaugsiauuuiieandn (Smart SMEs) Imﬂmﬁﬂﬂswmumim\ﬂmﬂiuiaﬂmiaumﬁwmmu
nananFufuaEmsfinauauasanuiasmsasaiuanuionalalfiunignifeisnssiedunusiug Jenmsaiuany
auwuéﬁuﬁiuﬂawuaﬂimﬂmea\jmwmmsmmauwuﬁaﬂmLmuaLaﬂmauﬂawmmmﬂmswmul,w-ﬂu‘[aﬁ NTEUIUNIT
nugsfa yAaIns atenasAAnuiiiAsangndiduauinata (customer center) 1y gUuuuMsza ANudlunista
dagarlunisde Wusiu wlflAAesdeniensiinnsiuasdaonnesidayawuudnludindoandusiiunsuiuus
nMaUfdunusssningaiafaiuiuasgnirnusruuiiinnsaiind eligsiafaiuiausndnmandnm usemandlng
aaligniiinanudnidauusudnalfifnnalfuagnarilsatnadiu

AdAL: NMsiansANNFuRUsanALUUBLENNIaling, g3ne, TamAvauianatinazauIAtay

Abstract

SMEs are one of the mechanisms that move domestic economic development forward. The government has been
emphasizing and encouraging SMEs on potential building to become a smart SMEs by using information technology
processes. The information technology system, above mentioned, stresses on production of goods and services according
to the needs of customers, and initiates customer satisfaction by building good relationship. However, building good
relationship is now in the form of electronic customer relationship management which comes from the integration
of technology, business procedure and personnel in order to automatically utilize the knowledge of customer center
such type, frequently and time of purchasing. After that, SMEs can adjust their relationship with customers through
electronic system. In consequence, SMEs can retain old customer base and seek for new customer as well as create
a brand loyalty which is a sustainable income and profit for them.

Keywords: electronic customer relationship management, business, SMEs

= unul
FamfaauIAnaILazIuIAtiaursagINafaLaE
faflungugsafifisuuuuAanssuiivainnans Laun
MAMIWAR NMANTUSNNT LAZA1ANNIAN Fuanansaut
RANLNUTIZAINANTTUANUTIUIUTUNSNEANITRALI WY
A1391907% [AKA IFIMAUIALEN HTTUIUANTINIY
liudnFuauniadiyamrdunindanasldiAiudndu
ANULIN FFIRNATUIANANT LTIRINNNTINNIULARAIN
wFuauwsladiudauianaunialdyaaduningnnas
RN FUAULINLA LU ANERITaR AN (@11nanu
AENIINNNINHINN, 2545) waztiuiiluagAlsenaudAey
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yavssuLLAsHgRakasdenudunalnnanlunsiuindau
AuyuaziaiuainanummimAsugianastssng
Tnaiduunavdranlunisasrealavaznisareaula
fulszna Bnvetafiuesasiialunisudlatlynanu
8IN3U (NTULRIININNTANTENINUSTNA, 2557) Taelu
1 2560 UszinAlnafigsfadadug 3,000,940 578 wiv
dadumulssangsna lawn ANANIHER 525,975 918
AMAUINIT 1,206,763 318 WATNIANITAN 1,268,202 318
Fudnlngiidugsianwiain S1uau 2,982,915 Aaully
FRa1UsaLaY 99.40 (FHNNUAILETNIERAAUIANA
uazaLNAtaN, 2561) ANTAUGIINEAENETLRNLY
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faLTIDaGILE W.A. 2558 §11U 2,765,966 918 W.A. 2550
31U 2,965,270 18 LA W.A.2560 914U 3,000,940
(FEUNINUAILFEINIEHNLUIANANTLAZIUN ALIA Y, 2559;
FunudLEINIgInNaaUIAtaN, 2561) Usznaunu
aouMsaInaAULATEgAY duAu JULUUNSANTIUEI A
aavfuslaauaznaluladfudsuulanll wud gfa
walduanunuan ntdanilurans 9 AU 1@y A
aunsalumaiinfuguslne ([@3az Naligud, 2556) FuA
weausnslidulumuainusiasnisaavmann (WUawna
\inEsfia, 2555) uasAudIn1enMInaIniisuaunngy
usiu Tuangidayaann Trang (2016) laszyin §3fa
dasudlulssmanidswmunlasdiulng Uszaufu
duniAunsrana ANUNITWEN Auasaune v
funanfailiuingfdAnyfigsnadabuddaeinadiu
wWanwdngfdulanig adelsAmuiiiafiansanain
wHudE NTasdUNUAETNIAIMATUIANATILAS
aunatanatiuf 4 (w.A. 2560-2564) IﬁﬁLquﬁ:jmﬁu
Tgsnadadudianumansnlunislssnaugsnanuy
flnandw (Smart SMEs) iaanseauliiganafaidna
THIAnaawlunsigsiassfuanamniy (@1ineu
dusBuIswRsuunAnatsLazunatay, 2560) TandudfAn
fisnunsariligsiadaduiuszauanudusa fa Ay
fwthaanmaTulaififiuszananin (Almahroug, 2010)

NTaYaTNAUTINDIANUAINTY AMUAIUITO
wazlsslogaaninaluladlang q Aunsnszanavinli
wmaluladlfasusiuuunssniduiinagiaiia
ﬂizﬂauﬁ’um’mﬁa\jmiﬂaa\jgnﬁﬁﬁLﬂ?iﬂuLLﬂa\jafjﬁ\j
Raiasuazivnidaduiuunlfuansiayafiunaula
Waaduaduddlazasgndafindauasidauleann
Flismaauldnaannansdifiannulifonalasa
FUALAZUTNNT (Chen & Ching, 2007; Khaligh, Miremadi,
& Aminilari, 2012) vilfgsnadaduasaviansungULuy
§379 nagnd waziseuFusaliviusianisiAsuuiag
Aflafansaiteminuiowalazasgninatedediuiiia
flgdnwgnauazyinldignAinAnudnfsauususi
ausavinlvgshadaiduaiinanilsluauian (Dowling,
2002) TAENT39ANIIANUFUNUSGNAINDURAZAAY
msigsnssuduiiuiladsfdr Ay sanisasienszuiu
imigsRaadelniMfninnsuaunalulaiiunis
Jan1sANNFUNRUGaNAT (Hendrayati & Syahidah,
2018) matnaluladmndnnsanudunusnugn Ay
N3YINNITTAYAZNAT 115278 NITAAIAKANITUINIT

tugl Kedowon: Il

Tusduuudidnnsaiing vinldgsnadaiudaunsald
103a31NgNAIEINSUNRIUITAANUAINITONIINTS
wiviurdanandndaniaiunagnifgsfadabuls
nswennsnelu i walulad YyAaInIwaznszuIung
WiaUsulgulsEAnSawaaugsia (Tie, 2003; Morgan,
Vorhies, & Mason, 2009; Mohammed & Rashid, 2012)
AIENNTIANIIANUFUN UGN AWUUBLENNSading

n13danNIsAMNFURUE gnATLuUBLANNsaling
(electronic customer relationship management) %\m”ﬁ
dauaianiluunanusannifideuliaindansfu
318nn3afind (e-CRM) flafnfiumIniusinaeAanu3
finngnéfluguenany (customer center) li1ag
dustuuunistandaanuanladeriligsiofafug
ffrn1enFaaulunisiazaiiennuaemu nsinm
gNALANITAITIIANUFUNUSFAaAIAsTIRAIGN AN
faan1sasuAuAuLAEnaIRiun1afidaus e
warnlsFaduiimanageqaaaugsna (Gerhard, Riad,
Vidyaranya, & Goddajrd, 2008)
m A1sdan1sAdINFUWUSINAIULUY
Slannsolnd

Fandifudidnnsaiing dussunfimelfigsiafaifud
muwmﬁm&iaﬁugﬂﬁﬂﬁm AN (Jha, 2008) W1UZDIN
finannvans v Bia Sulud Tnsdwel ta3adadony
aaulaviunisdedianny Famananavianisaununan
Fufnulfnuluilegiu mslidandifudidnnsaiindriili
geRadaBudmunsnAnmuiayafid Anifaadugnén
i naneaalnadwy g dnuaenisdaas suuuy
mslitiy gl fianistaduisig g feliaanandug
AUADINITYAIGNANAIBFUAILAZLTNIT LAZEINI30
syanuzaugnAfaAMuilunatad aenarlunis
Fath aldBuaiuuastSuusunmsiaansuazdanianis
JUTIANINMINAA NaNANTudIFansEndEnnsaiind
drranaifnauausgnAuazliuinisniagimans
intu Fofardiindifnnsafindanansnidanlaoiaya
Aanssu MaUfFunussznIngnal 3anIUEIUHIN
(front end) LLa::mmim%'auIﬂ\jﬁmﬂa Aanssy Masufdunus
A1MSULNUNGING ¢ 2augInaBaland Wy ununUnd
LHUNNNSAANA WHUNIRZE wHunFuAAgAds Band
UdIUraY (back end) Iaaldmaluladannisufdunus
5¢111199AFUAE (touch point) WAazdINaEITIUIULAY
1U5¢aN5n M (Pedron & Saccol, 2009)
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m  UStLANYoYNNSYaNISAWAUWUSaNAILUY
Slannsalind

Fan915udiannsaindiiuiedasiiaaiunisead
fignaanuuuyiianauauaAlufagn1910053A9
Waduavin W ddayaruaiaunsadfudayaniagana
wazfiayaidedniidAnld dan1snanuldazaangeii
Toalddndudasdrowinouidsiy Snvefeaunan
AATEAFARNMIINY HANTINY SRTINTFLENgNALES
nan1lsHusTuuIAIatnadaauaaulal (Payne, 2005;
lvanenko & Ipatov, 2018) latdansiauaiannsaiing
aunsaduunmuInguszaaanisldauld 4 dszan
Taun (Payne, 2005)

1. %mﬂﬁmﬁaﬂaqwﬁ (strategic CRM) juitiu
N1337U5INd ey At U LNl UANTI LAY gINA LAY
Avuatlnungluszazend nsvanIusraggInaly
flagiuuagniausunaasunlasluautAnsiud
ONLLUNAYNENFNNTOAIANAT AaNaUAMAILNED
tulffugnn vananiudidansifuiianagniaunan
aanUUUNISEFIAMUFUNUSAUgN A TuENwauzFI 9
Y N13EsANUFUNUEAUgNAIAI8TI9TA N19a5
AnuFuusfugnddndauladnynn usu

2. Fonsiduiiiansmifivany (operational CRM)
dunsrusudayaansfaafugnduazaiody
asaumnAlnddrsuaduayunIsuINITLaTN1sAaIA
(Payne, 2005) uaﬂmﬂﬁl,l,a”’aé’ﬂﬁaﬂﬂ%’uﬂ‘g\jﬂizﬁw%mw
NSWENNTAIAMUADINITFUA LAZUTNNS [ Aa g ugiue
NSRUNUUNLAUAFUATILATUSNITUULARNTUNR (Irana &
Buttle, 2014)

3. 01518 an193tAs12 (analytical CRM)
\dumssifiunamdsanmsnussiaya anduieh
fayaundianzitasdnnisAuaNuFuRuGIaugn AN
sUuuuwgRngsy sUkuumMsiadula iathanuFuly
(Payne, 2005) w%a%’mﬁﬁamﬂmanswiagaﬁugw L1
AANHULLANTE (profile) Lﬁa%’mmjmﬂmmmmms
Aa1e NITENUNA WY (riana & Buttle, 2014)

4. Fansidaiianinuianila (collaborative CRM)
yuasvAuIIndaszrindinoulvg @121 wae
LHUNFING 9 wazAI1LsIuasznIewusinstia iy
Usgansainuazaiusalaalaanilnanssugiudaya
anA19IUN (Geib, Kolbe, & Brenner, 2004) Lazd31y
nsldmaufugnAstudasnienisiaansimunzay
(Payne, 2005)
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m  SULUUYDYNNISIONISAIIFUWUSaNALUY
Slannsolind

nAnugIuzaedansifuiifnnsafindidunis
sumuiayagnAiiaiinngianufacns Usulgs
MssusANINIRAALNaILEane LR uA TR LAt
wulufnmsadsufdunusiugndianaliiinganssa
(Adewole, 2018) luilagtiuguuuuzavdaisiaudibn-
nsadndSuuasuannnisufdunug aaanisliiFe
WwlfFunusinuntedannunIafanusLazunan
nannnantdaseflduusiu Taaguiuuaaedandfu
ddnnaafindfigafafaludmunsailudszgnsld
figail

1. M3BasanaInraIaun1a (omni channel) Ly
Fandiiudidnnsafindniiguuuuideslasdaenivaauladl
wazaanlatin e fuatenuiulasanfassuudnms
ﬁwﬁﬂ%a (order management system) (Deloitte, 2015)
Fndusuuuulmifgsiadafuiaunsoiinunadils
vi3ainnseadmiutasmefiuansinadiurinlfignanle
Sutlsgaunnanind Tasguuuunsdassnainnaiagag
matu gnénaansaiiugidandaemaldfaamuiag iy
gjnﬁ%ﬁlamuauﬁ"’]muixuuaau[aﬁ (online) finan
nanaiaAnasidananduiuazinis Ussdu
SEAUANANINITUAIAULAY FITIAFAUAMUNTANUAY
Fufuasuimanawdeuruiuiiiadaiuladainade
ﬁ%agﬂﬁnﬁﬂmu%wﬁw (offline) daun1Us1LaLLALA
Mnninmume wagAnunneasdaaiiaduanniiulad
AU 933 EUANELEA ) Wunedaenesing q uag
fnFuladauarissiuiiuszunaaulay

a a ¢ @ o & a & a
A 1 gansiduaidnnsatindlusduuunisdaans
nannatadaun1g (Worldpay, 2015)

2. miﬂizmawmmumjmum (cloud computing)
Hiunssrusingansduasiialiuinisniuaumasiie
(software as a service %38 SaaS) JlAHLNIAANNILFAS
wazdunasidnuazaunsainldeusuiuiusigas
lagl#finslfiudiayarsgnusuilge (update) Tiufiuuy
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§muliR (Masset & Sekkat, 2011) gsfafl¥danibu
Aannsalindluguuuunisuszuiananuung Nz
vlgsiaanansolioussuuifianudufaulanida
WaN AL tuazdnanANLEENEa AN A
#5aua3 sruuURTRnNT viagansuIsauq (Noopur,
Shweta & Rupa, 2019) uaﬂmﬂﬁLLﬁaﬁﬂﬁqsﬁmﬁaLﬁm’é
A1U130FUUINTANTHUNANIAUNAITAYAIINNF LU
u *ﬂ LﬁaL%'aﬂﬂ\jl,l,aﬁt,ﬂi’wﬁﬁmﬂa (data as a service
¥3a DaaS) Taudul@sunisdatinda fnuaasng q 7
WMUZENNANNRU AN LU
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i 2 Fansidudidnnsafindluguuuy
M3USTUIANALUUNUIN

75%

72%

WY 7 1 insarhedonunaulaufidayls (Statista, 2018)

3. 1AsadnudeAuaanlal (social network) 1iu
sluvuraedand fuifaulfluilagiu (Siriwardana &
Dissanayake, 2018) a1n#iayaniaaffinuil 74% 2av
UszrnsanineMlfdumadidninislfinsaziadony
aaulall (Statisa, 2018) LAsathadenuaaulatifilszang
a1nefionld 10 Suduusniniauafounug i 1

Fotugafadmiudmunsntssyndlfiaiainedony
aaulaulangaiulignAaniiugudnatsaaenisasnanis

Susduduazuinis Wanlnanguyaaanianuimiaudu
Januaulasiunu (Hart & Kassem, 2012) 59489570574
TayanITUABINI5AaugNAIIALDIAE AN LA NNUE
3¥N319gNA1 (Nadeem, 2012) vinlwsiusindayala
UINNIINIIIIUTINTDYAIINGNATLNETAULAEN Bnin
‘ﬂﬂwﬁiﬂﬁ]LaaLauaLm‘la‘lumwma\jmiwa\jaﬂm
aeuFALauEIuLAZEI N0 LA A F AT A TS NST
wmilaninadnarunga
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P )
gInuladlods

a o 4 @ o @ o < A o <
1w 4 Fansiuaidnnsaiindlugduuuiasadnaduauaaulal

4. Ugynilsehng (artificial intelligence) 21nA2TM
fantinrasnalulafuazdaonionisdaasluilagiu
vl fifayaduiminniuduisafudayanagsfa
Lﬁu%mﬂuﬂ@m ﬁafummmmm"aa\jﬂmmmizﬁwﬁ
Juilluguuuudansiduluawian (Yakuel, 2017) fignnsn
Guudandayanilaguasisulgeussdninmmwiaunauy
Uszaumsalfialiungsiadabuduazgnd wu Wnns
RaNAEINI0RAIUANEIaNn AT Iusniugsia
dhemeausnszylandlunisefidaunin Usuus

Adndn Aamdn
anfan ArsEn

dmiumsn dmiumsa

o A o B

Uyayvsehivg

.
LIYUS
4

anfnadureu

sUnuUNIEF I AN NFNRUEAUgNALRAZNGL UL
Tzwuindanisuniauaiilanizasdusuazuinasi
wangaufugn A Taudernuanauuuiadaulnifae
MIasunuLdIaagaInngfinssuaaggnAinanans
dusuanuansalasfigsnadeaeldilsluseaud
funala nananiludaaunanguagnAunuNysddas
mslfuamuanifianuinlang finssuravgnandannng
38U3IINTAAININ AIAUN FULUUNTFUNUILATET Y
NIMaUFUaYANLFDINITIUGY (Campanella, 2018)

=

LUUINADINE AT

AdmdTL

nyzhdunnsy iy
dndsila

nsndmiumm

ugl

dnauenszidh

dnsznsn

Amunnius)

A 5 Fonsidudidnnsafindluguuuuilagnussivg

5. milaudaya (data mining) LumMATANIIAUK
ayandudauilasualaunisgalanziriagauialee

1
Fulddana3fiunuadfiiaAumIluuunazaNuduRus
2

> o

avdayaniaglundudayaruaiasiusiulaaniaya

U
a

aaugsnarsanngiaurulinusassanliuuiulds udai

Q
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lugnsusuiquialifagadanunune aseanudla
wazisanldtiayals (Maheswari, Mahesan, Tamilarasan
& Subramani, 2014; Sadath, 2013) %\j Guo & Qin (2017)
na1271 wilaudayasunsnuanudayanaugn il
wrltnasgadsLazansaidanldumsnisiiasiunis
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gaFNmanga 7197 Rygielski, Wang, uas Yen (2002)
Ifisuamainzanmilasiayaiiiadanligsiadinun
wmnsmsilaofunisgaidamuieasiinuasgndn fail
1) Wiumslivdada 2) eFuifdilsnnnimiage
N 3) Snwgnnliifuszezinatuiy deaunsrile
nannaEds 1wy MaliemganuduNuinisradud

tugl Kedowon: Il

TnaanunsngaiayaflgnAndndadaafiu dayagatas
AUN30U5ULUINAYNENISIAIIRUA LA IEILETUNNS
2 HIAMINEINTAINIALHIUNIATIFAUTULUULIAN
AnumstaFufantgnAuazitanatlumataiuiiasa
\WafigsfasndulavrFudaangnana s

adoyaangdeya
Puaing

[

a & @ o
§INAREALRUD

AR uanuey ensal

o = ¢ @ o & a 4 o 1%
NINN 6 'ﬁﬂ’]iLaﬂJaLaﬂ‘ﬂ'ﬁﬂuﬂe’ﬂ:uzﬂLLUUL‘WNQ\T’U@H@

m: Us:lgslivoonisdanisAdwauwusana
wuudlannsoind
1. AMAINNNTUINTZNAT
n1susNIsgnAdANFuRus Aun1ssaaule
Fandafuduasuinig ganaeabuiaunsonauauay
AUABINITANNTILNEDIINNITFAUAI T DY ATUAT
wazuINIalfnndy TIufensEuIunsuImMILALi AN
AGIEUAN (order fulfillment process) AIENNTUILEUD
FumangaumuaANufiaonsaugn A Feasiilug
AnuFuNusIudoungs a3eAnalnddadugnani
fudaiiumnufnfzasgniuazannisialaaanying
?_Ia\jaﬂfjﬁl"l (customer defection) laanaay (Scullin,
Fjermestad, & Romano, 2004)
2. M3SnNwgna
nsfignénianlaaanineandufuazizamstay
vinsfumsgadenalduazwails msdnwandiiag)
azdumanilslAungsnaldaiduduinninnisnignanlng
(Alim & Ozuem, 2014) uazwuin gnénfifiagasddiudau

lumsdadudntaniiu 90% uaglddnaninau 60% wasdl
arulunsadnagsfanienIsiusiiayaguAILazuinig
TungnAnlvd 1w dunEnAsaunid \iaw (Carter, 2017)
Fouanaliifiuinnasnmaniaanatsslomifia Ayuas
viligsAadadudiinannuiuiu (Alim & Ozuem, 2014)
3. MILaangnAn
nstaangnAsznauaanisiaannguiivung
MMILUIAIUNITHATALATAAMUNATILEAYAANNI2IN
AuRaINTIaggNA Fedansidudiinnsaiindaninn
AuliigsfadafudiinssingAnssuiilagnAninds
AuninsaliaraFuAiussuuaauladuazfinniy
virumRnavgnAstusayanisadaniiulasd uanainil
dreligsinfafudaunsafniningnionisnaia
LUUIANE29gN AN (customization) NasayaaTliungsfa
(Winer, 2001)
4. MIUELNUFIUGNAT
nsaanagIugnAtld A udAyAunNIIYilA
yaaluniuidinuaegnAndanumunzan dugine
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Wadndanunsnuenagiugnmmedaniiiudidnnading
HrunsiinlomannaduAuazusnsidan iy
¥aagumuazusmsfaunsan WA fuauAndnuuy
amlulR (Alim & Ozuem, 2014)

m: unasu
fiinwandnisussynilddansifuiifnnaadindlu
ganaBaudnainnanaguuuy 1y nslEduaiiie
WWEUNITagalARRIaaNFUATLAZUSNIS N1TABY
fadnnnangnén natiuduAdeda vinldatnesanisa
wazAuALAtaAeIadAnluFasnasmsduBiuadiuiy
nnuazNsmautiadnanun 9 (Elias, 2000) lagluaunam
uananAMUTIASITARaINNSlEBIand Fuflay
Aalufdanislidwaimanialdnauuuudaaiozlag
lduan %\jﬁmmmmsfﬂumﬁuimﬂﬁhﬁﬂ Aty (keywords)
RAUANINBLIMIAgUALTIAIE (Kumar, 2010) Fu Ata
uaz Toker (2012) ldna1ringsfafianunsnuszynald
Fa13\8udidnnsadindifiaidudiunionasnagninis
ma1atuagynligsfaiulnatiesnsy Wwdeady
9U3d82a9 Nemecek (2011) [AANMIENENA28INTT
Fanaanuduiusgndlugsianisiluiniifaingf
\AagRa WA 2553 wuin ganadadudfilidandiu
difnnsafindausaifinnalduinningsiafaiug
AldIFF3andiSudifnnsaing 2ndayadenariuany
T uIgsnadadudauisntaanuazindulaly
nsidansidudidnnsadndundszgnsldlanainnans
wu gsnan1sliusnisAasnssuaunulaUsegne
|#3an9iBuBiEnnsafindiasnwgiugnAnn (Fun
WILIATAR NN EADIGNANAULNNE FITIDFAUTIAINIS
Tusnslng 9 wanan1ssnwdadsauiiaunauuay
Wag wardledlAsHdayalanizyana laadansian
dldnnsalindanunsaiansunainiszifignAn Useam
ap0Fuffide S1urundayaalunmsda anuilunsda
wazinsiadaasrugnAnlaeliiniasiadenunaulay
HBulaansagunsninu @iwg1 AUL LaL NoumAl
TRy, 2561) gINAANIUATINENINILENTUTA
UsggnalidensiSudiinnsaindiaiasagnAieadiu
AMAUANITUITOLEIFTIDENINULASLIIAIUINITTINDY
mssianzifsusalasfidminfinasnaudadnaiuain
anAmaanatinlignAIanIaunsnRnfawazIU3
Fayasig 9 Rafuuinsldinenaanaunisliuinig
fulanasndsnnasaamnsnialiUsznaunissiand
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UadnTl vinlign3anyniuuasiauduwusiasagaia
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