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ABSTRACT

This article aims to present a study of the knowledge base and development of concepts in Customer
Relationship Management (CRM) and Customer Experience Management (CEM) that influence Brand Loyalty
in the context of modern business. It synthesizes key theories and research from leading scholars such as
Payne and Frow (2005), Schmitt (1999), Keller (1993), and Oliver (1999) to explain the connections between
creating valuable customer relationships, designing positive experiences, and enhancing loyalty both
behaviorally and attitudinally. The article also offers a conceptual analysis and application within service
business contexts, such as coffee shops and modern retail businesses seeking differentiation and sustainability
through CRM and CEM strategies. The findings indicate that effective integration of relationship and experience
management plays a crucial role in building long-term customer engagement and brand loyalty.
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waNa N uuIfia Relationship Marketing Saviuldaaddmiunisasnnusuiusuougsiu ununs
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ﬂ')'mﬁa.l'lsl"ua\‘lmiu‘%ﬂ’liﬂizaumitﬁ:ﬁmgnﬁ"l (Customer Experience Management: CEM)
myuimsdszsunsaiuesgndl (CEM) nunois miaammuLLa:u’%miﬁT@ﬂ'ﬁﬂszaummiﬁgﬂﬁﬂﬁ%'ﬂunﬂﬁ;@
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W2 TN LA AN NINRALWA BT ULARaUNNTLREN (Hollebeek et al., 2021; So et al., 2016) 3) Behavioral
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Experience Management: CEM) %aﬁwa@ia mmaﬂw”umaagﬂﬁﬁ (Customer Engagement) LLae AuNNaAde
WUTUe (Brand Loyalty) laefseaziBoassil
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LIAANIUTAIINAFURUT (CRM) uazmsiwisdszaunisalgnd (CEM) ldsunuhludszandldadieg
wwinmelunmnwasaaamnssa lagawzlungugsfiaimsidufduiusiugnalasass madszundls
LLmﬁmmmf?l,sjLﬁmLLmﬂumﬁ'smmiagaQﬂ@T’]w"v"a?miwzﬁwqﬁmiw LwiaTdLﬂumsaammunaﬂqﬂﬂﬁaai’w
ﬂszaun’mﬁﬁﬁqmmua:mm;dﬂw”u'ﬁ'ﬂ'ﬁﬁu fasefigaran laud Hunmunluaanfiusmaingi (Café in Gas
Station): 737931UN N 124 Café Amazon Uaz Inthanin Coffee Lludratn9289n13lE CRM uaz CEM atnidl
Uszansnn Tagldszuusandn (Loyalty Program) tie s auu@uuasuaniuwassaia WionTIsITeLAuaIANE
qﬂﬂamuuaﬂwﬁmfﬁ'u LU Qﬁaﬁmﬁ@ TdsTugumeidon uazmsusafianinassuuy Realtime ad $1w
Falkanuddyiumsssnuuulzaunsalluinu i nMIanuaadiesTINa nssannelfinanziunis
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Aanvsufiven) mydstoiauaianluiud Ay wu Swfandetuasusey waemslWanifasiuandn 1w
Late Check-out w5asas8Uinsans Getruaredszaunsifinilaninuaianansuszdaasunnunnase
WUTUA

73n9dan: 3379d1UAN L5% K9FTINFEAN Central, Tesco Lotus (Lotus’s) #38 Big C 11 CRM Uazn13
313124 Big Data anllunssisuauidgnisamaanizngy mMatane UM isToanuwganssuns
Fonauniin (Personalized Offer) ﬂﬂ‘m‘"ﬂﬂﬂwfumwwgnﬁ’ﬂﬂi:aﬁﬁ LaZATETIUITRUAITILUY Omni-
Channel ﬁL"'ﬁiawImﬂizaummimaagﬂ@i’ﬂwg\ﬂu%ﬁm%dLLazLLwamwm’uaauvl,aﬁ wananil galduednwiietu
Lﬁﬂlﬁgﬂﬁwazammuu famuamuzmIsass waFeminuudldlaoass

7319UTMIUNN (Health & Wellness): ARANIATNAMINMA ®Tal3an1LIaI8NTY 1T% Bangkok Hospital 14
J2UU CRM Lﬁau‘%msﬂszfﬁﬂ"]ﬁﬂmLLazm"]m‘TaamwaaQﬂamaaml,flmzuu fimssenuuudszsunsifian
AMUNIIDVBIAITVLTNT Lew Asudaidautariiulainiaualy LLa:miaammuﬁuﬁiﬁgﬁauﬂmﬂ 899
mw;fﬁﬂl,%aﬁﬁuanﬂuﬁ'mad G'fiﬁhU‘Lﬁé’bﬁﬁmiﬁﬂ?mlaméfumslfﬁfgﬁ WAz iAW NRUALLLTUA Iz 8z
o3 ydu: sen13du 1w Thai Airways uaz AirAsia 14 CRM iuszuusanBnazay lud nialdsunsa
Big Points I@UQﬂﬁﬁmmsmmniu§LﬂmfaLﬂ'%iaaﬁuﬁ%au'%mna%wvlﬁ wonanit £314 CEM Wnnnsusmsi
@3990 3% MaFaduaanlan mMadanivssaewin Lm:mﬂﬁu%msﬁmwﬁ'uam%m:ﬁugo LT LTLATUS
WLAE NIQUATINTTE 98 s‘ﬁa"ﬁ’auﬂniz@”uﬂszaumirﬁuazaﬁ’wmwwanw”ulmwzma

2) ﬂaﬂqﬂﬁmsa%”nﬂszaumirﬁﬁdaLa’%ummgﬂw”u
msssdszaumsnigndndguniwlilsnsnnanuiady mnuddunadwivssnisesnuuuidsnagnslas
dftafisnudainis anudn uazanuaianisvasguilnaluudazsisvesn iU Jauwusivuusua
(Verhoef et al., 2009) lunmagsfiauinis laawnzatng ﬁaluu’%wﬁﬁmnvﬂw”uga u w15ty wie
Huszandalusonilusmyieiu miuauﬂ‘s:aumitﬁﬁummmLLa:‘Linfamhmmmﬁﬂﬂﬁmsﬁwmw;dﬂv‘v"u
Bae13u el uazANAN@LUITaze1? (Pine & Gilmore, 1999)
nagnindaglunssaaiudszsumsslidsanuesgnd leud
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2.1) MIUTLudIANIZYAAR (Personalization) 846nImunInldtayaanszuuInIgnAsuNLE (CRM) o
Usvuimildinanzivgndudazang dratogu ﬁ”ﬁumLLWﬁ'«J@ﬁhﬁﬂﬂﬁﬂﬂ%aaauiﬂimaagnﬁﬂ wiadliuy
NALANIZRUNEN ﬁam&h‘n‘fﬁ'sylﬁg}znﬁwf&'&ﬂdmuﬁﬂ’smmﬂ”@@iaLLmu@T wazlesudseaunanial “anzedn”
2.2) dazaunniuuuy sy utanig (Omnichannel Experience) 1uqﬂﬁ§ﬂ°@ﬁwqﬁﬂssu;ju’ﬂnm%auim
aaulatiuazaan laiatelssende qiﬁaﬁaﬁadaanLmuﬂizaummi‘ﬁ'aamﬂﬁaaﬁ'ulunﬂﬁadma LT N3
sudaawlatudrsuindnin nieldasunuarsuanualniatuno U NS RasWi N F9T1080098
daudilunisiuiresnduszisinanudszivlalasia

2.3) MIATANUENRUNIINAL (Emotional Engagement) ULUTUAFNANTNRTIAMUIRNBILINAIUNNTLE
1304 (storytelling) Naeviandfign 1w anudiin anvlalafounndew WIDNIRHUERUTUTY ABEN9LTH 1k
mLLWﬁLﬁ%‘L“ﬁfmqﬁuﬁaaﬁ'umnmwmns‘éuw%ﬁ wialsousuiiauanmdansriasiiieiagnesaiiu Famanit
°1hsJL%auimmmfﬁnmaagnﬁﬁﬁuﬁmumaaumumﬁaﬂﬂdﬁﬂ%@

2.4) auadanavasdszaun1Tol (Consistency) NMIa9ANINLTaf a0suuTHa s I udasandunny
FLEY aludugmnn UIMT waznwansnl Maagu mysudsziwigndazldsusimsluszaudeanu
lidezdnlduinsluasnle miahsunaspunslivinsitauidianuidydeanaianelawazns
nauanlEUsMtn

3) tnaka CRM L%anaqﬂﬂﬁaa%’w Loyalty

MILIMIINAFUNUT (Customer Relationship Management: CRM) 13anagnsiiunnanglunsaiiinina
fndidauutud lagaiunsnawuszinmanuduiusluszozennugndrsiunsiiensddayaiddn ns
DANUULLINIIANIZYAAR warm3ltie3esdadsviaadnedlsansnn ﬂaqwﬁ‘ﬁmmmﬁi:qﬂmﬂ"ﬂﬁVL@TLm'
M3IATIERTYaaNA (Customer Analytics) MILAUTILTINLALAATIERTDYANDANITNVAIZNAIIINAANY
Wsd 119 MIBaauen anwalumsldusns ﬁaquaﬁﬁﬂﬁwﬁ@@ia wazdndT asannuhlasgnadnasln
ANABINMIUAZNOANTINGNAN ﬁﬂﬂg&msaaﬂuuuﬁamuaﬁaLmuLﬂrgmmm@ﬁmmmuﬁumjuLﬂ'mmﬂ
28191aiue (Choudhury & Harrigan, 2014)

TdsunsuanuAnG (Loyalty Program) NN38anUULTsUURERULANKIOINGIR L% MINUANTALANANTZ AL
au13n nsldEmuaaanzgndlizdt nian1siafanTINELEIINIBIa NIz NN LﬂuLmedﬁ“ﬁwlﬁgﬂﬁﬂ
3Anilqmuen wazasnaliAanslFusnstn (Kumar & Reinartz, 2016)

MIuAmIgnaedIALY (Key Account Management) lugsfia B2B niauimiszauniidon MIguagnde
Ingidefinnuanzms mynsunuiwiuluszezen uaznmslisinsuuudiviawzyans iluladodery
°7'i°ﬁasJa%’wammpdﬂw“mmuﬁuQammaﬁqsﬁﬁ]iwﬁu (Zupancic, 2008)

ﬂﬁiﬁaaﬁiaﬂﬁdﬁﬂizﬁﬂﬁnﬁw (Customer Communication) msaaﬂmej”ammmséamﬂﬁmmzauﬁumw
aulwaagnﬁw golunafimanzan LLazmuﬁaamaﬁQﬂﬁmﬁfm LT mﬁe’mfa’maﬁﬁﬁammwwzqma Taau
uiadeuiuuanwaindu wisunanulianuiludssauiigndlianuddn wzmmf:"ﬁma%ammjﬁﬂﬁ
FIUTIN LRFILES UM IS UL IUd B I aLilos (Payne & Frow, 2005)

miﬂs:qﬂ@ﬂ"ﬁumﬁ@ CRM uaz CEM athaiduszuuuazaannaadni hailnasudtisanszaulszaunsaivas
gnﬁﬂmwfu Lwis‘i’ammmﬂ,ﬂﬂg’(mia%ammﬁnﬁ@iaumuﬁ (Brand Loyalty) 'l&aensgiafin Gaiduidmane
éwﬁry,maami@hLﬁuqsﬁaluﬂqﬂﬁmﬂm{uqaLLaz‘wqﬁmwQu'%lnﬂLﬁﬁﬂmmaaagmaaﬂnm qiﬁaﬁmmm
aammuLm:yﬁmmsnaqwﬁmshf?lﬁasmmm:&m alianuldisSoulumsinmandiduuaziagaanédilng

leatinsdiaiiad
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fl’amuaL%anaq'nﬁ‘é’ﬂﬁ%’ﬂﬁhﬁqsﬁmm:ﬁfﬂmmmﬂ
mnmiﬁnmwumuumﬁﬂmwqwﬁLLa:LLmﬂﬁﬁﬁmaamm%matgnﬁwé’uw”uﬁ (CRM) LazN1TUINT
ﬂﬁ:auminigﬂﬁw (CEM) Wun miﬁﬂ"ngdamLLmﬁ@mﬂixqﬂm‘T’ﬁ’aﬂwayﬁmmﬁﬁﬁ'ﬂUmwsl,umsa%ﬂmmmﬁ'w
(co-created value) LAZANNHNWUYINIDITHTE quﬁwvlﬂgimmﬁ'ﬂﬁ@iaLLmu@ﬂmw:ma aghglsfiany elifa
waé’wfﬁtﬁugﬂﬁﬁu ﬁfﬂﬁqsﬁaLLazﬁfﬂmmmm‘hLﬂuﬁaaﬁummaL%aﬂaqwfﬁ"ﬁ'@Lammzmminﬂﬂﬂﬂﬁﬁmﬁ
aTsluniunvasudacgina

1) MIganuuUIzUY CRM+CEM liaaulandgnen

N1708NUULTZUUNTUIRITINAFUAUT (CRM) mfufuivlﬂﬁ'umiu‘%msﬂizaumirﬁmaqQﬂﬁw (CEM) 8814
saandaduaziduizuy fadunagnidrdgylunisneusussanudainisvasgndrlundazsisvasdunis
Uszgum3nl (Customer Journey) Taafidhmanaiiaairaanudszrivle ANUENA WRZANANAABULITUG L1
svez0m Femunsndniinmslaluuwanaeil

1.1) N13%1 Mapping Customer Journey

miﬁumuﬁ'ﬂszaummi@ﬂﬁw (Customer Journey Mapping) T8 l#asdnIsauninszyaay Hafidndny
(Touchpoints) lunszuaumsliuinig enft madeuiu mslivaya mMIsete mitrszdu mautladym uas
MIVINMIRAINIITNY Lﬁaﬁwvlﬂ;jmsaaﬂu;uuﬂszaumstﬁﬁaa@ﬂﬁaaﬁ'ummmwi'waagﬂﬁﬂuu@iaz"ﬁwaﬂ’m
Wuszuy

1.2) mifﬁ'@]LﬁfuLmﬂ%ﬁagaﬁﬂﬁﬁamdl,flmzuu

JzUU CRM AasaunIndufinuaz@aaawndnssuvasgnarlunnsainis vansoewlad 1w 3o loduas
lofoadide uazniseawlal 13u ariudmiaguduinig °1TaQam&hﬁa:gﬂﬁwvl,ﬂlﬁmiﬁzﬁl,ﬁaﬁwLaua
°1TaLauaﬁmm:awﬁ'mwia:qﬂﬂa (Personalization)

1.3) MIYIUINTIENINI CRM Uaz CEM

mstfeulosdayasznineszuy CRM uaz CEM fanuddglumsunszauqaninmsliuing wu nisld
ﬁagammﬁdwaiwaagnﬁwmﬂ%’uﬂ;amzmums WanIINTasausuInIa KA aRaW AN AN B9
WINI% I@]mjd‘mfﬂﬁﬂimumitﬁma\‘lg}ﬂﬁ’]Lﬁ@]ﬂ’nmial,ﬁad (Seamless Experience)

1.4) M3%379 Emotional Value TARULUTUG

mItinsesunivasgna lundazaasuimdusidiznaudmdnyves CEM asdnsmuninaiigmanisansun
(Emotional Value) muﬁammﬁﬁﬂﬁ@ﬂﬁﬂfﬁnL%awimﬁ'mmmﬁ L% MILESaIunIuEanla n13ea
fanssudmsugnenng VIP wisaudnldsunsuanunng Lﬁiaaﬁ”ﬂammmﬂgﬁhLm:;dﬂw”umdmmﬁ

2) m3biinalulad 1w Data Analytics, Al, Loyalty Program

aa o

Tugadana inaluladdaiduna bnnanlumsssulsefnsAInwe95: UL CRM waz CEM lagianizasnidile

q
@Taa%’uﬁaﬁ'umm%’usﬁaumaoiagagﬂﬁ’l LRZAINNANIARIINLURULUAI8E195201L57 iaLauaL%aﬂaﬂqwﬁ‘
dsznavans
L2 . A 2 ¥ a K
2.1) m3tszyndls Data Analytics tWaithlagnenigain
a 6 v a 1 z:i' zgl’ a v U = 6 a v d' A 1
- MIAATRTDYANDANTTY LT audlun1ITaaRA a1 TNIU LD Ussinnfudnanla wIates

A a v 9 v A
ﬂ?dﬂ?iﬁaﬁ’ﬁﬂaﬂﬂﬁi"ﬁﬂa gn Ei@]

@
[

- MIuUINgugnan (Customer Segmentation)Iml‘ﬁ‘ﬁagamﬁaﬂi:"mm (Demographics) LazWHANITY
(Behavioral Data)
- muhdayallglu nseenuuuldslutugiuyaaa (Personalized Campaigns) 113000 UAKEIAIN

ﬁaamwaol,wia:nﬁngﬂﬁwasmmai]l@
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2.2) M348 Al uas Machine Leamning tiass19uszaunisaisaludfiuasusng

- MIRTNTZUULULINRUM (Product Recommendation Engine) Ul iuludn3a walwilagi

- n351l% Chatbot w3a Virtual Assistant fignursnigrlasnaaluusuniiduden asvuuuldaanldvind uas
L%auimﬁ'uﬁaga CRM 224gnén

- msldszuy Al lunnsasasudywinielania 1w mmfﬁ“\iLﬁaumnaﬂﬁ’wﬁ%ﬁa@mwuﬁ'sl,umi%a wiadl
uwalstnazidnlsusns

2.3) NMIN@U Loyalty Program ‘ﬁﬁmm%mmm:qmﬁwz%m%’ugﬂﬁw

- miaammm:wazawLLGT&JﬁiJ%’Ummm‘"umwﬁnﬁﬂnaagﬂﬁﬂ (Tier-based Rewards)

- MINOUANTNLAW LT Early Access, Concierge Service, #IaNaNITUNLAANIZINEN

- msldsedaeny “ersuliin’ w3e “@uFNRusIzEze1Y” 1% nTaiuasesiuiia wiesiadenty
oz LTINS

2.4) n’mwmuﬁagm’mmmwﬁaomq (Omnichannel Integration)

- mmmntayannniniiuais ulod weUwiietu lnduadide wezguduinagnalwegluszuuiden

- rmaammuﬂizaumirﬁg}ﬂﬁﬂﬁ@iaLﬁad (Seamless Experience) LT Qﬂ@‘ﬁmuﬁnﬁ'umséauuﬁaﬁa IREEVe!

SURUAMNIU w%“au%’u**ﬁagamm”’aashwimﬁaa

a9l
nIsianuanddeutsudlugadiviaiduanuiimeddgyvesgifaninig I(ﬂUmwnasiwﬁﬂumjugiﬁaﬁﬁ
MITUTITHFI LT Hiununluganfiusmsing ﬁgnﬁ”ﬁﬁmaLﬁaﬂmmﬂmmULLazLﬁﬁiwwqﬁmiuWama
70157 #NNMI0A103IFBINEUNITLIMIPNAFUAUT (CRM) uazmIuInisdszaunianigndl (CEM) Ao
a%’mwgaqmmlﬁam@;wmmzqmmﬁammni %d%z“ﬁﬁalﬁ@ﬂﬁﬁfﬁﬂﬁdwalﬁ] WO UaAN@AdauL TGl IIZEZE
1) NM38anuuUIZUY CRM + CEM lWaaulandgne waladangdanisvanudilaidunislszaunanives
and" (Customer Journey Mapping) Lmzmn%auim"ﬁaga CRM Lﬁaﬁwvl,ﬂt,jﬂﬁw”@umu‘%ﬂ'mﬁ‘ﬁa;ﬂ wiaun
panuuUUYszaUNIoiNg Emotional Value 1% Ussamaiiu msvsnsilala Lm:ﬁammﬁﬁﬂﬁ@ﬂﬁwfﬁﬂﬁ
LT %avﬁmmf‘:"ﬁaﬂLa‘%ua%ﬁammgﬂﬁuﬁmﬁaﬂdwmiﬁﬂﬂﬂuﬁﬁﬂﬂ
2) nildinaluladaiuayu CRM uaz CEM inalulad@dvia 1w Data Analytics uaz Al unuindraylunis
anudilangdnssugndruuuioalngd LLa:ﬂhﬂaanLL‘uumiﬁamnm:ﬂa:aumstﬁuuumww:qﬂﬂa
(Personalization) uaﬂﬁnﬂf: Tdsunsuasauuay (Loyalty Program) vﬁaLLmJLﬂmﬁa:ﬁauqmﬁﬁ:mmwad
Qn@‘ﬁmminLﬁ%ﬂﬁumuﬁa{wmw§mw°’u§ﬁﬂ'§ﬁumn%u
TaLERALBINAYNS

eaAR o

ﬁfnmmmﬂmiag'ﬂ%naﬂmﬁﬂUﬂ@ﬂml,ﬂuquﬁnma (Customer-Centric Strategy) Imwmuﬁaga CRM 111U

=

NNseanwUUYIzaUN1TaF CEM ﬂa%amwwmmia%hgﬂﬁw na LN audassanunanalaluszazan e
a 1 U 1 1 Ql L v Qs Qs { =3 ‘d ) U U
mmsﬂsz@;umiﬁmmw WANANANG LaTRIIANNINARTIZzMNRTINI Taaznanuidudaldilsou

nmauditkuazlassdayseinudvlavasnfaluewiaa

LONA1ID19D9

FINNUINNAUWINIATHIRAUALTIANUAITEA. (2561). TevuanIunsnliaTsgnaussainy [ne. n3amney:
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