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Abstract

Social Media Customer Relationship Management (SM CRM) is the marketing
strategy that uses in social media era. Even though the implementation of using SM CRM
is still in the early stage, the impact of SM CRM is confirmed, by academics or marketers,
that it has efficiently increased in organizational performance. In addition, SM CRM is not
only improving on financial, but also nonfinancial benefits such as profits, sales, market
share, efficiently relationship with customers, and etc. Financial benefits are a matter for
academics and researchers to focus on and extensively to study. However, the capability
of reducing cost from efficiency of SM CRM is still lack of clarity and the relationship has
not tested yet. The cost that can be reduced is non-productive cost, called transaction
costs. Thus, the purposes of this study are to describe the efficiency of the SM CRM
affect the transaction costs that can lead to the organizational performance. The author
uses documentary research that searches literature from leading journals and selected

articles of academics conference ranked in SCimago Journal & Country Rank. It is fully

English written journal between year 2010— 2016 from the database electronic journals
of Maejo University and Google scholar by using keywords and Forward search and
Backward search in the total of 28 journals. The result of the study helps clarify
the efficiency of SM CRM that can reduce transaction costs such as marketing cost, sale
cost, services cost, and etc because of increased accuracy in working and transaction.
In addition, using information technology can reduce transaction costs that lead to better

organizational performance.
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Hagtiuiinsnszanemvasnislddedenu (social media: SM) Usginalnenudlia
wuieiu Tnefidlddedenuienas 3¢ uaziiulnfesay 42 (Wearesocial, 2015) vudodsay
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nagnsiEI Tannsiinanransenuvesdodiay wazilunsufnisiiuduiusseninegsia
wazgnAn (Harrigan et al., 2015) insiznsidinaluladdediauildnsnaneaniuauisnves
NanssugnAENTUS (Nguyen & Mutum, 2012) vilignanidsusaslunisaunun inausmiy

wagnIsiatuaiAuduiusiugnA (Trainor et al,, 2014) A3ty SM CRM fodndudesndu
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DIANTTRTU (Woodcock, et al., 2011)

nstidedsnusltlussdnaiumngedu daulvgilfiAnnslvadeuestoya nsdl
Ufdutusfugniniifinnuudundenndeiu waznelfAnausniionnelusazaneuon
(Lam et al., 2016) ?‘iaé’mm’waﬂiz‘vmm'ams@i’wLﬁumumUiuaaﬁﬂiﬁﬂﬂﬂgjmﬂﬁumams
Aiu31U (Schaupp & Bélanger, 2014) SM CRM 1Hunisldinaluladdedsnunio Web 2.0
FwfuRanssugnAduius (Kupper et al, 2014) Inefinsfinenuszinu SM CRM denansznu

FONANITANIUNUNATY NIMUUNUNILITIAUNTTY (Nguyen & Mutum, 2012; Greenberg, 2010;

Wittkuhn et al., 2015) Lazn15@NWUTIUTEINE (Trainor et al., 2014; Rodriguez et al., 2016;

Chang et al,, 2010) Fadunagnslminflugadedinn wavaddlenidlnuntludnnuduiug

'
=]

flugnAiudeunss (Woodcock et al., 2011) Bnviedadufanssuiisjuiunisanduyuginssy
WAL UNINTINYBIBIANT (Parvatiyar & Sheth, 2001, p. 5) WU @111FDAAAUYILVINNITAAIN
(Schaupp & Bélanger, 2014) AaARUNUNINTINTTUAUGNAT (Coltman, 2007) kazanF U

ﬂﬁﬂﬁﬁﬂ’]i@ﬂﬁﬁ (Woodcock, et al., 2011; Soltani & Navimipour, 2016) éfuv;utﬂuﬂamﬁuﬁ

' =

Un3ginsuazinidenanifiaduunn (M15199 2) waarnn1sAnerfiiiuen SM CRM Ndalug

a o aluVLI =2

HansALiuIuYetesAnsingrudLUsAunuNMTIdendldine@nyiinteu (m13199 1) lag

NAN15I98989 Cheng & Lee (2011) Bufuin AMsnanalisdunus (Relationship Marketing: RM)
flauduiudideauiuduyugsnssy Bslundntu Maller & Seuring (2007) wandliiuinnsld
wiAlulagansaunAaINITanAuNUEINTIUNIINITAIAL F9 SM CRM 1195 NGNGB

v &

AAIALTIFUNUS (Greenberg, 2010; Reinartz et al., 2004) waziin1sunnalulad@edinunio
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Web 2.0 1Uszgnald (Trainor et al,, 2014) Aty UnANNLTI905UIBIT SM CRM danansenu
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1. AanssugnAnduriusynadedsen waneds Aanssugnénduiudgnliiunsdedsny
(social media) dfio1dunagnsnagsafatuayulagszuuuazmalulad fgneonuuuiile
saifumsadesaugniuiuuiiufuwus fugnéuag maaununiiudu tieliiAnusslomis
aowrle vuituguaalindauazenalusda

2. wamsiiluay wnefla n1seunenansEuvesRanTIIgnAdTUs 1 sdedsny

AOANANTIVDIDIANT UALHAGNEVINIGINVBIDIANT

v
=

3. AunugINTsU nunedia sunuedrmilafiiintuluedng Fududunuilildfaen
nswanudnsueilnenss wsearananlein Wunsiietuvesiurueie q lunisaiuianssy
Man3ean W ArlganglunisAumgae aldanglunisiasaiseses Alddrglunisidunig

AUNUATULIAT 918

nIBUUUIAALTINY YY) (Theoretical Framework)

NnUszduRRn I TeunumunguiiAeafuudev (theory of the firm) ngufinng
1139817 (the theory of marketing) 5uEuIANKAZUITEANY q TAsITesfUUsEAU
\Rendos Feunannuatuiissyndnnuiyuuesuugiunineins (Resource-Based View: RBV)
LaEngufFunugINTsN (Transaction Cost Theory: TCT) fidnaranan1sALiuyoissna
Buanvgud RBY uyusesuiuguminensfiesdnsaseunsos Faudunislviwensdsd
Judwiisudedlauazsudedddls ieldlunisnandudviousnisndnvesesdng (Wernerfelt,
1984, p. 172) RBV 1unquiflanansalugealdivievlunsudsiuresusonls (Bamey,
1991) ninensvesesdnsiiudunsndfifianuemzianzasausnanduyugsnss (Kamyabi
& Deiv, 2011)

dhuvnud] TCT ifimsfisnafidunasgu wiannsadensluundldindumsiniy
YDIUNUAN 9 2INNIANTUAINTITUININTHAIN (Singh, 2008) 3B1R2NA1ILAIIN AT
melussdnsudninduas neliifinanugydoninisnaindwihlnandunussnssy (Coase,

o

1937; Williamson, 1975) &an15ldnguidunu TCT AvasAnsaunsavinliiinnasiingy
M1A8%u (Thechatakerng & Rialp, 2005; Brouthers & Nakos, 2004) Aeiugllguidsasiensay
WNAALTINGEY 31NV ef RBV Nidwnaseanged) TCT AineliAnnansenunimaniiuauves

29AN5 (Revilla et al., 2011; Khare, 2010) Fanmii 1
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Resource-Based Transaction Cost Theory:
Performance

View: EBV TCT
(Barney, 1991) (Coase, 1937) | (Kiipper etal.,2015)
(Wernerfelt, 1984) (Williamson, 1975)

AT 1 NTOULIAATIAYE (Theoretical framework)

= @ ¢ va o
NU1: IINNTTEUATISNUBIIY

Fmumsvesianssugniduiusmedodeay

PNYUNDIVUFILNTNEINT A Vuiifuoruuiuguveminensiiosnsnsouases
wazdunsldnsnensieriduduitsusols (tangible) wardusosaily (ntangible) ity
TunskanduAviseusn1g (Wemerfelt, 1984, p. 172) Hunt kag Amett (2006) aguinauduiug
naneLdunsneInsvesesfng B Vargo & Lusch (2004, p. 15) UsztliuITaluIn1snienisnans
“aysngilanwiu” Ae guumsudsuanasidusiodlsinlugasidusiodlails nsiiufduus
wazawdutuses ool dnvardudeslails Bery dorfutinivnisdrdnuasdugsicy
MnandedNiusluna1nusnIsYIwuY 1980 (Hunt & Amett, 2006) UsIN)NN30IU0IN1TAAIN
Faduiuslasuniseensuidulse Rmansfifianuddey (Coviello et al., 2002) Fsn159a1n
Weduus (relationship marketing: RM) gﬂL%‘aﬂd’m‘;luﬁugmﬂ%’snagwmﬁ%msuQnﬁwé’uﬂ’uﬁ‘
(customer relationship management: CRM) usilugadagiuianssugnAduiusgnuesindu
PONRALUUA SR N emsfistunesdedsay (Harrigan et al, 2015) JuiansuTAnansINgNA
ﬁuﬂ’uﬁ‘ﬂmaLﬂuﬁaﬂﬁmqﬂﬁwé’uﬁuémﬁaé’ﬂm (Greenberg, 2010) NNSNANNAUR 8T UYDIED
mqé’mmLLazﬁaﬂﬁmgﬂﬁﬁmﬁuﬁﬁadwLﬁuﬁafﬁwLf‘f]uLLasﬁﬂﬁ’ﬁyaﬂﬁqéqéwmifuaqﬁﬂﬂuﬂﬁﬁwLﬁu

V195309 LU INaINTaimaUsElesinInsiudmasaNaN1SAEINILYBIDIANTTIAYY

A4 o

(Woodcock et al,, 2011) asulainfanssugnénduiusnisdodanu (SM CRM) S Tmuin1sunain

AanssugnAduTLS (CRM) Wuguusvgyiwesianssugnaduius fis nseaadeduiug (RM)

Farnuduiusaananadunineinsvesessnsussinnisudesidle
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namsiserewnthidulngdusuinnsld sm cRM deareusyansninaruduig
fugndn sesasn fie nauszlevimanisiiu (manuan) Fesuifuiidununaziiavledmiy
onsfidugUssan Ao nausslewininsfuilifennseneifisduiasmaansiuyu (119197 2)
TnensifinduvessenvisléfinmanaaouiBesedng (Rodriguez et al., 2016) ufinuanen
Tumsandunuéalaildinismaaey dogrefunuiianas 1wy funun1snIIman (Schaupp &
Bélanger, 2014) AunuMsIAUTNIIgNA1 (Woodcock et al., 2011) AuyuNIgINTSUAUgNAN
(Coltman, 2007) a1 ianansaandunulsinsizasiauiinsfiuanugnieuazusiug
Tun13viganssu (Huges, 2002) iy SM CRM amnsnanduruiufienidunusanssy mee
Huduyusig q AAnduildldiinnmasdauas msvimaduitundeumaasugiaves
oadnsfidnday (Williamson, 1985) msidereunthidlmiiuis mamaadeduiusdmalisuyu
g3n33uanas (Cheng & Lee, 2011) uagltinaluladansaummanunsnanfuyugsnIsuneNIsnaIn
(Muller & Seuring, 2007) SM CRM 11131031N§ UMW A9 Beduius (Greenberg, 2010; Reinartz
et al,, 2004) wazinsiunaluladdedpunio Web 2.0 wUszenald (Trainor et al., 2014)
Bdlundadu annsAnuiues Krasnikov et al. (2009) mslifanssugnénduiusinasenisan

AUYUTINTTUNNNTNAIN AuAIANITAIINTY SM CRM Y8309ANTaINafan1sanduugsnssy

M19199 1 aunsfnwfanssugnAduiusnsdedenuiunanisaiuaureseing

Tnednslamnusaonans

frudsdanans (mediator)

1N3YIN51IUNIY (authors)

mmﬁqwaiwmqﬂﬁw (customer satisfaction)

Roh et al. (2005)

susvesanulaiSeulunsisgnagnsyadunanisnain

(market orientation positional advantage)

Coltman (2007)

AUEINTONNNITAAIR (marketing capability)

Chang et al. (2010)

ANUENINTINTSIeLlEIaIgNA

(customer-linking capabilities)

Rapp et al. (2010)

ANUANNTOVDININTTUGNAIFUWUS (CRM capabilities)

Harrigan et al. (2010)

Uszansnmudndasilng (new product performance)

Ernst et al. (2011)

ns¥uvesgnAsunsasuluaudiug

(customer perceived relationship investment)

Zablah et al. (2012)

ANULANFLTINGYNS (differentiation strategies)

Wongsansukcharoen

et al. (2013)
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fuUsdenans (mediator)

1IN3¥IN15%391UNAY (authors)

ANUENNNTYRININTTUGNAFNTUSN 9 FR AL

(social CRM capabilities)

Trainor et al. (2014)

nsTENTusdyIfUgNAUAENSEUIUNTVRIBYaANNANTUS
(customer engagement initiatives and relational information

processes)

Choudhury & Harrigan (2014)
Harrigan et al. (2015)

UsganBnmueanszuIuns wasnan1sufiRauiugnen

(process performance and customer performance)

Kapper et al. (2015)

NAgNSIEAUTINA (business strategies)

Wongsansukcharoen

et al. (2015)

Uszansnmauduius (relationship performance)

Rodriguez et al. (2016)

SM CRM Junagmslal esduiefiaisnisinadlunsimuinasSnwanuduiusiu

[% (%

gnAn Wunisysannisvesianssuiiieadugndi neldvalulagndueundinduiodiny

Y

aaulatl (Greenberg, 2010) n1slinalulagdedinuiidvinadoninuaiuisnvesianssugnen

v v ¢

ISRty (Nguyen & Mutum, 2012) ﬁﬂﬁLﬁﬂmsQﬂﬁmﬂ’]saummé’mﬁ’uumLﬁum’mé’uﬂ’ué
fugnén Bsluntifudsdiarmannsalunisdifedeyaiieinuosgnén (Greenberg, 2010) 91
madeuianuduiusiuaimausylomdanine lidesdunsded Joiudu nisTawvan
wuuUneeun safisanansaanduuveseddns (Nguyen & Mutum, 2012, p. 404) izl

NAYVISTIHATUNITANAUNUTINTIULALAUNUNINTINYDIUTEN (Parvatiyar & Sheth, 2001, p. 5)

i

a

uaraINMTIATgikardunTiunautuandiifuiduilolviiussansaw sM CrRM
dawariomsanduyuUsziiumugiignnafiee Téud seldiy wadlsdiy wasldnaneuuny
MNMIaT (M7 2) Busumnmnudassingimslinagvsiansugnénduiusdssanseny
FaaufuUssansninduyu funuiiinudu suduiissnssumienismann (Krasnikov et al,
2009) 8nts SM CRM IdinimelulaBansaume (social media, web 2.0) W szynald (Kupper
et al, 2014) mmmﬁhaaW’fmquqammléimmqﬂgﬂl,muﬁ"ﬂﬂ (Maller & Seuring, 2007) N138A
AUNUTINTTULBVBNAAONANITAN Dunuingy (Tomassen, 2004; Brouthers & Nakos, 2004)
nmsdnluefniiniuniuaiisaaanisalifld sM CRM vesesdnsiinadensanduu

3INTTU kaENITARFUNURINATIANasaNaNI AN TLNUNRTY
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Fideuldnisideienans (documentary research) 353aunssuitiendosiuussiiu Sm
CRM fidsrasiananisiniuiuvetesding lnensdudutiinssuiudumassanssuees Vom
Brocke et al. (2009) 13131NN15AUMIANITETS LilD9a1n SM CRM fiannsfieadeaniadnu
NINAIALAYAIUTEUUEITAUNA (Lehmkuhl & Jung, 2013) Fumlunsanstuinasdaden
U‘wmma]wﬂmiﬂixsqzﬁsmm‘aﬁagslum'ﬁ%’mé’uﬁwm SClmago Journal & Country Rank 18u
unauatuliNLan wSngy Tuaed 2010-2016 s1zlud 2010 1urreiiRanssugnén
Futusgnldrunedodeny uazilulseiiuddyuosnisuinsianisnisnain (Band &
Petouhoff, 2010) fisufunIang udoyainsarsdidnnseiindvesuninerdoudldain
d1nfun The American Chemical Society 1% Emerald Management E-Journal, ProQuest
ABIl/Inform Complete, SpringerLink, ScienceDirect, EBSCO Business Source Complete 5?117?@
farumang uteyanainuIynisniia (Google Scholar)

MsfuvAmaN (key words) Tagldmddnlunsdum 2 ngudrifiauiAeadeaiu
Usuiduiidnw T ﬂﬁjuﬁﬁ‘ﬁl 1) (“Social Media Customer Relationship Management” %39
“SMCRM” #38 “Social Custorner Relationship Management” 38 “SCRM” #38 “social CRM”) uag
(“Performance” #3e “efficiency” #3e “effectiveness”) LLazﬂa:uﬁTﬁ 2) (“Customer Relationship
Management” %39 “CRM”) U (“social media” %30 “web 2.0”) uag (“Performance” 5o “efficiency”
3 “effectiveness”) ldunenusiaay 17 unana wdantihmsdumivimiuasdoundu
(Forward search and Backward search) IngUfUfin1uuuiniewes Levy & Ellis (2006, pp. 190-
191) BuAINAUMITSUNTsHEaUNEUINMSAIANNN1381934 (references) ToIUNAINLET
madenunaruiioglusadafiansanandiidfuingsd 2010 uazunanaiu 9 asdedldsy
audenlunsgninluéneds a6 unany dmsunsdumuuuludramindenunaui
Iesuanufisalunisgninldnsds 14 Google Scholar AnszRsn1sendatmun (cited by)
ausafumunAanulaiy 5 unany fatuennszuaunsAuassanssulduneudmsy

MINATIERLAEFUATIEN (analysis and synthesis) MU 28 UNAIIN (NANLIN)
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289 SM CRM damasinugnludszduussansamanuduiusiugnd (n1anwan) lewwnain

[

VN IRAITIENITUS (RM) gnieninduiiugiuusvgy1ves SM CRM (Ryals & Knox, 2001;

Harrigan et al., 2015) ?jwqw

hi2
A

2
a

anAtegssiaiiies detluwuifndn
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s v

SnadadedinistienuduiussuAidnissandiofstunar fuaiuns mirlugnisadayasn
(Morgan & Hunt, 1994)

SM CRM @1n30@319yar liiuneddnsunnuig 1w sanvie 18ls KanauunuaInnis
s drunsewman gnAnsielul uaznisanasiunu (Mef 2) srzdedenmdunisuden
FownansindedeansszninsgniniussdnsiiariuliAnnsiujduiusdatunas fu thung
A151Y SM CRM 17'ia'waGiaﬂixﬁw%mwmmﬁuﬁuéqﬂ?’ﬁ (Choudhury & Harrigan, 2014) §s?
Usgdnsnmennuduiusanduseneusig anudnduazainuiianelavesgna (Jayachandran
et al,, 2005) Fapufianelavesgnéntudmadenanisfiiuiuvesesdng (Reinartz, 2004)
deunnnsonefifinduinnnanuimelailugmafinduressslfinunisifanss
\uBTIBLUUsRBLed (cross-selling) nion1sdefiuenivileaindudman (Rapp et al, 2010)
uenaNtuNgLLeLIAnan TuAssgananslml Taldvguimansugmansliiiay

1 v v ¢

dnetuigmsimuianuduiiusiaznimaleiunenusenitsesdnsiugnanielviia

mudUTLSIUR Ao nguifunussnssy Jutiuluiinsilifunuvedaseains uasfuyunis
Fansanuduiusgndnliivnfian uasifiunaneuunuggauneddns (Rindfleisch & Heide,
1997) ssAnsfUszgnAldRanssugninduiusdmansenuisauiuussansamauny wasd
ddayeeinada Ae finnuaunsadaasuliussavsammetlaiiuty wasilosvevianiuly
osnafinmai3oudnslifansagnénduiusifusyavinmastu vilvFunussnssuanasdon
waziiurlstuon 9| (Krasnikov et al., 2009) Fadupainnsld SM CRM azdsnasionanis
sfunuiifintu Tnsmnuannsalumsasdunuganssuvesesdng Seamnsadmunsusgiy

v

SM CRM darasanan1sadununfvunIunIsanduugsnssy

AanssugnAduiusn1dedsny AUYUTINTTY HANSALIULBIANT

\ 4
\ 4

(SM CRM) (Transaction Cost) (Organizational Performancce)

Al 2 nFaULIAR (Conceptual model)

= v
NU: HLYU

unasy

a ¢ o

a3Un19lAT18kardUATIZRUNAIIL I9INNITNUNIVITINNTTUUAENTITY
Welsedng Buduaindnivimsuininefisuss@nsamees SM CRM xasananisaniiduemuy
YoeeaAnsenwnunsRukarldlinisiu wivssiuidwanindian Ao Anuduiusiugndn

FaulAwn nauselesuneinunisdu (nenuan) Ananddulngdubenisansdunu
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(M15797 2) Hlesannuin nsnatadeduiug (Cheng & Lee, 2011) uazfanssugnAduITus
(Krasnikov et al,, 2009) dsnalsifunugsnssuanas inszn1sinuiiiuaugndesuay
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