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Positive Word-of-Mouth Communication

and Customer Gap of Short Message Usage

undado

hupsfalmsnsmnnsfinswfanusesannduddadd 2523 TmmuwAeasReanmsty
Lﬂﬁﬂ%mﬂamﬁﬁmﬁ;tﬁ3miﬂ§"iafummquIa@awﬁumﬂﬁawaiﬁ'qsﬁaImmummﬂu‘q‘;ﬁmﬁ@ﬂwasha
pouaziidnammluawamnnian szl pAadaem sl AmalvseannaBeuiasenang
?imwm'[mamamnmﬂmﬂwwmm Swrodvin Insdwiadeuiiunainam TuifagdiuuAnag
Siarui (short message service) nmum_lumm{lwamsmammﬂmﬂaﬂwmmﬂmﬂwmLﬂaauwammn
1u‘ﬂmuammnummwammﬁummLumwummwamwmmaulﬂml:m‘lsﬁmmaq firalmifierl s
i Tumafinnadetasfinsniiadomadishe dasimsnsdstonmusi shor message service)
o TR sniuasgnén (sicuational factore) LeENATH (personality) mmgluﬁuﬁm%au%mi {product
knowledge) AT AU (product involvement) ﬁﬁ@ﬂ%waﬁanwséamaﬂmeiaﬂmmamn
maamumsmmwammn'ﬁﬂamm‘lmﬁmmma*umanm (Expectancy disconfirmation) #&dangnen
fimsdashmhngashnmatan uay Namamﬂaemaagﬂmrlwmmﬂammaumiﬁﬂmmmﬁumaﬂnmam
ﬁ‘szmnmﬂur{ﬂﬁu%’mﬂ%mﬁ&ﬂy {Value added service) ‘uaanﬁéﬁammgu {short message service)
apslmdwiefoniimunduiliAnemeddoradubivand 6 @ousailméwiadanihdmn
NYUNWAVINGS WanTIveaa s ey T8 gréfifsssiunmmmfini gnénfifianmdain
duas gnéfiflenusnansnmaisny gnéniidleaufiesousedenm wagneRm AR e
femudaiatdamsfisnmnaaihnludon uanmﬂ{f@ﬂﬁwﬁi’imi?;am‘imn@iaﬂmlﬁdmnhﬂ%mﬁ
%’ammﬁy’uﬁmwuﬁuﬁuﬁdaigﬁumiaau%ﬂumimwimaa@nﬁwﬁﬁ‘sgﬁum'ﬁaau%ﬂunﬁmw’iﬂuu%mi

doenmduinnudiiusaamatar anﬂwﬁm‘m@aauﬁmNﬁgmﬁm%wﬁﬂ'nfmu.wumicﬂmmaﬂ'wa@iaLﬁm

tl,ua*cmmiﬂ‘;‘wmwmmmL‘nﬂﬂmaanm {Customer knowledge) Lwaiwaﬂﬂwiﬂquﬂmﬂw {Value) mmm
hmmﬂammm Nmmiﬂfmﬂm‘nmﬁ‘avﬁumirmmaﬂm (Customer experience) ammIldsms

* e dhsfainendt amivenduefin, damaomehe i Tnfauedanaugiedu i (anmg




msdomstndshamuunisdouiiwsovand lamsidosmsasdufondiudu

Hoameem Taelilamalignénlddnsuuunsdeaamalulemefions uandalamaligndldudva
fumlumslimstanmudillemasdnmasgnd mdmandos bimsasonysulysdinammes
snsnsffehemsBaiushninoistirvun leud daduduyeeausssdumstnsulumsmant
yanrnhesiaiitfd ey ssnsiAndiesiuniadomtleal 91 sususasiusesgné (Adoption)

uay eniludibmeena@e {opinion leadership)

Abstract

The telecommunication indusiry has undergone dramatic changes since the 1980s. These
changes have been driven by globalization and by the revolution in information technology. A wave of
development and reform has been making telecommunications one of the fastest-growing industries
and the one with the most significant potential. In Thailand, demand for telecommunication services
changes with different group of customers such as basic telephone services, Internet, mobile and
other services. At present, SMS has become the new service growth point of the mobile communication
operators. In the mean time, short messages also played an important role for diiferent window
wehsites to make profits. This study aims to investigate the antecedents of customer gap in short
message service such as situational factors, personality {or persenal factors) product knowledge and
product involvernent. They are influence on positive word-of-mouth. Moreover, it study the outcome of
expectancy disconfirmation and repeat purchasing behavior. This study has conducted the survey
research to ask the Bangkok respondenis who are familiar with short message service at least 6
months of four major of mohile phone service providers. The hypotheses testing result found that
Involvement decision, Self-confident, Sociability, Social responsibility, Preduct involvement significantly
related to positive Word-of-mouth. Moreover, the positive Word-of-mouth significantly related to
Expectancy disconfirmation, and the Expectancy disconfirmation significantly related to Repeat
purchasing as well. The managerial implication should emphasize the customer education building
particularly customer value proposition: in Short message service (SMS). Manager sheuld emphasized
the customer experience with SMS usage by offer the special occasional event and cffer personalized
event. Futire research will be reconstructed in personal factors, and expectancy disconfirmation which
are low reliability Jevel. It alsc will he considered to add related variables such as Adoption, and

Opinion leadership.
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usiRatumnmseaulate Sedashmsusnan
uas s RN neAudnbslafie
Wuneuatanns enuiAn wasdnflsnvaingy
Sl (Asseal, 1995) Tumamssihagnéniien
ferviudh Low Involvement) & mafawdl
arwindysasadiilnatien milkdAlnalidan
dasnnlumsdandadudig ussdualnedld
gyt niemsdaiulation e

Audminldifedufuaraunl anaddn uas
i maanguemas i AT i
Fuaudnnnifietdnwalaludud sndasain
dethnynatnamhfdanaiiududd
ﬁaﬁumsﬁﬂmm%ﬁmumﬁmumﬁmﬁgﬂu‘lﬁﬁaﬁ
. Ho3: gnénfifinmaiuaiuiimiadeie
T Anrstamaduay famsdaiudsamsioss
1hndathnlbwdsuen
Ha3 : @ﬂ?’f’lﬁlﬁﬂmﬁmﬁuﬁumawﬁmﬁﬁﬁa
Lagmefannsduasiionudiuidensdass
1hneathnbwdsuin

awghiduimomsdomistindatn
(Product knowledge on Word-of-mouth)

anuludumesnsoutadu 3 sy
(Peter and Olson 2002) 1éun m’miiﬁmﬁu
AmuTnizIB9AUA (product attributes) vstlemi
Hrnraasdu (benefit) uazamienAud v tignen
wela (value) nanda Bnuwdaraslditns
WaswieeYNe (Means-end chain) umedanles
mmi’ﬁ;aapﬂ;uﬂﬂmﬁmﬁuﬂmﬁﬂwmwmﬁuﬁw
(product attribute) fuemadfeniunafionsan
(consequences) LLﬁgﬂmfﬁiwmauﬁw (Value)
%@Lmﬂ@haﬁ'ﬂumiasqﬂﬂaLWiwzﬁuyuﬂqlmiLLas
amuanlansfSlneudazauuanehatiu Sausdh
KAGTT LA TEU AT EUA AR ueiHaiWS
qevhmasusiasmuuans i warAsignavia
duslnedaamsmamnafis eoslslemifiensnmide
ameniignémiagulnadeentslddy

PNMINUNIITIUNTIN (Bearden and
Etzel 1982; Bearden, Netemeyer, and Tell 1989,
Price, Feick, and Higie 1989) umsfinuidy




msdomsnindothamusiniudouinmovani: umslduSmsmsduiornudu <

sjananss ey g Aaens (commu-
nicator) M'iwmmﬂﬁmﬂgaﬁw (similarity) amah
L%aaa (credibility) LLﬁﬂﬂ’me\H'ﬂ\ﬂi} (trustworthiness)
@iam‘iéam‘i‘imiwuﬂﬂa (interpersonal commu-
nication) pthdlsfienadlafemilefifinansmuse
msflesrsthnaashndaemsdamazemadila
dodeyauiabifianueils amadtlanaemsldn
msthystadudn arananaléh AnadmEuIRItaya
(vividly information) SEvEwanehannsiomasinaula
usinffush (Kisielius and Stemthal 1986; Nishett
and Ross 1980) ﬂﬂﬂéﬂﬁﬁlaﬁﬁﬂ'}ﬂ@iamﬂL%\‘J‘.Ll’m
Tumsasstnamnerandiladoyaifeniundndiom
agausin vhlUgnmsasnsineiathnit e dasingd
Suld anaiansd lasnandeimrivasgné
{customer knowledge) wazsaliausafuam
(personal taste) maamuwaﬁ‘lﬁ*ﬂaﬁagaiu
wasTnagnSanaliiindamandms i
yeesBulunmomazmATIdRIM A LsaY
UAaa (tailoring information) Turmamsihe win
gnélinmassluioaeaiuniawiunsminl
RELEURIUGREYAAD (Beales, 1981)

mafommhndetndaiugaaments
dosnstsnnmibifierauidialaale consumer-
dominated channel of information) naM@a ﬁzﬁa
Faemawnvihiidhusinmseene ludon (Amdt, 1967
Silverman 1997) Filnaufianmmideda Gashuas
Pneladaundarnstaya mausrendaynaas
dudlneiiufadlnunssmnamissdlundesom
uazsaf dannmadieiuladensBaios G
wavmadeinen navfaduilnarnntananios
withdsnndslsidhuaniundasmsitny sidawih
Auslnafiuirdosufusivund anuidnuas

nSunuusimi [ITY

mataxusdandafaEiie (Cox 1963) fatu
mﬁﬁﬂmﬂ%@ﬁmmiﬂﬁmuﬂﬁuNagm‘lﬁﬁaﬁ

Hod : gnénfiflorndludusdluusnn
SaemdaslFerdudsansiamsthnsanhn
T auan

Had - gnénfidiroudlududgahasms
Samuduasiinmsdiddanstass hndethn
Twgann

msdaaistndonnius:dumsaausu
Tumsmandv (Word-of mouth and
Expectancy disconfirmation)

TedumssanFUlumsmaniaignd
eneIUANA 9TEATINAT [N AU MR
T‘ﬂ?éﬂ (postpurchase performance perceptions)
LazmseeniaaaBudinionde (prepurchase
performance expectations) I@yﬂwiﬂwmw}a’mq
ﬁuﬁwﬁau%"a (expectation) MR NYszaumel
LLazﬂm\lifLuaﬁ@madQ%a (past experience) H1310
unsaaeeg Tarlaannslsnsen (external
communication) s FifasaumReshaLneathn
(word-of-mouth) ANRaY AINENG viaang)indtn
fmiunailéfuandudmdsmesaiaanmsi
ﬁﬂmsmmmwmamﬁ%ﬁmmmLﬁu (Value added)
Taudn doquusnfiuauliignésdasnnnd
dupanigndn (Cost) Tedwnuaasandn dalvg)
o 1 (Price) 9avAUATINGS (Ziethaml and
Bitner 2008) FaAudiussiussdumasausy
lunsenevisasgnén gnénimifeanadiownla
Goaziiuldothotman daudliinsaRuasdums
panFulumsmemisnsgndn avisfiaweladag
(Winer, 2000 - 364) Inagnéniinanalalududn




msdomsthndatinnawniudauimoognm ?umshl’u?.msmsduﬁag:mfu

VoL gnéndinnauandefudivia smdEn
yiafimsuushAudwisarAmsWesiu uasriilk
Rennmsfaamhnashnifientiudnaaviaging
nlvgnénifineamanalagage meassihagné
::2 L4 1 1 e & ;dl
aalaeuliwAudaasdudeduinm Gonmwi 2)

aviia & (2647) Iovimsdinlugsha
Useidianenfumsfaaiuuthnaatn (word-
of-mouth} Hanuduiuifunisinmgnen
(customer retention) W8t wuh gnénazarfi
armeinll ynnifiuienlaneme suiinsndn i
Su newnsiEnduiaimasunauazaiu
HidasnslsinnnaBulwmaiia Davis, Guiltinan
and Jones {1979) ThidiufamaRassmewhiayaag
daynamiuaiigussnaugsfasnlugifarnan
4 dac o o wom 8 Ao ow
Aige ilasnAsifiriwadanadadulaiofum
25 v vd W 4 wow o
andrin T lasumMsuannaraigiudiadue
A o § v a 1 & o wh Y ey
Tumefidaralfianmsdadud uathdzalas

rseeW i sInIAueNEWTa

AW 2 Lhmmﬁzc?{umiaagﬁuhmimmﬁwiammﬁawaﬁh
(An Expectancy Disconfirmation Approach to Satisfaction)

mauenna LR maﬁﬂﬁﬁ%mﬁmmﬁaLallums%a
wialifiemsAnaudafiotn ussmayaiiuaty
Usegumsnifindearaiintudenn vl
miﬁaﬂwmdwmﬂﬂac;iaqﬂﬂamazmmﬁdwaslmﬁu
goiu nsuAeulaadndonlumsRarissewii
yAaasiaynea rigbann Relasemaaeibs
§rAudnyi3erSms (Swan and Oliver 1989) A7
walauasfiiAlna (Oliver 1980) aﬂuuﬁugmmaa
Tunamasani/mshisasuemumenisinagne
{Confirmation / Disconfirmation of Consumer
expectancy) laeSuUfiEeNMeaWTs (Expecta-
tion) fuWaTITBIRART DM (Porformance) WWNET
1 nreesssesn e SsmaslwdarniiBriva
oo unghislne Tarnamrsadhmns (o
pesmasnnumanisaasgné sy Snasa
meaeaAana lavasgnEIad emaflona laung
anérutisaanaehadaion fgnéifinerallaifiswala

d'\l [ ¥ X
A LA N AURIMEINTTIA

{Prepurchase Performance [*
Txpectations)

™ {Postpurchase Performance

Perceptions)

JefiLnTsanT
» Tumserienta
{Disconfirmation}

'y

anmavalammaliiaels

Hin: Oliver, Richard L (1680)




msdomsindormmunndudouimoavani fomsidusmsmsdudorsmdie

Weadntior gnéndnanseunduanlwdva ey
=) [ dl W ) & ¥ & 1R
faiwdodfinia wamhgndfinarwlifmala
an sihbignénbindusrdadn wsithgnénfaenm
liftawala wazUEmimsLudseenad e
o ° & P =3 = =l :1: lﬁj

gaagndt vhldgnenifaenuiweladnnimi
uamhaEInsRane [9guge (Anton and de
Ruyter 1991) diaslumsanmnasafisnansoniiviue
anadgléidion

Hob : gninfiimsfasnahneiathnif@amn
flussmstaamaduay iifienudsiiddasedu
mstoaEUlu ey

Hab : gnenndnadiaaathneiathnidsinn
gelwusmsdeanuduseiianaduidasséy
mseasdulsmameand

s:aumsaousSilumsmaniuna:msio
thuougnm (Expectancy disconfirmation
~ and Repeat purchasing)

ﬂ’;i‘%ﬂ%’ﬁiad@nﬁ‘] (repeat purchasing)
uamsliuRown@nssafinsasaant gnérdien
aininfuasdnsld dathadu deduilnaugng
sanfsenafluarnrauiumsasdnvitanile
asfinsau WadonnurassidByssdnmdausn
emwAmiufafuasdnatudin vadiegnd
usskaenIRaTHEnUIeing lumsdmentia
wnﬁﬂﬁmaaé’u’%‘[nﬂﬁmﬂuﬁaﬁmﬂ@iamiﬁmsl
uaemsditls ynesusnaweinTsmennlaeiialy
finqenadasiuanuslafigalald (Ajzen anc
Fishbein, 1980) amaiéis it unasnanndseatunsnl
viotayafidniifieradatudinduilng muds
msuviseriruefusimeiladnluwgfings
mtadmasdulng Johnson and Siikit (2002
\lﬁﬁﬂmmmwuaamm‘%m‘i (Perceived Service

| sunuusind (7]

Quality) lfiRemginssuaadislarasgni
(Customer Behavioral Intentions) El‘ff SERVQUAL
Tumsianmummassmaims Wit
Tnsesanen mhmssudiagamuenamialusmmm
sasmivimsdiunmufiandadeldlunisuins
gafialmsmsnnasiahe) Tutsemellng uasatiay
H meiaamn e mAnTsiey SERVOUAL i
wangass LTI Pansnan TARoRUH 730
Tnsesanpalldsunsumfigenninsmsmameanm
Fisdialld %&Lﬂuﬁmﬁﬂuﬂmmwmmm‘%m‘maz
Igasummsnammaienlald (Sirikit 2003a) aseha
fu sirikit (2003b) 18 Wndaqomnmusnsd
avudiuiionadslslunmn denl s
Trsftwiniionsi ufietmany wananii aufin 787
(2547) lévnmsdinn lugafsumeiudiafieaiy
APANWLENT (perceived service quality) fiUANH
Falaluniadouaagnin (customer behavioral
intentions) #Lrh qEAMWMISMsgnéiovany

Y e 2 & = v o =
sufeudius wdaanfumgiinssmasola

K v Y g o X 2 A
To WTﬂ@ﬂﬂTlﬂTﬂﬂmﬂ?WUiﬂWﬁNWﬂﬂ% BNeNaEa

amditlada Lﬁﬁ%ﬂ&iﬁﬁﬁﬂéﬁﬁ@ﬂﬁﬂﬁﬁ Ty
Ferfummadeausssdgmienammstiones
naanssal wurh bigndnazfarsasnsunssdases
nanlafions auamw AmslESUasiamudaiug
Fouanfumn@inssumaes ladensusssdaed
VedAn et I@lHﬂ?jﬁlﬁﬁaﬂiﬂéﬂimﬁﬁﬁ%wﬁd
1620 Mlernadiususzrigummima o
wqﬁﬂﬁmmiéﬂq%’aﬂmmﬁﬁmnﬁ'qm Cronin &
Taylor {1992) évimsidunnummanimadinatu
armdslatausifiseiadion Tunwd Bouding
{1993) mswﬁﬂ’am%ﬂﬁ}ﬁ%aéw {repurchase
intentions) wavAIAGTlaTasMERTILAN TSR
aﬁéu (willingness to recommend) lumstnsaag




msdossamdadmneasudouinsovans imslduSmsmsdoaonyusks

Cronin & Taylor (1992) nstiasulwmsenaws
fuarmsnulumannsaerues liesaod e
i Boulding, Kalra, Staelin, and Zeitham] (1993)
WuAMNE AT ludnansy whqmsﬂam%ﬂum‘s
meawia ﬂmmslﬂﬁ%m?} LAzAT SRS
qmmmsmaggau aAnuiawe laduanalFisiud
mauilnedilandusndagudviorimetnets
neTafe Oliver (1996) IdafmeRamaterlaslé
LLmﬁmaammﬁnﬁﬁ1ﬂuwamnmmﬁawa%
Uﬁvnaumammummuﬂa ‘ijuﬂﬁl.‘iﬁmﬁ {cognitive)
?Jumm'i {affective) LLﬁu"ﬂuLLﬂﬂdaaﬂ (conatwe)
mmmmmmﬂwmum‘mm wanINTEIAN
SindBanaswihennaiiane Wfumased g
(Bearden and Teel 1983) Swan & Oliver (1989)
IFdnnssumumandennmssadud (post-
purchasing process) ALERIAINSTUESI
vesshndaLhn {word-of-mouth) matEaFU M
n'l‘iﬂ'lﬂ‘v‘l"i‘t‘llmqnﬁﬂ {expectancy of disconfirmation)
u,a:mmé?ﬂa%’a%} {repurchase intentions) WU
wnmsaeennhndathndanntowa WAaamy
ﬁawaslwm%uﬁ’%al,ﬁmmmaﬁuolumimﬂw‘i\mm‘%{m
firansnudamssoT Rt fnfunsAnmeel
s muesg el

Hof - qnﬁwﬁﬁiz@"unﬁuam%fuﬁlumimm
whidwsmsdoenaduarlifionuduwutes
e

Ha6 - gnénfifissdumasaaiylunisan
wﬁagﬂuu%mﬁaﬂmﬁzmz‘lsiﬁmmﬁuﬁu%@fa
msaad

msYoNRmSIiata:mimishimsinm
{Research Design and Operationalization
of variables)

MFEBANUYNTIRLASATELINMISIAY
i’a:-la (Research design and Data collection
procedures) nsdnA ST ANY M
ﬁﬂwﬂ%‘iﬁmitﬁuﬁmﬁ {Value added service)
PBIMTRID mm'c’?u {Short message service) ¥
Tnsétwiedaitand i Smshdsmon 4 7o fa
15 uaenud aulnSienia e e (ATS
AlsAmabrdwiedaul GSM advance, GSM
1800 ua% One-to-call) 130 Tifia ufeuda
enagfedu ia (wmw (DTAC Fl¥Ams
Inséwiedaudi PCN 1800, uas Happy Dprompt)
131 ¥l aaiiud 41116 (Orange JlAmMsbnasing
\oui PCN 1800) une 13w Svidd Siaft Trdia
fa@iide e (End Husch liAmainaén
winen# COMA 2000 X1) lnelansinmidsdme
(Survey research) %aﬁﬁymaﬂumiﬁnm ULILT
TERIELA1 (Cross-section study) twsewha 1 gane
fi9 15 Fuzieat 2546 FrmueOAYBINGIEBEN
panbiTlehnemuemandanldlifuZoeay 5 errudl
Heddnfisedu 0.05 Urnghldmnesasngy
athafudiusumalTsnnsisansnidedoldan
1w 634 g T Taya WisuLLEEeIN
(Convenience) Toemmiziazas (Purposive) #1H
ngulismamsdsdanmiulitioant 6 Weu
aasbnaéivinanuf uon angamwauag laeld
WAL s el s uyeas (Personal
Iterview) Wowuiiiidormwsaslumsseyuw
dovmm et mavusmalsiasy avgndneanuamniy
Tmsluniasldemmuiicmely




msdoansihndodmmnaisdouinugnh imstdusmsmsduionoudi

Gaualsh 1 st (Operationalization
of variables}

laduamumstizasgnd (Siwational
factors) Tunmdnwessiitsenandag 2 thistan
0 (1) matiiurasgndilumsdadulede
{(purchase decision involvement) anéfeiunfngag
Mittal (1989) {¢ianneasiio¥eiiGen Purchasing
Decision Involvernent scale 15:Nauenssiig
Fn 6 dalausufuanuAaWiMILY Likert Scale
namido 1 = bidiudnsathads, 5 = Giudneaendds
wa (2) miﬁ@ﬁ'u‘h%amnﬂmﬂﬂaﬁmmqﬂﬂaﬁlu
{proximity of others) ¥msIaaTINARTAUG I8
fnaiien namia gnéndnegfLyemsiunife
anuAana e s 1 EBud e anuRadiuuo
Likert Scale namian 1 = bitiudheotua, 5 =
Wndeoenatia

ABNAIN (Personality) Turmsfnnese
yadnawilsznaueay 3 fady fa (1) msde
armdaiilusiues (Sell-confidence) ALLAA
991 Janis& Field (1959) ua¥ Day & Hamblin
(1964) (2) emmasnyadeny (Sociability) 161
fiatllagnain California Psychological Inventory
{Gough, and Bradley1996) 4a (3) andsubianau
dafanNa8IgNa {Social tesponsibility) anan
WUIAA Social Responsibility Scale {Gough,
McClosky, and Meehl 1952; Berkowitz and
Lutterman 1968; Harris 1957; Mohr, Eroglu, and
Ellen 1998) Tunmsfimnedeivimsiayndnnm
Toemsdnedens 3 senumatiadenisaa Toeseey
anNAAWIAIY Likert Scale namAe 1 = lalfiudhe
PEAE, 5 = tindhneehafia

FNUAEAURUA (Product involve-
ment) imsdinmeSaiondeunfntas Lastovicka
and Gardner's (1679) Inen senandnaemuifienin
HURumamaEemoL (situation product involve-
ment) LASATBIAEFUTIRUA LML {enduring
product involvement) 91w & o loesué
AMuAGWRALI Likert Scale nanafa 1 = Wiueia
athafia, 5 = Wiugheoehfis

mw{luﬁuéh {Product knowledge)
Tumsfnwnedsiadfeundiones Smith & Park
(1992) ua¥ Biocca, Daugherty, Li, & Chae {2001)
a3 fmanlmenaudsaadRnifear
anadifenfidudvssemes arsdduvasdoys
Tumsdiodude wavqmmmaaamsindulauiud
Toerszoirmfoufiuuuy Likert Scale namia 1 =
Liiugnenehatls, 5 = Windauathaiis

nsdasmthnaein (Word-of-mouth)
TumsfimnaSaiadunanifety Customer
Behavioral Intentions %84 Zeithaml, Berry,&
Parasuraman, (1996) laediaiBanawizase lizna)
fiumsiessihnantn Wadamsdassthn
dathnyauanan emassinuiulumsuanna
ﬂssﬁuﬂmﬁﬁﬁuﬁéﬁ'u Ndouamu 3 e
TousesiuenufawWiuiuy Likert Scale NaTIdD 1 =
Bidiudaensiata, 5 = Wiudhaseiabe

goiunswanulumamanieasgné
(Expectancy disconfirmation) 1.%!’11‘3%7’1‘1:&'1@1%&5
aFfennAngss Oliver (1980) Tunwianseansilu
mamenTaagiiing dwm 2 o s
madiauiuui Likert Scale nefa 1 = dniige
rindenauiald {worse than expected), 5 = ganh
Fenawiel3 (better than expected)

A3
Inter,
(199
Tum:
U893
=y o
AnL
DelE

NI
Silven
{1989)
wagjein
A
Tnaan
ATty
Adoil
fnws
w5mal
Toen:

Analye
AN
ang
e
y
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Biack 21
LAz TEE




msdensmmdesmmmsmdutouinrugndt kimsiusmsmsdugom sy

53891 (Repeat purchasing) AN
assiadaLwdaNE iy Customer Behavioral
Intentions 84 Zeithaml, Berry,& Parasuraman,

LY ) [3 " cl:v
11996) leadmdaniamzasdsenaufiviuenadla
lun1s%a (purchase intentions) WaiaMTEa®
TaggnenTaTwue N 3 fma lassaunna
AnUAMULL Likert Scale naifa 1 = Wwue

RENIEN, 5 = LAUAIERENIEY

wisefiaTalunmfing (Instrumentation)

whndiaelunmdmnedoiin rednas
NULLEaNANTEY Foo, Soo & Bill (1997);
Silverman (1997); Winer (2000} Lia2 Swan & Oliver
(1989) fiamwit 1 faBinoa sz htlads
mashan fumsdssnsthneathn Taefimesiuls
Lﬁ'uLauu,asﬁﬂaaﬁﬂ‘sznaﬂﬁmmgﬁuﬁmﬁﬁa
Tnseswenlaesjariu madmadiafimans
m'sdﬁamm%u {short message service) 16T
AE AT aSsde (survey method) Tntajs
frnanngsuinTs nsedonmmiuang 4
Wnsnsewiedou 4 18mmineanlsemelng
Tonumsaanugaumnm {(questionnaire)

prsndeiuuazanaifineses

{Reliability and Validity issue)

mTleneianuEein (Reliability
Analysis) gaadulslumaiduedst lasmsie
armFanedsameli (ntemal consistency) ME
§1160% Cronbach Alpha (Relaibility alpha) WU
fulsidnnieendsiennnd 060 S
aandaiilussumaldle (Hair, Tatham, and
Black 2003) anviuiladeiduyaes (Personal factor)

URzIEFUNHENTL Iumsawmwt (Expectancy

5

disconfirmation} Fiendninnmaianmue
Famand 1 wazTAlemEsiaaflTney (Factor
analysis) masefiuaTnina ey
miieEesaLsEnaugaY (1) meiensiasilsznay
[Faenere1T19 {Exploratory Factor analysis: EFA),
WAk (2) M TIEiBILna UG sEue (Confirma-
tory Factor Analysis: CFA). {f@!qﬂ‘izﬁﬂ@ﬂuﬂﬁ
eTievnef sznay aAnniwiwesasdoamoms
Tumsiasulslumsituedsd wonaniins
Ansisiasdlazney e Wi dassans
m‘W‘iﬁl 1 masneasvaa b (A goodness of fit}.
NEEMIANE EFA aneT Principal component
RoeN eigenvalue fstenannnit 1 wuhduls
A lurmsdnmaannasinesemaissmld
TEWTIPEAS 48-69 fRRGAUN eigenvalue agj
sewing 1.25-2.47 vanamirnmes e,
factor loading T84t (attribute) 984
Fulsivmanmndaeyhnistnouni (rotation)
&N Varimax (Hair, Tatham, and Black 2003)
%’ammﬁmm:ﬂuﬁnmw@ﬂauam'ﬁgﬁuﬁastﬂu
$aehanafien factor loading 3NN + 0.30 dw
whaYhmséiaveudasmmuann (elimination)

WAnA MM TS eaas e
MmN TIEiReLsEneu@Eudu (Confirmatory
Factor Analysis: CFA) HAMIAN CFA uanali
WuflaanumanzansauUdaaawu aabia
chi-square Heit (” = 311.833; df = 35, p< .00
iuddyneadd m szdu 0.01, enginth GFI
(the goodness of fit index) = 0.905, Aol AGET
(the average goodness of fit index) = (.81 LAY
¢ RMSR (root mean square residual) = 0.0666

i e S T

2ot T

.
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wamsiing (Results of finding)

meenetaiaiBansaaw

(Descriptive statistics)

aMmsliensiahaGosTmeangy
dnaehaian 634 T wun dhawemaunnh
ey AniduTanay 52.8 somungasinaths
Fanue La‘jaﬁmsm*ﬁqamqwudw aaulngflane
s 36-45 1) AenTudasy 31.2 sanfiangshnh
25 9 Anfhidoras 57.6 sunlysewinlgiusuy
Wndufediuiosas 78.2 uaw Bimg W AmmGn
aéuamannbwios I6un AIS Gasar 53) DTAC
(Gaeray 33.1) Orange (Garay 8.6) wa Hutch (Satia
2.4) TnmRAsA I Bmrmsdsiaen i 1-2 1
Aonhudaeas 732 TN 1 dndsmasils
Tunsdnmndasmmaraue «test SrmwsER
Vi eatia 0.01

MSNATDUSNNGATIW

{Hypotheses testing results)

namsvasaLasdgwunidaasil
(Fommiaii 2) ﬁumﬁg’]wﬁUQﬁUﬂ'ﬂNﬁNﬁ%ﬁ"‘iﬂWﬂN
@mﬁ'ﬁ'ﬁssﬁummLﬁmﬁ'ﬂuu%nﬁ%amm%uﬁu
maRas@sihndethnlwiauan NANITNAEHaL
sNgILTNg gnénfidessemIRE R
TwBmsdarmuduiienuduiusdomsdasain
siathnwdsuan Ineslenatia ¢ value whify 12.407
o Sl eymasti@ 0.01 namadla wingnéniidl
sestuTA s A st e st
gnénsiimsdaamm hndathnludusndsduashos
Hed A atd daneaasiy Menasco and
Hawkins (1678} Wit Blook, Sherrell, and Ridgeway
(1986) neadia Ghalnalaesilusindesiufums
sodulagatuin mmﬁmmﬁui’mmém T

MINA 1 abdEFonasonn MeNdEaiu (Reliability) wasmsilemnsiaddsznatiGaduat

(Exploratory factor analysis) Ragr s nsenm

dFuthlumdma $o | ewedn | emufios | ttest Retiability | emutlnilviu | eigenvalues
fina | {Mean) | e alpha finueler
{SD.) {explained variance)
Hadtamumsnlvasgnén 6 32116| 05117 | 9837* | 06705 68,447 1252
thdbdmynaa 3 | sa8| oexe |47 | 0509 48.954 1.469
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