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ABSTRACT

The objectives of this research are to study the influence of biosocial aspects of customers,
quality of service, quality of relationship and image of mobile phone service providers to the loyalty of
students in higher education institutions in Bangkok. Questionnaires were used to collect data from
1,050 students who were undergraduate students in different higher education institutions in Bangkok.
The data are analyzed using structural equation modeling (SEM) technique and LISREL software
package.

The results indicates that the loyalty to mobile phone service companies of students in higher
education institutions depends on the mobile service providers’ image, quality of relationship and
quality of service, consecutively. These factors have major effect on loyalty in the high-level.
The loyalty of students in higher education institutions is positively related to service providers’ image,
the relationship with customers and the quality of service.

If mobile telephone service providers would like to achieve more loyalty from the students in
higher education institutions in Bangkok, they should implement principles of corporate governance
and social responsibility to build reliable image and credibility. Moreover, social media could be
combined with loyalty program to promote their brands and improve relationship quality with the
customers. Besides, additional investment should be considered to enhance sound quality and network
coverage. The government should also support more investment to develop the network and enforce

the law for equitable services.

Keywords: Customer Loyalty, Mobile Phone Service Companies, Students in Higher Education

Institutions

anatdnanuazanussalym Hu181te8 18 (Oligopoly) HsudazToday

ﬂ’]ja%"]{]ﬂqquﬁ'ﬂalﬂuﬂagﬂﬁﬁiageﬁqg{ﬂﬂf] LWTILNTI LWREHIBULINITARIANUANAIIN
3

v v T a ] QI s
andldasadnufianis lasianizagredelu (e nunayay, 2552)

A = Y A vV o o/d Y A 1
gARINNIINUINIG Sﬁ\jﬁﬂﬂ’]gﬁﬂﬁﬂj’]w Lagqaq LL&J?Wl%ﬂSWLYlﬂVLﬂEJ"i]wNE&ﬁL%flJiﬂ']iLﬂﬁﬁﬁl’]ﬂ

(2
=

Wlasnndaslsaidnaminvasiinsudadlale f  Insdwiiadeunenanidios 4 1o udluamei
9q U

19Usn1T59dasrnldanefaarusiule uas amamm(ﬂ"uaaq@lm%mm@”\mmaﬁl,l,uﬂﬁm:
U

- Y - 2 o A 4
ggyjuiuﬂmnqwﬂqjlﬁujﬂqj (Aydin & Ozer, a&l@]’ﬂ(ﬂEIL%W’]Z?JU’NENI%L“D@]LﬁEN TINNY
9

2005) laziawizlugasnnisunisliuingg
A 1 > 6 d' n:i A n:i U >
tasatalnsanyiiafenn st T0dny
maluladNilasuuiadsagnesiatsy wazdnis
LLﬂom”uﬁ‘uqa ﬁaﬁadagdLﬁuﬁqmmwmﬂﬁu?ms
YINNINNT T NaYNEINNN fnsvdszinelng
amwmaanwuﬂw”uiuqmmﬁmmﬁﬁ"l,;il,mﬂ@m

A o ] A o
IMNYUILNADUUN NAIIAD UANBUSVDINNIG

wUITUgs (a'laiag, 2551) SRR GRE aL
Suwudllnairinldnn uasdgdymgndnlng
1 A% JAUNWFINIINMTINININALAN 1 A 196
L7171 (Reichheld & Sasser, 1990; Rosenberg &
Czepiel, 1992) Usznaununisidsennd
wanInmrUSMInsENsIanIns Insanyiiaaand

:QI o v v dl Y Aa
mazmlﬁgnmmmm iasnulas Eﬂl%ﬂiﬂﬂi



lasgsasinsuavnandulile Fevilwdunulu
mimﬁﬂug"’tﬁu?mi (Switching Cost) AA84 WA
ﬁﬂﬁmilww”mﬁ'aLinafﬁognﬁ”lLm”wiuu'mﬁru
(Dong Hee, 2007; Shin & Kim, 2008)
Foinumdalunsiasuainnuindsa
dwSesfidnda lagiawzandinguindnsnlu
AD1UUQANANN LUANTINNUAIUAT Faiu
@u?ln@julmﬂﬁﬁné’uﬁuim wifazldaglugeis
¥i191w udastdunnasde uazidusiunis
ﬂﬁ@]aﬁﬂﬁﬁﬂﬂ”mﬂuauﬁﬂ@l (Foscht, Schloffer,
Maloles, & Chia, 2009; Srivastava, 2007) %1n
INBIANMNVFNNBT WazFI19ANNANG IRLAANY
ﬂumjmf:vl,ﬁ AT RNAN TN TO I U 9T
wazwan1lsvasgsfialuauina (Perez & Gen,
2006; Wolburg & Pokrywczynski, 2001) 391wl
wnanlainmsaeanuindiuazyinldagnels
wasdidaladudesvuesanunng Sonamsdne
ﬁ"l,ﬁﬂauLﬂuﬂiﬂmﬁ@iaéﬁlﬁu%mim%aﬂw
Insenriindand lusuiazidadunufilalyiin
ToyalumMINUNIU 1IUHULTATIANT UaT3
WAl INayNin1Iaana {NaETIANNANE uas
nmandnguindnmluantugandn e
ﬂgamwumuﬂ‘ma:mjwﬁ"uG)Wagjﬁ"uﬁami@iavlﬂ

AAINNYVDINTTIVY
NNTANBIATIH aéaﬁnmﬁn%wmaa
qmauu”ﬁ@i”m%aé’mmaagﬂﬁw ANINDINNI
qmmwmwé’ww”uf LLazmwﬁ'ﬂmﬁmao;&”
v A A & Y e oA, ' o A, @
Twusns Faududadundinadannuinddar
v a 5 6 di d' % =1
Twusnislnsdnvitafannvaswndnslu

amﬁ'uq@wﬁnm L"lJ(?'IﬂEGL‘YIW&I‘W\%ﬂi

aULVAVDINIITIVY

ATANBIRINNATOULYALHDRILANE

Aa

aw%wamaoqmawﬁ'ﬁéﬁw‘hﬁ'oﬂmaog}nﬁﬁ

AHATNUINIT AHATNANFTUNUT LA

9

mwé’nmﬁmaa;ﬁﬁu‘%msdwa@iammﬁ'nﬁ@iagij”

o

27

lﬁu%ﬁﬂﬂiﬁwﬁmﬁauﬁ'madpﬂfu’%ﬂﬁ
Tnsanriiadau lasfinuanguiszainsfae
wndnsrlusnridugaudnsiluiaa
ﬂ‘gamwumumwiwfu asanniduiuiinsng
Tnydndinfaufidinasdua asldnanuiuga
LLazQﬂﬁ”ﬁﬁ'agjluLﬁaa%aaaazﬁwqaﬂsiuﬁ
m’mmmﬂ’j’mq‘uﬁu ﬁﬁmnﬁm’msaw‘”aga
lagltiuugauauluszninaden Suan 2554 -

W BN1AN 2554

NISNUNIBITIWNITN
= uq: n:? U

NNTANE I WATIR LANUNINITIHNTTY
Lﬁmn"‘umwn‘“ﬂﬁ"uadgﬂﬁw LazUNFINAGD
mmﬁ’ﬂﬁmaagﬂﬁﬂ Atk

Qs = v

AINANNATBIZNA (Customer Loyalty;
LOYALTY) : us2fiana1uAnasadgndid
ANUFIAYALGAFIWNTINLTNT TINRAFINTY
daaldle uazdauiaoigs JafliduagnaArnd
ANMNANG NITLANTUANNLRLINAMITAUIANT
B laganuAnaY aogﬂﬁﬁﬁfuﬁﬁnimmﬁ‘hmu
wnbifienaiunnung wazrainwane (Kotler &
2000;
Patterson, 2007) LL@iagﬂvL@T'j'ma'mn”ﬂﬁmaagﬂﬁw

Keller, 2006; Parasuraman & Grewal,
= o o a A A =
NN DITZALYDINABARALRE W ANTIUNUEAIN
5 ci s 6 A Y A Y A
anuaslanazglusd malmmmsmn;&’lmmms
A9 o a . Y e A a A o
wlmmmmgluﬂafgumwmﬁm@mmmu R
= 1 ¥ A d‘ [=3 =3
a:&mmgamm"’l%mmﬁwauﬂmu J0DINNT
1 tﬂl Qs v A =
vanianeInugiuInsluwdd
= F“ 1 l&l v G 1
ANNRYINNNEIINIRUFAIIRLANT
mwun"’nﬁmaagﬂﬁw:ﬂizﬂauﬁaﬂmwﬁ'nﬁl,‘ﬁa
WOANIIY WazLTIviAnAGUaIgNen (Harris &
Goode, 2004) 1a8N3IAANUANALTINAUAGII
WA NIEIRlngazInan aurnnLkslugs
ATy (Thurau, Gwinner, & Gremler, 2002) %38
Taauadlanaziwg@nssy (Intention
Behavioral) (Patterson, 2004) 7% AN@4laNay
%8 ( Ndubisi, 2003; Zeithaml, Berry, &

Parasuraman, 1996) mwé’ﬂaﬁ%:qﬂﬁ‘wﬁ



28 mmﬁ'n@7@'95’2%@%75%5ﬁ°'wniﬂﬁau*ﬁmaou”nﬁnwv?uanvu”quwﬁnw7

(Caruana, 2002; Parasuraman & Grewal, 2000)
%38 N138BNTUABINAT (Cengiz & Yayla, 2007;
Lymperopoulos & Chaniotakis, 2008) L wa
fumsiannunndeungdnssuiuezia
Inaudlunsde wadnssunisdedfid
Uszdn uazasiane %Gﬁ:ﬁﬂ%ﬁdﬂ’)’]&léﬁﬂﬁﬂﬁ@
maagnﬁmuf&uf’] 0819u1T959 wALIIATS
wqanimms%asﬁywmmﬁ@mﬂmm@;éiuﬁvlaﬂ"ﬁ
AMUANE LT AINNFLAINFUIY AN DY
Au3 0w (Tsai & Huang, 2007) #3a8133sd
dlgd18lun 131U 8w (Aydin & Ozer, 2006;
Caruana, 2004) mMyialFanganssuierinlasnn
LL@iﬁﬁ’]vLﬁﬁ’JUﬂﬂiﬁdLﬂ@lﬁ]’]@Wﬂﬁﬂﬁ&lﬁQﬂﬁ’]
LEAIBON LTW N1IUBN@ank (Cengiz & Yayla,
2007; Soderlund, 2006) N1TUHzHILT A w
(Gerpott, Rams, & Schindler, 2001) n13aanyn
Undeafledfdunaning (sigwes dedsdng
Wi, 2549) 1lueiu aydledn asdisznaunie
n3002u1U5U523nY (Observed Variable) 284
anunAnavasgndn ududu 3 asdisznay LG
NARAGUIZLTINGANTIN Ao

1) MIuandani (Words of Mouth; WOM)
Ao miﬁgnﬁﬂﬁuamﬁhl,ﬁmn”wﬁaga R
ﬂszaumstﬁmnmﬂ%ﬁmmﬁqﬂﬂa5%@1”3aJ
AuLad (Soderlund, 2006; Weiwei, 2007) n1Ine
fondlunisna (Lazarevic & Petrovic, 2007)
@aa@ﬁluﬂ’lnmzﬁmﬂﬂaﬁu B 1w andfvias
wiomeuliuasuniesssldusnisiasetne
Imﬁ'wﬁmﬁauﬁ%mmaﬂ%agluﬂ%}qﬁu (Aydin
& Ozer, 2006) wazwiawazeandinUndasiie
;jﬁuﬁwﬁ'wiahé‘tﬁu%ﬂﬁmamu (Lim, Widdows,
& Park, 2006)

2) mm@fﬂaﬁ%qﬁﬁ'wﬁ (Patronage
Intention; PATRONAT) #N8/8 gﬂﬁﬁﬁumh‘mﬁ
s lgusnsaeluuazltadvdaiias (Kumar &
Lim, 2008; Pura, 2005) #3afia1uaslafiasls
wianauuilduinisandliuinisnoidy

(Eshghi, Roy, & Ganguli, 2008) 5214 f141%n13

auuayunIaldfiud LLaw%msﬁuqmaag}”
lwusns (Abod , Ismail, & Thyagarajan, 2002)
3) N13¢Y AUTUINAN (Price Tolerance,
PRICETOR) #181f14 Qﬂﬁwau%'miai’]mﬁ;g
Trusmslamnuald Taglifaaaziaouulas
AnslTusng LLﬁ’hS’]ﬂ’]ﬂngﬁa/u w3 a5y
°1TaLaua‘ﬁ'ﬁﬂiwmn;ﬂﬁu?mﬁwﬁuﬁmu (Lee,
Lee, & Feick, 2001; Reichheld & Sasser, 1990)
ATLNWANUFNNUT (Relationship Quality;
RELAQUAL) : ﬂ’]iﬁg@ﬁ’]%ﬂﬁﬂﬂ%ﬂ’]ﬁ’l%ﬂ’]EJE?IG
Alaifean ﬁaﬁﬂﬁgﬂﬁﬂjﬁﬂﬁmmLﬁmlumi
4o Lﬁaafnfm@Taaﬂsuﬁuqm@iwmﬁdﬁﬁuﬁaa
ai'ler

a o o 6

auA "o ﬂ‘ﬂ,Lﬂ’]Wﬂ’NNa&IW%ﬁ LNERAAINNLRES

e

3 ”ug“l,ﬁﬁmm:ﬁadw”@ummmé’uw”uﬁ

)Y

ludalazasgnddanslduinig (Kotler & Keller,

@
@ o A

2006) muuummadqmmwmma%’uw”uf lunns

°

¥ =

FuaTInaznINeD

¥

3 mwjﬁﬂﬁﬂﬁmm:mﬁm

2

1 o s [ £

{ a &/ 1 v Qs

daanuFNWuiNLAadwIznitegnanug

v a lé a
1#usns Safieandszaunisoiluadauasns
ﬁﬁqiﬁaiwﬁ'u (Huntley, 2006) 32809n1308%
Tanlumsduinntedislaadreniadnizys
NATUIRIBNAANNHN Y 1471919 1tnla uas

E=} % A H A @R =<
mmmmmaamsaﬂmwuwuganwawa’l%
( Ndubisi, 2007; Sanchez, Ramos, & Velicia,
2009) GIUUAMAIWANNFURUTIIULLTU 3

. < ¥
adnlsznay a9
1) AunNInala (Customer Satisfaction;

SATISFAC) : fnflunuvaInuNINalanuil
HNITINITINWIRNIN LA LA TR NR R LA
wana19nwll udgrnluainazarsdiuiann
o3 lidwduaunua1anis(Expectancy

. . . A o A A £
Disconfirmation) RIoUUUI I RoINladugn
(Disconfirmation Model) (Kotler, 1997; Patterson,

. A

Johnson, & Spreng, 1997; Zeithaml, 2000) T3¢
Wineia 32AUI84ANNIENTIINANUAAIAIY
fuanJananisantduuani1anmsSouney
NRAWTINNNITTUSNNTANNU T RUA IO AT

ANNITLTUIAN T UL AR ATILALIINAUNINYA



anaaszezalaltusns lasSouiisuny
mmm@m"'m%ammg’mﬁ"l,@i”@favlﬂulwaa
H1FUTN13 (Sirdeshmukh, Singh, & Sabol, 2002)

2) anw'linela (TRUST) nanedle szau
mmﬁ@Lﬁwaa@nﬁuﬁmﬁummmvﬁﬁla
T@mwﬁﬁ@iaﬁaaoﬁﬂma:qﬂﬂa (Morgan &
Hunt, 1994) nan1fe gﬂ@T’]ﬁm’mL%aﬁmia’jﬂ
@ﬁu%mﬂfulﬁu%msﬁasjmm%iaé'@{T 5413
fyzuunmsasraseudlginouaznstIsziui
\adeld LLa:gﬂﬁ”ﬂﬁmwL%aﬁmwwﬁmmﬁ
anudesad a5ila INHIFING wazfiganded
anuanutiwalunsliuinisawinldife
ausdaieauduiunlianela (Wieringa &
Verhoef, 2007)

3) AANUHANY (Commitment; COMMIT)
WUNBHY T2 AUVINIURAIDDNHIFUNUTATWAG
FewhaRlAuIne LLmQ’qu‘%nﬁImé'wﬁm?iauﬁ
Asanananumandla anuradle ausn
WazKNWI (Adamson, Chan, & Handford, 2003)

AUNINANMUTNNUT Hulasudani
szviauiisanuiuNusaudszninagliuinuas
anen ﬁ'];ﬂvﬂ”u%mimu'rm’l,ﬁu%msvl,ﬁmuﬁvlﬂﬁ
ﬁﬁw”'ua%”fyng'nl,auﬂuvlﬂmuﬁgnﬁwmwfoﬁa:ﬁn
lﬁgﬂﬁuﬁ@m’]m%aﬁu uazlwaanliangla
(Foscht, et al., 2009) st ldgnsvigaiaiuriu
agingdaLita wazratiatduaunnwudan
(Luarn & Lin, 2003) I@ﬂﬁgﬂﬁﬂ&iﬁ@ﬁi}uﬂﬁﬂug
Twusns IsnatiaidusunusnIwand wazvinld
andAsagnuAINT (Sim, Mak, & Jones, 2006)

nﬁwé‘ﬂwzﬁmadrﬁﬁu%ﬂﬁi (Corporate
Image; IMAGE) : Aaalaas waziaalaas (Kotler
& Keller, 2006) Na17131 AMwanuaiiduainy
PaInNLGe mmﬁ@]LLamamﬂizﬁ'ﬁlaﬁqﬂﬂaﬁ
dofelafinily Gomonndasnuensdn uas
sasLwas (Aydin & Ozer, 2005) G4N&§1771
mwansatreddliuIngy faadnudszrivla
I@]ammLﬁimﬁ‘uﬁ’a;ﬂﬁu?miﬁﬁ@%ﬂu%hmm

andn WIUFINNLINUAN BTN LA RI

29

A A = v a v o A o
mduwndnssy daglivinisldvimialduans
aanmlugmwu@m 9 LTW %amao;&"[ﬁu?ms a3
AU AMNRAINRANLVDINRAN T LAZUITNNT
=3 > ::s' v A v
iwmmmﬂswulamnmi‘n;ﬂ‘[mmmﬂ@u
Usunusiugliuing idudu
mnﬁmwaamwﬁﬂwnimaa;ﬂﬁu?msﬁ
na1INN LLam’j’lmwai"nmﬁmao;j’lﬁu%ms Ao
A a X A o A v A
mwnmmﬂmmhmaa@nmma;&"mmmimu
szruUn13h LLazmﬁqummamquﬁa A
\BHITIDY NTUITAITHIONTIITANTT UATATIRUA
=1 1 6 [ 6 v A
'ﬂaLmaamﬁiznawaamwaﬂwmmaa@l%mmi
(w3 avddsznay At
1) AANLTYIBTY (Expertise; EXPERT)
=3 n:i a n&/ v n:id 1 v
TP RURE mwmnwu‘Lu‘Lwaagnmnmag
v A A ' ) & A A o
Tvusnisiasat ulnsadnvitafaunlunain
ﬂsmumsrﬂumﬂﬁu%mimamummf
A A A o A 9% =
ﬁm:ummsnmluqanﬂmmummaummm
=1 = Y Aa =1 1
Lflmlam"nw’l,uq@]m%mmmﬂ%mmsmiamal
InsAnTiLadaun (Hsieh & Li, 2008)
2) @318uA1 (BRAND) #unafid AW
a n&' v n:l'd 1 a % [ > 6
iadululavasgndnddaaafudn aryanu
4 o A '
BIDLATRIRNNIUNIINITAN TIUIUaNDI
qﬂﬁﬂﬁﬂﬂm:maawﬁmn”mqﬁm%u%mwaa;j
lwusnsinsansiindaun (Hsieh & Li, 2008)
3) N1IUIN1T3ANTT (Management:
{ =) l&’ U {
MANAGE) nanafls mwfiiiadululavasgnerf
1 v =) té v ™ >
fdo Q‘l‘ﬂmmifmLuumwnmwmadmamuu
A 6 a 1 A 1 2 a £ A
NI00IANILNYIEIWLALT 1aIINDIFUAINT D
A A o ' =< A o * A
UIn1INI1nUe Fnduarwiagsiounanisn
& A A [ AA A o< A
AIANINTZUUNSUTUITIANNING FauNuas &
ANVINLTaNE ARENIUIANNTURATaUADRIAN
(Aydin & Ozer, 2005; Hsieh & Li, 2008)
% U v a g I
nwwanwnimaagl%usmwuagﬂu
ﬂi:aumifﬁmﬂfﬁmimaagﬂffﬁ LAZATANIN
A A € A A
USmsnadulszaumsainIanaNeIuNIaInms
lFuTn13 (Turkyimaz, 2007) Ldagndnd
UszRUNITOLNEINVUINITNG taNtiaady

Usenula LLa:Lﬁmf]umwé“ﬂmiﬁﬁ@aQIuiwaa



30 mmﬁ'n@7@'95’2%@%75%5ﬁ°'wniﬂﬁau*ﬁmaou”nﬁnwv?uanvu”quwﬁnw7

ane (Nguyen & Leblanc, 2001) aenWE N
BatlanuFNWUTALAMNIWLINNT (Hong & Goo,
2004)

AMANITNDINTT (Service Quality;
SERVQUAL) : ﬁﬂﬁmumammnﬁwu%msﬁ
#nAT1n153wIuNInba LA N nN ey
( Gounaris & Venetis, 2002; Gronroos, 1984;
Parasuraman, Zeithaml, & Berry, 1988) m;‘i_lvl,@ﬁﬁ
fa nIRa1smlagnInsan niaviauaan
Wigadasnuaaudvesusnis wdadielsfia
W’\S’lﬁgi’m’m WA the (Parasuraman, et al.,
1988) lanan131 Hu18359 LazN1ATIAVD
AMMINUINIRNUANGINUMNIARLTTRIAY
ANTANEN @”ﬂfmﬁﬁ’ﬂﬁdﬁmu@ﬁmm?waa
ABNITWUINITAINUIUNDBIUINIG
Tnsdnvitafond Genuiois n3u3 Henaam
WABaT09nUAINATEILSNITR UGN LT
ANINLATOTIBULFYYIH VINTLETN N3
quagndn LLa:Iﬂsmi‘”NﬂmﬁﬁmmjuVL@T
(Gronroos, 1984; Kim & Yoon, 2004; Lim, et al.,
2006) Taafiasdilsznay asi

1) amAIWLAT02U18 (Network Quality;
NETWORK) g qmn1w1aInsliinuiniadng
tensfadadasns 99ialdananutalaues
CRTITRR LLazmiﬁLﬂ%a“ﬂwUﬁmamqwnﬂﬁuﬁ
(Aydin & Ozer, 2005; Lim, et al., 2006; Lim, 2005)

2) AMAIWRY Y LTDA (Voice Quality;
VOICE) ia AI1NTALIuVaILFaILlunT
fadefasy laglsnAanniFeeTunan wians
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