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The Influence of Electronic Customer Relationship Management (E-CRM)

in the Concert Industry on Intention to Use Digital Ticketing System
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Abstract

This research aims to analyze the influence of Electronic Customer Relationship
Management (E-CRM) on consumers' intention to use digital ticketing system in the concert
industry. An antecedent variable, E-CRM, consists of three main components: customized
products/services, alternative payment modes, and problem solving, which are examined
in relation to customers' behavioral intention to use the digital concert ticketing system.
Additionally, the study investigates three moderating variables: discount framing, ticket
scarcity, and trust in digital ticketing platforms, to analyze their effect on the relationship
between E-CRM implementation and the intention to use digital ticketing system. This study
employs quantitative research methodology, collecting data through an online
questionnaire from a sample of 400 respondents who have previously purchased or who
are likely to purchase the online concert tickets (E-Tickets). Data analysis was conducted
using simple regression and moderation analysis to test the hypotheses. The findings reveal
that Electronic Customer Relationship Management significantly influences the intention to
use digital concert ticketing systems at a statistical significance level of 0.01. However, none
of the moderating variables demonstrated a significant effect on this relationship. The
research results provide guidelines to design effective electronic customer relationship
systems that increase digital ticket bookings, enabling the entertainment service industry

to develop closer, long-term relationships with customers.

Keywords: Electronic Customer Relationship Management, Intention to use Digital Ticketing

System, Discount Framing, Ticket Scarcity, Trust of Platform
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a

1rsunsud A eades il eneaeuanuAsiusuide (H1 - HY) Tnsfinisdnnismnuduius
Budnmsaindfugnaiuiuysdasy anuddlaliszuuaesiaeudsauuuatiaduiulsau &
NT8UN"TANTIAN ANLMEINYsRa wazalindlaluunanrlosudivunedaAda idufus
fiu Fannd 1

msdansanudiniusBiannselind N3I8UNITANTIAT AAUVEINYDIR
nugnA1 (E-CRM) (Discount framing) (Ticket scarcity)
, 1 1
nan S/ uSnsAvsunaale | |
. ‘ ' H2 I H3 P N
(Customized product/service) ! ! auaslaldszuuaning
1 1 ad aa v
| H1 | ABULASALUUAINA
\J A/ > . -
Tnuan15tszRumaden f (Intention to use digital
(Alternate payment modes) E Ha ticketing system)
|
1
nsuAteym . e a
) anulindalunwannasudmnenafana
(Problem solving)
(Trust of digital ticketing platform)

AA 1 NTOURLIANTIUNITIREY
Bnsaniiunsive
UsevInsuaznguAlagn
Uszrnsuazngusiiegavesnuifeluasell Ae nquduslnaiiaedefiuasuEsnwUY

Y]

aa . A 1 Y a a 1 Y acs aa o ' =3
Ada (E-Ticket) nIonquiuslnafiAIninvsedinurwdsa uuuadvalusuian agralsinny
A3delalanunsansiuduiudssnnsimuainen1sfne JalaldgasnisAuinmes Cochran
(1977) lngimuediAianuiedueg NTeear 95 LagseAuveIAIALARIALATaUBY I RURE 5
o Y o va o Y o < a Y v A a
nran1sAInladuIg 385 A FITeldvihnmsiiuisiedesiuanuaaianioudn 15 Ay
Fwdwuiamue 400 au el Jideldnaianisdudiegrsuuuliendengufanuiiaziy
(Non-probability sampling technique) Ingld38n15q U208 194UVLANIZLA1239 (Purposive
sampling) KauNaUAUITAITEULUUADUINE (Snowball sampling) L1899 MNAITEABIAANTES
Anounuvaeunulunquilnedensenininasdefineudsauuuniva uwaslaudulvginvess
AouwdsnuuuAdvialiulszdasinguuruadualunidniu Teamnsauusigneuiuudauaiud
finuanuwasniloutusialuizosla
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inTsileflilunside

AAdulddariuuuasunut uiteifudeyadunquiiedis Taewaundomaimainnis
MUTIUTIUNTILAsUATeTLIN uwuaeunuLseandu 4 meu dwielud

poufl 1 wuaeudansesineunuuaauny Wedusuidneuuuuasuniuduliinetom
NuABLATILUUATTA (E-Ticket) wiamainasdafnunoudsauuuiivalusung

moufl 2 wuuasuanAgaiuaniunn Ysenouse deyafiugiudrounuuaunuay
ngRnssuAeafunIstTemneudsanuuadvianiutemvooulay

peudl 3 wuuaeua A afuadenissanisanuduiussidnnsedndiugnd G
Usgnouse wandmei/uinsiusuuasld InuanisdiseRumaden waznsudludam Jiuuge
11970 Kumar et al. (2022) Jadgnseunisansian Usud§eunann Putr et al. (2024) Jadeainy
M18IN837 USUU5911910 Broeder and Wentink (2022) Jaduaruliinslaluunanesu
SmhefAda Usuusemnan Seo et al. (2020) uagtiaduarudilaldsruurasaoudsmuuy
Advia YSuugeunan Awal et al. (2024)

noudl 4 Telauouuziiiuifs

NISNAFIUAIANUNYINTILATAINULI DAY

vya o

HadlavinnisnadeuAtAiissnsadadent (Validity) Ingladiwuugeunnsiauone

Y
ada N

Ansanandiiaudsvydunimainddviaarnsidonan Sy 3 vt ieiiansan
pvdBUANYNFas Audenndasvasiamnelunuuasuaulinssuinguszasdnside
wazeamnzaslunsIanafusiidosnsine Taelduardvdniuieseanisdie (ndex
of item objective congruence: I0C) 411n31 0.5 quﬂﬁffa?f’m’m LATNITNAADUAINNLT BiTu
(Reliability) waswuuaeua1n §idelaunanisnaasuiuwuuasuaIuaInngunaae (Pilot test)
$1u2m 30 AU 1 et oyANNIIAT 1B ALUTEANS WoawosaTauUIA (Cronbach’s alpha
coefficient) LilonsraaauAAIT ol Ut wluusazdade wudn finasewing 0.720 -
0.905 sz“fqaaﬂuLﬂmeﬁﬁﬁLLawau%'ulﬁ Lﬁ'aqmﬂﬁmmﬂm'wmmgwu‘ﬁ' 0.7 (Cronbach, 1951)
vasnnageuAIfismsazaudeiuudl uantin n3esdlefinnumnzauuaziiefiold
fiveRadudiiumaiiusiunndeyasioly

A1519% 1 NISNAFIUAINLYINUVBILUUFDUAY

Uady AduUsyanswaana (Cronbach’s alpha
coefficient)
WAR ST/ USNNTIUSUUAsLe 905
Inunn139158Rumaden 831
nsuludgm 720
NSOUNITANSIAN 872
ANUMNEINVDI 845
analindlalunnannesusminesnava 866
auilaldsruUaesnouESALUUATTA 834

25615N15HREITLAZAISIANTT TR TN 12 20U 1 (UATIAN - w18 2569) 46



nsNUIIUTINTOYA

mAteadsildinafununadeyauuueseulatiiudsd Google forms Fadurowmnadi
firwazann 3032 Tdunuiis uaziddsldie Taefideezymsdedsduuuasunuuas/vie
3Un1m QR Code fuvasandaduuuasuny Inonszarerunisinaddeniiu N anes
sudsnmsddpenseihugewavludeladuaiifiess Wy Instagram, Facebook, Line ﬁ’jﬂuﬁ'zg%
drufvesfiteies uaznsznslunguunuadugiduveudalusiiag 1w nguimadn Blackpink
Blink Thailandfan s1ufsnszanelumeduivadnanisansdanewdsn 1wy Thaiticketmajor
esngidelinmsdusedauuuioudine Jsldlvneunuvasuauiiegngusinedselifiou
vieaulnddaiituroudalunasiaslu/unilugroudindeiu lunafudeyannass §iduld
finstuasiagusrasdlunside uasdndunsmumdnaiesssunisifoluuywd Whatnmlunis
Fonfusesliteyaresimeunuvasuniy uaniuinudoyanmusvesineuiuvasuniaiy
AU

nsATIEdaya

J3duldhuuuasunud sruswldundnnses iensiannugnesuazauany sl
Mniuthfeyaildlulinsesivszananamaadfkiumalsunsuaoufinesdisosy deluil
Rauf 1 nyinszviveyalagatianssaun (Descriptive statistics) Ay Ardevay uay Adu
Deauumnsgu
noufl 2 myinswideyalasaiioysnu (inferential statistics) lngnsiinszviannsseeisdne
(Simple regression analysis) LaznN153LATIZANAALUIAINU (Moderation effect)

NANTSANYA

mnmsAnuAfeadainuit naushessdulngitunands Andudosas 60.5 fiongeyi
s¥mae 18-25 U Antdudewar 89 seaunsAnwrseaulsanes Aaduiesas 94 dondwdu
WniSeudnd@nw Andusesar 85.5 dneldneideutioanin 15,000 um Anduiovay 64.3
mudlunssnurewddndesnii 2 aded Anludesar 51.5 dnlnalldidedldsneluns
fauneudsn Andufosay 40 wazinsfuideyarnarsiivrfuasudsnsiugoms
Instagram 1nfign Anidufesay 27

M1319% 2 ARAELazAdulsaUNNInIgIUTun I Invesusazdaty

UJady Aade S.D. STAUANUAALITY
WA Fouel/ U3 TUFUUA Sl 4.21 0.88 1niian
TRUANISTITLRUNIUEDN 4.22 0.86 mnﬁqm
nsuilulgn 4.21 0.85 1niian
NSOUNITANSIAN 4.17 0.91 110
ﬂ’J’]JWi’]EﬂﬂSUE)\‘H;{”J 4.20 0.94 410
aulindaluunaniesusmiiesnaa 4.12 0.85 110
anusdlaliszuuanshaoudsnuuuiive 4.28 0.80 1niian
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T 2 iU sefunuAniuesrouLARUN N TsatasunTId Idwieluil
Jadendnfusi/usnsivsuussld fanedesaumitiu 4.21 eglusefuunndian Jadelnuans
Frsziiumaden fawadesindu 4.22 sglusefuanniign Jadenmsuilvtym fdedesy
windy 4.21 eglusziuanndian Jadunseunisansian fdnedesaumitdu 4.17 egluseduun
Haduarmennvesia fanadesamiidy 4.20 egluseduunn Jadeanalindaluunanedu
FminedaAdne fanedssaindy 4.12 eglussduun wariadeaudslaldszuuansi
AOLASAUUUATA deiadssindy 4.28 agluseduainiian el §3delfinasinisuda
AruvANEYRIAR STIUAzLLMaRETnsMIIaA LN veadunsnadulagIBnses Likert
(1932)

A15197 3 HANSIATIZHIONNRYRYNIINY (Simple regression analysis) L‘ﬁawﬂaauauuagﬂu
H1

Uae B t p-value
ARl (Constant) 1.294 7.046 <0.001%
msdnnsanuduiusaidnvseiindiugnan (E- 0.707 16.356 <0.001*
CRM)

a v

* syaviledAgnisadfiasnin 0.001; R=0.634; R?=0.402; Adjust R?=0.400; F=267.506

Dependent Variable: anusslaldsguuinsiinouldsnuuuaina

i 3 wuih Tueefiededuindauansolunsiunevesudsdassdeyasy
Tusedudin wagldnennsalld Tnean R-square WU 0.402 wansin Auduiusauluwavessi
uwUsnisdaniseuduiusiannsetindiugnAi (E-CRM) anunsnaduieniuulsysiueesaniy
elaldszunanssmoudsauuunataladesay 40.2 wazilefiansand pvalue iitosnd 0.001
wui nMsdansauduiusdidnmsetindfugné d5vinaieuandoauslaldszuuaesin
ABUIASALUUAITTA Tisedu 0.707 sgradifuddaymnsada (B=0.707, p<0.001)

M19197 4 NANITNAHDUBNEWAVINTDUNITAATIAT AUMIEINVDIAT wazAulinnglaly
uwaaWaTuTIMUEAIAINA MFIULAIMUIAAUANUFUNUS 58139

nsiansANduRusBiannsalindiugndn wazanuaslaldszuvansinauwdsauuuiiiia
(Moderation effect) lilanagauauufgIu H2, H3 uag H4

NANINAFRUAUUIAINY B SE p-value

A15IANISANUAUNUS 0.085 0.050 0.089
ddnwselindiugnen
ANUASRTESEUURRINT | x NTBUNITAASIAN

ADULASALUURING A15IANITANUAUNUS 0.084 1.696 0.091
ddnwselindiugnen
X ALY INVDIF
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ASIANITAMUAUNUS -0.026 | -0.492 0.623
dudnwselindiugnen
x anundlalulnanasy

aa v

NUIYAIRIVIA

A9 4 wARIRANTITIATIZATATENTEUNITANTIAN ATIUNIBINTBIRT WazAIY
Pndaluwnanesusmhesmaaralugiugiuusiiu (Moderator) wuth Jadedananatavun
Frllaldsdvsnademufuiusssvinisiansnnuduiusdidnnsedndfugndn wagenudila
T453UU209R 1A ULASALUUR ST Tnadlen p-value 117U 0.089, 0.091 waz 0.623 A1UEIAY
nanfe wiinlumstesmnewdiniuinslidiuansian fnrewdsnmenn nisunannesud
SminedRdvadianudndede daulidmansemuiaduinniodaunessuunisdanis
aruduitusBidnnseindfugninivhliigniiinnudtlaldssuuresineudsnuuuiaa

M15197 5 dTUNANTNAHRUANNRFIUNITIRY

dunfgu B p-value NAN1INAHBU
FUNRFIY

H1: msdnnsauduiusdidnvselindiugndndl | 0707 | <0.001* |  seusuauufg
BNTNATIUINFBANUAIA Y TZUUIDINIADULESH

Y]

A

)

H2: nseun1sansIALdusudsiiuves 0.085 0.089 Ufjiasauuignu
ANNAUNUTTENINNITIANTANNTUAUS
Budnmsetindfugniniunusdlalissuuanh
ADULASHARYIA

H3: anuvnenvessduiudsiduues 0.084 0.091 WAIGEREETT RN
AUAUITUTIZNINNITIANITANUENNUS
Budnmsoiindiugninifunudilalissuuanh
ADULATHATVA

Ha: aulinslaluwnaaesulusudsiiiu -0.026 | 0.623 Ufiasauuignu
YIANUAUNUTTENTNNTINNTANUTUAUS
Budnmsetindfugniniunustlalissuuanh
AOULEINATVA

v v o w a v

* syautedAgynisadftasnin 0.001

dl 1 a d‘ a1 a a 1 % o Y A

NIV 5 WU HANITNAABUANNAFIUA 1 TABnSnawiniy 0.707 lagduusaull
ansnademuUsnueg1ilitudfyeainndeundt 0.001 JsweusuanuRgIu dIuNanaaaUNIT
AUNREIUN 2-4 Wy dawdsinunaualiidnswasonuduiussnIeiLUIAuLAEAILUS

o w a

Mg liudAyneats deiu I asanungiu
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aAUs18NaN1sIYY

a QQU

E-CRM uazanudslaazldiszuuaasianauidsnadvia
HANTIENUI miwmimmauwuﬁ‘ﬁLﬁﬂmamaﬂuaﬂﬁﬂ (E-CRM) danalvignAnilainy

Y
v

FelaagldszuuaesianewdsnAdna denaaonndeaduiuideiitnium (Celuch, 2021;
Khairunnisa, 2023; Kumar et al., 2022) laswui1gndnfianudslaldszuuaesdafda e
uwanesufimsmilsisgniluseninsdiunisvesinesulay lidauduanuaiiauelunisds
ueuslinuaimdnindisziunds szuumsteaaztisyiuiivasndonazindede Tnstas
otsBadlodnszriutanasin anulusdavounaniosulunsdamstouadiusvesgndn A
ﬁ]‘%ﬂﬁ]hﬂﬁLﬁUﬁﬂﬁiiﬂJLﬁauﬁammaama (Dehghanpouri et al., 2020; Khairunnisa, 2023) S48
mMsUfududuazuInsTiiamsinzasdmiugniseau wu miuusiuazdndenitaia ns
SnanteyasuuuiFoalml mshiausresmanistrsziiuiiazainsinigy (Neuhofer et al,
2020) wenaNi Qﬂﬁwé’ﬂﬁmmﬁﬁ@ﬁum'isth*amﬁmuﬂﬁu{]cymmﬂLwﬂﬁﬂssmwwmsﬁh Wuedng
un yndidmihdilefififinnuduasinusmanedatisudlvdyvuuuiunat axdemalignni
Uszaunsalfifuasdslaldsuunisesiaitunsesulavsely andnuurresssuy E-CRM 1
nanmisuiunsussiiusarldlaguagnAuuuseusu edasumasesiulalunisldau
danalvignAiaunanuduiuslussezendiugsiald (Dastane, 2020; Eekani et al., 2024)
nseumsanmarlugiusiaulsiifuanuduiussening E-CRM wazanunslaasldszuuaas
WnouLdsARATVia

nseunsansIAn visensTiduansmAugnAnlalldusuusiiddunudusussening
E-CRM Guaﬁw‘umif\]mﬁaﬁﬁﬁ’aﬁ’um’m@gﬂﬁl%‘L%ﬁzumaaﬁaﬁ%ﬁaﬁuaqqﬂﬁw NHANITANYY
Rerfunstemdmsusnudimnuazdudidag Popp et al (2021) WU ﬁaﬁnuﬁﬁﬂavmﬂ’ﬁm
"ZI’EJIWEJWU’]‘EJGI’JZJEJﬁENLL‘U‘ULﬂ\‘imVLi (Scalpers) mammiimmmmLLU‘U&J@@WW Tnonaueuwmani
fnagissdofangemnamens ntudestuntunaii ool iuruaduithiaunsodo
fldtu Tasaeedetutnifiunafiastuinn uiuuaduituidodeidosninliannsomie
1pa1nYeemmnansBnuas (Chen & Jiang, 2021) saganusaana Iwvilinseunisansianlilea
dsBvSnareszuu E-CRM waznsnslangldsruuansianavia vonaini definnsamnuiana
HanduretgUasdronan wudn aruduitisseiedodidivunisudeaiouea (NBA)
oufuNnuena (NFL) uaziuauea (MLB) luanisoiin fienubangusemas fedy usinsen
fazganter fuearlidiuannamield dademardflidsmaroguasduiorudosnisien
10193974 (Hyun & Soebbing, 2023; Lee et al., 2025) 3117 UANWUNLAYYBIAAIAD LIUA
TnglamzUssiamiviuastuiis Jsgniurluaduiiusanszduidsensualiidesnsidrsruaulsils
LarAIRBIMITaRINdaIanIensies Wielignldsmananguedaiioaewuuiistily 3
anunsnesuimauaiiafonseunisannalildidvinalunsmfuauduiusdeaudila
JawhAdviauntn ns1zgnéniigUasdiigenn
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AuEInvasRalugiuedauUsifuanuduiussening E-CRM wazauaslaagldszuy
J0edmaudinAdva

anuvgnvesiaf bildduduysifianinamiuseninenuduiudues E-CRM fAuaaa
Filafiazldszuuneadiandva annansiteves Juadey adnusng uay nquidni waatah
(2568) wu Tuuuneoudsaaunianlulszmalne fhiinsTuslumleglddonuiiasiounins
VIALAIUNI DANUMEINTBIA 1 TasTavtinenuauds 1lonseduauidnisssu iuaia
amdnualfidvesdaliu uaziiuaugniuinguuriuaduiivedali Jeaenndesiunanisisees
Mardiana and Haryanto (2022) fifinwieuduiusseninatladoanuunuaauuasngAinssunis
Fouvuiiunszrundmiviereuainlulsemadulaiide Tnenuinguandunuadurosfaluas
finsnevausimsensuaiiilodudiiemumenuesia Auanseoniduanunduazanuinning
TagmnBemlalld fazvueneu wiemazinaifisgiuden qmnlisudelusiuit vl nofinssa
AeNaIANNTReIUIElAE8NB Mg ININEIN153AR (Cognitive psychological theory) fifien
JmginsIuvesuyud Usenausie lassafiamenisiAnuarinssadisnaeisual AiviliiAa
Tassadramanisnazsi (Shi et al, 2020) dviiu ngfnssunuiilasnsaoudsnidviaegndn
ﬁﬁLﬁmmﬂmimimmi’ﬁmﬁ'ﬁuLLazﬁ'umwuﬂiumiﬁaﬁyaﬁjﬂmﬁ (Jee & Hyun, 2023;
Simanjuntak, 2025) 11AN91A159EUAI T 952U E-CRM Tuunannesuaasi nueaudi
fawsisedumumennvasiazanniunietiosas flidwasoauduiussening E-CRM funis
filataranwiinavia iesngndtiedanosunimindanfiindumnn

anulindaluwwannasudrnirendndvalugiuzauusiniuanudunusszndte E-CRM
LazA21uA9 12 1452 UURININDULEIARIN A
aulinddaluunannesusvunesmnisialuladsnsnarmfuanudunussyning E-CRM
Auaunslanagliseuuaeainiva Nidaunsaeduselain gnArdiulngdaiulindaly
§ o [ I ) acs 1 I . al i I
wnanvlesudunuimieiineudsneg1alunienis (Authorized seller) Wieanulindlasgly
seauRInU JarlrmwUsllidnSnanAuANUENRUETERINe E-CRM AUAMUAILI98981RYa
= o ° ' Y acs ' & ° U a a dad o o a Y ¢ Ao
FIFWNUIIMUEAIADUESARE 1T UN1INISA S URaTUN Iy avdeadn avidenttenannasun
anuidedegeuariinudeirglunmsdanisinlueded Foibiandsdnlasunisuseiu
ANNURDANETENININGINTIN gNAAEnsantinanmAdIvialaviui unannesudulouiednw
Toyadiuiivegnd unannesudideulaiidusssusegnAn Tulsuvienmsfuluuaznisenidnd
FaLau (Dehghanpouri et al., 2020) lngtanizegeds mnduwnanesuiignAredoniniia
warlUsIuABULESMBE19TIUSUNNNDY Ustaunisalivattazdaiuseauainulinaaluknannasy
< v as Ao ° | a g a s & o & v aa
WV wazdApwdsalfAunuTIiteNidunsnsiswnannesuiel Adnazidenyvieid
Faiduwazlasuaudelunain JadedainanvilignArewdsandeninnunannesudiuny
Twmthgegradunanmsdssavmiulindalunnanrosufigs (Ahmad et al,, 2020; Seo et al,,
2020) aguledn seduanulindangniddeunanvesydmeiineudindiulnginazeyly
seAuWiu esngsiawnanresusenviddnuudiie wu rewdsediulnglulssmelny
Tdunannesuves Thai Ticket Major tudaunudming vilinissuiuasyszaunisalvesgnen

I 4 L U a U Y 1% s Y o 1 U aa U = M ya 1
Aoutseglusyiumeniu Yadeanulindaluunannesugdmiiemmdadslilalianuuwnneng
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UAINANDAUAUNUTTZIIN E-CRM wazauaslaltszuuanininouldsnida (Riley et al,,
2024)

JalaUaUULRINNTIIY
FarauauusdeUuanTs

1. unanrlesudminedooulataisiaunszuy E-CRM iduneuausinuiosnisgnin
Hugudnans ilesnneanuazaan asanuidnlasadelunisviganssuassia laidanduns
ponLUUUIULAIIMIAmINzaufugnAudazay Wy madiausiumisiiaenndosiuuszin
mseedlusfnvesgnin nmsandlnuanistrsziiulusinesgnin nsufuusenmdnuaingiim
AdvialitinmAatufignévey 1dudu

2. msdmBenfiuimihilefifidanuiuasinurlunsuiludammanaiaszrinisnisoes
i itoraemdoogieiuniae iesnnisdedineuddniinruddynisdalatugnénannnd,
dudUssnandu nmsieseiildie neursldunmsuidymetimnsizdieaeny
Usziiulaethannuazifulszaumsaiiandalsuny

3. 3ansIn ANdiavesia uazamlindaluuwanesu f8nswatugniinguuyiu
aduegrsannsensinaulatesnowddn %aﬁa%’smdwﬁﬁ’]ﬁmmmuqﬂﬁﬂﬂﬁﬁwmL%auimﬁu
53UV E-CRM vaaunammlesy wansinfinnoudsaviefalutesmsdeueulszaunisaliifinaen
nIEUINNIITRM Weadeaugnitufisnuufunduuruedy Tnsiamzegidelunisdnnis
p1sunindvdernaiiaziefliiuresgnd nsdansnainsuiiedifieassiiliesanegislal
Fusssu finneuidineonaldnsdanisszuudaiia funsnnudsude-anaddedisanuiy
Dudiu
Padinlun1side

1. meideild

@ Y

nwitganAnguiusinafinglivsentlaagldsruunisaesmindvaiiietnsiy

= v 1

AauLATRTIgnAdAMEN vz ABuT MR N AsdanalinanisAnwienadilinsaunqulunisiily

q
[

insesildiunsdendeassinUsuiandu 1y fraufwn fangsans Aauayn viedans
nanateAuulfiadus

2. m3iduasdldseidouisiduifauiunn (Quantitative Research) Ineiffutoyany
wuvdeunw ey Seidlildamnsaifununadeyaludedniifetumapaiiogneldnmsuans
AnuAnueauLaaliuniiieane

3. mdeidumsfnulugasnafiensazas el luewemenaiinnisidsuulasmes
nszuadsauuaz ansssy uulthimain 3883nuasnginssuuilan dsnsidsuuasonadana
sonsindeyauartoaguils

Farsuauuzlunsiissasedely

Tuawran 33guuriliins3dui8anmnin (Qualitative Research) Hun1sdun el
foyaiiadn niensdanguaunuigos ioldsudoyaiiasuduanysaluazquinundadu dio
awttoudls E-CRM TunsaesiaRdvaosnaurtads vonand ansnsodfiuduysildlunisfnwuiioly
aseunquiladenioduifionainduluouanld wu n1seenuuuidumanisiunsuesgndn
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A39a (Digital customer journey) A158AN15A98977 (Queue management) AU NNUNI
915ualiudadu (Emotional attachment to artists) ﬂﬂi%@@faﬁaaaqmﬁmw{a (Secondary
ticket market acquisition) Mnmsideatsl] wudn fudsiiuiidnvimueldisvinadiu
AudLTUEsEIne E-CRM fuanudslavesianasta sofu luemanswusilddnuidauds
nseuMsansIA Aamennuesa wazaalllaluunanlefudimingslugiusiudsiuvied
wUsAunae Jso1aldsunadiuansseanly
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