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THE IMPACT OF INTANGIBLE RESOURCES ADVANTAGE ON RELATIONSHIP
BETWEEN RELATIONAL CAPITAL AND CUSTOMER VALUE OF
MANUFACTURING INDUSTRIES IN THAILAND
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ABSTRACT

The aim of this research was to study the impact of intangible resources advantage on the
relationship between relational capital and customer value using a questionnaire survey collected from
105 manufacturing firms in Thailand. The hypotheses was approved by hierarchical regression analysis.
The results showed that the relational capital was positively correlated to customer value. When the
impact of intangible resources advantage was studied, it was found that the organizations that gained high
advantages from intangible resources would have high impact on relational capital and customer value.

Keywords: Relational Capital, Customer Value, Intangible Resource Advantage

VNI
Tugnzfagtunsdifiugsinvasasdnidasd
mydsuadldmanamdyiunnanuminizasaniie
WAFaNTI AU URIRARDALIAN LWi']Zﬂ']iﬁgiﬁﬁ]aglj
Tugq9a adqmLﬂiwgﬁﬁ]g’mﬂ’nNf(KnowIedge-based
Economy) G'fi\‘lLfluqﬂﬁlﬁmmﬁﬂﬂﬁyﬁummﬁammjﬁ
Luaunswdnsuaasla'la (ntangible Assets)
amwLn@é’awﬁﬁmimiw”ugaaaﬁmﬁamﬁ”ﬂdﬁ'ﬂﬂmw
lunsndafua liau1s0aoUakaInNGBINITUBd
;&“uﬂmSﬂwgaa%“’mm'lu"L@ﬁﬂ’%quumsuaim”umﬁa
AU 69 ifuﬁaéi’smmé’m%ﬂunﬁ@hLﬁuqiﬁalu
T991% Aa n137a¥1977A (Creativity) hian73

(Innovation) LLﬂ:ﬂ’liﬁ%”ldﬂmﬁ’l (Value Creation)

(Welbourne & Pardo-del-Val, 2008) a&14t5Aa1%
psdnsdulnginorornvirldifiaqudrzesgnen
A & o @ A Y
(Customer Value) mnmﬂuqtgmmmyLwaas'mm'm
lTadsaulunisudisan (Woodruff, 1997) lasnasled
Tadpfiduninenzasesdnslumaainisgme
NUAMUFUWUT (Relational Capital) 1dudn
= té lﬂl v o 1 4
Thdpnifiasdnilianuaulalunsilugoueizas
& % o € & 6
03in3 laonuanudunuiduasdilsznousanuns
& v v
yq (Intellectual Capital) T91/sznauleae AW
(Knowledge) #3134 &141730 (Abilities) Uszauniyol
(Experience) 7 UU®1TIRULNA(Information Systems)

nswdaun ey (Intellectual Property) uazlassaing
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94¢n3 (Organizational Structures) 1uew Gaidulona
Tunmsssanusinsiuniosdns snimnmansan
Vlﬁmmdmumm&?uw”uﬂﬂuaaﬁﬂizﬂauﬁém”rgﬁﬁﬁ
Twasansifiaanuldidsoulun1ua s (Guthrie et
al., 2004; Rodriguez et al., 2006) LazgINa1291 AN
#awalavasduilaaiduda LLﬂiﬁlﬂumif@nu
AIMNFUNUT (Welbourne & Pardo-del-Val, 2008) &1
aaﬁmaﬁ”ﬂmummé’uw"’uﬁﬁ'uQﬁmuvlﬁmmﬁﬂﬁgmm
arvilhasdnIasiiquarzesgndl uazninasdnad
anulausoulunswoinsisudoslale tow wnws
ANg mwmmmﬁﬁm’%ﬂuf WIANITUURZNT
8198538 WAzl fuvasaInalRaIRnsFINNTnaTIe
qmmmaaQﬂ@T']VL@Taﬂwaﬁﬂszﬁw%mwmﬂ"fu
@Taifumiﬁﬂmmzaf:ﬂsf:ﬂqﬂ@ﬂ"ﬁumﬁ@maams
uadaa@i’ﬂimﬂgmw%w 81n7 (Resource-Based View of
the Firm: RBV) 1 085u18n30 U2 A091w350uas
UEAIAMNFNANUTIZTNINAIUS MINBIBIANIINGIN
NININT (Resource-Based View of the Firm: RBV)
donannlausoulunisutstuussasdninvialad
ninenafiaguerlaviiquansue 4 Uizns fe d
aman nion aantiounuulald uaznaunulale
(Barney, 1991) Iuﬁaqﬁmm’sﬁ@gﬁuw?w 8INY
ﬂmmﬂumifﬁ'@msﬂaﬂqwﬁﬁvl,éf%'ummﬁuu
DE19NINININZAIRNINTNITNINT (Resource) Waz
ANNNRINID (Capability) ﬁﬁmmﬁmwmﬁandﬂgj
wiiTwazanIniInIeIdns ldganudalung
duilugana msanen3spiasanladnmnanu st
mamummé’uw‘"uﬁﬁﬁeiaqmﬁwad@ﬂﬁw LRZAN®E

Av o ¢ v a o P
Nam:‘nuﬂgauwuﬁ Tﬂdﬂ']']&lvl(ﬂLﬂiﬂﬂ'ﬂﬁlﬂ'ﬂiWﬂﬁlﬂiﬂ

@3N 1 ANURNLNUANUFURUS (Relational Capital)

Judailildvasgamnnisunisndalulszinalng lag
a r‘:i v = o o

NAAWTN LlaannNsAnE NN TR i A nuanlouy

Qnm'”ma\‘]Qﬂﬁ"]ﬁﬁiﬁadﬁﬂﬂﬁLﬂ%ﬂuiuﬂ’]iLL“ﬂd“ﬂmaEi’ld
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HIHW

aniszaA28INITIY

1. ﬁﬂmmwé‘fuw“uﬁ’mamumwé’ww"’uﬁ“‘ﬁ@ia
AFNYDINAN

2. @nwuanIznUUJEUNUT (Interaction Effect)
yasaaudsunsnanuldilsouannsneninsudas
Vl,xivl,@‘fﬁﬁ@iamwé'uﬁuﬁmamummﬁ?uw”ufuazqmm

maagﬂﬁw

NUNIVIIIWNIIN

ﬂ%ﬂ'}l’l&dﬁ&ﬁ’%ﬁg (Relational capital)

NUHAIMUTUWUT (Relational capital) 1T u
mﬁ‘ﬂi:ﬂauﬁﬁdNam‘:ﬂﬂ@U@]sd@iaqmmaaﬁﬂma:
Lﬂuﬁaﬁuﬁﬁnﬂu@ianumaﬂtym (Intellectual Capital)
sadnIfiaennuaNRHETTuuT iU enenazyi W
WianuauduNuTouadaaddny In13dnsnu
ANUFUNUT (Relational capital)NUI1HINBIANTHI
NUANUFURUT (Relational capital)azdinaliasdns
ianudnTaludiuuianssnuaziaregianu
anudunusiduasdsznavvasmulyqn (ntellectual
Capital) uaziduTasndanfivilwasdnifiany
TaUssulunisudstuodr9d9du (Sustainable
Competitive Advantage) LWAEHANIIAILABITH

(Performance) Nids=&nTan

#HNIAIBINT

AIMNKRNIE

Capello & Faggian (2005)

Qd s Qq: v 1 Qs Qs o { v &/
AMUFUNBTNIRUA VL@]LLﬂ AMUFUNBTNNITARIA S1U1INTT9Tn

szniasdnaiarh liiiaanuaanIalumswawiasfng

Rodriguez et al.,(2006)

MITNUTNANUFTAULTH (Tacit) Wz AWFTAUTI (Explicit) ALABINLNNT

RNV FNARTUDIAIANINUFIUINWANY BN

Ramezen (2011)
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Iﬂﬂmiﬁﬂﬁm%ﬁ"lﬂ“lﬁmm%mmqmmmé’uw"uﬁ
(Relational Capital) @uLUIAAVAI Merino et al.,(2012)
Wineiy ANUFNNUEIEnINednT and fiandaiy
MINAA LAZEIH 6‘3\1LﬂuqryLLﬁ]é’]ﬂ”ﬁg"uaamiLﬁmﬁwvls
LRZANELSIVBINANTALAUIUBIANTLlAY Cabrita
& Vaz (2006) ndn241 nuANuFuNRTIIUANNTVR I
figulasiuie (Stakeholder) GatduauFUWWEN
fINaGanIIAIaLu8d09ANT Imadﬁﬂiﬁ'amu’lumi
g9nnuFuNRETUGIunuRIneluLaz A guan
aaﬂ“mm:‘*ﬁaﬂﬂ%’ﬂﬂgdmiﬁ%ﬁmm LB nummé’uw‘"uﬁ
AN mmé’uw"’ufﬁugﬂﬁﬂ uazsIaN ¥ lAFING
GONANTIANL AW UVRIDIANT I@ﬂmmfmaag}ﬂﬁwz
T8EIN MU 3 ULWITMIAD (1) qmwwmiu‘%miﬁ' @ (@)
MILTNNIFNAT Uae (3) M3IANAadn (Carlucci et
al.,2004)

1. anulasauannswgininduaasiale

(Intangible Resources Advantage)
IINNINBIBIANTIINGIUNTNEINT (Resource-
Based View of the Firm: RBV) @14 LU#IA QYD
Penrose (1959) iafurenswansliin madulavas
238NN ITBsdn Tz salenswensl
Lﬁ@ﬂiziﬂmﬁﬁwﬁwﬁq@ ninensUsenaulddae
FuNIng (Asset) AIINRINITD (Ability) NTZUIUANT
(Process) A3 (Knowledge) fasensmansaldaie
wazdszyndltlunagninisutadi Wernerfelt (1984)
nanfemaiualdidsoulunsutituresesdna
ldniweinsifingmarlasninains (Resource)
sunvauuslaiin 2 sauda: (1) nswensisudasle
(Tangible Resources) WLag (2) n3wensnsuaaslale
(Intangible Resources) Covin and Slevin (1991) L&ua
71 NIWBINT (Resource) LAZAITNAINITD
(Capabilities) tdwiIanlunvinlwesdnsiAanianssy

Innovation) N133438 (Initiative) LAY AINNNRILTLI
(

(Risk-Taking) iNavinlAlAaNan T AW UL8I89ANT
pydnInfianumuITaNIININeININIlugmnInuas
USurmazvinlwinaninulatdSoulunisua 99w
(Wiklund and Shepherd, 2005) a4%%n15Nad4anT4A
NINLININUANGAI0 190Uz AN TA WAzl a ANy
o & daf a o a o Ao '

UITaNadUTINGIR Tnsdaaisadunundiniigm
' dl v oa U lé 1 v Aa v =1

dnguslnalasudsazsinaliifiaanylaidiouluns

WUITUINNNTNENNINR DL 1

U

2. n1sasama1linugnan (Customer

Value)

Tuea23987 21 aaﬁns;gdtﬁumsa%“wqmmma
AIAANA 1a8aIANITANITUIHITIANTT N1TIFBUAY
WalkWiaAme waznisgienuFuRusnuguilna
Fidrwdudsuidydamsunisaanafirinlwasdns
vrsgihwnnsuazidunisaiisgmdiligndnandas
( Tracy and Wiersema, 1995) Parasuraman (1997)
%11/%’Lﬁu'jwqmm°uad§nﬁw (Customer Value) {0 ul#ad
Tumsasanuldidsoulumsudstiuvesasdns lay
msﬁnmmﬁz\aﬁ"l@“l,ﬁmm%mwaaqmmmadgnﬁwmw
LKIAABI Naumann (1995) a4 ANNNFBINNT
maagﬂﬁﬂuﬁﬂuqmmwmadﬁuﬁma:u?nw lay
ﬁmumwmﬁmmmuﬁ'ﬂqmdwﬁgnﬁwmwi’wﬂﬁ%’u
Naumann (1995) LauaLLuaﬁqumﬁwm@ﬂﬁw
(Customer Value) Ysznaudipifads 3 dsenisdnagy
ldun (1) qun1wveIfudn (Product Quality) (2)
AMAIWNITUTNT (Service Quality) Waz (3) N3
r‘imumﬁmﬁmm:auﬁhqmﬁwﬁgnéﬁmwi’w:vlﬁ%'u
(Value-based pricing) amd1za9anandudadudAzy
#1MTUBIANT (Ulaga, 2006) lasadAnsaINnsa
]3973390 LLazﬁamiﬁugﬁIm TNDRTIIAULANGN
ngudstuuaz ldiUToulunsuislu (Landroguez et
al., 2011)
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3. NSDULWIAANIIIVY

MIANB1I8ATIRANUNINITIUNIIN WIIAA N B UAIIRITLNNLITEITINIINFIINTOULUIAALSS

IFNNATIUNTIBAIFUNINA 1

Intangible Resources Advantage

Relational Capital

> Customer Value

Control Variable

- Firm Size

2NN 1 NIDULWIAANTIIAL (Conceptual Framework)

FUNFZIN 1(H1) NUANUFNABTFINALTILING 07 AN
28IgNen

JUNATIU 2(H2) anwldiSauannswensnsudas
vlaivl,@‘fﬁmmzﬁ%awmiammé’uw”ufmamummé’ww‘”uﬁ
LLa:qmmﬂua\aQnﬁmmﬂfu

sumsnlzlummesausundgiwdasdalui

Equation 1: IP =,801+,81RC + ,32 Firm Size +&
Equation 2: IP =f3,+,RC +[,RA +[,RC x IRA

+[ Firm Size+€

MR NBINITIVY
Uszzinsildlunisdnurisuasei aa
gam1wnIsunIINdaludszinalng Tasfodaluy
udayauinmisanladvainisfiaugaannIsaums
dszina'lneg (www.ieatgoth) lun1333adnula
Lﬂéaaﬁaluﬂﬁﬂﬁuﬂ’aga g uUURaUDNY
(Questionnaire) lasunusauniwlannasludsfianis
naauuwralngludszinalng lasldnisaadanngs
ﬁ'saﬂ'ﬂaLLMU%mw&umau (Multi stage sampling)
$1un 450 USHN wudwuuseuatnlunisised
sasaldiiaeileninuaiiwin 105 aufwIm
2613NNNINALNAULYINNL 24.88% @”sifuﬁaga‘fmﬁmwa
FONTAATZHNANNTITY (Aaker et al., 2001) uazle
N1IATIIROUAUAINULLFALDINAIBNTNATOL

(%

J

Fhe

mawdeuTaiuTaa3asiie (Reliability)
Taplddrduds2dn5woawnCronbach’s Alpha
(Churchill, 1979) a1uifuasasanuranuitaudsle
nsfnmfidn 0.696 — 0.835 G3ild1u1nnin 0.60
(Nunnally, 1978) MIAIRAALEAIANULTBINTILE
Wlan (Convergent Validity) LLa:Lﬁm@lidL"ﬁdﬁ‘hLLuﬂ

(Discriminant Validity) wuinVAVE ﬁ@i’]gj\‘m’i’] cross
construct correlation NNATLFAIININIATIATAINY
Lﬁﬂd@idL%aﬁWLLuﬂiunﬂ construct LATWUINAIAINN
\asius23 (Composite Reliability: CR) fifinganin 0.60
ke wgasiwnasiadnnudeieldinmsaasey
Qmmwm’%‘aaﬁaiﬂm‘hmsimwzﬁmdmnaﬁﬁ
Augin leun Sonar dnads dawdoiuuanasu
anu wazaules draldsunsy SPSS wazldvin
msasaseuanNdeiialduasunasiaesdlszney
Mumnaian13IlaT1zRedflsznay (Confirm Factor
Analysis: CFA) I@ﬂmimaaummmmmwaaﬂﬁaga
#2871 KMO (Kaiser-Meyer-Olkin) = 0.750 Waz Bartlett
s Test of Sphericity = 656.58 (p-value = 0.000) e
fN1nuaa1 Factor Loadings, TP EPIENY R PR
30988 (Reliability) T98d101nn31 0.60 (Nunnally,
1978) ANaAALEAIAITNLTABIATILTS N au
(Convergent Validity) W8 ¢ L‘ﬁl YIATILTITIUUN
(Discriminant Validity) luans19 2
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13199 2 f1 Factor Loadings, finauwdiafia (Reliability), eaiauaadianuineiasaidanilan (Convergent

VaIidity)LLa:Lﬁmm\‘iL‘Tj\‘l?{mmﬂ (Discriminant Validity)

o Factor Cronbach’s CR AVE Construct
@il (Variables)
Loadings Alpha ocC IRA Pl
Relational Capital (RC) 0.713 - 0.891 0.696 0.839 | 0.637 | 0.798
Intangible Resources 0.664 - 0.831 0.772 0.857 | 0.547 | 0.270 | 0.739
Advantage (IRA)
Customer Value (CV) 0.734 - 0.849 0.835 0.889 | 0.616 | 0.377 | 0.653 | 0.785

WaeLUe AaaLauli Main diagonal e VAV E anfidmiviaanuiiesasndisiuunvas Construct

MINAFDUANNAZIRUALDDUILHANIIVY

a a ¥ a I3 A & . . . . iy
A13199 3 HANIINATAURVUAIIUAILUATIEHANINANBULUULTITH (Hierarchical Regression Analysis)(@t1y

AN: AIUFNVBIRNGN)

aauils (Variables)

Qﬂbﬁ’]ﬁﬂdgﬂﬁﬁ(CV: Customer Value)

Model1 Model2
Firm Size 0.031 0.040
Relational Capital (RC) 0.366 0192
Intangible Resources Advantage (IRA) 0573
RC x IRA 0.140
R’ 0.146 0.504
Adjusted R® 0.129 0.484
AR 0.146 0.358
F 8.710 25418

Note: N=105 firms; ***p<0.001, **p<0.01, *p<0.05la867u1s RC nu8ile NUANUFUNUT (Relational Capital); IRA

nunodd anwlaidSauannniwensnaudadlaile (Intangible Resources Advantage); CV #ungfie AuFNUDIaNAN

(Customer Value); Firm Size ANBDI INUWIUNINIY

3199 3 1unamsie R InanasuuULEs
°ﬁg% (Hierarchical Regression Analysis) Lﬁl aNaRa U
FNUATIN mmsna%muiﬁ@”@ﬁwaﬂwsimw:ﬁﬁaga
BN uam%’uaumagmvlﬁnﬂﬂszmi waadlAiAn
HANITWEINTIILAZ AU RUN WD TzWnIN9a 0L
msdinslas Model 1 numwé"uw‘"uﬁdmm%ammia
(b, = 0.366,

o o aa

AMA1Y89aNeN adIlnBdIRYNIIED

0 <0.001) lasnuaNUFNHUTIINIANEINTOAR DUein

v o

va3gnen 1 14.6% nadnmaiafldtnuadiuls
A1UA (Control Variable) A8 ITWIUNTNING (Firm
Size)

Model 2 latnaudsunsn fe anu'laidsou
ANNTW mmﬁﬁ'u@”aavlajvlﬁ (Intangible Resources
Advantage) L°1T1f,jaumﬁl,mﬂ:ﬁiayjavléfwawudw A7
dsauannninensnsudasldlénuinazainade

mwmé’uw”uﬁmaa“qumwé’mw"’uﬂm:qm@iwmgﬂﬁﬂ
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annduath sl Ayneaia (bs = 0.140, 0 <0.05)
e nuaNuFNRUTLaza MY ldiIauanniwens
ﬁﬁ'uﬁaa‘hi"lﬁmmma%mUmmﬁmmwaaqmﬁwad
andle 50.4% I HANNNANNTILATIERE S0 N
sunfigud 1 uas 2 Tasaguuamwennsafldasit la
fn13UFuNUT (Interaction Effect) 183@3u15uNnsn
awldidssuanniwnensfnisudaslalevinlden
§1UINNINEINIBANTUINLEY 14.6% 111 35.8%
waadlfiAudn anuFuRUSvINUANNFNRUT LSS
Qmﬂ'wmgm‘ﬁLﬁwfuamaﬁﬁfﬂﬁﬂﬁtyLﬁaaaﬁﬂiﬁmw
léd5suannnineinsfisudasla'la (ntangible

Resources Advantage)

andsgnaua 3‘]?’93 Ld DL

MIANIANMUANRUTIZATNNUANUTUNUT
uwazAmANU29gnd HamsAanswuiianuzeaniad
AUWNANIAN®IVDY Zéghal & Maaloul (2010) NANIAB
Vlumwé’uw”uﬁddNa@iaﬂaﬂuﬁawalaﬁ1uqmdﬂmaa
gﬂﬁwmﬂ‘fu a8 nINdanusuRIAaasrhlwassnsla
ﬁagauauﬁwLﬁwiuw%'wmﬂi‘ﬁ'aqﬁﬂsmmmau (Park
and Luo, 2001) %aﬁ’lvlﬂgjumﬁ@wﬁm“’mm“lmivlﬁaaha
Jds2&8nTn1n (Gemunden et al.,1992; Gales &
Mansour-Cole,1995) @”aifuluamwumﬁawaams
@‘hLﬁuqiﬁaﬁﬁmsLLﬂm”u aadnIfidniTaiie
mmé’uw”uﬁﬁﬁumaﬁ'mguﬂnﬂLﬂuﬂaﬁ'ﬂﬁﬂﬁ'mvﬁmsJ
ﬂ%’uﬂ‘gdNamivﬁwLﬁummﬁalﬁlﬁmmwma%’nn”ﬂﬁuaz
mwm%aﬁﬁluﬁuﬁwLLa:u%msmmgﬂﬁw (Huang &
Hshueh, 2007) Tud 14089 15ANBINANTENLV DS
ninenInsudeslale wuiseansasnuuwiiava
Hall (1992) @9ldauoumifaliin nswennsnsudasle
(Tangible Resources) Utznaua18da38@1%n1313%
WiaRuUNIWEATa2@n (Physical Asset) luginaas
NIN mnsﬁﬁ'w}”aavlaivlﬁ (Intangible Resources) ﬁ?u
dsznavludavinee (Skil ¥3a Capability) wWianssa
LAZANIRIIRTIA (Innovation and Creativity) Lae
Fo1509 (Reputation) tudu Tay Cafibano & Sanchez
(2004) n&1i1 niwensfisudaslaldidutasudey

1 o = 6 @ v a
danNFISveIasanIlunsaInnNtasouln

MswasTwanIgIEn GamIansnaniseluadadnmn
Ho1889 (Reputation) vasduduazusn3vin 1w Hu3lna
VL@T%'uqumwmaqﬁuﬁwLLazu%miﬁﬁmmﬁumﬁ'u
ﬁmﬁ;ju‘ﬂmﬁaﬁhuvlﬂ Sanchez (2003) La%aULWIAN
ek numaﬁtytynLﬂummawwmumam%’wmmﬁ'{u
daaladld auldun anag anumaunnlunabous
mwé}'uw”uﬁ(ﬁ'ugnﬁwLLazgﬁm‘iwuw ATIRWAN
AvzuInnTAElwaNuE NIl UANTITLAT WA U
Wndudsazdinalasassuazlasdandoassnsluain
anwldidsoulunsusstuanagain

é’aifumiﬁnmwam:wwaa"qumwué’uw"’uﬁﬁﬁ
daqma1zadandinazdnsinansznuU Jaunus
(Interaction Effect) 284d2udsunsn laud a11u
Iadsouanninenninsudaslale nan133suwus
NUANNFUNUTHANNTURUTITIVINA B A VD
ane wazdnIuMINazeuaulILNIN WU Anw
Iaussuannsweansisudasldlafunasdonals
ANuFINUITaINUANNFINUTd g B IgNAINN
Fulumsdnw3suiidaiaunaunianlovoiions
wWagasmnIunMInGaludszinalng asaaluit

1. gud1veIgnd1vaIgamnnIINNINEAlY
Uszinalnodadlinnumdgyrunmsiiuyadlign
aai'm@ian’iadLLazmi']Lawammﬁun'jwﬁgn@ﬁﬁaams
londasjadunuanuduius anvvziduanudunus
nUaNeN (Customer) Haan11Ja38n13WAA (Suppliers)
fl297% (Competitors) TUTUNRIBFIAN (Community)
udu asdnadasgaiunszuiunsinmanudunus
NUANAULATTIUTINTBYAANNGDINITVDIINAN W8
n'ﬁw?uuwﬂ%'uﬂ;wﬁ@ﬁ'mm“lm WONINUUBIAN TS
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