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dadial -1

&b Andliall o 5 jall & e S5 it A g SV 8 el Jlae (8 JanS (Al IS il
1 e (5 sudl 120 85,8l @ll 1) aaladl ol 35 g Cpdliall Jpaal &3 8 5 08 3 g 0 oty ¥ (G gme
i 5 I 3l sl (A e Dleall L) cOlalaal) aaa gl s ¢ Apdladly Loadl Caaty 45 <
8 Al 5 300 ol Lyl 3101 0 535 (www.dostor.org) 2020 ale ¥ 53 Jlle 4.9 jan
JaV Al ol Ale & Ae ol a5 ocpllall eDaall e e85 cana eDee adal (3 sul) 128
sk 88l o3 Jiadi (Kelley, Gilbert and Mannicom, 2003) 3leall 5 4< 30y
Electronic-Customer ~ E-CRM  Liy sl -edleall clile 308y allad dun jiu)
Aol inl e cdalgl)l A gl alwY) any 3i8a iaRelationship Management
plaxti e Dlaall pa dalyivee A83le 3 )05 B1A o Jaad (3 guaill balis Ay ot Al E-CRM
ol (3 g 8 cpallall eDaall oY 5 ity corall eDlaall it e Sind (S s (g0
e OSSN Gead) ale 15w w W Mk (Dubihela and Molise-Khosa, 2014)
e Allad QESle Aopaiiy Al spn eDeal) ) Jgasll i i) Je aldie Y] a8 IS LA
LeDae 5 AS a1 5l Clidle ol Leiay Al Jil sl aa] B-CRM 4aas) jiu) yiiad
(Sasono and Jeail (S L Son, dadaidl ) Gl agi s eDlead)l ey Gua
. Novitasari, 2021)
E-CRM 45 3y cilElall 5 5la) ) 4l CRM. e Skead) QESle 310} (e e il Al )
e E-CRM <35 (Bahri-Mmmari and Mraidi, 2016) oséibad) cpasall JOA Sas
ey Ley ¢35 SH S5 CRM #Dkead) clile 5 1) DA (e ¢Sy A1 AVl Al 1 Ll
(Sujitha and aei¥ 55 eSaall Loy adad e 3508 2adBle Gleadd 5 Glatia apaily 48 540
zasa bl e 38 5 Aua) il (8 B-CRM o) Jsél) Sar ML 5 Johnson, 2017)
Ledlaal s Lalaill CRM Abaiil Saudai ) A8l odi g 5iSIY) il sl e Ay guatll liDlal)
Cusll e clelall (dn, ySIY) Bl o3 A%l a5 (Pourmand and Lavi, 2016)
¢ ASY) p ol e Y Ay gl (il sell (uSlall «Web-based interaction platform
o 33 yay i iYL (giady Y e Dlandl 5 dadiiall (p dle i) A8Mall #laid la pue 5 cclilad) ac)
ke a8ty (Mangunyi, Khabala and Govender, 2018) E-CRM 4l yiul dileliy
Juadl 5 o pual (S8 Juaal 555 O il pall eanst i Y i o1 955 aladin) OIS 13) 49 ¢ La
e Jany JSG CRM daatl i) apanal sale b Ld Cimans Cilaslaall L ) 535 (8 2Dl pe
(Moreno e 5 Cluwsall (0 Allad Cl8le ¢ jil 5 dlelyy oSlaall Cli )5 Cilala gl
G hall CuulSall (38a% dad) iu) et CRM 4l jiuld and Padill-Melendez, 2011)
Gty Culiy (Geael oy eDlaal) agd 8 4S8 Caas WIS Cus «Win-Win Strategy
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(Finnegan and Leabl cundi)) Ul S Al agh 5 adi)) LS (JalSll agilie )5 aeilala
. Hamid, 2010)

(Farooqi and Dhusia, &S5 ey ) paibadll (e 221L E-CRM 4 yin) caatiy
Jelitl) 3 il sall saclie Jal (e aenad applications <liuksd de seas 2 -5l 2011)
L oy clialail) o3a Lols Ao s ST (S8 daodl) s e ac by Loy cagiDlas pa Juaal 5l 5
el oleall s28 aal ey edaiy S Jilugll e alie WU (815 donléill CRM plee i
G leadll s alid) Juaily da) i) o2 g GG oDlead) ae Ja¥) ALk clBdle
sl Jelity g e ymY) e lelul i) JSiy «Customization Jsee JS cibilhia 5 cilalia)
Lid s, ¥ 0SS (JSS dabidl e i B-CRM asesd o) :ladd ) Personalize ads
LA US55 ey sall g eDlaall g Aadaidl G Jeal sl Jo ceSleadl g dadaiall n Jaal 5l
el sl e aciad Lulis clS A CRM sl i g s Jiad Lol i) o3 () ;Lusals
on ol i€l ciliaaiond) JS aladiuly Jual il e aaiad Canpal 38 L0 ol (058 JA (e
E-CRM Jaxi :Ludls Web-based user interface sl e Jeléll 5 cwireless Sl
B3 5250 AdlS 5 o Maal) an (5585 a e ol 5 e

te eDexll WMo Baga sai A E-CRM Aol jis) 50 plia)) (8 Claa¥) saa) agasiy
G Haatl) Galiad (s cdedial) 4asdll Gailiad s B3 (o siad agS)y s chalaidl
sl gall Al ge (5ia (il laall sl e Dleall S jany Jio L Ll dakaial) Cargins
oY sl AN (L) ekl ae oDlaadl 8o Basa gailiad o a8 VLl Jilag
e (ld) iy 85 (Abdi, Hamidiza and Gharache, 2020) x50 4esdll zud yig
Lilad) i agae LBle 313 8 AS il gead o Dleall @l o) o () AL il Hall (any
Ay o3 gul) Sl yis) alazae (8 ja B oVl ey Cua AS A 028 s agdV 5 o
(Kelley et al., gmls Jend 58 38 Jranl) a8 o Cun ¢ g Y gl 8 dials
Gl il gy e E-CRM gl yial Ll jlaaly 40 4l a8 @lids 2003)
pany gl Gl edaall Ly e Ly o s S oYl as daoall A sl
(s S oYl daae s ARl ) )

Z\M\J.\S\ Aia -2
e Slanse Gy ceShaall aasl S a0 allad aby A 8 2ol 5SSV G sudl )
el grally Cuai 3l ) 8205 rlad (ady i Jleel Ay Jha A i i)
Jraadl ClEe 3 500) dauls Cogla Ua ey Adliall dgal gad Ciliasil yind gadail daldll dalal)
#Sland) daad Ledde s Laa o Dlaal) po a1 Al sl lBNe 30 5 Ll dadi) 5iulS CRM
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(Khaligh, Miremadi and Aminilari, ae¥s Gla Ul s cagitad 5 Allia 5 (Juzadl (S
Gl Glagleall La gl 65 550 7 oja s i BY1 aladiul gludly de ju ae oSy 2012)
4l CRM I il Gl LgiSay 3158 E-CRM L5 50 -6 Sl clddle 5 1) G yind
e Bl oy 8 i Y addiny 5 oo s S e ading g i IS5 (ST clgdlaal ia g
.(Khaligh et al., 2012) lelul STy alels ST IS g o anll

)l e S JSa alie ) 3 CRM oo <alia E-CRM duatl Jind o () ) e
ceasy of Navigation sl y miwaill & geus Vol alaff 530 8 Glld iy ¢ a5l Sl
L s A gy Loaling ) e gladl) o Jgeanlls cpn ypudl Jilly Jraall mland) Jina
LA g Jeldlly Jual gl 4sll) Jxas «Customer service adgall e oDlaall dada
o ¢Sl ¥ slad JSI Ay sl el o 3,508 a5 s s el jue eDlaall
.(Nandya and Permana, 2021) 259 (e da 50 43 IS5 (5 5S35l (U (sl Ja 5 ¢ sall
Ay padl Jle ) Ay 8 Lald s Qs Lag) jiu) 3 Gasall ) duljall Jglas
22 Yl W) sl CRM dual il adlial Galaall 5 (pandlSY) o IS &l e a2l
Gl o leailii Helaiy cunall Ledaai (8 duadl yin¥) oda iy Jlat LS Ay o Slas
55 pal) Ay sl

sl ) Cus oYl sy e B-CRM 4l jind i1 Jlas Al pall Coiagd cBam Lo e sl
(Mangunyi, Khabala and () sa¥) 8 Clebiiall clis #lail 5 me cara Jia oYl
Gl Jlae Jla) o3 S duald ddiay 5 S oY 5L A )3 g5 5. Govender, 2018)
A g SV 3 jladll S il pUad e

B Gy s el s Dl L) e E-CRM daai) i) s 4 jall s LS
G 5small s Oy ¥ 8 oy coDlaall Limy o Ll 3 150 B-CRM ikl
E- idadil agus 8 daaa (a1l 5 (Wang, Wang and Chieh, 2016) 4 )il a5 aghY
G5 Oaal) o agdsS e a2l i Y Aelaiall sad eSleall £¥ 5 a3 3 CRM
A ) a8 all

(Abdulfattah, 4Aesiall Cilul )2l s e Gil Ly E-CRM <lll 55 dul jal) a5 o ]
2012; Mangunyi et al., 2018; Oumar, Mangunyi, Govendor and Rajkaran,
ol 536 ) Lgapuaiily Caald s 632a 5 de sanaS E-CRM <l ae dalaii ol il 5 < 2017)
: Pre-service E-CRM 423l e Jgpanll Jd Lo cOlbaa 136V s yall (Ul e Sl)
Claiidl ge lealing 3l clagedl Jlo Jpeanll Joaall 2elis ) cdlladl 2S La
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Jraall pe (mdd Jeldi @adad) Gleadl) 4S8 55 a5 (Post-service E-CRM 4sasll

Jlad adig ) 6 (38t

E- doal jiud il 8 Gnt ) il all 3 A 5 5a8 2 5n 5 demy (S (o e e sl

duad Gl WA ey (aSATLY) 128 ac 28 g ¢oDlazll La s s‘s.aj‘)ﬁg‘lﬂ Yl 6&: CRM

Ll el ade (8 agaal Alie 3 sa g Conia gl Al 5 ¢l gall (I sise (ans pe Caaldl L) gl 3
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S )

Jiaall 65 e Gasall e gemal) ol < lalae 2alall B-CRM il L5 g L 2
Sy
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f S STy)
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Sdmanll Laa )y Ao daadll e J ganll U C llbeay Laldll B-CRM Adaiil il 58 W25

$dsall Liay Ao J panl) das be O ey adll E-CRM il Lili 58 W26

s S daanll ¥ 5 e Janll Liay il 58 L -7

s A Y 5l s E-CRM el G Uanes 1550 daeall Limy caaly 0 (S s 61 ) -8
fanll
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daasl) daaYl -1-3

1) A sl Glae 8 Lo R Goasil ind Ll Glaty dee HUa) Al jall 28 s -
ool aa i ) A gedl) Galaa Yl (e e clld g (B-CRM Lis i) — e Dleall clddle
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Gyl aall dyalal) BVl o 2 3ad zlaal (8 ) ) Le L) Y] dadiil) CRM dpaii) il il
E-CRM 8 5 il i) o2a (e

e Dlenll B 3 1a) lane g A g ISV 3 Ll lase o JalSEl e da ja Eanall s Eand -
(o 55 e Dan) eligin JsY) 4da U lasadld comy N s )l adaa Y1 ladl (1S 13
(Chong, Shafaghi and Leing-Tan, Js¥) isell d8laul dla jo 5aY) Casgd) rinys
plaid ¢ B Gluall Slilee aexy J5Y lad) G il SV s g ey 2011)
e ae AL cldle et e aeld Aladll Glogleall La 55y o gladll
.(Finnegan and Hamid, 2010)

Oe Aan 4o gl s JI 3l ey IV CulS N A paall (e 3 S & A jall g -
ary i s olad) g saill Calaal (G 8 pladl) 1 a2a 8 Al all il Adal) 3 gadll
Lo s Lol 530 i) ey jus (3 3mdl 8 S 80 038 (e AL ol B 7 53 ) bl
Lul ol 028 agesi 38 G i) Caloal (5aia 5 dudliall A 50 4 graa ) 5L o (Gsad) )
D)) Gl e Lat 5 eeDlarl) Ly oy Ll 5 ¢ 9 SIY) £ Dlaal) oY 5 eliy 48 apaa3 b
Jlee Yl

Liukdl) L) -2-3

4als (E-CRM 4l jinl (a5 daja Ay g dpadl jind lddl e ddlall 4l pall S 5 -
It Uil Jy onsnd 13 o g SISIY 8 Jlall S 5 ¢l gl sy a2 ) e
fo 4B aandl Loy ey ) Al Jal el (8 Lagl i) oda 3l Al all aa 5 0
2 by daadl) e Jgaall ol deadl) o Jpanll Ji L OOlae @ a5 A8
Y sl g La i Calaal duaiiy Culas) 4 e Cagigll (S s el dadll e J gaall
& s Jraall ol pilis dla je JS Laal o S El ¢ gall Tl ) AlaYl cseall
agle i i AT Als je (B gl 2a g Lat cla ) slaie (g Als ey IS AN aigE QL) any
A A e b L 3 U LD )

ot g (Sl and A glaal) cile Ul 8 laill s ,Satl sale) Culaa) sl s Jglay -
G o A oGl (B Lol a5 (BUAY) G e je WY3nas B-CRM Al il Ll )l e
iy of Canl) 13gd o€y M5 (Dubibela and Molise-Khosa ,2014) iway LS )l
) SN Lginlal 8 agas Ly cdiliall Uil 5l 5 (Lgili oy E-CRM - JalSial) agdl) (o 8
Ll Al 5 e yal) Calaa Yl giay
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S 1 JSS Aadaiall Cilaal s gy sutl) and Calaal sad & ad ag Y oY ) Caaa ) -
loa e of WS oYl e B-CRM b sSa gl abal cpan A8adl Al o e dallad) 4l
ISl Aalal) Ao lany aail A al) Cons 130 Gy saail) Jlae 8 a0l&h Y Caaa g8 ¢ Dlaall
eaad) Liay e B-CRM _aill e i3y e lalall

A ) il -4

t ) AR Al all il i

Jeeall e¥5 e B-CRM ooyl — edaall clile 30 doat il _ali sl -1
5 i3 SV oY e dalianall E-CRM sbadd Ll Jlial J3A e ella g 35 Sy
Lo Juaall Jpan ol @ laa g deadll e Juenl) Jgeas J8 L E-CRM & klas
Al e Jaanl) J gean 2ay Lo SO of 4ol cdeasl)

Leay e B-CRM Wi il — o Dlaall cilidle 5 la) duasl jinY dabiad) syl Lals jlasl 2
e el

A g SV S Sl 5 g Al Hall adine gl 8 e Dlaall oY 5 e o Dlandl Lia ) il aaas -3

el g xS oY ) s E-CRM abasl (g o Dkaall Lia i dasia gl) 5l il -4

A8l el Al -5

e JSSy cdiee JS g lidle ol o ) painly dasd dperd) (e 3858 S 30Y1 ()
padani U g Le 58 s cdumdl 5 ) gamy ailie 5 allala g Lad) 5 Jaanl) cilad 8 Gias Jal (g elld
ST e gl 3 puSaiy Lo b g ciaginall (B guadl Uil CaS (médi 5 cclal )
.(Nandya and Permana, 2021)

«Relationship Marketing <Elall (8 sui Olase (50 CRM dnsandd (ki Jualil (3 g
cagra dae Be yshaty Al A (e agale Baliadl g coBlaall da 3 S8 e iy 5l
. (Khaligh et al., 2012) a8 _ill chlaad 5 ladial o Slaall o] yd 5 Hlia) Llee aedy Loy

i) A8 gl Calaa Yl (pamy 58at & B-CRM Juaai) i) 90 ClaaY) (fany Cracd Ua (s
o) (B dly cedanll Vs cain eSee win chipudl deaa)l (sl aan i
.(Mangunyi et al., 2018)
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Gl Alad Ay & BE-CRM danl jind O« Al il canim gl c3landl (s A
Jpaall Cim o Jranlly ey Le JS 500 (o Slimb clgiDlae 5 AS 5l (8 paiane YL
e adlllie JS el e Slad cal Aag yud) laiull el slaall JS apaiiy deadl) e
Oe 23e (385 ¢S E-CRM 4sal yiu) o} Gaua sl WS, (Oumar et al., 2017 <l
oY sl 31 o Blaal) ae Jalitll Cllee arenai sale coDlanll pa VAL (3 lganl (e adliall
eball (el aasiinall e LeleSh daaiall (5 gnall 38 aills el (e 23e b daslsdl)
(Abdi et al., 2020) Lesii 3l cileaall
¢¥ 5 e E-CRM 4aasil i (5 sinall (lag¥) 80l 4Ll bl Hall (e de gane Ciaca N
el BlAS &5 ey daddd) anie gad e Dleall (ol ) sl Aol S o2 (BIAS S (o Dlanll
(Dubihela and Molise Khosa, 2014; 4S,all 8 48 oo Slab ol il ) S3salef 8
. Sunny and Abolaji, 2016; Safa and Solms, 2016)

e B-CRM 4as) jia) sl g0 lasy) il e Tadl (g Al il jo sae i) WS
£Vl Ao daasdl o Jsanll d8 Lo clllee Ll G il jall gaal Cana gl 288 oY )
O 8 <%53.4 £ ¥ sl e dandll e Jgeand) ol Bllae 535 4l s 8 69486.2 cady
A S A g amll e 9489, 1 Y5l e deadll e Jsand) any Lo cBlalas Ll &y
(Oumer et al., 2017) 4l e Jsanll ol COlalae 58 eDlanll Liay o (5 5ima il
JS e E-CRM 4 ili asa 5 e @Sl (Mulyono and Situmorang, 2018) a2 i
Y5l s B-CRM G Unans 5 1553 Dl Ly onl LS bl 5 Y 1 (00

ceJaall Lia ) (e JS e Lula) 355 E-CRM danailyis) o) bl pall (saa) canca f 8

E- dam ) oo Jalge 2308 58a58 55 i DA e el cagn Llaia¥l g S )41 (8 gl
& ity Gl gl alai avaad Jalad) 138 a5 «Process fit Clilaall 403 (V) ;2 CRM
Uy (il sall gl deadl) adie J8 (e il glaall aUai Plriul ) @) CRM cilaa
A gt ila bl Lia g1 931 agaladind 5 ecilaslaall e o Slaall it 5 laliadll Alainy)
b ey ll 35 G daxd y cJaasill 5 cpul) Alae (3855 )5 e Jalal) 128 4tk ol
Glasledl 339a (Y) .One-to-One interaction dwall s oaddll Jeldll (e
cJiee JS lalia) s Gl glaa iy pUas avaa’ Jalall 138 2y 5 < Information quality
pent (it llatyy eDaall e A S Lgaling 3 cile sl il JelS) agdll ine
(laslaall elli Julas Load Jy connd 13 Lol Alid) odlaall clalial e laslas
System ?‘:b ?U:.".' (T‘) okenl) (e 48 S S glu e AL Gl gatt ol PATPREN lgdriinig
Lahriall reany oAl JSEIL o 5l 63 Gaadaill dilae ao g Al 8 65 Jalad) 3¢5 2iaily 5 csUppoTt
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gyl Lty dpalaie V) il 13 Lagyd aal ey dgiblee Gailaals clgdlaal daxsy
(Al-Dmour, Algharabat, Khawaja sl g Jeléll s calaain¥) A geun g dig yall
E- abdil ol sbadl of cludl) Gy sl (@l ouds s .and Al-Damour, 2019)

(st Jiit CRM

Glatiall 83 aad) 138 eaalyy ccustomer service quality sSeall dadx B (V)
Jaanll e g5 giny 53 IS5 ccanliall S iy ccanlial gl b oSlaall cilanall
«la glaall 33 92 5 cease of navigation @ sell e J)sadll g miiaill 4 ges (V) oba ) Bina g
Bas Basa il lagles 5 sina o aelpan s qisall 25y prioad Alseas 2adl 138 ia
Al 8 g5 ) 138 a9 «On-Line Community < 3y e adise (S5 (V) aeilaliay
site- @dsall e V) (£)Arg s Agus By sy Lre <l pad) Jaliiy &Ll ¢Maall (S
gladll LYl (0). 35l ddee ol LYy daa peadlls daaall s Jass csecurity
pailad w3 ) eDead) (o Gl pudl leladll Calaginl s L) aadl 13 ays ¢ pud)
aal o Clal 5ol Gamy Cisaa sl a8 (Alim and Ozuem, 2014) 4S8l Cilaxa 5 Cilaiia
Virtual o=l 5831 g8l (1) 18 A5l gl (& E-CRM At iu Gkl Lty
el @y we Jeal sl 5 Jeliilly oSleall vy o 1535 e 3)ke 585 «Reality (VR)
os 3oke A5 «Chatbots &5 Y Gldladl (V) 4 gliaiud) e Slab ((Gis )
LS elgidlae 5 dadaiall G clidladl) ac g e Artificail Intelligence elibal ¢S5
eDeall e el (T) eShand) JSUoa Jad iy Y 5 el S 5 (e K0 U (e a2
e YA e (g i) eDleall daad aldai g5 (Virtual customer (ol @Y a8l 5l e
dual il il s JMA e ceDlandl lillaie 418 ae Jalaill G sall 7 A e o)1 Gy i
Llaia¥) (8) e lain¥) daal sl Cadlad ¢ g 80l VLA ¢ g 3SIY) & ) Jie cddliaall
Jusinly mavs a9 S5 (e 3)e a5 dInteractive Voice Response (IVR) s swall
ooliaal Ganl 8 Gl 5 Al A sen Alaind A (e o slan iy dedle 3,05 LIS
(9) eDeadl (3o 5y Aa i Lealing 3 Zedlall llagled) adhy Ui gy codleall dard
5 Voice Over Internet Protocol (VOIP) i jiiy) e A gall Jinnsill JsS g 5
ity e iyl e Jaidl Glily diad s dd gall GladlSall Joaud dlany ey (oo 5l 635
(Alam, Azeem il (S ¢Dlanll danal Lgaladinl a1 45 33 Claslen () (S guall 2 5l)

.and Rahman, 2021)
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Abstract:

The purposes of this study are to test the effect of Electronic Customer
Relationship Management "E-CRM" transactions (pre-service, during-
service, post-service) on E-Loyalty.

Also testing the mediating role of customer satisfaction between E-CRM
transactions and E-loyalty. The study relied on the survey methodology to
measure study variables, and has been relying on sample of university
students consisting of 352 unites. The path analysis method was used to test
the study hypothesis.

The study proved that there is an effect of E-CRM on E-loyalty, The pre-
service E-CRM the during service E-CRM, and the post-service E-CRM have
significant effect on E-loyalty, and customer satisfaction. Finally, the study
results showed that customer satisfaction was playing the mediating role
between E-CRM transactions, and E-loyalty.

Keywords: E-CRM, E-loyalty, customer satisfaction, pre-service, during-
service, post-service transactions.
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