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ABSTRACT

This research aims to study the changes in business model patterns of
Office Mate Public Company Limited due to the success of the company over the last
decade by studying the changes in business model patterns in various aspects in order
to be useful for anyone who would like to create a business plan, Small and Medium

Enterprises (SMEs) and business initiatives (Start-Up).

Data used in the research consists of secondary data from year 1995-
2014 to study market analysis concept, decision of company executives, overview
analysis of Business Model Canvas and successful sequence of company. Besides video
seminars and related articles, the researcher also studied from company annual reports

for further accurate data analysis.

The research applies Business Model Canvas, then separate company
development of into three main categories which are Product Innovation, Customer
Relationship Management, and Infrastructure Management. The researcher adopts
business sequence mentioned by the company owners to explain the sales figure
precisely which consist of three phases: the sales volume of 0-200 million baht (Sale

& Break-Even Stage), the sales volume of 200-1,000 million baht (Operation


http://www.tbs.tu.ac.th/14/th/faculty-members-view.php?id=96&team_id=3

(@)

Improvement Stage), and the last the sales volume which are more than 1,000 million

baht (Sustainability Stage).

The study found that the changes in business model patterns have led
to the continuation of development which maintains the benefit for existing customers
and expand to new customer segments in order to increase customer satisfaction,
create a great customer experience and impression, retain customers, and then lead

to better long term company performance.

Keywords: Business Model Canvas, Business Model, Office Mate Public Company
Limited
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USEW ganileuy e (Wvnww) nedadled w.a. 2537 sagyuaaneileu 5 au
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W3 ” WUSINAAVIULATRTEU WaLtATadlTdtNIunaUanLazd@In1n?T 40 U Tnenrasann

ATl gula (Pagdusiumianssunsuinng) ladnaunguanianissseenis Jslatnnufnly
n1savivnvesiedlaslduuifnnisuinisyaluddieszuunisvieiiuianniden
(Catalog Sale) waznasanludnwdeluszauUsyginuazyining1dnuste “usey sanile
Wy 10” slanduuilauien sendfaun 31da auinerdnusisieslavinlindeain
dudansanw Inelud w.a. 2538 uSEnv lahszuunisvieaiuwanaden (Catalog Sale)
Wi ldeg1adunianissiudessuusumdsdoniunialngdng (Call Center) tuLAILTN
siounlul w.a. 2542 Tolaliusnisszuudidainsoudeou waziasadlddinau iudules
www.officemate.co.th iiatiuasnislunisdmieduniuazsessunisdsdovasgnanlv
¥ o v ~ % ~ | v & I3 | ¢ '
Windeladedadu lnediunguanaanesdnssadnludesansselvgy
Tl w.e. 2540 MAINGALATEFAY AITIAILARRAUTIaIUNTELARINE T Ay
Y = v 1 ] = a v a v ~ a
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Usendalian Uiwé’mﬁ%ﬁu‘tumiﬁﬂinﬁué’ﬂwﬁwLﬁi@gﬁ%zaaéf's danalviusens aunse
adegenvglugiadingaasugialagedis 30-40% sed dounlul w.a.2547 U3 L
waluladansaume (IT) sszndldiunisenedeamninisdadimiiedudianniy e
530U E -Procurement winsntsdanisuimamsdsdolisinianniy weldntunaush

1 <
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ieazalIntunsinmurNAuntagn1sddensInell lnsasuninsiuvesianunilidy

anMstuNIIvINITIEeNdT “E-Procurement” TudlagduanAteAnsvesusumy iuy

910 2,000 BeAnstusin Wi 180,000 asrnslullagtu (Fan1sesulat, 2015)

2.1.1 USZLANaUAI989UTEN 2anWdAmM 3100 (URnTw)
Haqtu U3t eenlflmun 1t (i) dasminedudvianun 4 ngu
(U paulileum 311m, 2015) Town
ufi 1 %uﬁwszmwm%"aaL%SuLLazquﬂsaiﬁiﬂuﬁwﬁmm (Stationery & Office Supplies)

il Q‘Uﬂiaiu,azLﬂ‘%@ﬂﬁﬂ/\lﬁﬁﬁiﬁ?ﬂuﬁwﬁﬂmu (Office Automotive Supplies)

a

2
1l 3 ilesieesuargunsalineg fldludtinau (Fumniture)
4 Fufnguuinag THuA Uinseuiniasulees, wwdns 51819 wazdus (Printing
Solution Sevice) Fsnsaunaulfnisoonuuuiiuiidmiudanaresinesdinny
2.1.2 ¥2aN9N133NTMNY
Tutagiutoaniinsindnineveas usEm eanilawm 31in (W) 1 4
YBIN4 P9
Yoamsdl 1 madeduduszuulngdn (Call Centen) Tnetumaidong
AuAanuAnA1den (Catalog Sale) wagilsyuuidontdiszuuutalenig (Cash on Delivery)

a 1 I Yy & a v 1 ° a =~ v & DXy I v & ' a
elignAnlaiudufnoun1stisyiiy erigaimiudulaliiuandlaluegned tngly

Y

a S 1

ARt v iuteniaitislvanvisvaIusENT SuRulakazas1enuwdswngal
UsHN“
] Ql' QIJ 424/ ] @ I3 a o ¥ =
o199 2 Msdederusruuivledvesuiene lnggnAraunsaiiong
Aupanutiuled www.officemate.co.th kaglEaNTEUUNISTNTE UMMz U9 Tu

Uagtunistrsziuiwivledanunsavile 7 geemns loun n1sthszRuaniedudus (Cash



on Delivery) 9132 R3umeUnsiaTAntuntng1udndsosoaniawn (Mobile EDC) n13915%
TngloukutnUydsuins N9 seturulnsAsAneaulatnIsT15 RUNIUIZUU Paysbuy

N1991583URNIUTEUU mPay 915eA1dunulnsdnsidetedmiudldinsene

'
Yaa

Insdniiadouilluseuy AIS Wagn1sUINITTUTI58RUNIUIEUY SCB Easy Net @S ugind
v A a ¢ = LY a Y A a dy a Y = o v
Uysurasinemdlye dalutagtuiiesangnaminginssulunisgeduaiuieuly villi
o 1 & A 14 f & 1 Ao a a N
drarunisdedumesulatisudesmaminissayaulauiniign
8401991 3 OfficeMate Mobile App lnggnA1aIuIsaLieaNToduAINT
15,000 518015 Tunnuuindual seesunassuuduinisinsdnsiiiens iOS wag Android
Tneduldludioudueneu w.e. 2558 Fedeiludnuilageanidlunissessugndfidesnisai
< 14 a v 1 = dy a 14 C% a o v 1
azan 59057 warldwalulagiinundiglunisiiengedue Inglutagiuuien manisin
Tuvewennateduluifeunsnazdisonnilvannin 2 wiluantlvan waztiindunin 1 weau
anuluanlud w.e. 2559
Y89 4 NITBNIUNTINIIUVEY Officemate (Stores) Fellagiul w.a.
2558 TauUssnelngsanyiaau 57 @19
2.1.3 dnsnsiule

BNIINTAUINVDIUSEN DaNAAUN AR (WTU) UL LHUlRDE19RBLHe 9

lngvnngnnsudeunas 12 U wudhusene wulaaiena 25.15% sel danmi 2.1

ganVUI8USEN anAFAun 3100 (UKNIYw)

U w.A. 2545-2557 (U1)
3,000,000,000
2,500,000,000
2,000,000,000
1,500,000,000
1,000,000,000

500,000,000
2545 2546 2547 2548 2549 2550 2551 2552 2553 2554 2555 2556 2557

D79 2.1 venueusTm sanilaaum $1dn Wvnww) Tw.d. 2545-2557 (Un)
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mstorsesulatlutagtuiimiudaonsoniluefindoszuudieiuddudatemadiy

(Cash On Delivery) ilsnunanaraaiuainulasnislunisdeduaiosulal Tudiuves

o/ 6

Pan1anNsdsBosusTUUINIANY (Call Center) salAnmnaan (Catalog Sale) finsiAuls

Tuusza 15% wazdoanienisaewesuninsuyes Officemate (Stores) iiulaiiles 6-7%
Fadtulidnvemsesulatiuiulagelian uenaniniauiena daldiUa Facebook Fan
Page \iadeanslagnsaiugnd laeUagdulivenladegn 59,815 lad ( Tuil 22 wyeRneu

WA, 2558) @aidunisraanislunisdeansauduaily Tawanid Tusludu sruluaudssuila
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=

ALULAIA199 2INgNAT @eanAdadiudl Sloyer K. (2015) lanaallulingans Niche 31d
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q

anAlaMIta FeannsoderaliuTenanusavenggIuNIaIALaENguanAl Ineliauuien
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NIINSAAIRLUUSIAY Fodsruaaulal (Social Media) F9a1u1savinlruSEmuUIaLEn 11D
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o GLSJSJQ v Y

THUNANLFNSVIUSIN paWALN 7R (L) N Tedesnis

U

Wisuiiaulunagsna (Business Model) 984 U3em sanlawmn d1in www) Wiiudens

WasunUasluwsazt IeglduuiAnisae Business Model Canvas tilasainidulunanldading

o w d'
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2.2 ANUNIEUas Luaagsna (Business Model)

] Y a

TuNI9AUNIAMUNUIELTA5998911LAa53AY (Business Model) dulydl

Y Yy '
(Y P

ANUIENRNIzdaaY Yaduedfuyuuesiuand1eiu Bnvisguuuunisaiiiugsnadag

ANUnINzaNIndITeanInuwInaeNBegIAATUY 1N9UTIYYBY Morris, Schindehutte,

o w

and Allen (2005) wuirannnsiasizilomvesmddlu 30 MINnANUYeIAagIAa

(Business Model) Fawaniwbaasuilu 3 nau Juedivguuvunsinluld Inswdadudu

Y Y
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(%
Y [y

dadulailidniu Ingaguudalind1nin lunagsia (Business Model) e daunuves
Auduiusvesnguiuwlslunsindulalusiuveinagns an1Unenssy waziATugaans
deasaanudaii anuauisonenisustulunguiug aenadesiu Ovans (2015) 16
nanluunaudslduandiiuisuunanmagsfaiinluaagsaluluasdanumne fuld
funuarosauasuansnafusnduegfunsiiuesaulilinnagsiaogils

uanaNi(Lewis, 2000) linanils denuveslunagsfa (Business Model) 91
ni9do The New, New Thing 1371 “ L'%I'emﬁgmmmﬁ'mﬁudmm%mqLqumﬁuaéwls ” 1ng
Lewis Safin1uuseiiulaluda Peter Drucker funguin19§3Aa (Theory of Business) 7
nann “auufgiuerlsfnuiviliuisnansnsoviduls” Saduuundefiaenadosiuvesiia
aosviu Tag Drucker Iilvianuaulafeafunsfaunfigiuinnninditiu wmsenlésisu
nguiniegsfafioduiedn “villuuienae fdiannsofamunisivdsullamesnainlag
aoumnlufunsaivauufgiuidaiau’

o o o w

Christensen; and Kagermann; (2008) SﬂiﬁﬁEJ’]iJﬂ’]f\]’]ﬂ(ﬂﬂ’JWlISUENI?,'JL@aﬁqiﬁf\]

'
1o

(Business Model) 11Usznaunigenusenau 4 ¥ila Ae audAiauusuliiugnet anslu

9 9 Y

N1571ALs NSNEININAN WAz TUNDUNITYINIIUNEGN FINTITUYNUBIVBY Dasilva and

o
(% I

Trkman (2013) fiveniialavesluinagsia (Business Model) Hu Aonnsuanuasdiunay
yominens feasnsadsulufuguidmiuuitnuazgndndumsienagnsluuion
 ¥2910a19ila dau Bertels, Koen and Elsum (2015) a5ul337 nagnsisilaidaimun
ningnsiitenlanduanuamisalunisudstuluinagsia (Business Model) Apis1agiin
ninensvantuluuuledslsliAian

Tuafnlailaddeneiulumagsia (Business Model) luvangyuues aluus

v Y

azyuueItuUsTnaUlUMEBIAUsENaUTILANANNAY 97U fUiitaauide usmnasuuds

Y

asrUsnauluarIusudiiluign lnsaunsaasulan amin 2.2
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s ~
amﬂsmauwﬂmmaqsna

(Business Model) Tuia9aauidusngg

How to make revenue
Product

Market Strategy
Customer Relationship
Key Resource

Value Proposition
Distribution
Technology

Service

Governance
Information Flow

Key Activities
Competitive Advantage
Cost

Horowith 1996

Viscio and Pasternak 1996

Timmers 1998

Markides 1999

Donath 1999

Linder and Cantrell 2001

Lewis 2000

Magretta 2002

Morris, Schindehutte and Allen 2005

Christen and Kagermann 2008

Dasilva and Trkman 2013

AKoen and Elsum 2015

07 2.2 8aaUsznauvedluinagsna (Business Model) Tuidaauidusingg

nnaAaUasukUaslugluad yuuosvesluinagsna (Business Model)

' (%
IS Y 1

Tue9d w.a. 2543 AUt 5 UNNIuLtuAsut1auana1eiueg1aiuladn Taslutied w.a.

L% 1%

2543 dhusnazitiuluiaumneudusuduusn sesammnasiientiu amuduiudiugna
Tundguiuandneiy wagfiunvessolddnanansaviiils wagsnaeldandilu damadiey
fuluinagsia (Business Model) lutlaguuagiiuldindsiiuaesulde Tanagsia (Business
Model) lalldyniisZosidumdnsoluusaznaiadosnisdseuaneliiugndn nineins

naniusendl uwasiluludinagnsvesgsnasiuluiannuaiunsalunisudedu

mstauennA1 nnedia nsausruAidLdunalssleringnAaslasuaindud
LazuIn1smisnadetuun Fadumanandnfiviiligndndeniiazlddusnious n1591ns
= @ a Y a 1 o= P < 1% ¢l A !
wnuzdudusuazuin1sanauds dsonaasulaindunisadenudseleviimilonin
(Cespedes;, 2015) lananfian1sasaanuwanasegielinumuiy gnaaslidnetudiu
dndmsuanuuanasiildanunsodudald vseeralunnuunnaneiilidedu wu n1sgn
aondsuwuuiiona Wil AuNIlTIEaNNTRoNkUUANATIINUNAT 39A7571R15047

ANUTANNITIANUAY L BANUEITUVDIUTEN
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NINNa109LULAagsNAa (Business Model) a¥ui1 Business Model Canvas
o v & da o [ ! v I3 [ o a a
maadunienlulagdu Felumadsnanvsenaulume 9 ssruseneunantunisaniiugsia
Fapsudauluwiyumang waziiyuwvuivivade awnsavianudilaladne wagiiunind
i Ineanunsoasseazidenluusasiitelan wasuenduimizewingg weniuladiedn
My Fanailavazideasteluluiite 2.4

| I3 Ya o & a . a a a

agalsfnuidedlamnuiiuinlunagsfia (Business Model) fie auufguiign
AntuniegAudululalunisvingsia Ssanunsaldsusdadldnaonaiienauauss
F0ITNNNTAAIALAZAT AN luN Ut uNgustulianunsaiils wieennde

[

= a ao a Y a a a g Y]
nsdsuuy lnedeiidrdyfe sdesU3suliisulunagsia (Business Model) voais1iiu

AWYLAND LBAANEUATII¥I18ITUTBIaNAT (Willingness to pay) F18uRIIglvfY

D.

anuAgIuvedlasuInnIiu
2.3 ANUFIAYYaLULAATINa

Magretta (2002) na@1394latAagsfia (Business Model) 1811311 lainagsia

(Business Model) 1184139951110 dus1ve9dans 1WWudsiesuiednusem

' (%
aa o v o

fufluauinegdls Fsluinagsia (Business Model) Aiftiudasanunsnnoufniues Peter
Drucker 1991 lasfognitvesnn wazveslshonmA1v89gnAIveInnl wasdia1unsanauis
nufiugiusiedt liaassia (Business Model) daganunsnaiaselalvifussiavosnalld
o819l5 uavansndaeuguelitugnirvesnaldedslsaeldfunuiinnzandaly
UNANTY Magretta Buldifufsauufgruuinndifiiuduieatuiu Drucker lag
Magretta lalidndinaauvedluinagsia (Business Model) Tnauuiaaniduaesdiu fie
duvosianssusingg Adduvhaudulunisadidmiduin masenuuy msdaingiv s
WARLALDUY wardiuiians Aemsdiunisuie nisRndenauduaznsididsgnd nsii

$IUATVIY NITATLANYAUAT UIBNI1TANUBUUTNNT

lumagsnalvdenvazidunisesnuuududlnidmsuaiudesnisndalaign

(%
Y

Auny nioLduuinnssusun1suiifeu wiseravzsludslug Adadulavisduduas

a

a Koy v 1 1 . a = = iy ]
U3n15 wenanildalana1idn lunagsia (Business Model) eSuneiassuuseileuvestudiu

Yoagsnunuiuliedalsediaiia §1 Magretta ladgaunnsadluluwagsia (Business
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a o oA a o a

Model) Ssvndsdfeluniledia duronisutsdu aduiimnuSevnaziemuiae Jadeiines

9

iluudatuiululanuiininuaiaiufe nagns lnedenndasiuaueed Osterwalder et al.

=

(2010) BalAaw1 Business Model Canvas (#1017 2.3) Aadan1sdani1sauuigIue
Lailourisoansneinsudn uwazfanssunaniaaiudsinluisnuainnuueuliigndn

ANudITUSTUgNA1 Faeme nquane lassaswuyuiasseld ienlviauaunsauedladn

Y
[

a A o = | = ~ Y
flozlsnddyuamelunseld wasiUSeuiieulumarasrnmiugus

>

BUSINESS MODEL CANVAS
Wusslasuen 43 [Ranssuvidn @ |paueniluaulsiugngr B [aaudniudiugndn nguand
(Key Partners) (Key Activities) (Value Propositions) (Customer Relationships)  |(Customer Segments)
MENENTNENAL \ i Feamarindieandn
(Key Resources) (Channels)
dununsagrsaadr FUBUUIDITI8TY
(Cost Structure) (Revenue Streams)

mwﬁ 2.3 Business Model Canvas

Business Model Canvas L3 umileufinsiidenvesgsiateusznauluse 9
2aRUsTNeaU A N1sas1aLeseTne (Key Partners) Aanssundniisndu (Key Activities) n1s
Inassniwensvdn (Key Resources) Aaumiinaulsignén (Value Propositions) gnindusiug
(Customer Relationships) ¥84114n15L41814gnA1 (Channels) ngugnAidmsng (Customer
Segments) AUYUNTAT 1WAz AsAMAT (Cost Structure) aggUuuun1sm31ela (Revenue

Streams) (Osterwalder, Pigneur, & Clark, 2010)

18NaN% Rita McGrath (2011) §elvimnuiuiisiuliluunaing “When your
business model is in trouble” a3 Cliffe (2011) 91 WiawinnssuvesRmuasanIsHUILENY
Lazlanadsnee Aumsazinaliudiinauresnalidywiieitunshamnisimutlage 61

Aadlalvinsiaun gnAagluvmnadenmadenivie wazgsiavegadugnalulunan
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2.4 lupagsia (Business Model) fiuanaieuvasauludagiu

(%
a Y =

INN1TAUAIIVBIEITY ANTEUYDIA1ILULAATIAR (Business Model) i i
Usinglidundngiuainnisldiivled Google Search TunsAum uazaingiudeyaide
ABI/Inform Complete Database laglul w.A. 2548 ﬁ'uﬁmaé’wéﬁ 4,326,812 wag 2,387
sadnSINEIRY (Morris et al., 2005) warlud w.e. 2558 tu fundly 522,000,000 way
4,908,461 waans Jaiiuladnluinagsia (Business Model) Tuflauldanuaulouazinig
fiautuetieroiios lneradnsannisdumtu Winguiinesldunlutiagdu dwsngléd
Tudules Google niiusn Aa Business Model Canvas uaz winnsTURUUTIABITINY

(Business Model Innovation)

24.1 LLu’JﬁﬂwqwﬁLﬁmﬁ'U Business Model Canvas
Business Model Canvas #3audukuuluinagsiagnimuiiasAiuily
711J988 Business Model Generation (Osterwalder et al., 2010) Lﬂuﬂiaumaaqsﬁaﬁamﬁw
T un TN wazedurefiuniluresisnisiiesdnsly suludsnimyuidsunineinseneg
Meluuiem iauansfianisadsaunmualiand Tatausiveuly lassaienngluesing uay
nslvainesnvealuyu
2.4.1.1 99AU52NBUVBY Business Model Canvas
naugNAn (Customer Segments) A B4ANIABILUINGUGNANBENY
LAY [N uaAUDIANUABINIT I UgNALAaE NENNwANAiY ST TaNwAne1eiY N3
MruanguanA TN azanusatilugnsneunanagnsia wagn1sasennuduiusiv
anAluusiaenguee
n1staueAmAl (Value Propositions) e n1suiladynilvignan
' R % = @ ¢l v Yo %
agls uouRuAlignAsigerls FensiaueamanlunalsslovignAaglasuandum
a = v X o § v Y A = Yo Y A A = & a v
LaTUINMSTIas et vilignandeniiaelddumviseusnisannisy ununasiduaunuag

UIM3nguas nanfeldunisassnauseloviiuioninguiaiues

F04N19 (Channels) A T8N NI NBUANAMIDFRAN UL

o v oA

1@nen Wenszatenurvetgsnaludgnalaegnesinss wagldiuyumiign Fetoamieiu
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Aosausaasienssusld ianiste-une dnsuseuiiuy duweuamuseleviineafuiidum
LazUINIle uenNUudiesasinNienalameusnInaINsuedneae

¥

ANANNUSAUanAT (Customer Relationships) Ao A TLEUNUS

Y

(% ¥ v [

MAnTuiugnAmluudaznguaIsianudauinsfougueuuvesanuduiusivgnanly

Y

(% (%
a v

wUULA FaANITASI9IANUEURUSAIUA WUUDAIUIR UTBLUUTIELABALDY DNVI9EUAILAY
a 2, ° & o N v Y a | | P | 2 o I3
Usnsasiluuuihgsnssuaiausen vsedeslduinisedivsaiiios agralsinuingussasd

173 arauUsilasulumunianal Fedeslsulriianuanndesiunagnsvetotfnsiaus
nsewas1ele (Revenue Streams) Ao nsewasielaurainnisn

oA A

| Yo PR o & I & Y a ad &
iR inugnAlauszauaud s WuanUsslevingnAmBudnazdng Ruiedeniun
Fes1elowmazarululunall aznelis1aiu1saIeszneaiuIvedsisle n1sAuAfanssy
a ) = & ) ~ % A o
mmnzaudazdulsslevinlunisusuupessvuanuieiisauisaaue ez ay
ANAT ATITUNGUgNAMNANUE AN IERY

NINeINTUAN (Key Resources) Ao d@snaoslalunisiauolayas

' '
Y a =

waUNSLAUBANAT (Value Propositions) Tifiugnandsiisnldlunisuds iveliduauas

Y

UIN15ATU Feduunusenaume ninensuana wseninddunislayyinisdy

Aanssunan (Key Activities) Ao n1sdsvasliasuiiugnies
< = a a Y] Y & a o A o v 2 a =2
599157 wazlidenuianain Tusiafkyetule JufanssunanmihlignAiiaanuiianela

FenanssunansaluayulviduAuas usNsiyaA L iLINTY

WuslnIUan (Key Partners) fio 1Asavenvzyielvluinagsnald
n15leegafiusednsnndivanaudedunisvingsna anAdelenalunisvis sauluds

N1IAIVANAMAINYBIFUA LA UINIT Tadanasionsrnslagnsilusseze

lasaa$1afunu (Cost Structure) An t31ansaAUINAUNULA
NEIANALANINUA NTNEINTNEN AINTTUNSN WagNUSTATNANLAT TeUT¥nAITd
ANNAENTaUTUABNeTUN ST U VRt UasAlapg el sEaNEAIN visend1iladnauisa
novauatanA1ndIuIuLINTUle luva Adunuduiivanasd i lidauyunanatetg
maliles

Tun1931A37199% Business Model Canvas figufiasilase319aonun
[ [ d' =) I ' v b4 | v oa L3
uslwunalug danmi2.3 vieweulunseauauinlng udilivanes audleiuiiasien

feteftodslunsazyaiisldadly duilbiuwsazauluiiulaneiuiiniu ieusumnuidila
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Toimseiu uazvimsusuugsluusiazinde 1iesannnisseauanes (Brainstorm) Tuluugaimi
tu WWunsyadielfuduiuils iliianuaamedeuluamudla warenadoasianann
5]

2.4.2 npwiifeafuuinnssunaziuusansgsia (Business Model
Innovation)

1 { o o

Girotra and Netessnie (2014) 1and1331uinnssuLUUINa095573

oy =

(Business Model Innovation) dutfgifun1sdedoudailiogud degnuansieinalulad
Jagiu ludmanafiiintunds wazussassiiduinesdasdunisiuasuwasiuesliviuain
< & Y aa = = Y = P 1Y) & = =
meuen Fadudenneiniazdeuwuuls Jeasuladuinnssuduluwanazivasundainis
sraulaluduvai e
(1) dunanvasdunmsauimsuuule inamsaziausliiiugnm

(2) Aaumsdndulanseddgilelns (amsideunisdndulasenld aundag

a

Tfoyafiiileane)

(3) lastBupuitdnaulalafivign (msueuliruiifnihinayshanuduegng
7 Wuaudaduls msnszaesunsliings lildnssgndhegiivhmiididlsifnu)

(@) Ylungueundniiiswunadnaule fadenflasdadulauuuty

(5) Mngifusraunsailaldlneatl svausoimulunagsi
(Business Model) firdulduiuou Fssaulufsfuindrs iefigldiaminszuauns
FEUUANE %ammiaﬁmﬂé’ﬁqmméT'qﬁuLLazmmmmsamqmﬁl,mjﬁuimi6‘] (Girotra &

Netessnie, 2014)

uananil Matzler et al. (2013) linanriuinnssuvesdudiulifoame
dwFunisaiimnuuansnadnsoly fushiiazinnsuiuussdudeseiiios wiensvinli
01gveAudnduas iooaniully Itugaaliy viensfiunsudeiuandssmaifeuss
M Frundusfosmsanuassonemsutstulvsinasds8u sulufsmnuiiondnwal n1s
flaivilanagsiia (Business Model) S1dauifufdu Saazdelmianlontanisgsfalutiagiy

AaluntNveuTEngalndAsfemIManazas uauA L iNdmsugnAazaiesglaain

]
[
0 v A o o

duLinveRuAItY NIl InNTsuLUUTaeIgIAa (Business Model Innovation) Usenauly

De

MgaIuUsENaU 5 BY19R9l
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& A

(1) msiignduniiondnvalazuinngsy

(2) Aufuazuinsiaenados

(3) mMsadsannngnssumisnuAiIzaL
(4) MsgLarmImaInTiEiusyansniw

(5) gasnisasilsnldanula

WUIAAYDIUTANTIUUUUIIA89§512 (Business Model Innovation)
Usznaulume ndnual Nasndguluueinias 199aUsenauNNansuAILA SV LA
UARALANAINAY (Matzler et al,, 2013) @0AARBITULWIAIUAAYDY Hughes (2013) Aba

3 1

na131 Nsadeasseanaluefnty Wun1susendnaintuin nsuandusiuiuLin way

9

v a

unnsvhaueng Aiuseaniamgs danisadeamalusuneeiy aglvdwdntuad

4319a33ANSHARAUALANIENEN (Mass Customization) N15HNAUAIMTBUIATINA g 11
onszuRaInliay 6‘5&Lflummam’1mhﬂ"]imﬁmauﬁm%’uﬁmmwsuaqgﬂé’h uonaING
Williams (2011) I#nanaflenisasha“rinls” ffdefiuauldsu Bsasenulituddounnmils
sazldndualuguues “mils” dwsuuismnntu fafunisvhgshvldasjsssasuluiing
yhitlsgean msardluds “mls” vesf@ounnit TnsluununinazUsznoudne msads
AauA1 (Value Creation) kag N13AIMUARMAININNITAMUATIAT (Value Capture) Lid

WA NElUT
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/ VALUE CREATION AND CAPTURE \

Buyer's
profit Value captured

by buyer
/A - Value created

rice L e—
by seller

By AV Value captured
orofit by seller
Costs

DM 2.4 feuwlaann n13a319AaiA1T (Value Creation) uagn s ImunAAI6i14un15i1un
597 (Value Capture), g Williams (2011)

$Y L3 Y a dl

ﬂ'ﬁﬁﬂwﬂuﬂ%u’qﬁﬁﬁuﬁauaqmwsauﬁﬁé’smu%apvdmmwﬂ%'mﬂﬁ'au
uaziAsundaslumuszozian Weifiumiuaansalunsudstuliituingsie wasgideouiu
dﬂLLuaﬁmﬁLﬁ'mﬁ’umLmaqiﬁaﬁmmsaﬁmﬁaaL‘%ENL‘%laasnﬁmmzamLLazmmamwm‘f’Ju
aarUsznauldetedaau Ao Business Model Canvas tipsainanunsadlalaiieaining

NIRINNINTINVBITIND Feanunsauanedusznauia 9 agaldegrasuiiu
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lun1sfinwIdensaldnwiusgmesnilaum 91dn (Wnvw) feaudeundas
muganvsluwiazitian fideldnitunisidulesandonisasudeyaainunastoyayiie-

2l (Secondary Sources) Tngldnsasamuanaudunundundn uaziiuiFudeyadugan
Sumediln Mufiwunamnuviessaiusiieg deideldagusuifeuisnisidemusiitosiieg
fapialuil

3.1 /N5

3.2 \nvesilefltlunside

3.3 nafiusiusiudeya

3.4 NMFIATINYRYA

3.5 Yednfinvesteya
3.1 31573

g «:4' Lz av a . . Yaoa ¢
nsdlAnwIeellitunsITeennnn (Qualitative research) lngldisiases

f Aa v ¢

Yoyalndeyanienil (Secondary Data) LU unANdun1wal Taviml dodefiud 910

WrastaYAR19 Mmeunsty iefinyifiaddeding wwiAalunisaiiugsia n1ssusugsie

a 1

NUHUTIND 1elNITTATIBATINTTUUIAIININDNAITHALWITENHIULT FIUAY

= PR ¥ A v < & a o a o
NITANYIVOUAVNYIVDY LWDAUNIAULTULIVOINITNDAIUIYN oAU 910A (WATU)
Tnan1sfinyiaseidiluguuuunisfinwiwuy Inductive Research fie n1s@nw1anvane
waditeUszananassnulunaazUlusuideluasil

Hui G. Cheng and Michael R. Phillips (2014) na11i1wiialsfiinnausglavl

'
va o Y

geanluteyanil Yegasanidemdudsnanes inlndeyanlaanliaunsainluldlanaun

Y

' Aa ao o v 2/ a ¢ a 1 Y 1 Ya v A =3 a
LLG]ﬂ']iVWIlI’Jﬁ]EJ‘lJ'W“UE]%aWiE)lIU‘VI’]Lﬂi?%ﬁ%lmULLUQIMﬂUﬂEjllEﬂ’Jﬁ]EJE)u AFIUITLNY

Uszansnmuesanidelamluegiaunn Ineflududeyauasiiiaszituszudeddoyauay

Wlunslddeyatiu Fesn1sAumdeyaBanieni (Secondary Data) i 2 dnwugzda N15ld

1%
Va v A U a

AnnuaITedudf lnedideiinisaaundsiuliney WAz Uayaiiingauiivenay

<9

e

Y vV A

° A o e vy v 2 v @ ! S o | A v
AN Wi@aﬂ‘lﬁmg‘miﬂjm@%aVIﬂUWULﬂum'ﬂmﬂ PR GRMMFRIZIN] IﬂjqﬂgmﬂﬂqﬂqmaﬁqﬁliLW@I‘ﬁ

Y
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v ™

noulanutayanny lnglunisufoifua Idelalinsassisswiulaenisieauumgiuguin

Y

2 2
Y A 1

fow AN eyariavuall ansaneudianidulivseld Fmnniigalalinseunay

TuAnLaide §ITedslSuildsumanuiveliiniudeyanilegegamzauan

Y

=

Ingdofvestoyanivgi (Secondary Data) Ae d51agn nladeuazilui
Uawe aunsamaniluaaliiiudunesidadudmmunnn waefideansaldianiunis

a v oA a 13 £ ! Y £ a a
mMranITEINNIIEemazeantuinudeya diuteidsvestoyanfienil (Secondary Data)

[
Y

WuAelveyadnin wazldainisanseunquaininauidevianuald vildauidenlauy

a

AinTgieguuiiuguvesrudinvesdeya

(% (%
Y o ¥ Y

failiteldindeyanonuaiisausauanld agvadlumsana Weagy
wgnsaflugsdne Tnsfinnsnsiaseudifeanugniesvesdoyalaenisinatnunasdian
a9 71 (Cross-Validation) Lileagutasnaniiutiuey guansznuvesnagnsluusasyian
Ihapnndestuanuduiusvessenuisesidls waeduivniuiinimaiunsalunisats

ANMUAILNTANI9NS ST Ul eels

3.2 1A39aN LY IUN1SIFY

[ 7 7
v

= a o o, g Ya o = g Yy a a
LUBY31NNT5YATIULUULUUNTUANE QJ'JR]EJRNELGUGZJ@N@V!WEJQN (Secondary

Y

Data) uiasesdelun1saniiun1sideasell Inefinwigduuunisaniiugsiaudiins ey
Toyan1y 9 aaAusENeUnNanvaiLuUliAagIRa (Business Model Canvas) lngditayaann
nanewras laglanizdnlauduuun wasundunivalnneg nadny swuduliddesnidn 840

a A ! ddy a aa % g.ll I a
U9l fszeziaiuinnit 6 July Teglusigasidomiflo O udunuity d1uuinaesdl

[
N v a 1

FgazdYAfAN1sINgsAnutielastu uenanidaliunanuainineieg 51901530

% v

viml dnmeseaiananning laegiavuszneuansenulsedtanme
< ¥
3.3 MsinusIuTIudaya

nsiiususdeya dnsAumdeyaainde 7 Ussiam eun

Y

aa o

(1) msiiudeyaaindavied wusien1s “Wululunes” noiungiaud

1981 10.00-10.30 U. 1983 CAT Channel Tuiite “gsivesuladl dladoenieumn”
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(2) ManudayaaNuNAY WU wiisde MBA 1-Day MBA 2011 wti 134-
135 Tuite “Seuwlald”

(3) msifiudeyaaninainiiules Manager.co.th dedishdetniunnineg
Rendueenilaum wu “eenfiawumn WauueUs wiesdininsntihin’ (8 Augneu 2558)

(@) msifuteyaanamavdnming Jaduundunvalfsouanvesuin
LAENANTENUIENINNGINNUTIANY

(5) MsnudayaINMUAINUT WU KSME Biz Care Tuiiade “Creative
Operation” \iled 2011

(6) mafiudeyannieulsyindtulduaniuuien dlouea $1in
()

(7) MsnudeyaaNTen13INg LU 518015 Money Shot flsan yniu

Funs-Tuans 13a1 15.00-16.00 aaiiing FM 97 MHz

3.4 N159ATITNVNA

Y

AATzilagyinnsaeanUtuinausen1snimeing wazlnsviad sauluda
UNANULAEYIANTANY Tngthunuseneuiumudisnainnanisiinensdu lnednsdang

ndeyandilenigiunatenss InludsdAgiguinsvesusen fesnisiiugl 3alae

Y

AugvaLnUTuAntaesImtuliningy 840 unil vilvidideyauaziilemasuiiu

3.5 Yadnfinvastaya

[
= '

\eeandeyailgidelainnisAuniunaitudie ianisaeamiduiinniy

578113 19919308 udNNu waglnsviad saulutaunauiasyiansaineg gt

£% '
=

UsEnaunumuYIa1fnani1sianeafludienaiveyaursaiulinsualu nisluauisann

Y
(%

wignawiasald Jadudediinvessieani Jweenligerufnudeyamiufuieiudoya

PNasde
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uni 4

NaN1538LbazaNUsI8Na

4.1 NAIIYAINNITIATIHANNLANVBINANSG

lunsiaranudisareaianisusennengg dunininasiigenvievsenanils

Judrtindmsuauiduatiuazihsenvisundudiidiananiudsavesianisuiulagay

o—

' 13 1 o a a o [ ° < a £4 ' S
LL“UQLU‘U“U’NL’Jﬁ?ﬂ’]LUUﬂWiVI’Nﬁﬁﬂ‘\] waztrUaduarudniavesvenvisduailunnas Uiy

v
g % L% L3 a 1

id¥e Famssiuideimivesfuimg aunnd guls Aldnanienlifnisudahiilunsi
ganaluusazang fail

“0-200 &uum Prausnidunisiaiaiugsia fedldaruausannogisliiiie
nsne uazdosmdedlugadumuliifian iedreaulinsuiledtu assudiedluly du
LarUINSHRsANINg MInanfednl MsUedesnu ilesilvidgnAieey desilruTdnlsl
VIuriou werutsiluAesdutasned

200-1,000 E1uum FrsveRianns fewhmnedraiieligsiavessudulaldegng
seilod wiun1svih Operation Process $ia4il Standard §o3l QC w512 SME 9399187 13N
wlaidosd nmeauisey Lifluinsgiu Gaddesadessuy oM Wuguuuy ileliduduas

Y

UINIIASH LIUNITASTINN 115NN IUIATINNUINIYTLUUAIUANATIVADY TIUVITRYT

o

D

Controlling AUsUIRBUTDY SMES AB3a3199L Wl process, know how

[

Mgq 1,000 a1 Aen1ssiulnegededudeldiiaulalisau walliauddny

<

NIPUNITRUY %30 Financial Report §149) F9ADUTUIIANIN BRTADINAUINALYLAE Know

how sie Aosdugumnednu IT TuuSdvmistudig feagaaednd R&D support el enil

Y

[azAulneg1edetu dslilmdudiinieenu IT 9nednede desasrenuluasdnsliduulfn

Y
willouqiu (Corporate Culture) ing1gdntnauazussomaslilaugs osainfidnuiu
9 = | Y aAa o 44' a9 Yo o \ A o a v a
WiinUNINTY Wy FeeliIndinlusenisiunlaliiu vinamdiewieny wagdusdamunin
dunsiulavdsanifedugsfafianunsavensluaedumimilandusuusevlg ) wu 1n3e
CP w38 SCG udu lnendsaind 11azundnsziiuiinnuuasunlasesgsnaluusazyis
famnuaunsalunisudaduvesesndmunitinegislsiainundugingsialusiwaield

dtina” (Aaasydl gula, 2015)



23

lun1sAundeyanfenil (Secondary Data) 4y §338TLAT1¥VIT0LARIUAT W.A.

Y 9 Y

2538-2557 Lil0ANYILUIAANITIATIEINAIALAE N TARFUIIA1IY VBIHUTINT karlATIev

e

AM53un73518 Business Model Canvas Lite@nsd1dunisiiniesdnsgaiudnsa wenanil

AAfedefnwiinfunndeyaluduwesiin Falelusudunnsuniunanunieg wasseny

UsgdnUveamauiem
4.2 NM1TIATIENVDIEINY

doussundulufingud Business Model Canvas ﬂ?uwaiqﬂaaﬂmmmﬁﬁé’u
Anud Ay lnsusnilussrusznouluuiendiuls 3 Ussian (Osterwalder et al., 2010) Fail

(1) Mas9assAnanin (Product Innovation)

(2) MIUIMSANUEUNUSINAT (Customer Relationships Management)

(3) mw‘%mﬂmaa%ﬂﬁug’lu (Infrastructure Management)
Tneifvazesuredvuresgsnanuiiiivesiansidimualy Welidiudduaiudusaves
sonueluusavtsldedasisondsUssnauludne 3 daavdneg dedl

(1) 88Av18 0-200 AUV %30 Sale & Break-Even Stage

(2) goA18 200-1,000 A1UUM 3B Operation Improvement Stage

(3) goA18 UINA11 1,000 A1UUIM %39 Sustainability Stage

4.2.1 nsaguanudnsalureanvigliiu 200 d1uum U w.a. 2540-2544

(Sale & Break-Even Stage)
Tugrsusnvesgsiatu Fenlédn (Hudas Sale & Break Even Stage Tasnns
WiugeameAudnEEnfue Wielfsenvisunnofivsasouaqualddeiomeaiiistu an

)
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AN519% 4.1

gaNYIEYDNUSE aWAmuy 9170 (UHITY) SERINUN.A. 2540-2544 (V)

YAVIYVBIUSIEN 2aW AN 3109 (NNIBY) 521U W.A. 2540-2544 (UN)

N.f. 2540 2541 2542 2543 2544

ganve | 84,028,671 49,752,279 100,798,684 | 123,265,134 | 151,044,539

4.2.1.1 M3aaTIANAAANIN (Product Innovation)
mauiEne Iiusznadaendumitearunisusn (Outsource) 7
famadodlddninamulifuihedndovesesdnsgsiadieg neifinauazmnlunisinde
deliignéuszusaiaiuazAlddns (Value Propositions) slédsuaunmamisnanfasid

[

WunedndeesAnssi1ae (Customer Segments) H1UMNe wARMIGDN (Catalog) WazAUIUINTS

¥ 1%

foyagnén 13 Call Center (Channels) Fsdsnai3asmnudusiusfugndlufuneuausaniy
Fasmswazuidanilunisdadewniodddninamuliifuesdnssieg (Customer Relationships)
TaAansamdniludunsynaaiamgugniiln uaznisuandtguanaden teiiunis
$u3 (Awareness) uagiinn1snaasdldd@ua/uinis (Key Activities) lngn1sdnnauaives
U3 ind ety vuitugiufinrmaivauntu guinedendou wisdddinau (Key
Partners) $1u7uNINBgUE (Key Resources) dduuluzasil (Cost Structure) anannnsfisist
uanpdeadudiuiuinn uinsdnvhszuu readuned iilevedud Tuvasiisiolsn
MnuaUsEneunsATuEesy nn1siigugnéiiutu dwalifuruiunusidinduludani

anad Usun= edianuanuisalunisyinilslauindu (Revenue Streams) fan1nd 4.1
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Wusiinswan

(Key Partners)

= Yo o
wsedlddinguy

Supplier LAFDATU

oy IS s
2 |hanssuwdn @]

98

(Key Activities)
AMSYNAAIATEILGNA
Tmi wazmsuanineuan
gdon Lﬁmﬁmmﬁui
(Awareness) uaztinng
naasdldaud/usns

quArfiveulviugnd

(Value Propositions)

a
NIUunieau
nguen (Outsource)
o = v
AipmuaTesld
dvinaulsinuehe

y
IMTOUBIDIANTTIND

NS WyNs NANwdl T :
!
(Key Resources)
o calal

AFANUFUNUSNR
U Supplier 130
Jou wndedld
drinauduIuLn

AuduWuSiUgnA {
(Customer Relationships)
AIADUAUBIAN
fosmsuazuitgmlu
mstadeiadedd
duinanilinuesdns
#1199

ngugnén

(Customer Segments)

fedngeluninng

sinaq Toeifisanna
azmnlunsinge
Lﬁdﬁgﬂﬁﬁ
Usendanauay
Anldane

gaamarinfegndn
(Channels)
uAnAGen (Catalog)
AUGUSNTURLAANAN
Y YU Y
(Call Center)

#i199)

Funun1s a3 19AmAn

(Cost Structure)

EAIGTTLEEERUEST)

(Revenue Streams)

s ) ¥
naUszneun1ATLEeLe NNsiigIugnALANTY dewali

sunulunsdaviuennidengs safsenldanelunis 6 :
v & (ﬂuﬂuNuLLUiLﬁN‘UueLuﬂmiﬂﬁﬁﬂﬂﬂ U%UW?NJJW’J’]NE'IN'WQ‘LU
RIIEUU Call center ?

s
svialslaunau

277 4.1 amuAsundaseausugsialurasseanelsitiu 200 Suum ludruvenis
a519a33AnaN e (Product Innovation)

4.2.1.2 MIUTMIANUTURUSYNAT (Customer Relationships
Management)

Tuthsiiuiens Wnsdedudiigndesuazasuiau savianisvianis
duasunsnarlneiinisindsaudd devendatis 499 um (Value Propositions) §1 U3t
I¢dsasieiognéndenues viliAnauiiulauazarailindanngndlunisdsdungs
sely (Customer Relationships) H1ulumnsuanm1den (Catalog) Audusnisdeyagndn (Call
Center) 1112650999UTEM (Channels) TnsAanssuvdnivilugasiidunsdadumanisvuds
TsamsuaziinsvudaiiiussanBam (Key Activities) Bsduyudisusnlunisindsdudngslu
Yrausniisslaidesfigugndn udidegnéfivanniu agviliAanisUszmdaserun (Economy
of Scale) fununsindsiadodsanas (Cost Structure) Ingseliazanainnsinisdaeaa

m3nana vilviignAduiuindu (Revenue Streams) AN 4.2
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Wusfinswén

(Key Partners)

(Key Activities)

A15IALEUN9NTS
] v =3 <
uadlrsas eyl
ASYUEINl
Usgdnsnm

4 |fanssuvdn @)

s wens wdnid "L,
(Key Resources)
=1 1 2
Msdsavudadureg
USEnesinlidiesie
ANTUTITIANTG

auAriiueuliiugndn ] |

(Value Propositions)

msdsdudniignees
WAEATURAY T2
AIVIINITELERH
Aseanalaeiinig
Sodaduds o
gondens 499 UM

anuduiusiugnda ¢
(Customer Relationships)
uTenlddavesiie
anfdesues yilviin
anusiulauazaau
Timdanngndnlunis
Fidudadiely

Yaamainfiegndn
(Channels)
uAnaIaen (Catalog)
AuguSn13TeuaanAl
Y Y Y
(Call Center)
AUIYTOVDIUTEN

ngugndn

(Customer Segments)

fhednaelunanns
$199)

Fununs a3 19AuAn

(Cost Structure)

P ' v i a v . Aoy =
muwummsniumiﬂmaaaumgﬂumLLinwaﬂmaﬂugm
: . ¥
anA LLWLﬁHQﬂﬂ’]LWNM’]ﬂﬁJu awvhlAiansusendase

27 (Economy of Scale) fununisdndandssanas

J |gunuuvassaesy

(Revenue Streams)

maihmsdaaBunsaana vnlvilignA1diuunniu

2 4.2 anudguwdasuenaugsialuyissenvielidiiv 200 duun Tudwvesnisada

ANNENTUSAUgNAN (Customer Relationships Management)

Tauls daumeany wazldnseawiled iakansdamnuldlaluaunin (Key Activities)

4.2.1.3 msu’%ms‘lmaa%’wﬁuyu (Infrastructure Management)

Tugieusnisumausemn yadunisvhuanmaendlaeuiuunsguian

Fa¥ndm9lUsuald (Channels) TagRuvinuanaIasAtil Aoavinauae1auln Linaaintilon

luuppadeniinnuazideauaz rarnuateun vilaviunudrudsivglunisvuenniden

UIN TWEINTINFULEY Uagn1598nUUY (Key Resources) lngdatonfelssiiy

¢ aa

WNUNINIZTU

wavAnNME Wodrliiundesnunlagnies saufsnmuninnseauia amnsaiiusnwlauiu

warfianuudeuse anunsanusensidanuminld (Key Partners) Fsdenalviduyulunisiuen

AdeAgs (Cost Structure) usildsuAlawanangndniidesnisinduduiadduuanmion Je

o Ay v (K a 6 @ d' Y v 1% Y =
iﬁﬁJiUVIVLG]GU‘L!’EJQﬂUEJE]@WN‘WLLﬂ@WWﬁ@ﬂWLLQﬂIMﬂUQﬂﬂW (Revenue Streams) ANATNYI 4.3
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Wusiiasndn '\A‘ fanssuwdn @ aueriiuouliiugndn | | AMuduWusiugnd € [nduanén )
(Key Partners) (Key Activities) (Value Propositions) (Customer Relationships) (Customer Segments)
daiannuanaden AIsHANUARIABA
s 5 Tana i3 Wieasa
Trnaula wazdl L L
ANURANNANETD LLﬂmﬁ]']aE]ﬂﬁIfﬂEJ ﬂqﬁi‘UELLﬁgﬁﬂ'\)']N
Tsefuninasgu audniiiaaam UsULngjLaﬂw AxAINtUNTAUM Hedadeluosing
WAL ANATNEY —= - whendla T e #n39
9 v N WUINS viann 'I 4 o ﬁaa‘ﬂ’]iw’\mgnm
! auany wazly
(Key Resources) = , (Channels)
. = - = <~
Fuviuanandenanil NIEATYUBA LD
ABAIINSENEA wamananulalaly
i o 1 Y o
uazsUazLdsndun ARAN nsdagavnalusweld
uludansin
artwork
Fununs a3 19AmAn JULUUaLs sy
(Cost Structure) (Revenue Streams)
FumudlunsSarnaAne S nad Alaiwanan Supplier Adesnisihaudanadlushnaidon
g N : b ik N e o 22 S
Faneiuildvuegiveaaiiurivanadeaniuantviiugndn

AT 4.3 mmLﬂ?iﬂmmamaLLmuﬁqiﬁﬂuﬁdawamwhjLﬁu 200 81uU ludruvesns
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4.2.3 maguanudi3alutaseanuie 1,000 Sruumivlul w.a. 2553-
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Multimedia Call Center Nl A31ug UL 0U (Cost Structures) LABAIUISONDUAUDIAIY

Aoin13esgnAtied1asamss irlignAfimuiianalanniu waziinnsyegiluouian

(Revenue Streams) §an it 4.11
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4.2.3.4 a3UTULAA55RAYIEBAVIENINNET 1,000 S1UUM (W.A. 2553~
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Pamuduatugenuefiuinndt 1,000 &ruumludn.a. 2553
nsasuwlasiidrfyionisiiusendinaiandnnsndidu o lo (MAN n1sad1aminy
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v o = ¥

yaap3eslddinautugnsmAanisiuuigm senile adu (ne) 91in vinlvusens vl

I o
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4.3 ANSIATISHAMULANAITIULABZTI9IAN

Tuvagiuieng In1sidsusladiiludianeniivlnegedeliotededuns
wauss dnuraulalunisdsunlasveslunagsia (Business Model) fie iilovanuigle
wulafeganilandy iensiiesansaesnisiuazivaeuly Tnganmundidmsneaduluds

! Yy A a < Y} a =1 A K 1 v o v ¢
nauanAelingenueilundn Wasuluilugudundnamuuasindignaiandnning
Wnaulusslavesianis wazsssuunduianies sauludenisadeimusssuesans el

U2 Lsiulneg1editu lngaripsieiuanaiuiitely Business Model Canvas f4il

4.3.1 qauandiuaul¥fugndn (Value Propositions)

lugaausn (w.a. 2540-2544) WWugaslunisisesenvie wunisiduy
yhgaueuen (Outsource) itaeredatolunisidentodudn Insdeusrognats (n e,
2545-2552) lavaukaz Usuugessuun1sdnnisanglu (adedudn) uasaieuan (ssuu E-
Procurement) Wiaifiaufiswelalviiugndn uazluszosmds (we. 2553-2557) Wiunns
afumideeliuinasmulagnininiine Wnaandnmindiilesesiunisvenesn
yagsRaBnedimuntianisiuieiedunsa vilsiusdng danutuesnniy

4.3.2 fANssuuan (Key Activities)

WU SR AUAMANYRIUTEN (WARATEEN) LANITYNAAIANIZIU
anAlule (Customer Acquisition) Tugagusn (w.a. 2540-2544) seuldudsudunissnw
§1UgNALA1 (Customer Retention) Tnenswimunszuy E-Procurement fiansnsndioimie
andlildsumuazainlunisdedo (e, 2545-2552) warludiedign (e, 2553-2557)
U3 Ifad1engu (Community) WienanuBeudeyarmansiungugndudmnesiaiuay
Insdnun1e Facebook Fan Page

4.3.3 n¥wensuaniisl (Key Resources)

Fosendugnanifovauduvenaugnesdnsluszozusn (w.a. 2540-
2544) ianifu (we. 2545-2552) Viema dedlifiuleifiidnsnings osnndesinszuy
E-Procurement sauvansvenegiugndsuiivled Tagludisinean (n.a. 2553-2557)
v gadhilunadudimsdiuled Fldwauauanninvesiutuniiiesesutunis

#319nqu (Community) kagn15Wmu1 Multimedia Call Center
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4.3.4 Wusiinsnan (Key Partners)

WUSHATNANVRIUTENY 1146{1'3@LLiﬂﬁ?uLﬁuﬂduﬂmamﬁiﬁmﬁaﬁuwuﬁame
méden uazlssiuifisessunisdafaniuanmdonannngevesudem, (e, 2560-2544) 919
daun (w.a. 2545-2552) dalaifinmsidsunvasdaauinlsinluvnsivamds (na. 2553-
2557) latinsiiuiivinwmisnisiuiionisifvlnegsdsduluszozen wagnismusmiv
iseLunsa dewmalilinnsveneegieuin

4.3.5 ngugnA1 (Customer Segments)

Tugausn (w.a. 2540-2544) U3un, WuludegnanesAnslaganizlay
fosn (w.a. 2505-2552) Ganaitiulufingugnénnguiiu Aengugniesdng usluraamds (wa.
2553-2557) uenannaugniesdnsuda Saldiiiungugndildndae Tnonisdoansiiy
Auleduazngudsey (Community)

4.3.6 mmé’uﬁ’uéﬁ’vgnﬁ'ﬁ (Customer Relationships)

LﬂumiﬁwLauamiLLﬁlm{]mMﬂiﬁQﬂﬁﬂumumﬁm%am%ﬂ%ﬁwﬂmm
sufamsdmesiifaiiognifonuemieuiinisuanuennifon3ludaaun (wa. 2540-
2544) Tngsioanluszaznans (WA, 2505-2552) U3 Ieimunszuy E-Procurement Llelv
andiiszaumsniiin uenaniissdidnsmsneieudmiugndn wiegrlsfnudieindy
nsfoansmadien ldhaskunauanndenvietineans Tagludiemdsiy (wa. 2553-2557)
fin1sauingds (Community) Litoaunsaldmoufugnéildogeiuil sausnsadis
Multimedia Call center T vlvdaymldsunisudluagiesing

4.3.7 Yaamad1fiegnAn (Channels)

P3N (0.6, 2540-2544) {Wun1sidndegnAsitumeuannidon Aoaldy
Wos uaznthosavesuTIn lngluszozdenn (na. 2545-2552) laTilavesmaitelignen
dndaruiulefifintu uazdisngn (we. 2553-2557) dudeanien1sAea1ININAIMLUY
ASU935 (Integrated Marketing Communications) lid1agidu n1susenduiuseugosmns
#1499 (PR) eoaulatl (Online Marketing) N153AAINT5UNI9N150@1R (Event) Facebook
Fan Page wa¢ Multimedia Call center

4.3.8 funun13a39AA (Cost Structure)

Auvundng Tugausn (w.e. 2540-2544) 1131nNsTaviuanmIaenwas

poaLdumed Bnviedsnsdndsdudludisnsniigdldniremeriliddunudoudnags vdaan

YU (W.A. 2545-2552) USENY ADINAUITEUU E-Procurement kazn159avintneans anig
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fasipadsundsdud anwugaduiusu inbidsunuasudisgalugiel wasluszozudy

9 Y

U (W, 2553-2557) Ffunuainn1suiuiene wagnatandnnindidu e lo (MA)) Lile

[
a v v

5895UNTVENEFINNGINA BnTedelinsimuilon (Content) Litedeansingnsaiugusing
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4.3.9 5UlUUY893183U (Revenue Streams)
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N3V E-Procurement #iawuly waganan (w.e. 2553-2557) fis1e3uannnisseauuly
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