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ABSTRACT

This research is qualitative study which aims to develop Innovative
Business Model for Herbal Pain Relief Industry. There are 4 main steps of research
process: (1) Literature Study (2) Empirical Study, including In-depth Interviews with
expertises, Participant Observation at Herbal Pain Relief manufacturer, and Focus
Group to collect customer information, for in-depth information in Herbal Pain Relief
industry and (3) Analyzing and concluding collected information in both supply and
demand side for main elements of business model. Lastly, discussing the results with
experts via Expert Panel in order to obtain their opinions and suggestions for each
components.

The findings suggest that there are only three important elements in
business model canvas of herbal pain relief industry, rather than 9 elements of the
originals. Those three elements are (1) Product (2) Marketing and Customer
relationship and (3) Distribution Channel.

However, entrepreneurs from public and private sectors can be applied
the results differently as the their strengths and weaknesses in operations are

different. Therefore, it is important to analyze and consider which innovative



business models are suitable the most to their business in order to increase their

capabilties and competitiveness

Keywords: Innovative, Business Model, Competency, Herbal Product
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AW 1. 1 Growth of OTC Market, 2005 — 2015¢

OTC market by category
($ billion, MSP") CAGR CAGR
2005-2011  2011-2015e
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Tl maviludsiiuansnsanausu Tngerdensideuulasineg (Change) Fiintusousali
naneutdulania (Opportunity)

& A

1.5.4 laaassna (Business Model) g LAT0eila71Y38luN15119UHUTIAY B9
srtgliiiunm (Visualizing) leegnemsuinunnys wenainil gaaglunmsfimunensenans
nagns Uszifiuaanudniaveunuany wazidenjuwuugsia (Business Model) 7l

Usyandnmuazvagauiugsia
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Tun1sfnwiadsdiideldvinisinuiluiate “ulanssulunagsiadniu
gnamnssunanAasiaulnsusaman deliAsaudlauasfunuamalunsfing
sniAfoadsd Fohmanusudeya waRammgud warsidefiiedestunisfineide
Tunsil Tnouvsooni@u 4 daw faenarluseluil
2.1 Bunandidnw
2.1.1 geavinssunansiaeiasulng (Herbal Product Industry)
2.2 WinAauagnguiiinetes
2.2.1 wInn33y (Innovation)
2.2.2 W9agsnia (Business Model)
2.2.3 MTIATILVRAANNTTH
2.2.3.1 Five forces Porter Model
2.2.3.2 SWOT Analysis
2.3 nuAdeiiAeades

2.4 US211an1SNUNIUITTUNTSULALIUI8 N804

2.1 USUNIUNAN®

2.1.1 guaunssunaniaiayulng (Herbal Product Industry)
Jaguutinmslandenduaayulnslugsioneg niludnvauzeesemiseasy
gun1n LA3edientayulns winuwazeusmeayulng luaudanissulsemuniesiy

ayulnsiioguam wae enayulng awedrssinss Jsgsfainetosivayulnsina il

a a

gafafiadeseldegsumena Snvdudugshafinanndnisdanidlunmadunamuuasd
Tonadiulelédnunn iesananuieulundafuraulnsfifiniueddedes iilaaensu
funszuadioundnfurdisrsumnanisdanussimanelulssmauaznainssUssma fnns
man1salinluidazlyarinisamandusiayulnslunainlangsdia 10,000 auneaans
ansy" Tenannlvgvesndnasiayulng fo sarnerayulng Seisunddauazuilnae

anulnsnlvgazegluglsy sesasnde wilowasdglu Inelinsaianisaliiuitunmns



Swhesauulnsluedeiuanfuuszanuedmi wosUmanisdmingluglay wagldd
msutsUsznmvasnanayulnsoonidu 4 dnwme (Herbal Industry Club, 2558) fail

1. saerdnduanayulnsdmiugnavnssuemis (Culinary Herbs)

2. panaRandaudaygulnsdimiugnainnIsueInIsiasuaunIn
(Medicinal/Supplement Herb)

3. aaawdnSstayulnsdmivgnainnssniiduneusyve (Essential
Oil Herb)

4. paandnsueiayulnsdmiugeavngsuen (Pharmaceutical Herb)

Jagtuenayulnsmdalasuanulivuegneuin iesniinatiufeday
= o & a_ o ¢ o Yy A ' Y A a
wn Turagneunutagtudundndusnaeiniinatafgeroudiann was IUsunueans
andnslusanieas wenaindl nisldenayulnslunssnwguamdadunisandnldaiesesen
dmiuaulnednme Fddudagtusguainisduasuliuslnaayulnsiedesiunasinw
Y @ o 2/ o & Ay a S o [ o v
guambindeswihlianaudndulunsideddulsametuia Bnnsdadunisannisuidien

Y L3

PNEUTEWe SadssendalunsiieUsemadniy Jadevyulunmsveneivesw@nsie

'
a a

ayulnsusnannssuamudsundninmdsssumiua gsnseayulnslneduindugsian
wrawly wideslin1siwdsusudnwalerayulnsliuiiousunulagdu s1unsdeesingg
pnszAUIIRIgIUNSHAn R TuTsausuvesanarslusiuaun muesie sudsaueundely

v Y

a A A v ] Y Y 1 A 19 ¥ a P
ﬂ'ﬁwa@LW@VI‘DSI@L‘VIEJUSUULL?JQSUUﬂUEJWLLNU‘{jQ’ﬂUu wagtlumadeniuulinuduslam waznils

Y

¥ (% a v

gananfianuietesiundnduriayulnsiddadunfeunduegaunnslunguenilneuas

A a

gaesUsene Afe gsfauaunulusn negsiawiawnulusialadiluiduuinisiatuues
fudaunmiitinszanueginuseme (Positioningmag.com, 2557)
MnnszuanudenluFesnsuausulunauaraun dssududestingly
Qﬂﬂﬁzﬂmmzf’]ﬁuuamzma vieasudmiuuiaussmuiaivhanayulnsuiuneia e
Auduadannsmifuumnmadssma Wesnn e dunddlulifvssmafiduunasdy
ganauysaluaziauvaInnatgvemsneInsayulng wianadfvsnuitgusenounis
melugrannssuranfasiayulnsilivszaunudisslunisduiugsisegidusiuuann
dunilaunanmsldnausumsgsitlitussdninuies fafuddosnisliesdnsanninog

! R U A & Yy a a4 o a Yo I i Y
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2.2 wulfAauasNg eI

2.2.1 uInn333 (Innovation)

MsfneSeautanssy (Innovation) Téinsfnwuaznaundunaiuiy
wAn1stARdenurs oAU rH18ve9uInNsTL naenauANinlangasdinuuansA1eiy
AuuAyLesvetudazinivng dsdslilansadmuaddenliduiiveniviuialy
(Gopalakrishnan & Bierly, 1997) @%SUSINANYIVDIA1IN “WinnNTsU (Innovation)” W197n
AwaAuAI “Innovare” wlain “vindslualTunn” @ineuuinnssuuiend, 2550)
Wugea Fusni (2547) nanlii winnssulu@uaswgmans Ao nsuwiAnlmivienisly

1 [

Usglgydandandegduarunldlusuuuulng ievinlmindsslovdluansugianie

Y

AMUNLNELTIMATYBILTANTIN Ap HandnaInNd S eAuInemansuavinalulad
SrfunaTaveafanssuniedeny Tuvasiinunuialudnite vuneds wuanudn 13
UFTR viedsdnag Mhlugnsuamsnanudisadnded msairsmanln wansaeiin
NEUINTHAZNITUSNTIY nsiludeiiunnsiannaudu tneerfunisildeuntassneg
(Change) TiinTuseushlsinareandulonia (Opportunity) LLﬁzﬁ'}iUgjjLLmﬁﬂ”LmJﬁﬁﬂﬁLﬁm

a N

Uszlovusianuranazdsny a819lsAnuaununeietuuInnssu AT AR De1UALANAS

U

[y

UINUINUNY (AUA1SI9N 2.1)

= v a 9 Yo a = Y @ .
#1919 2. 1 ﬁ?ﬂﬂﬂ’)%’]ﬂ’]i%l%ﬂ’?ﬂﬂ?iﬂLﬂE’J’JﬂUU’JWﬂii&I (Innovation) kaEAIUNUNY

a1nU Hde () ANUNLIBVDIUIANTTY

1 Evan (1966) PINNTSUTUNIZUIUNITVRINTHAILIANUAA LAY

2 | Utterback (1971, 1994, | uinnssu 1udsiinesonvesdsszivg Mididuas
2004) Wuiwausuvresnainludnuusvaanansueiivl vse
& | oaa Y] X v &

Wunszuaunistud Adnnswaunduunldduasansn

wazihlmAnuseloydlufaasugia

3 | Drucker (1985,1993) winnssu Wwasesdiefiddgyvesiusznaunislunis
afefnenmnsudstuluegsia wagaudieae lny
Tdnsnwensiifled wieannisadredulnd saviadu

QRE TR PRET{R7H

4 | Freeman & Soete (1997) | udnnssufanansaeilvg nszuiunsind usenleavin

msUsuUgudiunldludanduddunsausn

a

5 | Betje (1998) winnssuedslmifniintulugsia lidnenduisees
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Ll HAdy (V) AUVNEVBIUIANT T

2
(% ¥ A

ANSHAS NISINVINUNY VIAUAINTBUSNNS

6 | Perez-Bustamante winnssuduiesvainszuaunisuaam anfuau
(1999) Jouiu maenaulduseleviaindeyaludiunisadia
AN MTITBUATHALINTHEN N1SWIEYE uazAT

9¢59AYDITINT

7 | Herkema (2003) winnssu Wunsldmudn wienginssuiiadul
TussAnsuazuianssuaursadulavianansiaeiln
usnnstudusamaluladluyd  F9e71998ina1nnis

Wasuwladludnwazidoundurserssluraslyd

8 | DTI(2004) yinnssy  Ae  AREILS NN ITUsElevdve
ANUAR LAY
9 | Schilling (2013) uinnssu WuFewesmaeuaaluldludwfon

wWalilaaalvivsensyuiunisluy

v U

AINNITNUNIUITIUNTTUT A ULALIAUNISIAA1T 81UV IR0
« [ i 1A I I3 Q" <3 aa o W Y N
winnssu” wudlled 3 Useiiu MdulAddyvesinngsy Ao

1. anulnd (Newness)

A LY

Fanazlasunisvausuinfiaudnuuziduuinnssulatulsenisusni

q

£ !
= =

dosilfife mnulval nunefs 1uddvaifignitamndu Jsenvvs vz Sudndnfusi
Uimanienszuaiunis asasifiunisusugsmnueaduvdeiamundulviaefls (Utterback,
1971, 1994, 2004; Freeman & Soete, 1997; Betje, 1998; Herkema ,2003; Schilling,
2013)

2. Uszlevilludaasegha (Economic Benefits)

Usgnsiias fe nslidselomiludaasvgia vdensadeeudiia

Tudemndivd ndmile uinnssuazdesaunsaviilfiiayarifistuldanmaiauiadddun
FanavsslevifaziAntuonasranmsoaliduiiiulaensandoldifusiiulonsefls
(Utterback, 1971, 1994, 2004, Drucker, 1985, 1993; DTI, 2004)

3. msldarnuiuazainuAna3neassd (Knowledge and Creativity

Idea)
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Usznsgavie Ao nsldmnuiuarauAnainsassd mneaudi d
fazfoifuuianssuliduazdonfnnnisldnnuiuasminAnaiassdd ugtuvesnis
WannliAsu gl ldlefinannnsasnideunuuvidonisiing Wudu (Evan, 1966; Drucker,
1985, 1993; Perez - Bustamante, 1999; Herkema, 2003; Lemon & Sahota, 2003; DT,
2004; Schilling, 2013)

agiulainfenudrin “utanssy” dundvnisanaliaimidnainuly

sgaviaInviane usigavheudinnafbidlenunestuuinnssy Feamnsaaguledn ulnnssuf

A o

Ao nmavibiAnadnindudseleviluduasugia lnenisldanuiuazanudnasisassd L

[J

& v I3 ] Y a o 9 val | Y] 1Y) =
ﬂ']LUu‘V]Q%W@QLUULLﬂﬂ'ﬁﬁiWQNa@]ﬂm%lﬂmﬂjqﬂuﬂaﬂiﬁiﬂ ‘LJ'Jmﬂﬁiﬂﬂﬂiqmlﬂﬂﬂﬂig‘Uj‘Uﬂqﬁ

AR N15UINS Msmaaalvd Mihlvdasaundegiusyansanindutuies Asunisasig

o a oA v s Ao a a o a Aax &
EULLUUﬂ’]i@WLUUﬂW{LMM‘] W‘Uiﬂiﬁaﬂﬂﬂiuﬂﬂﬂﬂﬂ‘wLL@SUiEﬂMﬁﬂ’]WI‘Uﬂ’ﬁ@WLUUQ’]uVW}“UUﬂ

Wuwinnssuag1anils

2.2.2 \unas3ia (Business Model)
Uagduanuimunisdniuaugsia (Business Plan) gnlviainudidgain

MIIE91UA99 Angremiauazadnduliesfin mTegUsenaun133InTNsIUKULaE

[
a a Y a

anunsniludaviunugsialdedafiuss@nsain anlulunagsia (Business Model) 34dia

o w a LS

Juwwiaudaisudusaziluununandidgylunisiariunugsfanfuazinou auysal

]

ASUNIU

o v

AR AZOINEIUTR (2550) LaszyA1dninauvedlunagsnaliin luwa

=

3309 A LATRINENNANUANNUTENBUMIENITUAAIDIBIAUTENBUATA LAEATINENTOAIY

Jumedunalunisdniunisveseddns Feagnssuunfisnguaivesgsnafiiauenagnai

v 1 a

TASIA519U8909ANT WAL NITAS19AT DU ANUAUNUSAUAUAIUTIND NS N15AIUDY

q 3

AMAT wazeLdNTTLSYRIN TasulunisaskaiilskagnseLaTeSURE 198 IE Y

Clark (2014) ey “Tawagsia” 31 FuAenssnevinlvnanislafanis

= = a < a 3 v v Gl 1 @A A o Ya

yilagIuemINIiuLl s saneNsategls visenndie Arenssnevinluianisaiusam
Ruldunnnenazinlviegsenlatuies

Osterwalder (2005) Qﬁﬁﬂﬁu The Business Model Canvas @uunla
na i1 99AUTENBUYBY Business Model Canvas flasAausznoundifamunzdmsuinly
a519uTnn35110Aag5A3 (Business Model Innovation) 18NNl uiazesAUsENoUYRS

Business Model Canvas gufinnuilunatsuasdauasauaquanuisadiluldladunn
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guamMnssudnee seuntul 2009 Osterwalder and  Pigneur laludA191inaauwas
Business Model Canvas {iziulu8nin Business Model Canvas filutaiiouin3asiliofivagy
Tumsnunugsnadeazaeliiiiunin (Visualizing) laegeasudiunnuy Faglunisitvun

s s a °o & a a . A
gNSANENS Nagns Useliiuaudi5aveuauauLazdangUkuugsia (Business Model) 13l
UszAnsnmuagimugauiugsna Ine Business Model Canvas wuelasaainelunisaauny
wariruanagnseanidu 9 naed (Building Block) 3evia 9 naesdl finnuietessieiiioariu
wazteligshaiunnldegirsuiiudaiau The Business Model Canvas Usznaumigdiu

a

wane Ao gnA1 AUA1/UINI59995519 1ATIAT19V095INT kazadugaulnInianITdy

aa o

Business Model Canvas L‘USEJ‘ULﬁiJEJUWSJWL“UEJ’JGUGQEWlG’JSW]L‘Ll‘LlﬂWSN’]UIﬂSQﬁ%’]QBQﬁﬂﬁ

ATEUIUNTTLASITUU GIN?]%WJEJSLUW]TJ’NLLNUﬁqiﬂf\]E]EJ’NiE]Uﬂ”lu

Al 2.1 The 9 Building Blocks (The Business Model Canvas)

Key Customer

Activities

Value

Proposition Relationships

S Pleneee
@m S

Key

Costs Resources Cilannels Revenue

Key /,‘ BN

Partners /(0"
7 \ Q¥

fi1n : Osterwalder & Pigneur (2009)

dhuusznauiia 9 duvedlawa aunsassuneld duieluil

1. gruAvasdui1/UIsitiaue (Value Proposition) Aa N335y
dudn/uinnsvesgineaisquaedislsdmiugnd dadudadenigndndenduduie
wAnAneivesisunuiazidonvesguis auawesdud/vinig onaduuinnssunionts
thiaueddmiviefinafiunmausifimiiviliauauiutu (Hassan, A, 2012) fegredsi

upauiniugnd 917 anuuvanivi aanneesdud/usnig n15eenkuuaua/uinista
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MIUAIINABINITRNIZNAMASLTIY ANENWAIYDILUTUA NALNTAIUTIAT N1TARFUNY
Msaneades Arwazaanlunsidndedudn/uing fedensldan Wudu

2. ngugnAman (Customer Segments) Aa nsimuanguLdmaNeT
Aeanisidndie nsssunquidvuielagndeaduiiladiAyuesnisiin Business Model
nauidmnedoudunguivhiiulisia msssynduilmneanansassyldainanusionis
veanguidnane wgAnssy waznudnuardug nguilmunefidaaurinlfgsiaaiunsa
WauaduiuazsUsMslansaiuamnufen1suegna

3. 818duNusanA (Customer Relationships) A@ ﬂﬂiﬁqiﬁ%izu

!
Y =€ a A

sULUUvRIdIuS M IReIn siiiugnABaliseAunuans1eiu daudnisldinsesnauiunse

Y

[

w3 eiudnlud®d laudsnisldyrainsniiauazidenseunarlvnnudfyiugnen
S v oA 1Y ¢ v = o | v - v a
wenINUudesiinisaienagnsaunisdearsnisaataludaingudmang (gnan) iivelvlin
N1355U5kar NN TIEUAIMITBUTNITUNY WU Nsvilawansudendn taud Insvimd Ing
dodssiiioasnanssulunsdumungusiaaluteninniglussesiiandus nIen13dn
nanssueaaLiveldntaguslnalanIzngy 819 n133ARaNTsURLAYNNAITAAIN ATdUETY
n15918 n153nlsalytadnemuduiusiugnAi (CRM @ Customer  Relationship
Management)
1 Y = I ! « ! [
4. ¥8an19amsidnne (Channels) fa Yaanislun1sdeans ¥eanenisin
MY YBINNITVIY YBanan1seae Tusenidlunisdeansuazfndeniugnan Yeanna
wiantluusglesusagsnalunis
o adAnuAsEtn3luaLA/UINTYeIUTEN
® anAaTaUTTIIUAMAYDIEUAY/UTNTVDIUTEN
o UalenalyignAaninsnseyuamnuAeInIsanILagas

® USHVANNT0AENIAAMAIYBIFUAY/USNITNIUTDINIAMENT

o gliuTenannsaliuinisnaenisueiuane
Aail NsiRendlunanveIteInIsiasiikasiti1fsgnA gl
Auddguazdulsylorioguindegsia wenaNUuTeInNIeNITIRaInAISEiakuy

sonlaluazesulmi Wedzausartntagnailaunniian (rene, C. L. N., 2014)

a a

5. gULLUUiﬂEJIﬁ (Revenue Streams) A@ LRuanNgINavLtASUNAIRN

Y
=« =

Aldnewds Tuunugsiagnddeuaiiowila nszuasesuifewduidonindeidsiila

a o

3579009011097 AAez lsNgnABuAdeNY AnaulignaesazanunTaYeligsie
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UsrauamudiSalunisfaiunngndn nszuaseuoradunisiignédedud/uinaidies
aduien vsaiRnaNsTet1 msdeusnisselies wiensteusntsmdiniue

6. n3Wen3iT (Key Resources) Aa nineinsfiddyvesasAnsd
mméﬁﬁzyyiamiv‘iﬂﬁl,l,wuqiﬁaﬁquéwa NSNBINTA199 LALA NSNEINTNIAILATN
Usenaume aunsniseg ﬁLﬂugUﬁiim 9171 1A3eedng nime1nsn1stu nimdaumadyan

wasninensuana 1Jusu

1 P~

7. fanssunanivin (Key Activities) s n135zuianssudday Ngsna

]

AosmliunisieliussgingUszasd Aanssuman laun nsnas n1siuinis dud/usnish
witymibigndn nsasienitvesgsia nsasaasetie Wuduy
8. viudaunan (Key Partners) lunisvingsfanniuinisasiaiudiunig

a & a o w o & Y o Ny a _ a = ¢ a A
ﬁqiﬂf\]L‘UummﬂmLLaszUu SIJEJWUENﬂﬁ?,WjumuVINﬁjﬂf\] Ao LWEJ‘LJ%IEJ%HQQ@WUEJQQW%LW@

o

anAUdssLazie i lAuFansneinsluniegsia lnevudiunisgsialivatedssian

el
® 3{usiingy19gINg
o mspafuiiteiaungsiali
® Jiusinseam tawn buyer - supplier

9. Iaseadnedunu (Cost Structure) A 1ATIATIAIUAUNY TIUDY

a

suuiaianaziiatulun1sandunsusUwuugsianusenimue 911 dunulunisaiis
AaAALA1/U3NS dunulunissnwigndn dunusuniwenns dunulunisTiusnis Wudu

FINIAIUILAUNUAINITaAILIULAINANTINA1Y seylu niwensil Aanssunanivin

v [

WAEUAIUNAN

2.2.3 MIUATILNRAFINNTTH

2.2.3.1 Five Forces Porter Model

A15ILASIEY Five Forces Porter Model tWudiuniaveainng

[

Munuldnagnsmanaluladfeansnaisd Michael E. Porter usisumdesniisa ug

Y

[
Y =

Anrudu vilosananuandulunisuseiiunansenuresaniizniseedulunain nng
AT Five Force Porter Model ¥agliasAnssings danusedassinneiiumnnisalsngg

o19dmansENUsiasAnIwarAanIshanin sUsER N silavlulkugsia wonanil 85l

[ a DY 1

25 UELAI189ANTANAIHTUUUINUNITLIITUALAIUTOFS AN TABIUIN UL BNIN

o
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Audaldasnils nseuuwAnisatiunisadiadanmannsalunisudedy vendsanigns
uistuiiosdnsndaey deasvliesdnsdinamitugiuilétaimanisduiunsvososdng
wileniiguiwield agnals nufsdiweivisnauasdunulneadovesgramnssaiug
paeaaunuaunsalunsiilslaendevesgnamnssufiaztislunisfumanenni
WAs909gIna temalunisuansmaaining (35a wdaudessni, 2553; Magretta, 2011)

Taganansafansantaaintady 5 Usenisiidnsy fdeluid (munni 2.2)

AN 2. 2 Five Force Porter Model snunun@nvaaf1a@nsianse Michael E. Porter

Potential
Entrants
Threat of
New Entrants
Industry
Bargaining Power| Competitors | Bargaining Power
of Suppliers of Buyers
Suppliersf—————— = 4————| Buyers

Rivalry among
existing firms

Threat of
Substitute Products
or Service

Substitutes

flan : Porter (1980)

Five Force fifinasionisidenldnagnsniuuuidnves Porter
Usenousne 5 taduddy Mareluil (@13l 2edBuTessng, 2553; oswssn Asnde, 2558)

1. AvAnAwuangudenelua (Threat of New Entrants)

Humsieseii lasequisioglunanniifusznaunsdesii

Msuvedu uazdudsselmindandnisudnduififinuuenssaindudilunaiauntes
iedla votiutnnssueylsiifidnuarianizetslseangnain Fauuusuimnguvstusie
Tvsifludnssuda audfinnaudaniyl Aeravilsiguisduaiunsaidmnugsdruutams
manaalUld uenandugnaminssuiifuszneumstdainegdumniivonuegs flsd u

Nva v

guassalun1sdgaaindien Avzvilillguuandilvig ndnazidiunasyu Weflfdiun

Y

avuIn Anuaunsatunmsvhilsuazdnimenisaatanazanasmulusig fansanle

1nYadeaeg Asreludl
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® n15UszndnanvUIn (Economies of Scale)

o Uszdvinailaanmsieus (Leamning Curve)

'
a1 A

® AnuinArede (Brand Royalty)

® [Suasyu (Capital Requirements)

o nsniaeanslunisdniuiig

e ulgyu1890335U1a (Government Policy) saudsduUNIu
wazluauyInsng 9

o duyuvesgnAlumsuasuntasdudild (Switching Cost)

° mﬂiuiaﬁﬁuqa (Advanced Technologies)
2. 31UV IDIVDITNNAYLDDS (Bargaining Power of

Supplier)

dunisiesigianuauisalunisianidanfivaindwnane
losifletoudhguuiunsndn gsiadedinsiendwmaneoossenian gefaziinim
Heoavean1stsznevgsinuniu i dnnaisieesmetuldannsodsingivlgliinne
feanla NazdranIzNusan1sALiugIna “Funaneioosfiismauinarannsanasen
figsdu vionadulilafuioulunistoveidutsslovdfunwosuindy Fevinle
ANnuanansalun1sinAlsvesgsfasantosas” (Magretta, 2011) W15 YAt
Fosieluil

® JIUIULATVUINVDITNNA8L883 (Concentration  of

Suppliers)

® dndu/Usunaungnnangseasuie i

a

® UIULNATINAU/INGAU

q

® ANUUANANNLATAUMIDUTDIINGRY

® InnAuNAuNY

o funulunisivdsudwnaisiens (Cost of  Switching
Suppliers)

® ANANNNTVRIEV BTN LI WENFUA T 9 ULTT

(Forward Integration)

3. é"m'miaiawaagnﬁ'l (Baigaining Power of Comtomers)
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Junsimsgiannudeanisvesguilaalunainin duintee

wiadle dmanedinisutedunnegsiags durneaudn guilaafasiniudeniiuindusiuly

MILLare1dTAINANSENUABNIIALTUTIAIvesUSEnlnaanvluwdvealauas AUy

dl a 14 L L ! dy
nsnanafianas Warsanlaaindadeseseludl

ﬁwuauuawmmamjuﬂ%a (Concentration of Buyers)
USUIUN15%9
madenlun1syedua1aus (Buyer Choice)

n133andoyani199 ve3duAl (Buyer  Information
Availability)

Ausnfsedie (Brand Royalty)

aubiluSessien (Buyer Price Sensitivity)
ANATN1I09 T 0Ti0199¢ lUnAnFUFILeY (Backward

Integration)

suyulunswdsundaslulddumaudadu

4. fivAnANANFUAMAUNY (Threat of Substitutes)

Jumsnsendn auduazuinisiivsendegiuiilonianaly

7RiAUALATUSNTOUNANLTO LENUN UL INALNY (BUAMALNY UU18D9 AUAINTD

U3Ns7aninsafesaueInufeIn siuguvesuilaalavileuiudumvegnamnssume

FNwanangll) F997199 1518 1991NN15VLEUAILAZUSNNT SIUTIEIUKUININITAAINANAY

TeTuree Nasanlaanntladusasalul

UIW/UTHANFUAMALNY
AnuBavgulunIInaLnUiuYesdUAT (Substantial Product
Differentiation)

dunu videltinglumauasuudaslugaudmaunu (Cost
of Switching to Substitutes)

Ausinfsedvie (Brand Royalty)

JLAUTIAEUANALNY

Aun /AN URluNTIgNuesEuA ALY
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5. N15UYsTUVBIALY9I18LAN (Rivalry Among  Existing
Competitors)
Lflum'ﬁmezﬁamwmmﬂiﬁwm@LLﬂJaﬁﬁagjLaﬂummij a
Tasthadumzseiidnsnnlunisudsdunalny Weoazldamnsaduedounundouly
N15Yg3NIvsoALIuAINIIUNNNIIAAIRREMINEaY  amsafiansantaaindadenieg
Fasioluil
® nsiAulaves Demand
¢ lassainana1n (Market Structure) ITUIULALVUIAVBIAUU
® ANULANANVDIFUAT
® MAINITHAREIULAY
° ﬁunumﬁﬁuaqqmammm
o suyulumsfiuin
® QUATIANAYINNITOBNIINGIND LU
- Sunk Cost
- mswasunlauedesdng / welulad

- donnadtuanaInusIy
JEAUAUTULTIVEY Five Force Tugnavnssumniles sauds
dnwazlamzveawiazUsenisezdudiiwualonalunisiinlsvesgaainnssutiu msie

TuwsiazUsensmanladanansenulnensawosIALaL AU UVBIRAFIMNTTY (MINA1519N 2.2)

ma’mﬁ 2.2 aﬁ;d Five Force Porter Model

U3y 5 Usens HANTENU WRKa

Misanamnguisselua (Threat of | aansatumsviiilsas 4 | (5 L dunu T)

New Entrants) T

91818111 TOIVDITNNAIELDDS awnsalunsviilsas L | Gugu D)

(Bargaining Power of Supplier) T

fénasiesesvesgndn (Baigaining ansolumsidilses L | G L sy T)

Power of Comtomers) T

MavanAmAINAUAMAUNY (Threat of | gansalunsvirmilses 4 | 51e1 d dumu )
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Uads 5 Usgns HANTENU WRHA

Substitutes) T

nsudstuvesguisieidn (Rivaly | aansatumsviiiilsas 4 | 5 4 dunu )

Among Existing Competitors) T

ﬁm : Harvard Business Review Press (2011)

2.2.3.2 SWOT Analysis
TumsUssifiuantunsalngshadieltlunsdaduladidunagms
(Strategy) WagilorimunaaILANYDIBIANT (Positioning) FUsENOUNNIHBISINIATIZI
aefnsauLed Tnewadasflofinuisandiniunisinsiziesdnsifie SWOT  Analysis
Usznausmen1sinszi 9auds (Strengths) gaeau (Weaknesses) lania (Opportunities)
uaz guassn (Threats) dadunmsiiasesitadonelutazneusnvesgsiailefumuas
dmafnenmiuviesawesgsiainnsazussanadiaazfesendonineinslatihe asas
antiunisegnelslunaindiulug flentalunisidrdamatawazngugnAnlmunevsely

U L4

udliguassalunisiimsossnanaaiavsel agels (a138 wAduTes s, 2553)

A15197 2. 3 A1SATIZI SWOT

Jadunelu
. Weaknesses (W) Strengths (S)
{Jadun1guan

Opportunities (O)

Threats (T)

a1 : Porter (1980)

N153LA31EHYARYY (Strengths):  AudnwazaeluasAnsd

ansaldiveussqiinune Inguszasduasyiliesdnsianulaouludnisurstunia
6
nagwns

a 4 U £ Ql' o (v

N133LAT1ENYNB0U (Weaknesses): Andnwazn1eluiio1adnin

3aTAv119n15U TR o n1TA v ureIasAnsuasinliesfnsderuTeuluganis

WAITUNNAENS
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n15atAs1zilana (Opportunities): Jadusinee Tuaninwinasu
meveniienataglednsviossisussaiimine Tnquszasdnanagms

N1331A5189igUassa (Threats):  Uadesinag luaninuande
meueniionaaindavnedliesdnsussaidiving fnquszasd uagoravilyinuwenguly

N15UsTaAUMUTEUEIITUNeNagnsAaudsLUa

WANNIINATUT Yaudeuazansay @ msazUseliundnnisli

¥ ! a L & a s ! a @ ¢

ATBUARUAUANNY fansananUadedaeluil (Bl sonUseRvg uaz WUR Usenumes,
2551)

® FUNINYINT LU FUNTNG AN/ TinwryAaINT Yaideves

29ANT USLAUNSAIUDIBIANT

® FIUMAIA WU WARSM 51A1 NISANASUNITVIY TBINANT
1 A NANwaleIAns
P

® anA1 iy lashegnAselug lasfegnamnidneninly
BUIAR NTHUINGHGNA

® FuNMIAINNTT (NIWER) LU ANNIN AINTIAGT AU
walulad

® FMUNITRY LYW NTAIVU UNAITINIURIRUNY

nann1snansan lannauazauassa @ AsazUseiiiunannisiv
AsOUARNAILANIY Rirsaandadeduwiolull (sium seaUsziug wag inumi Usenuides,
2551)
o fuimsugia Wy Swsnsasgivln Sammende /Fu
wle/Ausy/selausenns
® FuFIAN LU TIUIULATIRTINITLTYLAULRVDIUTEYINS
FIUIUNGN BIINF9) YUIAYDIATOUATY N1INTLINYVD
918 MIANWILALENDUTY AMNINTIN
o funsiiles ngmne WU M8 npraneLss /Asandes/
avAns wadssninvesiguiadesmunduuinsigiuaina

YlygungnIsALES NNSAANUNIINITAN
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® GuAlulad WY AUAIINUINIUNISADAENT NISVUAS

wialulagansauna n15733e

myeTzitade 4 sudnaniedumihivesuszneunisly
M3t @snagns esainnanisinsizidwilinsvaaunisainieuendiing
sogsfe Blmiugaseuilenaviliiganaliaunsnussanuinguszasd aaonaulenianisi
waluladunuiulgeiamnduduas Tnnsvesgsialinseeninudesnisvesgniuasiile

hiUsulgnaeeesatiles

o/

2.3 9ueNNYIVB9

2.3.1 Taaagsna (Business Model)
Jagdunsneunuvieasidunagsfagnliaiudfyainniigaunie

I3 1 ] a a I £ [ s <
BIANTINITE) UINUY nludannnavuinnallazruIngey (SME) LlagtUUDIANIUYUIALEN

Y]

Adsfins1enseulunagsnavesasdns (Zarei, B, Nasseri, H. & Tajeddin, M., 2011)

gnFIB819U Bruno Alencar Pereira and Mauro Caetano (2015) la11a3AUsenauwed

a |

Business Model Canvas snlgluniseaniuugsfiavesn1suudiniaeinia Achtenhagen et
al (2013) na1v31 nsasguwuugsiaduddndulunstisluvsdndssavanudusalu

33019 wenaNIelriesAnsiTnususeliviusdenisidsuudadlunaiauaranimwinaeud

9

= 1

fin1sudetunguusauaiiu luvaeineiiu daelnesdnsitnlanigluesdnsdneie el

¥ L2

1511 Business Model Canvas 11319n58Ug35AvM 315 1Asudstuiinsslnuiielioddns

[ v

Uszaupudniald Fesainwanisfnerauddetnudn gsieaenisiulimnudifydiu 5

o

asRUsEnaUvEan LauA AuAITtLaue (Value Proposition) NduanAi (Customer Segment)

AuNsveanakarn1saeeNdiusiuanal niwensinil uazesRsenaugavineidnilada

o
a

Ao fusiunu (Cost Structure) B918u 5 asdusznaungsnatilinud 1Aty (Pereira, B. A, &

9

Caetano, M., 2015) Iagdeainne 5 84AUSENaUNNA1ILNIAINITLANTAAIUE NSNS

1% < a

wistuvesgsiaanen1stuls Tugnamnssumsvieduamsviuuuiuniinisasnelunagsiand

'
o w (Y]

AMIzauivananssuaae laeliauddyduauainiauailundnuasd

o

L Y

BIAUTENOUERNBUY WY VIaiUN15as19muduiusiugnal naugnAIvedenaIvingsy

'
a o Y

= 1 o a a [ Ao & o/ .
520D lUEIUVDINTEUVIUNNTYINU 819 NANTIUUSATIVIN inensAdl WDusu (Wallin, J. A,,
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Chirumalla, K. A, & Thompson, A. A, 2013) #38lUI@9AVUIANANUAZTUINYDY LTy
Jusadnsruadnidaiinisnenseuluinagsnavedenns Lﬁaamﬂmﬁ'mﬂiauimmaqsﬁ%
annsatieliiamisvuinnansuazauiadosmantiiulnazvenenanlg s imneld
(Behrouz Zarei & Hoda Nasseri & Mahdi Tajeddin, 2011) lnglai Business Model

Canvas 119381UN1500NLUUNTOUTINIEMSUIAMAVLIANA WAL YUINgRET wlUAgINa

v oa f & I3 Y A a 3 Y 1%

Mmigtesiuduesidaeandiiasiinsasidunagsialiiuesdnsiessie laegusnislu

(%
o

a a f 1A ! . [ d‘ A = [
03NIDUABDILUANATUN DI Business Model LﬂumimuﬁmuwmsﬂumiwGummimmu

Y8I09ANT FIUdeTesAnsaN1santgnialnile Tun15vigsia lunagsianangadn

9

a «oa

gsnaneiudumesidaingislunisesniuugsianae Business Model Canvas Fan and
Zhou (2011) weaiusiinsndnuazninensndnifiilunauadidylunisndnuaznedud

wanNUudivenmnsuedumuazngudmunegvanlunisuiedus dminsiingiu

o w 1

drgmarifesslsuazidulas sifazauisondndudiwaziieanvislansaiy
naudminng Fadlesviedunle dTuningannud wdungesglaliunuseniuies s

anamnssueayulnsiinisaddlunagsfauiu luwagsnavesanamnssuenayulngiy

¥
o v o A

usnurdndueidudAynaiesanudasadie nsldsun1siuses uazn1smiuAuaUnIw

o

v o

voeingAu (Luangpirom, N., 2016) uananigaamnssusayulnsluiudsdinisinen
waluladidnldlunszuiunisndnuasnnsadrsnuduiusiugndnse dudufanssu
wilsfiarsnmuenliiundnsine 81 n1sld Sneudiisy (E-commere) tilasesdungussuly
nsdstionantast viouiuinisgauasdgumuvewaraiiotunfmuinansustlidann
WANANIINNIAAR LHuHU (Kwong, C. C. Y., Thompson, P., & Cheung, C. W. M., 2012).

nMInumINNEIdEluefatuuInuI lunagsiateguainviany

¥ 1%
=3

sURUUTUBERUTURUUN SN LOIUYRIgRaInNTTINUINs AU senaues s LUUSUld
WiolAnANmLNZauINNTign azifiuitnngrannIsILenesAUsENe U8 Business
Model Canvas lUusuldluudazanaivnssy IneUszgndlvidadnuminzauiuguuuunis
si’"lLﬁumwaqqmmmsﬁmfuq LdnasifussAnsvunalngjedgsiaaanisiu visesdns
YUIRLENeg A mAITLINNaNarTUAgeesn liaud Ay iunITauleagsia vn
psAnsuRIIIMINHulnassAvRzvilisudlagsRaidsdiduniseguazannsam
Fownadieainanelduazinamanssalunisudadu laslunagsafiafigaainnisnuniy
25saunssuandiuldimane ssdnsideniiozld Business Model Canvas ulunasaduly
nseenunuliAagIAIveInLLEY LiBsan Business Model Canvas gnasnuuuanlvansnsa

UpLUNNBITINAlABEIATURUTAY Fausenaumediundng 9 naee fadl



1. Value Propositions AmA1YesdITI1veegfasls
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2. Customer Segment N§uaNAYBUIIABLAT
3. Channels 999m19n15vieann Mvomslng
4. Customer Relationships L318%89n19ad1eaeduiusiugnan
pgdls
5. Revenue Streams F5n1susnglaveasidueeisls
6. Key Resource Ninenseiusevisfoozls
7. Key Activities Nanssuvanvassiesrnsisvinesls
8. Key Partners lasmonusinyman1smveasn
9. Cost Structure AlEeMENTRITINIARDELS
M1397 2. 4 agdanddenineites
Uadelanagsna
Profit
offer | Customer Infrastructure
Formula
w | X
55| 2
El% | B
" =| 8|z
.| & 2| 2|y
= aw ya o 8 (< £ i) Q {‘E = %)
Y9917 K38 5 ¢ | 2|9 |8|§5|®|w]|E
B Eg o’ i< O | % | 5|8
3 IR | &8 |L | @ |E |8
2 w0 % de o | 3 £ o) &
S || |7 g[S |E[F|Y
e (€5 S|y |¢2
£ | 8| € ST s | 8¢
=iy 51815928
Z LR 13| ¢ “
= ABAE:
<
g131%
2|8
A conceptual business Bruno Alencar
model framework applied | Pereira &
to air transport Mauro v [V IVI IV IVIV IV I VIV
Caetano
(2015)
Best practice network R.M. Dijkman,
business model B. Sprenkels,
for internationalization of | T. Peeters, A. v VI iVvVI IV IVIVI IV IVI|V
small and medium Janssen (2015)
enterprises




24

Uadelunagsia
Profit
offer | Customer Infrastructure
Formula
w | 2
56|32
\ 2lE |2
g 2| 2| ¢
o o v - 2 = =T I R Y oW =R “
Gl ¥BUIW 7y S ¢ |2 |2 |8|5|=|v|E
2 B[S |E eV |8 |38
S |8 |=|2|5(%|e|%|&
0 s | &Y |Y |3 E| &
pat [J] o I > o [V2) g
o £ ] 0| & | O . c
g -8 £ o 0 g 8 q>)
i 2 o 5| @ w | © ]
> |0 | % 21235 «
S| 1&g
<
3%
<18
3 Business models for the R.M. Dijkman,
Internet of Things B. Sprenkels,
v [V IV IV I|IVIV IV IV IV
T. Peeters, A.
Janssen (2015)
4 Business Models Outside | Heidi M.
the Core Lessons Learned | Bertels , Peter
from Success and Failure | A. Koen, and v I vVIVIVIVIVIVIVI IV
lan Elsum
(2015)
5 Managing Business Model | Ljubomir
as Function of Drakulevski,
v (VI IV IV IVIVI IV V]V
Organizational Dynamism | Leonid Nakov
(2014)
6 Rethinking Business Emilien
Models in Creative Moyon, Xavier
Industries : The Case of Lecocq (2014) | v/ v |V v | v
the French Record
Industry
7 Business Model Henry
Innovation: Opportunities | Chesbrough v (VI IV IV IVIVI IV V]V
and Barri (2010)
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Uadelunagsia
Profit
offer | Customer Infrastructure
Formula
w | 2
56|32
") 3 S
o & av va v Z c -% v | 8 %n § @
Gl ¥BUIW 7y S ¢ |2 |2 |8|5|=|v|E
b= ElS | E|glo |58
8 o [ B | s |5|¢e| Q|6 |5
s ||z |S|S|2|E|2|°2
o 5 o s | S IS & ]
o = — o - :C5
) o (] [0] [} () 17 ]
2 185 Sls 2|83
g > + 8 g 0 ch)
vl 3 a1 S | @
S| &g £
> < ©
o
SN =
X 4
8 An exploration of Viatcheslav
business model Dmitriev,
development in the Geoff
commercialization of Simmons,
technology innovations Yann Truong, v |V v v IV |V
Mark Palmer,
and Dirk
Schneckenber
g (2014)
9 Developing PSS Concepts | Johanna
from Traditional Product Wallin,
Sales Situation: The Use Koteshwar
of Business Model Canvas | Chirumalla, v (VI VIV IVIVIVI IV IV
and Anthony
Thompson
(2013)
10 | Reflections on science S. Shahand , J.
gateways sustainability van Duffelen
through the business and S. D.
v ([ VIV IV I|IVIV IV I VIV
model canvas: case study | Olabarriaga
of a neuroscience (2015)
gateway
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Uadelunagsia
Profit
offer | Customer Infrastructure
Formula
w | 2
56|32
2l E |2
g8 212y
o o v - 2 €| | vw|al®& | N “
a1y ¥BUIW H398 5 ¢ | 2|9 |8S| S| ®| o] E
’ 2 |E|ls|E(%|S|C|5]8
S |8 |28 ls|s|e|3 |2
o g || Y g 8| E|&|¢
[a W — (o] =)
o | 5| ¢ g|® |9 |5 |§
35 + € 4 n %] o >
© 518 =R A P B
> |0 | % 21235 «
Q = C
Y | g | L
< ©
gl 3¢
<18
11 | Mapping the Business L.O. Meertens,
Model Canvas to M.E. lacob,
ArchiMate LJM.
Nieuwenhuis,
M.J. van
v ([ VIV IV I|IVIV IV I IVI|V
Sinderen, nlH.
Jonkers, D.
Quartel
BiZZdesign
B.V. (2012)
12 | Crowdsourcing-Based Thomas
Business Models: HOW Kohler (2015)
v ([ VIV IVIVIV IV I IVI|YV
TO CREATE AND CAPTURE
VALUE
13 | On the nature of social Wolfgang
business model Spiess-Knafl,
innovation Clemens
v |V
Mast,Stephan
A. Jansen
(2015)
14 | Crowdsourcing-Based Thomas
Business Models: HOW Kohler (2015) v |V IV IVIVIV IV VIV
TO CREATE AND CAPTURE




27

Uadelunagsia
Profit
offer | Customer Infrastructure
Formula
w | %
5652
Y 218 |2
g8 22|y
o o v - 2 = =T I R Y oW =R “
aau Y99I #3d8 5 ¢ |2 |90 |8| S| 8| o] E
’ 2 |E|ls|E(%|S|C|5]8
S |8 |28 ls|s|e|3 |2
S g || || S|E|G|Y
% £ @ 0| % | S| % S
3 % IS =4 0 g o q>)
s | 3|2 3|2 | Y&
> (] g 0 S [J]
3| |8 8¢
<
2034
x| 2
VALUE
15 | CONSTRUCTING THE E- Tsung-Yin Ou
COMMERCE CLUSTERING and Chayun
PLATFORM AND Perng (2014)
INNOVATIVE BUSINESS v
MODEL — A CASE STUDY
FOR CHINESE HERBAL
MEDICINE INDUSTRY
16 Business Model Marc Sosna,
Innovation through Trial- | Rosa Nelly
and-Error Learning The Trevinyo-
Naturhouse Case Rodri guez
v |V v
and S.
Ramakrishna
Velamuri
(2015)
17 | Open Innovation and Elzo Alves
Business Model: A Aranha, Neuza
Brazilian Company Case | Abudd Prado VAR R v
Study Garcia, Giselle
Corréa (2015)
18 | A Business Model Yariv Tarant
v (VI IV IV IVIVI IV V]V
Innovation Typology and Harry




28

Uadelunagsia
Profit
offer | Customer Infrastructure
Formula
w | 2
c [¢]
0| 9 2
5| ® | 9
= ©
" = s z
- 2 2 on v
o o & av va v Z c T v lao|l& | & @
GRIZY VIT1UY NIYY o (] E’ [0] T © (0] £
] P E c (@] o ‘o e S
E~ 5 ie] c o v 2 3 1]
3 ] - I S| w o © 5
g Al 8| |0 5 g 5 | &
g 2 0 | U |O| = 2
o ] o4 o £ e 9]
a . g | > ) n >
s | 5| ¢ o|le | O | % |5
3 2 IS =4 0 g 8 >
© S S =] QL n Q
= O 0 o b= = o
= Q| 2 o
v | |
5| < | &
K
v
Boer (2015)

o

2.4 USU2an15NUNIUISTUNTTULAZITUIENNYIVD

av od

24.1 ﬁ?‘UVI‘UVI’JU"JiimﬂiiﬁJ KAZIIUIWINYIVD

Lo

o

NNNMIMIUMUITIANsIILarAnuIfeiAeitesaziiuldinnisasis
Tuwagsia (Business Model) fiaudagyun lddnazilumbeaunaisils lawarsmn
fls miseusgua vienhenuussandulaioy fdesdlnassiadurosmuiesiady
TusagshasfouaiioutuuiuiiBoiosuisfiitnisdidunuvesssdng mssenuuuluiaa
griniufiflefuuamdlunisadeianistiuin wuddvanudnifinidetuundedu

wwnalunisneadneenans lnagsnadeidudsmvaslunisimuanisisususidunisves

'
a S o a 1

3373 N15UTuUTansEUIuNsluNITUTMSTINNTS MSeWmugIAanaAndunIsegua 3lvd
UsganSnmungadu asnesneld vseasnslinnnuaunsanmieauisliivesdnsladnae

%3 Business Model Canvas tJuguuuunisasialunagsnaguuuunieiiiemiunldiuegng

wrsuanelutagiu gniaunduniuasiiauelay Alexander Osterwalder 1uip3aaiiof

Y

a =

Frelun1sunugsia Faediglidiunin (visualizing) ldegrsasutiunnyy Fielunis
Avuagnseans nagns Usziliuaiudnsavesunuuiaziianjuuuugsia (business

model) fiUszANTAMLaLMNIEaNiUTSAa Business Model Canvas widlassasnalunig

=

Maunuazivuanagnsesniu 9 ndes (building block) s 9 naesll TauAyides
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1 PRy (Y 1 ¥ a = 1% 1 1% [ .
G]’e]Lu’eNﬂ‘uLLaBGU'JEJI‘Viﬁqiﬂ‘ULWNﬂ’]WI@@EJ’NﬂiUﬂ’Ju%ﬂL@U‘N Business  Model Canvas

Usgnoumediundne asreluil

1.
2.

. Key Resource nSwennsvesusenstaeesls anansadulanatunuy

Customer Segment naugnAvasdunguln

Value Propositions @mﬁwaa%aﬁmmaaﬁjﬁaaﬂi Wlugrsuntym
Tugaluy Lidhasdunsidiuninuazainauie 017 Apple tniaue
iTunes Store uwargunsaldus annsadoulesligniraansaniod
Tvanaeuwud filuefniinnugenn liflunsgu uwinduanunsoviile

avminuntulagiu umsueudszaunisaify Tidugnan (Jusiu

. Channels ¥94n13n15%nae Toanialuny

i 1

. Customer Relationships t518%8sn1eas1sasdunusivanaiogiels

Y

1 [

719 819 n1sas1aasevredinussulatnaeliainudigLnie
Facebook Twitter AuguIN15gneA (Call Center) v3aiYomnelu

anfngiewmdesitedld 1wy Web-Self Service Wudu

. Revenue Streams %%ﬂ?i%?ﬁ’]ﬂiﬁ“ﬂ@ﬂLi']L“TJUEJ‘EJINVLi LU 11INNTVIY

AUALazUINISeENuRe saaunsaunsielaannn1edulean

[
a

q

nineInsyARa #9ad niwddunielaan

1%

o d‘ a 4 o

. Key Activities &ssaaviniietuindoulilunagsfativinaularessls

AANISUNANVRIMIBIANTLIVINRL LS

. Key Partners lasAgifusiiavnanisaveast lasfiedA1vedst sukuy

mavhmsiiugdinduegialstng

. Cost Structure Anl¥enanvegsnameesls 819 iseednsidesd

N3ALaTNYY Fouuss vseAINITRaInAsA1ldIEAUAITRAIN N1TAY

v v [~3 ¥
anALUIAn LUunu

° a ada P a Y A A ' .
ﬂ']ﬁ/]']ﬁﬁﬂﬁ]‘m@ﬂ'ﬂﬁllLLNU‘VT?@L‘G']VN']EJ'J'NL@']VL'JLW'E]VI"UJLNW@\TVVN Business

Model Canvas 9ziiliasdnsidnlassinsuazanunsaluusnsgsaliiulnegnaudawnsaiay

a

winzauduls winisadalumagsiandesiinisivdeuwdadiviuduaniunisaiiagiuey

pasavaImeuiy Weosdilalumagsnavetasdnsiswas lunagsianasistuinaggn

inlUrgreanuivennaunulunisaniiunis vieiseniuidnuaugsia (Business Plan)



30

a ] o

wnugsRafiaudfyuindmiumsSuduuagnisdniugsiodmsy
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1. urun1seatn vilbiiulenid 9eane muAalunisasiswanilsng
g3naraelinisuimsRuyunyuidswduliegiefivss@nsam vinligsiaduniilasgng
13U uenand msdarhnisisenisnsean viensdmanaa fdwdeliliiiased
uazdndulaiienisanu vieilousuuaduiuazuinig lnsnshdrunaunisnisnaingn
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1 Focus Groups Gilmore 1996 The number should
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2 ‘Best practice’ in focus group Tim Freeman BA 2006 Typically, focus
research: making sense of MSc PhD groups consist of
different views between 6 and 12
members
3 A STUDY ON APPLYING FOCUS Kai-Wen Cheng 2007 Number should be
GROUP INTERVIEW ON between 6 -10 or 8-
EDUCATION 12 will be more
proper.
4 Focus group methods: Using Steve G. Sutton 2013 6-10 people, 5-12
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interactive and nominal groups , Vicky Arnold will be more proper.
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and information systems
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2.) fINTIUNNITARIALAENITATINANUFUTUSAUgNAT  (Marketing &  Customer

Relationship) Usznaumay
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F msvinsnanaenigngy (Below the line : BTL)
T msihniseaiaiiude (Above the line : ATL)
F myadnueliiuiusud (Brand Value)

3.) FBINNA1TIATMUIY (Smart Distribution) Usznausie
T JoaawuUSaRY (Traditional Channel)

F gfpanawuulid (Innovative Channel)
4.2 N152AUSIBHNANITIY

HA91INN19398NUd winnssulunagsiadinsuanainnssnandudiayulng
UsswnUan wiseenidu 2 suwuu Taun (1) lueagsivenannssundndoasiayulnsussing

Updmiunmiieunasy wag (2) Lunagsnvgnamnssundadusiayulnsussmilin

A U

dmiugusenaunisienyu BaudazUkuuliesAUusEnouvan 3 asAUsenay Mvlauriuy

laun sundaduet (Product) AIUAINTTUNINITAAIALAZATAS19ANFUTUSTUGNAN

[

(Marketing and Customer Relationship) &g A1ULDINIINITINIINUE (Distribution

U ¥

Channels) Ingfauunnd1siuluusesnusenavgesTusgivdnaninuazdodnfinues

6

sUsuunsALiiugsiang ndsnnsinssiuarduasgideyadaliesnuiluuinnssu

Va v

lnagsnakaidy Iidulddmanlaluviinisefusienaindugidenigy 31w 5 v ey
¥N158UN19allT9an (In - Depth Interview) (MuM15199N  4.14 ) ielilayuuainas
TaiauauwuziiuinluwazesrUsenauveslunagsia lngausaasuseasidenesdusenoy

gosvatuiazgUuuulunalanasialuil

M5NA 4. 14 JligrngnTmeiusena

Aidenvgy UIUEITINAIN Y]
InimmsfiTgIFILuNITNUHUGIAY 1
Unideainaatuunmdurulye niieaun1esy 1
HUTENBUNNITAALONYY 1
LN 1
fusLaa (ninarueenile) 1
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dn3gnisiunisnuaugsia fusznaunisniaenu fusznaunmsnialy

Wndauns WUNTUDINNA

4.2.1 lunagsnvgaamnssunaniudayulnsussmiuaadimiuniieeu

A3y

NANTITIATIERIINNITNUTEYATIUTEANY wavn1seAUTIeNasIuiy

ATEIYY 311U 5 v nudinngldesdusenaundnveslaunagsiagnavinssunaniue

ayulnsussmuindmsunmiienuniasang 3 asadsenau laud Aundndae (Product)

AUAINTIUNINNTRAIAKAENITAS1IAIUTURNUSAUGNAT (Marketing and  Customer

Relationship)  LaZAIULDINIINITINGINUE (Smart Distribution) 518821880V

29AUsENRUEREMImD UL

1.

FUNARNUY (Product) Usenaunie

F panfuaiinInsgu (Standardzation)

]
[ o al ¥ [ [

wnsgIuvesnandua feldudsddydmiundnduaiifeatesiunsinense

o

D.

NeatosiuTinay F9n13inanduailazun1siuseaunnsgIu 019 N1slesuseINInggIu
PNATINNUANZNITINITEMISHAZEN (98.) MsaNslasuUTes GMP Wudiu azadiemu
ungeielituiuslaaliduegsunuaznisiluaounerua/aaduwnmdunulveyinli

HaniiluaunwEUsENo VI TNININTEIMERNUIne B saasaaud e fe iy

e e

Uslnalaeaiuiy 9niandunsdiueiuITNan AU NNEAINAIUNEIUNS/F010TY

e

wnndunulveazyilindndasifianundeiodadugauiihuildlavanladdnmamils
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FiaenAaiuIuITeuad (Luangpirom, N, 2016) lana1lddn luinagsnaves

[V
o w v A

geavnssueayulnsiiuluduvendaduiluddny vaseemiuvasadie nslasu
N153UT09 FIEINMIAIUANAMNNVBITNgAUAINY
F SULUU/AUNUDINENTAITIANA1 (Appropritae Size and Type)

<

Wasnnluanuneruia/aaduwnndunulve Negaieldinisguaresmiieny

vyl v o w

anasg vilsidedrfnlusnuiuasyuishiamnsandnduildynsduuunuiinain

fioenns Fedulutnsusnueanisoananioel AITNTaTIIRaInneudtglL Uyl

wzaunsenguiiinang eazldandunulunisnanndndus srufsaiunsasen

NAnAnusTnssuANFBsn1svestuilnals

& mseenuuvusTtasidenemmduaLlng 100% (Redesign Packaging)
NMsdunwaifideangy anuaadiuluisowe sussafusiinmsoonuuuussg

s =

Sunndetaauduayulng ievhligndninnind 917 dvesnain dydnvalifing
[ & @ %

UI9NUN Lduau

F sienfvngauiuaunInNanse (Affordable Price)
é”mmwé’ﬂwaimaammLﬁuamuwmma/amﬂ’uLL‘W‘V]éLLmulwaﬁagﬂﬁsiﬁummwu

sy hbinsimuaAdumizdesdenaguilaaluynngy s1aasdesliunaiuly

winkimsgnifulumsizazidunisannmaivewdnduiies s1afidnunazdedaiig

[y a [ '3 a [ 6 1 | aa I I3

WzauiuILInYeIREniue lnegainudnduaidulsileglunaiaundunaeilung

ANRUATIAT

F alulagiiuassnaalunising (Technology)
walulagndunlddrnsuaniunervia/anduwnndwnulne azidutlaelu

nsrvuMINanlasduinassnaalunssnw 81 mstdhuiluweluladungieyinlvg

¢ g L < v o v 1y awv o ' °

g1Fur1UlALSITU WuAY F9aennanaiuaulf8uae (Hassan, A, 2012) ina1171 n1sun

winnssuunldiudua/vsnsneiuauautinevlanundndamnagiinliaueives

NAR AU ALY

AUAINTTUNINTAAIARAEANTATNAMUENTUSTUGNAT (Marketing and  Customer

Relationship)

F msvinsmanaenignay (Below the line : BTL)
\eannanuneuta/anduunmdunnlne Sunnddidetnalunissnuiiuuwnme

LLmu"stJagjLLéja dnadadianuusniswinalnnieluaniuneuia/an1uu 99uuAIsuNLen
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n¥nensidaguvinbiniauselovd 1nen1sIani1stiusn1snIanIsknnd waulnewazug

Y

aunelupdin vonanazanduukdIdiansaaseseliuagluslunndndudilaon

e

M8 UBNAINTU TIUIHNANUITENLARAAL/NUNARA U lURRERA TaenN1SUaNe U

a ! I aa a o 2 @ o8V a o & aAve o &£
IYINTTANE) ‘Vﬁ@LGU']‘Uizﬂ?@lummﬂLﬂU'ﬂﬂ‘UﬁHﬁlWi GUQLUUW']IMNamﬂEU‘V]LﬂUVﬁQﬂLW3J5UU

wazuniIsas1emnuudeteliiunanSueilaonale $7u8901510 Social media 879
Facebook Fanpage tiauetayauazanuinnednunandue wavtlugniuaenaug

=~ o Y a o ¢ & Ay A a X
LWEJV]’]IMN&WWJS?/ILUuWiﬁ]ﬂL‘W@JE’N‘UU

&

a

F msvinnsnanerude (Above the line : ATL)
nYoaTinlusuresulszaalunisviinisaaa ilvaaiuneg1uia/an1duy
uwmdunulng vnsmaiasudenneg 01i lasankiunsngiad alening uiethe
Tawaneumanau Wudu aludisusn Feidoamnglduuginsinsaanuuulides
aawuann Ae n1sviusiuiy Tuda vide Standy damuaaufisineg fuilaafidusiluan
mmsm@uiﬂa'maiiwaﬁuﬁu'eNwamﬁ’meﬁ%ﬁﬂﬁlﬁﬂmmamﬂaaqmﬂﬁu
AUYDININTIATMUIY (Smart Distribution)
@ qpanauuusaiu (Traditional Channels)
YN NMTTMIEREATUe Laln anungiua/andu lagvigiiunisliuinig
fnwmenisuwndviownaln esainaniuneivia/aatunwndunulne danu
Uimswanatnigluaouneuia/anitu Jududesmeaislunismng uenaindu

o 1

N153111U18R1UNTIUINITS A INIINITUN g T awInaU v iU laAgeuTe

a o

wanfusldietumnee ldmnaeddidniug dosndumesufioadseuidedeliy
wanduet wag Sruaulasvigiuanauwwmdunulng esaniuatniuiila
oehagnnguineazdeniuandnamauunmdunulyeoguda fafu madisusvauiag
wrwwnmglvenitudngesmislunisdmiendnsioe

& qfpaniauulng (Traditional Channels)

99119153 ekuulng laua Yeen1sdnmineuuueaulal 919 Website
Facebook Line LHudu Faduresmaiiléiiuasmuiideuiredosudamsaithieaunn
nauld Snvadnduromisfinevausamginssuvesgnénlévnuszinn Feaenadosiu
91¥104 (rene, C. L. N., 2014) find 1441 doamsnmsvihaaiamsisiauuuoanlay

wageaulal gihlvanunsaldrdagnAnlauiniign saufis Chain Store warlussezen

YeneludmannnsUszma 017 Ju QUi a1d Beauy Wusu
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4.2.2 Tuiaagsnagaanunssundndanayulnsussinivaadinsu
HUsEnauNsnIALany

mamﬁmi’]zﬁmﬂmiLﬁu%’anﬂaL%w'ﬁz%’ﬂéuazmiaﬁﬂsﬁamaiauﬁ’u

AT NUd neliesdusenaunanvedlunagsngraIrnssunandusiayulnsussin

Y

€

Uandnfufusznaunisnialensuiis 3 esdusznou Tdun fundniost (Product) #u
AINTTUNNNITAAIAKALNITATIIANUFURUSTUgNAT (Marketing  and  Customer
Relationship)  LagAIULBINIINITIATINUE (Smart Distribution)  Hs1wazldenves
asddsenoudosdseluil

1. murandue (Product) Usenausmie

F pEnsinediuInsgu (Standardzation)

'
& a o o

WINIFIUVRINAN A Dol Tud ARy d

o

wiunandAasinieiteatunisinuvie
Aerdeaiuiinau Fansindndneilifunisiuseannsgiu 017 nsldsusesnasgu
MndTinaunuznssNNsoIMsLazen (ee) viennslaiuses GMP 1Wusu Jududed
a'%ﬁqm']mhL%aﬁaiﬁﬁw:iﬁim LATEDAARDINUINUIIBYBS (Luangpirom, N., 2016) 1A
namiliH lunagshvvesgpamnssutayulnatiuluduvemdnSusiduddy fades
Anuvaendy n1stasunisiuses saudinsmuRuAunMYesingRum1aY
=y gULLUU/GUumﬁmmﬂwma (Various Size and Type)
NANEAINAIUIEY LY IALEIN1 T lUNSHERT LS INRBAUABIN1 T
pan Feanunsondndudlidanuainvans fedusuuuy wu slaveon awsd du
Fu wazwta 1y &0 nans Tng Wudu ielineuaussgnanlsvnngs danisuandudn
Sruauanng snaviliaudessulsrina uwisssuUssanaldunisynisaaniindeuls

a 14 1

nsatuayumasaian vliisulunslavandudlvduilnaldsuiuasdodudogis

sorfladls fausfazndndudausninm

& msaaﬂLLUUUisﬁ;ﬁmsﬁﬁﬁmmﬁuaﬁa (Redesign Packaging)
\esanguszneunsiianuamnsalunsnaniivainuaneiielineuaussgnanle

nAngx Fsmsitfunseenuuuussyfusiitimnaiualie eyl S duiiasaan

waranunsangaiustnald 019 dvesussadinet aann swdslald (usu

T sinilvnzauiununwkEnsae (Affordable Price)
NSIMUATIANAUAILADIANUMNIZANTUVUIATDINAN A LAgnAINHENSTT

Auveinfioglunanulunasiiunisimuasin
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& wialuladfiviuasie (Technology)

walulad i ldeziduimaluladfviuadeiiiotislunszuiunisndn o1
weluladfitnglunseuiunisans [Wudu Jsaenndoatusuidoves (Hassan, A, 2012)
finannin nmshuianssunldfuaud/usnsiveiuauadAfmslriundndusias
vl e wEn Sl iuiy
AIUAINTTUNNITAAIALENITATNAMUFURUSAUgNAT (Marketing and Customer
Relationship)

F msvihinseanaanizngyl (Below the line : BTL)

Mnsulszamilumsinsaedifladuayunaoaiia silfaiunsada Road Show
TUnuanuiisingg Anssnguidmmneld Wunsvinseaauuudidesguslanlaegnss
uenantu Ssennsonuginantasiliiuilnaiuildognenniadndie swwdsnisoon
ULANIALA 877 911 OTOP Muienfuayulng Wusu msdalusludusingg auudas
wein1a 917 Gift set ve3v¥ay Gift set Julluil nsansien nsasiasaudn JHudu wie
Junssgeiuslna uaznisui Social media 817 Facebook Fanpage uniiausdaya
wazausTAatunants wiouailugnduasstuy ilevhliudesusiduisinidy
fetuuazannsndndsldvnnguindae
& mshnspaiarude (Above the line : ATL)

sheauUsznuiumsaaaiiindevatuayuriliamsodens/dnanandu
wiisumeitielusTundud WEanluantie uenantdu annsduauaifideingds
naminsthmsinuansndundisuneHilifuilnafnnuesinteifindu s
opndemumsy/iinuansiuies yufenslavanhundnsimivasadesing Tnsunds
nanavi fgeuneudiniendnusianmsilsalening
AUTDIN9N13INTMLIY (Smart Distribution)

F qfgananuusaial (Traditional Channels)

Fowynansdmiondadas un msdmieluiuneeiiieaiisnuindedo
Tifunaniam Hualasvesiuaneuwmdunlng  esandnaumnuiide
oehagnnginsazdenduamninameuunvsiunulneoguda fafu n3dhimiuania
uuunmelnefdudndeamalunmssiminondnios ufensdmheividlaesunan
wuu OEM iflesandifddlunsdauasninensfifissnoraaiosonas fdsnuogud
Fsnsdmieuuy OEM Afudesmanisdminedntesmandafiannsaairssolels

1 a
DYNA
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& gpamanuulng (Traditional Channels)
39919071591 UrekuUTnd Tawn Yean1sannuiswuusaulall 819l Website
. 2 v o= & | g v a A % % | v =
Facebook Line tJudu FalutoineanldluasuinfaudauagiaaIunsaidnfenunn
1 Y A :J; Y] < 1 Q" a % ¥ q" % 'y}
naule am/m&JqLﬂuﬂjawwmmauauaﬂwqmmimaqgﬂmlmﬂﬂizLmn FaapnnanInu
U389 (rene, C. L. N., 2014) 1na131331 do9n1an1svinsaiaalsinawuuasenlay

= v

wageoulal gihlianunsainfisgnAmliuiniian saude Chain Store warluszezend

wenglufanansnsUseing 217 Ju GUu a1d deauy Wusiu
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5.1 @5UNan15I9e
5.1.1 Y9ULINTDIUINE
5.1.2 @3Una
5.2 Ualausuy
5.2.1 TalAUBLULATUUIUNT
5.2.2 YRlaUDkUEAIVING

5.3 99NALUNITIVY

5.1 @5UNan15IY

mMsnwaAdeFes “uinnsnilunagsiadmivenamnssumaniasiayulng
ussmUn” Bsilingusrasdiiiewauuinnssuluagsfafitioifindaanuaunsalunis
wistudmsugaamnssunaniamayulnsussmite

Ustlovifimatagldsuanmsfinueuideluadsife 1) Wodunisysanns
mnufludrusingg Aldainnsfnwanainalun agsivdnivgnavinssundnfusiayulng
vssmUanlaglameMifindnnnuannsanisnsusdudmivgnaivnssunansneiunmed
wiulne waz 2) awnsoldludeyauazuumnslunisigsisdmsugusznaunisniely
gnavnssuanfausiaulnsusainivin Aldilvdlunsfnnagndvieatuayufanssumis
M15ANAYDIBIANT LA 19U N1seRNUUUNARANeTlmifvanyanfugnAusazngy v3ens
ahalusludu ufinsaisaudusiudiugnatiofinuszansnmiasdnanuanunsoly
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5.1.1 Y2ULUAYDIUIIY
voulnvesIeiilunsfinwideyainunastoya 3 du Usenaudie
NIINUMIUITIUNTTULAZUTTE AT (Literature Study) n1sAnwdeyatielszdng

= U k% ¥ a [ 6

(Empirical Study) 10N 1TEUNTHALTENAUNANAULAZITINEAAUNIININYIRBNITUNNE

Y

wulngwtanids srudutrludannnisalnuuidiusiulunssulunIsNanvaNan A

a

ayulnsussmie wazgaverinisaunuingy wetdunaielueagsfandaudine

dwmTugnanvnssundaduaayulnsusainlin

5.1.2 d3una

nsafegduuulieagsiadmisvgnamnssundndgiayulnsussimuin

[V
[ N o

TuruideasalilingUssasdivaiiudnnnnuaunsalunsudsdudmsiugnainnss unan i
ayulnsussmuin neanddelidedinunguuuuredunagsiansainnsfnwuuifn ngu

MATeMNeITes wazannsiivdeyaatnienas/siuledgusznounismdn 3 wusudiie

va o

a a ¥ A & ¥ o = o f a = o [
'JLﬂi'WﬁIﬂJLﬂaﬁqiﬂﬁm@\i%lﬂigﬂEJUﬂ’]ﬁV]LU‘UE‘\JU'ﬂu@a’]@ FIUIFUNIYULVIANAURNIVY/WRIU

U

HanfueinInedenisunndurulnenagyinisdunanisaluuuiidusiulunssuiunisuges
yowAnfauriaylnsussntan Sniwihnsdaaumnnguiungudhvine slimauguwes
vosfuilaniiinnudeanismemanetnilsthe Geanunsoaguidunseuuinnssulunagsia
HanfueiayulnsussmUin

Ingnansiduasldliiuinnagnseslstnanduszneunisluanainnssy

v 1%

tihunlwagainanusednisvesnainvinlinsivitesdusenaves bstenguilanlv

[ -

AudAy eliaunsanavaueIAUfeIn1TYeInaIalaly fUsEnaun13edesli

o

v
LY 1Y 3

mnud Ry TussAuszneulatne annnasn1site wuiduseneunisieglugnanvnssuild
sUwuuNsALlugsAanazn1sUTMsIaNIsesAnsiivateguwuy 019 Aneain dednia v3e
Anuansalunisandugsie Wudu Auendisiu wazannisifvdeyaifindy sauda
FuanwalFvaaansaudagUuuunsduiugsiasasnisuimsianisesdnseeniu 2
sUsuundn laua (1) susuvunisaifivaugsiakuuaaiunguta/aaduwnndunulng (2)
sUuvunsidunugsiuuiusenoumsiensy deusazgunuusnsdnenin dedrin wie
auanansolunsiudugsiefiuandnedu ansoasuidutssdusngg sl

1. lueagsngeamnssundndueiayulnsussmuindmsunineau
nass loun Fundndne (Product) wandusiagsiosdunssuiioarsnnuindedelviu

a [
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undedeliruguilaalifusgianin suvu/auinvewdadusidunnuduinovaues
AFpsnsYeauilan Fan1seaniuuuITydeiayfesdeiandnuduanulng 100% s1
deslsiunaiuly ilesannifuaniuneiuna/aandu fegneliviiienuninig wwfodn
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A messdndu sumeluladiianldariiuludewesmsmeiuasmaalunisinw
ABNIAIUAINTTUNIINITAAIALALNTATANNFUNUSAUGNAT (Marketing & Customer
Relationship) #esiinisdaRanssunisnaaiianansaddefuilnaemizngy saudanisii
nsRaaELEeRneg 817 nsvhusuy Tudh vie Standy Semnuaauiiangg ﬁu’%‘lmﬁlﬁu
shwlinanansavBulugwasneueansurasiliAam e nassuinty Taglidos
AWUIN gavined1uTsmaNIsInsmng (Smart Distribution) Fesiifaluugesmauuy
Faduuazgosmnauutln 099 tesmasaulati chain store vidanssiminglugsinatsme
i

2. lunagsnageaivnssunandudayulnsussmivindiniu
fusznounsneenau Tusundnsiaust (Product) wansiausiazdeaiunsgiu ileadianim
UnFefelriundnsias sULuu/AuRiufimIvaINTaIBEINTIREUALBIAIINADINTTBA
Fuilarlsvnngy nseenuuvusTyAnsindamiuaiy e lvnanfasiduiasaeniuas
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%
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Welidhisuslnanizngy 819 n139n Road Show w38 sanauukansdufsingg 1usu
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Jamaannitedannsoilulszgndldlunisdiiugsfivesesdng tiefiade
puasalunsudsdunelugeannnssundadusiayulnsussinvin agslsinunisi
winnssulunagsnaluussendldazdealiansugduuunisaniugsiavedesdng suds
dnenmuazdodite eaylfdenlunaiiammnganiuesdnsuiniigauasdieiiiulo
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5.2 Jaiauauue
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