UNN 3
msfnumunaqwémsmmm

(Strategic Marketing Planning)

uwﬁ;’jﬁﬂu@‘ﬁ‘mﬂ mﬁ“ﬂm3%ugmmmnwm§mmmm AB5N19N1NUANANIITD
B9ANNIEINA LATANNANNUTURINANINBIANIIFINA AUNAENENIIAATA TiaanAReaiL
nswlasuutlaseesdeuandes Tnaanzatinad umﬁ@“ﬁmﬂﬁﬁmiﬁmﬁma‘@@ﬁ@ﬁﬁLLmﬁm
nananalfiRiea eamAnlsitugnin feisaazdansellil

mm’mLLmuﬂ@qmﬁmimmmLﬂumiﬁuﬁfm’iﬁﬂﬁmﬂmé’mﬁumaﬂﬁﬂuuﬂ@wm
dwanden WEndszaunnudnisalifleneuauesnnufoniseesduiinaldmndndua
fu fToyfdedienrufasmniseesduilnawdsuulas maluladluaiifnu LAzt
duudandua dossnliliusussdsuasedsraiiosnaifenanaavieiilsne

Uinazanen ainesanan waznnls iBEmdesinagnsnliudadingnainlusiuas

1A T

)

ué’nm‘iﬁug'\ummnaqwémimmﬂ (The Basic of Marketing Strategy)

mﬁﬂ@xn@uﬁuﬂmmmﬂ@ﬂmﬁmmmmﬂ@:ﬂ@ué’w Aewrnfangeenisutedunig
N1IAAIA NITIATIEUNALNENITAATA nefumansieaadisa

1. '3'\1Lmmﬁ@ummmmﬁe“ﬂ'umqmfa‘mmm (The nature of the competitive
market environment)

nudad (Wensley,  1999) 08UANHDIZIRILFUNAIUNITARIATIN N1TAAA

AN9118 NIFRU NITUAR NITWENUIRWAN LTIUAY LARIAININD 3-1
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‘!!IHHH!!!!II!!!’}
:»<-III>»

()

EZNITARA

MNN 3 -1 LFUNAIRNNTAANA (marketing Context)

A% (Wensley, 1999: 18)

dl Y 1 1 o 1 1 %
ann i 3-1 azlaiuguaedi (WETunaw) wazdemienisnana (Lanssaennas
waldn) luilaqiiu nmenaalfiiiuanudAnylinguaedu waziwmAnmnuduiusssazeng
(Relationship Marketing) f9aginglsAnn e lFaninnisudeduiidasunlasnaaninan
a a ' 1 o v Qi = 2 1 1 o
nsauAnlunITIAzIinIsudeiuntenisaaaliasilu 3Cs - unnans gnAn guaedu
WATTRINTIINNTAANA (Customer, competitor and channel) WAASAININT 4-2
1.1 gNAT FUAINTY UAZTRINNNITARIA
Tuaninnisudsdiunianisaanaingaiia (Static  competition) azldns
ARz UeLIRTR9RUAN-AAA (Product-market  space) T9AINITDANAALLUALUUING
'8 o‘d‘ 1% :I/ . dJ % v
gnsnIsaaInueLIARAINNANITNLIIBNNaY NN i ATILIN (First-order effect) T9liuansls
o 4' = o a Y @ ¥ o oa v A )y p oo o
AN 32 FeiuuaAndngnAndugseiududn viagnAnFauaieauauldnseiunis

fnEanunne (Patient perspective)

FRIN

NITRAAA

ANT 32 AVNRLNNAYNENTAATA

A% (El-Ansary, 2006, 269)
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=2 1 <3 ¥ [ dl n:ll
neeeielafinan aeldaninnisudeiunienisnaiaiilasuilainaenioa
(Dynamic competition) AasdszgnsiiunAn 3Cs Aa gNAT AU LAZT8ININNIIAATA
1.2 FIWUINFLRINITIATIEN MTULAAMNUNIY UAZULLIIADIIBING
gnEnIsaAaA : angna lulgautedu wazllgdamnanisaann
NM93LATIEY wazAnEIgnANazLiuR A NN US Iz rd19ARUA Y
a ¥ ! a e 1 I o o © ¥ ada A =2 ¥ =L o
ADININTBNRUAT daunnsTinanziigudedi dannld 2 38 Ae AnwirduAdIERAIiLLeIna
gME89guadu TFENIINGNNaLNS (Strategic  group) WAYATNITIATITHAINUANFNY
20INAg NS laNd T lduurRnaming1nsnnaluLiFm (Resource based- approach)
y A ) = o = = C .
Mengadunnsiinmeiten1en1snain 1178 e1aazizendl vieldguniu
(Supply chain) IngfuddanaziiluinladAryrearsegia nasfnedemianisnainay
Tinqe] ANANRUEN1IN1IAAIA LAFRTIENIAaTA karn TUNANRUENIaNITAaTA

(relationship, network and interaction)

2. NFIATISHNALNENITARIA 3 NAYNE 4 NADI LA 5 LIILIIAL
(Codification of marketing strategy analysis as 3 strategies, 4 boxes and 5 forces)

BNsevinagmsnisnaialsznausdag nagns 3 1svian (3 strategies)

NABY 4 NADY (4 boxes) WAY W3 5 a4 (5 forces) WAANAININA 3-3
AATAFIN]

|
pa1ALlauaIe anAn

AN LANFANUBIRUAT 1 TANITLTNNT

ANT 3-3 ATNVRLNNAYNENNTAATA

A% (Wensley, 1999: 19)
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2.1 ﬂ%‘zm‘wnaqwﬁ( (4 strategies)

winRduazanie (Pecotich et al., 2003, 498-529) 1laul491 n1adan1a9Ing
gnsilunissinnauuarnisasayiAule (retrenchment versus growth implicit) Wuwaned
HARSUI/RANA (the product/market matrix) NANSUAN 4 4Hn lHun dININ (stability)
WwanytA TNty (internal growth) astytALTANNLUAN (external growth) LATNITAANAL
(retrenchment) N&B4 4 NABY (4 boxes) AULLLANA84TITA (BCG Model) 395 4 ndndAa
A7 e g war Uiall Tuima wefmmes L%uﬂ@qmﬂﬁfamimjﬁu 3 7iin Ag fé’fuv;wﬁ'ﬂ
AINNLANGING LAz H41tiu (Cost, differentiation, focus)

5 force model 184 lalAa nesames nanvdusatisAUTet el nansENL
FaszAUNITuINLazANAINIsINNA lsnelugpaunssy TAun 81u1an19sesa9199
fanailadunnauan (The bargaining power of the firm) gUassAanngutedufidnunlval
lumann (The threat of new entrants to the market) émwmwimﬂwmﬁﬁ@ (The
bargaining power of buyers) @ﬂmmmﬂmamﬁmeﬁﬁmLmuﬁuiﬁ (The threat of substitute
products) LL@zm?lﬂlu%um@dﬂW?LLﬂﬁﬁuﬁﬁ;uLLN%u (The intensity of rivalry among

competitors)

3. m%‘ﬁ’uu’mﬁnm‘itﬁ@m’mﬁ’ugq (the search for theory : rule for success

amidst diversity)

wel (Day, 1990) & Aunun L RauiFannsugadunsinagiaiiu (Sustainable
competitive advantage) BT TEIA NN T T S AL 2T UAN AN Bt NIRRUANG
YNFAITHAINNAINYUAY (Heterogeneity) et andnnisreenineansluuAazesdnig
(Hunt, 1999)

3.1 BWUUAIARIVBINITHANTY :  NOBHNNLASNITIIAUINITURIULIA
(Models of competition : game theory versus evolutionary ecology)

emsRLLLLAaesluNTuT il ThnspanamlsTiany Uszidudeliil

1) Fnwnusiallesaununisugedi wazfanssulunisudeduassgsnia 2) Tasea¥ag wee
nneileuLeIngAngINTedquaNdu uay 3) nuaentevguaedu featlafiniw Tudawil

v a a aa o a o a 1 agll
amﬂu%@ﬂﬁmﬂmwgmm ATV BV UINITUBIULIA fanaaziaaasa llil
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3.1.1 ‘Vlt]‘i:rf]'mu (Game theory)

@mzﬁ“ﬂwmmmLLuuﬁmﬂwmmwﬁLﬂm AR 1) ANUIULTEN M’?ﬁ@ﬁ;ﬁﬁ@

IMnsuaiedu 2) Aanssupasquasiuudazsanld o doa0aniia 3) nnlsvasewasduus
Qi a rdl Y a 1 I [ % 1 k%3 % [ % = 1

azsafifipannagnsnanlseyneld 4) AanssuaesguisiuusazaeldnFoniumzala?
wradunesendudinll1dnew udoquasiuseauasinlddse 5) deyaluianssunis
wavdunguasdusalafanvisala? uaziiials?

= ) @ - & di Py o A

vaeiglafinn nuinuidunisussene ReulanAuniArneunangn
WTBAIHANAATTNI19AUINTY FaadadninresnguinuAinans dnnagniasimun
LUIAATBIBIANIAAAUNITH (Industrial Organization: 10) TuluaALTUI09 TATeadIe-
N3UFIR-HaN19AH1 (Structure-Conduct-Performance: SCP) naganntiuaid uay

|8 |8

WashLAaT (Richard Caves and Michael Porter) PuflanuuiAnaae 10 Hagrlsznay
A1ATY 2 dou A NANNAYNS WAz AUNITARBUTN (Strategic group and mobility barriers)
1 = a o a '3 £ d‘ ¥V dl 1 '8 dl o a 1
nanaAe UiEnaziatsandnaninsessuunasldlasuanngunagniuiislldanngs

nagng
3.1.2 N929MUINFARIULIA (Evolutionary ecology)
N uIdmuInIadelinaldaiuna a9 A 189N ITLIUN 1 TUANdY
'8 . 1 A [ a a a dd‘ .
warnagng  Niche  strategy nanapaitiunisagunenisiaseiiuinuesald (species) lu
sruuilnAIngn esdunglsvinnaesgsnanialfidsuandas (Mintzberg & Lampel, 1999)
3.1.2.1 NAgNERISUALLA (- and k-Strategies)
aa o a a 1 aal o o dd‘
NOBIITMUINITHIN AN N ALt snssesaldlu
NineNIRewandan WraNdnaninuuIasa uaugInan1aludInden nagns nagnsans

=X ¥ zj/ dld o a o 1 dl -8 g
nuene nsdnana il Iuﬂmmumﬂwummumwwiumn Tuanen NAEND NAEYNDLA

=

NN1EDe N7 NIRRT DRANUIRLETENLLaTWNIN

3.1.2.2 naqwﬁ‘ﬁ"ﬂﬂ (Generic  strategies) 14 ﬂm;ql‘lflﬁ‘r Vﬂ‘ﬁ r-
specialist {WuLFENIUIALEN wanldFouEannsutediuiiidiudusnaesnann (The first-
mover advantage) r-generalist LuLFEVNIUNA T W ldUsr lamiaaslananig
n1geanaluad (New opportunity) k-specialist  ifutsEnauiaian wiunislddsslaainnu
Use&nEn W (Efficiency)  wae k-generalist  (uidvnauialug) wlunislddsslagians

Usvaunisadmalunislszusialuauns
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3.2 AMANHUSUDINALNENITANIA LUATULDIIATLAZIDLILUA
(Characterizing marketing strategy in terms of differentiation in time and space)
Haefiinlinannunaula (A real market) l&un 1lavA89mR1ANAIN
“aINuane (Heterogeneous demand) fanailadun1sHARNAIINLANFAIITY uaZH
nszuaunsfiaundULaznaiAeuuLasmaeninan taaraliuds tTadar 3 HuUfAuRudiY

=< o v = , = o a A o My -
sﬁ\iﬂﬂqqmeﬁﬂsﬁ@u@\? ﬂ\‘]@ﬂq\‘iblﬁ‘ﬂV]'WJHLmﬂuquLﬂﬂﬂﬁuqﬂmﬂgﬁqqﬂ VL@LLﬂ 1) NALYNTNITANA

D

' =

ndanngunan vIagustna Ae nagnsnisutidaunata  2) n1slduuaAanINeINIUeY
U3EnesusANuAnsNTuaasaafadanisngn  war 3) N9 lduuANasaeTie
HAASIT BLNENTITRIUINT8IRaNn FantasiBanse il

3.2.1 AMNLANANSLUATUARLLAR: NNFRUNRIUARIA (differentiation in
space: market segmentation)

NITULNAIUAAIAATUNUNNNB92BIQNAT (Demand  side) Tuanued

NN9ANFANUUUIAAIA (Positioning) AEUNUNNNBIT89E2E (Supply side) NTULNAIUAAIA
unisaieannuuansennngunalsslomiluaniunisal (Bundle of benefit) Faiflunns
fuunaueLlugaueRtegnAn (Ideal preference) Tunnusfiniaanssuvsiidudnidy
N3 ldnatAtianeIgnAN TUNITUAAININFINAMNUANG N WAT ANHARNARTUTIAWAN
Audedulumann

gasuwldnagniialilaasluma wesames Ae nagnifuuan nagns

Q

Y o

AHLANGY BAT NAYNEHATN TUN19aTUEULLANA8IEUALANIN (The  first  order
model) uaz MN1TULNAIURANA LAY N1IINANUNUIAUAN 11TD UWUIAANTNEINTURILFEN
(Resource-based view of firm) @%mmmuﬁmmﬁuﬁuﬁmm (The second order model)

3.2.2 AMNLANAITUAIULIAY: ATTAANAAN UM (differentiation in
time: PLC )

a % o

WULRNABITINTINNA R 0] (Product Life Cycle: PLC) azini

v
a % o A o

HANTENUUBNTIUIN AR AUAN TINLATH 4 Tuma Aa Wizl IWInyFuls AusauazaANeY
= 1 [~1 | o | aa a o 'S a dil dll
featinalafiau stlunvaesdana luwiuanaeasds Tl anansusiazdaden 1Hasainng
dl = a Y oa = a 1 1 o =S
wasuwdasreunalulad wainssuresdusina wse woanssurequdadu n1sdne
Amuninatnluunensiias Mm@ lnA wazAmAA1aAS (Evolutionary ecology
and mathematics of chaos) W3adTaEenInLsngnisniuesnNduten (Phenomena of

complexity) Wanaintiunisesenanisilasuulasaesnaindelfuunmnaedasadnenans
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mﬁﬁ’ﬂunaqwén%mmﬂ (Research in marketing strategy)

=2 a o dl % g ¥ A v aa a
NITANBIIRULNEINUNALYNTNITAANTA Az 1T 2 WiINne Ag 1) gmmmﬂ@ N7

1B T uULSNa89N19an LAZIATEIANANT WAL 2) nIElAN®A (Case study) IEAnm

sUuLILRINAENSAR (A well- strategy form) WANANTIW A191ANIIATBUAZANNTIUATI

(Varadarajan and Jayachandran, 1999) VLé’LmuﬂLLuz;"ﬂ@‘Llmem@\imﬁﬁﬂﬂ@ﬂmﬁm?mmm

Tnanismenlavszudnsd@euandan nagns Aoulasowdanisudedu uaz nanis

AU LAPSAINING 3-4

(1)

=

> >
QI v
AqwmaaN
ol (5) (6) (7)
AN NaN"g NaN"g
) . - . -
FalFey AL AL
- N N3 U U
AnnaaN Lo -
/ I wiviv | sam ] n19Ru
HRAIUNITH _ _ _
» ”| 1943374 984 984
\ O g9fia g9
3)
N1IMAA
AUInAaN LAz
NFNLNTVD > >

13N

o

=

=

WRLEMDELILMIELUMLLETLILYEL UG

Wudﬁmummmmmﬁmmé@wuﬁﬂum@rﬂ@uLmummmmuﬂ@xmmé‘@mzau

NINA 3-4 NIBUAATBINAYNENITAAA

AN (Varadarajan and Jayachandran, 1999)

NIIRLNANTENLIBINN bsfadiunsaamnann (Profit Impact Market Share: PIMS)

o & as 1

NATUNANANRNLTEANEN1TARAULA)

(Iag
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ngzulIuUNIg L.!ﬂﬂﬂLL@%Q@S&QMN’]E‘H@QT’I’]?M@’]W (The recourse to process,

people and purpose in marketing as well as strategy as a whole)

mw’?rmﬁmmmmsﬁu’?ﬁm@m%ummqm:uqumi YAAA LAZAAHINNE
(Process, People and Purpose) 138 ﬂ@qwﬁTmm?wmeama‘é%ﬁumu (Strategy
Structure, and performance: SSP)lilduuanisnasingsad1e nagns waz szun (Structure,
Strategies and System) (Bartlett and Ghoshal, 1991) %l\iLﬂummﬁ”‘ﬂqﬁugmmmmﬁmm§
mnn@qmﬁﬁﬂ&:@um@éqﬁ@ (knowledge-based strategy) LLm‘Eﬁmmﬂ@qmﬁmimmmﬁi%
1 2 HAN19 AR LATRLNEAATA LATAMNANNUENINNITIARIA LAY NTTLUIUNITARTA 4
Meaziaanelii

1. LATRUNLNITANIA (markets as network)

=

UTLUNUBILFENHALAU 2 1A AR N179auHante luLFEv (Co-operation) Wa

'
a v

AT AN N aeAUAIRIAAaNANEUaN (Conflict) N9&F19ANE NN UTURelanTa 1w
n139niante luLsEnAelfANNAaAARBINURILIARDNNNEUBN
zadnan1snaaiedflsznaudAny 3 srnis Ae §nsein Aanssn uas

[ A ' -ﬂl 14 o [ I ] o o 1% 1% -dl
NINEINT Lﬂ?‘ﬂ“ll’m"ﬂﬁim’m\liﬂ\iﬂQﬂﬂQWN@NWHﬁT‘ﬂﬂﬂhﬂm’N“] WA BNAAQITNG LS TA9945197

o o o

NAUDNLTELZIIAN (time-related structure)

1.1 AMNANNUENIINISARIA (relationship marketing)

Fesanfunuasnisduiaaunauings ﬁqﬁuu’}ﬁﬂ%ﬂ@awﬁmﬁﬂm
@Jﬂﬁf]ﬁmﬁ@mmﬁﬂ?:aw%m

1.2 m‘i'qﬁmmimma:ummﬁ"ﬂu (The emergent or enacted environments)
1o ﬂmngmmﬁfmmmﬂiuiaﬁmiﬁl@mi (IT) ﬁﬁlqé FendlFeFuneHluumd 3

1.3 nszuUaUNITAANA (The marketing process)
T%LLuQﬁmmiagmmm (A market orientation) ga99710547 wazlala

¥ I

(Jaworski, & Koli, 1993) uazaiaines uazunfielas (Slater & Narver , 1995) glianlingnn
TBudaTuumi 1 wananntiu unesuar@uAnans (Baker and Sinkula, 1999) WUINTH
AANALAZNNIEEUITaNaNANINNANsENUABtanTNY N1l ANAGAaasAuAN N (Lanedy

AN 3-5)
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1 = ¥
N19aN"TLTEIUT

A 4

NANITANLEUINUIAIASANNT

NITHIAANA -douAsesnanALLTLLL

v

-ANAFARAUAN T

-an17AHUaLineITIN

ANN 3-5 NFALAANIIHIAAA NNIHINIFLUF LA NAALHWIUTBIBIANT

i (Baker and Sinkula, 1999)

ANNEAEUIRINAENEINaMTUSuAIgMsILAE LAY (Strategic flexibility

for adapting to change)

1. WHBNBINAYNE (Strategic Windows)

1
=

4 2 e de o g o . <

Wadswandanilasuulasatneiunyiule vinlinaiaWmuietnauinune o4
= | 14 1 a o . . dl ai o Ly
(38N91 NUIFANTINARYNE (Strategic Windows) Taiflunisilasuulasnszuausimiaeg
nsasine Tuanrunisnliduiifiinnaaasliarunsniliusalisenndasiunisulasuulas
1 M gingadnIndginnanals

¥
ca o A

anwe v IiiAeuinsaTanagns A6l naTuladlud  dounanlusd (New
segments) T8ININNIAAA N (New channels of distribution) AMHgNAaA e (Market
redefinition) ngusnelud (New legislation) waz N19llasuLla2898IwINAaND NI

(Environmental shocks)

1.1 dsanisnauduainisilasunilasaas@eninaay (Lags in response
to environmental change)

M lugrinainameuauessonanisnidn Anana 4- LaRIAIsTaY

ANHANTN11N17AAUAUIADNIT A UL RIRIIARAN  NANIAD AIINANTIR 4 Uszlnn
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R 1) ANAIT I UNITAILNA (Observation delay) 12431314 n, -1, Q’u?‘mi%uml,ﬁu
2aATNANANANET 1Hevainnig Adsmalud (reorder) 199gnAn azdndnianiiunng

Y a <

1181934 (Sales performance) V14 AUANRINGANIA HLTUNIATNBURUN1TANANTRILDATE
v o = a a _ax . . = | '
Fasldiaadszannt 6 1heu 2) n1siaaunIsUfLB (Procrastination) tutaasendng n, -
d! Y o ! v o Y o 1 1 o = dl o o %
n, BegannIsaauntinaziuiloyuiudn usinnliisunaiaananazannistioyyminanls
TaeinlilasAnissranisaunaazad fuduinissrauge aaianudnlalszifunismang

wazinatulag udszifiundne) uwslddnlasaaziduaudn

A
=
o =
=
[ < NI U
o7 o
& = 3 § g
s 5 s g £ s
2 $ T = -
= = & £ g
< = = N 77 +
= = fad & f
& cC P = - 2
= g = -« = <
a K = & = =
& ) & o] £
pa % & < =
= & © = S
< & ()
[
Mo >
n, \ 18N
=
¢
= n
e e )
< TLALTBIANG R
P
[
[
=
z.
«
[
&
AN UNTANUUINY
v

MW 36 A lunsReLsuesn AL asasdsunaden
A3 (Doyle, 2002 : 94)
W TAUING A N, %qimﬂﬂnﬁm@u??mi@:ﬁmmiﬁmmﬁﬂqﬁimﬂmmW’Tunu WA
AANISAINY (Retrenchment) 199951979 N, - N, %l\a;:Ju??ma‘iaiﬁmmﬁflué’mmﬂ‘luiaﬁ

¥ ol ]

AUAN 1iTaTEININNTARR LN BNLFEMaNNsnatsan lan e lsulauaniansiuL uay
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o 3 N

ARN9ae Nazidingdes nasiaauuilassnuna (power shift period) Aa 19992139 NN,

u

i llgnisusmseudunyg dndansuliviimldnagnsludngsfaannsadiusadindu
o o v uy
nlasundases@annndan s
1.2 anANNTIRaNITRaLduaInIsilaauLlasrasReLInaan (Reducing
the lags in response to environmental change)
151¥nau1nanANNa1E1 luN1IRe LA URasanTL AL L A e @i nd as

Tnea¥sruuasaumanisdnnisnilss@vsna  isyuANaNnIEanagns Baveuly

13199) waz t1gleauauan1939m159

ARUINITURITEULNIFAIUNY (Evolution of planning systems)

13¥ndutnardfussuunisnauaunaanil anwnes (Aaker, 1998) NA1ID
ATBUINITVBINITLIMNITINAE VAT

n. quilszane (Budgeting) '1umﬁmmSmﬂ@qwﬂﬁuﬁmﬁmﬁwuﬂa‘:mm LazNg

pauAN 1ABENN3ARATT NNBRENN LaznIslssiiunasuilszinns neviaunstia
dgl ¥ = o a 1 = o

uuiuguretn it luenn uay Aullegudiasinmeiminlueuan

2. NIFINNUNUTEEL e (Long-range planning) Wuniadunisnisnannnd
(Forecasting) 721UN13919uHuL RN swensaltladeuiandndnsa wu nnls
% A Y a k%3 s dsj o a
AU VTR tan1n gLianslinisnensalifluiugiuresnisindula

A. NNFINUNULTINALNE (Strategic planning) T A.A. 1970-19801HWuWIMeNIs
NUETINAYNTTUTY 1) TANNIALIIN LAY 2) NIARLANNITINUEUAANTTH

! dl Y a o X aa g 2 a 16 ¥
AINFIUNAN TELTVNIEIAsEATEN INeNIndaNd ey a luane Wi ipannaula
AURSIARENNEUANINNTY HLBMIFIANAAZUNANIELIIaNNanssNgsna Tag
‘l%Lmemmﬁmﬁuﬁidemmmm@ (Cause and effect relationship) 9e1
= 1 dl b v a

N9 NLHBRAAYsuNneNanis Wideyalunissndula

-8

3. MIFAAMSIBINAENE (Strategic management) un1siiunnisdngmanagns

]
o K

Wa¥AsNUP RN INagNS BeENEAN1TIAIEI Nsnensnl tnasjsinas iR

Y a o K a o 4 ¥ o =
E;JI‘LI?‘VI’W?ﬁ]?ﬁﬁﬁuﬂﬂ\‘iﬂ’]ﬂﬂﬂﬁluuﬂ@\i@\?ﬂﬂqﬂ,‘w@‘ﬂﬂﬂ@ﬂ\?ﬂﬂﬂ’]ﬁ‘Lﬂ@ﬂuLLﬂ@Q‘ﬂ‘ﬂﬂ

AndaN
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AN9199 3-1 NN9ATRLINIITRNTZULNNTRANT

ADIANHIUE JULTZHIYNNTIEY 2 MHTZZaN9 VNUHTINAENS NNIYANIIAAIALT
NNNTREY NAagNg
3 o ~ a P o o A o
WUN193ANNT pauANANdeaLY  Usziainaiuin naidasuLlassa nnraAnIslang viseny
LAY LAY NANVINNAENE  WAY  ANANY
FANTANTLTR FANTANTLTRU ANHATNIID
v o a d’f U ?7/ al v al dl U 1 1 1
doduilrgrudews  nedluenn s ltinluannnay wun I lnsinazlal 1923N119919 081 13
Aiiusaly anungonsnnild ienwesanissanIg
nsilasuutlaanmnisa
SIENG ABAAADBIML wenIniaunAn ARLTANALNS A319a99A18N1431NT
ulgzannd wasuulag
ATYUIUNNT 1lszant 51, ufflaynd wiludszanid 19A1434 (Real time)
S PP ]7N A.A. 1900 7N A.A. 1960 ]7N A.A. 1970 1A A.A. 1980

N (Aaker, 1998: 10)
UANAINTU WAUUNININU (Vantrappen,  1992) @wumﬁmﬁmmwﬂuﬂ A.A.
=3 v Al v all % a 1 o Wy
1970 049 /Ul A.A 1980 azitiunAN I BauiEansudedis (Competitive advantage) tng
wiutlade sy dagniaAuTnnesnann N19BNAIIBNAAAIUNITN NNIAIAATDIGAAINNTIN

v U 1 o o dl
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ANeARA IR RSTTWAT (Different business units) 4ATine usiavvaegsniAaas YA/ lssmaey

¥ A ]

AUAN 178 PAALFATEU B8N UUENAIA-ALAN (Product-Market Units: PMUs)

- W e9L3En

- U5y uasmua99H

Y

wilegsNALINagns
- AsnAa
- Whunngresidingsia

= ANNATNNTD

\] v \ \ v 7
UL N9RU NIRAATA N199A8l NIIHAR NFNENNT
ANTAUNA LASNENUN Nue]

v
6 o

NINA 3-8 3TALIIBNAENETN 3 seAUNe lueeAnI9gINA

3 (Kerin et al., 2003: 31)

mﬁﬂizn@ummnaqwé (Components of Strategy)

o

pase (Corey, 1991) ldliAauunnsaadnagnidlesdlsznay 3 sznng Al
nagnsiurans vraAallunisdeniamismuisianunnisesynfldiuni919uE B9

a A ¥ ?:/ g a A dl a &= a va '8
LL@%ﬂW?ﬂQUMﬂ’]??UIﬂVNMNﬂ ﬂ@ﬂﬂﬁLﬂuLLNuﬂ{]UMﬂW?VlLﬂﬁ@’mﬂ’]’j‘ﬁlﬂﬂ{]ﬂmmqﬂﬂ’]mﬁ?



86

o 1 ¥ & & a A o [ as = a
pananalude 1 uay ﬂ@ﬂqV]ﬁLﬂuﬂ@ﬂ mﬂmmmmtﬂumﬂﬂmmwwmimm NNgINA

= | %
NINWNNHUNEY sy

a o o

paTd (1991) ANA198N91 NAgNEFINA (A business strategy) NNagNsuan 3

]

Q

9/
1

8N A NAYNENINNIIEY (A financial strategy) ”m“u%mmrm A HANAAUDINUAUG
#91999491999 (Debt-to-Equity) LAY WARNIBIRUNY  Nagnin1ensnandunisindula

NETUUNASTIARENITHAR 1WA 138 ANUINTD91399U NFT89199911 was NagNEnIsIat

3
A

o v a dl o a o A a o & dl
LL@&WWU’]'WZMﬁZQUEL@LﬂﬂQﬂUﬂW?QQEIWUﬁ’]u Mﬁ‘@ﬂ’\ﬁ‘@@ﬁlﬂﬁ‘tﬂﬂﬁl wazsutszanoun lglunng

[

a o | v
AR UATWENYN 1R

[ %

NATUNULAZAMTEY (Morgan & Strong, 1998) @eulddnARA w7 @ﬁ@@mmﬂ@wﬁ

u/

NN3UNdL WTa N1TaNAYNTH 6 NA A9l 3 3e 7N (Aggressiveness) NI3ATIZULTIFL AUIAR

proactive uaz ATMAEN (Riskiness) tananniudaniin n3ananalANNANR T a1l

o 1%

HadAtynuiRAUNNTATIZA aUAR (Futurity) WAy proactive

NAgYNELFEN (Corporate Strategy)

k4 o 1 a

asAn TN I Al ANdudauge ulaainan Fasdpnisnguasiandaany

u Q q

rao/

FALLTEN 1iNuNIe LAy

mﬁ

UAINNAIEY NENFINAUTTANIUAUNAYNEFINAIUAIY 3

] ]

Uy nldsaniulungugania

o
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3. Uenuuyegsna (Defining strategic business units)
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3. Imduinnuilaqs (Weighting the factors)
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a =
M15719N 3-6 LWINPIAARNRTA

Ao A Anus
laqsl
(Rating) (Weight)  (Ranking)
1. TUIARAIA 0.5 15 7.5
2. madulnnain 0 15 0
3. ANUUILUUAANA 1.0 30 30.0
4. Ry 0.5 25 12.5
5. walulad 0.5 15 75
100 57.5
NHIEWR: g9 = 1.0 NAN =0.5 B = 0.0
A9 3-7 Auvniagania
ladt ALY dnuiin ZRIPAIN
1. walulagaasdudn
" prunnilaqiiy 0 20 0
" palulad i 0.5 20 10
2. NNINAR
" UNANITHAR 0.5 10 5
" qlesANDnn 0.5 10 5
" A139AR MU RUAT 0.5 10 5
3. NNIFANA
" mwﬁ'mmm 0 10 0
" aamng 0.5 10 5
" N17UIN9 0.5 10 5
100 35

UNEMR: g9 = 1.0 NaN=0.5 #1 =00
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4. n1sasauauislantanisaanuluilaqiiu (Constructing  the  present
investment opportunity chart)

nstlsziiiutladeusazdutinlignisnuuasumisgsialu two-dimension display
Tnelnfosnanunulsuinunisanevesgsna unuudaiu duge daunane uazan visali

AZLULANN 0 D9 100 AL

HAANSIaINNTTLATITIAL IA A ULLATLILARSAIRNIIT 3-6 UAT 3-7 LAAIAINING
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v A a ]
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100 50 0
ANLIMLIEINA
WA 3-11 N13ATLMLNTR9gINA

5. NMMSWUILSEN (Corporate development)

o [ %

UsEnsastszanunisuanisaiiuuresdEm lugdeesdadidanienisnans

UIANTIN wazn17Ru Inesiald1ld nnsamszideadng (Gap analysis)

o

A AnUszasA

n3enanIg

T pagdulnnnglu

UIENIUNITHARNE
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4

DINY 3-12 T49NTBINTINUNUNALNE

-
D
v
md}

A% (Doyle, 2002: 115)
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AINATWA 3-12 WARANTA9919TBINITINUNUNAYNEITUINNTAYUTE AT UNT
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5.1 mateulnnely (Internal growth
U3EnAeiinfsdssiiunisaiiuauresganaludaqiiu tnesum 1)
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Tl v3eiFudgedudninn esauwdaliiugnAni wisananeann i Aanisiia wie

dl ada v = U o U | a ] a ¥ K ¥
wWagudanisaieaniene lalviiugnAnguins Tnanns daneu@usnatiny usminns
unnsysainnisdiounas (Backward integration) A 13dnEuann1sneslilinuinnsu

usjaayﬂ

o a ¥ 4 . . A dl a
11a9EIN1IUAR mimmﬁmﬂﬂmwm (Forward integration) AANIINUTHNHNARZUAL

a

d‘ o v dl A d‘ ! a ] YA =
aglilvinuinnnignans wsa NNy nsnenanNAdeugatagsnatud uddnfianisarlid
ANAWALTLNARTUYT LAZAATA WIBLIUATEULNINAALAZNNIAATA 1T NANIINAR
wzad 14 Wi Waaulivingsialsziude
5.2 mMatAulannauan (External growth)
NM15IATITURARAINNTTH (Industry  analysis)  29AN"9Fass2idudn
= o = 1 dl o fdl % v b‘?:/
graunssnarinilavali? Wweiaminagninaisaan i Feuluaniunisndi
a alg e e =< = .
NIAUAAN LEILATIEULINAIAATBIGAAIUNTTH PR Porter s five forces
model WAAIAININT 3-13 N193ATIERAReTN TuszALMnagsRamanagns (SBU) o144

= !

AT ITILALAIANIT W1el Porter NA1991391T9AL TN RSN NANTENUABTLALINITHAIS
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fladasalil  nismrupugaaunssnadnalfganetiadaunisuan 2-3 318 Fuyunig
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#31 (Kotler, 2003: 242)

2. guasspanngutduiidnanlvallunann gudeiilmilugpamnsy az
dugiassanienisuasdudniuganains MainaNsTLE wazAnEnMTazut daunses
AANATRIA LATUAN @'LLﬂiq'*iTuﬁlmi%m"ﬂﬁLﬁmmﬂ%ﬁw?wmmmn%u

3. fémwmwim@wmé%@ Q’%@mamﬁmﬁmm@mmuﬂﬁmmé’wémw
N196RIBIAIUTIAN M‘?ﬁfﬂré”mm@@mmwﬁﬁ%uz%m%mqmLﬁu

4. @ﬂm?mmmamﬁmﬁﬁmLmuﬁu%’ ARNATN T NI KA AT
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1 %

5. NIANTUBAINNIUISTUNIULSNTY  gRANgINATUauNIN lusE UL
a A a IS o 1o dl 49( 1o d’l oI/ QI 1o
LATHINALATULNNICALNITUINTUNTULNNINTY nsudsdutilpeiallanunsaiiunisuaedis

AUIIAT AITHUANFANATUNRRT T TLas UIANITNATBHARAWY fLTun9azfiagszandn
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a

v
o

(Competitive  rivalry) Aansiduduaasnisudsiutuag iudadadudunanaesdiping

QAANUNITH TUIATDIAUIIT FUNUAINGT LATAIUNNINIIDBNANYAAINNITH

A15797 3-8 MU INATAILTEM D BTIAFI9999 Arin

1997 194A2709%

U1El FU NNANTUN Usra1unssnn19LiEmTeaadiesafinsesyt AN [TakeIn NaIaNNNLFEm

Iidnggsnaamsnn 2 U uaztszaumnudniga Janavaauislungamn wsmiulaune

% o

weingsnaanuaiiu 4 dszinm A Tadyvine Taddsimu gTU15 LazILINGS BULAUALANF

wziiuladuusud 1083 Aenatn fudlneuenivluauninuaziinsguaesdusn i

v £Y
a a o 1

BUIARNNLTEMALDNAUAT 11U UIANAN UIANMYEN9 Ydn 2unTuE i

1. Te@TyWst

%

1% o

2. Ted@sun Wasuiiuew 6 a2 Wb dsadadgdu dudemaany de Yédn

LL@%%M‘“] A8 TIINAE 60-70 LN

1
(= . . =

3. giund iWuenidisefinaenmsiuaunnian 20 -30 Asu. neadniligs

o

4. wines uueumlds Amnheesedan nwnl aunthuuusinge dmsuauntiaiiu

a a

1 v v

Wagun N IETRnRLAINSIINTINANIMNA WaNaINTL FIUIINARTUNLENIY LAY
unliERaNAMNLAaE

5. aunludnszduns dausdnus lduinnan

6. TUTLINTUN JHAMEUANguIBFULATARTEN Y

o o

WULRNAaLINTS AL atinsaasnasanasii liasAn et muatladud Ay

= o a

= 1 Qldl cal dgl o [ a dlo a LS4
N‘ﬂﬂuluﬂqﬁl@’]ﬂﬂﬁ‘ﬁ‘ﬂiﬂ BIGIUNAMIMNANNULG uﬁ@@mﬂqmmmuumimmmmewmu

o

A a o = <3 dl ¥ ¥ a 14 ' o A
NI7LNAN Lﬁﬁ“i‘_‘fﬁﬂ"ﬂ &9pu uaznalulatl ‘]J?EZL@M‘V]E‘\JI ANTIEABANNWANTTUN 1mm AANHANNUD

AelukuuANaeewsaiaAy (5 forces model) wWasuwilasasinalaia ldsunansznuann
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f
ada o o

fladedngAnnmualaenisdinszidiunisiied wssgna dsau uazmalulad? fanssud

a [

a9An9ATUTRern IRl esgsianTulewdyiuiladeingfnensls?

o

naqwﬁ'uﬁqu'ﬁq (Strategy at the Business Unit)

a

Hanadanagnsasamisagsnanansianisdos iisEnilszauaudnianiy

o o

eirild (Aapn919R 3-8) nagmiveiaegialesAlszney 3 4au An n1sna Wiy

LAZANNANNNTY UAazasALsznauiANNANATYAaNanITuNNIAANA

tvasinglafimy Tamaas (Kotler, 2003: 102-110) THNINLATLADUIBINITITILEL

a

v
209oeganaly 8 funen N1sfavesgana Anssileniauaziannein Aisziqauda
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1. YanNMsnauaniagsna (Defining the Business Unit's Mission)
miﬁwmqiﬁ@Lﬂu%@ﬂqmﬁﬁwummmm mewwﬁmﬁmsﬁqq@ﬁfﬂ%umﬁu
LL@;‘i@’]Nﬁﬁ‘ﬂgﬂ@ﬂﬂ'ﬂuﬂf]ﬂﬂmﬂﬁqiﬁ@iﬁ nsfatesgsnalnansznusananssun1snainly
fnunizaesniminlfreuansugeiuning vileuauld faetne mseil 3-8 wansnsiia

a o

Azl NN IBNgNATHAR

2. MuundInglssasAuaIntaegsna (Specifying the  Business  Unit's
Objectives)
ihusngresgsiadudiminaresuanisdjiRnuamiosganasean1sussg
n1sna dhvsngldlssiiunanisfiadnussguadniaacels gluuureaiunnesesaie
AINANAAETZNTN AN NINEla2839gNAT WIRNTIN NezuauNIgnlugINa waTHa
a a v v o v o o 9/4‘ = 1 o o
N3y uwisEmdesnuai el andaau awnsadnlsd TeGandn Snguseasd
(Objectives) 1w munaaanistgsnatsEidaslsta (SBU's Goal) M iiugsianan
WiusnisgnAdianang  aanadlusaduirdeugsna  Uuldgauannin  was nandunis
wWanuulasesdnig
s [ aa [ % o ¥ o oA A
3. NMFARKTTNSNYING  AN199AATINTNEINT LT wuULA1ae9dTA (BCG) 70
WLUUANA8Y A8 (GE)
4. QQLﬁuﬂaﬁmé (Strategic focus)
anarARATAnIaIagsNagesuinagns seinismanluniininls 2
o o a oo .
N9 AB ANLTHNUNNIINE 1130 INNNARNN (H8ATNLINAN WA laiENINaw)
5. pa1ALNIe (Customer targets)
LUUANaesTasduReuNIsiIMuaRaIaTuNNed 3 43 A9l nsutisdaunana
(Market Segmentation: S) n1saanALNNNE (Market Targeting: T) NN$9NALUUIARAA

(Market Positioning: P) aqigeintiatiadn “STP” Sfiliauarasunesaaziasn uumi 9

6. AwaisiuLilunng (Target competitors)
6.1 iﬂiﬁ'ﬂ@:l,l,‘lia'ﬁ/u (Who are the competitors?)
nsdntszinmaessudiduainsdnld 4 gluuy gudsdudiuauasaansiasnig
eyl vizaAulsiuaaaIunssn  Auisiusnuaiinuesndaine qudsiuinugtluuiaes

AR bATAWT WA URINRWAN
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6.2 'Elﬁlqﬂ%‘xmﬁ“llm@:LL‘lix‘i‘ffuﬁﬂﬂz'lﬁ‘? (What are the competitors’ objectives?)

nsansdmgUsvaspaesgutedu iunimmundnglszasAresgutedun
A v o 1 1 < A oo 0 R K o all a =3 [
Aa nssieanisnnlegean wistelefinan uwiEEnAEsitlsifinaniaelaresgndn
Tnemialims@enlunisimuadagilszasfaasguisiuusazae Tdun Aruanisnais
nlslutlaqiiu Aonuasgiiuinaesdounsasnann Juanuyunauy ANluginsu

= | ¥ o % a =KX o & 1 1 o o L4
walulag mmmu@mmummi ‘R mimmmqmqﬂ?zmmm@meu Az N

o

=2 cY a aa ¥ rd‘ [ dl o 1 14 1 I e Y
INNAQRNTATUNTTINU ')ﬁﬂ’]ii‘ﬂﬂ@ﬂqﬂ/]ﬁLW@ﬂ’]ﬁ‘LL"II\ﬂIULL'Z\w@u”'I FIBEIN DNALINTUABINIT

'
% ¥ o

AU LEIN AN UAUN WAL FBINNTLLIUNNTHA AN LI WD T LA L HA NN UILNINTIRZF A

a Q

'
%

ANAENALNENIFARAULNNTIINN UazNsluBUNETURaNIATY
e ldnnuadngilszasfanaguaed 3 deznns 1oun  wantsaiineu

! 1o dl o s A Y v ! 1o d‘ o a
°1|‘ﬂ\‘]@LL?I\T?IMV]TJ?%@‘]JF’]’JWQJ@WLﬁ‘"ﬂﬂ@‘ﬂﬂ,ﬁ‘? [AMIAENISZEAN @meum@ﬂuuﬂmmaﬁmLuumu

o

ad19ls?  dmgUsvasAszazananienisduaesquasiuiiuacnels? 1y fesnisdounses

AR WIRaRIINaALIATeIRAn  uaz RANISTeINag Nt e AnTeduaviuAnesls?

a1 ld1En19R8u uienaaziuginnianalulad

AYINNEVBIAUIITUAZUANANAW A28E19 §INABIANTFRINTNIAY

a

LLﬁlﬂlﬂ"]\W’]ﬂﬁq?ﬂ@

i v
iU navke ganaanigewidniavsiasnisinleganluszezdu doulug

3

nsvinulutlaqiiuiansanieadteiungdsanadesy anaduwazifluaimg Wsum

a

¥ L7 4 49{ i [ k%4 ! (4 v ¥ !
Wﬂ\ﬂ‘munumﬂmu ﬁ;ﬁ‘ﬂ@mﬂuﬁ]@\‘m’]?@’)uﬂ?‘ﬂﬂlﬁm'}ﬂmu’)@lﬂﬁyB‘l‘ﬂﬂl%ﬂ’]?@’\ﬂ\‘l’]ﬂ&ﬂﬂﬂqq

o

100 Auan ludsemanidaimun gyusesnisinlednluszazeng suyuesRuadmuaes

1
=

ﬂjﬂu@:ﬁﬂﬂdﬁmu'?g@Lu?ﬂﬁ ﬁaﬁumﬂﬁammm%&mmfﬁ"ﬂé’ AZIANTAATA NG19897
6.3 9AKd LazqanBauTaaLetuAaazls? (What are their strengths and
weaknesses?)

ANMNAINITOUDIUAITY (Competitor's capabilities) N17LUsLEUANLNIN
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NMsUsiiugAlauATA nERUYeALIeTl (Assessing competitors’ strengths
and weakness) \unisiivuade i Feunienisuaedi (3aude) wasdedalsaunianis
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6.4 NGNNAYNS (Strategic groups)
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7. anulaldSaui@an1suaetu (Competitive advantage)
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fan (Aaker, 1989: 92)
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-ﬂl ! ¥ a2 [
Whusnenenisassauad b Faumdanisugedi
nistsziiiuanulinFeudanisutdedu sznaudae 2 dau ldun nsaiasnziinig

waieds lfun Fiasziqauds uazqnsauanITwINdy IUNATeININENIANRUEA AU

a
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o A |

W ise Wasldanuan s uaz n1simseiidusine ldun inusfassnisdnduladanaa

AUAT LA AMULANANNTR9A9URAaA (Day and Wensley, 1988) (WAASFINING 3-15)

ARLNIALRILLTUNS

Ansziqaud l
( uazangauled
[ = | 1 o 1
UGG whsuWeuvioeld AULNT9
HepuTaTY < [P ADUANLBILTENILIIBY ALl A
—> o
. v oo . Autedu
NINENIANAUS E
- e .
-4 T A nuAn
SIS BTN alaFy N
. a o Wraieuasld
Andulaiaene . o .
- ADUANTBILITENILIIBY RIRVIIRG TN
Y oa @uﬂ’] , Ve ~
sarfslne AU Al
-ANNLANANTRY Y]
dqumnann

T

naeAtaeagLFina
AN 3-15 NsdsziiumnnIsFeu@anisuaadv

A (Day and Wensley, 1988)

1 8 a = 'S

2’/ o = & |
UANAINUU BINAT  (1998:  4-5) L1WEUIT NAYNTFINA LUNNNLTUNIN NALNTNIT

3 ]

%

wied (A competitive  strategy) W8 nagns (A strategy) Fenagnsarfndula wie
sznaumae 3 15zng Aaraasidansfaliil (WaAaseanIng 3-16)

n. nmadnAulanauluduin-nain (A product-market investment) B33

& a ¥

avALTnaLeias ﬁ@ VAULIATBNNANLNEGINA mmmu%’ummmmmu LA

9

N133AA9ININENVeeUTEM Wi umiaegsiasiie

]
=S

1. nagNnigInareddte  Wseutiidsng 9 (A functional area strategy)

dsznausanagniutin 1dun nagnsaan@nined nagninisnemumls



106

NagNENIIaRAMINg NAENSNIHAR nagnsmalulatiansawme nagnsng

wiiedounana vsanagninainlan (A global strategy)

'
o

A. NuguresaNlAifreudanisudeduaenadein  Miun  ninddu

¥

v
nineng  (MAUAY  nsRmsagudeyagnAn  wsn) A natnng

a

]
== =

(Competencies) N1799UNAY (Synergies) mmwmmmmmé’mﬁmmwﬁ

v dl !
ARINRUINF N

5 3
L wugzesan ey
nssingdulaaanulu - ¥
. A \TINNTUTNT LR EiNEEY
Auf-nanm e o d _
NAENENUM B N SNETAW/AIHANNNTD
-NNIAATA N9LTEYT NNINAR " (99UNaS
MIS

2NN 3-16 ﬂ@ﬂwﬁrﬁqﬁ‘ﬁ@ (A business strategy)

i (Aaker, 1998: 5)

TuiAs B wesmLaf (Porter, 1980) Waunagniialil 3 #iin (3 generic strategies) Aa
NALNEAUYUAT (low cost strategy) NALNEANNLANGNN (Differentiation strategy) NagNg

491tiu (Focus strategy) #anaIniu AfuNeuuaziaumeas (Drummon & Ensor, 2001, 145)

'8 o

lasaulaansauAnaaanasmmas (Porter, 1991) @afidnnisldiflunugiulunisnivuana
a a9

8

gNEN1TAATIAFINT] WBNANTULIANITAINEINTBLLIANTUANTY (Competitive  scope)
(WAPAININN 3-17)

wasmwas (Porter, 1980) uaz el (Day, 1990) WEUINNAYNTHUYUAT UATNALNT

¥

AYHUANGING (low cost and  differentiation) Hqassunniiaai1ennanliiugn Al

a

(customer Value)
8. drulszann1smanm (4 Ps)
[ % dla a Y o 8 v a % [ o o '8
M@Q@Wﬂ‘ﬂﬂ@ﬂ’]?ﬁq?ﬂ@im@ﬂﬂ@ﬂq‘ﬂﬁLL@’J ﬁﬁﬂ@Wﬂ\i@mmiﬂﬂmimﬁuumuuMQWﬁ

i dAanisgsnadesniaiflugindumaTuladl (Technological Leadership) ganasies

a
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o ©

A ilsunsnadwaonudaunseinudeidauasWmun (R&D) musudayasumnalulat
Wnundudn v Hnausudaoans dnamaiia uazlusTumaaadudindumatulat s

PAIANNUNNTAAA LA N1MUATLTLNINNIRANALAY Aaa1nTuinNNIRaIARADY

=

dszanninssiunu wreAldans Tneinldavdszgnildszuuinagiuianssu (A-B-C

49

Accounting)

annlalFaudanaens

anansol @Tunu@‘iw
Er
&
=
P4
g | % OI
~@ Uc-o AITNLLANEAN PN
£ “
[
@
c o
v
©
A
v 1 v v
é ‘g UANUANFY LURARTH
&
=
m: 5 (Focused (Focused cost
& .
i differentiation) leadership)
=
©

AN 3-17 AN e FaLEan g iaede

17:34’1 (Drummon & Ensor, 2001: 45)

9. msuUpiimugsna
miﬁﬂmmiﬂﬁﬁﬁmuﬁqiﬁ@ﬁﬂimummﬁ%%ﬁ@ 1319 McKinsey & Company 3
a9AlsTneuTeIn1sliReugsna 7 evAdseney Fundatiadn 7-s Gedautailu Hard &
Soft elements A
N. Hard elements : S= ﬂ@qwﬁ(Strategy) S = TAs9a5ng (Structure) S
= 9¥UU (System)
4. Soft elements : S = &l (Style) S = AuEWLY (Skill) S = Nu9U

(Staffing) S = AMHENFIN (Shared Value) Dadnduialaresnstfimau

WAPIAINING 3-20



108

nNagNg

(Strategy)

TAT9A519

(Structure)

ANNTIUNTY

(SKill)

(Staffing)

WA 3-18 NFELAATEY McKinsey's 7-S
A1 (Kotler, 2003: 109)

10. NMIFAIUAN WASTAYALAUNAY

& 1

Annasan (Jaworski, 1988) WWHUNANITNLABINIIALANABNAANT AIHIUNT
AYLAN Fauflugautlslsy (Moderators) Tnatladadsundan IEud Aauandenunnin
(A laiuduey Aomlunadn) Equmﬁ@ma@ﬂm (A mdureansutedn) Aewanden
Aelu (mmméﬁ’]_mmﬁqﬁqm\imiﬁu PUNALRIAAIA extent of interdependency Las
Aunidanann) tladenisacuaun laun nasasupuiiunienig (?ﬁlqﬁmiﬂ N9UIUNIT LAY
HAANS) N19AaLAN HITUNI9NIT (AU d3AN Uaz TEusTIN)

v

fladunadnsilsenausag nasznusayana Wun a3ne1  unun1siuf

a

anﬂiill LAY mm"fnﬁumu_miwmimm LU HANITAHELY

4

naqwﬁ'szﬁuumﬁ (Strategy at the Functional Level)

dneutind iy dnann9eann AeUALBNEERANINNALNTIDINLEFINA LATLTEM
Tnansinuuadimsnagesdie wise seAuutnm anniszenedunnereaniugia uay

a o ] A dll 14 1 a Y ., dll %
U39 1% Luunani1snanm Ae “iweaireninnail ludaes@uan LW@IMU??@LﬂWMN’\E
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panang gennsaaiadeaninualisunsy uiuEauanIANdNAUSse IR lszasA fu
NANITH ANFLEATEL LAZIIAN

o

=® ] [~3 | M v o = o (74 ° 1 o I dll

teatnalefimn dranisnaa ldldn1auiesave uisamnusaniudaauly
o [ = . di a e a ea A o a

AN NN (Cross-Function Team) WWBN1TILATIEN ﬂ{]‘i_lﬁl W70 ATLUUNITU LAZATUAN

Tsunsnliussquiliunngveduiaegana wasLsEm

a [ > o
AwInaau NSATLAN HRANE
AWIARDNNUNA
-Au ey )
. ngmauANLunignIg
-Aadunadn 2 ey NATENUFARLAAR
-Aatindn S
o . [RINEN
AduanRaNqanIA -NITUIUNNT
. L AR T Y| -unuwnisiud
-aouidamesnisuedi HaaTN )
-WEFANTTN
—> ¢ /‘ 9
- s -NIANINNNY
adauananuniely y
.. nspauAnliidunienig
-FIAAEIN
o . -AULB .
ANINIIAINIINFRU 3 NUILNIAAA
-Famn .
“YUNATBIAAA B SNANTTANILAY
oo ARUGITN
“YUNATDI AN ANAUS
-AWAUIRANA

NINWY 3-19 NFALNNTAVILIAN

fiun (Jaworski, 1988: 25)

nszuquminaqwémimmﬂ (The Strategic Marketing Process)
w23 (Yesawich, 1988) 1@auinnnsanaiauiduduneun2eesnisvmuinans tng

TUAUN 1 UBINITNENUINAIAAD N1TIALARTA LLﬁd'}LLmumimmm@uﬂuﬁumudﬁm Lb6]
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fallandudeu Lmzﬁmwz‘@ﬁuﬁiwdw%ummmj fesadldruianiiovediasnge
TuL5E (Cross-function team)
1. WHUNTAAIAARRLL9? (What is a Marketing Planning?)

uldmlatiad (McDonald, 2002: 27) nan991 N1IWKNWNIIAANA (A marketing
planning) Lﬂu%umummmiﬂizqﬂm”l,"ﬁm"wmmwwmmmmLﬁ@iﬁmmﬁmqﬂi:mﬁ
n1AaNm (A marketing planning is the process of application of marketing resources to
achieve marketing objectives) A3 9uHLANTAA A LA LT uReLENAINns R
TR LUseaeANITAANN meﬂ’wﬁmv‘i%mummmmﬁ@mimmﬂi:mﬁﬁu NIAUAMTAINIT
MUNUNIAANA G AN TNLNAUADUNS] ma‘ﬁmum%’@ﬁuﬁwﬁmﬁmﬁu N19NINUA

1%

niszasd nsnmuALINALTgIRnszasd nuanisuazeAnldane

2. ilunsnaununisnainassinnudAty?
Wasanandudeuaets@auandennisnain f1lHn19919uHUNIAA AN
ARNANATY NANIAD ANANRUSEUNAINNAIEZUULUTEUINAIUIAFDNNIBUBNUAE

MelUaIANITRHANTI N UFAAAINNATNITONITNINN 1URILFEINAEINTFHA UFaLNANAUAN

1
a o o

15 FaadnlaununnuesduArnaiasfannin lslE L3y natAe LT ENWEMLILLLNS
gNEaNUTn (srazinatatnetes 3 1) d1acidiulscanresnandiuiaslsting (The
product portfolio) WARIAINING 3-20

o

o ) AN

N Aupnluil AuANUsvaunadnisa

(Niche)

a8 v A = v Ay °
AUAINUEIUE AUAMBAUNUAIGA

AMNLLANANY
(Differentiation)

(Disaster) (Lowest cost)

[7l8]

AN 3-20 nagnin1suaedi (Competitive strategies)
#Ax1 (McDonald, 2002: 29)

UANANIU LFTENAZHAUAT TaLEN1INRTAULaALLAZAN g WA ULANFANAY

o

TAEN17ATUININITANUITY NARBULNUFBNINEAUANS (Return of net asset: RONA) (F4
v

(
P Yy ) P Aalo \ a o P~ a v
NNAN 3-21) L‘W'E]’%ZQ’]M"]?GLLZ\)mZQ'J%‘]J%ZW?J@GZmﬂ'W]Nﬂﬂiﬁ’)uLﬂuﬁﬂ/ﬂ’liMHumF;qumﬂ’]
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44 (Low margin/high turnover) ﬁ’11‘3‘2‘5‘JuL'ﬁu’Q\‘i/m?mguﬁﬂuauﬁﬁ[51°ﬁ (High margin/low

turnover) TWLHUNAENENI9RANA (Sraizinanatineips 3 1)

o a

‘é"]illlﬁ)'ﬂ’]ﬂﬂ’]’iﬂ’] LUUIIU = RONA

NINTRUgNS

sralaann1sALiuel  (ROS) x aanue (mfa‘miwﬁﬂummw%'wéﬁu)

ISR nindaugna

DINY 3-21 NTATUITU NARBLUNUABNTNETAUGNT (RONA)

fiun (McDonald, 2002: 30)

3. WHUNSARIALEINALNE U3 WHUMTARIALEINAIE? (Are we talking
about a tactical or a strategic marketing plan?)

& all a| dl aa = a oA
LWNLNAENTD Lﬂ%LLN%Wﬂ?@UﬂQN?ﬁHSLQ@'} 3-5 1 lunnenuuunans mmmuﬂgum

1
%

3| dl = dl a oA a aa a
L‘]JMLLN‘LL‘V]LL@@\‘]?’]EI@ZL@EI@ﬂ‘ﬂ\‘l\‘ﬂumﬂxﬂ{]ﬂ[ﬂ (NANT9N) NNUAARATULNATAL neluszeziaan

)

Tadiin 1 1 afle ununagnsnaliiinilsc@nsua (Effectiveness) waz ununaisnaliiia

1ls2@nBnn (Efficiency) (LEANAININT 3-22)

nagng
= a
laifilsv@nsua NUsz@nsua
z . s
- & = ANEaLNITINLED 1398
© € (Thrive)
c (&
3
[
2 1z . -
= ANLRENSTN naagaan
(Survive)
DINY 3-22 NIIATUITU NARBLUNUABNTNETAUANS (RONA)

1 (McDonald, 2002: 30)

TunstinuzEnIiuununagnias AN B IATIa51999ANIS (AINNN3-22) Te1iFEm

' zd 1 o agl/
WaUNng) 219 AU
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1. WaWLEUNagnin1aaauduaLLn
g a IS v K 1%
2. UHUNAYNTNITAAIAAITHIZUEINIATATRUAQN 3 -5 T WA2AIWAIUN
a va all ¥ o rdl I o ' IS
wiulifAn1sanaNaenAaesiLLNUNAENTTINTTELaa RIN91 1 1

¥ a

FUTNINA A sR L U WL RN IR Ana LN LN AgNEN19maT A

x\ NN N\
- Nanagng
ADUZHLTYNS (Board) {Inag

(Strategic orientation) \

AITERRERET AN \\
BLI31MN99LA LA e \\\
¥ k NINAIE
(Tactical orientation)
Q

HLENNI9AUE

a

AW 3-23 a9ANINHINALNS

i1 (McDonald, 2002: 34)

4. AMNABAARBITBINIFTINNUNUNITARIANLNITINUHULNLN LAENNS
NIuNUEasdnasng lunsEn (How a Marketing Planning fits in  with
corporate planning and other functions?)

73

nesaduladiunagns anfeafudssfuiel matiuuafianissesesdnisly
svavenn Tilgdusesy nrsflanuaeuiafiansnaedesfinnsludnEra0sLTiAIsazia
WauTliANIaznIsin ANItPRANLdanAdesTasRANIINaIAN TN AR aday T
Aa N13aielennagedn (maximizing opportunity) M?‘ﬂmmmﬁﬂ@ﬂmw‘i‘ﬁﬁ@m (minimizing
threat) N134AAINNARAARD9TRIRANIINBIAN TN AL neNn T 1T RUYU L9997

walulag viTanugILIy

nMsLsMNsaaNII@enagnsiiunisdnnisanlintuey warsEnasua duae

8 a

nafugEunisidasuutas e3fn19au1saRmuILEUNagNEIRals 6 WHIN19AIH

q

WULAIABINITINLEL (A planning model) LULANABINIFUUAAIININNE (A interpretative
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model) WULRNABINFLRD (A political model) WULANABIAUNN (A logical incremental
model) LULA1803HLaATNEN (Lambkin, 1990, 1591) WULARBTIAIN12ZEUN (A visionary

leadership model)

N1INUHLNITAAARIBEL LN LT IUIBIRAA, §LFINA wanAnsinel luanen nis
uRugInanedesiunineinesing 2e9esdnistelavuduiudiunaianniuuna

a4 NMPINUNULTEN VTaunuidunaziiunslszgnalunissuaugsiatiuuiaagsnad

LLAINEINNML

N13219UN AT ENUsenaudae 5 44 Aa 1) TAQUsrasAnIsIiuIeILTEN
(Corporate financial objectives) 2) N17ATIRAALNITLINIIAANNT (Management audit) 3)
nInuAIRNLsTaIA Laznagys (Objectives and strategy setting) 4) WiU seaiziann 11

(Plans) WAy 5) WHULITHN (corporate plans)

AUADUARINITINNURUNITARA (The Marketing Planning process)

o

HAANNIRANANNTN N DIF

o

pAVTANLIAULNUNITAAIA LNATILLUINIINITINGLNL
Y o o % v [ o [ 434’ a o |d| a o %

nInanganNsaaInalufiasAu AR UTBIAINN Al 1TEMeLluu? L3ENAaInng
azlinlvuu? nisdpassminannaialiussgingilsyasivinldacingls? 3ansiiunulignig
iR ldetnale? uaz Tan1afFaumeunanIsA N HRUALLEY kazANLTELIUN
faan1sUsuuaulusnilaasingle?

ﬂumuﬂ@qmﬁmmmmﬁﬁﬂwm:lﬁmﬁué’m’m%’ﬁwu 1AEILFEHNAAATININEING
doulszannisnana llsamnanmiilnuung McDonald (2002) @iguULRNA89UBIN199 1ML
n7aaNn deilsznausiaesAlsznaudndny 5 dou A9l 1) agAANFIeeLTENluNNg

. de o do s

NNBEBNTAATA 2) NINENTNAADTTIUNITINNBEL 3) 911132a 1Fa seuuN g 4) unuin
BATANNANNUSTUN9UNLNNTAAIA LA 5) TAT92519 WATLFIUNNIATA99ANITN |F

ATLAYUNNTINUHIUNIIARA TIUfazausasiaINdNRUETY

Taniaas (Kotler, 2003: 112-115) NFLUIUNIIINUNUNITAAIALTENALALEINIT
FATIElan1an1eN1IAaIA NsdauazAniaanaatailiuNng n1seenLULNAYNS

NM9IAATA N13INUEUILIUNINNIIRAIALATNNIIRRIANIT UNTRkATATLAN AnuLiailu 4
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TURDU ﬁ‘ﬂ NN93LATITUIANIANNNTAANA ﬂ’]ﬁ‘ﬁ/ﬂlu’]ﬂ@ﬂ%ﬁ‘ﬂ%‘mﬂqﬁ n199Rullsunsu

N1IAANA LATAIIIANITAMNNENLINNINITAANA (FINTND 3-24)

Demographic/ Technological/

economic : physical

environment Murket!nq environment
Intermediaries

Competitors Social/

Political/
legal cultural
environment environment

MW 3-24 Tadeffiuansznusienagnininain

fia (Kotler, 2003: 115)

UANAINUU LADFTULAZATLY (Kerin et al., 2003: 45-50) RUNIDLAAUAINT

=<~ & ~ = = > A a -
AWULNUNITRARNATCIN 3 78 AR TN 1 L‘]Juﬂﬂ'a“'JNLLNu 3 UURNDUAR AILATISU
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a0 un19d (SWOT) NuuARAA-aUA uazitluung tae lUsunsunismana 2) seaznig
UUAeuaaIa/N1salinunain 1Hun n1sdnasaminegans n19eanuULeIAnIg N3
AauuNulimRes war diaeuninidsunsunisnanna 3) szazaasuau LAud nns
BT ELHANN I AL UAA AT LLHLN AN AR AL waznsudlademanans
LLmummmmﬂumﬂmiﬁmmmﬁu;Eu?mﬁ:ﬁuzgmﬁﬂmﬁwﬁﬁ TARLaas (Koter,
2003) uA¥ 4 (Wood, 2003) @eidn LHUNIRANATAAYTLlsENa LAt eIANIENa LAY
(1 unagddmiuduaunng (2) nasdmeizianiunisad (3) nnsatAszvlaniauazisAnAIN
(SWOT) (4) ﬁmumf‘?ﬁlqﬂizmﬁLL@zLﬂwmﬂ (5) ﬁmumﬂ@ﬂmﬁrﬂﬂmmm 6) Tdsunsunng
Uj1iRAanU (Action program) A8 3WH (what, when, who, how much) (7) Uszanasnissfnu
N3 Ae sulszanniwazaunnlsnnanu (8) nslszilung uazn1sArLAN
LALNLLAZANLES (Lehman and Winer,  2005) @ig11d9n LHUNNTARNATAALS
Uszneudauesdnszney 8 dau Al unagudniuguinig wuinglseaed nagns uay
ANNANAYINAIUNITIRY  N133ATIZHANIUNITE Usenaudag nnslHANRNTAAINNTaY
dszinm@udn vzeaudedy  n1sinazilszinn@udn vsegaaunssu FundIN1TAIEE

L8 % ¥

NINENT WTa NNFAAIIIAUIEY  NNFATIBELATAuTU N1siAszignAn  da

a

zﬁ“uﬁwgmtﬁmr?”m"n@\‘im@fml,l,mu (ANUAINFAANA) NIFNEINTURAA LAY ﬁ@ﬁﬂﬁmuau
1016 1w faneiladantonan) nvuadngUsrasAnazidnuuny nagnsuand st

sznausay gnAtinung Auaediullnuang AANHULALAT AT NALNENITINAILAL

a %

auAn Tsunsunismanm Lenansdinun1alu i sudszunnd wazeunilsanayu n1sinmw
HALAZNNIATLAN LAY LHULANIEN1IR]
lafiauazaulef (Hiebing and Cooper, 2000) WHBNIIINUNUNNTAAAT 4 528z

waz 10 dumau Aell seach 1 {lugindamnanisaanadalsznaudoadui 1 nunaugsia

i
=

v
(l&un LALUAFING NUNIURUATLAZAAA uazNansenusanatmativiig) dui 2 oy

1aN1AAATA TEUN 2 LHUNITAANA T9UTznaUAIY TUARUN 3 Dedunaun 8 laun

[ %

AnUsrasAnsane aanadnansnaringUarasAn1an1Inan waunagns Wauuienis
AARBADANT (N199NANLNLN ATN1IAANA) AUUTEANNTAAA LAY JULUTTNIUNITAAA
selEd 3 nsRnnmans uay 9812 4 NN9UsY R UNAINTURAA (McDonald, 2002) way

o

v v 1
FUARUNITINLELNIAAIATY 10 94 LAAIFININA 3-25



szaizt. nMvuatinvang
(Phase 1:

Goal setting)
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1. An9AA (Mission)

? v

1. dnnUseasAve9L3Em (Corporate Mission)

EpAI wumuamummi
( Phase 2:

Situation review)

A |
: v

3. NIFT_NITRAA (Marketing audit) <

L

4. NN9ATIZH SWOT

T

5. deduilngiuilessi (Assumptions)

Jrez3. mﬁm@mﬂ@qwﬁr
( Phase 3.

Strategy formulation)

A |
: A 4

6. dmnUszasAuaznagin1InaIA (Marketing objectives and
strategies)

T

7. Uszannunnsuaiimadnaslésu (Estimate expected results)

L

8. AMVUANIUABNTBILEL BATEIULIZANN1INAA (Identify
alternative plan and mixes)

TE8I4. NNIAAATINTNYINT

UAZAARINNA

A |
: v

9. yuszunnd (Budget)

T

10. Meaz@aAn U R 1 T

P N19TANALATNITNLNIY

-n3fia _
-UnagUAuNTRY
-NTNIINAAA
‘AT SWOT
-g7iportfolio 5
-“Ioduileguidessiu

WNUNAYNE (NAANTUBINTTLIUNITVIEI)

-ImgusrdiAuarnagninisnana
~wsznnnuaznisnensal 3-5 1

MNN 3-25 TUARUTAINITINURLNTAANA

fia (McDonald, 2002: 40)

ANHLANFANBALAIHANAUFIZUINNTLLIUNITINBEUNNTAAA T8 TUADUURY

N17UTUNTAANIAANA (Marketing planning process) Lag NAANEURINTELIUNITINUHY

n17Aa1A (Output of the marketing planning process) A LEKNITAANART
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sz 1. mMuumlinuane( Phase 1: Goal setting)
1. WusAa (Mission) { 2 Al An N1snauazUiniInsaiuAYWALETHLAZ NN
g9na 1 MU eAUAIINIWLAZNNILENB95INA NI ANTLAR AT
A 1 % o o dl
uazipzadng Fanadusunilaaeslszme
2. dpgiszasAnesiisEm (Corporate Objectives) WunanaasnsliFuduwAnann
WUsNAUlEUEUAZNAENENIIATEUNIST LT1 TRNAIUIUFIUGNAT 10 AT
wNe Wt szuuudanssuade udiveaiiggafinisusnig ivaldgnAniin
= = s b7 % 1 dl o/ L a % QI 1
putenala Tnaftsanyn 5 daldun Tadned uling afredaudanlnduas

aFyaA i LU InALAZa9ANT (N0 ANNIUWY, 2546: 79)

seE 2. NUNIUADIUNITOE ( Phase 2: Situation review)

o & a v P , X @ )
1 TayanugIurasfuAuaznMsnensalaanae  doullazdseneusiadeya
Neafuganang Anldans douasasnans waznls lngAnudaunasssannd 3-5 1 1iva
AN TiNrednann TuenIInaInInitanang luauiAn LaAIAIAIT19N 3-10

2 N19AFAN15AAA (Marketing audit)

nasasagaududanisnuTEmaridnlannuduiudszudnedauandaniunis

ANLHLINUIBNLEEN NsnasaLludEnsssyqauduazqpsaundniusiulaniauassiy
dJ [ dl 1 Yy a o A o 1 a o

AnANAINATeuen TaduwuiniendasliguinisansoAniaensiuntereauEmly

4 'ﬂl ¥ 4 1 [ dl | % dl =3
anzuandeniiandalald naalaeagy nnsnsaseuidunuanaiidulaseairaieiy

4 a Y dl o AI 4 dl ¥ ¥ v A

susINdeya Lazdiarzideyainaqiuduanaenn1enisnain deldidudedutingiuly

% dg‘/ %
ngunileyuLiiaany



118

A1519% 3-9 TayatsziRmNNluNIIDIRWAN

o

PaAN] e
1lad
2546 2547 2548 2549
1. ﬂﬂmwauﬁqﬁmmmmm 2,000,000 2,100,000 2,205,000 2,200,000
(Mdae) 0.03 0.03 0.04 0.04
2. AIUATDINAIATBILITHY 200 220 240 250
3. mmmﬂ%ﬁuﬁ”nmﬁm/uum 120 125 140 150
4. sunuutlsiusiaiae [3-4] 80 95 100 100
5. nnlsdawiusianiae 60,000 63,000 88,200 66,000
6. unieenune (Mios) [1X2] 12,000,000 13,860,000 21,162,000 16,500,000
7. 9gldansanne [3X6] 4,800,000 5,985,000 8,820,000 6,600,000
8. fladawiudidu (5%6] 2,000,000 2,000,000 3,500,000 3,500,000
9. aAnlave 2,800,000 3,985,000 5,320,000 3,100,000
10. Mnlsdauifugnd (8-] 800,000 1,000,000 1,000,000 900,000
1. Alamanuaznisdaugsunigeg 700,000 1,000,000 1,000,000 1,000,000
12, fnanauarnisdna g &ud 100,000 120,000 150,000 100,000
13. 39LNIAAA 1,200,000 1,865,000 3,070,000 1,100,000
14. mnlegnd [10-11-
12-13]

N19TATIAGALNINNTAAIAALLN m%utﬁ@mﬁ%ﬁmmmmmﬁmw'ﬁ?mwmm 5ipY!

aepANFN N lsdruiuanad nsgryidsdaunsasnann wea nsldniaanisuanafiull

Faan17 1N u? way 95n193nasminanaia it laasingle?

Wusu neialduddvnsadnisnauminny 3 Useisu fatl

gﬂLmummmims’mﬂ@u (The form of the audit)

dgl a o Idl a o
m@uumwmgmiuu? UTTN

N2MTIRFDLNIINNTAAIATUBILEENAzIN A UFAuLS 2 98la Aa 1) NN9RIIadaL

outlsnianisaananmauanldls GeFandn “msnsaadaunauan” (External audit) ULas

1) n13AgIAaaUfaLlInnITnaafiALANLS 39Eandn “n1sngaadaunalu’ (An

internal audit)
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nsmsaRasLNTeuenFudeyaresaniunisniniaAssgialnediall uazduge

¥

ﬁmmﬂ@mmﬁuimmmmmﬂwmmwﬁﬁw 1umm:ﬁ'm@mmmumﬂuﬁgmgwmﬂLﬁi@

UssifiunsnennsestSimiduiugiuRaunndan waznfFaumsuiuningnsraeeuaedis
LENANNHUNIINIUHBNNTAAIAR BTN NS ATIARALNNTLZMTAANAS"

(Management audit) Funsssiuninannsnng S Bauiasiuganadeuniauen

LAANAINING 3-26

NN9IAIIRADLNITLINIIAANTT

NN9MIIRFBUNIIAAA
NNIATINFELNIINAR —— A
( P3rageLsAd g N
K NIWAR nsEel nsanel nsmefie N"913N13
a4 an AUGATINE NA92e
NMIMTIRABLNTNY
NN9MIINFALLARA

MWA 3-26 N1IATIREALNTLINTAANTT

i1 (McDonald, 2002: 44)

nsmaradeunnIRanaLlsznaLdatnnInmMAdeL A AfaNN1EUANTRINNIAATN
UNBD EQLLqmﬁﬂquqq?ﬁ@ LL@%@LLQ@&@WNLM@% (1w n9idies tAswgia dapn
walulad uay HNeA 192891310 AUWIARDUNNNIAAA LATRIU AR ENTBINTUTeT
luanedizawndennslureansnann vangia senane daupsesaann flsdaufiu 3anns
NINIARIA BIANITAATA TaYANITAILANNITAATIA AAULlTTANNITAAIA (NFIAUARIA N3
WINUNAUA TRAUAT ADANINUBIRLAN ﬁimqwmﬂﬁ'mﬂé’)

reuuLLNIRana fisnsdesdnlaanunsal uasnuifinansznusiens
ANTHULRILTEM luaun AR ;Eu?rmimimmﬁmmLL@zfqﬁmimﬁ@:Lﬁm@’mm%ﬂﬁmuﬂm

Y a { I o ¥ = -ﬂl a o ¥ 1 -13’ a o 1
ﬂﬂﬁﬁj‘i.lﬂﬂﬂ ALINTU AWV U LRSI TSILIEL LW@U?HV]QZPLQVI?’]U’J’W WOUZULTENDE T fogmi‘mu
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ﬂl !
A9 3-10 LAANAIULILNALUDINITIATIARDLAANA

NN9AFIARAURILIARANNNEUAN N15UAeY (Competition)
afqu,qﬂﬁ’ﬂumngﬁquagmmgﬁq AuavdundnAny 1118 daunIaIRana /s
AMLElag ATALIAQNARIA TOLALNUDILFENAUIATY
Argia ANANNTANTTHAR WiELNENMIaRa1MLNe
v e auAn nnls nsdenlaeiusnedszima 3800
ANAN/IBNUTTTN

. VNNIAANA TUIATBINIINTZANEGINA AAEDU
walulat L

uazqaudraaguaadu

fnesinanne e

KILIARBNURIAAA (Market)
AUANHIUZIBIAAIA NIIWRUITBIAAIA WAz lTiN
IAIAAIA AUAN 1A TRININITIAANA NNT

Ansladadns 38n19vingsna

N19ATIARDURILIARDNNE UL HN

ADIANHTUZURILTEN dqulszannisnann

eRAUTE a = ¥
®  NITUTUITAUAN

AVUATAINAA Y .
®  NIFANTIANALAN
Alsdauiniu L
o o ®  NITIAINUUNUAUAN
TNITNINITAANA
- ®  NIFAIATNNITAANA
AIANITAANA

da3an1Inana/N1RTLRaIn

fiu (McDonald, 2002: 45-46)

4. N15ALASIEU SWOT
foadnnilsrasdrasnisnsasaaunisaanailunisniuundnglscasdnisnana

'S o ?:/ Y o % o a ' dl o v
LWASNAYNTNITARNTA NQIITNUUNAANTITABININITILATISN SWOT aniuuaua iy uay

= '

NNIWINUINHNANIZNLFABLTEN N1931ATI¥I SWOT tilunnsagduadngainnisnsaaay

o

Yo v < ! a o dl [ 6 o o
NI17ARA ﬂ’]ﬂiﬁ‘mqm@"ﬂ@LL‘lI\‘lLLﬂzﬂﬁ‘ﬂ@u‘ﬂ@flU?‘]:’er (S&W) VI@NWHﬁﬂUI@ﬂ’]@LL@%ﬂE@ﬂﬂ’]N

NIYUBNLTEN (O&T)
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A19197 3-11 AnunITadsnauslalesn VIOS

a d d o’ (%
N5ILATIZURDNUNITUSALWALALEAN VIOS

¢ &
" ARIATOEUAUY

o

AAIATnLLMRduYARAIAULISLE 4 seal Al
1. mmmmummmmmlmm Lm@\‘mummm%ﬂmnm 2,000 @) Apilu 2 ngu Al
" ngusneussAnges uansiaanungus Wusatdnannglsl Wy Mercedez Benz, BMW uaz
Lexus
" ngusnawsTAnge dusoausiniawiadeudnglug) 1y Nissan Cerfiro, Toyota Camry, Hoda
Accord, Volvo, Peugeot 406, Volkswagen Passat
rul/ d‘ & 1 aa 3| rul/ a ai [ 1
2. AA1AInEUAIsIUIANAY (WRFeseusawIalug) 1,600 - 2,000 @) Wwsosusmiinanine gy g
Toyota Altis, Honda Civic, Mitsubishi Lancer Cedia, Ford Laser, Mazda 3
.o o 4 . . ey el A 4, a
3. AAIATDEUAINTUIAAN (ATRNEUATUIALANY 1,600 TT) (Husnauwitiananinedlu in1va  u
Toyota Vios, Honda City, Hyundai Accent
4. AANATDLUATNANUTLATIALATY
WusnausAawdalvn) unnndn 5 Al iw Set Alnambra, Skoda, Citreon C5. Toyota Estima, Wise
AL Honda, Odyssey usu
" NINNITUWUNTUY

¥ o

dl % a v 1 3 o ] = d‘
wunagninianisnaian inistsnisgnAnlugtuunlud Idaudszanaslunisdnnisdasiunianeive

q

[
=

N
pannde

Auaadunienssliun aeudn Gadmainiading wa. 2527 faqiiu geudildauAIeInaIATnEUET
faraz 27 Tefludusuaassasanialesii (Gauas 40)

U 1 o v A b‘nI/ ﬁl & ] aa dJ =
Autedumeden A ARIATIEWMNIWIANGIN (ATastusawIalug) 1,600 - 2,000 @) AN
egandntnlysn VIOS Aus 6 -9 wauLm

" WEngsNRLFLAA
nsdnsanugngndaiu Suusnausmiia uilan sl nguminanlan Juusoatasn Tauies ngu
o
g vnyfiansneuinnigiu
tladpdrAnylunnsinengesneusduesfusinadl Al dssudanndu Uasads nuniu nsgentings uay
N13LINNINAIUNE

[nnedgaanudnfatipanienalazesgndn (Customer Satisfaction Index: CSI) slanisaanay

sneud sz malne szant] 2545 wuda AnaniwassniinaufediiuiladendrAyngasanisninue
=3 1 o a o % = VYo o a = 1 o A
AN lagasnisdsnausnaus 13N Talesn wardgr Afuazuuudatiaouienalagariniy Ae

822 ANNAZLUULAN 1,000 AZLUL
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N159LASIZE  SWOT NM93LATIEHANIUNITOILATNNTILATIZT SWOT #1190
o b2 9/;!;// [ & a [ %3 6 G a %3 e v a '8
sz ndld lineszauesdnig arenansied vre san1snaaiet §1n1391A3EN
FOLATEALAIANIT AIDNTLAUTLNITUARA ST AN 19N133 AT LT A NALLD A LN 1SN

P

UINAL
QAT (S) .
4oy anaau (W)
=g0AenaadEve Hungania

" duenlganelunng

Uszine R L
futingauAadIAN

= dquArednaNnTaLaY 40

] v Y o dld
ABANNTTRAANITNH

a9y 'q’mﬁ%mﬂﬁuﬁﬂmmiﬂqﬁuﬁﬁ .
dszaunisnl
aguan AN uaziuiinTevsiadann e 4
" gapanauaziileasd
qawda (S) + Tan4 (0) apaay (W) + lana (0)
= nsduinresnannlu
—_ NI TGl Yoo - . o
S | lselamiainTanialng audsqngewlanends
T " duFavesgsieauiyen . . = d_ x
c L a1AeqAuderednanIg Tanan A aay
= 1enegINaaIndviedudn
szaumaugia
= thfﬁa (S)+ aiassa (T) anaau (W)+ adassa (T)
= " gnédmszwintiaeamond
c cast o X
G Ml wininean o o |
=8 Lo vianidengilassalneen e ANYABBULAZARNIALN
2 " Heuiedudndlug)  u B :
= ALY
Pillbery K Qﬂ@?iﬂ
= padssiedsuineg sl uaz
\iFaAnen

WA 3-27 N33ATIZF SWOT
#N (Kerin et al., 2003: 46)
S = Strength of your company = 'ﬂ;mlﬁwmﬁﬁﬁw
W = Weakness of your company = QABBUIBILTEN
O = Opportunities of your target market = Tanalunaimidnnung

%

T = Threats of your target market = Auananlunaiatdvung
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N33R ALINTaqABaUTIRNLTEMAN TS ILd B ENH AT AN TNAN AU
azls qAudenTeqAEauLeILTEM Aetng UTMNARladaTa 1wu uous 1aads Tiasiei

SWOT WAPNAINING 3-27

5. ﬂ'ﬂﬁuﬁ‘lﬂgﬁmﬁmﬁu (Assumptions)
WufanIuuaANgLsa (The key determinants of success) AANNTZLIUNNT
A :l/ 1 a v Ay v a dsj U o dﬁl

Vs dumaUN1I9UNY LU LTEHdedutiug el

1. NINENNIANLNINAAIALIZNIRL 100 A1ULN 4IUATEIAANALRILITEN
UszannuFesas 10 way N1INeINTaieanLredL3En Uszannd 1 a1uun

2. AZHNNIUARAUANUANNABINNTLBIRATA (overcapacity) HHa9aINEANITA
799911 lvad

a 1 [ % U a U v
3. AzHNTLATUAUTIAN IeansIANRRANaILsTINuTRaT 10
4. AuAnlndazgnuuzti lnaguasiugnana Tuilanelnsunan 2

o

v a -ij L% 1 a ¥
WRAUUBFIULLIAN mﬂum@wmm@

49

NARADLTILAN Aosiuan
. NITLRIZFANA N AB DT
AATAILAN NIFNEN L NABIN LN
AAA N NNINENUIRAA N19N9¥anel

MWN 3-28 THAYENIRRLEAIANINAANA

fa (Kotler, 2003: 100)

Feey 3. msﬁ'm'gmsnaqwé (Phase3. Strategy formulation)
nnsdngaInagnslsznausog dngilsrasAuaznagninisnane Ussunnisuadn
ANATNAZ AT LAY NUUANILAANUDILLL LazAuLlszann1Inann Aaraaziaeasalili

6. 5’mqﬂ‘ixmﬁuazﬂﬂqwﬁnﬁ‘immﬂ (Marketing objectives and strategies)



124

uiinlatias (McDonald, 2002) WWiauldlunilsda Marketing Plans 314aq1szaqa
ANTAATIAATN 4 TUA AB NITRIZAATA (Market  Penetration) N19WBUBAA (Market
Development) NIWRKINARATN (Product Development) kaznignszang (Diversification)

FANINT 3-28

AanisgenadauluniazBun lanna vise nagninisiatzaan Tnanisiianilsann

[ T a dld 1 = v dl a a o
e wardszaunisadiinnies warluansiunils Nan19gINaasneIe N RUIAAIA
?:/ a o a o S 3| & = a dl o o/ 3
uanaNtuLNIndnata-Laniugiaviiunagns wramaiianldlunismauuadnglsrass

NNIARAURILIFENAN ARSI

1%

UsEndasnisinnnlsfasay 20 il w.r. 2549 dngilszasinnae SMART #ail
(= 2’/ dl o/ o 6 o 1 1 dl [ ¥ | o ¥
72UU(System: S) WuTunaunANNUsAUatNsaLLag qm%n(l\/leagurement: M) Husaaale

i ANl 10 §1UUW Wee nasaLuNWABNI9IaYU Faray 25 s 1 deld (Accessible :

[ %

A) Angilszaemiusiasdnunsannidndale neldminannsresnsem 1uase (Reality: R)

funisiuuadnglszasAainaniunisninainass Mdeyanduasa uaz e (Time: T)
o o a o & oA A A @ v
HUNINMUATLALIANUNUNNTAAIAREANTA 11U T viTa LAy tusu

7 uag 8 Uszunun1suanaininazlasu (Estimate expected results) Wag nng
AMURUANILRDNTBILKEY UazdIUlTzdNN19AaTA (Identify alternative  plan  and
mixes)

desnuzesnsiaunlsunsunsnaiaialssdnsua Ae nsdumaudidaue
AANA 3915ENAL 193 EN 2L ed I UARIA (Market ~ Segmentation) AN EUNAUET
UAUBAATIA NITHLNEIUAAIA HIUNNFIINNGNGNAIAIAULS fe1) Sannadesnsmiteniu
(Common Needs) uaz 2) navauadsadiuilszannismana (4 Ps) Tudnwzifeniu ngs

ANAMIAAAINNIZLIUNTULNAIUAAIA TN daunaNA (Market Segments)

MuuadIUlszann1gnaa (Identify alternative plan and mixes)

¥ Vo o

Aanssuludun 2 dalidannisnainaunsnniuanaiatinuung wazANEeINg
dl a o o a 2 dl % v a =3 1 A
YRAIAAA TILFENAZUNAUARUANNEADLAUBIANNADINIT IR AANNINE LA (Na9AD
A5 (Who) wag acls (What) m@qmﬁzmumimmmL%\‘m@wﬁ) du7 3 1luAaugn asndls
' v v
(How) m@qmzmummmm%\m@qmﬁ%ﬂuﬁuﬁLﬂumﬁ‘ﬁwuﬂﬂﬂmmmmmm LAY

NITIEA Gl P okl
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~ A a I3 !
AINNINWA 3-29 LansllsunsunisaananiinainnissuasAlsznatrasdiuilsza

ANTAANA AD HARSILT 91A1 ADIUN LAZNNTAETN 1NFneu

v as

HAANITARA
= o & 1 = dl
NARNTUN FIAN NI1TANLATH ADNTUN
® ALIANHIUE T0 ® 518N1991AN o Tqmnin 1aing ® Xug18@uAn nng
Eivin U399 AuA douan YAAA Usvaduiug ATALIAQNANIA NS
Aoust N3 daunean i NN9AUATNNNTUY IUAIRUAN FZAL
13N19 LATAB NIARNAN AT AUANAIARY
a Qs 6
WA TUH 31a1
MIRILEIN | FOIWN

AN 3-29 asFlsvnaudaullszannisaanaisauiuilullsunsunisnane

17;34’1 (Kerin et al., 2003: 48)

srelE 4. N1FANRTTNTNENNTUATAARTNNA ( Phase 4: Resource

allocation and monitoring) tsznausae suilseunu mmz@ﬂmmrmﬂﬁﬁﬁmu 11

NILUIUNIIRBNUINAYNS WazaUlszanuilAudNRusiu Tupaunisaulszanu

dunisutlanagnsnisnainldidufda@u nanunsotlszdin uazacuanld sudlszunaniu

nalnAtuANie

AANas auszannidunisanau g Funns vsedaa uavilevany

NANTINTIN WAASIALLIRINGR LATNNTNALNNILANNILNATAL WelsT (Piercy, 1997)

UszifwnaafuudssunundAd 2 deznis Ae 1) sudszannuidunisdnassmineins

wae 2) yuLlsznadilun s un1INIINITEed (NN7LA3NA8384) NABINIINSTNENNT
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o

AaflunFasiat s aun12aaN1euLszin s TN 1NN ANINUL FeHNL

(budget guideline) Wlaune wazszideLAsn1saesnanfsiiNeadeaiunseulseun s g

g

Auuadeduilrgiuiliasiu 35019 waznisiiauesulssnins  WyRnssuAUNU (Cost

&9

a %

behavior) fu3nssiavdnladaduindeusiun uazdsn19dnasssiuu wiaA ldany g
d” o ¥ vV . a =
Wugulunisdnassaunulaie  szaziaan (Timescale) Inglnf szazinateuyszund
o IS o o o ¥ c
e 1 T sudszanadniflussazinainisdnnis waznisdivlaseadanisnensadidu
?.'/ o al a 1 |Qi | 1% 4 &
vy uananuduinRAnTwsrazina minduasuianrizesulszun anilsrasd

a o = 1] A~ o dl %
11319 vizatl et a lluninwenns wazaullssunnFaanns

A519N 3-12 YU UNARA TR d N AR N A

1. nensainannsaNaealil (23,600,000 19/) X 091N 9FUTH 6% 25,000,000

2. NeNTIAIUATANAAIA 28 %

3. weNnTEenne (1 x2) 7,000,000
4. $1ANNEEUTLEIRR MUY $4.045 /190
5. Uszunauniemels (3 x 4) $32,150,000
6. ﬂﬁ‘:mmmﬁ‘ﬁunuuﬂa‘ﬁmmmL%mﬂ LA ($.050) +

29ALAZENAN ($1.00) + ATKTNY ($1.10) + NNTUUEN ($0.15) $2.75/19m

7. dszannuinisdouiunaseungy fuyuasi nnls waznisaane

[(4-6) 3] $11,9000,000
8. ﬂizmmmaﬁunumﬁ $1/ 29/ x 7,000,000 W94 $7,000,000
9. ﬂa‘xmmmmmlﬁuﬁm@um@uﬁﬂaﬁ LATN17AAA (7-8) $4,900,000
10. Uszsnnumssalsideanis $1,900,000
11. qudszunun1Inanm (9-10) $3,000,000

12, ApNULTZNNINNTRANA
T340 $2,000,000
AILATHNNTUNE $900,000

o

A9UNTNAA $100,000
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An19udsznnns 8 3 258 Toun 28n19nailsedRAnans (Historic) Wluagn1samna
:J/ a dl = dﬁl 1 7 = . . a o
AULITHILLLANAN Tt auuNugIuesAn a1 luwain (previous expenditure) L3tm

= ¥ ¥ = N o Qi Y o % 1o a A o a
e ldgudayanisiuluenn dadenarlddivutszunn 1Hun dnsduile vredna[u

6

o Wude 3851ueus (Zero-based) luwsntlszanauninissziluasnadluszuy wazdn

d9 al

Y a

dusumNdAytneLsnnseanqla neladedninn1en1stiu duneun1sann1eulseann

o u

P% [
1A ada =

Tnenismsaagaufanssy Aunw uarkallsylagilaanianssuimanil 35n1slduiusiu

o

N139LATIEUIRUzads uaven uazdnwaziinlilaaanisides  uaziananssu (Activity-

[ % o

related) Lﬂumi@mmquﬂi:mmmﬁ?mmmwmujlﬁmﬁuﬁ@ﬂﬁu ViU FREATUR

A ey = @ v
RAUNE ‘Viﬁ"ﬂﬂ’ﬂ"ﬂ@’]ﬂt@ﬂLﬂ@ﬂﬂﬂﬂﬂm@qﬁﬂﬁfﬂ\l W1946194

9. 9u1lszx1t (Budget)
awtlsznninisaataiflunisuaassnaaziaanaedan e luunun1snann [
Al ANFuLlananinet Addanisaain s faetne fannsuandaanzdaimne
PN IRANAGIANS 9T 3-13

anineulunjuaenunung

gnsuazuEuLIEn3dn

] ANTRUINUAN
g 1 |RsTRnst
UL TRN 5N 1

oy
AALTHAU

(1)

LIPS LIl EHN T NNIAFIRABUNNIFANNG-NAS

wazunulRnsly -AFIARALNIIFAA

; Azt SWOT
9 1

-mgUsrasAimanagng-
sudszinniszazeng

2 duinuluninunou
sutlszanns dnguszass
UAZNAENEIZENI
WA 3-30 Al lunieneununistfaRng uazn1sneuRunagns

fiu (McDonald, 2002: 54)

B IR REEETS TN
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10. %‘ﬁzlazv‘é'ﬂﬂmﬁ‘ﬂﬁ‘lﬁmu 13l (First year detailed implementation program)

waun19nana 1 T 1Tun139n i un 1 IR UNWNNIAUETNNNTTNY WNWNNT
A931A7 LTuFU aenAaeiLingLsraIAradutuNIINANA LAZLNUNALNENITAAA L1
F AN A NANIUE I EUI NN ITUIUNIIINUNUNAL NEVBILFEN UATNIZLIUNNS

nanunsnana taaldinousiaasdaanan

AuuALKUL)IANTS (Action Plan)

WHUUATRUNNIAATA 7909 Aanssunenans (U3utlanninindudn dndudieen

geann s svaznananiivenu JFulaTen wazautlsyann Al

FUAZIDEIAUDNULUTENDS FIUALADY N.A. — N8l 2548

1. USudpennin m@uan 1,500,000
2. dAuA1eangnann 2,000,000
3. vulamnn 3,000,000
4. Ap31en19Teine 3,960,000
5. isvanduiug 1,008,000
6. AngIENIIFINALEIUAN 100,000
7. Ussiliunaau wazdfudsauny 100,000
EIOEN 11,740,000 1

A19199 3-13 Laun1sUiReURaIn

= a

R

a1 A, nW. WA, e WA, e, na. @A ne. H3UReTeu Jutlszanoe
NANIIUNITAAA
1.d5ulpRunndud —p -tei3e 15
- »
< P .
o oy . -glneang 2.0
2 WNAuA1aNgAaA
4 «—> |
Ahelaes 3.0
3.vjulaimon -— » hedudin 3.96
A G +—>
4 Apsanistelan N9l 1.008
v o .
5.szanduiug «—» “—> el 10
. D ey a
6.4M918N9TINALFIUAN ANTAANA 10
<>

7. Uselliunasni Uay

UFugauam
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a o o | 1% ! 7N ° o
?Wﬂ@%LﬂHﬂﬂﬂﬂﬂUﬂW1?ﬂqﬁVJu Inedniufesazansaanane A1 ldans LLﬂzﬂ’]vLﬁ‘ N

MenziFsasielilil
sunlsuanu
HRAULFNT 100%
AUYUNTUAARAZNITUUR
o Funuasi 12.9%
® Gyl 39.6%
593 52.5
A L ERNEN1SANALAZNTLS WS
o alfanelunnuude@uAn 5.4%
o nldanelunistEvnsvinll 4.0%
o Alfanalunisuiunsfinang 3.5%
o A lfanglunnsidanann 0.54%
FREY 13.4
AlaaN N1TLUTMNSAUAT uasinls 34.1%
a5

q

14

nsauAnlunsfanzinautsiunanianaalfiddewiu 3cs waned aneAn A
wiadl uAzdeINIeNIIAAIA (Customer, competitor and channel) 38n15atATIEiNagNS
nspaalsznatdag nagns 3 Usvlnn Naes 4 Naad WAz U9 5 U NANIAA NAYNS 3
1R A ﬁunuﬁq ANNLANGY WAT 31 (Cost, differentiation, focus) NABY 4 NS (4
boxes) AMLLLLANA24TTA (BCG Model) 393 4 ndasia A9 QIR g1l uaz Uiall uay
W 5 us ldun 5 force model WNINALTNBENIHKANITNLADIEALINTUTLAY
Ao lsmelugramnss SeasiBeadesielli  Srunannsseseesdane
fladamsuan guasspannguteduiidnanlmdlunaia émwmwim@wm;’ﬁ@ aUas9n

AINHAAADETIINAUMUAULE uay NN TBIaINITLINTUR UL
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FEULNNIINUNUNIAANA dautiafli 3 szun A seuU 1 2949 GUFUN9 vinnnswanend
HBAYIE LATAANINULUTTNIN TTUL 2 9997 LUTUITTANIUNUNITAANA LHUNITHAR
WU sATELATITRILT Wazdavnautlszanns lurasd szuy 3 29as uUimedaviaunugsia
vi3e ununagnin1ma1e TaaEuainnisienugana waznnsnagsna wdaniuEaEn1si
WHUENEFNeT) (NM9RAA NsEER W) waznisdnvinaudszann

nagnsLTElsneusag IdeviAleILTEmM JngssasAveILTEn Henunuaagana
uaz AnAsInineng tnessynald wuuAnaesdda (Boston Consulting Groups: BCG) wag
LUUANABYAD 198 WNYISNTU89N19A99ARAIA-AILNLNT89597A L3N Fasszanniniug

% [ %

mw‘hLﬁumummﬁﬁﬂugﬂmmm%qmmqm@mmm winnasn waznaidu Tnevinlld nng
AATIEHTAIN (Gap  analysis) L‘W'@ﬂ°"mumﬂ@ﬂqmﬁmmmﬂauimmﬂiumz nguAu e
nNguen

nagninaeganalsznaudog  Arllenunisnaresudiegina  nuuadngUsrass
YRINUIYFINA  NIFIPATINTNEINT  AAHINNILIDINALNT N1TRaIAINIe ALt
g Ao lAT LI N S U9 unnstlsziiiupanalinFaumanisuaedu
dsznausog 2 a4 Mun nisdmszinisuaedy uar nweasiisina doutlsvas
nsAaA (4 Ps) n1sUfjimenugsne :ﬁmﬁﬂﬁ‘zﬂ@u“ﬂmﬂwﬂﬁﬁﬁmuﬁq@ﬁ@ 7 a9AlsTnay
Senietedn 7-5 uaz nsenuAw wazdeyadeundy

LULANAB9A9N 19 N UHUNTAANA %qﬂi:ﬂ@uﬁwmﬁﬂizﬂ@uﬁﬂﬁm 5 g1 fail

1) @4AAINFIRILEEN TUN99UEUNNTAATA 2) NIWRNNINAAATIUNIIINNUNY 3) 90U

19281 4) UNLM BAZAMNANAUS LUN1INLRUNNTAANA WY 5) TATAFIY LazUssenIA

vu‘d‘w -dl

29999ANIN IFATLALWNNIIUNUNIARA TausazdIufpIlANANAUTTITY seawh 1
univdmanisaaisdsdsenaudaanimumaugna (lAun euwmgena NunIuauan
wazpan  wazkansgnusienataivng) war Auuailgu/lanianain  szasn 2
dj v o/ 3 o 6
wHUNITAaNA  aglsvnausioy dngusrasAnisane aanaduNneuardnglsraaAnienis
pa1n uaunagns Wvnienisfiasededs (N19NeAIums uazn1snan) daullszan
N1IAAIA war Sulszinnieman  srasi 3 nsUfiEnismans uay szazn 4 nag

UL UNAINURAA
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v

ATDTNNELN

1.

10.

11.

12.

13.
14.

o o

AsdnAnyisensnilaresnisdssifliuaniunisnizesiEum WranaegsNaneng
Uszlliunannsuaediy auaue luziiNIaeaN 13 UAg L iuAIANa?

o IS Y a o a o 1 d‘ o a
illul AA 1980 fUTMnsseALgeresiFEni A NanlaniniIimuANIINaTes

1T (Mission)

1
a a

nstuuaNIINaTesgInandaaunaliiauanseasinsaeingls?

a =X [~3 o o N o % 9 dl [ A
aafdaailssiiudAyresdidnssaugesieslianuaulanaaiuniseny  vive
nsvanagsnaaenlilaingsnanan?
aatuneifadeiuguresdaindendainasmnduinlsiudusedlinuanla?
waiunadeliFaureantsmuniaegsia 2-3 wilsauniaaiman?
agasunaANaAlun A IAdTanEansudedi  wazuuan1srasasAnglu

=K 2 a [
nsussq AN A FaEannsuaiad?
dalfBausudAnyrein1sdmne WARST-Aane (The product-market grid) 284
nleIgINa?
asaAdaaumumaesnagnsialil (Generic strategies) lWn13auNUNagNs?
I N199RATININENIUDI5INATBE TN TALIgIRs I Taniads N A inag s

1 3| Y dl ¥ aa s
aelufunienng LLIFILHHVIH']?%]QZ\]E]WH@ waziszaunianirasnu?

asaflanaauunuaesnisuasdunsanisaiyaAdisinAgean(The  superior
customer value)?
@a@ﬁﬂmﬂLm'smmﬁ‘mmmmimjﬁuuuﬁugmmmmmmmammﬁﬁw iendlush
%LLuzﬂ@ﬂWﬁ‘rﬁ;?ﬁ@?

nszuaunIRanaLszneudanduneuesls?

duanginsniBiaansetind Audiagsnaminagniat) 4 o AeR19719919819 A9l

LULANa89 BCG (Boston Consulting Group) NMUUARITWINNNGINA LAY LAUBKLENE

6

NFUDIUFARTNUILGINAUTINALNG
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naeIgIna HAATE(WUANY  ATUIUALINTY  BBATN8TDY gnsniaALin
ENAENT 17MN) UTEN AUAL 1-3  2RIHAA
0.5 8 0.7,0.7,0.5 15 %
" 1.6 22 1.6,1.6,1.0 18
1 1.8 14 1.8,1.2,1.0 7
: 3.2 5 3.2,0.8,0.7 4

15. Wiel axilR udannsnanfeanz@iamAsTaNLNuNIRaIARItnea 18l inuasdatsnd

= as dl o o 1 ydd’{
?ZLUHUQﬁﬂW?W@ﬁﬂ?UﬂﬁN uHuAINaN I ATL

1. wensainansanaeslil (23,600,000 190) x 8R9N9ALTR 6% | 25,000,000
2. WLNIIAIUATRIAANA 28 %
3. wennInduanang (1 x2) 7,000,000
4. 31ANEAUTUEIRRMLNY $40.45 /190
5. dsznnannsald (3 x 4) $32,150,000
6.  Uszannumsfunuulsiuressidema uazistauna ($.050) +
29ALAENAN ($1.00) + ATKTNTY ($1.10) + NNTUUEN $2.75/19m
($0.15)
7. ﬂ'g‘:mmm?mmﬁuﬁm@mqu ﬁunumﬁ Al wazn1IAaA $11,9000,000
[(4-6) 3] $7,000,000
8. ﬂi:mmm@ﬁunumﬁ' $1/ 99, x 7,000,000 194 $4,900,000
9. ﬂizmmmmmtﬁuﬁmauﬂzguﬁﬂi Lazn19aanm (7-8) $1,900,000
10 dsvanaumsinlsfigesnns $3,000,000
11, qudszununiseana (9-10)
12, Apaulszanninignane $2,000,000
13, Taiwan $900,000
14.  A9dTuN1998l $100,000
15. 9RUNITAAA
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