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* MSuYVUUlQgASVAUALYVIUQAIALSYN "NISUSHISLEY
&NSIUS=QUSSAND" (Business level of strategic
management) CDVILASI:H

« amwudadoumeuan : IWaqIulonaksoauassa

o INMWUWIAQADUUHNIA - NNKUIY,NISLUDYLASUIND,
InAlUTag, Us:sinsAaas Amagu  (NUNdUKUVEDQS
Jocuu)

¢ amwudaddumvnisudvdu  Wuaniwudadounoss
tnagaua:osnswaciopvAnNsUINNEQ




WwwaausvnaqQu 5 Us:A1S
yovluLlAa wWasaLads

« pUJSSADINALUVTUNLUIUITHU

* DIUNDCDSDVAUNUIEUIVYNMISWAQ | -
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¢ SIQUANSUUVUUS:HIIVSSADLAU
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N153ATIZNYAEMNTINAY Five-Forces Model
Y94 ANERS19158 luLAa 9. wastnas (Michael E. Porter)

1) Jnugurstiy 1) maUszidalaguunn

2) anmmanulnvasansnTsy ) ANUUANAN YOI AR NS

3) AMANBMUZIDIHARAMIIVEOUTMS 3) ANUABIMIIUNU (Barrier to entry)

4) Bnnvasiuua 4) Aumumsdsudue

5) MAINMTHER 5) gusssAramatngdasmamsiadovine

6) gusssavasmsanlugansvinssadu (Barrier 6) ﬁaxﬁuuﬁsmqﬁwﬁunuﬁlﬂlﬁ'%uag:ﬁwma
to exit) \ 7 ulgneignna

7 AMUVAINYAY VDA LTI \
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Porter's Competitive 5 Forces Model

Porter Uon31 MSWUIUDVAWYY DIAutwgvUodetdednris
ADUEIWISA tunisniAisaaav lagAnududsoudd usvnaqauiuns
LUVUU d:=pNMBUQlagwavwanaulumMsuuvdu (Competitive forces)
5 Us=nislaun

1) UsuWanAuYINUNAVNUKUNHLU  Threat of new entrants

2) llsowﬁﬂﬁuaﬂﬂﬁ‘U‘lDfﬂSdDSD\)mﬂﬂa:U@f;DEiargaining power
of buyers

3) USVYWANAUDINSIUIDMISCIDSDVUDVRWAAUA:NUDUIOOAUNTSHIU
ANSWAQOBargaining power of suppliers

4) usvwanauonMstdaunnaunu Threat of substitutes

5) USVWANAUDINIUDUALUVADDEUDAaIHASSUUU a Rivalry
among existing firms




Porter's Competitive 5 Forces Model
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VOULUAVDIRATINN T TUNNIUIOGNTONALU

Industry competitors
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AMSIWUTUYUDYMSUUVIUASULSVTUSSHID

* DMIUDUALLVUU MALUVTUDDIUDULIN HSD DJQ
AU WNSAWDAAU D:ARTNISLUVTUASULSY

« 2ASIMSLAUTOUDVDAJIHASSY O12AdTHNSSU
guAvLaUTa Msuuvyu:lusuusvuInun a1y
LAUTO MISULYVTUD=SULSY

¢ ADIJUANMIVYDVIUAT ONFUADADIULANCIVAU
U Mmsuyvduno:Ungay

+ AIWWAWUIUASITHD

* MAvMISWaQdIULAU DDAAIHNSSUDMAVNAQC
SHULAiU NMISUUVTUDSULSV\AUNUAVAUDVSSAD
lLa=AauNuUIUNISAUSAYN

 UdssANQUIIVNISDDNDINDAIIRASSY LEU
J90NaVAUGHMIWILSVVIUUMSIYBALBYNGOUIN




Porter's Competitive 5 Forces Model

Y, Y Y
L!H?Iuhﬂ]ﬂﬂﬁﬂ@]ﬂﬂﬂﬁ

9 1 = 1
NN lugInese vy

Potential

entrants

Threat of
new entrants

Industry competitors

O

ivalry among
existing firms

= |
9UdTIANAYIIIVDA
Y 9 !
AEREVRNATEY




1. mMsUs:HgadnAunu (Economies of scale)
(DVIINWAAFUAIIASTIUSIUDULIN  Twatkdunu
JuAchavuta:auisnaadunuAvAcoHUIganav

2. msvgnvﬁutumsﬁﬁa (Brand Loyalty)

3. uavnu (Capital requirements) a1dovavnuav n
v:l0upUassAcins1gtH

4. MISWNDVEDVIQV KUY (Access to distribution)

5. ulgulguovsgula a1sgulalubulguledaolasy HSou

JoHKuauuniu



auassAtuNIsNaudIvMISIUNIDOdaIHNSSU

VS ST 6 GunuKkSoAES18tuNIsiUasuLUavNst3Fum
(Switching cost) ananAovidaunu KSoAEIgUaIU
v AunutKa1dgvoivlaun aunuyavaUAStULASDVVNS

g
B NdpoUSULUAEULWL H3DD19:LUUS:UUVIUACDY
dasULUUTHL ARNDUSUILadDUVILRAUWUINVIULWDLH
NVIUCUS:UUIKLIOUAU

7. Joldwsgudunutudiudua wu Wuvavinalulad
W oW D3andusiIAgn Dritanduansa Dusaviounun

AuNUON LAzNUIUUNUDULAQNISISEUS



Porter's Competitive 5 Forces Model

Y, Y~ Y
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»  maunuwasuc - Olanano:idagu
¢ SztaQUSIAMdUAMNAUNULA:ATUFUUGTEVILUYDVAUAINALNU
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Porter's Competitive 5 Forces Model

Y, Y~ Y
L!H?quﬂ]ﬂﬂﬁﬂ@]ﬂﬂﬂﬁ

9/ 1 = 1
g lugIneselvu

9119 1uMsAeTeINURVIY

v .
Bargaining Industry competitors
power U

of suppliers ivalry among
Suppliers —> existing firms
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AU18DI 11191
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Porter's Competitive 5 Forces Model

Y, Y~ Y
L!H?quﬂ]ﬂﬂﬁﬂ@]ﬂﬂﬂﬁ

9/ 1 = 1
g lugIneselvu

o119 lumsaeseanuduIY
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DIUNDNNSCIDSDVUD VN BDIUAAIUSNNS

+ US1tumsBo Midoun ADSILNDNISCDSDVIY

+ JoyacvananMIAsulAgIAUIUAILE:-NUIE TanADddoyauin N
CosovlauIn

+ ADWDVSNANGCIDIND

* ADWYINVILIUMSSIUCIAUUDVNGURTD TNanASIUAUIAD
DIUDCIDSDVIY

* ADWEWISAUDVWTDND=0MSSIUADNISIULUIAY AD fhanA
AWISONAOFUATAADYQULDY DIUIDNISCDSDVND:FV

« AuNUIUNSLUAYUTUIESUMUDVAUDU K3D WEUAUDILSIDENAD
anAdavdAunuluNsSIAsUdY S1UNDNSCDSDVUDVANANAD:CH
LA AunuIuMISWUAsUCT 3IUNPMISCDSDVUDVANANAD:IY
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1. aa1awnu1a (monopoly market) HUNYFVOAIONTRNIORSDNUISLWE D
S1gLGgDd  dvluiMsuuvyutuaalQ

2. aanaudvduauysad (pure competition) Kuigfivaalanus:nauludde
NBDILAzNUIETIUOULIN  Awaadndaaraldagiva:adn  WidnisAanun
SULSY WBp:8pauMIUSIAICH

3. aa1afudvdulipesiy (oligopoly market) HulgfivaalanNIAWSaUDE
518 WWAOUNLUUNWAOSIETHE

4.c1a1c1f'\5\)uzjoﬁuﬁ5\)wuﬂmo (monopolistic market) lﬂumamﬁﬁvgma
VIUDUUINLAUDYNIIMYVTUIUYSEI dUAIDWEIEIUNIRLANCIIVDINA

LUVUUUTIY  UAzNMIIHWUSTNASUSTIVADIULANCTY  WEDEYDUIEUWONID
H1ASUSHvAILLANGTIY La:ADIULANGIVUUDADIUAIATYAURNUSINA




Js:innuavaalanuaisiiuviu

~ 3 NUNSUDYSNY
NUNOHUVS1® v -
(Oligopoly) WUY8UINSY
(Monopoly)
e e AaNQNUIYUDYSIY aaQuuvuu
Nadnaaunn — e e _
» - QaraQnWnuIQ Nanaunn duusau(Perfect )
IHUJoUunu - - v
ILHUoURnNU

OAANQWUIEUDYSIE aaranvuuvlu
NAAATUNAGIYAU Waanunn NUWNUIQ
ancavau (Monopolistic)



LJUUDYAAIONITV

JUUDYAAIOUAU

nagnsnisasvualawsgunionisuuvvu

- x LJUUDYAIUADILLANCGTD
JuuDvaAIUAQUNU '
LotduAwdurun LotduAwdurun
aluAunu aluAILUAACIY
(Cost Leadership) (Differentiation)

oldunisaauauavaalatawizadu
(Niche Market)



Porter's Generic Competitive Strategies

Competitive Advantage

Lower Cost Differentiation

Cost Leadership Differentiation

Broad Target

Competitive Scope

Focused

Cost Focus Differentiation

Narrow Target




NAgNSAsIVAILLANCGTIY

Differentiation:

» WWunagnsnIsudviuyoy
DVANISALVAaIaLUNKUIgNITY
e« asioyamavatslaalauitsloA
LUvuu

e  ANSAsIVAIIOALAUD:ASIV
A WDVSNANGUDVANAINDCD
NaQANauN




1. AsasivAIuuancIvIKUANAO

NAgNSAsIVAILLANCGTIY

eun

anuau: (Features)

— s —

Unuanis(Performance Quality)
ADIUaDQAADVAUUDNIHUQUDVAANQ
LUWHUNg (Conformance Quality)
ADIWAVNU(Durability)
ADIUEWISOND:NEDUTIA(Repair ability)
UsUuwuutduuoviovrsadalaa(Style)



NAgNSAsIVAILLANCGTIY

1. AIsasivAmIuuancIvIKUARNaAONATUN

anutu: (Features)
1.1 Uuanis(Performance Quality)
1.2 ADIUd@DQAADVAUUDNMHUQUDVAANQ
LUWHUNE (Conformance Quality)
1.3ADWAVNU(Durability)
1.4 ANWAaISANY:0NYoUTA(Repair ability)

15 dsuuuulluypvdiovrsodalna(Style)




NAgNSAsIVAILUANCGTD

2. USASHAavVASUNE

3. mMwanual

4. UDONSSU

5. 21389UDVADAIS

6. doyNANUAIUDVADNIS

7. Auauiduurasyiu




nagnsyuauAuUnu

ﬂaqns'c"l'ur]uc’l"‘l (Lower cost strategy) n1s
wengurhdunucitdalUSguLAgUAUALTVIU (" vl
> Jlomanisav i
Cost Leadership:
+  I¥NagnsSNISLUvIUUDVDVANISATNAIN
LUIKUI9NIVY
*  ANSADUAUCUNUDYIVLTLVIAQ
+ ANSKHANLaYVaNMNILGYN
. MsaaABsYIRAIaa LU NSV
WCJUT  NSUSKISY




Uolaldsgunnmisttnagnsmsiduduindiuaunuiwd
Uavauusvnaqu 5 Us:ns

. fauIsanaagumMiusIMAIAUAALTVIUATaWNSALTWIRMS
Luvoyula

+ ANAQFUASIANCNDELAD  aWISaRELSVNAAUUDVANATIUNS
(1DSDVSIADUDYAY

+ LUpvonmMlsduduiaun3IiEANaaduNUcINaUISREURTIACD
ASIWUAUNUINRUNBUIIINMSWAATA

* AUYVTUSIFTRUALTIWILTOTUIUAIUSIAND:(D VNG EYAUNLNAU
AdunuchvdsiAonus:aunsadno:rdus:ansnwiuniscitdu

Jabl(e

InaadunucivpglugIuAGNGatUNISIBNagNSAIUSIALWDNS

LUvyunuauAINaunu

> -0




AMILIFgVAIAaINNIsEMIsIDuUhdudunu

* MSsaqaunuPV:UNTUINISIYLIYATUANUEUZUDD

FuAINADVMSBVDIPV:ADIHLAOAIIULEYIKIYCDSSAD
* gNSISNISUSIHIQAUNUAIUISANALAYULUUINNALUY
+ AULancivAudunuinaaavtiioaiaducd




- jvaaranadutan (Nich
Marketing)

. AIsaalanovau (Local

Marketing)

¢ MSaaqUvlawIuUAna

(Individual Marketing)




nagnswWIKUIgIaWI:NAU

 MIKIUAT / USAISODUIUDY
AJIUADVASIAWI:NAL

* PAUWUSINAANUTUIOWIEN

LaQuUva Metuaa1Qsdu

* 2IQYAUNUAMHSDASTIV

ADIUJLLAOACY




NagNSWUIH LR EL

ualawsau
« gAdOAQIAWIENGU

° E'IS'I\)HIJWUSI’IOﬂUC‘Ia'IO

UdLdUIUSYU
. aaraDvduUIaLan
« Msugngaa1ad1dMIia
£1n

. 1Foocanmsaadunu /
usnisiuuanvon
aatqsdu / subfocus /
AUYUOIHU



NAgNSN1ISOdUAUDVDENVSIALSD

ADADIUAADVADIUNISODUJUDY
e WCUUNGUATIHU
+ USUUsvaumLaungudKueosg - added value
+ WAOCNUAIEVANAT
e ANSAVUDUJUA - SDQALSD
e NISUSUADIUWEIEIUNIVANISOANA
* ASADUAIDIUUDVANAT customer service
+ SULUUMSUSHISASIALS)
* JMVUWUDAadVKUN
e LAUTYHIIQNUNDVN




WNaawsSUdYNISOADUaUDVSIALS)D

¢ EWISOHANLALVNSCDINUALUVULUU
C1DC1DAD

e JUNSDMKUQSIAIAJUNIIALUY

* JDIUNDCIDSDVAUNUIYUDIENISWAC

« JAdWaHINAWUY
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