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Strategic Planning for Competitive Advantage in Lingerie Industry

A Case Study from Victor Public Company Limited

Orawan Chiengsirisupawong

Victor Public Company Limited
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Abstract

Victor, formerly known as International Cosmetics Public Co., Ltd., was founded in 1964, selling cosmetic
products at first, and later fashion products, foods, and household items. As part of the Patanakarn Group, its
Wacoal line is a leading distributor of lingerie. A strategic plan was developed as an information system with
a knowledge management training approach to teach best practices and share the latest trends. Customer
relationship management (CRM) would interpret data about customer history to improve business
relationships, retain customers, and increase sales. An extended CRM system for product information would
cost the company 3,239,000 Thai baht ($90,893.790 USD). By using this strategy, ICC would strengthen the

company and create a sustainable competitive advantage in the Thai lingerie industry.

Keywords: competitive advantage, strategic planning, lingerie industry



NINTIVUMIRUNAGIUTING (JISB) D1 3 21U 2 1w wwsu-Inuaw 2560 win 8

1. UNHI

USEN Fnieas na () Lﬂuu’%ﬁ'ﬂ%ﬁolum%aW“'@umnﬁﬁ@ﬁLﬁuqiﬁaﬁmmiﬁ'@ﬁimmﬂﬁuﬁmw"ﬁ;u
ludszinauazanndsdszing Molduusuadnsg ndn 100 LUTUE a17iLEw anas (Lacoste) waslsd (Arrow)
fia1l3m (Guy laroche) Al (Mizuno) wazdug uSEny ldurtunusiams 8 wis amwusimiadeny g e
duguinawdmisanuszainuazuinisgndiadlndda

qﬂfulw,n%a Lﬂup&”ﬁwé’u@”wﬁﬂumquwﬁzulwaaam’%' I@mﬁdmuﬂamammm@mnﬁqﬂ wiadualg
0ty UTEMENU uazuIEngnns daadumsdmisludszsinauszdslszing Aadusaua: 75 waziauas
25 aufay lagnmsdadmineneludsznadl vSEh Anees e (WEITY) HwiRadminhodwiuana
dnsdszmeladminelusinisnlungauuas Wearing corporation %odaaaﬂvlﬂﬂizmmﬁﬂuuamﬁ%'gaLu‘%mlﬂu
&7y

o

vSunylamnuannang Faova wasnwsia NIk a9t
g

U%ﬁmajuﬁuﬁwummﬂlwaj LLa:aaiaw”wmﬁaﬁmqmmwLLa:EﬂLLuuﬁu@T'maau’%ﬂ'ﬂﬁﬁayjlﬁwlﬁmmmu
n”umil,ﬂﬁﬂuuﬂaamwﬁaamwaa;ﬂ”u'ﬂm I@]ﬂﬂsauﬂquﬁ’aﬁaamaﬁu’%ﬁm‘immﬂﬁuﬁﬁagiuﬂaqﬁmm:
[l ] $ s Q Ql J
Taanilnd g Nlasumsaausuanndsdn

a o %] I'4 . .

AdaNEW (Vision)

'
]

YN JuUSENTUINVRIAU N ﬂﬁ@‘hl,ﬁu'qiﬁa gjs:ﬂ”u 8N4 ag;aaé”wui’@mim wRzANMWIUTENlasdanan

q

QmﬁﬁuLLam%ﬁﬁimqam@mﬁﬂ"@ﬁu

NW5N (Mission)

1. w”@umm:mumﬂsﬁaqﬂmu (Supply chain) @i‘iLL@iﬁwa@lﬁuﬁﬁvlﬂgdﬂﬁ‘ﬂl’]ﬂﬂaﬁﬂﬁ’l A ud lag
YILEUNINAWITTUL Logistics  NTUTAITAUGNIAIANT NTUUE L8z ILUUAAMNLTZNIANA T TEWN AT
mm’mﬂﬁJLﬂﬁﬂulﬁ@]auauaagﬂﬁﬂﬁamﬁmﬁa udngnagraduszuy

2. ADUEHBINNUGBINTVBIZNEN LA ATTRTIWTANTIU IR ITIWNAAA I ANTUSANT WaSTaINNINT
1AM

3. duliugsfaunugdn andrsnsenudusm g9aulinle uazamnusuRuSsuadani thennu
windulaagadaiuvesysia uasdilsfadssTomidaiismlddonnihe

4. ﬁﬂﬁé’ﬂﬁssumﬁmalumw‘i%ﬁuﬁqiﬁ% ORI UTIIY AFUTITNARAAIUANUTLAATAUADRIAULAS
TUTH

5. AUURBUMITHAUINTNEINTVDIUI B LﬁaiaﬁumioﬁﬂLﬁugiﬁfﬂajsm”umnamnmmﬂamﬁi’@uﬁ
TudsulouismIdes sIndmIaes ﬁﬂﬁmiﬁwgiﬁﬂuﬂszmwvlﬂ sJﬁmmﬂﬂw”uﬁLﬂﬁwﬁmngmmmn*‘fu

uaﬂmﬂﬂ'LLﬂidluﬂi:LwﬂLLa:ﬁ'@ﬁ@;LLﬂiamﬂ@mﬂs:mﬂLﬂTﬂm‘jwiumm@ﬁﬁﬂﬂﬁaﬂIamaLm'dﬁ@Tm



NINTIVUMIRUNAGIUTING (JISB) DN 3 21U 2 1w wwsu-Inuawu 2560 win 9

2. UnATIER
2.1 MIATIEH STP
NnmMAAeTzRasanslasld STP wuiusun ﬁmmﬂad’m@m@"g@%ﬂu (Segmentation) lasfinauailu
MIULY 2 ot Aa inawrimadudszanamaas (Demographic) lasuiisantisaryvassndgaduldanais
@149 uazinUAiAINNOAnIIN (Behavioristic) daulunisiwuaamaidmang (Targeting) finmslanagninis
§319ANUULANGANS (Differentiated marketing strategy) ﬁ'amiﬁuﬁmnmumm@aanmasmﬁ'mwiml‘fmu
Uszaunimiaanafiuanasnuwlundszania ualunsnsdunionsasmes (Positioning) §N13196LA 1
memmﬂﬁl,ﬁulm%iawaaqmmw AoansuznIlinu mwlﬁﬁmmzauﬁua%'izgﬂiﬁwaap\ifu’%Im fanu
NUMUAaNIITNU LLa:ﬁﬁmaglmm"’uﬂmaﬁwu iwmmmzauﬁ'uqmmwﬁvleﬁ'u
2.2 M5ILA1EY SWOT Analysis
PINMIATERaIRnIlaald SWOT wudnu3un ﬁﬁ;mﬁaﬁﬁwﬁ'@ fa awddelfnsnasanaudunasse A
VLIWIUNT 40 T ﬁ’ﬂﬁﬁuﬁnﬂuﬁﬂau%’wauﬁu’%‘[nﬂ LLa:U%ﬂ’ﬂ@ﬁ”]Lﬁu‘giﬁ‘-ﬂLﬂdﬂ‘iuﬁdﬁ’mi‘ﬁqﬂﬂ’m Goud
MInaa lUautinIeadining momsulenuusenlualanauins lrdanuudiwnianedumainis
HAALAzIADAU
Iummuﬁmﬂ”uu?ﬂ'ﬂﬁﬁg@a'aumaﬁn’nﬁé’@mmwﬁw-aamlmwﬁfmm@gdﬂs:mwﬁ'é’aﬂ%ﬂmwj CaPUaPUabTa
winwelunisvinen vlmannnalide o sweinszuanen LasnIzUIRNITUSAITTANISAU59210
sz®nBnw ﬂ‘owu’hﬁﬁuﬁﬁﬁmw%aﬁwaﬁanagLfluﬁﬁmumﬂﬁa%imugm‘immmm6]
snWLIAdaNAsuenidInNadalonaued09dns ldud Fasn1emssasminednanwansuindn (e
TamalAuSun leaiuanefuauas Lﬂll”ﬂﬁot;‘dl”u’ﬂnﬂvlﬁdwmnifu

v [ a o

smwwiadannaueniiduguasiaddndanisdiiiugiivesism ldud daanainisdiaivilvnig

A a

Tnainuesfudailszina ﬁﬁlﬁLﬁ@ﬂLLﬂidiu@aW@]Lﬁu LLazqﬂmiﬂﬁﬂammﬁa fla @TFWA1 Wacoal Ldnva9
U39 Wacoal Corporation Uszinedijufilsiussnrinmsdadiming f'fiamazﬂﬂumdﬁﬁﬁﬂﬁlumsﬁ@mﬁuﬁﬂﬁ
auldanaa
2.3 M3ILA3129 Five forces model analysis

Lﬁaﬁ’mwﬁmi’wﬁﬁqiﬁaﬁamﬂ%"a\‘lﬁa Five forces ‘wmf'lﬁLﬁ'mﬁ'uqﬂmmﬁmﬁdawmiau%ﬁ'ﬂ fla 8w
davasvaiguilng Lﬁaamﬂmmﬁaomﬂaa;ju%‘[naﬁﬂﬁwuﬂaﬂﬂ Huslnaldanuidnyuesgmanludd
fuan mysenuuurnnINasTunsl ﬁﬂﬁﬁu’%‘[n@ﬁém’m@iasaaﬁmnﬁlaifu éaun”mqﬂﬂwuéuq e
fanadauIEmlainn "I,aj'j'mzl,ﬁuqﬂaiiﬂmﬂ@;LL°1i<13'1ﬂmjﬁmu'ﬁnm‘f’lmvlﬁd’m wauSEndanuudunsanisl

' e A

FasTalins Teamedadmine uazhainInAainilandiiduistunadug guassnnnuinisnaunuiling

Lﬁaamn’gﬂfuluam'ifluﬁuﬁ’]ﬁﬁé‘ﬂﬂm:mm:@ﬁga PN FUA1DUIZN AN LA FIHEIUN618709709K90
ﬁ‘immﬁmqﬁuﬁvl,&iﬁmﬁasmsﬁ"l,@i”l,maﬁfuagui’mq@umnu’%ﬁwlum%a LLa:miﬁmmé’uw"’uﬁfﬁﬁn"’uﬁﬁ’msi'm
WINRTINRUAA1 9 W181IWH ehuﬁ”yQﬂmumnmil,miw”uluaqmm'ﬂﬂsiuLéﬁ'mr‘fu Ln%ammmﬂ'ﬁm@;uﬂjafu

DENIUSENFNIY BAZUIBN GURE LLa:Lﬂu;&”ﬂﬂ é’u@i’u%ﬁﬂmm@q@]mﬂmsumﬁ'ﬂumaﬂw g1



MINTIVUMNIFUNAGIUDING (JISB) 11 3 a1iuf 2 16w lumsu-Inuiam 2560 w1 10

2.4 szuumalwlagasawndlndogin

USEN Fnieas na (W) ﬁizuummumﬂﬁsl*’ﬁmusl.uﬁﬁ]ﬁgﬁu 3znauey TeuU QRMS ,35UUN1I18
aawlall, szUU OBSD, :UULIWITIWT (Accounting), I*UUREENLAN (HisHer point), 32UU OLAP, 32UL
NIWBNILIMTYAAR (HRM)

NINLINTVBITZUUITEWNARIHENTAUIT Usznauday ta3asusiang (Server) $1WIm 20 1A309 LATEI
AoNRLAesladon (Virtual machine) §1WI% 6 1A304 pUnInliainuToya (Storage) $113% 1 13849 Router
§1WIn 18 1389 Switch §1WI% 100 LA389 Wireless controller $1143% 2 LA384 Access point 314U 61 @2

NINLINIVBITTULENIEUINAGUTaN AT Usznouais sawawisszuudfu@nis Windows server
2008R2 ﬁﬂﬁfuméad Server window 7 professional ﬁﬂmﬁ"um'%iad Client , TaWALIS Anti-virus symantec
endpoint 2014 4sldgndaasadlunng 1a3asnanfiamasluuin, sandursszuugudays Microsoft SQL
server L183T% 2005 Waz 2008, wandwdsdrniunamszuuldnsluuSEn Microsoft visual studio 2010,
FaNAUTAMIUSANNTWaNas Microsoft office 9ILLA Version 2010 A9 Version 2013, aanduasdmsy

[ 2 @ A .
IANIANUULYT Oracle finance

3. Ltwunaqﬂﬁaaﬁfﬂiﬁﬁnaua‘lmi

INMTAATLHBIANT wudwmfﬂum’]ﬁuﬁw 1359 Sanwanuudounis mmm%u:@jl,miaashw%ﬁw
FUU uazuTEnantng ﬁmm"lﬁl,ﬂ‘*?ﬂﬂuﬁawaamiwﬁmﬁvleﬁmaﬁfuagumnu’%ﬁ'ﬂum?a LRZTDINIAA
§winefidswanann sevhlransu Ln%\iﬁmmmamanﬁ@amLflué'u@”u%ﬁﬂu@m@q@'ﬁgﬂum H1IU
YA a7 NN FIULLINIINITAMNATBIATIEUAN m%ﬂﬁﬁaguuuﬂ'ﬁﬁummsnﬁﬂé’l@ﬂﬂﬁﬂ%ﬂaqwfmi
ﬂ%’uﬂ‘gaﬂizﬁwﬁmwmﬂhﬂdﬁﬂi (Improve internal efficiency) 411301390 BAITWANTUTANIYNENVDINHNI
elifiszinsawanndadn lasmawamwguninsaswinnunsliana anuawinlumlving
lﬁﬁﬁLLu:ﬁwﬁugﬂ@Tﬂﬁmﬁan'j'}@;miaﬁmﬁue]

uaﬂmﬂ‘ﬁﬂ'@wud’]aaﬁmﬁ’g@éau%mm’%"aa“?'iﬁmﬂ%'uﬂ'gdLm“'lm o 13095aTTN-0 NI U WIND BIWTINITH
ﬂi:mwﬁ'ﬁaﬂ"ﬁmwj’ gu13n vinseluns Sedanaliiiennylidaiioslunszuanan vlwussndas
gaifvdnlgiouaziaalunsiinausunidnaulng LLa:sT\‘lwuﬁtymluL%"awaaL’%‘aam:mumm%ms?ﬁ'@mi
fufifinnalsziniaw vlkiRedymaudioie wiadadanagidudiwinann vlduisndasgoyids
ol uasdidnlgiodusmuainandymil danwRenazutlodywiiedu ldnagninisdivys
Usznsniwaneluasdns (Improve internal  efficiency) mﬂi”u‘1J3\1m:mumiu%mﬁ@miﬁuﬁﬂﬁﬁ
UssBnSmwannedn

Vﬁf:mﬂﬁ'ﬂqnmm% 5 dsems W‘Ll’i’lﬁl,ﬁmgﬂﬁﬂﬁﬁéﬂ%’ﬁm’ﬁ@iEliildgdﬁ“].lﬂ%ﬂ"‘/l Lﬁaamﬂgﬂﬁ']ﬁwnamm
mudendeumiaouly andldanuidyiugudizasiudininniimsldnu Sslsnagninmadiudye
'ﬂi:ﬁﬂ%mwmﬂluam’ﬂﬂﬁiammauauaaﬁ'umwﬁmmﬂaqgﬂﬁwﬁmﬁmuuﬂaﬂﬂ daun“mqﬂmuﬁw] sl
NANTZNUABBIANT LAZANNMTILATIZRGRY STP wudwmjugﬂﬁmaﬁ'ﬂmadm%a fa ngwinyhau Faaasldna
qwﬂﬁumﬁuLﬂmumLﬁamma‘uaumﬁummﬁaqmsmmmjugﬂﬁwﬁlﬁaﬁdﬂfu wazlamnuadiuniinieniy
@m@ﬁl,ﬁfulw,‘%"awmqmmwz’?u@‘ﬁ ﬁmﬁmmmuﬁuqmmw ﬁﬂﬁswmﬁu@‘ﬁayjﬁszé’uﬂmﬂmdﬁdga

nnmylenAdszduiaginedu Salduwmewamununagnivesdnalann 2 un fa ununagns

v ' 6 a a A 6
L%%ﬂq&lLflj']%&l']EILLﬂZLLN%ﬂﬂﬂqﬂﬁﬂ?iﬂiUﬂidﬂizﬁﬂﬁﬂ'}Wﬂ'} Ell%ﬂx‘iﬂﬂi



MINTIVUMNIFUNAGIUTING (JISB) 7 3 a1iuf 2 1o lumnsu-Inuiamw 2560 nin 11

6 v ' v a wn o &
wrunagnsiunguithmane dsznaudisunud jianns aseallil

1. miwymmszuuu‘%migﬂﬁwé’uw”uf

wHUNagNINIUTIY TS AnEmwneluasdng Usznaudiounudjianns sadaluil
1. Uiudysqunmwnsliuinmszeswinaune

2. maw”@umwﬁfﬂmuﬁﬁu‘"ﬁmsﬁﬂﬂ winnueania) ameluasdns

3. Uit uDaINIIUINI IR

4. davhszuuiuiing udayafud (Product information)

5

} LLNuﬁ’]Lﬁud’mW]dhq‘iﬁﬁ]am\‘l@imﬁa\‘l

d o '
4, 5$U1Jﬂ'liﬁ%l,ﬂﬂﬂ%'llﬁ%asl1ﬁ&|
a & v 1 6 a a a (3
nnmsRTInuEUNagniiunguithnang (Focus) uazununagninisdivdyalszdninwmeluasdns
wazszuumIswnailfludagiu wodhesdnadasmaszuumIswmneiianauauaInagniaddninadiu 4 szuy
ldun
41 FTUUMIIANITUAZUINITDIAAINS (Knowledge management)
Wanazliudyanssaniidays mwﬁmﬂuaaﬁm BTarITzUUNIIIanITLAzUINITaIAANS
A o @ o & Aa & v a ~
(Knowledge management system: KMS) 1iaynimiumintaya anuinimuaninaluasdnslingsn dns
n3uToys AW I1FIRd N uazwinwEIaTnTays m'lmflﬂl’ﬂumiw”@umﬂizﬁ‘ﬂ%mwiu
mhanuzesan WalimunsaaisanaldiuSoulumsudsivuuugsin
4.2 3211 Training record
A A ° ) @ va a a o A X =
iafiazyinmdiudyanszuaunslumsineusuninaune ldszansnmlumaiauendsiu 39
3av113zUY Training record tNarmatufinnmsausnsasninnunsluudaznangasfivhnsfinausy uazld
L v v v = & o v a
winiupssunIndiangdeuld iWunimumuunSeuwainniidnensy deaznsviildwinnuneas
Usundanuuandsanuiniuwneni g9 ll sswalaisenalagsoulunsussasuougsbnle

4.3 srunLwiingayaduna (Product information)

'
A o

LﬁaLﬂ%ﬂﬁiﬂ?ﬂﬂgummumﬂumimmﬁuﬁw Fevhzuutiufing udoyafudd (Product information) iWati
mﬁ'sm:}wﬁagaﬁuﬁnm:iwanﬁmmaaﬁuﬁwﬁ%%m Imﬁagaﬁﬁﬂmiﬁuﬁﬂaﬂﬂ L% 993N TUA
(Product life cycle) AmsanumszaddUAY (Product attribute) Wn@nssududn (Product behavior) 8011189
quen I@]mzum:ﬁaaaﬁwﬁnﬁa:ﬁﬂﬁuﬁumﬁagavlﬁasmiam%’s %amsu"’uﬁmwa:Lﬁmﬁuﬁwﬁa:’ﬁ'sslﬁ;‘?ﬁ'
Asadastuausnianudnlaludadudunndstn vnlwaunsninluawonn pudlwnugnen ldadegneag
oM IuSmIaumasnas ldansiuszansnn Tagliusmsuuumansiv udzudsdssnniudanansasiia
fus (Product life cycle) Inszfusudnzsadradinginssuiaani sanaldunulunInAafudanss U3
el nd it
4.4 isuuu‘%msgnﬁ"nﬁ‘uﬁ'uﬁiﬂ%‘uﬂgaLﬁmau (Extended CRM system)

Lﬁaﬁa:v‘hmsmuaumﬁ'umméfmmﬂaagﬂﬁﬂuﬂaqﬁuﬁ ’fiaﬁﬁ:uusl,ums@LLagnﬁwé'uW”uﬂ%3J e N
VINUANMNFTNNINVBITTUUQUANAFUNUTLAN (HisHer point) Lﬁaﬁa:a%aqmﬁﬂﬁr‘fvmsu‘%mswm@ﬂﬁw
a%”nmwma%’nn”nﬁmaagﬂﬁwéﬁﬂu?miﬁl,ﬂwﬁsmﬁaLLa:ﬂszﬁ'ﬂa L'flu‘nUmumagsﬁaﬁ'uﬁmmwgasmﬁ
Use®nTnIw LLazmmin%“‘lummauauaa@iamﬁaqL’%Umaagﬂﬁw w’ffaa%waﬂawuﬁawalﬂﬁn”ugnﬁm”uﬁLLa:

Qmjmﬁu wassanylaiusoulunisutsiuesnegtin



MINTIVUMNIAUNAGIUTING (JISB) D11 3 21U 2 16w wwsu-Inuiou 2560 wi 12

5. LARBAAIWBIILUURIIAWINGA

PINMINATERURZIAMALAN VI A VDI TZULN AW a;ﬂvlﬁ'hmiﬁ'@umszuuﬁﬁmwﬁﬁﬂ”ty AURING
' [ a o a A
daununagns laoisoafau da

1. TTUUMITOMIUAZYINTBIAANS (Knowledge management) BUGL 1 LIATWAE 11 Liw

2. szuuuiindeyadudn (Product information) 84l 2 LIaWaIWY 1 11 3 Lhiaw

3. STUUUIMIENAAU NS TUL 9L ANLGY (Extended CRM system) 83al 3 ANW@IWY 8 Liow

4. 32UV Training Record 8%l 4 LIRIMWAYI 9 LAt

¥ 4 izuuf:Lﬁanummamiﬁ@umizuﬂ@ﬂg"ﬁwmzymﬂmssl,uam’ﬂsﬁewm Lﬁaqmﬂﬁqﬂmmﬁﬁmw
TrunguazinEenIdwmMInamsani’ diznaunudenunsaulusuniwensuasssuumsswna 1wl
fsnnudnuldresszuy uazanulaeanvuastoys wzaf:a;maiwmwa\ﬁzuu1miﬁ11uauavfmmftl,ﬁa
aﬁfnm&mmunaq‘mﬁ(maaam’ﬂﬂﬁmmma&”’mm’]u"l@ﬁﬂ%ﬂulumsmjw”mmuEl"\‘lﬁu ¥inlwuasaa uvinauay
%ﬁmaaﬂﬂiumm@gwﬁxﬂu

FPUDRIRUNARINLEwONT 4 srupfianududndanmyamu laoRsanannmmiszezanaww
(Payback Period) uazwiHanauunuaInmIasnuluszoziam 5 I Tagsudszanafildlumsnamszuuns 4
seuuiwduandewausruy susumsldsruy AQUAINENTUL wazdnlganedu e azldiamlumswan
vanue 2 3 3 1deu lasusunlsdiwanies Buwamwasud 3 2017 auiedl 2019 Tagfimsnamnansias
WRNUTIUY INTERINsRd auidanusmaniouaziigananulsun o la ml‘*ﬁwﬂs:mmlummmuﬁ%%m
3,239,000 LN wa@auLmuﬁmmf’]a:"[@i’%’umnm‘sammfluﬂgawa@ammuﬁﬂmﬁL‘3u wasHanoUunui it

AT

‘]Jiim’l‘léﬂi&l

mwnanIwisdszndlng. (2558). Mormwazussuwi livuwdavasaanunsidu. ﬁﬁayai’wﬁl 5 NUWIRUT
2559, 970 https://bot.or.th/Thai/Pages/default.aspx.

3N andun 9na @Wnirw). (2557). Maauilizanil2ss?. ﬁﬁagai’uﬁ' 18 §IW1AN 2558, 31N
http://www.sabina.co.th/images/ir/March15/AnnualReport2558 TH.pdf

V55N InTeuw Suaafiuduuns (Ussndlng) anme. (2557). 3189muo9u5in, ﬁaiaga’i’uﬁ' 25 F9nnau
2558, 9nnhttp://www.triumph.com/th/th/1901.html#.Vzb6uvi96M8 63

Wi WRDATIWW. (2544). MIUTHITATARIN: mﬁzﬂn‘:vfnagwﬁmfzmm‘“@ﬁuh NIINWY: RUNAUN
UAIANURUDITUAIRAS.

AIENIN BuNIUNIe. (2549). SUUFIIENAIAI N TIANT. NFNNY: ENRNHINERDTTINANFNS.

FSanwal lsaufinawle. (2553). N33 19UAY IS/ITw?dnazqmﬁ(. NTILNNY: FUNANNNAIINERDTITUANTAS.

31770 LRI T@st. (2550). nag/mfmmmmmzmnﬁmﬂﬁdnagwﬂ@ﬂy\iﬁém@. nynwy: nANiGEe
meu.

aufAa U19lw. (2539). 9ANIUAZNITTANTT. NTINWY: INBWaIL,

0TAA Saudna. (2549). MgarwgauaszuuinIatienauRuaailuasing (MAYJUA). njanwy: a1un
ﬂuﬁ%ﬁ@gmfu.

LNty YyenBugu. (2553). giaTinTzd SWOT aghvilaarn. njainwy: sninAuwayanom.

Doyle, P. (2002). Marketing management and strategy (3rd ed.). Harlow, England: Prentice Hall.



MINTIVUNIFUNAGIUTING (JISB) 11 3 a1iuf 2 16w lumsu-Inuiamw 2560 win 13

Kotler, P. and Keller, K. L. (2012). Marketing management (14th ed.). Boston: Pearson Education Inc.
Porter, M. E. (1985). Competitive advantage: creating and sustaining superior performance: with a new

introduction (1st ed.). New York: Free Press.



