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CHAPTER 1 

EXECUTIVE SUMMARY 

 

PPL INTERIOR aim to be the leader of Interior and Architecture design 

company in Thailand, and to expand all services to other countries in Asia and Global. 

Mission is to provide the delicate and innovative of interior design and architecture 

design work in every project, which focus on the aesthetic of design, worth of money, 

time of construction, safety of structure and material on each work to fulfill and archive 

every project for client and public. PPL INTERIOR Co.,Ltd. demerger from the PPL 

ENGINEERS Co.,Ltd., which was established since 1995, PPL ENGINEERS Co.,Ltd. 

focus on structural engineering design, construction supervision, and quality surveyor. 

The company aims to service and produce the best space design for customers. The 

procedure depends on the scope of work that customers want to hire which can separate 

into three types of group such as New project design, Renovate project design, and 

Combinative project design for Architecture design, Interior design, and Lighting 

design on various types of work such as residential, museum, office, commercial, 

exhibits, and education. The company also provides the Interior Service Online for 

serving the Condominium and Apartment Market. The general customers are Private 

Organization, Government Organization, Individual, and Community in Thailand and 

also other countries in the future. PPL INTERIOR will focus and track all projects that 

PPL ENGINEERS acquiring, contact direct with owner of every company in alliances 

or friends, also need to invest in online market to attend Events or Conferences. The 

summary keys to success for the company are Design quality, Technology, Alliances 

& Network, Financial management; Digital Marketing, and Management. PPL 

INTERIOR Co., Ltd is located in the heart of Bangkok City opposite of the Lumpini 

Park on Witthayu Road. The company is settled at two stories building with 200 square 

meter usage area. For the expected outcomes, the company aim to generate 5 million 

revenues in 2 years, and maintain net profit margin at 10%. As a family business the 
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Owner also wants to expand other 3 affiliated companies all over Thailand with in the 

year 2025 and maintain the company for another generation. And PPL INTERIOR also 

aims to recruit the good and talent designers of Interior, Architecture, and Lighting to 

provide the best work for every project. 
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CHAPTER 2 

VISION/MISSION STATEMENT AND GOALS 

 

2.1 Vision Statement 

“ PPL INTERIOR vision is to be the leader of interior and architecture design 

company in Thailand, and to expand all design services for residential and commercial 

clients to other countries in Asia and worldwide, we focus on making the futuristic, 

sustainable, and renewable design to serve the best environment for society and 

customers.” 

2.2 Mission Statement 

 To provide the delicate and innovative of both interiors and architecture design 

work in the hospitality, corporate, residential and retail markets, which focus on 

aesthetic of design, worth of money, time of construction, and safety of structure and 

material on each work to fulfill and complete every project for clients’ expectations and 

public conservation. Also provide the best customer service such as being an advisor 

for client about material selection, check BOQ for construction, and consultant during 

the construction process. To keep improving the standard of our company and gather 

the collection of projects for better reputation of company with care, honesty and 

integrity. 

2.3 Goals and 

Objectives             

2.3.1 Our Goals 

 Our goals is to be recognized as the leader in one stop service design company 

in the world, and produce an improvement in a Client’s facility and building asset as 

the following criteria: 

   - Strong concept design 
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  - Maximum efficient planning 

  - Consideration to details with quality material selection 

  - Implement of sustainable design discipline 

  - Long-term investment value 

2.3.2 Objectives 

 To generate profits from this business and maintain the company for another 

generation. 

  To generate 5 million revenue in 2 years.   

 Maintain net profit margin at 10%. 

 To gather good and talent designers to serve clients. 

 To have 3 affiliated companies all over Thailand with in the year 2025. 

2.4 Keys to success 

 Design quality: all of interior design and architecture design by our company 

must have significant aesthetics, function and safety to reflect the best need of 

customers’ expectation for good reputation and gaining the trust of customers. 

  Technology: the technology usage is very important in the design field to present 

the most realistic visual photorealistic rendering and interpret design to the same 

direction between client and company also shorten am operation time by supporting 

design to work with alternative software and hardware such as Laser cut machine, 3d 

printer, 3dmax program, AutoCad, and Revit. 

  Alliance and Connection: the “PPL INT” will need a good business networking 

with other alliances such as PPL ENGINEERS Co.,Ltd, PLAN ARCHITECT, PLAN 

ASSOCIATE, PLAN CONSTRUCTION, SINO-THAI, and others even Department of 

Government to operate as exchanges of business information, ideas, and support with 

other alliances in order to increase business revenue as well as rise the opportunity to 

get more customers. 
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  Financial management: all of income and expense must be managed effectively 

with a prudently forecasting and planning, other than that the company will bring some 

profit to reinvest in infrastructure and operation, in company employees and marketing 

and public relations also alternative investment such as Bonds, Stocks, and Funds to 

increase a company’s profit margin. 

  Digital Marketing:  the company will focus on building Digital Marketing in 

various toolsets such as YouTube, Facebook, Instragram, Website, and LINE to expand 

the customer base, including boosting the new generation of customers, and advertise 

an alternative way to take a design service in the digital revolution. 

  Management: the management of company plays an important role, to plan the 

schedule for each project, calculate the budget, assign work tasks to suitable employees 

including determining a necessary sources to keep the project on track. 
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CHAPTER 3 

COMPANY SUMMARY 

 

 

 

 

 

 

               

Figure 3.1 PPL INTERIOR Company’s logo 

3.1 Company Background 

 PPL INTERIOR Co.,Ltd or called “PPL INT” is established by Mr.Peera 

Tratichotipan to provide full design services which is interior, architecture, and 

branding design. The company plans to work on various types of work such as 

residential, museum, office, commercial, exhibits, and education. The company service 

covers all procedures related in design works for interior and architectural service such 

as concept design, Space planning, material selection, 3d generate, Consultancy, Art 

work dealing, Furniture dealing. 

 
 
 
 
 
 
 
 

Figure 3.2 PPL ENGINEER’s Company logo 
 
 

PPL INTERIOR Co.,Ltd. is demerger from the PPL ENGINEERS Co.,Ltd., 

which is established in 1995, PPL ENGINEERS Co.,Ltd. focus on structural 
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engineering design, construction supervision, and quality surveyor. PPL ENGINEERS 

Co., Ltd. has a strong reputation, company have previously worked around 200 projects 

with private organization and Government the sample of the famous work such as 

Chinese cultural center of Bangkok, Rbac University, Samutprakarn Knowledge 

Center, Vana Nava water park, Etc. The target of PPLINT plan is to coordinate with 

PPL ENGINEERS Co., Ltd. to share projects, facilities, knowledge, and connection 

with other alliances. 

 

 

 

 

 

 

 

 

 

 

Figure 3.3 PPL ENGINEERS works 

 Although, the company focus on working on professional project, but the main 

target is not particularly in any types of the building nevertheless the company aim at 

accessing various types of customers not only the real estate venders but also an 

individual inhabitants who looking for renovating their own apartment to become the 

well-known interior design company in the world. 
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3.2 Resources, Facilities and Equipment 

 

 

 

 

 

 

 

 

 

Figure 3.4 Company’s Location 

Company Name: PPL INTERIOR Co., Ltd 

Location:  2/4 Prajane Lumpini Patumwan Wittayu road Bangkok 10330 

Area:   200 square meters. 

 PPL INTERIOR Co., Ltd is located in the heart of Bangkok City opposite of the 

Lumpini Park on Witthayu Road. The company is settled at two stories building with 

200 square meter usage area. The building is owned by Peera Tratichotipan the founder 

of PPL INTERIOR which is a legacy from his grandmother. The office provided 

necessary functions for meeting client and workspace for employees. 

 The building is convenient for accessing by footpath, bus, subway, Skytrain and 

private automobile.  The facility is good to condition with fairly easy approach by bus 

traffic and client/staff vehicles. 

 Private Car; There is only one main street to access to the company with 450 

meters from Wittayu Intersection 

 MRT Subway; The easiest way to transport to the company is MRT by getting 

off from Lumpini Station and walking toward Lumpini Park about 400 meters. 
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 BTS Skytrain; There are about 2-3 BTS stations that can access to the site. The 

closest stations are Saladaeng Station and Ploenchit Station takes 20 minutes walk to 

the company. Other stations are Rachadumri Station and Shidlom Station takes 25 

minutes walk to the company. 

 Bus; there are many buses pass through the company which are bus number 4, 

13, 45, 46,47, 50, 74, 17, 115, 116, 22, and 109 

The company site is located in a prime location near business community such as 

Sathorn road, Silom road, Plearnjit road, and Rama4 road. Neighborhoods are mixed 

with commercial building, hospitality and government building such as Lumpini Park, 

Embassy of Japan, Embassy of United State, Sofitel hotel, Q house Lumpini, and Etc. 

3.3 Marketing Methods 

The company market segmentation is focused on various sizes of space and diverse 

types of building design which can be divided into types as follows: 

 Residential buildings; Apartment block, Flat, Condominium, Dormitory, 

Duplex, House, Townhouse, Unit, Villa.  

 Commercial buildings; Hospital, Convention center, Hotel, Market, Skyscraper, 

Shop, Shopping mall, Super Market, Warehouse, Restaurant, and Theater. 

 Educational buildings; College, School, Library, Museum, and Art gallery. 

 Industrial buildings; Factory, Power plant, and Power station. Fifth, Transport 

buildings such as Airport terminal, Bus station, Train station, Metro Station, Taxi 

station, and Parking garage.  

 Other types of building such as Religious buildings, Government buildings, 

Military buildings, and Agricultural buildings. 

The company target market segmentation is aim at private organization, 

government organization, individual, and the community. At the beginning of the first 

stage, the company will target only in Thailand. After that, the company will expand 

target to Asean such as Singapore, Myanmar, Laos, Cambodia, Vietnam, and Indonesia. 
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Next, the company will emphasize to enlarge globally to other countries such as China, 

India, and Dubai. However, if there is a chance to work on project oversea before 

previous plan, the company will be willing to immediately design with motivated and 

talented for customers anyway.  

3.4 Management and Organization 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

                   Figure 3.5 Organization Chart 

 The organization chart shows three departments work under Managing Director, 

which are Administrative Department, Design Department, and Computer Production 

Department. 

 The Administration Department consists of Accountant, Marketing, and 

Administrator, which is the department to provide an assistant and support to the 

director such as data processing, file maintenance, communications and clerical.  

 The Designer Department is divided into three different design expert divisions, 

which are an interior designer, architect, and lighting designer. This department takes 

the essential responsibility to plan, organize, and design the projects.  

Managing Director 

Administration 
Department  

Design Department Production 
Department

Accountant 

Marketing 

Administrator 

Interior Designer 

Architect 

Lighting Designer 

Technician 

Technician 

Technician 
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 The Computer Production Department is combined an Information Technology, 

AutoCAD technician, 3dmax technician, and other related programs such as Autodesk 

Revit, Sketch Up, Photoshop, and ETC. 

 The operation of the company can be illustrated into three stages, First and 

foremost, all departments of Administration will work under and directly to the 

Managing Director except the marketing team that concentrate to operate on some 

project with the design department. Secondly, Design Department will directly 

cooperate with Computer Production team. For example, one of Interior designers will 

work collaboratively with only one program technician to generate a 3D rendering, 

design drawing package, and graphic presentation and one of Architect work with 

another one of Programs technicians. Only Lighting Designer who will not have a 

permanent Programs technician to operate with. 

Table 3.1 Position and Educational background of Team members 

Position Name Education 
Managing Director 

 

Mr. Peera 

Tratichotipan 

Bachelor degree: 

Interior Architecture, Assumption 

University 

Master degree: 

International Business Management, 

Stamford University 

Accounting 

(Director) 

Miss. Parinda 

Tratichotipan 

Bachelor degree: 

Accounting and Finance, Oxford 

Brookes University 

Marketing Miss. Patsita 

Tanaakkaraest 

Bachelor degree: 

Marketing, Bangkok University 

Administrative Miss. Jidapa 

Thampasatho 

Bachelor degree: 

Business Administrative, Thammasat 

University 
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Position Name Education 

Interior Director Miss. Ratha 

Sangworrawuttikri 

Bachelor degree: 

Interior Architecture, Assumption 

University 

Master degree: 

Interior Architecture, Pratt Institute  

Interior designer Mr. Jadsada 

Wuthivigaigan 

Bachelor degree: 

Interior Architecture, Assumption 

University 

Architect Mr. Thanabodi 

Kongtanakerg 

Bachelor degree: 

Architecture, Assumption University 

Lighting Designer Miss. Oil 

Triamkedsub 

Bachelor degree: 

Interior Architecture, Assumption 

University 

Master degree: 

Lighting design, School of Art 

Chicago 

Production Director Mr. Nutdanai 

Rhusuwankul 

Bachelor degree: 

Computer Graphic, Assumption 

University 

Technician Mr. Hirun 

Khunasangiamporn 

Bachelor degree: 

Computer Engineering, Kasetsart 

University 

Technician Mr. Pichayoot 

Tratichotipan 

Bachelor degree: 

Computer Engineering, Assumption 

University 
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3.5 Ownership Structure 

The PPL INTERIOR will be registered as Company Limited, the kind of 

company, which is formed by a capital divided into equal shares, the liability of the 

shareholders being limited to the amount unpaid on the shares respectively held by 

them. To establish the company limited, must have at least 3 persons signing together 

in order to prepare Memorandum and then register. Upon receiving the amount of 

shares, the director must register as the company within 3 months from the date of 

company’s meeting to establish the company (Commerce, 2016). 

Table 3.2 Company Ownership 

             

Name Owner Percentage 

Mr. Peera Tratichotipan 40% 

Mr. Pibool Tratichotipan 20% 

Mrs.Pinpet Tratichotipan 20% 

Ms. Ratha Sangworrawutthikrai 20% 

 

 PPL INTERIOR is plan to have 4 of shareholders for the company, from 

1,000,000 shares Mr Peera Tratichotipan holds 40%, and the other which are Mr. Pibool 

Mr. Peera T.
40%

Mr. Pibool T.
20%

Mrs. Pinpet T.
20%

Ms. Ratha S.
20%

Mr. Peera T.

Mr. Pibool T.

Mrs. Pinpet T.

Ms. Ratha S.
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Tratichotipan (PPL ENGINEERS’S Owner), Mrs. Pinpet Tratichotipan, Miss. Ratha 

Sangworrawutthikrai a holding 20% for each person. 

 

3.6 Internal Analysis 

Table 3.3 SWOT Analyses 

Strengths Weakness  

• Have PPL ENGINEERS as a 

supporter to expand business 

networking, share project, facilities 

and knowledge as well as access to 

national and worldwide markets. 

• The company performs by 

experienced staff. 

• The company uses the new and 

alternative advance technology such 

as computer, VR glass, programs, and 

cutting machine to serve the 

customers. 

• Number of employees is not too large 

so the price for a client can be 

charged on standard or below. 

• The company not has reputation yet. 

• The less number of staff cannot 

handle huge project or overlapping 

projects. 
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Opportunity Threat 

• The current trend and fashion make 

people interest more about interior 

space. 

• The high cost of constructing new 

building caused renovated and 

reconstructed building is a popular 

choice, which reflected to the 

increasing of customers. 

• The AEC will expand more work to 

the Interior market. 

• The location for establishing company 

is close to many of alliance 

companies, which is not Interior firm, 

but all are Architecture companies, 

and Engineers companies. 

• Have many famous Interior firms in 

the market. 

• Many interior designers want to 

establish their own company, or work 

as a freelance. 

 

  

Strengths 

 1. The PPL ENGINEERS is a reliable supporter for PPL INTERIOR, which is 

established since 1995 and has gained almost 22 years’ experience in building 

construction filed. PPL ENGINEERS has many of alliances and connection to share 

with “PPLINT”. Moreover, most of project PPL ENGINEERS will start with the 

beginning of planning and construction. Therefore, it is a high opportunity that PPL 

ENGINEER will pass the project to PPL INTERIOR for the next stage, which is 

architectural design and interior because PPL ENGINEER and PPL INTERIOR can 

cooperate effectively in term of time, data processing and project development. 
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2. The company performs by experienced staff. Due to the background of employee 

members, it shows that every staff has a direct degree and practical experiences related 

to their work scope. 

3. The company uses the new and alternative advance technology. Today in modern 
world, various technologies are invented to help user to illustrate an imagine of the 
designer to the realistic visualization, which can save a lot of time and also improve a 
high quality of work such as laser cutting machine, 3D printer, and VR glasses. 
 4. The fee can be negotiable to standard or below due to the small business. This benefit 
will attract the customers to use our service. 

Weakness 

1. The company not has a reputation yet, because the ”PPLINT” is a newly company 

with a few previous works in portfolio. Without PPL ENGINEERS, customers or 

organization may not trust the company. 

2. The limited number of employee effects to the capability to handle huge project or 

overlapping projects, while operation some projects may be a large scale and may need 

a larger number of staffs to work on. If the new project is coming the number of staffs 

and equipment will be not sufficient to offer another project. 

Opportunity 

1.The current trend and fashion make people interest more about interior space. 

Nowadays, there is a diverse media that presenting the images and information of 

architecture and interior design such as Instragram (social network), Pinterest (social 

network), Art4d (Magazine), Ban Lae Suan (Magazine), and Satapanik (Event). This 

factor has inspired people to be interested in design aesthetic. 

2.The renovation of interior will make a lots of market, the new building are less than 

the old building, and the consumer are higher so the Interior work will follows. 

3. The AEC will expand more work to the Interior market, such as the PPL 

ENGINEERS get the project from Myanmar, and Cambodia.  

4.The location for establishing the company is close to many of alliance companies, 

such as the PPL ENGINEERS located at Sathorn road, Plan Architect located at Satorn 
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road, Plan Associate located at Sathorn, Plan Studio located at Sathorn road, and Proud 

Real Estate located at Plearnjit road. Those are not a competitor but all are Architecture 

company, and Engineers company. 

 
Threat 

 1. There are many famous Interior Design firms in the market such as PIA, SODA, 

Concept I Design, CONTOUR, P49, and HBA.  

2. Many interior designers want to establish their own companies, or work as freelance. 

This external attitude will make an experienced staff resign from the company to have 

their own business. 
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CHAPTER 4 

PRODUCTS AND/OR SERVICES 

 

4.1 Products and Services description 

The services of PPL INTERIORS can divide into 3 majors, which are 

Architecture design, Interior design, and Lighting design. The Architectural services 

include urban design, landscape design, façade design, exterior environment, energy 

consumption and sustainable design. The Interior design services focus on space 

planning, furniture selections, interior circulation, material specification, and security 

equipment. The Lighting design works cooperate with interior and architecture to design 

mood and tone as well as lighting calculation on exterior lighting, and interior lighting 

to calculate the best lighting for building. 

 

Figure 4.1 Architecture design 
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Figure 4.2 Interior design 

 

Figure 4.3 Lighting design 

Architecture, Interior design, and Lighting design contain many of procedures to 

complete the project. Moreover, PPL INTERIOR aims to service and produce the best 

design space for clients. The procedures depend on the scope of work from the 

customer’s agreement that can be separated into three types, which are new construction 
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design project, renovation or reconstruction design project, and combination design 

project.  

 New construction design project: The project that creates the new design 

spaces from empty land to meet initial proposal with clients. This type of project has to 

consider working on predesign services such as feasibility and environmental impact 

studies, site selection, cost analyses, and design requirements. 

 Renovation or reconstruction design project: This type of project work on 

designing from existing buildings or existing interior spaces, which may show design 

outcomes as a new look with the same or different purpose. The building analysis is a 

priority concern for this type of project to identify the risk and possibility of the existing 

site. 

 Combination design project: the project that work on temporary site or 

location such as gallery, museum, convention, or event. 

All design projects that mentioned above also work with all types of building such 

as Residential buildings, Commercial buildings, Educational buildings, Industrial 

buildings, Transport buildings, Religious buildings, Government buildings, Military 

buildings, and Agricultural buildings. 

Table 4.1 List of building types 

Agricultural buildings Barn 

Farmhouse 

Greenhouse 

Root cellar 

Stable 

Storm cellar 

Commercial buildings Car wash 

Convention center 

Forum 

Gas station 
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Table 4.1 List of building types (Cont.) 

 Shop 

Shopping mall 

Supermarket 

Warehouse 

Restaurant 

Residential buildings Apartment block 

Asylum 

Condominium 

Dormitory 

Duplex 

House  

Townhouse 

Villa 

Bungalow 

Educational buildings Archive 

College 

Classroom building 

Gymnasium 

Students' union 

School 

Library 

Museum 

Art gallery 

Theater (building) 

Amphitheater 

Concert hall 

Cinema 

Opera house 

Boarding schools 
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Table 4.1 List of building types (Cont.) 

Government buildings City hall 

Consulate 

Courthouse 

Embassy 

Fire station 

Meeting house 

Palace 

Parliament 

Police station 

Post office 

Prison 

Industrial buildings Brewery 

Factory 

Power plant 

Mill 

Military buildings Barracks 

Bunker 

Blockhouse 

Castle 

Citadel 

Transport buildings Airport terminal                                            Bus 

station                                    Metro station                  

Taxi station                                           Railway 

station  
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4.2 Main operating process 

The operating process begins after clients signed a contract agreement with PPL 

INTERIOR or prepare for bidding of each project. However, before the signing contact 

agreement, the company provides an initial service, which is an initial meeting for 

clients to get a professional advice. The scope of work in this process covering initial 

research, site meeting, recording brief, discussion of budget, property values, 

construction cost assessment, design ideas and feedbacks and retainer agreement. PPL 

INTERIOR works with a sequence of 7 clearly defined work stages called Site measure, 

Feasibility planning, Concept design, Design development, Approval submission, 

Design detailing, and Contract admin. These stages can apply to 3 types of services 

include Architecture design, Interior design, and Lighting design. 

 

 

 

 

 

 

 

 

 

 

 

 

                                           Figure 4.4 Operating process 

 

Site measure 

1-2 days 

Feasibility 
planning 

1-2 weeks

Concept design 
planning 

1-3 weeks

Design development 
planning 

2-4 weeks

Approval submission       

            3 weeks 

Design detailing 

4-6 weeks 

Contract admin 

N/A 
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4.2.1 Site measure 

To visit the site, gather site information, and make an analysis of the existing 

property and surround environment. The measurement should be covered surveying 

indoor and outdoors, climate effects on site, cool breeze, solar access, views, land form 

or space, and M&E. The company will provide site photos, site measure, drawings and 

3D models. 

4.2.2 Feasibility planning 

The stage of initial design planning from the site measure, sketches the draft 

plan for the scope of work, and estimate the cost summary for customers. The outcomes 

of this stage will show CAD drawing sketch plan 1:100, draft model of property and 

surround by Sketchup, and cost summary for budgeting purposes. 

4.2.3 Concept design 

Concept design is the process to create the design that combine between 

customer’s expectation, inspiration by Designer and the rough possibility of structure 

and budget (conceptual design can be more than 1 option depend on contact agreement). 

The company will provide concept presentation, CAD concept design plan 1:100, 3D 

images by 3dmax, rough 3D walk-through model by 3dmax, rough model cutting. 

4.2.4 Design development  

This stage starts after the concept design has been chosen. The designer will 

resolve and improve and develop the concept sketches in order to plan for reality 

construction, which include layout plans, elevations, sections, and detail drawing of 

each area. The company will provide CAD preliminary design plan 1:100(include 

elevation, section, and details drawing), revised 3D visuals by 3dmax, updated 3D walk-

through model by 3dmax, model cutting by laser. 
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4.2.5 Approval submission        

 The Approval submission stage is involved with the important permit that need 

such as EIA permit, 39Tavi, Building construction permit, Building modification 

permit, BOI permit, Public sewer access permit, Etc. All of this permit must approve by 

various departments of Government before construction. Our company will provide full 

set of CAD preliminary design plan 1:100 (include elevation, section, and details), 

update 3D images by 3dmax, License and signature of designer as well as other 

additional requirement to gain council approval. 

4.2.6 Tender Document 

This stage is to provide detailed construction documents for tendering to 

builder, construction documents and any information that the contractor may need to 

prevent the incorrect work. Our company will provide full set of CAD construction 

design plan 1:100(include elevation, section, and details), specification (design, material, 

and furniture), final 3D images by 3dmax, and cost summary. 

4.2.7 Contract admin 

 The stage to ensure the project is properly built as our design, and also to be the 

consult for project, our staff must solve problem for additional site work, and inspection 

during construction. 

 

 

 

 

 

 

Figure 4.5 example of Plan by CAD    Figure 4.6 example of 3D images by 3dmax 
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4.3 Operating process of Online Interior service 

This is the new service for Thai market, the company aim to serve Interior 

design on online marketing. The advantage is designers and customers no need to meet 

each other face by face even need to visit the site or place. This service is suitable for 

the project that is not over than 200 Sq.m. such as a condominium or an apartment and 

the furniture that have been specified in the project must be loose furniture which easy 

to move in the space by client themselves follow design providing from the designer. 

There are 6 steps to operate an online interior service. 

 

 

 

 

 

 

                                      Figure 4.7 online Interior service process 

4.3.1 Customer contact 

The operations start by the customer contact to the company on the website or 

social network. The clients must prepare the plan, present picture of room and estimate 

budget send to the company. 

4.3.2 Choose designer 

The customers have to select the package of services and choose the designer 

from the online portfolios. 

4.3.3 Theme talk 

Customer 
contact 

Choose 
Designer 

Theme 
talk 

  Choose theme 

     (3 options) 

Decorate development Design confirmation 
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After selected the designer, the company will make an appointment for online 

interview to discuss about style, colors, and special requirement for space or furniture. 

4.3.4 Choose theme 

This stage the designer will prepare 3 options of theme for clients to choose and 

each option will be consist of theme board for decorating and a sketch design of each 

room. 

4.3.5 Decorate development 

The decorate development is the process before completing projects; the 

customers can discuss with designer once before the final stage. The company will 

prepare a rough of 3D visualization by 3dmax, and CAD concept design plan 1:100. 

4.3.6 Design confirmation 

The last stage of contract, our designer will provide CAD drawing of decorating 

plan 1:100(include elevations), specification of furniture (shopping list includes details 

of furniture and shop of furniture) and final 3D images by 3dmax. 
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CHAPTER 5 

MARKET ASSESSMENT 

5.1 Examining the General Market 

  To examine the General Market we study from the key Economic Indicators of 

Real Estates of Thailand, the statistics show since 2015-2017 (Supada, 2016). 

 

Figure 5.1 Thailand’s statistic of Real Estate 

The statistics show the amount of transactions in the construction market in 

Thailand from 2015 to January 2017. The data given in million Baht, can be divided 

into three groups, namely the land and building transaction nationwide, the land 

development licenses nationwide and condominium registration nationwide. Overall, it 

can be clearly seen that the amount of transactions of land and building transaction 

nationwide in 2016 slightly exceeded that of 2015, with approximately 100,000 million 

Baht and can be expected to grow gradually in 2017, while the trends of the land 
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development licenses nationwide and the condominium registration nationwide showed 

a similar trend to decrease minimally from 2015 to 2016.  

To begin with the land and building transaction nationwide, the statistics 

combine all provinces of Thailand, which the cumulative of January 2017 show Central 

at 35,155 million Baht, Eastern at 6,990 million Baht, Northeastern at 6,463 million 

Baht, Northern at 5,936 million Baht, and Southern at 4,063 million Baht. Moving on 

to the trend of Land Development Licenses Nationwide, the information illustrated that 

the others provinces are higher unit than Bangkok Metropolis. With regards to the 

proportion of the Condominium Registration Nationwide, the trends showed the 

numbers of unit are drop from October 2016 at 6,150 units to 1,582 units in January 

2017, this information mean the new building are decrease and old building are 

increase, which mean the renovation of building was climbed up. Lastly, the New 

Housing Registration of Bangkok Metropolis also important numbers to focus the table 

display the Housing project, Apartment, Condominiums, and Self-Built Housing, the 

first rank is Housing project at 1,654 units in January 2017, but compare with other 

years Housing project was decreased dramatically from 3,193 units in October 2016, 

3,482 units in November 2016, and 2,798 units in December 2016, the second rank is 

Self-Built Housing at 1,575 units in January 2017, comparing to previous years the 

numbers was remain steady, the last rank is Apartments and Condominiums at 607 units 

in January 2017 the number was also decreased dramatically from previous years, 3,973 

units in October 2016, 3,827 units in November 2016, and 1,334 units in December 

2016. 

 

 

 

 

 



 
 

30  
  
 

5.1.1 PESTEL Analysis 

Table 5.1 PESTEL Analysis 

POLITICAL   Thailand has faced the medium political risk, if there 

are any problems about politic, the construction industries 

will be stuck and that will effect to PPL INTERIOR. In 

short term, the operation of each project may not effect too 

much, but in long term the customers may hold or 

postpone the investment in design projects and that will 

affect to work decreasing at that moment. 

ECONOMIC  From the statistics of Real estate Business of Thailand, 

It shows the value of trading land and buildings of all over 

countries since 2014-2016 the value was slightly increased 

from 969,083 million baht in 2014 to 1,059,201 million 

baht in 2016. Which show the opportunity for Architecture 

industry to grow up with the market (Supada, 2016). 

 The static of Condominium registrar all over Thailand 

since 2012-2016 shows that the amount rose dramatically 

from 2012 to 2015 at 81,665 to 117,600, then in 2016 

dropped to 113,395, which show the huge market of this 

industry, even housing estate, and flat all numbers 

decreased from 2012-2016 but all types still remain a high 

consumers (Supada, 2016). 

 The static of Real estate credit of Bank was slightly 

increased from 1,795,475 million baht in 2012 to 

2,568,871 million baht in 2016, especially credit of 

Personal housing was rose since 20012 to 2016 at 

1,338,127 million baht to 1,974,020 million baht, which 

show a large scale of consumers in Architecture and 
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Construction industry and the target that our company 

should focus (Supada, 2016). 

SOCIAL  For Social factors channel to achieve the trend of 

design are important such as Internet, Computer, 

Television, Magazine, Etc. 

 Education and Capacity of wealth also effect with the 

taste of customers, rich people will be the most customers 

who hire the interior service. 

 The Internet will be the main channel to connect with 

customers, to advertise, and to communicate. The top three 

applications in 2016 were Youtube 97.3%, Facebook 94.8%, 

and Line 94.6% (Washington, 2016). 

TECHNOLOGY Various technologies that involved in design industry such 

as,  

 The laser cut machine and 3D printer. Those can cut 

and form every shape of 3D model by ordering from a 

computer. 

 3Dmax program plus with VR glasses, it will illustrate 

the simulate views for the user to feel like they walk and 

see through the real perspective. 

LEGAL  Many of legal that we have to concern for design 

interior or exterior space in buildings like legal for 

circulation of fire exits, material for the fire exit. There are 

many types of building and each has a different legal and 

regulation to follow and observe before design every 

project.  

ENVIRONMENT  The Environmental factor will be concerned in every 

project. To illustrate, the project needs to design with the 
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idea of sustainable design, which focus on Energy 

consumption in buildings, Material with environmental 

friendly, and pollution caused. Moreover, all of this 

operation will increase the cost of construction that will 

make customers not satisfy.  

 

 

 

 

 

 

 

 

                                                

                                

                                              Figure 5.2 PESTLE Impact Map 

The PESTLE Impact Map shows the positive and negative side from PESTLE 

analyses with the company. 

5.2 Customer Analysis 

The general customers are Private Organization, Government Organization, 

Individual, and Community in Thailand and also other countries in the future. As 

mentioned in the building types before, the private organization will be involved with 

Commercial buildings, Residential buildings, Educational buildings, and Industrial 

buildings. The government organization will be included with Educational buildings, 

Government buildings, Military buildings, and Transport buildings. The Individual will 

be Commercial buildings, and Residential buildings. Lastly, the community will include 
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with Residential buildings, and Educational buildings. The major customer that uses 

design service is an individual with Residential building because the large scale in the 

market. 

5.2.1 Alliances and Network 

Alliances also the important role to bring customers for our company, they can 

give us the customer of Private Organization, and Government Organization. There are 

some alliances that ready to support our company such as,    

Table 5.2 Alliances Lists 

  

 

Civil and Structural Engineers 

  

 

 

 

          

 

 

Architecture 

 

 

 

 

 

 

 

 

Real Estate developer 

 

 

 

 

 

 

                 

 

 

Real Estate developer 
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Real Estate developer 

 

 

 

 

 

 

  

 

 

Museum Designer 

 

 

5.3 Industry Analysis 

Porter’s Five Forces Analysis 

 

 

 

 

 

 

 

 

 

Figure 5.3 Porter’s Five Forces Analysis 

 

Threat of New Entrants 

 (Low) 

Bargaining Power of 
Suppliers 

(Low)  

Bargaining Power of 
Buyers 

(High) 

Threat of Substitute 
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(Medium)

Rivalry among 
Existing Competitors 

(Medium) 
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5.3.1 Threat of New Entrants 

The threat of new entrance for this business is low, because to enter into this 

business it requires many factors such as fund, experience, connection, and reputation. 

The new entrance will have to take time for each factor and that is the reason for low 

threat to the company. 

5.3.2 Bargaining Power of Suppliers 

For the operation and process, PPL INTERIOR does not need any direct 

suppliers to fulfill our business. So the answer for bargaining power of suppliers is low. 

5.3.3 Bargaining Power of Buyers 

The bargaining power of buyers is high because many of design firms such as 

PIA, CONTURE, P49, and HBA are exist and also others relate field such as Index, SB 

furniture, Ikea, Koncept, and Chic Republic also add a new design service for customers 

to sell their furniture, all of these competitors will gain a bargaining power of buyers. 

5.3.4 Threat of Substitute Products or Services 

As mentioned before, the others relate field enter to have design service such as 

furniture malls, contractors, and freelance. All of it is a threat, the target market are 

different, so the threat of substitute products or services is Medium. 

5.3.5 Rivalry among Existing Competitors 

There are many design firms in the market such as PIA, SODA, Concept I 

Design, CONTOUR, P49, and HBA. However, the market also has lots of shares to 

operate, so the rivalry among the existing competitors is Medium. 
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CHAPTER 6 

STRATEGIC IMPLEMENTATION 

 

6.1 Production 

First and foremost, our Main products are services of Architecture design, 

Interior design, and Lighting design. All services produce the documents for customers 

such as CAD preliminary design plan, elevation, section, and detail drawings, 3D 

visuals by 3dmax, 3D walk-through model by 3dmax, model cutting by laser, and Cost 

estimate for construction. To estimate a time frame for this service spend about 3-4 

months, it may take longer time depend on the size, customer’s requirement and scope 

of work. 

Second, the company also plans to set Online Interior service, to gain the project 

that not bigger than 200 Sq.m. such as a condominium or an apartment and also area 

which is not take too much time to operate. To estimate a timeframe for this service will 

take around 1 months, it may take longer time depend on the size customer’s 

requirement and scope of work. 

PPL INTERIOR has to hire the professional employee, who ready for working 

on the project follows the company’s operation before the company is started. All 

Designers need to have design skills, sketch skill, legal of design knowledge, area 

requirement, computer skill such as, Autocad, Photoshop, Basic 3dmax, sketchup, 

Lumion, and Revit. The computer technicians also need to advance on all computer skill 

such as, Autocad, Photoshop, 3dmax, sketchup, Lumion, and Revit.  

6.2 Marketing Strategy 

• For the first beginning of the company, PPL INTERIOR will focus and track 

all projects that PPL ENGINEERS acquiring or operating to take the project 
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from a private organization or Government organization because they often 

have projects that need interior services. 

• Secondly, PPL INTERIOR will contact directly to the owner of every 

company in alliance or friends of owner for advertising, promoting, and 

acquiring the projects. The lists of related fields are included Architecture 

company, Engineers company, Contractor company, Real Estate 

Development company, Owner of Apartment, Owner of Office building, 

Bank (department of Real Estate), Owner of Hotel, Owner of Department 

Store, and Owner of University. The reason is the company needs to deal 

with the person who can make the decision. 

• Third is the Online market, PPL INTERIOR also needs to invest in digital 

marketing because of several reasons. The important reason is the company 

have service about Interior online service the website and application of PPL 

INTERIOR must advance and be stable on standard to support this service. 

Another point is that the payments for online service also need to focus such 

as Paysbuy, Alipay, PayPal, Siampay, or Thaiepay. Third the Internet also 

effective for advertising PPL INTERIOR works or services such as 

YouTube, Pinterest, Instragram, Websites, Facebook, and Line.  

• Fourth, the Events, Conferences, or Seminars that related to PPL 

INTERIOR work's field also useful to attend to gain customers, reputation, 

network, and trust. The important event that PPL INTERIOR must attend 

such as Architect Expo(every year), Thailand Friendly Design Expo, 

Thailand International Furniture Fair, and BaanLaeSuan Fair. 

6.2.1 Price and Service fee 

6.2.1.1 Main services: PPL INTERIOR divides the main service fee for Architecture, 

Interior, and Lighting design fee as follows, 
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Table 6.1 Residential Service fee 

Residential type    

 

Less than    100 sqm   = 60,000 THB 

 More  than  100 sqm   = 1,100 THB per sqm 

 

 

Table 6.2 Commercial and others Service fee 

Commercial type and 

others type    

Less than    100 sqm   = 80,000 THB 

 More than   100 sqm   = 1,300 THB per sqm 

 

The total service fee must divided into 5 progress payments to pay after each 

process was finished, the first payment for 10 percent of total service fee must pay after 

the “Feasibility planning” had finished, Second the 20 percent of total service fee must 

pay after the finished of “Concept design”, Third the 30 percent of total service fee must 

pay after the finished of “Design development”, the Fourth payment 30 percent of total 

service fee must pay after the finished of “Approval submission”, and Last 10 percent 

of total service fee must pay after “Design detailing” finished. 

Table 6.3 Payment deal 

Stage of design Payment 

1. Site measure - 

2. Feasibility planning 10 percent 

3. Concept design 20 percent 

4. Design development 30 percent 
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5. Approval submission 30 percent 

6. Design detailing 10 percent 

Contract admin - 

 

6.2.1.2 Online Interior service: The payments of online Interior service are as follows, 

Table 6.4 Online Interior Service fee 

Online Interior service    Less than    100 sqm   = 15000 THB 

 More  than 100 sqm    = 300 THB per sqm 

 

The total service fee is divided into 4 progress payment, the first payments 10 

percent of total service fee must pay after “Choose designer”, Second the 20 percent of 

total service fee must pay after the finished of “Theme talk”, Third the 50 percent of 

total service fee must pay after the finished of “Choose theme”, and Last 20 percent of 

total service fee must pay after “Decorate development” finished. 

Table 6.5 Payment deal 

Stage of design Payment 

1.Customer contact - 

2. Choose designer 10 percent 

3. Theme talk 20 percent 

4. Choose theme 50 percent 

5.Decorate development 20 percent 

6. Design confirmation - 

6.2.2 Contracting 

The contract agreement is one of the most important things to prevent risk, a 

contract can either make or break a project (Knackstedt, 2002), there are some example 
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of Thai contract (Appendix A) and English contract (Appendix B). The contracts must 

represent the name of owner, company’s name, and address of Owner side in the 

contract, and the name of the owner, company’s name, and address of Designer side in 

the contract. The topic in contracts has many Clause to focus such as, Designer’s 

Service, Scope of Designer’s Basic Service, Additional Services, Owner’s 

Responsibilities, Cost of the Work, Use of Designer’s Drawings, Specifications and 

Other Documents, Arbitration, Termination, Suspension or Abandonment, 

Miscellaneous Provisions, Payments to the Designer, Basis of Compensation, and 

Other Conditions or Services. And the last page of the contracts the Owner, Designer, 

and two of Witness must sign his or her name to complete the contracts. 

6.2.3 Evaluation and Control Plan 

The Control plan for PPL INTERIOR will use PDCA, it stands for PLAN-DO-

CHECK-ACT, first “Plan” is the process to investigate the present situation, try to 

understand all of the problem, plan the schedule, and set the goal to achieve. It is a 

continuous improvement strategy, which was developed by W Edward Deming in 1950 

as Problem Solving Cycle, he uses PDCA with continuous improvement to rebuild 

Japanese industries in 1950. Second “Do” the process to implement the plan, and operate 

all tasks follow the plan, and continuous the plan. Third “Check” the process to monitor 

the result of the current plan, to collect the data, measure the data, and analyses the 

result to find the lack of the plan, and find solutions to improve the future. Last “Act” 

the process to start PDCA again or summarize the effective result of the plan.   

 The continuous improvement of PDCA can upgrade or level up the standard 

of firm, product, or service. 

Technique to use with PDCA:  

Plan  

- Brain Storming  -Cause & Effect   - Check Sheets  
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-Pareto Analysis   - Concentration Diagrams  - Process Flow Charts  

- Performance Measuring  - 5 Why’s @ 5W 1H   - Paired Comparisons  

-Impact Diagrams  

Do  

- Brain Storming   - Paired Comparisons   - Impact Diagrams  

- Force Field Analysis  - Solution Effect Diagram  - Schedule or Project Plan  

-Failure Prevention Analysis  

 

Check  

- Brain Storming   - Check Sheets   - Pareto Analysis  

- Concentration Diagrams  - Performance Measuring  

Act  

- Brain Storming   - Cause & Effect   - Check Sheets  

- Pareto Analysis   - Concentration Diagrams  - Performance Measuring 
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CHAPTER 7 

FINANCIAL PLAN 

 

7.1 Source of Fund 

The sources of funding come from my family reserved money, which will 

transfer to the Owner’s equity at 5,000,000 THB. For the first year of start-up the 

company will not take the fund that loan from Bank, but we also have the backup plan 

of using the land of the office to collateralize with Bank, which can loan at 20,000,000 

THB. 

Table 7.1 Source of Fund 

Financing Value 

Equity Contributions  

Owner’s Investment 5,000,000 THB 

Total Equity Financing 5,000,000 THB 

(Backup fund 20,000,000 THB ) 
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7.2 Start-up plan 

 

Figure 7.1 Pie chart of Required Start-up Funds 2017 

Table 7.2 Required Start-up Funds 2017 

Projected startup Costs Value 

Equipment 1,155,000 THB 

Furniture and Fixtures 1,168,500THB 

Building Insurance 20,000 THB 

Pre-Opening Salaries and Wages 400,000 THB 

Supplies 50,000 THB 

Legal and Accounting Fees 20,000 THB 

Advertising and Promotions 150,000 THB 

Working Capital 2,036,500 THB 

Equipment
THB 1,155,000

Furniture and 
Fixtures

THB 1,168,500

Building 
Insurance
THB 20,000

Pre‐opening 
Salaries and 

wages
THB 400,000

Supplies
THB 50,000

Legal and 
Accountung Fees

THB 20,000

Advertising and 
Promotions
THB 150,000

Working Capital
THB 2,036,500
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Total Startup Costs 5,000,000 THB 

For the start-up cost, the fixed assets of PPL INTERIOR need to pay on Equipment, 

Furniture, and office construction. The others cost such as Land, Building, and Lease 

no need to pay because the owner owned the Land and Building.    

7.3 Salaries and Wages 

 

Figure 7.2 Bar chart of personnel hiring plan 

Table 7.3 Personnel hiring plan 

Position Salaries 

Managing Director 65,000 THB 

Accounting (Director) 35,000 THB 

Marketing 25,000 THB 

Administrative 25,000 THB 

Interior  (Director) 50,000 THB 

Interior Designer 35,000 THB 

Architect 35,000 THB 

Lighting 30,000 THB 

Technician(Director) 40,000 THB 

Technician 30,000 THB 

Technician 25,000 THB 

0
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The total salary for 10 persons in PPL INTERIOR is 395,000 THB for each Month, 

and for each year is at 5,088,000 THB. 

7.4 Fixed Operating Expenses 

There are some of the cost that has to pay for operating the company on each month 

such as the advertising, office expenses, supplies, and utilities.

 

Figure 7.3 Pie chart of fixed Operating Expenses 

Table 7.4 Fixed Operating Expenses  

Expenses Amount 

Advertising 20,000 THB 

Car and Truck Expenses 10,000 THB 

Conferences & Seminars 10,000 THB 

Office Expenses & Supplies 20,000 THB 

Postage and Delivery 2,500 THB 

Telephone and Communications 4,000 THB 

Utilities 10,000 THB 

Depreciation 33,225 THB 

Total Fixed Operating Expenses per Month 109,725 THB 

Total Fixed Operating Expenses per Year 1,316,700 THB 
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THB 4,000

Utilities
THB 10,000

Depreciation
THB 33,225
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7.5 Project Sales Forecast 

The products and services are divided into 4 groups to for making an assumption and 

forecasting the sales. 

7.5.1 Project less than 100 sq.m. 

Table 7.5 Product type 1  

Project  less than 100 sqm Assumptions 

Price per Unit 70,000 THB 

Variable Cost per Unit -3,500 THB 

Gross Margin per Unit 66,500 THB 

 

Figure 7.3 Line chart of project sales estimate for projected less than 100 sq.m. 

Table 7.6 Number of Project sales estimated for projected less than 100 sq.m. 

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Totals 

- - 1 1 1 2 2 1 1 1 1 1 12 

Table 7.7 Breakeven analyses  

Project Revenue   840,000 THB 

Variable Costs    -42,000 THB 

Gross Margin   798,000 THB 

Overhead Expenses -619,890 THB 

Profit = 178,110 THB  

 = 21.20% 

Breakeven Sale Revenue 652,515.79 THB 

Breakeven Sale Units  9 

0

1

2

3

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

project
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7.5.2 Project around 400 sqm 

Table 7.8 Product type 2  

Project  around 400 sqm Assumptions 

Price per Unit 440,000 THB 

Variable Cost per Unit -22,000 THB 

Gross Margin per Unit 418,000 THB 

 

Figure 7.4 Line chart of Project sales estimate for projected around 400 sq.m. 

Table 7.9 Number of Project sales estimate for projected around 400 sq.m. 

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Totals 

- - - 1 - 1 - 2 - 2 - 1 7 

Table 7.10 Breakeven analyses for projected around 400 sq.m. 

Project Revenue   3,080,000 THB 

Variable Costs    -154,000 THB 

Gross Margin   2,926,000 THB 

Overhead Expenses -2,479,560 THB 

Profit = 446,440 THB  

 = 14.49% 

Breakeven Sale Revenue 2,610,063.10 THB 

Breakeven Sale Units  6 
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7.5.3 Project around 1,000 sqm 

Table 7.11 Product type 3  

Project  around 1,000 sqm Assumptions 

Price per Unit 1,300,000 THB 

Variable Cost per Unit -65,000 THB 

Gross Margin per Unit 1,235,000 THB 

 

 

Figure 7.5 Line chart of project sales estimate for projected around 1,000 sq.m 

Table 7.12 Number of Project sales estimate for projected around 1,000 sq.m. 

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Totals 

- - - - - 1 - - - - - 1 2 

Table 7.13 Breakeven analyses for projected around 1,000 sq.m 

Project Revenue   2,600,000 THB 

Variable Costs    -130,000 THB 

Gross Margin   2,470,000 THB 

Overhead Expenses -2,479,560 THB 

Profit = -9560 THB  

 = -0.37% 

Breakeven Sale Revenue 2,610,063.16 THB 

Breakeven Sale Units  2 

0

0.5

1

1.5

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

project
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7.5.4 Interior Online Service 

Table 7.14 Product type 4  

Interior Online Service Assumptions 

Price per Unit 20,000 THB 

Variable Cost per Unit -1,000 THB 

Gross Margin per Unit 19,000 THB 

 

Figure 7.6 Line chart of project sales estimate for interior online service 

Table 7.15 Number of Project sales estimate for interior online service 

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Totals

- 1 1 3 2 1 3 5 5 8 5 10 44 

Table 7.16 Breakeven analyses for projected around 400 sq.m. 

Project Revenue    880,000 THB 

Variable Costs    -44,000 THB 

Gross Margin   836,000 THB 

Overhead Expenses  -619,890 THB 

Profit = 216,110 THB  

 = -24.56% 

Breakeven Sale Revenue 652,515.79 THB 

Breakeven Sale Units  33 

0

2

4

6

8

10

12

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

project



 
 

50  
  
 

7.6 Project Profit and Loss 

7.6.1 Year One 

Table 7.17 Income Statement Year One 

 

Table 7.18 Cash Flow Statement Year One 
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Table 7.19 Balance Sheet Year One 
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7.6.2 Year Two 

Table 7.20 Income Statement Year Two 

 

 

 

 

 

 

 

 

 

 

Table 7.21 Cash Flow Statement Year Two 
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Table 7.22 Balance Sheet Year Two 
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7.6.3 Year Three 

Table 7.23 Income Statement Year Three 

 

 

 

 

 

 

 

 

 

 

 

Table 7.24 Cash Flow Statement Year Three 
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Table 7.25 Balance Sheet Year Three 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

7.7 Year End Summary 

 The following bar chart shows the total year end summery of PPL INTERIOR 

since year one to year three. Overall, it can be clearly seen that net income experienced 

an upward trend from 451,547 Baht in year one to 7,507,530 Baht in year three, rising 

about 20% of each year. From the following chart can be concluded that this business 

can be success to increase the profit continuously in the future. 
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Table 7.26 Year End Summary 

 

 

 

 

 

 

 

 

 

 

 

 

 

7.7 Financial Ratio 
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Figure 7.7 bar graph of year end summary 

Table 7.27 Financial Ratio 
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7.8 Breakeven Analysis 

 The following table shows the Breakeven Analysis of PPL INTERIOR, which 

combine salaries and fixed operating expenses as tools for compute a breakeven point. 

According to the table, PPL INTERIOR should gain annual sales over 6,525,158 Baht. 

to meet the breakeven point. 

Table 7.28 Breakeven Analysis  
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CHAPTER 8 

REFLECTIVE STATEMENT 

This business plan of PPL INTERIOR Co., Ltd is planned and created 

for Independence study, which cover of Operation plan, Marketing strategies, 

Financial plan, and also other feasibilities that need to start and maintain the 

business.  

This business plan may not perfect or covers enough on the academic 

requirement but I believe that in realistic the company will make a good 

performance to acquire the profit by the backup of PPL ENGINEERS and other 

alliances. I trust that the PPL ENGINEERS and PPL INTERIOR will cooperate 

and complete the task on each other. 

All of my time that spent with Architecture life and my dad’s business 

about the Structure engineers I saw that most of talent designer know how to 

make a good work, and spent time on it for perfect work but all of it just the 

operation, it just one minor thing in the business. After I had studied at Stamford 

University, I have learned that to success on running the company it require 

more than operation, the marketing and financial also important to focus.   

Lastly, after I have finished this Business plan even in a short time of 

research, but I am really confidence to start my own business by using this study 

as a guideline and plan for my own success in the future. 
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