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ÂóäĂË­ÿèæóè¬óÈ ĀæñÕ­óÚëòÈÅâ âöÅèóâëîÕÅæ­îÈÂòÚĂÚÿäøćîÈÃîÈÂóäĂË­ÿèæóØöćâöâóÂÃ÷ĈÚáóãìæòÈÂóä

ÿÂêöãÔîóãùĂì­ÿÜĆÚÜäñāãËÚ° ÃÔñÿÕöãèÂòÚĂÚÖ¬óÈÜäñÿØéÜäñÿÕĆÚĂÚÂóäÂóäÿÖäöãâÖòèØóÈÕ­óÚÂóä

ĂË­ÿèæóè¬óÈĀæñØöćîãú¬îóéòãäèâÂòÚĂÚÕ­óÚÂóäÕČóÿÚõÚËöèõÖÿË¬ÚÂòÚØČóĂì­âöÅèóâÅæ­óãÅæ÷ÈÂòÛÂóäé÷Âêó

ĂÚÜäñÿØéăØãĀÖ¬Âóäé÷ÂêóĂÚÜäñÿØéăØãÉñĀãÂÕ­óÚÈóÚîÕõÿäÂĀæñØöćîãú¬îóéòãăè­ÅÚæñÕ­óÚîã¬óÈ

ËòÕÿÉÚ ×÷ÈĀâ­è¬óÂóäé÷ÂêóĂÚÿäøćîÈÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÃîÈĂÚÜäñÿØéăØãĀæñÖ¬óÈÜäñÿØé 

âöÂóäĀÛ¬ÈÕ­óÚØöćĀÖÂÖ¬óÈÂòÚ ĀÖ¬ÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÚòĈÚâöÉùÕâù¬ÈìâóãÿßøćîĂì­ÛùÅÅæëóâóä×

ÜäòÛÖòèĀæñÕČóäÈËöèõÖĂÚË¬èÈèòãÿÂêöãÔăÕ­îã¬óÈâöÅèóâëùÃ Ì÷ćÈÜäñÿÕĆÚìæòÂąÃîÈÂóäÿÖäöãâÖòèÂ¬îÚ

ÿÂêöãÔØòĈÈĂÚÜäñÿØéăØãĀæñÖ¬óÈÜäñÿØéâöîãú¬ØòĈÈìâÕ ƚ Õ­óÚ ăÕ­ĀÂ¬ Õ­óÚä¬óÈÂóã Õ­óÚÉõÖĂÉ Õ­óÚ

ÂóäÿÈõÚìäøîÿéäêÑÂõÉ ĀæñÕ­óÚÂóäÕČóÿÚõÚËöèõÖ  

áóÅÖñèòÚîîÂÃîÈÜäñÿØéăØã âöÉòÈìèòÕîãú¬ØòĈÈìâÕ Ɲ ÉòÈìèòÕ ăÕ­ĀÂ¬ ÖäóÕ ÉòÚØÛùäö 

äñãîÈ ÊñÿËõÈÿØäó ËæÛùäö ÜäóÉöÚÛùäö ĀæñëäñĀÂ­è âöÃ­óäóËÂóäÅäúëòÈÂòÕëČóÚòÂÈóÚÿÃÖßøĈÚØöć

Âóäé÷ÂêóâòÙãâé÷Âêó (ëßâ.) ØòĈÈìâÕ ƞ,ƖƚƗ ÅÚ (ëČóÚòÂÈóÚë×õÖõĀì¬ÈËóÖõ, ƘƛƜƙ) Ì÷ćÈÉóÂëáóß

ëòÈÅâĀæñÿéäêÑÂõÉØöćÿÜæöćãÚĀÜæÈăÜ Å¬óÚõãâØóÈèòÖ×ùØöćâóÂÿÂõÚÅèóâÉČóÿÜĆÚ ëõćÈîČóÚèãÅèóâëñÕèÂ

Ö¬óÈąÂ¬îĂì­ÿÂõÕÅèóâàù¬âÿàøîã ØČóĂì­âöÅ¬óĂË­É¬óãÉČóÚèÚâóÂ ÿË¬Ú Å¬óÝ¬îÚÛ­óÚ Ý¬îÚä× ÿÅäøćîÈĂË­ăàà­ó 

ĀæñîøćÚą ÿÜĆÚÝæĂì­Ã­óäóËÂóäÅäúë¬èÚâóÂĂÚáóÅÖñèòÚîîÂâöáóèñìÚöĈëõÚ Õ­èãÜòÉÉòãĀèÕæ­îâÖ¬óÈą

îóÉë¬ÈÝæÂäñØÛÖ¬îÉõÖĂÉØČóĂì­ÿÂõÕáóèñÿÅäöãÕ ĀæñîóÉØČóĂì­ÃóÕÅèóâëÚĂÉìäøîÂäñÖøîäøîä­ÚĂÚ

ÂóäÿÖäöãâÅèóâßä­îâÂ¬îÚÃ­óëú¬èòãÿÂêöãÔ Ì÷ćÈîóÉë¬ÈÝæÂäñØÛáóãìæòÈÖ¬îÂóäĂË­ËöèõÖìæòÈÿÂêöãÔ 

ìóÂăâ¬ëóâóä×ÉòÕÂóäÂòÛÜòÎìóÚòĈÚăÕ­ ÕòÈÚòĈÚÂóäèóÈĀÝÚÿÖäöãâÖòèÂ¬îÚÿÂêöãÔ É÷ÈâöÅèóâëČóÅòÎ

îã¬óÈâóÂÂòÛÂóäÜäòÛÖòèĀæñÕČóäÈËöèõÖĂÚèòãÿÂêöãÔ 

ÉóÂÃ­óÈÖ­ÚÝú­èõÉòãÉ÷ÈâöÅèóâëÚĂÉØöćÉñé÷Âêó ÂóäÿÖäöãâÅèóâßä­îâëú¬ÂóäÿÜĆÚ
Ýú­ÜäñÂîÛÂóäìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú áóÅÖñèòÚîîÂ āÕãÝú­èõÉòãăÕ­é÷ÂêóÿÂöćãèÂòÛÂóäÿÖäöãâ
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Åèóâßä­îâìæòÈÿÂêöãÔÉóÂÂóäØÛØèÚèääÔÂääâ Ì÷ćÈăÕ­ÖòèĀÜäîîÂâó ƚ Õ­óÚ ăÕ­ĀÂ¬ Ɨ.Õ­óÚÅèóâ
ëâÛúäÔ°ÃîÈä¬óÈÂóã Ƙ.Õ­óÚÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ ƙ.Õ­óÚÂóäÿÈõÚ Āæñ ƚ.Õ­óÚÂóäÕČóÿÚõÚËöèõÖ ÉóÂ
ÚòĈÚÝù­èõÉòãÿìĆÚè¬óØåêÏöÃîÈ ÂóäèòÕÝæĀÛÛëâÕùæ ( Balance Scorecard : BSC ) ăÕ­ĀÂ¬ 1.âùââîÈ
ØóÈÕ­óÚÂóäÿÈõÚ (Financial Perspective)  2.âùââîÈØóÈÕ­óÚæúÂÅ­ó (Customer Perspective) 3.âùââîÈ
ØóÈÕ­óÚÂäñÛèÚÂóäÉòÕÂóäáóãĂÚ (Internal Business Process)  Āæñ ƚ.âùââîÈØóÈÕ­óÚÂóäÿäöãÚäú­
ĀæñÂóäÿÖõÛāÖ (Learning and Growth) (Kaplan & Norton, 1996) ëóâóä×ÚČóĀÚèÅõÕÃîÈØòĈÈ ƚ 
âùââîÈâóÿëäõâÿÂöćãèÂòÛÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔăÕ­ Ì÷ćÈÝú­èõÉòãăÕ­é÷Âêó
ÿÂöćãèÂòÛÖòèĀÜäØòĈÈìâÕØöćÂæ¬óèâó ßÛè¬ó ÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÃîÈ
Ã­óäóËÂóäÅäúâö Ɲ Õ­óÚ ăÕ­ĀÂ¬ Ɨ.Õ­óÚÅèóâëâÛúäÔ°ÃîÈä¬óÈÂóã Ƙ.Õ­óÚÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ ƙ.Õ­óÚ
ÂóäÿÈõÚ ƚ.Õ­óÚÂóäÕČóÿÚõÚËöèõÖ ƛ.Åèóâäú­ÅèóâÿÃ­óĂÉÿÂöćãèÂòÛæúÂÅ­ó Ɯ.Õ­óÚÛäõìóäÉòÕÂóä Āæñ Ɲ.Õ­óÚ
ÂóäÿäöãÚäú­ĀæñßòÓÚó  ÝÚèÂÿÃ­óÂòÛ Âóäé÷ÂêóÿÂöćãèÂòÛäúÜĀÛÛÙùäÂõÉØöćÿäöãÂè¬ó Business Model 
Canvas Øöćâö Ɵ îÈÅ°ÜäñÂîÛÕòÈÚöĈ Ɨ) Âæù¬âæúÂÅ­ó (Customer Segments) Ƙ) ÂóäÿëÚîÅùÔÅ¬ó (Value 
Propositions) ƙ) Ë¬îÈØóÈ (Channels) ƚ) ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer Relationships) ƛ) 
ÂäñĀëäóãăÕ­ (Revenue Streams) Ɯ) ØäòßãóÂäìæòÂ (Key Resources) Ɲ) ÂõÉÂääâìæòÂ (Key 
Activities) ƞ) ßòÚÙâõÖäìæòÂ (Key Partners) Āæñ Ɵ) āÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure) āÕãÝú­èõÉòã
ăÕ­ÚČóāâÿÕæÙùäÂõÉØòĈÈ Ɵ îÈÅ°ÜäñÂîÛÚöĈâóèõÿÅäóñì°ÿÂöćãèÂòÛÂóäØöćÉñÿäõćâÙùäÂõÉÚòĈÚÂæù¬âÿÜ­óìâóãÅèäâö
Åèóâäú­ÅèóâÿÃ­óĂÉäúÜĀÛÛÙùäÂõÉ Ɵ îÈÅ°ÜäñÂîÛ ĂÚĀÖ¬æñîÈÅ°ÜäñÂîÛîã¬óÈăäÛ­óÈÂ¬îÚÂóä
ÜäñÂîÛÙùäÂõÉ 

ÉóÂÚòĈÚÚČóÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäúâö Ɲ 
Õ­óÚ ĀæñÅèóâäú­ÅèóâÿÃ­óĂÉäúÜĀÛÛÙùäÂõÉ Ɵ îÈÅ°ÜäñÂîÛ âóÿÜĆÚĀÚèØóÈëČóìäòÛÂóäÿÖäöãâÅèóâ
ßä­îâëú¬ÂóäÿÜĆÚÝú­ÜäñÂîÛÂóäìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú  

Ɨ.Ƙ ÜòÎìóÂóäèõÉòã 

1. Ã­óäóËÂóäÅäúØöćâöÅèóâÖ­îÈÂóäÜäñÂîÛÙùäÂõÉìæòÈÿÂêöãÔÖ­îÈâöÂóäÿÖäöãâÖòèîã¬óÈăä 

ĀæñÖ­îÈâöÅèóâäú­ĂÚÿäøćîÈĂÕÛ­óÈ ? 

Ƙ. Ã­óäóËÂóäÅäúØöćâöÅèóâÖ­îÈÂóäÜäñÂîÛÙùäÂõÉìæòÈÿÂêöãÔÅèäâöÂóäÿÖäöãâÖòèîã¬óÈăä 

ĀæñÖ­îÈâöÅèóâäú­ĂÚÿäøćîÈĂÕÛ­óÈ ? 
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Ɨ.ƙ èòÖ×ùÜäñëÈÅ°ÈóÚèõÉòã  

Ɨ. ÿßøćîëČóäèÉÂóäÿÖäöãâÅèóâßä­îâÿßøćîÿäõćâÖ­ÚÙùäÂõÉÃîÈÃ­óäóËÂóäÅäú Ɲ Õ­óÚ ĀæñÅèóâäú­

ÅèóâÿÃ­óĂÉäúÜĀÛÛÙùäÂõÉ Ɵ îÈÅ°ÜäñÂîÛ ÃîÈÃ­óäóËÂóäÅäúØöćÿÂêöãÔĀæ­èâöÙùäÂõÉÿÜĆÚÃîÈÖÚÿîÈ 

Ƙ. ÿßøćîëČóäèÉÂóäÿÖäöãâÅèóâßä­îâÿßøćîÿäõćâÖ­ÚÙùäÂõÉÃîÈÃ­óäóËÂóäÅäú Ɲ Õ­óÚ ĀæñÅèóâäú­

ÅèóâÿÃ­óĂÉäúÜĀÛÛÙùäÂõÉ Ɵ îÈÅ°ÜäñÂîÛ ÃîÈÃ­óäóËÂóäÅäúØöćÖ­îÈÂóäÿÜĆÚÝú­ÜäñÂîÛÂóäìæòÈÿÂêöãÔ  

ƙ. ÿßøćîßòÓÚóäúÜĀÛÛÂóäÿÖäöãâÅèóâßä­îâëú¬ÂóäÿÜĆÚÝú­ÜäñÂîÛÂóäìæòÈÿÂêöãÔÃîÈ

Ã­óäóËÂóäÅäú  

Ɨ.ƚ ÃîÛÿÃÖÈóÚèõÉòã 

1. ÃîÛÿÃÖÕ­óÚÿÚøĈîìó 

- ÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉ Ɲ Õ­óÚ  

-Åèóâäú­ÅèóâÿÃ­óĂÉÿÂöćãèÂòÛäúÜĀÛÛÙùäÂõÉØòĈÈ Ɵ îÈÅ°ÜäñÂîÛ 

-äúÜĀÛÛÙùäÂõÉ  

Ƙ.ÜäñËóÂä 

-Âæù¬âÃ­óäóËÂóäÅäúĂÚëòÈÂòÕÃîÈëČóÚòÂÈóÚÿÃÖßøĈÚØöćÂóäé÷ÂêóâòÙãâ(ëßâ.) áóÅÖñèòÚîîÂ

ØöćÿÂêöãÔĀæñâöÙùäÂõÉÿÜĆÚÃîÈÖÚÿîÈ 

-Âæù¬âäóËÂóäÅäúĂÚëòÈÂòÕÃîÈëČóÚòÂÈóÚÿÃÖßøĈÚØöćÂóäé÷ÂêóâòÙãâ(ëßâ.) áóÅÖñèòÚîîÂ  Øöć

âöîóãùîãú¬ĂÚË¬èÈ 40-55 ÜöÃ÷ĈÚăÜ ĀÖ¬Ë¬èÈîóãùØöćÚ­îãØöćëùÕÉñÖ­îÈăâ¬Ú­îãÂè¬ó ƙƛ Üö 

3.ÃîÛÿÃÖßøĈÚØöć 

- Ã­óäóËÂóäÅäúĂÚëòÈÂòÕÃîÈëČóÚòÂÈóÚÿÃÖßøĈÚØöćÂóäé÷ÂêóâòÙãâ(ëßâ.) áóÖñèòÚîîÂ  

ƚ.ÃîÛÿÃÖäñãñÿèæó 

äñãñÿèæóĂÚÂóäÿÂĆÛÃ­îâúæ ÿËõÈÅùÔáóßÖòĈÈĀÖ¬ ÿÕøîÚ ÿâêóãÚ ƘƛƜƙ ×÷È ÿÕøîÚ ßåêáóÅâ 

2563 



 5 

äñãñÿèæóĂÚÂóäÿÂĆÛÃ­îâúæ ÿËõÈÜäõâóÔÖòĈÈĀÖ¬ ÿÕøîÚ ÿÕøîÚ ÿâêóãÚ ƘƛƜƙ ×÷È ÿÕøîÚ 

ßåêáóÅâ ƘƛƜƙ 

Ɨ.ƛ ÜäñāãËÚ°ØöćÅóÕè¬óÉñăÕ­äòÛÉóÂÈóÚèõÉòã 
ÜäñāãËÚ°ØóÈÖäÈ 

ÿËõÈÙùäÂõÉ 

- ØäóÛĀÚèØóÈÂóäÿÖäöãâÅèóâßä­îâĂÚÂóäÜäñÂîÛÙùäÂõÉÃîÈÃ­óäóËÂóäÅäúØöćÜäñëÛ

ÅèóâëČóÿäĆÉĂÚÂóäÜäñÂîÛÙùäÂõÉìæòÈÿÂêöãÔ  

- ăÕ­äú­ÿÂöćãèÂòÛÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉÃîÈÃ­óäóËÂóäÅäúØòĈÈ Ɲ Õ­óÚ Āæñ

Åèóâäú­ÅèóâÿÃ­óĂÉäúÜĀÛÛÙùäÂõÉ Ɵ îÈÅ°ÜäñÂîÛ ÿßøćîÚČóăÜÜäñãùÂÖ°ĂË­ĂÚÂóäÿäõćâÖ­ÚÜäñÂîÛÙùäÂõÉ 

ÿËõÈèõËóÂóä 

- ăÕ­äúÜĀÛÛÂóäÿÖäöãâÅèóâßä­îâëú¬ÂóäÿÜĆÚÝú­ÜäñÂîÛÂóäìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú  

ÜäñāãËÚ°ØóÈî­îâ 

ÿËõÈëòÈÅâ 

- Ë¬èãßòÓÚóÅèóâäú­ÿÂöćãèÂòÛÂóäØČóÙùäÂõÉ Ăì­ĀÂ¬Âæù¬âÂ¬îÚèòãÿÂêöãÔØöćÖ­îÈÂóäØČóÙùäÂõÉìæòÈ

ÿÂêöãÔ 

- ÿßøćîÿÜĆÚĀÚèØóÈßòÓÚóÅèóâëóâóä×ÃîÈÂæù¬âèòãÿÂêöãÔ 

ÿËõÈÚāãÛóã 

- ÿßøćîæÕáóäñØóÈëòÈÅâÃîÈáóÅäòÑ 

- ÿßøćîÿÜĆÚĀÚèØóÈĂÚÂóäÂČóìÚÕÚāãÛóãëČóìäòÛëòÈÅâÝú­ëúÈîóãù 
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Ɨ.Ɯ ÚõãóâéòßØ°ÿÊßóñ 

 Ã­óäóËÂóäÅäú ìâóã×÷È  Ýú­ØöćÜäñÂîÛèõËóËößÌ÷ćÈØČóìÚ­óØöćìæòÂØóÈÕ­óÚÂóäÿäöãÚÂóä ëîÚ

Āæñë¬ÈÿëäõâÂóäÿäöãÚäú­ÃîÈÝú­ÿäöãÚÕ­èãèõÙöÂóäÖ¬óÈą  Āæñîãú¬ĂÚëòÈÂòÕÃîÈëČóÚòÂÈóÚÿÃÖßøĈÚØöć

Âóäé÷ÂêóâòÙãâ(ëßâ.) áóÖñèòÚîîÂ ăÕ­ĀÂ¬ ëßâ.ÿÃÖ Ɯ ëßâ.ÿÃÖ Ɲ ëßâ.ÿÃÖ ƗƝ Āæñëßâ.ÿÃÖ Ɨƞ 

Ì÷ćÈÉòÈìèòÕĂÚáóÅÖñèòÚîîÂĀÛ¬ÈîîÂÿÜĆÚ Ɲ ÉòÈìèòÕ ăÕ­ĀÂ¬ ÉòÚØÛùäö ÊñÿËõÈÿØäó ËæÛùäö ÖäóÕ äñãîÈ 

ÜäóÉöÚÛùäö ĀæñëäñĀÂ­è (äóËÂõÉÉóÚùÿÛÂêó, Ƙƛƛƙ) Ì÷ćÈâöÃ­óäóËÂóäÅäúëòÈÂòÕëČóÚòÂÈóÚÿÃÖßøĈÚØöć

Âóäé÷ÂêóâòÙãâé÷Âêó (ëßâ.) ØòĈÈìâÕ ƞ,ƖƚƗ ÅÚ (ëČóÚòÂÈóÚë×õÖõĀì¬ÈËóÖõ, 2563) 

 ÂóäÿÂêöãÔîóãù ìâóã×÷È Ë¬èÈèòãÂ¬îÚÂóäÿÂêöãÔ (Pre-Retirement) Ë¬èÈĀäÂØöćÿäöãÂè¬ó 

Ë¬èÈĀäÂË¬èÈăÂæÂóäÿÂêöãÔîóãù (Remote Phase) ÿÜĆÚäñãñÂæóÈÃîÈèòãØČóÈóÚ (ƙƛ-ƚƟ Üö)  (èõäõÔÙõċ 

ÂõÖÖõßõËòã, Ƙƛƛƛ) ĀæñîöÂË¬èÈìÚ÷ćÈÅøî Ë¬èÈĂÂæ­ÂóäÿÂêöãÔ (Near Phase) ÿÜĆÚäñãñÜæóãÃîÈèòã

ØČóÈóÚ (50-59 Üö) (èõäõÔÙõċ ÂõÖÖõßõËòã, Ƙƛƛƛ) āÕãÂČóìÚÕ Ë¬èÈîóãùÃîÈÂæù¬âÖòèîã¬óÈÿËõÈÜäõâóÔ ÿÜĆÚ 

ƚƖ-ƛƛ ÜöÃ÷ĈÚăÜ ĀÖ¬Ë¬èÈîóãùØöćÚ­îãØöćëùÕÉñÖ­îÈăâ¬Ú­îãÂè¬ó ƙƛ Üö 

ÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú ìâóã×÷È Âóä

ÿÖäöãâÂóäæ¬èÈìÚ­óìäøîÅèóâßä­îâĂÚÂóäÕČóÿÚõÚËöèõÖìæòÈÿÂêöãÔ ÿßøćîĂì­âöÅèóâßä­îâĂÚÂóä

ÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔîóãùäóËÂóä Ì÷ćÈÚČóâóëú¬äóãăÕ­ ĀæñÅèóâëùÃÃîÈÃ­óäóËÂóäÅäú ĂÚÂóäÕČóÿÚõÚ

ËöèõÖìæòÈÂóäÿÂêöãÔîóãùäóËÂóä āÕãâöÂóäÿÖäöãâÖòèĂÚÕ­óÚÖ¬óÈą ØöćÿìâóñëâÂòÛÂóäÿäõćâÖ­ÚÙùäÂõÉ

ìæòÈÂóäÿÂêöãÔ ÉČóĀÚÂÿÜĆÚ Ɲ Õ­óÚ ÕòÈÚöĈ  

Ɨ) Õ­óÚÅèóâëâÛúäÔ°ÃîÈä¬óÈÂóã ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÂóäÕúĀæñëùÃáóß

ä¬óÈÂóã ăÕ­ĀÂ¬ ÂóäîîÂÂČóæòÈÂóã ÂóäÖäèÉÿËĆÅëùÃáóß ÂóäìæöÂÿæöćãÈìäøîìãùÕßåÖõÂääâÖ¬óÈąØöć

ë¬ÈÝæÿëöãÖ¬îëùÃáóß ĀæñÂóäÌøĈîÜäñÂòÚËöèõÖ ØòĈÈìâÕÚöĈÿßøćîØöćÉñØČóĂì­âöÂČóæòÈĂÚÂóäÿÖäöãâÅèóâ

ßä­îâĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉ ØöćãòÈÅÈÖ­îÈĂË­ÅèóâëâÛúäÔ°ÃîÈëùÃáóßìäøîä¬óÈÂóãĂÚÂóäØČóÈóÚìæòÈ

ÂóäÿÂêöãÔîóãù  

Ƙ) Õ­óÚÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ  ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÉõÖĂÉ ăÕ­ĀÂ¬ ÂóäÞ÷ÂÖÚ

Ăì­âöÉõÖĂÉĀÉ¬âĂëîãú¬ÿëâî ăâ¬èõÖÂÂòÈèæÂòÛÜòÎìóĂÕąÉÚÿÂõÚÿìÖù ÂóäÉòÕÂóäÂòÛÅèóâÿÅäöãÕØöć

ÿÂõÕÃ÷ĈÚĀæñâöâùââîÈĂÚĀÈ¬ÛèÂÂòÛËöèõÖ ăâ¬ã÷ÕÖõÕÂòÛîČóÚóÉìÚ­óØöćØöćâöîãú¬ÿÕõâ ãîâäòÛÂòÛÅèóâ

ÿÜæöćãÚĀÜæÈØöćÉñÿÂõÕÃ÷ĈÚìæòÈÂóäÿÂêöãÔ ĀæñÂóäßúÕÅùãëÚØÚóÿÂöćãèÂòÛÂóäÿÂêöãÔÂòÛÛùÅÅæÖ¬óÈą 
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Ì÷ćÈĂÚÕ­óÚÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ×øîÿÜĆÚÕ­óÚìÚ÷ćÈØöćëČóÅòÎÿßäóñè¬ó ÂóäØöćÉñÿäõćâÖ­ÚÙùäÂõÉ×­óĂÚĂÉ

ãòÈÅÈÅõÕèõÖÂÂòÈèæîãú¬âóÂ ĀäÈØöćÉñÿäõćâÖ­ÚÙùäÂõÉÂĆăâ¬âöăÜÕ­èãÿâøćîÛùÅÅæâöÂóäÿÖäöãâÅèóâßä­îâĂÚ

Õ­óÚÉõÖĂÉÿÜĆÚîã¬óÈÕöĀæ­èÂĆÉñâöâùââîÈØöćĀÖÂÖ¬óÈîîÂăÜÉóÂÅÚØöćèõÖÂÂòÈèæÚòćÚÿîÈ ØČóĂì­Âóäÿäõćâ

ÙùäÂõÉîóÉÉñÿÜĆÚăÜăÕ­È¬óã 

 ƙ) Õ­óÚÂóäÿÈõÚ ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÃîÈÖòèÿÈõÚÿßøćîØöćÉñÚČóăÜĂË­É¬óãáóãìæòÈ

ÂóäÿÂêöãÔîóãù ăÕ­ĀÂ¬ ÂóäÜäñÿâõÚäóãäòÛ-äóãÉ¬óã ÂóäÿÖäöãâëñëâÿÈõÚëČóìäòÛÂóäÿÂêöãÔîóãùÿßøćî

ÂóäæÈØùÚäñãñãóèĂÚèòãÿÂêöãÔ ÂóäÌøĈîÜäñÂòÚËöèõÖĀæñÜäñÂòÚîùÛòÖõÿìÖùĀæñÂóäÿÖäöãâìóÈóÚ

ëČóäîÈĂÚÂäÔöØöćÖ­îÈÂóääóãăÕ­ÿßõćâ 

ƚ) Õ­óÚÂóäÕČóÿÚõÚËöèõÖ  ÿÜĆÚÂóäèóÈĀÝÚĂÚÕ­óÚÂóäÕČóÿÚõÚËöèõÖ ăÕ­ĀÂ¬ ÂóäèóÈĀÝÚĂÚÂóä

ØČóÂõÉèòÖäÜäñÉČóèòÚĂÚĀÖ¬æñèòÚè¬óÉñØČóîñăäÛ­óÈ ÂóäÉòÕÂóäèóÈĀÝÚØöćîãú¬îóéòã ÂóäèóÈĀÝÚìóÈóÚ

îÕõÿäÂØČóáóãìæòÈÂóäÿÂêöãÔ ØòĈÈÚöĈĂÚÕ­óÚÃîÈÂóäÕČóÿÚõÚËöèõÖâöë¬èÚĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉÃîÈ

Ã­óäóËÂóäÅäúØöćÂČóæòÈÉñÿÂêöãÔÿßäóñÿâøćîâöÂóäìóÈóÚîÕõÿäÂØČóîóÉÉñÿÜĆÚÙùäÂõÉÃÚóÕã¬îâ ÂĆ

Â¬îĂì­ÿÂõÕäóãăÕ­ ĀæñÅèóâëùÃÃîÈÛùÅÅæÚòĈÚ ìäøîîóÉÉñâöÂóäÿÜõÕÙùäÂõÉÿæĆÂąáóãĂÚØöćîãú¬îóéòãÿßøćî

ØČóĂì­ÿÂõÕÅèóâëùÃĀæñăâ¬ÿìÈó  

ƛ) Õ­óÚÂóäÛäõìóäÉòÕÂóä ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâÿÂöćãèÂòÛÂóäÛäõìóäÉòÕÂóäÿÂöćãè

ÂäñÛèÚÂóäĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔ è¬óÅèäâöÂäñÛèÚÂóäĂÕÿäõćâÂ¬îÚĀæñìæòÈÿßøćîØČóĂì­

ÙùäÂõÉÿäõćâÖ­ÚăÕ­îã¬óÈâöÜäñëõØÙõáóß ăÕ­ĀÂ¬ ÂóäĂË­Åèóâ×ÚòÕìäøîØòÂêñÿÊßóñĂÚÂóäÿäõćâØČóÙùäÂõÉ 

ÂóäèóÈĀÝÚÿÂöćãèÂòÛÂóäÅõÕÅ­ÚëõÚÅ­óìäøîÛäõÂóä ĀæñÂäñÛèÚÂóäáóãĂÚÃîÈÂóäØČóÙùäÂõÉ 

Ɯ) Õ­óÚÂóäÿäöãÚäú­ĀæñßòÓÚó ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÃîÈÖòèÛùÅÅæ ăÕ­ĀÂ¬ ØòÂêñ

Åèóâëóâóä×ÃîÈßÚòÂÈóÚ Õ­óÚÿÂöćãèÂòÛäñÛÛÃ­îâúæëóäëÚÿØé ĀæñÕ­óÚÿÂöćãèÂòÛèòÓÚÙääâîÈÅ°Âä 

äñÛÛÂóäÉúÈĂÉĀæñāÅäÈëä­óÈîÈÅ°Âä Ì÷ćÈÂóäÿÖäöãâÂóäÕ­óÚÂóäÿäöãÚäú­ĀæñßòÓÚóÿÜĆÚÕ­óÚØöćëČóÅòÎ

Õ­óÚìÚ÷ćÈØöćÖòèÛùÅÅæÚòĈÚ ÉñÖ­îÈĂì­ÅèóâĂë¬ĂÉÿÜĆÚîãóÂâóÂ ÿßøćîĂì­ÂóäÿäõćâÖ­ÚÙùäÂõÉÿÜĆÚăÜăÕ­îã¬óÈ

äóÛäøćÚĀæñâöÜäñëõØÙõáóß 

Ɲ) Õ­óÚÅèóâäú­ÅèóâÿÃ­óĂÉÿÂöćãèÂòÛæúÂÅ­ó ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÃîÈæúÂÅ­óØöćÝú­ØČó

ÙùäÂõÉÖ­îÈÂóäÉñÚČóÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóäÃîÈÿäóăÜÿëÚîÖ¬îÂæù¬âæúÂÅ­ó ĀæñÖîÛëÚîÈÅèóâ

Ö­îÈÂóäÃîÈÂæù¬âæúÂÅ­ó ăÕ­ĀÂ¬ Âóääú­è¬óæúÂÅ­óÃîÈÙùäÂõÉÅøîĂÅä Âóääú­è¬óÂóäĀÛ¬ÈÂæù¬âæúÂÅ­óØČóîã¬óÈăä
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ÂóäÖõÕÖ¬îëøćîëóäÂòÛæúÂÅøîØČóîã¬óÈăä Âóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óØČóîã¬óÈăäĀæñÂóäëä­óÈ

ÅèóâĀÖÂÖ¬óÈÃîÈëõÚÅ­óÿßøćîäòÂêóæúÂÅ­óÿÂ¬óĀæñÿßõćâæúÂÅ­óĂìâ¬ Ì÷ćÈĂÚÕ­óÚÃîÈÅèóâäú­ĀæñÅèóâÿÃ­óĂÉ

æúÂÅ­óÚòĈÚÉñÖ­îÈâöÂóäÂČóìÚÕìäøîĀÛ¬ÈÂæù¬âÃîÈæúÂÅ­óăÕ­îã¬óÈËòÕÿÉÚ  ÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉØöćâö

ÜäñëõØÙõáóß 

 Åèóâäú­ÅèóâÿÃ­óĂÉÿÂöćãèÂòÛäúÜĀÛÛÙùäÂõÉ ØòĈÈ 9 îÈÅ°ÜäñÂîÛ ìâóã×÷È Åèóâäú­ÿÂöćãèÂòÛØòĈÈ Ɵ 

îÈÅ°ÜäñÂîÛè¬óĂÚĀÖ¬æñîÈÅ°ÜäñÂîÛÅøîîñăä ĀæñÅèóâÿÃ­óĂÉāÕãÂóäÚČóăÜĂË­ìäøîäú­èõÙöÂóäè¬óĀÖ¬

æñîÈÅ°ÜäñÂîÛâöÂóäÕČóÿÚõÚÂóäîã¬óÈăä  

 äúÜĀÛÛÙùäÂõÉ (Business Model Canvas) ìâóã×÷È āâÿÕæØöćâöîÈÅ°ÜäñÂîÛÅäÛ×­èÚ

ëČóìäòÛÂóäâîÈáóßäèâÃîÈÂóäØČóÙùäÂõÉìäøîØČóÂóäÜäòÛÜäùÈÙùäÂõÉÿÕõâÿßøćîæÕÅèóâÿëöćãÈĂÚÂóäØČó

ÙùäÂõÉăÕ­ÅäÛØùÂâõÖõ ÕòÈÚòĈÚÉ÷ÈÿæøîÂäúÜĀÛÛÙùäÂõÉ (Business Model Canvas) âóÿëÚîĂì­ÂòÛÂùæ¬âÃ­ó

äóËÅäúØöćÂČóæòÈÉñÿÂêöãÔĀæñâöÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùäóËÂóäØöćëÚĂÉĂÚÂóäØČóÙùäÂõÉÿßøćî

èóÈĀÝÚĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÅèäâöÅèóâäú­ĂÚÿäøćîÈĂÕÛ­óÈÂ¬îÚÂóäÿäõćâÖ­ÚÙùäÂõÉ Ì÷ćÈĀÖ¬æñ

îÈÅ°ÜäñÂîÛÉñÜäñÂîÛÕ­èãîÈÅ°ÜäñÂîÛã¬îã ÕòÈÚöĈ  

 1) æúÂÅ­ó (Customer SegmentsÇS) Ýú­ÌøĈîëõÚÅ­óìäøîÛäõÂóä ăÕ­ĀÂ¬ ÂóäĀÛ¬ÈÂæù¬âÃîÈ

ÿÜ­óìâóãìäøîÂæù¬âÃîÈæúÂÅ­ó Āæñ èõÙöÂóäĀÛ¬ÈÂæù¬âÃîÈÿÜ­óìâóãìäøîÂæù¬âÃîÈæúÂÅ­óØČóîã¬óÈăä 

2) ÅùÔÅ¬ó (Value PropositionsV̧P) ÉùÕÃóãÃîÈëõÚÅ­ó ìäøî ÛäõÂóäÚòĈÚ ăÕ­ĀÂ¬ ÅùÔÅ¬óÃîÈ

ëõäÚÅ­óìäøîÛäõÂóäØöćÚČóÿëÚîÖ¬îÂæù¬âÿÜ­óìâóãìäøîæúÂÅ­óÅøîîñăäÃîÈÙùäÂõÉĀæñÅèóâĀÖÂÖ¬óÈÃîÈ

ÅùÔÅ¬óëõÚÅ­óìäøîÛäõÂóäĀÖÂÖ¬óÈÉóÂÅú¬ĀÃ¬Èîã¬óÈăä ÿßøćîĂì­æúÂÅ­óÌøĈîëõÚÅ­óìäøîÛäõÂóäÃîÈÙùäÂõÉ 

3) Ë¬îÈØóÈ (ChannelsÇH) èõÙöĂÚÂóäëøćîëóäăÜ×÷ÈæúÂÅ­ó ăÕ­ĀÂ¬ Ë¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­ó

Åøîîñăä ĀæñË¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­óâöèõÙöĂÕÛ­óÈ 

4) ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer RelationshipsÇR) èõÙöĂÚÂóääòÂêóæúÂÅ­óÿÕõâ

ăÕ­ĀÂ¬ Âóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óÅøîîñăäĀæñÂóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óâöèõÙöĂÕÛ­óÈ 

5) ÂäñĀëäóãăÕ­ (Revenue StreamsŖS) äóãăÕ­ÃîÈÙùäÂõÉÚöĈ ăÕ­ĀÂ¬ äóãăÕ­ÃîÈÙùäÂõÉâó

ÉóÂĀìæ¬ÈĂÕÛ­óÈĀæñâöÂóäÉòÕÂóäÂòÛäóãăÕ­îã¬óÈăä 
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6) ØäòßãóÂäìæòÂ (Key ResourcesĶR) ëõćÈØöćÖ­îÈâöĂÚÂóäÕČóÿÚõÚÙùäÂõÉ ăÕ­ĀÂ¬ ØäòßãóÂä

ìæòÂìäøîëõćÈØöćÿÉ­óÃîÈÙùäÂõÉâöĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉâöîñăäÛ­óÈĀæñØäòßãóÂäìæòÂìäøîëõćÈØöćÿÉ­óÃîÙùäÂõÉ

âöëä­óÈÅèóâĀÖÂÖ¬óÈĂì­ÙùäÂõÉîã¬óÈăä 

7) ÂõÉÂääâìæòÂ (Key ActivitiesĶA) ÂõÉÂääâØöćÖ­îÈØČóÿßøćîĂì­āâÿÕæÙùäÂõÉîãú¬ăÕ­ ăÕ­ĀÂ¬

ÂõÉÂääâìæòÂąĂÚÂóäÕČóÿÚõÚÙùäÂõÉâöîñăäÛ­óÈ 

8) ßòÚÙâõÖäìæòÂ (Key PartnersĶP) ë¬èÚØöćÿÂöćãèÃ­îÈØòĈÈÂóäË¬èãÜ­îÚèòÖ×ùÕõÛĀæñÂóä

Ë¬èãÃóã ăÕ­ĀÂ¬ ÂóäÿæøîÂÝú­ëÚòÛëÚùÚØóÈÙùäÂõÉ ìäøîÅú¬Å­ó âöÂóäÿæøîÂîã¬óÈăä 

9) āÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure-C$) Ö­ÚØùÚØòĈÈìâÕÃîÈÙùäÂõÉ ăÕ­ĀÂ¬ Å¬óĂË­É¬óãÃîÈ

ÙùäÂõÉâóÉóÂĀìæ¬ÈĂÕÛ­óÈ ĀæñÂóäÉòÕÂóäÂòÛÅ¬óĂË­É¬óãÅèäØČóîã¬óÈăä  
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ÛØØöć Ƙ 

ĀÚèÅõÕØåêÏöĀæñÈóÚèõÉòãØöćÿÂöćãèÃ­îÈ 

 

ĂÚÂóäé÷ÂêóÅäòĈÈÚöĈÝú­èõÉòãăÕ­ØóÂóäé÷ÂêóĂÚìòèÃ­î ́ÂóäÿÖäöãâÅèóâßä­îâëú¬ÂóäÿÜĆÚ

Ýú­ÜäñÂîÛÂóäìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú áóÅÖñèòÚîîÂµ ÿßøćîĂì­ÿÂõÕÅèóâÿÃ­óĂÉĀæñÿÜĆÚ

ĀÚèØóÈĂÚÂóäé÷ÂêóÈóÚèõÉòãÅäòĈÈÚöĈ É÷ÈØČóÂóääèÛäèâÃ­îâúæ ĀÚèÅõÕØóÈØåêÏö ĀæñÈóÚèõÉòãØöć

ÿÂöćãèÃ­îÈÂòÛÂóäé÷ÂêóèõÉòãĂÚÅäòĈÈÚöĈ āÕãĀÛ¬ÈîîÂÿÜĆÚ ƚ ë¬èÚ ÕòÈÖ¬îăÜÚöĈ 

Ƙ.Ɨ èòãÂ¬îÚÂóäÿÂêöãÔîóãùÂòÛÃ­óäóËÂóäÅäú 

Ƙ.Ƙ ÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉ Ɲ Õ­óÚ 

Ƙ.ƙ äúÜĀÛÛÙùäÂõÉ (Business model) Ɵ îÈÅ°ÜäñÂîÛ 

2.4 ÝæÈóÚèõÉòãØöćÿÂöćãèÃ­îÈ 

Ƙ.ƛ ÃòĈÚÖîÚÂóäÕČóÿÚõÚÈóÚèõÉòã 

 

Ƙ.Ɨ èòãÂ¬îÚÂóäÿÂêöãÔîóãùÂòÛÃ­óäóËÂóäÅäú 
Ƙ.Ɨ.Ɨ ÅèóâìâóãÃîÈÂóäÿÂêöãÔîóãù 

ÿÂêöãÔ ìâóã×÷È ëõĈÚăÜ äóËÛòÔÒõÖãë×óÚ (Ƙƛƛƚ) ăÕ­Ăì­ÅèóâìâóãÃîÈÅČóè¬ó Âóä

ÿÂêöãÔîóãù ìâóã×÷È ÂóäÅäÛÂČóìÚÕîóãùäòÛäóËÂóä ëõĈÚÂČóìÚÕÿèæóäòÛäóËÂóäìäøîØČóÈóÚ ÉóÂ

ßäñäóËÛòÎÎòÖõÛČóÿìÚĆÉÛČóÚóÎÃ­óäóËÂóä ß.é. Ƙƚƞƚ  (ß.ä.Û.ÛČóÿìÚĆÉÛČóÚóÎÃ­óäóËÂóäÞ¬óãßæ

ÿäøîÚ, Ƙƚƞƚ) è¬óÕ­èãÂóäÅèÛÅùâÂóäÿÂêöãÔăÕ­Ăì­Åèóâìâóãăè­è¬ó ÂóäØöćÃ­óäóËÂóäÖ­îÈß­ÚÉóÂ

äóËÂóäÖóâÂÏìâóãè¬óÕ­èãÛČóÿìÚĆÉÛČóÚóÎÃ­óäóËÂóäāÕãÃ­óäóËÂóäÿâøćîâöîóãù ƜƖ Üö ÛäõÛúäÔ°Āæ­è

ÉñÖ­îÈßòÂäóËÂóäĀæñÿÜĆÚÂóäØöćÖ­îÈìãùÕÂóäØČóÈóÚÜäñÉČóØöćØČóîãú¬ÚòćÚÿîÈ  

ÂóäÿÂêöãÔîóãùÈóÚ (Retirement) ÿÜĆÚÂäñÛèÚÂóäØóÈëòÈÅâĂÚÂóäÜäñÂîÛîóËößØöć

ÂČóìÚÕĂì­ÛùÅÅæØöćăÕ­äòÛÂóä É­óÈÈóÚÖ­îÈîîÂÉóÂÈóÚÿâøćî×÷ÈË¬èÈîóãùØöćÂČóìÚÕăè­ ìäøîÂæ¬óèîöÂÚòã
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ìÚ÷ćÈ ÂóäÿÂêöãÔîóãù ìâóã×÷È Âóä×îÚÖòèîîÂÉóÂë×óÚáóßìÚ÷ćÈăÜãòÈë×óÚáóßìÚ÷ćÈ ÉóÂ

ëõćÈĀèÕæ­îâìÚ÷ćÈăÜëú¬ëõćÈĀèÕæ­îâĂìâ¬Ì÷ćÈ ÿÛîä°ÚăÌÕ° (Burnside, 1988) Âæ¬óè×÷ÈÂóä ÿÂêöãÔîóãù

Åæ­óãÅæ÷ÈÂòÛ ĀîËÿæã° (Atchiey R, 2004) è¬óÿÜĆÚèÈÉäËöèõÖĂÚÂóäÜäñÂîÛîóËößØöćîãú¬ĂÚË¬èÈÖČćóëùÕ

ÃîÈÂóäÉ­óÈÈóÚ ÅèóâäòÛÝõÕËîÛÖ¬îîóËößĀæñāîÂóëĂÚÂóäØČóÈóÚÖ¬óÈąÉñæÕæÈ ÛùÅÅæØöćÿÂêöãÔ

ÉñâöäóãăÕ­ĂÚäúÜÃîÈÛČóÿìÚĆÉÛČóÚóÎ āÕãăâ¬Ö­îÈØČóÈóÚ ÿÂÔÒ°ÂóäÿÂêöãÔîóãùÃîÈĀÖ¬æñÜäñÿØéÉñ

ĀÖÂÖ¬óÈÂòÚăÜÖóâëáóßëòÈÅâĀæñëõćÈĀèÕæ­îâĀÖ¬Éñîãú¬ĂÚË¬èÈ îóãùäñìè¬óÈ ƛƛ-Ɯƛ Üö Ì÷ćÈÛóÈ

ÜäñÿØéÉñßõÉóäÔóæòÂêÔñÈóÚÿÃ­óÜäñÂîÛÂòÛÂóäÿÂêöãÔîóãù Åøî ÈóÚäñÕòÛÛäõìóäìäøîÈóÚĂË­ 

ëâîÈÉñÂČóìÚÕîóãùÿÂêöãÔëúÈÂè¬óÈóÚØöćĂË­ÂČóæòÈÂóãìäøîÈóÚäñÕòÛæ¬óÈæÈâó ÿË¬Ú ÜäñÿØéÞäòćÈÿéë 

Ýú­ÜÐõÛòÖõÈóÚĂÚäñÕòÛÖ­ÚÉñ ÿÂêöãÔÿâøćîîóãù ƛƛ Üö äñÕòÛÂæóÈ ƜƖ Üö ĀæñäñÕòÛëúÈ ÿâøćîîóãù Ɯƛ Üö (èäè

ääÔ ËòãËøćî, 2556)  

ëČóìäòÛÜäñÿØéăØãâöÂóäÂČóìÚÕÂóäÿÂêöãÔîóãùāÕãßäñäóËÛòÎÎòÖõÛČóÿìÚĆÉÛČóÚóÎ

Ã­óäóËÂóä (ÊÛòÛØöć Ɨƙ) ß.é. ƘƛƘƙ  ÿâøćîÃ­óäóËÂóäâöîóãùÅäÛ ƜƖ Üö ÛäõÛúäÔ° Ö­îÈß­ÚÉóÂÃ­óäóËÂóä

ÿâøćîëõÚÜöÈÛÜäñâóÔÚòĈÚ ÿè­ÚĀÖ¬ĂÚÂäÔöØöćÉČóÿÜĆÚîã¬óÈãõćÈÿßøćîÜäñāãËÚ° ĂÚÂóääòÂêóÅèóââòćÚÅÈÃîÈ

äóËîóÔóÉòÂä ìäøîÿßøćîÜäñāãËÚ°ĀÂ¬ØóÈäóËÂóäÕ­óÚÂóäé÷Âêó ÂóäßòÓÚóÜäñÿØé ìäøîÿÜĆÚ

Ã­óäóËÂóäßæÿäøîÚĂÚßäñîÈÅ°ëâùìäóËîÈÅäòÂê° ÅÔñäòÑâÚÖäöÉñîÚùâòÖõĂì­Ö¬îÿèæóÃ­óäóËÂóäÖ¬îăÜ

îöÂÅäóèæñ Ɨ Üö ÉÚîóãùÅäÛ Ɯƛ ÜöÛäõÛúäÔ°ÂĆăÕ­ ÿË¬Ú Âæù¬âÖùæóÂóä Âæù¬âîóÉóäã°âìóèõØãóæòãäñÕòÛäîÈ

éóëÖäóÉóäã°Ã÷ĈÚăÜ ÿÜĆÚÖ­Ú ÃÔñØöćáóÅÿîÂËÚăâ¬âöÂóäÂČóìÚÕîóãùÿÂêöãÔîã¬óÈÿÜĆÚØóÈÂóä Ã÷ĈÚîãú¬

ÂòÛÃ­îÖÂæÈÃîÈĀÖ¬æñîÈÅ°ÂäÿîÂËÚ ĀÖ¬ĂÚÂæù¬âîøćÚąÚòĈÚîóãùÿÂêöãÔãòÈÅÈÂČóìÚÕØöć ƜƖ ÜöÛäõÛúäÔ° 

2.2.2 èòãÂ¬îÚÂóäÿÂêöãÔîóãù 

ÉóÂÅèóâìâóãÃîÈèòãÿÂêöãÔÚòĈÚÉñÿìĆÚăÕ­è¬óâöÂóäÂČóìÚÕîóãùÂóäÿÂêöãÔîãú¬äñìè¬óÈ ƛƛ-

Ɯƛ Üö Ì÷ćÈÉñâöË¬èÈØöćÿäöãÂè¬ó Ë¬èÈèòãÂ¬îÚÂóäÿÂêöãÔ (Pre-Retirement) Ã÷ĈÚâóāÕãèòãÂ¬îÚÂóä

ÿÂêöãÔîóãù (Pre-Retirement)  ÚòĈÚÉñĀÛ¬ÈÿÜĆÚ Ƙ Ë¬èÈ Åøî Ë¬èÈĀäÂË¬èÈăÂæÂóäÿÂêöãÔîóãù (Remote 

Phase)  ìâóã×÷È Ë¬èÈØöćÿÜĆÚäñãñØöćì¬óÈăÂæÉóÂË¬èÈÿÂêöãÔîóãùÂóäØČóÈóÚØöćÂČóæòÈÉñÿÂêöãÔâóÂ É÷È

ăâ¬âöÅèóâèõÖÂÂòÈèæÿÂöćãèÂòÛÂóäÿÂêöãÔÿæã ĀæñîöÂË¬èÈìÚ÷ćÈÅøî Ë¬èÈĂÂæ­ÂóäÿÂêöãÔ (Near Phase) 

ìâóã×÷È Ë¬èÈØöćĂÂæ­ÿÂêöãÔĀæ­è Ì÷ćÈË¬èÈÚöĈÉñâöâöÅèóâèõÖÂÂòÈèæÂòÛÂóäÿÂêöãÔâóÂ āÕãĂÚË¬èÈÃîÈ

ÂóäĂÂæ­ÿÂêöãÔ (Near Phase) Éñëóâóä×æÕìäøîÃÉòÕÅèóâÂòÈèæăÕ­Õ­èãÂóäèóÈĀÝÚÂóäĂË­ËöèõÖìæòÈ
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ÂóäÿÂêöãÔØöćâöÜäñëõØÙõáóßÚòĈÚÿîÈ ĀÖ¬ÉñÖ­îÈâöÂóäèóÈĀÝÚăè­Â¬îÚÖòĈÈĀÖ¬Â¬îÚÂóäÿÂêöãÔîóãùÂóä

ØČóÈóÚ (îÚÈÅ°ÚóÐ Ý¬óÚë×õÚ, 2556)  

ëäùÜăÕ­è¬ó ÿÂÔÒ°ÂóäÿÂêöãÔîóãùÉñîãú¬ĂÚË¬èÈ îóãùäñìè¬óÈ ƛƛ-Ɯƛ Üö Ì÷ćÈÉñâöË¬èÈØöćÿäöãÂè¬ó 

Ë¬èÈèòãÂ¬îÚÂóäÿÂêöãÔ (Pre-Retirement) ĀÛ¬ÈÿÜĆÚ Ƙ Ë¬èÈ Åøî Ë¬èÈĀäÂË¬èÈăÂæÂóäÿÂêöãÔîóãù 

(Remote Phase)  ìâóã×÷È Ë¬èÈØöćÿÜĆÚäñãñØöćì¬óÈăÂæÉóÂË¬èÈÿÂêöãÔîóãùÂóäØČóÈóÚØöćÂČóæòÈÉñÿÂêöãÔ

âóÂ îóÉîãú¬ĂÚäñãñÿäõćâÖ­ÚĂÚË¬èÈèòãČóÈóÚìäøîîóÉîãú¬ĂÚË¬èÈ ƛ ÜöÂ¬îÚÿÂêöãÔ É÷Èăâ¬âöÅèóâèõÖÂ

ÂòÈèæÿÂöćãèÂòÛÂóäÿÂêöãÔÿæã ĀæñîöÂË¬èÈìÚ÷ćÈÅøî Ë¬èÈĂÂæ­ÂóäÿÂêöãÔ (Near Phase) ìâóã×÷È Ë¬èÈØöć

ĂÂæ­ÿÂêöãÔĀæ­è Ì÷ćÈË¬èÈÚöĈÉñâöâöÅèóâèõÖÂÂòÈèæÂòÛÂóäÿÂêöãÔâóÂ  

ÕòÈÚòĈÚ ĂÚÈóÚèõÉòãÚöĈ ăÕ­ÿæøîÂË¬èÈîóãùÉóÂ Ë¬èÈèòãÂ¬îÚÂóäÿÂêöãÔ (Pre-Retirement) 

Ë¬èÈĀäÂØöćÿäöãÂè¬ó Ë¬èÈĀäÂË¬èÈăÂæÂóäÿÂêöãÔîóãù (Remote Phase) ÿÜĆÚäñãñÂæóÈÃîÈèòãØČóÈóÚ 

(ƙƛ-ƚƟ Üö)  (èõäõÔÙõċ ÂõÖÖõßõËòã, Ƙƛƛƛ) ĀæñîöÂË¬èÈìÚ÷ćÈÅøî Ë¬èÈĂÂæ­ÂóäÿÂêöãÔ (Near Phase) ÿÜĆÚäñãñ

ÜæóãÃîÈèòãØČóÈóÚ (50-59 Üö) (èõäõÔÙõċ ÂõÖÖõßõËòã, Ƙƛƛƛ) Ì÷ćÈÝú­èõÉòãÉ÷ÈÂČóìÚÕ Ë¬èÈîóãùÃîÈÂæù¬â

Öòèîã¬óÈÿËõÈÜäõâóÔ ÿÜĆÚ ƚƖ-ƛƛ ÜöÃ÷ĈÚăÜ ĀÖ¬Ë¬èÈîóãùØöćÚ­îãØöćëùÕÉñÖ­îÈăâ¬Ú­îãÂè¬ó ƙƛ Üö 

Ƙ.Ƙ.ƙ Ã­óäóËÂóäÅäú 

Åäú ÖóâÅèóâìâóãÃîÈäóËÛòÔÒõÖë×óÚ (äóËÛòÔÒõÖãë×óÚ, ƘƛƚƜ) ìâóã×÷È Ýú­ëòćÈëîÚ

éõêã° ìäøîÝú­×¬óãØîÕ Åèóâäú­Ăì­ĀÂ¬éõêã° 

Ã­óäóËÂóäÅäú ìâóã×÷È Ýú­ØöćÜäñÂîÛèõËóËößÌ÷ćÈØČóìÚ­óØöćìæòÂØóÈÕ­óÚÂóäÿäöãÚÂóä ëîÚ

Āæñë¬ÈÿëäõâÂóäÿäöãÚäú­ÃîÈÝú­ÿäöãÚÕ­èãèõÙöÂóäÖ¬óÈą ĂÚë×óÚé÷ÂêóÃîÈäòÑ ÛùÅæóÂäÅäúĂÚ ë×óÚ

Âóäé÷ÂêóÃîÈäòÑ âöìÚ¬èãÈóÚØöćÜÂÅäîÈĀæñäòÛÝõÕËîÛ 2 ÂäñØäèÈ ăÕ­ĀÂ¬ ÂäñØäèÈé÷ÂêóÙõÂóä 

ÜäñÂîÛÕ­èã ëČóÚòÂÈóÚÅÔñÂääâÂóäé÷ÂêóÃòĈÚßøĈÚÑóÚ ëČóÚòÂÈóÚÂóäé÷ÂêóÚîÂäñÛÛ Āæñ

Âóäé÷ÂêóÖóâîòÙãóéòã ëČóÚòÂÈóÚÅÔñÂääâÂóäîùÕâé÷Âêó ĀæñëČóÚòÂÈóÚÅÔñÂääâÂóä îóËöèñ

é÷Âêó ĀæñÂäñØäèÈâìóÕăØã áóãĂÖ­ÂóäÕúĀæÃîÈÂäâë¬ÈÿëäõâÂóäÜÂÅäîÈë¬èÚØ­îÈ×õćÚ āÕã âö

ìÚ¬èãÈóÚØöćäòÛÝõÕËîÛ ăÕ­ĀÂ¬ îÈÅ°ÂäÛäõìóäë¬èÚÉòÈìèòÕ ĀæñÿØéÛóæ äèâ×÷ÈÿÃÖÂóäÜÂÅäîÈ 

ßõÿéêÅøî ÿâøîÈßòØãó ĀæñÂäùÈÿØßâìóÚÅä 

ÉóÂßäñäóËÛòÎÎòÖõëáóÅäúĀæñÛùÅæóÂäØóÈÂóäé÷Âêó ß.é. 2546 ÿÜĆÚÂÏìâóã ÿÂöćãèÂòÛ

ÂóäÜäñÂîÛèõËóËößØóÈÂóäé÷Âêó ÂČóìÚÕĂì­èõËóËößÅäú Ýú­Ûäõìóäë×óÚé÷Âêó Ýú­Ûäõìóä Âóäé÷Âêó 
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ĀæñÛùÅæóÂäØóÈÂóäé÷ÂêóîøćÚÖóâØöćÂČóìÚÕĂÚÂÏÂäñØäèÈÿÜĆÚèõËóËößÅèÛÅùâ ÿßøćîĂì­ÿÜĆÚ

ìæòÂÜäñÂòÚĀæñÅù­âÅäîÈĂì­Ýú­äòÛÛäõÂóäØóÈÂóäé÷ÂêóăÕ­äòÛÂóäé÷Âêóîã¬óÈâöÅùÔáóß äèâØòĈÈÿÜĆÚ

ÂóäßòÓÚóĀæñãÂäñÕòÛâóÖäÑóÚèõËóËößØóÈÂóäé÷ÂêóĂì­ëúÈÃ÷ĈÚ ÉóÂÂóäØöćÿÜĆÚèõËóËößÅèÛÅùâ ÚòĈÚ

ÿÜĆÚÝæĂì­āÕãÃ­óäóËÂóäÅäúØùÂÅÚÉñÖ­îÈăÕ­äòÛĂÛîÚùÎóÖÜäñÂîÛèõËóËößÉóÂÅùäùëáó É÷ÈÉñ 

ëóâóä×ÜäñÂîÛèõËóËößăÕ­ ĀæñÉñÖ­îÈÜäñÂîÛèõËóËößáóãĂÖ­ ÿÈøćîÚăÃ Ã­îÛòÈÅòÛÖ¬óÈą Öóâ 

âóÖäÑóÚèõËóËößĀæñÉääãóÛääÔÃîÈèõËóËößØöćăÕ­ÂČóìÚÕăè­ ëČóìäòÛìÚ¬èãÈóÚÂóäé÷Âêó Åøî 

ìÚ¬èãÈóÚÖóâÂÏìâóãØöć×úÂÉòÕÃ÷ĈÚâóÖóâèòÖ×ùÜäñëÈÅ°ØóÈÂóäé÷Âêó āÕãßäñäóËÛòÎÎòÖõëáóÅäú 

ĀæñÛùÅæóÂäØóÈÂóäé÷Âêó ß.é. 2546 ăÕ­ÂČóìÚÕÅèóâìâóãÃîÈìÚ¬èãÈóÚÂóäé÷Âêó Åøî 

- ë×óÚé÷Âêó ÜäñÂîÛÕ­èã ë×óÚßòÓÚóÿÕĆÂÜÑâèòã āäÈÿäöãÚ éúÚã°Âóäé÷Âêóßõÿéê éúÚã°

Âóäé÷ÂêóÚîÂäñÛÛĀæñîòÙãóéòã éúÚã°ÂóäÿäöãÚ èõØãóæòã èõØãóæòãËùâËÚ Āæñë×óÛòÚìäøî 

ë×óÚé÷ÂêóØöćÿäöãÂËøćîîã¬óÈîøćÚÃîÈäòÑØöćâöîČóÚóÉìÚ­óØöć ìäøîèòÖ×ùÜäñëÈÅ°ĂÚÂóäÉòÕÂóäé÷ÂêóÖóâ 

ÂÏìâóãè¬óÕ­èãÂóäé÷ÂêóĀì¬ÈËóÖõĀæñÖóâÜäñÂóéÂäñØäèÈ 

- ëČóÚòÂÈóÚÿÃÖßøĈÚØöćÂóäé÷Âêó (ÖóâÂäñØäèÈÜäñÂóé)  

- ëČóÚòÂÈóÚÂóäé÷ÂêóÚîÂāäÈÿäöãÚ  

- Āìæ¬ÈÂóäÿäöãÚäú­ÖóâÜäñÂóéëóÚòÂÈóÚÿÃÖð  

- ìÚ¬èãÈóÚîøćÚą ØöćÂäñØäèÈÂČóìÚÕ 

ÖóâßäñäóËÛòÎÎòÖõäñÿÛöãÛÃ­óäóËÂóäÅäúĀæñÛùÅæóÂäØóÈÂóäé÷Âêó ß.é. 2547 ăÕ­âöÂóä

ÂČóìÚÕÖČóĀìÚ¬ÈÃ­óäóËÂóäÅäúĀæñÛùÅæóÂäØóÈÂóäé÷ÂêóÿÜĆÚ ƙ ÜäñÿáØ ÕòÈÚöĈ  

Ɨ) Ýú­ëîÚĂÚìÚ¬èãÈóÚÂóäé÷Âêó ĂÚäñÕòÛÖČćóÂè¬óÜäõÎÎó ÂČóìÚÕÖČóĀìÚ¬ÈÿÜĆÚ Åäú Ýú­Ë¬èã 

Åäú ĀæñäñÕòÛÜäõÎÎó ÂČóìÚÕÖČóĀìÚ¬ÈÿÜĆÚ îóÉóäã° Ýú­Ë¬èãéóëÖäóÉóäã° äîÈéóëÖäóÉóäã° Āæñ 

éóëÖäóÉóäã° ëČóìäòÛÅäúÝú­Ë¬èã ĀæñÅäú âöäñÕòÛÖČóĀìÚ¬È ÕòÈÚöĈ 

- ÅäúÝú­Ë¬èã ÿÜĆÚÖČóĀìÚ¬ÈØöćÛääÉùĀÖ¬ÈÖòĈÈĂÚäñÕòÛĀäÂ  

- Åäú Å.é. Ɨ (ÿØöãÛÿØ¬óîóÉóäã° Ɨ äñÕòÛ ƚ-ƛ)  

- Åäú Å.é. Ƙ ĀÖ¬ÈÖòĈÈÉóÂÅäú Å.é. Ɨ 

- Åäú Å.é. ƙ ĀÖ¬ÈÖòĈÈÉóÂÅäú Å.é. Ƙ ØöćâöÝæÈóÚèõËóÂóäÝ¬óÚÿÂÔÒ°  
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- Åäú Å.é. ƚ ĀÖ¬ÈÖòĈÈÉóÂÅäú Å.é. ƙ ØöćâöÝæÈóÚèõËóÂóäÝ¬óÚÿÂÔÒ°  

- Åäú Å.é. ƛ 

Ƙ) Ýú­Ûäõìóäë×óÚé÷ÂêóĀæñÝú­ÛäõìóäÂóäé÷Âêó ÂČóìÚÕÖČóĀìÚ¬ÈÿÜĆÚ äîÈÝú­îČóÚèãÂóä 

ë×óÚé÷Âêó Ýú­îČóÚèãÂóäë×óÚé÷Âêó äîÈÝú­îČóÚèãÂóäÿÃÖßøĈÚØöćÂóäé÷Âêó Ýú­îČóÚèãÂóäÿÃÖßøĈÚØöć 

Âóäé÷Âêó ĀæñÖČóĀìÚ¬ÈØöćâöËøćîÿäöãÂîã¬óÈîøćÚÖóâØöćÂääâÂóäÃ­óäóËÂóäÅäúĀæñÛùÅæóÂäØóÈÂóäé÷Âêó 

ÂČóìÚÕ 

ƙ) ÛùÅæóÂäØóÈÂóäé÷ÂêóîøćÚ ÜäñÂîÛÕ­èãÖČóĀìÚ¬È é÷ÂêóÚõÿØéÂ° ĀæñÖČóĀìÚ¬ÈØöć 

ÿäöãÂËøćîîã¬óÈîøćÚÖóâØöć ÂääâÂóäÃ­óäóËÂóäÅäúĀæñÛùÅæóÂäØóÈÂóäé÷ÂêóÂČóìÚÕ 

ÚîÂÉóÂÚöĈëóâóä×ĀÛ¬ÈÃ­óäóËÂóäÅäúĀæñÛùÅæóÂäØóÈÂóäé÷Âêó îîÂÖóâèõØãÑóÚñ ìäøî

ÖČóĀìÚ¬ÈØóÈèõËóÂóä ăÕ­ĀÂ¬ 

Ɨ) èõØãÑóÚñËČóÚóÎÂóä  

Ƙ) èõØãÑóÚñËČóÚóÎÂóäßõÿéê ÿØöãÛÿØ¬óäñÕòÛÖČóĀìÚ¬È ƙ äñÕòÛ ƞ  

ƙ) èõØãÑóÚñÿËöćãèËóÎ ÿØöãÛÿØ¬óäñÕòÛÖČóĀìÚ¬È ƙ äñÕòÛ Ɵ  

ƚ) èõØãÑóÚñÿËöćãèËóÎßõÿéê ÿØöãÛÿØ¬óäñÕòÛÖČóĀìÚ¬È ƙ äñÕòÛ ƗƖ 

ëČóìäòÛÂóäé÷ÂêóÚöĈ Ã­óäóËÂóäÅäú ìâóã×÷È Ýú­ØöćÜäñÂîÛèõËóËößÌ÷ćÈØČóìÚ­óØöćìæòÂØóÈÕ­óÚ

ÂóäÿäöãÚÂóä ëîÚĀæñë¬ÈÿëäõâÂóäÿäöãÚäú­ÃîÈÝú­ÿäöãÚÕ­èãèõÙöÂóäÖ¬óÈą  Āæñîãú¬ĂÚëòÈÂòÕÃîÈ

ëČóÚòÂÈóÚÿÃÖßøĈÚØöćÂóäé÷ÂêóâòÙãâ(ëßâ.) áóÖñèòÚîîÂ ăÕ­ĀÂ¬ ëßâ.ÿÃÖ Ɯ ëßâ.ÿÃÖ Ɲ ëßâ.ÿÃÖ 

ƗƝ Āæñëßâ.ÿÃÖ Ɨƞ Ì÷ćÈÉòÈìèòÕĂÚáóÅÖñèòÚîîÂĀÛ¬ÈîîÂÿÜĆÚ Ɲ ÉòÈìèòÕ ăÕ­ĀÂ¬ ÉòÚØÛùäö ÊñÿËõÈÿØäó 

ËæÛùäö ÖäóÕ äñãîÈ ÜäóÉöÚÛùäö ĀæñëäñĀÂ­è (äóËÂõÉÉóÚùÿÛÂêó, Ƙƛƛƙ) Ì÷ćÈâöÃ­óäóËÂóäÅäúëòÈÂòÕ

ëČóÚòÂÈóÚÿÃÖßøĈÚØöćÂóäé÷ÂêóâòÙãâé÷Âêó (ëßâ.) ØòĈÈìâÕ ƞ,ƖƚƗ ÅÚ (ëČóÚòÂÈóÚë×õÖõĀì¬ÈËóÖõ, 2563) 

Ƙ.Ƙ  ÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔ Ɲ Õ­óÚ 
2.2.1 ÅèóâìâóãÃîÈÂóäÿÖäöãâÅèóâßä­îâ 

ÂóäÿÖäöãâÅèóâßä­îâ ìâóã×÷È ëáóßØöćÛùÅÅæâöáóèñØöćëâÛúäÔ°ØòĈÈä¬óÈÂóãĀæñÉõÖĂÉ 

ëóâóä×ÿäöãÚäú­ĀæñØČóÂõÉÂääâÖ¬óÈą ăÕ­îã¬óÈëòâåØÙõċÝæ (ÿÛÎÉßä èËõäéäöëùÚØäó, Ƙƛƚƛ) Ì÷ćÈĂÚÂóä

ÿÖäöãâÅèóâßä­îâ ăÕ­âöÂóäÿßõćâÿÖõâÿÂöćãèÂòÛ ĀäÈÉúÈĂÉ ÅèóâëÚĂÉ ÜäñëÛÂóäÔ°ØöćÝ¬óÚâóĀæñÅèóâ
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Ö­îÈÂóä (äòÖãó ßòÓÚóäòÂê°, ƘƛƚƟ) Ì÷ćÈëîÕÅæ­îÈÂòÛ ßääÔö ËúØòã (2538, Ú.ƚƝ) ăÕ­âöÂóäÂæ¬óè×÷È èùÓõ

áóèñ ÂóäăÕ­äòÛÂóäÞ÷ÂÞÚ ÂóäÿÖäöãâÖòè ÅèóâëÚĂÉĀæñĀäÈÉúÈĂÉ   ĀÖ¬âöÂóäëäùÜÂóäÿÖäöãâÅèóâ

ßä­îâÃîÈÝú­ëúÈîóãù ìâóã×÷È ÛùÅÅæØöćâöÂóäÿÖäöãâÖòèÖ¬îëõćÈØöćÖ­îÈØČó ÿßøćîĂì­ÿÂõÕÅèóâëâÛúäÔ°ØòĈÈ 

ä¬óÈÂóãĀæñÉõÖĂÉ āÕãâöÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚä¬óÈÂóã ÉõÖĂÉ ëòÈÅâĀæñÿéäêÑÂõÉ ÿßøćîÿÃ­óëú¬

Ýú­ëúÈîóãùØöćâöÅùÔáóßËöèõÖØöćÕö (ËÚòÎÎó ÜòÎÉßæ, 2558) 

2.2.2 ĀÚèÅõÕÂóäÿÖäöãâÖòèÿßøćîÂóäÿÂêöãÔîóãùÃîÈÃ­óäóËÂóäÅäú 

ÂóäÿÖäöãâÖòè ìâóã×÷È ÂóäÂäñØČóìäøîÂäñÛèÚÂóäØöćâöÂóäÉòÕÂóäÿÖäöãâÂóäăè­æ¬èÈìÚ­ó

Āæ­èëČóìäòÛëõćÈĂÕëõćÈìÚ÷ćÈ Ì÷ćÈÃÔñØöćÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùÚòĈÚÿÜĆÚÂóäÜÐõÛòÖõîã¬óÈĂÕ

îã¬óÈìÚ÷ćÈÿßøćîÿÜĆÚÂóäÿÖäöãâÖòèÃîÈÝú­ĂÂæ­ÿÂêöãÔîóãùäóËÂóäÿÂöćãèÂòÛÂóäÕČóÿÚõÚËöèõÖìæòÈÿÂêöãÔîóãù

äóËÂóä äèâ×÷ÈÂóäëä­óÈäóãăÕ­Õ­èãÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔîóãùÿßøćîĂì­âöäóãăÕ­âóÉòÛÉ¬óãĂË­ëîã

Ăì­ßîÂòÛÂóäÕČóÿÚõÚËöèõÖìæòÈÿÂêöãÔÕ­èã (äóËÛòÔÒõÖãë×óÚ, ƘƛƚƜ) ìäøîÂæ¬óèîöÂĂÚìÚ÷ćÈè¬ó Âóä

ÿÖäöãâÖòè ÿÜĆÚÂóäÿÜæöćãÚĀÜæÈÅäòĈÈëČóÅòÎÃîÈËöèõÖ āÕãÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÚòĈÚâö Ƙ äúÜĀÛÛ 

ÚòćÚÂĆÅøî Ɨ) ĀÛÛâöäúÜĀÛÛ Ƙ) ĀÛÛăâ¬âöäúÜĀÛÛ Ì÷ćÈÉñÖ­îÈâöÂóäÅäîÛÅæùâĂÚØùÂâõÖõ (John CC, 

2002) ĂÚÃÔñØöćÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÿßøćîĂË­ËöèõÖìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäúÚòĈÚ ÿÜĆÚÂóä

ÜÐõÛòÖõìäøîÂóäÂäñØČóÂõÉÂääâÂ¬îÚÂóäÿÂêöãÔîóãùäóËÂóäÅäú ÖóâëáóßÅèóâÿÜĆÚÉäõÈĂÚÜòÉÉùÛòÚØöć

ÿÂõÕÃ÷ĈÚÿßøćîÂóäÕČóÿÚõÚÂóäæ¬èÈìÚ­óĂÚÂóäĂË­ËöèõÖìæòÈÂóäÿÂêöãÔäóËÂóäĂÚÕ­óÚÖ¬óÈą (îóäöäòÖÚ° 

ÿî¬ÚÚú, 2552) 

ëČóìäòÛÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÚòĈÚ âö Ƙ äñãñ ăÕ­ĀÂ¬ Ɨ) äñãñăÂæÂóäÿÂêöãÔ Ƙ) 
äñãñĂÂæ­ÂóäÿÂêöãÔ (Atchiey R, 2004) ÕòÈÚöĈ  
 1) äñãñăÂæÿÂêöãÔ  
 äñãñÚöĈ×øîè¬óÿÜĆÚäñãñØöćì¬óÈăÂæÉóÂÂóäÿÂêöãÔÌ÷ćÈâöäñãñì¬óÈÚóÚâóÂÂ¬îÚÂóäÿÂêöãÔîóãù 
ĀÖ¬ØùÂÅÚÂĆăâ¬îãóÂØČóÈóÚÉÚèòÚëùÕØ­óãÃîÈËöèõÖ îãóÂâöË¬èÈØöćØČóÈóÚË¬èÈìÚ÷ćÈ ĀæñìãùÕßòÂÝ¬îÚ
ĂÚË¬èÈØöćÖÚÿîÈÖ­îÈÂóä ÂóäÿÖäöãâÖòèäñãñâöÂóäÿÖäöãâÖòèĂÚÿäøćîÈÖ¬óÈą ăÕ­ĀÂ¬  
  1.1) ÂóäÿÈõÚ ÉČóÿÜĆÚÖ­îÈâöÂóäÿÖäöãâÕ­óÚÂóäÿÈõÚĂÚäñãñãóè  ÿßøćîÂóäĂË­ËöèõÖìæòÈ
ÿÂêöãÔÿÜĆÚăÜăÕ­îã¬óÈâöÅùÔáóß ãõćÈÉČóÿÜĆÚÖ­îÈâöÂóäÿÖäöãâÂóäÕ­óÚÂóäÿÈõÚĂì­âóÂ 
  Ɨ.Ƙ) ÂóäĂË­ÿèæóè¬óÈ ÅÚØöćØČóÈóÚîãú¬ĂÚÜòÉÉùÛòÚâòÂâöÿèæóè¬óÈĀæñÂóäßòÓÚóØòÂêñ
ÂóäĂË­ÿèæóè¬óÈĂì­ÿÜĆÚÜäñāãËÚ°îã¬óÈìæóÂìæóã ëóâóä×ØČóăÕ­È¬óãĂÚèòãìÚù¬âëóè âö Ƙ ÜäñÂóä Åøî 
ÜäñÂóäĀäÂÿÜĆÚÂóäé÷ÂêóĂÚÕ­óÚèõËóÂóäÖ¬óÈą ÿÜõÕÂè­óÈëČóìäòÛèòãìÚù¬âëóè ăâ¬Å¬îãÿÜõÕÛäõÂóä
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Ăì­ÂòÛÝú­ëúÈîóãù ĀæñÜäñÂóäØöćëîÈ ÅÚìÚù¬âëóèËîÛĀëèÈìóÅèóâäú­ âöÂóäßòÓÚóØòÂêñÂóäĂË­ÿèæó
è¬óÈĂìâ¬ą îãú¬ÿëâî ÂóäÿÃ­óăÜâöë¬èÚä¬èâĂÚëòÈÅâÖ¬óÈą ëóâóä×ÿÃ­óăÜâöë¬èÚä¬èâăÕ­È¬óã 
  Ɨ.ƙ) ÂóäÕúĀæäòÂêóëùÃáóß ëùÃáóßĂÚèòãìæòÈÿÂêöãÔØöćÕö ÉñÖ­îÈâöÂóäÕúĀæëùÃáóß
ÖòĈÈĀÖ¬ĂÚèòãìÚù¬âëóè Ì÷ćÈÿâøćîÿØöãÛÂòÛÅÚØöćâöÂóäÕúĀæëùÃáóßĂÚèòãìÚù¬âëóèØöćăâ¬ÕöÉñë¬ÈÝæĂì­
ëùÃáóßĂÚèòãëúÈîóãùăâ¬ÕöÖóâăÜÕ­èã  
 Ƙ) äñãñĂÂæ­ÿÂêöãÔ  
 äñãñÚöĈÿâøćîÛùÅÅæäú­ë÷ÂÖòèè¬óÂóäÿÂêöãÔîóãùÿÃ­óĂÂæ­âóĀæ­è ÉñØČóĂì­ÿÂõÕÂóäèõÖÂÂòÈèæĂÚ
ÿäøćîÈÖ¬óÈą Ì÷ćÈĂÚäñãñÚöĈÉñâöëõćÈØöćÖ­îÈÿÖäöãâăÕ­ĀÂ¬   
  2.1) Õ­óÚÉõÖĂÉ ÿÜĆÚÕ­óÚØöćÖ­îÈâöÂóäÿÖäöãâäòÛâøîÿÂöćãèÂòÛÂóäãîâäòÛÿÂÔÒ°ÃîÈ
ëòÈÅâÝú­ëúÈîóãùØöćÿÜæöćãÚĀÜæÈăÜÉóÂÿÕõâ ăâ¬èõÖÂÂòÈèæÖ¬îÂóäÿÂêöãÔâóÂÿÂõÚăÜÉÚÂ¬îĂì­ÿÂõÕ
ÝæÂäñØÛØóÈÉõÖĂÉÌ÷ćÈîóÉØČóĂì­ÿÂõÕÂóäÿÛøćîìÚ¬óãĂÚÂóäĂË­ËöèõÖ 
  Ƙ.Ƙ) Õ­óÚØòéÚÅÖõÖ¬îÂóäÿÂêöãÔîóãù ÿÜĆÚÂóäë¬ÈÝæÃîÈÂóäÿÖäöãâÖòèäñãñăÂæÂóä
ÿÂêöãÔ ×­óìóÂÛùÅÅæăÕ­âöÂóäÿÖäöãâÖòèĂÚäñãñăÂæÂóäÿÂêöãÔÿÜĆÚîã¬óÈÕö ÂĆÉñăâ¬ÿÂõÕØòéÚÅÖõĂÚ
Õ­óÚæÛÖ¬îÂóäÿÂêöãÔîóãù  
 ÂóäÿÖäöãâÖòèĂÚäñãñÚöĈëóâóä×ÿÖäöãâÖòèĂÚÕ­óÚÃîÈÉõÖĂÉĀæñØòéÚÅÖõÖ¬îÂóäÿÂêöãÔăÕ­ 
ĀÖ¬ĂÚÕ­óÚÂóäÿÖäöãâÖòèÕ­óÚÂóäÿÈõÚÚòĈÚ ĂÚäñãñÚöĈÉñăâ¬ëóâóä×Ë¬èãÿìæøîÂóäÿÖäöãâÖòèĂÚÕ­óÚ
ÂóäÿÈõÚÂ¬îÚÂóäÿÂêöãÔîóãùăÕ­ 

ëäùÜăÕ­è¬ó ÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÃîÈÃ­óäóËÂóäÅäúÿßøćîÂóäĂË­ËöèõÖìæòÈÿÂêöãÔ 

ìâóã×÷È ÂóäÜÐõÛòÖõÖÚĂÚÂóäÿÖäöãâÖòèæ¬èÈìÚ­óÿÂöćãèÂòÛÂóäÜäòÛÖòèÖ¬îÿìÖùÂóäÔ°áóãìæòÈÂóä

ÿÂêöãÔîóãùäóËÂóäāÕãâöÂóäÿÖäöãâÖòèĂÚÕ­óÚÖ¬óÈąØöćÿìâóñëâ ÿßøćîÂóäÕČóÿÚõÚËöèõÖáóãìæòÈ

ÿÂêöãÔîóãù āÕãÂóäÿÖäöãâÅèóâßä­îâìæòÈÿÂêöãÔîóãùäóËÂóäÅäú Ö­îÈâöÂóäÿÖäöãâÅèóâßä­îâĂÚ

ìæóãąÕ­óÚ Ýú­èõÉòãÉ÷ÈăÕ­é÷ÂêóÿÂöćãèÂòÛÈóÚèõÉòãÖòèîã¬óÈ ÕòÈÚöĈ 

ÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùÅèäÿäõćâÂäñØČóÖòĈÈĀÖ¬îãú¬ĂÚèòãØČóÈóÚìäøîË¬èÈèòã

ÂæóÈÅÚÅøîË¬èÈîóãùäñìè¬óÈ ƛƛ-Ɯƛ Üö āÕãÜäñâóÔË¬èÈÚöĈÿäöãÂè¬ó Prime of Life ìäøîË¬èÈÕöÿæõéĀì¬È

ËöèõÖÅøîăâ¬ĀÂ¬ÿÂõÚăÜãòÈÅÈâöÅèóâÿÜĆÚìÚù¬âÿÜĆÚëóèÂòÚîãú¬É÷ÈÿÜĆÚË¬èÈØöćÿìâóñëâîã¬óÈãõćÈĂÚÂóä

ÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùØČóÈóÚ Ì÷ćÈÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÖ¬óÈą Ɯ Õ­óÚÕòÈÚöĈ (ØãÔÑ 

ËèÚăËãëõØÙõċ, 2555)  

Ɨ.ÂóäÿÖäöãâÖòèÕ­óÚÉõÖĂÉ  ÿÊÂ ÙÚñéõäõ,2547 î­óÈ×÷ÈĂÚ ëùäËóÖõ Āä¬ÿßËä,2560,ìÚ­ó Ɨƚ-Ɨƛ 

ăè­è¬ó ÂóäÿÂêöãÔîóãùÿÜĆÚáóèÂóäÔ°ÿÜæöćãÚĀÜæÈÛØÛóØĀæñë×óÚáóßØóÈëòÈÅâîã¬óÈÊòÛßæòÚ×­ó
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ăâ¬ăÕ­âöÂóäÿÖäöãâĂÉăè­æ¬èÈìÚ­óÂĆÉñÜäñëÛÜòÎìóÅèóâÿÅäöãÕĀæñÂóäÜäòÛÖòèăâ¬ăÕ­ Ì÷ćÈÉñ

Â¬îĂì­ÿÂõÕÜòÎìóØóÈÕ­óÚÉõÖĂÉ Õ­óÚîóäâÔ° ÿÛøćîìÚ¬óãËöèõÖ ĀæñâöÅèóâèõÖÂÂòÈèæ ÕòÈÚòĈÚÂóäÿÖäöãâ

ÖòèÕ­óÚÉõÖĂÉâöÕòÈÚöĈ 

   Ɨ) ëä­óÈÃèòÎÂČóæòÈĂÉØöćÕöÞÚÂóäÿÝËõÎìÚ­óÂòÛèòãÿÂêöãÔ āÕãĂË­ìæòÂÙääâñÿÜĆÚÿÅäøćîÈã÷Õ

ÿìÚöćãèÉõÖĂÉĀæñëä­óÈÅèóâëòâßòÚÙ°ØöćÕöĂÚÅäîÛÅäòè 

   Ƙ) Þ÷ÂĂì­ÖÚÿîÈÿÜĆÚÅÚĂÉÂè¬óÈ âîÈāæÂĂÚĀÈ¬Õö äú­ÉòÂÜæ¬îãèóÈ ĀÂ­ÜòÎìóÕ­èãëÖõĀæñäú­ÉòÂ

ÅèÛÅùâÖÚÿîÈ 

   ƙ) ëä­óÈÅèóâëòâßòÚÙ°ØöćÕöÂòÛÿßøćîÚÖ¬óÈèòã ăâ¬ÅèäĀãÂÖòèîîÂâóîãú¬āÕÕÿÕöćãè Ì÷ćÈĂÚ

ÛóÈÅäòĈÈÿßøćîÚÖ¬óÈèòãîóÉÉñØČóĂì­ËöèõÖÃîÈÖÚÿîÈäú­ë÷ÂÂäñÊòÛÂäñÿÊÈÃ­Ú 

   ƚ) ßãóãóâØČóÂõÉÂääâëä­óÈëääÅ°ä¬èâÂòÛÝú­îøćÚ 

   ƛ) âöÂóäÖõÕÖóâÃ¬óèëóäîãú¬ÿëâî ÿË¬Ú ÂóäàòÈèõØãù î¬óÚìÚòÈëøîßõâß° ìäøîÂóäî¬óÚÃ¬óèëóä

Ý¬óÚØóÈëøćîîîÚăæÚ° ÿÜĆÚÖ­Ú  

Ƙ.ÂóäÿÖäöãâÖòèÕ­óÚä¬óÈÂóã  ìâóã×÷È ÂóäÿÖäöãâÖòèÕ­óÚä¬óÈÂóãÚòĈÚÿÜĆÚÂóäèóÈĀÝÚĂÚÂóä
ÕúĀæëùÃáóßÃîÈÖÚÿîÈÿßøćîĂì­ßä­îâÿÃ­óëú¬ËöèõÖìæòÈÂóäÿÂêöãÔ āÕãâöÂóäÿÖäöãâĂÚ 4 ÜäñÿÕĆÚ (îÚÈÅ°
ÚóÐ Ý¬óÚë×õÚ, ƘƛƛƜ) ÕòÈÚöĈ  
    Ɨ) áóèñāáËÚóÂóä ăÕ­ĀÂ¬ äòÛÜäñØóÚÿÚøĈîëòÖè°Øöćã¬îãÈ¬óã ìæöÂÿæöćãÈîóìóäØöćâöăÃâòÚ
Åóä°āÛăïÿÕäÖëúÈ Āæñ ÅîÿäëÿÖîäîæëúÈ  äòÛÜäñØóÚÝòÂĀæñÝæăâ­Øöćâöäëăâ¬ìèóÚÉòÕ äòÛÜäñØóÚ
îóìóäØöćâöĀÅæÿÌöãâëúÈ ÿË¬Ú ÝòÂëöÿÃöãè ÜæóÿæĆÂÜæóÚ­îã ÈóÕČó ×òćè ÿìæøîÈÚâ ÿÜĆÚÖ­Ú ĀæñÕøćâÚČĈóîã¬óÈ
Ú­îãèòÚæñ 7 ĀÂ­è  

   Ƙ) ÂóäîîÂÂČóæòÈÂóã ÅèäîîÂÂČóæòÈÂóãëâČćóÿëâîĀæñÖ¬îÿÚøćîÈ āÕãîã¬óÈÚ­îãèòÚæñÅäòĈÈ

äñãñÿèæóăâ¬Ú­îãÂè¬ó ƙƖ ÚóØö 

   ƙ) ÂóäÚîÚìæòÛ ÅèäÚîÚÖõÕÖ¬îÂòÚîã¬óÈÚ­îã Ɲ ËòćèāâÈÖ¬îèòÚ 

   ƚ) ÂóäÖäèÉëùÃáóßîã¬óÈÚ­îã Üöæñ Ɨ ÅäòĈÈ  

ƙ. ÂóäÿÖäöãâÖòèÕ­óÚØäòßã°ëõÚÿÈõÚØîÈ ÿÜĆÚÂóäÉòÕäñÿÛöãÛÂóäÿÈõÚÃîÈÛùÅÅæîã¬óÈâö

ÜäñëõØÙõáóß Õ­èãÂóäÉòÕìóÿÈõÚÿÃ­óâóĀæñÉ¬óãîîÂăÜîã¬óÈÿìâóñëâ Â¬îĂì­ÿÂõÕÝæÕöÂòÛÿÜ­óìâóã
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ØöćÖòĈÈăè­ ÿÚøćîÈÉóÂÛùÅÅæØöćÿâøćîÿÂêöãÔîóãùĀæ­èäóãăÕ­ØöćÿÅãăÕ­äòÛÜäñÉČóÉñæÕæÈÖóâăÜÕ­èã ÕòÈÚòĈÚ×­ó

ăâ¬âöĀÝÚäóãÉ¬óãØöćäòÕÂùâ ÿÈõÚÉČóÚèÚÚòĈÚÂĆîóÉÉñìâÕăÜăÕ­îã¬óÈäèÕÿäĆè Ì÷ćÈÉñßúÕ×÷ÈÂóäÿÖäöãâÖòè

Õ­óÚäóãăÕ­ĀæñäóãÉ¬óã (ëùÃĂÉ ÚČĈóÝùÕ îÚùËÚóÐ ÿÉäõÎÉõÖäÂääâ Āæñ ëâÚ÷Â èõèòÓÚñ, ƘƛƛƝ) ÕòÈÚöĈ  

   Ɨ) ÂóäÜäñÿâõÚäóãăÕ­ĀÖ¬æñÿÕøîÚ ĀæñÂóäèõÿÅäóñì°Āìæ¬ÈØöćâóÃîÈäóãäòÛÿßøćîÅóÕÅñÿÚ

ÉČóÚèÚäóãăÕ­ØöćÉñÿÜĆÚäóãăÕ­ÜäñÉČóìæòÈÿÂêöãÔîóãùÂòÛäóãăÕ­ßõÿéêÖ¬óÈąØöćÉñÉÛæÈßä­îâÂòÛÂóä

ÿÂêöãÔîóãù 

   Ƙ) ÂóäÜäñÿâõÚäóãÉ¬óãĂÚĀÖ¬æñÿÕøîÚ ĀæñèõÿÅäóñì°ØöćâóÃîÈäóãÉ¬óãÖ¬óÈą ØČóÿÜĆÚ

ÈÛÜäñâóÔîîÂâóĂì­ÿÜĆÚäúÜÙääâ ÉñÿÜĆÚäóãÿÕøîÚìäøîäóãÜöÂĆăÕ­ 

   ƙ) ÅèÛÅùâÅ¬óĂË­É¬óãĂì­ëâÕùæÂòÛäóãăÕ­ ×­óÝæîîÂâóè¬óäóãÉ¬óãĂÚÛ­óÚÿÂõÚäóãäòÛØöćÿäóăÕ­ 

ÂĆÅèäØöćÉñìóØóÈÿßõćâäóãăÕ­ ìäøîÂóäÖòÕäóãÉ¬óãáóãĂÚÛ­óÚîîÂÛóÈëõćÈØöćăâ¬ÉČóÿÜĆÚ 

   ƚ) ÿÖäöãâìóÈóÚëČóäîÈ ĂÚÂäÔöØöćìóäóãăÕ­ÿßõćâÅèäØöćÉñÿÖäöãâÖòèăè­ÖòĈÈĀÖ¬Â¬îÚÂóä

ÿÂêöãÔîóãùìäøîÖîÚØöćãòÈØČóÈóÚîãú¬ 

   ƛ) ÂóäÿÖäöãâÿÈõÚëČóäîÈăè­ĂË­ãóâÿÉĆÛÜ¬èã ÊùÂÿÊõÚìäøîâöÜòÎìóØóÈÿéäêÑÂõÉÅèäâöÂóäÿäõćâ

ÿÂĆÛëñëâÿÈõÚÿÜĆÚÿèæóîã¬óÈÚ­îã ƗƖ-Ɨƛ ÜöÂ¬îÚÿÂêöãÔîóãù ÿË¬Ú îëòÈìóäõâØäòßã° ÂóäÌøĈîßòÚÙÛòÖä 

ÂóäÜäñÂòÚËöèõÖìäøîÂóäæÈØùÚÂòÛÂîÈØùÚäèâÿßøćîÂóäÿæöĈãÈËöß (Retirement Mutural Fund : RMF) 

ÿÜĆÚÂîÈØùÚØöćâöæòÂêÔñÝëâÝëóÚäñìè¬óÈÂóäÿÜĆÚÂîÈØùÚäèâÂòÛÂóäÿÜĆÚÿÅäøćîÈâøîëñëâÿÈõÚăè­

ãóâËäóáóß 

ƚ. ÂóäÿÖäöãâÖòèÕ­óÚëòâßòÚÙáóßĂÚÅäîÛÅäòè ÿÊÂ ÙÚñéõäõ,2547 î­óÈ×÷ÈĂÚ ëùäËóÖõ Āä¬ÿßËä

,2560,ìÚ­ó ƗƜ-ƗƝ è¬óÂóääòÂêóëòâßòÚÙáóßØöćÕöĂÚÅäîÛÅäòèÿÜĆÚÿäøćîÈëČóÅòÎîã¬óÈãõćÈØöćÉñË¬èãØČóĂì­Ýú­

ÿÂêöãÔâîÈÿìĆÚÅùÔÅ¬óÃîÈëâóËõÂĂÚÅäîÛÅäòèĀæñÉČóÿÜĆÚÖ­îÈëä­óÈÅèóâëòâßòÚÙ°îòÚÕöÖ¬îÂòÚÕ­èã

èõÙöÂóäÿËõÈäúÜÙääâ Ö¬óÈą ÕòÈÚöĈ  

   Ɨ) ăÜâóìóëú¬ĀæñÖõÕÖ¬îëøćîëóäÂòÚîã¬óÈëâČćóÿëâî 

   Ƙ) ÕúĀæË¬èãÿìæøîÂòÚãóâÿÕøîÕä­îÚ 

   ƙ) ÿÜĆÚĀÛÛîã¬óÈØöćÕöĂì­ÅÚĂÚÅäîÛÅäòè 

   ƚ) Ăì­ÿèæóĀÂ¬ëâóËõÂĂÚÅäîÛÅäòèĀÛñÌøćîëòÖã°Ö¬îÅäîÛÅäòè 
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   ƛ) ëîÚæúÂìæóÚĂì­äòÂĀæñÿÅóäßÝú­ëúÈîóãù 

ƛ. ÂóäÿÖäöãâÖòèÕ­óÚÂõÉÂääâÂóäĂË­ÿèæóè¬óÈ Ûääæù éõäõßóÚõË,2550 î­óÈ×÷ÈĂÚ ëùäËóÖõ Āä¬

ÿßËä,2560,ìÚ­ó ƗƝ è¬óÿâøćîÿÃ­óëú¬èòãÿÂêöãÔÂóäØČóÂõÉÂääâãóâè¬óÈÿÜĆÚÿäøćîÈëČóÅòÎÌ÷ćÈÚČóÅèóâß÷ÈßîĂÉ

âóĂì­ É÷ÈÅèäÿæøîÂÈóÚØöćâöÜäñāãËÚ°Ö¬îÖÚÿîÈ Ö¬îÝú­îøćÚĀæñëòÈÅâ ĀæñâöÅèóâÿìâóñëâÂòÛÂČóæòÈÃîÈ

ÖÚ ÂóäÿÖäöãâÅèóâßä­îâÕ­óÚÂõÉÂääâÂóäĂË­ÿèæóè¬óÈ âöÕòÈÚöĈ 

   Ɨ) ØČóÈóÚîÕõÿäÂ ÿË¬Ú ÂóäÿÃöãÚìÚòÈëøî ÈóÚëñëâÖ¬óÈą ìäøîØČóÈóÚÜäñÕõêÑ° ÿÜĆÚÖ­Ú 

   Ƙ) ÿæ¬ÚÂöíóØöćăâ¬Ö­îÈĂË­ĀäÈâóÂÚÚòÂ ÿË¬Ú ÂóäÿÕõÚ Âóäè¬óãÚČĈó ÂöíóÿÜÖîÈ äČóâèãÉöÚ ÿæ¬Ú

āãÅñ ÿÜĆÚÖ­Ú 

   ƙ) Âóäî¬óÚìÚòÈëøî ÿË¬Ú ÛØÜäñßòÚÙ° ÜäñèòÖõéóëÖä° ÚèÚõãóã ÿÜĆÚÖ­Ú 

   ƚ) ÿÃ­óä¬èâÂõÉÂääâĂÚëòÈÅâìäøîØČóÂõÉÂääâëóÙóäÔÜäñāãËÚ° 

Ɯ. ÂóäÿÖäöãâÖòèÕ­óÚØöćîãú¬îóéòã (Ûääæù éõäõßóÚõË,2550 î­óÈ×÷ÈĂÚ ëùäËóÖõ Āä¬ÿßËä,2560,ìÚ­ó 

ƗƝ)  è¬óØöćîãú¬îóéòãÿÜĆÚìÚ÷ćÈÜòÉÉòãëöćØöćâöÅèóâëČóÅòÎÖ¬îâÚùêã°ØùÂÅÚ āÕãÂóäÿÖäöãâØöćîãú¬îóéòãÚòĈÚ

ÉñÖ­îÈâöÂóäÿÖäöãâĂì­ßä­îâÂ¬îÚ×÷ÈèòÚÿÂêöãÔîóãùĀæñÅèäÉòÕÿÖäöãâăè­ÖòĈÈĀÖ¬èòãÂæóÈÅÚÿßäóñ×­ó

ìóÂÉòÕÿÖäöãâĂÚÖîÚØöćÿÂêöãÔîóãùĀæ­èîóÉÿÂõÕÜòÎìóÛóÈîã¬óÈÌ÷ćÈĀÂ­ăÃăâ¬ØòÚÂóäÔ°ăÕ­ Ì÷ćÈĂÚÂóä

ÉòÕÿÖäöãâØöćîãú¬îóéòãëõćÈëČóÅòÎ âöÕòÈÚöĈ 

   Ɨ) ë×óÚØöćÖòĈÈØöćîãú¬îóéòã ÅèäØöćÉñëñÕèÂĂÚÂóäÿÕõÚØóÈîãú¬ăâ¬ăÂæĀìæ¬ÈËùâËÚÉóÂÿßøćîÚ 

ìäøîÎóÖõëÚõØ 

   Ƙ) æòÂêÔñÂóäîãú¬îóéòãÅèäèóÈĀÝÚæ¬èÈìÚ­óè¬óÉñĂË­ËöèõÖìæòÈÿÂêöãÔîãú¬ÂòÛĂÅä îãú¬ÂòÛÅú¬

ëâäë îãú¬ÂòÛÎóÖõßöćÚ­îÈ îãú¬ÂòÛæúÂìæóÚÿßøćîØöćÉñăÕ­Ë¬èãÿìæøîÌ÷ćÈÂòÚĀæñÂòÚ ìäøîãú¬ÖóâæČóßòÈÅÚÿÕöãè 

   ƙ) ëáóßÛ­óÚØöćîãú¬îóéòãĀæñëõćÈĀèÕæ­îâÉñÖ­îÈâöëáóßØöćÿìâóñëâÂòÛèòãËäóáóß 

ÜäóéÉóÂîòÚÖäóãĂÚÂóäĂË­ËöèõÖĂÚèòãËäóáóß  

îÚÈÅ°ÚóÐ Ý¬óÚë×õÚ (2556) ăÕ­ëäùÜÿÂöćãèÂòÛÂóäÿÖäöãâÖòèÂ¬îÚÿÂêöãÔîóãùÃ­óäóËÂóäÅäú

ăè­è¬ó ÂóäÿÖäöãâÖòèÂ¬îÚÿÂêöãÔîóãùĂÚÜäñÿØéăØãëäùÜăÕ­ÿÜĆÚ ƞ Õ­óÚ Åøî Õ­óÚä¬óÈÂóã Õ­óÚÉõÖĂÉ 

Õ­óÚØöćîãú¬îóéòã Õ­óÚÂóäĂË­ÿèæóè¬óÈ Õ­óÚ ÿéäêÑÂõÉ Õ­óÚëòÈÅâ Å­óÚëòâßòÚÙáóßĂÚÅäîÛÅäòè Āæñ 

Õ­óÚÛØÛóØĂÚÅäîÛÅäòè ĀæñÂóäÿÖäöãâÖòèÕ­óÚÂóäĂË­ÿèæóè¬óÈĀæñÕ­óÚëòÈÅââöÅèóâëîÕÅæ­îÈÂòÚ
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ĂÚÿäøćîÈÂóäĂË­ÿèæóØöćâöâóÂÃ÷ĈÚáóãìæòÈÂóäÿÂêöãÔîóãùĂì­ÿÂõÕÜäñāãËÚ°ÃÔñÿÕöãèÂòÚĂÚÖ¬óÈÜäñÿØé

ÜäñÿÕĆÚĂÚÂóäÂóäÿÖäöãâÖòèØóÈÕ­óÚÂóäĂË­ÿèæóè¬óÈĀæñØöćîãú¬îóéòãäèâÂòÚĂÚÕ­óÚÂóäÕČóÿÚõÚËöèõÖ

ÿË¬ÚÂòÚØČóĂì­âöÅèóâÅæ­óãÅæ÷ÈÂòÛÂóäé÷ÂêóĂÚÜäñÿØéăØãĀÖ¬Âóäé÷ÂêóĂÚÜäñÿØéăØãÉñĀãÂÕ­óÚ

ÈóÚîÕõÿäÂĀæñØöćîãú¬îóéòãăè­ÅÚæñÕ­óÚîã¬óÈËòÕÿÉÚ Ì÷ćÈÜäñÿÕĆÚ ìæòÂą ÃîÈÂóäÿÖäöãâÖòèÂ¬îÚÿÂêöãÔ

ØòĈÈĂÚÜäñÿØéĀæñÖ¬óÈÜäñÿØéâöîãú¬ØòĈÈìâÕ ƚ Õ­óÚ ăÕ­ĀÂ¬ Õ­óÚä¬óÈÂóã Õ­óÚÉõÖĂÉ Õ­óÚÂóäÿÈõÚìäøî

ÿéäêÑÂõÉ ĀæñÕ­óÚÂóäÕČóÿÚõÚËöèõÖ Ì÷ćÈÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú ìâóã×÷È 

ÕČóÿÚõÚÂóäìäøî ÂóäÜÐõÛòÖõÖÚÃîÈÃ­óäóËÂóäÅäúĂÚÂóäÿÖäöãâÂóäæ¬èÈìÚ­óÿÂöćãèÂòÛÂóäÜäòÛÖòèÖ¬î 

ÿìÖùÂóäÔ°áóãìæòÈÂóäÿÂêöãÔ āÕãâöÂóäÿÖäöãâÂóäĂÚÕ­óÚÖ¬óÈą Øöćÿìâóñëâ ÿßøćîÂóäÕČóÿÚõÚËöèõÖ 

áóãìæòÈÂóäÿÂêöãÔ ÉČóĀÚÂÿÜĆÚ ƚ Õ­óÚ 

Ɨ) Õ­óÚä¬óÈÂóã ÿÜĆÚÂóäèóÈĀÝÚĂÚÂóäÕúĀæëùÃáóßÃîÈÖÚÿîÈÿßøćîĂì­ßä­îâÿÃ­óëú¬ËöèõÖ 

ìæòÈÂóäÿÂêöãÔ āÕãâöÂóäÿÖäöãâĂÚ ƚ ÜäñÿÕĆÚ ÕòÈÚöĈ ÜäñÿÕĆÚØöć Ɨ áóèñāáËÚóÂóä ÜäñÿÕĆÚØöć Ƙ Âóä

îîÂÂČóæòÈÂóã ÜäñÿÕĆÚØöć ƙ ÂóäÚîÚìæòÛØöćÿßöãÈßî ÜäñÿÕĆÚØöć ƚ ÂóäÖäèÉëùÃáóßîã¬óÈÚ­îãÜöæñ 1 

ÅäòĈÈ  

2) Õ­óÚÉõÖĂÉ ÿÜĆÚÂóäÿÖäöãâßä­îâāÕãÞ÷ÂÖÚ Ăì­âöÉõÖĂÉĀÉ¬âĂëîãú¬ÿëâî ßãóãóâăâ¬ èõÖÂ

ÂòÈèæÂòÛÜòÎìóĂÕą ÉÚÿÂõÚÿìÖù âöèõÙöÂóäÉòÕÂóäÂòÛÅèóâÿÅäöãÕØöćÿÂõÕÃ÷ĈÚ ÖæîÕÉÚâöâùââîÈĂÚĀÈ¬ 

ÛèÂÂòÛËöèõÖ ăâ¬ã÷ÕÖõÕÂòÛîČóÚóÉìÚ­óØöćØöćâöîãú¬ÿÕõâ ãîâäòÛÂòÛÅèóâÿÜæöćãÚĀÜæÈØöćÉñÿÂõÕÃ÷ĈÚìæòÈÂóä 

ÿÂêöãÔ Āæñäèâ×÷ÈÂóäßúÕÅùãëÚØÚóÿÂöćãèÂòÛÂóäÿÂêöãÔÂòÛÛùÅÅæÖ¬óÈą ÿßøćîÂóäÜäòÛÖòèĀæñ 

ÿÖäöãâßä­îâÂ¬îÚÂóäÿÂêöãÔ 

3) Õ­óÚÂóäÿÈõÚ ÿÜĆÚÂóäÿÖäöãâÿÈõÚÿßøćîĂË­É¬óãĂÚèòãìæòÈÿÂêöãÔîóãù ÿßøćîëČóäîÈÿÈõÚăè­ĂË­ 

ÿâøćîÿÃ­óëú¬èòãÝú­ëúÈîóãù ăÕ­ĀÂ¬ ÂóäîîâÿÈõÚ ÂóäÜäñÿâõÚäóãäòÛ-äóãÉ¬óãĀæñìÚöĈëõÚĂÚÜòÉÉùÛòÚ ĀæñÂóä

ÿÖäöãâèóÈĀÝÚìóĀÚèØóÈØČóÙùäÂõÉìäøîÈóÚìæòÈÂóäÿÂêöãÔÿßøćîĂì­âöäóãăÕ­ÿëäõâ 

ƚ) Õ­óÚÂóäÕČóÿÚõÚËöèõÖ ÿÜĆÚÂóäèóÈĀÝÚĂÚÕ­óÚÈóÚîÕõÿäÂìäøîÂóäĂË­ÿèæóè¬óÈ ÅČóÚ÷È×÷È

ÂóäĂË­ÿèæóè¬óÈĂì­ÿÂõÕÜäñāãËÚ° âóÂÂè¬óØöćÉñØČóÿßøćîìóäóãăÕ­ ÿË¬Ú ÿæöĈãÈÕúÛùÖäìæóÚ ÜæúÂÖ­Úăâ­ ØČó

ëèÚ ÿæ¬ÚÕÚÖäö èóÈĀÝÚ Ø¬îÈÿØöćãè ìäøîÂóäÿÜĆÚîóëóëâòÅäË¬èãëîÚìÚòÈëøîĂì­ÂòÛËùâËÚĀæñÿÃ­ó

ä¬èâÂòÛÂæù¬âËâäâ ÂõÉÂääâ Ö¬óÈą ØöćÿÜĆÚÜäñāãËÚ°Ö¬îëòÈÅâ ÿÜĆÚÖ­Ú ÜäñÂîÛÂòÛÂóäèóÈĀÝÚĂÚ

ÂóäÿÖäöãâìóØöćîãú¬îóéòãÿÜĆÚìæòÂĀìæ¬È ìäøîâöØöćßòÂîóéòãÿÜĆÚÃîÈÖÚÿîÈØöćâòćÚÅÈèóÈĀÝÚè¬óÉñăÜĂË­



 21 

ËöèõÖØöćÉñîãú¬ØöćĂÕ äèâ×÷ÈÅóÕÂóäÔ° èóÈĀÝÚØöćÉñÜäòÛÜäùÈÌ¬îâĀÌâÛ­óÚĂì­ÿìâóñëâÂòÛÂóäÕČóÿÚõÚ

ËöèõÖáóãìæòÈÿÂêöãÔ 

ÿÛÎÉßä èËõäéäöëùÚØä (2545) î­óÈ×÷È ĂÚ ÂäÜáó ÿÉäõãÎËòÚêó (2557) Ăì­ÅèóâìâóãÂóä

ÿÖäöãâÅèóâßä­îâÿßøćîÂóäâöÈóÚØČóìâóã×÷È ÂóäÿÖäöãâĂÚÕ­óÚÅèóâäú­ Åèóâëóâóä× ØòÂêñĂÚÂóä

ÜÐõÛòÖõÈóÚ äèâØòĈÈÛùÅæõÂáóßØöćÿìâóñëâ ÿßøćîëä­óÈāîÂóëĂÚÂóäâöÈóÚØČó ĀæñĂì­âöÅèóâßä­îâĂÚ

ÂóäØČóÈóÚ āÕãăÕ­ÈóÚØČó âöäóãăÕ­ÿßöãÈßîĂÚÂóäÿæöĈãÈËöß âöÅèóââòćÚÅÈĂÚÂóäØČóÈóÚ ĀæñÅèóâß÷È

ßîĂÉĂÚÂóäØČóÈóÚ 

Úóãëùäëöì° ÜäñëõØÙõċäòÖÚ° (2558) ăÕ­Âæ¬óè×÷ÈÂóäèóÈĀÝÚÂóäÕČóÿÚõÚËöèõÖìæòÈÿÂêöãÔăè­è¬ó 

ÂóäÿÂêöãÔîóãùÚòĈÚăâ¬ĂË¬ÂóäëõĈÚëùÕÃîÈËöèõÖĀÖ¬ÂóäÿÂêöãÔîóãùĀæ­èÚòĈÚëóâóä×ØöćÉñÕČóäÈËöèõÖÖ¬îăÜ

ăÕ­îã¬óÈâöÅèóâëùÃÜäóéÉóÂÅèóâèõÖÂÂòÈèæäèâ×÷ÈÿäøćîÈÂòÈèæĂÉăÕ­×­óâöÂóäèóÈĀÝÚìæòÈÂóäÿÂêöãÔ

ØòĈÈ ƙ Õ­óÚ Åøî Õ­óÚÂóäÿÈõÚ Õ­óÚëùÃáóßĀæñÉõÖĂÉ ĀæñÕ­óÚÂóäĂË­ÿèæóè¬óÈ Ì÷ćÈÂóäèóÈĀÝÚĂÚÕ­óÚ

Ö¬óÈąÉČóÿÜĆÚÖ¬îÂóäÕČóÿÚõÚËöèõÖìæòÈÂóäÿÂêöãÔîóãù 

ÉóÂÝæÂóäèõÉòãÃîÈ ÿßĆÎÜäñáó ÿÛÎÉèääÔ (2558) ßÛè¬ó ÂóäÿÖäöãâÅèóâßä­îâÂ¬îÚ

ÿÂêöãÔîóãù ÿÜĆÚÂóäèóÈĀÝÚÂóäÕČóÿÚõÚÂóäìäøîÂóäÜÐõÛòÖõîã¬óÈĂÕîã¬óÈìÚ÷ćÈ ÿßøćîÿÜĆÚÂóäÿÖäöãâÖòè

ĂÚÂóäÕČóÿÚõÚËöèõÖáóãìæòÈÿÂêöãÔîóãùØČóÈóÚÉ÷ÈÖ­îÈâöÂóäÿÖäöãâÖòèÕ­óÚÖ¬óÈą 6 Õ­óÚ ăÕ­ĀÂ¬ 1) Âóä

ÿÖäöãâÖòèÕ­óÚÉõÖĂÉ 2) ÂóäÿÖäöãâÖòèÕ­óÚä¬óÈÂóã 3) ÂóäÿÖäöãâÖòèÕ­óÚØäòßã°ëõÚÿÈõÚØîÈ 4) Âóä

ÿÖäöãâÖòèÕ­óÚÂõÉÂääâÂóäĂË­ÿèæóè¬óÈ 5) ÂóäÿÖäöãâÖòèÕ­óÚëòâßòÚÙáóßĂÚÅäîÛÅäòè Āæñ 6) Âóä

ÿÖäöãâÖòèÕ­óÚØöćîãú¬îóéòã Ýú­ØöćâöÂóäÿÖäöãâÖòèØöćÕöÉñëóâóä×ĂË­ËöèõÖ áóãìæòÈÿÂêöãÔîóãùăÕ­îã¬óÈâö

ÅèóâëùÃ âöÅùÔáóßËöèõÖØöćÕö 

Å.é. ƘƖƖƚ Lee,Law ØČóÂóäé÷ÂêóÿÂöćãèÂòÛÂóäèóÈĀÝÚÿÂêöãÔĀæñÅèóâß÷ÈßîĂÉÖ¬îÂóä

ÿÂêöãÔîóãùÂòÛÂæù¬âÖòèîã¬óÈÜäñËóÂäèòãØČóÈóÚĂÚÜäñÿØéï¬îÈÂÈ âöÂóäÉČóĀÚÂÂóäÿÖäöãâÖòèÂ¬îÚ

ÿÂêöãÔ ÿÜĆÚ ƚ Õ­óÚ ăÕ­ĀÂ¬  

Ɨ) Õ­óÚä¬óÈÂóã ÜäñÂîÛÕ­èã ÂóäîîÂÂČóæòÈÂóã ÖäèÉÿËĆÅëùÃáóß ÂóäìæöÂÿæöćãÈìäøîìãùÕ

ßåÖõÂääâÖ¬óÈąØöćë¬ÈÝâÿëöãÖ¬îëùÃáóß ĀæñÂóäÌøĈîÜäñÂòÚËöèõÖ 

Ƙ) Õ­óÚÉõÖĂÉ ÜäñÂîÛÕ­èã ÂóäÿÃ­óä¬èâîÛäâ/ëòââÚóìäøîÿÃ­óä¬èâìæòÂëúÖäÂóäÿÂêöãÔ 

Âóäî¬óÚìÚòÈëøîìäøîÛØÅèóâÿÂöćãèÂòÛÂóäÿÂêöãÔ ÂóäĂì­ÅèóâëÚĂÉÿÂöćãèÂòÛÂóäÿÂêöãÔ ĀæñßúÕÅùã
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ÿÂöćãèÂòÛÂóäÿÂêöãÔîóãùÃîÈÖÚÂòÛÅäîÛÅäòèÃîÈÖÚÿîÈ ßúÕÅùãÂòÛÿßøćîÚä¬èâÈóÚÿÂöćãèÂòÛÂóä

ÿÂêöãÔîóãùĀæñßúÕÅùãÂòÛÝú­ØöćÿÂêöãÔĀæ­èÿÂöćãèÂòÛØòéÚÅÖõÅèóâÅõÕÿìĆÚ 

ƙ) Õ­óÚÂóäÿÈõÚ ÜäñÂîÛÕ­èã ÂóäÿÖäöãâëñëâÿÈõÚëČóìäòÛÂóäÿÂêöãÔîóãù ÿßøćîÂóäæÈØùÚ

äñãñãóèĂÚèòãÿÂêöãÔäèâ×÷ÈÂóäÌøĈîÜäñÂòÚËöèõÖĀæñÜäñÂòÚîùÛòÖõÿìÖù  

ƚ) Õ­óÚÂóäÕČóÿÚõÚËöèõÖ ÜäñÂîÛÕ­èã ÂóäèóÈĀÝÚĂÚÂóäØČóÂõÉèòÖäÜäñÉČóèòÚĂÚĀÖ¬æñèòÚ

è¬óÉñØČóîñăäÛ­óÈ ìäøîÂóäÉòÕÂóäèóÈĀÝÚØöćîãú¬îóéòã ĀæñÂóäèóÈĀÝÚìóÈóÚîÕõÿäÂØČóáóãìæòÈÂóä

ÿÂêöãÔ 

 ÉóÂĀÚèÅõÕĀæñÈóÚèõÉòãØöćÿÂöćãèÃ­óÈÖ­ÚÿÂöćãèÂòÛÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùØöćÝ¬óÚâó

ÚòĈÚ ëäùÜăÕ­ÿÜĆÚ ƞ Õ­óÚ Åøî  Õ­óÚä¬óÈÂóã Õ­óÚÉõÖĂÉ Õ­óÚØöćîãú¬îóéòã Õ­óÚÂóäĂË­ÿèæóè¬óÈ Õ­óÚÿéäêÑÂõÉ 

(ÂóäÿÈõÚ) ĀæñÕ­óÚÛØÛóØĂÚÅäîÛÅäòè ÉñÿìĆÚăÕ­è¬ó ÂóäÿÖäöãâÖòèÕ­óÚÂóäĂË­ÿèæóè¬óÈ ĀæñÕ­óÚ

ëòÈÅâ âöÅèóâëîÕÅæ­îÈÂòÚĂÚÿäøćîÈÃîÈÂóäĂË­ÿèæóØöćâöâóÂÃ÷ĈÚáóãìæòÈÂóäÿÂêöãÔîóãùĂì­ÿÜĆÚ

ÜäñāãËÚ° ÃÔñØöć Lee,Law (2004) âöÂóäßúÕ×÷ÈÂóäÿÖäöãâÖòèØóÈÕ­óÚÂóäĂË­ÿèæóè¬óÈĀæñØöćîãú¬îóéòã

äèâÂòÚĂÚÕ­óÚÂóäÕČóÿÚõÚËöèõÖ Ì÷ćÈâöÜäñÿÕĆÚØöćÅæ­óãÅæ÷ÈÂòÛÈóÚèõÉòãÃîÈÚòÂèõÉòãìæóãØ¬óÚ ĀÖ¬ìóÂÉñ

ĀãÂÈóÚîÕõÿäÂÂòÛØöćîãú¬îóéòãăè­ÅÚæñÕ­óÚîã¬óÈËòÕÿÉÚ ĀæñâöÂóäé÷ÂêóÿßõćâÿÖõâÿÂöćãèÂòÛëòâßòÚÙáóß

ĀæñÛØÛóØĂÚÅäîÛÅäòè  

 ëČóìäòÛÈóÚèõÉòãÚöĈÝú­èõÉòãăÕ­ëäùÜăÕ­è¬óÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔÃîÈÃ­óäóËÂóäÅäúÿßøćîÂóä

ĂË­ËöèõÖìæòÈÿÂêöãÔ ìâóã×÷È ÂóäÜÐõÛòÖõÖÚĂÚÂóäÿÖäöãâÖòèæ¬èÈìÚ­óÿÂöćãèÂòÛÂóäÜäòÛÖòèÖ¬î

ÿìÖùÂóäÔ°áóãìæòÈÂóäÿÂêöãÔîóãùäóËÂóäāÕãâöÂóäÿÖäöãâÖòèĂÚÕ­óÚÖ¬óÈąØöćÿìâóñëâ ÿßøćîÂóä

ÕČóÿÚõÚËöèõÖáóãìæòÈÿÂêöãÔîóãù Ì÷ćÈÜäñÿÕĆÚìæòÂą ÃîÈÂóäÿÖäöãâÖòèÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔ

ÃîÈÃ­óäóËÂóäÅäú âöîãú¬ØòĈÈìâÕ ƚ Õ­óÚ  ăÕ­ĀÂ¬ Õ­óÚÅèóâëâÛúäÔ°ÃîÈä¬óÈÂóä Õ­óÚÅèóâëâÛúäÔ°ÃîÈ

ÉõÖĂÉ Õ­óÚÂóäÿÈõÚìäøîÿéäêÑÂõÉ ĀæñÕ­óÚÂóäÕČóÿÚõÚËöèõÖ  

 ÉóÂÂóäÿÖäöãâÂ¬îÚÂóäÿÂêöãÔîóãùĂÚÕ­óÚÖ¬óÈąØöćÂæ¬óèâóÃ­óÈÖ­Ú ãòÈâöØåêÏöÿÂöćãèÂòÛÂóä

èòÕÝæĀÛÛëâÕùæ ìäøî ìäøî Balance Scorecard (BSC) Ì÷ćÈÝú­èõÉòãăÕ­ÿæĆÈÿìĆÚè¬óÂóäèòÕÝæĀÛÛëâÕùæÚöĈ
Éñëóâóä×ÚČóâóÜäñãùÂÖ°ĂË­ĂÚÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉÃîÈÃ­óäóËÂóäÅäú Āæñâö

âùââîÈĂÚÕ­óÚÃîÈÂóäÿÈõÚØöćâöÅèóâëîÕÅæ­îÈÂòÚÂòÛ ÂóäèòÕÝæĀÛÛëâÕùæ ìäøî ìäøî Balance 

Scorecard (BSC) ÂòÛÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùØöćÂæ¬óèâóÃ­óÈÖ­Ú É÷ÈØČóĂì­Ýú­èõÉòãÚČó ÂóäèòÕÝæ
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ĀÛÛëâÕùæ ìäøî ìäøî Balance Scorecard (BSC) âóèõÿÅäóñì°ä¬èâÂòÛÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔ

ÿßøćîÿßõćâÜäñëõØÙõáóßÃîÈÈóÚèõÉòã āÕãÉñâöÂóäîÙõÛóãÿÂöćãèÂòÛ ÂóäèòÕÝæĀÛÛëâÕùæ ìäøî Balance 

Scorecard (BSC) ÕòÈÚöĈ  

 Ƙ.Ƙ.ƙ ÅèóâìâóãÃîÈ ÂóäèòÕÝæĀÛÛëâÕùæ ( Balance Scorecard : BSC ) 

 ÂÚÂßääÔ ÛääæøîØäòßã°  ăÕ­Ăì­ÅèóâìâóãÿÂöćãèÂòÛ ÂóäèòÕÝæĀÛÛëâÕùæ ( Balance 

Scorecard : BSC ) ăè­è¬ó ĀÚèÅõÕìäøîÿÅäøćîÈâøîØöćË¬èãÂČóìÚÕÂäîÛÂóäèòÕÝæÕČóÿÚõÚÈóÚÃîÈîÈÅ°Âä 

ÿßøćîØČóĂì­ÂóäÕČóÿÚõÚÈóÚÛääæùÿÜ­óìâóãØöćÂČóìÚÕăè­ ÜäñÂîÛÕ­èã ƚ âùââîÈ Åøî âùââîÈÕ­óÚ

ÂóäÿÈõÚ âùââîÈÕ­óÚæúÂÅ­ó âùââîÈÕ­óÚÂäñÛèÚÂóäáóãĂÚ ĀæñâùââîÈÕ­óÚÂóäÿäöãÚäú­ĀæñÂóä

ÿÉäõÎÿÖõÛāÖ Ì÷ćÈØòĈÈ ƚ âùââîÈÉñÖ­îÈâöÅèóâëâÕùæĀæñëòâßòÚÙ°Ì÷ćÈÂòÚĀæñÂòÚ ÕòÈÚöĈ 

 âùââîÈÕ­óÚÂóäÿÈõÚ ìâóã×÷È  äñÛÛÅèÛÅùâØóÈÂóäÿÈõÚØöćÕö ÂóäæÈØùÚÿßøćîÛäõÂóäØöćÕöÃ÷ĈÚ 

ÂóäæÕÖ­ÚØùÚÅ¬óĂË­É¬óã ìäøîÂóäÿßõćâÜäñëõØÙõáóßÃîÈÈóÚ ĀÖ¬âöÅ¬óĂË­É¬óãÿØ¬óÿÕõâ âöëáóßÅæ¬îÈĂÚ

ÂóäĂË­É¬óãÿÈõÚ ăâ¬ìãùÕËñÈòÂ ÿßøćîèòÕÅèóâëóâóä×ĂÚÂóäØČóÂČóăä ĀæñÿÚ­ÚÂóäÿÉäõÎÿÖõÛāÖÃîÈ

îÈÅ°Âä  

 âùââîÈÕ­óÚæúÂÅ­ó ìâóã×÷È ÜòÉÉòãáóãÚîÂØöćîÈÅ°ÂäÖ­îÈÅČóÚ÷È×÷ÈæúÂÅ­óÿÜĆÚëČóÅòÎ ÿÂöćãèÂòÛ

ÅèóâÖ­îÈÂóäÃîÈæúÂÅ­óĀæñÅèóâëñÕèÂëÛóãĂÚÂóäÿÃ­ó×÷ÈëõÚÅ­óìäøîÛäõÂóäÖ¬óÈąÃîÈîÈÅ°Âä 

 âùââîÈÕ­óÚÂäñÛèÚÂóäáóãĂÚ ìâóã×÷È ÂóäÿÖäöãâßä­îâëČóìäòÛÂóäÕČóÿÚõÚÈóÚĀæñÂóä

ÜÐõÛòÖõÈóÚáóãĂÚîÈÅ°Âä āÕãÿîøĈîîČóÚèãÖ¬îÂóäßòÓÚó ĀæñÜäòÛÜäùÈÜäñëõØÙõáóßÃîÈîÈÅ°Âä ÿË¬Ú 

ÂóäÞ÷ÂØòÂêñĂÚÂóäØČóÈóÚÃîÈÛùÅæóÂä ÂóäĂë¬ĂÉĂÚÂóäÛäõÂóä ÂóäØČóÈóÚÿÜĆÚØöâ ÂóäØČóÈóÚ

ä¬èâÂòÛÝú­îøćÚ âöÅèóââù­ÈâòÚĂÚÂóäØČóÈóÚĂì­ëČóÿäĆÉ  

 âùââîÈÕ­óÚÂóäÿäöãÚäú­ĀæñÂóäÿÉäõÎÿÖõÛāÖ ìâóã×÷È ÅèóâÅõÕäõÿäõćâĂìâ¬ą ÿßøćîëä­óÈÅùÔÅ¬ó

Ăì­ÂòÛîÈÅ°Âä ÖæîÕÉÚÅóÕÅñÿÚÅèóâÖ­îÈÂóäÃîÈæúÂÅ­óØöćÿÃ­óâóĂË­ÛäõÂóä äñÛÛÈóÚĂì­Øöćëóâóä

ÖîÛëÚîÈÅèóâÖ­îÈÂóäÃîÈæúÂÅ­ó ăÕ­îã¬óÈâöÜäñëõØÙõáóß 

 îóäãó ĀÜ®ñǕîÈ (Ƙƛƛƞ) ăÕ­Ăì­ÅèóâìâóãÿÂöćãèÂòÛ ÂóäèòÕÝæĀÛÛëâÕùæ ( Balance 

Scorecard : BSC ) ăè­è¬ó Balance Scorecard ÿÜĆÚÿÅäøćîÈâøîÂóäÉòÕÂóäØöćË¬èãĂÚÂóäÜäòÛĀÜæÈ

èõëòãØòéÚ°ĀæñÿÜ­óìâóãØöćîÈÅ°ÂäèóÈĀÝÚăè­ ÿßøćîÚČóâóëú¬ÂóäÜÐõÛòÖõÉäõÈĀæñĂË­ÅèÛÅùâÂóäÕČóÿÚõÚÂóä

Ö¬óÈą ĂÚîÈÅ°Âä äèâăÜ×÷ÈÂóäèòÕÝæÜäñÿâõÚÝæÕ­èã āÕã Balance Scorecard ÉñĂì­ÅèóâëČóÅòÎĂÚ 
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4 âùââîÈ Åøî âùââîÈÕ­óÚÂóäÿÈõÚ âùââîÈÕ­óÚæúÂÅ­ó âùââîÈÕ­óÚÂäñÛèÚÂóä ĀæñâùââîÈÕ­óÚÂóä

ÿäöãÚäú­ĀæñßòÓÚó ØòĈÈÚöĈ ÂóäèòÕÝæÂóäÕČóÿÚõÚÂóäÉñÖ­îÈâöÅèóâëâÕùæÂòÚäñìè¬óÈÖòèËöĈèòÕÂòÛâùââîÈ

ÃîÈØòĈÈ 4 Õ­óÚ 

 ÉóÂÅèóâìâóãØöćÂæ¬óèâóÃ­óÈÖ­Ú ëäùÜÅèóâìâóãØöćÚČóâóĂË­ĂÚÈóÚèõÉòãÅäòĈÈÚöĈăÕ­è¬ó  ÂóäĂË­

ÂóäèòÕĀÛÛëâÕùæ ( Balance Scorecard : BSC ) ØòĈÈ ƚ âùââîÈ Åøî âùââîÈÕ­óÚÂóäÿÈõÚ âùââîÈÕ­óÚ

ÂóäÛäõìóäÉòÕÂóä âùââîÈÕ­óÚæúÂÅ­ó ĀæñâùââîÈÕ­óÚÂóäÿäöãÚäú­ĀæñßòÓÚó ÿßøćîëČóäèÉÂóäÿÖäöãâ

Åèóâßä­îâĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉÃîÈÃ­óäóËÂóäÅäúìæòÈÿÂêöãÔ āÕãÚČóâóèõÿÅäóñì°ä¬èâÂòÛÂóäÿÖäöãâ

Åèóâßä­îâØòĈÈ ƚ Õ­óÚ  Ì÷ćÈÉñØČóĂì­ÂóäÿÖäöãâÖòèĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉÃîÈÃ­óäóËÂóäÅäúìæòÈÿÂêöãÔâö

ÜäñëõØÙõáóßâóÂãõćÈÃ÷ĈÚ 

 

 2.2.4 îÈÅ°ÜäñÂîÛÃîÈ ÂóäèòÕĀÛÛëâÕùæ ( Balance Scorecard : BSC ) 

ÂóäèòÕÝæĀÛÛëâÕùæ ìäøî ìäøî Balance Scorecard (BSC)  Ì÷ćÈÿÜĆÚĀÚèÅõÕÃîÈ  Professor 

Robert Kaplan îóÉóäã°ÉóÂâìóèõØãóæòã Havard Āæñ Dr. David Norton Ì÷ćÈÿÜĆÚØöć Üä÷ÂêóØóÈÕ­óÚ

ÂóäÉòÕÂóä Kaplan Āæñ Norton ăÕ­Ăì­ÅČóÚõãóâÃîÈ Balanced Scorecard è¬óÿÜĆÚÿÅäøćîÈâøîĂÚÕ­óÚÂóä

ÛäõìóäØöćË¬èãĂì­îÈÅ°Âäëóâóä×ÛäõìóäÂæãùØÙ°āÕãÝ¬óÚØóÈÂóäèòÕÝæ ÂóäÜÐõÛòÖõÈóÚ ÿßøćîĂì­Øõé

ØóÈÂóäÕČóÿÚõÚÈóÚáóãĂÚîÈÅ°ÂäÿÜĆÚăÜĂÚĀÚèØóÈÿÕöãèÂòÚ āÕãßõÉóäÔóÖòèËöĈèòÕĂÚëöćâùââîÈ ØòĈÈ

âùââîÈØöćÿÜĆÚÖòèÿÈõÚĀæñâùââîÈØöćăâ¬ĂË¬ÖòèÿÈõÚ (Kaplan & Norton, 1996) āÕã Balance Scorecard 

ÉñÜäñÂîÛÕ­èãØòĈÈÚöĈâùââîÈÚöĈ ÉñÿËøćîâāãÈāÕãĂË­ìæòÂÂóäĀæñÿìÖùÝæ (Cause and Effect) āÕãÿäõćâ

ÉóÂÿÜ­óìâóãîÈÅ°Âä ÅøîÂóäîãú¬äîÕ Åèóâëóâóä×ĂÚÂóäĀÃ¬ÈÃòÚ ĀæñØČóÂČóăä (âùââîÈØóÈÕ­óÚ

ÂóäÿÈõÚ) Ì÷ćÈÉñÿÜĆÚăÜăÕ­ ÂĆÖ¬îÿâøćîæúÂÅ­óâöÅèóâß÷ÈßîĂÉÿâøćîĂË­ëõÚÅ­óìäøîÛäõÂóäÃîÈîÈÅ°Âä 

(âùââîÈØóÈÕ­óÚæúÂÅ­ó) Ì÷ćÈÉñÿÜĆÚăÜăÕ­āÕãîÈÅ°ÂäÉñÖ­îÈâöÂäñÛèÚÂóäÉòÕÂóäáóãĂÚîÈÅ°ÂäØöćâö

ÜäñëõØÙõáóßĀæñ ÿîøĈîîČóÚèãÖ¬îÂóäÕČóÿÚõÚÈóÚ (âùââîÈØóÈÕ­óÚÂäñÛèÚÂóäØČóÈóÚáóãĂÚîÈÅ°Âä) 

Ì÷ćÈÿÂõÕÉóÂÂóä ßòÓÚóĀæñÂóäÿäöãÚäú­ĀæñÂóäÿÉäõÎÿÖõÛāÖÃîÈîÈÅ°Âä (âùââîÈÕ­óÚÂóäÿäöãÚäú­Āæñ

ÂóäÿÖõÛāÖ) 

1) âùââîÈØóÈÕ­óÚÂóäÿÈõÚ (Financial Perspective) ÿÜĆÚâùââîÈØöćÉñØČóĂì­îÈÅ°Âä ØäóÛ

è¬ó ÉñÖ­îÈØČóîã¬óÈăäÿßøćîĂì­ÜäñëÛÅèóâëČóÿäĆÉØóÈÕ­óÚÂóäÿÈõÚĂÚîÈÅ°ÂäìäøîîÈÅ°ÂäÖ­îÈÂóä 
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ÜäñëÛÅèóâëČóÿäĆÉØóÈÕ­óÚÂóäÿÈõÚîã¬óÈăä ãÂÖòèîã¬óÈÿË¬Ú ÂČóăäîóÉÿÜĆÚëõćÈØöćîÈÅ°ÂäÖ­îÈÂóäâóÂ 

ØöćëùÕØóÈÕ­óÚÂóäÿÈõÚ ÕòÈÚòĈÚÂČóăäÉ÷ÈÿÜĆÚÖòèèòÕÖòèìÚ÷ćÈĂÚâùââîÈØóÈÕ­óÚÂóäÿÈõÚ ÿÜĆÚÖ­Ú 

2) âùââîÈØóÈÕ­óÚæúÂÅ­ó (Customer Perspective) ÿÜĆÚâùââîÈØöćÉñØČóĂì­îÈÅ°Âä ØäóÛè¬ó 

îÈÅ°ÂäÅèäÉñÖ­îÈØČóîñăäìäøîÿÜĆÚîã¬óÈăäĂÚëóãÖóìäøîâùââîÈÃîÈæúÂÅ­óÿßøćîØöćÉñÛääæù ÿÜ­óìâóã

ÃîÈîÈÅ°Âä ÿË¬Ú æúÂÅ­óîóÉÖ­îÈÂóäĂì­îÈÅ°Âäëóâóä×ÉòÕë¬ÈëõÚÅ­óĂì­ÖäÈÿèæó ÕòÈÚòĈÚÅèóâÖäÈÖ¬î

ÿèæóĂÚÂóäÉòÕë¬ÈëõÚÅ­ó×÷ÈæúÂÅ­óÂĆÉñÚČóâóÌ÷ćÈÅèóâß÷ÈßîĂÉÃîÈæúÂÅ­ó Ì÷ćÈÉñÿÜĆÚÖòèèòÕÖòèìÚ÷ćÈĂÚ

âùââîÈØóÈÕ­óÚæúÂÅ­ó ÿÜĆÚÖ­Ú 

3) âùââîÈØóÈÕ­óÚÂäñÛèÚÂóäÉòÕÂóäáóãĂÚ (Internal Business Process) ÿÜĆÚâùââîÈØöć

ÉñØČóĂì­îÈÅ°ÂäØäóÛè¬ó îÈÅ°ÂäÉñÖ­îÈâöÂóäÉòÕÂóäÂóäØČóÈóÚáóãĂÚîã¬óÈăä ÿßøćîØöćÉñĂì­æúÂÅ­óÿÂõÕ

Åèóâß÷ÈßîĂÉ 

ƚ) âùââîÈØóÈÕ­óÚÂóäÿäöãÚäú­ĀæñÂóäÿÖõÛāÖ (Learning and Growth) ÿÜĆÚâùââîÈØöćÉñØČó

Ăì­îÈÅ°ÂäØäóÛè¬ó îÈÅ°ÂäÉñÖ­îÈßõÉóäÔóĂì­âöÂóäßòÓÚóĀæñÜäòÛÜäùÈîã¬óÈăä ÿßøćîØöćÉñÛääæù

ÿÜ­óìâóãØöćÖòĈÈăè­ăÕ­îã¬óÈãòćÈãøÚ 

ĂÚÜòÉÉùÛòÚÂóäÜäñÿâõÚÝæîÈÅ°Âäăâ¬ëóâóä×ĂË­ÖòèËöĈèòÕØóÈÂóäÿÈõÚăÕ­ÿßöãÈîã¬óÈÿÕöãè 

Ýú­ÛäõìóäÖ­îÈ ßõÉóäÔóâùââîÈîøćÚą ÜäñÂîÛÕ­èã Ì÷ćÈÜäñÿÕĆÚÚöĈÅøîÉùÕÿäõćâÖ­ÚìäøîØöćâóÃîÈÂóä

ÜäñÿâõÚÝæÂóäÜÐõÛòÖõÈóÚÿËõÈ Õùæãáóß ÿßøćîÿÜĆÚÿÅäøćîÈâøîĂÚÂóäÜäñÿâõÚÝæîÈÅ°Âä è¬óÂóäèòÕÝæÂóä

ÜÐõÛòÖõÈóÚÜäñÂîÛÕ­èãâùââîÈ (Perspective) ƚ âùââîÈ (ßëù ÿÕËñäõÚØä°, Ƙƛƚƛ) ăÕ­ĀÂ¬  

Ɨ. âùââîÈÕ­óÚÂóäÿÈõÚ (Financial Perspectives) ÿÜĆÚâùââîÈØöćâöÅèóâëČóÅòÎîã¬óÈãõćÈ

āÕãÿÊßóñ ëČóìäòÛîÈÅ°ÂäÙùäÂõÉØöćâù¬ÈĀëèÈìóÂČóăä ØòĈÈÚöĈÿÚøćîÈÉóÂâùââîÈÕ­óÚÂóäÿÈõÚÉñÿÜĆÚÖòèØöć

ÛîÂè¬ó ÂæãùØÙ°ØöćăÕ­ÂČóìÚÕ Ã÷ĈÚâó ĀæñÂóäÚČóÂæãùØÙ°ăÜĂË­ĂÚØóÈÜÐõÛòÖõÂ¬îĂì­ÿÂõÕÝæÕöÖ¬îÂóä

ÕČóÿÚõÚÈóÚÃîÈîÈÅ°Âäìäøîăâ¬áóãĂÖ­ÂæãùØÙ° Õ­óÚÂóäÿÈõÚÚòĈÚ ÜäñÂîÛÕ­èãèòÖ×ùÜäñëÈÅ°ØöćëČóÅòÎ Ƙ 

Õ­óÚ ăÕ­ĀÂ¬  

Ɨ) Õ­óÚÂóäÿßõćâÃ÷ĈÚÃîÈäóãăÕ­ (Revenue Growth) âöĀÚèÜÐõÛòÖõÕòÈÚöĈ 

Ɨ.Ɨ) ëä­óÈÿÅäøîÃ¬óãĂÚÂóäÉòÕÉČóìÚ¬óã āÕãÂóäÿßõćâÉùÕÃóãĂìâ¬ ÿßøćîìóĀìæ¬ÈäóãăÕ

Ăìâ¬  
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Ɨ.Ƙ) ÿßõćââúæÅ¬óÂóäĂË­ÝæõÖáòÔÒ°ĀæñÛäõÂóäĂì­ĀÂ¬æúÂÅ­ó ØòĈÈÚöĈÿßøćîèòÖ×ùÜäñëÈÅ°ÿßõćâ

Åèóâëóâóä×ĂÚÂóäØČóÂČóăäÉóÂæúÂÅ­óÿÂ¬ó æúÂÅ­óãòÈÿÂõÕÅèóâß÷ÈßîĂÉ  

Ɨ.ƙ) ëä­óÈßòÚÙâõÖäØóÈÙùäÂõÉ ÿßõćâÖòèĀØÚÉČóìÚ¬óã  

Ƙ) Õ­óÚÂóäÿßõćâÅèóâëóâóä×ĂÚÂóäÝæõÖĀæñÂóäÛäõìóäÉòÕÂóä âöĀÚèÜÐõÛòÖõÕòÈÚöĈ 

Ƙ.Ɨ) ÜäòÛāÅäÈëä­óÈÅ¬óĂË­É¬óãĂÚÂóäÝæõÖ ĀæñÂóäÛäõìóäÉòÕÂóä  

Ƙ.Ƙ ĂË­ÜäñāãËÚ°ëúÈëùÕÉóÂëõÚØäòßã°Øöćâöîãú¬ 

2.3) ÿßõćâÂóäæÈØùÚ ÿßøćîìèòÈÝæĂÚÂóäÿÂĆÛÿÂöćãèäóãăÕ­ĂÚäñãñãóè  

2. âùââîÈÕ­óÚæúÂÅ­ó (Customer Perspectives) ÜäñÂîÛÕ­èãèòÖ×ùÜäñëÈÅ°ìæòÂØöćëČóÅòÎ 5 

ÜäñÂóä ăÕ­ĀÂ¬ 

2.1) ë¬èÚĀÛ¬ÈÖæóÕ (Market Share) āÕãÖòèËöĈèòÕØöćëČóÅòÎ ÿË¬Ú ë¬èÚĀÛ¬ÈÖæóÕ

ÿÜäöãÛÿØöãÛÂòÛÅú¬ĀÃ¬ÈØöćëČóÅòÎ  

2.2) ÂóääòÂêóæúÂÅ­óÿÂ¬ó (Customer Retention) ÿÜĆÚÂóäèòÕÅèóâëóâóä×ĂÚÂóä

äòÂêóÑóÚæúÂÅ­óÿÕõâÃîÈîÈÅ°Âä Ì÷ćÈĂÚÜòÉÉùÛòÚÿÜĆÚëõćÈØöćëČóÅòÎâóÂ  

2.3) ÂóäÿßõćâæúÂÅ­óĂìâ¬ (Customer Acquisition) ÿÜĆÚÂóäèòÕÅèóâëóâóä×ÃîÈ

îÈÅ°ÂäĂÚÂóäĀëèÈìóæúÂÅ­óĂìâ¬ āÕãÖòèËöĈèòÕØöćëČóÅòÎ ÿË¬Ú ÉČóÚèÚæúÂÅ­óĂìâ¬Ö¬îæúÂÅ­ó

ØòĈÈìâÕ ìäøîÉČóÚèÚæúÂÅ­óØöćÿßõćâÃ÷ĈÚ ìäøîäóãăÕ­ÉóÂæúÂÅ­óĂìâ¬Ö¬îäóãăÕ­ØòĈÈìâÕ ÿÜĆÚÖ­Ú  

2.4) Åèóâß÷ÈßîĂÉÃîÈæúÂÅ­ó (Customer Satisfaction) ÿÜĆÚÂóäèòÕÅèóâß÷ÈßîĂÉ

ÃîÈæúÂÅ­óØöćâöÖ¬îëõÚÅ­óĀæñÛäõÂóäÃîÈîÈÅ°Âä ìäøîÖòèîÈÅ°ÂäÿîÈ  

2.5) ÂČóăäÖ¬îæúÂÅ­ó (Customer Profitability) āÕãÖòèËöĈèòÕØöćëČóÅòÎ ÿË¬Ú ÂČóăäÖ¬î

æúÂÅ­ó 1 äóã Ì÷ćÈÂóäØöćÉñëóâóä×ØäóÛÂČóăäÖ¬îæúÂÅ­óìÚ÷ćÈäóãăÕ­ÚòĈÚÉñÖ­îÈØäóÛäóãăÕ­Āæñ

Ö­ÚØùÚÖ¬îæúÂÅ­óìÚ÷ćÈäóã Â¬îÚÌ÷ćÈÂóäÉòÕØČóÖ­ÚØùÚÖóâÂõÉÂääâĂÚäñÛÛ Activity Based 

Costing (ABC) ÉñØČóĂì­ ëóâóä×ØäóÛÖ­ÚØùÚÖ¬îæúÂÅ­ó 

ĂÚÂóäÂČóìÚÕâùââîÈÕ­óÚæúÂÅ­ó îÈÅ°ÂäÉñÖ­îÈâöÂóäÂČóìÚÕÂæù¬âÃîÈæúÂÅ­óØöćÖÚÿîÈÉñâù¬È

ÖîÛëÚîÈĂì­ ËòÕÿÉÚ ÉóÂÚòĈÚÉñÖ­îÈĀëèÈìóÅùÔÅ¬óØöćîÈÅ°ÂäÉñÖ­îÈÚČóÿëÚîÿßøćîÖîÛëÚîÈÖ¬îÅèóâ
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Ö­îÈÂóäÃîÈæúÂÅ­óÂæù¬â ÚòĈÚ Ì÷ćÈÅùÔÅ¬óØöćîÈÅ°ÂäÉñÚČóÿëÚîĂì­ÂòÛæúÂÅ­óâö 3 Õ­óÚ ĀæñîÈÅ°ÂäÿîÈÉñÖ­îÈ

âöÅèóâËòÕÿÉÚè¬óÉñâù¬ÈÚČóÿëÚî ÅùÔÅ¬óĂÚÕ­óÚĂÕ îÈÅ°Âäăâ¬ëóâóä×ÿÂ¬ÈĂÚØùÂÕ­óÚăÕ­ ÉñÖ­îÈÿæøîÂØöć

ÉñÿÂ¬ÈĂÚÕ­óÚĂÕÕ­óÚìÚ÷ćÈ ë¬èÚÅùÔÅ¬óĂÚÕ­óÚ îøćÚąÚòĈÚîÈÅ°ÂäÖ­îÈäòÂêóăè­ăâ¬Ăì­ÖČćóÂè¬óâóÖäÑóÚ 

āÕãÅùÔÅ¬óØöćîÈÅ°Âäâù¬ÈÚČóÿëÚî (Value Proposition) ØòĈÈ 3 ÜäñÂóäÜäñÂîÛÕ­èã 

1) ÂóäÿÜĆÚÝú­ÚČóÕ­óÚëõÚÅ­óĀæñÛäõÂóä (Product/Service Leadership) Ì÷ćÈÿÜĆÚÅùÔÅ¬óĂÚÕ­óÚ

Åèóâ ÿÜĆÚÝú­ÚČóĂÚÕ­óÚÃîÈëõÚÅ­óĀæñÛäõÂóäăâ¬è¬óÉñÿÜĆÚĂÚÕ­óÚÃîÈÿØÅāÚāæãö ÂóäîîÂĀÛÛ Âóä

ĂË­ÈóÚ ÿÜĆÚÖ­Ú 

2) ÂóäÕČóÿÚõÚÈóÚØöćÿÜĆÚÿæõé (Operation Efficiency) ăÕ­ĀÂ¬ ÂóäØöćîÈÅ°ÂäâöÂóäÕČóÿÚõÚÈóÚØöćâö 

ÜäñëõØÙõáóßØöćëúÈ ØČóĂì­ëóâóä×ÚČóÿëÚîëõÚÅ­óĀæñÛäõÂóäØöćăÕ­âóÖäÑóÚĂÚÖ­ÚØùÚØöćÖČćó îòÚÉñ

ë¬ÈÝæĂì­äóÅó Åèóâÿìâóñëâ 

3) ÅèóâĂÂæ­ËõÕÂòÛæúÂÅ­ó (Customer Intimacy) ăÕ­ĀÂ¬ ÂóäØöćîÈÅ°ÂäâöÅèóâĂÂæ­ËõÕÂòÛæúÂÅ­ó 

ëóâóä×ÜäòÛÖòèĀæñÿÜæöćãÚĀÜæÈ ÿßøćîÖîÛëÚîÈÅèóâÖ­îÈÂóäÃîÈæúÂÅ­óăÕ­ÖæîÕÿèæó 

3. âùââîÈÕ­óÚÂäñÛèÚÂóäáóãĂÚ (Internal Business Process Perspective) âùââîÈÚöĈĂì­ 

ÅèóâëČóÅòÎÂòÛÂäñÛèÚÂóäáóãĂÚîÈÅ°ÂäØöćâöÅèóâëČóÅòÎÉñË¬èãÚČóÿëÚîÅùÔÅ¬óØöćæúÂÅ­óÖ­îÈÂóä āÕã

ëóâóä× ÚČóĀÚèÅõÕĂÚÕ­óÚæúÂāÌ¬Āì¬ÈÅùÔÅ¬ó (Value Chain) ØöćäñÛùè¬óîÈÅ°ÂäÜäñÂîÛÕ­èãÂõÉÂääâØöć

ëČóÅòÎØöćÿÜĆÚ ÂõÉÂääâìæòÂăÕ­ĀÂ¬  

3.1) Inbound Logistics ăÕ­ĀÂ¬ ÂõÉÂääâÖ¬óÈąØöćÿÂöćãèÃ­îÈÂòÛÂóäăÕ­äòÛÂóäÃÚë¬È ÂóäÉòÕÿÂĆÛ 

ĀæñÂóäĀÉÂÉ¬óãèòÖ×ùÕõÛĀæñ inputs Ö¬óÈą ÿË¬Ú ÂóäÉòÕÂóäèòÖ×ùÕõÛ ÂóäÅèÛÅùâèòÖ×ùÕõÛ ÂóäÛäõìóä

ÅæòÈëõÚÅ­ó ÂóäÉòÕØČóÂČóìÚÕÿèæóÃîÈä×ÃÚë¬ÈĂÚÂóäÿÕõÚØóÈăÜ-ÂæòÛÂòÛĀìæ¬ÈèòÖ×ùÕõÛ  

3.2) Operations ăÕ­ĀÂ¬ ÂõÉÂääâØöćÿÂöćãèÃ­îÈÂòÛÂóäÿÜæöćãÚìäøîĀÜääúÜèòÖ×ùÕõÛÖ¬óÈą Ăì­

îîÂâóÿÜĆÚëõÚÅ­ó Ì÷ćÈăÕ­ĀÂ¬ ÂõÉÂääâÖ¬óÈą ÿË¬Ú ÂóäĀÜääúÜ ÂóäÜäñÂîÛ ÂóäÛääÉùìöÛì¬î ÂóäÕúĀæ

äòÂêóÿÅäøćîÈÉòÂä ÂóäØÕëîÛ  

3.3) Outbound Logistics ăÕ­ĀÂ¬ ÂõÉÂääâÖ¬óÈą ØöćÿÂöćãèÃ­îÈÂòÛÂóäÉòÕÿÂĆÛäèÛäèâ ÉòÕ

ÉČóìÚ¬óãëõÚÅ­óĀæñÛäõÂóäØöćÿëäĆÉĀæ­èăÜãòÈÝú­ÛäõāáÅ ÿË¬Ú ÂóäÉòÕÂóäÅæòÈëõÚÅ­ó ÂóäÉòÕÖóäóÈÂóäÿÕõÚ

ä×ÿßøćîÃÚë¬ÈëõÚÅ­ó  
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3.4) Marketing and Sales ăÕ­ĀÂ¬ ÂõÉÂääâÖ¬óÈą ØöćÿÂöćãèÂòÛÂóäËòÂÉúÈĂì­æúÂÅ­óÌøĈî 

4. âùââîÈÕ­óÚÂóäÿäöãÚäú­ĀæñÂóäßòÓÚó (Learning and Growth Perspective) ÿÜĆÚâùââîÈØöć

âö ÅèóâëČóÅòÎâóÂ āÕãÿÊßóñîã¬óÈãõćÈÿÜĆÚâùââîÈØöćĂì­ÅèóâëČóÅòÎÖ¬îîÚóÅÖÃîÈîÈÅ°Âä āÕãë¬èÚ

ĂìÎ¬ èòÖ×ùÜäñëÈÅ°áóãĂÖ­âùââîÈÚöĈÉñĀÛ¬ÈÿÜĆÚ 3 Õ­óÚìæòÂą ăÕ­ĀÂ¬ Õ­óÚÿÂöćãèÂòÛØäòßãóÂäÛùÅÅæ

áóãĂÚîÈÅ°Âä Õ­óÚÿÂöćãèÂòÛäñÛÛÃ­îâúæëóäëÚÿØé ĀæñÕ­óÚÿÂöćãèÂòÛèòÓÚÙääâîÈÅ°Âä äñÛÛÂóäÉúÈ

ĂÉ ĀæñāÅäÈëä­óÈîÈÅ°Âä Ì÷ćÈáóãĂÖ­èòÖ×ùÜäñëÈÅ°ØöćÿÂöćãèÃ­îÈÂòÛÕ­óÚØäòßãóÂäÛùÅÅæáóãĂÚîÈÅ°Âä

ÚòĈÚ âößøĈÚÑóÚâóÉóÂÂóäßõÉóäÔóè¬óĂÚ îòÚØöćÉñÛääæùèòÖ×ùÜäñëÈÅ°ĂÚâùââîÈîøćÚąÚòĈÚ ÛùÅæóÂä

áóãĂÚîÈÅ°ÂäÚòĈÚÿÜĆÚÜòÉÉòãØöćâöÅèóâëČóÅòÎØöćëùÕ ØČóĂì­ îÈÅ°ÂäÖ¬óÈąâòÂÉñßõÉóäÔóèòÖ×ùÜäñëÈÅ°ĂÚ

Õ­óÚØäòßãóÂäÛùÅÅæ Åøî 1) ØòÂêñÅèóâëóâóä×ÃîÈßÚòÂÈóÚ Ì÷ćÈâòÂÉñèòÕăÕ­ĂÚìæóãæòÂêÔñ ÿË¬Ú 

ÉČóÚèÚËòćèāâÈØöćßÚòÂÈóÚăÕ­äòÛÂóäîÛäâÖ¬îÜö ìäøîÂóäØČó Competency Test ìäøîÂóäØČó Strategic 

Skills Coverage (ÿÜĆÚÂóäëČóäèÉØòÂêñØöćâöÅèóâëČóÅòÎÖ¬îÂæãùØÙ°ÃîÈîÈÅ°Âä ĀæñßõÉóäÔóè¬óâö

ßÚòÂÈóÚØöćâöØòÂêñĂÚÕ­óÚÚòĈÚą ÿßöãÈßîìäøîãòÈ) ÿÜĆÚÖ­Ú 2) ØòéÚÅÖõĀæñÅèóâß÷ÈßîĂÉÃîÈ 

ßÚòÂÈóÚ Ì÷ćÈāÕãâóÂâòÂÉñèòÕÕ­èãÂóäØČóëČóäèÉØòéÚÅÖõÃîÈßÚòÂÈóÚ 3) îòÖäóÂóäìâùÚÿèöãÚ ÿÃ­ó

îîÂÃîÈ ßÚòÂÈóÚ Ì÷ćÈâòÂÉñèòÕāÕãßõÉóäÔóÉóÂîòÖäóÂóäÿÃ­ó îîÂÃîÈßÚòÂÈóÚ 

āÕãĂÚĀÖ¬æñîÈÅ°ÜäñÂîÛĂÚĀÖ¬æñÕ­óÚÃîÈÂóäèòÕÝæĀÛÛëâÕùæ ìäøî Balance Scorecard 

(BSC) ØöćÂæ¬óèâóÃ­óÈÖ­Ú ĂÚĀÖ¬æñÕ­óÚÚòĈÚëóâóä×ÚČóâóÜäñãùÂÖ°ĂË­ĂÚÂóäÿÖäöãâÅèóâßä­îâÿßøćî

ÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäúĀæñÿßõćâÜäñëõØÙõáóßĂÚÂóäÿÖäöãâÅèóâßä­îâÂ¬îÚ

ÂóäÿÂêöãÔîóãùÂóäØČóÈóÚÿßøćîËöèõÖìæòÈÿÂêöãÔîóãùăÕ­  

ëČóìäòÛÂóäé÷ÂêóÚöĈÂČóìÚÕĂì­ ÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÃîÈ

Ã­óäóËÂóäÅäú ìâóã×÷È ÂóäÿÖäöãâÂóäæ¬èÈìÚ­óìäøîÅèóâßä­îâĂÚÂóäÕČóÿÚõÚËöèõÖìæòÈÿÂêöãÔ 

ÿßøćîĂì­âöÅèóâßä­îâĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔîóãùäóËÂóä Ì÷ćÈÚČóâóëú¬äóãăÕ­ ĀæñÅèóâëùÃÃîÈ

Ã­óäóËÂóäÅäú ĂÚÂóäÕČóÿÚõÚËöèõÖìæòÈÂóäÿÂêöãÔîóãùäóËÂóä āÕãâöÂóäÿÖäöãâÖòèĂÚÕ­óÚÖ¬óÈą Øöć

ÿìâóñëâÂòÛÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÂóäÿÂêöãÔ ÉČóĀÚÂÿÜĆÚ Ɲ Õ­óÚ ÕòÈÚöĈ  

Ɨ) Õ­óÚÅèóâëâÛúäÔ°ÃîÈä¬óÈÂóã ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÂóäÕúĀæñëùÃáóß

ä¬óÈÂóã ăÕ­ĀÂ¬ ÂóäîîÂÂČóæòÈÂóã ÂóäÖäèÉÿËĆÅëùÃáóß ÂóäìæöÂÿæöćãÈìäøîìãùÕßåÖõÂääâÖ¬óÈąØöć

ë¬ÈÝæÿëöãÖ¬îëùÃáóß ĀæñÂóäÌøĈîÜäñÂòÚËöèõÖ ØòĈÈìâÕÚöĈÿßøćîØöćÉñØČóĂì­âöÂČóæòÈĂÚÂóäÿÖäöãâÅèóâ
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ßä­îâĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉ ØöćãòÈÅÈÖ­îÈĂË­ÅèóâëâÛúäÔ°ÃîÈëùÃáóßìäøîä¬óÈÂóãĂÚÂóäØČóÈóÚìæòÈ

ÂóäÿÂêöãÔîóãù  

Ƙ) Õ­óÚÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ  ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÉõÖĂÉ ăÕ­ĀÂ¬ ÂóäÞ÷ÂÖÚ

Ăì­âöÉõÖĂÉĀÉ¬âĂëîãú¬ÿëâî ăâ¬èõÖÂÂòÈèæÂòÛÜòÎìóĂÕąÉÚÿÂõÚÿìÖù ÂóäÉòÕÂóäÂòÛÅèóâÿÅäöãÕØöć

ÿÂõÕÃ÷ĈÚĀæñâöâùââîÈĂÚĀÈ¬ÛèÂÂòÛËöèõÖ ăâ¬ã÷ÕÖõÕÂòÛîČóÚóÉìÚ­óØöćØöćâöîãú¬ÿÕõâ ãîâäòÛÂòÛÅèóâ

ÿÜæöćãÚĀÜæÈØöćÉñÿÂõÕÃ÷ĈÚìæòÈÂóäÿÂêöãÔ ĀæñÂóäßúÕÅùãëÚØÚóÿÂöćãèÂòÛÂóäÿÂêöãÔÂòÛÛùÅÅæÖ¬óÈą 

Ì÷ćÈĂÚÕ­óÚÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ×øîÿÜĆÚÕ­óÚìÚ÷ćÈØöćëČóÅòÎÿßäóñè¬ó ÂóäØöćÉñÿäõćâÖ­ÚÙùäÂõÉ×­óĂÚĂÉ

ãòÈÅÈÅõÕèõÖÂÂòÈèæîãú¬âóÂ ĀäÈØöćÉñÿäõćâÖ­ÚÙùäÂõÉÂĆăâ¬âöăÜÕ­èãÿâøćîÛùÅÅæâöÂóäÿÖäöãâÅèóâßä­îâĂÚ

Õ­óÚÉõÖĂÉÿÜĆÚîã¬óÈÕöĀæ­èÂĆÉñâöâùââîÈØöćĀÖÂÖ¬óÈîîÂăÜÉóÂÅÚØöćèõÖÂÂòÈèæÚòćÚÿîÈ ØČóĂì­Âóäÿäõćâ

ÙùäÂõÉîóÉÉñÿÜĆÚăÜăÕ­È¬óã 

 ƙ) Õ­óÚÂóäÿÈõÚ ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÃîÈÖòèÿÈõÚÿßøćîØöćÉñÚČóăÜĂË­É¬óãáóãìæòÈ

ÂóäÿÂêöãÔîóãù ăÕ­ĀÂ¬ ÂóäÜäñÿâõÚäóãäòÛ-äóãÉ¬óã ÂóäÿÖäöãâëñëâÿÈõÚëČóìäòÛÂóäÿÂêöãÔîóãùÿßøćî

ÂóäæÈØùÚäñãñãóèĂÚèòãÿÂêöãÔ ÂóäÌøĈîÜäñÂòÚËöèõÖĀæñÜäñÂòÚîùÛòÖõÿìÖùĀæñÂóäÿÖäöãâìóÈóÚ

ëČóäîÈĂÚÂäÔöØöćÖ­îÈÂóääóãăÕ­ÿßõćâ 

ƚ) Õ­óÚÂóäÕČóÿÚõÚËöèõÖ  ÿÜĆÚÂóäèóÈĀÝÚĂÚÕ­óÚÂóäÕČóÿÚõÚËöèõÖ ăÕ­ĀÂ¬ ÂóäèóÈĀÝÚĂÚÂóä

ØČóÂõÉèòÖäÜäñÉČóèòÚĂÚĀÖ¬æñèòÚè¬óÉñØČóîñăäÛ­óÈ ÂóäÉòÕÂóäèóÈĀÝÚØöćîãú¬îóéòã ÂóäèóÈĀÝÚìóÈóÚ

îÕõÿäÂØČóáóãìæòÈÂóäÿÂêöãÔ ØòĈÈÚöĈĂÚÕ­óÚÃîÈÂóäÕČóÿÚõÚËöèõÖâöë¬èÚĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉÃîÈ

Ã­óäóËÂóäÅäúØöćÂČóæòÈÉñÿÂêöãÔÿßäóñÿâøćîâöÂóäìóÈóÚîÕõÿäÂØČóîóÉÉñÿÜĆÚÙùäÂõÉÃÚóÕã¬îâ ÂĆ

Â¬îĂì­ÿÂõÕäóãăÕ­ ĀæñÅèóâëùÃÃîÈÛùÅÅæÚòĈÚ ìäøîîóÉÉñâöÂóäÿÜõÕÙùäÂõÉÿæĆÂąáóãĂÚØöćîãú¬îóéòãÿßøćî

ØČóĂì­ÿÂõÕÅèóâëùÃĀæñăâ¬ÿìÈó  

ƛ) Õ­óÚÂóäÛäõìóäÉòÕÂóä ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâÿÂöćãèÂòÛÂóäÛäõìóäÉòÕÂóäÿÂöćãè

ÂäñÛèÚÂóäĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔ è¬óÅèäâöÂäñÛèÚÂóäĂÕÿäõćâÂ¬îÚĀæñìæòÈÿßøćîØČóĂì­

ÙùäÂõÉÿäõćâÖ­ÚăÕ­îã¬óÈâöÜäñëõØÙõáóß ăÕ­ĀÂ¬ ÂóäĂË­Åèóâ×ÚòÕìäøîØòÂêñÿÊßóñĂÚÂóäÿäõćâØČóÙùäÂõÉ 

ÂóäèóÈĀÝÚÿÂöćãèÂòÛÂóäÅõÕÅ­ÚëõÚÅ­óìäøîÛäõÂóä ĀæñÂäñÛèÚÂóäáóãĂÚÃîÈÂóäØČóÙùäÂõÉ 

Ɯ) Õ­óÚÂóäÿäöãÚäú­ĀæñßòÓÚó ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÃîÈÖòèÛùÅÅæ ăÕ­ĀÂ¬ ØòÂêñ

Åèóâëóâóä×ÃîÈßÚòÂÈóÚ Õ­óÚÿÂöćãèÂòÛäñÛÛÃ­îâúæëóäëÚÿØé ĀæñÕ­óÚÿÂöćãèÂòÛèòÓÚÙääâîÈÅ°Âä 
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äñÛÛÂóäÉúÈĂÉĀæñāÅäÈëä­óÈîÈÅ°Âä   Ì÷ćÈÂóäÿÖäöãâÂóäÕ­óÚÂóäÿäöãÚäú­ĀæñßòÓÚóÿÜĆÚÕ­óÚØöćëČóÅòÎ

Õ­óÚìÚ÷ćÈØöćÖòèÛùÅÅæÚòĈÚ ÉñÖ­îÈĂì­ÅèóâĂë¬ĂÉÿÜĆÚîãóÂâóÂ ÿßøćîĂì­ÂóäÿäõćâÖ­ÚÙùäÂõÉÿÜĆÚăÜăÕ­îã¬óÈ

äóÛäøćÚĀæñâöÜäñëõØÙõáóß 

Ɲ) Õ­óÚÅèóâäú­ÅèóâÿÃ­óĂÉÿÂöćãèÂòÛæúÂÅ­ó ÿÜĆÚÂóäÿÖäöãâÅèóâßä­îâĂÚÕ­óÚÃîÈæúÂÅ­óØöćÝú­ØČó

ÙùäÂõÉÖ­îÈÂóäÉñÚČóÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóäÃîÈÿäóăÜÿëÚîÖ¬îÂæù¬âæúÂÅ­ó ĀæñÖîÛëÚîÈÅèóâ

Ö­îÈÂóäÃîÈÂæù¬âæúÂÅ­ó ăÕ­ĀÂ¬ Âóääú­è¬óæúÂÅ­óÃîÈÙùäÂõÉÅøîĂÅä Âóääú­è¬óÂóäĀÛ¬ÈÂæù¬âæúÂÅ­óØČóîã¬óÈăä

ÂóäÖõÕÖ¬îëøćîëóäÂòÛæúÂÅøîØČóîã¬óÈăä Âóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óØČóîã¬óÈăäĀæñÂóäëä­óÈ

ÅèóâĀÖÂÖ¬óÈÃîÈëõÚÅ­óÿßøćîäòÂêóæúÂÅ­óÿÂ¬óĀæñÿßõćâæúÂÅ­óĂìâ¬ Ì÷ćÈĂÚÕ­óÚÃîÈÅèóâäú­ĀæñÅèóâÿÃ­óĂÉ

æúÂÅ­óÚòĈÚÉñÖ­îÈâöÂóäÂČóìÚÕìäøîĀÛ¬ÈÂæù¬âÃîÈæúÂÅ­óăÕ­îã¬óÈËòÕÿÉÚ  ÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉØöćâö

ÜäñëõØÙõáóß 

ÕòÈÚòĈÚëČóìäòÛÂóäé÷ÂêóĂÚÅäòĈÈÚöĈ ÂČóìÚÕĂì­ÂóäÿÖäöãâÖòèÿßøćîÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈ

ÿÂêöãÔÃîÈÃ­óäóËÂóäÅäú Åøî ÂóäÕČóÿÚõÚÂóäìäøîÂóäÂóäÿÖäöãâÖòèæ¬èÈìÚ­óìäøîÂóäÜäòÛÖòèÖ¬î

ÿìÖùÂóäÔ°áóãìæòÈÿÂêöãÔ āÕãâöÂóäÿÖäöãâÖòèÕ­óÚÖ¬óÈąØöćÿìâóñëâÿßøćîÂóäÕČóÿÚõÚËöèõÖìæòÈÂóä

ÿÂêöãÔîóãùäóËÂóä ĀÛ¬ÈÿÜĆÚ Ɲ Õ­óÚ ăÕ­ĀÂ¬ Ɨ) Õ­óÚÂóäÿÈõÚ  Ƙ) Õ­óÚÅèóâëâÛúäÔ°ÃîÈä¬óÈÂóã ƙ) Õ­óÚ

ÅèóâëâÛúäÔ°ÃîÈÉõÖĂÉ ƚ) ÂóäÕČóÿÚõÚËöèõÖ ƛ) Õ­óÚÂóäÛäõìóäÉòÕÂóä Ɯ) Õ­óÚÂóäÿäöãÚäú­ĀæñßòÓÚó 

Āæñ Ɲ) Õ­óÚÅèóâäú­ÅèóâÿÃ­óĂÉÿÂöćãèÂòÛæúÂÅ­ó Ì÷ćÈØòĈÈ Ɲ Õ­óÚÉñëóâóä×ÛîÂ×÷ÈÂóäÿÖäöãâÖòèÿßøćîÂóä

ÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÃîÈÃ­óäóËÂóäÅäúăÕ­ËòÕÿÉÚ  

 

Ƙ.ƙ äúÜĀÛÛÙùäÂõÉ (Business Model) 
Ƙ.ƙ.Ɨ ÅèóâìâóãÃîÈäúÜĀÛÛÙùäÂõÉ 

Mitchell and Coles (2003) ØöćăÕ­Ăì­ÅČóÚõãóâäúÜĀÛÛÙùäÂõÉăè­è¬ó äúÜĀÛÛÙùäÂõÉ Åøî Âóä 

ÝëâÝëóÚÅČóÖîÛÃîÈÅČó×óâ Ɲ ÅČó×óâ Åøî ĂÅä îñăä ÿâøćîăìä¬ ØöćăìÚ îã¬óÈăä ĀæñÿØ¬óăìä¬ Øöć

ÿÂöćãèÃ­îÈÂòÛÂóäë¬ÈâîÛÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóäĂì­Ýú­ÛäõāáÅ äèâØòĈÈÝú­ÿÂöćãèÃ­îÈîøćÚą ÿË¬Ú 

ßÚòÂÈóÚÃîÈîÈÅ°Âä ßòÚÙâõÖäÅú¬Å­ó Ìòßßæóãÿîîä° Ýú­ÉòÕÉČóìÚ¬óã ÿÉ­óÃîÈ äèâ×÷ÈìÚ¬èãÈóÚØöćîÈÅ°Âä

ÿÂöćãèÃ­îÈ ÿÜĆÚÖ­Ú āÕãîÙõÛóã Ɲ ÅČó×óâăÕ­ÕòÈÚöĈ Ɨ)ĂÅä ìâóã×÷È Âæù¬âÿÜ­óìâóãØöćîÈÅ°ÂäÖ­îÈÂóä

ÚČóÿëÚîÅùÔÅ¬ó Ƙ)îñăä Åøî ëõćÈØöćîÈÅ°ÂäÖ­îÈÂóäÚČóÿëÚîĀÂ¬Âæù¬âÿÜ­óìâóãÚòĈÚ ƙ) ÿâøćîăìä¬ Åøî 
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Ë¬èÈÿèæóăìÚØöćÅèäÚČóÿëÚîÅùÔÅ¬óÚòĈÚĀÂ¬Âæù¬âÿÜ­óìâóã ƚ) ØČóăâ ìâóã×÷È ÿìÖùÂóäÔ°ØöćîÈÅ°Âä

Ö­îÈÂóäÚČóÿëÚîÅùÔÅ¬óÚòĈÚĀÂ¬Âæù¬âÿÜ­óìâóã ƛ)ØöćăìÚ ìâóã×÷È ë×óÚØöćØöćîÈÅ°Âäëóâóä×ë¬ÈâîÛ

ÅùÔÅ¬óÚòĈÚĂì­ĀÂ¬Âæù¬âÿÜ­óìâóãăÕ­ Ɯ)îã¬óÈăä ìâóã×÷È èõÙöØöćîÈÅ°ÂäÉñÿëÚîÅùÔÅ¬óĀÂ¬Âæù¬âÿÜ­óìâóã 

Āæñ Ɲ)ÿØ¬óăìä¬ Åøî ÅùÔÅ¬óØöćîÈÅ°ÂäÚČóÿëÚîÂ¬îĂì­ÿÂõÕÂČóăäÿØ¬óăìä¬ 

Chesbrough (2007) ăÕ­Ăì­ÅČóÚõãóâÅèóâìâóãăè­è¬ó  äúÜĀÛÛÙùäÂõÉ ìâóã×÷È ÂäîÛ

ĀÚèÅèóâÅõÕØöćÿÜĆÚÜäñāãËÚ°Ö¬îÝææòßÙ°ĂÚÂóäÕČóÿÚõÚÙùäÂõÉ āÕãäúÜĀÛÛÙùäÂõÉØöćßÛÉñâöìÚ­óØöć

ëČóÅòÎ Ƙ ÜäñÿáØ Ɨ) Value Creation  Åøî Âóäëä­óÈÅùÔÅ¬óÃîÈÂóääñÛùÂõÉÂääâØòĈÈìâÕ ÖòĈÈĀÖ¬ÿäõćâăÕ­

ë¬èÚÜäñÂîÛìäøîèòÖ×ùÕõÛâóÉÚÂäñØòćÈÚČóăÜëä­óÈÅèóâß÷ÈßîĂÉìäøîÂóäÖîÛëÚîÈÖ­îÝú­ÛäõāáÅ 

Ì÷ćÈÂóäØČóÂõÉÂääâÕòÈÂæ¬óèÉñë¬ÈÝæĂì­ÿÂõÕâúæÅ¬óÿßõćâÃ÷ĈÚĂÚëõÚÅ­óìäøîÛäõÂóäÚòĈÚą Ƙ) Value Capture 

Åøî ÂóäăÕ­äòÛÜäñāãËÚ°ÉóÂÂóäÿßõćââúæÅ¬óØöćëä­óÈÃ÷ĈÚĂÚë¬èÚÃîÈ Value Creation ĂÚÕ­óÚÃîÈÂóä

äñÛùØäòßãóÂä ëõÚØäòßã° ìäøîë×óÚñÃîÈÂóäØČóÂõÉÂääâÖ¬óÈą ÿßøćîëä­óÈÅèóâăÕ­ÿÜäöãÛĂÚÂóä

ĀÃ¬ÈÃòÚĂì­ÂòÛîÈÅ°Âä 

Osterwalder and Pigneur (2010) ăÕ­âöÂóäÂæ¬óè×÷È Value Creation Āæñ Value Capture 

ĀÖ¬ÉñÖ¬óÈîîÂăÜÉóÂÃ­óÈÖ­Ú ÅøîÂóäîÙõÛóãÂóäë¬ÈâîÛÅùÔÅ¬ó(Value Deliver)ÃîÈîÈÅ°ÂäÕ­èã 

Moeller M., Stolla C., and Doujak A. (2008) ăÕ­Âæ¬óèăè­è¬ó äúÜĀÛÛÙùäÂõÉ Åøî ÂóäñÛù

ÂóäÂäñØČóÃîÈîÈÅ°ÂäĂÚÂóäëä­óÈ Āæñë¬ÈâîÛÅùÔÅ¬óØöćâöÜäñāãËÚ°ÿËõÈßóÔõËã° āÕãÂóäÚČóÿëÚî

îÈÅ°ÜäñÂîÛÃîÈîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉÉñîãú¬ĂÚäúÜÃîÈÂóäÖîÛÅČó×óâÿÂöćãèÂòÛÝú­ÛäõāáÅ

ĀæñîÈÅ°Âä ÜäñÂîÛÕ­èã ƙ îÈÅ°ÜäñÂîÛÕòÈÚöĈ Ɨ) Who ÿÜĆÚÂóäÖòĈÈÅČó×óâè¬óĂÅäÅøîÂæù¬âÿÜ­óìâóã

ÃîÈÂóäØČóÙùäÂõÉÃîÈîÈÅ°Âä Ƙ) What ÿÜĆÚÂóäÖòĈÈÅČó×óâè¬óîñăäÅøîëõćÈØöćîÈÅ°ÂäÖ­îÈÂóäÚČóÿëÚîÖ¬î

Âæù¬âæúÂÅ­óÿÜ­óìâóã îñăäÅøîÅùÔÅ¬óØöćîÈÅ°Âäëä­óÈ îñăäÅøîëõćÈØöćîÈÅ°ÂäØČóÂóäÕČóÿÚõÚÂóäĀÂ­ÜòÎìó

Ăì­ÂòÛÂæù¬âæúÂÅ­óÿÜ­óìâóã äèâØòĈÈîñăäÅøîØäòßãóÂäìæòÂÃîÈîÈÅ°ÂäØöćÖ­îÈâö ƙ) How ÿÜĆÚÂóäÖòĈÈ

ÅČó×óâè¬ó îÈÅ°ÂäÿäóÉñÿÃ­ó×÷ÈÂæù¬âæúÂÅ­óÿÜ­óìâóãăÕ­îã¬óÈăä ØČóîã¬óÈăäĂì­Ýú­ÛäõāáÅß÷ÈßîĂÉĀæñØČó

Âóäë¬ÈâîÛÅùÔÅ¬óîã¬óÈăä āÕãßõÉóäÔóÂóäÖõÕÖ¬îëøćîëóäÉóÂÉùÕÜäñëÈÅ°ØöćîÈÅ°ÂäÖ­îÈÂóäÖõÕÖ¬î

Ýú­ÛäõāáÅ ƚ ÜäñÂóä Åøî Âóäëä­óÈÂóääòÛäú­(Awereness) ÂóäÌøĈî(Purchase) Âóäë¬ÈâîÛ(Delivery) 

ĀæñÂóäëøćîëóäìæòÈÂóäÃóã(After Sales) ÚîÂÉóÂÚöĈãòÈäèâ×÷ÈÂóäëä­óÈäóãăÕ­ĀæñÖ­ÚØùÚÃîÈ

îÈÅ°Âäè¬óâöāÅäÈëä­óÈîã¬óÈăä ÂõÉÂääâìæòÂØöćĂË­ĂÚÂóäÕČóÿÚõÚÈóÚÃîÈîÈÅ°ÂäÿÜĆÚîã¬óÈăä 
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äúÜĀÛÛÙùäÂõÉ ÿÜĆÚëõćÈØöćĂË­îÙõÛóãè¬óÂõÉÂääâìäøîÙùäÂõÉÚòĈÚ Éñëóâóä×ëä­óÈÝæÂČóăäìäøî

äóãăÕ­ăÕ­îã¬óÈăä ÚČóâóĂË­ĂÚÂóäßõÉóäÚóè¬óÂõÉÂääâìäøîÙùäÂõÉÚòĈÚą ëä­óÈÅèóâÿÃ­óĂÉăÕ­îã¬óÈ

ËòÕÿÉÚÿßøćîĂì­ØäóÛ×÷ÈÂóäëä­óÈâúæÅ¬óÿßõćâĂì­ÂòÛÂõÉÂääâìäøîÙùäÂõÉăÕ­îã¬óÈăäÛ­óÈ ëČóìäòÛæúÂÅ­ó

ìäøîÝú­Øöćâöë¬èÚăÕ­ë¬èÚÿëöãÂòÛÂõÉÂääâìäøîÙùäÂõÉ ĀÖ¬×­óâîÈĂÚîöÂâùâìÚ÷ćÈ äúÜĀÛÛÙùäÂõÉ ÅøîèõÙöÂóä

ëä­óÈÅùÔÅ¬óĂì­ÂòÛÚèòÖÂääâÃîÈÙùäÂõÉ Ì÷ćÈäúÜĀÛÛÙùäÂõÉ(Business Model) ÉñĀÖÂÖ¬óÈÉóÂĀÝÚÙùäÂõÉ

(Business Plan) ÿßäóñĀÝæÙùäÂõÉÅøîäóãæñÿîöãÕÖ¬óÈąÃîÈÂóäÕČóÿÚõÚÂóäĀæñÂóäÅóÕìâóãÝæ

ÜäñÂîÛÂóäÃîÈÙùäÂõÉ Ì÷ćÈÉñÜäñÂîÛÕ­èãäóãæñÿîöãÕÉČóÚèÚâóÂ äèâØòĈÈ Financial Projection Ì÷ćÈ

ÿÜĆÚëõćÈëČóÅòÎëČóìäòÛÂóääñÕâÿÈõÚØùÚÉóÂÚòÂæÈØùÚìäøîÂóäÂú­ÿÈõÚÉóÂë×óÛòÚÂóäÿÈõÚ ĀÖ¬äúÜĀÛÛ

ÙùäÂõÉâöäóãæñÿîöãÕÚ­îãÂè¬óĀÝæÙùäÂõÉâóÂ āÕãÿÜĆÚëõćÈØöćÂČóìÚÕĀÚèØóÈ (Direction) ĀæñìæòÂÂóä 

(Concept) ØöćÂõÉÂóäìäøîÙùäÂõÉÉñĂË­ĂÚÂóäÕČóÿÚõÚÈóÚĂì­ÜäñëÛÅèóâëČóÿäĆÉĀæñâöÝæÂČóăä äúÜĀÛÛ

ÙùäÂõÉÉ÷ÈÿÜĆÚÂóäîÙõÛóãĀÚèÅõÕÃîÈÿÉ­óÃîÈÂõÉÂóäìäøîÙùäÂõÉÿßøćîăÜÿëÚîĂì­Ýú­Øöćâöë¬èÚăÕ­ë¬èÚÿëöãĂì­

ÿÃ­óĂÉăÕ­îã¬óÈäèÕÿäĆè Ì÷ćÈÿÜĆÚÿÅäøćîÈâöØöćÂČóìÚÕÂæãùØÙ°ĂÚÂóäÂČóìÚÕìæòÂÂóä (Concept) Āæñ

ÖääÂñ (Logic) ĂÚÂóäÕČóÿÚõÚÂõÉÂóäìäøîÙùäÂõÉÃîÈîÈÅ°Âä ÿßøćîëä­óÈâúæÅ¬óÿßõćâÖîÛëÚîÈÖ¬îÅèóâ

Ö­îÈÂóäÃîÈÂæù¬âæúÂÅ­óÿÜ­óìâóãĀæñÂ¬îĂì­ÿÂõÕÝæÂČóăäĀæñÅèóââòćÚÅÈ ÃîÈÂõÉÂóäìäøîÙùäÂõÉĂÚ

äñãñãóè 

ÉóÂÂóäßõÉóäÚóÅČóÚõãóâÅèóâìâóãØòĈÈìâÕĂÚÃ­óÈÖ­Úëóâóä×ëäùÜăÕ­è¬ó äúÜĀÛÛÙùäÂõÉ

ÅøîÂäîÛÅèóâÅõÕØöćäñÛùÃòĈÚÖîÚĂÚÂóäØČóÈóÚÃîÈîÈÅ°ÂäĂÚÂóäëä­óÈĀæñâîÛÅùÔÅ¬óØöćâöÜäñāãËÚ°

ĂÚÿËõÈßóÔõËã° āÕãë¬èÚĂìÎ¬ÿÜĆÚÂóäÚČóÿëÚîîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉÉñîãú¬ĂÚäúÜĀÛÛ

ÅČó×óâÿÂöćãèÂòÛÝú­ÛäõāáÅĀæñîÈÅ°Âä Ì÷ćÈÜäñÂîÛÕ­èã ƙ îÈÅ°ÜäñÂîÛÕòÈÚöĈ Ɨ)Who 2)What 3)How 

ÃîÈÙùäÂõÉ ĂÚë¬èÚÃîÈ How ãòÈâöË¬îÈØóÈĂÚÂóäÿÃ­ó×÷ÈÂæù¬âÿÜ­óìâóã (Channel) ÿÜĆÚîã¬óÈăä 

ÜäñÂîÛÕ­èã ƚ îÈÅ°ÜäñÂîÛ ÕòÈÚöĈ ƙ.Ɨ)Âóäëä­óÈÂóääòÛäú­(Awareness) ƙ.Ƙ)ÂóäÌøĈî (Purchase) ƙ.ƙ)

Âóäë¬ÈâîÛ  (Delivery) Āæñ 3.4)ÂóäëøćîëóäìæòÈÂóäÃóã (After Sales)  

Ƙ.ƙ.Ƙ îÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉ  

îÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉÅøîë¬èÚØöćëČóÅòÎĂÚÂóäèóÈĀÝÚĂÚÂóäÜäñÂîÛÙùäÂõÉ Øöć

ØČóĂì­ÂóäÕČóÿÚõÚÙùäÂõÉÿÜĆÚăÜăÕ­îã¬óÈâöÜäñëõØÙõáóß ÕòÈÚòĈÚÉóÂÂóäÂæ¬óè×÷ÈîÈÅ°ÜäñÂîÛĂÚÙùäÂõÉ

ÃîÈ Osterwalder and Pigneur (ƘƖƗƖ) ăÕ­ÅõÕÅ­ÚĀæñßòÓÚóäúÜĀÛÛÙùäÂõÉăÕ­ÚČóÿëÚîîÈÅ°ÜäñÂîÛ
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ÃîÈäúÜĀÛÛÙùäÂõÉăè­è¬ó îÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉØöćâöÂóäÿÃöãÚĀÝÚáóßĂÚÂóäèõÿÅäóñì°ÚòĈÚ

ÜäñÂîÛăÜÕ­èã Ɵ îÈÅ°ÜäñÂîÛ ÕòÈÚöĈ 

 Ɨ) Âæù¬âæúÂÅ­ó (Customer Segments) 

 2) ÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóä (Value Propositions) 

 3) Ë¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­ó (Channels) 

 4) ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer Relationships) 

 5) äóãăÕ­ìæòÂ (Revenue Streams) 

 6) ØäòßãóÂäìæòÂ (Key Resources) 

 7) ÂõÉÂääâìæòÂ (Key Activities) 

 8) ßòÚÙâõÖäìæòÂ (Key Partnerships)   

 9) āÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure) 

Ì÷ćÈÉóÂÂóäëČóäèÉÝú­ÚČóăÜĂË­ÉäõÈÂè¬ó Ɨ,ƙƖƖ ÅÚÉóÂÂóäÕóèāìæÕĀÝÚáóßÃîÈ Ɵ 

îÈÅ°ÜäñÂîÛ ăÜĂË­ØòćèāæÂÂè¬ó ƛ æ­óÚÅÚ ĂÚÜö ƘƖƗƛ ßÛè¬ó  âöÂóäÚČóăÜĂË­ßòÓÚóÙùäÂõÉĂìâ¬ ä­îãæñ 

ƙƜ  âöÂóäÚČóăÜßòÓÚóëõÚÅ­óĂìâ¬ ä­îãæñ ƘƗ Āæñ âöÂóäÚČóăÜĂË­ ÜäòÛÂæãùØÙ°ĂÚîÈÅ°Âä ä­îãæñ ƗƟ 

(BMC Thailand, ƘƛƜƖ)ÉóÂÝæëČóäèÉØöćăÕ­âîÈÿìĆÚè¬ó äúÜĀÛÛÙùäÂõÉØòĈÈ Ɵ îÈÅ°ÜäñÂîÛÚöĈ Éñëóâóä×

ÚČóăÜßòÓÚóÙùäÂõÉĂìâ¬Ăì­ÂòÛÝú­ÿäõćâØČóÙùäÂõÉăÕ­ÿÜĆÚîã¬óÈÕö Ýú­èõÉòãÉ÷ÈâöÂóäé÷ÂêóÿÂöćãèÂòÛäúÜĀÛÛÙùäÂõÉ

ØòĈÈ Ɵ îÈÅ°ÜäñÂîÛ ÕòÈÖ¬îăÜÚöĈ  

Ɨ) Âæù¬âæúÂÅ­ó (Customer Segments) Åøî ÂóäĀÛ¬ÈÂæù¬âÿÜ­óìâóãìäøîÂæù¬âÃîÈîÈÅ°ÂäØöć

ĀÖÂÖ¬óÈÂòÚ Ì÷ćÈÿÜĆÚÂæù¬âØöćÿÜĆÚÿÜ­óìâóãÃîÈîÈÅ°ÂäĂÚÂóäÿÃ­ó×÷ÈĀæñÚČóÿëÚîäèâØòĈÈîÈÅ°ÂäÉñëä­óÈ

ÅùÔÅ¬óĂì­ĂÅäĀæñĂÅäÅøîæúÂÅ­óØöćëČóÅòÎØöćëùÕĀæñÿÜĆÚÂæù¬âÿÜ­óìâóãÃîÈîÈÅ°Âä âöÅèóâìâóãÖäÈÂòÛ

ĀÚèÅõÕÃîÈ Magretta (2002)  Skarzynski and Gibson (ƘƖƞ)  Āæñ Lindgardt, Reeves, Stalk, and 

Deimler (ƘƖƖƟ) Ì÷ćÈæúÂÅ­óìäøîÂæù¬âÿÜ­óìâóãÿÜĆÚìòèĂÉëČóÅòÎÃîÈäúÜĀÛÛÙùäÂõÉ ×­óăâ¬âöæúÂÅ­ó îÈÅ°Âä

ÂĆăâ¬ëóâóä×îãú¬äîÕăÕ­ ÿßøćîĂì­îÈÅ°Âäëä­óÈÅèóâß÷ÈßîĂÉĂì­ÿÂõÕÃ÷ĈÚăÕ­ÚòĈÚ îÈÅ°ÂäÉñÖ­îÈÉòÕÂæù¬â

æúÂÅ­óÿÜ­óìâóãĂì­ËòÕÿÉÚÿÜĆÚÂæù¬âÿÊßóñą Ì÷ćÈßõÉóäÔóÉóÂÅèóâÖ­îÈÂóäØöćÿìâøîÚÂòÚ æòÂêÔñ
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ßåÖõÂääâØöćÿìâøîÚÂòÚÂòÚĀæñØòéÚÅÖõÖ¬óÈą ÉóÂÚòĈÚîÈÅ°ÂäÉñÖ­îÈÖòÕëõÚĂÉÿæøîÂÂæù¬âÿÜ­óìâóãØöć

îÈÅ°ÂäÖ­îÈÂóäØöćÿìâóñÂòÛëõÚÅ­óìäøîÛäõÂóäÚòĈÚąĂÚÂóäÿÃ­ó×÷È ĀæñÂæù¬âÿÜ­óìâóãĂÕØöćîÈÅ°Âäăâ¬

ëÚĂÉ ÿßøćîĂì­È¬óãÖ¬îÂóäĀãÂÂæù¬âÿÜ­óìâóãÚòćÚÿîÈ Ì÷ćÈÂæù¬âÿÜ­óìâóãâöìæóãÜäñÿáØ ÿË¬Ú 

Âæù¬âÿÜ­óìâóãÃÚóÕĂìÎ¬ (Mass Market) Ì÷ćÈâöÂóäÂæ¬óè×÷ÈÂæù¬âÿÜ­óìâóãÃÚóÕĂìÎ¬ÖäÈÂòÛ 

Chesbrough and Rosenbloom (2002) Āæñ Mitchell and Coles (2003) Âæù¬âÿÜ­óìâóãÿÊßóñ (Niche 

Market) Âæù¬âÿÜ­óìâóãØöćÿÜĆÚÂæù¬âą (Segmented)  

Ƙ) ÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóä (Value Propositions) Åøî ëõÚÅ­óìäøîÛäõÂóäØöćëä­óÈÅùÔÅ¬ó

Ăì­ÂòÛÿÜ­óìâóãāÕãÿÊßóñÅùÔÅ¬óØöćîÈÅ°ÂäÖ­îÈÂóäÚČóÿëÚîÿÜĆÚëõćÈØöćĂË­ĂÚÂóäĀÂ­ÜòÎìóìäøî

ÖîÛëÚîÈÅèóâÖ­îÈÂóäÃîÈæúÂÅ­ó Ì÷ćÈâöÂóäÂæ¬óèÅæ­óãÅæ÷ÈÂòÛ Chesbrough and Rosenbloom 

(2002) Johnson,Christensen,and Kagermann (2008) Skarzynski and Gibson (2008) Āæñ Zhenya, 

Martin, George, Martin(2009) ĀÖ¬ Lindgardt, Reeves, Stalk, and Deimler (ƘƖƖƟ) ăÕ­âöÂóäßúÕ×÷È

ÿÂöćãèÂòÛ ÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóä (Value Propositions) è¬óëñØ­îÚăÕ­ ƙ âùâăÕ­ĀÂ¬ Target 

Segment  Product or Service  Āæñ Offering Revenue Model ĀÖ¬ÂĆãòÈÅÈîãú¬ĂÚÂäîÛÃîÈÅèóâìâóã

Ã­óÈÖ­ÚÿË¬ÚÂòÚ āÕãÅùÔÅ¬óÕòÈÂæ¬óèÚòĈÚîóÉâîÈăÕ­ëîÈâùâ Åøî ÅùÔÅ¬óØöćÜäõâóÔ ÿË¬Ú äóÅó Åèóâ

äèÕÿäĆèĂÚÂóäë¬ÈâîÛ ĀæñÅùÔÅ¬óÿËõÈÅùÔáóß ÿË¬Ú äúÜĀÛÛÜäñëÛÂóäÔ°ÃîÈæúÂÅ­ó ÿÜĆÚÖ­Ú āÕã

Öòèîã¬óÈÿÛøĈîÈÖ­ÚÃîÈÅùÔÅ¬óØöćĂì­ĀÂ¬æúÂÅ­ó Åøî ÅèóâĂìâ¬ØöćæúÂÅ­óãòÈăâ¬ÿÅãăÕ­äòÛâóÂ¬îÚ (Newness) 

ÂóäĂË­ÈóÚÌ÷ćÈÜäòÛÜäùÈâóÉóÂëõćÈØöćÿÅãâöâóÂ¬îÚ (Performance) ÅùÔÅ¬óØöćÿëÚîĂì­ÿÜĆÚÅèóâ

ÿÊßóñÿÉóñÉÈÖ¬îÅèóâÖ­îÈÂóäÃîÈæúÂÅ­ó (Customization) ØČóĂì­ÈóÚÃîÈæúÂÅ­óëČóÿäĆÉ (Getting a Job 

Done) ÂóäîîÂĀÛÛ (Design) ÖäóëõÚÅ­óìäøîë×óÚñ (Brand/Status) äóÅóØöćÿëÚîÖČćóÂè¬óĀÖ¬ÅùÔáóß

ëõÚÅ­óÿØ¬óÿÕõâ (Price) æÕÖ­ÚØùÚ (Cost Reduction) æÕÅèóâÿëöćãÈØöćÿÂõÕÃ÷ĈÚÉóÂÂóäÌøĈîëõÚÅ­óìäøî

ÛäõÂóä (Risk Reduction) ÂóäÿÃ­ó×÷ÈæúÂÅ­óÌ÷ćÈÿÂõÕÉóÂÚèòÖÂääâØóÈäúÜĀÛÛÙùäÂõÉìäøîÿØÅāÚāæãö

Ăìâ¬ą ìäøîØòĈÈëîÈîã¬óÈ (Accessibility) ĀæñÅèóâëñÕèÂëÛóãĂÚÂóäĂË­(Convenience/Usability) 

ÿÜĆÚÖ­Ú   

3) Ë¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­ó (Channels) Åøî Ë¬îÈØóÈÂóäëøćîëóäÃîÈîÈÅ°ÂäÿßøćîĂì­×÷ÈÂæù¬â

æúÂÅ­óĀæñë¬ÈâîÛÅùÔÅ¬óĂì­ĀÂ¬Âæù¬âæúÂÅ­óÚòĈÚăÕ­ ÚòćÚÂĆÅøî Âóäëøćîëóä (Communication) ÂóäÂäñÉóã

ëõÚÅ­ó (Distribution) ĀæñË¬îÈØóÈÂóäÃóã (Sales Channels) ÿÜĆÚë¬èÚØöćîÈÅ°ÂäÉñÖ­îÈĂÂæ­ËõÕÂòÛ

æúÂÅ­ó Ì÷ćÈË¬îÈØóÈ (Channels) ÿÜĆÚÉùÕØöćîÈÅ°Âäëóâóä×ÿÃ­ó×÷ÈæúÂÅ­ó (Customer Touch Points) Ì÷ćÈÿÜĆÚ
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ë¬èÚëČóÅòÎĂÚÂóäëä­óÈÜäñëÛÂóäÔ°Ăì­ÂòÛæúÂÅ­ó Ì÷ćÈÅèóâìâóãÅæ­óãÅæ÷ÈÂòÛ Skarzynski and 

Gibson (ƘƖƖƞ) ØöćăÕ­ßúÕ×÷ÈË¬îÈØóÈĂÚÂóäÿÃ­ó×÷ÈæúÂÅ­ó îãú¬ĂÚÿäøćîÈÃîÈ èõÙöØöćîÈÅ°ÂäÿëÚîëõÚÅ­óìäøî

ÛäõÂóäĂì­ÂòÛÝú­ÛäõāáÅ āÕãË¬îÈØóÈĂÚÂóäÿÃ­ó×÷ÈæúÂÅ­ó îÈÅ°Âäëóâóä×ÿæøîÂØöćÉñÿÃ­ó×÷ÈæúÂÅ­óÝ¬óÚ

Ë¬îÈØóÈÃîÈîÈÅ°ÂäÿîÈ (Owned Channels) ìäøîÝ¬óÚÅú¬Å­óØóÈÙùäÂõÉ (Partner Channels) ìäøîĂË­ëîÈ

Ë¬îÈØóÈ āÕãìóÂÝ¬óÚË¬îÈØóÈÃîÈîÈÅ°Âä (Owned Channels) îóÉñâöÂóäĀÛ¬ÈÿÜĆÚØóÈÖäÈìäøî

ØóÈî­îâ ØóÈÖäÈÂĆÅøîÖõÕÖ¬îÝ¬óÚÿèĆÛăÌÖ°ÃîÈîÈÅ°ÂäìäøîÂóäÃóãāÕãîÈÅ°ÂäÿîÈ ìäøîØóÈî­îâ

ìâóã×÷ÈÝ¬óÚØóÈìÚ­óä­óÚÅ­óÜæöÂÃîÈîÈÅ°ÂäØöćÛäõìóäāÕãîÈÅ°ÂäÿîÈ ÿÜĆÚÖ­Ú Ì÷ćÈâöÅèóâÅæ­óãÅæ÷È

ÂòÛ Casadesus-Masanel and Ricart (ƘƖƗƗ)  ØöćăÕ­ßúÕ×÷È ØóÈÿæøîÂ (Choice) ìâóã×÷È ØóÈÿæøîÂĂÚÂóä

ÉòÕÂóäÿäøćîÈÖ¬óÈąáóãĂÚîÈÅ°ÂäÚòćÚÿîÈ ÚîÂÉóÂÚöĈË¬îÈØóÈãòÈĀÛ¬ÈîîÂÿÜĆÚ ƛ Ë¬îÈØóÈ ÜäñÂîÛÕ­èã 

3.1)  Awareness ìâóã×÷È ØČóîã¬óÈăäÉ÷ÈÉñëä­óÈÂóääòÛäú­ĀæñÿßõćâÅèóâëÚĂÉĂì­ÂòÛëõÚÅ­óìäøîÛäõÂóä

ÃîÈîÈÅ°ÂäĂì­âóÂÃ÷ĈÚ ƙ.Ƙ) Evaluation ìâóã×÷È ØČóîã¬óÈăäÿßøćîØöćÉñË¬èãæúÂÅ­óĂÚÂóäÜäñÿâõÚÅùÔÅ¬ó

ÃîÈîÈÅ°Âä ƙ.ƙ) Purchase  ìâóã×÷È ÂóäØČóĂì­æúÂÅ­óÌøĈîëõÚÅ­óìäøîÛäõÂóäÃîÈîÈÅ°ÂäăÕ­îã¬óÈăä ƙ.ƚ) 

Delivery ìâóã×÷È Âóäë¬ÈâîÛÅùÔÅ¬óĂì­ÂòÛæúÂÅ­óăÕ­îã¬óÈăä ƙ.ƛ) After Sales ìâóã×÷È Âóäë¬Èÿëäõâ

ÛäõÂóäìæòÈÂóäÃóãĂì­ÂòÛæúÂÅ­óăÕ­îã¬óÈăä  

ƚ) ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer Relationships) Åøî ÅèóâëòâßòÚÙ°ØöćîÈÅ°ÂäâöÖ¬îÂæù¬â

æúÂÅ­óāÕãÿÊßóñ Ì÷ćÈÅèóâëòâßòÚÙ°ÉñÿÜĆÚĀÛÛäóãÛùÅÅæăÜÉÚÂäñØòćÈĂË­äñÛÛîòÖāÚâòÖõÖóâÂæù¬â

æúÂÅ­óëñÕèÂÃîÈæúÂÅ­óĂÚÂóäÿæøîÂĂË­ ÂóäÿÂĆÛäòÂêóæúÂÅ­óĂì­ÅÈîãú¬ÂòÛîÈÅ°ÂäĀæñÅèóâÖ­îÈÂóäÂóä

ÿßõćâÂóäÃóãĂì­âóÂÃ÷ĈÚ āÕãÂóäëä­óÈÅèóâëòâßòÚÙ°ÚòĈÚ îóÉÿÜĆÚÅèóâëòâßòÚÙ°ĀÛÛÛäõÂóäÖÚÿîÈ 

(Self-Service) Åøî ÂóäØöćîÈÅ°Âäăâ¬ăÕ­ëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óāÕãÖäÈĀÖ¬ÉñÿÜĆÚÂóäĂì­æúÂÅ­ó

Ë¬èãÿìæøîÖÚÿîÈìäøîîóÉÿÜĆÚÅèóâëòâßòÚÙ°ĀÛÛäóãÛùÅÅæ (Personal Assistance) ÅøîÂóäëä­óÈ

ÅèóâëòâßòÚÙ°āÕãÖäÈāÕãĂË­ÅÚìäøîßÚòÂÈóÚĂÚîÈÅ°ÂäË¬èãæúÂÅ­óĂÚÿäøćîÈÖ¬óÈąÝ¬óÚ Call Center 

ìäøî Email ÿÜĆÚÖ­Ú ìäøîÛóÈÅäòĈÈîóÉÿÜĆÚ Automated Service ÿÜĆÚÂóäëä­óÈÅèóâëòâßòÚÙ°āÕãĂË­

äñÛÛîòÖāÚâòÖõâóË¬èã ìäøîâöÂóäëä­óÈËùâËÚæúÂÅ­óÃîÈîÈÅ°Âä Ì÷ćÈë¬èÚĂìÎ¬Éñîãú¬ĂÚäúÜÃîÈÂóäÖòĈÈ

Âæù¬âăæÚ°ØöćĂË­ĂÚÂóäĀæÂÿÜæöćãÚÅèóâäú­ĀæñË¬èãĀÂ­ÜòÎìóÚîÂÉóÂÚöĈãòÈØČóĂì­îÈÅ°ÂäÿÃ­óĂÉÅèóâ

Ö­îÈÂóäÃîÈæúÂÅ­óâóÂÃ÷ĈÚîöÂÕ­èã ìäøîÅèóâëòâßòÚÙ°ĀÛÛä¬èâÂòÚëä­óÈ (Co-Creation) ÿÜĆÚÂóäëä­óÈ

ÅùÔÅ¬óä¬èâÂòÚäñìè¬óÈîÈÅ°ÂäÂòÛæúÂÅ­ó Ì÷ćÈÅèóâëòâßòÚÙ°ĀÛÛÚöĈÉñÿìÚøîÂè¬óÅèóâëòâßòÚÙ°ĀÛÛîøćÚ 

ĀÖ¬âöÂóäßúÕ×÷ÈÿÂöćãèÂòÛÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óĂÚÿäøćîÈÃîÈÂóäëä­óÈÅèóâĀÖÂÖ¬óÈÉóÂÅú¬ĀÃ¬ÈĀæñ

äòÂêóÅèóâăÕ­ÿÜäöãÛÚòĈÚĂÚäñãñãóè Ì÷ćÈâöÂóäßúÕ×÷ÈÖäÈÂòÚĂÚÈóÚèõÉòãÃîÈ Skarzynski and Gibson 
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(ƘƖƖƞ) Āæñ Casadesus-Masanel and Ricart (ƘƖƗƗ) ÿÚøćîÈÉóÂÂóäëä­óÈÅèóâĀÖÂÖ¬óÈĀæñÅèóâ

ăÕ­ÿÜäöãÛÉóÂÅú¬ĀÃ¬ÈÉñäèâ×÷ÈÂóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óĂÚäñãñãóèÕ­èãÿË¬ÚÂòÚ 

ƛ) äóãăÕ­ìæòÂ (Revenue Streams) Åøî äóãăÕ­ØöćîÈÅ°Âäëä­óÈÉóÂæúÂÅ­óĀÖ¬æñÂæù¬â ØöćÂæ¬óè

âóÃ­óÈÖ­ÚÿÜäöãÛæúÂÅ­óÿÜĆÚìòèĂÉÃîÈäúÜĀÛÛÙùäÂõÉĀæ­è äóãăÕ­×øîÿÜĆÚÿë­ÚÿæøîÕĂìÎ¬Ì÷ćÈâöÅèóâëČóÅòÎ

Ö¬îîÈÅ°ÂäÿË¬ÚÂòÚäúÜĀÛÛÙùäÂõÉÉñÿÂöćãèÃ­îÈÂòÛËÚõÕÃîÈÂäñĀëäóãăÕ­ØöćĀÖÂÖ¬óÈÂòÚĀÛ¬ÈÿÜĆÚ Ƙ 

ÜäñÿáØ ÕòÈÚöĈ ƛ.Ɨ) äóãăÕ­ØóÈÙùäÂääâ (Transaction Revenues) Ì÷ćÈÿÂõÕÉóÂÂóäÉ¬óãÿÈõÚÿßöãÈÅäòĈÈÿÕöãè 

ƛ.Ƙ) äóãăÕ­ØöćÿÂõÕÃ÷ĈÚÌČĈó (Recerring Revenues) ÿÂõÕÉóÂÂóäÉ¬óãÿÈõÚîã¬óÈÖ¬îÿÚøćîÈ ÖòĈÈĀÖ¬ë¬ÈâîÛÅùÔÅ¬ó

ăÜÉÚ×÷ÈìæòÈÌøĈîëõÚÅ­ó Âóäëä­óÈÂäñĀëäóãăÕ­âöìæóãØóÈÕ­èãÂòÚ îóØõÿË¬Ú ÂóäÃóãëõÚØäòßã° (Asset 

Sale)Å¬óÙääâÿÚöãâĂÚÂóäĂË­ÛäõÂóä (Usage Fee) Å¬óëâóËõÂ (Subscription Fees) Å¬óãøâ/Å¬óÿË¬ó 

(Lending/Rentins/Leasing) Å¬óæõÃëõØÙõċ (Licensing) Å¬óÚóãìÚ­ó (Brokerage Fees) Å¬óāÇêÔó 

(Advertising) ÿÜĆÚÖ­Ú Ì÷ćÈâöÂóäßúÕ×÷ÈäóãăÕ­ØöćîÈÅ°Âäëä­óÈÉóÂæúÂÅ­óÅæ­óãÅæ÷ÈÂòÚÂòÛ Chesbrough 

and Rosenbloom (2002)  Magretta (2002)  Johnson,Christensen,and Kagermann (2008) 

Lindgardt, Reeves, Stalk, and Deimler (ƘƖƖƟ) Āæñ Skarzynski and Gibson (ƘƖƖƞ) Ɯ) ØäòßãóÂä

ìæòÂ (Key Resources) Åøî Øäòßã°ëõÚØöćëČóÅòÎØöćëùÕØöćîÈÅ°ÂäâöÿßøćîÕČóÿÚõÚäúÜĀÛÛÙùäÂõÉăÕ­ Ì÷ćÈ

ëõÚØäòßã°ÕòÈÂæ¬óèÚòĈÚØČóĂì­îÈÅ°Âäëóâóä×ëä­óÈÅùÔÅ¬ó ÿëÚîÅùÔÅ¬ó ÿÃ­ó×÷ÈÖæóÕ äòÂêóÅèóâëòâßòÚÙ°

ÂòÛæúÂÅ­ó ĀæñăÕ­äòÛäóãăÕ­ÿÃ­óâóăÕ­ ×­óâöäúÜĀÛÛÙùäÂõÉÖ¬óÈÂòÚ ëõÚØäòßã°ØöćÖ­îÈÂóäÂĆÉñĀÖÂÖ¬óÈÂòÚ

Õ­èã āÕãëõÚØäòßã°ÉñĀÛ¬ÈÿÜĆÚìâèÕìâú Åøî ëõÚØäòßã°ØóÈÂóãáóß Øäòßã°ëõÚØóÈÜòÎÎó ÅÚ ìäøî

ÂóäÿÈõÚ ÿÜĆÚÖ­Ú ØäòßãóÂäìæòÂ (Key Resources) ãòÈÿÜĆÚÖòèØöćëä­óÈÅèóâĀÖÂÖ¬óÈĂÚÂóäĀÃ¬ÈÃòÚ āÕã

ÿÜĆÚĀìæ¬ÈØöćâöÅùÔÅ¬óÃîÈîÈÅ°ÂäÚòĈÚąÿßøćîëä­óÈÅèóâăÕ­ÿÜäöãÛĂÚÂóäĀÃ¬ÈÃòÚÿâøćîÿØöãÛÂòÛÅú¬ĀÃ¬ÈăÕ­ Ì÷ćÈ

âöÂóäßúÕ×÷ÈĂÚ Johnson,Christensen,and Kagermann (2008)  āÕãâöÂóäßúÕ×÷È Value Chain  ĂÚÂóä

ÂČóìÚÕ Key Resources ĂÚ Lindgardt, Reeves, Stalk, and Deimler (ƘƖƖƟ) Õ­èã  ĀæñâöÂóäßúÕ×÷È 

Asset Choices ØöćÿÂöćãèÃ­îÈÂòÛØäòßã°ëõÚØóÈÂóãáóßĀæñëõćÈØöćÉòÛÖ­îÈăÕ­ÃîÈîÈÅ°Âä ĂÚ Casadesus-

Masanel and Ricart (2011)  

Ɲ) ÂõÉÂääâìæòÂ (Key Activities)  Åøî ëõćÈØöćîÈÅ°ÂäÉñÖ­îÈØČóÿßøćîĂì­äúÜĀÛÛÙùäÂõÉÕČóÿÚõÚ

ăÜăÕ­ Ì÷ćÈìâóã×÷ÈÂäñÛèÚÂóä ìäøîÂõÉÂääâØöćëČóÅòÎØöćëùÕØöćîÈÅ°ÂäÉñÖ­îÈÕČóÿÚõÚÂóäÿßøćî

ÅèóâëČóÿäĆÉÃîÈîÈÅ°Âä Ì÷ćÈâöÂóäßúÕ×÷È ÂõÉÂääâìæòÂ (Key Activities) ØöćâöÅèóâìâóãÖäÈÂòÚÂòÛ 
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Johnson,Christensen,and Kagermann (2008) Lindgardt, Reeves, Stalk, and Deimler (ƘƖƖƟ) Āæñ 

Casadesus-Masanel and Ricart (2011) 

ƞ) ßòÚÙâõÖäìæòÂ (Key Partnerships)  Åøî ÿÅäøîÃ¬óãÌòßßæóãÿîîä°ĀæñÅú¬Å­óØöćØČóĂì­äúÜĀÛÛ

ÙùäÂõÉÕČóÿÚõÚăÜăÕ­ āÕãîÈÅ°ÂäîóÉâöÂóäëä­óÈßòÚÙâõÖäØóÈÂóäÅ­óÃ÷ĈÚ ÿßøćîæÕÅèóâÿëöćãÈĀæñÅèóâăâ¬

ĀÚ¬ÚîÚØóÈÙùäÂõÉÿßøćîĂì­äúÜĀÛÛÙùäÂõÉÕČóÿÚõÚăÜăÕ­Õ­èãÕö Ì÷ćÈâöÂóäßúÕ×÷È Key Partnerships ăÜĂÚ

ĀÚèØóÈÿÕöãèÂòÛ Chesbrough and Rosenbloom (2002) Johnson,Christensen,and Kagermann 

(ƘƖƖƞ) Āæñ Casadesus-Masanel and Ricart (2011)  

Ɵ) āÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure) Åøî Ö­ÚØùÚØöćÿÂõÕÃ÷ĈÚĂÚÂóäÕČóÿÚõÚÂóäÃîÈäúÜĀÛÛ

ÙùäÂõÉØòĈÈìâÕ āÅäÈëä­óÈÖ­ÚØùÚÃîÈäúÜĀÛÛÙùäÂõÉĀÛ¬ÈîîÂÿÜĆÚ Ƙ ÜäñÿáØ Åøî Ɵ.Ɨ) āÅäÈëä­óÈ

Ö­ÚØùÚØöćÃòÛÿÅæøćîÚÕ­èãÖ­ÚØùÚ (Cost-driven)  ÅøîÂóäßãóãóâæÕÖ­ÚØùÚØùÂîã¬óÈĂì­âóÂØöćëùÕÿØ¬óØöćÉñ

ÿÜĆÚăÜăÕ­ĀÖ¬Ö­îÈÅČóÚ÷È×÷ÈÅùÔáóßĀæñÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóäăâ¬ÖČćóÂè¬óâóÖäÑóÚÿÂõÚăÜÚòćÚÿîÈ 

Ɵ.Ƙ) āÅäÈëä­óÈÖ­ÚØùÚ ØöćÃòÛÿÅæøćîÚÕ­èãÅùÔÅ¬ó (Value-driven) Åøî āÅäÈëä­óÈØöćÿÚ­ÚÂóäëä­óÈÅùÔÅ¬ó 

āÕãâöÅèóâĂë¬ĂÉĂÚë¬èÚÃîÈÖ­ÚØùÚÚ­îãæÈ ĀÖ¬ëČóìäòÛāÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure) âöìæóã

æòÂêÔñ ÕòÈÚöĈ Ö­ÚØùÚÅÈØöć (Fixed Cost) Ö­ÚØùÚÝòÚĀÜä (Variable Cost) ÂóäÜäñìãòÕÿËõÈÃÚóÕ 

(Economies of Scales) ĀæñÂóäÜäñìãòÕÿËõÈÃîÛÿÃÖ (Economies of Scope) āÕãâöÂóäĂì­

ÅèóâìâóãĂÚĀÚèØóÈÿÕöãèÂòÚÂòÛ  Chesbrough and Rosenbloom (2002) Magretta (2002) 

Johnson,Christensen,and Kagermann (2008) Āæñ Lindgardt, Reeves, Stalk, and Deimler (2009) 
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ÖóäóÈØöć 2-Ɨ äúÜĀÛÛÙùäÂõÉÃîÈĀÖ¬æñÈóÚèõÉòãØöćĂË­ĂÚÂóäèõÿÅäóñì°ØòĈÈ ƞ ÈóÚèõÉòã 

*[Ɨ] Âæù¬âæúÂÅ­ó (Customer Segments)  [Ƙ] ÅùÔÅ¬óÃîÈëõÚÅ­óìäøîÛäõÂóä (Value 

Propositions) [ƙ] Ë¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­ó (Channels) [ƚ] ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer 

Relationships) [ƛ] äóãăÕ­ìæòÂ (Revenue Streams) [Ɯ] ØäòßãóÂäìæòÂ (Key Resources) [Ɲ] 

ÂõÉÂääâìæòÂ (Key Activities) [ƞ] ßòÚÙâõÖä (Key Partnerships)  [Ɵ] āÅäÈëä­óÈÖ­ÚØùÚ (Cost 

Structure) 

 îÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉ 9 îÈÅ°ÜäñÂîÛ 
ÈóÚèõÉòãÿÂöćãèÂòÛîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉ [1] [2] [3] [4] [5] [6] [7] [8] [9] 

1.The Role of The Business Model in Capturing 
Value from Innovation: Evidence from Xerox 
Corporation's Technology Spin-off Companies By 
Chesbrough and Rosenbloom (2002) 

         

2. Why Business Models Matter By Magretta 
(2002) 

         

3.Reinventing Your Business Model By 
Johnson,Christensen,and Kagermann (2008) 

         

4. Business Model Innovation When the Game 
Gets Tough, Change the Game By Lindgardt, 
Reeves, Stalk, and Deimler (2009) 

         

5. Business Model Generation By Osterwalder 
and Pigneur (2010) 

         

6.How to Design a Winning Business Model By 
Skarzynski and Gibson (2008)  

         

7. Innovation to the core: a blueprint for 
transforming the way your company innovates By 
Casadesus-Masanel and Ricart (2011) 
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ÉóÂÂóäé÷ÂêóÈóÚèõÉòãØöćÿÂöćãèÃ­îÈÂòÛîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉ ßÛè¬óÚòÂèõËóÂóä

ìæóãØ¬óÚăÕ­Ăì­ĀÚèÅõÕÿÂöćãèÂòÛîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉØöćĀÖÂÖ¬óÈÂòÚ ØČóĂì­Ýú­èõÉòãăÕ­ØäóÛ

×÷ÈîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉĀæñÚČóîÈÅ°ÜäñÂîÛÃîÈäúÜĀÛÛÙùäÂõÉÃîÈĀÖ¬æñÈóÚèõÉòãâó

ÅòÕÿæøîÂÿßøćîĂË­ĂÚÈóÚèõÉòãĀæñÉóÂÂóäßõÉóäÔóîÈÅ°ÜäñÂîÛÃ­óÈÖ­Ú Ýú­èõÉòãÉ÷ÈëäùÜîÈÅ°ÜäñÂîÛÃîÈ

äúÜĀÛÛÙùäÂõÉØöćÉñÚČóâóĂË­ĂÚÂóäèõÉòãÅäòĈÈÚöĈ āÕãâö Ɵ îÈÅ°ÜäñÂîÛ ìäøîÿäöãÂîöÂîã¬óÈìÚ÷ćÈÅøî 

Business Model Canvas Ì÷ćÈäúÜĀÛÛÙùäÂõÉÚöĈÉñëóâóä×ÚČóâóèõÿÅäóñì°ÙùäÂõÉÿßøćîèóÈĀÝæÂæãùØÙ°ĂÚ

ÂóäßòÓÚóÙùäÂõÉìäøîÛäõÂóäĂì­âöÜäñëõØÙõáóßâóÂãõćÈÃ÷ĈÚ ìäøîÉñÿÜĆÚÂóäÚČóâóèõÿÅäóñì°Âóäÿäõćâ

ëä­óÈÙùäÂõÉìäøîÛäõÂóäăÕ­ÅäÛîÈÅ°ÜäñÂîÛĀæñáóßäèâÃîÈÙùäÂõÉìäøîÛäõÂóäĂì­ëóâóä×ÿäõćâÙùäÂõÉ

ăÕ­âöÜäñëõØÙõáóß 

2.3.2 Business Model Canvas (BMC) 

Business Model Canvas (BMC) ÿÜĆÚÿÅäøćîÈâøîëČóìäòÛÝú­ÜäñÂîÛÂóäìäøîÝú­ØöćÖ­îÈÂóä

ÿäõćâÖ­ÚÙùäÂõÉ ØöćÅõÕÉñæÈØùÚÿäõćâÙùäÂõÉìäøîÜäòÛÜäùÈÙùäÂõÉÿÕõâĂì­ÿÖõÛāÖâóÂãõćÈÃ÷ĈÚ ÿÚøćîÈÂóäÿäõćâÖ­Ú

ÙùäÂõÉÚòĈÚÉñÖ­îÈâöäúÜĀÛÛÙùäÂõÉ (Business Model) ØöćËòÕÿÉÚÿßøćîæÕÅèóâÿëöćãÈĂÚÂóäØČóÙùäÂõÉĀæñØČó

Ăì­ÿäóäú­ĀæñÿÃ­óĂÉáóßäèâÃîÈÙùäÂõÉÃîÈÖòèÿîÈăÕ­âóÂÃ÷ĈÚ Ì÷ćÈĀÖ¬ĂÚÙùäÂõÉÂĆÉñâöäúÜĀÛÛÙùäÂõÉ

ĀÖÂÖ¬óÈÂòÚăÜÖóâÙùäÂõÉĀÖ¬ÛóÈÅäòĈÈäúÜĀÛÛÙùäÂõÉÚòĈÚąÂĆîóÉÉñãòÈăâ¬ÖîÛāÉØã°áóßäèâÃîÈÙùäÂõÉ

ăÕ­îã¬óÈÅäÛ×­èÚ Business Model Canvas (BMC) É÷È×úÂßòÓÚóÃ÷ĈÚâóĂì­ÿÜĆÚÿÅäøćîÈâøîëČóÿäĆÉäúÜ ÿßøćî

âóÿÖõâÿÖĆâË¬îÈè¬óÈÃîÈäúÜĀÛÛÙùäÂõÉÚòćÚÿîÈ āÕãÖòè Business Model Canvas (BMC) ÚòĈÚÉñË¬èãĂì­

Ýú­ÜäñÂîÛÂóäâîÈÿìĆÚáóßäèâ (Visualizing) ÃîÈÙùäÂõÉăÕ­ÅäÛØùÂâõÖõ Ë¬èãĂì­Ýú­ÜäñÂîÛÂóä

ÜäñÿâõÚÅèóâÿëöćãÈĂÚÂóäæÈØùÚăÕ­ÕöÃ÷ĈÚ Ì÷ćÈÿÜĆÚÂóäÖîÛāÉØã°ÃîÈÂóäØČóÙùäÂõÉÚòćÚÂĆÅøî ØČóîã¬óÈăä

Ăì­âö ́ÂČóăäµ Ăì­ÂòÛÝú­æÈØùÚìäøîÿÉ­óÃîÈÙùäÂõÉ Ì÷ćÈÜäñÂîÛăÜÕ­èã Ɵ îÈÅ°ÜäñÂîÛ ÕòÈÚöĈ  

1) æúÂÅ­ó (Customer SegmentsÇS) Ýú­ÌøĈîëõÚÅ­óìäøîÛäõÂóä 

2) ÅùÔÅ¬ó (Value PropositionsV̧P) ÉùÕÃóãÃîÈëõÚÅ­ó ìäøî ÛäõÂóäÚòĈÚ 

3) Ë¬îÈØóÈ (ChannelsÇH) èõÙöĂÚÂóäëøćîëóäăÜ×÷ÈæúÂÅ­ó 

4) ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer RelationshipsÇR) èõÙöĂÚÂóääòÂêóæúÂÅ­óÿÕõâ 

5) ÂäñĀëäóãăÕ­ (Revenue StreamsŖS) äóãăÕ­ÃîÈÙùäÂõÉÚöĈ 

6) ØäòßãóÂäìæòÂ (Key ResourcesĶR) ëõćÈØöćÖ­îÈâöĂÚÂóäÕČóÿÚõÚÙùäÂõÉ 

7) ÂõÉÂääâìæòÂ (Key ActivitiesĶA) ÂõÉÂääâØöćÖ­îÈØČóÿßøćîĂì­āâÿÕæÙùäÂõÉîãú¬ăÕ­ 
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8) ßòÚÙâõÖäìæòÂ (Key PartnersĶP) ë¬èÚØöćÿÂöćãèÃ­îÈØòĈÈÂóäË¬èãÜ­îÚèòÖ×ùÕõÛĀæñÂóä

Ë¬èãÃóã 

9) āÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure-C$) Ö­ÚØùÚØòĈÈìâÕÃîÈÙùäÂõÉ 

 ëČóìäòÛĂÚÈóÚèõÉòãÚöĈäúÜĀÛÛÙùäÂõÉ (Business Model Canvas) ìâóã×÷È āâÿÕæØöćâö

îÈÅ°ÜäñÂîÛÅäÛ×­èÚëČóìäòÛÂóäâîÈáóßäèâÃîÈÂóäØČóÙùäÂõÉìäøîØČóÂóäÜäòÛÜäùÈÙùäÂõÉÿÕõâÿßøćî

æÕÅèóâÿëöćãÈĂÚÂóäØČóÙùäÂõÉăÕ­ÅäÛØùÂâõÖõ ÕòÈÚòĈÚÉ÷ÈÿæøîÂäúÜĀÛÛÙùäÂõÉ (Business Model Canvas) 

âóÿëÚîĂì­ÂòÛÂùæ¬âÃ­óäóËÅäúØöćÂČóæòÈÉñÿÂêöãÔĀæñâöÂóäÿÖäöãâÖòèÂ¬îÚÂóäÿÂêöãÔîóãùäóËÂóäØöć

ëÚĂÉĂÚÂóäØČóÙùäÂõÉÿßøćîèóÈĀÝÚĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉìæòÈÿÂêöãÔÅèäâöÅèóâäú­ĂÚÿäøćîÈĂÕÛ­óÈÂ¬îÚ

ÂóäÿäõćâÖ­ÚÙùäÂõÉ Ì÷ćÈĀÖ¬æñîÈÅ°ÜäñÂîÛÉñÜäñÂîÛÕ­èãîÈÅ°ÜäñÂîÛã¬îã ÕòÈÚöĈ  

1) æúÂÅ­ó (Customer SegmentsÇS) Ýú­ÌøĈîëõÚÅ­óìäøîÛäõÂóä 

-ÂóäĀÛ¬ÈÂæù¬âÃîÈÿÜ­óìâóãìäøîÂæù¬âÃîÈæúÂÅ­ó 

-èõÙöÂóäĀÛ¬ÈÂæù¬âÃîÈÿÜ­óìâóãìäøîÂæù¬âÃîÈæúÂÅ­óØČóîã¬óÈăä 

2) ÅùÔÅ¬ó (Value PropositionsV̧P) ÉùÕÃóãÃîÈëõÚÅ­ó ìäøî ÛäõÂóäÚòĈÚ 

-ÅùÔÅ¬óÃîÈëõäÚÅ­óìäøîÛäõÂóäØöćÚČóÿëÚîÖ¬îÂæù¬âÿÜ­óìâóãìäøîæúÂÅ­óÅøîîñăäÃîÈ

ÙùäÂõÉ 

-ÅèóâĀÖÂÖ¬óÈÃîÈÅùÔÅ¬óëõÚÅ­óìäøîÛäõÂóäĀÖÂÖ¬óÈÉóÂÅú¬ĀÃ¬Èîã¬óÈăä ÿßøćîĂì­æúÂÅ­ó

ÌøĈîëõÚÅ­óìäøîÛäõÂóäÃîÈÙùäÂõÉ 

3) Ë¬îÈØóÈ (ChannelsÇH) èõÙöĂÚÂóäëøćîëóäăÜ×÷ÈæúÂÅ­ó 

-Ë¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­óÅøîîñăä 

-Ë¬îÈØóÈÂóäÿÃ­ó×÷ÈæúÂÅ­óâöèõÙöĂÕÛ­óÈ 

4) ÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­ó (Customer RelationshipsÇR) èõÙöĂÚÂóääòÂêóæúÂÅ­óÿÕõâ 

-Âóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óÅøîîñăä 

-Âóäëä­óÈÅèóâëòâßòÚÙ°ÂòÛæúÂÅ­óâöèõÙöĂÕÛ­óÈ 

5) ÂäñĀëäóãăÕ­ (Revenue StreamsŖS) äóãăÕ­ÃîÈÙùäÂõÉÚöĈ 

-äóãăÕ­ÃîÈÙùäÂõÉâóÉóÂĀìæ¬ÈĂÕÛ­óÈ 

-âöÂóäÉòÕÂóäÂòÛäóãăÕ­îã¬óÈăä 

6) ØäòßãóÂäìæòÂ (Key ResourcesĶR) ëõćÈØöćÖ­îÈâöĂÚÂóäÕČóÿÚõÚÙùäÂõÉ 
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-ØäòßãóÂäìæòÂìäøîëõćÈØöćÿÉ­óÃîÈÙùäÂõÉâöĂÚÂóäÿäõćâÖ­ÚÙùäÂõÉâöîñăäÛ­óÈ 

-ØäòßãóÂäìæòÂìäøîëõćÈØöćÿÉ­óÃîÙùäÂõÉâöëä­óÈÅèóâĀÖÂÖ¬óÈĂì­ÙùäÂõÉîã¬óÈăä 

7) ÂõÉÂääâìæòÂ (Key ActivitiesĶA) ÂõÉÂääâØöćÖ­îÈØČóÿßøćîĂì­āâÿÕæÙùäÂõÉîãú¬ăÕ­ 

-ÂõÉÂääâìæòÂąĂÚÂóäÕČóÿÚõÚÙùäÂõÉâöîñăäÛ­óÈ 

8) ßòÚÙâõÖäìæòÂ (Key PartnersĶP) ë¬èÚØöćÿÂöćãèÃ­îÈØòĈÈÂóäË¬èãÜ­îÚèòÖ×ùÕõÛĀæñÂóä

Ë¬èãÃóã 

-ÂóäÿæøîÂÝú­ëÚòÛëÚùÚØóÈÙùäÂõÉ ìäøîÅú¬Å­ó âöÂóäÿæøîÂîã¬óÈăä 

9) āÅäÈëä­óÈÖ­ÚØùÚ (Cost Structure-C$) Ö­ÚØùÚØòĈÈìâÕÃîÈÙùäÂõÉ 

-Å¬óĂË­É¬óãÃîÈÙùäÂõÉâóÉóÂĀìæ¬ÈĂÕÛ­óÈ 

-ÂóäÉòÕÂóäÂòÛÅ¬óĂË­É¬óãÅèäØČóîã¬óÈăä 

 

Ƙ.ƚ ÝæÈóÚèõÉòãØöćÿÂöćãèÃ­îÈ 
 Ƙ.ƚ.Ɨ ÝæÈóÚèõÉòãØöćÿÂöćãèÃ­îÈĂÚÜäñÿØéăØã 

 ÂóäÿÖäöãâÅèóâßä­îâÂ¬îÚÿÂêöãÔ  

 ÿßĆÎÜäñáó ÿÛÎÉèääÔ (2558) ăÕ­é÷ÂêóÂóäÿÖäöãâÅèóâßä­îâÂ¬îÚÿÂêöãÔîóãùßÛè¬ó Âóä

ÿÖäöãâÖòèÿÂêöãÔîóãù ×øîè¬ó ÿÜĆÚÂóäèóÈĀÝÚËöèõÖîã¬óÈìÚ÷ćÈ ÂóäÿÖäöãâÖòèÉñË¬èãæÕÅèóâèõÖÂÂòÈèæ 

Ë¬èãØČóĂì­âöØòéÚÅÖõØöćÕöÖ¬îÝú­ëúÈîóãù ëóâóä×ÜäòÛÖòèÖ¬îÂóä ÕČóäÈËöèõÖáóãìæòÈÿÂêöãÔîóãùăÕ­îã¬óÈâö

ÅèóâëùÃ âöÅùÔáóßËöèõÖØöćÕö äèâØòĈÈæÕáóäñÃîÈÅäîÛÅäòèĀæñÃîÈäòÑØöćÉñÖ­îÈÿëöãÅ¬óĂË­É¬óãĂÚ Âóä

ÕúĀæÝú­ÿÂêöãÔîóãù ÿßäóñÂóäÿÖäöãâÖòèÿÜĆÚÂóäÜ­îÈÂòÚÜòÎìóÖ¬óÈą ØöćÉñÿÂõÕÃ÷ĈÚØòĈÈØóÈÕ­óÚä¬óÈÂóã 

ÉõÖĂÉ îóäâÔ° ëòÈÅâ Āæñ ÿéäêÑÂõÉØöćë¬ÈÝæÂäñØÛÖ¬îÅäîÛÅäòèËùâËÚ ĀæñëòÈÅâĂÚîÚóÅÖăÕ­ 

 èäËòã Āæñ ßõØòÂê° (2560) ăÕ­é÷ÂêóÿäøćîÈ ÂóäÿÖäöãâÅèóâßä­îâĂÚÂóäÿÂêöãÔîóãùÈóÚÃîÈ

ÿÉ­óìÚ­óØöćËùâÚùâëìÂäÔ° îîâØäòßã° ÉČóÂòÕ : Âóäé÷ÂêóĀÛÛëä­óÈØåêÏöÑóÚäóÂ Ì÷ćÈÂóäèõÉòãÅäòĈÈÚöĈâö

èòÖ×ùÜäñëÈÅ°ÿßøćîé÷Âêó (Ɨ) ëõØÙõÜäñāãËÚ°Ö¬óÈąØöćÉñăÕ­äòÛÃîÈÿÉ­óìÚ­óØöćËùâÚùâ ëìÂäÔ°îîâØäòßã°

Āì¬ÈÜäñÿØéăØã ÉČóÂòÕ (Ƙ) ÂóäÿÖäöãâÅèóâßä­îâØóÈÕ­óÚÿéäêÑÂõÉĀæñëòÈÅâ ìæòÈÿÂêöãÔîóãù ÈóÚ

ÃîÈÿÉ­óìÚ­óØöćËùâÚùâëìÂäÔ°îîâØäòßã°Āì¬ÈÜäñÿØéăØã ÉČóÂòÕ ÝæÂóäèõÉòãßÛè¬ó Ɨ) ÿÉ­óìÚ­óØöćÃîÈ

ËùâÚùâëìÂäÔ°îîâØäòßã°Āì¬ÈÜäñÿØéăØã ÉČóÂòÕ ÿÂøîÛØòĈÈìâÕ âö Åèóâäú­ÅèóâÿÃ­óĂÉÕöÖ¬îÂóäÿÖäöãâ
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Åèóâßä­îâìæòÈÿÂêöãÔîóãùÈóÚ ĀÖ¬âöÿÉ­óìÚ­óØöćËùâÚùâëìÂäÔ°îîâØäòßã°ð ÿßöãÈ ë¬èÚÚ­îãØöć

ÅäîÛÅäòèâöÑóÚñÅ¬îÚÃ­óÈÕö É÷Èăâ¬ÿìĆÚÅèóâÉČóÿÜĆÚĂÚÂóäÿÖäöãâÅèóâßä­îâĂÚÂóäÿÂêöãÔîóãùÈóÚ 

Ƙ) ÿÉ­óìÚ­óØöćËùâÚùâëìÂäÔ°îîâØäòßã°ð âöëáóèñÂóäÿÖäöãâÅèóâßä­îâÅ¬îÚÃ­óÈÕöĂÚ ƛ Õ­óÚ Åøî 

Õ­óÚÿéäêÑÂõÉ Õ­óÚØöć îãú¬îóéòã Õ­óÚëùÃáóßä¬óÈÂóã Õ­óÚÂóäĂË­ÿèæóè¬óÈ ĀæñÕ­óÚÅäîÛÅäòèĀæñ

ëòÈÅâ ĀæñăÕ­âöÂóäÉòÕäñÕòÛÜòÎìóĂÚÕ­óÚ Ö¬óÈąØöćÿÂõÕÃ÷ĈÚ āÕãßÛè¬ó ÜòÎìóÕ­óÚëùÃáóßîãú¬ĂÚäñÕòÛ

âóÂØöćëùÕ ÜòÎìóÕ­óÚÿéäêÑÂõÉîãú¬ĂÚäñÕòÛÜóÚÂæóÈ ĀæñÜòÎìóÕ­óÚØöćîãú¬îóéòãîãú¬ĂÚäñÕòÛÚ­îãØöćëùÕ 

ƙ) Ã­îÿëÚîĀÚñØöćØóÈÂæù¬âëÚØÚóÿëÚîĂì­ËùâÚùâëìÂäÔ°îîâØäòßã° Āì¬ÈÜäñÿØéăØã ÉČóÂòÕ 

ÕČóÿÚõÚÂóä Åøî ÂóäÉòÕØČóÅú¬âøîÂóäÿÖäöãâÅèóâßä­îâÿßøćîÂóäÿÂêöãÔîóãùÈóÚ āÅäÈÂóäîîÂ ÂČóæòÈÂóã

ÿßøćîëùÃáóß āÅäÈÂóäÞ÷ÂîÛäâîóËößÿëäõâìæòÈÿÂêöãÔîóãùÈóÚ ĀæñāÅäÈÂóäÿÈõÚÂú­ãøâÿßøćîÂóä

ÜäñÂîÛîóËößÿëäõâ 

 ÂóäÿÖäöãâÅèóâßä­îâÂóäÿÜĆÚÝú­ÜäñÂîÛÂóä 

 ÂäÜáó Āæñ ßúæÿÂöãäÖõ (ƘƛƛƟ) ăÕ­é÷ÂêóÿäøćîÈ ÂõÉÂääâÿÖäöãâÅèóâßä­îâĂÚÂóäÿÜĆÚ

Ýú­ÜäñÂîÛÂóäØöćâöÅèóâÅõÕëä­óÈëääÅ° āÕãÂóäèõÉòãÅäòĈÈÚöĈâöèòÖ×ùÜäñëÈÅ°ìæòÂ ÿßøćîßòÓÚóÂõÉÂääâ

ÿÖäöãâÅèóâßä­îâĂÚÖÂóäÿÜĆÚÝú­ÜäñÂîÛÂóäØöćâöÅèóâÅõÕëä­óÈëääÅ°ÃîÈÚòÂé÷Âêó Ì÷ćÈÝæÂóäèõÉòã

ßÛè¬ó 1) ÅùÔæòÂêÔñÅèóâÅõÕëä­óÈëääÅ°ÜäñÂîÛÕ­èã 5 æòÂêÔñ Åøî ÂóäÿäöãÚäú­îã¬óÈăâ¬âöØöćëõĈÚëùÕ 

ÂóäĂì­ÅèóâëČóÅòÎÂòÛÅèóâÅõÕ ÅèóâëÚùÂëÚóÚ ä¬óÿäõÈ  ÅèóâØñÿãîØñãóÚ ĀæñÂóäăâ¬ìãùÕÚõćÈ   2) 

ÂõÉÂääâÿÖäöãâÅèóâßä­îâĂÚÂóäÿÜĆÚÝú­ÜäñÂîÛÂóäØöćâöÅèóâÅõÕëä­óÈëääÅ° âöØòĈÈëõĈÚ 10 ÂõÉÂääâ  

ÂõÉÂääâØöćÿìâóñëâÂòÛÚòÂé÷ÂêóËòĈÚÜöØöć 1 âöÉČóÚèÚ 1 ÂõÉÂääâ ăÕ­ĀÂ¬ ÂóäÛääãóãßõÿéêØóÈèõËóÂóä  

ËòĈÚÜöØöć 2 âö 3 ÂõÉÂääâ ăÕ­ĀÂ¬ ÂóäÅõÕĀÛÛëä­óÈëääÅ° ÂóäÛääãóãßõÿéêØóÈèõËóÂóä ĀæñÂõÉÂääâ

ÿÜõÕāæÂØääé°Ăì­Âè­óÈăÂæ  ËòĈÚÜöØöć 3 âö 8 ÂõÉÂääâ ăÕ­ĀÂ¬ ÂóäÞ÷ÂîÛäâÜäñÂîÛîóËößîõëäñ Âóä

ÛääãóãßõÿéêØóÈèõËóÂóä ÂóäĀÚñĀÚèÕ­óÚîóËöß ÂóäÞ÷ÂÈóÚäñãñëòĈÚ āÅäÈÂóäĀæÂÿÜæöćãÚ

ÚòÂé÷ÂêóÂòÛë×óÚÜäñÂîÛÂóä āÅäÈÂóäßöćßÛÚ­îÈ ÂõÉÂääâÅ¬óãßòÓÚóîóËöß Āæñ ÂóäëîÚāÕãĂË­

ÂäÔöé÷Âêó ËòĈÚÜöØöć 4 âö 3 ÂõÉÂääâ ăÕ­ĀÂ¬ ÂóäÞ÷ÂîÛäâÜäñÂîÛîóËößîõëäñ ÂóäÛääãóãßõÿéêØóÈ

èõËóÂóä ĀæñÂóäĀÚñĀÚèÕ­óÚîóËöß  3) ÂõÉÂääâÂóäÿÖäöãâÅèóâßä­îâØöćßòÓÚóÃ÷ĈÚâóÚöĈâöÅèóâ

ÿÜĆÚăÜăÕ­ĂÚÂóäÚČóăÜĂË­ĂÚäñÕòÛâóÂ×÷ÈâóÂØöćëùÕ 
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 ÂóäèòÕÝæĀÛÛëâÕùæ (Balanced Scorecard)  

 ßòËäóßääÔ ßùØÙÂóæ (2554) ăÕ­é÷ÂêóÿäøćîÈ ÜòÎìóĀæñîùÜëääÅÉóÂÂóäÉòÕÂóäîÈÅ°ÂäÕ­èã 

Balanced Scorecard ÃîÈëČóÚòÂÈóÚ ëääßóÂäßøĈÚØöćÂäùÈÿØßâìóÚÅä Ɨƞ ÂäâëääßóÂä âö

èòÖ×ùÜäñëÈÅ°ÿßøćîé÷ÂêóÜòÎìóĀæñîùÜëääÅÉóÂÂóäÉòÕÂóäîÈÅ°ÂäÕ­èã Balanced Scorecard ÃîÈ

ëČóÚòÂÈóÚëääßóÂäßøĈÚØöćÂäùÈÿØßâìóÚÅä Ɨƞ ÂäâëääßóÂä āÕãé÷ÂêóÉóÂÿîÂëóäĀæñÂóä

ëòâáóêÔ°Ýú­ÛäõìóäëČóÚòÂÈóÚëääßóÂäßøĈÚØöć Ɨƞ ìòèìÚ­óë¬èÚÈóÚ ĀæñìòèìÚ­óÈóÚäèâØòĈÈìâÕ Ɯ 

Ø¬óÚ ÝæÂóäé÷ÂêóßÛè¬óÝú­Ûäõìóä ìòèìÚ­óë¬èÚÈóÚ ĀæñìòèìÚ­óÈóÚăÕ­Ăì­ÅèóâëČóÅòÎĂÚÿäøćîÈ

Ö¬îăÜÚöĈ Ɨ) ÂóäèõÿÅäóñì°Ã­îâúæÂóäÉòÕÂóäîÈÅ°ÂäÕ­èã Balanced Scorecard ĀÛ¬ÈîîÂÿÜĆÚ Âóä

èõÿÅäóñì°îÈÅ°Âä ÂóäßòÓÚóèõëòãØòéÚ° ÂóäÂČóìÚÕâùââîÈ ÂóäÂČóìÚÕÂæãùØÙ°ĀæñèòÖ×ùÜäñëÈÅ° Âóä

ÉòÕØČó ĀÝÚÂæãùØÙ° ÂóäÂČóìÚÕÖòèËöĈèòÕ KPI ĀæñÂóäÉòÕØČó ĀÝÚÜÐõÛòÖõÈóÚ Ƙ) ÜòÉÉòãØöćâöÝæÖ¬îÜòÎìó

äèâ×÷ÈĀÚèØóÈØöćÿìâóñëâÖ¬îÂóäÉòÕÂóä ÜäñÿÕĆÚØöćÿÜĆÚÜòÎìóăÕ­ĀÂ¬ ÂóäèõÿÅäóñì°îÈÅ°Âä âóÖäÂóä

ÅèÛÅùâĀæñÖõÕÖóâÖäèÉëîÛÂ¬îÚÂóäÿäöãÂÿÂĆÛáóêöâöÝæÂäñØÛ ÂóäßòÓÚóèõëòãØòéÚ° Åøî ÂČóìÚÕ

ĀÝÚÈóÚĂì­ëîÕÅæ­îÈÂòÛèòÖ×ùÜäñëÈÅ°îã¬óÈËòÕÿÉÚ ÂóäÂČóìÚÕâùââîÈ ÿË¬Ú Õ­óÚÜäñëõØÙõÝæÖóâ

ãùØÙéóëÖä°ĀæñĀÝÚÂóäÜÐõÛòÖõäóËÂóäÜòÎìóÅøîÂóäëÚòÛëÚùÚÃ­îâúæĂÚÂóäÛäõìóäÕ­óÚĂÕÖ­îÈĂì­

ÂóäÛäõìóäÈóÚăÕ­äòÛÝæã­îÚÂæòÛâóîã¬óÈâöÅùÔÅ¬ó ĂÚë¬èÚÂóäÂČóìÚÕÂæãùØÙ°ĀæñèòÖ×ùÜäñëÈÅ° ÿÜĆÚ

ÂóäÚČóÂæãùØÙ°ĀÖ¬æñâõÖõâóÉòÕÿäöãÈÅèóâëČóÅòÎÚó ăÜëú¬ÂóäÛääæùèõëòãØòéÚ°ÃîÈîÈÅ°Âä ë¬èÚÂóäÉòÕØČó

ĀÝÚÂæãùØÙ° ÿÜĆÚ ÂóäÂČóìÚÕäñãñÿèæóĂÚÂóäÿäöãÚäú­Ăì­ËòÕÿÉÚÿßøćîĂì­ÂóäÜÐõÛòÖõÈóÚÿÜĆÚăÜØõéØóÈ

ÿÕöãèÂòÚ ĂÚÃÔñØöćÂóäÂČóìÚÕÖòèËöĈèòÕ (KPI) ÉČóÿÜĆÚÖ­îÈîóéòãäñãñÿèæóĂÚÂóäÕČóÿÚõÚÈóÚÿßøćîĂì­

ÛùÅæóÂääñÕòÛÖ­ÚăÕ­ØČóÅèóâÿÃ­óĂÉ ë¬èÚÂóäÉòÕØČó ĀÝÚÜÐõÛòÖõÈóÚ ÿÜĆÚÂóäÉòÕĂì­âöÿîÂëóäìæòÂÑóÚ

äòÛäîÈÂóäÜÐõÛòÖõÈóÚîã¬óÈÿÅä¬ÈÅòÕ Āæñƙ) ÜäñāãËÚ°ØöćăÕ­äòÛÉóÂÂóäĂË­ÂóäÉòÕÂóäîÈÅ°ÂäÕ­èã 

Balanced Scorecard ÝæÂóäé÷ÂêóßÛè¬óë¬èÚĂìÎ¬ăÕ­ÜäñāãËÚ°Øöćëóâóä×èòÕÝæÂóäÕČóÿÚõÚÈóÚÃîÈ

îÈÅ°ÂäăÕ­ 

 2.4.2 ÈóÚèõÉòãØöćÿÂöćãèÃ­îÈÖ¬óÈÜäñÿØé 

 ÂóäÿÖäöãâÅèóâßä­îâÂ¬îÚÿÂêöãÔ  

 Lee, Law (2004) ăÕ­ØČóÂóäé÷ÂêóÿÂöćãèÂòÛÂóäèóÈĀÝÚÿÂêöãÔĀæñÅèóâß÷ÈßîĂÉÖ¬î Âóä

ÿÂêöãÔÂòÛÂæù¬âÖòèîã¬óÈÜäñËóÂäèòãØČóÈóÚĂÚÜäñÿØéï¬îÈÂÈ ăÕ­ÉČóĀÚÂÂóäÿÖäöãâÖòèÂ¬îÚ ÿÂêöãÔ

ÿÜĆÚ ƚ Õ­óÚ Åøî Ɨ) Õ­óÚä¬óÈÂóã ÜäñÂîÛÕ­èã ÂóäîîÂÂČóæòÈÂóã ÂóäÖäèÉÿËĆÅëùÃáóß Âóä ìæöÂÿæöćãÈ




