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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 
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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
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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 

 

 



 43 

 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  
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