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NEW ENTRANTS High

. = Economy of scale: Chinese suppliers
High

POWER of SUPPLIERS = Low product differentiation

= Main raw materials = High capital requirement H'Qh
can be sourced from POWER of BUYERS
China: Mineral-export- = Reference in Chinese and world market
control regulations = Large volume
. i L = Stronger Chinese reputation purchasing
= High price & limited
quantity: solely Hiah L.
controlled by Chinese INTENSITY OF RIVALRY g * Changing L .
suppliers ) ) . customers’ behavior:
= Cost advantage: India, China production high price sensitivity for
*  Scarcity: raw . . . i acceptable quality
e Numbers of rivals: Both local and world-class

’ i * High demand for
« High switching cost = Price penetration strategy refractory solution
to change suppliers:
unreliable raw material
quality

= Service differentiation

SUBSTITUTES Low

= Low substitution products to replace refractory
materials

4 a 4 a o
canﬁ 2.2 LLﬁ'ﬂ\‘iﬂ"lﬁ’JLﬂﬁ'lgﬂﬁiUuWWJ’E]\“I‘]JTHVII@EJ 5-Force Model

a ¢ y A A
2.2 myannzhigyrinlaaliinsesiio PESTLE Analysis

i
=

g’.} 4 o v a J
PESTLE Analysis Hiufetnsoslionlsdmsumsinsizriuuilduvesnana uas
a J a o 9 A @ 1
'Jlﬂ‘i'lgﬁﬂWWi’JlléUfNﬁiﬂﬂiu’ﬂu’lﬂﬁ I@‘(’J@'lﬁfﬂl’f]lluaellf]ﬂﬂ'lilﬂﬁSULlﬂaQﬂl@Qﬁﬂﬂﬂﬂ'lﬂu@ﬂ@W\?”]

s luaunsaaugyla

a

o & Ay 9 v ' ' 4 o
muu‘giﬂwguuﬂummmmi]mﬂmﬂmﬂuaﬂﬂauaaﬂmﬁﬂﬂum‘s‘m

a 9 1 ~ a A 9 U g 1 Y Y Yy A 9 v A [
‘lj‘iﬂ%ulﬂﬂﬂﬂllﬂigﬁ‘ﬂ‘ﬁﬂTW LWiTgﬂlﬂy.alﬁﬁ1ui]$°lﬂﬂch@ﬂ3$ﬂE]“]Jf‘l'liUl,ﬂmiﬁli\IWi@NiUllf]ﬂU

anulaguntlasveaadsanen seudinsimiviua il uaainsedsudimu’ld ¥ PESTLE

a a ' v

LA g A A Aa Y ' 1 A
Analysis Dotlunsoslontlsza@nsamesannlumsuntdaymludiuii Tasmmizedaeany

9
Yo 2

[ a { @ @ 4 yd
m3 llasnunvssnsludsemansss hifsnnaluduimusssuaznsainu insedioFuiln

U

waeliisidalesedes e ldausoasnuaunidiinisaaiansewauigsne 14 1

anToe 19U



alsznouvey PESTLE
U A
P — Politic: tJadamanlainauazmsiies

=

JavemeuTeweuazmsdiosnetdenimalasuuilasauanmuesiguianas

'
a A

Y

(% 1 9 1 ) 1 a 1 I~4 1
ulewnovessylugrananiu luunrnnarsgenimsduasumsdeenn naganaligsnan
imsasdui ldneuentszmalanfFon saulidsdeanawazdongrnuneniesmsmniinig

A ] dy Y v A o Y Y v o A '

nasumasegaasanailasyuegnuuleuisveeiy niildsidesnsslsudinseyae
v v A ' Y} A A 2 A '
AusznoumsaadulainsmdeunezasnululszmaniinTouenuuiiviela

E — Economic: Hadamaasugno

[ a % [ a I 1
Yavemuasugnavesdszing alinanunngsna lunieasuiluediaun msig
a I ) o w dy < o o
wsugnaveslszmamiluaimnuamasyevesaululsema uazifludimvuaaainuuia
] ~ 9 = [ v Y dyd ] Aa 1 A o A I
Tnaludszimadnaie afade luiadetinainsosiosnauruginazdonauiumsiu
3‘, A a Ly Y A Y

sygzdunsoszozeINnanmAsEgn ludegtiuuazuul ldnveunsygnalueuina ldon
Y
e

S — Social: YadaMmadann

[ [ cg:J/ = [ ti‘ d‘ 9J (% 9
TN NFIAUU U V19099989 N0E19NABITOINT ANIWULIAGON TN

q

Y
v 1

o Y] aa I (] dy ~ I 1 1 ~ A o Y
dean Fausisy tazdiamaiiueguesauluiuiniuiniluedislsnounzsuiimsaaial
9 anaa 1 gl./ < = 1 o A 9 o
1Agane sz Invesau lunaazgusuiunszinnuuanaenuoon 1 nisiaze lah
{ { g 4 Y 1 a o A
aaaluuaaziiu indeuin lldnu luaviinewie Idiuly 1angsnvzeuisaduiiuly
Y A 3| ~ 9 Aa A [ Y [
Idvdeswsunaziluinaulvvesaulugusuluaung lash lidwansznuduay aeaulu
v
FUFUUU 7206
U = U \
T — Technology: adamamalulaguazuinnssulalg
' A A ) a IA o 1Y A N o

uaaz U lumsmgsnaninswannvesuIanssutazima Iu lagiuana1anuy

pon ) ungurueIveIdued a las ludeserdema Tulad uanuuregusundUADININ
o a a I 1 1
maluTaglumsdniudiadluedrsuin saulddwur Tdulusuiandidr lueurnall
=1 " Y a I~ ] ] 1 a 9 [P= =1 ] ]

maluTladluiidwazgsnuseniuedisls egruru gsneiusialesreIngodis

< ] @ 4 a o ] 4 J
Blockbuster napsilszauymiediesuiiodsundynumaluladedrsnimeuniszuy g
aa = o a ] ¥ 3 9
AvmeanaIna Inasnnoumeia laazainauieun udu

L — Legal ngvisng tadamangang

msaeunlaaniangvune 19u NYHRIENTINITH NYHIBMUAWIARDN 1AY

NOUUEMIANATOIRLS 1nA



E — Environmental ﬂi}%’ﬂmaamwumé'au
< A A 9 v a a ] ~ 3’/ a o < A A 9 [
Y5LAUNNIVOINUUIAINGT 15U NAVBIVUTEN UsziAauNtneIve N
A ) ) a a ' P A '
mu’;ﬂé’fau%ﬂmzﬂummazumwm 1B U ﬂﬁﬂgmimmauuiig ﬁﬂ1WLL]ﬂé}ﬂNﬂ1ﬂlu
4 1 a [ 4 o v J o [ 4
DNANT LU gﬂlmﬂﬁumﬂﬁ‘]Ji“Viﬁi]ﬂﬂﬁmﬂﬂi AIMUTUNHTUBINUNIIU IMNUDTTIUDIANT

NAUAAVDINI NI

Business
m —_— isati SN
@poiales L cqalem

all rights reserved () www.dineshbakshi.com

WA 2.3 11e7A3 PESTEL Analysis Model

1311 : http://www.dineshbakshi.com

a 4 v o A
Wan33IN312# PEST vogaavinssadagniulwiiasil
P — Politic: Tadamaulaneanazmaiied ifutadel i savlvinugaannssu
A Y o A @ % 1
iesdreanumsainamaiieslutlagiuvesilszma lnenazveslandsoglu
anzddianuhimiveu uazlimasosnimd laodananon1sszaona lunIAgATINNITTN LA
9 a 9 & S o o a 1 Yy A
pur Tdumagaa NI suMIHaa waz Insedd winugundsmusadutiuae lla esin
9 2’, dy v Y = [ 1 1 A 3 9y
AMNABINMITTU U LVRIsZansazedTan didolinsimuiodeaoliiosns 11 Arema
dy [ é /. d' 9 1 a (% 1 = w
Hgammnssuiagnuld Flldunerdoslaeasinegaa1MnIsuNITHAAAINGT D969

aunsonsyauTase i 1dlusuinn uadvin aorumsainisidiesTanuaz lualszmeInedl

=

Y d'dtg 2 a Y <3 a dldda! 1A
uun TdunAYY wazlaiiaugaas nud Iiun1AgAa NI SNV TNANINNATUNINAT AL
E — Economic: Tademuasugno iilufadaludavinliifugaamnssn
a = = 9 ddg! é’ v a
answasygna lanludl 2557 Tuua Tdudyuaninmsiudimassygnaves

aniyosms uazglsl vuggiusaziulinud Tdunssd Taorsugneansya adingg

a9
Y

afuayuINn1An15Us Ina niaflegede naznissisaiuiaesy USuaravuaInnsa

= £

) 1 a =Y =< o t&l a o a'l.rlal ~
ﬁuuﬁ‘g&u%mmmmiNauﬂiumﬂﬂ‘imm (QE) FIVL YA VUIANITHEDTAUNTWEY ’mumﬁuﬂ

=

3 v Y 1 = [ A a dy % v 1 A a =
2557 Lﬂu’éJElN‘L!’E]EJ wumEnfmgiﬂmumﬁmgﬂwlum@mmmum AMANITNUNLIADYTAIN

da! = Y ] a A a d‘d‘ =\
NV uag‘ﬁmmsﬂaNquﬂmmﬂunwauﬂmﬂuiamﬂmmmwnmn VYUSNYYUITUNTT

E]



Y v
USurumEmMsus Ina (Sales tax) W lasina 2 Feewanwansznuaons laaeluilszimea

[
a 1

o Y o A 2 ¥ ) : ) = d )
LLa%fJ\‘]ﬂ\‘]ﬂfN‘ﬂ‘]Jﬂ']ﬂ']ﬁl.WiJelluaUﬂ\ﬁ']ﬂulﬂﬂ']ﬂﬂ']5%1\1\1'lu ﬁﬂwaﬁlﬂlﬁi‘]ﬂﬂﬂﬂﬂg umluﬂuumﬂ

E]

v A @ A o P ¢ ' a a A Y 3 9 9|
mmamumaﬂum“luﬂu “1umummmiy§ﬂﬂﬂumtuﬂumzaammﬂuaﬂmmﬂmmami

v AR

A NAIUADeTANNMATHNIVEISTINA uazqmﬁ'wmﬁiygﬁﬂm@ﬂuﬁumiﬁ’uﬂiummu

a a Y a A o d'dd’! =2 g = o
munanuasygna lan Tagsauuduasygna lanldyaunavy suilunadnonisvelsdd
yosgaamnisudagnu i uadinatinnuaesslunianmsassuesanisa lugasduilnii uag
Ay himiueulurenaimsUSuanuuiauiasns QE NIzds NAaNTZNUADNIAIRNTHFNIAY

msEulan

Usznunsmadvlasonasegieanis glslou diu wazdu U 2013 uaz 2014

40 - B 20 10

1.4
3.0 1.0 - 0.7 09 1.0 I
204 18 0.0 +pm M I I
1.0 I I -10 1 0.9
0.0 -2.0
'L“\l m“\

<]
ﬂ\J ,‘Q\’ ’19\ '19 ,\Q\
o

5 & 4 P 4F
R gl g NSLaP L gl KoL o L N

mae: %Yoy
38 41
4

+4 m i l = 15 804 77 78 77
0.0 I i = Bl 7!5 [ | [ PR
4.7

m

4.0

-8.0 B 6.0

> P P

Q\ Q\ Q\\
o G g & st G L

Goldma

MW 2.4 vaastlsznamsmaau Tnvouasygnoaniga g1s lau giju uaziu 1 2556 uas
2557
fan : Uszanamsvesd1inI9ea191)52ma (Goldman Sachs, J.P. Morgan, Deutsche Bank,

Bank of America)

S — Social: adumadana iudadeludannlvtugaavinssu
9
a [ a o 1 < [ v W !
MATINVUBNFUNIQATINNTTUUAZUTNTVEIAI0E1939015) daanTuda g
[ ds! o w t&’ % ds! A = A 9
AIANATIHNIINNINVUMEIFOVRIAUVIIAININTY 1HoInINTMIulAsumlasTaseadia
A A v o L4 02 1 g ¥ a
¥o315231n3 na1dfe Nlsemns ooy ualszannsntlumszaatiosas 1ians

o < a @ o v W 1 3
"UEHEJGI’J"U?JQ?]’JHJL‘]JHLﬁ’E]Q Lﬂﬂﬂ1i"lliﬂfl@]’31/n\1ﬂ1iﬁﬂ‘hﬂ ﬁQﬂMQﬂWHﬂUﬁNﬂigmﬁlﬂﬂﬁuﬂ1i



{ o o [ @ . <]
asunlasvesguruiazasounia nasouasvesralvaiuaseuninaervinadn
Y é’ U Ay a a Y o A Y
ABIHALDY W TINA IUNINQATIMNITUNADINAATUA Az T NOADUTUDIAIINADINTG

v Y T v
Y031 529105 dama lumMsMgINIlMIveIeaINGIUL 0619ADINDY FIVLAIHANTZNUITILIN
1 Y] i < 901 a 1
asgadmnssuiaanu vl MflugadmnssuduinvesnszuiumsnangadIMNIIUAINY
FUAY
T — Technology: Tadamamalulatinazuinnssulving dutadelus swanl#nu

2AIHNIIN

9 9
% [

mswaaiaanul inmsldmaTulad nag Know How lumsmaniugs aeniu

U
Aa

) 1 ) = A v KR A o o 4 1 L Aa
Manauazaoson luauma lu Tagmawaa luloguiu dslianudagiuegaslunings

(%

Yagnu'lul o ldnszuaumslumsndaiidsz@ninmgegamesunumsnaniainga

)

L — Legal nguang tadamangrang iiluifadeluigsavldinvaaamnssy
y [ a v {q a o 1 [l
iosmeiagaurani g lumswaadaanuli 11nna1 60% ogluilszimaiu Tae
Y ]
Uszmsadulatimsasnguuieiiunenbuaznguniesinan1sdeoon (Export license) 1
=3 1 1 Y gy a o A~
augusnazlinalumsaseenussigeenueniszima Arematidnaniaanu Ililing

@ a

o 9 ~ A Y a A K o Y a a
u1!m13ﬁﬂ@ﬂﬂ1ﬂﬂ§glﬂﬁﬂu %Mmunuiuﬂﬁwam%gﬁlu %11%&ﬂﬂﬂ31h!ﬁﬂlﬂ%ﬂuiuﬂ1i

1 U d‘ ~ (%) 1 1 d' =\ (%} =\
Ay iWeeunuguasiraadagnu Ilvnlszmaiu
E -  Environmental adsmaaainumiaaen 1fuifadslwdsvanlvnu
QAEHNI TN

J o 4 [
i]'lﬂﬂ'lﬁﬁ'ﬂli\“lﬂil!ﬂﬁ]i]‘Uu&%@\‘lﬂ'lﬁiﬂ}l'lﬁﬂ']WLL’Jﬂayﬂilif)‘UIi\i\ﬂﬂ@ﬁﬁ?ﬂﬂiiﬂ

P 1

' Y Y ' 9 Y Ad a v A Y =
’(,’f\flW'ﬁi”ﬂgﬂﬂﬂ,uﬂq%ﬁ]ﬁ]?ﬂ‘ﬁﬂiil]i“l(fﬂ’ﬂhﬁucli]i]ﬁﬂﬂuhlil‘l‘]/ll,ﬂuw@]i@@ﬁilﬂﬂﬁf]lliﬂﬂil\i"llu N

@

S o P, ) Y a v A X =2 gq Y
Lﬂu1@ﬂ1ﬁcluﬂqiwwuqﬁuﬂqﬂlaquﬁ@ aﬂﬂuhlwclﬁﬂa'lﬂ?fﬁ']ﬂﬂ’]ﬂﬂqmu ﬂ\ulilj'mgllﬂunu

U

Y ~

a A v v A4 2 ] v Y q 9
MINAAUAZIINVIIAUA IUNQUUNGIVY uangugnAazdanaluud Tdulvanuaulaly
AUANIAAINA1IUINNNTIT0IT0951A1

a < Y A A . [ @ a

1NNI1TNATILHAIATOINO PESTEL  Analysis  WUNTI9eMUAIHIND

a A Y [ I [ a 1 a [
maTulad dunedon uazdinn iulideluswindemaau Tnvesgaarvnssuiaganu il

o 1 % Y v A 1

Tuilagiiu uatladsarungruineveilszmaduniludtodavdwalinnuausalums
LY o Y a = Y] ~ da! 9y
paisunaznam lsvesdnanlulszmaanasuazimsuvsiulugaamnssuiguusadiu 91ng

] QU dl =)
HUITUNNNINYsZImNAIU



20

@ POLITICAL TECHNOLOGICAL @
@ ENVIRONMENT Business ECONOMIC @

® SOCIAL LEGAL (=

MNN 2.5 uaasmsanz Wilyw1vesu3in Iae PESTEL Analysis

Organization

a d
2.3 M3 UAIITH Key Success Factor

% 1 o @ (Y] I @ [ iq 9
To98uHIn U 159U09M LU (Key Success Factors, KSF) (Huilataranii 14

9y a 1

o o < ¥ % 1 v 0
ﬂmuﬂmmﬁm%mmummuuazmimmmuimmazq@amﬂﬁu KSF Fﬂgizuﬁﬁﬁﬁ]ﬁ]ﬂ@'l\ic]

A s a Y A A A o il %o Y a ' s £
Tlﬂxiﬂﬂiﬁiﬂi]ﬂi]iﬁ@\‘]NLW@%%%ﬂigﬁUﬂﬂhﬁuiﬂiuﬂﬁl,l,"lNGU‘u wmmﬂmmazmﬂﬂﬁmm

o ] G { Y] I ()
’L’ﬂlﬂiﬂiglqlﬂi]i]EJL&WQﬂ’J13Jﬁ1Lﬁ]GLHQGIﬁ1Wﬂiihﬁ@lulﬁlﬁ]u 512921 UAIMIHUALUININNG
Jd A A 9 [ = @ = A ] i
gnd 1vu QG]ET"I‘Hﬂiill‘ﬂl,ﬂfJ’JﬂJ@\?ﬂ‘]JWIﬂTHTﬁEJi%@UQ\‘I iJﬂ’NllL‘HEJ’JGIHﬂJLLﬁ%ﬂ1iﬁ\1‘1@U!ﬂHﬂﬂN

9 a o o = 9 @ & Y a Y
z;fﬂumuminmmzwmm ummmmmclumummﬂii3Jmiumuﬁumuazmzmumi
a =\ d' = g’/ d‘ d‘ 9 [ a 9 a d' :7
WNaf Nﬂmm%ﬁla%mﬂumﬂiuiaauu AATIHNITUNINYIVBINUNITHAN @unuiumiwawm

a < a =) Y A il @ A~ A A Y
ﬂmﬂ1W1Uﬂ1iNﬁ@Lﬂumﬁ llfﬂi11’7‘]J§ﬂTiT]\‘iﬂf]‘LlLlﬁg?‘fﬁﬁﬂTi“U'lEW]Nﬂﬂ!ﬂ'lWLLﬁ%LG]f'Oi‘lfJ auy

Y Y A a
uﬂﬂmaaﬂwmﬂ%’uﬂ

2D

o ] o < Y]
'(’Nﬂﬂi%ﬂﬁ]‘ULLT’iQﬂ??ﬂﬁ?ti%ﬂl@ﬂ@‘ﬁﬁ”mﬂiiNﬁﬁﬂ‘ﬂu‘lw ﬂﬁgﬂ’(’]‘]_lg]l’lﬂ Key Success
kY A
Factors 3 1Uf®

! a v P Y Yy A g
1. Values to Customers mi3JEJ‘]Jﬂmﬂﬂuﬁumua$u5ﬂ1ﬂﬁ!,l,ﬂgﬂﬂ1 LW@HIUﬂ'ﬁ

Y a

SAEIFINENANANLAZYIIFIUNAT 11N DE1NNUAAZENBUREIAOIHBY TAgn1T1iId U

99 U

€

Y a A

AUAWASUINITNATUINT (Total Refractory Solution and Effectiveness) NOADUAUDINDANY

D

[ Y

v A 9a Y v v o JdAaa
ABINTINUNIIIVBIGNA UAZEHIWNANUTUNUING ugnan

J

a I a | o
2. Organization Excellence M51341504A035 I u@suazaden Tagmsiszuy
Total Quality Management (TQM) t481¢ 3¢ U Total Productive Maintenance (TPM) 1l lums
W uazdSudsanszuoumstanmislunngdiu ierindsgansawlunisdudiugsne

Yo909AnNIIazaaduUIINMsgdelunszuaumsnanedeAoliio

H 9
A % 1

9
3. Strategic Partners ﬂ1iidJW‘L!‘ﬁ‘JJG]TVINﬁiﬂ%ﬂﬂﬁﬁﬂﬂﬂﬂﬂﬂﬁI%QﬂﬂWH ALLA

)}

Y [

HU197A0AD  AUNTZNIgNA1 81T U N139RYdY Q152828198 1U51A1 (Long  term  price



a

agreement) NURI MU IARAUT 101N T2MATL 1BAIUANNTLNIAIVDITIATIAGAL

U Q Q
1

= =}

I @ a @ A v A 1
LAZAUNTIN 3'JﬂJﬂQﬂ'lﬁ!,'l]uwu’ﬁ?Jﬂﬁﬂ‘U‘Uﬁ‘]el“Vl'Jﬁ']ﬂiﬁllﬂ'lﬂﬂ']ﬂﬂﬁm‘ﬂﬂ (Engineering Firm) W
° a v A < < ' o A o v q Yo Y =R ' A o qu
u'llﬁuf)ﬁuﬂ'llmzﬂﬁﬂ'lﬁl'l]ullWﬂLﬂﬁﬁjuﬂﬂlﬂﬂiuiaﬂﬂﬂuﬁﬂﬂﬂl‘ﬂﬂ’ﬂgﬂﬂ'] "]Nfﬂgﬁ\‘l!ﬁiﬂﬂﬂlnlﬁ

A o a a 9 ] o A
Ui’]sl“l/lﬁ'lﬁJ'liﬂLﬂiﬂJum‘UIﬂulﬂ@fJNfoJ‘L!

Key Success Factors

” Values to Customers

Total Refractory Solution and Effectiveness

& = Intimacy and Partnership
Organization Excellence

TQM and TPM Practices

Alternative Raw Materials v
Competent Inno-Teammates and Learning Organization

Innovative and Competitive Product Technology v

Raw Material Competitiveness

Process Capability

Service Team Capability

Effective Logistics and Distribution Network

Strategic Partners

" Trading and Outsourcing

Technology Cooperation
Manufacturing & Raw Material Supply Cooperation

MNA 2.6 LLAA Key Success Factors ﬂJ@QQ@ﬁWﬂﬂiimfﬁﬂ%qu

a 4 a o Y A A s .
’ﬁ?ﬂNﬁﬂ?iﬁlﬂi?%ﬂﬂﬂ]ﬂ’ﬂ?ﬂl@ﬁﬂi‘ﬂﬂ Iﬂﬂiﬂﬂﬂ‘i@\?ﬂ@ Five Force Analysis, PESTEL

Y
A v A

iae Key Success Factors AU
[ = 9 a da! 1 1 d' [ a
Lgaanssuiganu Winun Tduau Tavuednaotiosniniladenaussugne
=) [ é 1 Y 1 % d' ds! 9 1 [
wa TuTad tagday Fedewaldimsuusiulugaans suRguLsUUMBITUNY
" P, i 3

2 Aunumswaauazmsuasvulugadimnssunluud dugeu Tasmwizms
piTumus I Iazaumnvesdui dewalimssnmdaaaum ls1d 1damdhvunennegd
o [y 4 2
mlaengavu

a 4 Aa a A A W a 9 Aa

3.52UUNMTUIMITBIANTNUUTZANTAIN MTUWRUTUATNIIMTANALASAITH
uunlumsadnanuuananvesduaitazusnmsszseliusEnsnyanuansaluns
i lutlagiue 1314

v & A v P A v ' ) 3 Yo

aviunsiaenldnagninmuizan ieaieanuuananluaiunisiiugii

Y
wianssunidusuazusmsuazmssndunumswaauiinldaninguusz e ldinm
o A
8

anuansolumsuarureausEntazsnudadium lsnmunz anlusuaa lasdagasu



22

UNN 3

v  w d dla dqf
ﬂ3mauwummﬁmymazwamnﬂmu

Y
=2 [ a ]

a 7 A o q ¥ = A a o

ﬂ'lﬂﬂ'lﬁ')l,ﬂi'lgﬁclu‘i_l‘i/ﬁfl 2 1/]'IGI,‘VIVlﬁ'lﬂﬂﬂﬁ'llﬂﬁ]"llﬂﬂﬂﬂluﬁ'lﬂlﬂﬂ"U‘LlﬂiJ“LIﬁE‘VI 1Ty
Y 9 | ) % @ °
ﬂ'li’s’fi'Nﬂ')'llllell'lélﬁléluﬂ'lfl'LG]f'E]iJIﬂ\H‘Vi@Lm%Wﬁell’ﬁ]\iﬂﬂluﬁ'llmgﬂ'liﬁi'l\iﬂﬁqvlﬁﬂ'liiﬂll'lﬂ'lulillﬁg
') A o YR Y o A~ ~

ﬂ'J'liJff'liﬂiﬂGLUﬂTiLHNGUUGU’ENUiBTI ‘Vn\i@lﬁﬂ}l'lh],@HWﬂiUuWTVINZJTLGUEJUGI,H?]JLLU‘U"U@Q Causal

. A Y v = I Yy 1 ) '
LOOp Dlagram LW’E—]FLWHﬂiﬂﬂﬂig‘UULLagﬂigﬂ'JUﬂ']iﬂﬂuuﬂTi]l@’ﬂSTQLﬂUEﬂ‘ﬁiiﬂllﬁgwleTﬂ

A2
UINYIVU

3.1 MSAATISZUY

A

. < A Ao & o 1A 1o
Causal Loop Diagram uiasessiensudulunainvesszuu lidiewamvualy
o a = v & o g A A A a o Y 9 Y
puudeeuslSunamnindaiiuasesieniia lumsesurenaz i 1 lasz uudae (Coyle,
. o U [
1979) #41A598319v09 Causal Loop Diagram 3zisznev lidreesdilsenoy 4 aaudienuy

Y
daae i
1 d' (%

' P
aIun 1 aws (Variable) ﬁﬁmuﬂﬁu

1 ~ v o ' o A Y =2~ ' .
qAIUN 2 ﬂ’JﬁJﬁiJ‘W‘L!‘ﬁ’ig‘Vi’JN@’JLL‘IJ'i%glsﬁﬂuﬂ’lﬂgﬂﬁﬁcﬁﬂliﬂﬂ’ﬂ Causal Link
' A ' v o A ¥ A A
aIUNn 3 ﬁ%W’JNﬂ’NiJﬁllWu‘ﬁ‘ﬂﬂﬂWﬂQﬂﬁﬁLmu@’Jﬂlﬂﬁﬂﬂﬁmiﬂ (+) rIeo (-)

U { 4 1 <
AIUN 4 1ATBIHNBUY Loop Tunaag Loop 11U Positive Loop ﬂ%ﬂNegative Loop

P+ . -
Births @ Population @ Deaths
T 5

H % ] [ v J o
MW 3.1 LEAIAIDE19MTIVEY Causal Loop Diagram HEAIANNTUWUTUBITIUIU
1529103

nn http://systemsandus.com



http://systemsandus.com/

23

o ] 1 Y ] 4 Y] v o v J a
10729819 TUNNA 3.1 AILIFANUTUNUS ILoop UANNTUWUS I UFIVIN
.. . A Yy v A A P ¥y 3
Positive (Reinforce) Loop + R floguniamiudnevesmniiimioauioudn lauaaldimui
1 1 & S Y . X A . 2 o Y . 2
Fractional Birth Rate qwum“lw Birth Rate 99U (4® Birth Rate qwuwﬂﬁ Population gavyU
= o Y . dy 1 A o 0 dy o A =\ o 4
uaziinarh1d Birth Rate getiumwae 11 Tuaagh d2ussanudusius uLoop Hanuduwus
lu1%9a Y Negative (Balancing Loop) Loop-B AngUnisdauanvesmwiinsesnnieay 1a
¥a . 2 o qu X : v . A
waad iU Average Lifetime g9¥u311% Death 110U dawalv Population anad 1o
o 2 I a 1 o
Population aAa3¥1 1% Death 1nyuilufismainsatuiu 'l

9
[ Y

. 9 Yy 9 o { 9 <
@491 Causal Loop Diagram daziou Iaseaindounan Niszneudnniu
d' [ v a .. A A a = o ] Y 1 9
M5¥eu ToanNUFUWUT 1UBauIn (Positive Loop) Aol 1 luiemisfeinusudiaidunis
=l A 49! A0 A da! 9 1 "9 a1 SA 1
UAUNUIUNANTZNUANUINRAUNVUUAY UAWINAIAUNUAIAAAINANTENUNUAIaAA
Y = A v o J a . A A a
a1 1dare Tuvaeinsiyon Toannuauius ludaan (Negative Loop) Aadin luian1ansa
1 9 1 9

] Y
éﬁ’mwumﬂmuﬂNﬁﬂu‘wuﬂ‘iuwaﬂsz1/1wmw1%zﬁmaﬂamazmﬂmsﬁ’umqﬁmaﬂm

<3 DTl A e
Nﬁﬂﬁgﬂ‘llﬂgLﬂuGlULLu'Jﬁﬁ\‘]ﬂusu']llﬂﬂllﬂ'llwusuu (Coyle, 1979)

3.1.1 Tnssad iyl UsEM aenugamwnssuiagnull S1a
a J g ot B o 1 A o
MMz ndadium lsnesenuis (EBITDA on Sales) ¥9313H7
' ' A g = A a X a o ]
analpddolloInauall 2551-2556  TasymininayuyesusEnainsouaatoonuuily

[

Y
Casual Loop Diagram 1@aail



24

PRODUCTION

LOSS
SUBSTITURE RAW PRODUCTION
MATERIAL IMPROVEMENT ECONOMIC
' +
MARGET
CHINA EXPORT B MARKET =" GROWTH
LCENSE ~y SHARE
RAW MATERIAL
COST_ .\,  EBITDAON ¢ y
' \ W SALES + COMPETITION
AMOUT OF s A
SUPPLIERS / ) +
1
MAREKT NO. OF

ATTRACTIVENESS ~ +
> *_COMPETITOR

MW 3.2 1eA4 Causal Loop Diagram ayn1903u5HN

1NN 3.2 wam lsvesusEniianasnainidyrivan 2 1szmsae simane

@ A a Y Y A d? 9 A a
ﬁﬂ‘ﬂ‘L!"h/\h/lJJLI,‘L!’ZIIuilﬁﬂﬁﬁ%Tﬂfﬂi!,!ﬁllx‘lallu1HQ@ﬁTWﬂ55Mﬂ§uLLiQﬂJu HAZ AUNUNITHAAN
éf 9 @ A Aa Y daj =] a .

TIUU MNAUNY mqmwmmﬂumqwuuazmiqmmﬂﬂmmiwam (Production Loss) Tag

[

a = Y dy
i’]‘ﬁ‘U”IfJﬁTEJagl,@fJﬂ]lﬂ JU

ECONOMIC
EBITDA ON MARKET +
SALES SHARE ~ MARGET
* GROWTH
+ +
\|
PRICE COMPETITION
/ B
+
+
<
MAREKT NO. OF

+
ATTRACTIVENESS ____ ", COMPETITOR

MW 3.3 11dA9 Causal Loop Diagram tayisimangidanu v



25

A [ A 1 9 = 1 dy
1NNINN 3.3 ﬂmﬂnﬂmamu"lvmqwzmwa“lwmmmmmﬁu“lﬂmﬂmu
o 9 1 cu g/} 1 49! % ] L 49! U Y
%TL!TL!IZ‘J]!.LGUQ‘ll‘L!ﬂWﬂ‘l’lﬂullazﬂﬁﬂﬁﬂﬂﬁNWﬂﬂIu ammﬁmlwu“luqmmﬂﬁiquu aana I
FIULUINTANIAVDIUTHNA1AS Lla$ﬂ$ﬁﬂﬁ)ﬁﬂ1ﬂﬂﬂaﬂa\1mﬂﬂﬁﬁaﬁllﬂLLGUIQGITH?%}THﬁﬂWLﬁEJ
] Y v
Snpaauubimsaaanuguaungsu 39l lsvesuiinanas Tasanmssygnanag
U 1 a @ @ " W I
wwdina laeasinensian Invesgadmssuigqnu lwuazsasinsuvetu 1y 1dilu 'l lu

A = £
NANNNFULUIININVY

PRODUCTION
LOSS
SUBSTITURE RAW \ PRODUCTION
MATERIAL IMPROVEMENT
) ;
CHINA EXPORT 4
LICENGE ™ RAW MATERIAL B
COST
AMOUTOF/ \ + EBITDA ON
SUPPLIERS N\ cgor, SALES

WA 3.4 1EAI Causal Loop Diagram Uy 1aunumsnan

A 9 a o 1 1 o a o A o
NNINN 3.4 @unuﬂﬁﬂﬁ@’lﬁﬂﬂqu ﬁﬂWﬁﬂ@ﬂThlﬁsU’E]Q’Uﬁ‘HﬂIﬂﬂﬂiﬁ Lil’f)fﬂhli

' Y
ana ﬂﬁﬁ\i‘l{]uﬂiﬂﬂ?ﬁﬁ%uﬂﬁwﬁﬁﬂgﬁﬂﬁﬂ ﬂﬁgﬂgl%ﬂﬂ?ﬂﬂWﬂﬂﬁwa@lﬂﬂﬂ\‘]ﬁu (Production

]
Y a a A

P
Loss) avmaldIndunumsnangiiu Tasdunuingauuion 3 ade sruiuduiesingaun

Q Q

A o % ' a

| ' ° o ’ 9 @
Lﬂuiwﬂl‘lﬁiﬂgLtagﬁﬂmjuﬁaﬂiw T3U1AIUNINUA Export License dvisumsaseaningau 1

Q

2

v
a = v

Y [ A o Y o Y dy Aa A 9 éj o
YA LA IAYAUNAUNUNUITUIUUDEY %11W§1ﬂ11“ﬂ13“ﬁ@3@@ﬂﬂNLLH’)THNQ’Q‘UM ‘VI”IGl.W

Q

2

Y é! J

AUNUMIHAAGITY tazdaransznuaoi lsveusiniana

a5

Q

a L4 a o @
1NNITAUATIEH Causal Loop Diagram UBIUITHN ﬁEJ'liJQﬁﬁ']WﬂiiiJ')ﬁﬂVluulw

' ' v
$1na wu dadauilsAeeeav1e (EBITDA on Sales) Atuud Tiuaadaciu wanilgym
2 dszmsfe
A 9 A o I [ 1 Ao A
L3118 T UATINAT1AY WUHANIINTIUULINTAAIAVDIUTENNanas 910
T o oA da! 9 1 ] 1 1 ]
NNITNTTLUIVUNTULITIVY IﬂElﬂ’]il"ll']ll']"llf)\‘]ﬂl,l"llﬂ%'lﬂﬁ']\?ﬂiglﬂﬁ T@ﬂlﬂW’l%ﬂll"N%’lﬂﬂiglﬂﬁ

W Fagawaniznu Inens e iaoLaz i 15suealsEn



26

9 [

Y a A da! A a A dy [
2AUNUMTAAANTIVU INT UK 2 szmsne ﬂuwumnﬂumqwumﬂmiﬂm

q Q

[ a

dy Y [ a ~ < A I 1 a v o
5[11!51?]11@EJEJﬂHEJ’JG]Qﬂ‘U%Wﬂ“]JiSWIﬂ%u Fano1uunag mgﬂuwaﬂuaﬂuﬂwummﬂu

Q

€

A ] A @ =) 1 o a Aa A Y
‘kunmmu"lmﬂﬂ L‘LlEN“'l]1ﬂfN]lﬂﬂllﬁaﬂjﬁflﬂﬂmuﬂmﬂ1wtlagﬁ'lf’ﬂ‘]/llﬂlﬂgﬁlllnﬂﬂlwlublﬂ uag

a9y A A A a Y . a Y
HAUNUNITHAANGN Lummﬂmiwamwuﬂaumﬂumu Loss tiag Reject mmﬁum“lu

a

NIZUIUNTITNARN
o & o A a A Y A [
ﬂ\‘]uuﬂ%%fJ“I/Iﬂ'Jﬁ‘WfﬂWﬁﬂHlWﬂLlﬂulsUﬂﬂJuW'laluﬁﬁ‘(’133137’]@ NITIANITINISUIUNIT
Y a Yy a A o a Y a 9 1
m‘uqmunumiWaﬂﬁl‘nuﬂﬁzﬁ‘w‘ﬁmw NAUIAUNWTUALASVINIG Tagad19nnuIana1g

Mnguaaie SN NuaIe lumsuistutagsaneimunz auer 1314



27

UNN 4

d
naqﬂﬁuagummauf’f’lmﬁmum

J 3 o w o a A 1 A o
ﬂaQ‘V]‘TJ!JJ‘L!ll'lﬁﬁﬂ'liﬁ"lﬂmiuﬂ’lﬁﬂ’l!uuﬂﬂﬂiﬁu@’lﬂ 9 Tﬂﬂﬂiﬁﬂl%ﬂiﬁ@‘

[

o’d’ 9 a [ d' 1 9 1
@Qﬂigﬁﬁﬂﬂﬁﬁl\iﬂ'lfl'I@EJﬁ'l‘JJ'liﬂLW“HﬂJUﬂ“]_lﬂ'lilﬂﬁﬂul!ﬂﬁﬁmﬁ]ﬂﬁﬂ’nz@nﬂﬂ Vlﬂ@ﬂ'l\?!ﬁil'lgﬁ'll

o A o | V-7 1 ] a A [ a Y 4 o
fﬂiﬂﬁ’iuﬂﬂﬁq%‘ﬁﬂﬂﬂgﬂ"lclﬁ}ﬁ'liﬂﬁﬂlml\‘lslluﬂ°Uﬂl,!fll\'i‘Ij5ﬂi]l,ﬂﬁ]’f]ﬂu‘l’i%@‘ﬁiﬂﬂiﬂﬁlﬁﬂﬂ]lﬂ LHasgn

Y @ 9 s

Y a = [ (% ° 1 4 U
1S EniinnuamsalunmsuisiunazSnid ls Ided 1965 u e ldesAdszneunndu

v d A o

A o o A ] 1 A o Aa o I 1
GU'EN‘]JT]&IVlﬂﬂuuﬂ'lu@ﬂ?ﬂﬁﬂlﬁilluagﬁ'ﬂ@‘ﬂéjﬂﬂﬂu Iﬂﬁlllflﬁﬂ ﬁummm‘ymﬂu@ﬂgwma

v 4

1 @ ) [ L Aa o 9 @ o
TJIUNU Iﬂﬂ’ﬁ?ll"liﬂﬂTLLUﬂiZﬂUﬂaq%ﬁi‘HUiH‘ﬂ llﬂ 3 ¥Rl ﬁ@ 1) NAagNIITAVBIANT

o a

4 14 o a oA
(Corporate strategy) 2 ) NAYNTIETAVTIND (Business strategy) LA 3 ) ﬂaq‘wﬁsmuﬂgmmi

q

(Functional strategy)

4.1 NAENTIZAVOIANT

4 @ J ES '

= @ 4
ﬂaﬁl‘]/]‘ﬁ53@‘]J’E]\‘lﬂﬂ‘iu‘L!lli]ﬂl]QW?HEJTL!ﬂTi‘WﬁNUWE]\‘Iﬂﬂiiﬂﬁ]ﬂTﬁ’N\H!u’Jﬂ%ﬂu

]

a
'
A A £

4 a o a ) a 4
punaldosnnsiinamalumsduiiunmsninnudanu Taouumalumsduiiunsnagns
o s ~ A Y 7 9 a s o =
sEAUIAnIIziinI@en laun nagnsmsasumaaula nagnimssnyuadesnn wazna
gnimsandanoy
= £ N 1 A 2 Y 9 ' '
FelugorumssivesuSEnlygayeuienezimyszausie lauazverediunii
9 A a ag a e
Msaa1anuul TlyvesgaaIvnssuaulavuaiuaiziasygnandlulsesimauay
1 A v R A 9 4 9 a 9 I
alszma vsEnvndenlgnagninmsaiemaaula W uduuuanialunisnamunis
o a U = g}/ % 1 dy
gusiumsuanluouing IasliuuInanivvasaae liil
d Y a
naq‘nﬁmmsnmsmﬂﬂ (Growth Strategy)
o 9 a ] ST Y 9 o o
nagnimsaimaau ladlunagninyariulumsaiudneninvesesdns u
9 Aa T ?;I; 9 1 1 A =S 9 as 9
msaframaauTalundanag Ba51eld druuamsaain ¥eides are35mslumsaia

A was 1 [ o 4 a1 L4 v dy Y
llu')“l/nﬂﬂ;]‘ﬂﬁ“l/llmﬂ@]']\‘]ﬂu’f]’f]ﬂllﬂﬁnilﬁﬂElﬂ']W"lJf)\?f)\?ﬂﬂiTﬂElTﬁﬁ'NG'] ﬂlﬂﬂﬂﬁqm‘ﬁﬂﬁjﬂuulﬂllﬂ



28

g . . 3 ' 9 9 J 1w
1. MINMUINAIA (Marketing Penetration) 11 un1sgauiuliesansuisiulunain
a 9 9 [ [ Y] a Yy ald' 49! 1T A U 1
wuaremsasidneniwlumsudstuluaaamulniise ldngaiundsFadiuntinsaaia
A 1w ' ) Y ¥ 2 Y v a Yt
Tuaaaniuastueg lufagiuld ldnnau Tasmanszduanudesnmaneluaaia@uliing
A (3 v a a 9 49! T A ddy o 2’, = 1 ] 9
auanaziuinus Inadum luaaiauiniuninay Tasnagnsiazsimanisasngud luneld
= a { a 1 a3 ' ll @ a
VIMIAUA (Non — User) M maandld wio dnldaudwauvosguicldiunldaudives
a k) [ o'dyd ] 9 ~ o Y a &l A 9
anduMauewny anvuzvoinagnsiiwaiu llimsmldinansyensomanaasely
a 9 A qya v Y 9. 9a ° A 99l Yy o1 <
duduieldinanmssviuaznszduldinaniseaimaz venaenieldduedld hitwzdums
] a I
ans1A1 130 Udesdudmaans itudu
o a I ] { o A
2. MIWNAUIAUAT (Product Development) 1iumissgauriuliinmsihdudvse

a a 4 @ 1 a)ddg! 1 9y Aa Y a =
“]_Iiﬂ'lilﬂ‘l]ﬂlﬂ\i@\iﬂﬂiiJT]Ji‘]J‘]J?QFL‘WlIFL‘W@ﬂlu LL@ZL%W%ﬂQiJG]ﬁ1ﬂQﬂﬂuﬂuiﬁlﬂﬂﬂ’NNVNWfﬂﬂ

A 49! 1 ~ v W = ~ IJa 9y A a % =1 Y =K vo9 v
UINIUU Lmslummzmmﬂummu"hJaqmiﬂ%aummammimuwgﬂmwawe%agum 1159]

Re

=1 A 9 A a (] 9 9 Aa = A < A (]
tmsuan ladaudmsousmslny Idgnaunaannuianelauingsyu vazitlumadonlui
1Y =1 a a 3 o I 1 A a
Ifnugnm 1t Temedenauamieuinms ldunyu siliiuvesmalumsiunisidula
a 9 A a 1 A 49!
NNFUAMTOVINT MU VINTIVY
Y I 1 9 ~ [}
3. MINAMUINAA (Market Development) 1ilunisaaniu lilimsmigeanialuns
9 Y A ' ' Ya Y A A a 9 A
a5enelavieauuianmsaainlig Tagldaumnsensmadnlunismizinlydlusarah
o [} o 1 [ 1 A | Aaa Y G a A = [ v9 A ]
g9 lumeyihmnnou Tagaaiaaina1ne1vazliguaiesniaumusousmsnmileunuoguaIviie lu
S Y a o 0 I 1 Y v o ° Y a Y Y ) Y a
nla saanadlumsm Temaluig Idnuesansuenanmsinlminase lauds duildine
v 9 @ A A dy
mssudnizae ldsnandus undeau
& = . J <3| } Y g’/ [
4. MSWAUWDUKRAINYAY (Diversification) 1iumsgaiu lUnanigeanialu
9 Y ' ' 1 9 v o a FY A a 19 ¥
msadesielduazaruntanseaialuig ndeunuwaauavsouIms i liauise
o 9 P A2 & v 2 ! 2y vy
ABUAUBINUAINADINITVOIAAIA lANINBeTY Fuilumsdie ladlnuveansnguidhvune
Tupaia sreduMmnsouIMInuanaanauoon i
A & a < o A " v
5. MINIUTINNIDEDNINTT (Merger and Acquisition) L‘]Jumsmmuﬂmguuu"lﬂ
~ a a v Aa a 4 Y o =3 Y Y ] 4 = (%
NMIVBIMFININHNSTUAVAINIANYDIDIANT 1AIMNNIAIIied luoIAnTMeINY

Y asy zﬂy A o Y 4 = ds! a ~ = 2’, =
AYITNITYDHIIDAIUIIN “I/]ﬂﬁﬁ)xiﬂﬂillﬁﬂﬂﬂ?“l/\lq\i"llu Tmmi]mim”lﬂmmuummz"lwmm

D

v o o

a a a d 1 2 oA o A
mmwuﬂumimmu‘gifmmim'lﬁlmmmmmmiuazmmumimaﬁlﬁ’ummqmimmumi

A o 91& [ Y a o Yo =y 1 A v 1 a A o dy
YoaUsEN 18 Feazihldusin1dsuma TuTadlnid nieaaralu vinngugsnen llvhmsde

WIDAIUIININ



29

[ I [ a g’/ o 1 1 a
6. mansaniunusiias (Alliance) TuthanisdvaesosueInguius Inanso
1 % A= a = o 9/91::'0 a a = [ a T w [ [
ﬂtjll“]fWW'ﬁ?ﬂlﬂ@ﬁJQ’\‘llﬂuulﬂﬂ\‘l‘l’lﬂﬂ@ﬂﬂ'lluu‘ljﬁﬂ%114@]%11?1Lﬂﬂ?ﬂullﬂuﬂﬂzlﬁlﬁluﬂuﬂa‘ﬂ
3 o a o Ay ' o Y ! Y 9 o Vo oA
ﬂtﬂfJ!.‘IJ‘LJW“L!‘ﬁMﬁiﬂulWﬂﬁﬁ'Nﬂ'luW%ﬁﬂiﬂfiﬂULlﬁx‘iﬂ'luﬂﬁc] Hazas 1Y MuUA IUNMSUUITUN
o I o ] % 49! = 1 [ 1 [] d' ] [
%8’&]11!’JEJGl‘HlIﬁﬂfJﬂ'IWGluﬂTﬁL!‘lN‘lluqqelluﬁﬂullﬂﬂﬂﬁﬁﬂiﬂﬁﬂﬂﬁﬂﬂﬂllﬂlﬂﬂﬂgu@ﬂﬂqll

[y} a 9
Wuslas I
4 o 4 a
Tagagludinagniszauesans lunmsa319nsanla (Growth Strategy) AFINHN
J A o o A J o . . o a
WUNUTENAITAUTUNAGNS  MITWAMUIAAIA (Marketing Penetration) 118N ITHAMUITUA

"y ' Y a qua = A X 4 A
(Product Development) IﬂEquNLuuﬁ]1$ﬂ'sjN@a'lﬂQﬂﬂuﬂuiﬂlﬂﬂﬂ’NNWQWEﬂ"ﬂNWﬂfNeUuL‘WE]!WlI

1 =~ v W a A o o Y 1 a
muummmmmmzmmaﬂamvfﬁﬂqugﬂﬁﬁ ﬁmyuu ﬂ%’auﬁ’wmmvmmmuuaaag 21N

] U 9 a o % 1 )

a ~ @ ~ = { o [
LYY ﬂﬁnﬁﬂﬂ"l@@]ﬁ"l‘ﬁf‘liﬁllﬂiﬂilﬂi\llm$wa\1\‘1TU‘VIUTH‘VIfJ\‘illfT’J‘LlLLUQﬂ"IiG]ﬁWﬂﬁﬁ'l umﬂumm

a LU Q

]
=S ! A

Yo P~ @ a = I~ 1 o
ﬂiﬂﬂ11§ﬂﬁﬂﬂ31q@ﬁ1ﬁﬂiiﬂ@u I@ﬂﬂWiWGMUWﬁHf‘%LLﬁ%‘Uiﬂ'liGlﬁiJﬂ’JﬁJLL@ﬂGﬂ\?LLﬁ%@ﬁ\iﬂﬂ

Y A Y a Y a o o a Y o P2 Y A é’
AITUABINTINUNIITIVDIGNAT BINLTU ﬂ'lﬁ‘Wﬁ]lu’lﬁLlﬂTJ’(?(@‘VIulIV\lGLWN@TEJﬂ'ﬁShNWH‘WUWHSUH
o . 2 g 2 1w 9
MTUUTUBLVY Total solution Package “?QL‘]JUﬂWﬁLWﬂJﬂ'J'I?JﬁuﬂﬁﬁGL‘L!ﬂ"IﬁLLGlNSUULLﬁgﬁﬁ'Nﬂ'NiJ
=< Ry ) A YA ' A 9 A 2 & '
WQW@iﬂq@q@iﬂﬂUaﬂﬂW Naﬂulﬂﬂﬂﬁ'luuﬂﬂﬂ'lﬁﬁa'lﬂ uazﬁmmaﬁuﬂmgwu PFIVSAING

Y

Tasasenonisadawam lsnazmaau Invesusinla laamudhvunenng1s

4.2 NAENTIZAVEIND

v a

J < sq Y oA ' 1w A
nagnsszaugIne Wunagnsnlslumsduiumsluseniemanvavuluaaian
vsEmldaslihnmsuisiueg Tasadummueadwanu IdnSeuluiimsaiss weldldun
=2 o 2 o %, < ] o Y = o o
Fodagilszasalumsiimsaaia lunezitlumsaiemsiuiuaziinmanvanaluaaia ns
vy o . o — 4 4 3 o
laarumismsaaiadunn vsemsilufihaaialuisesvessenvis viorordesluaain
v < =2 o s v o = LU= Y o
aanan  Tasilunisdsdnenimvesesansareninensinieesansiimwldlunissiing

"o X s o a o @ A ¥ o s o s A 99
nUiy Fnagnsszaugsnesudunezdeslimsneudusanininnagnt szaveansiie1n

o a =\ 9 [ P 9 @ a A 9
puanlumsduiiunisiianuaeandosnulaenagnsnlyluszaugsnuiods1aaay
Y
lauSeuTumsuaistu Tasuialadane lai
s 3 ° . 3 ' { °
1. nagnsmsludiidudunu (Cost Leadership) (Humsyariuldfinmshaaia

~ Y Y 1 Ty a [ o o Ya Y A a
ndumsadeeeavionazveredrunisaremsanuludunindnszsi Idaudmsonsng
awson ldluinanunniudunuegluszaung swnannmsnaaveudonsodeiia

'
a 9 =

A o 9 = A A ' = AAA a a o 9 a
ﬂﬂWinﬂ@ﬂ1ilﬁ8l’)ﬁTﬂif]llﬁu‘ﬂu‘ﬂﬂlllﬁ@ﬂ ﬂWiMLﬂﬂIuIaﬂﬂMﬂi%ﬁﬂﬁﬂWW %um“lwmimﬂ

q



30

A A Y A 49! 9 g}z 1 ] 1 [ A o

m’iWaﬁﬂ"lﬂﬂmmwﬁlulﬁmmﬂmmlu ﬂﬁﬂjﬂﬂuﬂunuiuﬂluﬁaumm DYNLIATIATA LWONN
Y1 g ¥ v o vy Ao X
Gl‘l/iﬂﬂ‘lﬁnﬂaﬂuﬂﬂm Ltazwﬂﬂmwl‘lﬂu@ﬂm Llazum'liwazﬁuu

s 3 Jo o A Y ! . C . 3

2. ﬂat’g“ﬂ‘ﬁmﬁl'ﬂug«,mumﬂiiﬂﬁiamiﬁﬁwmmuﬁﬂmﬁ (Differentiation) Lﬂu

9 ' A Y A A L= ' o A y A A

ﬂTiﬁ’iNﬂmullﬂﬂmﬂuﬁuﬂmi@‘mm'ﬂmm311JLlﬂﬂmﬂmﬂﬂmlﬂuﬁmﬂwiﬂmﬁﬁiwﬁm

tegluaaauausin lumeriineu nasuauenuRINTYInaIa Iae l9%01de91nAT

)]

Yy a

' [ < o Il a
FuanauuIEIaluNITHYITY Tﬂmmm°lﬁ’mu5qmmmmmmmmﬂﬂﬁﬂwm "’Uﬂﬂﬁuﬁj'l

A a A 2

a X2 g9y a v v v 2 '
Wﬁﬂﬂﬁﬂ’lﬁﬂlﬂﬂﬂlualﬂﬁﬂﬁiﬂﬂulﬂlwu Llagﬁquqﬁﬂﬁﬂﬂﬁu@\iﬂjquﬁf)\?ﬂ’]ﬁiﬂﬂﬁWﬂulﬂﬂJ']ﬂsUu 31|

v
Y v A

ﬁmiﬁiwuuummuﬁﬂﬂuGmﬁuaamiaemﬁﬂmmmﬁﬁuﬁ’uﬁmﬁ’ﬂymzmmmﬂiwmm

] A g‘/

A Y A a Al X da Y 1 o Ay o S
Z’fUﬂWWiﬂUiﬂWiﬂ%TﬂluNTGlﬁiJ ‘Wﬁ@1J"I\‘lﬂi\‘]ﬂ?ﬁll@ﬂllﬁuﬁu‘ﬂ"lm"lklﬂEJQG]@WiﬁlclﬁiJﬂlliJlﬂﬂﬂTﬂll

@

H H H Y v !
ANUALNNAZTININTNANANUAT UM NATBIR I UBY FedvatinnuiuasluFede

wpavsEnluszaunianelsiuaanadvany lanFeumor 11 luaain v

d' a W u d‘
UsEnovanaalu

Q

o ] Y 1 I [l aA
3. nagnsmsyguiummzngy (Focus) iumsyjaniulinga
minouauoigna luaaia  lagluyuduivzinnmsaaiauvatumninuadiusaiivus

{ o 1 Y ' D) ¥
ﬂl@ﬂlﬂ]@lﬁ@]ﬂ!@ﬂﬁ?hﬁﬂ@gi@@hlﬂ Lm%ﬁ@EJﬂE]‘lJIﬂEJG]ﬁ1ﬂ§’E]‘LIﬂJWQﬂJ@ULﬂIG}ﬂJ@Qﬁuﬁaguﬂﬂ ﬁ]%ﬁ

A @

o A Ao ¥ v A o Y 1w Y { o Y
ﬂ1imu,uumimﬂmmﬂuwmmamuwuwmﬂﬂ“lmmwuuazﬂiaagﬂﬂumamﬁmmmmmi

Q q

L% 1o & Y I Y o 1 oWl = 1 9 ~ 1
llﬂi@f_llliﬁ]'lﬂ]u@@\nﬂuNu']@a'lﬂll@ﬁ'lu'ﬁﬂﬂuuuﬂﬂfﬂi’ﬂgiﬂﬂhlﬂ Llagmﬂg'llliﬂﬂlﬂu"ua\i

U

a a 3 o o v A ¥ a a o
guamseuimaiuvesduesii lignMaulaazdadulagedudiviouins laluszau
&
N
A P} Yy o s ) S Ay v A ya 9
e lianudeandesnunagniszauesansndesmsasemsaula Taeldaum
A a A 1 Y ~ Y a Y o g’/ oA
naziusMINTANULANAINLEZATIAINANUADIN T NN WBIgnm astiulumsduiiuna
4 o a Aa o K 9 4 I Y o o A Y '
gniszaugInausEnIenslgnagninniudiiuianssuniemsadleanuuanaig
. .. 1oy A 1 A Y v . & QA
(Differentiation) JUUUNDITAIUDUAMUAINGNAIABDINIG  (Value Proposition) HINAD N7
Muaue dudazusnsneldszun Total Solution Product& Service Iaeniunis1dusnsn
= [ 1 [ A 1 o 9 1 =} o a k)
ATV Fauananainguasluaaianioglutegiu adwanusauiielunmswanndud
' v o ¥ A Y Ya Y A ~ ' [ IR
saununugna e 1 Iadudaz uSMsNa oA UANDIAEAUABINITVBIGNAT 1A

=\

Y
gaaa Uizezna lumInmunazeen New Product & HVA Tiauas Taelinsauuulnaluns

U Q

WA AUA AU NMIAIN SRIC’s Product & Technology Roadmap AmuLsINanaUUeelady
9
Meuenaiae lUil
=) 1 ] U ti'd a =)
1. #ansgnunnilszmedutazguasszay Tandugumsnan luilssmeaiu

L]

a 9 VoA ) 1 [ Ay
2. Aumnquiiriedsgndadunuanmsseniaanu lindosas



31

] A di! 1A I oA o Y " 9y
3. mummmiﬁam1/1qwuﬁaﬁumﬂqnmmmmumﬂﬂwu%

4. Aumnquilszndandsau
d‘ 1 d' g’/ v aAa Y
ioapuauesneaulasunlasvosamanslutigpiunazeuina Haudwaz

a A 1 1 ] 1 A v o Y dy
UINTTNUANANVINGLLUL !La%ﬂlfﬂﬂﬁ'sﬂﬂulﬂGlLlﬂQllQﬂﬁ'l‘ﬂﬂﬁﬁll‘l/lﬁi'l\iwaﬂ'lulillﬂil'lﬂellu Tu
9
YULIAYINUAITUMIAUTUNIT NTAANITYYLTY (Loss)  IUNNTUADUMTAUTUIIUAIY

N32UIUM3 TPM iipaaduuuaz a3 enuamsa lumsuusiuyelssm

| SRIC’s Product & Technology Roadmap '

2017 - 2020 | 2020 onwards

Magnesite-based products —————————— ———
i Co-develapment profect with SRT

» MgHereynite | » \MgForsterite > Mg-Zirconia
B e e SR .
Alumina-based products Lok eloomentoroject inth ST >
» High Al-composite _— P _—
- Domestic-hased matenial: co velopmen. OfeCt i
Dolomite-based products : s >
Domestic-bazed matenal: co-development profect with SRI -
>

Clinker based products

Driver#2: Cost-saving benefits of maintenances
Gunning/Shotcrete products
¥ Mg-Series  * Al-Series

Driver#3: Growing demands of sustainable products
Recyding-based products
* Mg-Mono Series » Al-Mona Scries
# SK-Series

v

v

>

Insulating products
» Light weight castables » ALSiC Series  » Al-Zr Series

* Insulgtion fiber

Spraying/Coating products >
» emisspro™ Series

> Magnesite-based Tech, Alumina-baed Tech, Hydration resistance Tech, Composite-based Tech )

Breakthrough )

» Dolomite-based Tech

I » Clinker-based Tech
|> Application Technology : LCC &Self leveling Tech 2 Gunning & Pumpable Tech < Coating Tech >

» Recycling Tech )
> Insulating Tech, Foaming Tech and Fabric Tech >
» Casting Tech and Cutting Tech >

» Additive Tech and Nano-material Tech
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4.3.1 MIANPTUNNDAIANNUANAS (Differentiate)

uwumsﬁ’mm New Products ttag HVA
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INATNA 4.1 LAAIDIHUNMTHAUITUAINGN New Product HLNAIUGATINNTIU

9 = a vy 1 A 2 A A 1 It
Y999nA1 TAgNINUNIT00NAUAINGN New Product INNAUNNTWBADUaUDIABUNUNAYNT
o a ) Dy B ] o A v ! v

FEAUFININALAINADINITVDIGAAM NNV Tastdun s W dua lungugnal

= PR 9 1 o a =1 [ A g 9
QﬁﬁWﬁﬂiﬁﬂJ“MN‘U@lmﬂugﬂﬂ”lf‘léjll‘ﬁaﬂ ’Qﬂfﬂ‘ﬁf‘liill‘ﬂi@]ilﬂMlla&’Waﬁﬁuﬂlﬂu@]an“}hﬂuw

A 9 Y v W Y E
LW@ﬁﬁ’NﬂTﬂJﬁ’lM’]ﬁﬂiuﬂ’]ﬁ‘UfJ’]fJﬂﬁ’]ﬂW’]ﬂ@llgﬂﬂ’]ﬁ’]ﬂﬂlﬁﬂllﬂil']ﬂsllu

Launched New Product Plan

Plan T| 2008 | 2009 2010 2011 2012 2013 2014 2015 2016 2017
-'1. Cement & Lime 3 1 3 4 4 3 5 6 7 7
1-01 : Cyclone/Preheater 1 1 4 1 1 2 2 2
1-02 : Rotary Kin 2 1 1 1 2 2 3 2
1-03: Oukt & Burner ) = 1 it - 1 1
1-04 : WHG & Other 1 1 1
105: Lime Kin_ T _aFf LW ™ - 1 FF 1 1
=2 Steel & Foundry > 2 2 1 | 2% 2 2 2 2 2
2-01 : Steel / EAF 2 1 1 1
2-02 : Steel / Ladle 1 | 1 il 1
2-03 : Steel / Tundsh | 1 1 1 1
2-04 : Steel / Reheating Fumace 1 1 1 1
- 3. Pretochemical & Boiler 1 3 e ol 1, 1 i) i 2
3-01 : Petrochem 1 p—— 1 1 1
3-02 : Boiker 1 2 1 il
- 4. Non-Ferrous 1 1 2 1 1 1 1 1 1
4-01 : Al Industry 1 1 2 1 1 1 1
4-02 : Other Non-Ferrous 1 1
- 5. Glass, Incineratorand Others 2 1 1 1 2 1 1 1 1
5-01 : Glss Industry 2 1 1
5-02 : Incinerator 1
5-03 : other industries 1 1 1 1
- 6. Manufacturing Driven 1 1
6-01 : Substitued Mat'l
6-02 : Alternative Process il 1
Grand Total 7 7 8 8 9 9 11 12 13 14
Deted | 2008 | 2009 | 2010 | 2011 | 2012 | 2013 | 2014 | 2015 | 2016 | 2017 |
New Product - Sale Target (MB) 410 373 416 510 517 545 582 625 670 720
2011 base : New Product - Sale Gap (MB) 90 201 345 243 83 =125 -462 -625 -670 =720
2011 base : New Product Sale Result (MB) 500 574 761 753 600 420 120 0 0 0
New Product - Sale Since 2012 (MB) 225 250 270 300 330 360
New Product - Sale Com. Since 2012 (MB) 825 895 865 1,045 | 1,375 | 1,510
Estmate Total New Product (MB) 500 574 761 753 1,425 1,315 985 1,045 1,375 1,510
Estimate Total New Product (%) 18% 23% 27% 27% 29% 30% | 27% i 30% 37% 38%

MNN 4.2 LAAWNUNTNAUT New Product 1ag HVA U0IUTHN
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Total Operational Management - TOM & TPM

Sustainable

Innovative organization
Operation Excellence

POQCDSMEE
Marketin 7qc SRIC Management
tools System
PDCA o ; * PIM
o Nextprocess g &ﬂvools w “CFM
5 iscustomer =2 - 2 DM
) = Statistical L9 «180 9001
§ Pl § Technique E IS0 14001
(] Fact & Data = TPM Techniques :FPS;‘;SO 18001
- *BSC
Standardization Other .opT
Prevention Technique * Role Model
SRICPOWER

L himsoteonognd

General Education and Learning Organization
SCG’s business philosophy

REMARK : Modified from HOUSE of TQM, NORIAKI KANO, since 2013

P{M = Policy Management, CFM = Cross Functional Management, D/M = Daly Management, BSC =
Balanced scorecard, CDT = Can Do Team,

MNA 4.3 LAAITZUVUTHITIANMS TPM
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Material Order quantity| % Value Source
b o] ]
ol g c c ©
= =|> |&|g| || |& £
%.Eggwﬁﬁégggﬁﬁé E'E%-—qu
$IE|0/s|5|825(58|5|E| |5 < 2|8 228520
Ton Acc. |q|0|o|c|E[¢|S|S|x|Z|z|0ln|alnln|ealF 51D
Select= v v v w| x| x| x| x| x| | | | o) 3| | | 7| 7| | 7| 7] 7]
5510251000300  MAGNESITE-1,NEDMAG 4amm s 11%] X X
5510083000041  CALCINED KAOLIN CLAY D00 1% 22%| [x ||
5510042000000  BAUXITE-2,GRADE 67 133m00) 1% 32%)| |x X X
5510253000000  MAGNESITE-3,GRADE 87 go0400) 9% A% X x| |
5510014000000 ALUMINA,SINTERED,SPINEL,MAS 56 1o7050] 6% 49% -
5510256000000 MAGNESITE,DEAD BURNT 98% (CHINA) 0200 8% 571%
5510073000030 CEMENT 30% 13%.00] 5% 62%
5510252000000  MAGNESITE-2,GRADE 9 3500 4% 66%| |x X
5510016000000  ALUMINATABULAR 1060.00] 2%  10% X K ]
5510257000110 MAGNESITE,FUSED,97.5% 17210] 4% T4%]| x [x
5510041200110 BAUXITE 3 4% 78%| |x X
5510251000000 MAGNESITE-1,UBE 98 HD 12000 3% 80% X[ x| x
5510073000000  CEMENT50% 13400 2% B83%| [x[x|x X
5510275000000 MICROSILICA w320 7 85% X
5510073000020  CEMENT,70% 4300 2% B6%| x| [xfx x| X
5510251000410 MAGNESITEA46 105200] 2%  B88%| |[x
5510092000000  CHROME ORE2 104000] 1% 89% x| x
5510025000000 ANDALUSITE K57P g0 1% 90%| [x
5510357200000 SILICON,CARBIDE 95% 20| 1% 91%| [« X
5510377000000 BORRESPERSE,CA (CALCIUM LIGNOSULPHO 7] 1w 92%| |x X
5510012000010 ALUMINA,CALCINED AM21 a0 1% 93% xx] x X
5510161000000 EXTENDOSPHERE 7R 1% 9% %
5510116000000  CLAY,NASARN pA0000) 1% 95% X
d' 1 ey a d‘ o X a (9
NINN 4.4 LlﬁﬂﬁllﬂailﬁqW]_I‘V]’c?ﬂiﬂiﬂuﬁJﬂ%iuﬂﬁWﬁ@’Jﬁﬁmqu
A
Growth Strategies
- Marketing penetration
- Product development
Plﬁerentlatlon CobtNRanEtuD
- SRIC’s prlt’)gi‘_;ﬁ:;c'1 gaptechnology Business strategy - Operation efficiency

- Total solution product & service J SirEtegic partnership

- NPD and HVA development . -
a Plan velopmen Operational Alternat TPM eria
/ - Alternative raw materials
strategy source

- Cross functional operation

a v oA

a o 7 s P v
NNN 4.5 L!ﬁﬂ\‘ﬁgﬂﬂﬂﬁEJVIﬁﬂTﬂsluﬂQﬂﬂillagﬂaEJﬂﬁﬂﬂ Vllﬁ’f]ﬂclslf
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The Revenue and EBITDA The Productivity Strategy
Growth Strategy Improve operating efficiency

Sustainable

business growth Financial
and profitability, improve Perspective
Increase T Operating
Revenue : Efficiency
/' and Margin N V\
/ 4 \
Increase E
Customner : Customer Customer
Satisfaction in E Confidence Perspective

Total product and Through Superio

/ service Solution ' Execution \
1 A : + X

Substituted
Raw

Internal
Perspective

Cross-Sell

Understand

Develop Provide

Customer New the Product Rapid
needs Products Line Materials Response
and HVA
. BTl W/ 5
\ \ / o I/

Increase
Employee

Productivity Learning

Perspective

Build innovative
learning society thru
Cross functional teams

Develop
Employee s
competencies

Align
Personal
Goals
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Strategic Measurements

Strategic Objectives

Indicators
F1 — Increase revenue and margin F1- EBITDA F1 - EBITDA on Sales & 10%
5 F1 - Revenue growth F1 - Revenue Growth = 3%
I8 F2 - Improve productivity for YOY
£ cost reduction F2 - Operation cost F2 - Operation cost reduce < 5%
ic YOY
C1 - Increase Customer Satisfaction C1 - Customer Satisfaction C1 - Customer Satisfaction 2 >70%
. with products & services
E C2 - SRIC brand health check survey
R C2 - SRIC brand health check > >70%
5 through efficient operation survey C1,C2 - Survey every year
I1 - Improve sales ratio of New I1 - %New product and HVA sales I1 - %New product and HVA
products and HVA to total sales revenue sales = >30% on total sales
revenue
B 12 - Use substitution raw materials | 12 - %Substitution material to total 12 - %Substitution material
E raw materials usage = >20% of total annual
Il 13 - Minimize operational losses production
= 13 - Reject rate 13 - %Monthly reject rate @ <1.5%
I3 - OEE rate I3 - %Monthly OEE rate 2 <80%
L1 - Develop employee’s L1 - Employee satisfaction L1 - Employee Satisfaction
competency L1 - Examination after training >3.5 out of total score 5
L1 - Test results = >80%
=]
E L2 - Build innovative learning L2 whiowor Innoyatlve idea from L2 - Innovation idea < >12 ideas
5 society through cross cross functional team per year
= functional team enhancement

MNA 5.2 uaaInsianamsliaauunuauga (Balanced Scorecard)

5.2.1 FAMUMTAIY (Financial Perspective)
[l I d A
LL‘]N’(’]’(’]ﬂLﬂ‘L! 2 NagNnd N
J Y a ' 9 A A '
-nagnsa A (Growth Strategy) dziaiu limsudiuuamsnaia

Z J a 1 J 4 <] @
nalunguaaiadn WU nQURATIMNTINFMUA than naza1y uazveremsviedagni Tl

v
a o

GINYUAAIAGATIHNITUNUTHNT

JUHINIAAIAA 15U gaa1rnssull Tasaliuagnasau
{ J { A [ {a J
Tagldanuidernglussnnnuinnertosnuiagnul Taeniundudngu New Products
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