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THACHAPON SIRIBOONMA : MARKETING STRATEGY STuDY OF
KITCHEN CLEANING PADS : A CASE STUDY OF 3M — THAILAND CO.,LTD.
ADVISOR : ASST. PROF. DR. RACHATA RUNGTRAKULCHAI, 85 PP.

The purposes of this research were to study strategies for selecting strategy
that affect consumer purchasing decisions in buying and to develop strategies for
marketing competition in kitchen cleaning products and increase competitiveness. The
information from primary data which the questionnaires in topic of quality & pricing and
the sample test by consumers. In case of distributors, we were created the trade of
promotion

The results of this research were found Growth Strategy in part of Corporate
Strategy that appropriate. Because the business of floor pads cleaning have different
target. Corporate should to use the market development strategy and marketing
strategy which conform to the organization and branding. That show has strength of the
technology with the product development together. For the Business Strategy should to
use the Differentiation Strategy consist of a Technological Innovation, Quality produce
standards, Brand appearance and Brand Image as to show a given differential.

For the expectations of what the company wants to increase sales. Companies
need more penetration, marketing and strategic clarity. At the same time the Different
marketing strategy should be focus the positioning quality and price. All of the Marketing
Mix should be consistent. Corporate should be use the strategy of product, pricing,
distributors channel and promotion. The goals are increase the market share of the

kitchen cleaning pads.
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Academic Year 2018



naanssNlszne

miﬁwuﬁ“aﬂ'uﬁéﬂL%ﬂ@gﬁmvl,ﬁﬁwmm@m mmatgmq:ﬁua:ﬁﬂamﬂyﬂﬂa
wangee ;ﬁ%’wam‘ﬂmlauqum’tumwn;mmamﬂmum o lanadh

VONTIVVAUNITA M KTILAITATIIE @3, 7702 J9a)ats Tuduenansdn
13017 ﬁiﬁmmngmmu:ﬁ'} @329a3un L haniagdazidgauazlwuwiaaniin
Urzlomiad989 anananluniadlalun1sinnsdnerduwainagiuaniad 320M9 @389
LN UAZHTIBAEANIE @ Suods Woana Anyaniudu demunsiumiuas
NITNMITIUNITFAUFTRN T LA TITE S'Juﬁaﬂmﬁmsﬁ%&'ngmu‘%migiﬁaumﬂ'msﬁ@ f
ldnoandionaaimanyi Wawsaiisniadie g sndszgndldlunisdnsasai ng
AAnsIvanuauwIzgunnviwluetagan m Tanai

VONTIUVBLUNILADH AhWe okl ATALAI? ﬁl,ﬂuﬁwé'ﬂalﬁmiaﬁfuagu WA

d{ =3 d' v g: A d' vV o e
PoufILNa® g TINTINY hea g TuswFounnauilalimalausuainasaaszoziiaily
MINENIANUT LU

°11a°11auqmwﬁfmmnﬂﬁ’mﬁlﬁmﬂaUmﬁa’l,umsﬁﬂ‘mmiﬁ'@ﬁ’mﬁ%’ﬂuﬂ%ﬁﬁ

33 % v d' %3 a a % % = ‘dl 1 d' % 1 A
NI TR IR A AT N8 e amuumﬂiuiaﬂ"lmmyﬂqu AlalRainusiomaanilag
ARDA
v & R v A A ¢ o & I & o )
q@]mwmagﬂnmmmﬂuamomm gInwntatunazidulszlosidnsu

vinufiaulatiasin il lunsysen aummj’l,uamw

DUWA ALY



LTI O DIV Y IV oo e

LNA@UDN VI VDTN ©.voeeeeeeeeeeeeeeseeeeeeeeseseesseseeseesseeeeeseeseeseeseseseeseeseeeese e eeeeseereseeseeees

neanIINUszne

AL UNVREADIUEVOTY oot

LLuﬂﬁmawamLLa:LLmMmaa;ju%Inﬂ fmivgdninlihanuszena

o @ Aa £ 6
mmmmyLLamaﬂimumaaﬂmuwmm@“nu‘luamm ...................................

?@qﬂs:aaﬁ"naamﬁgﬂ .................................................................................

U LB O AT VDE T TU e

YDULYAUDITV TV et e s s eee e e,

AU TAN VLRI VTN oot

TR Lk AT i T

AT o LG e T o Lol a1 i U5 T L PP

a A Aav A 4 ¥
2 BIWIAG NT) L) WRSITWITDEVILN VBN ...

ﬁagmﬁaa@”wﬁmﬁ’uu’%ﬁw ...........................................................................

WHIAA NOBY WRZITUITETNLITB oo

MIVANIILTING EJ‘YI‘E .....................................................................................

WIAAUAZNA BN INUFIUNRENTIITARNI cecerrrrooiiinniensnsssie i

ao 44 v
SV B 0 e PP

3 ’3‘%‘ﬂ13@‘hLﬁummamamﬁLmﬁ:ﬁﬁaga .............................................................

NNTEL AT TEAZHANITIATIZATDUD oo

u



#1307 (61D)

unl Wi
4 syl afdnena L AT DURIDULIE .ttt se e eee s es e eee s eeeeean 72
Uz uamun T ainagNSIUTII oo 72
mayddszananamsiog mwm:mumié’f@mn%ﬂag‘nﬁ’ ...................... 72
FYUUAZOAUTIBINS oo 74

BT KLk LN LR R R L7105 2 T OO 75

UE5 11| T . S . Y- SRS .................... 76
D % % . Ty @ 79
AVANBIN N BULFOUD I ceoeeeeeeeeeeeeeeeeeeeesessesseseesessesssee st eneeseseeseeseeneeeen. 80

MARNUIN 2. iagmw%aé’umuﬁmmﬂﬁy‘mm‘luﬂizmﬂvlm .................. 83

= a

U3z AanLd oo, A TREET . e v 85



AT Wi
1 N ITRLAETEHZ IR TR UIEIIIE ¢ vvreerereeeeeee et eeeeseees 5
2 syuvusaunwanuNswelamslinuunulodannvasumatly 45
3 WREUNEUMTUATIZRGUDS (COMPELOr ANGIYSIS).........oveeveeeeeeeeeeeeeeereeeeeeene 68
4 MTIATILR Digital S T OO 69
5 TuTasunuiiw

alu
R



~ e

© 0O N OO o b~ DN

-
o

15

16
17
18
19

20
21
22
23
24
25
26

2

a3 3

wi
NENATI WA TFULTUALTEN BM oo 7
HAAAWAUAT JBDAT-ILTR ANARIUNAINDTL oo, 7
TULAaLTINAaY 5 ﬂi:miﬁnnmﬂm\a“ﬁ'ﬂuq@m%ﬂﬁw (Five Forces Model)..... 12
LASDIR VDT TOWS MAIIX oo 14
nsswMINMIaaawlade 5 {izu@amaaﬁuﬂnﬂﬂamaas‘ .................................. 15
AWIN T IR TAATWITOUNG oo 18
NIDUNTEYUBI S-R THEOTY....oooeeeeierieieeei s ssesss s 20
3‘]_]LLUUﬂ’]i’J’N@T’]LL%ﬂdmadNa@ﬁm‘ﬁ .................................................................... 40
AR (Ko r Al B L TR TS TS e OO 44
Five FOrCE MOEI ... e e et e e e e e e eeennnnnn 49
MINATIERIDIUAITUNIINITARA (SWOT ANGIYSIS)..oovreereereeerersiererenesenerenss 52
ANVTILATIZR TOWS MAIFIX oo e sseseeeeesseeesese e seeeeeaneeessanesenanenes 53
YAANNNNIANANI AN U UNTAINANNREAIAT I e 54

;&a@hmﬁa-mw LLN'%"LEI?‘:I’@]‘Y%’]W]’INQZB’]@ LN Commercial Solution Division
WBI BM-TRANANG ... 55

Market Share ﬂ@u%uﬁm&iulm%ﬁmamazmm LN Commercial Solution

Division W83 3M-Thailand .............oooiiiiiiiiiiiiiiiiiieeeeeeeeeeeeeeeeeeeeeeeeeeeee e, 56
Concept Umbrella Brand..............ooiiiiiiiiiie ettt 57
NTINGUAUITUAN luﬁ’;umaommuazqmmw ................................................ 59
Packaging of 3M SCOtCh-BIite .........ccccoiiiiiiiiiiiiii e 60
msaaldsTaudi HAAAMHINETINANEZ A 3M NAWNZUIUWIA 3.8L

OGS 3M Scotch-Brite AALWAINWAINDTIL oo 60
MI3aLANILTY 3M Scotch-Brite ANLAREANAINEITIL .o ciee 61
gnBan131E91u 3M Scotch-Brite wninasunaanasly lusaoawlard ... 62
3% Ambient TWNFRURADETT .o.cccccccccceeeeverereeeeeceeeeeseessisssssssesss e 62
MIIAYD LT LT R R e L T YT TR 62
MIIAYD TwmIUss @R HE 3M Scotch-Brite WARSNNEINNASTY 1ooooroeoe 63
NIIZL DN ITTATIIATE . oereeeereeeereeeerseeerseseseseesenesaeseeessessesesesessssesssessbeseseesseseneens 63
WAAAIL 96 HEX Scotch-Brite afaaed-1u36 ANARONNAINDSIL ooovvooooo 64



27

28
29
30
31

a1 (aa)

Wi

¥ . v [ 6 A = o ' %

A31% 96 HEX Scotch —Brite #fadd- lUIH WNLARDUNRINDIIU AUuHUloYa
S 1L o ISR 64

o & i & & & A o
U ULLIL 96 HEX Scotch-Brite afiaad-lusd nnindsunainasly..... 65
NRAAWITLLTUG Poly-Brite WHulolagadlseain uazkaslanlaauaniag....... 66
NEUHRAN DATILLTUG SMAMER ... 66
' a o & & . ' o & o o

NRUNAAAUHULTUG Besico unulodasaitlizad uazasdandoauaulag..... 67



UNN 1

UNWI

anatilwauazanugIa

mimja"ﬁ'umaﬁqiﬁ'waa?mﬁ’nmzﬂ’ﬁu%m{luqﬂﬁa'«gﬁuﬁfmﬁﬁmﬂm%’uﬁgduﬂﬂ
suflasaniasananedin aftsdroanuiniimamalulsd wianssufinuadonu
luﬁﬁmﬂizﬁﬁumﬂ%ﬂ@ﬂﬁ"l&ijéh mmﬁaamwmQu%Inﬂﬁsﬁu%auLLa:ﬁmmLﬁn:ao
UN % e lavananunsmnraezduuy Nufigdszneumanihlnidviagua
ﬁqﬁﬁumwﬁm%uﬁﬂLﬁﬂg&@laﬁml,ﬁu%uaai"m@ial,ﬁaaﬁa ﬂ%%ﬂ’]ﬂ"ﬁﬂaﬂqﬂfﬁmﬁmmLL°11'0°1°J'u
Iumm:ﬂéwjﬂﬂnmﬂmmﬂEl'amﬁvﬁawqaﬂ‘ssumitﬁaﬂ'ﬁ%aé’@%u‘lafgaﬁuﬁ'}El'am"l,&i
Waswulas ﬁuﬁaiagaudmamu a:fumagsﬁﬁoﬁaaﬂ%’uﬂaqﬂﬁmamsmm@ %38
Indangduiinanalng Pl auananoNWIIRARINAT UAGDIFNAENTONIENE
DU

liiuudnsfadudneluaiaGen lafinsldnagnianaw 9 vasdataseanu
LT ﬂaq%ﬁmdéﬁu‘nm Lﬁaajmi’aﬁ%maummdmummmamiﬁmﬂﬁq@ URZRINY
Mlslwurnsfiazaseaies ﬁ?uﬁam’mﬁﬂmUﬁqmmﬁfﬂmmmm fazvinodnelsliaudn
maaéffsLaammmlﬁgﬁﬂmﬁummﬁwl% wiowaalumadennitslunsidandals

nndoya aannadulassiveinguguilnalulszandlng dasuudazdszann
Tug97) 2561-2566 n&hadﬂumjmaaaé’am’%m%’w5 ﬂﬁjaﬂ:iaLLﬁuLLa:ﬂ@;&J%mmmi F
ulaadafisosas 4.5-5 uazfirdwanluil 2559 nNyadinIaaalulszindlngas
ﬂfoj:uNﬁ@ﬁmeﬁqﬂﬂmiﬁwmma:m@ﬁEa@h 2,000-2,500 81%LIN ﬁmm:n@;maawﬁmﬁmﬁ
anuszanasasnfaainiona: 1.4 wialszanm 28-35 auun euinsteuled
Wndln AumIwgdnTsumalaswulas n115\1miwﬂa°f1'um<1ﬁqiﬁaﬁﬁm{@miuﬁﬁuaﬁﬂ
INAWNR AN T UBI8IANT AARUN U Lﬁuyammaowﬁmﬁmﬁuauﬂuﬁm@ia‘éunaﬁau
F9NaIfnIVeI 3M AEwMIITouas WA awAanidasaalunianssuaaInaas pein
dndnanlulszindalnedendadmsilodarnanuszena sfaad luse wniwasuwasnasly
(96 HEX Scotch-Brite) Mwyinyasiminaaludszinalnavaingunianmsiadnanivi
AMUFZDNANYAA 2,000-2,500 FuLIN aananFadmsigUnInlienuazaiatiulull
2559 aaATINANAsT 2,400-2,500 amumneall wiseaniuinanuazaneluasnindoss:
57.5 Fnanuazanaiusasas 35.6 ¥anuazaainRlownlsasdsasas 3.5 Hinaanu

§2019N32INIBLAE 2 YnANWEzDIAATITaR: 1.4 (Aaduyadn 35 dun) uazluamna



{ a a' J v a s a g £ o a
mMamIninazdulaiuIwsauas 3 MEUNNILEN AT FIRTTUNTWE LA &N
LLazﬁa%imﬁy

U cl' ' % U A @ K d' d' = d'd i a > 6

domananinamindidn fRLTsaulifiwsiadnmminaafiinadond an

FUAULHWLETAVINANNRZ 1A AT RO U LTATINANRZ DN FNOAT LUTH WNLAR S
[ r { oo = o

waanasly (96 HEX Scotch-Brite) tialw leayadadlulslomilunanunuiannnagns

nIaaada bl

v %) Y A ) % 6 o -
umfumammﬂLLazLmeuuwaagusTnﬂ dmiuglnsabinanaazanaiizen
e oA Q v g & A A v A
wanIsdlnd an1Ivinanuszanaliin ﬂi:TﬁﬂuﬂoLﬂuq@uumamummau
il v T - y
nndszian nanguihwnane HWLALTUFIRREIVAINITRILRINAITARNG LAFINADINNT
o @ v K 1 vV & 1 = 1 d' = dp.{' a %™ ,&’
iuguammm@uLﬂmmsl"lmﬂuamm FAIBAHINIINNIUNA LA E NN &I NN L1
a dq’ o v 1 & [ d a
9917 18edwsdszlosdlinuaasnnisudna g iuadrann Sslunszuaunsnie
2839UnI0liNANAZaA AN TEITIYNAILAN AIRUAIATINAR lAYuALNIT
ﬁ'@umauﬁﬂﬁﬁQmmwﬁuaﬁﬂmw%wﬁ'uLﬂuﬁmfﬁamﬂﬁau Lﬁaa‘s”'ml,mzl,a%uyammaa
a 2 £ 1 = a =y
A e aeNI T ANTNA
mwmm&a@hmma’mluﬂi:mﬂvlﬂwaaﬂéjma@ﬁmeﬁqﬂmfﬁﬁwmmazm@ﬁ
yafi1 2,000-2,500 SULIN mm@wamﬁmﬁqﬂmfﬁﬁﬂmma:mmﬁmlu’ﬂ 2559 @a1AI7M
ﬁgaﬂ"] 2400-2,500 s wuInegail wivaaniidurinanuszanaluiadinsasay 57.5 vin
ANNURZANANWIDYAT 35.6 YINANNFZNANWAIBLWNUILRIATOURE 3.5 INANURZAA
NI2ANTOURL 2 KIANURZAN1AAIITOLRY 1.4 (amﬂu;&a@h 35  AWLIN) uazluauna
{ Aa A £ o a [ a o (% o @
amanIninaztaulaiudwiauas 3 INLUINNNIILANLaVDI0FIRITUNING L1 &N
A o o o TS Ao a g A 4 0 A
Lazfiagandy aa@ﬂammmqwEuﬂmqummsumsmaﬂLﬂaﬂu"l,ﬂ nannAe
. ’ﬁuﬁﬁﬁauadmméfaamsmuyﬂﬂa LLazﬂizaumsrﬁﬁ]xLaUIW%ﬁq@u’ﬁu a3
[ U 1 d' d' a 1 ' = A d'ly a %
JUUTEmMWaI®IInanine n1IradNgNanIWNRauntawla 1auiinisiiandafuen
NUNINNUEIE
- anlnalAanudIAYN LIS TITIA T WA LA NI D UL LURUULLTUS Lol
o & ~ ' A < Aa o o v A 0
ARAALIAN ﬂ’lLLUS%@NSWH‘Y]QT’]T’]’J’]%EE]&IElﬁJIiJiI&l‘ﬁ%Y]@ﬂ’J’]l%W’JﬂLT’] mlﬁgsm}mm
asdasimnlinnuimdyiunmshalusudainaianiaansdnwnguiimang
o o e a £ ' ' Al & . «
- myvansltreslulanaanlasiniiuinatisdaiad wazidunnine Lailaue
wzgng denunulasanazdesiuldauresauladauniguilnadis
A A A A v a A A A Ao 0
- anuTanaswly fa ;duﬂnﬂLﬂaﬂumﬂmsmaimwm WWasin NIuaneda
d YV g =y =) v =) [ é
mv%a;dmuaammLmumanmﬂﬁu@uﬂm NIWISUU Chat-Bot  TIRINITORAVDIN

v

magavl,ﬁasmﬁﬁau 30950010 DL INIAAMINEUA L6 LLaz%'uﬂizﬁ'uqmmw



Wﬂaﬂiiu%U%Iﬂﬂlui!ﬂﬁdﬂ’]ﬂﬂaEluLLﬂa\‘lE]EJ'WGS’J@L%’J LWiﬂzﬂtﬁuLLudﬂﬂdﬂﬁi
A & & v o R v oA a o A @ [ & &
LR aﬂﬂaq‘ﬂﬁ‘ﬂq\‘]ﬂ’]i@]a’]@ﬂ@laﬂﬂiﬂﬂ\‘]ﬂ@‘ufﬂlﬂi‘[ﬂﬂ VWSO LINUNIINDRIIA ﬂ\‘]@]i\‘]ﬂ"]_lvl)ﬂw avL(ﬂa

Y Aa v ‘31
“llElx‘iEﬂiJiI.ﬂﬂIﬁ&ﬂﬂﬂ.lu

mwéi'lﬁzyu,azwan'iz‘neu“uaaﬂmumﬁl,ﬁﬂﬁu‘luaaﬁm

nunswes 3M -Thailand da9igaau1auInnin 10,000 wHulull 2561 Jaac
madulafesar 5 uazanisaulalugsfisgunsalvinanuazenaluniaten Ina
Usznaumsfiaegnssatiias

mstiaganINadasanfas N I aAugsuss uazwinomslumaiaue
NAAN AT Eﬂﬁaﬁaaﬂﬁ’i'ﬁ‘LLa:naq‘nﬁ(mammm@ LﬁaaﬁnﬂﬁuﬁﬂﬁﬁﬁLﬁmﬁﬂ'\ivl,mﬂuﬁ%'uj
2835U31na GaininudosnsfnEaaafinadanan s awTLHLl T a1
granaluasa ialiuuimosiaiunuinniing wiawinswlunsiigaawny wanuSen
lilwanuidniudmunuiiming axvliuisniivaamefiaaasuasdiimlsfiaaas S9as
rlduismaydoanasansalunisudsdulunisviigfa uazazildwinougn e
Aaslalunsfinemw Geasdanansznuaaunwnluu3En é’aﬁ?uu%ﬁ'ﬂ%aﬁaaﬁ@mﬂaqwﬁ

ga9m<lnd g lumainugaaelAnLLTEN

I091szaIARaIN13IY
d' =4 p.l'd 1 a o €A v ] a o %%
1. INBANBINIARIANTNAGANEA N A FUA LR LETATINANNFZ 10 114032
2. LﬁaLauaLLu:LmeaLLazﬁmu@ﬂaqwﬁiﬁmﬁuﬂa@mwaaﬁuﬁﬂLLN%IU‘?']’WTW

AMNEZAA LA

¢ Al

dselaminaininezlasuy

1. LﬁaLflw,l,mmaﬁmu@ﬂaqwfmamimmmaaﬂéwauﬁ’n,ﬂ%aaﬂ%"a LRz
ﬂéjwﬁqiﬁﬁ]'ﬁ FNTULSEN 3M uazdunuimrhsluamaadaly

2. ialdeunuimiing ﬂ@l&ﬁ’mﬁ’rswziaU"L@TmmmLﬁﬂﬁaua:mauauaamm
ﬁaan’ﬁmaa;ju‘ﬂmlﬁmﬂﬁq@

3. [NAsUWIAG ANNEIATL NANNIT i”'u@aummwLmuﬂaqm‘mmﬂoﬂ'uma
MInaNa wazmstaanldiaiosiiamressmenisaaiavesnaanmurwlggarnan

512819



YaULYAVDIIIWIVY
A o 2o o & & A A o A A = =< o
gpfazlvl,@m%umamwmumam VN3 TIRIII N aNZAN D998
a o Aa 0 o A A A v @ A Av @
NINNINNNG UASRILIAF NN TNARANIAARWIALRaNFUAT auINITIwn13I98 dauils
a3z laun 1a9uN19NIINAIANNATMNIAN T 3101 TAINIINITIIRUILURZNIIRILETH
TosTasu aauilsens laun naqwﬁﬁ‘lﬂumsé’@ﬁﬂaﬂ’mﬁan%a%uﬁﬂuﬁmﬂmmwmaa

NRAA W LRZIIAN

THADWMSANBIUALNITANRWI
;j?mm"l,ﬁl,ma{?umaumiﬁm«nLLa:msﬁnﬁumsaamﬂu 4 Tuaau Gait
1. NUNIWITIUNTIH A%AT TILTINLBNENT UazWITB6na g Tiipatas
2. ANZANINIINNILATEND LLa:ﬂaéTmeIammmzqﬂaﬁﬂﬁﬁwam:ﬂu
@073N90287T SWOT Analysis uaz TOWS Matrix
3. @nwmdun1Inana ndeyandoniuazlguni waznsamaluFoseula

4. ﬁ?l] W ﬂﬂ?iﬁﬂ WIURZTDLRUD LLuz’ﬂﬁﬂﬂﬁiﬁﬂ 31

RUNNANTLANTE
oV ¢ ¢ a o =2 A o & o o
1. @NDAB-1UIE RNLRALNNAILNDIIY NUNUDI NRAA LNl aTarina
Aa a Y 2 & Aaa a9 & A A A & A o

szonafiliynsannmdsy dwalbaiumdodndwiunamaslifansai

2. WHWlaTa BaNsn i’@q@ulum‘sﬁﬂmwwazmﬂﬁuﬁmﬂmﬁ@ widenNlszan

a A Ao I o = a

Y FIRNUIN TaRanH szt wLdw by Tt

3. @AIUNBINKRWIY KUILDI AIUNUIIRUILN LATUNITUAIAINLTEN 3M-
Thailand IRUNINRUIRIBLNURABNFWA 3M @ia”lﬂﬂ'\igﬂﬁwmmiaﬂ

[y 1 @ ' P

4. anaanagagy RANB ﬂ@;ﬂJﬂﬂﬂ’]i’]SlEJE’JUﬂ%ﬂauﬁ’ﬁnﬂéﬁLLY]%’%]O’I%‘I/L’]EI%%@‘T’]

2

(K2
1 v

¢ ¢ @ a (Y a o
5. Iﬁl‘].lﬂi&l'l‘il,ﬂ(ﬂ V\lnﬁlﬁﬂ ﬂﬂ@Jﬂﬂﬂqﬁ%ﬂﬁ%ﬂ']vlﬂlﬁu%')@]ﬂiz"ﬂq?uﬂi']')ﬂz

o
=

&
a A

A ;ﬂl o 1 1 1 ~ o
1N g wIaLia lUsnineda 1w ulalas Ond wazinaln lads

o Y = ' v AL A o a v Aa 0o o .
6. ﬁ"l\‘]aiiwa%ﬂq RN ﬂqwaﬂﬂ’m‘ﬁaauﬂ’lLLazauﬂ’llu”ﬁ’J@]ﬂizﬁn’m LD

3
Tops Supermarket

7. Fawazaande wunui ﬂ&ngﬂﬁwﬁﬁaamim’lwa:mﬂi’mL%l LLa:agjlu
T9LI819NA LT 7-Eleven, Family Mart

8. ﬂair!‘nﬁg‘i/l']ﬂﬂ’liﬂa'lﬂ PIaHhK! ﬂaqﬂfﬁLﬁmﬁadﬁudauﬂs:aumammm@

Lﬁaa%amﬁuﬁm AIRUA



9. avudnilszaun19N1IAaIA nu1LD9 LaTaslanlTluwnsUseaudszan
d di v a a a (2 a s 6 1
N4 NNIaana Taiialiiiang@nssunisuslnadszney lude naanmsisnan sad
NINTIATIRUNE LRZNSFILFINNIIVNE
10. 4BINIINITIAVINRUIY RUIUDI HLe FDIWN NAI VAIRDIWNNIIRUNY
FUM
11. wyaluslazw (Trade Promotion) %o ﬂ’]idﬂ&%&lmimwi@mpg
WaAIAUNANY INIOLLTUHUSEN 3M ﬂi:mﬂvl,mvl,@i”l,wiaﬁau%ﬁwgLﬁmﬁuumuﬂuﬁumu
mmlum{ﬁﬁ@@,ﬁ@ é’aﬁfugﬂﬁﬁﬁagmﬂ‘lumﬁ'\‘mi’@ﬁfufﬂﬂ&immm%a%uﬁﬁmn
3M 1auATIRTEIUAUN
12. NITAILAINNITARIA RUYDI mi%amilﬂaa%ﬂamﬁujmaaw?mﬁ'msﬁ
o > @ 6 a o £ =3 v A A d‘r
ANTWUTIN LLazmsﬂs:mauwuﬁwa@mmsﬂ@mjmm JDINIIREIRAaL N alin T
NAG N AT 1494
6 1 =® a @ A Aa o &a oA o
13. WUSWALS (Umbrella Brand) #1899 fudiniandanmmnaannielana
A A A X < A o ~ A o Aa o A
W87 LANAMNRAINRANY NIDELTY Scotch-Brite 1 nERanihewaIUIEn 3M AFuA1Aa
wHnlararinanusgzane #0lulasnwas dnena19anu Wuwdn
I . =2 ¢ £ Ao
14. NM132L8ULTHA (Brand Extension) wansy nagninileninnnaaas

' a 6

UINAWULTBALAN WAzIANLSZINNVINRAN 4 sl (Product Category) LT 3M LiNal

Ll
|

1iJ1 3M Car Film
LLN%\?'\%LLQZ‘S&HZL?Q'\?’]']S@%'\Lﬁ%\‘l'\%

N3N 1 UABITBLAZIZEZLIANNIA LRI

R W. . 2561
nanaa

N.A. | NN | NA. | We. | W, | 8.8 | D | §a. | 0.

1. LOTUNINWANILHD

2. Lﬁuﬁaga mm'sm‘fagamﬂlu

(3
AN

3. Pre-Survey

4. \iuTeyaaIN Market Testing

a 6 v
B, AAMTRVBAR

6. aAUTBNANIANEN




UNN 2
a =) a o d' n: U
LLAHIARA ‘Ylf]fisl'g ULAagINWwIIILNLNEIVDI

[ P g v A o A o
DYALLDIAWLNYINVUIBN

3M :Minnesota Mining and Manufacturing Company ﬁuﬁ%ﬁ@agjﬁ Maplewood
w A a a v d' 1 g: 3’ | a a e a a 0‘/ a
igwquﬁnm MNUTENNAansdwiul 1902 ﬂﬂquuuswwuwum’m 88,000 nalan wazd
Tl1l5@n¥inin 60,000 THa b 3M Thailand AFWAIF1AUNLNT 6,000 THa Usznavudly 6

DINANRANTUH loun

Consumer and Office Business

. ﬂ@iuwﬁmﬁmsﬁauﬁﬁﬂi:mﬂ unwlode, drlulaslwiwes, qﬂmnif,%wﬁfmmh
aana qﬂmrﬁﬁlﬁj’msluﬂm, nauilasnuin uaziggaaaTzi

Display and Graphic Business

| A o ea v Al e & Al Aale A 0
-ﬂquwamnmmaumﬂimm\lamnsJ'Lm, WaNe1013,  WANLNDNITANLE

WWasiiaas Aauiva luenn waswautsng

Electro and Communication Business

1 a a A 2 LY dl' >3 =3 s
. ﬂguwa@mmmaumﬂizmﬂwm, NIRRT AZNITIALNUNRIINW

Health Care Business

. ﬂ@:uwﬁ@ﬁméﬁﬁuﬁﬂﬂmﬂwLﬂ%aaﬁaLLW‘mj‘, FuUsznnarazauanvlasans

1181113 LazRUABLANNTARNF WA TUNNE

Industrial and Transportation Business

« NEUHA AN UM AU LTNNTNEaT, ANNURaANBLUN BIDUM, ﬁuﬁﬂq ARANTIY,

LAIDINTAIUN LAZLATAINTBIANNNA

Safety, Security and Protection Service Business

9 ﬂq':uNamﬁmsﬁauﬁﬂﬂs:mwm’mﬂaa@ﬁmta:ﬂaaﬁuquﬂﬂa, 21ANIFOTUT

VI RUNNNN RUINRINY INUNKER wsué’m’!u NROA WU NI ANUEZANG



Fudnovuaues sM  lewamnaudmdumeldumaatasannalulaunge
V‘iﬂﬁgﬂuslf%ﬁmﬂizﬁ‘iﬁu"lﬁdﬁu%u@nuﬂawnﬂ 3M Science Applied to Life

§ 13U 3M Thailand naasadnadunens Weiudl 1 woedneu 2551 1aana
SvineauduInde sfaad-luse  (Scotch-Brite) ludl 2505 Geiuinilunaadmaiusn
289 3M ’Lu”l‘nmLLazLﬂu%ﬁﬂuqﬂmrﬁ"ﬁaﬂluﬂﬂsﬁwmma:m@@jﬂ%‘aﬁvlﬁ%uwamu‘{uﬁ'a
maagﬂLLmJLLN%IEJ%’@%L%’JW%’Q;JW@&&W faunfiwasringu afaadind (Scotch Tapes)

]
o o =4

v & a . Aa & e‘dy ) a ' ]
ﬂit@ﬂﬁﬂlu@&lﬂ’]’) I‘Wﬂ@l-a‘ﬂ (Post-it) ﬂNjW%ZLﬂ%QﬂﬂiM“ﬁuﬁﬁﬂm NRAUNITWLLARSLLIA

[

Ao a

v a ¥ ' ea v ¥ P ' &) a v & o
@]ﬂ\‘iﬁJvL'ﬂ"INW% ﬂi}&JLL‘U?%(ﬂﬁuﬂ’].ﬂﬁﬂl@l 3M 'ﬂElﬂﬂg@]ﬂ']@]’%ulﬂuﬂi‘ﬂﬂLLE‘]EﬁLiUﬂﬁ%ﬂW%WﬂU

U

> 6 o U 1
AN mgﬂmuma

gﬂﬁ 1 ﬂéqiumﬁ?mﬁ’]mUlﬁLLusuﬁu%ﬁw 3M

YD NALLAIARNEINURWA

A A o  ea  w & & & = [
E]JV] 2 NAANTUNRWAN ﬁﬂa@]‘ﬁ-vlalﬁ(ﬂ VﬁﬂLﬁaﬂ&]Wﬂ@LV]aﬂﬂ

23 6 6 dl [ Y A &' [ % .=|' 1 A
8Maa5- U3 wnauunaImnasly lanaatwundrauwianssulnd lmwilawlas
A 1 =} =1 A o tg‘
wia Wifilannilon Hamanddasii
- sUNTIRNIRRLY avlﬁnﬁLﬁaﬂﬁ%'unﬁT@ﬁamaopﬂ% T ANRINIIDIDIATIL
aﬂﬂiﬂ"l@?mﬂﬂ’hgﬂmaﬁmﬁw
0 o A oA = = o AaA o o
» winletadinies dwdulodandqunings nunw ldnulaunanu
A o o A o & & & A A g [ °
« NYaRNWUUN 1T le 2 uuuy AadurNaad-1UT6 FALIURVIZFIATY ¥in
ANMNEZAIAN b
= LA P . A a i v o o = £
o WausnaanuuunsuinlayauawagdEw Tralwvinanuazaia ldiasian

NLaN ganganuanUInduis AUl ﬂi’]ﬂvl,%ﬁ@@ﬂ’]‘ﬁuz‘ﬁﬁ’]ﬂ’)’]&lﬁtaﬁ@]F;I’]ﬂ



« anuazaNadng auanlInlldgawnauuGasnaag- ke

+ Packaging l6d loitliaieay @il

A A [y

WWIAA NOB HAITWIFLNLNLIVDI

2
wa o

TumsdinuIsuassiiie ldmusuenas wnfa noujuaznuissningda

2

Fslilunmsfinmnessiidsznaudasumwifang g aoil
1. NMITANMATINAYNS
- nJMIIeMRIANTI 9aden lamauazglaIin (SWOT Analysis)
- ‘Ylt]‘btijmﬁLﬂ‘ﬁ:ﬁLLﬂd“ﬂ'umﬂi%g@lm%ﬂﬁw (Five Forces Model)
- TOWS Matrix

2. WAAUITNIBNLINLAUNIYNTNNTANG

noengINUMIaaFulade

MINATNEANYFNITY ;ju’%lm

Trade Promotion, Umbrella Brand Li8% Brand Extension

FINUIZRUNIINIONA (4P)
fBUTTRUNINMIAAANUANA1AS (STP) uaziasasialumsaadnlal

MINIFUAUINEAA DN Positioning Map

3. NWILNLNLITDI

N13AANIILBING E!‘Ylf‘f

NRBANTIATITAINLTI 208an lanmauazalsssa (SWOT Analysis)

WANMIEALVEI SWOT AREMIAATIZALAIMIFITINNNEMWMIAL 2 d % fa
gnMwMsaiAn e lulazgMWNTalNNg%aN A9IRKNTIATIZR SWOT a3enlainduns
a & & | I A A = A & = i A vy
AeTzdan WnIol (Situation Analysis) Tailun1siiaziyauds 9adeu tNaliiauias
(3137) FINFNINUIATDN (3127) TALI LLazﬁLmn:ﬂama-qﬂaﬁﬂ ANIIATZRT Y
199 NamouanuazmMeluasdng Sezhelidiinsesesdnimnuiimadfsutaseig

D.

a v

p e B2 dven X 5 4 ¥
AAAVBNIIWANAIANT NIFIN baLAaTBLAILazL W lbunI Tl Rouudasluamwiae 320N
Nﬂﬂi:“fm‘lla\‘m’lﬂﬂﬁEluLLllﬂ\‘ima"lﬁﬁflGiaadﬁﬂii;‘iﬁ’i] LL&:&;@LL%@ 9080% UATAINY

U 1 d' 6 = 1 né U 1 J I 6 1 1 o
FNNINEUA1I Y NasdnIdat quaaq\}ammmuﬂuﬂsﬂwuamamnmamimvm@
ARONAN miﬁmu@ﬂaqwﬂm:mseﬁﬁLﬁummaqﬂfmaqaaﬁﬂﬁ:é’uaaﬁmﬁmm:au
da bl



aInIznauvay SWOT

a 6 ~ & a =4 v A =) = a Qs 6
1. myAeNehRgauds (Strengths) LumsRsandsaanIagaudvaingan
Wuwnitaziannaninuasaunaluaasusene
a 6 1 & a =S L% a A ]
2. myenziandan (Weaknesses) Lilunsfiansanisdaiaaniogadenyad
NAAAAN LUWATILATIZHANNRATNLIARaNAN Y U aILTENY
3. MIIATLAlana (Opportunities) LR sandada lailsounse Tass
Adad s lALALTENY TN A TIZRINNRNINIIAR D UALWANTDILTHNY
4. mYlATigdasIn (Threats) umsnasanisadnnia iWumsianeian

RNTNLIARANANYHONYDILTENY

NRYNTAIN SWOT wiidbatiln 4 Uszian Aa

1. NAYNSLANANEAIN (Strategy to Increase Potential) S+O 1F1szluntainga
LL‘ﬁG“?IﬁE]%] wazgnIwlanigNidasiuly tnuananInlwnIIvwsasuSEny thaLdu

U‘%mmuazqmmwmﬂﬁg\‘aﬂ gatvinNazdlw bl

o

%

2. nagNiNIETnAGunu (Strategy to Build Security) S+T liszlaziainga

=

LLﬁoﬁﬁaglﬁﬁﬂszaw%mwmﬂﬂq@ Lﬁamswnwaﬂs:ﬂumﬂamwmaﬁawﬁLﬂuqﬂaﬁﬂm’a
M ulraatasas

2 ﬂaqmﬁ‘idﬁ@uuﬂ (Strategy to Accelerate Development) W+O l51szlaait
nanwlanmaLazaNNIIns auil a1 adaninsminiasnanawA B wa Ik
inansiuds Lﬂ'&immmmmﬂu%mmmﬁﬁﬁg@éamaiﬁmﬂmag

4. NagNSUTIND@ (Strategy to Solve the Crisis) W+T lFszlomiainanin
Tomafitare LLa:q@éamam‘%ﬂ'ﬂ%ﬁﬁag WENPIABNG AL 9 LazdSUTEUUNING

@ 4 a o~ , o @ I\ B G
1‘1&@]']0’%’]?’]“%1&] L‘W8%’]“(]’1\‘1E’JQiaﬂl'ﬁl@]ﬂﬂUl@]ﬁfﬁ‘wLLQ@G@&IV]VL&ILE’JQE]’]%’JU

Paaund SWOT

1. 1Y I UENIZ LI AR ULAZR DI WNINT DI DIANT LA UL WANSATNLAZAITN
w%awﬁaaﬁmﬁagjuazwmmwﬁmﬁmﬁ'ﬂqnmw%ammLﬁmmnﬁmw LIARAN
& \ & o P [ A P , v A
myuamuummﬂm@aaumaaammmmuaomnﬂmyL%aﬂquaﬂwawﬁ]:ﬂaiﬁLﬂ@
Y o &
sz load LA NININD 1
2. hldlgUudaumfauazuwid jidvainmataunwnunialasanizes

' o, o o & £
P LNWIRE Lo RRIIAINUESININT



10

3. ﬁﬂﬁmmﬁoﬂaqwﬂunwﬂ%’uﬂgamiﬁmmmwuﬁ”mwﬁhLLa:%aﬁwﬁ'@ﬁm
yAaIns swdszunm wazszuunwdunislesdunisunsnusinisinnuwainiady

.
M lauINU%

WaLFE : NITILATIZH SWOT UaIa98nINtanal13eie 4 1szms fa

1. 2IANIAAIRINUANARIN BIANIFaINIINIzYinaz s
2. mﬁmﬁzﬁ‘[amaLLa:qﬂaisﬂﬁaoﬂi:ﬁﬂumanmmmzﬁu

3. 9ANIRBITMUALIATLNAN (Key Success Factors) MiNenUmMIauiuauls

4. aaﬁmﬁaoﬂsuﬁummmmmmamﬂﬁgnﬁaa
A I ° v A o = o Ada a '

unalueInIiieaiz SWOT v litAaautnlaftfaaanianInasans
o & & A o o A o o A ' =
B197% fgmruaLﬂummmmmmmao‘lmwalvxmiqmmmm 1w11mzmmaamﬂu
> Ry | {a{'d [ % U =i = 1 v 6
ansaefdaadun b lamadluaaunsaindanunin @ leiow) ‘ﬁd‘ﬁ?ﬂlﬂﬂdﬂﬂﬁiﬂiiq
hwane ﬁhuqﬂmiﬂLﬂuﬂty‘mﬁﬂqmﬁa:ﬁﬂﬁu‘%ﬁ'ﬁl&immmmigLiﬁlmmﬂ

an Q U 1 =) A

32570 LE33A; wazamue (2545 : 23-24) lenannfienIiaz SWOT Tailu
3898 o lum I ugawn 3ot 52 U;ju’%msﬁmum;@LLﬁaLm:q@dauﬁnﬂaam@ﬁ aumylu
IammmzqﬂmsﬂmnﬁaLL'ma”anmﬂuaﬂ ARAAAUNANITNUNUANIATNAINNITIVULAET
1 v a d 1 Y A o ~
AONITVNINUVDIDIANT w%amwﬁm%‘mimmUgmmﬂumimﬁum@Lmeaaaa@Tﬂi
(Organizational Strengths : S) Q@éamaaaaﬁm (Organizational Weaknesses : W) Tamaan
FILIARDNNLUDN (Environmental Opportunities : O) LLa:qﬂmiﬂ%’mﬁdLL’mﬁawﬂﬁ guan

(Environmental Threats : T)

naeimieneiutiunialuaaannisu (Five Forces Model)

{asunasuns 5 (Five Force Model) Ao m’%aaﬁaa%m%'uﬁl,mwzﬁgiwﬂaanflw
LIARONNITUD ST Lﬁmnuwuﬂaqﬂfmaaﬁa}miLLazﬂﬁl'«ﬁ'ﬂﬁéﬁﬁzy@iamw‘inﬁuﬁqsﬁﬁ] NN
YW1INYIRY Harvard Lﬂugﬁ@mwﬁﬁ%ﬂszﬂauﬁaUﬂﬁ]ﬁ'ﬂﬁ”‘a 5 ¢u Muluiladuneuan
IO FIHNAG wianalFosanInald Usznavldéan

1. mnrﬂﬁuﬁumUiuq@aﬁﬂnsiuLamﬁ'u (Industry Rivalry)

gL duiiTuldwnann wralilannumaniana g A 3z

lﬁﬁmil,l,m{fuﬁgw,m ganndvlavesaasnnisn daaswmnssudasdule ns
wistuazliguusanninanuuandszesiud drauddanauandraiull naudedu

NI LRI



11

LLﬁmzﬁy’omwaﬂﬁ'ﬂumﬁﬁﬁa ¥IaMAINMINEAT WK d19aF 1NN TINE
MAINEARIULAYL NITUTITUIZ U %%aﬁunumﬁ'maa‘qiﬁﬁ] uazdunuluninfiuinm
#3091U8170NA2I194N1788NINAARIANTIN LF% TaanaInuannIwLIsnulunisine
mmyﬁgamﬂ

2. AvgnaNaNFutsiuIelna (Threat of New Entrants)

?aﬁﬁﬂﬁguﬂmﬁmﬂﬁdﬂmﬁamﬂ RuNin aqﬂmmlummﬁg}%mmm (Barrier
of Entry)

qﬂmiﬂ?jawa: ﬁéaﬁwmﬁwgsﬁ%fuﬂ Ieennau leun

- MyU3enEAaNIUIA (Economies of Scale) Lilasannuaagudniiin
WATTIHIIUINANN %aﬁﬂﬁﬁunumaa%uﬁmmﬁma me:mmma@ﬁunumﬁ@iaﬂmﬂ

MR

mIknAuluas@%e (Brand Loyalty)
- Lﬁumnu (Capital Requirements) ﬁ’](gfadadnugd Lﬂuqﬂaﬁﬂ@iaiwim

MINE9T899091MUNe (Access to Distribution)

ulgineuasizuns t13guns Wulounosasia wiaddavuguymn

A ﬁunu%’%a@iﬂ%ﬁi']ﬂlumimﬁﬂuLLﬂmmﬂﬁuﬁﬂ (Switching Cost) ﬁwgﬂﬁﬁ
(2 a v A (% U 1 dy (% 1 gl"é (% " Y 6 d' L d'
daslidunu niadlddoluduiigs munummumma"lmm dunuvasglnInlietasinad
@0IUTULURIULAN 'vﬁaawauﬂm:uumuﬁﬁaﬁ@gﬂLLuulmj AN NOUITULATROWING
Tvnuwinawina lvvinawanuszuulnaiuen

- ﬁaTﬁLﬂ%muﬁuwuluﬁwuﬁus] viw ilwdvasnaluladiani: STagdu
T1agn & fvuafasanii i mmmwmummum wazthanuinwamiamaGoug

0/

3. mﬁ]@laiawawmy (“ITWWR'WEILaai)

v

mmugm BAIE ) (ﬂq funflag il fﬁ/“lﬂ 08318 8168309 E’Né/“lﬂ ngq

U

a a v v

JEAUNNTIINAINUY aa;jm HINDAY DINUNLIINAIN LG 8IUIINNIABIAIN

q U

g Aa A

ﬁ‘i’lmui'@]q@uw%aLmdﬁmqauﬁﬁ 0136 R o 611968309954

a v

AN ULANAIILAZLANAWNUYDIIADAL mmqauﬁmwmmﬂ@mﬁumﬂ

9

§Nu9AaIBINY DAL E
4. éwmfﬂmseiasawaamjwﬂsﬁaﬁagﬂﬁﬁ
- Fnmnnsde dhdeann Aldm1an1sieTedg
- TaYaA9 9 mnmvl,mummﬂuaumtm ziane thandnddeyaun fsaes
ldun

- ANNYABNANAGaERE



12

v

- ﬂ’)’]&lEJ’]ﬂx‘i’]Ul%ﬂﬁii?ﬂﬁ?ﬁ%‘ﬂadﬂéwﬁd%a daneTINaINwieAlamwe
QRRRNGN
- mmmm‘mmaoQ%yaﬁa:ﬁmssmﬁamﬂﬂmu%é’a Aa danAENNTn
NAAFUA bAoA éﬁmami@iaiaaﬁﬁl:gq
- ﬁunuhmnﬂﬁ'w"lﬂlf’ﬁuﬁwaaﬂu%"u win lEFud209gulsudIgnen
SHREY ”unulumuﬂﬁ'yugga ém’mms@ia‘sawaogﬂﬁﬁﬁﬁ]:@‘in
5. WsIHANARTuRaINFRIINY Sesansalinaunule
- TAUNITNALNY LTUNITNAUNBIANIN RIBNALNW LA UD LA LAY LT
L3evlsuameaiuNaaw
- ﬁuvguﬁ%a@hl%mlumsm&‘ﬂmmaamﬂﬁauﬁﬁﬁa@ﬂu lugnmslafudn
NALNY
g szﬁmﬁmﬁuﬁwmLmuLLazqmauﬂa‘lﬁmmad’éuﬁ’mmmu
lafian 1uas33a3 (2548 : 17) 7311691 Five Forces Model HweSasialuns
ﬂizLﬁumammwaaannxmm‘*ﬂaﬂ'ﬂu@mw%qmm%miuluﬂiuﬁu%ﬁﬂ 5 Uszian
A Mt unugutsiuIelnal (Potential Entrants) mi@iasadﬁ’wmm’maﬁfnmguﬁu6]
(Suppliers) ﬂ’]i@iﬂiﬂdi’lﬂ’lﬁﬂﬁ%ﬂ (Buyers) MINATIZRAUANALNY (Substitutes) LA

ﬂ’]iLL‘lioﬂ'uﬁ'uQLLﬂd{fuL@&l (Rivalry Among Existing Firms)

Potential
Entrants

Thereats of New Entrants

_/"a__ _H_"‘“u
/Indjsh}'(:ompcﬂtors =
Bargaining / *,  Bargaining

power of suppliers | v o~ ' power of buyers
| P A
’ !/ ] ;
w1 QL | ST
- ! a /

/

N Rivalry among y
b - existing ﬁlmj//
. =
o
Threat of substitutes
products or services

Substitutes

U7 3 luieausinadu 5 daznmsnnmiutsiulugamnnasu (Five Forces Model)
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AUl (STRENGTH) qn8au (WEAKNESS)
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USunuazlemaniouen @T@melugﬂﬁ 12
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YaAIN139810 (Market Value)

mm@wa@1ﬁ'meﬁqﬂﬂirﬁﬁﬁm’mazm@ﬂmh‘ﬂ 2559 AaATINAYadn 2,400-
2500 dwunneatl useaniuiianuszaraluiesintesas 57.5 vinanuazanai
$ouay 35.6 YNANWEZOARBAIBNUTERIRTLAS 3.5 YAuazaNaNTEanTasas 2
ANNAZENANTITouA: 1.4 (Aaduyadn 35 a1uun)

a g I3 ¢ o ¥
Namnmenqﬂnsmmmwa:mﬂmu
1%

4%

mdasih m AL @ AuRlawndszaid  m nszan m e

Eﬂﬁ 13 gammammm@N'&@lﬁ'wﬁqﬂmn}fﬁwmwatzm@ﬁm

111 : Marketeer Co.Ltd. (2559). aa@1NIINIsAAIANAANMYaLNIOT

v 6
AMNEZDIATH. D% L.

PRNAURAINITO-V8) LLN%IEI‘fllﬂﬁ’]ﬂ’NNﬁzaﬁ@]"lladLLNuﬂ Commercial Solution

Division 984 3M-Thailand

1. whwlovagasdseaed 3% #96 Sponge Laminated 31%73% 500,000 WHnaadl
yafdailnanue 3.5 UM

[
9

2. Spiral Ball 7319 25G $192u 12,000 Tusall yadnssilvianua 150,000 1
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Scotch-Brite of CSD

M #96 Sponge Laminated Sprial Ball

gﬂﬁ 14 ga@ifm’ﬁ%a-m’m WNLETAYINAITNEZE19 WA Commercial Solution Division
284 3M-Thailand

fian : 1590 3M Uszinelng. (2561). Business Service Operation. aawlail.

Market Share PauFLALNLETAYINANNFzaNA Mg Ing

nnfayayadraarauuiulodaiiainuszaia 35-40 S1uuin lull 2560
WUINEUA1289UTHN 3M-Thailand ~ Tyadin1Ieanadeiuiasas 85 U3En Unit-Top
Trading Co. Ltd. fiyadiminanadaiiluiasas 10 LLa:ﬂﬁjwu%ﬁ'wﬁu%”aﬂa: 5 NSO

FayaraItaintinisiniieiudl vesuiulodariianuazaiauisn V-
Thailand WuFETasMevianua 3 Tosnsda Modem Trade (51%) Traditional Trade (39%)
L& Distribution (10%)

Company Name Brands

3M = Scotch-Brite
Unit-Top Trading = Poly-Brite

Etc => Smart-R, Besico
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Distributi

o

Modern
Trade

Traditona 51%

| Trade
39%

gﬂﬁ 15 Market Share nsju%uﬁwuuiulmﬁmﬁmamazaw LN Commercial Solution Division
284 3M-Thailand

‘ﬁm - 1550 3M dszine lne. (2561). Business Service Operation. aawlail.

Umbrella Brand

. & A o A A a o [ o A o
Scotch-Brite LT uanFudnisNiduiuaivanniold 3M  Brand @d6170
Scotch-Brite HRWAITIHIBIINIWNETA 1TW 3M &HaaS- lIIaeNTa, 3M &Raad- ke
Vl,ﬁg, 3M  afaad-luse kel 1Tudn Lwi"laivl,ﬁ%'@néjuLLazIWﬁ'aﬂﬁﬁmm@azha%’mau
@ g 0 0 ea o v o a £ = & o A &
mamnmwmﬂqwLLa:"l,auaumlmeﬁmmmu Q:Lﬂuﬂ‘sﬂwuﬂumﬂaannaq‘nﬁ
NNINAA LLa:TWﬁ'aﬁamnﬁﬂﬁaﬂﬁjwLijmmﬂvl,ﬁasm%'@l,w@iavlﬂ
A a ' ] v - S
wnzfinmaasnadulaluudaztaninguiuenms usz Food Service o9
& Aa o ~ v R o \ a o o & ' P
uasanfidnonwiazlaldgefofonas 15 1rwdeny Huszaindausztoanied
o 1 1 v & a 1 OI 1 v { 1 g: a
fmhenguamniaamu dadvlalidininesaz 10 anzfitasnseanfnyes
n&jmm‘ﬁ'@ Scotch-Brite Wi l8UaYINANNEZA10Aa Modern Trade & Traditional Trade 9
waidugasmananluamadiasdumliumaidvlasass awguiainiimzeengs
o & . . -
Distribution 1n%% lasluawaadadiusaaraluaainszaaas aungamnindulaves

2AFIANTI wqaﬂssumsfﬁamadﬁjﬁim LLazmsmia{fuﬂaq'ﬂfmaéﬁmﬁm
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Key Messages

Consumer Behavior

Trend 2018

H:
Technology

ONLINE @ OFFLINE

MARKETING

Scotch-Brite ‘nnmﬁiml
3171 16 Concept Umbrella Brand

1389317284n§4 Scotch-Bite Avdasiin1sUTumstemslvilfouaniau lad

n3t1 Experience Marketing §niulffaaslungduiudania Scotch-Brite Fudnlnal
= , & 0 = o - o o A o a ¢ A
INeI LN L wanazdasrinlwmaaaaasuaztmanludlUnuuwifalagsuuadnyIwe
gasmathiawa i isdue lagltuauiynisfasnsnin Digital Marketing Lu&anans
Wﬁ'ungiuﬁu’ﬂm LLﬂ&l"ﬁ’wlﬁLﬁuﬂ’J’lﬁJ%@Lﬁ]‘lﬂ,ugﬂLLU‘]Jﬂ’liﬁE]ﬁ’]iLLUS%@T‘UGG Scotch-Brite
ﬁLﬂﬁﬂuLLﬂmvl,ﬂvL@Tmﬂﬁq@ INTIZLTUNRANWNNG Product Benefit NLANGAIILAZTALI
& ad [ Aa P & o & A Ao A A A S
Nunsdisasiansiunfivnumluniadusiaiagaudndranndkedu oesnant
\HwFasluiB9 Functional wenssinauautlynd On-Line uaz Off-Line asilluzanaisuad
yn Emotional LAiailu Key Massage fidasnistesnslwnuduslnalaiduadneg uaz

mmsnmauiamﬁmaaa;@uﬁaLLa:m'mLL@ﬂ@hwaowﬁmﬁmﬂﬂ"L@Tw%au6] N

NISLUIRIUG AN (Segmentation)

mafenaaaitinang (Targeting)  WAZNIMABAGILALINAAA AT IHARTA
o =) v a = g a o é Yo A v
(Position) #38 STP 81989NMNMINATOLANA NUNENINBUVBILIHNT I LA FUA
28NgNA1AITI LNanaFauNITLIVaIITRUM uazfanonumwliuvasnaaauunuiiang
aglasuannmstaiuendn
MIULIEINAANA (Segmentation) unsautalagldinusisungdnssumaas
wazinuranlzanImaas aok
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« Johnudzieylasiafsszning 25-50 1
- IWfanudayiugumnvauruladauazanuszanauiy
- wpdnsmuelalaguannuazena
matenaaaiirung (Targets) NNITULLIRIBAAIAT NG FIWIINTIAUA
L2 v < 1 A
amaihmansvasgndaanidu 3 ngu Aa

v A g o = =) A \ = P @
. Qﬂﬂ’]‘ﬂlfﬂ%‘ﬁ%a’]%’ﬁ "]NL‘LI%S’]%B’W%’]SYI‘U%’]@I%EQLLﬂzﬁJ&l’]@]‘ig’]%Lia\‘iau’]&IEl

v A

nénfidulssusy lssusvamalnajuazawmanans (ﬂéjummmﬁm)

22

v A v %

A A ' o o a A <
nflanudasmsnesniddssurnlodarianuazanaidn (Wuslaanaly)

D)

2

NSHIRUATILAUIHNRAN U LuARN@ (Positioning)

TaufinuadiuriinisnIsaaiaanyszlomd UAZA LN muldalawnuii o6
HEX Scotch-Brite Wadinasly” n13vi1 Application fazvilwgndnguiihwaneianis
anuuandzaIRudnduaels anvazananumaTlunsldng iusds wazgmunn
ALduunieldtusne 3M Scotch-Brite wadtnasly
=) o 1 & Y o o 1
AIIWIMITNIEURUI T ldimuainmsiguninuazalun1INadun
a o e¢4a o o , ¢ll a o« ¢ . o
WA WL AABRIATILAUINIINITARIA LIHAIINNNAAN N 3M Scotch-Brite Wadtnasly
a ~ 0 a A A o A o Ad o o a 0 o a
fafigaudgmuning adusasfudde NN A I NN IRV I N LN TA R
A A [ v LA e A a 4doe Yo A v o A& o o
wRasnnumuniaandudauinay wuferindasuaaslifuilaaldidnfisnsiuivas
a £ { 1 YV o U ,&’ 1 a £ a 1 a s
A nzasdudnaztsliianuazanaldnaiauniudy dadsnsdasiudagn
o a o & o o eda 0 = & o
nIaaaduamNINTaIRAaA I aSeldsandfidanuuanen azdudszlomdiunis
maﬂaqﬂfmqmmmmiavlﬂ Lﬂu@@ﬂzﬂzﬁuﬂuﬁid W%’auﬁuﬁaa’lﬂ,ﬂg{iQ/U%Iﬂﬂi@lﬂ‘ﬁaﬂ
A A A A v & & wa o &£ I o @
satufindnulanduazfeliiauisguantfedretaiaudunniugameiranluns
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ATUWNINWR
q a
191610 amf-, e JIORY
A B

gﬂﬁ 17 NNIIIGILAUITUAN lumumaaﬁmua:qmmw

FInUTERUNINNITNGG (Marketing Mix)

m‘sﬁmu@muﬂizaumommmmlaamg;uNfﬁ@lﬁmeﬁl,mulﬂﬂ’@ﬁﬂmmazam Y

>

seialus

o 6

a  w A o A @ =
NRANWN (Product) RUA1UBIUIENAD 96 HEX Scotch-Brite wadnasly o4

a

|

o Aa o o
N,

ANBHINNIZAIAD LT

=
NYUVSLDEUN

1. MINaKaa A lTwianssalng Asuieunwladariianuazaiawn
ﬂs:nuﬁuﬁ'&mﬁ@m’ AfoUTNHaaLAwaT TIoFAAATURNLTNHILEL ATIDa WS
a9y lnalAanmue ﬁﬂﬁ@]auauaammﬁaamwaa;ju’ﬂmlﬁﬂaamqwﬁu 8n19 3M-
Thailand ARANTEI TG UMERlBTaN WU 50 T

2. miaammuﬁLﬂugﬂmaﬁﬁuaﬁuLmuwﬂmﬁw ManziumMIsUfiniaiesn
ﬁy'muﬁzmmgm mminL?Tﬂﬁam'maﬂﬂiﬂ"l,@?mﬂﬂdwgﬂmﬁm?imJ wazyin bR uina Ny
82010399157 1%

3. winlodafndes Igmanddde guniwgs nunu Idnuldenun

4. m37u31 Brand 3M Yiih agluszaugilungurasnfaimsiunuludaraiy
]2819

3701 (Price) mﬂia%lamiéﬁmﬁmmmﬁﬁNa@iamiﬁﬂ%ﬂasﬁaﬁuﬁﬁ e
AnuANIaITA HLANe19i% (Discrimination  Pricing) laaAaINNNANN Uaz
PavaINAaT I TuauaslanaadM dasmslEdiuny Meeennsasaouniuaz 17

LINGALET TITFOAAR DINTIWNARUIVITUAT ANUNINB LN LANUE aamwaap&”ﬁﬂm
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ndasmIn ldifin 20 nndaunudaysanmInaseuaaa (Market Testing) luamsdeinu
& . oo < i . L4 o
@93101918 Individual Pack lamuuanidszinaninen 25 vinasuds Soiulaseasns
YAITIANAULTEN a;ﬂ"lé”’h MNAURN 25 VIN/WKK e 10183 17 UIn/Naad (15 LR
danand)
' a . A o A A o A = @ v
NIFIETNNIIAANG (Promotion)  U3EMAunuiazlfiatesiauazdasltaglu
Uyt @A NIFILETUNITVIY MIAAIANIINTI LATNNTIEWININULIEY HFNHEIWN

a A A ! A oA
I@]Ullﬂﬂqwﬁﬂwﬂqiﬁﬂl,ﬁiwﬂﬂu

NRYNTNIFILEINNIARIAEIUALNY (Trade Promotion)

1. 10a%0 3M Scotch-Brite wninazunaInasly 3 ndasuny 1 ndag wauilg

2

=) IS 1
A8 “va 3 Naad woN 1”

3171 18 Packaging of 3M Scotch-Brite

2. 3avlyslagu dszdndansiunuawdndszinninienansain 3M nanuew?
23190 3.8L  HIWNWAWMNUIIRUIBVILTENY Laullyhe Tandanmmiiioniiaau

82079 3M NABIZWIIVUIA 3.8L LONNT 3M Scotch-Brite ANLWALUNAINDTIL

&
AR
- '3’“‘] fdz2" A

g Auskem ¥
X e

ROFE 55'

gﬂﬁ 19 MO IUTINT I HRANTHNINENINIANUEZANA 3M NABNEUWIITUIA 3.8L LONWI
3M Scotch-Brite WRLRALUNRINDTIL
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Customer Insight

3M Scotch-Brite £1uwafa Customer Insight Iidhfsnguaudunulodar
anuaza1a ldynaaaiiin Jauamdyuazianyinaesdt §199u Auns v 3m
arfand-luse nnimasuwaanasly” lud1uaas Online-Offiine augnull LegIN3
%‘uiua:’l,ﬁﬁaﬂéjuL*i’:lmmUl%i’ﬂﬂuﬁwaﬂuﬁﬁwqaﬂﬁw‘lumsgLLammazm@ wuugaeln
mlusuvesianssuazaangilssansnmnvesdauns wasledaiiunwianssuaalna
289 3M

Potential Marketing Strategies

1. Online M3E Experience Marketing Vlﬂmm%ummiﬁuﬁaoLma'oi’mmjw
awjulnd laswanidyfivadn §r991u Auns v 3M afead-lusd namasunsunasly”
Lﬁﬂdlﬁ@ﬂﬁ’uaaﬂﬁﬁ]zﬁi’mL3%ﬂ"18’1‘ﬁ’13 PIDNIWNT LANNUNITANABNITUEATIUINLTN
Adl =) £ a v Aﬂl U % a v 1 ‘ﬂl v s Qs [
AN9RNIwletaIea L Lwa"lﬂmlNamﬂaaaaummqmmwwvl,@mfﬂ'mmmﬂﬁumlmm

fagals

317 20 mydaianLy 3M Scotch-Brite WnLARBUNGINaTlY

a Q ~ 1 a v 6 & g; lﬂl v
anzidennwnlassafvaienszualuaanlaiidn Teaser a9 NaaT9nIZUR
fvanundananlwsinuaanlasinsuiiulinwnws s lnianuisnaansnuiIsnsnids

LWL lAnALaN ay
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37 21 R1FAN31H91% 3M Scotch-Brite WLARLNNWAINasIU Iuzaoawlalh

2. Offline [N B¢ ALAA NN IR IULTLA §31991% Ambient Iuﬂzjwﬁmmi PIIFANUN

Lm:ﬁuﬁuﬁwaoﬂ@;uwamﬁmsﬁ Scotch-Brite

) SALMON ) MEAT ® EGG

317 22 974 Ambient 1uﬂ§juﬁmmi

QI o e t}/ L ﬂ/ 1 ed Qs {
LLa:Lwum‘sﬂiz"mauwufmﬂmﬂ@ Elﬂ’]i’ﬂ@]‘]q_ll‘ﬁ 1%0’1%&&]&]%’]@]'}\‘1’%\‘1%’)@] AN19

v a a o =
WNBNABINNTINYz3MN g U

tdl e Q/ 1 L Q/
E‘]_]Y] 23 ﬂ’]iﬁ]ﬂyﬁ 1%0’]%&1]&]%’1@]’]0%&%’)@
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NIUIETFUNUS (Tradeshow)

a o o Yo A v & a @ o e a o
mUludﬁuwﬂﬂsﬂizﬁﬁauwuﬁ‘lm&uﬂm%muaum Lm:suflmmiuwum‘n%
v a = g: = 1 a £ 1 a dl a W U = U v
lenanaanul annsdnmssrunandue Wl laasrunanisunuseny "mew"l’au,a:ma%la

Alazurainldlgda Tuain aaﬂﬁjuﬂaqﬂﬁﬁaaaﬂaﬁ@i all

Eﬂ‘ﬁ 24 msa“f@lylﬁ Tun313s & NUE 3M Scotch-Brite WALRASNNAINATIL

PINILRLAILNUIIRUNE (Chanel & Distribution)

1. gunuiming 3M (3M Distribution) ffa3tiusa4n1smimineasuiEm
3M-Thailand LA%N CSD NRIMAILNBININNTT 80 LisNIdTzine
Y A o 1A 2 =1 v A o a | = &
2. E-Commerce IuIn1saasdudn dathuwntaddunanuidunafennievas
and1 FuLltasananudainmsazainauis ldssnagyiuuais nanasniada lay

\anfudmniszinnnnununil 3M Delivery 1Ulw6 https:/3mdelivery.com/, Lazada,

Officemate

- -

Manufacturing | RETAILER

+wit
3M-Thailand |:> Distributor » Q

gﬂﬁ 25 NTZUABNNTINTIRUNE
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a 6 [ L

MIILATIZRNIUNT Branding

v o 1 “ [ e o dld gj » v =) v 1 A “ (22 6

drod1i “wulodarenuazananiinesin fuilaaszidilainfe “afoad-

6y ¢ & o ¢ e ed o & o a o & A o o = I3

luse muuaﬂamsn-"lmmmmuwmeaguﬂm I LR AN T A2 1A3Th D91 FULITUG
Scotch-Brite Mua 3t llaraalawnn Lm:ﬁaﬁ’nﬁammﬂﬁpjﬁinﬂlﬁﬁumw%@quu
PV ¢
A% a7k

1. WRaN N a8 ldULUTWG 3M Scotch-Brite  lelaualannwin 96 HEX
Scotch-Brite 8a6- 1176 AALARLNWAILNASTIL

“SILTT NUNB * FNANVRZANAY *» I9ARAND”

31N 26 WAAA™IMN 96 HEX Scotch-Brite afaad-1U36 RNLRRLNNAINASLL

2. 899150951 AR BA WU aIFUATRAT lauTN1W Before & After

‘ 96HEX Other non-3M

Smooth side scours away fine ‘;
food particles and grease leaving v
su inyand clean

3 27 N3M 96 HEX Scotch —Brite &Maad-bU3a ANARSNNEIMNITIU NULKLlaTa
FITNA
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I & Ao Ao v A ' o
3. unAeiuuDUAZ REw mvl,ﬁﬁﬂﬁgmmmm%

U 28 msqﬁmﬁgﬂuuu 96 HEX Scotch-Brite 8Ra65- k36 WALRALUNAINDT I

1 v [

ﬁaya@;uﬂia{fﬂﬂmﬂ%wLﬁﬂuﬁuu%ﬁ'ﬂ TLARLUIEN UNANANAT NRUNTAU

9 q q

NRGATWH 3101 FaIN19NNIIas 1wy wazldslur agrgleing

NTILATIZRALLI (Competitor Analysis)

ToiEn : U3un gil-viad inieds (1988) d1na
a a 6

& . ' o & o o
NRAATAA © LWUTUA Poly-Brite LW loUamadUT=89A wazklatdaniaauakias
TaYANNNIANNA
- 3191 : 12.5-25 1N
- Positioning : MITWAUWUIIING LMWUAETIAN AaTIANDNUAZA M WININANY
- FOINWNNTININAUNBUASVUES : Hypermarket, Supermarket, Conveniences
Store LazWALUAN
- MIFIFIUMIANA : T2 1 WY 1 BATANT W BIENUTE
a o & [ & A & v <
- NRANTANURZUITIN ] AR UUUITHATIBIAANAN b
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U7 29 nEAATUTILLTUG Poly-Brite unulodagasszasd uazdasdandasuanias

TouSsEn : USEN oii-vinyl IN3AR9 (1988) $1711a

NRAAAY : LUTUA Smart-R wHulotasesls=zrid uazdastandasuamwias

ToyanInmIaaa

- 5907 : 12-16 LN

- Positioning : MINIFMAIIINAMNUAZTIAN AETANDNUAZANKLIUNES

- FINIMIININARUNSURSVUSS : AUAUNUIAUNE Central Food Retail Company
(Tops Supermarket)

- MIFIEINANIANA : 1slameins Central Shopping Online
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Tausun : U3EM noaiyeatilaisti $11a
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3191 : 8.3 UM
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ANLTHUAUNTIATITRAWA (Competitor Analysis)

97191 3 Wisuifisun13iiezsiguas (Competitor Analysis)

Unit-Top Trading (1988)

Unit-Top Trading (1988)

#wta 3M-Thailand Big-C
Poly-Brite Smart-R
. Scotch-Brite #NLARLUNAS
LUTUA LU B30AN9 Poly-Brite Smart-R Besico
masly
. v . NANTIBAIUAN LazIIUAN R naNBAIUAN LazIwaTe
nananaihnane Humndanuazsiueinedas : , Humetas : ,
. NeLag tiag
Positioning ADANINEILAZ AN AMMNIHNAIUAZTINGN AMMNLIHNAIUAZIINDN ANWINUNANIUAZIANDN

guualuaane Y2017

Souay 85 VAINAATIV

Toaaz 10 maaga@hiw

3088 5 VDIYAATIN

Promotion @8 1 4o 1

Promotion @8 2 4oy 1

MIFILRINNITARNG Trade Promotion Central Shopping Online
TV Advertising Brochure Big-C Promotion
urnledarinanuazena, urnledarinanuazane, urnledarinanuazana,
NRAN AN wnasy urwlpdmans NoUTARLAKLAR dagTaauanas, Lhuanzngnadsin NOUTARUAKLAN
wrnanneWatin fareasudanenizn meﬁ'ﬂgﬂwﬁ wHuanansWaatin
LULNaa
Uiiﬁgﬁm‘ﬁ (3% 15 UNW/NED) Individual Pack 1:1 Individual Pack 1:1 Individual Pack 1:3
Individual Pack 1:1
316 25 1NN/ULH% 12.5-25 UN/LLET 12-16 LNN/UNK 8.3 UN/LLEH
. . : Hypermarket, Supermarket, Central Food Retail
FOININNTINNRUNY Distributer 60 W4 Big-C

Conveniences Store, Retails

(Tops Supermarket)




Digital Marketing Plan : 96 HEX Scotch-Brite 8Aa¢15- 1136 WALRAHUNIILNDS L

ANT197 4 MITATIZH Digital Marketing Plan
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Opportunity & Impact
Estimate Leads Value : 200,000 THB/Y
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Online Advertisement

1558 Instagram vasnguiimanedreuine iy withuiviussis
4 o . rY - _ .
0330 KPI 3Neaanaaaa 500K auanllfe Finfincooking, Cookingbypat L8

poiluang_ooking

] '
=l

*KOL Marketing fio MIAMANNARKIKLAANEY aﬁ?ﬁam’lm%aﬁaﬁ'ugu’ﬂnﬂ
Fpiwasnuie Instagram

= Sauaailydn “@r991m Auns Ao 3M afoad-lusd wnivasanaanasly”
Ti@aanulu 1G lanaFollow : 1G: 96HEX_3M uaz Facebook: 96HEX_3M

' a dy a ‘g’ a v v v
PRRBEVYIIEN) Lﬂmuu'«azmmuﬂmmm‘lﬂmo

A3z 5,000-8,000 LN ia Account
sraz a1 bwnsasldslan 2-3

VAT URRINIRNA = 19,500 LN

Instagram

“Ehaaiu nuws”

M siiand-luss wnmdinumaanaiiu

HARE T TR IMDelivery
1G: 9BHEX_IM

Facebook: 98HEX_IM

Tei: 02-2607777

Funy | aftealumimianailu

1awI=duiit n.n. 2561 - 30 n.n. 2561

Opportunity & Impact
Estimate Leads Value : 300,000 THB/Y
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Online Event Marketing

3M | Delivery

316U GAI0S

OfficeMate

IﬂiIMﬂLLﬂMLﬂmu'ﬁuﬁﬂi'amﬁ'u E-commerce : 3M Delivery, Lazada, Officemate
w9919 AT AU 3M RDAD-1U5H NAKAENNASIND 1"

ém%'u;gﬁwﬁwm%a%uﬁﬂunéu E-commerce @iFnuas ldifngomnsns
§rminesudlusnTasmeniie

mmnﬁmﬁ'ug{ﬁé{’a%aauﬁﬂumjuwamﬁmeﬁmmfnmwua:mwhuma
3M Delivery, Lazada, Officemate latlgsna 96HEX TUWIaand- lUIH BNLARLY
WaInasIu 1 uHn

n‘maau LAaUAE 100 LWL
FlTI8 14 UIN/LE®

NIRNA 12 1A%

TnalE3e: 16,800 LN

Opportunity & Impact
Estimate Leads Value : 300,000 THB/Y
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Uszifinanrnnisainagns luilagiin

NAUSHN  3M-Thailand Iddnaaduriunuladarhanuazanaiulng
ol@duuTHe Scotch-Brite WNLARBNNAINDSIY F9nanmsanmanwuasaunsnisly
wazn1wan TINNNUIBEANN maaﬁqsﬁawﬁmﬁmvﬁﬁwmmazm@Lﬂ'%f'aaﬂ%'aﬂizl,nmwmlﬂ
o wm’wLﬂuqiﬁaﬁﬁmnmia{mﬁaﬂmLwiﬁé'mwmnmiaﬁ'uﬁgﬂ@mﬁuﬂaqﬂﬁmaﬁmm@
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§201AU0ILUSHN 3M Thailand §97313% Modern Trade & Traditional Trade wuULANT1T
NAYNTEUNIFIFITNNITANG UaznguDistribution LﬂunﬁjuﬁumuﬁmLmMuLﬁmﬁu A
f9aslEnagns Trade Promotion %avlsjvlﬁmauiwﬁ“l,umil,iwﬁapﬂ’ﬁmnﬁu USENI b6
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Test) TIUNININARIN59 15 TN TUAILFIUNTUNY N1ITNAFALAAA (Market Testing)

LLﬁfsﬁwuﬁLmﬁzﬁtéﬁoﬂaqﬂﬂumuﬁagaﬂgugﬁ (Secondary Data)

a o % 6
N3 3UdsEaanaN1339Y AANIEUIKNITIANIILBINALNS
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A A aa A A A o ' . A £ [ ' ' . .
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. A = aa v a X ' oA aA
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dasihanizanuiniidelonillgduilna (Content Provider) 9ailizasddia daanali
a [ . was a £ Y % Aa [ v A ¥
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A AV va & ' 0 ' & A
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0 A a £ A va eda o o &
21T 19U 81NAITIBANNINYETUNINT LN LA beTUUTERUNITAING AR TUG
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v A v 1 6 6 v Y d' val €d'd‘§’
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BA 2018 in9uIEndasrhanduld adnafina12191nT796%u Experience  Marketing fia
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JTHENAN
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sequnanalwunnd s
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No. List Name No. List Name
1 BORNEO TECHNICAL(THAILAND) 31 SANG DAMRONG CO.,LTD
2 EURKITTIROJ LTD.,PART 32 KRITPONG ROCHANAVIBHATVANICH
3 UNITA COMPANY LIMITED 33 BEST INVESTIGATION CO.,LTD.
4 SIAM MAKRO PCL. HEAD OFFICE 34 MT MEDICAL SUPPLY CO.,LTD.
5 L T KINTERTRADING CO.,LTD. 35 KITTICHET SPR LTD.,PART.
6 P.S.GROUP(THAILAND)CO.,LTD. 36 LAO CLEANING SERVICE CO.,LTD.
7 K.T. MAX CO.,LTD.(BRANCH 1) 37 SEE CHANNEL CO.,LTD.
8 QUALITY & MAXIMUM TRADING CO., 38 MAX 3G CORPORATION CO.,LTD.
9 CLEANATIC (THAILAND) CO., LTD. 39 PP ARAN CO.,LTD.
10 COL PUBLIC COMPANY LIMITED 40 CRC THAI WATSADU LIMITED
11 HOME PRODUCT CENTER PCL.WANGNO 41 QTEC TECHNOLOGY CO.,LTD.
12 TOPLINE CENTER CO.,LTD. 42 NAF STATIONERY CO.,LTD.199,201
13 C.J.D. MARKETING CO., LTD. 43 SCENT CO,, LTD.
14 CST SUPPLY CO.,LTD. 44 SUN DISTRIBUTOR LTD.,PART.
15 INTERNATIONAL BRAND SUPPLY&SER 45 ACCORD SOLUTION CO.,LTD.
16 SANTISOUK SHOP 46 Thai Floor
17 PHUKET TEINTHONG CO.,LTD. 47 HARDWAREHOUSE CO.,LTD.
18 C.T.T.N. GROUP CO.,LTD. 48 NPC SAFETY AND ENVIRONMENTAL S
19 CLEAN WORLD PRODUCT AND SUPPLY 49 ACTIVE TEAM (1999) CO.,LTD.
20 OWAT PRO & QUICK CO.,LTD. 50 BILLION MILLION TRADING CO.,LT
21 THANAWAN PAPER 2002 CO.,LTD. 51 CHIANGMAI DELTA ELECTRIC TRADI
22 DKSH (THAILAND) LIMITED 52 SUPVICHIT PROCLEAN AND SUPPLY
23 MENG LENG EAV CO.,LTD. 53 PREMIUM DISTRIBUTION CO.,LTD.
24 ARMSTRONG RUBBER&CHEMICAL PROD 54 K.C.& CLEAN LTD.,PART.
25 THANAPONGSE LTD.,PART. 55 SCHEMER PLUS CO.,LTD.
26 EXPORT ACCOUNT BANGLADESH 56 *MANITVITAYA CO.,LTD.
27 PATTANA 4599 EQUIPMENT CO.,LTD 57 V.P.B. COMMERCIAL CO.,LTD.
28 ACOMMERCE CO.,LTD. 58 Diversey Hygiene (Thailand) Co.,
29 N P K MASTERPLAN CO.,LTD. 59 GOODIES SUPPLY CO.,LTD.
30 FAR EAST PEERLESS (THAILAND) 60 LAMPANG L.C.SUPPLY LTD.,PART
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