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҉ҴқҬү҉ҝҥҲҾҢҙ!



Too Many Projectsé Work Hard or Work Smart?



Maturity ÃîÈîÈÅ°ÂäÂòÛÂóäÉòÕÂóäÿËõÈÂæãùØÙ°

Maturity ҧҳ҃ҫҕҲ

1.0

ÅӂңӤңҷҿҞқ҃ҧҤҺҙҚӨҙӋҴҿҗӤ҉ҴқҗҴңҢҴҥ҃ҶҊҭқӥҴҙҷӆ(Routine) 
ÅҗҳӇ҉ҥҳҜҝҳҏҭҴ ҄ҴҖ҃ҴҥҩҴ҉ҥҲҜҜӁқ҃ҴҥҙӋҴ҉ҴқҙҷӆҖҷ ҙӋҴӁҭӥҗӥү҉ҿ҃ӥӂ҄ҝҳҏҭҴ
ҝҥҲҊӋҴҩҳқ ҊқӂңӤңҷҾҩҧҴңҴқҳӆ҉ҙҜҙҩқҬҥӥҴ҉ҥҲҜҜ҉Ҵқ ҿҧҲҠҳҔқҴ҉Ҵқ
ÅӂңӤҥһӥҊҳ҃ӁҌӥҾҙ̓ ӀқӀҧҤҷ ңү҉Ҿҙ̓ ӀқӀҧҤҷҾҝӅқүҺҝҬҥҥ̓

2.0

ÅҾҥҶӆңҙӋҴ҉ҴқҾҝӅқҥҲҜҜ ҾҠҹӆүӁҭӥҾ҃ҶҖңҴҗҥҒҴқңҷ̓ҩҴң̓҉ҾҬӥқ̓҉ҩҴ
ÅҾҥҶӆңӁҭӥ̓ҩҴңҬӋҴ̓ҳҏ҃ ҳҜ҃ҴҥҝҥҳҜҝҥҺ҉ ҠҳҔқҴ ңү҉ҭҴҩҶҚҷ҃ҴҥӁҭңӤӄ ңҴҊҳҖ҃Ҵҥ҃ҳҜ
ҝҳҏҭҴ
Å̓ ҶҖӀ҆ҥ҉҃ҴҥҾңҹӆү҆ҶҖҊҲҝҥҳҜҝҥҺ҉ ҭҥҹүҠҳҔқҴ҉ҴқӁҭңӤӄӂңӤңҷ҃Ҵҥ҆ҶҖҿҞқҧӤҩ҉ҭқӥҴ 

(Event-based)
ÅҿҞқұ ҄ҸӇқ҃ҳҜҗҳҩҜҺ̓̓ҧ ӂңӤӁҌӤҿҞқ҄ү҉ү҉̓Ө҃ҥ / SILO җӤҴ҉҆қҗӤҴ҉ҙӋҴҿҞқ ҙӋҴӁҭӥ
ҿҞқӂңӤңҷ̓ҩҴңҾҌҹӆүңӀҤ҉ӂҝҬһӤҾҝӥҴҭңҴҤҿҧҲҙҶҪҙҴ҉ҾҖҷҤҩ҃ҳқ

3.0

ÅҾҥҶӆңңҷ҃Ҵҥ҃ӋҴҭқҖVision, Mission, Goals ҿҧҲҊҳҖҙӋҴҿҞқ҃ҧҤҺҙҚӨҥҲҤҲҬҳӇқ/ҤҴҩ 
ҿҗӤҬӤҩқӁҭҏӤҤҳ҉ҊҳҜҗӥү҉ӂңӤӂҖӥ ҾҝӅққҴңҚҥҥң
ÅTop-Down approach ҄ ӥҴ҉Ҝқҟҳқ ҄ӥҴ҉ҧӤҴ҉ҙӋҴӂңӤҾҝӅқ 
ÅSWOTӂңӤӁҌӥ҄ӥүңһҧ ҿҧҲӂңӤҬҳңҠҳқҚӨ҃ҳқҿҞқҙҷӆҖӋҴҾқҶқ҃Ҵҥ 
ÅҿҞқ҃ҧҤҺҙҚӨӂңӤҬҴңҴҥҘDeploy ҬһӤ҃ҴҥҝґҶҜҳҗҶ ҿҧҲңҳ҃ӂңӤңҷ҃ҴҥҗҶҖҗҴң
ҩ̓ҴңҬӋҴҾҥӅҊ҄ү҉҃ҧҤҺҙҚӨ (Strategicé PlanҿҧӥҩқҶӆ҉)

ÅҥҲҜҜ҃ҴҥҝҥҲҾңҶқҞҧҙҺ҃ҥҲҖҳҜ (Performance Management System & KPIs) 
ӂңӤҾҌҹӆүңӀҤ҉҃ҳҜ҃ҧҤҺҙҚӨ / ҙӋҴӁҭӥ҃ ҴҥҝҥҲҾңҶқҞҧ҉Ҵқ KPIs ӂңӤңҷ҆ҩҴңҭңҴҤ



Maturity ҧҳ҃ҫҕҲ

4.0

ÅVMV & Strategy ҌҳҖҾҊқ ҙӥҴҙҴҤ ҊҳҜҗӥү҉ӂҖӥ 
Å҃ ҧҤҺҙҚӨӂҖӥҊҴ҃҃ҴҥҩҶҾ҆ҥҴҲҭӨ҄ӥүңһҧ SWOT ̓ ңҌҳҖ (Strategic Advantage/

Challenge & Core Competency) 
ÅҿҞқ҃ҧҤҺҙҚӨҤҳ҉җӥү҉Ҿқӥқ҆ҩҴң҆ҥүҜ҆ҧҺң үҧҳ҉҃ҴҥҿҧҲҤҳ҉҆҉ҾҝӅқҧҳ҃ҫҕҲ 

Top-down approach
ÅҥҲҜҜ҃ҴҥҝҥҲҾңҶқҞҧ҉ҴқҙҺ҃ҥҲҖҳҜҾҌҹӆүңӀҤ҉҃ҳҜ VMVҘӤҴҤҙүҖҧ҉ңҴ
җҴңҧӋҴҖҳҜ (KPIs ҝһӤ ҠӤү ҧһ҃) ҿҧҲҾҌҹӆүңӀҤ҉҃ҳҜ҃ҴҥҠҶҊҴҥҕҴ̓ҩҴңҖҷ
҆ҩҴңҌүҜ ҆ӤҴҗүҜҿҙқ ҾҧҹӆүқҗӋҴҿҭқӤ҉
ÅҗҶҖҗҴң̓ҩҴңҬӋҴҾҥӅҊ҄ү҉҃ҧҤҺҙҚӨҾҝӅқҝҥҲҊӋҴ ҿҧҲҝҥҲҾңҶқ/ҝҥҳҜҿҞқҙҺ҃6
ҾҖҹүқ/ҬҶӇқҝҷ

OKRs

ÅFocusedҾҋҠҴҲҾҥҹӆү҉ҬӋҴ̓ҳҏҙҷӆҬҺҖҾҠҷҤ҉ӂңӤ҃ҷӆҾҥҹӆү҉ ҙҷӆҊҲқӋҴ̓ҩҴңҬӋҴҾҥӅҊҬһӤү҉̓Ө҃ҥ
үҤӤҴ҉Ҥҳӆ҉Ҥҹқ
ÅBottom-up and Top-down approach 
ÅҙҜҙҩқҗҶҖҗҴң̓ҩҴңҬӋҴҾҥӅҊ҄ү҉ҿҞқ ҙҺ҃ӂҗҥңҴҬ 
ÅҤҹҖҭҤҺӤқ ҾқӥқӁҭӥҾ҃ҶҖ҆ҩҴңҙӥҴҙҴҤ (Challenge) ҃ ҧӥҴ҆ҶҖ ҃ҧӥҴҟҳқ ҘӥҴӂңӤҬӋҴҾҥӅҊ
ӂңӤӁҌӤ̓ҩҴңҞҶҖ ҾқӥқҙӋҴ ӂңӤҾқӥқҩҳҖҞҧ
ÅҾқӥқConversation Feedback & Recognition

Maturity ÃîÈîÈÅ°ÂäÂòÛÂóäÉòÕÂóäÿËõÈÂæãùØÙ°
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Öòèîã¬óÈÂäñÛèÚÂóäèóÈĀÝÚÂæãùØÙ°

SOp& IR 
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EXERCISE (ҭҳҩ҄ӥүҧҲ 10 қҴҙҷ ҿҧҲ Sharing)

1. Environmental Scan: Strategic Advantage / Strategic Challenge

2. Vision Mission (Definable and Measurable)

3. Indicate Vision Dictionary and how to measure success of Vision / Mission

4. Critical Success Factor (CSF) Ą Pillar or Goal of Excellence (ҝҳҊҊҳҤҬӋҴ̓ҳҏҙҷӆҬҺҖ/қӥүҤҾҥҹӆү҉)

5. Indicate Strategic Objective (SOs) / Goal / KPIs for each CSF 

(Ҿҥҹӆү҉ҬӋҴ̓ҳҏңҷқӥүҤ Ҿҥҹӆү҉ҊҶӈҜҊӦүҤңҷңҴ҃ңҴҤ)

6. Indicate Initiative (strategy) for each SOs

7. Indicate Action Plan / Project for each Initiative (ӂңӤӁҌӤ҉ҴқRoutine/ңҺ҄Ҿ҃ӤҴ)

8. Indicate Action Plan KPIs and check alignment of SOs KPI and APs KPI(Cause & Effect)

9. Indicate HR Plan & IT Plan to support SOs or Initiative



Strategic Advantage (SA)
Strategic Challenge (SC)
Core Competency (CC)
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Øöćâó : IRDP



2.1 ҃ 1 ҃ҥҲҜҩқ҃ҴҥҩҴ҉ҿҞқ҃ҧҤҺҙҚӨ



Business Model
VS

Business Strategy
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BLUE OCEAN STRATEGY





Ú¬óÚÚČĈóëöĀÕÈ Ú¬óÚÚČĈóëöÅäóâ

¶ĀÃ¬ÈÃòÚ îãú¬ĂÚÖæóÕÿÕõâ¶ëä­óÈÖæóÕØöćăâ¬Ö­îÈĀÃ¬ÈÃòÚ

¶ìČĈóìòćÚÅú¬Ö¬îëú­
¶ØČóĂì­ÂóäÖ¬îëú­ĀÃ¬ÈÃòÚăâ¬îãú¬ĂÚÅèóâ

ëÚĂÉ

¶ĀëèÈìóÅèóâÖ­îÈÂóäÿÕõâ
¶ëä­óÈĀæñÅäîÛÅäîÈăè­Ì÷ćÈÅèóâ
Ö­îÈÂóäĂìâ¬ą

¶ÅùÔÅ¬óØöćæúÂÅ­óÖ­îÈÂóäÿÂõÕÃ÷ĈÚÉóÂÂóä
ÿÜäöãÛÿØöãÛÅùÔÅ¬óÂòÛÖ­ÚØùÚ

¶ØČóæóãÂóäÿÜäöãÛÿØöãÛÅùÔÅ¬óÂòÛÖ­ÚØùÚ

¶ĀÚèØóÈÃîÈîÈÅ°ÂäāÕãäèâØòĈÈäñÛÛ 
ÿÂõÕÉóÂÂõÉÂääâØöćëä­óÈÅèóâĀÖÂÖ¬óÈ

ìäøîÖ­ÚØùÚÖČćóÿßöãÈîã¬óÈĂÕîã¬óÈìÚ÷ćÈ

¶ĀÚèØóÈÃîÈîÈÅ°ÂäāÕãäèâØòĈÈäñÛÛ
ÿÂõÕÉóÂÂóäĀëèÈìóÂõÉÂääâØòĈÈØöćëä­óÈ

ÅèóâĀÖÂÖ¬óÈĀæñâöÖ­ÚØùÚÖČćó



Ú¬óÚÚČĈóëöĀÕÈ Ú¬óÚÚČĈóëöÅäóâ

¶ÅõÕĀÛÛÿÕõâą ØČóÖóâèõÙöÂóäĀÛÛÿÕõâ
¶ÅõÕĂìâ¬ ØČóĂìâ¬ æîÈĂË­èõÙöÂóäØöćăâ¬ÿÅã

ØČóâóÂ¬îÚ

¶ØČóÖóâÿÃó ÿæöãÚĀÛÛ(Copy and Paste)
¶ëä­óÈÅèóâĀÖÂÖ¬óÈ āÕÕÿÕ¬Ú 
¶Copy and Develop(C&D)

¶âîÈäñãñëòĈÚ ìèòÈÝæäñãñëòĈÚ Ăì­ÉÛą
ăÜÿÜĆÚÜöą

¶ÅõÕĀæñØČóĂÚÿËõÈäñÛÛ ÿÜĆÚ
ÂäñÛèÚÂóäØöćìèòÈÝæäñãñãóè

¶ÉòÕÈóÚ/ØČóÈóÚĀÛÛEVENT
¶ÂäñÛèÚÂóäØöćÿÜĆÚäñÛÛ ØČóÌČĈóăÕ­
èòÕÝæăÕ­ âöÂóäÜäòÛÜäùÈÂäñÛèÚÂóä

¶ÂČóìÚÕÖòèèòÕÿÛóìèõè 
¶ÂČóìÚÕĀÚèØóÈÂóäèòÕÝæØòĈÈ Lead & 
Lag ĀæñèòÕÝæ×÷ÈäñÕòÛ
Output/Outcome



Blue Ocean Strategy Canvas
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Ö­ÚØùÚ

ÅùÔÅ¬óëČóìäòÛÝú­äòÛÛäõÂóä

ÚèòÖÂääâÿËõÈÅùÔÅ¬ó

ÚèòÖÂääâÿËõÈÅùÔÅ¬ó: 
ìæòÂëČóÅòÎÃîÈÂæãùØÙ°Ú¬óÚÚČĈóëöÅäóâ



ØČóîã¬óÈăä? ĂË­ìæòÂÖ́òÕ-æÕ-ÿßõćâ-ëä­óÈ´

ÖòÕëõćÈăâ¬ĂË¬ìäøîØöćËóèÛ­óÚØ÷ÂØòÂăÜÿîÈè¬óĂË¬æÕą æÈăÜÛ­óÈ ĂÚëõćÈØöćÿäóĂì­ÿãîñăÜ
ìäøîĂì­ĂÚëõćÈØöćÝú­äòÛÛäõÂóäÿÃóăâ¬Ö­îÈÂóäÃÚóÕÚòĈÚ Āæ­èØùÂÅäòĈÈØöć
ÿäóãÂäñÕòÛĀæñëä­óÈëõćÈØöćÝú­äòÛÛäõÂóäāìãìóâóØòĈÈËöèõÖĀÖ¬ăâ¬âöĂÅäØČóĂì­

ØùÂÅäòĈÈØöćÿäóÖòÕØùÂÅäòĈÈØöćÿäóæÕÅøîÂóäæÕ Cost-->Cost Leadership

ØùÂÅäòĈÈØöćÿäóÿßõćâØùÂÅäòĈÈØöćÿäóëä­óÈÅøîÂóäãÂ Customer Value-->Differentiation



җҳҖ ҾҠҶӆң

ҧҖ ҬҥӥҴ҉



2.1 ҃ 2 ҃ҥҲҜҩқ҃ ҴҥҖӥҴқӀү҃ ҴҬҾҌҶ҉҃ҧҤҺҙҚӨҿҧҲ
қҩҳҗ҃ҥҥң

ү҉̓Ө҃ҥҙҷӆңҷ҃ҴҥӁҌӥӀү҃ҴҬҾҌҶ҉҃ҧҤҺҙҚӨӁҭӥҾҝӅқҝҥҲӀҤҌқӨ 
ҿҧҲңҺӤ҉ӁҌӥқҩҳҗ҃ҥҥңҾҝӅқ҃ҧҤҺҙҚӨ ҬҴңҴҥҘҬҥӥҴ҉ңһҧ҆ӤҴӂҖӥ
Җҷ҃ҩӤҴү҉҆Ө҃ҥҙҷӆӂңӤӂҖӥҖӋҴҾқҶқ҃ҴҥӁқҾҥҹӆү҉қҷӇ қү҃ҊҴ҃қҷӇ
қҩҳҗ҃ҥҥң҃ҧҴҤҾҝӅқҭқҸӆ҉ӁқҝҳҊҊҳҤҬҥӥҴ҉҆ҩҴңҤҳӆ҉Ҥҹқ
Ӂҭӥҿ҃Ӥү҉҆Ө҃ҥҿҧҲҚҺҥ҃ҶҊ Ӂқ҃ҴҥҩҴ҉ҿҞқ҃ҧҤҺҙҚӨ҄ү҉
ү҉҆Ө҃ҥҙӤҴқ ҙӤҴқҊҲҗӥү҉ҙӋҴӁҭӥқҩҳҗ҃ҥҥң ҾҝӅқҬӤҩқҭқҸӆ҉
҄ү҉҃ҧҤҺҙҚӨ҄ү҉ҙӤҴқ



Strategic Opportunity
and

Intelligent Risk



Strategic Opportunity & Intelligent Risk

46

STRATEGIC OPPORTUNITIES : őŀĔŅĽŏĝŇĚĔĸĵŋĪīƢ

ľĴŅĵĩŉĚȮĳŅıŀĬŅėĨĽŜŅľĶńĭįĸŇĨĳńĦĤƢȮĭĶŇĔŅĶȮĔĶŃĭĺĬĔŅĶȮ
ĶŌĮŐĭĭĔŅĶħŜŅŏĬŇĬīŋĶĔŇěȮ&ĶĺĴĪńŘĚıńĬīĴŇĨĶĪŅĚīŋĶĔŇě'ȮľĶŊŀĨĸŅħ
ŒľĴƞľĶŊŀĪňŗŏĮĸňŗĵĬŐĮĸĚœĮ
ĳŅıŀĬŅėĨħńĚĔĸƞŅĺŏĔŇħěŅĔĔŅĶėŇħĬŀĔĔĶŀĭȮĔŅĶĶŃħĴ

ĽĴŀĚȮĔŅĶŒĝƟĮĶŃőĵĝĬƢěŅĔėĺŅĴĭńĚŏŀŇĠȮĔĶŃĭĺĬĔŅĶĺŇěńĵŐĸŃ
ĽĶƟŅĚĬĺńĨĔĶĶĴȮĔŅĶĮĶŃĴŅĦŀĵƞŅĚĜňĔŐĬĺěŅĔĽĳŅıĮƤěěŋĭńĬȮ
ŐĸŃŐĬĺĪŅĚŀŊŗĬȮŕȮŏıŊŗŀĴŀĚŀĬŅėĨĪňŗŐĨĔĨƞŅĚŀŀĔœĮ
ĔŅĶŏĔŇħėĺŅĴėŇħȮĪňŗĬŜŅœĮĽŌƞőŀĔŅĽŏĝŇĚĔĸĵŋĪīƢȮĴńĔŏĔŇħěŅĔ

ĽĳŅıŐĺħĸƟŀĴĪňŗĔĶŃĨŋƟĬŒľƟŏĔŇħėĺŅĴėŇħŀĵƞŅĚŀŇĽĶŃőħĵœĴƞĩŌĔĝňŘĬŜŅ
ĔŅĶŏĸŊŀĔĺƞŅěŃħŜŅŏĬŇĬĔŅĶĨŅĴőŀĔŅĽŏĝŇĚĔĸĵŋĪīƢŒħȮĨƟŀĚ

ıŇěŅĶĦŅĩŉĚȮėĺŅĴŏĽňŗĵĚĽńĴıńĪīƢȮ&Relative Risk) ħƟŅĬĔŅĶŏĚŇĬŐĸŃ
ħƟŅĬŀŊŗĬȮŕȮěŅĔĬńŘĬěŉĚĨńħĽŇĬŒěŀĵƞŅĚĶŀĭėŀĭȮ&ĬŜŅĴŅĽŌƞőŀĔŅĽĜĸŅħ
ŏĽňŗĵĚĕŀĚŀĚėƢĔĶ'

INTELLIGENT RISKS: őŀĔŅĽĜĸŅħŏĽňŗĵĚ

ľĴŅĵĩŉĚȮőŀĔŅĽĪňŗěŃœħƟĶńĭĮĶŃőĵĝĬƢĴňĽŌĚĔĺƞŅőŀĔŅĽĪňŗěŃŏĔŇħėĺŅĴ
ŏĽňĵľŅĵȮľĶŊŀľŅĔœĴƞĬŜŅőŀĔŅĽĬńŘĬĴŅıŇěŅĶĦŅěŃĭńŗĬĪŀĬėĺŅĴĽŜŅŏĶŖěŒĬ
ŀĬŅėĨĕŀĚŀĚėƢĔĶȮĔŅĶŒĝƟőŀĔŅĽĜĸŅħŏĽňŗĵĚȮŀĚėƢĔĶĨƟŀĚĽŅĴŅĶĩĵŀĴĶńĭ
ėĺŅĴĸƟĴŏľĸĺȮŐĸŃŀĚėƢĔĶĨƟŀĚĵŀĴĶńĭĺƞŅœĴƞĽŅĴŅĶĩėŅħľĺńĚŒľƟŏĔŇħ
ĬĺńĨĔĶĶĴľŅĔħŜŅŏĬŇĬĔŅĶŏĜıŅŃŏĶŊŗŀĚĪňŗĴňőŀĔŅĽĽŜŅŏĶŖěŏĪƞŅĬńŘĬȮŒĬĶŃĵŃ
ŏĶŇŗĴĨƟĬȮŀĚėƢĔĶĨƟŀĚĸĚĪŋĬŒĬŏĶŊŗŀĚĪňŗĴňőŀĔŅĽĽŜŅŏĶŖěȮŐĸŃŒĬĕĦŃŏħňĵĺĔńĬĨƟŀĚ
ĨĶŃľĬńĔĩŉĚėĺŅĴĸƟĴŏľĸĺĪňŗŀŅěŏĔŇħĕŉŘĬœħƟ,
ĶŃħńĭĕŀĚėĺŅĴŏĽňŗĵĚĪňŗěŃĶńĭœħƟŀŅěŐĨĔĨƞŅĚĔńĬĨŅĴěńĚľĺŃŐĸŃĶŃħńĭ

ĕŀĚĳńĵėŋĔėŅĴŐĸŃőŀĔŅĽŒĬīŋĶĔŇěȮĽŜŅľĶńĭīŋĶĔŇěĪňŗĴňĔŅĶŏĮĸňŗĵĬŐĮĸĚŀĵƞŅĚ
ĶĺħŏĶŖĺŒĬŏĶŊŗŀĚįĸŇĨĳńĦĤƢŒľĴƞȮľĶŊŀĔĶŃĭĺĬĔŅĶŒľĴƞȮľĶŊŀĶŌĮŐĭĭĪŅĚīŋĶĔŇě
ŒľĴƞȮŀĚėƢĔĶěŜŅŏĮƦĬĨƟŀĚĸĚĪŋĬħƟŅĬĪĶńıĵŅĔĶĴŅĔĔĺƞŅīŋĶĔŇěĪňŗĴńŗĬėĚŐĸƟĺȮĞŉŗĚ
ŒĬīŋĶĔŇěĮĶŃŏĳĪľĸńĚĬňŘȮŀĚėƢĔĶĵńĚėĚĨƟŀĚŏİƚŅĨŇħĨŅĴȮĽŜŅĶĺěĔŅĶŏĨŇĭőĨŐĸŃ
ĔŅĶŏĮĸňŗĵĬŐĮĸĚȮŐĨƞőħĵĽƞĺĬĴŅĔĴńĔĴňŐĬĺőĬƟĴĪňŗěŃŒĝƟĪĶńıĵŅĔĶĬƟŀĵĔĺƞŅ,



Strategic 
Opportunity

Risk/Opportunity 
Assessment

Chance

Customer/
Stakeholder

Environmental Scan 
(SWOT)

Innovation/
Improvement 

Activity

Intelligent Risk

Strategic Planning Process

New Business Model/
Work System/
Work Process

New Product/Service New Technology/
Materials

ETCΧ

ÅPilot Project
ÅProject Feasibility Study
ÅVenture Capital
ÅSand Box
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SOp& IR ĂÚÂäñÛèÚÂóäØČóĀÝÚãùØÙéóëÖä°

SOp& IR 



2.1 ҃ 3 ҃ҥҲҜҩқ҃ҴҥҩҶҾ҆ҥҴҲҭӨҿҧҲҠҶҊҴҥҕҴ҃ӋҴҭқҖ҃ҧҤҺҙҚӨ

1. ҃ӋҴҭқҖ҄ӥүңһҧҬҴҥҬқҾҙҪҿҧҲҝҳҊҊҳҤқӋҴҾ҄ӥҴҙҷӆҗӥү҉҃ҴҥҝҥҲ҃үҜӁқ҃ҴҥҩҶҾ҆ҥҴҲҭӨ
2. ҃ӋҴҭқҖҞһӥҥҳҜҞҶҖҌүҜӁқ҃ҴҥҥҩҜҥҩң҄ ӥүңһҧҙҷӆ҃ӋҴҭқҖӁҭӥҌҳҖҾҊқ
3. ҃ӋҴҭқҖҩҶҚҷ҃ҴҥҩҶҾ̓ҥҴҲҭӨҙҷӆҊҲӁҌӥ ҾҠҹӆүҝҥҲ҃үҜӁқ҃ҥҲҜҩқ҃ҴҥҩҴ҉ҿҞқ҃ҧҤҺҙҚӨӁқ҄ҳӇқҗүқҙҷӆӂҖӥ҃ӋҴҭқҖӂҩӥ ҥҩңҘҸ҉ҞһӥҙҷӆҥҳҜҞҶҖҌүҜӁқ҃ҴҥҩҶҾ҆ҥҴҲҭ
4. қӋҴҞҧ҃ҴҥҩҶҾ̓ҥҴҲҭӨӂҝӁҌӥӁқ҃ҴҥҩҴ҉ҿҞқ҃ҧҤҺҙҚӨ ҙҳӇ҉Ӂқ҄ҳӇқҗүқ҄ү҉҃ҴҥӂҖӥңҴҍҸӆ҉̓ҩҴңҙӥҴҙҴҤҾҌҶ҉҃ҧҤҺҙҚӨ ̓ҩҴңӂҖӥҾҝҥҷҤҜҾҌҶ҉҃ҧҤҺҙҚӨ ҬңҥҥҘқҲҭҧҳ҃҄ү҉ү҉̓ Ө҃ҥ ҿҧҲ
Ӏү҃ҴҬҾҌҶ҉҃ҧҤҺҙҚ
5. ҠҶҊҴҥҕҴ҃ӋҴҭқҖ҃ҧҤҺҙҚӨ҄ү҉ү҉҆Ө҃ҥҊҴ҃҄ӥүңһҧ҃ҴҥҩҶҾ҆ҥҴҲҭӨҾҭҧӤҴқҳӇқ



Strategic Objectives
and

Strategic Goals



52Øöćâó : IRDP
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Øöćâó : IRDP
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StrategyMap / HOUSE



StrategyMap

58Øöćâó : IRDP



Öòèîã¬óÈĀÝÚØöćÂæãùØÙ° ÃîÈëóãÂóäÛõÚ ÿÌóØ°ÿèëÖ° Āîä°ăæÚ°

îòÖäóìâùÚÿèöãÚÃ÷ĈÚ/æÈÃîÈ
ÿÅäøćîÈÛõÚÉóÂáóÅßøĈÚÕõÚÿäĆè

îîÂÿÕõÚØóÈ
ăÕ­ÖäÈÿèæóäóÅóÖòĊè×úÂØöćëùÕ

Õ÷ÈÕúÕĀæñ
äòÂêóæúÂÅ­ó

ÿßõćâäóãăÕ­æÕÉČóÚèÚ
ÿÅäøćîÈÛõÚ

ÂČóăäĀæñîòÖäóÝæÖîÛĀØÚ
Ö¬îëõÚØäòßã°ëùØÙõÿßõćâÃ÷ĈÚ

ĀÚèÂæãùØÙ° : ÛäõìóäÉòÕÂóäîã¬óÈÿÜĆÚÿæõé

ĀÝÚØöćÂæãùØÙ°
Strategy Map

ßÚòÂÈóÚáóÅßøĈÚÕõÚØČóÈóÚ
ëîÕÅæ­îÈÂòÛÂæãùØÙ°ÃîÈîÈÅ°Âä

ÂóäÿÈõÚ

æúÂÅ­ó

ÂäñÛèÚ
ÂóäáóãĂÚ

îÈÅ°Âä
Āæñ
ÂóäÿäöãÚäú­

ҩҳҗҘҺҝҥҲҬ҉҆ӨҖҳҌқҷҌҷӮҩҳҖ Ҿҝӥ ҴҭңҴҤҿҞқ҉ҴқҾҥҶӆңҗӥқ

ÅүҳҗҥҴҭңҺқҾҩҷҤқ
҄ҸӇқ/ҧ҉҄ү҉
Ҿ҆ҥҹӆү҉ҜҶқҊҴ҃
ҢҴ҆ҠҹӇқҖҶқҾҥӅҩ

ÅҾҩҧҴҙҷӆӁҌӥҜқ
ҢҴ҆ҠҹӇқҖҶқ

ÅүҳҗҥҴҾ҆ҥҹӆү҉
үү҃ҾҖҶқ
ҙҴ҉җҥ҉ҾҩҧҴ

Å30 қҴҙҷ

Å90%

ÅҿҞқҾҠҶӆң
ҝҥҲҬҶҙҚҶҢҴҠ
Ҭһ҉ҬҺҖӁқ҃Ҵҥ
ҙӋҴ҉ҴқҢҴ҆ҠҹӇқҖҶқ

èòÖ×ùÜäñëÈÅ°:
ÝææòßÙ°ØöćÖ­îÈÂóä
ÉóÂÂóäÕČóÿÚõÚ
ÂæãùØÙ°Åøîîñăä

ÕòËÚöËöĈèòÕ:

ÝæÂóäÜÐõÛòÖõ
ÈóÚ ÿÜĆÚăÜ
ÖóâèòÖ×ùÜäñ
ëÈÅ°ìäøîăâ¬?

ÿÜ­óìâóã:

äñÕòÛÝæÂóä
ÜÐõÛòÖõÈóÚ
ìäøîîòÖäó
ÂóäÜäòÛÜäùÈ
ØöćÖ­îÈÂóä

ĀÝÚÈóÚÿäõćâÖ­Ú:
ĀÝÚÜÐõÛòÖõÂóä
ìæòÂÿßøćîĂì­
ÛääæùÿÜ­óìâóã

O M T I



Objective(èòÖ×ùÜäñëÈÅ°) Measure (ÕòËÚöËöĈèòÕ) Target 
(ÿÜ­óìâóã)

Initiatives (ĀÝÚÈóÚÿäõćâÖ­Ú)

Õ­óÚÂóäÿÈõÚ

¶ÂČóăäÿßõćâÃ÷ĈÚ
¶ÿßõćâäóãăÕ­
¶æÕÉČóÚèÚÿÅäøćîÈÛõÚ

¶îòÖäóÂóäÿÖõÛāÖÃîÈÂČóăä
¶îòÖäóÂóäÿÖõÛāÖÃîÈäóãăÕ­
¶îòÖäóÂóäæÕÃîÈÉČóÚèÚÿÅäøćîÈÛõÚ

¶30%
¶20%
¶5%

-

-

-

Õ­óÚæúÂÅ­ó

¶îîÂÿÕõÚØóÈăÕ­ÖäÈÿèæó

¶äóÅóÖòĊè×úÂØöćëùÕ

¶ÝæÂóäÉòÕîòÚÕòÛÕ­óÚÂóäÿÕõÚØóÈ×÷ÈØöćìâóã
ÖäÈÿèæó āÕãëâóÅâÂóäÛõÚîÿâäõÂó

¶ÝæÂóäÉòÕîòÚÕòÛāÕãæúÂÅ­óÉóÂÂóäëČóäèÉÖæóÕ

¶îòÚÕòÛØöć 1

¶îòÚÕòÛØöć 1

¶ÂóäÛäõìóäÅùÔáóß

¶ĀÝÚæúÂÅ­óëòâßòÚÙ°

Õ­óÚÂäñÛèÚÂóäáóãĂÚ
¶îòÖäóÂóäìâùÚÿèöãÚÃ÷ĈÚ/æÈÃîÈ
ÿÅäøćîÈÛõÚÉóÂáóÅßøĈÚÕõÚ

¶ÿèæóØöćĂË­ÛÚáóÅßøĈÚÕõÚ¶30ÚóØö ¶ĀÝÚÿßõćâÜäñëõØÙõáóßëúÈëùÕĂÚÂóä
ØČóÈóÚáóÅßøĈÚÕõÚ

Õ­óÚîÈÅ°ÂäĀæñÂóäÿäöãÚäú­
¶ßÚòÂÈóÚáóÅßøĈÚÕõÚØČóÈóÚ
ëîÕÅæ­îÈÂòÛÂæãùØÙ°ÃîÈîÈÅ°Âä

¶%ÃîÈßÚòÂÈóÚáóÅßøĈÚÕõÚØöćăÕ­×øîìù­ÚÃîÈÛäõêòØð
¶%ÃîÈßÚòÂÈóÚØöćăÕ­äòÛÂóäÞ÷ÂîÛäâ

¶ÜöØöć1 : 70%
¶ÜöØöć2: 90%
¶ÜöØöć3 : 100%

¶ĀÝÚë¬ÈâîÛÿîÂëóäëõØÙõÂóä×øîìù­ÚÃîÈ
ÛäõêòØĀÂ¬ßÚòÂÈóÚ(Stock Option Plan)
¶ĀÝÚÂóäÞ÷ÂîÛäâßÚòÂÈóÚ

Öòèîã¬óÈ ScorecardÃîÈëóãÂóäÛõÚ ÿÌóØ°ÿèëÖ° Āîä°ăæÚ°
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ÂóäØÕëîÛëââÖõÑóÚÃîÈĀÝÚØöćÂæãùØÙ°

Max. Profit

Increase Revenue
Reduce Cost

Increase revenue from New Customer
Increase revenue per Customer

Customer Acquisition Customer Satisfaction

Product QualityFast Service
On-time Delivery

Production ProcessCustomer Management ProcessLogistic Process

Skill PersonnelMotivated Culture Excellent IT/IS

Financial 

Perspective

Customer

Perspective

Internal 

Process

Perspective

Learning &

Growth 



Strategy House

äúÜáóßĀëÕÈ ÿÜ­óÜäñëÈÅ° Øöćä­îãÿäöãÈÿËøćîâāãÈÂòÚ 

ĀëÕÈĂì­ÿìĆÚ×÷È ĀÚèãùØÙéóëÖä° ØöćÉñÕČóÿÚõÚÂóä

ÿßøćîĂì­Ûääæù ÿÜ­óÜäñëÈÅ° ĂÚĀÖ¬æñâùââîÈ / ÜäñÿÕĆÚØöćÉñâù¬ÈÿÚ­Ú

ĀæñÛääæù èõëòãØòéÚ° ĂÚØöćëùÕ
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2.2 ҃ 2 ҃ҥҲҜҩқ҃ҴҥқӋҴҿҞқҝґҶҜҳҗҶ҃ҴҥӂҝҝґҶҜҳҗҶ

ÅҙӤҴқүҴҊӁҌӥ҃ҴҥҊҳҖҙӋҴҿҞқҙҷӆ҃ҧҤҺҙҚӨ ҿҧҲ Balanced Scorecard ҥҲҖҳҜ
ү҉҆Ө҃ҥ ҿҧӥҩҘӤҴҤҙүҖҧ҉ӂҝҾҝӅқҌҳӇқӄҾҭңҹүққӋӇҴҗ҃ҊқҙҳӆҩҙҳӇ҉ү҉̓Ө҃ҥ җҴң
ҥһҝҿҜҜҙҷӆ Kaplan ҃ ҳҜ Norton  ҭҥҹүүҴҊӁҌӥҿқҩҙҴ҉ Hoshin Kanri
ҘӤҴҤҙүҖҧ҉ӂҝҾҝӅқҌҳӇқӄҞӤҴқ x-matrix
ÅҙӤҴқҗӥү҉ҙӋҴӁҭӥҿқӤӁҊҩӤҴ ӁқҥҲҭҩӤҴ҉҃ҴҥҘӤҴҤҙүҖҧ҉ӂҝҿҗӤҧҲҌҳӇқ Ҥҳ҉̓҉Ҿ҃ҶҖ
҃ҴҥҜһҥҕҴ҃ҴҥҥҲҭҩӤҴ҉ҩҳҗҘҺҝҥҲҬ҉҆Ө ҾҝӥҴҭңҴҤ ҿҧҲҿҞқ҉ҴқҗҧүҖҾҩҧҴ
ÅҾңҹӆүҊҜӀ҆ҥ҉҃Ҵҥҿҧӥҩ ҊҲҗӥү҉ңҷ҃ҧӂ҃Ӂқ҃ҴҥҬӤ҉ңүҜӁҭӥ҃ ҧҴҤҾҝӅқ҉ҴқҝҥҲҊӋҴ
ҭҥҹүӁқҜҴ҉҃ҥҕҷ ҾҌӤқ ҃ҴҥҾҝҶҖҗҧҴҖӁҭңӤ үҴҊңҷ҃ҴҥҗҳӇ҉ҭқӤҩҤ҉ҴқҾҠҶӆңҾҗҶң
҄ҸӇқңҴҥҳҜҞҶҖҌүҜүҤӤҴ҉ҾҝӅқҙҴ҉҃Ҵҥ ҾҝӅқҗӥқ
ÅҭҧҴҤү҉҆Ө҃ҥҿҜӤ҉҉ҜҝҥҲңҴҕүү҃ҾҝӅқ 3 ҖӥҴқ ӂҖӥҿ҃Ӥ ҉ҜҖӋҴҾқҶқ҃Ҵҥ 
(Operating Expenditure) ҉Ҝҧ҉ҙҺқ (Capital Expenditure) ҿҧҲ
҉ҜҝҥҲңҴҕҾҠҹӆүҬӤ҉ҾҬҥҶңӀ̓ҥ҉҃ҴҥӁҭңӤӄҾҌҶ҉҃ҧҤҺҙҚӨ (Strategic
Expenditure) ҭҥҹүқҩҳҗ҃ҥҥң҄ү҉ү҉̓Ө҃ҥ ҍҸӆ҉ҙӤҴқ̓ҩҥ҃ӋҴҭқҖҭҧҳ҃Ҿ҃ҕғӨҙҷӆ
ҌҳҖҾҊқӁқ҃ҴҥҊҳҖҬҥҥҙҥҳҠҤҴ҃ҥ ӀҖҤӁҭӥ̓ҩҴңҬӋҴ̓ҳҏ҃ ҳҜӀ̓ҥ҉҃Ҵҥҙҷӆңҷ
Ҟҧ҃ҥҲҙҜҬһ҉җӤү҃ҴҥҜҥҥҧҺ̓ҩҴңҬӋҴҾҥӅҊ҄ү҉ү҉҆Ө҃ҥ
ÅҟӤҴҤ҃ҴҥҾ҉Ҷқҗӥү҉ңҷ҃ҴҥҩҶҾ̓ҥҴҲҭӨҙҷӆңҷҝҥҲҬҶҙҚҶҢҴҠ үҴҙҶ ҩҶҾ҆ҥҴҲҭӨҥ҃ҲҿҬҾ҉Ҷқ
ҬҖ ҥҴҤҥҳҜҬҺҙҚҶ ҭқҷӇҬҶқҭңҺқҾҩҷҤқҗӤүҬҶқҙҥҳҠҤӨҭңҺқҾҩҷҤқ ҾҝӅқҗӥқ қү҃ҊҴ҃қҷӇ 
ҊҲҗӥү҉ңҷ҃ҴҥҩҶҾ҆ҥҴҲҭӨ҃Ҵҥҧ҉ҙҺқҙҷӆҊҲҙӋҴӁҭӥҿҞқҝґҶҜҳҗҶ҃ҴҥҜҥҥҧҺҞҧҾҌӤқ 
ҞҧҗүҜҿҙқ҃Ҵҥҧ҉ҙҺқ (ROI) ҞҧҗүҜҿҙқҗӤүҾ҉Ҷқҧ҉ҙҺқ (ROIC) ңһҧ҆ӤҴ
ҝҳҊҊҺҜҳқҬҺҙҚҶ (NPV) Internal Return Rate (IRR) ҾҝӅқҗӥқ
ÅҙӤҴқҊҲҗӥү҉ңҷ҃ҥҲҜҩқ҃ҴҥҊҳҖ҃Ҵҥ̓ҩҴңҾҬҷӆҤ҉ҖӥҴқ҃ҴҥҾ҉ҶқҿҧҲҖӥҴқүҹӆқҙҷӆ
Ҿ҃ҷӆҤҩ҃ҳҜҿҞқ ҾҠҹӆүҙӋҴӁҭӥңҳӆқӁҊҘҸ҉҆ҩҴңңҳӆқ҆҉ҙҴ҉҃ҴҥҾ҉Ҷқ (Financial 
Viability) ү҄҉ү҉̓Ө҃ҥ ҾҌӤқ ̓ҩҴңҾҬҷӆҤ҉ҖӥҴқүҳҗҥҴҿҧ҃ҾҝҧҷӆҤқ ҖӥҴқҬҢҴҠ
҆ҧӤү҉ҙҴ҉҃ҴҥҾ҉Ҷқ ҖӥҴқ҃ҴҥҊҳҖ҃Ҵҥҧһ҃ҭқҷӇ/ҾҊӥҴҭқҷӇ ҖӥҴқ҃ҴҥҜҥҶҭҴҥҬҶқҙҥҳҠҤӨ
ҙҷӆңҷүҤһӤ ҖӥҴқҗӥқҙҺқҙҴ҉҃ҴҥҾ҉Ҷқ



Action Plan
and

Implementation
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ÂóäĀÜæÈÂæãùØÙ°ëú¬ĀÝÚÜÐõÛòÖõÂóä

ÿÜ­óÜäñëÈÅ°

Objective

ÖòèËöĈèòÕ

Measure

ÿÜ­óìâóã

Target

ĀÝÚÈóÚÿäõćâÖ­Ú/

ÂæãùØÙ°

ĀÝÚÈóÚÿäõćâÖ­Ú/

ÂæãùØÙ°

ĀÝÚÜÐõÛòÖõÂóä

Action Plan

Ýú­äòÛÝõÕËîÛ

Person in charge

ÂČóìÚÕĀæ­èÿëäĆÉ

Due

O-M-T-I

ACTION PLAN
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ÿÜ­óÜäñëÈÅ°

(Objective)

ÖòèËöĈèòÕ

(Measures)

Å¬óÜòÉÉùÛòÚ

(Baseline)

ÿÜ­óìâóã

(Target)

ĀÝÚÈóÚÿäõćâÖ­Ú/

ÂæãùØÙ°

ÿßõćâÅèóâ

ËČóÚóÎÃîÈ

ßÚòÂÈóÚ

%ßÚòÂÈóÚØöćëČóÿäĆÉìæòÂëúÖä

ÂóäßòÓÚóßÚòÂÈóÚÖ¬î

ßÚòÂÈóÚØòĈÈìâÕ

90% 100% ßòÓÚóìæòÂëúÖä

Þ÷ÂîÛäâĂì­ÿÃ­ó×÷È

ßÚòÂÈóÚØùÂäñÕòÛ

ĀÝÚÜÐõÛòÖõÂóä

(Action Plan)

ìÚ¬èãÃîÈÈóÚ / 

ÂõÉÂääâ

(Action Steps)

äñãñÿèæó

ÿäõćâÖ­Ú -ëõĈÚëùÕ

ìÚ¬èãÈóÚ

äòÛÝõÕËîÛ

ÈÛÜäñâóÔÝææòßÙ°ÃîÈÂõÉÂääâ

ßòÓÚóìæòÂëúÖä

Þ÷ÂîÛäâÝ¬óÚ

äñÛÛîîÚăæÚ°

äñÛùÃöÕ

Åèóâëóâóä×Øöć

Ö­îÈăÕ­äòÛÂóä

ßòÓÚó

2ëòÜÕóì°

¦¦¦¦¦¦¦¦

Þ¬óãÛùÅÅæĀæñ

ìòèìÚ­óë¬èÚÈóÚ

ăÕ­äóãÂóäÃöÕ

Åèóâëóâóä×ØöćÖ­îÈ

ăÕ­äòÛÂóäßòÓÚóÃîÈ

ßÚòÂÈóÚØùÂÖČóĀìÚ¬È

áóãĂÚ¦

ÂóäĀÜæÈÂæãùØÙ°ëú¬ĀÝÚÜÐõÛòÖõÂóä
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ĀÝÚÜÐõÛòÖõÂóä

(Action Plan)

ìÚ¬èãÃîÈÈóÚ /

ÂõÉÂääâ

(Action Steps)

äñãñÿèæó

ÿäõćâÖ­Ú -ëõĈÚëùÕ

ìÚ¬èãÈóÚ

äòÛÝõÕËîÛ

ÈÛÜäñâóÔÝææòßÙ°ÃîÈÂõÉÂääâ

ßòÓÚóìæòÂëúÖä

Þ÷ÂîÛäâÝ¬óÚ

äñÛÛîîÚăæÚ°

1. äñÛùÃöÕ

Åèóâëóâóä×ØöćÖ­îÈ

ăÕ­äòÛÂóäßòÓÚó

2ëòÜÕóì°

¦¦¦¦¦¦¦¦

Þ¬óãÛùÅÅæĀæñ

ìòèìÚ­óë¬èÚÈóÚ

ăÕ­äóãÂóäÃöÕ

Åèóâëóâóä×ØöćÖ­îÈ

ăÕ­äòÛÂóäßòÓÚóÃîÈ

ßÚòÂÈóÚØùÂÖČóĀìÚ¬È

áóãĂÚ¦

2. ßòÓÚóìæòÂëúÖä 4ëòÜÕóì°

¦¦¦¦

Þ¬óãÛùÅÅæØòĈÈāÅäÈÂóä

500,000

ÛóØ

ÉČóÚèÚìæòÂëúÖäØöćÝ¬óÚ

ÂóäîÚùâòÖõ

3. ëääìó

ÿØÅāÚāæãöØöć

ÿìâóñëâ

1ëòÜÕóì°

¦¦¦¦

Þ¬óãÛùÅÅæĀæñ

ë¬èÚÈóÚ

ëóäëÚÿØé

ăÕ­ÿØÅāÚāæãöØöćÿÃ­óÂòÚ

ăÕ­ÂòÛäñÛÛÃîÈÛäõêòØ

áóãĂÚ....

4.ÖõÕÖòĈÈäñÛÛ

ÖõÕÖóâÝæØÕæîÈ

äñÛÛ

4ëòÜÕóì°

¦¦¦¦

Þ¬óãÛùÅÅæĀæñ

ë¬èÚÈóÚ

ëóäëÚÿØé

ìæòÂëúÖäîîÚăæÚ°

ëóâóä×ĂË­ÈóÚăÕ­

áóãĂÚ...

ÂóäĀÜæÈÂæãùØÙ°ëú¬ĀÝÚÜÐõÛòÖõÂóä



Öòèîã¬óÈ: ĀÝÚÜÐõÛòÖõÂóä
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PDCA ìÚ¬èãÃîÈÈóÚ/
ÂõÉÂääâ/

ĀÝÚ/
ÉäõÈ

äñãñÿèæó (ëòÜÕóì°) Ýú­äòÛÝõÕËîÛ ÈÛÜäñ
âóÔ

ÝææòßÙ°
1 2 3 4 5 6 7 8 9 10

Plan (P) 1. äñÛùÃöÕ
Åèóâëóâóä×Øöć
Ö­îÈßòÓÚó

ĀÝÚ Þ¬óãÛùÅÅæĀæñ
ìòèìÚ­óë¬èÚÈóÚ

- ăÕ­äóãÂóäÃöÕ
Åèóâëóâóä×ØöćÖ­îÈ
ßòÓÚóÃîÈßÚòÂÈóÚØùÂ
ÖČóĀìÚ¬ÈáóãĂÚ¦

ÉäõÈ
2. ßòÓÚóìæòÂëúÖäĀÝÚ Þ¬óãÛùÅÅæ5,000 

ÛóØ
ÉČóÚèÚìæòÂëúÖäØöćÝ¬óÚ
ÂóäîÚùâòÖõ

ÉäõÈ
Do (D) 3. ëääìó

ÿØÅāÚāæãöØöć
ÿìâóñëâ

ĀÝÚ Þ¬óãÛùÅÅæĀæñë¬èÚ
ÈóÚëóäëÚÿØé

350,000 
ÛóØ

ăÕ­ÿØÅāÚāæãöØöćÿÃ­óÂòÚ
ăÕ­ÂòÛäñÛÛÃîÈÛäõêòØ
áóãĂÚ....

ÉäõÈ
Check (C), 
Act (A)

4.ÖõÕÖòĈÈäñÛÛ
ÖõÕÖóâÝæ
ØÕæîÈäñÛÛ

ĀÝÚ Þ¬óãÛùÅÅæĀæñë¬èÚ
ÈóÚëóäëÚÿØé

10,000 
ÛóØ

ìæòÂëúÖäîîÚăæÚ°
ëóâóä×ĂË­ÈóÚăÕ­
áóãĂÚ...

ÉäõÈ

ËøćîĀÝÚÈóÚÿäõćâÖ­Ú: ßòÓÚóìæòÂëúÖäÞ÷ÂîÛäâĂì­ÿÃ­ó×÷ÈßÚòÂÈóÚØùÂäñÕòÛ
ËøćîĀÝÚÜÐõÛòÖõÂóä: ĀÝÚßòÓÚóìæòÂëúÖäÞ÷ÂîÛäâÝ¬óÚäñÛÛîîÚăæÚ°
ÿÜ­óÜäñëÈÅ°: ÿßõćâÅèóâËČóÚóÎßÚòÂÈóÚ
ÖòèËöĈèòÕ: %ßÚòÂÈóÚØöćëČóÿäĆÉìæòÂëúÖäÂóäßòÓÚóßÚòÂÈóÚÖ¬îßÚòÂÈóÚØòĈÈìâÕÅ¬óÿÜ­óìâóã: 100%
èòÚØöćÿäõćâÖ­Ú-ëõĈÚëùÕÃîÈĀÝÚ : ÂùâáóßòÚÙ° 2554 ςÿâêóãÚ 2554

1 Ã­îâúæØòćèăÜÃîÈĀÝÚ

2 äóãæñÿîöãÕÃîÈĀÝÚ

1

2



ResourceAllocation
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ÂóäÉòÕæČóÕòÛÅèóâëČóÅòÎÃîÈÜòÉÉòãÚČóÿÃ­óÃîÈÂóäÉòÕëääØäòßãóÂä

Øöćâó : IRDP
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Plan Integration
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ÿËøćîâāãÈĀÝÚãùØÙéóëÖä°ÂòÛĀÝÚîøćÚą
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ÿËøćîâāãÈĀÝÚãùØÙéóëÖä°ÂòÛĀÝÚîøćÚą

ҿҞқҿңӤҜҙ
Supply Chain

ҿҞқҿңӤҜҙ
Digital/IT

ҿҞқҿңӤҜҙ
KM

ҿҞқҿңӤҜҙ
HR



ĀÚèØóÈÂóäÿËøćîâāãÈĀÝÚãùØÙéóëÖä°ÂòÛĀÝÚîøćÚą

ÜäñÿâõÚë×óÚÂóäÔ°ÜòÉÉùÛòÚÂČóìÚÕèõëòãØòéÚ° ßòÚÙÂõÉ Å¬óÚõãâ

ÂČóìÚÕÜäñÿÕĆÚãùØÙéóëÖä° ÿÜ­óìâóã

ÿËõÈãùØÙéóëÖä° ÜäñÿÕĆÚÂóäÿÜæöćãÚĀÜæÈ

ÉòÕØČóĀÝÚØöćãùØÙéóëÖä°

ÂČóìÚÕÖòèËöĈèòÕ Å¬óÿÜ­óìâóã ĀÝÚÈóÚÿäõćâÖ­Ú

ĀÝÚÂóä

ÖæóÕ

ĀÝÚÛäõìóä

ØäòßãóÂä

ÛùÅÅæ

ĀÝÚ

Āâ¬ÛØ

IT ĀÝÚÈÛÜäñâóÔĀÝÚÛäõìóäÅèóâÿëöćãÈ

ĀÝÚÂóä

äñÕâØùÚ
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EXAMPLEStrategy Deployment
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Strategy House

SO1: ÿßõćâÂóäÿÃ­ó×÷ÈĀæñ
ëä­óÈĀäÈÉúÈĂÉĂÚÂóäÿÃ­óëú¬

äñÛÛÛČóÛòÕ

SO2: ßòÓÚóäñÛÛÛäõÂóä
ÛČóÛòÕ/àøĈÚàúÖóâService Plan

SO8: Ü­îÈÂòÚĀæñÅèÛÅùâ
Ýú­ÿëßäóãĂìâ¬ĀæñÿëßÌČĈó

SO6:ßòÓÚó/ÿßõćâÜäñëõØÙõ 
áóßäñÛÛÂóäÛČóÛòÕĀæñ
ÖõÕÖóâÝú­Ü¬èããóÿëßÖõÕ

SO7 : ÿëäõâëä­óÈÂóäâöë¬èÚ
ä¬èâÃîÈáóÅöÿÅäøîÃ¬óãØòĈÈ
áóãĂÚĀæñÚîÂëÙ.

SI4:ë¬ÈÿëäõâÂóäÜ­îÈÂòÚĀæñ
ÅèÛÅùâÖòèãóĀæñãóÿëßÖõÕ

SO4: ë¬ÈÿëäõâÂóäâöë¬èÚä¬èâ
ÃîÈáóÅöÿÅäøîÃ¬óãĂÚÂóä
ÛČóÛòÕàøĈÚàúÝú­Ü¬èããóÿëßÖõÕ

ĀÛÛ CBTx

SO5: ëÚòÛëÚùÚÂóäÃãóãßøĈÚØöć
ÕČóÿÚõÚÂóäÛČóÛòÕàøĈÚàúĀÛÛ 

CBTx

SO3: ßòÓÚó Law & Regulation 
ØöćÿîøĈîÖ¬îÂóäÿÃ­ó×÷ÈÂóä
ÛČóÛòÕäòÂêóàøĈÚàúÿËõÈäùÂ

SI2: ëÚòÛëÚùÚÂóäÛČóÛòÕ
àøĈÚàúÝú­Ü¬èããóÿëßÖõÕāÕã
ËùâËÚÿÜĆÚéúÚã°ÂæóÈ (CBTx)

SI1:ÿßõćâîòÖäóÂóäÿÃ­ó×÷ÈÛäõÂóä
Õ­óÚÂóäÛČóÛòÕ äòÂêóÝú­Ü¬èããó

ÿëßÖõÕ

NARCOTICS CONTROL MANAGEMENT CENTER , MOPH

SI3: ÿßõćâ Retention 
Rate

èõëòãØòéÚ°ËóÖõ

èõëòãØòéÚ°MOPH: 
ÛČóÛòÕàøĈÚàúĀæñ
æÕîòÚÖäóã

ÉóÂÝú­Ü¬èããóÿëßÖõÕ
ËòĈÚÚČóäñÕòÛîóÿÌöãÚ 

SO9: ßòÓÚóäñÛÛÂóäÿÞ­óäñèòÈ
ĀæñÅèÛÅùâÖòèãó ÿÅâöáòÔÒ°Āæñ
ëóäÖòĈÈÖ­ÚÖóâØöćÂâ.ÂČóìÚÕ

SO10: ÿßõćâÂóäÿÃ­ó×÷ÈÝæõÖáòÔÒ°
ãóÿëßÖõÕØóÈÂóäĀßØã°ĂÚ
Âæù¬âÿÜ­óìâóãáóãĂÖ­Âóä
ÅèÛÅùâÖòèãóÖóâ Ââ. ØöćÂČóìÚÕ

SI5: ÂóäÛäõìóäÉòÕÂóäîÈÅ°Âäëú¬ÅèóâÿÜĆÚÿæõé
SO11 :ßòÓÚóëâää×Úñ
ÛùÅæóÂäĂÚÿÅäøîÃ¬óãÂóä
ÛČóÛòÕäòÂêóàøĈÚàú

SO13 : ÛäõìóäÉòÕÂóäØäòßãóÂäÕ­óÚÂóä
ÛČóÛòÕäòÂêóàøĈÚàúîã¬óÈâöÜäñëõØÙõáóß 
(ÅÚ ÿÈõÚ ÃîÈ ×¬óãØîÕÚāãÛóã)

SO12 : ßòÓÚóÿØÅāÚāæãöĀæñ
ëóäëÚÿØéÿßøćîëÚòÛëÚùÚÂóä
ÛČóÛòÕäòÂêóàøĈÚàú



Strategic Issue Strategic Objectives Strategy Action Plan

ÉČóÚèÚÝú­ÿÃ­óäòÛ
ÂóäÛČóÛòÕäòÂêó

ÿßõćâîòÖäóÂóä
ÿÃ­ó×÷ÈÛäõÂóä
Õ­óÚÂóäÛČóÛòÕ
äòÂêó

ä­îãæñÃîÈÝú­Ü¬èããóÿëßÖõÕØöć
ÿÃ­óëú¬ÂäñÛèÚÂóäÛČóÛòÕāÕã
ëâòÅäĂÉ

SO1:.ÿßõćâÂóäÿÃ­ó×÷ÈĀæñ
ëä­óÈĀäÈÉúÈĂÉĂÚÂóäÿÃ­ó
ëú¬äñÛÛÛČóÛòÕ

ä­îãæñ äß. ØöćâöÅæõÚõÂ
ÛČóÛòÕäòÂêóãóÿëßÖõÕ

SO2:. ßòÓÚóäñÛÛÛäõÂóä
ÛČóÛòÕ/àøĈÚàúÖóâ Service 

Plan

ÂóäÜäñÂóéĀæñÛòÈÅòÛĂË­
ÂÏìâóãØöćÿîøĈîÖ¬îÂóä
ÛČóÛòÕäòÂêóàøĈÚàú

SO3:ßòÓÚó 
Law&RegulationØöćÿîøĈîÖ¬î
ÂóäÛČóÛòÕäòÂêóàøĈÚàúÿËõÈ

äùÂ

ÉČóÚèÚ äß. éúÚã°/ØòćèăÜØöćâöìîÝú­Ü¬èãĂÚÉõÖ
ÿèË

ÂóäÿÜõÕìîÝú­Ü¬èãĂÚÉõÖÿèËãóÿëßÖõÕ

ä­îãæñ äß. éúÚã°/ØòćèăÜ
ØöćÝ¬óÚHA ãóÿëßÖõÕ

HA ãóÿëßÖõÕ

- ÂÏìâóãĀâ¬Ý¬óÚ Åäâ
- ÉČóÚèÚÂÏìâóãæúÂ

îîÂÂÏìâóãĀâ¬Āæñ

ßòÓÚóÂÏìâóãæúÂ

ä­îãæñ äß. éúÚã°/ØòćèăÜØöćãòÈăâ¬
ÿÜõÕIPD ÉõÖÿèËăÕ­äòÛÂóä

ÜäñÿâõÚ

AP2-2 ÜäñÿâõÚéòÂãáóß

ÉòÕØČóÅú¬âøîĀÚèØóÈĀæ­èÿëäĆÉ

AP2-1 ßòÓÚóìæòÂÿÂÔÒ° 
Åú¬âøîĀÚèØóÈ

ÉČóÚèÚ äß. éúÚã°ØòćèăÜ
ØöćăÕ­äòÛÂóäßòÓÚó

AP2-3 ßòÓÚóë¬èÚÃóÕ
ĀæñØäòßãóÂä

ä­îãæñ äß. éúÚã°/ØòćèăÜØöćãòÈ
ăâ¬Ý¬óÚ HA ăÕ­äòÛÂóä
ÜäñÿâõÚ

AP2-4 ÜäñÿâõÚë¬èÚÃóÕ

ÉČóÚèÚ äß. éúÚã°/ØòćèăÜ Øöć
ăÕ­äòÛÂóäßòÓÚó

AP2-5 ßòÓÚóë¬èÚÃóÕ

ÉČóÚèÚ äß. éúÚã°/ØòćèăÜ
ØöćÃîäòÛÂóäÜäñÿâõÚ HA

AP2-6 ÜäñÿâõÚâóÖäÑóÚ
HA

ä­îãæñÃîÈÝú­ÿÃ­óäòÛÂóäÛČóÛòÕäòÂêóÿØöãÛ
ÿÜ­óìâóã

AP1-2 ÿßøćâÜäñëõØÙõáóßÂóäëøćîëóäÿËõÈäùÂ

ä­îãæñÃîÈÅäîÛÅäòèÂæù¬âÿÜ­óìâóãØöćâö
ØòéÚÅÖõĀæñâùââîÈØöćÕö

AP1-3 ÜäòÛØòéÚÅÖõĀæñâùââîÈÃîÈëòÈÅâ
ĀæñÅäîÛÅäòèĂÚÂóäÛČóÛòÕäòÂêóð

-ëòÕë¬èÚÃîÈÂæù¬âëâòÅäĂÉÿÃ­óäòÛÂóäÛČóÛòÕ
-ä­îãæñÃîÈÝú­äòÛÂóäÛČóÛòÕÉóÂÂóäÅ­Úìó
ÿËõÈäùÂ

ÂóäëøćîëóäÿËõÈäùÂÿßøćîÅ­Úìó
Âæù¬âÿÜ­óìâóã

-ÉČóÚèÚÂÐìâóãæČóÕòÛäîÈØöć
ÜäñÂóéÛòÈÅòÛĂË­

AP3-1 ÉòÕØČó Ââ.æČóÕòÛäîÈ

ä­îãæñÂæù¬âÿÜ­óìâóãØöćäòÛäú­
ĀæñÕČóÚÿÚõÚÂóäÖóâÂÐìâóã

ĀæñäñÿÛöãÛ

AP3-2 ëøćîëóäÂÏìâóãĀæñ
äñÿÛöãÛÃ­îÛòÈÅòÛ

ÉČóÚèÚâóÖäÂóä

ßòÓÚóâóÖäÂóäÿßøćîëä­óÈĀäÈÉúÈĂÉĂÚ
ÂóäÿÃ­óëú¬äñÛÛÂóäÛČóÛòÕ

AP1-1 ßòÓÚóâóÖäÂóäëä­óÈĀäÈÉúÈĂÉ

ä­îãæñÅèóâëČóÿäĆÉÃîÈâóÖäÂóä
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ÉČóÚèÚÝú­Ü¬èã
ãóÿëßÖõÕ
ăÕ­äòÛÂóäÕúĀæ
āÕãËùâËÚ
(ÿßõćâÃ÷ĈÚ)

ëÚòÛëÚùÚÂóä
ÛČóÛòÕàøĈÚàú
Ýú­Ü¬èããóÿëßÖõÕ
āÕãĂË­ËùâËÚ
ÿÜĆÚéúÚã°ÂæóÈ

CBTx

-ÉČóÚèÚÿÅäøîÃ¬óãØöć
ÉòÕÛäõÂóä CBTx
-ä­îãæñÅèóâëČóÿäĆÉ
ÃîÈÂóäßòÓÚóáóÅö
ÿÅäøîÃ¬óãĂì­âöë¬èÚä¬èâ
ĂÚÂóäÛČóÛòÕàøĈÚàú

SO4:. ë¬ÈÿëäõâÂóäâöë¬èÚ
ä¬èâÃîÈáóÅöÿÅäøîÃ¬óãĂÚ
ÂóäÛČóÛòÕàøĈÚàúĀÛÛ CBTx

ÉČóÚèÚßøĈÚØöćÛäõÂóä
äóãĂìâ¬ÖóâĀÚèØóÈ 

CBTx

SO5:. ëÚòÛëÚùÚÂóä
ÃãóãßøĈÚØöćÛäõÂóä
ÕČóÿÚõÚÂóäÂóäÛČóÛòÕ
àøĈÚàúĀÛÛ CBTx

äñÕòÛÅèóâëČóÿäĆÉÃîÈÂóä
ÂČóìÚÕÙääâÚúÎËùâËÚ

AP4-1:ÂóäÉòÕØČóÙääâÚúÎ
ËùâËÚÕ­óÚ ãóÿëßÖõÕ

ßòÓÚóÚāãÛóãëóÙóäÔñÕ­óÚÛČóÛòÕ
àøĈÚàúÝú­ĂË­ãóÿëßÖõÕāÕãĂË­ËùâËÚÿÜĆÚ

éúÚã°ÂæóÈ CBTx

äñÕòÛÅèóâëČóÿäĆÉĂÚÂóäÜäñÂóé
ÚāãÛóãëóÙóäÔñ

ÉČóÚèÚßøĈÚØöćÿÜ­óìâóãØöćâöÂóä
ßòÓÚóÂóäÛČóÛòÕàøĈÚàúĀÛÛ CBTx

ßòÓÚóáóÅöÿÅäøîÃ¬óãËùâËÚ Õ­óÚ
ÂóäÛČóÛòÕàøĈÚàúÝú­ĂË­ãóÿëßÖõÕāÕã
ĂË­ËùâËÚÿÜĆÚéúÚã°ÂæóÈ

ÉČóÚèÚßøĈÚØöćÛäõÂóä (ËùâËÚ) ØöćăÕ­äòÛ
ÂóäßòÓÚóéòÂãáóßÖóââóÖäÑóÚ 

CBTx

ßòÓÚóéòÂãáóßßøĈÚØöćÛäõÂóä (ËùâËÚ) 
ØòĈÈĂÚÕ­óÚÂóäÛČóÛòÕĀæñÂóäÖõÕÖóâ

ÉČóÚèÚËùâËÚÖ­ÚĀÛÛCBTx

ËùâËÚÖ­ÚĀÛÛ CBTx

ä­îãæñÃîÈ îëâ./
îëâ Buddy Øöć 
ăÕ­äòÛÂóäßòÓÚó
éòÂãáóß

AP5-3: ßòÓÚó îëâ
/îëâ Bubby Ăì­âö
éòÂãáóßĂÚÂóä
ÕČóÿÚõÚÈóÚÖóâ
ĀÚèØóÈ CBTx

ÉČóÚèÚìÚ¬èã
ÛäõÂóä NGO Øöćâö
Åèóâßä­îâĂÚÂóä
ÕČóÿÚõÚÈóÚÖóâ
ĀÚèØóÈ CBTx

AP5-1:ßòÓÚó
éòÂãáóßìÚ¬èã
ÛäõÂóä NGO/
âúæÚõÙõ

-ÉČóÚèÚĀìæ¬ÈÿäöãÚäú­ ĀæñÃãóãÝæ (Ăìâ¬)
-ÉČóÚèÚBest Practice Õ­óÚCBTx

AP5-5: ×îÕÛØÿäöãÚ Best PracticeĀæñ×¬óãØîÕÛØÿäöãÚ

äñÕòÛÅèóâëČóÿäĆÉÃîÈÂóä
ÜäñÂóéÛØÛòÎÎòÖõØ­îÈ×õćÚ

AP4-2:ÛØÛòÎÎòÖõØ­îÈ×õćÚ 
Õ­óÚãóÿëßÖõÕ

ÉČóÚèÚ äß.ëÖ.Øöćâö
Åèóâßä­îâ
ÕČóÿÚõÚÈóÚÖóâ
ĀÚèØóÈ CBTx

AP5-2: ßòÓÚó
éòÂãáóß/ÃãóãÝæ
ßøĈÚØöćÛäõÂóä
ÛČóÛòÕäòÂêóÖóâ
ĀÚèØóÈ CBTxÃîÈ 
äß.ëÖ.

ÉČóÚèÚìÚ¬èãÛäõÂóä
ÛČóÛòÕĀÛÛ CBTx

AP4-4:ßòÓÚóéòÂãáóß
ìÚ¬èãÛäõÂóäÛČóÛòÕĀÛÛ 

CBTx

ÉČóÚèÚ ÉÚØ.Øöć
ÿÂöćãèÃ­îÈ ØöćăÕ­äòÛÂóä
ßòÓÚóîÈÅ°Åèóâäú­Āæñ
ØòÂêñð

AP5-4: ßòÓÚóîÈÅ°
Åèóâäú­ ĀæñØòÂêñÕ­óÚ
ÂóäÛäõÂóäðCBTx
Ăì­ĀÂ¬ÛùÅæóÂäØöć
ÿÂöćãèÃ­îÈĂÚĀÖ¬æñ
äñÕòÛ

ìâóãÿìÖù ìÚ¬èãÛäõÂóä Ã÷ĈÚÂòÛÛäõÛØÃîÈËùâËÚÿË¬Ú 
èòÕ āäÈÿäöãÚ ìâú¬Û­óÚ āäÈÈóÚ ðæð

äñÕòÛÅèóâëČóÿäĆÉÃîÈÂóä
ßòÓÚóÂäñÛèÚÂóä CBTx

Ý¬óÚ ßËî.

AP4-3: ÂóäÃòÛÿÅæøćîÚÝ¬óÚ 
ßËî.

ҭңҴҤҾҭҗҺ:
ҢҴҥ҃ҶҊCBTx҄ү҉
ҬҚ.ҝҥҲ҃үҜҖӥҩҤ
- Ҵ҃ҥҬӤ҉ҾҬҥҶң 
ҬқҳҜҬқҺқ
҃ҥҲҙҥҩ҉ңҭҴҖӂҙҤ
-ҬқҳҜҬқҺқ҉ҴқҖӥҴқ
ҩҶҌҴ҃Ҵҥ

ÉČóÚèÚËùâËÚØöćăÕ­äòÛÂóäßòÓÚóÂóäâöë¬èÚä¬èâÃîÈÝú­ÚČóËùâËÚ

AP4-5: ßòÓÚóÂóäâöë¬èÚä¬èâÃîÈÝú­ÚČóËùâËÚ/ìÚ¬èãÛäõÂóä
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Strategic Issue Strategic Objectives Strategy Action Plan

ä­îãæñÂóä
ÖõÕÖóâÝú­Ý¬óÚ
ÂóäÛČóÛòÕ

ÿßõćâ 
Retention 

Rate

ä­îãæñÃîÈìÚ¬èãÛČóÛòÕØöćâö
äñÛÛÖõÕÖóâĀæñĀÚèØóÈ                  
ĂÚÂóäÛČóÛòÕĀæñÖõÕÖóâ
Ýú­Ü¬èããóÿëßÖõÕăÕ­Öóâ
âóÖäÑóÚ

SO6:ßòÓÚó/ÿßõćâ
ÜäñëõØÙõáóßäñÛÛÂóä
ÛČóÛòÕĀæñÖõÕÖóâÝú­Ü¬èã

ãóÿëßÖõÕ

ä­îãæñÝú­ÛČóÛòÕØöćăÕ­äòÛÂóä
ÖõÕÖóâÉóÂáóÅöÿÅäøîÃ¬óã
îã¬óÈÖ¬îÿÚøćîÈ

SO7 : ÿëäõâëä­óÈÂóäâöë¬èÚ
ä¬èâÃîÈáóÅöÿÅäøîÃ¬óã 

(ĂÚĀæñÚîÂÂäñØäèÈ)

ÉČóÚèÚäñÛÛĀæñÂäñÛèÚÂóä   
ØöćăÕ­äòÛÂóäßòÓÚó (Åú¬âøî 
ĀÚèØóÈ)

ßòÓÚóäñÛÛĀæñÂäñÛèÚÂóä  
ØöćâöÜäñëõØÙõáóßĂÚÂóäÖõÕÖóâ

Ýú­Ü¬èããóÿëßÖõÕ 

ÉČóÚèÚÝú­ÛČóÛòÕØöćăÕ­äòÛÂóä
ÖõÕÖóâÉóÂ äß.ëÖ.

ë¬Èÿëäõâ äß.ëÖ Ăì­âöäñÛÛ
ÖõÕÖóâÝú­Ü¬èããóÿëßÖõÕ

ÉČóÚèÚÝú­ÛČóÛòÕØöćăÕ­äòÛÂóäÖõÕÖóâ
ÉóÂ îëâ.

ë¬Èÿëäõâ îëâ./ ËùÕÜÐõÛòÖõÂóä
ÖČóÛæ Ăì­âöéòÂãáóßĂÚÂóä

ÖõÕÖóâ

ÚõãóâÂóäÖõÕÖóâ
ÖòĈÈĀÖ¬ÅÚăÃ­ÿÃ­óëú¬
ÂäñÛèÚÂóäÛČóÛòÕ Āæñ
ăÕ­äòÛÂóäÛČóÛòÕÉÚÅäÛ 
1Üö 

āÕãÂóäÛČóÛòÕ îã¬óÈ
Ú­îã ØùÂ 3, 6, 9 
ÿÕøîÚ ìäøî  4 ÅäòĈÈ /Üö)

ä­îãæñÃîÈÉÚØ. äß.ëÖ. ăÕ­äòÛ ÂóäßòÓÚó
éòÂãáóßĀæñÝ¬óÚÿÂÔÒ°ØöćÂČóìÚÕ

AP7-2: ßòÓÚó ÉÚØ. äß.ëÖ.            
Ăì­âöéòÂãáóß

ä­îãæñÃîÈîëâ. ăÕ­äòÛÂóäßòÓÚó
éòÂãáóßĀæñÝ¬óÚÿÂÔÒ°ØöćÂČóìÚÕ

AP7-3: ßòÓÚó îëâ. Ăì­âöéòÂãáóß

ä­îãæñÅèóâëČóÿäĆÉĂÚÂóäßòÓÚó
ÿØÅāÚāæãöĀæñÚèòÖÂääâÂóäÖõÕÖóâ

AP6-4: ßòÓÚóÿØÅāÚāæãöĀæñ
ÚèòÖÂääâÂóäÖõÕÖóâ

ä­îãæñÅèóâëČóÿäĆÉĂÚÂóäßòÓÚó
äñÛÛÃ­îâúæ

AP6-3: ßòÓÚóäñÛÛÃ­îâúæÿßøćîÂóä
ÖõÕÖóâ ÛČóÛòÕ ÅòÕÂäîÈ 

Úõãóâ äñÛÛÛČóÛòÕĀæñÖõÕÖóâ
Ýú­Ü¬èããóÿëßÖõÕ Åøî ÅòÕÂäîÈ 
ÛČóÛòÕ ë¬ÈÖ¬î ÖõÕÖóâÕúĀæ
Ë¬èãÿìæøî ĀæñæÕîòÚÖäóã 

ÉČóÚèÚ Guideline ØöćßòÓÚó

AP6-1: ßòÓÚóĀÚèØóÈ (guideline)
ØöćâöÜäñëõØÙõáóßĂÚÂóäÖõÕÖóâ

AP6-2: ßòÓÚóéòÂãáóß/ØòÂêñëČóÅòÎ
ĂÚÂóäÖõÕÖóâÝú­Ü¬èã ÃîÈÝú­ÜÐõÛòÖõÈóÚ

ä­îãæñÅèóâëČóÿäĆÉĂÚÂóä
ÖõÕÖóâ(ä¬èâÂòÛâìóÕăØã)

ÿëäõâßæòÈÂäñØäèÈâìóÕăØã
ĂÚÂóäÖõÕÖóâÝú­Ý¬óÚÂóäÛČóÛòÕ

ä­îãæñÅèóâëČóÿäĆÉÃîÈÂäñÛèÚÂóäÖõÕÖóâ

AP7-1: ßòÓÚóĀæñëÚòÛëÚùÚÂóäÜÐõÛòÖõÂóä
ÃîÈÂäñØäèÈâìóÕăØã

ÉČóÚèÚÝú­ÜÐõÛòÖõÈóÚØöćăÕ­äòÛÂóäßòÓÚó
éòÂãáóß/ØòÂêñØöćëČóÅòÎ
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Strategic Issue Strategic Objectives Strategy
Action Plan

1.ÉČóÚèÚ
âóÖäÂóäØöćË¬èã
Ü­îÈÂòÚĀæñ
ÅèÛÅùâÂóäĂË­
ãóÿëßÖõÕ
2.ÜäõâóÔÂóä
ÚČóÖòèãóĀæñãó
ÿëßÖõÕăÜĂË­
ĂÚØóÈØöćÝõÕ

ä­îãæñÂæù¬âÿÜ­óìâóãØöćäòÛäú­/ÿÃ­óĂÉ

ÜäñËóëòâßòÚÙ°ÿËõÈäùÂÿßøćîëä­óÈÂóääòÛäú­

ÉČóÚèÚÝú­Ü¬èãØöćÿÃ­ó×÷ÈÛäõÂóäãóÿëßÖõÕØóÈ
ÂóäĀßØã°

ÂóäÿÃ­ó×÷ÈãóÿëßÖõÕØóÈÂóäĀßØã°

ä­îãæñÃîÈÝú­Ü¬èãÿÜ­óìâóã
ØöćăÕ­äòÛÂóääòÂêóÕ­èããóÿëß
ÖõÕØóÈÂóäĀßØã°

AP10-2: ÂóäÕúĀæÝú­Ü¬èã
Âæù¬âÿÜ­óìâóãØöćÉČóÿÜĆÚÖ­îÈ
ĂË­ãóÿëßÖõÕØóÈÂóäĀßØã°

ä­îãæñÃîÈÂóäÕČóÿÚõÚÂóäÅèÛÅùâãóĀæñ
ëóäÖòĈÈÖ­ÚăÕ­ÖóâĀÝÚ

ÂóäÅèÛÅùâÖòèãó ÿÅâöáòÔÒ°

ĀæñëóäÖòĈÈÖ­Ú

ÉČóÚèÚìÚ¬èãÈóÚØöćÿÃ­óä¬èâ
āÅäÈÂóäTO BE NUMBER ONE

AP8-3äñÛÛëõćÈĀèÕæ­îâ
ÜæîÕáòã (āäÈÿäöãÚ ËùâËÚ 
āäÈÈóÚëöÃóè)

AP8-1: ÿëäõâëä­óÈ
ÅäîÛÅäòèÿÃ­âĀÃĆÈĀæñ

îÛîù¬Ú
ÉČóÚèÚìÚ¬èãÈóÚØöćâö
ÂõÉÂääâ

-ä­îãæñÃîÈÝú­ÿÃ­óä¬èâāÅäÈÂóäØöćâöØòÂêñ
ËöèõÖÿßõćâÃ÷ĈÚ

ëä­óÈáúâõÅù­âÂòÚØóÈÕ­óÚÉõÖĂÉĀæñ 
Health Literacy

AP9-1: ÂóäÖäèÉèõÿÅäóñì°Öòèãó ÿÅâöáòÔÒ°
ĀæñëóäÖòĈÈÖ­Ú

ÉČóÚèÚÝæÂóäèõÉòãßøËÿëß
ÖõÕØóÈÂóäĀßØã°

AP10-3: ÂóäèõÉòãßøËÿëßÖõÕ
ØóÈÂóäĀßØã°

ä­îãæñÃîÈāäÈßãóÛóæØöćâöÅæõÚõÂ
ÂòÎËóØóÈÂóäĀßØã°Āæñ
ÂóäĀßØã°ØóÈÿæøîÂ

AP10-1: ë¬ÈÿëäõâÂóäĂË­ÂòÎËó
ØóÈÂóäĀßØã°

ä­îãæñÂæù¬âÜäñËóËÚăÕ­äòÛäú­ÖóâÿÜ­óìâóã

AP8-7: ÜäñËóëòâßòÚÙ°ëøćîëóäÂóäÛČóÛòÕãóÿëß
ÖõÕĂÚÂæù¬âÜäñËóËÚ

îòÖäóÝú­ÿëßäóãĂìâ¬ĀæñÿëßÌČĈó

SO8 : Ü­îÈÂòÚĀæñ
ÅèÛÅùâÝú­ÿëßäóãĂìâ¬
ĀæñÿëßÌČĈó

ÉČóÚèÚÂæù¬âÿÜ­óìâóãÿÃ­ó×÷È
ÝæõÖáòÔÒ°ãóÿëßÖõÕØóÈ
ÂóäĀßØã°

SO9: ßòÓÚóäñÛÛÂóäÿÞ­ó
äñèòÈĀæñÅèÛÅùâÖòèãó 
ÿÅâöáòÔÒ°ĀæñëóäÖòĈÈÖ­Ú
ÖóâØöćÂâ.ÂČóìÚÕ

ä­îãæñÂæù¬âÝú­ÜÏõÛòÖõÈóÚĀæñáóÅöÿÅäøîÃ¬óãăÕ­
äòÛäú­ÖóâÿÜ­óìâóã

AP8-8: ÜäñËóëòâßòÚÙ°ëøćîëóäÂóäÛČóÛòÕ
ãóÿëßÖõÕĂÚÂæù¬âáóÅöÿÅäøîÃ¬óã

ÉČóÚèÚÖòèîã¬óÈØöćÖäèÉèõÿÅäóñì°

AP9-2: ÂóäÖäèÉëîÛĀæñÂóäÅèÛÅùâÂóä
ĂË­Öòèãó ëóäÖòĈÈÖ­Ú ĀæñÿÅâöáòÔÒ°ØöćăÕ­äòÛ

îÚùÎóÖ

ÉČóÚèÚë×óÚÜäñÂîÛØöćăÕ­äòÛÂóäîÚùÎóÖ
ăÕ­äòÛÂóäÖäèÉëîÛ

ÉČóÚèÚÃîÈÂæù¬âÿëöćãÈØöćĂË­ëóäÿëßÖõÕ 
(æÕæÈ)

Âóäë¬ÈÿëäõâĀæñëÚòÛëÚùÚÂóäÕúĀæÂæù¬â
ÿëöćãÈ

ä­îãæñÃîÈÂæù¬âÿëöćãÈØöćăÕ­äòÛ
ÂóäÅòÕÂäîÈÅèóâÿëöćãÈÂóäĂË­

ëóäÿëßÖõÕ

AP8-4: ÅòÕÂäîÈÿËõÈäùÂĂÚ
Âæù¬âÿëöćãÈ

ÉČóÚèÚÝú­ĂË­ëóäÿëßÖõÕÉóÂ 
Ýú­Ü¬èãāäÅØöćÿëöćãÈð

AP8-6: ÂóääòÂêóāäÅØöćÿëöćãÈ
Ö¬îÂóäĂË­ãóÿëßÖõÕ

ë¬Èÿëäõâ Ü­îÈÂòÚ
ĀæñÅèÛÅùâÖòè
ãó Āæñãóÿëß
ÖõÕ

ÉČóÚèÚáóÅöÿÅäøîÃ¬óãĂÚÂóä
ÕúĀæÂæù¬âÿëöćãÈ

AP8-5: ÛúäÔóÂóäÂóäâöë¬èÚ
ä¬èâÃîÈáóÅöÿÅäøîÃ¬óãĂÚÂóä

ÕúĀæÂæù¬âÿëöćãÈ

SO10: ÿßõćâÂóäÿÃ­ó×÷È
ÝæõÖáòÔÒ°ãóÿëßÖõÕØóÈ
ÂóäĀßØã°ĂÚÂæù¬âÿÜ­óìâóã
áóãĂÖ­ÂóäÅèÛÅùâÖòèãó
ÖóâÂÏìâóãØöćÂČóìÚÕ

ä­îãæñÃîÈë×óÚÜäñÂîÛÂóäØöć
ăÕ­äòÛîÚùÎóÖÜÐõÛòÖõÖóâ
ÂÏìâóãØöćÂČóìÚÕăè­

AP8-2: To Be Number One

ÉČóÚèÚÿÅäøîÃ¬óãØöćÿÜĆÚbest 
practice

Âæù¬âÿëöćãÈ ÿË¬Ú èòãäù¬Ú èòãÿäöãÚ èòãØČóÈóÚÖîÚÖ­Ú Úõãóâ āäÅØöćÿëöćãÈĂìËòÕÿÉÚ 
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ÂóäÉòÕØČóĀÝÚÜÐõÛòÖõÂóäÕ­èã
Work Breakdown Structure (WBS)
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Work Breakdown Structure (WBS)

The Whole Its Pieces
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Work Breakdown Structure (WBS)



Strategic Issue Strategic Objectives Strategy Action Plan

ä­îãæñÂóä
ÖõÕÖóâÝú­Ý¬óÚ
ÂóäÛČóÛòÕ

ÿßõćâ 
Retention 

Rate

ä­îãæñÃîÈìÚ¬èãÛČóÛòÕØöćâö
äñÛÛÖõÕÖóâĀæñĀÚèØóÈ                  
ĂÚÂóäÛČóÛòÕĀæñÖõÕÖóâ
Ýú­Ü¬èããóÿëßÖõÕăÕ­Öóâ
âóÖäÑóÚ

SO6:ßòÓÚó/ÿßõćâ
ÜäñëõØÙõáóßäñÛÛÂóä
ÛČóÛòÕĀæñÖõÕÖóâÝú­Ü¬èã

ãóÿëßÖõÕ

ä­îãæñÝú­ÛČóÛòÕØöćăÕ­äòÛÂóä
ÖõÕÖóâÉóÂáóÅöÿÅäøîÃ¬óã
îã¬óÈÖ¬îÿÚøćîÈ

SO7 : ÿëäõâëä­óÈÂóäâöë¬èÚ
ä¬èâÃîÈáóÅöÿÅäøîÃ¬óã 

(ĂÚĀæñÚîÂÂäñØäèÈ)

ÉČóÚèÚäñÛÛĀæñÂäñÛèÚÂóä   
ØöćăÕ­äòÛÂóäßòÓÚó (Åú¬âøî 
ĀÚèØóÈ)

ßòÓÚóäñÛÛĀæñÂäñÛèÚÂóä  
ØöćâöÜäñëõØÙõáóßĂÚÂóäÖõÕÖóâ

Ýú­Ü¬èããóÿëßÖõÕ 

ÉČóÚèÚÝú­ÛČóÛòÕØöćăÕ­äòÛÂóä
ÖõÕÖóâÉóÂ äß.ëÖ.

ë¬Èÿëäõâ äß.ëÖ Ăì­âöäñÛÛ
ÖõÕÖóâÝú­Ü¬èããóÿëßÖõÕ

ÉČóÚèÚÝú­ÛČóÛòÕØöćăÕ­äòÛÂóäÖõÕÖóâ
ÉóÂ îëâ.

ë¬Èÿëäõâ îëâ./ ËùÕÜÐõÛòÖõÂóä
ÖČóÛæ Ăì­âöéòÂãáóßĂÚÂóä

ÖõÕÖóâ

ÚõãóâÂóäÖõÕÖóâ
ÖòĈÈĀÖ¬ÅÚăÃ­ÿÃ­óëú¬
ÂäñÛèÚÂóäÛČóÛòÕ Āæñ
ăÕ­äòÛÂóäÛČóÛòÕÉÚÅäÛ 
1Üö 

āÕãÂóäÛČóÛòÕ îã¬óÈ
Ú­îã ØùÂ 3, 6, 9 
ÿÕøîÚ ìäøî  4 ÅäòĈÈ /Üö)

ä­îãæñÃîÈÉÚØ. äß.ëÖ. ăÕ­äòÛ ÂóäßòÓÚó
éòÂãáóßĀæñÝ¬óÚÿÂÔÒ°ØöćÂČóìÚÕ

AP7-2: ßòÓÚó ÉÚØ. äß.ëÖ.            
Ăì­âöéòÂãáóß

ä­îãæñÃîÈîëâ. ăÕ­äòÛÂóäßòÓÚó
éòÂãáóßĀæñÝ¬óÚÿÂÔÒ°ØöćÂČóìÚÕ

AP7-3: ßòÓÚó îëâ. Ăì­âöéòÂãáóß

ä­îãæñÅèóâëČóÿäĆÉĂÚÂóäßòÓÚó
ÿØÅāÚāæãöĀæñÚèòÖÂääâÂóäÖõÕÖóâ

AP6-4: ßòÓÚóÿØÅāÚāæãöĀæñ
ÚèòÖÂääâÂóäÖõÕÖóâ

ä­îãæñÅèóâëČóÿäĆÉĂÚÂóäßòÓÚó
äñÛÛÃ­îâúæ

AP6-3: ßòÓÚóäñÛÛÃ­îâúæÿßøćîÂóä
ÖõÕÖóâ ÛČóÛòÕ ÅòÕÂäîÈ 

Úõãóâ äñÛÛÛČóÛòÕĀæñÖõÕÖóâ
Ýú­Ü¬èããóÿëßÖõÕ Åøî ÅòÕÂäîÈ 
ÛČóÛòÕ ë¬ÈÖ¬î ÖõÕÖóâÕúĀæ
Ë¬èãÿìæøî ĀæñæÕîòÚÖäóã 

ÉČóÚèÚ Guideline ØöćßòÓÚó

AP6-1: ßòÓÚóĀÚèØóÈ (guideline)
ØöćâöÜäñëõØÙõáóßĂÚÂóäÖõÕÖóâ

AP6-2: ßòÓÚóéòÂãáóß/ØòÂêñëČóÅòÎ
ĂÚÂóäÖõÕÖóâÝú­Ü¬èã ÃîÈÝú­ÜÐõÛòÖõÈóÚ

ä­îãæñÅèóâëČóÿäĆÉĂÚÂóä
ÖõÕÖóâ(ä¬èâÂòÛâìóÕăØã)

ÿëäõâßæòÈÂäñØäèÈâìóÕăØã
ĂÚÂóäÖõÕÖóâÝú­Ý¬óÚÂóäÛČóÛòÕ

ä­îãæñÅèóâëČóÿäĆÉÃîÈÂäñÛèÚÂóäÖõÕÖóâ

AP7-1: ßòÓÚóĀæñëÚòÛëÚùÚÂóäÜÐõÛòÖõÂóä
ÃîÈÂäñØäèÈâìóÕăØã

ÉČóÚèÚÝú­ÜÐõÛòÖõÈóÚØöćăÕ­äòÛÂóäßòÓÚó
éòÂãáóß/ØòÂêñØöćëČóÅòÎ
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ÜäñÿÕĆÚãùØÙéóëÖä°ØöćSI3: ÿßõćâ Retention Rate
èòÖ×ùÜäñëÈÅ°ÿËõÈãùØÙéóëÖä°ØöćSO6:ßòÓÚó/ÿßõćâÜäñëõØÙõáóßäñÛÛÂóäÛČóÛòÕĀæñÖõÕÖóâÝú­Ü¬èããóÿëßÖõÕ

ËøćîāÅäÈÂóäAP6-1: ßòÓÚóĀÚèØóÈ (Guideline)ØöćâöÜäñëõØÙõáóßĂÚÂóäÖõÕÖóâ
ÖòèËöĈèòÕÅèóâëČóÿäĆÉÃîÈāÅäÈÂóäÉČóÚèÚ Guideline ØöćßòÓÚó

ÉČóÚèÚäñÛÛĀæñÂäñÛèÚÂóäØöćăÕ­äòÛ
ÂóäßòÓÚó (Åú¬âøî ĀÚèØóÈ)

ßòÓÚóäñÛÛĀæñÂäñÛèÚÂóäØöćâö
ÜäñëõØÙõáóßĂÚÂóäÖõÕÖóâÝú­Ü¬èããóÿëßÖõÕ 

AP6-1: ҠҳҔқҴҿқҩҙҴ҉ (guideline )
ҙҷӆңҷҝҥҲҬҶҙҚҶҢҴҠӁқ҃ ҴҥҗҶҖҗҴң

ҠҳҔқҴҥһҝҿҜҜ҃ҴҥҬҹӆүҬҴҥ
Guideline ҾҌҶ҉ҥҺ҃

- Clip VDO ҬҳӇқӄ ҿҜӤ҉ҾҝӅқ
җүқӄ ҿҜҜ Tiktok

- ҬҥӥҴ҉ Online Platform 
(OpenChat) Ӂҭӥ
ҞһӥҝґҶҜҳҗҶ҉ҴқҬҴңҴҥҘ
ҿҧ҃ҾҝҧҷӆҤқ҄ӥүңһҧ҃Ҵҥ
ҝґҶҜҳҗҶ҉Ҵқ 

- Podcast

- Pocketbook 

ҙҜҙҩқ Guideline
ҾҖҶңӁҭӥҾҭңҴҲҬң҃ҳҜ
ҬҘҴқ҃ҴҥҕӨҝҳҊҊҺҜҳқ

- ҪҸ҃ҫҴҝҳҊҊҳҤҙҷӆҬӤ҉Ҟҧ
җӤү҃ҴҥҗҶҖҗҴңҞһӥҝӤҩҤ
ӂңӤӂҖӥ

- ҪҸ҃ҫҴҌӤү҉ҙҴ҉
ҝҳҊҊҺҜҳқҙҷӆӁҌӥӁқ҃Ҵҥ
җҶҖҗҴң ҿҧҲҪҸ҃ҫҴ
ҝҥҲҬҶҙҚҶҢҴҠ/
ҝҥҲҬҶҙҚҶҞҧ҄ү҉ҿҗӤҧҲ
ҌӤү҉ҙҴ҉

- ҝҥҲҌҺңҌҷӇҿҊ҉
ҿқҩҙҴ҉҃ҴҥӁҌӥ 
Guideline 

ҬҹӆүҬҴҥ Guideline 
Ӂҭӥ҃ ҳҜ҃ҧҺӤңҾҝӥҴҭңҴҤ

- ҃ҶҊ҃ҥҥңҝҥҲ҃ҩҖ    
ӁқҥҲҖҳҜҠҹӇқҙҷӆ 
(Showcase)

- ҃ҶҊ҃ҥҥңҊҴ҃ӁҊҘҸ҉ӁҊ 
ӁҭӥҞһӥҝӤҩҤҙҷӆҞӤҴқ҃Ҵҥ
ҜӋҴҜҳҖҊқ҆ҥҜ
҃ҥҲҜҩқ҃Ҵҥ
ҿҧ҃ҾҝҧҷӆҤқңҺңңү҉
҃ҴҥҾ҄ӥҴҥҳҜ҃ҴҥҜӋҴҜҳҖ

҆ӥқҭҴ Good 
Practices

ҊҳҖҙӋҴ/ҝҥҳҜҝҥҺ҉ 
Guideline ҾҠҹӆүӁҌӥҾҝӅқ
Ҿ҆ҥҹӆү҉ңҹүҖӋҴҾқҶқ҃ҴҥӁқ

ҿҗӤҧҲҠҹӇқҙҷӆ

- ҃ҴҥқӋҴ Guideline 
ӂҝҙҖҧү҉ӁҌӥӁқ
ҠҹӇқҙҷӆ

- ҝҥҲҾңҶқ
ҝҥҲҬҶҙҚҶҢҴҠ҄ ү҉ 
Guideline

- қӋҴҾҬқүҾҠҹӆү
ҠҶҊҴҥҕҴүқҺңҳҗҶ
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ÜäñÿÕĆÚãùØÙéóëÖä°ØöćSI3: ÿßõćâ Retention Rate
èòÖ×ùÜäñëÈÅ°ÿËõÈãùØÙéóëÖä°ØöćSO7 : ÿëäõâëä­óÈÂóäâöë¬èÚä¬èâÃîÈáóÅöÿÅäøîÃ¬óã (ĂÚĀæñÚîÂÂäñØäèÈ)

ËøćîāÅäÈÂóäAP7-2: ßòÓÚó ÉÚØ. äß.ëÖ. Ăì­âöéòÂãáóß

ÖòèËöĈèòÕÅèóâëČóÿäĆÉÃîÈāÅäÈÂóä ä­îãæñÃîÈÉÚØ. äß.ëÖ. ăÕ­äòÛ ÂóäßòÓÚóéòÂãáóßĀæñÝ¬óÚÿÂÔÒ°ØöćÂČóìÚÕ

AP7-2: ҠҳҔқҴ Ҋқҙ. ҥҠ.Ҭҗ.                        
ӁҭӥңҷҪҳ҃ҤҢҴҠ

ҝҥҲҾңҶқҞҧ҃ҴҥҠҳҔқҴ

- ҠҳҔқҴҥҲҜҜҝҥҲҾңҶқ
ҬңҥҥҘқҲ

- ҊҳҖҙӋҴҿҞқ҃ҴҥҠҳҔқҴ
ҬӤҩқ҄ҴҖҥҴҤҜҺ̓̓ҧ

ҠҳҔқҴҬӤҩқ҄ҴҖ

- ҬҳңңқҴҟҸ҃үҜҥң

- On the Job Training 
(OJT)

- Community of 
Practices (COPs)

- ҊҳҖҪҸ҃ҫҴҖһ҉ҴқҙҳӇ҉ӁқҿҧҲ
қү҃ҠҹӇқҙҷӆ

- ҥҲҜҜҠҷӆҾҧҷӇҤ҉

ҝҥҲҾңҶқҬӤҩқ҄ҴҖ

- ҿҜҜҝҥҲҾңҶқҬңҥҥҘқҲ

- қҶҾҙҪҗҶҖҗҴң

- җҥҩҊҥҴҌ҃Ҵҥ

ÉČóÚèÚÝú­ÛČóÛòÕØöćăÕ­äòÛÂóä
ÖõÕÖóâÉóÂ äß.ëÖ.

ë¬Èÿëäõâ äß.ëÖ Ăì­âöäñÛÛ
ÖõÕÖóâÝú­Ü¬èããóÿëßÖõÕ

҃ӋҴҭқҖҬңҥҥҘқҲҭҧҳ҃
ҙҷӆҊӋҴҾҝӅқ

- ҃ӋҴҭқҖҬңҥҥҘқҲ 
҆ӋҴүҚҶҜҴҤ җҳҩүҤӤҴ҉
ҠҦҗҶ҃ҥҥң ҆ҩҴңҥһӥ 
ҿҧҲҙҳ҃ҫҲ҄ү҉
ҬңҥҥҘқҲ

- ҃ӋҴҭқҖҥҲҖҳҜ
ҬңҥҥҘқҲ҄ү҉ҿҗӤҧҲ
җӋҴҿҭқӤ҉/ҥҲҖҳҜ 
Ҋқҙ. ҥҠ.Ҭҗ.
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ÂóäÖõÕÖóâĀæñØÛØèÚÝæëČóÿäĆÉÃîÈ
ÂóäÕČóÿÚõÚÂóäÖóâãùØÙéóëÖä°/ÂæãùØÙ° 
ĀæñĀÝÚÜÐõÛòÖõÂóä
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ÂóäÖõÕÖóâĀæñØÛØèÚÝæëČóÿäĆÉÃîÈÂóäÕČóÿÚõÚÂóäÖóâãùØÙéóëÖä°/ÂæãùØÙ° ĀæñĀÝÚÜÐõÛòÖõÂóä
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ÂóäÖõÕÖóâĀæñØÛØèÚÝæëČóÿäĆÉÃîÈÂóäÕČóÿÚõÚÂóäÖóâãùØÙéóëÖä°/ÂæãùØÙ° ĀæñĀÝÚÜÐõÛòÖõÂóä
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Öòèîã¬óÈÂóäÖõÕÖóâ ĀæñØÛØèÚÝæëČóÿäĆÉÃîÈÂóäÕČóÿÚõÚÂóäÖóâãùØÙéóëÖä°/ÂæãùØÙ° (1) 
R2G Measures Ҿң.Ҥ.-01 Ҡ. .̓-01 ңҶ.Ҥ.-01 .҃ .̓-01 Ҭ. .̓-01 .҃Ҥ.-01 җ. .̓-01 Ҡ.Ҥ.-01 Қ. .̓-01 ң. .̓-02 .҃Ҡ.-02 ңҷ. .̓-02

Financial perspective

Return on Capital Employed 128 135 136 176 178 178 156 153 157 153 134 145

Growth in Profit 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

PBIT as a % of Sales 243 278 275 276 289 292 299 302 305 331 321 311

Positive Cashflow Movement 12% 12% 12% 12% 4% 4% 7% 4% 8% 4% 7% 3%

Sales Growth 36% 11% 9% 9% 17% 32% 30% 12% 26% 13% 18% 12%

Customer Perspective

Customer Satisfaction 354 454 366 465 378 476 388 382 489 499 512 497

Customer Retention 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Sales Mix 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Availability of Stock Range 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Customer Service Standards 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Internal Perspective 78 43 33 37 38 42 44 47 49 43 41 54

Operational Efficiency 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Operational Standards 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Best Practice 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Inter-Company Co-operation 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Supplier Perspective

Lowest Total Cost Provider 78 43 33 37 38 42 44 47 49 43 41 54

Market, Product and Service Innovation 78 43 33 37 38 42 44 47 49 43 41 54

Supplier Performance 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

Supplier Health Check (Market Share) 243 278 275 276 289 292 299 302 305 331 321 311

Spend with Approved Suppliers 65% 92% 97% 87% 93% 95% 91% 1% 90% 86% 92% 97%

People Perspective

Staff Retention 18% 22% 7% 32% 27% 24% 16% 9% 13% 34% 16% 6%

Completed Development Activity 12% 9% 3% 5% 11% 10% 8% 13% 12% 9% 5% 6%

Employee Satisfaction 65% 92% 97% 87% 93% 95% 91% 98% 90% 86% 92% 97%

R2G Awareness 92% 89% 86% 95% 98% 90% 97% 96% 90% 83% 81% 79%
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Öòèîã¬óÈÂóäÖõÕÖóâ ĀæñØÛØèÚÝæëČóÿäĆÉÃîÈÂóäÕČóÿÚõÚÂóäÖóâãùØÙéóëÖä°/ÂæãùØÙ° (2) 



Öòèîã¬óÈÂóäØÕëîÛëââÖõÑóÚÃîÈĀÝÚØöćãùØÙéóëÖä°/ÂæãùØÙ°

Max. Profit

Increase Revenue
Reduce Cost

Increase revenue from New Customer
Increase revenue per Customer

Customer Acquisition Customer Satisfaction

Product QualityFast Service
On-time Delivery

Production ProcessCustomer Management ProcessLogistic Process

Skill PersonnelMotivated Culture Excellent IT/IS

Financial 

Perspective

Customer

Perspective

Internal 

Process

Perspective

Learning &

Growth 115



116

Öòèîã¬óÈÂóääóãÈóÚÝæÖòèËöĈèòÕäóãÖòè

ҖҳҌқҷҌҷӮҩҳҖ: ҥӥүҤҧҲ҄ү҉ҥҲҖҳҜ̓ҩҴңҠҸ҉ҠүӁҊ҄ү҉ҞһӥҥҳҜҜҥҶ҃Ҵҥ

Ҭһҗҥ̓ӋҴқҩҕ:

ҭқӤҩҤ: %

җҷ̓ҩҴң: Ҭһ҉Җҷ

ҩ̓ҴңҘҷӆӁқ҃ ҴҥҾ҃ӅҜ҄ ӥүңһҧ: ҥҴҤҾҖҹүқ

ҩ̓ҴңҘҷӆӁқ҃ ҴҥҥҴҤ҉ҴқҞҧ: ҥҴҤҾҖҹүқ

 ң. .̓ 49  .҃Ҡ. 49  ңҷ. .̓ 49  Ҿң.Ҥ. 49  Ҡ. .̓ 49  ңҶ.Ҥ. 49  .҃ .̓ 49  Ҭ. .̓ 49  .҃Ҥ. 49  җ. .̓ 49  Ҡ.Ҥ. 49  Қ. .̓ 49

ҞҧҧҳҠҚӨҖҳҌқҷҌҷӮҩҳҖ:

ҥӥүҤҧҲ҄ү҉ҥҲҖҳҜ̓ҩҴңҠҸ҉

ҠүӁҊ҄ү҉ҞһӥҥҳҜҜҥҶ҃Ҵҥ

83% 73% 80% 68% 71% 78% 75% 73% 92% 82% 80% 75%

ӂңӤӂҖӥҗҴңҾҝӥҴҭңҴҤ 70% 70% 70% 70% 70% 70% 70% 70% 70% 70% 70% 70%

үҤһӤҥҲҭҩӤҴ҉̓ӤҴҾҝӥҴҭңҴҤ 20% 20% 20% 20% 20% 20% 20% 20% 20% 20% 20% 20%

ӂҖӥҗҴңҾҝӥҴҭңҴҤ 10% 10% 10% 10% 10% 10% 10% 10% 10% 10% 10% 10%

Ӥ̓ҴҾҝӥҴҭңҴҤҜқ 90% 90% 90% 90% 90% 90% 90% 90% 90% 90% 90% 90%

Ӥ̓ҴҾҝӥҴҭңҴҤҧӤҴ҉ 70% 70% 70% 70% 70% 70% 70% 70% 70% 70% 70% 70%

ү҉̓ ӨҝҥҲ҃үҜӁқҬһҗҥ:

Ҟҧҥҩң̓Ҳҿққ̓ҩҴңҠҸ҉

ҠүӁҊ҄ү҉ҞһӥҥҳҜҜҥҶ҃Ҵҥ

8300 8700 12000 7500 10000 14000 12000 11000 12000 14000 12000 9000

ҊӋҴқҩқҞһӥҥҳҜҜҥҶ҃ҴҥҙҷӆҗүҜ

ҿҜҜҬүҜҘҴң

100 120 150 110 140 180 160 150 130 170 150 120

ӂҗҥңҴҬҙҷӆ 4

Ҟҧҥҩң̓Ҳҿққ̓ҩҴңҠҸ҉ҠүӁҊ҄ү҉ҞһӥҥҳҜҜҥҶ҃Ҵҥ

ҊӋҴқҩқҞһӥҥҳҜҜҥҶ҃ҴҥҙҷӆҗүҜҿҜҜҬүҜҘҴң

ҥҴҤ҃ Ҵҥ ӂҗҥңҴҬҙҷӆ 1 ӂҗҥңҴҬҙҷӆ 2 ӂҗҥңҴҬҙҷӆ 3

ҥӥүҤҧҲ҄ү҉ҥҲҖҳҜ̓ ҩҴңҠҸ҉ҠүӁҊ҄ ү҉ҞһӥҥҳҜҜҥҶ҃Ҵҥ
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ÿÃöãèÿìæøîÈĀÕÈ
ØČóÖóâ
ĀÝÚ

ĀÛ¬ÈÜòÚèõÙöÜÐõÛòÖõ
ØöćÕöÿæõé

ßòÓÚóĀÝÚĀæñ
Ü­îÈÂòÚÜòÎìó

ĀÂ­ăÃÜòÎìóĀæñ
ÜäòÛĀÝÚ

ÜäòÛÿÜæöćãÚ
ĀÝÚ

ĀæÂÿÜæöćãÚÂóä
ÿäöãÚäú­

ßòÓÚóĀÝÚĀæñ
Ü­îÈÂòÚÜòÎìó

ĀÂ­ăÃÜòÎìóĀæñ
ÜäòÛĀÝÚ

ăâ¬ØČóÖóâ
ĀÝÚ

ÜäòÛĀÂ­ÿÜ­óìâóã
ìäøîÕòËÚöËöĈèòÕ

ÜäòÛĀÝÚ+ØČóÖóâ
ĀÝÚ+ÖõÕÖóâÝæ

ØČóÖóâĀÝÚĀæ­è
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ÂóäÖõÕÖóâÝæëČóÿäĆÉÃîÈĀÝÚ

1.Þ¬óãØöćäòÛÝõÕËîÛ/Þ¬óãØöćÿÂöćãèÃ­îÈ ÚČóÿëÚîÝææòßÙ°ÃîÈÕòËÚöËöĈèòÕäñÕòÛîÈÅ°Âä ĀæñÂóäÜÐõÛòÖõ
ÖóâĀÝÚÜÐõÛòÖõÂóäØöćÿÂöćãèÃ­îÈ

2.ÉòÕÂæù¬âÕòËÚöËöĈèòÕè¬óîãú¬ĂÚÂæù¬â A, B, C, D, ìäøî E
ĀÛ¬ÈÜòÚ/ĀæÂÿÜæöćãÚ ÿäöãÚäú­
ÿëÚî CPAK ĀæñëäùÜĀÝÚ
ÜäòÛĀÂ­/ØČóÖóâĀÝÚ+ÖõÕÖóâÝæ

A
B
C
D
E ăâ¬âöÃ­îâúæ ÿßøćîäóãÈóÚÝæ



2.2 ҃ 5 ҃ҥҲҜҩқ҃ҴҥҩҳҖҞҧ҃ҴҥҖӋҴҾқҶқ҃Ҵҥ

Ӂқ҃ҴҥҘӤҴҤҙүҖҧ҉ӂҝҿҗӤҧҲҌҳӇқ ҙӤҴқҗӥү҉ӁҭӥҿқӤӁҊҩӤҴ 
җҳҩҌҷӇҩҳҖӁқҿҗӤҧҲҥҲҖҳҜ ҾҌҹӆүңӀҤ҉ҿҧҲҜһҥҕҴ҃Ҵҥ ҬӤ҉ҾҬҥҶң
ҩ̓ҴңҬӋҴҾҥӅҊҍҸӆ҉҃ҳқҿҧҲ҃ҳқ ҙҳӇ҉ӁқҿқҩҥҴҜ ҿҧҲҿқҩҖҶӆ҉ 
ҙӤҴқүҴҊӁҌӥҭҧҳ҃҃Ҵҥ Leading-Lagging Indicator җҴң
ҿқҩҙҴ҉ Balanced Scorecard ҭҧҳ҃҃Ҵҥ Value Driver 
Analysis җҴңҿқҩҙҴ҉ Economic Value 
Management ҭҧҳ҃҃Ҵҥ Key Performance Indicator 
Key Result Indicator ҿҧҲ Key Activity Indicator 
(KPI-KRI-KAI) җҴңҬӂҗҧӨҏҷӆҝҺӤқ

Ҵ҃ҥҘӤҴҤҙүҖҗҳҩҩҳҖӂҝҘҸ҉ҠҳқҚңҶҗҥ ҞһӥҬӤ҉ңүҜҙҷӆҬӋҴ̓ ҳҏ 
үҴҊҞӤҴқ҃ҴҥҙӋҴҾҝӅқ҄ ӥүҗ҃ҧ҉ ҄ӥүҬҳҏҏҴ ҭҥҹү Service 
Level Agreement ҄ ҸӇқ҃ҳҜҥһҝҿҜҜҙҷӆү҉҆Ө҃ҥҾҧҹү҃ӁҌӥ

җҳҩҩҳҖҾҭҧӤҴқҷӇ ҊҲҗӥү҉ҾҝӅқҬӤҩқҭқҸӆ҉҄ү҉ҥҲҜҜҩҳҖҞҧ҄ү҉
ү҉҆Ө҃ҥӁқҭҳҩ҄ӥү 4.1 ҿҧҲӂҖӥҥҳҜ҃ҴҥҗҶҖҗҴңүҤӤҴ҉
ҬңӋӆҴҾҬңүӀҖҤҞһӥҜҥҶҭҴҥҥҲҖҳҜҬһ҉



2.2 ҃ 6 ҃ҥҲҜҩқ҃Ҵҥ҆ӋҴқҩҕ҆ӤҴ҆ҴҖ҃ҴҥҕӨҞҧ҃ҴҥҖӋҴҾқҶқ҃Ҵҥ

҆ӤҴ҆ҴҖ҃ҴҥҕӨ (Projection) ӂңӤҾҭңҹүқ҃ҳҜ҆ӤҴҾҝӥҴҝҥҲҬ҉҆ӨҭҥҹүҾҝӥҴҭңҴҤ (Goal/Target) җҥ҉ҙҷӆ҆ӤҴҾҝӥҴҝҥҲҬ҉҆ӨҭҥҹүҾҝӥҴҭңҴҤ 
҆ҹүҥҲҖҳҜҞҧҧҳҠҚӨҙҷӆҙӤҴқүҤҴ҃ӂҖӥ Ӂқ҄ҕҲҙҷӆ҆ӤҴ҆ҴҖ҃ҴҥҕӨ ҆ҹү҆ӤҴҙҷӆ҆ҴҖҩӤҴҊҲҾ҃ҶҖ҄ҸӇқ ҍҸӆ҉үҴҊҾҭқҹү҃ҩӤҴ җӋӆҴ҃ ҩӤҴ ҭҥҹүӂҖӥҗҴң
ҾҝӥҴҭңҴҤ҃ӅӂҖӥ 

҃Ҵҥңҷ҃ҥҲҜҩқ҃ҴҥҙҷӆҌҳҖҾҊқ Ӂқ҃Ҵҥ̓ӋҴқҩҕ Ӥ̓Ҵ̓ҴҖ҃ҴҥҕӨ҄ү҉Ҟҧ҃ҴҥҖӋҴҾқҶқ҃Ҵҥ҄ү҉ү҉̓Ө҃ҥ ҾҌӤқ ңҷҞһӥҥҳҜҞҶҖҌүҜҙҷӆҌҳҖҾҊқ 
Ӌ҃ҴҭқҖҩ҉ҥүҜӁқ҃Ҵҥ̓ӋҴқҩҕ ҿҧҲҩҶҚҷ҃Ҵҥ̓ӋҴқҩҕҙҷӆңҷҝҥҲҬҶҙҚҶҢҴҠ үҴҙҶ ӁҌӥ҃ҴҥҩҶҾ҆ҥҴҲҭӨҙҴ҉ҬҘҶҗҶ ҊҴ҃Ҟҧ҃ҴҥҖӋҴҾқҶқ҃ҴҥӁқ
үҖҷҗҿҧҲҝҳҊҊҺҜҳқ Ҟқҩ҃ ҳ҃Ҝ҃ҴҥҪҸ҃ҫҴҞҧ҃ҥҲҙҜҊҴ҃ҬҘҴқ҃ҴҥҕӨҙҷӆҾҝҧҷӆҤқҿҝҧ҉ӂҝ ҾҌӤқ ҃ҴҥҾ҄ӥҴҬһӤҗҧҴҖӁҭңӤ ҃ҴҥҥӤҩңҙҺқӁқ
ҚҺҥ҃ҶҊӁҭңӤ ҃Ҵҥүү҃қҩҳҗ҃ҥҥңӁҭңӤ Ҵ҃ҥҾҥҶӆңӁҌӥҾҙ̓ ӀқӀҧҤҷӁҭңӤ ҞҧҙҷӆӂҖӥҊҴ҃җҴңҿҞқҝґҶҜҳҗҶ҃ҴҥҋҜҳҜӁҭңӤ ҃ҴҥҜҳ҉̓ҳҜӁҌӥ҃ҐҭңҴҤ
ҋҜҳҜӁҭңӤ ҭҥҹү҃ҧҤҺҙҚӨ҄ү҉҆һӤҿ҄Ӥ҉ ҾҝӅқҗӥқ (҃ҥҲҜҩқ҃ҴҥҙҷӆҙӤҴқӁҌӥӁқ҃Ҵҥ̓ҴҖ҃ҴҥҕӨ ӁҭӥҙӤҴқҾ҄ҷҤқҥҴҤ҉ҴқӂҩӥӁқҭҳҩ҄ӥү 4.1̓)

Ҵ҃ҥӁҌӥҝҥҲӀҤҌқӨҊҴ҃ Ӥ̓Ҵ̓ҴҖ҃ҴҥҕӨ ӂҖӥҿ҃Ӥ ҃ҴҥҭңҳӆқҝҥҲҾңҶқҌӤү҉ҩӤҴ҉ ҥҲҭҩӤҴ҉̓ӤҴ̓ҴҖ҃ҴҥҕӨҙҷӆ̓ӋҴқҩҕӂҖӥ ҃ҳҜ҆ӤҴҾҝӥҴҝҥҲҬ҉҆Өҭҥҹү
ҾҝӥҴҭңҴҤ ҆ӤҴҾҙҷҤҜҾ҆ҷҤ҉ ҿҧҲ҆ӤҴ҆ҴҖ҃ҴҥҕӨ҄ү҉҆һӤҿ҄Ӥ҉ҭҥҹүү҉҆Ө҃ҥҙҷӆҾҝӅқ҆һӤҾҙҷҤҜ ӁқҥҲҭҩӤҴ҉҃ҴҥҙҜҙҩқҞҧ҃ҴҥҖӋҴҾқҶқ҃Ҵҥ҄ү҉
ҞһӥҜҥҶҭҴҥҥҲҖҳҜҬһ҉ ҭҴ҃ҠҜҌӤү҉ҩӤҴ҉ҥҲҭҩӤҴ҉̓ӤҴ̓ҴҖ҃ҴҥҕӨ ҃ҳҜ̓ ӤҴҾҝӥҴҭңҴҤ ̓ӤҴҾҙҷҤҜҾ̓ҷҤ҉ ҭҥҹү̓ӤҴ̓ҴҖ҃ҴҥҕӨ҄ү҉̓һӤҿ҄Ӥ҉҄ҳқ
Җҳ҉҃ҧӤҴҩ ҙӤҴқҊҲҗӥү҉ңҷҩҶҚҷ҃ҴҥӁқ҃ҴҥҝҥҳҜҝҥҺ҉Ҟҧ҃ҴҥҖӋҴҾқҶқ҃Ҵҥ ҾҠҹӆүҬҥӥҴ҉҆ҩҴңңҳӆқӁҊҩӤҴ ҙӥҴҤҙҷӆҬҺҖ ҙӤҴқҤҳ҉҆҉ҜҥҥҧҺҾҝӥҴҭңҴҤ 
ҿҧҲҾҝӅқҞһӥқӋҴӁқ҃Ҵҥҿ҄Ӥ҉҄ҳқ җҴңҙҷӆңҺӤ҉ҭҩҳ҉ ҙӤҴқүҴҊҗӥү҉ңҷ҃ҴҥҝҥҳҜҿҞқҝґҶҜҳҗҶ҃Ҵҥ ҝҥҳҜ҃ҧҤҺҙҚӨ үү҃қҩҳҗ҃ҥҥңҾҠҶӆңҾҗҶң ҭҥҹү 
ҖӋҴҾқҶқ҃ҴҥҝҥҳҜҝҥҺ҉ӁқҝҥҲҾҖӅқҙҷӆҾҝӅқҬҴҾҭҗҺ

ҾҊҗқҴҥңҕӨ҄ү҉Ҿ҃ҕғӨ҄ӥүқҷӇ҆ҹү ҝҥҲҬ҉҆ӨӁҭӥҙӤҴқ҆ҴҖ҃ҴҥҕӨҧӤҩ҉ҭқӥҴҘҸ҉Ҟҧ҃ҴҥҖӋҴҾқҶқ҃Ҵҥҙҷӆ҆ҴҖҩӤҴҊҲҾ҃ҶҖ҄ҸӇқҗҴңҗҳҩҩҳҖҞҧ҃Ҵҥ
ҖӋҴҾқҶқ҃ҴҥҾҌҶ҉҃ҧҤҺҙҚӨҗҴңҙҷӆҙӤҴқ҃ӋҴҭқҖӂҩӥӁқҭҳҩ҄ ӥү 2.2 ҃ 5 ҭҧҳ҉ҊҴ҃қҳӇқӁҭӥҠҶҊҴҥҕҴӁҭӥҘӥҩқҘҷӆҩӤҴ ңҷ҆ӤҴ҆ҴҖ҃ҴҥҕӨ҄ү҉җҳҩҩҳҖ
ӁҖҜӥҴ҉ҙҷӆүҴҊӂңӤҜҥҥҧҺҾҝӥҴҭңҴҤҙҷӆҗҳӇ҉ӂҩӥ ҭҥҹүҤҳ҉҆҉ңҷҌӤү҉ҩӤҴ҉ҾңҹӆүҾҙҷҤҜ҃ҳҜ҆һӤҿ҄Ӥ҉ҭҥҹү҆һӤҾҙҷҤҜ ҙӤҴқ҃Ӆ҆ҩҥҝҥҳҜҝҥҺ҉ҿҞқҝґҶҜҳҗҶ҃Ҵҥ
ү҄҉ҙӤҴқҾҬҷҤӁҭңӤӁҭӥңҳӆқӁҊҩӤҴҙӤҴқҊҲӂҖӥҞҧҧҳҠҚӨҗҴңҙҷӆҙӤҴқүҤҴ҃ӂҖӥқҳӆқҾү҉



2.2 ҄ ҃ҴҥҝҥҳҜҾҝҧҷӆҤқҿҞқҝґҶҜҳҗҶ҃Ҵҥ

҆ҩҥ҃ӋҴҭқҖӁҭӥңҷҩҶҚҷ҃ҴҥҙҷӆҿқӤқүқӁқ҃ҴҥҝҥҳҜҾҝҧҷӆҤқҿҞқ ҾҌӤқ 
ҭҧҳ҃Ҿ҃ҕғӨӁқ҃ҴҥҠҶҊҴҥҕҴ҆ҩҴңҊӋҴҾҝӅқӁқ҃ҴҥҝҥҳҜҿҞқ ҃ҴҥңүҜ
ҭңҴҤҞһӥҜҥҶҭҴҥҥҲҖҳҜҬһ҉ҙҷӆҾ҃ҷӆҤҩ҄ӥү҉ӂҝҙҜҙҩқҿҞқ҉Ҵқ ҿҞқ
҉ҜҝҥҲңҴҕ ҿҞқҜҺ҆ҧҴ҃ҥ ҥҩңҙҳӇ҉ҝҥҲҾңҶқҞҧ҃ҥҲҙҜҙҳӇ҉ҖӥҴқ҆ӤҴ
҆ҴҖ҃ҴҥҕӨ ҿҧҲҩ̓ҴңҬһҏҾҬҷҤҙҷӆүҴҊҾ҃ҶҖ҄ҸӇқ ҿҧҲҊҳҖҙӋҴҿҞқ҉ҴқҋҜҳҜ
ҿ҃ӥӂ҄ ҾҠҹӆү҄үүқҺңҳҗҶ җҧүҖҊқҝҥҳҜ҆ӤҴ҆ҴҖ҃ҴҥҕӨ ҢҴҤӁқҾҩҧҴҙҷӆ҃ӋҴҭқҖ
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122Øöćâó : IRDP



123Øöćâó : IRDP
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