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2.1ก(1) กระบวนการวางแผนกลยุทธ์•

























Educational Strategic Challenges 



Educational Strategic Advantages









TOWS Matrix



TOWS Matrix for Volkswagen



What are Blind Spots?
•Blind spots are arising from incorrect, incomplete, obsolete, or 

biased assumptions or conclusions that cause gaps, 
vulnerabilities, risks, or weaknesses in your understanding of 
the competitive environment and strategic challenges your 
organization faces.
•Blind spots may arise from new or replacement offerings or 

business models coming from inside or outside your industry 
(as you currently define it).



Blind Spot Traps

Seven common traps that lead to blind spots
1. Seeing what we expect to see
2. Misjudging industry boundaries
3. Failing to identify emerging competition
4. Falling out of touch with customers



Blind Spot Traps

Seven common traps that lead to blind spots
5. Overemphasizing competitors’ visible competence
6. Allowing organizational taboos or prohibitions to limit our 
thoughts
7. Relying on history



Blind Spot Identification

1. Explore upcoming technologies
2. Assess global trends
3. Get out of your comfort zone
4. Seek employee input broadly
5. Talk to your customers
6. Broaden your field of view





Prioritize Risks



















Board Strategy Map Example

Compliance and CommunicationExecutive EnhancementPerformance Oversight

Maximize the Long -Term Total 
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Ensure Board Skills and 
Knowledge Match the 

Strategic Requirements

Assure Access to Strategic 
Information 

Foster Open 
Discussions/Culture

Manage Operational and 
Financial Risk 

Manage Expenses 

Approve Strategy and 
Oversee its Execution

Oversee Executive 
Succession Planning

Evaluate and Reward 
Executive Performance 

Ensure Risk and 
Regulatory 
Compliance 

Value Proposition:  Approval of Business Plans; Motivate Executive Performance; Ensure Regulatory Compliance; Deliver Shareholder ROI

Ensure Viability through 
Stakeholder Participation

Segments:  Business Units and Support Units





2.2 การน ากลยุทธ์ไปปฏบิัติ









Create a clear/detailed action plan











ระบุ Strategic objective หรือ Breakthrough objective ที่ก ำหนดไว้ตอนท ำแผนกลยุทธ์ (ทิศใต้) 

(2) การถ่ายทอดด้วย Hoshin Kanri



ระบุ Annual objective หรือวัตถุประสงค์ประจ ำปี ที่สัมพันธ์กับ Breakthrough objective 
หรือวัตถุประสงค์ระยะยำว (ทิศตะวันออก)

(2) การถ่ายทอดด้วย Hoshin Kanri



ระบุโครงกำรริเริ่ม (Initiative) ที่จะด ำเนินกำรในปีนี้ โดยเป็นโครงกำรริเริ่มที่จะท ำให้บรรลุ 
Annual objective (ทิศเหนือ)

(2) การถ่ายทอดด้วย Hoshin Kanri



ระบุตัวชี้วัดควำมส ำเร็จของโครงกำรริเริ่ม (Initiative) ที่จะด ำเนินกำรในปีนี้ (ทิศตะวันออก)

(2) การถ่ายทอดด้วย Hoshin Kanri



สังเกตที่ Breakthrough Objective ในเรื่อง Implement Continuous Improvement 
Programme

(2) การถ่ายทอดด้วย Hoshin Kanri





Cascading the Action Plans























Budgetary, Financial, Market 
and Strategy Results









Current Ratio (Working Capital Ratio)

• The business’s ability to pay off its short-term debt obligations 
with its current assets

• A good current ratio is between 1.2 to 2



Acid Test Ratio (Quick Ratio)

• The business’s ability to pay off its short-term debt obligations 
with its quick assets

• Large difference between the acid test ratio and the quick ratio  
means the business is relying too much on inventory



Return on Asset (ROA)

• How efficiently a company uses its assets to generate a profit

• A ROA of over 5% is generally considered good and over 20% 
excellent



Days Cash on Hand

• How many days the company would have left to operate if there 
were no sales revenue

• Business should not keep more than 90 days of day cash on 
hand as it is unnecessary



Debt to Equity Ratio 
• A measure of a company’s financial leverage (Use of debt to 

finance business activities and asset purchases) A good D/E 
ratio is around 1 to 1.5

• Companies that are capital intensive often have a high D/E ratio

• If this ratio is very low, the company is not realizing the potential 
profit or value it could gain by borrowing and increasing 
operations



Return on Investment (ROI)

• A profitability ratio that measures the amount of return, or profit, 
an investment generates relative to its costs

• The higher the risk of a type of investment, the higher the ROI 
investors will expect.

• Many investors would view an average annual ROI of 10% or 
more as a good rate for long-term investment in the stock 
market and expect more return for investment in small-cap 
stocks over a long period because such stocks tend to be risky.

• ROI = (Ending value of investment – Initial value of investment) 
/ Initial value of investment



Cash Flows



Cash Flows

• The net amount of cash and cash equivalents being transferred 
in and out of a company.

• Businesses take in money from sales as revenues and spend 
money on expenses. They may also receive income from 
interest, investments, royalties, and licensing agreements and 
sell products on credit, expecting to actually receive the cash 
owed at a late date

• Positive cash flow indicates that a company's liquid assets are 
increasing, enabling it to cover obligations, reinvest in its 
business, return money to shareholders, pay expenses, and 
provide a buffer against future financial challenges



Bond Ratings
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