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Vl’]dﬁ'ﬂﬂ@jﬂf;’mﬁ%%éﬁu (Ireland, R.Duane and Hoskisson, Robert E, 2005)

1.2 nagmsnisineadusnn (Stability Strategy) mﬁmﬁﬁmmﬂ?m&lﬁuim
szfutunanseylugrannasufifiniasiofiulnaesgraiunssuiunanedipaiegaue
gramnasuunansazanmuandenaauutlasten a1nsnanazLanun1salang
uﬁﬂmmﬂﬁﬂaa‘mﬁ‘mﬁﬂm @nesnnuLisaanidu 3 ﬂ@ﬂqwﬁﬁa‘ﬂ

1.2.1 ﬂ@qmﬁmiﬁu{,fw‘?‘@m?ﬁ’]Lﬁum@é’fmmqmzﬁm:fﬁ (Pause or
Proceed with Caution Strategy) ﬂﬁﬂﬁﬁﬂﬁ@x‘lﬁﬂ's‘im"ﬁﬂ@ﬂq%ﬁrﬂ’]ﬂ'ﬁ@lﬁiﬁ,ﬁl Taennaidiad
aegIna yldasAnsmaninennsiafansaauulasanmiandenfifinansznuse
NNIANHNUIBIBIANT LT miLﬂalﬂuLLﬂ@\mTﬂumivgum miLLﬂ?ﬂlﬂuLLﬂmmmﬂguma%’@
fafu anwiAssgRannen vdanislasuuiamniinssudiiing iusu fafuesdnanasld
ﬂ@gﬂﬁmiﬁuéqmm?mLﬁuiw?ﬂmaﬁ’]Lﬁum@éﬁqamwmzﬁmz%

1.2.2 ﬂ@qwﬁ‘mﬂmﬂ?}'ﬂw,l,ﬂm (No Change Strategy) \lunisaniiiu
uENaYNEAN  esainnagndipniinualilzauanadiian wazanmuondan
agsaadnslaliAeuuas asdnsenaazdsuiiimanuaesesdnsmudnm Rulawinti

1.2.3  nagnsnigvinals  (Profit  Strategy) Lﬂuﬂ@ﬂqﬂﬁrﬁﬂ\iﬁﬂﬁ"%
wengNanAn ldaesng o) 1u A ldaneluntsindtenasimun Antngeinmn Anlen
wazArldanalunisuinasgnan Wusu naswenaiuansildanaas dsualinilsuesasinega
Gty Suilunazesdetugeiulusazdu usnniulnszestnnazge

1% ﬂ@gmﬁ’mﬁ‘ﬁmmu (Retrenchment  Strategy) duneeanaesniswi
floywaesassnallilssaupnnudada viad usuingsiafidngdawnsnaesdin nagvs
nasemevAaiunadengainesesesdns Seutiseanidu 3 nagns

1.3.1 n@ﬂmﬁ‘maﬁuvj (Full resilience strategy) Lﬂunaqwﬁ‘ﬁg{q
diudganisanibuulinauganindng lnenisuniyuisesneiaidansnlda1esnae] ag
du nashifuminenudin nnsaaldanslunisiseuasimmn nsaauanenldans
gn1nanu waznisanluwon lusiu ﬂm;,!wﬁfm@ﬁuvjmmmﬁﬂmmﬂm@‘wmmmmﬂ'ﬂfﬁ
Aneasaziinsliulasaineesdng  (Reengineering) Taanisufudgetlsy@nsnnlunis
ANHUUIEIZEN

1.3.2 ﬂ@qmﬁmimmﬁqﬁ@m@umimnu (Sell — Out or Divestment
Strategy) fumsuflatioymesdnsiidgsialisenadesiuesnlanmy siegsiafiaana
dauueviaininannsliifieane fenaunsamuannsauiugsiaauvieINEgs A
duiialyl

1.3.3 NAYNSNIIANATANLUITANITIANAANIT  (Bankruptcy or
Liquidation  Strategy) ﬂ@qmﬁﬁﬂuﬂ@qmﬁgmﬁwmmmﬁmﬁﬂimummé’ummium:‘
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ANHWINY m?ﬁﬂm"ﬁLﬁumu@:Lﬂwumqﬁﬁﬂﬁﬁﬁﬁ@mmuﬁ@ﬂ'ﬁqm wazdaaNIInInEN
nadszloriaesdfeiulifndinislaeaduazany ﬂaﬂqwﬁ'ﬁmmzzi’mé’umﬁmﬁmﬂu
umbnsuteiufiseunauazaslugnamnsuilafinnuiaga

2. NAENEssALgINA (Business Strategy)

nagNinIsuwaedu (Competitive Strategy) ‘LﬁﬂumwﬁLﬁumuﬁz{qﬂﬁ*uﬂgaﬂmzmi
wisfusestdnfuaiierinislunsazasinanislugpavnssniediuesnaniiosnad
dqu3INeg %umxmﬂmﬂuﬂaqwﬁﬁm I Fasielui]

Competitive Advantage

Dfferentiztion

erentialor
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v
)

a W 4

LdmICompetitive Advantage

ﬁuﬂ: Michael E. Porter, 1990

Michael E. Porter TéWamissasileldlunsfinmsziunauanusalunisugedu
1939AA1NITNIAANUUIANNAATY annunisaintsuaedulunisdnlan Ussmannilsemea
danenenenuidenygniianangs faxiliifaeealdidieunanisutedilugpamnasa
mmﬂ%mmmufiﬁqLﬂu%ﬁmﬁmﬁ‘ﬂmﬁu@mLL%q@mﬁ@uﬁéﬂ@mmum‘mLL@::@'LL°1J\1°1‘Tu e sy
mmsmmLme\iﬂiﬁ”uﬁqlﬁmmﬂﬁum@ﬂwﬁﬂ@xﬁm%mﬂummmiaﬂﬁﬁﬂmm\ﬁuqmm
ﬁunmmz ugnanil Porter 1m”LLﬂQﬂ@a;w§ﬂﬁiLL°ﬂqﬁu@@ﬂmmm‘ummqul,mﬁunmmz
uanani  Porter MLLmﬂ@ﬂqmﬁmiLLﬂhﬁuﬂﬂﬂmm@ummmﬂ’mmjﬁuﬁLﬂfmmmf’m
(Broad Target) visanisimatativanaiflunaianaagu (Mass market) wazituangia



(Narrow Target) ¥3ana1axaianzdau (Niche Market) aaanunsautisaantily 4 nagns Lo
3
platl (§1989lu aneA WIANNg, 2544)

1. nagnsnislugiindusiuyu (Overall Cost Leadership) ilunagnanisuaed
A0383AnsNHIuNende Inanisaiedss@ninnlunisanfivanuluanenasuausugu
NINARALATNIIAANMUNNENTNGA  INBANNNIONNUATIANINLENI AL TaLaz g
nnsnanaflugndnliiasdnsinlegeaunazainnsnatisantaluaniunisainisuaedu
Pusd waznisisunusnaziiunisianunisdngeaaunssuaasidinainselug

2. NAgNEN1IaFamNNLANGe (Differentiate Strategy) tHlunagnnisuaedu
1ava9Ansenanmdiinnendng Tnentsafeyadsine o Tilaasumiiesuas

a v = a [ % a a v a a | o
AN A31FUAT WAtulat n19LEnng Wusu Tueandusinsuamduaiuauuin (Mass
Production) snxANAaInsaedganawsiiagiuinduiill iz ngugnAniagna
FRInsina A Y lisesiinisaian I LANAINHINNgNTIEaNT] NNIHANNAINFNH
TaatAuaza¥apanuinfaesgnAtsensuaasiuel dsazanaanlosiasaresgnAngs

1% o d‘ 4 ! (3 o ¥ ! v v M v
aunsnaiauanilangsliunesdns  wasilasiunisdnganarunssuaasidinunseluadle
dl L7 1Y 5% a o 3 a (% rd‘d ' dl =X
wasangidnunaeluisedldiunuglunisduuasimunnaaiusinandwenga Ay
ﬁﬂﬁm’@m’wmamﬁmsﬁmm@ﬂﬁﬁmﬂmﬁmmsﬁﬂmmﬁﬁ

3. ﬂ@ﬂmmimmmumu (Cost Focus Strategy) Llun1gkdANg Nisnlunisan
Fuyu 4 szFUneArilgesesdng falignanadauuaudangmnineesuAnfusRldung
mgmummmmLm@mfaimummwgﬂmq@meu

4. NRYNSNITNTIAINLANGNS (Focused Differentiation Strategy) Lflunnsseh
ANNFBIN199994N AN TUAAIALAENHAIINLANFINAINAAIATIN N19aF1INARSDeTITE
1FN19ANANNUANFANTIANTDADLAUDIANADINIITBIAAIARNTLE  LaZAINNINATN
nanlegaliuiessnaislussazduiazssuzeng iesanessnsazldninuiiiaaiaan

v A 1 ¥ Y a o o a o 4 o val |
gnA1 AgudeyalunisAuaiddauarimunandnet ianzaniunaalfmnndd

NAYNEITALTINAITYNWRMUITENT WNAITUILAzNTU sl UnegINaseaulan
(Global Business Condition) azAnanIwianie (Distinctive Competence) m'ﬂmu@méﬁq
wavangeuvadLsazuoagana tnananmniegsiassaulanazsuianinamziinain
annuaedu Aswgia nialles waltulat wasimmuniszedny
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