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Bangladesh Mr. Khan Md. Nurul Amin (Senior Assistant Secretary)
Ministry of Industries
91 Motijheel C/A, Dhaka
e-Mail: naminahn@yahoo.com
Fiji Mr. VilimoneBaledrokadroka (Chief Executive Officer)
National Employment Centre
Level 4, Civic House, P.O. Box 2216, Government Buildings, Suva
e-Mail: vilimone.baledrokadroka@govnet.gov.fj
IR Iran Dr. Mohammad Javad Naeiji (Superior Advisor)
Mobtakeran Institute
10 Unit, 2 Floor, Sarve Square, Saadat Abad, Tehran
e-Mail: M_naeiji@mail.sbu.ac.ir
India Mr. Jogani Nirav D. (Vice Chairman)
Lemon Technologies Pvt. Ltd.
720 Belgium Tower, Opp Linear Bus Stand, Ring Road, Surat 395003

e-Mail: nirav@lemontechnologies.net

e11IN36TRCSMC-ChothipW11Jan12 -v2 (30/12/54) uiin 1 283 27




Indonesia

Korea, Republic of

Lao PDR

Malaysia

Mongolia

Nepal

Pakistan

Mr. Janususilo. (Head of section of Productivity research / consultants)
Directorate of Productivity and Entrepreneurship,

Directorate of General of Training and Productivity Development,
Ministry of Manpower and Transmigration

e-Mail: janu@binaprod.org; janususilo68@yahoo.com.sg

Mr. Dong-Kyu Han (Consultant)

Korea Productivity Center

122-1 Jeoksun-dong, Jongno-gu, Seoul

e-Mail: dkhan@kpc.or.kr

Mr. Phetanong Insarn (Technical Officer)

Small and Medium Enterprise Promotion and Development Office
Nong Bone Road, P.O. Box 474, Vientiane

e-Mail: pinsarn@smepdo.org, pinsarn@yahoo.com

Mr. Josffa bin Ismail (Consultant)

Malaysia Productivity Corporation

Locked Bag 206, JalanBertam, 13200, Kepala Batas, Pulau Pinang
e-Mail: josffa@mpc.gov.my

Mr. Khor Chai Tian (Executive Director cum Principal Consultant)

TK Khor& Associates Sdn. Bhd.

No.5 JalanPekaka 5, Taman Pekaka, 14300 NibongTebal S.P.S.,Pulau Pinang
e-Mail: khorct@gmail.com

Ms. Dorjkhuu Otgontuya (Senior Expert)

Mongolia Productivity Organization

2nd Floor, White Horse Center, Amarsanaa Road, 17kh Khoroo, Bayangol
District, P.O. Box 828, 14201, Ulaanbaatar 46

e-Mail: 0gi_jp@yahoo.com

Mr. Shrestha Chandra Bhakta (NPO Consultant)

National Productivity and Economic Development Center, Balaju, P.O. Box No.
1318, Kathmandu

e-Mail: chandraZ2shrestha@yahoo.com

Mr. Muhammad Alamgir Chaudhry (Provincial Chief)

Small and Medium Enterprise Development Authority, Ministry of Industries
8th Floor, LDA Plaza, Egerton Road, Lahore

e-Mail: alamgir@smeda.org.pk
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Philippines Ms. Macam, Charoto, Tiongson
Project Officer |,
Development Academy of the Philippines
e-Mail: katia_alodia@yahoo.com
Singapore Ms. Gwee Siok Chuan, Jacqueline *** (Director)
aAdvantage Consulting Group Pte Ltd
896 Dunearn Road, #04-03D Sime Darby Centre
e-Mail: Jacqueline.gwee@aadvantage-consulting.com
Sri Lanka Mr. Rathnayaka Mudiyanselage Shanaka Rohan Gunawardhana
Productivity Development Assistant, National Productivity Secretariat
318 High Level Road, Colombo 06
e-Mail: Shanaka_gunawardhana@yahoo.com
China, Republic of Ms. Yi-Chia Huang (Consultant)
China Productivity Center
2F, No. 79, Sec. 1, Xintai 5th Road, Xizhi City, Taipei, 221
e-Mail: 2543@cpc.tw
Thailand Ms. Chothip Wisespongpand (Vice President)
Department of Business Performance Development
Institute for Small and Medium Enterprises Development
99 Moo 18 PueyUngphakorn Road, Thammasat University, Rangsit Center,
KlongLuang, Pathumthani 12120
e-Mail: chowises@ismed.or.th
Vietnam Ms. Nguyen ThiAnh Thu (Director Training Division)
Vietnam Productivity Centre
8 Hoang Quoc Viet, CauGiay District, Hanoi

e-Mail: nathu@vpc.vn, ntathu6@yahoo.com
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22 asiiflanasaanuinlsainnisweusseng (Auunmaiadanasssydainansussang)
2.2.1 Features of SMEs Management in Japan

By Mr. Makoto KOBAYASHI (Senior Management Consultant / Japan Productivity Center)

- dndonesanuausMEs lutlszmeiuitlszanndesas 99.7 1093 uUIANAINA WATH
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MNumber of Medium & Small Corporations, Number of Employees . Mf:dlllm & Small

companies account

Medium & Small | Big Companics
e(jgﬁlpa.mes | 12000 people for 99.7% of Japarl’s
4,198,000 people - == .
Number of - 3% companies.
Companies .
4,210,000 * Small Companies ¢ Medium & small
included N
(2006) 3,663,000 people companies employ
il 70% of Japan’s
workers.
é Small Companies !
- == included
Large Companies —— 929,000 people
12,290,000 people S .
Number of
Employees
40,130,000 .
(2006) Medium & Small

Companics 'l|'l'
27,840,000 people
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Number of Bankruptcies by Company Size

== - 4 (lefi axis) == 5-49 (left axis) (96)

* The smaller the
company, the more
casegs.

* Since the Lehman
Shock, the number
of bankruptcies
was gradually
decreasing, but
increase has been
noted since March
2011.

(#of
cases)

i i Compared o same month
1,800 == More than 50 (right axis) === previous year (Fight axis) e
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2.2.2 Management Consulting for SMEs
By Mr. Makoto KOBAYASHI (Senior Management Consultant / Japan Productivity Center)

Bk Z

- lananlunnsdmiaManagement plan Aeni1snnuuailunne(luifiunneildeal standards)
aniuliitiaszinaninnisniluilaqiii(Current conditions) 1ialidiayais 2 dautiudaaznudn

a

199919(Gaps)9eidng 2 anuziiaziinliguuanislunisinnuaManagement plane4e4/nativ <

clarify a target and the actual condition.

-

(Grasp actual conditions |
| of management
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Internal Analysis Strengths External Analysis Opportunities

2./
Customer

Price/Sales '’
Product -Quality1 !

Cost”

Convenience - Delivery&
Distribution”’

Man - Peoplee"/

Money - Financial

a3
Analysis

duExternal analysis@ﬂ%m?"mﬁﬂ 5 Force

Com petitors‘”

Negotiation power with
buyers4'/

Negotiation power with
suppliers“

q 4./
Barrier to new entry

Alternative products‘”

Politics from
5./
government

q 5./
Economics

Societys‘/

Technologys'/
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Process to Formulate Strategies

HII&EHNELJAIIEEH'.

hdenﬂfy MM
.
—’bomm (business domaini M
E =

Prepare alternative

Select alternative

Execute management

:’1 Growth strategies
Corp
Competition
strategies
Increase efficiency of
erations

1 Feedback results h

- lunisiiunsesdnsmnuununagng(Management  plan) 1 fiisuisazliunumddnylunng
duindeuunudInanaliifian1sgueedasas PDCA luiess Hazdrdudu wheuaienunism
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Amount of profit, sales, surplus, etc., of the company

2.2.3 Human Resources Management for SMEs”

By Mr. Takashi YAMAZAKI (Senior Management Consultant/ Japan Productivity Center)
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[ Organizational Image in the Customer-led Era ]

Customers

1r 17 17

Front-line employees

iddle managcmc?/

Top

- 5\‘1LLﬁdﬁUWU’]WMﬁ’]‘ﬁlmmmiiﬁu’limuuﬂﬂ@ Human Resource Management (HRM) waz Human
Resource Development (HRD) azagilugauaadindirect functionfinia widlunalnfidnArydslu
NI9LINIAANTRIANIAINILWLLITN 95U L‘fimmnLﬂumqmmﬁL%uimaxwmﬂmqwﬁ’mmmﬁm
TlgwiinamusiazdnaiiungiEnsauees HRM uaz HRD

- wnunwselfiuansiansdenteaessidng Management Strategy WAZITULINNTNULAAALEY
asfns lagh Management  Strategy azfiasaanndasiunantiaaynlunistinnsuyana
(Personnel Philosophy) ﬁQﬂLLﬂZ\NZNN’]ijﬂ’li‘mﬂﬁyuﬁﬁu‘ﬂ@ﬁt‘]_luHRI\/I m@mm‘ﬂﬂfuj fal 2 dou
PANABILULNIU92INUNA9NU (Evaluation system) wavssLLRumau (Wage system)

N ATt ats) Management strategy azifluAanIun Management plan LAZLNWNIUNIIWENUN
1JAAN7 (Personnel development plan)

- luManagement  plantiu TrgdszasAranisuivisnagniessnsazgnulasigszuunig

UszilunaIuIYARR(Personnel evaluation system)  ianleNAussUURUWASY  UANAINY

Management plan @zLﬂuLLﬂuwmmm?ﬁmumLLNu\ﬁuT’]ﬂuﬂﬁ@ (Personnel Plan) ﬂﬂaﬂdﬁﬂiﬁuj
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= § ==—| Personnel philosophy
— strategy -

__| Management

T
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: ICoresystem e
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- manmuadignTunnstiimsanuyraaiiuwgAn 2 Lnfe

1. Personnel Philosophy based on workers Feazutaily 3 wuiAn Ae Seniority-based, Ability-
based LLas Merit-based

2. Personnel Philosophy based on work Feazuaily 2 uaAn Aa Performance-based WAz

Achievement-based

- lwwwoAanuansreiudineiv Auilunaliinisiinunconceptlunistinisauyananiuans19iu

dﬁ/
AU

[Personnel philosophy based on workers]

Concept of recognizing the level of contribution in accordance with age and continued service

Concept of recognizing the level of contribution in accordance with potential for job performance

lgi:;;lg Concept of recognizing the level of contribution in accordance with the actual job performance

[Personnel philosophy based on work]

Concept of recognizing the level of contribution in accordance with quantifiable performance

Performance-
based

Concept of recognizing the level of contribution based on the level of the medium-term and

long-term contribution and the whole process leading to major accomplishments as well as short-
term ones

Achievement
-based

e11IN36TRCSMC-ChothipW11Jan12 - v2 (30/12/54) niin 10 9849 27



2.2.4 Marketing for SMEs
By Mr. Hiroaki TAKESHITA (Senior Management Consultant/ Japan Productivity Center)

v yaa a

- msigsnalutdaqiiuliponudidnyiugnéin lugrusiiulianinagedenisaniiugsia Tnad

U
1
=

MarketingLﬂumiqmmﬁlméﬁmﬁuqn%ﬁmﬂmm Aasiunumluniaduiluwnundnlunisysonnig
LN LR iMManufacturing, Human Resources WAaY Finance ilenaLduase
WWIAA"Customer centric approach” Tugumﬂdﬂﬁuﬁu’a’m@‘mﬁfaud’]g}ﬂﬁ’]Lﬂuﬁ“ﬁ’mumﬁ‘@mw’gu
mi’am’m%‘u‘l:ﬂﬂthuvrml\/larketing (Marketing is considered a function for integrating the
functions by which all operations are control by customers (consumers) : P. Kulter, Marketing

Management)

Manufacturing

Marketing

'
= o

o . = = S = a S N o
- UNUMNANAUNEATBINITRAaNA (Marketing) ﬂ’ﬂﬂ’]ﬁ'@’ﬂ@ﬁ?%ﬂﬂ?%'&%ﬁ&l@?%ﬁ%’]\iE‘in]’ﬂ (M\TELH?ZQU

q

o

yAAA-Customer NHLAAA-Consumer kavdIAN-Society) UL (3TALlindividual s¥ALBIANT

o
o Y

wazsziLgana) wazdlugeanslunedinepaudiniusiiauszwinedienutang
- PMINMUA Marketing Strategy {Iun1snvuANaenS LWz ALgINA SalivanAaduiaatiunis
AMUUANAELNTRIANT (ﬂﬂﬁmw%mﬁémﬁﬂ 198 Framework Fi4 )
- U9r@AnSNarRIMarketing Strategy f1MFLSMEsiu fusnnsaviiaslyunaslulissiig o i ¥4 3
HNNBIAE
1. Bird's-eye view NNIHSMEsausanmunddeiditesesdns lidmian
2. Fish's-eye view M1 IASMEs@unsnnuualnmnga nnsalunisudsduremny
3. Worm's-eye view 1 SMEs@1:130n 11ALUININIUN1TALANGTTIATBIAY
- LLmumwr;iavl,ﬂﬂffmmﬁqmiﬁwumrﬁwLLmiﬂumiLLﬂﬁuwwﬁ;iﬁmeMEs 4 ANWWLN (Leader,
Challenger, Follower, Niche) usiazfnumiaziiuwanislunisiatsunasauaguiadesine o i
aufludniunvua Marketing Strategy @1%\1u Characteristics, Management resources i

HHNB9289 Quality, Market objectives, Market targets azBasic polioies@l,uHNmMP
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Leader Challenger Follower

Kking t: A company concentrating lis
#‘:ﬁ:;?ﬂﬂmtmg . TesoUrces in niches not

e . addressed by the leader for
conditions and avoid pruﬁiabiitybrgmn& orin

risk, without challenging |niches overlooked by the
the leader leader

A company boasting A company aiming fo
the industry's largest grow its market share,

by boldly challenging the
market share lasadiar

Characteristics

Management rescurces |Quality: high; quenfity: large  |Quality: low; quantity: large  |Quallty: low; quantity: small  [Quality: high; quantity: smal_

Maintaining the largest market| Growing market share and Earning enough retums to Retumns, reputation, and

I share, the largest retums, the |capturing the pasitien of the ive in the market i in certaln specific
Market objectives largest reputation and best | leader PR ::ﬁc:t: P

image, and the lop position

Economy segments (low-to | Certain specific market

Market targets Full coverage Semi-full coverage mid-priced orientation) segmants
Differentiation from the leader, :
Full-line strategies, growing dil'f:r'::ﬁalig:mmlhezlesdar _ "Mini-teader” strategies,
Products peripheral demand, c.arm_mﬁ because of the Following the leader 1l-!uhn:ur%ha|=-kg?:mntraung on
e = s aining nicl
% hemegenization straiegies mwan?'d Ewmnn""
B
= . High, mid-range, or low
] - " ; Bold highflow prices Lowp h
o | w prices
@ |Pricing Non-price-based tactics | prices using VE eto. p prices depending on the
il products
Channels Open Open Minimum necessary Minimum necessary
Promotion In all directions In all directions Selected media Selected media

- MINYUA Marketing Mix (4P) lifaanadasiugluuunisaiiiugsia 3 dssinnuanaesSMEs A9
NINARAUAT (Manufacturer marketing mix) N13AN49 (Wholesale marketing mix) nngA1Lan
(Retail marketing mix)1iu {nagmi4PAuansneiu fasMEsamnsalfifluuwiniglunisiouun
Marketing strategy I sasaatinesiallil

. . dl a a :// ell v o a a % v
1. Manufacturer marketing mix Liasannnanssulunianisuaniinadasiun1snanduanlings
o o b % dISJ 1 o % v K % $% 1 v
vANAIANIIIedgnAY lusasiesuteduld uararnnsadintiegnénlimsanguiluung
AunagMin g 1iUSMEsN1ANTHAR AdsLlsznausaanagniausl 91A1 n1sdaddN
NIAAIALAZTeNN ALY TelsnsaziBuauanseiullaNTiaAuii nsuingugnAn way

NNFULNAIRAAA ASFIBLNN

o Comprehensivecspecialized product lineups

Product strategies Brang. quality, pad(pa.;?ng, after-sales service

Product life cycle, category-specific gross margin return on
investment (GMROI), etc. (—»category-specific sales efficiency
optimization, inventory investment efficiency optimization)

Bulk production in large velumss (—margin improvements,
reducing sales lossesk=small-lot production (—reducing inventory
risks)

| Development of new brands and new products (—achieving
uniqueness, improving margin)

Pricing strategies Cost-plus pricing, break-even pricing, demand-based pricing,
competitive pricing, skimming pricing strategy, market-penetration
pricing strategy, cash discounts, quantity discounts, functional
discounts, rebates

| Promotional strategies Advertising, publicity, personal sales, word of mouth

Open channel pulicy, selective channel policy, specialized channel
policy

Vertical marketing systems (corporate system, contract system,
administration system)

Channel strategies

A o

2. Wholesale marketing mix \Hasangsnaddailuaiausananlunisdaiuaudianninan

v
° o o 1

TgfistlnaluszAusing <) ganatasiimndAtyrissiednan (Jugudsnduiianguanuans

9eld uinndusn Iiiudnds dafnananaiuideamienisnain) Anud1Atysegsna
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Merchandising strategies | Category-specific GMROI etc. (—category-specific sales

(product strategies + efficiency optimization, inventory investment efficiency
pricing strategies) " i)

Bulk purchases in large volumes (->margin improvements,
reducing sales losses)small-lot purchases (—reducing inventory
risks)

Cash discounts, quantity discounts, functional discounts, rebates

Logistics strategies Joint delivery, bulk category (full-line) deliveries

EOS adoption _ :
Efficient distribution planning and aggressive improvements in
loading efficiency

Retail support strategies | Management guidance )

Head-office function substitution

Voluntary chains

Support for information-system adoption

Product-line proposals

Sales-floor development proposals

Promotional support

Merchandising strategies Comprehensive (one-stop shopping J<>specialized product lineups

i Bulk purchases in large volumes (—»margin improvements,
(product strategies + Ik p I L
N reducing sales losses)<ssmall-lot purchases (—>reducing inventory
pricing strategies) fisks)

Category-specific GMROI etc. (—category-specific sales
efficiency optimization, inventory investment efficiency
optimization)

Development of PB products and new suppliers (products)
(—achieving uniqueness, improving margin)

EOS (—»shortening delivery times, preventing stack shortages,
reducing inventories)

POS (—sunit administration and data use)

Prices zones, price lines

Promotional strategies Development of new customers/maintenance and improvement of
existing customers §
Membership (point) cards, pamphlets, customer-participation
events, word of mouth, RFM, FSP, customer service, product
‘knowledge/promotional capabilities, POP

Store strategies Circulation, floor structure, shelf space allocation, consistency of
store image, cross-merchandising/coordination of displays,
lighting, background music, opening new stores, renovations,
store format

2.2.5 Production Management for SMEs & KAIZEN Management for SMEs
By Mr. Ryou KAJITA (Management Consultant/ Japan Productivity Center) & By Mr. Kanichi
MORIYAMA (Counselor, International Cooperation Dept. / Japan Productivity Center

- Toyota Production System (TPS) ﬁLLuQﬁﬂﬁuﬁs’m 2 WWIAAAR Just-In-Time uaz Automation with

a human touch luusazuwrAnazi@anldisnis(Methods)Ninzaniuaninnisaiugsnauay
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TUBIINDIANITBIAU WaaRANgaLAe 7 Uszn1slunisudn (7 wastes) Tedsnaliiifianisan

AN (Cost reduction) luszLLNITHAR

Basic concepts Methods Targets
* Kanban
= Pull system production
*Leveled production «Waste of

»Synchronization, one-
—» by-one production
»Small lot production
through set-up kaizen
=Multi-skill development
»Multi-process handling

« | overproduction
> -

= Waste of convevance
= Waste of inventory

Tust-in-time —

UO[IINPAL 1507

= Waste of processing

=% +Operation standard > +Waste of motion
= Waste of waiting
Automation with a o | *Manpower saving « | *Waste of producing
human touch “| +Built-in quality 7| defects

o o

- lunisasmanugoyida7 dsznislunisu@n (7 wastes)  AasliiavnddyiunisanDefectstiau

o

a o g =

Lﬁmmﬂmngzymﬂmnmfmmzms:‘vmﬁi@ﬁunumqmqmmmmam (Direct Cost) laignaziilu
AuudRnAY fiunuusesany wazlatianisn@s duiunsciaes Overproduction uaT Inventory 1
ouflupanaides (Risk) i

- Iu‘ﬂ@:mmjﬂuﬂmﬁu‘bwmmam:ﬁuSMEs Sunaliiuazlasuarenisuanain Line production
system w1y Cellular production system (or Vendor production system)mn@lﬁyu Lﬁ'ﬂ\‘imm‘xuu

v
o

TniidANNE AL UABNINARAY FuuNIINaRAINg  uadTadadAnyNFesiansniluanAy

<

WINA® Cellular production system 11 Wilnauazdiasll Multi-skilled Hemzansdin-aanm ( low

turn-over rate) warHITULA31NUIeRelA (motivation system)RatLaRWNNIUFLLaNIMUTR

NUN9U
[Line production] [Cellular production]
O
o K
. A
o )
A
, O o
. A A
A
o
A

(2

- aaBaugusEudnessuL Line production system wagCellular production system tElusatl
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Line production

Cellular production

Fequred skills

Low

High

Worlkplace

Belt conveyer

Vender-style operation booth

Operation spead

Same speed as slow workers

Varies depending on workers

Cost of inventory of

. Large Small
work In process =
Line construction High Low
cost
Lot size Suited for large lots Swited for small lots

Characteristics of
products

Heavy and bulley items also possible

Heavy and bulky items require higher cost

- lwnsdfunlasuanenian@sann Line production Tilg Cellular production uaqsinatinsAesiiu
Aaalll Taeld KAIZEN vi38 Industrial Engineering tflulAraaiie lun1swmunszuunisaasiean
AnNduauluaan1suan M ldanansuanNanerusiludunsaunnu nezdunuinisuan aulu

Ngnannsnliutlgeiuiniily cellular production WianviswawLAANS TN multi-skilledAsnana

Tightened space Cellular

nnr

348 o8
et

Rectilinear

Turbulence % %
80090 %%

a

- KAIZEN flwasesiienignldedreunsvanalutlszmadiu Aulsz@ninage anisnszgne iy
aeAngtsznneing o) lnnatia alaves KAIZEN Aeniswmuiet1eseiiaiiiuieas PDCA iusay

RLTBININHUNAT PDCA aziianisimmiiiuadudulizes - etheseiiies

COﬂtlﬂUe |mpr0V|ng “Zero defect”

Continuous
Efforts
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- Tlumsdfudpananis@amiug nsdseegns EKAIZENAsRanssssizanszuauns lwaensuan as
1% A A A

ATRNHENLANGNNTY LAaZAINAIANIINAAITA lUN1TAAFAW UAKANANNTUA NI ALTBINANTTH
9nan9 11 N5 EKAIZEN Tugauaes Operation Taeldirsaaiia 3Ms (muri, mura, muda) av@9ea
slan1sanfiununsuanuseAulunany winnamenlKAIZEN Tunisdiulaenszuauniang
agfinaldmnunengngeiu HiAsesiiaECRSIFLSauNINTY usinad13alunsansiununisuant
Azgaauad lae
ECRS
+Eliminate
+Combine

+Rearrange
- Simplify

High

Operation

3Ms
*Overwork (muri)
+Unevenness (mura)
~Waste (mmda)
General rules for motion econony
General rule 1: Reduce the mumber
of motions
General rule 2: Use both hands
sinmltansously
General rule 3: Shorten the moving
distance
General rule 4: Make motions easy

S103110 UdZIEY

L3
1
1
]
1
1
]
1
1
|
1
I
I
1
I
I
l
I
I
I
I
'
I
I
I

¥
Low

dq, % a o % o o o A o a
- wananunsanfiunuluatenisnandslsrnausicaadanan 3 dadame n1sdiudauannin

(Productivity Improvement) n19amLIaIL1 (Shorten lead Time) warn1sanfunudnnALluguuy

: : o = a A A Hdeve o : g
[5]'1\1°'| IﬁﬂLLﬁ]@zﬂ‘QQENLLuQﬂﬁ LL@zLm"ﬂ\‘m@ﬂﬁjmm'ﬂﬂ’]\ﬂumi"mﬁ]@iﬂu

Items Concept Perspective Method
Output = Production volume *Beduce defect +IE, Tovota Production
Input = 4Ms corrections System
Imnrove — Physical'value (monetary) *Reduce man-days “TPM
prot;ﬁc ﬁ; ity productivity *Increase production =Automation unmanned
o — Labor/capital productivity velume =QC/QA, ISO8000
*Standardization/multi-skill
development
Shorten the time from customer to *Feduce stagnation'werk | -JIT. Toyota Production
customer 1 process System
— From order to shipment *Shorten the set-up time | *C/E, F/L
Shorten lead . . L . .
time — Shorten the period of each Reduce waitmg loss Roll paper analysts
process IE

— From receiving a complaint to
completion of handling

Reduce external product purchase *Improve yield “VAVE
Reduce | cost *Partner selection -QC/QA. ISO0000
product — Raw material’parts/outsourcing | «Unit price negotiation *Create together with

purchase cost cost and revise purchase process “Reduce defects partners
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2.2.6 Balanced Scorecard for Management Consultancy

By Dr. Pasu DECHARIN (Dean Faculty of Commerce and Accountancy /

Chulalongkorn University / Japan Productivity Center)

Balanced Scorecard (BSC) Lﬂum’%mﬁﬂuﬂW?‘iﬁmﬁ‘ﬂ@qmﬁ(Tools in executing strategy)ating
d‘ -£I 1 dl I's 'S ] 1 1 o 4 o a
wile FataeluntsdeansnagniesdAnslilguiaeeusing o uazinliinagniluseAugsna nagnt i

seAUNTINNNANNABAARD (Alignment) TLNAYNEBIANT

o

BsCiflwrsasiianiinladnauazannsnlszgnd liiuynseiuaesasfnauazanayana 99N

a v

N o A 4 dows, d ey e & o oy -
ansndenieeiuAsesiieaulddednsion iedasliesdnaiuainisoin il lunsi@unseu
el ¥ = a a
ﬁ]"]llﬂ@ﬂmﬁwqqul')ﬂﬂqﬂuﬂizmﬂﬁm@
BSC uwa@mdigPerformance Measurement InedmnnukPl 144 {5 Aa Financial Perspective,

Learning & Growth perspective, Customer perspective, Internal perspective

'
aaf

A9 BalancenunaiamnuannavizaAnNdNiliKPl TuusaslRTIuanannuiume-uadeii

LA AININW

Financial Perspectiv
(Short-term)

Customer Vision & Internal Process
Perspective Strategy Perspective

(Long-term)
Learning & Growth Perspective

@91A"97 Scorecard MuNEReRNINNRARIANszasd AeFieansdn A1Baseline At vnng uay

nagninazinlffinelfiussgingusrasdin g - aziulfdnlunievin Scorecard 1iuanlufinelEu

foadpnilszasdneu HldEudaakpl (Hasiuaviianisduauuasiasianialiing)

Objectives Measures Baseline Target Strategic Initiatives
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- lunsdaninnagnglunsiiina(Strategic Management) AaflunszinunisatieniladaBuan

1. nanuanagng e ldiAsesiiasing o 1w SWOT, Growth Strategy, Business Strategy,

Blue Ocean Strategy \ilufiu

2. maulasnagniunguruanuuaznisdeansiinnauluesdnsiunau Inelfiersesiiesng 7

I Balanced Scorecard, Strategy Map, Project Mgt, STRATEX Hludu

3. msuiwenagng Inaldirsesiiosng o

[iuServant  Leadership, Competencies,

Reengineering, Pay for Performance Hludu

4. BSC anwnsnldifluasasiialunisnsasaaunaresnisismsnagng neldissesiiasiie

°| viu Traffic Lights, Management Cockpit kv

5 mamegeuuazdiulpnagns  TaaldiAsesiiesina ) 1duStrategic  Risks, Decision

Analytics %38n1934As2H39@D AW Correlation statistics ie3AIITiANNANRLELR4

KPI TuAaz i@l ugi

~

Transating and

- SWOT
- Growth Strategy
- Business Strateay.

Develop
Strategy

- Blue OCcean Sirategy.

Communicating
Strategy

Strategic
Execution

Testing &
Adapting
Strategy

= Management
COCKpit

Monitoring &
Learning

- lunn9aan1 BSC seALadAng (Corporate BSC) ik A2BNAEINNINT Strategy map, Objectives,

KPI, Target, Initiatives, Action plan wae Budget

- Feean99nTinStrategy map 1w 4 perspectives TauanANLwme-HaTITBLAZTY (A1inAAN

'
=

anAsAuasivtlansgnasuansine(Cause) T lUnvagnasTailuna (Effect) Tariuuaziu sanvianans

ALIGNMENT luusazperspective fag
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Growth Strategy

Productivity Strategy Long-Term

Lt

Shareholder Value

Financial ; = -
Perspective Improve Cost Improve Asset New Revenue Increase
Structure Utilization Sources Custorner Value
........................................................ geissiaicabiiaaiaiianen riatiiiarsaics iehididsiuisang e e R R
Customer Acquisition Cust R Cust: Satisfaction Market Share Customer Profitability
Customer it
Parspactive Customer Valug |Proposition
Product / Service Attributes Relationship Image
Operation Management Customer Management Regulatory & Social
Processes Proce Processes
I F r Z
pelrlt:;c";m * Supply * Selection + Opportunity ID + Environment
= Production = Acquisition = R&D Portfolio = Safety & Health
» Distribution * Retention *» Design / Develop * Employment
* Risk Management » Growth » Launch « Community
Human Capital
Learning &
Growth [ Information Capital
Perspective -

. Organization Capital
- o o o

- wawnsnld BsC huAsasiiadmiunisilszgudmiuiBuns(Management meeting) [NeFARN

nagmiasAns Inennsliesesiiesite o 1w Traffic light, Emotion sign, Management Cockpit 138

¥

Visual sign 81 7 auaneliiiiug Strategy map lAgninldfiimviseds siseuntinluyfimudo
Aryoyr0using o) uangANgAufieil 1@ Internal process Lludtyy oudilien wsl Customer

satisfaction 1Hudtyoniduns anaudanalfidnStrategyiiuanaiia visanianinuailinunenaiana

Goniuly

Strategy Map

Profit
Fin Increase
Revenue In se Cost Reductio
: Reb\;afr;)cmher;wjjl_l [Rev per cusiom’
Cust [ Cust Acquisitiog (Customer retention | [Cust Satisfaction |
&

Int Progass
Social . -
( awa?;fess [Pubhc relation [imsrrg\?::ﬁent [Ontime delivery [Efficiem production
L&G [Employee mor Competencies IS /T for decisi
and engagement improvement making
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& Y ' '
23 agUiflanasianuinlaannisAnAnuLARzRIN (013) NEaauuuawilsenay

2.3.1 Meidoh Co., Ltd. (Miyoshi Plant) Subjects: TQM Activities, Marketing, and Plant Observation
- 15380 Meidoh 1flu supplier luszatitier 1 Ten@nBolts lauliitugnavnssunisuansnausiuasyilu
= a dl o 1 ' dl o ¥ v <3 = an o
HezuusvnsannmRumnetsatiain issuudinudannn lutl201 oaunsafidngeda
Deming Award lnaifl Key Success Factor lun1sidns1edasl § 3 1senisha
1. “KAIZEN as part of core culture” {an3suKAIZENasnasaiiaalluszavinan 25 U Anuunli
nINULAazALArfAaddanIdaIdue KAIZEN (KAIZEN Proposal) ALAY 10 dalauasatiais

2. Motivation systemNdiuuds iiun1sausieinAnan nnsinauiawllu workforce aginanile

£
o ' o

SuuszvInannrausn vineuazlifuAusauaz OT ludmnaAaaiunimineu

N

1 '
v a 4 o

3. fsunsaesiulu Good Trainer / Good Instructor A48AUINLEAMINIEUBNNN AN LAY

al q q

dszaunisninsaluananiu o lnedediAlaneniniatmiunisamulu Human Asset
N ¥ N ;

o4 W e r————
N139Ad1aNTRAMTULLIL Line production sruunisuamiiluneenTugs

S o o A o : -
AWINULIEAATAINNTUFALLATEY

¥ o

9211 Visual Control MNendiesiu 4M waaslidiudaaululinenan
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2.3.2 Mirai Industry Co., Ltd. (Ogaki Plant) Subjects: Management Philosophy for Workers’ Motivation” and

Kaizen Activities
- MIRALThananTudaud L uriesiesng 7 ituvie aIndln s1eaneln desiesing
g fessnlszann 44 Thinuda aqiiuiniingm 300 AW mqm?ﬁlﬂ 431
.@qmm’umm MIRAI ﬁ@ﬂ?ﬁmﬂumm’%mﬂmﬁ'ﬁL@nﬁﬂmimww ABaN91 HO-REN-SO (HO =
reporting, REN = communication, SO = consulting) "TilxiLﬂuﬂ%/myﬁﬁ@ﬁfumwwwﬁfﬂmuﬁm’mﬁﬂ

aa  aa ° ° \ a o pRp a a
TLIN quq?mﬂ&mmiuﬂq?wq\i’]u LL@:uqvlﬂ'sgﬂ’]?ﬂ{]Umqun]Nﬂﬁ'$NWﬁﬂqW

- sEndadInIindnaudannKaizen Proposal Tagiisinazataminauunilii 500 — 30,000 LEUse

faauausazseanis delutindunnfEEu KAIZEN Proposal $94 14,500 (394

a

. . A @ o 2 ° o = o 4 A aoe d o
- Motivation system ‘VlLvlmjmLfﬂuﬂ‘ﬂﬂ’]i‘ﬂ’mumqummnm 140 Jupiall (1u°nmxv1m“1:rvmumuuqm

110 Fupetl)

TeuansdTUIUKAIZEN Proposal 2a9minany  TheuanansdiudsenuKAIZEN Proposal

WARZAL LNBNIZHUANNART THTBININIIY peaniineu luMotivationdngiluuumile
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19elFizaingninuiia(Proposalyar5001eu)  Product Development JUWLILIANG 7 #91uil

lAuurAnNNaNKaizen Proposal 284ntinan

2.3.3 Asahi Breweries, Ltd. (Nagoya Plant) Subjects: Marketing and Plant Observation

Barley (malt)

o

fariaidedanuauwt 308UNLUWINNNTHAR 40 SU

- 10e5 Asahi “Super Dry” nilasaust] 1987 IneRBuN1a1nn1siaaanisnanalaeld

I'§3
Re fgef ;’

o v

wuuaaunNahleeisinadwan 500 918 uaznIsdNNEOlERNER MY WeALWIAN
b4 ‘ﬂl Y a Y a Y K o dl % a o < | o a o &
fosnnsnuiaseaefising udoastinad ifainnisddasnduiumislunisimunaasineiuas
U?i‘ﬂfl’mﬁ (Product & Packaging Development)

- Unigue Sale Point (USP) aaaidia$ Asahi “Super Dry” Aaifludasnsasfianiziamunzdiniy
vslnaduamsnniszinm Uszneununiseanuuuussqinsintienansnilaniu 399013 Asani

" , @ e 2y a = o
Super Dry Lﬂu‘lﬂuﬂ“@’]ﬂQﬂiﬁﬂﬂw']@uﬂ\inﬂquu

;-;-f;-', jgana]

mmﬂaa*ﬂ

- ?VUUﬂWi‘N@mLﬂu?VUUﬂQVN‘MNQ mmmmmu@minm Nﬂ’]?ﬂ")‘i_lﬂllﬂmn’]WVNﬂ’]uﬂ’]ﬂﬂ’]W
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¥ = N = |
nanLEm Asahi Waldguslnadinanlsanuwasdndesniszinmiagliandn (azdiulfidings
fislnafidngnlssnuuduiuiAnieaainian (7-10 291) AMEIBNGNINARTUAZEGIaTY 39N
dsznnou 300 Aw) Aadlunagninisnarniaunsadinieiisinannngy uazaunIna3ie Brand

Yo v oa o v 1 =
awareness Winugi3tnannszaulfiiluedieg

2.3.4 Sankyo Kogyo Co., Ltd. (Head Office) Subjects: Lean System to Enhance Product Quality

- Sankyo {uiFEminantudauIneuiluszAy Tier 2 nesannszanm 501 aquiudiniineu 250 Ay

- PehuNanugnAnnaedNansi e e Hreaduainnsuaunisuanuazcomplainaingnan

v

\Wasannnisdnananisnas lusnzan T liiunee i @udinldiaunisnmanmuningndslledagnin

Y]

Aaiulsanuassndulafiazld Toyota Production System (TPS) lunnaufitfoymsanann Inaniinanu
IHszananasdanniuivet3uilye Lay out lulssnunan asdanalitBimainnsnandnsvedeasls
pud I vuneinuuanielussezingn 6 weu wanantLzEmdanalduuaAnues KAIZEN atg

satlaaianistfuilgednsueadeliding Zero defect luszaizsia’ll

v
o o o a

- Tssuniniednlatins@nuuy Cellular production wazldiszii KANBAN Asusiqaiudmgauauia

Q

dedudeaniiliigndn nliifinszuuLean system Geniineuusiazauazimulti-skilliagniaiidob

rotation Wag On the job training
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gunsaflunisdniu aufing gneanuuuliiazaansenisldanm dszudaiiui uazananugadaainnig

4 dn ve
waswlanldaflulaznissanas

24 aqiillanyashanudiilaainnisidnsanianssunas (Group Discussion)

Q

Aanssunguduiunisausuaial Wunsvinnsdidneineaiulssundawall paperuianiislutlszing

Sy & e % a 4 o o o = 3 . . =
cyﬂqu ‘NN°1I’ﬂ34ﬂ"]’1ﬂﬂ’]ﬁ‘%ﬁlﬂﬂﬁﬂmL‘iﬁ“llﬂ\m’ﬂﬂ’]ﬁ‘mﬂ’m'i_l@ﬂ’]wn’]ﬁ‘ﬁ’]Luuﬁ;ﬁ‘ﬂ‘i LAZARHARINNITAN  site VisitUBIn

al

15n11999 JPC

N3 (MRKOBAYASHN ixaumsnalfiudazngudinszianinilaqiiu(Current — situation)ue3gsna

]

(2
Y o

° v . . P = co o s a4 g =
mﬁumﬂﬁmﬁﬂ (Ideal Sltuatlon) LL@:L@‘H@LLu')V]'NIuﬂ']TLLﬂﬂQ_JM']LmQﬂ@ﬂ.Wﬁ@qﬁﬁ'Uﬂ\iﬂﬂﬁ‘u "ﬂ\‘l@?ﬂl,uﬂﬂ’]vl,ﬁﬂ\‘]u

Customer ® Long established -70 years “® No info on customer needs to translate to new

® 10% market share in western products (no design process)
region ® Lack of evaluation of customer satisfaction
® No competitor analysis
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Price/Sales N|I e Weak promotion & marketing efforts (esp

“strategic products”)

® Cheap brand image

® Product demand unmatched to supply /
production

® Profit margin decreasing - product unit price
decreased over 7 yrs

® No control over price — managed by trading

company
Quality  Rated highly by customers ®

® Fire-resistant product line
Cost Nil ® No breakdown of product cost by segment
Delivery & Nil ® Not able to meet customer expectations of 2
Distribution days turnaround time
People Relatively Motivated ®“Top heavy” ; unclear goals

®Training is not relevant to improvement
®Have to clarification of the roles of management

positions

Financial Analysis Nil ® Current Ratio very low, increase in loans

®Negative ROl and ROE

Competitors Other companies developed

range of fire resistant products

Negotiation power Shrinking demand

with buyers

Negotiation power ®Higher level of rebates

with suppliers

Polities from Decreasing budget on industry i ®Higher requirement for fire resistant product
government
Society ® Parents support children for new homes/tax

® Increasing in housing for elderly
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Target

* Clear vision Yy

* Increasing market shére from.
10%,to 15% in 3 years |

* Increasing profit margin

Solutions

—>Cut the middle man =

- Reengineering operational process
& job_redesign

->Cost analysis by product

->Customer analysis and new product
development

->Investment of brand building
->HRD

fvun 3 Uslagunlasuainnisiansanlasenis

3.1 Usslanvinanurag

&

N19ALINNANEAT “Strategic Management Consultancy for SMEs”  naiflulaniadugslun/lunis

anszAuAnaNInlunIIdANINagnE lEILEU9dan1s  annisidinfuniseusuaeiinlilauisaansginu
Strategic Management lAFe1gszuUN9LEM99AN T IUgLILLLANG ] AINAnIUUTENEUNIIATI 4 WA 99NN
nstnenentszaunisnl uanilasuBews uazWmuineslunisdaninagnigsnasyndndnansuazfidinouss

£
o o

nrsgaflunnsassiasatnanEnen lungugidiniuniseusuia 18 Au

=)}

3.2 UsslagnAanuannuaudann
antiauRs e AnauazeuIntandnnsiaudnlunsian e SMEs ielfianuns
WRUANEN TN BRI TWAUFN) L‘W'faLﬁ'u%mmmmmmiumsLLﬂiqﬁu@fjwfqﬁuLLﬁSMEsnﬂmm Tneanny
ﬂﬂﬁqﬁlﬂumqmirﬁLLﬂiﬁu@fngmmmqqiﬁfﬂ”@wimLmummqﬁi@mﬁfm&ﬁu filsznaunisSMEsHqndeL ey

selunnanafiiu a1idun IRRBIAAIANIE NIIRRLINTANITNFN 7 N194319ATaTNEANNIINHE TG INa
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LaZN9LEMIAANITINATRIAY Asiuan AL Tumiaeumilsiaz s SMEs a1 i uuaAnasniasAnsLive

W Ananmaasasdnsuarinaauainnsalunisuteiudegsia denailunisiauanueaniiius

3.3 issrlarusagianuvidasesmsluradaiy q
Tuanuell apntiulugusilinmaesannandeFauadeniEe ny agrzndansimursednees
gRamNsTNFaiauazgramnssuineaiies Insenduglasdlunissieierudainiuaesineily “Quick Win” Ny
v A 1 1 A o 1 o n’; dl Yo uq// d” ° ) o
a59ATt18ANIINNBAINEY AnlunatlAFuainniseusnAistiaziinlugnisliuilee Strategy map 199887AN
LA LA P @ A A P o <
seiauazdenEalng uazn1sld Balanced Scorecard iluipsasiialunisiinsnagns ussAlgnanunasu sonna
\unEneniungdsenaunisgnaunssusiefauay SMEs Tugaaunssnaiuayusing o Tunnsaieanagnisyiu

ganaresnuliigeniuiunagnissAugnaIungsy

3.4 NanssunIsaEnaNantantiunsnely 1 Baunaadnsanlasanig
3.4.1 N139ANI Strategy map MWENEWMUIANTIOULEINA

3.4.2 n19ld Balanced Scorecard luiAsasiialunisiismanagns s Aumioganu

3.5 NangsunNITUENanaNazAILldunIsnaly 6 thaunasdnsaniasanng
3.5.1 N199ATN Strategy map AMILLATRINEIGAAMNITNFBEE

3.5.2 N3l Balanced Scorecard iluAsasialunistisunsnagmiluseiuirsetnagnaingss

fIUN 4 LANFITUUL
4.1 MuuAN1?aUaNgA (Program)
4.2 \@ngsdsznaunsdszga/dunun (Training Materials)
4.3 PIENNUNAUNITLAUNIY (Country Paper-Thailand)
] o v ] a U .
4.4 1 ANATUUAUBHANUNRIANIINTINNANTTNNGN (Group Presentation)
PR 218N137 4.2 LAY 4.3 a1N170downloadldann  URL: http://apo-net.sakura.ne.jp/projects/

ID:in1136 Password : in1136pass
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