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I think those whom we dubbed the Founders are apparently risk takers. They are also
change agents and innovators who bring about innovations. This idea has become a

starting point for this book.

The National Innovation Agency has always been aware of “human resources” as
“innovators”. We have performed as a system integrator to foster all organizations and
individuals that want to create innovations. Therefore, we help them reach out their
markets through quality development with 3Es: Entrepreneurship, Enterprise and
Equity. These three components basically institute quality entrepreneurs. The first
component: Entrepreneurship puts importance on individuals and creativity of
leadership. Enterprise means the establishment of business by those innovators, while
Equity component addresses their efforts to reduce inequalities. Quality businesses
could achieve the third components when they decide to tackle inequality and increase
opportunities for their communities. These three key components could also help

people in wider society access to innovations equally.
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Innovation is far broader in scope than product or goods. The innovators especially
those who are ready to take risks and bold enough to become innovative entrepreneurs
are the most important assets. They kick start their business, though they are unsure
if people would accept their innovations. Unknowingly, either they will make a profit
or operate at a loss; they dare to move forward steadily. This book is dependent on the
grounds that those who are afraid of change and taking risk, have far less window of
opportunities in creating innovations. On the other hand, those who are called ‘the

Founders”, are recognized as risk takers and change agents.

Another essential element in promoting innovative entrepreneurs is a provision
for business ecosystem. Following in the footsteps of the world’s emerging
economies like China and other Southeast Asian countries, Thailand had just crossed
the periphery of family business and needed to prompt our business ecosystem.
We have to stress on production process, supply chain and professionalism, yet
represent Asia region. Considering all the changing and complex contexts, the most
important players in this domain are innovative entrepreneurs. They would network
among themselves and collaboratively bring about changes to the country’s business
ecosystem. The changes themselves would manifest that how government sector should

support them.
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Thai entrepreneurs” innovative business models are similar to that of Japanese and
Korean. They have only some large-scale businesses with strong supply chains.
Most of them would manage their numerous chained companies through their
innovations of which are ranged between low to medium. These low-to-medium-ranged
innovations are not perceived as weakness; since these levels of innovations could be
developed further in order to provide better products and services. For example,
Netherland and Belgium has acclaimed alike that they are low-tech countries focusing
mainly on the development of agricultural and food businesses, but they have developed
various innovations according to companies’ strategies to escalate their vertical growth.
They, thus, could expand their new lines of businesses to promptly respond to their
clients’ needs. However, any innovation created by any company would definitely

affect the development of business ecosystem at national level.

10



v
o

AneRsgInawinnssuns 25 au Tunlsdoiduil danuvainnanensguhuuesenng

Y

5509 WUIAR LLaz&JﬂaﬁaﬁwaﬂmL%uﬁudaéf&ﬁﬁ]mi TV UIVDITULINVRIUTEN ey

luguuuy Corporate vidomemiuiiaesiFuneniants resnindudrodmie
furedigshiavesiaies sanguamimswinenuisnuasiivlanuufinaslan
Lm"l,mwwgmwuaﬂwmxlwu TufigaudmnivAerunguiiontu dufeidudind
afvorandnsgsiatunn anuthaulavesiedunanil exlsfio DNA wasmsai
winnssulunszuaunsmagsia ezlsfogaiudsuddgivinliusdmueauiduls
FouuAndiuanss undunuaiia 25 fredigsouinnssy aswelmiiu Business
Model Innovation daifinginAnuaiaassAvesmania

Twenty-five Founders of the innovative businesses interviewed in this book represented
various business organizations, concepts and generations. The book presents cooperate
founders; second generation or the heirs of the businesses, who wanted to establish
theirs; and startup founders, whose companies have grown exponentially. No matter
what kinds of businesses they operate, they are in the same business leadership league.
It is interesting to explore which DNA responsible for their capability in building
innovative process for their businesses. We wish to understand their different viewpoints
and radical turning points that advanced their businesses. Twenty five interviews of

the Founders have unveiled their business model innovations in this book.
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“Everyone has exactly twenty four hours a day, but it is solely depending on you how
you spend your time. Those, who want to be successful, should manage their time
effectively to achieve their goals.” Dr. Kongkiat Opaswongkarn shared his working
principles and goal-setting rules, he had hold on to since he was a student. He recalled
his student life as an engineering student at Chulalongkorn University. He was a
recipient of the John E Kennedy scholarship from the Faculty of Engineering and an
additional scholarship from Chulalongkorn University until he graduated with 1st
class honors, gold medal. After that, he was granted a scholarship from Kasikorn Bank
to pursue his MBA at Wharton School, University of Pennsylvania in the United States
After that he received a Dean’s Fellowship from the same university to continue his
doctoral degree in Operations Research. He still follows his principles when he worked
for Kasikorn Bank, where he had a chance to transform the organization and initiate
various innovations. He was trusted to found the bank’s and Thailand’s first investment

banking department.
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Personally, he has always been interested in financial investment and capital market.
After Kasikorn Bank, was recruited to set up and work as the managing director for
Baring Securities Limited, which was a renown investment banking company.
Working there helped him accumulate more experience and expertise in analyzing
financial investment and capital market. After a few years there, he questioned himself
whether he wanted to continue as an employee for the next 10-20 years or operate
his own business. It might not be challenging any more to work for others. It was time
for him to move on. This was the beginning of the establishment of Asset Plus

Company Limited in 1993.

His business fought through the financial crisis in Asia or Tom Yum Kung crisis
in year 1997 safety because of his experience and sharp vision. After that,
he continuously incorporated innovations in his business in order to deliver his
customers various and comprehensive financial products and services including
the trading of securities and derivatives, foreign investment, debt instruments and
investment banking services, fund management focusing on foreign funds and asset
management services. He always reminded his executive team and employees that
“We must be the first one to develop financial products and services. In our industry,

we should be leaders.”
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Expansion of financial products and services is essential for his firm to respond to the
customers’ needs, and helps diversify and balance the revenue. Also it provides ability
to better adapt to competitive circumstances. In year 2015, the company reengineered
its structure from a securities company to a holding company and changed its name
into Asia Plus Group Holdings Public Company Limited. This new structure will

provide more flexibility in doing business.
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Regarding the investment, Dr. Kongkiat viewed himself as an investment banker and
an investor in private equity, venture capital and startups. He contributes indirectly
by bringing innovations to Thai society and providing consultations to startups
investors, He suggests to investors to plan and seek appropriate timing for their
investments. They need to understand the backgrounds of startups including
founding teams’ qualifications, expertises, experiences and intentions. His own success
in the startup investment manifested his capabilities that his firm gained substantial

profits from the investment in a startups known as Lalamove.
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As the Founder of Asia Plus Group Holdings Public Company Limited (ASP),
who has experience in investment banking and ranked one of the top national and
international experts in the investment banking arena, provide suggestion to new
entrepreneurs that “Aiming to become successful entrepreneurs, you must work hard,
be faithful to stakeholders and customers. You have to create a stable business platforme
by adapting to changes in technologies and consumers’ behaviors. Also, you should
focus on and developing your personal competency, the most valuable resources,

that will drive your business growth no matter which business you are running.”
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“I like to keep myself updated with the latest knowledge in all fields and want to
transform that knowledge into something useful for others. After working
for quite a while, I have realized that it does not matter how old we are, we should
keep learning. If we stop learning, we will lag behind.” The vision of Mr. Chalermchai
Mahagitsiri, CEO of PM Group, President and CEO of Thoresen Thai Agencies Public
Company Limited (T'TA), have been cumulatively instituted from his keen observation
and long experience in doing business. Although he was the heir of the Nescafé Empire
as well as other gigantic businesses, he affirmed that he was not a spoiled child. When
he was young, his parents would not just buy toys he asked for, but he had to get a
good GPA in exchange. “I started my apprenticeship at the age of ten. I worked at the
most junior position to learn to be patient and to understand the whole process of

work. It made me perceived that all positions were important to the organizations.”
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Mr. Chalermchai viewed his family’s business in different periods of time that
his family established their business in industrial era, when they emphasized on
producing a large amount of products to seek greater economy of scale, but things
had been changed after he returned from the United States with degree in financial
economics. Thai societal and economic contexts were influenced by globalization and
businesses had become even more competitive, not just at domestic scale but in

global market.
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For this reason, his business strategy was adjusted to fit the new setting. In order to
strategically move forward his business, he has invested in domestic and
international businesses through his investment holding company. Currently T'TA has
diversified its business portfolio across four business groups including Shipping,
Offshore Service, Agrochemical and Investment Segments which includes food &
beverage, water and logistics. TTA has been entrusted by Yum Brand Inc. to solely

manage Pizza Hut and Taco Bell franchises in Thailand.
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“Diversification is used for diversifying our investment risks. When we invest in a
single business, we could concentrate only on that business. But it will put us at risk,
if the business is not promising or stable. For example, shipping business could be
fluctuated according to the seasons, which is an uncontrollable factor. Instead of
accepting the condition of tough period of business cycle, we diversify our risks by
investing in various businesses such as offshore services, food and fertilizer in order to
balance our business portfolio and generate incomes as a substitute for those being

fluctuated. Thus, the company could sustain its financial performance and growth

appropriately.”
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The young executive also keeps an eye on investment in various innovations especially
health and food science products such as the natural extract Longan drink that had
been researched and developed in a laboratory for five years. He gave credit to his
father, who taught him to sharpen his vision “I am interested in investing in cutting-edge
innovations. I have learned to be the first mover, who must keep himself informed
about present events and future trends. My father, himself, was the first businessperson,
who introduced an instant coffee to Thai people. After that, we partnered with Nestle
to produce Nescafe coffee in Thailand for more than 50 years. Today, me as the new
generation is responsible for bringing the latest innovations into our businesses. It will

benefit Thai people and help me attain my goals.”
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Ookbee company was originated as a startup platform for e-book shops. It was
regarded as a prominent case study as its founder, Mr. Natavudh Pungcharoenpong,
made a sensible decision in setting up his startup at a perfect timing, while considering
business ecosystem appropriately. He launched his company in 2002, when various
applications on smartphone were prevailing Thailand. His ebook platform, thus,
responded well to the needs of his customers. His startup business had grown

exponentially and gained revenues of billion Baht in just a few years.

“Basically, we worked with professionals to produce contents for magazines, printing
houses, newspapers and turned them into digital format for readers. However, we have
gradually stepped forward to User-Generated-Content (UGC), which would
encourage our readers to become both content creators and consumers at the same
time, just like posting and responding to your friends on facebook. We have shifted
from providing media contents including cartoons and novels to UGC to expand our

market base, otherwise, we will become outdated.”
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After turning his ebook shop platform into UGC by engaging readers in generating
contents, Mr. Natavudh saw a window of opportunity in building strong business
model relating to consumer behaviors, while the transition from analog to digital

broadcasting is on the way.

“For the current reader generation, they read paper books before shifting to ebook.
We needed to change their mindset toward ‘Mobile first’, as we produced digital
products for the readers to consume contents through digital channel. Regarding
marketing, we took pricing strategy into account. Readers would be happy to pay
100 Baht for an ebook rather than 150 Baht for a paper book. The ebook was just
cheaper. But, our main business opponent was free contents available everywhere on
the internet in form of UGC engaged by anyone. So, the readers did not find it
necessary to pay Ookbee for reading. This was the challenge we needed to get through.”
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Mr. Natavudh adjusted his contents to become complete UGC, not only the ebook,
but music, cartoon, and VDO contents. He has tried to respond to the market needs
continuously. For example, various applications were developed for different targets
including ‘Joylada’, a chat-style novel application for novel readers and ‘Fungjai’
application which functions as a music community platform. It provided both online
and offline activities and services including music streaming, music magazines, concerts

and music seminars.
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The founders of Ookbee pinpointed the strength of his business model that he has
increased users’ time spent on his applications. “Nowadays, we focus on the platform,
itself. We urge users to rather spend as much time on our platform than to buy our
products. People can do various activities, anywhere online either watching TV and
VDO or posting comments on social media. But to attract users, our platform services
must be better in terms of, speed, cost-effectiveness, and fun. This is what I plan
to achieve. I saw some good models in other countries, which I could adapt in our

business with our own identity.”
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The continuous development of Ookbee became well-known among Thailand’s
startups since it moved further to partner with global investors including INTOUCH,
Transcosmos, Tencent and Beacon in order to establish a business called C Channel
Thailand, which would focus on lifestyle contents. On top of that, now, Mr. Natavudh
is responsible for 500 TukTuks fund, which aim to invest in startups in Thailand,

as well as in Southeast Asian Countries.

“As the founder, I already have my own business, but I am also interested in other
excited mactters. I think that I should invest with brilliant people, who are setting up
their startups. Though I do not have time to work with them, I can contribute some
funds and ideas to them. Then, I work together with Khun Krating (Mr. Ruangroj
Poonpol) to manage 500 TukTuks fund, which was inspired by Silicon Valley model.
We could raise up to approximately 1,500 million Baht of fund, which has been
invested in around 70 companies within three years and a half. It drew attention from
various investors including the large companies such as Central, Red Bull, Tairath as
well as new comers like Taokaenoi. Khun Krating. and myself put our own money up
to 10% of the fund we raised. We invested 3-5 million Baht in each startup. If it
performs well, we can gain 10-15 million Baht and grow up together with them,

otherwise we just lose. We will take risks with them, whether they lose or achieve.”
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UNSS SNUYU:
Mr. Natthorn Rakchana
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Mr. Natthorn Rakchana, the founder and executive manager of the Karmakamet
perfumes, was sitting at the Karmakamet Diner restaurant, which furnished
as an ancient perfume factory. One of the restaurant’s wall was decorated with
perfume bottles, while Chinese wooden medicine cabinet was sat on another side.
The spectacle layout clearly portrayed the brand’s identity. Mr. Natthorn told that all
fragrances have always been his sensation, since they were part of his childhood. His
family in Su-ngai Kolok District, Narathiwat Province made and sold incenses called
“Karma” for a living. It was descended from his grandfather, a Chinese medical doctor,
who migrated from Hainan island in China. Later on, “Karma” was put as a part of
his brand’s name. It, then, became Karmakamet, which sounded mysterious like

oriental gum benzoin incense.
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Basically, he graduated with interior design degree and used to work as a costume
designer for a film. After that, he opened his own shop to sell home decoration items
at Chatuchak market and move forward to sell fragrant candles and aromatic oil to
respond to the needs of his customers. His business went well since he paid attention
to material procurement in order to add value to his products. “At that time, perfume
became popular goods in Chatuchak market, but sellers sold only low quality ones
that costed around twenty-five Baht. I, thus, discussed with my friends to produce the
best qaulity perfume with diversity and we finally decided to import twenty-four

aromatic extracts. We put much of our money in our investment, but it worthed it.”

Thereafter, Karmakamet brand was established aiming at developing fracrant products.
One of the company shareholders determined to seriously pursue his study in fragrance
science in France. Later,the first Karmakamet shop was opened at Central shopping
mall, which catered fragrant products and aromatic and gentle tea at its tea corner.
The Karmakamet brand became popular among general public becuase its distinctive

concept and character were embedded in shop’s decoration, products and packaging.
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Sometimes, his business did not go smoothly. He went through much trial and errror.
He, once, open a hotel in Samui island and struggled with internal management that
all of his employees resigned. It made him reflected his leadership roles and realized
that his artistic side urge him to get into details of all management to acheive the
organization’s goal. “I need to reorganize my thoughts and open more space for other
team members to share their ideas. Now, I talk with them more. I have learn to
understand what they want to do in their lives and really support them to attain their

needs. Then, they can work effectively and make us a happy organization.”
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Now, Mr. Natthorn has designed most of everyday lifestyle and clothing products,
which are available at Everyday Karmakamet shops. He also operated the Karmakamet
Diner restaurant. Regarding the products, they have been designed with the same
concept that reflected his views toward life. “ My organization really illustrates my life,
which is a simple one. Most of my products in Everyday Karmakamet shop are just
as simple. There are three groups of products: 1) basic products, 2) DNA products
and 3) collection products. ‘T love my life’ is our brand’s philosophy that we applied
in our organization. We live and work together with positive energy, compassion and
unprejudicedness. Pertaining our philosophy, we created icons: Mr. Brightside, Love
and Unity and attached them to our products to represent our philosophy. We are
going to make ‘Sharing’ icon in half-apple shape. My viewpoints have been actualized
and achieved through my work. When you look through these lens of life, you will

love your life, just as our ‘T love my life’ philosophy.”
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Mr. Natthorn aimed to move forward to provide to wider society. This would reflect
Karmakamet’s perspective of sharing. “In the future, we will have a project called
‘T love my land’ which will be implemented through cooperative arrangement.
This is not our survival strategy, but it is more challenging that the project has to be
self-reliant. It is different from ‘T love my life’ philosophy that we will partner with
communities by having 51% of share for us and the other 49% for them. We will start
the project in various areas of Bangkok first, then expand to other provinces. We will
redesign local prominent products and sell them country-wide. It will be a sustainable

business.”
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Mr. Prayoon Ployphommas
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“I had met orchid entrepreneurs from almost every country. At the age of 15-16
I was interested in orchid industry and inspired to be an orchid entrepreneur ever
since. I promised to myself that I would not follow in my uncle’s footsteps, but build

my own orchid brand”

Mr. Prayoon Ployphommas revealed his childhood and teenage years that he
went with his father to work in the orchid farm of his uncle, Mr. Thonglor
Rakpaiboonsombat, the then president of the Royal Horticultural Society of Thailand
under Royal Patronage. He eagerly observed how orchid exporters negotiated their
trading deals. When he finished his high-school, he passionately determined to join
the orchid industry with intent to penetrate the Japanese market; since, he learned
that people of this new industrial economy were heartedly fascinated with orchid
flowers. He went to Japan to take Japanese language course for six months; then,
returned to launch his own company named “Prayoon Orchid” when he was in his

early 20s.
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He focused on orchid trading for 4-5 years and realized that it was not a sustainable
business yet such a competitive one. Thereafter, he switched to operate orchid tissue culture
business, which he hoped to carry on for his whole life. Furthermore, the products sealed
in glass bottles were protected from germs and insects and could be exported worldwide.
It became his starting point for cloning phalaenopsis species, of which he would have only
few competitors in the market. He exported his products mostly to the markets in Europe,
America and some parts of Asia. Blue Ocean Strategy was employed as his business plan;
since, it helped him reach out to new markets, add values to products as well as offer the
best benefits to customers. According to this business plan, Prayoon Orchid could develop
various innovations even for product value chain. Especially, the development of the
products itself could make company’s transportation costs 1.5 — 2.0 times cheaper than its

competitors.

40 FOUNDER



v

'
v

winnssudAgiAndutulwiowduresszyseafnd Aonmswmnzideaiedendelll

Tuviesiln ileliAnnsvudsmaSeununisvudsmaedesdudsiuvuganin faeeng
iy T e lifmnedediim 3 Weu ussqlumauidmaadosduld
han 2 $u lusemaunda Welinludgnléviud szideamudsanas 240 vm
widsuinnssmnzndsatefoluredn Usvysoefadosimuisindaelifliony
317 45 Tu vudemasednuseana 45 Ju naneliasndend wiumsdgniuiieiv
wisiuuNvUdIaFewInag 20- 30 U uinnssuiivasanduuldoimmiaa
il dwaliszgsaimstasesuzdasudu 2 fuesugia Ussdd 2553 aandriin
WIANTTUUNINA

Key innovation developed in Prayoon Orchid’s laboratory was orchid tissue culture
in darkroom. The products, thus, could be transported by ship instead of expensive
air transport. Previously, it took two days and costed 240 Baht to export a bottled
orchid plant, which were grown in our tissue culture laboratory for three months and
ready to planting, to Brazil by air plane. Proyoon Orchid planned to grow orchids for
45 days in the laboratory and transport them by ship for 45 days. It would be also
ready for planting when arrived at destinations. Importantly, it costed only 20-30 Baht
per bottled orchid plant. The innovation hugely reduced costs and rewarded
Proyoon Orchid as the second runner up of the National Innovation Awards 2010

outstanding innovation in economics from the National Innovation Agency.
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For around 40 years as an entrepreneur, who has always created innovations,
Mr. Prayoon positioned his business as the consulting agency. The customers and
himself have worked together and supported each other all along. Now, he has set up
another wing of his business in Khao Yai, Nakhon Ratchasima Province to serve as a
unique orchid farm learning center for his customers. They could study about tissue
culture laboratory that he, once, did for his customer in the United States successfully.
This business, of course, stemmed from his orchid tissue culture laboratory.
The success of Prayoon Orchid is a consequence of his important marketing strategy,
the mixture of being courage to innovate something new, maintaining quality, and

building trust among customers.
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“Generosity should be taken into account in doing business. When my customers
want to build tissue culture laboratory, I welcome them to learn from me without
pushing them to buy anything. But when they want to do business with me, we discuss
how many percentage of profits we could divide among us. I would find them solutions.
I have already attained my goal, now I have to respond to their needs. When I provide

them the support, they would become my life-long customers.”
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It was not coincidence that Mr. Preecha Songwattana became the owner of a global
fashion brand that originated in Thailand. He was born in Nakorn Sawan Province,
where his family operated local business. Growing up in that setting, he was taught
to do business since he was young. When he became an adult, he opened his own
drug stores and agricultural equipment shop, but always looked for a window of

opportunity to expand his business. Finally he discovered a business model to increase

his benefits.

“I already owned two drug stores, but sought to sell a product costed 20,000 Baht
instead of 10 or 20 Baht a piece. I wanted to sell a bigger volume. Then, I shifted to
sell agricultural equipment because I saw that it was the most expensive goods for
farmers I could sell in my local community. I gradually built trust among my custom-
ers, so my business went very well. At one point, I reflected to myself that why I had
to sell a Kubota motor for 20,000 Baht to gain only 200 Baht for my profit. I did not
know how much the Kubota company gained, but it sparked me to create my own
brand to add value to products. My turning point took place when I tried to figure
out what product I should produce. I talked to my brother, Mr. Somchai Songwattana.

a fashion designer, and we agreed to operate a fashion business to create our brand.”



_ e -

(¥

i
:
1
i
%
3

b




aesiivosniindaiu Tneflandmensaanndidrdiie “veeralshigudiumnsie
9987 Tavdrsndeyannaaiaidedwesduu wuirdesdungutmane
High - End Mo sauimanfieteunainnisdionn “usnissseenuuy OEM
(Origianl Equipment Manufacturer) ¥3an155U3 NHANFUATITULYTUA I
AUUTGNATT I FoseRtIagn uid s 1as IdnTTu s aedtseanTulysusiu
vous1ly asfuterusisisuthliouusus Fly Now esiinlusassmalsdals

i913vasaloiuesiUAnwgaulusasmmay”

nmsnausulinansssianisany vhlsigsiaveslansundudululésed wind
IngRimsugiandsivglull 2540 IWdsnansenuegteguuss dwmaliUivuasesiure
Ferualuinlng uisheaRtyguareusuRnveuiitsoniingu ﬁﬂﬁﬂ‘%mﬂsﬁu
wBulnmdléBnads wionfunagnsiudaunsanniy widandndaudsd 2548 39
Ao uUTUAaNEuIndUIBunaeldEnads “dusmundasiielild 1:19799s

ahlumllouaudy waisianldseaee Usuuduniuasy auviilside FN OUTLET
T

The two brothers joined hands to set up a business considering one thing “how to be
different from other brands”. A market survey on Japanese apparel in Thailand was
conducted and the survey revealed that they should target high-end market. At the
same time, they planned to export their products. “Acting as an OEM (Original
Equipment Manufacturer) or making products for other companies, we needed to
produce a large volume of products. Alternatively, we should export the products
under our brand to gain market margin. To build recognition of Fly Now brand in

global market, we sent our designer to learn about this subject from other country.”

Beginning with thoughtful business model, Fly Now business went well. However, it
was severely hit by economic crisis in year 1997, which made him and his co-found-
ers stagger for quite a while. Being perceptive to the situation and responsible to his
team, he rose up with stronger strategy and made his Fly Now blooming again in year
2005. “ If we did not have a business tool, we could be drown like everyone else.

We tried to gradually overcome our challenges until we finally launched our

FN OUTLET”

THE
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He launched his first FN OUTLET in Phetchaburi Province in year 2000 and
expanded further until there are now 12 outlets country-wide. The Founder analyzed
his company’s strength that made their customers happy that: “FN’s customers belong
to B+ and upper classes in market segments, but they do not pay attention to the
products’ displays or brand reputation. They focused on products’ value and quality
when they decide to buy them. We always say that smart and selective consumers
will go to FN. Usually, FN customers buy many items at a time. Almost 100% of our
customers are regular customers. 20% of them are irregular buyers, so that 80%
of them are regular ones. After the first outlet was launched in Phetchaburi Province,
then Kanchanaburi, Pattaya, Khaoyai and Singburi branches were opened

respectively. Currently, we have 12 outlets.”
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Now, Mr. Preecha is working for wider society. He is interested in innovations that
could drive country development. “Now, I am a Vice-chairman of the Federation of
Thai Industries and Chairman of Institute for Small and Medium Enterprises
Development. Our policy aims to incorporate innovations in products, build new
markets, support Fin Tech innovations and provide capacity building support

regarding production process and marketing. I want to move those issues forward.”

THE
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Regarding the company management, Mr. Benyiam Songwatana-his son, already took
responsibility as the CEO. He joked that now he played a role of “Father of the CEO”.
It was of course a challenging role. “I have to learn to be a proper father of the CEO,
by supporting and coaching my son. It is quite difficult because there is a
generation gap between us, but I have learn to take professional role for this duty.

I have to treat my successful son in the different way from when he was younger.”

He shared his insights to inspire the entrepreneurs that: “My business could be
divided in three stages. In the first stage, I ran my business through a linear process
focusing on how to set up and grow the business. Then, I managed to sustain my
business growth continuously in the second stage. Currently my business is in the
third stage, where I am creating exponential growth in my business. I have been
pondering how I could multiply our growth in response to changing circumstances
to make my business steady and sustainable. I think, if we understand theses
circumstances thoroughly, we can overcome any challenges, otherwise we will lose.

I am trying to learn and update myself.”
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1119 wag Builk.com Founder, Builk Asia Company Limited

and Builk.com
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Mr. Patai Padungtin
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Early in year 2016, a set of images and VDO clips went viral on several social media
platforms. It was originally posted on I-JU Construction Material Store facebook page.
The pictures illustrated powerful elder woman with caption “Don’t be upset with your
insecure relationship, buy the lightweight steel to secure it.” It was clearly seen that
the picture was endorsed by I-JU Construction Material Store. The sense of humor
and creative idea appeared in this facebook post made the page get 60,000 likes in
just a couple of days. It was an e-commerce sales campaign created by Builk Asia
Company Limited for its customer. Builk Asia is a software developer for
construction cost control, which is connected with construction material suppliers.

It could link all information in one application.

Builk Asia is a start-up company founded by young executives, Mr. Patai Padungtin
and his friends. Along his passage, Mr. Patai went through many trials and errors
before thriving as a successful big data and e-commerce company in Thai construction

business.
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“My first business, which was opened in 2002, died out, but it gave me several SMEs
lessons. At that time, I thought I could just buy a product from America, attend their
workshops and develop my own business plan, then my success was guaranteed, just
like doing a franchise business. Things did not turned out as planned, my failure might
be explained that I was inexperienced. Being failed since 25 years old, I have learned
that I could introduce innovations to customers, but it was not easy to make them

familiar with such things right away. It took time to make those innovations acceptable”

Holding a bachelor’s degree in civil engineering, Mr. Patai tried to secure his business
by earning revenues from construction work as a contractor, though he preferred to
build his own empire. And his empire must be a perfect mixture of creativity and
technology. From his experience in construction work, he saw challenges as well as an
opportunity for starting a new business Therefore, he began to develop a program

specifically for managing construction business.

“We established a business, Longkong Studio, to provide our software services to
contractors for about two years, then it was affected by an economic crisis,a hamburger
crisis, in year 2008. Our customers, did not have any job; thus, they could not use

the software. I thought that I should better open a new market in Vietnam.”
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Although the real estate industry in Vietnam looked promising at that time, his
business just seemed dull. He pushed himself for a year, but it was unfruitful.
He compared his business to the facebook’s that “Facebook did not have to give away
flyers or make advertisements, but it could reach out to its customers faster. I wore
proper suit and necktie in order to present my product at trade show’s booths, why
I could not sell my program, which was considered the top software. I reviewed my
approach and eventually discovered internet business and business model innovation

that I wanted to give myself a try.”
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He readjusted his business model by enabling people to use the software for free and
called this project ‘Builk’. He wanted it to generate his company’s new S-curve.
Also, he submitted his business plan for a startup contest at the Faculty of Accounting,
Chulalongkorn University and he won the prize. That was the beginning of Builk
company and the implementation of his business model. His path was not as smooth
as he thought, incomes from only advertisements were not that much. At that time,
he did not understand the concept of startup clearly, the Founder of Builk admitted.
However, in year 2012 he took opportunity to compete in Echelon 2012 Singapore’s
Startup Marketplace and won the best startup of the year in Singapore. It made him

understand the startup industry more.
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He began looking for more sources of fund by joining the 500 Startups Accelerator
in Silicon Valley, but he could not get it. He still had obligations under the contract
with some investors in Thailand. He just brought back with him more well-rounded
experience and vision. “I did not understand the American or global markets much.
But the investors told me that I needed to move to America in order to implement
my pitched business plan. Eventually, I decided that I did not belong there and

preferred to focus on markets in Southeast Asia.”

Currently, Builk is having almost 25,000 customers in the region, including those in
Myanmar, Indonesia, Laos PDR, the Philippines and Thailand. However, we have
developed our business further as a business-to-business (B2B) e-commerce company
for the construction industry. We could proudly say that we are the business model
innovation company and hoping to be a part of effective driving force in Thai

construction industry.

“Big Data is an innovation trend that we have already used. Talking about construction
industry, I would like to compare it with an elephant, and construction partners with
the blind people, who are trying to feel different part of the elephants. I am feeling
the elephant’s leg, and other partners are feeling some other parts. Thus, all of us are
imagining different pictures of the whole elephant. Actually, we need the whole set of
information to complete the picture of the elephant. I think ‘Big Data’ would offer
us an opportunity to develop an open innovation to springboard the construction

industry.”
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“In the first year, I ran all the sales by myself and made my father amazed with 10
million baht sales. I earned 10 million baht in cash, though cosmetic market were very
competitive at that time. All cosmetic brands in the market have existed for 30-40
years, but we could penetrate into the market because of our sales ideas. We have to
understand our products, know how to communicate and learn how to highlight the
products” Mr. Pongwiwat Theekhakhirikul, the heir from the second generation of
Karmarts opened up about the successful journey of his cosmetic business that it
stemmed from his family business which operated car and engine assembly, car sales
and electrical appliance sales. It was apparent that the Karmarts was named after
their previous business. Taking up on management responsibility, Mr. Pongwiwat

radically changed their products, sales strategy and business model.
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Mr. Pongwiwat applied his out-of-the-box and creative ideas in doing his business.
“Firstly, I had explored what my passion really was. I sold quite everything including
fashion items, underwear, clothes, instant food, consumer goods, laundry detergent
and dishwashing soap. I could say that I spent two years selling all types of necessary
goods. Eventually, I decided to run cosmetic business because it still had marketing
margin for us. Cosmetics, themselves, are considered parts of fashion, which could

motivate buyers, whom could be attracted by creative images. Then, I went for it”
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His achievement was not a coincidence. Growing up in a family that ran business,
he absorbed the atmosphere of business that his father did throughout. It made him
passionate about doing business and eager to seek his own path even when he was
pursuing his bachelor’s degree. “My friends enjoyed various activities provided by the
university. Differently, I opted to join fashion and apparel design contests, though I
was acquiring architectural degree. When I was passionate about something, I took a
trial and error approach to figure out if it was the right path for me. I have been

open-minded. I like fashion as much as architecture, why couldn’t I do it both?”

Furthermore, he kept his entrepreneurial spirit alive. In year 2009, when he started
to import Korean cosmetics for selling, he travelled country-wide to sell them himself.
He even penetrated cosmetic market in the heart of Bangkok, Sampeng and
Don Muang markets. Being hard working and committed, it took him only two years
to succeed in his business. His sales grew exponentially that he could officially register
his business as Karmarts Public Company Limited. Thereafter, he offered his

customers cosmetics, skin care and consumer products.
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Not only his business that has thrived, but his creativity for innovations has also grown

continuously. “BB cream was in favor, but it could not persist hot weather of Thailand.
When people sweated, it became stains all over their faces. We, then, developed
CC cream instead. We were the first brand ever to produce CC creme in Thailand.
Our product was sent for a lab test in Korea. It turned out that a global brand in
Korea also launched CC cream at the same time as we did. I thought to myself that

I, also, am someone who introduced a certain innovation to this world.”
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Attaining such a success, Mr. Pongwiwat expanded his business into Asia region
markets through business partnership in order to penetrate markets in foreign countries.
He extended his market in Vietnam especially under the name of Karmart Vietnam
Limited Company. It was his marketing strategy aimed to battle against crisis of
cosmetic market. “At that time, many Thai cosmetic brands made fake certificates that
usually issued by Thai Food and Drug Administration (FDA). Thai cosmetic crisis
coupled with unstable national economic and politic situations plunged our market
down. However, we had already prepared to become a regional brand by marking our
brand landscape in Asia and AEC countries such as Cambodia, Lao PDR and Vietnam.
We already have our branches in Guangzhou, China and Ho Chi Min City, Vietnam.
We tried to determine potentials of our partners in each country, and decided to
settle down our offices in three countries and worked with distributors in others. When
our market in Thailand declined, we sought our opportunities in foreign markets,

which could balance our sales.”

Pongwiwat loves what he is doing. He does it with delicacy; however, he dares to step
out of traditional traces. Recently, he started out his very own brand, “Ruenrom”
to produce lifestyle and spa products inspired by Thai lifestyle and made of Thai
raw materials. The products were well accepted by the customers. At the end, he
concluded that “When we start off business without calculating profits, but based on
our creative ideas, it will yield us surprising results and benefit our brand in the future.

This is what I have been thinking.”
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Standing tall in front of a white mansion of Ms. Patcharapimol Youngprapakorn,
a huge banyan tree looked perplexingly beautiful with aerial roots descending down
as if it was from other planet. The mansion’s owner gave a little smile and told that
this symbolized her taste in fashion. She preferred natural beauty with unique and
pristine attribute. Similarly, her luxury handbag brand known as S’uvimol have been
made of crocodile leather and other unique animal leathers such as snake’s and ostrich’s.
This designer brand was gloriously recognized as other international brands because
of its exceptional qualities and designs. The brand has been popular worldwide among

customers who were fond of exotic goods especially those in Middle East countries.

Ms. Patcharapimol is the heir of the founder of Samut Prakan Crocodile Farm and
Zoo, the main business of her family. The Crocodile Farm and Zoo has been
spotlighted as a tourist attraction, yet it has served as a crocodile farm, which produce
unbleached crocodile leather for export. The leather has been used as raw material for
reputable handbag brands worldwide. She has eyed on this business for almost ten

years before establishing her own S’uvimol brand in year 2011.
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“We have exported crocodile leather for famous brands for more than ten years. I felt
that crocodile handbags have increasingly become popular. They are definitely elegant,
yet very heavy. As a woman, I understand that woman handbags should be light

in weight yet functional and worthwhile; therefore, we have tried to develop our own
ghty p

brand.”
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Being the first daughter of the most famous crocodile farm in the country, it was not
easy to start her own business. Ms. Patcharapimol went through a process of trial and
error for quite a while to find perfect attributes for her products which could represent
her unique yet functional features. “We pay attention to design. Exotic leathers are
different from cow leather whereof you could cut any part of it to make a bag. Exotic
leather of each animal has its own unique pattern, shape and length. We have to

consider how to make bags beautifull and worthy out of the leather.”
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After two years of market testing and product adjustment with attentiveness and
affection in what she has been doing, S'uvimol has finally gained its fame among
high-end customers. Being sold originally in upper-class shopping malls such as
Central Chidlom and Siam Paragon, S’uvimol has become popular worldwide,
especially in the Middle East. From years 2014-2019, the products have been sold in

Bahrain, Dubai Kuwait and many shops in Europe.

“S’uvimol products were displayed in the shopping malls until the Middle East
customers discovered us and help market our brand through word of mouth.
We did not expect that our brand could become so much popular. They even talked
among themselves that those, who visited Thailand without buying S’uvimol handbags,
did not arrive to Thailand. They told me that: “We have eyes to see just good things’.

This made me so proud.”

At the moment, S’uvimol brand has been growing and expanding to other market
segments including ‘SV’homme’ for men and ‘S’uvimol baby’ for children. In the
future, we will produce footwears and clothes. Mrs. Patcharapimol presented us her
long sleeves sewn meticulously with leather cuffs coat that she was wearing on top of
her colorful dress. “I am wearing S’uvimol. Its exoticness is our signature that

embedded in all of our products”
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When asked about a window of opportunity for Thai leather and fashion entrepreneurs
in international market, S’uvimol’s owner responded that “There is still a good
potential for them. During Bangkok International Fashion Week 2019, traders, who
came from all over the world, were interested in our products. They wanted to place
the orders. They looked for new items that are unavailable elsewhere. Regular items
made customers feel distinctive. Everyone is always looking for new and unique

products. Of course, new and offbeat products can penetrate the market. Do not

hesitate to move forward.”
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“When Central began selling magazines, primarily, we targeted expatriate customers
in Thailand. But, when we saw advertising of foreign items in the magazines, we later
imported those items to sell to our customers. Thus, Central turned into a hub for
rare items. This concept of trading has become our current business strategy, we just

call it ‘innovation’ instead.”

M. Pichai Chirathivat explained the origin of His familiy’s innovative business, which
has been descended through generations of the Chirathivat family. As the heir from
the second generation of Central, he encompassed such concept into his way of
thinking in order to perform as the Executive Director of Central Group Company
Limited and the Managing Director of Spicy Disc, an alternative music company.
Though the two positions require different management skills in details, he holds
on to a primary principle: being creative in providing quality goods and services to

customers. He believe that his strategy could build sustainable society.
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He became passionate about music when he visited the Central’s imported audio
equipment department, which also sold all kinds of music discs. “I would go there
every day after school. I have seen the development of music industry starting from
single music diss, shellac album to long play album on discogs. In this digital age, a
single small disc has become popular. Fashion always repeats itself, with some
innovations. When I returned from the United States, Thailand had only two big
record labels, which owned all media channels. The consumers had no alternative

choices, while artists sought to create new pieces of art.”

Accordingly, he was inspired to add new dimension to Thai music industry. Mr. Pichai
launched Spicy Disc Record Lebel in 2004, when independent or indie music became
popular in the market. The label had record deals with various indie music bands such
as La-Ong-Fong, PO.P. and Sqweez Animal. “I remembered that the artists talked to
me that they wanted to produce unconventional music they loved. However, we agreed
to abide by rules of doing business. I taught them to look at the business aspects of
the music, which they did not conprehend much. I told them not to overspend their
budget. I preferred coaching them on how to run business over just giving them

money.”
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Successfully incorporating business and artistic perspectives in managing his record
label, the Spicy Disc has been recognized in the alternative music industry for more
than fifteen years because of unusual and unique songs produced by its artists. With
strong marketing strategy, it reached out to the consumers through various channels
including live concerts, advertising (artists perform as presenters for various products),
music festivals, campaigns and events, so that artists could perform their full potentials.
But, the Spicy Disc’s most memorable activity is the annual music festival called
“Melody of Life”. Mr. Pichai pointed out that the festival does not focus on the

marketing, but rather provide platform for music community to create new music.
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“We do not hold the music festival by having 90% of the artists from our
company playing there. We could not do that; otherwise, we will not be able to learn
anything new and how could it be considered as an innovation. Actually, we have 60
bands from all record labels joining the festivals. Informally, the artists learn from and
compete with each other; since, we have tried to couple them with other bands in
order to inpire them create something new. We would not hold the music festival just

to promote our artists. It will not be the different music festival.”

72



Tasau Melody of Life Tuil 2562 Ssdatulundsit 12 meldunpngnelan Tnedn
Fuidundaiias venmiloanumnssununIanaInateAELd featiuayu
TudesuinssumiunsUssmamenn waseuRalsdamnmasin@nwuminends
fatng sauvadaUszninnunsveevy Tnefiatuieedmdunssunisuay
A337150) dduwnAnnsduaiundndusivasaasadl wasiduiinsiulan dudu
ulsunevdniinguidunia (?lv’a“laaﬁuméumaamm

“Shans s gaase i uasnsaunnlasimsiaituigeninaiog
g aueenyhes iy 119shAaTiuvesaluAalUA e 1o
usaviunale uaweemlieseesudmsnaivayudaiusasiu neuivialy 30-40
Tnsams uenemiugillsuseuitisiguaseuszanas 100 nirlsuseu drlgueisouy
ogidulunuin usdnTdnduTszmalneliiiesdaueusnnlunini”

The Melody of Life Music Festival 2019, the twelfth festival, was held under eco-
friendly theme at Central World shopping mall. Apart from having musicians from
various record labels, the festival, also, provided support to artistic innovations
including photographing contest, art placement exhibition by students from Silpakorn
University and youth music band contest. The youth music band contest was judged
by professional artists and commentators. The festival’s theme revolved around
eco-friendly and chemical-free principle, which is regarded as the Central Group’s

flagship policy.

“Recently, we collaborate with partner organizations under the project for the
conservation and development of Khung Bang Kachao to promote occupational
development of the communities. I want to take the Spicy Discs artists there to inspire
community members. I did so for 30-40 similar projects already. Now I want to bring
the two ends together as they could support each other. Other than that, we work
with more than 100 schools to develop learning centers for promoting occupational
development. In the next ten years, I do not think we will have more financially

disadvantaged people.”
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Mr. Pipat and Mrs. Siraphun Apiruktanakorn are famous public figures, who work in
the entertainment industry for a long period of time. They were dubbed “eco-
friendly couple”. With support from his wife, Mr. Pipat, an eco-friendly product
designer, started operating his ECOSHOP store in year 2009 selling eco-friendly
design products. They are developed to be eco-friendly in all their life cycle from
material procurement, production, transportation, usage to product disposal.
The couple’s reputation attracted public interest and their business inspired

Thai society to underline eco-friendly design for the first time.
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“When we first launched our ECOSHOP, we aimed for three purposes. Firstly,
we wanted it to serve as a prototype store for designers of eco-friendly products.
We opened space for them to try selling a few products that they designed with
appropriate pricing and management. They could learn from us on how to operate an
eco-friendly store, explore their market and understand their customers. Secondly,
we wanted them to be able to sell their products and continued to produce more of
them. Lastly, we hoped to provide product information to the customers. From the
first day we launched, we gave detailed information of each product including its

designer, producer, details, contact information and price to the customers. Those

were three areas that ECOSHOP provided.”

After launching ECOSHOP store for a while, Mr. Pipat learned that the store has
evolved as a community for those who like eco-friendly design and artwork including
media and general public. “Someone wanted to do CSR (Corporate Social
Responsibility), and later CSV (Creating Shared Value). Many wanted to create all
good things. Accordingly, I determined to establish a company to better expand our
community and deliver consultations regarding eco-friendly design. In year 2012,
we launched a company, Kidkid, unknowing what social enterprise was. We just
thought that we would not advance our own money in running the social enterprise,
but we would make it grow financially to nurture the company. We just did exactly

what social enterprise concept was defined”
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Despite good intention, the couple took time to find out what their focus should be
; since, they did not have a clear picture of their business model. They started out by
performing like an agency, who provide various services including organizing events,
holding workshops and designing products in the fields of social and environment.
“We wanted to establish our business position and now we see ourselves as an eco and
social consulting company. We will not serve as an agency, who help you design
products and create marketing campaigns just for selling; however, we will undertake
projects related to eco-friendly products. For instance, we could design eco-friendly
package for communities’ products to increase the value to their products. We could

do all such things.”
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His latest achievement was the development of ECOLIFE application, a simple game
with colorful cartoon characters to attract players, who would be motivated to reduce
the use of single-use plastic. Every time they avoided the single-use plastic, they could
scan QR code via the ECOLIFE application to get a prize, the cartoon character,
which will be collected accumulatively. “We want people to feel that it is easy and fun
to be eco-friendly especially when they have motivation. People can take acton right
away just by denying one or more single-use plastic bags when they buy goods from
convenient stores. They can use the application on their smart phones to play the
game. Last year, we conducted pilot testing for the application with around thirty
university students throughout Thailand for about four months. This year (2019),
we would reach out to general public and look forward to collaborate with like-
minded partners either shops or restaurants or other businesses” The eco-friendly
application information could be explored at ECOLIFE app: www.ecolifeapp.com
and the website of the company: www.kidkid.co.th

THE
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Mrs. Siraphun shared her view to sum up their accomplishments that being public
figure was an advantage in the sense that they could draw new entrepreneurs’ attention
toward environmental issues. “New generation of entrepreneurs can have us as their
case study, an example of either success or failure. It could inspire them to do an

alternative business.”
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Every Saturday morning, farmers in Muak Lek District, Saraburi Province have brought
their organic produces to sell in front of Dairy Home Organic Outlet. Joining the
organic cow milk farmers network of Dairy Home Company;, all of them produce cow
milk for this organic dairy brand for almost two decades. Mr. Pruitti Kerdchoochuen
walked around to greet sellers with smiles. He is not only the founder of Dairy Home
Company, but also friend, change agent and leader, who have brought innovation to
leverage quality of life of this community in sustainable manner with three golden

rules - Good, Clean and Fair.
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“I was a scholar. I taught agriculture as also conducted various research projects with
university. I am not a marketeer; thus, I had different mindset. I sought to produce
best quality milk as possible.” Owing to his different perspective, Mr. Pruitti started
selling organic milk in glass bottles in front of his little homy cafe with only three
tables. Organic milk in glass bottles was the cafe’s signature, which has increasingly
gained popularity in middle to upper market segment. Most of customers were
travelers driving on Mittraphap Highway. His business thrived smoothly. Then, he

moved forward to deliver milk to his customers mostly in Bangkok through an agents.
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The business flourished as intended. It proved that Dairy Home’s products were
considerably good, but Mr. Pruitti wanted to take further steps according to his second
golden rule: the products must be clean. He uplift this business by producing
premium organic raw milk, which was really safe and clean. At that time, there was
no milk producers ever do so. He went on his field trip in England and brought back
with him organic cow milk regulations to implement with Dairy Home farmers
network. He built organic cow milk community considering as an innovation that
totally changed milk production. His efforts resulted in expansion of farmers network

from one farmer to more than 20 farms in 2019.
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“I talked to the farmers about organic principles that when their farms were in balance
condition, it would improve their farm ecosystem. Cow health and their health would
be improve.Their would be more self-reliant and less dependent on others.”
The clean rule is not only our processes have met HACCP standard in order to protect
consumers, they should be clean and not environmental burden. He replaced his
packaging materials with Bio-plastics and continued collaborating with universities

to conduct research on eco-factory.

Pertaining golden rule number3 ; Dairy Home founder explained that fairness meant
being fair to the farmers who provide raw materials; being fair to colleagues;
and being fair to customers. “In reality, our products could be sell at higher price
but we set appropriated price in order to make organic products are affordable for
everybody and reasonable for producers and sellers. It should be fair for all.”, Furthermore,
he never stopped conducting research and always developed new products in
collaboration with educational institutes. For example, drinking yogurt with
probiotics was developed to promote oral cavity health. It was value-added products

that could be priced suitably.
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Though Dairy Home products have been developed to be good, clean and fair,
Mr. Pruitti seeked to link demand chain and value chain of organic products further.
He wanted farmers to benefit from organic farming by offering Dairy Home Farm
Shop as an organic outlet. It could be a model for farmers who are interested in
organic farming model. As a leader in social interprise, Mr. Pruitti hoped for bright

future of organic farming system, not only his own company or community.

“I would like the government to promote social enterprise because it deemed as
business that shares benefits. It is more than business that just builds jobs, but transfers
resources to the top of pyramid. Social enterprise was developed on different footing

that I found it will be beneficial in wider society.”

wncl 1Inaygsu 85



CEO LLawﬁﬂwﬁﬁaﬁa Co-founder and CEO,
uTen 29lu Sife 9110 Wongnai Media Company Limited

890 fugnnna
Mr. Yod Chinsupakul

windesasiuesesuentiu aulnedesdniaivleduazuoundinduidly
(Wongnai) (Hududtuusng uidndounduluiile 8 T g ven Fuatana driads
Hulwsiadlu o1glsienafnimudisarenaazannaiiuiul gaisusiluussiuaa
Tavosffudmamyu noidrduannsfinlddudasseniavesisnisanisndn
dlondsluGeu MBA fiansgeuin “luewsnssamil 2551-2552 i Ecosystem
76 Tusmyinendeiosdnanuususiieg ansmenadute Business development
pdvthe Jor91seihammenuaivssauanuauSudiaou noudug ssdnuues
Aav TRy Angle investor tinAnwdaldviuseuldviadsusy Idauiatudunard
uwaen”

When Thai people want to search for good restaurants to dine out, Wongnai website
and application would be the first name that come across their mind. Eight years ago,
Mr. Yod Chinsupakul, the founder of Wongnai website, had never expected such
success he has achieved today. He was inspired to do business in the first place
when he went to study MBA in the United States and got to know about startup
industry. “During years 2008-2009, the United States had provided a good
entrepreneurial environment for students like me. Various clubs such as startup and
business development clubs in my university were opened for student to join.
Additionally, successful startup entrepreneurs were invited to teach classes, while
students were able to talk with angle investors during club dinners. Students had
opportunities to familiarized themselves with startups in their classes and club

activities throughout their courses”.
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Mr. Yod was trying to create his first startup website, when he was studying master’s
degree still. However, his idea became substantial when he established Wongnai
website in year 2010. “T had not finished my master’s degree yet, when I determined
to discontinue my first website and materialize another in Thailand instead. I made
visits and shared my ideas with many friends whom I trusted to work with. It was
crucial to have someone to manage business and others to take care of technology and
programming. I, myself, was in charge of running the business and I persuaded my
three friends to join me. We were classmate since I was studying Engineering at
Chulalongkorn University. It was challenging to carry out our startup; since, there was
no model for us to follow. We could not project if people would get interested in our

startup or not.”

The then young startup owner explained to his friends that most of Thai popular
websites, at that time, focused only on crime news, star clips, lottery and horoscope-
unworthy contents. Comparing to Japanese or American websites, they went beyond
portal webs to user-generated content webs, of which their contents were co-created
by users. Those website were considered useful for people such as Yelp website.
All co-founders agreed with him and saw good point in establishing Wongnai website.

They could start creating new kind of contents for this country.
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At the beginning, it was not easy to institutionalize our website as a business,
especially in promoting web engagement. “We tried everything including using
Google adwords, building community through famous bloggers, attracting users
by influencers and producing viral videos. We apparently got quite a number of
views, mostly from online marketing. We didn’t have enough budget to make an
advertisement. With restrained budget, we barely pay staff’s salaries, especially the

co-founders.”
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Mr. Yod and other co-founders persisted for two years. They had to look for other
sources of incomes even by writing computer programs as part-time jobs. His efforts
finally paid off. “During Songkran Festival 2015, our website was ranked one of the
top websites on iPhone Chart competing with websites like Facebook. We had
3,000-5,000 visitors per day. We were on the top chart for two weeks. Considering
3,000 visitors per day, we probably had around 50,000 visitors in just two weeks.
Previously, it took us more than two years to have 50,000 visitors, but our visitors
incredibly increased to 50,000 in just two weeks on the chart. We had climbed our

exponential curve and finally reached our tipping point.”
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Already on its rise, in year 2013 Wongnai website has focused more on other lifestyle
contents other than food review. It stretched out to restaurant search, travel and
beauty as inspired by Yelp website, which covered all local businesses. “We did not
limit ourselves on one application. It is quite common for international tech
companies to invest with other companies or their own smaller companies to develop
various applications. We have seen that Alibaba and Tencent companies have
developed hundreds applications. In all countries including Thailand, only few big

companies will survive as outstanding tech companies and perform as up-stream

businesses. We hope it will happen in Thailand in the future.”

Though he could maintain as the leader of restaurant search application on website
and social media, he aims at attaining further goal. “We will reach out to our
customers by providing quality contents which will keep them updated every day. We
have 3.3 million registered members, accounting for 9 million users per month. We
might be raked first place for food review; but, our lifestyle application is ranked first
place among lifestyle application developed by Thai companies. However, the real
value we hope for is becoming everyday application for Thai people. I want to achieve

that goal.”

goaQ ugnnna 91



v
o ' a o

H3mNeAY NGUUTENAIVALLIUT Co-founder, Rabbit Digital Group

q
aa o &

wsuin A3va n3u . .
K Managing Director,

ﬂiiumié/ﬁa]’ﬂmi Rabbit Digital Company Limited

USEM wsuln Advia U 91rin

svlsou AuRsY
Mzr. Rungroj Tancharoen

ynAsIndinsUguimemtinaulvsivesusin usuln fdvia n§U d1n Jal59u fuasey

frefaiarUsesudmiiuims dessudusiignisnatadminenanasuIen

Y

3und1 “Rabbit 20507 wmadsarwituiisslugiiud “sluldveus 5- 10 T
wiiswesllnada 30-40 ¥ dremin ARansifadusioudiiaindulusyne
5199 6-7 T windu AawAsusaeaamnssuiareglusnit isiluusendnd 2050

siineslstu uSuinerveedarlu 20 Ussing wdharmiuauialan wieer9ey
alvuds usrsuil ismnauluiudusaudiinlunsisdu isdeauadyluns
Amunauanlull 20507

Jalsauiunensusunlul 2552 Augsiunensdn 3 AW NUSTENATVALOLIUT
Afiwnausm 20 Au aunseiaduladudu RDG (Rabbit Digital Group) Tutlagiu
lnefl 5 usEmngldia3e RDG fa Rabbit’s Tale MguaduauAIiauIsiinge
\0LAUT Moonshot  LoLAUTMUAITIANe SUAZABUIUA Code & Craft BanUUY
< s a o 2 o o A ¢
Auleduasuaundiadu The Zero WWudindessulay

In every orientation for new batches of employees of Rabbit Digital Group,
Mr. Rungroj Tancharoen, the co-founder and CEQ, always start his remarks with the
company’s key vision so-called “Rabbit 2050”. He revealed his ambitious dream that:
“We do not depict ourselves in just 5- 10 years; we envision ourselves in the next
30 -40 years. Digital marketing agencies have just been emerged in the country 6-7
years ago. We do not know how long this industry will last. We do not know what
will happen in year 2050. Rabbit might have branches in 20 countries and 10,000
employees worldwide, or it could go bankrupt, otherwise. However, today everyone
is considered an important part of the team for our fresh start. You all are important

for setting our future in year 2050.”

Mr. Rungroj founded the company in year 2009 along with the other three
co-founders. A digital agency company with 20 employees has grown and turned into
RDG (Rabbit Digital Group) in the present. Currently, there are five companies
under the RDG. Rabbits Tale company is taking care of digital marketing, while
Moonshot company is in charge of digital PR and contents. Code & Craft company
deals with website and application designs, yet The Zero company undertakes online

media functions.
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Just being launched at the end of year 2018, the most recent Alchemist company is
accountable for data activation or maximizing data in order to exactly respond to
customers’ needs through digital channels. Altogether, these deems the company’s
whole picture. We operate under the digital ecosystem. We have built comprehensive
digital ecosystem to link and promote businesses under RDG umbrella for them to
nurture each other’s growth. The co-founders and the team of almost 300 people play

important roles in moving the company forward.

Owing to several elements, RDG has stepped up as one of the best digital agencies.
It has profoundly comprehended its digital age consumers. Mr. Rungroj reflected the
company’s strength. One key element of the success is that 70-80% of executives and

employees are digital natives.
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“In digital era, we do not communicate through only one media outlet.
Communication tends to have more free-form options; thus, we do not think that we
will develop either online or offline medium. Working with digital natives, it is
important to know who our targets are; what they do routinely; what their digital
journals look like; and which medium they access and perceive. We must understand
our customers demands and adjust the medium to be responsive to their needs.

Rabbit gives importance to this approach”.
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At the tenth anniversary of the company’s founding, Mr. Rungroj reflected that he
has encountered various challenges and turning points, which made him learn to
adjust his leadership skills. Those skills must be altered properly according to the size
of the company. “Once, we have more than 30 employees, we could not employ
entrepreneurial leadership skills anymore. We could not run business by ourselves,
but through our team. Yet, we need more management skills. These have been the

challenges I experienced.”
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Living in more complex world, Mr. Rungroj viewed that knowing just one field
of knowledge is not sufficient anymore. “When we need to deal with a business issue;
we probably could not look from only one angle. We might consider applying a
startup game in our solution. We might need VC (venture capital) and financial tools,
sometimes. These are substantial and challenging skills for executives. As the CEO,
it is important for me to figure out what our next S-Curve look like; and how we can
continue our exponential growth. We must understand the business trends and have

vision to forecast them.”
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Mr. Wongtanong Chainarongsingha was an editor for the Trendy Man magazine in
year 1995 at the age of 26, which was quite young for the position in magazine
business. Two years in leadership at one of the top male magazines rendered him fame
in reading realm. Unfortunately, external threat, economic bubble outburst, occurred
in 1997. It affected most of businesses especially, print media. Eventually, the magazine’s
executives decided to close down the Trendy Man, but he was proposed to take other
position in the company. He determined to quit along with his colleagues, holding

on leadership spirit. It was a painful lesson, which he chose to look at its positive side.

“It sounded terrible, but my accomplishments during those two years were widely
recognized. I reminisced that on the day I quitted, three companies called to offer
me jobs. Thus, I believe that one’s competencies could be determined by one’s

. »
achievements.
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Mr. Wongthanong Chainarongsingha was keen on his career path development.
After quitting from Trendy Man magazine, he worked for Image magazine for a while.
Then, he made up his mind to invite readers to put money as a seed fund for
producing a customized magazine based on their interests. His boldness attracted 459
readers, who became shareholders and contributed up to 2.5 million Baht in total.
The fund was used to settle the Day After Day Company Limited, then ‘a day’
magazine was established. The magazine became popular among “teenagers, who

sought alternative meaning of life”, since its first volume.

“I think ‘a day’ was successful because of several reasons. The establishment of the
magazine was unique and different from others. Some people said it was a startup even
when the world did not know about startups yet. It made public enthusiastic and
anticipating. When the first volume was launched, people could really see the
differences of ‘a day’ and other magazines regarding storytelling, photo taking and
graphic designing. It was absolutely unprecedented product. Its contents that focused
on creativity and inspiration gripped the readers, who mostly were teenagers and office

workers.”

Mr. Wongthanong Chainarongsingha analyzed another reason inducing ‘a day’
success story that he, himself, and the team gave all they had into it. “The magazine
‘a day’ was my long-time dream. When I could live my dream, I put all of my efforts,
experiences and energy into it. If one works earnestly, one will have chance to succeed

rather than fail, I trust.”
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Being successful from ‘a day’, there were several opportunities regarding media
functions coming along his way including magazines, publisher, free copies, TV
programs, films and events under ‘a day’ umbrella. The company succeeded in all
functions unceasingly. But in the seventeenth year of the company, Mr. Wongthanong
Chainarongsingha faced major turning point in his life. News was spread out that
‘a day’ would sell its shares to another company, which registered in stock market at
a value of 300 million Baht. He did not agree with this deal considering business and
media profession principles. Unluckily, he could not resist and then resigned from
‘a day’. His resignation announcement became a big news in media industry in 2017.
“I believe that justice is the the most crucial principle no matter what. Be with justice
and it will protect us throughout our life.” He unfolded his radical reasons why he

resigned from the company he established himself.
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Mr. Wongthanong brought with him the shareholders and part of his team, which
decided to resign along with their leader. Then, he established an online news agency
called The Standard, which became his most recent working base to represent his

true self.

The Standard became outstanding since it was launched given that it offered unique
news contents, articles and presentations. It has been an up-to-date online media
providing through all news channels including reading, watching and listening. It was
clearly different from other news agencies; thus, it could attract a large number of
consumers in a short while. In only one year, the business could earned up to 100
million Baht. Statistical number of readers and their engagements in all online platforms

made him satisfied. The Standard has been rising as the topmost online news agency in

Thailand.

102 FOUNDER



unidsuarudiiresaurhAsiniiesnnsdinus uenanawin erudila uaz
mulldlaludeiivih wuneiAeddeimiveihinoailenalusudsuuuag
yneteiiiindu “woneneiidudeii dnaundidndule sudnnasuifoss
nilavesnutiugih Aomasdimreniiemy axiSeniiudy vision Ale Aedaenilunisii
nowlas §19slumaluy esvhesls axvieels soaiurmuntatoudussuousy
wsAnImndsyneedluiinves iavnishauvud”

Lessons learned from the real media professional like Mr. Wongthanong were that apart
from devotion, intent and thoughtfulness he put in what he has been doing, he gives
weight to leadership. He pinpointed that leaders could see opportunities in all
changing situations. “Leaders must be not only knowledgeable in what they do, but
also bold enough to make decisions. I think one of many qualities of leaders is having
special eyes or “vision” to clearly see what will happen from the beginning till the end.

I believe that I have everything in my life because of my way of thinking.”
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HTunefiwazTideaniuunseidl BOYY Co-founder and co-designer, BOYY Bag

Uswn BOYY BOYY Incorperated

ISSEUAS AVLIU

Mrs.Wannasiri Kongman
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“It is easy to launch your products nowadays, but it becomes difficult to compete with
others since everyone just thinks the same. There are a large number of beautiful
products offered in the market for customers to opt. We have to reassess how we
diiferentiate our products. We must be obsessed with our work and made each of them
our masterpiece. We have to go that far; otherwise, our brand would not be unique

and recognized.”
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This is the most important success factor for Mrs.Wannasiri Kongman, the co-founder
and the co-designer of the leather bags under Thai brand called BOYY. It has become
a global brand along with other luxury brands in just twelve years and popular,
especially among Hollywood stars. Chloe Sevingy, the actress and fashion icon, was
one of actresses who used BOYY’s FRANK model, and made the brand widely known.
Sarah Jessica Parker, the actress from the popular series: Sex and the City, picked up
popular leather bag model, BOBBY, for her choice. Mrs.Wannasiri and her husband,

Mr. Jesse Dorsey, have endeavored to attain this success, but never stop leveraging the

quality of their products.

Mrs.Wannasiri started designing her first set of bags by virtue of her personal
fascination with designer bags. From the outset, her first BOYY bag she designed,
Summer, was displayed in Colette, a high fashion retailer in Paris. Eventually, she
decided to set up her own company, which is now operating its own shops in Thai and
international shopping malls including Central Embassy, Central Chidlom, Central
Landprao and a Copenhagen mall. It employs almost 60 employees in Thailand,
Denmark and Italy.
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The principal founder and designer of BOYY described her working style that she
considered herself rather artistic than business-oriented. Both qualities have their pros
and cons that she needs to balance. “Eventually, I need to learn about the nature of
business. It is also essential to appraise customers’ thoughts and expectations. I have
never thought like this before, but now I always ask myself what the purpose of my
business is. I make the products for selling, and I will feel dull if I cannot sell them.
Pondering on this, I perceive that even painters have to sell their paintings; also, I need

to incorporate commercial aspects into my artistic work, harmoniously.”
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Positioned in a group of luxury brands, Mrs. Wannasiri also wanted BOYY to have its
stand-alone shops, which could be fully decorated to exhibit its unique features. Being
different is her marketing strategy. In addition, limited quantity strategy is employed
to contribute to the brand’s sustainability. “For each seasonal collection, we would
keep a proportion of products for big retailers, whom we collaborate with. People
might question why we do not produce more. Of course, we wanted to do so
especially when the business is still blooming, but we do not want to see our products
are on sale everywhere on websites when we are not popular anymore. To remain
exclusive, we have to limit our at certain level. This brand is not intended for just

. »
making money.
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Passionate and experienced, Mrs.Wannasiri trusted in Thai brands, in terms of
material procurement, production standards and creative design. “We believe that the
other super brands or luxury brands are not much different from us, only they are
more charismatic and well-established. Some of which has existed for more than 100
years. They might have bigger teams of more than 100 people, who ready to do
anything. We might be better comparing with them, given that we have only a crowd
of five (herself, her husband and other team members) to compete in the global
market. I think it is extraordinary that we have successfully gained the market share,
though we just have emerged for about ten years. We can do much better if we have
the same capacities as they have. She did not just say it, but Ms. Wannasiri has
proven to the whole world that BOYY is her masterpiece.
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UsEsMUUmMTNuImSEsna Chief Executive Officer

UTHN TuA 33 3 9110 wag Trend VG3 Company Limited and
UTEn v3Uia 7 usonman i Triple V Broadcast Company Limited
(nesgoaulatuazinesyii) (Thairath Online and Thairath TV)

JUS JBSWa
Mr. Vachara Vacharaphol
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“I was taught since my childhood that I would be responsible for the family business.
When I started working with my mother, Mrs. Yinglak Vacharapol, the CEO of
Vacharapol Company Limited, I found it quite fun to learn. Afterward, I was assigned
to take charge of digital section that I enjoyed it from the beginning;, since, I was be
a able to create new things beyond traditional structure and freely manage the team
in the way I wanted. The executives did not expect much from us at first. But it
seemed that they had gradually put pressure on us due to the fact that online media

has prevailed.”
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Mr. Vachara revealed his roles as the third generation of “Thairath”, The number one
newspapers, that has persisted for more than 70 years in Thai society. He graduated
with business administration degree from the United States, then was assigned to
manage news media since year 2009. Basically, he took care of Thairath’s cable TV,
website, online media and digital TV, but, as the CEO of Trend VG3, he mostly pushed
forward the online newspaper, Thairath online until it has become the most prominent
section. “In the first place, we improved our website interface to be more modernized
by having programmers to fine-tune its architecture, especially the design. He also
sought collaboration with mobile phone service providers to strengthen the company’s
structure by providing SMS news service to their subscribers. In the meantime, news
submission system was revamped to allow headquarters’ journalists and regional
stringers all over the country to work online.”

THE
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Apart from modernizing the whole system of this online media, Mr. Vachara, also,
established the Trend VG3’s organizational culture and trademarked its personality as
an avant-garde organization in terms of contents, graphic design, and programming.
He even screened staff himself. The small section has been flourishing from 20 team
members to 140- 150 of them. Nevertheless, The rapid change of the media ecology
could hugely increase the company’s revenues up to almost 80% during years
2009 -2011. Most of the revenue growth resulted from SMS news along with web
advertising. When Thailand entered 3G era in year 2014, the proportion of revenues
from SMS news was speedily decreased. He reflected that “when 3G service had been
provided, a greater number of people accessed to the website. We could generate more
revenues from advertising, while that of SMS news has been dropping to less than 1%

now. Things hace obviously changed over time.
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Putting efforts in continuous improvement, Mr. Vachara successfully built Thairath
online brand to be recognized among its targets. He expressed that he would not just
stop there. “We achieved at certain extent, but there are still more tasks to pursue.
I am proud that Thairath online has rose from below twentieth place to the first or
second place in Truehits. Also, we has more than 16 million followers on our facebook

page now. I felt wonderful to make Thairath online brand accepted in the market.”

114 FOUNDER




aa o

AUNITUINIINUARTATT neldTelvesyii 9o 32 HD MFuuAUAT 2557

o

AuSmIviseeuanderiailiin ssdewmdndulilnesgiiandudu 1 Tu 5 veq

U q
'
] aa v a

dospavianafiagn wildszezaminUivalunsiuthunedlndusse TneBadulu

=

oduvesadudemavuifeugluie “wunaaueeg sy Top 5 109773

q
aa o

3V Fameuililidungraserundoniiy oees 3 5 7 9 199708ud 4 Tugwaam
ssAnTUesdedoavAelY TRowmauaiiinesiosinaulevilnesyitd mouidl
Foflwosann mssuimmsvesnuasdly aulveeruanininn iomaideiae
FutuSesiina usnudordeiinanimezegls sy igaeudanyunduan
Famanaindodie ionig Aruiasessamesione assimemniiduauenyes
msvide luvairiidewufainuimagsine Treasinomaunadlils”

dwsuiiencluouian Jesnadmnelunisiuusuicesinsadsng Sunue
fazidaf 2 wsudlminmdlneigesulat TnsassnguidmunevdnAengy Young
Generation uaznguladalndvosuds Ineivameinnsdeasiunguidmuneds
nanududeiinesgdilianunsansewansld “Medovensr ervesluvdonlsliiang
199 woldBurTine sy 1v19s3Fniageey Junasuge sakingugndiadae sy
Ingsgazguan yeanuuuau1a lilvlavialndgvd)e isvsdadaesuusualyiinieglu
91 (2562) dulnesgeoulaiiosesinsiuusud Diiuatedu fensusunaeulall
sUsnwalveaiules uazmsiuauensumuriivainvarediiiauladusise
wee I mely”

Since year 2014, he started operating digital TV called Thairath TV on Channel 32
HD. At that time, he visioned to make it one of the five best digital channels.
“We are now ranked in the fourth place for digital TV, not including the analog TV
channels, like the 3, 5, 7 and 9 channels. I think media has been transformed. This is
why we decided to commence Thairath TV. Currently, there are various media
choices for consumers. Their news consumption behaviors have changed, they read
only headlines, not the contents. It sounds worrying, but the quality media and
publisher can stay strong. In a general sense, news must be reliable presenting good

contents, while holding on media ethics. This is the challenging part of being a media.

‘We have to find our balance.”

Regarding the future plan, Mr. Vachara aimed to have a substantial rebranding for the
organization by launching two Thairath Online new brands targeting two new market
segments: Young Generation and women lifestyle. Thairath has never achieved in
penetrating this two market groups. “Our name might block teenagers™ interest.
They might think it is for their fathers and uncles. Thairath sounds masculine and
news-related to women, not fit with their lifestyle. We will launch our two brands this
year (2019), while Thairath Online will be rebranded to be more modernized brand
with refreshing logo and visual. Also presenting contents in more new dimensions.

We will continue strengthening our brand.”
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In headquarters’ showroom of Narai Intertrade, plenty of cotton and silk bags in all
models and features including NaRaYa classic model and NARA by NaRaYa ’s male
neat bags were well displayed. In addition, kitchen utensils, kid products and
seasonal ornaments were also exhibited. All these products have been created by
Mrs.Wasna Roongsaenthong Lathouras and her husband, Mr. Vassilios Lathouras, the
two co-founders of NaRaYa brand. It could be said that Mrs. Wasna still maintains
100% of her entrepreneurial spirit. She told about the beginning of her business that:
“I thought we were Thai. We had clothes here in Thailand. Thai sewers were very
good. They could produce craft products with their excellent craftsmanship. 1 felt
strange that we were able to make delicate products, but we did not do so. Today,
I have proved that Thai people have a lot to offer to the world. But we need to explore

what we really have.”
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Primarily, Mrs.Wasna just helped her husband’s friend procure Thai pattern bags for
exporting to Greece. However, with her affection in designs, she got engaged more in
the process including inspecting the products and felt that their quality could be
improved. “I was upset when I fetched the products for my customers and saw black
bags with white zippers. Unavoidable, I had to work harder on quality control. Taking
this challenge as an opportunity, I persuaded my sister-in-law, a dressmaker, to work
with me to produce the bags ourselves. We had fifteen sewing machines to produce

and deliver our products for sole customer twice a year for 5,000 US dollar each time.”

Mrs.Wasna, thus, started to see her window of opportunity in doing business. She had
many bags left in her stock and on that account she decided to rent a shop in Narai
Phand mall to sell her products to foreigners. She and her husband, who focused on
the business management, work together tirelessly. She gradually leveraged her business
by exhibitiong her products in trade fairs in other countries. Her products became
known in the market, but she faced another challenge. Her bags were copied. She
tackled this challenge by buying a whole lot of clothes to prevent her products from
being copied. “We need to have our logo on the cloth. Later on, we named our brand
after our company’s name, Narai Intertrade. The name was inspired by Narai God in

English, Narayana. However we cut off the last syllable and kept it as NaRaYa”
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Now, there are twenty-nine NaRaYa shops country-wide and thirteen branches in
other countries including Hong Kong, Malaysia, Vietnam and Taiwan. Though she
planned to open more shops, she was also interested in digital marketing. She prepared
to hand over her business to her son, the second generation of her business. “My son
is responsible for NaRaYa e-commerce. He was frightened when he joined a seminar
regarding disruptions and potential startups. I told him that we should not be
frichtened, but understand the business trend to prepare ourselves. We have to live
with it and decide if we would fight or not. If so, we have to learn how to fight.
Do not be afraid.”
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Adapting to the changes, She decided to reduce sizes of the shops, but still keep them
open to build experiential relationship with customers. Mrs.Wasna referred to the
result of market analysis of Lazada, a Chinese e-commerce company, of which chose
to open real stores in order to offer experiential relationship to customers. This might
be regarded as entrepreneurial instinct to pursue business achievements. When she
blended it with her femininity, it resulted in thoughtful and delicate products and
services of NaRaYa. The company has continuously been delivering new products to
meet customers needs. It has delivered Bohemian style goods under LalLaMa by
NaRaYa brand; silk cloth products including bags and accessories under Evangelisa
NaRaYa Silk brand; skin care products under DariVari brand and NaRaYa Tea Room.
“When you visited our shop at Central World, you might see that we had just six
chairs for our customers’ companies like their mothers, fathers, husbands and children.
Previously, those people would relax in a coffee shop opposite us or sit on the floor
waiting for our customers. On that grounds, we opened NaRaYa Tea Room to seat

them there. Our latest tea room brach was just opened at Icon Siam shopping mall.”
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Building her business based on Thai heritage, she gives it back to the country by
supporting Thai people in rural areas, who earne incomes from sewing NaRaYa
products. Furthermore, Mrs. Wasna envisioned to innovations for her products.
She provided that “the Founders must keep asking themselves how to improve the
quality of their products. For example, NaRaYa has developed water-proof bags by
imitating lotus leave, which has water proof system. The bags could resist wetness for
around fifteen times. “Notwithstanding, my most pride is that we do not just represent
Thainess, but are commended as Asia brand. We crossed the threshold into the next

level of business.”
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Mr. William Heinecke is of American descent and naturalized as a Thai citizen.
He founded his very own business when he was just eighteen years old and eventually
built his Minor Group empire, which currently has a total value of more than 170
billion Baht. He shared his view on becoming a successful businessperson, “Basically,
I believe everyone could be a seller. You could sell your ideas or something of value
and reach your customers, but it was crucial to develop your sales skills. Everyone is
able to succeed in sales, but it depends solely on how you will motivate yourselves and

develop your sales competencies.”
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Minor Group focuses on three primary business lines including food, hotel and
lifestyle businesses. At the end of 2018, Minor Group’s footprint was in 62 countries
consisting of 513 hotels such as Anantara, AVANI, Oaks, Elewana, Tivoli and NH
Hotels, 2,270 restaurants and 490 fashion and lifestyle shops. However, the Founder
has been moving forward by making new investments and creating innovations
relentlessly. He developed his business strategy called “Glocal” which is defined as
‘business that addresses global strategy approach, yet tailors to local culture in response
to consumers expectations. Minor Group has adopted the Glocal concept in its
products and services by adding Thai flavors into its food products such as
Tom Yum (hot and sour soup) pizza of “The Pizza Company’ and grilled pork and
sticky rice burger of ‘Burger King’. His hotel business also embraced the Glocal
concept by blending international standards of service with local cultures in each

destination to provide exceptional experiences to the customers of Anantara Hotel.
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“I believe people are more alike than we tend to think, whether they are Thai,
Westerner, Indian or other. For Instance, Thai women are fond of fashion, just like
women all over the world. They all appreciate Yves Saint Laurent items. Regarding
entertainment, most people likes Michael Jackson (singer) and Titanic (film). It made
me realize that their taste in food should not be that much different” Mr. Heinecke
explained his notion when he first introduced fast food to Thai society. He offered
pizza delivery service for the first time in 1989 and the service evolved to include an
online delivery platform for all of his food brands, including The Pizza Company,
Swensen’s, Burger King, etc. “It is essential to convince consumers, especially those
with purchasing power, who can afford pizza, to buy some of our products. And that
marketing strategy made us successful. I'm positive that they will be interested in many

more of our products”
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Now in his 70s, the top executive of the Minor Group still has sharp vision and
embraces innovation. He is prepared to encounter any challenge beyond his comfort
zone, especially emerging business disruption. He explained that the most obvious
disruption faced by the Minor Group is price-based competition among Online
Travel Agents (OTAs) and leading peer-to-peer rental platforms like Airbnb, which
dealt directly with customers. The disruption in food business is food delivery

aggregators, who have changed the food delivery market and customer behaviors.
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As the leader, he has not only further developed innovations for products and services,
but also maintained all aspects of quality in order to expand its market share.
For example, The Pizza Company has introduced new dishes such as chicken Yam
Pop with rice, in order to add Thai flavors into its fast food menu. Concerning its
marketing strategy for the hotel business, the online booking platform for hotels and
brand loyalty program has been improved. Now, we have more than 10 million
member through our partnership with the Global Hotel Alliance under the brand
Anantara Hotels and Resorts and 8 million member from NH Hotel Group that

connects with 350 hotels in Europe and Latin America.

The owner of the Minor empire and legend of startup industry, passed these words to
new startups, ‘I think you must work hard. You have to do all your homeworks in the
first step to acquire information thoroughly to find out what you can do. You have to
be certain that your business will be fruitful. You must pursue your ideas, your

startups and your passions. You can begin at any age, nobody is too old to get started.”
p your p g y ag y g
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“In every chapter of my professional journey, I always ask myself how long the
working setting would work for me. If the answer is ‘No’, I will continue asking
myself: what is next? Every time when I stand at the crossroad, I ask myself about my

contentment toward my work, before moving further.”

That was the notion, Mr. Vuthithorn Milintachinda always used to guide his
professional journey. His nickname, “Woody”, was known as a renown brand for his
variety talk show: “Woody Talk” and “Woody Morning Show”, both of which were
closed down already. The brand has still been used for his current show: “Woody
World” and podcast: “Woody FM”. Furthermore, he also performed as a MC and
an actor. Currently, the role that makes he felt the most comfortable in his own skin
is being the co-founder and the creative director of Woody World Company.

He assigned himself to create his work to the fullest extent.
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Coming this far, he unveiled his three decisive moments that: “A factor that
contributed to my success in my first job as MTV’s V] was my enthusiasm for and
satisfaction with the work. I woke up smiling and prompting to work everyday since
I loved the MTV brand I worked for. I was an MC, DJ, V] and TV host. It was my
dream to performed these kinds of functions, since I was young. I grew up with MTV

and I felt fulfilled to work with MTV Thailand.”

Later on, he undertook several tasks in the entertainment industry and gained both
achievements and lessons. Once, he produced a reality show called ‘Countryside Life’
that he put much of his financial and mental efforts into it, though the outcome was
not that good. “I did not gain profits from the production, but I felt like enrolling in
a crucial course of my life. It was so valuable. In the show, I could say anything
I'wanted, and learned what the audiences wanted from their reactions, which provoked
me to question myself about my work. I did not prepare for such strong reactions,

but the ‘Countryside Life’ project got quite harsh feedbacks.”
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He started to become recognized in business aspect. Though the show was not
successful, he still “persisted” in the entertainment business due to the fact that the
show had already been widely known and it opened another window of opportunity
for him. He, then, began his new professional journey of “Woody Talk”, which was
designed to inspired the audiences. He proposed his project to the Channel 9 TV and
finally made it happen. “We intended to produce an interview show similar to those
of international interview shows. We could not fail, yet aimed to achieve high rating.
My background in performing arts, which I gained when I was in New York, helped
me envisage myself crossing my legs, while interviewing my guests. I would be an
earnest host and asked straightforward questions that made audiences talked about

my show. When I really did so, and the show became the talk of the town.”
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Though “Woody Talk” was really popular for almost ten years, Woody questioned
himself again how long he could go on with the show and if it made him happy still.
The answer he got was that: “I used to be happy with it, but not anymore. I need to
go back to my origin. At that point, he conceptualized that: “I wanted to share good
stories of celebrities and provide to society. I was not sure which path I should walk.
Earlier, I did not know what business model was, I just operated the company. I did
not understand business ecosystem and sustainability, even. So, it was needless to talk
to me about creating wealth for giving back to the society. I felt like I listened to

everyone until I lost my confidence.”
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Finally, a crucial decision took place and led him to the third stepping stone in his
professional life. His work, thoughts and attitude toward people became synchronized
during this time. “I decided to discontinue “Woody Talk” and other shows, which
were broadcasted on channel 9 TV; since, I wanted to pursue my dream. Like no
other shows, I wished to talk with celebrities pertaining how they could make their
lives, health and relationships better; what make them move forward; and how they
free themselves from what held them in the past. I wanted them to share their
experience with the audiences. That was the background of the podcast “Woody FM’.”
The success of this most prominent show host in Thailand has been realized because
he always trains and questions himself for better achievements as he concluded that
“As the Founder, I found my ideas. I do not compare myself with others because
everyone has his own journey either far or near. If you open a coffee shop and make
it the best coffee shop you can and you are happy with it, you succeed already.
More good things will come your way in the future. Things have changed quickly.
All of my projects could be cut short in the fast changing world. Thus, we need to

process information in a timely fashion and learn to accept and live with the changes.”

Jcuss Daunduan 133



gnuna #33Aamg nsUNSEIRNTLvey
VTN 9.115919 310 (Wn1T)

gl ATIAING LAVIUNITUTEN kagEIANTS

dtinnssumsgdanisingy
UTEM ¥.N15919 91710 (@VNT) Uag NITUNSERIANTS
UV wusren wilvs winidsed $1in (Gidud)

Ms. Supamas Trivisvavet, President,

CH. Karnchang Public Company Limited

Mr. Nattavut Trivisvavet, Vice President,

Office of President and Corporate Secretary,
CH. Karnchang Public Company Limited; and
Managing Director, Bangkok Metro Networks

Limited (BMN)
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“We can only be the best version of ourselves. My father told me that the team believed
I was capable of managing the business, not because I was his daughter, but because
they believed in my potential. Now, I have learned that I can not be my father,
I can only be myself and do my best. With the company’s team of professionals,
I am confident that by working together we can achieve sustainable growth for

CH. Karnchang.”

Ms. Supamas Trivisvavet, eldest daughter of Mr. Plew Trivisvavet, one of the
co-founders of CH. Karnchang, shared her feelings when she first took the position
as the President of CH. Karnchang Public Company Limited.
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When she first joined the company in 2006, Ms. Supamas faced multiple challenges.
First and foremost, she had to manage a construction company where engineering was
and is the heart of the business. Supamas held a Bachelor’s Degree in Arts and Master’s
Degree in Public Policy, which are far from the field of engineering. Though she went
on and completed a Doctoral Degree in Public Management, which helps with the
management of the business, it was not an easy job to lead a team of engineers.
Secondly, being a female in a male dominated business and being an heir of the
company’s owner, she felt tremendous pressure from the start. However, the strategy

set up by her father helped Ms. Supamas get through those challenges.

“My father assigned me to work in the Office of President, where I could see the big
picture of the company and quickly learn about the business. He foresaw that with
no engineering background, I could not work in engineering department anyway, but
at the Office of President, I could work closely with the Board of Directors and
Executives. I had many opportunities to learn how the policies, strategies and business

decisions were made and learn quickly about the substance of our business.”

Ms. Supamas gradually took on more responsibilities and was appointed the
company’s Corporate Secretary, and then was appointed a General Manager and later
Managing Director of CK Power Public Company Limited, one of the companies
within the CH. Karnchang Group. She became the President of CH. Karnchang in
2015, taking on the responsibility of managing a project backlog of over a one hundred
billion Baht and an annual turnover of thirty-five billion Baht. During her leadership,

she places importance on “people”, “quality of work” and “innovations”.
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“Though CH. Karnchang is not a so-called tech company, innovations are relevant
and important to our business in all areas. We need to create a working atmosphere
that motivates our team members to question themselves on how to make our
organization better. We want our people to ask how to construct buildings, mass
transit systems, or power plants with better quality and cost effectiveness and to meet

> »
our customer’s needs.
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Similar to his elder sister, Mr. Nattavut Trivisvavet started his job in 2014 as the
company Corporate Secretary and Vice President of the Office of President at
CH. Karnchang and also plays a significant role in commercial development of the
MRT (Mass Rapid Transit) system under the operation of the Bangkok Expressway
and Metro Public Company Limited as the Managing Director of Bangkok Metro
Networks Limited (BMN). Having graduated with Honors in Electrical Engineering,
he has proven his new ability by opening up new markets for CH. Karnchang Group.

138



“q4 9 it famudsuiasaeutnenn aulsnruaulaiuily Metro mall
WUTURULE99 BN T U Starbucks $1uw9799 Tndiay S&P
L5iTEdn TN Zlf)ﬁZJSB@BHALZW@UUQQWT/”ZJ‘IZ"?/Q\? Metro mall ifuituiiiieiouds e
wovniws s nduituiitnegTumnidsalwinliiu Sammsaumanssusieg
ianyszendls vilidelavanuuy Out of Home medias dnaaniaulaunnni?
553477

dloansiitosninrdaiu &“jqﬁﬂ,ﬁﬁﬁmﬂuﬂﬂLLﬂjuLLamjﬂiﬂuﬁﬂmqﬁwmuﬂamﬁu
TNAgNSRIUNTUSNTLINAUTT gmemiuaosiiideriminiislnagouan
memnyegalgydl Iiwedsunesdgnisiauivivnveanliegiaauladn
“lumsidulpvesusnluszeenan uunesIdneidsalwidnvarearey (Junis
synergy ¥eNs¥UU transit #3ulusy &9 mass transit Sellewipndneralna &1

sagunmanvalvesnFamlUEnunne &0 30 T hanih 9999597 Hyperloop
Alg”

WulAeItugn1a fupatudnen wlunsvesnuves 1.015919 gjamﬂmﬁl,ﬁulﬂ
melenasgrsumnea “vaearluauinsmaiiu construction UInAY infrastructure
developer siuladwaluisivzdsnenimiesnaiosasiouianssulues Hasai
sevvarsrsyulnaiuguineuTangsuuuuFnveseulneiudeuly uasaauniuiy”

“Things have been changing a lot in the past four years. People have shown more
interests in Metro Mall retail areas in the MRT. Big brands such as Starbucks, KOI
The tea shops and S&P restaurants can now be found at MRT Metro Malls. We have
more partners who are willing to queue up to get rental spaces at our Malls. Also,
advertising agencies see the great potential as our advertising spaces allow a captive
audience as our train stations are underground and this allows them to be creative

with their innovative Out of Home medias to make their ads more interesting.”

When the two siblings work together, they strengthen the company through
collaboration and synergy of strategies towards shared goals. The company’s overall
vision and management strategy are being transferred from the Founder’s Generation
to the Successor’s Generation who together envision the future for CH. Karnchang
Group. The youngest heir, Mr. Nattavut, shared an interesting viewpoint for the
medium-term to long-term growth of the company, “In the medium-term, many
train and mass transit lines will be developed, and they will create a synergy of an
interconnected transit system. For the long-term, there will be even more development
for mass transit, which will change the face of Bangkok. Thirty years in the future, we

might even have the Hyperloop.”

Likewise, Ms. Supamas sees great potential for CH. Karnchang’s expansion into
the future filled with opportunities. “I see the CH. Karnchang of the future as a
construction and infrastructure developer company. I envision our company to utilize
innovations to build various infrastructure that better serve the fast-changing needs

and help improve the quality of life for the people.”
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(KKTT) Company Limited
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“Twenty eight years ago, the word ‘innovation’ was not yet recognized. But my father
taught me that we should differentiate ourselves from others; otherwise, we could not
outpace them. He suggested me to seek partnership with international companies.
That was strategic thinking I have learnt from him.” Mr. Suradech Taweesaengsakulthai,
the second generation of the Khon Kaen Cho Thavee (1993) Company Limited,
disclosed his father’s insightful vision. He was the ex-dealer of Japanese trucks,

thereby making his family business a considerably big business in Khon Kaen province.

Following his graduation in automotive engineering from Japan, he planned to carry
on his family business in a more distinctive way, focusing on truck body assembly
rather than a mere dealership. “This business has its own brand “Khon Kaen Cho
Thavee Ltd.”, whereas it would be potentially growing and creating its own

innovations.”
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With his strong passion and his father’s advice above, he opted to seek partnership
with companies in Japan first; however, he faced with slow and inflexible administration
process. Thus, he altered to European countries and finally decided to partner with a
leading manufacturer of truck bodies and trailers, DOLL fahrzeugbau AG. “DOLL”
in Gernmay. Then, his company was renamed to Cho Thavee Dollesien Public
Company Limited in 1993. Both sides collaboratively worked under this joint venture
company to design and manufacture vehicle bodies and commercial motor vehicles
as well as installing engineering system in those vehicle bodies. Later in 2016, the
company was renamed again to Cho Thavee Public Company Limited “CHO” with
a views to being pure Thai brand and creating innovations according to our principle

philosophy.
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Currently, CHO has three main product lines. The first product line involves
manufacturing of standard products including trucks, semi-trailer and trailers, while
the second one is about special designed products such as airport ground support
equipment, catering truck and rails systems. The third one is focusing on delivering
project management and services. All groups are driven by innovations in both
products as well as management. “Like third product line, we incorporate in our
project management for our customers. For example, we managed the Royal Krabi
ship-an offshore patrol vessel, assembling project for the Royal Thai Navy. We use our
know how to provide consultations to the customers without any raw material cost.
These kinds of experience did help me to expand our business horizon. I have learned
that, a pain point of garage business is how to handle customers’ needs for engine and
car body repair in one stop service. Moreover the garages are not open at night time.

We, thus, tackled those problems by open in 24-hour Truck Service Center.”
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Mr. Suradech totally put his physical and mental energy in establishing Khon Kaen
Development “KKTT” Company Limited, the latest project emerged in year 2017.
He has been working with other fourteen like-minded businesspersons, who are will-
ing to better their province. The company was established with registered capital of
200 million Baht under the provincial infrastructure fund. It aims at raising fund
among Khon Kaen people, who love their hometown, to build electrical rails around
Khon Kaen city. The project was referred to as “Khon Kaen Model”, which stemmed

from Mr. Suradech’s and other co-founders’ expertises.

“The government already approved this light rail project. It will become the first
Thailand’s provincial light rail system. Furthermore, we are also moving forward
to materialize the KKTS (Khon Kaen Transit System). Importantly, the special
committee for Khon Kaen province called DUO CEO was set up to allow private
sector to work hand in hand with the governor. Accordingly, our project could be
continued even when the governor has been changed according to their administration

terms’
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Finally, this strong businessperson, who has continually developed innovations, gave
his comments on social and economic structure that “I want to say that today, Thai
cities are considered as products. Cities are new products for Thailand. We should not
look at the Eastern Economic Corridor (EEC) development project in the old way
anymore, but we have to focus on city development. When we set up the Khon Kaen
Model, question arised that who would be beneficial from it. The answer is
Khon Kaen’s people and also the country. When working for developing innovation
like this, you should not think of your losses or profits. Innovative thinking seems to
focus on the benefits for the mankind or Thai people in our case. Try to think big

rather than just think of your own benefits, otherwise you will go nowhere.”
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“We need to build a community of startups in Thailand to strengthen our capacity.
I was inspired by a book depicting stories of startups in Asian countries including
Indonesia, Vietnam and others, but not mentioning Thailand. I was surprised that

Thailand went unnoticed on this.”

The book triggered Ms. Oranuch Lerdsuwankij to set up the Techsauce Media
Company Limited, though she had already established Thumps Up Thailand,
an online media, which provided digital marketing service. Being successful in her
study and work in technology arena for more than ten years, she noticed that there
was no media that provided technology business information at all. She, thus,

was aspired to deliver technology business and startup news.
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Apart from her forward looking in online communication, she believed that
the startup community comprising of startup entrepreneurs, investors and anyone
interested could be strengthened through offline setting by meeting in person.
This was the background of the organizations of seminars for all related partners
to exchange ideas and opinions. She, finally, actualized her thought when she met with
the founder of Hubba, the owner of first co-working space in Thailand. With their
expertise in providing technology contents, they agreed to establish the Techsauce
company, which would act as a startup ecosystem builder for businesses and an
organizer for world-class tech conferences in order to move forward the startup

community.
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Ms. Oranuch clarified the meaning of company’s name, Techsauce, that “The word
“Tech’ is a short term of technology, while ‘sauce’ refers to a flavored dip. We have tried
to spice up our technology contents to make them more interesting. On the other
hand, ‘sauce’ was symbolized as a linkage between people from Indonesia, Singapore
and other Southeast Asian countries. They could easily associate with the ‘sauce’ as it

is generally used to enhance the taste of their food. When we put the two words

together as Techsauce, it means the transfer of knowledge through media and events.”

The establishment of Techsauce took place at a perfect moment, when Ms. Oranuch
had a chance to meet with Mr. Ruangroj Poonpol, who used to work in Silicon Valley
and opened Disrupt University as a Startup Accelerator in Thailand as well as Mr. Patai
Padungtin, who set up the Builk company and he won a startup competition in
Singapore. She, also, met Mr. Natavudh Pungcharoenpong, the founder of Ookbee
company, an emerging startup. They were a group of potential startups, which could
inspire new generations of startups. The first startup seminar organized by Ms. Oranuch

and her friends went well and it was considered the first startup event in Thailand.
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Techsauce’s business ecosystem and the startup community had grown up well until
the Techsauce’s founder saw that organizing just national seminars was not enough to
attract startup investors from other countries, especially Singapore, which outpaced
Thailand’s startup industry. Similarly, Unicorn startups, the fast growing startups
valuing more than 1,000 million US Dollar, had emerged in Indonesia. Vietnam had
set startup fund and also welcomed many regional startup investors to work there.

However, she just wondered where Thai startups were at that time.

Ms. Oranuch, then, thought about making the Techsauce seminars global events.
It could go as Techsauce Global Summit. At an early stage, she presented her idea to
many executives, but no one believe in her capacity. Then she promised to herself that
“if I dare not think and do differently, the Global Summit will not be possible ever.”
She finally decided to go for it and thought that she would continue every year as fas
as she succeeded. Eventually, she was hugely succeeded with more than 10,000
participants from all over the world. Accordingly, the events attracted more global
organizations. Techsauce has become a center of startup community among Thai and

Southeast Asian innovative businesses as intended.
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“We started Techsauce Global Summit in year 2016 and determined to “go big or go
home.” If we cannot do it great, we will just go back home. But we believe that it
could be our flagship event and make Thailand a regional hub for tech and innovation
events. When we are committed to do it, we must do it the best we can, without
reluctance. We purposefully planned to deliver valuable contents and eventually received
such good responses. More people have continuously paid attention to our events

until now.”
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“Though the flood swept all of our assets away, it could never sweep our expertise and
experience. The two fundamentals for the business still remained in all Taokaenoi team

members including me”

Mr. Itthiphat Peeradechapan referred to a disruptive occurrence in his life that partly
responsible for making him Thailand’s emerging startup. His story was told through
a movie: “Top Secret”, that became well-known among Thai people and made him
the legend of a young entrepreneur, who produced crispy seaweed products under
Taokaenoi brand since he was nineteen years old. He was an ordinary teenager,
an obsessive gamer and a high-school graduate who was just enrolling in a university.
Abruptly, his parents became 10 million Baht in debt when the financial crisis,
Tom Yam Kung, had engulfed Thailand. He had to earn a living himself and finally
transformed his roasted chestnut kiosks into a crispy seaweed business. His products
were shelfed in famous franchised convenience stores. Then, he turned himself into a

self-made billionaire in a few years.
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But he had yet to encounter another challenge, which would give him tough lessons.
2011 flood abruptly destroyed his factory together with his business. But it could
never stain his attitude a bit. “The movie came out exactly on the same day that my
factory was seriously hit by the flood. However, I turned my story into my marketing
strategy, which really drove our sales. At the same time, I ignored those, who copied
me, because they could not copy my very story of “Taokaenoi’. I became a living

legend and made several iconic campaigns to attract customers.”
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Since the flood crisis, his market share fell from 70% to 40%, but with entrepreneurial
spirit and distinctive marketing strategy focusing on his own story, he fought undil his
market share increased up to 60% in year 2019. His products has been exported to
most of the countries in Asia. “Our information team is our strong point, they are
good at acquiring perfect information. I, myself, also like to assess the market and
eventually find out in-depth information and bring such information to discuss with
my team. All that information has been included in our big data, which is very useful
for our marketing plan.” One of his information pinpointed that they had to promote
their products among Chinese tour guides, who could encourage Chinese tourists
traveling in Thailand to buy the products. Such marketing strategy made his products

widely known.
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Currently, Taokaenoi sought opportunity to move toward global market. “According
to our previous vision, our main product was just seaweed; however, we aimed to
penetrate the global consumer market, based on our adjusted vision. We consider food
innovation in our production process in order to transform ourselves into a food
innovation company in ten years.” The Founder of Taokaeoi planned to fully develop
company’s food innovation in his ten-year plan. He indicated that “although investing
in innovation is risky and uneasy, we must take a chance to start doing something

new, otherwise we might not be sustainable in the future.”
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Importantly, Mr. Itthipat always keep his entrepreneurial power in him. “To be a good
entrepreneut, firstly, you must learn to put the right man on the right job. For all your
work, you need your employees to work for you. You should not discourage them,
but give them opportunities. It will be difficult to attain your success if you do not
have caring attitude toward your employees. Secondly, you must feel good about your
work and wake up with positive energy to overcome challenges little by little everyday.

Despite troublesome challenges, you must keep going to reach your goal.”
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“The payment gateway we first built was very minimal in function. It could only
process the payment and store card data. Comparing with our capacity then and
now, we could say that back then we performed just like a simple car without
air-conditioner and navigator. It could only run. Now we soar as a “supercar”.
Mr. Ezra Don Harinsut, CEO and co-founders of Omise Company Limited made a
comparison of his payment gateway business over time. Omise was established with
the intention to build a secure platform with a simple user interface for better user
experience (UX/UI). The company’s vision was aimed towards establishing a
comprehensive fintech company with a mission to provide payment for everyone.
Onmise is a company under Omise Holdings and a brother company of OmiseGO
and GO.Exchange companies. Both of which have developed platforms to facilitate
the exchange of digital assets through blockchain technology.
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The two co-founders, Mr. Ezra Don Harinsut and Mr. Jun Hasegawa have known
each other since they were nineteen years old. They shared the dream of establishing
a company together and got to work right away. Mr. Jun had experience in operating
his own startup in Japan and immersed himself in web and product design for quite
some time. He eventually sought opportunity to do e-commerce business in Thailand
with a strong belief that the digital economy could take off in such a suitable
environment. When they first started Omise in 2013, they ran their business from a
local Starbucks coffee shop. Their mindset was similar to many successful startup
owners who were not attached to conventional perspectives but rather driven by

entrepreneurial energy.
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Regarding e-commerce, they realized the importance of driving the consumer’s pur-
chasing decision to buy products as quickly as possible (impulse buying). In doing so,
it meant that they had to provide consumers with the most convenient and seamless
payment options/check-out journey. In principle, when customers ordered, they had
yet to buy products. For that reason, they had to develop a payment gateway that
would boost sales on an e-commerce platform. The two co-founders clearly understood
what Thai e-commerce market was lacking. During that time, there were only a few
payment gateways available and most of them did not offer the right solution for
e-commerce businesses. Omise, therefore, intended to improve the payment system

to be more convenient, user-friendly and secure.

“Since there were no payment gateways that promoted ‘impulse buying’, it stimulated
us to do so as it would also benefit not only us but also other entrepreneurs as well.

Consequently, we put our efforts to develop the cutting-edge payment system.”
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In light of the fact that startups was not financial institutions, in the beginning, Omise
purposefully targeted SMEs and startups to build their credibility. But when they
started to rigorously focus on payment system in 2015, their customer base had been
expanded to include more large enterprises such as True Corporation Group and
Minor International Group. When they gained more trust in their business, they
started to improved the platform to be more comprehensive. They opened new payment
channels, including internet banking, counter service at Tesco Lotus counters, Alipay

and True money wallet.
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“We operate in B2B (business to business) setting, which is similar to one stop service
approach. Customers could pay through credit or debit cards or even other payment
channels. Thus, we perform as a gateway for different channels of payment. One
customers, who wish to pay his bills on different platforms do not have to contact
with Alipay, then credit card company and then banks for internet banking; He only

needs to use our service for all payments.”

Exponential growth of Omise started by raising seed fund in 2004. It took six years
for Omise to achieve their plan in settling down their business in Thailand, Japan and
Singapore. They also set to take lead in payment gateway business in Asia in the future
as the founder firmly announced that “We want to serve global enterprises that tap
into Southeast Asia. Our aim is to provide our payment services to merchants across

the region.”
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Ways to Build Innovative Business
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Comparing twenty-five stories of the Founders to movies, each of then could be
main character of his or her own story. All movies would illustrate their different
backgrounds, characteristics and visions toward achievements; however, they shared
one attribute: being successful in their businesses. It is interesting to understand what

their success factors are. These twenty-five lessons from the Founders are extracted

into nine elements of success for business owners, which could inspire others.
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The first quality of successful business Founders is being passionate about what they
are doing, which would drive their business forward. It is said that working on what
you love would help you move the mountain. Anything could be possible when you
do it with your passion. Despite tremendous obstacles, you will be enthusiastic to
move your business forward. You are not worn out, although you are facing more

challenges climbing up you success ladder.

Business journey of Mr. Pongwiwat Theekhakhirikul is a good example of an
startup, who had run his business with passion since he was an architectural student.
He combined his knowledge of architecture with his passion about fashion design in
creating a piece of work. He competed in many fashion design contests and often won
the prizes. When he took charge in his family business, the automobile business named
Karmarts, he transformed it into cosmetic business, which has been his long standing
passion. The second generation of the Karmarts could achieve beyond his expectation

because he has pursued his passion.
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“I am very affectionate about fashion. My knowledge about fashion is much different
from other. I am all about fashion and women’s aesthetics. I know what women like
and what fashion is. These insights are beneficial for my cosmetic business, which
relies on fashion trends either haute couture or ready to wear designs. I am operating
cosmetic business with my passion about fashion, of which I perceive it as contributing

factor for my success.”

Similarly, the owner of a media company named The Standard, Mr. Wongthanong
Chainarongsingha, the secasoned media professional, who has been working in the
media arena from print media to digital media eras. It does not matter how the media
platform changed over time, he has heartily taken his roles as media still. He promised
to himself to work in the media arena forever and never stop seeking to be the
well-rounded professional. This quality in him has made his establishment of media

organization successful.

“I love the media professional and hope to work on this field all my life. I have tried
to learn all domains of media professional, not just being an editor or a writer.
I have explored media marketing, media production, printing paper, printing house,
graphic design and photographing. I think they all are interconnected and I need to

learn about all mentioned domains. I believe I know a lot about media.”
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Mrs. Patcharapimol Youngprapakorn singled out a business to do according to her
interest. Her affection has made her continue to develop her products without
exhaustion. It is her basic principle in producing her luxury leather bags under
S’uvimol brand, which has been successful in domestic and international markets,

especially in the Middle East countries’.

“Successful businesses begin with the affectionate Founders, who must be faithful and
true to themselves that they really like what they do. Of course, they also think about
earning money from their business, but they should know what could drive them
ahead, challenge them and make them achieve. When they operate business without
passion, just choose to do in-trend business, they would fail when they encounter
challenges. We have to search for our affection; then, we would embrace our businesses’

ups-and-downs along the way toward our achievements.”
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It is crucial to be autonomy at work, not to be someone’s subordinate. This is the
second success factor of business empires” owners, who are equipped with clear vision
and strong leadership. With this quality, they could take any business opportunity and
direct their team on their desired paths. Their business could persist any obstacle by
itself.

This perspective was evidently reflected through the success of Mr. Pruitti
Kerdchoochuen, the Founder of Dairy Home Company Limited, which is considered
one of the first organic milk producers in Thailand. He determined to operate the
business in order to establish social enterprise for supporting Thai farmers to do
organic farming. His initiative was consistent with his background as an independent
scholar, who sought to set business model to produce quality milk in environmentally

friendly manner.
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“Social enterprise is quite new for Thai society. I started building my social enterprise
since the Thai Social Enterprise Office was not established. I discussed the concept of
social enterprise with Thai Health Promotion Foundation Office, around ten years
ago. I, then, translated the concept into implementation through a project and found
my perfect solution to run my business.. When things were all well established,
I registered the company in year 2004 with crystal-clear objective and working approach

that I would promote farmers to produce organic milk.”

Mr. Suradech Taweesaengsakulthai, the owner of Cho Thavee Public Company
Limited, is pretty outstanding as an autonomy and self-directed businessperson.
He is not easily influenced. This trait of him has contributed to his brand’s sustainable
success. He expressed that he pays a huge attention to autonomy principle and gave

example of his right decision he made based on this trait.
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“We sell the products under our brand only. When a Japanese company asked us to
manufactured its products, I just told them to co-brand with us. We needed
Cho Tavee logo to appear on the products alongside the Japanese company’s. We do
not produce for other brands, though many companies wanted us to. They told us
that we were great, since we have been awarded ISO certification. They wanted us to
produce their products for selling somewhere else. We would not negotiate like that.
Regarding marketing strategy, we take charge of our marketing plan, not through
dealers; otherwise, we would never know who our customers are. We just want to
understand our ended-customers and their problems. In the past, many overseas
companies had us manufactured their products without connecting us to the custom-
ers at all. They performed as mediators who just told us what the ended-customers
wanted and took commissions. Thus, we did not understanding our customers. These
are three key concerns that Thai companies would not want to deal with, probably
because those are too tiring tasks for them and they just want to survive business

competitiveness. It might be hard for them to consider more sustainable option.”
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The Founder of Wongnai website and application, Mr.Yod Chinsupakul, have thrived
in food review business for around ten years already; then, move to focus on lifestyle
contents. He strived to attain his success in his particular way, not followed in others’
footsteps. Despite tougher challenges, he sought to produce progressive results that

would leave his competitors far behind.

“Looking from our perspective, I think we are not even half our journey yet.
However, we can see our horizon from here and be able to set our goal. We aimed to
provide the restaurant review application and we have already achieved it. But we are
yet to reach our next goal in offering customers an everyday application that can
connect people to all excellent information. I am responsible for setting goal and
providing direction to the team in order to leverage our performance. Once, we attain
the goal, we have to seek our new business paths; otherwise, it will not be encouraging

and challenging for us. We believe there will be a way, always.”
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Another lesson from those successful innovative business Founders is that they are
motivational leaders, who inspire their team with achievement-oriented mindset.
They looked for ways to enthusiastically push their business for further success against

all challenges. They seek more success for themselves and their organizations.

The achievement-orientation attribute in Mr. Nattavut Trivisvavet, the heir
from the second generation of CH. Karnchang Public Company Limited, brought
him success. He is currently the Managing Director of Bangkok Metro Networks
Company Limited. (BMN), who clearly possesses this success factor. He is taking
charge in the development of metro malls across subway stations. Although it is the
new business line of CH. Karnchang, he takes it as his challenging responsibility.

This young-blooded executive is striving for his business growth in the future.
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“Every year, I was year when I saw the short- and long-term development plans
of the MRT network. This year (2019), we are extending the blue line from
Hua Lumphong to Lak Song stations with amazing Sanam Chai station in between.
It sounds unbelievable to me that we could really construct MRT line close to
Temple of the Emerald Buddha and Temple of the Reclining Buddha, then across
Chao Phraya River. Furthermore, we are building another line toward populous
Tha Phra community, which will open in September this year. Next year we will open
another line to link Tao Poon and Tha Phra stations along Charan Sanit Wong road,
another dense area with numerous condominiums. More than 200,000 passengers
per day are expected along with a number of tourists, who will also use MRT.
I am happy, since I can see a lot of opportunities for our commercial development in
the MRT stations.”

Achievement-orientation is the key principle in doing business for Mr. William
E. Heinecke, the Founder and CEO of Minor International Public Company Limited.
The company has already spread its wings over the global landscape. Once, he
demonstrated that this quality for leadership could help him overcome any barrier.
He decided to construct Regent Hotel in Chaing Mai Province with a huge amount
of funds during the economic slowndown. It was set to serve high-end customers the
same rate as hotels in New York or Hong Kong. It was built as a five-star luxurious
hotel inspired by Lanna architecture on 50 rai of land (19.77 acres) and surrounded
by lake and demonstration rice paddy fields. It prospered well and won many awards

from various travel magazines.
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“In my view, it was no doubt that I completely devoted myself to the Regent Hotel
project in Chiang Mai, the real estate project launched in 1995. It has always touched
me since we built the hotel during the economic crisis; thus, my business could
be severely damaged in the event of project failure. However, it turned out to be a

shining jewel in the crown”

Driven by achievement orientation, Mr. Patai Padungtin, the Founder of Builk Asia
Company Limited went through several critical junctions along his business journey,
just to learn to move toward the success. “I was trembling while pitching my business
idea in front of more than 400 investors at Silicon Valley. It was the most challenging
moment in my life. I thought all startups joining the event including me needed to
perfect our pitch as much as possible to make the investors believe in ourselves and
our visions, thus invest in our projects. I rehearsed my pitch again and again until
I broke down into tears. It was my first time crying in many years, but it happened
in the United States. since I was scolded and pressured every day, but I battled those
constraints down because I was the first Thai startup joining the pitch, I could not
just give up. I put all of my efforts in it and eventually, it turned out great. I was

selected as one of the best seven pitchers.”
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! “The Entrepreneur” authored by William E. Heinecke “Reach for the sky (at least once) Chapter” coauthored by Jonathan Marsh
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One of the key ingredients for establishing and succeeding the innovative business is
being creative and definitely innovative. The successful entrepreneurs always seek to
develop state-of-the-art innovations and differentiate their products. They deal with
problems and incorporate innovations in their services and management in their
business in order to provide better experience to properly respond the customers’ needs

considering market trends.

Similar to other international brands, the luxury leather bag brand, BOYY, has
become successful in international market because of the creativity of its co-founder
and designer, Mrs. Wansiri Kongman. Even before the establishment of the brand,
she has continuously persisted to develop new and distinctive products considering

their stylish looks and practical functions.
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“It is said that good bag must be weighty. The bag’s weight should be composed of
the leather and the suede, the wall of bag inside, and other materials. However,
I would like it to be lighter. I spent six-seven months to research on it, until I came
up with an innovation to reduce the bag’s weight. The suede could be replaced with
other similar material, especially for unnoticed areas like the bag inside and the back
of the belt. I innovated faux suede, which was lighter in weight and could be matched
with all colors. Not like suede, it is not bleached. The BOYY’s bags was decorated
with belt buckles, which added more weight to the bags. But, now we cut almost 200
gram of the weight out, meaning that the bag has more space to put things in.
Beauty, function, weight, and material were taken in to account for producing our

bags.”
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Another innovative leader is Mr. Natavudh Pungcharoenpong, the founder of Ookbee
Company Limited. He is one of the first startups, who introduces new products and
new business models in online content business and startup network before others.
For instance, he decided to initiate his own Crypto currency for trading. “I have tried
to create “Six”, a crypto currency like bitcoin, but it was just created by me. Everyone
can buy it, which functions as a stock market, with different prices depending on the
crypto currency market’s demand and supply. It also has other advantages such as
preventing fraud trading. However, this is just the beginning stage of the crypto
currencies that is yet to be explored. In the past, we knew that internet was
considerably useful, but we did not know how to make use of it efficiently until we
figured out that later. The internet could be better, faster and cheaper because of good
internet infrastructure, which could help more people access to the internet. It has
become useful for all people with the same standard of services in every country.

Similarly, we just try to invest in the crypto currency to taste the market.”
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One common value these Founders share is enthusiasm for out-of-the-box ideas.
Likewise, Mr. Pipat Apiruktanakorn, the Founder of ECOSHOP and Kidkid
Company made Thai people familiar with eco-friendly concept or eco-friendly design.
“Ten years ago, eco-friendly concept was not widely understood. At that time,
I graduated with a master’s degree and started working as a designer for NSTDA
(National Science and Technology Development Agency). I visited factories to see
whether their garbages could be recycled as new products instead of selling tons of
garbages for a few Baht. I was responsible for designing new commercial products and
starting to see anopportunity for doing business. Later, when I became a judge for
students’ products design contests, I saw many good recycled products but they were
not yet commercialized. Therefore, I opened a shop called ECOSHOP to sell

eco-friendly products and hired hearing impaired as our salespersons.”

Dubbed as “young millionaire”, Mr. Itthipat Peeradechapan, the Founder of Taokaenoi
Food & Marketing Public Company Limited, has always been creative and never stop
building innovations for his products. Starting from producing roasted seaweed,
he has involved deep tech field in his production. He has providently prepared himself

for dealing with future business trends.

* walulagseivganfinnududou iunsduninide uasfnmduaininnuinnssnddmnssuiagingimans

2 Complex hi-technology that was researched and developed based on engineering and scientific innovation
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“We are operating an unprecedented seaweed business. Thus, we need to create our
own technology by studying about what others did before us, then develop our own’s
deep tech. In the next ten years, Taokaenoi will be dependent on our own technology.
If we have to hire staff rather than use cutting-edge technology in the future, we might
not survive rising costs. I have invested in the deep tech, because I feel that Thailand’s
food industry is considered low technology and needs someone to develop model or
platform to improve our agricultural technology. There is still an opportunity to fill

technology gaps in food industry.”

Performing as the President of CH. Karnchang Public Company Limited,
Ms. Supamas Trivisvavet has set her company’s overarching goal and supported her
team to incorporate innovations in their work. It would bring about the betterment
to the company, environment and society. This is deemed the key value of the

organization.
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“We think about how to efficiently construct buildings or power plants, taking
quality of construction, cost-effectiveness and environment sustainability into
consideration. This is our main challenges for all team members to tackle. For
example, we needed raw materials including rock and sand when we constructed
a power plant in Lao PDR, but we did not have sufficient materials. Then, the
engineering team created an innovation by producing manufactured sand from crushed
rock fines and adjust its formula to replace insufficient river sand. Using the
manufactured sand, we reduced the use of natural sand up to 80%, used less water,
decreased pollution emerged from washing rock fines and saved energy and time in
preparing materials. This company-owned innovation was developed because all
executives and staff wanted to better our work with improved quality, cost-effectiveness,

time-efficiency and eco-friendly appraoch.”
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The quality that make these Founders outstanding is ability to view bigger picture and
connect the dots of related businesses together. They usually prepare their management
plans in advance and implement those plans themselves even before the problems
arised to maintain their quality of work both in the present and the future.

They prefer an proactive approach over an unprepared one.

Dr. Kongkiat Opaswongkarn, the Founder of Asia Plus Group Holdings Public
Company Limited, appeared to illustrate this feature clearly. He, often, succeeded in
negotiating huge business deals because of his prospective vision and proactive

mindset, which eventually made him overcome his business rivals.

Lessons Learned 183



184

FOUNDER

“Gerinuuenlafelssaaitendsiiviuadenianlusatunld isaglinnasie 8ngemi
nfusznaunsfesuliiufe walulad foudila Anwr uwdrthunldusslenidu
mssillugaiiddigunn fusenaunisresdnuazyigsnaludnua One step ahead.”

Qda&”’aaqﬁmﬁﬂizawmmﬁﬂL?f\] ﬁﬂiﬁii@iﬁ{]z:ywlmaiaﬁwiz@‘ﬁwuLLé’aﬁiaaéﬁTu
winnREBIaKud s UTullefuaniunsaise luewan &l ainss Sndwue
frakeuTm Karmakamet rfdazaenefaniandndasiniemeudaduaudman
sioganlugionislml iesullefumsudlaniimdauasuly

“I just want to say that we should incorporate state-of-the-art technologies in our
business; otherwise, we will become out of date. Entrepreneurs should study and
familiarize themselves with new technologies and utilize them. It is also substantial

that they plan theirbusiness management plans, then move one step ahead of others.”

Successful business Founder would not wait until problems knock at their doors, they
plan ahead their coping strategy for uncertain future. Mr. Natthorn Rakchana, the
Founder of Karmakamet Company Limited, seecks new opportunities for his business

just to adapt to ever-changing global trends.
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“Karmakamet is working on many new projects, we are going to open a travelers
hotel in Bangkok. I have pondered that global resources were already exploited by
giant investors, the only thing that young generations could do is meeting and
connecting with people. Building relationship is a sole resource the has not been
grabbed from the young generations. I have observed that in the past three-five years,
there have been more people traveling since all traveling-related services has been
cheaper. The hotel will respond to travelers’ needs. And our new product icons based
on our business concept: “I Love My Land” will be given as souvenirs to our
customers. Meanwhile, our products and services including Everyday Karmakamert,
I Love My Life and I Love My Land will be provided there as well. Thus, our business

can move ahead in the future.”

Mr. Vuthithorn Milintachinda or “Woody”, the outspoken host of talk shows and the
Founder of Woody World Company Limited, leads his organization by providing
contents in different platforms in timely fashion. He never wanted to follow other’s
footsteps. His proactive approach at work just made him brightly shine. He shared

that his way of thinking, once, put him at a crossroad.
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“When facebook live video feature was just introduced, I live streamed myself with
20,000 audiences and one of them was Mr. Mark Zuckerberg. While he was
launching the FacebooK’s live product, he was referring that he saw an Asian man
broadcasting while having his hair cut. Mr. Mark was worried whether the man’s ears
would be cut too. I might be mistaken that he talked about me. However, at that time,
live feature was not yet available for all facebook users, just some of them, but it
enlightened me that “television era is gone”. It was the first time in my life I realized
that the universe and the earth had prepared for my fortune; thus, I had to take it up
or declined. After such moment, I envisioned my future and decided to close down
my TV program called “Woody Talk”, which was shown on Channel 9. My decision
was made based on two solid reasons. Firstly, I felt our audiences could not enjoy the
show to its fullest extent on TV format. Secondly, I had to leave TV, otherwise I would
not be able to ride on the next wave of entertainment indusrty. My team was familiar
with TV program format, but I transformed my show to be compatible with an online
platform knowing that it would shrank our financial performance. We had to tolerate
the situation, just for our better future. I was afraid that remaining in the TV format,

we could not adapt to other platform when the TV era is really gone.”
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Taking risk, is another factor for successful business. Smart entrepreneurs need to
review and estimate their circumstances including their personnel, financial liquidity
and other business elements before making a move. Most of them have high
self-confidence and gear toward success; thus, they are courageous enough to make

decisions under uncertainties and ready to accept outcomes either successes or failures.

Mr. Prayoon Ployphommas has become a leading entrepreneur in orchid tissue culture
business because he is a risk taker. He always reminds himself to ‘think big’ and seeks
new markets according to the Blue Ocean strategy. It could be said that he put all he
have to take the risk of investment, but definitely based on his knowledge and

experience.
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“T had an American customer, who used to sell other kind of flowers. His business was
competitive and likely to decline, so he wanted to sell orchid flowers instead. His friend
referred him to me. He wanted me to clone the orchids for him, but he said that the
business I operated was too small for his business plan. I offered to open a cloning
laboratory in the United States for him, though I did not have experience in operating
the laboratory at all. But I had connection with a cloning laboratory in Japan which
could support me on this. He finally gave me an opportunity to set up the laboratory
in the United States and I did so without letting him pay. It took a year to finish the
whole process of setting up the laboratory. Everything went well and the customer was

happy. Finally, we became business partners.”
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Unless Ms. Oranuch Lerdsuwankij took risk in organizing the world class events,
she would not achieve as the organizer of the leading global technology seminars,
which is considered the biggest tech event in Southeast Asia. She unveiled her exciting

decision below.

“In years 2015-2016, corporate investors began to establish in Thailand, while the
three mobile service providers and banks started to address global tech events.
Fortunately, I was ready to take an opportunity to hold the Global Tech Summit. It
was important that I was ready; otherwise, I could not be able to grab that opportu-
nity. I always tell myself ‘go big or go home’. Therefore, I do not believe in just the

fortune, but also the readiness in taking risks.”
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Another DNA blueprint of the successful entrepreneurs is being competitive.
They want to be the winner and like to be in competitive situations that require set
of skills including employing their strategies to stay ahead of their competitors.
Pressure and aggressiveness in competition could not drag them down, but would be
turned into their energy for battling any obstacle. Finally, they would become the

proud winners.

Mountainous obstacles in the business could not upset Mrs.Wasna Lathouras,
the Founder of Narai Intertrade Company Limited, but only give her a chance to

prove that her leadership could make her business overcome such obstacles.

“We have faced several competition challenges. For example, our agent operated 61
shops in other country without notifying us. We explored the case and found out that
the agent violated our contract. Eventually we decided to discontinue our contract
with that agent and close down all of the 61 shops. Then, we sought to work with a
new agent, whom we get along well and believe in his services . All challenges like this
case made us realize that management is the most essential element in doing business
for us. Only, we have to look for the right moment and timing to tackle those

competition challenges.”
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Similarly, Mr. Preecha Songwattana, the Founder of FN Factory Outlet Public
Company Limitedcould turn crisis into opportunity against economic slowdown.

The competitive aggressiveness in the leader helped the company to regain its balance.

“During the economic crisis in year 1997, I opened FN Outlet on the grounds that
each fashion item should contain two elements: quality and artistic design, that could
be its added value. At the outlet, we sold our remaining Fly Now products and some
of our products manufactured for export. We always consider innovation and design
in our production; since we know that customers would be touched by these features.
Regarding physical features, I has learned from my experience in operating business
for a long time that we could make all levels of quality, but we need to calculate our
costs and customers benefits. Hence, when we consider to cut our costs, we should
maintain the quality of and add value to the products. If the value is higher than the

price, it means that the products are cheap.”

The co-founder of a digital agency called Rabbit Digital Group, Mr. Rungroj
Tancharoen, believed in persistent competitiveness and adaptation. Doing businesses
in digital age, he has to keep up with the rapid change of technologies and social

media in order to seck better business advantage.
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“Charles Darwin explained his natural selection theory that ‘it is not the strongest of
the species that survives but the most adaptable.” Living in the fast-paced world, if a
business does not change the way of working, it will have only one choice of closing
down itself. I do not specifically refer to the Rabbit Digital Group, but talking about
all organizations facing disruption. They have to overcome disruptive challenges.
Ways of working that the business used 30 years ago are not applicable in the present
anymore. These are the reasons why we have transformed into Rabbit Digital Group.
We have no idea, whether facebook and line applications would disappear in the next
three-five years or not. But, what we can do is to prepare our business structure to be

ready for any change.”

Mr. Chalermchai Mahagitsiri, the Managing Director of Thoresen Thai Agencies
Public Company Limited (TTA), is the second generation of the TTA business empire.
He considerately prospects his business future and plans effective business plan to
compete in his business league. Competitive aggressiveness is the core element that

make him succeed just like his father.
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“We have to analyze all information for preparing our future investment plan and
decide which business sectors we want to invest in. In all investment, we prepare
substantial financial management plan, which could help us secure sufficient funds
for our investment. However, we should study thoroughly about the business that we
are about to invest. Supposedly, we want to invest in digital space with 10 million US
dollar, we should not invest with our whole budget in one company. It will be too
risky. We should diversify our investment by investing in many companies. Possibly,
we could invest in ten companies, 1 million US Dollar each. If one or two companies
could achieve quickly, we could gain profits quickly too. And profits will increase by

time, maybe up to 20-30 times of our original investment funds.”
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Imagine that you are on your dream journey, but blocked by a mountainous obstacle,
what should you do, then. You might ask people to get rid of it or try to cross over it
yourself. This represents the obstacles of businesses that entrepreneurs have to cope
with. Despite failures, they could find ways to overcome them with their leadership

spirit if they are persistent.

Mr. Ezra Don Harinsut, the co-founder and the CEO of Omise Company Limited
has overcome several business obstacles through out his business journey. He and his
friend and the co-founder, Mr. Jun Hasegawa, sat in Starbucks coffee shop to operate
their business when they started their company. Their perseverance finally paid off in

a great success. Their business has become a unicorn startup and widely recognized.
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“I like to shared with others that we started working with no guidance. We had to
search for a lot of information because we did not have background in the business
we wanted to run. We had been through a steep learning curve by trial and error as
well as discussing with a lot of knowledgeable people. At the beginning, we worked
like a street fighter, who just punched without footwork, eventually he was hit, hurt
and failed. But we finally learned to develop our footwork skills and turned into an
experienced boxer. We think that one size does not fit all entrepreneurs. Success depends
on chance and timing. Importantly, we could fail, but should never give up. We do

not think that an obstacle is too big to get through.”

Likewise, the perseverance made Mr. Vachara Vacharaphol, Chief Executive Officer
of Trend VG3 Company Limited, successful in his business. As the heir from the third
generation of the media giant like Thairath, he reflected that online media business is
very competitive, since there are many media creators out there. However, he realized
that brand credibility has made his business outstanding. It is also important to persist

the rapid change of the online media industry.
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“We must be the top brand in the online media industry in order to gain profits.
Now, Thai online media could not earn much profits. For example, a TV channel,
which has only 20 - 30 advertising agencies, could gain more profits than Thairath
Online, which reached out to 70- 80, or even more agencies. Our income per agency
was not that much. In the meantime, it was more challenging that online media has
changed rapidly. Those are problems that urge us to review and update our strategy
among our team often. We did not draw one-year strategic plan anymore, but a
six-month one instead, because we could not estimate the changes. Probably, we might
prepare a quarter strategy in the future. I place my attention in every details of the
work including planning to rebrand our online contents and presentations to make

them more modernized.”
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The last quality of the innovative business owners is maintaining business relationships
and partnerships. Most of the entrepreneurs could maintain good relationships with
their stakeholders either shareholders, staff or customers. It is an important element
for smoothening their business operations and strengthening their business ecosystem

that could foster their innovations.

It is clear that the success of Mr. Pichai Chirathivat, the Founder of Spicy Disc Record
Label, has been instituted by the business relationships and partnerships. He has made
the artists understand both artistic and business dimensions of music industry.
He also has builded relationships with the youths, especially those from communities
in provinces by helping them develop their music skills. Many of them have been
given opportunities to perform at the Melody of Life Music Festival. He considered
this as a cooperate social responsibility, which could develop both human resources

and organization.
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“I want the youths to be assertive. I work with many schools and learn that the youths
like to play music. Many schools have outstanding music bands including the blind
bands. Spicy Disc held music workshops for the youths in Korat (Nakhon Ratchasima)
and Ranong Provinces and had our artists to coach them how to sing and compose
songs. The youths have learned to cover our songs. They, thus, are trained to be
singers or musicians. They could earn money from singing or playing music in their
hometowns. This year we focus on fostering two bands only. We will invite them to
play at the Melody of Life Music Festival.”

Mrs. Siraphun and Mr. Pipat Apiruktanakorn are the couple who founded
ECOSHOP and Kidkid Company Limited. They demonstrated how to keep
relationships with partners in their business. Mrs. Siraphun has specifically contacted
with designers and eco-friendly product craftsmen, who want to sell their products at
the ECOSHOP. The positive relationship built between the two ends has resulted in

fantastic outcomes and affected bigger society in the way she expected.
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“I had an opportunity to talk to an aunty, a dress maker, in Korat (Nakhon Ratchasima)
Province about our business. Her daughter, a university student, was interested in this
and asked her mother to make rag dolls from reused cloth. She sent five dolls to us
via bus. When the dolls were bought, I called to tell her this good news and she
sounded very happy. She used her first payoff to make more dolls in various patterns
and sizes. She even continued to produce keychains and bags. Observing our business
evolution, I realized that the Founders would not just be happy to do what they love,
but they feel marvelous to create jobs for others as well as to make our patners happy.

I believe that our partners will do the same.”

The nine success factors of twenty-five Founders are extracted from parts of their
business journeys. The nine-success factor package is not a formula for all of the
successes. You need to figure out how to employ each factor in your circumstances
appropriately, especially when creativity is required. You must be courageous to step
out of your comfort zone in order to bring out your full capability embedded in you

to build innovation.
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