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Abstract

The objectives of this study were to study and develop Business Model
Canvas (BMC) to increase the business capability of Ban Siao Fruit Processing Group
Community Enterprise in a participatory way. This research is a participatory action
research. The sample group was 15 people from the management team of the
community enterprise, using a purposive sampling technique. Data were collected
through observation, in-depth interviews, and participatory forums. Research methods
include studying the area context, analysis of group potential, creating a collaborative
learning process, creating a business plan and Business Model Canvas using the group's
participation, and comparative operating results. The data were analyzed and
synthesized by content analysis and were then presented in a descriptive form.

The results showed that Ban Siao Fruit Processing Group Community Enterprise
was a community business that had business activities of processing and selling
products from sweet tamarind in the area. Its business operations model was not
clearly defined. Therefore, we searched and determined the characteristics of its target
customers who purchased products regularly. Then, a business model canvas has been
created in 9 parts; Customer segments, Value proposition, Channels, Customer
relationships, Revenue streams, Key resources, Key activities, Key partner and Cost
structure. After implementing the Business Model Canvas in business operations, it was
found that the groups had increased business capability by income increased 3.49
times, the production potential increased 1.66 times, and the group had better
financial liquidity. Using the Business Model Canvas has helped the group develop and

learn how to operate a business very well.

Keywords: Business Model Canvas, Business Plan, Community Business,

Tamarind
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Tuitufl (Local Employment) finsdnifiunsiasaulugasy Snnsasenelalmdat ulufiuiiguy
wazdidnenmlunisaivassanuauwdonaasgiogiusnla uenaniysheueudaduniosie
ddnlumsinyiuarameTausssuuas msleninenslunesiulvasegaeld Tnsdrinnuaais
FEMALIANANLALIUIATDN (A7) T AINTILATEFRITET MSME Tud 2566 WA R0
17857U93UsenA (Gross Domestic Product ; GDP) maﬁamﬁwumﬂammmuméam (MSME)
Aulalusgduiigenan GDP sauvesUszine dnnsludaves MSME 91naaunisnilain-19 0819
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g shlmdumsnssquiassgianasnmsuslaaluguruladuesed uenaniwunsnussiaguyuly
UspinalnevFesiuadaminruanatuasauingen a aud 2565 shlmAanisasenilunnianis
39U 18,070,067 AU (Office of Small and Medium Enterprises Promotion, 2023) f\]BLﬁuVLG;/’i’]ﬁq’iﬁf\]
yurudugshaatuayulminnisassnulnivadluiiufivasguey vendndulmasvgiagiusn
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Tugina1nnisvanugnsiigsia lugindunivesauesiinuaiesisls fdgymmnenisdanis
93 ludnann N13919UHUAITALAENTANU TINEIN1TUIMTEANTTEIAY Faunnanannnisr
gaRvvalngnly (Inawong, 2022; SME Thailand Club, 2022)
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nsauATEARKULTALTlA (Growth Mindset) LﬁjUﬂWiﬁwuwjﬂﬁzﬂQUﬂ’]iM%E)ﬁqiﬁﬁ]ﬁiJ‘UuﬁLﬂUizUU
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MIMALEINLUUTEIUTIMYRIgNTY Weas A BnlunguifanIsiauIwazAun NS HLNSIAY
YDIYUIUAULDS lgasinTouANUARLUUTRUILA (Growth Mindset) Yaenaunildngninitatuise
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v aAAav
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wagdamnaguy fedunsimuingulunisvigsiawuuliasusiu Webniunmnisihgsnandaay
Wdunmsanuarzusuunisaiiuau wilanaingdngnan uagvihnisimuiduaiaindnenmuazyn
wsvaanuies Ingvinisimuin1svinlumagsnawaua (BMC) veanquuuuiaiusau wadvinnis

Uuugauazinungsivlmanudeu

Us2a9AN15338 (Research Purpose)

Lﬁaﬁﬂmuazﬂ’wmmsﬁlsﬁmmaqiﬁamemlmlisﬂauqsﬁwaﬁamﬁwmuﬂqﬁwalaj
LLUigUJﬂuLgmLLUUﬁéauéw
N3ULUIAANISIAY (Conceptual Framework)

NTNUNIUITIUNTTU

1. wnAnfelinnagsiauaua (Business Model Canvas)

Tuinagsiauauata (Business Model Canvas : BMC) uiadasileasteguuuugsfanoidu
9unugsiaesaduszu lntamulag Osterwalder & Pigneur (2010) lanisesuisasntsznay
vosgsialunuuifeunenenssauunuien vilnannsouoaiunmsugsiavesmuedla wila
018 Wlvaundnlussansiugsuuuuvesgsiallufiemadeatu Snisssansauntymuiugaeeu
viowaduaudenulufisnisusunagnsmasiiunulaneuarsania iesninsszauaufnly
ﬂws{’]’ﬂﬁﬁLLazLL;ﬂzywﬁmﬁu (Rubber Authority of Thailand, (2023) TnsusniduaiugesUsenaume
9 Uszinufe ﬂQIM@JﬂﬂyﬂLJ’mm’lﬁJ (Customer Segments) %89n131aL8 (Channels) N385
mmé’mﬁuéﬁ’mejmqﬂgﬁ (Customer Relationships) ﬂmﬂl’l‘ﬁlﬁ’naua (Value Proposition) ﬁuﬁﬁm@;

AIN1953A9 (Key Partner) n3ne1nsuanlunisaiugsia (Key Resources) AANIsunanuaIusym
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(Key Activities) 51¢'a 71An91nN15978 (Revenue Streams) 1AS94S 19 uUNU (Cost Structure)
(Inluang, 2023)
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uazssunalseloruiiinduannisdidunuesgsionuiu TneRanssuvesngidamiatunis
tiemineIns 38990 Taussay uarnddyyvesuvuinassyanifiuuarsela Wunsduedeu
Aswgiagy Wanmsvyuisuresiulusurudinty shivaaunm@inuazanudusgveseiluguyy
uazAsUATIATY Famndlgshagursuiasiamiaguruifdnenmlunsdudunuiisouieiu

indn1saesnuiindy anisnsearesglaldgnquynvudunalnduindeudsugia dau way
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v
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guyuanudule (Peredo & Chrisman, 2017) Tnen53veddsauuluimuiamiagusuiazidu
vonaddglunsaselnasgiagusndanunlans
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3. WNAANSIMWIANENINYBITANMN YUY ULALTINAYUVY

3

NMINAUIANE AN TAMAIYUVULALTINIYUYY LﬁumimwzuiﬁﬁﬁﬁwmuLﬁmmiﬂ’wmms
sfiugsAavesyumy Tnsidunsiiernusauannsofifoglugsiaguuuuly nsenuuazasis
nszviunslmAnninSeugnenuies olmiansiaunidsdu ussdlednonmiliogvesgumulaty
msfaafgyilvgsisvesymulszauaudnsala sulufamsysannisesamustuduiug
yamsiauluguwuulveg faunsanesonssiala (Bowonnanthakul, 2014)

4. LAAMIIAUNIGINAYUYY AU-VBI-AATA

unARnRIgsRvNTuAaelAaN TR Au-ts-nan WiunszuaunsARLUUTRLY
5371 (Business Development) mAan1sduindounqugsiagursuviogusznountmmesiulags sy
namuigUszneuntsnieinvesgsi llawudinswauduaudundnosaden (Product
Development) lun1simungUsznaunisaenisilnlugusznaunislunasduvegsiagusuious
N3rUIUNMSUSUTEAN UagnTeuIun1sneaaAn (Mindset) n15Usenaugsia vnsusziliuaunimn
yagsiauarnsiu menslyluleveyanaaniuguasa (Demand Data) 3ne@enuuunisuivisdnns
§3f nsAnvveyanumInanuuuiBdn iemlendluudmiugsia uarrumvamnadfios
funug (Knowledge Gap) itowelvanunsoassesioduaiiauiuasonsefudnnuaninse

o

YaanauyUsznounistunyigsialadisaesedsdu nasannisisousnssuiunisusuisan uas
NITUIUNINNAIUAAYDINUTENBUNTYNYY tieas19gaUdguaInnisanilugsiaienuies (Ego
System) @n1sadugsiauuussuuiiian (Eco System) Aanisuusdu asneuselevu uasnaniils

1995 503AUA A UFIAN LAavd WInaus Ui (Inawong, 2022) N1sWmuIkazn1asasuly
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arauly wazaruslenensiauguruee lenssuaumsiausurslvamndnlunguanngn
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25A1LHUN15798 (Research Methodology)

mﬁi’f&mﬁ%iﬂumﬁ%’aL%aﬂﬁﬂ’ﬁmmwﬁéau%w (Participatory Action Research) 1ag
yhmsAnwuTuniiuil Ainmendnenmuasresiiaresnga a%/'mmzmumit,%uisﬁmﬁu SV Rl
gefauazlunagsRuAuNalagefensTiauINveIngy

UsEuNIuasnguaeeng

Uszansiilalunisfine lawn a&n%ﬂﬂéuaﬁﬁwﬁﬁ]ﬂéﬂNﬁlﬁLLUigUJ’ngﬂ’J FIUAUIAEN
SuneNiny Smingnsing wazuslnauzaulsiwda lneledimadenidmneuuuianiziaizas
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1. Msdanauuuiiausiy Lf]umﬁé’qmqu&msu@?&ﬁwmu anthufin warisgianuduius
voamnfns funquilmanevesiiugdoviuuniiluiauu (Participant Observation) ludains
TuRanssuma 9 5UE]\‘lﬂqlm%ﬂ’mﬁﬁ]ﬂE]‘IiJNﬁlﬁLLﬂig‘dJ’mLéjﬂﬂumiﬁ’lLﬁuﬁf\]ﬂﬁimﬁlﬂwﬁLLUUfIEi’JUil’JiJ“U@ﬂ
nawavRaYIYY

2. MsauMUINga (Focus Group) dunsdanfirufuiinsemuiuniug NMIALEUGINT oy
swoT lsludssidiudnenmveanay walansmianssuiaumslumsiauesnufadiu sl
Talunsussidiunansdnifiueu uaznonundsulunisdidunufuanndnnauiamianguaaluuds
sUVILEE S1uau 15 598

3. Msdunwaildedn (In-depth Interview) LuN1sALAAILALIUTINY YA UFIUANS
fuflununsuImsinnisgsfiavesnay mﬂﬂﬁjuLJ’mmaam%ﬂ‘iamﬁf\]mjmahjl,t,ﬂigﬂijmlﬁm uay
funwandednguiloafievsndnuusuaraumesnisvesgnausrialswdn (Persona)

4. m3danifanssuwvuiiaius Wumsussgunauifiofinsendnonmassnay uazousy
FaUftRnsFesnsilsuunussia BMC uarrufusiiunisasiliunagsiuauina

nsiiusausutaya

ﬁ’]ﬂ’mﬁwagaiumiﬁ’]Lﬁumﬂ%’ahaﬁﬁwﬁuﬂ’umaumiﬁ’lLﬁmmﬁwaiﬂﬁ

L d v 1
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1. v’hmiﬁﬂmuaﬁLm’wmayjau‘%wwuﬁimEJmierimJaaﬂaI@almLLUUﬁaJﬂwme%ﬁﬂLLazmi

aunquivasndnianfnausaliusslunde Welnlaveyadednlutssdu anminisal deuly
nsudn vedansduiuey guassn Anadss Tonalva dnenmuagauyuiid wasiesiznns
Fudugshalu 5 mu N19UmsNEE MIVTNINITHER MTUININIRAIN NTATNLUTLALALANS
Usgilua e

2. m3danitinrzndnenmnananvesnaulnglsnszuiunsnauuuuiiaiusiy nisaunun
naulunsfivteya uaznsdanauuuiiausutuaninlunguiafaguruiinsuvinissuuans
aruAauiu unrthweyaiilauvhmsiiessngauds qneeu Toma uasguassn

3. Lﬁugayuaé’ﬂwmz;;ﬁimwé’ﬂﬁﬁwmi%aﬁugwmmimaam Imﬁu%@yjm%ﬁﬂimms
Funandedn LLazﬁmeﬁmm%@gaLLazmmé{amﬁﬁuanﬂﬁvwLﬂwwmwawé’ﬂ

4. mavihnuuuiiaausnilunisassuasiaulunagsiaauana (Business Model Canva)
dugtnuulunmsassuwasinuuny waresth BUC inersauduusugsiasuuuuifusimtuiiy

UIMTVBINGY
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5. nMsiunugsawazlumagsfawaualUusulasasuSuUgauny

6. a3Unan1IALUNIT MNITIATIE MBS UBUNAN1 AU INITEN N DULAL VRS

n3AATIEVtaYa

P2
(V-]

HITeVIMTIATIznveyalfnmnn lagvinn1snendidunivuAInedl wazveyandufinliu

L3
YY)

nsiseuitealardnseiisuveya AMNUAMIIAVLLAAAIIY MANUAITUSIEINITRYA WAYN1g

a a

asUnTwidiius mﬂﬁ?uﬁwmimmaawﬁaaﬂaqusjyauﬂé’mwiwﬁmﬁﬂﬁaLLazmjmammﬂ;mu W
AsTUALNSAUTILINGL Madunuandedn nisdananmsainisdiduianssuvesandnngu theyad
laundiasendaiiom (Content Analysis) TngLle1e5UN8LTINTIadUN (Description) \eusnUszay
Janqu %’mmﬁsm%ayja Iuéauﬁuaw%wﬁuﬁ'maamjm"im‘wﬁfﬂﬂa;malajlmigﬂﬁml,?:m M5ATIEN
SWOT (SWOT Analysis) Persona Qﬂ??]L‘J’WlI’]EJ NINAUILHUTINAMNUTINALAEILLAATIAALALINA

nswWIguifigunanisanliugsnaneulasnainfdey dunsgnveyawazaiunan1sidy

WAN13338 (Research Result)
1. USunituiivasnguiamiangunaliuussutuden
wnsnslusuatiudsiandugyionnmamainuandundn weelinsugnusemduendn
ndniumunu dauad 2527 Tnefidnvarnmsmeuuureasidosnalntuneaaunaisiiuniuie
ludmueneluiminmesysal menalnnsusuuuiineaiaunas uazinuasnslalaiugy fvue
sanas vilugnnasiatla yangudafimssunauiulunsiinquiowssunzraluiuilningan
Fusn Tnsfinisasngudunulud 2552 FamRagusungunaluulszuumden iunquiltiingg
VT LLﬁ%LLUiEUﬁuéj’]f\]’]ﬂuz‘?ﬂm finsdvuneuzuadnan ﬁmmﬂigﬂﬁuﬁy’mazmﬁmﬁ’msﬁmﬂ
sz Tunae LUy LU ususaan uedlswde vernuausdlsuda usiuegn usuLYd
wgnzum gneunzy idunu nquvhnisiuleuarunuusrmudnaniiiotundansnuas
Swnsananinnauuasiaiersluiuiisuaeinm wazduaeumilan
sUsuumssduAanisvesnay Tuumasdnquiinssiusumananalayszaia 400 - 500 d
Tnenquagsusmmzrudnan wahmsdausniileasyiinisueudnuzauinan uaziiluulssuidu
ugaulsudnUszan 120 fu (Emuzralaiwdalauszan 50 #u) usruulssudu 9 Uszanm 50
fiu wazmednaaUszanas 200 fu Tunsreduavengu uxlswdaniseassyano 70% v
Uszanas 35 fu wazdnisueudnainuunsuludadinds wunsu o fvinsnauuszana 20%
(10 ¢u) uazn1suseaulatlszana 10% wieUszana 5 fu
a‘fm%’umiu%mimiL‘q’usuaaﬂejﬁamﬁaﬂejmah:lmigﬂﬂmL?Tmﬁm'ﬁmumumqmiﬁuﬁﬁ

1N1548NNITRUVBIATILTEUDBNAINNTTHUYBITING IN1TUININYTUALLDLALALIUUTLLIUNATT
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Fuidaaud msumsnisuan ﬁgﬂLLUUmimﬁmaugﬂﬁﬁmﬂwmaﬁﬁuﬁy’mmaﬁuﬁmmﬂlﬂ ﬁﬂﬁﬂ@jm
amiafnsENULaEIUTIIBsIUSIIALINN NUNINIIIANA JULUUMSARIALLLNISINEANAY
undn Selugdngnaniidedualuuiinaganie laszuumsvigluguuuuiiquine luwunisass
yaAMINIsAAIAINNiin MsassLuTuAltsULuUMsThuusualuuae Tudugey wunnuaida
1umiﬂuw§uhuf1LLaz@mmwsuaa%uéj’nﬁwé’ﬂ aﬁufméhmw,ﬂu;gwam?iuﬁuwﬁﬁ@mmwmﬂéumq wawrnIs

Usziiumnudsadalulinnsdariuausunnnudss Galudiuaunimsiunisvingsia

2. NM153ATILA SWOT ANINLINRNLASANEATNTTNINLVIN
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