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msoanuuu ORG CULTURE CANVAS

dHSuunAWTtuNsasuUNe AutuamsoanuuuAitou lagiAgavio
AlGun31 ORG CULTURE CANVAS

A1J1 Core Values ua: Culture
gnisigauagdivndoudvluovAns lunsidonvo:

DAUKUIE0AULAYIAU LWDAWLINTDAASYAU
ugnuAUKUIgUDY Core Values ua: Culture
AtGtuunNAMUGLIUGYT

Core Values (d1dguKan) (Schein, 20

AUKLNY: HanmsuasAlisuWugiuiovdnsiaio doiinadonmisdadulouaznis
UguadovovauBnluavAns AidguikaiignuanilolusvAnsuazgiemruafamumMsdiiuoiu
DVANS

UNUINKAN: AdguHANa:=AoUfoUIOSTIUNIVDSESSSU  uazAteundgdIefiiHuQ
wadnssuyavWUNVIU LA:NISONTUNISUDVDVANS aS10ANUdDOAdDVILA=ADIUSIUDD
meludvAns

Culture (ScwusssuavAns) (Hofstede et al

ADIWKINEG: SCUUSSsUa0AnNS Ao mwinnd Fous:Noudiy s:uuURVANGEU, AULED,

— e — - — L]

wadnssu ua:msuiuanavdniuavAnsuiuamusiudiu Scuusssula:Nouiivdsnisriioiu
wa:zussegMANSIvIUluaVANS dulnadomsaaduldua:nMsUfauwuss:HIvuAAa

- - b L J
Jvawnsaasuanuuandold dGod

P Core Values
AorannisuasmdounovAnsdadalunisritoiuta:nmsdaduls doafauiivAdiuidoua:

UIOSTIUUDVDVANS

b Culture Ao mwixed

Fous:nauludlus:uUUDVWAANSSY La:usseINMANISHIvIUAd:ADUAVANTEU Las
wanssuudvaudnludvAns
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dHsuLlAguandoin ORG CULTURE CANVAS »:10utndaviiofldasioicuusssu
DVANS WIUNISFNHUQATEUKANALEAWULY IWalHODUTPNELUNHUNEIBONAgNSIWOlHDVANS
ussatUHuggEvEU

ORG CULTURE CANVAS »:uuvoantdu 2 d@ufd
doun 1: smguBunagns (Strategic Foundation) uas
doun 2: msAurmmiisuyavavAns (Company Values)
Brightside People WicuutadoviatuioinuudAachoa wagdelinis AurAtoU
vovavAnstuagvAsudduLa:tdus:=uu duuaavlumw 1.1 ORG CULTURE CANVAS

Org Culture Canvas 2.0 <. rightside
B‘ @= KEY BUSINESS o % VISION AND/OR PURPOSE o}:'. CUSTOMER SEGMENT

@ © VALUE PROPOSITION

STRATEGIC FOUNDATION

' e - ' LEADER
© LEADER 7 Espoused Definition o

Current y alaic Desired
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nw 1.1 ORG CULTURE CANVAS
Asas1v ORG CULTURE CANVAS tuduchva (muddiau 1-7 Auaaviuniwdiuuu)
§SINZIULIDN WUDAQUA:NQUE Aol

dOun 1: sngugunagns (Strategic Foundation)

mwuudAauav Bryson (2018) (ukuvda Strategic Planning for Public and
Nonprofit Organizations s:uy31 s1nguLdonagns (Strategic Foundation) Us:nauddg
Wusfio (Mission), 3denad (Vision) ua: Aiigukan (Core Values) dodiatdu
“Guiding Elements”
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(unisMKuQUWUNAYNSLAN1SVLUIHUIYS:8:810UDvvANS lag Bryson wiuin
sInZuBunagns (Strategic Foundation) Wuduaaul3uAuRdIAIUDVNSIUIUAISI LU
qnsmams'ntoriuo {uyuudvyuov Kaplan and Norton (2004) Strategic Foundation
fio “The Strategic Intent of the Organization” ZuUs:noudlgwusn» S3anAd ua:
AtUAADVANSDVANSaS VDU waidduudmolumswoutnuwunagnswiululoa Strategy Map

wa: Balanced Scorecard WaldaulgotthHuigavAnsAUMSURUGAVIUDSY Utu:i
Osterwalder and Pigneur (2010) gwcuul Business Model Canvas [alRUuuudounv
s inguBonagns (Strategic Foundation) ARsaunauiivavAUs:naudu a 1wu Customer
Segment, Value Proposition, ua: Key Business Activities doldutnunaioupons
ponuuululaassav (Business Model Design) lagtiusfiaufio:fmiKuanagnsia a ovAns
Sududavisingiundapuiauovéalas (Identity) IRusSmsuAias (Customer) ua:aouau
aeuAla (Value) dodu "Strategic Foundation" K3 "sIngiuldonagns” Hulgiiv

yaudvovAUs:ndUHANNMLDuWUZLlUAISAHUARANY

ua:AMsaNdunasgnsSusvdvANS 9

DvAUS:NDULKATT Junuinfumsitvnsaumsdadulduazasivaduanandovmeiu

avANS Nulus:aunagns 3denAd ua:-AruAIN:duuaulRAURDauldauEe (Bryson, 2018;
Kaplan & Norton, 2004, Osterwalder & Pigneur, 2010)

las singuLBunagns (Strategic Foundation) JunuindAty docalUd

1 fKuaiAnuasdonatuovovAns

L

lagsingiuldunagnsndalou Wwu ddenau (Vision) ua:wusnv (Mission) daati
ynaInsNAS:=AULTNTRYALVRLIESIUAU Botdulodsndowads MsussallnRUIEDVANS
(Kaplan & Norton, 2004)

2 asanuanandovua:msia@dusoumelusvAns

singuBonagns (Strategic Foundation) Gunuantums doanstoasuy
1Bonagns IRNNReWNDasVAU Suaannudaugomelu wa=aoasumsiiviusounu
WatthKueLdedu (Bryson, 2018)
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3 oulwvnagnsnunanisduduviu

laslulaa Balanced Scorecard uaaolRiiudn singiutdonagns

(Strategic Foundation) 0uatsuuavmsiothKuigBonagnsiaiuisniawald
WU NISISU 3NAT NS:UIUMS LA:NSISEUS BoduWuSAUAIIWEIISAIUNISILLVTIU
(Competitiveness) ua:waus:=nounislasasy (Niven, 2008)

4  asonmulawssutunisuvviulus:g:91d

pVANSADSINgIUNAYNSFalDUaILSAAHUQQdUYDVALIUAAIO wa:USunagns

IHanandovAunsiasunlavlad dodowada AXUvEU (Sustainability) upvpvAns
(David & David, 2017)

dHSu staguBonagns (Strategic Foundation)
doutitudrundAruuin wwsilutkboudunAtunsmKuQ
AANYAVKUQUavavANnS laslRAafivnwssAslusuIAClUSA
3 U 8olu ORG CULTURE CANVAS d:Us:gncipvAus:nau
01w Business Model Canvas (Osterwalder & Pigneur,

(.
—

2010) ua:ovAUs:=nduvov Bryson (2018) lagidaraudvd

1. ssAosanlunisKisigla (Key Business)

2. anAmHugudvsshivHan (Customer Segment)
z e'ior'iaoﬁﬂsucmchomﬂa:udoluuuuaouaoauﬂﬁwLthHma (Value Proposition)

4. \WKWIgHSDIdunAUuDvovANS (Vision)

1. ssivHanlunisks1eld (Key Business)

1.1 GenuvavssioHaniumskisiwla (Key Business)

(uyuuovuov Hamel and Prahalad (1990) ssioxaniunisKisiela
(Key Business) Axs@vaguu Core Competency dvfo “AdIuaiuisasan’”
UDVAVANSALIND:aDNLEsULUU La:ansacngpaldHagwaantun agolsu
Honda ii Core Competency dutAdoveud dotduwugiuvavssnosasud
UDLODSIBA LaziAZDVEUADU O
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uanndgvldunudAcnunidlulBonagnsiWoasulediv ADASSUKSDRUDY
ssAvHANUDVDVANS BudunuindArulumsadivsieldaiulked KSontUATA
loawquungnm (Value Proposition) suaiuisaugnaduuancivonAuuvla
(Johnson et al., 2017) dvlu Business Model Canvas 13 Key Activities
Wuchunuuow Key Business tWS:HUNgHY AvNSSUHANADVANSAavAILTUNS
Walkiia donavAnstancioonguivluyuuavuavanAitdisuie (Value
Proposition) wa:inanisasiosigld (Osterwalder & Pigneur, 2010)

dulu Key Business Kungfiv ssiorantuniskiseld Avnssuran
HpdudAtUUDVDVANS Rasv s1eldHan (Core Revenue) HED ATUATHAN
(Value Proposition) BAuanm wa:dunuindnrycdomstaulalus:e:g1duov
ovANS (Johnson et al., 2017; Osterwalder & Pigneur, 2010)

1.1.1 aruanuruzuavssadHaniuniskisiala (Key Business) (Kotler, 2016)

) Revenue Contribution gu: asvsielduinn3igsavdu

—

(2) 10u Core Competency uavavAns: LlDuaudviavAnsIadnI LYY
(3) 1AgI0DVAUISYNAU La:WUSADUDIDVANS
(4) 10ussnond Anemwlumstidula (Scalability)

1.1.2 Uszinnuavssioraniunmiskisield (Key Business)
(Kotler, 2016; Osterwalder & Pigneur, 2010)

siga:ldea

Product-Based vgduAidusan Appl.e
(g iPhone, Mac)
Service-Based UIgUSMS Accentur €
(Consulting), suias
Platform-Based aouwaawasuRDAIBNvanvily  Shopee, Uber
Subscription-Based sceldonAausnsiediou/U Netflix, Adobe
Franchise Model s1eldonmisiiansuusud McDonald’s, KFC

stglaonmsaunaidnsweau Disney

Licensin ) s T
g MUY (Quansa>misqu)

s 11 Us:tnnuaossAdHANIUNISKISElA
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1.2 AanuahAsyuavssivHaniumskisiela (Key Business)

(1) Wuukdvsreldran uanluwugiuvaomisoionagns (Johnson et al., 2017)

sshoHandnalagasudannuluavia:mMsiaulauavavAns wu Amazon
ApuugelugossAvAIURUASAIBLIANNSDUNE La:NSIKUSNISAIUBDWALDS
duns:Nvl 2006 Amazon [aMITIWINUSBNSADULTSBIIWUMISIRUSMS
s:uuna1d (Cloud Computing) meldds Amazon Web Services
(AWS) ns=nvidulauusdninalulaggndiredlulouunatgdussioran
tumsHsela (Key Business) IHLJ'ﬁa?mszdqonjuﬁu Amazon

dolurniivluusdninus:aundiudnss agolaaldu
tulanssAv sunangLdudunuulRsateavAnsULUIAQ
ua:35sMsluds:gnald lusuvdo The Amazon Way
s:yrtvluranmsaArunlaaldu vav Amazon Ad

msiHAILaAAtygoganuanm
(Customer Obsession) BuKueiv
msleihaunﬁ‘laei_mé"nﬁo SuwvoLago
e uDVENAPEALNAUD

La:wengwAuKILLDMunaauldngaNudavmsuavanmirlduininaa lag
{g35Msmviunuu “doundudinanm’ (Working Backwards) logisuin
msidlodunanmMBuyau udIoAvepanUUUNS:UIUMS 38NSHIVIUSIUTY
waaneuAlRasvAudouu IWalRldwadawsnasuloanmnga ualikgawauun
2UNI1ZNAID=-WoWDlDDEVUNDSY F5AALEUTYAMIgNANAULIIEUSMS
pghvdiatliov ua:durnivaAruRduAdauAUEIEOUDY Amazon LUy
Uouu (Rossman, 2021)

(2 aswawldwssulumsudvdu (Competitive Advantage)
sshorannudounsy dreasulfovAnsawisauyoduldogobus:ansniw
W3w:ludsnusudniundsn Anudiunesgiawzno ksanalulagnlaatdu
Key Business dowacion1sKdaranuicuusssuavAnSIKIAULTULTY

suthludnisaswanuuancdivndalou MNALIUDOaHASSUIGYIAU
(Belton, 2017)
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aswionanunilfuusud (Brand Identity)
ssioranunudonanmaadwusudidagiodaou wu Starbucks Aums
uemuw Ko Netflix AuusNIsansubv BuAdnudatoulussioRanilo
AydeasvmwanuainudvunsoliAauLusud (Kotler, 2016) golun3idu
HINAHUQAdgw (Core Values) (RIADIU@DQAADVNUSSNDUDVDVANS
Av:BoydetasulignAmua:Nddsulddiuldeaiunsauavtiu “daau” ua=nadu
upvavAnsidagvdaududu (Schein, 2010)

asicuusssudvAnsidinanuni

Key Business Judrirua “idiaui” vavdofiovAnsrii wu mstiusnis
anm misweuunalulad Kéomswaadum dodvikaiidonalasasocams
asv “SauusssuavAns” numsrruaAdeuHan (Core Values) Adaandoav
AUANUIU=VIULALUIKUNEUDVDVANS (DDE10LEU HINSSADHANUDVDVANS

Ao AsIRUSAIsanA Core Values Atkun:auaioldu ‘mistatoanAa

(Customer Centricity)’

IWDaS193CUUSSSUMSUSAISAGLASVEU GOIDEIVMUMISION 1.2
(Ludolf et al., 2017)

Key Business

Core Values

(Ranandov)

ScuusssudvAns
nnadu

§SADUSNIS
anm

SSNY
inalulad

ssAdWanaun
2OaIHASSL

§SfivDVANS
Tuuadornls

Customer Centricity,
Empathy,
Responsiveness

Innovation,
Agility, Continuous
Learning

Efficiency,

Quality,
Discipline

Integrity,
Compassion,
Social Responsibility

SeuusssuRtRAUEAEY
AUNNSdDas NIsSuwola:
AUWOWD{DUDVANA

ScuusssuAEVESUNIS
NnaanvAIUAQasIVassA
ua:nstsegusnanatdan

ScuusssunyLUS:uU
ANSAJUAUATUAIW LLa:M1S
MVIUDENVDUIAST U

SCUUSSSUALILDSYSSSU
AMSMIWDEVAL LLa=N1S
Ldogaa=us:losuaucd

Kotler (2016);
Lencioni (2002)

Collins and
Porras (1996);
Schein (2010)

Goffee and Jones
(1998); Schneider
et al. (2013)

Collins and
Porras (1996);
Pink (2011)

msi 1.2 Us:tnnuavssAvkaniunmskisigldua:Adouianandoviu
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1.3 38misfiKuassidHaniumsHisiela (Key Business)

lundamsmKua Key business lagldiinsi:KraaudvuovavAns (Core
Competency Analysis) lag Barney (1991) maasivisgumsusSHIsLBunagns
¥1WSAU LWuinAGARaLIsatUBluUNSILAS:H soufivus:tdunswenns (Resource)
ua:danNuaIuIsnUVssAv (Competitive Advantage) doldwcuuita3oviia
Agen31 VRIO Framework

Valuable

WoISENIINSwenAsnavAnsiagauisaasols:lusluazangmwiunsuioiuld
uinwevla I310:lunuBedsisyuaoynains aussau-lunIsSWan HSontuMw
UDVINNAU BudrulwacdomsasivAIUaWISOHAN (Core Competency) IRAUSSAD

Rare

WOISEUNIINSWEINSUUDAUWIMKEDIU ta:kldenniuaarawevia 1wy
WUNVIUNDNNU:I@WIzNVRUDNIALUY HSoIandus:auwstdgunluauisarlanalu
KS2lsvoundAdUawIsawWI-auNDag UnLHY

Inimitable

SAsEIINSwennsndduauisagnasnidsunuuldviendall FnAuGodavmMs
Mo v:aavlddunurSaavnuaiual nny: Ksatnalulaguinwevla wu
A WaWNsaUavUAaInsNaovldIaNnWu HSomsavnuaiu R&D Ngv

Organized

Us:liudiavAnsilasvadivna:s:uuaduayuitiuautwgowalumsidnswens
tkaduldogobus:=ansmwrEalu 1wu ANuwSauuavuyAaInsiutda:zcdtHuY
AWLTVUSVUDVALYIU SOUfivs:uualuauuciio a AYItRMsAILGuvIULbUTY
Dg10SUBULAzAUAT

upnoINGevbLIASavlpRYIufHUQ Key Business AlBAUDENIILWSHANE 13N
Business Model Canvas Awcuundulas Alex Osterwalder (Osterwalder &
Pigneur, 2010)

i ' Lignt
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TostRlwnAan

> Key Activities fionssurganswennsiHufpvAnsIRADIUEATYLINAGA

> Key Resources ionssundanswenskufovAnsiiAwaAtyuINAga La:

> Revenue Streams Q31dumH3SaUSMISIaaswswlaHaniBAUDVANS Jouufo
duNHaDLA8VSSAVHAN

HDENVIINDVANSISY

Key Business stoldran (%)

Alphabet Twuaurinu Search, Us=ueu 80% U Business
(Google) YouTube, AdTech s1elasouunluuaun Insider
(U 2023)
Amazon AWS (Cloud), AWS asosela ~16% anancial
E-commerce wciAadu ~66% uov Times
nlsornmsaduoiu
(U 2023)
Netflix USA1Sansudv s1eldLfidunoRuQ AP News
wuuavnsaundn (~100%) L1InAYaUAS

auign (U 2023)

Ms10A 1.3 MoghossAvHanNuMsKIsIelduavavAnscva

nmistinid Key Business

WuduaArylumsmiruaAdyuRaNUDVDVANS d1KSU ORG CULTURE CANVAS
IBHanmsuudAaau Business Model Canvas dodudvrinua Key Business 31HU1efiv
ssionaniunisiisiold BoasaunaussAPALUSTUUY:AQTUIUS:HIW 3 U doonliddy HED
HINDA1OU3USENrMo:ls FAoounldldudo Key Business

lago:unenpgvaVANSAMSsAYINYIAU Home solutions & Lifestyle 1Wald
Wunseichagvlumss:uav ORG CULTURE CANVAS luduuav Key Business dol
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oev (u ORG CULTURE CANVAS

D 1~ KEY BUSINESS 0 "1 VISION AND/OR PURPOSE B < CUSTOMER SEGMENT

§sf0 Home
solutions & © ' VALUE PROPOSITION
Lifestyle

z
)
E
<
o
z
=]
o
(™8
H
%]
e
o
E
w

mwi 1.2 Key Business

HavdINSs:y Key Business [audd ovAnsdtludoowansaundninsAaanAMWIKUIEHAN IWST:
anuruzusvanMiHaio:OnalagasvcaiudNMuMsAIKUAIUSSSUDVANS HINANALUIKLUNE oAU
3CUUsSSUBVANSALKUI:auAianoLandvAuld LWalRaILISOaRUAUDVAILAAKIVUDVENAIADE W
asvQ

2. gnAnthHeudvssiondn (Customer Segment)

2.1 GenuudvanmiHuigudvssiosan (Customer Segment)

Customer Segment K39 “anANUnHUIBUDVSSOKAN" HUNHL NMSILUVNGUUDVANATIND
AWADVMS Anutu: ua:waanssuinduAdonu dussAvanuisadanyotiutWodousuntud (Value
Proposition) Atku:auAuuda:nau (Osterwalder & Pigneur, 2010) anAmtUHU18U20sSADHAN
(Customer Segment) ¥oglRssAvauIsamANUDLa:INivanALUKUIEIAadu

WIUNSOLAS1:HALADVNNS WOANSSU Lazanuyeu:
mMuus:snsmMaas (demographics) Auancioiu
uovanA (Kotler, 2016) misuuonguanm (Market
Segmentation) guy¥dglHssSNvAIISNDDNLUY
WaQANTUN USMS La:nagnsniomMsaanalftiui:ay

r

unduitHuluda:nauldagvbus:ansmwuindu

guaaudalu lumsAIKUQIUUSSSUDVANSALKLUN:GURAVYIN S:U Key Business [dagodatoundd
ADNISWOISEUI “Insianduananihruieran” uov Key Business Uu a tws1:anAUIRUIgu00
ssfoHan (Customer Segment) WuchuusaAtuRd:donacdasuiuumsioiu ATUANUIU:UDIUSANS
La:uuINIVAISdDaNsuavavAns dolu MstioanAUIKUIeIolulodudAnlunIsLUanI WKLY
udv Key Business [UgmsmiruaA1dguavAns
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2.1.1 Usznnuavanaiisunguavssiionan (Customer Segment)

awi Osterwalder and Pigneur (2010) s:u awsauuvus:zinnuavnguanmia

e
il

vl
Mass Market - nguanAmisuigndio

dMsuuvgasdalouANUADYNISAANUAU LU SsADLASDVBTWWA, TnsAwridatio

Niche Market - nduanAmtawi:ngu

ADADIWCADVAISIAW: WU QUASEIMSUWNSIAWIND

Segmented Market - ngunudvonaalratdedniu
ucduanchvAuduneudnueu: (5191A 91g 1WUAU) WU sunAMSADRAaATUACIVAU
dHSUgNAISI8EDYAUINAIS:AUGY

Diversified Market - nguanmnuancihvAuagvdalou

lagucia:nadud A WCvMs (Needs) ua: Usur (Problems) Auanchviu
1u Amazon HuSmsnoundaundlu ua:avAnsn(id AWS

Multi-sided Market - aaiauuuHagilo

s

WU uwaawaSuURDATBua:AIRUSNS 1Wu Facebook, Grab

2.2 awdAnguavanAmtHUIeUdvssAdHan (Customer Segment)

Mss:=uua:wno Customer Segment (navanAHue) fiolurdoluboduaAcy

Advwacondua§ouavssaolus:g:81 (Kotler, 2016) nduanAUnKug Ao ynnarsaavAns
AddnUeU: AWADVMS KSaUrUKINAd18AGVAU BugsAvaiuisnaanuUULa:duUDU “Atud”
(Value Proposition) [dagvasvoaua:dus:ansniw(Osterwalder & Pigneur, 2010)

lago:=tiawaddvdaalud

(1) Auwowaldua:AuANGUDVANAT

fiolduwaawsaAryniAaNANULTNTDDE0ENEY unduanALUIKUIEUDY
ssnvHan (Customer Segment) lag Osterwalder and Pigneur (2010)

SIRRUIIMSNaNMIUBOaNYIulHsSADEINSNIVNAENSANSOAIa WCUU
waoAtuALappNUUUUS:auMsaianAldngoasua doo:thluganuwowald

é‘
L

" s N
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wa:AUANGuavanATlus:g:1d (Customer Loyalty) tuns:udunsd
AdoUKAN (Core Values) ubvavAnsiunuINgIATYDE 108y KINGNAT
SuspvAnsiAdsUN “aaandaviuauidy” H3pa:NouAdLLGDLAdVN
woALIIRAWEATY WU AXWEvdiu (Sustainability) Ko D5usSsU
(Ethics) Av:tiaAUSENNVldIaANURAWUAULUSUAUINGVTU Fotdu
WouludAruAdolasunmisdadulodouazAdunndcoovAns Lencioni
(2002) wWiusmsdAdguraniuivsvua:thiuigosviuavAns d:nanelu
CDaSIVAILANCITVSHIWDVANSAUALUVIUEIBNUDVZNM

Jaassnswennslaoeividus:ansniwuazydsaadunu

msudvnduaana (Market Segmentation) gugielHgsnoawisald
nswennsagvbus:ansnw lagyodulugognAmAduuslius:asioseld
goda wSadlomaldulaiuouina (Schlager & Christen, 2021; Wedel &
Kamakura, 2000) uanond MstnivgnAUNRUIggvauIsnydgan
AunuluMsiMSaaIaUa:NISUIE IWS1=aIUISOL:DVEDasIaw1=NguIA
agvuuugn (Chaffey & Ellis-Chadwick, 2019) gvotulanuaonisaana
adna AEAYUDY anALIKLIgUDVssAvHan (Customer Segment)
gon3Adudaudu WavoninalulagauisayleltssAvtdnivdayaldoan
[NEIAUWHANSSUANA LazawIsadlASI-KIWaARUONgUUIRUIEtUS=AU
s1gynna (Personalization) [ (Lemon & Verhoef, 2016)

AsasvicuusssudvAnsitduudvuazgviiu

msrHuaanAWIKLIgudVaVAnS (Customer Segment) WuaatSudu
AGATUIUNISASIVICUUSSSUDVANS IWS1:anAuda:nduidndIumMariv
AdU ua:suuuumsdadulonuanchoiu dodowalosasodouudnoiovAns
AISIBluMsAKUOATdgURANIRaDOAADVIA:DUAUDVAIIUADOMSIHAIUIA
2810aSVY0 Nugoldugiuyavmsasiv “Cultural Fit” nomeluua:meuan
dun Osterwalder et al. (2015) na1331 “The Clearer Your Customer
Segment, The More Precisely You Can Align Values and Behavior”
guruedivdoneus:ynduanAdiruielddaouiils Arufv:auisamBuQ
AdguLa:wadnssuvavavAnsiRanandavidagvuiuguinduidu

> Cultural Fit melu:

[

winuud oI kalaAteutkaidvaAtydomsiiusnsanm

é‘
L

" s N
I i '
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> Cultural Fit meauan: gnm “Sanla”
SovAnsintouatintuAmKpuAUQU

WadsurangnoanuuulogdamudoianAiiaudAty winuiuAvmgn
HeiaHaaUIHuaoownﬁﬂssuua:ﬁnunﬁr‘iaaone‘uaoﬁumwummﬁouaoaﬂﬁw
Wu KinavAnsLvLlUlUAngundugnAs:auwsLdou (Premium Segment)
H3D anAs:aulaud (High-end/High-touch Customers) FdguHan
AtKuI:auaolului “Anulalslusisadea AIWENW uazNISUDU
Usztaumsadntsiioanumankue” (Schein, 2010)

dodu MsisuduMnMsriANUTanAUKUIggvaNGvIuludauly
dAryno:thlugmsmiiruaAmdyuRANALADSY

2.3 38msmHuagnantiHuigudvssiolan (Customer Segment)

(1) mwuanuu:us:snsmaans (Demographic Segmentation)

(Kotler, 2016) s:umuUodawugiu wu 918 wa s19ld misidnu o1dw
wazanunwausda u‘iaomnLﬁ‘liod‘n9ua:ﬁuvﬁué[oUmsoﬁuwmﬂssu;{luﬁlnm

(2) owanunu:aodmaas (Geographic Segmentation)
(Kotler & Armstrong, 2018) s:uauchurUvAdY WU Us:tnA AdMA Wov
KSDaMWaINA LWpoINMISLUVNgUMUTMaasyIeiRasaUsuns
aaQlRHUI:aUAUIUUSSSY anwudadau wa=waanssuluwuicv a la

(3) mwwgdnssunisusina (Behavioral Segmentation)
(Solomon et al., 2015) szyausULLUMSIZAUM WU AWATUNISIEOU
AWANG (brand loyalty) uazgivaimsidoiu lagdsn segmentation
sUuuubbis:yanmAdyanigv (Target Customer) 1u NBNANGUa:go

dUog

(4) mudadneua:lawalod (Psychographic Segmentation)
(Mothersbaugh & Hawkins, 2016) s:umuadgy A wWauld nAuAG
KSosULUUMSANTUEIQ LDV INEIBIRITTDUSVYVIDLTDVRAOWA ANSSL
Wuslnalulgoan

(5) owdnuruzupvanm (B2B vs B2C) (Anderson et al., 2006)

B2C (Business-to-Consumer): anmwuynnanslu [3dumKkdausns
WWan1suslnaduunna

Al . -
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B2B (Business-to-Business): anAlduavANSH3DsSAD Fodineunns

—

AdaauldRBUBDUNIT LU ULUNQDVANS AAATHNSSY HEDNS:UIUNISIOTD

(6) muAdudovmsua:AruAIiAaH3Y (Needs-based Segmentation)

(Osterwalder & Pigneur, 2010)

ssymuUeurrSaneud (Value Proposition) NgnAiuda:ngudavmsoin
JuA/usms 16U ADIWE:adN ADIWLSD ST1AUS:HEQ HSpUS:aumsailaw:
s:y31 MstloAtuAINgnALda:ndudoavnis (Value Proposition Fit)

ADHOlDUDVNISDDNILUUSSADAVEU

asu

mstaons:zuvavanmMUKUIguvssivoHan (Customer Segment) ALHUN:aU ﬁuaej
Auanueu:ssdLa:LUNKUIEIBYNagns MsWauWauRa1esuLuuuaY Segmentation lags:y
NY cwanutuzus:sinsmans (Demographic) ua:cauwnénssumsuslna (Behavioral)
UniAnadawsauuug ua:jus:ansmwuinnii (Kotler, 2016)

MsuuvanALdrueupussioran (Customer
Segment) d1vau WuwudNoABAulaendUluns
AU anApgvlus:uU tWalRawsadouau
AtuARasVIDIAagVUADSY agvlsAcU ot
Us:gnaldnutadovdongio ORG CULTURE CANVAS
gobdnnus:avAlWadlAs1:KLa:MKUaAdgUHANDE10
andv msilonduanmagvubugdonatadulode
AdATYDEIVEY NVTlUNS:UIUMSAIRUQATEURAN
UDVDVANS Gavllbugitazanandavnuwnanssy AL
AQHIY LazoIsutIAIWUSdNUDVNgUaNALUIHLUY
WWalRItuusssupvAnSAvaALUUTUAILISDFDANSAU
anAldlogasoua: aswus:aumsainbAURUIgLA:

LaNCiIY

losAdguranundagnus:uieu 3-5 AdgULAUU WDYIINYIBTRWUINVIUAIUISODAT
wa:uhludgualdagivdus:ansnmw HinduduuintiuluanomiRifianuduaula:aanauway
fumsdaansicauusssuavAns (Guillemin & Nicholas, 2022)

Al . -
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dHsSu ORG CULTURE CANVAS {uduuavanmidirunguavssnoran (Customer
Segment) Adss:UlRa:ldoauIniaa s:ugdvolg waswld wui Hialawalodldgod Hndu
anNADYANSWENEIUS:UANUTUESSAD uua IRdaouiga (Kndkate Key Business HRuon
anMLUIHLIEMULCSSADADY)

lago:ununchagv Customer Segment Boludan 2 davon Key Business 1Wa
B10unseidagolumss:uav ORG CULTURE CANVAS God

oeinvo {u ORG CULTURE CANVAS

@ 7 KEY BUSINESS O "% VISION AND/OR PURPOSE © + CUSTOMER SEGMENT

E';Sﬁ'i) Home nAfcdoomsdoifunaanudoliu
. (Home Improvement)

solutions & © 1! VALUE PROPOSITION + Surhoiu (27-59 0)

»  Boadsulnojlutsasyiunthoo

; +  doaulsdsedbion
L|feSty|e +  dodulornnWoridumsldow

z
o
<
(o]
z
=
o
['H
o
%]
=
q
o
-
w

mwi 2.1 Customer Segment

dvdu msth Customer Segment uidaulgvAu ORG CULTURE CANVAS 3uiag
HovANSa1uIsn MisfHuaAtgURaNAanasuAuNguLthKu1e Tdpgvlus:uu DiHawa ua:
DwavlumsdutAdauuusud k$ousmisiRtdndvanAldogvdndo Notus:auuavALSEEN
(Emotional Connection) wa:AxwidauulucavAns (Trust & Alignment)

3. dvnavAnsuandivonguiviuyuuavuavganAthHnNg

(Value Proposition)

3.1 GenuyavdviavAnsuancivoINAUTIUYULDIUDVINANTIHLIE
(Value Proposition)

Value Proposition H3a “dviiavAnsuandiwnngduiviuyuuavuavanimiiHme” [u
LuAQEAEINIBIUMSAKUOYOEUYDVSSADILAATA UA:ULEQVTVAVArNTRNAOAEURHSDUSMSUDVDVANS
gAxuuancvonAudy lostlunisdaansivatuAiiawizRanmMo:ldsSurndantdaumMHpsousmsuav
DuANSUUA

Kotler (2016) Genu Value Proposition 3tfu “siudrusniiusentilBaunguilsunein
v:dvuduus:TusirSonmuAvIvUS:MsAidni KEDuandwMINGUYY” LWOAGTSVDUNUINGATIUMS
asanuldwssumomsudodu (Competitive Advantage)

o S
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uannd Osterwalder et al. (2015) lurtivdn Value Proposition Design 1dnadin
msasiv Value Proposition AdUs:ansmwdovaiuisaunly "Pain” vovanAl ua:adouau
"Gain" [dogrgawuua:uancv lagidruigsanfomsaaulongnnudaomsuavanmMinG
ADIALUY

Teece (2010) 1asu31 Value Proposition TiiwgvucdidumsdoarsacuAitriitu uciéo
Wuununatvvavlulaassio (Business Model) AdvuwaciadgnisasivsielduovovAns lag
lwInadN

A Compelling Value Proposition
is Central to a Firm’s Ability to Innovate and
Differentiate Itself in the Marketplace 99

BoHueAIW3T usYnAv:taulaldua:ugvduluaaialdd david Value Proposition
A "W &HsuanA wa:awisathigusudanssuiuancvonAudUlA

N JaNUAd WoavAnsawuIsauUlvungduanm (Customer Segment) [dagvdaou
ua:3ndv ovAnsv=awIsaldagvapouA31 gnAuda:ngudndudoons AIWAIOKIY
wazusvyuldRuanchvAu AIUWRGSVNa1uwugudAtylunmsisuadonrliovAns
wanchvonfudvluyuudvuavanAlIKLIg KSPNSEN3T Value Proposition [dagoi
Uszansmwnvol Kdlouavmisasio Value Proposition Adwadv Aoadwaiuisalumsdoans
AWLANCVATATUAILA:3D0A3DVAUAILADYMSUDVANADEIOUADEY

WisWevuALEavupvsIAINIGU LgvsIudoATuNIW
UDVAUMILA:USANS Us:aumsainanAIdsu aanaduwans:nu
Muosunditiadu BvovAUs:nautkadasudaugrotums
asromssusivatuAiuld>uponusin
ua:aolasulfovAnsauisaudoduldagogoduluaalaninu
gudouua:llaguulavagaanatdal dvstRuldturdanalu

3.2 AWAATIUDVEVNDVANSILONGIINALLY
{uyuudvydvanAmHLe (Value Proposition)

FofovAnsSLaNcv INALTLIUYUUDVUDVANANTIHLNY
(Value Proposition) Al WZAIULA:aD0AEDVAUAIILADIMS

uavanmM WulodsdArundowacondudSouavavAns

Al . -
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AuludULDQUIY AWANGUDVANA La:AIUAIISAlUNISWLVTU NMSANWIHa8EU
fuBonquijuazdolsonddvdiuguivunuinuoy Value Proposition tun1syulA3oupvAns
dHunewBonagns

(1) msdoaulvdousvanm
21NVIUdY8UDY Payne et al. (2017) wud1 gnAmaiuisasusntuA
(Perceived Value) [dundutivavAnsaiuisadoans Value Proposition
[dpgwbus:ansnw laglawrluaaia B2B ATANUBUGDU WwadwsalRLEuN
nshanMmaiusasusAetuAT (Perceived Value) JAWEUWUSIULGOUINAU
AdUAVdadh (Repurchase Intention)

(2) misaswaulawsgunionisudvdu

msAnulas Rintamaki et al. (2007)

glRtRuSDANSNaNsaasvua:aouaunruAmiukaetd dud yasino
LAsyPnv (Economic Value) yaAdiuaisuad (Emotional Value)
ua:qamdwurfmr‘imstz‘jmu (Functional Value) s:=aausaasiondu
[awdsunonisuuvdungodiu (Sustainable Competitive Advantage)
[adn310vAns AtdULASIALWEVDEILGE)

usnond misFKuaAdguRannanasunu Value Proposition d:428lR
jcuusssuavAns nangu “anulddssulumsudodu (Competitive
Advantage)” unufo:tJulWeoIUIAQUILSSSY tWS1:WUNVIUNNS:AUD:
ausadaans “asuAndvuau” Ugvanmidagioasoya (Schein, 2010)

WanNsSANTUVIUUDVDVANS

()

mMsILAsI1:HoIN Eggert et al. (2006) s:u3ida Value Proposition
nnponuUUlagdvINAIUIINTDaNMBEWENTY d:auisadoulavludv
WamMsALiuvIUYDYDVANS WU AUaIWISalumssnugnA (Customer
Retention) mistGulauovsield wazAdwaiuisnlunisasivAdudauwus
{us:g:67101UaNM uanontvuddeuay viuddslag llyas and Osiyevskyy
(2022) 1adAnW Value Proposition AluAUEVEU (Sustainable Value
Proposition) B’\JHuwﬁomsmauauaommuﬁaomsuaoegﬂﬁw
SANVEVASIINaNS:NULBVUINCDAVLDOADN dVAU La:lASUTADIUSE:E1D
WawuIDWaLBoUIN CaWaus:NauNISNIVNISLOUUDVDVANS

o Ly
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(4) ANURAWUUDYWUAVIUCDDVANS (Organizational Commitment)

msAnulas Grimes-Rose et al. (2024)

[63d1Agdfiu Customer Value Proposition (CVP) ag100Us:ansn1w
fupvAns B2B lagwuin msaduayudngusHIss:augotanmsoitudAa
Aotduaaia (Market Orientation) GunuinéhAeylumsih Customer
Value Proposition WIBlApgvGUs:-ansMw uanond NSHNDUSULAEIAU
Customer Value Proposition 6udowacio A IUuRNWUTDOWUNVIUCIDDVANS
(Organizational Commitment) duldulodunavtasunduai&ounvavAns
{us:g:1D

(5) wulomatumsUamisuie

Anderson et al. (2006) [autauauudAa “Resonating Focus”
gouu:zthiRavAnsyoldumstiauawey “Value Proposition” nanAmils

AxWEIAEUAga unufv:ttauanruAIULBoUSUITUSIUOULIA 35MsTiyde
WWuUs:ansmwlunisdaansiunguanm ua:wulomalumsdanisuig

vIuIdeNVIBunauiua:us:9ndasuaduayuii Value Proposition Tuiwegvucygioaso
AWANUINGUDVDVANS UCigudVWacipwaNssSUaNA1 A IWAUWUSLEVSSAY ta:waus:=nNaums
upvoVANSlasasy MsoanuUU Value Proposition agvoidus:ansmw Sotdurdvlunagns
AdAtuNga drsumsussanduaidalus:a:613 luLduavMsadvIcuusssUDVANS Nu Value
Proposition ua: Core Values nvaavdvdav “aaandaviu” twsi:misiikua Core Values
AtKU=aUR:uULAdDUlR Value Proposition 1Aaduasv (Osterwalder et al., 2015)

dvdu Value Proposition JowggulaiisuntuAifnovAnsdruauldn d:douaulianAl
du Core Values AtdutudniofiiKuawanssu AULGEDUDVAUDVANS Jvulueuladpu
As:UdUMISAMIADVANSSNVIdyauItUlADE1VLADSY HIndvANSauisaniKua Core Values

Aanandovnu Value Proposition [@agvodaou v:udeasivicuusssuavAnsiduudy dousu

Us=aumsainudodio ua:asouusudigodiu

", - N
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3.3 53msmkKua dvhavAnsuancdivnnAudvluyuuavuavanA UKL
(Value Proposition)

(1) msAHuaavAUs:nauYdY Value Proposition
WU “Value Proposition Canvas” (VPC) Osterwalder et al. (2015)
[awcuurdaviionddoldey FAa Value Proposition Canvas dougnoon
Wu 2 douxan:

doun 2
> Customer Jobs: > Prqducts & Services:
JonanAweNeUd:MIRENSD donusuenuiaus
~ Pains: . ~» Pain Relievers:
UtyHY AD1WLE8Y QUassAuavanm 3snwWaanunyieaa Pain
~ Gains: _ ~ Gain Creators:
Us:lgsldnanAmiariv 3snwaantumwu Gain

(2) msoanuuull “asuld” ua: “laaidu” (Resonating Focus)
ununv:wenegULauanNnAtUA AJSLdan “Value Proposition”
AdAIWaATYLa:zuancdivdaou Anderson et al. (2006) Lausuusniv
“Resonating Focus” BukugdonisidondaaisacuAin lauloanmMuinnga
Weoollfngv ua:Handgvunisdoans Value Proposition AlUGAMUKUIE
HSpUNLAUIU WSsuLRgUYaUdvUDVOUAU JataupuavAldy (Competitor
Value Proposition) tWas:uygaviiwiuaaia (Value Gap) Aauaiuisa
Asold upNVING Payne et al. (2017) s:u31 Msasv Value Proposition
ALaNCIVINALLVADVIEUA ANULTTDRAUTVALADSVUDVDVANS (EU
AUBEIBIRdawWI=AU tnAlulagnduiuay AWdUWUSAUaGNAT KD

A Wauisalunstiusnisalaatau

(3) misa$w Value Proposition Tulgas:usumsfiasadeiou
ucidovdns naaoau (Test) ua: Usuucv (Refine) Wwiunstiudoyassvoin
aala (Keranen & Jalkala, 2013; Ritala et al., 2024) s:u310vAnsn
Us:aunnuadisoo:Idusuusy Customer Value Proposition aghociattiov
msiiudayanIngnA1osy laerh A/B testing 1Waq31 proposition uuula
AlRWadwsIBownanssudnaa wu saanan, Mmsda, KSomsuu=thda

Al . -
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(4) wawu Customer Value Proposition

WhAunagnsavAnsua:uusud lae Customer Value Proposition Ad
(ovaiuisa a:Nou Brand Promise 1a: anandoonunagnsovAns Lsu
nagnsAUguiiu Nagnsadna KéanagnsAuLancoNIvUIANSSU
(Payne et al., 2017)

HinovAnslulrei Value Proposition uinau awwuisaiduuomoviea A
auAs:usUMST

@ WeunaudvAavAnsuandvINALLGY
@ s:uauANanAR:lasunnaudvudads
© nunugimelu 3 UlFusobuudlivrildnsaly
¢ donhuivliawsaild AruAAgnA:lasudadua:du “Value Proposition”
ooty
ouds AURRTIGSy (Valoe) | Auorniangals

(Strength) o e (Y/N)
findaudatumsnoaay ¢ Aonuaunela Woaualy | N
AuMWEaEIBIRUTUINN AnntussHoWiado

0 Supplier y298uAALAN

Raclunaugshiadeanu

0 Supplier AGInAlUTaEdY | AUNW Y
a0 unsyuasdula

dadondumua:a:lHa MsuEMsAsIaIE) Y

AMWA 3.1 MswWNstuINsAIKUQ Value Proposition

d1HSU ORG CULTURE CANVAS ludiuuav §unovAnsuancioonAudo
(Value Proposition) o1oo:10unistayadou (Pain Point) k3oasionnuldlsseu
(Gain Point) tatUsyuligunuhudo donduanAmtiruedldsuoinis
(H1ndHa1e Customer Segment ciavwsauHAsuadulunnnguanAUIHUI90g)

Togd:upendpe1v Value Proposition doldudian 3 fiaoin Customer Segment
waldtdunsalicagoluniss:uav ORG CULTURE CANVAS Aol

© - KEY BUSINESS @ "1 VISION AND/OR PURPOSE © ¥ CUSTOMER SEGMENT

ﬁsna Home ?nm&bomsdamuna:nnuimu
. dome Improvement)
solutlons & © " VALUE PROPOSITION Surhow (2759 0)
tdoadulnniug doogddunnos

1 g B2C g B2B _ GoAulaaudHDY
LleSty"‘-—‘ +  Wory-free *  Business Efficiency dadulznWondumsidow

o ANUmOINAUD AuUlIes +  Aowusy Bouat Cost
nownDudooBw «  mseduasoonsonld gsiondoody

STRATEGIC FOUNDATION

mwi 3.2 Value Proposition

o, . N e
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WppvAnsauisndeny Value Proposition Idoghodatou asvAuAUGaNISUDY
anA wa:za:NaunaudviutancagvdntuAl Fodluwevyieiiuusudlaaiduluaaiatiidu
udgotdusingiudAcylumsiisua Vision HEp3dunAlduavovAns ufionwupvaunAan
puANSLjvRIVD:as U IlgWgoWadiw udiwaasontuAsuAudidauldaiuldunorua

lagrawzgnm

SdonAdna SolulgiwevAius:mAfothKUIY
udiunmisdaaisivivadruvlunisdoupunaudipgivdotiiov
FoKIVSINANDHUUWUTUYDVFVAINANRUSITAIIUHLNEY
wa:pvAnsawisanlavsvogiouanciv 99

4. 1WhHUeHSD3dunaAltuavavAns (Vision)
4.1 GonwudvtthHugHSDIdenAtyavovAns (Vision)

wWhKue HéD SdunatuavovAns (Vision) Hunedy nMwlusunAanwoUs:aoA
UDVBVANS BuNAIKUQTUIWALTIULUINIVIUMSTULAGDU La:WUUIRVANSIRUSSY
lhHW1etus:g:913 lag Vision d:Aovtdumwauinandaou Jusoduaialo uas
awisauidynansiuavAnstRyouulugiAModednu (Aguinis, 2023)

TagndlU Vision Hutediv mwupvauinafavAnsdavmslulRdy dudiuasiv
usvuuaiald uazuwilRaudnluavAnsiluiruigsounu (Collins & Porras, 1996)
gofialuavAUs:nauaATUYDVAS:UDUMSILWULEYNAYNS LazlduuudNIvlums
ARuUQNANIVluS:=g:g1dUDVDVANS (Kotler, 2016)

4.1.1 ArudnuruzuavddunAunDUs:ansnw
nmMsAnuIaw Collins and Porras (1996) s:y31 3dunAUnad
Govuus:nouddednvovAus:nouran laun

1 Core ldeology - (@aunisausan)

SonavAnsdalu wu MUguHan (Core Values) ua:wusnv (Core Purpose)

2 Envisioned Future - (auiAaiAaHIv)

WhrunelHedAMMe (BHAG: Big Hairy Audacious Goal) ua:nwhdgatou
UDuaUNAONDVANSADVMSASIY

Al . -
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5nnNv Kotter (2012) otaup313denadngwauo:aov

(1) duaumisia (Imaginable):

fynoaNWUDVDLIAOADYANSLVHIVIADEVTALDU

(2) uwsisau (Desirable):
a:Naunduaulvs:g:=g1dUVWUINVIU @nM WipHU wa:zddulddutdedu a

(2) 10ulUlaasy (Feasible):
avaguuttHuNgNauliaunala:asaussala

(4) Dawudawu (Focused):
Jatouwano:tdutudNMvlunmsaadul

gonegu (Flexible):
WanulBtAaAUACSIEULa-NISUSUUanIuNIsad

(6) dsansldve (Communicable):
awsnosuielRoulddlameiuailutnuriuin

uanond Aguinis (2023) gvs:uiranuruzAduav Vision Adsidod

] (2} & (4]
ns:8u asddaoaula fiMHUQASaUS:g:10a1 10ulauu
(Brief) (Verifiable) (Bounded by Timeline) (Current)

(5] (6 @ (8

LAWY wnidla asousovumald mnme
(Focused) (Understandable) (Inspiring) (Challenging)

4.2 anudAtyuovUNHNYKSa3dunAludvavAns (Vision)

SdunAdvavavAns (Organizational Vision) [ASuniseausSuagunIouv
JndudunuindAruidonadaniudidaius:g:e13uovovAns lagbKuvdDLavIuIe
SuounAaiuauuLudAad God

(1) mssAKuafiAno (Direction Setting)

Kotter (2012) 95u1e31 3danad (Vision) Wisulatiou "tasavdiniv’ i
YoeBRANIVIUS:61) a0AWAUAU La:RadHaDUIRNNAUIUDVANSLVE
Whrwessunu lagawlugaonalutdomsildsuulan Sdenadndaoudo
riktAladaunavasivoniwiavAnsWiwuadwlbuduau Wdauaan
Wous:aon
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uanond ddenAdgviipludrudAruiunisthiuIwosuLwariHuQ
mdguRan (Core Values) dornHNALIURANNISHEDNSDULLINIVADVANS
Fadlo Av:dvdvtasuliiianduluaviunsdutndaupvAnslUdnoRtEY
gAAMY 3denAdrmKmAin3T “avAnsd:vlumola” luueu=NAdgURAN
l‘EJu“Hé‘nmsua:wqﬁnssuﬁ’o:w1aoﬁnsﬁ"n:)IU:;itU'nriuwlfuaeiméoﬁu"
(Collins & Porras, 1996)

(2) msasousvyuloua:msidairusou (Motivation & Engagement)
Senge (2006) LUU313dunAUALAOIINNSTEIUSIVUDVALNBNIUDVANS
V:¥28 As:zAuusvVMelu (Intrinsic Motivation) wa:ashon>usan

Wudwov (Ownership) donatAtiannuynwu (Commitment) go
oAWUNVIU

(3) misiHuanagns (Strategic Foundation)
uA Bryson (2018) s:ul3ddenadrrihAtdutnunalovoviwunagnsg
(Strategic Planning) ws:tJumwRavAnsLorIY tazidtduwugiulums
AHUQMSAD (Mission) LUIKWUNE (Goals) uazuudnoaitduviu (Strategies)

(4) AsUSHIsMsIWasuulav (Change Management)
Kotter and Cohen (2012) s:y313dgnaAdnnsowaviunuindiAcuiums
JultAdpumsludsuuuay (Transformation) LazaausotuNBIUDVANS
ws:rMIRNAAURULUIKLIYLIGEIAU tazldntatHaWauavnIslUasuLUay

(5) Us:zansmwuovssio (Business Performance)
Baum et al. (1998) rhnsAnuAuRUS-nauMSLa:wu31 Jdenadndatou
uazasiousvuuaialo (Inspirational Vision) dadxwduwuslutdoudnnu
Us:ansniwuovussio (Business Performance) Ioalam:tﬁavgmmmsn
Joansddenal [dag1vdus:-ansmw
uanand viuddslas Truong et al. (2025) wu31 FCUUSSSUDVANS
(Organizational Culture) mswcuun3dgnAuldonagns (Strategic
Vision Development) ua:anwldlsaulunmisuuviu (Competitive
Advantage) dowalgoudncamsaitduviuvavavAns (Organizational

Performance)
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4.3 3smsmRBuallnBUIgKSdIdunaAluavavAns (Vision)

msas1v Vision (3denaAl) vavavAnstduduaauidiArylumsfHuafANIY
wa:zuudmvAdaudHSUsLAOUDYDVANS lagddunAlndo:yioasivndnuns:dadasu
tRAUWUNVILLA:RTEUIGEHULFESU 9 uaelfovAnsansaussalnHUIES:g:07(a

lag3gmisasvidenadaiuisarncuduaaudiv a dod

(1) msaasiRamu:UdUuuavavAns
fisuRv:advddenAlduavavdns SJudoorinmsitAsii anmu=Usguuuay
avANsiRBalou MsmAMULNIu MsAv (Mission), AlGgursan (Core
Values) ua:oaudv/aasou (SWOT Analysis) 2:428lR3d8iAGARHUQ
JAxuIAgadavAuamunmstintdudsoua:mmeavAnsiusuInQ
(Bryson, 2018)

(2) mHuafnAnviudulIAQ

JdenAduavavAnsGovazAauiiv AANIUDUIAQ AdvANSAVNMSIU DVANS
AISAVAINIU3T “avAnsudvisiv:ilupgvlsiuauina?” ua: “1s1dovmsin
wans:znua:isiiaduluauna?” Msasio3denadndusoUuaaloo:Edels
nnAUluDVANSLvUUTUIURANVLGEIAU (Kotter, 2012)

@) aswidenaunns:duna:dilione
SdonAldovaiuisa doansladalou ua: ns:du IWalRNNAUIUDVANSAILIST
Wnidua:0arusutuddenAdduld MsrHua3duRAUIRNS:3ULa:asvlUASOLN
2:828lRRAUBUMWLA:INTRIANI8TU (Collins & Porras, 1996)

(4) aswusvvuaialdua:ludsy
SdonAdnddavaiuisa aswusvuuaald RAunnAulusvAnSLa: a1uisa
MIldo3v (Feasible) nisAotUHUIEANMELA:N:EDN:EUD:EINS:AUAI U

wenewlunisussalkuIgRgodu tuurusidosAudaviulo3ndullisuign

awnsanmlalus:g:e10 (Kotter, 2012)
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Measurable

S

v\
awwnsadawala

Usunsumsung

(6) @pans3dunAulrinoiiv

Achievable

wWu AIWWOWDLD  doithHug
uavanm, Aauisarhlaosy

(5) t@ranms SMART lumsasuaddenal (Bryson, 2018; Doran, 1981)

Relevant Time-bound

" J
5 @
wWoulwonu donsaual

aonanudAey {unsussa
ciDgnNMua=§sno WWhHUe

KavoinasvddurAlud) nisdoaisiduriau NddvlunvAnsdotdudy

dAruuIn IWWalRWUNVIUNAAULTTDLA:53nTdusIuluddunAlttU nsdaans
SdunAltagiobus:ansmwasgions:AuiinnaurivIuWaUsSaUNHUELGEIAU

(Bryson, 2018)

T Tesla

JdgnAu
"To Create the Most Compelling

Car Company of the 21st Century
by Driving the World’s Transition

Google  Google

Jdeneau

"To Organize the World’s
Information and Make It
Universally Accessible and

to Electric Vehicles." Useful."

MIS0N 4.1 Hogw3denaliovAns

dHSU ORG CULTURE CANVAS luduuov UHUE KSD SdanAUuDvavAns
(Vision) tﬁWDWSﬂJ1OWﬂiJ—DUuatUﬁBﬁ= 1-3 (Key Business, Customer Segment ua: Value
Proposition) duilu Vision Av:Idagotne 3 U (awisald Vision 1GuAdingudld mnnunou
udrgoasvAunguanALa=msrssiondaomsas) ovon Wa Vision aaandavAussAoran
ua:nguanAmUiHuI BuANsvaIsafIruanagns ua:aaauldldogvdionniw likavniv
HSouaugvnumelu (Kotler, 2016) UDﬂO1ﬂﬁETOlfJUﬂ156iOUDUF]E‘UFi1ﬁauﬂﬁWﬁa\Jﬂ‘ISE)EhOllﬁD_E,o
(Customer-Centric Value Creation) tws1:mistdndanmudisuiguovssivran (Customer
Segment) ua:AtuAINgnAcavs (Value Proposition) 2:riR Vision WidutwWevAargKs
udidunmwauinanasulonganm (Osterwalder & Pigneur, 2010)
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nadlagasu Vision fiaiuusvduindauraniunisfiHUQSUUSSSUDVANS WIUMS

fruaAdguRaNNHUT:au dodumsdidenadndaouna:nsowdvdotdudvaAtuigauavavAns
uaztwathmMsatduviutdululuiAnvdedniu SoadsmKuaAdguRaniiaaandavua:aduauu

Vision Uu ogotus:uuua=oaducdatioo

casvudv Tesla

"To Create the Most Compelling Car Company of the 2Ist Century
by Driving the World'’s Transition to Electric Vehicles."

K ,:__m v Business:

E;SﬁOEJ']UEJUC]WC—IOO‘lUIWW'] wavvua:zana, inalulaguualass

o 0 \, nent:
1€ f’ ,.-_l'c'?L

e

WU §Iﬂnniatoaoujoaau ausnnAlulad, nausielaviunalviiog

sition:

Sﬂauﬁ fJ ascipdoudadou, aussau:=gv, tnalulagdhave (1Wu Autopilot)

& HSu ORG CULTURE CANVAS
dvildendipgvldussaoifnedfiu Home solutions & Lifestyle
2:0 Value Proposition tudvmwi 4.1

@ - KEY BUSINESS O "1 VISION AND/OR PURPOSE © + CUSTOMER SEGMENT

+  owdoonavw aowliwly -+ Axwdud dovan Cost
arwnlutooBw - nsdwdumaonsaols gsfiondoods

Z

o

g

z

8 ﬁsﬁa Home nmidoonsdoOUIA:OnNIdOUL
L . Impravement)

U solutions & © ' VALUE PROPOSITION E:Jﬂ“:llﬁ’niaﬂnwﬂ o
5] 1 i UnNo0
2 1 B2C B2B 1

E Llfestyle .'nﬁwq,y.p,“ 'm&.nsm Efficiency gxﬂ;::;ﬂ?ﬁoétnmdem

<

@

mwi 4.1 Value Proposition

Dol Vision 3vldurdon 4 {u Strategic Foundation Svaiuisnoonuuu
(MpgvnstlfnupVANSAMSSADLIAEIAU Home solutions & Lifestyle tudu 1 Strategic
Foundation uov ORG CULTURE CANVAS [aavd

i, N - ‘ -
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(DDENVNISSUEIUR T
Strategic Foundation (u ORC CULTURE CANVAS

© & KEY BUSINESS D "t VISION AND/OR PURPOSE ® = CUSTOMER SEGMENT

wWuguhlugsiio Home Solution

z

9

=

3

z = and Living luUszinalne

o §sfio Home nerdoomsaoiauaanudodiu
. (Home Improvement)

T solutions & © 1 VALUE PROPOSITION D mhow S8

— iz . AU {1 klb()dum D0

8 Lifestyle ‘""w"gf fres U“‘m“ Eciency . maudzmmm_m )

'E - n:ua{n:mu\u mnulInolo = nowudy douno Cost oo,

o nownbubooBw = msdwibuaaonsoods gsfiondoods

=

L]

ATWA 4.2 dun 1 s1nguBonagns (Strategic Foundation)

— doun T: wWhsuhawBonagnsuavavAns (Strategic Foundation)

fotlusingiudhAnylumsmiiruaAdousan (Core Values) aghobus:-ansmw LWa
210SINFIUYDVICUUSSSUBVANSALUAVIA:EVEU LHavonduaaudinuaEAtYDE 080 Jv
Sududpvdnnudaouna:ubiugn (Precise) fiou Svo:awisaduiadauludns:usunmisaalu
AD MSAUHIUAS:UATBUUDVYDVANS DENVONCDY UazltHUI:aU

—— doun 2: msAurmAlisuudvovAns (Company Values)

HINavANsaWIsamKkuamdounaaandavlagasvAuldnkuigran lunmsdidussao
2:¥28lRNsUanNvAdsUIEa TN TUTUSCUUSSsUDVANSHIdag 101 dusSSUBTA LazaanULEY
AATgUY:NANETUWEVIINNSSULBVYANUNIARISINEWaIGoUA UG

as:usumsasvua:asundaviausssuavAns fiotdusvAUs:noURlUDDUENDDNDIN
AMsWcuuavAnsla LovondcuusssuovAnsikihAtdunalntdowndnssutazAduLGonG
onSwacdomsaiduviu Msdaduld ua=nsusucuavyAaINsSiuNNS:au dowacnANuaIuIsn
yavaVANSiUNSIWEsuLUay ta:ussattnuietdonagnsagivevéiu (Schein, 2010)

ANSWCUUNDVANSIVUNSIUAVANSITDAUULAzMANULTNDICUUSSSUDVANS ANSIIVLWU
uazcdaumsavnssunoltlunmMsUSuUSY K$aasuuuavicuusssulianandovAullkuIg
wa:AMdgUNGDuNSUDVDVANS (McLean, 2005)

LUdNMVIUNSILAS:RIWDfHUQNS3VLESY
SUUSSSUDVANSIVAIIBASVAU Ms3GaduNLvLtiu
miss:uUsyniua:unly (Organizational Diagnosis)
los Appelbaum (2020) 95U1831NSITVALDVANS
(Organizational Diagnosis) 2 ns:udun1sh

asoassA lumsmaudn@avAnsiunns:=au

o, . N -
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= » PO -0 » 3 = - & —_ p — _ -

avuds:duwuidlvsudivabudnndoudu na:uavluitfu JanueuzAdwAunIsALWNE
wengw3bodeaimsuavAuld laganvduuuiasvmsidodenuanchioiu Juagunudooms
wa:tUKUI8URVDVANSULY LUUTIaDVNISITOTUDVANS

rhxthilduwiuuukSaasaviialunisuuvavAnsaaniludiuds:naudva (WalkLoNk
puANslApgvandududu uaztiunmwinaudiva tkardurihoiusouAuagvls MsITAsLEIUIR
UVIRUYDVIWAGATYIUDVANS tla:S:uWURINAAAGDVIRAILAUTD

mismanuhdanmu:Ud30uuavavdAns (As Is) U daudvua:nasou s:uuAtUAT
nSwennsyAna sULUUAISIONISINAA BouIINMISSIUSILTDNA WIUMSIlna Joyanagni
mMsduMund La:uuuasumu tatdoaniu:Uoauuudd WiHUeuaumsItoduavAns Aams
thludmsweuunua:msiasuulavavAnsiiius:ansmwua=gumwnddu lagmisyoludaniu:
AavAnsAovns:tiu (To Be) (:1&m yruanss, 2563)

— —

» ENVIRONMENT %

INDIVIDUAL

expectatfions
aggression

ego ideal
dependency

— —

nwn 5.1: “An Integrative Model of Organizational Diagnosis”
010 Appelbaum (2020)
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pgolsnay

Ms30vdeIAgITpVAULUINMYMSIVEIBOUFUAMSALIUAUNHT Tagauudgiu AopvAns
DUrymuazsludooudly FodriiauidntuovAnss:Uas:Ivunduta:cacumstiudsunda
uIndu (Boyd & Bright, 2007) tn3s1nisSulduiniauatudnionisweiunavAnsitiuilona
BolsuAu dINALUSISAUNLA:dFERAUSIUAU MiRMsTdiusiutuns:zuoumstuagundan
thaule@vdu Ad wusomumsaununAiumsaswaANuRUeiHiLa:mMsUasuLUavtdootaisounu
Aen3T MswaiuaoAnsuuuidoaunun (Dialogic Organization Development)

Bushe and Marshak (2015) s:ufiv nmiswcuuiavAnsuuuldoaunun (Dialogic
Organization Development: Dialogic OD) dvaguuauyagiudAtuis

1udvngnasvdumvdvau Taoidoin
pvAnsiutglasvaswidagmedd ucidu

rWAuNSaunuiILa:MsGAdIu
HoHUI8AIUT DuANSUU

WIAT "AWsSY" WovHTLLIGeD
HINILAUS:NDUAIEUUUDYAKAINHAY
goanrruaduoINUs:aumseald
ua:ufduwususorAuluusundue

MSAANUITI ua:MsasivANUKUNY
dunainaduagudaldaonolus:auyanala:nau
Udnswangouncawnanssy ua:waawsnmelu
pvANS LINN3UYIMeuanilludnndde

uanInd Dialogic OD gotiANudATUAU "mu” Iwevlugiu:tnSaviiodoans
Jaya ucitugiuznalnranuavmsasivoAuKUIg MstdguulaomeluavAnsSotiaduuas
godulaidadmsiUdsunlaonnuRUIgUDVA 13oulal ua:suuuunmsaunuinidiugiaus:515u
doauisndowaconissug NAUAG ua:waanssuusvynains Mstasutuaviunnsododio
1IBudumNMIsWAagUISMIsaunul MsUSURITaHEDISaUNUN wa:Nsavlasunnuy:nisaunuiiu
1Bvan vruzldednu wudAadgoupvitavAnstdus:uuAdNMsSYaMSsauUYIYSSSUBIA tams
WeuuavAnNsAISIIUNISAS:AU aluauu ta:ugnenistudsundavitiadudy tnuA:Laums
S0vdsua:gonsagdulduasy

s 0 - . -
%ﬂ h r| g h TSlde ‘ a[c?ugf Share and use with credit to BEnghtside People No commercial use without permission, 29



Godu MSIWUADIWUHAINHAEIUYUUDY MSAISID uasms X ¥
Dabuscuupordaiuldaruids SoluraidaAtyuavns:udUNIS R
Dialogic OD fAaufv:thludnisuaivrindIuaDandooua:ms L X g

WagunlavnonIUKUIECEDDVANSDELADSY

nod luuSunuavmsilaguulaviotdasuudav (Transformational Change)
puANslawIsadvuwuMsiWasunlavtiilduluaiuaniuaunnaffsualiaiosinldagno
auysad udndsyoldunstaseuaNuwSauciondwlbutuau wazasrowuniiynainsldauwu
aFuvLazANULGuUSIUALUMSasvauAaRWOUS:avA Taglawi:agvdy mMsaanLuuLa:
Ha'aHaaumL‘Jauaoﬁﬂsmsﬁoaajuug‘nuuaoﬁomu AU nanuNl wa:wanssuydvynaINs
nns:au doo:rmriAuranganivosusssy tazilunsaulumsaadulolbpiwdey AUADIU
[Uududura:zAWBUBDUlUDUNIAC

2INUUDNMVAISWEUUDVANSAvaovsULuu (aun

misdusasavans (Organizational Diagnosis) wa:uudniv
msaunuisouiiu (Dialogic OD) dividaatdufiaiuisatiun
WalunIsaaNUUUIUUSSsUavAns lagmstdalanaliwunoiu
1La:USHISTEdUSIUDEIUADSVIUNISASI0ICUUSSSUDVANS
JulAdpussno duus:gndoinuudAa Dialogic OD WHukan
LpvoInuUINIVGITUAISaSIVANUKLIESIUAU MsUasunUas
WIuNIsauNu ua:nisdaiusiuusonnAu wa:mMstdladovio
wazuudAavIn Diagnostic OD tuyiviSuciuyavMsiiAdIY
wWlodcuusssuloauu Aawnsatluds:lgsdlunistiiniouas
lasuasions:udumsudv Dialogic OD 1d mswauwaiunv
aovuudnvagvikuauarvthludwadawsnius:ansniwavaa
(Appelbaum, 2020; Bushe, 2013; Bushe & Marshak, 2015;
McLean, 2005)

nanlaimsmruaAIdsuran (Core Values) Av:l0urddaAnuNISasvIcuusssy
puANSDEVEVEUUU STudDVDgUUWUZIUYDVANSILASI:RUSUNDVANSDEVSDUATU laBisy
DINMISWISTU LUNKLN8UDVDVANSIUS:E:81) AJUANUNISSIU “ghGisuindsabu (Desired)”
dos:ul3luaun 6 upv ORG CULTURE CANVAS 0uduna:noumwanunina:3cuusssy
RavANsdavNIstuLAdaullg veuzldednu davliazlasmsnuniu ANdsunDaglulouu
(Current) tuduf 5 vav ORG CULTURE CANVAS lagwoisaunnonusingagotdunioms
ua:ﬁNoagjﬁquﬁﬂssua?.ouaoqnams doorolnuanutu:nanandavua:liaoandavAunAnIo
uovovAns (Duguay-Lemay, 2024)
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(Hpg1vNSS:udIUA 2 MsAumAtiouydvdvAns (Company Values)
{u ORG CULTURE CANVAS

O LEADER
= Current

o Espoused Definition O LEADER
Desired

L

1 i i
8 mwianDusiwoo (B
| SR — —

C-: mowldfonounw A

COMPANY VALUES

:

! e
j C| msBafios:uu 1€

mwn 5.2: dui 2 msAumAiouuvaVAnS (Company Values)

gncdEEU pvANSAD Value Proposition wiunisusmisua:wiuanAduaugnaio
2100avMsUgniloAmdouAgdAuMsIlE ADWIRUDNLRULD wamisdoansnbus:ansniw
WanauauavAUAYMsUVanA (Treacy & Wiersema, 2007) dvdu mdguidwaviunis
JuLlA3DUDVANSY:Covldu “sssus@” apandovAUUSUNSSAD FollilynistauucdvoinAnu
marIvonMeudndultlda:AoutauftnvSVUDVDVANSLAY

As:UdUMISTAISANLTUAMSMETA A:RLLEY
SdunAlUaVRNUSHISS=Audo dudunuinadiAtylums
AHUQAANIY d9a1s wazuaauunuincDENVUDY
FdsufpvANsdaiio pgvlsAcU AsTdIuSILUDY
wunoiulunns:=auAdAUEIATYDE VTV twsILdu
DVAUS:NDUAD:EI8ELasy AWEDUSU (Acceptance)
wa: mMsUugudaiu (Adoption) AT8UIKL DENVD
ds:ansnmw (Kotter, 2012; Pfeffer, 1998)

Aolu MSLEasUasIvIUUSSSUDVANSALTVLNSY
wazgvdiu SucovanAuAUSIVDDSILIDSHIWRLLA:

unainsMeluavAnsaeounosy (Bushe, G. R., 2013)

HavonLNDWNHUBYNagNSUDvavANS (dauf 1: Strategic Foundation)
MsMKUOATYURANUDVDVANSDENVTUS:ANSNMWIWDAS0IUUSSSUDVANSABVEU d:ALdunS
91nMsdrusrumnRusHIsua:wunouluwsaunu Tasdduasudol
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5. SisRAGoulullaiu (Current)

PINNqufimsiUadsuwdav (The Theory of Change) musuauavasuie

o

Wduuovnsilagunlavlasdauuagiumudidu

A
Generative
Image changes

Figure 2: The Theory of Change

decisions
and actions

shared
attitudes and
assumptions

MWA 5.3: “The Theory of Change” vn Bushe, G. R. (2013)

1) nsdadulduaznisns:nuavaulusvAns

JuagiiudunaulusvAnsAa (What We Think)

(2) onamulvvruziuanaldiifumsdaduld ua:msns:rfihudvautdvua:
@5u (Decisions and Action) s:wouunAuAQuazuaduduygiusdu

(3) AAuAdua:dnduludiusiu (Shared Attitudes and Assumptions)
tHahGo=nangtbuscuusssu (culture)

(z) ScuusssuimiAaduluovAnsnateibdudvinKuadsaauovaulupvAns
nudnmwidvritdaasuuday (A Generative Image changes) lthua
JunuinfumstdsundavicuusssuavAns lagdonans:nUCDIVISNVHLQ
yovunN1sAa misdagulduaznisas:=m nAuAdua:uadudugIusdu
wa:dcuusssu (Bushe, G. R., 2013)
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misdasiHAtauiuloouiu Soadsas:AuidauludvAnss:unIwudvavAnsiudoUU
st oAdeULa:-dduTugURTaElUTIUU YoelRnswAILAC Msdaduldua:n1sns:r
soudivicuusssuidisvaglungols

ns:quifaudnluavAnsussene dodonAuludvAns
KSpovAnsLUUludIUU 18U AafivAuludvAnsAQdiv
o:[s AuuDNWAfivoVANSIIDEIV[S wUuNVIUSANCD
ovANSaEVlS DwaaNSSUKSDISAQ dadulduuulauiv
ARAUlUDVANSUAUGIUIUAANVLGEIAURAU

mwigonida (A Generative Image) mvulag
MSMMYATgUSIUAUUDVAUIUDVANS LAzICUUSSSU
puANS Bugndadindondaduoouna rhiRtiumw
gawusn a:lsApdvidavUsuusy s:udaudvhavAns
Goumssnu soufivyadaunAdyUDVANSAIUISE
(W@oudszaulkagula

6. s:uAGouAWoUs:avA (Desired)

misasionsaulky (Reframing)

A WMMeUaviuusssuUdUUlRagiusUuuunyoLduaulululduazauina
FuUudavwostuoinamwioguu (soudivAdouniUeur) tWaasionwuavauAa
Audoqa (BuorvaNoufivAiidguRwous:avAlky) lagmwiBorida (Generative
Images) dotduavAus:noudrArylunistiuasundavindnsuvovaduAa nmsaaduldua:
Asns:zrnAuAdua:dadudvgiusouta:icuusssy [3mudutadavialumsAiHua
AdeUiHUlupvAns laglawi:lunuweneiudiu OD UnoglusUuuuuay ADIUAQ D&
300 Mw 13pvta1 KEoMAWNTKLA Abwavua:asiousoduaiald wsio:nalHLAQ
A UKLUIgRAKaINHANE haguldu AN "miswouunfdgoiiu’ (Sustainable
Development) Aldgngnuitducag1ouaomwidoritiannNsowavagouwsHane
(Bushe and Marshak, 2015)

misfKua “FAidoulugound” AaoandovAUNANVUDVDVANSIUBLNIAN
WumdsundavmsifovAnsiiu laslidovAdvivdashialaa wWiuluAnw
WOululdtumsasvavidavnisiusuina BodavdvQaoisunl nazasw
usvuuaaldirnuauidniusvAns (Bushe, 2013)
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Mod35uMss=yATgURaIuLUIMY  LUINWABAHSU ORG CULTURE CANVAS {
Us:gndoinuudAauay Barrett (2002) 3vld thiausuuusiaoy 7 s:AuuavdaainuavovAns
duosunenlasvasvnguuuugnuruataulaua:wauniudadinwiu 7 duaaufdaou uda:
JuaauytiulunANudavNIsSAdogosy (Existential Need) Atdutdavsssuauaouuud ua:
AWADVMISIKATLTULSVRVIDKANTUMSHIADASSUNVKUAUDYLLYE LuuSaavdawnsalsla
AUBVANSNAUSILAN La:AISSIUINS:AUagadulU

Living Purpose
Being of Service, Future Generations, Vision,
Social Responsibility, Long-Term Perspective

Contribution

Cultivating Communities
Community Involvement, Partnership,
Mentoring/Coaching, Employee Fulfillment

Collaboration

Authentic Expression

Al ignment Openness, Creativity, Integrity, Passion,
Trust, Honesty, Transparency

. Courageously Evolvin
Evolution Courageously Evolving

Accountability, Transformation, Innovation,
Continuous Leaming, Autonomy, Empowerment, Agility

Quality, Results-Orientation, Competence,
Self-Esteem, Productivity, Efficiency

Building Relationships
Customer Satisfaction, Connection, Respect,
Listening, Open Communication

Ensuring Stability
Financial Stability, Profit, Safety, Health

Relationships

@0 00O

Viability

_ nwi 6.1: Barrett Model
(AuN: https://www.valuescentre.com/resources#BarrettModel)

m, msagsoa (Survival)

yowiuTuAnsuasvsiwamilsua:yaAwavidaiu soudvgumw AwUanane ua:

adaamwupowlinuiu AUNAINENNFauavaVANSDENs:AUT puANSAGaRgAUSAUT
uinAuluUnDyuUDS:g:auLa:AUAULIALAUIY

ml AMUdUWUS (Relationship)

yowiuluinisaswanuduwusinaundu ua:aduayuavAns asoanusdnidu
191WDVUAAWANGIURLWUNVIU LazAIWHIVIELA:AIWKWNWUSHIWDVANSIA:ANAT
AWAdIAEIAUMSILDU DY wa:msuiannumswihlganuuanuen wa-nduy

[

wnna
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mistRupruAluaulov (Self-Esteem)

yowiuluAus:ansmwua:ms3ana mMsthuuduauanangautd uazmsijoldulun
AEUNW WaWaQ ua:Us:ansnmw avAnsius:aulanvnanetdus:uusismsiudons=ao
ua:zonisudvdunetu

mswasuudav (Transformation)

gowiuluAnowanuisalumsusudd NsIHBILIDUAWINYIU 1a:NSIEUSDEY
datliow soudiomisns:duudianssy avANSAaVSUWYANUAALRUYDYWUINVIULAIRS LD
LAWDALUN

A uKdgsubumeiu (Internal Cohesion)

oiuluAnIsa310AUIKGEIULUNIV3UUSSSUILA:NISWAUUIGOAIUAIUIS

tunisatdunmissounu lagdddonadua:AMUayusSIUNU NSas1vusSSENNIALHYADIY
Bowkiluavanny

msasoanuuancdv (Making a Difference)

gowiuluamsrifs:duaniudaulsomeludndododu ua:ugionnusadnidauley
meuan aswusiasiduds:lesisiuAudugiaculddsuldsnorua winoiuua:gnAl
GovsdnitovAnsmdvasivanuuancivtulan avAnsaduayumstaulanonioangw
Ua:zddouddUDVYWUNVIU

Asusas (Service)

gowiuluRnisaudas:du 6 lagmsritiaudaulooneludndodotu ua:uee
AuLGaulgvMeuandalu as1ousseNNIAUDVISESSSU AUSDULDUADUAU LazAIU
IRUDALRUTD DuANSIBANUEIATYAUANMUSURQUDUCDdVAULA:ANUEVEU

Aol Richard Barrett [dasiodovianthauloingiiuaiiiaiavAnsAdutndau
dreAtsu (values-driven organizations) {ukuvdo “The Values-Driven
Organization” lagnanivavAnsius:auanudusouinnaaiulan
awi Barrett 95U18 MSHAMULTNDANUGADINSUDOWLNVIU  HED “SoRwlinviu
tRAtuAY” WunuuodArulunisadvovAnsAdaussau:ao apvAnsatuayuwlinoiu
(UMSORUAUDVAIUADVNISUDVWINLYT WUNVIUD:(DUAUDVAIES:AUAILKNWUNGD
ua:tGutoihAnuyolu tazAwAcasvassAuIElunisioiu (Barrett, 2013)
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dodu WalFmMsAHUQAGEURANDVANS V18 AsudulazrmiRuuld 31 AdeU AfKuQ
Juududnoiuanandov [AWadaWSUSINGIULBYNALNSUDVDVANSDENVEUS:anSN W ORG
CULTURE CANVAS Sulhuudnivuov Barrett Values Centre (BVC) (Barrett, 2002)
uudurdolumsworseunsfBuaAteuyavavAns lagthdMagwAmtguran AGAULWSHaTE
UISOKUIQHLUA:US:gNAIBUS:AuduDINAIUGaDYMISA 1-7 1BudInLsVldduwugIulusu
s:AUgodU ua:uUoWalRGIedudude aonlu 3 ndu ua: I3druanuaiddanus A B C duld

6 AiliouWadousou (Service, Contribution)
~ (mMwni 6.1 Barrett Model 2:10u s:dui 5, 6, ua: 7)
ANSWCUUNTaAMUAINSAUNISHIVIUSIUAUYDVAUNENlUDVANS taztdoulovnis

dduviuyavavAnsiuUs:lesusiufiiuypvridaduladdulds soufivosSusssuMs
dLdussAvNSURQBRUCDAVAUDEIVEVEU

Hurmiliey Erychalogical Safaty Big Pictiine Wiew

MwA 6.2 AMG8ULWDEIUSIU (Service, Contribution)

e Adouwamsiasuulavua:wauun (Transformation)
~ (mwn 6.1 Barrett Model d:18u s:dun 4)

mMsUSUCHIa:WeuLuwavwlinvIUREudaLiny aluauunisasioudanssy soudv
misialomatunisdaiusiuvavaundniuavAnsagotdu

Divarsity

MwA 6.3 AMdgutiomsiUaguulavua:weuun (Transformation)

C%\ . Aldsuwamsagsaa (Survival)
(MwA 6.1 Barrett Model 2:10u s:dun 1, 2, ua: 3)

misuaivrwarilsiunsdtduviu (WaapUaupvAUADVNISTUWUZIUUDOWUINVIU
WU AUUananY ANWUUAYAIUEIaAMS SOUEvAUAUWUSUDVALNBNIUDVANS
HSDAIWAUWUSCIDaNAT QapadUMSUVUUATUNMW Wawaaua:us:=ansniw
ASALGUVIUUDVDVANS
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Ccaruption Unptanned Friandship ek Securiny Sell-Discipline. Exscution Efficienc: Y

Canflict Canfusen Family Leayaty Blanning Resliabllity Prosfie

Diserirmination Information Hoarding Caripg Bsrganal Grewh Simalicity i Cost

Gosip Manipulation Liszaning Skills Dewelopenant Aocuracy Experiance Financial Staility
c Jealaugy Pawar Tacpact salanging Prudsnce Expertize Autnmatian

Blams Cantral SUppcrtive Employee Deeognition Meatress and Ordar Compatence Logic

Sab.Mofense Hierarchy Communiration Brida Porinct Compatition Frahlnm Soling

Bulbing Bursaucracy image Procosses Ambitious Sharehoider Yalus

islence Amrogance Beessibility Systarne Guifpalisnt Deganizarnal Greweh

CHaos Passiva “atety Dieraen 2 Eatth usliny 1603 Hrsurs rustniTar satistacrinn

Aguressive Patience Haalth HumngFun Chstnmar-Tanrric Bhowt-term Frocus

WA 6.4 MdguWomsagsaa (Survival)

171 15 . € 11y ialde '“Fu{.
Value Bank (Current) i Value Bank (Desired)

o s o [ [T p———————————— ey e T = e e e
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WA 6.5 AdGeUMULUINIVUDY Barrett Values Centre (BVC)

Dialogic OD practice as a ‘onscious intent to engage

the whole system in dialogue and synergistic relationships

in such a way that: mental models are surfaced; new
knowledge, structures, processes, practices, and stories are
collaboratively created and shared; and diverse stakeholders.
What do you practice voices and perspectives

are heard. (Bushe & Marshak, 2009)
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91nAINa1DUDY Bushe & Marshak (2009) s:uiuudUfjuGuoomswouuinvANSLUU
[@oaunun (Dialogic OD) Huigiiv ANUAVDEVTAAUNSaZIVASUIUNISTEIUSIVUDIND
S:UUDVANS WIuMSaunuIla:mMsasvANuduwWusSLuUIEasuwavdonuna:Au (Synergistic
Relationships) lagiZaviaimeiuavAnsv:anasvdusiuAuLa:tnunaaagvbaiusIu nny
gorawuilfmdsoua:yuuavikansaevavidauldaudsldsumssuwoagiounosy

{udun 7 ORG CULTURE CANVAS :10unssausiuyuuaviwaasiny “daanavsiunu”
(Consensus) unisATKuQAdgURAN IOEJLGUmsﬁc—busiamﬁaa?mn:nugémfjUlﬁwao
(Ownership) upvAUlUDVANS Hoo:WdNstUNOIN Desired Value (@5uf 6) AIGDINLYULDOUDY
r?\lu'uémsLLa:wJnmuua:ﬂmuwnﬁﬂssuﬁaaona‘aoﬁuucia: Core Value

yuuavupVith (Leaders Perspectives)

GomthoIALAUNLA=S=AUEIVE LISOUWAAY Buds:aumsal
ua=UayaldadnnHaINKa1ev=yILlRNS:UdUMSKUQATYUDVANS
JAWASUBIU ua:0Us:ansniwuingodu

1dovuavwunviu (Employee Input

puANSAISIHAD WA ANNAULFYVUDOWUNVIU LLAzSOUSIU . @
JalauaiuzoInnns:Aau WalRuUlo31AdguDvANSa:MdufivATUA .n‘
upvRAURY:tMUUUGLa:USUIBTugiaus:515u

HavOINAS:UAMAWAAT8UIHLON Core Value Bank Svo:auisafsuaAdouLdo
waanssu audIDENVLUINIVIUMSAIKUQATEULBOYWAANSSU Aol

(1) woistumnwaulunsuaussau: (Core Competency Dictionary)
lagwostundaghowndnssula:anuau:zAa:NauiivAdouucazfds wu
fudtuusssupVANSAdaVMISLVLUUAILAUISAlUNSUSUGIAUaMIUASET
261057018 WUNVIUD=aIUSAUSULUASUWANSSULA:DSsSSUluMSioIu
UDVAULDY IWaTRUUTDAVUS:anSwanisiiviugoga luaniwidadaunis
rhviutuulaun KSawlinvulupvANSAEVIaSUAdEUNISUSANSINANAIY
A WLWuaa d:ApvmMamsal S=y Ua:0audauavldusncioAILaDVMISLLA:
ADUAOKIVUDVaNAT Wudu (Warier, 2014)
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Avd ASWIISEUIWDUIUASUAUSSaU: 91IdIWatduwudmotunsAiKua

waanssumuAdsulaidovdutiidu WiovoindondAtydhHsSunsAHUQ
waanssuna:NaurdeuavAnsidagnvdvéiu AonmsAdndvnuldusssusia
1La:anQAADVAUCDAUUDVDVANS

misus:gndldinaldntianisaiaiAny (Critical Incident Technique: CIT)

D 35MISIVYBUATUNMWATBIUAISSIUSIU La=DLASIEKIKAAISEILaWI=ND

wans:nuagvbusdAty Wo:1W0uduudn HSoAWwaU CDADNSSU KD
Usingmsadlausinamisaikty laginadadldsumswouuilag John

C. Flanagan tul 1954 laguotiutFasungitianisaiilnans:nupgvi

usdAtydaanurunisiiviursSanIuawsauavuynna (Flanagan, 1954)

WorAaaU3AUluBVANSAISTaNUTUDENVIS Jvd:dvlasuliussallinuIg
muddunAu (01am yryanss, 2563) lasmsus:gnal@inata CIT awwisn
13uINMSUNGvIHaNMISTIASIATYIGUBAIUNISHTIVIUALAQVWOANSSUUDY
yAAadvanaufivAildoulurdTaciva D1AtunDaSKawnanssUIUIKaAISEU

dona1d wathuimrualduAdsudownanssuno=aotasuiunnAuluavAns

Jauaa

Wwldog1onndovla:anaAaDVNUAIIUATORID

dHsu ORG CULTURE CANVAS dunldsncagiolussioiiginu Home
solutions & Lifestyle udui 2 Svawisnencnog1lus:unsAURIANISUUDVDVANS
(Company Values) latudomwai 7.1

(Mog1v (u ORG CULTURE CANVAS

© LEADER
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| Drive for result
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. unasu

MSa$1v3CUUSSSUDVANSAGVEU AISISUAUDINMSWIISAUISINTULTVSSAD
(douf 1) WalRMsoanLUUATtEUDVANS (dUR 2) TAWEDQA3DVAUAANIVANS
dduviuna:saanuiRuAnsy Ns:udsUMSsAvna1dTLTudovIAsNISTEIUSIUDIN
AOWUNVIULA:USKISNNS:AU WIUMISS:aUAIUAALRULA:NSASI0TDaNAVSIUAU
(Consensus) Bvo:¢d8avlasun1suauSUATSUIKUDEUADSY ta:fdlRAOAI U
JouusauauiumsdutrdaudcuusssuavAnsiugaoiudisongvgoiiu

Brightside People Svasivinsaviio
“ORG CULTURE CANVAS”

lumsaanuuuAdsuavAnsiawisathlUaviarmidiow

lagasomsdacusduyDVWUNVIU UAzWUSHIS
TosftviivanuibudiauvavavAnsMnAtuAl ADLLED
wa:uudMoUAUa twatugadudulugmsasiviuusssy
avAnsnv:thlugithrusuavavAnsiddomw

[a1u1snm?tﬂuaa ORG CULTURE CANVAS
avuiaulan: https://brightsidepeople.com/org-culture-canvas/)

(ogo (u ORG CULTURE CANVAS
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For further guidance or
consultation

Contact Brightside People Consulting :

M 093-932-2445

Visit our website :
https://www.brightsidepeople.com/

Follow us on:

) Youtube :A Cup of Culture

€) Facebook: A Cup of Culture
&) Spotify  : A Cup of Culture
() Tiktok  :A Cup of Culture

() LinkedIn :A Cup of Culture
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