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BUSINESS GROWTH
Strategy & Financial Models =,

nagnsovrAnsia:luinanisivu IWovuindoussislf@vlamuuions:lan =
- . —_— =
F = —— —

auAnsssivnalaninastinagnsivstyiAulanuuring
ns:Iam (Business Growth Strategy) og1wsoitioue
Tinssoudovesnanssun1IssivdogifuwaUsznounis
lluundAcu “Synergies” 910 AUAINRGDIIUBINAYNS
(Strategic Fit) n1slAighuanAn (Customer-Base) N1siJ
91UN9WNVIA (Monopoly Power) n1330U§Sﬁ0TUIIUOﬁJ
(Vertical Integration) Butiusisavrdnsiine:Tgssnssy
NINISU (Financial Transactions) ﬁﬁ'ﬂﬁadﬁnswﬁu
inulanuurions:Innagidususssu Tain nasaousou
N9n1S/AsaUASaININS (Merger and Acquisition —
M&A) n'ISI\'I"ﬁ';aﬁvn']STml'[ﬁﬁuﬁﬁu (Leverage Buyout -
LBO) n1ssaunuritssn? (Joint Venture - JV) n1saanu/
N1SaANISAIUAN/NISIANSSTY (Divestitures) Na=soufiv
ssnssunnsiIulugunuudug
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“lassiuiiivgriiagaiosiandiAny” mnssielimsiuinimantiognogad HSossa9
navwdrymsanANAIVdIIvuwanlavamannssu (The Disruptor) fginanfisiav
mlomavensssialiiavlnagusaniSanuuiions:lan WellalomalAissnasSyiAuTn
Tus=g=gosiold

f GAIN PRACTICAL INSIGHT
& REAL WORLD CASES

191:annagns

BUSINESS GROWTH STRATEGY: N1SSOUMIVOININSSUNIISSANUU

SYNERGIES: M&A, Leverage Buyout — LBO, Joint Venture, Divestitures
lazssnssunwN1sRUsUuUREIALY

luiraus:iduyaAINNIsivu

Financial Models for Business Growth [n&law: Strategic Fit,
Customer-Base, Monopoly Power Vertical Integration, Financial
Transactions ArhiiedAnsawsniestyiaulanuumons:Inallawa
agilugusssu
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nagnsovdAnsia:luiranisivu IWeTuindaussielfiAulanuuians:ian

0 agwleiSaumsivsyiAulnuuninons:Inm
(Key Understanding of Business Growth)

> nisivsryiavianuumans:laanuenvo:ls

il
I;luy (What is Business Growth?)

powdAYidanagnsvoumsisyiaulanuuians:lnn
0
54 (Strategic Importance of Business Growth Strategy)

N JUUAINNMSHUVaINISI9SYIALIAILUN9NS:IAA

O
%‘: (Financial Aspects of Business Growth Strategy)

(2 InAuanodAnse-WsutinagnsnsisstyiAvln
wumans:Ina
(Rationales for Adopting Business Growth Stlﬁegy)

ddswanaunigluavAns

N 4
CJOX

74~  (Internal driving factors)

- Jedswanaun1guanavAns
DG y
=\; (External driving factors)

msuUszidulonanosdnse:TnagnsmsisstyiAulanuuinons:Tna

uldm
/4
E} (Opportunity assessment of Business Growth strategy)
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sUnuunagnsnasiesryiaulrnuunians:lnn D
(Business Growth Strategies)

oy N1SASOUASAVIIA=NISAIUSIUNINIS
E(_ (Merger and Acquisition - M&A)

5o N1SASOUASANNINISAIYIUN

—) (Leverage Buyout - LBO)

L N1SA1N9N1SSIUNU
&I (Joint Venture)

nisanAnu / N1saAN1ISAJIUAL / ﬂ‘lSIIﬂﬂQSﬁO

(Divestitures) .

s'snssum\lmsﬁu§ll||uu5'u'| iammsnaﬁuaqunaqns’msw§ty
iaulanuun1ons:Iaala

(Other Financial Transactions)
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O ns:usumsnagnsnisissryiulanuuiinons:Tnn
(Business Growth Strategy Process)
n1AgIuIVAfaunuINIa: hU’anQ\lUUEIOUInUOVQ\ﬂUHS usuUNISy

{,'L(“‘ (An understanding of key participants in the Business growth
strategy process)

AooT N1SASIVADUIBINAYNSH
: (Strategic audit)

nsiKnuAIlIKUIEIBINagns«
@

O (Identifying key strategic targets)
mstissnssuliiiaSeau
(Completing the transaction)

msAulumskasaniiissnssuiasedu

\ U
4

@ (Post-transaction implementation)

. 17T B
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AF1EH
13.30 - 16.45

o luinaus:iduyadnInsiTunliUsznaunasiia

nagnsmisisyiaulnnuunons:lna

(Financial Valuation Models to Support the Formulation of
Business Growth Strategy)

inruanfavisluirads:iduyadnemsiTuds:nounswasLn

e S Ly ¥
nagnsnisiesyiAulauuions:InA

[=> - Y

(Rationales of adopting financial valuation models to support the
formulation of Business growth strategy)

— undualuirads:z1iuyaAnn1siiusunuumg waumsag

—% (Presenting various financial valuation models with examples)

N asUVoiawaranidneziiavutuns:usumsnagnsmsiestyiAuln
@ nuun1ans:lam

(Frequent repeated mistakes when we conduct Business
growth strategy)

Volauanuzwelgusuusumsadunisiweldnagnsnisiesiy
i_%ig inulanuunons:InRtADUS:-answa
(Implications for improving the execution of Business
growth strategy)
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O nsifinunus:gnsisaninsinisainuase D
(Case Studies Modified from Actual Business Growth Proposals)

msiagelsvuwanamsiussuvuralnnjirvki
@ (An acquisition of a large food-processing plant)

msivaBalsiIuwanRaMISIUSSUVUIANANINAIKT
&

An acquisition of a medium-size food-processing plant)

mssounuWarirBonanasssiasuaIms

)\ (Forming a joint venture to acquire a restaurant chain company)

msigoRuRInsgUlesalasikuniy

e

(Buying a common stock of a superstore company)

END OF THE PROGRAM
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nagnsmisiastyiAulanuunons:lan (Business Growth Strategy)
y=duwalrinanisidasundavsunuunisninssivogwiiuadiny

WuSmsusioulatiuwans:nuvodnagnsiinaid nunetunas
neuaNadANns Buisnanusawastundu 3 Ui (3Cs) NdANUALWUS
Auaganenluls Uufo avrns (Corporation) anA1 (Customer)
Iazn1sINVITU(Competition) IAgn... —

DARIUDVANS (Corporation Aspect)

mstnagnsinunanodvualfiianisilasumeluavdnsodwidedrAry KU
NAN1IVoJouAns (Corporate Direction) VOUIVANISII18SNY (Business Scope
and Coverage) lasva$1vovAns (Corporate Structure) nM1s3ANIsAU (People
Management) N1S9AN1SN1SNU (Financial Management) 1Jusiu

UAR1uanA1 (Customer Aspect)

i = o= oo . .: e » . .
| i mstnagnsanaodiwalfifanisilasunlasiineaiiuanfvodadrdng o
_~  Twgnd (Customer-Base) nduanfinidinungvouussn (Targeted Customer
Segment) fanssun1sAanA (Marketing Activities)

DAARIUNASIVIVU (Competition Aspect)
- nslgnagnsavnanodiwans:nusadiisvutuanairnssy o1 Iasvas
qmamnssmdé’auudaa (Industry Structure Shift) AsWIVLTUTUNSINGTUIWL

VU (Higher Degree of Competition) n1siiavuvovinalulad
mans:lAm (The Emergence of Disruptive Technology)
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KEY
TAKEAWAY
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The Business Growth Approach

The Business Growth Approach in Real World:
Strategic & Financial Perspective

Strategic Rationales

Strategic Rationales for Corporate Strategy to Drive
Business Growth to Succeed

Demonstrating & Highlights

Demonstrating & Highlights of Financial and
Targeted Asset Transaction Process

Financial Valuation

Financial Valuation Models Adopted to Justify
Business Growth Strategies

Mistakes Frequent Repeated

Mistakes Frequent Repeated When Pursuing the
Business Growth Strategy

Insights & Implications

Insights & Implications for Improving the Execution
of Business Growth Strategy
| e |

Lessons Learnt

Lessons Learnt: Financial Valuation & Corporate
Strategies for Business Growth

In-Depth Discussion

In-Depth Discussion on Case Studies Modified from
Business Growth Projects

e
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MEET & CONSULT
with the Expert...

Dr.Phutthisith Tungsirihirunkul

FORMER CEO & LEADING
EXPERT

Dr.Phutthisith Tungsirihirunkul has extensive experiences in strategic
management process covering strategic formulation, strategic execution and
strategic evaluation as well as strategic risk and corporate transformation.

He also has specializations in business development and customer
relationship management.

Furthermore, he has expertise in financial modeling especially in project
feasibility analysis and post-investment review, but also in the inorganic
growth strategy evaluation.

FUNCTIONAL EXPERIENCE WORK EXPERIENCE

® Corporate strategic planning, business
planning and marketing planning

TMB (now TTB), AVP - Corporate Planning 2006 - 2008

. - ® SCB, Manager - Corporate Banking Strategy 2008 - 2011
® Project feasibility study and post-

investment review ® Thai Smartcard (CPALL Group), Deputy
BUSi devel t and retenti q General Manager (DGM) - Corporate 2011 - 2013
® ;JSItneS.S Ie.vetopmen an rf ention, an Planning Office
strategic client managemen ® Deloitte (Thailand), Director - Client and 2013 - 2017
® Business model transformation Business Development
® Motivation and leadership in executing ® Siam Piwat, Acting EVP and SVP - Corporate 2018 - 2020
strategy Strategy
® Organizational performance evaluation ® Bangkok Ranch, EVP - Strategic Planning 2020
and individual performance . . .
P ® Von Bundit, CEO and Executive Director 2021 - 2022
management process
® strategic risk management ® Assumption University, Lecturer 2010 - Present

® Corporate transformation management
(project management office - PMO)
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nagns WoTuinAoussa
uviAulanuunans:Ianlu

Class Timetable

| o .
When: Online Registration nangasnwlng
6 JUNE 2025 http://www.omegaworldclass.org/register-online/

Where: E-mail: 8.30

. Register & Morning Coffee
Grande Centre Point conference@omegaworldclass.org
Ratchadamri 5 9.00 - 10.30
CONTACT US by i Program Commences

089-692-9900 e ; 10.30 - 10.
02-158-9892 b F* Morning Break

10.45 - 12.15

Early B| Program Commences
Registration Fee Regular Price B finsnimadu!° 12.15 - 13.30

Lunch & Networking

Fee Per 1 Person 18,500.00 Q 12,500.00 13.30 - 15.00
VAT 7 % 1 295 00 875.00 Program Commences
15.00 - 15.15
Total Amount (Bath) 19,795.00 13,375.00 Afternoon Break

15.15 - 16.45

***Any updates on date or venue will
be promptly notified.

\ = I fauuurvamOuToing | | oo e
3 F EAHLYBIH !u‘_:” Suan5anngouNBIA 200% | | oy of program

**g1U18nN1BAN (U 918 3% 16
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