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(2012) wu 13 Inavesnnud lluazndudiuaenu nszuaums
a a J 9y a [ Y Y
nagsnanazionssulueeans 2) AUsmisszaugeaselnms
aruayu U MsuSMIssamsuuuliaiusin s lianiu-
ddnueenisianis lgguniu i lannuanisa Taglniu

4 1 9 . . = 9
YBIDIANT 3) mmmﬁumayja (Information sharing) ¥3UDYA

v
A a

~ ] 9 o 9 ~ Y 1 ) 9

Muaudens N aINADINIT YANUYNABY UG A
tagiigananoMsUPinau tay 4) szuumsialssansam
(Business Performance Measurement System) MI¥ouToany

o s Y o o A Y @
’Jﬁqﬂigt’f\‘]ﬂ mﬂmw’m mimiwqmmgﬂmamaz‘wunm

a o

] 4 a 4 Aa oA [ ] [

TUTHUN INANNNY LLASAUS !,Lmﬂg]wflumﬁﬁmmﬂmqﬂmu W‘Jﬂﬂﬁ\‘] ﬂ"lﬁﬁ%}'l\iﬂ'ﬂllﬁﬂ-
o 1 Sldy 9 . . .

(2552) WUTTEHIIAGDUALHVIY (Buyer-Supplier relationship) LA

] A 1 4 . Yy
ANUTIVNUDTLHNINNIOIANT (External Collaboration) 1éun 1)
d' 1 4 . [

ﬂ1§!fb”01l18\13$°ﬁ'31\1@\1ﬂﬂ3 (Integratlon) 2) ﬂTi‘].]ﬁ‘U‘]J?Qﬂ']ﬁ

) U q./ 9 1 1 o
NMNIUTIUNU "lmm MR UN Muuetunadse Tow

d‘ Yy o A o o w d‘ Y a v Y
NATNN 2.3 Q’Jflﬂﬁﬂﬂiﬂﬁ?ﬂﬂ’ﬂﬂ‘Vill1ﬂﬁiﬂﬂW%Wﬂﬂﬂ’NNﬂ{lﬂ)ﬁluﬂﬁ’mEJllﬂ’ﬂ

“umﬂﬁﬁmumﬁﬂmﬂcﬁqﬂmu (Supply chain management practices: SCMP) ” MU0 Na-

4 a

7 FY a2 [ a 1 ' ¥ A
1/]“51/]’ENﬂﬂi‘lqiiﬂﬁ]Elﬁ]fcl,uﬂ'liU§W15%ﬂﬂ1‘iﬂigﬂ’)uﬂ1illﬁ$ﬂi]ﬂiiiJGﬂ\? 9 maﬂimqﬂmu NN

o2

a 2 J a 1 4 o @ a a 4 a 1
Lﬂ@%ufl1Elﬁl,u’f]\‘]ﬂﬂ‘il,!ﬁglﬂ@i$‘ﬂ'ﬂ\?@\1ﬂﬂiﬂﬂwuﬁllﬁi‘ljiﬂi] Lﬁ’f]ﬁ%?diﬁlﬂﬂﬂ?1ﬂ‘iﬁﬂﬁ@!mg

Y &

[ v J =K A 1 9 A A [ [ =\ a Y [ [
ANMUTUNUD i')llf,NiJﬂ1iLL'IJ\1ﬂuﬂl@ﬂaﬂlﬂﬂﬂﬂl@ﬁ%ﬂﬂullagﬁﬂu Nﬂ?iﬂ@ﬂuuﬁ@ﬂiihiﬂh 9

U
Y

A o [ A a & @ ~ a é’ 9 9
uazNaununziuIanssunavululgtiunazfaznavulusuiaauily Taele

q

maluTaglumsaduanudouTesdoyaliinalseaninmgeganasa Tagniu sawdena-

Y A

oA a v o Jo
gn N 1FlumsuSmsuazainanuduiusnugnduiionsaouaueInNAeINs Iagega

Q Y

5.2 tldananuazdnlsmnidfialumsdamslagimu
Y o 4 @ Aa oA
VNMINUNINITITUNITY Ivsannsoagiesdilszneuvesduilsuunlgialy
1 9 Y
m3ians lsginiu (SCMP) Aldluauasensadl Usznouaies dalsdunald S1uu 5 éa-
Yy 1 o o S
utls 18un 1) M39ANI5NTZVIUMST (Process Management: PM) 2) Wianssuuazina lulad

(Innovation & Technology: IT) 3) mMy¥eu Toansove (Network Integration: NI) 4) P13 IR
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9

4o3a (Information Sharing: IS) 11a 5) MIAFTNANNFURUT (Relationships: RL) HLLEAIAL

nnilszneun 2.12

MIAMINTLUIUNT

(Process Management: PM)

wianssutazing Iulad

(Innovation & Technology: IT)

wulialumsvanis Tgglmu " —

m3rouleensov1e
(Supply Chain Management
(Network Integration: NI)

Practices: SCMP)

' 9
m3uiafuveya

(Information Sharing: IS)

@ o J
MIa3 A NUFUNUT

(Relationships: RL)

mwilszaeuil 2.12 sadilsznovvesuulfialumssans laginiu (SCMP)

5.3 mydannlfialumssamslagumu
Ao ldanadudsdmiumsdauuiniadfianistanis Ieguniu (SCMP) &4
awnsada lamedndsdunald (@wnmiszneun 2.12) TasliseaziBeauazd19oumas-

AU AUAAININATTIN 2.4

4 { o J a oa [ 1
ﬂ]ﬁNﬁ 24 ﬂ”li‘VI‘U‘VI’J‘L!’JSSiL!ﬂi5ML?]EJ’Jﬂ‘]J?Nﬂ‘]_li$f‘l’e)‘USIJ?NLL‘L!’J”]Jg]ﬂﬁiﬂﬂﬁﬁ]ﬂﬂﬁi%@ﬂvnu

(SCMP) HAZUNAID1D

snilszneuvessals SCMP 338/ 3IT M3
NSIANMITNITEUIUNG Chee et al. (2012); Horatiu & Daniel (2012); Kenneth et al.
(Process Management: PM) (2012); Pi-Feng & Chung-Shing (2012); Vanichchinchai

(2012); Dario (2011); Lori, Daniel & Kaushik (2011); Saeced
(2011); Vanichchinchai & Igel (2011); Anthony (2008);
Kenneth, Dwayne & R. Anthony (2008); Suhong et al.

(2006); Chinho, Wing, Christian, Chu-Hua & Pei (2005)

uIANIsULALINA 1y 1ad Kenneth et al. (2012); Lori, Daniel & Kaushik (2011); Mei &
(Innovation & Technological: IT) Qingyu (2010); Anthony (2008); Chang, Hae & Eun (2006);
Chinho et al. (2005); Lin, Moore, Kincade & Avery (2002);

NITNTNYATINNITY (2559)
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M15199 2.4 (7D)

eaniszneuvesianls SCMP {39840 3910135
Mo Toaunsove Baofeng (2012); Horatiu & Daniel (2012); Pi-Feng &
(Network Integration: NI) Chung-Shing (2012); Frank et al. (2011); Lori, Daniel &

Kaushik (2011); Pamela & Pietro (2011); Peter et al. (2010)

mmﬁqﬂu%yﬁ Chee et al. (2012); Horatiu & Daniel (2012); Kenneth et al.

(Information Sharing: IS) (2012); Dario (2011); Frank et al. (2011); Lori, Daniel &
Kaushik (2011); Vanichchinchai & Igel (2011); Peter et al.
(2010); Trond (2009); Stanley et al. (2007); Suhong et al.
(2006); Chinho et al. (2005)

Msadanuduiug Chee et al. (2012); Kenneth et al. (2012); Vanichchinchai
(Relationships: RL) (2012); Dario (2011); Lori, Daniel & Kaushik (2011);
Vanichchinchai & Igel (2011); Anthony (2008); Suhong et

al. (2006); Chinho et al. (2005); Photis & Meko (2005)

{ [ U I3 Aa oA @ ]
11nA15197 2.4 Faseaglldesdlsznevvewuidfiialunssanis TagiUniu
9 o [ Y o @ = = dy o ,é’
(SCMP) Usznouaie aauilsdunald s1uau 5 @uls Taeliseazideansounguilon Al
Y
1. MSAANTNILUIUMS (Process Management: PM) ﬂﬁﬂﬂﬂgmﬁﬂﬁﬂuﬁiu‘um
[ 4 [
M359a 1A59631909ANT (Organizational structure) (Chee et al., 2012) uag Insaa3 19 Taginiu
4
UDIDIANT (Supply chain organization) (Vanichchinchai & Igel, 2011) TasmseonuuyInsiaiia
o v a A4a X ¢ o q Ya
uaznszuaumsinuldaseuaseuagunn q nenssuinaduluesdns sz ldinams lva
4 Y Y ] . = a @
YBIBIAANNFUVINHUIPIU (Cross-functional knowledge flow) UMITVIMITIANINTEUIUMNT
Y
(Process management) NITTVUMIHNBUIY (Training) mimn’mwammmiﬁauf (Bench-
Marking learning) (Chinho et al., 2005) 53 VVVIHITIANITNTWYINTYAAA (Human Resource
Management: HRM) 32UU@U (Lean system) (Vanichchinchai & Igel, 2011) TagmuiuaszazIan
M3AIUAN (Control spans) TUHAAZNINTIN (Chee et al., 2012) TUMITVIHITIAMINTLUIUNT
Y
1 a a ] a o I )
a1 q Iaiilsz@nsam1duin dusmsszaugedesiinmzanuiludi (Top management
leadership) (Chinho et al., 2005) uazdoeliniseiy YU (Top management support) (Chee et
a 4 g}/
al., 2012) ’Jms”lzml,azmﬁauﬁ'm“lﬁ’ﬂiunmgmm (Lateral involvement) (Dario, 2011) naly
ﬁ'mmiﬁ‘i’wm%’wmﬂmazmsﬁu (Provisions of resources and finance) W52UUNTATIVET OV
nMsaanu SmunAalnaamsodeunduniosniannmsasyu lAudA (Investment recovery)

[ o [} a 1 [
(Kenneth et al., 2012) taz Iuynz@e1nueIAnIAalnNNT VRS0 UADTIAN (Corporate
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. ey eqe 2 7= Y o 9 A A
Social Responsibility: CSR) (Saeed, 2011) uﬂaEm‘ﬁﬂmmm@,ﬂﬂﬁwummwmw%umu
52uT104ANT (Employee involvement) (Vanichchinchai, 2012) Taouswisdesiiaausaulunn

A . 1 [ a < o .
] NINTTV (Management involvement) uazndeunzsulanNuAAR U0 INITNIIU (Listen to
employees) (Chee et al., 2012) a1 lauazseusudsnnudAYIoINIIUIHITIANT 19-

] 4
gUmuuaziinnuinlatsanuauisoluTdgUniuvesesAnsvesau (Understand supply
chain capabilities) (Chee et al., 2012) 53uATNMIMHUANAYNS TUMTUSHITTANS TagUn1u
(Supply chain management strategy) (Kenneth, Dwayne & R. Anthony, 2008) NTIWANTZTNUAD
Jd a A g J 4 .. . . .

ﬂaq%ﬁL%Q‘]J’Jﬂmﬂuﬂiziﬂ%uﬁ@’ﬂﬂﬂﬂi (Positive strategic effect) (Pi-Feng & Chung-Shing,
2012) Taoluuaaznanssuveslgguniudesiinnueangu (Supply chain flexibility) (Horatiu
& Daniel, 2012) H52UVNTIUHUIUAIUNTHEN (Plan-Advanced planning systems) o
MTNTLIBAUM (Distribution) (Lori, Daniel & Kaushik, 2011) UMSUTHITIANITNTLUIUNS

a a 9 . Y A < I a @ d A a Y
Was e A1 (Production management) (Anthony, 2008) Tvnevasvauilunannuivsodaunl
o & A Yo 9 Y a A
diu3eginlnanuanudesnsveddus Inauniga (Postponement) (Suhong et al., 2006)

ya o a a a oua Aq Y a o Y1 o
9 ﬂﬁ?ﬂuEJTJJHN‘]JalI@ﬂ'Iing"UEﬂJlﬂJ@VIGI,"HGlUﬂTTJi]lelﬂTI “NI1TAIANITNICUIU-

=

v P
1135 (Process Management: PM)” H11889 115U3H159ANITNTZUIUNITAN ) MAATY 150
= A o oa ¥ ¢ ¢ P y v ¢ o
Meatosnuinssunimelussnnsuazmeuensnns laun Mstalaseadaednns n1sia
Tasead e lgglniu szuumsinousy szuumsasivianansizou Taedusmsszauga
sﬁ’mﬁmazé’ﬁw (Leadership) uaﬂﬁ’maﬁﬂ’uﬁuu (Top management support) UILVVUNIS
MIHUIIUANNTHAN (Advanced planning systems) HAYTZUUMINTZAUM (Distribution)

Y
2. winnssutazinalulad (Innovation & Technology: IT) AsoUARUILBY TUAIU

~ Y

o & = [ = =
wouuInutazanuiuiufzdestimsaieuianssutazimaluladlugaamnisudnlan
(Chang, Hae & Eun, 2006; Mei & Qingyu, 2010; Lin et al., 2002) Tagiiugaamnssudland

v = = ' <
mmﬁ’mwaﬂngugm (Chang, Hae & Eun, 2006) mumsaaiainsiasunasedissiatg

[

' Y Y
HguAT UMY TANNMANTINHAMIAUTUNIUGIIY 11NgNAT 1azINNITTINITAAIA

'
A v A o 1

a o =~ J
T@mmmmiﬁ’mmﬂiuiaﬁmﬂmmiwmmagma@nm (Lin et al., 2002) LaZUNITAANITYU

Nuswaagadimnssuanldnszlimsuvsiunuluduianssuuazmaluladodaguusa

Y
[ Y 9

2 Y A K| o & 9 Y 2 a FY 7 Y
HINVU ANUU A LﬂEJ'JGU@Qi]Qi]']lf]Ju@@ﬂLiQW@JUHWﬂIUIaﬂllagﬂ'J’lllﬂﬂﬁi’]\?ﬁiiﬂbluﬂ']u

a o

o 1 v A 4
UINNTTUAN €] DINBU ms3ldsHianiens (Quick Response Code: QR Code) w?amsszu%’aga

[

A A

RGN 9 Taeldnaning (Radio Frequency Identification: RFID) (Chang, Hae & Eun, 2006) D13

E]

a a [ 4
@i’)ﬂll“].l‘]JE‘]JLL‘]J‘UﬂTi‘]_ISﬂ”Ii (Service design) N159ONUUUNANNUN (Product design) (Chinho et

al., 2005) N15U3H1T9ANITAIUGNAT (Customer management) (Anthony, 2008) N15UT N1

a

1ANIAUNNUBIFUNA101005WI0NAN (Supplier quality management) (Chinho et al., 2005)

U
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o =R <K A Y . [ dy
ﬂ'lﬁ@@ﬂL!UUIﬂEJﬂWuQQQﬁQLL'Jﬂa@N (Eco—des1gn) (Kenneth et al., 2012) ﬂ1§ﬂ3ﬂi'ﬁ]ﬂﬁ$‘ﬂ'}1«!ﬂ13
o . . a [ 4 .
Tun15%1971U (Process reengineering) NTUTHITIANITAUNINUUUDIATIN (Total Quality
Management: TQM) LL8& N1 UAIUTINVDINU N (Employee involvement) (Chang, Hae &
I 9 o = a 4 = Y
Eun, 2006) Wudu dagiudszmalneiinsznsrinemanivazimaluladuazanniu-
=< I Il o @ A o =
ﬂTﬁﬁﬂHWlﬂuﬁuﬂﬂﬁWHﬁaﬂcluﬂWﬁGUTJLﬂﬁE)LlGluﬂ”lﬁW@luH“VlﬂIuiaﬂﬂlﬂ\iﬂi&ﬂﬂ (NIELNIN-
o a s A
PANIMNTIN, 2559) Tumswannuduaes g (Lori, Daniel & Kaushik, 2011) N15tWuLag
1 4 a [ 2
VYIIAUANVDIDIANT (Extended enterprise value) (Anthony, 2008) SIUDINTUIMITIANTA-
4 < [
wiadoumelueanns (Internal environment management) (Kenneth et al., 2012) FIUTANTTU
I {o o
A TuTad (Technological Innovation) Huanuimihmanalulagndnglumsadean
[ 4 a 2 a A @ 14
laufSoumamsuaistu iievesveuuagine 1 nediu (@sia Jusauiuun, 2555, wil 75)

YA o a a a oa Ao av Y1 v
1 ﬂﬁ?ﬂUEJ’UJLG]NTJall@]ﬂ']illag"llallLSUGW]SlG]fGlUﬂ’ITJi]EJllﬂ'N “u’J@ﬂjilluagW]ﬂIu'

e

Ta@ (Innovation & Technology: IT)” #1894 N1FEBALUULAEMSIIUIANTSUNA TU Tad N
79 I« a 9 S o 3 Y a ad Y} sy o '
Yszgnalsluginemilan TasosnnstuudealanuAas U NaIsANUUIANTIN taglad

mudeanudiaylumstihmaluladunld wu msldimaluladvesdters (QR) viomsly

Yy A a

I [ - o
maTuladlunmsszydoyaldnauing (RFID) fudu n5diuTenszuunsiaI (Process

Y A

reengineering) NM3509NUUUAUAMI03ULLUNTUINS (Product/Service design) MINALIAIU
a J g’/ g A 2 a A 4 A a A Y KR A FY A
DUROTIIA NIeINNseaNTNINUev09ans waztmulseansainlunisnaeduaivse
UIMIUDIgNM
d' A U . dy U
3. M3ronlaan30U18 (Network Integration: NI) 9zAToUAqUIHOM IUAIUYD
513w Toan1aluiAIev1e (Baofeng, 2012; Frank et al., 2011; Peter et al., 2010) N1588ALUY
Tnssadruniou1e Ta91Un1u (Supply network structure) tag In3983 1995018015052 910
UM (Distribution network structure) (Lori, Daniel & Kaushik, 2011) iive 1¥inan151szauaiu
1 1 Y d' 9 ] = é £
FEUINNUIBNUUAZHTAINAEITD 10 191 N1u (Frank et al., 2011) UN1TADVAUBIFINU
(% = a = a [ [ Ia ] =
uagnNU (Responsiveness) umimmiﬁ'unu (Costs) HAZUNITUINITIANITNINITUDY Y
152aNTNIN (Asset management efficiency) ma“luicﬁqﬂmmﬁmﬁ’u (Horatiu & Daniel, 2012)

4 o 4 Y a
Tasmsi¥onToan1eluosAns (Interal integration) (Baofeng, 2012) M3t¥on Teanugus Ing

ﬁ%ﬂgﬂﬁli (Customer integration) (Baofeng, 2012; Pamela & Pietro, 2011) wazms¥eu Teany

! YA A

Y] 4 % 1 [} 1
FNWAODT (Supplier integration) (Pamela, & Pietro, 2011) cTMzmwamzmﬁ?mawumu—
~ 9 A 1 A [ 14 U a A =) [ @
Lﬂﬂ?ﬁll@Q‘lumi'EJGU"IEJWSﬂﬂaﬁmﬂiﬂl@\‘lﬂqNﬁﬁﬂﬁ]‘Wi@@@ﬁ"ﬂ’?ﬂﬁﬁNL@ﬂ?ﬂuiuﬂTiW@lu’]uﬂﬁ”lﬂﬁ
wazulannuau1sonelun3ov1e (Pi-Feng & Chung-Shing, 2012)

Y o

a a a oA A EY a o FI d' A [l
9 EJﬁ§1J‘L!EJ"IlILGIN‘]_]g‘]J@]ﬂﬁLlaSﬂlﬂﬂlﬂlﬁﬂislfcluﬂ"li?i]ﬂllﬂ’ﬂ “ms1you ToanTov1y

e

(Network Integration: NI)” #1899 maiyon ToanireaiunsediidiunerdesluTegini
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A oA a A a o = A A Y a a a
1A30UNDY 1UFININT0QATIHNITUABINULAZ AT IMAITUNE UL 1o IWiRAseanT-
o A a A a [ [ I a A
s lumsauiivau dseansamlumsusmsdanmsnindau wazdszaniamlumsnna
A Y A A Y a A Y A A 13 . .
AUAMAIOUINIIVOIALS InAnTogna Taslin131¥ou lean1e11ue3Ans (Internal integration)
Lﬂ' [ Y Aa A 9 . . d' @ [ d A
Mo Tean UK 1nA139gnA1 (Customer integration) 1AL NMIIFDN TBINUEHNAIDDTHI O
WUSUAT NNY 59 (Suppliers and Partners integration)
Y
[ a 4
4. mauuaifudioya (Information Sharing: IS) Aseuaguom ludIumsdnsIzn
Gﬁ)’illluﬂﬁﬁﬁumﬁ (Information analysis) (Vanichchinchai & Igel, 2011) mmﬂqﬂueﬁ'ﬁlyjauazmi
UTHITIANT %’@Haa 158U (Information management) (Vanichchinchai & Igel, 2011; Kenneth
A Y a = 1 9 . . .
et al., 2012) L‘wa“lmﬂﬂmiuamﬂaﬂuuazumﬂumaga (Information Sharing) (Dario, 2011;
Frank et al., 2011; Lori, Daniel & Kaushik, 2011; Peter et al., 2010; Trond, 2009; Suhong et al.,
Yo Y = Y A ! o R R A 1 A~ A o
2006) IvinugNawneIveInegluTaginiu Tagmiianananssuae o Mmsweu Teany
o s s s 4
(Trond, 2009; Stanley et al., 2007) lududlnlszasnaunagnioeins (Strategic objectives) 1D
“lﬁff”l,uszuumsﬁ”ﬂ wamsﬁuﬁuijiﬁﬁ] (Business performance measurement system) L%)JWHJ”IEJ
[ 4 {
HAADLUNULAZ NI 131970 (Target Incentives and Rewards) A1U09AAINS (Knowledge) N1z
NdoyafieanonsnsaugIng (Sufficiently) 081913181 (Accurately) Tugaaarfitmang-
@ (Timely) (Chee et al., 2012) uazlinmn1mvoidoyalun1551991u (Quality data reporting)
[ 9
(Chinho et al., 2005) t¥U mmmﬂu%’agmﬁmwmﬁfnﬂéfm (Purchasing related) (Dario, 2011)
~ [ 9 1 Bldy Y . . .
mmaﬂnJaﬂuuazumﬂumagaszmwwmmzmnﬂ (Exchange and Sharing information
I 9 Y a X a A F A
between buyers and sellers) (Trond, 2009) 11 uAY TasAoaUNATIUIINANNEUR (Willingness) N
d' ] 9 d' [ v =< o Y a 1 d‘ A
vzuani)asunaziisiudeyadanuuay iy (Stanley et al., 2007) 399z 1NAANNUUFDDD
lumsdeueudumviouiniinieluleginiu (Supply chain delivery reliability) (Horatiu &
. 9y A ] 9 [ J . .
Daniel, 2012) lJ]J@l,l,ﬂ mmamﬂaauuazumﬂumay’aﬂumﬂiuamﬂi (Internal information
~ 1 @ o a a Y] 14
sharing) N1saniasuuazuisudoyanuWusias§5nNan3 0¥ WNa1010035 (Partnerships or

[ 9

Suppliers information sharing) ttazn1suantasunazutaudeyanudus Ina (Consumers

U

information sharing) (Trond, 2009)
PseagUienndal§uansuasveuaildlumsiseld smsudailudoya
(Information Sharing: 19)” ¥aede myuanuldeunazutaueyaldfudiduRadesiiog
TuTagimuedny Tasmsusmstamsdeyaa1saume (Information management) 1tAZN15
Ainsg¥idoyad1saume (Information analysis) iiiel#iAamsuanilasunazutsiudoya
(Information Sharing) ttas 14deyafifinan1mlumss1ea1u (Quality data reporting) 1@un M3

U Q

H ' P { 1
uanulasumialudeyanioluesding (Internal information sharing) Matanilasuusifudoe-
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[

o a a o 4
ya UWHﬁMﬂﬁ‘ljﬁﬂﬁ]ﬁ%ﬂ“ﬁWW’dWl@@i (Partnerships or Suppliers information sharing) {agnN13
~ [ 9 v Y a A Y . . .
u,aﬂuJaauumﬂumegaﬂugminﬂmagﬂm (Consumers or Customers information sharmg)
v o d ¥ [
5. mm%’nmmauwuﬁ (Relationships: RL) ‘ﬂﬁ’(’]‘UﬂQNLﬁ@ﬁWGlUﬁ'JuGIJ@Qﬂ']iﬁ%IWQ
v o dau R = ) a 9y 1a & ) v o o
ﬂ']"lllﬁll‘W‘L!‘ﬁﬂ'i_lWu’JEN"IHWﬁ’E]F;IJVILﬂfJTUENGlU‘Eiﬂﬁ]f’ﬂﬂaﬂ L‘lJufﬂiﬁ'iTﬂﬂ"ﬂiJfﬁJWH‘ﬁLL“LITJi%EJ%
g’.l [ 4
817 (Long term relationships) (Lori, Daniel & Kaushik, 2011) N940UYAAINT lue9aAns (Internal
. . . Y = ¥ Y KX o
relationship) (Chee et al., 2012; Chinho et al., 2005) 1iaspUAgUDINITATIANNA 9 danY
ez N (Mutual understanding) flﬂﬁ’JNLLN‘LALLﬂ%ﬂ1‘§!,Lf2I}hl"llﬁi1uJ‘1fi1§"J§Jﬁlu (Joint planning and
. <R A 9 [ v o A 3 =1 Y
problem solving) S’JllﬂﬂllﬂﬁiﬁNﬂ’ﬂllﬁ’iJ‘W‘Ll‘ﬁﬂ‘]J‘LJﬂEﬂﬂimﬂu%llﬂumulﬁ’mﬂu (Cross
1 (% o J o
functional team) (Chee et al., 2012) 154 M3 19ANUFUHUTAUAIUAITAAIA (Relationship
I 4 o o Y4 o ¥
marketing) (Photis & Meko, 2005) (Hudu wonnnil §asawdamsadananudusiug ldsduih
Y] v o [ 4 o a a
(Upstream) maﬁ%’nmme{uwuﬁﬂumwmmaasw%wu‘ﬁumﬁiﬂ% (Supplier or Partnership
relationship) (Vanichchinchai, 2012; Vanichchinchai & Igel, 2011; Anthony, 2008; Suhong et al.,
) 1 Y
2006) tioNNANATIUNTZUIUNTNTIAFD (Value-oriented purchasing) (Dario, 2011) 59474
[ [ o v 901 [ a

msasranuduwus ldadarenn (Downstream) NUAYS TnAnTognA11asase (Customer
relationship) (Chee et al., 2012; Kenneth et al., 2012; Suhong et al., 2006; Chinho et al., 2005)

s Y A

#0819 1UIVBVDY Chee et al. (2012) 7 IATMIAREINGARTTUMUANUTUHUTAAIN

a

1 A o =2

9
ADUIEN ﬂﬁ‘ll’f)ﬂﬂ\‘]ﬁhﬁllﬁlsll@\‘]ﬂiyﬂ mummiﬁmusmiummﬁ"lmﬁmmmmmw Tag

A

o Y < 9
M3AoaInUgNA11AY (Kenneth et al., 2012) 1Hudu
@ a a a o A av 1 % v J
Aveagliomdalfuanmsuazveuwaildlunsiseldn “msadanuduiug
{ 4 a v o
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AUNUAIUHTONUSUATFININ0E 11 199U N1UA8IAUAIY (Supply chain partners) WO

Y
uIMe TUMIWBILINAM I AN WU INAY (Their joint performance) 1HAVY (Lori, Daniel &
. o & ' @ 1 J a 9 a2 o o a a K g A A
Kaushik, 2011) AadUU ﬂ')nJﬁ')iJﬂlﬁg“l’T'J']\1fNﬂﬂ315‘iﬂﬂﬂWﬂﬁﬂﬂﬂwu‘ﬁuﬂﬁ‘ljﬁﬂﬁ]%ﬁ!ﬂuﬁﬁ‘ﬂ
o o A Y] 2’, dy A 9 ] 1 A ] 9
ﬁ"lﬂfl]quﬁh‘lﬁﬂ'l'Jgﬂﬂﬂ‘Uu MU LWﬂﬁi']\?ﬂ')']iJLlsU\ulﬂﬁ\iﬂWfJGlL!Lﬂﬁ’E)sU"IfJ ﬁﬁ']\iﬂ')']llﬁuﬂﬁlmg
Y 1T W 1 o A = 1 A W 1 Y
ﬂ'J"Illvl,ﬂllﬁﬂﬂiuﬂ15llﬂlﬂmuﬁ]81ﬂﬂﬂﬂu Tﬂfmuu’mNﬂamnuuaﬂuagwmmmamﬂ Ulﬂl,!,ﬂ
A . ¥ J J < = o

1. ﬂ"lil,“]f@llTEN (Integratlon) %Qﬂ?ﬂiu@ﬂﬂﬂillazigﬁ?W\Tﬂ\Tﬂﬂi llﬂWi‘lJTlJTJ?Q
N321UIUN1391911 (Process improvement) Imsuieifudoyanaznis l9doyaiinaissiuny
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(Responsive Replenishment: RR)  (2012); Vanichchinchai & Igel (2011); Anthony (2008);
Kenneth, Dwayne & R. Anthony (2008); Chinho et al.

(2005); Photis & Meko (2005)

a

d' Ya o 9 4 1 A o a
INATTNN 2.6 ?j’ﬁ]ﬂﬁ;ﬂllﬂ?ﬂ’ﬂﬂﬂﬂ58ﬂ’E]iJ"UENﬂ’JﬂJi’JlIlIE]sllﬁlﬂwu‘ﬁilﬁi‘ﬁiﬂﬁ]
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(Vanichchinchai, 2012; Vanichchinchai & Igel, 2011; Suhong et al., 2006) Tumsldanusiuile
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(OPA) LAZIYE 181994

I

aaniszneuvesianls OPA {39840 391013

mmﬁﬂmju (Flexibility: FL) Kenneth et al. (2012); Vanichchinchai (2012); Frank et al.
(2011); Vanichchinchai & Igel (2011); Kamel, Vinod & Uma
o 4

(2010); %muiﬁuﬁlﬁﬂﬁ N LLagAMNY (2552); Chinho et al.

(2005)

ﬂ’JTﬂJE‘TWﬁﬂiHﬂﬁﬂ%ﬂLﬂéﬂU Baofeng (2012); Kenneth et al. (2012); Pi-Feng & Chung-

(Adaptability: AD) Shing (2012); Vanichchinchai (2012); Frank et al. (2011);
Lori, Daniel & Kaushik (2011); Vanichchinchai & Igel
(2011); Saeed (2011); Kamel, Vinod & Uma (2010); Suhong
et al. (2006); Mei & Qingyu (2010); ¥ayiusi thansiny

HagAuUe (2552); Kenneth, Dwayne & R. Anthony (2008)

ANUT 3@&%3 (Speed: SP) Baofeng (2012); Vanichchinchai (2012); Frank et al. (2011);
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