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Logistics Business in the New Era

Introduction

Getting to know....

In the future, the food chain
and the supply chain will merge.

n tomorrow’s global economy, every resource will be counted. HSBC is one of the
:

world’s leadi supply ¢chain organisations. We help companies keep tabs on stock

across six continents — and five oceans. The future starts today




Logistics Business in the New Era
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Multiple key decision factors




Introduction to Business Analysis

ganviamatlagunlag... waves of Digital Disruption

1995+ 2005+ 2015+ 2022+

All Safehavens

Music Print Media Finance will be subject
Photography TV Healthcare to diai
igital
Video Rental Travel Automotive O d 9 a
Real-Estate Real-Estate disruption...
HR Retalil
Education

Crisis creates a Chance
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Industry 4.0 ? Covid-197?

T COVID-19
oo | BUSINESS
@l | CHECK-UP




Logistics Business in the New Era
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Logistics Business in the New Era

gynovuaslusinne lude...
HARD TRUTH ABOUT THE FUTURE
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Logistics Business in the New Era
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Logistics Business in the New Era
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Logistics Business in the New Era
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Logistics Business in the New Era

Sustainable value chain - consumer demand pull



Logistics Business in the New Era

iwomvsutonu VUGA WORLD

f§3NINFTUVUAITUM



H.... MIVANMHUNHUFINIMIVUTIAUM

35

Y . .

L. 365 3m... 3an...anleeunngsnavuas - Future /Foresight
1JQJ <& a\ ) A Yy v °

2. UTUmunw: damagsna Wealagnmae & Business Model

Y ] | P-N
3. 1% : nagmssuiuulvis lalanduda

qA U



Logistics Business Innovation Framework (3S)

30¢

¢ I\
Spot and understand the Analyse the business
dynamics of business disruption model on your industry
(1. Signal) and business

(2. Supply Chain+BMC)

The Business Model Canvas S i i i
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Create a future
transformation
strategy
(3. Strategy)

Create Business Model &
Strategic Design that getsyou

v
PROBLEM
SOLVING
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PROCESS




S1 - Signal for Future Business

1.

ig Nal- Foresight for Future Business

Foresight ounaawolriignlo organization/ user/customer (1UOU'WWI) riau:nouwunaaps‘



S1 —Signal for Future Business

Logistics Business Innovation Framework (3S)

30k = A

. I\ I
Spot and understand the Analyse the business Create a future Create Business Model &
dynamics of business disruption model on your industry transformation Strategic Design that gets you
- and business strate
(1. Signal) ”
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Profit = Total Revenue - Total Cost

Price x Quantity Cost
1 ' 1 ‘

Sustainability?
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The Business Continuity Roadmap
for Transportation & Logistics Companies

TODAY.

TOMORROW, ~-
THE FUTUR '
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S1 - Signal for Future Business

Therelationship with the

New
experiencesin
product,service
& packaging

Technology
becomes part of
everything wedo

Cyborg Y v Package
People INADLUNN
participate,
shareand A The position in
co-create ﬂ1§ﬂjaﬂu!ﬂja\‘] Y the value chain

theirfuture changes

Participant

Traveller Gatekeeper

New experts
and ourpeers
decide what
matters

obile gives accessto
erything,everywhere,

everytime



S1 —Signal for Future Business

areens Case Study

Ftness frst
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S1 —Signal for Future Business

BABAR : )

Strategic foresight for your future business in
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S2 — Supply Chain and Business Model (BMC)

p upply chain and Business Model

Walrignlo supply chain lla: Business Model g00UdnuuUllazouIAc 31A2S9=61900101KWUNAYINS0E10(S



$2 — Supply Chain and Business Model (BMC)
Logistics Business Innovation Framework (3S)

30k = A

. I\ I
Spot and understand the Analyse the business model Create a future Create Business Model &
dynamics of business disruption on your industryand business transformation Strategic Design that getsyou
(1. Signal) (2. Supply Chain+BMC) strategy
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(3. Strategy)
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S2 — Supply Chain and Business Model (BMC)

Why do we need new supply chain management & new business model?

PROCUREMENT

PROFIT MANUFACTURE

RETAIL
| SUPPLY CHAIN
MANAGEMENT

26



S2 — Supply Chain and Business Model (BMC)

anA1 CUSTOMER

What people want most

AW232% COMPETITOR U¥N COMPANY

What they struggle at What you do best



S2 — Supply Chain and Business Model (BMC)

Business Analytics
for future business

nangnAutiving Next 5 years?
Customer Segments

Customer

NONIINHAN
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The Business Model Canvas

S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)
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EFFICIENCY VALUE

REFERENCE: http://www.businessmodelgeneration.com/canvas/bmc



http://www.businessmodelgeneration.com/canvas/bmc

S2 — Supply Chain and Business Model (BMC)

Business Mode
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S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)

(1) naugnAnihwine (Targeted Customer Segments)
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® Purchaser

® User

® Influencer
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S2 — Supply Chain and Business Model (BMC)

Know Your Customer / Audience

Think & Feel ?

Pains Gains Jobs

extreme essential important

Say & Do? 1 i 1
moderate need to have insignificant
Pains ? Gains ?




S2 — Supply Chain and Business Model (BMC)

The Value Proposition Canvas

GAIN CREATORS
A

PRODUCTS
| SERVICES

2

PAIN RELIEVERS

'Y

Copyright: https://strategyzer.col icture credi


https://strategyzer.com/
http://businessmodelalchemist.com/

S2 — Supply Chain and Business Model (BMC)

VALUE PROPOSITION DESIGN FRAMEWORK




S2 — Supply Chain and Business Model (BMC)

VALUE PROPOSITION DESIGN FRAMEWORK




S2 — Supply Chain and Business Model (BMC)

VALUE PROPOSITION DESIGN FRAMEWORK




S2 — Supply Chain and Business Model (BMC)

VALUE PROPOSITION DESIGN FRAMEWORK

GAIN CREATORS
A

PRODUCTS
2 SERVICES

e 2

PAIN RELIEVERS
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Achieving Fit

Design Observe
v )
Your Product Your Customer

WHAT WHY



S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model (BMC)
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S2 — Supply Chain and Business Model
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S2 — Supply Chain and Business Model (BMC)

Business Analytics
for future business

nangnAutiving Next 5 years?
Customer Segments

Customer
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S3 — Strategic Design for Future Business

3. Strategic Design for Future Business



Logistics Business Innovation Framework (3S)

30k = A

. I\ I
Spot and understand the Analyse the business Create a future Create Business Model &
dynamics of business disruption model on your industry transformation Strategic Design that gets you
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S3 — Strategic Design for Future Business

Where are
we now?

STRATEGY

Current
strategic
position

Strategic decisions
eg. Product Launch
Acquisition

Where do

we want to
be?

Vision
Mission
Objectives




S2 — Supply Chain and Business Model (BMC)
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S3 — Strategic Design for Future Business

Logistics and Supply
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S3 — Strategic Design for Future Business

The Generic Value Chain
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The value that's created and captured by a company
is the profit margin
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Case Study Seven EI even

ELEVEN

- "\3’2.;‘.; .
— B il ——— - === »
--'.’,—‘ - -_,>_>”$1“¥--¢

62



S3 — Strategic Design for Future Business




S3 — Strategic Design for Future Business

Grill Mala Businesses

MAKE TO ORDER BUFFET BUSINESS DIY BUSINESS
BUSINESS




DIFFERENT
BETTER




S3 — Strategic Design for Future Business

AT WOULD YOU BE?
AT WOULD YOU DO?

Changes

NEXT EXIT A
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Positive proof of global warming.

AN

18th

Century 1900~ 1950 1970 1980 1990 2006
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_ Call In

(Inter Connection

arge)
ﬁ SMS &
_ Play games and
l Music
' ‘iiirnet

Faceti

Call Out

—

me Need secondary and other sources of income to support



S3 — Strategic Design for Future Business

The Changes of IVlarket
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Need secondary and third sources of income to support the main business



S3 — Strategic Design for Future Business
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Red Ocean:

Low Price Strategic
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S3 — Strategic Design for Future Business

Our facilities o

o N,
= = ¥ \
At Lub d hostel, you will stay with comfort and all the latest (,t ~ iy }
facilities while traveling around Bangkok. D i"?i{
‘ \.\,'\, ‘\
/ NG / !
N /e
Facilities provided include: \ A
* The “Right” Bar
# The “2nd Floor” Theater
* Free Internet and WIFI — =

* Free Luggage storage

#* Shared bathrooms with hair dryer
# Laundry area

* On-duty receptionist 24 /7

Econo Twin/
Econo Double

“Enjoy our outdoor leisure
area with your favorite books
and a cup of coffee!”

M 170 20

24



S3 — Strategic Design for Future Business

oom ftypes

We have 5 room types at Lub d Siam Square. You can find a
new friend in a dorm. If you seek privacy, private rooms are

also available.

Deluxe Dovrm

With only 4 beds, the Deluxe Dorm is
premium in feel and design, as is the
Lub d norm. A great room type for
friends — old and new. The deluxe
dorm proves that it is possible to get a
little “‘me time’ even in a dorm.

Ecowno Twl-n.

with 2 single beds (not bunks), this

stylish room gives privacy to 2 persons.

The complementary safe—deposit box,
writing table and accompanying towels
are typical Lub d touches, as are the
legendary shared, separate—-gender
bathrooms.

The Ladies’ Deluxe Dorm is in a secure
‘ladies—only’ section. Here in this
elegant and feminine room, you’ll find
4 comfortable beds, and the large
shared bathroom is designed
exclusively for women.

Ecovo Double

The Econo Double Room sets new
standards in terms of room ambience.
H ere a couple can relax in a stylish
room that affords privacy and
contemplation. This room also has a
queen-size bed, safe-deposit box,
towels and table. Separate—gender

Check-in/ Checkout times

® Check-in: 2 p.m.
O Checkout: 12 p.m.

¥ou can arrange late checkout with our hosts
but please contact them one day in advance.
Additional fees applied.

You are welcome to leave your luggage in the
luggage room while you are waiting for a room
to open or after you have checked out.

Touble Deluxe

EE— |
Wwith a super comfortable queen-size
bed and ensuite bathroom, this uber-—
stylish room is an indulgent sanctuary;
in feel, more boutique hotel than
hostel. The LCD TV enables you to chill
in private after a busy day out
sightseeing. There is also a safe-
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INnNnovation is a creative tool
for Food Business

Blue Ocean:

m Product innovation @ (NNOVYA\Tl ON

Process innovation

Business mode
innovation

Service Innovation
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Blue Ocean:
[

Organic honey

i arun farm
Organic living & gardening




Future Business

48



S3 — Strategic Design for Future Business

Organic living & gardening
kapoe ranong
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