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Development of Business Model Using Lean Startup Methodology

Natanai Trinestsampan' and Suthas Ratanakuakangwanz*

Chulalongkorn University, Wangmai, Pathumwan District, Bangkok 10330

Abstract

This paper reports the study and application of the lean startup methodology, which is used by the
startups in the IT industry for launching their new products into the market, to develop a new business model
for commercializing an innovation to the public through a case study of the innovative leg prostheses. This
new business model development is based on the value proposition and capture approach that is difficult to
imitate. It starts with the processes of searching for the problems and the real value through the principal
activity of the iterative build-measure-learn cycle with the principal participation of the customers to the
creation and validation of the prototype and its value as required by the customers to obtain the minimum
viable product (MVP). In this study, the model is simply and systematically described by nine indicating
elements and their integration, the so-called business model canvas. For the case study, a business model
was developed and was validated by innovative leg prostheses developers and business entrepreneurs;
the results showed that results obtained by the proposed model and those by the experts agreed. Thus, the
proposed methodology can be applied to develop a new business model for any other innovative tangible

products as well.

Keywords : Lean Startup / Business Model Canvas / Leg Prostheses

*

Corresponding Author : rsuthas@yahoo.com, Suthas.R@Chula.ac.th

T Graduate Student, Department of Industrial Engineering, Faculty of Engineering.

2 Associate Professor, Department of Industrial Engineering, Faculty of Engineering.



2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559

1. uni
namLAsegiavelssnaldasafvlatmii
pENRuAYFBIRFENMINAIUIWAR TS BUS 5209
izumﬁmgﬁaﬂaqﬁu‘lﬁﬁgamLﬁugﬁu ﬁmmﬁ;ﬁi‘iaﬁ
nmsuanaulfinsimsiTedamuTanssundsesg
nMaduIneaans ensnmans uasinalulaii
ﬁgamgagmmm’[uL%awmiﬁﬁ[ﬁmm’jo%u flaqiuns
ﬁﬂLﬁuqsﬁaLﬁmTwai eUN1IAHUNT  (Execution)
maurugsnafilddaril 3B eTunsseiunmeniisn
WIANTINNARA T3 9T (Product-Centric Value
Created) faya dadufivgrufideaguutseaunisal
ARDAIUNITANANITNIONEINTAUANG TINTad vy
nasiunsiudnsausnsivuansinai LR lisn
nmsasaasuiuduzefusznaunismuuiiAaluieg
naWRIRAAS TR dn B nswau Dusu
ABULLER (Rigid) uasduiusiuuuuangsznaums
Tuggné TmiFeniuwugshiauuudeidn (Traditional
Business Plan) tfuliiaoaadestuaniunsnizsna
ﬂwﬂ’uﬁﬁmsmﬁﬂuuﬂmmaamnm uanaqnﬁqiﬁa
Walnddpandyiuanuliuiusunieg vilnns
vunugsfauuudaAnfianududeu Tdmiweins
anuazlfnam Livsnzaniugsiafialnifdes
y3rsdanisnsnensiidsinedrefivssansaw
“’aﬁuuwmfmﬁﬁagoﬁnmLLa:ﬁﬁLauamiﬂszqnﬁ
Basduaarindn Fadudsnrsmeineraans
Wiaulunagsiazesgshaiininaiisjsdennei
u"s’mnsiua%wmsﬁﬁgnﬁwﬁmmiazi'mLm”a%o Fofllg
NinmzAuATBIUTANTTUNARTUA V'T’of':’[ﬁﬁqsﬁa

Wnlna  nSEANEINTITBRMUIUSANTTNHRRA U
PWANgiBawaint

2. Mujuazsiseiinedia
2.1 3BmsAuaminew
3Fnsduaasndniduisnsiaifiuunin
WUUAUDBIRARIMINTINNIHARTOBUALALIENNS
WameniuSuuueslag (Agile) TaviUsznaunaiia
Tnai (Startups) 2B9EATIANTINNTRALBONAULITAN
Uszgnaganssisiu laefigndndusiusaaman

339

Wieajedumuazi3ousiiuiiads (Validated Learning)
ag9tduszuuaIndsn1ImeiInedaasfaens
nasaudoduingi sawdemstsuasuuazudle
Wetufunadniogreiiudunouriufanssundn
Fpnsade-Ta-3oud atweeiiles (teration) il
miﬁﬁumLLam%ﬂdu'“;’mnﬁuzmﬁa%ﬁa@mm (Value)
Fuiiiansusussranudissnisiiuiiaiesasgnén
(Minimum Viable Product %138 MVP) lagldiaan

uazniwensbitiesiiga (1] degudl 1

Ideas

Data Product

SN 1 ins &3-T-5eul
U U

winnssnlnd MVP flisimaniznisimun
FanAnSUTANNLUIAARILAN (Traditional Approach)
mnuadudeeclsfly wu v nITuIuNT ey
walulad Hudu Asmnsansuaussaudianisi
uvia3ezegnéle

nmaauiufansn a59-n-5ud Hluusiaz
FpinslunsazadaiugusznaunsanananiFousiede
fufisgrunsedoauufgufidaliindanuasanies
wiauananluanwadnslFsunsusumunsana
pgamzaN Feaansautiseandu 2 nadl (1] 16w

1) nydifinadnsinaganndosniounnsng
Taisn fuszneumssansniwadnsi sudou

¥ A

Tosuilnguniodesunfigiuzssaulignies e



340 21381z 895, TN 39 21fuf 3 nIngiey - Auenau 2559

nmafunpuazSeuialEsululgdidunslunszuiums
sastunaussll Sadennisdadulsludnsasin ms
81U (Perseverance)

2) nsdifimadwsuandeiusin lasanis
AnNuanssluBalaseade Fenainnisuiuwdsu
doduiluguniadoansisu (Structurally Radical
Change / Major Adjustment) HU35znaun13dng
iwadwsdaduiiugruniedoauuagrulnifisiiu
mansraasuludunsuilgounduluvnissuiduns
ﬂ%’uﬂ‘gwa\mitmun'ﬁ%umauﬁauwﬁwi‘fw’mﬁanﬁu
8519-¥a-150ud WWen1sBeuiini dedenmssnduls
Tudneaziidn nmsRanuniu (Pivot)

2.2 AANENAQTBVIBNITAUNAIINAW

wuadtuazlad [1.2] euiufenansrdyzes

A3nsfuanrindwiinliasnistdfianuuandean
Bmadue Beiu 6 4o deil

1. maufuazidnladsfiAndu (Get Out of the
Building) [1,2] TuLﬂaqiﬁwaaqiﬁﬁzLﬁmiwﬁﬁuﬂi:nau
fradaauuigruniadedudugruididyuinuis
#usznaunsdieviidisseandrouanlufiufanius
fugndlinnigaievhanudnlauaz Fousiiym
wazaNuFBIIRuTia3efiAnTuiugndn

2. ﬁqiﬁ'qLﬁm‘[miﬁ?uﬂstnauﬁwﬁaﬁuuﬁgm
v3ededuiluguiddyanning  FuUsznaunssiooniy
fueseangirouenlufiujduiusiugniliunige
Lﬁaﬁwmqmﬁ'ﬂaLLa:L‘%ﬂuﬁﬂmeLLa:mméiaami
ﬁLLﬁQ%@ﬁLﬁmﬁuﬁugnﬁ'\

3. MmavSuwdsuudladeannigu deaunigiu
visededuilsgzaduaagsiaialnelligndes nisan
Alsusmiusiugnin uszneunandeniinzdiulye
uRladoannfgiuviedasuivguiuligndes udez
fpvngjuuiuguesnisiousiuiiadeiildaingndn
folunanapidnsduaniinew [1]

4. maeudagrouiiade 1.2] Juinqussad
vnzasgsnafiali Ao masoufiesiluaagsia
Toidotuldodngls uaznmaiFeusiioslisunsasey
uaznasauieIBn1ImeingnmaniiunEUIUNg
paNUULTBINIMARBINE BN IANBLTadulEg iR

¥ o

nBenafildsuanniaousisesldsunistuiuain

U
Foyafildsuangniiuiiade

a @

5. MIIFNNAATUTVEaLINSFURLLARNAN

U
foans HuiBmaSeul uazmeseugndléfiige
Fosunvutawrsaduaslsfldmdunadwiainnig
AMLUNITANNTEUIUNITVDN E\I%’W\‘j—’ﬁlﬂ—l,%‘ﬂui A

MslEnswenTaz e tlunIswauIfuLuultas

wa a

figalapfiunuuazdsznaulyfeausinsniuivome
AENNIMBURUBIANFBINTFNUTRS LR RN TOUA
Hymiishdyzoegndlé [1]

6. nszuuNIffdnsusifusd il
(Iteration) (e lFnadns W ining a$re-Ta-Geuj
Tugtesmsiufeyandedaiausuuzifioyssiulils
nadwSoEwTInsaTige [1]

7. m%mﬁnL&"ﬂdcﬁh‘lﬁﬁhﬂamudaunmﬁums
(Avoid Premature Scaling) [2] 5a8denssaluduny
Tunagshafivanzan Wusuasdysesnsduman
yavgshaialve Goflunandenilezesitmstuamsm
#w adunsusendansnensaneg Taniiviauas
vli§dszneunsliudingshafalnmififdaiaun
ogilavgalal minlaaansawamnldaisazeniantu
adudy

2.3 TunaWnungni
3Fn1sAUAAISNEWSHEIWNTWAILY MVP
oesu (Initial MVP) mauudAaluaawmunind o
lugnssumamulasigndnduguinalugUass
Tuwmaimungnd uadu 2 seer Ao szpzdum
(Search) warscpeAmuMs (Execute) Foutivaan
u 4 Fupsu [2] foguil 2



2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559 341

Search

Execute

Customer
Validation

Customer

Discovery

Customer
Creation

Company
Building

Pivot

U 2 Tueariiungnén

1. M3IAUWLUNAT (Customer Discovery) u
FumpuFum L%ﬂuiﬂnmﬁLLﬁQ%aLLa:miuﬁlmﬁmm
maamu‘ﬁaﬁuﬁugﬁmﬁmﬁuLquw%aTumaqsﬁmm:
anuAfiasimuntuses MvP Tifugndn (Problem /
Solution Fit)

2. M3nsdaaaududugnén (Customer
Validation) ifun1snasauuaziusis MVP #uuuud
Wannguuduiidesnszesgndiiminsuaslueg
5309789 MVP ﬁuuuuﬁﬂ’ﬁum‘lﬁgﬂmﬂ (Problem /
Market Fit) mnﬁﬁamﬁmzﬂé’uﬁumuﬁ 1 Tyl
138n91 NIRANUNIU

3. 383 19gnA1 (Customer Creation) i
mia%ww%ammﬂgﬂﬁﬂﬁmnﬁumuLﬂﬂwmwm
Tuaagsia

4. ms%ﬁua%mqsﬁa (Company Building)
Wumss$siisauianngnéegivss@ndnmiie
T¥Ransanunsasiiuauintisaly

2.4 nssnlumagsiauvulmivuuuauislng
5nsAuaniSnan
nﬂiﬁWLquﬁqiﬁad’ﬂw%ﬁqiﬁaLﬁcﬂmiﬁw%%mi

@ o
o a

mmuﬂv'uﬁnsg'aﬁamiﬁwLaua@mmmww:ﬁa%wﬁu
fudndaduniduddgdionisimuindndud
FULLDTUANLUIARALNLARN TR R AR TR
nsruumavauiuiudunsusuadiu (Waterfall
Development) LL@;’@T’]Lﬁumidauamm@hﬁﬂ%wﬁuﬁu’u

¥ '

nfusznaunislugandsiuvasldnman (Value

Chain) Fefinszurunaian B dumuLuIAalies
miﬁmmwfﬁmﬁm‘ﬁmmﬁqiﬁaLﬁm“lmiﬁﬁmia”wﬁoﬁaga
soumsoitfagiiu deduilngudlailisunsiusiu
FINTINITAIANITAIARDAFUNIINLLNUTANT] DY
LquﬁhLﬁumimao@ﬂiznaumw%aﬁqiﬁaLﬁﬂ“[ws\iﬁ”’u
Wewspufisutuasnmsiuansmawasfianuuansg
mnmia%ﬁoua:ﬁmuﬂumaﬁqsﬁaLLuu'[waJLLuuLLﬂuLﬁa
fwisnsduaminwiisgedouiuasdum g
nswakazayuianssnlrsiduuuudaiuecls
flé MVP uazluiaagsfiafivsnzaumuuuianlueg
MINRIUIGNAILATARNA LazALduNSRINEY MVP
fiaetuluggnnrnvinelsquerneldlaaagsia
TussusasmswSsuifisunmsvausanduRuLoy
LLazmﬂﬂﬁqmmmuLLu’mN’E‘ﬁ‘ﬁ’aLﬁmLa:%%‘nﬁ
AuamINow ﬁogﬂﬁ 3 uay gﬂﬁ 4 gAY N9
YszgndiBnsdusansmdnaiannlunagsfauuy
Tnidmiuuianssnind MVP fuuuugiBemidsd
Tagdenisiausqualiunignduardnquairiu
ﬁao’l’ﬁ@mc—hmao‘[umaﬁjﬁaﬁmmmuﬁuml,muiﬂﬂ
nsasunemssfiueufanisetnelsidudeunaziiu
sruuisnszaeuiuieinelilaseaiensauluea
5309 (Business Model Framework) Usznauéiie
4 Fuiddyde ﬁm‘[moa%mﬁugmqsﬁa FUNNT
wuaguA fugniuazdunmsSudui 5 uaz
msideslennuiladosng Tandnoosan1ssiuiu 9
Fde Bondn Iumaﬁqiﬁmmmmuﬁa 5] ﬁogﬂﬁ 6
WUNNSIATIER SWOT ez TOWS saniivanag



342 21381z 895, TN 39 21fuf 3 nIngiey - Auenau 2559

WIndanuarANUNaUlaTana s Ineseiiley  wiviufendanisidsuluuHIuNTNaRauEuiulay
quldluagsfefimmnzansauanulfidiouaesms  gnduazdiiiisadoedogui 7

:
1
- :
T1Pazden | .
1
! n19
! 2anuuy n1s
1
; ATI9eBY
1 - Qs I P
! BUU BONALLIS s
1
anwinmih ) 2ONLUY
' NNIBAN
' Waterfall Methodology
1
1
1
ns n13
- s e e
el LG A3 BOWALIT 2aNUUY
2anuuY “ o
= — 7T T - — — |17 #®usu —|—|— — — — —[memamwT -
=
Lean Startup Methodology 3
e
2
[y
Ind
&

U 3 mauwSsuisumaWannnAafuAduLoy [3]

| WUINNLUUANAN (Traditional Approach) |

Hwan/ WARSTUT Fium/ BOINW UIN1INARY anéViEe
fdsenaunis walulad 3781 AU 328 S1/gi7tVal]]

v : as - €  ar
| RINNLUUNISIIUAAN (Value Approach) | | QABNITAUTAIINDNW |

U 4 vindldaman




2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559

343

[ -4 a W ' [ [
mufa‘saaﬂaw%@uqsm AUNITLARDATA AUaANAN
a ar ('3
R . ANMURUNUT
AINTIUNAN L.
Augnen
a - a4 a . " L5
WUTLATHA WLl OV B L o NHUGNFN
NFNENTHAN P99
o a
$ ANRNTTLIY $
lassmiradunu TasssFonssuanyle

suit 5 lassadwnseulueagsia [4]

Key Partners Key Activities (Ran33uvian) Value Proposition Customer Relationships (PuduWusiugnan) Customer Segments
(WusinInan) (MsunauaAuA) (ngugndn)
1. Tasifiu 1. fisnssundneslsidumaiuausauezes | 1. quezlsiin 1. quarezlsisminaueniasoneuliignn 1. 1maeaseyadn
Wuslinmdnzes | 1deams iaueviesonoul | 2. wihdsdsuslaiigmeslsiuigni Tunlas
g 2. prladhudamedadmmitszean gnin 3. imhdaausivlafimugiuiundniuiuaziims | 2 Tashegniniidndy

2. Tasifugdman

Y

3. srladluarudniusgnéaeem
0T 4. ozladunszuaneldonan
3. NSWEININAN

axlsfiléisy

NNAUSTRTAN . o
Key Resources (NIwenivian)

YD - , - -
4. Aanssamin 1. MaIIUBANANTBILTWBINTT FBanns
niwennsndnazlstiv

2. pzlsiflutasmedadmiresaan

3. srlafuarudniufgnizeesn

4. pzlsidlunszuaswlévaas

axlsiiiusing
PDITIANIUNT

2. irhdsdanuile
Haymozlsiungni
3. mmhsusuailni
Awgiutuniaioum
uazuimstiurings
gnéluusazngs

4. 5iasaiiuns
ABLUBIAINIBINT
Tnoaognén

5. wAnAuiviouinig
azlsfhinisue

Thuringugnéluusaznga
4. idshiiiunneusupsrmipsnslnzagndn
5. wdndiwivisuimanslsihinaus

Channels (%89114)

1. goamalnufingugnAnzesisdisadinges

2. fagtiuguszneunisnedug hisgninldlas
Hoenalnu

3. goemalmuugesmeiifiuszandnmiiign

daw. '

4. Fpmalmuugesmeiifisunusiiign

a s Y

5. meunsalizesmeiiflegdeusedugndnlsiogsls

£

fignoeain

3. prlsAennidnune
vsdlamzaagnin
209191

Cost Structure (deﬂ%wﬁu“qu)

Revenue Streams (n3euaselé)

1. sunusdniigeeslunagsieseaundsesls
2. niwennsvaneslszaamiialdasunsanniign
3. fansmmdneslsvsaniialdansunsnniign

Y

1. gémsadeladssGuidie Wildsuyaasls
2. gnineailuilhgiudiszduiieesls

3. oxlafhulansliivaas

4. ozlsfunagnssazaan

U 6 Tmmaqﬁmmmmuﬁﬂ [6]




344

Business Model

Idea Minimum Customer

Viable Product Development

(Prototype

(Lean Startup

Business Model

21381z 895, TN 39 21fuf 3 nIngiey - Auenau 2559

Product)

Methodology)

Idea Minimum
Viable Product

(Prototype
Product)

Customer

Business Model

Customer

Development

(Lean Startup

Methodology)
Idea Minimum

Viable Product Development

(Prototype
Product)

(Lean Startup

Methodology)

su 7 TusagsiafianailaedBnisfiuaniingn (7]

25 ynAseiigtes
Jirvenpdi [8] Anm13Bn1sAuamnsnanlu
m‘smwaaumwﬁaomsgnﬁwﬁ“'Giaizuuﬁzytmm
estaasenauliulamagiialisenadesiuainm
ﬁa\amignﬁ'}%a\l@{[uLﬂaqiﬁaﬁﬁﬁdﬁu Townend [9]
AnsAsmsauamsnswlulFiueuideduiznis

1 a a

wothwasAdegiBomndedlasl#snsfusmimsn
Tunanaasudeduivguduaadoinisgnéiie
DANULULWAIURAAA T ITe Bl EMINeINTUaTIIAN
Iﬁﬁf’]ﬁ'ﬂﬁqm Trimi WAz Berbegal-Mirabent [10]
ﬁnmﬁamia%ﬁ\ﬂumaqiﬁaLLUULmuL%mLa:%%mi
SusmmeniuuiTeseg S938nstianansate
Tumsimundnduiviausng

3. FumpuMsHe

Sumpumssfiusnuidoiiceselud

1. Any1AEnsauaamsndwanldlunisiinigise
Wannuianssugidewicdlzd

2. ﬁnuﬁ%‘msﬁ@uuﬂumaqsﬁaﬁﬁamsmua
auAlvuignduazfaguafuluLauIasis

NNSAUAAISNOW
3. ﬁﬂmmsﬂizqnﬁﬂﬁ%%‘miﬁuamﬁwﬁwﬁﬂﬁu

nsdAnEINFITeNRUIUTANISNN RS U I TB N
giBomciid

4. Anu1iaseidneniwnegsfadmiunsdl
Anmn

5. Wulueagafasieiinsfugamenamsu
NIEUANE

6. N1InTasavLariufuaNdeisluna
gInaeiBmstuanimandmsunsdidnm

4. NaMSANENINY
41 medszgnaiBnnstuaniindw nsdidnm
mi'“aﬁ'ﬂﬁ'mmui'ﬂnﬁuwﬁmﬁ'zwﬁmLﬁﬂugtﬁewuﬁ%ﬂ
madszan@isnsduamindwanimnnlung
ginansdlfnsiTouasWmniuinnssundndun
fipnlusgusesnisdumd 2 Suneu Ao Sumsud
1 MIAUNDGNAN uazduneufl 2 mInsreseuiudu
gnﬁwa\ﬂuLﬂanﬁﬁﬁum@nﬁﬂﬂﬂLéuﬁuaﬂnnwsﬁaﬁa
fuilwgdgmuazdoduivgnilunsgsiauiion
Fae5Nf 1 HunssuIuNTdurn Neaes Nesau
Sufuuaryiulgemuisnsfuanimdnaninev
Uiy SWOT uaz TOWS meldianmziindan
TAT9EFNUALTNTNARIATBIDATINNTIND U TENA

?‘J”’umauuam‘iugﬂﬁ 8



2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559

asef 1 deduilsgulieagsfuvuueuiszesnsdindadurioiongidondsd

345

Key Partners Key Activities Value Proposition Customer Relationships Customer Segments
o Adrimghy . nﬁﬁuﬁﬁqﬂﬂaﬁaqmm"uﬁm‘naﬂﬂmm AnsouzgUs9EILaN o emMEnWANRUSTUERNT o naugnddiinng
Tindinnn o muanzidpudnbinanindousioioy dlaldoulaiiians MAsHogenad
Wisn o NSuTBN NI UNART Ui TiEN STRETEH] Tsowsuna
o nguuNne o nIvaelsenunAnfTiaioy nanlsznaudn N
nne o mas$wlastiegeamedadimie ARUNWG
gunsnl tin wanfousir ey o dlawuasadiy
NNTWDDY Key Resources o wAnniagifiannw Channels
Tsonena o dlarmamu egmald
o Hunu o Topasegandiing
ONTY . SUUY @ e
o YAAMIUATTINIIY e e
. o ganthgeinmndiy
o AndimanAnsuin oy a S
o dvesninadivad
o Tususeanasgundadurisuiey o .
- dndranseyazing
o TseuuaziadasdnIwdne v i
o Tasstnagoemednsvminesiiion
Cost Structure Revenue Streams
o dunuwAniourizfisnsszann 25,000 vmspn o eldnnnsmendadurisieszana 50,000 Uaan

[

v ¥
Juppui 2 n1InTeEpuBufugndn (Customer
Validation)

l ? Pivot b

([Funautesnandi 2)

TFunaui 1 NMIFUWLgNAN (Customer Discovery)

]
. 7N

Funautesmandi 1)

mManadauBuiuIisniufiuuy
uazlumagsfivsugniginiazann
(Product / Market Fit)

nsfumuasBududiaduiivgm Jom nInaasuasBuSufuLLY Ay

LLa:TuLmaqsﬁmeﬁﬂu (Problem Findings) Tumafgiﬁmﬁmﬁu (Solution Fit)

I G

Sususiunuuriiion Fuuuui
ulelgmind oy Tae
2188dATENNNI2121A

v v

. N Ay \
sedpdutisgiu Jyvnidsvdiu aWisuas neaosv i inuduiuy iy

Tmﬂaﬁ_iﬁ’@ (Business Model Hypothesis) NaNgNAILIN (Earlyvangelist) A3

Taaagsfia

. PR | aF N TBNFuLDY | . A
avafuuasBududaduiivgn Joymon WarunagnsmMstpiuagiE
d 3
Wisn Ll,aﬂmﬂaﬁjﬁa ¢ wrdp
. B A Waufgnduuuy fens
- fndauasfunBainEaTAIEANII . . .
Y nARBY Naaey fup A adAsE ,

Mauarifiries R L.
fnazen wieauiudgoutly

- Anvuszvhanadnlanan g3famn CrEGFI AN RAR AR T

Aok .
Suturisaguiuuuudivuylaea
33ia

g

P A dw
PUBUDUNSNAULDUNADING

LﬁmﬂﬂmmﬁuQﬂi:naumimﬁq

futiu Jymuasdiunuuiien
uaztiulsluaagsia

o e 1 a a

8 nmadszand@snsfuamimsnniauwdadurisuuuousclanagstansd@nsnindudigdondisd

U

il



346 21381z 895, TN 39 21fuf 3 nIngiey - Auenau 2559

nsWmulueagsfanaraiauiansTy
HARFUTIBnduLLLE e M IR AR Rsana7
TapaguAenisldnannisifivdeyanisiadoulnives
21959udhmnTassmIiunsedsulniziasiu
selsunsumeniameiiotnlugniseanuuniaun
wazaFawdndudionfioniifisnyuzgduounalnyie
nau9nFuina1evisl (Polycentric Knee Joint) WAy
nalnzasdesetfuimseioufivuudady (Prismatic

v
A

Joint) 9V FiBuFuYIENBUNAN (Linkage) WAL
%udauﬂi:nauﬁuﬁ Fuutpsasiazinisvieuli
Tnﬁﬁmﬁ’uma%amnﬁqmLLazﬁmmmm:aummin
lundnluiBsgaamnssugmdisslduasianaa
fimanadiasginissaasiosnsde fauamldauld
& vl ueuss thassnundne sudnuaiadses
wazfianudsendodouaasiuglil 9 [11] wazhly
W’ﬁuuﬂuﬂ’liﬁ%’NLLWUﬁﬁﬁﬁ)

JUN 9 winnssunARfuTIT LY

4.2 mawannlunagsiadeisnmsausniinw
nmawaulueagshiswuuimiuuueudanas
rmLﬂuaqmmmﬁuﬁgnﬁﬁagﬂﬁ 8 fiBen19riiaue
AuATBINARTUTIITENFuuLUAD Al
1 dhvinin ufouse thyednwndne gudnsal
AN NLAT AU AR LLazﬁm@mﬁwﬁua:ﬁWLﬁu
NNINIUNIIIATIER SWOT ez TOWS 9wy
anMiindanuarAaNNitaulazasnanii e Tes
yfinetweaiiles aaasauANLEBIENeT T89g5N
Walnasizienauldluinagaiesiedsnsfuaamdw

uuﬁugmmﬁuﬁﬁmmswﬁmLLazmimmm"ﬂ”ﬁm
afusyuinnsedl 2 Sewudilunagshaiwamn
Tdanddfianuuansefutudoduiivgnilunagsna
Buwsnifunaainnsdszyndisnsiuaanimdnan
ARNIDY (Lean) ﬁaﬁuﬁugmﬁ@nﬁwﬁuﬁu’jﬂsﬁ'}u‘flu
violufiqueuignéfiguwdniusanlunionasly
vieliifiudndaduingiufigndduiuinfiais
Fuuniainuen (Created Value) urgnél$lulaag
g3 Tundiiannls



2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559

asef 2 Tueagsfansdifnensideimnnuianssanaainrioiengidondad

347

Key Partners Key Activities Value Proposition Customer Relationships Customer Segments
o nguuwng maseilifyaraniayanaiuinzaulnense o Aunwldou padiniuSlasnsussiuunudasmineiy | o ngugnénginsi
dnny myvemziisudndinudniuiviion 166t f9ren gnésiunguuwng innegunanl uaziin Fussms vwns
gunsniuas mafusesnnsgundafuriruion wazan QTN ENTTITAD) fse drswns
dnmenw manadaugunwuasssAndnwaladost | o Suvinun pndiniuSlasinufewduddanesulaiiu uazyUsEanU 189
89 A o fammudouss andrunguunnd Wnnegunenl uaziin Tsowemnazassiy
Tsoweuna mstunzdeuiyduianssulng nmuge memwadlswmeug vigldandidne
o iusiing msfiusdinignafanawdn Wusinagsne o 1hyeshede Snemenald
FININMINAR MIAAN o fgudnual o ngugnénginisi
o Wusiing m3zesuseenalusannaniuio e AT FURENELY RN
g3fa uazAuANHL Tsowsnaenzu
° Key Resources A Channels
MIAAIA maliou
Sumu xa o gowndadmialasnsauaziugunido
" Tnddeoiiuzn 3
- o Y un o .
yaaInIuaciine 2 a s Fmheggnddfinssiuuwmd dhnegun
JARINIUA 930 il gandgiRnisauw nnsal
sme ax < o . .
Andiinsuanduriiion « inmanwaadlanenaTeesy
‘ Anaaeniy 4
" PR VI,
o Tususennnsgusdadoniondies enmalien | © ’mﬂmbmjﬂmmmmmmﬂ
o WUSAATEININITHAALAZNITAAIR o usiufewdvddoanasulm]

Cost Structure

Revenue Streams

o dunuitdiusiinsmandalindneidfioy 21,.300.00 v msezn

Teldnmamerisniiuvan #51a1218 30,000 vmss (idwaaaun
Hunudadmieiosas 5 ANMATIA1INBINS 28,500.00 UM FBT)

43 nianassviuduluinagsianieisnig
Auaamaw
ﬁﬁ%’ﬂlﬁﬁﬂumaqiﬁaﬁiﬁﬁmmﬁumﬁm’i%
nsfuaminanillunaseuiusuananingeiefug
L%immz:ym'ﬁﬁ’mmwﬁmﬁmﬁmLﬁﬂml,azﬁ;iﬂi:naums
ginandnduirnisndieiinsdunisainauuyy
UsziduAmanuuulaude wudﬂﬁjl,%mmiyua:
fuszneumslainsuieidnsfuansndwianneu
LLa:waé’wﬁmaﬂuLmaqiﬁawﬁmﬁmﬁmwLﬁﬂuﬁﬁ’mmﬁ
iicsmuaamﬂé’mﬁuﬁwm@%mmmLLatr;;lﬂi:naumi
sabolddszifiuiasnatiamnsahly i lunsiaun
Taumagshaiiliszuznaiasniuasfniinisiaun
ﬁaaﬁ%%@tﬁuﬂﬁaﬂuﬂaqﬁ’u atinglsfinnumniniin
Ansduanindniliuscyndlimeyfiienaide
tapnuazdosiintuutensdlls

4.4 n19adidsne
pjﬁvﬁmmmmiﬁwmwamﬁmﬁmLﬁﬂu AL
#usznaumIgInandndusiaiisauasguUnsniniens
wwng ﬁmwmﬁuﬁmmiﬁmm‘luLﬂaﬁqiﬁmﬁﬂm\i

mn‘iﬁnméﬁﬂfi%'miﬁuam%mé’wiﬂﬂajﬂ fa Linswde
ABnsauamimanianteuy wardsziudiisnisi
sansnwmdszandldlunaimnnuianssalnduas
Tuaagsiaiiatmléd uacldinaioaniisnanoiy
ﬁiﬁagaﬂwuuuau FaTunalasnseanuuInNaa
LLa*z%%‘maﬁuam%mé’wﬁa{omsﬁumLLa:msL%fﬂui
furiasemaegsznounslugmaiamnusanssalns
waclunagsiainlvaidianuiuinemaniise
NANNITRININRIUTINBIgNAT  URzEUNTal
mﬂuané"uw fifinsdsundasnsen Feiuladn
u‘?mmm‘lmiLLaxTumaqiﬁaLﬁﬂ‘lm\iﬁﬁuwuﬁ%mmm
AeUsUBIANNABINTIRLTR3Tasgnéldadnedeiu
agwlafinunisiisnsfusmimanlysrandldlu
motiResidediauazesenntunensdls wisai
u,amﬂmmﬁu'j']gﬂLmumsﬁﬁLﬂuaIuLﬂaqiﬁaLLuu
TnsiuuuuaudadeieanssauHLfe) Fouang
nsidexluszavasdlssnauvdn 9 avduszney #
anNaulann Janaduszuy laidudeu wWiladw
a:mnm’anﬁu’%mﬁmmsqsﬁaﬁﬁaoﬁmmu NUNIU
ANNAANITINAENS Msdamsegaduszuy &



348

awsaandesdanlosaiuayudeiuuaziu win
flademegsfaduidsuudacly Tuinagsfaasdias
Vsuuwdsulyse Tusuzssmsdsziiunadnioss
TuimagsiatAalminsd@nuiiwaunlddusinadns
ogluinauisedud Swfvmnusenndossanadwiiiy
Tuluwwamadeaiu

5. ﬂqﬂwauazﬁmﬂummz
51 sgUwa
Bnsduaninswiiuisnislnainliisnie
Weemansuaznsfidiusanzesgnandudidnyru
fanssunanindng a¥9-9a-15u3 atnasiaifipail

21381z 895, TN 39 21fuf 3 nIngiey - Auenau 2559

swrsa il lunmsimuilunagsfaunulnaizes
gafafinlninsd@nsinisiuianssandndud
ufipngiBomndsdldf - domawSeuiisunisiamn
Lquﬁqiﬁﬁ)ﬁlﬂﬁJ%‘ﬂ’]iﬁ?\iLﬁNﬁUﬂﬁiﬁﬁuuﬁINLMGQiﬁﬁ
ABnnsfuansndwdmiugafaialninsdifnen
mahuianssunandunaisug demndsdaeuand
Tumswit 3 defudsmstlausaiassyndlai
s lueauianssuinifdsnunisnisnmla

@ a

Frunaro1aiseazideanuansiulddustiunig

Y
Weomuianssnindgemdodiuduuiansem
Winanduiiale gy nadi@nwiliduuianssw

Ay

wanduTAelEnswasuwlasnaluladngt usiu

a

A1519% 3 mim%ﬂmﬁﬂumiﬁ’mmLquqiﬁaﬁfm‘E%miﬁoLé‘iuﬁumiﬁ’muﬂumaqsna%%‘n'ﬁﬁuam%ma"w:\i"m%’uqiﬁa

LﬁﬂTmJnizﬁﬁnmnﬁﬁmi’mnssuwﬁmﬁmﬁmLﬁﬂug;rﬁowmjﬁﬁ

uazdaduisgiumneg

sandtsraunisaluacdaannigiu
ARDAIUNITANANITUANBUSNZLNUN
vt oesilsznauns

szinuindie 3Bnsnaian FBAuanInon
UNSANTAT Soumugaiauazsjoriunmssifiuwwunu | jadudunilumagsialaeaveguude
qsﬁmﬁvﬂmi Lﬁﬂﬂ’]i“ﬁ'ﬂLﬂﬁﬂHQ‘iﬁQ (Implementation - ﬂuuﬁﬁ’]uﬁlﬁﬂui (Hypothesis — Driven)
Driven) Tildnadwsnuiitmuadivng | waziiunmasauiusy  (Validating)
Ly Aeulysdiilums  (Execution) gunu
5309
unavededoya ﬁagaﬁwﬂ’umﬂumﬁm (Internal Focus) | fiagauazn1siiouianunisal uazde

sunfigulunagsiaialvaiainaauen
89ANT (External Focus) Tanfagndni
NUNINAEBY

LUIAALAZNTZUIUNNT
WIUIUIRNTTN
guBonwndlye

FamNUUIMINIWAILNZ Bl NARWAILN
nanduTdunanstslusgusasnswaun
uinnssundadunaiisuuaznisin
\wuagiBemndind Foidunsuiidaiiosiu
(Huadu (Waterfall / Stage by Stage)
FodiusiluzUuoudadu (Sequential
Stages) FamunzaniummaufinTuiie
whitlyriinsiuvZeaianisaild (Known

Solutions to Known Problems)

AIATNULUINWNITWRIUIAN T YD
msﬁmuﬂmmagnﬁw (@9finnawmun
nanduALaTNIIWRILINTULEUD LB
wilizdamdsznavet) laensfiadiudan
yovgniyananisusniundn G
fJ"’umauLLa'zni:mumsﬁ’uﬁuﬁﬁ%aﬂm@;
UNULALEDUNRY  (Spiral) WIUAINTIN
nanpesining a¥e-Te-15eud aesie
Wlae Femmnzantumsmdnauiaud
Havnfilinsundslisunsoaianisal
16 (Unknown Solution to Unknown

Problems)




2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559

349

a

asefl 3 MaSsuiiunaiauiunuganafisdinsssiiniunsiauilueagsiedsnmstusaindwdmivgsna

WalminsdifnensinianssunindudioniisagiBondsd (da)

UsziAuiata

ABn1saaLan

A5AusaA1SNAN

NsWBIUIUIANTIN
NARN U LN
ALY

youlutaniziudanssundndun
mLﬁﬂuiugﬂmaamﬂLﬁﬂuﬁﬁ@mauﬁﬁmu
duanysal (Full Specification)

9/ o o a

Noiuduinnssundndunoisun
ﬁqmauﬂ’ﬁﬁmﬁmﬁmwa (Minimum
Viable Products, MVP) #an13sanauaua
ANFBINIfiudiasenaagnéingLde
widlyd  wdnhldgmavausioagu

sialy (Incremental)

N15NITUINTTUN
winnysu vsinandoumi
P

a a

giBawncilyd

N1TNANTUIBIATNLUINIINITWRIUN
Tuwmamsiaundnduindansusiiu
%uﬁ wonanuidusiugoaanisdl
\wuasuzaIAUATNAR I LB
(Product-Centric Value Created) WHu
7an

N1TNANTUIBIATNLUINIINITWNRIUN
Tumaiauigné Fogrmitolusauii
LEUBAMAZBINART NI TIBNLAT DY
WaelgamAliungnAuuuysuinis
(Customer-Centric Value Created) Toedi
finnudenleeeiuuaziu (Integration)
pgduszuy

NSADLAUDITDY
UIRANTINNARN UTN
Wi

ilEgAn9amiiadndundn (End

Users-Centered)

HlEgAn1s12auazgand (nadllaly
il 1wy wwnd dnmegunsal uae
dnnmen s (Junan  (Customer-

nsuaNsulvia
mMavsudgouilanis
WaluuIangsu v

fiawBangudria minuansieldain
fitmualivestunsuiountininds
miﬁmmé’ﬂumumuﬁ’umauﬁaq u
(Waterfall Methodology)

Oriented)
gansunazAanmnalIsenAgy  wian v

¥

fnsUsuudle  (Pivot) aNWRaWSALE
SBU3NN
U

nslFnanlun1siar
wnugsnanisluiag
g3Ma

THnawn dlasansjaduanuanysal
A3UtU(Full / Completed feature)
avdoyauacamuaniRzasuinnssy
wanSuTTiBN (Over-Feature)

THadesndn illasanyaitiunmean
P09uTANIINNARTUTI I RENTLTIND
(Minimum Viable Product / Optimal
Feature) finaUNUBIADAINADINTS
2899NANBEISUNITIHIUNTELIUNS
nsamauuaziudulasfigndyans

[ [
mMauantdunan




350

21381z 895, TN 39 21fuf 3 nIngiey - Auenau 2559

a

a9l 3 MaSsuisunaiauiunugnafisdinsssiiniunsiauiluesgsiedsmstuaa indwdmiugsna

Walnainsdifnnaiuianssundadudianiiong Bondsd (sie)

DONLUUNSNHNARAURA
uazluaagsfa

RPN ITUADY

1. 5905UR1519AUFNTAA9] B9
wﬁmﬁ’m’ﬁmLﬁﬂuﬁgnﬁnvf‘jﬁmsmmm
fipINT

2. dwaawsanudisansnuandisiieeg
WAesh munau uazlignddiinas
Maduiuangndn

3. MmupRuENTRTwIUnilsnesnuuy
uazanARTuTI I ReN LD aed
4. vhwansudifionsuuoudesi Ty
V|maaummgnﬁmﬁuﬁﬂﬁ@ﬁmimmm
eawiian Tuanmwnsldeuasds

5. YWadwsAlFann1slHeuasIzey
flEgAnIz e WauuslagSulge
nAnTusisnfionsuuuugusior lu quld
FuwdnAudifondiuuoufidguand
asanNfiglEgAnisanaedesnis au
WUIMIN IR LA WA R AR T
6. UwadwsnAnfunaisnsunuyd
wannldlddlunss¥ounugsiia

tssiiuvivdia ABNIAaLaN ABRuaA NN
FUABUMINAININT | MIRRILILENEBNINNTEFUAUGIRY | Naimudusduniiezasnisadne

Tmﬂaqiﬁamuwmumsﬁumau

1. Myuauaztideduilyguieg 5
TNmaq‘sﬁmmmmuﬁmﬁmﬁu wiow
Wanua31andnduAnisuduLyy
\essiustinsdslasdsfuamantiai
mm’hﬁ'}ﬁ@LLazLﬁuﬁﬁaon'ﬁ“nmgnﬁﬂﬂ

v va

V]ﬂﬂE)Uﬂ’J’]Ngﬂﬁﬂ\‘lfTUPGJ:[“HNWﬂ'IT‘II’]‘II’]ﬂ

N
wazgnd (nacllalagld)

2. dnadwiilEanniInasaauun
Annshdumuazimuagnénimaneg
HWN19271270

3. AanTaanadnsiialnuiiediilae
Fuiusiungugndnivuneginis
220 lRRU N AR T BN LY
FPLaNE iauﬁomsﬁmu’ﬂmmaﬁqiﬁaLLmJ
wandadniunguanAIginnse1aa
Whvanegusioq Tmauuamem v

Tuwnaiauignd auldfundndusd

13

PufisuduuuniguanTRTuaNgn@n

gnsnoeeeniy (MVP) uasipens

¥

Fauaclumagaiasmiungugnandinig
aivane

5.2 dalduauue

A5nsAuanISNow maamumiﬂszqnsﬂﬁ 1.

6. LONAI5D1NDY

Ries, E., 2011, The Lean Startup

How

Tumsiwana$nlunagshiauuulnsifisoiuamue
sndunsimsiTeauIanssuninduigide
wdisdiuidusesivg Fewauslvfinnsfiansania
Tuwaagshafimundudwivnsddnsdlulsly
Fupsudufiueuade samdereneranIFnEg sy
nadifnuuianssudunasdindug guewndadly
Tenasialy

Today’s Entrepreneurs Use Continuous Innovation
to Create Radically Successful Businesses, Crown
Business, New York.

2. Blank, S., 2013, The Four Steps to the
Epiphany, 3 ed., K & S Ranch, Menlo Park.
A.P., 2013,

Lean Management Applied to New Business

3. Palma Santos Gomes,



2138 ITuuarWRIL 895, TN 39 aifufl 3 nIngiaw - Mueneu 2559 351

Development : Experts’ Analysis and Examples of
Hardware Companies, Master’s Thesis, Universitat
Politcnica de Catalunya. Barcelona.

4. Blythe, C., 2014, “Business Models for Value
Generation in the Internet of Things,” pp. 8-15, in
J. Miinch (Ed.) Data-and Value-Driven Software
Engineering with Deep Customer Insight : Proceedings
of the Seminar No. 58314308, University of
Helsinki, Department of Computer Science, Helsinki.

5. Osterwalder, A., Pigneur, Y., Clark, T. and
Smith, A., 2010, Business Model Generation : A
Handbook for Visionaries, Game Changers and
Challengers, Wiley, New Jersey.

6. Blank, S., 2013, “Why the Lean Start-up
Changes Everything,” Harvard Business Review,
91, pp. 63-72.

7. Koen, P., 2015, Lean Startup in Large
Enterprises Using Human-Centered Design Thinking :
A New Approach for Developing Transformational
and Disruptive, Innovations Stevens Institute of
Technology - School of Howe School Research
Paper No. 2015-46 [Online], Available: http://
www. ssrn.com/abstract=2566916 or http://dx.doi.

org/10.2139/ssrn.2556187.

8. Jarvenpai, T., 2014, Lean Startup Method
in Business Model - Managing Data to Minimise
Product Launch Risk Case Company LTD,
Master’s Thesis, Department of International
Business Management, Turku University of Applied
Sciences, Turku.

9. Townend, O., 2014, Managing to Start : The
Application of Lean Startup and Design Thinking
to Academic Commercialisation Projects, Master’s
Thesis, Department of Advanced Technology
Enterprise, Victoria University of Wellington,
Wellington.

10. Trimi, S. and Berbegal-Mirabent, J., 2012,
“Business Model Innovation in Entrepreneurship,”
International Entrepreneurship and Management
Journal, 8, pp. 449-465.

11. Charoenboonvivat, S., 2010, Design of
Knee Joint Mechanism for Leg Prosthesis, Master
of Engineering Thesis, Department of Mechanical
Engineering, Chulalongkorn University, Bangkok.
(In Thai)






