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faledrAtyvouns Personalization Aonisiauousnish “asvivanfiinagn”
sounuritianA3anaudrSeusmsalisu “fRuIWeduiitu” MUuueNIINNTS
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*®* DHL iUaWunlianfooniuuddmsduiantuulmindonidymvesaud

% Uugnileenseuniun:19a19 Black Pink aaeuAaluwSeuriuand Bufidu

inuyiliuanoususiueoavisraz-nmwanun



4 vuans Nanyang

vl

AN AUNEN Uszauiulual
ANNAAAILENY 10 VINUIULLAS

B | PRE-ORDER | 199 Vlmﬁﬂlﬁulﬁu ZOOIT! Wiﬂﬁ

Shopee 1AM 31.08.22 THB

(39A15 23) 16.00 avziaTuniu
el

#CHANGDAOSTYLE #31w01Ws #aladfiogmdomatsa




Tomadnsugius=neumsanSuwnfinssui 2: Aevmsiidousouuniu

wus:=naun1saursnuSunuanwilrivanussnavesnaavlnlneasnluina
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wn#nssui 3: Intamtesnualw

*  “Y19199:9ulUIARY” D “AUINSUARUIKTEs” Ao waAnssUKLIND?
AAVUTurLGUSInAU2023 BuinaluladiidoudAryunirelinawnAnssud

*  mlulud 2023 usnadulinawariy “gmwme-gvmwle” uaniu saze:
ranmaswlawalndnSowdnnturierihdnrouinsen



MI981SSN9 wellness NUraU 15U

uSBniASeud10 Selfmade oenudnituripradonoudluiunsuSugesiuu-Tnleliiauna
suaRUmsUsuliUA@) waawride gvmwidona:=dnlenaAvu

the fzrst emotionally
intelligent personal care brand
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% 4
0 !
2
the comfort z0¢ the reset rizual healthy habits bundle self-exploration /it

ydrating & De ~stressing Bundle Hero Products

( ADD TO BAG - $58 ) ( ADD TO BAG - $88 ) ( ADD TO BAG - $98 ) ( ADD TO BAG - $18 )
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ilo pain point AIQUI “INIUaoNaAI WIVAUIE7 IUSUABINEWISNAY
Usz1Au “eaniuuiwandiuauiele” undugaviglinussnala isnutigds:nouns
RovAlaNg “Aowdune” lalAnan nazwaniwadlivanussnanoloy

uenINUU GUs=noun1sAaInasSmsdoaisiuandiinu TnganeARaguL
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* “Urymaviondauna:nisasaiauliavu AeaungusinatinoiudiAry”
*  msBoveurSoliudninurinniieviufemsaluayunusdniSosrsududu
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WUsznoumsriadnuaisnvenalomatiissiesmiaalnenisilfgusinaifu
FuArInVusiugednioaulad wshzndinsuside:wensnelaniazoasintniAlkuf
U IARITRKUIeAgWSGUSTNAY:AEVBUBUIWE BOAUA MSVENgEoIn IS
vgllguiwanwesuaaulaue:=aswlaniannisviglauinndn

uan9NUuNA) insusitionidulennalryuszneun1sAndiv supply chain vou
19199[KU 15U supply chain ag1vidus=uusmiNsiRuLN-Uangun Arag1d Kannauntin
Ugrunsuanagiusals:na gus:noun1senaisuWIsSNIUNISwaARTHUIWaaR
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1. goAUNUS=HIA: Smart Spender
nstide=fiaVuivaudhidanaulaindifesiusa:s1npnns feuntihiigusSinaki
fioaIUdsudufiiion Iws = Brand Loyalty §ug e-IsAntiowau wiliuuun
WuSTna 45% weslinuilsusonususiAuanad 1a:6n 22% seususrduine:
Wasusususlimnlsisgna



2. Und1s1A": Price Hunter
* nstivevdufiaruaudAiaw:Tinunulila JuSnae:sedonoudn

Uslugu nSeian=maufuiudesnidu 4 Welifladushlusmonian
* McKinsey s1euswuSinaludulisuBodusingu Skincare ua:
Luxury titunwaawesuigu nau WeChat 1Se TikTok IWS1:$1A10NN9"
Sonth$wirensma:ususiowiimsaaraieiugenvis online
sales lnemsdnlUsluguriusriloonsuisn rSeiduouSmisauws e
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TomadSugius=neumsaanSuwndinssun 5: Tidreodwdn

fusuntjusina “Price Loyalty” nVu nagns “Brand Loyalty” 019lfwa
liovay InglawrznindudveusililacuianANAUAINILIN nagnsEUs:naums
awrsnadiforalunagnsiiduiu $1m USun azUus=aunisni “feel good"
[AnugusinAnu



asuwninssuvevwusinal 2023

full 2023 gusInAv:TRRcwaAnguSadvavavnwNalauINVU (wellness) IR
hnowarAnyluiSavvaund1UEIEU (sustainable) AoEIGUNU UBNYINUULUSINAD:
ﬁwﬁ\lﬁaFmur‘juFhﬁu|TJuﬁ'fhﬂmnTiuﬁoaﬁulﬁuwammmﬂsugﬁo (value)



1. Customer Segments (anf)
* msdinsa:hnduandidikunevedssio aawsizanAiAaznautudngugednisall
InUaunu na:ssnavedisIAsiv:nauanailnu avsrgazidenlunsia:navogwls
* NunuAlAeWUZLUVEINISISURUI Business Model Canvas IWs1:(11Is31AS1:Han
0Mu1e (Customer Segments) Tinnsiod Sue:ausnrissana:nmsaarawelinrznautile
o6 19Us:aundWwdIse

* BusaufivmaunAINIuNgn AISILINduanmagNIslAlANlsguan nSofRounianfAunuulku il
lonavignngn



2. Value Propositions (AruAfuSEnesndiueu)
* n1sauLBUATUAVOIUSENdanA SnuuuadKiv KUNei

* Jodeiie=Boulaunu Customer Segments agwiluitiolfganu

Value Proposition Canvas




Uszinnvadnsiauauani (Type of Value Proposition)
msauuouAuAvaIAIaaswadliiuanmauisasidunslAnatoln
igu WaAIBIUSUIN (SIMAUAT KO AYILISITUNISUSMIS)
yarBAuMW (Msduweuus:aumsnini) mdliAeyarnAuauisnadweuliandla

: AlUAU g WaLIsaUNaUaTH MsUSuUsuUs-ansmwvavdunnse

' usn1s 10u3SMsNoTUtunsadyad Mg WRIRUIAGR
fia AoUWIINGS N1 20 UnauwainashguAvduIsuIAy
InlASun1sUSuUsuAtumwagnaanioal 1su

fognowlnl Jedenoulnutne:Ingavionu
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Uszinnvaumsiauaiani (Type of Value Proposition)
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TunanewannrurinseaniuuRIktiond
doameanandliuniu Tnsiawa:lu
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InSovlslwARTEnseannuuiludoudiny
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Uszinnvadnasiauauan (Type of Value Proposition)

N1SaVUAUANIAINIENMSIAUdGUATIIAZ
usSmisiindiAguiulusimnamnga i0unagns
niguagnwshane anmaoulhnjtindede
fusnuIbuSednan

IususinSaTFWWASrysIA
U AfnaRFuA3Iannsalindsioadufsnm
Tugwun awasniiiivaulinalan nAvdud
nseaniuUARUATY3NEoE



Uszinnvaumsiauaiani (Type of Value Proposition)

nsgoganmansunu 10
riuluasMsIWuLartiiuanAni
aowdAyiduagnedy Tidnlasfosne:
Uszndaiuuanvulagiawa: Us:Haauan
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2. Value Propositions (AruAIAuSEnoendiueu)

* MSIIASIKIIADONIVUALUAN (Value) VaVaUuAIIiazusSn1s wuiduni 8 fu
10 agwhdondnain Tne:lius:aunaudnise

* 157M9VA0IIUALINISAIT FUAUSzINNIAEINU 9BgUUBUVIBVaN(U
Awasswaui AndinnakevigAiniinukSell Buanailuiwsazdn isa:
llusundAtuAT (Value) Aoanmluinjounu



3. Channels (309nuNV1fivanA1)

* Channels : gouynN1sdFrLg 10UISNISAUSENEIUDUATUATLIU
wannturinSousnisiianAmazwlsualeny



3. Channels (FounuV1fivanan)
ssiaveuIs1aLsnidansounumsindininglinaieds Vuegiunisidannaduand
Customer Segments (anfn) MisTlAient3 na:UAedsn1sKSotadNINISIATINLNG

1) Owned Direct
dounNMISVISTIKVeIUSUAIDY
dedsenuied Tude:uuidules
nSeSumUanvevedrnsiol

sunuudiDudeuniiiawisnadn
warinlsfudnsge nAnoons

Alioreglus:naumsans=uu
lazdumsasnindurunu

2) Partner Indirect

msvissuwusasidunagns
ns=edudnadon exseuleviu
U908 Key Partnerships (Wusins
Kan) NSVIgLUIASOVIeWUSTRS
dnsawanalse=anav IsinanuIn9e
msiifivanAiunngaenganiy
vouwusDnsisia:zsne OAemdedn
MSV19uUWUsns

Retailer

Wholesaler

Intensive distribution
Selective distribution
Exclusive distribution




3. Channels (ounV1fivanan)

Level of Distribution
NSIUIS:AUVOINISNS:918FUA SzAUNISNS=0183uf (Level of Distribution) nuuitlu 3 szAusd

1. Exclusive Distribution Aeliievgviedi 1 s18 WvieuannSetins=nedusiogluaniuiiaws:
2. Intensive Distribution GidHureWemAaRlunss:-UeAufi dnsSunanowantinuri Tnisvie

Tnemsy 18U uns 108$ Intensive Distribution AaVuIle: uslnAlnuEonnataiusus KSondalh
8nogdh fmaumBredululy ftodredu

3. Selective Distribution INBaNUEWaRRDNMIs:UNeZuATuWuRlug egduounin Us:Tevtiveuds
iAo Juanawisnidendsmss=unedudiliiazeganss Selective Distribution wasnlduulia
J. d L T s | e e J L. x
nanaidowusina “Aeviute” KSednlenlvAe |\« iusurrcos mnwelvoduaonarollnite
Fufdudeaniunrimun
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3. Channels (Fodn191nvanan)

. GnﬁnU'lﬁaan’i'ﬂvn'lsow||wunaqns’ﬁv:ei\1uauquh (Value) RFUAKSD
usnisvevunAnw [UIrnviaanAdaruie (Customer Segment) Bui
s1gaz1IdgAnrnaINKaIeIANANNU la:souludinisusrunnazus=snauwus
novdIAs1:HIKgNAaINI9:lnwa



4. Customer Relationships (A2UduWusnuanm1)

e Customer Relationships Ao douUs:naundAtyvay Canvas Model IUUdIUN?:
furfavatio=ilunrunany

s:H9 Value Propositions (AfUAINUSBNogINEIBU) AU Customer Segments

(anf) Ae9=FovARTULLVovanAl Ia-AvAIMUTvAUEUWUSTanAeeNIASy

9INATUKSDIIUSUA

* pwALWUSAATAuanA9:duans:nuagNLINFoUs:auNIsnivevanAl A

1 1
O ol mmll -l

9199:A9J9aNIUU Customer Journey Map IWoaSuus:-aumsninangalrinnana
iriaA9=I0ulUIR AU WWSIUNINUS=INNVaIAUAUWUSIHANT



Uszinnvedaouduwuss:=naanususiuanfinasswolsnn

: suluunisnvauauduWusAe nisdosindanuudouunna 10ugUiuuved
powduWusnINgaToulnensuRanIsdoaisvouuLs ModsUiuuvoumsuSHIsUS:INNRAo

: N1SYo8IndadouyAAANUUIaWIzI91=d IJusUivupuEuWUS
Ao widudoumuiniu sunuuawauwuste=alurAnugInia:inloanAogifiesy IWalrinm
Ao WIGete 13Te na:linowruneuanmius:a:19a1Me19ulu AesNIAIn

: anAMATAUSMSAIOVR=ASIAUTALAU 2 VousnagwauiBy IdavonanAiawolon
2:3281ndomd10v uSENnluFUufavlAdWEUWUSTA 9 AUWINIVY AIBEAD



Uszinnvedaouduwuss:=naanususiuanfinasswolsnn

: A9WAUWUSUs:Inndiumswanus:rnawsUiuuvou Self-service 171U
s:uudnluTANUSBENasuVUFoe “ Business Process Management ” Nszusunsikantianuisnoaniivy
uWalfa=nonsiomstduiu fagho

: Msasnauaundasusu I0uANUEUWUSAIUATomaTRnduvevanAKSatn
aularunsaunanivagunnuirusounu TunangnsriianAnduseunusuAv:idugliAUSnuna:zln
ANNU=UNMNUUSEN A9819AD



4. Customer Relationships (A9UdUWUSHUanen)

+ hivtuzunssier@awaIRAuUINAEA Ao N1SUSKHISANUAUWUSAUANAY
(Customer Relationship) T319:10undWALWUSVEIANATS:HIWNISVE
rSoravananddolundo

o WsT:fISIAWISNUSHISAWEUWUSAUanATRed WAIBEY anfiie:
nduundes nuzthAudutiutEaumKSausmsvousTsoluouIAR

* IsnIs awISnUSKISIAR wadwse:-nsunuil As anA19:=wanuIs1u
[Bvau na-onanlrisngryidelonnalunismanailkiluiassavdinsi=KiA
QnRavvezlnwa



5. Revenue Streams (S18lAnan)

» Revenue Streams fio Iauiuvadsialivoanions DAnUSausadn “min
anAAamalaveussie srglanSons:iaiuan Ao Iduidenlnry” selavay
sSM9ISU9INNINTS ddUouAruA (Value Propositions) $rtingiugadnay
V18 (Channels) ganA1 (Customer Segments)

AMUARISWIISUINEINUSTETRAD

1. yarrilksnanAiRuldeoduinsousmsvodnr 2

2. wanivasaun1srgiulusunuuln ?

3. Revenue Streams Iifia:s1amsAnilufiVosiBuvasselilnasou



Uszinnveuns:iidasiela (Revenue Streams)
+ Asset sale : MsvigndweaunSagudn I0USMsmselAnIWSKHaronan
IWeuAruwangduAvglriuanAl naagusen Apple vaglinsAwnauasniwu

* Usage fee : ns:nasiglnenArsssuitiou 10uluinanisnisiglfINNIsSARAIUSNIS
mUsSurrunasidvoyavevanin Megwidu wlkusmsiASavielnsfwriliania AlS,
True 2:SgnInURUACILINTUMUUSUItUNTSTEIUBUIRaSItR 10uAU

* Subscription fees : ns:ias1glAvnnisadasauisn 1usUnuunismisiglAnnnis
auastiusmsagwralliovevandn IWallanAunisiAfIAUAKSaUSNISUBEY
MedNIBU GIKUSS Fitness NAfUAovireAIauBnseIRouWoausaiirlUoon
mavneli KSemsalnsaunBnsigifiau Netflix IWonrtvoaulatuugnavans 10u
AU



Uszinnveuns:iidasiela (Revenue Streams)
- Licensing : Tunstiitifeidvevavans 1u nswdaundyry inalulad 1ten
riuad sUnw aurynliuananautditionnSoavansvesnaulodnsiiArsssuidou
medwIsWUIRUTRUe MU nstlitindovluidunouidsandaseaiwadvedunnadundo

L} — — _l' v 1 v Ll

AeIwaIdu GSovdaddnaravansirinidveawadsios 0udu

* Brokerage fees : nsznasiglalusunuuAlungntin inanmsiduanunsSeidu
FonawiWorlun1sBov1es:HIN 2 uARavuIESIaLYSNT ektie:liAmauIN
NANOUIDEEU Are8NIBU urgkthadarsunswd 10usU

e Advertising : s19lavnATuuu I0uwauInA1sssultoulunislusulduASausnasinnu

lusurlANusUsKUY sshanwawasrglnnATostunlunanie ssiedo nenauiwanwasy
oaulal 1u Facebook, Youtube KSa Google fiisrglsinanuianAluugunu



5. Revenue Streams ($181AKan)

» msdins1:Hiazeannuuluinaseli iwsazssiivdaulnnjllingdinstzKisoy
luinasielfiogwaziden mikwainlonadianylumsiwugeaviglfogny
UK1ANa

® Ia=NN§SN919UTININSI18IALINNDT 1 Boun MSIIASI:KlUInaseln
Ui 9:gaslfisranusnaeniuunagnsssiivilanseonluanvedliu niasio
gonssnaAUTAIAUTRUINVUTARo8foudIns1:HTRONFouTue-TAwa



6. Key Activities (N9nssuKan)

* Key Activities Aio fianssunanKSavudIArYRanANUSENFovANTUNS
Wolkussadnnus:auAn1ussio msissee=Us:aunoud$e usensiou
pigumstaqhdvualnensvraluinassnavovournsidunan nnAtuAGU
sSN9NILIUNSWAR N9NSSUKANI=ITUMSWAILINSZUIUNISWAR N1STTE
WruurguniiazusnasirnauduavnanduAoINISVaILUSINA HSonssie
Aruagiun1ANSTRUSNTS AruANovAnsauuauRanIsITiuNgUanAT Snun
AMUWUSS:8:819 IDuRU



Us=innvevnonssuran

fionssuMswan : fianssun1swaniu Business Model Canvas Ifigaiodiumsoaniiuuniswanauingon
Bouna:nisauuaudandn ielrdadenisaiuauncudn (Value Propositions) Iliondnginy ussawanisiniviu
[us=g=g19lngmsinniswan Us:naundgns=usumskhargad [ann n1seannuuwanitus n1siaan
NS:USUMSWAR NISWSUIMAINISWAANIKLZAL MSINIWUWARTTUT N1SAJUAUNISWaR N1SAJUAL
ACUNIW NISAZUALALNU MSAIUALUSUTUAUAAIAAY a=MsUinsISnuIASoudns

msiidiym : msiidrymiianAnbunttuns:usunis msauuouAruA (Value Propositions) BIAUNWA
Ngaveuiumsauouls:aumsnina nisissivanusnilunidymiianftuniveanisiwuus:ansnw nsa
msilUgosandunulfiandn fieiduntvmsns:usunisifidiymi Mgty USENAUSNEININOKUTE
Isuwgunaillumsiidrymsuavniw rSawtiaouglunisiidnyrinazwuus:ansnwniswanlulssanu
gnannssu I0UAU



Us=innvevnonssuran

iwanwasu / 1nSovne : Tuinassienoaniuulneliwanwosuilunswansnan sshisanuru:to:lnanssukan
Ningavavius:uuwanwasurdaiaSovis mswaunnalulagfmus:uulfuAmsiwotasTianflisu
Uszaunisnininan fegwienssufiiavu 6 nasadwiuudiasy niswaua UX/UI nasnadou Maogny
ssiouwanwosu Tenri uSEn Amezon.com AovwriuwanwasunisBaviaaumadrallad auaue ssie
Netflix gluSn1sartvooulatinnavans fenssunanAeniswuuns:uuiawisniauoniunnasileandn 10u

v
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6. Key Activities (N9nssunan)

* UnfAinudaviiacuinlainganuiSesnisadsia:idenlgngosvodnanssy
nwssaslulAa:runrLINAvUTuSSA9ISY

* \ws1zEuIsIaUIsnaIAs:AIfegwazIdgauINVuInalKS 1STRauIsnNILL
foganssilawurlsTAuINVuIid



7. Key Resources (NSwgnsman)

Key Resources Aio nSwennskannssiivatusiouldiwolAnionssunan (Key
Activities) Adunisaolula nSwennsranvevau=gogliournsasiy
VolauanAtuA msiitivandn adwangduwusivandn Woadwlnsng

9nluinassnavavAm



4 UszInnveuiinasnswensidAry

Physical : NSWgANsNINenie Ao nSwensidugiould 1su 1Asovdns Iswuau 91A1S
gIUWIHU: SzUUKUYSU (Point of Sales) IASavagn1sndKkLng 10UsiU AoogNIBU
[swuwansngusndwensnmeniwde InSovdnsiazIswnu daussiivAuanedny 7-11
nSweansnIN1gnIwWAo IASavagktia$unazs:uuguA1AvAal I0UsU

Intellectual : nSwgFun1dtyryn Ao nSwaaunllilAIAu Fudovluls nFNuSUADENS
aowiduiivey Aedwiu Bonusus ansUns nswaaundynyr avans sretio
anf1 ANWvouAru KSanirwanuvevanufifeidudountiovednswaaunadyoy,
Isunu useninalulagasvvalnussunnNasINgVUINNISWRIUANSWEAUNWUTTYY1
IsnfovIanuIRgAUNUmUIdaMmazAlgdedusuLIN



4 UszInnveuiinasnswensidAry

Human : n§wegnsunna I0udaundArynantuaadns isfiugdaungnuadiulfite
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