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ABSTRACT

This study, The Study of Causal Model of Factors Influencing Organizational Survival
during the Coronavirus 19 (COVID-19) Outbreak of Retail Food Business in Thailand, aimed to
investigate the factors influencing organizational survival in the retail food sector during the
COVID-19 pandemic and to develop a model of related factors. The research employed a
questionnaire comprising 18 observable variables and 6 latent variables, which were validated for
content accuracy (I0C = 0.50) and achieved a high reliability score (Cronbach’s Alpha = 0.971).

A mixed-method approach was used, collecting quantitative data from 360 entrepreneurs
and conducting in-depth interviews with 15 executives. Data were analyzed using Structural
Equation Modeling (SEM) and Thematic Analysis to construct a model identifying factors affecting
organizational survival during the COVID-19 pandemic. Strategies for organizational adaptation
and long-term sustainability were also proposed.

The findings revealed that the external general environment exerted the most significant
influence on organizational survival (coef. = .351), both directly and indirectly, through
transformational change management and corporate governance policy. Other factors, such as
economic conditions and marketing innovation, also contributed to organizational survival. Rapid
adaptation and environmental analysis emerged as critical strategies for maintaining
competitiveness in rapidly changing circumstances. These results align with prior studies and

insights from executive interviews.



The study concluded that managing uncertainty, fostering adaptability, and preparing for
future crises such as economic downturns or natural disasters are essential for ensuring
organizational survival in unpredictable conditions. The developed model provides practical
applications for enhancing competitive advantage and strengthening the future capabilities of retail

food businesses.
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CHAPTER 1

INTRODUCTION

1.1 Background and Significant of the Study

The food industry in Thailand is an industry with high potential for domestic consumption
and export. Thailand has a background in stable agricultural production, allowing for the
continuous use of agricultural products as raw materials for food processing in various forms.
There are plenty of quality workers, modern production technology is utilized, and product models
are increasingly developed in accordance with market demand. Moreover, entrepreneurs in each
industry specialize in production and technology application better than many competitive
countries in the same region. Products are quickly produced according to buyers' demands, and
imported raw materials are used to add value. Additionally, related parties throughout the supply
chain, including labor, suppliers, and other related business services, contribute to a total
economic value of over 5 trillion baht each year. Furthermore, the value added by the food
industry accounts for over 20% of the industrial sector's gross domestic product (GDP), and this
trend is continuously growing. In 2020, the food industry had an export value of 1.025 trillion
baht (Office of the National Economic and Social Development Council, 2020), making Thailand
the 11th largest exporter in the world. The increase in food consumption demand, coupled with
changes in technology and innovation aligned with the direction of Industry 4.0 worldwide, has
had a positive impact on the food industry throughout the supply chain, making production more
efficient than ever.

Since the COVID-19 pandemic, this incident has caused widespread damage in many
sectors, including public health, society, and business economics. Product supply chains have
been directly affected, especially in the upstream and downstream parts, resulting in the
interruption of supply chains in all industries. Entrepreneurs have attempted to adjust their
business processes by simplifying them and reducing the distance of production sources, resulting
in shorter supply chains. These strategies are important in managing supply chains during crises,
with the focus on maintaining the effectiveness of the supply chains to meet consumer demand.
Thai industries are increasingly participating in the global value chain, particularly downstream

industries such as the food industry. According to the 2020 annual report of the Electronic



Transactions Development Agency, the retail business was estimated to contract by -10.0% to -
13.6% compared to the same period last year (as shown in Figure 1.1) due to negative factors
from economic conditions, including a contraction trend, high household debts, and the impact of
the COVID-19 spread. These factors directly affect tourism and related businesses, leading to
temporary business closures or even permanent shutdowns. Workers have been suspended or laid
off, while the purchasing power of people in the country remains stagnant, consequently impacting

the retail business (Electronic Transactions Development Agency [ETDA], 2020).
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Figure 1.1 The Sales Growth Rate of the Retail Business in B.E. 2559 — 2563 (2016 — 2020)

Source: ETDA (2020)

In addition, it was found that the retail business index in 2020 contracted by 29.25%
compared to the index in 2019, primarily in the durable goods sector, especially in retail stores
selling Thai handicrafts, souvenirs, clothing, shoes, leather goods, and textiles (GSB Research
Center, 2020). This contraction was a result of measures implemented to control the spread of
COVID-19, as shown in Figure 1.2. Consequently, out of 9.05 hundred thousand microbusiness
retail entrepreneurs, over 8.95 hundred thousand, including a group of 14,617 food retailers
(Department of Business Development Ministry of Commerce, 2020; processed by The Office of
SMESs Promotion - OSMEP), must now compete in the same market amidst capital constraints and
the adverse effects of the COVID-19 situation on liquidity and adaptability. These factors have

led to a gradual closure of businesses.
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Figure 1.2 The Index of the Retail Business

Source: GSB Research Center (2020)

According to the information provided, it is evident that the retail business sector has
been significantly impacted by the COVID-19 pandemic. Therefore, entrepreneurs must adapt in
order to survive under such circumstances. This adaptation may involve shifting sales channels to
online platforms, adjusting products to suit the current situation, reducing costs, managing cash
flow, and maintaining business liquidity. In the retail food business, it is crucial to respond to
consumers' demands, considering that household expenditure is distributed up to 33.9%, as shown
in Figure 1.3. The primary effects are felt by retailers of fresh food, dry food, condiments,
clothing, garments, and consumer goods (Krungsri Research Center, 2020). Organizations and
entrepreneurs need to understand the situation, identify and address weaknesses, and leverage
their strengths to differentiate themselves from competitors. This will help attract customers'

attention and support their changing behaviors and demands over time.
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Figure 1.3 The Distribution of the Household Expenditure

Source: Krungsri Research Center (2020)

Currently, several studies emphasize the importance of adaptation for survival in the
retail business. For instance, Parker, Peters, and Turetsky (2002) conducted research on the
adaptability of retail businesses and identified that business costs play a significant role in
entrepreneurs' effective business operations. Similarly, a study by Thassanasaritdi (2018) explored
the adaptation of retail businesses during the e-commerce era and concluded that factors such as
buying convenience and preparation for distribution channels were crucial in enabling modern
retail stores to adapt timely and effectively. Another study by Khanla (2016) focused on the
survival adaptation of traditional and modern retail stores. It revealed that entrepreneurs should
adapt to changes in consumer behavior to meet their demands and enhance bargaining power with
product dealers. Additionally, a study conducted by Alves et al. (2020) investigated crisis
management strategies for the retail business in Macau during the COVID-19 pandemic. They
found that diversifying product varieties, exploring new markets, and continuous learning were
essential for businesses to overcome and cope with crises in the long term. Furthermore, (Arasti,
2011) on the survival of the retail food business in Romania highlighted the significant impact of
decreasing consumer demand on business survival. These studies collectively demonstrate the

importance of adaptation and flexibility in the retail industry, considering factors such as cost



management, responsiveness to changing consumer behaviors, and crisis management strategies
for long-term survival.

This research review reveals that there is a scarcity of studies focusing on the adaptation
for survival in the retail food business specifically in Thailand. Previous research in Thailand has
mainly concentrated on topics such as the small and medium business sector, automotive parts
business, textile business, and customer service satisfaction as factors influencing business
operational success. However, studies examining the causal factors related to the adaptation for
survival in the retail food business have been rare in the Thai context.Given the significance of the
retail food industry for the national economic system, particularly during the COVID-19
pandemic, there is a need to address these research limitations and gaps. Therefore, this study
aims to fill these gaps by investigating the factors that influence the organizational survival,
adaptation, and operational strategies of the retail food industry in Thailand during the COVID-19
situation. The findings from this study will be valuable for administrators and stakeholders in the
retail food business, providing insights to enhance their ability to adapt and ensure business

survival in challenging circumstances.

1.2 Research Questions

1) Are the tested factors consistent with the empirical data in predicting the survival of
retail food businesses during the COVID-19 pandemic in Thailand?

2) How do these factors have direct, indirect, or combined influences on the survival of
retail food businesses during the COVID-19 pandemic in Thailand?

3) What is the most suitable model to represent the relationships between these factors

and the survival of retail food businesses during the COVID-19 pandemic in Thailand?

1.3 Research Objectives

The objectives of this research are as follows.
1) To examine the consistency of the tested factors with empirical data in predicting the

survival of retail food businesses during the COVID-19 pandemic in Thailand.



2) To analyze the direct, indirect, and total influences of these factors on the survival of
retail food businesses during the COVID-19 pandemic in Thailand.
3) To develop a model representing the relationships between these factors and the

survival of retail food businesses during the COVID-19 pandemic in Thailand.

14 Scope of the Study

1.4.1  Scope of Population and Samples

In this study, a mixed-method research approach was chosen. The data was collected
from a population of 17,855 retail food business operators in Thailand. Statistical data analysis
was conducted using computer software, specifically employing a structural equation model
(SEM) to examine the causal relationships between factors. The sample size for the study was
determined, and a sample of 360 individuals was required. Multistage sampling was employed to
select the participants from the total population. Once the final model was developed, 10
executives were interviewed to validate and confirm the findings. The qualitative data obtained
from the interviews were paraphrased, categorized, and summarized. The findings from the
qualitative study were then cross-checked for correctness and consistency, providing additional

support and validation for the overall research outcomes.

1.4.2  Scope of Factors

In this study, the researcher reviewed related literature in terms of concepts, theories, and
previous research, and then the data were summarized into the factors used in the study, as
described below.

1) Exogenous Latent Variables consisted of 4 factors.

(1) External General Environment included 3 empirical or observable factors: government
policy, technology capabilities, and sociocultural factors.

(2) Transformational Change Management included 3 empirical or observable factors:
restructuring, consumer behavior adjustment, and business partners.

(3) Economic Condition included 3 empirical or observable factors: access to credit,
changes in interest rates, and changing levels of consumer income.

(4) Marketing Innovation included 3 empirical or observable factors: product design

innovation, unique proposition, and customer focus.



2) Mediator / Intervening Variables referred to Corporate Governance Policy which
included 3 empirical or observable factors: data-driven marketing, manpower development,
financial resources management.

3) Endogenous Laten Variables referred to organizational survival which included 3

empirical or observable factors: customer retention, competitive advantage, and profitable growth.

1.4.3 Scope of Time Period

The researcher divided the study period into 3 phases as follows.

Phase 1: Studying basic data — Secondary data were studied by reviewing the literature,
and researching from different sources, both domestic and overseas sources. This phase took 38
months, starting from January 2021 to March 2024.

Phase 2: Collecting quantitative data — Primary data were collected using a questionnaire.
This phase took 3 months, starting from March 2022 to July 2022.

Phase 3: Data collection, data analysis, and research conclusion took 24 months starting

from August 2022 to August 2024.

1.4.4 Scope of Area
Data collection was conducted from retail food business operators in Thailand, providing

valuable insights into the industry.

1.5 Expected Benefits

The outcomes of the study are expected as follows.

1) Entrepreneurs in the retail food business can apply the factors that influence adaptation
in the COVID-19 situation, which were developed from empirical data, as guidelines for
determining primary strategies to enhance competitive capability and ensure organizational
survival in the food retail business.

2) Educational agencies and educators can utilize the causal relationship model of factors
that influence organizational survival in the COVID-19 situation of the retail food business in
Thailand as a case study for teaching, learning, and research purposes.

3) Business management can adapt to survive during the COVID-19 pandemic period,

considering the effects of rapidly changing economic conditions. Businesses can implement



organizational structures to address weaknesses and leverage strengths in response to the current

situation.

1.6 Definitions of Terms

In this study, the definitions of terms are as follows.

1. External General Environment refers to levels of organizational efficiency and
effectiveness which require organizations to operate work well in resource allocation and proper
management to achieve goals and respond to organizations’ objectives due to complication of
implementation in compliance to concepts/theories about working environment.

1.1 Government Policy refers to guidelines of activities, actions, or decisions of the
government such as support, measures, practical guidelines, announcement, preventive orders,
and prevention of the COVID-19 spread as well as tax measures of the government to support
people or organizations in all sectors.

1.2 Technology Capabilities refers to regular development and advancement of new
technology such as technology for increasing production power. Organizations can plan about
needs to use modern technology as well as to use technology for communication or access to the
target group of customers.

1.3 Sociocultural refers to values, attitudes, needs, and particular characteristics of people
in the organizational societies such as convenience, comfortable, consumption aspects, changing
social conditions, change to aging societies, behaviors, and business adaptation to social media
channel.

2. Transformational Change Management refers to change management of organizational
administrators who must management change timely with changing environment such as setting
structures, improving organizational operation, determining clear indicators of m anagement to
prevent loss in cost, products, skills, time, manpower, and other resources etc.

2.1 Restructuring refers to design of an organization in terms of basic components for the
management operational tools with components such as clear administrative structures, work
operation, improvement for allowing flexibility, measurement and evaluation for continuous
improvement, and management of debt structures and business capital.

2.2 Consumer Behavior refers to a new buying model different from the previous one in

terms of consumers’ buying methods and products to buy which organizations have to consider



for management. For example, the COVID crisis affects consumer behavior to change in tastes,
buying behaviors, and information search for comparison before making decision etc.

2.3 Business Partners refers to collaboration between business partners to reinforce
competitive capabilities and increase response to customers’ demand such as partner relationship
management, benefit management, market/customer management together with the partners etc.

3. Economic Condition refers to an economic situation affecting people’s buying power.
Pricing varies according to economics condition and prosperity. High product demand causes
highly competitive pricing. In economic recession, inflation, deflation, or changes in interest rate,
organizations need to set marketing strategies or giving discounts suitable and conforming to
changes. Economic condition also has effects on consumers’ buying power.

3.1 Access to Credit refers to a channel to access to business loans such as access to
corporate credit, loan process, maintenance of credit, and corporate collateral for organizations to
have more channels to access credit.

3.2 Changes in interest rates refers to business operation with risk factors such as effects
of changes in interest rates of assets and financial debts, risk management in crisis of economic
fluctuation, financial debts, and changes in interest rates etc.

3.3 Changing Levels of Consumer Income refers to factors with influence on consumption
demand of products and services with effects on organizations such as changing levels of
consumers’ income and expenses, levels of consumers’ decision to buy, and fluctuate economic
crisis with effects on consumers’ debt levels.

4. Corporate Governance Policy refers to performance improvement within an
organization, reflecting on giving importance to equality of people according to philosophy of
human development to become professional, development of human resources, and holistic
development in personnel development, professional development, and organizational
development for moving forward to production with full benefits, opportunities, and
maximization.

4.1 Data-driven Marketing refers to creation of customers’ good experience such as
collecting sales data from direct interaction with customers, building customers’ online experience
for communicating with new target groups of customers, continuously improving quality of

products and services, and managing databases of new and old customers clearly and effectively.
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4.2 Manpower Development refers to relationship among personnel in an organization by
assigning clear responsibilities. The emphasis is on evaluation and motivation, benefit
management, and employment for reducing an employee rotation rate.

4.3 Financial Resource Management refers to business ability in financial planning,
preparation for financial planning, ability to control cash flow or circulating money, and different
project investment.

5. Marketing Innovation refers to new ideas or imaginations about company’s marketing
strategies for improving marketing mix. Marketing innovation is helpful in developing and
creating competitive advantages on the basis of business difference, and leadership in sustainable
cost useful for business to compete and survive under economic challenges at present.

5.1 Product Design Innovation refers to a thinking process to solve problems in design
and development of products or services to meet customers’ demand. Product creation is easy to
understand and uncomplicated, able to create good user experience at a limited cost, and able to
find other alternative energy sources from various industries to develop new products.

5.2 Unique Proposition refers to unique and unconventional things with self-value.
Unique proposition is to add market value to gain competitive advantages such as products with
variety of tastes for consumption, products with better reliability than other products in the
markets, product presentation with distinctive and recognizable points, and reliable salespeople
with experience in professional presentation.

5.3 Customer Focus refers to customers’ satisfaction and access to products through
various online and offline channels. Customers can understand about products, buying process
and consumption are simple and easy to understand, after-sales service is available for
continuously and comprehensively giving service to customers with the focus of satisfying
customers.

6. Organizational Survival refers to entrepreneurs’ ability to survive in different
environmental conditions by adapting themselves effectively. When facing with business
obstacles, entrepreneurs adjust strategies to gain competitive advantages. Particularly, passive and
complicated organizational structure needs to be change for more management flexibility.

6.1 Customer Retention refers to creation of reliability and brand loyalty to reduce cost
and prevent loss of old customers. An organization and customers given opinions to each other for
developing business in the better way under uncertain situations as well as for managing risks of

customer loss.
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6.2 Competitive Advantage refers to creation of sustainable competitive advantage and
methods for the company to implement according to strategies in a wider area. Therefore,
competitive capability means low production cost, distribution channels, quality of products and
service, and distinction creation for products and services.

6.3 Profitable Growth refers to a growth rate of sales, gross profit margin, and expenses
in sales and management compared to proportion of total sales occurring from size factor of more
branches or businesses, more customer bases, and so on.

7. Retail Food Business means a business that involves selling and buying goods to final
consumers without a mediator for personal consumption.

8. Pandemic Situation of Covid 19 means the situation of the spread of the emerging virus
that still cannot be controlled, the spread of this virus has caused widespread damage to many

sectors such as public health and social and economic aspects of business globally.



CHAPTER 2

LITERATURE REVIEW

This research focused on studying the causal model of factors influencing organizational
survival during the COVID-19 pandemic in the food retail business in Thailand. The researcher
collected data related to various variables and organized them into relevant concepts and research
findings, as presented below.

2.1 General Information about Retail Business (Food Industry) in Thailand

2.2 Studied Variables

2.2.1 Organizational Survival

2.2.2 External General Environment

2.2.3 Corporate Governance policy

2.2.4 Transformational Change Management

2.2.5 Economic Condition

2.2.6 Marketing Innovation

2.3 Related Theories

2.4 Related Research

2.5 Scales of the Studied Variables

2.6 Relationship Among Variables from the Literature Review and Theories

2.7 Literature Review Table

2.8 Research Hypothesis

2.9 Research Conceptual Framework

2.1 General Information about Retail Business (Food Industry) in Thailand

Since the beginning of 2020, the world has experienced a series of impactful events
across various domains, including natural disasters, environmental issues, trade wars, and political
tensions. However, one of the most significant factors causing global changes is the COVID-19
pandemic, which emerged in December 2019 and rapidly spread across all continents. In terms of
economic growth rates, after the 2009 economic crisis, only the GDP in 2010 returned to a growth

rate of 4.30%. From 2011 to 2019, the GDP growth rates remained at 2.83%, with the GDP in
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2019 reaching 2.48% due to overstimulation of the economy. This has resulted in high public
debts in many countries, impeding rapid economic growth and necessitating a “new normal”
approach to economic recovery. On a macroeconomic level, stringent lockdown measures have
had significant adverse effects on economic activities. The Bank of Thailand (BOT) recently
estimated that the Thai economy would contract by 5.3% in 2020, with the risk of further
contraction looming. Considering the factors influencing recovery, the Thai economy is heavily
reliant on foreign economies, making it susceptible to high levels of damage. As of April 2020,
the large export sector, constituting 60% of GDP, contracted by 16%, while the tourism sector,
contributing 17% of GDP, experienced a 100% contraction. Moreover, the fundamental factors of
the Thai economy prior to the COVID-19 crisis were fragile, characterized by low domestic
investment and the presence of uncompetitive SMEs and labor, along with a high rate of
household debts, which serves as a significant constraint on economic recovery. In the future, the
Thai economy is expected to benefit from measures aimed at mitigating the effects of the crisis
and promoting government financial recovery. The government has allocated 1.9 trillion baht
(10% of GDP) through emergency legislation (Royal Decrees) to address the crisis. Importantly,
people's collaboration in adhering to the “stay home and stop infection for the country” guidelines
has proven valuable in curtailing the spread of the pandemic. Additionally, collaborative efforts in
healthcare are essential to prevent potential subsequent waves of the virus, while the public,
business, and government sectors must flexibly adapt to the new normal economic activities to
stimulate rapid economic recovery and alleviate the burden on national expenses (World
Economic Forum, 2020).

The food industry holds significant importance in Thailand, contributing to both the
national grassroots economy, particularly in the agricultural sector, and serving as a major
exporter to other countries. In 2020, the value of Thai food exports ranked 11th globally, reaching
a total export worth of 1.007 trillion baht. Despite the global economic crisis caused by the spread
of COVID-19, Thai food exports continued to grow in the first half of 2020, experiencing a 4.5%
year-on-year increase. Within the Thai food industry, small and medium-sized enterprises (SMEs)
played a crucial role, accounting for 99.4% (127,378) of all entrepreneurs in the industry and
contributing to a high employment rate with 478,633 jobs (47.12%) in the food SME sector.
Additionally, the food industry contributed approximately 262,685 baht (42.7%) to the overall
GDP of the Thai food industry. It was observed that the average food yield index during the first

nine months of 2020 “contracted” by 7.02% due to severe drought. However, this contraction did



14

not include the sugar yield index, which “expanded” by 1.35% due to increased consumer

hoarding of food products amid the pandemic.
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Figure 2.1 The Yield Index of the Food Product Industry.

Source: GSB Research Center (2020)

According to Sibunruang (2017), the food industry holds a crucial position in driving the
national economic system. In 2017, Thailand ranked at the top for exporting products and food
products to ASEAN countries, and at the 13th position for exporting products and food products
worldwide. These exports accounted for 5.8% of Thailand's national GDP or an economic value
exceeding 830,000 million baht. This achievement can be attributed to Thailand's strengths,
including the availability of diverse and abundant raw materials, as well as the experience and
expertise of manufacturing enterprises in effectively applying advanced innovation and
technology.

In order for the food industry in Thailand to sustain continuous growth and add more
value, entrepreneurs must prioritize the adaptation of business models to incorporate innovation
and technology advancements within the food industry and its value chain. This entails a constant
focus on industrial innovation, including the development of value -added products and food-

related services that align with current and future consumer demands and social trends worldwide.
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The National Innovation Agency (NIA), a public organization under the Ministry of
Science and Technology, has conducted a study on the trends and future development of food
innovation. According to the findings of this study, the future trends and changes in the Thai food
industry are as follows:

1. Demographic diversity

2. Embracing urbanization

3. Rise of aesthetic food technology

4. Emergence of food cultural economy

5. First mile crisis

6. Food war

According to the Ministry of Industry (2020), the trend in the Thai food industry in 2022
is centered around maintaining nutritional values and offering healthy food options that provide
internal and external nourishment. Furthermore, there is a growing focus on penetrating social
network markets. In the modern age, consumers increasingly rely on technology for
communication in their daily lives, and this shift in behavior has significant impacts on the food
industry. Consumers are paying more attention to the nutritional advantages and disadvantages of
their food choices, considering their long-term effects on health. Additionally, the food delivery
service to households and various locations is experiencing significant growth and popularity.

Situation of the Retail Business (Food Industry) in Thailand

During the period of 2021-2023, the sales of modern retailers are expected to grow by an
average of 1.5-2.5% due to gradual economic recovery and supporting factors such as government
spending stimulus measures, expansion of government investment projects, urbanization, and the
economic growth of neighboring countries. However, business competition is intensifying with
the emergence of new competitors both domestically and internationally who recognize the
growing potential of the Thai retail sector. Additionally, online stores (e-commerce) are
experiencing rapid growth, adding to the competitive landscape. Therefore, entreprencurs need to
quickly adjust their strategies to keep up with the rapid changes in order to expand their customer
base and long-term income opportunities. There are several factors putting pressure on modern
retailers, including the purchasing power of grassroots consumers who constitute the majority of
the country's population and may experience slow recovery due to fluctuations in agricultural
product prices and high household debts. Moreover, competition is intensifying both within the

same industry and from other sectors, as well as from new domestic and international competitors
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who recognize the potential of the Thai retail sector. Online stores (e -commerce) are also
significant competitors, particularly in the consumer goods segment. Additionally, there is
considerable competition from non-retail and foreign entrepreneurs, particularly Chinese
entrepreneurs, who are prepared for significant financial investments. According to the Thai
Retailers Association, online sales in Thailand are estimated to account for more than 10% of total
retail sales by 2026, marking an increase from 2.0%-3.0% in 2018. Moreover, e-Conomy SEA
2020 estimated the market value of e-commerce in Thailand to be 9 billion USD in 2020,
representing an 81% increase from 2019, with the value projected to reach 24 billion USD by

2025 (EverydayMarketing, 2020).
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Figure 2.2 Retail E-Commerce Market Size in SEA

Source: EverydayMarketing (2020)

The Electronic Transactions Development Agency (ETDA) estimated that the value of
the Thai e-commerce business would experience significant growth in 2020, reaching 4.9 trillion
baht compared to 4.0 trillion baht in 2019. This value was classified according to different
business types, with the highest value attributed to the retail and wholesale sector (1.9 trillion
baht), followed by the accommodation service business (1.1 trillion baht), and the manufacturing

industry (500 million baht), as depicted in Figure 2.3.
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Figure 2.3 E-Commerce Value by Industry

Source: ETDA (2020)

The modern retail business faces several challenges in the upcoming stage. Firstly, there
is a need to comply with stricter official regulations, particularly in terms of fair trade competition
among entrepreneurs in the wholesale and retail sectors, as well as manufacturers and distributors.
Secondly, there is a shift towards adopting business models that focus on mass marketing with
greater customization to cater to the evolving needs of customers. Thirdly, the utilization of new
technologies, such as big data, is crucial for conducting in-depth customer analysis and enhancing
overall business operations. Lastly, there is a growing emphasis on improving the effectiveness of
product management and logistics to enable swift distribution to consumers, partic ularly to gain
competitive advantages during the COVID-19 crisis. As a result, more businesses are adapting
their operational models to engage in online trade, including the sale of food products and
consumer goods. It is anticipated that online channels will continue to evolve in the long term,
prompting retail entrepreneurs to promptly review and adapt their strategies to enter online

markets. Selecting platforms that are suitable for their products, while ensuring service quality in



18

terms of convenience, safety, and prompt product delivery, will be crucial factors in business
competition and represent important milestones in the future of retail business operations.

In 2021 — 2023, the modern retail business tends to grow at the annual average of 1.5% —
2.5% due to the gradual recovery of purchasing power according to the economic conditions in
the midst of fierce competition with different trends and opportunities for profit-making of

entrepreneurs in each business type, as follows.

Table 2.1 Retail Business Growth by Type of Business (%)

2018 2019P 2020E 2021-23F
Department Stores 4.5 3.5 -13 to-15 2.0-3.0
Discount Stores 3.0 2.7 -10 to-12 1.3-2.3
Supermarkets 6.5 4.0 -10 to-12 2.8-4.7
Convenience Stores 3.4 2.9 -9 to-10 1.7-2.8
Modern Retail Sales Growth 3.2 2.8 -10 to-12 1.5-2.5

Source: GSB Research Center (2020)

Modern retail business had the trend to grow 2.5% - 2.9% in 2019, slowing down from
3.2% in 2018, and it is estimated to grow at the range of 3.0% - 3.5% in 2020 — 2021 (Figure 2.4).
In 2019, the retail sector was affected by economic slowdown but it was still supported by
continuous growth of the domestic consumption and the government’s consumption stimulus
measures at the beginning of the year such as the project of ‘Ang-pao for helping the country’,
tourism tax deduction in 2019, and the national election causing money flow in the economic
system. In 2020 — 2021, the retail business was driven by the following factors. (1) Domestic
purchasing power gained beneficial impacts from different accelerated investment projects of the
government and private sectors so the amount of money circulated in the system whereas
readiness of infrastructures in many provinces caused expansion of the modern retail business. (2)
The growing number of foreign tourists, estimated about 40 million tourists from 38 million
tourists in 2019, increased business chances for the retail business sector, especially in the tourism
provinces. (3) The government’s economic stimulus measures were helpful such as on tourism tax
deduction to increase spending ability and measure for supporting low-income earners to use state
welfare cards at retail stores. And (4) there were other supportive factors such as increase of

middle-class people with high income, urbanization, the United Nations’ assessing Thai
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urbanization level from 49.2% in 2017 to 51.4% in 2020, and economic growth of the neighbor
countries, increasing chances of the retail business expansion along the borders and in the

neighbor countries.
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Figure 2.4 The Growth Rate of the Retail Business in 2020

Source: EverydayMarketing (2020)

Table 2.2 The number of food retail business entrepreneurs was classified according to the
products or product lines. The number of entreprencurs listed as juristic people with Department

of Business Development until 31st December 2021 and shown business status as active as at 1st

September 2022.
Categories Year 2022 (Operators)

Convenience Store 1,120
Supermarket 757
Deportment Store 7,902
Hypermarket 204
Specialty Store 6,863
Grocery Store 1,009

Total 17,855

Source: Department of Business Development, Ministry of Commerce (2022)
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Definitions of Retail

The term 'retail' has been defined in various ways. Reynolds, Howard, Cuthbertson, and
Hristov (2007) define retail as the sale of products to end consumers for personal and family
consumption. Retailers may source products from various suppliers but they only sell those
products to the final consumers. Hirschman (1981) describes retail as a business that involves the
sale of products and services to end consumers. Lafontaine and Slade (1997) define retail as an
independent occupation where individuals engage in business activities as intermediaries,
distributing products to end consumers for personal or household use. Additionally, Argenti
(1976) defines retail as the direct buying and selling of products or services between a retailer and
consumers without any intermediaries. Based on the aforementioned definitions, retail can be
understood as an independent occupation involved in the trade of products directly to end
consumers for personal consumption, without the involvement of intermediaries.

Types of Retail Stores

Roth and Klein (1993) classify retail stores based on the following five main criteria:

1) Retail business classified according to store types

1.1 Store retail business refers to a business that sells products/services in a physical store
where customers can directly select and purchase products or seek services according to their
needs.

1.2 Non-store retail business refers to a business that sells products/services without a
physical store. Instead, customers can select or purchase products/services through computers and
the internet. This type of business utilizes automatic vending machines, catalogs, direct mail,
telephones, televisions, kiosks, or electronic selling cabinets, among other methods. Customers of
this business are interested in buying products or services for personal or family use.

2) Retail business classified according to customer service types

2.1 Self-service retailing business refers to retailers that prioritize customer independence
in a relaxed atmosphere, allowing customers to serve themselves. Examples of this type of retail
business include fast-food restaurants such as KFC, McDonald's, and Chester's Grill, as well as
convenience stores such as AMPM, 108 Shop, and 7-Eleven.

2.2 Limited services retailing business refers to retail businesses that have employees
available to assist customers in product/service selection and provide additional information.
Examples of this type of business include stores that sell clothing, ele ctronics, or well-known

brand shoes. Sales employees offer guidance to customers in selecting and trying out
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products/services until they are satisfied. They also provide services for product delivery and
installation, subject to specific product agreements and descriptions.

2.3 Full-service retailing business primarily focuses on providing comprehensive
assistance to customers. These businesses prioritize delivering full -service experiences to
customers, often charging a 10% service fee and offering after-sales services. Examples of this
type of retail business include MK Restaurant and Fuji Restaurant.

3) Retail business classified according to product lines

3.1 Retail business with a narrow product line

3.1.1 Retail business with a narrow product line and some depth provides limited services,
such as specialty stores that sell specific products within a narrow product line or 1-2 product
lines. Each product line offers a variety of options and models based on the store's size, allowing
customers to select various specialty products. For example, a flower shop may specialize in
selling specific types and colors of flowers, giving customers a wide range of choices within a
store area of approximately 16-20 square meters.

3.1.2 Retail business with a narrow product line and great depth offers services in a
spacious environment. These retailers focus on specialty products within a narrow or specific
number of product lines, similar to specialty stores. However, their product lines are extensive.
This retail business type typically operates within specific product groups, such as electronics,
office equipment, sports equipment, tools and construction materials, and home decor materials.

3.2 Retail business with a product line mainly specific to basic consumer goods

3.2.1 Grocery stores, or mom & pop stores, are the oldest types of retail businesses that
sell daily consumer goods. They are usually small-scale establishments, often occupying 1-2 units
of a building with minimal investment. These stores cater to local residents in the community.

3.2.2 Minimarts are small retail stores that have evolved from grocery stores and
specialize in selling daily consumer goods. They are scaled-down versions of supermarkets,
offering a smaller area, a narrower range of product types, and a reduced product quantity.
Minimarts are typically located in cities and suburbs with less crowded communities, as setting up
a full supermarket may be impractical due to factors such as traffic congestion and high land costs.

3.2.3 Convenience stores (CVS) are retail businesses that sell consumer goods with a
high turnover rate. They operate in 1-2 units of commercial buildings and are similar in model to
minimarts. However, convenience stores distinguish themselves by offering 24-hour service and

strategically locating their stores in high-traffic areas. These stores maintain a tidy and modern
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appearance, emphasize quick service, and often employ point-of-sale (POS) systems. Examples of
convenience stores include 7-Eleven.

3.2.4 Supermarkets are retail businesses that sell two main types of products: food and
non-food items. Customers serve themselves while shopping. These stores typically have multiple
branches and offer various product categories for customers to select from in an area of at least
200 square meters. Shopping baskets or carts are commonly used in supermarkets, such as in Top
Supermarket.

3.2.5 Superstores or supercenters are large supermarkets that have expanded to provide
one-stop shopping services to meet customer demands. Approximately 20% - 30% of these retail
businesses consist of a supermarket section that sells household products and simple clothing
items. Superstores have a usable area larger than a supermarket and are often located in standalone
buildings with a focus on parking services. They differ from supermarkets in terms of their larger
usable area. Another part of a superstore may contain parasite stores, such as drugstores, laundry
services, and pet grooming. Examples of superstores include Big C and Tesco Lotus.

3.2.6 Hypermarkets or hypermarts are even larger retail businesses than superstores. They
resemble warchouses and offer a vast quantity of products. Hypermarkets in Thailand typically
cater to wholesale and retail customers who prioritize cost savings.

3.2.7 Department stores are large retailers that sell a variety of products with assortment
and depth. These stores offer a wide range of categories, such as stationery, clothing, cosmetics
and perfumes, footwear, watches and clocks, jewelry, kitchenware, food centers, personal items,
furniture, home decor, electronics, and cinemas, among others. Each product category is organized
in a departmental format with distinct product displays, often emphasizing an elegant arrangement.
Most products sold in department stores are branded. Examples of department stores include
Central Department Store, Robinson Department Store, and The Mall Department Store.

4) Retail business classified according to price relation

4.1 Retail business focusing on high-price products refers to a retail business that
specializes in selling high-quality and high-priced products, such as Siam Paragon Department
Store and Emporium Department Store. These businesses also provide excellent and valuable
services at a premium rate, such as Chiva-Som spa services.

4.2 Retail business focusing on standard-price products with standard quality refers to
businesses that sell quality products at standard prices, like Robinson Department Store, Central

Department Store, The Mall Department Store, and Fashion Island Department Store. These
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businesses provide good and valuable services at a satisfactory level, similar to the services
offered by private hospitals.

4.3 Retail business focusing on low-price products with reasonable or standard quality
refers to businesses that prioritize selling products with reasonable quality at affordable prices.
This retail business type can be classified in various ways, including:

4.3.1 Discount stores are retail businesses that cater to a mass market with a large number
of buyers. These stores offer products at a low unit contribution margin, relying on high sales
volumes. The main strategy of discount stores is to provide discounted prices. Their product
displays are similar to those found in small and large supermarkets, with a focus on seasonal
vegetables and fruits, which have high chances of sales.

4.3.2 Off-price retailers are retail businesses that sell products below the normal market

prices. This pricing strategy may be possible due to exceptionally low product costs for sales

2.2 Studied Variables

2.2.1 Organizational Survival

Saithong-in, Phornlaphatrachakorn, and Raksong, (2019) mention that organizational
survival refers to an organization's achievement of meeting objectives or goals through planned
implementation, indicating long-term successful results and the ability to generate long-term
profits.

According to Baidoun, Lussier, Burbar, and Awashra (2018), organizational survival
means the fight for life survival in support of the concept of economic competition, leading to the
emergence of the Social Darwinism Theory.

Balogun and Hailey (2004) state that adaptation refers to the results of a person's attempt
to adjust to emerging problems in personality, needs, or emotions to fit their environment.

Stamas, Kaarst-Brown, and Bernard (2014) define adaptation as a person's successful
adjustment to the external world with a sense of satisfaction and joy, displaying behaviors suitable
to social conditions, and being able to face and accept the truths of life.

Camillo, Connolly, and Kim (2008) refer to adaptation as a person's attempt to adjust to
emerging problems by changing their behaviors to align with their environment and needs,

ultimately enabling them to live happily without frustration.
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Crutzen and Van Caillie (2008) define adaptation as a mental process used to meet
personal and social needs and to align with existing conditions or changes. It is a method for
individuals to maintain good mental health by solving problems and finding solutions to eliminate
or alleviate troubles, frustrations, or tensions.

D'aveni (1989) defines adaptation as a process of adjusting and changing negative
feelings such as frustration, discomfort, and anxiety through thoughts, feelings, or behaviors to
appropriately conform to different situations or conditions.

Garcia-Ramos, Gonzalez-Alvarez, and Nieto (2017) state that adaptation refers to the
responsive process of a living creature to stimuli that necessitate adjustments to maintain life
balance. The stimuli that require adaptation are those that disturb or threaten the balance of the
system.

Gémar, Moniche, and Morales (2016) define adaptation as a mental state of conforming
to or accepting changes in the environment without negatively impacting mental health.

Thongchalerm, Nachairit, and Tontiset (2012) mention that adaptation refers to the
process of adjusting thinking, feelings, and behaviors by relying on physical, mental, and
intellectual abilities to meet desired or sought-after goals while considering personal needs,
morals, and truths.

Based on the above definitions, it can be concluded that adaptation involves making
adjustments to overcome frustrations by finding ways to respond to personal needs through
internal and external adaptation. This allows individuals to effectively adapt to their life
environment and fulfill their physical, psychological, and social needs.

Business Growth and Organizational Survival

Business growth encompasses various components that vary depending on the context of
each organization. However, most organizations use metrics such as net profit, income, and
financial ratios to measure business growth, as these are important indicators for the success of a
business. To achieve growth and meet organizational goals, organizations need to employ
effective strategies that leverage existing resources. Key considerations for planning activities and
setting goals for organizational survival include leadership, conflict management, adaptability to
change, managing uncertainties, organizational culture, technology adoption, organizational
structure, competitive capabilities, profitability, and employee motivation. In order to thrive,
organizations should prioritize the following components of development: 1) being observant and

proactive in assessing situations, 2) exhibiting strong leadership, 3) thinking analytically about
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trends in organizational growth, 4) demonstrating commitment to success, 5) establishing effective
communication channels, 6) embracing change, 7) employing sound management approaches, and
8) fostering creative thinking to drive innovation and anticipate future changes (Balowe, 2015).

According to Baidoun et al. (2018), the criteria for measuring organizational survival
encompass eight important aspects: 1) the ability to effectively sustain the business, 2) adaptability
to changes, 3) competitive advantage, 4) long-term profitability and sales growth, 5) long
enterprise lifespan, 6) organizational size and entrepreneurial acceptance, 7) systematic resource
allocation, and 8) organizational growth.

Factors Affecting Organizational Survival

1. Enterprise age: New entrepreneurs need to accumulate experience in product
production and sales and learn different techniques. At the initial stage, they may not know their
true level of effectiveness in production and sales, and it may take many years before they can
produce standard products. New entrepreneurs must adapt to producing competitive products
while minimizing risks. They face a higher risk of extinction compared to long-standing
entrepreneurs because they need time to find quality and affordable resources. Additionally, new
entrepreneurs may lack strong relationships with external stakeholders such as customers,
suppliers, and employees within the organization. Moreover, it takes longer for new entrepreneurs
to reach the break-even point and achieve profitability. It usually takes over 9 months to reach the
break-even point for new entrepreneurs with large production scales and high survival rates.
However, new large entrepreneurs entering the market have a higher extinction rate than large
entrepreneurs who have been in the market for a long time.

2. Enterprise size: The size of an enterprise has a positive influence on organizational
survival. Rapid growth alone does not guarantee survival for entrepreneurs. They may choose to
prioritize survival over growth if they perceive that a growth strategy carries too much risk.
Additionally, enterprise size is an important factor affecting entrepreneurial survival because
larger enterprises have a higher chance of generating profits through performance efficiency.
Furthermore, larger enterprises have more influence on the external environment and are better
equipped to handle economic factors such as recessions, unemployment, or high raw material
costs.

3. Entrepreneur education: Entrepreneur education has an impact on the effectiveness of
implementation. If the business owner has a high level of education, such as a degree in business

administration, it directly enhances their capabilities in business management, adapting specific
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strategies to different situations, effectively allocating resources to reduce costs and increase
profits, and improving overall business performance.

4. Family background: Entrepreneurs from families with business experience have a
higher chance of business survival compared to entrepreneurs from families without business
experience. Business expertise is often acquired through accumulated experience over generations.
Families that have been running businesses for several generations can transfer their experience
and specialization to their descendants. Moreover, highly experienced entrepreneurs have a better
understanding of business management principles and are more familiar with the complexities of
running a business compared to entrepreneurs from families without a business background.

5. Research and development: Research and development is a critical factor that affects
organizational survival. It allows entrepreneurs to improve their performance, drive innovation,
enhance production effectiveness, and continuously develop products and services. It provides
entrepreneurs with more opportunities to survive and thrive.

6. Organizational Management Factors: Effective Leadership: Leaders who can guide
businesses through crises, particularly by making swift strategic decisions and having a clear
vision. Contingency Planning: Preparing plans to address unforeseen circumstances, such as
developing a Business Continuity Plan. Organizational Flexibility: The ability to adapt work
structures or eliminate unnecessary steps to respond more quickly during a crisis (Herbane, 2010;
Joly, 2020; Lengnick-Hall & Beck, 2005; Petrie, 2014).

7. Human Resource Factors: Employee Welfare and Development: Investing in the
development of employees' new skills, along with providing mental health support, prepares
employees to face crises (Brockner, Tyler, & Cooper-Schneider, 1992). Internal Communication:
Establishing clear communication channels within the organization helps employees understand
and respond appropriately to situations (Men & Stacks, 2014). Workplace Flexibility: Allowing
employees to work remotely or adjust work formats as needed reduces risks and enhances
flexibility (Kossek & Lambert, 2004).

8. Financial and Investment Factors: Cash Flow Management: Maintaining financial
liquidity is crucial during crises, as businesses often face decreased revenue (Bartik et al., 2020).
Access to Financial Resources: The ability to secure funding sources or utilize reserves during
crises is a key factor influencing survival (Davila & Foster, 2005). Cost Control: Monitoring and
reducing unnecessary expenses during periods of declining revenue helps maintain the

organization's financial stability (Nohria, Joyce, & Roberson, 2003).
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9. Sustainability Factors: Corporate Social Responsibility (CSR): Organizations with
clear and socially focused CSR initiatives possess an advantage in building a positive image and
fostering strong relationships with customers (Carroll, 1999). Long-term Sustainability: Focusing
on sustainable resource use and maintaining stability in the market over the long term enhances an
organization's ability to survive during crises (Elkington, 1998).

Concepts and Theories of Adaptation

Roy's adaptation model (cited in Roy & Andrews, 1999) involves adaptation and
providing assistance to individuals facing life incidents or changes. Adaptation is a process and
outcome that arises from a person's thoughts and feelings, using intellectual awareness and
creativity to integrate oneself harmoniously with the environment. Roy applies a theoretical
concept to explain a person's adaptive system as an open holistic system, which includes input,
coping process, output, and feedback process, all operating in relation to one another. When a
stimulus from a change in the internal or external environment enters the adaptive system, a
person is stimulated to adapt by utilizing two coping mechanisms: the regulator subsystem and the
cognition subsystem. These subsystems work together, leading to the expression of four adaptive
behaviors in the physiological mode, self-concept mode, role function mode, and interdependent
mode. The adaptation process results in either adaptability or ineffective adaptation. The system's
output is then fed back into the system as input for further suitable adaptation. Each person's
adaptability is different, depending on the intensity of the stimulus and the level of personal
adaptation.

Input: Input occurs through the interaction between a person and the environment,
resulting in stimuli from the internal and external environment entering the person's adaptive
system. Environmental changes stimulate a person's adaptive responses. The stimuli can be
categorized into three aspects (Roy & Andrews, 1999):

1. Focal stimuli are the primary stimuli that a person faces and pays full attention to at a
given time. They bring about change and have a direct impact, necessitating personal adaptation.

2. Contextual stimuli refer to other stimuli that co-occur with the focal stimuli in a
person's environment or incident. They can reinforce the impact of the focal stimuli, either
positively or negatively, on the adaptation process.

3. Residual stimuli result from past experiences. They are specific to an individual and

may have implicit influence on their adaptation to a particular incident.
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Figure 2.5 Roy’s Adaptation Model

Source: Roy and Andrews (1999)

Input is the interaction between individuals and their environment, which contributes to
the input in the individual adaptive system. This includes stimuli from both the internal and
external environment that individuals may not be aware of, such as attitudes, beliefs, values, and
background experiences. These stimuli elicit personal reactions and adaptation. Whether a person
is able to adapt or not depends on the intensity of the stimuli and their level of adaptation at that
time. A person's adaptability to changing situations in their life cycles can be categorized into
three levels:

1. Integrated level: This is when the body structure and functions work holistically to
properly respond to a person's demands.

2. Compensatory level: This is when the life processes are disrupted, triggering the
regulator and perception mechanisms to manage these stimuli.

Compromised level: This is when the adaptation at the integrated and compensatory

levels is not sufficient to manage the stimuli, resulting in adaptive problems.
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The level of adaptation for each person in each situation varies. If a stimulus falls within
the range of their adaptable level, the person can adapt to it appropriately. However, if a stimulus
is intense and falls outside the range of their adaptable level, the person may adapt ineffectively or
not at all. It's important to note that the adaptive level can change throughout the life process. In
other words, individuals can increase their adaptive level by seeking to learn new things and
increasing their adaptability to new situations.

The coping process is a process of controlling a person's adaptive system and involves the
ways in which the person interacts with the changing environment. The coping process can occur
automatically or through learning. Roy classifies the coping process into two subsystems:

1. Regulator subsystem: This is an automatic process of responding to stimuli without
awareness. It occurs through the interaction of the nervous system, chemicals, and the endocrine
system. The stimuli from the internal and external environment serve as inputs that enter the
nervous system, affecting water balance, electrolyte balance, acid-alkali balance, and the
endocrine system. This mechanism controls the functioning of different body systems to maintain
normal conditions.

2. Cognition subsystem: This is a process of responding to stimuli through the nervous
systems of perception and emotion. It involves four processes: perception and information
transfer, learning, decision-making, and emotional response. The stimuli in the perception
mechanism encompass factors that affect psychological, physical, physiological, and social
aspects. These stimuli pass through the regulator subsystem and are processed and memorized
based on the person's interests. Learning occurs through imitation, reinforcement, and intuition,
leading to decision-making in problem-solving. Emotional response serves as a protective
mechanism to make the person feel comfortable and alleviate anxiety. Emotion is a result of
emotional assessment and personal engagement.

Adaptive Behaviors

The regulator and cognition subsystems always work together to maintain the integrity of
a person during the adaptation process. The outcomes of these subsystems are manifested in four
adaptive behavioral modes: physiological mode, self-concept mode, role function mode, and
interdependent mode. These adaptive behavioral modes represent the level of a person's adaptation
as demonstrated through their behaviors. They also indicate the utilization of the coping process
in four behavioral patterns and the success or effectiveness of the responses observed through

individual behaviors. The descriptions of the adaptive behaviors are as follows:
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1) Physiological mode involves the adaptation necessary to maintain bodily stability,
ensuring successful adjustment to changes in physiological needs. The behaviors associated with
the physiological mode are concrete and easily understood. Adaptive behaviors in this mode
address the five fundamental human needs for survival: oxygen, nutrition, excretion, activity and
rest, and protection. Additionally, there are four complex processes that include sensation, water
and electrolyte balance, functions of the nervous system, and functions of the endocrine system.

2) Self-concept mode pertains to the adaptation needed for mental and spiritual stability.
Self-concept refers to an individual's beliefs and feelings about themselves during a specific
period. It arises from internal self-perception and external perception based on the reactions of
others towards the individual. Behaviors exhibited by individuals reflect their self-concept, which
can be divided into two aspects.

2.1 Physical self refers to an individual's perception of themselves in terms of their body,
appearance, organ functions, health conditions, and sexual functions. The physical self can be
further divided into two aspects.

2.1.1 Body sensation involves the adaptation related to a person's perception of their own
health conditions, organ functions, and sexual functions. Any changes in these bodily conditions
can act as stimuli for individuals to adapt accordingly. Behaviors that indicate ineffective
adaptation in this aspect include sexual dysfunction and feelings of loss.

2.1.2 Body image pertains to an individual's perception and acceptance of their own
physical appearance, including aspects such as size, shape, and posture. If an individual
experiences changes in their appearance, such as disabilities, it may pose challenges for adaptation
as their body image may undergo negative changes or become unacceptable.

2.2 Personal self pertains to an individual's perception of themselves in terms of
expectations, values, ideals, and aspirations. The personal self can be further divided into three
aspects.

2.2.1 Self-consistency refers to a person's feeling of stability and firmness in maintaining
their own character and balance across different situations. If this feeling is threatened, the person
may experience uncertainty about their own stability, leading to feelings of fear and anxiety.

2.2.2 Self-ideal refers to someone or something that a person desires to be or achieve.
Essentially, individuals strive to attain their own goals. If a person is unable to achieve their
desired goals, they may exhibit behaviors indicating ineffective adaptation, such as feelings of

worthlessness, a loss of control over situations, and discouragement.
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2.2.3 Moral-ethical-spiritual self encompasses beliefs related to morals, ethics, religions,
and values, which individuals use as criteria to evaluate their own actions or the actions of others
and the world around them. Behaviors that indicate ineffective adaptation in this aspect include
feelings of guilt, self-blame, or self-punishment.

3) Role function mode involves adaptation for social stability, which pertains to an
individual's roles in society and their fulfillment of societal expectations regarding interactions
and responsibilities with others. It is essential for individuals to adapt and perform their roles
effectively in order to be accepted by others, which ultimately contributes to a sense of social
security and happiness in society. Roles can be categorized into three types.

3.1 The primary role is determined based on factors such as age, gender, and
developmental stages. This role significantly influences a person's behaviors during a specific life
period, for example, a preschool boy, a 5-year-old child, or a 70-year-old man.

3.2 The secondary role encompasses all the responsibilities a person assumes based on
their developmental stage and primary roles. For instance, a man fulfilling the roles of a father and
husband may also have an occupational role as a teacher. The secondary role is constant,
permanent, and holds great importance for individuals as they dedicate a significant amount of
time in their lives to fulfill these roles and access various support systems.

3.3 The tertiary role is associated with both primary and secondary roles and is chosen
voluntarily by an individual, such as being a member of different clubs or engaging in activities as
a hobby. The tertiary role may sometimes be naturally temporary, such as assuming the role of a
patient.

A person's behaviors according to roles can be categorized into two types: instrumental
behavior, which involves playing roles according to social expectations, and expressive behavior,
which involves behaving according to one's own feelings and attitudes towards their roles. Proper
adaptation behavior consists of both instrumental and expressive behaviors. In any situation, if a
person is unable to perform both behaviors effectively, they may experience adaptation problems.
The commonly encountered adaptation problems are as follows:

- Ineffective role transition refers to a situation where a person assumes a new role in life
but struggles to effectively fulfill that role due to a lack of knowledge, training, and role models,
despite having a positive attitude towards the new role.

- Role distance occurs when an individual is able to perform the behaviors associated

with a particular role, but their true emotions and personal feelings do not align with that role.
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- Role conflict arises when an individual faces difficulty in fulfilling a role or expressing
emotions in alignment with that role. It can be attributed to two main causes: intra-role conflict,
which occurs when personal expectations differ from societal expectations within the same role,
and inter-role conflict, which arises when expectations clash between different roles a person
occupies.

- Role failure is a challenging condition that occurs when an individual struggles to fulfill
their assigned roles and responsibilities.

4) Interdependent mode is an adaptation for social stability, involving the close
relationships between individuals or groups of people, with a focus on interaction and mutual
exchange of love, respect, and admiration. This mode of adaptation is characterized by the
willingness to give and receive support. The basic needs for interdependence adaptation consist of
three components: receiving adequate love, learning and personal growth, and having one's needs
met through beneficial relationships to achieve a sense of security and interconnectedness. A
person with suitable adaptability in the interdependent mode should strike a balance between
independence and dependence, engaging in both contributive and receiving behaviors to foster
harmonious coexistence with others in society. Interpersonal relationships can be categorized into
two aspects.

4.1 Significant others refer to individuals who hold significance and meaning in a person's
life. Most commonly, these individuals are family members such as fathers, mothers, husbands,
wives, and children, among others. The relationship with significant others is characterized by the
exchange of love, respect, and admiration among each other, and it tends to hold greater
importance compared to relationships with other individuals in society.

4.2 Support systems encompass other individuals, groups, or organizations that play a
supportive role in achieving interdependent goals, but their level of connection and relationship is
typically lower than that of significant others.

Problems occurring from improper adaptation of interdependence are as follows.

- Separation anxiety refers to the painful feeling experienced when being separated from
an important person in one's life. For instance, spouses who have to be temporarily apart may feel
a sense of emptiness, disinterest in their surroundings, and anger towards the circumstances that
led to the separation.

- Loneliness arises from a person's sense of alienation or a feeling of distance and

detachment from others. This can stem from a lack of strong emotional connections or inconsistent
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expectations in interpersonal relationships. Loneliness often affects individuals who receive
inadequate love or feel dissatisfied with their interactions with others, as they perceive a lack of
response to their needs for respect and value, intensifying their sense of loneliness.

- Aggression manifests in individuals who exhibit excessive independence, leading to
aggressive behaviors. Such individuals may express opposition towards others through verbal and
physical means or demonstrate silent resistance by refusing collaboration, rejecting assistance,
exerting control over others, or blaming them.

All four aspects of adaptive behaviors are the outcomes of the internal adaptive process,
which involves the coordination between the regulator and cognition subsystems before being
expressed as adaptive behaviors. Each behavior is interconnected within the individual's adaptive
process. The results from one aspect of adaptation can have effects on or serve as stimuli for
another aspect or all aspects of adaptation. Similarly, a stimulus can have effects on multiple
aspects of adaptation simultaneously. The behavior exhibited by an individual is the culmination
of the coordination among all parts of the adaptive process, representing the person's holistic
adaptation system.

Output refers to the observable, examinable, or communicable reactions of an individual's
adaptive system. The output can manifest as adaptive behaviors or ineffective behaviors. Adaptive
behaviors contribute to a person's stability in achieving goals related to growth, survival,
reproduction, and overcoming obstacles. Conversely, behaviors that do not facilitate the
achievement of such goals are considered ineffective. The system's output is then fed back through
the feedback process as input for further appropriate adaptation.

Apart from Roy’s theoretical concept of adaptation, there are several theories about
adaptations as follows.

- Rogers (1972) is a prominent figure in the theory of self and client-centered counseling.
He views adaptation as an internal process and believes that all humans are at the center of their
experiences in constantly changing environments. The concept of “self” or “structure of self”
arises from a person's perception and interaction with others, as well as their assessment of these
interactions. It encompasses various aspects such as personality, abilities, roles in relation to
others and the environment, attitudes, and values. Each person's unique personality is shaped by
their experiences, and they have a deep understanding of their own world. An adaptive individual
is self-confident, accepts themselves and others, and can perceive experiences objectively,

aligning them with their self-structure without conflict or distortion. Such individuals have a
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positive self-perception. On the other hand, individuals with ineffective adaptation experience
conflicts between their self-perception and their experiences, leading to anxiety, frustration,
uncertainty, loss of confidence, and negative self-perception.

- Havighurst (1953) views adaptation as a process of learning throughout life
development. According to him, individuals have specific tasks or assignments to accomplish and
learn at each stage of life. Successful completion of these tasks at each age leads to personal
fulfillment and the ability to effectively navigate the next stage. Conversely, failure to accomplish
tasks in any given age stage can result in unhappiness and difficulties in progressing to the next
stage. Thus, an adaptive individual, in Havighurst's perspective, is someone who successfully
learns and develops in alignment with their age-specific tasks.

- Williamson (1950) is a prominent figure in directive counseling theory. He posits that
humans possess intelligence, rationality, and a natural inclination for self-development. However,
self-development is dependent on assistance from others, particularly within societal ¢ ontexts.
Interactions with others enable individuals to perceive and understand themselves in various
aspects, such as knowledge, abilities, interests, values, attitudes, needs, and selected goals.
Through these interactions, individuals acquire social experiences that encompass values,
standards, limitations, problems, and solutions, both directly and indirectly. Williamson concludes
that individuals can adapt themselves when they have self-knowledge and an understanding of
societal influences. This knowledge and understanding empower individuals to make conscious
and rational decisions regarding their livelihoods or problem-solving, drawing from the
information acquired through social experiences. This decision-making process should align with
their needs, goals, and surroundings.

Based on the aforementioned adaptation-related theories, when a person's needs are not
met, they experience discomfort, leading to tension, anxiety, frustration, and mental conflict. To
restore balance, individuals rely on adaptation to be flexible in life. The adaptive aspects of each
person depend on their personalities, environments, and the situations they face. Through
adaptation, individuals strive to improve their behavior and achieve a balance between themselves
and their environment or emerging problems.

The important factors that cause a person's adaptation are divided into two types:

1. Internal factors, such as psychological needs, exist within a person and include love,
warmth, safety, and life success. Therefore, the person needs to adapt themselves to fulfill these

needs and achieve their desired goals.
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2. External factors, such as social and environmental needs, encompass cultures, customs,
traditions, values, religions, and social rules. Consequently, the person needs to adapt themselves
in response to these different needs and be able to live without mental pressures.

The main purposes of adaptation can be categorized into two ways:

1. Adaptation for overcoming the environment or problems aims to restore balance by
addressing what the person lacks or needs.

2. Adaptation to the environment or problems is employed when a person is unable to
overcome the problem, requiring them to adapt to the environment or the problems in order to
maintain a state of equilibrium.

Customer Retention

Customers are the most crucial assets for organizations, particularly in the hospitality
industry, including accommodations, spas, restaurants, hospitals, and travel agencies.
Consequently, a significant amount of the budget is allocated to advertisements, public relations,
and investments in modern facilities and security systems to safeguard customers' belongings
within the premises and surrounding areas such as pathways and parking areas. Building a good
relationship with customers entails personal commitment and trust. Trust is the belief that
individuals have in an organization's ability to keep their promises and fulfill their commitments.
Trustworthiness precedes loyalty. As customers increasingly trust an organization's actions and
implementations, their trust transforms into commitment. Conversely, a decrease in trust leads to
non-commitment. Commitment is associated with fostering long-term relationships, which is an
important consideration for business partners to maintain in order to reap long-term benefits.

Customer retention refers to the establishment of long-term relationships between
companies and customers to encourage repeat purchases or service usage. Companies strive to
execute effective product marketing strategies to attract more customers. Many companies employ
point collection systems or membership programs to provide exclusive privileges, such as
discounts or special endorsements, which are not available to non-members. The key benefit of
customer retention is that organizations can effectively manage product or service costs by
improving the collection of customer data. When it comes to customer retention, it is crucial to
consider the benefits that organizations offer to customers. Lower customer acquisition costs
result in lower sales and marketing expenses. Over time, customers tend to increase their spending
as the relationship lengthens. Costs associated with customer retention can be spread out over the

long term. Customers also provide valuable feedback to organizations, enabling them to sell
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products at higher prices as customers do not solely rely on sales promotions or discounts before
making purchase decisions. Customer retention is of utmost importance and directly impacts an
organization's profitability. Therefore, organizations need to explore ways to enhance customer
retention.

Customer retention involves customers' continuous purchase of products and services.
Customer retention enables businesses to make profits for the following reasons:

1. Finding new customers requires a high cost and takes several years to get payback.
Therefore, existing customers should be retained for a long period by making them satisfied and
confident in their relationship with the organizations. This way, they are more likely to buy more
products or services.

2. Continuous relationships create more mutual understanding and collaboration, which
are helpful in reducing time and cost of operations in a more effective way. For example,
customers may allow for IT connections to check inventory for planning product p urchases and
delivery in the next round.

3. Customers who are satisfied with products or services often recommend them to new
customers, so companies do not have to find new customers themselves, especially with some
products that have high risk or are difficult to try. Recommendations from existing customers who
are satisfied with the products or service are very important.

4. Loyal customers are not sensitive to changes in product/service prices, and they
continue buying products or services even if the prices increase.

Competitiveness

Camillo et al. (2008) defines competitiveness as the sustainability of payoff above
normal, and competitive advantages are the key factors affecting performance. Entrepreneurs need
methods to create sustainable competitiveness and to implement strategies in a wide area.
Therefore, competitiveness is the ability to use lower production costs to create product/service
differentiation.

D'Aveni (1989) states that competitiveness occurs when a company can create economic
value in the market with few competitors. Barney says that competitiveness occurs when a
company can create a payoff higher than normal and receive a payoff higher than the expected
value from the invested resources.

According to the above definitions, competitiveness refers to the effectiveness of work

operations over other companies' effectiveness, and the effective use of resources and business
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strategies can have a significant effect on creating competitiveness. Deaton and Muellbauer
(1980) believe that business strategies are like instruments for managing resources and creating
competitive advantages. Therefore, only effective business strategies may not be sufficient, but
resources must also be used effectively to create products with quality and uniqueness compared
to other companies.

Competitiveness is running a business over competitors by delivering better values to
customers, advertising, and providing services at a lower price or better quality to draw customers'
attention, and producing products or services with distinction. Competitiveness is a factor behind
brand loyalty, and it is the reason why customers prefer products and services from one company
over those of other companies. Offering values is an important aspect of creating competitiveness.
If the offered values are effective, competitiveness can be created, and it provides more options
for customers.

Deaton and Muellbauer (1980) mention that the competitiveness of a company occurs
when the company uses a strategy that does not exist in other companies to create value. Porter
proposes that entrepreneurs' competitiveness happens in two ways: (1) cost leadership and (2)
product differentiation. Cost leadership happens when the business can offer products and services
similar to those of competitors but at a lower price, whereas product differentiation happens when
the business can offer distinctive and better products and services than competitors. In Porter's
view, management strategies should be considered in creating sustainable competitiveness and
implementing strategies successfully to increase the effectiveness of entrepreneurial operations.

Hirschman (1981) explains the three components of entrepreneurial effectiveness. (1)
Products or services have uniqueness with distinction, making it difficult for competitors to
imitate or procure. Entrepreneurs may regularly develop products by applying knowledge of
product development or creating innovation. Such innovation may not involve new technology
creation, but it may involve the creation of new and different services or adjustments to existing
methods to facilitate customers' access to the service more conveniently. (2) The average cost of
business operations is lower than that of competitors, ranging from raw material procurement to
product production or distribution. Porter further mentions that all activities are part of a value
chain, which entrepreneurs should carefully consider each part of the chain to develop effective
activities and reduce unnecessary expenses in order to make the average cost lower than that of

competitors. And (3) products have higher quality than competitors' products. Porter (1990) states
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that creating competitive advantages involves creating value added to products, resulting in a
higher product price and higher sales compared to competitors.

Profitable Growth

Economic profitability is one indicator mostly used by companies to indicate their ability
to gain benefits. However, the ability to make economic profit is not the only indicator; there are
also other indicators of profitable growth.

The net profitability indicator provides a more “real” view as it is based on net profit and
total assets, including one's own and others' funds.

The gross profit margin indicator is the relationship between gross profit margin and
sales.

The operating profit margin indicator is determined from the difference between sales
profit and self-sales.

Financial profit is considered based on net profit and capital (assets). The method to
increase business profit must be clear as it is not easy to achieve. To obtain a high gross profit
margin, increasing prices is an option, but this method is risky, alth ough sometimes necessary.
Increasing prices by a few percentage points may yield good results. In fact, many companies,
such as supermarkets, slightly increase product prices several times a year for certain products.
While their prices are slightly increased, the total sales increase significantly.

Decreasing production costs is an alternative if companies do not want to increase the
product price. Decreasing production costs is an attempt to make products cheaper while
maintaining a higher profit rate. Moreover, offering product discounts can be an other option to
increase economic profit. Although the products are sold at cheaper prices, more profit can be

gained from an increase in sales units (higher sales volume).

2.2.2  External General Environment

Government Policy

Please help me just check my grammar

Government policy is very important for societies and the country because it has effects
on people livelihood and well-being. The government must set and implement policies for solving
problems, increasing people’s quality of life, and responding to people’s needs. When people
perceive usefulness of the government policies, they will give support to the government. In other

words, public policy can facilitate benefits in relation between the government and people. The
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government policy can be divided into several types, and each type is different according to
suitability of use. Regarding the national administration, the policies depends on each government
group how to determine and implement the public policies to meet the people’s needs. Therefore,
the government policy is a practical guideline for the government to create benefits for people, to
respond to people’s needs, and to develop people’s better quality of life.

The government makes decisions and determines activities and their implementation in
advance to ensure that the set activities and implementation can achieve the goals through plans,
project implementation, management methods, and operational processes that conform to real
conditions and people's needs.

Thamrongthanyawong (2013) explains that government policies generally involve both
political and social processes on a wide scale because public policies are rooted in different social
problems that people expect the government to solve. These problems enter the political process
through interactions among the public, political parties, congress, courts, bureaucracy, executives,
and local government, among others. It is important to consider that different people or
organizations play roles or participate in setting government policies. However, it is commonly
accepted that public policy is a product of the political system and it has effects, in one way or
another, on people's livelihoods, such as the government's actions or non-actions regarding
pollution, economic slowdown, traffic jams, or public safety. Government policy is important for
the people it affects (Sharkansky, 1980) for the following reasons:

- Importance for the public: According to the concept of public policy, government
policies are products of the political system that align with people's needs, demands, and support.
Government policies must have clear objectives and content aimed at solving problems and
addressing people's needs.

- Importance for administrators: According to the concept, administrators manage the
policy implementation with effectiveness and efficiency. Administrators need to possess
knowledge and abilities to transform policies into plans, action plans, and projects, as well as to
continuously foster acceptance, empowerment, collaboration, and development.

Business organizations need to keep up with political plans and their implementation in
order to ensure continuity of economic management and progress (as shown in Figure 2.6). This
is crucial for supplementing their analysis and strategy determination, such as building stability

and upgrading economic potential through the production and application of innovation. They
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should consider government stability and the development of national policies on politics and
industry.

Laws are regulations or social rules that all members need to comply with in order to live
together peacefully. Laws have effects on implementation, such as laws concerning taxation,
prohibition of monopoly, labor, consumer protection, and pollution control, among others. If a

business operates in violation of business laws, it will face problems in its operations.
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Source: Office of the National Economic and Social Development (2020)

Technology Capabilities

Technology capabilities refer to skills in using instruments, equipment, and digital
technology such as computers, telephones, tablets, computer programs, and online media with full
benefits for communication, work operations, and collaborative work. It also includes developing

work processes or systems in the organization to be modern and effective.



41

In addition, technology is important for creating innovation in terms of products, services,
and production processes. Therefore, executives with a wide vision consider this factor when
improving their organizations. Technology is a crucial factor in developing business potential and
competitiveness, such as using robots to increase production effectiveness, utilizing software for
managing human resources, and implementing information technology for managing accounting
systems, among others.

Apart from the impact on organizations, technology also has an impact at the macro level.
It influences the adjustment of economic, social, and political factors. Information technology, in
particular, has a significant influence and brings about changes in many countries. Therefore,
technology is an important factor that executives need to be aware of in order to ensure the
continuous survival of their organizations.

Aksoy (2017) indicates that technology is a matter that showcases human creative
thinking, while technology management relates to the attempt to create technology, develop
products and services, and succeed in entering these products and services into the market. All of
these matters require creativity through systematic work to successfully create technology.
Additionally, investment in research and development of technology is necessary, although such
investment carries risks, it is inevitable for a better future. The process of technology creation is
continuous, starting from invention and ending at the market, presenting technology products to
consumers. Similarly, Brandt, Andersson, and Kjellstrom (2019) mentions that the technology
factor has effects and provides business opportunities, such as the creation of various innovations,
research and development, technological changes, perception of technology, automatic technology
systems, automation systems, and the emergence of digital and Al, among others.

Sociocultural Factors

The concepts about sociocultural factors include factors that influence consumer decision-
making as follows:

Factors influencing consumers' buying decisions

Each consumer is different in various aspects due to differences in individual physical
form and environment, resulting in different buying decisions among individuals. Internal and
external factors influence consumers' buying behaviors in the following aspects:

Culture is a way of life that a society believes to be good and acceptable for practice.
People within the same society adhere to and comply with the culture as part of their society.

Culture binds a group of people together and determines their basic needs and behaviors through
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learning values, attitudes, preferences, and perceptions. A person's behaviors are shaped through
socialization within families and institutions in society. Different cultures have different buying
behaviors, so strategies need to be tailored accordingly for markets with different cultures. Culture
can be classified into three types as follows:

1.1 Culture refers to patterns or ways of life that can be learned, transmitted, and inherited
through pro