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ABSTRACT

This project presents the development and implementation of the website,
Thaiphototrip.com, the photo trip tour service company. The writer uses “Thai Photo
Trip Co., Ltd.” as the prototype company in order to develop the Business-to-Consumer
(B2C) marketing strategies. The photo trips that the company provided to the prospects
are the specialty trips which combine photography training with touring services.
ThaiPhotoTrip.com is the website established for serving the need of those who want to
find the information about the company’s photo trip and other related topics. The
website will be the main storefront for Thai Photo Trip where the booking service, sales
promotions, and after sales services can be provided. The website also contains
information about our travel schedule, camera knowledge, basic instructions on how to
take a good photo, and any relate information to the customers.

The target market of the website and the company will be Thai people age
between 15 — 49 years old that love or interested in photo taking while traveling around.
The company’s marketing position in the prospects’ mind will be “Whenever you
thinking of photo trip, Come to www.thaiphototrip.com”. The figures from the break
even point and payback period analysis shown that, without the negative impact from
the external factors, the company will start getting profits in the o year. The return on

investment of the project will begin at the 3" year.
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I. INTRODUCTION

1.1 Internet and E-Commerce Situation

As we enter the second millennium, we experience one of the most important
changes in our lives — the move to an Internet based Society. The Internet is a large
network formed by the interconnected computer networks and individual computers all
over the world via the telecommunication systems such as phone lines, satellites, and
etc., almost everything will be changed-at home, at work, at school or even in our
leisure activities. One of the most significant changes is in the manner of how we
conduct business as well as the management of the marketplace and commerce.

Nowadays, people all around the world are familiar with Internet and E-commerce
technology. The appearance of Internet has changed the trading pattern from physical
transaction to digital transaction. Electronic Commerce describes the manner in which
transactions take place over networks, mostly on the Internet. It is the process of
electronically buying and selling products and services over the Internet. It is also
include the marketing, advertising and sales promotion. E-commerce can be classified
into two main categories, which are the Business-to-Business (B2B) and the Business-
to-Consumer (B2C). The Business-to-Business (B2B) is the Electronic Trading where
both the buyer and seller are organizations while the Business-to-Consumer (B2C) is a
situation where a business is selling online to an individual consumer. More and more
organizations have renovated their business model, or even created a new model in
order to utilize the benefits from E-commerce. They agree that Internet and E-
commerce can help their organizations increase the potential, capacity, and competitive

advantage in the severe competitive environment.




In the knowledge-based economies, information is considered as the most
valuable asset. To succeed or not, the main factor depends on how well the businesses
can select useful information amid the huge amount of data and use it in decision
making. The innovation of E-commerce also creates new opportunity for small and
medium enterprise (SME) to compete with the larger companies in the world market by
offering the valuable information via the Internet. E-commerce has changed the trading
fashion in cases of business structures, consumers’ behaviors, logistics,
communications, and payment systems. It is a great opportunity for both small and
medium enterprises (SMEs) and large companies to take advantages of internet to
support their businesses. Furthermore, E-commerce enables SMEs to compete with the
large companies in the same market; online market. At the moment, there are many
kinds of businesses or industries that have been offering their products and services
online such as jewelry, garment, toys, furniture, grocery, hotel and ticket booking, etc.
Business transactions with the facility of interactive system and real time trading can
increase competitive advantages in the new economy. Time differentiation and
geographic limitation have disappeared. People can trade at any time and from
anywhere on internet. Therefore, Internet and e-commerce is able to increase the
opportunity of international business to be another channel for advertisement,
distribution, and communication.

Thai government’s Information Technology Policy, which is to improve and
expand Thailand’s Internet infrastructure all over the country and to give an ability to
have the personal computer to low-income people by offering low-price computer, has
stimulated the increase in the number of Thai Internet users. The amount of Internet
user population in Thailand has dramatically increased from less than a hundred users in

1991 to 6 millions in 2003 (NECTEC, 2003); see table 1.1 for more details.




Table 1.1. The Amount of Internet User in Thailand.

Year Users Source

1991 30 NECTEC

1992 200 NECTEC

1993 8,000 NECTEC

1994 23,000 NECTEC

1995 45,000 NECTEC

1996 70,000 NECTEC

1997 220,000 Internet Thailand / NECTEC
1998 670,000 Internet Thailand / NECTEC
1999 1,500,000 ISP Club / NECTEC
2000 2,300,000 ISP Club / NECTEC
2001 3,500,000 NSO / NECTEC (household survey)
2002 4,800,000 NECTEC (estimate)
2003 6,031,300 NSO survey

Source: NECTEC, Internet User Profile of Thailand 2003

Even secondary school students and high school students are able to use
computers and internet in terms of electronic mail (E-mail), and World Wide Web
(WWW) in assisting their studying such as searching useful information and
entertainment such as chatting, playing games online, etc. “Internet Surfing” becomes
one of the activities for people in their leisure time, which is the good sign for online
business.

1.2 Photo Trip Overview

“Photo Trip” is a term used to call a kind of trip that emphasis on taking

photographs in the outdoor locations. “There are no photo trips that are open for

everyone.” Because of the fact that the photo trips in Thailand are usually organized by
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the photography-related institutes such as universities and colleges that have
photography subject or the photographic societies, people who have a chance to attend
the photo trip usually are photography students or the member of the photographic
societies. When these people attend the ordinary photo trip, they are taken to the
outdoor location just to take photos and the trips are more like the ‘“outdoor
photography class” than the real “trips”. In the universities’ or colleges’ photo trip, the
student who join may not have a chance to choose the location, topic or date and time
that they want to go and there may be the photo trip once or twice a year to attend. The
member of the photographic societies may have a better choice for their photo trip’s
location and date, but there still be less than 5 or 6 trips per year due to the fact that the
participants are limited for those who are members. The photographic society members
are more likely to meet and conduct the indoor photo lessons, not outdoor.

When we talk about “Photo trip” to the general people, who are not photography
students or members of the photographic societies, many questions have been asked.

“What about the rest of us?” what if we want to join the photo trip but we are not
one of the photography students or members of the photographic societies? Do we have
to attend any photography school or be the member of some photographic societies just
to have a chance to join the photo trip? Most of us say no. It takes to much effort to
attend a few day trips. Someone might say “But in some universities and some
institutes, general people, like us, can pay to join their trip”. It is true but it brings about
another question.

“Where can we get the information about the photo trip?” After searching for the
information about the photo trip, the writer would like to say that it is rather difficult to
find such information but there is someway to get it. Firstly, it will be easy if someone

you know is a member of the photographic-related institute, club, or association because
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all you have to do is ask them about the upcoming photo trip program. Secondly, find it
in the photographic-related magazine or the traveling magazine. Unfortunately, after
looking in Thailand’s leading photographic-related and traveling magazines such as
Shutter Photography, Photo Digital, Phototech, Camerart, TAT Magazine, Young
Traveler, Trips Magazine, and Nature Explorer, the writer found only 2 advertisements
in the Photo Digital magazine (page 65 and 101, Vol. 3, No.38, May, 2004). Lastly,
searching in the internet always be the easy way to find the information because there
are many search engines and web directories to help you but not for the keyword “Photo
trip, Thailand”. After searching through leading Thai search engines and portal webs
(see appendix A for more details), the writer found only one website that provide
services to the public that is similar to, but not exact, the Thai Photo Trip’s services and
the other 3 links to the traveling and photographic related web board (see competitor
analysis section for more details).

1.3 Thai Photo Trip

Thai Photo Trip is the company that is established to serve the photographers
need. For both amateur and professional photographers, they want to and love to take
photos anywhere they travel to. Professional photographers may not have enough time
to take a good photos if they travel with the ordinary trips because of the fact that the
ordinary trip have the strict time schedule and the schedule is definitely not set for
taking photos. So the photographers may have to make a journey by themselves without
any companion. On the other hand, the amateur photographers could travel with the
ordinary trip and take photo wherever they go. The problem is that they don’t know
when and how to take professional-looked photos.

Thai Photo Trip will solve the problems stated above by giving both professional

and amateur photographers the specialty trips. The purpose of the trip is to give on-field




photography training and touring services to our customers, professional and amateur
photographers. For professional photographers, we give them enough time to take such
a good photo at every location. For amateur photographers, we give them the
instructions on how to take a good photo. For both, we give them the companions who
share the same interest. Furthermore, unlike the ordinary photo trips that focus only on
the photo taking, we will add other activities to let the tour participants relax and having
fun. Besides the photographic instructions, we will also give the interesting information
about the location in order to make our customers feel that they are in the “trip” not in
the outdoor photographic course. Most importantly, the prospects do not have to be the
photography students of any institute or members of any photographic societies to join
our trip. Actually, everyone who wants to learn how to take a good photograph while
they are traveling around can join our photo trips.
1.4 Thai Photo Trip Website

ThaiPhotoTrip.com is the website established for serving the need of those who
want to find the information about the photo trip and other related topics. On our
website, we will provide booking service, sales promotions, and after sales services. We
also use the website to provide information about our travel schedule, camera
knowledge, and basic instruction on how to take a good photo, and any relate
information to the customers. Moreover, we will hold the online photo contest for our
customers. Customers can come to our website from anywhere and anytime they want.
Information on the website can be updated quickly and easily with low cost. With
online booking service, we can make the customer database and use it in any sales
promotion. In conclusion, ThaiPhotoTrip.com will give us a good chance to introduce
and sell our service as well as to reach the customer regardless of our company’s

location.




1.5 Objectives of Developing Thai Photo Trip’s Website

1.6

(1) To conduct the traveling service particularized for taking photographs and
photography training to serve the demand for a specific group of customers.

(2) To develop website that provides online booking service, sales promotions,
and after sales services. The website will also be the online community
where both current customers and prospective customers can come in to
exchange their experience and knowledge and join the online activities.

(3) To allow customers to get the customer service anytime and anywhere they
want.

(4) To be a supportive marketing channel or tool of conducting business and
communicating with prospects.

Scope of the Project

(1) The writer will apply concepts learnt in the Master of Science in Internet
and E-Commerce Technology in practice and gain practical experiences
from doing business on the Internet.

(2) The report will cover an opportunities and risks study and analysis of the
traveling service industry, especially in the photo trip arrangement business
sector and competitor analysis both direct and indirect.

(3) Providing the marketing plan includes SWOT analysis, setting target market
and market position, and marketing mix (4Ps).

(4) The website will include online booking service, basic photography training,
customer service, online community, and other up to date information.

(5) Providing the website management strategies include web design, customer

database management, security policy, and information update.




(6) The online business development process of the company website, its
criteria and evaluation.

(7) Financial analysis in the scope of revenue and expenses.

1.7 Deliverables
Deliverables for this project will be as follow:

(1)  The final report in detail covering the scope mentioned earlier.

(2) The prototype of E-commerce website which will show the design and
appearance of the website; how the website looks like, what features are
available to the visitors and customers and how they can go through each of
the available information such as the product information, security policy,

and other advantages information.




II. OPPORTUNITIES AND RISKS

2.1 Economic Situation

For the past few years, Thai economy has recovered and gone upward since the
Tom Yum Kung crisis in the year 1997. The current government has deployed many
policies and countermeasures in order to bring back the confidents from the investors
and consumers. Lots of measures are used to gain trust from both domestic and
international investors and to make consumers, especially at the lower foundation of the
economic system, feel confident about the economic situation so that they will spend
more money. Economic stability continued to improve both internally and externally.
Inflation fell, and so did the unemployment rate. The Bird Flu out break at the
beginning of the year 2004 and the increasing of the world’s gasoline prices would slow
down the economic growth for this year but the private sector still have the purchasing
power to spend for their comfort and relaxation. The number of cars sold in the
Bangkok International Motor Show 2004 is still high as well as the spending during the
Songkran vacation.

For the past few years, Thai government has promoted many domestic traveling
campaigns such as “Thai Tour Thai”, “Unseen Thailand”, etc. in order to persuade Thai
people to take the domestics trips instead of going abroad. Traveling becomes a
significant industry as we can see that the government has established the Ministry of
Tourism and Sports for developing a sustainable tourism industry that can increase Thai
GDP (Gross Domestic Product). This year (2004), the Ministry of Tourism and Sports
has set up the tourism development strategy for the year 2004 — 2006. The gist of the
strategy is to level up Thailand to become the quality destination for tourists and the

tourism capital of Asia with in 2006. To be succeeding, they have to improve the




tourism infrastructures such as hotels and resorts, transportation and communication,
skill of the tour guide, and the cleanness of food. They also have to promote the
alternative ways to travel such as Eco Tourism, Agro Tourism, Health Tourism, and
Cultural Tourism. Many rules and regulations are used to ensure the comfortable and
safety as well as avoiding deceptions for the tourist. For instance, according to the Act
of Tourist Business and Guide, 1993, all tourist agencies and guides have to register
with the Tourist Business and Guide Registration Office of the Tourism Authority of
Thailand in order to conduct the tourist business. Because of the heavy promotion of
Unseen Thailand campaign (2003 — 2004), more and more Thai travelers turn to the
domestic travel instead of going abroad. Last year’s presence of SARS in many
countries around Thailand have effected the foreign travelers’ decision to come to
Thailand and other South East Asian countries but this may be good for the domestics
travel business since it will also hold Thai tourists’ decision to go to the risky country,
such as Hong Kong or China, and they will turn to the domestic travel instead.
2.2 Demand for the Corporate Website

The growth rate of internet has been increased which enables internet to be
another or additional effective channel for reaching target market regarding overall
expenditures that are cheaper than other kinds of media such as print advertising. That
is why the demand for website is increasing. There are many factors which impacts the
demand for website. Firstly, the necessities of internet usage in the organization have
been increased. Internet becomes a necessary communication tool in every organization
because it is able to save much time and money in communication between business
partners and customers. Thus, e-business tends to grow continuously. Secondly,
internet has been using for products’ distribution. Many companies use the internet as a

supporting channel to distribute products besides traditional one (Offline) but the
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number of companies that use the internet as their main marketing channel are
increasing. Thirdly, business to business (B2B) is gradually increasing because
companies and entrepreneurs start foreseeing that this business model has more value
than the model of business to customer (B2C). Fourthly, financial institutions or
commercial banks are foreseeing the importance of e-commerce. They offer and
expand services to serve and support the growth rate of e-commerce such as to be
consulting about online payment planning. Lastly, customization has been created.
Internet and e-commerce technology enables businesses to clearly define their target
groups such as group of women, group of men, group of children, group of student, and
group of teenagers, etc. Thus, companies or entrepreneurs can offer the right products
and services to the right customers.

As for non-business Internet users, nowadays, the Internet becomes a convenient
and comfortable way to search for all kinds of information. As shown in table 2.1
below, the first 3 activities of using the Internet for Thai people are searching for the
information, using E-mail, and following the news. The main purpose of these 3
activities is to get knowledge and to communicate. Information is important for the
Internet users. They will gather information related to the product such as features,
price, warranty, and after sales service and then compare them with other products
before buying anything from the online shop. Building the corporate website is the
cheaper way to deliver the information about business’s products and services and to
communicate with the target customers. Companies that have no website or have the

bad design or not informative website will not be trustworthy for the online shoppers.
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Table 2.1. Top Activity on the Internet.

Activity Frequency (person) | Percentage
1. Information search 6,576 31.9
2. E-mail 6,497 31.6
3. News update 2,893 14.1
4. Chat / ICQ 1,470 7.1
5. Online game 1,203 5.8
6. Web board 948 4.6
7. Software download 437 2.1
8. Shopping 267 1.3
9. Music download 200 1.0
10. Game download 98 0.5
Total 20,589 100

Source: NECTEC, Internet User Profile of Thailand 2003

2.3 Benefits of the E-Commerce Website to the Company and Customers

The following are the benefits to Thai Photo Trip.

(D

)

€)

E-Commerce enables us to reach new customers more quickly and easily.
The prospective customers can be aware of the company’s existence and be
able to see the information about our product and service through the web.
E-Commerce overcomes the limitation of time and place of physical stores.
It enables the company to reach more customers even in other provinces or
countries.

E-Commerce reduces the costs of business conducting such as advertising,
promotion and costs of paper-based information processing and keeping.

The company can advertise, promote, communicate, and give special offers

12




“)

©)
(6)

directly to customers at low cost. The online catalog helps company greatly
reduce cost of the paper-based brochure printing and distributing.
E-Commerce allows the company to receive direct feedback and comments
from the customers. The company is able to build up a customer database
via internet technology in order to customize offers and services to suit the
target markets.

E-Commerce allows small business to compete with bigger companies.
E-Commerce enables the shop to service many customers at the same time

without additional personnel costs.

Here are the benefits of E-Commerce to the customers.

(1)

)

3)

4)

E-Commerce enables customers to access the company’s storefront to
window-shop and purchase online in the 24/7 basis regardless of the
distance in the physical location.

E-Commerce allows prospective customers to see and collect information
about the company’s products and services before buying.

E-Commerce allows customers to receive faster and responsive customer
service from the shop.

E-Commerce enables customers to search for herbs information in an instant

access format.

2.4 Five Forces Analysis

The Five Forces Analysis, developed by Michael E. Porter, looks at five different

key areas which are the intensity of rival among existing competitors, threat of new

entrants, threat of substitute products, the bargaining power of buyers, and the

bargaining power of suppliers.
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The Intensity of Rival among Existing Competitors

The competition in the whole travel industry is considered as high competition.
There have been more than 9,500 tourist businesses licensed by the Tourism Authority
of Thailand, as from the end of March, 2003 (source: Tourist Business and Guide
Registration Office; http://www?2.tat.or.th/tbgr/). After the government has promoted the
Thai Tour Thai campaign, more and more Thai people tend to travel inside Thailand.
Therefore, the domestics travel competition become more intense. However, when we
focus only in the photo trip sector, the competition is still low because of the fact that
there are few businesses that provide the photo trip service for the public. Most of the
photo trips are organized for a specific group of people. For instance, the photo trip for
the students in the photography department in the university, the photo trip for the
member of the university’s photo club, or the photo trip for the member of the
photographic society. These parties are not the direct competitors for Thai Photo Trip
because our objective is to provide the photo trip programs for the public. Any way, the
target customers are the same. So, the competition will be more intense if they try to
open their photo trip service to the public.

For the newly-started business, the cost of providing photo trip tour program to the
public is rather high compare to those existing travel businesses. Due to the new comers
have to invest on the photographic equipments and the personnel, the barrier to exit
from the competition maybe strong. So, new comers will have to do every thing to
compete with other new comers and the existing businesses that start providing photo
trip service.

Threat of New Entrants

The possibility of new entrants which is considered as negative factor to the

company is both low and high according to which way competitor came from, the
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newly-established business or the existing related business. To provide the same
services as Thai Photo Trip’s services, the new comers have to recruit people who have
photographic skill and traveling service skill. They also need to invest on the
photographic equipments so the startup cost is rather high. It may not possible for the
newly-established company to enter the market with low investment capital. On the
contrary, it is very easy for the companies that already provide the traveling service or
the photographic institutes that already provide the photography course to step into the
competition. Since they both have already gotten half of the resource and skill needed to
services similar to Thai Photo Trip’s services, they will need less investment compare to
our company. Thus, for the exiting business, it is easy for them to enter or leave the
competition.

Since the nature of the photo trip is to give the photographic instructions to the
tourist, it is nearly impossible to gain economy of scale from admit lots of people in one
trip. Instead of that, each service provider should create the competitive advantage from
the product differentiation or value added services. So, it is very attractive to new
comers to enter this competition if they can create their own competitive advantages.

Threat of Substitute Products

Most of Thai Photo Trip’s target customers are the photographers or people who
love photo taking as well as love traveling around. The fact is that most of these people
tend to be the students in the photography department in the university, the member of
the university’s photo club, the member of the photographic society, or the member of
some kind of photo-related group. They have already got a chance to join the photo trip
among their group’s members so their switching cost is low and it is very easy for
customers to switch from the photo trip organizers’ trip back to their own group’s trip.

To avoid threat of substitutes, Thai Photo Trip has to add more value to our photo trip

15




so that we can change the customers’ perception of substitute services and they will
prefer our service.

The Bargaining Power of Buyers

The factors that can increase buyers’ bargaining power is that the buyers,
especially those who are already in the same photo-related group or institute, can form
their own photo trip program. However, the buyers’ bargaining power can be lowered if
we can successfully create product differentiation. When focus on the current situation
of the photo trip market competition, which is still low because there still be a few
service providers on the Internet, customers have the limited choices so their bargaining
power are low. Since there are very limited source of information about photo trip on
the Internet, customers may not have much information to compare in terms of price,
service, etc.

The Bargaining Power of Suppliers

In our business, suppliers have low bargaining power because of the fact that the
equipments needed such as camera, film, etc. are not significant factors to conduct the
services and there are a lot of suppliers available in the market while the product

differentiation is low.
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III. MARKETING STRATEGIES DEVELOPMENT

3.1 Mission & Objectives of Marketing Strategies Development
Mission: To provide traveling services that can satisfy the demand of the people
who want to learn how to take good photos while they still can enjoy Traveling around.
Objectives:
(1) To provide services which are well-mixed between learning and traveling
services.
(2) To create awareness among prospects and increase the number of new
customers.
(3) To maintain the existing customers.
(4) To create a good, strong, and reliable image of the company.
(5) To increase customer service level and increase sales revenue.
3.2 SWOT Analysis
The company uses the SWOT Analysis as a tool to support in planning and
developing marketing strategy. It is the first stage of planning that helps the company
focus on key factors. SWOT stands for Strengths, Weaknesses, Opportunities, and
Threats. Strengths and weaknesses are internal factors while opportunities and threats

are external factors.

Strengths

(1) The Thai Photo Trip will be the limited company with the TAT tourist
business license and all of our tour guides will have proper tourist guide
license issued by The Tourist Business and Guide Registration Office of

The Tourism Authority of Thailand (TAT) under the Act of Tourist.
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Business and Guide, 1993. With these licenses, customers will feel
confident to use our services

The photo trip programs provided to customers will be grouped into
categories in terms of photographic skill required, type of camera and
equipments used for the trip, etc. where customers can properly chose the
photo trip that match with their skill and their own equipments.

The online booking service enables the company to serve the customer in
the 24/7 basis with low operation cost.

With the internet technology, the company can easily observe the consumer
behaviors, their interests and preferences. By doing this, we can receive the
precise information in order to provide appropriate information, promotion,
and services to satisfy our customers’ needs.

We will provide multiple choices of reliable payment method both online
and offline for customers’ convenience and comfort.

Since the size of the company is still small, it is easy to adapt or adjust
according to the environments that changed rapidly such as economic
situation, Government’s Policies, etc.

Thai Photo Trip has a good relationship with trusted suppliers for the
photographic-related products and services, such as the camera and camera
accessories shop and the photograph developing and finishing service
providers, and we can offer the best deal to our customers who want to buy

such product or service directly from our website.
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Weaknesses
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As a newly opened company, customers do not know our company and
website at the beginning. It requires a lot of time and effort to build
awareness, and gain reputation among the target customers.

To conduct a trip, we need to recruit and employ both tour guides and
photography instructors or people who have both traveling and photographic
skills. For this reason, our startup cost and operation cost maybe higher than
the ordinary travel agents. This result in rather high prices compare to the
ordinary tour.

Since the company is a small enterprise with limited investment budget, we
cannot provide variety choices of destination for our photo trips at the
startup period.

The target market maybe too small since we focus on those who want to

learn how to take a good photograph while they are traveling around.

Opportunities

M

2

There is a rapid growth in Thailand travel industry since government has
announced and promoted many travel campaigns. These campaigns
persuade Thai people to take the domestics trips as there are lots of newly
opened tourist attractions all over Thailand.

The SARS crisis, occurred last year (2003) and continued to occur in some
countries this year (2004), the foreign civil war, and terrorist attack
problems has affected the number of Thai travelers who want to go abroad.
More and more of These travelers may decide to spend their vacations in

Thailand.
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The better economic situation enables people to spend more on their
recreations. There can be more chance that people will try our newly
traveling services.

The government has encouraged internet and e-commerce technology.
Schools and universities have supported it as well. Their students learn
computer and internet application. E-lifestyle is trendy in the society. These
are the good opportunities to take advantages of e-commerce.

By searching through Thai leading search engines and portal web such as
Sanook.com, Siamguru.com, Google.co.th, and Sansarn.com (for more
detail, see appendix A), the writer found very few records of the existing
websites in Thailand that provide the photo trip services. This is a great
opportunity for ThaiPhotoTrip.com. As the early mover, we can easily gain

the majority share in the market.

Indirect competitors; travel agency and photographic institute, can easily
become direct competitors because each of them has already had half of the
skill needed to conduct a service like Thai Photo Trip’s. Their barrier to
enter the market is low and they might be able to provide the same service at
lower cost.

There is no law that really has the enforcement power to support the
business transaction of E-Commerce in Thailand. For Thai people, financial
transactions over internet are still untrustworthy.

There are many factors prevented Thai people from making online
transaction as display in table 3.1 below. Although there are other factors

such as unable to see or feel, no credit card, or unable to find the place to
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buy, but the most important factor is trust. Users do not trust the seller, the
delivery system, and the payment system. So, many E-commerce website in
Thailand needs to provide offline payment method in addition to the online

method.

Table 3.1. Reasons Against Internet Purchase.

Reason Frequency (person) | Percentage
1. Can’t see / feel products 8,319 51.6
2. Don’t trust the sellers 7,660 47.5
3. Not interested in the products 5,466 33.9
4. Too complicated process 5,007 31.1
5. Don’t want to reveal credit card number 4,560 28.3
6. Don’t have credit card 2,753 17.1
7. Concern for loss / damage products 2,673 16.6
8. Don’t want to wait for delivery 2,020 12.5
9. More expensive than offline 1,499 93
10. Don’t know where to buy 1,377 8.5
11. Don’t want to buy from foreign shop 789 4.9
12. No interesting products 636 3.9
13. Others 229 1.4

Remark: Survey based on the people who have never shopped online only and each

person can give 1 — 3 reasons.

Source: NECTEC, Internet User Profile of Thailand 2003

(3) People still do not have total confidence in disclosing their personal

information on the website.
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3.3 Competitor Analysis

The competitors of Thai Photo Trip can be separated into 2 categories; offline and
online, but we will emphasize on the online competitors as Thai Photo Trip provides
service mostly through our website, www.thaiphototrip.com.

Offline Competitors

There are some offline parties that have their photo trip such as the photographic-
related institute, club, association, or company. The photographic institutes or schools
usually arrange the photo trip for their students only as an outdoor practical part of the
photography course. Unlike the photo clubs in the university or the photographic
associations, they allow the people who are not their members to join their photo trip
but the problem is most of the outsiders do not be able to know when the photo trip will
be held. The photo clubs in the university or the photographic associations usually
announce their photo trip arrangement to their members via a mail, handout, or notice
board. So, even if they open their trip for the public, the outsiders may not have a
chance to join if they do not know about the trip from the members or from the notice
board in the university which they accidentally see it. For these aspects, the parties
mentioned above are not considered as Thai Photo Trip’s competitor.

The offline parties which can be defined as the indirect competitors are the
photographic-related companies or magazines that arrange their short-time (less than 5
days) training course for the public. The information about their training usually
announce or advertise in the photographic magazines such as Photo Digital, Shutter
Photography (see figure 3.1 for example). Although some training include or even focus
on the outdoor or on-location trainings, they are not similar to Thai Photo Trip’s service
in many ways. The most obvious difference is that the photographic-related companies

or magazines offer the “training courses” so the main purpose of their trainings is to
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give instruction on how to take photos only while the purpose of Thai Photo Trip’s
service is to give photographic instructions as well as to let our tour groups have fun
with our travel program. When people join our photo trip, it means that they join both

the tour and photo training, not the outdoor training.
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Figure 3.1. Example of the Offline Photographic Training Announcement.

Source: Photo Digital magazine (page 65, Vol. 3, No.38, May, 2004)
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Online Competitors

There are two places where people can find the information about photo trip on
the Internet, the travel agency’s website and the photographic-related web board. After
searching through Thai leading search engines and portal web (see appendix A for more
details), we found only one website that provide services similar to, but not exact, the
Thai Photo Trip’s services. That website is a700tour.tarad.com. The other search results
are the links to the web board from The Photographic Society of Thailand under the
Royal Patronage’s website (www.rpst.or.th/board/), and web board from Trekking
Thai’s website (www.trekkingthai.com/cgi-bin/webboard/). It is Important to know and
study our online competitors’ strengths and weaknesses in order to correctly adjust and
improve our services and competitive advantages.

Competitor’s Website

The writer chose the A700 Tour’s website, a700tour.tarad.com, as the online
direct competitor because they provide photo trip programs along with the ordinary tour
programs. A700 Tour’s target market is similar to Thai Photo Trip’s because they focus
on a small group of tourists, less than 20 people, who want spend more time on any
destination to take good photos before departing to the next stop. The A700 Tour’s
website is one of the cyber shops hosted in Tarad.com (www.tarad.com), the online E-
marketplace.

There are 14 tour programs in a700tour.tarad.com as staged in their home page
but, after a closer look, there are actually 8 tour programs offered and only 2 from 8

programs are the photo trip programs. One of their photo trips is displayed below.
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Figure 3.2. Example of a700tour’s Photo Trip.

By scanning through a700tour.tarad.com, we can analyze the strengths and
weaknesses of A700 Tour’s company as follows:
Strengths:
(1) The web hosting, Tarad.com, is a well known E-marketplace which has high
traffic. There are 8,708 online shops in Tarad.com and on May 31, 2004

almost 12.5 million visitors have visited the shops in Tarad.com (as stated in
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their home page, www.tarad.com). There is higher possibility that visitors
wiH come across A700 Tour’s website. It is considered as a good channel
for sellers.

The web hosting fee for the online shop in Tarad.com is much cheaper than
general web hosting. As shown in figure 3.3 below, the bronze website
package used by a700.tarad.com cost only 1,880 Baht per year (156 Baht
per month). This package includes ready-to-use web template which the
shop owner can easily use to create online shop. Tarad.com also provides a
lot of infrastructures for online shop such as shopping chart, web board, E-
mail account, product search, and web statistics. The very good thing about
using Tarad.com’s website package is that with only 156 Baht per month,
A700 Tour can have WAP site that visitors can access with mobile phones
and PDAs. So A700 Tour can open their complete E-commerce website

with a very low investment
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Figure 3.3. Tarad.com Web Packages.

(3) With low investment, A700 Tour can offer tour programs at lower prices
than Thai Photo Trip’s.
Weaknesses:

(1) A700 Tour is owned and run by an individual, not the registered company.
They do not have the tourist business license, issued by The Tourist
Business and Guide Registration Office of The Tourism Authority of

Thailand, which is required for all tourist agencies and guides under the Act




2

3)

(4)

e

of Tourist Business and Guide, 1993. For this reason, A700 Tour may not
be able to gain trust and confident from their customers.

From the example shown in figure 3.2, a700tour’s photo trips share the
same concept as Thai Photo Trip’s. The differences are that they do not
focus on giving instruction on how to take a good photo. In their photo trips,
they just take the customers to the places where they can enjoy taking
photos and if any customer has any question about how to take a good
photo, they can ask the tour guide or the photographer who go with the trip.
A700 Tour does not tell the customers about what kind of camera and
accessories they should bring. Although the photo taking topic is roughly
stated on their website, it may not be easy for the tourists, especially those
who do not have any photographic knowledge, to know which equipments
are suitable for the trip.

To join their photo trip, the tourist must bring their own camera and other
accessories such as flash, lens, filters, etc. There are no alternative options
for the people who want to join but do not have a camera.

Even though they have a shopping chart system, shoppers can not purchase
or book the tour online. The only one payment method is bank account

transfer as shown in figure 3.4 below.
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Figure 3.4. a700tour.tarad.com’s Shopping and Payment Method.
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Competitors in the Web Board

Searching for the information about photo trip on the photographic or traveling
web board is, maybe, easier than finding a website that provides photo trip service.
Because of the fact that it is easier to arrange the trip among the people who are in the
same community or share the same interest, in this case, photography and travel. The
examples of the photo trip arrangements posted on the web board are displayed in figure
3.5, figure 3.6, and figure 3.7. The groups of people who arrange, interested in, or join
the trip posted on the web board are Thai Photo Trip’s target market since they love to
take photo while they are traveling. We also use the strengths and weaknesses basis to

analyze this group of competitors.
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Figure 3.5. Photo Trip Sample from the Web Board of The Photographic Society of
Thailand under the Royal Patronage’s Website (First part).

Source: www.rpst.or.th/board/viewtopic.php?t=301
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Photo Trip Sample from the Web Board of The Photographic Society of
Thailand under the Royal Patronage’s Website (Second Part).

Source: www.rpst.or.th/board/viewtopic.php?t=301
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The Photographic Society of Thailand under the Royal Patronage is one of the

well-known photographic societies. The society has been established for 44 years and

has a lot of members. Each year, there are training courses, meetings, and photo trips

opened to both members and non-members.

(1)

)

(D

)

€)

Strengths:

The trip organizer, the Photographic Society of Thailand under the Royal
Patronage, has high reputation, especially for those who love photography,
since they are established for a long time. They can easily gain more trust
and confidence from the customers than the others.

They give lots of details and a trip schedule to the customers for comparison
and decision making.

Weaknesses:

There is absolutely no information about the photo trip in the other page of
the Photographic Society of Thailand under the Royal Patronage’s website.
The only place where visitors can find the photo trip programs is in the web
board. So, for those visitors who are not their member or not familiar with
their web board, they may not have a chance to join or even do not know
that they have the photo trip programs.

The trip allows the tourists with all levels of photographic skill to join. This
will make tourists feel uncomfortable. The amateur photographers need
basic instructions while the professionals need the suggestions on the
advance tips. Grouping them together may not be a good idea.

With no camera and accessories specification clearly defined, some of the
tourists may not have a chance to take photos in some topic. For instance,

the person who brings the compact camera can not take a macro shot which
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requires a specific type of lens. If the tourists do not bring the tripod with
them, they may not have a chance to take a good sunset shot.
(4) There is no online booking and payment system or any E-mail address for

the customers to contact with the organizer.
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Figure 3.7. Photo Trip Sample from the Web Board of Trekking Thai’s Website.

Source: www.trekkingthai.com/cgi-bin/webboard/
generate.pl7board=photo1&content=0493
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Trekkingthai.com is the website of Trekking Thai Ecotour Co., Ltd., the

ecotourism and adventure travel operator. The company offer many trekking/hiking and

ecotourism programs. The target audiences of the website are the people who love the

adventurous traveling. One of the web boards in www.trekkingthai.com, The Slower

Club, is the online community where people who love to spend more time on each place

they travel

to for photo taking can share their experiences, photographic knowledge, and

comments on each other’s photos. This is also the place to find Thai Photo Trip’s target

customers.

)

2

(1)

2)

Strengths:

Trekkingthai.com is one of the well-known websites of trekking in Thai
evergreen forests with around 25,000 unique visitors per month (source:
http://truchits.net/stat.php?login=nchuanch). There is more chance to reach
target customers.

Due to the fact that the slower club’s web board is the meeting place for the
people who love to take photos while they are traveling around, this is a
good place to inform people about photo trip arrangement.

Weaknesses:

Although the web board is in Trekking Thai Ecotour’s website, the photo
trips are not organized by the company.

After taking a closer on all photo trips programs in the web board, the writer
can conclude that the trips are organized for the group of people who
already know each other. In figure 3.7, the person who posted this topic uses
his/her nickname and he/she has already determined who will join the trip.
This is more like an informal trip appointment for the group of friend.

People outside their group may not fill comfortable to join.
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3.4 Total Customer Value Analysis

Customers normally choose to buy the products and receive services from a
company that is perceived to offer highest value. Such value can be evaluated by
comparing total customer value to total customer cost as follow;

Customer Delivery Value = Total Customer Value — Total Customer Cost

To satisfy the customers the company should offer the product or service with
high value added and help customers reduce their cost of obtaining the product or
service they desired. Below is the total customer value analysis of Thai Photo Trip.

Total Customer Value

Product Value

As the photo trips arrangement business, our core product is the trip program plus
the photographic instruction during the trip. To increase the value of the trip program,
we have to punctiliously select the quality destination that is suitable for our trip. The
numerous and gorgeous sceneries will be surveyed and carefully selected by our staff in
order to create the inspiration and aspiration on photography in customers’ mind. The
places should be so beautiful that will induce photographers, whether they are
professional or amateur, to pull out their camera and take a short. To get a good photo,
the magnificent landscape is not enough. Besides that, we need to know the right time
or right period to get the best photograph. For example, the right period for taking
photos at the sunflower field in Lopburi Province is between October to January and the
photos are better taken during 9.00 — 11.00 am. Unlike the ordinary photo trips that
focus only on the photo taking, we will add other activities to let the tour participants
relax and having fun. Besides the photographic instructions, we will also give
interesting information about the location in order to make our customers feel that they

are in the “trip” not in the outdoor photographic course.
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To increase the value of the photographic instructions during the trip, we need to
carefully recruit and select the right personnel in order to properly match their expertise
with each kind of trip. In the trip for the amateurs, the instructions should be basic, easy
to understand and follow, and can be practically used in daily life. On the other hand,
the professionals may need the advance tips and techniques in detail for the specific
topic.

Service Value

Many value added services will be offered to the customers include presales
services, point of sales services, add-on services during the trip, and after sales services.
Firstly, before making decision to purchase, customers need to know the information
about the trip. They can log on to website, select the trip they interested in, and, after
they register with our website, they can view the full details of the trip include prices,
time table, schedule, the topic of photo taking, the suitable equipment for the trip, and
sample photos taken from the destination. If the customers have some questions or want
more information, they can search through the FAQ (Frequently Asked Questions), web
board or contact the company by E-mail.

Secondly, the online point of sales services, customers can check for the
availability of seats of the trip, booking the trip, and select payment method they prefer.
Customers can book our trip 24 hours a day and 7 days a week.

Thirdly, the add-on services that customers may need during the trip, in some
trips, the specific kind of cameras or equipments may be needed such as the 35 mm.
SLR camera or the macro lens for close-range photography. For the customers who do
not have the suitable equipment to the trip, we will offer them a camera rental service.
To do this, we will partner with the trusted camera shops who can offer the quality

equipments and we will act as an agent between the shops and the customers who want
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to rent or even buy the camera or equipments. Unlike some photo trip organizer, usually
those trips posted in the web board, which do not provide the meals and transportation
to the customers, Thai Photo Trip’s packages will include all meals, transportation
(except some of the 1 day trip inside Bangkok; see product or service strategy for more
detail), and other fee (if needed) in our quotation shown in the website for the
customers’ convenience. In some case, customers may not prepare enough films they
need or they may not want to carry lots of film with them. We will offer the additional
film preparation service which allows customers to order the films from us during the
booking process and we also prepare the additional film the customers can purchase
during the trip. For the digital camera users, we will offer the photo CD service to them.
We will prepare the notebook PC which customers can transfer their photo to it and we
will write their photos into the photo CD and send it back to the customers after the trip.

Lastly, the after sales services, besides the photo CD service stated before, we will
offer the photo trip alert service to the customers. We will use the information from the
registration and the past transaction of each customer to find their interest and liking
and then match with our trips. When we have a trip that might interest them, we will
alert them via E-mail. For customers who want to be regularly informed about our
services and updated news, they can subscribe for our Photo trip newsletter. Customers
can send their comments and feedback to us by E-mail or posted it in our web board.

Personnel Value

In order to create personnel value, Thai Photo Trip concerns a lot on the
recruitment of the staff. There are 2 kind of staff significantly needed in order to provide
photo trip services to the customers. Firstly, the photography instructors must be the
skillful photographers who have experiences in photography, especially for outdoor

photo. To gain trust from our customers, we will have the instructors’ portfolio page in
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our website where customers can come in and look at the information including
instructors’ name, educations, experiences, and their work. Apart form good
photographic skill and knowledge, the instructors must also have good teaching skill in
order to effectively pass on their knowledge to the customers. Moreover, the instructors
should be service minded and friendly to make the customers feel comfortable while
they learning how to take a good photo with us.

Secondly, the tour guides should be service minded, friendly, and have great
interpersonal skills. They must also have a good knowledge about the tourist attractions
in Thailand. Most importantly, all of our tour guide must have the Guide License Card
issued by Tourist Business and Guide Registration Office which can ensure the quality
and trustworthiness of our guides to the customers.

Other customer service staff at the back office must also have a service mind and
good interpersonal skills so that they can provide quick responsive services to
customers.

Image Value

Thai Photo Trip will register with the Tourist Business and Guide Registration
Office to obtain the Tourist Business License which will ensure the customers about the
trustworthiness of our company. We will also refer our company and website to the
government organizations such as The Tourism Authority of Thailand and the
professional tourist business organizations such as Tourism Council of Thailand
(www.thailandtourismcouncil.org) and Professional Tourist Guide Association of
Thailand (www.thaiguide.or.th) to create strong and reliable image value.

In terms of company policy, we commit to use security procedures to protect
personal information the customers submit to us from misuse or unauthorized

disclosure. The personal information that the customers submit to us is stored in the
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secure database behind an electronic intrusion protection such as firewall. The
customers can access their personal information only by using a password. Access to
the data within company is limited to a few computer technicians for our site who need
to maintain the database and who also use passwords for that access. We will also
ensure the authenticity, integrity and privacy of e-mail communicated to or from our
site.

As the newly established company, we have to be concerned a lot on the
company’s image in our customers’ minds. All above values which are product value,
service value, and personnel value also affect the image value of the company. Thus, we
need to maintain and keep those values to be consistent in order to create reliability and
image of professional.

Total Customer Cost

Monetary Cost

Our prices are affordable and reasonable and the online value added services are
free of charge. Moreover, the web will offer some special discount programs to the
customers which can also help them save their money. By online booking service,
customers do not have to go out and pay for any transportation fare anymore. They can
get all the information needed for comparison and decision making and book the tour at
any time and from any where they are via our website. With our newsletter and E-mail
alert service, customers will be regularly informed about our services, promotions, and
other updated news at extremely low cost.

Time and Energy Cost

As the customers can receive the information needed in just a few clicks, they
need not to fax or call and wait for a day to get the answer from us. Moreover, the easy

navigation and user-friendly website allow the customers to save searching time or
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getting loss in the web. With the customer registration system in our website, customers
will be requested to give their personal information to us only at the first time they
contact with our website. Their information will be kept in our customer database for
future reference. The customers need not to give it every time they visit our website.
Whenever they log on to our website with the correct user name and password, we will
know who they are, their past transaction, and which tour program and promotion they
are interested in. Our trip programs will be categorized in terms of skills required,
equipments needed, and length of the program which allow customers to speed up their
search.

Psychic Cost

Under the law protection, the Tourist Business Licensed has already given
guarantee for any damages caused by default on any agreements of Tourist Business to
the travelers. As the licensed tourist business with licensed tour guides, Thai Photo Trip
can lower the customers’ psychic cost and gain their trust. The instructors’ portfolio
page in our website can also reduce the customers’ uncertainty about the quality of our
photo trip instructors. Personal information privacy is the major concern in shopping
website. We commit to use the privacy and security policy and procedures to protect
personal information the customers submit to us from misuse or unauthorized
disclosure. Thai Photo Trip will employ the secure online payment system provided by
the trustworthy third party such as the Bank to make our customers feel safe and
comfortable to use the online booking and payment system. All of these are related to
the values mentioned above which means they are able to lower the psychic cost as

well.
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3.5 Market Segmentation

In order to be efficient in using marketing resources, the company will segment
market into different groups of buyers which can help us to focus on the best segment.
The different groups require different marketing mix because potential users of the
products are not alike and the same general appeals will not interest all prospects. Thus,
it is necessary to effectively cover the entire market for particular products. Before the
market strategy development, the company has to segments all possible potential
markets in order to select the most suitable market. The company will segment the
market according to the followings basis:

Psychographic and Behavioral Segmentation

As for psychographic and behavioral segmentation, we will consider the
customers’ likes and interest in photography. There are two major segments. The first
group is the people who like or interested in photo taking whether they are the
professionals, amateurs, or the beginners who just take the first step to the photography
world. The others are persons who are not interested in photo taking no matter how
good our persuasions are.

Demographic Segmentation

There are many demographic aspects for market segmentation includes age, sex,
education, income, etc. Due to the fact that our photo trip programs is focused on the
customers’ recreation. The education and sex factors may not important. Everyone can
have the photography as their hobby either male or female and no matter what kind of
education they have got. However, the age factor is considerable, as it may effect on

how they spend time for their leisure and how much money they can spend.
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Figure 3.8. Age Proportion of Thai Internet User in the Year 2003.

Source: NECTEC, Internet User Profile of Thailand 2003

According to Internet user profile of Thailand 2003 shown in figure 3.7 above, we
can segment the potential market into 4 groups. Firstly, person age between 10 - 19
years which are 21 % of the Internet user. Most of the people in the first group are
students. They have not got their own income yet, but they have plenty of spare time,
especially during the summer and winter holidays, to spend on leisure activities include
our photo trip. Secondly, people age between 20 - 29 years which are the majority group,
almost 50 %, of Thai Internet user. The members of this group are considered as the
working people though some of them may be the college or university student. The
people in this age span are young and energetic. Furthermore they have their own
money to spend on their leisure. Thirdly, people age between 30 - 39 years which are 20
% of the Internet users. Most of This group’s members have a stable work and some
might already have a family. Fourthly, people aged from 40 and above which are 11 %

of the Internet user. This group also has a stable job and most of them get married. With
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a secure life and family, the third and the fourth segments tend to spend more money on
leisure. They may have photography as their hobby.

Geographic Segmentation:

As a newly-established business with limited startup cost, Thai Photo Trip will

focus on serving only Thai people in the beginning.
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Figure 3.9. Regional Proportion of Thai Internet user in the Year 2003.

Source: NECTEC, Internet User Profile of Thailand 2003

According to Figure 3.9, we can separate the market into two geographical
segments. Firstly, the people who live in Bangkok and the surrounding perimeters
include Nonthaburi, Prathumthani, and Samutprakan which counted for 54 % of the
Internet users in 2003. This group is considerably high compare to other regions due to
the better communication infrastructure. Secondly, the Internet users in all other regions
account for 46 %. From this aspect, we can see that the majority is in Bangkok and

neighborhood.
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3.6 Market Targeting

To successfully compete in markets, mass marketing is no longer a viable option
for most companies, especially companies with limited beginning investment and
resources like Thai Photo Trip. Instead of trying to serve everyone need in order to let
them be our customers, we have to study and analyze the market segmentation and
select the segments with high possibility and potentiality to serve and satisfy.

After carefully analyzing the above market segmentation, we decide to develop
the marketing mix to serve the people who like or interested in photo taking include the
professional photographers, amateurs photographers, and all other people who
interested in photo taking and want to have a good-looking photos from their trips. It
would be better for us to offer the photo trip services to the people who are interested in
it.

The target market should age between 15 — 49 years old which is counted for
about 90% of the Internet users in 2003 because of the fact that there will be more
chance for our company to reach this market segment through our main selling channel,
the www.thaiphototrip.com website. As stated earlier, people ages between 15 - 22
years old are usually the students. Although they may not earn any income yet, but they
have plenty of leisure time, éspecially during the summer and winter holidays. So, we
can arrange the weekday photo trip to this group which will help us effectively
distribute the workload of our staffs. The next group is person age from 23 to 49 years
old who are considered as the working people and have their own money to spend on
their leisure. We can encourage them to have the photography as their hobby in order to
generate demand because of the fact that this group of people really has the ability to

pay for what they willing to buy.
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Due to the fact that our office and all of the staff are located in Bangkok, we will
try to serve people who live in Bangkok and perimeters, which account for 54 % of the
internet users in the year 2003, in the first 2 -3 years of business settlement. However,
the customers outside of Bangkok and perimeters will not be abandoned. We will try to
serve all Thai people regardless of their region or province even though the customers
who do not live in Bangkok of the surrounding perimeters may have some trouble
coming to the starting point of the trip. In case of the tour programs to other provinces
outside Bangkok, we will let customers chose their preferred starting point. For instance,
for a day trip to Lopburi, the people who live in Lopburi or nearby provinces such as
Saraburi or Singburi may prefer meeting at Lopburi instead of coming to Bangkok and

then back to Lopburi.

In summary, our target market will be “Thai people age between 15 — 49 years
old that love or interested in photo taking while traveling around”.
3.7 Market Positioning

Thai Photo Trip will position our services as “The trips that all photography
lovers can join, learn, and have fun together”. This means that anyone who likes or
interested in photo taking, whether they are the professionals or amateurs and no matter
what kind of club, institute, or association they are in, can join our trip. We will give our
customers not only the quality, practical, and easy to understand photographic
instruction but also the impression and joyfulness from our program.

The positioning for our website, www.thaiphototrip.com, for all potential
customers is “The place people that think of when they want to find information about
the photo trip service” and for the current customers it will be “The place where you can
meet and travel with the people who share the same interest”. We will provide the

detailed information relate to our photo trip and other value-added services on the
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website. Customers can use the information for understanding, comparing, and decision
making. After that, they can directly book for our trip via the online booking system.
Customers can also give us the feedback or comments. They can share their
experiences, knowledge, tips and techniques, and even their photos via our web board.
Most importantly, customers can reach us in the 24/7 basis regardless of their
geographical location.

Our slogan will be “Whenever you thinking of photo trip, Come to
www.thaiphototrip.com”.
3.8 The Marketing Mix

Product / Service Strategies

Photo Trip Tour Programs

The main services provided to the target market are the photo trip tour programs.
As the newly founded business, we have to focus on the target customers which we can
effectively satisfy with our limited resources, in our case, the customers live in Bangkok
and surrounding perimeters. In the startup period, estimated to be the first 2 -3 years, all
of our photo trips will start from Bangkok. Thai Photo Trip will provide a wide
selection of destinations to the customers. There are many aspects which are used to
classify our photo trip programs including geographic factors, length of the trip, level of
photographic skill preferred, and types of camera and accessories used for the specific
trip, but the key factors that we use to categorize our photo trip packages are the length
of the trip and the distance from Bangkok. There are 3 main photo trip service
categories including 1 day trip inside Bangkok, 1 day trip outside Bangkok, and 2 days

trip outside Bangkok.
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1 Day Trips inside Bangkok
This category consists of tour programs that will take the tourist to lots of
magnificent tourist attractions in our capital city, Bangkok. The length of all programs
is only 1 day, start in the morning and finish in the evening. Most of the photo trip
programs in this category do not have any transportation service to the customers,
except for those who are not in Bangkok. Instead, we will appoint our customers to
meet at the starting point of the trips. The places that might be includes in our 1 day trip
in Bangkok are Grand Palace, Emerald Buddha Temple (Wat Phra Kaeo), Wat Pho, Wat
Arun, Wat Benchamabophit, Golden Mount, Wimanmek Mansion, Royal Barge
Museum, Dusit Zoo, etc.
1 Day Trip outside Bangkok
The destinations in this category are not too far to travel within a day, usually in
the 200 kilometers radius around Bangkok or take less than 3 hours to travel to. There
will be the wide selection of provinces in this category include Angthong,
Chachoengsao, Kanchanaburi, Lopburi, Nakhon Nayok, Nakhon Pathom, Ayutthaya,
Prachinburi, Saraburi, Suphanburi, etc. Recently, the Tourism Authority of Thailand
(TAT) has launched the promotion campaign call “Family Fun One Day Trip” which is
perfectly match with the nature of photo trip programs in this category as we can set
our destination based on the interesting place screened by the TAT programs. Below is
the sample of the 1 day outside Bangkok tour programs.
2 Days Trip outside Bangkok
There two reason for the company to consider for arranging our photo trip as the 2
days trip. Firstly, it may take more than 3 hours to travel to which means that there will
be not enough time to carry out the rest of the photo trip programs. Secondly, the topics

that we intend to instruct our customers consume much time to complete. The
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destinations or provinces that might be includes in our 2 days trip outside Bangkok are
Koh Samed — Rayong, Koh Mak - Trad, etc. Below is the sample of the tour programs
under this category.

Apart from the 3 main categories of our photo trip stated above, we will
occasionally or seasonally arrange the photo trip program for the specific period of time
in the year. For in stance, the 1 day trip to the sunflower field in Lopburi from October
to January or the 3 days photo trip to Yasothorn’ s Rocket Festival (Bun Bung Fai) at
the beginning of May. The sample of the tour programs under this category is shown
below.

The photo trip programs in each main category will then be digested in to sub
categories in terms of level of photographic skill preferred and type of camera and
accessories used in the trip. As for the preferred photographic skill, there will be 2
classifications, trips for amateurs and trips for professional. In the trip for the amateurs,
the instructions should be basic, easy to understand and follow, and can be practically
used in daily life while the professionals may need the advance tips and techniques in
detail for the specific topic. Mixing them together in the same trip may cause the
dissatisfaction for the customers and the operating difficulty for our photography
instructors and tour guides. The professional or experienced photographers will be
boring while hearing the basic instruction because they have already known and familiar
to it. On the other hand, the advance tips and techniques may be too hard to understand
for the amateurs.

Differences also cause the dissatisfaction and difficulty in terms of the type of
camera and accessories used in the trip. The compact camera cannot take photo with the
same quality as the photo taken from the professional SLR camera. Unlike the

professional SLR camera, the compact camera does not allow users to change the lens
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in order to take macro shot or the wide-angle shot which require two specific type of
lens. For each of our photo trip, we will clearly specify the preferred photographic skill
and type of camera and accessories recommended for the trip

Value Added Services

As previously stated in the total customer value analysis, Thai Photo Trip will
offer 4 categories of value added services include presales services, point of sales
services, add-on services during the trip, and after sales services to the customers. In
this section, we will discuss only about the services that directly generate income to the
company which are the services categorized as the add-on service during the trip and the
after sales service.

Camera Rental Service and Purchasing Advisor

For the customers who do not have suitable equipments for the trip, we will offer
them a camera rental service. In some case, the amateur photographers may not want to
or may not be sure about buying the expensive professional camera but they are
interested in participating the advance photographer’s topic such as the flower close-up
shots which preferred the camera that can use the macro lens. Instead of buying the
preferred camera and lens which may cost them around 30, 000 — 35,000 Baht just to
have a chance to properly learn how to take a good flower close-up shot, they can rent
the equipments from our company. To do this, we will partner with the trusted camera
shops who can offer the quality equipments and we will act as an agent between the
shops and the customers who want to rent or even buy the camera or equipments
afterwards.

For those who are willing to buy the cameras we will provide the online
purchasing advisory service to them, free of charge. The camera and accessories

purchasing advisor is included in www.thaiphototrip.com as one of the topics in the web
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board section. Before making a decision, customers can post the question such as the
item they are interested in or the budget they have on the web board and then our staff,
along with others customers, will give the comments, reviews, and alternatives back to
them. Moreover, we will regularly have the previews and reviews for the new cameras
and accessories where customers can gather information to support their decision
making. For the customers who are ready to purchase, they can go to our partner shops’
website directly from the links in www.thaiphototrip.com.

Instead of charging our customers, we will get a commissioh from the cameras
and equipments providers for every camera rented or purchased. This is a win-win
situation. For the tourist, they will have more chance to join any photo trip they are
interested in. For our partner, they will have more channels to reach the customers.

Additional Film Preparation Service

In some case, customers may not prepare enough films they need or they may not
want to carry lots of film with them. We will offer the additional film preparation
service which allows customers to order the films from us ahead of the beginning of the
trip. We also prepare the additional film the customers can purchase during the trip to
prevent the film shortage problem to our customers. As for the digital camera users, we
will prevent the data storage’s memory shortage problem by offering them the Photo
CD service.

Photo CD Service

We will prepare the notebook PC or other mobile storage device for the trip which
customers can transfer their photos and we will write their photos into the photo CD and
send it back to the customers after the trip. There are 2 reasons for providing this
service. The first reason is to prevent the data storage’s memory shortage problem, as

stated before, especially for those who have the limited budget to buy the digital media
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storage such as the compact flash card, SD card, or memory stick. Even though today’s
digital storages have higher capacity, but the prices still high. Another reason is to help
the customers putting all photos from a trip together in one (or more) CD.

The customers can chose either to use these value added services or not during the
online booking process on our web.

Web Banner Advertising Service

Apart from our partners’ banners, which will be placed on our website without any
charges, we will allow any businesses or organizations to place their banner
advertisement in our website. The format of the advertisement banner on our website
will be 468x60 pixels, which is the standard size for full banner, and the position to
place the banner is at the bottom of every page in our website.

Price Strategies

Determining the Price Level

To set up the prices for our services, we have to consider on the following aspects;
value added for customers, competition in the market, image of the company, the
possibility to growth, and operating cost. Because of the fact that the competition in the
travel industry is very high, we can not set up the high prices although there are many
value added to our services. When focusing only in the photo trip market, we have to
admit that most of our high potential customers are the photographers or people who
tend to be the students in the photography department in the university, the member of
the university’s photo club, the member of the photographic society, or the member of
some kind of photo-related group. They have already got a chance to join the photo trip
among their group’s members. So if our prices are much higher than the prices they
used to pay for, they may not interest in our trips, despite of any value added. However,

setting up the price too low may affect on our image as people may think that the lower
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price come with lower service quality. For the investor aspects, lower price means lower
profit making ability. .In order to generate profit and sustainable growth, we can not just
set the prices to cover the operating cost. After considering all aspects of price setting,
we decided to set our price to be about 10 -20 % higher than the average market prices
of the photo trip tour program.

Prices set up for the value added service will be based on the operation cost of
each service. The price of banner advertisement service will be based on the average
advertisement rate of the medium-low traffic website since we are the newly
established website.

Price Adjustment Strategy

To encourage our customers to use our services as well as our online booking
system, many types of discounts are given to the customers, especially for the repeat
buyers.

Advance Booking Discount

This kind of discount will be given to the customers who book the trip more than
15 days before the schedule. The benefit to the company is that we can plan the
allocation of our resources and staff in advance.

Online Payment Discount

The discount will be given to the customers who pay online in order to convince
and encourage the customers to use the online payment method provided in our website.
When the customers are familiar with online payment, they will feel comfortable to use

it and the amount of online transactions will increase.
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Mileage Discount
This kind of discount will be given to the old customers in the accumulative basis.
The more trips they join the more discounts they get. This strategy will help the
company increase the re-purchasing rate as well as retain the old customers.
These 3 types of discount are the main discounts that we will regularly give to our
customers in order to obtain the continuously order and royalty from them.

Distribution Strategies

The core product that we give to the customers is the photo trip tour service.
Therefore, our main concern about distribution is how to reach the target customers in
order to give them the information about our service and how can customers reach our
website in order to make online purchasing. Since the main distribution channel for the
company is the website www.thaiphototrip.com, the way to reach the target customers
is to create the customers’ awareness of our website by using the proper advertising
strategies. To let customers reach our website and purchase our services online, we have
to give them the information of our services to support their decision making. The
online booking and payment should be trustworthy and endure to the security problem.

Promotion Strategies

Promotion is the important tool since people do not find new sites by chance. It is
the job of the company to introduce our services and our website to the prospective
customers to make them aware of our existence. The effective promotion will be able to
stimulate customers’ demands apart from creating customers’ awareness. Thus, it is
very important to select the most effective media in order to reach and capture
customers’ attentions. The objectives of the promotion strategies are as follows:

(1) To create brand awareness of Thaiphototrip.com

(2) To create good and strong image towards the company and website.
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(3) To create reliability towards the company and website in customers’ minds.

(4) To create preference of the web.

(5) To inform the customer about web’s function and its benefits.

(6) To convince customers to place an online order.

(7) To increase sales volume

To achieve the objectives, the mix of advertising, sales promotion, and public
relations will be used. As a newly established website, we have to develop the offline
strategy to support the online marketing communication. The tools used for each
promotion strategy of our website are as follow:

Advertising

Online Advertising Strategies

The ability to interact with consumers is the most important aspect in advertising
on the World Wide Web. No other medium allows for instantaneous and two-way
communication. The online advertising is easy and inexpensive to change, update or
revise to the response of the campaign and consumer trends. Thai Photo Trip will use
the following advertising to promote our website.

Banner Advertisement

Banner is the most common form of advertising on the Internet. A banner can be
any size but typically a rectangular image, 468 x 60 pixels. The banner is usually
designed to draw the viewer attention and clicking on them will direct the viewer to the
advertisers’ web page. Although placing the banner advertisement in the famous
website with volume of visitors is not free but it still considerably lower than the offline
media such as television, radio, newspaper, etc. We will post our banner advertisements
on the famous websites as well as on the photographic or travel related websites such as

www.sanook.com,  www.siamguru.com, www.pantip.com,  www.tourthai.com,
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www.thai-tour.com, www.sabuy.com/ttt, www.trekkingthai.com, www.taklong.com,

etc.
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Figure 3.10. Animated GIF Banner of Thaiphototrip.com.

Link Exchange
Link exchange is the alternative way to advertise the website. It is the exchange of
the hyper link between two or more website owners. For illustration, if we want to post
the link to Thaiphototrip.com in website A, we will have to post the link to website A in
our website. The hyper links can be in the form of text link or banner. Thai Photo only
will exchange our link with our partners, free of charge.
Search Engines and Web Directories
We will submit our URL, www.thaiphototrip.com, to the search engines and web

directory websites because of the fact that they are the first places that people will go
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whenever they want to know or find something. Since our target market is Thai internet
users, we will register our website in Thai search engines and directory websites. With
today’s technology, submitting the website to the search engine or web directory can be
done in just a few mouse clicks. We will submit our URL to the leading search engines
and directory websites such as Sanook, Siamguru, Google, Sansarn, Yahoo, MSN,
Thaiseek, Eguide Thailand, Lycos Asia, Alta Vista, Siam 2 You, Yellow Pages,
Thailand Pages, etc.

Although submitting the URL to the search engine and directory website is free of
charge, but to have our domain name listed in the position that can easily catch the sight
of the audience, we may have to pay. For example, if we want our website’ URL to be
listed as the first to the fifth name under their travel directory, we will have to pay 5,000
Baht per month (http://webindex.sanook.com/files/Rate-price.doc)

E-Mail and Newsletter

Buying a mailing list from online advertising agents and sending the advertising
letter may be considered as a low cost mass marketing but sending the E-mail to persons
who dose not want it or are not interested in it will damage the company’s reputation
and image. Instead of sending E-mail to everyone, we will send it to our prospects who
have registered with our website. We will use the information from the registration and
the past transaction of each customer to find their interest and liking in order to
customize the content in our E-mail sent to each customer. For customers who want to
be regularly informed about our services and updated news in general topic, they can
subscribe for our Photo trip newsletter.

Offline Advertising Strategies
At the startup period, online advertising may not be quick enough to introduce our

website to the public. Therefore, we will advertise our photo trip tour programs in some
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of the leading Thai photographic-related and the travel-related magazines include
Shutter Photography, Photo Digital, Phototech, Camerart, TAT Magazine, Young
Traveler, Trips Magazine, and Nature Explorer. Although we might not have an ability
to advertise in all magazines mentioned due to the limited budget, but the fact that the
readers of those magazines are the high potential customers of Thai Photo Trip can not
be overlooked. In the first year, we will advertise our photo trip tour programs on a
monthly basis in order to quickly gain the prospects’ awareness.
Sales Promotion
The purpose of sales promotions is to boost up sales in the certain period of time.
Our sales promotion tools consist of the following:
Special Discounts
Apart from the 3 main discounts previously stated in the price adjustment
strategy, we will occasionally set up the special kind of discount to attract the new
customers or to encourage the old customers join our online activities such as the grand
opening discount in the first 4 months, the special discount for the member The
Photographic Society of Thailand under the Royal Patronage or the discount for those
who attend our online photo contest.
Electronic Coupons
To encourage the prospects to give their information to us, we will offer the
electronic discount coupon in return. For instance, the persons who subscribe their E-
mail address to get our newsletter in the first 4 months will get the 5 % discount coupon
for 1 day trip inside Bangkok.
Premiums
In the first year, for the second tour package purchased within 2 months, the

customers will get the Thai Photo Trip T-shirt for free. This is a strategy to create
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repeat buying. The in direct benefit from giving the T-shirt to the customers is that the
people who wear the T-shirt with Thai Photo Trip logo can act as a mobile
advertisement media for us.

Public Relation

Attending the Exhibition Show

Attending the exhibition or trade show is the effective time-saving way to reach
the mass public. Thai Photo Trip plans to join the photographic-related and travel-relate
exhibition in the annual basis. To quicken the widespread of the target customers’
awareness, we will attend 3 or 4 exhibitions in the first 3 years. The exhibitions which
we are interested in includes Photo Fair, Photo Hightech, Thailand Travel Expo,
Weekdays the Extraordinary Days Grand Sale, International Youth & Eco Travel Mart,

and Amazing Thailand Grand Sale Fair
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1V. WEB DESIGN AND DEVELOPMENT

In the construction of the website, web design is the most important thing to be
considered. Every audience is attracted to the beautiful and easy to use website. The
impressive web will attract audiences to comeback and also introduce the website to
their friends. There are more and more websites being created and published everyday.
The higher competition makes webmasters realize the importance of web design. Web
design is the only thing to show the image of the company to visitors. When the
audiences see the website with the elaborate design and well-organized contents, they
will convince that the website owner is trustworthy. Web design can even determine
whether that particular website will be a success or not. To design website, the designer
has to clearly determine the objective and target audiences of the website. The site’s
content must be categorized and organized systematically for convenient to surf. There
are various structures to be considered such as navigation bar, graphics, color and
written characters. All structures must be summed up to be parallel and direct to the web
design’s objectives.

There are totally 5 main phases in developing the company’s website which are
research, site content, site structure, visual design, and production & operation.

4.1 Phase 1: Research

This phase about knowing our self by identifying mission and objectives of the
website, knowing the users by asking questions & filters answers, defining users’
experience and create scenario, and doing the competitor analysis. The results of doing
these steps are mission of the site, users’ needs, and competitor strategies which enable

the company to have an effective design guidelines and strategies.
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Website’s Mission

The mission of Thai Photo Trip’s website is to be the first place where people will
come to whenever they thinking of photo trip. We will provide online booking service,
sales promotions, and after sales services to the customers. The website will also be the
online community where both current customers and prospective customers can come in
to exchange their experience and knowledge and join the online activities.

Website’s Obijectives

(1) To promote and introduce Thai Photo Trip Co., Ltd to the nation-wide
market.

(2) To present information of the company’s services which is the photo trip
tour programs to allow customers’ considerations.

(3) To be the main distribution channel for our services.

(4) To be a communicational channel for the customers and the prospects.

(5) To be an online community for the target customers.

(6) To retain long-term relationship and increase customer loyalty with the
company.

Ask question and Filter answers

The company has to learn and define prospect audiences in order to develop user-
friendly and easy navigation website. It is impossible to create a website that contains
all the characteristics that everyone wants. Thus, the company has to focus on the
particular type of users and serve their needs.

Who are the intended audiences?

Web designer needs to think of all possible users who have a chance to visit the
company website. They maybe the ones who are our target market which are Thai

people aged between 15 — 49 years old who love or are interested in photo taking while
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traveling around but they can also be the anyone in the Internet who are not our target
market as well. However, we have to design our web to serve the target customers as a
first priority.

Why will people come to your site?

(1) To know the company and learn more about the company profile, the
services offered, etc. in order to get the information to support their decision
making.

(2) To book our photo trip tour program.

(3) To communicate with the company and other people who have the same
interests.

Will they com back?

To make the target audiences come back to the website, we must give them the
useful in formation in accordance with or related to our services. The information-rich
and regularly updated website is more attractive to the Internet user and the customers.
The prospects may come to the website many times before the first purchase. For the
current customers we will offer them the after sales services, five discounts, and arrange
the online activities to encourage them to comeback and re-purchase our services

Define the users’ experience

After defining the target audiences, we have to define users’ experiences by
creating scenarios. Scenario is the assumed situation in order to learn how our prospect
would surf the web and analyze what should be the problems occur while they are in
our site. This way can help web designer have more creative and innovative idea to
develop the user-friendly website and easy navigation. In following scenarios, we
create 2 different cases include the case of amateur photographer and professional

photographer which owns different characteristics and interests.
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Scenario 1

Ms. Rattana is the 19 years old college student. She is studying in the business
administration and accounting college and her major is business administration. Rattana
has got 4 friends who study in the same major and all of them love to travel around
Thailand when ever they have free time from their lessons and exams. They always
chose their destination in accordance to the reviews in the traveling magazine. The
magnificent scenic photographs displayed in the magazine motivate the desire of
traveling to them. Rattana has her own digital compact camera. She and her friends love
taking photos wherever they travel to so that they can keep it as a reminder from their
trips but, unfortunately, the photos that she took from her trip did not look as beautiful
as the photos in the magazine. So, Rattana think that she and her friends should take a
short-time photographic course in order to improve their skills. The course should be
the field training so that they will have a chance to practice in the real situation. Rattana
has heard from her friend in other college that the photo trip is what she need but,
unfortunately, the only problem is that the organizer does not allow student from other
college to attend and there is no such trip in her college because of the fact that her
college does not have any photographic course or even the student’s photo club. None
of her friends know where they could attend such a course so they have to find it in
some other place.

So, Rattana turn to the Internet and start her information gathering. She hopes to
find the website that provide photo trip service for everyone who want to join. She logs
on internet and visit the popular search engines website include Google.com,
Sanook.com, Sansarn.com, etc. Using “phototrip” as a keyword, there are lots of
hyperlinks shown in the search result but most of them are not what she need due to the

fact that they are links to the photo page taken from someone’s trip. After a long time
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search, Rattana found the photo trip topic in the web board of travel-related website but
it look very informal and does not have enough information to support her decision
making. There is no destination’s photograph and no information about the organizer.

After creating this scenario, the company found out the followings:

(1) Defining the URL of the website is important. When the web surfers try to
find something on the Internet they will start with the search engines and
web directory websites. The URL should directly related to what the
company offer in the website so that the visitors can come directly from the
search result page and find what they need. To help the prospects find our
website easier, we should register with the popular search engine and
directory websites to ensure that the hyperlink to our website will be
displayed as the very first result in the search page.

(2) Information contain in the website should be clearly and useful in order to
support the prospects’ decision. Information include destination photos, trip
schedule, time table, prerequisites and equipment needed, buying method
and policy, price list, as well as the company profile, and contact person and
addresses should be placed on the website.

Scenario 2

Mr. Pongchai is a 35 years old personnel manager working for the private

company. He has started taking photos as his hobby for almost 2 years. He may not has
the professional skills but his photographic basic is quite good. He becomes the member
of the photographic association this year because he want to meet the people who share
the same interest in order to exchange experience and tips & technique with each other.
The photographic association he joined arranges the member meeting or training on the

quarterly basis but Pongchai think that it too rarely and sometime he can not attend
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because of his work. He want to meet and share experience more frequently and at
anytime on his convenient. Some of his friends told him that he should try to join the
discussion in the Internet web board or forum. Pongchai uses the Internet mostly for E-
mail but he has low experience with surfing the website.

Pongchai also have another problem. He love join his photographic association’s
field training or photo trip because of the fact that he can not keep the other tourists
waiting while he trying to take a good photos in the ordinary tour. However, the
association hold the photo trip once a year with Pongchai think that the schedule is
inflexible and there should be more than one trip per year. He try to find another
organizer but the problem is he does not know whether they are professional or not.

From this scenario, we found out the followings:

(1) Besides of the beautiful and outstanding web design, the website should be
user-friendly which allow viewers, whether they used to the Internet or not,
to easily browse for information they need. The well-organized navigation
system and properly categorized contents are the important factors.

(2) The company profile and the personnel profile, especial for the
photographic instructors, should be clearly stated in the company’s website
in order to ensure the quality of services to the customers.

(3) To gain trust from the online customers, we have to set up and deploy the
privacy policy, buying policy and method, and secure-trustworthy payment
system.

Competitor’s Web Design Analysis

Competitor’s Web Design Analysis is the method to survey the design and
utilization of the website that provide the same services and share the same target

market as Thai Photo Trip’s. Once again, we have chosen A700 Tour’s website
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(www.a700tour.tarad.com) to do the analysis. The company can gather the information
and use it in Thai Photo Trip’s web developing by studying both good and bad points of
the competitors’ web design. With this knowledge, we can avoid or correct the bad
design and utilization as well as study the good things and improve it to make the better

web design and utilization. Many aspects are used to analyze the A700 Tour’s website.
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Figure 4.1. Home Page of a700tour.tarad.com.

Visual Design

In terms of look and feel, the website uses white and green color scheme which
will give the feeling of nature and relax the visitors. The plain-white background color

can match with all kind of photos and it will not distract the eyesight of the visitors.
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The web template provided by Tarad.com is very simple and it makes A700
Tour’s website consistent because of using the same template for the whole site.
However, those templates can not be modified and the layout is fixed. Sellers can place
pictures and information on only fixed area. It easy to use but it may not give any
differences or distinctive point among other thousands of online shop in Tarad.com.
Moreover, the website’s logo (located on the top-left of the web page) is not
outstanding. It is only a black plain text. It is not decorated to be beautiful, interesting,
and the most important thing is to be recognizable.

Due to the limitations of the template, only one image can be put in each tour
program and it is not enough to describe the whole picture of the trip. Especially for
people who love photo taking, they may need to be informed about what kind of scene
they will see on the trip so that they can bring the right equipments with them.

Navigation

V7009125

VIP]

Thai

Figure 4.2. The Main Navigation of a700tour.tarad.com.

The main navigation is located at top of every page and there is also the text
version of the main navigation located at the bottom. They are easy to be seen, easy to
use, and understand. Visitors can access and view their shopping cart from every page
by using the link located on the very top of the pages. The product search bar included

in the top navigation help visitors to find what they are looking for.
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At the top of the sub navigation, located on the left-hand side of the pages, they
put some useful information about the website include the open date, last update date,
visitors statistics, and number of product items sold in the website. A700 Tour has
sorted their tour programs in to 9 categories for easier search and put the links in the
middle of the side navigation bar as shown in figure 4.3. Unfortunately, after taking a
closer look, the writer found that 4 out of 9 categories (as pointed out by the red arrows
in figure 4.3) are not the tour programs. Instead, there are the links to the photographic
tips and about us page. They should not put these 4 links under product categories
header because it can make visitors confuse. The web links section located at the bottom
of the side navigation bar is the another weak point which can confusing the visitors
because of the fact that they are not links to the other ‘web’, as stated in the header,
instead, all of them are the links to the web board of www.tourthai.com where the
webmaster of a700tour.tarad.com has posted his trip photo in it. Besides the confusion
from the side navigation, visitors may have a question in their mind. That question is “If
A700 Tour has lots of beautiful photos from their trips, why don’t they put it in their

website instead of putting it in the web board of another web?”
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Figure 4.3. The Product Categories in the Side Navigation Bar.
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Contents

One of the obvious mistakes in the www.a700tour.tarad.com website is the
contents organization, especially in the product section. As illustrated in the figure
below, the 3 red-framed items are the photographic tips, not the tour programs as it
should be. Furthermore, these 3 photographic tips have the product codes and customer
can put them into the shopping chart. Even though their prices are 0.00 Baht, it still
creates confusion for the visitors. A700 Tour’s webmaster should get all non product
items out and put it in other proper section. The same mistake also occurs in the
recommended product section located at the right-hand side of the web page.

Some tour programs do not have the illustrations. It is important to show the
customers what they will see when they join the tour, especially for those who love to

take photos.
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Figure 4.4. The Non-product Items in the Product Page.
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4.2 Phase 2: Site Content

The second phase is the determination of the website’s content which is about
designing strategies, content, and functional requirement. Things obtained in this phase
are web design guidelines, contents and its limitations, and organized data.

Design Strategies

As a photographic-related website, we can hardly avoid putting lots of photos on
the website. The photographs should be attractive and relate with the tour program we
offered. The web design should have the photographic theme so that it can imply what
our business is related to. The company will use the design that is a well-combination
between outstanding professional look and user-friendly navigation. Information
contain in the website should be clearly and useful in order to support the prospects’
decision. The company website, www.thaiphototrip.com, will mainly contain the
following features: |

(1) Service packages information and illustrations

(2)  Online booking service

(3) Payment options

(4) Payment policy

(5) Security policy

(6) Privacy policy

(7) Web board

(8) Photographic instructions

(9) Member registration

(10) About us

(11) Portfolio

(12) Contact us
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(13) FAQ (Help)

Identify content and functional requirement

According to the above features, we can arrange the contents into specific groups

as follows:

(1) Services or product content — This group covers service packages’
information and detail, booking form, and instructor’s portfolio. Functions
required in this group are online booking service, online payment service,
services category, and member registration.

(2) Customer services content — It includes all services to facilitate customers
including pre-sales and after sales services such as Help or FAQs, email
address of the company, policies, Web board, Photographic instructions, etc.

4.3 Phase 3: Site Structure

This phase covers grouping & labeling content, organization metaphor, site

structure listings, and architecture blueprints. From defining them, we will get the

structure of the website.

Grouping & Labeling content

Since the website will be the main communication channel for the company, we
have to put all information related to our services, activities news, and the company
profile into the website. So, we decided to separate the content in the website into 3
groups of content include contents for general audiences, content for the buyers or
customers, and other contents.

Firstly, the content for general audiences or, to be specific, all prospects will be
located in the main navigation. This group consists of 7 sub-categories in the main

navigation as follow:
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@)
G)
4)
©)
(6)
()

Home

Photo trip tour programs
Photo contest

How to take photos
Web board

About us

Contact us

Secondly, the content for the customers who are willing to or ready to buy our

services will be put in the sub navigation system. There are 4 sub-categories of content

in this group as follow:

(1)
)
©)
(4)

Shopping cart
Payment method
Member

FAQ

Thirdly, the other contents consist of the contents that may not be in the general

interest of our prospects and the contents that provided to the people who are not the

customers. Some of these contents will also be place as the sub-content in the above

groups and can be accessed from the sub navigation system. There are 4 sub-categories

of content in this group as follow:

(1)
)
€)
“)

Buying policy
Security and privacy policy
Advertising rate

Job Opportunities

These 3 content groups can be accessed through the different kinds of navigation

system which will be represented by using the organizational metaphor. From the
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content grouping and labeling, we can define the site structure and the architectural
blueprint for Thaiphototrip.com as shown in the following sections. The site structure
and the architectural blueprint will be then used as the guideline for content
organization and navigation system development.

Site Structure listings

(1) Home

(2) Photo trip tour programs

(a) 1 day trip inside Bangkok
(b) 1 day trip outside Bangkok
(¢c) 2 days trip outside Bangkok
(d) Add-on services
(3) Photo contest
(4) How to take photos
(5) Web board
(a) Camerareviews
(b)  Purchasing advisor
(¢) Share experience
(6) Aboutus
(a) Company profile
(b) Our staffs
(7) Contact us
(@) Query form
(b) Advertising rate
(¢) Job Opportunities
(8) Shopping cart
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(9) Buying policy and payment method
(10) Member
(11) FAQ

(12) Security and privacy policy
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Figure 4.5. The Architectural Blueprint of Thaiphototrip.com Website.
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4.4 Phase 4: Visual Design

This phase is about designing the web interface which covers page layout, design
sketches, and defining navigation systems. The web based prototypes, final architectural
blueprint, production specification, and style guide are also developed in this phase. The
things obtained from this phase are interface design, web based prototype, final
architectural blueprint, web development guidelines.

Interface Design

Look and feel

The overall look will be like the photo album that contains the photograph taken
from the trip and the detail of the trip. The main navigation bar will be design to look
like film which can communicate the photographic atmosphere of the website The
colorful and beautiful photos are use to convey the expertise of our staff to the
audiences. Company has the concept of user-friendly website with professional and
reliable look but not too formal. The logo of the company and the website will consist
of the hand-writing text and cartoon mascot to make the audience feel that taking photo
is not so hard that everyone can enjoy it while traveling with Thai Photo Trip.

Color and tone

Colors used in the site are plain. We use the white and grey color scheme in order
to lead customers’ eye sight to the beautiful photo of our trips. We add the bright orange
to the topics that we need to emphasize. Orange can create the enthusiastic, lively,

warm, and friendly tone to our website.
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Page Layout

Logo Top Banner
Main Navigation
Sub-Navigation
Side Main Content Side
Navigation Navigation

Advertising Banner

Boftom Navigation

Figure 4.6. The Page Layout of Thaiphototrip.com.
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Design Sketch

Top Banner

Main Link 2 § Main Link 3] Main Link 4 fMain Link 5] Main Link 6

Main Link 7|

Service
Categories Member

Main Content
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Links

Main Link 1 Main Link 2 : Main Link 3 Main Link 4 Main Link 5 : Main Link 6 : Main Link 7
Suby Link 1 : Sub Link 2 : Sub Link 3 : Sub Link 4
Sub Link 5 Sub Link 6 : Sub Link 7 : Sub Link 8

Figure 4.7. The Design Sketch of Thaiphototrip.com.

Define Navigation

The company has defined the website navigation to be user-friendly which
consists of main navigation in top-most horizontal bar which will be outstanding and
eye-catching. This top-most horizontal bar consists of the main navigators include
Home, Photo trip tour programs, Photo contest, How to take photos, Web board, About

us, and Contact us. The horizontal sub navigation bar located under the main navigation
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will contain links for the customers who are willing to or ready to buy our services
include Shopping cart, Payment method, and FAQ.

The member login system, the links to the member page, and the news letter
subscription system will be placed in the rectangular frame located on the right-hand
side of the web pages. The left-hand side rectangular frame will contain links to our tour
services. Beside of the normal services categorization, which include 1 day trip inside
Bangkok, 1 day trip outside Bangkok, and 2 days trip outside Bangkok, we will sort our
tour programs by duration, skill requires, and equipment preferred in order to help
customers easily select the program that is most suitable for them. Moreover, these
rectangular frames placed in the right-hand and left-hand side of every web page will
contain links that we need to highlight such as sales promotions and links to our
partners’ website.

The text navigators located at the bottom of every pages will include all links in
the main navigation and sub navigation and also include links to some web page that are
the sub content of the 7 main content groups such as banner advertising rate and job
opportunities. The text navigators will allow visitors who browse the Internet in the
text-only mode or people who have very slow Internet connection speed to easily surf
throughout the website. As for the long web pages, visitors will not have to go back to
the top of the pages in order to reach the main navigation. In addition, it will contain
link to our security and privacy policy in case that user need to study it before they
make any transaction with the company.

The reason that we have so many links on our webpage is that they can allow
audiences to easily and quickly access to the information they want in our website. With
the well organized and proper categorized navigation system, we can prevent the

visitors from getting lost and confused. They will know and clearly understand where
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they should go in order to find what they are looking for. The illustrations of
Thaiphototrip.com’s navigation system are displayed in figure 4.8 afterward.
4.5 Phase 5: Production and Operation

This is the last phase for the process of web development. It is about produce the
interface and web template and then uses it to develop the final website. It also includes
launching and promotion, maintenance and growth. The results of this step are complete

website, web launching and promoting, maintenance and developing guidelines.

Web Template
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Figure 4.8. Website’s Template.
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All the navigations will be put in the website’s template so that they will appear
on every pages of the website. This allows visitors to easily browse to any web pages
they want in the web site, no matter where they currently are. On the other hand, the
main content area, located in the middle of every page, will be varied in accordance to
the sections of the website such as tour program pages, contest page, web board, contact
us page, etc. Another area that would be difference in every web page is the advertising
banner located on the bottom of the template which we will let the outsider place their
advertisement banner in our web and collect a monthly charge.

Domain Name

For domain name of this website is “thaiphototrip.com” which is the same name
as the company name which is the requirement of THNIC (Thailand Internet
Information Center) which provides registration and maintenance services for domain
names under .com. The company decided to register Thaiphototrip.com because .com is
easier to remember for the customers and dot com can create the image of international
website. Besides, the website name completes itself of company name and products we
are selling.

Hardware and Devices Preparation

Hardware used in developing this website consists of personal computer,

telephone line, modem, and scanner.
(1) Personal computer — The company use Pentium IV processor 3.0 GHz, 512
MB DDR RAM, SATA hard drive 80 GB, CD-RW.
(2) Telephone line — It is route which is for sending data signal from our
computer to internet network. Telephone line is considered as the main

route for internet connection.
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(3) MODEM - It stands for MOdulator, DEModulator which is a device for
connecting to the computer and telephone line. It allows the computer to
communicate to other computers through the telephone system. MODEM
translates digital signal of computer to analog signal which runs on the
telephone line. There are 3 types of MODEMSs which are PC card, external
and internal. The company is using the external MODEM.

(4) Scanner — The company uses the scanner in developing the website. It
converts the physical picture to be a digital one in the file types of TIF,
PNG, GIF, JPG. Web pages require JPG or GIF or PNG image types,
because that is all that browsers can show. On the web, JPG is the best
choice (smallest file) for photo images, and GIF is most common for
graphic images.

Operating System and Software used

Since we are trying the company database to its website, we therefore have to use
the Window XP Professional operating system because it supports the ASP (Active
Server Page), Microsoft Access Database program. For software used in developing this
website are: Adobe Photoshop, Adobe Illustrator, Adobe Golive, Macromedia
Dreamweaver MX, and Macromedia Flash MX.

Evaluation

The company needs to evaluate the website to determine feedback from the
strategy. This is considered as an important function to develop on the future strategies.
Thus, the company decides to outsource and employs Truehits’ Web Statistics
(http://truehits.net) because it is cheap and provides us with statistics and recommends
strategies that will be beneficial for us. Truehits is a famous website traffic monitoring

service provider in Thailand that provides the services to Thai famous website such as
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Sanook.com. It keeps a record of the website's hits and traffic patterns, putting the data
into a format that is easy to understand. With its numerous reports Truehits can help
customers get to know visitors and fine-tune the website to best fit the needs.

Truehits offers circulation reports custom-tailored to meet the needs of smaller
scale websites. The following are its services:

(1) General summary which is the statistical summary per specific month. It
contains today visits, yesterday visits, last seven days visits, average page
view, etc.

(2) Calendar summary which provides each day page view and visitors.

(3) Frequent visitors which are shown by host IP.

(4) Historical data available online for querying.

(5) Automatic nightly data processing and reports.

(6) Back up logs, database and report.

(7) Etc.

When the company outsources the web analysis, we can avoid the up-front and
back-end costs of investing, upgrading, and scaling a software system, not to mention
the expense of training and maintaining administrative support staff. The reports are
processed on demand and often completed in minutes. It can make the company save
time and cost. Thus, the company receives the full benefit of data management, storage,
and system support at a fraction of the cost.

Final Web Design and Features

Home Page
The home page contains information about the new photo trip tour programs,
recommended programs, and the update news of Thai Photo Trip include the upcoming

exhibition show, images from the website’s activities, etc. Visitors can easily get more
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information on each topic by using the “More Details...” links provided with each
topic. The newly photo trip tour programs, which the company would like to highlight,
are put in the home page with a big photograph taken from the destination in order to
catch the eyesight of the visitors at the first time they arrive at our website. The
recommended tour program also has their own photos so that visitors can be
immediately informed of what they will see if they join the trip. All of these information
displayed in the main content area of the design layout, which is located in the middle

of the web page.
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Figure 4.9. Thiaphototrip.com’s Home Page (First Part).
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Figure 4.10. Thiaphototrip.com’s Home Page (Second Part).
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Photo Trip Tour Programs Page

As there are 4 sub categories of services offered by Thai Photo Trip, the photo trip
tour programs pages or the services pages are separated in to 4 web pages include 1 day
trip inside Bangkok page, 1 day trip outside Bangkok page, 2 days trip outside Bangkok
page, and Add-on services page. Visitors can easily access to each page by using the
“Photo Trip Touring Program” links located in the top-left hand side frame and since
this frame is a part of the website’s template, visitors can access to each photo trip tour
programs page from anywhere in the website. Each tour program displayed in the web
page with the program’s name and code number, introduction, price, and photos so that
visitors can easily choose the program they are interested in and then use the “More
Details...” links to see the details of the trip include schedule, meeting point, price’s
details, photographic skill and equipments required, photographic instruction topics and
the name of the instructor, and time table. Figure 4.11 display the 2 days trip outside

Bangkok page of Thaiphototrip.com.
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Photo Contest Page

This page contains information about the photo contest arranged by Thai Photo
Trip. After taking a trip with the company, customers can submit the photographs taken
from the trip to the website and let other customer vote for the most favorite
photograph. The winners will get premiums or discounts which can be used in their next
purchase from Thaiphototrip.com. As shown in figure 4.13, the contest page also
provides information about the photo contests held by the outside parties at the bottom
of the page so that the customers who are interested in joining them can get information

directly from our website.
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Figure 4.12. Photo Contest Page (First Part).
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Figure 4.13. Photo Contest Page (Second Part).

How to Take Photo Page

This page contains photographic tips and techniques. The contents are divided into
2 parts, the Photo Learning and the Photo Clinic. The contents under the photo learning
part are the knowledge about how to take a good photo and about camera and other
photographic equipments. On the other hand, the photo clinic’s contents are about how
to use the computer graphic programs such as Adobe Photoshop to modify or retouch

the photographs in order to make it look better.
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Figure 4.14. How to Take Photo Page.
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Web board

There are 3 main topics in the web board of Thaiphototrip.com include camera
reviews, purchasing advisor, and share experience. In the camera review web board, our
staff will place the information about specification, features, performance, and price of
the newly launched cameras and other photographic-related equipments such as lens,
flashlight, etc. into this web board where visitors can view and share their opinions
about the advantages or disadvantages of the camera with other visitors. In the
purchasing advisor section, visitor can post the question about the cameras and other
equipments which they are interested in or intend to buy and then our staff as well as the
other visitors who have the information or the experience of using such cameras will
give the opinion about good points and bad points of the camera or whether it worth
buying or not. Lastly, share experience section, visitors can share their opinion and

experiences on the general topics.
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About Us Page

The about us page consists of the information about our company and our staffs.
In our staff section, visitors and the prospects can find our photographic instructor’s
personal data and portfolio, as shown in figure 4.17, which include education,

photographic experience, and achievements in the photographic field.
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Figure 4.16. About Us Page (First Part).
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Figure 4.17. About Us Page (Second Part).

Contact us

This page contains the contact address, phone number, fax number, and E-mail
addresses that visitors can use to contact our company. The contact us page also contain
the query form that visitors or customers can send their comments and feedbacks about
our services, request for a specific information, and request for the arrangement of the
tour program for the specific group of customers. The links to banner advertising rate
table and to job opportunities page are located at the top of the web page.
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Figure 4.18. Contact Us Page.
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FAQ Page

FAQ or frequently asked questions page will contain the general questions and
answers related to Thai Photo Trip’s services, booking process, payment method, etc.
The FAQ page help visitors, prospects and our staff save time asking and providing this

basic information.
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Figure 4.19. FAQ Page.
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Online Booking and Member Registration Process

1

Customers study the information of the
tour program and decided to book it.

!

No Book only this Yes
program?
y y

Click “Add to Click “Book this
cart” button program” button

Member No No Member

Sign In? Sign In?

Yes Membership? Yes

Yes

Go to member registration
page and register.

Data stored in the
shopping cart system.

]

A

Click “Continue

shopping” button

\ 4

Open the view cart page and let
customers select the departure date.

Change booking
quantity?

Change booking quantity in
each program and click
“Recalculate” button.

Book another
program?

Click “Booking / Payment” button

Figure 4.20. Thaiphototrip.com’s Online Booking System Flow Chart.
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Click “Booking / Payment” button

\ 4
The customers’ data received from the member registration
» system will be shown as well as the tour program booking
data. Customers then select their preferred payment method.
No . Yes
Pay Online?
y \ 4
Select “Bank transfer” or Select “Online payment
“Cash” option and then by credit card” and then
click “Submit” button click “Submit” button
A4
A4 Calculate the total price for
Calculate the total price for the booking and generate the
the booking and generate the reference number.
reference number.
A 4
Display the summary page to
A 4
~ the customers. Then
Display the summary page to customers click “Enter online
the customers and send the payment system” button
booking confirmation letter
to customers’ E-mail
address. Y, y
~ Send booking data to the
Epaylink system provided by
www.thaiepay.com
P : A4
ayment rejected.

Customers can see the

Customers have to Credit card

company  data  and
summarized booking
data then they can submit
their credit card number
and expire date.

choose others payment
method.

Validation?

Payment confirmation letter
will be sent to both customers
and the company via E-mail.

\ 4

Go back to
Thaiphototrip.com website.

Figure 4.21. Thaiphototrip.com’s Online Booking System Flow Chart (Continued).
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Figure 4.20 and 4.21 illustrate the online booking process of Thaiphototrip.com.
For the new customers, there are 6 major steps involved in booking or purchasing the
photo trip tour services from the website.

Collecting Information

After looking at the brief introduction and see a photograph taken from the
destination in the photo trip tour program page, as shown in figure 4.11, visitors can
choose the program they are interested in and then use the “More Details...” links to see
the details of the trip include schedule, meeting point, price’s details, photographic skill
and equipments required, photographic instruction topics and the name of the instructor,
and time table. Figure 4.22 and 4.23 show the photo trip to Suphanburi which is
categorized in 1 day trip outside Bangkok tour program of Thaiphototrip.com. With the
information given in this page, customers can easily decide whether the tour program is

suitable for them and their need or not.
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Figure 4.22. Details of the Bangkok — Suphanburi Photo Trip (First Part).

109




=4 sedlgarinues 1,500 um

4 fldawilaa
1} 3 gw o
- fsagd Fuenmnian1 gy
- fdsefium afiunng sadurivas 200,000 v
i & v - o
- Mg 2 do winuimansasfisnuuse
- fggsailanEniufinig .
- Srennsaemun Sassinamatifianaenm afiung

4 Fngemsieneiindas 1

P 10 b v ] ) 1 -
Tosunsuiiasiusinnafiugruiey lunsdemu sl faamunsad ol faze
fiaitlinatnunilafm sdwnwielie nddadasnsadsdiunsieiulfids

=4 vadendnlumsienv

- vdnmsenidasdu madonuwnios meinasdyssnayuesniv
- maaauiiviad wazsaleens s .

- msRNHYRRS wazm e Wi Binlufoshu

Fneny. wene dfanla

& ailnsaienud 1

- ndiasdneniw Wundes Digital wiendsedlaafld Lidvindu

- YWiandiog

- lunsdindaailan WHaug 1IS0200 S¥%e1afRls (viauansn sagabafy
Thaiphototrip.com W lusmdiues 78 ym)

Ed R sfiun g

fguwu 2547 i | ' 5,19
nsngaw 26547 BN 1790
Sawrm 2547 ; 14, 28
fiugrneu 2547 418

viuldsdn | awdlinnd

“maiiine Foves Thaiphototrip. com w1558
(ot

lumsfvansldunsuvisadivaainiedisaiudissyy Online
booking weasn éiunanssiossinafuaudnueasiou Tnslsides
el ng Hefu uenz Sesandnvoanfe Wulngy s Towi
g Snannusdeuzas aseasdendi

winuiidosssi dsamssovaadoyaisudiy wisdosmeinfvanilumsnae
b v oal - e, . . Foda W

F1sn Fedans i info@thaiphototrin.corm w3 adndid wWen sonuuuss S

Femnafimfuveariiusndivn Windhfivessesmeydnm g

Figure 4.23. Details of the Bangkok — Suphanburi Photo Trip (Second Part).

110




St. Gabriel's Library, Au

Start Booking

When customers have finished gathering information and decide to join the trip,
they can go to the bottom of the trip detail page, as shown in figure 4.23, to start
booking process. There are two alternative offered to the customers. Firstly, the
customers can click “Add to cart” button and the tour program they have chosen will be
add into the shopping system. Then the browser will go back to the parent page, in this
case, the 1 day trip outside Bangkok page, in order to let the customers shop the other
tour program they want. After the customers finished shopping and decided to start
booking, they can use “View cart” links in the sub navigation at the top or the bottom
text links of every web pages to view all the items they have selected. Secondly, in case
that the customers want to book the current tour program only, they can click the “Book
this program” button to make the online booking. However, the booking process will
not start unless the customer sign in as a member of Thaiphototrip.com according to our
policy that only the member can use the online booking system. So, if the customers
click “Add to cart” or “Book this program” button without member sign in, the warning
page, as displayed in figure 4.24, will appear and customers have to sign in to start the
booking process. For the new customers, they will have to apply for the

Thaiphototrip.com membership.
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Figure 4.24. Member Sign In Warning Page.

Member Registration

The membership of Thaiphototrip.com is free of charge. The main purpose of
having the membership is to allow the company to easily track the customers’ behavior
in order to be able to offer the services that match the customers’ need and make them
satisfy. The data collected in the member database will be used in the online booking
system so that customers will not have to enter their personal data every time they want
to book the trip. Moreover the member will regularly receive the news letter and special
discount from the company. To access to the member registration page, customers can
use the links in the rectangular frame located on the right-hand side of the web pages or
the link in the bottom navigation. The personal data needed to subscribe to the

membership include name, surname, contact or billing address, telephone number, E-

mail address and preferred password.
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Figure 4.25. Member Registration Page.
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After finish registration, customers can use the member navigation system, located
in the right-hand side rectangular frame on the web pages, to sign in and continue the

booking process. The members can also change their personal data anytime they want

after they log in.
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Figure 4.27. Member Navigation System.

View Shopping Cart

After subscribe and sign in as the member, customers can access to the shopping
cart by clicking the “View cart” link or “Book this program” button. Shopping cart will
contain tour program code, program name, purchasing quantity, unit price, and total
amount of payment. In the shopping cart page, customers can choose the departure date
as well as the purchasing quantity they prefer. There are 3 button located at the lowest
part of the shopping cart. Firstly, customers can click the “Add more programs” button
if they want to book additional tour programs. Secondly, if the customers change the
purchasing quantity, they can click “Recalculate” button to let the system calculate the
new total price for them. Lastly, customers can click the “Booking / Payment” button if

they finish shopping and ready to make a payment.
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Figure 4.28. Shopping Cart Page.

Selecting Payment Method

The customers’ data received from the member registration will be shown as well
as the tour program booking data from the shopping cart. After verifying the data,
customers will then select their preferred payment method among 3 options include
online payment by credit card, bank account transfer, and cash or credit card payment at
Thai Photo Trip’s office. If the customers want Thaiphototrip.com to send their booking
and payment confirmation documents to their physical address via postal service, they
can check the check box locate in the bottom of the page. After they make their decision,

they can click the “Submit data” button to continue.

116




St. Gabriel's Library, Au

teyadzealilsunsuriannsg

UserID: 4707008D

o a5y

WIHSNE: Hatana

E-mail: cobra_army@hotmail.com

fiog / amuiifinsie: 532 auuwsesw 9 voa 18 vrensgd) Fawvne
Fawdn: RES UGN

a9 L9 swelld 10320

T sffwt; 027197571

nsmshlswasurionvisofizas

msfisnan
EandEmetande
oo g

{J: A -1 . 1 n~ -
sremdudtuszyy Online Payment aaadaanséin

VU sT U

e T G s CA 5 N
HOW Spsvuamgann 10 %0 fufidiavinurinm e s
Online Payment vaa51

C Frspdneitlawdwhudyfsuni s fao Lyl

JeySoaunind

Fodiy® viin IneTlPindd Siim

SN NFIH Avdyndn 43 wehided 203-0-87720-9
SIS NI Sogse Ewgynin 35 wehdys 097-2-20106-5
swmg ndnslng denwnansd wefideud 074-2-70818-7
sun1y Inewndisd svvened wedidpd 140-2-18196-1

gwirns i @rvidouus wodidyd 097-2-35896-5

O Frssfhaduanviotnanydinlnes sefidriinery e

T seamisidindasnan smsasauasmatissdunielysudis

Figure 4.29. Payment Selection Page.

117




Payment & Summary

For those customers who prefer the offline payment methods include bank account
transfer, and cash or credit card payment at Thai Photo Trip’s office, after clicking
“Submit data” button, the payment system will then calculate the total price for all items
in the shopping cart and generate the booking reference number. The booking summary
page will display to the customers and the booking confirmation letter will be sent to

customers’ E-mail address.
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Figure 4.30. The Booking Summary Page for Offline Payers.

As for the customers who prefer the online payment by credit card, after clicking
“Submit data” button, the data processing will be the same as offline payment, that is

calculate the total price for all items in the shopping cart and generate the booking
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reference number. However, a difference will be in the booking summary page, as

shown in figure 4.31 below.
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Figure 4.31. The Booking Summary Page for Online Payers.
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After finish checking the summarized data, the customers will then click “Enter
online payment system” button and the details of the booking will be sent to the
EPAYLINK system web page provided by Thaiepay.com (http://www.thaiepay.com).

EPAYLINK is the online payment gateway system developed by PORAR Web
Application Co., Ltd. (http://www.porar.com). EPAYLINK web page display the
summarized booking details, store / company name, confirmation of price and other

relevant information, to be confirmed by the customer.

iine

E?AY Powered By Porar Web Application Co., Ltd,
\I{;ri&igrs
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Figure 4.32. The Booking Summary Page of the EPAYLINK System.
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If the customer confirms the details, they will proceed to the next EPAYLINK
web page, which is protected by SSL security system, with allow them to enter their

credit card details include card number and expire date and then click “Submit” button.

%RIFIED 31 ]
B ]

3 = Py .

Credit Card Details
Pay To: www.thaiphototrip.com
Order Number: 470705-0D0001-0023

Card Nurnber: 5404

Expiry Date: 12
amount: 800 006 Baht

[ Submit ] [Reset ]

Powared by

Barar Web Spplicaton Lo,y Bid,

Figure 4.33. The Credit Card Details Submission Page of the EPAYLINK System.

The EPAYLINK system will check credit card details and validation and then
inform the customer of the result immediately. If credit card details are not approved,
the system will display "Rejected" on the web page with an appropriate reason. If credit
card details are approved, the system will display "Completed" on the web page and
sending an e-mail to the customers informing them that their credit card details have
been approved and their money has already been debited and the payment is complete.
Payment confirmation letter will be also sent to the company via E-mail as well.
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Clicking the “Go back to the shop” button will bring the customers back to

Thaiphototrip.com website.

Vipirieo
by WISA

Verisign |
Complete

Pay To: www.thaiphototrip.corm
Order Number: 470705-0D0001-0023
Amount: 988.08 Baht

Thatfand Payment Gatsway

| Go Back to the Shop |

Pawered by
Porar Wab Applicaton €o., Lid,

Figure 4.34. The Payment Completion Page of the EPAYLINK System.

The reasons that Thaiphototrip.com use the payment gateway service from
Thaiepay.com is that it is very cheap when compared with the benefits that we will get
from it. The service charges include the operating services charge at 295 baht per month
and the service charge of 4% is deducted from payments made through credit cards. The
remaining income is the net income that will be transferred back to the company
accounts every month. Thaiepay.com’s online payment gateway system is the same
payment gateway currently provided by the Bank of Asia. Due to this, the usage quality
regarding security system and credit card checking system are equally effective.
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Moreover, as the newly established business, Thai Photo Trip still can not apply for the
commercial bank’s payment gateway, such as Krungsri e-Payment form Bank of
Ayudhya or SCB Payment Gateway from Siam Commercial Bank, because of the
conditions regarding approval of a payment gateway system which are:

(1) Applicants must be a registed company that has been established for at least

1 year with a registered capital of no less than one millon baht.
(2) A deposit of no less than 50,000 baht must be given to the Bank.
However, after the first year, the company will consider using the payment

gateway from the commercial bank in order to gain more trust from the customers.
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V. FINANCIAL ANALYSIS

The financial analysis is the process to determine the ability to generate profit and
pay back the startup investment of the project in order to succeed and maintain
continuous growth. We will use the break even analysis and then find out the payback
period of the project.

Break even analysis is the method used to forecast the sales volume and revenue
in order to figure out the profit making of this project. The break even point obtained
from the analysis is the minimum sales volume to achieve in order to prevent loss. In
general, break even point is the point at which gains equal losses. The sale volume
beyond the break even point will generate profit. For businesses, reaching the break
even point is the first major step towards profitability.

The payback period is the length of time required to recover the fixed cost. The
better investment is the one with the shorter payback period. Payback period will let us
know how many years that the sales revenue of the company will cover fixed cost.

Break Even Analysis

Break even analysis uses 2 kinds of operating cost in the calculation which are
“Total Fixed Cost” and “Total Variable Cost”. Fixed costs plus variable costs equal to
“Total Cost”. Fixed costs consist of the costs that remain constant, regardless of any
change in company's activity. The fixed costs may include office rent, salary and wage,
utility expense, etc. The detailed total fixed cost calculation of Thai Photo Trip will be
displayed later. On the contrary, variable costs are the costs that changes in proportion
to a change in a company's activity or the number of products or services sold such as

the cost of raw material, direct labor used to make or conduct each unit of the goods.
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The following formula is used to determine the break even point for the project:

Break even point = Total fixed cost / (Price per unit — Variable cost per unit)

Total Fixed Cost

Total fixed cost per year of the firm is estimated to be 834,640 Baht as the
following detail:

(1) Depreciation — Office Furniture 10,000

(2) Depreciation — Office Automation 15,340

(3) Depreciation — Camera 30,000

(4) Depreciation — Photo Equipments 10,000

(5) Exhibition Show & Advertising 50,000

(6) Sales Promotions 60,000
(7) Domain Name Registration 500

(8) Salary Expense 528,000
(9) Utilities Expenses 60,000
(10) Office Supplies 12,000
(11) Internet Access 42,000
(12) Web Hosting & E-mail Service 15,000
(13) E-payment Service Fee 1,800

Price per Unit

Since Thai Photo Trip provides tour packages which consist of many price levels,
mainly 3 levels, we will use the average price per unit to calculate the break even point.
In the break even analysis, we will consider only the revenue from our photo trip tour
packages and exclude the income from add-on services since they are not the main
products of the project. As staged earlier, Thai Photo Trip’s tour packages are divided

into 3 categories which are 1 day trip inside Bangkok, 1 day trip outside Bangkok, and 2
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days trip outside Bangkok. The standard prices for 1 person of each category are as
follow:

(1) 1 day trip inside Bangkok 1,000

(2) 1 day trip outside Bangkok 1,500

(3) 2 days trip outside Bangkok 3,500

The average price per unit of goods sold will be 2,000 Baht.

Variable cost per unit

For the variable cost of the project, we will use the average cost of goods sold
which is estimated to be about 50 % of the unit price. So, the average variable cost per
unit is 1,000 Baht

According to the formula, we can calculate the break even point as follows:

Break even point = Total fixed cost / (Price per unit — Variable cost per unit)

= 834,640 / (2,000 — 1,000)
= 835 units

The figures calculated above means that we needs to sell the photo trip packages
of around 835 units (835 customers) per year or the annual sales revenue should be at
least 1,670,000 Baht (835 * 2,000 Baht) in order to cover the total costs. If we could sell
the photo trip packages more than 835 packages per year or 70 units per month, we will
start gaining profit.

As a newly establish E-commerce website, we expected to sell our photo trip

tour program at least 5 programs per months in the first year. Since we will receive 10
tourists (units) in each programs, it means that the expected monthly sales volume will
be 50 units. The expected growth rate of the annual sales will be 25% increase per year.

Below is the table of expected sales volume for the first 5 years:
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Table 5.1. The Expected Sales Volume of Thai Photo Trip.

Year Units Sold Average Price per Unit Sales Revenue
| 600 2,000 1,200,000
2 750 2,000 1,500,000
3 938 2,000 1,876,000
4 1,173 2,000 2,346,000
5 1,466 2,000 2,932,000

The above projection shows that the company will reach the break even point of
835 units sold at the beginning of the 2™ year. For the clearer illustration, the break

even point is plotted in the graph below:

Sales per Year (Baht) Sal
ales revenue

Year 5: 2,932,000
Year 4: 2,346,000
Year 3: 1,876,000
Year 2: 1,500,000

Profit Total Cost

-------------------------- Break even = 1,670,000 Baht

Year 1: 1,200,000

Loss

Units Sold

Break even point =835 units

Figure 5.1. Break Even Analysis of Thai Photo Trip.

Payback Period

In order to figure out the payback period of the project, we use the yearly sales

revenue based on the break even analysis and the estimated annual expense to calculate
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the pro forma Profit & Loss Statement for the first 5 operating years of

Thaiphototrip.com.

The calculation of the Profit & Loss Statement is based on the following

assumptions.

(D

)

3

“)

)

The external factors will have positive effects to the firm. The government
will regularly launch the campaigns for the next 5 years in order to stimulate
the continuously positive growth for the traveling industry.

There will be no epidemic, the terrorist and public security problems, or
politic problem in Thailand for the next 5 years.

The annual growth rate of the company will be 25 % and the increase in
revenue impact on the increase in cost, especially when there are new
competitors enter the market.

Depreciation of the office furniture and decorations and photographic
equipments are 10% per year and depreciation of the office automations and
cameras are 20 % per year.

The salary expenses will increase 5% per year.
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Table 5.2. The Pro Forma Profit & Loss Statement of Thaiphototrip.com.

Year 1 Year 2 Year 3 Year 4 Year S5
Sales
Revenue from Trips 1,200,000 1,500,000 1,876,000 ‘2,34‘6;000 2,932,000
Commission from Camera Vender L : BRI & : ‘
(Partner) 15,660 19,5754 24,469 30,586 38,232
Banner Advertisement 96,000 96,000 96.000 96,000 96,000
Total Sales 1,311,660 | 1,615,575 | 1,996,469 | 2,472,586 | 3,066,232
Cost of Goods Sold
Average Cost of Goods Sold 600,000 750,000 938.000 | 1,173,000 | 1.466.000
Gross Profit 711,660 865,575 | 1,058,469 | 1,299,586 | 1,600,232
Selling & Administration Expenses
Depreciation - Office Furniture 10,000 10,000 10,000 10,000 10,000
Depreciation - Office Automation 15,340 15,340 15,340 15,340 15,340
Depreciation — Camera 30,000 30,000 30,000 30,000 30,000
Depreciation - Photo Equipments 10,000 10,000 10,000 10,000 10,000
Exhibition Show & Advertising 50,000 50,000 50,000 50,000 50,000
Sales Promotions 60,000 60,000 60,000 60,000 60,000
Domain Name Registration 500 500 500 500 500
Salary Expense 528,000 554,400 582,120 611,226 641,787
Utilities Expense 60,000 60,000 60,000 60,000 60,000
Office Supplies 12,000 12,000 12,000 12,000 12,000
Internet Access 42,000 42,000 42,000 42,000 42,000
Web Hosting & E-mail Service 15,000 15,000 15,000 15,000 15,000
E-payment Service Fee 1,800 1,800 1,800 1,800 1,800
Selling & Administration Expenses 834,640 861,040 888,760 917,866 948,427 |
Net Operating Profit Before Tax -122,980 4,535 169,709 381,720 651,805
Tax 30% 0 L1361 | 50,913 114,516 195,542
Net Operating Profit After Tax =122,980 3,175 118,796 267,204 456,264 |

After figuring out the Profit & Loss Statement, we can see the company will start
getting profits in the 2™ year. So, the return on investment will begin at the 3" year.

In conclusion, without the negative impact from the external factors, the company
will reach the break even point at the sales revenue of 1,670,000 Baht or the sales
volume of 835 units sold. Sales exceed 835 units will generate profits to the company.

The payback period will be within 2 years.
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VI. CONCLUSION AND RECOMMENDATION

6.1 Conclusion

From studying this project using Thai Photo Trip Co., Ltd. as a prototype
company, we can say thét the company gains great opportunities because of the fact that
we offer the services that have few competitors in the market. The company‘s website,
www.thaiphototrip.com, will be “The place that people think of when they want to find
information about the photo trip service” and for the current customers it will be “The
place where you can meet and travel with the people who share the same interest”. From
these missions, the web site will be the main storefront for Thai Photo Trip where the
booking service, sales promotions, and after sales services can be provided. The web
site also contains information about our travel schedule, camera knowledge, basic
instructions on how to take a good photo, and any other relate information to the
customers.

The target market of the web site and the company will be Thai people aged
between 15 — 49 years old who love to or are interested in photo taking while traveling
around. The company’s marketing position in the prospects’ mind will be “Whenever
you thinking of photo trip, Come to www.thaiphototrip.com”.

The main services provided to the target market are the photo trip tour programs.
The tour programs are categorized into 3 main types include 1 day trip inside Bangkok,
1 day trip outside Bangkok, and 2 days trip outside Bangkok. Apart from these
categories, the company will occasionally or seasonally arrange the photo trip program
for the specific period of time in the year such as the 1 day trip to the sunflower field in
Lopburi from October to January. The value added services related to the photo trip

include camera rental service, additional film preparation service, and photo CD service.
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As for the pricing strategies, the company set up the prices for the photo trip
touring services to be about 10 -20 % higher than the average market prices of the photo
trip tour program. Prices set up for the value added service will be based on the
operation cost of each service. The price of banner advertisement service will be based
on the average advertisement rate of the medium—low traffic website since we are the
newly established website. To encourage our customers to use our services as well as
our online booking system, many types of discount are given to them include advance
booking discount, online payment discount, and mileage discount for the current
customers.

Since the main distribution channel for the company is the website,
www.thaiphototrip.com, the way to reach the target customers is to create the
customers’ awareness of our website by using the proper advertising strategies include
banner advertisement, link exchange, search engines and web directories registration, E-
mail and newsletter, as well as the offline advertising media such as magazine. Joining
the travel or photographic related exhibitions is the strategy of public relations to build
the company’s and website’s awareness as well as create creditability and reliability in
customers’ views.

The company has the concept of user-friendly website with professional and
reliable look. Colors used in the site are plain in order to lead the audience sight to the
beautiful photos which they can take by themselves if they join our trips. The
navigation is arranged into main navigator bar and sub navigator bar which will appear
in every page.

The figures from the break even point and payback period analysis shown that the
company will reach the break even point at the sales revenue of 1,670,000 Baht or the

sales volume of 835 units sold. Sales exceed 835 units will generate profits to the
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company. Without the negative impact from the external factors, the company will start
getting profits in the N year. The return on investment of the project will begin at the
3" year.

6.2 Recommendation

As the competition in the photo trip touring service is still very low, Thai Photo
Trip have to take this opportunity to gain brand awareness and loyalty from the
prospective customers. Attending the exhibition or trade show is the effective time-
saving way to reach the mass public. In the first 3 years, Thai Photo Trip plans to join 3
or 4 photographic-related and travel-related exhibitions in order to gain the target
customers’ awareness. Sales discounts and promotions must be given to the customers,
especially the current customers in order to stimulated repeat buying and brand loyalty.
The company must collect all information concerning customers’ purchasing behavior
include the most popular tour program, customers’ most preferable day to take the trip,
photographic skill level of the majority customers, feedback and complain, the most
desirable destination requested by the customers, etc. Studying these data will help
company recognize and understand customers’ need and allow the company to
customize and optimize the services in order to satisfy the customers. With strong brand
loyalty, the company will have the competitive advantages over the current and future
competitors.

Personnel are the significant factor for businesses in the service industry as
traveling service. Thai Photo Trip concerns a lot on the recruitment of the staff,
especially for the photography instructors. The instructors must be the skillful
photographers who have well experiences in photography since their works and
achievements will be shown on the About Us page in the website so that they can gain

trust from prospects. Thai Photo Trip currently use 1 photography instructor and 1 tour
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guide for each trip of 10 tourists and we will continue using 2 personnel per trip in order
to maintain high level of service due to the fact that 1 person may not be able to
effectively give instructions and take care of the tourists at the same time.

After the first 3 years, if there are no negative factors affect the company growth,
Thai Photo Trip plan to expand our target market. Thaiphototrip.com will launch the
English version website in order to serve the foreign tourists. They can book our tour
program at any timer and from anywhere in the world via the website. By using our
camera rental and photo CD service, the foreigners will not have to worry about
carrying their photo equipments to Thailand in order to join our trip. So, we will have to
recruit the personnel with good command in English in order to serve the expanding
target market.

After the first operating year, Thaiphototrip.com will use the well-known credit
card payment gateway provided by Thai commercial bank such as Krungsri e-Payment
form Bank of Ayudhya or SCB Payment Gateway from Siam Commercial Bank in
order to increase customers’ confidence in our online booking and payment system.
When customers trust in the online payment system, they will confidently use the
system and allow company to collect the payment faster.

The company plans to provide the training course about the basic of photography
to the website’s members. This course will give many advantages to the company.
Firstly, the course will be free of charge but the person who wants to attend will have to
subscribe for Thaiphototrip.com membership so we can easily get the prospects data.
The prospects who attend the course will have a chance to know our photography
instructor so they can trust in the quality of our photographic instruction given during
the trip. For the amateurs, they will have more confidence and will be encouraged to

join our photo trip after knowing the basic principle of photo taking.
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APPENDIX A

SEARCHING FOR PHOTOTRIP WEBSITE IN THAILAND




For the competitor analysis, the writer tries to use Thai famous web directory and
search engines to find Thai photo trip-related website. The writer used both Thai and

English key words for “Photo Trip” and “Photo Instructions” to widen the search results

as follow:

Table A.1. Key Words Used in Searching for the Photo Trip Website.

Language Keywords

English Photo_trip, phototrip, photo_tour, phototour
Photo trip .

Thai T Tdn5Y, nSUTWIA, n3tlehenm, veafisanonw

photo_instruction, photo_study, photo_school,

English photo_institute, photo_society, photo_association,
Photo photo_club
Instruction

FOUNWAMN, (SYUD VAN, DUTUHIAIN, 15AUTeUTBUN AN, TU5Y

Thai ! ,
NN, TUIAUAILNTH

The web directory and search engine used and their search results using the above

keywords are listed below.

Table A.2. Search Results from the Web Directory and Search Engine.

Number of Result Found Using Number of Result Found Using
URLSs “Photo Trip” Keywords “Photo Instruction” Keywords
English Thai | English Thai
www.sanook.com 0 0 0 1
(www.rpst.or.th/board/)
www.siamguru.com 0 0 0 0
www.google.co.th 2 (www.trekkingthai.com/cgi- | 0 0 0
bin/webboard/)
www.sansarn.com 0 0 0 1 (a700tour.tarad.com)
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Remarks:
(1) Number of results is counted from Thai photo trip-related web links
only.

(2) Last searched on May 31, 2004

After the search, the writer found only 1 website from Sansarn.com that provides
services which is similar to, but not exact as, the Thai Photo Trip’s services. That
website is a700tour.tarad.com. The other 3 search results, 1 from Sanook.com and 2
from Google.co.th, are the links to the web board where someone have posted their
photo trip program to invite anyone to join, especially someone in their group. There is
no other photo trip-related website from the results. The web links that are closest relate
to photo trip lead to a lot of web pages contain ‘photos’ of somebody’s ‘trips’. The
writer have found many websites of the photo institute, photo society, photo association,
and photo club but, again, they only show the ‘photos’ from their ‘photo trips’ and none
of them, from the search, have the information about their upcoming photo trip and how
can the outsiders join.

In conclusion, the writer chose A700tour’s website (a700tour.tarad.com), web
board from The Photographic Society of Thailand under the Royal Patronage’s website
(www.rpst.or.th/board/), and web board from Trekking Thai’s website
(www.trekkingthai.com/cgi-bin/webboard/) for competitor analysis. A700tour’s website

is also chosen as the competitor to do the web design analysis.
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