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Strategic Planning for Competitive Advantage in Lingerie Industry:

A Case Study from Victor Public Company Limited

Orawan Chiengsirisupawong

Victor Public Company Limited

Correspondence: zai_v_wan@hotmail.com doi: 10.14456/jisb.2017.7

Abstract

Victor, formerly known as International Cosmetics Public Co., Ltd., was founded in 1964, selling cosmetic
products at first, and later fashion products, foods, and household items. As part of the Patanakarn Group, its
Wacoal line is a leading distributor of lingerie. A strategic plan was developed as an information system with
a knowledge management training approach to teach best practices and share the latest trends. Customer
relationship management (CRM) would interpret data about customer history to improve business
relationships, retain customers, and increase sales. An extended CRM system for product information would
cost the company 3,239,000 Thai baht ($90,893.790 USD). By using this strategy, ICC would strengthen the

company and create a sustainable competitive advantage in the Thai lingerie industry.

Keywords: competitive advantage, strategic planning, lingerie industry
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