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Chapter 1

Introduction

The aim of this chapter is to present an outline of the thesis, which consists of
background of the research and problem statement, the research objectives, and the

organization of the thesis.

1.1 Background of research and problem statement

Thailand is a developing country located in Southeast Asia and its rural people,
especially in Northeast region, rely mostly on agriculture to sustain their livelihoods. The
total area dedicated to agricultural land use is 149,236,233 rai (1 rai = 0.16 hectares), or
46.53% of the area of the whole country. Almost half of the total agricultural land used is
located in the Northeast, around 42.78% (63,847,741 rai) of the total regional area
dedicated to agricultural production. The main agricultural production system employed in
this area is the production of paddy rice; this has had a positive impact on the Thai
economy as it is one of the world’s most vital countries for rice production. According to
the Office of Agricultural Economics in 2015, Thailand exports approximately 27 million
tons of rice, bringing in annual revenue of about 174,853 million Thai baht (1 USD =
34.252 THB). Although agricultural production, such as that of rice, has proved to be the
main source of income for Thai farmers, farming is still being a risky business. Farmers
have faced a number of uncertain and risky factors such as weather, the environment, and
unreliable market conditions, and this can have a big impact on household income in terms
of agricultural production (Hazell, Jaramillo, and Williamson, 1990). In addition, most
farming households in rural areas that cultivate rice usually end up selling it at local
markets for a very low price'. Moreover, natural disasters such as drought and rainstorm
have destroyed agricultural production®. Therefore, promoting other sources of income

other than agricultural production for farmers and rural people, together with an

L A farmer in Khon Kaen province, Northeast Thailand mentioned that the local market price of un-milled
rice is only 10 to 12 Thai baht per kilogram in 2015 (1 USD = 34.252 THB).

2 Many farmers in Khon Kaen province also informed that it has been drought almost every year. After they
planted rice in the field, the rice seeds or seedlings were destroyed by the drought or rainstorm. This made the

farmers could not gain any rice product and had not sufficient rice to consume and sell.
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improvement of the economy and society among rural people is very important. Likewise,
Thailand was one of the countries affected by the Asian financial crisis in 1997. The issue
of rural development then has consistently been raised in the 8" (1997-2001) until the 12™
(2017-2021) National Economic and Social Development Plans. In order to realize
together of economic and social development, Thai government has encouraged many
categories of community business groups to generate supplementary income and to create
jobs/employment for farmers and people in rural areas. In 2005, the project of
“Community—Based Enterprises (CBESs)”, which is a kind of community business groups
managed by farmers and rural people in the village, has been officially enacted in the
National Plans. The project has been regulated by Department of Agricultural Extension,
Ministry of Agriculture and Cooperatives. The number of CBEs for the whole country was
91,953 groups with 1,490,588 group members in September 2020, which has drastically
increased from 5,118 groups in 2005 (Department of Agricultural Extension, 2020). Over a
half of all CBEs (54.11%) was undertaken in the Northeast. There are two major categories
of CBEs which comprise of production and service categories. The production category
consists of 18 sub—activities, such as production of plant/crop, livestock, food processing,
inputs, and textile/garment. Another category is a service which is made up of six sub-
activities, such as community shops, community saving and tourism. One of the unique
and valuable activities of the community business groups in Thailand is silk weaving, as it
represents the traditional heritage and culture as well as the creativity of ethnic weavers
(Prempree, Chantachon, and Wannajun, 2014). Silk weaving is well known and popular in
Thailand, especially in Northeast region. The percentage of silk weaving groups in the
Northeast was taken about 97.46% of the country. Silk weaving groups are one of the
CBEs under the textile and garment category, which is the fifth largest of the production
categories (Department of Agricultural Extension, 2020). Silk weaving also generates
supplementary income for farmers after the harvest season, and supports the intensive use
of the rural labor force, as well as the empowerment of women in rural areas (Khanson,
Sreshthaputra, Limnirunkul, and Na, 2015).

Silk fabrics and products have enhanced the Thai economy, as the products are one
of the important exports. Regarding the statistical data from Customs Department in 2019,
the export value of Thai silk products was over than 300 million US dollars (1 USD =
31.047 THB). The major export markets were America, Belgium, China, and Japan.
Meanwhile, the trend of domestic demand for silk fabrics and products has been growing
(Leerojanaprapa and Atthirawong, 2015). For centuries, silk industry has supported Thai

2



economy to hundreds of thousands of people in Northeast Thailand and become a part of
the cultural heritage. Khon Kaen province is one of the intensive commercial silk centers
of the Northeast (Graham, 2011). The data from Provincial Community Development
Office of Khon Kaen in 2019 presented that the provincial circulation of silk fabrics and
products was more than 2 billion Thai baht which has grown approximately five times
from the circulation in 2015. Although the number of textile and garment groups which
include silk weaving groups has been increasing, the performance of the groups has not
been very successful. About two-thirds of the groups have been evaluated below a good
performance level (Department of Agricultural Extension, 2019). In fact, the silk weaving
groups are unable to satisfactorily operate the group activities and that some of them
eventually ceased to operate®. Most silk weaving groups could not show high performance
and implementation of group activities was low. Statistical data from Department of
Agricultural Extension since 2005 until 30" September 2020, presented that about 65,580
groups have stopped their activities. | will then focus on the silk weaving groups among
many kinds of community business groups and choose Khon Kaen province as a study
area.

However, several previous studies have not discussed about this problem clear. The
former studies only assessed the problems of group management, factors affecting group
management, and recommendation about the way to operate the groups professionally. For
instance, Valeepitakdej and Wongsurawat (2015) pointed out the problems of group
management which are the unclear record and management of financing and accounting. In
addition, Chantawansri (2004) displayed that the groups should aim to operate
professionally in terms of the accumulation of capital, finance, accounting and determining
how profits should be allocated in order to achieve more efficient and effective
management results. In a similar way, Watchareejirachot (2013) recommended that the

groups should also be managed in line with the simple business functions, especially in

® Concerning a pre—interview on filed survey in 2015, community business groups have not been able to
manage their accounts appropriately because they did not know their own actual production costs. Moreover,
group leaders sometimes used the group’s money to finance their own personal expenses. In cases where
groups manufactured multiple products or had multiple registered activities, the problem identified always
lay in their failure to clearly to account for every source of income. Furthermore, some group members are
inactive; they are listed as being a part of the groups but they don’t contribute to production activities. This

issue might lead to a situation whereby a group is unable to continue.
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terms of managing finance and accounts. Such findings are important for the good
management of community business groups including silk weaving groups.

According to the previous studies mentioned above, the conditions for the
continuance of silk weaving groups in order to keep running their group activities in future
has not analyzed yet, in spite that it is one of the serious issues of silk weaving groups in
Thailand. Therefore, more studies related to the group’s conditions for the continuance in
operations and activities are necessary. Then, in this Doctoral thesis | will analyze
conditions for the continuance of silk weaving groups. Moreover, committees of the silk
weaving groups take an important role of group management. However, there are not
sufficient former studies which focused on committee members and their activities. Then, |
will also analyze committee characteristics and functions. Furthermore, as silk weaving is
an economic activity in Thailand which has an impact on domestic and export values as
mentioned before. In order to realize further improvement of economic activity, analyzing
additional income creation is important for the groups, especially for the group weavers.
By analyzing these phenomena, it will become clear that how the findings contribute to the
further improvement of silk weaving groups. Therefore, such the analysis is vital in
Thailand.

1.2 Objectives of the study

Silk weaving groups in Thailand are important in terms of economic and social
development. However the groups have been evaluated as low performance level. As the
research problems clearly stated in the section of background of research and problem
statement, thus this study aims to analyze conditions for a groups’ continuance,
management, and income improvement of silk weaving groups in Northeast Thailand. The
aim covers making clear the important factors which contribute to the continuance of group
operations and activities, committee characteristics and functions, and additional income
creation for further improvement among silk weaving groups. In order to achieve the main

objective, the following specific objectives were set as follows:

1.2.1 Conditions for a groups’ continuance
a) To clarify factors contributing to the continuance of silk weaving groups based
on four business functions; organizational, production, marketing, and financial

functions.



1.2.2 Committee characteristics
b) To analyze committee characteristics of silk weaving groups.
c) To find out the factors generating variety in committee characteristics among silk
weaving groups.
1.2.3 Additional income creation

d) To analyze factors creating additional income among silk weaving groups.

1.3 Organization of the thesis

In order to achieve the main objective, this study is organized into six chapters as
shown in Figure 1.1. Chapter 1 is the introduction, which includes the background of
research and problem statement, the main and specific objectives of the study, and the
organization of the thesis. Chapter 2 is an overview of silk weaving groups, existing
literature, and a conceptual framework.

Chapter 3 clarifies the factors contributing to the continuance of silk weaving
groups based on four business functions which consist of organizational, production,
marketing, and financial functions. Firstly, the study area, sampling method and
population, data collection and analysis, and basic information of the respondents will be
described. Then, the general information of the surveyed groups will be explained. This
chapter highlights discussion of the differences between continual groups and discontinued
groups based on the four business functions.

Chapter 4 discusses committee characteristics of silk weaving groups and the
factors generating their variety in Northeast Thailand, including similarities among a pair
of functions directed by committee members. The chapter also describes committee
members and functions in silk weaving groups, outline of the 60 silk weaving groups,
study area and surveyed groups, general structure and the activities of the groups, and
methodology.

Chapter 5 presents factors creating additional income among good and excellent
silk weaving groups in Northeast Thailand. So, additional income creation and its related
factors as well as general structure and activities of silk weaving groups, survey method of
the silk weaving groups, and analysis model (regression analysis model) are explained.
This chapter also indicates information of surveyed silk weaving groups and discusses the

factors creating the additional income. Finally, the conclusion is described in Chapter 6.
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Chapter 2

Overview of silk weaving groups, existing literature, and a

conceptual framework

Three main disciplines are reviewed in this chapter, beginning with the situation
and characteristics of silk weaving groups in Thailand, following by the existing literature,

and a conceptual framework of the study.

2.1 The situation and characteristics of silk weaving groups in Thailand

Silk weaving groups are one of the community business groups which have been
greatly promoted since 2005 under the government projects such as Community—Based
Enterprises (CBEs) regulated by the Department of Agricultural Extension. The CBEs
project works to promote poverty alleviation both economic and social development, in

terms of generating supplementary income and increase employment in rural areas.

Trend of the number of CBEs and silk weaving groups in Thailand

Number of CBEs Number of silk weaving groups
90,000 - - 1,200
80,000 -

- 1,000
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Number of CBEs  — — — Numberof silk weaving groups

Figure 2.1 Trend of the number of CBEs and silk weaving groups in Thailand
Source: Department of Agricultural Extension
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According to the data from the Department of Agricultural Extension, the number
of CBEs and the number of silk weaving groups have been gradually increasing since
2005. From 2005 to 2019, the increase in the number of CBEs and the number of silk
weaving groups were 73,621 and 893 groups, respectively (Figure 2.1).

Recently, the Northeast of Thailand had the highest number of silk weaving groups
(1,114 groups; 97.46%) and of CBEs (49,764 groups; 54.11%). Khon Kaen province is an
important hub of intensive commercial silk fabrics and products in the Northeast as
mentioned clearly in Chapter 1. Since 1979 every November 29" to December 10", Silk
festival has been held in Khon Kaen provincial city hall, so—called the “International Silk
Festival, Pook Xiao Tradition and Red Cross Fair Khon Kaen”. This festival has provided
silk markets made by outstanding silk weaving groups from Thai rural areas and some
neighbor countries in order to show and sell silk products for Thai or foreigners (Figure 2.2
and 2.3).

Figure 2.2 The environment of silk markets in the silk festival

Source: Field survey in 2018
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Figure 2.3 An example of silk shops in the silk festival

Source: Field survey in 2018

Hand-woven silk fabric has inherited from ancestor in rural areas for many
centuries. Thai government sectors have attempted to treasure and also promote the
activities in order to add value of silk fabrics and products. In Thailand, weavers have
handlooms at home or at group space (Figure 2.4 and 2.5). Silk weaving groups have
provided freedom to active members such as weavers to produce/create their silk fabrics
and products at the group spaces or at their owned home independently. Accordingly,
famers/rural people can perform their housework or farming activities and whilst
simultaneously weaving silk fabrics and create silk products.

Since the past, silk fabric is used as a cloth worn around lower part of the body or
wrap skirt plays the most important role in the cloth of Thai people both men and women
and in all levels in the society. It can be said that Thai people wear silk fabrics as wrap

cloth or skirt at home, at work or at ceremonial occasions.
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Figure 2.4 Weaving at the group space
Source: Field survey in 2018
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Figure 2.5 Weaving at owned home

Source: Field survey in 2018
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Mudmee is a popular and unique silk fabric type which has a neatness weaving
method that requires precision in tying the silk threads to create smooth and correct designs
which are based on imagination or memory inherited from the past and created new design.
Some designs are very delicate, made by repetition of tie—dyeing to create multi—colored
patterns (Figure 2.6). Thai people who are skillful in making Mudmee are mostly
descendants who live in the Northeast. Apart from being the locality of people who are
competent in weaving Mudmee cloths, Northeast Thailand is also suitable for growing
mulberry plants which are the only food of the silkworms who are the creators of beautiful
silk filaments used in weaving silk cloths. Silk produced in the Northeast are not only used
in the region but also sent to other regions, for instance, the North and the South (Ministry
of culture, 2020).

Figure 2.6 Repetition of tie—dyeing silk threads

Source: Field survey in 2018

Mudmee is one of famous silk fabric types in the Northeast especially Khon Kaen
province which has a unique and beautiful pattern and can be worn as wrap skirt or make

ready to wear cloth/skirt/trousers. The range of Mudmee’s price is wide based on materials,
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technique, and skills of weavers which a fabric (1x2 meters) can reach 150,000 Thai baht
or more (1USD = 31.047 THB in 2019), the general price of one Mudmee fabric which all
weavers can make is around 1,800 Thai baht and more (Figure 2.7).

Besides Mudmee, there are other well-known silk fabric types and products which
are dyed silk, sarong, loincloth, scarf/shawl, cloths such as cloth/skirt/trousers and small
item for use and decoration such as hand bag, earing, hairpin, brooch, necktie, shoes,
keychain pendant, and handkerchief (Figure 2.8). Dyed silk, sarong, and loincloth can be
worn as wrap skirt or make ready to wear cloth/skirt/trousers and the rest of the fabrics can
be used to create small products as well. All of the products can be used as souvenirs to
give to relatives, elders and friends.

For, dyed silk fabric has to use skillful technique to dyeing and weaving smoothly.
The way to use dyed silk and Mudmee is similar. The price of dyed silk is cheaper than
Mudmee a little bit, for example, one fabric (1x2 meters) is about 1,300 Thai baht and
more (Figure 2.9). Sarong and loincloth are similar products which are used as apparel for
male to wrap or wear in traditional festivals, ceremonies or occasions. However, female
also can wear cloth/skirt/trousers made from sarong. Producing sarong fabric uses higher
skills to produce and the size is wider which make the price more expensive than loincloth.
The price of a sarong fabric (1x2 meters) is approximately 1,850 Thai baht, while a
loincloth fabric (0.7x1.8 meters) is 750 Thai baht (Figure 2.10). Shawl and scarf are
similar products which female prefer to use as an accessory or decoration (Figure 2.11).
Shawl is wider and a little more expensive than scarf. The price of a shawl fabric (0.8x1.8
meters) is about 800 Thai baht while a scarf fabric (0.5x1.8 meters) is 500 Thai baht. As it
is wider, it can be used in many aspects than scarf such as blanket for cover knees, head or
body for female. For silk cloth, it is convenient and ready—to—wear as the cloth is popular
for who prefer fast service and it is not necessary to wait for the cutting—sewing process.
The price’s range of cloth is about 2,500 to 4,500 Thai baht or more (Figure 2.12).
Regarding small item, it is used as a souvenir, donation, and decoration such as hand bag,
earing, hairpin, necktie, belt, shoes, keychain pendant, handkerchief, and small box. The
price is various based on each product, for example a small bag can sell 100 to 500 Thai
baht, and a bigger hand bag is around 2,000 to 4,000 Thai baht (Figure 2.13).
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Figure 2.7 Mudmee fabrics
Source: Field survey in 2018
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Figure 2.8 Silk fabrics and products

Source: Field survey in 2018
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Figure 2.9 Dyed silk fabrics
Source: Field survey in 2018

Figure 2.10 Sarong and loincloth fabrics
Source: Field survey 2018
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Figure 2.11 Shawl and scarf fabrics

Source: Field survey 2018
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Figure 2.12 Silk cloths
Source: Field survey in 2018

15



| Earrings @

Figure 2.13 Small items made from silk fabrics

Source: Field survey in 2018

2.2 The existing literature
This section will discuss contents of existing literature and its importance

undertaken in Chapter 3, 4, and 5.

2.2.1 Conditions for continual operations and activities of silk weaving groups in Northeast
Thailand (Chapter 3)

A previous study found that over 35 % of the working population in rural Thailand
engaged in informal work organizations, especially women, as well as the middle-aged or
elderly, who are forced to retire from the formal sector (Kitahara, 2000). It can be inferred
that community—based enterprises (CBES) project since 2005, can constitute a solution in
developing countries for economic problems such as the economic crisis in Southeast Asia
which occurred in the middle of 1997; many workers from the formal sector then returned
to rural areas and switched to working in the informal organizations and CBEs. In addition,

CBEs such as silk weaving groups can provide opportunities for women to show their
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abilities and potential in business management and social development (Khanson et al.,
2015 and Phadungkiati, Kusakabe, and Pongquan, 2011,). CBEs also encourage the
integration of traditional knowledge into the production of unique goods and services.
Furthermore, these groups assist in the building of good relationships between villagers in
the community (Poosiri, 2007). Even though the number of the community business groups
such as silk weaving groups has been increased, the implementation of the groups has not
been very successful. This might be a result of the unclearness of the group management,
especially in terms of financing and accounting (Valeepitakdej et al., 2015). There have
been several management problems which led the groups becoming inactive and eventually
ceasing to operate. For example, the management of accounts has not been able to be
practiced appropriately because the actual production costs have not known or recorded
well. Moreover, group leaders and group committee members sometimes managed the
group’s money to finance other activity’s expenses which is not related to the group
activities. In cases where groups manufactured multiple products or had multiple registered
activities, the problem identified always lay in their failure to clearly to account for every
source of income. Watchareejirachot (2013) suggested that the community groups should
be managed in line with the simple business functions, especially in terms of managing
finance and accounts. In order to achieve more efficient and effective group management
results, the groups should aim to operate professionally in terms of the accumulation of
capital, financial operations, accounting and determining how profits should be allocated
(Chanthawongsri, 2004). Moreover, based on the current situation in Thailand, one
problem is that some group members are inactive; they are listed as being part of the group
members but they don’t contribute to production activities. This issue might lead to a
situation whereby a group is unable to continue. From all of the problems mentioned
above, the proportion of active members in a group and group management, especially
financial management play a vital role in the success of the groups. Therefore, the study
focuses on the conditions for the continuance of the group operations and activities based
on basic business functions is important to assist them in better achieving their goals, to
help them improve and to ensure their continued success. Then, | will discuss the
differences between the continual groups and discontinued groups via four business
functions; organizational, production, marketing, and financial functions, then clarify

factors contributing to the continuance of silk weaving groups.
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2.2.2 Committee characteristics of silk weaving groups and the factors generating their
variety in Northeast Thailand (Chapter 4)

In Thailand, silk weaving is spread widely across the country, especially in the
Northeast region. It is a traditional and unique local industry, important for local people,
through which they are able to earn additional income (Graham, 2011 and Vianmana and
Nohmi, 2020). Previous studies have focused on researching problems or factors related to
the development of this sector. These past studies have mainly focused on the areas of
management, potential, performance of community businesses, and silk weaving groups'in
Thailand.

For instance, Sakolnakorn and Naipinit (2013) presented the main problems in
community businesses as marketing, finance and accounting, production, management
information systems, product design, and the cost of production. They also noted that the
state agency plays a vital role in developing and supporting community businesses with
respect to knowledge, all aspects of production and management skills, marketing, and
regulations. Khanson et al. (2015) revealed strategies and actions to develop silk weaving
groups such as standard production, marketing support and new information, a clear
accounting system, product design, social networks, traditional weaving knowledge
transfer, and practical and skillful training for members. Leerojanaprapa et al., (2015)
measured the performance of silk weaving groups in order to improve management
practices. Their results indicated that meeting deadlines, production capacity, quality
control, design preferences, and marketing are common challenges for the groups.
Furthermore, they found that silk weaving groups do not use efficient material planning,
recording, and inventory management. There is also a lack of information sharing or
coordination, both internal and external to the groups. Nittayakamolphun (2020) analyzed
the factors affecting the technical efficiency of the textile businesses and found that the
proportion of capital per labor, location, leader’s experience, and types of product are the
main factors for improving the management of the businesses in the future. Tuamsuk,
Phabu, and Vongprasert (2013) found that a knowledge management model is very
important for successful national community businesses as it propels the process of
community business management and improves knowledge management success factors

such as leadership, organizational culture, human capital, and knowledge. Wichitsathian

! The legal status of the silk weaving groups is a preliminary business/local occupational group run by local
community members who are registered under the Community—Based Enterprise (CBE) project, of the

Department of Agricultural Extension. Or it can be referred to as a local/community business group.
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and Nakruang (2019) studied the knowledge integration capability of silk weaving groups.
The study suggested that learning culture, knowledge management capability, and
information technology skills are important elements in the development of knowledge
integration capability in silk weaving groups. In addition, Graham (2013) and Distanont,
Khongmalai, and Distanont (2019) pointed out that marketing strategies, such as internet
marketing and innovation, are key sources of success for community groups or silk
weaving groups.

However, in my humble opinion, no previous studies have analyzed committee—
related affairs as the study objective. Thus, it is unclear how committee members practiced
their activities. It is also not certain which factors generate a variety of committee
characteristics. Therefore, this study aims to analyze the committee characteristics of silk
weaving groups and the factors generating their variety. Thus, this study has originality.

In this study, committee characteristics represent the following:

1) the number of committee members in charge of each function;

2) the weight of each function among the committee activities;

3) the manner in which functions practiced by the committee are allotted among its
members;

4) the similarity of committee members in charge of different functions.

The analysis is significant to clarifying committee characteristics, which are not
well understood. The analysis also contributes to clarifying intervening elements (group
situation) between the variety of committee characteristics and factors generating it.
Knowledge about the elements is useful to understand which elements influence changes in
the committees’ characteristics. Therefore, when silk weaving groups tackle new product,
change their member/production size, and age, or new groups’ form, this knowledge is
important for evaluation of appropriate committee characteristics. In other words, this
analysis is useful to understand what kinds of committee characteristics are suitable given

certain conditions including group size, product type, group age, etc.

2.2.3 Factors creating additional income among good and excellent silk weaving groups in
Northeast Thailand (Chapter 5)

To realize economic and social development, the government has encouraged many
kinds of projects to generate additional income and to create jobs/employment in local
areas. The creation of silk weaving groups has been introduced as an extensive project.

Silk weaving is an important source for farmers to acquire additional income after the
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harvest season, and it supports the intensive use of the rural labor force, as well as the
empowerment of women (Khanson et al., 2015). Income creation is the most important
goal in silk weaving groups, as silk weaving is an economic activity.

Furthermore, Ruengdet and Wongsurawat (2010) conducted a study on the
important determinants of success among various types of community groups in Thailand.
They established five factors, such as the members’ drive for business, the systematic
division of work, regular accounting records, intelligent marketing plans, and achieving
certain kinds of quality certifications. By contrast, Watchareejirachot (2013) compared the
degrees of business management between two silk weaving groups by evaluating the
degrees of four management aspects, namely, administration, production, marketing, and
finance, which indicated the existence of different types of management. Such findings are
important in facilitating good management of the various community and silk weaving
groups. However, judging from the standpoint of further development of each silk weaving
group, it is imperative for the members in the silk weaving groups to realize additional
income, regardless of their present income levels.

However, former studies have not considered the relationship between additional
income creation and its related factors. Therefore, this study analyzes the important factors
that affect additional income creation among silk weaving groups by using a multiple
regression analysis. It presents key measures for additional income creation based on these
factors. The clarification of the factors and the presentation of these measures will be

useful for silk weaving groups to realize additional income.

2.3 A conceptual framework of the study

There are several categories of business functions. Within these processes are
business functions that describe in greater detail the specific activity performed by a firm
in order to produce its product, provide its service or otherwise achieve its objective. These
processes begin with the procurement of inputs and end with the services provided
following the sale of the goods or service. The eight processes are grouped into core
business processes and support business processes. Core business processes are those
relating most directly to the basic business of the firm, to those operations representing the
key industry activity of the company. Support business processes facilitate core business
processes (Brown, 2008).

Management involves coordinating and overseeing the work activities of others so

that their activities are completed efficiently and effectively, which includes: 1)
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Coordinating and overseeing the work of others; this is what distinguishes a managerial
position from a non—-managerial one. 2) Efficiency; this means getting the most output
from the least amount of inputs in order to minimize resource costs. Efficiency is often
referred to as “doing things right”. Effectiveness means completing activities so that
organizational goals are attained; it is often described as “doing the right things”. No two
managers’ jobs are exactly alike. All managers perform certain functions, enact certain
roles and display a certain skillset in their jobs (Joefil, 2011).

Management functions have long been categorized into the four major functions of
planning, organizing, leading and controlling. A manager’s primary challenge is to solve
problems creatively. The framework of management functions draws from a variety of
academic disciplines and helps managers to respond to the challenge of creative problem
solving. The framework of functions is actually highly integrated when carried out as part
of the day-to—day realities of running an organization. It is important to note that this
framework is not without criticism, for example, it has been said that the functions might
be ideals, but they do not accurately depict the day—to—day actions of actual managers
(Mintzberg, 1973 & Lamond, 2004). Management functions are varied and are easier to
conceptualize than to measure; for example, farming and agribusiness leaders must make
decisions as to how, when, and what to produce when organizing their input, when and
how to market the business’s output, how large to grow and how to finance business
expansion.

Therefore, this study employs four basic business functions to explain the
management in an organization or business group which comprise of organization,
production, marketing and finance. The explanation of management will be based on four
simple management functions which are planning, organization, leadership and control, in
order to clarify the phenomena inherent in the organizational management of the silk
weaving groups. The conceptual framework for management and functions used in Chapter
3 is displayed as figure 2.14.

The overall study framework is shown in figure 2.15. The factors contributing to
continuance of silk weaving groups based on four business functions will be discussed in
Chapter 3. For the committee characteristics and functions of silk weaving groups and the
factors generating its variety, it will be discussed clearly in Chapter 4. Likewise, factors
related to the creation of additional income among silk weaving groups will be analyzed

clearly in Chapter 5.
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Figure 2.14 Management of silk weaving groups based on four basic business functions
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Figure 2.15 An overall study framework
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Chapter 3

Conditions for continual operations and activities of silk

weaving groups in Northeast Thailand

This chapter is divided into four sections. The first section elaborates on the study
area and outline of the survey. The second section explains general information of
surveyed silk weaving groups. The third section discusses the differences between
continual groups and discontinued groups based on the four business functions presented in
Chapter 2. The last section is conclusion. Through this exploration, the discussion provides
a clear understanding of how the silk weaving groups manage their group activities in

order to keep themselves in operation.

3.1 Study area and outline of the survey
3.1.1 Study area

Khon Kaen province is the sixth largest of Thailand’s northeastern provinces, with
a total area of 10,885.99 square kilometers and a total population of 1,801,753 inhabitants
(Department of Provincial Administration, 2016). The province is divided into 26 districts
(amphoe). The districts are further sub—divided into 199 sub—districts (tambon), with 2,331
villages (muban). The Phong, Chearn and Chi rivers are the main natural water sources for
crop cultivation in the province, and are supplemented by the Ubolratana dam for irrigation
(Khon Kaen Governor’s Office, 2016). More than 60% (6,751.08 square kilometers) of the
province’s total area is devoted to an agricultural holding in which rice, cassava and
sugarcane are the major crops grown (National Statistical Office, 2013).

The province is an important hub for transportation and commerce in the
Northeastern region, which connects to the East Sea; there are also plenty of major
governmental organizations in the area. In 2013, the gross regional and provincial product
(GPP) of the province was 187,271 THB (1 USD = 30.732 THB), representing an increase
of 1.90% when compared to the previous year. Agricultural organizations contributed to
about 11% of the total GPP; the rest came from non-agricultural organizations (Office of
the National Economics and Social Development Board, 2015).

Chonnabot district is located in the Southern part of the Khon Kaen province,

which is located approximately 60 kilometers from downtown. The total population is
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48,643 inhabitants, with a total area of 404.3 square kilometers, which is further divided
into eight sub—districts, consisting of 80 villages. The district is well known for being a
place of silk production in Northeast Thailand. The province's circulation of silk products
in 2015 was worth approximately 390 million THB (1 USD = 34.252 THB). Indeed, 70%
of this amount comes mainly from the circulation of silk products in the Chonnabot district
(Community Development Department, 2016). There were 74 of Community—Based
Enterprises (CBEs) that produce textile and garments in Chonnabot. Of this number, 69
groups were silk weaving groups; 61 of these 69 groups had their performance evaluated
through the measurements of government organizations. The evaluation of the
performance of these groups consists of three levels: good, moderate and improving; 95%
of these groups were judged as either moderate or improving (Department of Agricultural
Extension, 2016). The study area is shown in Figure 3.1.

Khon Kean Province ‘ ‘ .\

THAILAND

‘ Chonnabot district
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2
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1:840,000 T
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Figure 3.1 Location of study area in Chonnabot district, Khon Kaen province

Source: The Royal Forest Department
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3.1.2 Sampling method and population

Purposive sampling was used to select the case studies, as well as the respondents
whose interest best suited the research objectives. Key informants (group leader or
committee members), with the ability to provide information about group management,

were interviewed. As mentioned above, | focused on Chonnabot district, consisting of 12

silk weaving groups (Table 3.1).

Table 3.1 List of 12 silk weaving groups visited in the Chonnabot district

Distance
No. Name of groups Address Status
(km)*
Women’s cooperative and Ban Hua Fai Mu 2, Tambon )
1 ) . L 24 Continual
community enterprise, Ban Huai Fai Por Daeng
) ) ) Ban Don Han Mu 4, )
2 Silk weaving group in Ban Don Han 15 Continual
Tambon Huay Kae
Mudmee community enterprise, Ban Ban Na Dok Mai Mu 9, )
3 5 Continual
Ya Krue Tambon Chonnabot
Mudmee community enterprise, Ban Ban Non Pha Yom Mu 6, )
4 13 Continual
Non Pha Yom Tambon Non Pha Yom
Silk community enterprise, Ban Ya | Ban Ya Krue Mu 6, Tambon )
5 10 Continual
Krue Kud Pia Khom
) i Ban Koom Kee Tao Mu 3, )
6 Silk weaving group, Koom Kee Tao . 2 Continual
Tambon Sri Boon Ruang
) ) Ban Por Daeng Mu 1, )
7 Silk weaving group 27 Continual
Tambon Por Daeng
) ) Ban Khok Krang Mu 6, )
8 Silk weaving group 18 Continual
Tambon Ban Taen
Silk weaving group, Ban Non Kha Ban Non Kha Tai Mu 10, ] )
9 ) 27 Discontinued
Tai Tambon Wang Saeng
Women'’s silk weaving group Ban Ban Huay Rai Nue Mu 2, ] )
10 o 13 Discontinued
Huai Rai Nue Tambon Non Pha Yom
Silk weaving group, Ban Tha Muang | Ban Tha Muang Noy Mu 11, ) )
11 ) 10 Discontinued
Noy Tambon Sri Boon Ruang
Mudmee community enterprise, Ban Ban Kud Pia Khom Mu 1, ) )
12 ) ) 8 Discontinued
Kud Pia Khom Tambon Kud Pia Khom

Note: *Distance from the Chonnabot district to each group
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3.1.3 Data collection and analysis

The secondary and primary data were collected and analyzed using the descriptive
analysis method. The field survey was conducted at various intervals from February 2016
to February 2017. The details of the data collection and analysis methods are explained
below.

The secondary data regarding silk weaving groups were collected from previous
related studies and publications, as well as reports, journals, articles, text—books and
internet articles containing basic information from both fields. Moreover, the study
searched online sources for statistics and a literature review, in order to analyze the current
situation and management of silk weaving groups. In addition, reports or records from
related government offices, e.g., the Agricultural Extension Office, the Community
Development Department and local governmental organizations, were collected (Table
3.2).

The primary data were collected from interviews from key informants (group’s
leader, treasurers or committee members) using a semi-structured interview, open—ended
questions, focus group interviews and an in—depth interview to understand more about the
current situation of silk weaving groups and how they are managed (Table 3.3).

This study employed the descriptive analysis method to clarify the phenomena
underlying silk weaving groups in terms of their current situation, problems, group
management and factors enabling groups to continue their operations, while other groups
are unable to continue. The collected data was collected using the descriptive statistics
method, such as numbers, percentage, frequency, maximum, minimum and arithmetic

means. The data was clarified and interpreted via text, table, figures and diagrams.

Table 3.2 Data collected from government organizations

No. Name of organization Collected information

General information on local groups, e.g., OTOP,
Community Development Office in the Khon farming groups, related policies, developmental
Kaen province and Chonnabot district implications, role of the office in community

development and silk weaving groups

Responsibilities regarding community

. ] o development, especially CBEs, role of the office
Agricultural Extension Office in the Khon Kaen ) o
2 ) o in the development of local group activities,
province and Chonnabot district ) ) o
information on related government organizations

and silk weaving groups
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Table 3.2 Data collected from government organizations (continued)

No. Name of organization Collected information
. o History of silk and the importance of the silk
Community development office in the Khon ) ) ) )
3 ) o ) trade (observing and asking officers about the silk
Kaen province (inside Khon Kaen City Hall) ) )
festival held annually at the City Hall)
o ) ) General information regarding local groups,
Chonnabot District Agricultural Extension S o
4 off developmental implications, role of the office in
ice
supporting CBEs or other types of local groups
Sericulture farmers in the Khon Kaen province
and the responsibilities of the office in terms of
5 Queen Sirikit Sericulture Center (Khon Kaen) the development of sericulture, silk groups and
cultivated mulberry areas in the Chonnabot
district
6 Agriculture and Cooperatives Office in the Responsibility for community development,
Chonnabot district especially silk weaving groups
) History and importance of silk (silk exhibition
7 Khon Kaen Technical College o
center, located inside the collage)

Table 3.3 Field survey phases, methods, respondents and collected data

Phases | Duration Methods Respondents Collected data
Semi-structured 12 silk weaving groups
) ) ) ) Group problems and the rough
) interview and (eight continual groups
First | Feb 2016 ) ] factors that enable groups to
open—ended and four discontinued ) o
) continue or cease activity
questions groups)
General characteristics of the
groups, e.g., production,
In—depth marketing, group management,
. ) P . Seven out of 12 silk . 9. grote g
Second | Aug 2016 | interview using a ) opinion of group leaders about
) ) weaving groups
questionnaire what has enabled the group to
continue up to this point, group
problems and requirements.
Five out of 12 silk
In—depth ) o )
) ) ) ) weaving groups (three Activities and services of the
Third | Feb 2017 | interview using a

. ] continual groups and two
questionnaire ] )
discontinued groups)

groups’ finances in 2016

27




3.1.4 Conditions and background of the surveyed groups and respondents

1) Background and trend of silk weaving activity and groups in communities

Silk weaving activity has a long history as it is related to traditional knowledge and
rural Thai culture. In the past, rural people have no money to purchase clothes, but they are
skillful in agricultural activities and traditional knowledge use, thus they do sericulture,
produce silk threads, and weave fabrics for household consumption after doing their main
agricultural activities (e.g. rice, cassava, and sugarcane farming) which related to both
male and female works. The male also could help with sericulture work until before
reeling/weaving processes; most females are responsible for the reeling and weaving
activities. Actually, the proportion of people in each village involved with sericulture
and/or silk weaving activities were during 50% to 80% of the whole village. After they
keep producing silk fabrics for many years, the volume of the fabrics increasing a lot, then
they try to sell their products individually. Thai culture is related to wearing traditional
clothes made from silk by handmade for attending activities in temples, traditional
activities in the villages or other activities outside the village. This is one of sales
promotional strategies by wearing their silk fabrics or clothes made from silk when they go
somewhere and meet people then they can promote the products by taking to each other.
Then, when there are large orders from customers, weavers try to ask for other nearby
weavers to help producing silk fabrics and products in order to gather the products with the
volumes to response customers in time. Then, they set up silk weaving groups for
production and sale including networks among weavers and silk weaving groups. Silk
fabrics and products response niche market which inherited traditional knowledge which
make the products valuable. Recently, trend of silk production and marketing have been
changing followed by the change of fashion of consumers which is different from the past.

2) Conditions of silk weaving groups and communities surrounding

The characteristics of silk weaving groups and other community business groups
are similar (formal and informal groups®) which are different in group management and
specific activities in production or services. The basic management methods are the same
to each community business group. But, the detail management activities are based on
manners of each group as well. Mostly, the management inside the groups is suitable for
the conditions of the community, group members, and their manners/culture. Normally,

conditions before establishment or setting up any type of community business groups are

! The formal groups mean the community business groups which have registered with government sectors
such as Community Development Department and/or Agricultural Extension Office.
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depending on their traditional knowledge, skills, and available time of rural people in each
community, in order to make unique and special production or services. The people need to
produce or service based on their skills and then, they can start to gather production or
services and sell to consumers, on behalf of informal groups at first. After that in case of
the groups could form themselves well and have activities of production and marketing, the
government sectors will come to the groups and support them afterwards and encourage
the groups to register to become formal groups. Then, the government sectors could
support the formal groups with subsidies, materials, knowledge or information about
production and marketing, such as sale and consumers’ information. Thus, the formal and
active groups could access supports easier than informal groups. In communities, there are
many types of community groups which related to commercial (produce and sell
something or services) and non-commercial activities (preserve culture/traditional
knowledge or not for sales activities). To set up any type of the groups, mainly group
leader and committee members will be introduced the names and voted by group members
also by the leader and committee members, then finish up with their willingness to be
responsible for those positions. The next steps after forming a group are accumulating
group funds, followed by turnover and return the profit in terms of dividends to group
weavers and members.

3) The number and information of the groups and respondents

In 2016, a total of 12 silk weaving groups were visited to find out their current
situation and the problems that they have been facing. The first eight groups have been
running their operation well, while the remaining four groups have ceased operating.
Information on the groups’ leaders showed that they were more than 60 years old on
average, and most of them had finished junior high school. The majority of the groups
have been running for more than 15 years. Group 1 is likely to be very active due to its
having the highest number of members, weavers, and the highest group age. Then, the first
seven out of 12 groups were continual groups® and two discontinued groups 9, 10 were
available to answer the questions about group management situation in details (Table 3.4).

The five out of the total 12 groups were selected as respondents to assess how the

groups were being managed, especially in financial terms, which provided the cooperation

2 The continual groups refer to silk weaving groups which have been continuous operations and activities
during five years (2012/13-2016/17). Discontinued groups refer to silk weaving groups which have stopped
groups’ operations and activities.
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and sufficient information. Groups 1, 2 and 3 were representatives of continual operations,

while groups 9 and 10 represented groups that had discontinued operations (Table 3.5).

Table 3.4 Basic information on the 12 group leaders and their groups in 2015

GroupNo. | 1 2 3 4 5 6 7 8 9 10 11 12
Information on leaders
1) Age of leader (years) 68 45 62 58 61 58 75 49 61 59 43 64
2) Years of education (years) 9 9 9 9 6 9 6 6 9 9 9 6
Information on the groups
1) Age of group (years) 20 31 19 15 5 23 17 14 11 14 1 na
2) Number of members (persons) 116 80 50 20 10 35 30 10 14 80 10 10
3) Number of weavers (persons) 65 30 31 20 10 15 10 5 4 30 3 10
4) Active members in 2015 (%) 56 38 62 100 100 43 33 50 29 38 30 100
5) Number of weavers in 2016 60 7 33 na na na na na 4 30 na na
(persons)
6) Thread producers in 2016 82 40 0 na. na na na na 10 24 na na
(persons)

Source: Survey data in 2016
Note: na. means the data is not available.

Table 3.5 Basic information on the five groups in 2016

Grou Group Members Active | Committee
roup Group type age members | members Status

activities (years) (persons) (persons) | (persons)
éiosulgl)ﬁweavmg Production | 20 116 65 12 Continual
2) Silk [ . [
giosl,;p 2WeaV|ng Production 31 80 30 15 Continual
S?OSU':)ksweavmg Production 19 50 31 15 Continual
4) Silk [ . i i
giosl,;p 9Weavmg Production 11 14 4 4 Discontinued
5) Silk weaving | o oo 14 80 30 21 Discontinued
group 10

Source: Survey data in 2016

Note:

Group 2 had three previous leaders; the present leader is the fourth since 2009 until present.
Group 9 had been running since 2001, with 14 members until 2002 and four members until 2012.
Group 10 ran from 1996 to 2010.
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2) The reasons to establish silk weaving groups and groups’ problems

There are mostly two types of the establishment of silk weaving groups. The first
type is totally focusing on of silk production (main job) and the second type is producing
silk fabrics and products as a secondary job. The first type emphasizes on commercial silk
production along with fashionable trend which brings about high income level for rural
people in communities. This type of the groups could determine the volume of silk product
and promote sales activities well. The second one, silk production is secondary work after
rural people finish their agricultural activities in every day, nowadays the fashionable trend
is also gradually considered issue.

The reasons to establish the groups were evaluated by the objectives of each group.
The first three reasons are the major objectives, similar across the board, that the groups
wished to fulfill by starting their simple businesses. The continual groups focused on
creating additional income, promoting harmony through group work, providing support
materials and investment to silk weavers and preserving and passing on traditional
knowledge, while the discontinued groups only set themselves up in order to receive
support from government organizations or NGOs. This shows that continual and
discontinued groups have different attitudes towards group activities and different reasons
for establishing them; these reasons contributed to the groups’ current condition (Table
3.6). In addition, the continual group focused on avoiding low products’ prices which
related to lacking of confidence to develop silk products showing in Table 3.7. The
continual groups could produce and sell silk fabrics and products by themselves with high
price because the groups keep adding value, developing innovation related to quality and
value of products, identity and logo of the products including creations of ideas. According
to the leaders of the discontinued groups, they mentioned that “The ideas in their groups
were somehow limited and affected to the group development, this might lead to
discontinuance.”

Furthermore, the main problems experienced by the groups were the first two
problems which were high production costs and long production times (Table 3.7). Group
members seeking other alternative source of income which could receive quick and much
wage, such as working on their own farm, producing silk individually or working in other
jobs, e.g., laborers in construction, factory workers or farmhands. In fact, rural people need
instant income which can use in household consumption daily. But, silk production takes

long time to complete all processes because it is handmade products; therefore the
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movement of hiring is one of reasons to lead silk weavers/producers inactivate to working

in silk weaving groups.

In the case of the still continual groups, a small number of active members or

weavers contribute to part of the group’s production. For discontinued groups, lacking of

successors was the main problem for quitting the groups. Moreover, limitation of the

villages’ conditions such as drought and environmental factors contributed to sericulture

activities/silk thread production which led discontinuance of the groups. For instance, the

continual group such as group 1 has been engaged in both sericulture and silk weaving

activities. The group could keep producing silk threads and silk products with high quality.

Moreover, inactive leaders and/or members including lacking of permanent marketing

channels also cause the groups’ discontinuance.

Table 3.6 Objectives of the 12 silk weaving groups

Continual | Discontinued | n=12
Obijectives groups groups (n=4)
(n=8)

1) Create additional income 7 1 8
2) Promote harmony through group work 5 0 5
3) Provide materials and investment for silk weavers 5 0 5
4) Preserve and pass on traditional knowledge 4 0 4
5) Receive support from government organizations L 3 4
or NGOs

6) Support and develop occupations 3 3
7) Support and provide markets for weavers 3 3
8) Develop and improve knowledge and skills in silk 3 0 3
production

9) Encourage unemployed people to work 0 1 1
10) Avoid low products’ prices 1 0 1
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Table 3.7 Problems of the 12 silk weaving groups

Continual | Discontinued | n=12
Problems groups groups (n=4)
(n=8)

1) High production costs 8 4 12
2) Long production time 8 4 12
3) Lack of successors 0 3 3
4) Low number of members and weavers 2 0 2
5) Use of group’s budget for other purposes 1 1 2
6) Lack of financial support 1 1 2
7) Limitation of village conditions (drought, 5 0 5
environmental factors)

8) Unhealthy or aging leaders and members 1 0 1
9) Lack of cooperation between group members 1 0 1
10) Inactive leaders and/or members 0 1 1
11) Lack of permanent marketing channels 0 1 1
12) Lack of confidence to develop products 1 0 1

Source: Survey data, 2016

Based on the above results, the common objectives of the continual groups and
discontinued ones were very different. The objectives of the continual groups were many
and varied, while the discontinued groups had only one major objective: to solely rely on
outside subsidies, e.g., funds from government organizations. Receiving supports from
government sectors or NGOs after setting up the groups was an outgrowth which was
common for the groups which could operate and manage the groups quite well. Failure to
receive any support from external organizations was caused by their attitude problems and
mismanagement which was inside factors of the discontinued groups. If the groups can
operate and develop the activities inside the groups well, there are many chances to receive
supports from outside.

Other major problems faced by the continual groups were the low number of active
members and the limitations of village conditions. The number of active members is
important for driving forward group operations, especially in terms of the amount of silk
products and group funding. The limiting conditions of villages, especially a lack of water

supply due to drought and high temperatures, had a negative impact on sericulture
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activities (which include processes such as mulberry tree growing, silkworm feeding and
thread reeling). In the case of the groups which could operate well, like group 1, the group
needed to have a greater knowledge of information technology (IT), e.g., so that they could
use computers and the internet to promote their products; they also wished to improve their
English language skills so as to converse easily with foreign consumers. For the
discontinued groups, a lack of successors has been highlighted main problem contributing
to the cessation of group activities; nobody wanted to lead the groups because of an
overload duties and times.

If the groups could not produce enough volume of silk products and/or could not
control quality well, including refusing some orders, these made losing the groups’ credit
and trust. Actually, consumers understand the situation of handmade products well and can
negotiate with the volume and time of the production, thus, the some consumers can wait
until completing the products. Therefore, setting up the groups could help with 1) an
increase in amount of production and credit for sale, 2) easier to receive some supports
from government e.g. subsidies, materials, and information, and 3) the groups can keep
continuing producing and marketing activities, and determine the volume for each weaver
to produce sufficient volume to response to consumers’ orders in each year. It proved that
the groups had chances to fail by themselves. If they could not manage the groups well e.g.
production and sales promotion, also could not maintain good fabric quality. Consumers’
base believes in quality and credit of the groups. The help and support from government is
just an outgrowth of gathering and focusing production and marketing of silk weaving
groups and help with construction of networks among the groups. Setting up the groups is
easier and faster to access sources of funds, raw materials, and information than to do it

oneself.

3.2 General information of surveyed silk weaving groups

This section describes the general information of the surveyed silk weaving groups
which consist of overall operations of these groups and support receiving from the
government organizations. Based on the cooperation, willingness, and convenience of the
group leaders, the seven continual groups including the two discontinued groups were
selected for an in—depth interview. However, the information in this section is available

only on the continual groups, except 3.2.5.
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3.2.1 The number of weavers and circulations of the seven continual groups

In 2015, there were 65, 30, 31, 20, 10, 15 and 10 weavers in the continual groups,
respectively (Table 3.8). Of the continual groups, group 1 had both the highest number of
weavers (65 persons) and the highest total number of members (116 persons), which
generated the highest circulation, 3.7 million Thai baht (1 USD = 34.252 THB). The
majority of group 1’s income came from selling silk threads and fabrics to the Royal
Chitralada Projects two to three times a year. They would receive the total income for these

products two or three months later.

Table 3.8 Overall operations in 2015 of the seven continual groups

Items Gl G2 G3 G4 G5 G6 G7
1) Number of

weavers (persons)

65 30 31 20 10 15 10

2) Circulation
(THB)*
Circulation per
capita/year 57,577 48,767 32,903 42,640 4,500 75,333 105,000
(THB)*

3,742,500 | 1,463,000 | 1,020,000 | 852,800 45,000 | 1,115,000 | 1,050,000

Source: Survey data in 2016
Note: *Exchange rate: 1 USD = 34.252 THB in 2015

3.2.2 Types of silk products

There were nine types of silk products were sold last year by the seven continual
groups. These were Mudmee silk, dyed silk, scarves, weft threads, sarongs, loincloths,
shawls, warp threads and silk soap (Figure 3.2). The most popular products produced by
the groups were Mudmee silk, dyed silk and scarves. Mudmee silk is the most popular
product in this area; Mudmee and dyed silk fabrics were sold as a set in order to make
cloth.
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Products made by the groups

Mudmee 7 grloups
Dyed silk _ 6:groups l
Scarf _ 4-groups l
Weft thread _ 3'groups |
Sarong _ 3-groups |
Loincloth _ 3 groups |
Shawl _ 3-groups |
Warp thread _@I
Silk soap _@

0 50 100

Figure 3.2 Products made by the groups
Source: Survey data in 2016

3.2.3 The overall production schedules of the three continual groups

Group 1: The group produced products and attended events, e.g., the OTOP
festival, all year round. The exception to this was the month of April due to extremely high
temperatures and the fact that few events were held. Silk fabrics sold well in the winter
season until early summer (from November to March). This group carries out activities
related to its savings and loans every month and distributes dividends at the end of the year
(Table 3.9A).

Group 2: The group reinvested every April, e.g., purchased new silk threads. The
weavers prepared the silk threads they would need for weaving from April to June, and
wove from July to September. They sold their products from October to March because
there were many ceremonies within village during this time, e.g., wedding ceremonies and
traditional festivals beginning in October. Winter (from December to February) was
usually peak selling time (Table 3.9B).

Group 3: The group purchased and distributed silk threads to its weavers twice a
year in December and May. Weaving activity was mostly carried out from November to
June and from May to July. The products they made were sold well from December to
April (Table 3.9C).
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The group leader always acted as a coordinator between the consumers and

weavers. The decision to accept an order was made during a meeting. The assignment of

weavers to tasks took the form of an agreement made between the weavers. The consumers

picked up the products in the group space or directly from the weavers’ houses. The silk

products were sold well during the winter season.

Table 3.9 Overall production schedules of groups 1 to 3

(A) Overall production schedule of group 1

Group 1

Jan

Feb

Mar

Apr

May

Jun | Jul |Aug

Sep

Oct

Nov

Dec

1) Produced and sold silk threads and

fabrics

A

\4

\4

2) Participated in OTOP festivals in
Khon Kaen and Bangkok

v

A

\4

3) Peak selling period

\4

v

(B) Overall production schedule of group 2

Group 2

Apr

May

Jun

Jul

Aug

Sep | Oct |Nov

Dec

Jan

Feb

Mar

1) Purchased threads, ties and dyes

\4

2) Wove during the rainy season

\ 4

3) Sold products

\ 4

4) Peak selling period

v

(C) Overall production schedule of group 3

Group 3

Oct

Nov

Dec

Jan

Feb

Mar | Apr |May

Jun

Jul

Aug

Sep

1) Purchased threads and distributed

them to weavers

A

\ 4

A

\ 4

2) Wove

A

A 4

\ 4

3) Peak selling period

\ 4

Source: Survey data in 2016

3.2.4 Allocation of group profits

The groups’ profits were generated by interest on loans and the money remaining

after deducting production costs from the amount made selling the products. Depending on

how the group was managed, the allocation of group funds directly contributed to its future

activities. For example, the groups’ profits were divided six ways to include dividends,
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allowances for committee members, cumulative funds, member welfare support,
community welfare support and other expenses (Table 3.10).

Two of the three groups distributed dividends and varying amounts of the profits as
cumulative funds, based on their regulations. Groupl had the highest profits, followed by
groups 3 and 2 (Table 3.11).

Table 3.10 Allocation of group profits in the seven continual groups

Unit: %

Items Allocated Gl G2 G3 G4 | G5* | G6 G7
1) Dividends 60 20 20 20
2) Allowances for committee members 20 15 20 40 70 10
3) Cumulative funds 10 15 50 10 100 30 70
4) Member welfare support 20 10 15
5) Community welfare support 5 10
6) Other expenses 45 10 5

Source: Survey data in 2016

Note: *Group 5 used its total profits to purchase equipment and souvenirs for members

Table 3.11 Group profits allocated to each item in the three continual groups and its

proportion
Items Allocated Gl G2 G3
1) Dividends 10,000 0 21,170
(20.0%) (0.0%) (73.0%)
= Stocks 5,000 0 0
(10.0%) (0.0%) (0.0%)
= Savings 5,000 0 0
(10.0%) (0.0%) (0.0%)
= Interest on loans 0 0 21,170
(0.0%) (0.0%) (73.0%)
2) Allowances for committee members 6,000 3,087 7,250
(12.0%) (25.0%) (25.0%)
3) Cumulative funds 6,580 6,174 0
(13.2%) (50.0%) (0.0%)
4) Member welfare support, e.g., souvenirs for 2,420 0 0
members (4.8%) (0.0%) (0.0%)
5) Community welfare support (donations) 24,000 0 0
(48.0%) (0.0%) (0.0%)
6) Other expenses, e.g., transportation, training, 1,000 3,087 580
meetings, food, beverages, documents, etc. (2.0%) (25.0%) (2.0%)
Total profits 50,000 12,348 29,000

Source: Survey data in 2016
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3.2.5 Supports from organizations

The information about supports that the continual and discontinued groups have
received is explained as follows.

The surveyed groups have received four types of supports from various
organizations, which took the form of 1) training programs; 2) subsidies and loans; 3)
materials, buildings and equipment; and 4) the promotion and coordination of their
activities. The two discontinued groups also attended training programs, subsidies and
loans, raw materials, and the promotion of their activities. But, the ways to inform and
utilization of the information and knowledge receiving from training programs were
different based on each group. For example, in discontinued groups, committee members
who attended to training programs could not convey information and knowledge receiving
from the training program to group weavers/members well. This led to the insufficient/
mis—information and caused to wrong information utilization in the groups.

There were 15 organizations supporting the seven continual groups, namely: 1)
Chonnabot District Agricultural Extension (DOAE); 2) Khon Kaen Provincial Agriculture
and Cooperatives (OAC); 3) Khon Kaen Provincial Commercial Affairs (OCA); 4)
Chonnabot District Non—Formal Education (NFEC); 5) Chonnabot District Community
Development Department (CDD); 6) Khon Kaen Queen Sirikit Sericulture Center (QSS);
7) Khon Kaen Industrial Promotion (DOIP); 8) Khon Kaen Provincial Administrative
Organization (PAO); 9) Khon Kaen Vocational College and University; 10) Sub—district
Administrative  Organization (SAO); 11) NGOs, e.g., Tiang Chirathivat Central
Department Store; 12) Community Organizations Development Institute (CODI); 13)
Ministry of Science and Technology (MOST); 14) The Small, Medium and Large Villages
Project (SML); and 15) Banks, e.g., BAAC or the Government Savings Bank (GSB). The
first four (1-4) organizations actively have supported the continual groups, while the
discontinued groups were only supported by three organizations, e.g., CDD, DOIP, and
SAO (Table 3.12).

Table 3.13 shows the number of organizations providing each type of support
received by the groups. On average, the continual groups received more of each type of
support than the discontinued ones. Training programs are related directly to enhance
information and skills for human resources who are committee members in the groups. The
topics mostly related to silk production and marketing (e.g. silk patterns, design, and
innovation), group management in terms of finance (recorded method), production

(sericulture and materials), and marketing (consumers and trend). Sharing up-to-date
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information is also practiced which is related to trend of silk products, fashion, consumers,

and informing projects about silk development and supports including construction of the

network of local industry in the process of sales activities which is mentioned in the above

sub—section.

Table 3.12 The number of groups which have received supports from each organization

since their establishment

Name of supporting organizations

Continual
groups
(n=7)

Discontinued
groups
(n=2)

1) Chonnabot District Agricultural Extension

6

0

2) Khon Kaen Provincial Agriculture and Cooperatives

3) Khon Kaen Provincial Commercial Affairs

4) Chonnabot District Non—Formal Education

5) Chonnabot District Community Development Department

6) Khon Kaen Queen Sirikit Sericulture Center

7) Khon Kaen Industrial Promotion

8) Khon Kaen Provincial Administrative Organization

9) Khon Kaen Vocational College and University

10) Sub—district Administrative Organization

11) NGOs, e.g., Tiang Chirathivat Central Department Store

12) Community Organizations Development Institute

13) Ministry of Science and Technology

14) Small, Medium and Large Villages Project

15) Banks, e.g., BAAC or the Government Savings Bank

RPIRPFRPEFRPINDNDNOWWOHOoOT OO O

OO OO ORI OO, ONO|lO|O

Source: Survey data in 2016

Table 3.13 The most three common types of support among the seven continual groups and

two discontinued groups

Unit: organizations

Continual groups Discontinued groups
;ﬁ%%ft‘; Gl | G2 |G3|Ga|G5|G6|G7| Average | G9 | G10 | Average
1)Trainings | 5 7 5 4 5 8 6 2 2 2
2)Finances 6 2 3 2 1 3 3 2 1 2
3)Materials | 5 5 0 2 2 0 0 1 1 1

Source: Survey data in 2016
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Only group 1 has received financial support from NGOs, and it has also been
receiving the highest support in terms of subsidies from six organizations, while the other
continual groups received support from less than four organizations. On the other hand, the
discontinued groups received support from less than three organizations. Thus, these
supports show opportunity for the group receiving many supports to run their operation
better than the others. Among the four types of support received by the continual groups,
training programs constituted the most common type of support provided to the groups by
government organizations, while other types of supportwere not clearly defined.
According to the problems experienced by these groups, most of them were faced with
insufficient funds to reinvest because of high production costs. If supporters emphasized
the provision of subsidies or raw materials in order to assist group productions, it would go
a long way to solving the major problems faced by the groups. Basically, the organizations
would select the appropriate groups to provide supports, especially given to the active
groups which have often cooperation to the organizations. Normally, the inactive group
leaders or discontinued groups were intermittent cooperation or not often contact with local
officers. As a result, the government organizations or NGOs will provide the supports to

the active groups which cooperate well and require for the supports.

3.3 Conditions for continual operations and activities of surveyed silk weaving groups
based on four business functions

This section mainly discusses the differences between continual and discontinued
groups based on the four business functions which are explained in Chapter 2 on the
section of a conceptual framework of the study.

3.3.1 Organizational function

a) Group structure and responsibilities of committee members

The groups’ structure and responsibilities were similar to those of a simple
business. The main group structure was made up of a leader, vice-leader(s), secretary(ies),
treasurer(s) and committee members in charge of other responsibilities depending on each
group (Table 3.14).

According to the rules of each group, the group leader was selected by the group
members, committee members or consultants by mutual consent. The term of office of the
group leaders was between one and four years depending on each group; however, the
members always reselected the same leaders and committee members, excepted in the case

of those who were very old and unhealthy. There were several types of members, namely
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stock holders, thread and silk producers, borrowers, and weavers. One person could be in
several categories at once. Most of the continual groups have 15 committee members,
while groups 1, 5 and 6 have 10, five and eight committee members, respectively. In the
case of the discontinued groups, groups 9 and 10 had five and 21 committee members,

respectively (Table 3.15).

Table 3.14 Responsibilities of the groups’ committee members

Positions Responsibilities

1) Leader = Manage overall group activities, govern and assist group
members

= Coordinate with external players (government organizations,
other supporters, consumers) and members.

2) Vice—leaders = Assist leader to manage group operations and be a point of
contact for government organizations or other supporters.
3) Secretaries = Record information collected from group meetings or other
events
= Manage group documents.
4) Treasurers = Govern group finances.

5) Pattern designers | = Design and develop patterns for silk products.

6) Credit collectors | = Remind borrowers to repay loans (if the groups are in
possession of a loan).

7) Auditors = Check group accounts and group finances.
8) Marketers = Sell and promote group products.
9) General = Welcome visitors, e.g., decorate group location, prepare food

committee members and beverages and assist other committee members who have
specific duties.

Source: Survey data in 2016

Table 3.15 The number of group committee members

The number of group committee members Continual groups | Discontinued groups
(n=7) (n=2)

1) Less than 15 persons 3 1

2) 15 persons 4 0

3) More than 15 persons 0 1

Source: Survey data in 2016

In addition to the production of silk products, the major roles played by committee
members and members were publicizing and exchanging the knowledge acquired from

training programs to group members during meetings, as well as distributing duties,
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keeping the group informed and exchanging opinions through group meetings. The four
committee members in group 9 were divided into leader, vice—leader, treasurer and
secretary. The committee members and 10 other group members prepared silk threads and
weaved together in the group space. Meanwhile, group 10 divided the duties of its
committee members into five categories, these being administrative (five persons),
marketing (five persons), auditing (five persons), financial (three persons) and hosting
(three persons) duties (Table 3.16).

The number of committee members in continual groups had not exceeded than 15
members, while the discontinued groups had mostly less and more than 15 members.
Although, it is difficult to show allotment of the functions among committee members in
the discontinued groups, in the case of the continual groups, functions are allotted among

committee members clearly.

Table 3.16 Role of committee members in the continual groups

Role of committee members n=7
1) Publicize and exchange the knowledge acquired in training programs with 3
group members during meetings
2) Distribute duties, keep the group informed and exchange opinions through 5
group meetings
3) Govern and assist the group members 1
4) Check and grade the quality of silk products made by committee members 1
5) Dye and check the quality of thread color after it has been dyed by committee 1
members
6) Dye, tie and weave together in the group space (equipment belongs to the 1
group)
7) Accumulate budget to provide loans to group members 1
8) Prepare location and welcome visitors together 1
9) Write report to submit to SAO or other organizations coming to check how 1
the group has been implemented
10) Design silk patterns together 1
11) Create colors to dye threads 1
12) Reeling, dyeing and tying by the committee members (in the group space or 1
at someone’s house)
13) Production of silk thread or silk products by individual members 1

Source: Survey data in 2016
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b) Decision—making and keeping the group members informed

All of the groups had meetings to share their opinions of how to solve group
problems, to discuss and vote for the best solutions as well as to find out the needs of
members so as to inform their supporters. The frequency of these meetings depended on
each group; however, they usually had four meetings per year (Table 3.17). Groups 1 and 3
had 12 meetings per year, group 6 met six times per year and the rest met four times per

year. The average number of meetings per year of the continual groups was seven.

Table 3.17 Frequency of group meetings among the nine groups

F : . Continual groups | Discontinued
requency of group meetings (meetings per year) (n=7) groups (n=2)
1) Less than four times 1 1
2) Four times 3 0
3) More than four times 1 1
4) 12 times 2 0

Source: Survey data in 2016

The topics often addressed during meetings included 1) asking what members
needed, sharing and transferring knowledge received by committee members during
training programs to the group members; 2) updating financial information, e.g., savings,
loans, repayment and dividends; and 3) assigning orders from consumers to members
(Table 3.18). In the case of the discontinued groups, groups 9 and 10 had three and six

meetings per year, respectively, or five meetings on average.

Table 3.18 Topics addressed in group meetings of the continual groups

Topics n=7

1) Ask what members needed, share and transfer knowledge acquired in
training programs to members

2) Update financial information, e.g., savings, loans, repayments and dividends

3) Assign orders from consumers to members

5) Improve and develop patterns and product quality

6) Plan the production of products according to village needs

=W |~ o

7) Update marketing information, e.g., consumers’ product needs

Source: Survey data in 2016
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The frequency of group meetings of the continual groups had more often than the
discontinued groups. As, the often group meetings assist sharing and discussing members’
opinions of how to solve group problems, and vote for the best solutions as well as to find
out the needs of members so as to inform their supporters. Therefore, the often meetings

help finding best solutions to solve problems of the groups.

3.3.2 Production function

a) Materials

Table 3.19 shows the price of warp (main line) and weft (minor line) threads which
were 2,400 and 1,800 THB/Kg, respectively, from silk shops in Chonnabot district. For the
groups able to produce weft threads by themselves, like groups 1, 2, 5 and 7, they could
save about 500 to 700 THB/kg. Groups 1 and 5 produced enough weft threads, while
groups 2 and 7 had to purchase some of their threads from district shops (at 1,800 THB/kQ)
and from other groups that sold threads, like group 1 (at 1,300 THB/kg).

Table 3.19 Prices of silk threads for the seven continual groups

Price of threads G1 G2 G3 G4 G5 G6 G7
1) Warp (THB/kg) | 2,400 2,300 2,400 2,400 2,400 2,400 2,400
2) Weft (THB/kg) 1,300 1,100 1,800 1,850 1,100 1,800 1,300

Source: Survey data in 2016

The group 1 has been receiving support from Queen Sirikit Sericulture Center,
which has been providing them with free silk eggs approximately eight to 10 times per
year. The weavers owned personal equipment for the production of silk products and
invested in this using their own money. All of the continual groups purchased warp threads
from the district. Five groups were able to produce enough weft threads, while two of the
five groups produced an insufficient number of threads. Thus, some of the groups could
produce silk threads by themselves, but some could not. This added to the cost of making
silk products and led to small profits (Figures 3.3 and 3.4).
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Sources of threads

Produce weft | -.-.:..c S5.groups.-. ..

Buy weft |- - - - Agroups

Produce warp | :1: g'r_o'ubi |

BUY Warp |1 11l il Tl Tl T T g e
0 20 40 60 80 100
Figure 3.3 Sources of threads
Source: Survey data in 2016
Groups
| |
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|
6 100
|
5 100
|
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|
3 70
|
2 100
|
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I
0 50 100 0 50 100
@ Produce weft O Buy weft ©Produce warp @ Buy warp

Figure 3.4 Proportion of silk thread produced by the groups

Source: Survey data in 2016
Note: Produced and purchased weft threads = 100%;
Produced and purchased warp threads = 100%
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In the case of the discontinued groups, group 9 produced enough silk threads for a
few years, yet two to three years after it had been established, the group was purchasing
silk threads from the district. The members of group 10 were able to produce enough silk
threads for silk weaving. Thus, the ways to gain the materials of continual groups were
various which were from producing by themselves, purchasing from silk threads’ sellers,
and somewhat supports from the government organizations. On the other hand, the
discontinued groups produced silk threads only by themselves and purchase it from silk

threads’ sellers.

b) Prices of silk products and aftersales management

The prices at which the continual groups sold their products are shown in Table
3.20. Groups 1 and 4, who controlled the quality of their silk products, sold Mudmee fabric
at a cost of around 2,000-2,500 THB. This price could be demanded if the fabric was thick
and smooth, depending on the equipment used and the weaving methods. Other groups that
produced lower grade or lower quality fabrics sold them at about 1,200-1,600 THB. Of the
discontinued groups, group 9 sold Mudmee silk for 750 THB and dyed silk for 400 THB
per fabric from 2001 to 2003. Group 10 sold Mudmee silk for 1,000 THB; and the group
also produced dyed silk, scarves and shawls.

Groups 1, 2, 3 and 5 kept the profits to provide further funds for the group after
selling their products (Table 3.21), while group 7 kept 20% of the profits from each round
of sales.

According to the price of silk fabric such as Mudmee, the continual groups could
sell it with higher price than the discontinued groups; it might because of the popularity of
the continual groups and the quality of the products was controlled well. This led a low
ability of the discontinued groups to increase income for re—production in the next cycle

and be one of the reasons to discontinue the groups.
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Table 3.20 Prices charged for silk products in the continual groups

Price of products Gl G2 G3 G4 G5 G6 G7
1) Warp thread 1,600

(THB/kg)

2) Weft thread 1,400- 1,500 | 1,300

(THB/Kg) 1,600

3) Mudmee silk 2,500- | 1,200 | 1,350 | 2,000- | 1,600 | 1,250- | 1,600
(THB/fabric) 5,000 2,500 2,500

4) Dyed silk 1,200 | 1,200 | 1,000- | 1,600 1,750 1,400
(THB/fabric) 1,500

5) Sarong 1,200- 1,300- 1,500
(THB/fabric) 1,500 1,500

6) Loincloth 600— 500— 700-

(THB/fabric) 750 800 1,000

7) Scarf 300- 500 500— 200
(THB/fabric) 400 700

8) Shawl 550- 700- 450
(THB/fabric) 600 1,000

9) Silk soap 100

(THB/cube)

Source: Survey data in 2016

Note: *Exchange rate: 1 USD = 34.252 THB in 2015

Table 3.21 Surplus kept within the four continual groups after selling their products

Price of products G1 G2 G3 G5
1) Warp thread (THB/kg) 100
2) Weft thread (THB/kg) 100 200
3) Mudmee silk (THB/fabric) 100-125 200 100 200
4) Dyed silk (THB/fabric) 200 100 200
5) Sarong (THB/fabric) 100
6) Loincloth (THB/fabric) 100 200
7) Scarf (THB/fabric) 50 20
8) Shaw! (THB/fabric) 50
9) Silk soap (THB/cube) 50

Source: Survey data in 2016

¢) The process of response to orders

Most of the groups produced silk products primarily based on consumer orders.

The process of response to orders can be defined as follows: 1) the group leader receives

orders from consumers; 2) the leader asks the weavers to attend a group meeting in order to
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assign work to the weavers in accordance with their skills; 3) the weavers manufacture the
products and they are kept in the group space or simply at their homes until the consumers
come and take the products away (Figure 3.5). The leader has the final say on whether to
accept or turn down consumer orders after carefully consulting with the weavers to ensure
that they are able to manufacture the products, that the number of orders is not beyond
their capacity and that product quality is high enough. Weavers in discontinued groups
such as group 9 simply produced and sold their products within the village and in nearby
areas without any prior consumer orders. As the discontinued groups had not received any
order from consumers, therefore they sold the products without the process of orders’

distribution to weavers.

Gathering of
products

Distribution of
orders

Group space
or home

Leader

Figure 3.5 Response to orders

Source: Survey data in 2016

d) Production management patterns

I will define the production management patterns as the detailed processes of
production management among the weavers, groups, and consumers in each surveyed
group. The production management patterns of continual groups are displayed on Figure

3.6: (1) to (7)) and of discontinued groups are displayed on Figure 3.7: (1) to (2)).

Continual groups

Group 1: The group supported individuals with loans for individual production and
also supported with raw materials such as silkworms to produce silk threads; then the
group sold the silkworms to thread producers and weavers. This helped in monitoring and
controlling the quality of silkworms, which is very important for the production of high-
quality silk thread. The weavers produced and sold the products to the group. Then the
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groups did the bulk selling of the products with 10% of one set of fabrics (2 fabrics) from

the sales was kept into group fund; this is explained more in details in the next section.

Supported raw materials and loan

10% per 2
fabrics
\ 4 Income
Weavers Group .| Consumers
Sold

A

Sold products

(1) Production management pattern of the group 1

Group 2: The groups provided loan and silk threads to weavers in the form of a
loan. The weavers sold and consigned their products to the group to sell in bulk. After the
group sold the products, about 12% of a fabric income was kept in the group’s fund and

then paid the estimated price of silk products to the weavers based on amounts and types of

the products received from each individual.

Provided loan and silk threads as loan

12% per
! fabric Income
Paid price P
Weavers [« Group - .| Consumers
Sold

A

Sold &consigned products

(2) Production management pattern of the group 2

Group 3: The groups provided silk threads for weavers in form of loan. The

weavers sold their products to the group. After the group sold the products, about 7% of

every 2 fabrics were kept as group’s fund.
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Provided silk threads as loan

7% per 2
fabrics
Income
Weavers Group | .| Consumers
7y Sold
Sold products

(3) Production management pattern of the group 3

Group 4: The group spent advance money from group’s fund to purchase and
prepare silk threads by group’s committee members before distributing to weavers. This is
helpful for controlling the quality of silk threads; thus, the members were hired to weave
only (150 THB per a fabric). After the group sold the products, the total amount of income

was kept as group’s fund for re—investment.

Prepared silk threads for weaving

100%

Hired 150 THB/fabric Income
Weavers |« Group .| Consumers

Sold

A

Gather products

(4) Production management pattern of the group 4

Group 5: The groups provided a loan to weavers for individual production. The
weavers consigned their products to the group. After the group sold the products, about
12% of a fabric was kept into group fund and paid the estimated price of silk products to

the weavers based on amounts and types of the products.
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Provided loan for production

12% per
v fabric Income
Paid price P
Weavers |« Group ) .| Consumers
¥ Sold
Consigned products

(5) Production management pattern of the group 5

Group 6: The group functioned as a central market for the weavers. They sold the
products to the group, of which the group then sold the products in bulk and after selling
out the products; the income was kept as group’s fund and also returned money value of
the products to the group’s leader. The group’s leader also owned a silk business; thus, she
assisted the group by using her advance money to purchase silk products from weavers on

behalf of the group.

100%
Income

Sold products

A

Weavers

A 4

Group .| Consumers
Sold

(6) Production management pattern of the group 6

Group 7: The group provided loan for silk production. The weavers consigned
their products to the group. After the group sold the products, about 20% of the profit was
kept in a selling round as group’s fund and paid back the estimated price of silk products to

the members.
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Provided loan for production

20% per
v o round Income
Paid price <
Weavers < Group | Consumers
'y Sold
Consigned products

(7) Production management pattern of the group 7

Figure 3.6 Production management patterns of the seven continual groups

Source: Survey data in 2016

Discontinued groups

Group 9: The group purchased silk threads from shops in Chonnabot district and
prepared the threads to weave together at the group space. There had been sufficient
equipment that belongs to the group’s leader. After they sold the products, the group kept

all of the income as group’s fund in order to re—investment e.g. purchase of silk threads.

Provided materials and equipment

100%
\ 4 Income

Weavers Group
y Sold

A

Consumers

Consigned products

(1) Production management pattern of the group 9
Group 10: The group provided loan for silk production. The weavers then

consigned their products to the group for selling in bulk. After the group sold the products,

firstly the group paid the estimated price of silk products to the weavers and divided the
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profit received in each selling round to the weavers based on amounts and types of

products.
Provided loan for production
v Paid price& Income
Divided profit <
Weavers < Group .| Consumers

x Sold

Consigned products

(2) Production management pattern of the group 10

Figure 3.7 Production management patterns of the two discontinued groups
Source: Survey data in 2016

Based on the production management patterns, the continual groups provided
various ways to supports the weavers such as loan, materials, hire, and funds. Moreover,
the continual groups had sufficient funds to purchase silk fabrics from weavers, it implied
that the weavers can sell their products to the groups directly and get paid quickly. In the
case of the discontinued groups, the groups provided only the method of consigned
products for the weavers. This means that the weavers have to wait until the products could
sell before receiving funds and get back the ones that could not sell out. Therefore, if the
silk weaving groups have various production management patterns to support their
weavers, it will contribute to re—production in the next production’ cycle. It also

contributes to the continuance of silk weaving groups.

3.3.3 Marketing function

a) Places of sales and proportion of products sold in each place

There were five places in which the groups’ products were sold, these being: 1)
within the village or at the groups’ premises; 2) in nearby areas; 3) at the Royal Chitralada
Projects in Bangkok (capital city of Thailand); 4) at OTOP (One Tambon One Product
Project) events; and 5) in other provinces (Figure 3.8). All of the groups mainly sold their
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products within the village to walk—in or external consumers who ordered the products and
traders from Chonnabot district or other provinces.

Groups 2 and 5 relied solely on selling their products within the village (Figures
3.9). The other groups frequently promoted their products on the OTOP website, on
packaging materials, e.g., paper bags, as well as through attending events and presenting
their products. For example, group 7 offered the delivery of their products by post. In the
case of the discontinued groups, group 9 sold its products mainly to walk—in consumers
(90%) from outside of the village, while the rest (10%) were sold to villagers purchasing
them for ceremonies, i.e, wedding ceremonies, or by their children taking them to sell in
Bangkok. Thus, they mainly sold their products within the village and had no permanent
market. Group 10 sold its products to walk—in consumers (95%) from inside and outside of
the village, and just a few of the products (5%) were sold to other silk weaving groups in
the same district. This group accumulated silk products and gave money to weavers after
selling their products. All of their products were sold within a month. Group 10 would also
sell their products in Bangkok during festivals, e.g., at OTOP events.

Most of the continual groups had various places to sell their products, while the
discontinued groups mostly sold their products to walk—in consumers inside the village.
Therefore, the various places of sales contribute to sale alternatives which contribute to

stable receipts.

Inside village/group _ | | 7 groupsI |
Nearby areas | 3 glyroups l
Queen Sirikit scheme | 2 groupls
OTOP events | 2 groupls
Other provinces | 1 group

0 20 40 60 80 100

Figure 3.8 Places of sale for the seven continual groups

Source: Survey data in 2016
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Groups

5

4
3
2
1 70
(I) 2I0 4IO 6I0 8I0 1(I)0
Royal Chitralada Projects = Inside village/group = Nearby areas
m Other provinces = OTOP, boosts or events

Figure 3.9 Proportion of products sold in each place for the seven continual groups
Source: Survey data in 2016

b) Selling methods

The study has established that the seven continual groups employed various
methods to market and sell their products; the methods can be grouped into three
categories. Firstly, the weavers sold products to their groups and received cash for them;
secondly, the weavers consigned products to their groups and received cash after the
groups sold the products; lastly, the weavers sold their products individually (Table 3.22).
According to the table, groups1-6 purchased the products from the weavers, especially
groups 1, 3 and 4, while groups 2 and 7 paid the estimated prices to weavers after the
products were sold. The results indicate that there were two ways for weavers to sell their
products: either through the group or individually.

The continual groups had more ways to sell their products than the discontinued
groups. The discontinued groups did not sell products through their groups; this contributes
to lacking of liquidity of group funds cycle for weavers. Therefore, many ways to sell
products result in liquidities of weavers’ income and group funds in order to support re—

production. It also contributes to the groups’ continuance.
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Table 3.22 Selling methods of weavers in the seven continual groups

Unit: %

Ways to sell Gl G2 G3 G4 G5 G6 G7
1) Weavers .sold products 100 10 80 100 30 40
through their groups
2) Weavers cor%51gned 60 30
products to their groups
?) We.avers sold products 30 20 20 60 20
individually

Source: Survey data in 2016

3.3.4 Financial function

a) Sources of funding

A total of eight organizations provided financial support to the groups. The groups

were mostly sustained by subsidies from government organizations, such as the SAO,

banks, e.g., BAAC or the Government Savings Bank, the Industrial Extension Department
and the CDD. The discontinued groups received subsidies from the SAO and CDD (Table

3.23). Group 1 received higher financial support from these organizations as compared to

the other groups. The continual groups obtained financial support from various types of

organization, while the discontinue groups obtained the support from only two

organizations. Thus, obtaining financial support is important for the groups to continue

their operations and activities in future.

Table 3.23 Sources of funding of the seven continual groups and two discontinued groups

Organizations

Continual groups
(n=7)

Discontinued
groups (n=2)

1) Sub—District Administrative Organization

6

1

2) Banks; BAAC or Government Savings Bank

3) Community Development Department

4) Khon Kaen Industrial Extension Center

5) Small, Medium and Large Villages Project

6) Agriculture and Cooperatives in Khon Kaen

7) NGOs, e.g., Tiang Chirathivat Foundation

8) Provincial Administrative Organization

RPIRPIFRPIDNDNDWW

Ol OO O|IN| O

Source: Survey data in 2016
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The following section will focus more on three of the continual groups based on
financial information provided by them during the survey. Among the three continual
groups and the two discontinued groups, the most significant financial supporters were the
SAO and CDD. The continual groups received subsidies such as complimentary money
and loans from government organizations and NGOs, while the discontinued groups only
received loans. In addition, both the continual and discontinued groups received some
funds to support the purchase of raw materials and equipment. In the case of group 10, the

group used the funds as a guarantee for members to request personal or individual loans

from the banks; these loans were not related to the group’s funds (Tables 3.24 and 3.25).

Table 3.24 Financial supporters of the three continual groups

(A) Group 1
Supporters ac\q(l(j?rre q A(‘.rm ;r)]t Details/Conditions
1) Office of Agriculture 1996 40,000 Subsidy for the purchase of silk
and Cooperatives, Khon threads, distributed as a loan to
Kaen members (1,000 THB per
borrower)
2003 100,000 Zero—interest loan to support
group’s operation, distributed as a
loan to members
2005 40,000 Zero—interest loan to support
group’s operation, distributed as a
loan to members
2) Sub—district 2003 20,000 Subsidy to support group’s
Administrative operation
Organization 2002 10,000 Subsidy to support group’s
operation
2010 50,000 Subsidy to support group’s
operation
3) Small, Medium and 2011 70,000 Subsidy for the purchase of 10
Large Villages Project spinning machines, distributed as a
loan to members
4) NGOs, e.g., Tiang 2014 | 1,000,000 | = Complimentary money for
Chirathivat Central purchasing silk threads and
Department Store or products for members
Bangkok
5) Banks, e.g., BAAC 2015 500,000 Loan for members with 6%
interest on the first year, with only
a 5% return per year thereafter
6) Khon Kaen Industrial 2015 20,000 Subsidy for purchasing silk threads
Extension Center and equipment
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(B) Group 2

Year Amount . .
Supporters ] Details/Conditions
Acquired | (THB)
1) Office of Chonnabot 1985 4,000 | = Subsidy to support establishment
District Community (purchasing equipment)
Development 2005 8,000 | = Subsidy to support group’s
operation
2014 80,000 |= Loan to support group’s operation
with 3% interest, returned within
two years (40,000 THB per year);
the group kept another 3% of the
interest to fund the group, and had
already returned the loan by 2016
2) Sub—district 2005 100,000 | = Loan for members with 3% interest
Administrative per year; the group kept another
Organization 3% of the interest to fund the
group, and had already returned the
loan by 2009
(C) Group 3
Year Amount ) .
Supporters ] Details/Conditions
Acquired | (THB)
1) Office of Chonnabot 1997 30,000 |= Subsidy to support group’s
District Community operation
Development 2003 60,000 |= Subsidy to support group’s
operation
2) Sub—district 2002 100,000 |= Zero—interest loan for members,
Administrative returned within five years
Organization 2007 100,000 |= Zero—interest for members,
returned within two years
3) Government Savings 2015 860,000 |= 6% interest loan for members,

Bank

returned in 2016 (one—year loan)

Source: Survey data in 2016
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Table 3.25 Financial supporters of the two discontinued groups

(A) Group 9
Supporters A(Iqi?rre q 'A(‘.?l?';r)]t Details/Conditions

1) Sub—district 2001 100,000 |= Zero-interest loan to buy silk

Administrative threads, deposit of 20,000 THB

Organization before receiving the loan, returned
(20,000 THB per year) within five
years (2006)

2) Office of Chonnabot 2004 80,000 |= Zero—interest loan to buy threads

District Community returned (40,000 THB per year)

Development within two years (2006/2007)

(B) Group 10

Year Amount

Supporters Acquired | (THB) Details/Conditions
1) Office of Chonnabot 1996 30,000 |= Zero—interest loan for members;
District Community the group saved 1% of interest per
Development month, e.g., borrowers had to
return 1% (7 THB) per month (7
THBx40 borrowersx6

months=1,680), but some of them
borrowed for more than six months

Source: Survey data in 2016

The continual groups received various financial subsidies more than the
discontinued groups. Also, the total amount of continual groups’ funds received from the
organizations is more than the discontinued ones. Therefore, subsidy receiving from
organizations is very important for the groups’ continuance.

According to the above explanations, receiving several sources of funding,
especially subsidies from many kinds of organizations contribute to enrich the group funds

and drive the re—investment and re—production in the next cycle.

b) Composition of group funding

The composition of the groups’ funding consisted of both internal and external
sources, as shown in the subsequent tables below. Their internal funds were accumulated
from stocks, interest on loans, profits from selling products and savings, while their
external funds were composed of grants and loans from government organizations or
NGOs. Most of the continual groups had stocks, interest on loans and profits from selling

products included in their sources of funding. Most of the groups had stocks, except for
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group 6, whose leader had their own business. Interest on loans and profit from selling
products were sources of funding for all of the groups except for groups 4 and 6. The funds
of groups 1, 3 and 4 were made up of grants, while groups 3, 4 and 7 had loans making up
their funds. Group 1, 5 and 7 were also supplemented by funds from savings activities
(Table 3.26).

For the 2016 production year, group 1 had accumulated the highest funds
(2,250,000 THB), with about 82% of this amount coming from external financial sources.
The financial funds of groups 2 and 3 were only made up of internal financial sources,
which came from the groups’ activities such as interest on loans and profits from selling
their products. In 2016, group 2 just paused selling products through the group and the
members instead sold their products individually, because the group leader’s sister was
placing no orders in that year (Table 3.27).

The continual groups had many ways to collect group funds while not all of the two
discontinued groups had the same ways to collect the group funds. Thus, the several ways
to collect the group funds is one of the reasons to keep the continuance of group activities.
Therefore, several ways to collect group funds result in driving the re—investment and re—

production activities in the groups.

Table 3.26 Components of group funding

Continual groups | Discontinued groups

Ways to collect groups’ funds
Y Jrotp (n=7) (n=2)

1) Stocks 6

2) Interest on loans

3) Profits from selling products

5) Loans (from banks)

R R R R k| e

5
5
4) Grants (free or zero—interest) 3
3
3

6) Savings

Source: Survey data in 2016
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Table 3.27 Proportions of group funding sources among the three continual groups

Sources of group funding Gl G2 G3
1) External funds 1,850,000 0 (0.0%) 0 (0.0%)
(82.2%)
= Grants (free of charge) 1,210,000 0 (0.0%) 0 (0.0%)
(53.8%)
= Loans 640,000 0 (0.0%) 0 (0.0%)
(28.4%)
2) Internal funds 400,000 102,900 214,508
(17.8%) (100.0%) (100.0%)
= Previous group leader 0 69,000 0
(0.0%) (67.1%) (0.0%)
= Stocks 11,600 1,600 5,600
(0.5%) (1.5%) (2.6%)
= Savings 291,400 0 0
(13.0%) (0.0%) (0.0%)
= Interest on loans & 97,000 32,300 208,908
profit after selling (4.3%) (31.4%) (97.4%)
products
Total group funds 2,250,000 102,900 214,508

Source: Survey data in 2016

divided into two categories. Firstly, the groups invested through loan activities, such as
providing loans to members for individual production and purchasing silk threads using
advance budgets from group funds. After the group had distributed the silk threads, the
weavers had to return it in the form of a loan (capital and 1-2% interest per month) to the
group at a later time. Secondly, the groups purchased silk products from their members and
kept some of the profit into group funds after they had sold the products. If the borrowers
could not return the capital, they were permitted to return only the interest each month.
Most of the continual groups had sufficient funds with which to purchase silk products

from weavers, while the two discontinued groups had no funds to purchase the products

¢) Financial strategies of the groups

The financial strategies of both the continual and discontinued groups can be

from weavers (Table 3.28).
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Table 3.28 Financial strategies of the seven continual and two discontinued groups

Continual Discontinued

Financial strategies groups (n=7) groups (n=2)

1) Group provided cash loans to members and

weavers (1-2% interest per month) 4 !
2) Groups provided raw materials as loans to 3 1
members and weavers (1-2% interest per month)

3) Groups purchased silk products from weavers by 5 0

cash

Source: Survey data in 2016

These groups acted as a supporting organ for weavers to produce and market their
products. The groups also provided micro financing services, e.g., investing in or providing
materials to the weavers in the form of a loan. The continual groups, especially groups 1
and 4, had sufficient funds with which to support weavers by purchasing their silk
products. Group 1 had sufficient funds with which to purchase weavers’ products, while
group 4 had insufficient funds with which to invest in and purchase silk products from
weavers at higher prices. Groups 1 and 4 used their committee members to control product
quality. The continual groups kept the profit from selling products into group funds in
order to distribute dividends at the end of every production year or to divide the profits
based on sales. The leader of group 1 was very active, as she attended to the group and
kept the group informed. She clearly reported the group’s outcomes and did not take group
money to use as personal money.

The discontinued groups, such as group 9, did not deal appropriately with clashes
between their members’ personal and private activities, which contributed to a conflicting
schedule. Furthermore, group 9 did not distribute dividends or provide loan for weavers or
members; there was nothing to motivate the members to work together. They did not
receive any assistance or benefit from participating in these groups. The leader of group 9
might have misunderstood how the group was meant to work. Moreover, she was not
active, e.g., she did not participate in events held outside of the village. She usually asked
other committee members to attend training programs or meetings on her behalf. These
reasons led to the discontinuance of group operations after only one year of operation. As
for group 10, it had been doing well since its establishment; however, the group
discontinued its operations because its leader’s health deteriorated and there was no

successor to continue leading the group.
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Thus, the continual groups had more liquidity of group funds and the ways of
financial strategies than the discontinued groups. Consequently, the various financial
strategies, especially the groups purchased silk products from weavers by cash contribute

to enrich weavers’ income and groups’ funds.

d) Management of group income

Weavers could either sell products to the groups or sell them individually. Table
3.29 and Figure 3.10 to 3.14 show the management of groups’ income. After the sale of
silk products, the groups’ profits will be used for marketing activities such as sellers' wage
(sellers are group members/ committee members/ leaders), transportation costs and kept
some of the profits into group funds. The continual groups had mainly three ways to
manage group income after selling the products such as keeping some profit after the sale
of silk products into groups’ funds, keeping the total income into groups’ funds, and
paying back the estimated price of the silk products to weavers. On the other hand, the
discontinued groups had three ways to manage group income such as keeping the total
income into groups’ funds, paying back the estimated price of the silk products to weavers,

and dividing the profits between the weavers after paying back the value of the silk.

Table 3.29 Management of group income after selling silk products

Income manadement Continual Discontinued
g groups (n=7) | groups (n=2)
1) Keeping less than 10% of the profit from every two
) X 1 0
fabrics sold into group funds
2) Keeping 10%-12% of the profit from every two
. . 1 0
fabrics sold into group funds
3) Keeping 20%-24% of the profit from every two
. . 2 0
fabrics sold into group funds
4) Keeping the total income into group funds ) 1
5) Paying back the estimated price of the silk products 3 1
to weavers
6) Dividing the profits between the weavers after 0 1
paying back the value of the silk

Source: Survey data in 2016
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The income management patterns of each group are explained as follows:

Group 1: This group allocated parts of group’s fund as loan to members as
production investment and in return the 61 borrowers (3,000-10,000 THB per a borrower)
had to pay back 2 % of interest and capital amount every month; the payment plan was
divided into two parts; 1) payment within 3 months and 2) payment within 1 year. Some
members also produced or purchased threads using their personal money. This group had
sufficient funds to purchase silk products from members to resell in bulk on behalf of the
group.

There are two patterns of income management in the group 1 which are 1) group
provided a loan to members (Figure 3.10A) and 2) group purchased silk threads and fabrics
from members, thereafter selling the products to traders, with the profit received was kept

in the group fund (Figure 3.10B).

Loan

A 4

Group’s fund Members

A

Interest 2% a month

(A) Income management pattern 1

Purchased
Group’s fund [ »  Thread producers/Weavers
7y Sold
Sold Kept
\4
Traders

(B) Income management pattern 2

Figure 3.10 Income management patterns of the group 1

Source: Survey data in 2016
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Group 2: This group allocated money from the group’s fund as a loan to members
for productive investment and in return, the borrowers (7 weavers) had to pay back 12 %
of interest per year (1% a month) including capital in every April. The group reinvested
again after receiving all the capitals and interests. The investment activities included
purchasing raw materials, hiring workers to prepare silk threads before weaving, hiring
weavers (7 weavers). The weavers received first priority when they requested for an
additional loan as compared to other general members of the group. The two patterns of
income management in this group can be stated as 1) group provided loan to members and
weavers to invest and purchased raw materials e.g. silk threads by themselves (Figure
3.11A) and 2) group purchased threads for weavers and distributed to weavers as loan

which was to be paid back with interest loan (Figure 3.11B).

Loan

A 4

Group’s fund Members/weavers

A

Interest 12% a year

(A) Income management pattern 1

Provided threads

\ 4

Group’s fund Weavers

A

Interest 12% a year

(B) Income management pattern 2

Figure 3.11 Income management patterns of the group 2

Source: Survey data in 2016

Group 3: This group allocated the available group’s fund as a loan to 33 weavers

to purchase silk threads and in return, the weavers had to pay back the capital with 1 % of
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interest for every month. The group reinvested two times a year, at the end of December
and May after receiving all the capital and interest from borrowers. This pattern is good for
weavers as they can receive investment loan to purchase threads at least twice a year. The
two patterns of income management in this group can be defined as 1) group purchased
threads to weavers and the weavers returning the money as a loan with interest. (Figure
3.12A) and 2) group purchased silk fabrics from weavers and sold to traders, thereafter
they saved 200 baht per a couple of fabrics to the group’s fund (Figure 3.12B). In 2017, the
group decided to stop purchasing fabrics from weavers because of the committee members
ongoing works in the village of which they did not have time to do accounting and auditing

the silk weaving activities.

Provided threads

Group’s fund [ > Weavers
A Interest 1% a month
Purchased
\4
Traders
(A) Income management pattern 1
Purchased in cash
Group’s fund [ Weavers
A Sold
Sold Kept
v
Traders

(B) Income management pattern 2

Figure 3.12 Income management patterns of the group 3

Source: Survey data in 2016
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Group 9 (discontinued): There are 14 members in this group. The group had just
purchased silk threads and all activities were ongoing in the group’s space at group leader
house. This group had one pattern of income management which is group purchased
threads and all members participated in preparing and weaving silk threads together at
leader’s house. After selling the products, they reinvested again by purchasing more

threads and producing silk products as mentioned (Figure 3.13).

Provided threads& equipment

A\ 4

Group’s fund Members

A Kept

Sold Kept

\4
Traders

Figure 3.13 Income management pattern of the group 9

Source: Survey data in 2016

Group 10 (discontinued): This group had about 30 borrowers before the group
stopped its activities. The group sourced loan from external financiers and later allocated
that fund as loan together with savings to weavers to use for purchasing silk threads, in
return the weavers had to pay back the loan amount with 1% of interest per month (2 times
a year in every 5 months). The two patterns of income management in this group can be
stated as 1) group provided the money received from supporters and from group’s savings
to weavers and they had to return as loan with interest (Figure 3.14A) and 2) group
gathered silk fabrics from weavers, then sold it to traders and after selling, the group will
allocate the money for the products prices and some profit to the weavers (Figure 3.14B).
In 2011, all members decided to quit because group’s leader was sick and no one wanted to
take over as a new leader. Therefore, the group discontinued because there was no

SUccessor.
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Figure 3.14 Income management patterns of the group 10

Source: Survey data in 2016

According to the income management patterns, the groups which kept some profits
after the sale of silk products are easy to continue. On the other hand, dividing the rest of
the profits after the sale of silk products to weavers leads to a low creation of the groups’
funds. The groups should keep some amount of profit and should not distribute an
excessive payment of the profit for weavers in order to continue operations and activities
of the groups for long years. Therefore, it is important for the groups to receive a certain
amount of profit in order to keep the groups’ continuance. Thus, keeping some amount of
profit after the sale of silk products into groups’ funds is one way to keep driving the

group’s continuance.
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e) Financial management system

Based on the operational problems of the study area, | found that in Chonnabot
district, a lack of financial support and failure to use the group’s budget for silk production
resulted in the discontinuance of two groups, while the remaining three groups were able to
overcome these problems and continue to operate until the present day. So, | make clear
the financial management systems employed by these three continual groups.

First, 1 will show the strengths of these three continual silk weaving groups in
Chonnabot district were mostly related to financial management, such as financial honesty
and transparency, the receipt of support from government organizations and other

organizations, as well as the distribution of dividends (Table 3.30).

Table 3.30 Opinions on the strengths of the three continual silk weaving groups

Strong points No. of groups

1) Sharing and exchanging opinions

2) Having harmony between members

3) Having financial honesty and transparency

4) Receiving a variety of support from government and other organizations

5) Distributing dividends

6) Having frequent group meetings

7) Participating frequently in group activities and events

8) Each committee member having a clear responsibility

9) Having enough committee members

NINININININDNOOW W W|w

10) Receiving awards for high quality products

Source: Survey data in 2016

The financing to establish the groups was supported by several supporters, such as
government organizations and NGOs. After the groups received the money and put it into
group funds, they divided these funds into two categories. The first of these is financial
services and second category is production activities. In terms of financial services, the
funds were to provide both active and inactive members with loans. The members also
helped to fund the groups through buying its stocks, saving money and paying back
interest. It is interesting to note that, after receiving the profits, the groups allocated them
to group members in the form of dividends, welfare support and allowances. The second
facet is production activity; the group funds were allocated to active members such as
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weavers for re—investment purposes. In other words, funds were used to provide loans for
buying raw materials or equipment, as well as for training. After the production of the
group’s products, there were costs involved in selling their products, such as transportation
and marketing costs. The income made after selling the products was kept within the group
fund and, after taking away the costs, the groups allocated any profit to active members
(Figure 3.15).

According to the field survey interviews, | found that some groups failed to
reinvest, but that their operations are still continual because they can manage well on the

provision of financial services.

e
Loan (capital Supporters i ,
(capital) PP Reinvestment N Active
members
‘ O Loan (materials,
d Stocks equipment) 7
Group fund Products
1) Financial service )
i i i U Transportation
Active& inactive 2) Production activity ) P .
members - SO d_é.i‘
QO Dividends Q0 Marketing cost
O Welfares g /
O Allowance x/ § -_,\;fj
7
Profits Group income

Figure 3.15 The financial management system of silk weaving groups in Thailand

Source: Survey data in 2016

3.4 Conclusion
In this study, the factors contributing to the continuance of silk weaving groups

based on the four business functions have become clear excluding organizational function.
The factors about the other three perspectives are explained as follows.

1) from the perspective of production function:

The popularity of the continual groups, the products’ quality, and the high price of
silk products, including several ways to support weavers (e.g. loan, materials, hiring, and
funds) contribute to a groups’ continuance. According to the price of silk fabric such as
Mudmee, the continual groups could sell it with higher price than the discontinued groups;

it might because the popularity of the continual groups and the quality of the products is
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controlled well. This led to a low ability of the discontinued groups to increase income for
re—production in the next cycle and be one of the reasons to discontinue the groups.

The number of the production management patterns is one of the important factors
to keeping the groups’ continuance. The continual groups provided various ways to
supports the weavers such as loan, materials, hiring, and funds. Moreover, the continual
groups had sufficient funds to purchase silk fabrics from weavers, it implied that the
weavers can sell their products to the groups directly and get paid quickly. However, in the
case of the discontinued groups, the groups provided only the method of consigned
products for the weavers. This means that the weavers have to wait until the products could
sell before receiving funds and get back the ones that could not sell out. Therefore, if the
silk weaving groups have various production management patterns to support their
weavers, it will contribute to re—production in the next production’ cycle and lead to the
continuance of silk weaving groups.

2) from the perspective of marketing function:

The various places and ways of sales contribute to sales alternatives and stable
receipts which drive the groups keep continuing operations and activities. The continual
groups mostly have various ways to sell their products, while the discontinued groups
mostly sold their products to walk—in consumers inside the village.

Likewise, many ways to sell products result in liquidities of weavers’ income and
group funds in order to support re—production which contributes to the groups’
continuance. The continual groups had more ways to sell their products than the
discontinued groups, while the discontinued groups did not sell products through their
groups; this leads to lacking of liquidity of group funds cycle for weavers to re—production.

3) from the perspective of financial function:

Obtaining subsidies from several organizations, several ways to collect group
funds, financial strategies of the groups e.g. the groups purchased silk products from
weavers by cash, and keeping some amount of profit after selling silk products into group
funds, contribute to enrich the group fund and drive the re—investment and re—production
in the next cycle. The continual groups obtained financial supports from various
organizations, while the discontinue groups obtained the support from only two
organizations. Therefore, subsidies receiving from organizations are very important for the
groups’ continuance.

According to the composition of group funding, several ways to collect group funds
result in driving the re—investment and re—production activities in the groups. The
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continual groups collected group funds with many ways, while the two discontinued
groups had not. Thus, the adoption of several ways to collect the group funds is one of the
reasons to keep the continuance of group activities.

About the financial strategies of the groups, the various financial strategies,
especially the purchase of silk products from weavers by cash, contribute to enrich
weavers’ income and groups’ funds. As the continual groups had more liquidity of group
funds and the ways of financial strategies than the discontinued groups.

Concerning the management of group income which related to the ways to create
group funds, especially keeping some amount of profit after selling silk products into
group funds, brings about the groups’ continuance. On the other hand, dividing the rest of
the profits after the sale of silk products to weavers leads to a low creation of the groups’
funds. The groups’ profits will be used for marketing activities such as sellers’ wage
(sellers are group members/committee members/leaders), transportation costs and kept
some of the profits in group funds. Therefore, it is important for the groups to receive a
certain amount of profit in order to keep the groups’ continuance. In the cases of the
discontinued groups, they almost did not keep some of profit after selling silk products into
the group funds. Based on the above mention, the groups which kept some profit after the
sale of silk products are easy to continue. The groups should keep some amount of profit
and should not distribute an excessive payment of the profit for weavers in order to
continue operations and activities of the groups for long years. Thus, keeping some amount
of profit after the sale of silk products into groups’ funds is one way to keep driving the
group’s continuance.

Above mentioned, subsidies from organizations are very important for the group
continuance. However, the dependence only for subsidies is not good for the continuance
of the groups. In fact, in case of the discontinued groups, it was a main objective for the
establishment of silk weaving groups to receive support from government organizations
and NGOs. It is guessed that such a factor at the establishment stage is also related to the
groups’ continuance.

By the way, the number of surveyed samples was not much and various. The study
results might be insufficient to answer the reasons to keep continuing the overall silk
weaving groups in Northeast Thailand well. However, at least, the study could find out
important reasons to keep the continuance of the surveyed silk weaving groups in order to

enhance further research in future.
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Chapter 4

Committee characteristics of silk weaving groups and the

factors generating their variety in Northeast Thailand

This chapter provides a clear understanding of how committee functions are
directed by committee members and whether there exists a variety of committee
characteristics and factors generating their variety or not. Committee characteristics of silk
weaving groups and the factors generating their variety, including similarities among a
pairs of functions directed by the committee members were explained. The chapter also

includes the sections of its surveyed data, methodology and conclusion.

4.1 Data and methodology
4.1.1 Study area and surveyed groups

Figure 4.1 indicates the location of the Khon Kaen Province in Northeastern
Thailand, where this study was conducted. The province, with its 26 districts and a total
population of 1,802,872, is located in the central part of Northeastern Thailand (Distanont
et al., 2019). The province is an area of intensive commercial silk production and its silk
product output has earned it over 2 billion Thai baht in 2019' (Community Development
Department, 2019). The total number of silk weaving groups registered with the
Department of Agriculture Extension in the provincial office was 135 in 2017 (Agricultural
Extension Office, 2017). Out of these, a total of 60 silk weaving groups in the nine districts
were interviewed from December 2017 to January 2018, and from January to February
2020. The groups surveyed for this study were introduced by officers of the Agricultural
Extension Office and the Community Development Department in Khon Kaen province.
The introduced groups are categorized as relatively good and excellent. Therefore, the
results gotten by this study are mainly applicable to good and excellent silk weaving
groups. The share of the formal silk weaving groups occupied in the province in 2017 was
78.0%. Therefore, this area is an important study area.

The field survey was carried out via interviews with key informants, i.e., group

leaders or committee members who know the group’s information well, completing a

11 USD was 31.074 THB in 2019
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questionnaire by the author. The questionnaire’s content was related to the committee and
the fundamental characteristics of the silk weaving groups such as number of group

members, amount of receipts, silk product type, and group age.

THAILAND

L
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Figure 4.1 Location of the study area, Khon Kaen Province, Northeast Thailand
Source: The Royal Forest Department

4.1.2 General structure and the activities of silk weaving groups

Silk weaving groups are composed of group committee members and general group
members. Group committee members consist of executive and general committee
members. Group management is an important part of the committee?. It consists of a
leader, vice—leader(s), secretary(ies), treasurer(s), consultant(s), and general committee
member(s) who have and do not have specific duties (Figure 4.2).

The group leader is responsible for the overall group activities, and he/she directs

and supports the group members. He/she also facilitates coordination between the external

2 In this paper, the word “committee” refers to a sub—group of people who organize the group activities

in different capacities based on a Thai context.
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players (government organizations, other supporters, or customers) and group members.
The vice—leader assists the group leader in managing the group operations and is the key
person that contacts government organizations or other supporters. The secretary records
the information collected from group meetings or other events. The treasurer manages the
group’s finances.

General committee members are responsible for conveying report information to
executive committee members. For example, the pattern designer is in charge of the design
and development of silk patterns, the credit collector reminds borrowers to repay loans, the
auditor checks group accounts and finances, the marketer sells and promotes group
products, and the receptionist welcomes visitors, decorates the group location, and prepares
food and beverages. They also assist each other in fulfilling other unspecified tasks. The
majority of the groups have fewer than 15 group committee members. There are various
types of members in the groups, such as stockholders, borrowers, silk weavers, and
sericulture farmers. One person could simultaneously belong to multiple categories.

The group obtains financing from various supporters, such as government
organizations, NGOs, and state enterprises. In terms of financial activities, funds are
provided to the group members through loans. The members also assist in funding the
groups by buying its stocks, saving money, and paying interest. After receiving the profits,
the group allocates the profit to group members in the form of dividends, welfare support,
and allowances. The second facet is production activities. Group funds are allocated to
active members, such as weavers, for reinvestment purposes. After selling group products,
the groups allocate the remaining profit to active members.

Silk weaving techniques, such as tie/dye and other weaving methods, are some of
the traditional practices that the silk weaving groups endeavor to preserve and pass on to
younger group members. As a way of transferring this knowledge, the skillful members in
the groups teach these techniques to younger members who are interested in silk weaving.

Furthermore, some of the silk weaving groups usually provide opportunities to
young people who are not group members to master silk weaving techniques from skillful

members. It also helps to recruit young people as new members.
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Figure 4.2 General structure of the silk weaving groups

Source: Field survey in 2017

4.1.3 Methodology

| used multiple regression analysis, binary logistic regression analysis, and index
showing the degree of similarity between a pair of functions. | used multiple regression
analysis to analyze the relationship between the percentage/number of committee members
in charge of each function and the fundamental variables, or with the production of each
silk product type. | used binary logistic regression analysis to analyze the relationship
between the designation of committee members in charge of non—specific functions and
the fundamental variables.

As functions are directed by committee members, it is practical and easy to
evaluate the degree of similarity between a pair of functions from the standpoint of

committee member similarities in charge of both functions. Then, | defined the degree of
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similarity between a pair of functions based on the similarity of committee members in
charge of both functions. | measured the degree of similarity between functions i and j

(Si.j), as follows:

Si.jw= (The number of committee members in charge of both the i"" and j"
functions of the k™ group) / (the actual number of committee members in charge of the it
or j* functions of the k™ group) >100.

Si. =%k - /60

There is a way to apply PCA to grasp similar variables. However, in the case of
applying PCA, the percentage of committee members in charge of each function is used as
a variable and the degree of similarity is not treated directly. Then, it is difficult to check
and pick up all pairs of functions which show a high degree of similarity. In this study |
calculated the degree of similarity directly for all pairs of functions and pick up pairs

showing a high degree of similarity.

4.2 Results and discussion
4.2.1 Committee members and functions in silk weaving groups

Figure 4.3 displays the committee members and functions in the silk weaving
groups. The committee members are mainly composed of a leader, vice—leader(s),
secretary(ies), treasurer(s), and consultant(s). Generally, there are two types of committee
members: members in charge of specific functions and members with non-specific
functions. However, not all silk weaving groups have committee members in charge of
non-specific functions as these are unspecified responsibilities. Those in charge of non-
specific functions are members who help those in charge of specific functions during the

busy season and/or practice other unspecified functions.
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Figure 4.3 Committee members and functions in silk weaving groups

Source: Field survey in 2020

The ten specific functions are also presented in Figure 4.3 and are further discussed
below. First, the overall governing function (F1) is mostly the responsibility of the group
leader for managing overall group activities, governing, and assisting group members. The
administrative function (F2) serves to manage and run group operations or activities.
Committee members in charge of the coordinating function (F3), coordinate between
external players (government organizations, other supporters, consumers, etc.) and group
members. The group information recording function (F4) is the responsibility of the group
secretary who is mostly responsible for recording information collected from internal or
external documents, such as group meeting minutes or other events. The financial and loan
management function (F5) is usually the responsibility of the group treasurer, managing

and recording group finances and loans. The pattern design function (F6) is the
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responsibility of skillful and experienced weavers, designing and developing the patterns
of silk products. The quality control function (F7) is related to the control, check, and
quality enhancement of silk products. The production management function (F8) serves to
connect the material preparation process to the weaving process. The committee members
in charge of the marketing function (F9) are responsible for observing consumers’ needs,
and the promotion and sales of group products. Finally, the seminar and meeting
participation function (F10) is the responsibility of the group leader or other committee
members who are available and able to participate in seminars or meeting programs. These
functions are allotted among committee members. On average, there are about 10
committee members in charge of specific or non-specific functions among the silk
weaving groups.

According to group rules, committee members, including the group leader, are
selected by other group members or consultants by mutual consent. The group leaders’
term of office is between one and four years, depending on each group; however, the

general group members tend to reelect the same leaders and committee members.

4.2.2 Outline of the 60 silk weaving groups

Table 4.1 shows the descriptive statistics of several variables. The following
observations about the fundamental characteristics of the surveyed groups (Uj) can be
made based on the table: on average, the number of group members (U1) is 30.72 persons;
the amount of receipts (Uz) is 30,717.94 USD; the number of silk product types (U3) is
4.08 types; and the age of the groups (Us) is 19.60 years.

Table 4.1 also shows the composition of production and non—production of each silk
product type (Vj=1 if the group has produced the j™ type of silk product, V{=0: if they do
not). The most produced products by the groups are Mudmee (100%), followed by dyed
silks (78.33%), loincloths (66.67%), sarongs (63.33%), scarves (43.33%), shawls
(43.33%), small items (10.00%), and cloths (3.33%).

Among the 10 functions, the mean of the percentage of committee members in
charge of the overall governing function (Wz) is lowest (5.59), while the mean of the
percentage of members in charge of the administrative function (W>) is highest (19.82). As
for the number of committee members in charge of each function (Xi), the number in
charge of the administrative function (X2) is the highest. On the other hand, the number of
committee members in charge of the overall governing function (X1) is lowest, as this

function is usually the responsibility of the group leader only.
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Table 4.1 Descriptive statistics of the variables (N=60)

Variables Minimum  Maximum Mean S.D.  Coefficient
of

variation

Fundamental characteristics of the surveyed groups (U;)

The number of group members (persons) (U;) 10 106 30.72 23.01 7491
Amount of receipts (USD) (Uy)* 2,576.74 289,883.08 30,717.94 41,705.78 135.77
The number of silk product types (number) (Us) 1 8 4.08 172 4213
Age of the groups (years) (Us) 7 34 19.60 6.33  32.30
Production of each silk product type (V;) Vi=1 V=0
Production of dyed silks (1= if produced, 0= if not produced) (V1) 47 (78.33%) 13 (21.67%)
Production of sarongs (1= if produced, 0= if not produced) (V2) 38 (63.33%) 22 (36.67%)
Production of loincloths (1= if produced, 0= if not produced) (V) 40 (66.67%) 20 (33.33%)
Production of scarves (1= if produced, 0= if not produced) (V) 26 (43.33%) 34 (56.67%)
Production of shawls (1= if produced n, 0= if not produced) (Vs) 26 (43.33%) 34 (56.67%)
Production of cloths (1= if produced, 0= if not produced) (Ve) 2(3.33%)  58(96.67%)

Production of small items (1= if produced, 0= if not produced) (V7) 6 (10.00%) 54 (90.00%)
Production of Mudmee (1= if produced, 0= if not produced) (Vs) 60(100.00%) 0 (0.00%)

The number of group committee members 3 16 9.95 391  39.27

Percentage of committee members in charge of each function (W)
Overall governing function (%) (W) 3.57 11.11 5.59 143 2561
Administrating function (%) (W) 4.76 36.36 19.82 8.49 42.82
Coordinating function (%) (Ws) 3.57 25.00 7.69 401 5213
Group information recording function (%) (W.) 3.57 22.22 6.85 340  49.60
Financial and loan management function (%) (Ws) 3.57 22.22 8.51 426  50.05
Pattern design function (%) (Ws) 0.00 22.22 8.06 5.18 64.19
Quality control function (%) (W-) 0.00 25.00 9.10 540  59.35
Production management function (%) (Ws) 0.00 25.00 10.70 6.97  65.08
Marketing function (%) (Ws) 0.00 27.27 11.94 539 4510
Seminar and meeting participation function (%) (W1o) 4.55 30.77 11.73 5.77  49.22

The number of committee members in charge of each function (X))

Overall governing function (persons) (Xi) 1 2 1.02 0.13 12.70
Administrating function (persons) (Xz) 1 6 3.68 150 40.76
Coordinating function (persons) (X3) 1 4 1.43 0.79  55.05
Group information recording function (persons) (X) 1 4 1.28 0.69 53.86
Financial and loan management function (persons) (Xs) 1 5 1.60 0.89 5543
Pattern design function (persons) (Xe) 0 4 1.60 1.09 68.27
Quality control function (persons) (X7) 0 5 1.75 1.14  65.39
Production management function (persons) (Xs) 0 6 2.12 152 7178
Marketing function (persons) (Xg) 0 6 2.33 117  50.32
Seminar and meeting participation function (persons) (Xio) 1 7 2.25 1.26  55.87

Designation of committee members in charge of non-specific functions () Y=1 Y=0

(1= if designated, 0= if non—designated) 44 (73.33%) 16 (26.67%)

Source: Author’s calculation based on a 2020 survey

Note: 1) 1 USD was 31.047 THB in 2019.

As for the designation of committee members in charge of non-specific functions

(YY), 44 groups designate such committee members in charge of non-specific functions
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(Y=1). From the variables presented above, Wk, X, and Y are all related to the committee
characteristics. Regarding the other descriptive statistics, the percentage occupied by

committee members in the groups are, on average, 42.35%.

4.2.3 Factors generating variety in committee characteristics
In this section | will focus on the factors generating variety in the committees’

characteristics by analyzing the following relationships:

a) The relationship between the percentage of committee members in charge of
each function and the fundamental variables

| analyzed the relationship between the percentage of committee members in
charge of each function (W1—W1o) and the fundamental variables (Ui1—Us4) using multiple
regression analysis. Table 4.2 shows the results of the regression analysis with the
statistically significant fundamental variables. Overall, R? values are small. The reason is
presumed to be as follows: Wk is influenced not only by the fundamental variables, but
also by many other factors such as the production of each silk product type, the technical
level of the silk weavers, attitudes towards quality control and marketing, the policy
embraced by the group leader, etc.

The results indicate that the percentage of committee members in charge of the
pattern design function (We), quality control function (W-), marketing function (Ws), and
seminar and meeting participation function (W1o) are influenced by the fundamental
variables (U1—Us) at a statistically significant level.

In the case of groups producing many types of silk products (Us), the percentage of
committee members in charge of the pattern design function (Ws) becomes even higher.
The higher the demand for different types of silk products, the greater the percentage
needed of committee members in charge of the pattern design function.

A greater number of group members (U1) contributed to the greater percentage of
committee members in charge of the quality control function (W7). Along with the increase
in number of group members, the quality differences among the weavers would also have
increased. Therefore, an increase in the number of group members leads to an increase in
the necessity for the equalization of the product’s quality among group members.
Therefore, | estimate that a greater number of group members signals a greater percentage
of committee members in charge of the quality control function (W~). On the other hand,

an increase in number of silk product types (Us) would decrease the percentage of
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committee members in charge of the quality control function. Generally, weavers, who
produce many silk product types, tend to have the necessary skills to check their product’s
quality by themselves, so the increase in percentage of committee members in charge of
the quality control function is not necessary.

The amount of receipts (Uz) positively influenced the percentage of committee
members in charge of the marketing function (Wo). Furthermore, in order to increase the
amount of receipts, marketing and sales promotions are necessary.

The number of group members (U1) contributed positively to the percentage of
committee members in charge of the seminar and meeting participation function (W1o).
They are representatives and group informers who participate in several meetings, and their
responsibilities further includes interaction with government officers, experts, and other
silk weaving groups. These representatives are also responsible for informing other group
members on the matters discussed in the seminar and meeting programs which they
attended. Therefore, in cases where the number of group members is larger, it is necessary
to have a larger percentage of committee members in charge of the seminar and meeting
participation function. On the other hand, the amount of receipts (U.) contributed
negatively to the percentage of committee members in charge of the seminar and meeting
participation function.

In Table 4.2, | also showed standardized regression coefficients. In the case of
regression equations whose dependent variables are W7, Wg and W1, the order of absolute
coefficient values is different with that for the ordinary regression coefficients. In case of
the regression equations whose independent variables are W7 and Wio, the standardized
coefficients of the independent variables with statistical significance are high compared to
those without. In the case of the two regression equations, the variables with statistical
significance were substantially influential compared to those without. In the case of the
regression equation whose independent variable is Wy, the absolute coefficient value of U
was the highest, although its absolute ordinary coefficient value was lowest.

According to the answers presented by the group leaders, some of them stated that
“the leaders and other committee members have to focus on producing and selling silk
products, based on a lot of orders, so they do not have time to participate in seminars or
meeting programs.” Then, it is difficult to increase the percentage of committee members
in charge of the seminar and meeting participation function (W1o) simultaneously with the
increase of other functions. This is due to the trade—off relationship between the two

functions.
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Table 4.2 Results of multiple regression analysis showing the relationship between

percentage of committee members in charge of each function and the fundamental

variables
Coefficient?
Constant Uiz The Uz Amount  Us: The U Age R R?
number of of receipts  number of  of the
group silk product  groups
members types
Ws: Percentage of committee members in charge of the 2.733 —-0.042 -0.000 0.998 0.161 | 0.364 0.133
pattern design function -0.186 -0.162 0.332 0.197
t-value 0.846 -1.183 -1.112 2.280" 1.371
W;: Percentage of committee members in charge of the 15.902 0.062 0.000 -1.530 -0.143 | 0.465 0.216
quality control function 0.266 0.083 -0.487 -0.167
t-value 4.960 1.776" 0.597 —3.522""  _1.224
W: Percentage of committee members in charge of the 8.603 —0.048 0.000 0.324 0.125 | 0.266 0.071
marketing function -0.204 0.262 0.103 0.147
t-value 2473 -1.252 1.742" 0.687 0.985
Wio: Percentage of committee members in charge of 13.381 0.126 -0.000 -0.417 -0.135 | 0.409 0.167
the seminar and meeting participation function 0.501 -0.276 -0.124 -0.147
t-value 3.789 3.246™  -1.936 -0.871 -1.046

Source: Author’s calculation based on a 2020 survey.

Notes:

1) *** **and * are significance levels at 1%, 5%, and 10%, respectively.

2) Coefficients in the 1st row in each cell show ordinary regression coefficients and those

of the 2" row show standardized ones.

b) The relationship between the percentage of committee members in charge of
each function and the production of each silk product type

Table 4.3 showed the results of the multiple regression analysis, along with the
coefficients of significance for the variables®. Based on the results, the percentage of
committee members in charge of the quality control function (W~) and marketing function
(Wo) are influenced by the production of each silk product type (V1—V7) at a statistically
significant level. The relationships are described as follows.

The percentage of committee members in charge of the quality control function

(W?7) in the groups producing loincloths (V3) is smaller compared to groups which do not

3 R? values are small. The reason is presumed as follows: W7 and W, are influenced not only by the
production of each silk product type but also by many other factors such as group size, technical level of silk

weavers, attitudes towards quality control and marketing, and the policy embraced by the group leader, etc.
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produce loincloths. The explanation for this result is that loincloths use a basic weaving
method and weavers in the groups know how to weave it well.

The percentage of committee members in charge of the marketing function (Woy) is
smaller in the groups producing dyed silks (V1), sarongs (V2), and small items (V7)
because these product types are mostly custom produced for consumers. On the other hand,
the percentage of committee members in charge of the marketing function (Wo) is larger in
the groups producing shawls (Vs). Since most of the groups have begun producing shawls
only recently, it is important to introduce the shawls to consumers in order to increase the
opportunity to sell their products. Therefore, the marketing function is important for groups

producing shawls.

Table 4.3 Results of multiple regression analysis showing the relationship between
percentage of committee members in charge of each function and the production of each

silk product type

Coefficient®
Constant Vi \VZ% \V2% \V2% Vs: Vs \Z5 R R?
Production Production Production Production Production Production Production
of dyed  of sarongs of of scarves of shawls  of cloths  of small
silks loincloths items
WS-: Percentage of 13.099  -0.801 -1.208  -3.777 2.357 -2.625 -3.651 1510 |0.505 0.255
committee members in
charge of the quality
control function
t-value| 8372  -0.473 -0.618  -1.882" 0.846 -0.925 -0.818 0.551
W,: Percentage of 14.630 -3.979 -3.507 2.448 -3.819 6.769 7.193 -5.023 0.478 0.229
committee members in
charge of the
marketing function
t-value 9.221 -2.319"  -1.769" 1.203 -1.352 2.352™ 1.589 -1.806"

Source: Author’s calculation based on a 2020 survey.

Notes:

1) 1 did not include production of Mudmee (Vs) as one of the independent variables as all
60 groups produced Mudmee.

2) **and * are significance levels at 5% and 10%.
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c) The relationship between the designation of committee members in charge of
non-specific functions and the fundamental variables

I also analyzed the relationship between the designation of committee members in
charge of non—specific functions and the fundamental variables by using logistic regression
analysis. The results from the binary logistic regression shown in Table 4.4 indicate that
the number of group members (U1), amount of receipts (U2), and the number of silk
product types (Us) did not influence the designation of committee members in charge of
non-specific functions ().

On the other hand, with an increase in the aging of the groups (U4), the tendency to
designate committee members in charge of non-specific functions increases as well.
During our interview, the group leaders mentioned the following: “At the beginning stage
of the groups, the distribution of functions and the administration of committee members
are not very clear. After the groups have worked or have performed group activities for a
few years, the group’s management developed as committee members were appointed to
be responsible for clear functions and the committee members in charge of non—specific
functions were authorized. So, the group activities were done faster.” Likewise, with the
passing of time, the amount of group activities increased, making the committee members
take on larger tasks. Therefore, the designation of committee members in charge of non—
specific functions has become important in order to decrease the work load of those in
charge of specific functions such as coordinating, financials, production, marketing, and
seminar and meeting participation. Moreover, those in charge of non—specific functions are
akin to the general group members, serving as a bridge between fellow committee
members and general group members. The committee members in charge of non—specific
functions are able to quickly report information concerning the group to those in charge of
specific functions. Therefore, the tendency to designate committee members in charge of

non-specific functions increases with the aging of the groups.
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Table 4.4 Results of binary logistic regression analysis showing the relationship between
the designation of committee members in charge of non-specific functions and the

fundamental variables

Coefficient*

Constant  U;: The Us: Us: The  Ug Age| Cox & Percentage
number of Amount of numberof ofthe | SnellR  Correct
group receipts  silk product groups | Square

members types

Y: Designation of committee members in charge of -1.829 0.038  -0.000 -0.133 0.146 0.176 78.33
non-specific functions

p-value| 0.274 0.179 0.339 0.547 0.029™
Exp.(B)| 0.161 1.039 1.000 0.875 1.157

Source: Author’s calculation based on a 2020 survey.

Note: 1) ** is the significance level at 5%.

d) The relationship between the number of committee members in charge of each
function and the production of each silk product type

Through multiple regression analysis, | analyzed the relationship between the
number of committee members in charge of each function and the production of each silk
product, with the following results (Table 4.5)*. 1 have shown only the results of the
regression analysis in which there are statistically significant variables. In the regression
analysis, | also designated the number of group members (U1) as an independent variable
in order to absorb the effect of group scale difference as it influences the number of
committee members in charge of each function.

The groups which produced dyed silks (V1), sarongs (V2), and small items (V7)
were characterized with a small number of committee members in charge of the marketing
function (Xg) because these product types were mostly custom produced for consumers.
On the other hand, the groups which produced shawls (Vs) and/or cloths (Ve) had a larger
number of committee members in charge of the marketing function (Xo). This is explained
by the fact that these product types are processed and fashionable, thus with a higher retail
price, which in turn increases the demand for marketing and sales promotion.

The groups which produce sarongs (V2) were characterized with a small number of

committee members in charge of the seminar and meeting participation function (Xzo).

4 R? values are also small. The reason is guessed as follows: Xg and Xy are influenced not only by the
production of each silk product type but also by other factors such as group size, attitude towards marketing,

and the policy embraced by the group leader, etc.

87



Most of the topics in the seminar and meeting programs do not focus on special skills
related to sarong production as much as the main product types, such as Mudmee which all

silk weaving groups in this study produce regularly.

Table 4.5 Results of multiple regression analysis showing the relationship between the
number of committee members in charge of each function and the production of each silk

product type, including the number of group members

Coefficient!

Constant \VH V,: Vs: Vg4 Vs: Ve: V7 Uq: The R R2
Production Production Production Production Production Production Production number
of dyed silks of sarongs of loincloths of scarves of shawls of cloths of small of group

items  members

Xg: The number of 2.930 -0.710 -0.994 0.743 -0.567 1.353 1.853 -1.304 -0.006 |0.480 0.230
committee members
in charge of the

marketing function

t-value 7631 -1.881" -2.223" 1.628 —-0.912 2.115™ 1.827°  -2.100™ -0.840

Xio: The number of 1965  0.120 -1.034 0.630 -0.376 0.820 1.064 -0.636 0.009 |0.408 0.166
committee members
in charge of the
seminar and meeting
participation

function

t-value| 4.593  0.284 -2.075™ 1.239 —-0.543 1.150 0.941 -0.919 1.106

Source: Author’s calculation based on a 2020 survey.

Notes:

1) I did not include production of Mudmee (Vs) as one of the independent variables as all
60 groups produced Mudmee.

2) **and * are significance levels at 5% and 10%.

4.2.4 Similarities among a pair of functions directed by the committee members

Next, | analyze the degree of similarity between the pair of functions (F1-F10)
based on the percentage of functions directed by committee members in the silk weaving
groups. Table 4.6 shows the degree of similarity between the pair of functions (F1-F10).
The degree of similarity fluctuates, with values ranging from 7.50% to 70.65%. The
average percentage among the 45 pairs is 27.68%. Moreover, 22 of the pairs had an above
average percentage, which is bolded in Table 4.6. Then, there are many committee
members taking charge of several functions. This is because of their special skills, and a
shortage in committee members. As a result, there are likely many committee members

having to take charge of several related functions at the same time.
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In order to check whether there are any differences in the degree of similarity
between the two targeted sub—group scales of Ui—Us among the surveyed groups, |
calculated the correlation coefficients between the average degree of similarity for the 45
pairs of functions as follows:

The correlation coefficient between the 30 largest groups measured by the number
of group members (Uz) and the 30 smallest is 0.914. The correlation coefficient between
the top 30 groups measured by amount of receipts (U2) and the bottom 30 is 0.877. The
correlation coefficient between the top 38 groups measured by the number of silk product
types (Us) and the bottom 22 is 0.849. The correlation coefficient between the 31 older
groups measured by age of the groups (Us) and the 29 younger ones is 0.903. | could not
adopt an equal number for all of the groups for the two targeted sub—group scales as many
groups exhibited the same variable values. Thus, | adopted a different number of groups
for the two targeted sub—group scales in the case of the variables Us and Ua. These
correlation coefficients are statistically significant at the 1% level.

The high correlation coefficient values indicate that the degree of similarity
between the pair of functions are not influenced by the difference in the number of group
members, the amount of receipts, the number of silk product types, and the age of the
groups. Therefore, the degree of similarity between the pair of functions is almost identical

among the silk weaving groups.

Table 4.6 The degree of similarity between the pair of functions directed by the committee

members

F1 F2 F3 F4 F5 F6 F7 F8 F9 F10 | Mean
F1 — 3761 7056 750 917 4167 5247 40.69 26.86 51.79 | 37.59
F2 | 37.61 — 3461 2274 2297 3015 3432 3013 2519 4282 | 31.17
F3 | 7056 34.61 — 1583 1289 3594 4283 3411 2767 4571|3557
F4 750 2274 15.83 — 1169 847 925 1089 1171 16.35 | 12.72
F5 917 2297 12.89 11.69 — 1032 1592 1599 956 13.10 | 13.51
F6 | 41.67 30.15 3594 847 1032 — 3781 2814 2610 34.49 | 28.12
F7 | 5247 3432 4283 925 1592 3781 — 3407 2325 4314|3256
F8 | 40.69 30.13 3411 10.89 1599 2814 34.07 — 2120 3543 27.85
F9 | 26.86 2519 27.67 1171 956 26.10 2325 21.20 — 32.61 | 22.68
F10 | 51.79 42.82 4571 1635 13.10 3449 4314 3543 32.61 — | 35.05

Source: Author’s calculation based on a 2020 survey.
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Next, | set four levels for the degree of similarity in order to further clarify the
similarities, as shown in Figure 4.4. Most of the committee members served several
different functions, and there is a tendency that the degree of similarity between F1 and F3,
F1 and F7, and F1 and F10 is higher than 50%. Furthermore, the degree of similarity
between F1 and other functions (F2, F3, F6, F7, F8, and F10) is relatively high, whereas
they are lower with the functions F4, F5, and F9. Meaning, the group leaders could not
focus only on the overall governing function but had to also be in charge of several
different functions.

In the case of high relative similarity among functions, such functions are mostly
related to the internal activities of silk production. However, the marketing function (F9) is
focused on external activities in order to publicize and promote silk products to consumers.
Therefore, there are few cases where the marketing function and internal functions are
practiced by the same committee members, excluding the seminar and meeting
participation function (F10). As for F10, not only the internal functions, but also the
external functions such as marketing activities are treated as a subject. Thus, the
relationship between F9 and F10 is also relatively strong. As for the internal functions
(from F1 to F8), they may not exhibit the same strong relationships with F9. The
committee members in charge of the marketing function (F9) are skillful in terms of
flexibility in publicity and sales promotion using social media channels and in person
connections, which translates to an intensive external interaction activities. Therefore, the
percentage of similarity between F9 and the internal functions tend not to be very high.

News and information are important to improve committee functions related to
both internal and external group functions. Therefore, the degree of similarity is relatively
high between F10 and the other functions, excluding F4 and F5. Why F4 and F5 are the
exceptions might be due to these functions being responsible for recording group
information and managing the group finances, functions which hardly use the same
committee members in charge of other functions. In fact, F4 and F5 have to be directed by
special committee members who are young, have good eyesight, and good financial
knowledge to record and manage the related information. However, the other functions
such as administration, pattern design, quality control, production, and seminar and
meeting participation could be relatively well-managed by the same skillful committee
members. Therefore, the degree of similarity is relatively low between F4 and F5 and the

other pairs of functions.
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Figure 4.4 Four levels showing the degree of similarity between the pair of functions
directed by the committee members

Source: Author’s calculation based on a 2020 survey.

4.3 Conclusion

This study underlined the factors generating the variety and characteristics of each
committee in silk weaving groups.

These factors are the number of group members, amount of receipts, the number of
silk product types, age of the groups, and production or non—production of several silk
product types. However, each factor only partially influences the committee
characteristics, and there are no factors influencing all aspects of the committees’
characteristics. For example, the number of silk product types and the production or non—
production of several such types influences only the number and/or the weight of
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committee members in charge of several types of functions. The aging of the groups
influences only the designation of committee members with non—specific functions.
Between the variety of committee characteristics and the factors generating their
variety, the following are intervening elements: 1) the possibility of quality differences
among group members, 2) the necessity to develop many patterns, 3) the necessary number
of group members to whom important information should be shared, 4) the degree of
necessity for marketing activities (e.g. the degree of order based production, the degree of
procession and fashionableness), 5) the trade—off relationship between functions where
there is an increasing percentage of committee members in charge of specific functions, 6)
the necessity to make committee members’ responsibilities clear, and 7) the characteristics
and required level of production skills and marketing activities of each silk product type.
On the other hand, it has become clear that the degree of similarity between any
pair of functions varies because of differences in the relational degree between the pair of
functions. There are combinations of functions that are relatively easy to be directed by the
same committee members and combinations of functions for which it is difficult to do so.
However, the degree of similarity is not influenced by the differences in fundamental
characteristics such as the number of group members, amount of receipts, the number of

silk product types, and the age of the groups.
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Chapter 5

Factors creating additional income among good and excellent

silk weaving groups in Northeast Thailand

The chapter is divided into three sections. The first section elaborates on the outline
of the survey which includes general structure and activities of the groups, survey method,
and the additional income creation, its related factors, and the regression analysis model.
The second section discusses the results and discussion the factors creating the additional
income including the statistical information of surveyed silk weaving groups. The last
section is conclusion. Through this exploration, this discussion provides a clear
understanding of analysis the important factors that affect the creation of additional income

among silk weaving groups.

5.1 Outline of the survey

This section comprises of 1) survey method of the silk weaving groups and 2)
additional income creation, its related factors, and the regression analysis model. The
general information of the surveyed silk weaving groups and the surveyed area are

explained in the previous chapter (Chapter 4).

5.1.1 Survey method of the silk weaving groups

Purposive sampling was used to select silk weaving groups that had consistently
performed group activities for at least five years. All of the silk weaving groups surveyed
in this study belonged to some kind of formal community group', as they were registered
with the Agricultural Extension Office or the Community Development Department. The
surveyed groups in this study were introduced by government officers from the
Community Development Department, and according to an evaluation, were classified as
good and excellent. Due to this classification, there is a high possibility of these groups

continuing to perform their activities for many years. Consequently, the analysis

! There are also informal silk weaving groups in communities as they are not registered under any kind of
government organization. However, the fundamental structure of the informal silk weaving groups is similar

to that of the formal silk weaving groups.
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concerning additional income creation is useful to these groups, as additional income
creation will continue to be an area of concern in the future. The purposive sampling
targeting these groups is valid as it enables the gathering of appropriate samples for the
study objective.

Key informants (group leaders or group committee members) were interviewed
using questionnaires. The interviewees answered several questions and evaluated change
scores during the recent five years (from 2012/13 to 2016/17) for additional income
creation and its related factors. More than 60 silk weaving groups were interviewed from

December 2017 to January 2018. As a result, 55 groups were applicable for the analysis.

5.1.2 Additional income creation, its related factors, and the regression analysis model

Additional income creation was measured using the weavers’ income change scores
in silk weaving groups during the recent five years”. Referring to the additional income
creation change scores, a score of +10 indicates a substantial increase, a score of 0
indicates no change, and a score of —10 indicates a substantial decrease”.

In this study, I determine two types of factors creating additional income. One type
relates to structural factors such as X;: Age of the groups, X,: Percentage of group
members who were younger than 50 years old, X3: Percentage of weavers in the group, X4:
The number of group members, and Xs: The number of group committee members. The
framework of the silk weaving groups is characterized by structural factors.

The other type concerns activity—related factors. As for these factors, I measured
the change scores of group activities or activity results. Judging from the perspective of
additional income creation, these factors appear to be important. Therefore, this study
adopts several important activity—related factors with reference to the factors adopted from

previous studies. The activity—related factors in this study are Xs: The number of group

2 Although a recent five—year change is a short-term change, stacking short—term endeavors leads to long—
term development. Therefore, judging from the standpoint of the development of each silk weaving group,
conducting an analysis using the five—year change score is important.

3 Several questions related to the additional income creation and its related factors were used in the interview
to obtain the change scores for the recent five years from the group leader or committee members. For
example, referring to the question concerning traditional knowledge transfer, the question was: “How did the
transfer of traditional knowledge about silk weaving techniques change in the recent year, compared with
five years ago? Please answer the integer number of change score based on a scale from —10 to +10.
A score of +10 indicates a substantial increase, 0 indicates no change, and —10 indicates substantial

decrease.”
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activities created, X7: Traditional knowledge transfer, Xg: Sales activities supported by the
groups, Xo: Sharing of information on the group situation among the group members, X;:
Possibility of having a successor, X;;: The amount of group funds, and X;,: The number of
customers. I also measured the activity—related factors’ change scores during the recent
five years, excluding X¢, where I used the actual number of group activities created during
the recent five years.

I subsequently analyzed the relationship between additional income creation and
the two types of factors creating the additional income by applying a multiple regression
analysis. | adopted an additional income creation change score as a dependent variable, and
the twelve factors creating the additional income as independent variables. The activity—
related factors are basically measured by change scores. However, using the change scores
directly would lead to a bias of the parameters for the factors by the measurement error of
the factors, as they were measured by discrete values (integer values). Therefore, to
address this problem in the regression analysis, the factors X7, Xs, Xo, X109, X11, and X,
were changed to binary values based on the median value of each variable, and new

dummy variables (D) were created as follows:

D;=11incase X7>20, D;=01in case X7 <0
Dg=11in case Xg>7, Dg=01in case Xg <7
Dy =1 in case X¢> 8, Dg =0 in case X¢ < 8
Dio=11n case Xjp>0, D;p=0 in case X;p <0
Di; =1in case X;1=8, D1;=0 in case X;; <8

Di;=11n case X2>6, D=0 1in case X, <6

I used the median as a threshold for setting the value of 1 for each dummy variable,
so the number of samples belonging to each category did not become very unbalanced.
There is another reason for not adopting the middle point (0): X9 cannot be adopted as a
threshold, as its minimum value is 0. In this study, as I analyze the effects of factors
relating to D;—D), based only on the relative degrees of the change scores, the adoption of

the threshold, other than the medium point, is not a problem.
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The frequency of each category corresponding to the value (1 or 0) of dummy

variables is shown as follows:

D;=1:47,D;=0:8
Dg=1:28,Dg=0:27
Dg=1:28,Dg=0:27
Dip=1:49,D1p=0:6
D;1=1:29,D;,=0:26
Dip=1:28,D,=0:27

The regression analysis on the relationship between additional income creation and

factors creating the additional income is modeled as follows:

Y=0,+a, X, +...+0, X, +a,D, +...+a,D,,+¢ (1)

Where v = the additional income creation change score during the recent five years,

x,-x,and b, - p,,= the factor creating the additional income, and

& = error term.

5.2 Results and discussion
5.2.1 Information of surveyed silk weaving groups

Table 5.1 presents the descriptive statistics of the additional income creation
change score (Y) and the factors creating the additional income (X) for the 55 surveyed
silk weaving groups. Concerning the other important indexes of the surveyed groups, on
average, the number of silk product types is 4.3 (ranging from 1-9 types). The product
types with the highest annual sales percentage was Mudmee (42.9%), followed by Dyeing
(21.4%), Sarong (11.8%), Loincloth (8.7%), and Shawl (7.3%). Furthermore, the average
net income of a group weaver per year is 633 US dollars (ranging from 147-1,759 US
dollars)*.

41 US dollar was 34.11 Thai baht in 2017.
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Table 5.1 Descriptive statistics of the additional income creation change score and the

factors creating the additional income

Variables Max. Min. Mean Median S.D. N
Y: Additional income creation change score 10 -8 6.4 8 39 55
X;: Age of the groups (years) 42 5 15.8 15 7.3 55
X,: Percentage of group members who were younger than 50 years old 76.2 0.0 287 24 195 55
Xj: Percentage of weavers in the group 100.0 10.7 55.0 40 33.0 55
X4: The number of group members 106 10 34.6 28 234 55
Xs: The number of group committee members 15 4 8.6 9 37 55
X¢: The number of group activities created 6 1 3.1 3 1.3 55
X7: Traditional knowledge transfer 10 -10 2.3 0 53 55
Xs: Sales activities supported by the groups 10 -8 5.2 7 47 55
Xo: Sharing of information on the group situation among the group members 10 0 6.2 8 39 55
Xo: Possibility of having a successor 10 -8 2.7 0 49 55
Xi1: The amount of group funds 10 -7 6.7 8 3.6 55
Xi,: The number of customers 10 -5 5.6 6 3.6 55

Source: Author’s calculation based on a 2017 survey

Note: 1) Y and X;—X,, were measured by the change scores during the recent five years.

5.2.2 Factors creating the additional income

The results of the multiple regression analysis based on equation (1) are shown in
Table 5.2. The number of samples is 55. The R* value of the regression equation is 0.411.
This analysis indicates that the significant independent variables are X,, D7, and Ds.

From the perspective of additional income creation, the percentage of group
members who were younger than 50 years old (X») is a fundamental structural factor of the
groups. A higher percentage of group members who are younger than 50 years old
positively contribute to additional income creation. Such members are often active and
determined to earn more income, compared with older group members. Therefore, the
parameter of X, showed a positive sign, even though the significance level was 10%.

As expected, traditional knowledge transfer (D7) is a fundamental and
indispensable function. A high change score for this activity in the groups may assist in the
improvement of additional income creation, as traditional knowledge is useful in producing
silk products. Therefore, the parameter of D; showed a positive sign at a 5% significance
level.

The parameter of sales activities supported by the groups (Dg) also showed a
positive sign at a 1% significance level. Improving the sales activities supported by the

groups is important in terms of increasing the sales volume for the silk weavers in the
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groups, thereby helping the weavers earn much more additional income. It can therefore be
seen that the groups with higher change scores realized higher degrees of additional
income creation.

As for the statistically non—significant independent variables, they could not show

statistical significance because the number of samples was insufficient.

Table 5.2 Results of the regression analysis on the factors creating additional income
Dependent variable r between Y

Y: Additional income and each of the
Independent variables

creation change score independent
Coefficient t—value variables
Constant (a) 1.939 0.725 -
Xi: Age of the groups —0.063 —0.795 —0.124
X,: Percentage of group members who were younger than 0.051 1.764* 0.185
50 years old
Xj3: Percentage of weavers in the group -0.021 -1.104 0.008
X4: The number of group members —0.022 —0.749 0.016
Xs: The number of group committee members 0.063 0.391 0.167
Xs: The number of group activities created -0.162 —0.375 0.254*
D;: Traditional knowledge transfer 3.719 2.596%* 0.358%**
Dg: Sales activities supported by the groups 3.357 2.938*** 0.430%***
Dy: Sharing of information on the group situation among the =~ —1.188 -1.016 0.233*
group members
Dj: Possibility of having a successor 0.258 0.153 0.063
Dy;: The amount of group funds 0.566 0.528 0.183
D1,: The number of customers 1.955 1.658 0.280%**

Source: Author’s calculation based on a 2017 survey

Note: 1) *** **and * are significant at 1%, 5%, and 10%, respectively.

5.3 Conclusion

The results of multiple regression analysis showed that the percentage of group
members who were younger than 50 years old, traditional knowledge transfer, and sales
activities supported by the groups were important factors that affect additional income
creation. Therefore, it can be stated that the measures described below could have a
significant effect on additional income creation.

First, it is important for silk weaving groups to endeavor to increase the percentage

of younger members. This can be done by promoting the training of young people who are
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not group members in silk weaving techniques, as this training will also help in the
recruitment of new weavers.

Second, the activation of traditional knowledge transfer should be practiced by
increasing opportunities for skillful members of silk weaving groups to teach younger
members to enable them to become masters in producing silk products. Third, the
activation of sales activities should be practiced by improving the functions of marketers
within the groups, as they are responsible for sales and for promoting sales activities.

Concerning the structural factors, I obtained and used data reflecting the present
situation. However, as additional income creation is influenced by past situations,
originally past data should be adopted. In that sense, there remains a limitation to this

study.
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Chapter 6

Conclusion

This chapter describes main findings of the study, relationships among three
Chapters, and its implications. The main objective of this study is to analyze conditions for
a group’s continuance, management and income improvement of silk weaving groups in
Northeast Thailand. The data used in this study is collected from group leaders or
committee members of silk weaving groups in Khon Kaen province in several field
surveys from 2016 to 2020.

6.1 Conclusions

The main findings are further divided into three sections as the following.

6.1.1 Conditions for continual operations and activities of silk weaving groups in Northeast
Thailand

The study analyzed the conditions for improvement of silk weaving groups by
clarifying factors contributing to the continuance of silk weaving groups based on four
business functions. According to the results of the study, the factors contributing to the
continuance of silk weaving groups based on the four business functions have become
clear excluding organizational function. As for the results of the study could not find the
differences in factors of organizational function contributing to the continuance of silk
weaving groups, therefore the other three functions will be explained below.

From the perspective of production function, the popularity of the continual groups,
the products’ quality, and the high price of silk products including several ways to support
weavers (e.g. loan, materials, hiring, and funds) contribute to a groups’ continuance.
According to the price of silk fabric such as Mudmee, the continual groups could sell it
with higher price than the discontinued groups; it might because the popularity of the
continual groups and the quality of the products is controlled well. This led to a low ability
of the discontinued groups to increase income for re—production in the next cycle and be
one of the reasons to discontinue the groups. The results also showed that the number of
the production management patterns is one of the important factors to keeping a groups’
continuance. The continual groups provided various ways to supports the weavers such as

loan, materials, hire, and funds. Moreover, the continual groups had sufficient funds to
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purchase silk fabrics from weavers, it implied that the weavers can sell their products to the
groups directly and get paid quickly. However, in the case of the discontinued groups, the
groups provided only the method of consigned products for the weavers. This means that
the weavers have to wait until the products could sell before receiving funds and get back
the ones that could not sell out. Therefore, if the silk weaving groups have various
production management patterns to support their weavers, it will contribute to re-
production in the next production’ cycle and lead to the continuance of silk weaving
groups. Thus, it can be concluded that the differences in factors of production function
contribute to the continuance of silk weaving groups.

From the perspective of marketing function, the various places and ways of the sale
contribute to stable receipts which drive the groups keep continuing operations and
activities. The continual groups mostly have various ways to sell their products, while the
discontinued groups mostly sold their products to walk—in consumers inside the village.
Likewise, many ways to sell products result in liquidities of weavers’ income and group
funds in order to support re—production which contributes to a groups’ continuance. The
continual groups had more ways to sell their products than the discontinued groups, while
the discontinued groups did not sell products through their groups; this leads to lacking of
liquidity of group funds cycle for weavers to re—production. Thus, it can be concluded that
the differences in factors of marketing function contribute to the continuance of silk
weaving groups.

From the perspective of financial function, obtaining subsidies from several
organizations such as government and NGOs, several ways to collect group funds,
financial strategies of the groups i.e. the groups purchased silk products from weavers by
cash, and keeping some amount of profit after selling silk products into group funds,
contribute to enrich the group fund and drive the re-investment and re—production in the
next cycle. The continual groups obtained financial supports from various organizations,
while the discontinue groups obtained the support from only two organizations. Therefore,
subsidies receiving from organizations are very important for a groups’ continuance.

According to the composition of group funding, several ways to collect group funds
result in driving the re—investment and re—production activities in the groups. The
continual groups collected group funds with many ways, while the two discontinued
groups had not. Thus, the adoption of several ways to collect the group funds is one of the
reasons to keep the continuance of group activities. About the financial strategies of the
groups, the various financial strategies, especially the purchase of silk products from
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weavers by cash, contribute to enrich weavers’ income and groups’ funds. As the continual
groups had more liquidity of group funds and the ways of financial strategies than the
discontinued groups. Concerning the management of group income which related to the
ways to create group funds, especially keeping some amount of profit after selling silk
products as group funds, bring about the groups’ continuance. On the other hand, dividing
the rest of the profits after the sale of silk products to weavers leads to a low creation of the
groups’ funds. The groups’ profits after the sale of silk products will be used for marketing
activities such as sellers' wage (sellers are group members/committee members/leaders),
transportation costs and kept some of the profits into group funds. Therefore, it is
important for the groups to receive a certain amount of profit in order to keep the groups’
continuance. In the cases of the discontinued groups, they almost did not keep some of
profit after selling silk products into the group funds. Based on the above mention, the
groups which kept some profit after the sale of silk products are easy to continue. The
groups should keep some amount of profit and should not distribute an excessive payment
of the profit for weavers in order to continue operations and activities of the groups for
long years. Thus, keeping some amount of profit after the sale of silk products into groups’
funds is one way to driving the groups’ continuance. It can be concluded that the
differences in factors of financial function contribute to the continuance of silk weaving
groups.

Above mentioned, subsidies from organizations are very important for the group
continuance. However, the dependence only for subsidies is not good for the continuance
of the groups. In fact, in case of the discontinued groups, it was a main objective for the
establishment of silk weaving groups to receive support from government organizations
and NGOs. Therefore, it is guessed that the tendency of the discontinued groups expect
subsidies from organizations as a main objective at the establishment stage is also related
to the groups’ continuance.

By the way, the number of surveyed samples was not much and various. The study
results might be insufficient to answer the reasons to keep continuing the overall silk
weaving groups in Northeast Thailand well. However, at least, the study could find out
important reasons to keep the continuance of the surveyed silk weaving groups in order to

enhance further research in future.
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6.1.2 Committee characteristics of silk weaving groups and the factors generating their
variety in Northeast Thailand

This study underlined the factors generating the variety and characteristics of each
committee in silk weaving groups.

These factors are the number of group members, amount of receipts, the number of
silk product types, age of the groups, and production or non—production of several silk
product types. However, each factor only partially influences the committee
characteristics, and there are no factors influencing all aspects of the committees’
characteristics. For example, the number of silk product types and the production or non—
production of several such types influences only the number and/or the weight of
committee members in charge of several types of functions. The aging of the groups
influences only the designation of committee members with non—specific functions.

Between the variety of committee characteristics and the factors generating their
variety, the following are intervening elements: 1) the possibility of quality differences
among group members, 2) the necessity to develop many patterns, 3) the necessary number
of group members to whom important information should be shared, 4) the degree of
necessity for marketing activities (e.g. the degree of order based production, the degree of
procession and fashionableness), 5) the trade—off relationship between functions where
there is an increasing percentage of committee members in charge of specific functions, 6)
the necessity to make committee members’ responsibilities clear, and 7) the characteristics
and required level of production skills and marketing activities of each silk product type.

On the other hand, it has become clear that the degree of similarity between any
pair of functions varies because of differences in the relational degree between the pair of
functions. There are combinations of functions that are relatively easy to be directed by the
same committee members and combinations of functions for which it is difficult to do so.
However, the degree of similarity is not influenced by the differences in fundamental
characteristics such as the number of group members, amount of receipts, the number of

silk product types, and the age of the groups.

6.1.3 Factors creating additional income among good and excellent silk weaving groups in
Northeast Thailand

The results of multiple regression analysis to find out factors creating additional
income showed that the percentage of group members who were younger than 50 years
old, traditional knowledge transfer, and sales activities supported by the groups were
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important factors that affect additional income creation. Therefore, it can be stated that the
measures described below could have a significant effect on additional income creation.

First, it is important for silk weaving groups to endeavor to increase the percentage
of younger members. This can be done by promoting the training of young people who are
not group members in silk weaving techniques, as this training will also help in the
recruitment of new weavers. Second, the activation of traditional knowledge transfer
should be practiced by increasing opportunities for skillful members of silk weaving
groups to teach younger members to enable them to become masters in producing silk
products. Third, the activation of sales activities should be practiced by improving the
functions of marketers within the groups, as they are responsible for the sales and for
promoting sales activities. Thus, it can be concluded that the percentage of group members
who were younger than 50 years old, traditional knowledge transfer, and sales activities
supported by the groups have significant influences to the additional income creation.

Concerning the structural factors, | obtained and used data reflecting the present
situation. However, as additional income creation is influenced by past situations,
originally past data should be adopted. In that sense, there remains a limitation to this
study.

However, all findings in this study clarify the conditions for the group continuance,
management, and income improvement of silk weaving groups in Khon Kaen province,
Northeast Thailand. The number of the respondents might insufficient to provide overview
of the establishment of conditions for the group continuance, management, and income
improvement of silk weaving groups in macro perspective. At least, the study could find
out important factors to keep the continuance of the surveyed silk weaving groups, the
management in committee members, and the income improvement. As for, the
determinants found out from this study were derived from only the surveyed respondents,
therefore finding other factors effecting to improvement in groups’ operations and
activities are needed for further study. In addition, future research can also undertake a
comparative study of different types of businesses in Khon Kaen province or other
provinces which are different types of groups to find out the reasons to make the similarity

or differences in the factors for other kinds of groups or businesses.
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6.2 Relationships among the conditions for continual operations and activities of silk
weaving groups, committee characteristics, and income improvement

The conditions for continual operations and activities of silk weaving groups in
Chapter 3 are related to committee characteristics, as the committee members take an
important role to manage the groups. For example, in the case that the groups could set a
higher price of silk products which result from controlling the products’ quality well, the
groups can consider to designate committee members who are skillful to control the
products’ quality. Also, having various places and ways of sales are related to marketing
activities which managed by committee members (marketers). The skillful committee
members could help with the good management and outcome of silk weaving groups.
Therefore, adjustment and balance of the number and percentage of committee members in
charge of the quality control function and marketing function is important to keep the
groups’ continuance.

Judging from the stand point of income improvement, conditions for continual
operations and activities such as a high price, products’ quality, various places and ways of
sales, and obtaining subsidies and keeping some profit into group funds are important
factors. For instance, good quality of silk products could be sold with high price which
help with increase in weavers’ income and group funds. Furthermore, Having various
places and ways of sales would increase an opportunity to sell silk’s products and stable
receipts. Obtaining subsidies and keeping some profit into group funds also could drive re—
production cycle and help with an increase in income level of weavers and group funds.

Moreover, committee characteristics are also related to income improvement. If
there is a large number or percentage of committee members with their good skills and
clear responsibility in charge of each function, the possibility to manage the groups would
be great, which lead to receive the excellent outcome (income) of the groups. This would
assist the income improvement for silk weaving groups. Therefore, all of these three
Chapters are related to each other and useful for the further development of silk weaving
groups in Thailand.

6.3 Implications of the study
1) The activation of the popularity of silk weaving groups by controlling products’
quality and beautiful products’ patterns would assist the groups to set the high price of silk

products.
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2) Having several ways to support groups’ weavers (e.g. loan, materials, hiring, and
funds) should be emphasized to increase weavers’ income which is useful for re—
production in the next cycle.

3) The various places and ways of the sale would be helpful for sales alternative
and stable receipts which drive the groups keep continuing operations and activities.

4) Obtaining subsidies from several organizations such as government and NGOs is
essential to drive the re—investment and re—production in the next cycle.

5) Having several ways to collect group funds is important to driving the re—
investment and re—production activities in the groups.

6) The various financial strategies, especially the purchase of silk products from
weavers by cash, could enrich weavers’ income and groups’ funds.

7) Keeping some amount of profit after selling silk products as group funds, should
be practiced to activate the groups’ operation and its continuance.

8) It is important for silk weaving groups to make committee members’
responsibilities clear.

9) It is important for silk weaving groups to endeavor to increase the percentage of
younger members. This can be done by promoting the training of young people who are
not group members in silk weaving techniques, as this training will also help in the
recruitment of new weavers.

10) The activation of traditional knowledge transfer should be practiced by
increasing opportunities for skillful members of silk weaving groups to teach younger
members to enable them to become masters in producing silk products.

11) The activation of sales activities should be practiced by improving the functions
of marketers within the groups, as they are responsible for the sales and for promoting

sales activities.
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No. Dj

Background and characteristics of Community—Based Enterprises (CBES)

Survey questionnaire titled

A Case Study on Silk Weaving Groups in Khon Kaen Province, Northeast Thailand

The questionnaire consists of five parts as followed;
Part 1 General information of silk weaving group

Part 2 Organizational management of silk weaving group
Part 3 Objective achievement of silk weaving group
Part 4 Supported organizations of silk weaving group

Part 5 Problem, requirement and other questions of silk weaving group

Date of interview: ......... / August / 2016  Interview Time: ........... ~ eeerrnens

The priorities of selected group; only mark two choices please continue interview
1) Form as a group > 3 years (feauflungu'lisnh 3 7))
2) Active > 3 years (produce and sell products waauazinsdus lidini 3 1)

2) Registered as community enterprise (CBE) before 2016 and/or extend until present

. . oAl
amziboudmunsgusu noull 2016 nazdenzifisunnudadapiu; Being CBE since fluiamndauail ........

Besides register CE, does your group being as follow? (can select more than one choice)
nquilszinndun

D 1) Women group nquasis/withu D 2) OTOP auswilsdhuaniisndndasi

D 3) Cooperative awnsal D 4) Khon Kaen Silk Cluster n3aiwgaaminssunionln

YouLUAU

RESPONAENT’ S NAMIE: ...ttt
Telephone NUMDET: ...

House No. ..., Village No....., Sub-district*...., Chonnabot district, Khon Kaen province

GrOUP S MM ..ttt ittt ettt et et ettt et et et et e et e e et et

*Sub-districts:

1= Por Daeng ilouas 4= Huai Khae #eun 7= Chonnabot suun
2= Sri Boon Rueng #yaises 5= Kud Pia Khom pasiievey 8= Wang Saeng jwuas
3= Ban Taen ihuuwu 6= Non Pa Yom Tuunzeeu
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Part 1General information of silk weaving group

1.1 Information of group leader

1 AQE: e, years old
2. Gender O 1) Female [ 2) Male
3. Education* [ 0) No education [] 1) Non formal education (level) ........

[ 2) Elementary school ] 3) Junior high school
[ 4) Senior high school ~ [] 5) University
O 6) Others (SPECITY) ...ovei e,

4.1 Mainjob [ 1) Sericulture [ 2) Producing silk products [ 3) 1) and 2)
O] 4) Farmer [ 5) General employee
L1 6) Government officer (SPECITY) ....vvvvveeeeeeeeeeeeeeeeeeeeeee,
L 7) OWn bUSINESS (SPECITY) ...,
L] 8) Others (SPECITY) «...vveeeee e,

4.2 Secondary job [] 0) No secondary job [] 1) Sericulture
J 2) Producing silk products ~ [13) 1) and 2)
L] 4) Farmer [] 5) General employee

O 6) Government officer (SPeCify).........ccooiviiiiiiiiien
[ 7) Own bUSINESS (SPECITY) +..vvvveeeeeeee el
] 8) Others (SPECITY) ....oviei i

5. Does group leader have own business relating to silk products?
su(dsznmngu) Sgandaumiinetessunsd e lnurield
O oyNo [ 1) Yes
If answer “yes” please answer below, if “No” please skip to the next questions
When did you have a business? (before or after forming group)
fsnaneuniendatenandumerhlny
[ 1) Before having group ] 2) After having group
How do you think silk weaving group contribute to your (silk) products selling?

(have or not have) nquned lnuiinasensmuiod liuvesgsianuedials Gnande liiina)




Part 1 General information of silk weaving group (continued)

1.2 Information of group

1. When did silk weaving group establish? iidedndgu

2. How many kilometers do your group far from Chonnabot city? szezmannnguialuduiies

3. Number of group’s members (people) swauansnluilinedaazdogiy

Established year

Present

Number of total group’s members swauannlunqu

Number of weavers siwauaune

4. What kind of product certifications did your group receive?

Which highest level?

FEAUIYA

Which product?

datlsgaailszianesls

When did you get
highest level?

Y yo o o
ﬂﬂ‘lﬂﬁﬂi’]\?'\lﬁﬁgﬂﬂqﬁqﬂ

[ 1) Stars award
szauanves OTOP

[ 2) Thai silk

award ATIUNYI

*Quality certifications:

- Levels of stars (One Tambon One Product (OTOP) 1 - 5 stars); 5 stars are the highest standard
- Types of Thai silk; 4= Royal Thai Silk (Gold), 3= Classic Thai Silk (Silver), 2= Thai Silk (Blue), and 1=

Thai Silk Blend (Green)

Note:

-The first year that your group got certificate
-Whichlevel? ...l Which product’s type? ...........coooeiiiiiiinnl.

-The number of households that related with silk weaving in village

-The number of households that does sericulture and/or weaving in village ................
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qT1

1.2 Information of group (continued)

5. How much percentage did your group produce and buy from others? (last year) dadavesdudiingunanldios azdudifingusiusauriosenniion

OJ 1) Produced by group

.......... %

[ 2) Gathered or bought from others using group budget

6. What types of products did your group produce last year? dszinnausiingunaeiliug

Types of group’s products
riadunnguraauazuesouiln

v
a1

Size of products
(specify unit
afterward)

Total production
Fuiinanldnanua

Selling price

FIMVIIADNUIY

(Baht/unit)

Cost of each product
FIMAUNUADNLIG

(Baht/ unit)

Surplus keeping in
group dauannsine

nqu (Bath/.........)

O 1) Thread (idwln)
[(J1.1 Weft thread (1nnis)
[J1.2 warp thread (1nui)

[J2) Mudmee (sianil)

O 3) Dyed silk (shitu/ihdend)

L] 4) Sarong (1a34)

[J 5) Loincloth (fanif)

O 6) Scarf (fiunoe)

O 7) Shawl (faqulua)




oTT

1.2 Information of group (continued)

Types of group’s products
wiagumnnguuaauazeseuiln

v
taa

Size of products
(specify unit
afterward)

Total production
Fumiinga ldnanua

Selling price

FIMVIADNUIY

(Baht/unit)

Cost of each product
SIMAUNUADNUIY

(Baht/ unit)

Surplus keeping in
group dausaiiviniin

nqu (Bath/.........)

[J 8) Cloth (i#e)
[J8.1 Men cloth (i#ogo)
[] 8.2 Women cloth (ideduds)

[ 9) Other (specify)

Note:

-Did your group remain the products (in stock)?

-How long did your group can sell the remained products?

-Last year did a group buy or others ask your group to sell the products on behalf of your group?

Wnudnguldsudinneniededudrninnsets (nquau/audn) udniwneluuuvesnguwseli

-Did your group keep the surplus of buying and selling prices as a group in come?

K2
nguiniRuaIuAINMINEdURIINMsAnens e NNguIAs 0sv 1T NG e Taj

-How much percentage did your group keep as group income aafludadiuiumla




Part 2 Organizational management of silk weaving group

2.1 What kind of thread did your group buy or produce? How much volume and value of

' v
that threads? dulwuiszianlnuiingudensendans Suaunazyadveadu lny

] 1) Weft that you produced waméulwurues; Produced waaes .............cco.veee.. %
Volume ..............unit ................ovalue o Baht

O 2) Weft that you bought derdulwusjs; Bought &o ......................... %
Bought from WHere? Seidumai . ........oeeee e e
Volume ..............unit ... cvalue ..o Baht

What were the constraints affecting thread production?

A 9 o w a Y v d
a:"liﬂ’asu’omﬂﬂmaqmiwamaullwuwwmﬂqu

[J 3) Warp that you produced wamdilusues; Produced adaes ..............coeen..... %
Volume .............unit ... cvalue ..o Baht

01 4) Warp that you bought deiéuTvtu; BOUGNE 80 ......vvveeeeeeeeeeeeeeee e, %
Bought from WHere? SerdutuiIni. ..........oeeeiee e
Volume .............unit ... cvalue ..ol Baht

What were the constraints affecting thread production?
oz lsAeefriaiilingunandu lnutu li1g

Note:

117



Part 2 Organizational management of silk weaving group (continued)

3. How did your group collect the products and keep as group income
(can answer more than one choice)

oA v o @ a F ) ' 1
ﬂquu;}ﬂuuumiiamm, V1Y uazwﬂmvlswmnﬁmwﬁummﬂquamﬂs

Percentage?
(100%)

[J 1) Group bought members’ products after the group sold these

products, they kept the surplus as the group profit nquiedhlnuiduansnausn

[J 2) Group gathered members’ products, after selling the group

returned money to members then kept the surplus as the group profit nqu

Wiluanondannneaui 1a

[ 3) Individual selling; members sold their products by themselves and

also collected the money (after they sold their products) in group ausn

NeodITNRUUNT I INGN

Where did they sell? ...,

[] 4) Individual sale; members sold their products by themselves

a a I3 v o Ay M Yo Y '
andnranesend Huseladudnlildindngy

Where didthey sell? ...

Note:
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Part 2 Organizational management of silk weaving group (continued)

2.2 Marketing places (can answer more than one choice)

nguaedumn nu veednls duanlszianes s

Marketing places Where? How did Which
Who buys your products? (Specific places) | customers get products?

your products?

[ 1) Queen royal shame

Tasamsradd/aminam

[ 2) Inside village/group

Tungihu/Mnquaates

[ 3) Nearby areas

v

A A ya v o o
funlndinedludlvania

OJ 4) Other provinces

Tanindug

[J 5) OTOP, boosts or events

neluauaieg uieau OTOP

[ 7) Others (specify)

Note:
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Part 2 Organizational management of silk weaving group (continued)

2.3 How did your group select the leader? nquiiismsidentszsuedials

2.4 Patterns of decision making;
2.4.1 How does your group make a decision?
[] 1) Gather opinions, make decision and agreement together agulesauiiu
How does your group gather opinions and make the decision together?

a Q o a ,
SwswaNuAaiutazaaduledisls

2.5 What are the roles of committees and members relating group activities?

unumunihivesnznssumsiazannlunquiles lsths
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Part 2 Organizational management of silk weaving group (continued)

2.6 How much is group fund? swaulunungu ...oooeveeiniiii Baht

How does your group accumulate group fund? finmsszauiununislunguedials

How does your group use or allocate this group fund? nquldiunuedia’ls/1dies 1sths

2.7 What kind of systems does your group have? ilszianvesnisszaniiunulungu

[0 2.7.1 Saving system mseeuninglungy

Does your group based on saving group when establishment?

& ' Al ¥ ) A '
nJuﬂquaauﬂﬁWﬂnaumnqwam"lwnwia"lu

J 0) No O 1) Yes
Describe the reasons why your group based on saving group when establishment.

0TI ANE
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Part 2 Organizational management of silk weaving group (continued)

[J 2.7.2 Share system msszaudunga

What are the purposes? sagilszassntinisszaniulunguiossls (1iuushes 131ha)

an

Y 1)
Fmsszaufuodialy)

zD

How do your group implement? (nqu

[J 2.7.3 Loan system misdtuisusungy

What is the purpose? jagiszasdiiins Ifaundndtutulunquioesls (1Wdduieries 1s1ha)

Note:
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Part 2 Organizational management of silk weaving group (continued)

2.8 Debt, profit and loss statement of group (or ask balance sheet) wiiau uazilsvoangu

2.8.1 Does your group have debt? OoyNo [1) Yes
If answer “Yes” how much? .........coveeiiiiiiini.. Baht
WHhEIe? .o WHhEN?

2.8.2 Does your group have profit? [JO)No  [J1) Yes
(fill out the detail in table 2.8.2-A)

If answer “Yes” how much? ........oooimieiiiiiiiinea... Baht

2.8.2-A Profit allocation mssaassilsveangu Percentage

1. Member dividend Suiluwangu

2. Manager allowance msenunuamznssuns

3. Group fund Runungu

4. Implementing expense mduiunungu/mldiiooug melungu

. Member welfare asadnmsansn

o o1

. Community welfare afa@msyuru/amisuilss Tond

7. Other (SPECITY). ...t e

Total profit last year 100%

Note:

-Duration of dividend distribution sudeuiisuna

-History of group debt Jsz5amsdoutuvesngy
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Part 3 Objective achievement of silk weaving group msussgiagiszasdvesngu

3.1 What are your group’s objectives Level of Remarks/reasons
inguszasnvesnguiioz 15t achievement A0d19/mara
nguussqIzalnu
312|110
DL
2 e
L 3 e
L1
L 5

3.2 Which level of your group implementation is

o Aa J ) o
successful? msautivauvesnguilsyauanuduioseanlnu

* Levels of objective achievement: 3= good, 2= moderate, 1= low, 0 = not achieve

Note:

S A o o o ' ' o 3 o a
present? ozlsiiluasdnngiihldnguuesmulszaunadise uazduivauunidouiamn

What makes your group can be successful or can continue the implementation until
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Part 4 Support of silk weaving group

4.1 Supported organizations since established
year (can answer more than one choice)

What did they support? When? aifuayuezls iio'ls

(Budget suilszinaiiiluiuaa /Materials $agau-ginsai-Tssden/Training anwg /PR dssanduius-

Uszaman)

[] 1) Office of Chonnabot district Community
Development (viauguau sunewuun)

[] 2) Office of Chonnabot district Agricultural

Extension (dnwinsunsassuneyuimn)

[] 3) Khon Kaen Industrial Extension Center

s ' =
(udgaeunssuvenuny main S)

] 4) Office for Agriculture and Cooperatives
Khon Kaen(awnssimsinuasveuunn)

] 5) Queen Sirikit Sericulture Center (Khon
Kaen)

4 ] a = a
(guaviou lnumdunszinesd)

[] 6) Office of Commercial Affairs Khon Kaen

(dninaumndivdveunnn)

] 7) Sub-district Administrative Organization
(SAO) (eun)




9¢1

4.1 Supported organizations since established
year (can answer more than one choice)

What did they support? When? miuayues s iiio'ls

(Budget swlszinaiiiluiuaa /Materials Sagau-ginsai-Tsadeu/Training anwi /PR szanduiug-

Uszenuan)

[] 8) Provincial Administrative Organization
(PAO) (o)

[] 9) Non-formal Education of Chonnabot
district (nen.)

[] 10) Collage/University (Gnunds/umiineds)

Collage /gquédfmhin/ Inerdonseidwveunnn

University (specify)........................

[] 11) NGOs i.e. Tiang Jiratiwat Central

aa A Il

department store (yaisuionizsandi lildegaeldningy)

[] 12) Other

(SPECITY). .




Part 5 Problems, requirements and other questions) fa, Fsiingudesnsl$ulys nazsawsun

5.1 What are the problems of group
implementation?

oA 1A @ A A A ]
ﬂﬁﬂﬂ‘l«!‘LNTNﬂqu@lﬂﬂ]ﬂ‘l’iiﬂﬂﬂi’gﬁ1ﬂ$‘liﬁiﬂh

5.2 What do you need to improve more?

: . "
nqudesmse 15 vieanazaliuilgses lslvaau

5.3 Other questions

1) How did your group control standard of
silk products? Who is the one who check the

quality? nquiimsaruquaammdulvu/dme i 1d

. A g P}
133110 Eﬂ\ﬂi Glﬂiﬂﬂ@ﬂiﬂﬂﬁﬂﬂﬂmﬂWWWWﬂ@

2) Please describe the method making

famous of group products (well known).

Y o

a At A o q 94 ' a o q ¥ Y
@ﬁTJ']EJ'J‘ﬁﬂ’]ﬁ‘ﬂﬂ’]ﬂh’i"U@“U@Qﬂqilﬁ']ﬂﬂﬁﬁ']ﬂ ‘I/]ﬂﬁﬁﬂﬂﬁ f

a

3) Please describe the method to access
supporters.

a ax Y2 Y W A Y 1 Yo o
@ﬁu']ﬂ'l‘ﬁﬂ']i!ﬂ]']ﬂﬂﬁjﬁuﬂﬁiélu LW@iWﬂQNqﬂiﬂﬂTiﬁuUﬁHu

4) Did your group produce for only order
from customers or produce free style they

want? How much percentage? nqunanamu order

agupemsonanawla (1eldvse’ll) dadiumla

Thank you very much for your cooperation
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Group No. ...........

Title: Group Funds and Management of Silk Weaving Groups

Date ................. / March /2017 TIME e ™
NAME OF GrOUPD .. e e e e
Villagename ..., MoO................ Tambon ..................
Investment

1. What are the main investments of the group focuses on? How does the group decide or

manage the investment? How is it different from establishment year? fanssuamundnquoanguil

a v "o a o 2 a o ' A & '
2016 fioz1sths nquaadulwazdamsnmisamuiiodnls Insamuuazdanisuanaranilineninguedia’ls

128



2. What are products of the group in 20162 Is it different from establishment year? How?

Does the group increase kind or number of products? Why? i 2559 nquwandudies 151 dszian

A yga a ' N Y oA ' ] ' ' a a v o 1A A A 2 A '
ﬁuﬂTVIﬂfjMwaﬁllﬁﬂﬁqﬁﬂ']ﬂﬂﬂﬂﬁm?ﬁﬂllil llﬁ]ﬂﬁn\iafﬂ\?vli ﬂ@11Waﬁ]ﬁuﬂ‘]iuﬂ‘]u’)ulm‘uﬂ“ﬁi@lwmﬂlu Wﬁavlll LW§1$E]$"l§

Financing
1. In 2016, what dose group funds consist of? Where are sources of the funds? When did

the group get the funds? 1 2559 Aunundulsznevdases lsths Fumdriiunenluy e lsfingu @5 udunuil
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2. When did the group have stable or well operation? How the group financing at that

H = 4 1A o a 4 ~ 2 oA o N ' o
time? lwunnquisudutiumssisunseasu nquiimssanitunuedialslurdinan

3. How did the group get grants and other supports to operate in the group? agusielaitel

lasulumivayu wiemsaivayuoun
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4. Did the group borrow money to invest in the group? Why? Where? When? How did the

. o vye 4 : 4 ' oAl e wd
group manage this loan? nguldgRuiemnamuyiehi msizesls aniilvnu iiie’ls aquuswisitudiedls

Dividend
1. How much profit of the group in 2016? How did the group allocate the profit? Why? nqu

v
Hilsm sl 2559 nquiimsdaassdlsedislsie iludsdaassuuuil
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2. How did the group decide to allocate profit on reinvestment? nqudadulesaassmlaitoasu

aolodals

3. When is the group operating stable or well? How does the group allocate group profits

- . . oo ; z e ew , .
or dividend in that time? lnuiinquisuduiumssnisunazavu nquiinsdaassilsnquriedunasdialsluaa

ngquiusuiu 1A
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Satisfaction

1. Do you satisfy what your group has done so far? Is it better than initial year? Why do

o A

H : 2 4 o A <1 v ad ' a g
you think like that? aaidnitawelaludsiinguldduiiunsunaudmniniiviely dvuniely mswes lstafauumiu

a

Organizational structure

1. What are committees’ position and their responsibilities? dwmiswesnaznssumsiioz lsthaazil

Y Au a il )
WuWWiUWﬂ“B@U@ﬂW\‘iqu"N
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2. What kind of products in the establishment years? Why did you decide to produce these

. - o e L © oo o o 2
kinds of products? iszianausvesnquliiineasiioz l5the mswes lsvsdadulondadudumaril

3. What kind of products in 2016? Why did you decide to produce these kinds of products?

v
Usziandudwesnguluil 2559 fiezlsthe msizes IsTsdadulindadudunaril
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4. What is the percentage between tread producers and weavers in 2016 and establishment

' 2
year? szydadiuvesamsn uazyinin inaadulvunazilmidl 2016 vazilneds

(Group) Threads : Weaving (Village) Threads : Weaving

2016 :

Establishment :

*Note
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Financial information and profit allocation (confirms and adds some more data from previous questionnaires)

1. Finance

Internal financial sources - Stocks

Year

2016

(1) How many stocks in the group? (numbers of stocks)

(2) How much stock? (THB/stock)

(3) What was an average number of stocks per a member?
(stock/member)

(4) What was the minimum and maximum of stocks per a member?

(5) How many stock holders in the group? (people)

(6) Did all members have to hold stocks? (No/Yes)

(7) What was the difference between who is holder and not holders of
stocks?

(8) How often did the group accumulate stocks? (Only one time for
being a new member/ More than one time based on group rules)

(9) Is the price of a stock same since an initial year so far? (No/Yes)

why?

Memo:




LET

Internal financial sources - Savings

Year

2016

(1) When does the group start savings? (Which year?)

(2) How much savings in the group? (THB)

(3) How many saving members in the group? (people)

(4) What was the minimum and maximum of savings per a member?

(5) What was the average of savings per a member? (THB/members
who save)

(6) How many stock holders in the group? (people)

(7) Do all members have to hold stocks? (No/Yes)

(8) How often did the group accumulate money for savings? (Only
one time for being a new member/ More than one time based on
group rules)

(9) Was the price of a stock same since an initial year so far?
(No/Yes) Why?

Memo:




8T

(1) When did the group start giving loan for members? (Which
year?)

(2) How much loan provided from the group? (THB)

(3) How much percentage of interest per month or year? (% per
month or year)

(4) Were the rules different from the initial year so far? (yes/no) why?

(5) How many members who borrowed from the group? (people)

(6) What was an average amount of loan for a member?
(THB/member)

(7) What was the minimum and maximum of loan for a member?

(8) Was the amount of loan for a member same since an initial year
so far? (yes/no) why?

Memo:




6ET

(1) When did the group start provide loan for members? (Which year?)

(2) How much loan? (THB)

(3) Where did you get this loan?

(4) How much percentage of interest per month or year? (% per month
or year)

(5) How much margin percentage of the loan interest saved in the
group? (% per borrower)

(7) Why did the group decide to keep this amount of loan margin?

(8) How many borrowers in the group? (people)

(9) What was an average amount of loan for a member? (THB/member)

(10) What was the minimum and maximum of loan for a member?

(....10.....)

(11) Was the amount of loan for a member same since an initial year so
far? (yes/no) why?

Memo:




ot

External financial sources — Grants (maybe more than one sources)

Year

2016

(1) How much grants in the group? (THB)

(2) Where did the group get these grants?

(3) What were the general conditions of grants?

(4) How often did the group get the grants?

(5) Were the rules different from the initial year so far? (yes/no) why?

(6) How much margin percentage of the loan interest saved in the
group? (% per borrower)

(7) Why did the group decide to keep this amount of loan margin?

(8) How many borrowers in the group? (people)

(9) What was an average amount of loan for a member? (THB/member)

(10) What was the minimum and maximum of loan for a member?

(.....10....)

(11) Was the amount of loan for a member same since an initial year so
far? (yes/no) why?

Memo:




2. Profit allocation

Profits allocation

Amount (THB)

%

1. Member dividend fTuwaeunan

-Stock ffumlsunguh v

-Savings iuilsdueouning

-Loan iumlsdug

2. Committees’ allowance awsuununssums

3. Associated group fund aunumungu

4. Reinvestment asmusouse il

5. Members’ welfare afadnsausn
What kind of the welfare?

6. Community welfare asadnsgusu
What kind of the welfare?

7. Operating expenses ml#esuiuanungy
What kind of the expenses?

Total profit

O To increase additional income

O To be a market for thread producers or weavers

O To provide investment for silk production

[J To conserve and inherit local wisdom

L Other ..o,

Main objectives of group establishment (can answer more than 1 choice)

O 1o promote harmoniousness by working as a group
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General information of respondents in 2016

Information of group leader

LFIrstname .......ooooiiiiiniie Lastname ..........oeeiineiiiie,
2.A0€ .o years

3. Education ..................... years (level .......................... )

ATl o

5. Main occupation ...........ccooiiiiiiii

6. Supplementary occupation .................ooooiiiiiin

7. Silk production is your 0 main income J supplementary income

8. Number of family labors helping in the main occupation .......................... people
9. Number of family labors helping in supplementary occupation .................. people

Information of group treasurer or another committee (in case of different person
from leader)

LFIrstname .......ooooiiiiiiiiiiiin Last name

2.A0e ... years

3. Education ..................... year (level .......................... )

ATl o

5. Main occupation ...........coooiiiiiiiii e

6. Supplementary occupation .............c..cooeeeiiiiinnn,

7. Silk production is your 0 main income [ supplementary income

8. Number of family labors helping in the main occupation ........................... people
9. Number of family labors helping in supplementary occupation ..................... people
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Characteristics of group in 2016

1. What is the establishment year of the group? ...
2. Production cycle (monthtomonth) ............................... to

3. The month of dividend distribution (month) ...

4. How many members in the group? people
5. How many thread producers in the group? — .......oiiiiiiiii i people
6. How many weavers in the group? o people
7. How many members who produce both threads and fabrics in the group? ....... people
8. How many thread producers selling threads through the group? ... people
9. How many weavers selling fabrics through the group? ... people

10. What are main products of the group? (can answer more than 1 choices)

O Mudmee [0 Dyedsilk [J Scarf O Weft [0 Sarong

O Loincloth  [J Shawl O Warp 0 Soap O Other...............
11. What are product selling methods of the group? (can answer more than 1 choices)

O Thread producers or weavers get cash from group immediately

[ Thread producers or weavers get cash after products are sold by group

O Thread producers or weavers sell their products then give some amount of profit
for group

[ Thread producers or weavers sell their products individually that not give any
money for group

[ Thread producers or weavers sell their products individually that not give any
money for group
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Buying silk threads (weft and warp) in one-year production

Group bought from shop in city

How much weft per kg? swudulvussdenTlanSu............... THB/Kg Number .............. Kg

How much warp per kg? swauduluugudenlandu............... THB/Kg Number .............. Kg

Which month did the group buy a lot or a few of threads?

' X 9 T =) t3 !
%Nmiﬁmmullﬂuwmazﬂumﬂuazuawmﬂqu

Month

el
KIEIBlo|o~Nolug|sw(n|e

Which month could the group sell a lot or a few of products? fsmsvisaumldmnuazifesvesngu

Month

e
SiE|Blo|o(~N|o|u|sw|rf-
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Questionnaire for Chapter 4
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Group No. DD

Questionnaire “Fundamental information and attitude of silk weaving group towards the situation of production and marketing activities”

‘ Date (DD/IMM/YYYY): / /2020 Time:

Percentage (%)

If only sold followed by orders 1. What is the reason?

1. How much percentage of silk products is sold followed by orders from consumers?

2. How much percentage of silk products is sold followed by production plans of the
group?

1. Group information

1.1 How many number of committee members taking charge in marketing in present? Persons
1.2 How much money is spent for marketing activity in last year round (2018/2019)? Baht
1.3 How much total amount of receipts earned from selling all silk product types in last year round? Baht

1.3.1 How much percentage earned for each silk product type from the total amount of receipts (1.3)?

1. Mudmee

%

8. Small item

2. Dyed silk %
3. Sarong %
4. Loincloth %
5. Scarf %
6. Shawl %
7. Clothing %

%




LVT

2. Reasons to produce and not produce each silk product type
2.1 What are silk product types that the group produces? (Circle) What is the reason why the group decides to produce these silk product types?

1. Mudmee

2. Dyed silk

3. Sarong

4, Loincloth

5. Scarf

6. Shawl

7. Clothing

8. Small item

2.2 What are silk p

roduct types that the group does not produce? (Circle) What i

s the reason why the group does not decide to produce these silk product types?

1. Mudmee

2. Dyed silk

3. Sarong

4. Loincloth

5. Scarf

6. Shawl

7. Clothing

8. Small item

2.3 If the group receives any orders from consumers which the group cannot produce or is unsatisfied to produce following the orders, how does the group reply

to the consumers?
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3. Attitude evaluation for production activity (excluding silk thread production)
Circle only one response that you agree with and give reasons

Attitude

Responses

3.1 How do you think about present situation of production activity?

Good

Not good

Why do you select this response? /What are indicators?

3.2 If you think that the present situation of production activity is “Not good”, do
you have intention to improve or change the production activity in future?

Change

No change

If Yes, how do you change?
If No, why don’t you change? What is the difficulty or restriction?

4. Attitude evaluation for marketing activity
Circle only one response that you agree with and give reasons

Attitude

Responses

4.1 How do you think about present situation of marketing activity?

Good

Not good

Why do you select this response? /What are indicators?

4.2 If you think that the present situation of marketing activity is “Not good”, do
you have intention to improve or change the marketing activity in future?

Change

No change

If Yes, how do you change?
If No, why don’t you change? What is the difficulty or restriction?
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Group No. ED

Analysis about Relationship between the Allocations of Committee Member Functions and the Development Stage of Silk Weaving Groups

I. General information

Items Questions Answers
1. Total number of group members 1.1 How many total number of group members in the present year (2019)? Persons
1.2 How many total number of group members in the setting up year (............... )? Persons
2. Number of group committee members 2.1 How many number of group committee members in the present year? Persons
2.2 How many number of group committee members in the setting up year? Persons
3. Number of executive committee members (If have) | 3.1 How many number of executive committee members in the present year? Persons
3.2 How many number of executive committee members in the setting up year? Persons
4. Number of general committee members (If have) 4.1 How many number of general committee members in the present year? Persons
4.2 How many number of general committee members in the setting up year? Persons
5. Number of silk product type that the group produce | 5.1 How many number of silk product type that the group produce in the present year? Types
5.2 How many number of silk product type that the group produce in the setting up year? Types

I1. How to select committee members among the group members? Is the selected way the same or different from the setting up to the present year?

How?




0ST

1. Name, position and functions of each committee member take charge in present year 2018/2019 (Write name, position and mark O in the table)

Name/
Position

Functions

Overall
governance

Administration

Coordination

Group
information
recording

Financial /loan
management

Pattern design
and
development

Quality
control

Production&
operation
management

Marketing
management

Preparing
for
welcoming

Executive Committee
Members

General Committee Members

1) If a committee member take charge more than one function, could you please give the reasons?
2) If there any function that does not take charge from any committee member, could you please give the reasons?
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2. The important trends of the groups from setting up year to present year

2.1 Could you please explain the important trend about increase or decrease in total amount of receipts that group weavers receive from the setting up to the present year?

2.2 Could you please explain the important trend about increase or decrease in the total number of group members from the setting up to the present year?



¢St

2.3 Could you please explain the important trend about increase or decrease in the number of committee members from the setting up to the present year?

2.4 Could you please explain the important trend about increase or decrease in the number of silk product types from the setting up to the present year?



€at

3. Please explain the important trends following these questions

3.1 Could you please explain the important changes about committee functions after the setting up year until the present year?

3.2 Could you please explain the important changes about committee system (adoption of hierarchal system) after the setting up year until the
present year?

3.3 Why the changes happen in the important changing stage?

3.4 What are characteristics or factors of the committee system in the important changing stage?



Questionnaire for Chapter 5
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Group number ........

Questionnaire entitled

“Factors affecting performance of silk weaving groups and income improvement”

Date of interview: ............/............ /oo, Interview time: ............... ~

Part 1 General information of respondent and group

1. Respondent’s name: ...........cccoieveiiiiiinninnane... Position in group...........ccooeeviiennn..
Telephone number: ............coooiviiiiiiiiiininenannn.. ALe i years old
2. Gender O 1) Female O 2) Male
3. Education O 1) No education O 2) Non formal education (level .................... )
@) 3) Elementary school @) 4) Junior high school O 5) Senior high school
O 6) University O ) Ohers .o,
4. Main job O 1) Farmer O 2)Others ...coovueeeeieee e
5. Secondary job O 1) No secondary job O 2) Farmer QO3)O0thers ..................
6. Name of village ............ Moo........ Sub-district................ District................ Khon Kaen

T INAIME OF GIOUD ..ttt et e ettt et et e

8. EStabliShmMent Year .........ouiuii i e

9. Number of group members:  recent year ............... people, 5 years ago ............... people
10. Number of group committees: recent year ............... people, 5 years ago .............. people
11. Number of weavers: recent year ............... people, 5 years ago ...............people

12. What kind of your group? Fill v for recent being or fill x for used to be

O 1) Women group O 2) OTOP group O 3) Community enterprise
O 4) Cooperatives O 5) SME O 6) Silk cluster

O 7)Others ........cooevvvennnnn.

13. What kind of group products and percentage of selling the products in latest year (2017)?

O 1) Mudmee  (covervennee, %) O 2)Dyedsilk (ccoen........ %) O 3)Sarong (oo, %)
O 4) Loincloth (c............ %) O5)Scarf (v, %) O6)Shawl  (corrrvveeennn.. %)
O 7) Wett [ %) O8)Warp  (ecoveeereennee. %) O9) i G %)
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Part 2 Degree achievement and importance of each group objective

Importance
Group objectives Questions for achievement indicators Degrees of achievement Actual information of each
objective”
1) Create additional | How is the change of the average net
income for members | income that silk weavers received by *1% 71" Increase very much 20U e THBlyear
selling silk products in recent year (2017) ® 7 Nochange 2012 ......... THB/year
compared to 5 years ago (2012)? 107 Decrease very much
2) Promote good How is the change of the relationship <10 Increase very much
relationship among | degree among group members in recent o - No change
members year compared to 5 years ago? “10 = Decrease very much
3) Procure materials | How is the change of the value of o017 THBlyear
and equipment for | materials and equipment that the group +10 = Increase very much
members procures to the members in recent year 0 - No change 2012 ......... THB/year
compared to 5 years ago? (acquire from “10 — Decrease very much
some organizations or use group fund)
4) Support How is the change of the investment (loan
investment for in cash) that the group supports the *107 Increase very much 201 e THBlyear
members members in recent year compared to 5 ® 7" Nochange 2012 ......... THB/year

years ago?

-10 —— Decrease very much

Note: ~ Importance of each objective; please give scores from 0 to 10 based on the emphasizing in each objective of your group (0= not focus on, .., 10=strongly focus on




LST

Importance

Group objectives Questions for achievement indicators Degrees of achievement Actual information of each
objective”
5) Inherit traditional | How is the change of the transferring
knowledge traditional knowledge about silk weaving +10 = Increase very much
techniques through new generation in recent o —— No change
year compared to 5 years ago? (teach “10 = Decrease very much
children)
6) Acquire SUPPOItS |y s the change of the amount of subsidies 2017 ......... THB/year
from government or
NGOs that acquired from government or other 2012 ......... THB/year
+10 = Increase very much
organizations in recent year compared to 5
g y P 0 — No change
ears ago? (loans, grants, money from
Y 907 ( 9 ' y -10 —— Decrease very much
competition, donation, value of materials,
equipment, buildings and others)
7) Develop quality How is the change of the silk product quality +10 == Increase very much
of group products
in recent year compared to 5 years ago? 0—— No change
-10 7= Decrease very much
8) Support product How is the change of sale volume of silk e Increase ................. %
sale producing by +10 Increase very much
the group members | products that the group assists the members Decrease ................ %

in recent year compared to 5 years ago?

(purchase using group fund or consignment)

0 =1~ No change

-10 —— Decrease very much

Note: ~ Importance of each objective; please give scores from 0 to 10 based on the emphasizing in each objective of your group (0= not focus on, .., 10=strongly focus on




Importance
Group objectives Questions for achievement indicators Degrees of achievement Actual information of each
objective”

9) Earn higher How is the change of the total price of silk 110 =~ Increase very much | Increase ................. %
product prices

products that the group produce in recent year 0 — No change Decrease .................%

compared to 5 years ago? -10 — Decrease very much
10) Encourage job | 1,y js the change of the average number of Increase ................. %
opportunity for +10 —— Increase very much
group members and | laborers (group members or others) that the e Decrease .................%
others _ _ 0 No change

group or members hire to produce silk products 10 -

Decrease very much
in recent year compared to 5 years ago?
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Part 3 Factors affecting the different degrees among ongoing silk weaving groups

Note: ~ Importance of each objective; please give scores from 0 to 10 based on the emphasizing in each objective of your group (0= not focus on, .., 10=strongly focus on)

Performance indicators Evaluation degrees Actual information

1) How is the changing rate in average number of the 2017 Group meeting............... times/year
members who participate each group meeting in recent
year compared to 5 years ago? #1077 Increase very much Participants ................ %/time

0o —T No change

10— Decrease very much 2012 Group meeting............ times/year
Participants ................ %/time

2) How is the change in compliance of group agreement 410 = Increase very much
among the members in recent year compared to 5 years 0 = No change
ago? -10 —T Decrease very much
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Performance indicators

Evaluation degrees

Actual information

3) How is the change in showing the opinions or

Every having meeting or often than that

+10 —1 Increase very much
exchanging ideas among the members in recent year 0 — No change
compared to 5 years ago? 10— Decrease very much
4) How is the change in informing the group situation +10 = Increase very much Every having meeting or often than that
about production, sales, supports and financial conditions 0 — No change
in recent year compared o 5 years ago? o | becresseverymuen |
5) How is the change of group committees’ reliability in +10 —F Increase very much
recent year compared to 5 years ago? 0 — No change
-10 —~ Decrease very much
6) How is the change of group fund use to purchase silk +10 = Increase very much 2017 THB!
S e inerease very much 12017 L year
threads for the weavers in recent year compared to 5 0 — No change
? 2012 o THB/year
years ago: -10 — Decrease very much y
7) Howls the change of total value of materials and +10 =~ Increase very much 0 THB/year
equipment that the group received from external 0 — No change
organizations in recent year compared to 5 years ago? 10 = Decrease very much 2012 o THB/year
8) How is the change of the amount of loans (cash 2017 THB/
— nerease very much 1 2017 oo year
exclude value of materials etc.) that the group received o Increase very much
from external organizations in recent year compared to 5 0 7 Nochange 2012 oo THB/year

years ago? (have interest or do not have)

Decrease very much
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Performance indicators

Evaluation degrees

Actual information

9) How is the change of the amount of grants (cash

exclude value of materials etc.) that the group received #10 7 Increase very much PO s THBlyear
from external organizations in recent year compared to 5 0 7 Nochange 2012 oo THB/year
years ago? -10 —1 Decrease very much

10) How is the change of the amount of donation (cash

exclude value of materials etc.) that the group received #10 7 Increase very much PO s Rt
from external organizations in recent year compared to 5 0 7 Nochange 2012 oo THB/year

years ago?

-10 — Decrease very much

11) How is the change of interest rate for loan activity
(any purpose) that borrowers have to repay to the group

in recent year compared to 5 years ago?

+10 = Increase very much
0 — No change

-10 — Decrease very much

12) How is the change of interest rate for loan activity
(only purchase silk threads) that members have to repay
to the group in recent year compared to 5 years ago?

+10 —T— Increase very much
0 — No change

-10 — Decrease very much

13) How is the change of the attention of young people
on silk production activities in recent year compared to 5

years ago?

+10 — Increase very much
o — No change

-10 — Decrease very much
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Performance indicators

Evaluation degrees

Actual information

14) How many members who are less than 50 years old

in recent year?

vieere.... people

AGeTange ....ccevevveeiieieeeeeeeieee years
old

15) How is the change of possibility to have a successor
(the next group leader) in recent year compared to 5

years ago?

+10 = Increase very much
o —T No change

-10 = Decrease very much

Have or do not have?

16) How is the change of teaching or training the silk
production to other people in recent year compared to 5
years ago? (lecture or teach at school or at other groups

or at the group or teach for competition events)

+10 — Increase very much
o —T No change

-10 = Decrease very much

Have taught or have not

(where/when/who)

17) How many years that the group expect to continue

the recent activities?

18) How is the change of relationship between the group
and external supporters or officers in recent year

compared to 5 years ago?

+10 —T— Increase very much
0 — No change

-10 —T Decrease very much

19) How is the change of clearness in recording and
updating group financial information in recent year

compared to 5 years ago?

+10 — Increase very much
o — No change

-10 — Decrease very much
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Performance indicators

Evaluation degrees

Actual information

20) How is the change of the frequency in participating

- _ o +10 = Increase very much 2017 oo times/year
in training programs setting by some organizations in
recent year compared to 5 years ago? 0 7~ No change 2012 1o times/year
-10 =T~ Decrease very much
21) How is the change of committees’ ability to transfer
and explain information acquiring toward group o Increase very much
members understandably in recent year compared to 5 ‘ No change
-10 =
years ago? Decrease very much
22) How is the change of the amount of group fund (total
o o _ +10 —F Increase very much 2017w THB
cash and saving in banks, including stocks and loan) in
recent year compared to 5 years ago? » 7 Nochange 2012 i THB
-10 Decrease very much
23) How is changing rate in purchasing silk products
] ) +10 =+ Increase very much Increase .........ccovvvviviiiiiinnnnnn. %
from the members by the group (using group fund) in
recent year compared to 5 years ago? ® 77 No change DECIease ........oevvuinininineininnnn. %
-10 —T Decrease very much
24) How is the changing rate in gathering silk products I o,
4 NCreéase ...ttt 0
from the members before selling them by the group in o Increase very much
recent year Compared to 5 years agO? ° T No Change Decrease ..ooovvvviiiiiiiiiiii %

-10 — Decrease very much
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Performance indicators

Evaluation degrees

Actual information

25) How is the changing rate in volume of average silk

£ Increase .......cooovvviiiiiiiiiinn.. %
products that the group can sell after purchasing or o Increase very much
gathering from the members in recent year compared to 5 ° [ Nochange DECIASE .......vvvvievieeeaaannnn %
years ago? -10 — Decrease very much
26) How is the changing rate in number of customers in ; o
recent year compared to 5 years ago? +10 = Increase very much 110 (e Rt 0
0 7T~ No change Decrease ......oovvveiiiiiiiiiniiinn, %
-10 — Decrease very much
27) How is the change of frequency of participating in 2017 times/
—L Inereace very much 12017 o, imes/year
events or promoting group products in recent year o Increase very much
compared to 5 years ago? * 7 Nochange 2012 oo times/year

-10 — Decrease very much

28) How is the change of quality control of silk products
by the group in recent year compared to 5 years ago?

+10 — Increase very much
0 — No change

-10 — Decrease very much

Control or do not control? (how)

29) How is the changing rate in number of skillful
laborers (who are not the members, inside or outside the
village) that the group hires (private or on behalf of

group) in recent year compared to 5 years ago?

+10 — Increase very much
o — No change

-10 — Decrease very much

Increase ........cooevvviiiiininnnnnn... %

Decrease ..ooovvvviiiiiiiiiiinn %
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Performance indicators

Evaluation degrees

Actual information

30) How is the changing rate in number of markets that
underline the group products in recent year compared to
5 years ago?

+10 = Increase very much
o — No change

-10 — Decrease very much

Increase ........cooevvvvvvivi. %

Decrease ......ccooovvviiiiiiiiiinn.. %

31) How is the change of number of group activities
(introduce new activities) to support silk production for
group members (dye, tie silk threads etc.) in recent year

compared to 5 years ago?

What kind of group activities are created?

(no.of created activities ................ )

What kind of group activities were

stopped? (no. of stopped activities ........




English summary

Recently, improvement of community business groups such as silk weaving groups has
become an important issue to realize together with economic and social development which
have been raised in the Thai National Economic and Social Development Plans. A silk
weaving activity is well-known and can generate supplementary income and create
jobs/employment for farmers and people in rural areas, especially in Northeast Thailand.
Although the number of silk weaving groups has been increasing, most silk weaving groups
could not show high performance and the implementation of group activities was not good,
eventually some of the groups quit group activities. The low performance and discontinuance
of the groups might be caused by several reasons or factors. Improvement in the additional
income level is also vital from the economic aspect for the weavers. Therefore, this study
emphasizes on making clear the important factors which contribute to the continuance of
group operations and activities, committee characteristics and functions of the silk weaving
groups, and additional income creation for further improvement of the groups.

This study was conducted in Khon Kaen province, Northeast Thailand. | purposively
visited silk weaving groups several times from 2016 to 2020 and interviewed key informants
(group leaders or committee members) using questionnaires. All of the surveyed silk weaving
groups were introduced by officers from the Khon Kaen provincial Agricultural Extension
Office and the Community Development Department. | used descriptive statistics and/or
multiple regression analysis to analyze the data depending on each chapter.

The findings from Chapter 3 showed that factors related to production, marketing, and
financial functions contribute to a groups’ continuance, excluding organizational function.
From the perspective of production function, the popularity of the continual groups, the high
price of silk products and products’ quality, and several ways to support weavers, i.e. such as
loans, materials, hiring, and funds, contribute to the groups’ continuance. From the perspective
of marketing function, providing various places and ways of sales for weavers contributes to
stable receipts which drive the groups continuing operations and activities. From the
perspective of financial function, obtaining subsidies from several organizations such as
government and NGOs, several ways to collect group funds, financial strategies of the groups

I.e. the groups purchased silk products from weavers via cash, and keeping some of the profit
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in group funds after selling silk products, contribute to enriching the group fund and driving
re—investment and re—production in the next cycle.

The results of the multiple regression analysis shown in Chapter 4 revealed the number
of group members, amount of receipts, the number of silk product types, age of the groups,
and production or non—production of several silk product types are the factors generating
variety in committee characteristics. However, each factor only partially influences the
committee characteristics, and there are no factors influencing all aspects of the committees’
characteristics. Between the variety of committee characteristics and the factors generating
their variety, the following are intervening elements: 1) the possibility of quality differences
among group members, 2) the necessity to develop many patterns, 3) the necessary number of
group members to whom important information should be shared, 4) the degree of necessity
for marketing activities (e.g. the degree of order based production, the degree of procession
and fashionableness), 5) the trade—off relationship between functions where there is an
increasing percentage of committee members in charge of specific functions, 6) the necessity
to make committee members’ responsibilities clear, and 7) the characteristics and required
level of production skills and marketing activities of each silk product type. On the other hand,
it has become clear that the degree of similarity between any pair of functions varies because
of differences in the relational degree between the pair of functions. However, the degree of
similarity is not influenced by the differences in fundamental characteristics.

The results of multiple regression analysis shown in Chapter 5 presented factors
creating additional income which are the percentage of group members who were younger
than 50 years old, traditional knowledge transfer, and sales activities supported by the groups
having significant influence on additional income creation. It is important for silk weaving
groups to endeavor to increase the percentage of younger members. This can be done by
promoting the training of young people who are not group members in silk weaving
techniques, as this training will also help in the recruitment of new weavers. The activation of
traditional knowledge transfer should be practiced by increasing opportunities for skillful
members of silk weaving groups to teach younger members to enable them to become masters
in producing silk products. Finally, the activation of sales activities should be practiced by
improving the functions of marketers (committee members in charge of marketing) within the

groups, as they are responsible for sales and for promoting sales activities.

166



MXXEH

R, BBV —TOE53GAZI 2T EDPRRTIL—TOHRER. 21ERE
BFUHSEBHEOLGNTRY EIFoNTELRELSEBLL LIS, RATAREEE
TRREE G o=, #BlE. FICEFARIAMAICEVWTISHMONATWSEEDIT, B
Mt DREFECERICH L THTHEMBCEREEAE T ENTED, Bl
W—THIEEMLTELD, TORBAIBVERRERT ENTET., JIL—TF
BOETERFLEELEDTIFGEMN >z, ZLT. REMICIEZZTOESTEZELT HBEHY
W—TELHEELTWS, BT IL—TOBEVERLETPLE. W OIDEHPE
HIZk>TEIERIEIN=LDEEAOND, SHIT, BMFRBKEOE LY. Bl
BIORFNWAENSHT., EHLOTEELBETH S, LA >T, KXHRRITHER
JIL—TDEE LEFHOHMG. BBITIL—TOZREREELHEE. BLUBBIIL—
TOILHELERO-ODEMABORIEICRIDEELERDHERAICEREETS
&2 B,

AARIEZARILEBBODA L 7F o MAZRHRE LT, FEIL 2016 £ 5 2020 F(ZH
(TCHE., BRZL - THREI I —TZ2HEL. EBELGHAZTE (U IL—T)—4—
FEEESERE) ICXHL T, AREZAVEEHERYRAEZT oz, IXTOH
BEXREBEIIN—TE, a7 U MAREEREBACII AT FAXBOBED
SENAEIN-IDTHD, FEEL. BETHRS TR E/HT 501, e
EmFEsEFALR.

EIETIT, £EMEE. Y—7 T« VU HEE. MBHREICEEL-ERNEEBI L
—TOMBTITEIL DI ENHLMI L oz, EEBEOHANSHADE. TJIL—TD
ASE., BEROMEE - RE. 0—>, M. EA. £22F0HBBIEXET H5#
FEDERHT V- TOMEICH/I>TWND, I—7TT 14 VT HBEOBRRANOAD L,
BB IO S8BT I —TC L BT EFSELRMTIBAAOCHEDRMBIE, BT L
—TDEE - FHORGERET H-ODREMNGTINAERITHID, MEHEDER
mhbHDBE . BRF® NGO 74 EDEBEN S DHMEES, JIL—TELZEH5
ODAE. BBEE (&2 BRIV —TOBRBBINSHEESTORRURADE

167



A, BERBRFEREOHIEBEOWNED T IL—TEE L L TOHE) (. JIL—TESE
AL T, BRECBEEDHEICERYT 5,

FAEQEMRIITBERE. BER2A TH., TIL—TEH. W< OHDEATD
HEROEEDOFEN, BRI IL—TOZERBFEOSHMEOERERTHSI LT
BASMIZLTz, LAL. FERIHSMICEERSEFEICEELZEZTEY. ZERE
MEDITATORAEICEEZZEZSERFTHFEELTLEL, . TERFHEDSHK
CFDBIEMICEELEZ ZEREDORBICIEZ. DFOEZMNNELTLS, 1) JIL
—JHEBERTOREADREREDAREM. 2) BRHOEEKR (2 —2) RAEOD
HEM, 3) EELERIEFEINIRETIL—THEREOVLEANR. 4) T—F5 T4
VIERBOBENE (EZIE, EXIZE DV EEEDEE, MIOT77yiarEDn
BE) . b HEREZIELS T IZEREREDZEREHESARICHDLEENE
MLTWKHEERTO FL— A JER. 6) ZEEREREOREREZHEICT ILE
M. 7) ERERIATITROONDEERRELE Y7 T4 VT FHORFEERD S
nNoKE, fthh, ZESHEEDEDHEEEIZONTE., MR ET MR OB RS
DREEICHENADONS I &ML, BRMERZLLICEET L ZEREREDEN
EXELGDIENHALNIE STz, LHALEAL., ZTOMEEROELEIX. JIL—T
DERNGHHICE > TEEZZITTLEL,

ESEQEMBATRERL. S0BRBD I IL—THREEE. EHREMTOMEK.,
TJIL—THhXET SREFEHNHIANICHATHEICENFBORKICEEST S L%
Rl BB IIL—THENITIIL—TRBREEEDRALICEATEIENEETHD,
BEEHTOFL——2J I EHLWVEERBIOERICERIDIENS, EWITIL—T
BREZIEDALIE., FIL—THRETREVEVAICHT DEEEMO FL—=
TOREIZE>TITIZENTED, T, EHREMTBERDFEHLIX, BHEIL—T
ORGFEEREN. BUIEEHAEOEREARLTHLSIC. BEVEBREEZHET S
BEZBOT ILICE>TERIRETHDH. RRIC, REFBOFMLE. BB
BE (T T4V BETIELETIZERERE) PRESLUVRFGRETHCE
FEEHE->TWAIENL, JIL—THATIY—H T4 Vo JBLEBEOREEETRETDH L
[CE2TEITEINEIRNETHS,

168



List of Publications

1. Vianmana, S. & Nohmi, M. (2020). Study on Factors Creating Additional Income
among Good and Excellent Silk Weaving Groups in Northeast Thailand. Journal of
Rural Problems, 56(1), 19-25. (Publication year: March 25", 2020)

The contents of the paper are presented in Chapter 5

2. Vianmana, S. & Nohmi, M. (2021). Committee Characteristics of Silk Weaving

Groups and the Factors Generating their Variety: A Case Study in Northeastern

Thailand. Food, Agriculture and Environment, 27, (Publication year: March 2021)

The contents of the paper are presented in Chapter 4

169



