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ABSTRACT
At the present, the trend of business has changed from old platform to

Digital Economy platform. The Digital Economy is moved by the entrepreneurs in
industry segment who increase the trading product in Business-to-business platform.
Moreover, they are not grouping of them. The grouping of the entrepreneurs in industry

segment can increase reliability, abilities and preparedness of business competition in

both of the commerce in Thailand and abroad. Therefore, the researcher studies to

group the entrepreneurs in industry segment by registration via information from the

controlled organization of Thailand industry. The data of the entrepreneurs was

separated into three groups which are large, middle and small Enterprise based on 768

random selected entrepreneurs with completed data. The researcher used K-Mean
algorithm in Data Mining process using that the average of mean to group the data.

After the result of grouping which were 681 of large group, 9 of middle group and 78
of small group, the researcher designed the activity of business or customer

relationship management (CRM) to increase income of enterprise in each group. The

design of CRM was evaluated by the professors of business and the entrepreneurs in

each group. The evaluation is in good level and agreed to use thefinal design of CRM

to support the enterprise.
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