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B3 demgel WEEMY Bk BEe FIEts HEmel Y AEEL F2 hHEY
WS g, BT, 2 BB 5 BA - H-Res @ - ULt 22 8T EME
ik Y ERERY B ohd S Bt NGRS MET FHN BAHEKS S
o]/l = st Hhub z MEIEEQ BETES HERE A3 —RRY - mRRNYE WA
SaHe Gl et shvletE, wlolAlE el e B RviolAl Wk 9k Bk
£ % diRMEEe =2 Sl ' '

2#Ad 7] A vlo}sl ¥ #4545 (marketing structure, marketing mechanism) 3 —jgEo 2
£ Teadh WA Avlar) gEERLE FHEE A RREREANA 52+ B8 MR
e BE HE(elements) & @45t 2MEHES 2 W7k F (mechanism) Vo] 2t GE3 s
W, —% ol YmEdzE dAdAL. o A g AA Az 58 PR 9

T TEHS £EEY PR, 2oz BAEEES 22 £8 ohobdl WM (marketing

institute) & 71l e). wEA wjolAl DigHEE cloldl W iSEe]l RS &= 2BEME KRG

Coz EERE A9 KEH, 2T 2BHEY AAEZAY o WkEe Rk

Ho| whz cholAl Mol & 4 vk ohA TAA oI NERS BE S9EE BE
249 7 vl MMz MRAE 28 WEclA = ol Ee] T ulolsl ¥ sk
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chal wlolsA Wit vlolAl EEE 8 wholAl Y - A&7 (marketing system) o] 2} o
Bebl 4 A9 e, ot choblYMi = HBE shiel Axd (ystem) 22 Eil
P& A9 KBole & 4 Aok F whobA M) TRol Tt Al 28] B8] MRSE T
£ mREGIIAYMIE masts 2889 A7 oA H T, o EFs ES HE
(GlEdid FEY AEM HE S ERI ANAE HAEF Ao mEd BN - EA
oF qeiul vholdl Ui BT 22T EIRAA slel nlopAY - Axdend iR
4 gt 297 %ol BTl URY A2 BEHKS SHRA o &l Aagz .
o]a 2. $-3) (systems approach)7} T3 WA e] 7Hz e¥o] QelAE wrell PME 3
el wheldl® - A2dpyed Bl BB do) nvt BEYAE 2

29} o g AHE vholA NS ol JBMC B WAL HAS BRITS 15
Hojok & A A AT BWEAYS whol QM (marketing structure) & oo} & B0
(marketing institute) ¢ #MACI™, MM 24 wlolA UMM E MRAL HHMe)
el sholA Wil A BAA EEROI Avast B2 ST whobd Y EE
T A EFH, Gl - AdA9E MER, SREE, WK, 1974 p.25.
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ol BeEle ebell ohiEE (middleman) S 203 WEMM, EUSEM =t ERAW 5o
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B SRE F 2 BTl HEEMA ek Od oF HEMME T2 rhoue
A BUEH REeHE AARIES Shdehs M OEE R MR S 99, o
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E vhobA Mgl AT R R FHS @RS oo o] BESAR, 287 44
) A FoEidE ulolA & M (marketing institution) =} u}o}ﬂ]%ﬁ%(marketiﬁg channel)
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thgel A A wholA FiEHS) 2MMEZA clolA S RRNOD HRIE
RAERE Sz U7 A Eolch o)l wol Y-S oA A, M HEES 3%
Z K=, o 3 FHES o HEE PERE MAREA HEelee Ao 33
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(marketing structure) ¢ .
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. {marketing channel) — R

23w G714 7 wolA M-S EE, FlolA WGBS 2MBE A ool WK

W So)AY sho]l= . gl (pipe line)o| & FetE wlolA ek (marketing channel) @t & =}

et 235 [fRolt Auirt AEE22Y hEEe A4 BREREIA 524 5&
EEY EaE FE(oute) 03 dAA7 A, UU% BkAE o} wLy WE

BV ERAE e BE AbA 2 ol o

A Z —AIE TEElse M RETE I 2807 o189 flen, 9 2= £H
| SE R Sl shE TEE LUl TRE TR TEE S ARZ4de, 2w
HERS HAET HERY cJ2HAE oS SESHAL ol &Y 2 BAFEERE B
R, TRRRES, FORMRM, ORRURRRS, BURMGEE, HoOEEE, wholAl WRE sel A A,

o ¥ flv MEEHF £+ 23U REAAS EJFERE = fite ohie ol EHd
. “channel” o] E}-‘é R el iﬁ. Liffel 2. “structure”, “route”, “way”, “course”, 'a‘s}r:} 32
o) “pipe linee] o] ZAA71A AAAA eIk webA “channel’o] b HFBEHEAS HAE
ul fs]-ﬂ 2t “sales channel, market channel, distribution channel, channel of distribution,

trade channel, marketing channel” % o 4) g;,ﬁ-a}y] o] = 9t}

EHA T AEE BAAA AT SESRAGE A1 T MY a 2w

2) W.J. Stanton, Fundementals of Marketing, McGraw-Hill, 5th ed., 1978, p.309.
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L% - HEAE A9 fRfito] A e A Bl W dHAE B ol o
ol Bt ek H ol £ hobAYERE MBI R RIS E Fi - Bk
ol ghel Fh EE BB & fe) vlE KKMEBCE BHHE Ut & fRo)
BEIEES BT Slo MEES Bl oued oz oA o drA st BEEES
BHEAAE FHT + Aeo=A EHIEH B TR (E EHRE) 38 BHA
SIESRAD 5 3 s Ao A9d 2¥9) HEolY B 4+ Yok

2o 2 ERES B YT 2 AHATES 299E H—slolok &4 R A o
oA %5t BB sales), cholA Yo MBEE s, F& Eaol 45 A os B
Mo A wholA B o =714 sl Hae] Slol Y e #i—aEvh olok s,
Hih —g)e] MBI Pkl Aoz BT AT Holch EI XEttoM UMY
(AMA)E ob3 = wholl 8l S HiEsEs (channel of distribution) o] 2= o) HBE B
FEARAS G 2 THE A2 U

gD ff, MR A Avart 238 S04 higel ol $4 5= $8 2 1K
o) AEARUBEEAL D AREE S Do dealer) o] Mol oh (3% o] THE= WA S
B+ e Ae EEHT @ LR AHA cloll AEHEN R H3o] 2 vhobil Yo
CEfT) 2dAE AR LEEEL O FEY LR SBEE Y S agd FRY 4
QE BEAK)Y

2) ojobASliEmEel MR

VYA E o 7 chobA YHM, F ATAA GEK} R, Loz BRHET oozt
E FE(oute)s} vh2 wholA BT BME S A%, o5 YAY ASWE vhebly
EBS) 2BELAY vholA Y MME s —EE vl YEEY A 2394 39
tze gt A oYtk Hex Efiﬁﬁ%(sﬂes channel) v} i@ (distribution
channel) 9} e WERAIL EHZAS o) 2% vholAl P (marketing channel)= =
HEEWA U4 BRI 3 M BH2AY REREY MEEE Tt DORK
£ ohul K RS AH EEE AoldAdul o) oA ded (KM ERM
FRIGEEMA DE S8, oA a4 % £Ed fafol Ao 389 52 How)
foel BB ok e Aol

2P BN BERAY sholA Sl EEES WEE oo Ant o FojxE

3) Marketing Definitions: A Glossary of Marketing Terms, American Marketing Association
(AMA), Chicago, 1960.
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G Aelck wetd 25w vlold DSk WAL ¢ KA AR EEH LS B
BEE7A & @Edele 2 Bl Bt 9 & Aol

= A gEEd BERKS s 998 Bz Feiddd 2 g =@ 2¥
A weg ATDE ohvch & giEEY] WEHEME 1% o MRS EEEEd KA K
e BUEE R 9 A7k KE2D Aclth olEsld hebl WMo A HEH
Bl ol webdE

[T — R s —— B () I T |

9 AR WOEEEGREEES S FIEESHREE), 20y BREER @D
TS 3R AHD ALE Btk old ¢ HEEY WERK EET ET BRE .
B ohe RAI - e SEBEE WESA s AR vheld Y
WSS o) A8 9o HEEe WEBREC Y = L G 7H RS E REE Ao
% dlolA PEEN BRI AL $vtzd. dvspd slelA Yo 2 A IEs MES
FiAMEO] = EAMiEe] ol w glohe EWETS Mol H, = MY vl of il
B ESEMER ol hEke] MEEKE oo EaAAct RET Acls] = Foluh
B 289 B BRFR Bl QelAE mholA WS B HEC) A3 R
BE EAA REMMIHSEE B8 A4 e I FobAR e HibE [ 2
BEE A9 REE Aol shdstA ot volARNKE AP mEHY WREKRMEA
AAE vholAYEEES Bt 2ot 2A 2rEz Qo) il 53 RigeldE
pEnd BEAS BEEREAA ¥4 AEEl BRAC T MMM WEER

WIS W% KES 2300 A2 Ge9 & D vl FEERES 184 B
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(E D NRS FHEEREHER (Hfr: &)
TEERHS S BERR 1ER FRAE 2 FER
B RRREERR Wig 0.5, KR 0.3, shebo] EEEHE 2.5
Bt 2 4 % HR 1.8, GIRANEAER 0.3, ®EREE 332) 0.7
¢ v ¥ Wl - GRS 1, Z7| Aol 5, A 10, BEAREHE 1
B OB W W WiR 1, AR % 0.2
BmOR ®B o= A EAD 2.2
B B OB 5 ERERHA 10
A wl CE BRA L3, GFR 5 0.3, %t 0.4
B4 m oA o= B 4.5, B 0.01, HK 0.5
A 8 TR 0.35, HRRABR 8, B 1.15, Hrik4vt 11,5, B 1.25
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HgE (EEER) O a3 A9 WEBKZAA S GFT 29

o] AS mpEpge] WEEMK b AESE CtolAWEMES HEEE, ooz REEE
S 2SS SEueR e SRS st ek webA sholAl g KAl A AR
W24 JiERE BREREAS Q{%ﬁﬁ&%ﬁi BRAdz & & 94 9. ot v}
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 Fdx ¥ 5 Yok

ohal go 29 chobAl Ykt v%#fﬂ BB DB j:ﬂimf oF K
Hx govh, AU EholAe vlolA dmmd o ol MAMMY SHEBY T34
BEle St MEREA = U u}io] o olEHY hEES HEE(EE SEAK
#) Apolol HiATE (broker) o] frASH] 9 A4} sz 2cleh = BNHHolA | (domestic
3410} o} Al B (foreign  marketing) o] A v} Bigku} ol A ) (international
marketing) @ A0 KIS HEREA AASAE o Aok A9 Hgel ZdT AL
o mEHH FHtch

marketing)e] o}y

(W 2> EAulorAg Y R ojorA 2R
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2dd LbS RS slobA Wi, Bt 2 —HRERZAY et YERE THE
el Aoz Himste flev, woh Higfd WRid e FHH ﬁﬂfﬂé?} o2} =
of HetAE o] gt EHEE®Y = At RES slo] Jech 9 gAY 34A

G EER BEE FHE A4 -ralur BiEs Az e EEEY ALE HEE

1) L% ﬁ}°]-ﬂ]%i%§b° ] —E&9 EEE% kol A Bk HEEE = o] B &A% BA(REDstet
A % (domestic marketing)ol % #hel, e BREHEY FERAZAA WEL A BACHE)
o}7) ¥ (foreign marketing)o] 2t 8tA| =t 2=z BB oHAIR & ¥4kt ol Al ¥ (overseas
marketing), E& ﬁﬁr"}"i'?ﬂ%‘(ttadijgrketing)ﬂEl' EEsAd 2 |45 24 2d. 99 4
L AL E oH§ —EY BEAUHRE #h EHBE)SeAR R B gE ekl A & (international
marketing) & 2 =z FEHHEEANA gz F EpololA ol & HEAE EEmCI Y Aulx
o Witagel oholAlE FEIS THMes SEdd K, FAE Thol v Hiffr, 53 &£&XEH8
8 EHAL I WMol = F FKl S ¥ F A
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o Frhm AAE $E QA Wk ot o A5 WREE BEY HHY R BEE
Tl Wrhe Mol BAA ol
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At oA By ol IR E M 9= A4Sy -E?H—:— A%e dE, sho
PR o B8 BEREE BHOE € BMEY KRS Mk 9 9z wojo
Bel, = 2 Aol AT MERE AAsE ool YK Lo vFo] Shstche A4
T A gobok ¥ ATk ohet GG AN vtoblIMisel HRel Aok ¥ A%
22§ BB BOMo R TN, A¢dty, $4%e BE) FEE WEKES £
2% 3 WEES HECE At 4 B BT MEN B R AE o
2 ARA, ol g vlolA e, wEhA mtolAl WM BEE T4 ERges s
sejok st Aol AA o

o holAbA slolAl SEEESH WAl chold S MY —MRERZAS ol MMe &
8 gmEs) hiEE, 22 WRES 3%S ANES A LEAL, A BknbolA
WHANAY LT 447 BRoEE 2 ALUdALR 58 il BEESG 2 29
Bulol B wl#old. ol SEdS uloldl WiEEc] AT MR ERAN F2
s 2 dete Bas P, 2% 2R oAl AL slobl Yl olrdE
HEES MPAA EHT & o ot Wl EESA Ak e FRAOAYM
a4 £} oy B vholA Y A8 MONRS A= slolA MMl B 3%
F2 pMEs WRE) fbsA 38 £ vels g,
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ol REBMEAL] PR CGHERNR

1. hlES] MR B

A e kEE, PR, ?ﬁﬁj:} 3EE KHH e =tolA G A BB

PR VOB (S-S R, EREM S)od WA 9 394 2 A
#A AL olul el FRIYAZ olth | o] = HBMIML2A ] FfIRg (middleman) o] g
E@rolA Y B (AMA) 9] o] w2l FEEHS WHEE Aol mEmel 28 (fow) B

Bol 9o MESH B EE MEEE 99 #Fe BMoE st HRH(a business

concern)® J2t 3. EA ). ol oA DA LEE HERES 23 REE WEste
ofA B Hille] ul2 iRl 2t %3hx {2}, debA “middleman” o] oh HEBHFLY F
WE FA 2R fEK} RWRES el fr@ e d4 oA et .

getA S ZH B THEEEl) T BITRE IRE 3t BREGEA L FZL

202 BfEd 5 Jou, ZEK & B2 B MRHE (merchant) & o744} hig

i (middleman) 9] Firixo 2 =] Jot. & dA ) RErtHAYBEY BES BEN
ol wHE o hiEEel £ B§#R#E (merchants) o fUER (agents) o] T b A A X

4z Q& Aoz v el mol hMFel e B FRY MEo2A, 2 ARE AT 7
29 WA =& HEY Ao £o) Hsch S kil S AAY REFHE
(agent middleman) & ¢4 HEWHS) WHZ HEIV 2507 AL, o BEE
# AEEOE KHIHE BiAMIR (merchant middleman)o] obFA = hiEel e Kk
B RAFKoI S Tt

(B L) TP mXH

— IR 7 (wholesaler) -
— /N i (retailer)

— IR (agent middleman)— (24 MRFS KW)

- —BASMEE (merchant middleman)—
e (middleman) —|

5) MarketingDeﬁnitions: A Glossary of Marketing Terms, AMA, op. cit., 1960. ,

6) @8 v}4 “middleman”s] BIEFA = T KEHRB “desler”7t k. o]+ “maker”o} HEE
£ RBEo2A AF 2oAAT, A& AMAY EFEd =E W uioAd AEEZE Tvl$ oo
% (ambiguous)- B2 #ES = A =S4 = HES violA g R JedAdE HE
E o @ PRI [8EISE 24% 29, 718 “retail dealer”'} “wholesale dealer”zt 4]
oz #EEor o] Itz 4= At = AMAE wA  “middleman”s] RAFH
2 743 “distributer”sl = BB FHHERY 4= o, o HEE HEFE(wholesaler)s] Jfo
24, do weAdE FEARMEA o) BkE#A IR (manufacturer’s agent) 22 FY HE
PEER T EER T | '




= ERS F# 0o ol 99 hMiEe AHol AW oldzA shobl Y Mk
AL A mEES BEES M B GEREHD A Ao ok e bR e
cholA Jigiel 2HE AedA mRol Aulas s8¢ ABeA S EEEmL o
M YIER REHS HEUT. 3 MEMMO A PRES desR shold o e
(marketing function) 7}-2ulo] %X 3] F§EEMEE (trade, commercial function) =& HE
H#n (distribution function) o] 2t QA oA e WS M-S BEs] o2 A, TR
SREMY EMA vhobA YR LS WERTR Fhd T S Ak

B2 74 WRGUDBEC 2 $5T ohob) D Aed AL BAE M) B
A He Mo 2 A, BAMO ZE SERel WEH Aolol Ak o] Fol A= HIKEMA
MiE & BHEE 99 MEEEE TS A903. o 2o HEme tExs
TH kEez MEAA ofF IHAClA Mo RESH, ® AEHS 2 Ide &
HENAA Xikos MEANA BRENA [Eo 2 BEIH: AL Fpigtol 44 B
W BfEclch olsh W) o vt HFE TS (manipulation) £ 759 HKES A%
HEMEC B SRS BN E S b ANRBONERD Y ASHETF A
AskE nqe] Wel o) AR Hx HISE 78, *%Fﬁ%ﬂ HER) B A
BT 255 Bob ol & NHAgol A HREIE 8 S 2 fkive WEHG T = oo,

IYR whiE ol PIRME LR, AMED S BASE ohold RMe Bikels,
= iEel sl RS R BEES AR ANFAA BB, o)A HARH
E PR 29 e BieA) =t mRmELY BME RBe 55 % con
merce, trade) ol st AL, web [5Rel & 4B MR Aolo] A 95 4
(EEHE ARG Bl KBOE BHHTA WS, AAEE HSOHE KELe 99
G4 MRS WEA S Ushe BN BE)E BES Bh  EEE(E HREES B
e 719, B2 2o Wi BEE MEEA RO 1l B (merchant), o
b B2%S) HRYHG (middleman)o] 3 & 4 gk, |

TR FUdol dEFMAA £ B ol §  BHEMWICHIIE BEERNE FEHKoe 5
= Bffiez oAy p¥E® (Handelslehre), &= Fi% (Handelswissenschaft)o] g5 o] il v
Felvtetdl A = 1960 WA T oo g 2% o] 5] BuBBel glo govt, B Ll
A9 wlolAlH ke £¥A BiEs o pmos Felx felvteto 4L 19605EMR LIS 28w
BB olFl AT A5 WAAE itk waA o) wEMe o% g wlolA ® ol 1B
Y- BEAEA welA "R A F S04 2T A 2 KIEEA TFelx 2z oz @
il 1L




R E 2 HESA A ﬁ%m%dlt A g o] 3744 @iRel A2 ol 3 WHHM
AR iRl mE, A 2 “-°i/ﬂ«l WEMER BRY Mkl = Tdsh

(1) iR

 ERe fmolY B REBAE HHM REEA F2 BRdA9 —#ml HiRel 8z
Ak

(2) FERMAR
AMAS] sSPFEHEA e (g g i‘ﬁ%ﬁ*}ﬂoﬂx{ EES EX MBE e 49 BTIE B
ol o Bieste whobARH BEzA Fz BRAAY EHel sz A

(3) FEmEEH
chgEe] WS E RS ﬁ.ﬁf Mol & B HEENBNY REzA -’r‘i S

C AY E#Re Hx g

2. M| FEmE

1) mEmEel St

P WR ST 24 e RO SOTE AAT MRS BEE T 3
Ao oA AT TRENE oS o FATBRAC deldt fkE 2 x
Row AL mEEE AAG GA st AT LA RS, WK HE
KMo] Eobl BEESHEUSS £ES BEE EE Tt PEEY BES H%
CH ARA del Uk 2% 28 Aol kEEE kEREES KR A 28 BFML
Mibid ARFRE 9% Rl koS FRT At BN ¥, WEHE 18
27 Boksh BEE TR 99 S WRAY ARERY EEE ERMOE,
SEeE MET A B A2 o a% mE [Ale AT F& 234 de A
EEe o4 MY ol o2 el el HEEYE REs] ARY B 0¥
WAAE st el ¢ Bavt 9A sl Acleh

o] XE AL AT BATRE 7 EWENY BEez 4t BAERLE AlAE
RS FEE AR, EEEEC Skl 948 2 KBS H8 A7 9
deldhe FRAT Rk oA AE 29T EWBHTA St EE BRE ¥
Bole MEMMCEAY dMmel HRmsolcr ¥ Mat shiE 9 Aol EE 9
ev THEMMERS HHA ) (nstitutionsausschaltung)®7t =71 Big A 7
S Rl = Qoo HBAAE AY sEddE 1 BEE BEGR At 3=
st el TERL BN ZAS MRl B2 MAKTRS A AE

7) R. Seyffert, Wirtschaftslehre des Handels Westdeutscher Verlag, Koln und Opladen 1961,
S. 329.
8), 9) R. Seyffert, a.a.0., ss. 329~339




o).

e} $ [HEMA A PRI ohividE EERES) Sid W (i)
414t | (Funktionsausgliederung)® B fialo 2HNE FEHAL gE RBdrelel Euldch,
VY RS — il GOH) RRMAES] 4L (specialization) o} 4 (integration) Jo] & 47
AL St o] A4S ffed o= hMECl Hltn 9 EEES —8 oh ge
SRSl Kal SKE A8 EEoIh % A 297 Bd MEE oJd W—rioh
AY MM B Fold kA Y ASE B DA Kot gAo S A N
Y BB HWAEe] HHE WlAE Bt 99, 29q ShT BEie o
= R HE WAAE A0 Aoz ¥ & gUoh o Bulw FEROG AEEe] ol
A7 BAKSZ FRFY RSB} RERES A% Birs B2MNG 1 BHA
ol S%A2 A7t 2 —pel o, |

Vo PMERES HMARES 25Y B AL Bkl glow, M e
AR B FREY A9 0% S, oS4 EheA NE A% 2L Rkl
P (limited function wholesaler)s) $%& = #£#% ﬁﬂﬁu# ‘@-t&%}ﬁ}. = /EE
SHANAE F2 AR IERC FEAAN, A3 05de AHAY BRESIAE A
F7H4 Ao R (o EEEDC Y HEHERD S 9E MY ot UEmes
A8 BERIL TBMERMEIG 2002 KIESA Bt 95 2 BEm B
CERE

EE olR T MRS MES LT EBREY SOk W o E4 flo] delAE Bl
o svietE, 2R ouAA v} Wit BEY AelN AT i HS HREAo]
ohd Aol BEZ vIA ok ek 3 EWARS ko) e MRS AlS MEE
gokslol, ot dmEs KREEFY ABE SASE AND PRIE oA KRBEE
RIS FSE S W A3 SRA LB BREE 9O Beh A9 ovde) KHM A
L HRUGO Y 49 - SR 52 Ae) HHEE Minde] flo] kKol EE A
BT SIE 297 ABAelth oel% A4 EEohol D irect marketing)o] 2}
AT, Ao® KM AREIHE ol B9 W] AfESA HE EEcbold 9k
(direct marketing channel) ko & B BE@EC AfEshl 3 s 9. wad o 3
S BHES 2 RSN B 229 BRd A A

2o} e AW R A B BRE WS M0l e 289wl
Wil 5228 HHRE Aos BRAAL BRelh A N BEEFE HHHS
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BRI E 29T FRMEAA S BRAE KR AR A4 L 49
#Eshz 9o ATk A TAA o) A EEAMEC] KR IFUE ) A
2 Gt Aleleh wehd QU Wkl AE [HEImS HREEIHE AL L% HHE
olohe SEMM BiRSl BHARUER ohish SRifel AVE MEEES SLMEE T2
wAE 2en B & Al

o714 EEEate}Al € (direct marketing)o] % HEFGel HhEE A $wre Tae, 2¥A 4& A
(SEEe) AfERA 2 AS) Mol o (indirect marketing)ol 2 @k, wetA HEEE LA B
R®EEsh Aol o] sty 2 = MgEetelA ol A & Iy hobAl ¥ (orthodox marketing)
ol st Aol 2 o A= HEEEA AR A 7hel ofel R B Zive = HiERE
A¢Re EgotlAgold BES 95t w2 P 2mee PHaE sl UEE
o AS% REE BLoH, 274 HES A$E BRASZE® oE9d & REEEMLE 5
oA e EES BERE BEiEstd FE BNl o S8 sebA R ERel F =&t ohat vl E
Wike] 2REEDE BRAA £ W F1 RS HEES IRELEZ BANT A% AR
B & 2o

O EEE—HERE
@ EEHE—PHE—HEE
® EEX-——REE—EEE
@ EEZE—BRE—/EH—HAH
9 4717 FHoz KWE +& QA A FE o] A HF EE BREREE QFF OFY
AgolAn, @Y AFE =27 EAE gk ol FHW HEsA HE AAY KREEG FE,
w3 827 (broker) 8} #& AHMIFE(agent midleman) & = Hi7t £ BEELoE Y
g REE—RES )
de BRENE OF ALt E R R Wb A 2 EEE BRI L2 '

| EEE—ERGE—REE
e ERENE @FS A3 A3t

°121) o2l g 4714 REBEEHE EFT Aol L8 adelAst, o sdH4 OFE 254

10) 2rbA %G 4SS LB (ndustrial goods)s] whobAlHel Aol BRBIREAETT ERE
B3 (user) vt WEF ¥ (demander) 24 ﬁ?ﬂ% A%olth, 23z YIRS (consumer goods)
o lAdE e 2 37MA At 3 aBAe getked

@ Tl A EBERSE A5 72 Awq], EE HExHRE EXHEE 5 vl
MNEEAKe 2 A MK BAH Sk ¥ g o= S BEgH, ABBEAK
dAE o] &sE o] A gk o] o MEHS fFEAAA REA 2 = ﬂﬁﬂiﬁ
o wmEO] A B E o B W YHAT

@ BEEREA 44 EBERESE A4 2RAAE 9EA WEEKLd 0474 °1~‘—1a|'
KEFE Y PEFE ARAE BEERT dAAn Qod, 2 REAAE NP e GFE
W7 o, #¥ - BESHAAE A3 MEEE d04 “53‘"1]‘4, o EFEEAEL A
= B - M, (LR, BYHET Fol gzl

@ BRIFEHE A ERERE ¥ 52 bR B, ﬁﬁun 59 BRERY de o
28E EES, HAdAe IZest(irfAms HMER 9 Gl e ERRER,
bRz e dud F& 59 AGERE 2 A EAA foo.




@ #®S Ae EHEErteA Fol 2 ERYW e tde] —gma el ok

<l 4> oot SRS HHER

- BEHRBE
/7 i ’ ™
D @ @ @
& (EEX)

‘f
’ ’ (H )

I
‘ i |
|

&
&

AN
{
®

v
OO g
(M5 OhoR G mERS RAM Wm
(EEX) (BHE) (MR (e

(o] & | > (i oheb JER)
é- ;t _é———% (R vl ok & #E)
RO ASO R =

®

HEMR -

1D #@E7 A BE(AMA)S EHE E#dlolAHel #ekaA ESER I (direct selling) & [ . L
EH7L B (user) vt BB EHE (ultimate consumer), E& /NEF(retailer)ol A ERT =) ,_f‘
%2 Ew=z glvh (Marketing Definition: A Glossary of Marketing Terms, AMA, op. cit., g
1960). ’ ’
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PE2 AFEY AWl & vlob KKk BEY EARo 2 @F) BHE J%de A OF
Wagt BMEE b 5 EEY BWEE YISt A7t @k A" g8 d8 chA BERE
HMEL = —Fid A $A2, BRI A FWEE AN EBRENE 2 Y224
278E QU dAAol g o] Euld o] ERMBAN @A+ W(wholesaler) t-24] J(jobber)
7} A Hyk “jobber”: A H “wholesaler’o] w1 zutsl @Eel A& HRiEol 5422 2A
gz Q. 2232 ONelAE “agent”((RERE)7 A7le =z o REE 44 d4¢ #W ol

th® ol @ e EEEE BREHYS Jeyem 2AARGE 2 °1-°‘M]5 #Hehez 134
5’4 G AT EEFRE 943 o1 T+ dE uF ﬁ‘*‘l‘f}“]‘

- (& ERANES (R T SESERG | (M 8 BENTNO

Manufacturer ]
[ﬁmufacturer or producer : : l

V'Av A
: gent Agent
- i ‘Wholesaler 1’

Wholesaler

Y Retaller Retmler

R E? o Retailer Retaller
.'r ‘ \3 ‘l/ \l’

r Consumer _] Consumer

5 : P. Kotler, Marketing ## 1 E.J. McCarthy, Basic %%t : Constantin, Evans & Morris,

. Management, op. cit., Marketing, op. cit., Marketing Strategy & Mana-

p- 388. . p. 384 gement Business Publications,
1976, p. 271.

2) (WS £ REMMS] P |
A% riolA YEKe) MENE Aol = diEel HEAS IR 7ol 2= WA
A5 3¢ 2 HAWo AL 4744 Loidl, o9 FWE 2 4744 HFW A
o i) Waeht el EAa oA o AM LU sobd WEME 2B
REEEGA AR KBS A OLERI) ) BEEE A1 BHEA AT 24
Y ERINC HEE skl AR A M BHAAE 2 BEAR
3] dhgslolok St Aoloh AT MBS GERBMS HIRMED BH BN 39
BRESleloh ¥ HRe2A, o 4 z 8 A= %23 HRelc §& Feet

12),13) 2@=olAH BRe) EHEL “jobber™} “agent”® tho] WY MEF=2 ATtz A
). (Marketing Definitions; AMA, ibid.)

s
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= A 289 i@y vhobd B (social marketing) o) ol A% o H ¥ HEMMS B
A BFAE 27 BRI vhold Wi, o Fdlw ol Suh M wolA D (round-
about marketing) B 1} 389 ©hobA § (crossing marketing) M, ¥ ‘JobhAE WTHY
vhobAl Y (backward marketing) fEgheh Be AHEM wholADEBE o = ofm
F 8ol oA HE A sl A L@ elok R Aol A chest 7
€+ ade $A9 BRELE @, ©, ClAY Fs Bo] £8 welm 4 b FEE
shel A DEHES) MGG AT, <A Hu FEMM) AAROEA HEHMololot ¢ HiE
MEE $dlglc] BE 22 Aok WA To) FHERAS MAeA e, 29T BEHE
B TS EohA whatolh.

B 9 TEEM otob T mes
OOl

2 2 \ RO 1. R
2 & x

71 . A 30 s
| o by e EE

I

= 28y cholA DK 2R £/ AE oh AR, Weh Aol HeAl T ulo
At Mgt DY BEAE et & BB Sl YEEBSGTE S o mRE
) Tl o] ) BREE BN ERol BT KBRS ke of
A A2 e G Aotk olBsw B 1Y HEEAESY A4S AMAILS 2
27 (broker) & [RE AL REIGe|eh o] 89 AT HEA YodAL BFos i
3 ffesx e BEACI S, MEE KB A EEER FUAAE 2wl
AR AL A2t BEEE B e Qo

B oo MY (B vl 9IS = BES JEkimel Av, ¥E it@mel
Bl St s Wol¥w JeMslclol ¥ WHTME A3 ohch sy ARAET g,
3 od HEmel HEtAE Ak BERS R BEE SR G4 AgAs
& BREA B = BEERLS 1L BT RS TIN5 THI
A TE 2 ftol MBLE AARA L AE A Aok chat o] W G BEHRS

R




<R 10> 3E4RRg OLoH3EIEES

2. AHEL | awem
.
LB A

. E B }’J‘Hﬁ
. 77

Aol Ge)} Fige] B o ol HRIRS A3 WEEE Qo] Fobd = slohe
Aol Zeikay oA Y LS MR s Aok 4 ok 2 KRehe HREE
AN A Bl Brgelel, = HEE e S5 WIS A YIEER) 1A A2l
Ari7tA 2R THopARe EEAAE o EE o4 ¢ dE Ao

od@ PEE o SEAANES WEMMAIA WelAAE Aste del) #s] AR
A% A3 A BT 2 GE Pk I EAY Rk MERA AP EHES T
YAAS A delA Q& A5 FIAAL TAC EHEAA B WA BH
A e dA2E £F A Aok o MBI A BRERC —Mmes FHAA
o BEEBLGE #7 WEolch 8 EEES) w@AR BT HEiE AEd @
Bl EEES FASE And e TS FUASE Aol © @RS o 3
$ BT EpEed FrEs ERE, =t CEEE REH2 Qe Adddd ®g a9
&},

o) 4A 2w o] el % Zesy kAT ol At RAS TEMY cholA W Bl vob W iEH
o WEEHE ERAAL BAMCD BTl $A%, B A9l HeAE rtobE
CERLE oM 4 gl WelAE A$E g Aekx B 4+ goh ohak od EIkelA o€
ges e o Eu WM clolA B e AT ) Wil HA ¥& F wel o
o oE EEHETE WEEIAZ £ A7 T HRo) 2 BRI 13 &
HE 0w g & HRE A, wtold YiftEe] WHMOE B E Fpelh |
Qe BAAAE FRe) R AR EREA SR B2 Wi, £
A4 A PRE EEES B, WEUENA = ot BRARE LEA2 #Rdce
Ao BAE SEEEEA 242 9o ol:E e g 5F 9o BEde Lol




<M 11> Ty OobAE R

N

3

Rl 1. BH &t
2.8 B B
3. AE &
. BEIE—/NEHE

4

5 % F

o on oz A } s
7
8

#HEM

B
. TR IA

ER:G
2 SHAT, o) &ut WBHE (overfull demand)WEolE Wz deld 4 9k F&olF
‘,E & Atk ol Ed™ oW HERMY AL fHATFRE wiet vdehde RRER
Bigo] vhz 270]5], 287]d] 2EH (P. Kotler)7} o]" o &4 o - w}o}A & (demar-
keting)!9'e] WAL N4 FEA H& BhRE 94 H& Aok
- 3) hMmES| FIREW

L5d3 Aol HAEHI BEs BEEXEEA JAAE AT HBMMozA Y Fm
[ iﬁ-ﬂ RES BEE Rikst7] ddde BikdAx ntobd | iER Lo d‘é\ﬁxﬂ'ﬁ—q
e & w26 E 49 HEEfdes BRI AT 22 FoREme SRS
7t ol = AQA 4A HwEe HEoE BEAA vk AL oA FEREE 42 d4
- &A9E Rtn & 4 gelE gd HEY o¥Y HiARf (distribution modernization)
@ &3 [HRERC] o2 Mdmke) HEsE Mmsmse) By ERM) IS A
%ol = ®#Faye MEE T2 (O MBREREEY Bt @ HiBRFE BH @ Wik
el AL @ WMBRES BELT T A He AolA, Az miﬁﬁﬁﬁ BiRe) HRERR

14),15) P. Kotler, Marketing Management, Prentice Hall, 1980, pp.23~25.
_ (TH1E, 34, 2, 2) 2 —fI2AY TaAloleld - uolA | 1] 2F)
16),17) slol# ) MAERHL, FCAEH, WEL, 1971, p.237. '

g e
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— 26— k

ol 2 #oo]l $9AE MAS obd Aclth webd MEBERMATT AE k]
T ol B9 WEMM Y R o 2 3 MEkelA z REA pisges] ol o} ol
ehe] 2Ege] RAlel Atz ¥ 4 gle Aelh :

O RRmeR EmMEA 9t RS BiasA ged

—— BOR EER R T K, TL RGH BB MBS PR elor v

@ FMFe] Wi =8 s ook #.
— ks SbE B FRIES M EPUE el ztel MEEMYEY A4 Ao+

@ A4 shte] HREGOEEMD ) RS s 2 i e Rl ke A%
oF @b
o S AR NRREC] AESE kAT BRAEC) RS shold, o A 2 8
Brd HMEAESEL EM PR & A%, ¢RI & Flez f
WA Lkl A & vheh o) BREREA el AL HABM 2 A2 B Fh
A 2AdE oA E DARARYE Hoz BHHA s, oA AT MY
e BRMoD Nbshe RBRAAE A e 22 el gk
@ W EEOR/Ne) JE 3 (principle of minimum total transactions)
mlols W mE Aol el AASA Re2d Ry 239 MENATE K
o wz zEe(P. Kotle) s} = gl HAZ ohest 22 293¢ WmdA PHEE
FIEEA Dozd o] SHE e MEle FEH=Z Uch® F do) EE 3AY &
EH7h A EEOA TEsty 9% EErtobA e FASA 2 A9 235k o
ArdeAE B2 oE EHEMC BEsY. odd @EAdE 3AS) HEE T 1
ARt RS B84 B, o] LAS] hRIRc] 3AS B EMsl M A4
Cyehlz gtk webA o] AxdelAs 6 EMTe] SHEF ook AT HMEE
Rl fomA ke el AIRD e Wl
@ #rhRsfigo] M (principles of massed reserve)
—% [FRERE:ES) FHE |(principle of pooling uncettainty) 2t E JIB=] =, =holAl Wik
Bl D% EREE AEAZezAd 294 e A9ud Hewyd BN R
(storage) 8] MEE KA = Ao} WA AE FEolh. F HHA A& o IHE

18) P.Kotler, Marketing Management, op. cit., 1980, p.418.




<N 12> PRFEHR REN

1 ]
M > > C M C
i 1 4
4 .
2 5
M C M >| D =>| C
' . 3 6
/8
g e
M > C _ M : c
A, fEigmIE ’ B. $REI%
PxC=3x3=9 » P+C=3+3=6
M = manufacturer S C=customer D =distributor

o) B4 KEHEN kL St WIS HEM] SR P oA HR A RET &
BE BAAD & dod, MEES WIEY REDE HEHA Dosa olobld EEel
¢ BEAATHE RE S A WRA AR $om BE IRAC] FhY AR
BAE Aok e LU E —J FRRS BRe R4 28 4 o 90, DREe]
ol ¥ FRME B¢ ool 2 MRS Hu SRS REMES 94 AEmos
BHY 5 Az ¢ 5+ Yok |

® 4% Jﬁﬁ(ﬁrinciples of division of labor)

SR FIB L ¥ G EEATAA Btk ol FEAFANAE Z32o] o2 ojo} @
HES) Aol WEolt. o7 059s e WHY ctobl YEEIE BT AR
SES RRE 2A WHE ol A oF ABIeI ), 59 BRMGME, ShIMRE BENR
B, BRI, EHRERE EeRmTME SREREE WElEEE So 3
A RIS BORO) HEAMT) FHY +: fon, NEE BE WEMNY S
A BozA os® mEmols wot el RM LG FEEel. webd gy
RS HHRVE FA7 Siehe 1A BEMe E VOEMM (nstitation) [E8S) st of
ek MBSOl M WM (unction) o) —7} B, 2¥HoE ShEE Ae 4
oF Wit A SEEES BEt 94 A |

@ ﬁﬁbgﬁﬁt&] JELH (principle of variable cost superiority)

# (cost) & IR (fixed cost) o WEYY (variable cost) 2 BHE o EEHHIAE H




—28 —
EHA AASE HEe A4 AREESD 45 KREE KT Al AN K@
BEAEANA S o8 BPE- AA8s LB AN MBS HAT KEREE T
"1';1'1’- A4 oA ABERY FlFel AAAE gk dAvEd KBERE 275
zelo] EREY BHA LT BHES B AAS AR 53 BBHH 7Hga A ZAA st
r B{EMAS —BHe s FEEE Bk T5E oS AAY HALd 2ejv) T HERSNE
2o AV kFEAS) R & KEENC I AEHE 24 A4 BET BB
S@e Y2 BASE Zo) BAENAY AHo g BEGA 233 HRE A G2
BE FEel o | |
3. FMIRES R
1) S BRE KGN
PCEMIN GRS 249 Rl 2% d 2 —iEmY  Fokdl A R &
e EEk e HEES SEKCE BRI AT Rkl =2 29 Ax oA HH |
o2 EAFE BAE Bk oS ogd fle w2 2 $9E FE eI 27A
BB A UA LA, HEsMd Hg 2o EET CES Al HHEES HER
g Fg LUt SR = 79§ HE/ gelok ¥ Fsich ot 2 HEHEH
of Fi EARES KRS TR (middleman) o] 2t T oA W AFE LS REREE
Aol A2 W AT HEES PEELE BIE T gol Q¢ wEoleh o # el
A BB gddE 234 RmEAE PHES 2o EfESAE ol & ﬁf\*ﬁsﬂ?ﬁ
(merchant middleman) >} {{¥E iR (agent middleman)o.2 =2 Llgie] meBiol A 94
CkpE = dete A 2 NRE 2 eE FEOlTh
CHEBBBN S BT
(1) XEgRES] Siflo] =i}
@ B 37y (selbstindiger Handel)
Cojeulm HErOIV IEAA Y Tagel 1% 499 rﬁ)\ﬁ%J (kaufmannshandel).
@ FREE (angeglieder Handel)
o Edl = ﬁgﬁﬁﬂ'_I%‘ﬂ EEREIT BEE FTEIA 2 A% [HEEmZE] (produ-
zenten-handel). =& HEE7 BRAASE BRAA @mEL B/ 2 399 [HE
#p53 (konsumenten-handel)
(2) EFFHT =t

.19) R. Seyffert, a.a.0., SS,95~99.




@ SE#&#4 (seBhafter handel)
—ET Bl Bl JEHY BN 23 .
@ LG (Hokerhandel)
TREHH A PEER.
® 17H (wander handel)
BEd Bt 9t 950 .
(3) ZERE w2} :
| ® ®EP(Kauf handel)
B ¥ BIALIokE
@ zZ#ap§ (Tausch handel)
[0 O TRE ]
@) SRS Rl whet
@ W1z (Eigen handel)
HES A% AT 5ol KR dEmm (o : i - /N
@ fhoree (Kommissionshandel) |
BES Aol AT fAS FEl KT BEMWG : EE - $2A)
@ fRHEp (Agenturhandel)
fiAe] & A FEel &k ﬁ%gﬁﬂﬂ(ﬂ CHEAES - BRI
(6) ERIEREA =) :
@ {8 A4 (Eigenhandel) ,
BEABES BEREN
@ éﬁﬁ (Gesellschaftshandel)
Bitae] BEEW
@ #1475 (Genessenschaftshandel) ,
HALHES) R
(6) BREAY wiet:
@ i (Effektivhandel)
BYERT BEQ M
®@ #H#EEs (Spekulationshandel)
TE BWRERNE §3 £wERNd ﬁ%iﬁ.ﬁﬂ




@ R e
@ Bk (Binnenhandel)
BAwsEel R HEK
® 5 (AuBenhandel)
SEE Bl E3A HEMN

. (8) B Het:

@ s (Warenhandel)
CEES =L e

® HEEHEHE (Efcktenhandel)
BERESF TR BRI LEEN

@ AREEEE (Immobilienhandel)
FREs] =k B wEREN

Hih A ¥] =337 (Dienstleistungshandel)
st BEmREte ERA —7) HERM

(9) JBE:HS BR o2t

@ # % (GroBhandel)

MEH EEEY Kk SRR A+
® /¥i75 (Einzelhandel)
| %gﬁﬂ' Bk WEEY 3%

A% Fee] chobl MR A HAMMO) AR 2 Bbel o] sk A ool
A, = gl sk de SRET ARBOE FANSA HRA, oY A F4
@) AT A vhE TS AREY EAL wEe ¥ 4 Atk ot WE 2 #
el HEAe) Brelel thMAgel Blol FolA uhe Aol Ae sholA UMER, ==tA 2
mame 2AS FEMMED BT AEE RH0] TRAL 2l ¥ Mgl = 4
4wkl 29 WV SAES H5A 28 wez A4 BRI XB mEAA T
o @iel AL A= B gl .

oAY Wobd 2 HEEC G ARE S F2AE A9E JAAY AGTE MAE =
S B8 2 A AS THRIY HES o % Acted, wel B9 M 49 B
#7h SAAAE 9ol AgsAch 2e79 dalel YR M. Hilel Hpd AN FAK
¢ ®AE 1 $IE e fE ALEA 99 ERsE el gt ME MEs




ERIAY THE NV 14 ol dE HEPId AL Aol o).

SH BB WEEB AME Ndad SHE Tgo 98 MHE 147 9e R
o= B wed 209 A BAD, 2YA LA 94 Ble] ARHA heiel
W oI FRES EUgel AR WPURClh BEEIE U4 [ael) A
B RBBREEEAR A5 WHHY Wl Eolrbd Feeh debd MEHHS ARo
= WENH SEom WRHE HRY £0e AN BES MY Bl sme
A BAZ dod, A4 2 KO TAESY AEHS AH GRS SHRG BA
A T2, we 2 LTE BEREHDE 4o A2avde mEe fxe A5
Hi#ol §S A Ase] gl

EE ACIE 4P AT WY ST o) AY THREKES SH zadd s e
W AU SIBLEC 2 G2 AAAD QAAD, o) Eok WiEkACl A4™el mep e
B Q87 KRB A o) MR RO Aigske] B 2ol Ao owe
HERBHL Aolhe Qe dadAe 200® (ERdakis S50 A o
o 299 R 2 Ty 2R THEY R [EESEY BF S 5
Ane 94 A Y S EEGERED WRERM Lo e sl
MBS Aol A3, = MEGOT AREBS BEENLD SO1e 49 TRE
SRR EBRE 9T EEA Y BAHR FEA TR A —
BolA olel fhel MEE 5] ARG WEETSHRC 9048 23 oy
Fodde KSME MRS SEY WEAOIAY AN GBS Mae o
T ARAAREE $o MY HEDIO) RS @ow WHSA Nt G 9o
Aoleh F AR MR, FE Bielh BREG SO AEERD slolAn
BRMBLHE U WED BROT WEAE 497 odd asat. G7u 5
R Tl - A2 HFES B S SEES ATEoE o MEA GEd
Eold As [N R SIS AHE AWR) 99 KHol 2 4= gL 20
o,

E PESRE W R @ el AREF BEo 5 EEEe Wi AR
H7F ohde, IREazie) FHEA o, JEHilish & ol thiA Y Fityo.s R
CE HEEEAE @A O SRR 59 e —ikRdA B g7

20) R.M. Hill, Wholesaling Management,  McGraw-Hill, 1963, p-3.
© 21) M. Anshen, An Introduction to Business, N.Y., 1955, p.385, - |




aoge A9 [EEHES BRI BT REEE 9N RET AAY A= 4 2
© Rmel AR ARE Adolth Ak waEdel Y BRR Hives B
b K EEE B8 MR 8 BRE s 2 A gl A el o
s BAHERSS) KF2 1A ERE (47 - 45 (shopping centen & HLHE
gE HEE e Sk 9% e A NS, B 2 FERES
FEA T EERRES EME A A8 ARA 9E ARG oFd BREL
7} &=k

A% o9A 2 2el Bwd EIAY BRSO NEE ASASE HAEKe =T
Grds [REMEES 2 WREK T H—2E date Aoz #usd ot & #
g QoA & GAAS GEERMS WEE ALAAS At EHOAAL B
Go] Fol WA/ FRORE A4 R WAL 4 2 BOKET BHEISHM )
2 cdTh A A o= BEAZ [EMRIE 9847 ohish A4 TERMCIA
) Bild ddA BRAL 2RL 94 HHeRE Xt

g HES mAe 059 [EREARY SEI 2199 IR #R) 2t TRE
Lokl RIS SHe MIBEMC] MESlel S TRMBEFE T 2 fikel
Aoz % 4 v Add EEAA oln WREMC WRE ERERE BHoz 8t
ol A SR e e, FER ERM BAE EMeE e B o
A GRS S BEEOHE Bkl &0 AMsd ROIE Tl U A4
¢ mme BHEE —BHd A$E e 2

1) ZE BEREde] KR

2) thE HEEHAN) KX

3 BE WA MEREAS BR |

D g, MEEE, W BN AXREREM R BE & W) KR
5 E A B BRoD AM REAS BRI BER REH
6) EEH S BEHHS) KR . -
7 WAJE B 2 90 KR

‘ 22) 3-31.7141 s olA B BE(AMAYE HEES e o] EHd= gvh. (A Glossary of
Marketing Terms, AMA, op. cit. ) — BB G (wholesaler) (HRe ARz NHEEE Ex K
fhel mEE 2 3o E¥EM, MMN R T EAE BEEN T BEHL A, BREE
#ol A= HER(EL) B BREE 7314 #ed. -
23) E.A, Duddy & D.A. Revzan, Marketing an Institutional Approach, op. cit., p.242.




8 HEE 9% BEY BE

Sl e GHH MRS WWE T Y 9o Ax pastAeld o
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£

= BNl SR 8- MRS FAY KEWo)n, WEe HE ozl el A
o #NFUREES MBI B 159 sEE .

(BRFE

() PRRE B e BHREANA MHE FRHE 45
@ #3Y - EFEAY F VYASAS BTA, Tz, ¥ 5 9o dBoz 4E
& e 3. |
® F9 R AZYAAE e Fao] BAAES DAATL 54 A5 FEE B

ke 34

UPEE

T2 AR RER BEE A5 e 290 REBEHA BRESE R
Be wod e e gt gs. |

(1) —RyNEE

@ WAIPEE

h BEE
b F9 414
&5 fittate 8- RE WBE(1968~1979)
4 9 A = F 9 4 =+
A =09 299 s [sug | A [=ay | 2a | sag | s

1968 312,222 13,193 264,100 83,262 11,667 761,803 55, 405 456, 862| 215, 965 33, 571
171 450, 083) 16,429] 320,471 97,053 16,130 962, 868 61,355 681,174| 272,952 47, 387
1976 032,958 20,260| 393,651 97,2700 21,776| 1,093, 487 93,679 693, 459 255,574 50,775
1979 600,913 23,923 419, 088| 133, 959, 23,943 1,360, 589| 118, 892 764, 426} 407, 077 69, 294

BE: EBNER A4 M, BEHOBNAEKTR, 1980% 25, pp.8-o.

2) PMEmZ M) HRMM
(1) BHEMe HEEM %

LB SREMN o =) BERD IERS BIsE B ElEel A 2 ute} zHe] [

20 BAREAA LM, BALEE MERHE, 1950F 27, pp. 6b.




CoEEs = MEBEI 94 Lol ol o BRRE HMoE %E /NERE
qA B e e s she mEEdA EESM A€ A4 T SEEelS 2
g @ ook uhebd HEMY FEEMG ERT GeAY ARET EEES T B
oA RS ol ok Eel . & A4 RS Mikelshe Ao €9 2e% AR W

qA &w=E AL vz 28¢ AgAA ok o IEHR oho}A iR EE ko] EER

oo EEESH MRS B (rEA Resd 9% 2t
GRS T
@ STl e
1. BREENE | |
e EREZEE KEoE WARA, T & NEMMS gokdl HHA RN -

wEmoE S8, REST Wt ROl S HEERYE EEEHES 49’

943 RS HHLY HEA AR et AEES SEES AR K 2a2
wERe Be BUT sHE 29 F AT o

L. MR

HERS MRS ASA REGRRES 3T A8 HNTERES A0S
mﬁw whelA NEPS AEBEY BREE 59 wriE T BRI REEDE

BMY 4 ook 2@ kel *it: HEH-S NHES BB YA REH =x

Rkl fEe st st
T. HEREE - B

ﬁﬁﬁ~ =R BEmERO B A EEV HE =t KMol BER

q aﬁ\ﬁﬁm BEIGozd BEMOIE hEX BRG] B HEEE REMNC
mgse BEE e Lok b AR BEEAA b G S HERE
RS 1R - EpE ek olE BeAE HBWHmEe A HREY AEEM A
T B - B0 - HNEe) B2 E B £ 3ok

2. [ERELERE |

o TGS NEEMC) Dl BB A LERE F3h ok —#e &
Fgtmmol 4 vh2 SRS BEdnE ¥ ¢ Aok

@ @ T HE
. WeWBRE
SRHS EEEnYY KBOZ WA HoA dER AXREERE AT ERH




e RS Aok ol ol Bl EEEY BAN ZRC KEAD, SHES 4
Al gl ol MMM RER - BEm 2RI EEE ] o &

L. REHEERE | ‘

Eggol ol REGBEEENS HHEe) NEMMS BEIE BEA IEEN)
AV gl BERRS B - BE - BB - BT - 0 - (AR Sol B HEHS kA
% EEFAA MESH) Fo2d BHAL A% KEEE MREMEY Koz

o EME F 90 el MR KT RIS BEWES EEEdS) HEe vz

BEREA 48 EEENY @) Ay ¥ 4 ok o9 ¥ HEE it o
EEES mactEle]l BiTHs A7 A#Lden, ok wteAw HER TH B R
FEAEC] A gkl o9 EEER EEMEC ) Yukeo |

T Tipomgs

BE Tl Sle MRS EEHo] A 27t LER s g BEe BEs 2
W= ek

°f Listol = —ehyql Hekol Ao MEPES) Mo =t HMLikiE, ShakEE = 5
Wiyl wholA ¥ ke (marketing function) |- Z#7 BHE T I AL EEog. o
RS A AXE BEE T EBEY) BEes SR A o 2l sl
(full function wholesaler) =} PRsEM#ME#ERS (limited function wholesaler) o = Jcﬁu% <l
7t g2, ol BE Ak HEE vE fiEd A5 BalA o

q71 4 &7HA BEHF T AL [l 2 HE £ S Aol HEmEIo
= AREEe Ry EEEBeErs 28R H—wd BEAC 3= A, HdE 2R
HIQ) EFEERB o RE “wholesaler” Liffo] = “distributor”, “jobber” % o87}x|7 1},
a2l EE oA B e (AMA) ¢ EF W& = [“distributor” 1} “jobber”i= “wholesaler”
o MEEE HRAG® 2 Zda 7] 9 Eo] RS EmT %5 K3 “wholesaler”
gho} A Fa}ct

webA B BT FeXl TEBERIY 39 EFEKBorE £ “semi-jobber” 2tz
WS 7 = —#el A, Fiflel wWaE B “wholesalerretailer”zhel ggaich int of
A 99§ Bl AE HHEBE =T kY Sz Bl o st st pE
7t H7 = e REMe R 2EKY 50% Lo HEY A% HEpge &3, =
T A+ Moz B ook etdsrt. zads ®Bmess %Y 4949

25) A Glossary of Marketing Terms, AMA, op. cit.




PR MERRE e 7597 BHE A2o) ohd A0 NEEM Bz BEAZ g
SeA EEUIRERES 75% Lko) SR A5 HEEoS B ok e 2ot £2
76%0] Bt Birsh o= @ el A e AEAE 4uRAE gk
@) SRS R
D —iprgel HRMMS B
WM TEY BREREA, oA vioAYMELY e EEMES BRI,
AEES WEEY oA At ER e - WSS FROE S HREMe 3
Hete oole eiaistA el glel, ol WAl WRAU) @7 whes] BimE
A% WEES 284 44 28 2 EEkE Aol AL A Rl K
%D 4 o], AdolE = o9 el olte AL gk vhat o= E Ehe B
FNE Aol £ BALE FIRHT AL HREEMMo L o7} BHEAWZA 1
Gobe EAAE 4 [BEABH—HEHE BRAA oEuw e 2 ASE
29§ Ffel G4 KEREA BRE ook A3t
CRRBMS K
. R Ol M - B A
o PEAERIS (O)  — AR, WA
. REGER G EE RED |
L. EERC - BN ETRN
o KRBEKS RKEERL O R, PR
o, BB BRES GBS, e
T, Hib BEEY BER GAREE) S HE - s TR
o}, HEREXENY WRGESP  BRES, EERRES
o, BR - AKESS) ARG WEE, BERAR
o] FIES GAEEEBMS MEN KAEE SHEME Fae WWRA) HME F
EEES BEEY mId BEe FIE AREMoEAY M BESA ¥,
wEE NS BEH BT MRENS EEY) WWEA EERE 3ol oA
ERANY BT S48 EAMo A Rl BEs 2 3% AdA= piEed
[ (A O] M - EESE SEMMT] = BRes GzqAAA 22 TEelw
Ao EHARS EEAA HHEeZAS SRAN MEA 1t BOAE 27 FA

26) Public Law 393, ‘Section 13, 8lst Congress, Ist session.




#NE R (merchant wholesaler) 3} {REETE 74 (agent wholesaler) e 2 HARHE o8 &
% 9ok 2 W E g =AY HEMMO T Sl Bl Wb g o] o
B e B AE Bk
ChHmg e 24 9] SEEMS) iy #HED
0. ERSES H¥o] e} -
7}, EEMENE G (industrial goods wholesaler)
2 GEMERE REE BRE 924 2 fiadeol EEHD A7 B
Y. I8 A & 7E (consumer goods wholesaler) .
TE MERELE R BN otad ﬁfiﬁ“ﬂ‘:"ir —fNEREY A7t
Wt
v BRG] whet
7} —#% & {74 (general merchandise wholesaler) ‘
EE R A3 BT FANLE s BEE. vH BREAY &3 #K
= Dy 4 #EFREC s d2E
Y. EREMERY (general-line wholesaler)
AL HEY AR S e HEME) °1-‘-£ —Xf R (el
T EELEEE ¢ W BHE 1Y ARAEERY A 2 ERY
R 2R B =5 S AT —figel o
o} H[TEE R (specialty wholesaler)
EnEERELTE o Bl SR 2A —2 BHEEE G2 39, AR
A HAE RETS BMe R IEEA Hoh o EEld ARR ASddAE i
Ais] ASEY FE} 2L EEFRTE BuEEA 2 A4 $o)x)
. BRSO HEE e}
7h HH) #ERE (local wholesaler)
FET o= oA BRIER 10 Foid HBEMo2A —% Rk HHHE
(regional wholesaler) 2tz = 3tnj, = MhodAe HEREHRI T I= A%
2ot 2o ERES S mEo= € o) Zdd] MRy #EH (sectional whol-
esaler}o] et qladojzlv},
Y. 2ER B P (national wholesaler)
BRSNS R 2 A3 FEEE. 29 Aoty XHMY HEEe ) Iy
BE 2EE A s dEA A Eel duvlel FiEol v M BENE BENE
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A%7F gk
2, HEmRGd vt
7}V, FERE &SR G (non-integrated wholesaler)
HAmE F EgEl A Ll SEA
vl & B S (integrated wholesaler) :
WS B FAEC Y M BEW £ KFNOE KET B
a. EEE HESEERE (vertical integrated wholesaler) ‘
Bl : B eEEiE e 2 A
b. KZHY HiAEE e (horizontal integrated wholesaler)
B 1 B S
W, i#RAES) HHd we):
7}, SeZe#EEEnETRE (full function wholesaler)
RE HHBES BiEsls BEM
v, R iEA B (limited function wholesaler)
—iRe BEd HEEETE Bl .
@ BEEHA MRS R |
Db P SRS £ FAL 9247 85 Y 2 HR Fi@ster.
St oA AT W oloF ¥ AL BRotoADRANS SHEIEL 2 LEH
o BAEFE o H7A v BB = A9 Sige] 2 ﬁ)\*ﬁfﬁ%ﬂ' REFHEeZ &
5 A B EdAchs Aol 53 mtelAR®mY 2 23 KEAE Hol= g
Fmol o 29 WAMS A —el o 2Rl e —ied ADEe KT ) W
& vhed & D3 2ol o &k EEAMHR (merchant wholesaler) s} {AIHAFIR (agent
wholesaler) 0 2 J4sA mlaio]ch.?” = 234 k&od BWABHEE o volrbd Ex

27) FEAEEEE(merchant wholesaler) 3 (B ErG(agent wholesaler)s] 6 | 2R o == o 3
2o %o o HHEAS T 47 A4
: (ZE 6> BANEHBI REEXH 2R

wOA K H W BN
BEe A% HEY HESR BE fbAd FtEez BEF
vholAl B iEghel A3 WMEE FREHS otobAl R BBl A WL —EHA N
FliE(mark up)g] (commission) o] v} F gkl (fee)d.
REmER A E FEe REY W@ AAAE oD HEED fEE
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BAEEE R (full function wholesaler) =} [B5EBAE & E 7 (limited function wholesaler) 0 &,
23z RESER-S & ¥ (commissioner), ¥ 27 (broker), {QEE (agent)e] 3%z u}A
MAHE AR 2 Bed Ydas i AEAY 93 9. UT BEE A% &
B Ga0A A RS 9o s ol

(‘T HWMEEMIIS MAEIG|

SERBETERE L
( BULEEB A v

PN .
W sy | SRR
R | #aREER
£ E BEREHHG
5 R

ﬁﬂﬁm{ﬁﬁﬁﬂﬁ
1. PEAESEIRE (merchant wholesaler) |

7h SERHEESERG (full function wholesaler)

£ vhobl A iE (AMA)O] (kT ) [—@f1oz MREE BE 4023 RESE &
B{#I™ o) o} SEH#= S, —& A v] =& (service wholesaler)o] et mE Y7o} o}.

% EE #ed B St SEBOEA, SHEHE TE slod Y MEe B
3 8| A SRR (regular wholesaler)o] 2t SIBE oAl Ao, oA BHA o= ohE
ohd kS ~REgRE el HIBRAES A REFCE o —@moz il
e vholA iERel 2o BEstA %% o) SEBUSE =G FAKel o
o}, §3) $elvztel 2L MEHRERAY HEES Mol 2T MEe Ao Y=A
o},

v BBEE e E G (limited function wholesaler) .

WK MEARLG ERMESEN (L SOMERER J HEAL 42$ FHe
HEMo2A, —59 i) BaA Y hA ok SEHRNY 7ol Fz Eme
PLoE A BEd ERE SERAEERCY, HRTEEY FrESC SoaAs
el SREMUTS ole @ BRoE REHE BES Folxn gl

20 Aot ARG EAY FRBMEC Y RiZel vt RS e BECERE Fk
T SEREMO) - AR k) B - HEH S e 245 AlA Arek ste
RETAAE ol HMe) HEmol A2 WHEIA G & v 9 o]

BEREHERE S —4& YPIRELE (specialty function wholesaler) o] st® 21}, &

28),29) Marketing Definitions: American Marketing Asscciation (AMA), op. cit.




miges B W 2E = fafreld, 53 Fufidl FolTol B% WES el FEoh
2% 23 Ao HEEES BEEGes KERMC 2o G + 997 A%eld =
A REMESRNEY BERES BRGNS RERE (G BEh B FAA A
o A Bohz ¥ 4 9Tk T LUt REHmES] ¥ BMMLE B MEAEA
4 #mE 4 gdE A= 2 B st H2 gk

29 EZEeboA Y HES Tl oS W BREESEEo2E ©Hed 4/hA R
2 & AoE dehde®

@ ﬁ*bﬁﬁﬂ%%ﬁﬁﬁ (cash and carry wholesaler) | _

234 20z Bedki s /4 EREE a2 84 9 SR /IRl
O EREEES HE RENA ERe BE, | [ kR BEst 222 AAZ ¥

" epgieh)z 3 A “cash and carry” EFEelch A EEg A=A e

BEsA 9y 9 3o 297 BEKEES € 4 AoE FiEel gA g = BEMA
AAE 4 FEN A= BAEREANA 2T FFl 44 3

Q9 oA EHe FZ ANSEY ZEY BEEAA ARHged, ffde AR
Fikslo] —~BE BAT AY BE @AY REEREEe o HEE Anza lHs
Gezlh WEd oEdel o MEFRE AL Au2HRe WAL BE, HRE IEH
o 2% EFINA & ke HRAAFE —e Rk (sample)whd B, WA HE
s AEAA AALES e HRY BA 5 GHAAC QA A A #H

mpmEe] T ole¥ MEMY THEE ol Tz dsled, EHdE KARSHAE T

2 sa#tstz gt Aot

© R (drop shipment wholesaler)

AERGO  EREHEEY die] € 9 A% SHERE EEEINE EE BR
#ol A Bt he FEMO 24, —% “desk jobbers”, “palor jobbers”, “drop shippers”,
“directmail shippers” 5 #7142 2l AV E st [EEEZH] HEFEIT AT
Bl oA BB BE7 LEQ AId KREERAY g, EHE shbd B
o LS FBE 9 2 |

ool EREEAEY TERRMEcEAE REEV M0l 2MERBRA A s o
o] Zow, ol Eul ¥ - BR (bulky & lengthy cargo) X q ¥#37 & fEEgEREme] 2
wgo] 57 vp2elch, o|FEA AH, AR B Fo] ¥R 2RAeH, o 2F —E EXE
o fEy & MEEA BEsE A4t g ey oldd J|Ae) R A A

; ‘!grs.-”‘q AR R MR SR i P i T e R Sy S B Lt A N Lt Dl e SR



FEA =1 B BEH HEHE PR KR 2 5 doe $HE A "t
E o] FH2 A3 JFH(broker) 3 22 I (REDHEE I B %l*"rbh A8
ZAAAR [<(F 6) MABERS RREEES) 2R 2F) O 4% HCY &
Ho = £3ke ¥ 8] EES A=, RBEHHS) FFAES HAsA, ‘:4:‘{} RERE
s} BT EE A %{t(ﬁé’&)ﬂf’é-"f. 29 dd7AxY —BEAFEEES 4E
v gl

© 3= ELEHR A (truck wholesaler)

—4 ERURFIHRIRS (truck service wholesaler), HEHEZPEFE (truck jobber), BEIEREAH
fi(wagon distributor) & 87tz &S RERBERAGY —FERel Yt F=2 —EH
Re] ROV Hih BEA& AAA e BRYEEES Az a4 HAEERES =
—8e] TREEEeIth 2§ s ve dol 3 RS B Mee R A H
E [E3elt BREMEH IV Z 3t

ol 3t ALY FH ol AT BES FEERAC &4 A" 4 den, HFlel v Hib
o BREEAAN PHRUSEYE & 5 J& ¥ oMe, BEEFASE BARH LY KM - 55
T @Y & loe FlRsol A Ao o Bkt FAdeE REMERIE o=
ALES REZT Qlew, £2 2B E de BED HElZEe wE faKRdd BER
(perishable goods)o] = o] A siolch vzt F$ &9 AR (route
selling) 2} dAe}A = HHEHERY ARMERY REHikel o3 BEBEHHE
BES FIRS delAS REFERS vzt & 5 ot

@ BISIKE & & Fg (mail-order wholesaler)

TIEIRE (mail-order selling)e) Fikel fhal FMme W SHHLZA JHMIKE
AR S R KT AMBRES B @&l oy MEIECIY Hind) FEk
o} A 7] ¥ 27 (catalogue) & i, oiA HFEo R HIE dx @RS HRdde HEES
oot FE2 Adz9 HRgES HmeA 27F BERES $ASE $HEE
Holch. dd) BERET WMEMRY REAA 2dx /JEBY FHQ JBEEEE (mail-
order house)ol 4| to] sExel $ivh zeli} Zomel WER MLl oldst AR F
= BRR-AHZT FRE SolA W B2, = Rl KR LY BEE wel, o
23 AL o FEid B A 23 A ®B3Y stz ¢lvtz dEArd,

30) o] | MEEHE (route selling) & sl AY= -0 ¢ FE .4 Y=(route sales), =X KEEM
% B (route salesman)ol g 92 &+,




NN o2 < T

BLES) BERMEAHERS B LUt s ol&st & - Av (rack jobber)ste o] 3
ot 24 zZdZ RIS st 98 RS SRS FE &9 - 44
(shopping center)} 43 - w}o}#] E (super market)e] REHAHIMFT Listel RadhsrEie] 3
A o @EAA EEA GEAMA —gd FHE RTHE SREERI . W ¥R
B AMRES v 3 b KEARES XSl o=@ FEY RERELE ¥
Lig2 ™ ,

A4 9 - vlelA B9 -2 KR NEEA A= HFSBRREL AR 2 £4 I
B s KBS $7] 3ol = LiAbe] aBMBd AMAs mhe n#Est B
o] FEF A7t wel, WEERIY BRoz AMRE BYHE wA 2 Aol 2 Aol
o & o] B|AL BT WHE Rl A BF, FEHEE RREE T U B
B (merchandising) & RAFSHA Reh NS Bl AT AR LU oA GRS
oo HRE 52 AAE SES Qo e BELE AR VE b, of
A7 A ERA At HH7 2 9& Azl

1. {RIEEPE PG (agent wholesaler) _

REHEREE G (& AR PR BABEBIT 28 O #AY HHez
BEE 30, @ vholAYERel AT B —EH) [ g (commission) o] v} FRkt (fee)
2 BEs, @ RiEEmd A i A d SEETS Ade A S 2 %
B ez 3 BRIt T EEAE XA O BH @ X @ REHY

‘37 9 e ohe R (middleman)e) bz EHol MR, = 23] NG LT

(merchant middleman) 7} IR (agent middleman) o= FmAHE = FiFsL A #
Rl DEmes E4E s R, ##e 23 %‘Bﬁﬁﬁlﬁi"iwl ﬂ‘.ﬁ%ﬁﬁﬁ“kﬂ] #
FatE kg 2 HfFe oF £V

7}. J&R (broker)

3 FHE g2 T22d elas ddel A& BRjel st £Bvtelsl | (AMA) 9] E#el &K
¥ = 227 (broker)zt Buifidhinel RNl 9% E (physical control} & 7317 gt
EH =t B ddkdl gleld BMEE A RNEE AXste FEPVoth e B

5 F93fkel = [MuARS WABS HAS BEes 3= HT MaAcld drhz g

31) fREAME(agent middleman), #etd REHEiH (agent wholesaler) & 7k = —% WEFR
#i(functional wholesaler)ol ¢k Bifst: A= Zgker), TdL WASMEE 2ot o A2 BiE
£ PBENA @RS B BB EHREMI G AA Z@EoI D R (AMA)E Rt
He 29 % 7iEe REGMHE A9 S84 4718 g U

32) A Glossary of Marketing Terms, AMA, op. cit.




= e ALE o Fo] nol Aol gfmel AFEEE Bl s USRI Lk $2)
wot B FMEchE (Aol B EHel Adalt 2dd EWe 9% © AY

iR BMANEZ EE o FIAEE FmEke Ry Fb REFHE, O HEBY
o Bpie A sk Al = xd #iEcldh 5, LEHd REiste ke AR ¢

28 HASHE RKes K#stdE A% ofds, ot 2 o AAAE K O F
Eh EWHY e REEE AFee 397 wed 237 9¢ A4de BE WHH
e R¥E, @ 25 D (brokerage) e WESHA Ik 2ot 2 n@e st
A e FE) Aeude £ Ao BRMIZ, © FEIY mRe HE RYE - IR
A gEon AEY 2L MWMMRE 27 9%, © BHM ZORSECY dos 3o
= —Ryel Hprele etk A% BRCl T mifel HES EEO WEMA 24 A
A fesd nge WEshs REHERCIG T 5 9o oA B Mo
24 FAEE AL T2 S8 we A7 —gmyel o

@ ZEt R 45

@ EEHF KRB, el HHAT de A%

@ Fhol BER Befhs o), B SEIA FIATEYT 4 $oloh

1}, % 3 (commission housé, commission merchant)

EXohs BB $AY BMY 449 bz mEKER ke S8 vet @A
FHo A gk, kAW BEEE [Bimlcl Adold, 22& e ve @ H0UES Il
CHE#EZA A HHEoZ HiF =& AEESHY KEE SEo% 3= £5 REHEA
olet @ohim MEet 9o = Eelch W HEolold WiBE (AMAYSY Fel kT
[% 3 (commission house, sometimes called commission merchant)al EE HiLFEMS %
BEBE o0, = REE st REEC2A KEE AA (principals)e Tl
hetok shANl WE  EMEN, REKE, KEMEED FHAE B (broker) B b T g
B RO Foldzm gt = AYXE —BMoT 3EY T LES EHY HE K
&, D B RA T BHY BN 5¢ FFNE RELHEEIYE Bk =
EXE Az © HCY AFelAT A HC R ks EAAAL RESHE © &
FD B EE BE - BES Y (AERY ) TR MR FiEdol EEgd:

WS KT, © e BN FEEDS A% O Fic WEEES I RY, HER
Y AAC AT SEES FTHAE St BRme s 2ow o LMY A %

33) A Glossary of Marketing Terms, ibid.




-
T B Mol Qo ® W o $olNd Mol Kih FIEMES FHKE i
Btz WS FAA BeTOoEA WL KTaA Fdt A ol 2 —Bmd KB
olzh gutsict,

236 AEE FE oed 2 Ao FASE FERMOD 2 5 At

@ pilck Fme) BT Mool LEE N

@ Bobe HHLE SHA B¢ F W) 9= AL

® e REREA 2 FHA FA 4 A

® R o EEEEL 98 3%

oh. fQEERG (agent) |

REEEEoRAY fRFid FEMM v (ol REME ZE (EMHH 7
e At Bl ZERchE 2 FUBEZ 94 $& Ffels] o Folch. HEntel Y
B (AMA)S) Efol festel DRERSS 2 WE, KE $ I #579 fsee 7oA, =2
REEERS FAES RESA Bt ABU (e business uni) FORA, &3 BEEH(E
v @) AP (manufacturer agent) s} HRRIAIERS (selling agent) 2.2 kFiA . ¢
solvete) ik TR E [—ET BAS o BRERAAY hUWA WH 2 BX
el Bl 2k RE EE: MAE BROE e HE REACS Yhz fEdw

iy

e T e s T L T T e T T L DT e e LR T R

g3t e |
@ xE A0 A%NIE MAY A% HAY FEoE BRdE RESEE .
B8 GRS WEEE REEY 4% AESE WEREY AR BT BEmold
@ ZFd wRS EE RE - EEG SERY G9A d2e [EEFIE T
B REA S S Qo E HHEEY FEH.
® X9 A% ki @R e RERS BNENS 247 25000
; Ere R REETE RFEHT REHS MEHEE AT 95 dO@, BER
| B, .
o7 A Bl P B EE CEEE) REMT RERERLE XAI977 85,

& Pt
e BV EEAE 2L fiEe] RESHEmCIAAE KR fod 49 24

34) A Glossary of Marketing Terms, ibid. _

35) MEECEME (buying agent)o] F WEMNEEA vha7lx =2 & Alprincipals) 3 RO T o
9 MFE 94 =l RER A, HEAEMC 34 292 KAY ERAETE HEe
2 o Ed BERHES HE BERERME 84 dos A g2




o] MHES Fik ZREE W k29 RS Az T 4 A

(& & ﬂﬁ#iﬁﬁiﬁiﬂ} HﬁlﬁEﬁJ—M =R

| mazanmm ETEELS

REE (o @) g A kel BWENRIT CRA | 2R WHNRTT (ol vhet BRI RE
1 | (principals)®] BEFel FatAvt AN Hfh | S A7 dolx wggs REE] 242

o {EEA & Wil ). i 2ot Eidel ZE).
o | EBMM UA Gt LWhES we (PBE | AA(principals) & B HAS] ZpEd
A& HuR. ‘ _ EEE Rk

g | B BRES, BHEOM, EEE4 5 28 | 2EMd B hnEld Rddga 98
B MR Foa52 X%

4 [ FAA AL GEREC 2% BRHE=A £ T2 AA AT Sl BTH.

ol ot o] REpfo] MUMHH(LEXK) MY BEAEMoZ ANEE AL ¥ Bt g
(domestic marketing)¢] 7%=t ol g} #ihe}olAl ® (export marketing)®] A$=  warbA o]},
ol B8l MRS (export agent) & WHBLIEELREEY RUEEAREESZ KANHA =]
o mebA REEE Eekel A RIBABSEA 94 2 @M= RHEN, REET BlAREy
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