oho} A ) HEIPE SOl W

& IT &%
.................................................. <H =JE>
P LEE V. Dhob R EEERL) BB ke
i IL pimEiE Bl ®ol i

DI ololEEEG0e BEG EE VL & B
IV, BRORNY MBS A{LTHeN

......................................................................................................................

L =7

=to}A) & of tﬂ?’l; Yo 054 oldlz oA Haekikel L5 o A+ 1950
A PR o) T2 HEH (RN Bi9eJiik (managerial approach)o] BB = A o
1970548 T‘sﬂﬁﬂl olErl7tA  EEM vlolA WG W= mhobA| ) BERER () o Mpe R
7t A= 5

ZRE ol @ slolAl D BHH L A% Fis= —MIEB L 2N 2] mlold B iERL
EHIE BEEEEE Y dAdA J3E BREEEREA BEHgeong o 7o
EEERS BEREA A A%, 2 S8 HETED uhold) 8 Bige) FEzA o G
371 A8 FErbobAl Y REY HAm W 23 g45= vholdA ) 3 #IQl oholAl g - w2~
(marketing mix)e] ¢t}

webd HIIEEEA QA=HE wlold HEHY BEES duigozm WPIEEE 2 A 9
wholA ¥) F % (marketing manager) e} B9 BEOTHI®ET EEa92 29 A
A9 FERMEZ G f9h 28mE 279 slolAl D HER T 0" ERsel
= BRI REEIEE KTAA oA mEssrE ) TR vlolA | EA G S
A BRMATAA & FEEPololo o) Hades 2o TAE FFelAA ggtow,
EF WA =v AR5 SS9 A REeEE mo mEEEEZY AASE ¥
A TR BdFAIALE Gz ik B9 sl Qe AA 2 s WP EERE A
ARSI Aol
W AR BEXE EEFEN WRE EABR EEAR KE




ST TR R T e T e

18—

o st E e 2 444 ded KPERES d4es 2AE A i Bt
o} %) total marketing) el 2 ol FgsEel ol 798 e 2E BB % 24
gof 2itiyel ANA FAHorR e A ET shobA FARMRE A AE VTH
mpEms Kol T ok kfrel G mEH od 2 KTAA AFAAE
Az glod mpgmEt o Firel gt RE AR EREAKTAA HTIAE A= 3
= Aol .

quA B ol BREBE S AAE A2 oA JEEAE B B
mkaE el g Aol ok 29 2e FHS £R MEREL e A ST
wag EEEEA S8 S - EFHD 98¢ ¢4 don, o F 45 BRIEE vt
7 &) S RS (marketing management hierarchy) & B Aste Aoz AAE 4= ol Aolth

oo 2o DA ARE vl D ERERS WRES o =E b Y EEREA
e 8 o Bol Te wholA U BERE LS BHH REAES ol F 43 22 HE A
ol .

ILEERE

o gel e BANAS FE 3 ER/RR/AENY 43049 dFe 4R
loood Al s gld AL otk Zol Ao PERE 19509 il olFeIR
9. 2 o ¥ 19709 Zol o] 2AA7A shobA YHE R FRGEEM stelAFel AL H
sfEpge] Tl BRE H2A s 4Ad o9 rleAYEEE rolA B & 2R
wmy BAAT Bo sl R BT WEE o6l BEAAAE iR Al
g 2e chopARe BEM HET sl Y EEE (FEE —BEe ATE HEER—
o BAe e Aoged oag ATl el M FAE RErtAT -
929 el Yoo | '

o5l 4 HEE FRREY £H 94 oA Y EER, 2ot JANE vt W ERER
o|ehi chobdl B E BBl WAL KALH o= & HEBI ;PN A 8l FhoiANE
% = ool EERS B 8 (Verdoom, 1P)ol Sebd 4 4A2RE 27 =
AaelA S Bk D Aoluas zFo] WEASHH {irct) BHE BEREKS THE

(1) 5 “srelAl e @mEe Wahol”, A kB BEWRA. BERE, WIS H18, 1977, 3,
p-43 4 p.54 BR.




HEASH] A Aot @

whetAl el Y EER S J LA 02 ulold WiREE (WEE) S FHE cloAUgR
EEE R - BE - 2T 5 9,11 obrbAl = ol #i WA #HEIZ e st F
€ REEG SAREHRS ofes 252 A god ¢ & Aok

2iH of2 g whobd WEHERS HENHE V2dd BAL 2o oo R
BE BEAPHLE 2= o8 vk vlopi B o) AlEMNY BES 93 HERE
o FRorz slolAl Y EEHY RBRE oA YA EERRERLEAY 4A L AAAA
Hgich 2R 1960971 ol 2l & volAl B WERS BRE BET o ool UgFEEE
E vl I EER S BPITEENROE BEddn ggore rlobl U EHERRES
MAFREBRESE 24 H312 ol BEREED L HARRRELE QA A4k ®

o ol vholrl o B BEIEEME vhE ookl Y A (marketing manager) 2}z 5
T H—Acza Ad4EZsh FE olH T BREL A Gl wlolAl WIS Hifre] =}
2} wlolsl o EEIREE (vice president in charge‘of marketing), ©}o}7 & R # I (marketing
executive), wlo}7] B R (marketing director) 5 of gl 7/} & Y2 YA = gy Wol e
Bt 79 ZE rlobd B iEge] Y HEL A mbolAYEMMS FEste BMEd A
olt. Zdl o]t e wholAI YA G AL HHIE wolA Y ML Fe g oA @
AE ghol #fkE o] Sy ®

@ e IREEM (sales department) ] 1A

@ ARFUi#he (ancillary functions)-¢ 73 EEHML A

® FYAQ vlolA G HrIe] A

@ B A< wlobA HEY A

® ddAa elobl Y @RL(EE £3%) (marketing company) 9] w4

SHAA WAl S vlobA R @iikd clolA R EMel A 2449 o] To =y 714 o}
shobAl ALy 3R 2 A& AAA 9 gAE Yeds RAolnh o]zt dA o] o]
€ 799 A5 vl BIES ded HPIMEc T 4Y flonl ol iyl
AAA FEAAA dod & Hun oluw GelolA ol Y& KHMo it o

o

(23 Verdoorn, J.P., “Marketing from the Producer’s Point of View"”, Journal of Marketing, Vol.
20, No. 3 (Jan. 1956), p.22l.

(3 ME, ERvolAY®, 1981, FEFE % 28 pp. 15-16 Fz.

(4) Phillips, C.F. and D.J. Duacan, Marketing, Principles and Methods, 6th ed., 1968, p. 40.

(8) cf. Kotler, P., Principles of Marketing, 1980, pp. 172-174.




o}#) &) (total marketing) 2 249 4A<F AAA 4¢ F g Aok

AN FA99 welAYFERLLES mfolAl G & FRAEE WA 2BEE (general
management) 8] = Aol He {>35MREE (corporate  strategy) 3t FHAA FFAE FRA
g, 2 o] %9 shtE mtelA RS EFE 26 AgsEd ol & Aztel AR
Q7] WEo} & 4 gk zEHH oE A A 2 W SSERA(product positioning),
AL, TholA BB, wholdl ¥ - 9 ulelA W E# T4 2L o9 Mﬁx ufo}
AR RECEEE ot glot =l g 4 9 A5 © lﬂiﬁli ol &} 7
o mio] AU o] FAA FF AL wlAYERT grigEsT d4sER AE
ozt & + 3lvh

AQeta Bad BAY AR FAEEY BT FEsmE 23E Aol o 37
Aoz fEstd sHe AATZM (going concern) olg}, wtetA ojEd 47& e A4
o wiwps o BEEE ERS oFS TR Yot e 2 BEd FA %€ F 929 w2t
A pEEpme RAE CRREREA FA & T QA =k 23d ARREY ERs
AEERS FIEet F& o wEel He RES Bkl .—"stﬂ =A=Hed, H% BKE
o RES Ardew 799 Hind Zastd 3= HiHd HASEEt 2 8 % HEE
ke FREAS AT 9T B EHA &l g8 FAZEE SEREBES F DI
A mZo] oo & vlsA BEgel 2 wigkel Ak

@ 5B (marketing penetration strategy) -

@) 5B EERES (product development strategy)
@ THAMI YRS (market development strategy)
4 f4/L % (diversification strategy)
olef A W Fof £ rhol7] B HEEHEE L ol FoiAE HWAZEZHLRES WHE

(1) BR/ME SRR

# 2

m # ® & | ¥ 8 R

| BB wow B OE B W | ®ma MR R
® | FHH w oW oM R OBR W 5 5 ft B W

. (&#) Kotler, P, Principles of Marketing, 1980, p.79.

(6) cf. Howard, J.A., Marketing Management, Operating, Strategic and Administrative, 3rd ed.,
1973, p.135.




EFT2 RE 5 298 AFolv A4 AA 2 d: wed vlolA U HMY hgos
2AE Zol ol ol £ ANH £ rE Rolgh

olg & dulelA £ o wlolAYHEEES ¥ FPIGEBRTLE 2AE o] ok
2 el £REES YA ol FANE 2RTEREL A 44 olLd
© AR Sle Aolwh webd sl YmBEE doE BIITERES o H—o BT
EREZEZT A3t & H5 o 5o HEREANAY FEIWES St ol i
ot T 8ol AES JHA F¢ 4 @A HE Aol 94 Doy wobs =) &
BREL 25y sloA s gBEalasis B0 @EE o8 s ol Fo]A & Ae] of
Heh, A4S EERELE b It BERESEd JdHNE F450 hggE i
BEE ANAE £P50), F3o waAs ojnct Firel Q& HEN == K252
At MAEEE == HEEEEd JdAS S952 9L I & g& A ot

ol s} ol vholA WiEEKE QA Y =) vholdl @BHEE B—0) HEEMEA ] ohvizt #
FAT AAE e FEEEESCS ol g Basl 9 Rolh  diksiy 4o B
- TR wep B %G (single business corporation) 7} ¥ &t (multi-business
corporation) 2 3 7ol & wholA| J B Jzol 2A wepx 7] = Fo|o), A7 FA
A Aiole MER =E MAHE EEEEA olSdd zAo s LAtz 2 3 Fiva
(SBU, strategic business unit)7} =o] 4 s} Z4dEE o] wee o] E &
FRAFI wholdll Y EHA} ol Foaof F& FE Zitiyel FAA o] B % EEEERT
FI9 mlotA Y & fRatos ¥4 - B%sly] 93 o ygme o] F-o] A ofgt 3}r] o
Toleh By HAN BERES FU0E e WATEE w: PAREEE T QA= o
ol Eol o7 whold| Y B Mk ol ol Feldekd Ao ol wiold BimEEels B0 u}
°Fﬂ]%%ﬁy&ﬁ$§§§- A el == vlold ®) HEHR NABRE TR
e A4 L&+ A HE Aol

¥R AN FRERRES Jdd Fo) BELS Az ¢gs AYHT e B—
o} vlolA YMEEAIT ohdwl WIS wholw] =) a8 (IS BIF Y 7} 9 ghe} HhEE Mo}
oF ¥tchel viobAl Y EEHS vFY U4 AAD Tkd ook @ AA7?

HI. oiorA Y EETRS B 25

e @A Y ERERRES 34T HAEEY YAt o] Folx) e Aol




e 2 Zolt 2REES BARA I FAAE AT ded 49 ageh & T o
Y EEEHE W—o) ctolAYEER TRE B Yobd $4E ¢ A& ke
 RezA oE T cllAYEERES S0t o FAAR SgE deiE Aol 2
Fopg chobl EERS S LAY vl SE cholAYERS WES BRe
QA |
A4 B9 = (Howard, LA)E sholA 9iEBe BRme s Wk d4sAE B
ovh EEREEE % BrLe) @8l e WRAM(eve) & A2 sl ol Y ER
_, g ohest ge A A $30 we pEMeE 2 H4E ddse 9O |
1 BEEEHS B
@ wolAYZz o) 1 shobA WA £, TRE RERE, TARE
© EEEE |
@ FHTE
R A
2. sl Y wEHS WA
@ & HiHzzaRY
@ WREH
@ REA = EE
3. RS HREOD
@ sy Gl
® B R
ool a) o (Yang, C.)& chol Wighhel +Z (evel & chgst 2& ol 72 el
QA shz ek, v
WL BEm KT
| AWEEED ohieh de1A9 AR BES 2T b DEBLZA  AFREBMH
- 9 WS 18 AME Hiic EESH Fo 45 B AEAs99 B 2wt
At BERSS BEOH S AAZ AL Aol
)\ KT

(7) Howard, J.A., op. cit., p.135.

(8) cf. ibid, chap. 6-11.

(9) cf. ibid, chap. 12-14.

(10) cf. ibid, chap. 15.

(1) cf. Yang, C., New Marketing, B2 > Bt@& level® To 4Bk, 1980, pp: 20-21.

il
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BENTAA Y G877 EBHE HEss FAHAA T E vlolA BB oA H
B obgE M HBEZEZTE LB 4o 1 F40] "

@ BB R BE K5 |

RER ot A9 BRRES =t MEE] mihel BIRE BElA rtotAl g s, BE
(EH)) T4, Ehrfb(positioning) 2 HWEAANZE 531 A& AAe] o|Foixlt

(4) EES &Y BN RT

Ei%, SMETEl, RESRS HroiE BT € BMECERIE 348 2 PR =)< A==
FH A o] o] Fo]F et

olef e zE# Kotler, PE 79 =& EQEe] BEAEE F A= fro g8
= 7o) FALe] FHHEE TF (level)o] &L gz Y, 0¥

1. % T FEEk#E (corporate and divisional level)

o] FFA o] FoiAE BEREL EPEIEAME (strategic planning process) o] 2} dhx
ol & HxzAFPEe] fH¥bid(company mission), Bt HE, LERREM U £EF
ExdiEE 94511 ot FHEW HEHEC Uit & REFFIEE FAT E2A
L 3 HE Aoz vz g

2. ®S U ik (product and market level)

o] =Eo] A o] FolRA = FEAES 2+ vlobsA 8 @2 (marketing process) o] 2t #z F
AAel AE € HE AAA vjolAIEY SN, BEGHEE, wrolA Y 2By
2 vlotA B Al 2w HES AAF T RE] ol FoAH, ole] wiet AAZ whopA ] FHo
+dd3 2 A4 J2¢ HEEA JE -9 (feedback) =l o] o520 BEEE/ JeA+=
HAew 23 9t

olel Al ®Zo] o] F Al Azt “}0}711%%3-? Aol & vlolAl WiEEIS Awlcl o)
7} 97l v RIS KERE Q4 =m ohe AHA rlolA Y e Faiel o B
o) HPHERES TA A dA s AFAE 8 RS J2 UE5E ¢ 7 Uk e £
mhobAl B HERES) PEIENY b8 WS Rutld F2 Aelzt & 4 9k

o] 9t L wroldA RIHERES] FEBHY 4Lt o1 F A 5 S8 utE ol FHEEEL Y=
& el Y FEEE St Bage T FE AolH, oldd YL FA= ¥
o ol R EEAS MAERE -9 REIEEE L AR Ry REud 4 HE
g =& REIWEE ot 2ol 2t AEMolst & 4 vk olg 2L 4FAA4

(12) Kotler, P., o0p. cit., p.73.




HY = EEEEC & REXEFIZ Ele stz e Aot

ol ¥Xe] FA g MPIEL 2T A=) -9 REELM et P EEHE
ol g4 edAE Aoz JAHUD oY ERS ALY o= FEA AR ZAH
d EEHES 7HAE £F522 A8 IS¢ 49 2yt

agchd ol AE STMA FF A WEEE AAE vtolARERS FE: o
g EERE od S - XFH AE AT olE ol ARFE AL AA=
o Fime FAo2 A4 2J2 @

IV, ool S EBEEm2l SF{LFTRERE

. oA HotEol o] wlolA YIFHIL MRS AAE AZE Fehst o] wpop
| AYREEas st B—Ad & #EE ¢ 9 Aol =HA F4 HIIEFER
AL MAABHEEZAY E—AY violAl Y EEES] Bl T4 2 & ldev 2
jithy okl H e Aol e 28 & glon vl HREERE rtelA " S 3 fele w28
s}, o)A rlolAYEHEE & Abgto] ohvizt o Abgte] EEHCE o & Hi& - AT
2 glem 2 wlolA %) HHEME (marketing management hierarchy)o] F4= = o] Fo] rto}
AP EEAGS JA8 B Aotk 29w o & rleA Y HEMABES £ Bl e
ohobd] o RBE RE o)W g Kol glod ool Tt REL oFA 7E AUMY
gz oshd ol S FEAMS TR vloAYERd = ot 2 AAX #
Re] gkm g o>

(1) A:34A#RIE (company organization chart)

ol= B4/EH (hierarchical chart) 2 3 MREE FEREE ebd <4 A@Ae] A=
©] Bafiz(position) & tebe] £l ol REMMS 18 (level of decision horizon)} -
Ao} #Ao] A& Afol felste.

(2) E#EE * (standard operating procedures)

ol EREBEWHMKS T 24¢ [ilste Add EERBHXI =44 B B
¥ (job) & ol 4"1?1 Bizel A Fda ok & Hel FAUAE vepllE R22A oA
o] us F#l(role)ol =t ol F HEHS] Kkl B oY A HAEYT

(3) BHHERE (decision process) '

(13} cf. Howard, J.A., op. cit., p.105.



ot A2 #o] Pt FBE BERTEEN 98 298¢ JHdE Aol WERE
BEC) % ol BALHE (position occupier) 7} 914 # ok SHEAE bl EIEHEK )
29 2A¢ 9 sl E YuiE Aok o)t F9AS) WHREE, thobd WA,
oA MRASY, BEMSE, o BB WE 2 SELENEEEY 47 5¢ od8
£d 280 weh. |

At BERTERE TV ol YEEEEE 45 22 o

mhebl Y HES AEHE ol YEBEERTL2 2 ololE 2A hro] e e
A ) BRRETE] Yok, W0 |

1. 8 KE{TE)(routinized response behavior)

ol RELo = WSl 37 ZHMe F2ol vholA) Y EA o4 i e
el oMY EEHE 27 BEREL PHsh P& & K& 98 A% o=
Y7t(concept) & FAY 4 J¢ FEE FEY WHS ERES ANz ek o A ofn]
A ohew ZE y4e Bahe ol

@ 28 T A9 BRRTS 9ok oot BE - BT = oo

@ & REM WHREL BEEE o fo) A2o] EEH (choice criteria) & ohH ] &
2 o] Wt Y & REY AFAZE BERT 4 9ot

@ 2% 234 FESE A do] 359 BN Ay EESz 9o

2. FREREAMP T8 (limited problem solving behavior)

Tt A G WERLE] 8 BEY ¢ U= Ju RES A9 vy e
RED B Aol oA S BEREEDOEA of HES AHMeD oy o
RE Fo)4A BBL 3= Zolvh o FolE A2 REL AMA Foloket s

3. WARIERHRTE (extensive plzoblem solving behavior)

o A9A7 Y WELE— AN & BEN BE—lo] RES M AL
2 27 MBS T S A vol A HE BRREAES B9 mepd o
del e noh Be FEREAE Aok Siel olH® HERS TR~ HYY E (means-end
chain) & et Sl Yol BEAUY o Wol: EELME PR ok B 294 oA
BB d=d —Fesh % A9 g0k dAdd HESEES o H% 34 8 gee
EEpE o},

ool A mRo] spop BEmBE} FAGE ARG E 2A o] A Ax) FEo) 9l

(14) cf. ibid, pp.125-135.




o dHd BESS BT ANAE 79 W Yaw s {E (stationary) WA
Zefy(steady)l HRie] Q& By dE5F o, 23¥A g2 By 98t aTde
RAE ot whebd oholA B iERl = 24 dyel 2 4A¢] BE F shAde) iEhe] 2%
Hed A BERELE $7HE R (tme horizon), fEke A= X BIEEMS
RS 258 298 Aol o 3 A% F4F AL BEEEAY ol =t i &
i) FHETh add At dBFos zaE A i BEthe] MMt E
AR gm @ B A% BEF AA BRETHEAL B Es 2RAA F2
¥ % gl Aol w

g A% A4 e GErE st FERRESF B = colA S ERRES H
Y SRS o & WEEESEAA LSt A%t Qed o Hede AdHAst 65
o83 moh Ffre) shobA JWEERe A 2] #4514 Ao

ol @ sholAl B EEEEY S A4 FA —Ras) o] $RD e - ATHRO B
R (serial decision making)e] FIE L9 M-S WAt LI - HREED BB
# (parallel decision making)el 3] wholA| = fEgkiERIE WA Bty REMIEE Tz
EEEREC BRAY S 9% EEMEY SHE BESE Acd T £ Ak @A o F
o FE REM MBS Je s mEe 293 dtelA NERHS wase 29 KEe R
B KD EES AL 00 A =k

2y o 22 we s AAGA B Bl £THE doAYERE
sled oot #¥E BEREAE heold nXe| ¥ AR Yok

Bt EREEEY R (strategic decision)el®] o]& 2 ¢ HAM MERTE 233
S5 PES BEEE Aond i FAGo: Ylde] 44sEE BAYL 27
s stE e B Bt ARIE R 10 died ok HEWHE Az = &
it (divisionalized company)®] vholA YmEHY 1¥A & FELS) Mebobd DEmEE
(chief marketing exeicutive) 7} 2% T &2 R Frhdd T2 A4 E
St WRAFIS @mEe st MY SEY JANAE Bl Q4o ST B
m A Rk o ol Fuke AelA whobd WmEES WEHK st At

2 e Wl AERY RE (administrative decision)2 s} ol & By BEelAE o

U OB RES otk ok Mfem WA 2AASE REF BAAT § 9E ez

(15) cf. idid, pp.137-138.
(16) Ansoff, H.I., Corporate Strategy 1965, p.b.
(17 of. ditto,



=R BRE Bk (tructuring) 8= A3 BN E Aoz oy TAE §deze
g, WR R REMES) 94, FRSE, WHSE, FEEN D HRTies Bese
e o a: BWEY BES HE FMNEY AW, EAD A=t HW, 2E D Kkl
o Ave & 5d gEs o,

cheb WS EE RESH, Ao 2L ulelA YR ik 4 sholA Y EES Dk
R OER SHEE g FHE RELS oA I

FrebA WS T2 9 A3 FL REER 3 FRARES BEdkEdd o
IRFARERRES Yol FEREo] d. AAL LBSEELR % (generalist’s role), I
A= BPIEEER) 1) (functionalist’s role) ¢ W4 = && zo|g, 08

2RE shobA YEERE S vt WEEEE Y vlold g HEe] st Aol ogt
FEEEY AdAd RE LEWMELHO] B st A njolA Y HEMpEL st gd 9
W SRR L vtobAl Yol AR 324 AR Aol A4 2 wlolA g
R 8¢ 43 ZPd T B FRS 28 SakREd WEss] = 2o
o ol @ SALRES cloAYHRe] F2 HESE WANEY HEEBYdD O
A A8e] @ AU Al FELT FEHS T4 bR W ol

V. Do REEpEES] §B0 RERRS RO] -

23l A & whel o] HEEEE, vlolAHUEEE 9 HEcHNE 4 A o
Y EEMRC dddetn & ) o) Bo] TP HED kER@AE Sl d e o)t
= Ad7?

ol &9 BAe ol HiEY) A (given) T MLF4ET A (can be changed)s) W7} of
o el what ekl 5 gle), 0o

L &

MRS S B DA LX) WAL fHe] A1 o) 2ot o AAle BEREL
TN AES T T e UL MR SB, BE, B@E ES D RE Y AfKEs mE
BEe RF S o= Ax WEL G 4 Aok oo Jol HiMY AL BE, iE,
FF A WA el Aok et 2 4AF ool YiEEe] BesE For ol

(18) Howard, J.A., op. cit., pp. 305-306.
(19) i¥id, p. 115.




(W1 HESY RERR
BEME

B R

HERE

g%l Howard, J.A., Marketing Management, Operating, Strategic and Administrative,
3rd ‘ed., 1973, p.401. :

ol QiR Al —fEd 2 thobl Y EHFE 9@ BEREES BRES 449 ¥

& sopi Y @Re] HEE Aol o8l RELH, A 2% webldE RemAY =
e EEAT 2o skold. woh SgohE BES LABY & BH BN o &
Fhaas dAdA S B EUHEGED Set HEALG T £ 9E Aol

fthe ARAoz BE AEEEY AT éﬂ&ﬁ’aél ML Aoz 27} ol BB
B s Saas BEE Sedt gol A SRR A

(1) B Brgl(internal role)

que due AdTEdl det e ool Sk Ao st e e Aol Y™

@ chobl D bEhlsiE 1 2= THFS RKd RES 2do=y fslges F98+

® BIEHUSE | CREMS) B ST AAH ol HRMER T HHMBR
o EEE A% EABMREC G FNA T HTHE T4 4R SakREd 99
s oh |

(20) cf. ibid, pp. 402-408.




@ F#ES] FEHRE : ol Fold HiRo] HEN A4y RRES 9L+ 98 4o
B LRERFES WEiste Add slelAd s 53 238 $Ho) JE ol RrELEE
QO WHRBBRE © SRRE R © tlolAl & iEhe AXBUE A B HERE 5
ol g+t

(2) B4 #%l (external role)

ol EHRY WEY HAE d7AAR 89 =@ 27e JEA ¥ AAA HH®S TE
BEE WA oo dhek HAE EEE FYhE Aoluh. |

2. wholA ¥ # & (marketing manager)

shebsAl g il e Wifre HEMHES sk Hiib(divisionalized company)®} 74
ol £33 & & &Y EERHE AsA 9t £ #olorA P #Rk (corporate chief -
marketing executive) =3 EEHAMETLY WIRELE (general sales manager) = H} 58 ¥
R T Atz & F o @

nholA W FRS K 24 2Ee] bR 28 %@%%L"] ol Ax BEMLE =

(2 O YRS AR
A EE

IALE
(&# : ibid., p.116)

(21) cf. ibid., pp. 305-306.




— 30—

7t BB ¥ 5 4t RES sARAY B, &K S BES € RE Sl Rz
dholEof ofyt Shm A& wbge] 6MAMEl A%EE, BE, ZAE, Y R KB
. 2 53 EHALS HERALE e A o] dew RS AR - BRHEE
#fiEd <8t A= o REEES FRHE AT AAL Throl F@sIE 8k
wk oloh A AFHolx AN HE-LS BEST dvh. =F 2 oAU EAY R
o BEE 9 I a3ty Fa3 e BEy R s @

slolA B MRS ohed 4 @Ayl KRS FPEct

@ peiel BEEY RE~ZE TR HETREY BB o3 make] BRI BEF o
Selx QA AR L ¥t A4 Lt BBl METEES 7R HEA o
o #frel 2ot BET BES AFEHTE stEE RAolth ole& oA mholAl FEEA
299 B, RESKRY RE HmEERe 1 2 AN ERS IR R BR T
7 FHHE AA =g¢A

@ BESH BE~ B BEFC 2F 94 BEsd £ o Fo (framework) e A 53
HE ARA ole 29 HEEH #ES FE2 A3E AL FE A & FEY BER
EY A% A EREES BHHE RER BHES HESE FAolAE st YelA 2
vlel o] HFe FE FRHERES #AE AL Aol
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(22) ibid, p.116.
(23) ibid, p.309.
(24) ibid, p.116.
(25) ibid, p.140.
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