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1. @ (vtolAl B RE FR)

rat ARS8 Bee 2 A(FE) 2 Aol J(Die Geschichte einer Wissenschaft
sei Wissenschaft selbst)2ty =& 38| (J.W. Goethe)9] 2 #, M {022 vlops
Ve @Bogy . WRWO 2 4T85 ddAE FoadE dA 2 HEY 94, F vhet
ANBEEE old e AE chAck o] ook, o mtobANKEE AH FZ
npolAl WS AWM oldisA B Ase gk ©F slelAYRe 2o BERSEY
opastA &, d7ete Aoy BA S Hold we} stA Bgs EAH Kdem, =
2 AFHAFH ATl weEE A4y GE fgEel dHA fernzs, FAt A
gle] A ¢ mpolsl Haael AR ®igd tiEe R, 7 BR A 2 BRS ENN fk
& waE Aol vlolAgme Aol AAAA AFE A= 292 LT AA S
=2 7] = Eoleh

23x @otx, el wholA REel oim gl vlel oA % Hinst HERS LRI
FFolge BAol ¥ d, 2 F¢ geht B LBE o] 8 2 o)A 4AH
AQ o] GEoA SRS A5 mE A A7 N FLG =l Wi HRLY @

E ALKERY BREXER Bu%
(1) J.W. von Goethe, Goethes Werke, Band XIII, Zur Farbenlehre, Vorwort, Miinchen, 1981,

3. 319.
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WA eytel @loh zeld]edl slelAl”lERE S vt vtelAlYE 2 AAQE FA, A&
2 wlobA YEmE A% e REHELEAY gu AUA HrohE ol fE Qe Ao

o2 g Lololl A= mlolal WEgS] B WRGEIH YGHEY AP)e A% Fadd
2 ek oAl WA wbolAlWERS] R - R BRECEER HiD cHF 59 B
A€ ol#gdete AL stobA iR HEFEAS FA, 220 & rlolA™Hm 2 A
A8 AAE AAste Aorx 1FE F dodd, AT oA Es 2 AR g
Az FHAL ohd Aeolrh

2 Helef A%, mlobd| ®ligskol lel = AEEAFIEA A oluwA g uElz(R.
Bartels)®] 3-8 o] #FEEx vhg@ Aolvh. s, 7b 19629l s A [w}op
#) &) 48] K5t 1(The History of Marketing Thought)®@ept 2 vlo}s)| gzt =3},
oA FAAl, ®= 2FAE YA dAY Fr £ FE F YU wEeh w3
Awl, o) w58 BMilutolA Y /S = BHMIKE o2 AF £, FA A3 @R
vholA (e vl 2a AfFtrlel o2tz ¥ 4 = 29 FEfES 2 F 19761l
dFHez A2, S o2 BlighAe] RRAADA, £K#kS Mz s o3
of gle]A ] wholA WEa HES H—AEZ FA43A 5 Heolth

236, etz o) o1& =, o] &ul ELHIRolAl o] wBhe NA R 204 7] 24
2 dAH2FY. e A 1900 S mrolAWmES] HBRoE UM, o2 F & 104
3] BREMEE oHe, 10009 o] -2 violAl ®ES) Aol HeAY sEkgE Tid
oha b Y et 29| EpEEGo] T0d W Sutel Sl W e, 80dH o o el wA
o #HPME obFdd BRE T o AT Aol ZiNZ] ofHFole} & wialr).

© 190003 ~1910% TwholA R amBEvne] Fefti)(the Period of Discovery)

@ 1910 ~19200d [wlolAl AT R )(the Period of Conceptualization)

@ 19200 ~1930% [w}olAl A A0S Bfil(the Period of Integration)

@ 1930 ~19404 [elokAl e ERS] Bl I (the Period of Development)

® 19404 ~1950d [w}ola| &) A FEFFES] Rellfi(the Period of Reappraisal)

® 195013 ~1960'3 [e}obA] B SRS Be#fi | (the Period of Reconceptualization)

@ 19608 ~1970d {rfolAl JFE2ERIES] el (the Period of Differentiation)

® 19704 o1F  [elobAl Yot drihel Byl (the Period of Socialization)

(2) R. Bartels, The History of Marketing Thought, Grid Ine., Columbus, 1962.

(3) R. Bartels, The History of Marketing Thought, 1976, 2nd ed, p.141.



2. MADIOPAE RS BBAIQ RHA .

v & R T oAl FEe] - Asd H}%Z_(Rj Bartels)7} A4l 9] wfA]=h SEEmpELo]
70 Zykelgly] wEell, F5o] o] 59 wlotA BERe W RAdMAE ofFd BR
E @ 4 o), crebAl e b4l daske el AL EEsk XA @
FA e FAE Wy, 2 AFE vt ozdA mad e mhE dS5dhe 45 Tt

L violAl Hamol B ol Fx g AA s il syl A AelelA, g8
A FigEhwte 2y vlolA LS AaEel FT0F FE35] o] FoA el dvl AT
olc}, v} mlelAl ¥Ehat 2L 4 440 FEUTE 2 RATHEm B spot
& F8 gomd g BEIAEE 42 BS A4y 5 oyl gk

o] Zul=l 70d el 90ddol ole}A x Qe FAL EAS Foll, AT AxE it
R HEe R 2A 9 FE AT LerhE Fobd e do] Foldn= AFst
o zejob 22§ stere} AFHE 224 of = Bl o) g of Z4d I 9l
W Eolry, = g o & xﬁ“ﬁﬂ o] &3t AR o FolA ZsiA Hegx, et
A e 2 AT ERBES A HEAEe A Bt v FEYAA =z Aedh

28} A obEe] wlolA HEe BEmmCIElE Y B BRSHE B8 RIGE
MR Bde) Eadtct shriels, A2 2ol Ax A g dAdRtE okr 2
AL ForctE 2A, Bkl "kl glolAl 9] I E Aol o % slota 4 ¢
g whE THHEC 7] witelvh = AR, ol ubA] Fof zieiRl olwl Aol d [HE
iAot REAE @] @ Eeloh

a3 g] whelA B wge] oA 100 E HA ZYPTHlE, o vk @RI 44
oA tfde] FA o] AYW THHEJAA AL, 2vel 2 VEx A dohs Ade, 3
BAbe whelA| "W AAE ofv] dFe] [SEAe] ALIRHLT whH Eol A= 2= gha 7k
Fg ek & so|ct, 37l, viokA WERo] A F2E o] &3t AA 9 FHH FFQ o], F&
ol A ofe] el o] [FEMilZE A sl AZAF o] V= & Aojrt. =zl A =tA4 X4
F=(H. Koontz)7} 4 %8 vlol7| ekl [TAHEBIRE]IS 2364, v e Bg8
Fol Mg o Eul MREER] ¥k (RAL)(management theory jungle)®olzl F3] o
of eAE mECH

10

(4) H. Koontz, “Management Theory Jungle”, Journal of Academy of Management, Dec. 1961.
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2%, 2998 2352 Ses, A dddes oa Foln} 2 o, 2
B (F33) FAZF TEe] BURMET 7HEedo AR, 2 o= FXyr} vlobd
YRS 9%, Rl Adm EkEE Y2 #ifld 24Age 28 A A d
Aoleh, 2 RIFAE oAl £ 2wl g aAEs FA Aot AEE 7 e |
ofAleh 2L 53 70d o] EolAHA 90dH & L5 de] o2 AAE ALHL e
oA g e, 2 shte (elobAl Y A AE |(marketing concept)®] A=, = 3t
7t TZ=g slolA ¥ |(global marketing)9] ¥4 2 &wbs}et,

o] 7% Wit L@y} obAl | (social marketing)S, zels thET EEFo}olAl ¥ (inter-
national marketing)& stej vk zevk ph@iyrtotA P ol 7 oA B it &MFEIS
249 [wtelA® AAEL19 EFfl 243t = EEEeoHAY T oA RERS #E7
FES 2948049 §HE ¥, JEHo gy BAToHIE oY EifvtelA g #EREE 5
Zohx & F vk o, AW @ AR £ERE T Adta Aolst glel, B
alolAl o] Aol & o4 4 glo] FeE (globaDiyl Aol Al Y=F Hol e

(1) Ft&ry DiOHAH B2 REAMEK

@ itgroatotAE S BRER

o[u] ulel=(R. Bartels)s} 19709 o] FF o] &t [wlolsAl JHER S Rf(the
Period of Socialization) 2} $3slgad 2, 70dA A48 =& Frelxls] Agsgien,
= 90 e5de]E S o AMA A & 2047 w9 vl YRy
E4o] vtz fl@gyetolsl ® (social marketing)e] BBz} & & itk of mEMyEtolAIY &
Ay ptgkmEiycold | (e mhEretolAl ®), RL@AERBH VoA, WEE—vleld ¥
Zoz EA YA 7% &y, de]2x% 2t} “societal marketing” “socio-ecological marketing”,
“alternative marketing” ¥02 &I 7% St}

2 g8l ok o E, &3] itgHctolA Y R ERs —ES olud Bio] v0dd Y
B slobA W Lol #Fme Z2b2] AT AL FolEar # oA (W. Lazend 4%
FA o EERERC = B Addz & & o F 2v dmeltelA ® 9 Kip]®
of 4] [elA] 7=}l wmielrl W B9 EERE whab REOEAS FlEe] HBEM &R A v
W g Aeh 2¥gAd] JI99 iEgHEEe] FxEs Add A s, g BER
o] Az EEAE o Avtes A& AHHA, FESERE 293 b A clelAg o] &

(56) W. Lazer, “Dimensions of Social Marketing,” in W. Lazer, & E.J. Kelley, eds., Social
Marketing: Perspectives and Viewpoints, 1973.




AAA o GOz AG=, 28 = 30| F mh@iy=FelA " eletz Zhsal Aelth

A, itgeuelA Yol dFE 4 gl F ol R olAMAL P wholA W RFel
F2 [HHs Fge A4 inte s Adw ALK vig-g Fol, ZA=zE vs v A
g o g ol B4 AT Al e Felvh vl wE A, 2L oA AR FY
o] AAAQ o]k FASA, AF z o]F9 el H&E HMEE ArIAd KER
feE WA Rk, = 2Ee) st et 28 BAE £%3 oAl g4 feE
Az A K#hel stolth. 53 ¥ AY J9Y mEnTe] A2He 1=vt oA e
Ax §7, WHEIHEY JA, AEME - TEEOREMEY] 24 L J9oE 9T
39 nolA WEEREN dlAE HAolx L¥M FIEE 9 MEHES R 4L

F gA 2B ¥& oEdd L ARG 1 Fd dleirE Frh

autd 959 NYBRAL Yo st F FlEEm (profit direction)o] ¢4, o = &jw]
o] A= AR - B8 EE (human-environment orientation)o] © A& ZFASEE 723
3 Qi zRe. 2ol A9 dAdAE MhFEEivs BES, = 2H A8 ¢4
A MEERTOE AFE IS SA%E Bt F6 ffld 33 F2Jefrte Adsl otz
ooy YHAAIE vk 2¥A gotx, ofm w#(L.L. Berry)rl AAFdd =
F19708d A &= vlobA & 8ol RlolAl #Avhet RBEIE . & MpESE—, AREI]Y 2k
ol Al TAME—, HEE_]2 fu(people-first, things-second culture)z =Al H&AF A
Wiz, = 2R 80dde 90dde] eEdeE Az M gl Aolth

2@ ejvlol A ftEfclelAl 98 dvnitE EHI A [whe] 22 @l J(micro level) 9]
BEREAN A Tz o9 |(macro leve)2] QAR 9] B¢ Ladas & 4 ot
Al A, ol FEEES QARG A (AT o] HA T THHA FH0|7] A,
ol ) BQMchE AR, i@, fEH. Scf, BEE Sl Al ¥ ES(impact)s) ¥
A7 2 dFo FHE 7183 vEelok eld gabdAe] W Aok §-& Avldeh o F
gl" Rolol (R. Moyer)o] welut (743 ol 7[glo] FlEEAS SlelA 2w Fd

2o Zreld s AAL HE S o]l vholzz @) (micro level)e] FEMRES ol 28]
1} ole] @Al BE BEE) L HAA = @] 2HAYEH FTd ok g A

Ae WelA febe ol M2z @ (macro level)o] HBIEI® 2o ok

(6) Ibid., p.48.

(7) L.L. Berry, “Marketing Challenges in the Age of the People,” MSU Business Topics,
Winter 1972, Michigan State University, p.7.

(8) R, Moyer, Macro Marketing, N.Y., 1972, preface, p.VIIL,
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A3 ptgyrteb Yol g oA v A AARAY 71499 mlolAl ¥ (micro marketing)
o)1 3k, =z AR [Flaz aW e JaARAge] e ok 3t A4 ALE &
ot o, §o1A kA ool & AR ph@ayvtelAl|o]l BikstolAl Hamel A
9, 2 o H2E oz 29X (approach)rt Az ofvehiz Abdolth. AL A FLEH
Hffo 24 9] uloldA| | 74 = (marketing concept)F A4 Z&2d Aol 3% ot it
&iyrtotAl ol gpal A mbAR 2lo] L ejwl A2 [=etd 9] mlopAl Rl AAY 2}
Az A& Folth pt@yrtotAI Yol AT vz v F198 mErEES: 2o F44
7 BRI ® 2 24 v o] fle FHolth

oA = A, e0deiel A 70dde] o) 2E Abolell, FlHEM (profit direction)o] 2 =ho}
ALY AW 2ol FA, Fonow wA A9} HEHELES T AL e A%
@ 1483 stezd A, o3 4 glo] 90l L5 o2 AL 23A AAE F
wol glelzl 2329 mrelARAEEACl HEE obd it@etolA el A, 2R T BN
stoldl gol 7|2 gk Aelel, wepA BifirtoldA g AA b 52 pk@iyelols Wimel gk
ABY 4% =S, oBve woplURkele I pemslol Yl [FAE 1§ 2
upete] Zs glojok dh TEYE UA Tolok = Aol

@ RE@EntotAIEIS] 2K ik

ot 2 pr@pyrtetAl Yol gl e s WAz £, 2 TEERC W EAEE, &
L 2 HREHE SolA 2 AdelE A7 d74A Aol A Hel gk 4 =2 E39
it @ity vtolA o (social marketing)Ql 7} jkb @ GEIAHY) =Ho}Al ¥ (societal marketing)2l7}, =
= tE 4By a o)A | (socio-echological marketing)<¢l 7l Fiz{g—pynl o7l ¥ (alternative

- marketing)Q) 7tel e} o FEES PR Aol o] ubo] ERtthEl, BlfkelolA Wikl

#4L oA pgmrtotAgio st et de] s ol Evb it&iys ol B Bk (social
marketing school) &9 ZE gttt A2y oE Hws A2 dde SEA=E
e 22 g FheEld s, gpElelAlHe] kst sEEE Fud Eod g F
A Bz FEE 5 ks Aol 2¥dd Eaelth & 2 e aEREobA
23 B @mEE vd A1949e] REdA gx, de EE HaY EAA AR
A3t o), E shvit A9 vlolA Rl 2UAAA F2 /YA G dA s},
719 EMHEES 24 F44A, FRERAd ¢4 pEEE] ST 2h8Rle &
B B & F48s 28tk #iE HExHd mEEE 252 (P. Kotlor) 7} gl

o], #gels #A « A= (W. Lazer & E.J. Kelley)7} §338}c}. #E 39o]e 2 9




—_— T —

ol A2 HEHQ EEMutolA JHRmEL =loP (S EEZHE © FoEEREh

]2} g EhErEgrlolA WY 2RO A 2 XFEF e B W oFdE RIE
FEHKY Ao @wEgyolth mebd AHolm AzAq BAAHAAE IZEHARS Heol =4
it@grtolA g AmAe L& AAY FAIAE 2 EG. 2elvh 2ES] AL 7t
AR EAS vl A1 B ok, RE AREA A de BRY Ae EAE A
olold, oug ouldAE Az A9E¢ = FH AANAoz FE BrterAE shed
Aol ptgrgrletdl golstne & 4 goh 2RL @A Bzt WS W (@b ]
ol Avk TdewtotAl g | Hell &3teh

2%A golx, aE = AT dhegrhold B8 @9bd el @ 2 “social marketing”
olg} EEA ©x, U2e “societal marketing”ole} A m girk. mEE olvtE A
ool Autel o4 gtgiyrlolA g FHfiztz dx defA 2¥yA AT YeAE 2
2AT, 719 o 99 FBFEBEY EANAAANE Beb & wpelAHu|SE F2A @
2EEHS Aol Az ptgfvterA WY TR = & Aotk EehA,
ohobAl B e il SRS B ®olrh wivt Et&MttotARS BeAdE FE,
a3 He A 2E, igmclol Y g 9% 2K S5 BEDE Hiloopd
HERE R Tol BESCE wpslch 2e @ ddvle A, ptgirtelA ol s ZE 2o
-l GERE el ol w=A i EE B W de] A sl ot

= ool & jit@pyetell ol e e #A - AR Aol EMAII ZEol 4
sieh. 2, ol2ld A - ARE ARENY BAHAA AVIEAR HE AR
U 2571 vkz Q89 AR (EEE=elch wabd A AR A& =+ d

< B AANT e g R eolA Yol Aete]l ego EHRISL mb@ayetolA
e EEol# ¥ttt

A IEYHK HEEERIOIIAE ] EXRHTBE

1960w Ful, & 19670 Ago2 39 [elobd WEHR (B 1 BO @olets EFL
2 9% 2 FAL FAA =, vz e =(R. Bartels)7} BfUES e 5683 7ot
A YA Ri(1950d ~19604) o] ol HAAR vhebd [HIREY] RL&AT=} ol
Y@iEe HFd zEHA @ Kotle)st itk o2& 2% A 2%, 28z 2 A63L F
3 o$d #L4HAE LAFHES 2EA HA 2 olfE AetHE THHA 29 oot

(9) P. Kotler, Marketing Management, Analysis, Planning, and Control, Prentice-Hall, 1st ed.,
1967.
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A EEROl TobTE WHEHMAESE (managerial viewpoint)d 4 Aoz dEolA, &
Hel =F AELETL ot e, TAAA BHE L f&F wtolA =) B 49+t
538 27t AFshe o] Eub &Abololl & mlolA B (societal marketing)$] BAlRIL BEA =
9] ZTAE S EROA F aclelst & ¢

2w 29 Afolol e whobA ol gt el e Mit@RER =tobil o == liEgnkk
ARy vrolFl ) o)t MY S+ e A2 Adeza, =2 Mol 4mir o A
2RI Agor 2] ARG o)F zEHS HEESFNY Tdol A= ok W o
s, ZE7L D3t it @EAAyelokAl B (societal marketing)2 £4738) w2 whols] §)
(macro marketing) /'3 £r} ope, JY T FEFMET HAAAE Z23H Y
Ao Mg T5HoE HEE 5 v A4 Ha Qv 2L Foudrz ot
P& 7t AH8 AA S @aks F7 82 AT Ay A, 2o 2449 %
Aoz TEEWSe VES #kk, 28l FI&)(the needs, wants and interest of target
markets)o] BEFE 2934 FIESIE ZE HiG] F¥(organization’s task)e] ulz it
BEMP el 8 7 A E (societal marketing concept)o] th® jel = Ao 2 EEd: Aoz
otz = str] wFolct

wrebal g ou|ef A= 2l gt [Pz 2 whobal g Ifvel =1, #aEnlolA Jilkanye 23
of AA d p@gystelAWEEe], FE 19AFGe] F4o] & [npo]a 2 mlobdl ¥ A9l
FA el A w77 4k eoade itEgirteA HERNSE 2 ZE Zlo] AR R
Kol Al chEold = glg Aol A, EEY m&ERrtetA "ol = AFR
BEd el igayutelAige] A4S 2ANE stz vz st o4 2
A, ol Nazfyelr BEMEN FA L 2A3A el 2EARKY maEEas
utobAl Jo] d o phEpyetobA® & AT HANEW 2 £2 Avks Folth

AME, ZEE 2.8 ptEEFARYstorA P A A, AL TelelAlE) HAAE o
HE EAAESY vl A LE A At FouoE, pgrkRsgeleldl e sl R

#, A7) E@ol A2 [wpobsA| ol Slej Ao Fhdrfy « AN - REM MBI &

= #1714 2 A vhokAl Wl it #tPIy EHEGCIEhs Aol S gt 3ol

(10) Ibid., 2nd ed., 1972, p.837.

(11D & e A% 1 283 38L& o5 22 @l fFaddz gdelz g,
M.L. Bell and C.W. Emery, “The Faltering Marketing Concept”, Journal of Marketing,
October 1971, pp.37-42 @ Laurence P. Feldman, “Societal Adaptation: A New Challenge
for Marketing”, Journal of Marketing, July 1971, pp.54-60.

(12) P. Kotler, Marketing Management, Ibid., 6th ed., 1988, p.28.
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M2 ERave B3, 288 FAAE A5 AR [&aleldd vioA g 214
E |9 =9l BERst BRS @EdA Atz Fxzshe Aol

@ ulolAl Y qk@ole] 4 E(Marketing’s impact on society)

1. BES %E&EEH(excessive materialism) 1 ARjo] 53 JlfE, AAR= s
(second car), \FHITS &R 5F 2& 2FE2 TF HrlsEc PHEEER
A5 Aoz Al vlopAlEo] yell HAle] JEREe]

2. WEY) RfE(manipulation of demand) : AL shlAYL FoFFH BEME
EAANE 4A = flHszA 523 =3 L 3 o

3. e B ALEAR S iR (neglect of social goods and costs) : LRI HEE
7+ Foebg olo] bl AEEE HBRES A3 E A HEw &Rl F
7belA =eh, AFE vhE 2 jElelr,

4. FTARAFE (cultural pollution) :  PFEES BEE T 22 FuE FxA u
g gemAE A4 a¥EES BB MERE FHESZE dblodt. B
AER A3 Ao HEEE o f#Alel s st

5. SBES] Biih ) (excessive political power) : o] Eul MAHilES | (A RE] [HHHE
WA e T3 2ol FEA AF o]l wkd s1g el o Jell gk FAbeRILA
e BiEANY B AHY wtotAl g A feldts d& e st

@ wlold E]le] ko) o] )= B (Marketnig’s impact on business competition)

I REFQ w44 (anticompetitive acquisition) @ Bt el A3 Z19 A F2
rme] {815 9% (Z2E vhgjo] FHolzbd Z2H, o|AAAY rlojdA gL
3 clobA § 5B A & BfrikE AR Y] AT HFHRARRL 2ol Batdlch

2. 2 A[EBE(barriers to entry) @ A @S] whotA R e Hdle 44 FBARLS AT
ZAEE =% € 7 g

3. BEAERYEESH(predatory competition) @ = A} o] wlolAl Bl M HSA¥ES EHE
7] S8l St el EEE, BUK ETE, SR HRe upiese v
A el A% A Bk

@ whotA B9 HEEEIl S % = (Marketing’s impact on consumer welfare)
1. &fE#(high prices) : A nlolA gL RHEEAS RIZE, (BEBEAY &=

(13) P. Kotler, ibid., 2nd ed., 1972, pp.803-824(Chap. VI, 22, social, legal, and ethical issues
in Marketing). )




£E, HRFENY BEE U gt

2. FEHRAYQl mEAT(deceptive practices) 1 Ae AL=Yelvt Ak BH{TIEEC] B
BEE 7luste wEfrel AINAE A9 gkt

8. WEBAYHRE (high-pressure selling) : = Aol mfolAI L YAE F= WHE A
A e M RS 2E 4= ggsidh

4K ez de= AN wolARE [#E2E AYshs WEKE(shoddy or
unsafe products)E d}A v}, o] Zu} &Ry BEE(L](planned obsolescence)Z =}3) 5}
Ak, [HBEk ) 23 o) ol 2 i(minority discrimination)o] GAAAE A=
Bakel =t

olHdt dHle] N E(impact) WE AAGS] JHAAE ZEHE o) F-ElY ulols o]
& TaAtolol & ohobAl ) & E@E el fvkz Zzste Folth, 2EAE 2 FHA
A JHES § =2, [z 22419 A5 34 Ex Yt

@ 27t Fehe 2l RAelA A9 B AHL AFeA] gizeh 08

@ =27t Fehe] 4w e A% Wi & £

@ Z7t Tl T Q% BULEHHH (brominated vegitasle oil): Wl R B R

(FDAYY] [t ez ZZsits A} BRxl2220y Badz gl

@ oA Aol glelAe =t Tt ke 7t <l (caffeine) & b, THRE, BBEE M

falEs & dogivtz A4z gl

w

® 27} Fehite] [tho) QEM 42 & =7 = |(diet soft drink)q] “Tab’e] Hof 9 AF

R

7Fd (saccharine)-2 FDAe] oJ&] = A}-go] x5}
® Aoz [22e =qa) Exe ITAYS AH5e 37404 Soleh 224 18
AR Aol x 174t FiEfe] 7h5ely] @ Fol, 2akad 1749 wWel S gshe

(14) ol dst & AR wropAge] A v dWEE (N 2E]] o5hd o L8.%EH 7 =
. (R.R. Gist, Marketing and Society, 1971, pp.26-42).
O AN vwiolA el & JeskgEhyol o},
@ AN violAly EBBAL WF Eo.
@ AN vholAY Axwl L e BHEEKR L3 ok 2F L Qv
@ AA wlolAR L 2 KRBEEA T3 JEnmmyel e Ha glch,
® AAS whotA R LAY, Jpmel 8ol
AH 2 wlelAlE HEEHS] ol Aok,

(15) P. Kotler, Principles of Marketing, 2nd ed., Prentice-Hall, 1983, p.20.

(16) LEHE o) AFL = F1HA980d)dAE 27Tt BEEIA A #ElLd gL 3
A E3E Aot BEARN Y. 2ol o7 B2l AE T2 o9 ojf=z i 4%
3 FoeEg BHo ulHs Qo




HHFES $uez 9 dolth zHAE IHBEEL AEFH oz oA Add #
A=A ZA FAE QA7 Ak
AEH o] o3 =9 H# [violsl o JFE |(Prineiples of Marketing)$] # 1 bR} £ 2 hitel
AGAA FAHez Q4 oefd s Fhpte] #HAHRIENA TeloA " dHE]
= od 4R = Fol E0A AFE Re] v ek (ohubx, o] AL HAHKA
Ql 2ot Fahptrlh 2 kS A zEHCGA KBS Y] o] okl FH5EHO)
2 Al o= HELES ALA 4 AdA, o FuHd i e EAHC FHEol
1ed sl 7] A Fghet, 40
O Al A AEEL 4uAdd BEERYGE KES A3k 2 @8A
E AEE gol &Fele glod, HAFEFY ol (pies)F o BifFE R 7157
7t Brh. & v AY S5 FFAFDAR o= uldAs 2Rl xu A A7
£ Az Jdotns T 4 4
@ v EPHEELE J542E KBKAE A3 rTAZES] F2E5 FFANZ
AR gk, = oA Ao RENEE, 439 A%, HEEFEES DERMECAd A
Al #E, AHFAHSY v BHEMAS A =FA 59 9o Ha Ak
@ HEEEE o HES 59 3 & uiebe v SARES] #EE 25492 A A,
28k T EIe L9 AT, 27 E SAlska, [ ze o)) A J2] 73] (recreational
opportunities) S w7l 2 9o}

ol

{8 1> RESaanotA ol A A 371X ERES
gt © P, Kotler, Principles of Marketing, 2nd ed., Prentice-Hall, 1983, p.20.

(17) P. Kotler, Marketing Management, op. cit., 6th ed., p.28.




A%, oA BAQAFDY (ol Y QAEJ5E AE AoldAE, $3 2
€ 719S @9 29 A4AY ARk FI&](company profit)e] b4, Folutis [HE
HW/Ee FR |(consumer's want satisfaction)s} EAjo] [fh@s} ARIFEiL(society and
human welfare) 5 &z of gloh= Ro|th. zoiwA ZEHE Hdo)x 82k HREAR B
ol TREFIZIC] AARY, 107049 o) F= [HREWI) KRl 092 Az o
o Flebrh, eEdd Tikgsh AMEI A2e) 345 "99ches gshas Aol

22} 7199 chebA YR ol AL oAl HAEANY +5 gow, do weby
t BEE A, JE BEE O PEE Aok 9t 9T Utz 44 FLE @S
7k A2 Gt HERACemand state), F Bpyhol Al FERE w2t 420
°F & wholA & ¥ (marketing task) & A 77] vhzr] W Fol, w9 F o we} o] #
st vholA o] S =l olof Aehn 24l Aolth o A%, FrAQ T
A L EE vholAl EEo] [atelel gt whobAl | el ol of Fokx Fxd7| = ahe A
o]}

24, ZE = A F e et ARG FERAS = HEM-o RS FHS o
= ol FF - ®UPSEZ Qlet. 00

L [BEAFE ] A3t MEayvlol] & )

o HERMOI Y HEN LS Tl HEE A Bk vz FEME
Bi(negative demand)Rifie] b, ol Eul<l Wiyiflol v HWHEY BR, =t HEEMN
oilvt THEFH ol e 28 FENHEERIRC) QiAo HEFHE) &
€ AR Aot TENFTES =7ds A% 2 3 97 " o 245 Fa
£ whEs] HERNTEE (positive demand) 2 A A Ak ¥, 2AL ZE A =
obAl & B % (marketing task)o] 7] 3tet. o] #, 2#3 HEMHBRRAA BES 3
58 AgA st Zlo] € E#RYT}olA ¥ (conversional marketing)o] o},

2. MEEE o] 3 [PEasetolal | |

o] AAdl FE AH 9t Eolv Hulxt gl old W& £TE(no demand)
g 3ol HESCIA Y HE KEC AH e T34 43S TEd o) sHd B

= Az BEGE d3 43 %) E 7 Sl KB4 SEFER A 2
Ad Fu7b 4= Aok ¥ A KBEE FAASFLE ARANE AL

(18) P. Kotlor, Marketing Management, op. cit., 3rd ed., pp.22-23.
(19) Ibid., 3rd ed., pp.23-26; 6th ed., p.12.




94 DE o] rlolA Bisgeln, of = fgAY=otAl & (stimulational marketing)
o] A YAt =, o EyHiHAA 2@ @il Avlart HEsE=AE 4%
2, o874 HRIgESE Aok &=t
3. BZEMFEE o g MBEM koAl & ]
202 ZFEElel & B fmel vt Aulzed W o &3 Ag Eue
= A7b goh o] F$-9 thigikiie) vl = BENFEE (latent demand) Lol #, 7]
A A Yt AFo Arl2E ANT F e AHE FA Hoh o
HEE gr AL gy, mro}h #Ee] L AFR Fol HE I
9 2% JAAE ZE HREIL BZErolsl ¥ (development marketing) & ATl
oF grt. s, S EE §r 42 gele] Adg Fa APEsr FHIA 2 AR
2 Rx7)e ahvrh "
4. THEEMFEE o g THEry-tetA o
ol W&} gifolvt MulzelE 2 FEA A s A Bk o A8 1
o) MEBATEE (faltering demand) Rl o], o3 BERHWFEE <A % W
A =z ol QA ol L8 EeE ulolAHB el T HAM oA B (remarketing), T
F Gt olA Holc), o) Eud AP sl 2 FTEA TEEI o, g
RIEFS] wade uwal HEY Asv dvie 52 A
5. THMAIY FE o e TpTagtelA 7]
duld e ygol et FEE FEAH E wtEsht 2 PEEEA LTHREY] 4
2w E9hS =7 A slelth. Al A A EEel HFo] delt Hibol B
X ALERe duEA sz gk AHEAN FEE(irregular demand)e]l =i ¥] &)
e Aol ulE PEfTAYvLobA § (synchromarketing)o] =}, vl £33 a9 it
sl Ets B 7 g0t A ARTBFHEL FEEAZ wulAg 298 A7kl
L gtrtaie}, shololuligige] RS Aoy FulA Rl o Sl @bEH = A
P& Add s vt Fuds 234 Froh
HpaEt slelabs, Hepol Aol A EAkd = Blch WEFMEL B
£ olu] gl UF BE Bdel, WAE s AEF dloe] Aojxch oleldt 7
4o chobAl WML WEEMEE (lexible pricingdel }, 2 o9 BURFHAE FU9
A PFTEyetolAl RS AFAH o g o] Ho] Fledel glA At
6. MERFE o At [HEFERYetobA 8

e
R

a
e
o

=

X
4
o,

2% A

= =]

i
o




EE @A A4 288 WERRE o &3 R2BE(ull demand)s] 7 $-o]
% # 2AFe P AN BEHY BEkko] wRAY M4 YAHE Aoz,
R W Qe £ wEE) A2 FoA shdelth 2o W BEL U9 99
AA 4ol 9 44 ANV E HAAF, T4 T REAES $AFES Sk =
o] Basch o § #EFEholAl W (maintenance marketing)ol e} @t whebA 7
Boheld P& A4A vl Y EHE 12402 S, BES 4k J2g
26 ¥ FE AgolE el 2 WQe) YA o}

7. TRUBEEl] D s ohebA Y]

W2 FEGel Aeluladl U% WE S 238 AE A9 Aok A
FE (overfull demand)at w2 o] W9 EHo|H, ol: BES F2E ol
T3 YA TEES, =t M ARER 5 8 744 e @2 dojnl

128 “Yellow Storn” S5 4ol vt UF B Aoz 3uA, Az
2ol SPEE ol et Al UF Het 1 mae] HF FAAz gEHER

sz ol z3h4eel @ dfol=, ol¥ # M=tk o (demarketing)e] %A} A

24,
oA gad, el Y e QAo 2y §TH R HEEERC Y —REE

Be) 4T oAs: del z ®Ee] 9A Hu, wdd nAY £25 AFHE o

Aol 25 425 oAlSE BT J%o] BAs "tk AW EEE AATHAL,

RBEE AFALGEA HE Qa9 wolA® AL A A0RY BE] A%

o,

ORI
o3

)

(chak o] A%, ZEHE 217'& MRy elobsll ¥ (demarketing)e] S+ @R oA B8
o AN el HE ALA FAAE —FA] FRE @t 2WAH LA “de—"&
Fdown, out of, away] 59 FEe £o=a, 2o FA G2 dejz ol Fige] .
AF 7 vlelsel o] RE ] 8] H2oE xed7] BYPLZR, 2o oupd [EAA WA
Yedoz RE, TE o= 24 AZH EHEY TES AHALC 43t vtetA " o —FEL
olztz Ao e, & [vlotAle & &4 AL AFA A 289 &£7F Fa34, FEY
HEE =3 HE ZiMEJrL S Ee ] dubAe g W Kigerd e gils
gggo] A A e oo, MBS Adel iojAdle] AAHR ez Az Iy &
A gl olate AHeolnh, BF 2599 mlelAYe F#HE FES Iy ohs
Ao Hede BEE Fde dds 2 B A doe BEesd, 2% A9 W9
Aol UetolAlglol gt = FEo] 2o 149 &4 Al fafed, BB 2 = REM
B $AHAY BEES FAGE do Avhlz 2y 2z Azgio glA =H=))




8. IERFE I & MEHaetola =)
o3 GEo|u Aefule Fol & PEEEM Y HeEIL T F19 1A BA 4
Folehs oA £ 9 A el fgks e Aol QA "Arh o 2y TESR
T (unwholesome demand)# v}z o2} g 792 AFo} Aojulze] W FEZ
A, Zldel A FF WA Aeojulzs] Kol mt@mez wtdHsa @] @) feo
220 g FEL AAAE =ty fds s geolth g d2: BEE,
e, 2 g, AV KEkE 52 F 4 sioh
ol 4ES F8E AEF s roAYUBLE A2 By violA Y
(counter marketing) ($-& “unselling®)o]z} e}, o] o wlolrlge] = paR A
A et 4= FEe BT Axste dd, A3 ololAYe 229 #
of A E Fit@ols EAAN g AL AMAE BHe) Kigela & £ g
oo (vh2 o] diFe] 2ER S grEgmEARctelAl 9 BEEE A3 dEdle F= W
AF-Eol= & ¢ glvh)
B. o/7toiz a@&&m@#mntol g RimEE
LEHHS HZ 20l BUREEARIQ] A& GERAY) =)ol Bl (societal marketing) = =
2, EtEyrtobs | (social marketing)e] EffME A %e A - A2 (W. Lazer & E.J.
Kelley)el 7% EftstdM %, £EEMHA FHAA Bo}d -8 AP e FHL=
#ptel o] 2ub =] 7be] (S EEZHOR it @ £ REE ) u} oA & (socio-echological marketing)o)
Bk FlrkelE Aol Slel Ao ptErRyclolsl Bl EIRY) rERA, 70dW o WEEIE
(consumerism)el] Z3-& £ 19] [BifUrlelAl F 9 B A Fhérgyetolais) o] T
= A, 2 &RE 2 AN Ru 2 ptek gy ekokA e sk Aol
o] 4 W, o] T&A2 dZ2AA slolAl g e 2 % A 442 o @ wjrl=] 2]
& ulels] 7 (socio-echo-managerial marketing)o] 2to% BBE 4= 9lew, = ol Fx ofo}
7l % (renewed marketing)o] 2} S % gz Aol 1 BifEo] vt fko) oF o} W E,
27t AN e @RS ttolA He) HEE A A4 whols 5o FHH{E (assesment)
of Al A ZHgte,
@4 7] vl =(R. Bertel)= AA P AN F1950d 0 74A 5t sl 2be wpols ge &
Ul Ao ddiAnt E AQE Aok she Aoz Ysie] $Um, 107049E AEHAE=
&r| 7k o] Ao ph@—#k(society in general)e] e A AMelS Aok g Aoz pFEH A

Q0 Zk E=8, BRY—rF 7 08%, ¥ 1Y ik, B2, 1974,




A7 FrgyciolA Ro) = R & U=y AFIWG AL Adelrt, o] W LI BE|
QA =& 3L vk ohobAl Y of A2l = (marketing assesment)e] o84 HejA ek =7t
v & st Aok B3R oA AA S vlolA YL Aol 7R vl iyl ¥
g 7 A 7wl el 25t YEL] AR A EHEAA, B oA F hol &
A" HARES (St s JAARE] F violA g HAEGEERD KLY, =%
DA & Aok ¥l 24 et BEEKErolA Yol A & ulgel AAd 4 glokE Aelth

n]7be] = o] QA wabth, [olal HEHe RE 7|92 vloA R ERNES] HAE Ak ¥
qFe) Fo glen, & 23 GAS AR vlopA L eEdd 2L WEBTHEIY
go FEny HE S0 ZA FAYAE ullAYBRETAAE 714 9% - BUire 9% -
WEES ST IEHE eI Z ERE ZAHok ¥, = 2L AMEke] 43
I AR Fio) RES e HEENED MEFE ooz ¥AGES) sEkFL
o BERATEE TEI}E dol JHIH A

a2 ole] WA, 3t 3EHBEHS EFE HEEldME, 2 H4L FREAE g
FIB) Qotm 2A ek 2w, Aol L ARERE =T e AdA FTEelok
#e, E 2AL o] Eul [o]= A2 (echosystem)d] §, F AR BRI BANE
#i(natural balance) ol A FF=lojof depE Aol

a9, Tz A= jols HANRSEEERERS BE Aold A 444 #3)& 7
FE e Az gos, 44 AGAFH] s gel® oA L FREE ' = &
FEHge] BLFAL Hol gk 2t aAE o= BES BEA, oluE ARHHE]
#F37 A& W A7l e Told + Q& Etol WelAA "ok Folth HI 2047
Fute] Bo) AmA AR AAATFHL FEE FAEr) AFetn debe Aoloh

2 9L BE, A % kBAEES] FES W Aol ZFF HTERE okHe]
b7 eke REHRAE)S solrh [Haly rﬁ’;lij(A. Turk & J.T. Wittes)e] 23
W 79 2z A g8, S 2047 el obHz Sl TA%FY AL o
29 A2 sz ek, o

1. BESH| (JRZE) (pesticide)

2. FritikEs=sy  (radioactive wastes)

(21) R. Bartels, Global Development and Marketing, Grid Publishing, Inc., 1981, pp.32-33.
(22) =k E=MH, WHE, pp.43-45.

(23) =k BB, Y—Vy A T—FF 4y, FXHE, EH, 1982, p.4l.

(24) A. Turk & J.T. Wittes, Ecology, Pollution, Environment, 1972, N.Y., p.1.




3 ARFBYL (air pollution)
4. KEHY (water pollution)
5 EEEEY (solid wastes)
6. A0 (growth of populations)
7. BAE (thermal pollution)
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8. BREAE (noise)

2 ol ok B E, wlAbnlE whobAl D EAED 4B BANA, S Sl 2
o Bz a2 we Ga Aok frhe FARE A tH(E 2 =), o W, vl
NEAHES 23 2 2Pl AA [ARM - ity - BUE - BEIS wlA sty el A
B s o] Bup Eo) 2R (plus results)sh who]v] 2R (minus results)s]  F#IER
(list-up)el A %8 A Zgheh, zelx b4l FEvbolal o (non-marketing)iF B ¢ =
o] A=l B (total assesment) & At of FA| A vlopA st FAdel G A, ol FHH
T BEHgRerEs BEHINS RS Rit@yetold B iEHRE s A< mi)d A 3
A Aoz ol DiEBHF Bee] Q¥ HWHHS Ad . AEdch o B}l wE =o}
A = FHEEEel vt

B @ cholA Y EHES Z2A=(E@E) SHevA 53 F83 AL o Zul [FH2f
19} Tolol 2R 19 7, F F4 whobal Y (plus marketing)sh who]u & whol B
(minus marketing)sho] FHL{FMC #% BHEAZ @b A4S o & A4 2=
e e 599 AgEA et
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PE * 2RI p Nk > ﬁ%
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xEEHE - Srode By o4y oml J[RA
- W BE By By FEES = iBIELAP
e ;ﬁ* BlEEE U s oo e |[2N4
A B s) 1 1 ! - ~ I " lﬁ\ T
-t g i a3 =
Wt fe & B T R i\ﬁ oo e |ET [
o BER, #| DM @a) U/ e s f1 e e
. i | R | i« maEs / ¥ 7 N u}/ a5 | A
R I LS B | mRE w on & # ||BE|Y

e & Tla v oA w8 ||y

R BEL A = (& B K B ki

B # Kk B Aol a4 EHE E&mg Hg wEH-EEe | Ay

5 = b i ’ \

et sl S| over e @ w @ # |
e rebate; i v OB B "'u-"-'-"'"

SN - Mxoxs wase ool I

Faise kit = | A @ R
L iiE2~ e / itz ARG i
{E 3 ol EEER =Y
B =k E=H, FIRE, p.46.
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A oAazlEle] 424 Z2A2E Geplich, geta sl Y EAES ooz zv}
oAl A AF@dck. 2L F A9 vlolA WiEHS Eobol, WEEENT FEER
el Az gleh, ol £ay WA wlo]az vlelAlge w9 duhe] IR
A2 g AAY WA TSR e8] MER) THIE) TeEe Ad o ghs 5714 9}
slare] 2nb T s gleh 2dE AamEY] Hae BEBE ol E mfolan nlokd
o ZfihEel €A== Y ol 2ut D 2 wobsl ¥ |(plus marketing)ojt}, o] v}
oA ke Felamel EEBHE @ AWEZA A Al FlFd AAY Do Tl

T 7hA S —ES K - it - 30k BR olulRdE wlst =)

ZE Y ol g FE& wtelA Y& il 2 289 Aol AR A 2L wlolA WiEF L
o vholi & mhobA ®] (minus marketing) & A A, @ Al MR RAAY HEE
Al ol £ub THRES] wholaAl o jol stz Aol A e npolu] AfEEE WA A gt utekA
go 29 vlolA e LigT - A9 QoA @7 A vl AV 29 AR, itE, B
Batel Bl g Sl A2 B - BESMed A58 F e A2 g Ao mag
Tl flvhe Aelsh. 2AL T AR glol Fe39 mfoba B ey iRy a
9 Ao REST Holok &, 442 Jn2AA vlolAEE EFEFIPE RE TR

(2) EPEOLOIAIES] HeEHk

S5 AY LEEE) ol 49 o] Eub MpBk#ik (globalization)s] EA o] ok AN

AH Z1et et EBRERs R (internationalizational era)e] 9)e} AL wholA| B3R o) £ o] v

mln

AAAQ PEERE, oA 7R F2 Evolold ¥ &R (domestic marketing oriented)o)

SUE BAGA Welt, AR Bl ol B AEE (foreign maketing oriented)) A7 &
o2 FAAC EHFoleh. Ad, 239 B slolA Yk 28 vl Ax H
whobdl Jie] £A @A EATlolA Dol = A0Y AT uEe ToAH =helw,
A 22 4T AL Hox o0dele] Sl ARA FHE BE chobA Ui FEHA
FEH04 4FAA Aol Hx Yokm AA gt

2, 74 TEskIrkobA | (foreign marketing)o] 2= TR @K rhotAl o (dom-
estic markefing)e] HMFEH 2d W9 zAols, EAshobAIPe] A% [RE e}
AYelsh 5209 = 2 HEF=E DRG0l ge 280 AANA 2L LEo]
. thah, o A4 HEERL ol Wit shbA ol A A, dold FLo=
MBS I TSRS “foreign™e| =}, THN I} TAEIE “domestic™el 2= £ Wel & ¢lch,

25) =k E=H, wWH#, p.53.




2 e, B WA ABEReES vixd Blost 4 HichobAl | (export
marketing)o] 91t} EgHiulolsl =)o) HEEERE A vlolA ¥ (import marketing)o] §l2.,
o5& A I3 KM Artold ® (export-import maketing)ol ¥t Al zeh. HHAL vhE
ozl A A ol & Ew3] EBulobdA ¥ (trade marketing)ol gt ¥-27 H¥ Z+= At
s CBIE e AAsA " W #sheloldl o (overseas marketing), =& SHEERolAH
(foreign marketing)o]zle XFE= 3 243t

2 el x 4HE ol B B BAAA E—HF fRebolal® (world marketing) =
qlrh. o} T0SEfe] Sl ARARH [as] BEEMAENAIFE A =z o]z (catch
phrase)o] & &) AFsA 58 B zAAQ FER SEHEHH | (multina-
tional marketing)e] gleow, w1z ©].& zaFolzt A #HE g o} o1A ® (supernational
marketing)o] 2= ZHo] e.@stHslx B}, oiut o) E IAEE FHHA AY
Bk n) o} ] & (international marketing)o] 8} SQ# ez FAE = & Aol 2.E5ES EH
7b H2 e

Zy oled du e A EnlolA E a@mm%—% °.=l°i =g FEE ¢ A&
o gth 9x @Es) B\Est B Hold wel gy FEd £, ASdE 2 od FLAH
ZHdHq FHERFE AE At A5t & A £8E a% ol oA dAR EHiEsE] 2 =
%7} EgrlolA Ho)ts o @EHE od WE A Rimelt Ko otdAAE H2 #
e u gvke Ao

2% gnlolal, o= Y EEErlolAl Y S Hein AA Q) FAUEASE S WilivtebA R - st
wlobAl e - HEBrIeA LY 3R KANL § = A maEe s dest 2E HF A
ez g% += gtz 3.

#0013 Bl (export marketing) @ BHES o4l &3] vlolA R ER AedAE s AEA
olm 7 2A ol ¥alg shtelvt, EiEslelA H e EEE G % E BREME /1Y [FRERHHiliR
A TEINE—BEE(E2EA) B Aoz ZET & vk BiivlelAlE e 2 3 BiEEAS
FESiRINe] = EH%e] H& slelAigelst & £ ik o @ wmREEY dA<d AL BRd $
o, ek EEATEe] AEY etk webd EiintolAE S BEEEeloE S sbR Hemd 2%
o] =z g

of A% HES oeld ez FEEA gz it F& AN ALrY RE A8HAE A S
£ gt o ZH A [HErtelAR L WAHBAA Td% FEE JAA4 BRHEED @R €
223 Rels, FEiEdolAEe FA fldds A wATHSE A HEEEd ER S
23l AMoleE A 2§ Flolh. e FRHistelA" 2 kEAAY ERRES HHE F
2 2 yges x glow, EEstolAYL oo vidtd T 444U kiE - KE - &
WESZIA = 283k o velsA figel gldAE il FF F2F AT glel ofd Rk
WhA B AojTE AL Fdd ANAA F2EE AfolH, HEE A WwiBd &
3 25 A7E A A4 BEERY TR BBl o F ALY WAEEY LE

26) i Fift, BEEEv— 77 + v 7, AN, H 1983, p.52.
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(needs) s} #oRk(wants)el ot 2 AP 5= ASpnas e AdE goh. i oo
& Al 3E RifsrolAH o] BEEntolA Y S EAoln Q2 WITEA At S

Zaldl @iivhols g o) REHEAR MIEE7 vF2 A ukol# 8 (import marketing)o] o, #Him}
olA Y I EArIOIAY L T TA 2= i A mlors)l 8 (export-import marketing)e] 2t 3}A 9
o A% EHrhotA | (trade marketing)ol#t BNHE HE glov}, o= HSE el g wolA Y
v Folh 242 ol AR KifistolAElel o Qe AL FEolt}

A|AOL0t3 Bl (overseas marketing) : #MistobA| W MokE #E—g A o] MabeiolA g o] r, &
5 SHEIhobA ¥ (foreign marketing)o]l 25 Aoz eh. ol EEY] o) 2~ (domestic base)el 4 4
AHE RS ded EholobAd o] oh), HRMET w29 AFNE S R EATEIAY
B E - FBE 2D WAERITEH A vlolA g & v, welA EhvlolAE L =
A aHE ool s ERER A Bl Doz AAG Adole T nhaleh.  wlFe] oy
A wstetelAl B e At e ARG AL delA ol H, BEiviolA E L WS ==
SHEMBI o 2 9 | vlols| g o)} £} &gl

2T 23 od vt g el o vl EEololA AT U2 0E A% . 22 &
phutobAl Y & MifEntolAl e o] 2o BB ol Ao BELAY Mo s, WIS AEGS
olebe H¥e HEER FEMcldes Tz Maselrse 05wy 2o BEBLE glods
st e ARmEclsts TAEE orl HEE A= oo ®e AE ook, = Fo &S
ulobd| & 5t B etotAlE] o] 2= BiA Alolol A 2 tdete chiligsie] v} R Esvleld Bl o2tz
& ohdte,

Z @O0 Bl (multinational marketing) | g clolA 8l 71:g o4 o) o] EEEpsayel FHi
|kl SEMEAY 25 FHEolckA Y k. F, o)& [HMHMBoRLY BilS 952 & A%
Feol® Az <l BibiupolsAl &) BBl A N0 THRITENA S Bitie #woleiolA 2 BT A, 2
A SFEfE £ HREEY A3 LEENEE BAEEREZAAA o =4 4 EEEstels g o)
T A o Flfelat 2 4 givh. 94 2el4] EEEeloldlH e $EHES RO AT R
BFeEe AdE 2718 ¢ AAL & HW(ERORRN# Qo149 clola & iEHe) vha SFE
obAlE oIt ze|7ld LEECTAD 0 1E SWEel oAl g o)} AR oA QG % oA sl

8 golE SEErrotA Yo £ PR iy (global) misggrel o g OgERe] FEED B
BE A F3tc BRE(process) o2t g okEF)E StAwk, Foll o BTl (domestic market)e] 7] vt
# st % (overseas market)el2hz AN o] o)A FE = H 2% HREY I A WEREY 1755 (global market)
ol#te Ados dAselel ¥ A5 o Hve] WMEBRRY YAHA THe S5 9= A uk
= ZEfEtobA G elch. 2d A SESErIA YL FE FEW wlold ® (global marketing)o] g
Ao R weloid =l weh v velrb e 5de FiErlobA € Bl gl e WA EELES
udldezH, ol AMe|wt M, =& BRilT#Hel o #stilel o e A8 mHEY M
of TAHA & THEFREAS] ol o] Fa$]R e dotz 04 BERAoMA &} (superna-
tional marketing)e) et E¥o] T 2dAFE g}, .

93 ol 43t 2ol Mk Y] WA 2 A JED o2 EHiThola Y - fstutols]
g - HEBroA R ol ek SHMAS HWEA FEsigen), WHel wedE BE 2 9

27) E.M. Mazze, Intenrational Marketing Administration, Chandler Publishing Co., 1967, p.5.
28) W.J. Keegan, Multinational Marketing Management Prentice-Hall, Inc., 3rd ed., 1984, p.6.
29) W.J. Keegan, ibid., pp.6-7.
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$Ee 2o guldaels. A walA, BEhrtelAEe 2 FF9 4t AT AR
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30) o} &8l =l V. Terpstrat BiEEwlel# ® (international marketing) & “marketing across national
boundaries” 2}, S+Eutobsl g (foreign marketing)@ “marketing within foreign countries”2.*
28z S@EEelolA 8 (multinational marketing) & “co-ordinating marketing in multiple
markets”sbe BEES ¢AY FEdz dde AR 2 F9 ¥ A D=V Terpstra,
International Marketing, The Dryden Press, Homewood, 1970, p.5):




ArtobA Y ia&ste) EREe R A=z 977 BEolch olgdld [EEvteA Y & —F
o] A+9] ‘B#E’ (national boundaries)-g& dol A A¥EEFEEIV o] FEx], TEEEsotAI R ol7 ‘B
Wy R (political boundaries) & Wt & #FFIPolzte Ho] utz A olvh o] B 2
Egel 9ol uE EE I CBUAR B|AR Aold = oiw [H =i E4b Slehx sheet
%, EiEvtolAl ge] EAulolA Y st T E = Avhak 2REL oA HEE] BEY
R fEs Y IuAAd 498 34%% s BRET dvEdE del gldz g
Z et

BEE ol 7] & (international marketing) & ol % & [—E o]/49] fhEe] BREER mikel
ZA AAEE BE BEe] mleHHERS] #Elolee 49 34 deeE 52 A
< etz B2 A Bt G S Filol A ¢ fle MMkl T 2
g oA el A e g BEE =Ee ol = glo] gelAs TE#Ee] Gk ld A =
By % Foh weld FEEslolA WAl g b A= BES dolA A BE %
B9 whelAl H g oA on ALEE @EMasRE ke Yutdeleh. %A &
obx ol # 8 EEEvtolAl B AT WEitkd A dA7] o] A& Fol JolH W
£ ol F iilivtoAl Y o] vl telFolr = 3, H& oW fmEES BES ¢hE &
BTFAAY wpelA g EFolel TRHAV = B, = EEAFES EE stelrigdEe] vz
BEErtotAl g o) ez Aoz spA|gAelAgt, A3 o] WHEE & BEEY A o T
EEFll Hz ¥y AHHGE 4 xo|vh

3. m}AotorAH EER2] KRS M

2 oojmd 859 Ae-E, A FEtd FA dA S A FHER chEels 79
o AFg oA Rk el BlseloF Fol A eleh. kA ehobsl Wag5we}
AN FE 2 ol g= ok, AW mlelAlWEEE e b Shbe] Bsialel A R
KEMAIY A 5& dgdA o]z Enlsirt,

22 whobAl W Emel SlolA vt 2 B gl g 2A 84, 2 REaid
HAE A5 Alls dAF oy ddxs =&k 23 BletelA "G slolAel of
B3 AA AA 7L SEBIES Wt weh 33 eI ol & gl WAdels] W Felth

31) V. Terpstra, International Marketing, 3rd ed., The Dryden Press, 1983, p.4.
32) G.E. Miracle & G.S. Albaum, International Marketing Management, Homewood, 1970, p.5.
33) D.S.R. Leighton, International Marketing: Text and Cases, 1966, McGraw-Hill, Inc., Preface,




BT AdHAgelgte Aol ® F4 FHElr] Aol HE 28 yelx gloh

et 2213 Al AR, A4 FAS 2R YR, = BAY FAR v]Fojdo} o

L3 2L 37HA ASoE Aol w vlelA Wigel oMY FEkEFmEHL A¥Fez FAd
= Ak & 24 © FHAeo) 22 clolAl Yol Tz shobal Yl e

el REMC AL #EERY chobAl W ERL MEAYCI A MRSl wholA D E R

@ 4 WHHESIML WA HABEM BEEoE, Ay EEHA 2 ol

o g HHoh
(1) rotoja 2 OtotAE @ IHA MHa = AltHER IS 2] &R

BiCohol A 535S EARERC A BB RHd AAHT FFolch. oA @EA
BHitvlolA H5Re Holx o} 7Al& o] &ut mlo|Z 2 wholdA] ¥ (micro marketing)ifre]
Falo A dEE BNESE] B, 2 HituloAl Hine] dSHE RARKE
& A7 do 5 ofF AR = J|dA gl ez 2yl FHEGENREE T T3 B
DEtge =z s 9l # ol

abebA BifivtelAl dimel A 288 29 AR FANE 2E597A wiokA Y AA 9
EFRT EIEEN Aozgt 2T g3t gk EE 3039 FuAASFEH wholA E
e e FANFomAY FgAGLE 8 e A A EAels HEel, 2 &

T ehgE AFA Rz R FAHAA setseo Srke FHE oA FEAL o
Yook ohA a4 elebd B EEE T Sed J9FEY W A Helv, mE
Rl FiRATE Bge® ke oF gt Aot

oWl 8 mlolA BERHE [etolaz o [Maz izt FHY e F2 2585 Welr
AAE dtAnt, 23g AR EIEEN Il 22809 FH A FetE = ulols
YA L dgor § [olelaz molAHigl, F [MEIRENY AAFNAL] ofolA HEE]
o] 22 ¥ I FEE ol2wA Ll olzw Uehx

iyt 70d el Eol A A RE o F8lr] A #sle it&aYrtobAl B (social marketing)
o] gpast 84, A& Tofelaz =hobAl ® jiae] Lt £5=17) A4Es 53 7199 A
HAq AQoleky ol A Y Aol =olrte QAo FE oAU, Bknl
otal Wagel glelAel mlolmzmel Bel Mozl BES A ReAE WEs} el
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BTG A, 2L it@pdRle=49 M4 E|(both a set)je}= F42 ukz
2 #afle] g ¥nbsieh

o)

oot Sy 5L
fl
3
0

[+




el elelA R Rl Yol Telolze vt [Wjzz|ets P o Eul #ikiE(level
of aggregation)?] #Ro] wE FF-224, vle]la 2 |(micro)a I, & EAFHoE
= 71delSe BREBeI Y, 2 Bk & HEEd 2T oA H2E5 LAE s}
vk i, Mlaz (macro)s 2ot B2 #iKk#ES Tote, 1AL sd¢ 4
[hobAl s A5l 1o] fEfEd, olot RS P HHALES Saan ot gA9
wholAl &S r)skA sk webd (e zz vlolbd B AL EARBENY 4 oy
LSRR (RNl A o A o Bl « g etol A " ERol vk 231wl o 4 e}
olzmz jol Nvlaz |9 welAl s Lo BEE 2oz b, 718 vz S(R. Bartels
& R.L. Jenkins)ell o = =2 #2429 & i3 vh2o] TAAAH 22 22 5o g}
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A o o1 e
o fetl SIEER L damums ﬂ}ﬁ““‘%"* LEE AT

o} i@fﬁ—‘ﬂ 1 F 2 g vhobA Y EB|EES A BEMO T SERme ERY o
o fEfE= EEel) Ag E%ﬂ E#ho] BEERY] A ol FAIAREFR, (o] 2Hd &
; {%i‘} ool 8 Jjct. (el gl A BA, zutelAlRiEB ol 73] A of[gel ol olA o] o)
- (B, akRE 9 4&:%4 “}°}?ﬂ% Shzzbel Y MRS R |E o) A 9l =) ols =) %

GomE ) e HEALAE RAe eAed. ClENRBY THA, BA-E

A ‘; slA &) L] Tl .z2od ok Y- UE S B
% | A BE - 2AF - AEad BT @
J E 3) )

R A8 ak e MERAA g (A BRS BRENHOZ|FE %A EE o
D lbmgmma pMas v welA9mmel EReA] A A5 oA ok B B (el 2D 27
2 HEd S B (clEusl @AY L) & clelAl g BRI B BEA AN fikd
H-F Mol o) B (B |9 - ik &y BIFe) RV, o] Aok seste 2 FE&S RELs)
of o EEHA PREEHELRAS SEMT BEESEY-S o913 B TR oE

ol MebolAlY « s wbud ) |[&-ck. (ol SElwl it@iyelle] i)
wo o) WpEst (RAE RUESHEENE - en EE
‘ A4 Jhet.) 4z )
#¥ R, Bartels & R.L. Jenkins, “Macromarketing”, Journal of Marketing, Vol. 41(October,

1977), pp.17-20.

oj¥A E ¢, FolRor RERES S8 uE HEfelolye 9%, S e
RIRMES 5@ 4 @Wwael U BFEEbd we o 5= glo) GA$A HE [EY oo
A" A=H [(total marketing system)yel AFzmwha], weba] ofe] wE [HEARHEES
BFHI(vholA Y EH G4 [RE/NTHEFES] BB (2ol BBz B 5 —ii9) 20
HARERS] B Aol wteh, Bikvlelddie Aoz 2 nlo|azfe 34
A4 sjaz gl FHo ] BITE Aoty AFn glote =zl thul, B}l




ARGl AF A2F & AAH, Holx dHAAE 7949 E 2 T4 HOKRS=
Az BRERS —4RBd o4, z sFe &edAs Mmle]lzZ sl Y fR2E
Al S F8 g e 93 9 iz A s Aol
2t wlolAl ’ RS STz RGERER ARyt Vg ol =t EFER
B ol ZAF EEFIEREY EAIAE 2 59 R3S A FA I94EA, BN
EEBR AL £ GRS H FolA vlelr}t 2wt BEHEfi(interdisciplinary science)
7 AFste A% 2 Bl Aeolx Z ¢, HfletelAHHmE FEE AR e
Miazlgpd $Foz 2A EEEA §& e 98 Holth, 233 43 ool E
B A el HAUREERL] dlgelAl o= A wtA E= BEREMIA 2 F4E FE
2¥dz & & vk = el A Sl ebobA JEHY ok = TbgivtelA =y &
g7 Bob oo FRAA o BReteA RS £ ol dlo Mozl A A
sty Zo|th
(2) oot Elel REMRERD ERUAM HRRTEHES] EM
S5 vretA Wig(rtel 22 mlolAl FEe] Hol® obF A= @REHREAY 71973
dolzte BBACIHIYAY HAHSS 2 F4 MOkKez 42 e o4, 24
Sl -5 vhold WERE ol vl ZbA b aagel W BEmdl 449 Hel Bz Arh F, 2
HEAQ AR 19600l w]Fetobd JHE(AMA)7L W&l [opolsA| Wol it AEEZSEH W
BE = EREA ol 2717x e AF AR Auad 25E FedtE AdET T
ozt Ao} utE zzlolvt. e FI9A G Sffie]l wE (Ra R wtelAI RIS
ot AgAIY AHd AP w3, watA 2o oE pt@RIzieAIY e 3L BAHE
Soz wulgrel, 1970dHE AA 1980 el FolAHA FEE whold H o HEEERD
o} JE Sl vhebd REGHGRERD A YA = A gslook 85, Ko} 24 45
o] of ek Fo] el Ao AAAY i AMAF] AFghet
2 A AA = wmEE vt2 2E (P Kotler) —jko|n], 25L& vlSeloli W ifer
R AL o8 At gle [ZEAIE G444, 60d ol F 25d <, o Fd= A
A v 9 BHEAHEY BREN-AYALE BES TUSR, =rio] 19859 HRAY
oletAl B gz AFH s BE - 47 WA F, 28L& TefobA®olat AedafolA vt
2FA FAE FFA7) = LH(exchange) & F=37] 14 oto]eof (ideadrt B, =&
Mul o 2 WA, (B, BE 1A E(concept) 52 FH# - BITIHE B (process) o] 2t
T Aoz metA"AE T538HA] F38u A Aok, 25L& oo BHA, whelAld




o EWEHEDTL oA Mo} Hulade ST wol, 2 ojselE ofolrelE
A ELEY Bl T, mE KB, 52 JUAGKEBANE 2 HEER
2% ZPAA} @Pn FEE i Aojth 22 P ok, by FEE A9
A9 2L BHARMTY 84 Reh, Mgt K@ TS FBHARE, =t
A, ek B E@sh 2 BRSNS §39ck Brhn FAse Aol

oRE =EARS WMol Yool WE A, olBHW BEt 948 2%,
A A7 el Amdn, BElA FHelel QA Elol 4ALFE 3
Ae A 5, 2 w5k ool geld A Aok A% WAz 2y, AMEB sl
A QAAA FEAD shebAd Dl Alelvh ol MPEM BHAEE WA A4

59 Fhels 4 [A27t gt Z20=(S. Freud)FHEEY LESWI Y, LE
HHENEREL BRSPS sleldly R (Mlzas | TRESY HmFAds oz & 4 49

o ek
olBE, ZEY —ik7t FA3E o ¥ RN ERE o A EE 25 g E,

g3 ZE oA 570 f2AFE, = AL 270 & RERI(BEEND = otA B E et ¥

s, shvke] EEREe] =i vhs gwbebet
O vletal &g AANH2e 2 A gk (consumer) v} i (user) s HEET A

o} glo], viut shelAl R TolAUL] o] FollAx He Faf4 + d&

BFdE Axsz S

@ 947 FE(S.D. Hunt)7} wholdA )¢ Fzke] B (science of transaction) o]z}
© AELE vtolAlH Y BEE AFYeeln I, ZF(transaction) e
52 E&(exchangew e welsh HEE Ao 2A, dlelA g EEE [
A19] #zk |(market transaction)e] FRES A kx, =z o)w HHFML MRES] 2o
(exchange of value)ell 7} x4 Az ¢},

@ wlolAlH Y ERGHSOE Hitol vt vl zol AR b, o BT Tl H#g
fed = flE ctoldel} AlF Al BEAE . R 5o BFEMEEARL od T
a2 9ith _

@ AR, o &ut 4P'sebe 744 (E.J. McCarthy)o] 2} o] I'wlolaAl ®) =] 2 |(marketing
mix)7 S JA 2 Aozt =4l glck o] EElH, welA W AR
A Felt Hajx ofsje = ofo]rjo] it ARZ Al Bk e ¥Rk 5o WMHEMEE £33
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(34) S.D., Hunt, “The Nature and Scope of Marketing,” Journal of Marketing, July 1976, p. 25,




Al ®3 ghel A, 4P's 39 3 HEREHRS “product”s} “conception”o] = of 4
o3z KA ke Fel = & 7 A

O WER, TEHY WETHIE /A EES o Rt svzts, ke REM
(BEFRERE 33 old Y25 #ENes EEH o & Aske et 232
FQuos AL E9 4 vhol YR 15 aA BBz JoedAR, 5 vheb
A EHE 19609 o] F 22 SHEES HEs e §9r] W Eelvh wtA rhebAFAAE
FEAF 24 BEERAAE AR duRE, o= Fro HAw AHAH
oz} Fr=bajrt.

ol &H™, rhobdHe FREE)Y MERED QAL AT Fokld Hers ek
28 Folc}, thul o] AL, vlolA YA )& “market-in”o]gbiE, wholA® AA A AHE
QA9 FEE 94 g wRsldA, JdAAv Mhigle FAez e f#lA #1FA
oyA ok & Aotk BRTIPA NGRS Aolx obYnAL A9l [z transaction)d]
FIEB o] X, A Wt [Z#fa(exchange)s] FHEEIL A= olr] #fiEelrt

(3) HWESTML BHUWMH REFRENU BHL 2 EM

2539 u}ol7 B4 (marketing definition)o] = Wubete] Zx: gle O MEEEMA]
© TEEMmEN) @ MKaERleshe 3AER 5 Fouds Az AEdE AL [
%[y | (customer orientation)o] ok, uhE EEEFClBHE AL vhobdAl WiE@el loiA
BEERQ BES =2 gvh o] A%, EEEME R FaiAd AgelA EA av] A
A AAH A Lu A A Brel Brhe NEBRESET IR A=A &E=2Y, 59 60d
o oo zZA ¥zHshy] A A EEEEE(consumerism)3t 2 RS o] k. ]
HEMC e BRESEMN Axdyol 2 RE(ales)9} rletAlg-E THAA st 24
o shizt Bz bz @ura, BRctobA HEkel elA e WEERE AL Al
71 = 3},

e o 8@ Aol 2 F r0ddAARE Ay AR whEetoA ol A ihEA:
gEgyololA B oiFo] ) A& WASAAR @& 5 Pl gelAS F3, 2047
Zu}e] [wjolAl s HALE |(marketing concept) 24 7148 A3A Age] 2A RRH7
AR FEHE 7199 vl g @ Feld FAEGE AA pEAKE zdcF Fd=
A9 HEBEMY Aol FARAZ o] Bt T M@EFGZ FA 2 ol A
A, 28 A8 % 59 4 BEFAZE 20 FAA dvdhes Ands 97 AFE,

$AE dAz 29 A4 2 A stAstA e el e phEFgEel v REF
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T Bl T HERESIAA A3 BE A LESES viE 2 gox Falsi,

E g 2l dzde £EFIZERN(YE ORSILAR chobA = HES) wako] ¥
BEAAER(2Y OFS)LE w7 ez, oAs HEAZEEEY @/ ez Mk
Aok dobe AL v Fx vk BE, o] 29 AR v REHozd (4
FRBHHBENS-HOFIR Y 357 AA < B2 @FAA stotd = garl 4
A571% 43z gt

o] BE AL, AT HEESLY RclolA el A3 ZAsck & HpahES 5
flol NEERE A1 HAolehs g A4 Fz & Aol stazixofch ap4,
s0ddel gol AHA B BAAA 2 BE5E ADetr] A2 frEmyveielal Pl [ msy
= Bt FiR e R st 2 dalsbe 2 o] £ AAe] FueA HEESE oA it

BFEEMN #EE Aoz 55037 98 & v gl JAe ERE o oziule =3
drh ok, HA 284 He HEetmHg s Fde] ohrh dukElw, ofn] Lol Bz
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%H Etienne Cracco and Jacques Rostenne, “Thgo;(;-_é;;i;gical Product,” MSU Business Topics
(Summer, 1971), p.33(Table 2).
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