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19803t EFH Relationship Marketingol@ £0/7} nl#AE Ao =g H2uhy
22 AP ol @3l B, Y, vIFNME A9 Ay A7} o] FolA gih =
9& ©@olq Relationship Marketing(¥2 wlA®)ol thated 1 sge] FHLAY A7
o o] Aldle] Asts} 2 AAQY S ey Mz theA M= ok, a2 o
o Zo] g A7 5L AAHCZ REY 477 U

AZoE WTOAAZL AAAH ez iy, =g Qe Ru=el ZLoT niAy
Heniglo] SEALE HaE %a U}, ol Ay wHRe TIA AvE B
71 A v A 2uAst NSt 8 FANYE MY AgAoE 234 5 g TF
A& #E vAY. 3 Reverse Marketing®.2 #A#sln ), z2ioz Adeo} BAg
THEE DUAR olFdhe dE "HY ezl AYE eFstm Uk, a2} o o}
A dg d7e AAdes Aeda) ga 9.
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B dFdMe A 1093 ¢ FASC] & A2 viAYEe i3S dvrn, deEd
Ao A4 vp" e WIS AAstna g,

I. olAE Al28el nAEZ QA8 niAE diiet dHst= oiAg

196009 niAE Hayge g A7st 19703 REE ANARF LR 2A °lF
gt 1980ddelle AL @73 riAE 22fise] AU AL F2IE A
ToM BALAEE HFH22Z eI v AP HE FHIe= AHH oiAH
(strategic marketing)°l =QH7] A2t 2y $F 84 dd Eiu §Haxd
uiAe A#E ddeels =¥l YUUTH AkS BA Al2dlo] AlFded wet E8HE Y
Fol Hx At AT A d&e] Frte] A wiRe] el & Fele wHA
g Adlel A L2EF A AFSe] FAREN M1 e AFde B4L
3=

otAE AlzRlg AAGHE, A7, AFT Al o AR o AAE] TA,
ARAA 2271, RETES FFAR2, 4% A28 #A71E 3 =378 94 7t
A2 F/HID, 4 AEstd #Fe4LE oA Asdete @48 dsiEle 5oz d
2 oA dg A7sh AAHJA(YFY 1987). Relationshipel@ @ole] Hel<l
Relate® Relate A with Bete 8248 2% 4 v BY 44 5 FH5ULE vHAE
AR shEe Ftolvt AR Y sz S A, A vHHE Alzduie A5
FRe 2424 EPESLR FEIIAG ol @ dArAY M2 vAY Alxde] B3
A TS A2d AAFD BFHAA A" gHBEE 2Yda dSE ¢+ U

. Do &7 A Z&E At 94 oA "

1. 0 9= 12 SMT
FAYEA8s FoAA 7 Tl He AMAH BHEs nABAE AdAer PR
A A g AFAE Eolels 750 IAHU. A BA L) BHE AFEL UG EFHAAN
AFERLE, FTEAY. AAAS AFEZAAN AFEse] w2 AFngEe] vz LY,
Al 5-4 Algoze] Age] we} nAHe] FrAHQ] FAE A4, /A, PN €8S
%39 A" 43E 9 & doke AL 222 Uoh(Berry 1983: Craven and
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Piercy 1994). aB@ABE Fotal 714e 2AFRA 9 744 (customer retention
economics)¥ & A#E A& ¢ e o] LAEL FAA AP (relationship
market behavior)o Fojgoam oAtA@F 6 oMol A&HE F7MA 72, BRATFAY
g Eoln. 259 JAEA o9 A A AAA (cognitive consistency)S RAIFIL,
vldH s ddE AZE A8 (perceived risk)€ 29 4 At} (Sheth and Pravartiya
1995). olid dn? FAvA" doide 24 Fkate M3, nAFe] Al
ArtaTE Bt AEnAel oM 71g e S FYGLA =Hatn U} (oA
1998).

THFAN Y BA e Frto] wep AuR Y AFEol YoME nAVZ gF
4ol F7HE AT (Oliver 1980: Churchill and Suprenant 1982: Tse and Wilton
1988: Yi 1990). 2ALHATAMEe 2l FFE Poldta AHEE ohg 2 Ao} 7o)
37] de Z1E o & o nANEe] YT va ity £F nHuIo] Zrlg)
met vl e et golA M ¥HE-Ful(repeat purchase)® ¥ 7bgAlo] Eolxm 73
A=t FMt & 2Hatd g FHTELS @ sleAel Toldxn Hu Yd
(Bearden and Teel 1983: Westbrook and Oliver 1991: Churchill, Jr and Su-
prenant 1982) ZATZRI WHE BL AFEL s|EHoz AP0l 1A FH
(customer retention)e] 4FS Fozd mAzel F7Hel AAZ /ALY & Uz B
2 Ut

EF ol 2ANE A7 g AARH A7HUL FHE9 #dR AFEo] N§
A AL 274 JU%H(Reichheld and Sassar 1990: Reichhel 1993: Dick and Basu
1994). o8 g 842 FA4= 2R 2R, 242 V9], 4% F949. A3 4 %
o #AH @4z £ 4 47] dEoIth(Jacoby 1971). EF olHF 24E7 g gt
BAEETE F2A7R, ZA7IAY A5 dF AYE Eolm, TE AvMAd Y AL

FANAR, HEPNE 2ANAGE HAME mATY FAF daABA ola B
A 840]7] BFe]tHDick and Basu 1994).

FH, 2HARE dFoMY nARFHCES Z|PT BA HLdnyg DANEL Y
T A HF AFE Y 78] ANH AL (Anderson and Narus 1984 1990:
Frazier. Spekman, and O'Neal 1988), T4 W&g 719 A9 dAsleic AFEE o
At (Leuthesser and Kohli 1995).
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2. After Marketing®l Customer Lovyalty Program

IAREN FAE ATYRES TARY viAE 8Fo] A837] 93t After Market-
ing® 2AFPZ2aP0] FLHAAA AT ol Tt A7 A nHBAE AL /A
dtx #ejdr] e AA nAe Fojolke] Ao AN A3 12 oo FFE B
AE N ZH oA (After-Marketing) 9l Aol =AU (Vavra 1992). ¢ n247}e]
AFHA BAE AEHoz fAFHY] A8 2YFHEE A&H 02 Z7N7)7] 98td ok
¢ 243422 1% (customer loyalty program)ol B 937} =ik (Reichheld
and Sassar 1990: Reichheld 1993).

ol nAFHLRIRY B FFAY widelx] T2aPoh} ALIE FAle] R
ol &3 4el ¥ JAMEE T2y 5 FHol & # U} AAFHTE Y] Y AFE
53 Mu|2EotelA Fo] AFHUEU ol FASI Mu]Xo| A& (service profit
chain)®] 7idel AMAISGAT. Aulx o)Al gloidEe nATEY FHEr} 2 A
€ AMul29] 71X (value of service delivered to customers)® igolm olo] wa} 719
A7 gobAA €0n ¥a gtk o sk MEA olditgdM e nARET nAFH
=8 wEel W2 AAE 7199 FHYLEY NESES 3R &, 2AA Mu|2E
A7) A 28 ¥ &Y JdFEAE dojok grn B YoH nARNET m
AFHEE 7199 WRrAg o2 33t v} (Heskett et al 1977),

8. A4 F297% FH7IE9] THA Yol HolEulolx niAEo] 2L W
Haed 71de] B&3 dHoleuol o g RARAEE &3] nYSAA AP 2y
2l =g BFol 7Hed A7l dEo|tH(Shani and Chalasani 1993). o9} @&t
7199 #4948 SdA7]7] 93 nABE9 HAA7A (customer lifetime value)Z A Abs}
I G B FnAE AEEe o|EdA ARY AEAQ wiAY T2aPL AW
gz #Eetuzl e AFE0] IYHUN(Jackson 1992 Keane and Wang 1995;
Blattberg and Deighton 1996: Berger and Nasr 1998).

3. 1Y d3 e ¢
gy 24 95 402 & dFEL 249 JUFES AYAA FAAE dgE
23RN ¥ ol (Thompson 1998: Rust and Oliver 1999) m7e] #4d Z7}
E ZF win-win2Z 1A X3z 238 nogolu 1 dvg dAAdsEe A9st B%
H(Reichheld 1996: Lim and Jun 1999). :4c] FHsn Qe AATA] gig 32
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#S AAE7] Bote RRAQ HAARE AAsA HUH Wiesema 1996). HZo):=
ol g nAVE Fd P ¥BL ECZ nA y|gE 2E2AANFe nANERE @
2, 2o g ok o8] (customer intimacy)EF E8A 3] PRl Ye SAS
€ Fohlz 2 EAd g HPdLE AFdHE 2AYF(Amidon 1997: Lim and
Jun 1999)¢l ¥ A4Eo] A7 Hm Y},

V. 71nt 7leizt HAZaE 9fst dHoA Y

719 4539 #Ax BAZE(tie-strength)} BAE 9 (tie-scope) 7t A8 Qe AF
FAA BTz, 4@ AATF2E A AEY AuBA 2e AGHE AR, a8z
ART2G AATZE FF2E 8t 3 949 Ae FATRE Y2 £ ),

A2 vAY EoFIME ¥ (cooperation)elt Fu(alliance)o] ## A7V £YHA
o FTok ¥EEoksta, Frde AYE ok ¥ RAAZ? FA oG YYou AA
AL Agdeol g AfAPe) A FHE AAE AL oldr? ARl o)jgde 1
B3 AT AHE Leste AL oldsl? ojHE AR U FEF gue & £ gy
B 71 7197 9 wAREE Apdogt ste ATA L §RE 4 gA HU

1. TOHA{2} EofXit ZH2 Wb Hefo UM Hefe|® HUSA oF

Z193re) #AE FHAE Rol A wES ARAINE wee AFANE AR
A FH g WEe] ARIFE AEHog A EaA = AA4W (market
failure)o] #1go] 3k & Coase(1937)7F AR o|F Williamson(1975, 1985),
Ouchi(1980), Reve(1990) ¥ F®& AR To] ARRAE opn] $AT JAZAE o}
d F0YEY 2 F2E BN APl A2 F YT L AN A

AY 73 9A2A 7RI @AY R} ofF Fe3TE FL 19379 Coased
eEol BEE olF 504d Fol =¥ AALLE CoaseZFolA Fd=HE Aoz AAY
gA7F A S A Fe

A BAY FBF AN FIFAS FojAele AnEA e (Dwyer et al. 1987;
dFEH 71 1990)8 Just-In-Time Production® =3 &7 A&A (8] 2d7h) e
SEAM Aejulgol ¢ S8 AFA A0 B2 Foold e FFA B2 (Frazier et
al. 1988: Gilbert, et al. 1994)& F4o2 T A7 AU}, ol¢ AU ¥
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A#elE V&4 (trust), A EY (commitment), BA T (norm)ol@ FARE) H4S
& $422 A7 AY=At (Morgan and Hunt 1994).

389 AA%Y o] AYERF FAoMEe AFH AFdde FAZ A2 FAAEY 4
A o ARE W) 299U, A AR B¢ AT (Contractor and Lorange
1988: Anderson and Narus 1991: Bucklin and Sengupta 1993)& H|437h ®ul
ozt AR YA B, A T2 W3 F oY FAY A% AR 2HE Uz
33 gvre AelA FelA-@uiA gejghe @2 dAFY BE 9 AR IdnA g
ATk 2 olE T F /Y AP HIEL v Al2" AAe T¥H FuE By
Aol BA#L s} et uiAY Axde] 9% FdAEde FAZF] HWHE Woluxn
Eda v & & Ao

2. AME ALt Relationship Meritsoll 2Het o472

Z197kel BARE7L 2ed AGH| S-S ARte A& (efficiency) °o¥ole gErt?
7193kel #F50] N2 AZ(link)922A A& + Y& EF(effectiveness)E Re-
lationship Meritsetx Fojgtx olzjgt dde AAEY £A4E dFaA HAUHAEL
1992, 1994). Ade AERA AATEY 74, A Ag d99 A, saqan £33
Fd, FaME A5 dE, A0 UF 97 2P T ANE I8 F Ygo] Het
=i

‘Ad uA"Y FFALL AABe vE Networkdhe 7149 nH@ A4 A=
At vHE MEYZE 72193 71dE A Fe dBAAS: 1Y, L, FIAA,
FEHYAL, BB diE g ez FAH g AP P o FL oaAY YE
322 759 FA7t A € (Kotler 1997). 714§l +2% Relationship Network7}
e ojE FHAFE AL Apdelgtm Ho@rkdA, dde A} (Relationship
Merits) & BAA7l= AL vhAR Alxdle] EAsln iz & 4 it 7143t a7
o Zzz dYsde Aol & FHEAH U Ho)A AF(Domesticated Markets) &
AABER o] AN A& F e 7S Ausiste] A FRAH Market Asset)ol@ Ad
of ANHAAH Arndt 1979). AlAAIL AF vhalld Al2%le] 4714 BAB NN 24
&+ &S AHsn, 847183 dZE A% AW 1Y A 249 g3 AL
+ & A4}, Supply-Chain®] #7134 ZFHo| & A4, nHAe NAPAM BA€
A (brand assets $)2Z ¥AIJATHAZTY 1994, 1995). AFD gno| el Az
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SB2A Y] e I8 2o FYALL QAR R FAFEE stz v} oA E
Al2mle] G5l nAde]l @A, DA Hoi AR oluA e kX AEAAe] 7}
AE oRA HAsterld daME gL A7k o|20ld gt 22y Relationship
Merits ®& Relationship Demerits& At&ste A AH4te] &4 2ol ojg g &
AEE o9A FNF AR A A7} == g}
ofgl g AlFALT BAEe] 7Y S FHCE v A2 7BEo] §713 BAS 2
AE 23, F APENZ7 drbd B2 dE7t e oY YEYaY AFske 9
vhi g ZA7HE Brlkshe 71£22M 712 #= $¥(value creation ability), ®&7}%

“d (appropriability), Z& 1 X&7b5A (durability) s A 7k7} 9}

(1} KRR =54

IAE A% 7HA A2EH2 ANEQ R TP ol A4 (Peteral 1993)2 B oHA]
(Amit and Shoemaker 1993), 344 (Barney 1991) 282 AlYA A2 (Itami 1992)
o 221 vtz # & Ak MEQAY 9F Fiio] ARo|y At & AudE PFre
A RPN d&eA AW & fle AHYE T g Wl 7HH FR5Ho| o
Hi FATHAE AL AdeiA 8 F = U JdANAYBELS 7199 vpAE Alxw
9 F7IAE3te] ReH BAE HAZ e Held AAFEFALL Az At 2
A NFMERAZ} ded BE4 S soiu AYal B3 BEo7) YN e e
TS Hfdta Yle +9F BAREYER PHHolo} dtx ol @ FELSY 217
4. 254, Y B9 248 54& He= dchArndt 1979, Gilbert et al, 1994;
Morgan and Hunt 1994).

(2) A& 7+

A WELA 7H AASde RREbSA, BAVSA, 29n §94 $€ aed
o, dvbt e Bt ALHez KA F skl 28 UcH(Amit and Shoemaker
1993: Dierickx and Cool 1989). % vl8 HEHAE T8 dojF 71X A UE
HAZEC A 2B & AAY A9 FEA2Y 5L B A U A o
AU EAZe FA71dedA AA+HE 28 + A dF(Barney 1991). Algzpat
8 A&7FeAdE ot AL V1Y ded AW F&o| ol A&E AR
A F2 dct. vHE JESZE BAREUES F2EPeeH A4, A
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ful REA, ATAFe) FAAN T SHE HEo] YozH AU 2 oFA @
%H(Dierickx and Cool 1989).

(3) A&7t

AR YEHIE §3d 7HAE & 0HE ANE AFAND ¢ Yda ANFE
o AE NEAZE F3) Lo 7tXE ALY F ook #HKlein et al. 1978: Grant
1991). vtA® W33 SloiA T 7AXA2AP T ofie AAAgRP o] A €}
AR MEAZZ} FGFIgEdA FAE FHAE ARE F QA e Ao FAndse
AR A gol} 5L &4 AR Hed ofd wet EYA FAE f2le)ut
A Y HEQ IS EAclRE 2A %A € Rolvt. AAAYEEL 84 329
€ 752 BVt BAUANT A7) A5d A7t Boe AN A dest
TAE 2FANNAT B2 dFEdMe ALreA Bded FAY, A5, NN 5
o] adte A& F2#2 YT (Anderson and Narus 1991: Morgan and Hunt
1994).

V. 210 JlZtel HEX Tleg 8 Al

1. AlAY Zdn HE Foiof o

Fojztet wejAte 2 AR AdE FAoE @ 719 BAC YF AFE0] niAg
A2RA Al Foidtes P28 FATFEY G402 FALUY. ol m A niA
g9 77t 2 A9 g NPt ATz 434 ZA2EA HAY 0=
M= nAIe F7]AH FAE Zsed 23S F 942 nALe d7dA oiAY Al
He AAFeln 723 HRE EA%e ATE Vel #4474 F4e2 I 7Y
o Wi HEU4, FIA SEVY, §2E@H) SEUY, 2497939 BEWY, 83
BAZ 8% HEVYY 2& 7239 d7e 942 vHEE SHA A" Aage] A4
4 a7t & 4 Uct(Morgan and Hunt 1994). ©|8§ AFEL 7Adrde] &3
AR EAY o8 7HA 8282 vAY dad dAA e =¥ Jted B3 A9
ZABAe 72 23 29 2P L Fol APHAY, =3 @A FAe] gzt #AQ
TEAA PIAGA =Y A FH_AS HEHAAFTYL] ATEN O 2F L U
Hith. ol @ MEAI dig B9 Frhe 443 AHY PAAs S dEo] AG9AAY
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M NadZgoze) A (UFY 1987). Ash} A2E =9 (strategic position)Z Al
A A 2" A (4HFR— 1992)229 APL B2 A2 AL,

AlE AgdAY &4 BAL diade HAuPolge o4E Y AgHoz A¥
e £922 21 AT T AYL 24 Al olF mFAd Edo] 259 Y =
9 duel Mg A FEEElFE AN FPBTEAZ FAIAL. FYo) st
2 FAA ZoTd, oA ZEA Gl Mulx, 4F Qs srt AFEA o5 4 9
€ ¥ (3A)7) dHol 4 £5 A4S A F doke Aol A 70ddEE 98
of € NFAZEL BAH R FAsA 80ddole v AFAMIE 2 AAH S
8A =Ha &9 YL ouM vdertd d@ dFe gEstA AU, 62
GMe] AAse Wi L& =oeht Wata 22 A 7ol ohe 8 ABo wE
Agotd 89 A2 HASe] AY F GMI} LEFAI ALY AN QB 243
AZE Bl AR A FEldte Aoz JEA i

Eg 4714 Ed Ao e Aa7e] oy FN ZAA AL, BAAL, F
AB AL, G2, §9f o]Foz AT E S, 2 AP JYEF £71H HEw
AE Zdshste] AAtY, A71¢ a8z AAR9 2% F Relationship Merits® & H.8}v)
At 53T dd2AL FHsn AHYEY 1993). AN, QL nmujAaFe F
A FRAAE B4lol sol Z Aginltk FAr|dol 2§ AbFalele] 2dAlst €t
d& 9 AFAAY UG 71 HFon o 309749 A#AE AT it 2%
i olAlxRie £ 304709 AEALE Ad 609dzte] AHA FHEa Utk Wz
Al FREATE SEeA mlaldel ol27zix A7, A4, Mfe, RE4 AR A5
A71e Az, FEAA, e, AFR 5 AY RE A 2lE Yo Yk nzEAE
& FHET ot AAAC BHA ANAtg FAHAE AR Y. @2 ARFA
= vzH| A 8] g Aol W z2EA agHe 4Fo) THE AYEAE L BT AYY §
ofl M 12 $9A AERE AY s TE5T e AgzHolgd & + Uk BR
FAZ1GAA AgstE NTTE F 2 A&kl 2004789 z&Arte] stz gt

oldl met @avtAY FA3te ZIdSe] Taste Axgol YAHY sgel Hol wat A
292 dF T AEE MdEe] TFA FUTH AFH o7 dol g FAolt Wolo] Ao
¢l Copetition{cooperation and competition)el@ &oi7} EA4&A =AUt (Brand-

enburger and Nalebuff 1995). Copetition®& WIESA % B Eed 7 9n|d Fo} vy
UEAZ Jelx 9 P MENA 22l AAolete duiz B 4 gl 48 vojo 44
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T 238 o, o] §goj U FolM N 2ohd, "PH L FeA FAE A o)
W@ ge ouzt 4= Ak B AGE AErAFAY AAdA VELID A
(inter-network competition), 2F i 2§74 (group vs. group competition)$] e
2 433 54 (Thorelli 1986: Gomes-Casseres 1994: Klein 1995). T8 W E]
Azkdd oA AAAGA B3] MESINY kg FAHTIIE Alold AAYA A
2t9 A4 (encapsulated competition)9] 7de] =Y=A HUcH(Klein 1995). A2 7|
do] WIEHN A A4 (inter-network competition) &2 Az wpel AW A=
HEHN AR 712% 9 (network-based advantage), 28l 712 % 99 (group-based
advantage)?| Mdo2 AFHA HUR(Gomes-Casseres 1994), MIEYIAE F33e
TA7IGY THES AR LR BE %At (capability chain)@ ol #al7t gasdig
£ A& AY3Al =HAH(Stalk et al. 1992).

80l AEA 4% ¥ AHZEE AR F EFAYAE AEA nFAAHS AR
dx B& & AFNLL, 90dde] 208 ARA BAAYS P A2 @Yo
A5719Ee AYY T FAAAHAFTUL 29, 1997). UEHLID AFE 83 A
1008 Fe) Adztet SASAF AN Y dE9 AFFPG Y& §39 PLaFE
TR T4l ol Ad 3049 B¢ AFYEE FEEGT. a) 199739 o8
717} 2% nge T d@xiEe] HEE Adx Ein aFol SsAe H3E Bt
o AEA Aupxe od NPT BAS FEHFRE B 71U RANT 2EA9 84
9 FHE SEF $Yo| EFdte dFAdST & £ gt ol AHEL FHEI) o)
e QA5 EE €434 B¢ 714R MEN A FAH S BHAFE Rol7E st}

2. 32 7|29 Toint FEY HEY T #F Ao ns AF

BAR71ES] g Yo} =& BAYAY FAo] 47A INed ZIgEo] W FRo|
€9 BEHE wol7] A8 =YY FEA2do] iR Aoz dhdsted 2 HBA AR ¥
HE AYo=2H 71Fe] B2 G A= 2717 YAHJHZER 1995). ol F 22|
M 7199 #Ale AETFERY AYTER Ee AuTEE $W4M] A=A FA 3 (institutional
relationalization, Williamson, 1985), st3 @Ay A@ga) o] 1 Alle) Alala B o)
At Nl Bt YeiEo] e MEbR BA M (embedded relationalization, Grano-
vetter, 1985) 2]t viAIY Al2gle] o} ojfete] AV FRA o2 AAH e A
BA @A (informational relationalization)2 7E% 4 it}
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% B7]< (information technology)& 7199 W% 7153t EF8T olyat A" =
R ¥ (electronic data interchange)® F R FH(information sharing)E X 7
e gapzeHe] FHol sHedA HUY. HRA AZE American Air Lined)
SABRE M2%3 22 A4 FAAM}S Levi Strauss® Levilinke 2 AAFHEE
T3ttt (Malone, Yates and Benjamine 1987). 71993t #ARBu#Ac]4e] Axxoz
TABA wmebM Aunzgi AREE, 2HA4e] Fa AW Fu F UeP Re-
lationship MeritsE €& F A HA. ARH A7} 2 71499 AT AFHA o
25 ez TR A2E F3o] douhAl =ik
AErHAE Y date A2 WY, 9E9 U4 B2 @A 989 T oo oy =
A #AFHEed FHEVEL AFHUAY AR YHez oA et AP}
2 299 ¥4 Sd % AAQ 4E sHALE A5 Ha Ao 712 AER, A
A, 44 #e BASREYSPs BolAn g d ) wet v EgAe] JegA se w
W, AR BAze FE7e] S oy B Zg WEn o2 AN w
2 Hoh 52 dZ9] o]9g U & UA FHISd uhEA, 1998). HEA A@Le
2ol At T2 g8dd b miAg Aamlel yrel oy Qate) #Art 723
L2 s Hel Az WHe d& A" A2 AYe 92 FZ(business
networks)® T3 A HUTH. Networke] #Fostes GALAE] Pold4=E AT L L )
Fen FAV S FEaA ARl we BU7PE FHLE NetworkS FASA =59
o. NetworkWl %9 7198 4&3te 435 92 #A7 A2E5+ 2 Networks} shte) =
HAQ ANz e = o9 #UE d2A FFAAE vl=e de}, ozt
FE, =228, FE &3 47847 AAA HEPE Networkzhe Fre =
¥ =4 (super-organization)& TF&sm Ut} AY FTASL 208 23y
719859 ¥ ¢A(firm's boundaries at the level of the business ﬁetwork)f“
AzFIAA St AT A APLPF Au B F2HNARE FENetworkS A
93t =k 2t AL MGG AL 298 Network® Network 4%
Te ZAYoz AgsA =HUuoh AAA 4 A2e FHANE F2sn Q). e
MNE7Ide BAHLE: 2 7149 AR BY ohdg} 1 7190l £43 Networke Z&4
9 g8 ddzn & ¢ Ao,
AEA BAZ%E ol AladerMe #ATZE Brl fASHMAE 45T AAHY Wl
Efaz Ao dE99] 29 1997: |3 w3 1998). dA9 AAH W)

r-1m
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AR #AZGE JEHA] A2 $ GAT A FI4E F7HIUYU(Castella
1989). BRI7ee AL BT Al 1x9 BHE sMEdA dozy =39 &
A4 (flexibility) & F71A170ch, FRA BASE 4ANoE ARG AL Fozn A44
(speed) & F7M7h EG FRA fAste F3REEES F7MFIed FR71E9] A%
go} A FRAL Foho] 43aEAQ HUPA ARUSAIME S5EA Sud. Add
Fojgty &9d dAME FRA BAAR: 71EY HFRA DAt 2] AW, dF
4. 244 ¥4 §A4L /KA. 93, BRA dA e e FHd vigd AN F4L
et MENZY Rger st 2499 &dE 743U HClemons and Rows
1992). ¥ HAZ FHA FA}es 23 ¢ A9 R4 g Loj3tA ddde UdF
A 54Z et (Konsynski 1993). &4, 4944, 3% & dFdcs d4¢e2H &
dgiol A2E A7 FE M Ui, A AA2 FEF @A AU7d] AANA
AEg s A @9 d4HA ERFelY ZREZS AW ¥AUIHE 929
ezl HolAe Rl HHstq ZAd Fde Hesd A%FH AP E H5dd
(Morris and Ferguson 1993). T4 A2 FE&Z Aty HFEV4o] 7=z A=
& 39 #ATZE YA 2F 2 APE ABHPste FHEARE /AE + U
(Konsynski 1993: 94%4¢ 1997).

3. dd alAE 332 o7

ol AE, ALY Y, BFEEY AriE F 243 AEHA &8s E
TOlEPAE ESAoz Besy] 48 AT BasA HAT. 7t @A AR e =
ddgd wat dAF2E YAEe VENZHRE Adel BHEEHC gout VEHI F
g% 71EEe] YFdelet WENI 2] #FHE A8 FEAME] =UHANY FL
1997, 1999). 71&A oz Feile FAHE 71 4FIdEoR ¥ 4 glod, g©HAH
A7 "Hel $5H BAE 7R e Hd4E 5EE 7MY FeeEr AFo¥ £x o
(Poplin 1979). dArAR Y #¥sd dFA o 22(1997)9) AFMEe AB-ARF
FAS IS AAE R Aok, o]EL AAnpAE Y FHsd AR ojHBAE FHoE
BAE TN dFoldE dnAste FEAE 94 " FEAE) F2dd 44
oAE F% A (relationship marketing community) & JTF9 ZHEL 94317 Ao
Az oiA" e HEHIE F43te Ageld 7198 BYoE Fstn sl ojye &
AT 71€Y VEAZGE 29 2 Hd oA Algd FAH SZHe AFaAt
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HE Tt 429 o9g 97 Asel MEAZRG g 2 A9e FTHLAE Tgdd
£ A4 VEQI) 68 B Yh & 5 9o
¥7h FEAL JUAANE et FRAA Jl% 249 TEASG DATGEEAS 4
4% & Ao 7% TR AN FEAD oPe BAR A5e peHos Sy
Aa) = Aeelnt & = Utk FR FA%o] SO AAH ZE FHs THYL
AQolH wHAY vleel F3H, AES, 23} @40 Usun U B4 $Eu8e 3
A371 o) 33 FAYAT BE CGAGNHE AE ERARS o|88n YT, w4
9} AR FEAT FYT 1A £7F 2ZA] 98 2 Avolg, Fade
ZERAOR FREE o)UFTel @Ro] Vol HadEBe Wad AFY, FUE, A4
34 2 2% o%NE 59 UG AH28 AFsd 4B RS Ales Y,

VI. On-Line Community2| #AM2a}el ofutsto| o njH =
&&H (Reverse Relationship Marketing Community)
off st A

B =915t A dArAE AT Aol NEL A5AdE BEohA) =Yt
BUE Aa Fad dgglel ARFT APHoz A AeAEY JAlLEY 5 9
ES e AMER 24ES dd%e ALdoln 4z AZY AFHUEYIY YA o)
“H(Bennett 1997, p. 324). AEldle] @AM E 7|EAo2 nARA 20 Fejgs
Bel AfYACde] B HAed AT Bhel TS WA %3 A 43DELS
31 BAE F4¥ & YA IAH(Hoffman et al. 1995: Hair and Keep 1997). A€
U] &go 2} elAR o] Aka b Folg @2 G uiAHCE AVNA Po) wat
mA R A2 glelM o] 71RAQ WaE 878A HUTHSheth and Sisodia 1997),

A3 Fdste] dHUE $8H AAdN 55 2MAT 4TE WRAND, o
BEYFHLE st 2R MYE Z7TIE, J199 H9E FAANA HJAY
(Glazer 1991: Chatterjee and Narasimhan 1994: Berthon et al. 1996). AH|AZ
o TSl9 olAT HEe] AHYL ¥ AR AATZI AU AN AR AR
HoR Zgs o met ABFAY F4o) gdlA 2uAz AstaA U, 2R
ol Ftte 2HAFTEA EdsA HAM(LF AR o5, 1999). UYL B8 §A
@ BAdE 2te AlRH(Like-Minded People)el 3ol dolutA Hel wpe} 4wl Yz,




130
Fulel zA 7t Dol & A €t of2 P AL AEYl 42l Avl(Internet Auction)
ol FETFelt & Feold e &2 JHRHeg. eBay.com), Tl ZZ A eg.
www.gonggoo.co.kr)dl X I A& FolE & Ut FEH (community)d] gL A
o] HEgHHA da] ArgEA HAT. FMEFEAe AAH A o8 e fFAE
BH9Y, e THE JIE 3 de AEEY IA$S AU, Armstrong and
Hagel I11(1996)¢] AT e A3 FEAEAN AN T54, ¥4 T8, 83 7
A, 84 FTEANZ L5 dok

AHAL FEA S &8 we Lva FEAE FHLE AEvAR FFAC FAEHA H
At )AL 71EY wAREFEC] FE viAE A g AZGAZTE 2v|A AR A
3ho} M| ze olHe] 2HE FUYe AL ey £ o FoF oriE 7T JE 4@
AviAd dT50 ARE ARz #Esy] ) FFSAAMY dIFd FHLLEES
a2 FANYLR dhe o A8 M AAnARL vhAE A 2" MR FaP
T84 LuARY BN aAFEAY UL WHLE s nYFFHE 2 FAUA
o2 vt oo w &uixRe] FYo|FE EHEY] Al HAl A (reverse market)9
Mdel vehiAd 8. dA%L nAFFAY &5 A€M oo g FEAY 44
S AT 71¥eE #ebd £ ok o2 AT S et aAFFAE FHoR ¥
e AAnALGE 4o &4 e o vARE AvlA T (reverse marketing)
olgtn & 4 U Aol

upA Y HENZZE On-Linel® 44 wat FEAE FFAAY /A (openness) s
o] Aol FYEo] Rol= Fie FAAT Ao FHAHl ZA=HA. ol AT FA
9] 44 g et AA o2 B A e oFH AREH dP=He AdnAt
AL FTFA7E 6% Egsde @43 9A44A 24& dxsA 50 2ATFAE
FAoz ARG ol mAel e AEST FHFAAE & v dFH FAAE
FdPezn & £ NPT b3S 7R D FodAte] ALY F5AEHE BE
oA @t MEHIe 2 FAVYETY B33} 84L FHCE Avd M9 dFA
€ #&3tn Atk MEHNI AT thFAdo] o= FF odel He ZFd 2 FF o
Bl gol ZAE o}, ol FHAN YES IS #-bE dFdMe A 7E€Ed
&M o2 A4 (identity) (Andersen, Hakansson and Johanson 1994)3 3324
Ao E (commitment) & VA (trust)®] F8AES AFszn sich. 28 A2 A
d FeAde ANAE FHR 2AYTE A5 TS ARECY 7185 FAFe
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24 w2 39 AP OFES A €9 28 ol E dduAg TEAE 29A
7t Aoz FAde FEHLR Fodd wE AR g4 J)HF) UP AR =
2y Jdedl ge AHY T, A19T anAzte] EAG A AnE - F3H A 7B
o me dd € FA AAFAAA o YT Avlzie] HEWSY ML B ZUAY
%7t AR7IEe] FAAS A3 Tl b A4 27 59 5L sAG
(549 29 1997).
olg|g A€rAE FEAe dod nAVZAAN Holuy nAYFE M L9EA
goh. 2 Fold Ao F3Ee BAS on Ax dAHHdEstY H4THEE gudd
(Amidon 1997 Lim and Jun 1999). °]3@ 244 FE HE7] 98 s €%
o2e 29 EAE FustA elsln oo Ui FAP @A, = oHREY AN
BtkE AFeHe tailoring, LANA o F& AHE /1A O 7] 98 nAPEL v
coaching, BWAEN S nAA A FEe ZFE 278 ddte AFVAES F4%n
AZE BAtAEol AUA RS 2 HE partnering, BAE Foto] nANA EALS
Agste nfBAd ZALAF. nAFAY AAGTEF Fo] ANHD YH(Wiersema
1996: ¢%4 1999).

Vi.Z o

2 A e 198090 THH H3lA Relationship Marketingel W& o2} ApE9]
WAy -E duEn, I TAREE vAR ARE gelv] A oiAE A xmle BQ8F
8254 dF%ee d2rkAY, n4s A0 B4 23S AT 44 A", 19T B
A Zstg 33 AATHE FAE] A% dF nAY, VIdH 21gay AR Jeg g
€% FrHE dduAlY, On-Line Community®] 2/43le] @& Reverse Relationship
Marketing $22 ¥#73lgich

1. Reverse Relationship Marketing?| 224
AdvtAR A R ERe AAHA ddeA—AIRY W3E FHeg §F BEFH. od
& 4F S T3] AAvpAG e dAAP L NEAoR I Ay GG EAEY @3¥5
E W3ty el AREn Sle BAE A% 21 AAY g A7 & e
Aote A& 228 + UG 279 dAnARATEL oA Y239 ARBe )
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W3 @Al e Ao wet nAE Alxde o8 fggre] Bels FAPA LA
7V A A BA 27§ Fol vt AFHAUG, 71T BAZRE S AAYSH
E /MEsele A7EL dEAAY A3 2HAE WACE s Py EHo| ZFodl of
A ATFELS FRIVed T3 vo] FRA AAvAY Fuz FAIUG. o)gd &
Hol Al JEle] F4H% nAZFAY] HFS A2 FHe AZnAEY BeAS gFA
71 ol #P3S B AL Reverse Relationship Marketing® 71d& AA3
2. e RAAQ oz niAY davicle] FEFAFAARAM LRt FAA
12 Wstgd qet sAEEEE 94 FFASHY AN 2HAE FHeR Fd &
B 27l A 274N MR BEEez 34 £ e TEANE e vAY, &

Reverse Marketing® 2 #&82 oz 34 d A}

2. Reverse Relationship Marketing Community2l A&

QEartAREI #4838 d7EY JEE 3t QAvAE Y AL N BHoz FRY)
9 =9 T w& ddsde] Ager AP AY B PYL v Adke AL A
A €tk o3 ZEelA dARAY AN S ddswI) gEdY (9L £3ld
TR 2 dAuAE Atz 2dE AEFA 298 B+ 9. dd49e danHy
of Foste FHLLEE AF 7Y B dFdertd BHE 9o A Bol
23 A2, 94 942 F3 22 HAIRA AW Fureg €43 384 ddg
o 2 4 ok €8 dArvRe dAEAT dARAY 2B e T8 L
9 o|FAT Ad¥E Aot dPEge JIEHor A Sdse] TIVNYG, AA
719 5ol AQBR82E. OIFF 1Y T AT ESol TARER FARe oA
o H=d wat £/ B 5 . olH@ F A9 LG olgdo] JEY ATLEL H
7l B 212 dFEL FHEA Wy Pz wPo o T s Az i WA
&,

A EA e A2 94 HAu¥d AEHQA AL FA4AQ4 6 wa} A E
Al2ge] 838 e dAclgle Azt SFEAD, uAE Axde gAFH88
A add 24L& € @AvHAE dFE0 UEKTE 2uAARS A nATBA
€ T2z & dnz RAcA-] FA8A HAn, dEIG 43T tEo] nAB

b

A E AAA ] A& FANA-BoIGBAE FHo2 & ddopAY o] Ue
A AR

=
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CURNCETEEEES S
#0118l Oy
t Y
B4
#9949
Iy ERE
EELI R Rl
HIEEH > EE
=1 Network § b
LR E fetwork
3429 - 5
LIELRY Va9
a3 L]
R L) B 190 <y
A0 Sed

71993 A d7EL dad @AvA-A v& thdg ddolog wrEoiy 2 g
i, TAZEAC QoA AEAR BA, A BA S U A DA BeY 5
ATk HolA Folg Bolm gtk o2 @ ATEL ABUAYY BAE HPFozy
O BE 420198 4€ & Atke 949 Ao wt YAV FHoT ¢ JYAYA

EE ¥FHAT. B¢ 4R WAALYG AP HAAYR wat AWrIYS Aoz
G A19ETY AFH AFo Y ATEo] UehtA "Bl o)d dAnAE drs
o EARY L ABRPUA S BAolTe APAL BaFn ed oA dAUN e &
ol b AZolYe] g Frigtie AL DY o HA oI o7 7}
A Hee] AZALATEL VIE€H o2 E oY Axduy HYgarEre ddL 53
o rA" B3 19l AARE FRATRE AREM RIS BE7EHE 3A 2
25tA dstthe oM WFRA Wege dduAY det B £ vk 31 IRA 4
o ATEL 929 FAAHQA £ue] @ £ ge FEA%Y A o] gAY s}
F HA ARl AEIde W 259 £eA B S0 AREE s B
HA 2o A Edadn. a5y FrA A gedeis AU dAvARA Almst
itz mel FE7IGER FE/19ES $422 & EDI VAN $9 719z FEA
29349 d77t AFHAT. ole @ JPT FRA2EFA ) ETEE HE G| A}
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A 2"l dF@ 8AES FRVIEE AP st Sabrett Appollo 59 MEE
Business network® 9| FRA 2oz WAsA =AUt o8P FRAIAHLE A7 W
g d% 43 339 ARIVIHE e #AA/49E 19E, oldF 7Y E, OdR v
#BEo] Fdzte Relationship Enterprise 3ele] 713714972 LA HAed oy
T 2AS FAAMRE Yoz AAWAEAS Yclate AYEE RAFE Aot
959 g3 @2} On-line community29 AFEHH 24 FEANZL B9 oA
< AZYEEAY FFolgte THL Y S on| g A nFo] FFEAE FAHH
viA @5 F4e] o uwlzt &2l dFFEMNE F428 & Reverse Relationship
Marketing2.2 #3& A2z BQn. old we FFo d@rHPeTE LEATETAE
FHoE 712 N RA 4 FRA W] AAniAY AFE FHEA He FH E A
o2 Btk oje]§ Reverse Relationship Marketing® 2 FTFAME T4 2= H|FR
A Wgke] ddniA "o GHE AdAtnsg FEA G AdnA"EAA SHE FRA
#Azy FEEE ez € Aol

& E XM

74H 970 AlelE Yess (http://www.yess.co.kr)

TETH AlE FF (http://www.gonggoo.co.kr)

dAE# A7 AlolE Priceline (http://www.priceline.com)

AR Fvl Ale]E eBay (http://www.ebay.com)
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