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TR S slelA A TRERE V255 BR#% consumer) == BEM % (user) o 5 g
i WA Aoluja 58 How) e HEAA = HERIER KTI%0) 2} 512, Zo T #®

WE Ao RBER mEcms BEWER HER, A TRER BREAE ¥ys.
1) Mg ) BEY, K&y, HREY, sihy, FEWT e BEREENS JAs= EER
_ #(producer) 9 =3 % BEREEWS B ez HA BEGMA 86 e B EERSY BE
& (maker)o] 3t@ayo = 45 & 8Bl o '
(2) A. Glossary of Marketing Terms, Compiled by R.S. Alexander, American Marketing Associa-
tion, Chicago, 1960; “MARKETING—The performance of business activities that direct ‘the
flow of goods and services from product to consumer or user”
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o] 49 BEAGEBIOOH FUE, A= MEHTSH(bayers market) olA X
R H—Ee HREATA $AU EILES AAAAE TAT ANl 2 2R
ARAe R FIA ERERD F Wl Ak AL PRES A fsgo) e PHEAC)
exel goiste R BEC BRI THS Epan ote ol felAEs] BEE
A 3a FEREE Tl MEREE S 4TEM ShohE TR A (consumerism)e]  BKHE.
e LAk EILES KA AFA ATl W2 G d & dohe 2EE
el Stz QA oF el A deldAel A7 =97 (P.F Drucker)7} PR
geo] HAMEES ©F chob| P sk B (nnovation)d HEI VoI W AS WE v
ame 5BRERE @EET A A ger, = ade BRe HED BETAA,
o] S5 o] of & R HAIFN (consumer oriented) sl FFE Fokeg dlol EAster, webd 2
gl Bokor 1ol A T4 BEAA ARAA BEAA Brhe BEEEH o
¥} (customer oriented marketing)o] o] oF &= Ao ¥ EEH A A o} Eifif 5.
el QAT A oA Bl AME ERIY B BEO S o5 Huel sl
v mige] B 9% chobA YIRS girsh 2 B ohz ¥ % gleh & vhob
A <) 8% (marketing strategy) ©| % PR FoI4 WU A2 s e o vE o
GAE EBS WEIOE R8¢, FAAe2E [F3 dn A&7 A BRI
@ EETAA BT RS 59 sz ppe RES EEsE Mawels R =t
A HEIO 2, T Eh FilS EEE H7A Exol s Mol FAES Bl
o] A =k A 2 A BEZEol & u}o}ﬂ]%ﬁi%(mérketing circumstance)s]  EHfiRyL..
2 Asas A% —del ERECl st dBMl e T F 2w, 28§ et E.
e R0 W2 BRI HE A FelA YR & EERL 9A 2
%) g TrotA BERRA, 474 HE sholdl W BIARS ERE WEN FE
oo FEEEC WG T AN BEHRE BT s HEs T2 xS A

(3) mRk, BiiehotA 9, g3k, 1975, p.12

(4) Peter F. Drucker, Practice of Management, N.Y. 1970, p.37

(5) it EFM, vhotAR S AW E B B, mdER, 1074, p.226

(6) BB %8, sholA BRI, RRMIEL, 1968 SEGKAS, &ES HHMNE JUEER. 196,
p. 12561 A4 F5IM) B

(7) 9 Bk (strategy)©l & 8 @2 (stratdgos) 2 9An, = BES A4 oA E
g Lo B A a4 stz 2l doh wHAR BSRRTLEY HEE X
#r Aezd 2 REE dH AR AMS plA feiEE Eeolth #Had Rez 59
& Y58E Ao ohiz, A= s28 do] BAE BAHAEL A = Bgol g Bk

o ¢ Aolth
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= ET A Aol WEE A2 HuHe B oo gxn %S T4Hs: i
el A 29 ol 449 BEEET gojye EfdRe] FEMoZ [
5 BRI DIeE BEI0 20 S99 YRAY el o} AwEES ERE EER -
HERRSE 24 ANRE (0¥ NUBHFES kol sz F2s ook g
Aol elEsla fRe) MESA 2 32 M Hmpe ARl A = pEpgmel s
Holt AR A Bolo T4 A2 HEAG ot owun 22 wholsl B (R
EFIR0) = B H—E 2% BAOo] 3o A5 el HES 0388 BRaRE (RIS o)
BEREIR)S FEEY 2 ol 7o) @ael Fo] obrlg s Hos EEEREACRE R
ARA 2 9 sty mEES THAY Eae 1@ bl W B e 2 A o) gk

BIESTE 4, & WA A4E Bl DA Aol 20 Kol 20 BERshE Qol, 23
E 2 Tk eholA Y + ol 2 (marketing miOMEES] WS o5 51 = e okt
P+ = = (marketing mix)®2t PbolAl s Have mmas] 94 REH BAHE o
PAYHERIS Rolw, 9] 4psz Efysjol e

@ ®i £& RE(product)

@ E(H (price)

® B 2 H#Pi(place)

‘ {2 (promotion)
TN ERA 2 REOL A2 hzAA 8oz, AF sl Jmmse S
FRE BAU vhe MRBAs (product strategy), SEWM (price  strategy), R
" (channel stfategy)‘;% 1R HEBRI% (promotional strategy) o] 4 KBRSH G0 = BERE +x 9}\:}
= ATl webd] el UmEs e BEEAA o9 g Hag Rt (product) &, o) = gt
AAY REGricd)2, o= W 43¢ @E(channeD & Fo), o wg 410 {3 (promotion)
Rl A ABSEAN B o) 2ok bl Y + AWl 4 o], Aoz spern]
GBEEC] ZRAN A 2 WE) A WS Ak @ AL w4 4P2E o] §9 wlels
e Had Ade FAUY. 1Yo REBE (pricing strategy)o] g &% ol ule}
AR WLWIEA, = 22 ool - o M) s EEC] S s 2% 2
Y AN gl hobl Y] e A BAKEN Biko] o] o doe B

® =HobA - 5 2 (marketing mix)$ 23 kbl o BB E BB (marketing decision variable),
=obAl | & (marketing instrument), holA A (marketing tool) 5 0.3 e LR
2R Q%@ A e H&gol o



ie o BAEMe A (BBl 4A BEKEN. Aol oj of A} REGE THE
g gord, W deAUREse BABE L 2A S RERH watepel, 78 4PS) 2
£ HeWEel o 2R AL, PIEEE 5] 5 BES—-THmd BEHR
ek EEGe Az 9ATohol T MEMEN MR AL sag s 9
9 EEME) vt WBES) HABEEIH, E oA . 2EEES]  HRABEEC]
AAE, o¥d WEBM AW u slolA YEA LS KBl 2 ALAAAE 53 EX
oz ¢4 AE AL AkTel o3}l B (productyel AR89, = 32T W (place)
% 28 A4 (R (promotion) FHiko 2 Ml gALT deiE AW WA A
Aq Eiko D BT REBM B B aﬁﬁ:kol%sma Atgte] @A
A go), wobd EEBES stelAT - H2BEE hdelel Bl BEMEE) gz ¢ &
glof, whoblWMEEe) BEE FARTE WA 2 WE RS o oF T TR FHRHE
A% s ole EikolA FWRE £Rel chANERE SRR LTk o
A EEeSE A tEE HA 2T whelA JBE @B 2 A9 thEe M TR
e B Kie) WEAA KeE 22 she dd 2 Bl A =k o &
WEs WEBEE] AokTd agsl —HHel BEHRES e =R BfEs ol A vz
SuoE sl Y EBEEA A9E BEEAN BB 2 RS sz Qete R
AT R EH (consumerism) & BAML2 BT TN ERd s, = BHd
gme) A Qo) $evele MER RS el BAE 2@ ize R 2
#HE Fol 2 F gz T F A ' '

1. JEOURERS X

1.1 RRWIEDL RRASHE o

o] B o Ao T e [REEPTHI0 S Ak £ EAEAANT 22
¢ mBe EEEFTHt 64 —ne s EATE slAs ME fhasl Al
el <18 pEd LR WA MR SR e FHE A Bl d
sl wEolch webd ol & (A price mechaniom) & $% TN ARACT 2
v g el ZA A URAIAE REE BT EER chANRAT
o Fien SO S RES LET HBE MR EEN FEolH BEA

(9) E. Jerome McCarthy, Basic marketing, a Managerial ‘approagh, Irwin, 1971, p.44



AZ b —#ggol et #E#) A mHobAl W EEe H&q mEs Bge Jdolde —gg-
PobA Y BEY, o] &) HEFI&RC Y BEfRLEE 2o R3] A7 —~FRo)w,

"ot « ¥ s (marketing mix)s] —gRER = TR A ke Foloh. W&ol B
(EHEFOY SIHANE BEE ke AT REEE(RERE) 54 2as -8
BEME 53 mHEEY MEl 94 = BRE] T KB LER FAA AA s
HAAA miEiolgt. z24 BifmtolA ol A & HR (price)o] g HEaiEmemn &3,
HEE 25 RE(pricing) she 2R BERY] @ BRI Y g2 %P 24 Ep
Ao, obgE 29 REBMO BHE o)X= BETHE RESFHR S FHIIO,

E BRI AL 28 migel A ERPRERS BME —E8 HSEERE, FE

éﬁ‘?(perfect competition), &5 (monopoly), AREE2 84 (inperfect competition) & z}z}e)
RETAA F2 BOWES HH1¢ F0o2 BRAZ A, wobs] D gho] 4. BEH
B T2 BEMA M) A BEHME] 2EEEGo) = 9o BB A ofy g
ot Sbsbn fEmEel A wahe BEBRERE Y, 229 Eiko] BRA Tz ol & 5
SHPWHID BEMezE A A 56 & 7Hete] flod, b BLHRE T 9
TR T~ HIE BAsns '.9__%%9] HERED TRBESTH A 2 1m ,
9 Bfols] wEeldt, wepy Bt oA BuE ol A 2ol BEREEO] RS o] ) =
THHE FE2FERHE ol BEBFMHHI, 53] 3854 (product differentia-
tion)7} FA YA = TERBEFTH 240 BEHPHSo] ©Lyo HRolt & 4
et _
TE WRENC BEZ Faxe *%éﬁ*ﬁ??oﬂﬂ-ﬂ RUL =11 HWEHES) s
BEBPF Bl AdAY, ek K& FEsd ) —%E(constant) 3 FBEphsgo] =
AU ALz BEYL 4 BE A9 pe RIR7T BN Aoz 2is ol g5
B2 Ao E BB THY Ao 2T SIS BIE FRRESTaA= LIt
Rl AvF G Poluh, 2AL BRY pe st Y BefRol Qlel A& mampmo my
il HBAAC) M=A Fuhas chdo)s] w go)oh, : |
S e ZYARNHE D) £ne fpe BEE A% 2 o] EiEmsa) 2 wg

1) A% 298 ke otobAl B BRBs Sl 4] mha} i {RU#BREE (price strategy)e $w4) HER
B (pricing strategy)s] oz &4 Helok §ob o 7o) Bugres) DREGEN] Adeg A
27 %5l o4 BERRENY BN 2 ERBRES DEmRmm BEAAY wWE
BEso = o mums) WERE N A R85 o] o} wtdsich. wela] Holx tholA J#el ol Fzo
Aol ¢ EHEBEE) TE o2 ob BE 2 I3 AdAr ¢ syl KBS 99 WE
BiMg (pricing strategy) 0.2 #—gyel IRl Hehefor & Ao},
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& BES RET vepddE 2 %R DAl HEEe = OF HREE oA 2 HAEE A
UA 9 EFIAS GCEF el A M 2ot o AgE T A2 AR WS
fAdl EAA BHaA 2 Tikkel ALR FAALRES Q¥ s BREese Eol A BE
Hoge WEE T0RAE A BIAT oA AALRE B ore} ZAALHE 2»)
EEAA §E BEGERS SN BRALEA el Beos EReA 2 A, K
ez wEaRe Fige —BE 348 B 2 Aotk o A% ALK A%
EFR EES OAZ FAAZ, OFdA HEeH, GOTES gRige) WHEA =
© Aot ze HEARY 2134z AR Y& A€ 92F, B4 MEH BUER
e SAEFES BAS WESI A8 BHE TAHA Atk oA AEE G'C/E'F'LL
Fer momdA 94 HdA, HEER ¥ WMEdERE DD 2 HHBEA 7
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71 Y RS B 3 Aol B4 B,

2F shebl Ymmme) 249 RRORERS S EatEne wano = BB A
KT LERE FEPWo2 BRaad ga TREMPHHN A BES o A w0 o, o
A 2R RERE WA mE@EL 34 RFLRH RIS Bt grom ago.
= RE7 9AA vheA wpdoly. '

L2 RRBLL FRmme |

REBIES) BEE 059 Ao TREEPHHE 2 HEoz 4w gun g 2 g
2 BRSOl S Bl Erkel 4= o HEdol $ox geo) mao) QA e = 5
HE REEFN = s mEpeo . AN FEEGFIS. FE dqaz =
2R AAY Rwom: Sgmme ux HHEF AT WEEFo = BEaA 9 %
B B2, = REBMHEo A ppe ou BEEP) 2 Thol gt Eimngol o) - -
RG] RMBEEE W) A £ BF A o us TRELE KASE Ae mRAT -
A A BENes pEgse g4 EET WM 22 dov pxe mEm
ol A=A ogmE Bk 29 mpmRo FFEBEERS] BRI T wza ap
Hld # 2 EY A0S 9 Eojo,

S REHFE W S04 mEEt s WED BRIl Ko egem
BFEE B L HAE & REAL, RRIBES ] ol A WREA A= g 3
AN RERIFS MBI 2A keGP o, b BEBESLS 34 FREHF S
BH F2 A 22 F5} glon, wy REBSF) RAA 22 BmaA 9 9 mm
Bl RG] 99 B B BRANAE & AL FEolr, 57
- REEF @, ) e0d BE gy BB Bhlol 2 Bdel BEsmEe A
T SHE st Y BEe gyaz FREEF ¢ BPEEY Ao oy e
AE Ao ot 94 e 299 BRER kT TP Hig A o) ol &
ZEAe) o olx AT HiRm g —HEY A B RE AT HRESPH
Bl 1A wEBEES) gute gyro BfeRe) Had BEY 2 sugq.

TN 20 W) HER —pa Ao AHAA Y Seemo] o) Helx,
3 A R MBEERS 39 & - me T2 BIR Tz gpdae K.
EBEP 2t A dgamIny el BEBP o272 ke e Aol 239 wgay aw
AS ZF 9ol B2 295 Hi vpggn BERES A9: de iemmnd @
Bl % oedd mEw taap, BRARS] el w8 Wmgxe g, £R ¥
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i o) RIS WEREHE zo) 2AYA BeEA WolAE RRYAE 2=
5, AoE FF AT Ssts 2T ammnd Byl 2 AT REHN %
EEPe i HE ARA BeA 2, 22 5 A9e e YRR TR B
Aol e, 3l EBhelt RS, 5o REBFHER

B E BN B ATE
o] pmEEsA AR .

Eo 2o SEAA dAAE AR olv yEel zAA A
Az A= «
Gerd etehe 2o gsE Bl SAAS choll e S RIS B3t WAL
oz @Hso A B0 HEHF LT
g Aot AT ARAAA W
o SREm shRe) REmE B

Lol S =% rREE] o) ¥ e X
© RS BEGE B $4 BERACT
SRS AL EEAN KRR LRANE =
el Bt ¥ F AE A
1.3 RREMS BRE BS
pop D mEEel QelAY &S AHEA sEmae WA AF od B KT %
gFRol 4 Rl ARAE o o u e f—el REE g i A
Segme o) fkal BEfEs] o A E7HORRES i s, HEBmMS Hiel dFd ¥4
Arsh (BEEe) EEDS =t AR 2A EaddAE AdE B2 REE O

@ REBSS BEHEEA ek
o] A B (pricing strategy by manufacturer)

- 999 EEBM (pricing strategy by middlemen)

© WEBMS HErEil w2 ‘
WRE R EBM (pricing decision strategy)

' ﬁ{ﬂ%ﬂ&%(pricing management strategy)

kel Agel Gl oA 2 SEBEMA = RAme EAA 2HE W|eE LA
s gAw HEe A4 QoA FEN st QA 29 & ROGUEREE o1
g EATAA RS poEd ok e BES REE 9T LRBETAA 197 Bk
o= mEd Mvtcl BE AAAE BAN el A EESE A9 e, REEER
e REULEER &8 BEd REE 497 smmoz WES bk ¥ ALAE
=2 B WE A B 3 B e REREEES REd SRS
o BEERS BLERC S ROUEEBREE 17 ree Eiee B9 4 BEHD WA
ERols & & Aok S |
Ep——— TELRTLE iy sete e BRoE 2 BHAE
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REE 41 B2 + Qe AL ohid mepg wy REGT HERTEES &
FUEREM WAL RS Qo 0% EmmEe khual EEN A By oRiE
DA Ao REEEWES S RERERIE fea) o] 2x W oAt B BmEg
VT F A% A 290 Houn mae gxs s Maol=, 49T kel
AE Bl 9 TRERESRS A 3 - A%l ABRENA o] % kg

=2 EAHA HEY AT ohd e ol g BEREEEC 3 2 mag
RS HRENA T3 RERRBISS] 3455 o] 4 hedol ot = EESe A9 o]
el REWE IS £ 289 mpme o ERReEA vl UBEA A Bo mE
el 2k [ollo) A e mmpmms o 2 HHAH 7 A 2 Fo) .

1.4 WU - SwiREsEL) Aie

7 REWAS Fo%e) vholA U B e gpo 2 s RO BBl A ke o
= ERREELC BEGAE 5 WD ko 2 BRI 3 £obd, e |
B HHA B gloAe an B =2 Bty #2, 3 MY MEREMS B
BRSOl ok S2rbE SIS B 1o R A, EH = (price mix)ek  whapa
£R] RN HEBHS BBEAS T, 1S BRE - BEENRS ERE .
EREBEIS LB I ez gop g BIES BRE ¢ 9575 2 gbo
E SRRAAAE S MBIt o) 2 rebatere) BEHHE A9 ¢ Ao, Fm
B REREHES BP0 RERELEL or AEE foF F AAsbel AT BEE
&9 PEYH ROBAES) MRS o Sz wo, AN EHTYE, 5 PR 9] 4
o B BB S04 %0 R s HIESH 2 HEBMC MR o)A m
= BEE2e grle s 2 gacaus BERSES) i) A iR ¢ 4 g

LR A obFel @igT 2o BiEe s oy A2 4 gule mEmMO) BEfEs) of
AUl A e e oy gee mEmme BRE AN 2 Lage ko]
A BOB OBPe FA @WisRtte may MR A ORE) Wi - BES
A ZE 414 BERA) £\ ok e Qo).

© mPel FA |
BREBM S fgse o MR stz 9o AL EAEAID AERO e}, o) e HKRHs
°l 1Y FEEBHES (non-price competition) Fe &£ 2uh2 R KM o] AN 52 oA g
fobE golRs] d g . BE o4 TIHE EHBEP T pigey Eorol A9 ma SRR

Rl ke BERyo —Refts] o At WRES FR2EHBESe X8 dvdE Ay st
Fol KRA EEBHSRE 2 HR2 & AL oo wey BRBSN ol ERRRE 9
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REA pEddAE Aol WHBE HAWERS ¥z A
© Mg WY : :
ouush Bol ol Bl %l EEH K B S o A £ R ol dE HRpES BE
 BEE#Ete Bl Bk e AE EEBEe HAH W@l AL FRY Ty =
glol AR Bl ohd BEFES RS 9, B 2ALE BE A S EE S BLF
mg. 294 obs M9 J(oel Dean)ol BRERIHZ Flgel g ﬁ@mgﬁol,ﬁﬂﬁﬁésl Hi
o ity Ros RES 2 KAA BRSAAE 247 REOHA o4, HET WRAE —
Wpe ol ool whet BAFIES EERTE FIAEY HRE A3 A 33¥ Aoz
A 2z %E RARITH fames XBs BEF@E womme BEE 4E A Adz B
g= oA & ol oA _
® Mz WA _ ,
Q% mEd WiE HET RAE 292 sl o] oF BHE AL o= AE BEHHAD T e
REER EAFAC . SRR BB AR ) 2o el e BEL RO AR
o @y wEsEE A% 2L supEmEse octeA 2 4 2 o¥eld BE el HERAAAE
ge g, detd Ads —Fd RES T REH WEBES Wi EWES EEERSE ko
AR ERmelw JORBES MERTE A Bl A= 2ABeI :
@ ERe wppRe R ; ‘ '
BEAEE $T REEED &9 qaro] e BRORE)T oIk Aite A= OB H
Bl A= e BTG RS Si119] #EHE (going concern)o] 22 WEFIME 38 MK B
Bol #EA A gz4 A% HRBRH EEESE Qi o

1.5 MENMGEON 2oikel R . .

s (price)ol & MEH figs) AR 53 Rl ZREAE FUHA RS
& 50 meERe B 2 T 2 AR dE ENEHU KRAS 2e vt
) mEgolA ToE R (pricing)e o154 mamind RS AR LR #
po REE A8 LES B4 REAT 2RI Bael =~ RREEE 3
adee A4 AAAE on @A BERE A2 2 KR B A HERE
9 A4 BEAADAS BUREL A+4E wERsE WREEEDA A3 FE R
o) WeAA deh F BERES REAE BARES WE ASE SHE B WAL
S0 2 ERBEez BEEA A9 A o EAT st FHES wEBED #2
s RGEHEA A0 KRR HE AR T e A A% #
ot = BRSO A B glelck el WAl 24 REEEE 3
£% gl BKe ®rdE Al gD 2 T HEERE RA mERE
mAKE RHAA 4 & A e ol AR ko) BRARTA ER
o S RUANS 9 BET F el A FS) RIS WA AR

(2) Joel Dean, Managerial Economics, Prentice-Hall, 1961, p.30



lorward exchange contract) & 10 ABASIS) MRS =) o] A she] BHEHEATE Lol
MY Aol = BAR, FWRME 94 KUk 59 FEr BUAE s 8
KT BEE F= BRI %4 259 MEHSA o] £5 NIB (Non Tarif Bar
fer sk WSl 271 Tkl MRS & RIEMRE L 42 WREES 278
T ASS BB AT iR EHY ADE TUND 294 Bobe ERERE

TR FolEUA E YLHES EEE @ £@e FREHS L skel W, ECo.

___ ED GATTW =3 kmmmMES Hm
1 BATHR 4OBA U R 29 e

D BUFEs - 1) BEHE '
2) ERRS . 2) WAZE
3) BAEAE 3) RAFTHE
4) BURBSEY 4) SEm
2. RM 2 TBLEY BAGK 5) MEMGE B
1) HEmR 6) HHitel BE P
2) KM LD REE
3) WRBR 8) BIEEKHH
9 WRSE L BBLEY K - 9) MREIES B
5 HEFH 10) B{E - B {EH 55
6) FiEsimy 5. B Zol % KA B
) BEMNRRSESE ' D RABR
8) RAER : 2) REd BB, HHR =
9) BRA 2 BE&H 9% maRe 3) EPIR NRBER, BOTEHE Bs K
10) AfsgEg BeRE, R
3 BAM 1 BEA By mw _ 4) EH fERE
1) B . 5) EEFME
2) R Y warge . ' 6) M%X® -
3) HEBER & HE 7) TERMS
4) BEEIEC] Wi g 8) EmBHE
5) RfFlE 6. Hfl EHLSS FeA A ma
6) M 2 ARAE D RE-£E 2 EREY
7) MIHE 2) LB R A
8) REMHET A3 e 3 WHEEA 3 @y
9) Wikl HF HE 4) BIRay HEET

Br : BEESWRN, MRS BRg o HRl AF R, 1973. 6, pp. 4648

(3) FEBRBREREY) Rk 2 pme 23 BESET 2 mee —am, H—ve s HmEes)
= W ¥t o &6 Ingo Watter#i% = SEBIBREEE & AEREE B, i, AR 2
EHAT = B 2E BES BFe WIEN 22 #5583 A (Ingo Walter,Non-trariff Barrier

" and the Export Performonce of Developing Economics, The American Ecotioinic Review, July
1971, p. 166)33- EEI = Rt olFd = JERBREEEE L DR BihgE g B &
REAA 2258 BMANAY © BAHTES Bivos BRIAY =& @ ARBRLEE
2 BARAREANA Bk g AN =4 BN RAEBS S5l EAA 7 BARS &
HAHE BRYTO WiEs = S WRUANY nE BEggol stz M8 So] go A 2y,

2



HRHEER X ﬁﬁ?ﬂﬁﬁﬁ%ﬂl wE EIZFT ik %ﬁﬁ@ﬂ 3Fﬁﬁﬁ HHEES B
fezte —Hfe) WEo 2 2 JEBImRaEES] T wo] vhdel -r7’1~r47<}-=— Q& wEolwh © o
£ud GATT—— oxdel EMBmEEE. 2 A AR Ze FEES FIESE 3A o o] 2
E ﬁﬁ—"l *Vé B EERE kol AT y@e VA BERY § sl gl Aol
£4¢ = ﬁﬁiﬁ‘l«] AR pEEe FER @A ERRS el EEE Tl
543 EEe Fiatd & BE 17 7S] Volkswagend] & 442#, EEH compact car
ol E 170 mpas 9 A% 2L A= TIHAL ul2 EMBEEERS —MEolT.

2 ptel = ¥ LB ¥ 7’\$ﬁ{§£ﬂﬁﬁs‘°] ErREEdA A e LEE ad. %
3] ERMe EE%}K@] gelde @ mHEkE T ik BRme 2 dE ARe WA
g gmoz A FaAE Ade A @ pEme) Bl 3%l ARG 8 HEAO AA
oA B HZE BEAEHEE wRake BAS RS 3 A rslgsnl A
A THERERE A o) B EE 4508 BIRE ol ok ¥ LB e A T HHEHE
ol PR THHMER WA AR ol| TRET BT A EEAA HERE
Bl stA AR —gle] gAel mE= A ul-ﬁ‘ﬂﬁ weld BMEEREY AtAE
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(4) E. Jerome McCarthy, Basic Marketing, an managerial approach, 1971, p.620

(5) A.R. Oxenfeldt, Industrial Pricing and Market Practices, 1951, p.156

(6) J.W. Culliton, Management of Marketing Costs, 1948, p. 130

(7) A.R. Oxanfeldt, Pricing for Maketing Executiues, 1961, P. 70 )
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(12) E.]. McCarthy, Basic Marketing, ibid., p.600.
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a4) ). Dean, Managerial Economics, 1961, "PP. 447~ 448, o
(15), (16) P. Kotler,Marketing Managemént,analysis,planning,and control, Prentice-Hall, 1967, p. 363

(17) ‘P.Kotler Marketing Management, ibid., pp. 363~364.
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(18) %2 REEAHL Bk weA £
(19) E.J. McCarthy, ibid., p. 641
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(20) A.R. Oxenfeldt, Executive Action in Marketing,1970, p. 290.
{21) A.R. Oxenfeldt, Industrial pricing andmarket- practices, ibid., p.183.
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(1) BRRFIREPRE (product-line pricing)

o EERES WRRA, Ao S MEel ROTRES) HEES BRI e
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s B o s BEG BES Be Qe FRUIE BT st o} 7 &) 8
s} R 294 24 gReAA EaT ATH®E AT
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qA=T stotAHAA TIHE MR REEREHR2A rEpBezA MEL H
£ AL 9A BRFIIRA pamns wrmns 334 T T . $4 HERFLl
A REmge 9 @E, EaE ey mtkel A 2 A HE S wotd, BEREt
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BRBREE BHAS 2 oxe) Bigee) WAL 2R KO BAEAE BRE F
= gr] Ageld, o A% BIE PR RS B el A A4 REE NE
o BEEE BEe BRE RET A oo EEY S0t WY § S AT % =z
LU RERERS TBME AR T mEpEd AR A2E EERS Bk
@} Ao RS Al qze BEEY BERE 2% dpEstA [w o)A ool A J(merc

—_————— ‘ ‘
(22) AR Oxenfeldt, Product Line Pricing, Harvard Business Review, 7-8, 1966, P. 137.
(23) Joel Dean, Pricing Policies for New Products, in Marketing, the Firm’s Viewpoint, 1964, PP-

498~501.
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°F HE WERES WAL Thko) 9o B ClEad BRMR 200 qa e
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B4 2 9F 8L AAY R 94 A WS SRS weA el
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R EEA G T AL olx Bgd qaaz ABHMEE D2 Bk gaqs
M) MBL Aol 2 )% Q5] o 3o) fmrs MERE) MRFIIRERES iR o]
* S = [S49E (AR, Oxenfeldtye HER WERI LA MG dx &
el HEREMED S04 Eme BRAA TES HEMBESY B 94 e
(demand-link sources)s] g 4 LR Stz BEA L. 28 g1z Orspg, AL
d EE wHE rq " =% + %39 J(one-stop shopping) @ mEe) g, BEY ik 9
Rifho] BES Tl B ol x s fephe) Inferel =ebA 7404 EBIWIE Gmpulse buy-
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°F BERELS TR we mmne paas 2 TREC whe HERE Hh o) —
el Sa9AE gERTe B EEREERS) Tesze —ms Eiste HR
SEA L S MR o 9o o AIE FEAAE B T 2
A7 H2 Qe Aoz ddxz g, @ °f REHRE BEBHS 3o Rstas
BEAZI A8 $4 OtgmEe xps A B BPaRe NS KHY Ega

(24) AR. Oxenfeldt, Product Line Pricing, op. cit., pp.143~144,
(25), (26) A.R. Oxenfeldt, Product Line Pricing, op. cit., pp. 141~143.
(27) AR, Oxenfeldt, Pricing for marketing executives, 1961, pPp. 72~76.
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Bl $49°) BHT LMNBo2 FRAND % wol ol B AAE s
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EE 999 BRoAL e BRTBAA Y FEHGC = 9 gx HiEEs (PLC))
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= BFERE WRE T HENY Boo —mmoe o B oA, o o s
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1. ESRERS WRIT REDRM
1.1 EEEHEM (price flexibility strategy)
1) %ﬁ?{ﬁ%’éﬁ&mﬁ (specific price maintenance strategy)
6V $~ﬁ$§¥l&m§ (one-price strategy)
(2) H—EERE (uniform price strategy)
(3) {EEEMKENM (customary price strategy)
(4) T E R R (resales price maintenance strategy)
(5) Hfnel HEBRM ' ]
g fgi{i@iﬁ (((;i;lceprlli;einsgtr:tt::t};)gy) }:L\EB‘J{E#&&% (psychological price starategy)

) EREEE (price discrimination strategy)
(1) EEEY 2R HEEE wege] w2 EPIREBE
@ #i3|#@ (discount)
1) B4&#8| (cash discount)
1. 4EHBEHE! (advanced dating)
1. &SRBl (extra dating)
I. BEEABRSES (C.0.M., end-of-month dating)
V. SHEERReHF ROG., receipt-of-goods terms)
V. e pBEEs] (anticipation)
1) #EES] (quantity discount)
1. FERBEEEESIF ARBEEE
1. RENEI REwHil
1. EESENEGS R R A5
©) BEHF| (trade discount)
© FHEEHE (adjustment)
) {REERER (promotional allowance)
L) EAciEk (trade-ins allowance)
(2) BEe EHKENE GE 2= PP G EREE
@ Wi REE
@ BEpENER
® RmEFIEHIRR
@ wBEAZEHNEE
0y EEE EET HREAEIEE
1. EEREEERNE (point-of-origin pricing system)
1. SEHmEERNE (delivered pricing system)
® BH—BERBHE (uniform delivered pricing system)
® HmERSIE (zone pricing system)
© HENEEHE (basing point pricing system)
L) HERS FET iR IR



1.2 BEKERY (price level strafegy)
D BEIHEERRS (competitive market price strategy)
(1) EMEMBIE (imitative price strategy)
(@) AFLERBE (bid price strategy)
2) BEEHWHEEM (above the market price strategy)
(1) PR ERS (high initial price starategy)
(2) BBEERE (prestige price strategy)
B) EEEHEEBE (below the market price strategy)
(1) HEE R (early low price strategy)’
(2) BREEER (low price strategy)
(3) BFEE{ERE®IS (defense price strategy)
2. Ba#Ee (PLC)Y KBS EET EER%
2.1 &) HER
2.2 BPER BERR ]
2.3 BB 499 mERK

A9 BEfdd BRReY s@pme FHE RERK 48 H 2L o PE=d 09 Igemn
e WRE ¥ WEBE N mx BRAID + Q=5 5o Qo] m@e Aot EdAE 2 ¥
BAR L LTI g8 = 9. ol EElE MHFHMe) RS FEEAHEBRNG (o] £IEE o
A, TRFRGAS HERK e 2 HEEZ WA THSMRe WiRe & HERE 2z IEEEHR
MA@l E A5 2] o 2ol oh&E TEBE 349 HER®IT A@s (SRR R
AA BR BR A 4 Y= Haq AL EEf.

4.1. FEREH BEK (price flexibility strategy)

(HPHEE MR O REWE IS A KRR REKERIE 2 Biad 2
& HST WA BER A Sole REBMY o) s A% e #
T AN WEEIR T 22 e BEAAG G o5 % BES ou] w4
B McCarthy)] il 4 BET + glev, = 4e EEE RS AV EEKER
Holehe RRAME YA B2z ee Ero g, @

REBAES] £AHL T2 BB D $4 %EY RES Byt B2 H
P bk ohde WS A to) whel EA1E Fol BBAA Bohife] g HED B
el MER—0R) Bl 2 St "ok RE e s o)W a k¥ (levelol 4 5
B Moo 2 BiEshn), ol gold Mol Bl T e mEw Az}, o™ i
BUKEER S o]} 5o o srke] Pt MEE—( BB = G2 e gme
(@) A7 G.E. McCarthy) & SR BEES {RFIIBOR (price fexisility policies)s.2, HEA

b4 7 E?&zﬁ(ﬁﬂz%(price-leve[ policies) 2} =, £H = 9. (JE. McCarthy, Basic Marke-
_ting, op. cit., pp. 662~684). :



o] At WiFE I s BET T2 pxe wHT EEAA mhmez B
Ax EEBRMS BLE =50, thEe O¥% A BRE HEKEE HEAA B’
o) mupEES 4 HifEel S e B Vol EESE A%E #RI = ', 
A FHEE T EEe pAmez 2ot o} o &t JEHLS ﬁjﬁ%ﬁﬂﬁ%;%ﬁ{'ﬁ%}_‘:l—}ﬂl whgl
ot 24 EaAA Rl AL st -

-’l?dltﬂ' sz jiEe] Agel AFHAE (R oA e IBlA REdD BE
®ES B WA H-HSE AL s = 234 gew A Agol. et ZHED
oz WEs ol b=kl W %ﬁ?fﬁ%‘éﬁ&%ﬂ‘%ﬁﬂ?ﬁ%ﬂﬁii I S R

1 %ﬁ?{ﬁ%ﬁﬁﬁmﬁ(speciﬁc price maintenance strhtegy) ‘ : :

B EEBgo T 47 ped BEE A9 # CR-2 —E %{E%‘JE*‘”’E i3
e e 4%91 BHEBH S T3 S Wgo s A B %E, e &L BEEE
o R, B - RS 27, i Age ERS we- B ﬂ%%ﬁu@fﬁ%&ﬂﬁﬂr%
sy REBEOI . & R —ET BRE EEAAA 1dT BEAAEA 2 K
ELe) £ B BT wEwBage AAH, £ o (R (fixed price. strategy)©l
o gEgRch T’}‘i}%ﬁ?{ﬁﬁ"ﬂ%‘:-ﬂﬁﬁ.;ﬁﬁﬂ)ﬁﬂ»ﬁﬁﬂ%»ﬂ% Aol SPREER
o HAAT REHE EEEme —FE o, (—fgmos BEERS ot L B b
B ol IEEKO Higk ZEAT W FEERS BES BEY Aol —gRIoll
A =A3 —EHH S-S MR T ol® 7] A Eeleh. _

EEAES W22 F EEBKAE AA= @l FE= i stA BAEY —’Fﬂ 1
o] HEETEIOIM &westEle B wHpAA, © BEA AT E£AC A gonE |
AEHE A o} vl 2=l et RERRRY 229 Bilk®E TF BRI gigel wHA, @ AR K
Fe wEA oA s ol A & BHE pgE & AL HoREho) fHKgC] o
23 A @mEe Aolul =g #E TE ERE BH He = ARl 3A Do R
& A7 7A ER wet R He EEKERIES 7314 sEF|Eho) ol 2 HERS
z EEEE 99 Aol o, WEEEN masl o= @Fo) REF 24 HE Rl -
qsA el #st Asel we} EES HEEe ‘g LBl A HiEE—-e s EEH

I
G0) sa e de —ERREE SRR —idl B 3¢ EM(fxed price) gatz AN —
EEEe EANA Rl WA EEAR Ag EfL(labelled price), a8z EAE R
» o EM= e Re —fge A R
(31) EfmEE 182551 AT, Shewartol fk#l A&22 New Yorks) #RIENA WL k=
cxd MERERE RESE BE gy ez ol gt
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% ¥ AL FUY I g,

T BB g o) HRHo2AE e @iz ﬁiﬂ’iﬂ o},

(1D B —({H %A% (one-price strategy)

A RBEEEEFEEE - A= ﬂ"&%il Aol zolw, FA—E A—B w5
< B ZE Bz A A— ERe BRI REBRE) Y. oot = B—Ek
<= A 7R G PR—feg2 A—&2] Pifd(goods under essentially the same conditions and
in the same quantities) “® o] [REH o] gl Ao BHOI7] Pl 2P 29 s B
9] At E B—Eo Y 4+ gle AL TEolth olEHW £ ZHF s
EE FAHE oA o}} LTHRELEY AEEES o= BEANA L ERERS BEgs
B QA el g R 7o,

74 (J.E. McCarthy)e) g U KESY EEE AL BB S BEisl)
7 A%elH, = %BY A9 BE G department store), frdhfE(food store), HIF[E
(discount house) Z-2] EBUENAE 29 Aol 53] KR A EEIE =ZA RE
T T A B s we ol ¥ H—EREmIEL £ A BiFsle 24 o)
A BT Gz g, 6o 234 BE—-BES 5o BEHige BRotetz
T REMA A3 FEgs ol 7 o JeffEER Ginflexible price), =& EERIER (fixed
price)ol Bf i E Qo] o}, mebA] o] BB fEEEs o) REFMERE Y W Z WE: %
WA 2 REEHS Ccustomory price) e 4 A%l ANE AL $eold o B
RS RERGE M=) EMEEE ABAAD + ot FelA B BAS 2

A BT 5 e del Qo

(2) H—E#¥ES (uniform price strategy)

4 B BT BRES 499 H-ERBES KEEE 25 M) R
T REE EAGE A1E XU 189U MRS ol B2 R L %
el A9l 5 cent store v} 10 cent store |, 22 [EFIZIHIS] H Ao A9 T1082E o] |50
Al Bl 2 RFRgol e o] H—ER s A% RBAA A4 BEEEERRgY —
FMozA F4£8 L. # 2 |(woolworth company)s} z.3]% BEEMLS] F AR Bt
et olE % BEWMS A REIES Bk (uniform price store)o] 2} 3} v} u] &
B—JEel vt B Rmme) AE BE WA ol A Q29 A9 R s B—

(32), (33) ].E. McCarthy, Basik Marketing ibid.; p. 663.
(34) J.E. McCarthy, Basic Marketing, ibid., p. 663
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ErEEge) BEiEF AT AT gt - 4

gd 2% Hikol A& 2R H—ERS AtE oA o HaErmel R
AA = HES RS FEE MG el B—weE RESE A% QA Hed A=
Bz H—ERERE —gme 2 BRHAANE X F A—wme) ERS THER
oz HEAA JHANEA B—EELE REE T JAEE Zi°1 B2 2R A, ol# -
A% BREREHAS 53 (224 o)A » 28 = « x}o] 4] J(postage stamp pricing) o] |
3 QA @ , |

(35 187 B8 EEE (customary price strategy)

ol g Bikol Ay B =pe gl HEBEIAR, B EREES A%
o Hmo 2 Ao EE &% yB A Bamez REdAd T2 =9 a8 ERBE
wEEge] QelAE 2 EES Aze BEM LHE AA FeEEmes BEdE K.
%o web peEdeld & vl 8l HEBES T4 wEA —4 (B M R (trad-
itonary price strategy)©] gz @ =2 SRS BHEE T AR BEES &
Fsol A et & A% werdth 23 jt@olA BB (ERED 2 R ol .21—‘5 R -
AEe BBAZ oA AL Bl FRAA D& Ade aRel wHAAE E9 BEES
o] 4 uhe] A& HEEMIT '

\%@fﬂ /‘1‘—‘;— oxd pEREEERY KBTS ol 3t EABERS WHoR =T ReH,
s el AE ARERRS #EE ¥ WEFHERY BRERS o2 ol ¥ & EEBERS
o) EE(EERe] == gieh EARe Swd BEY HAER ke HBRY SRR
= maERT BBHAYE RE 2} Fgel BE & Aojuls el Al = Z=EEe W
giete Fikol LANYAE REBEY —FEl/ =

—=id BEERLE A ikl et 2 EEEeE BRAZ AE Aol 254
d, ol 2E = WA KEL Tt Fol A B 600l A HE 2,500 7HA2] 108
el AEEREe 2 BBEKLE A A A BAL Aol 2 —fflo] . COEFAAE 7+
zadolE(—4 WA 2% FRER SR B KBRS BEFFe] 54 =S 10
AEGE 2fe) EEdE BE 2adolEs B Agistz ol =HA EEHEP! .
L SEETH BEe 44 s Ak M2 (N Buckman) & 28 HEAA oH
o 2o %E AENA madlolEe WEEE 249 HiEEel fEHD A BR TERA,

(35) ©tx 209 7t# HE(postage) & #A4 2@EHRA Fie 2 & Ao OA @xgs.
(36) = LEZH, BR=eHAZS B, t}o] op B S it, 1974, p.233.
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< &) dvht BEE o S E REen RE AL =z fFplE & 5 gl e
(O B 4 BE (resales price maintenance strategy)
B A R T EE o X = FHRBE A e 5B (resales price maintenance) &- -
utRez 3 EESMe 24, BIRHERD olm R MEEE(EHE) 3FE= AhHst
BIERE (SR Y /N BIGRER S —Fhez hedd BREEE St F -
< BREESY Z BREA N 24 S s —% EEMERKES (vertical price fixing; |
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= A4,

BEMERESIRE XES Hpzy (price cartel) & KFHIEMK & (horizontal price fixing; -
horizontale Preisbindung)°] 2} Big3 & WY MEREC . KTRERES o249 EEZde 2o
ALY ERg AFH o2 (F—kie BELEZ) SA04 A—Eke FA 7 A E AFER
Ft BEESS BESE TR Agn A4 2859 A KEM] BRI A= B(AEERRE G
BEEEB) T ke 2172 9o, 234 BENERESCENY BRMES H & 2. 4l 9
AR KFHEAL gz 94 1= BEA AL 2 £F GERTEER) o) A A |-
IRBESRE (R RG, 1 E7E) o) EREEIS] G Fo] —fEe EREZRAHE A ¢ AFEEFY HhE

€ BESE BH fdm 84 oz FiLdE BRE gov, A58 e go HEE F.
Rty BhE REdA mpes (REHFEI Bt Lke oS el A) ohet M 9= A
T BERY X Jx g

O BEHOHBREZESS BREXY RESHOF Bl A WRES RET - 9o

O BEMMBEE S Koty Haube =& 9 A '

©® BEMHMHEAS BE Hojulrs REZ S 9o

® BEMNREALS BEY EEES RRAA BRE) Fad =22 2 4 ek

® BEMEELAL BERY Bt MmES EHE o MEY FHEg 2 =E¢ £ Ut

(37) J. Backman, Price Practices and Price Policies, New York, 1953, p.102.

(38) H. Hax, Vertikale Preisbindung in der Markenartikelindustrie, Ksln und Opladen, 1960 2R

(39) K. Mellerowicz, Markenartikel— Dje Okonomischen Gesetze ihren Preisbildung und Preisbindung, ..
Miinchen und Berlin, 1967 2.



ool mEMERESS 94 xE EREad A4AY ol g 7R ¥} REREY BhESS BE
e Adm EHEES Mol WEST T # A o &ut T—sef@g ] (branded goods; Markenar-
tikel) 9] ﬁﬂﬁﬂaﬁ(ﬁﬁﬁﬁﬁﬁﬁﬁﬁﬁﬁﬁ)ﬂ 7§l el A E e 2 B % Aol KES
o] A% H=2 Ak 28 —EEER S A% e e A4 EwRE s e Aol — R
o] T o

@ EES FEEL Qe EH (markierte Waren)

® XELEHR 25 B (massenproduzierte Fertigwaren)

® EHEE AA SRS B (gleichbleibende oder verbesserte Qualitit)

@ —%% mEd #s (gleichbleibende Menge) ' ’

® —ed mise] Ee '(gleichbleidende Aufmachung)

© EET ERERS Ad @ (grosserer Absatzraum)

@ HEkEEEES (direkte Verbraucherwerbung)

Tl = EEY wWEs 2 AE M (Anerkennung im Markt oder Verkehrsgeltung)

o8 g e —EHEL —ipiy Sl Wt ol EEE BAd A e BRHESRES vhgn e
HEY HRLR HE BRI woale HoH %1%"'%2%)‘5‘]’3’—, AZAA F2 L8R, FEH,
A o, g o, W, kel mwn, WEE, doldxgel mEEaBoR BuEz 5 “h

© Mol BH—3te Aol fiflel RAlHE A. "

@ BHEERRKC] —pEREe FEe FESA Fe Zol ofd A.

® = wE&el e kel HE HRAS 9E A.

@ o wEEe AN BT gPol TAAZ A A

® EEEE 78 3% mgEde] BE KA #E A

sEmE o 20 BREEEGES #a A B (mass advertising)o] 4ks] 7
mo mAES Bolx, WK BAE 4 o] NEEEES ul W (loss leaden)fud S
Sl A e TEAD + AT Ul AT Bkl Bl o= DREHS] FIARES
= FRD 9 5% e AEEHES old metrbl wtEeld A BREmCl AR W
bl 9% FReEA T AT HEREERES T ST = BRRERE
sho] wheb SHEIEES SARS A FHHED BMAA HE 2E RS WIEF
o) RS A—EERY ERHER 15 FimBee el mA ¢ At A
2 B4 el Hx 2 ‘ ,

Aohd, MEEEY REEES AL ERBP] LB A HEIEE - K
e B4 EEHMEC Fhs Hiel el RiEIA EmEEEe W £ 9l
oo RES 9% FY REBMTECIG T & Atk Hw €E kA REEEG

» (40) K. Mellerowicz, Markenartikel—Die dkononischen Gesetze ihner Preisbildung und Preisbindung,
a.a. 0., S.12ff. T ‘ ‘ :
(41) z3d 197644 B & AERREREY ol = o ERGA {eit ol RaA A BFA
L gz e wEelH, 28F R HAREY BEE BES sz AdEe Aol




Vel o EEGBEKEE )} B ox BER% (S & B%m)7 BRAMERL — 0.
2 RESA Aol KMLAES) Bmigol REE 7] Yooy HRERE N BBl A o
=9 I MEm) Bl e WD B9 EEEE] 52 Aote o]
AR SR 92 o Bl A= sl o,
(6) Hfhe) RiEBws
BLE B9 R E s ) HRRLSb ol = o2
@ :E\E%Efﬁ%ﬁﬂﬁ(psychological price strategy)
1.1. VB (A% BRES (odd price strategy)
1.2, fgﬁ&&ﬁ%ﬁwﬁ(price lining strategy)

© BB (prestige price strategy)

® SBHRIBIE (price followship stratogy)

BH T (A B % (defense price shategy) v .

5 A A A998 wakel 4y @ CENREBSE RA T His) wEmm, 2 5

= BEHEDBE .2 40 MERBMENBES] R 24 Bl wae #iketA g

BEUKERIE S1oo o) smmpsgy REHo 24 HiEY o) Tgy Zaa 7 A e ot &

HE A4 BEREEE o 2 A WERRBIE L] WY Bl 2o Az @)
O B ERBES (odd price strategy) ' :

o2 Mg mpynps ROl ¥ BEe 94 Ly Bfte] —fBoz 5
=l Bigo 2 HE Qny mps =4 o B ANY gm0z s
TR REBIIT. o guw (g 3] BRel Hd 9,95090) SRIR R (0dd
Pric) g ¥4 BEOE o3 pampo o e =7¢ Qo ag,

I EERE AUt Wagme) g BRAAA L JE 2o n, fppe) g
C TEEOME, #HEEy g KBBUNEIEN A Bl o] & 21 Bon, gEoly gik
AAE BPUES Aeox o BANT 499 Aoz gdxz gn, 26 e o
S BRI R 2 40 L ART 28 AR et A s papy
Efl FRARS WA go 1 B @He 2] 94 FROZAE Fagyo
= BEAE A9= g olgun 2o A BRIEE 10097y T4 220
BUNHE AILE WA Ao 2 4 FISE, el mmme) sgama ozt %
RIBB BIE 1009 4 2L RRA A 99 oy BEE ohee FME o)~
&+ 9o,
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% m m ~ 90588999090899 SNONWNO 105005000055|0050)0005 ..m
mw op & M EC H e e J&Huuwswmmnnnssgsg ! ResE RS =
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— 67—
= 1Y WECE 25 Fesld AAAL Y Piel gt wo, e AL A4 =
o] o, | o |
SR SR B ok e s mE g s BeFe Bee) %3y
O AT, AN MR el A9 o] £ (gl Bas il wa g
T 2 He) 2oz S ¢ 4 g,

ED wmme BWEXER)

ERFGRB) | pmmem R () B IR B
9 8147 3 967
0 4017 4 417
5 3904 1 400
8 2211 6 398
7 1231 2 324

&3 58 LT 22,0009 PRERK A8 mA
® ‘E%&B%%%Hﬁ(price lining strategy)

BRI e LB ERS) —fgo 2 SRR C] F—me) 9a o
e R HARA ool e i B o F—refel Nel 2 @S (HisE (price
lines)o] FAAYAE Wagol s, o) = RS BB BEMENY R &
B2 % T2 99 @i (best-selling price) = W= o & - o - B 3, e BiRE
B, HURES, ARBEESc: Eowo Aol BEolth ozl ERIRol W=y 38
Helolok & BEE g, Ao G ammmy S #kHo1d WE 9oy, mi
Bl M Reid msmmme 2 9 g Hejale,

TEH detolo) WA 5009435 15009 Aelel Aol T4 g9 mm g = 500
> L0004 150089 iEez Ehar 5a ZE A0l 2 —fol o, wey olxw
| DRBIERAS ] fkg o) FEES FMERS 25 LT ojv R W= oA, =
BRI WEE BRe FHLLY Mvopa . o T 234 gow FHLTFe [ue}
2o BRA 2 4 we g AEE AAGE 29 oo EREmEm X
RS 2l THERY Biper o) BECA 2 o g BBl ¢ & g
T 5 REREHKe =AY Eape RN RN T3 A, WA, HeR, g
N S22 BBA 20 gur gpn REH 1A oF She Aol —gmeldl =9 H4 g
FEREREN & o HisEmmmol FE A DENREBMTIRY ¢ 5] w ol

(42) H.L. Hansen, Marketing; Text, Cases and Readings, ‘Irwin, Homewo_od, 1961 2,
(43) R.R. Still & E.W. Cundiff, Sales Management, 1960, N.Y., p. 45.




A% chesh Fe FEH EEFeE HEL 294 4 REB I R 1A
o, o vebbA TGN AS) HEBIAGC]  HHE (basement strategy) RSl BBHBR

= 2 2ol HE AT 2 —fe] t.

(R 5y FBFEMEMO CHE JEOUMRE

O

ARi1508 LLL 1,000,000

BRi{380~15051 909 \____1.500,000

C Fi{$30~80 /. - 00081 2795\ 2000000
3,000, 000

D ecindes —

Fi #3085 AT 7,500,000

Fiign BER . BERA RILE

e 744 J(J.E. McCarthy)<= (s BRI ©) s ol d = o BEahRo] o ALK
5 22 @ 6 B0 Yt A2 e e, W = [gd At RS Alex
andenyE e el 2 H DBROAA QS 18 ks ByRg (primary price-line) o] &3k,
P-R& %2@1@&%(56(:@&& price-line), LeM-N2 25308k Brh (tertiary price-line) 2} %
23 gAu, @ A Er BB A+ AL FREHS BElk bﬂﬂ é‘ﬂﬂ:ﬂ
A FEL Ane TUA FWEE TA o] Qo] BT EBEM AedA BE

(W & OUERRETR R MEMER WD ME—RREETU PR E

|
|

B :
s s il fhg

s R aiadatetatts Ao s

i

i

i

[}

:

i

|

1

i
.
M

Q
Lo

o ™

(44) J.E. McCarthy, Basic Marketing, ibid., p.654. :
(45) R.S. Alexander, F.M. Surface & W. Aldersen, Marketing, N.Y., 1953, p. 396.



URE BRE WY+ Aol WAL 3 READ Bk METH) )Rl + 9o
TRENA $e BRAES BRE HE Reldleh whebd kel WEEEY R
HERNAN 2 BEEES ABMA) P - g Fighe] QA =,

RE 2 L] Bl A TRERS) BRI, 2o @E BEmBS BBt Az
BAAA X0 & A RSB LGz g0, 2z o Bolu Helgag p
T RET EERUIE 92 %8} 24 29 LENREBMS] —lo) 7 5 3.

ELES A o) o & vk LBIEEBIL] B\ ¢ + gou, AU Wkl
= TOEM AEIH: R0 R E REBKES) 804 tiEme o EAYE MBYL += 9
o Avd ASAS el fey LEmEEDS S Eme old LEel Foel vhur
¥ E &R o oW Y RES BEY WES 9o = Ao (F EEY  LEmFER

N —EERD) 230 T LEHREIOU S5 9] W 2% WA —fs
=1 AW G 2999 sk LEERREEA BEEEESe BEMES, =
hel —ieel LEHBMEBY A BT ge Hos HEAS 2 gt

<M 8  SEMRERIREaSo) mEdR <H 9 Hfae LRI R e BEd
(Demand curve when odd-even ' (Demand curve when psychological
pricing is appropriate) pricing is appropriate)

(k)
P

(&) 0 (&)

) ggugg%@mﬁ(price discrimination strategy)
Z IR EEREE o] 7} o] 2] 7}=] ¢ e B E g =} = HER Ao =y R— ﬁE—‘%’
A BASE BE A o 5 7% Bl A £ MR ZERS BAAN = HER
- Bgol o},

(46) J.E. McCarthy, Basic Marketing, ibid., p.653.



o A% AT B BESS HEIA £AE 2obidA RiE Zrol %A} Froh
de As 2o HEEEBES BRSAAE & 25 oA (RS S T 7EA )
(LE. McCarthy)sl 92 2 [D MpseR, @ KEEERH A A A %
o ME ® AR REFEEY A4 £ Bs oA s BTl qad 2%
goh pe KEEERHS KRBHBHA EEE oA S Eee) BT SRR 2
2e @ 4 geh b MRS e -

© EES FEE A A5 olEdR B EAE e XA o2 AR
& 2 R =E 2 o) A% FEEE ¥ QoA &h

@ AQz-Ae) EviEel EE A

© EEEE AA$d oF Pl Bz S 9T

B BEST WEEE £RAAS
< o) md el AR AEelT 2ANE F—ol T REURAC] REAAE —fgttr0)
oA ABIAT Eshe W A, T EREHEAAE A wEmd Ae
5 gaAm e@iE AL Adoln oEH feee AFAT A FESEE
md AT EES RO AS KEFS) WRFHEEL A 2T oo MERMES
Qgol old Mol MREERE] BAm AL FEY AT |

aoA ol7| RS BB % 281 T Wil d wiENd BEE =8t Aol o
g b REE RES MRS BASE BEIA A _amoz BRANE K
G ASE ERDT. T HEREMREES i BRI A4
4 0% F—@ RES WEE WASE BEAA —ies gRad aHes EARE
s i 2 FAER FAHEY £ 952 94 SRS A AL
o gEadA 9AT AEER =2 o, EHE EE A ERIREBRS BEE A
A FAEHFRAT 497 g BEAAE & 2 |

e EEERN S AL AdAA ERAS EHA Het AR aEe) Wl B
g # Slol gekdE —wel s ¥ e T el R ROEBES WEE
sge A e g 2AS KR BESAAE R ERGS BES BRE W
oz 4 BEBBMQ A/ =Ex, £3 2 sgo] A A4 B ATl
o ad Efiel s EFI) ikl e EAEHF Ba EEE i A &

PRSI

7, (48) J1.E. McCarthy, Basic Marketing, op. cit., p.664.
(49) R.R. Still & C.W. Cundiff, Sales Management, 1960, N.Y., p. 445.



e A g o2 EARE 2= (discriminative pricing-mix)e} 31, BRI EEshy
BT 2 oA XAEEY 2 ouy 8 BASE S BedgnaE g + g
FoAAHY b mnREEse g ek FA (&5 e mEme
ABTIRC] —fpied FA 2 o) g o, |
(D BRRS ZRL REEE) Mool b 2pImEmEmm |

Rl KEBIAE A, Eor ERs Wl BAlEK A ol LAY &
e —REL Skl a9 % Bz E mEe ) B4 @ 2 Gwsnse B
W BERA A= A49, BEEM Ermd e tro) A MAA = 290
ARl REBIE 24, ool Fgis)A BISIREWIE (dicount  strategy) s} mEgRE
i (adjustment  strategy)o] 1A =eh o g EISIREBIEC] Slolqe mme x|
(discounto] o} mpfgs) el ol wlo) MMM EMmALo) R 222 15513 Yo (allowance)
e AR, WH BRE W B - e Wal #s FEm - Fe
Ml @ & ey

O #I315 1 (discount)

1) B&#EE](cash discount) . v

BEZ RAM o) 27 oh o} s o Ssmmms MRENA pEsolln g
AF HAN Rexel daAL Qe mEaA LebE e EEs FE FHskol o
CIEE R A ERAERS BOAA Bk W] Fol o BABEEZSE mE
A H Wl FLET KEBEE G1E + 9o Figol A ek o7 R
B Bee AFUHE AL BREY KEEE A, = Ba%5] QAAL 22 SFi
2R, SERARNS S 499% B50e e 2u Aelet A —fpmozye 2
EETE] BE AL FoAR ok BamEl] gojqn +4 2E A% T2/,
'n/30), ¥& 2/10, net 30 days |50 2 #imxE] ) 25, AL [30 HHARRS] o} L-o]
AL A2 e A% WALNY B xme 5w 2%9] #I5|Jol et mo g
BERE (2% discount for cash in 10 days, 30 days net]o] WEZEolth, Hzko]ae) e Ay
T R L] 10ALIA BHTAL B4 sl 12000 HEH e Aol Wfel 1}
FEMERS At A% WELA BRI g i) A 2 F5lEe = gt
BRIl A Ho} QX gro

235 XK@ 3% 2/10, n/30]0] = Bt 20 AR o & 296.9) Hao) 7 ) Fof
I FRZ YA =n) 1EL 360A28 4 3690 Bl o127 A, e Hx

{




ez [1/10,5/30)% £FI 1%, [2/10 0/60JE 14.4%¢ 127 420 MEEZAE L
FHSGz ¢ & 4 2AtE T SR THE WA 2EA Leke Al BX
o) wPAAE % HEAT Qole A el sHeHAE BeHFlS HrEkel HES AR
A8 9% @l 337 werdsh o

1. % H§BEE3| (advanced dating)

Bose EEEE FRALD X3l WA HE HRes AT scHe] 108 1HO
4 d= HEEERS 108 15H2 A4 2 Lk 108LK wgaA He 2% #5I
Q ZhE A4 FEelth |

. BEMIHEEHS (extra dating) o

o sdd [ 2/10, 60 extral2 FpdE A+ Pae®lslo s ol AL —E 108 bhAel
ookl s, = ¥ 60HMS e = &8 BESA Lo e AL A
= g Ha 70R9) BBMAel RA BrHe HRel+

I. EE%A %34 #13((E.O.M., end-of-month dating)

A S ESIEA FASA @x BRYE AFA AT FhozA, BBL 258
e BEE ZAA Aa1 AeD Belel 2 HEHH pmAel 10%s B
AA 7 wEolh | .

. %ﬂ%ﬁgiﬁﬁ&%ﬂm(&o.&, receipt-of-goods terms)

M5IMMe BEEEE WEEAS HAELRFAC =4 gz BERES A T
gElsA BE AReE oA Hkel AT T srere HEEMel MRS Ro2e
oqor @ A% KT ARCH A sl AER- .

V. i%mﬁ%ﬂﬁﬁ%ﬂ%l(anticipation)

e 10R EUe] BAEBIN S 2069) BB/t 2 Bl we w2 4 HEd 5

FH&ol =

L) $EE5|(quantity discount) . ‘

B RS KEMEHA AT HIle2A, HRRRE BEMeE BAAND B
LBl ASAY EREMEC) FotAH RERT WERS 2 HHEERE IET
pEEAY GEEezA 298 BRRAS GHTTEE BEA BRAR 2 AE
o ek, el lA BEEEIE D) SR KA KOSl BT sl KEMRT
GEEEE WEs = o Rife] AT BRARES QA A e HEESE B

E%ﬂ A e 2 EEe T2 EABEE A 2 A Fepdw T R AR



BRBE} BREH A2 HES) 2 395 oA Hl BREZAE ALY B8 B
B | '

TR BEHGIE o5t 2o MRl e} oz MG o,

. 3emm mE®ss Remaws)

FFRBUBE SIS (non-cumulative quantity discount).e IEEMEE] —EL Lo se5e
el MBS, RRBELIF (cumalative quantity discount) & —szgip, o] el 374
AR 6EAMS MRS —FLl Lol #5s 49 BEESI) . MEBHTS HEo
A T FRRBBEGIC B B + g o, et —Egme Hio nox
SIEE A el BolW RERY mis B2 7] dEold, BE mamm
(BR#ISIO] 999 RE#5| (patronage discount)o] 2 BB W) e A4y gy
2 BRYYE Al NP2 2 2 Bl gox T U = REMELGY H %
= BEC EXol XBY $E UE AL Hsaa, e 2d A EE 2 me a4y
IS BHSA 7] AAA okl S o of Ao MEHES SR Qo) ol
TE RS EEECIY ) MRS A Bob g ARE QA 9o

L. ®B%51% mamms) -

FRRWHS 271¢ ~EUBRD 22 995 Frbol B ko TS Evaq
heRdstl 9 A A s mEe g e fEfEs] RE % REHRI5 0
B WE ke Gige] 2 Aoon RERE MENA HEtt Bamaso) mx
et

I. BEB\AEEI4 Remayms|

ol &8l % 1009k 717 = Bl5I9=, 10029 LE 20089714 & 29, 2005 Bk 4004t
B7E 2.5%, 40099LLE 3%ete Ao) ol AT #EIS —flolot. za9 g
RREA HE #51E T 99 waS Hiso) mE = MEE SE Az R
BB #5IHS] ME HHTE BBAAS. Dot REMWHGIE oA 2 & o3y mae
Bl TE #5l) w@g 5 v gojag,

AR REBED #BIY AEe 270 FRRBBESI) A, ARMBHGIo) 2
) RET ~Ehe BERE 9 2 @RS qa o Eitoz MEAZA s R
MES —~ERE BBAE 4 WHRE 99 BES gps i T B#Ee] gA 5
*F A2 2 EEfE 232 e gy
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(& 8y RmED BEgxe —B

{ iz et § Cphee A
I T
m A B B & w A B |¥®
1 ~1,000@ 1009 1, 000{EA A 1004
1,001~2, 0008 98 2, 000fB7A 9941
2,001~3, 000f& 954 3, 000f@7}+ A 984

__ A% 2,500 @A BE O AZ2S0EBAS AR
10041 x 1, 000=100, 000€ 3,000/E7+A 9 &2 2A
9841 X 1,000= 98,000% B
959 x  500= 47,5004 _ 984 X 2, 500=245, 0004

S E A+ 245, 5009

) %%%llfﬂ(trade discount) ‘

o) bge w0 EIAT A ERRY GHFEE B HEHRE oA
o RS B KR e2A ERN EmEL e HEst sl F
gme AAE Jade HEREE RS 9% Mgl BETRe ¥ & ek
pEElo S AR EEEIL AREAE BHE RS FEGA FRE At BRE
e ARATE EREE $Fl #EPASE e HE ARelt MEEE T=
A NEELGE SEoE RS THE REe AW HEEe BRFRREERR
g eAe WEFRS BRERDE BENA BES ohoba 1 FolA BEERe)
& mamA se MBIEEI T weHA o BRESIS e BUES Biksy IRE
i o) SRS ] T IR gislel Qeke AolA £ e
5|(functional discount) BV o] X IEfsE o ,

= o] A BT A 2 DRFEHS ROBER el wek o 2 AR H
Bifete @AY W FHE WA RRT A gA =k o4 A YAAD #
skl vz gl 2 BREEIE RAEMAA meAckz A4 EEME3
WA gEEBlolGLE 9, £ R e BIIE (resales price maintenance)7} B
2 o BAHAAE MAelalst B o A e sk A BERBLE FAAE #5
e AA NEEFENET HIKERREE B gk | |
2% EREWEI A%, o §F (121065154 REA 2 Qo) Bt o) MFE E

-

AN

(50) C.F. Phillips & D.J. Duncen, Marketing, Principles and Methods, Irwin, 1958, p.718



S T4 18 e Rez, A9 AEmERe) 100492 Ae = 2 e
TREOVG B REMIAES S G2 o] EEdo,
10040 X (1-0. 12)=889 8841 X (1~0. 10)=79, 27, 290 X (1-0. 05)=75. 248
E+ 1004 X0.88x0. 90%0.95=75. 248

HE B59 2E23 044 B IMERKTRL 2 Bis = oz ol gu AEIRZIE|(auto-
matic discount)o] [}, o HFARS RN H Loz AED Aoz 34 4z ERTs
Btz dE Ae mEN] A FEoE, By 128me sEs BEE], 12EL#E 25%9
HE[, 18HL%E 50%, 4HL#%E k& 75%< 584 3080 Hun TEA g R By
T FE2AY old gumsso) FH vigs A9 g Aol 2 fFHIS] Srtolct, o A9 EHe =
EELSN = BFIA Bl mAS AT zH BEEAAL o4 dutz BEY 4 Qe B
AEZF Ho] k. A= —% TBREAI Y Jo] e8] A [u}Al cAldz o] 238 sdR= FEoz
F3z 9l '

E #5154 e AAA TFHAR 2k, oo HetA = BEER A b e #i5lo] fFel
AEE Qo] oA Fog #51S #5038 =SB/ (full-line discount)e] etz % e},

@ HEE (adjustment)

D) TRHERY e (promotional allowance)

TE EERET RERE NN BRSNS ERAY A 9% —FEe BER
ket AR oo, REEHE 9T BHAD A oju) 2e] qote] = Aol 243 o Fat
T SHE WREAA ERod & HRolnh o 2w el HEES BolE
= REE WA BRGNS £A%, 2 Mames B - Hstso] Was 29
A 2 A T 26 B A% e e a oA 2 498 =
e, BES A 515 RERBIR (advertising allowance)o] HRE Feh 23 o) A
F REX EERE REEL A A oA Fol Sl RO ohiel GREEEM,
T MEEEA NEELANA FHA F A% 9 A

EE RIS il HEFRH ma o] e 49 WEANA fHe ool & F -

(1) o2& WFH 3 (A —% Chain discounts} 4] —gijz &4 7ol HESE $5 9.

(P.D. Converse, H.W. Huegy & R.V. Mitchell, Elements of Marketing, Prentice-Hall, 1965,
Pp. 566-567)

$100. 00 % 40%=§ 40. 00

$100. 00— $ 40. 00==60. 00 net;

$60.00x10%=s. 00

$60.00— $ 6. 00=54. 00 net;

$54.00x5%=¢ 2. 70 .

$54.00— $2.70= $51. 30 net;

Total discount $40. 00+ $6.00+ $2.70=$48.70 or 48. 7%

=3

]
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g s E e ggRee T HAE {89 F B R3 (brokerage allowance) 2= s,
A e REFAIOl A EEHRRT (chain systems)ol & A oHE Ex EAHR
EEEe) e S0 BRI RIULRH spEanne BN 3t B
2 2HO0|E(ebate) = LT BIRAAE QA (R —Ed AT 28
2qAE AFAN BHSEA BT EEIe ERA gme) A 2 W L BT (B
e —H A& FEOI | D

. *ﬁﬁ@%@k(trade-ins allowarce)

framremn, 59 aBEd A+ FES BASAY 2ot U FEEE BASZA &
4 o RGel —HeA HEEHS PEEE FHAA HRS 2r glEed, BRAAE
sl Aols BB mgel T B LA BAs RS Kol AE ¥
o “blue” bookw} “red” book7H rge ge A% o = REAAT T BRET
wig, §o AvAS 2L WAMAEREL P azql Wrel s 2L HWEAAIE
o) B @EAZ dobx o, FEEARE mpad Fades RedA 193
g mpad e A% e WAL EEAAT GoE AR

2 BES ERE T EHREBH |

GRS eI BRERS) WHE A3 2HE mEe EEENEO WA £
2o MG ZEH REE BEdA 'l A FE BhE mEnAd St ENURER
wol ot £ WES Btk MMl A, B, HEAEET e BRT A
S web ela ER MY ENREE ST A% EEBE )

@ BHRENRE |
o g B Rl BESA REE ZAE FkozA, oY HEARE
e AA sHE A% ZE Al 5 oo B3l Akhelvt WiTRACl T Bl
o] 457 HESOIAL HEwRkol KBS ol A%l dF@. o AF 2T FRE
Cgel BREMEE &9 $Eﬁ%ﬂ%l(seasonal discount) o] gtz = et ' | '

L5 REEMS HEosA MENC N R mgEREsl AAAA —i
ol Ak EEEAL wol =& el AAAE 25 @ Bl F@Esttz 44 £3 9
@ SRS KA R HREE R e Fipo] BES AN, AT M

 EE GeAd 2oz @R SmEL = FEEe] Dl A D,z BFey ATl

I —
(52) J.A. Constantin, R.E. Evans & M.L. Morris, Marketing Strategy and Management, Business
Publications, Inc., 1976, P: 460.
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Dy
D, N \
b2} > Y
23 ‘ ;\' \
g2 q1 ‘
Dy FEe) EEdg Dy TS B

BH S ARE Kb, oA w g, TAEBE, 1974, p.136.

MERES] 0l G2 HAEE AL, EiS polA P:E HBHeEH o] BEfllE qut
o MEBE i3 2o me go, .

TR ROHENRES HEt 9 mR MR oy o) Aoz HeE @
FEE CIEU FMEM AL H3ICER)O HUA, By BEMG6)S oy
BRENHZIER A S AL 2 e spo) o,

@ BE% FIE IR .

BES el HHT RS RN —iE Ry o A REAE KRS B
T CIEAR B A0 R Bous, BRgss —HE HBY WEENA
= HERE e HRel 2% Hloloh = B Eae) BEAAE %55 A7 3
A e FAE o) ARolAW, AU mHAAL oo R AR E S — R0l 2
FE T S 2 HgsY REMEHES oo ggudn @ % Q9. =249 g
FAAE ikl BT BENIIS 9e Az 2ug ENHE) BAREE Ao
3 He Aoz gayxg, o '

® M PR

PR Fdolet Sholehe o) dods doqze og A% QA wEoyn,
= FRAE BEY Wk HEA GRS Ao a3 de Mg Be EmEe
T BEALA e R Bl o g oLmpe) A B, 29, i

(53) HZFEFM, ol gz, shol ok Z =i, 1970, p. 120.
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TRSoz RN EFT & 2™ &5 sE@ke HE¥e: 7 RER: RE '
oq g9 oA BEE wA 45 7 mIASRT FRE T I EERREIE 2T
g & 9o AT gnge W HEA BRAD Aot gerdsh 2T HERRY
A ed mTA4se BEE 2FE R AARA A= 9A B
ol F fle —EEAT THAeE sqife BEse MRt ELANA A%
d= BelE & gles T3 Aol M WEH Aolo] Az WM 9z, = BIEMH
A W A 2ded FEel A 97 A% FRwe 2 T F 5= HEAE St
RAEAEE o
(3587135 IR (geographical price discrimination)Z FI—Fi el A HEHeE 2
A e EHEE=A BRRA, R, WEEY Pt FESH, LERE &
PEETE ZEE A o BASAA oldE KAHHA
1) EEE ZET HRNENRE
L) EpERS ZET HkiERE
o Sopx gRel QA Beh 20 HEE REAE 2 EiTiEe] Bokstz EiEel W
meo 2 fhatz g vetel A =4 pEs FoiAH, AE $EvEA A%
mATEe) ARE WAoo BREEHHFFN KBRS & 22 MERS
A e ZAEES —ER T e XE ¥ Ekd BB  HEEREAA
=5 FEE0] BAEREANA KRS D A7 HRRES 13%8 JA A A E
7% HErE = B HEEME 3RS AR ERES EHE A% RET
Gz g 4 9 z28@ R AE DERS ZRT MEAZREIE g Rl
A dEAz shEelA s ENRES EEe BEE D REEA AT WHE AHT
 HR kel gkl Wk A |
1. B (E I EE (point-of origin pricing system)
i. %Hﬁﬁﬁ%&ﬁfgﬁ];ﬁ(delivered pricing system)
g Az kA o A% BREEAA BRI = pEe AAsA 2 @ WEt
WA, HaEEe) fEel A8 A BE BAH A AT~
D EES ZET HREENRE
[. tz s BB (point-of-origin pricing system)
— %, Ty R BIEE (ex works ‘pricing)ab"—i e 2E BEd Hd84 B—g LTHE

—
(54) D.M. Phelps & J.H. Westing, Marketing Management, Irwin, 1965, P. 329.



B Cuniform mill netprice)] Kol WS mmaA Eoe FHRelth o A% m:
HAA Bl ol Hibel e MEEA Bl A @z Hme 9
AT MRE BEY © 94 99 o wepa mEKe ZHEES Bt B2
T ERA Ao RN VY, WEES RAEBS 5wy BSH S 2R
e RN AL e | |

VR HR e RE BHEE SR 99 B Ansmos Aoz B ol |-
BHE BT o T AEE 24 @AY MEES WERo = X He Eigo)
Azl Bt mER $954E geane BAEREC] $HEs) o R
o oA oo @ HRe) @R B2 Eeln AHG e RMTARAT R BRA
EEWNIRER REIRE A 2 g At7h-gobA o,

I. SIBHEMHIEE (delivered pricing system)

A. 93— [ B 1B Cuniform delivered pricing system)

EEAMBEHE (THEERHED = R WIREENREHES) Moz, 49
EABE (postage-stamp system)o) shz = FREE 1Y WES ERMEARY dud.
T EE Ml AN H—% EES MED EEH R, 2AL THEEKS F—v
AL SEES B Ro = o Relyoy, _

oV TR K3 R W2 ko) o)} e 2R B S, THEEs L
S BEAY WEE ZHE) S BEHsy xR wel MR AE g g
=t BB ER] HELY BEAGE 28 A5 A 5I¥E ko] EEge] 5 -
AP B TE R BRI Ao o8 MBI (freight absorption) e} 3
U KRS EE) HELY) EEEGE wg Ho(s BEAA Blgumite) Fige
O ¥9 3 2 BEL WEES WBGA Do o8 2022 (B4 ) MK (phantom freight) ,
AT A% 9o mEe vy mEe ey BRES] MRS ERES WEse
SIEEe] webA Seb ok stel RAA oo,

22 o) 8% BB IERE ) e TE BN BhE REREG H]
A 2% kel Aot Age] wo TE WERKEE S B o)A Hpye] Y +x
A A ENE IS WP B o) B AN AE Q3 BmER
KBS BHAYL BB} A5 Ao g gee e BIEEMEM S HRY + e
el R ARl B2 oW W] BT i = Hkol FA me=.
A% KRHSZE AABKE BY REEkZ RASY Kt WAAA wto) ot o



A o BAHEE B KT BRSO AgoHE HAT A= HERT 2o
gt e oA B AZEDY ALY EHAE
B By (& #s Bl BE (zone pricing system)

— & wREENES2E LA RIS B3 RS SRR
@+ g5 3 2MKE 2 WBGoOZ A T AmHICERID= TR
o THEEE AT A SMERBLE e Bl 1EAD et e 2ol 2
EpIo A A% B G B EREHEA Y T HRAAE ger, = T
S ERHEAD 29 RS S0 REMESAE KEol B WS SERER
e aje WEEEES A S KE KD HS BAA 2H2  AFE R
gl A el o dEd e BRWEAAE WM TIANE WREA BHT
stz o5l A AR RS Hebsolch B A E A0 RIS T T 91k

G 11> maEsIEe —5i

A4 .
Seller

C. EBL{EH %I (basing point pricing system)
g EEHEMESLE @EAA, #sEz “Pittsburgh-plus” et Al AL EE

o mmERAA BEd @ o FRE Fael dRe) 2E e = Ege] Bl o
an EESAAA el ERG A WES THERES ART BESS s ol A =

(55) J.A. Constantin, R.E.

Evans & M.L. Morris, Marketing Strategy and Management, ibid.,
p. 455. .




FRI2A ¥ Pisbughrt 2 Hho) 5z g4 2oy AR k= 94 1
Tk olA 2 wE] HBi(basing point)o] 2= sEfE s H o) EWEOL 5 mime TSz, 08 7.
R A BE MR 9 RAGEEMS] we RIGERS L8R AAA 9 BRER &
EFd e 2 MEGRA A BE= o= A9 FHRoleh, wapy ERioz HEo g
T we EEago F—Ffl ¢ BE= FEAA "o 22y IR — s sk ol
A ERLIAY oy EEE=TY BE= ERHRY EEgauy BEE A9 2
= BEZ BEdA 99 Wlel = #ggo) A =
R 2YA He uw ERHIR] vrox SEESIR] Sote) B e EEEE, Y m
a2 FES A—sldz BEE 29, BRI FERES] 2o ©e EEe HRE IR
A EEZEYD 9 FBme QA Ao el "o (& 2 K 7%= HEE 24
dohe el F7% ) °lH ¥ MthE Erstw el 2 s golxe, o)z B
ERRIEBIEE (single basing point pricing system)o) =} Lig=" |

(W 12> M—ZRREE e

F200 ) B9 EEza
————————— TRZER | 8009
MP3, 500 :

CPs, 500
B, F 800

CP6, 800

~~~~~ 3 ﬂ’i.._.__@ Belel Wi
CP6, 300 TEER Y | 3009
E) e e MPs, 000
ST Sy LI S T
BBG - mEx
F ............... gg
BP ....... g&ﬁ%

T BB HIE (multiple basing point pricing system)o] 2 AE QA o] £
A BAke) Hmo] FiF= o2 ¥ HRe2, oA Mg Baol et ¢
T A ol A BEEKe mEEY Ay e EEA R ERE e A RES of
A, BREREEHES A1 Bae Bt T ERil REHE o2t —mam
Ut I (dual basing point pricing systemyo] =3, 1% 47 Breld oge R

(56) .5 = #mie e EXR KA ARy wes el HAA wlgolu M—gwm &
HAA = AR xRl g EETHH L 298 gz BEHI g, '



R 13 MBS

AP BP6, 000>
CP6, 300 “F1,000 (s
. (S

F300 F400.

BP6, 000

Sy S2 F. %
Bl Bz Bs #E% .

. C (Rfpmae B—ERSUEHES 34 Z8) .

o] ) HR EHR AL EETHN RES ) A JE &9 ST
4B (plenary basing point pricing system)$] #-§-ol . X Ed oleF HEEREEE -
mEezin 49 Beld AE EEEG BE A A e EEES g 9
AL EEE HILAAS T Aol o BRISE{RM (freight equalization plans)ify 8.
EpRAA BB A0H, 0 %@ A& BAT BATHE A oo el A,
© mEEm L =AY AT ¥ 4+ 9 LEFARY MR Ads A
aw EAAR oA REMeE BEGERGURRIES WA Bl A= gied 4
- gr EEEES BSERS ARMES 29 ER2 BR gu ge ged,
C o MERE HMT AEOENRE L AV E REREL ER mEdel BB

Aol

et REFUANEE BRERELE BRAA
o AERFE oI MERIERES Mkl A
‘e o) £t FusEE (phantom freight)el KT
% REKI A% T T A o o
(—piz ®ES ERRNERRT L9 B¢ B-HROULHES Rt AN, el BT
e ame Ede Yied MY & [(Detroit) 7} = EBS 2 S 2 HR & Bt
& AU BEES BRI Yt Qsic g 1obise] L= (Ford)ite s WRES
EHSE RENES SITE AN 2% saatde gE PR 9= A% W 2P
Bfrasel zdch TEE]2 §43F A WRE WaA @ A4 Bae e REERD K

A3 FAEAKFReZ BE=AE *A4 &
Bipd sl BoA ¥ Aol 2Eel ol &
SIS v EREHEN #Fete FAE.

,__.4___.—-——-———@- o s 5:;,,_A’.‘ IR A e
(57) D.M. Phelps & J.M. Westing, ‘Matketing Mdnagement, ibid., p.331.




¥ REd 25 anti-trust law)yal R A T2 AR YAt A obsbal BWREE A
8 EEE THIT YUY Sol o, 60 ,
HEHA o HBMAAL LEEA T K EAREE HBT] gol ERes Fan =
HEH B Ml Bashe R AL Adkolshn B ol A 2 Sl e, 0
O RR#= MAXZ VS THEEAN BERo god oo we A
@ BR#E 2EOTEMES BY 395 BB ERERLS A%A g3 3 2
o AIAY E-3IEREE BEE 2. ) :
® THEEE WEE B o) KBRS 20T Ao BFLEY AERRRY 37 459

ED W1 WEERREMET A 295 PR

I,

Chicago $8 —

DenAver $10 ot %6 $3 .
e R

Los Angeles

* * | Twwmn | xmes 5o | EREIR |y | meEx
; . . . Actual Delivered : :
Transaction of [S:P;';itg;;we[ rcight |(Guyer paye)| Seller nets | Freight | Phastom

C sells to C $40 %0 $40 $40 $0 $0

C sells to p 40 6 . 40 34 6 0

C sells to D 40 10 50 40 ] 0

C sells to N 40 8 43 ' 35 5 0

D sells to D 40 0 ‘50 50 0 10

D sells to P C40 14 40 | 26 14 0

D sells to L 40 12 | 49 0 9

P sells to P 40 0 40 40 0 0

P sells to N 40 3 43 40 0 0

P sells to D 40 14 50 36 4 0

P osellsto L 40 24 61 37 3 0

P sells t6 C 40 6 40 u 6 0.

Q?Denver, C=Chieago, P=Pittshargh, L=Los Angelés, N=New York

B ATHAAS Rrkfg— g4 o - : -
HEBHDC.P.  mM Cp. M MR ML, D. C.P. N,

BB ; W.J. Stanton. fundamental of Marketing, McGraw-Hill, 1967. p. 460.

(58) J.A. Howard, Marketing Management, N.Y., 1957, p.315.
(59) T.N. Beckman & W.R. Davidson, Marketing, N.Y., 1962, p. 738.
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FROH EEG 2 =Y —8E BKAA RS HET A+

@ WEH WEol BEES HPWHd A ¥

L) EpERS EET MRHENER
SEDS) o §6% WS P, EiERE, zo mREME Kk BE
o Mptkel Hlgmes Sl Aol FOt) A& wRe) REE Folv), T WA RE
£ 9 St HRE Aol 2 A% A Aok 0T RICHBAVEFINM (sales-area price
discriminationyol e A %k A< Mke] THE HRel BFKAS A A L AF B
RiAe AL Mgl AL WEE £ RAKAS T B AE REE AdA BE
orol obd W AL BAAH 2+ Ake BEAA ANAE FHRel g
ded 29AY HEE 1009 At 260, B 1209 RERel sl A
5,800 A%, EAHEBHS WA Amge REE 142 T &oi= Bk ®E

g8z TdAAR WAL 4,300 FE A% 2%

(15 BRERSETIEN

A R B it K
20 D, 201
B 14 : - & Dé
# 10 # 10 '
b ™~
210" 260 120 170 .
1 | | » Ll 11 1
0 100 200 3000 O 100 200 300

wEE EEE
Da  AgAel o409 TEHHR .
Dy Bimiel 1ol Aol TEdR

Bk AREEER, wHotA R EHE, BRE p 136.

e o8 BECHRIEAIREBA ARG WES) ARAE e AL WRE
po] BEMOI. & AA AHEMA Tl L BaaA FAAA 23 ]
FRRHE(E AiRel BEES Bke) FEMe) Ml etk A BRI
g e TA WA Shie, EARES RURNE $ 3 BRT 27 24
SPEREEE -+ LR ERE AT QA —flz EEp BERERE
sl BRI A BiTEe] BET @R HRIA 40T 4 B Aol

() B AR | R



