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Phillip Kotler.
Marketing for Nonprofit Organizations.

(Prentice-Hall, Inc., Englewood Cliffs, New
Jersey, 1975, pp v~xi and pp 1~436)
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el S8 AEE “vlolA R EAMRE JEFIHMREM monprofit organizations)2)
wholA B B MAEASY] A8 Aol dx ed ax ‘T slopAH « AMZES
JeFIRY Figol el A HErEY A3 EATUEESE 9E mEe] #Estes g
o] EAel g E{?Sﬁﬁﬂ‘ﬁﬂé% A’z A3tz ‘B EEVE =R BT =
E vlosl B ghtEe TAH o2 FIAEFERE(privatefor-profit sector)e] Al &4 glE =t
oA B EEY EBTS o2 gk o] HTe] REFNHERES] REE Jda4N [HTE
g (public administrators), & (educators), (M HE (museum directors), FEEEEE
% (hospital administrators), ZXHE:TBIME % (family planners), Z#Ri5¥#E (religious lead-
ers), BfEeE T (foundation directors), FL&IEENF (Social activitists) R EFFET BRI E
(urban planners)5 0.2 Held zEo] HEE Bz AL PO AW FASE oo}
Aol ol g EfEfelx 8 otoldelE dA ESHA sz A m s> gloh
el FEHE 012§ HRH8e] BEEAA Yo g slolA e W AMKY A& F 4
Q=& wEg Aol @ '

2o o3 FEEFAREE U EFHRRS Afebd viE slolA ERiEE ¥4 %I
T e 5 B v A BEE= vtz @k g4 B § KEEET e
ZEY bl EBE sAded 24 FEU E&d #EEed 8% BEE Rz
AA XEe mMEETS S8 MIEE #RIA Rz dx HEt HSH< G
«(members) & BBF - HHRFA Xz Az KB(colleges) = FET Mo FERBLES BH

7 B AL RER BEAR BEWTAH WxEA, A X80 B8 ¥
(1) Kotler, P. Marketing Management, Analysis, Planning and Control, 2nd,ed., 1972, and Mark-
eting Decision Making A Model Building Approach, 1971. :
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e EAE 42 3 WS Y smit@el o) HR o v (poor image) w Eof
. 2 BBl HES X Sl REHBMEEE “BY ADEIN"(zero population growth)s
ctel=l o] & TR - WRA Ackat sl BEE Gz U2 B2EWHE (safety councils)= BB
BEMEC A R2YEE WRHIES REBs] 98 wEwd HEL 2482 Q2 @B
MEE 2xl32 g+ BYAES AEAMHES 297 9% Hke 2%z gd= Ligs
A i FEFRBE A 4R s HHAY MB T EaEdE G FAd)
BEA gt AL A9 gt d= BES Mgz Az o9} 2L FEANA FBE
OFEERR RS slolA R B miSgme MRS Al gl Aol
228t 2= mtolAl Y& “HBIS A TS Aol ol RexE TEMES &
Bt SR HBEYY BE (efictive management) = FHsl2 TE MBME 5 o
Eol e miEol vt Akez Y4t BESIA $59z A9z 2o oAy kMo
BATHE, $I2HB (faculty markgt), bt 4 (donor market), ‘-;’llﬁafﬁiﬁ(public opinion
market) oA ERYSe BOKS HEETH, FHETS 2 ASMRETE S04 ¥
TGz 23 gl 2Edte olHY ZE HBe Anit HRET BFY B, OF !
BIFE 71 HiBES (market segmept) o2 ¥+ Frz#M(subgroup) o 2 1pud
geov HBEE ol & HERY B =T mHESS 289 BEE A2 Aoz @
I whebA L ol § MM o5 d BRI (target markets)ohe) 358k H i (exc-
hange objectives)& 48] A{ ST, M, NG R HWE = Rl Tz Q
1

It

Gl 2 vhs 22 BET M#c 5HI5HY Fd 159 Hflz 2 #MRe A=z
At

ML A & vhobA W 9 BEARE (conceptuslizing)ol 2 B TFol vlolAl Y] pig, @l R
ol st FEFIEMRLY MBS 452 ed ol oA 1mBez Yrodz Y &
126 4% chobA RS MEAe ETol stolam.e TALA?, =telAlR S HAES BR, 3k
EAEMESL ctolA Yol el MLE 7HAE Bk L vlobA 99 BEEs) $AE o8y
Sted MAY clobA ) WA = MR}l ¥ (aggressive marketing), WY vFol
#| * (minimal marketing) R #3#§Yn} o} &) (balanced marketing)9] HANE Ex gln}
| HImAAL AR, T W ] ol ETFel A% @8, Hiws A, wHe A
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R ABE o8 22 A E ARz Jz FIFANAE KR #REE (responsive orga-
nization)$] BTl HHIAIGE, REMASIS 5, stopA™ - AN=E g wolag -
AAZE KL EAES e FE AL vlobly HiEY BTl welAYEE,
stolA WS Fga, wtolly - Ao BRit 4 vielANEDY BHAsS 2
THAE 945z Ut

S TR E T MBE = mHs asid FAAET Bk Folast
Bt 240 U0 =4 AATES ZEHSS BAS o452 It oE 5oz
T2 Sled #5Eel AL MRS BEeE chol A PRIES ET Bl oo B
WMFRE, &FE, BERE EENEE TRINEE SNEE SEGE 2 TRERE
o Fe WmES) FHE BEMOL dFz Y9 FAEe lhANEES IERE
BT 1973%F 10A 59 =lol#l 5] #F s (Journal of Marketing)o] &= g9 AL FHekslg
24 wox Yok WoEAAT HEMEINY BT 19 B, THETL, THI
A 4 (market positioning)8] A& ohEi A2 HTE AL WRELHS BT B
(needs), %1% (perceptins), Bff(preferences) 2 WEF 22 A& 5= gich

A AT vhobAlH c Z2ads gEelsts BT MBiEd mHs AU ARE
s R BASTERE FAHE 1449 TETR & B, 8, 55 2 BE BB
32 goh o] g s~IlRe s THN T Yud Hewol A WRREs BT ®WRe
WA TEHRREY TAE di2 goBd s HRned EF ESREEN, '
Ble) EkRE ¥ EREEY BAS 992 v HO0BdAE WEkEY BT
LS REMES Gw HUBGAE AR D (FEERES) BTl Mol oo
B, B, AREMS, BE 2 BESKER (atmospherics) 59 £AE ohgx glekh

A A clols)y - 229 HEaE BTl HHm MRVR, WEMEIE 2
Hislot ol TR E R clolln WM prne s HEAE A B E $AE R g
B ol& Hl2~14Eme 2 T T v H1286l A whol JHMO) BT ol EBFIER
ool SleiA e ARagel =holA Y EA (marketing personneDs] LEHRE, MM wtof
ALBALS BA, FRHES vhols) i1 £A4E 52 Uz BISEA AL ololA )
BB #Ee BT shobA DERIS, shobA R R FAE 3R 2 H1e
B AL wiobANMEMALAY ETel ABESASY, woidd - AslPAz . A2
(marketing intelligence system), wlolAl e} FRZA 28] R vlolAFEBRAA 2 Fx}
£ ¥z gtk
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#5WA A& T Gapplications)s] BTl BH8, &H, AstAolsls, § Rhs 28 7

AR EBFNERAA 24 & vloANME = B 2 BRFRS AEdz U
| o o)t Hi5~10EE §4shn 9o
-  RISE A £ ibdrtelAY e BT AtdrclelAl W #a, FEWE vt Ee Wk
BetF, ELATHOHEEERES G52 Q3 BI16E NS A ol ¥ & Tl )Y ETFo)
WL, EEHERII(HM.O, Health Maintenance Organization)] whols]®] o Aseffigo]
EAE GF2 Aok FITRHANAE DA o ulantolA S FTF Bl QoiA9
chobsl | faatke] A, BORFEMS R w2 slolsll=le 2R, AP oA
vhobA R ARy, Mok BATE clobA ikt A ¥ BAFEMclolA R QleiAY F
A€ 32 At FIsHA| AL HHFA o vl 2nfolABle] EFo HEWRRY 44, K
REES A, EHEIES] A T B84 (unmotivated students)o] FA] So] T
AAz gk H19Fel A& HRPIEHEEIAD A BT 2% 2 E#vloA
M 24, BRERMES ctolAYME, LER, 47 Bh 2 BRI a#E:
: EAE G2 gk
L memdlt RS KA ki e ok Ses 3
L RIEY & ol i BRE G~ 8a9 819 uko}A g
2. 189 HE~EEFEpES  ohets 9 (demarketing)
3. REMEE~EEFTES BR
4. BEA=AB~BHREET =2 BEFHH
5. vl ok z ] 2] (KR - BRI IR - MPERRe] BE
6
7
8
9

. AL BRR~EBHARTETRY Heded by

. ZEZREHG~AHELEERYE S vlolr =

. 2ELHART FSEEE R (social cause)s] wjols}E

. AR =gER/H~ele ofol#) B (markething a country) j
10. Fo]x+ A« o] 2T AFBE~RBLEIEES Y Be

11 BRRBT = o AME~KERSEES 9 KNXeS) Be

12, MARZEB~vtolA Qo] A ARKEES 29 E (comment)

, 13. EERHI 22~ RN (corporate identity)e] =% X

14, DAY b kB o 2o] S0l A9 FEHIEML

16. 9+ EFHERS & ~FReol B S Bl
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16. o $2EHEBRBE~BATLERES oob D HBEE
17. EdE REFESEN Y AWE~ILGEES ool Y

I

el wvlolAl g o B st FE2T FAA @Pol oA A% e mlopA RS
P BEd weolx oOE s viebdlE ] #kS BEY WPl e E3
wlolAl B Y MEBWARTLEL QAT ol =l de HEE %A Riifd
o e A,

FiE #%q REH = #¥ Levy.8.J )8 &4 19694 1ASE =hobA § F(Journal of
Marketing)el] Wl =59 3> “uhobAl 8 i#22] #8k (Broadening the Concept of Marketing)”

A4 whotA RS s R MBS (nonbusiness organization)-JREFIAMEE (EER)

= EHFEF gk ookt Gty Fsgch 5L e BEE, U AVEHIE
WES EEE M2 g2 =8 252 ool y - 2ot EEwmd FRE EERGD
Bkgith aste] ZEH S AHE o B Y MBME vlolily =& Holw Fistol

(marketing-like) iEE)2 F3 o= HRAN T 2=t FLRARES EEET EF

St v BES viobA g =ik gk s Ae] oie 2 2 AEe odE @
BfEe) A vlolAl WS MEE £+ 27 ALl Stk wEld 2By B|EgEe AL
A st k=i sk Aelet =z olH LB Fo] o) ol#l ) (organizational
marketing) o] EE ¢ AL FAFEA Aolwh ool A HFo] o] FL wiolA Y F
BEEARE A7 A Ed mtoll €Y HEE REMNCE MBEREKE 474 e £EBE

=} Egel BiEstd € Y= (Luck, D) WERERA A& )& [FH cholA g FRER!

(new form of myopia)e] 2t EiF#sta wiolsl® 8 Bie WHREIH: F2 XERT £
313 kol et —ikAYl EA(general idea)o] vk FAFHNR Aot @

1971d e 2+ oA e (Zaltman, G 34 jt@vhol# 8 (social marketing)o) g} #7
SEREE e ol & EHIIZIE mhEmyolelH ol ZEMY 4% vAnA HEY =2
29 E 4B - BT - HEHSE Aoz old = BEREE], HERE AT, Em R
vlolA| B} FAZe] A FWE Tt A"Polet o A @WESKES BTtz A

(2) cof. Kotler: P. and S. Levy “A New Form of Marketing Myopia: Rejoinder to Professor Luck”
Journal of Marketing, Vol.33. July 1969. p.57.
{3) Koliler, P and G. Zaltman “Social Marketing: An Approach to Planned Social Change,” J.C.M.

Vol. 35, July 1871, p.5.




” ‘ 223o 19724 o] = Fof wholA N MAS #xs WS ARUD 2 A4l D
= e T sholrl e —iiEA(generic concept) & MIHSIT vholH WY AEE FF
(transaction)o] §led 2R-& “F HEEM FEEY LR o2 FHD ol # & —ift e
of we} mlobAlgelzl “TA Aoz EIL ofwA A, HsE, %BZ 4 FEEFERS =S
I ez EHE ez dE ol ¥
ol g HEBAR YAT 29 Fme 2o EHE LERA= °]°1*]’"] o} o}#] ¥
o2t “TH g BRIZ HRAAE AL RS —f ABTRE"YS Fo] gEHEs el of
Lol BREAMIEY FEAMABEIL olLd BEY 4 9t 5K UX WEHS
7H Aoz JdAF =T gle Aol
ojeh &L no WEMAS UFL FWAA oS FreAA veptd Ffel M v
obA ol gl MMM BHE A% e FH s BETHS BRNY EELH] °]Fof
‘ CAAE EE # . FRE ZR2a29S 44 - STE - BT - M 2o o 5
f BEmE Bk ke B3 BEHS Ritehe A (offerings) & 43T =3 T
| of M#E fiEse BT BRI AM2BROE A¥stza, HEM ERRE
AFAelAd 2 WES FEAC K} Aol Bt ,J\T:‘ﬂ] @ ol 29 HEHK
9 irige] WS WaAE Aol ¥ T o AES olsd 29 Pl MR —EIA B
# ol ol @ UAlA L vlolsiEe] WE AMBEAY FAL 49E ¢ AAR E 3 82]
RAE & F Ao '

R N S r i B DR R i R

IV

ABE LR vhsh o] MEMARS Y3 EBHNAEED AT slolvl s,
% kY BATEES O BANEANA 247 oz oud QA FBE &

e EEREEC] 7 chelA U RmMAL GE SHE AUz ek webd o & e

FItOEMES) EHA 280 BEHT d& TAE vtolAPm BAGA st o &

SobA YR KITANA GE F AT o] F 4 YonE oW el A HMHES =

Gz ¢4 v

=z} slolAYPERLY FYF ohod BEMERATHLES AA= ¥ den gL 5

(4) cf. Kotler, P. “A Generic Concept of Marketing”, JL.O.M., Vol. 36, Apr 1972, pp. 46~54.
'(5) Kotler, P Markeéting Madagement . 2nd. ed. op. cit., p.12.

(6) Kotler P. Marketing for the Nonprofiit Organizations, op. cit., p. 5
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AR EAR] 9% ¢ Ak AA, Hfol vehd mEDY sl wHE W)
WROTRANA MH7 AQe & ¢ Aok Akstd 2E shoplY g MBS A
€ 9% FRIORANA o & 45tz 97 Aot webd 2v SHNEREA E
sl ol ko) RBFIREMEA S HA BHe] Assttx uA HUd Aotk
222 vob 5] MASEERS el PRNSS HEKES JeE B/ HE
o] g o o= oiu7kA Y MENLE 5 HALSES BRSPS oA B
Re A% TETEGIE) A Q& Ade o 4 9k

o q Aol A FBFMMMETIOIA N WU TS AT 4 ot oA 9F

AAS wtolAl YREME 233 clolAl YL ERMATAA S BaAS U5 AAA Hft

WA~ A e A4 g BRERE ER BREM A Wesgos A4
A Qe BEBRKe BE, gEHsel ) BES S SPRK IR BEL FUY KT
oA QAAHA oz stelaws) Hilfy Kitel Ao BERE v M@k - 2MI 7 &
DA Fe7ete FAN ALEA 42 F o oA Rdel Fge BHY A
whobAl B o] = EIRMME S FEEFIL MBS sl R oY ERRRME A R
o AT HAWOE HHY S Y2 =9 oA TEEAS FARENY 24 Kk
B, HERS 2 2 AFIdAd BES S SEN MRS BIY 4 99 oe 2
Ae) BRMBEY FRY 5 AT Tkl gk Sd A% BAS Ye F A 9
sl BRI mhgok#Ee] o ¥¢FE wUds B WX HBE M (uniqueness) & Zof
£7] 9 Fol
EA, BEMARS 3889 29 ol 2o ESHMEGE o NREY BAS B
BE EA QA S22 &9 et RRWOSELIY, REEL =5 EEge ) it
HEEE T BHrhobAE « EA ol W) ehobal %) « AdtA of ul 2ulols ¥ « it grelols B
gl 4 MEvtolA ) Se] EHD ¢ Je7t S gl Qv dA T
BRI RSN, BRSH, KB, K& 9 MES dAdo s soAymaes SEsln
2 HEEE WA, ERT & 0 B d482 94 %o A '

29d R ez 2o o # g Bkl MR A WobA ol9 WA - @A) ol A
Fez BEE Y AFH ez B9 29 ErkelAd EAS BBk REST o5 Al
FAe YA BbmBEE] W BIEMY RTINS THRITBIR ol BB - LIl

RLEE « BFE & BATAA Y FERZOTH side] Ao 2E s KESNER
87 HA 4E F enz o8] A - EAL 24 olFeiA e BEsl.






