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(1) =hobAl &8 148 D NAEZ-HZ2RHS #A

(2) cholsA BamERe) ETHERED Hays 2) REH Otor B B
2 mpk (D T2E 9k 2.9 Tabolof gk« npo} !
A, TREI 29 TRERE vhobd 3 A
Gl (2) Telzbel job 29) (4N olz2xd |
B. &4l = 2.9 fulols &) #8751 7 - wlopA El g :

C. TS =} 29 Fuboba| 8l BEH

R R R

£ 18 OO EERRS HEa 2w

vhoball & B3 (marketing management) 2 23] B (theory) =t B (practice), e}
P& (science) 7 il (art) o] FAERY thige] BRfelzt dHolAY. 2R e 2 FiEHEo 24
o) o] HEEBGRETER)HES 20§ WSS BRiolY] @) ofdw BEHREE e
HWEEE, oo BEBRo = RuE Hifio A9 Mol vt BEY SpEYe R
A E Xdeh olv v IRESS P HARER] RIS BRE SURSE
oA ERe = HEs HE, wetd BB HOS AN HES AU E o R e
Eafyol BN Hiiflo)l 2o 2o ERYE THRENA Rihs Azte HEmel. 2
2T FERdAe v SEEBEREEER)Y —SMNBoRA9 vlold ¥ %5 EH (mar-
keting management)o] o aly, FSUMSBRGEERER)Y —SRHEo 20 IRE®R
(Absatzlehre)o] =3} TEERAYel = Hilfayel ebr) Roh= BEimel = MBRM MK B
2 o gtel @l

o) AL FUMBE) f2PH EELo2RE S FANn U4 oY e =

WE A AR BEAR EEWEFN AR, A$ARE REAS i
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Ao WRMAT FEl Had & do) ud, & TEESS Ia EMH BR 3
Su olmd gl ol Mol AREEAA Aot TA AR A € &
mey Hke WAL B oF stk T8 AAAe) R AgAd AL —HAA T
& S37) A Solch oA A EELESE: BRAZ BEA BH BRI 4T
Ao AEo|d, & HEEREETEE) S ERA BHEAL REmel 4 o) AL Ao
24, mEEodE oo A%E AW B WX WRE - BRNY AT HARA
A U7 BEEHSE 20 EETERS o A9 Wi @Rl 235l HEM
W77 EE PR % (pragmatism)ol §) A4 EES Yaol ohe EAM EEAE B
EHRA A ERE ] A Feleh

gopd ©ide) ] v mi WESRT RN GEBR MEw ke A
dmolet shrlche TUEBEE ol AR BN Mmel, welw TS KN
fiol o 2% HiES BRlolskE Mol AZrl WAMKE TESE M@ HEol QA
Ao olae el vl t Sl YA MERN FEH T2 KBREE Fdo
= @ dA5d g8 oEHo] oA st e F45ol gude BAM s
= g, wTd QoA 1AL 1 HEEM ERS 43T )7 B HA AL @A
2ol % o9 HERBS HAV HERBSY EHE 5o Sd o1FHd Fche K
Bty U7 KEIHM BR 29 oA HE Aoldh eslel wlTe) mEE, A
Ae mEEEEE ) wils £F5E o9 FW. Taylo)t o] &(H. FayoD), =%
SE(H Ford) A4 BE, 7 ol% 43¢ el Qeld o mEEES R T4
& BBRS daA T K@ HEL AdgAE Adel T vl TRERS EhH

B s ¥ &

oA Y W FEMBE, weld MBS EH (business management) 2 24} —5EES vlo}
5 ¥ & (marketing management)®] BiEErI B YeldE T ke ¥4 e
woh Eikfveld] HATRAIY MR, & BAXHY #Ee BEHT £+ . 2Wd O
o fe o) 2yl EEAL THEY AL H8Y il o WAEHE HBIF v
s BAL HBS v F2 FeistlA BRED A (rationalism)e] v FHER
(intellectualism) = §ii%e] REMoln], dd38 ZHE(Platon), Hl7-ZE(R. Descartes),
gho] w1 = (G.W. Leibnitz) So fka] Lol kvt & 4 givh. 282 AR &
2 Ed on EAS =y Hhel B v RElwol ARERES Afistz ¢S
Ao,
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Coe X

2y 17448 #2R) 2. Locke) Lifgol #BelAl A 35 & #KE&H (empiricism), &
3 KBRS 55 Wt G RS fTED BESON R - 2B a8 ¥
TR CREE BHRTE S5Y FEes BB v F9 RHEEL 2 ¥l ¢ 5 3
ot & AYA(W. James), 50(J. Dewey) Sol k3 fiksl = BRAEEe AMEEE o
el AT Bl e Bl A, EEm AL BT, BEN &RE Ewe =He Aol
W B FAAE RN B K4z BB BRE KA 29 25¢ BRe
& A, MR A% i, BES A9 RE MBS 4% MEclde IMIH: KE
Mo, AEY BEE BEsE BT 9% e w24 mEs Bgel oA 99w
Fste Aol

ole ¥ KRGS = By HEo = 4o vSRER =3 o —SRBozA v}
oA M A RATXHET wRes @, BERAmACE o, M@ noh
= Hilac]l 2ok 4 Mk AYe WA F@ch o Eol slolA NEEHRe HEE (ol
AYERRIDARS 2T ERESS o s & WHLHNL FERY Bhd J= &
RBE £ wvh 37 AT (pragmatism) ] “pragma” el HAE GBS B2 THE)
(action) & koA o4 vfold JEEBmE SlolA BREY BAYXHN OHE o4
FE glvh. 2F wlolAEER S FEMO T HE o) kWY WEE AR
TRHEBS] ffES BB = Gl QA H: 2o ohulzt ARSS BIEdiel slelAel B
< fEilse), 2 RS BRY Eel 2o HgtsA B Ao 94 Sdkiz 23, PRBLE
o ke BHEEol S glohly MEEdeh AAol: PABRO# = RFF WS AW MM, £
HERE 98 HAY d2lold= @mHdes S QA 2 52 oo EERE B
ol Lol S HAEHRN OfE Aok o]k 7o) nos MR glo) A Bab ohe} fuf
B, volrlA = bl AheRe AWl AL BRY O BB ERE S KA TRN BEY
Xo] vl Tel A &R - BESA A AL b o] AUY BWeast gleld 27 Aotk

n o Qe ol k- Aol g FfERe] e HEHI oY o) Rd & BE
FHEL o] AF ERN WS 1S s BEMC T S RNk, vt
A Azlele 2 ojml fiff(iradition) & 3¢ 2ol gtk Aot HBAAY $7sE
HEM e F Bashe Fe) o fokel o] BifEAL gl rEelddth mmst
WA Rots ES BATHREY AED A4 2 Aol ARE, TOF, REK

L7 LT FAEC] 49 st PolE, BRESTS KEHel 27 Fug 3o £F
TEIA EEIOI QA ARt iEmel sk
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oo ¢ THM FE L) Sl BEe FEo) BEaH MRE G5 Eokehee
I Bt 2 RAES el ATl oz F#m HEelHd ¥ 4 A% F
BAR RS FiEe ARRAS BES HEd 1 BEREE ez gl o
£ EERY 98 g9en, AT e gRmIl ARERES H AR el

FEAFE Aok webA vtwAd EFsle BT dAE ¥ =49 AEH 29

T BB, = FskE slA F sterel sk o) Bul MERINH (frontien)7} whg 2 ik
Flol® 2oL iy BE BEY obTd HRM ERE fNes, o AB¥e
24 LE FHe REY S A% wetd 7Bk Al A%S 2 49 K
Bol AABEMS R 424 Hgon, olgel WRAERG L) A4 KiEks 7ol o &
AL VUFE 34 dolzt & 4 dol gloh _

ol¥Al slA Afkikel Zo] vz =& MR - HEIE e FRAE AR TR
B2 qrle HRd odelr, 244z RAXHRY Fifcl BRERes] i ERE
B Hol #Haol A He A= 283 Bt WEelch =ebA oy RAEHR G
Hgo 2 F clolAl YEEHY £ B Qo BASE ARUIEOL FE 29 2
e shche] WERIEE EESH] 3 pZY, FEA DY MBCDEDIN T oo
W, 283 MRSl fARel T vl EERS —BAo 2N ERAAT lk#Ee] agz
& 4 dd. A% 28 FAAE slobAl ERRS LHRE BEAA FRAAZ L <
uhel WAIHM EHS oY RATRS = BK Koz 42 vSEER AR
fefol A ks = glvhe AAE Ba@dsAE o 2 Aelth

B DIOISEERS ARk E

1) nfot3| B BT =

F2¥ A2 Gol vretAJEEA A7 E# REE, webd clobl Y EER oY ®
B ol ¥ § HAXH(pragmatism)zt 2 wiEg ol ERETE KB =
BrE®mo A BoE KMo A el 2 Bz dvizE rlopAY - AAE
(marketing concept) 9, g A ES KM T "ol WEEHE A4 REKEC]
2 BiEso) T, whebA nlolsl R EAY By vhE WA ot 4 ¥l gled, 2
#7] SIS AE mtolAE « AN ES WAL ¢ 5 WD XHEMRS) Bl EE= ok ¥
o] = FiRsL B 4 el gleh ol® wANEEA AHAA MEHARS EEhelchs




Bokel Al o & 22 38}ct,

4] 1847 el HEAA A%E EREBE 2 F AFINE Al AT, ol G2 %
Bol 4 = HALRE T A9 Sysivlel ol £xh vz BRAK 499 mEe oUd A EE
#iol del 2@ A THH BEAA Rebd F dutz ¢+ ATk wekd FREEY G4E
FolA Brbd ¢4 EXEES BEAY K@ 799 =% 53 4+ we gk 3t 2 0¥
Aol #A, 53 2 kHBE e AL KB wos osd BEA A 0% AAAY
2 @4 9ok ol Belwl el ololAel THEAES 1860FNN £ KRS mebao] oo HR 3
frol W 22 o, 2 Fol FEE Bl da 180FERAE 2daT AN gafrel, Leln
18804 fkel & Eeio] HRB o TEEES Ao LEERE 4Deto10 ol & Aoldh. @
AYNAE ZES Aol EHEHAC ot FE% 2AE ol SR et FA Aok =29
F dulol A (vhobA FEEH ERED obieh) Folx AR RE - BRA ERE 27 9
d4e A EE) 1AL 2 Aol ~2A FobFelok ¥ dol F4FY Aol

FERA A = ﬁitﬁéﬁ(lsslrvsé) ol BAEHY 5T wdd vl st B
of o]717] AaA AT EA el FAA Ak )AL KBEMGE =R
A o) &ul [ FIF (scale merit) g HFu3r] A7 Tl AAd. ol sk o}-&2] 1850
el A 18604 R A3 Gl Aulg Gl 8 Hisho] v FH oz HeH G o
Tol 7 % ol AAsr] 93 M #EAh BklE A8 fdd. 2EE&M] o
Fo] Adelvt g4 E AATo M REMARS S ¢4AL H3id wHot uiz o]
FH el et '

Z# v ol 8@ Bkt BES o S M BRE 9% 4844, 2 F9 K
el Figkel @A ol Sx F ML Hiel wiAA Ao o] wiel Z L A2 EE
A elel g A selvdza LAY LREFRE SME LZrh(business
concentration)& FA3} 7] o] &t F3 dFE9 Z9EL 2 ARHAE gk #
e Fudr] A ha$s 5402 By, ol F AtfeeE £89¢ i Exfeeld
2L AA "o 187940 AP ~uig= ¢ e ~E(Standard Oil Trust): ulz 2
#iRolel & + A '

a3 kel A= EEAe] EEe it E ZdsA pgEfEde] Beelas 8 4
Jow, E I EHEe AR Ui A AE glo] —Mheld. 2 #1E 19
A7} AFEell A 20417 #ERl AAAlolel 5o HFAGHE AR o A 44" A%
b Al F-elvh B3 18985 1902482 S4EMel F8 2,6004% Y& &ffel Jddd A
02x AFEFTo] o] A7ld fEEfgge] Tpdoz FHHAT o Fu o { Liho]
olv] 2 FA] Al d Y& AR E7k(Molgan) fHgel b 53 2] (Rockfellor) ff =} 72
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ST LA

T R e ST T, Tt g TR R TR TR

REFE 259 A8 Aol 2 A ¥-Fo| FAH[GE Ado] ol ¢ F5¢ wsie. 7
g4 FRAY vte ode ERHMA T A5 Bk SUFBES] Ao 44
& Aold, = 190150 HES # da ~U(US. SteeDe FRBES ) G4 2
e} KBt KERS oS3 Ao, 2 o]gd = AW o« E2 (GE; General
Electri)fte} £71 FF(Dupont)fit So| of A7el A4=geon, =2 257 A48 A
o} el Al Hol v 25 o2 = 9.

o]} { EEAF(HA EEBEATHR)S BEoL 10#iE REETE 44 5T 4%
#rh, wheba BEERMES BREY AolwA =Hw, 1890Ffd & elw] ZEE| of(frontier)
= B A . o] Sz 204 el = BEBAHEGESEC] —HES] &R A =
=, °].9—P A oA 7R hEm ERHZE BmAE 2odew BARTHE RELE 92 ME
7t Slgto} wlelA 7o) o] &}, 2E 2 Aol &g FEAS k- £he LW Hhol
HRER KHIE) BAS AR #HRe FEf, £EHY RED 8K 5o o8 BEEE
o] B, HWHEEREY BREL 5ol YaAhA mHe T 4 £ERHTS HEENY i
BE o] HEASA oholck, BT 18806 BRLE B> TBHIEA Y BL-E &
B Yoy #Akfgel Her, A4 MiBHPHE AT BWLIBEARMY ﬁ%% EAL= Al
wpRo] A}, = Lol 19004 GRS EBAFE S HHEEL Ad s B BB &
+ 7 ol gRen, drielA A4 slolA YRS FES)C o2 R/ wd A
Be g 4 9o

AZ vlolA WRAEY B4 zeld Ehkel A di=F 19004R0] =z A2Bhelzt Bl —#k
gyol ek W vt ol wlolA WEEAS KM Ht  violA W - AN ES RS, o & vl
goz § wolAlYES] BRY utEelx, 2 wtolAl HMEE Wi (management
theory) o 24 AR HE 28 ohvizle BHBClA rlolA ERR] REMNSE
HH 7)ol ol2& 195044718 &3] 2 gisEet A Ed. oA ulobA JEMERS Bk
£ £ 30 At gon, 2 fikE GERT A= 1A 804 Bk Ade v
+olth

24 ulel 2(R. Bartels)ol] k@ = vlolrl & HAmS BRe 2 fit7iAx: @EHA
gAY eBME BRESDT 9 @ g MEE Bad ¢t chbigEEEd 4%

(1) =hobsAi e pmmel B, whebd ulelAl %S AL AP 190085 A R REE 47
o} 89 L HEEA Kk AA5 2 At
G. Schwartz, Development of Marketing Theory, 1963, p.6.
R. Bartels, The Development of Marketing Thought, 1962, p. 12.
(2) R. Bartels, Development of Marketing Thought, p. 158 (1962, 1st edition).
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ShAl e ohAl o GBYREe] 1950~ 19604 ICakolrl o il TR RS Y ARhrhn wot
ok ). |

(1) 19004~ 19104 — ol Al MRS BELS] W]

(2) 19105 ~19205F—T ul o} 7l B 4 TS ASHA)

(3) 19204 ~19304F—T lol A B HHTE #AIS) Ml

(4) 1930fE~1940——Tvlol#l 8 %8 BB M)

(5) 1940%F-~19504——TwlolA R BH5E BAES B

(6) 19504~ 19604F——T v}ol7 &) Bl & TS Wefth

(1) OROIIEIMIE 2R BEA(19005E~19104E)

o] Keiie bl K MBS glol BRBEMO R JAEEHA H & THBHIE

o el AASA YWl HE BHEAl, clola YRS Mk 9T EAIHW
Q RERo] ALo® HBs 6l o=+ 104EMel . F o] Rifti(the period of Discovery)
T OBGLES MY vl MR fdAe olopd WM& #AC] FAsidn W,
lH g F4-7t el AWRMEY EEH =S Folle AL FRE A4, g ntolAlE
Mg RIEstZl 9 HEe TS Bk e NEEMES BMs =S gl
cholAl R0 Refkel & 4 Qloh whebA ol U RIEY MBS o M 93 BRES
A9Ql Bl b el MBSy AR AT o] Hriol o},
- Z¥2(P.D. Converse)ell k¥ A © o] FHo o] Eelnd Y= (C. McCormick)e] ki
HET BERRY RO Yo ALez HARRS BEAUA Y, HPEEAKY BA
< B A Ae Fde] RREES A3 LB Efes T #FEAGE HAolw. 2:
# el o} 7 (J. Wanamaker)7} FfEol 2gtd Hrpel HEE RRI BWEZ (olv= « 914
71zA & BiyoletEA, BEE{bE EEGl A EABE EREES BAG 2 o] 3
Holok, ¥ volsbAd & B =(].H. Patterson)o] JREES F@ kg BsA v K&
e A A BEoEA WA F A o] KBRS RiEE Adka 9 = A
o] o},

22 vobA JRAMES] BRI 2 RS A% ol F WIS FEE S0l A o] HER

2 v 2 29 H2kH(2nd edition, 1976, p. 14D AL 2 LIE FBREGo =M ey
o 2B E o Btz vk
(7) 1960%~1970%E [ZDES] W
(8) 1970F4-1) Mekeyibol 8§
(3) P.D. Converse, Development of Marketing Theory, 50 Years Progress, in Changing Pers-
pectives in Marketing; edited by H.G. Wales, 1951, p.5.
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pgl fEetE KHECIUTE A, HigEAA 2o obvieh @k Ao BRE
d HEY MEE HES 7] A3e FRe]l vk 100040 gt Aol A ubd Z(R. Bartels)
Qe MAAE e oA WEEELS ARG 20MRME(1004) S s B
Boh G HE Reldh 2 10004E EEes 4 nTd we kBdr SEBHE
Al AY, cholAze) WKES AN A vholA I 2T Ry WRSG HFO A
Lo s o]z Aol o] Ewlwl 10004Ee] F-&(New York) ko], =7z
19024F0] e x0] = (Illinois), 19084E¢] =il v](Denver), 3}¥] =(Harvard), #) 2w 2(Pitts-
burgh), 9] 2 (Northwestern)®] % ko] BEBEA A Loz FEAQLH, mlota
Yol RSl AlRE e 19024l Q) &] 0] =z (Illinois), ¥4} 7H(Michigan), 72 £y e}
(California)e] % k&@o] M7t = thfrolet Aa)Ach © sieba 19004RA 58 19105 o]

(4) Z4(F. Coolsen, Marketing Ideas of Selected Empirical Liberal Economists, 1870 to 1900,
1958)°] } £sl=(P.D. Converse, The Beginning of Marketing Thought in the U.S., 1959)
o Bigeo] fksiwl oln] o] EEMALLAIS BEBET A o) F-ol A, whobA ®lRIEHel KiEpel AT KEEAY
#@HE 24y AR gAgl, 2 oelube] iR f¥d fHse  HWiHo] g W ot
A By wid L fEe] dA D

Asa Greene, The Perils of Pearl Street, 1834.

B.F. Foster, The Merchant’s Manual, 1837.

Dionysius Lardner, Railway Economy, 1850.

E.T. Freedly, A Practical Treatise on Business, 1852.

Freeman H. Hunt, Lives of American Marchants, 1858,

Stephen Colwell, The ways and Means of Payment, 1859.

J.A. Scoville, The Old Merchants of New York City, 1863.

Samuel H. Terry, The Retailer's Manual, 1869.

Benner Samuel, Benner's Prophecies of the Future Ups and Downs of Prices: What Years
to Make Money on Pig-Iron, Hogs, Corn, Provisions, 1876.

Edward Atkinson, THe Distribution of Products, 1885, 1892.

Ditto, The Industrial Progress of the Nation, 1899.

Ditto, Taxation and Work, 1892.

David A. Wells, Practical Economics, 1885.

Ditto, Recent Economic Changes, 188%.

A.T. Hadley, Railrcad Transporation, Its History and Laws, 1886. .

Arthur B. Farquhar and Henry Farquhar, Economic and Industrial Delusions, 1891.

National Cash Register Co., The Primer, 1894.

Charles Austin Bates, Good Advertising, 1896.

Nathaniel C. Fowler, Building Business, 1892."

Ditto, Publicity, 1897. .

Henry C. Emery, Speculation on the Stock and Produce Exchanges in the United States
(Columbia University Studies in History, Economics, and Public Law, VII,-No. 2),
1896.

Harry Turner Newcomb, Railway Economics, 1898.

Edward F. Adams, The Modern Farmer, 1899.

(5) P.D. Converse, “The Beginning of Marketing Thought in the United States, with Remi-
niscences of Some of the Pioneer Marketing Scholars,” 1959. ,

RN TA

R




_§

Ex fy 108R0] wlolAl BRG] @ v % A&l Ao FRMH vl Ea B
°lE Wiz ¥ 5 9o,

BHEZL Ehel 1% FASel A BERE slebl®sd WG 9 e Mg, 2 d EEEt
A RS AR PRD S BREsE Sz dest 2o

A vtolA B RWE A o2 BIRE Michigan Ao A= 190240l “Distributive and Regu-
lative Industries of the United States” 2} FmES[ O] BEE Aol o mAo . RAERY Eil
Ko 2 Aoz AE To] oo~ s MISHELY deix Kk, 28 U9 i 52
# AL FHHE 5ol wEE T MORAS LEY B A e Tad= U5k @

= 2e do R @ MEBY Ilinoisk®Be ME) ==l AABIAE “Institute of Com-
merce” 9} “Institute of Commercial Policies”2}= F7}4 £#9 7o ~7 BEE At Aol ¢
T 7220 ARCRAE WiES A¢ MEd N mEsokd EEps g 2 FRRC It
e, ## A BAMEERE ZFRY, SRS EARMY LK S 2 BT
Ate Aoleh ™ ol & WAL A 2 F 19034~1904% Abolo] THEMS o] WHE AelAE BN
R - DR - HHIE 5O A8 BREEMY HEWE, 28z s Qo Ae BEEEDS oo
Qe 2 BHRERSY dulel =7 ARgc. o velrbA & 190840 Harvard A6l 4 “Commercial
Organization and Methods”>}, =8z 19094} PittsburghA 2ol 4 “Marketing of Products”7} B
Ao, 2 FRARLS #2E A4 vEdgdn & 5 9tk

BLES) flel 4 A8 190040 A 1910460 o] 2% 104 =] 39 FE AR L2
2 wpobA| ol BRE BECt Ae) 2 BHERE YO ol 2AY, 1 TS BEREMEMS EHhE 2
d A F g gt :

@ wholA YRR B B BH S olv] 18006 LARTel —el RRBBHI G
BEE 58 A & A goh, @ KBRS slobAl JHH-L 19004 Lighel A%

Hyler, olg ekl WA LEAA HRE BEE sl ol 2

@ mretA @S] WRS HHL T2 Bisol A3 wREmH GEEARR T BRBE
ol T sfulro] el gtovt, A& BAFET BEA %] 5}%&%%' Rz fifess A
stgiet. ohebA BPRERS) RUES X9 B - BEHKC =7 AZshA 1910FRe] of
23 i Ald 294 (salesmanship), =& 22 @ BEHARE POSE T DKW vlot
Adawbe Hikdcl EAHA 7 o &,

@ =toblHelete A2 e BEZE ALz WASA6 o2 Mt 2oy WA 3
L, Aol 19004 HA7AE Ikl AT EH Lol el 1 FRHE 8

(6) Bartels, op. cit. p. 30.

(7) H. H. Maypard, Early Teachers of Marketing, Journal of Marketing, Vol. VII, Oct., 1942,
p. 158. '
(8) P. D. Converse, The Beginning of Marketing Thoughts in the U.S., op. cit., p.2l.




t}. o] wWal & ek% “Trade,” “Commerce”, Distribution”e]2ti= FzEEo] —#iyolgle
22} 190265~ 100561 % KBRS BE WAl glejA mrolriziolete MRS AL
HRA ] Aag Ao uFo] wol ok 1900E~19105E0] = FHEW WMl =t FHigA
o} @ cigh $of W&o wlolA ol FHMFE 2AAo o) EF LI WY Eilhie
gl oz Az FRAAL g 00

o} E 19004 ~191049] 104ERH0] uholsl RIRAME] ¢ HEEARS WHHY LHIA
W} ol 2} K@kl A o) By Fioel gEel HigE el ol 2t Eegist SHAE, ot
ol WEBMBARIEE WA AR WG AE o BVl et wiolsl 3 MMES Bt
ABe vios o WMyl A5 garssle ol &de AvA dot E vl 2
o ukslm BEEmyel A SRt EBl A EiRg el oF ¥ BB WEe I3 vl
o] W Folwh o)k WS Biw Woksl A 1350 WREMY KR4 BEHE
i 4 gt BRI & st Aok O W Eo] FRB A vholA WM HEEREE

(9) u}e) 2(R. Bartels)o] #3l= cwlolAl®elete BB Afo2 #HA - —#fk3A & HRL
ez g Ao, & 19024d Michigan X289 BH LA AFo i “various methods
of marketing goods” 2t HE7} 224 A v, 19054:0} Pennsylvania k&e] A “The Marketing of
Products”2}= BEs7l, = 19094 & Pittsburghk#Bol A g o] &2 HBEE7} PAER= 2 9o,
o olAAA = 19104Fe] & Wisconsin K& A “Marketing Methods” 2t FHEZT BNE=] A
19104548 LAggol = wletdl gl ol sty AEST —#ks 7 AZdgs A4

(10) o] E5ifie]l Wisconsin k&8l 4 “Marketing Methods” 2= BEE PR vt A& ¥ EHR S
Buttler) & 1940%] &€ 7.& RES 3=z A ZAoE v Fof Hof ulolA ol etz AT
e ey ololAl B & Lo R e o 24 MBS o] ER 3o (R. Bartels, op. cit.,
p.32) FEAY vt H&A BEE A& Adzdelt BEE 274 A4 Tk & &L
WL wad oAU 2EHe fiRd #ES AFE YA LEE =Ad, o Tobolsiig ]
olele #g WS WAAA v AT £ WA ool 4 QY ez RE
vt )

(11) E& o] el WEA @ FERERS o voddg ¢ 14 %i?\if—}t Brike o &
Bz (P. D. Converse)ell f&3l= FFe] FEF} HAERo2E o &6 d&s F& AL
FEY T5 AUt

ey 2 KEge] BERFT FHE, =t SAEEY 28 S50 BH - —HEnd %
& 2 olobsd B —kkel ¥ WIEMRL o =H(P. D. Converse, op. cit., p.21).
The Reports of the Industrial Commissions, 1900~02.
Emory R. Johnson, American Railroad Transportation, 1503.
Walter Dill Scott, The Theory of Advertising, 1903.
The U.S. Bureau of Corporations, Report of the Corporations, Report of the Commissioner
of Corporations on Beef Industry (Report), 1905.
Samuel E. Separling, Business Organization, 1906.
o] Lol F2 MYz AFHRZA,
P.L. Easterbrook, Science of Salesmanship, 1904.
D. Hirschler, The Art of Retail Selling, 1909.
ERBEEMRRZA, ,
W.A. Prendergast, Credit and Collections, 1906.
J.J. Zimmerman, Credits and Collection, 1907.




e A ks A4S BmH) BEW FEE BMET 4 o dios, w4 10
FERol ek o] M Bt PIEEEE 191054 Dol ok vl 24 fHisty)d 2% A
oj o},

(2) Ao EES oS BEHAC19104F~1920£E)

19005 ~19104EMH 2] # 1 ol A JAEES) =holAl ) GRBMIEZT 25 —i b= o 7t Bl
(L3t AE o] A SEZ B3 B 24, “Distribution”, “Trade”, “Commerce” g}
t B %4 Aoz BWMHs A4Y Marketing”ol ot HIEA A% fvrs & [ohol
. A WSS EFRI(the period of Conceptualization)o] 7| 3ltk. = 19104E:8F 19205E%
© "3l gleiAdg ulolAlYgwS parfiztas & 4 o, o Wi molAl R %
g B HAMEAe]l BKE, ofbsd ulolA YR HRS AW EA BIER ik
24 EHE e o) v}, MR B%F (commodity approach), BENAY T (institutional
approach), #HERY 425 (functional approach) 59| g kel = &9 Flol7l dAgt, 2
ol 3 HBERn kel RIET SRl A Y KBk HIRREHSC] o KE ERie = &
A EHEVE @9 aepA wEiBive s B oW o] FioRE R wlolAI R Btk suBkel
BatA = o ReRhelst & F A

22| Bkl A vhobA Y WERETE Frfol ol vioMAI®Md R B LR
L o] F2licl #HE=E s 191554 #HH R £ (AW, Show)] THIBME oA
U BEIOTS 8 4 Sk U R stolA B AERIYn $o) P38 Fxo
£99 FREHE F2 chol22 - hopA Wl WEAA RIS, EEENS Bkl
S WHGBEDMES) Mkelcldz A4 BEY MEA H2 dot 44 BaRsA o
£ ollel G Aolsh zaAPA 2 olEuh MRl o B3 MHR BHEIOE
o Weh el el WAsh, 228 vha [REANE N [ARZEZS Wil 2z
BEs7 = ke Aol

B SEMR A,
E. E. Calkins and R. Holden, Modern Advertising, 1905.
G. H. Powell, Powell’s Practical Advertiser, 1905.
T.A. Deweese, The Principles of Practical Publicity, 1908.
W. D. Scott, The Psychology of Advertising, 1908.
%ol A =+
(12) A. W. Shaw, Some Problems in Market Distribution, 1915. (4] ©] PFFEiEste o] v] 19126
o Quarterly Journal of Economicsikol B&Es Hmare] #£12-C MEF Ao, o= o059
vhel Al B 9] el st A A A )

(13) G. Schwartz, Development of Marketing Theory, 1963, p. 85.
(14) A. W. Shaw, op. cit., 3rd Printing, 1951, p. 43,




QA A 497 Ao WEKY LW PES SR BEEY HYRE A4
PEAG WS HABES wad 120 MEHED ol 259 KE - KK - BR
9 - TEER BIECI A AV E B - EIEN LEA KESA AR s,
Febebd -0 WERRY SFs ohabslhA 2 e - iE BEe 2 vt He
oA E gt o HEL uiE e¥de HEESY - BEHH - HHESL] HES et
e Haolel A mhobA HEs L Bl WREMS vz EFANE 4.

2976 9 F2a(F.E Clark)s FEEEE e HEEY MO RHKE o A

ool o ste], HHHWES MAKE Zoke) BES BTG FEE #AA BER N

sod FEem, Fzav WEERE(RZR)E 259 ME il AlEs] ook @59z
HE JEdz ®EsV S s Aok ol WEKERY [HES A%k Al

s #ae HA8 £09 WARSS WReH, o= 191044058 vrebd BH SRl = |

& 4 gith oigt 2R3 L ojh7tAl Y —HAY B BEY wEelA 2edH A2 &
T » b6 EEEPL EE(total consumer orientation) e TR E BEHRLL £
2ol -

o] Bl E £9 7 Rz #ER(function)o] h #EARE MASA eude] whobA Wik

f (marketing function)o] @& BEY HEL HAh 2+ lelAYBES O ERAR

@ Hige B2 O BELM @ KHE © MR - S - BBi2olg: 5(H Mo s Loz
SR - glmar BEAACIT.  ohub 28] SuEMEES] FlRel gl = BETIHsE T2 b
A(middleman)o] 2} #Ekol ik Lo Avia B dhvel & whEbeh. dvEia
BeonbolA Ezol ol A9 EEERS 2 WEETEs PRA B9 ok BEFREY W
HEDA T 5% HES ohobA @S £3tr) Aol

£ 2 (A. W. Shaw)2} @4 ;’] el ELER RS fk‘:%‘&}"—:—. mEzEe 53 9=
(LD.H. Weldysh =2 (R.S. Butler)s} #sheh, ol aehk@ol 4 F2 EEMHSl vhob
ARBe E5od UE(LDH Weldt 2 FRREE TREDIAE W2 KRR
slg o, .°1-‘E Z FRlel WEE BEHARS #eze oYMtk AAR ¥ F
olch. =2 MM S REDA miﬁfﬂﬁ%% 34 ALo 2 B BRI (commodity
approach) & REsddE Ao A . EFE Y=LE@EMNdE FEa=(T)
" (15, 16) ibid., p. 100.

(17, 18) F. E. Clark, Principles of Marketing, 1922, pp.12-13.
(19) L.D.H. Weld, The Marketing of Farm Products, 1916.
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Brooks)®} kAl Hlol k@ FBt0] gl A= ok, ol& MEMHEC F no
REEmRQl Bl REE = o AoA Y] EHexw BEdE gag.

KBHRA A T BER BEHEAAAE AL W HEEHS BT stez Y=
dAe Eol FES T BHMTE S 53 27 19174 BHHY ML vhobA B
Rl B Wiz FES & vlobA e oS3t o] THEEECE S o,
olt 429 SEEES MR - BET 2 osy BEHEES BEEY A2 Ealasd @
#F Hd Bt giotz ¥+ ¢,

@ H#(assembling)

@ & (storing)

@ fE A (assumption of risk)

@ 4@ (financing)

& F¥ER(rearrangement)

® HRHE (selling)

(D ;% (transportation)

E § T4 (Wisconsin) A82] v] Ee(R.S. Butler)o] #E®2 % o] Wil Ry
M Stuoh ey 1o RS 2 old BHIM RV BEERN HREd REe o)
et mrebA BEdol v HiEnS MEMEC A48 ERE= 3Fotz, vlolAlve ZEK
of 23 A% A= Ax ot o EHEAE KBoH 1 EBRAANY cloldly—
el Bk (text)o] Qe Aol of ko] zeld koA 7k T4 BHT 2Egy
+ Bl A9 EHY vl

(3) ALOHAIE T FA{ke BFH(19205~19304F) ,

ol &3 wholA| W EEMAES HFIME HF 19205 e 1930%e] AH Atk
sHAl " o] Erffi(the period of Integration): Rifiel 1elAlo] PGl K% %
W FIEZE obd,  fRAEY mhobAl WMRMARS WIRBUEEC £4 TS = MCe A 4

(20) T.J. Brooks, Market and Rural Economics, 1914.

(1) dEe) w/gezAdE “Marketing Functions and Mercentile Organizations, American Economic
Review, June 1917.” o] #kEird = BEAY Ao =4 HERA. =z #be] “Studies in the Mar-
keting of Farm Products, 1915; Marketing Agencies Between Manufacturer and Jobber,
Quarterly Journal of Economics, Aug. 1917.”¢] 91}, = “The Marketing of Farm Products.”
#e WL FY EA(FE Clark)ol fke] 247794 “Marketing Agricultural Products.”
7 Hz gl

(22) R.S. Butler, Marketing Methods and Policies, 1917. (o] M & 239 FEel “Sales, Purchase,
and Shipping Methods, 1911"¢] fp¥s o] #xs" Aol )




ER S WY HENHE oldtnA dE BMHEA F2 utobA YRR 8 Fate
“Principles of Marketing;'O}H U} “Elements of Marketing”o] 2= #EE A HAE A
A HBEsA et = sholAl B Ene]l HEHEC RS FERS FEMAT - EINK - BB &
Pacd ko]l Mol BE S AR Figest $A9A DA A7 E(P.T. Cherington), o
#(C.S. Duncan), 23} 2 (P.D. Converse), 22 2H =(M.T. Copeland), oto} ¥ (P.W. Ivey),
2}z (F. Clark), o o] V= (H.H. Maynard) 5 cholA daacl shojA 2] ol &%t IEREIR (tradi-
tional school)7} B HE Al ol 271 % &l

o] B wrE B ERpEd] ol 29 Mol 2 d I, 53
199543 6] 193146R39) A 9] 6,000l 71748 @AYol AR Azloleh o 4719 53
o oA 7A L deg [KER #HE) WA TEER F5) Hel o) pREBEFED ofe, o
%Eﬂfﬂi BEfeel RS ¥8d %ﬁﬂ{tﬁ%(diverSiﬁCétiOH policy) 7t A= =" Aol A+
7 & 2= 9ok old LAKBES B 1IRERABA I8 SRR 2 LERE R
HFIAS =Rats oujodel, £3 192049 Bk ol & BRFFEHMel A WEREE =
2 pwe] 243 43¢ A% 80z =98 Aok 18 B RELPS LR
B F BRE 55U EERAA FARAT, 53 H 1LY ol ¥ A4 e g8
A HEHEMTS 2o FEFAAY £+ 6§ A 5]'31"4‘—7— T T Ak ol#d T3
ek o) Erhol A upolAl F#e) Wl RolAE A [HERFIBK] LelAHA TER
o &Y - BHN PR AN - MR R WA H Rl 5]“1; Z HRERE
24 %S EHE/L WA olzE Aoiwh, ZIH o) 2 NEAL B2 et
Aol A& of FHY %ﬁﬂ?%%s’-} 2 #EBZ ERed AF G A

o [P.T. Cherington, The Elements of Marketing, 1920J

22 KEES BT HEE hLoE @ vl YRS WABEA, HBE EES SEHA X

Fol RS U delol = #ake) gleh. zol oA HMiHl(merchandise distribution) = u}
ob#ll ¥ (marketing)¢] FER 2 2t ' :

« FC.S. Duncan, Marketing, Its Problems and Methods, 19204 °
RN EEAEY B BES ERHIA, Eed fritRd 0 velAlge]l 2 Bt Sz o
of. 2z HEEH TS A SURE ctelA R BREY £A o] o},

o P.D. Converse, Marketing, Methods and Policies, 19214
gl A G BIEE FFL\E.E_ 23 W BEst SA A 2 AR 2, vheld B ighge] A% PR
#E= 2 gl FaEel ok

o [P.W. Ivey, Principles of Marketing, 19211
WEEE FEE W oz § FBEBEA, 53 FHEA (middleman)d ] Eot 3 c} F0] A
>




= [F.E. Clark, Principles of Marketing, 1922
A 22 AR KRB £2Ad. 3§ Y=(L.D.H Weld)+ 419 3 =2 =(P.T. Che-
rington) 8] #EERS M40k - WIADAE MAMA FHikdl K3 WESES 349 BEy et
HiRAY FEAA = e B RS . =l Zu2(P.D. Converse): TRIEmR S
FiL ZHEellAE A Held RS SR etn A FAE A 5ol

o [H.H. Maynard, W.C. Weidler & T.N. Beckman, Principles of Marketing, 1927]
of FfE 9A EHEBHY FRBoIAT oAAR HARBEY ASao] LEFRM BlEio] s o
Rl BREN @] @RE 2 ek Aol #TE ek #Emd BShEH A Zrhd g9
S22 (F.E. Clark)] F&ES &4 713 2& K€ AFS Faga ¢ 4 9.

AR Db e 208K REMY rlolA I ERBEES A2 9 #8e Az 9o
WA e zE Q5 ERENY HEo 2 Mgl BEY Aogds zey =
ZhrHlel A = whaviel BB HEEME F7 o BHY EHEN REZS M-
22 2P =(M.T. Copeland)E £ 4 stol glch. =E ofu] 10126F0] HMH W= S
Hy BIES JCEER RECYE Il kA", 2 BoE 192049 Pelold S RIEI = 0 =
28 Aol - H(case book)d] BA 2R HEHT E o HENEA HTEE ST =
e ARl £EM BRCIAL slo)z g .« vlo}Al ) (micro marketing)d] HFKstz g
o] £2(A.W. Shaw)s} Al RS ¥R rlolARRS] RFEEE £FIx Qd. B3
z9] RS SR BEERS S8e 2594 ol2rzA @@E . gl oo

ZLZA=(M.T. Copeland)& HIHE 3 LLES) o) Bl [TEHErlolA D |So) 20
< 248 $HHE SiTeld B FRe) HRIA & v ohiu, WAz HMEMN 8
Bel A8 BRY BN - P18 SUle) ol ete HlA HBEEOl AT w2 EHE
. LAt mieb WEREE sHEdelE ol d MHE SN R BAlHIA STBE A

T HIEREE flv AL ohisich o &e MBAA vl =(R. Bartels) = [FEEHIE 2
23 giAEl, 2 el AR stelA Y dhve) ih@ A H4i(a social phenomenon)s

£ BEA A HARERERS SAY vt Aol A RERENC (N2 - vlolA Yo 2)

(23) P.D. Converse, The Beginning of Marketing Thought in the U.S., op. cit., p. 66,
(24) M.T. Copeland, The Cottor Manufacturing Industry of the U.S:, 19]2.
(23) M.T. Copeland, Marketing Problems, 1920.
(25) ol &sl"d M.T. Copeland, Problems in Marketing, 1923. M.T. Copeland, Principles of Mer-
chandising, 1924.
{26) ol % A BEEHEE A 2K 9.
{ziiﬁB’J B (primary motivation): M7Edy HES %Eﬂl 7l Bhig
i E B / BEY Bifi(selective motivation): o] m #FH Awk B e B
(buying motivation)\ ABH Bh# (rational motivation): FEIME - (FHEM - HAMS 2o B
{ o siRerA e Bl
BRI B (emiotional motivation): iﬁﬁ}'l‘—gﬁfﬁ‘b S HReEA
L




BEs A @ LolotelE (W.D. Moriarity)®] WREH™ ) = REMEY et ¢ 5+
ek | .

= W Y(R.S. Vaile & P.L. Slagsvold) 5= fh@iEael $Bol A vlolAl ARG &%
Bayel e BBtz gor, 259 BB [loANI®AA F2 BES fhkel B
Ee A BEEE BF £4¢ @isHe N2z veumes BHAZ 9. o
DUl £ B BES NERS A4S WS Wk BT FERERE ol
ZEZ(P.M. Nystrom)®o] gleh, =23}t 2 RBE e¥¢e] H4T NEEEE E)(the:
consumer is king)o]g= HEE KT AMEEZ ¢At o] E(P. White)s] FEIEAIRE.
FHE ¥o] HESE ¥l A

2 [MEEEE T 7] £EHE 248 259 HT Avx decie BERE
BRY BEE cholANS Bl 4o TR sl YHEIV mRE $A 3o
B chobl W s b BN RS W4 Aol HEA A% 2 #AL HLAE
W. Taylor)sl $E BES vhoblHe] A=A & REIA st s, [LE vlot
ASPEE WEEAA AT BEEAA TIGIvs 2R B eude) WEE
HEE cholADRY 2AS BERIDE s ou BietebA g B A %o
2 gBme SuE o9 EAmd BEHRS vt UE ofclsbA v REEmnd K.
Mol A FES T ot PelA 94 REHRES R&Y i FEoldh

JWE 19205RE EHe s A A2 sholA ¢ EHAEN BBl FRAE Eht
Fhy chol 22 - ol ES BFA BEAMLS BT € + ge, e ¥HAAE it
aEwnY R A FEe KEMES 22 bl Uk BBNAEE ¥+ )
B, o AE 120RE G2 oA IRBRED SoAe e 10FM %z 4
Aol 4 & AEE & Be FRESC] M 3 BEOAL s o BEE o3
2 o ged] Al o AmA cloplWEEE BE Wit BEME %4 2+

(4) DIOPISIME BRS] EHI(1930E~19405)

10204EA, 42 o % 1040%E{% A % 4 15 WIS 3NN ol 5T colARE

o) EEEFRREC) BEMOE MARSE Bii(the period of Development)o] e}, —’-—‘i—{:l. =

(27) W.D. Moriaritz, The Economics of Marketing and Advertising, 1923.

(28) R.S. Vaile & P.L. Slagovold, Marketing, 1927.

(29) P.H. Nystrom, Economic Principles of Consumption, 1929.

(30) P. White, Scientific Marketing Management, Its Principles and Methods, 1927.
(31) ibid., p.19. .



< HAIE & -2 HRES) 3T - SR s HeRmeA, o] 2ux 19274(ZDRK S =)
o] = (H.H. Maynard) 5] [v}o}# ) 53 | (Principles of Marketing)o] BBy = RET=
of 19324F5} 19395 27 B¢ AFEHEA, Feba(F.E Clark)e] 10228 (7Rl
: T W #%1(The Principles of Marketing)o] 1932(Fo] AMAyC 2 TS o] —8 ]~
EA7 HAve A 5ol vt 2 g flolth o9} 84 clelAlYEme FAER o %
=l Aol Ax &RE WRES 2014 1 AE o] o] o 374 (N,H. Comish)
o BRI, Helolo](R.F. Breyer)o] #Bsy B2, 5}a(L.F. Pyle)e] sholAl & ARk
HR 52 vXxsd, 2 A= HRREY BELHY BRS 480 o] mHiie =
ReEi7h wh2 o] F-Rolut, '

o] Fefliv =g WEEEMA S BRIV dvl, HEEY K [EEEES S 15
W F@el /1= sieh, & 19208fRe] oln) WEH AW HEEWEH |(Consumers’
Research Inc., 1929)7} 2 BR-E A %817 5=, v 3 B9 M4 RENEERY |(Consumers
Union of U.S. Inc,, 1936)¢] HEH ], BIf: HELEHS 95 277 fTEEE S Mk
Aol ol &t ob-Ed HEE BEE BTN F30EMAA 9 SHATH Kimaol HEEM
el olukAsh § FRE EET e FRY ASE BEEEANY ctobd Y EEA 5
2 o Bt o £R T % U5 UXCE. Phillips)s) Debuiit F30E] Ho] 5
o, 53 19336 Llghel MR Foh BEal) o) Rol A= Roleh, oY hobd B,
A HY B o= AT 2 BRE KA B 9 shopdl D EmETIEE
ORI H2RERAKBE Aol £ 5 MUMME~IBURE FolS5A H: A
ot

(5) ALOMAEIMTE EFFM B (19405E ~19455E)

B2 KRB PO rholA PR ol Fo = BBrhol 2= ERM KA A 2] Wy B
B oo 2ol BIRS BT HAMKRE 2= = A BRI BEC A oo}l BBy
EZ7r 297 2 AL Ao gebA slobAl WEime 2= WML Binte] RIEA 2
whEol ek Y 194590 MBS 19504 R ool = el shold H#sh
L AxE B&EE AW A R0k o bslwl o) Bi(the period of Reappraisal)ol.

(32) N.H. Comish, Marketing of Manufactural Goods, 1935.

(33} R.F. Breyer, The Marketing Institution, 1934.

(34) J.F. Pyle, Marketing Principles: Organization and Policies, 1931.
(35) P.C. Kelley, Consumer Economics, 1953, p.144.

(36) C.F. Phillips, Marketing, 1938, pp. §52f.
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el R BAES A% ASHMT #5Q RES KT FERD HEd90
Folth & Wikl RIS oA UMK, F3 T FEME BB R - MU -
Mgl he WY 347 BEGR Hiked ¢ KEAA%E A4S 9de Rl uhop
A EERTES BEBHG BRE B8 g4 ek,

$A B OAYRE LS RED Beiz HRAA FRY B UA 22T RY

kel @atel A vA g Aol ohivke ATHESlC] RS H5 M el BAlS

7le] o} &}, o] HEHAME AT MEREL o5 FRA rllA Y2 BB 5 =712
ey, violAl RS AEd B3t fH#(science) FFol7tA kA HHA [wpolAHH
£E A% BFEES BHL BES A olze Rolw. ttolAgHES BREE A% &
#, & ulolAi sl o] BB (science)qlr} Hil(art)A7te HFL BFEK1MFE) 242
(P.D. Converse)2] Bz ™ol #a M=z, ¥ (L.D. Brown)d| @3] k3 Bk
HwA @Ppel Fol B AFeE Aotk 2Me BHPEE wE =R, Bartels)e] ol
YR A AN Sl TR ke BERMLE BRI sl oedd
A g 2 #e AN T 5 U

o vl HBRE AT W BEREHE A HEEN REd QA B =
o HRE HEg wlo| A2 - vhobd F (LAY oA WM B EFIEA BR8]
B - BEBeel I BEHERS EHEA, 2 oW AF2E HERUL BENE o
oA 2 EEE ] Aol = o] FHY HEE ¢ T/ Yotz A ol EEE 2
| A (E.T. Grether)$] &) 747 (economic analysis)oll o} § FEEEEKEY $F 7k (business
policy approach) #Ve]2bei s}, @714 (E.T. McCarthy)7} AR, 7E3KS] REdLRY - ML -
Wieryel 2 3K BEAET A 49 BEHEL2AY “AYE 22977
(management approach)“®etizl, 2 Listol = #FS G HEHkol FANR Hl7H v

(37) ©] 2w = “Robert Bartels, Can Marketing be a Science?, Journal of Marketing, Vol. XV, No.

2, July 1950, p.319ff.; W.J. Taylor, Is Marketing a Science? revisited, Journal of Marketing,

Vol. 29, No. 3, July 1865, p.49f.”% ZHE.

(38) 3P “P.D. Converse, The Development of a Science of Marketing, Journal of Marketing,
Vol. X; No. 1, July 1945.” of kel Biga=le] 19464:8] AMAS 2@AE A HiE= A

(39) Lyndon O. Brown, Toward a Protection of Marketing, Journal of Marketing, Vol. XIII, No.
1 July 1948, p.27ff. ¥ 1}e}s}al, Weldon L. Taylor, Is Marketing a Science?, revisited,
Journal of Marketing, Vol. 29, July 1965, p.49. BE.

(40) R. Bartels, The Development of Marketing Thought, op. cit., 1962.

(41) E.T. Grether, A Theoretical Approach to the Analysis of Marketing, in R. Cox & W.
Alderson (eds.), Theory in Marketing, 1950, p.114. '

(42) E.]. Mccarthy, Basic Marketing, 1960. p. 30.




ol #5 el = ¥},

A= (E.J. Kelly)& o] %3374 nlolajs g WRE S AR #Eip BEHESY hpy DA

F&5} o] 4714 2 R Letm g} @

@ FEFEY SR - #EERY © = 595 (traditional institutional—functional approach)
(fE3k 9] Bk EREHE)
@ BEEL o 223 (managerial approach)
(hebAl e - el Aol k) BAIE & mis Bl X2 @ BEHE)
® BHBE - By oz 2o (scientific—technological approach)
(BRRER Y BHEBE kel fogs - ERHE
@ e o] = 225 (social approach)
(RLerdiee . BEshag - it Hm 5o RS BEHE)
® vl & - golA g . o L2 ¢4 (meta marketing approach) _
(“meta”2 Md el A [(beyond)e] Zoz oAz kel elolAl D& 299 fam BEHE)
(6) DIOLH|EIBHE Kol FF 19505 ~1960£E)

o] BeiiE vlolA B EEANH Y BB A = uholsAl B BBl JABIE o) =
glvh. & wld=(R. Bartels)o] {sl [ 2B (the periode of Reconception)e] 2} 32 n%;
’E% ol #ffie] vl24& wholAlyd HEEyQ BiR(managment concept)o] AR = n}o}sA]
HEHERC Aoz MBIA A= Ao LT = PR KEl A ool At

2) OjOLIIE B TRRAC] 2%
(1) oot EIEERERC] BalD

@ &%l g clolA ) EEES ) BA

B2 RERKBE, 53] 195000 Sol A=A BEBE o] M G638 AR
o BHEEY —E¥%Esc, EETS 2 BEXTS A EEALE) A ekal e
BTl 2% Ak Ho sle 594 vza nhobA B HHEEHS BEsl 2 hEe =24
T Aol 2 A golk o] FY 54 19554 LISEE ololA = BEs A g E=H
ol oA AREPEMOZ W w2 2 HIMe) AP B = 19556
ol A 1969471219 108l A4 oF 18,0004 o] 2 AP0 Qlote AHd 2 vl o]
EolE H3MI F 1M 2 B 2 HEC) Av, = pEeho TEA oA
BATS mRmRHiE ﬂ”fl S3kE FAA Ag ¢ F A dFG 2 faY gBBe AT
7hA 8 e 94 WA 34 EPo] ofd o] &Eu} - F& 27 7] E(conglomerate)fy .
AbFel BHE APt Hel Db BEE e S QA 2 ol 2| 3 ¥l kg

(43) E.J. Kelly, Marketing; Strategy and Functions, 1965, p. 12f.
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he Ze SALEES 2dezA PGz dvizts gFEY dFIY AFHe 2H
HMRT Tokl £FHAS &t RoH, 29T Sluld e 29 SAaksde 2 4
Aol TEHog fEdy & 4+ Ao

olalgt FFavlsl ERe pEsde] Bigel F5T WS WAl A olfY e FU
h-R2 A %}—‘%51 W= s}9](countervailing power)“9 8] ol & vl k3, 53 Bl A% &
GEEL BES G otk & EEAAL SN L A9 ¢ zHAAN 4T
o B BhEd 4459 434 U 43 S A ez gA% AlE
B AAA $7 AEel wEA oG EBE A Ry S & ol A
& ThE LEMS £he ¢ O] 4Ed HA T KR etz & F A= 2
U Bk o] Mt Bl AE BREFST YolA B ol SEER JANE AFF
o w-¢ AAAUGE FEe 2 549 vtz ARG et ARE o] FdAA e b
AR BEe golA A%y BE - #kE W2 A4 FE oRELD) BEF T
LA, ol AREDERS BB A clelAl W B ERY Bl HEssld olze
Ao, Z olA 7 wrolA = #@o| Tt wlolA W el Ak B A ‘%31 =] ¢]-&(H. Fayol)
o)1t | Q= (F.W. Taylor)e] f&ka] #RiE= i< BEey BETA(management concept)®] =t
o}7 Yol = BASE Bl dojAE Aol dvad FTEAYHEMN &+ B,
LR oA A2 ERR BEHRLEZE A oF & gE MK RS A
ogr] HFolr], 2 od WY BEHRY HA Qo ABEET KEHHT EHEA
2 47 995 FEold. 2 Y BEHRC S vtz [olobdl W EFE S HACIH
= 2.8 vlelA N EEE T#e2 @ x4 - vlol#l ¥ (managerial marketing)fy<l

CBELRY HAL BREe 2t

ol A7 EErltolAl YHEAMA)Y BHU = PRgel slolA DSBS sHEl - A8 - Fl
e el vtz solARERIEE EHhel HE chold BB v 24 REER

(44) 7+e-iul Q=) - 2+4] (countervailing power) st FHH Ex W Ao stz @A, e
Ada A el WA A A% = EAT do #iiste i IONE TE AA
= olw WM BEE o B4 stz e BRAN WHLW #Aol s o Esld A X
L¥d] WHsr 98 BPpLKE 222E PILERAELSY AFAY ARLATNLEA R
2o FHE ERs=, 2 BEp HES A4 RE A = HHE HBEA
Gt @RHe BAAA WHdA L9484, BREF L4 a4 U Kok BHRe
BhosA 8 BRE AEE SRS d9EAY 347 heel QY - ook o vt
A4 B BAE BRS m#dA Kikd d@ fpinez @A d. o Edd 4ER
kol ot WARkEe M@t 1 A, F& ALKE AANE Bibe=A AR 4dKE
gy dde A Fol vz 2 FHHg T F Ao '



o glolA MASA A RE RTF 1950FR A @ECI} & & Ak 3 o FFRY of
~Eul9 whobs ¥ M (marketing organization) ] FEsrol $1o1 4 £ FEAGRS] BAEM sales
organization) S THE, VAL - vholA Il WIS AnE MBI 55

A7 ol Aotk 2E auel BEMAKRI 4% EAY A BERR

Hosl MBhl A THBMEMAEC) B =, WEHEC Y RNEAN, =t FRIGEED =
shobAl WBIGRS] BED] 4 & e B e MRSE HA - Ao RETelok §
BE AARA ATl AP e B EHEEREY MRE 2T BRI K
BEE ¢ 5 ek

{H 1) ohotAIR EEES AR MAES DR SR
(1) wtobA EB A HEHAH

Z iR E R
(general malmagement)
| ] ] |
it 25 "*‘1‘3] BT R 28 Mu] A

£ ﬁﬂﬁaze E’countmg) (staff service) {sales manggement) (staff service) (production)

H o FEH BB IKRE A ey L |
<(budget|ing control) {personnel adm.) (field sales) (engmtlaermg) (product p}annmg)

o EH . A A R N
(oder adm.) (R & D) (product service)

@) wrolA Y EEESS WAK

ZfrieeEE
(general malnagement)
I [ I | T
W %-d AEEHER ohotA B B fr-W E .
(finance « (personnel adm.) (marketing (engineering and (production)
accounting) ) management) research)
B b . ‘ |
(corporate budgets o}l « u] 2@ B B T ®
and control) (marketing - s'ervice mgt.) (sales mgt.)

i !
B . %HE Tﬁ%iﬁﬁ Eﬁii&ﬁ %n#giﬁ BHBHE ﬁﬁilﬁ ﬂﬁnﬁﬁ Eﬁguﬂ[ﬁ
(advertising+ (marketing (sales (product (field sales) (sales office (product (sales trai-
-promotion)  research) budget) adm.) adm.) sales service) ning adm.)}

2§} : E.J. McCarthy, Basic Marketing, 1975, 5th ed., p.32. (Eugene B. Mapel, “What is the
‘Marketing Concept’?” Barrington Associates, New York: reprinted from Sales Management
July 5, 1957.)

i

a9 FAS MRELBAA ¢+ Q%o UWkelE - BE - B AKY £ M
o] o] Byl KRy WHMES ol Fo] 2 A7 B glol ¥saAY, 234 2 5}
TEINE EEEES BT 2o BRAY Ao vl NEEEAS WAL= AEE

\
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o2A9 shold Wil 2ot o EREAC o2t B FANAZ Y. oA
BES BB CPIYEE 88 BAmnd Bl 2 4 93 g e 2de]
2HAA whol v

< 2> OROL3I G EHEEAES FR{UhEhel WS

1800 1910 1920 1930 1940 1950 1960 1970 1980 —>

. = . S .l -+ i iti
Production N Sales Marketing Social re“.p;nsﬂnhty
. . . . . . an
orientation orientation oricntation human orientation

CEEXI) () (vlolA &)  (RhEm B{E - ARES)

@ Bl o3 vholA EHMS WK
ol¥ X 19508 FoldmA  =lobdl EEBE S KBRS £ odd A& HAHA

AFE gt bzt BRI BE A sholA Y BB Ao Hhsrldl o] & Rt

7b st2 195084 FRERE o7 % sic). ohebA 1950FRekd 2 nhobdA W BB ¥ =
4 B REES mmEdA BEEsd ol & #Hpid Rels & 5 3t 29 B
AL ol I EEERC] o] BRozA BRH A ol & e 19574 FH (A
Howard)ell 9l#] 2k A& o2 vjol#A B &M (marketing management) “% 2t FHE7T £
A #Ffrel FFY A el @

Hak A= EEE v Fo] gleiAel rlolA Y EHAS BUMN BB BRI FHoE
A drgee v 2 E#oh god, v BES) WRRRKIE 289 RE A4
Wgke} gt et 2% wlolA DK GBS TE, = REHoZE slolAUER
ol BE ool BE) AL HAE LY ZRE Q= RS ohinh olEHE 22
E o)n] —ERI(19564) ¢ HFEY BE(P.]. Verdoon)d] R3]} -4 (H.L. Hansen)

(45) &7 M 1970%E1% Llgge] o] Bv} AMZEI(buman orientation)fty =ol#] ¥ BAg] faghsid & A

L2 HRY AL HHAAE FRAA & AAH B LRFS ey Kot BE9
AMEE o BRASEE 2537 & BRY slolAde ¢ozd nolA R ER: 18 BHE
9 vhosl 9 (social marketing)el WS AMBENA &S HAojolol & AL BRE ®
R

(46) J.A. Howard, Marketing Management; Analysis and Decisions, 1957.

(47) £E 2 24 Llagel 1927460) £ o] m] [wholsll &) B 24 ®Mst Bo 7 Ffrel gd AE oF
Yt} o] &dl" P, Whites] “Scientific Marketing Management, Its Principles and Methods
(1927)"7} wk2 zA oA, o A& whobd gaBmel ¥ A=) (F.W. Taylor)sl syl FHE
89 ‘BB (scientific management methods)s] BHL¢ HASHE ¥, A2 Biogyel kel A
¢ “managerial marketing”s] T wolAl HABBRE oh o (THIE(3) =lolAl AR HAL
ST )

(48) P.J. Verdoon, Marketing from the Producer’s Point of View, Journal of Marketing, Vol.

XX, No. 3, 1956.
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SOt AR - A

o] FEWE u§ 2 REcEel Y Bl & [vhobA R |(marketing management)ete &
RE 99 Ao FE A2 oAy BERS BB BoRE g ®RY shtolwh w
4 B FRe ALY okl AE Aehe YEolv $A Bl pis oD B
ol &k

qHH shelA W EB®S MBS ST 1950 Mol g Ao} E 7ol Wz
grlel e, wR=z(R. Bartels)7t BRESSE % 6 (19504~ 196040) 7 A%
[ebolAl =) A RS Wi jobe BelolAE 7hEhw Pololdl =&l oivix=]Q - nho}
#) ¥) (managerial marketing)yel [FHE B H0] MAS & RIS BHIIS vtz o $o]7)
qEoith & o £ AL kWA choAVREES H2 KERAEE o Togd |
% 3MW LREHERA det kE BB B BESH kexd B FHNEE
GEA % 4 o] Q& mie] KA o 2E Acldh AL T ubold Y EER
ReiAe Bbed WA - oA Epwd BEARE Fael, = 2Ae =dA@F
Drucker)7t Qo] Zobath 2 PLKS HIS 04 vt P Bg o064 maksl e 20t
B9 vholA] ¥ (total marketing), BIXAY wlol#] ¥ (modern marketing), A =& wvjol#| ¥ (new
marketing)o] 7] = %t 2 o]t} .

Hebd o)A $E e ol N EEEESS B4 BES Aokl EEXTHY Bkl
A choll SEEB e kel 5, EO) BREERE NN E 7R EHK
e BEFRAE 39 GE - RE - A% BH 59 KW B 2o Lo wholA)
YHEE SEAN A Bhe PAVE SE Aotk ok oA BeA BEEEAS
THho R 4 ZEeREHC BHE TN HSHES RES £od, olze] T uhoh
9 BEHY BOS ol %E Aol

2gd o] A7 1950%E4R] A - K E [ =22 nlolA B #4 |(new marketing concept)
+ We 2§ vlolsl WS E i (marketing management)3}, = LUffe] FEstgw Mee
oo} S 4 I old marketing concept) & WHEIOE § AR BN (sales manag-
ement) W< WBEEE (distribution management)s] WRFREYY ERE W o 3
Gi @ 4 gz, o |

L vholA I WBRE 195048 LIFTo] Fefeetd A= - A DNERS 2 £ B

(49) H.L. Hansen, Marketing; Text, Cases, and Readings, 1956.

(50) P.F. Drucker, The Practice of management, N.Y., 1970, p.37.

(51) R. Bartels, “Development of Marketing Thought: A Brief History” in G. Schwarz (ed.),.
Science in Marketing, John Wiley & Sons, Inc., 1965, pp.47-69.
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MERE stz gl
2. wfolAHEBERLS ALd2 YA ERS ?3*‘1’—9]--‘5 @] wholl B WH % (marketing
-manager)?] BHES AR - HERY Aoz gtz g
3. wholA WA - AR - SEEIEtE oA YRR HBEosE ¥} HEE/ EREE
Fiiol BAH = 9,1'%
4. wtelA N EEARS MEE BERREY MERA BEA 2 o wetA Ard & #F
THeY B B i BEHRC BEmes FET At |
##E2 vl z(R. Bartels)= =7} BRELS3E 6 H(the period of Reconception)gl
T19504E~19604 ] fe] o] 53 WREMETS A FRFA2 FlBE}z o, o
oA B HERS faghel Bl Bkl A= 195642] Al (HLL. Hansen) LIz 22 & w=ol#l
YEEBS FH} W] e WRESZ BT AFeteh
195142  H.G. Walls, HL.Q. Packer, ILE. Waterman, E.S. Bradford, D.M. Phelps, C.
A. Kikpartick
19534F C.M. McGregor, J.T. Cannon, J.A. Wichart, J.IH. Wilson
195548 L.0. Brown
19564% H.L. Hansen
19574 W. Aiderson, F.M. Jones, J.A. Howar, M.K. Alder, E.]J. Kelley, W. Lazer,
R. Ferber, H. Simmons, E.L. Greif, A.W. Frey |

19604  E.J. McCarthy

(2) olotA el g =ERKS RA2et O muk

TR BB A B o ol Al EEHRE 1956459 W E(P.]. Verdoon)d] a3t H
4£9] @4l (H.L. Hansen)?] #{Fo] |7} =0 19574¢] 319 =(J.A. Howard)o] E&Fdl
el MRE oA, olF HBEICZ 19584 o] A=l (W. Lazer & E.J. Kelley)*]
SERSE =& Rl KA #AREA T el Aol —HkMyelsh. =z F 1960
4go] W 7A(E.]. McCarthy)9] Jifo] HTIE o2 A wlolA R EFRE-S —ME 2 0wy
RHE HFAA D5t FE 2 Fol = 196240 =l o)A o} A 2] S R, 19635 FH=
o] %@, 2] 19644 Bk A A B Fol A4 HETH Y € A, dA=R
19504f% sPHEYEl 19604E% ZIMEEAI 7 vholA W WHEES ) - MR A, Wl 2R
Bartels) 7} BRES St 6 9 Mool Y Elts BRS Blls & 5 3ok

AF vlolA WEFEHRS HEL S d kel Yot B AL o4 2R cletARE




HERS BUERY Figel ZA oluiA g UE, @A, A=, A4, HelA A F A

<1 = 532 HEAREN REE BN - BEIgel = A4z & ¢ g
A TS 9} 29 FoERMW wobl Y@l ,
uhol A ) RS RS 91 ERH EEEEAY —HirEosE @ LEQJ.

‘Verdoon)o] 19364Fe] AFIR W3 [BRFE clolA @RIV S HEES BBCIA =5
oA AN clelFAlHEERClIT. I BRY BEoRE BEER, 53 0EER 2

WA sholAl BB slel el oRFS THRES WA Sz @dd 94 A4 =
A EEEE RS ctolAYEHY REST RB) 3 BUE copAy - wx
{marketing mix)z ] EEE7 s &}

AEel 5P A vlolAYBRES TEEBZYE HEE == ALY HEOA A
)8 & (flow)e HHSHE EHREHE (policy maken)®] HIEBHE BIES e o] =
Biyels] ®&o] vholA EME 98 HEREC TURIE = BRW FE Holol @
tha Eswh 2au oA NEES REddE $4 E@ior ¥ SIS BH 9

iR, 0% 37be 2FeE Eeld thest gt Rejd o

1. &%l G BN FTHEE: (possibility)
@ HeHaay #BA
@ H#8H= B8
® s ehH
@ SmEES
2. £%9 Bay(objectives)
© HEFES BAEEEEH)
@ el elA e BRERS fiER -
® BN BPES
@ BFEA FHHES HE
® PRY ik
® REXAREY RE
3. £¥EHEM BRE 9¥ #FHE(instruments)
O H'#E
@ &E
Q@ REZH
@ FOBRRE
® HEmE

7 (52) P.J. Verdoon, Marketing from the Producer’s Point of View, 1956.

(53) P.]. Verdoon, ibid., pp.222-223.
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NEL of LA BRG] oA BAERY [BEMEY EAtE BAe 1
2§ 808 SRHRER (boundary conditions)oleh A3}, = AWA 2
Bo TRZAM BRE AT HERIMA = KBNS Aoz 23 2 5@ HIY MES
£3] wholA Y » =) 2 (marketing mix)eh @A ek %0 AE Aadchd o HBAR
W, BREGEE, whobld - ga 3 clolAPBKS Bhire 9% £AK HRER
b otk webd 2ol K o wholA N EBRS FORES [RIFE 2 AATE
kel Sl BE A=k BREEES ZRAEA 2 5 A R A% 2 HEAE
& RS ANAE oY A MKSE 5B FRE o¥A EAGEN G Bt
e Ee QA "ok & ¢ A
2d o# g wolAlY « 29 —ER EAo] €A s MY MO oFlAE
sbel Y FHEko) MEE o2 TR JFd kA4 £EISE Ao F 2 HuE
EEMG glold o) BfE, =& MEmd BIFIolH, B shuis Take HEmd &
B (ol Bl A ) joleh. 174 wahe MRSl i (ultimate assets)o)d o] &
S sty ik, G PR, AAT B, M ESRKCE BT 4+ At B, €
W& NEEY B2 S G 2 MR DEL o BEAMES Eo0A 248
B0 « #R8Y ©}olAl B EZ5 (marketing audit)s] MEHE BHESAE Gt o
gk ko] TRRF wholA WEle] Bago) AT, o] fgny vrobA gl rshel 4
BUE clolA U ER S BRHC2 BRAN e oduAsdcs ol 2 A Bk
b QA Heh m=G AE oEdd pe BEEEmmd age A8 FHAA £ st
AYEERC ol E, BREY vlolA JEBRY g ol Fx utolA B - B 2e A
So% GASA I BHE Fo) HES Ik FEech et oA HEERS BRN B
Bt o7 AEHBECI A £ chold Y (micro marketing)wo] ST QetE ol

ELEEER - SRR CER RS L

B. T4l 1% 2.9 Fepolsl JEBRED

#E(P.J. Verdoon)ol ghzre] #HEHA =2 7%*3; #el 19565 A & FAEL.
Hansen)®] EZC®" |4 vlots| JEERS [pBhHe I ML REE2HY —FTE
%@ 4 ek o gL —BITE ES F4E 2 PRER) FT ol o

(54) w=pA §EL olopA  EHEER AAHS B Meboll &) « o] ~ [k BM#ZA = &8

(55) P.J. Verdoon, ibid., p.227.

(56) P.J. Verdoon, ibid., p.235.
(57) H.L. Hansen Marketing; Text, Cases, and Readings, 1956.




3%011 o) Fol3l HEMxdr] R 48 22L& vlolA I HERY 2] A4 #@%
Heoz w5l FF;ete AelA ERAARL = vlolAIHERS BHAE o &

#E o] Eu} sy A 2] « o] 2 93] (managerical approach)®] FH-S #RIES REL vl -

Al ol .

284 FEeI @Al ge] wielAYEERS MBS AT BB KEE2AY
—&THCI) 5 AR, BN viotA EERS BE/F FARTE A —Xihel Hikel
Ae F2 cholA YRR - A - HHS WIS EEN FRBEST 49 94 Ao
BRAAE obPd=E 3ol FlsA s st = H Howard)r} REMY —BHE

Boubeteh, A wWEolut F4e 2B HMMd Qo] 2 HMLEHl F2 2k

BBkl A O] KA HEBEST AT WS, i, KB, BET 2o sty - wa
Wl A WEAF 2ol HEolh. A WolE o)F FESHE Pd WA HAY=
o #E @A 7175 A0 “marketing management” (sholl I HEA) T Fs 3
gl B4 29 4 sto] @ik

AR RS R [rhobA WIS cHobA T EES AT BEST TR Ao
Rl SR =A, #1560 AT THEE Tlol, 20 % 825 LT ke THEEE] [
SBR[ TARBEE) MERYE] TEOREHE 5 2780 o342 g @4
R A chobl W e IHEEY BRE BRIx, WE D Avxd HEE Aedd 2 &
RE RBAZE BEIol7] dEo] 28 REE S8 HREFLEAY BEHRo e
b= e givh 27k AR wha P Mazur)e] PeiEAme] Eiithe delivery of a
standard of life)ol 2 wholA QRS HIE H—o] BEo] BAZ & Rz uFol
2 OFESY 1 gh BIARHE (customer orientation) & G sheh, 2ol 2ob Fo] H—
Bol A BRBRETB] BE REE 4 BEGA J= BhE Sdets & 4 g

WAL st o) BT YUk [l FolAE Bk S04 Bobo] EiEEERS] Acks B
Hol dolvtm glon, HelE B 1046l 283 SiEmste] Wiko) EEstz 5
et B HEolt A¥aE ERstAL AMARY WEES SRS Bmdx 9
wehd WEETBHET ol NEEY) B, 1 AL AE BEEY BEDE
st WEEES 201 BiEe] 2 Bbel Hojol @ 1O BAY HEENHE ooz
& MHRHWELY BEES NS, odY HRE AME WREE AR S 82

(58) H.L. Hansen, ibid., p.7.
(59) H.L. Hansen, ibid., p.6.
(60) H.L. Hansen, ibid., p.11.
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St i

4
£ LT 878449 £ KBEE KBS #BRNeE BRI & Ao stz ¥4
o #&olet ¥ 5 A5

add] 28 LT 2EdAE ol AR MHAREK I 14 BERS = g 2= 2
2 7o) TRIMEE (product policy)e] 2t ABMLZ: S&iENT AETHENES HREARE
d wEE Rololol dte, FURTE WA WHE Lkel LAHl T HEY A=)
©0 o) 4% o vholA Y EES AL MHEE FE KiET HABIKI Y ol &

A Aol 28R @ote @A [o]&vt “productout”(HE A& FeHHE WAL

= “marketin”(9e) & Ae FEDE PG wHHE Aol selAYEES RHIV LT
BEHE f%lz] gl AHA o]z d AEHRol ez HNR vlotd P EEMS HMol=t T
4 5leH, X9 [$9.7 31803 (product planning)el vtz A% BBk LKIT AE
A= EEoloh

C. TS5t 29 [obobdl Y HHHY

274 292 chobsl YA EB (marketing management)o] H FaS) Fsh 1o AT
o2 HMAE rholAYEEBE L B F&ol st =(J.A. Howard)e] Ffpolar & =
gleh. A=) EEe = FRKC] 195741 HTIR ¥ 1963} 19734Fe] 47 2kel 2H
HITE . A9, B EelAw KN BES A& £ o EANd BRE]+ A%
Eol AL A visseh Gt o= Aol E }dzs i—“]"’]-ﬂ]"%l‘ﬁ‘ﬁ%_l%‘ o} e 7 =] vt
g (management)®] ol A AURE = dvhe Aol HEE o Fm gtk ol EHE v
ANEEE MERT RAMES Riksts EBYE (company management)e] —irEf]e
2 23, [2Ae %M ERelA stold g A BBREL ==, HEs- #HRst
= A% (the process of decision making, planning, and controlling)j®®o]z} A &0z Ruf
£ Figol WA BN oA ENEERS RHME RAHATE T -

otz EEaAA 29 cholA N EERL o A G HER wHIA F2 chels]
®) %3 % (marketing manager)®] TBRES Wiz oo slord, 29 HRAFERES
dAAE Wl SHTRYels, TEHEY BREE $23% fA%z ddxz & 5 A 2=
W% shobAY - Wadte RRE BESA GUod SPINERRY REEEE U0
" (6L,62) H.L. Hansen, ibid., p.86.

(63) H.L. Hansen, ibid., % i ZH, vlolA", BiEEkxs, 1960, TExEAY FEI.

pp. 5-6.
(64) J.A. Howard, Marketing Management; Analysis and Planning, 1957.

" (65) ],A. Howard, ibid., 1st edition, 1957, p.3.

(66) J.A. Howard, ibid., 2nd edition, 1963, p.14.
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SIS A, 1S BEREREY ExQ ME 424 olE o) &ul MEEFES HEL
(the controlable featurs)s} k&I R a5 B (the uncontrolable features)e] Fr1A12 E4H-
T AEOE FE o)A HHUTHES HHFESY 2FH KT BESRS vlolA U
EiRe b B £H\A, Fol #4714 (E.J. McCarthy)o] k3] o< BRE A, KigEy
o BfSotobA Y « W25k BAZ Ho5 g
dhEs AIgEse HHTHRERC) % BE(demand), 5% (competition), #A#(organi-
zation), Z3LEE (public policy), WML (strucure of distribution), JEnlo}A1 ] M (non--
marketing cost)®] 6fHEEI, ol HEHL 4% HEHYT & U=, R B R A
Rl AdF PEE A BES BlRdd. slebd cloldggmEe) SEe pgow
Sheld 2% B BWEA =) Qo °of W z BEY FHoz: MHTHEER
o] BRIk ot Aot 2R wz HH(product), #E(channel), {E#s(price),.
B (advertising), AIARE (personal selling)e] 5EEES 24, o ALdA mot iy«
BAEy BRREE LB st AL #2%d THAIS (BRI R 2% o
AREEES T2 % ol& ¢ SEEEY HETEEHETEETES HE M ’ 4
=%« vtobA | « Fell (total marketing plan) & #irslz, ol % #iTShw, 23 #ilse
el etz \HEss Aol .
gk skl sl QoA el =& W 7R (E.J. McCarthy) 9] 7 -9 28] 254 :
+ I HERRS Aad HERELEANY BEHRE 24 FAS$A Fdx dde Ao ,
2R =S of4] &9 Stk @ givh oA A AP [obold HEER Ol B :
BEPLEAC] BIRES] ERMF AA @k ol WAAY Aoy HRAgelt Eul
Boh EE WEETRY [ BT HR, oIevd MAREY fEgEd 3% kg
B ST e g EESaE 392 AEM Efols suizts, #5140 A9AH
BRESSS MBI TAA vlolAl ) « 2o FRol vlHol H& HERERY & s &
BRol o},
D. D744 19} =9 T slolAl W) .
19604l kol HIT" F wdel A4 YUiRd 9 7HA (E.J. McCarthy)o| el M
Arkol YH U2 2 EES (A=Y - o 223 (managerial approach)7} 7}e} 7]
A=A Howard)ol ¢, wholAl JEEMs 1 ksl Wibe Fulsd shobsil ) B EaRe)

(67) J.A. Howard, ibid., Operating, Strategic, and Administrative, 3rd edition, 1973, pp. 15-20.
(68) J.A. Howard, op. cit., 2nd edition, 1963, Chap. 3 and 4 R}z,
(69) E.J. McCarthy, Basic Marketing; A Managerial Approach, Irwin, 1960, 1964, 1968, 1971, 1975..
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SKffoleh, chut oholA EEMS] AT HiECl ME A5 WUsEAAE A gl

A9 BAEH] £2RE 28] 'Sy} WE (consumer), [FRESHAE BEZ (customer) ™ol 1]

#he uhio] BB 3 ol Holth F B MM (customer orien;ation)ol] 512 [
FrkolA M o] $AAGE Rl A zhE WEmelS ¥ F Ak 2
WAt whelA W) el e BEXMAMS BREGE Hikold AT EREeHAVBE
(AMA)S] 3ol [ FES WEAS Y A% LREBHI e BEFANI RAT
o] EMANZ AHEA, © tdolrbAr 28 FEFMEL H5HAA Ftob Y - AP =
oz WA TEESAIE G432 s SR™E 1 PR B SEes

AAAE ol Y EERY BEHEOZA R B R  MEEEOCHEARY)
W FHEe MIET o 2u [YA Q- o] 2293 (managerial approach) & AFo 2
BEsn god, 2Ae T Proll YREE oA dEEEY £ FAA 2e BES
o BB olshy BB Az Yok 29w A 9= A AY 29 HA PREUPOH
Q =mpolsAl e « B 2e BESA HE At & 2 Yl RaEEHE (the uncontrolable
factor) s FEMIFTAEER (the controlable factor)®] W% AHeWlAd T3 H#S F4E thot
AY ez BRAA, 1AL BE WE@E T4 Brodut), His(pric), EE
(place), {@(promotion)?] 471 P2 f@dvhe FRe Rolct.

AohAol HeE A SholA W EEME vholA P EH#l(marketing planning)&— o] HE
W) whobsl ) M (marketing strategy)——vholdl DEEE ) cholA W % EEES —EY
BE %M (e particular group of customers)ol Mg o] MWirstx, ol & KA Hbl
e Aols Tub) Dk ol: wE B wolAPEERS RES ¥ 4 Jed 2 AW
A GEED cholA WEE, webA cholA HBEES RO & F14 Bt dohn W
P ™ &

© BT (target marke)e] W

(70) £3%# who}#] B3 (micro marketing)®] 3r#el A e o) whe HEE (consumer) St B (cus-
tomer) & EHHA HE 4= A Hed, 29 @9 [HREIC —RERARE X3¢, B
Zola HitaEs EROIA Ad2)e HE EESY Fe [FEEd1E BRI g4 =
34 @BBeEe FEES ¢ HitogEe] BREY RFol A4, mopAE - A4 ES =B
= HEE [EEAIE (customer creation)e] et FEEol —akayel ), AR EAIH ] (consumer
creation) e} FHe| #iEayel obd Ehot A Hvk '

(71) E.J. McCarthy, op. cit., 4th edition, 1971, p.

(72) E.]. McCarthy, ibid., 5th edition, 1975, p.25.

(73) E.J. McCarthy, ibid., 2nd edition, 1964, Preface V.

(74) E.J. McCarthy, ibid., 2nd edition, 1964, pp.25-26.
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@ stolA Y « =) =9 Bp
7t 2R A Do) gt fEo] FEkdnA e ﬁﬁ%@ﬂ HE #ES Bsld, @ 2
BErEES MEAS Y S8 ¥l A2 BEW@A) e HETEERCH Y - 7
208 AL %A o
A3 gutd 2 KRB A WolAe TEErlolA GRS BR clolA EEHRY Bl 2
Al oA G HfFelzt & 4 deow, S8 z HHFSY B o) HEEEES A A
o] Azt Hkel st R stalvh B} PRE The s @ 29 mrelAly . va
< 25l E 2 HAERC YA X RFoln, oldx Be i fkal 3|
= ubb Skt Ok 2EEe BEA £ W 29 EAY RS Ao g9 g4
(H.L. Hansen)#} %] =(J. A. Howard)2] #73ske] #RE = Qo] e #aie] Qo o
Hetx, obA7A R Wk FEiEe] B vholAl JEMRS kM RES gl QL
o] TWAAE R,
E. Telo] A » A=) o} 259 [ef 2] » vholal )  ‘
B viobAl ) BB EME MR Rflo 2t 19608 H7AY HE L= '
olv] 1958%¢0] oA « A 2] (W. Lazer & E,J. Kelley)o] fka) #xms BcHh™o] vt
ot 238 MRUBSEERDNNE 294 FRHeA 44 RESl 2 $25q 10625
BRI A vizs BA vl U ERY REE RESE 24 0T Qs So4 o
FtA S el olelA & Eitez MESZ A —#iyel
284 whobA JERRL L 2 K@ He 28 REESE 289 WEd A%
19624 RCE 7H2dl A 28 Bl kel 247 [iR#E#ECJ(Editional Potsscript) 2}
= ol &9 Facel vrE zlelw. o] E@TCS WK s H &9 ﬁﬁicﬂl/‘i 2 B
o2 BALE ¥EezA, T BEhEE € 9N AS$AE iR d s ofzzs _
#] (managerial approach)7} BE{#E= 2 lvtk. o] BN A #HolA - Ala: B =leolAlgyg - V)
BHo BOMrezA 89 6712 el #mEstz god, = 23 T H®IARY
Ziffel 7l = e},
@ whorA R fREA 2l A=Y ol 22 g
@ iﬁéﬁi#ﬁ(éonsumerism)
@ A" = o] 2 %3 (systems approach)
mhobA A BREBE l
© (78) W. Laser & E.J. Kelley (ed.), Managerial Marketing; Perspectives and Viewpoints, 1958,




® whohsl = BB (marketing strategy)

® sobd WS HEozAY BE

g4 1E0] Bt ol AHERS REE fusee Fv AL FRARAE wolA Y
wE B oo EHESoD & F Y

Pebo}# %) » o 1] x| E (marketing management) " HistA REd gl WEHS
ssts] A8 HBEERY FE ctoblYASe HEs zzodw, A@s det4el
pBL 9 choll Y WERS BEis HES &Y KBRS 2 HEmd FEEGI )

H G THEHSE 25 EEuA THAAMA)Y EH —EHENE Bl
Bife vholdl WEE @AY BASE oy ¥ 4 ek 9 olsbd LEo] MEE#EE =
AT, Er GEC2E SoKEse] 1A T An B cE ¥ #Bi(focal point)
o et YR AFolebEA, TEEY HERE N¢ WEEPLEAS M B
el wholA S - AN EY sholch)™ e WY AFE LEdel sl IEERY
Zmql fembe] BEEEA 9A Dot EES Aot oE dsh
s w2 Ll 5 cholrl WEERS] HOBFLEA 180 CENE e A Az B
3} 18 M (consumerism)®) RIEZESN, Az AEY SeblUEER A2
e 98 A= - o 2.9 (systems approach)] FIE 5o ghialA & AA
9 B chobA YEEAY BES A% 20T HRN R J= Y= s 53 sl
A A gkAA Agor BRAY Asdz-zesAd BRA HR WAl 3l
Ao wholA Y EEAE o] B olu] BEfel el gos], ™ whold Y EEH) F
3 cpolAl W MmEE M. = FESA 2 2w A edvtz ¢ & Ak 2T Ekel
A o)A - A e Rmiolob 22 wtolA DEEBE L Aas Wue, £ BN vhelA Y

(76} W. Lazer & E.J. Kelley, ibid., rev. ed., Editional Postscript, 1962, p. 680.

(77) #Hic) A= Tol 2] 2 + who}#] & |(managerial marketing)e] 23 EBH = gtk Holx &0
A« A o] % ® “marketing management”$} “managerial marketing”$] WHEE =13 @
o2 BfE 4 A Aotk ze v YA B AT MEE Eﬂﬂﬂ‘ﬂ"]‘ st & Ioj
A2l g - slobA 8 o B R BEHR ERZA, doiAgE ol 7R v+ FHEN A
EEEAn EHA BERdE Fkz @4 AZsst 287 o A g . wotA
(managerial maketing) & %822 HosA 2 FF L5 Mgy vhobA g | WA [EHE
gy wlobA Bl Jo] g3 A == Eist oA "eh 2@ BikedA e “managerial marketing”
& abebe] “total marketing”, “new marketing”, %< “modern marketing” ¢ EH 3 FHE

. ¥ =i

(78) W. Lazer & E.J. Kelley, op. cit., pp. 681-682.

(79) W. Lazer & E.J. Kelley, op. cit., p.684. - )

(80) wholA & EBBIEF] RAolAY ALg]z o]zt HAC ALoz #REA AL dre
(W. Alderson)o] 2tz @& %l ch. (W. Alderson, Marketing Behavior and Executive Action,
1957). ‘ ) :




Wl 35 HEAE T HAE rstel E HER 229 et guste
38 OIS EERS MR

uhel = (R. Bartels)e] BpfUEGol ke & [19504:~19604F Jfilo] o] ub Pufobsl =) Pifd
- RS Fiii(the period of Reconception)® 2 9150l #E3ke) wholsl L@l AEHHY
d BEHR BARE Bfolsl, 53 1 HPHIYH <8 B ke vza ordy
AL shold Y FREC) A - HEH Aol ol Erhe Bl FAAE o)u] Yol A HABAZ
olth. = 2 LItk B cholA U EEHRS REY HEET 2 ¥HH RS JufeAE
ZRH 2 MR Bz & 4 vk ohik o] BE S 1960 A 1970 e
o o277 2 B vhobAl Y FE#AS RIEE NS kol e wWidolx, Az 1970
A WA LA, 58] 1980%Ro] So) Al wold WAEKS THM MBS = Y=o
oh g 9+ |

ol BA A olAAX RS KA B nholA S HEGS MBI Mol B
LB Aol RESAS Folo, A2 1 REEN BEA ¢z @A e
whol A EERER BEE ohlgiohs Fols sheh. mebA T0ER B2 A S0/ 3
ol o] 27 3 & B vholAl D EERS) TEEMCIRELD) BRANC 59 Fakmmal
FKS B2 sl WEEMo) Bk B, 19z FKE MEY KBNS B
ML of ¢ FEeeh  HF vhol Y EEHS T A AES 1% Ml Phis
Aolol A Bieol 4 KA ololAn i FuS MEE % BBy = v g,

e @bl e B0fRfRel ololAx Rl Bt = %A 2we mAe W & g
E HEDE ohidh dvbeld Aolw slold Y H R FE B L BESS, How
WEES Eel web HEHY Aox K9E e HEHEYE FAEMA o, of
T gz sholA JEEEAC] B HEE) ke B o4 oM 4 dx Dols, za)
A Fz(H. Koontz)7h 7o) slolAl JEBRIRE ©AT ol TMBER Bike Muem
#e] k(AL J(management theory jungle)o]el Ruka-g A x o)), wn

ot 28 @ MRALE [AAREUS FUni v 2ds o= A5 meld g
e A9 EEREEC QR HEHE T2 B2 E 24 S5 ERY «
Qg AL AU, 2 stk chol YERRE N A2 BEHES MARME] 2,

_(81) H. Koontz, “Management Theory Jungle”, Journal of Academy of Management, Dec., 1961,
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E SE shb: clobd WEEEMS B [15S MECT. R o HiFEE ol Ed Ax
Wi . o] 2297 (systems approach)s] MIEE HASIH, e o & LA mholA Y
(social marketing)®] = 5 dAd=z £ 5 3l
1) NAHE - T2 WA

F3 1960 LB E T4 mEe HEol Ho) Sow, T R WASE MEL
$ e Ae2 FAAE, shobIYHEME AT FIRFHEE FURHA @A ool
A2¥ 2+ o] 22 %A (systems approsch)st gl o] whobAl ™ WIS Bl KA T BT
FEO| AT WIS 9a) kel M Jitkel U BAR HkE 2o pge) HiBiEE
9 AE(ezAY spotAYE shte] Axw(system) o2 A BRI S A2
g ikelel, Sel g e dol ohe} [EEE(HMERL BEHE S AR A E g
Z Azyz-om2$AE BEY Hik(interdisciplinary approach) 7Heele] A 2§ BT
O U, T AT - MEERE b A2 (system), = B FAIA 23 (sub-
system) 2.2 MR £ - A 2" (total system) 0 24 e, 2Ag Axde) B,
BREE, M 0T T 4 BMES WES o, Y B RELT ERST w9
o 4 RIEERERS EREE EEEAlY ¥ 4+ Ao |

2] o] Aadx.olZz A vg vlolA Y ER Sl glolAnte AE BETF
ol ohvi et viol W ERE S £6% 2RRMEA S HETERC A& o7 AST
A= SAs, o dobrhAt RAEER LU SRS AE BRI 44 oo

- vk mlelA R S¥lAY HAC] oA A Az e A MEAAA oA

Al 2] (W. Lazer & E.J. Kelly)9] 3 P RE & 4 gich 2 LS Ml AE 7}
P REEE 250 4% LERME el Axdlez AV, REFE 2 BEE A=
Weoz fElsl A AZA FEsA 25 MES 280 B Bl o1& 2% - MR
A g BHEe olv] glejeAx e, ol FelW EMEES MEE HULSA 2 o &
R - Ml e A e Mol #ikel ALAY AAY] B i HelA pmEe
EBe Bty golAde 2% REE BRE =AY shid 7hee st
A gel 2 WL ST £4S WPUREMLS R st Aol ohis ZEIL B

oA A BELE BRE A4 A2Uz.oZ2eAE BET + ¥ 23

£ Aol AFA S BEEEH A YAEES HE Aotk ols 2L BhE viE

(82) W. Lazer & E.J. Kelley, “The Systems Approach to Marketing”, in W. Lazer & E.]. Kelley
eds.,, op. cit., 1962, pp.191-198,
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2 Lithe] “T’°P“7‘”‘%V§‘E§ﬁ;’ﬂ ] 2] 57\0112 22 BAE, %2 (business as a whole)
B BRGIA B o sell Y S doE Azdlz.onzoAment 1 A T
frA 2ol #FH=, T 2 £ vlolAly » A2 G o] TA Hobxy T = A= Aol

ZRE A 2Rz ol LR A o] KA S [ A8 I(system)o] Bhkst: wlrb el Sojel
Ae FAKHI NN 2 o9 MmiFE - HTERS Al o $a) HEE TH-W% - [k - #i—
e - BIRE - AR - DT - BRI 5 oElobd liFE RBEA S Gz TR TEL} odix e
—Rind A R 28 o Asdeld A 27 EJ44 4G #ES ARNE 99 A B8e
(parts) A EK(elements) 7} HE BB A A 2448 =AY 28 Wa 48 #a 52 o
o7le 49 s #RIRE B Aol gve A 2o —HS o Ezegel vt &4l A {con-
denser) § o2 74 FF9 %4 BES nold, oS¢ WMz d2y7 oz # LG

A FHE 548 Ad GABMBER S BSo Wtz #A o = BEMS s
#i85R(machine system)ol®l, o] & T43te 229 ®WHEL [FY BFetz 278 471 = 2
 Zeh med ole ¥ A2WiESS ARy A HAES) =

O Byt 25 288240 fHrREe)

@ AR ERS HEKTFE(TR - A~ o209 EEE)

@ BBl (feed back, #HIfEHH:)

@ TRIZFABIE (s
olebe 4RER HEdz 988 A4 o 9.

Ao Axdz o225 KBS H: Asdiise —fi Al &%) B 3 (general system
theory)oll 4 fhizks®}, 2 A =elBzel Tl W ebabd) (L. von Bertalanffy)el k% = A 2=
s R BE Y S4TH Fikol o MERHRN BB BRE D 2 ik HEeda v i
© Aelvh 5§ FES AR Y SRT + olv HEMAS REEd: HRMe) MRS MRan
L2 ¥t Aol TR, 2uls] AHAE HMEH, AEE, BMH S BT AsdEs
S LER FHI®E Hdolvh. ol @ BEHR UHAA BEE ) lifre A BRI
S Ak B Al mEeAny ¥ £ gxh

ARE oY ALYl Ao KAMEA] FA 2 EBE ol T rholAH - Ay
(marketing system)e] 8% FHAALD A2 Gt 2ax & 4 Ao

@ volAl Y « A=W FEIA 25 o] 5,

78 25l (behavior system)ol & TARITTE) 2 HE87F =¥ WREL) 52 9=
As)® g ok @iy clolAl Y FEBAIA Arn . oz oir) MAY Ao T
% fTHFH& (behavioral science)ol 418 FIRMBI B = AGE chopA g « 4 2co] ul
2 figpAsdelsts Fold gsvh W E ololA Y $ shube) fibEA 29 (social system)
L2A BEGA SHaA e 2ed FEE AMADE Asdo MRERS Fies
el At whatzta o) o,

8D ME L EE, BREEBEA, ABEEHE, KD 1978 p ol
(84) W. Alderson, Dynamic Marketing Behavior, 1965, p. 47.

.
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@ wtolAl Y « A= BMKAl 2w o] of,
BfcA) 2 %] (opened system)o] 2t [ =) (closed system)sh= MBMOZ 2 ke T
¥ 4 B (envioronment)Fe] Abole] BEIE RETE Azdolnh ol T EEMBIES
Eushe RozA Mo Wl o Bkoz oA Aok
® wol® » A=W e SHIFA=D ol
" BB A =9 (complex system)o] @} FA LALo] A 2wk (sub-system) o 2 ¥ FERA
mamd A=de Each ol 2 WES KO SHEY R e oHAAARE 2
oW F—myol® MR WREREE A
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— 37 —

AT vhobsl o o Azul e Bl BAME - EHEW: =l Eol vlelAl ol glelAdy Azmlz
coZR4AL 2 eloldl W MBS (marketing strategy)fyel BBl A {2E WSt zho}
A, 57 UPOM]%"%IE—:E: %248 |(business as a whole) 2 4] o] {¢EHRA% (management
strategy) 9] —Ho2 A9 ulolAYEEE W A F BS TL¥EEHE 7T Azdlez
A SREFF FEHES] drlol d7) wEo] Axmlz .oz 9A ) MEY 4 vted gl
2§ BEikol A SRR EiEel s s Wagny BEel #i BEre el (E 3> vhobd
oo A2y BiE g KRB LE deo] gA Fdz & 4 vk

oJAH wiobAIE) Al AL 53] Z %S F 4 AFBEEAS AEFRAN EEMG
E AEoE BhelA ¥ub okizl, (%2 et 24 25 (total system)o 4 % =
shobAl e« ARl 2 FHLA 28l (subsystem)o] 7] wFol  ZEA AT (L) 02 A
o 53 wEE Yelok fts Aol Az -olZ2$AE A A Eiko] o
b A 2N sz o2z 9N p¥ERMIL Axdozd HEss ARBE
HHET ol 4 EAE ABE stogsted A AFse)ek e Aol EAE W
8 setgete A2 24Felol ¥ E2 v 542 5Ed fos Ao watsiAelnz
Azglz oz A7t £3] THREMWY HEHR ey 949+ Hh= vz 29 7
#hel 4] o] o |

a2Rd o g2 HolA « 52 (W. Lazer & E J. Kelley)ol %3] 2oz BAAYD vleldl 8B
of oA ALglz .ol SAY BFE 258 Byl of -39 2o
2EL slolAdHHEa D3] utolAY 2 HHEZ oheh 2AF fis] ARFEHI HEEE
& HEMGRS ZRse Ao, w5y BEEEZEE THEHEZE]0 I8 2A4xH9 £#19)
B Aotz BEstEEA AR o) = [oholA Y EHRY %4 E J(marketing management
concept) = ol HZAA VI WHFE HBEoE & BAse HES Asdeord FERLddz o 3
o 8 ey wtolA R AxRlz.oEzaeAs EFd ZLe 3AH E#Bﬁfa Adoe EiE
-Ql_r_], (86)
@ sholAl g 3 EEREE, SRBH 2L RSN T Awn R wR.
@ vholAl o = A UM, L& 5 e REWE R
@ utolAl W A K&, ARBGE, AT 2 oloAEMAE 5 HIED DRM AE WK
gge 2y u& °Pa HBHGE el Aoz, ffe] KBRS BES WEer on
BREREE e BAEGEAS LA SR o) B k. 9dAd e HREs
Aedz-of 22 938d BEClA stk R4 HHE FaA vlzs ERATE A B
=z 9let.

(85) W. Lazer & E.J. Kelley, Managerial Marketing, op. c¢it., pp. 681-632.
(86) ibid., p.684.
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[T AT T AR e AT e T T R BT B S BT

CELTITE SN AT IR S f S ey R n e garTan e e

AT Aoz Azuz .ol 2$Ao] s B uhold U EERS £HE o¥d I
HE & e MESKS BNEE Bt BESA oEEME BAR 3t A% 22 o
ol Y BEREHEE £&4E ol Wi Ao, Fzey] 9@ EAmd BEHLL
FA 8] A glel A woldlY - AxdF 2 Baos WRES s, 2 B ERE
7l 918t A=wsrifing WA Al 2R TEK T ol K@ vlolA UikHe oY FAL B
Foted QA e @ 4 ok o FY o%e Y 4 stebll WYl e¥dA
F A BRET 5 9t RS SRS YY) AT, o) sholA Y BB R B
BAA Ul 98 Hed AR2ME Shue Jagon FHMeEA4 2 Tz
(subsystem)o 242 wlolal®] « A2l S S, BiEHES FRA2Y o HEHEHA
et $ol A 284 2 (total system) 2. 249 AEME FRIA & Aol A BWIT
TFHRUAE 52 dolr. 2asle] Aadz.olzzoAe] BALS choldl B EEA Lo
A9 AR EEHE AEUAA S Bl QoA A3 g A shiz Ead:
Aol —ggfolel, @ ALY slolA « Al (W. Lazer & E,J. Kelley)o t% JcBicy ko] [H
BstAl | Lk ¥l ol2AA sbF B WEKE {kdl @AEe & EEHE
slvel A = Bhel,

28 2 KE ol D EERel Yol AWz . dZEeAT 1 g WEel

A el AHel Aol #—T A fk RBI £ vholi JEE@H] YA 2
A7 gEHE AN ol Abd $ES A B9 AW BHY Ade BEe
AL %% Aol olu H9A=(].A. Howard)st Qo] #d AR Foholsl = HmEol
Ao Axdz o2z e bR AL 420 obe) (systematicyo] obid HEHKLI e 2
e Atdolw. Zad oe® RIS A = « A 20l ohS) (nonsystematic)o] 2hi B
& F2 9o 22 BAM BRI #megz ¢ 5 9o,

2 A vholAl W « Aadol e Hiet A2e 3 —8kA 29 S(general system theory)
g BRA 0% BEL ATold $4 Asdz. oz —gdsd@e BELS
stol A el EWARHAA AFAch, 2 B o) (meta theory) 0 2 48] —jga 2

(87) P. Kotler, Marketing Management, Analysis, Planning, and Control, 2nd ed., 1972, p.47.

(88) FTH MEH MW, BUtolali®sh, LG ABEE, Wat, IR 524, p. 12

(89) J.A. Howard, “Are Systems Systematic?, in D.M. Slate & R. Ferher, eds., Systems;
Research and Applications for Marketing, 1968, p.4.

(90} ¥l bEEG (meta theory)e] g o] Eul THEH = HHY FE, 7 == Lo 2§ Fislo) ¢
dAA e, = FEER shiel BHR o E Hikel o HHERY HBHE S @ 9
A “meta—"% F2 [Alo]o], Fol, o o} 1598 BES A HEFEA, BMme] Tk




.
E
;
}
¢
FA
e

— 4 —

S8 BAMA K AAe BESE, 2 RRE $ cholA Y - Axdelde HE
§ Axde Mms A Foln 2o Axdz.dzEAs @ARGE R 4
g oholAl g htel slold —iEA =Amwe) Wilk&e] A e BREL AATL, A2 o

W vhelAl Y - AaslE HEEA g Aots A7 kAol AAL vk —A
2z BED Axde] BRS® 37 Aol

T UL QoA Teg BRCl BEEz o dHsE 44 Azdz.ojzz
e fEEA WEE L chobA W - A2 « 2 (marketing system modelo] Mz @
HAAE REF) otk $4 Ase EEE Axdifgel T —id @EAA @
He A 7 AEG Rzl oA Hu WEKS Aol {Ess EE Az 4%
A Aol Ho} uleA chaeld, = 2 EMS) HFol & il A B Bl
A ERo QA "HokE BhdA oo wetd AxdEss ERYGT dE 2 HE
o Mol Bt AxU@se Huo] ol AW LS, HTY nlotAYel sl G =
W EAa ok shevte] FAAE —AzUFo] ol AT msel FA GE Rl A
= cho o EEERC] oS Azdz.ozeedc A% k4N A 2z 8
Fofty ) (systematic)o] S E ¥ 4 Gl BEEHES v @Eold

R CRUGEER-

A olA » A ] (W. Lazer & E.J. Kelley)©| sy 8¢ STz ol 4 72 1960 LI
| ulolsl BB A 2L EFHEY g A28l 2 » o] 28§ (systems approach)s}
AR AAg A @2, chobA EERS EME )T shobAl W - A4 E (marketing
concept) Bl = A A3 Mol Ur] AAsn goh 53 19708l EAHA vl
H.RAEd Ade gee dAwA 1805ERS A ZE WK iz BHGT .
W2 278 o S} FE@# ohobs o (social marketing)o] ok MBS = ALGEIAN A 7B
R ol R e Eake, o33 vlolAlY - AAEA F2 EILEN BEIAY
aho) 2% + shobsAl B (micro matketing)ol wE F Add K, oly 553 WAz .t
o171 5 (macro marketing)#ye] Hfs- 9 Zelght vlol 2 #uel glA Aok & feskel
A5 O] FRA N BIRel A ohet RIS (profit direction)ol] fRES phol 22 « vho}
ojl gl Qlel & #e MEALRM BEEOHAE FE AN . g ¥ A (human-enviornment

(Eommy BRe |, T-XiH] 59 oz 2l AT He: who}#] ) (meta marketing)

o% o1 MER Bkolt WEE eAE MFEA ohde, clopAUAN B Jzes
A9 @bE BRET o BERAE e Eaezd e Bedz g ane obd
2 BERAY BRSC) Fel Avtw Hel &tk

TRy TR R “"‘!"i:w.i‘l— T R A ’FH‘F‘ A R VR A T S EORC L i o A U R R B R R SRR S &



orientation)o] 7] 47 ® WlZ2 - sholA Wil Hhisel Aol 0L} FHES A
IS 9 Rkgry shelA Rl & 4 vk

o714 o) 2.2 » vlobAl & (macro marketing)o] St HE-E 197044 Lkl Wiz Ae At
stolA 9 (social marketing) ¥ B WA A2 e A Bde Ao 32 . afolAide e &
B o BfEE olv 19104Efe} 19204 AA IABEdd &9 R&®ey vhols © (social-econo-
mical marketing)®] BUe2A FiEetel fow, o & MHLEHRIEHLN) Mol deoiAel =
oY ERH MHEICZA ey (2BmEPn o Rigded dd4 Badgd. =29
v eEde] BhEEY ehobAl W o MAUEAC 2 NS 22 - vlolA W £ 20408 2 ARl A
v B M Rel oo z gile] welaz - stolAlg ] ALAY o iAA Y} EHAEN
(BEIEME) BBl e AN L g e g5 o 2 EHEEN Bl Sdais
% vholaz - miolAl o] FEERY BEHRE ¢HASEd Ko 259 2z . sosige
FIFELIATe] 7ol Mubs oA AR, Ab®, £, 3k, BE Sd FA =E GiEGmpact)s) A4
2 Bgeel EEE A golA HE Aol dadn ¥ £ o

294 gobx Rolof(R Moyer): wsholdll Y HMape) slel A9 eholzs s haz (o) Hiki
9] ERE g3t 2o RS gk oV

P43 olx e FHBRAS SdA Bod REERE Rinste RES IEdw o= slola
2 o) FREE . 29y oo %A BE BEMA itE AAASE Kifk(impact) s 4
oA BE Ekelol @ REe WAl sod ol Az .U EEREG. & e @A -
2y @Rl s WAz AW e 2WAEERKS SRS ME b Hal - W
@92 (impact)o] wlol7l &l HHpme 2ol BAUy ¥ £+ Ak ]

ol Waz - shopAl ol At LAY vhobAlWoel 2.5 vhobsl HME] Yol
B ZA IS ol & BllE Azt o, Sebdz KBAA oAz
9 woplRgEel QoA EEREC F2 [HMF KBS WKMo s EXfsnd
she FAIR AEE 9 e am 5 A Feloke & & sloh A a4 foke
wholAl ¥ « 74 E (marketing concept) Fol 4= AL fMHM FiGe EFsA s 2
FES W J& WK B %25 B WA 1 L =t 259 & 7
3oL MEE 488 954 Bond mkd iemd KRB sl 53 oA
SR RHE FAEO BRE L FEA FoldE Aot Do WEH LM PR, ATRIE -
AL REMES B4 52 pRoz deld 440 sleblYBMMkE slolA: Hol
T 2 AATS —mmd AEEEe R 4L ¢ i = LBE HRA T SHM
LB 2 F3 KR = st

23 BOLE RS el A Ty by B, = RS STiel e [Eg

(91) Reed Moyer, Macro Marketing, 1972, Preface, p. VIII.




B S T e S oS

—4dh =

OE 4% % BESE BE B mEMl stEH 2 A ke selsy - AL
ol & &HIS] A 2E Wifko] mAAA wtHolvt. weA pEe) volAREEE 2 KB
£el Yol ® A2 jik@H vtolA Y « AR EES AT 5 ol Qi spsgol ERE Aol
b2 A 70 B & sk a8 7lel Wig (L.L. Berry)s} ol m] F19704(R% =hok
AT kool Avtat WAt & MPEE—, ABFET IS 30kl A rARIS—,
WHEE 19 3 fk(people-first, things-second culture) @ =7 g MAHA TP = sl
oo, E o iy =hobA W olzte A =g MR ﬁﬁf% A2 TAREmEetotaA & |
et HMAHA Bt gt A Do |

ol2] g who]l AR « wpolA ®fyel AN ETFol A FIEER KE 3 gbesy #ele 2
£ HOREM Jv RBELEEY rlolAl U EE Lo A2 B@Em= 37, BEREDd B
of A &= %?ﬁﬁﬁii*‘i&l at&ay vhelAl H e BIE ®R8s = oA EEHRE S AR tﬂﬁfs}
A= B vl2 197048 & = Ut 283 #EES M AE A ;);H'E_(R.R. Gist)
o 5} 2] (E.J. McCarthy), :E 2 (P. Kotler) 5& . £EEEZZA HHEY. 53 2EHY
o] &1} a-4}e] o]l & » wlo}A] B (societal marketing)-& L& vl o}Al H 9 EKE‘J Hmbg ®#ns

Gioke AlA hobd UHEKS) FAHZAL HEY wIT. o o5 BFs LEAS

#Eolhe BikolA 2 Ll B chobll SBERS B - BWE B—AEE Fa
HAol Qol4e MEd e sl D @Ed vlsbel (S L A=W FES BAY 45
gt whebdl chobA DEERS FEMEAS ity stoblRolshd 2 SulE HHHE
BRE AL e ARE [2Ee )9 [tz s MRS REM BHES KT
el Bkt FARGgE AYR ok2 AAA 5 vrel Ak
(1) TREA |9t 1] FAMOINE + BHOP3HEY o
19604E(% #8642, & 19674F0] . & 1}&01 HAE [epoldA B BB %Y o] 2l oz —
B2 @ 944 5o, w2 2R Bartels)s} BAESeHE vbA ot 5619l hob
A% EHES: WS REMLICI9506E~196046) Likel BEAT vhehd B shold D mRel
el R ohobl S BiRE BiEol 22 (P. Kotle)7h Sleh, 2= 2 #% # 2K, 9
oz RS HIWEOe T U4 o FaAAE LAEES 20 "4, 2 Emh

(92) L. Berry, “Marketing Challenges in the Age of the People”, MSU Business Topics, Winter

1972, Michigan State University, p. 7.

(93) P. Kotler, Marketing Management, Analysis, Planning, and Control, Prentice-Hall, 1st ed.,
1967.

(94) P. Kotler ibid., 2nd ed., 1972.

(95) P. Kotler, ibid., 3rd ed., 1976.




o TR e T 4 ST R L T TR R

£ UoHH R B A 19 cholA YHEB o] ok 2 REMA BB (managerial viewpoint)
ol A R chEolA, el =8 kfFY Bal ol e} FgEol A == A& vhol
A Bl A b=k 53] 27 #®IBSHE o) &ul & abolol ut - vholA| B (societal
marketing) 9] BAIRY BB/ 29 HEE t$ ZxolA & Bl & 4 9. 2y
29| aAtolo 7 - slotA| ol gt el [HEEME vlotAl Y | == TFaRkERmEy ofot
Aloletzs BHE ¢ A= AP A2 . dolal iy Moz, =29 [ufols g
WHHIC) BN Aoz 27 ARG L ZEHY BRI FBlo Hx
2l e}, @7

ZEHE 29 itg vtolAl W am RS KAy AFEEA ¥ MololaAig)e] glelA e
RLEm, ANy, GEN REIEE e EEk kY sholA | « AA Eo e RIEEEE
e XY Pz £ vk Y F 26 w2 of ek wlolAl g S iU
BRGE A2k gl 3ol 37}7«]_1:, FEAG T vx, 2§ MEET B 94
[aAtolof Bl » wpolal 8] « 2 AN E o} AL BB/ 4o Mmool A Basidz wEHsle
Aotk

@ vtotAl g o] jit@ol 2] o= = (Marketing’s impact on society)

1. #BESl WEE#ET FH(excessive materialism)

Aol 25¢ HRE, AMA= . 7h(second car), BFHFTY KR 55 2L ke La

FEA© HEHEEIRY RET 2922 75k doldilyge] wel Wl Bk o] o}
9, e #fF(manipulation of demand)
RS vlolA Y2 FHEAZRT HBMBENAE A2 fiifsza FEa Bhe s
Ak

3. REEHY MK ihers Ao iR (neglect of social goods and costs)

Fhiel (HEZE @A ool BifPS) A dEEHL WHKE X Z A= mew B
Fol simstAl ok A%E we 2 gk

4. Sfehy A% (cultural pollution)
" (96) P. Kotler, ibid., 2nd d., 1972, p. 837,

(97) % zeeld KT W 2% HHL % 2L RAAA hh@oz QEAn 9y,
Martin L. Bell and C. William Emery, “The Faltering Marketing Concept”, Journal of
Marketing, October 1971, pp.37-42; and Laurence P. Feldman, “Societal Adaptation: A
New Challenge for Marketing”, Journal of Marketing, July 1971, pp.54-60. ]

(98) P. Kotler, ibid., 2nd ed., 1972, pp.803-824. (Chap. VI, 22, Social, Legal, and Ethical Issues
in Marketing) ‘




N R s T Rliiak St UL POk i ot S ok S GILTER A SRR i S D L i i S [ AR T R T TR O T
, : - A5 R Ehidieli i e F P Sl

BT EES 29 ol2e WWE Jdu4 vz geddE KBRS LXEsic @
ma EAGROl Y MRS el BAERH KT RES EHZ 2 3L P
B}t -

5. iBEES] FihJi(excessive p'élitical power) .

ol il MGIMEA) MR Fﬁiﬂﬁf%éjﬂ} 7o BEBEAC] BMHAA AR Flgel
R e Fantel #ibstnAl e BHY BEE R “]’0}?“‘%01] A B
%o} st

@ ulolAl B o M FA] 4 E (Marketing’s impact on business competition)

1. Rtaiyel A% ch(anticompetitive acquisition) _ ‘

St Abe) U SRS THMS) BEIE 9% [2AE. el Bl 2
25 oA 7A 9 wholA 8. & T4 uholAl Y Erel A EHE S 4E HRHRE
el Aol waksleh

2. % A[EEE(barriers to entry)

feske] wholA BB Ao Bibs $93 FHagd A PARE =2 & A7 G

3. BRAHY 55 (predatory competition)

® ke slolA Ho A Eepge THS 98 B EER, BHiE %ﬁﬁ,
saagk] WA AFoles WmEM FRA KT A= skl ot

® vlotAlE _,] W fEfkol o) o9 E(Marketing’s impact on consumer welfare)

1. B&{Ex(high prices)

foskeel vholAl B e MEH A HRsE, (BEHRAS) BzoE, ERNE 1Y 8%
3ol gl '

2. FEHkpy<l mEfT(deceptive practices)

femee) Az .ol Hfbol RIEEECl WERES HWsts mie] IAHA= A$7
ZF k=

3. KRy B Chigh-pressure selling)

w ek violA B & EistA = ridn e A7) She BB S 2k 9 A

4. Hit . B

3 Aol = kS sholA B & [%E2E B3 $MAHTE I(shoddy or unsafe products)
&AL ol Eul TEHEIN Eﬁfﬁﬂu(planned obsolescence) & A 3t} [PEEE S 25
f#) whols &) J(minority discrimination)e] A9 A& dx= Wkt

e




oo —el 4 E(impac) ¥ & RFEshA] AAAE 2EE ol ALH wholA Fol
@ Fadolol 2 - vholA 918 AT & 3ol Yehz B@HE Aol WA 2k
FobobA Ye) Aol 2 pike] HEST Gt ME(F FERSD we} chzs), EMY
of WA S F& 2Abold % - mhobAl Y FRMgel ol oF ShAwh, Ak Aol wbA = o
o} 7§ B (marketing task)el web b & 27hA wlolAY - AAEE FAE & el =
P03 oA E ok 2 grkA shobly - AAEDdE Aol Aot ofd
A5k A4 Qe mERE Bee) &t WA B ShA BEY Az chobAd - A
oleg FIPERA 2 2zl A FAG WAL G Sz gk o

(2 1> HFny OHob3 2l R

’E?ﬁ(%’ (Demand) HPOM | 8] B3 (Marketing task) :d ﬁf;(Formal name)
1| WEMTFE (Negative demand) | FES] A= sl ek HHAEY wholA| B
(Disabuse demand) (Conversional marketing)
2. | #EFEE(No demand) TEE flliEeA] o) gy mhobA g
{Create demand) (Stimulational marketing)
3. | BEMNHFE (Latent demand) FEE W@ B BIEEEY vholAl E)
(Develop demand) {Developmental marketing)
4. HEMIEE (Faltering demand) | B3 % #Ei5shA 3ot 1569 »hebAl ) (Remarketing)
{Revitalize demand)
5. | rRmmEE TEE —HibA 7, f1789 whobA g
(Irregular demand) . {Synchronize demand) {Synchromarketing)
6. | EEFHE (Full demand) FBES #istA o HEREEY who}A| B
(Maintain demand) (Maintenance marketing)
7. | #BEFEE (Overfull demand) EEE w7 ] ul o} ] &) (Demarketing)
(Reduce demand) _
8 | FEz : FES HEAD S whobA |
(Unwholesome demand) (Destroy demand) {Countermaketing)

ﬁﬂ ; P. Kotler, Marketmg Management, Analysis, Planning, and Control, 3rd ed., 1976, g.8. )

@ E#ay9 u}olA 5 (Conversional marketing)

(99) LiEs 28 FEHY stoldAlge] g #t4E dd B A ~E(RR. Gist)o {3} 124y &
#5715 3. (R.R Gist, Markelmg and Society, 1971, pp.26- 42)
O 4y wlelA o) & FELEERY0)
@ fEdie) kol Al & BT 2 L'H:— ¥}
@ 73] mpobA| ¥ - Al 25l whz A {TEE ke gl e ol MpETe oo
@ 7e3ko] siolAlg & o HEREAdA 24 FFEsisne Ao H= 9o
® 7EFKS] wolAl g & FERH FEHEEMel B8R o}
© fEHS vlobA " & HHERS ohiA
(100) P. Kotler, op. cit., 3rd ed., 1976, pp.7-8.
(101) P. Kotler, ibid., pp.8-12.




o] Byl BHEM TE(negative demand)e} HRREel A 2=+ o] BHpy viotAlH ol
Tt BED o 1 HEwMo) Y Mul20 MEE HES Adde RRe Fod, 7Y
HREHEHL ZE SR NS BEH BEE =A0E AL T~ == XBF
o FMAS WEZT 24 LA 7 ARTS REIGEA, KEE 1T A%
oletE {LHiffT)t WEEFe AdE Aol KFDFIHEA, HEF P4t HHE
o Mulashe Bl e A5 AL KBS EEH RES Fo

oleigt mEM WMEE v3d B HE(positive demand)z WA Aok 8=, = 2
Ae BR vtolADEEs} Bk oF ¥ HARES, 1AW REAAE TE FRE
@A Bt Ao uE WHErlolA WY RV E Sk

@ kg wtobAl ® (Stimulatioﬁal marketing) ,

o) el TEsF AH G= ERol Avlat weh oY #¥ KHE(no demand)z
she EmEael AV HE K0l Ad kMUY KEe

QA2 olel§ MBEE 374 Biel A Aek |

1. WEgEdlAE 4 TAN HHoldz B8 BE 9E 45

M Feby, we AL, BEs B9 Y BREEHA S

o —gmel THAAE 2 AAD e HWRIAE o= HETPIAAE A8 Kt

ax AL
B WA 9 A4S BE(boat), Tol 2A W& Huigel Aol HHl, A
ge ZAde £dARs % |

3. BiMEo] % - WiEE 2 Yot HEEdAE 2 FE A FeAA X sten
RE7 Q= A5

M BEEHS A%oz KT KRS FES.

ol et A5e ERES HEN BB #EAE AL 94 BR vl U TR BiE
o), old o figk choblPole ek vhul MWEL) R AL o= HEHMCl Y} A
Weol BEREE WA Eo7] W wel cholAYER ol glol MAE oA YA
W old e BES SHE =2 '

@ BAZHYy vlo}7) &) (Developmental marketing)

Bgke cholAlSol 2 w7k B (latent demand)sh BEERO] Rov), HERAYO 2 o}
A S mEEol vt Aul ol A WY fokel AR St chobl Y - A4 Eo)
4. wed Wl BES eRoN HEe WHE WROY AYZE MEE S Ak B8



£ FA A ol E¥™ EEE FE2E J=z®l(nicotin)o]} Bl (tars)9] FHEE HE
= FMAAE A€ 93 BEKEY By BEY TES A8 9E s Ryes
HE=sY AL 2 F6E & 5 A+ _

ol 2l 3l BN TEE BARE: PR HHA sl BEL vt HED vioHd
ol HWEshA ==, o] oA B wlolA ) FEA Bk oF & BREES izt ¥ 5 STk

@ PSR wholA ¥ (Remarketing)

FTIHoze T#HSAY wipsl nleidd B - Aul & olelre] Fo B BE
(faltering demand)& LIRIT9) k¥ WA =2 LE7AA Fof £ e =felA®RE Nl 2
FEIEH vhobA g9 ol A B vlobA ERY EMKE FEROVIE 3t ol EHH &
SEIRTT-E Bk = RES BBt o, RRERS #Ed et BEd e A
o F4Ex

ol e} JHEBH FHEE thA B Yo el HigH =letA R BES A AL, &
T ool& Efoly Aulze WMESF HAE 4% Holr 2 geolZ « o] Z(life cycle) -
Az oA ARE F Qe fiRe WEE T Bdc s & 4 gl

® PF17H5 =tolAl § (Synchromarketing)

—HEye 2 ol TR FEUKE = BRI 2 TPEEBEY LTRE] 449
A Ae =74 sl 2l A A @E BEe] dol el BREE WA B
PE dEA He 28 ¢ FHRAE RBE(irregular demand)o] $Hi#slA HE 2] vz
PHTRY vhebsl ”olot. Zildl FRAUBES #ist ddes FaiEeld 718 KRTEF

Be WAEWRR T EelAT 7 o) WAl T frbsheh shelolv] o ¥ (Miami Beach)

9 3L ALt FuiAu 2ot AR B H4L TR vha Ekele
237 % i

o2 g FHAK THEY TAME BRI, FES o] ML —~FHA=E &
S Byol UHTHY rielAlEle] R4 B slobAl B EERS HEMNY BEelE 9
o 28§ HEER etebAEBAY @ AlEs AY FHAES $ulA g @R w $u
TemEEe] A% A i 2 BhHE BT 51 Y€ Rold

1. Kifge] HHR~EgE FRE &2 |

2. FHS ZEaWqhe B,

3. BRE FRES & BEEL S

® HeFiEy vfoldA €] (Maintenace marketing)

-

FIOSIVCN LAY, SR VAR

oy g




SReA A B G FRRRS o] Bvl ZEWE(full demand)s] Aol F 52
Mm Fe) MEMS MEAM] LA B4 —H = RMA, oY A pke
2% wmmel A A weelth -

23U HBEBES 44 99 A% BR k4 474 ZAHIE HAF 34 2 BE
K#g LRI B Bhol LEST o] My chelA gzt vk WA EHH
hobAl B & HEH vholAd I RIS BEMOE e, BEES AA8E A2¢ ER

T EEE Sgelsdd 2 bl 9A =

@ ] » ulol#A 5 (Demarketing)

A BRolt Avzd g MEA LB mEsA HE A9 A4 A9 BER
Fi(overfull demand)at vtz oW A9 HFolH, ok MES WF=a$ Siftolt i
o —Refel FRES =+t BENY ARER § <8 oA KE A3 Qe

o] &l o] (Oregon)ioll W F B Anst WAs Hol 29t o THY ERE
o] odvpe] AhAh, A= RA 27 (San Francisco)d] £FIRE FME il VT B
ol = ol P BaAAD YFEA st Aol MEBES —@H, olF o o . =hels
Yol FAAAA Heh F o - oA YL —He T} AANLE BETEEFO Y —8
BEES BEE S 2 BRe) 94 9¢, b BES REE MEse 44
o 259 BMES Wase HHT HEel MEA 9t Y ERE 3k, AEE
EFANGER s+=, LA clopAn) c AAEshE As] ERNS &8l o124 Hrhe)
Hg cholA WiEHe] Bl Aol - oADMY WRAAE oW HEY Aol
#NAE 2ENE —BREY RYUE Motz YA Gk )

$iHiay ololAl ¥ (Counter marketing)

oW Fmol vt M aFe) = BREEI) HEEIL S AREIY B Kot
fiEl A & A g2ex Lotz ssElE Aol A ©o. ol Evl FEEME(unwho-

(102) g “de—"+% [down, out of, away |59 FHEs] Ko2v, 294 ¥4 G BHREZ 24qA%

Lot A F [ - slolA ¥ |(Demarketing)o] & ZLE& o] g A Loz 27 HBoz
A e oad —meih WA kg RE, BE o HEH KR BHEY £ES MBA
Ao} 4 dloldl gl —REiel 2t SR G. F [alopAE L& &4 BES WA 2
9 #RE Alele, BEY HAT FEHA 35 A0l ehe AAESHS —Reyy e A
Ko zAd, 2ot ES SEe HERMo R Bl nl, HEEMEY s ddAde] Bar
Hy Aoz A3 —EE Ad HRE Mg HAeld, AT 25499 rolAEY £¥:
FEE FAT 29 oo de depA = FEE @ de do= 2 E7 34 A9+ @8
oz2d, 23§ ARY HRIE IohopAdel$ 2 F%o] Bal A3 Bi7eRod o] St
H-RE R 2 B HEA SHIE=F FERES Hl(control)dtedd Uiz 2 2E.
2e] BEHRe 9A "k



lesome demand)@ vt2 o] @ A9 WMol Hulzol Y WERA, Hiko] ptel
T Rl A Au29) Kol HEMOE wAEA %ol o T 23 HE BE A
AdE & HAGT HEE KMol 2@ Gzt EE 9, FHEE 9E 58
£ 7 9k o

e R WEE HES gmstds AN BNS Aol HHM clobAY(EL
“unselling”)o] 2+ get. @A of - wholAl o] 2 pifh HERE HEEHA 9z BES HE
i AEEE KE, B st RS 289 Mol REMNSE RKit@telw Tras
e A EESEAE Bhe Rl T & Uk (b2 o] dEo] mEAY atold
s ohobAl o) MEEE MRS fRmsld F: ROBmA D ¥ < e

() To|7a] j2 32| FANS - 0| REXIE - OFOFIE)

o) &t d:Abolo] & « who}d o (societal marketing)o] =t o] 59| FGH vholAE « AAE
(social marketing concept)& =lolA BB E Y Fozd H=& Wiz FALE =
E(P. Kotler)®] #3t4 2, =3 #¥Y 2244¢ gilas A5 2o Bty
A el [vl7hel 7k ok 2% 2.9 HHE REHLANAE 58 BEETH (con-
sumerism)ol STBIRH [Bifkrholal sJo] B 096 A 48] [£AQ - o] Z2AA « nhola] 8 |
(socio-ecological marketing)Zii¢ BH, o1& waAY slobA Y EERS FEkERM
AAERZA BAR AL BES BEZA FES 2o KT W 249 0lmzAH .}
I Y& —4 TRLEEEEE vhobA B ol =t BT 4 Qor, ¥o FREA= 249 -
ol & » mj 1A 2] Q@ - u}o}sl] B (socio-eco-managerial marketihg) ojztrx MWEBYE T o,
% FFE - vholA Y (renewed marketing)o] 2} BIBE £ 9ohe oo

2 fEREol v Aol ok olWE  z7 BEISHE choldl WAEEEe] glolAel EEMEAY
eA2 olazAd oA AMEE $A vhobd o FAE(ERER) Bl A
FE AR F 29 HEH sl Y - HAEE o] Eul vholA 5 « of 4 227 = (marketing
assement) T HBEZ HA WRAF Wb Aol 2k o) YA TEAT. FARHY =
= L vhobd W) HF R (marketing assesment) 9] BFEE AA ok § el To o,
= 2o BEE A vhelA DL oudsl B [HEETMl Y (% MK KE]
ol aA FANAE vl BMETAAE  fgke] BH - B 23 - BEES BE)
3% WA JHEUl Az RS g ok B, = 1AL AREILS Mlel Bae = i

(103) =k E=R, RftstelAD S ER, ool olBsft, B, 1974




TR U T R L

G 5> DHOIIE) - M ABES BEE(ZEHA)

CAH - ke - TR - D - A 2

1

N A

T 7

spobl B « of l2RlE

!

z R Folds?

- zE, — =

. u};o};]] o]l E

W E Dy —

!
¥

r

KB eanim—

B =k wES, BRI oA S B,

!
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HATIGS HEAE 293 SRASY SEAFDS RERSHEE (WEIE oo o

Tz F R,

Z¥ 27t BESHE wholAlY - oAl aml E9] Bri(process) = &2 HE 5yet 2

vhol7] ¥ B FF{E (marketing assesment)®] HIZES A 29 Y TARM- g3
8- BRI DolAY 21909 MMl A RESE o] vl o] 28 (plus results) o wpo]1j
AR (minus results) o] EfEp(list up)el 4 38 Aot 273 Y4 SE=tel#] ¥ (non-
marketing) )= E&F E=F -+ o) 4] 2m) & (total assesment) & £73hc}. o i@l A nlo}A
3t BERel Qe 2 ol EEY THY EAEME A mEme pe = » holAl B i g
RS B omi)H A - M2 viols RIS Mlte] 9l Bmme B - A
&t o] EE7E vtz slolsl® ¢ a2l 2ol

&AL e ol 2 A « wfolAl ) « 7 4] E (socio- -ecological marketing concept )] j&ﬂtﬂ- o
B vl BME A9 o BUgS) HEfcbtz o s mmate, See) G 6
of T % BRSS Wil A e Zapmel & 9.

B AN D@74 EEBE7 FRIS =24 29 s vebl el whera wp
oHAE « oAzl ER vlo] 22 « vfols ¥ (micro marketing) o] A A4, 228 2 o
o whobA P ERE Bohel, WEELNS FWEEED &8 A952 9. ol i HEH
Bl A9 mlolaz » mlolAIR e 299 duske] FRE 2 9= ANY FE L e E
el MR MRIE] TIEES A Jolelt 5714 stz 2 Eas o At Zd@H of
A=Y ES] B HBEL ) F vlolaz - vl Do) £ hRie] MBIz gL o &
ut 1D 22« vtolsl J I(plus marketing) o) et o] & uol| g ko] Hajrpyql HiEmhe-
@9 dFElmpac)ZA A Zflel FlRE ANY T F9 A4F(plus results) = A
ok —Fe] B - BE s BREA olulAE v S =

ZEU o) F FHx e vtolAIN S KEE 299 A SRl AEY R 2o ulolA YiE
Bibol wholulx « vlols] ¥ (minus marketing)& #BAA, A Hllel SR AAY e
ﬁ:ﬁ%iﬂi?@] o] £u [FEES whelAl® Joletz dA ol & nfo]v) ~ %58 (minus results)E 1l

e1AA g A gozd mtelAye thgd 2ddAY Geld ©71A9 THE -

Bl =gt A, itd, BESY HBe S A= B BES BEYT & 9=
A2 B Aol SR F vl Avke Aeloh 23 F2E UE Qo) [4#Ee

(10) =F =5, WIS, pp. 43-45.
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