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(1) Lazer, W. and E.]. Kelley, Social Marketing, Perspectives and Viewpoints, 1973, p. 4.
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Aol FHEAY AU F Wl Yot dot olF BEY F= Ak 2o AAG ol &
Bt Fsl DRk HlRo] ¥ W o)) BRI Mt A% SvrE A4 cldE ¢
229 ol YMe Wt ol WREE A9 ¢=A 9597 ged ¢=E i
BE= 47EE Aol -

o9 e FUNA ARE H@ctobPY BRI K BHAALZS RESE R
o2A WA ol AYPHEMEL BeolATe] oidd AdAE + dE ALA 22l
BAY FRAEE FH02 2 BAE To 2o og old @ HAsteAYel HESH
9 mersh 7 HRE A9z Bolrtd Hittobl s was WREAe AWt i
At 9o BEhe BEHT BL BRMSD oo B Mt chobl DBl BR
E olAe] AAs: MBS HBHO BHAA wat REHAT.

F2E OOHEWESY #178R

S A 2erSo] oAl Rl A dF& 1900d ™ o wEH 2F oJ2AMA o
8718 WEFike] ALHe] FEE AT ol FeiAz Ak

ool g Hzo MR QTE 191238 & (Shaw AW [HgHEA R4
o}7ke] E A |(Some Problems in Market Distribution)2 & Qe 27 AT WERHE
o Eo choll UFIRY Sk HAFELD $2 0 AR BB WL, WD BRKE
9 ERE BRAE 2 BEN BEAES 48 Ao 444 29 #elE P
#ige) BHe BIEA 24 A Aelwh ol ool WM L AP FEAE FE AL
o] $kelsh. o) F & WRMEAS 349 xR AR BRER e FE Aol
ERe - AN AAE 7HE HBER, FEA2Y NA WEEE AT BAK A
z2 s Aol wakd oA WaS HubE gAY REHE =tobl YA 2w
ol A SHFHE Aol 9ens QE(Hunt, S.D)Y  wtolAd Y WEAWLS AAAS #
R4 5% Ccategorial dichotomies) & WBHI— UL, BFISMI—EFIHIES, 3
Bl — MR 2 ot BAFM-ERS—RENL Y3lA FFeid Ae]
o e SEmes 2e BE #R9 HEst =4 SHNHM-ERG—-KEY ERe

7 Ag ohisl, A 19203 T HAHL Y= (Weld, LDIDS TRERS eht

" (2) cf. Hunt, S.D., “The Nature and Scope of Marketing,” Journal of Marketing, Vol. 40, No. 3
(July 1976), p. 20. & HiR§ “mioiA 5ol WMl w3, *1-%7’(?& BELE BRFRAN,
TSR] FXI% B 1M, 1077, 3, pp. 4749 Fz.




1 & J(The Marketing of Farm Products) & Bi# el MERS] HBALYE A=A S Eut
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A= o dFAge 2euz 29 FEe HH-ER-REN 9 BF-ER—RR
B HERRE ol2e A& Zolgich ole} ulatrtAE 1939l 20ftiTRIMl A FTE MK
BAAEE Y3 @387} 9 (Does Distribution Cost Too Much?) 3+ HeEx AAHeoz
BH—ER—ime QA 52 Aelgdrh o] ol el whA (Barger, H)®, Fx
(Cox, R)® 9 =z (Borden, N.)® o #e =5 #F—ER—KIH wH £F-E
R—sfey B 238 Aol

o] o] & WIS Luftrt o) Folx 44 W= (Beckman T.N.)o] %3t vhs} 7o)
chobA B WEAA L 2 BBl WA EH{addism)zt AN YR 2 g R HEKRE
o] B JerAe RG]l AA A Hseh ol wskEel FAel whols Bk
A wolA E)e T2 Highy iR A mlelAloBE, Ay v BEE Xol o] & ik
g99] srol A oFFo) $klek. el g duk ¢ glel ol E g HEERS L BES oY
=B IR (traditional schoo) 2 £ AA Hdwd = 7AGS 29 &2 ATA Fo] vlo}
AYERY BAR B L ZA ol A R ATIAS. T RN FEd B
§9 WREmE] HaEstAl = 3=

22 1950 o] FojEo] A FEARE] AIRLReldd WK 2 (Cordiner,
RO 19463 25 ®iit7t Al g8t BEiEE M (customer orientation) g FH o2 3t
ohobA| | « 7 A] L E (marketing concept) & =4 « &7 3 A® UPOH]%JB%EPJ B HEY
PA e Ji i (managerial approach) 0.2 wpFol A Ho] AHo] of| wholA W@HE vholA o
€ 202 HEH BANAT B3 stopA P s 44 ol BEANZE A3
| Aoldh zaldty 1960QH el ol Bl ¥ FEM WRS XRime]l AR e EF
—WE— RN EEE JHAE Aol ol vlolAl Y EEE §i3 AHBREERSRKS
" (3) Barger, H., Distribution's Place in the Economy Since 1869, 1955.

(4) Cox, R., Distribution in a High Level Economy, 1965.

(5) Borden,, N. The Economic Effects of Advertising, 1942.

(6) Beckman T.N., “A Challenge for a Reappraisal of the Basic Nature and Scope of Marketing”,

in Decker, W.S. ed., Emerging Concepts in Marketing, American Marketing Association,

Proceedings of the Winter Conference of the AMA, Dec. 27~29, 1962, p. 5.

{7) Loe. cit. : )

(8) w2t e stopl g - AN ZELR IR Aoz Yuiger oAz vk (Lazo H.
and A. Corbin, Management in Marketing, 1961, p.5) 2@l v o}l €l ¢A ML ZA A
Atkinson, E.(I1889), Vaile, R.S.{1930), Pyle, J.F.(1931), Converse, P.D.(1935), Dewhurst,
J.F.(1939), Thorson J.A.(1945)% ¢ ¥ % vtz &= (cf. ibid, p. 8)
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mafketing), E& A2 vholA ®(new marketing)o| g} 3tef o] Anke] I fvlelAg wt
oA Hol gzt FHA F4E sz Yrkm ARHZ) 10 2 RFEE 197030 2o o]
2Y7A gfhe WRERS BAS S %t

£ olel§ WRERS 1920dddE o] FAR AL ol AFAAS AffezE 7
=(Reed, V.)0¢} 3lo] E(White, P.) ¥ o] ¥ =(Hayward, W.S.)22] Zf-& 4 3
o

2 ohg TERHER] BHEEA 3ol wiet vlolAR Y TR MEE S22 3] B
Wb =t f2aF8a P hik(interdisciplinary approach)o] A&k = ¢ 3
Ve LEBEAES 7 AU o= AMGEE shelA SRR HLoE 1A =
E clolA U mmel #Bioz nE Aotk ofd i BE T HEBREAKES St A
ol ol dlolAlR)& MBI KA AW HEdades 23 ofF AT AoLth

ol Bl Rl Ev I Fele S —iEAYol gl x AR (diagrammatical type)d
A HEN == BER WEED 5 BERYREL AR ft dT7F %] FEA S
Ak ol =gt WaMEmS ERS ERREAd dfed o8 xd HF#EE U mho}sA ol
Slel Ao EEREe) WEM EEelzhd WAL FA0 AY FHE A%z v 3G
A el7lAe MRkE Earste A% E AHAY 230 2 FAe] Yw =F AAH
q Aolztz @I = oY e HE)E ﬁﬂ A8 = 4 BEN EHWE 98 7
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2.8 1960 2yl F49) WM A A ‘*}"T KRy - AEY HAREE
g KEpo=A violA W Expy flEel @ HREme MESA . 0¥

19609 kol ol 2 A& A =% Sk (systems approach)o] =354 S Aed of&
Aol =t BR—HR—REN WA 24s ORdA Add 2344 ﬁﬁﬂ:&‘ﬂ% =t
m.. Op. cit., p. 22.

(10) 24%, BWER, 1963, p. 19 H=

(11) Reed, V., Planned Marketing, 1930,

(12) White, P. and W.S. Hayward, Marketing Practice, 1924.

(13) o) 49 ZAE Ao R&Ax of Beckman, T.N., “A Challenge for a Reappraisal of the
Basic Nature and Scope of Marketing,” in Decker, W.S. ed., op. cit., p. 5-6.
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@ FoEhikel 4454 2 Ase FHUAT ol HANHIPE iy SHE
(discipline) 2.2 48] wtelA o] EAMEY it T& BIERAS) Al AT ohw o
AR o EE ME JolA olnl ez glv REM WA EEE KA 4
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(14) Lazer, W, and E.J. Kelley, (eds) Op. cit., p. 6.
(15) Ibid, p. 7.
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o BEEEHS vz AAE AES 7L HolH ol H (Nader, R) 7h4(Carson, R)
3 e AQE ob7he] AR RIS RS = vk =% oA HEEMER (office
of consumer affairs)=} A4S FEEAEY 42} 2FetotA o - i@H%HT (National Institute
of Marketing and Society)e] BrRE o &A% A P—]%(consumerism) WA EEESR
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GAR, cuAd BEA 2982 G9¢ Bol e o8 A%E EiFesdel Bl
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se] 4 2¢ MR Alcosmoplites) &2 Sl T LAl RENAF ¥t 2 A WET
ARG AE HartoA N Hge A% Bl 9450 pRcto e itdrel sl
A9 EErel venbl f Aeld

olel 4 BFol EfrtiolAl Dol fRslobA el Bkle] FEBRAA T2eA I+
AQE & 4 Qed oFt Fd9 pRelolA YL HE phE sz =Y o4
2 BEE SAHURDA o9 FEwel Yas 9 27T |

Fd9 44dzel A3 ctolAYFERE AR, HE R 8K 59 P oA $
et AgolE 22 F9olt TRe ALY stelri o] EAste A2EE A8 FEEA
AAS e o H ¢ WAL B FHslo A HRES MEEE ARANA
‘8 ERE SRES DR B BB Eil o) o FolAgY. 2ose cht




AW cholAl D¢ $HE Aol tholA UiERE Ms e =8l HES ERS
A9= Aot olAT MMM ATE K2 KERAR] T WA TEH ALt
FAE »g #EY TRARES oA EEN B A3z 2§ shiiled &
A7) Lol gk srelAlRel glol HHRMel 2We 53 WRE REE oA
wEHE Sdohcl ok i Ml HES 4347t A4F AARGAS = #d oe
chopA e 9% WEs BmYM BE, ool NEES N, mEt 2 HH 59 ade
BAFESA HGAT. e sl e TRRET A9 Az 9t A4% 3
ol SEAAN AT FAE vFobA Y « 2 (marketing mixdel J8 FHHHGz & F
gle}, ue
Cole g wEBmY UANAY ATE 196049 EMSERET o)A HEM =holA
Yo mEmel LA BE @ TA @k o @) EMEA XHRAS =i
Sue e wx gz AR Qw2 AR slobA N ERe] AFd HAE
a5} o] ko] MEMERC] Wal 29 ML AeolA gyl HEeld geh o o
e EEbolA Y WA clolA U EEE S4H Rl REDE AWt stelsl®
o EiEel H, ShILERE, FLATIE AMEAS MEHS %A $HE A% #ed A
T, ARG R HES JIEY AT, A%Y B BERAS WA 93¢ 26
A e A wholAHEEA G5 A $3o] AEelet A 49 o= ol BEFY EEMY
sholA 8 & thes e ¥ Aol AA #Ae 3 Yobr Az g o
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(2) REES AT clotARNY 93

(16) Lazer, W., “Social Marketing, Theory and Practice,” f1HMEHI, Y—v T+ v—FrF 4N
JOME, ¥ jﬂ;ﬁo W 1976, pp. 230~231.

{17) Lavidge, R.]., “The Growing Responsibilities of Marketing,” Journal of Marketing, Vol. 34,
No. 1 {Jan, 1970), p. 25.

(18) Ibid, p. 28.

(19) Lazer, W., Op. cit.,, FERLEK. ¥EH p. 231

(20) of. Kotler, P., Marketing Management, Analysis, Planning and Control, 2nd ed., 1972. p.
8044, :
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@e F3Hezdd AN Al ot REEIA LRHES MEdE A3 HHES

o BER FIE AA BibEE s ZA olux A Zasis] el ool A 2
o] WEEsA HA Aoleh @ '

olEl§ B MR X FEE sholAl Yol HE ¥ o] Fobe] wtzt o] & ko] ¥
= FfRfstel okt ebe Aol A sholA YRR A sholAY - of A 29 = (marketing
assessment)’t F3EA HYed o]E vlelAlgo] was LRMEAAL Figol v ARk
WEAA £ BEE TGS Qg Ant h2o1q o] ot mAe] &iEEEAY A,
AR % BEY TE A FAZ ot ERR 2#dA dsge $95cjcke de 2
& o), @@ A

2 At holA Y S HEH B AWE AXA G £ Q4 Uz oo gt o]
BLEE HEE X 4e 4 oA Aok oA ol YHEEY B - BERE 3 K
B Fel 7= Sy oo D Agtteb Y] §4=A At gk

BAE REWOOIHE L] EM K4 W O HRER

ol del A & kb o] 1970k I EHA wlold W HtEse) VL FPAes

(21) ol e g #4109 FAAY gl AAA = WM WWRE, WHRK, p. 58 BE.
(22) =LE=5¥, “Socio-ecological Marketing, Marketing Assessment Approach,” B &/RE#R,
TRAR~~—2 71 v 7 OBERN] 1976, p. 1L
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£ 34 g BES BEE JHAE mletA RS FRRUY T wl1A HRE] od =
EH/E ABEIZ

(1) "Moo S0 CHEt e

itgutolAl gel d8] Aoz HRMS] BRE el BEE 2E8 (Kotler, P9 #E
W (Zaltman, G.)Q1d 2% ©] & FL&E&(social ideas)o] A&l 4 ¥& v X zA Wit
B, FEREE, HHEME HEER) 2 dolAYRAES Z43d HHld 22a9E o8
CBT - HHSE Ao R ERIZ ole dAY HAEES FAH L =F ¢ AR BWR
- WA 2Ydx(audience)d] RIS o1&l HE 2o Aoz £Hs 2 BEREC] o F
A zzaRe T Badlcd =¥E FuA clolAYH#(skiDE BRMoE FRHGE
Aoz woz g

19733 ¢ 3= =)o} A (Lazer, W.) s} Al 2] (Kelley, E.J)7} it@vtold g =l Au" Wge
Bz ZFded oL ZEY RESY 13 BEEAA old A § PRMA EHE W
FA% @sket Bgdt ol @islz gieh @

“iﬁ:@“}ﬂﬂ]‘%ﬂ% EHEEEESE 44 WA FFA52] 98 sletAl FaE, Es 2 B
& FEREE B vt BIR, BERE € B fe® Bk (social consequences)s} 3
A 7HAE ol Pe] —HE2A oo EREE(purview) T HEE sholA Pt HolA
2WEE A=Y S48 B U wtol A WiERE FRss A% IAAE Aol Hx g
.

ojol A v §o] o] &2 ft@vlolAl® & ZER Y AENESY vlolA HEHS] BRI oFH:
2 H&Erloldl g e REN WS 2l Aoz A4z Yo

1976\3¢] 2EBE = A4le] 19716 WA fit@ulotAl Do EHE 4L K - BIES
o g3 o] ol wHAZ Yok F “E@tielA Yol i@ HEaxelt FEE # X
el BEE4EMd o3t ZAK] SIS mFEIe 2 aYdS 8 BT - MEEe A
olth o]t BEKMS RKME Ivislelr] Astel MBS, WEEME, AN IZHB,
WHEE PR, BE L TRER & EAdte A"® ol = Ao o] EHE 94 o}
oA W MR R Hikie RS AAZ stz leE ¢ ¢ Ut
" (23) Kotler, p. and G. Zaltman, “Social Marketing: An Approach to Planned Secial Change,” Jour-

nal of Marketing, Vol. 35 No. 3 (July 1971), p. 4.

(24) cf. Lazer, W. and E.J, Kelley, Op. cit., p. 4.
{25) Kotler, P. Marketing Management, Analysis, Planning and Control, 3rd ed., 1976, p. 4 9.




olelA ulFo] & A 2E 9 FEN FHE oA Y BF—WE—HES WS
ANA2z 3o gl HEY sloAIYY BR Sk FEF—ME—REY EiRg ol 7 A
FrstA s QoA EErtoA Y& At gled, ol oAy Bt B mERS
(the nature and scope of marketing controvérsies):'»}- ARAA £ o o g v o
- BT ol EeRAAE Tste BEHAUE Fgste Ao @ g

olgt e ol WM FAS FANE 2EHY Qe ol ¥ (Levy S.J.)7 &
TOE RILY 196999 Iehobsl A A (Broadening the Concept of Marketing)el}
At JFERE BRBE TRINEE dolAl PSS #hot Wasde Faee K, Bz
R AVRK SE MRS BES AN dw, 2@ AXAE oAy dastn o EH
8]l FEE BR A9z vx gRAVE o83 mes slebsAl Y mi= wlols w4k
% (marketing-like) iEB¢ Fdddz vl 22 ohe FELRL HM A9 3
HE AWML wopl P sev Gk g Ao obdd 2 7tEe ug =F o)A
VoA & E#E 5 o7 Aol . iy 2 Age 2AE T ek g Bope
% e Ao o]eA% LB A Bl 2t Ml Y (organizational marketing)o] 3
FHE F glohe FRAAAD Aol ® oY e WoE 107196 $4 £ v}
Zo] o2& @AY FARAYT o] Sael 1972 o = sholAl LR AS Y AE
3 87] A8 violsAw) o] —REEA (generic concept)$- WHst wlolA B e FHEE £
H(transaction)o] gl 2L “F EaEpel fEHe] THox EFSFZ o B¢ — i
& o violAl Yo} “ZAH o2 Fkst o} A AlH - Rk - IR - WEFE = =71
R Aoz EHE Ven Q& Ao, @ ol#| ¢ iBE U #HBEAA == 1976
F 29 Ele) HIFAAT “whopAl Pol 2 THRBEE £ Bk (needs)r} sk (wants)
8 FRE HAESHe AMEE (human activity)” 0.2 B ¥ o] AMSY ERS &R
¥ 23¢ Bwoz BEmd The Beatr] A8 = Aolzt 3t o}l
€+ HRERNC ERiESo s —ibsld sotstm e ol

olel A = %o ZEHe HantolA Y e slolA Y e HRBATL FEntolA g o ER
kol ATk A sz ol BHEHEHM vl YL vl ARABEREao) o] FoR
(@) Kotler, P, and S.J. Levy, “Broadening the Cancept of Marketing,” Journal of Marketing, Vol

33, (Jan.. 1969), p. 15.
(27) Kotler, P. “A Generic Concept of Marketing,” Journal of Marketing, Vol. 36, No. 2 (April,
1972) p. 42.

(28) Kotler, P., Marketing Management, Analysis, Planning and Control, 3rd. ed. 1976, p. 5.
(29) Ibid, p. 7.
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$ote FASGE S oz G Ao #Felnh,

olgh ol ¥ W 1970dAe] FolEel EH WBE ¥ Yoslw AN Fr@ctelA
99 WRMEAE 24 Vv ohed 2 FAXY HEe] Lee ¢ F gk o

A2 WEERS &5 WREZ i BEAZITiA =8 HEMBT e
7t HozH 7139 ulolA WER & EEY wlobA el oyt kfirel 9l &AL
ol A ofgA] Aelgolobat ¥ Aclvtel BEE T+ FREEC S A T SEES
WRERe 0% B25E HAREe Wil Hilisid Fa74 FAHle LR YA
wholA B e BEBOIN 47lE £AE WERE 4t Aelth zHzz oug W
FEAL 7198 ohobADEBT ol HAe] & Y AR(publics) ] BEEREe]
A 47 —E8) REt BHMES fEcto Yoz va o Anst TEE Fdoz
spetA 9o depd ot AUFAY FAE AE FROEA FUHE QA o
ColAYNEB olol Btk RESHE A=A W Kt A9 Bk WA AL ¥
By 1790) ohJet it@gy A 47 - BESH HE Aol hetA o& wlobAd
F{H (marketing assessment)o] g1 Ao] A& Ho]r} -

ole & BRGNS Ry e o viA ¢ W FHRze 989 2L AAAE & 4
sietz e ov

@ £vl=(Alderson, W.)ol 4 W S5 stolAleel o e HRER
" @ 285 (Grether, E.T.)5] ols) AT wholA oot wels s ity Wilol Ag —
@9 Q74 |

@ v = (Bartels, R.)o] 8] B E5E wlolAl Y HEFRS kel A8 473 %

Hebd ol JFNAE FAH LR WREFLEH(consumerism)o] BT WP £

(30) MEIRE %, WRE, p. 44 pp. 55-56, ¢ pp. 216-217 BHE.
(31) AL®, p. 215
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o BN Tl gdAe BB WA EEEC J9Y afEs 2 2229 A4
A2e HEEE HEss A2 deld e mpsde Aol

zHEz ok AL EEFol REW - TlH WEFHES 345 BHEGEI &
Fo| £t vhob PiERel AfF oz PIAL 9% A AEMET T HRL FO
d4g 2AE FHo2 GiE Aol

olel Hal EAS WREAS Fold 2GRl 2E o8 AEH: HEREELZA
ol BWBERo =AY HEN BMS REEoD 3 N MBI % B4R A%
FEo2A shobAYRM A ke WARAL —e o JEEMelT. 34 3
Sul Ee BFE BEE AAE oRe TBE A4 2 s s el YEDE ¥
Aoz wEay A% EEKZA LA EEoAY, F ol YERHEE 1)
i (technology) 2.4 —ARfk - WiEfLolo] REtE Y BHEKE Y4AE FLUHBMEA
oo #ks BA oY KEe AT9os ERSEE A3 A HEERC T 2

Foz ol: BRAMRSY HAS 8 AF —o A8Y 5 AT BBEKEAS FEA

SAYE WA B

B olE HETtobA Y £Ee 4032 s ¥4 - 2@ vholAYERER WA
Fie AEAARMER UA EX SE RAT 4 It BEETETR WA Aoz
FAAANE HAA YA E Aoz vE Aelsh |

2emz ol M - MM BREAE A4 B 2 EEAESmE e o
g o5 — MBS e EE 1A EREES 24¢ A6 tteldy MMl Bk ol
B EEE Ao b MEE KTAAY EAE Fdoz AASA He Aol

Ho¥E mEUOIAEY BN
ol 4ol A 19703 el Aol A2 vlopAEe] HREAALZA AL AEvtotAH

de 24 Yo 483 e TR WEEA] A5 4HEU.
e 4R F SHARMY REM FAT 98 FRo2A FYile BEDO ot
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AWESS A RESE o HAN BE A itae B 2L sl d, YobdE
L%} AN NFEE F2 35E BRI B iets FiE ol YBR
(marketing assessment)fy) PR 2, & U= £E F BFERE ] WA sl
A GEE FEel Y Ru s P « EAS o) 3l choll W Mol Bk B&
BFASR = SOERE Y EENE FE ¥E0 o Y BREREARS HoER
o}, S

2% old ) oA WEEEE ohee EiEshe Ml Yolns BUERE
olols) &) FEARIY ZH8 EEHERLE Hd BET 4+ A= RLA? oA Dot A=
JE HigE e oA HRGA) 8 HARRES ft@ctoA ol BT 5
frshel BRI E MFE AAAT HNAY A vz ol ge YA BtE
ol N Adstz v ol B RS e E@stoblns WALE 9 BT A
Q79

e} o] s} B YFNA ETHIAYE AR FLH BL Ak el A
7 A7 & ek olsholel R TARF DA iAvtolA e FESS 2o et

[A et HES B B oA ol& B L BRI T4 FRS GE
Hee ole AP sl YEAAA LR gt el P i R HERS
HAstd FAS 44 4 Aok G4 2EH eRetoI RS FoRotol e Mg
o|& wtoby mE —ftoblgez v HAME L Bl B 299w
sl wholA We) WEHAKS EER AU T 03 o ¢ WHEARSY MBS 4
¥ o jitEtlolA e REME A 2oz W

ol A mgkEel ol 1969de] ZEAS oul& st W MY MAE T Mol
AY e FAAALZ oo) A (Lazer, WIS o34 sholA i) MAE FAshe] “mlo}
Aol A AFAA vk o KUY B TR LEE F clobiye Hew HE
-(societal dimensions)-¢ <148l =3 H#Re] H#F(technology)e] o 2 wlolA| B2 ¢4
¥ "art AH"Ox FAsgem o (Ferber, RO ez qfolAl Y i R Ak
# (social and public policy) 4384l = A= =) BEFEAAZL 2 =(Lavidge, R.J.)
% f¥R(marketers) = AAFE 9 FRAEEDS AA 2 FEAAAE a5 238

(32) 8(26) M. .

(33) of. Lazer, W., “Marketing’s Changing Social Relationships,” Journal of Marketing, Vol. 33.
No. 1. (Jan. 1969) p. 9. ' .

(34) cf. Ferber, R,, “The Expanding Role of Marketing in the 1970’s” Journal of Marketing,
Vol. 34, No. 1 (Jan. 1970) pp. 29-30.




2.8 % ke BBi(societal perspective) & =3 2 AFo] FRD 4 Ae7t ste 23
o4 goksted okl gdx TR “sholsll YRR e Aol A Ztf-(service to society)
7R PAD 4 QA =3 FHojokat #el volrlA mpelAY BEE KA AL DE oA

Bsest Aolv 29 WE ¥ ERS AR £ FHel J4 slobAYE ekt AL F L
A Eameom dted wlols YA ket Fsd ol THE BEUY LEEC 3
£& REst Q.

o= @l HEd #A4 & uhe} o] SEF S FENL Er@violA Yol ik
FEE Sl o|u] £ ups} T jt@ctolA Yl A EHS Az ole LEHE FA

A Aeolct. &0

oo g FmMEckael A7Astel 4 a3l wRetelA Yol A PSR - ERH $id 4

W #iEe) A BATTRES o2 a7t Holel vegged, d& g1 W42
_(Mindak, W.A.) R w}o]u](Bybee, HM.)S} Zpimol o] vhotAl® o) MM, " A=At
¥ 5] 2 7] (Vertinsky, 1.)8] fRigA olu] 29| clolsl g, siao](Farley, JV.OS} #¥=
(Leavitt, H.J.)9] wlolsl e AnpigEdls) ERATEK ¢ A 2Ex=(Zickmund, W.G.) ¢t
2% E(Stanton, W.J.)o] EiREYe BERS d35c HEREE R T 0 5
o] et .

19726 o227 o}t P& MEHkRI UL Kol B ¢A 2wt o] vlolA
Bo —is e Histe old ®E dlolAlH THE V= om W 1976 = ol
e o Ae g #RAA shol ¥ M LB A SRERNL EREEe: —Bf
e gdsa S o] e}, 4

olel A & = ol ) A BRG] £ ERR rdel At A A wHdl A A 3
W - ERE 25 GiFsAe A7 %l dsE &5 At
zeEy o vlolA Y 4 A REEKR A iit%ﬂ gt A% opdch o=

(35) cf. Lavidge, R.J., “The Growing Responsibilities of Marketing,” Op. cit., p. 27.
(36) BE(23) 28
(37) of Mindak, W.A. and H.H. Bybee, “Marketing’s Application to Fund Raising,” Journal of
Marketing., Vol. 35, No. 3 (July 1971) pp. 13-8.
(38) cf. Zaltman, G. and 1. Vertinsky, “Health Service Marketing; A Suggested Model,” Journal
of Marketing, Op. cit., pp. 19-27.
(39) cf. Farley J.V. and H.J. Leavitt, “Marketmg and Population Problems,” Journal of Market-
. ing, Op. cit., pp., 28-33.
(40) of. Zikmund W.G. and W.J. Stanton, “Recycling Solid Wastes; A Channels-of-Distribution
Problem,” Journal of Marketmg Op. c1t pp., 34-39.
4n #en 28
(42) B(28) ¢ (29) 2R,




W RES 6 k@l W8 P 2(Luck, D.))E REBERS 3 4ol AA “slolA
YE MENCE TSRk (market transaction) & 4717 st ARBEH 7 BHel B
Holoket Aotx stz olsh o) 2 WEE WEWT s oY EAR 49E
A e A Oz F4sgan.

olel Ha ZE2 v E HHMW nbola ™ FHEAR(new form of marketing myopia)
1% g1t ctobA el Hileru) e HEAT S F& TERT odd  Hfko)
e 9l EaGdea)o] Y& Aol shx oMW whelA N FA EHE AL vrob
AY Biez ST a4 sy 2 WRENE HMl 25 FPVMRE WAt ot
AE e A%olzte Kive A7 2ol

=3 7h2H(Carman, JIMOE sholl gl E#E vl 3RS HAREL € I¢&
S48z Bx BEEIAYN BEED debdt BAY ke TP 3= Ax ¥
252 mlolA DL 29 2e AR o9 BRI H¥(disciplinary wing) 24 24744
£ vtz g, @

=3 »hd 2 (Bartels, R)E &9 sholl el RM# W7 RESM(dentity crisis) &
FATA chob YA S2e 5T FHREE 4o Rol Az k. & A
Azt clolAYBRRY HEE HNHEC e FT BRI BADAZ B, EA2
< vretA R mie AEo 2o KE(substance) ¥ ot ¢ 38 Fik#i(methodology)wt 7
28AE oo, A2 e B (esoteric)e] 2 RS whob WM S AA HAekx
23 Qe elsh 2d8e 28 “gtet cheblYo] @M SES FEHM WA
2YE ARE FRY 202 Aokt gobd obnt B RES NN opAYe
BENC.ZE e AR BRES NN 2 Rl gt Ao, w

2 Has oA sl gl A o) BIMAEY Aibk(semantic jungle)s] Hao] Wigelw
Aow AR 2 G LRAA Fold 4 g e At Y 42 A2
# = (conflicting) EHE 5IMste] o 2|3 BBkRM Bhk A Fol choll JBE} 25 By
o Hd kY BEE T S 44 Agde FR%9s. 2d6d 28 E@EcboA Y

(43) Luck, D.J., “Broadening the Concept of Marketing,-Too Far,” Journal of Marketing, Vol. 33,
No. 3 (July, 1969), p. 54. _

(44) Kotler, P. and 8, Levy, “A New form of Marketing Myopia; Rejoinder to Professor Luck,”
Journal of Marketing, Op. cit., p. 57.

(45) Carman, J.M., “On the Universality of Marketing,” Journal of Contemporary Business, Vol.
2. (Autumn, 1973), p. 14 .

(46) Bartels, R., “The Identity Crisis in Marketing,” Journal of Marketing, Vol. 38 No. 4 (Oct.
1974), p. 76.




Bgol volA R ERMEE OF KARAEE FAR=ES REFAAD Aol @7

w3t ofEz(Amdt, ])E ZEHAKS Rt EE T4 e rlbARHAREK
Wol W3 chest A #PIE mek= Atk e

2 2 sholA ARk DS BRESE Jol EA4 Hx A o} olA = &=t
Be RN FRd 434z EAT & Ae7t okt sted 9E Aol o 2
C 9} fe FEEHE SRkl HEAISHE A(extracurricular applications) & “}0}711.‘%2} HAH
Q —HHes e 4 vt ok st Qi ¥ 2 2T vlelAl ®-& FiEA
“fl-¢r T.#8" (social engineering) “2e 7t €88 (transactional sociology) “BY .88 (relationics)”
£ “ZHiB” (exchangeology) Fo2 ¢|§EYU § A& 2t BEMH —#HIE =T
g3 9 A &it(higher order), & 27t & HHKEC Qe HRe A TRFH o
v e AfAA g 2gdd “]'°]'ﬂ]%iﬁ§%*?ﬂlﬁ’fhﬁ}‘ﬂ ole] =& ¥E7EMIC &’

e 9 4 gotz 2z g 2 2x A Bl B Az BE B
A2 B2 S: ge A aAAR oHE 2 5& FH WA KT F LEUKED 3

R clolAEe s o] B2d & Ak AEme BaY A J¢ F e Aolde F
A%t ‘

28ne EEEHel A9 EkE TE ERN RAe gt Agsle o1¥e
A7) Aopd ol o Re Bk vholI S MAH HiAbk(conceptual integrity) & HER
ohedl MELS BAE HAZ BT opieh viold UEEAS clobl AR A E %
HHFE Aes wx o vebhA shobYe #kd WAL FEIAWOS eEd 4
A7 e NS 4 EEOESc: gAA AE $EO AP ies EEd 49T 8
e BENA gon ¢ L 28 2 veA el olH T fRE TR ¥
BEY & Ak Wrelt B4 2 Adzd 4¢ Adz g4 Fenz A9 A 1}
A 2 WS ZEAS 2o FEE oA Y Mo = Bokey] AT B
o AW dd Be B AAA AR 88 2HAE TR 2 222t o
FEe ol EE AAAE HEN HHaez deANce =A% Helx debd
o] GEEHES] B9 ANAE o= MLE AL R Bk F ol At QAT EHA
W ERAREE] B8 BRed RO o T 4 AL KB Bh Sod ERE T
A gord udz @t 2ddAd SeAYTRNES 2 222 BRA2EE 24

(47) of. Luck, D.]., “Social Marketing; Confusion Compounded,” Ibid, pp. 2-7.
* 48) of. Arndt, J., “How Broad Should the Marketing Concept Be?,” Journal of Marketing, Vol.
42, No. 1. (Jan. 1978), p. 101 -




AN S P 4 AR WD FIERRE TRl e 3] (voke) Hol et
@ sz 2H A rhobA Y Baa(Fisk, G)7F o FEe WSt RE fisaMM(provisioning
mechanism) & ol % S8 HES FALo] 1S9 HEANEE 9 9t A FHCocil
instruments) e 2 gEs ookt ¥ Aolhy Foh voh FAROD Wk Aol i
o ol AN MES e BEE HE(match) 177, SREEE 2 BN 293
RES 0T WEH ZRS ATHE Aol Aold

28t Sl B2 FARAE LEAYL 20 [ 948 oYL WENSE K
BBRO o 3 UAT 2% B THE choblYEEE EAH0E MBAT 2Y 4=
glov BE Zo]l BEA sloll YxmAATE bty Sl oH% AHANY B
2ol cholAHe ek AT MBS BRS Kk KEDE SHEelel Bkn 2E 3
Aoz Yot ok B vholA W e AR HE EILME D ki B 2 ko
AT Mol BmEA 93 Sl FEFH R Aol THE T BeE T

Fel s 69 olo] A Rl MAFARY AHAE BR m#cl A2= = e €% 4

oW Rl o3 BASFEMY ZE AAEE EEsd Sks ookt I Ha gl .

sholA R BiRE 95% v HH, o1& & 93%= wholAR S M R AolHlz o4 2
GFE Aolzted Ad RESZ Sl 83%% mlotA WY MR AFA AL
BEFIT oid A=A FEBE 2¥ie AE Tl (avor) m e A m glos, 0 o
€ o BWEel o3t viotAdd & q7bA] Rge] A3 2@ okt etz ke R

ae ol

frol s WAL AEL ol FAL gtz BRAE ¢ Az e Ad = U o

A4 19753 Eol PR EErlHAYHEY EBRAGAAT wtotd o] EHel &
@ 67149 REel WrHANEd o] F FR I T KHAES BHPFEE A 254 7
2 FHEEAS 4 EERS &3 Rl skl E EHst Jdz o o

“wlolAl g ol 2k A%, JRBFE ARE X BUTEMC Arhdd Ry RE: Sodsz
olo] EIMEsH: Fg(Hol¥ 2t otoltlo] B o]F BF)L 4M - HRSD olo] B¢ ¥
K mERo 2z & THERBAA Ao Ao 22224 BB WEL AL
oh-ge MAMY EES AT FHoE a2 BR(EE Aoduad o B@EE AFss
78 3 RERBEL ziste Aoid”

(49) cf. ditto

(50) Nichols, W.G. “Conceptual Conflicts in Marketing,” Journal of Economics and Business, Vol.
26, (Winter, 1974), p. 142.

(51) cf. Hunt, S5.D., “The Nature and Scope of Marketing,” Journal of Marketing, Op. cit., p. 23.

(52) HEMERE, WHRAE, p. 43.
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o8l THRS BEE w4 9 Pohm G

RA ctolA el T BAFE BMREE el ok T BRRYG BN: #
ol o]k AR E MW wHCGEHS SR, 2 AEeZIE oEdd kRS
HE@REAR=BREE HAStd TEo2 EHE s9sdcht ¥vhe gut 2 Wi
L2 Ridz 3.

EAE chol Wi e EEM Axumes sorstx ok Aelwh ol T mholsly
o BENS © XY Ehe godd wEsd de @ z ERe) Bliish: B £
BMIE @ olol A3 W] Miclshe MEMEER 2 ® =E9 %R KA 97
¥ o 4z e BMBHEE HEsn ot Wold.

olB g el ¥ A EErlolA DB BEEN A3 L ERARE Hrke 93
¢ 2z 9ed ¢ 4 Aok o | o

ole] Bl o wholsl iAW A WM FAEAC] —BHAE ¢ 1 Qo ol 2e
Sk cholAYE TERS 2ol AArtobIYoR ¥ S gk oA TR BRE
BB %9 whoply B BEENL YAANE BRslAY F EEololAYe F
BRAREC) Sk WA AS BRYY s & M@rtellgezr ¥F ¥
g9x Aole, 284 AL pEctoblgel U8 FaRuloAY o HBTo vt AF
fgolm whok MEE 2ol AT ok TEANS —rtolA el Mol urt AEM
o] obd7t et '

A FREHRS SRk FAA B A Eeetoll e SMkEe] e £% 2
FLEE T —HEREY BwERe A8 FRozAY debYERE wEH
£ YA Gl e MiEstelA Y WA o) nrh MEvkEe] F2 A BFeIA
SRo| = BAABES BRE Bl Mo ERslol Ro] WAL HEw ¥R WA i
| MRS A0z 98 E ERlsolA 9 AR ohde HESA Ross oy
o WAL Bl 44 A -

S agod MEKEe] e ojm HEE AT Aoz dd o %9 WRREE U it
#olobl Hol sh: BEIERTol At Ae Jd AEMY + ¢ RAA? dlAs
Al FBe b2 oot o] MAKMe] SE AT A4 AG uAUHERR 3 E
Behol 5 o MAEC oL 9 ¢ Atrobold| Yol st SISO MISASE WEE Ao
Qe & JEAEMOlth el ol 8@ HAcholA Y whA MAUkEe) & HEM

(53) RL2R.




§¢ AAs St A BALESS HALES == ARENSEY REENSY HE
BES G- B o8 HALES ¥ RAENE 502 Yot A% 24 4%
% 2yt EctbAR s MEEoHI Y e ol 9A G R

EfE 23 MRs HiEsd A5t ol FARKS KRKE 9E Eio o 5
MRS 25 EUABEER T FLF % BRE Ko 2 BIMME T
o/l ERE RE chohilY - Axuol} MEEKM 28 v 2o fHkES E4
Aoe Mw Yok o olsh ul4g YA 2B (Goble, R8I 4 (Shaw, RT)E =&
o wEE FrolA WEC1E LY Rlel Ux il Koo 9= (HR)H ol E
FA%z YE LR REBFD S 2AE B D3 2o] ¥o= 9ok 3 252 HR
% Houag Adehe] AT DLE BE BHG B o B ol §U4 QAT FAFE

A
p
Ev

(B ER 3% tilstoiAl g9 B

(#¥t : Goble, R.S. nad R.T. Shaw, Controversy and Dialogue in Marketing, 1975 p. ix)

(54) Hunt, S.D. “The Nature and Scope of Marketing,” Journal of Marketing, Op. cit., p. 20.
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449 WMGustitation)e] I3} FAHE —BS) 2MrtobY - A 20 g AAE oA —
Bel 2EstobAY - A2dF FRAL oA G ERoIADLE w3, o & FA%
wpoldl Y ERE 95 B ARt FAFE SolA P e MECtA PR A sx
gl k. o '

238v Effgs AEY ERS #Ad A = TR & Bi2E Jdehe Ao s49
g AAz Qe old Suls —EEQA EftolP¢ EHPT ok of o
o Wioz wdad H Aug 9 2 celAgY HWEE s Aol ¥ £ A
Z8u oRE §4oz wHE et FSdE ERADS e 2 A9
RS AAA o &S WL} o Roix7] oA Bt o

A, o]l —faHy « TEMQ] A A S wlolAl ) (marketing in general) o]z} £ 7L
s ‘

$4, o= A ol F FAIE Ml Birs KEMN T W, TTEHE, B
R T BES 2L MEH MY Azd U KM sl £¢ A%

AR, Aol oz ot Wiy slolAl el HAR SR social context), BIREHE k
o 7 frEl 4 FEEA BES steA P e EAS 2e £¢ M :

AR, ol WM %S FH A HETRE BEY ¢ Az 9ok

oA E@soAEE T30l EiEss W9t 2ok T MES shops ¥ (“larger” aspect
of marketing) 0.2 R ol FolA £ vt 2ol 2 Hkel WA 2 ks o] By
BT & 9022 o F SAAT BRI MiRste 99 K £RE A=
gasAE g :
g Axdae QA4 2 H g 2L Ay Hel WA HAE AAE ¥ E
AR FHEe AdAd Rel Hed ovishd BRSNS KRN P& djel
A% - A=A E EHAR e KBUKES] 20 delstl BERA2W] 3 HEREH
= gk od B AdAes MRALYez A4F FE 917 Aol o7

292z g Ml A% EHE A3 AL old FAA 2AL dehind @
£ ofeltols MBmsty =¥ 1AL A4d ded 4 e AEE AT dat E
Aoith. @eb EFserAPel A% FHE N At AA woiA g not o F

(55) cf. Goble, R.S. and R.T. Shaw, Controversy and Dialogue in Marketing, 1975, p. ix.

(56) Bartéls R. and R.L. Jenkins, “Macromarketing,” Journal of Marketing, Vol. 44. No. 4. (Oct.
1977, p. 17.

(57) WKE “v—F T4 FAx 2 L3HER", FBYv—2v 397, —rr—#rzfzﬁ’ﬂﬁmﬁ
WL 1973, pp. 15-16.
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2 2aA 9 el

2EY WiErt bl 93 BRrtolA 9 elthed 28 Sob Ko we Fusw 9
o, oo -

D EEE AEE

® &) Wik '

ol HMee W ) Mo HREMLY oo Brl HEE B ETIAYY @
Aol e Rolrk ool Hal AR HEMES D& AN BEA G pBAL
AR BRI AR 2L 2RERE Y A3 98 F45E ol UEEe B
At ez A4E Aelsh 28y A4 ol @ HEE AA5HA oA Folrw
Qe 2 AR WARMS) 2AE AR o B %S s B FIE
T AAZ FEA 2 Q5] A Zoleh o9 BAo] clollUiBR) e AkEHY HAD
AR g hne glont ok By FIAS Sul ohds —@iEHY SuE A4 5 o
2 9E Aol 2 A A FEe A0 TEIAE B9 WA AEHE) A n)
oMl YBE o\t WEMOE AE —ie BES Ao AIEMA od TES L o
AR BE AE Mol 4A YA HAUY Aok oA @ WAL oY) Homs M
C Bt Y d Bivtell Do) BHE HEwsdoll ¢ KEke] 98-8 At o
HoolHR ARl gty AL vz ERE 2494 4 gl vleblRe 2o = A
Y FRR A FREE ASHAT BEsd F1 Rojw @ = 9= Ao,

VAL A stz ANt Bl AN GEd WHUDHE A Migehold] U5t
Efvtebigol s MBES AHIE 949 Bftad 2= 2L ol sz 2 suke
EfvtobA ot #iietolA Yol e MBS RS 49 sl 98BS SAX
BHE FAHAT ] F& Aole s} BEFAZAT O BN A R © BR O &
#2d % @ FEPMEL Gk sl YBMLES WA BRERY E4e FFAY

£ Aoz wr] 9 Foig, 9

st vl zg Agdate @4 ¥ eI YEMEY HARY BREXST Adz o
A g o] Fstm gl @

@ Efserd Y

7 (58) Bartels, R. and R.L. Jenkins, Op. cit., p. 17.
(59) cf. Ibid, pp. 17-18.
{60) <f. Ibid, pp. 18-19.




EifctolA 98 e AA =AY chobABRE 2 MM 24¢ 7Y o BRe &
Hi - @ty el A5l kg oo REERe A FEAE WA HolA Yl
Bol BEESEE 49 9¢ e Aold BRI ANED S 9 —izi vhels)
Y@@l iteel REY FIET WA o] EES ookt ST W F& AolH et
A Bt 9HEE BEALDY A3dA A4 oY BReRYE 28N e
) EAT BELD) A8 FRE ¥EST Aol

@ MigvtolA

Wit A MY EACRIE A R BB BT AolH = EWE =ob
YEEE oH RHEAR 22 F 9A =8 o BRI § AT AYe
FE oW HEeAYEYS SREMS REBRE A9 ctebANe] A Sy
ojokat ¥ Ai7HE veblE Aols MiRelold WEEE BEHARKS FFAA HITHIRH}
AYERS FESE Aold. ot Ei, B NE T MBEAEY RELST Fdde
BB RTo= F45E Aot ‘

o) ol A £ whe} ol EintolAl P HiRsolA Yo 2o s dAGx =3 BER
whobAl 9 el Y HREAT 2w BHErel AEHA= el wFel fgtioln)
‘Holebe ZWTe EBctobA gel Fehe MEstol e itEmy Wl ¥ BEA
AAL AAE W4T RoRaBEd o) KEolA Y EE B8e ANE RES T
4 P Hgle] WAL BEHERE o34 EA AT FE Aol

A WRAEELE 9 BA-HbA R BERE 8ol A9 Bt Wol +47
o wheb EeHE ALA WS ERMCE BRE KBEHOAYY AET B —ER
B EmERe 98 TR HELTE BANY FWAA GEE HECloEY AR
o} fiE - BAHA HAed ol& T WAL T BN —Fite] 9t TAE EEAD

2ydel WErkelA RS U3 RN Y JFNAe) A2 e FAAAY FRR
£& it@riobl geletz St st BUMRA M4 - BRAE AL 4 #EY £ L
£ A97h?

W9 sk (approach) ol gt Fol 7l MM L J2Aq HiEk WA BRoEA oE
AAAAE Hehe UAG EREoe) BE WX wRE BE WBiOT T 4 Ak webd of
E $EER ST FERAe HERYIT FHN  MENOD JUE 4 QAT BT

£ ¥ (framework) & slaisle] & Holth zzz £99 EBRRES A9Y WE




HEE A9 Bl e Hee el det e s A9 7 e Aol

THEE BRG] A B REE dAAA Aok ddsied o]k & SElE(disci-
pline)ol] EHT WEM - HBMY HFEAE TE Ro2A oo o]} BEe 94 -

AV HEE AN BT A RS SAY 2oy BRe Mg A Y 29 A
BREBADE 3t A5 AA0=E #eRol 2= Q) @S]

Teba ol & WK kel AT =kl wet FAH o 2 BRI FEBED o & 4
A7) AT Bk delrb oo BRI Mt 2 220 MEMAS ohie BN =
B AT EE 238 FELTE g8 Ado odd BBE 9 RadA? Ttk of
T HEEE dn AEE 2 EBE BRY ¢ Qe AolH, olrig oo SRR
9 e A 2 AdA, BAGSE 20e BuEBUst =9 da Bie o4 g
AL ALY e A 2L AsA FA AR WES Anic 2ad = Q= 2
°oleh. ZHEE WRFKRE oz ouleld 2 B 44 mEALTE MRS 5 2
o] 5}, 6u .

2’E oA} AURY ffrotelARe) @iEs e P& SAME HgtEe] wamnt
oHH el Aol et WS HEW BES DRNCE B2 BB ol o
B i BROERE 9% FB mAkes BN B4 F2E Skl g
Pgel i - B 2 v Wetd 9k FRAEdA Lo REKN FEAES S
W) WAETEE o-ge AT Qe doIRE oY Sy £Me mdae RF o
R A& A2 debn ¢ 4 g RBH Wbl 48 KBroge Adz
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