BLAReolA B ol 3ol A8 mholAl ®

L e ok

B P TP P TS TP YTDT TV LTV VRCRTTR LV ((E ;t)) .................................................... .
D1, mrEs(elobA B aEake] Bt A4 (3) wlolAl B Al =)
2. WOREYCEMLK) oL El RSl R i :
3. S notHE T 2) stejAl ¥ A 4 E (marketing
1) vlo}#A € #4: (marketing definition) concept)
(1) —#Epyel ofels HigE 4. ¥ B

(2) vholA RS 1L HE

1. FEa(vlolAl B Esiel ButEst Siktk)

194718 eh3E7 56, obx] [AQ =04 |(salesmanship)e] ¥ el #a [Bfamic] & =}
obA ol Yk A9 F& EElA Welrh, HEBmlIc A AAs pokd, o] &t
ol 7t AAl9 FAMY FEozA mlopA YiRe]l FF HFHA AR 2L A g 204
J19 MEA T e Aol ¥ g LA Wawelth SA TalA dEE el A
BfobolA BEm, = “art”sh “science” =AY FAAQ FEe B o5l slolALiw X
oz ARD AL FAS Bol A4 Fee ¥ F givk = AR, awopdl w2k
gppmo) —OfEe 2 49 mlolAl Bk Farel EEAE ¢ de g AU Al
o}, kel vholAl Bl o] o Sebi MAVRERS AFdx (W5 KER Feld shH)
¥ Qe (F.W. Taylor)e] MFHgg e FH V7 3= S47] 2% w2 o @l
o2 s gyl WEolh

oY), 2@ GgEel e bFeedeA Agoz e fvdAY [vleiA ]
ol g FHol SAeA HE AL w4 r(Michigan) o she] 190241 R RATH ol
Aolul, o)L 1905%1 0] =14 ulr] of (Pennsylvania) i &ef A # 5o} o7 8] (The Marketing
of Product)o] ebi= o] &9 7t H 2 MAsgetn AaAch @ o] F 1909 3 =
v} 2. (Pittsburgh) o 8tel A 72 o] &9 ZAAr}, 2z 1910de] A=< F A {(Wisconsin) Hf
TEHR L ARAEE KR

(1) F.W. Taylor, The Principles of Scientific Management, Harper & Row, 1911.
(2) R. Bartels, The History of Markcting Thought, Grid Inc., 1976, p.24.
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ol 4 ehob g Hyik(Marketing Methods)olehe 2271 AAA=A©, FfketolA d e
B4 clgst AA FEozA L¥dAR EHAS G l2E Relth 53 191049
A=BAN ol A8 Tobobl D Tthlol b e v F 429 vhobsl Y BHRD2 71
© HEHRS. Butlee] sa) Ag=1"A, 2 ol AR} 2& 649 SWT7 2o
A gAY RIS E Feh

B2 BEE A MRE Y L 29 [REH R USRI AR ol
B7HA = 22 (AW. Shaw)7t 19159 HER [HHWHEA Dol 27 £419%
ol Az sy Rgtez BFeE A@ch st Y] Y E olEF A
FdolA vlae i FEoE @HAA AAeE AL obFAE 200709 2olm
A $e Fs ‘

1%, FA Zelok A% aqRzel FRezq FHapl L 2% oo W) 7]
S 2% sk Ul Slel A1 F2% HEE oEE [t 9e) I
= 2ol stoll giwe) ARBRET o, A% i oA E A $YAer
Fal, o ol Aol gebe A s gebEael ¢4 wolth AAL FE who}
A elehs g AA 7 ol Sae] 2 S5 MR kel A dol Y FRY Eepel
sl 4 ggeteh 2 A Bkt YR AL ol £ [oboldl YiEse) M)
ol AA-AA & Faeh,

22 23, Aol 2o EEN Rkl 44 R oot 8855 A4 Age
=, wholilge Ao AAE wd dAH7) ARGR Ao ol EelW, AL HER
(sales)} diif@(distribution) st 7re FMEEZ 25l cboh, 7199 BEHEESBE
of wE Bl WERE (A2 lel B84, 20l £ vleblgelae 4oz ¢
Aol 2 Zlol vha 1947 FaAAS) ddolgisinh 2Rl pEmEe] EEERol
het 2R 2/ 29 BEel IA=7) A4, A R Holel ke ol 99 Wi
Belel & Aol 20479 2xtolgeh o W, ok $F GhE Fk(rade) Fok
(commerce)st 2L olx vhetA g Ay Svl2 2edd % Aol W 1900137
A4 191049l AAE 108 70) 2 ARk wheby AukA ol A4 THRHE (sales,
sele, selling)ehi= §oi7} =holA| o=t M=l € = BA< REBID 4ol

(8) Thid., p.25.

(4) AW, Shaw, Some Problems in Market Distribution, 1915 (el o] PregEHL oo 19124
o Quartely Journal of Economicsikol E R 3ol A 14 MFES sAolnl, ol oo
vholA | Bl ol gl ol Aol el,)

2 &
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1920 e el ol ARAREE vhobA Yol Fol AT PRV WBFE CHE, oW
o149 Aow sdshiel sy Age. 2 RWEE A4 £2(AW. Shaw)sl E
Hol A wEsiE d, 2 2 EdolA nlolAR S BAGEIEA o9 Aoz ww,
Bl 94 AFAoz el 479 FeF Frep: do shelA U HEA ek
A28 Aolth 74 2E el e zedAE Bolgt AL o AAY 9B

Fo A4 chEw gobz gealeh ohal, AA99) ool AYREL B 294 BT
BAE GAGF ] e, 2AL BARE ol4e] Aoz A5l ok Brhe Aolw

SRR vhobA Y Rel A olel R 4o il rholAYEES [vholAl o) Mok
HIES ol At Tebe] 22 (micro) vlobdAl gig et A orl, = 283 A27t 19209 of
A 19304506) AR Aol 4B FAHol A WELRA FIH Dok v ol
Sy 2Ee oholA Y EREE] A Loz GAMel Zokd Yot Azl o Bateh
94, o] TR0 WEE Aol (4o s) Aok wel, ddstA AxelAl A BE
Gz 23A4 A AAe vl EHE U E APE BRdch 2o, WA 2
Ba AL o $el slelARAdA AMAAT A slolazAel BAAA FFeI
347 GuAel et Aol

o BE, 19209004 1930 el AAA oA el SolAG B A
s A, PrlolAD e v E Bold $EIE 2ot 49 BUE d45e 3
o] zbeh. ZefAl, of Fejo] o] Zuh [whol oz sholAYsEsks) FHEMEIFIE A
7 B, L EAA ALoz vl s HMMES o4 Yol FEIQeH, w
a6 ® 2§ EAe sllnz sholASER ¥AHAE ARAW ol vz o
o5 e Aggad. (o AGE vhobYd B ¥F N2 BRBEEECVE ¥
Fv] % op o}l &) @ J(AMA: American Marketing Association)®] #sed [w] % w}o}ol =) 8
H## | (National Association of Marketing Teachers)el] <& = #giet.)

Febolrl & Akl Al &olol o2zl ANe] FE} Aulse) sgel FAL ANLF
o] o}, I

eichrl, 1930 A E o] 2§ [Hhe] . (micro) wholAl W EHIE AF M@
mggyol sl MLz A WFel fal L EWEe] ARE AA dch ol gt v

(5) The Natxonal Marketing Review, The Commitiee on Definition, National Association of
Marketing Teachers, 1935, p.156. (Marketing includes those business activities involved in
the flow of goods and services from production to consumption.)
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A2 (macro) whotAl gAY ot dA A FHY) YA Finds vhopA g S %%
g el el A, 23S AT EEEB AV HELEN Bfes
stefatazt sledA 20284 Aot A 2AA A9 B s Az FA o
7] W&ol mtolA R E AtE A B o)A shebs]e]of dhohi o],

olg5® [riolrl Yol et 45 m: Aulast ZT#E S, o 59 A7 sl Bt
A8 A A £ MBKEREZN L chEL Qrhl®E Ao Fgo] upz 23, ol
chobAl Y& shtel il Bz 84, A4 EA2AY 749 vlellyBES
it GUEEENY Aol shettag she Mz solAgAde jo) (koo Egt
stoh o] TR A NE, 25 vlotAl WY REERA Q45 2712 A HRE (sales)
ok Hiid (distribution)e glel, Hi (sales)7l MEBRHMC(I) 22l Ader, 2
e (distribution) 7} FLESEH (N ZZANQA Adog o=yl FE=y] A=A 5 o),

of w, MEKHENCIZZE AN EHE TASE HESY L2 e 2 F39
ZAEA [olotAY & EhLES] HF) BRE Aoz #4834 @4, 23 oat &
Flift = ¢4 BRA%S FEEN B5E 2visid 3 Rioads AL 2N
Adteh oA A A EREERC AV ctel 229l vholAl B ERe) dXE ol A
#y(non-productive)el #F-9) fiffol vt shdsxl et Folvh, zejAdl, W2z clolA Y
BES L vhotAY S AER(productive)dl FH-g Fzdbr] fa) wlolAlg e R A
T Wil (distribution economy) 2} A 1} v} o} & 5 (marketing economy) g} A9 T
d& FAS71E Foldrh

2, ol# g A3z slolA Y EHIRS vldel A AE FE Fololsls e AL Al
High7] whEel melo] A@EMICl st A9 vlolaz cloldl Y EHES WYE 9 AL
ot ol Zel= Frlolzlwiolat PR HH, esRIMY BUR 2 BiAm S0RO Aligel =
& AL FEIT0]) W Fol walo] vlolal Y& [T o] Bk Aol k. o7 A [HI&H )
(creative)o] ez E8 & (4R |(productive)e] = FHuvte o Fusizs A
oule] APe EEojh

AT o] A FH, elebAlge] Lol RE FAE ] 98, AYBEolg BAol
ol & RS (economic valuedvk 4 (utility)s] 3ol A shetepsl 5] sho]ziz sho}
ALERTT St AAT, ZhN 2 @ISR (Rhol 228 wlobsl g iR W 1940

(6) E.A. D_;ldy & D.A. Revzan, Marketing; An Institutional Approach, McGraw-Hill, 1953, p.6.
(73 P.D. Converse, H.W. Huegy & R,V. Mitchell, Elements of Marketing, Prentice-Hall, 1952,
p.1,




dellol SolAmAiE A FEime el L2 i) st W ke A4 Eg WA A3
A ool olzA Atk olg€A WA LEdd el R EHT Bt AR IAANAE
W& wpolzzfyal At 2yl Aow 2 @AHER YHEE ¥ 5 Yt

22, 2d AL s sl RS [wtelaz e (Hanje] FA8 HAAA shetaf of
otz QA RE Fgets KD QA A ol SH4, 2EHP Kotler)s} #BE2- o #3 MR
o] Zojos] B @l B5A(EJ. McCarthy)® 2ERAAE 2@ F34& 3 AE gtk 2
w2 o [rjolsl B2 [EEGS BTH EE (activities performed by organizations)e] # At
b€y @ 1(a social process) 22418 T4l E J(both a set)® & 7ol o},

of W, MM74 e rfo] e uteldl WEHE THES ke 4482, A= 2771 S0A
hExeDE mAoz A Fe) Auas e ste HBEEY S4E AT EEENS] BATIV
2} Zotech, ® oA vlobd HeHke litg A4 33 +LF EgAoen 2EFA7AAN EE
Enuy EEED AT Au 29 itEm B A 98 BN # & (economy’s flow) &
STt @y @RIWel g A} or4 & EE(customer)ojdh EHE who] & 2. ol
g ke RAHZ, 293 HEE (consumer) & 22 wiobdA B ko] {UHGER AFaa o= &b

AME, Ao|w 1060dH & AH 197037 o] o274 "t E, whelAWie] BAMEHE
Mo —fFiEo et Al A YA o2 WelEa A Qi sl Y EHE mhola 2
ol Aole, ® 2 dlEAS Aol w2 ©FuioiA B AMAYY 55t HE slo] A2
o} obAl W EHE T

Pofolsislo) 3k AgE ey e W, =t EABAA o2/ AAe 4% A Aus
o 584 FFse AAGRE Bl 0w

S 70 & AEAA, Gl elan shAPERE oF AARTLIL
Een) AoldaA, = Selw wpolADe) Higel ' MiE So @ So webd 2 e
5 g A FAHEE e4g0] Aol UAE ek 2e1@ $AIL 60dn FelA
odel Zuke AGARA B AN, AE B A 2AA shobA iR Ee]
Soyo] whA [rholHEse) AT BAY AEe SolAr Adw,

2eieboh, 1080 o] Sol AmANY & ARMAEG A0 A G FEl B wHo}

(8) E.]J. McCarthy & W.D. Perreault, Basic Marketing, 8th ed., Irwin, 1984, p.11.
(9) Ibid., p.11.

(10) Ibid., p.13.

(11) Marketing Definitions: A Glossary of Marketing Terms, compiled by the Committee on
Definitions of the American Marketing Association(AMA), Ralph S. Alexander, Chairman
(Chicago: American Marketing Association, 1960).

“MARKETING: The performance of business activities that direct the flow of goods and
services from producer to consumer or user.”
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AR EEs 300 o] 3 A9 s0dEgelt 2R Asdn dE AL A RolH, &3
oEdAY AdAGe A3 Al Agle] AF =he] W] o s U= 33 ofef Al
L oo JeEEmo)AAA, 2 99 FEFEBE] BIANE 2HE HE T A ERE
%71 A s A Ergn EAA] Adgc da2s 298 Sxsf dnnes
Aol SolA sbe A2g whobAlHEme s AAD AAFAAE A 259 90
Wde] o] 2A ok oA Ag el AR, vt Eate] ASFHE AL whopAHE
20 BB opdE 2 ojwl AU BA X A 2Ededs A3 Adr=lo] 7k G
£ Folth

AF, olgat wholAHEHY oA BHES AN SEHo 2 v gl Eigded Ik
A AL [opols o] abe Zasin] chefazlr] ol &4 fle AAE 2 % ez oA
2 BE Bom AES BT ¢ 9 ZRARES dohis Adelw a#sld AHE)
Kelley)i= o]w] o1# %8 [ololalglolat Folqlrtel AT H—o &L Qeos, vpetAd L
oA [HAH LEA~ld 21|z Hikehz Qg AEolch webA [ehobAdAd 2
A% AN BEErl b A4 SEAT, w2 AA7 27 EERE o 4ol
H7 % st FF1d AuE £l 9k

2. WKEERS (4RMReY) OHOIE EHS| AW

Aol gl AR, Tkl chepasy] Fol e wholAlRe WAL ERE 0T
AR A Aa B 2Rz 4E O EIRPGI ZZANA BB K ALGEED
(lzzg)e EE O BEHGEEN BN B SRHGERM L BE S04 e
wme A7 ESY ¢ 4e A ek o F 2AE ofFA dpAdl AR loh 2
Az QE THE FBY WY (Clo Aol A BEMUEED BAdAY T
Aoleh. 2AL FE U5 glo] vhobd Aol A&t RNRBER AASL, HAE o
AAe F2 EHEHEAY A949¢ T AT MOHReR A2 AE o4, 2
—ago A vtk AR E oI NERE A (ZEDEHIN AT KR
BEEEEDY DAA st sle Qo] Bl AFAHA BeY Aoyl A
o]t}

22, oldd AR HF ol ToivkAl %, Z A9 AR vleARNERE W=

(12) E.J. Kelley, Marketing Planning and Competitive Strategy, 1972, Irwin, p.3.




AL oo, kel 299 Aeld Aot v gEUAE EEch 27l o= 60
R Fololalgolar T8 2 AQE ey @& daols], st 3% ojulE W E
g fojo] 1 dhch 33| wholAl el TihE)i(activities)o] eh YA shehsof PR
AstAE, olm HEE AL [B175] o) oF b ZA J(what is done) 2.2 ol&] st & 8z,
® e e r: [B7she Kik(how it is done)e 2 whol FelA: gl A% 2
iv= Jog AF Aol & A% Ade|th. 2y oodule] S ol277A,
25 ke #ES e zed R o} B gl vhebAl W EHS] BHLE oy
A5 EHERER (rhol LAY A BERGRIEND A whobAl gt Erbstvh

23ga AA, ebd 2 [EJEHEY F#leh soksl s R HEAq Mol A9
o] Fubols Bl e (AMA) 7} W a A7t vtz 2R ke onje Az ok oA wHal
A, zeg o] 2o Mol o4& 19379l A& HEH A, 2 F 19463 196044 2
Kol A, 7tz qvjsd Beozuh £39 oS Iviv 1985d4X, A 30-E L 2
A A u g, 2eid | clobd P @FkAE £ ohith v, Aol 1960
A ek 5, 2A o] wA [ERMEE(-lel 22K TS KB AAY AF 4T M
e AL ulTutolA i@t A 4 glol WY =@ MY wEe sz, 2rieh
2 o] &8 Aol A FolA F gl = Eolth

e AA, 1 GAe g sholA Y ERe @F, 2L A A3 AR v
e s 2 gReE UE FSelopAR @ EHHZHAE (Committee on
Definitions of the AMA)S} A% Q& Aolet 64, Fel= 60deloAl 704 2A i
Floja T4 wolSaAs], = 71HYE A2 5 45 Foch 2 ol fRAA
v ool B ot b uto s £Ad 19609 Aol chut MEIHEEK (el RN EHE
o} el AA Y FAM ez wop FAAZ AHE FFIHAT

aelcis), W EebolAl B e el @ el Aol Uy BiEdyel v Bile—igiayo] ol
A, 60dHF AR E Fdol, F2 e s vge] A AFFAA, TEALE F
BHel Wast ok A9 Kigel Az Hslel o2 Ak ol FERMMZAES
w% o AdE FASAEY THAKD Ade d4&% e8] (compromise among conflicting
views)ol Zaate}, o= 60Eft oMo Ao zAe) A AmAdE vhebd EH <
AE mEs, efds 2o Ao WheosA uto] ohd slelA el iREhke BER

“(13) P.D. Converse, H.W. Huegy and R.V. Mitchell. The Elements of Marketing, Prentice-
Hall, 1965, p.6.
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rel BEE AH ANAA Bom drhWE A9 vpe o K sHede] 29
EER L UER Tt |

A wHz Eopm o ol g, wlFulelA AFEe) At debARE dEd AES
HEE AAANE BEeEAT detdn Qe e, T —mH - WAL 5
fTh S of AelE Al AR wulel o] 27174A 9 Aol Avad 2 g (flow)
We BAE Ax Qv Afols, s A4 oA EAE AS HWED22A, rhob
FER LEXC R CIECEEE EL IR 2L RO

aeiA gokw, oA Y @ shebAY e BAGILR)G A A s
o, Wi 4Ee YAl A HEiFHH, F YA oA JA, ol FHY WHAET B
HEls e LEAAE Zosicts A9 o] oA HE d, A 2@ Ao .Fd
9 AujAd AALAE 2E Yolvt. wWehA ol d EEEAMIAY AEER o
AEAQ uiAAE zHA Fohe, 23 AES HRY BHEH K& fAHE vhot
A EHE T BRERND A4 Ad Fod gich

28 el A%, 2 F B HREEA & vl FetelA g e oE, 2
oul kg FHAAL 2 vlolA YA L2t GAHNAZ] AFReE F 60dHAAA 70d
o] AR oF 20 7ko] £3E o] Zu} [wlolaAl g} Aol o) ALAM =tz AR Y A=Z 7
olsll B A 2] 9] kb AolAlr] AR ok g Pokpul A ES —HAE S
ol A AR Y WM EXBE U% AT A AolAY, FAlY mEEEN (lazm<
HA el FHEK o] Jel =, ulolAl B Hiyel W vlolAl W BEE T4 o2 & AolAM, H
BRmE A 2 BEEEN Aol A, el Fd FejelAl® & Aifkies] ®{L]09e] 2
Ae) #FMel A 5, Lok s1x) 2ol

2o} oleh7bA Al wholA Y wgkkel E@wte] vk A%E Aoz Sg vl Friel
HiEE 2 £ TFd 9 THEHE Marketing Definition Committee) 2 3}e] F, 19609
ol % v SE AAH vl Q= BEHce] MEIRE(Le] 2ol A BIERY (FRER QL
vlolA B BHE =rlo] BIE « BEHESSE 288 FASA Aot 24, 228 =
A9 —phoz A, 1975W0) (At el A AAs v Felol e A58 BB E A
' 25 AA935 AR o4 2 ARE FH - HopEA =loh

22t o) el FHFAL BERS AAgo] ohal A3 5 AEG 674 FEHS

(14) H. Lazo & A, Corbin, Management in Marketing, McGraw-Hill, 196}, p.71.
(15) P.D. Converse, H'W. Huegy and R. V. Mitchell, op. cit., p.6.
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BEEHK A3 FENEDS 2AUS BEIGt 2R 2 ele $449 A5t F
AEA A 47 s} 2o,

(D CHE A utobalR)olat ¥, BTN HRE L BUHBM (businesses, institutions
and governmental agencies)o] A 7}7] 2] §% (customers and clients) 9] kvt MBS
sdal A, oo ElfES = AF, Hula =& otolrie] B sEte) AAE AY AL
gted, Hio v gozy AL utEg HUz g THom du, oo 2L
Al MEEEE A A S8 AT 056 9 RoREs T8

(2) E# B rtelAllW @ AF AR Aoju|2o) AR, WEUR#E, o 2 HOTHE
o] el wEbA o BEEEST AR o s fE g0, =3 $¥H %
HEE) {EB)e] B2 (process of social activity)e] v},

(3) EZE C:uleblly& WHEEY 478 Fx24 9 Aoz sotain, HisfIEe
F4E FHoE A WHY Wi%E BT, A9 wgors nAe 4TF
FHEANE AF WA Avlze REHEES AT KBBREC

(4) & D :wlebdl g ol &t AtsbEolvt 719, =& 7 Aagiert Ave HMES &
A A, oldl A dujgdE oldl & A7) A8 AAA L REFEB| ck

(56) &}/ E ! wlolA YL AL ABoR A4 75 BHEFFSEd dAAA FHEAF
= feiely A ez Aol 9= HhE (function)o] o},

(6) EHF vlolAl gL A3 A:jEAk#Ee {it(the delivery of a standard of living)

o).
(F D 6M WA BEEEEN 03 FNEERR
% I | ® x| celumsx | Baome X
WO | R || B w| Amw | m o mO] TSR | M | TN

A 66 2.4 67 2.4 05 2.3 65 2.6

B 60 2.8 62 2.9 59 2.6 59 2.9

C 59 2.8 59 2.9 b5 2.9 64 2.4

D 49 3.6 46 3.7 48 3.7 52 3.4

E 41 4.1 45 4.1 35 4.2 40 4.1

F 20 5.5 25 b2 14 5.7 17 5.5

AT, olEE 67 BIEERR FI FEEEERE 2 F T RETY vloAYER

16) £ %15, AMAEREAMOED, BAE, 19754 78 35 9 7A%



FLe A% 1o feptez ALHE P B3 HREE Yo M B MEE
AL MER Aol g & ol Suk [HRAURIRN) vholA F @7 A4 & A7 A%
ek S ovlolAlE & A EFEMEEA £XEHY ET ohizt A9 o8 BE £
AAE, ol EFlY HE, B% B, ot Xd B A4F ptemps 5 JEEFIMEC) iE
Bi¥ol | = slub Ae] AAAZ AR Aok oAl vlopA Y-S whgd] A oto]
oA REEE wele £E2 84 de) A, v ik&iEBez FHAA, 2 4

CoE rhE 1Y o199 2R MERERHS HFE FuA AL ok ek Fabel W

AAE Ao},

8, BaEBe) el A% Aokt AEAe Behsh shaAE, LR ge BES
A7 A8 AAAL ‘Sl A Jon, w kBjAE HxE pe F4EL
371 9 2AA ez “welA N A UAE b Holoh, w2t shep Y EHA
#F A2 (SRER) 38 TE0 Bl Be: gon, 49 M= vz
(non-business) 248} 1A A 0|9l MBMAE E o] sholAl Y EH H 4o 2A,
A E S whelAY L WE FolAg ol Eu} [£7 MM wholA| Y |(organizational mar-
keting)ol e} )94 ok sheh Aol oh,

ol g WANA FERoE A chobl YK PERE AL WEOL vhz 2Es
(P. Kotler)st #¥](S.]. Levy)oleh, 258 4202 259 i & A [o%e e

Aeol3 BE MMM 1 ERNEOE 229 o Wad 1 3d Fo) RaAUym
Futo sl A, 2 Fol [2Ee]| Aol sl s 71 FARCRE G8e 26l
o} o], 4 - FYCl BREMENT ohiet 7 & B FEHEGMANE e
= H&s;ou AR HAsolok Frbn FAY Aol k.

% &t
% & o= _
B O & % & @ WA E R
mou E o ® .
JE & A ?ﬁgi %i’"ﬁ%% ;ES g : g
2N

#% : P. Kotler, Prt'nciples of Marketing, Prentice-Hall, 1980, p.67.
(@ 1> aame 471x| W3

(17) P. Kotler & S. J.Levy, “Broadening the Concept of Marketing”, Jourral of Marketing,
Vol. 33, January 1969, pp.10-15.
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e (P. Kotle)® 2 o %8, th—slel slolsl ¥ eHke] BEH (broadening con-
cept) S LA S-Al sled, 2o FAL o) R [PhelAlRERR I 3H0AA &
2 [elols ) & vtz HHBES $il LB #okd FFA7E ZE AMiER)(human
activities) ]9 o] e}z Afgfts AE Zzsd, 22L& Afse 2 H4RA80DNA
Y5 Qs E A%e A 53 2ENE 2o THEEFIREY lobAlg
s TBE WS Wk sholAl ) 10 A4, Axle] [ vlAv 2 Y 5& 71499
shobl| W % o] Aoz fEAYAA, A BRI KAKS EART JETIHRE
#$5E A wpelAl"e] dAAY HFAA = gleh

LE Q) o) 7 MBI BAREHE 2 3 #1v] (R Ferber) ®, 244) =(J.A. Howard) **
T R RES A9 aERA, 2ude) veldy@Hke FEwl delAs shie
Bz Lol S8 BMS HolFE ol ohlAl okl 80d del SelAA 2EH
We] WREHTL o= Jvje] A& v F wlolA B @R A Al it s FE
gheh, 28]® 22l EBlom d14), 1960 ol=f ¢ dlE WESD v gle vl ol W iHE
o] ERATHET 250 59 1985 ook me] A +AFLE ®WHC WoA F uFwt
oA Y iEre] Bl 10854 3Qel o)A 7hx o) #EfEFHe] g rhobA Wl A B2
dhed, 719 ol g9 MAH At 2HAQ RE HF| - BFEHE L0, 4 KR
gmE @ubx 2A HESD ded 2L A2 sl Y EHs BT - afistrldl o2
7ol e},

Pelolal ol & Al Aol At ZAAe BHE FFA7 L s 2347 A o]
o} WA, wi Aol AR W, (L, TIH, A4 (concept) & HA - I
ahiz sfze] o), I

Fehel AN aE o2 E A B4R HF FASUAR 2ol 2 TR comment)

A 719 ol 9o JEF MK (non-profit organization) = WhEA] [whobsl ®liFEN] K

(18) P. Kotlor, Marketing Management, Analysis, Planning and Control, Prentice Hall, 3rd ed,,
1976, p.5.

(19) P. Kotlor, Marketing for Nonprofit Organization, 2nd ed., Prentice-Hall, 1982.

(20) P. Kotlor, Strategie Marketing for Educational Institutions, Prentice-Hall, 1985.

(21) R. Ferber, “The Expanding Rele of Marketing in the 1970’s.” in Journal of Marketing, Vol.
34, January 1970.

(22) J.A. Howard, Marketing Management, 3rd ed., Irwin, 1973.

(23) “Marketing is the process of planning and executing the conception, pricing, promotion, and
distribution of ideas, goods, and services to create exchanges that satisfy individual and
organizational objectives (AMA Board, Marketing News, March 1, 1985)."




2 ¥3A7 Ag Azstn Yok o) RE AL, AF Aodx muideozt ot mEs
o] goddl o] %2 A2 chob Y EHEA BEwd AL A Fx AoAw, 234
7 270 g AR gl eEde AZE vleAEERY 7 AeAE £ 9
Rolt}h. Bolvcts mEIHS MR FEH €l TulelAd D@ TN A2 4
e FEEwD ¢ ol 9= HRY shhad, 2E A0 o8 A AA v]Fe}
ol Y HES) WEERS BEANTGE AUE F FoF Yok 29F EHE R
o nholsl g B YA & vFo] B ALY HUEAZ, WA Hx 2t F4
s @Rl wlobl® g Hrwdl A8 EaslA doek ¢t WE g Aol

2o} o]l at AR HBolv BB 59 £AF A o)A, uhal 2 (R. Bartels)®
4 4z D.) Luck)®e AAE g%o], AFa shobdl W Esel ol HARRlFE
Ho| T3l MM B Yol A FAHAHE Ado) EEL delok nhgsiet o FH]
W zEzht 9 =LA Howard)®] 3392, A9 o9 M= wAv2] gl 250t
Aol ® Sl MeholAl Y st e (9 £8) B35 (marketing-like activities) 19] 9171 %& 3
o, e} ulolsl B e] @Eo] e “marketing”o] B A FEAAE AA4D & A%l o
QoA (e = Awez dx JE Aok zdd WAL HoMP B
o)zt kAl AM= 3z Yo, e vAv 2t Aot 2Felx ol2idt YAo] 4
2925 w¥a |

st kmolet: o 2o [k uAv x| el F4& B} wol Fuss] ) w1 =
o}l &) {2t (marketing promotion) s} Z& ¥ ¥ BAEFLEHST AAE A= EEESS
G 4= gt ® oyt H@E ol 59 & ulAUL] Mol BitE Hud)
9 REEDHE TAYE 94 HEsESot GHESS AT £ dvh o 2@
[ wAva] 7 27 0] oje]zka} o] Eul nholaAl ™ wlel = (marketing mind) & =
Wz, srelA R RES delrkA I e oW AEE 292 MANAY BREe
qA 2R T HBE Aoz & slopAET T opr: A9 @Es oWt el
= A8 WESAE 4 Aot

Bt e wds eEd seldYme $93 A939e EHHEE B
2ue 7 EARANROED Ax At ANEBR HRBIHNE, RS FHEAE P,

i 24) R. Bartels, “The Identity Crisis in Marketing,” in Journal of Marketing, Vol. 38, October
1974.
25) D.]. Luck, “Broadening the Concept of Marketing Too Far,” in Journal of Marketing, Vol.
33, July 1969,




45 e gERe] e Ada] Aot 24 AR 2 A4 FFAA, olFF
AR AAE BAe] o186 RE 49 Aer wEe] Foiok T o HAAE 4
Aotk Wehs] shobs gl ok E Topola|—¥ (marketing)e] BBIY 4 Y oF
2 29 BAd e HHCHHIE)E dEes @ A939) BF FolAx 3o
W Tolw], Aelw obdAAE HHE W wtobl P F 98 4 9] A Felh

e e

3. 24| O0HYER

vhol#] ¥ o] ehi FAEESL Ao B ulFel A ARA A Uiast Aviabe A #A
Az gomAE, = ¢ 274 a8 RRe e¥std Y& ¥, 25 2¥dA
£ z2oow e wHd $UE gghde Ao} selAYE#RE Bed 2RA RS B
olete 4 gk wht zel@ sedlel A, MAEKNCIAzm ARTtE HES H
BRI (o] Az i) ol W REMGRIERD Y o) Tot AR P& FAI ok 7AA
duld el PAe] = gvpz Fisich '

22 Pz mgSol, vE EHNRHEGEZZENA Aol e, AdRTel
D BEMEEN YA slelu, tlAYERS V19 oo FREFERE )
Qo] BEoAN SAFHE $AAE 2 F¢ 49 AL bk 53] 80dn o] Sol
A=A, 2E $440] B AAAZ o, £93 FEo2AMY ¥ wohAlH
ol Aol E off 7txl & FhEBEe] —HRE of 4, mlebAYEHZ T EA
i (ohol 2ol BRI FA A stepslel ek & ol

e}, oA zeld §F &9 stelA Yot Hd oW Fojeiof shesiel AL
gt AEsmgre] A WEAS ¥, 215G 2 ojw FAY A9 AR ds ©TF
W, 1960 oldel vlErloll @] EHot A% 25wkl 1985l 2A FAS G
T g, 2 A2 Aohe Aol AL o FsA AW AT HEA AR
Fzi, ulFolold i@ ol o) MR A 2k el BejA A AL Aol Hef
W3 G e

2o, @Ed WehAs wlFulelA Y Ryt Ad vhebA Y ERS dAE T FRT
obe] THRA 9& &2 EEdd, #£#7 2 dedEe AAE A7 SAH &
Aol ety oEdAA e QubAlel Aol gech ek 2T AFIAAE, 2 o
W Eols A dubd e dEEntd vl ERTE Aol oH4AdE A3 5 Ll

.
=t




gt fE #@E2 okd 4 4

o] BE A2 A vpxlz 27, wepAigolehy &ol7t Ave B S8ES} Ay
ool vk WAl vzl etobAlY AR Btk LY g = W 2V 299
2 8 A, wtolAlEe] F5Ro] oAwd uldAE A ol YA due AL A2 o}
Yok gt et 2 448 2939k mlelA YERE e 2 71 el 2y Ao
A, @wEvlc 2 A5 oW T YRS FE cldlHz st REelvh oA vl
A mlepAl o] o @Al EFESAA, azle] Holx MEHIHEN (Pl LR M)l HER
(BHEED A Aalel AA sl& 449 Aolepd, oivd FHo2E o5d 2 AR 7
Aol wpit FE3I olsi s QA =kl Aol

o1FA & o, eEdd wetANERE 2 A FE £9E 37 HAAR, dFelA
b o] Mool &I MrolA s AAE |2 HARNE waddld AenE Aol
3] ABeteta datsirt.

(& 2) ootz El ek WKXHB
/u} o}Al o) #E:4: (marketing definition)

w}olA| ¥ 3 (marketing category)\ )

njo}A e A E (marketing concept)

dutAQl dulel 49 EH(category)ol & &9 REM MBit(essential attribute)s} EEH Bt
(accidental attribute)o] glvi+ HM&Epel XL WAGd vlE §iHEst vlols & #E 5 (marketing
definition) ] 3| 2==, #BE7l nlotsle] A4 E(marketing concept)e] 3 Fictz & 4 9, =2
Aol REM] A dete FHED dtA o2 [AR delA 9 i€ (pattern)s] #Bak1e 2 ojgsn,
o] = A4 E(concept)t MEIS HF: 71 HEF - FRoletr A5 Ao B Ao 9
8 e J(com) T&RA A l(cept) 2 24, UibA 02 “con-cept’et®. Fa| b Ao}, o
8wl A(F)elete TRE I FHE B dME T2 S A AMel A EloH, = BF
B Bikel slol M REAJS = HEF A5 Aol Aotk webA Lulg Aow o] F
Aol Bhol FalalAlel wjzas 2 P A Fae] FAddvm 4

2 A gote L8] 2E(P. Kotler)=5} 9+ 7] vlolA & E#HE o] & uf “concept of marketing”
# “marketing concept”2 FHH T Ao AAsctn FiRsIHA, (RIHE violA g A3 MKk
Biholete BikolA EFutE ofstE Eol WY A% +UE Adoln, HEKT violAEA HA W
HA7] 97, wolAlg e AT ph@sy R FEM HE)lgx £ Qg zedA =
M%) BYI#o = FiHe MvlolAlgolst Holel7} |(what is marketing?)o] 333 Zeolel, #hE
TulolAl g & oAl = o] glelo} sh&rF](what should be marketing?)e]l 8 FHelele M =
71 & #e

A e e

ke

(26) % —M%, R FEdk, BEyk, W, 1967, p.4l.
(27) P. Kotler, Marketing Management, Analysis, Planning, and Control, Prentice-Hall, 2nd ed.,
1972, p.5.




o] A% olel @ TEHS RB/HBS Lol $e w2 &bl “concept of marketing” & s
FololAl B M4 o B BiEE & gl=], “marketing concept”7he BEH 22 [elobrld AL EIR o
gl 2 wtel: gloh. AL oz A4 E(concept)el AFHE, A delE Ad F3H 2
A3y FEBE 47 AEClH.

1) Oi0}HE! #%% (marketing definition)

(1) —hgigel =hobAl it

B moball B BRoll A w}ol#) B 2% (marketing  category)®] #4E o] F& vwlobAE #E&
(marketing definition)o] % o}¥-A = &} 7L 37bA HAAA stehslE 4AS Ael vt
A dubg A 2k

Fopolsl & o] 8 Mitho) Sd 7192 MAMSEHILzAe BEALEERl

A4 shelA YAl 57 Aol W WA O WAER @ REAWSN O KK
& A,

1] BEEEI

o)z gt 259 rlolAlHifkA&S FAe: 37 AAstEMA FoluidE WA, B &
W Ee Ay e BE TEEER (customer orfentation)fyel A ol=], = =270 & =t
obsll B A BEMRESo 29 (7149 BMEMBEHIE vlstrl 2 vt

2% 29 Ao AgsA [HEESl 71l glrti(no consumer, no business)rt 4
] x= Fo| o} |(consumer is king), =i [&H|AHE &4 A @steh)(consumer is always
righ) 52 slopAl g age] A a2 EHs AP eEdd AL LEBRE FAMx
AA s EEole, EAE A ohizA sg AAY R del2HAr] it 2
27]o] o9 3E =7 (P.F. Drucker)7} [7]8 542 ¥ Ri%&S) fli#e] 2rt(to create
a customer)]?® 5 zstgl Aw upE g FoA ol

o714 7199 TR AISES) | (customer creation activity)o] st 25 @¥eh FUBRME
ol A2 BREERS Bate Aol ofvel, BiFe] LbE(needs)s} gk (wants)E AbHel st
obsti RN olAY BE, o LW AiHME (market research)vt BIANTE|(product
planning) & %3}, of L8 Ay~ (after service) s} 712 Mol IREAH o ¥ BFE 2
Aol EHY MNEQ L FTEoch oA Bl A TEFALGEIE zAo] Hohe A wxbe 4
R A, L A Bol xAd & WA 4ul(A8)E wWoAA AL Aok IvhEe AE
Zabe], mAGA ARd A mAA Frke WiKERRL Eel & WIAALEEEL Rl

(28) P.F. Drucker, Managing for Result, Harper & Row, New York, 1964, p.ol.




o 24 o) elelAlRe] Fol BKKIAN wobdl B (customer oriented marketing)o]
B dA A& o] fFE wE old glA HE Ao

A7 A £ THEMEIY RAFAY ANAE 249 [2HE(needs)} #k (wants) [} ¥ 3ol

< 49U Al WEMA 2 oW FAY Fol & gic. ohut B WEd g FEs= AW

224, Fsbdd (dajde 2AA(IAAIY Aol Qa 472k dAAel Aol ddn

€ 3l dA A4 Fact glelok 75 dAdnte Aol HWEE (EAN MEld §

d gtz @ ddieh, 2@ qudAE (988 $5¢ AT 4o Al OBEK 292 He

@l deH, $F% 22 Dao] wet BB o2k dAdd A g AR AL

g,

AR E, RAEANL F4 ol st A ARA7E 04 Aol Adas zA o4l

Erhok @obe 199 BRI LY $¥E %o A 2lA ZE eRaEd Edd
= THAERGE 21A [aAghe d8te | A4S gol ¥, 94 4u)49 % (needs)
o gR(wants)o] b AFot Avlantg A FHvhe A¥HES udAds . &
7 2ed AL BEEFMLE ol A 24012 % (consumerism) o] = o) T o] K
EHe FAez 4 BEEEAN AP ¢ALA 24 A9 A FHzR 9
Hedd A= E2olh

WA, el REe 9E # [gelA g AEL Az uhsR FETI(F 2
HEbA i AFE AARAE 22 Ee) drhe 49 Y547 FEass At o
FE obd 2899 clobA Y Hfl(marketing era)e} s & 4 ek 7o}, fitfho] o]w)
TEE 2746 =& BHAETH(buyers’ marke)o] glo] & A KB} fkRol= of
FRYel, Helvx 44" AFo] AdE Aol sjvjza BolHi= ¢S Ao,

b, ol E FHol 8% FUHA REz WEEHi#(seller’'s market)o] o] A= A
2 etetAHEE A7 Sk @ Ha2A QA 2 AR gtk AsleE gy g
3 At BT 9E ¥, e BEAIEESE FE A Hel YA 9l Heolga
HE7I = weA Hel gla] wEelch zelsldl, wlolA Y EFo]l Sata) ok & HEK
ol et dt=A BEEMWESHAT A A vldel Ao},

/9, ol BEEMEA Aagde] AA clolAYRES YAYok s YAl
el letAe e AL MERE] A1 JEeAE Gl 94X« E(T.
LevitD® 243 AAH, BEE T clelAREE7 A A2 298 TEERE ]
ohs HMES LAz stebsta e #ob S Aekn AFs=m vt

r_[

i

29) EL, Bell, Marketing: Concepts and Strategy, Houghton-Miflin, 1966, p.179.




2% ol 2l 4k [ohobAl Y ol e A1, % ol £k SPRIRRY=}o}A) 5 (marketing myopia)
o] AFelle WEEH VT BEELS v 24, 25T KEEL R %5 2L A4
& FBLIA & Qo] Hax vtz vl ddtcl. zElmubA oA FE e ke NEE
Ernlolete Zel 2 A1QoA sbg Faste, = BB AAH EAfkeke] Hx
A AdE oA wtetok gtz Fzet Aolvh, YW E BEELEC HE A W
°f 2599 RE /YA NA F2A dol SdAR Yt FEESCHT UAE o
i Aol v, @0

AUEE Daeh FRE (@8E7 FAdF T AL, 7199 E3o] @Ml 4B
(goods producting process)ell 94z Aol ofv# [E#EY] 2T FFHAA F& B2 (cust-
omersatisfying process)el] flchiz Zalol g Aot eta, o) 97w, AF A
o BReFe) e A zAo tog Pz Qe FdetA] £ stojzk: A
olch ol & slw Mt t ALY AL Az DAl £ HBEEEo] ot Aol
mrdifre] A2 Gstete BEFE vtebe Aol oMY, EL FY oFE wn g
Aoleh, wherA] <J B3| AL BLEHIEEILR A 7L ol B BRIt ERES T A H o Yk
= Zolth

ol 2 & MTRERAYELolAN B & 80t o] 2 g delE A3 e s Eel o4 Ml
el Az geta AU EE g% el el o «), 27b @dele vhobly  whe] 9.9 of
(marketing myopia)¥= #e}e] £9 wloldAly vf E# & (marketing matrix) b= o= 58
L8 Rbdelor 3 Frz, 288 MEEENI] J5T A G722 2b2s 2 g

AHE, dUES Tz aAX G nA SutE Yas} SFE 2opdE Lulz
stotels utg Aol A o) zjof sh= Aoleh gt e ME, AR FoletE vlolA Y
e N4 g3 38& U3 o A= e A& wo}j(product-out)s} oz}t Ao
st M2 A HEchi(market-in)zd ol 4 = BESL ZotAd ok st Aot} o] 2
% E% & (customer oriented)of 2= ulolA B &S] AL Fele @R (production
oriented)o] v} UREE M (sales oriented)st T s] A, dwor @7l 44 EHEY doze
7t ohEe 2"t 22 Zo] offo)gt ¥xbdtet

(30) T. Levitt, ‘Marketing Myopia,” in Harvard Business Review, July-August, 1960, (¢} #r &
2 ¥ 19 Innovation in Marketing, 1962. 3 2] “Marketing Myopia” 9] 7] 27} =3 9lt}.)

(31) T. Levitt, ‘Marketing Myopia,” in S.H. Britt & H.W. Boyd (ed.), Marketing Management
and Administrative Action, 1963, pp.51 ff.

(32) T. Levitt, The Marketing Imagination, The Free Press, N.Y., 1986, pp.8-9.
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#kt - M.I. Mandel & L.J. Rosenberg, Marketing, 2nd ed., Prentice-Hall, 1981, p. 13,
(B 3 £ETHOL ERSEAY PHEE EESHA OHAERE

r2) HAHSEN

Al vl EAS SAE FAA RS A9 ARSI (integrated effort)
o, Alol%d BAAEEDS ANz AAAckalA A AA A WA X5
e AT oAAE 2 99 GEA BHel Aug AE AyHeh = Ade FHL
A AAZAE 94 chobs o ol e Amae] f27b A Holuh,

SA g A, A ohEE EERANS oA Hivg LAt 84 A9 A —
LB o] ol chobil Y B BHEHAGE W BEEEEES @ BAF HA o
Aol 7199 4 FFo] 44 de) % (sectionalism) & [EFG W AZ WAL o %Y
AE gk AR ® A9 GAC AdH LE SEEEd oA BEFL Fol
BobE HEEMEA 2FAA iy ex e9jalo]d A4 [(total operation system)o
249 BRE BAdok 2t KETES Roloh

A, SEEBE BEMCZ THBGA. St YBM ol e fEME AN A&
BiE, ARRIE MBBE 52 o7 vl 9 Hae 4 ARA o ik o
S Aotk & 198 20¢ o7 vl Y] HALE A Esl) ok Bee F




By g lnl | T
WF/\(HJJ’L) B : !j
gl el
n ) %
; % ‘ : ) "
? - g
m- I L
(a) I apyvetelal Y (b) #A&#yolotAl T

(B 4FEHARI0IOHE I FEEHOI0HIE

o)A 3] o] ZjithyotolA 8 (total marketing), 7 =holAl ¥ (new marketing), £ X
& uho}sl &) (modern marketing)o] the A o2 FA I E A

2214 g3)o]ok ol R E, Zitiyel =¥& oA clelAY HES AT #A@ 4% o
Az 714 shopdl g #Eo] AFF 4 A& Aojrh T 4w A-LTF9 F5% &
AA HEN ARBES Sl 24 BFgor s@As ZE A%ClE & fel ok
3= A o] wtE vhopAlEl Aot

oW E e A& 24 stopA Yol ek Aol A4 AAH L Haoz =64
o ol% wgoz oA HaEEs} of Abel BZREMIY BEREDS vi=iAE @ RERS
Ho] AgH el ol ziz Aolrh ol@ W g AA Y FMAMFETI AT ofotAl B & ¥
iy ko7 =] (integrated marketing)el et 3HAl ek, 7k Fel o FEHEA oA T (non-integ-
rated marketing) =) o] & Emigtchel ohe] ZRTE ZopAlth

22t ol @ 2L U ojulel A A FmEEelH, AL e agutelAl o o
ojzk e ZhaebAl b, 199 MAM S o & Esich o] EHW 2EE
(P. Kotler)?] t}&3} 72, olz] @Al AR HAH) Bl o 23 Fol &89 MiA
gy wholAl g e SubE ol S g A9 Heol Ax Ytz T ubstck, o] W 71419 &
ppeiEo ohel /:7 (production), vholsl ® (marketing), Wi#(finance), A5 (personnel) 2]
sk 2 A48 AL =hebAl Wi RS o 2 A 0] Ao e (CEE R e ¥l
WA E ) 58 TR A AKFIE 7 b QubAlel ] wEoleh = el A TEiEEn #e
{57y o) B 2k rhol H Al B4 diE 1YL vhE ahz 2t (e)fEel v, () ©
9o 2REL ut wlelz o] FAHZ ke o] REY woluh, EE (DEE T
EHE S e R Qe s, THEMSIIel wmi 24 A3 o)ulol A el ufotAl

(33) W.J. Stanton, Fundamental of Marketing, Tth ed., McGraw-Hill, 1984, p.12.
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() Wi L1y s A LI v ob

¥ : P. Kotler, Marketing Management, 6th ed., 1988, op. cit., p. 25,
<{H 5> W& BHE ZRME

Hitdel wE el ¥ 4 U

3. Weaigm

shobAl R e ohAl =t AwWA HA L &SR ) (profit direction)o]t}, ¢ Lzl ze
»ro) EREAERNEND JdH KEL BARY 719013 98¢ $5 & AE 220
o w2 AGY vtolAYRFE  of o ARt WBHERS EEIl 2 uke o2z 9
= A% FEelch wht o] A9 KRolw A4S AY 4P Aolx, Az @
g EmAte AL ohdch F149 ol Bul HAMBES Tt RANY WEKA]
ut2 27 0]},

23 BEMREIE vhA ABel 2lol Mo Aamsts 2e Aolh waly s)gola &g
& g2 a4 GgEe, ® 287 dANE mlopAYBES AAY 4w gu
o] e},

EE, F9E A Aol ohFE glol, AAl ol Wk FAEA HiE Az whaol e
4 MM R AT AE o) EdAY, 2R oAt KEERY Sk
S EEES, 2 pEey EMse) B BAC 8 Ao, AR i) wp
LB FTHE B gl A £ mE o4 AASF A2 A udel H o] Helw upial
t}. HREZ mlobdl 4o 2 4 9 PeagtErigel F 2ol g o vl Ao pEREAO)Y, = 2L

puA




Felo) EEmeAY WEEM T A9 kEme e dss da

7t BRI A9 EREe BEHRS Sl e of abEwt WAl Wit
BE 243z Acke BEEBM 449 Aolglont, vholA W igkao 2 KA
Ax AL WERERG Aol o edd BEaymEE Acich o SHR wjEde)
AMRCE 2% % A s aE, 22 dd BEEEsT 4% 2389 F
Mol e 2382 wholuzolch whebal MffEmIel 2 219 AAe BAAA w2 nE
Bl 449 Ade &+ Aok

A Aud ool AE, Kiol Ad FuslA GE A1YBFo] A2 vlepAY RFo| W
Fi gl Zelvh ol EEA FEsL SAYA REE A Bl Bol A mpopilF & ol
o) WEMEC] e o 2AL HefolA w3 slojA golrh W ZE Gz, Mol
v ESERERHS 3 FF (export)d i, A= & vlolAl ¥ (export marketing) ofricl
webal EATEECGE 4 geg £2d A, 23S o diAy HH(trade)d ¥, ¥
% Foubol#| 3 (trade marketing) = olr]c}.

% ol 43t 22 37hA Al e WY wlolAREAE Y4 ATl ¥ 4 3
ok & ol @ 374 AL W v et YmB LS 25de) A AXEt
o] Eul®, ZE# (P. Kotler)st ¥7 v]Fo Mo 2kclolAi gz ZH3te H7HAE]
McCarthy) = 28] 24 XE F £ 4HAAE 60dHS w]Fnpolsl & & (AMA)2)
Aol g [l L RHFAFY] Y MG RFIV 0l RE FEEEANY B2ENE
F7HA 2 dglev, 8 A5 HelAs AH AMAF L] Qgglo]l [riepA gAY
@ Bi% xR (customer orientation) @ HAAIY ¥HE ) (integrated company effort) 3 B
B2 A3rgs o¥EACE A FlE(profit, rather than just sales, as a goal of the
firm) o 32 AFAH . FAR YA & PRk £F, 2+ 2 F 2 48
fRell A& vlobal W ol 7t whol 229 via2e] Rk BEke] A stotajok dvie Ao
e FHE AHE 2 AT, Wb 2E AL shelAYA o] Ao 5 sholz
FHEAEHND A4 ZEIA A8lel ol ¥ FL 3MA AAANA dok=
Stk AR ol k.

(2) wlolAl R HES B2l B

(34) E.J. McCarthy, Basic Marketing, A Managerial Approach, Irwin, 4th ed., 1971, p.19.
(35) Ibid., 5th ed., 1975, p.25.
(36) E.J. McCarthy & W.D. Perreault, Jr., Basic Marketing, 8th ed., 1984, op. cit., p.11.




who}7 8 #E4r (marketing definition) & o] 4] 4 Lujsh 7o), A% 2 HED O BEE
B @ MANEH @ KARN S A2 k7 Jsez F48E Ad drkz e
2o} B SRR SEREC] ERsolol Bt Ry - MEIN - RSl Aol
AE 288 34 AFASHA AR, SALS FO R REEFAS IRERAL =
EZALSE 99 BERRE ZHE 218 7 Sate] SAIAA el Roleh. 23 ), 7
o] YRelAE Folehs [REEES KRS M €3 Bhe ks of ohy
¥ 2ok,

a9 AL TBELAIS TEakEl 3 S8 AEgels 2 FfLcs A58
WS Bkl sl WA 4% 847 AT 8ol mEoish. 2¥A Bet
=, ofW WEFE <t2u FEIEE Yol BAEAT KAHEY WEMAE 2L
So] HATHITE pEMER) FEA Rk Aol

o4 FAE shobAUMAY) ALL o FRAL 4L “HERMIN, A2 R
ol AelolAl, wholA AL Aot [Haivl e sl B2 b, zelu} shebAl o]
o) ¥l A1} WA FHED S o o BALR REd: BHANE FudE A9
o] FIPEAe) SA¥ ), WEMES Hptol D I kgl EAA 2 F gelx gk
94 G BEKELS 99 FMEES 98 <99 ogeld.

2% 28 Aol, AekFa AL BAx wEEEMe ook Bk svitE, A oF
o AR BEELCD do & HALREHMHTAAE QA slo] AAE %ok o¥E
e e AFE o goly] dFold. dut o F$e) ol gole YAAE FRUNZ
ool 7hA vt WEFIM(suitable prof)s] Folx), A5 @Mk proft maximization)He]
A7 AL TR ohrh

AA 2@oz SetE, oza Amwae] Fd 9ddel exdeE ALHE W
Qe AzgydAel RAAE Rahol wrh o¥ve FEAe T Wacd, BEEE
o) AFAMS HFusts] A8 ool REE ol Aoyl A cod el A 70de) A
= Fobo] EHD MEH Wk 23 Y& FHoGArE Aol WML Bel) Fo 9
& o olel ¥k LA B whPolt o2 oS3t e fERe] Z Wl Sm QelA 2
7% e Aojch @

T(a7) HLC. Barksdale & B. Darden, “Marketer’s Attitude toward the Marketing Concept,” Journal
of Marketing, October 1971, pp.29-36.

(38) M.L. Bell & C.W, Emory, “The Faltering Marketing Concept,” Jourral of Marketing,
QOctober 1971, pp. 39-40.




D AL 7lde Ar1A Fol Adoldd, LA MK Avl=s RHLsl=
AL o] AL S ol

@ aulAE A7 Ado] saz A HEE AA Hu, ® AL Fx 0 Aol

@ £uAE A7 Al FREE ADNE 5 Ut gl ek kA od AEo A&
Zelm Glgs e I AEel 2R BeE FHA7R sk FAM A el

@ 2% 719 2 BHE e v Mg ksl glrhs AL st gt
ey 2714 e 2= BRI BEERC Ao

e ol e ERES 7099 FukelA s0dujel AlolEwA WA AR AgmiAFE
(consumerism) ¢} A% vl o AAZ FEAA & 5 el deaish

A4 Ll Zold HEEEH = AEREERGIE 2o, £ v 2]
Aty RS 27175 FAE Aol A HE S AelAth A FAA BFAAFE
EEGEEE)ER AV BEEEE == HEETESH e AN 2ol A Hle] A,
2 AR BIES A7d: Aze EEKkEd JANA - AREEB Y W @ 2 (social-
echological balance)9} AMMi@RtS EESte, wrt ¥& A4 AAdl oo} A BT
& FYPA7) = BE WA BEEelst & 4 gk

2 g Ace 29 Uan, 24vdEeld BB (BT £RE AR &RE ¥
= A7e) o] YT Fa dsiete del g 2047 AR Rl oA ol E4pol
A, w 2AL [avAd AEkds SA7 AhedA A Hele Mo E, B,
gomE Ag 2 A 298 HHI00lA % ek

Bma ZereldFa %% M (consumer’s sovereignity)el Ze 9 1% %M E (consumer mov-

ement)¥ wHE AL, HEF HEEKY AEE 537 o9 wdd] gl NE wRE s

A faEstE del e, wiEe AT ghigE et FEER, B ol % Hik - FERE 287

o], 1o A%E wAANE 71 Fo A8 A HEEA =abal A Fglel REE) ®KIE FTI

A de 939 x=Ho)#% ¥ 4 gk, oA wEA gRESO Y AERRE LR HEE &

wiEEe] 49 A7ge A S dYsAw, A%s pPYHeze BEHERS B A9ddm A4

Al AR BA) Aale]l =R Aoz FAFA e A g ¢ Qrh. 2 g Yol E4e e

Zol &3 WHEMETHE == EEETHH ol o A 7 & et

deld Age vholARBEL o3 T HERBRAITE 2 Falo) @A o) ZrH

2 Zo)o] gupd diAo] =] AFE I glejop go] ol add E4uEEe ek WEE

mat ohvel FEREE L BHES £ AR Bfs gt KR #mhor dots A

s QubAolw, olEl g A S B HEF GE golAvtme ¥ F Lot

(39) W.G. Magnuson, “Consumerism and the Emerging Geals of a New Society,” Gaedeke &

Etcheson, Consumerism, 1972, p.3.
(40) R.H. Buskirk & ]J.T. Rothe, “Consumerism-An Interpretation,” N.Y., 1972, p.83.
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BB ZE BEW, BRY—r 7 Lo 0BB, ¥ 4tEL Pk, 5 1974, p. 18.
<HE 6> MY FxM2ASF

1R ol F ZHHE T AT Tdd A EEEA $A FIMERY c¥ES
TEHeR £5 ¥ "ok b 703 AYE s0dH E AH 90dde] ozt 9%
&, olAAA ) vholA YRtk (era of marketing)ee FHRCIE TH E4o) o R
(era of consumerism)zt= 5% GAY 294 084 He AL HEEEEE
AEe BRRRT Kol 2/ $2457 A&7 ffolth wetd A9 A= H
BB Aol BEERS Azgder 4% @ndx) 9 ¢ g E gola 2
of e,

LA dotw, A WEFEA G227 ofv) 70dol SojAwlA R P K
EEA r@iiae] AERMO Mol YAE o 5o BEMAKDE TA5 ook & AJ
CIHE REM RMT o] Agrhe Holch 4 o 4 Tr)Helol & AL FWEREA
e FEoloh. BEFFCl ¥45R Quioe [wof wobys] BHAHRS ApzAg g
ARk Tets DR w2 2ol = 24 L [FM) FA BKe] lojok pe] gl
HE A2 BEEIENY OEBE SoE @i Aol

&

(41) H.C. Barksdale & B. Darden, “Marketer’s Attitude toward the Marketing Concept,” Journal
of Marketing, October, 1971, op. cit., Pp. 32-35.
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AT olel g A oo ERAC Adety Qi exde) 719 dFe A FE
ool Al BIFORBE Aol 8l Lo Wike]l ¥ glth: AL omlde). o
B olE oe fefoldt wyldoel7l gl elnl el @4 BEEHAS sholA B sk
9 713 F23 JFom of2 Aok At A% EHAR ek ot o714 SHEFH
of Ak oA EERe Al 9l B Ao #aAelA, Az 99 M
BEE A §A shdqsza olfo) A8 FAD stelAyREe] RIS Tehl AL of
1 e},

(3) whobsl it Al = (BRE)M S

mHobAl o] oA A o) o DEIE LN QHAIEN QWA S 3711 A5 ew
TAR D gvke &, olix & slobA Wikl Tl AYZWEDEAALE M g
AL gvldeh Foings fedzi d4d) (REISE REBYE A2 (sales),

ww Al (sale), %2 A7) Gselling) 5 —#io] FTHFL o) AN} PHEB(seller)s] K
(needs)mb-d F4 22 3 o, slopAl 8 & W E(buyer)s] Bar) F2 2 F40] 5=
gebz Aol 4 2 sz 94 gelA KEREL2)E A9 —FETHI one way)el
Al ws, vhelAl R d¥d WtES) @HETM(two way)el Aol Sasic),

ol EHH, 99 T vholA YA AQ2EAe) TR0 EEEL odFe] v A
o.2A A al, Adzfgso] dss] AR B QA WRe TS &

AN
=

BT TR I

A el e YONETS B4 '\
0 ‘? Mmz ‘UL\L-I {J_,x”,- {"I;?'{*l."] IU}‘( /

%
(a) 2 M I
£y taieel
Wi 2] e
vhelly LR

(b whepainl g

71t : P. Kotler, Marketing Management: Analysis, Planning, and Control, Prentice-Hall, 5th
ed., 1984, p.23.

(B 7> dz(selling)¥E=D} 0}o}H E) #yo =
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A FEe 27etnA de Anugds 2 @ Adz2—Ee A o da, shebAld
WA ol 7Y A HiAm Bl A3, A AFAA zALz Fvs BE
EEEES, 2% 249 @3S B3 fEERDE Agdd AAG =hops ® &)
AdE & F Ak

ole|3} #AL Evl ABMEAN Ae2y ¥ & 2E aYE 284 ¥ 91;‘13] at,
oL ALE MEEEAISE Aol AQziFast & crolA DR ol FAAA
H

L

SNTMR,  hebl Y °HH Al =

(M 8> TREM1SH (Otob# Bl 2] %R

23 o] 2y 1 AL AR rloldAY G PR Hol & HEA 48 HEN REE
Al S wlol Wb, fiEE ol Sut HAM EEE F3A Aot Jd F2 Ao F KR
= REE(EIOARM o s, sl YL MEEGEE) EA24, 4o tEeld B
e BEHE A Egio s MAY2 A 2 & MBI FAAAE Arhe selnh ol
wha wholAl Y & WEET 9ste AFel FolAstE Wait#(product planning)E F3
shebs A, o & Bl Kk REALZNA, 2 FEEI Gds VS AAA ok=x
B Ao]u] & (after-service)stAl =& [HEM A EE HEE 2 9022 dzA4s R 3]
the Aol

o) qY AYzzAe BRES wobAlgelebe Fd e AR ERV gobe ML 2
AA 7t AAZ 7190 $9HE MBEEY F o5 94 SF) AEH & AL FEoH
Z FEAY2) #m5S =0 & BORER (sales management) St wholA A i 7] 22
& o}o}sl &) % (marketing management)ffel & 7 thak eisk QA Ao} gtk 2 AT
sfol gt wha IREEREIL AEEEN FEE, wolA Y ERE BE AN FEHAs Aot
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A% o FiEE 2 2Ho| flolAi 719 A (business as a whole)2 A2} H¥eTA A
o Aolemie & 4 4ek olFuY WEEFE YuidE EdAA [bEdE $ETE
WOH | (product-out) 3ol whobAl B AFRE I+ Qb WRADES /L (market-sn)shiz
SHEAS 2 A9 wdw Az globE Folu shalslaeld,

@ UEFEEE # EEEAL e DA e, 2 [BiEERAel
o4 WL T8 5= As B3 old: A3 F AR Adsh Aoa T F T
d, 2 HEWOTE RS WEXAM BA A gedAE FHEEEE shobl
fie) aliolx), Mam AYsh ohirhlE Aobueh M 2 st shobA Y ERAE At
A Aol i, T ANsh BEER A gdches ddelch & vleblggmE o
Sl AW @ WA © W O olzy Aojulse) 3%F TUHE [EEMGER)
WEE = Aoz o, BRAEE 2 Q349 AdZREDAMNS BAHE ER
t Bigsh = ool ehe 2eldh

e
>
ey

ir

(¥ 4 OIOHAIERE ! 3KTH
O H@akat# (product planning)
stobA ] ME | @ EE(sales) > (REFRS A 4)
3y ol =Bl Ay} ~(after service)

o] w BiEEME A 292 [E (sales) MM A& R3], TAHLzE TR
BRE 5t #i(sales planning), IR ## (sales organization) 2 FREHLH (sales control)} 7
ghol] Bokel] Qlo] Alo] TRy HifEe) Aol o TAst s AL FEoleh St EAmGHE
s obmE Aojul a5 g MM KB obv) EMRE IS o kA IREERY ¥
AL ol Zohm & 4 k. et o] o) BEEFs 2 dde 2 faitElE ofzH A
¥l = SEAA s LaEA d W, obgd elelAl R AFAE WReA s AL FubE v
= glrh

oot 2l m shiel Adle vFeleblHiE@(AMA)S] EHA Y [KEFE(sales
management) & F32 7192 AWIHRTE (personal selling) 3ol 7 Ff#i(planning), #iF
(direction) 3 #fl(control)o]n], ARJHRE) FAtete Aol R4, FE, Flek, iw
w55, FASENE, RE, BN, S R s 2 s 2P dds A Ao
th, & REARE A2 ANERSEC S8 Aeadel et Aol oA A A
v BR¥ B AP (sales force management)2tnE AAH o)A 4 gl Al Y 2904 (salesmanship)

42) American Marketing Association(AMA), Marketing Definitions: A Glossary of Marketing
Terms, op. cit., 1960.
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o A YA BFE 7 4oz s zlo] vz FEEHAE vlolAE sk ot
BEAEEZ A IEEME A EEEMCIT AL vhoa (] o 5-(vfolA B BRLS
BoEEO ke A el JiES Asiel whakrbx o] vt

2) O}OIHE) M E (marketing concept)

o} o} A &) 5 A: (marketing definition)s} 4] w}ol#l] &) sE#& (marketing category) ] 2k iRE
£ #4443l o] wE vlolAly A4 E (marketing concept)ol k. o] wHA| TaA, &F
29) chobsl D vholA Y A shobi D AAEE MAMNSE wgAAA ool
A3 Agdte AL ofoldch '

e} Qe wiA Bl @ AL o5 HEMdE 2 oW H¥E TEE AU A
S}l 238 fx i (definition)o] 1} A E (concept)7t 2 FEFE AvET YU T
gho] 7] wEolut ole] vdte] EF(category)ett: THAME ol F FAHS Av|xFH
Aol e shartA ol el A s EFE S, £ AAERE fole dAY EF
s+ Aze] o] se] ghgiers gubdieh :

¥ & 23z sz, shebA R el doiA ghe 2 @4 ezl mlepA YT &
e e AR o] F A FH3} Fio]l Foldcot® Fedirh AL mhobAlE
AR Q) Btk S stz oW Y2 E 2¥A EAAEA gxd 2 24 A
H2 ¥ & gyl AEolth WM Aoy mAo] rlopAYHmABY L=A eloA Y
waste FEE 2 odl vlobdly AAEE FAFA viEelTh

2 wlolA Bi& vlolAly AAESE 2ddE 4y A FEYR HFERc LEE
(P. Kotler)7} o Foleh. A9 AAAAE REE v A4 E(concept) 2t e B
EZ A9, vholA PSS “the cencept of marketing”e 2, &3 wlolAly HMEE
“the marketing concept”2 T & 317 dlelx, FiEES [vlopaAlgloj =t Foll7](what is
marketing) 8] £l 9}, £ #%EE (miopAlyg & o] FA 5o glejef 37 (what should be
marketing)®] £A 2 FE A A clopAiE) AAERD 2R E Suld A 45 R
fRy A& Rel Eoste, = 2L 79 slelA WiEEe] JlolAe 2 oW &
A HE8, & R\EelY B4 BEztzs dntsio.

2808 YA wiolA Y AAESE 2ol ¥ FILE &4 FEo A, el
7| & B84 (marketing minded), v}o}7] ¥ 5 88 (marketing philosophy), w}o}#] ) 2584 (market-
ing posture), wlo}7 €] EEJE (marketing attitude), w=}ol#] ¥ B (marketing aims) % o 2] 7}
A7t G 9% Aelth chat nloAl®) AAES w2 ojEA RS Zoll, A




WAL vty AAESG vhebAYMAe] 4T T HE 4 g 2L dUn
sleh Aol o,

Bt o] A5, vhobA YMAS thebl g 4ES maets Aow old ol Foh oA
Bol A vholA Y AMEE oltAA cholA WAL EdEdA E9sn gchw So)
Atk wetd stolAy AYEE 2@ BANA Lokgo

PEES 08 199 B4 o zie MEAKED BT mERs]
ol2h kst o)d w sholAx) AAEY BEHEL A4 sholl YR BRY O BE
I @ HENSS @ KBHEAC e ShYHE o 55w Qoo 2t

2Yubg viopiy AMEL Ho olW 3 ERHES BhYo2 & Aololok Bt 27
& FUE AR glol LB B WHHLMRAC) Yol AL SHEE bl A9 it
B (social responsibility) 9-& F2UA T = A4 ebds BE EIEERIL @]

AANE HEHRES ek R 71ddol AlopFe EAKMMN ctolA g 2L A

etaal A SR RERES A 9 AEE 92 Aok AL MemEES o
TE 22E A2 G4 wvldiForN e qigilr] 7l A4l s] W Eolch

AF, vlebily AAEZA MRtGHEEIl % o= ofvld s A Rigiwmael =}
T Ak F 2L 199 mteb g EEe] Yol XAk & k@i Hicls, oL
e BEEORel A HEELHN /987 FolA AEdol & sgoled 2 =
ot E#EdN ok & ddelsl = dhvh whebA] E@RY #fECl D w gk wlotrly mle) AMEZ
A7b ek et 1719 AA S 741 E [(business whole concept) 4] &Fs)of & weldt &y
71819 Aol 7% & Helch

23, whelAlY AAEZ M9 pléW BLY BHE Fd odd 9o, = Faze
25 2A¢] od AAAE FHeA welsF EG ouk 20| oy Ay 9 it
&1 Rclzte AT HEF it @8 #tdle] AAA A GE sFe gel A ulols)
HE52 AAste Ade] FolRode 2 A uigolgicty & 4 gl

ol ZHll 70 Hol Wel =AW oY £z o o] GRS LA iy
HEC 249 viopAl Y & Fo] viE 2 Q] shust Ao F Ementse mge =
3yl f@ [Aadlez BEEAEELEEdA o %e (=goju s, oty v ge
g AvEes (s A 29 el g el Hikelal A d@ g
24 faeitel M3 REEAIREE] FobAlx, THHORL LiMgrts 4ul Ak 4w
of 24 (good-will)o] JAJ¥|7]e] o] 2], 2lo]l ¥ 4kl #71H<Ql olde] JAH A

[ea
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236 A1) fEsy #itol s A oAl B WHE Aol @) 2E o
o 7A FAAAE olm ek = A A A oAt Aol Qe el
BT AT AQel A Aol th £ulAe ot ohizh, s AAS ol
AAE BAZ e A% BE BES AAZ clobAYRE S Ahd oF 2k SRHERY
SRFRBo 2HAZ ANE F E Aol W LEe] LEM BBV E T eItk

A% e % ol A ohA A% o] Bub LigMntobA el HAI ARY F43]
A% A8 ghfrohobA o (social marketing)o] v} EL@nity o}ols ) (societal marketing), &
£ ey « ZEREERY vho}s) Y (socio-echological marketing) §-& 714 JEfkrtolal Yol 2leol 4]
o 2 o) AzE EEAkpproach)$ Fahe 2ol ohdz, WA A4S AR
g oAy AAES FHART [ol=ld o) AAZ A2g 2gdel ohopd g BHol
yapsheh, ol BEW iLH =L L@ wobA Y, o9k FAR 4 HFEL whobAl Y
AQEZAY A0 RES AHAA 323 A9 A BEelt = RE - LEEN
oAl Y & A% HEH A9 AL FEEA 4T 4 ol AUA gE
o, wapa ol slgo] sl RE S AA Gl del ) Aot o[ de] Fole, A
F wAx g 2L vhE AFe vhelAlY AYEY HEL dE Aol |

L B B

W o] Aol Al uksh o] wholA® EF(marketing category)& £Ed Fholdl FHE
(marketing definition)#} w}o}# g 7 A E (marketing concept) 2} 2XiRigel] o H A=
= gt 2E Aol TEHS Eirlelsh B4y ol &dl fl& BiletolAl g lo] ¥E
Zo e zddzgE old syl A& HAelt gl 2w mhelA W EHE TA
Honi thest e 47bA HhE AFEul A BelAck & H4e Ad A Ak F 2L
OEEZH @ KEH Bh @ KEEN QLT W7k E £k o 5 & 3&71
vholAl B A S WA sts, # 1K ot vtopdly AMEE Atz A= dolrh
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