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I. IMF #8i& BEEme otAg s RE

19609 RE A&soe 44 Avest Ge Yl 1098dRE AWTE, AFT
2 ARTZ, Aes TR, TR NBTE, 9472, ¥R, £I4TE, ART
2 ANTE £ Awge 2xAY¥e] FAdd foh AL gelvEx BYod, AP
el AAS AT Bol hE A AAzRE AAAe FERERH AT L
ol2717kA AR Aol B3so gk,
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olglg FRAYE FTIH FAL TAYs? EHHo] EEdHol 2 EHE FTE
+on Bae] AP L84S HAR £ UE Ao, FEAYHe BAE FAH B
T #u9 %7 w7et Told date of® ooz AYFhe Hel EHteio & Aol
o Aolael 4 BAEE L AR 7N A47I7Y gui e Aoz LA
7b M TgE 4 AAdtdet #ig

A&A A4 99 ez st A, aAH AF, drh 9 A, AYA B F
o] A7\sle] gt ol A AFe 7t AAR? B RE 245 R 24
& oARA FA=E lEstel g BAdel gich Mg e o Wy e AE
o walde @dely ARy, = sene e AYsiz Ad. 2 AF 5L Y
el e iAol §Hs Soo] dojutn Utk WTOA S IMF7#EAY Aldd 744 &
% Ao wz 28 44 289 AR Aok & 5 U

AL AN E ATFHA T (strategic alliance)olvt ¥ A A (copetition:
cooperation® competition® FAolelgte Mde e A2E A4 2 dE ot
R Zsha ok AAe] e nATE AFRA #HE F ke FAHR] M gkl
A nmEe] ¥&4E JIge A4 F4€Ectn Lol At 2y IMF Aldidle 3
Aol Adfstn itk AR nAVH LB Afslcl & AAste A JHES Basin
& & o

B A7 A2e A4 24 ojRA fAAsteiol & AQs? A 9F FE did
) A FELEol ML iote]l B F Aerk? of F kAl AR distd o84 <
Ag #xna Ao

1. M22 RPE/ES WpLstoior sict

(1) 7Ws Adie) S }2238e SA44

Aurztel MAgEE 71983 dstel @t @3 7192 AAFAE S8 KA. T
23 49 2 A9 RE JYdsui 94F 7S B2 /AE AF 4F 4988 AA
o 93 71909 AF FAE f9stad FAG AAANFE FAsd g9 47 7IdE0]
M&A, FE3h, d@stsas AAANZ S FERAFAAZ AGAAZE FWHAZA AEshe
W TRAle e FUGA Badel Af AW ddd G445 AF5A, A olF
g4, Hgae, BoA 5o AHak g Folde #F AT e A BE T4 B3
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8 el met A4 AAAIE 2UsA =AY, Fuade] W AT AA ABE
e Ad 71AETe QrEAA FARHAA Aol @dr] A ) JgSo] y 7}
M2 Aok & AAzte] g 4 AME T HYsA & 4 oA =T
ZdAded e FREe] U F(wealth) & WjEstE FHo] #Arteie AP So] A
E ATE AN T Aol A4 HUR v Jetnty gFeA PEEAD Q7
100d Aol A, FdS @Y 532 H9g vF o) gPo2 Ex1 U S
BE WTO AHHE FE3tx 1009 He] dApr} B8 G2 87 dede F7 2%
& BN, 7t Yad NRE AY 23 & wEoiop v}, Rold] sl ojw 7
A £EF olgteol & AANE AFA 2aslelor € Aojut,

(2) New Path Breaking® 1% #g =3

A4 E& Y479 ¥4 (operational excellence), & /¥ 7149 Y719 T2 o9
o 28& T, 71guiRst dre) JF A (business link) ¢ AgHoZ 23, @3
o FTAHY ¥ A9 T L Fashe A7 BUATH Westney(1988)). A Fa
4 AAS sdo] AR 2EAeR & Aozt g ASuU, PMte AYAE muete
5ol Hol ddeoigitin ¢ 4 i},

sy H29 vy 33L& TR & 28508 X0 Wilstn v Q2 24
BA ZN7F A& vl g #A9 avlAEely FFTE AWTE o] 2RAoz
HYHDT AR A obd2a BN 9§ Fue] 1B APe Potay YW nE
B HAkske] B Aol @y dalM, M2E CDMA 4o o8 o FAHARE A
A3, CDMA A3elx 44 daist 2egds 248 IR0, 29 F271 A%
A FelstA Hol RESSe U AFN AYLAS UGt AL REBale
HAAHA AP A @n, 497, ¥ 4, SK 2éF F CDMAM R YyyAs, =
CDMA wHi® FEME 23t Zasiact A2e Y422 S84 AAF 7gae
BAAM sdsintn & F At vFL ABE(GATTIY $2Fo] ANE WTO 44 A
Az ABAAR, Aedlolehe BUFE FHo2 M3 oY BB Y Mze
FA A AME olBel AWM AAAAANNY g Assed B I
x2 W& (shift)# o}g2 F8 F 2M] FRAME FAld WPo] o]fo gri(ozq
(1987)). w29 slolazazeAl: AR #7 HA7 ¥W@(innovation and shift

with customer)& F3sted A2% Al &€ 4 o),
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99 954 (operational excellence)ol 7I1E wRolMe &z Aozt ol e
AABAol Fe Aldide 71 M2& AW (short cut road) S WA stn oo
& ol BARES Y& mold AL AF AN2E U2 FPLFE Heluu, = o)
MzE o B34 AL wEo] Werknew path breaking)ol Wt Ao 97 2
BEA AT F A2 AEDN Y2 Mwaz A% AHan oFoy st 2u4
(new product and new service leadership) & ZHE3sl7] 918 FEA AFo] @asA
AAHAETL, 22D, HYV(1997), YFY. HEAN(1998)). IMF T2Z2H B3 g
T 3 7IdE0] AU 97 19SS FuY AR o717 AR dRe 4y
F ARE Ao A¥E A4 dWer] sl ol AP 21 L P & HANE &
T RS A9 Qv @ 4+ A,

2. BEREOM BERDSR 0lHY BEE BEIsi0{of sic}.

(1) 27 FZA I A Relationship Marketing @72 A%

Aol HEE TS AL E O, 3 BV PeiEsIAe) st o 2 W, 24 W
Fol 43, 2 wtZo) AW Z42 WS ol (repeat purchase. customer loyalty)7}
LA E. wE Fule F7ATEE B Fuje) WEE ooy E olE WaEe T
s AT7h AWl Yrh(Levitt(1983). Perrian, Filiatraut and Richard(1992)
Craig-Lees and Caldwell(1994). Aijo(1996)). #FAte] videlx zz oo} A& 7}
= 849 £A olg Yool e QUEE T2IY B MR FoE 371 AAFE 14 3
4 Z=3%(customer loyalty program)Eol 7AeEe] giv} mATe] @A 4713 (long
term relationship with customers)oll Z3M, N2 M2 K3 FAE AHAINE v
" (relationship marketing with customers)& oA 7i¢=lolo} sH=rt? olgf g LA
He Age 2ashe Bgelq ne) TEH/BVE 9E0] B AFoM 1980WH Wi
Relationship Marketing®l 72 & #H$o] o]Ro|x YrH(YZA(1987). Webster,
Jr.(1992), Takala and Uusitalo(1996)). z:7Ael #4712 (ife time value of
customer)7t 7] W& nel @ A8E Azl AN Y AP nAY oo
¥& drTdhe AR 2, Data based Marketingo]'} customizationo] @& }A% 3
5%t} (Shani and Chalasani{1993)).
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(2) 24 ©&3 2 49

A F Paol FA 8¢ ez HYHA nHd P An2d (AS AEH, 2
nE 2AME FHoz AR HFEF BAl{contact quality) S AMstd ok, e
e VA, oH, A, AEF Mulx Fo| o Btk A9 7Y £E= IE o}
7he Aol a5 AR Az uig IVl Jdeve Az FrbsEd. dadmigd e A
78S AFAA g8, aAdAte 9 XY MulaE F7HAA g8, FE F AE A=
7L 2% AMA 28, FEZFL Foln FE VUZE ol AT HEIN9 28, 57 2
of FE|g nAe] 8Fx Wol Folof sty AN AAEL Eoldd Ay TFE,
Wetg AE, AANFR AAFE AL =¥E AL srlz sl nelstd AR F
A3 dsrl 2Aste A 2AEY AF v AdEHE FLE FUEH HAY. a4 E
o] BrHI =g Addte ARG wE op7ld AAE wilth(spare the rod. spoil the
child)gte MF £937Y nHe] 414202 HFA=E HH & oA ¢E Aot}

9 Ao 7hdsld o B ASE Ym A olEE B Bgloy AMIA B
TuA @A otstErt 23E A Zivdde 24 E, ol%E 7HHol £ 7MHRG o ZEs
of & £42 2 A+ 79 FUAE, F4 FAA duiste] FHEAFNAM HE F3e 2
g, &H Aedeg AR {JE7t2e dFE AAste nAdE, HAY HE ofF 7
Aoz Agstede 4FRGoy sHdo EgaAy, gaad Addd ZaA Audd
S &g Zldeldd d@stA R3te nAE, ol o] nfTo] A Aol HE

2 v Z1ge A% E2AE 23 gA HAT AR 2-3 A J8) (@B )
€ 37 AUz E¥ste FA)E o adzm A FA 2IeA AFa 3Alste] @A
7 dwtatA Al&Eo] gvtn srldE GRS dddd BAAE BE, F AFA 9=
S 7I871RY o o MG AFS FFste AAE FFIAAE AgEA € FHold,
otFel d& H&c| ¥& FEFL THSUAR, AEAte] o2 227 M 2RSS A
38 A PG SEFFHAIE AW Yol FrlEA € anz AdAe do
B8E vle WAL ARAH JFIAEE Addtn FESH 2FE7] QA ok of
oA FANE AT AL F FA FA (symbiotic relationship) & T&3tn g838o
ot @r}(Varadarajan and Rajaratnam(1986)). 22 AF gle] 7Y% B3¢ 4 2o,
718 FEdAM nHe] AR Zastr] HalA Balel FA HAe RAQANE A7
atojol & Holth, mAe] AFL AAFA ol &HI Uert? FAle AFE BRelg G ¥
Z7EA s Q107 el BHdia e EAE Foleoln #AEEr] sl date H83

i,
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e QAT o2 BASE o @ Y] wABezE nAe) HTE BAE +
e Y52 n4 439 SAUSE Ggsin Bgnos AYyd Aok uAe] HTAEs
s2W o4 TRe) Aol N2 Y& 2ol FEAE FH FAY vpAEE A
odof & ot}

(3) 22 4ol 9n|

(a) o] FF&= 7MA T o F& Aot}

Ae gEold Aol FPste BAHE o AL FYaFErle wel 4R xS
538 & 92 Zolth Attt 278 7457 tan, sAxeds 257} chekg 8 ohy
e 7hAE BElE o8 Hdi(hierarchy of values)7t ZA@dn & 4 girh(o]d 4
(1992). &Y 21(1994, pp. 464-4763 1), Kahle. Lynn. Basil Poulos, & Ajay
Sukhdial(1988)). A& (survival)dll 713 $-H34 A& Rejste ALw Sk, A4E3
o F2 71EerA Qe ARE HEEr| 43 71F0 o AuE Hissle AAY
Z1EE Aok 2ey ok ZRAG AN AR ASA AE o 2asl e 1
AEE 2E S48 g Ao Fulgd. olg) Po] nASe] 2w e AL
tay, FegE, AR, Jgn dEdSE dan, a8y 25 £70) Zvidn B3t

Tolu Bl QAL e3AA zhe Ao e 27 AR 27 24 dsleln ¢
AatA dt. 3 wfelvf vis B EE Ha @A) 2 Aeol A %0}0}‘* ool vle
AEER de F&E LutEA dobM oo e ol# 4 o] Eolztel wel MEatE o
245l detAA = olg AFEc2RE de ZALE U Forln ® AEHe zign
7 Ur dE 28 &9 9uE 9% o F9§A sl 2odn & F Aot A o
g oolaf FEol we AR a3A FF A AEL oo MY BFdME 2 el
U Aolth. o] ke A FE FFee ARG DHA RS Heste S g E
T FAAACE nAFe WHA @AY | o B ALSHn ALl BN (life time
value of customers)= F7let7A 8 Aot}

(b) 2] 24 & ¥ FE& Aol
izl ¢ AXNE FelM mehde ojdols AztHum. ojsiust kit ofdele]
4l F2Y 4L Serte & 4 A odAelst e ABE ¥W AP 23 v
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o oldole] F24E =AM 3o Foh. ojdo|r} Al UM o & 4¥E FIE F 3
E=F ojiye AW Z{e FE G FYE FYsteor & Fojr. ofdejrt 2x2 E
A2 7halek on & QAste HAPNAM 2 oJdbele HAH ez ARdkn 4FE 4 Ut

(c) 279 4% @AE SFAA Eot.

RE 22 4% FAE AR A HAR Aol o @A, JleA. AEA Aok
g A, T o 24 47 A U i el ApE AP §HREF =t
FAGHE, 2 4L A2E 4 AHE £ WA do. F8 vekst Zo] AdAde &
2 JEE7 & v E A= R, 92 27, QX telolEE F U] UE N2
+ A g82e fEl vge AAFES FIAed & JldE dddz ¥ 5 U
CDMA 7]=°] 2&3tdo] o2t o5 B4 A9 A3 Aol 2 71498 &t &k nA
o A YA ¥A)E UL o LHIZE oFe A Y 4T gF5olgda &
At

(d) el AP 478 Mdse Eot,

A9 AFe A /&Y S0t wEg F7 AR vEA 97 e 23 fAE
T8 A4 FUh, A7) AR ol &9 Fh TR FFY F Ud. T AH(F)AA
AztAoly nFEAe AL ZRE MEsHhHE, 28 J& 24 dA9 Y £F ES
tE o ZIAZ £ A& Aol AANAN 73 g JHE Fidstd AgAe] FFEe
g3 AY(F)E 2BE 4T e 71doldn & £ Utk AZAe FF A3 (output) 7}
FRE At duk LA ol FaY FE(input)? 847 B o, A ALY AL
A EA ovigl 24 (legitimacy)ol Atz & + Ut

(4) 2 DFoA 2% JFozeo A s} A

(a) 24 WZ3} Tailoring

IAEL nlo] dite 4, ZIHFE, HAEE fodstn & FFAAF] A =2
a¥ES AEAS D AAgeEN GE ¢ Ut nAUNES e FFEY pHEY, WS}
AR F7, Sk B nAlz=sd AIAHREY F7tE ARG & £ gz of
715 o] #tth(Churchill and Surprenant 1982). Z2|u, B 7480l n7f PHEHLE 24}




137

T RUE AFRAE doln UXT Ahe A4S Y F wdets AEQ nAIATE

2EEA . 1980dde] AVEHLEL WAY CML 1 A nADE P27} o

SHHAAD AR RET o] 2388 ZEAY, THL 989 ZAl A @urdel Y
FE7 A 6.7% FAE FrHEgAT 24 AL ¥4 Zolagoh,

Wiersema (1996} ZAUZ) FAHE Partial solutionol Utz A Astzm 1ol
AR FBE HASA claigo e g #2 4 (solution) & ANSE Heo] Wasign
TAHAY. 2E o A% HY2HC = Customer Intimacy® FASALH 124 ¥
2o} ZoE WFe Aol olyel Azt AYE Ee 44% FRE nsn £ ABE
271 S8 ¥Yste Aotk vl=F9) Microsoftth CIGNAE o2 & Adste yrA 3)

Wiersema(1996) & Tailoring& Customer Intimacy2 7b= 3 ¥l @24 493
Fed ole 2 2AE Bt Hetetn o] g HAUE AANS AT Ng @
Lia=3

el dee @ed whgehE 2ol ohie mAe 27 U $HS HAYE
stehle Aotk ad Aol mAe d439 BEUs) gn 23 ndse) 2FURE
TP = ot

nA Y JdEL nhe Yur RE AL YHRde RS A 231 g agdm A
e AR FHG AR T2 72}

o WA NdEL #13 2 E ALE AT Ytk A5 e oUW ZASL 3o}
Wi, o4 AR B¢ FALE ALY 14D B4 GEH AU S A}, o) 7
T 2R TEATE B 9oE fEdigE Q4L dol glolME Ase 27t 5
oltt.

E A

(b) nAze] NEA £

Ao FF A7EL A3 A(party)e] e dudo]l d#A UL (consistent),
53t (competent), HAst T, FH8v], A9 UL(responsible). EH2 3, xpH|Brie
547 #d¥ UENsn AHAdde RgozRE AAYYGD FZ@HDwyer and
LaGace 1986).

=9F hziA 2, d3e A ag d7dM g dFHoisitt. dAn, 23

“AE T (norms of trust)’e]l W@ AFE Adolg&m 2% A% (organizational
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economics) e FEAE & EFez HFgck(Barney 1990). Aulx vHARA Berry
and Parasuraman(1991)€ “nA-713 @A AHE "oz e R& wAsEn.
a5e 2ae "aRAQ MuA vlARS g Z%Y(management of trust)el H$HE
g ks AW AT e Ao AYHE] o Rol ArlAg FoiE] WEelt. A
AFANA. Sherman(1992)€ “AFe AFol /M4 & AT vz A RF D 2
zaac, AdE 2AE(oyalty)d 7180 Bk, A9n 24 Fhite REUNL BT
ANglg 7z3E  win-win gameold. FelA-@wix ¥ #AM  Schurr and
Ozanne(1985)& 427t o4 BAdzas 2429 dag 2dste 30 AAA A
AQl ¥Rolgde AL YASHT

Morgan and Hunt(1994)e] @7oixe A7t #AEYT HEel Relationship
Marketingeld @A shAREKMY)7E gtk B}, ole AREUY dse 7124
o2 BAY AR vlEe 42 dAgozs FEUT BRI AP E HENIIR,
2o B2HAA ML PP THY & A2 e Vg dFERe 22 ASE 499
S tH(Salmond(1994) . Cravens and Piercy(1994)). o2& 7122l 7%l met sl
= BEUERY BAAN @ AP HAFHE AT & RS oA A A
pebm. 23H E&A4(coordinational efficiency) & F7HA121tH(Madhok(1995), Chiles
and McMackin(1996)).

(¢) Yo} gt Coaching

TAGA BES Bupsn ne] e AL ATEAN2E A Re AEAY AR
wMyolgth, a2y hERe JgEe nle] ALEe AFE TN BEHo= % A
gap e dAME A BAL T g3t AR o3 sHEde =z71%] A
= VORE ugstn YAw dlde 7AAdA 714 2 g38e $52 0F ohd F3HE
ot AlESo] Bg Tuishe ALE ofF TE ol frollMAT A1 FojEHe e F
2 227% 44 ¥

Coaching® TAdA ¢ £& AAE 7HATF7 dsh 249 FF2 vH¥e Aot}

Coachingol & th&3 2 A 712 el slth(Wiersema 1996). RAe mi@&sH%
gz ATolu n2ZR AlYe AL HAse Rl ol Hrlee dgxsE A%
A G 4 Qex 29 2% F3 nHol Pug 4FozRdH HuUR sHAE Fold 7

AES she Aol
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EME o] AFEFH A 2E AHEste AR vire Y E slEAFE Aot ¢
A3 ALER B S B Fo 2y nAo e 4FS ZHAe U ks 9o
ARe nAdA AZE v2U2e 7138 AFee Aeld. FHL ddST74
ZF 300AE AFAM 4004E AFes #Haiezy dAEFde] A
20%°1742 Az HAAFARZ vpEA stATh o 2H WISFAL ¢
BEE 28 54 Aol oA vF § AMNANHNE FMA HAT

il

A

=
_U

e

I
o

=]
-

gl

L.

4
b

d) 27 @AY EA L (delight, fun, joy, flow)

285 ¢ o fe FAHNAHR FrE AT ARste 3 2 AAAA g
7t E e ALE g olf a¥As IEE AFE ArAgsAY ajdsd
o] AzAEeg of =7 Joy, Pleasure, Delight & RU FdAeln ZHQlao]rt,
Hirschman and Holbrook(1982)& ¢]& Hedonic Valueztz EXch. makx, Hedonic
Shopping value® AFE FristE FojetAldE =4 + o

FlowE playfulness®l =74-& F21838tn g4sted, stolHuicio] @A 2njxzt 1) 2
24-& Al (control) #che =& Az, 2) dEAE] Fol & AFsta, 3) FILE
o] Zthe AL LAt Y& T FH(Webster, Trevino, & Ryan 1993). Flow
stated] & W #HA ol Aot AZte AYAY Av|ate] Fole gHs] AT AL
59 Flowe ©|H3 P99 A7t (awareness) T §Fate S 2¥sin PFol F3in
2 od g R& 3@ Fsb A9 ekl Hth flow statecld 2¥jate] AHE &
momentelA & momentZe FYUH flowinge2 ZA@Hed, o7|M L¥|ze Aile] ¥
AE SAEE, Aote} A, A3 wE el ke AA, A R vl A FEe
o}’ okl 2 (self-consciousness)S AlehAw, av|xe) AlZel] g zpe fF5H, I
An Azl e o HEayn

Hoffman & Novak(1995)2] @7olA e Flowehes Hde] #a7ide=s ALgHled
ol & Flowel vlxle d&8ezs vEYa dsdn UEAZ FadAMY Fuay
3 2ol AzZdE A, AEAEd, 80, f9Rd b2 FAPFE A U olE
o gL WMENZ ey g Fassted aA Zlosiqen e ddds HRFEE
AAS e B AAEE AM 3Tt

mlo
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(e) 79| Partnering

Partnering® FuatzA a3t &7 3Fe HEEE FToto ddte dAolth 3L
AR o] AT A FH3te Heold. olAL Tailoringely Coachings @4 @&
AZ olE HsiMEe 3T A(Trust)?t 7&=A ¥o¥ Hdt}, Partneringd <l
AT FA AAGAF, oA A AAE AL ol ATk AL &9 AT AR
HEE A8 I 909 FIPAAER FELE Futo] ZFAAE ) #orste #A] ule|of

Frdgs deln 2 AFFEE $£38%Yd. GE PlasticsE GM2 ¥ E A9

Delphi-I1¢te] HEUHE &} 609749 2FE stz EE3G A 283 2o E A
dated JFatAd.

Partnering2 #ejztgl 172§ ZFoA o]o] Hg Algieoloo} Fr14Ho 2 A&d ¢ Y}

(f) M2& nAlg FFM(relationship marketing community)el =%

FEA. e ] A FEREF FE3A AAY on| de HENZ Aile] Roiz
dotn =rle AUE 2T (YFY 9 1997) Armstrong & Hagel TM(1996)& #2434
TFHE AT FA (communities of transaction), ©181 &% M (communities of inter-
est}), BAFF 4 (communities of fantasy), ¥4F%# (communities of relationship) &
Wit 1€ BAFEAC al, AFFER o] Folz AVEE BATEANNN FF v 9
Aol H& A AFE Y 4+ e oW YEBYP FHLE Holgle &FE FFA
{Aota ot

dFY 41997 e ZAAH olAAAE FHo2 BAE PPN ABYE dnA
3t FEAE dZuH Y FF A (relationship marketing community) 2 3&n ol
BE71g9 2o gt A2, 2R, FEYA @E7# B)Y 2E FAL BA
H, AR EHog o|RA A Fo2M 7t5EA HUttn FAsk .

32784 ARUANA AAdM e FEHolL AU FFoNA By FEHY F
At @t £2F 2ol g ZE F7MAEC] F4H o2 & £ AV BEd 7)EF9 7}
T4l Eoj80 #F M /1Y Aolx ol weat Ar} IUiH T FAREL 1L f #
A YA 2 Aol

N



141

(O 1) ddoiAgIEH - T (ASY 2 1997)

3. #EM FIBo| /% FHMMOE FHREoo} it

IMF ol#8 7z 23 A4 4 9% (core competence), 9% Z<(outsourcing),
282 HEHA 2 (network organization)olebe Ade] Je) AEso] fu}. #AL #
HH, +9H Adst 23nn} 4R AR e Algeldo = | RgEM HEHQ 4]
BN B33 7INEDN N2 92 2¥she Wos ¥y 2L RuAdaTe o] 7}
WXl 1th(Thorelli(1986), Gomes-Casseres(1994, p. 70). Klein(1995)). z&y
#d T +9 FEAHA F9AH(partner) BAE P2} Shetol digt sge AA)E)
A 23t U},

1ot AFAE "ehel] m)2E & Aol Uzl WA FatH0] AT}, ogo] &
A HA FEART RFA ARl A e MAD A D B HAS(EY
W Zloh A8, A, olAlo, AulEF)o] M2 AAste A Balo E3e] Bae A
FoUM, AhE 71E o2 st ATa AAle 97 AR o] He PA2 AEdLE 3
ol A&sn vk, B4 S (core competence)o] ohd REe 9 %3} (outsourcing) 3t 5
of ¥obd ARAel nEgsle W Asezzw Asgn U™ Quinn and Hilmer
(1994)).
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PCSel Al JAEE Feld Aol drht 7t AAlelx V¥ FFF vIH gEvtel A
MY FEFEZ2 AYe =7t Al7IE7] Aol YHBAS WY HAANEH TR =9
1 gk IMFY ©g 72 =23 oM A APFxrt BAHR A28 ALY
AA 3ol A Mega-competitiono] AAHT k. MiAe BA AL LgEo)AE FEA
o] ek A Fe A7 BEIvn & £ g, gdARA g FHAN T Vel
U Al e izt AY, Ate SAolgde ol A F(alliance)d F840 AZIHz, ¥
d(big deal)old FAZ NFE F& FAZ ol F4An Utk a2 FA 7o 24
ZEANAHQ Fukxt(partner) BAE P&k shertel R aAldS AAlsA £ 3o

0. FFH BRLE At 0l7E HEMS HE HTm

1. %2 Bayol wat Y ojAE #HEMS kol F2txi Ut

FEQANE T dg@s, vFo fEAQ AY Aol Fudl AEstn st A
AXA JA e FFAF W&o AP HEALe Foldrel A ¢z MEA BT H8
7b e}, 2olwsde] ARAE v, AAMA, Al Wakge] opict. R v=se Al
AA S o AEAA S A EE Yool Bt FEolgte HEe =A4EE AA
ANA JZFBFASE FAs 9 s EHFE HA wEYe] 40HME ooz
Z7M7189 9 ol F|BEDR 2L FYAAE FHsbEN? AL E BHAR LT 3
e % 71859 =go By Aot MEF AAR, Ade Mg g 7L A
AFAzAE ofF 288 HH7IHo] D Aolch o|s} o] ZUMEHY HIEREE o
tle] vl wat ARAA ol $HE WA e FEAVAZ WEAFE ¢ 5+ 3
t. 269 d& 2 AL 4 ste 7R AP H BAT A Gy E B2
WA P S 2 4 9t} Business Leadership® ##3l7) dside &4 v5o 714 5+ A
¥ B HE(Super Goal)E 1% A dAs=ild 28 ST & F A

IMF 1223718 3%38l7] sl A71d 47 9§ AFH & P& A= 4
Zolu AH| 27t EEEFE AR A3kE Fube gk 222 RUEHH L A4
7t Al 97134L §9 AR E slodor @t Wy dHEe QARG
wof aRu g Hgule] v Fo] ZoR 71F A4S HA AHE At B

Wy Ase A2dE vaste 2y ELAFTE F94] dEHn, HRHe HE
Huje) TAAANM AAHL Adstn, AP E GAGAA Mol AL vl=
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o AHE wet sHAE Aol g Sof Ful WEPel A ARL AR} gAY
#el A, & 2eide BT AN Holu, Mg mAFRAM HE FEE 45
stn @y, Rde vEstel AAAe 2 A HIHBY ofde PE v ddE
AR F AL 2 A2 g2 Fu9 AuAEY Qi 954ES bl e HY
stejof ok Ade] 8435 B 5 R4 7Moo Agsld 4F Aol FUE Zoln
2 FTHCIU AE AYE =42d F3tE A 2 o" 2 M3l 3 & o
BEolTe Medd 2439e AASAA ATAENEL FAEd Fuo YaEnEg
A cf 2ol 40HAE o] Foz F7R7IE o 7|BREd J2& FHAAE T35
obLZA? A AL, B T WA FAF TA Y {3 @A F LS B2 s
= dte 4% 71889 280 Ea¥ Felt. "M & AAR, AAde MgeigE 2h
AAgFAzA e o} F83 atAE FFA 18] 2 3o}
7IY wh&e] SoistelA e Fatz, o5 3o =4 &3 It v)ge] F7E

© 539 fAE PAHeEZN a1 BEHE FReleE oar#Ee] tEstA Frtein, A7)
Fel} HAZIREL 25 g8 @es AdstA so] M2E& Super-organization©] &

o AAE ¥Ysn zAHD ULE & 4 Atk AA olYg I F Yde
Super-Goal- & AMAISH 2R A4S 253024 Business Leadership #ARshe=
Aerd pgateiol & Aolnh & 5EHE FHhs o) AHQ) 7B SETFAR FHA
ARG P s8] vAHd B E e s S35k AR o Ao A 2
Aol we] 2gel wet A FALZ AHNT £ e FFAE WA(AD) " 2EA
(Relationship Marketing Community)8tz el & £ Qg (43¢, 23d, =32
(1997). &4, 2$¥321(1998))

2. BF TRl w2t EfE oY #EMA0 o] 2Tt

IMF +2Z%37]19 S48 8 42 @48 SEI7] sistd A7gd &7 o 7137
A A dag 23S ARSI gAY 257 A EFY H¥o] B} 53 A Fo
Y Mulazt 228d5 S 2t P dstE ot ok ek AAE gES de A
27F moide g WEA L T HAAR L st Aol BrbFEt 2HAES & F A
9 FEFE Fulste ARG Fo) SXd M g8 shAe BEI Aulse 7HE Ha
2 @t 24 rldezete dastae FEANES AP TAAM AR 93
AAA ) dAsten =8 Aot By & 7bg APEG FAZEAE e Aol o el
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g el FHe Bedl WA R 3F UREAERD ohet n4S0] Subsm 2t
Z YAt FY8T od7tE B & L2 WK £R9 YUE AYAA A0 A=
B3 Atk N8 A7 dobdy] NAAM AW £ A4 BN 24 Ao
2, FAE UEE 2EEY FANN UFY Qule) FHoz AYPozm 4A AwPe
7885 o,

ZHYEAAE Ao, 59, ol¥o] ¥o] 9, Uk GEW, FHH, 84 B Ay
Z, HEY A, AHY T2 Y 5 DU A N2 08 ABEe] B2d vol o
8 20071887 A4l 2o YRAAVEE nA(YEY BBA)SL S35t A

u

3. L0l JHXlE Mol et Ek Ol Y £EMO |/T atRIC)
" Aol didg M2 ubrel JlAE slBold 220 madM TEAS B
g0 wbro] AAAle dde 3440l Zete B84 e A= BT (tie strength)s A3
289 B3 v ANE JYE & UL Aol

(1) A& Fhate AF A9 254 23

cldelg FE 3oz FH(customer sharing)dh®, 2E s} Mmrs Tgae
IdFTEE FHAN 9F sAY FEM (relationship marketing community) & +%&
T A% oI Beg BE, B MHa, TS AuA FAH ANH PE LR A
M2 F& AFse J1@Ec YAPo2H M2 2P AUAZ TN AY =4
(super-organization) = T4% & Ut AFele DAL BHate GUg A Zo} A
£F TEe AA7IBE 2o Qe Rolzln & 4 9oh

) 71%E& FHdte A2 niA" FEAH 23
H4F QANME BA /% AvE A Asld AR BFIABE ol Ao w
°HlZ At 4715 ¢ AT e JEL $4 715 FYste sy g NBrg
& Bd&o] o ¥7] gEelth AR FAge] AgHC R Ao 72 % (data)7} A=A}
#Ho2 435 mB(electronic interchange)o] 7457 Hol £ 7159 Y23}, HES,
TF3 @2o] BysEa g},
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(3) 71X & /e 92 viAY =7 _

BRolgte 7HNE ddA7 e Z1des B, 4=, A2F2 44 7@, 52 44 Qug
7 . #E(happiness)ol@ ZE Ate] F33te 73 $8% slalgn & 5 ik A
H7le AgddAe 34 71%e F¥3e eyt & & U 23y 73 FRA AAE
g9 A7AH Al YES 2477 A8 Loz At g Algste FRo 3A
o]l HEEE TalA JAEE ¢ & Aok, A9 UL FRT ol 92, P, g,
AE, 22 F Yol woh ARge) gdod AW e 5 gk YN ARE 22 &
T olernz YA A7 Y sSskAEn & £ ddk. UL PHY Fdojnz
Y=o +947H (instrumental value)gtz & & Ut} FUE 710E ddsr] YaiM A
2 08 gdFold kel FF2E AR A%E 38 £ UE Ao HEFY 9
(1994, pp. 465-467%aL)).

Hej4 (convenience)olgte 7HXE ofF HE&Hcor Adste AundHEa #HoH
(convenience store)ol Utk X (location)e 2AEe] o}F HasiA H2¥ + Us
Xell . stF FA ISt glenzE GAARE ofF mAdlA Helsin I gl
Az BFS(convenience goods) & AFsta gk M3 SHE gHA 22 4 U3,
Ay A5 EVIv RFEFH] whde Airazxe Helstr U3 1Y MFE BAF 2o
7B @3 deded AAd Fm SlE Aotk AF UEF 717 (automatic teller
machine)7t AAH® 244 5§ 7189 ¥ & 4 Ark. AFEI}F oA WujAYE
& Ad RN Eatel FARDAA & ¢ & Aol nAEAA BAYE AFHe
A2 FR9 HdHE(and, SH4, O FEY. TENE, AR 5ol FRAN 29
7l HEA nAEY H3=rt goiztn Uckn & 4 gtk ol FEel e nAY 3H
A 4T Aelga & 5 sl

M. WEMMI 150 B BE Hik

=2

Fo| BB THT HE RS

102 23 Qe nhe] Y dicke 2oid7? Uiy =@ & g8 AFse dg, A7
Wt #EF A4 s §537) A HHE e die, e g 4EL

Thshe et 5 o 7kA ks FoM ddsielol frh. 1099 259 WM A&,

%% 2% 1% 49 £ Az ge 4950 Fdsn At
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AMAEY FojA e olm Aglo] Melel FE Fol xFHErbe 3 AHATY FTete
717 BalQlzbel @@ dvim @ F Aok AvAEe el vha&dA ofd tAE A
g AQstol tia 7hA el Aol A Avkn T & AT AMAEQ] ol &
AL ARPTE 2WdME A7 2& ¥e] A2 3I4A FHABAN A solerd
ok, §F, e, zn &L @A HaddelH gEolER M2 Aol wt g
AYAEFHE 70T 4 AT, EHYSE o3 HAazdeld 7ldEel Xl ®o] 9]
S W2 DAES Tl Fo] O 25 ¥+ AT ek, dgH YA&E FTHE
AuREL oW Ad 7|EE Fasd 4ZEn? AAAE FastAAY WTdE a8
AbgE ol LS AT (benefit)d) Zuleh A &v|ge] Hz#E mdel AFelv dEF
AeaA gk 7120 200099 U8 § AR 208 ©)F AT F UE 20,0004 #
2 gpsto] o Aol & 4 vk shdE zvlake 2udel glenz g ats A9
o Zuto] 91g Zlolth 1T WAL @R st LS AEHFA il 2000914 A&
Ye 2oz 2049 BEaFE 7o) guw Awlxge] o ABE dHE ¥ F AE
Rolth, A7AAS APt €A AAsty] AAA 2w FENEH TF ot e & A
W 2 9l Aolth, AFHI A JE EES ANY oA Rte 2 REd A =
A gel g AFE LSAM A7 FolAe AFEH #g e o HE¥ Aot AR E
N5 BEAQ AT ol 1Yol ofF Eoh HIZHA BANA o7IHE oY LEREY
o) B8/t E A7stdol & Aot

o] (convenience) & 7 AMAEL #T B4 (convenience store)dE Sk
e dert BEEn Ao ATM(A%E 43 9428714070 dxs8 o iy %7
el A7io] glon, oy #uA, ANg AE 32 £ d¥ ATITH X 7=
~gatm k. AEE e AxHe] ddd 92 99 AlgEe] Wd TRAHE EA
of Hashe AIZAZE Al8d & YL Aot FFLIE WE¥IL, BTYNA FIF
c o4atd 2= & & otk HolMold WYEE F7HA77 At Lo, B85, AW
o A9, ARA A, dole A Aulxgl, 5 o et 2dsn ded ¢ 7
At

2u Aol AAAQ AGENAE AdgEe met, A AFE T 7IdE Bt
A Fu 7IGED el A E AAR gSHe FHo2 AIH =1
i 71950 BAA Q7 Az 3 P4 A 7 S Bk H3te] B4
o] AsE TEH, YHHE FAHn AT HASTG BR 715 AACdE Alg st
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e T3 ey, FEA AR oF TR ojUde A7) feA FEI oF =
BH (critical mass)st A&l g Y4 FAE AHstr] Yot HIde £F
71l A o 52} (outsourcing) st Utk A& R A Folu YYLE AzFaEL A
Alo)7t T2 ZAYANE 230 2% $F, 5 W% T 4. TE AL 5
& BHAH £8 ¥&E A7 do

2
Moo 35

&

2. BEe ER TR0 offt oiAlE HEMS| IEIE
ARAEL TS ¥ ol &atn YUUE AWEE st P4 A" Aol KT

FEANE Fob ¥ 5 Atk AT o §AEAA A% AL WgF Harel Aoz Wy =2
A AHY & e x2agel nHdelan RS o g8e] ZrHe Aotk WY
3 ggmein o Re 4@AE PN H4ER Fose A7 By zde ddE

AR olid Fo Arts, W&E AEZ 5 B3R, oA FEAL & B3 BAL F
3 dAHe REEA AEF S RED FF oY Z2a9E Awsid 972 s}
Hog oA #FFez PR FF AYS SVE g §9& 7hE Ao Fa
2o AMSEHM, 53] dEAN LR o &Y g 43 A Agstn dvin & F
itk v} ezt 2@ Mgl AVEN AdRoz FYH TA7L ofa} 2ol
A flol Ad@ mAlelth ZAE A B 9zl fA=Hn glon, wisle 3slste
v AbgEcl Bag oY /9 Bl TAM AAHY A2 Al g o)g) 2
of HEXaMEol Heg e HdHse dtse Y (choice set)& FAHste 24
(element)7} vt v}AE FEAS TAHALo2 Hdg & A& Holg,

o

V. OtAIE #E8e| &R FiEn &) F&

1. WK TR
FEA DR 24242 §4 45 A2 A& A$E Teko] ok AL B
B FAE FNN MY AHE PyoltHEEW 1995). ARH Ade 49 AF5Ew

Auje) Aol weh AsAb, BAAL, FARAL @ FeRAGAE EFET A2 Aol
dolvd olfte &99 B8UEE FA2AIR, Adu$E ZaA7e, 452459 7%
& FEstd AUA BRE 27 AelMelth (Arndt 1979)
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2. AR BAGReY ER
AdHRFBEAE 71d8e] 2 LS Wiz @ AV gezs 47 €tk 29
o] %2l ZIgeAl o]AlE AYte HAOAAZ dEHA AHwFY o]y F 71goM
o] A $7F WRo|AI7E g FojapelFte] whet A A, LAY FY, =& FYe=
ol A (A7) 1992)

3. i MR ER
Aletel 2§ BAE Lot o|H A #AH Af2 UA Hxe FEF Fo
of ofef Al Fr7F BAE AdBAN FaAe FIAG AYFAL AR SHH, B
A}, A%H 549& 71 Ag TEd

4. TRy MEL 28t &

Sl M AFT 3712 FHe ABL WA FET AN, A, FEFEH S
M A7 At dEdeldte MEL dFS Do R me 71 A2 olA
= 229 AF dde HAA olAFdE tde EFS wA HAd A8 o)AHA Y e
7150 %9 Super Goal® 2437 3 & TAE T3 AZe Ho| Huisn
e FRH fA%e] 54U ARE, OFH, FHAH Hd2 989 el xokAA H
At FEH @Azl s} dFY AAFH FFAE TE FYAE 7B FEA HAH
AFUAIEE B3l o702 A& Feth(FAIW 1997). #AAA ZEA FREFH
Halg, FF7HA (Shared value) 23 F22&go] FFA R Frixe =9 &
FFEEE IV Aoz vkt (F29 1997)

oA AlARC)A FE7IEe Ade ARFYACAL H&E ARAATE AxARFUAeC
Au, g3 A g& FarAFe AASHES 2 ABEY, FaFd, AUy
7% 59 AAFHAA sle Aer FPI (25E 1995)

A,
]

V. B K #

IMF9] #171€ WTOAIE ol &3 Aoz dAgstele Ad719 (global giant)el ™
¥ ¥ e BAZAS A5 FH4A £ 238 FUHAIZAA FUrIGEel 4=
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o WrdER dHe by AYS Fdste AN AduEo] ALHoZ o] 2ojx) 7]
ZAAHL & £ Ak AAY YEe HRH BAHES Suoem g xeA
(operational excellence)& #7&wul, A& #H4A(TRIPs, trade related intellectual
properties}& F3A AMEHA AlFe) dUiyg Fusn 27 ol 27srgn}. 19809
FUolE nATFo|gke dole AN AlgkAln uAse) Br]aH BAS BE GHHO
2 FEsRY od g Fa#stE A Fata g}

= ATAME LAE HF(customer success)ANZ § e NG5 23, = pAol
Frole 71 7bE A or HENY 5 e MR 08 g2EY 97 240 2E4
o FAer nAY e 2208 o DY} 4Y £907) A&Hoe HuY $ oL A
At

Ay DAY FAFE AFA FYSloiol Bw, A wiAY TEH e W S o
A 24 AgHe Aol 2 Aok & 5 At o] Rolel viy @7} RHHoz
HBeFolol & Aoz Mg},

s E XK

HAR(1997), "A2A FEA7 dnd dAe vlxe dgo] a8 97" gt o
o A =7

d713(1992), 719 BA RG] Ao BF A7:vlolAE) Ak FAEAE FHor
MEhste gt vhapety =2

olBA(1992), "gholx zEtdel Wi AAY mAT FFY ol2H B, vlolAY AF. A
7TH A 1 & 51-64.

HEEL(1987), "Relationship Marketing® #AM BBl 2% WE K2nk, 2
21 & & 2 W, A EOPRE EB AR SEWRN, pp. 52-69.

HeEin ©(1994), Lviald B8, Mg ARAL

PRERTL, WERSE, AMFT(1997). "WHIRIMTT @kl B £IFS B RENAY BE &3
By BEE BERUE

HEET, F2H(1998), oA LFNE B¢ HEY SHREDT BESR M W
TEEWE, B 328 B 1 K MEASH BEASE SBWREN, pp. -

WIREL(1995), viAIRAI 28 BMEIL] BE HE: HRANY BEe Loz, M AEH
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