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I. IZC®IC

S H. FrkEDR L E RIRFEF OB X D AFOB BT 2BLAEE > TWVWb, EEDCE
ZERyEEIR LI ETIHERAOREICIT 2RILE, AX—VICEESML L5 &9 580k
RKOEEZICL Y AR - VEHE2RINT 2 AP 20bH 5,

u®i7ﬂx$—7&@%“@%®®ﬁtizﬁ-v#%QE&m&X%k@%o@U&ﬁb\
AR—VEELEREITIREGERE b o720, COBR, EERIC X 25T 0BT
NERA TN R E — v R R E AR & FIE %5mm%mféfméo

DX S RIUTSHIET B 7o dicid, BER R — ViR o BN fkic, HBEZEOZHKIL=—
Xuﬁmb\%—Ex&%@t&@%ﬁtﬁgﬁiﬁ%Liégﬁm77u—%#ﬁ%fﬁéoL
K-> Ty AR=Y7 5 TOREEVEREFHMES ., BREMNICEEEFET 220X~
75 THAR OB A TOBE L. BRERED DD~ — 7 7 1 v VERIROHE, HIcEEmREICK
EREEBERIITHEERTY — EREREICT T 2REABAMELVEETH A9, T LT, EHET
HFY — B R (timely service)% 8B U CEAREHBENSF 2 LREBE DA 73 5 I HHABEE DFHEH
bPDPILUEB,

ZAR=Y ) 5 TDEIBEHEAR— Viikid, BREEEEXELFIRL, BEOERERET 5—
oY —EREEICYTRE S, - EX2HFORBET S EIBEEICRELHEREEEA, B
MHAEBZ I EABWRL, BEBERAEME T2 .00B B =774 v IIBIEE b0 X 5,

BESHEET LBk L, TS EAREIOEES 2R OF T BEFEE & OBk Z L
LEEBRENLERT 5 EPNBETH 5, BFHEEZMEET 5 2 L 0EEREIAEON R ORIE
MmOoRS E FHBEAIHOBRPBGEEE DM h» 2 BHICHAMESE | @EDES
EEEBER OB A% IR T 5 2 L THU DR E[E FXE B ENTXB%E, BEHRD

IR LEESRIMMOBREELVHRATHE 05005

COEIBHEDPSOAR—Y I STRBIBRRY 7 4« YT OEANIHERNARIL
b5, AR EDOREAZREERT 3K~ — 7 7« v 7 (relationship marketing)iZ/HEBEZICELE T
S ORI E Y — B X BUIS G EIRR L. Mk IC 2 L IHBRE M O SrTEREfR 2 iR L
TEIEICLORIEBITEITT S EBTE 5,

Dbz a5, ABTREERAE—Y 7 5 70EICBI2BG~Y—7 7« v 7V ¥BEICH
T A AN EENR T CRM OBEA L ZDRBIC>VWTEEERA LD TH %,

0. BBRv—554VvIDER

1. BR<w—45 74 VUV DERLEH

B~ — 4 5 1 v 7 (relationship marketing)id Berry(1983)ic X VEEEEREOEE & L T
GHEFREEER LO—HEE L TH—ERT—F 54 Y IHBTRN SN, TIH0BG%R~< —
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TT4 V77— T4 v/ DIo0HRHE L THAEINTEERNTH S0, 1990FR I A b
=74 vk~ —r7 4 vIEHORLKIELZ 20D LV - 57 4 v /EH S
A LDREWERE < @FAL TS ®Y

BEItR~ — 7 7 4 v 7id. BREAERGRE & OBRVEBEREEE. I EHE - BESE S <
—7 74 v IiEEHE LT, RHMIChH - TR A HERT 2 DICHEREEDII = —Vva VE
AlEL. SRV —ERZRFELL S LT I3BREEBARLDO D OFEEHRSE LTz 0EEN
BELTW5, BB, BEO=-—XLFEMNZHMLL T I LItk BEEOL : 1BRICES
AEbYE =77 4 v I BESEREGREECRM)TH 5, BB~ —7 741 v/ RBBEEEDOK
TRy s BRI 2 HEICBT 2~ — 7 57 4« v /TREN T, BAR L AEMO—RIMLEE]| TR <,
FAEHI R EGE B2 ER T 2=~ 54 v/ Th %,

B~ — 7 7 4 Y 7 3T EBEM, - x0HO~— 47 4 v THRI N TE L EEIHT LV
BaTh s, L L. BERVERICHT E2H5BPRIEBPEIITODATHIEOLSDOD, ¥ —E X5
BTEEFE~— 7« v 7 VWS HEPBIL FbhTwd, BRr~—r7 4 v 7 &0 HiEEY
DTI=7 7 4 v IHFICEA LT Berry(1983) 3R~ — 7 7 « v 7% THER & OBRZEAK -
HERS « s8fbd B <~ — 4 7 4« v 7 iEE)(attracting, maintaining and enhancing customer relatio-
nships)] ThH 2 &LEHRDIT, FILVHERAFHT I3~ F 4 v/« FowicBLTH
MR IR sh s ~& T, Bffosftick 2 F#ELI 2, BOBKRO~Y— 74 v/ ThbEE
wlL7 @ 0 Morgan & Hunt(1994)ic k3 &, AR~ — 474 v 73 ~—47 5 4 v 7 OERLEE
BRCHB WIS | BER 2 ESL « B - MRS B A2 FEL L THVONE D TH B LEERD
. BR< =74 Y SOREICROIEVWERESTE LTV 3B,

AR s AEA S5 B3 & Reichheld & Sasser(1990)13EEK & @ EHHA) 75 BEGR D B A 75 il %
R & OBRMEFF DAL LTIRA. BT OMG L MEORIHABE ZHFFT 2 2 &0 un
BHTECIEZTVIEL TV S, Bitner(199) 3R~ =4 7 1« v 72 FEITT 510D D3> DEE)
E LT, HBlo, ERARESHRICESZEDLEBIAL~—4r 57 1« v 7, BA, FHETBHDHD
e E LCOMBEEH~— T4 v, FLTHEC, HEBEY—ERVIFLN, FHLEL
EAERINCIEET 2 EMNTEDILIRTIWNEY—r 54 VI BUBETH L EERLI &,

FU &Iz, ¥y —EREBHEHFICH LT, LBO XS SBEIE<XELD L 51232 DHEETE
AR T 5, Kotler (32D & 5 WMANE3DOFEEFH 2N~ —7 5 4 v/, WHEEE~—7F
4 VI ZLTHASR~Y— 74 v 7 ERB LI, vy —EXficBOT—7 7« v /58I D3O
DICREIIAK & ORAREHEE « MR 2 DICMBMRERTH 5, N~ —7 7 1 v 712 TIIEE
BEDOBREREE - MBI 20O HAETLIIENH L, COLIBEELEOHFEIZY—ER
BEELY - ER VR T 2@ U CIEBEFHICERESNERETH S, BB, mELWVWS &G
WEEB OB LM LR OB Y B HEEAE U CHERICE S, - EREREBET I ICBVT
KR EBIES NEE 23> DTEFOBEE F<XRI>O L S IcRKEHEI N 5,

(8t1) Gummesson,E.(1994),Making relationship marketing operational, International Journal of Service Industry
Management,5(5),pp.15-20

(%2) Berry,Leonard L.(1983),Relationship Marketing in Emerging Perspectives on Service Marketing, Leonard L.
Berry, G. Lynn Shoestack and Gregory D. Upah,eds.Chicago:American Marketing Association,pp.25-28

(3£3) Bitner, Mary Jo(1995),Building Service Relationships:It's All about Promises, Journal of the Academy of
Marketing Science,23(4),pp.246-251
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&¥El . Bitner, Mary Jo(1995),Building Service Relationships:
It's All about Promises, Journal of the Academy of Marketing Science,23(4),pp.246-251

Gummesson(1998) 13~ — 4 5 1+ ¥ 7 D3D>DNERB IS ERR L. T 5 DLERHEE
B=—H T4 v IDEBRSFICEETHLEEZ, BUR. %v V7 —2 HEAFHTET < —4 7
4 VITEEBITH B ERE L, Tl BB T4 v I EY - ERAR T4 v T EXy T —
I EBEOKEEAREL, <NELOLI KB~ T 1 VI OEAEAREL L, ~—F 54 Y ITE
B O MM R) Y5 54 £ BRIR LT

<EER2> BABR~—7 74 VI DEIL

£
H PN Q5 F—ER BE¥ER & B e —| | HTE & &
%’, H OB M H+—E X v 2 DG SRR

| J } } } J
gl | ¥ TavUEE| | Y-ERI— | Ry by S AEsas | | oSk
%E 4p's mix rsravy 7Fo—F HIBIHES
Z
" y Y ! \ Y \

* KR D 2 B & w ik
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% B Rk <~ - ¥ 5 4 v 7, RM
- sHu~-r 7 TRATOBEL L FB

&k} © Gummesson,E.(1998), Implementation requires a relationship marketing paradigm, Journal of
the Academy of Marketing Science,26(3),pp.242-249
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D EOMEECIZERT -7+ v 7Ola%sE LHTRS &, FIHBROAIH & h BEOF
FIRA% & OB RSN SBIRATER L4 5 C 25, X DIRENT, HEOEMALER 3 C
EMTEZ, INERMR~ - T4 VIEBRE WV,

TR = T 4 Y DEEIC O W TR RT B X0, R E D EN IS BHROMETICES
EEBERY =TT 4 v IEEOFHK - MR - BROELICBIT AR TH 205, Z OFEFLSL
ke NBEEOA L 59, HiaE. HEE, Z L THREIEMo -7 7« v /7BIRAERIAT 51
HubshTwa,

B~ —7 7 4 v 7 ITiF, 200EBESFENEINT VWS, £, w7 ol Ttow—4
T4 V7 ZHBETE. WEREWSE. WEEE NS, WS, AT S (referral market), B
IR @RTISO & 5 R EE TS (influencer market)* ST LEHIF E TRELMIFL TS LW
HRBITDH B,

Wiz, 37 oMBBEORBGRY - 74 v BENCESEZEL &5, R E OHALREK
WS AE  HANCEEEAPE LT 52 & Th 5,

ZOXHiT, B —r 7« v/ OFEMNEEPLCEY, TRLEBREOY - T 4 v I E R
TREE, TOMELSELEIEDTREERD L D TH B(KHES3) &,

<BER3> BEl= =774 vV ERGR~ — 7 4 v IR D HEL

X o) BElw—4r54v7 Btg~—4r54 7
ﬁ = RHARY, FEERRRT I, R
BRBEH 77 ] FRBEE OER BEFRAZ D& T
# = fse, SRR BR MR, B
H 1= EUS IR, —IBlfyEYS B BE & ORGSR, MR RE
FTE=-F 74 v IHRE | BT v 73972 WEER~<— 754 v
BIEERY 2 7 A Fenl s B OB i e il VTN A LEEE = KNy I VAT A
BHE it & D AT 5 G A R () S T (E )

N~ =45 4 7D
HE|

KDt ONE <=7 7 4 v 7D
ERUESER, FEaw

BRIND =D DORNE~ — & 5 4 v 7
BERER

BEY —E2 VR e R A SN D

FENLSENE | NROESTROERIC S R OE S ERN AR B
HEEE BEGEEREO S0 FHEE AT ERIED
REEA IR N3 Ao

R R R N3 AL

BEEOMEHEE | B0 U

AR5 R i & U R BES AR
e | SHORREOREESIMREN | swmmses s s o1
BN 7SR HEAHS~ -7 747 Y- T4 VT

E¥l  Gronroos(1991) & Christopher et al. (1991)

(7F4) Peppers, D., & Rogers, M.(1993), The one to future:Building relationship one customer at a time, Garden
City, New York:Doubleday
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F9HLC, BEEZRABEATHZ, BBFEOY -7 7+ v/ TRGEBA(LIcHEAB 2 & T
BEZHICHHRRETIHRE LTHEBL TV, Tl LT, Bfg~—47 7 4 v/ TREX
& DRI IRBIRERIC K VR A B/ — b F - LTRE LTV 2, Tb b, EHRIISE
FIEEL D REANTEEO A EMELTV;Life Time Value) ®? OF EIcEHEEL L2
27,

o, ERIBEHMOBEBEDHMETH 2, BFFEOY 754 Y IINwRAAF 4 7AEL
TREP BRI A v & — VOREIKFE L T B~ —7 7 1 v S RERREFR
ZBUTHARMI I 2 =4 — ¥ a3 V(two-way communication)s i d 5, EDORM L FH
N LEIEVEERXIGT 6 &8 TE, AELBROBEE I I 2 =7 —va YORIBRICE S, L1
Mo T\ BEP O OEROMNHSERICB D, THRBRICHT 59 — £ 2 ERMLORERICE 2,

53T, HE O (economy of scale)d & &iFH D% % (economy of scope) &9 DI TH 5,
BED~ =7 4 v/ cidFEic, ARERIROZ OB ICZVWRIGZIRGET 2 KEAE, KEIGE
KX BHBMOFEE LM Lc, L L, Bk~ —7 7+ v 73— ADBEBICEHEBEIREZREL /2
D, B = RIRIHR T 2 @ OB 2K 5 L S 12 - 7,

BT, 2= T 4 v T ERBIE DA T 5B E(share of market)? 6K 55 (share of
customer)lcZ LL TV 2, BELSEREF. —ADBHELEEMEO T TH 25 EOMRENHD 5 1
RO LEEVI, ERICEIANFEZHOBEE 1 >ORENTRELTRER L, ComEcobE
Re@mObDPEBHETH >/ Lchi> T, BHERE TE RO EZ OB ICHEET S &
eI LI Lol BR=—r 7« v/ CREEEA ANZ1>OMI LT E LTRE L, @
BB X 72 b OBEEPIX B O hcHIE MO LD R, TR b bHELEREED LD &
T 5,

FEhiT, ZLCEHOESPARLOBMREOA 5T, BRICE TSN b, RG] < —
5 4 v 7 (transaction marketing)h SEER & OBR AT « #iE: « REX W ABFB~—4» 7 4
Y TRBEROEILICIR S TR EIESERE T, BRI TRIEL, EELEHEIT X TH 5,

2. BRe—T 74 VT DETERRUVERRAE

BAfR~ =7 7 4 vV OFETERICEIT 2RI TR iThbh T 3 DD, HFREI
SO ZDERMPHNRICERZBOMBEBRENTWVWS, Berry(1968) 3Bk~ — 47 7 « v VER/%
HGERZE I\ TR & O BRI & BB 2 BIRIE R ER & L THR L 72, Wilson(1995)
BBk~ — 7 7 4 v VERE Y — E R REF ORGSR, BReWS) LIEHA 2 — Y ANEH. £
B, FERIME, FEME)ITH T TIRR L, Crosby et al.(1990) 3R &4 2 WSRICEPIEE, + —
E RO HEMME, BIRMBRGHTASNERHEMREICRETEEEZSIT L. I EE U keshR
RSB BHEEMEROFRE LTIRL o Hunt(1994) 3BAGR~ — 7 7 « v 7 BER % BIRK
TEH. BRER. XEME. 23227 —va v, BEFRNTHE L TGIRL. BHREALE
I RTTBEST LT,

(85 LTV &, BEMSHID THHOEEP Y —EXE2BEE L. 20%. BRI 2 TORBESE (ERICIRER
BE) A& L, BEOEFE I LLb0EW I, LT TREMIcT 3-nt TR, BEEEMERNIIcEITT
CEMLTNV DRSS VY FTH 5B,

LTV oFR&EH| . OBEFHEMT M. EHEE0E., ERITROAHTH 3, QIROES, BEETH DT 3E&5360
%0.6)TH 50, FHLTV 3. UTOLHETHET A L5 TE B,

« S LTV =30X (1+0.6+0.36+0.216+ * + «)=30X {1+ 1 —-06)}=T5AMTH %, TBHMHDEE LTV OEK%E
SAEFIC LU THIAT 2 & FIHEBERERDICCTH LU ELB VS, BRENICERX T 22 To LTC X, SHOEE
D125fE, THAHTH B E VWS T EEZRLTW B,

(r6) EHBEOBFLIZ. BEALANLLAD. FARPY—ERDSIA VT v 7E3 KT EIE L >TEONE VF V-
REEBL, BIEND - BREYOFE 2 R +ED T AR, MRS EZAEROIEEV S, —FETVLAIE.
VFUV-FRZTDEDTH B (exbuzaword 1T & B),
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Z LT, Gronroos(1990)idEkE & L COBREFBE L VIR~ — 7 7 « v 7 OFEITER(Relati-
onship Marketing Implementation) D L BITICHEOCESRAE X, BB~ —4 51 V7 DE
TERE L TEHERER (e long-term customer focus)s FIHEERICNT 2595 M T (ma
king and keeping promises to customer)s ¥ —7 F 1 ¥ ZIEENTB OV TENEEE OTE A ANV
ling organization-wide personnel in marketing activities). ¥ —4 7 « ¥ ZIEHN O EIEH
®3%Z1T(implementing an customer-ledservice culture). % L THIFHBAR O IEHES K& OF|H(acq
uiring and using customer information)EE#R L T 5B &

Z D & 57 Gronroos DEITERIC>WTD LEGKKNICERS &, £\ NHABEI»AET K
BRI (2. BREIICBEFOBR & ORI, Fifel) THZE S BRMERF O 7o v icE < R %=
HET 5 EE2EWT 5, B2, FAHBREONET 2R & OKRK BT EBEE ORE
TRURVBERMEO D ICREEZRS LTVE T EE2EKT 2, F3ic, FABEELAIET 3 <
=TT 4 Y IIEEICB W TRERBOERLERIZEIRA 7 4 728 U RRE £ 0 FIHBE I
X9 BRI ISV — © R IR O EEHE R U HRIE O = — X1EE O 72 O EIHII /S HLD 1A 4 % FIK
T 5, Faic, FHBEOHNET 2~ —7 7 1 Y I7IEEFNTOMEERADORI TR, REBIPBKD
7L — LT BIRERICREEARL LTS, F3AHBRICHT 2 FEEK VR SHEEOR
BEEKRT 5,

B fR i E (relationship quality) & &4 — EXREFE2RE T 2 HLABEB I T 2 & b BIHAYQ
i, oOHBEMEEZERL, IRy — CREMESERICHT 3 EBEBESSETNTO
5, G H. REBSOLZEG, BRICHT 2R EOEKPKIOEEFRTH S T L2FAL.
BAfREED, EDXIBLRLVTHERSN TV A2V T—HLABERZ RV DD, S
SPREREN TV S,

BERALE (I BIR O BVEE 2 Bk d 2 &R SBRICE T 237 METH 5 L WA 5, BFRmWEI
SWVWTO—HLELERIRLEEELEOVHDOD, Crosby(1990) 12 EH & IRFeH RO EEROE
BABEREEEEHLTVWS, £ 7. Crosby et al.(1990) & Kumar et al.(1995)i3. BRLE %
Y — ERpFEICK VR BRI T 2 2uhiIEsBla & Uit L. Bl EAZIROTIERESR
ELTHEL T,

Crosby et al.(1990)id\ BERHYSTHURIL T ¥ — b o — R DFFHK O RefgeIAE BASHR D A HEM: % TR TE
T 25D EHCER LEEEOBRBEEETH « ME)Th 5 LWV H, o IFEMRREEICT T 5P
2B U CHE -PCeEHOMABREROEEZRAGRE L RE L. oL NBARREEZRES 52
L LT, REEOREMEEBEGAMBSETEICRE L TV 5, BEE LREEHOREKREERTR
=W E FVIIBEE —PocEM O RERRICEREZ MTTERE L TRO<XFR4>D L 5 ITin
LTWw3,

- <EFR4> BERSEE TV

BICRHIARSETTED RERAR BT
A
5 M #®

LI VO 3 > REEhRN:

&%} : Crosby, L. A., Evans, K.R. & Cowles, D., Relationship Quality in Services Selling:
An Interpersonal Influence Perspective, Journal of Marketing, Vol.54(July), pp.68-81

(87 Gronroos(1990), Relationship Approach to Marketing in Service Contexts: The Marketing and
Organizational Behavior Interface, Journal of Business Research,20, pp.3-11
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Lee(2001) i3/ NRERERIBIR < — 7 7 « v 7 ER %@ U EHEG 1 Fe M & RIHBIRIE M 1 BE
T HHETABERE, R IOHT 280, BEORR, #MaEBEBR~— 7« v/ EREL
TRRL. BfR~—7 7« v 7EEREEE. KEW. BACKXS Ui, 2L T, Bfk~—r 74 v
TEREBEFR~ =77 4 v EORERRPREREGR~Y — 7 7« v IBRRICRETEREE ST L 7.
Z DFER, BEERER TN TCOBRRPEREMOEFHLBEREAICEEEZRII L, BR~—7 7
4 VB RRENICOA—EEEROBBENLEZE LTHEN, £, Bg~—r 74 v JERE
LTERRLAEESERE., BAR~—r 7« v /BB kETERE L CHERTE 3 & 2 SHTHE

BN - Too IRD<XFK5>1F Lee(2001) D/NSEERERIBER~ — 7 7 « v 7 EZR E R ICEE 5
Hn%TWTﬁéo

<S> TR — 7 1 v S EREERICET 5 TS

- NHTBEE
F BB BB
- iR
- ESRREE
B EOEH
AT

 REHLG 48R 1
- RIEARAFRTE M

&Rl Lee(2001), [/NFEERERIBAR~—7 7« v 7 EIR & B ICBET % € 7V | Kyungsung Univ.

F /2, Sin et al.(2002) 3BFHED Y — E REEEWRICT, BEEZFLIC LY — E20EORHEK
R =77 4 v TIRROENRERE UTEE e, A, R, EME, 2= - v
vEERR LS otk BERMER. ROI Y | T EER, BENSHREREELFML 72, 2D
fER, HEHIR R EBEEMFCEENSEELRII L, BELMFL I a=r—vavid
IRFEHE R & ARMRRY SRR BRI RIS B A KT L, $o, HEMERTESERO A ICEELRIT
Licts, BRHEFEORRICREBEEBLERIS BV I LRI NI, <XHK6>1E Sin et al.(20
02R/R L7cBfR~ — 7 7 « v 78R OBRERICBET 2 €7V TH %,

(F£8) ROI (WEIZREK, HERSE, BENHR)EF, BELAERCH L TESNITROENEDETH D, T
o, AREREETH -dDTH S, DEOFEEPEE., REONBHL R 2EEE LT dOT, ¥
B RE - AR ELEATOEDLE S EHMT 5 2 OBEQIRE TS 5o '
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<EEE> B~ — 77 1 ¥ SHEEOMRERI T 57

HEL L Sin et al.(2002), The effect of relationship marketing orientation on business performance in

a service-oriented economy, Journal of Service Marketing,16(7),pp.656-676

3. BRv—5T574 VIDELBNEH

1) BOEOER

B~ —r 7 4 v/ ORLERIBEFRELELEHETH 2, 3. BRELRELEEHIIBER~—7
T4 VAKX E R0 IMBERHAINRITEIICEREELRT TIPS TH S, (Morgan &
Hunt, 1994), BABREE LR - b — &N 2 & ick - THREEE2T I LI
D, ¥—= b F —EHEICRINGERRAIN O D IERIREZHETE L0109 5, £/, B
HEHGERICH LEHAESZA 2 2 EICE>T— b F—DTEITE2BRA5Z25L951c9 5, L1
MoT, =+ F—LOEAREELEHVGEET AR, ~—Fr 71 VIV OEERLGFREIE S
TH ), BHRELRMES 2B EHELL S T30 RBWHRETH 5 (M-oorman,Zaltma
n & Deshpande,1992), 7c& Z1E. SRITEOHE| 2B L T, MWMELXEK RN XD KZViGE
EEZTBOICIEIRREL D —BELLE S ET B DL B, v—EXBMET - T4 v
BT Berry & Parasuraman(1991)0OfFZEIC & % &, BARIIHEAKEE LR I/EO NS E LT
AV

EEHEE T, HTEHOFEPHREE L 2NEET, JBBERICIOHTABEE 2R &
Th3EEFREL TWAE(Schurr & Julie,1985), T D & 5 BEMH I FHENSEZRO R THERE &
ITENAE LTRSS L H i b,

Berry & Parasuraman(199DIZEER & 2B OBERICB VW TEHOLEMAZFH Lz, %513,
BRI — ER2 = T 4 v 7 i, HEESHEEINC Y — E 2 AR BRICY — E R EBAT
5T ETRBEICHT IRBICEFELTVWE I EERR LI, BEEER LI ILT 5 ETREE
H ORI T 2 EHEMEHER SR 0 BN S EHIEEM O FHFEEL. BEEE, o I%)
@) LRERSREEDLES SND, £ LT, BHENTERIEREREE cEHEk oRR I
b0

FF9) HKEBW 77 ¥ FRA I v VEIRICBEY 2 —FE | TRAAREDITALE] 5645, MARFE, 2006551 H, 66~852—
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BIRARERICBVWTORHE -7 7 « v 7 ORI O L BRRICBET 2 IR AR EN
WWHHTE B3 A Y »w b2 -TWVW3, F+ Y RVEBBEL 722 < DN, #. B, 95
FEAALCEELHBELTVS, COXIBEHIENM F7EEZLFE USMHIIMEEETH, XK
RISATERTZ - 12 0 fERISIRIL CRAR EHERr « BRI 2 DICKREBEEREEERIcT L5103 5,

2) RTEHROER

FITEBOBRREEF 5 &, Blic, BERWHEERTH 5, BERITREE TEH & I3IE%EE2E
A BHDITE 1B (switching costs) D2 ETH B, Bfr~—4 7 1 v 7S EH cHBOKE
F. DEOBIRED " EHIR—NBEREERTZIETHY, KEBERERV ZEHBBREEZE > X
NI B ETH 5 (Heide & John,1988 ; Jackson,1985), < DI EFH IZEEE IS W ECHE H
2RO, BOVBIRMFICEEELRITT D TH 5, Dwyer,Schurr & Oh(198Nick % &, &L
LB BER AT 3 DIciRIic T > EFEL TV B,

2T, BRI TH B, TOBMRISE I — +F — L OBAREMIET A DI L b ORI E
BT 5, Webster(1992)ic & 2 & 21t DIRFEEE (SEAK I BV liE % 12k T % 2 581 D #fAA
TUTRINEBRLRVEVS, BEBSFOREED LA RIS VEEELZE S L1 D,
2R E D —BEE & OBIRERILT 270D TH 5, i, M. ISk, BEREST TR,
S ZEE D 0= b F =Tk L TRERRERE L —BEtd 5,

F3c, HEMETH 2, COoXEMEELIE. BEE/ N— M- —PEET 2MED LT, 24
DITE), BIE, BREFPEERLOPEETRHEVOD, BELOLEYTHEVDO», IELLODIEL
KIBVWODPITHT 2EETH S, CORGMEIEREELEHCESEHELRTFTEEROL
DTH %, Dwyer, Schurr & Oh(1987)id. LEMESBEAREELEHICHESE TS EFERL

BAT, 23322 —va V(EEHBE)THS, 23a=r—va Y REKEN—F—[HOD
B « BEOMENIERFEDO L TH D, 23a=r—Va VEIEHOIELTEIOERTH Y.
REMICRIERR 22 E IR BIBROLEE L L TEET S I B TX %S (Anderson & Narus,
1990),

KRS, METERNTHTH 5, BETRTEH & FHRARNGILTWE Y=+ — L OBIHREFT
LY - T/ Y=+ —EBARERERKL L5 &3 21ERITH D, (TED I & TH B, Williamson
(1975 B ERNIITENIC DV TRIBES 28> TBR T 2L TH 3 L EFE L oo HETRAT
BRERESICEENREELAEZ 2200, T2V THIIR Y — b F - NMEAEEZ, BRE
FICHHR AT EHEEL TV B Morgan & Hunt,1994),

3) WREILDER

BRAECOER L LT, $TELC, EHLBERWRENTH 2, AFAEIE. B/ °— FF =
EH /N~ b F - DRFERBEBFBCPBRELT 720, RUANIEELELERL TS Morgan & H
unt,1994), BMRELIREBRIICFEFR ICEEL XTI XE. FRIIFERELEEZEBL CRBIEEE
5z 5, BARWHtETERIE. H2/°— b F =T VARRICBEFR» SR H T &AM S 0 5 ATREHE
DT & TH 5 (Bluedorn, 1982), HEE 7z 2 BIRERE & BRI s O R @ 8\ & 5 E BBk (3 AH B8
EHBRARER O TH A I,

2T, MIIThH 5, MHBAT ORI SO O R SR 2B S ¥ 5 &RE %
Bid, Lich->T, HARBER~—/ 7T+ v /ORI ZEEI Y 2 EBELTERTH 5, £ LT,
KT ER G RANSITE S LET 5 2 &8 T X % (Frazier,1983), 1 RBEREEEEFHICE -
T HEMICHEELZT 2E—DFERTH 5,

Deutsch(1960) i3 N DA ICEFHOMNEEZITR/R L TH O, Pruit(1981)id. & LIEENEET
ZHEHI. BIDITATREROS 2L THETFTEIENTEXELER LK,

B, KIFMEKTH 5, BIRHEICIE. Hic. A—HE ERENEFET 5 (Dwyer,Schurr &
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Oh,1987) RIFHIERRIZ/ N — b+ — LRJEEZBR L, SBREBVEREZHIFT 2. DDEMKRTDH 5,
M IR TR VWERIGER LB UK SR EZ /09 2 & b b 505, BRSKIFIICHE
Ran 50, BRI ZBT 2 2 &Il 5, RIFRERRIZEE S HEOERIB L, MELHRTE
HLPRERIT 5 T LIt B LIk - T, KIFHERBBER~— 7 7« v/ CHEERZR LS Y
HEEIREEZHES X 51T % (Anderson & Narus,1990),

RIS, FHEEHTH 5, COREEME Z. EERE T 2EHROEPE. HALHEBORE
NETRFKICH LEEEZFR > ENTERWT 25T, BEERTEICB OV TAEERZ, /*— +F
—WEBREET 20T, ETHEL DIEMER -7, REOEREZTFHITELY, TEICEHE
ZHEi ORI B (Achrol & Stern,1988) Morgan & Hunt(1994)ic k 3 &, {E#Hd B/N— b +
—DEEREICHT 2 AMEERG. FHETEXI2EPEEEAFE > TV IRRICEDLT 5 L FIRL 7,

4. BRY—T 74 v BBOER

Berry & Parasuraman(1991)id. RIS O MR T 2 DB TE 2 EKE F VLT L
teo TORKEFNVIBREMBOLOD—7 7 4+ v/iEEE LT, MIBEIE, H2RIERS, 8
HIHERE D30 DERIE 232/~ L. T IR Y — E X DKMIC X 2BAREIEL EESBERMFFR E
LTEMLTWVWS, TIN5 OEGHNEHIKEEECBEICLDEST 2EET = — v DRE 2R
TELTVWE, T LT, BENES 423 EERNBEREMICHNT 2BE ML, AR/,
AULORRE S L 0¥iNd 2 EERL TV 5,

COREKEFVICOWTDLIBRE E, TFELC, MKEIRTH 2, T DMHEEIRIZ. £ D
EEXBE T AR ICHBENEREZIRR L. BCHEI L BRI MRElS 2 28K CTh 5, HLZE
EDPRTNVE, LU I A SO LS RRITEREER L 2K —v 7 5 TOHHBREERHE L
CRIHT 2B MR EIS | 21RHt ¢ 2 70 /5 4 TH B, 2L DALEIIT DX S BEFEEEBED
BEREOIDODHMEEG 2R L, Mg v v 7 40 7E2RHL TV 5,

ZL DAETID LD BMREIEE —BINCEVAERE LTRET LY. BN RizE4E
BILOH LT NENPETH D, L, MEREE LS Lic (., BathBFOREMIcEID 2 Y v b8
TR B LT, BREEERHMICEIMET 22 L@ TERVWEVLSI T2 Y » b b H B,

BT, HWEIRTH 5, HSWEIRIE. HESREBEGREB U T -7 v ¥ — LTHBEDPE
BB AHE T 5 L ThH %, ¥ — ERFEROMAINGE = — X &b THE L(customizati-
o)L, ¥ =% v ¥ —RBEREEEMULEOHS EZEFHT 2 HEEZFEV. ThEBLTT—47 v ¥
— LRI EBEMER SN S X 21215 5,

IR & ORAROS BRI R I B A0 LR, R E OGRS EBEIA TV BIE L,
MBRRNE LD I EBRP -, TR BREERNEENS L DBOBEFNEZFEL, THLE
F, febkd. T L THMBERbECEN I EE2EKT 5,

K& LT, R EDELORRE D, BRHEOBRIC & » THE MM Ot Hm I EE N

BbH b, FlAE, AR—v s 57, TN7E, BERBESECEEOHEAEERANTHONSE Y —
ERBRESFEAET B LI D, EPHNICAR—r 7 5 7 CEET 5 A4 It EEBIREZR L
i1y, MFEBAROKERIE S ORBFROAB ST, HOoVNEHTERAE -y 5 7L OBEK
THHELE LT 5,

H3IT, WENEE TH 5, HERTER ISR & DM O Mg & O SHIEIR DAL ic, X D&
73T & BEE D B » T, BAEMBEBLBRS BT E B VEIRTH 5, WBERMRIE. - EX4R
HEBIPERIC I VAN b Ny — e X 2R L, HEthE S BEIba ey — e x @t x5
LEHERT HIETRIHT 22 ENTE B,

B, BEERMIGREERIETH 5, REILLIESDOY - EXTHYFHED = — X457ZL2ICHK
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REED, y—ERRPEREND T LBRETHA S, —EIK, ¥ —EREWVS ORBEDE
EhoiTbhd DT, KEERLLD, AHLIKCVWEDREH S, 2 LT, 8RR ERBELIHBET
HBEF—ERF, RODPOLPDETIERELVWCETH B, FALDOL I TVBHEET S E, HE
BRY-ERBHELZEZILIRVF v YR AR ZOH —EXZFHLBZ VWL D IC#D 5,
BRI EAREIE IR AL « MR T 2 DI HMENIR I L TH B,

Albrecht & Zemke(1985)DHFFEIC L B &, +— ERICRBERIEZ LU 3B DT TERICHAE IR
MARET 2R L » 7124%Ic T ', B 06% I A& EIcHEE . 10295 kA
ANEEEAD E VI FERN T, - EAKRBOPBEBEPEENBOGICEGASEELERT 5 &,
ShERM S BERBREE SR MEFRIRICB VW TS OO TEERERTH 5 T L1095, HENE
BREES TE R VHBEIBFEOBHROA 159, ¥ — ERKKICL D BTEEE bkH T & 5 10k
Ricis s,

5. BREMECER

EE (oyalty) E VORI d & EHSLEENTHEL LTELSHVWONTE A, = —
F7a v B TEBEEVWHIBEPER S NG 20, BERHE (brand loyality) & W 5 #
AVBELTPETH S, v—EXDETOY—47 7+ ¥V EBIROBLRBEEEREELESD 5 &
THEBEEMBRARKBICHEMS B LICHE ®0 , o, ¥y—ER2—FF 4 v/ iCET
5 BFEOMHE S FHBEE ORI & » FFBREOEENS L VRN T, BENKRIEETH 2TiHLEE
REDBWREIEETH 2R EHESLFEMNR &R NH 5 T & 2R L TW 5 (Desouza,l
992 ; Reichheld & Sasser,1990 ; Jones & Sasser,1995)

AR & d. b AEER0ES I 2 IERE (R ORRE & BE GHH) U 7 BERUE &) i<
TARAIFERNREE TR EERITONSE, T, BEMICEERFE (brand lovalty)s 5
L (vendor loyalty)s ¥ — E R HIKE (service loyalty). % U TIE&IEHE (store loyalty)
KT AT ENTE R @Y

FAR BB 250, Fio, PR & EHRRE ICET R arnTIThN TE
72o Oliver(1993)ic & 5 & BEMEFRE & (3BT I 285, @3 -T2 HBECEE
WIEA D LT HHEVIBAIRET, itk & A SEEE#(brand switching)& /12 & ipb 577
Bl —EEOKEBECE—FGEHOAL2BE L LS T A @ERAEZET @2 , Zhickbh, BEEHR
FHE (customer loyalty)id. BAREEEINE. T3 Y —EXh 5, INEARMtIT 230ET THRK
FHEE A RE 2 2 & TRERREOMS AR L S s LTH S,

FEEREDOERICET 2MEAE > TRZ &, TENT Yo —F HEIC X 5ER. BENT 7
O—-FHRECLLER, TLTHT 7o —FHEELRE LICERDIDICDIT B T LB TE 5(Dick
& Basu,1994;Jacoby & Chestnut,1978 et al), 9\ TEINT Yo —FHkic kb &, BRE
WEI, FEY — ERORMEF KT 2 —EHRICEE NS IENICBE T 2RI L EERT 5 2 &0
T3, COFFELIEREBREIREBETEHE L COBELRE, BEHE. = L TNEBE
THETHET 2 ENTE S, RE BENT 7o —FHECES &, BEREERE SBEEEL
(customer preference). F 72 ITDIEAIERAE LTRSS, BEY — E 2 RBM{F G 22N
BELLTCRAT. BEEX. IULLIROBERREM S L THIET 2 2 &M TX 5,

(8¥10)Reichheld, F. F.(1996),Learning from Customer Defections, Havard Business Review, T4(March-April),pp.56-69

(Z11)Dick, A. S. & Kunal B.(1994), Customer Loyalty:Toward and Integrated Conceptual Framework, Journal of
Academy of Marketing Science, 22(Spring), pp.99-113

(£ 12)Oliver, R. L.(1993), Cognitive, Affective and Attribute Bases of the Satisfaction Response, Journal of
Consumer Research, 20(December), pp.418-430
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B R B RS O ERSMERE S LT, BESRIEICOI > T OAEDR mPY —EX
ZHEE L, fBACHEL., 7L I 7 aM& 2205 &L L TBHN 5, Backman & Crompton(l
PDIREFEICHT 220D LN, THbE, LENESSITHN—EHE L THES L L 205,
DEPEE IEENCOET 22580 — KRS ORRE & LT, TEN—BREE500d 2 ME
& LU TEHMf L 720 Dick & Basu(1994) & Macintosh & Lockshin(1997)DWFZE (3 BEZ BHkE O A
ZIRFEX - T4 V7 ERICKGETHOMLL, LS HECEREGDLE TV 5,
Fournier & Yao(1997) i3 BAK EHE OMES L2 LER, £ L THEERER LD LICEET S
ZREBAEEROBEE LT L 7,

DI EDOMHIERR R % 5 A T, BAREHE 2 GCENSAImEm & THNSMme LTEE L, BEERK
B R EHITEHICX T2 E08TE 5, TUubb, BREEFREEER . AR LI
CHIE LTV AR E LT, FIAAEOREAL MR 2 ke, HiBER IO 27KE, Mg i
B s EEOKE, FIHASEICHT 2HEREOKE, 2 L CHEBEE LTOBEERFLLS &
T AHKEE T, BREHEEERE L Tid. BESITEIICER L L 5 L3 5 RET, FRAMED
PEimfiig o5& B & B8 b ST HAR L. M ic e EE L. P AeEEZTER L,
Z L CHIIC S eEETFH L LS £95 2 L 2EKT %,

. CRM RU% DES:EREE
1. CRM OEiFE S

21He 22 REMOBEFOML, BERILA~AOEL, BEMEOE/|, 1 v I —% v FDF
B EERERITORESAEREREOZ(Loh T, CRM OLEEMZBH S, CRM 258
IHB LS 5T,

2T, DLEHELL CRM OBEEREEE-TRS L, Blit, bEOR—F T4 v JIXKT 3
B IR ERBEOA LI > TREIIICE L L, = —F 7 4 v 7icdd 2 OB ZRIB L T
2o Tb B, 19T0FEROREEERRICE., BEEIOTT ABELE =—XBZEEB LS - cbs,
BAED & 5 I hEMOBFH o THENPFELERT 2 X512, HEEDORL & X 08k
td 3 ETHRERIFEBEICHTIHF LY =7 4 Y IKBELERE > I -T, TOEIK
B L b Mass Marketing 2150t~ —4 7 + ¥ 7 (Segmentation Marketing). B <
— /7 4 7' (Niche Marketing)D & 5 i~ —r 57+ V7 HADBBET 5L H L -7,

AT, AT, PERIEHEUBE = - X0 HELL TV S, BEED = — X 3E5EHNT
BHEEIC 30, BORTOENNBY —EXE2BRLTVWE, TOXDICELT 2EED = — X
B L. R E ORIFHISBEGREMRE L, BULRERE Y - EX0EIULEE L TRIICAEDH
FHBA R L. FHEEOHR - BFHEEOHRPEEICLBVTRAROIGME b/ o9 I &%
BT 5L b CRM 0BG 2 RE S ¥ 2 ERICL - 7o,

FIT, A vy —F v P OHBEEIIBHREMORERI CRM BEOfiE - LTEAT LI -
too IT OFE I, FEBER WS 2 MEORTEZAEEIC L, TO XD SR EAEOBREEIC
X9 B IEROEESERE OGS VEREZES - ML, MEZERSE 2N HEOREEZT]
fic Le @9

(13) Meta Group(1998), The seven deadly sins of CRM Implementation, META Group Report
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2. CRM DESE &5

Gartner Group ¥ CRM(Customer Relationship Management ; BAREIMREE) & %2, #HH
BROER. BHEBEEOHER CBEEMEOMA LI X D IGREEREKILT 2HET o R, Fic
BBEEOLEHO I a=r—vay « 70X THB ® LEHSTTVWE, THbL, &
NITER 25k BEIR, S, RERUHERT 22670 e X 2aEd 52 L 28K L, CRM V
Ja—vaViZCRM 7o+ 20EHE, 7 7o —-FEMHE, EREIMEET 227 0t BEHKEE
ZHATVWD, EVHEZNIE CRM iE. BEOMELBERE P SRHishE VWS —FF 4 VI3
554 LCEDE, BIFEOBBEEROME « BEP L Ic X 0 ERIICINEHEZE LI 5 10D D
BTdh 2,

Bio, PV NVEREHOKEIT2E®BET 2 e~ EVXRBE T CHEESE I 2=y — v
a vV, OMEHZEZRET ALV ETHAL, KL OIS BROLBHMEREICERT 5
BRIBIMME Y A7 L% BE L, BEREOMNLE = - XoitiE - ERAEMEEBALT 2 & T
BEFIEOR EEZRA S & LTV 5,

Lichs-> T, BARBIREE & BB EEICWENRTERTH 2EM1 v 75, v 27 o6k, =
EHK, BEX T o v x| ABOEERES. R LTS ICEET 2 HEBRE LA TOIICERE «
& L. BEEE) (customer interaction)2WET 2 & THEEORANLEREEEL CEOR
ERRZA L2700 LVEELARTH 5, 37805, BRIEHRE G EFROMETEH T
KBERMED R, BEEROZNNEHR, 2 la=r—va v RUe—YNVF7 c Z@LT 5 &
TR ENEORFIEZEKFICERT MDD TEERERKETH S VI X I,

CRM EARAEEDOLZER b > THEBEGREEE - Mt LBEEOIZEE 25w L5 T 55
AEEEZFRL. RO &5 TR ER > TV 5,

FBlic, EEERNTH 5,

2T, BRAESMKIC O EEBEREEE - b s e RO EERT %,

o, [EBEEE QLRI D I » THG | ZHERF - MRS E B LTH B,
oL IT 28I L e RN S IRE O S RNTE A2 EK T 5,

3. CRCMORR7O+EX

CRM D EBERE DB I T 2BALOE LA R 5 < & THEERRRIC L 52 ([RFRT, 19704
RORKEBEEKBROLE T, BREEET L2 TRIGEEEZEPCTOIBROH 5 2 & 2205 L.
AR NORALER DL S Ic o1, TOLIHBET, LEICL3BRPIGEEEMEE 2
1D OEHEIE. Mass Marketing ®® | Z @1 Direct Marketing. Target Marketing ® & 9 7
=74 v I HRCENT BL I 5T,

GE1d) ARBE MR R 7 AL 3 LEREEE | OMRET - BEEMILE ToRTEICH 5] Algkit. 20054E3A.
1356~137~<¢— v

(8£15) http://www.gartner.com/

(fF16) RE~=—V 74 v/ ERRBEECESVWTYR AT 1 TAEH Ll:ﬁf%éﬁ’i@z:‘%ﬁgﬁ%ﬁ%ll\ REAEEILH
EESR =TT 4 VIEBOI LRV,
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<Ex7> BEEEHGFEORARNE{LERE
" H fR 5% Cc s DBM CRM eCRM
7 FH IR A 197054 19804, 199051 19904 B 1990 B FLIE
v=47 4 v 75| Mass Marketing | Direct Marketing | Target Marketing | One to One Marketing | One to One Marketing
_ TEHHBEE | EROEEE | @Ml S8 | gEEryoY— & | BEEIRYY— b > —
SEARES |
R snEmEE | F-
RTM5 T — | CSIAIE, — g —7bE | ERBEE LN | EREE L) T vy
AR & OBEfR | AHIHLES FHIBER NERE O | noEREE 1 &
— A HIBA %
BiiEEsE | BELRSEY | ITENF — & | &2EE WHREEBEES v
R EHE —EX ¥ —%wv bAEEHL

fo R E R

&¥l : Kang, E.S.(2004)

Direct Marketing HHEREBE R = KIBICHRK L. T OFEEHEEE ELT 28T, B
EDF v 2V ELDMMMEL, BEEORBGRE—HUGEGIBR TR, BRNE I a7 —
va vERE LTHIEL T3, K. Target Marketing (3fma =ML L, ML L 2B RO
BEEEET v — 74 YITEEIRIECTH B, T TEELSHAIZ. -7 v b BESERDZEL
bR, BROEMLEE KT 2 E WS T ETH B,

One to One Marketing 3% AZTIGOH LB E L TCT7 70 —-F 9T A5 ET, v—4F 7
4 VT ORNE, EARBBERNEAREREZBINNKEBE T 2l E < T £ & 5 WIR{EE
BB T B RSB WA ZHLMICTE 3L DT, IR T — & ZIERAICHHT « L - EEY
BT ETHB, BEOREE Y =7y ML= —F7 754 v I REDHMEENEANCESEED
HBEIICH - ET, INABBRT L7200 ER bMREMICELL T& /i,

1990FERZFE. VbW 520:8058] @ 1C L 2 BEBEREESLEORR EAFICEHEEES KR
F4 LD, One to One Marketing PSS FER X NIED T/, TDXH I vy 7 ML
BERNBLORESEH(LDOHDD ERP OIS L GbETHEY - XAOHBERTH 2R NLE
BREEEBDOR ¥ — F OERMED SHRES NUIED . BN SEEBIROERD 1D O FENBEITTS

DIaM T,

D& IEETINOERB LI, BRIEA v —% v F OILHIZ eCRM VS H L VK
AEFESE, CNREFEIGItEDAK LT, BBEOLEMEm T, 1 v 7 —% v P EET
A=WEVIZBRINILT v+ FVEBUT, JDEZLOBRBEREIETE S LEEEKT %,
Hic, eCRM 314 v % —% v b %@L T Web Data Warehouse ®® Ic o N - FER#E T — ¥
% Web Datamining THOEaN 3 S5 THED CRM & 3ELAMEE L TEET L EBTES

(EELT)

20 : 80ELHINZFI1004ERIZ 1 & U 7 OFFKH¥E Vilfredo Pareto(1848~1923)ic L D ¥ TRRE I iz T L TLIE Y

v— b ol ot — b~ OFRE, 20/80R SNBENORE, REHOREBEEHE C DEKFITHREINTS 2, £
DB, N—N— FRFEDEESHE George K.Zipf H1949F H/NE ) D E:H(Principle of Least Effort): %% 4 %
CLRE - T OENEEILIEE LD » 1, Zipf ok NiZ AL Y. BRI, B AEi s Rz E o8 %
B/MEd 3 X3 ICTBET AEANRS - T, KEERED0~30%1cEY T 2852 OBEOHRE RN EHDT0~8
0%%&B LZET 505 E 0S5, 20 80EAID D ERE X REDOHAE TH 5 KE T~ ¥ =7 D Joseph Moses
Juran BT 5N B, MIT19505EH S 1990FEMICHE & /o BEEFEH OHRMWEREE- AT, BS/YL—+OD
A, KR O% O ERIRule of the Vital Few) & NI R AL SMRORELED ZDICAKELFSL

26

(3:18)Data Warehouse & 3 XF@ED . 5 (Data) OAE (Warehouse) DI & TH b, T, INEEDRTEF— 5%
BEOBERE. 21V Yy PO~ FORHAREED L S Io, BRIICEEINILREDERF— s D L2ETH
EWEV, T—FIR—P, BHOT 7V r—vVa vy 7 b2 —F -tk ->-THEINBEF- 5 0EELVIA
WEETHEbN B—F. Data Warehouse & Data Mining OWE E L TMNERMN TSN 5,
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4, e—2—=5T4V7

SHL AV —Fy PEYVRREWVWD HELEFHIGIEC) ®9 ( Fcide —EVERREVD
HEMEHSINTW3, Internet Business S i3FIC, 41 V4 —%» bA2BULTE YR 2 2ZFE{TY
BHE%RET. TROE, AV —%y FEFHALCESHREEROBRIRTY - X 2RBE L, Z
NIC T 5REEZZT 5T NCORGITAZIET, LIcdi->T, H2TAB, 1 V¥ —% v bEY
FRALBT DRI RESCRD2OOERETH RSB AERETH B, BT, TNTOA ¥ ¥ —*
y PEVRXZBBBCMECOH 2 b0 0%, 41 V¥ —%y bEABUTRETEEL TRELE
Vo BE2IT, TNTDA Y5 =%y bEVXIBZORMAE, 1 ¥ 5 —% v b EBLUTHESNS
NETH 5o |

[\ Electronic Commerce. % 7zid Electronic Business 34 ¥ ¥ —% v N 2 &L T NTO
BFHNFREAVAIEGITATEWT 5, THhbL, SLHEFR VR T 4, BEHT Y 7 VIREBE.
XEER TV, F4 X 78R ® E2E5U5E%ET, T BTFHNFRONARIEEE -7
T4 vy OWTRL BEE. EXL AR, l, BREE, BRY - A, EEEEETRTOM
KEE L FERREEC,

e— =T 4 v IElE. e EVRRADIHDDT—FF 4 VI T, DELEC YR ZDOTEI e—
EVRRERNNCEITT 00D TRCOR—F 7 4 VIIEEFEEREWRT 2, ¢HhbbBE, xv b7
—J TCEP->TVWBEIAVEa—90B1M vy —% v b ECEACHBHEAEROERT 2 HHEZFE &
WE7c0D~Y—r7 4 Y IIEEEERTSILTH %,

AV —=%y b<v—4F 4 7 (Internet Marketing)& 134 v &% — % » b & ZEER & PER
OEBHED/ILODDF v+ 2 NVELTHWEY =T 4 v I DI ETHD, THbE, A V¥ =%y
=TT v e, B FRREBENSREEBEDO = - X2 REEI LI ENTE 55
LY —ERERMT B DI vy — %y D EBEU B MR BRERCTREORETER % %T
TEHEIEEVNS, FH A VI —F v b= T4 v7Eld, IV E2—9D Ry b T — T TEDN
STWVWBEA vy —%y b ETEAPHBOSHARO WA RES I DT —7 7 4 VI TEH %
EET3ETHBEV B,

AV =Ry b= T4 VI OERHEEEEHE - TR S E. TFFELT, BRI, ZHE0
IEHIRM: Sl Th 5, TNIE, 24B5fE365H. 2R 20 RICET &Y — EX DR HIEE T,
WIREER OGRS VWRBTF + R VEEHT A LN TEXLIETH 5,

BT, EDO~—/ T4 VI ERBRELZLVANVDOERE - 71 Y IEHEBET A &N
TX 2, PlIZIE. A vy —2w bAFHET AL ICH AL, BEA%E, AR, 7 L iS04
ICHBEIIFROBBIINEIC L O BB URER, TR ERENET A ENTEL, Thi
FDAVE =%y VEEEREFH USRI ETL TSI ENTE 5,

(3¥19) EFMEHLS(Electronic Commerce) & W5 FHE R, 1989FKEE T2 — L v R ) /NE — 7IFSEET(LLNL: Lawrence
Livermore National Laboratory)dSKEFRED 7 0 P = 7 + &7 ARHCHID TEA SN, 1993 KEERETF OB
B -FES0s5 5 TCIOFEARIR LI & T b s b 7z, BFEIGIOEERS 1T 5T 254, [EFELBRICHT
LT EMTED, LEOBTEIGEIEE, 1 v 5 —% v bBERSNALEID OHEEL TE /< EDI & CALS KUY A /35—
'YX X(Cyber Business)y /i1 ¥ ¥ —% v b EVXRZEIDOWESETRTEV DL L TERS N, ROETRH
BElE R, ¥4 N—EVRROBEMYINCHET D E LTHV STV S,

(#20) o4\ T+t 27 (KIOSK)] &, BRPARDFEED & 5 BEEEEO L2V D, Fio, F4RIHERE . #EEF
EINAIEREREIE T, B, RERFFCIR. 2V e VAR N TTOF 4 v P TFHONESTOB#F = v 7 [ ¥
Y — ERECRIEMEA LTV B,

(#:21) Internet i3 International & Network OEAHEEDIEET, 2MRICEAEL TV B % v b7 =7 THbLTEESE
#A(LAN ; Local Area Network)®LHEEREIBEEM(WAN ; Wide Area Network)ZtHHEEESH3 Z & TRERE
BE, EVHINZAHRO I v Y2 — yAHEEMET 2 0V P o — yBEA RIS ZNEIETH 2, & TEIKIC
EEBEERS L, 1970ERE TIREFHNOBERE UTER. 1980FERICA b « BIeENE E LTHEREIEK, 1
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