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A C

RETAIAR (marketer) EETFE ?ﬁmﬁﬁ L EER
ﬁ%i%%ﬁﬂAPEEmﬁﬁﬁmﬁﬁﬁﬁﬁkﬁ 2R EHR R
W SEBER s WIRERELER  OBRE LR ﬁmqm&w
&ﬁ:m&ﬁ*%ﬁ%%&%%%;@?ﬁﬁkﬁ%ﬁﬁﬁ%&%%”
WRER ik LREAAGHE  BERWE  AlgiRE -

BERPR  EUMNETAREE  THREEFERIEEDA
Biks#% o THODERBERF LA - RAEERK B &5
REHE R > ASSTEHRERE DI BERKE o

HE=ZHREZH A UBEEE :

)_4

. BRETSEEE ~ T~ RIFEMSBIFR o
 EE—SHRASEENENEE MEm&%ﬁEﬁiﬁ
 EREN Enuéﬁ”’@@ HREERTR ~ THEBY
RETHEOE o ‘

. WERAS DEREE -ZR—BHRENE MG » B85
BRAGF &

4. BMRA > LERKEBEEATHRERERREESES -

5]

W

BRIEZSh » SBIESREAGORR » BEFANE

1. ¥E#m (managerial orientation) o HMENERNTH
ETEATRANHERED  2ERERYEERRER Y
HEAE  FEEOEERE

2. ¥ HR (analytical approach) » ABBERRAE
BED o KSHERBIFBBRGTRME » HRHEE
RHUSBEVE  UEARAEEENGEZITNT



2 Axe =B

3. (REE XTIV (reliance on basic disiciplines) o Xl
KRG ARERE  TRNE  ANEHELYMN - BIXER
KRERFTETERBEMNERZEATRARES - TRM
SBRHAAALEREBOBETRVERZEXESREE -
BB IR (4 B A — (O ] I M B ) 2 B £ RO TR R B o

4. #BWER (universal approach) c AWMBPREB/BES
BRRAHRE - BHAOEE - THAOERESE T R HBRAR

. ETHH  BEILRARY LR  ALFRKAH » FFEFE

REMEAH > WHEUERER

IHNRBARTFRIKOBBRIEE 2 — o TRMELH
BBLE . 9 RMB—EONE . LEEBIHEEENAL
TR AR R RRR A FRHERR LGS AR -
WRZZH W o [THRIMBDEEN LB - FEHURE - BEW
CERGRES RROEK > MEFRONR TN o AT R
DERGRESFARKRE » ELERBAL ZBAXN « AKERS
i:on N | '

FRERERNBE - M—BORRT RS TS 2L >
BB RIS A ITE A R RT AR A S AR SR -
ZERHR H RN B M BRHEEROTATEWEM c BEUTH R
RRAERERMBHNELESHRE - REDRRRFBTHES
R IEEZENOWE > BREASZ - HABHBEAMOETERE
R WRRE - REH - HLEORATSONARBRENEAR
B RIAIE o AR BT RS ITRIEN TR IBERENAT o

Philip Kotler '
Northwestern University
Evanston, Illinois.
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M- SRARHHOTERES 1
P—% FHEEGuFRYTS

HRTHNDETTES  LERETEILR—NK
HITHRE e ' RITHIBRDABNRZ > FEIRAERE
FIBER  THAIREEAER -

—-—Peter Drucker

BASURE S S R ARRES NGRS - T8
HIRE BEESFAT -BBEREE  TIEABOLEE - THORBE
— R BRI R LT S RECHER A SREREMBE » BER
B—MEREAKONEE - EHERRET I AARAF (genNal
electric) » ¥ E (A (procter & gamble) » FHERT (sears)
BRI BMBREDFENER o KR ZKDLETREMEERAHE
RITHENHERZR W AASNEREE  EEFARL . 95K
KBS REDNRBASKAR  HTHAVRREGMREREMRA
Fiik o AR RK LR THE R LIS R B A 53 BE R b )
FREREL R M3 R EREH S LEABERS - R ERERE
PALATAZ » AT AT MNAE - BELRER KB naMET TR
SRR Y LB R -

C BATSHBRIERARFEDN  RASHH—HELARRFE
- BHNEFN - F-HRBERA ENREs— c KNEpy TR
L0505 (simple barter) B§ft + BB KH Y (money economy)
R TS BHFERAHEZHETH R (Complex marketing system )

' EETREMBEL RSN TR RERREAGHE - HERA RN
HBRFHEMBSEHAMHE  BEFER  —EI -+l B
BIEA®EE o

FREEHERRERRREAaTAS UANRR » EXBAS



2T AR
BRREKHS% » EHEXRRAAMRRTARED

HERPTRRREERCRKMBERARR K RHRLENE
PN SEBERARERANEN  FRMESTEH—EHR
RXHNER YABEESENSEFNBERBEFS R (
itl)

RENRTAEHBRD - EEQ%&E&E*$%§¥°
EEAﬁﬂﬁma%&%E?ﬁEHﬂﬁi Pl ﬁ%%ﬁﬁ
' ERIMEANBE I RERANES

R AN TONEL A0 MR B -

EBEATER  FRATERRERDLEEREE - RIMY
% ~ MW - BIRHSSAF AR - RFADAS ABBRLERER
RSB E L HARRIYEDARERFIRE RS
ORI - ﬁ&ﬁﬁﬁﬂmgﬁﬁﬁﬁiaﬁ#iﬁﬁwo(u
3)
H&ﬁ~@k%ﬁ%—ﬁﬁ%§@?ﬁfﬁﬁ%ﬁw'ﬁi
REBR » ARZMEBA T —DREEFERFZERRERG T
EEBHRTE - BMBOEEYE LEIEL2THE - BER
FEERPNERHE L S EARMRERBRFNER HEE
| WETFRTMELES A3 - E0 ~ BT - RE SRR
SFHZTHIAERE . _21)

(3 1) Wiiliam J. Stanton, Fundamentals of Marketing (New York:
Mc Graw-Hill Book Company, 1964) , pp;4—5.

(11-22) Sir Winston Churchill. :

(2£3) Richard N. Farmer, Would You Want Your Daughter ta
Marry 2 Marketing Man?” ]ournal of Marketing, January
1967, . 1}

i 1:4) Sterling Hayden, Wanderer (New York: Alfrer A Knopf,

1963?

]
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B—F TATENERRER 3

HRARFNBANETBRMGEE - RRHFHROBN 8
AERMIE—-ENFTEAY - BEM EIRRTHRE - TRATE
BiEY - HETESRBENEETE -

& (Marketins)
BHARRZBEHBIAANESES

THERAZER  @REY - —dERNEESY - 25
AR FRES - BRVENEEDA - —EHEEONER -
EEGNERF - BBOEN - XBRSBEREENEF - ’Y
#PHEF RYTERSB - Brl - 3B BPTHRAY A% -
SERFEWER > LRHEHESE « (G25)

FiBEERHREREN » EYAHF ) FBRFIERE—EH
ERABERERTRZEBBENT £ RMANERE !

THERHXHRFEBR LT RERACZHALES o

AFRBEAZY (Human needs ar. wants)

AT ERBYRABRRRRSE  ABTERD ~ EX
K~ KRUREER L RESRF o Brutini st - APIBRERSE s SiF LK
HERBARNGCE-HMNNE - INOEFRYEITF 1 RIUREF -

ERE BRARNBENSS EAERERERD - LI
BRE E—FPRBARTATLABERE  ZEATHLEH ALK
F+ESRES  BAREEREESE T =T=0kE » BEETH
RERENHEREEATER - EEERENRYTRY » SZ8L
FYHRANTR » f0— BAET ML R = LT BRARTE o L

(3:5) Marketing Staff of the Ohio State University, “A Statement
of Mailketing Philosophy,” Journal of Marketing, January
1965, p.d3.



4 T A & &
ERVEHBENTEMS @ EIER—FZEBRAHEH -
%R (Products)

ABRRERZRENFEERTEMBS  RAHESHEES

ERFERREBRESENRLEAo

FEHA-BARRRRRE  EERRELESFTELURER
FREERENRE - BZRBTEA—EOEASDHRA— L&
THEGE EAREREMZANE Y EREMNKE » BEHYH
BIER ERNAACEE FRCHERERENEKE .

AEABRMAHNERNBRENYEFTIRRERY  —BEER
FIMRBENRCHEZ8NRYE > HHYHEEEEREZEREY
BIjR e —REEZER A M AN AL MERRELEZEOH
¥RTZBBHFENET RS MEAKELBENIL - ES
R ERMRMBHI LR -

EFTHE BROURE > FEIEBRETENTY - RERBRES
o HliE I A BT ERBLREE c HRETETEAMRESH » REE
BRNERSBHPEARA—EE  ERXRSESPBEEH—BMLD
 ERFBIPIFR - B REOBMRBEERTERE W
o MRE RELFARABAER > RFITLA "AR” (resource
) B "R (offering) WAFIKRMAEY - MAEEAFRANEA
HREN K LE®Y o

%% (Exchange)

ABERERNEY B AEBRE B TNERN SR > HEHE
SRLTH > ERTFTLUERIL SHBE - EARRELREIARK
MEMFNRERBCENRFBZRTS » THEFE » THRER
ARBBESHEUREFENUERER S — o



B -B THEEHEEETSR 5

H-ERRHELHEESR (self-production) » —ERERIA
HEBHHNEACHSDIRITE B REKRRKFERVE - 1T
EMRMALHER  £3EHET THNBREITEE -

MR E R 508 (coercion) i H HUERY A BB LRI 48 fi ABRIR
RYHGRE > CERACEERTTIREBGERANALERMBER -

FZEWERFMLE R (suppliication ) o FHBMABELRE
A BBk %_.dﬁ% o BRTREZS TR LR EY o

HLEREN RIS (exchange) o EYERMI AREE L RDH
H A Pl 1<:“ BHERHRY « TR OEH « —8F & AN
RYB HH LRGN LR -

BHEPRGE OB s AR RESMRASNEREE
mgna » TR B

1 *WW@¢

2 FHEEG AN -EREHAENED o
3, F-- PR e H AR o

4. H-HEEEHHEEETNIERB PRI

WMREERETS  BWHLRWNTEE  THEEBEE » Bieh ¥
J%ﬁ%{a&ﬁ%‘% LGS ERMEZS ZHBRER (HESTIT

ZE ME - REVELREEELEFHER  FEUHH
ﬁ&%q% ’M#“Wﬁ@?W¢EW§ﬁo

?ﬁ@ \/'farke ;
LR R oy R B S - RITRTENEEL



6 78 ® B .

TEATHEBLBS -BRE-EFXRT=EHRME—BE
BAREA R o ARG BT RS - MER | REH AR BEBRY
HRAOENR? MRELPE-BABRR  ROATRE—EHBFE
HBZANEEETTS - ERHERTER--HEH > HAMHEAR
Ao HEHERE - BHHRES ARBE » HRREREX
HRHRER | (UNERFRE; QEEREFATHREREANBA
B o

ERAXHHAEE BATE “H8” 247 RERAMER
ARRERERVARA AR BCENREAFEBRE - THER
SHBR “WEHH” (need market) PFIT , BEHPHFE B
APMBERRME - SRELBEREESE - BB L “ERHH”
WET » BHBRBATEERBE "BT HXET RTMLE
# o AXERM $(demographic market) MIFIF & “HEHH™ (
youth market) o FETHBARFERAHTIERM  BHE K
EZE~BUBRELRIBERDHOBRAEIT AL ERE - BN E
M4 (geographic market) PIAIFREETY o EENHRERR
R EAEEN ROARE TERZ BB TIREE .8

HREAP T —ERBLHBTE  YADARELS » KBREZA
BTXREE ) ERERB(voter market) 47 JLEABRIT B &
HoREBTRHRUERROHE » EXETHBERUEBY; ~EL2
RCBHERURBESTENARBEE (publicity) » FRET
KR BEF B (mass-media market) o— EIEY 1 K ERIHERE
BE LB M e 8 , FRE TR T (donor market)o

788 (Marketing)

THARSREE ANFETRBEE - THERR HTRARMNL
fE» REAEXSIRTREARTERBEZNTELZS © FroRME
ATHNEE BHXHEFSEMERERCEZMARED -



H—& TABENERREER 7
F7$4WE (Marketing Management)

RRBRETEMEET  BACHE T ARG HERRUTSS
RHOBE  BEL > 4MFARE—-AELTNET s BANEE - &
BERBLTHBE LEBEL S BEL—ATHPR3IER -
REREEDES  REFEA—AHBFERRE - REAHER
SRRAMBNES  SRAGBUAHYRENERTE - 6858
#, MBERRCABRNTS  TREBARBROTHE

EES -W@AMEXSHEE  FRICHEEREA GELESE
BB R T AR  THTEEELT - ANNTRATEHERE
BE

TMTREERTHRAMRAR  FRXEIRTBPRERZ
REMAET Zat B 28~ 3l @7 - BHSIIF- EHEE
BEERE ERTR2RENTERRG ZABFH RENHR
WHERER - BRUAR BRI  #E - BEHS -

HREATZRBELUTRAAREETS  THETE-HHEN
HREEEETS - RHARZREESEARN - AFSEHEM
B %Pﬁﬁ%%&ﬁ%ﬂ%ﬁﬂéﬁﬂ%%%%ﬁﬂﬂ&ﬁﬁ%
BT & ©

ERHFHIHE ERAAEREBEE  BAA - BRRANT o
SERYGREENTBRRE RS - BENR > FARAS
RS BEFRELTREENER - B—HE » ESEE ik
RURTARRREENS o MPNTELTR « RMURRAT
B, BN R AR BT RS EHARE o

THAWEMNER (Marketing-management tasks)

THREENERRANEHRERBADNERNBEOAY
R SRR NTHEEN AT 2T RACEERBR A AR T T



LR B |

fImgEn EW LA REBRRTENE R HEKRE fERZ
KE BN - - BB THTHAIMREE (demand ma~

nagent) o

ERBIHNE TS R RZRYKE” (desired level of
transaction) o FEAEFIREM L “WERFRARE” WEER » HER
RER “FHERZERKE"  FHEIINE 1-1 HABSFHERME
B B—-TRNEREBRERELBIINE BRI 2K -

A1-1 BHHEAEW

ki BT ERE®
I EeFER MEET K B 7 8
I &ER ELER BT 89
I EERR REER RN
N EHER BERR 8

A" AHAE K EEa®ER RS HTTH
I REAER RFE R HER 1T 8
VI BEER MR W7 39
| EEBR HEE R R84

WX 178 (Conversional marketing) o W THBREE
| (negative demand) UIHE M X4 - FENBRE—H "8
FEPHBETBZEEML RBEERNMY » L EER LT
THARBRE” B9RE o

EEVBRBEEHSERBRB L - REEBENHHFANEE
FERR < SEERANBEREHELEIATER R - AFINHAME
B FHIE - BEERFHRATETR « HFSRTENEHERER
R RBHARRTHEEBR-FAAUBEREBRADEETE
Tk o ol AILLIE HBRME - EETFRXLAEEXAERT



n—% FATENEHSRETSE 9
ERK -

TREENGER RHE  RugR- EEASERRAE
Y HBREHENEEREKENH - RPIREBETHESRERE
Fr84 o

FIMELTTS AREEDSRGEEERY o APUIFHELR
BOA S E REE R TR0 2 1 Mo &% R (no demand)
B8 “BEGSILHDRKE T D NIRRT R %
TML” G o

SHEARRENTBREES - £ AREBRBOHENTD
SR o 10 : BRRME 2B AR « MBS U R R B
E o BT BRERR BN Bl (BRI
i o 1 EFFEEMABROED « ERR TEERGSRURLR
BARERGTEH o B &R BE B RS R0
o RENTRENILKYDEER - 11 AFITEAERIIHEKDY
AEATY ) BEARFBREHTERATE o BEERMAREEE R
HEBBRAIEES - FBETHEGRENLY  RBEELTR
HRHEEARR o AIBBEITNZETE SH AR - S—HAMILES
RIBY RS LRFTE KRB o 75 AT LA T R E e
o RIS ERSERE o M ENMEE  (F8 R
SATRE » FTLIAAR R % 7 LI IRt SR S AT » 2oR Y
PRMES « SSBENMP AT ZBZ B REAMNES BN ST
MG TEEEN T RERSYAY -

BRETHBBETHABEOR RME » EHE ABRTRLK
BREMRBYATFENRXEDABRINBE » BENRBREFE
BRENERBTAREERIVSEE - LIBRATIRBOERSRY

BERRZEFMEBBOOAT . FLEBEXEBREFTIARES



10 71 % ® H

HNBFHEGEET ~ SHNEE o WHEEEZEE BRI ERK
I RERDRREEEZARAT - AMER—EXE EHREN
EERL BBREPIE o NERATNE » ARBAYKE » R
MUMFELAE s AHERHEERT - L2EAURFFORRGES
BAANBERR o

RBERRBARKER R AUEFERBRIEFTH - THE
LRBERERBH ST EARGBERR » LURMRER B GER
IR BERRTB o

- 788 (remarketing) BiHMES ~ BY -~ BF - EBLE
BARRATERRBEREATR (faltering demand) o BHB KL
— "NEGREBNER ERERKE » $AHAN: ZHENS
7 MRRAEGS s REWR (R) T85> MERKZERN
BER" 2K o

BOAER > BRETRERB—DRERANBRY - LEg AR
BHBINER FARLERREAGRLEEDES - EE
WD o FEKBHHMEBESTR » FERTHRERFKBES
AEBBFANEREETWEFER *

BHE ROAREMREFEN  SEUES S FREDUSE
338 c BAMBRR—FHIR . EFSRETHSEHOEERNGHER
ﬁiﬁﬂMETT%moﬁnﬁgx%&%ﬁummﬁﬁﬂmW%m
CETTSAHE -

FIHEFT# (synchromarketing) —EEBEEINTRERLY
THIREE » (ARNE TR MMIRIT o XEF G RMBMSI &
BRER 20 » KOFHAREREKD » HAROEEIKS
R o FRAT S (irregular demand) BERS » —& "B R
BRITREEEREEEORETERS > FOREDNWELIRE
. £



