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o C

HETHABAE (marketer) BETIR "THMER" LEENR
T EELANE (VRE MR F B WEAR 5 2R FHR AR
fEik  CREEHER  WIREREER  OBREEH  ENHHBF
BH G (MBEPHRREEEVE Q7 THABDLABRE LR B
HIfER itk - LREA SWFIE » MENME » Bl @aEe -

EEMER  ELAMEARRE  THRLERERT EEHN
Biks % o TR EETH Bt E  LIFAEERY St &5
RO ARSI BOREFE  EXETERK K -

HE=REAZHRENEEE :

1. BRFTAEE - T - RERIGHR o

2. BE—~PHROZEENERLIE  NERELBRERARR
C ERER ERAGAS  BREBESTS  THEH
RETHER -

3. MEXAS  LIEREE -ZR—BYRENERS » 83
BREIFIEE o

4. BIEA > LIERGERERTABERREESEHES o

BRIEZSh » kB0 R R AR » EE AR

1. FHE @ (managerial orientation) o HIREMERNTHA
EEENRANTSReT  cHBERNEEREER Y
AR FERNEERE

2. ®AFIHA (analytical epproach) » AWHBRRME
RBP o K& WERRIHEBOTANE » RGNS
BHERVE  LERBACSEBHTRAZAHIAR



2T A E =

3. kEE AR IIBE (reliance on basic disiciplines) o A&®
RKEFIAREE  TRHS  ANENHERIIE - RiEBiR
HRERETETS REENERZEALATARES - 76
BRUAREREBNEBETISNRESZELELATE -
HERCHN— B EESBNE S M RSBk o

4. BRHER (universal approach) « AR BREBEHES
REMEE - BROEE - THHRECE T EHHRREE
EHP BBEITRRRY T X BATRAAT » FSFE
BRABAE  RALURESH o

TNNARRAT S TREEHRRBIEE S — o F7HMEL I
BRLAE - 85 RMB—HWNE LEBSNHEREENSA
TRRATRREEERERA ; T8RS A SR
WRZZEYE - THRBLECHEGIIED ~ HERN ~ BB
CERORIEY - BROEF  WHETEOHE R TR « RN E
LERORETRARRE « CHFRBIE T ERLN  BEEER S
P TH o

FRERELN\BE > B—BORR THOESRITBOER -
%_ﬁﬁﬁw9%&ﬁﬁ%ﬁﬂﬁﬁﬁﬂ%%&ﬁ%ﬁ%ﬁli 4
ZEMRRHRR AETSRHBERNTAEROEL o HUHG R
BB E s B E B RSARE c BETRRBIBTHME S
RIRATRZEINOIE  BEE TE - SATHBRAKHTER
B BRSE - BEH c SLBORATHAOHRRRENRER
B RHVRIRE o BABDRIT 5 TR MBI R U B EREE 9 O1F o

Philip Kotler
Northwestern University
Evanston, Illinois.
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- TREHENHNTCHRESE 1
2—% e Saits

HRTHODET2ELS ) LEREREENR—ER
AZHIZHRE ---e  RITRHBRRDBBMR 2 - AR RE
HBRR > THEIZEELX

——Peter Drucker

BABELBLE K AR ARRBEONERESE 76
HIRE  EEAATF  BBRER > /I BBENEE - THARKE
—ERBRBBFL TSR RESRERANFRRNE  BER
BMEEEANER SEHREKRLF 1 AARAF (gendral
electric) » #iFKE A (procter & gamble) » FHEHRT (sears)
BB I BMRERBIEENER - KRZKDABRTHREMBERASE
RETMENERZE  WEABHAEFERE - FEFERM : 996
S KBS KEDRBRHAR  SITHRREEMMRIREMRE
#J7EE o BABE B2 IE BAZE 17 58 IR Al LU SR b M 69 B8 A 43 BE R4 a0 feT
FrESGE L RIMFI 3 RRERER TS EEAZOLRS - L@ X RBEIE
FREATHZE » M{THE BT SHAAE ~ &L R EH R ik MEH R
SRR ERIBRE o

AT SRR R ER T G » BB — 7 ER ABR IS
- BAEF - F-HRBRERETENRES—  #EHHTEHR
WIE 5, (simple barter) BffX + B KR E P (money economy)
BT o ¥U:‘%~Eﬁﬁa’géﬁﬁ$ﬁﬁﬁ (Complex marketing system )
' EHAEREE  BREN X HBERMRHTE iKY
BHRFHMAEHAPESR  BEFLR  —HI —+Hitifwd®
REREH.

TRfEE R IRER R EP RS UANREK » EREAS



2T Aar =B
BRERNKE > EHEXXRULERRAGTATER

ERPTHARRRFEERAMRBREFBEER K BEHELERS
BRE SEHRARERANEN  CRFESERA—ETR
RESFNER  LABEEFENSBERNERBESR - (
itl) .

BERMTARNBRY » CEENERATKBHBE -
EEABYRMESREZERBEFNER - KR - ﬁ%mag
s ERREANBILERRBNES

iEAﬁﬁ%%ﬁtmﬁﬁﬁ&Eﬁmﬁ%:

EBEATER  THATRURRBSETEER - WMDY
# ~ BT ~ HERHSBAFTBR c BRI+ AS AGBELBRA
 REUH % B8 W AARAMSEDEASERMARERS
BERRE > MERMBEELERAEERRFRREEN - (&
3) .

HER—BATEN - AEREN? BREFNAY 28
FIEER » ARZMEE T —HURFEEFERFIELRRERH T
EEBANE - RFBDEEHE LERREZFHT o EER
FE#RMNEHEHELSEIRFIBENBRFINER VB E
WMy 2R T EEFE 5B 2 ~ 9 BEAITIE - RIS RRAT K
STFHEZTRBIREE - (=4)

(8 1) William J. Stanton, Fundamentals of Marketing (New York:
Mc Graw-Hill Book Company, 1964) , pp.4—5.
(1{2) Sir Winston Churchill.
(3£ 3) Richard N. Farmer, “Would You Want Your Daughter to
Marry a Marketing Man?” Journal of Marketing, January
' 1967, p.1% ’ ]
(iE4) Sterling Hayden, Wanderer (New York: Alfrer A, Knopf,

Inc,, 1963? . ,
2



B—% TAEENEHREORE 3

A REHNEANEERTEHE - BEREHEROBN B
ERBFF-ENEIEED - BEM ENARITHAIFE - THREER
BHEY RETEERRENEREER -

B®$8 (Marketins) -
HRABAZBEHRAANSERES

THERACER  BXRED - —AMHRYE LS 25
A& BERAE - BRHENARDA - — @ EHONER
EENEF BEOEE - TRABBERTRRNERF - 8%
EPHERF - BT ER B - B ~ B~ BT AR A% -
JERFEHRE » LRAEHERE - (25)

B B&ERERAEN » EWARF ; ARRTIRHE—ER
ERABRRERGTRZEBEHTS 8 RANERLR !

FRRERBELHEFBENERERECEHARISE o

AFMERRZS (Human needs and wants)

THRIRHERELRARTERALE ) NRFZRD - =R
A~ RRLREBRLURER o BRIETIA - AFIBRERSE S0 LI
HERBAENCE-MANRRK—DOE YRR (FRURE

FROA > BRABNBEENSEEREXEREREND - LI
BAE » E—EhERARTATEREE  “BETHEH A
FA+EEREE  BREFEHENEE—T ==k » BpRRTs
BRRENEREA-TES  EHERENKLTNRY » SRS
FHEBAGER » 01— BET HWEM R =5k LT HUEHTE o L

(8£5) Marketing Staff of the Ohio State University, “A Statement
of - Malketing Philosophy,” Journal of Marketing, January
1965, p.43.



4 T 8 ® &
ERVENEENTEM  EIER - TG BXTHEH o
ZE & (Products)
ASTRENBEENAFEEXTEMRBS RANEMHERS ©

ERBEREBH RS LR o

TEHR—-EARERENRAE  EEMBEETRFELURE K
FERGEERENAE - BRESBTEA—EMEAFTBHRL WA
FGE o EAREREMZANE D EMNEAAHKE  BLEHH
BSER ERNBAALFEE AREENEMIHRE o

FEHRBRANERVBSRINYEATIRREEY » —BEED
HREBENTCHAEZ8RE  YENREEEERTCZEREY
IR e —BBEE ZEREIFANER ALY > MEAREEXZENF
¥ BRTZBBRFENBETEE > MBEAKELENBEMNIL - EH
K= ERBRMEBHTIA o

EFIEBROURE > FEIEBMETENEY > REEBRES
o 1 I A~ BT - ERLERBE c BREERRANRES - RBE
B~ ERSBHTHIREH—EBR > ERSESPBERL—ERHD
 ERSBEFIER— REREOBRFEEERTERNER
o NRE WELFARBBRER » RFITLA “EER” (resource
) B “RH#E” (offering) MAFIRAE o AELAFHAH A
ARENKEEY o

3Z% (Exchange)

ABABERSEY B AEBHEMMNEROER » HEHK
RELTH > EWARERILZRAFD o EARRELXETRAK
WEMFANTERBERBRMABZIRLS  THEFE  XHRER
ABBRESHEMEATENUEREE L, —-



B -7 TATENEBRETR S5

F—ERFHEABER (self-production) » —@EHEMA
EBHRMEECTHBIRTE ~ B - REKREBERIE - TF
EMAMALHEE  EEERAT > TRIERETER

@R F RB:8(coercion)E AT ARE LR i ATRIX
AYHRE  UHREXAMERTTIREFERANEEHMRR -

F=ERFHRZR (supplication ) o ENIEEHIARELHR
A BBROFBHEFAY - BRTEBZN » iFEREREEY o

FHUEREMHEL S (exchange) o EHRIIAREEHEH R YT
KN RILRERFRZHRY - ATRROt G ~ —BFI&E » IN
BT EEARENEXERE

EREFRENESE  BRTS - KEBRMEARSZRER
MER  THRET IS

1. A REEEE o

2. FEREARXEHS - ERARENEY
3. w-EHEEBHEREE -

4. F—EEEEHHBRITRIERR THRIE o

MBELRRIFAE » AKX BN KHERBES » PSR
EHRETERRAZSEYE  EHAMEXS 2RBIAZR (FEEIF
BXE) ME EERXFEHLIREEELRFHER  AelHH
ZT]RETE » B RIS AR RN HE -

Hig ('Market)
ZHHBE AR T BNES - RMNTRHEEEL
MR EEZ HBFS o



6 T M B HE

TEATERELES BRE-EFFBRTSEHAIE—BEE
BRI E T - MER AEA AR ZESRT
RAHEAR? WRELE—BABRR  RFATRE—BEHBEE -
WP ZANEEE T EEERTER—EEE » FHBHRuEAR
Ao B EBEE  BNHEES ARBE  THEEEX
HENHRER  VEERAEA; QBEBRRHTENEEREEHA
BME o

ERTHOTEGE  FEHE " B4 RERLMHR
ANERERERHARA D ASSMBEMBNRE AFAVE - TEHR
SHBRE “BEMSH” (need market) WIBIT » RYLEHHHFE > B
AFBERERMEG - PEREMERENE - HHBR "ERTHS”
BT » BHERBSAME ERBF BT (XET Smmte
# o AXEX M B (demographic market)IFFE “HFHEHH"
youth market) o FEMBERFTEAFH TIERW  HE K
EE - EHRELR B LD HEOBRENTOLEE - HEME
4 (geographic market) WA FRERNYE o EFATHHEEREK
HSEAEENEYAIRE TR RSB IT MM & o

HEBESPR—EBLBT S » YALARRLS - KBERA
BTXRBE , AREHHE(voter market) ki JUAGIT B f &
#o RABTLRMORENRE » EXETH LRURY 5 ~EAE
EEBFERUABESFEGAREEE (publicity) » FRRET
KRG E R (mass-media market) o— B M I K TROVEHERE
R LIS A P RO A B S RS > BEEEIR T BB 1 8) (donor market)o

788 (Marketing)

MBRAREE BRMWETHBE - THERRE HBERNT
ff RELHEIIRTWEARTERBRENTREZS « FrURMR
ATHNER  EAXHEFERMETERALEHOAREL -



B—-% FATEHERRES 7
FHEE F Marketing Management)

CHBEFTEEESD  BACWA S EBSEAERMLFSS
RHBE BRAL > BFFrBE—SE0FOET - BANRY - &
RERBLHBE LEBHENL » UFISBER—ETHBIRTIRR
REBERANES  REFEF—ETBFERES - BRAFHEAR
SHAMBNES > SRELENEAANEZHRARLE c £E4E
#, AMBEYREARNTH  MAEEARBRDTHE -

EEV--EUREZSHEE  FRBCH BREREA MBS
BB EB LR » THRTHEEELT - RAANTHERNERTE
BE

FRTEASTSIAREE ) FEEREHBRRTRZ
TRkt 2 EE AT 3 BT - BHSIF - EEE
BECARIETSZEENRER R AR RENES
W FAAREER  BRURS IR - H ~ BHHS o

HERA AT ZRBLUNR FAREERTS » THEE-EBREY
HRBEEE TS - HHAFZRREREAAN - RFREEEE
B BARTIPREARTRERZERFHNRERBROHES
B & ‘

EANTALE  EAFEBRGEE AR - BRARRT -
EERUAREENEBRARE MRS - HEHVE  THABLES
HSEREPREETHARENEER - H—HE » EREE - HBR
BURTARRRATENE o PR r - KEUERRTH
Bl ERHNBEZ ARTBELTAEMEHKRE o :

THRAWENSHES (Marketing-management tasks)

TREE RS L NERR AN NATERNBEN ALY o
R EPEBRRATREEFAGT 2T S SRER B ARKET o
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FREEN EHRUAY RERBHEHR B2 FEKE HERS
KIS B i o TR 2 0 FREEABREE (demand ma-

nagent) o

ERBRUNK—HH "B RZEY K" (desired level of
transaction) o FEEMIRFME L » “WERBERAKEE” WHEER » HER
BRER “FIHFRZERKE”  SEEIFINE1-1 WA AEARFERSE
o B—THROEFEBREREBIING - BRI 2% o

21-1 BHHSEREH

IR B ER%®
I BB 3 Tl BT 5
I ®ER EEER RIBEAT 88
T OBEER REBR REETH
N EHER BEBR BT
V. FHEAER  EAER R AT 58
Vi KSR R R He 47 58
VI REER ROBR WRAEAT 58
W EAER HRE X RATH

BB 1T# (Conversional marketing) o IBAHITHABAREE
"R (negative demand) ZWHAMEL - EEMNTERE—HE "2
BRERNBEGTBZEES L MEBEEERREY  WAEK LWTRE
THAEBREE” ARE - '

BEVBRREEFSERRRB L - BETBE N AAKRE
FERR -SHEFANERAHEOXITERR - AFIBEBE
HoFHIE - BRFHATERR - FLRTEHENERTER
R EMAHAEERTABTERR-BALNBERLBRADELRE
TR oWl RIVLFE - ERBE - EE TR XLLMERRE



M- TATENEHRER 9
ERK o ‘

ﬁ%%ﬁ%%ﬁ%?%%&’%%ﬁﬂ—ﬁ%%@ﬁﬁ&ﬁﬁ’
S B B A RE R K B AT B o RIPIAETET MEBR MR
784 o

FIWEETH AXEEDRBBREE RN o AFIEI EELR
45 15 0 BU7E OE B RE R » T R /R B Oo B 1 S o 4636 5k (no demand)
B—8 “EEABHEATRAKEETHNERNRUEYTERBRE
REEL" BUHR o

SEARRKDIBRER R o £~ » AXRERBHEDFD
FSARAEAYT o 10 ¢ BRIRIMEE 2SS0 1 BT LI R R B HMEA 7
o T ARERTERE Y EDE A BUE BB TR i8R & 5
flf o il : FEAFEAEFTABIRIAR ~ FEHT T EEROBRLURAER
WLEERAB RS o B=M o HRETRELN B Y EE T RIOWH
> RENGTRESILEYIHER M AFITEEEBRIIHRED
£/ BEBEEEHEERSE - BEEREAREEE R
HEHBRABEEN - WML THRCRNEY  RBEALREYN
HRHEARR - FIBETHIETESEHR - S—HRBIHES
RBFRT B LRFOE R o A TUEAKERAER RER
o PIBSERSEORE o - ERBEE ) FHLRAERE
SEATHE » BTAAAR S 4 5 77 LI it AR 3 A T » I s
FRHER c BEERMEAFZBRZERFHRRNRIER » FEFE
BWH SRR ZREREDF Y o

BRETHB BT MMEENE RAD  EHEABRTUK
BRESEEBVAFENEXBEDHAIINTE  BENTEREFE
BENE RBTRAXELERIVEE  DRBRAPIIRAERBRY -

BERRZEFEBRBOOT | FrSHEEERKREFMAEE



10 77 A B E

HAREEHEET  BMNEE o HEFEZELE BEIHBRK
I RERPDEREEFEZAERT - AMER-ERERLLRANR
EERZABREPEHRE o HERTHERE » FEBEIKE » TH
BURFAR S AEROEERT - REGELRFFNERGES
BABIER R o

HREBEERRBRAIRNEBROALEFERBRESTH - THE
LEERREREAEABIGBERR  LREERARAFHRER
TR BRBRTTSH o

1788 (remarketing) FTHWER - BY - BF7 - BLEK
BRAAEBEREAZBRAT R (faltering demand) o BHT KL
—& "NERRBEOTR ERERKE » YAHRR ZHINHB
71 PR BETS ~ RUWR (R THBH > M 20T
BIERT 2B -

BOKR  BRETREXR—ABERANRE » WHEEAE
BABIHER FSUTERAEANBRRREDHRSF - MEER
B o FHABHPMERTERTH %&mn%ﬁ¥ﬁﬁﬁﬁ§
AERBPANEREETEFTENR -

BHERGRREREFES  LEUESHOTEEBUSE
758 c BITHABE IR | EXSRATSEANE SR RBER
FERRPRATEL - BTHS RNIFREERCHERET R HE 9
- BTITSHHLE -

F% s (synchromarketing) —{@BEEGEF GENRT R
R (ARRE T LR REAIR o REFH T/ -ROMEL =
BREARZOERE D » ROFHARTRKD » EAGPLER KSR
BR o AHRAEF (irregular demand) HEHFK » —8 “FRHY
BAREYELRERENREIZERN ZFHRNFRWIRERE"
ZmE -



