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Jerome E. McCarthy (1968) #1 "4P | ¥] Don E. Schultz ~ Stanley 1.
Tannenbaum #? Robert F. Lauterborn (1992) T4C; » 7 3 p4s+ &
{4 C. Dev £2 D. Schultz (2005) = "SIVA |, » #P Ab g 74 RE R
RANERER M@ i E-HA%F L5 FEs (market

driven) ~ MEAE L < B BF TR FH T a3 2 0 R iEaE

153

;}%Kf%«l T R4 TR ET L FLRALE N AR T o

[Maie] t EE e ~ m8Y w¥e ~ f § 88 - 4C - SIVA

PP 108 & 61 TR ;HEIEPY 199&47 20p -
kv B £ 2009 & 50 MEI»m%&ﬁzﬁgg%bg4aLLa§w$ﬁifiﬂ
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T*%A 177 &l (social marketing ) H&&[975Y - YT % (corporate ) ﬁj‘ﬁi‘ﬁ% =
('social responsibility ) [5 # kL% ( Patterson, 1966; Lipson, Kelley, & Marshak,
1973; Lazer, 1969 ; ﬁfﬁdf » 2009) > ”T*rﬁ mﬁﬁﬁ‘vimﬁﬁjgﬂ FE (R Y ’EE'

7 (Kotler, 2005; Levy, 2002) - flEWﬂJ@%ﬁuﬂ59v+g7ﬂJd¢ﬁ%’ IR 2 HF g ps

HORL P RS VE R B RO RE RIS A e BRI
L AUE SRR IR ﬁﬂﬁmﬁf‘ﬁiﬁﬁ TRpVRRL

- Philp Kotler = Gary Zaltman H{Iifi JTJrrf’j = S T 5—&%‘;‘%%’3 i gl 78

SBARRT ~ FRTERE I RPRE R SRR 5 (R il VR R D
E"?I’?Sﬁlm ) |E[E[7F5LNF5‘}% T*F‘EJ*' NG %E'ﬂ's"é}fﬁf (Kotler & Zaltman,
1971: 5) - ?Ig FIRES r+#7rtﬁﬁﬂjgllqaui$*§§ SNER I &ﬁﬂ ~ Jer s
Kotler =* Roberto ( 1989 ) E'[J}{—JTH'? 7 S 5 LT [HJ » H‘#ﬁ[ﬂ IEEZ=E Bl
BB L e A G R pm;@ URNAEE e S A
Andreasen iwg'\ rT*FlﬁﬁJi_— FERR My S i s Tl ~ B - ﬁnrf??*lﬁ
Wﬂ“¢%*ﬂ#’[@VM@P@UFFPEWﬁt P 12 (T

[
s ﬁﬂ Ytgm-o |, (Andreasen, 1995:7) ' Jeff French = Clive Blair-Stvens (2005 )

Fv#ﬁw%ir* FERERY ﬁwugb?ﬁaﬂiw?ﬂg §4%wﬁtw
fih o

ggﬁqﬁﬁiw%ﬁﬁtww@,u@@ ﬁwgi, WFWQ%QS%
Ijj%iﬁu'ﬁ'g,r@“éﬁ PURIFET#El | (Andreasen, 1995:37) o [F=754f 'ﬁﬁ”ﬁ?ﬁf%ﬁ?‘i

! ﬁ‘?{fjﬂ["ﬁ[@ *;'*éqLE:ﬁZ/[l"’“ : “Social marketing is the application of commercial marketing technolo-
gies to the analysis, planning, execution, and evaluation of programs designed to influence the
voluntary behavior of target audiences in order to improve their personal welfare and of their so-
c1ety » FHEEAT Andreasen 7 1994 F PURI IS AT~ FHE - Hh (’:IEF‘?F% fﬁlflfﬂjﬁ ’
I §F4| rff,ﬁﬁpi e P H TN G BT 2“1;{1] 1994 = pu SRR ‘%ﬁﬁﬁﬂ[l"’“ : “Social market-
ing is the adaptation of commercial marketing technologies to programs designed to influence
the voluntary behavior of target audiences to improve their personal welfare and that of the soci-
ety of which they are a part.” (Andreasen, 1994: 110)
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FOIfdy = 5 o ﬁf%’ﬁ SV R AR 5 %E?ﬁlfi’l‘ﬁ W pLrg e T ﬁ,‘ﬂﬁf‘ J
(high-involvement ) Iﬁiﬁi YN HTE AR Y ’?4? [ﬁkf'ﬂﬁl?f RS TRIE I Py 0 RLT
VIV E R 1 T

AU SR “éﬁ'i\g;'[' ( customer orientation ) gL i~ &i ’F{TEEI FY A [Fj fll > & ]E fil
(customer values ) hLEREER -3 5 '{2&%;‘% gwr”lflb'?? ﬁ[‘ﬁﬁ’ﬁ'»ﬁfﬂﬁ@{éj%ﬁo B3 kL]
K RO « it F TR O » S T T+ i R o 1)
R AP R IR ST ﬁf%ﬁﬁ%ﬁﬁw
(A8 ] Alan Andreasen fUg<% & i -3 lﬂfﬁjnrlﬁpwﬁ A 2R = ?ﬂ
AL B LY R L 5 Tgfuvﬁ%ﬂ@@mﬁ,ﬁ$
pEﬁlJrfﬁﬁl il Ffl:rpﬁqja 7:rpﬁ G4k ) (Andreasen, 1995: 38) - i

o BT P [PURRR  TRIE] R VB IR EIR o ARESIRARE] - E
ISEAFT fﬂ 7l %&PF’?&/#H’?}' s 'ﬁiﬁif"ﬂﬁﬁﬂlﬁ F]EJ[J@?}‘ pAIAAS— FE 1
I RAAED o

BRI - 5 PRSI R - a0 e
r”?@ﬂ;ﬁﬁ S if[ﬁﬁﬁggu%ﬁﬁ JpLI R 2 12 o ,ij‘g“ﬁﬂ"ﬁlj if' Fo F'i[?
At - T SR RIS o G - G R
R W] - ﬁ%ﬁ%hawﬁﬁﬁﬁgwm@@%w’wai@@mmﬂ$
PP RSB SRR - BT S FEY S SRR
VR ] 1B - TSI R R [ I o
TR ﬁi’%&%ﬁijﬁ ==k %E%EJFF“B“%\ il E“&ﬁ'ﬁ IR > e A
SIS SR T PR TS -

:,F;JQIFJ%J B ﬁ‘}ﬂf’ﬂﬁi ?@ﬁfjﬁi ’ %EF’EILJFTT{]‘%E%J% "EIE Y (customer-
blind) + PRBFEI PRI TRLE S BB HC « [ LR o7 5 R
E"‘ﬂ%ﬁ—aF T {42 (Osborne & Gaebler, 1992: 167) o PRI %Ay 2t 4 E]F/;wf#@'r

> FERLFL Vi 2o TR L2 HkkﬁunTﬁﬂﬁ$*TW%ﬁ¥*fT Wﬁ:ﬂﬁkwl
f‘Fl) U B e S s T (BRI ) o (B =

PR SfIYT © “They have learned the words of a customer orientation but they ha-
ven’t learned the music! ” T HIVEERH %ﬁﬂﬂ*ﬁﬂj} fu* ’;’%ﬁﬁ?@@{g[ﬁjﬂ# HIA B o
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IS+ 4 ST SRR I (3R 2002 22) - iy
Rz E R lﬁ[ﬁ@ %F“F,Z‘“ﬂjﬁ/‘ R %&gJ[ﬂ ( Stewart & Ranson, 1988;
Pollitt, 1990; Swiss, 1992; Frederickson, 1992; Patterson, 1998) > I~ [ugE& ﬁf’—[ﬂj’—“?
M PORBIRSTE TR R ? 0 TP S S SIS [ I HOES [ £
el (R 45 T R B kL) rfmiﬁ\lﬁﬁuﬂ?[rfgk? ( political
thetoric) | (Ff#ETR > 1999) ; lFr I *‘Tﬁg“t ?I?%;'WE/“ET rgléﬁﬁlﬂ g Rl
AEURLE T LA -

Jal A% k- fﬁ e H ST RYEE & S R YA {FU %‘, fyJJ &l > Andreason
(1995: 9-13 §Jﬁr* :"f? 3% % (education approach) -~ FIR[UE# (persuasion
approach ) ~ i+ E b E 13 % (behavioral modification approach ) - TJF%“ a7 b
(social influence approach) o Kotler ~ Robreto =* Lee (2002) [ ff;ﬁ e ﬁ'[ﬂ
It o JT%VJS: 3% % (economic approach ) ~ E[F:3% % (technology approach) I']
bLJf"‘J‘E‘ 1# 313% % (public policy and law) - ]JE_'TJfﬁﬁ i Filﬁﬂ*“;\_ﬁ”ﬁﬂ{ﬂﬂ
[FIREEAS > SEisE g G T U R TR R YRS - Pﬂ%ﬁﬁ
ﬁ%ﬂ‘@?UﬁﬁﬁP“ﬁﬂw‘%%ﬁ%ﬂiw®¢ﬁ§’*”zgﬁ%4P
F,\Jﬁgﬁ;nﬁ ) & ;ﬁﬂﬂ%@hﬁﬁﬁuﬁguv{lﬁa%@r‘r, e B [F[Jg&cﬁ?”_k ) 41 IY [T SRR |
Ry - FIHZ OO & > @ <<ﬂ?if‘%% 1 HIIE) - (Social Marketing Quarterly ) [
?“’q*'*rﬂf—ﬂq I THERLEL SRR (It°s All About the Customer ) FbRE » F |7 SERH
K ) BHENTLR S AR 7T R e -

ST BB O » 7 W SRR R R
(1985) ~ g (1992) ~ SUENG (1995) ~ FFEEZEE fge (1996) ~ Ff %
(1996) I[P (2007) RURECT P 5 S0 1 OBt ot 0 g
MK 56— o QR B (R 2000) ~ B I
1999) - ]ﬁi’;i[,{iiré Y [Z"%fj 0 2002) ~ HFE (EEY I 1997) ~ Ry A ?’f:ﬁ\ (g
| > 2006) Z=ZERPAIR SR (2 AN > 2006) EE 3T o (AR A lﬁlﬁ
YAV FL'  ANEE [ RV g ﬂﬂﬁ:i_ﬁ##‘f 5 SIS W S
PR P TR ST AT > T SR S :ISFT@IEU%T” Th—k?paff T Fﬁz]aﬁ I*T”l— ]
qf\tjﬁmﬁ_gﬁc I ER USRI Jﬁg (&%) iﬁ[[ﬁfﬁrwﬁuﬁj‘w o AFUERCRSIIE F 1 ,i‘r‘f‘{ i
’Jfl’@l g 'i%'Fqu'JF’TTf_ o SISy T S T EF'JF”'}E’@ o “Jfﬂf
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ERIp I%‘FITJUIZLL;? Tuﬁi@"(Kotler & Lee, 2008: 12 ; ﬁ‘ﬁj{@ 2009) - ﬁl
v FJﬁﬂJj‘Tu ) T—FFA 7 ST SRR GURL & FVEE S EL o T 'iﬁi"gj}f"ﬁ T
R 7 0590 BA I AR B

PN e A AU #%%gpwﬁﬁ&ﬁjﬁ; E% BRI ufﬁg@g{@ gsﬂﬁ
%"?ﬁ @ﬁﬁﬁ?fﬁlﬁﬁﬁrﬁ*ﬁﬁ% liéfléﬁf GERVYE *iﬁﬁﬁﬁrfﬁﬁlﬁuﬁ
B+ Sk [ AR SRR - e T B R £ - i
Tf%ﬁljfzgj.jgg:n, I QJIF&” [ 4i 4P ﬁgéwﬁgﬁ DIffP 0 VR A A U RIRE > T
TSI )8 - I 4C 22 SIVA f fTTARVRIRG = LR LRE > [ Ll P

8 EEA SRR E

CEHB L TR BRGNS GRS - Sl A
= DM HEE . (Consumer Movement ) = I 2 [y Fﬁ! Wﬁr,i' , (Total Quality
Management ) |~ f 'ISJEJ%I"’F °

PR R0 O ORI O S S
FERIFOE LD - &Ffrﬂ‘ﬁzfﬁf | HHHIERI BT T s o e S R S
B o S0 PSR B SRR @gﬂlﬁﬂfl—f F A Ay [;;;}JEI, C R R
“Qﬁii@“ﬂ(mw)U%??W%W%Wogﬁﬁﬁi?ﬁﬁﬁ#@”
(user) ® 3?'7 ﬂ L] Fﬂ 91 % ( customer ) jﬁ H4H (consumer) ~ &t
(client ) » ¥ kLA FT;J [ ~ ( stakeholder ) ~ % X (citizen ) ~ A% *
(taxpayer ) - == A5 (pubhc) ;LH\dLrj:T [Hi%fllpjm |FE=g, > BRI £ e
fﬁ[E‘JE\JJ‘EIfJQTFEF% ( Alford, 2002: 337 ) [Efﬂ Ik R [l & #fq_l“ﬂf’ﬁﬁuﬁj*“\ ’fl
GRS

lug IF;*E Jﬂ%ﬁﬁrﬁ %+ _ﬁrguclr@ qﬁnijjﬁl%ﬂfjﬁﬁ, 75}%&(@@@[5@3@

%o e Jett 2 SCBARAE TR BT RG] ’é"?{@ﬁfﬁ“f?ﬁfﬂﬂﬁj’

( Special Message to the Congress on Protecting the Consumer Interest ) f[1FF[F 1= ?ﬁ]
PIH AP FL A MEF] © b 2 UM (the right to safety) ~ FEIRSTHyHr 2 AFIROAEF]
(the right to be informed ) ~ Z&UAEF|| (the right to choose) ~ Wi flo &7 EIfvfd
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F[] (the right to be heard ) ; ™ §F{%rfrf]‘r%#ﬁgwﬁl Zhat ﬁ"z’rﬂlffﬁfﬁ f' S
THPS A B (Weiss, 1968: 45) < St i Bt o ol - 1)

SRR @?%HJHJF‘,*H?}%F' A 2k YR Jﬂéﬁf‘g

PISBIRG) R TRAOIL  ET 1T (WIES o 5T IR
E?f%]ﬁﬁl@%;ﬁ&, %}[@F“,ﬁfl « P (1878-1968 ) #yitl (Upton Sinclair’s writings) > }
PR SET  SRE R R BT R 3 R -
== JeO+ & 5 HILEJIH e = ﬁFﬁ#,i g% | (Pure Food and Drug Act) =}
fifBeE&E (Meat Inspection Act) » 2 &g Ju— U B5 2 FpAIRY A f17 (Federal
Trade Commission ) ’[/JEQH'?&&F%EJ o 3T ﬁfﬁlfJiﬁ\Té'&?{iE_féﬂiLjE%&— Je= OF Ty
AR Ry PR o A % R IBEEA] - TR B RO R T Y
FoBwme T EA #13‘1"1?* Ay F" It Qs rﬂ’ﬁ’i[?fﬂéﬁ'l"&m ERE
el e e G I e R R I
IV jF[ HOHPY = BURE  SEUVE 4. (Lyndon Johnson ) AEGRHELTIAY FYF‘J? HFZRpy
FEL;  (Consumer Interests Message ) (Kotler, 1972:49) -

S B S S R SPSEY f » SEP F i  REEH RA
5 Bk RLELTE S I g e T R R - e S
PR < o5 Of et AL P B R - e
= BRI phE e Jufez FAVBEEIE S o [E RV REIT Y B A A
PRS- b~ JuopHs RS i e = gl il R o 7 SRR RS iaiad
eI W Eﬁﬁ o DRSS AL OO IR ﬁjﬂ%&'ﬁ'%%iiﬁ
(e %LEEHE‘%?]‘ N %m N Eli%%'é Eﬁ‘[/j-‘ttflwﬂ iﬁ,{’—?‘]?ﬁj :

- AR Fﬁhﬁ‘/%?' J’ﬁw =k R Fﬁhﬁﬂﬁ? TEJEF U NS b
P L B O P -

> Upton Sinclair, Jr. » &~ 1"+ & Eriif’# Jush T EF s HEF o By o RIS IR flﬁlfﬁfﬁ

g[ﬁ,t@; P F"%[J*‘L”;‘;f (Pulitzer Prize) > {1V Je 4 fOsal | SLISf, - [ {1

SIS H'ﬁqg [TERLT — JeO F pu— 4 {58 3 B FF# nz Clléfﬁiimrgli” (&

7H‘>> (The Jungle) > AN & *@TTJ“FA Fi A JLIE[@"[%A%‘JIQLJFI b3 3t ﬁ’f’{g‘jﬁ?”ﬁi

(Pure Food and Drug Act) =[] PF #Iﬁ%%# (Meat Inspection Act) F-fI== (W7 F‘ YA 1&[
pisY -
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= ER IR SR ’%ﬁ‘@ﬁﬁﬁ?ﬁﬂﬁ%%&
5 BRI EER  f AR RE 2T p
P~ FRAT A W R ﬁ%ﬁ%?ﬁ\?"’@'f% » HEFIL R I BEE
T + 1) P Y B TS
Pﬁw@‘ 2 ST Y SR PR A fﬂ FURIE TS G T
Fird e E = 3 (consumerism) W A DI E 2 A, (consumer sov-
ereignty ) [Uff A= d. o IE’ZJF'YE PIHE A 1] ﬁfi‘ﬁﬁﬁmﬂ?ﬁﬁﬁﬂ R T
(Let the buyer beware ) (Knauer, 1969) - * Kotler (1972: 50) CEL Y A
L FERTET Y %Ij‘\@%“ﬁ@f*ﬁi@éﬂJ o Richard H. Busklrk = James T
Rothe (1970 2) P15 142 AL 413081112 i e
W RIS (SRR EAORA] o ) Kotler (1972) M SRafflv = 5.2 7
iﬁ%?ﬁ
Y R AL A S -
ZOMivEZ S F'fﬁﬁ@é@’%ﬁ °
S HE B R
P e }H,E,,—:éﬁ_' rw'j ST
T R 2 SRR
PRI | Tﬂﬁ "?ﬁi %E‘Jﬁﬁ o EVHE] IF T AT R RS
R A IR - P O Bl e - gl[ﬁ'ﬁrﬂﬂiﬁﬁﬁjﬁ B
ﬁ%ﬁggmiﬁy@@,wéﬁwgﬁww—%ﬁw@ﬂmﬂﬁoﬂw
Christopher Pollitt ]'EITFH% F?F[ﬁ[”'} A=Y - FEH ﬁ‘JF [ Uﬁf Ju B5h o F"TJJF” S
%%ﬁ%ﬂ’WF?%‘%ﬁ I PR H O -
S RS RO TR - 5 (Pollie, 1987:43)
%4%¥F?kf Jenny Potter (1988) TTE[Hj?ﬁﬂ”A‘gyj%FﬁE” \iTﬁﬁﬁ&’ et T e
BRI
- 1FIJ'§"?{ s FH_EZ/' £ j%#r 1935 % (access) F{’J‘}ﬁl DA 2 A U o

b S RN SRR H S SR 12! Viginia H. Knauer 2 4 » fT 8 gy )
FIT%: (Let the seller beware) > QLI%EJ' %% (Let the buyer beware ) El 35&}5}17 Hhasdh
El’vg*rj Jo
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Ol 7§T5AE§:FF#|F St 2IEE (choice) ﬁlJﬁﬁfﬁ

= YEHP IR T il puEY (information) -

P B A A i &ﬁlj [l R (redress ) 1A -
T AR A A ] VRS '"LJ I'J“%w[ﬂf (representation ) ©

IR Jgrmﬁ%’u%wmwm R T
AR IR aqvpy@@mﬁuﬁﬁ mg@ % % T
B Bl = SIS E, RGO PRI - I

= Ry o AR R STV GRS I NS g
ﬁﬁ R s S e R ﬁ?ﬁﬁﬂ@w&ﬁﬂ%mﬁ
S SR S AR - 5 P 5 R S AR
P VR R = TR P (ﬂgl,ff » 2007 1 120-121) = £LI]f)
T = AP e > SRR I PR 3 ISR SR TR R ) YRR
17 H AR ] ] W@ﬂiVF%M§U1%“ﬂ%ﬁ
& 3ﬁ ﬂ['?{ééﬂﬂ URYEE LGt THEEE }Ei[ﬂ“ ( costumer orientation ) S 7% 1 »
VRIS 0~ Jer OF (& ﬂq»ﬁflﬁ ’?”T’E‘{i[ (Total Quality Management) > > 55
”ET%,']EIUE DRI HiRLD '—ﬁxjﬁlgjéﬁ]&w—ﬁj‘\J (Oakland, 1993: 3; Price, 1991: 3) - [Hjf==
PURTEICRALY| TS OIE [ RRRORE - SRR R O T
5 VA /v}ﬁbﬁ?@?{ﬁﬁf?%ﬂéﬁm%ﬁ* (Mossard, 1991: 223) - ; =
FEI%f (2000 : 241) Fﬁ’:t“ 2 PRI IR E R 2D o QAL R
ERS PO ET S e PR > T e OF RIURIRRLAEIRE 2
ﬂW g Uﬁﬁ‘EiW*“*Oﬁﬁ A wwﬁ%mm

A PSRRI SRR 0 ) AE R B T - 2
Jer O s Wﬁm?j%%%w_$VWi’m@@ﬁWﬁ”"E{HWH%
EqE Jf?gigzﬂ‘ﬁij o k% 'L”fﬁ’h@ﬁﬁjﬁ:ﬁﬂ% (quality function deployment ) E&Fﬁ’{[@‘rﬁ
F1- 3 (seven management tools ) (Ross, 1999: 189-194) -

Z PRIV IERL FE R T o P S ey A AR | (OSRS - SRR QAT
~ JueTOF [ ﬁﬁ'w&ﬁﬂ (W E. Demmg) ”’Taﬁ 'Lw » H P59 Wi P. Crosby ~
SRR mffwwu (i:'l'%{ff«’ . mgm : 1999 L 417)
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RTHIES SR > W& R ﬁﬁﬂf@%ﬂﬂﬁ'@?ﬁ\ B! riﬁ’%\fﬂf (el 5 7
( What’s in it for me?) F'Elﬁﬂj %Ff Fle xﬁﬁﬁ%ﬁ E‘?ﬁﬁkﬁrw”ﬁfigkg fY
@E@?—lﬁ?‘ IR e ifxﬂ]ﬁil*’jlf’ﬁﬁ"iﬁlﬁ‘ BRI 9t B LR VA 3 7S
R B R P LIRS L PR RS SRR T R
JQJ%FQ T U R ORI SRR B O S T R
AUHLHA] o PR FU'EIZ;LEI@%T?EQ]:FJIIJ""'{&-’&[% grgz,ﬁﬂ lh 1% [f' Ei'j N e

Sﬁi I gj& T [ﬁjﬁg‘gkﬁé? EIJi—kHIH%E K= \ﬁﬁj T E IH%F[[V“E}}J?F&]E[JEJ o
(Kotler & Lee, 2008: 25-27 ) [RE} = E[FF[»[ T@"‘T*‘“@}\_t é]lﬁfu BEVREE N R

VT « [T SERLE A © [ BT
[EReAg s o EP s R TR W (Zeithaml, Parasuraman, & Berry, 1990:
27) -

HBNT LS PR BRLE  <g
(2000) FEL2 Pl RIS PR T < BT~ 2 P RV A (e
[iﬂfj Fu@ﬁ o BT N = FW{#@?FWE}HT %}ﬁﬁjgfclr_mﬂ R LAY E T

I EPIRHE FUAELRL! | (ERIRpyBIRIER = 2= o i : S ERpOAg
ﬁj@’rﬁn ypifpe ﬁxjﬂﬁg{g tﬁ,f—:ﬂgﬁ }g\r[ I/ s g‘j[qﬁi~l?[ﬁ@‘rmi[ [CER TRl
gE - Y1 A

ﬁ#ﬁiﬁr—?@ﬁm FRIVEE L TR R - (NI F[JT+IFA A E S

o R EEIL ET}JTL: (CRIE S é‘FJ%‘EFHJp[pJF[F RPN i SRR -

Eﬁiﬁw%ﬁﬁwaﬁﬁﬁuﬂﬂp?‘%i% (SRR 2 PR R R T ¢

A o N P URLHEE T A AR E AV E R o B Ay TR K EEEY ;. (customer driven) 4

ﬂ%[f‘@?ﬁ’lfj%:"}ﬁlﬁj o R A (ﬂjﬁxﬂlﬁﬁgﬁclw‘@ﬁj[ﬂi bclﬁgrgﬁﬁwﬁu
Ry R ST T SR R = e > Y- d pVRRETEE S (truly cus-

tomer driven ) ( Whitely, 1991; Albrecht, 1992 ) -
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MERE AR

e R R

g1 iEL g b 25 4

\ 2FE \ ERR

1 RS AR R S R

PRI - SR SEELS f1F (2000 0 247)

?;Q A “ g j&ﬁB’JUJIu\

\

Kotler %2 Levy F{ ?JTﬂHﬂﬁﬁﬁJ@ G4# (= (broaden the concept of marketing ) [
FIRLRLAE > — e I H 'WJﬁﬁﬁﬂi'Hﬁﬁﬂ s A A RUE IS A PR £
PR o 2 e p DI [R50 SR e (g~ P SR B RN B IR 2
[roffilss Vil (Kotler & Levy, 1969) « pljlﬁféﬁliﬁ%ﬂﬁ& PR GLAV S S (Luck,
1969) (5o E 5 g PO TRl > 2V H T T
Z[IH [’*’jﬁjiﬁfi o FUEC William G. Nichols 7 — v P45 IJ%‘@@TE szH 1 95% [y {’?Sfﬁ
SRR I [ R R - 93% REL S AR IR
AT RS RS BRTEAAVE TS5 0 83% 5“5" b ST TR T (I T SR
T B, =% (Nichols, 1974: 142) -
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PO 10 S0 PO+ (KR f

(Social Marketing ) ~ ?’T‘Fﬁ = %fb (Educational Marketing) ~ 5L %ﬁl (Health Mar-
keting ) ~ éﬁ% (= & ( Celebrity Marketing) ~ ¥ [~ & i ( i/[lﬁj‘l #”Jﬁﬁﬁ‘}% el )

( Culture Marketing ) -~ fﬂAf 7l (Church Marketing) -~ I'J 2857 54 (557]))

(Place Marketing) (Kotler, 2005: 114) - |fijw Fﬁﬁﬁu{_ﬁﬁ'ﬁ EEE = A (s
- fff Fliﬁ& (FI R & A —??éﬂigﬁ%lﬁjﬁ » Andreasen (1995) = X N‘*‘g I
HEFE f/j\ngp\J il (mindset) - [fif = lﬁé—’?%%ﬁ E@ﬁiﬁffﬁ?ﬁ”‘ & JFHFT“'"
PIPE) SR SR IR FlORERL -

— ~ TR

(RECIEE RS TR E[’Hirﬁ [ BT E T - i 4 F
(=G (W > ) s ET%VE? 3ETH] (Kotler & Andreasen, 1991; Bloom & Novelli,
1981; Rothchild, 1979) - ﬂﬁ {7 AR e E%ﬁ PP R RS e S

Andreasen (1995:59-63) Rt (1 5 il 12 -

(= ) £ % (negative demand) : Ti‘f*Af = i ’?Ellﬁﬁmﬁlﬁ’ ﬂﬁ'ﬂ%'—f‘f? fY [E*[FE'
CBi% ) S0 PR o T RS 8 745 « 1o a0 T AR ] A
FIZ. ) ] A BB - SR S o W e
BRI 2 %@ﬁ@WH/Fﬂ°E$¢ Fﬁﬁ‘ﬂ]?%ﬁ%?’@W
P PF”IF kg—:#%& , @LJ%JIEIFI a2 = o lﬂﬂi,jt ol STigh uj + [Eﬁ[ﬂ:
ENE Hﬁ@ﬁﬁfﬁﬁﬂTF“”E#WHJ?%ﬁﬁ*t I*Wﬁﬁﬁ%@

(Z) gwﬁi[ff (highly sensitive issues) : T*%A ﬁfﬁjﬂ’f’?ﬁ,lf‘fﬁ%lﬁ 5’4\% 75 fﬂﬁ?
WA~ SRR LRSS Chigh involvement) FERE » FEINIH @g%

¢ Wy l*éﬁJFU’FE'TJﬂ P A e O 1 B TRl e ﬂ'ﬁ\[ﬁﬁ'ﬁ‘,ﬁi?ﬁi ( Glasgow ) [y
Strathclyde *b’zr%"“ﬂ [R<3 rﬂr%" 7Sl 1=  (Center for Social Marketing) -+ B [/}
EUEASE TRt o4 B (@2 £ | (Department of Community and Family Health ) f 'E%‘ﬁ[
REIFUE » EREEST- g rTJﬂF“f TS AR (Social marketing and Public Health)
FIJ[E&[[Q;':?rJﬁZFjKﬁjf B E R 7 S IBERI 1 g

TN | FLI' ST ARV A [ *%E‘%ﬁ“wul—“ ) [’gm:j:%%\gyﬁi’ﬁif‘eﬁ
ST 1 S PR PRI ERE RTR BRI
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ORI B R T S B S B - A
RIS FHIRIE T AR o AL P R O
Ly SO T G iﬁfﬁﬁﬁﬁ@ﬁﬁ?i FERICRIF A
B RS R LA Y -

(=) &% (invisible benefits) : Tir%’* 7 (5 AT rﬂjé{l@, 7 EL USRI R ﬂﬁ
BTy MR 2 TR R e P R
EEP S SIS L ST R 2] e st J%a
%F’W'ﬁ‘i P BRSO (TR G T ARSI
FIrphab iy © SRS PR > JREIOE Y o e Z{Q%ﬁi‘ﬁ’m%ﬁ& °
E\IF;AI N Elpfj?ﬁir%’ﬁ ,‘?ﬁﬁjglfj}k&ﬁ#ﬁ“ﬁ,\lguiﬁﬁ]&[ft > ,ujﬁﬂj_ 1Y [i’b’?j FEJL =
TEA A ‘l?i*ﬁ (% SIS 5 BB A Y OB

(P4) FIf497% (benefits to third parties) : rir%’* |—I£ﬁjﬁlﬁ gﬁiﬁlﬁ ~ S F[Jcliﬂiﬁﬁ”’li);iy
S HFZEEV L - iﬁ’f'ﬁflﬁ%’l‘*f J PRI TS RN puETRE B
El@[:éﬂ‘ﬁi'aﬁéf"ﬁlii%?fmi (IO |12 30°C T RF h ¥4 [?%l‘ N
P 28°C » BEIRESRPH A I - (LAY A W‘ AL
=7 ﬁ phERY %EI@EA R Ek“aﬁ TESIaE Y= fieI® | TJFIJ e

TFIP T Fﬁﬂ,‘—? g@,a’ﬁ@g@ﬁ@gﬁé@% o

(=) 1541% (intangibles that are difficult to portray ) : plii?ﬂgﬁ Féﬁiﬁ%ﬁ%% el
AR g 2 F Y SR I A NI P N BT E TR R
£ BT TR O B g

s E|de sy aﬁs‘?lﬁl[al A A PO g ISR T S AR R R Y o RLE - TR
*éw PUIFIERSE SN P TE - 1 [SRYRE RS S po g ] - g
BB P

(7 ) ##979% (changes that take a long time) : T*rAAf =y ﬁﬁmﬁ%ﬂguuﬁgm INEEZ -
”Elﬁ Eﬁ"ﬁ T l?biﬁ W[PF;ITQPQKQELJEJTF jxr SRy R 1A Py Ak
B o RPN T A SR 4 SR A T“é"?‘i%'ﬁjé@ B OR FE  261
s ijﬁl[jjﬁ‘iﬁ‘wlﬁitﬁg%ﬁg[ﬁlﬂjﬂhﬁjg{w P R R e il
BRIV H O RSB H A L4 S AR T e
[V LA 0 P TR » SS90 2 35 9% 2 O O D U S
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REIFPRSE S P YRR B PN o B P R
lﬁifjﬁfiﬁxﬁ}iﬁﬂﬁ”@%{?'% TREBER T P xﬁﬁ“i—\fl%ﬁ%’ ’
iﬁ’?‘ﬁiﬁ b RPN B ok E

(=) 2% (culture conflict) : ﬁi‘ﬁ{’?ﬁfh R e TN Rl [FI et 2R R g R
b {TE - ’FLP‘JEE?%? s i I'E?fﬂﬁ T R R E
IHLH%E:TPI AV o P TERETE ’?‘fﬁ'ﬂ‘mﬁ EpTRI D TS A P RAERE R

@ElriTE'ﬁi/%ﬂgﬁ”'—‘ﬁﬁl = Q@F‘F‘T R i TRl
ﬁjﬁ; ﬁ'ﬁ*ﬁ— SR T IT EJT‘?{ ORI e 0 K%~
7 " HOT %’7":'?( T Y k4 FEEE T "77?8‘44 AL *[N*E'
i RS IR R L
ZFAEVE -

() ?%‘[ﬁk (public scrutiny) IIJE"T*F‘ lﬁéﬁjr’?@wf‘ﬂﬁupﬂﬁﬂph—:t cIrT%“iTAII
R 0 2 4 [T G R E L O R
}%ﬁ? il ’F'%"’EIJF‘”{T CE B HREEIRS (URL S R - B

T < SER YIS ST (ER N E o HEREO - TF
%Mﬂ@WJF¢W’MMﬁﬁﬁﬁﬁW@ﬁﬂﬁW?ﬂ%W0

(&) fA3%51% (limited budgets) : ¥ FTwWFI[vE] Wiﬁkﬁgﬁfg7F?%ﬁﬁ%ﬁiJ\pay?ﬁgéﬁiﬁ
B TS O BRI IR R - [ A
ST M HR S e L e e
w0 LD B B oA °wﬁiﬁﬂfﬁ%ﬁwjdﬁ%ﬁ
[ S E ARy & V9t - Bl AT Uﬂflﬂ-g Fi7e F" (IR jj?ﬁr,
U =it 2t 2 w#%

(4 ) %7t (multiple publics) : = [=Ef5ipY 27 l’“‘iiﬁiﬁfqéﬁif [EHpYpI— 2
T H R 19 - ﬁiﬁ TEIT E\'Eﬁfjf‘?@ﬁ@@'?ﬁ'ﬁﬁ i B eligh o ST
e ﬁ‘}:ﬁ?{ NEE L ELH] %FJ,I%I’T * (stakeholders) > %4° ﬂrﬁf T (RN
Py HVE [ TR POy ﬂwﬂgﬁ% gﬁﬂ%ﬁﬂ %r A A
i = R

(- )4 = ﬁﬁl (absence of a marketing mindset) @ — ‘ﬂﬁ“ﬁ@ﬂ"? j=E ) RIS

O Py o =T ERT S RGE TR - P PR R [Félngﬂc’a‘:ﬁ?ﬁ“

ll
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I 50 AL 0 © S R O S B
P RS o (ERLISYL II%[Fﬁi_lHﬁiﬁwi HV i 1 €7 %& L E SN
TR B R - T O R

(4 =) (% (few opportunities to modify products) : #Ti*‘g 7 AL PR
P RHIF, R IR0 ST
S o S TVH T TGRSR g ?‘iﬁfﬁ?ﬂiﬁﬁﬂﬁﬁﬁ?ﬁ#ﬁ ]
RIUDGRAV RS o e kb %F'J%ﬂ‘ (EV P B pl ot pro 2t H
ik - Tﬁfﬂﬁb&ﬁfﬁﬁ&ﬂ%i@* p@fg{ﬁ'  H R E RO R
PP [ R LSRR AT o P tj‘ijiFL;fF—]E[J&’f# |';<
rw&g‘

= B EE AR R

FLRS Byti &15’\”%‘%%{ RFIESTE Y ";éfﬁf\hj']‘ﬁfﬂ/H% B = RO (BRI T
FERIMES P | S IS R o T ]’E%’ﬁﬂﬁ‘[ﬁﬁ\ LR s E'ﬁ UVE R e R
%p%w@ﬁ@oﬂ%aﬁ%,%gs%%ﬁgais%fﬁﬁ¢ﬁ+ﬂy’@ﬁ
T F‘%ﬁ%’ﬁ"gﬁliéf ’ ﬁﬁ RN LEAE SRk Ak LSkl S ] [?EFF’{ o & ﬁi[ﬂjﬂfj

Fl e
: P. Kotler =@ Kevin L. Keller (2005: 15-23) }-{fj’ = éﬁiﬁ%ﬁfﬁﬁjgﬁ%? ER: Y 1Fa
( productions concept ) ~ % Ff# 1 5. (product concepts ) ~ #ff Fé' il & ( selling
concept) ﬁﬁfﬁ@ ( marketing concept) - I'] Eﬂ%% (’rf\ﬁﬁi ('social marketing ) ==
TWETES (00 7% P01 ) o5 RIAESRLS ST 1 0 5 (2 0ot -
ww?%ﬂw%ﬁﬁ@%mwiIk%ﬁﬂ%wW@piﬁr%iwoﬂr&@@
) [0 SRR SRARTSH 7 W T 2 5B O SRR S o
R TR e, P%@ﬁw’imgéiFWWDﬁ HELE
APV R —Tli"'r}f{h/*‘l!—*__f‘jﬁ AU s '*@ﬁ pods e “M“rﬁit{ rﬁ;FF# pULs
TSR A RIS H PRI - 457 g
F'Jwﬁ?ﬂ B ifi- ERITIE T, (push) U] BIERLT ﬁbe'“' = A
A pglfﬁy%ﬁ]ﬁu[‘pfq\ﬁfjjg&?;&%@ﬁ (B 5= B Al RUGE - PRV
T ﬁi[ﬂ ;[&fﬂ?’?@@["ﬂtﬂ% NP T PV [l (sense and re-
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spond orientation ) ( Kotler & Lee, 2008: 26 ) -
Andreasen é@%[ﬁlﬁF @:Jﬁ‘l“-’*lf&f[—:%Jﬂjwrrv “:—i“—"\“\“%‘[ 5 ,U‘J?Bjﬁj J @FF’{ %jr[g_[ o

F'WF Jir;ir,,jm o YT g\.d&agu#‘ﬂ& s BRI R T i > B b%’?[ﬁﬁpm

PR R u}?&@r g‘t’?;’ﬂafll_ﬂj Vi Elfkf_igujuuj@]; E[’]jiﬁj:%“"‘ *
q#@Wﬁ%’w% FYFOf g - S TR 0T LS o 7 8! A
%’WF%@%QF%®_£ BRF Ay I A | P iR

I SRR R O e S BERL R R R
R ST R R R ORISR o ] IR E AR S R
il SRRl eid A AR AT ElICh SRR g e L A
BT B R DR ) Andeaen KGRI 75l
Oy 7 # FRAE D TR = RLFE ) ( organization-centered mindset )
( Andreasen, 1995: 40-41) - ﬁljiﬁ[[ﬁ*hﬁ:é;f fJ g = (FIF, FL ( Andreasen, 1982: 105-
110) :°
(AT N S T RRL T R 2 R
jﬁ?" l“le'EJi FPRFHEVETE o BT 3 "“ﬁ CEE) ffat ~ - Sdpjc BT P
PRI PRI O 2 ST 9 PR R AR 4 B S Y A
Fﬁ#.’?’? o SEPER R B AL T M 0 RS R TJFF ) i
A 'E[Ff PRI o (LRLYHA ﬂbﬁiﬂﬁjw UL iﬁcgﬁlflﬂﬁﬁj
VTl (marketing myopia) -+ PN EL UG Tjrrﬁf% %]EILJ?;*&[fk@EW’FlpLJE 158
T h 2% HEEAY 'ISJJ?E‘I?E 3 ST ELE AR U’Zﬁf‘ E] K JFFJL ge =i
B EE  L A f RE
(Z) FEEEJ 1 #1% (customers are the problem) jﬁ 3@& IJﬁli[:fE;F%iL_ s FE RS
FEJT %" PRIV S Ehpy = P AT AT (ignorance ) = i 7 FUES (lack of
motivation ) WIP@%’%#% E!%l@@ [~ EFRLAY R - &~ f‘JﬁEJ |V
B BYIBIOIEET | 2 5 KL S Ol 'ﬂMI[ﬂ@VﬂWifhuraJ =) g

(=) IEI i ELJIQFEH? ( The organization’s mission is seen as inherently good) : ffﬁ

S [JFLIIST??‘ HFpIH o gl lﬁ*%@gﬁlﬁm_ ['E'?E‘j‘i%’?&éﬁi’ﬁif‘eﬂ
?ﬁﬁff .jﬁiqz]t Ef u@;l%# PRIF=FRE 5&@@ WEE‘PJ
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’?lfl ) ¥, rier[F[L “$FIFH‘E@"}C%?F@FJJ§I¢,E_E‘E[JTA ﬁr'[\ﬂréﬂf FL;I o [’gf\g:g\l’ﬁ N2
gﬁukFWﬂLﬁ%ﬁ#y%§;1wﬂj‘k%gwjkwﬁwﬂéﬁ»qm%kwrm
Y Tgﬂ%Wl°f5%$ﬁwﬁ%%wﬂﬂ?ﬁ?amw’m £7
gwgvgﬂm?r () grm #F ,jﬁﬁjgm s ;{zjgrgﬁ i[’,iﬁiﬁjt LN ~ S B
PRORUBTE [P R RO L
ST T SIS BORBREI |V T S R -

i Gl ?@?ﬁlﬂ (Marketing is seen as communication) : J[I{ |2'*Eﬁﬁrjf}_ ) FHJ%»_T
FROET R BT o )10 AR R © [P R AR R
A T T R AL T, 1) BRI
) ﬂﬂﬁf@&fé‘y JURE R e fie E\'% U ifﬁ‘#ﬁﬁ 5 SIS [
RERLY Q1 % B0t 2, L SERRCSHOCT) e T o RS
ﬁf’ﬁﬂrfi’fﬁ%ﬁﬁjﬂﬂj* SN rﬂff‘@ﬁﬂi?ﬁ@?ﬁ = ﬁ&?{lﬁﬁf?«
FltfﬁAﬁapJT&%krTE7? 13? A

ST EIINAY = S (Marketing research has a limited role) AR {15 fY i~
ﬁﬁj LSS = %JTJUF”T@FFE}FILJE[ E’!ﬁ" PP pY o g 74 1 Umﬁﬁﬂl*}lu
F‘ﬁr& AP AR R o YT ﬁ%gﬁ? F‘ﬁf;& o [P P R AT
KBS BV T T - YR (A RL b A E e TR
B IR o PIIDARE RO o - B ISR S R
PRI AR o NI ST pVA s T (R P VA S
RIS TGRS P 5 o
AP SR A B L -

% 53 5™ (Customers are treated as a mass) - ﬂ%‘% Ff@ﬁi Flops= @Eﬁ?ﬁ
SAKHES T SR *iﬁaﬁi%% iRl 2
B K LY THER A AT T B U B
BEPVE T R e E R Y b *Eﬁ% SN s~ A s g

B~ R B ST ﬁ%ﬁ‘;{@ﬁﬁ_, I R gy N[Jv[gaﬁ SR ’Eﬁi
OB RLT 7 Sl o oo RLie # 2 P > EREOA VRIS

i i
Wiy ) (Competition is ignored ) r;&ﬁﬁl & %F'J el TJ”F 'jﬁﬁ‘?ﬁ'ﬁf



Mg AR LR

}’:{5’_‘[:‘[ & Sﬁjﬁfjg‘l %5_& '—E}:?J‘ij\ ﬁj‘ l'_;{,\_ iﬂﬁ‘&“ﬂ Jg?ﬁ ﬂ[[[?ﬂz‘ﬁ 3 Eﬁﬂu 73 FI Jj:]:[
B PIORE o (LALEAING R BT RO o S R
B R B (1 ATV SRR T > AL A i B

Lo R RN T o R S - R )
D “‘JI‘IJ R

= ™

(=) Epy %II E’!‘ (Staffers are drawn from those with product or communication )
N [uerfﬁﬁJ 2R PR ,!E%ﬁﬁjﬁlﬁggﬂﬁ%ﬁﬂ\ﬂ@@f’g
32‘}‘5]‘ E"Fﬁ%l%‘ﬂﬁfﬁifﬁ PIPFETS o AT A S Y pVIE o T‘i?ﬁﬁff
Elfﬁ%ﬁ POEREE N BV R N B U P Hﬁt%&
S AR B ST LS iv%ég
p JF%@F LR o

Theodore Levitt (1960 ) ﬁ[‘“'?ﬁ['r i & lﬁﬁjﬂ@?ﬁ g o )R
R R - ) T T RARFE UL o AT
i~ gﬁﬂﬁL@@’ﬁj\ﬁlJMﬁ o (Fi e > 2005 44) b ’ﬂETJEAT*ﬁﬁé?JFH IS
ﬁlﬁ?‘ﬁfrﬁf IR I %j?{git@ T R T LR o i m,éﬂ\ﬁﬁgﬂfg, WP

A ,quTJrqﬁﬁﬁJF[J,@ P IR ERRLEO - HORLA G R -
IS SRR B SR R UL « TR R
TRLIST S IR o B SR S R R TR
AOEEY (DEE - viEE B ’mgﬁn@rfip@;@ﬂ%% R P R
B ROl ) ST 7 (R AR [
EORNIES (& b S N C S A R et DI
T AP RN b T T, TEEREE 14 (Walking School Bus) - EZHi
A2 EPBER - BRSO A R B~ ORGSR -
o RIS TSRS R WA (WA ] 5% - S R
o S RO S g JF{TSFF[ ?Pjgh ’?] SN E[?{}g\ﬁ[ & RIEEEH
’lﬂg’éﬂf—-’ﬂ#l‘ﬁ = R E SN (Kotler & Lee, 2008:9) o
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(2~ RS QIS TIHRE

ik n {F‘JEU%FAT 7 4l RIS B TR ﬁjﬁ@?ﬁ' ffiffi (customer value) “Bi
i EL (customer satisfaction ) iﬁ[ﬂ iR s CPy g > 2005 < 22) o [P = [~
@g@wmm%aﬁﬁﬁ%miﬁww?%ﬁﬁﬁﬂ%%°P”km“E
McCarthy (1968 ) 11327 [i% i, (Product) - E?Fi (Price) ~3fj"# (Place) -~
# (Promotion) 17 [f' vrf]:/\I:erJu R F,i‘gfﬂ#‘ ’ iﬁiﬁ}ﬁﬁrﬁ@fﬁ%",
A - BT S E EAOT D R 4P SIS R G
lﬁﬁﬁ?w ﬁno%ﬁ* R T TAP ) TSR FLRLAERE A
g‘m [L[[éﬁ %K*; Jul‘t —r'ﬁ: E&h—;ﬁﬁjk%ﬁ&rx ]:[ F[Jl—fﬁﬁj—}_‘ FE"‘J&/—%& (Nlblett 2007:
6-7) -

TiEs e B AT~ RP  HFE Al 8 AT %ﬁﬁ“ 2R 1T
ﬂ%\§§éwﬁﬁﬁ4“‘ﬁﬁ‘ﬁﬁﬁﬁﬁiﬁﬁ’@%ﬂ%ﬁﬁi
B A el p R E® o (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 ob-
jectives.) ( American Marketing Association [ AMA ] , 1985: 1)

(I~ @fﬁiiﬁ\g'ﬂ'?ﬂ gy 8 > Don E. Schultz ~ Stanley I. Tannenbaum = Robert F.
Lauterborn (1992) #i1) M4C ;| Jefill [~&I% ﬁ'ﬁ{[@@?ﬁ ﬂﬂ] RIS TN o4 o M
PR OY BIRL 5 SR AT fi CORL TERK [3aE ) ( Customer
benefits ) - fﬂéﬁ%f%?ﬁ?ﬁdf%ﬁﬁfﬁt fil C kL "TEHE A | (Customer Cost) - ¥
FERUSYS i CRL TRIFIME S (Convenience for the buyer) - S R[5
C iljﬁlﬁj ( Communication) - J[IZ 1 B+ o

°ﬁmﬁ%méﬁﬂwﬁﬁ@%ﬁ@%@%ﬁa’WWﬁﬁ“W*EﬂmﬁwmFWWW
4, (solutions) P RL e R ”%ﬂ\ ' T&UFFH\@? FHIRE -~ J1F=y e | ‘TA@? fJ
Fllz% - Flp IBM pjff[[*ﬁl 444 TF] 5;4%% TGN = ASPTPRE o hRLET R T ”F% ’EEIEIE?;:
Bl ﬁgl»éﬁ = awg“ LAV TE & (total solut1ons)
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Robert Lauterborn (1990) 3 - F Jr“irfﬁﬁjur[ﬁpj 4P Rl | Iﬁﬁﬁﬁjéig IR fRIAY
P phi By F pURSE Y o [HIRL T4C F' l*%rF + ’}Ljﬁig@‘mﬁ ,Jg@#—
Tt O R @ﬁw%wwﬁm%ﬁ%ﬂ@@w&%’%ﬁhw
FERH R R RS AR Wf“ﬁﬁ%?frﬁm% » Fr PP RURE i T R T
B OELEISE  PULEE OB WIS SBHE RIS R 7R
RS2 G 5 TR Tﬁﬁwéﬂ'ﬂ%ﬁﬂ®W@@ﬁ =155
oty 2 AL OIS TR OO P 81 BT
WISV g1 Ej'ﬁﬂapwm?’iﬁw% 2 BRI A
1975 L B o

F1 1€ 4P F| 4C 1y EHEREHA

I P BB
4P 4C
2 il Product Wi & %52 Customer benefit
I?Wﬁ Price % 7Y 4 Customer cost
3p]EF Place ff17]/1% Convenient
%?1 Promotion iﬁ{m Communication
PRI EH

“L
._.

HFE#%W%ﬁ%mﬁEW’#ﬁwﬁmﬁﬁ”“Tgﬁﬁﬁﬁﬁﬁﬂfm$ﬁuﬁzﬁ
pﬁ ﬁfl,jﬁfjjgwﬂﬁ#nﬂn 43 T ggﬁ'f'[ N g“}:p* N 7«55&,?:; Fﬁﬁ[gaﬂa ’Ifj‘f&,
P - &% RO L AR 0 g % %
RSO« PIBIIH  EIEAEETAs ]f§T
PPyt -l 2 RLITRTE R B H e % ﬁJ&Hr%;ﬁE&fﬂ ﬁi“fEﬁEJ&N
ﬁﬁfi‘&‘ﬁrﬂ GRS [Tz ] 360 = &~ E [l Ih&J'f‘.ﬁ T RUELEE ) S 2
[EH] glﬁgﬁi[ﬂ <RI [F' rjg e TE l’gllgiJ (customer advocacy ) }Z;r:,
N réxﬁﬁ IR *“J@@Fﬁ"ﬁv o | (Advocate for your customers and they
will advocate for you ! ) (Urban, 2005: 155)

Y I—%%Efj?@ P e (R S A A ppﬁm » BERF R VR 19
SRR ERL o (EURLED (T P RE (R - Al ﬁ_ﬁri r%ﬁ“'ﬂéﬂi 1%
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~
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puzplge 2 & ?ﬁt AP U T S ”Fu{'ﬁF{IHI CERRIEIpEL R 2 C. Dev
D. Schultz (2005 ) S5fF=fli gl (U8 > BGE Don E. Schultz - Stanley 1. Tan-
nenbaum == Robert F. Lauterborn IV "4C | Hl[# > i I TSIVA | puB &8
P (BRI [ S HIRIGERVE @ » C. Dev =2 D. Schultz 3 B b Y gL ?ﬁﬁi‘
Il R O S R ) - P T TR PR - R l%”f
fifl o PRIF-RE %’T'[ [ A i'q’”F\,’TEFT E[Jr[[’“[[[“‘ﬁ? : EJ’i’—Ha‘Ué{ ( solutions ) ~
A (information ) -~ ”FF]'[:E”_I (value ) - I'J 37 (access) - iF%D“I ffd e ¥ F I 7 Y
"SIVA > I Y “Shiva” o RUFHIR MR - o (SR TRk E
=, Ve E\'F;[ o ;F'[ SRR RGE AP PURET > Y el R Ay
AEAU i (C. Dev & D. Schultz, 2005: 19) © I'] ™™ 535U iﬁ%;ﬁ_] °
— R % (solutions ) F%Téﬁ'ﬁ"? 1> 2SO0 S ORI ? L e AR
R j‘?‘ﬁ”wﬁiﬁﬁﬁéﬁgﬁ#gumM o ]+ IBM PRSI R
Bl YR PR 5 B R RLI SRR S TR 4 o (NI T
WA O W O BN
- VR 59 8 bk P 8 07 LR (F Qﬁﬁ'&‘é’é 'J%y?ﬁ °
éﬁﬁf\ﬁﬁ l'*%ﬁﬁ']% » Tl AR ELE | 5 B R N VMBS TR E ﬁ}rlﬁ’\[ﬂﬁﬁ
O R e TSI SR AR RO RIS 1
i‘ﬁﬁﬁﬁﬁéﬁwmﬁ’ﬁﬁﬁ{@ﬁ% FIpuk Fﬁh%?ﬂj °
FF’J?JE%L%E?%FQii’ﬂiiﬂjPLFT{]‘E'U*E&’@%@TI!T_F?J* m&ﬁrﬁ/‘?'% F Rl
2 AR P PRI R ) T derpap s * FHE™ o R LW?&,@F@E{E%;
ﬁ RS (T fTH? « SUSPETS PURIRLL - IRES L (Rl U 2SN = (R
@ﬁj(ﬂuwﬁ@lglc 'Eﬁ[[plaj: ) ﬁ\%“ [EI’F&?V&?"’PE?F@Q’ i P EIE R
W PSSEY TR T 2 U O M, i
s - DB S i R GRS TR T
A KPR I RL R AR R S R T P
A SRR T - B O s

10 ﬁ%‘?%ﬁﬂ Tendai Dhliwayo /' “Taking you home” » 5" iz ] I iy }[ﬁ'ijiﬁfﬁfﬁ A
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The Customer Mindset of Social
Marketing

Po-Woun Lin"

Abstract

This paper discusses the customer mindset of social marketing from
three points of view. The first is that the customer mindset derives from con-
sumerism and total quality management. The second viewpoint explains the
myth that product-oriented and production-oriented organization centered
mindset cannot change the behavior of the target group. The third is that the
right mindset of social marketing should be an attempt to meet the cus-
tomer’s needs. The conclusion emphasizes the importance that the 4P mix
should shift from production orientation to customer orientation, and use the
4C and SIVA to transform the model.

Keywords: customer orientation, organization centered, consumer move-
ment, 4C, SIVA.
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