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T*%A 1776l (social marketing ) H&&.[975Y > YT % (corporate ) ﬁj‘ﬁi‘ﬁ% =
('social responsibility ) [5 # kL% ( Patterson, 1966; Lipson, Kelley, & Marshak,
1973; Lazer, 1969 ; ﬁ‘fﬁdf »2009) > ”T*rf“f 5 i L S P (IR S ’FFE'

A (Kotler, 2005; Levy, 2002) - | 'ﬂhﬂﬁ”]ﬂﬁ‘ﬁ*ﬁﬂjdm@ o PISEL 2 HF Py

WAL P ARRLIK P T ERRER R RIS TR AL
SEEPUE YR I > H\Wﬁﬂﬁiﬁmﬁﬁ?wﬁﬁﬁﬂ@&fd °

4 Philp Kotler = Gary Zaltman H{Iifi Jﬂ-rf’j = Hiffs At 5{5%%? i Higl— 78

MR~ BT RO R AR A R PR R )
fifﬁﬁﬁlel I [@Q[‘Fﬂ}% TJF%“ﬁJ*' S %E'ﬁz?ﬁf (Kotler & Zaltman,
1971: 5) - HE FJ (FIURE T*%ﬁm,JﬂJEIp’JI’EI G2 FNCE - Efﬁ —~ Jur o
Kotler =* Roberto (1989 ) E'[J}{‘—’J’Tjrﬁ = S AR ﬂi[F[J 1 %;ﬁ[ﬂjcm@kﬁ\ = o
WL T*%A 5 SR S RS [y U SR -
Andreasen mﬁb rTf%“ﬁ%ﬁJi:— FEFRE By TS TS5 FEE gnggg—gj I'Ft
F'“ﬂi?%“ﬁjli 1 lﬁiﬁ”ﬂkﬂé‘ﬁ'@p"ﬁ“ﬁuﬁI@?]ﬁtmﬁ‘ A IBUSE 122 ]};ifwa
s ﬁﬁ“i‘m‘lh , (Andreasen, 1995:7) ' Jeff French = Clive Blair-Stvens (2005 )
FM F*fﬁﬁ@fhi T R | S SR e E‘ﬁ"’ﬁ“{ TEEE FT.Jmet ks
ik o

ELJE rimf‘j I—J‘éﬁj ,jﬁ/ﬁw%mt ISCE = I NN = 3IST: AR (o FE[J;:EJn?i_ﬁ% [’?éﬁi
POk fBU'EI'@%T?ﬁ PURIE S El | (Andreasen, 1995:37) o [F=754f 'Hl?/‘rp?ﬁf%i*?i

! ﬁ‘?{fjﬂ["ﬁ[@ %ﬁﬁﬁﬂ[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 ” R FEEETE Andreasen T 1994 FFAUR TSI FHE S $h (’?EF‘?F% I'Fhflfﬁﬂ? ’
I §F4| W,ﬁ,ﬁfr@iﬁrmﬂﬁél TS o %}{%‘]’ 1994 = iR %ﬁﬁ:ﬁﬂ[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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A3 £ ﬁﬁ = SR B dirigh o S8 %gﬁlfw[ﬁﬁdﬂ_rﬁﬂ\ rﬁ,fjiﬁj" ]
(high-involvement ) Iﬁiﬁi » Y ﬁﬁﬂﬁlﬁfﬂﬁf TR BRI Y=k > RLE
VIV 510 1 s o

HEIREE % 3 ] (customer orientation ) L = &l {72 fA% < (1 it > W D
(customer values ) hLERER -3 5 'ﬁ‘j;‘fp aﬂfl&@? BT [EFE FIJFH':JEIgF T
B RURERORI » it | VRS PO o ST G AT BB 0 R o )
AR 4P SR flﬁ“ﬁ[ﬁgi%iﬂrmﬁ‘ﬂﬁ”&”ﬁgl L*’ﬁ“*ﬁfﬂ ]Wr%f%gﬁéﬁlﬁ'@ﬁ“
(A8 il Alan Andreasen f4g<% & i -3 lﬂﬁﬁjnrlﬁp JACRE > SRR SRR 2 fﬁ
© DRL IR a8 Fu[:%@ﬁ i J%“JF@JU* SR i “E'%Eﬁgﬁ’ﬁ%‘]ﬁ@fﬁﬂ »
pgqu.?éﬁ il Frlipri7ﬁ, 7 HUERR AR | (Andreasen, 1995:38) - i,

B R e PR TR ARG R fifiF Uit o IRV A A~ EY
wﬂﬁ [il0e p—%W%%%ﬁwﬁﬁﬁﬁﬁﬁwm pW@ﬁH%W—ﬁﬁﬁ
I RAAED o

Gl RN R U R [ o R Lf@ﬁi%ﬁﬁ”ﬁjﬁ};@ P P RELET [’EF""@
SRR - EPOBIAAOET IRL PR S 5 - SRR T Eirﬁ
-~ (9 SRS WEIHI LS - DUNB e - R el
)?ﬁﬁlbfﬁﬁﬁlJ?%%:?'“&rH@Ffﬂﬁéﬁ”ﬁH$¢ﬁEHwT%%H;H%ﬁﬁﬂ?“$
I RN L < I E AN & S I E Sy et
PRI ERSR o T BRI 1 RIS 2 ORI L1 el ST P S Py
A AL 57 (YBR[ S0 T IR oy
ST SR 5 T PR TS -

C—;%ﬁ% T Sﬁg AFTRI S Fﬁ'ﬁi ’ %gﬁmf&r{]‘iﬁ&ﬁﬁﬂ Rk %ﬂ ; (customer-
blind) > PN RGOSR DAL R R HL > I RLE R SR
E‘iiﬁekﬁ T fZE (Osborne & Gaebler, 1992: 167) o [R5 2% 2t H qg%’ﬁﬁ#,@?
Rl oy e R A S S I ESog ﬁr{]‘*ﬁ&ﬁ?l A ( qJ?ﬁﬂJ:‘%[’ﬁ
A1) %ﬁ?‘?{ﬁ:ﬁﬁ@?{ RS ﬁﬁﬁfﬁ SR ff@hﬁﬁ (BRI ) iy (B =

PAhIIR SfIYr™ © “They have learned the words of a customer orientation but they ha-
ven’t learned the music! ” T HIVEER ;ﬁpqﬁkiﬁﬂj} fy 3%?5{\@?{5@&[]%4 HIA B o
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FEEF] « F-oX5-H 99747

HCE )+ 4 U SRR I (2R 2002 22) - iy
e R ;ﬂ[[“g' %F—F’,Z‘“FM/‘ R %&5“&[ ( Stewart & Ranson, 1988;
Pollitt, 1990; Swiss, 1992; Frederickson, 1992; Patterson, 1998 ) > [ & = [ud% ﬁl[ﬂj@
S PORBIRSTE BT ? 5 TP S S ISR I HES [ £
et R 2 T VTR R T RL P TR SRV 58E 2 (political
rhetoric) | (Bﬁﬂ“ﬁ’ﬁl » 1999) ;3 lFf R IEIEO *‘Tﬂ?t fﬂﬁl VRIS S5f rgléﬁﬁir[ g Rl
AEURLE T L -

ﬁ'ﬁ”ﬂ*lﬁ = ﬁﬁl;\_l”’ H FJ » BATRYEE N s E@E['fﬁ*{ﬁj% fyJJ &l > Andreason
(1995 9-13) FHGT#57)1932 1 (education approach ) ~ FYfiS2 % (persuasion
approach ) ~ i+ t'r (17— % (behavioral modification approach ) -~ TJFF‘ a7 b
(social influence approach) o Kotler ~ Robreto =* Lee (2002 ) & gfﬁ pantg ] fl
It rmal*‘J AEYRE % (economic approach ) ~ E[#:3# % (technology approach) I']
bL*T‘F'TE‘ 3% @ (public policy and law ) - ]ﬁ_'ﬂ*ﬁﬁ A F*lﬁﬂ*ﬁfﬁ”ﬁiﬂq
FIRECRS > OIS F Rt ©F VR S R R I RS - PR
FERELY K 0 (S PR RS R RS 0 2 A 4P
FIT Bl Igﬁ”rﬁ[ ) & ;ﬁ\fﬂ Jja;JEaa [Kﬁgfﬂfgﬁfj[gd?gﬁ@ﬁ T Elfji,;ég’éﬁjui s HIV (T EL AU |

Ry - F1HZ OO0+ & » L@ (ﬁfﬁ 1‘?§ﬁi£{F—JI[J>> ( Social Marketing Quarterly ) [*
& @%ﬂrﬁﬁﬁ% ] THERLES @ | (It's All About the Customer ) FBfE - F | S5
DT ) SHET SRR E T R -

’]jiP ST A ) e [ ﬁlﬁrﬂz rf%pmrjlh ) xiﬁFI“ ?P]E[Jﬁ]‘ﬂ;uﬂ] ) ﬁ,ﬁzn‘g[gqgggl ﬁ
(1985) ~ g (1992) ~ & E;ﬂill’é (1995) - }W?F'[P&f)'\ (1996) - ?FF,LIEF
(1996) - I'J R E[HT U (2007 ) ﬂ%ﬁ%‘ﬁﬁl’*éﬁl | ’Fkﬂ‘l%ﬂ]‘ It H g

iﬁﬂ}lﬁ%ﬁf:féﬁfﬁfk EZEQ R =R B (L5 0 2000) ~ B (TRESSS
1999) ~ RUELE (<5 (RF] 0 2002) ~ F (BRI 1997) b * 5 (g
#|» 2006) FIEFTAERS R (2 0 2006) EHE I o [ETHALL g
CRIOP I3+ VE UG - SRERLS L R B £
PR = S A s T SRR S ﬂaw@gu%w *“*?WFH:? FEPIL [JVT”"’
BRI EpeApo 2 i CBT) g IRRa ORI o APt E IR [T
R FORR ETRTR SEEAE  o
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(I (H s 2 iRl #E (Kotler & Lee, 2008: 123 HHff¥ > 2009) < §
FELp T » o 7 SR R E Gukl * PIHURTE] S EL o [ S gL P i
[ﬁﬁgumtﬁw@ B RUSER  BEET R

PN e A AU j:‘%%piﬁﬁﬁﬁﬁjﬁ’ g% EECH ufﬁg@g{@ 4%"“]‘??
o @ﬁ@?f?'ﬁﬁﬁ*ﬁ*%% B R b U
U LS B USSR f SR RL T (B4 B P R 1 1
Tf%“'*f‘ﬁ"i@l Tl %JIH’E“ i 4p ﬁ?{m!ﬁﬁﬁ DI 387 PR SO RIS 1
(BB 18 - I 4C =2 SIVA f TRV RIS LR LRE > [ Ll

8 REA SRR E

r%@ﬁgm TRL- R EU R Y fREENES - T ,jﬁﬁﬂ?alﬁugq flTo
E= I’jﬁﬁ'_&:g #Es ; (Consumer Movement ) = §|? Fﬁ} @TFIIEEJ ; (Total Quality
Management ) |~ I3f 'IUE,%["/T: °

B S R A 5 SR
& IR - fifz;rr(jsqulf | EETAI TR R R R S SN R
B A PSR PR SR EYIOELE @gﬂlﬁﬂfm ek ol BJ%‘JJE'I R AR AT}
B ? ﬁiilﬁl H1# (user) | Ilﬁ“}‘%ﬂﬁ'ﬂ%pﬁgﬁf' o [ F?—fiﬁ—ifﬁ’f—fﬂjtj‘ﬁ/‘[pj“
(user) E|3 T f[ fUZE Fﬂ fF1UVeE % (customer ) ~ Ifj§%7H (consumer) ~ FH*i
( client ) ﬁ& FL A & F,Jx;s & » ( stakeholder ) ~ * X (citizen ) ~ A% *
(taxpayer ) - == A5 (pubhc) ;ﬂﬂ*r‘;tj [ﬂjﬁfllﬁ[m |G, [KE']HFBTQ"E A pee
@BHJ&ﬁpaéﬁﬁﬁ ( Alford, 2002: 337) LE%% ke 4#%%?‘ iﬁﬁ_ﬁﬁﬁﬁﬁJE%fﬁﬂ*:p
CET

F'W/\lﬂ’&' Lﬁgﬁ@ﬁi@guclv@ £ 22 ﬁ%gu%ﬂﬁj /J—rﬁaﬁﬁml pJﬂ,l;EE

oo Him Jenh 2 E SUBARAE TR E T RG] ﬁ"ﬁ@ﬁf[ﬁﬁ'FﬁHl
( Special Message to the Congress on Protecting the Consumer Interest ) F[ 1 1= iF'j
PO [P FLA A 2 UREF] (the right to safety) ~ PEFEPE gr € AffofgF]
(the right to be informed ) ~ Z{&[UA#(| (the right to choose) ~ Wi flo &7 FIfufd
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#[] (the right to be heard ) ; ™ §F{%‘rﬁﬁ‘ #ﬁE*JEI Zpaat ﬁ"z’ﬁ—?fs}fﬁ f' S
W E P Y 5 (Weiss, 1968: 45) - %ﬁiﬁpwﬁu¢m [NRY

%ﬁ%ﬁ;@?%wyﬁ%@ﬂﬁﬁééﬁkw%g

P BELT] "Ejrsrﬂﬁ 9 APV L AT EL S HPERE o BT PRI
fﬁ\f‘%’??fﬁﬁgﬁﬁﬁ’ %ﬂ?}ﬁﬁ « P (1878-1968) #yitl (Upton Sinclair’s writings) > 3
PP RSSO AR 2 Ol
1=~ JuO & 55 HHﬂIH CR A ﬁﬁ#,i g% | (Pure Food and Drug Act) =}
Fﬁ’{,ﬁ%&%ﬁ ( Meat Inspection Act) » ™ ' i~ Ju— PUF B %ﬁ‘éﬂ?f =S F'I‘F{ (Federal
Trade Commission ) ’WEW'@*%% o By WV R RLAE T~ oS OF
TR £« R o Uy P BT ) 0 i BV By
7, [ gFH'“ T E A # SEEPE | AP FL It s ”’aﬁi[?fﬁb%’tﬁ INES
RESEIRS « 27 5T RER P H A TR b R e WWN R1
R AR EURCEE > FEU1E A (Lyndon Johnson ) EARFEITEY T FRERY
#1El ) (Consumer Interests Message ) (Kotler, 1972:49) -

R IS B R T R R é%ﬁ?ﬁﬂpﬁ#[ i E@?iﬁ]ﬂ?ﬁfﬁl%mﬁﬁ
5 0 Lk ERLECRLTL S IR B e T R ] - e =
'lfJ;%i%ﬁ/[ﬁ v Jue T F,sj;éi#[fﬁ;;i mg N A Epfjﬁﬂ’jﬁﬁﬁgﬁ E I [ [
— FRUNI R PLE N W Jue s B RUBENE S o (LR H B A AR R
PRS- b JufopHsE R i e = gl )i W ?tf?féﬁﬁﬁﬁﬁﬁfhj\ﬁyfgfi
BRI RS O - IR BT B R S A
o *,JL'EEJ;FE%FEI\]‘ - P - o %Q-I/j;ttfjuﬂ BT -

~ é%ﬁﬁﬁ%;yﬁﬁ@ BN bmﬁﬂ@W%xﬁﬁWW?vﬁﬁ
SPPR RO [ S PR

> Upton Sinclair, Jr. » &~ 1"+ & Erﬂif’* JuAb T E s HEF oA By e ﬂ%‘\[a&[% EDIF'U@F?

glxﬁﬁ:i > FPE F"*[J*‘L”}"jf (Pulitzer Prize) » LAYAT A 4 posa | BB, - G H (=

SIS F['ﬁ5$ [TERLT — O F pu— 4 {5 S B FF# T ek SR ” (&

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

(Pure Food and Drug Act) =[] FF Mﬁ%ﬁ (Meat Inspection Act) =I5 (W7 ﬁ S AVED El
follF % o
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T ERE pﬂhﬁﬂﬁ? SRR ’?’f{f} g fﬁi?[’\:fﬁiik *ﬁ’%ﬁ_&"

5 EER D R G AR AR AT L
P~ RIS BRI ~ BRI ST R

PR 1 P N i B A

PR e 25 [ Sl ] (BTt A e > e ) FURJ P B G BT o 452
f[ N2 ?F[J’é"i‘?f— # (consumerism ) F’ﬁ”[ﬁ?}ﬁ‘;@ r?ﬁ {4 H = f# , (consumer sov-
ereignty ) 10F5 20, « T AifIISH 5 ) ﬁmﬂﬁfﬂﬁiﬂ TR
(Let the buyer beware) (Knauer, 1969) - * Kotler (1972: 50) 2 EY, Fiﬁj’é” EE-Y
ol FEIEY [[:F"JI‘H ] %Iﬁ@ﬂjﬁfﬂ?*ﬁﬁéﬂJ o Richard H. Busklrk = James T
Rothe (1970 2) P15 142 AL 41 5451712 i e

1

At TR '?ﬁﬁ%ﬁ’[plrgggu@ﬂj oy Kotler (1972) =" Saafifjfe = &2 =
jﬁ,ﬁ
I 2 Skl PR S -
=R B AR
T OHE ARG EHA
DU FTE 2 A S ﬂgﬁ.; Z51E
o A E = AL %ﬂjﬁ?

PR AT = Aot o O] T RO S R RS e
[P R B T TR T T - S IR B e
ﬁ%§??%¢§3%@’W?WWgﬁWW—%ww@ﬂwﬂ%oﬂw
Christopher Pollitt ]EITF[”' DAY AR EL - FE Y ”FJF i IJEiJfPI,%*: B o BT 4
T o WS ~ S ] R i i L E Ao o
Fo pLpE ?“Tfekg RO T ﬁﬂf#ﬁﬁéﬂ\ , (Pollitt, 1987:43)

-A—f/:

FY# kR > Jenny Potter (1988 ) *ﬁﬁ[wﬁ'fﬁjﬁ”j SN FS Y H 4 F » e £ R

@@ﬂ?ﬁ@@:
fYH PRI ELTVEE (access) o T HECE]E R H AR PV

M) (=i R SRR H SR 12! Viginia H. Knauer 2 4 » fT ¥ Gy )
Tifh: (Let the seller beware) > T[T+ FE[%: (Let the buyer beware) RIF=BE ] >
Vg -
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Al 1? b Wﬂbﬁﬁf/\ﬁrﬁf gw}?ﬁ‘; ZIREE (choice) ﬁlﬁgﬁ;ﬁ
= HYHP IR T [fl pUeYt (information) o
e ‘JF‘\?"’?T@HA&T’}FJEﬁ SRR ‘GE'T [ﬁJEIfJ’FFFfY (redress ) Fﬁ 5 o
T AR T 2 A AR VRS '"LJ l*%[ﬁf (representation ) ©
FLERE > B E RSN "’71‘@4@’3\7??] F'“!‘Tjrﬁ?”— 4R R
E Y IRt e SRR A Jfﬁéfﬂﬁ?’ﬁ! U@EE | T @5&??—] 5
FHAIY TR » ST R IR P B P ;Fu  PIRH S AR
Ot BT o SR N ST PO R 1) N B
@ﬁ HLFH S ot [ = P - ey ﬁ?ﬂﬁﬂ%$?ﬂéﬂwﬁ
o U HOT SR R ST RN ST I )AL
- U S TR pUE (5P 0 2007 1 120-121)  RLTff)]
PH = RV R > SBETE fﬁ?ﬁ—l’ﬁ&ﬁ#?ﬁﬁ?ﬁpfﬁ?ﬁ SR TR fORIGE
A RO pOREE S A P PRI R R gAY ] RO -
F R Ry AT Y 9 > TR f) (costumer orientation ) B %
VRV SHS = Jurr OF (¢ EIU;:AE'IFF,#[@T’E&[ ( Total Quality Management) - ° £l 5
FERE RERLY | TR ) (Oakland, 1993: 3; Price, 1991:3) « 412

FIARETERRLY ) TR R R S AR S o S ERRAR A R 67
A N L O e v R T E R wﬁjﬁﬂﬂ% (Mossard, 1991: 223) - | =

Ifl%‘\ (2000 : 241) Fifjt“ TE"FFI‘[ @f?ﬁ,lpfjéglgﬁ&v# FrkLr) 3ﬁjﬁigg'ﬁfﬁi§ﬁ
T EL SR R T, o P LR T e OFF IV RLAIARYE (A

e SRR o R b OF (o F i HPRASE ﬁ?ﬂ%“ﬁ

Ao PSSR A T S SIS 8 1% DAIE T AT S ik i - 2

,}U/r Og; I‘L E[]ﬁhL[lglj%miﬂj_' i’ ["‘ [Eﬁ'q‘\ 5 IZQIH@ FF’{[ELJF):/E"_J[ y FH; H f{r{]ﬁj_%|

h Ji”g“‘%é‘:jwﬁi]‘ [ [agh 'L[' #@T*ﬁ Sﬁ % (quality function deployment ) ‘F[&PF’{T@T‘FII

F1-3E (seven management tools ) (Ross, 1999: 189-194) -

Z IR L AR IO > Lo 2y DA ER R ) O - AR G A

= e OF 4 wEEHEE] (WL E. Demmg) A SR f*’jﬁﬁfﬁiﬁ?ﬁ éﬂ?ﬁ P. Crosby -
J. Juran =~ ﬁﬂ’” i E £, rggyd;fq j%ﬁ F" Ffﬁg“—&:;g;g;;ﬁ[ﬁrﬁj E[fjﬁl?@., Gt
S OTPRE] FETRERO (I PREET 1999 1 417)
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AL g AR E LR

PTG B4 S TEAL IS P B T R T e e 2
(What’s in it for me?) - | l%lﬁﬂj %F} Fle lﬁ[ﬁfﬁf\% F ISR o R 1
@Ew—ﬁj‘ > R e iﬁﬂl%f’ﬁﬁ”%ﬂ‘ B 9t o R R B 3 7
R "?PJE [YERf] SRS A oS PR EJAESEE > £ ir”?ﬂﬁﬁ' ﬁﬂ“
IR e DR IR QS R SRR A O S P TR
AOHEA] o PP FU‘EFEI)FEE{[?;EQFF O] E R o B PRI R
%kEETWW@%EwﬁHM%’['ﬁ%ﬁﬂm%w%%ﬁﬁﬁﬁoj
(Kotler & Lee, 2008: 25-27 ) [H£E = = i FEELRLEG ﬂlﬁfug’ﬁm’g'?ﬁ' B TR
B LISV RLTT © TREETT GURLT R ~ [T - R [l SR
[ikm?*ﬁ’?&/ » HT Ji’f'fﬂ UV s il (Zelthaml Parasuraman, & Berry, 1990:
27) -
CEE SRS+ R U iE ] R T R N A A
<”“>?3§H#ﬁ?% PEEET : B 3 T RRAL A [

[fk_ﬂg F”wﬁ S P'ﬁ’ﬁﬁ}{jﬁ FF S S FEL A R IV AR o
U ff[ﬁ EUHELRLD ) T (HEIR ORI R 2 s o iy Fi’—thP TETE BRSO
FY RIS TIPS R S j"ii%;[/ » SDHIERLE [ TR R e

3o v[lﬁgﬂl 1 575 o

LT, VAR I RS A
oo R EEIRL ngLiTL: [ERVE S é‘F;%‘TﬁFﬁjp[EJF I )FEJF[\JLLIFEI—: ER SRV R o

ﬁﬂﬁﬁi@iw%miéw (SRR R TR OB T
Ao ) FURLHEE T A AR E Y E R o B Ay TR K EEEY ) (customer drlven) s
Zﬁgif‘;ﬁ@*ﬁﬁ’pfjgﬂqig.’zu ) n'ﬁgﬁ@*@{ﬁfjﬁqfﬁgﬁ@ﬁﬁaﬁ@pgw?ﬁ I uaﬁ@ﬁ?ﬁﬁmgg
RS ST e T AT IEE A TS PR CRVEREVETS (truly cus-
tomer driven ) ( Whitely, 1991; Albrecht, 1992 ) -
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YL3FE TR
LR
Pk

MERE AR

e R R

g1 iEL b 25 4

\ 2FE \ ERA

1 RS A Ry R S R

PRI © SR SIS f1F (2000 0 247)

?;Q A “ g j&ﬁegﬂ/lu\

\

Kotler == Levy F{f’f’f’iﬁiﬂh”? éﬁi@ﬁ\%‘k {* (broaden the concept of marketing) fiY
FIRRLAEL > — o PRIV 3 MRV AR O R RIE ISPUE E P[PV 55
FURE o = ST (R S5 I A L PR S AR SR 2R %
froffisi V1 (Kotler & Levy, 1969) - ﬁljiﬁféﬁli&f% YOEPECE LY (Luck,
1969) » [ {7y 5 P A0 o PO kel » = Sl QT L s
,{[JiEl [*BTLFJiﬁfa o FUYE William G. Nichols 7~ v U= f J?ﬁﬁ’ﬁft?—r » 95% fYiE i

UL ORI RS S 2R IR 93% RSO fHEIET
U]’%}B«L&;’:f&%ﬁ FREERAVRE €255 - 83% BT OIS I RIR T (R 7] (P
B B, =% (Nichols, 1974: 142) -
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g FHREE LR

WLFE[’Z"ETFJ{E\JJ:F'E?JEEFﬂlﬂgjﬁ” ’ fj%vgiﬁﬁﬁjg[ TR S ol EF'F'JF'JfJf@? » [AVEL TJ”‘?{ i &

(Social Marketing ) ~ ?"T‘ﬁ = %fb (Educational Marketing) ~ 5L %ﬁl (Health Mar-
keting ) éﬁ% = ffh ( Celebrity Marketing ) ~ ¥ (5 ﬁh ( i/[lﬁj‘l #’Uﬁ’gﬁ‘}% (ER:ED)
( Culture Marketing ) -~ fﬂAf i#&i (Church Marketing) - I') #4975 i (ﬁ‘?—]
(Place Marketing) (Kotler, 2005: 114) Tl' fﬁﬁfhiﬁﬁ'g@ SR S B PRI
- fff Jfliﬁ& (FI R & A —??éﬁugﬁ%ﬁﬁjﬁ » Andreasen (1995) = et N‘*"f I
HEFE f/j\ngp\J iRl (mindset) - [fif = lﬁé’*ﬂﬁr%ﬁ E@ﬁiﬁffﬁ?ﬁ”‘ & JF'JFT&I»
WIPAF.[ SRR A mfp”;[:qi?g IR R -

— ~ TR

FJ'[ BT H [y s F‘/ﬂ{’*‘&f PR RS A TP T [ > ) R P
el A RN ET%VE? 3ETH] (Kotler & Andreasen, 1991; Bloom & Novelli,
1981; Rothchild, 1979 ) - ﬁ*lﬁf Féﬁififj‘g‘f’fﬁl FE 3B | EJJE ) EIT'F"F’)ijj"LPAA HEh o
Andreasen ( 1995: 59-63) & %ﬂfﬁﬁﬁjﬂfﬁ [ETE

(= ) BB 1% (negative demand) : Ti‘ﬁ T ﬂﬁ'ﬂ%'—f‘@ R
(R ) I FBPYELE F'Jifrl??l i el R et ek FIE[”_F " T A fi

P o O gt o RLAEIE Y o GRS E @%Fgﬂ IS
KR ?ﬁf&&ﬁl%mw (o R %—Iﬁ A
P 2pai LE’?’#%“ , EEEJSJE}WED B aE s . aﬂﬁff’? LA

=7 J%:ﬁ}[fk Lg@ﬂrqﬁ%gj fi= 22 fﬁguuﬁﬁlﬁﬁmt it J?ﬂf‘-“j?@%ﬁ“
(Z ) &% (highly sensitive issues) T*%A lﬂﬁﬁjﬂr?ﬁ,wfiﬁ\llf 5’4\% 57 fﬂﬁ?
W] ¢ P&%‘ Ay AR Jﬁ * (high involvement) FfH > FEUIF ’TLFE%E

¢ Wy l*%ﬁ“ﬁ'ﬁbﬁff—rﬁﬁw OF [ T PR e i/['ﬁ'\'[ﬁﬁ"fﬁﬁ?ﬁﬁi ( Glasgow ) [y
Strathclyde *b’zr%"“ﬂ [R<3 rﬂr%" 7S~ (Center for Social Marketing) -+ B [/}
EUEASE TRt o4 B (@32 £ | (Department of Community and Family Health ) f 'E%‘ﬁ[
REIFUE » MEREEST- g rTJﬂF“f TS AV (Social marketing and Public Health)
F,J[E;,[[g;e;efwf B E R 7 S CIBERI g o

TN | FL[' ST AR A [ Lg[gﬁ”?”l—“’ ['gt@ﬁ:%?g@ﬁ"ﬁu‘eﬁ
S 1 S PR PRI ERE R TR BRI
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ERN Sy ﬁ%? B RGTE  E AP gaEE B FHEVEH [ - A2
uﬁaiﬁﬂ iigluff qu;tmﬂt?[plr, eI f#f«cglﬂp?ﬁﬁﬂ PR B
W Ji%wifﬁ?ﬁ[ S @ﬁfﬂﬁ%ﬁﬁ%g{g @ ag = T A PR AR FY L
B > E TR A BLAATSE Y
(Z ) Z71% (invisible benefits) : WLLF? T R B eSA@ {EJFI'JS
PR B SR ‘ﬂ%‘rﬁ? "R o TRl S T e TR D R o 1]
YPISSPIE gy SR SRR A HIEER ey ﬁ;%%l‘ﬁ SV ]
:ﬁpgg% 3;;?54\2}.5* gv[r SEPI YR [ AR G0 2 < AR R
s ERY * ;ﬁ%&%&gumrﬂ EJS (AR SV “Ziﬁj]@l Z‘(g’%@‘:ﬁ%ﬁfj%ﬁ o
NN (If R i U . R e e
%kkj:ﬁ_lji] ?i“ff i SIS 5 AR g Y OB
(P4) 1% (benefits to third parties ) : Tir%" méﬁﬂﬁ'ﬁ §F{%‘lﬁ MR ]EILJE'?’&@QILE&
S HFGRVECR < SEREFIPIE A L) DRSS TS PRI - R
ORI SAERE S [l o Y S T A 30C T 41 74 ]%j‘ 3T IRV
Pl 28°C > HETRE AR A BRI T ?’W (FRLE BRIV IvI A
B A BLE A - SR S PO IR R TSR VRl AR
CHIPS ) T AL SISO R <
(=) f1541% (intangibles that are difficult to portray ) : fl % TT*‘%“ ] i gﬁlgﬁfl’q s
Rppug g 5 e IR A s R R S DA T R R
féJ ’ ﬁJﬁPIE&H | " ETRUEED )Y, FL 3 PN e B TR AR ’fs“*
’ 4HWE?F’W RN xﬁl[ﬁ' CLANREE S R - AR BT TN N Bt
*‘égr ﬂkﬂjﬁ*ﬁ’ﬁ% ot - fplie (SRR~ o) g
BB UM -
() ##979% (changes that take a long time) : THA I SISPAR A R 5 R R
SO R I w%ﬁlriﬁﬁﬁwﬁ”ﬁﬂjf I fj= o AR 5 1 Lo
P o TRUN TR R SR R, F’?ﬁplgﬁ* T%”&%‘EJKE‘ EEERIEE iﬁﬂﬁ’f@
"JD ’ FJ??E'I’J‘?ﬁfwﬁlﬁufﬁ%%[ﬁ'ﬁgﬂITEJ%E' SR R ESEN lerig RN
’7}% Jlélﬁ‘fﬁLE' sk U Ry o R R AR rlfl—ﬁf"
ﬂvpmﬁfmw KRR P 2 T B 2 P PO SR S
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WE PR S N P L R R A R RIS
BRI R RSER OB TR IO STk TR
A T SR S e
(+ ) @ % (culture conflict) : ﬁi‘ﬁf’?ﬁﬁl RSy TN A Al fl et TR AR A R
Y o DT RO ST RS R S R B
ﬁ%ﬁ%ﬁiﬂ’f“ﬁg L PITTESR S E R TR R T IR A pU RS
Fooagmra T EUEK IR T RN RERASR T o P
ﬁJF DA S AT PORERE TR RS E  HTE
e’ ”%1"3’% G B TR S Y SRR T TR - B
E]j;tj SPTRL o HR FIRgEE [r, 1R [“"“FJ el By~ }H@#%’* A g1
SN
(™) F:‘I%é‘[\;k (public scrutiny) : Eliﬁ?ﬁfﬁ 5 SRl VS B E@Elﬁé‘*ﬁ%% [
Jrfﬂgf[a{n?irﬁpaﬁﬁ s P Lw—j\lgrﬁ:ﬁ FURSSE LIRS - 75 HEFROR R U ,ﬁgﬁ@u
}%ﬁ? R e e S L L
FEIF SRRSO S (K7 1SR T
%Mﬂﬁwﬂfiy ik ﬁ?ﬁfpﬂ#ﬁﬂwwfﬂﬁho
() B35 (limited budgets) * FFTeRRIAYE EUERLTE & 5 8ficf - fopiyzegs
o T OGS OB o R OSTRTIO @RR 1A < (R AR
ﬁﬁ*?ﬂ&lﬂrﬁ S F SR & 3 N PR e -
FHH O LS T B A R OQﬁﬂﬁﬂﬁﬁﬁﬁﬁT“@%ﬁ
EGEN 251 (] STENR A R S) BR  SV i IJFEZF,TJMFA Fi7E Fh (IS jﬂ?lfl
T TR > 20 S AT -
(4) %5 f (multiple publics) : = [EEF4IY %% [~RLt ] 5 [EH{OpS- 2p
’;[f\“j'[‘fk ) ]'E»Jﬁiﬁ»g[ E[g P o ﬁfﬁ ,’?éﬁjjx F,\lgj; j}jj{‘;[:ﬂ,ﬁﬂfj[gd’ﬁgﬁfj i B SR > ST
IH - B HE Y ERAGHRIET © (stakeholders) » SR AT [0
5 e E B TR PRy Hl#fﬁgﬁﬁﬁj RIS ﬂiﬂj TJI A
IO (PGl
(4 - ) Z FHi{* (absence of a marketing mindset) : - Jﬂ&]&’lfﬁ*‘? T BTN E
P > % S RIS - P P R R AL

ly

57
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R ﬁs’?ﬁ_ﬁﬁfﬁﬂu S T ‘Fﬁ;pﬁ*‘ ) By
(M~ =5 = fERLIB l%[Fﬁilﬂﬁifggw;t S 7 F B TR
L R e

(4 =) Er-1% (few opportunities to modify products) : jmj-r%& ) TR R
PR Ty < R A O RS
EE o SNIMIYH T AR P ?ff‘“qﬁ%ﬁﬁ?ﬁﬁﬁ%ﬁ B
RSIFOFA SR + b L BT - (SR BAR p  2 H
<) *E'*ﬂﬁ“%ﬁ%%ﬁ}ﬁ;ﬁ@—b@ R e Rl %'lfjﬁijff'E e
R ) 2 SRR SO PO ERCEERIOE D
= I\Jig‘f%’*

S A

STt L TR SRR [ B ST PR T
AR PO - TR VR TR
ﬁFJEI)FﬁEJ]?‘JiﬁF& = ) E HEH#; r+%“|#£ﬁjgrﬁ7ﬁg=ﬁ ljgﬁm SEA T B B (HAL
T EPTEURIGE T i R S @‘im@ﬁ USRIl
FRl e
: P. Kotler =@ Kevin L. Keller (2005: 15-23) }lfj’ li?ﬁéﬁiﬁ%%ﬁl@i?jg%ﬁ EN: Y 1Fa
( productions concept ) ~ & Fﬁ‘l #! 4. ( product concepts ) ~ #fl Fé' 4. (selling
concept) ﬁ%@ﬁ' ( marketing concept) - I'] Eﬂﬁ Sﬁﬁi (‘social marketing ) =
(RETES o B T G, o= S RGERL IR ﬁ"?{‘? [~ 5 =2 1R d'ﬁ”@ﬂ
PR 4 o (SRR 1 WA (50 A s s 2 - [y T %
8 [0 RIS 4 ¢ T 2 5B R AL AR
<R TG P AT P A T IR IS - L
ERINE 1”'4:4?7*{&/"’#4}1? Pt ﬁiﬂ#ﬁrx@’ﬁ{ puds We=Bgt > 3390 i[fl @FF# SRE:IPEN
O - G050 TH I RIS ST @@@g b A P
s wﬁﬂAi%ﬁ*f#a (push) fi9E5]  BIFALT 715 52 0
S IR SURR R P [T, j\ﬁﬁjr[tﬁi;&%@ﬁ ([ b = B SRR - PR
NACEE I ;[&ﬁﬂﬁ?’}%l"l@éﬁl » [ RS R U= Rl (sense and re-
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spond orientation ) ( Kotler & Lee, 2008: 26 ) -
Andreasen :ﬁ%‘ﬁ'ﬂ@:}ﬁ*ﬁﬁﬁﬁlﬂf”’ E‘F’*‘Tﬂ ’ “J?WEJ E @FF# %Jr[gﬁf
WHﬁV&oﬂﬂdﬁﬁWﬁE’ﬁﬂ%é JEESE o B R
PR Rl f u}?&)ﬁ% EE?‘#JE%PI_EJ VIE EFFE_L&JIHJ% EI’]jiifjcr{"‘ *
m#@ﬁﬁ%’wg VOB o SR LR g R
%’mﬁﬁﬁﬁﬁﬁﬁwiﬁ ERLIFIEFE TR - PRI P8 i
H I P RARE - ﬂ'aiﬁﬁéﬁfﬁﬂggﬁﬁi° PO WERLT) SR R R O B
w7 PR R - Eﬂﬂ@wgﬁﬁﬁ’T@Wﬁﬂwﬁ%iﬁ%W
PP ~ PRESHGRS B0 - 1L T RIS B SR 7
AL e B p“ﬁﬂwkawﬁlJAmemﬁg@@gﬁ%ﬂﬁmM
bRy R ' BRIV TR e RUGE | ( organization-centered mindset )
( Andreasen, 1995: 40-41) > ﬁljiﬁ[ fIAEE “‘J(/[lm “«FIF/ [l ( Andreasen, 1982: 105-
110) :°
(=) IEI T ELJIQFEH? ( The organization’s mission is seen as inherently good) : lﬁfg
RO THH R e ) IR R 2
T PP E R FEREE - R P gm@Jlﬁ b S o
R OO S R P b R
fﬁ#l@? BT W R RS IRLT v T SRR R T+%‘*m£ﬁ¢u
AR E de%ih > (EURLDTHA S e i (0 Urpe[* Ty o
VYTl E- (marketing myopia ) » PN EL YU TJH:“ ’L %]EILJ?E&[*EL?N@EUE 15
'@’WVVQﬁgﬂmﬁﬁéqﬁ?ﬁﬁj%ﬂfﬂtﬂﬁ Uﬁﬁﬂ Sl #44,E
FE1 A ;Fﬂgual?ﬂpj%jwﬁiﬁlji PRl ﬁr]ﬁ[w gu
(Z) Fﬁjf\%i 1 #1% (customers are the problem) : j‘F* F,Fu I%l?{: [Ei%ﬁ s ARV EL
Jﬁﬁ‘j %“ PRIV S Eh Py = P AT AT (ignorance ) EE G Y iﬁfg& ( lack of
motivation ) o [ﬂﬂ—'f’ﬂ%“ ﬁﬁﬁj F'F;@F; [~ E PPV ESE - &~ jj’,i*%]ﬂj |V A
BRI '”%&Jlbdﬁﬁfﬂféﬁ”%*“’Iﬂﬂﬂi@“&ﬂqW%FUDTLJ CIRERY

Y PR R R #?ﬂlﬁ*@gﬂqu_ (BB R SRR
SR O PR POIHRE AR S
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P
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?‘F' g, vppﬁ;}jpﬁj;ﬁ,sﬁ"}\%ﬂfgfuugﬁ;f_ﬁJTJ ﬁ*‘[\ﬂ:@( El o [’gf\g:%l’ﬁ i I 2
Bep - ?ﬂiﬂﬁﬁl;ﬁ%ﬂ‘ CYRRLRL TRy S Sy S S T HER F,n
SEPEE > TR e R AR %ﬁj[ﬂif?f&%’\?ﬁwﬁm (N
;?,wg?gFf%,f (g #F ,jﬁﬁjﬂﬂj J;H'Fgrg ;[/lg“}:ﬁw LIPS B
;ﬁ&ﬁjgﬁﬁlg% RIS 853 O o e Freem ,O\EI\JFIJ:[LP RGEAE:
SFEL [T eyl TR K R TR R S ek .

= i £ Wi (Marketing is seen as communication ) At Py FEJ%E_T
DR A R EYPUS ARG BRS o PNIPRE RS “\Eﬁ%’r’[ﬁuJF;’\iﬂ”éﬁiﬁE'lﬁiﬁ
IR EPAN S Frp EY {1 e ok L Py o T TR Rl
£8=3 G ﬁﬂ’%ﬁ&fgﬁ PRUERL gD ey D ifﬁﬁﬁfﬁﬁﬁﬁiﬁfﬁj[ﬁj
RERLY ) R0 R SR SRRSO B 0 BT SR
BT}*%% R I A 2 F'JT‘#’O‘QF%??J‘ELEF? B IR ﬁ&?lﬁw E
RUEPHS PO S 38 5 ERE 2 RTED -

S ‘%JTJ“ (Marketing research has a limited role) : A= 1-=fy =
é,fhr,,, m\émj‘jff\lqﬁﬁleigﬁ‘gﬁﬁﬂ J;[% | PRI o BT 755 1 I\Jméﬁj’mu
R T4 S S B R SRR PR AU s
BN SR A P2V B R - m?%w*ﬁiiﬂ% SEFEPFE AL
BI 7 RS o SR RO - — BT A
EX G NEIE ES ﬂl%ﬁmﬁﬁﬂfd‘*ﬂ VR B T R TR J’ll*jl‘ag&%{
A PR o JO TR ER [ AR IR SR A e
H L*’FL[“ lﬂj}iﬁlmﬁﬂr};]{mﬁj EI‘[E;‘I[H—% EW{}L °

& 555 (Customers are treated as a mass) ﬂ%’* i S @E‘Elfir?i
EAF AV TR SFOHIT  FTERER D PRl
rbﬂ[ﬁ T R TREE AN [EF{ IR IRV AE S k3=

SETETE T o RLAT AR - uﬁi[mgu{,j _F,/ R0 o IR A S e - gpE
I~ 7 R BTN o R R T BRI TR © SR

EJ f[ﬁ[mﬁﬁjﬁgij‘”iipﬁﬂﬁdﬂ* AR FREPO RIS EGTH . H
%\'ﬁ E|ES o
B9 ) (Competition is ignored) r+£ﬁ1 EWS 'Jggfu flio ﬁfﬁ li?f?ﬁjﬁﬁ



Ny L RN

}{‘:";EI l‘fr,ﬁ,ﬁjﬁﬁgl% RV RS BOBSPVEEE  Pp i R R ST
BRI @i?ﬁﬁﬂ I O ETE T R YRR
_‘{Uﬁagm‘ tﬁ,guf[i (“F[ 1 AR B gJ}% ) IE[}C— E@F‘ Jp@#‘b@lg
= WfFJlH W IRV T T;’j Wi‘ﬁ]’_fﬁjjgﬁ g mﬁﬁj NE JE’V‘EFFI‘?]_F[ )
R
(=) ZEtpy %II E’!‘ ( Staffers are drawn from those with product or communication )
B JREAS AR o L P B i S P ) T RL 1
azﬂ‘ﬁf ?ﬁﬁgpgﬁ‘ﬂﬁf@f% PIAEETS o AT A S Y pVIE o 'iﬂ’i F
FURSEREE ¢ (3 HIVRTE N [ R O S i
SR 2RI Y RPN ) e ST AL IS £ 1
FIJF%?F LR o
Theodore Levitt (1960) =gl M &% hl- f[ﬁ'ﬁxjﬂﬁ@?ﬁ'ﬁlffﬁ% TR
S O ) T PR T LY A S R AL
- BEATETOY 3 (R 00s ) s ﬁ#ﬂﬁﬁ%w e
ﬁw/‘#ﬁm&fhﬂyﬁj L Sﬁs{éﬁ% i;pg\lj F R g{r, I:JrﬂéfJJFmiéj\@gﬁﬁ, W
e sfgh /querfjméﬁJpJ[E[H s IR EIT ) ERRLpY iR ?I‘{/EL_ZEF[[@%EJ ) T\E’J:gj»[g;‘:’,;o
It} E’fﬁlﬁ”l%ﬁ R LR 9] TJ”‘"T (IR TRV EI D SRR - ﬁ%?’i%lﬁ‘%%ﬁfi@ HV I
TR S LR - 1 a:f#%‘sﬂw" “gr%‘“”i Pl s B
O B (B P B B SRR ORI R (O R L
Bl RIS ST ¢~ﬁ<ﬁ%% @@ﬁwwinJ%r%Wﬁ%
) > M ehvs gaus Efg b CREE D re . 2R VB E I L) o 24T
T AP g R lif__f‘pfﬂh el T%’?ﬁ MEEpge 14 (Walking School Bus) > B
8 R - B Jrﬂj*m* B 1 S S IR -
S ok U TS RLAE R W] (R ] 7 - S A7 Fﬁ
5 I TR Fiﬂ%ﬁﬂfﬁh = o ;’”T{]‘Sﬁf [ %flﬁ TR R R S
E,H:E!ﬁﬁ;u—?,t@c'r@ﬁwéﬁ ISkl (Kotler & Lee, 2008:9) o

f
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(2~ RS QIS THRE

%Té{ﬁ[ﬁjﬁfﬁjﬁ = RAE BT E R ﬁj;ﬁ@?ﬁ [Fj fifi (customer value ) SR
iﬁﬂjﬁl ( customer satisfaction ) iﬁn | i & (?j[’%&%& » 2005 :22) o fﬁ_[?['fﬁ_]"ﬁ‘:f% [
A xéi[ﬂ | i R FE T l—:ﬁﬁleiﬁin BEV 1?2 2 ¢ |FEJ&< E Eﬁi;@f ° EI Jerome E.
McCarthy (1968 ) FE115EH | @FF# ( Product) - [EVF‘ (Prlce) s B2 (Place) -~
’?’, (Promotion ) fiv 7 il VF'F/*I_TJFH T fﬁﬁ”iflﬁﬁ F,i’]ﬁfjﬁ';’& ’ iﬁiﬁjﬁgrﬁfjfﬁgﬁ,
BN - B SIS A 48 <1 G A
H[TF‘JF}E{FW— ssz[ 55 e ’ﬁaﬁ, %ﬂ%g@lk— gg;fjjﬁ'm F4p | 4 g0 /\f\_@ Eﬁiﬁﬁjrlgfj
BIRELTEE > M- e T @lljﬁﬁlgﬁ’ﬁr ' i ES T2 (Niblett, 2007:
6-7) -

TEH A - AT RB] S RTE - @R E AR FF AR ST
RIR N A r%élﬁliﬁ»fﬁﬁé‘. (R BRI R CF - S S LN AR T
B A el p iR 5 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)

(17~ W5 3% v 4 > Don E. Schultz ~ Stanley I. Tannenbaum = Robert F.
Lauterborn (1992) fE1% T4C ;e fll {™ R [f} == 4 Yy o = Sidg = f, - P
H pr [ F}j% [ 3 WIlRL 5 H & Fﬁ#[ﬂ‘i 57— fid C kL T & pUI*%% | ( Customer
benefits ) * - «%]Li%f%?ﬁwiﬁﬁggj: fil C kL "TEHE A | (Customer Cost) - ¥
BEAUSTZ i C £L T{F1% ; (Convenience for the buyer) - %’f@%’?’{[ PRI YD
C ﬂi{ijlﬁ_j ( Communication) » J[IF 1 - ©

? BT = \%ﬁifl’vfj %’!,Jiﬁ‘\ ﬂjiﬁé{l?{ &7 @Tﬂ?@‘é{ﬁﬂ o Ni=E Fﬁ[ 'I”Jﬁj“:?iﬁf\ﬂ?}ﬁ fipy F;?ﬁii:}\'ﬂj
%", (solutions) i7 F ﬁljﬁi@‘éﬁ IJ%:"]* ) }“’ypnfiy:}&@‘gﬁ F} R (/[[[FSLJF :‘fﬂ@*@a 8]
Al - 10 TBM ﬁuﬁw G P RIFI I RSV LA A u& r=
E,I’ T gléﬁ S 'ﬁﬂf_ff, IJPJRH\%;% (total solut1ons)
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Robert Lauterborn (1990 ) - ET N rfﬁijﬁﬁﬁ Y 4P fLF IJE"%JJ = (0 T R
L phiE b E A pURE T o [HIRL T4C F' IJ\;@rF ) }ij‘j:i_@éﬁ Jrlﬁ} ugl%g[—,
T[T P A TR & o S Tt L S R - gt
FERH R TR T AR “LF?#[%?F‘F F[ » Fr PR RISE » iR T R LR
%%W%ﬁmw¢’ﬂﬂgymw¢’wﬁ@$w¢\W%w¢~%ww¢’%}
[ 5 4 =2 E‘f”"?*ﬂlfa o NAPIREAVEAS ’@éﬁﬁ FrRLl =S IEIHV@@FF# =55
pﬂj:&fﬂiﬁg ISERIEAE ﬁf‘g’éﬂ%ﬂ%’?{[gua‘jp%ﬁ P » & ,ELJ'E'_EI [ BT [ [FFr SRLEA T
WAy A izm}’&ﬁﬁkﬁ‘ EPFE T R T e B 2 E%fﬁlﬂﬁ‘)#ﬁﬁlf&%
FR = BB A o

F1 4P F 4C fY e

o B ) R CEFCRHIREE

4P 4C

2 il Product Wi & %52 Customer benefit

I?Wﬁ Price % 7Y 4 Customer cost

JF]¥% Place f{17]/1% Convenient

%?1 Promotion iﬁ{m Communication

TR EHE

T RO RO R S TS EI i 2 O -

%ﬂ R 7 F' ﬂflmﬁfijé; RN T ggﬁyﬁ R T 5 Fﬁﬁ[g}aﬁ; YL
&~ o faRy - lﬂﬁ?THﬁH%ﬁwiﬁ?ﬁ““ﬁ@ﬁ%%prwﬁﬁfwhiwgﬂ

Jm

YRR PSSR K A
PRIt » 2 RLAPRTEE bAoA B o file ST S e g WBﬁﬁJ&ﬂ
'ﬁ;&&ﬁﬁj FHIGEORS [T ] (500 5 &~ E [ B PR T F[ RUELEE) = 5 = Ay
(ER] > CEEE R SRR T fft#, Ccustomer advocacy ) E;r:[
o rqfﬁﬁ”\ HVRE S %Téﬁ“lﬁqfﬁﬁlﬁ\’ > | (Advocate for your customers and they
will advocate for you ! ) (Urban, 2005: 155 )

ﬁ:f [—V»LFK’JFE% A e e (RS B S S Epj_r” s BER S 55 ;E[ 4 14
SARECEIRER > (RS BRSO RS TR guﬂm 1%

%
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pUzplge 2 & F%{t AP Ui S ”Fu{'ﬁgwll ERRIEIpEL R o C. Dev
D. Schultz (2005 ) S5fF=fdlimmgdlip (I8 > B5E Don E. Schultz - Stanley 1. Tan-
nenbaum == Robert F. Lauterborn IV "4C | Hl[# > 1 AR TSIVA | pUB& a8
P (BRI [ S HIRIGERUE - C. Dev == D. Schultz 7 B b o i ol l[ﬁﬁ'ﬁﬁl
il » SR 0 UL B o L T RS o "
fifl o PRIF-E % ﬁi[ﬂ [ el i'w’”ﬁ\ﬁ%? C[Jr[[’“l[[*ﬁ,%\ : EJZi{‘(:’&ﬁf'ji ( solutions ) ~
F (information ) -~ E[jﬁj (value) - I'J® 37 (access) - iF%D“I [l e R
SIVAL RV "SI R
TP VU BED 7S PIGTE 4P O o I E
AEAUfRE (C. Dev & D. Schultz, 2005: 19) o I'J ™ S5 HEpH {7 iﬁ%f‘_ o
- R R Csolutions ) DRI I SYUNIE ARG VIR 7 ) SRS FaR
NG AT ¢ ’gl gq‘%ﬁ%{ﬁ#ﬁu IBM - 4 ¥ jij » IBM ?E@“LH BB prRst T g e i
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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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