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HARICB 2 [H¥E] ICHYT2HEBEIFA L v, HEL W) SHEIOE, <
TT4 v T EWFEOBEERPEEINTBY), HADOEEDORIE, ATEeEN LK
EENOBREE, S5IEZOROEE L OMEYE LU T, % OFEMiET It
AL, ZOMEZHANTIHETLEZAICH L, AT, HADEEOWKEE
HSPIZT A2, BERDSY =475 4 ¥ ZIGENCE KB % 5.2 72kETH~ —
Fra4 v LR ORRICOVTELREL, TNEDOETHARAOEE (M) O
MAEEZTS DI L TD L,

I BAROEEMRE CEXREZHORER

JAD & 912, HAITIEEE 2 REEFREE, KREDPOMEERLE L TY—7 71 2 7N
BASINTze 2O =7 T4 ¥ 7 ORKOFEIZ, AEERLHFEENTIE %, WS
BMEV) ZEIH o7z, 2F D EFNE, FRIIHBEZED = — X2~ =T 74 7 - )H—
FELa@ U TRy, 2O —X &z #lme s - AL, WEREICEFL LVl
PO TEL ()= AF77%) flifg TRt S Tns Z e zmb (et <,
HEBIEF 2 oMz RMET 0w 2L TH L,

CDE) =TT 4 Y TERE, BRHENIEINEYN - Vau—A -y - Y-
(Edmund Jerome McCarthy) 2519604F (2 i ER L 72 Basic Marketing (Richard D. Irwin, Inc.)
DM TAP L LTHONE LA Lo, HRATY, AP IEKRFEOY =TT 14 2 TiwdD
BFETIILTMNONLEHTHE L, FEBOPTL APIEISTP LLHITHEHLT L —
LT =2 boTwh, LrL, 20X~y h—Y—D4PFTIld, WIEHMK (sales-
force) X 4P O HIFEAEHE (promotion) D7D NI FEICER/IMEENTLE 5 TWwa, L
2L, BEtidERE L TUIKEDOREDOEFHLUZFOHR TS — KRB THH L, I72KE
DRFDFEFETIL Sales Management 7% E DA TR L HUFENS (ST 5,
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ZLTC, RETRBGEE ~—F7 71 v 7 TSR R L LT RSN BRICH %,

T, HATIE, BElEEhe SEEBTREAIN TS, LAL, &RIEBNIKEGR
DR—=4 T4 YT ORHAATINE Y EN v, BICHRRBE X1, E£¥7-b1F, HEAD
EEFEREWICOMEMNICD, B~ —T T4 v TEDI v A, S5IIEY—T T4
Y RBRIEHEITo TnA LEZ TV,

T/, HREKENZBT A= T4 ¥ ZOMEDTOENIZONWTTHEY, 77
VREFO/NHEIER (2008) (&, 7TAV A - <x—F 54 IR EARY—7r 51 2 7l
ROREWRDOBENITVEH LTS, 2% 0, KETHEOKBE~Y =77 1 ¥ 7 4E|
HEDPSHEEMIIR DSV TS LT, HARDOHATIIHESHEENIZZ O TH 5,
ANHEBIE, KEITE~—7 7 1 v 7O RE (BeE) SIS EPEICHEN S hTw
B, HERTREHESY =774 Y 7123 KRELELEF > TENICEG LW a6 72
EEN. FOERT, HRATOY—7 714 ¥ Z7OMBESIFIEKE S EHS B8R > Tw
bo TOMHD, HARDEEONHRAMEMNT & BE L T gV,

O XKEIZ$H 5 Marketing & Sales DE{FR

KENZBWT i,?M:ﬁ”%%%ﬂiﬁ%ﬁ%LT7~7ifkaﬁﬁkwﬁ%t
DWTHEL L7HIFE o —MRINIZIE, BEEE~—7 T 14 v ZIEHBICE L TRE - /2
HRBEHFLTBY, Wﬂ%&%# LBBENENEENTWE, 2L T, ZOMRIC
DOWTOMZERXOBMIE, W~ —7r 74 Y 7OBRIEEDL ) IZHh>TVDEDNIC
DWTORERN - ERIHEH, Bee~—r 7142720 2 ODEMARL - /-t FE
AT AHEHIIMY, 2L T2 o0MMOBT 2 BERE B L, WEM2sy + 2 —%h%

ARICTEDLLIICTDAOICRED L) BRI LT HLEDND DL DN E - 72 5O
DEED Lo WFTIHICE T Z 9,

9, Wote~—7 74 ¥ 7 OEBROERNZELIZOWTELT 5, Biemans, et. al.
@mom1m1%>iﬁﬁ I ¥, FLTAONZT O B2B 754 % 4 L /o4
£, B2BIIBIF2WEL =771 v 7OMBROMEILE 4 BB 25 TRO X 9 IZHH
LTwa,

1R E TRENn/z~—7 7 1 7| (Hidden marketing) TH H, ZOEMTIL2
DO L THE 5T, WEHWHERIZESPETOoN, =V - YT LES S T+
7 (WFe LT 2EMOXHD S IRE SNHEERA Y v 7) PEEOWGEIEE) %Y L,
KA OB L F I AR 2 BR Y — AT 5, 52 BRSNS [IRGeBREN R~ — 7 7«1
> 7] (sales-driven marketing) T&H V), ZOEEII~—4r T4 FEHMAPEE L, v —
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TTA Y TEREBEERM AL A YA T LTCEITENDE D, LI T T4 YT
Mid~—r 74 Y 7HEEHLEMLTAE S NS, =7 T 1 ¥ 7Rl %510 %
PERCS 55, W5Ed ORI OERIZ Y 72> TIIRELBEMEEZAL TWDH, 43 B
[H\ZRE ] (Living apart together) T&H V), ZNENGHE S, B - 7%
FATLTBY, Y= T4 v IHPEFETHERE L, WRVPENEFETT L L) BRI
LoTWh, KEDIEIEAEDREIZDOHEMRIZE>TWD, TLTHEARME [v—7
F 4 7 EMTEOHA | (Marketing-sales integration) T& V), WiEEFIL4EE S LTV 5 7S,
MF IS EREOFII R 710 7T LBV TERIIMEB L G- TH Y, #iThzERkIsH 5,
FNTIRENCR DS VBTEE Y =7 T 1 ¥ ZOBRTH 24 3 BRI BRIz L0
LI BoTVAEDTHL ) Do 11X, ZTORRERL TV 5,
1 X—=477 1 > 78 & BRFEEFIDE R

Marketing Information Flow

Sales

Sales Activities
+ Account management

Joint Activities
- Customer prospect selection

Marketing Activities
+ Market research
- Personal selling

- Competitive analysis - Product service

- Strategy development -+ Competitive market

intelligence

prioritization

- Market segmentation - Value proposition

+ Product development development customer - Distributor

+ Product positioning messaging management

- Pricing - Installation

- Sales forecasting

- Branding
+ Customer communications

- After-sales service

- Packaging - Promotions - Merchandising

- Sales effectiveness
programs

Information Flow

(M : Zolteners, et al. 2010, p. 375)

M1xRNME, ~—F 74 7 LRFTED [HEAIEEN] Mo lEy, BRI
(iAd) BB OER, #i/P—CEADOENEEENIIHT O, N)a—-TuRI T g
YERZE/ERE A Y -, AfitgEE, W, €L ClEERER &L, =TT v
M & WGEERM L MER e LA L 2B AhbETRETHDOTH L, LaL, EREI
EL L DOMMPREREEL AL Vv, KETRSBAAZNEY =T T 14 » 7 M
Thb, MEHFADHERIE, M2DX)ITRENE,

—iEEICIE, £ EoRIE B2C 03, 4 oI B2B 6%, /£ F DX Biemans, et. al.
(2010) D2 ERETH LD [WFREIR~—7 74 7] THY), ATORIIE 3 ERED
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2 =771 > JEF EBRGERFID HER

Low Overlap Situation High Overlap Situation
Largely independent sales and marketing teams Highly collaborative sales and marketing teams

Marketing

Marketing

Activities Activities

Joint Activities

A Sales-Dominant Organization A Marketing-Dominant Organization

Marketing Marketing

Activities Activities

({477 © Zolteners, et al. 2010, pp. 376-377.)
[H\ 2RI (Living apart together) Tdh 2 & &2 b b, £ FOXIEHGEEB)25E
EINETELLEEZONL DS LNV, [HEEETOGEE] &) mREE oL
AEBTIE, =TT A TN T4 v STy EBEL, Z0%PONIRGED
DR EWFEEHMDFATT 5 V) BEERLALTIUE, FEICZORILAP 2B 5 AW
WGEDNEEZRLTWAEEZLND,
D)1 Oov—Fr T4 07 EWTEOERE R LMD T S N 2 —F = — 2V IZHIL
o= T4 Y TIEE EBEEIEEOBRTH B, M3 HBZENERL TV 5,
X3 HREEE, REEEZ L TEEY-—EXEOBR

Representative allocation of responsibilities along a continuum of activities

Task is primary responsibility of
Product management ... Sales management ... Customer service ...

@ Market research
@ Competitive analysis
@ Product development
@ Product positioning
@ Advertising /consumer communications
@ Packaging
@ Promotions
@ Pricing
@ Account selection
@ Personal selling
4 Channel management
@ Account management
@ Applications development
@ Physical distribution
@ Installation/
merchandising
@ After-sale
service (s)

(H1F7 : Cespedes 1996, p. 29.)
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3 @ Product management |~ —7%7 7 4 ~ 7 &M 1Z, % L T Sales management &
Customer service 1ZHRFEEMIC U TIEF 2, COMICL T, ~—F T4 27 - JHF—F
MOl EE TH~Y—7 7 4 ¥ 7GR, £ L CTHEOHER (Account selection) 2*5H 7
75— —CEAFTHWITEIE %5,

M 41k, T2 KkEDOP&GIZETIIDBDTHDE, ZOXTHEE (Customer) & 1E
TAANT Y MARTRIA—=H)—ZAPTEHIBL TS, COBZEYEHEICHYLYT L0
E74 =V F - k—VAEMTHIH, 74 —VF - <x—4rF51 2 7E8MESERRICH
bo T2, MEMEBEHEIHEPTLIOEILA—T— - Y—F T4 Y THMTHE, T2
DILEBEEPBRE R ECHERICP&G BG~OBLETIEMITE, 2F ) 7 (Pul)
EWEIZATIDTH B, 74—V - L=V AFMET 72 —H1) — 2 b7 % EICRFERRGE,
2F )7y a2 (Push) THENIT2D0TH L, B EREHEEE TR KRL~Y—FTT 1~
TIGENIIE N~ — 7 T 1 > ZEBM (Stretegic Marketing) D& &b, D X9 %oy
¥R o T0ED, Bebl, AVA—X— - I=FTTA T, ¥~=FT4 7))
H—F, TSI =T TA TR TS a3 A= 3 v EDRE
BHICZ > TWBEEZEZONDL, SHIT, FEDT T ¥ FICEREZ L TLLEI2IE, £h
LERDOPFEEITIDIEIT TV N - AT XY —=ThbEFEZ6N5,

4 P&GDRETHOY—77 1> 78 EBRFEEFID S HER

Multitier Model

Push Pull

Customer —— | Consumer

1 1

Field Sales Consumer Marketing
Field
Marketing ) )
Strategic Marketing

(HiJT : Zolteners, et al. 2010, p. 379.)

50, ¥~—=7 74y TEHMENGEHMDO N4 DREMEOENERL TS, £ LT,
Wote~—r 74 Y 7 OBECICHET H50% L ZOMBEIZELE /R LTS (Arnett
and Wittmann 2014; Homburg and Ove Jensen 2007; Homburg, et al., 2009; Malshe 2009;
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X5 BREEEFIE~Y—4TT 1 > JBFADT A2 Rty MIET % 3 RTEK

Strategic
Long-Term
Market View
Y
&
y&(\%\z&%‘f’
Q!
Customer- B Product-Focused
Focused - Segment-Focused
)
&\0‘\%:&\:2
?\6\%?\650\
A
Tactical
Short-Term

Customer View

({57 : Zolteners, et al. 2010, p. 380.)

Marsh and Sohi 2009; Le Meunier-FitsHugh 2011; Atteya 2012; Hullamd, et al., 2012) .
CORNPEHLR R LD, ~—F T4y 7HMERGEHMO~ A~ My ME3 kT
EDIEMDIREL o TWh, ¥—F T4 Y 7TEHMO~A > Rty M, #EIER - £

JiC, WEEEM o~ A v Re v M, 8T - B - EEERN, Bk - BEREE, 2L
THEENTH S, £ LT, DL DD, Zolteners, et al. (2010) Db & 1ZIZIF
HTht,

RIZ, HETOEEOFERE L EEMIEDOBIKIZOVTHBIT %,

M BATHOERLEXRMENMLED

1T AREETOHOEENMED T

EMERRRH U L 2@ EHN, HARETE—RIWISEFEBOIES I HR . 2D
CLIRBEBRAAMERID L VDOTRLENVESL ) D [RVb DR ENETEN] »D
TOEEEEEINIE m A mRE AR <, H3IEFE, BEShR-azlioe s 2BReEm %z
BETH o720, RV COEBHRICAY, EHEEIKMBME T 0T 2 - 2§ H4E L LT
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BEoTbh, TLTNATVREZRET, [T/ ] LEbRaRICBVT, [5E
NBUFIUIIRE S 2] REEEOEMKRLIH) BEEFORESNIESHITHELTwE LR
bbb,

EHROBEBRMEICEA LT, Wi 5HEE - I]RFEFE TE —H L T419) SPA (Specialty store
retailer of Private label Apparel) ¥ Y #f A EF N %MV L, MESEPTE LWL D &y
MERAEWFGET AL 02 BHTAL 77— A M) T4 Y TOMMHIEAEFRIEE DR
DX HIZEESL (FH 2011, p.20), [REDYL Y ¥ 3 v TROBEELZOIZNGE, HEOH
BT HONRENIREERAY » 7D L) ZAEFOVCHEFZE LT E, HiGEE
FHELZTTRIWHFEITETL v, BEEOBLTENPEHTE 2L, [MOBEKRLH Y £
Fho (Mg BEEDOREFICVS AMD, BEDEMEEATT,]

LaL, #2b /L, HEARZRET AEXORFEEVPZOEESE L FRTRIEI RO %
W B, HNIZBU A EERLYZEOMAII L THW LT X BV BIRIEE 0 %45
SLEERIANGTHL L EbNL, TOMEEZ, AWM EREKLSICNZ, /VvD7
Ly vy —RMEORIE S A% &, 2L SDOYAF AL A=V PREL TS
Az EEbs,

EETBIIR DI, EHEHLE R, COFET S L) RIRR 2 QHHICE S 2575,
HARIZBUG A~ =771 7, #¥, WROBMREEEL T,

2 HATOEELEZEEMREOESE

EEIIOWTHL A LToO 1 DOEIE, HARFED [E¥E] ISR d 2 HFES W &
Wobe [L— VATV | LW FEFERLTED, X< sales 2VEEIIHILT 5 5%
ELTHOWONRH 72D, sales T TH D, Tld, HELIIMMLED), ZOSEN W
DS NIED -2 I35ESD 505, BEL L COEEHLEOFERIIEITEE L NEE L
%% (LUF, #ER 2010) 0

HIPE¥ L, Samr R L ERT 2%ETH o 2D, BLATH LR DH
FERRLDELE L ZITT, WIedbiT) L) ICEBILAL, %RIEXEZMELTHEE W)
MERICEECc e SN b, —F, AR TEILOFERY | 2 ETHLNL1TME, T4abb
Fma iz THMAET D) B ADEHTH D, LFTIE, 6 HAICIZT TIT, ERHES
DHETE, BmxlFET 2107 e, SHCRESNZHZE2HEOXNTH L L S
NTW5D, HIFEELNEENKE CRE LD TORESHEAZTLERLTH Y, H#
WL BE L TR DERG AT ST o BRI HHF AL OEM L g 7Rk T4
DEZD—DOThHAH [LERTHE] oodThl), BOEEL TV WY AN TIES
TEEBCHEANIRLIAOND ZLICR ), AP BRSO EL A E 2> Tna,
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—J7, B L) HEEOEERNHHICHELLT, $TICEELALLIIC, HERICE
BT, T AV D TEIN =TT A VY THORT, ~—FF A7 - Iy
7 A0 4P 1251} % Promotion (HFEMEAE) D1 Personal Selling (AWIHRFE) A% T
HoBEZIFANGET, ANWBGEH, BeEHGm e LTibhT& 7z, £ 2 TIEHGEHR
T 72010, e OEEHLEZ CHPIZERMAT, WrIllHEEL, BRI 0L Z
EWFELMLETH 72,

WFED A% ST, HAMBEOEZEIZEH L2IENlTrbN s £ 912k >7201%, 19904
RUETH L, DFT, REMNLREDOEEOCRELMBIT 5, L7 (1988) &, [(&3¥
Lid) BELAEL, T 572003322 —32a VIEEITH L] EEFEL TV,
FIREIZ, HAF (1999, p.46) b [EEGEEIE, FFEBELGRE Lz, ARYHEARNC X 255
FIOEBEETH S| LEHRL T 5,

FEIZOVT, BOFELVERLZLTWVLDIE, RS CEIE (2002) THAHH, @i
ROEHIEFRL TS (BB 2002, [1FLAE], piil), [EEETESNL T —Y Ky
PRI TIN - X=TT AT TIE, My T R IAYMREMER Y v TV —
T Y TR R RET S &) Bt CHERILA: S, BRI TIE, FoRHE % RS
ICEITEXEB I ELRTNHLFEE > TW2DTHb, ) hbL, WREHHELT,
Woe E @ - RCIG T - T, BEI, B0, ¥R 2 E2 50, b0
X, =V RIZDE S INT BARERGR L AENOT TR R % & v o 72 L O HAlT Y
GZHEICZ>TLEIDTH S,

LAHL, HEOEEFHIL, NI HEVHEEZ I NN—LTWwb, E112, E—L 2R
WEN72CTh <, BEOFEHEHREDEL, BSEM Ll L CREEZHREL, BEIR
EThL o774 Y IHEOERIIhbo Tnd, 212, BEICHEMEIED
ZUFTh L, BE L OBREHER: - HHET 2 %E R Tnd, #5312, FEOFETET
T, EHEELENEREINEL T, BENORENEELZ 2D, HEOERE L7
DLT, ~—=F7 74 Y7FHOKRED LT\n5b,]

1995 1 R S M7 - IBIFEMRE [EEORE ok & S oMn] OFMK
W, (=774 Y 7HETIZE ALY LIPS Nk o 72EEOMFRITIE Lo TR
RGO AR ANTEHOE] L) a b= AoTnb, ZNTIE, &) LTEE
I~ =774 Y 7WgE T Lo h o700,

Bk (1995, p.123) REEDOHTRO L HITRRTWE, [HEOWIEID % WE K
D121, TEE] L VOHOMEPEPERBOLDTHL L V) EEL DL, HHEIET—
TTAYTDOTNMETH LA, Hix L8 (selling) I2&EF2dDTIEZRV, HHEIZ
&, BEERERL, MEZRESEL200, HO0LANEHFEEINTVL, Lizd->
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THER, -V A~ > OfTH) - Ik - 5%E - 3% EOREZ 5 ARIGE (personal
selling) R — IV A7+ — A (salesforce) LIEPLTWVELDD, FAILTES 2 HLE
Bobo X=Ur 74 FOSRETHLT A ) HEEL V) RV aho 221, ¥
FERPL L7 R E LT L T orz, bbAHA, TAUNIERMLTE/H
ENQLI P RINVANE W NER ST ARI ES/ AR

22T, MO ZOBEERE AT, RICBRICBI2EELGE, BELv—r T4
Y7 OB ERTOE v, BEIE EOSIH LT [EEE~—7 7 1 ¥ 7 O TFhig
BTHL] LRTWVEA, I TERLLOMMmELNY LTEZE, bhubiud [#
EE~—FT T AV 7LD VECEHERE S LT EEZ TN TH b,

3 BELHRTOBR

FEER 2 EIR TR AT, Bl [l ], BEeLid [ - Y- A%5E
b2l BEDHPWRLY BILEOWMESTHS I LITHEVLRESZ) THDL, HAT
WA DT ) EBRARLTEH AT, EELWIED [HoeitdE] L LTXgEns,
20154F 8 H28 H ISR SN F274E (20154E) 7T A0 7= 4512858, AARZEODIR
FEEFHII860/7 AT, ZOWFUZ, [REmBEitFE | 2547105 N, [Bocm e sis
(BCK - Bl &) ] a6 N, [EEBEREFE ]| 23437 ANERoTWw D,

72, BOBICIEBGELME & v ) HAR LR R OE il LR s E i3 5 G &
RS LD, BFRLIIFEELLZV, 2O L2, WFEICIEHMELRGSHFIED 5T
WDBH, BEIZE)TIEEWIEDPMR S, T72, HATORLHMONTED, FKEH»
SONGDBVE—=F— - NI v —DFELGEEEND L, [EOLIH, Wb~ —7
FA YT THL, ALERTIEIZVWIEROEAA, HOEITWTEA RV, b5
AR ASDPOWFILETH L, 10~ =774 v 7 OBBIL, WRsAEICTHI LT
Hbo X—=T T4 YIIPHBETOOR, BELHMEL, BNV -—EAZEEIIEDY,
BOTRPLENS LT H L THS] (Drucker 1974, p. 64. FRA, p.17.)0 Z D5
THRRSENT W5 selling 13H L FTHWEDZ L TH LD, FharEBELLTHATH—
FLERIBIE 2 {, BRELPETOMBRY BET 2 LER AR S SR o 7200 Ltk v,

T, FWIIEICBWT, ERLBECOMRIEEE ) Wb TS0, [EHEIBM I
FTEEZAT) ] LV EBOb &, HEOPIRENELE L -HE LTHEINLLELT,
ZORBREMBEDTCTE L, MIE - AR (2004, p.129) OXIZH B L9512, WEIRTIZAT
) RAARBEDREER, WHIRICAT I T 78 —7+0—, 51213, BHATHT) 3 F&F
LAEEIEE E CEHMBIEBI E B ATV S,

MG - A2 (2004, pp. 129-130) X, ZORIZOWTRO L I ICHMLTW5E, [EHE
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e &E¥cHRFTOMMK

VGHE: S

(HFT - M - 482 2004, p. 129)

HENE, WEEiEEhE & CRE SN2 25, BEEEIIBEEEE L VIRV EKE b o, B5EE
BT OHS ICRE S NEH TH L0120 LT, BEIEHIE, BEELONGI2EHT
72002, WA OWEMPSEREDT 75— 70— F T, BIZEHRGEEHZEATY
B, () L2oL, REFEHOTNTOEEFHIIEIND LvoTh, EEMMIEL,
ENNETDIEBOREEIT) DTH D, BEHREEMBZ O L) ZFEORE ZH ) DI,
EFEMSSEZE I IER T AIE LT 2EHM7Z0 0 TH B, G TREICITLILS
L9, BEIMP L ORLEHIHESNT, RENOKEHMOEEIHE STV,

FTCIHEA LB OKRE L AR EICBITL2Y—T T4 Y 7OMBEDTDEND, =
OMF - KRR (2004) O [EHEEME, SENPBOEBORELIT) DTH S, HHEL
MAZ DX HRBEOEEN L) O, FHRBMAEFEENICERET 25245 55
MERLTHL] EORBEEEL TVWD L) ICEbNL, ARTIEIHENEY AR - F
A Rk - FREEREDO~Y =T 74 Y ZEHIICELEROO L, ZIUTEERRE
EDTNEDERAT)INEREEZLONLDTH D, HLEIIVWO~Y—F T 1V 7EIH %
VELTYH, BERBEVEELED-70%0 o725 FOFEIZFETEN S Z L AR
%o TLEIDTH A,

M - 182 (2004) OEZEEWFEORRICHET 2 BHILENEKO L WH DTS 575,
2R LI B2 5, 2L, ZORDPFHFRUOEOHETHANT VG-
DThb, eNTR, HAFHOBEEOHETEZNILE ) BREDTHS ) Ho ZHITH
LT, [EEIEEEIM T 2RAMIE ] & v o) Bl 23R L7203 ibiERE (2002, 2010)
Thb,

T (2002, 2010) 1%, EFEHUEIRBET HMEE RO 6 DIZH5H L7z ONWEHRAMNE :
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EEHYMFEY A ERE R T A LICL o T, HEOBAERBREIII DL XY
ZHIE L, BEEZ L) ROERREISEC, @7 /N Al @ 5 EH L2 TR 2 A
WL CTELHEEREX 2 H > TWhRWETY, W27 N4 AT AGHE 2 1E L WwWh
T2 2 ST E D, O EAEIEAE @ FRECESIIFEIET - TF0 [
] THoH I LEBHRTIE, ZORTHFOAMTLIEBOENEIIEL hb, @7
TEIROMmGE @ EFEELE L UL LITAHEMORGE L 3EROT B2 R sEo b 2 L
Wb OBIFEREMME | BEO=— XA TR SNV EGr ok, H¥
HEFE EHEON NS A0S - BEHM LB, BE= - A2z a0
FREEZHED DL LD L, ©OFDIEI»OMMiE | EFMEOHBEHLYEHEIITT L7 LE S b
S WELWFHOMBEMZ T, Z0620flifEx b LIZL72E5 R bmAlROLN,

IV v—477427EF0OREGRE T DEDRIEEMS

KB A<= T4 v 7 EWFD LI, [FEAEMA] 2ELAOR~Y =TT 14~
7T, EBIC (585 EET500E¥, N CEMEBSHEICTHING 2 5IE,
IRV TH B8, BFEIZE) TEhVv, 8% 6, 23 Z3HAICBWTEY—T T4
YUNEEZELTVD LIS VHVIRIRD 720 TH b, MERBEORNMNAMKSE L ZAHHKRE
WS, HRTIRE V=774 Y IHMFREIN T RVWREL LWL, ShTwit LT
b, EBOHRBEIARREY—T T4 V7L EREVARTTH S 2L b, EEIL, 11T
(2012, p.11) FELFO X I ICHIEL T 5,

[WAI 2 HARMZEIIE, ~—7 T4 Y 7HMPRESNT, X774 708FE
T aBRE, STETRBEOHICOML TS, [v=7F1 7] %49 LHBHNT
EZZONTVAHLENEOHMIIHE SN TVAEDONIIEEICL->THRLY, 2O/
JBAEIE LT, HAESRLMICH TWAHEED R > Twb, x—7 7 1 ¥ 7HMA
REINTVLHETYH, TOHMOME) EiglE, Rl TEMERTHL] L, £
LT, SO (2012) ORI HAROEHELZERT LG ICEELLFHI) 252 T
{Nb,

IFf (2012) 7c 6 OILFEBIFETIE, HEW ZI) HARMED248FZE (EN1575%,
WY1 E) 2% e LTHAELLEEDLS, RuEEOTY L <] L v E)Rg
ENTze ¥=FT T4V THIEITEERE L ED, WL EEEHOFERREZED L, D
FY, =TT A VL EELRYE V) T LICh b, L L, EERHOWHES L
HEIMOBETEIIEE BB D) s, EEOHEHITFHERRICH L TADE
ByEOLNEWIDOTHDL (P 2012, p.136), ZoFEHE LT, [ FMiZ
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[(B¥OBHEMEL) U— AV TOEEY sV LIEF— 4108 > TOREME (%
KDDL OBDVDD) ThoT, FELEROBRIIORD > TR WIFEEND S L
W) ZETHAH] (IUTME 2012, p.226) &FHLTw5b,

M7 ~—F7q >, BENEXES, %L (EERRCOBRF

(0.30#*

HIILE O
WHFE S

e

» {7—/7%4 v — HIERR 0.52
AR 7 8 B B —» FHENE —0.18

X*=1054.38, d.f.=714, p=0.00

o

A AR {
CFI=0.91, RMSEA=0.05
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