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[Abstract] Nowadays, with the changing of the product life cycle, diversification of the customers’
hobbies and the enhancement of the customers’ power, more and more customers are pursuing for
the personalized products and services, while the online retailers can provide personalized products
or services by value co-creation with the consumers. With the document literature, based on value
co-creation from the aspect of the theory of process, the paper has summarized three main modes of
value co-creation of the online retailers, namely Co-Production, Co-Pricing and Co-After Services, in
accordance with the research on the transition of the content of value co-creation. Among the three
modes, the Co-Production includes idea generation type and mass customization type and custom-
ization type; the Co-Pricing includes online auction type and online group purchase type; the Co-Af-
ter Services includes returned product logistics insurance type and logistics service personalization
type. The cases of each type of value co-creation have also been explained.
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I. EU&IC

A5 —3y FOFEIHG, HEE TR O H BT EEREE OS2 LA T
Who HREITA 74 7 VDL, BHOZEIL, HAF =T —DHREV)IHERD
Ty WAL RSINTZB IR AL E, N=VFITA A2 RDDL LI R>TWE, &
D7z, SFEIHEE EMEILE 2 EZH XL, HEB NI AIIA AEINZE )R —E A
ZRMUETE, MLV HFOTCTHEEIKL LDV TE S,

—J7 . AEIAN XA # e TR b o TWh, &2 AD, MIRHIC L 5T, fliflidbal~
DT TuU—FHRE L, FICRMOMMEILAL Ay b7 — 271X B MliELAL SDuY Yy
2 (Service-Dominant Logic) 28} AMfifEdkAl., S-u v 7 (Service-Logic) (281} A filiftilk
fl, C-D @¥ v 7 (Customer-Dominant logic) ZB1F A MifEdLA]. ZhiZ [FatX ] @wmo
H o OMiEILAI % E03H 5. [T at R ] GOBLED S OMEILANZ 55 TIE vy, kb H
ELRTWHDRELEEZOND, 2O/, ARTEREON) 2—F 2 — DI F ST HER
KBWTHiELAI 2R A LD &35 [Tat 2] GHodHLEs» SOkl Z2 A+ 52 127
%o

Fion A vy —% v MEAOMEL &R, iiEER O EBEE LML S &, 20 FEBHE
HENMESETVD, E2AHA5 4 v MBEBGEICBIT 5 MiHEILEE 7 VoM +5 Tl
Ve 2D, BRIZBWTIZ. A v MBEBRGEIC BT AEILEE 7OV &2 I L 72 B CfiifE
BlOFH % EL4ET 5,

I. fEfEHEICEET 2MROEE

(—) BHAOfEELE]

S H. AMEILEI & V) BRI S F S F 25 TlEDN TV AR, lifEILE] & v 9 & 2 X191
WETHMDLI LD TE D, Hl21E. Rafael (1999) D% 12k % &, Storch (1823) &, #—
CAEDORFBERBANOEMICHE T 2EOF T, - AT 0t APAEE L HEEOW I
FoTRETHHDTHL I LEIEML TS, Fuchs (1968) Id, H— VY AFEHFLH— ¥ R
EOFEEMEMET L8, WEBLAEEEED 1OTH Y, F—EREEOFEL &b LT,
BOWEBE2H25ZL2RIALTVEY, 72, KEORREETHHTVEY - FT7T—DF

(1) Rafael, R. (1999) “Value co-production: intellectual origins and implications for practice and research,”
Strategic Management Journal, 20(1), pp.49-65.

(2) Fuchs, V. (1968) The Service Economy. New York: Columbia University press. i & - &% - #¢
il - ALVEHEER (1987) DRSS wBENEfE, 212, 213H,
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#IE=0W] ohT, 7Yuia—<— (EEHEH  Prosumer) &\ 9 FEIWO THRIE S
Nz 7uva—~<—tid, £EEH (Producer) LiHE# (Consumer) 2052 LNHERET
Hbo TOXH)BIRRIZBVT, HEBIHEIFHOA L LT, BEMICH - —E XD
FH5THILT, MBEO HCEERT] OBI~NEATVWEZLZEHLTVSY,
Lovelock and Young (1979) (. ®3E0AEEM D7D, HEELZFAMNT A LOEEES
LTV Y, I (1989) 1. HBEAF—E ADMGE & ZHITEBEMD 2854, Hk2DH
BEVHTEEBRIFLTVEY, T bbb, 1 DRWHNBHRH — ¥ ZREF L 0LV L
ERFRICLD2ARHNZANF —DRATH S, ) 121k =Y RADEE - KD 0IZH
RIRHMERTH L, SHITHH (1998) &, BRE~— 774 Y Z7OHBE LT, flifilidtal
EEFTC02 Y A= 74 Y72 RBL TS EF (1999) b, WHE & 85 5 WL
MPFLLTTIE RS, KR - TARMZEREES & LT, MOARE T 0t ZITEEME S
2T MILICHET 22 A TE, Henfilizals & ERLTWS 7, EHE (1999)
by Ay T =7 ORROHEFIH R 52T FTE3% < MMEEENOSNE & L TOFED
KEL LD EREHLTWEY,

(Z) BB&RRy M7=k B MEHEE]

WAy b7 — 212X AMifEdEAl & L ClX. Prahaland and Ramaswamy OHIZEA 2815 5
%o 20004£12. Prahaland and Ramaswamy (&, Harvard Business Review 7% C “Co-opting Cus-
tomer Competence” & BT AL aRRL, KAl WIHIBEL S, ZEHWRBIZ L L TOHE
B SR 2 B 2 OB FN L BRI NI L 2H LT A, Prahaland and Ramaswa-
my QR TR T 2058 Tk, 2 X0 &) ZE2 M S Tw 2" $4bb, 2000
EOREETIZ, 8] (Cocreate) W IHFEZIHVTWAEA, THIFE YA ZDOMMEICER L,
BHEVMEEAEOMNIETH D EVIR-ZFTTH S, TNIZH LT, 20024£12 “The Co-Cre-
ation Connection” & BT 253 IZB VT, #D T [Co-creation] &9 k% M, flifi o L4l
Zam U Cy HBERBIZE o TOMIMEZ Filk L7 N EHEDPBITL T2, S 5122004412 AR
EN7z#3 [The Future of Competition] (2B W T, RFEOMIMEILA 7ot 2 ICHBEH B XA

(3) L@ve [RITI30005 54 - IWEEWE ST 2 —<— Wt JCETE M~ [Hwmr
Bl 19974F 5 H20H .

(4) Lovelock, C. H., and Young, R. F. (1979)“Look to Consumer to Increase Productivity,” Harvard Busi-
ness Review, Vol.57, No.3, pp.168-178. VA& (1979) [H— ¥ A DEFENLI Lo H TR D HEHR D
TEHEMFRE] [FAXYES R - = N=F - EIRA] H 4%, 55, 108-117H,

(5) HIE=RE (1989) [H—CAD~Y—47 74 v 7] FICHELR. 100H,

(6) FIHFER (1998) [BIRME~—47 71 » 7 O] H2ER. 72H,

(7) BEAEE (1999) [~ —7 7 14 ¥ 7ikMsin—HE BT 54 2 OFESE] A2EM. 2795,

(8) EFHEE (1999) [+ —=7Y - 7—F 77 F v BM—A v U= BROBBETF V] 51 Y EY
K4k, 1418,

(9) Prahalad, C. K., and Ramaswamy, V.(2000) “Co-opting Customer Competence,” Harvard Business Re-
view, Vol.78, No.1, pp.79-87. " EHAIER (2000) [MHi% & WITHFEME LI ARSI —a vy »
ARE] [FA4XYEYF N=NN=F - ¥V A LEa2—] Vol25, No.6. 116-128H,

(10) MARE—#R2 (2015), 44T —IL [55 7 % REESHEBIC B 2 I amrse | TnfEILal & ~—7
T4 v 7wl FSCEERR. 102-105H,
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UYL H Y DDA & V) RN 223 T, S HER IS X A liiEdbE &
VOB LT T A BELT LI LD EON TS, DI, HBEHEII =T (I12LoT
WS s 4y M7 —27 OFBI 2, MESRED Y A4 I > 7, B, HRFICBE L 72 B4R
HOWARBENHETNLDDOTHL I L E2IHEMLA LT, ik (dialogue). FIH (access).
) A 7 &l (risk assessment). &P (transparency) &\ o2 T42EE (ZOEXFEORT
T [DART] LI5) % U7 RANCHEE T2 LESEZIRH L TWb, $4bb, dailid. i
BADPEER R, MOWBEHELRHFTRLINY) T ENTELEELERTLILTH
b0 T7HALIE, MOWBEHRL T Ot 25 LT HEAWEMTE 2 S F S 2 FRA &
THIETHb. VAZFHliL &, HEHITHLTHRELD 29 A7 23 LN Z 5o, Y
A7 OMEERETHI L THb, BWAMEL L. ERIIHBEBELOHZ b o8 - - R
EZORMWETTELRIZONWT, DAY RTHRLSLEHICTSHI L THS, Prahalad and Ramas-
wamy O/RIAHESLA] & 1%, RENZZT Th CHBERRE L Vo 72dA 08— | — LB
W7 EERHEE S 52 LT L VRCHEIROT, M2 BT 5b0THs ", £72, Pra-
haland and Ramaswamy O /R 3AMEILANZ, 85 % 8 U7 MMEAIE D &, SEIHE R & 0ILE]
B %5 U AT 2 28 2 L I BN EBITLCw A b shTwn s 1Y,

(2) s-DAY v 7ICH T BfifEHA]

SDuyy 7w )MeErEH I NS L) 2k o72& 52 1d. 2004412 Vargo and Lusch A%
Journal of Marketing %52 “Evolving to a New Dominant Logic for Marketing” & M4 % i L% %3
LzZbicd ™o UEmLTEINE TREPOWBRENE —HWRBE SN LT 256k
o [G-D 1y v 27 ] (Good-Dominant Logic) 75 S-D B Yy 7 NEfEfTREZ &2 FRL
TWwb, SSDuYy 7T, iz EANTOREELHBEETH), WHELOSTST R
R 2@ T WM R TiifEAl kgl s hs 2 Twb, GDRY Y 7T
X, BEERHCE ) VEB LRI N DO [383lifi | (value-in-exchange) % B3 2 DTk
LT, SSDuyy s T, MENEZPHERLHHE VS EIELRLIROHFT, BKLEHE
FHOHANZ X > CTEBESNS [HAMlifE] (value-in-use) 7o\ L [SCIRAMIfE] (value-in-context)
REMT L RICKBO D 5o SUIRMMIE & 13, IHEE & A3k L OB CHE/EH 1 IFEE) %2 8 U T
BHEWIIH -2 L. HBET O A TERLIENE T 4 v MIOWT, TOHEEHHEIC
Lo THRF S 3 MO 2 & Th s W, 720 S-D u Yy 7 oHLED S O3t Al D%
HBELLTETW S, bbb, 2006412 S-D B Y v 7 (BT A MlAEILANC &, [ilfifi o LA
(co-creation of value) | & [H:[F4:5E (coproduction) ] ® 2 DDFENE TN TV 5B I & 23R
XhTwa Y, TMlifEodLal] Lid, BT et RICBWCHEY FEWBEH CR) filifl% 3

(11) KHHE— - ERETFAR (2013) [wy =V F = 7RFICB T AR 7 vt 2 ] T8 %
fir FTi] Vol.28. No.3/4. 292-302H.

(12) ME—#E (2015), mifB#E. 105H,

(13) Vargo, S. L., and Lusch, R. F. (2004) “Evolving to a New Dominant Logic for Marketing,” Journal of
Marketing, 68(1), pp.1-17.

(14) Ik 548 - AR —R2 (2010), HIOME [E3% S-D Yy 7 oMM E] [—EvA NI
YhaYvy s === 74 Y RO ] FSCHIIR, 34H,
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AL, HZEBELTHBZEICL>THRENAZ 2 ERLTW D, [HEFEERE ] 213, hBE
IR DRI L HBRENSIMT LI L2 ERL, SR LHEY & O TR 2 L[
TEZRELEY, HFATTFHEA Y L0 THIETHb, 2004FEIREIHYDOF LYy VEAFIL
RAGEIEA L, WERESHEHKICAHSOF Ly VEAFVEERT S 2 LTl al s h s
ZEMEHER TV 1Y,

(m) S-A2 vy 7ICHT 5 MEHEE]

2006412, ALk~ — 4 5 4 ¥ 7% Gronroos (X, Marketing Theory 35T “Adopting a Ser-
vice Logic for Marketing” 323 L2HEL, SV v 7 24_ELAEY, Ssuv vy b
L [THBEZOMIEAIEEZ R — 3270 R 2 RENTICTS] i dboThsr W, i
(2015) 1%, Gronroos = & D 32M S NAAHEAIONEEZ D XD L) ICEYLTWE Y, 7%
bbb, B¥y 7L, BRAMESEH YO A CTRE SRS (HHWIENBITS) TCHEEL
HOT, flifERIEIIRE L HBRE L OMOBERZENZ B THE 70 ATEET 5, TOHE
FERO T a2 ATHBBEIAET 5720, RELHEEIL T AOHMEEZETH ), i
EDOLFEAIEE TH Do T2 STV 7 I2BT AMERAIOMFIE, IELIRERS L)
2 BT PE— VL TR 7N, F— R EHRED T Y b —)b LT IR
WERLY aA Y MERTEAEL, YaAd vy MRICBIT 20 LHESE L OMEIEH T, il
B EEFN S,

(&) C-DAY v UICHT B MEEHA

P AEILANC 5 20580 T, C-D B Y v 7 IZB T A MlifEEEI O 7E biFEH &b X
2% > TWwh, 20104E, Heinoen (. Journal of Service Management 3% T “A Customer-domi-
nant Logic of Service” L I L L EHEXL, SDuyv s S-uyy7iddhFTPDu
Y v 7 (Provider-Dominant Logic) TL2RWZ &5, EETOE ZANOFEA» SHBEEDAE
HEB~NOTFEH~ORHREZ FRL, HEEZHLETLHCDUY Yy 7 2RBLTW5S, S-U
Ty T, RECEBENRHEERNZAT ) HER S YRR TS L E LA & 928l
THOIHLT, C-DuYy 7 JMIMERAICBI2HBREOENEZARHAL TV T4b
L, HEAIEEIDRESNZZERCNL, HEEAGOF Ly VEAFVEEHTLI L

(15) Lusch, R. F, and Vargo, S. L. (2006) “Service-Dominant Logic: Reactions, Reflections and Refine-
ments,” Marketing theory, 6(3), pp.281-288.

(16) Vargo, S. L., Maglio, P. P, and Akaka, M. A.(2008) “On Value and Value Co-Creation: A Service Sys-
tems and Service Logic Perspective,” European Management Journal, 26(3), pp.145-152.

(17) Gronroos, C. (2006) “Adopting a Service Logic for Marketing,” Marketing Theory, 6(3), pp.317-333.

(18) Grénroos, C. (2006) “On Defining Marketing: Finding a New Roadmap for Marketing,” Marketing The-
ory, 6(4), pp.395-417.

(19) M —®E (2015), BlF [455%E yY—V¥ R -avyvre<x—4r51 v 7W7e] MifEdka e
X—=r 74 Y7 RSB, T7TH,

(20) oRlE (2016) [/NFEMEHEIC B B MMEILEI~— 7 7 4 v 7 — R L BE OMELEH % i ic—)
[Japan Marketing Academy] Vol.5, 287-298E, ¥ - BUSA (2012) [illififi F4 81 # Gm i B AT
LAskmrgeeE ] [HHERG 58] 34(6). 66-74H,
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HiFT © Gronroos, C., and Volma, P.(2013)“Critical Service Logic : Making Sense of Value Cre-
ation and Co-Creates,” Journal of the Academy of Marketing Science, 41(2), pp.133-150.

Ty HEAEGOERGEIZB W CHMTAENGME (Value in life) % W I SCIRAE (Value in
context) ZEIMT 5, & T A2 Heinoen 23 M L7 C-D 0 ¥ v Z1ZhF L C. MMlifEAlE X D 1l
iR (value formation) &\ 725725k 0t CH 2 LB s vz @,

(7%) [7OtR] @wmOF=H S OffifEAl
BRI (2010) 4. SBATSCRROAGMELLANC RIS 2285 5. RERHEON) 2 —-F 2 -2 D&
FIELEEICBWTUIERAI 2R L9 L35 [Tt x| oo offifElalz £ & o
Twa ™, BIZIE, Payne etal. (2008) &, WRATHEREZMY LIF, v 7 —RITEE LY 7 -2
ST H2HBHEOT UL AL ZOMICMBETLZ Ay v 5 =%~y ¥y 7L, fililfidial 7ot
ETERAT) S L R LTV P, Frow etal, (2010) & NV 2—F =Y DJll L5
MTFETHOSF ST LERINC, RELHEEIET LI FIELRLMIER L, MifE3gcid
a7+ (Co-Conception). 7% A1 > (Co-Design), A # (Co-Production), &7 1
E—3 3~ (Co-Promotion), 3754 3 2 (Co-Pricing). 3tifi# (Co-Distribution). &%
(Co-Consumption). L#EE% (Co-Experiencing). JLEMRAIE (Co-Meaning Creation). L7

(21) #RIE (2016). AIiBFN Lo

(22) BEJNEERD (2010b) [TE 2D H—Y 2, 205 TE2(H—E b ~] [HFEEIEXZ - L
va—] 58%., 2%, 160-170H,

(23) Payne, A. F, Storback, K., and Frow, P. (2008) “Managing the Co-Creation of Value.” Journal of the
Academy of marketing Science, 36(1), pp.83-96.
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M2 fMfEHEIOEE

flELAIDFEE ®m R
Har+7 ML HEEWESXY—EX0a &7 MNARICSINT 3
HFHI 2 HREPY—EXDTH A LISHBENEEST S
HAEE XY —EXDEEN—EHEENED
#7O0E-va> AJ34E%2BLT. HEEPRRXY —EXORFEELEED
®TS1227 IRRETOERICFE)FEEVFORNAPEET S
HigE HEPY—-EXORBIHEE»EDLS
HHE BHOBEN. SEVCERTAMEOABTICHELE5AD
HARER BEOEEEY. SEVCEZTIMEOABTICHEEZE523
HBLRAE BoNMEE. C¥ECHEBEOHEMEREZEAEL TERT S
H7I V=22 T | EOBBENBRERT 20, CELHBEENIEICHTTS
HALFFLR HREDMHFEEP Y - EXRDERZTEEEBEDHETD
HEEE BEEEO—IEHEE,ES

HiFT © Frow, P, Payne, A. F. and Storbacka, K. (2010) “A Conceptual Model for Value Co-Cre-
ation: Desigining Collaboration within a Service System.” Proceedings of the 39th Europe-
an Marketing Academy Conference.

VSV YA (Co-Outsourcing)‘ 3 x> 59 2 (Co-Maintenance). 3BEEHE (Co-Disposal) &
Vo AR H L ELTWDLEY, K2 OHRMOMPRIINE2DEBY) THDH, 51270 E 2

ROBEA S, Ay MEGBKEICBT MMELAOWEREEZWSPILTWE P, $4b
H, AR X7 75— Y=Y, XTI T o233 OOREIZI - THy MEER
BT AMELAIZHETHIENTELE LTS,

PDLEoEEE0 6, iR T 2R BT ICELL Th B 2 e bh b T3 Rl
HAIDE 2 FiE, BICHBEZOZREZMAL T D, DEITREA Y M7 — 2712 X B1lifEIA
BWTIE, BELHEGLOMOERBAEHINTVED, S-D u vy 7I12B1) A liftidt
BITIE, RETHSORMEY % 58 U ClifiE 2525 U 1B A2 % 3l U Al il 81 2 A Al % ik fe
FTHIEEBFAL TS, SOV Y 73BT AlELAITIE. FFE R & FHIIC Téﬁ%

EWHBEHOMOERENZMENEH 28 U T, lifEABHENE 2L E2RLTWD, EHIC

0y 712 A MR TIE, HEHEICL S Elﬁiiﬁ@%&%iﬁﬂc:ﬁu\fﬁﬁafﬁiﬁﬁﬁﬁ
(Value in life) & %\ ESCHRAGIE (Value in context) 2SI SN 5 & FIRL TWb, RKEIC [V
Ot 2| GO KD S OAffEILETIE, A& HEE & OB Tl Al % 98BI T & 2 BIRMN 2 B
BEABI LN LT b, [T R ] GOHMEA S OAifEILENI 5 Tld e vads, i b B L %
TVWHDREELEZONL, 20720, KRBT, [Tt x| @O s ofiifidtal & Z

(24) Frow, P, Payne, A. F, and Storbacka, K. (2010) “A Conceptual Model for Value Co-Creation: Desigin-
ing Collaboration within a Service System,” Proceedings of the 39™ European Marketing Academy
Conference.

(25) fLAEE (2018) [FRED A& v MBEIRIEIC BT Al A ORI 2 R EOBSE—H T H O E 15—
TN K%T V7 « L¥2—] Vol.05. 14-30HE,

Zy NBIEIRSIC R B MELAIET LI 5— ﬁﬂnl %%I] 13



OMEREEIZIED L Ay MEBIGEICB T A MiEILEIE TV EEET LI LT 5,

M. v MEERSICHTAMEREETIL

(—) HEER

— RN, AEEIEE AR ERE OMPIE TN, LA HEESEEOREHPIIIAD A
LI laiET, 0D, ARICBVTIE, HEEZNBRESMMER OB - EEE T 5. 1
YE =%y MERIEHTAIEICED, HEEEZBMBHEO T Ot A THLARA S ERE SN 5
SMOBFEE, AN BV THED LR TH LD 4 ¥ —F v P 2IEHA L2l BRE S mm
O - AEOHFERIOED LI IS hTwb, Flz X, FFHRLHBCBNT, W
BF DRI 2 B8 %S 2 & T, REOREIRAE S, FED M LT TR D 2,
O XITHEHESIMB RGOS - AL, FFEEFHORHRIE, RENHES = — A ~0HT,
BESEREON E, AN R BEORIE,. 04 XY VT 4 Ok, HOPTRE % o 7215 HIE,
Z—XEBDYATIT A v 7 RSSO A0, FHIHEGETICE T A EE N
DIEDHALE VI WD H 2P RBEICHBFHICE > Tk, HHOERTEEZB»T L
ATE, WHPFEOMETRH UKL 7 4 71 7 2H 0 L A2 250, HOOERRT
A 74 T RIS AEL, 2L ONGEHE. BRLTL 5V, ABICHKLVLDEZFICAhLZ L
DT E DML - B2 RD I 22 TE LD, LAY, EWEREBMERSOMEE,
WAL 72HBISEE L2 0 TH Y, WEL TV AEBOTHSIIZEE L TV w2 & 25464
ERTWEY, F HBRESMAUBEORMREIETXTORMBICHEIE LTV TidA v,
RNy aviEA, RITH—EASBHTIBH SR TV AR, BHIRElZ 75 ~ iz 25Tk
IBHERTOU RV EBEMEN TV, —J, v MEEBFRICB VT, HWHFS MR
MmOBIE - AR X ZMERAIOE T VIE, BIZTA T4 TAME, <2 - A2 F3 4 ¥—T 3
VHR, WA AE =T a VRN NG, Thbh, TA T4 TAIMB L X, RESF T4
YTRBICX 2 HEFHERH LOEROBNHORELFEL. ANEVD L BEELEMLT S
bOTHbH, YA AAZIAE—Ta v MEL, REMNELLRBIRYT 7Y 3 v ohho5HE
EVFLHOEBEINL, ZNCL-T, FLELT #RDHLVIIT—EC2AOMNMIfEZEZ FHD S 2
EThbo WAIIAE - a ML, HADHBRELENFE L 2P0 =2 EEL, 1l
HGoltd 77 —%WiILL, BWAHLVEI—EADHIAIIA ¥ -2 a3y &2fTH)ZETH

(26) KUF#AE (2005) [f ¥ & —4 v M &WHHLHESE L oML —Y a—2 L X v 7 2B S
HEHESIMARE R 2 PO —] TRIGRERFPRFRE] B45%, 525, 363-372FH,

(27) Prahalad, C. K., and Ramaswamy, V.(2000) “Co-opting Customer Competence,” Harvard Business Re-
view, Vol.78, No.1, pp.79-87. H i HAIFR (2000) [H% & LICHFEMEZ LS ARSI —a vy ¥
AfgE ] [FA4XYEY K N=N=F - EIVARX - LE=2—] Vol.25. No.6. 116-128E,

(28) KIBFZE4E (2009) [1T = —74 7 4 ¥ Z k344 AIIEFE, 144-146 H,

(29) NS (2003) [Web (28B1) 2 HBEASINAE M H T 5255 [ Ek R Fmt] 189-
202FH

(30) Johansson, J. (2006) Global marketing (4" ed). Boston: McGraw-Hill International edition.

(31) Michael, E. (2008) “A descriptive model of the consumer co-production process,” Academy of Market-
ing Science, pp.97-108.
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D, LAIDOHARAI A ¥ —2a 035, LA, HRAIIA A2 LEIELTWES
COMENER LTV A EKZIEIT, FHTYA LY —, 2OoBHEEEHL OWNBRHHHRO
ISR LS TH 2,

(Z) £F7Z120 08

475 =%y MZX o TG DOZEAEDT T E . HEELHFEAMALIZIZ2 2K T X TR
LIEREROND L HICRD ., IEERFDMILL T b, €070, L HEAOMHEEN %
HUT, MiESRESN TN LT IA T VIR EIR D, XTI v 7ol LT, F
YA A=y a vREFABANEFOENE, F U4 vk — 7 v a VIFI995EICHE
. L THiEZPRET LD TH b, T IA4 v F—2r v arvid. VT NVI A LTt % g
FTOENLFETHY, AFVRARA—2varv, A5 8RKA—2rvav, €AV 7594
A F—=rvariihrib, TFAFVARS -7 v a v Eid, BOVMARAICELSRY .,
S LTI Z IR LA EN B D TH D, 2XICH T vy RA—2 ¥ 3 vidiEw
SHDOIHO, AT TN DDOT, BMHEAFT-BZLEOMmEERTLEVI D
THY., [FyF - F—=rarv] LLMPENL, REICED VR TIA A - F =22 a vid,
—HICAMLZT-> T D EEZMNIF AR, Z3FBIEEZ [T 72 Ao AAUi#E THEA S
LHLDThHb, A v IA v F—rTaryofEe LT, fy b EZEMIRR RO AEVESE
D, fZRHHL D BIEENICELOBMERZ LT ETH D, L, FvIA4 v F-2ovay
DORFE LT, Mm%z ERICR T, oL Rk 2enTEonwa e, $L Dt 74
YA =27 a VTERESINTVRRHS2% ) EVWOT, Bug) FRAN Ay bT—7 L%
FHT B LRV ENRIFTENET, —F, F v T4 VIFARARIZ, —EHRE A,
—EBOEATLEEZEDIIER LT ZMICHEATEDL LW FABEAS AT ATHE, — W
W2 o4 VIFEEEARIL, FEBATA N (T 7 =284 M), BN FLTH
BENSR D, X4 VEEABAOREE LT, £ OWHEEIFEBEAC L) KiERE5]%
BlZFHCTELZ L, RERNEER I —EAZHHLTH 59 2 & THEMOBE R % L&
EOHNDZENBITONS, 72, AFETH LARBOREIIB W THESE T2 L5 X512
T IUE, AL > TR T 3HF IRV AETNL E VS FEbH L, SHICH Y TA
IR Z AT KON, MiEIHERZETHE (7127%) % + T4 Ik
ARZ, LTH LV Y7 P TR ARVD, SHIZED Ry FERICBWT, HTREORIKD
SEIH 72 D DITAEFNED B REEDE V.

(32) ¥—=%— - FAN (). BURE AR, k% - B - BEAY T (2004) [flifi~— 2D
=T T4 v MR SRR L, 531,

(33) T—=F - -nryr ()., LEAZER BHNEER 2001) [ ¥5 =2y v—=7F4 27D
JEUHL X MRmE ] AR BAL, 247 E

(34) WEJEERD (2010) [H—Y R+ FIF v b -uy v r70BRHE] [HEIAR - LE2—] 58%, 1
. 166 H,

(35) TT7F4 L 7=y, Va—-J—, F=Vy b+ - Fr7 H-IHZNV -Fzr7 (F)., W
TeT] - KT - BEEAGR (2000) [e-T~—A—EFHEIEIOTRC] 7Y VIFar—3 s
v, 2428,

(36) AEfFgEk: [2018 1 14¢ EIPIBEE B R i s r 22t i

v MBERGTICHITDMERRIETIVICET 25 I o) I] 15



KER3 HRETAXADMRY —EXEROERE
Wtr—2r7U7 O U =& B =

90% 929 5% 90% 3% 9% 9296 929 0% 93% 93%

83% %
80% | 74% el 76% 77%
68%
60% -
40% +
20% +
0%

B bWmaodE Witz Ml JAF % H Ak i 25 g T A 20 fid 3% H A%
PRRENTVE I L ([TERLZE ENTwhHrZ L BB L ERDZ &

BT UPS 20190 Al [X KB 2 547 2 AR JEtty ] 16 & 2RI SR I

100% - 94% 929% 97%

(Z) £#774— - —EXH

[TatZ] @woOBE» S, MliELAOWMERED 1 OTHEILT 75— - - 2ADOMWEH
HIHEIZRD 45 TH 2T, [RRIERMH 2 EHINGERNS | A0S 2Wikt¥s AiicE
N5 [y MEEEEAFEE., HEEICHLOMTHM ZEZL TSNS TR L 72
e, A v MBERFBAFEIIFEBIBIED 5 WITRWEEEZ T 5 . 207D, AFEICBIT AL
77— =R EE, FIIHLREZOWTE. R, BHREEXBETIOTHL, TOHT
W ERIZOWTIE, MEIIRENE LIS, A=A MF V7, pEL pEEFE EECBT
A4y MEEBRGEORME L, W AIIA ZAEINTWRT—ECAD S ODOERETHL TW5b,
Thbb, RE2WHRAEEOEEPIIRENTVWL I L, WtE2HHIIERLZZ L, BT
HORE SN TWD 2 &, BERMWANERSL 2L, ZFLTHREHFERLZLETH S,

F720 Ay MBEBGEICIBIT B IRTEEE VI RS HEBIIERICEME RS LT
EhVv, ZO7D. BMPTHEEEOF IRV, HEAZOMEDRE LN VTS, BMsSh
BT ENS W, Ay MEERGICBWT, #1/3 OBAFAOREMIERSHTVE S, —f
IZ, REOWREDIZE A CIIHEENHHL T b, HEEORGWREHOAHEZ LT
eIz, PEIZBWTIE. Ay MEEHRIEIC B 2R B AR RBRASEA: L TWwb, &
ORBEOZINE L. HEE, RESt. 2L Thy MEBIGERENS R D 58 ) TR AR
EHOWFERBMAR D 2 003 %, 560 FREMAZIZ, WHWHEIEHREZBAT L, & v Ml
BN EENEHOMATLELDTH S, AVFREMARIL, HEEEWmERAT LI, HE
MATE2HDTHb, TN L THHEHIEMERMT A256. WESHIREN %
B L7725, RSP 5L - TR BEHZELTH B2 5, HiFEICE 5 L. 2 v MEfE
W ICBW TR RAERSH L, HEEOEHLZMAG T, BAITHEZIRET LI ENTE
29, 72, EEAWREROMAE Sy VEEHEO) 27 EHFEEK L. Mihd b \vid

(37) LA (2018) [HED A v MEFWTEIZBT ZAHELEI OB EREORE—HEE OB 25—
TN K%ET V7 - LE 2—] Vol05. 14-30H,

(38) Banjo, S. (2013) “Rampant returns plague e-retailers,” Wall Street ], Dec 22.

(39) TAHEW - B—N - 2l (2016) [BETE R B MM 2 A e B BN THb 13
9%, 2 W, 150-156F,

116| BEEZMIT No.46 2020



F— U 2ADMMifER IR T Z L bIHsh w0,

V. S6IfR
(=) #4E

FTT7A 74 TANMBOFEF L LT, 2XDb 002 F 55, #l2iE. Threadless.com 2
BT, WHEBIE AV IAVTT IO VOFHA Y 2R-ETH I LN TE %, Threadless.
com XR EHA FOFMEIC L BHEIETARD D 5 7 A 23 Threadless.com 12 & - TH i,
WESNb, LoabBmalgsng &, 7914 v OitEl#1d Threadless.com 7 HHME 4% b
52 %", Threadless.com ®F—7 - 7 1) A 54 7 - + 7 4 %— (Chief Creative Officer) %
KDL FED. [RADKHIFEEE A LEVA, 7F33IL0) HETHERERL TS, b
Lol TH A4+ —Thh, EitShTH A4 @I zvoThhiX, B oA
Threadless.com % 4 F <O L HE2EDOTL 22802 |, F72, BEFEOER T % Web
H A4+ [MUJLnet] &A%y b3 I 2=7 1 Tld, BERSEIC K 2 BEMFEMH LW v ot
% BMEBNOSIMMARE o Tnbhs T4 T4 TIXEEEGP T —<plic7ay s &
LTELDT, HELTHEBREZRIHREZEDLLON, b3 Nd L) Il oTw
29, EHIZaYEa—F - FFTTA4 v I ADIL T 7Y NFEL URBEE T LA b [
BAEWG] TE 7HA T —RHBEBEPRESLHHAMEDO T A Y2 M T 5 EbH 5, €L
Ty F v b ECAREEZITV, BbEo720 01k, 2—F—2OWlAORTFHE LY, WAA
BN ERUIEL DO, A—H—RET LI H LY,

DEWEIRA - AAIIAE=V a YRIOFEFE LT, DEDDONPHEFLN L, 20124E 9 HIZ
HERAD BtoC E— )V (RAli) 1ZBERA—H—ThHrNA 7 — Vi #iEL, C2B EREGEE %
1072, Fhbb, N AT —VHIZHEBZORETT LEDF A X, fu, T3 F -5kt
Pt 7 Ex P, BERDOL W 3B OMmE LML, Bt L7z, TOfER, BRHTL LA
DFLVEERWRGE LIz, 1 HTHROT L EIE, JEEI/NEEICBT 2 ERTRTH 5, $720 K
0M45FICEHA =D —DI2EHETA Y #B &2, F—F =24 FTHEELZ. #HIHOWEH
(5 A7H) 1T, B A =7, BRAEERE oXy MR BEZ 187 5o/ E R
mAEBGE L7 Dell 94 McBwTh, WEREIE, 7oty o, AT)0ER, 74

(40) i (2018) [ HEMsIREACHR o N 28 I ARCF vos i 2 2 Wik B S B Y SRS AT 78— 25 TR B B e B A | TR
EBME S B 6%, HIW. 73-T6H,

(41) Liu, k. (2007) “Cyber Tees Grow Beyond the Web: Threadless Takes its Online Success to the Streets
With a Chicago Store,” The Toronto Star , May 8.

(42) Beer, J. (2007) “Threadless: Fighting for the T-shirt Democracy,” Advertising Age’s Creativity, 15(9),
54, October.

(43) JmEEesy (2004) [Web ¥4 M2 FH L72HBEESINEGMFHEOGNE] [+ 4 3 I 4] H415,
%17, 51-57H,

(44) P - ZiRE (2002) Te~—7 7 1 7 OWMIEE] AR, 49-50H,

(45) FLEA vy —Va— [Bz SEEERE

(46) TR WM ERNMEERE © 1 H185EH I & | http://tech.sina.com.cn/i/2014-05-09/
14069369233.shtml. 77t A 1 201742 A 1 Ho

v MBERGTICHITDMERRIETIVICET 25 I o) I] 17



AT VOBEHEYA X, ¥ — FOFEM, €L Lk s GAhAnrEIELR EOBRY 72 3 »h
5. HOOWRIZER LIz —=y ZlAaGbLEI XV a2 ATE 5,

RBICH A <A ¥ =Y a Y HOFEF L LT, PERFRITEHTH 288 (Ctrip ¥ — +
V7)) A MCBIEF =5 =24 FYT—%fMT 5, ¥— by 7HIEHESEO OTA
(Online Travel Agency) T. * ¥ J 4 VIiRfr¥ A4 b LTHE®O by 7TH Y, HRE 3LOHR
Wit o Twb, 016EDNSHF —F =X FYT—=FRHI AT LR2IED TS, 20174 F —
F— A A N7 =05 FIZ10EITCIC% D, 20184F 121340 ICIC k572 ¥ — M) v T BT S
F—F—=AA4 FYT7—OfWid, ¥— M)y 7 A~ ORATem) . HEE. Z L TRfTatt
DIFMOWMFAIC LY R ENDE LD TH S, TTHERIIF VI U THRITHL (HRE. AT
., PR, TLTHNLE) 2RIET 5, 2XICY— M) v 7B 2 &E L, HEZOH
L2 ®A L, WERAOMGEIIL UTHRITROBRE (54 . w70, #ocolkitath, iz
Kb, NASH R E) LA L ECRITRIm 2 AW L, HERENERT 5. REBICHER IS
 OEMD S DL D7 B IRITIRED T HFICA - 725t 2 BT 5, F720 ¥ — MU
THIEA =T =X A FY T —OWREEEZ EHICED L7212, 2018FE3ANS [F—F—X 1 F
VT — BRG] L) BEKEEAL, GRBEOARLT—F— AL FY T — &R T L5 T
ELZLICT 5, =Yy TS REIROREE, HRITRZ LMW T i o155 2 53+ L
TWb, F—EADGHEiS Nz T, Btk edbdhb. H. Y= M)y 7L MIB
WT, R S N7 ARG 12400044 P v B,

(=) T4 TR

FFAY bE—2 v a vOFEBIELT, 2XDOLONETFS5NEYY, eBay iF. HFRFEAD
F—=2varyHA b THY, WRTOH S LEHEOME M EE ICHHINTW5S, eBay Tl
ARANAS 22 S 48D Ty I filids & 2 72 AALEDSHE D 7% & 325, kg id 2 7 BB ARLARS &
BHBENVETIAR - F =0 2arFRER->TWb, 2O It vI4 vt —=rvarvid
ZL OEREECF LY FICFBRICRMT 2 2 L b1, BREEAREEL WS, T2, —#&IC
AMEZHCOFMFEL O AN EZIT>TLE S 72, FALL72HE (B 2SELEWwEn)
R BEOWN) DHEEDZN, ¥H Y FTIA A - F =T v ayiZEnzhiEsT s, £h U F
TG4 A - F =27y avid, EHORE) TLEEOTEDY Win-Win OBRICENEF—2 a3 vk
XTHH, HHMELWEE) @i GHEZ) %2 AMLL CTBUE, BFHTI LA Rtk T
ALLTH, HETLZ LIZhWwEEINTWDS,
DOXICHFABARORF L LT, FEICBIT 2 KFRFABAT A M TH2L0%4% (Pinduo-
duo) *OFZHEINT 5. MEAIIHE LB T LFABAOHMATH S, TTHEEIZT
TIZH 2 HFABAOH LIHANDOSBN. H 2 I3 LWIFEEA % H LANS B CHFEREA % 4D
%o NTRFEOBGEH AL > T2ODMEALELH S, 1 DHIE, HEED RGNS L LI
W B Y7 R HIACED . —HICBALTLS I LV D TH L, BN
FoTHRESNIBEABISGELZS, BAZLBNEMEE®RT 5, KB L5 az K
&35, 220HIE. HEEVPMEELMIIELW LR RO ¥ 7 Z2HMAICED . — /5]

(47) PHEZ (2009) [CYRRAETFADL I R—2 a3y TTy b7+ —2DREM] FSCEEH. 69,

118| BEEZMIT No.46 2020



MF£4 HZZHEICHTIEEBAOMLEAH

T ABAES 5 i
F4 s
e A | am
JEFIREA D s > e
~NDZNN
oM ET
i3] 5 4 > ﬁéﬁﬁg@ > E KLk
-0 Wz %

W HSGES (2019) [HIRREBITERTINE L] 10H & I EHE.

EXWHLTHILI LI BDOTH S, MHIEZHBICSIMNT 2 AW T2 2138, 5] & E
PHARTZ (OMICR WD H2). —EMBPNCREIC X > Tike Shafiid] & AU E
L7256, RYMOHEBEZORMIFEMm e BRET 5, BB L5 ErRET 5,

(Z) 77458— - HY—EXH

SEERITRARRR AR OZR & LT, 2 XD ORBIT 5N B, 2014EICHED 7 1) 887
V—T13, ERGERARSHEEE LT, WOTHy MEEHRGERMEREZEEL. * v MEE
WFE DM EH & > THRIbN IR WREOR, —EE&HERET S 2 LT L7z, 20144 DFi AL
F=FI kD E, 60.99%DHEFIE. A v MBAEKRIEREM B LB & BRI
RLTWRZEPHLNIC R 572, T2, BRI L > TRIBIMASHE & i SHI RS 5,
20104F £ 2011412, 022530% (30% LA EoMa. MATE 2\v) ORGFROWE, PRBIINA4:
10155 53381272 0 . PRS2 S ORI S 5 2 H18ICICEEE S 7ze 20114E DR, 0 2
530% DRFHOWLE, WBIMASEIZ055 5115TCI2 7% ), BREHD S O£ 5 2525
TIRREIN TV D, —J, 20134E1S, R A b b EG M Bkl AR Bkl & i L
T, Ay MEEBGHENERY —E X2 LTw5E, LA L, AT ) TIARMER L A
2o HIEITTIOH & v ) WIRIIC025TC TIMATE 2, ENUFEORBIMA 41X, & v b
R RFED BB MRS L > THEH 5 HIZHEZEI N TV 5, 20134E107 12, 206FDREL A H 5
[ N RICANEH B AR PRk 23400 TIBIE S, BB255: DB S N7zo SBINGIHO T
Ty HERFEEIA VY —F v b, TLY, EHif, BEREOHETHEHMEBEATZHE. 7THUN
SIS CRMT A ENTE A MW ENZY, 2ok, REBXEIHRE AT
528l b, TOXIBREROTF, MEORGPTRBRICB T 5 HEMA GBI 2 Fil) v
5o

(48) L22L. DFomdiE [ 7 HUWIZESEMECRG] L) FfFopiste s, OEHY TV o,
@AV =%y I HhHFTru— FEABXUOHBE SNEF BUEES. 7277 Vigih. @5l &
WLHR, MR & OWBB VAT LTy TR L 72385 LIZ S Wilidhe — 7,
v MEEBEGEAMIE. ERENZEREZT N TH S 7 HUNIZ, Eiftez 8% L 2
B H R,

v MBERGTICHITDMERRIETIVICET 25 I o) I] 19



V. $bVIC

RENZTATER D S MiELANCE T 2R 0EBEEZELE Lz LT, [TuX ] GOl
SOMEIANCIED L, &y MEBHGEICB 2 B il e T L ZhEhodifz iy L
F7z0 EHRHAFIUTOLBYFLDLIENTE S,

8IS, MHELENCRET 2RO EELEZER L, Tabb, RN OffifELal, &AL v b
7 =212 X BMlifEIAl. S-D v Yy 2 I2B I AiifEILAl. S-u Py 2128 A lifidkAl. C-D
Oy y 228 AMiEIA. 2 LT [Fat2] @mofmsrsoMififalcd s, [Tot 2]
O O OMEILANE T TIE R WhS, DI LTV DOTH 5720, RETIIAER
FEON) 2—F - VDS FEEREMIBOTMMHERAIZRZ L) T2 [TuLR] HHio
LI A & O fiE LA 2 7 L 720

212, [Fat A ] @mofuh ookl ko, &y MERFEHRTEICB Y 5 3 Mkt
BIETNVEELG L, $hbb, 4E, k754307 X7 75— - H—-ERXLn) 320
EFNET LD, o WEEEFTVIE, TA T4 TAIMAE, Y2 - AR E=TVa v
B, RUHWAIIAX—2a VBN LD, TIA TV T7ETVE, A0 IA4 0 F =0 ary
EHFEMANS D, T TF— - F—ERETFT NI, HAY A ZOYHY— ¥ R LR
PREEE HIM AR 25 72 % o

B3 HADETVOERBIZRY LiF7, £374 74 TRIMAIOFH] L L T Threadless.
com & B AW OEE T2 Web 4 b [MUJLnet] % EDH A M2 LT DXIZTA - F
A=A E¥— g yOHEH[E LTBtoCE— (KHfi) & Dell 0FBIZ AN L7z ELTHAS
A ¥ =y g VHROFFIE LT, WEICBT 2 KFRITEE Y — M) v 7HoFE 2 /840 L7z,
XBIZH v IA v F—2 v a YHOFH L LT eBay ##0 L7z SLRBEAMOFR & LT, #
4% A4t R LTze WIS AR HHMATOHEF L LTT ) 2\INT )V — T 58 L
AV L AT i R0 8 () K H7 kg P By

B4, AROMEE LT, 2X0HPBITFON L, [Tut R ] Godler s ofifia
TRBEEOMERBITH S & LIFLIZHER SN S, €070, ZOHEILD % vy MBfEHREIC
BT BAMMEILEE 7V & FHIBEFE TG A O AR 2 50 KT & Wil REE DS % o

AR, WERERE AR BT BARR S ST LIEE (R4 Tl S Bk R B e
BB B ZE ] GRERS - 719MS071) ). K OVHEm ik Pt be (2t
RE A ¢ [ e v Al i 3 B A5 5 TR B sk T B D R 1R AT TR L s BT e ] GRAER 5
Hr201802)) 12 X 2 WM RO —EHTH %,

@S EXm

Banjo, S. (2013) “Rampant returns plague e-retailers,” Wall Street J, Dec 22.

Beer, J. (2007) “Threadless: Fighting for the T-shirt Democracy,” Advertising Age’s Creativity, 15(9), 54, Oc-
tober.

Frow, P, Payne, A. F,, and Storbacka, K. (2010) “A Conceptual Model for Value Co-Creation: Desigining Col-
laboration within a Service System,” Proceedings of the 39 European Marketing Academy Confer-

ence.

120| BEEZMIT No.46 2020



Gronroos, C. (2006) “Adopting a Service Logic for Marketing,” Marketing Theory, 6(3), pp.317-333.

Gronroos, C. (2006) “On Defining Marketing: Finding a New Roadmap for Marketing,” Marketing Theory,
6(4), pp.395-417.

Gronroos, C., and Volma, P. (2013) “Critical Service Logic: Making Sense of Value Creation and Co-Creates,
"Journal of the Academy of Marketing Science, 41 (2), pp.133-150.

Heinonen, K., Strandvik, T., Mickelsson, K. J., Edvardsson, B., Sundstrém, E., and Andersson, P. (2010) “A
Castomer-Dominant Logic of Service,” Journal of Service Management, 21 (4), pp.531-548.

Johansson, J. (2006) Global marketing (4" ed). Boston: McGraw-Hill International edition.

Liu, k. (2007) “Cyber Tees Grow Beyond the Web: Threadless Takes its Online Success to the Streets With
a Chicago Store,” The Toronto Star , May 8.

Lusch, R. F, and Vargo, S. L. (2006) “Service-Dominant Logic: Reactions, Reflections and Refinements,”
Marketing theory, 6(3), pp.281-288.

Michael, E. (2008) “A descriptive model of the consumer co-production process,” Academy of Marketing Sci-
ence, pp.97-108.

Payne, A. F, Storback, K., and Frow, P. (2008) “Managing the Co-Creation of Value,” Journal of the Academy
of marketing Science, 36(1), pp.83-96.

Rafael, R. (1999) “Value co-production: intellectual origins and implications for practice and research,” Stra-
tegic Management Journal, 20(1), pp.49-65.

Storch, H. (1823) “Cour d’Economie Politique ou Exposition dex Principes la Prospérité des Nations,” Ail-
laut, Paris.

Vargo, S. L., and Lusch, R. F. (2004) “Evolving to a New Dominant Logic for Marketing,” Journal of Market-
ing, 68(1), pp.1-17.

Vargo, S. L., Maglio, P. P,, and Akaka, M. A. (2008) “On Value and Value Co-Creation: A Service Systems and
Service Logic Perspective,” European Management Journal, 26 (3), pp.145-152.

Fuchs, V. (1968) The Service Economy. New York: Columbia University press. #F#ZE « &5 - #GH - H:
PEREER (1987) THRFSHEGE ] RGHENEfE,

Lovelock, C. H., and Young, R. F. (1979) “Look to Consumer to Increase Productivity,” Harvard Business Re-
view, Vol.57, No.3, pp.168-178. Vi #ER (1979) [H— Y ADEREMRN o h FR L EFH O8N &
WEFI [FAXYEY R - N=N=F - EVRR] E4%, 6555, 108-117H,

Prahalad, C. K., and Ramaswamy, V. (2000) “Co-opting Customer Competence,” Harvard Business Review,
Vol.78, No.1, pp.79-87. P EHIFIFR (2000) [Hi% & ILITHEFEMEZ L AR —T Y ¥ AR
] [FAXYEY R N"=N=F - EVARRX - LE=2—] Vol.25. No.6. 116-128E,

WIBEZER (1989) [ —E 2D~ —4 5 1 ¥ 7458 6 SCHEH R

H b - AR (2010) [H—YARIF Y baY vy r—~<—F T4 Y ZIEOH 722 806] [H
SCHEE ARG

LEAEE (1998) [~ —7 7 4 ¥ Jilgin—928/ 87 ¥ 4 5 OFREEE] H2ER,

I B - EHMEFEAR (2013) [y ¥ —YF = THEICBT BMEEK 70 A | [W5e Hili
Vol.28. No.3 /4. 292-302H,

ITIAL - F—=NY, Ya—-Y—, F—Ev b - FUF H-IHTN-Fxrr (FH). WEE
A AT RFEAF (2000) [e-a2~—A—BTEWTIOTRC] ¥T7VryFar—var,
2427

KIFZAE (2005) [4 ¥4 —% v b &iGH L72IERE L OMELA—Y -2 L X v 7 A8 2 HEH
SBT3 & il —] [RIGREGRIRFRE] H45%. %275, 363-372H,

KIGZAE (2009) [IT ~—7 7 4 ¥ ZiEg—I8Hi] Bl

TR (2003) [Web 1281F 2 BB SIMMTE AT IS5 2 %% ] [EiF ke mit] 189-202H,

g (2004) [Web ¥4 b2 FIH L7-HBEAESIMEmMBAEORNE] [+ 4 3 3I4] $4056, H1
v 51-57H,

11

T

v MBERGTICHITDMERRIETIVICET 25 I o) I]B]



v TAITIS0005 58 4 - WEHERET O Y 2 —~— O A COTTRE DM~ TH 5@ )
19974E 5 H20H .

LA (2018) THED A v MBFRIEIC BT 2 MiEILEI O E R E OB FE—HEZ OWHE» H—] [#
ZNKFT Y7 - LY 2a—] Vol.05. 14-30HE,

FEIFHHE (1999) [+ =7 - 7—=F 727 F v lE—% v v 7 — 7 BERoOB@ET V] 51 Y€ Nl

Bl (2016) [/NFESEHEIC B BAMEILAI~— 7 7 1 v 77— R L B OMEAEM 2 diic—] [Japan
Marketing Academy] Vol.5. 287-298¥,

HFHEE (2009) [EVRREFVDAL I RX—2 a3 TFy N7+ —LDEE] RS .

R - ZiiRE (2002) Te~—7 74 ¥ 7 OWMEIEH] AR,

Y—%— - P4V (F). B AR Fk% - @i - FEsRFiR (2004) [MlifEN— 2D~ =7
T A ¥ TR AR R

BENERD (2010b) [T/ 2 —E 200 206 TE DY —ERXH ) ~N] [-lBLEIARX - LEa—] 58
%, 277, 160-170H,

BN (2010) TH—E R« FIF Y -uVy27oRHE] [BEYYFA - LEa—] 58& 1%,
166 H,

AANE—mE (2015) [MlMEILAI & ~—7 7 1 > 7] ST

AT (1998) [BARME~—7 7 1 v 7 O] H2EM.

T—=F-nrvry (#F)., REEZER BANEIR (200D (45 —Fy b~x—7 T4 ¥ 7 OFH
L] B ASKE R AL

TR (2018) [ ke AR i N 5 I A F v T 2 o i e P SR F 7 — e TR B B B ol | TR v
BWEEbER] B 6%, 3 M. 73-T6H,

TAEWR - Bl—JL - 2y (2016) [ B 478 2 Bk #e M 22 0 B S0 2B TR T3 R3]
59%. #2M]. 150-156H,

R - BUSAR (2012) [l %A BT BB AT G- Al F e IR 2 ) [TV AR 35 5- 45 B 34(6) . 66-74
Ho

HREFERE [2018 247 E NP B h M 7 i ]

FRAES (2019) [HERHEWIFERYIBES %],

UPS [2019 A Hh [X Mgl #3517 A i A FFe s )

TLEA vy —Va— B Skl

[RGB NI R ERE - 1 H185¢ /& ] http://tech.sina.com.cn/i/2014-05-09/14069369233.
shtml.

122| BEEZMIT No.46 2020



