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(185) 15

V=W AT Ly TEHED AT
1% & )

I 2—LAYLS v THRELOLE

KF(CHITDHME IO RIC BT B EFER O — N A~ v o T~OE
id, BBEHF~OERAOBERLLY, RFICIEET~SXMEN T o7,
Y, TS ~F 4 v 2 RFEEKE L 07 4 A0 ERE, KEFGERER
Tl HEAOERIGEREL T i,

=L ATV, T ORFIT R BRPOMIEL, 10075, = . —2— 2k
FURENLN . AT T —r 7 v PG OMEL RSN T 5 541

L DIETH -, =a—2— 2 RETOLRWDDFEEANSIT, T —NA<V Yy

FEREERNCIET D D Ltk o T, 2E DSB8 (money making) k ¥ %A

DER (business building) D20 DEES & B 2 £ S H THEN (result producing
ability) BB T L, ZEME LT Wb EMY, —iRIcE D TRy
HHNEZ DL ITH 272, ARFETHE, 194FE» sl - A<y,

FOVRICEE R &/ John G Jones 2HBEYM L 72, D RETOHERB
EE ST, BEATET TRIERR P LR DS RA - A7 A Y TH

BEHFEIIHRE > TV I I THEY LdL, £—rA=Yy , 7TOREOE
B 22 BEARIE 20WRTIC A = TH 5D 2 & Th - 720

1I9105EASIC A C, ¥ R AT F i s A A 2 VRSOOSR AL BT
b, R LD = —APRESE NI, T CICI909FE, v raaisT ok

1) H. H. Maynard, Science in Selling and Sales Management, in Hugh G. Wales (ed.),
Changing Perspectives in Mavrketing, 1951, p, 171.

2) Ibid, p. 171

3) A&, International Correspondence School —Tif, 189057 & I900FENIC T T, G
LI ET 2 2B FRR L T (P D. Converse, The Beginning of Marketing Thought in
the United Stafes, 1959, p. 20),



16 (186) Wk Bew
¢, Herbert W. Hess z X - (BgE & Nz, #3, LESFESITEH LR
T & TEL S Walter Diel Scott BRI, -l A<y 4 700
ORI BRI, TRLIEECE Y 4 AT v KZEC, Paul M. Nystrom (o
Joo TR SN, 13RS A P RYC¢, Harold Whitehead iz k& - TR
ArEni wuo?, 19166, W.D. ==, b2, d—F -l vRF,y
Foum BT H I B — DA A e FPFGRRR (Bureau of Salesmanship

Research) OFFRICEAEL, ODMPWAMEFEETE I dicho 2,
¥ —ILAR v THEIIOER

LD X 3 720 BRI 31 B AEC ORI L BEDIRIE, YL CRART
Bhihol, t—nASYy Yy THRBAIOERIE T CREEFEALREBI-S
CURENTE RO TH 3, TOREMEE 2L b0, BRERoEE
FErERRT S RIBRERKIC S, s e - 2%,

EATHEOTFEORIMFER L L TORFOM FREFIT1857HRCEEL 72,
C OB, RFEAOBLENS L, T OBROYHRO BRI =
Foo 7o va JEEDOERICE § /25 IRFEHE, FCBEETEOEHE~oM
BRI T R U 2. € OHRE0E, 6BHITNRE A0 b EEEE Ao THALE
TR AL 720 % R L B3 LT 3 722 12, Fesic B5IE
Wﬁ(mwwwwmﬁm%ﬁﬁﬁﬁénto%kmbw%%@ﬁﬂtmmﬁm
Wi, BRFERABNC R B i, AR IR B M o AFEALT & o C
LEIEOMBEIr - TE2 L PN Y, Tk 3 nhEhomAE L KE
BAROBH L, Ao Rk CEFRRIEO B E OF G, B OEEL
BCHEERC - A= vy OENEICE, ToOEMMEEHBRELTo s
DTHB, 7 L, 18R E B Hic, H A John H. Patterson i o

4) Maynard, op. cif., p. 171 ’

5) ] George Iredericl, Medern Salesmanship, 1937, p. 320,

8) Otto C. Lightnee, The Fistory of Business Depressions, 1922, p. 148 ff.-
7) Frederick, op. cit, p. 329, '

8) Ibid. p. 330.
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= 7 UG BB TR BT 21 (The National Cash Register Company) D EE Iz 33T,
-2l A DSBS BT B /2P, & SIT1BRO3LEID X, Sheldon i
RECr—rRevy ., FOFMARNE - AR LY, %0 TIR20ER
W2A NicBEe—nz=vo HHEIEM 2 abh ™, chboAxick
5T, R NATYY o FRELOEFRESIFEINILL ITH S,

Eoictnifd, BxFHEoAMRNEKE, ToBfo Ittt —n A
TV, TORBERLEL T\ oo, 18935 0BEIE, L TR (sales
cycle) oo HEZFEME L7, $0C20MCMMEE, 1903FE DR, <& -
VSRR L OMBEEREL L. - R~ VI & RIS O B EE
#YLYCEoDiciE, FomElcky 2BEVEERRARZBIE L i hid
b, Toizgic, HILIHBREIEFsNEC & -7t THd,
COMEAEIC S T TR AN AE RS, U T B
M) t—nA=vy, 7OoFBAHFFHALLE DS, 512, 1907TFOR
Brid, 2= A=y FICDBRERIGH T D WEE S LY, W D Scott
##+ John Lee Mahin 352 oRIECBAO#3, & 5ic H. L. Hollingwer-
th #ic L - (HRRBERC LD ONOTH B, t@ﬁkﬁ‘ﬁ"#:i’at“ﬂi. T
it = A~wv >y TORBRRANFIERTEIMRBLIELIRELTEC S, &
MMEOMREMEL A5 &L X 5,

B R R

S, 20MHOEERY H1930FRITE A ~— 7 ¢ YI/EAHIc 2T B
EEAALN, FI0PAdBENALNTOLZDTHS 52,

9) Frederick, op. cit., p. 330; L. K. Johnson, Sales and Mavketing Management, 1957, p. 11.
# off), Issac F. Marcosson, Whewnsver Men Trade, The Romance of the Cash Register, 1945,
BRZRER E— A<y FOERES s v H- 25—y ] Bk B MBfto~-¥r
74 v # ] RFISTE, 51—, A XM

10) Frederick, op. cit., p. 331.

11) Jid, p. 331,

12) Ibid,, p. 333

13) A—FARic L, BEEUEMCI00ALL EoFEM -y FOUREELL T
W3 Evbh B (R Bartels, The Development of Marketing Thought, 1962, p. 86),
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1WVESASEE Tz 2T, B - ATy » Fic20Tid, B
e EBICESFL 5 5 EBETCE I T, TCIR19045c, P L. Es
tabrook, Sciewce of Salesmanship, 94z D. Hirsher, The Awvt of Retail
Selling, &L T ™, L L, £4L 3ERTAEEFREIMFERNIZA -
ThLHEU D,

1910E Sz v T, F F124F 0, Willilam Walker Atkinson, The Psych-
ology of Salesmanship REHENZ, 7 b+ v ik, BEHickT2LE
#OFAMICBERET, LEB¥EZe-LA<y, BEE RUREHERCE
ALY 3 EBRA 7, FIARBERESOBE RS KOL0BHI T TH
3. 1 JEHREMEHR, 2 £Hg% 3 FHFO, 4 BHE 5 HE 6 M
#, 7 gLVEVAIRE, 8 HEALERE, 9 L, 10 T ik
— AR =R DIz onTE, Bl BR AT ThfhoREs
AL, BHBL T3, RAEFROEZNMACENZ 270 THED, D
=AYy ST BOEEHTRO B A R REET 2 TUEH1907F O %
W H - o T CRRSNIEY TH B, RIT, I0FROMBER L TOK
R RTHEEL L/'C‘, 135F William Maxwell ¢ Salesmanship b, 195D
Arch Wall Douglas (1885-1935) & Travelling Salesmanship 2F-» CTH L o
<~y ¥ AT = MOEROERIL, 1, EORBNLEERES LT
ETHB. FAKE THOR%E (uleof-thumbs science) | = 3 AT EHRE
xc:%@ﬁﬁﬁ\n‘:ifn‘m\?:“)o' g2, MEWFE (over-the-counter sales) & L
1z, HiFEEY — 0 A v (travelling salesman) @ RIEAER T T 72,
2 DHFRIE e — AR e it AR ORT, 19500 HEE LI L i
HEBLETERBOX-A A= TH Y, HAMEREA (drummer) OREFGE
14) FEHMZIL.  Bartels, Converse, Leitherer 71 Y OFEW M9 X » CTHY LS FER S
1ﬁ)n§“}‘i3°} i, George French, Herbert A. Parkyn, J. W. Kennedy 71 ¥ L E8i 5%

-ty a (W, W._Atkinson, Tha Psycko!agy of Salesmunship, 1912, Chap. 1),

~ 16) Itnd., p. 137 ff.

17)  Ibid., p. 167 £
18) W. Maxwell, Salesmanship, 1913, pp. 1-45; Bartels op. cit., p. B6.




) =AY P TR ORI | (189) 19
ELTT AU AEEPAREL, DFRE~DTBAARPELIR D IZED HREAT
Ho®, Lt Tomte—nz<wyvid, BRECRD N TEEACHE
BHivaoT, TTERBrRRTZoTE0oMERBERL T Thra™,
Wiz &7 5 AD Travelling Salesmanship, 1919, i3, BEHOE Y iz @£ — 1
A ERLELEFRTH- 2P, AETHE, Flio, - AVELIA
hd (HBOERAL EHEL, BRTHMLBEHEFPTRL TOREY, 2
, AETEMEF LASE O S RENERS WY, RFICMR2Es il
HODw A ORBRSBEMBIC 2Tk, SRR ERE
FEBBRBIC BT 2EEHEFFTTOYRIE - TELSHLr s E, TDi-
DI ETYREN L AV ORLEEATH - L BRL TV S,

wiz16FEIz1E, 74 # 7 Ko Norris A, Brisco {2k 3 Fundamentals of
Salesmanship 5%, COBFORBEE LIS, - A~ BHROERIIH
AR GNE T ETH BV, WA, BEE— A~y 7 BB - 7
L HEBEE, 00, ¥ o vEBRLMREIEREK D o TRAWTEE CH L LS
ALNTELT &, 201, 7 A Y #IE R D REREA (commercial traveller)
DL, PEE kT EMESHESoORK L ICRD Tz, FiroE?2
B, for—rAwvey , TOBMEREFTLOFZEL AP CHEOFIEEED
EXH~DEBALNECEThA, fite—rAawyy, 7&r, 7
FrLRTFOMEDFRO 2bic;, MMPATHMEPTRIENI® THL LHE
L. 3088, t-12=v REEOBRROBEWNELEZHRLT, BE
DO E LML D FHL P, LV FEERRO BB 7T
LTHE, Wi, TV ARITEALLISFHLOE—A ATV Y » TOESI,

19) P. D.Converse, Elemenls of Marketing, 1935, p. 191.

20) Maxwell, op. cit, p. 2108, .

21) A. W Douglas &, XFRLBFFFAROARPHOIREEECTHY, FToMOEE
L LT, Merchandising, 1918 ; Relations of Weather and Busiress, 1919, #'&% 2 (Converse,
The Beginning of Marketing Thought in the Uniled States, 1959, p. 58),

22y Douglas, Travelling Salesmanship, 1919, p. b :

23} Ibid.; Chap. 6, 7, 8, p. 45 ff.

24) Dartels, op. cit., p. 89, .

25) Brisco, Fundameniaes of Salesimanship, 1917, p. 16




20 (190} BOE Hew
187 Johun G. Jones and Raymond J. Comyns, Salesmanship and Sales
Management (% H6N5,

FEOHE L OFFUT A —F A RiIc L nE®, ER- G- rAevoELH
FEFCRERG LTSS LS BEOMA I L, AR A LSS
VCRFEALER IR L, TS CARE ABLORKE] CHEaLEX LT
BB, LEtoTOe v Kb, oA A=y, 75RET 2 RED T
i, Ll AVHAEERETIILCELLTRLL. TORKR £21,
Bbize — A~ v O AMSBOBREER L, -1 A~ oihs
ToRESEILOE, BYBEERETSE Y, WEERO—BTHD I L
POHIEL, EREFx Dy —ChEFRY v =R E FhLCEESECH I
DETH B L, Tk DA TAHIBIR] oBERE, ERMNATEEE S5
FLERAUOEEE L 0BANNRERORMLERRT 2R LTERE SR
H, THIHIOBEIE, t-rATvy , TOARELTIRES b 24~ —
TS FIVO—E LTER BB ATNALND L THB,
TCIEERERR, &<~ —r T v VI FE~OWFHAOND I LIZER
TARETHS S,

LD 10RO EBEEFEDEPIZS, EHEe—rA~r v BT E
BOEMRERL TP e - 1™, ik, 10Kk TERT~& 2 ki,
[EAMIRSE & & bz, ISWBETE, o lFfte - Aasvy, FRNEREOEF
BEHME N LD R LT B, MAW, P. M. Nystrom, Retail Selling and
Stove Management, 1914, ¥ W. Fisk, Retail Selhmg, 1916; H. R. Norton,
Textbook of Retail Selling, 1919; N. A. Brisco, Retail-Salesmanship, 1920 ; .

26) Bartels, op. cil., p. 88.

27 Foff10FE{Rizit, H. E. Read, Read's Fessons in Salessmanship, 1910; 1. H. Russel,
Salesmanship,; Theory and Practice, 1910; L. D. L. Weld, Practicgl Salesmanshaip, 1910;
W. D. Scott, Influencimg Men in Business, 1911, 2 nd ed., 1916, 3 rd ed., 1928, C. A. Col-

" lims, Produstive Salss Methods, 1913 ; H. L. Hollingworth, Advertising and Selling, 1913 ;
R. S. Butter, H. DeBower, and J. G. Jones, Marketing Methods and Salesmanship, 1914 ; E.
Leichter, Successful Seliing ; F. McNaughton, Infensive Salling, 1918; H. J. Barrett, How
to Sell Move Goods, 1918; F. Farrington, The Successful Salesman, 1918, N, A Hawkios,
The Selling Process, 1918, Zr ¥ 2id 3,



ATV TERORIT (181) =21
P. W. lvey, Elements of Retail Salesmanship, 1920, B ¥ 5B L b Tio B,
DS h, A—FARCIAUE, T AR e AOBENBIL - T BT S
NEPABEOFFIECTELI L2 THE™, LI L20ERCTA-T,
N. A Brisco ji= . —a— 7 REQPEEFOFHE L LC [Er 1 —A]
PRAOCHFDL T 2700 TH D%, £ OBz 3 CICl0EROEDOEETS
CHONT A, WOFEREHVCIEARTEE L ToMHREEE - A< v LR
FEMFL LA Tk, TOPTH LV E — A~ v~ B IERLL T
WV BREITH - 72,

0FE RO C BTERLFEEFREAT B L, L -2 =w, Fzob
TOEAIERE, 1925648 F TOFECEFL T BC EHER SN 3, 20848
FHLIE G, T CIZ20EREE E Cio TS N E RO BRI T S
STETVWBE LITH B, ‘

WENRMBEOEIEL LT3, 21F, H. D. Kitson, The Mind of the Buyer,
J. S. Knox, The Science and Ari of Selling; T. H. Russell, Salzsmanship
and Advertising, 't ¥ A ZEH ST 3, 01228004, B J. Munchweiler,
Salesmanship PHYTE NI, FR2sEIDF, ERTASEEFELLT vy
Ni=T %o H. W. Hess, Creative Salesmanship, A EN, ~R0E
TEOF#IE, HLiS, E-A=vy, 7ORBEE, £-RA  F v i-v
RS DERMOTEE S RERICT 2THENFHET I THILHAEL
mrEm 20T, wonmevy, 7 RERME, BESOCERNT L
ERABITETHBZ™, EHHIC, ABTEE-AATYDA—YF VT
MERENL L, E4i, EREEMBETET Gz, WHRACEE, I,
o, BEEEY, ERAmMOBIEBIHRULN, ¥k A - R4 —
DF L=, 7 OEEVEBL VLA EQEMTH D™, BR2FEIZIE~

28} Bartels, op. ¢it., p. 89, p. 126, p. 128,

29) H. W. Hess, Creative Szlesmanship, 1923, p. 23,
30) Jeid., p. LL£.

31} Thid,, p. 290 ff.



22 (1923 Ho9s H25
ADEFEFITLWD, E. E Ferris, Developing a Sales Personality; J. A.
Stevenson, Coustructive Salesmanship, 71 ¥ b H T\ 7z,

245Fizix, F. E. Collins, Salesmanship, #ZEhHEN T b, METE, 5
1, =2 A=V 7HREREHRMS BRI T2 287, F2.T,
Pz o ToBEZTER (BL, K8, BERESHEHBEE~OFT, IR
BRFE, ADFEREEFEDTVE L, AEORENALNSG™. M U24%0z, A
Y /- K% Frederick A, Russell (1886-7 ) ¢ Featbvok of Salesmanship,
HATENT 2, FFE, A—TFTAXC k-0 RO E—A A=y S
OWEDOHAABEE b 0b DL LTFHEE R, Fiom v -teAr k> THiE
BENTCEETH Y, BIECED ET% ( oeE T 2 EHEFO
12CTH 3™, AEoEHE LT, BESERIrEE-~ofBEr oL
OESMIR SRS Lok, Ee A A~V TR LAY O AL A
AT GRR T3 o &, BREFRICE VT, BREFHLERL (D2
& NTREA~ORFEFERL B L, A EDERV DT 512, B25EIT,
Harry R. Tosdal, Principles of Personal Selling % W L1243, M2 LHERY
EEERLERELELTEES A2, AEoklil, 51k, BFEx
R & B RIE 2 AME ¢ X 5 b RA LT L, B 2R AR
{personal selling) /WA EHEL I3 L Lok, B3 HmHiconToER
DHWe S e A <=2V, BB, T, BEEofRSALND L, L
THB®, FELBED, = a2 F v E—LRA RISy — « I FTTD

32) E. E. Ferris and G. R. Collins, Salesmanship, 1924 {2nd ed., 1930, 3rd ed., 1939, 4 th
ed., 1941} (Bartels, op. cit, p. 90).

33) ATz V4 ALY vROEFEIHL T, ST AR, SRR 0, BEE
F{&E L FRE L DA 2Ty sl T s (R Bartels, op. oit, p. 81,

34) Frederick A. Russell {3, 19165 4= 4 ¥ / 4 KRFECHEE 2T, 7 v P v RECHGH#H~
A%, 1919ERIT E A Y S ARFCH - . 19225 The Management of the Sales Organisa=
tion % BTV B,

35) P. L. Converse, The Beginning of Muorketing Thought in the Unilted Stales, 1939, p. 68.

36) F. A. Russell, Texthook of Salesmanship, 1924 (2 nd ed., 1933, with F, H. Beach, 3 1d
ed., 1941, 4th ed., 1949, 5th ed., 1955, 6th ed., 1959), p. 58, p. 283 11,

37) Bartels, op. ¢if., p. 91, !

38) Ibid., p. 92.



=N AT Yy RO (1937 23

J. G. Frederick ¥, Modern Salesmanship #, EHIZAZ Y 7 4 — FRKED
Edward X. Strong #%, The Psychology of Selling and Advertising %3E L
T b, J. George Freﬁerick (1882-7) WIEFHHRTH I, A=/
y JORBRT A 2ICET SI8TIEL RO BHNRBR ORI L - THESH
Ty o L #ELH-HAEL, B THERD IRSHEFRBAL 3D, %
Pe—n Ay e TORFEIENT, - A= VORE O TOFES
Fasary, EREHOEELCHRT, LOBER EERMLBEEED
A vepdull U EERETEENC TR AR 2 HAL XL D e LTvi,
% fothE o Edward K Strong &, BRELRBPECELEIAMOME? H
2AR, BEOEE (goodwil) #HRL, RAE*FBECEZZZLTHH,
EFNEATATLEENAMBETSEZ L0 IEX 2L, BRiz2vTonEBE
AEBER I BE™, ek EA, RU26EIT, G. E. Bittoer, Planning
Salesmen's Tervitovies HHET BT 213, 2UFARPEEII - -l A<~
O Hik FIR e oo i Ab ARl s » TE 2 2 L 2L T B,

TCR2FROAPEICE TR -V R V¥ » T EEEVRGHN - L
B, BEoFAEEREE TN, B4 P W Lvey, Salesmanship
Applied, 2654z C. H. Fefnald, Sulesmanskip; J. S. Knox, Salesmanship
and Business Efficiency, 2751z, R. J. Comyns and J. G. Jones, Selling;
J. H. Picken, Salesmawship; H. R. Tosdal, Principles of Personal Sales-
manship, 284>, R. G, Walters, Fundamentals of Salesmanship i1 ¥, I},
FELHITENOOEMER - COBEEME « LS T 5,

39) ]. G. Frederick I, 1882%z4 Fh, soficfilEAic, 1I0FRERICAD, 1906F 45
IWEET FYvE-A A vwr7gofBEe LOREL L, 1054, 5, Harry 5. McCormic
L3 BR® Marketing Research Business #[i& L 7z, ¥ 72145 ® Economic Psychology
Association DAL EICA Y, 1680k, New York Sales Managers Club & AlZEBic 7t
o ite EYRL LCIX, BFS, REHEEAS ¢, 19940 Modern Sales Management, 20481c Bu~
simess Research and Statistics, 258212 Modern Salesmanship b Methods of Advertising Copy,
Principies and Practice®, 382E {2 Selling by Telephone, 30581z A Philosophy of Produstion
FHL T 3. .

40) ]. G. Frederick. Modern Salesmanship, 1925, p. 329 4.

41y E. K. Strang, The Psychology of Selling and Advertising, 1925, p, ii, p. 3791



24 (194) Foo¥ WS

il )5, HHREMIFEOMET 20T, BRREIIRT - A~y y
FOEFIHEH OO TS, BIIFRBROE— A~ Y v 7, Wl
MO LI ETETEREL—DEHC L - TEL™, TofliimoFFoiEdic
MAIX, 21o R. Leigh™, 2380 L. Baer?, P. W. Ivey*™®, 24 R. S.
Hall®, 26t V. H. Pelta®®, 22 ¥ pdid BB, REC 0 X 5 A FEHm
BT 2R L 20RO TITIE, 0ERIZA - TEHMTE LT3,

Pk E Oz, AR DT, ® &Y 7 4 — F k220 Edward K. Strong.
The Psychology of Seliing Life Insurance, 1922, #Eiz 2w CiL, € — A
2 FZDy—THYVarw VE7KEOCEMTHH - 17 \Nillia,n{ W. Townsend,
& Bond Salesmanship, 1924, % )2 . G. Frederick @ Selling by Telephone,
1928, 7L ENENEGRE, EFNE, BREOBREEFTRIC L CES
Licd@dTH oz,

N &

Lll, BRAEZESEFice—nA~v ey 7ONEBNBRTE -, TOREHE
MPEFBELTHRDE, VHLLEESALNEDTHES I b,

AT, BiAp A 0wy (selling) b, TN ATVY » F~ORFEIH
LERBY, Biraw) v S OEBECRVTE, BEEREHELBEH D (order
taker, order filler) |T§ &> - 72™, ZEMNCV AITEF R EEEADES

42) N. A. Brisco and J. W. Wingate, Retail Buping, 1925,

43) TRuth Reigh, The Human Side of Retail Selling, 1921

44} Laura Baer, Retail Selling Methods, 1922,

45) Paut W_ Tvey, Elewments of Relail Salesmanship, 1923.

46} R, S. Hall, Retail Advertising and Selling, 1924,

47y V. H. Pelz, Selling at Relail, 1926,

4B) 30 DN — b AT vy T OFEVEL L T, P. H. Nystrom, Elements of Refail Selling,
1836 ; R. M Hardy, How to Succeed in Retail Selling. 1938 B. T. Barker, Effective Reladl
Selling, 1939; E. F. Hayter, Reiail Selling Simplified, 1939, 72 K 3% 3, ¥ 748ENRFIHI 0
HokAMdiz NEEROE— v A vy FART S, AAE NAL Brisco, G. Griffith
and O. P.-Robingon, Store Salesmanship, 1941; E. Wheeler, Tested Retail Selling; O. P.
Robinson and C. H. Robinson, Successful Relail Salesmanship, 1942, T 5B,

49) Bartels, op. cit,, p. B5.

50} TRussell, op. cit., p. 4; Brisco, ¢p. cit., p. 6.



VAR U F RO (195) 25

G—W. P W—G" R DOERE W—G OHFHIRFOBEY Fic T b
of, Lind [EMoI T ERcAs PHEERCTE R o, L2 d
CEATEOFRLE LS, TIHBMEIBLL, ME0KEAEET T - T <
Bl, BIdey v/ CEdBEROLDICTHREEERTC LY TEL L
flo T CIMERRBODDOEM, t—ntAcryyy PEHMBELTSE
DOTHD, TALYL, WHHEORLE V3 BFREEOE I, MiEER
o EREL, BEiorERz, BEEfo RSB E TR L)
DTHB, LT, 19T 20w ¢, vy v L
A=y T, (WEKREO B2 2885 S HEBN R #ES~ o BBk
WHIT LD TH B,

T2, 2V v F/hb - Ay o FAOECIE, HEICOD
LEEAEFNEENTHORDTES I 0, FRCVAE, B85 [FIZE] ~0%
BEREESALN:, Bk, = 7AYo 0803 X512, BB
BREAS L0 TH Y, WBEMERE b - Tk, - Avviori
AR S L7e i & 0 S RERINICIE B0 T 6 —EORBMAEBA T30
THDH, ToEAMEERELL, BN L VS EE Lo )T
BILENTERVHED LD TH -7z, Licdd» TZOHMOBERIZHRAC
(BE] 2B T3 LUACHEN I o0, L3I DLEFEOEAICL - T,
DD ~—ABRE L Lh, RITEME, FEN, Hsl, 88Nsdo
ICERLEE ™, 2 oic—EDEAE RE: 2R0Y, Eo L E O
BBALLS ELADTHD. TOXERELATHOPFARLT +2 vy vhink
BLBEOEATHY, EhtA b, TrFV e 2 lin k3 RENEEED
EETESH -2, LEROEAIDY - (EAEOBE LT O OLHRELEREN A
51) Brisco. op. cit.. p. 16.

52) Bartels, op. ¢it, p. 86.

53) WAE [TESERH o AR BiXE MEBFEHRE] 8258545, 20—,

54) Hess, op. cif, p. 23

RR) W. W. Atkinson, The Psychology of Salesmanship, 19132,

5&) C. . Hoyt, Scientific Sales Management, 1913, p. 65; ] G. Frederick, Moderr Salos-
m’:mskip, 1925,




26 (196) 4 Hoodk WaE
Y EBERHNCERSN, IoEBEOREOGHIED LN, INLOM
HEQLMBESFENIZHIEL T, 2-L A~V ORFBEHNETO 0 b EEL
EhTvoi, MAR, e-AATYRAETE~DY 7 - 7V A0HEH,
BE~OERE, BrRiE WRadsl oBEbrsRBEicEDen T
TH 3™, 20X > niEEk: ZEbic X - T, = — A~ oAy
P AT L, WIRRIEED (TR -0 TH B,

Lav L, Z2des SItRIENERENE, - =w ey Tl RL T8
17 3BOTHBI,h, BMETHT - A<y TR (science) 71
D, FEF (ard) A oe L SRBEXEEND. CoMEC T3 T T
WERP SHFFRLEN T, £Ffe—nA<vyy THERFETED
AR %S L5 b, W0FC £ 75 AH, B3R, -V A<
vOHEOREME BRI EEL, BRE(CREAS c L THBEE ALY, 1
R A b~y FR7LUFV o 73 P THEEFALTNDEY, L LT T,
Syl Tr—FNY, FeARRUDLERRE L IWE LD {0,
HEROREE, A=Yy 7OBERECHOT [AEHET 5
71 (ebility) | TA = icBBEH - A 378 (power) F7IZHEN] TEFEOFEM
(art) | MHBRZBOWREBAT 28] R L ORAEE -T2 L5 TH B,
COMRERECES 3 FOLALLEHREN, LT LEBRO—FEAT
ML THD, COHERDL, HIFTY SOWmBE, BROv—rT v
FHROMERPED CBMFLMU L 5™, MBI ofae ot RET 2k
Yo TEHIER- Thd, L5sic, E—AR~vy 7ROERSSEC S
T, LS TR OBARES AR TR, RO = =R =v sy 7
WLV [HERESNRLCHART EERIDES B FRTED LD
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600 H. Whitehead, Principles of Salesmanship, 1923, p. 7

61) Frederick, op. ¢ii, p. v, C. H. Fernald, Salesmanship, 1926, 3 ed ed.. 1942, p. 21; Alfred

Gross, Salesmanship, 1952, p. 4.
62) FETE MEAERER] 68— ULITRH,




L AT Yy T RO aery 27
CEALNTORITTELY, VEZCTHELDOTOEERHE LMD
LB SN b v, ARORSEY, B R il 2 ER
BREEMEPERERTA2CLZRELTROTHNEY, A<y
FERIEARMIRETECE NI SLETHD S, LELBEN - A=V
» THRD [BE] (2R ATEIECL »C, fEROBIDEBENS, £4L %
BEALEN, FREINLERETET 2HTILEPLIT,

B3iL, E—nAS Yy TOHVEL L TOE— ATy E0 O
BABEMHZBENLDTH B3 b BT —A A~ DAY E I ER
2L, Rl A LB — A v~ DR R LN D, H
e — R T b, - AT DRERT A CEFERC S, RN
Bl b BRI DS B — A A=Y TH B, FlEIE, C.W. kA baids
A TDE-N A ERA T TFR Y — A A< BT 5%,
5, FERRC AT, L —EoBAR H- Toled, s ozl
Fir Ty, s OEFRE, BaERo i, A ESFTAETAL,
FNiC k- TEBLIBREIESOBEE LT, EHFALRICERL
THE2HT20T, [HLRIE] LIFEN Tk, TRRLT, HER
A=, HFLCHDE— A A< TH Y, FREFRICI AT O SHYE
B2, BWISHME, FMIC L - UHE— s nERLS N (E i HERE
ST, Licds o THD #BE L R BERE S ORETIE R, oM
ECH 1o, BYBICHbEESIEAD ML LTEHL T 0 TH 5,
CORS EECETHE A AT YEL, FLORER®— A A<y~ DEE
thiE ki, EERATREEORML & 20RO E S BAT R,
THEEIN T2k THB™, Tibb, Bl —rnA-<wsid, B
ﬁé) Douglas, op. cit., p. 4. '

64) B oW Tid=nr A [BFRE - BFEFH) T2 2 - vy v ABE] fidd, 364~

2 ) FILE TRMYE 5 ] D. Bernal, Seience sn History, 1954, JE sk - REWSR, B4 5

fit, 656-=— LT ix L 22,
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