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=T 4 VY DR &
EREm YL [~ D B
—“Marketing Management” O JFEIPEIZX L TAHBT 7 J o v —»
Lo TEAN ST F A LERIAND [ REM: S —

i3 =1

<=7 7 4 v 7 “Meeting Needs profitably (BHE D = — XIZJH U FlE & D
U2X)” Bl o TR 2#EAHL, BRAIE~NDELELESN T ETR
EDPMMD A ) R=v a VERIFELTE ., 4H, TYVILVTFI ) nYv—t&BA
THEDNAT Yy FiZxy b= %A L THLOLBIEE LT [HERR] &
WRL, ~—7 74 v 7 OREMEE R T — 7 RV — & OMHEIERRMEILANC &
5[] <, 1) Htk=AIGHRCEE (775 —) »lifizAllT 57200
MR, 2) b HR=H—ERXEH—EZRDZHRADEDLY, 3) TTu—
F = MEO MR LR ORBEZFAEITT 2T T 757 ¥ a Vi o OAIEN
IR, AZEE Lo [TEY%] 28%T 535 71 Lk oh T
Wb,

I & C & I

20194 K K T2 CEO 5 THKE NS [EVRZXT Y Y RF—T )V TOMRE -
N2 (FEER) ELTHERLERP SR T — 7 RV —EHOESNK X 0B AT
At 2RI U] OHRMREPSIEMIOFOFE G H S0, I aF-Mmns T V7 Iukn
SR TRITIEL, 7Y 7 IbERSEE UThRER EY X T F TV RE~NOBIT
BHIFFShTO S, AT —7 KI5 — L D@flifin SMEOEFELZEL 2 LRk oh
BT, == T4 v EEDIIITHEL T DD, WD TELERET BLEND B,

AROHME, =774 v 7 OREE (&« 227 « 7T a—F) PRENREE
HHERL, 4HTOT7 /) 0y —ZEFHh0Iie—r 71 v/ TOH L THgh O3
T4 LOBIT) | ~OBEEND Z EILH D, BAREELEGTOT 4 =TT b, 7
L—=heUty bTHEMENS X1 COVID-192 50D 7 a— b LRIV a2
THZEZBRBIDOI0METRB Ll 0Bl b WEEZIFRICT 2 viAxhTn 3
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(Schwab 2016), = —47 7 4 ¥ 7HUKICR S TH S5 W 258 TY R 7 R E S AREBIR
BUCEET 5 & & b, RN 2 BEMEOZL TR TIEAEET &5 TE LD - 7B
TUROBZSTIED B RN S 5, Fhicbids, BIEOEMPZ I TORED 2 /7=
R LEBNPIT B2 TR, Kktha~o THEE (&5 Hm3320rh0E27) ]
R 0AS, ThhofPEE, ThEESHMBTLONNRKDONTNBEDTIIRNE
AIMe TH LIHEEHRN S, KRR ~—7 T4 VI P#HET [EH|A N TED
W] EFRAN TESRALI ET 200 ~NEERL, =7 T4 V7 EHNRTFA
LA~ DB & D AREEERIEL T <,

EEDFNMD &3 5 Philip Kotler 1%, A7 T F X b “Marketing management” &
UTH LR (19684E) S Bfic KA TR DO EB#itEE b > T —r T4 7
OPA%EY — F LT &%k, il (15 Kotler & Keller ® “Marketing management
15" (BLF <Kotker MM 150> L WEFR)” 13, [4 HWEBIEE KM S Elce—rT4 V7
RAXAIVAVNEMNTBHA ] THY, [FIEFIZ, Kotler (X, Hermawan Kartajaya, Iwan
Setiawan & & & 12 Marketing 3.0, 4.0, 5.0 TV 7 )V« 77 ) u V=24 ke o TR KR
MEI—7 T4 vV TOEERS L T0b, ARTIE Kotler 2HbELT<w—47 T4~
7 OFEMEERMERL, £ I OTERNOBIRESRRT 5, 4H, =7 T4 VT RBZH
WaciE A EEE UCHRL, H—OBIFICNET 2 2 CIEAHEE T A b, £/ IDES
SIZ7 7/ ny—0OiRES TRSNAHT, BTG I 51 LOBITEWSMIZTSC
CRFEHRE AN NEEFEIDITBEI ST —<THAHZ LG LTNWE, 172, o
FHWPMES BT OINT 7 ) n Y=L HLOBEISASHNBE =TT 1 VT %
HLOMKOTTHMEL, DPUTHHLOBEANDMEAIE ZEA BT 72 0lAs L LT
UTFzEBELTHL,

1) =—=4 74 7 OF%ECHEED I & 2 O BENFE % Kotler ® 7 F 2 F & X —
ZITHIE U, RRFIZEEIZ AT —V E LTORME b RISS B0 0 RfitH ofb &
LT GdEbsnthdg) ZEds,

2) WIZ, AAALAFENEEAE LS LTOWE T ) uay—Ne—r7 1 v 7 O
WKEDIIBHLOBEEZ L LS LT EDODEBRT 5,

3) £ LIBRITH LT =474 v/ Tolzh (Turn—HEKN X5 51 L0850 %)
~NOBEAERD, ZORFEIISOVWTER LRSS,

VT “Marketing management” TOfE~Z B EZ HPK OB ERKE L TRiEHL, £
NENOKTOBEALPLERZW L TEREZHED T,
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I FMEORE=Y—774 VT EGEARADITE<BELSINIEE>

R=T T4 7 ERD TREREISHRA AL BEHR0 Y 7 b, HEEo U R
EEZAITHIG L, ZALEA AT 2 & THREBRMMEPMRERIEEZ RO TEILESA %,
WIRABEANEEFNZICEPDDLOTEDOISITLTY = T4 v 7 IE—H UcikEeiUiE
B L SHIDIA I Ipe £ IITREALE € DOREGE D HITIRIN U753 & THE) % LB~
EHMD, ROZEAELEALT A B0, Zhiiholz<—r T 1 v 7IdHk
B —EH UL BE I 2R LT TRAVEA I D, 4H, Riifllhickoic<
RIAY NTONRT T A LEACDIEL, ML 2T~ —7 7 4 v 7 ORI
bRTWD, AFETE, HREAELTHEL SO =7 T 1 ¥ 7 OREPHREE FER L,
Z ORI~ OB AR D T <

£, BRELTR—7 T4 VIV OEREMRLICV. =7 T4 VT DERIF, T4
VADOMHEEPSDENAEN L TERSINT AV I —r7 4 Ve (AMA) T
DEFMERN—Z & LTFIEEEIH, <MM15">THL FOEHRMNTIHI N TO 5,

Marketing is the activity, set of institution, and processes for
creating, communicating, delivering, andexchangeing offering that have value for
customers, clients, partners, and society at large. (Approved July 2017)
https://www.ama.org/the-definition-of-marketing-what-is-marketing/
AfgTld, CoEHEE, MEIOXHIT, LV HIME LRILV2) BMbaxs, L
NV3) T Tu—FFREND 3 ODOKIETRRA, EHE TN T &K EED L NIV)
ELTHE LT <,

L1 -5 74 VIDEENDD I DDKE (BEER)

[1)B#9tE]

offerings that have value for customers, clients, partners and society at large
(&, BEE N—bF—, LIS MICE > THERKEEDZST)
[2)EhBxi%]

the activity, set of institutions, and processes

(&g, —EDHE, K4 7o0EXICENLB)

[3)770—F9 5FE]

creating, communicating, delivering, and exchanging

(BI¥EL, a2 az=4—vavl, EEL, BRELTTHREE)

¥z, <=4 v b Gh¥) 1269 % Marketing DA DEZ & L TUU T D 5% FHik
AL, TOEZRTHOMEHEESTH % Offering that have value (fiffitift) 2HEFLTE
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o, A, MgER TWHE S IRGEHE BT A2 LT 2 70 dIcE F - 7B 285
ThHY, ZELHFERTHEINAZMHEEHE LT THOF (seller) &5 0 F (buyer)
OEF Y | (B, B, EElYE) TX-TRLT 5, LML, <=7 747
ZEBWTR [T EWEETHY, THOTF] 0ANHHE L THKESN S, 1l
LEmECEF DTS [HOFOEFD | opfELTHRDN, ¥4y Mlilh, #
Hiign Eoig &3R5 [HOFOHEE] LESMA SN THRILT 5 (Kotler MM
15N, AFETE, 20 [HOFOEES] 2810 T L0 FEN<—47 74 v 7O
PRiIcREKMER T EHZ B, (KE2)

RFK?2 BERLGELHBLIT—TFT4 v TOMEDRAT EEERK

BEFAOKR, TEIHIT 58 BOFORE Y —RASBEONH
- - L .
i <E> T wem <i:}?
¥ ¥ WHE  F T

B R=TT4 T

THDLL, FHENZOR< =7 T4 V7 IZBOTONE ERH oD UOHFEAT HDT
3L, THOTOHES ] ELTAIDHLTH L T ENHHRTH D, D A1 Kotler 5 74,
=" T4 TR U BTG ERNRET S E L, “Marketing” & “Market-ing” & 2%
LT BERETHBEND FIRESFET S (Kotler 2014), v —7 7 1 V7 IFHOWFHES
b% [HBT 5 7TmtR] & UTEMNELEARET BFENH O, KA EHOF% Market
() & LTI > 2 BT DOIEHITH 2 SR E S %, bbb, < —
T4 v EFHLOEOCTEEERL, Eehsiid s <ME>ne bz bbb s
LThb, FAMIZZ) LcHOWFEEEAT [ oz, ThiB% L T
D MO HAEPFIZE N DIHEENRHIE, 7otz bEL <HE>%2H-TWW53, 7ot xT
Hifahs [ d~—4 74 v IEEETORKEBL2a 027 MThHD, [Ko o
fif 2 (BLE) ZHED S FIT ANBR LI (Bl 24252 & <MM15> |
VIR OTHiFEEZE Y SbE 5 2 ETHRILT 5 Z &1 %, Drucker 23454
TEHMEREICEEL 2 DOER [HRAZBEA /) R—varv| 3, ThoiHoaby
BEODOEWE, BOFEOHIHEEN SO —F T4 VI TOIY A7 ELTHRAIB I &
MTED, Ubokdii<w—r74 07 &, EEEEHEEY [5KH] IO T 5 H:
HATH B0, BMEAGEEFBT 272D DELEEA T <G> Z 0 U TREPHLER
DA R=V a VERAIRTZ <HE>EZHOESZADTRENES I My O <HiEL
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REK3 v—77407ICETE<BELSNIHEE> (EEER

|@ exchanging (3Z#2) |

Offerings for Value

Ge e |

ﬁﬁ%<$] o | Lo s [j>ﬁ£;;:
it ! I DAl 7
BmEAlE - Ton=mmas
@ cor?’r%l;élicahng @ creating (&)

\—| ® delivering (i) |

INTHE>E< =TT 4 VT OREEE L, ARTid—dm, UTOXS SME LT
AT, (K&3)

KIT<WEfL s h7opisg > & UTOREPEZEICin e 3 DOFRIIHCTUTO LS
[ S e

1) <#gftshichiE> TR, ZOHROERELRLEETSHIHICXIT S [Offering (12
HEnadle-bm)] ELTRA A, REENLT [MIE] 24245 <BHHE>%
F-oTu\h3,

2) <MiEfbah7ciiE> TR, [0 F=p¥ FEH] & THOF=/% (HEH
%32 (exchange) [CHEUDIFS, KH), —HOHE, Totwx2<E>ELTHE
NF 5,

3) <M bE n7-EE > TDiEENIDCreating (AliE), @Delivering (i), @Commu-
nicating (FEHRIZE) 72 ED—#D <77 0—F > % exchanging () ICHIAGDE S
Z & T Offering for Value (flifERH#L) MlEAIEICH > &, ITAZFICRREN S
N5 12 DRIBRHIPAS KD 5N 5,

I <MMI159%>TODv—4754 V7 DEEBHLEEER= 3 D2DER

=TT 4 I TO<IEEbEhIEE > REE< R VA Y MBI AL ETED
JHEPE A X D iR BRE S B T & /oo <Kotler MM 150> %2 < % ¥ 4 ¥ MARITHL &AL H]
Hy77 A MEAITL, 32/KETTOy FLTAHSE, <Kotler MM 150> Tid, K&
L DEIBHIEBRE LT T4 V7 OIREERZI TS Z EMHEEIN 5,
E5IT, 2oLk —7 74 v 7 OEEMEOBIE%E <Kotler MM 151> T [l 512 54y
N T 5 Key Concept FEAREMLBHEZTT) ZHALLT, Kl 3I>D L)L
(FB) Mo 5D UFEMEHRI SRR REN LA E L THF L TR E7/2U,
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K%z 4 Kotler & Keller “Marketing management 15" & QRIS (BEERK)
Kotler & Keller “Marketing Management 15" T® Brief Contents,

Partl-Understanding Marketing Management

Part2-Caputuring Marketing Insight

Part3-Connecting with consumer

Part4-Buiding Stroug Brands

Part5-Creating Value

Part6-Delivering Value

Part7-Communicating Value

Part8-Conducting Marketing Responsibly for Long -term Success

Part8-Conducting Marketing Responsibly for Long -term Success
| @ exchanging (3Z#2)

Part3-Connecting with consumer n mm Part4-Buiding Stroug Brands

I ™ Offerings —&

GBAER) Part2-Caputuring Marketing Insight
[F3sEA

e | = Pmne ¥ — gz
DU Her G 0 DAl

for Value

@ communicating

(D creating (4 )
[ L Value(j%ﬁ) Part5-Creating Value
@ delivering Giti@) I

Part6-Delivering Value

1T v (1) MREQF 77—V vy RE#ESNBZIE - HD)

1) == 74 7O T “Meeting Needs profitably (= — X2 FIZS 1T HE >
73)" THD, AMB® Needs FEAHNK) ZFEDHRENE Wants RIS KT
WK 2HEAML, Th o 284U, BEHBLE N7 Demand CGAHLVWEESI D S
DEGAINIHE) ~NEHbT 5, T0bb, AONIBITH 5 A EDEAK Needs
BEYF RN N —E0 I FEEDO BT OHRAD Wants GHEHCK) & L TR DT
Offering (MR L, BT OHEAIIC X FHEMKI T 5 Demand & 58 D Tl D
Supply 810 EDLETNW T ENT =T 4 V7D RS DOHAL S, [Needs/
Wants/Demand]

2) Zh 5 d Offering 13, QSP=4E (Quality) ¥ — E X (Service) ffik% (Price) @
HAGbEELTAREIN, BEO W] I LTHIRININ—=T 3 —< v 2 (HE)
ELTo [HZL] 12X - TRl 5, [Value and Satisfaction]

2 NIV (2) BhExIR=E8 —EOHIE, JotX

1) 4 H O T Offering I3HICHREM 2 Tid2 <, 9 >0 (U GOODS, ¥ —
E' X SERVIDES, -+ X » k EVENTS, # % EXPERIENCE, A PERSONS, #;t PLACES,
% pE PROPERTIES, #1#% ORGANIZATIONS, &% INFORMATION, 7 A 7 7 IDEAS)
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DEEMNHABEDLETHD, TODEEMNPEHLYSZ) V- (@) &LTI735
YR EVS BRI TR I N E 8, FELL, 22— Bdflh o0 A -V
EMBFOIPEAY X T L) EEHL, @Y RY a7 EY—-ERTOELE
AT ET, Rkt~ ot % ER L T {, [Offering and Brand]

2) T OIRFIZ, Target Markets IZEEI 57O DOEEHE~DF v x )V & LT, Commu-
nication channel, Distribution channel, Service channel @ 3 D &2t 5317 5, £ D —JF T,
JFAE R RERGER S, & SITBE & D7 A35 Supply Chain 23| LS FANEZEN S
oY, ~HOflERME Y 27 L Z M LT {, [Marketing Channels /Supply
Chain]

3) HOFOHEALED - TE, MEEFBEFICK 0t (GZ1E « 870 & Higist
INBPWHTICHY, =771 VRER, BHCMD 2 YFEMOLEE (Task envi-
ronment) &MFFITHEEAEHZ B X 0K (broad environment=7 €75 7 4 v
7Ry, REBERY, WELR, BONRY, Bua—ikm, tha—sUery) 2RAB Z ETHIEO
50T <, [Competition/Marketing Environment]

3 LRI (3) 7TO—FFE=EMEINSDII Value (fifE)

1) ZMblked 218 TR, BOF=F% (HEH) 2TOAZIEsE5 2 L3
BEThY, F—F v bETRMNBERIA VML, ZITOBMERLIGLIERY Y a =V
(LMZ & BALIE ) 1I2m) T Offering % JE6d 9 %, [Target Markets, Positioning, and Seg-
mentation]

2) iR~ 7 7a—FiE, <=7 7473197 A2 MMX) &LT, H<I34P
I U E LT Creating CRMORFHEME, F—EXI v 7 XEF—EXNE, lilg73
ExAB), Delivering NV a—Ry hT =2 ELTHT 54 « Fr—02KEEZKL,
%3 %), Communicating (HEHORLEZS X, BRAIE~NOHEANE I I 2 =47 —
v a vAJEBTB), exchanging (3#i & L ToMiix A MTiEEIA2 3 5) 1B b 258
WA DG TPk ERR S, <Kotler MM 150> T3 L L 4P /RS T 5,
[People-Processes-Program-Performance] (KZ10&14)

3) TUZIKRTIE, WHEHF L Connect 52 ENT—r T 4 VI OHAMA D
X0 >o>H Y, AF 4 7 TiE Paid, Owned, and Earned Media T @ 5 28410E U &H 5 R
2k, FLVE, 417 =%y b, E/NLILTOD Screen M 61— — & D Connect %
Diide A3 a=r—va VERETOWREHERE, (7L yarELTHHL, £0
OIS T U=V X v b () WBEZAATHS 7022 ELTTFHA vEahT{,
[Impressions and Engagement/Paid, Owned, and Earned Media)
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KX5 4P fEEHTORETODRZIFDEL (EEBER)

4P 4C 4A 4P 4C

McCarthy Lauterborn Sheth 2004 Kotler & Kotler, Kartaj

1960 19904 Sheth & Sisodia Keller aya, Setiwan
2012 2016 2017

EENREYS BENRT 1w b BEEEBNT EERDEREA] F U5 IVER

B3Y—TT4 ERETEHD B ffE LB ERS TDY—T
VU EE) RETEIE 71 VU EE)
Creating Product Customer Acceptability People Co-creation
Value (&) Solution (ZEM) (AR (€:3-1))
(BEEYYa—va
V)
Delivering Place Convenience Accessibility Processes Communal
Value (Gt (FIEHE) (74 & R1k) (Fo&zx) Activation
(ERIEMEAL)
Communicating Promotion Communication Awareness Program Conversation
Value (FefiE=2g | @2a2=Y5 (RRHE) (Fo¥354) (hvre—
V) V) vav)
Exchanging Price Customer Affordability Performance Currency
Value (f&#&) Cost (FE=M) =2 =% GEE)
(GE=P ) V)

IV <#B&ltInf-#EE>TOEEHNEIL

AUk —=4 T4 7O <MEESNIcHE> BBEEHNEBELT, ZZTOBITO
ZE— R IHHRANIC R 2P 7 1 2 U 7 ORiHREETN O EPHIs TEL I
HBHb0D, H5EDORBMFHOTT/NT 51 LBBITL TS, I T3 Kotler,
Hermawan Kartajaya, Iwan Setiawan 2332/R U7z [=—4 75 1 »7°3.0] TORFHF.LO, #H
g BN, MEFEE S SORS 54 LERIESE, BoniRiEOMOGEE & 1378 5 48,
UToRES ofine & bICKEAT— U TOmPE Bl#EPE) HNED kS RERNEEL
BTHHITE > TOLBDONIT DN THEAMEAL TE E 720,

1) ==4 74 v 7 LO<HELS >
RY—VIAVETDND KD I S BN EE SN B EERDORT— VT,
R=T T4 7R TP oA I 28N E2T X TORENBERZ DAL 2 &
MHBTH - 72 (Kotler 2010), #5 2 KM KUK T D EpE S g bh o e ) % Nk & &
WhS, BB XZ1980FEMF T <HEEL & N 7ok > TOD Offering @ by & 785 D x4
FE (A—H—) TO 85| THY, Bhi8lBEpREErL, Apax b &R
etk Z TEBMROGIE T ETIDZLDMEFICH > TH 55 Z &b S BTN
B E Nz, £ 2 TR RN NOILKOD 72 DI HIRALIC & 2 HEFEBIE O 3L K & Fidig o
EARSIN, RZAAT 4 TICL 3 KRBHERVBEH SN, ~—7 7 1 v 73BT D5
FELT iy =7] 2X0MEITERL, 2OERNOBERAEY Y 3 VITRLT
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K% 6 Kotler et “Marketing 1.0/2.0/3.0” D& (v—— 7 4 V7 3.0 X—RCEEER)

Objective
(B89

Enabling force

(FTREIC L72F)

How companies see
the market

(HHEDRKA)

Key marketing
concept
(BELBEZTR)
Company marketing
Guidelines
(EEDHA K54 V)

Value proposition

(CilEEE )

Interaction with
consumer

GHEELOPYRY)

sell product
(BWFZERTT )

Industrial Revolution

(E%ED)

Mass buyers with
Physical needs
(HEM=—X%EHED
REDHBEE)
Product development

(BLmBAZE)

Product Specification
(B &% D)

Functional
(R REM)

One-to-many
transaction
(1 4 ZHDE5E])

Satisfy and retain the
Consumer
(HBEZHESHESE
1kH3)

Information technology
(E¥REd)

Smarter consumer with
mind and heart
(R4 v REN— &S
DEWEER)
Differentiation
(ERE)

Corporate and product
positioning
(BELBFOARD Y 3
=)
Functional and emotional

(FEREM: & B

One-to-one relationship

(1%4 1 DR

Make the world a better
place
(HRELYRWEFRICT S
&)

New wave technology
GBr L WEealT i)
Whole human with mind,
heart, and spirit
(4 v FEN— FafftzE
D2 ANRH AR
Value
(ffi&)

Corporate mission vision,
and values
(t¥nNnzyPay, EV3
v, (@&
Functional, emotional and
spiritual
(BeRelE, 1AM, M)
Many-to-many collaboration

(ZHMZHORE)

TR VAN (Foy s hR=F T UL, TRAN)=F =2y T/ERUL/ AL
NEFA S NI, <HELE 7G> TofmE, LENTO T m sy 7 MTHNET 5 e
FffAl & ik T b, Z OB AT & F % Offering %4 & L T Segmentation-Targeting-

Positioning &<~ =4 7 1 > 7' 3 v 7 ZIT X A IS EEE T T IOV MIREBIZIER S 1 T

oo, (KET)

M%7 Marketing 1.0 TO <@B&bSN/BE> (BEER)
;

mm 1) EEHALLTOYRF A=l - BfS - BEHE - HBE
B (IRYRFAOKID)
o L)) g EE-H$ =7 (Koopman 1942)
tf%ﬁgu_ﬁt A 2 3) WES A 7Y 4 5 VA Joel Dean 1950)
N 4) BIRERL LTSI L —STP #:2 (Wendelkl, Smith 1956)
y 5) =45 42U 3y R4P (McCarthy 1960)
= 6 A/ "= 3 /OERTOEZX (Rogers 1962)

4 7) 7059 bAR—FTxUF (BCG 1970FRK)
@ delivering (/i) | % - RSEAZ > 8) BFEOHEE (Porter 1980)
g7

2) =" T4 7 2.0<i4EF LN >
RE B K, TS0 B4 2 &R ERBEMTORMKE (xZ2XF47) &&
E— FOMEE L, MEBFMIGERE 6726 L, S AR s LA LT,
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BEERICHEE O RSN 2RIRT 285 & U TORE@ENGHERILL, MHLLTH

FTEIMEERPRMITS 7 P LT, T4 TZFTAINELTOSREENER S, BE
TENCERADE S &) ICHE MO « Ay 2T L %28 U TOEIMEPIEO R Y
vaZ VI BHIEEN S, FRICH - EZXEG E LB ICllAAE N, BREOBFRMED
IRALIC & BRI E S HIEE N, <2 YA Y MK D a1 YLD (CRM)
PHE O LM D885 THEHL] RS Toh T, —HTRIEHRA T 4
TORENS, BEETA VT MEEEBEE LT Onetoone TORFRMEIZ T — 712k
DRSEILE N, BREREHEELTIRZ SN TV, <HElbahicts > ToRNIINE
B TOIAEE, FRELELE A U T OZERHE « AL, & 2 W IARAGRE RIS &
SHBHOWEMHICEHE N, TITOLVHBEEOMEEED S [ BHIEEH
T, (K¥%£38)

K% 8 Marketing 2.0 TO <#EE{LEIN-BE> (EHER)

1) BERE [v—7 5 4 Y 7HERE] (Levitt 1960)

2 ¥4V +2—4F 4% (Wundeman 1961)

4) MEBERBREET/V (Howard & Sheth 1969)

5) BMEMBEE  (Keith 1977)

6) VALS=54 7 X% 47— 7 1% (SRI International 1978)
7 RP 23 =V ¥ (Trout 1961 Trout&Ries 1981)

IR

QAT —« STeH
SER
£ mg B
[ 225
©
g
B
°
<
R~
g
5
- 5

8) SERQUAL E£5 /L (Parasuraman, Zeithaml, Berry 1988)
9) 4P N\, WERSEAD 4c (Lauterborn 1990 1Y)

10) ¢ XL—2—H—0OERA (Moore 1991)

11) One20ne ¥—% 5 1 % (Peppers 1993)

12) $—ERX 7074y bFz—> (Heskett 1994)

13) NRIZ—UL—L3VIRIAV N (FUF—VIVHLT (VT 1998) .
14) "—=2y¥ave—45 4125 (Godin 1999)

18) HR¥7—T Y45 4 (Blattherg, Getz, Thomas 2002)

DAl

@ creating (K )

[9—%y b
Avya—v—]

@) delivering ()

3) =47 1 v 3.0<fliffiFHE >

19904EfRIZA D, VHEfES A v 5 — % v MK 2EBEEZBA TOMM4 ADBEIEE DI
MY ZFOXH T B EHEREF R —RIC 70— U SR L, <Hdbsh 7ok >
BT Y 7 IVEG, 7o = )ViEg, HERIYRTER GURZEE), MRk B E4ETIC
IROEER S N7 2L AR KT 5 & 51275 %, Kotler 13K AT, AWK, B
Bty s EA 0RO S AL PRELE R L, REOMMIT X B RIRE & A&
HERMEL, HEFE~NDOV Y 2a—varvEbloTELTT— T4 v 730&ERL
fems, Rz i LT, 7a—UkoRS Ry 7 X, 70 24 7 4 THSIEEE
O G ZE, b, FBHANEESE T I ENERSh, Hghiotd 2 /iE< A
v REN— b ERMAERSEANGAELE L TRAMETIEO < —7 7 4 v 7 hdihh T
% (Kotler 2010), KHIZ, MERX I v v a v EY 3 VIEED SIEEZ H OO MifEE o
SHMDIT A EELIL, —HOWBEEFEIZTIENEENLSX Yy T =0 2R LTEINT 5
FEANEY T P LHSMERIED T X ICH > T, &2 TO<HEENI NI RERS >
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K% 9 Marketing 3.0 TOD<#EE{LSniciEE> (EEER

1) JYo—me—75 425 (Levitte 1983) 8) BOP ¥—% 7 4 »% (Prahalad 2004)

2) EEMV—75 4 2T DEZR (Shapiro & Bonoma 1983) 9) #REELID CSR, CSV (Porter & Helpman 2006,2011)

3) A—H%—+ 4/ ~X— 3 (Hippel 1988) 10) FHA4 Y RUT VA ) X—2 3 (Verganti 2009)

4) £ /R—2 3DV L7 (Christensen 1997) 1M1 A VNI F2—47F 4+ % (Halligan & Shah 2009)

5) BEBEE~Y—7 7 1« %Y (Schmitt 1999) 12) UN—=R +7—=4 5 4 »% (Govindarajan & Trimble 2012)
6) R—URF4U7—4 545 (Kotler 2002) 13) ZYNY 5 —2—475 4 25 (Fuggetta 2012)

7) Y—ER - FIF+vboOPy Y (Vargo & Lusch 2004) 14) 75 v b7+ —LZEf (Marshall, Geoffrey, Paul 2016)

MEESEDY—TT4 27T

@ exchanging (3Z#2)

—{ Offerings for Value ]
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ZITE, YT/ N—=F v+ VORE (WebZZI TOEaI~<— X, BB EC, 75 v b
Tk —L) Fa—sOEREEIESE (BOP, VN—2<—4rT 12 7), BEEPERE (B
EEOY—EIAE—Vay), KT/ uy— (FYVIVTFART TV ay), RED
WITEJR (X=X ZRE) ¥ — EXPHERRIT & (RGBS, — EXRK) &P A
INR=vay (A=—F—A)R=Vay, TT27Fax—var) BE L] TOI
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HFEBLTDH 0 I, PRI TRGHL] THEHEN ] ThZhBB 2 HBEEAD
RUOBNSS, DBV —2HAAATOMBERAIEDOIEY HFE LT, HariaNY
I—varhhEFEFhThs,

29 LB iih 2 #55 U < <Kotler MM 15" > TiXAHDO <=4 7 4 v 7 OB K%,
1) 77/av—, Za—-"Y¥—vay, #HEZMEEEVSI =7 v bANOEETERK
Mo, 2) WEESMEENFTITH Loaliert (Capability) 2Ab7co3h, 3) Thitdk-
TAOD<—4 54 v I7OHHAE O vy —FIb<—4F 4 7 GHEENEETO TR,
QHE~—r 747 (MiBEHDSBAT—7FKIVF—TOEKR) @UYL—v a3+
=774 7 (BEEOMFEER), ORI G ai2=27 4 TOFEK) v —
TF4 v 7ENIADDMHEBERE LR — VR T4 v <= T4 VI DHKEENh S &
WIBZHTERRL TS, (K£10)

V &7 7 /00 —ICL3E2FLEHLNEE

VLERTE&7EHI1T, GHOR =T 4 V7 TO<MEINIWEES I TV INT 7
)oYk BBEMBICKRECEBEIA TS, Bitih/ickdic, JoF+fickyF
VLSRR TS L, TV 5L Z DIRKFRTE EH X T F TIVIEREAND
EMEEGT T AP0 EMMEFINZRUAERE TS, L ->T, AFETIRAHNSH
F (Reality) 2 S5ARREHRT 2E%K TS, 77/ 0V =N —Fr 714 Y 7ITRIETE
Mo OH LOEkE FHO L LTEREEED T X2,

FTAHHNT 7 /B V=1l XA MLE UTRYNCHME L TE & 20RERE, ~—7 74
Yo ] 2o BEEE/MEEE, BEPEENSEEEE LTI SNT, v
2T LREFHEOEMAD SEWILT v 77— bINB MW B HFAEL L TRA SN TV 54
THb, FFIEHLILOVOWE, =771 v 7 OFEMEICKE BN 2R - IEED S
HIRWT< =774 v 7 ORELMEFETOPOMERTH - 728, HEFLTWThOALE
WEmT 7 /e Y=tk TEIM LI EFRINIETH 5,

* 9" [8 5 Tid, Porter & Helpman (2015) (Z %4 5 A% Smart & Connect (£ > # —
IZ&BT—7fb3h, BEICEDDENE) INBEIETZO [RE] BEDD, ZHER
TNA R EOEEEN SR BZFN AN, BBHEFREIIT—IBITELSEHEN Y X
TLOPTHEET 2 2D EREL > T I &R L7, Smart & Connect = 72 #
mlC K O A FEF ML, HERDERRAEZBEL U CESERE LGS MR Y X T L E LTRIKS N,
ENODT Ty M T x—qbi, APl 3/ I - EMAD Y X7 AR EZEKT 2 &5
1278 -7, BRI, A HD 7 )V<id CASE (Connected, Autonomous, Shared & Services,
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Electric) EWAERMNSTF VI IRy FT =7 TOY AT LIZHBAENTHEEL, H
BRI E LY T EEL L THERINEI I ELTWS, Yusy 7 NIV T b T
(APP) N LT K DJRNBHEE Y 2T LORTHEBINS L1714 30, 774
FUR, V2TV T, TRNF—REDRIEDZ VAT LM EEHELTHEIZT v 7T — b
SN, xy FT7—=IHEBEEIEL TN D TH S, (MEIISH)

KRl WERME Y XFLOERRKICET
(Porter & helpman [ToT B D& ELEL2015 ] M S EHER)

5) HAYATA

3) EHBEERD s of systems
Av— S
Smart, connected Product 4 2

1) ®&
Product

R
[P =
] o235 DEHE
ey — ’
2) 2v— @&
Smart product
4) WRVAT A I
Product system

—73, Kotler (2014) (& Mobile Connect %4 LT [{HEH | ODEHORENEDL S C
EEBRHLTVE, V= »)baX 774 ET 4 ICKDHEED [HREN] 28A T
MG HR | 2 mikiET 2 5 v FRA v boEgh, BE UL AE—= RTOUMND Mk
HMENBZPT, V=V v VAT 4 TEN LI T AT v — 10 Z2 RO S O 4
oy b7 =71 A BUEIATHL, HBRED —HOITHE [h Ry —V v —=—]
LLTHZoh, MABRT— 7 ORIEHE L THEAMSNBBRIE T — 5 okkxe i
[RZ 5] B SNA T, ERMEEECHIL L, AOBEOEE LD & Internet T
OYLZEE L2 OFE S LI2ZAbd 533 a =7 1 kA S, $icEs, i,
AT A RVRETVINRAT 4+ TIHRBZTENBRHEEEZBAT, 7779877
T v TRINRNEIEA VNV = TR SEEILH L, HEMEHENLTE Y X
2B ERE AR ET B EEAH LT (Kotler 2014), —J5[AFRIZ, M HI3H
IZEALT B % v b7 — 7 IRBLZE SR U 7R B CAKISAFAE LB [V F Y FEY =T ¢4
G 212 | ) iM% 725 L (Zygmunt Bauman 2001), 4% & 05 Wi T
F TV Fy REE] ELTOEMERQT 7 8 AR—Z2Q@BRWE L VI FME L - T,
ZNRAEFEFOERERESCEZ TS EfEfish T35 (Bardhi and Eckhardt 2017),

WIZT7 )0V —D08720FHEANDOE 20T, 77/ ov—il&-sTHzBD
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[HEEE] BALY (artifact) SEUDEEERO AL T Y v FiZxy b7 — 27128 ®A
FNBETHRIEMIZZELLDDH 0, [ SATHECSIEIENDL0ENAT ) v
REHFEEMARAATREETHSHTH S, SHICES A ¥ —% v b Ol | TOHH
Pt (Connected) &V 7 b7 A LT ALY 12X 247U v MBI EA
AL, HBREMERI LTS, M@ ENHR ETED XS BRI T T bIRE 7
HMOMAMMTH > 7oA & —% v M TOMERITREBITHE, Shl, JLE, =05 —F4 4
VNS EREEY X T LEWEERICEZL, MY v —F Y X4, LT UYRRE, REP
HEBEOHESHEBERA EBVBFL, SOITHA/N— T4 VAN ¥ T L (CPS)
EUTHEEDED AV TIVEN—F 2 TIVICEES S, Connect 35 & & %38 U TIEMH
B, avTFUVAIES SIZBMeiieiE Ae ool &L, 40 TRHSBEBREARR
V=Y x e 3 22T 4 REAHBFAETORENZ LV RNIVADHHFHZEI LT 5,
(K#E1481)

KFE12 425 —%v b TOHEIL
http://www.krepcio.com/practicalinternet.html [CEENE
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TNG =, AFN=ZIEEANTYN X BEENIRICE D TAR] LSRR A A —V
BEDLYDDH Y, VTIVEN=F 2 TIVDEE U HRRBROE R, 79 7V,
TJ—RTV v F—, Fo—viBEATHENLTMEL, 5% 5G (5 B EEE
OEBEHFE) TD AR/VR/MR 75 EE#R A 7 4 7=~ OB 0 % B IR ZER P R o #
oSS KRESEMTEE I ENTHENS, G TO [KH] bEREE SHERK
FTIREL, EoIHBERy b —=2ITL BT 7 ARR VY vV GEBIEEN) ik
EMDICT Ty N T 4 — LRSS ET, HrLolG=e/Eo LT
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RKI13 759 b7 x—LELTO3EROEE] (EEERK)
PARM - HAFRRYRT— 3B

FURT—OHE /\

l | |

ke L ISubTA—L i
...----------.\ /--IIIII.--‘

- =

5 EFEFEHLTE S,

FICHELTRBE 200, HE¥07 75 —% v U —7H@MNERNT 2 X5, %
KTREBELWNDHOAT T =IO EEL THESNIAR « £/ « 42« Hilitz &3,
REBAETH OB OBIITE THEIZADRL D BEASY DT 2 EnTE 0k
B ELTHisd A7y bk y b7 —2% (hybrid networks) & U Tz LT <
HThb, 77/ 0V —FHICAMOBETIIE L ABOREN DB & L TiliksE X,
ThHIZEmT5L51Cb, AMORENDS Z OEEMiN 25K (Configuration) 1ZIKA
L, 205D HFIRETABMOFEENEREIND XIIZH D, N TV vy MERy FT—7
T, TAOFERELTHEINZ DI AR TEEL, fIZERAT— T+ DT 7
VO EH12Y 7 v 7 (KLY DM X - TITAD TRMA U 2 R0 H ELE
NTHE (18« L5 2006) 5 TO—4 5 4 ¥ 7 TOMBEFHV0OHEE ED AR
DRESIP EEREIL, A &€/ 2B & OBIMRIEIZE VT Z DEBEA /2L 2RI
WEBOTRABINTOMLBITNIER 572125, esports, REREE, AloRy b&ET—
b O EEEMRTOH LOBLESILN D, TOLSBEBEELTTHA v IhT
CHEMRDHRERLZDTH B, BT (FR) 2 AT TR, Kif, £/,
SN EDOREMA BT 7 ¥y —BBMT 5%y bT—7 ELUTHML, Tho b [fThAE
P 2RO ETHLOEHBEE L TCOHEMEEFN T ERABZDTH B, M1
b B HpEE « HHEE L0 FRIZDONA T v RISREEPBBEL SRS, 29
LI ofihFEhiEzh s o TBRMIZOA ] BT3B &0 L, #rLudigs
LD TEELSHERERE LTS (LAF - E%F 2006),

SOICHEIOBEIBRELTR, 77/ 0v Ik AWENBEDPAHEL S NEE S
TET M) TOAR DOBEREEM T A [HBESE~O#EE | 72 TR, LA
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THSBREICE &N 5] HREFAOHEERD FALHRBANELY T PLTLEETH
b0 77/ 8 Y—OEMEFERMRZILSERTEI LTS,/ R—v 3 v jENdsE
T 72w, i s 72 5 TR S HIICHE 2 HANESZ A HIESh, THlTE
WHEHMEZEALIZH LT AT — 7 RV 7 — sl 2 S h s 0N ET N TH %,
COEK®T, HAPHZIOMDYNASOFERER (X—132) 2k, #HAB»SHS
DITRPRMTZE & &b, REOERREPCHEMOTME AT —7 RV y— &R
THICHOE LT £ 52X %, GAFA %1fi$h, NIKE+CONNECTED, P&G T® DE-
VELOP & CONNECT, & 51iZiZ Peloton X ED D2C 75 54 v 7, AH% U —K¥ 53
BEIBET BB IS LA T — 27 Ry — L0l 2#l U THEEE~DE-RE
BoTIE—Y a FIIVRILENCFEREMEZ IE TS5 TH %, Sarasvathy, S. D (2008)
&, ARBTUATEET, HOGAWET, BESADITRAICE > TELSEEHTOT
Te—FELT [T 27 Fax—Var] E0HIMEERLUI, FTET 215 %R &
LT, 70 o HEEASLTTWL L STP (Segmentation-Targeting-Positioning) @ & 9
Bla—¥—var]itdlT 727 Faz—var]| TR, HiHRAIGKBZELT
e THW] TREAHE0 [FE] AolRL, [ChooFELSMAIZTE S
Ol EZHS, 2D EEMUT, EENICHE EBMINICEDE ZETAT—7 K
=0 EREEE ZTOMEEMES AL, [BUES 2819 2 [Hiicmmlgerk | ~
LERIETOL, SITHEHENZ0 [PllTEROARKRDF DI L b o —IVal§ER
B s AN T, BlFT ABIFITNS S THEE Y, RT—7 RIS — SO ESE
HAAEMUTBEERAY EEMLSETHEETH S, TITRA SN AL, 72N
v=ltkhiE, BENIZEEEDOFEOGHETE S 7 )V— (Grue=Green & Blue D&k
i) OXIMETH Y, TR TR SIS, FrLOREED [#%] & bic
FIAARERS Ry FT =70 ) V=& RA LHSIET, bEbEOBIFEMMOA A
TERAEN LU TR EEVEZ SN TOL, [FRIELTOTAT v T4 714, QEERN—
2, @QHLEHE Yy NT—=27D32DAF T —MERAF—FL, THLKAT—7 K
F—EDxy b7 =7 %N LIAMERIHICHEIT LT, A4 F3Iv 7 TS0 7PHTX
JUVTvarvEDHLOEYRZAETIVAAREE L - T, TYVFIT 7 /vy —id,
25— FIVF—& LTOHBMIEE RS, £OIEND N OH LA E LTARMN
TEIL, #1E, R7—7 KNV —(LT5Z EANMIE BT &ETEEEAH TR
KfiEMhiIbLEEZONEDTH b,
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VI =754 2T TOEEINDFREM

ASHMNET 7 ) v Y — 3287 Connect #4EAH L, ALWED AT Y v FIZxy
=27 E2@BUCHiGE -V —&D [THERR] ~NEBEENIZI BN Xy hT—2T
DOHEMEHZMESE 2 Z ETRPEAEANT (B NEBELZAOEZ TN, ZDMH
TIY—=7 74 7 TO<fEELT 2HE> 13, ABBEE»F, Z5—7FNVF—LOM
HAEMM SBIFEEIED HI MR ERN T ME 2m m T 3 EBbnd, v—7
T4 T D [ WEMETHEIZEATERAT—7 RNV —EDMb D ST h 5l
R ET 2061, FEN~—7r T4 V7RG TR ED LS 7 (RN 23k 51T
BDEAHS e RRETIEIHEFLE TORRIFPLELPELRIET 2 Bl (77 4
THEI ) ICHEHL, <H&tshz#EE>To320FErokio<x—rF74 07
A~ [HgEA] 28> Tz,

EONDOES 1) £FHRICHIFTTO [HERE=O0ffering) NDEx[E]

L ANDH 1 OBNIE, 1/ X—=Y a3 YO LN S Christensen 5O ¥ a 7B AR
Lice—=r 74 v7oilemE LTo [Milififéft (Offering) | ToD BNPE~ D I[N D A HE
HThsb, <MMISE> TRENLLI T =7 T 1 ¥ 7 OlEEIE, AMD Needs (FEA
HeR) A4EE D Wants GHRITBR S >0 wck) 1IciE kL, £ 5% Demand GZ4L
WREI D S DESIL I NIHE) ~NEBEAT 2 REND 5, ADis BT >KAHRE
DHEAR Needs (F EF RN /N —=H— &0 FEE DB~ DK Wants IZFET D1 651 T
Offering &1, FlixZ/EA TG L8 0 A 5 Demand (FE) Al D 72512 Wants
fbEn7c R OB A RINIER L, <=7 T4 V7 BHNSF6N5%, 20D HETO
£/ ORGe/EHENR—Z2E LTI I X b & LA 2 F2E D 72 O Demand 7% % B 2R 1T

IIRL TV, 2D ED, G TOREE /I s 8 5 mpE bim g %
N, BRERBAOEHGMPZET, TaaVANe 7y b)Y AL ZEEEATN,
BIELE S SHERI A S S TEINE > TE DO TREBWIES S

%14 “Needs/Wants/Demand” L& 2 3 TEHRODOELSDHLE (BHEMERK)

i =T/ 0Xki iﬁ'i!n l!t'ili‘:&bl:li't

f-l £

: )
Directed to specific Object Backed by an Ability to pay Directed fmm Context forward to innovation
(BREOHRIHKUITS) (W EED T I1F3) (REORRICEDETRALTS) (@& - Y—ER%518AN3)
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Christensen 12 & % ¥ 3 7HE, ~—7 74 v 7 ORETH 2MifERMED < - T,
BERMITH Z 50 T & 72 “Needs/Wants/Demand” & 3R 2 S n oK LI, Va7
MG, [HEEH2RE0MMEMAT 20 TIEAEL, EETEDICZTh S EERIC
FlEANS ] TEhORETE, COEBEBENLAMNIS [Da7] EFY, YaT7%
R Bc IR MM EREMA T2 (Hred) L0 HRIRMBEFTOEE LTS, T4
DHAMOD THEORK] 6T NENNHRILT 501371, BHEHDEL THHE
EDRW] holFENEY aT=&D L Lz Progress #HIWELTHEZ %, Va7
HEmcoREl (o] 3, THhokik=t/ osicEhsgs0 T, EiFHR
T®O Context (XWR) 75V 3 7HFEESH, ABICE > TX D BUOEFRRG M AVEE
Rzl ALz a2 THRME &9 %5 TH %S, Christensen 513 [ 70457 ME5E5 D
TRAL Y a 7R A 5] BEOENOEFELT, T4 -7 —EREEEEL LTS
BMW OREDKREE, (7)< ] o [FEY T4 | ~NOFRMOBINIZELERLTH
% (Christensen 2017), JEilfithn7c XS ICAHTE, TYINT A ZATHEKIZTXR Y
FMUAEKRL RN SEDT X)) — bADY—EXERT S NIKE, D2CE LTHTEER Y D
FHIAXT ML, A VANT T =P Web ZEH T 7 4% 4 X% Y — K9 5% Peloton 7%
E, 77 v V%4 UTHEIRZER & Web ZE2T %7 b INTEET 28 LB
BhTunbd, £ CTRBED [FEQRI TR UE T ot | Z8a80, iy, BIE
MUEAEEDT Va7l Do RI <A XT 5BH 5 F T Offering & h, K#eE+ 72
VTV g vIREMBNBEYRZET VICEESHBEI T I EA2WEE LTV S, Of
fering TOMMEIRME D H D FiE, [RESEE LM EFESMALCHEHT 2] OTIE
7, THRPEFIERICM 25 2 AA TIE GEER) 2810 9] &0 BE DN H
HY, TITEE/ORMIERTRE L 2 —F—HEOBEMWAEEANE Y 7 FEETHLH]
BEMEDSH 5, M (B - A1) Wiz DAL O TR, EIET o X TOE /) ®fT
FEtlAGbE G EZE L THEASMEE AL T RENr S —r T4 V7D [
] ZHALT T CEOREERETH S, T9 LcBlaid (58 ] Z—mRO oMyl &
AHETOTENEL, H—E20I T 7 2 FOBREICESEYTTOL H — ERPE,
SHEREINTNS, £2TE, BaIHICMEzFHI T 60 TH O, MifEiIfRMLHE
CHR DR, HAEEHICX > TAIEIN, <=7 7 4 v 7 OESIEZHUNME (Value-in-
exchange) 7 5 FHlifE (Value-in-use) ~& ¥ 7 b U, flfEAIE L METE KA EE L 5 —
<L 5DTH% (Gronroos 2007),

EENDES2) BHE3XMR=9—EX + 70X \NRDEME
%2 DRERIANDOBAIL, <=7 T 4 Y7 ORMBITHT BiERITH D, HRAEUREITH:
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oM, SULBEER D B A TH—EXEH—E XD oz, MELAlE L Toig
BANEER L TCOSBETH B, SD B Yy 7 TR, EESE/MNEE &S B—iiGE)
ZAH o 7 FEE IS RERIEE D SBE T 2O TR, 477V v 7 EHBIAA R MIETR
AR T BT 75— (ERTREDT), YVa—VvarPRREELRDET 75—
REXDIRS A GBI Z R R T 77 4 — BERTEHEVWT) ELTZ, Z0M
AfikOoHTOBFEKAT 5 7 vt X ol gl %5643 %5 (Vargo & Lusch 2004),
A& id T TIRAEL, $—EXEH—E X240 L CBBRMICMiiLE MHEAld 5 7o
X ICHORAENTED, EUx2ME, FEEFME BUFHE A, KEZOHEN
W7o —1 EWZ, &N T 77 —ICXBMERNBI V=Y a Yy Thoh—ER
EH—EROHAM U TOREFERA & U THBEILAIAN SR L2 HHFET 50 TH 5, C
@ Actor to Actor ¥ AT LT, =7 T4 VI TOMELERZT 7 7 =2 B A
AL, HHAET 2BEREGO T o 22 B U TOEALER D, 22T TERIIEFEEL
T, BIICKE S TRLBEFMAINSHICZABBENEERICERShTH L, B
FEHNEA XS v NG (o EFE» SIThERISN S EE) LENEAXT v FNER
(fh D BPFIATAERTER) XK aTohn, fIZEY—F25—123) I-%~0D
HEAE, BEYLARS U RERERD, VA 7000 a— 208N hoBEMS N
LM TN IsANRT v MERELUTHLL [EERE] BEAHINEDTH 5,
29 LRERBRFNIEI TR T 75— o&lENb o8 h, ZOEBEKE
BYMEZERLZG TR T VINT 7 ) av—%2fLicxy T =712k > THEESN, i
fEIXZAGE1T GRRIID) BeBBlRELTHS6END, SATEAZE, V=—0
[77=ZAMTFAN] TDIII KT 24 0T 4 72RO IAATORG B =F2EH
T3 THIM LGS %8 A TO Value in Context IZfED RS 5, £, AIH
VIETAH—7 v a vV AT LE C2CIMTHIEE LT IHARMNEIE] 2 5 Value in Use

KZEI15 *IAY, T77—RPTSAP—XTOMEDHAEHLE (BEEER)
XIbA Y OEEIDFRN V=T 7—=RFTS4¥—XOWE| DN

fha

TS5y bTx—4
Value in Context

il & E R
TSy bTx—A

Value in exchange

BEIOBEREL. FHREHN BEIOBERIEL, 1/ <=5 3 VBRI
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AEDFERERDTNDE EEFRL S, WITHNIILTH, WebTDT Ty b7 5 —LH
A b %18 U T Value in Exchange (%, Value in Use % Value in Context ~ & # & 1912 #l &
BOINIEEHRE T o X & UTHH SN, BRMENTE D R XETF NV EEL EEZ
SNBEDTIRIBNIEAI D, (KEISBI)

BEINDIEE3) 77O0—F=BBEANOFHFA Y - 7T5 I 3N

FBIDR—rT 47077 u—FILHWT REEINDBEIE, TYIINTI  aY—IT
LOPERMNBEY R RET VMBS N AT, MEE () E8T 2 REICHRKE b
BRTZTHA 2« 7757 v 2y (EikER) »ooniErkTtHd s,

FHAL L OMERBHEE AL GEKHDO LV RNUMNSHIEL, HREL VKL« £ « [7h .
VAT LB ENEILNY, FHA VEERLTYA URER EOSHAEE~NOT Yo —F
B EANEIEDN - TETH B, RO S BITHiRE LT BRI 7 L — L2,
VIV—3IVITNOEBEDSEVRZARHEZOER AAA T LT (EFEFPE 2019),
T, $—ER e xIA Y MEICEREZF>Y—EX « 7H S v aESELTY—E
REA—HF—EDAVIFT IV aVETHFA DT F 0V —TIRZ B HERPRER, ©H,
B, FHLO 4BBETHRE NS S TV A Y EY RBEDT 7o —F MRS h, £
TREEE G 2T TREL, AT =7 Ry = cEkcE s L9 IChl

%16 R4 —/\w 2 2 MOBILE ORDR & PAY T D{E AR,
BEXROTY A~ (BEEER)

atR =T T42 N
ARTOER~AD
—njntz —----- L R it T >
IA-VARTLA
LT
YRR

MOBILE ORDER
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Loy _-80
ERIRTLAD H
d————— = ll 4 + HRTOLR —
A L 1’""’"“'. WRTMTOIT EARSH
+ s
F_sem3 i 7a¥7 FE%D ' MEIIRARYTI/ZEEDD
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g (B A SR ERRENRIFICEZEsh 20 TH 2 GILBGE 2017),
COBRTF TV VDT T4 —F VADRT LI A ETITBOSARNRANC X 28R
ENLT, ERHBETE/ R M EMFROY, 1TAZEC < ABOEKRST >0 6 Ot
MhEEEh T, BT, ARMTEALALVORTY A Vit Bigrtchd s, 74
40T, FORNMINICEZTHREROAREMICIEE LU, BEERIRT 5 70D O E)E
P oGBS R = 5 (Krippendorff 2007), 7% 4 V8%, FH1 Ny Ty, 7T —
FNEE, wIh b AfFL (Human Centered) &9 EikiE, HAEORKM S TR L
WHD ] ITEZBICDITATEIT 2B, S, AL L TRTEREEHE LML, 22
POIAFORIBEATERT 5 2 ETHE LWEF IR A Value in Use/Context 12 8 & 7
T DTH 3,

29 LMiflialE i, #lzE, 25—y 7 20 L5 IZHHIC EC — £ X Tl M EE
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