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1. XD

AL K= (Wroe Alderson) 12X o C~—4 7 4 v 7 ONFCHBINCEA X W ERBFH >
x5 1T, R £ OB L DN DREY L HA L) EFELOTH, 10
X HhHLTHE, b HW5EAER REOCREANS (bbb, HFELIHEICHSTLRARZHIR L
Ui @as B LCRRERS 2 iebhaiis) WR\WT, 2 & WG a7
W, fr A b OBEERETTALENL D, LabTRTOLERLALIADORTRFERICS D
NTERNGD O EXFHRETS, COEBORERIISEITHSN, BRI OHRELERK
PR FI LTS R T 5 O Th D, Fh)BAEDLERHRICTHXES h T Lo TERINR
Flr U TRIEIRD Z LTl D, REOITR S BETHOABR I OBRICKIT 5 52
HBAEFIEDERTEH D, HNEHFOMBEARLAF 1y 7edbDEThH, LIS BT
KabFs L5 ZRIREFIED BAE, BRI SO T, L T THANBRE TS5, BL
DI 5 B b o AEFEOEAL, INEREFTHOMEERINTS 5 X TYRENICHL
T B, ©OEABEIRLD S —ROCBESFTHORKE RTOLTHD, Pl Ldbhibh
X, NS RO R R NE R O RIE MR IR ORI B TSI R BTRV, Lvb
NE— VIE L BEETHONBECHT D EH LB CHRTS L, 2REIBELDORE (offer) %
kb@k<kbﬂﬁkﬁo?kb%,ﬁ&wﬁﬁG%&K&éiotﬁ%ﬁ%otﬁﬁwlofﬁ

(1) Wroe Alderson: Marketing Behavior and Executive Action, 1957, pp. 101~102.
{2) John E. Swan, “Patterns of Competition for Differential Advantage In Two Types of Retail Insti-
tutions”, Journal of Retailing, Spring. 1971, Volume 47, Number 1. p. 26.
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FEFEZERT D 2 L XEFOREAN LS URTH D2, RARFICE DO BEN RO RS %
FHiATHZEbERLLRD, TOID, ThLDRAEXED T, HEDREEED S LIhHDHEHTE
DEATDRFEDPRTITEN AR — v OFRELFREICT S X 5 It BREN L EYBRN T 081N S 5,
ARTZ OREEZ DT ML LT, T EERBGRN BT X » CTNERFITE 2 L3
wl, DE¥CBEFTHCHEYBIETHERY S ORIAVCEADOFRTE b bhlcd, ELB¥ENT
7e—FI LS MEMAMRE B L OMEBED = FAOUEELERT S, S LCHEFTHY, Ak
ZHERT 5 BEME L IEBOBADCBEFNTERRCST 5 BRRELE X, BkmoHL W7 7
R—FLLTOTENT 7e—F2L%, Lird, PMEEOBEREMBECERLIRCOTES
VEBRET S, Zhick -7, BERREZFCHE I WCEENREO L THEI WD, BED/N
e TR BT 5 OCERERA B LIS LD LEL bR,

2. EHRIBFBLE LRSI

N TE) < 2 — v DRk RO RS L BESTTRTS 5 2T, ERIERFOMEE
5 (industrial organization economics) \C.351 % TiSBHERS 35 & O T BY O WA A 26 Clo B -
Frebb, TSR AEA T H RN A R B B RO TR MR b 2D b0 &
FHEINTED, ~7—F (J. A. Howard) (L2 OB HE L 2SR UES & L TESEE LS
BRI T B,y ~ 9 — F IS ERAE d O IHEE & OB S, 3%, B is T eSS
SR 2 YO PRI ISR T B S\ ICE T B o R D& L EEL, BHEEOH,
B, BRENLOBRE, FEBR, BHAE, BRI COTRERT 4 A v Y. v EBF TS,

NS O A L O & LT 1, MBBRICA b h s SAMEDEN TS b KT
W4, BEMES, BEOHS, S SRR LV ESEL LTS h T2 B~ -
T Ay s AT AHDER I PR ETE B, EEEES L O AL 1T o
BRI B O 5 BT REI R & K PIIRTE (e, Fl—T R0 M EREEE i LT
BESENOES) CRCTERLLS 145 (PLibmgt). 70 X 5 feiisis s L 125
FHEODEIEE, TEEB L SERTHRHET 5000 F AR RHT 5 b O Th D -
LINE S E TRV, £ R OB AN ST A b e 2 5 B R R D L1 5

B) A=y &7 F7r 13, EBFIHHCRTDHEMECT ShREIRE D Tode, EERGHRO
TR T LB S D Z LR EMAL, HEEE WSTE, SXOHBRED SERERLETS
BB E B LT\ 5, (Louis W. Stern and John R. Grabner, Jr.: Competition in the Marketplace,
1970, pp. 8~10).

{4) John A. Howard: Marketing Management, Analysis and Planning, 1963, p. 156.

() i VNEBGOMR, W46 E, FE5EEM,



118 N RBAETBHOERESEN, FBNTT L

BIRIC I\ T, BB & 2 OB L O M EBIE A R T 5 BRI BT 5 AR v AT ABICAERN
CHBERD ADThD, LndF v Aryerdy y vis EHHRCE T REYE L, FE
HHAmHAE T ST 5 REMSLIRE LT, FEOHH s 2 v F OBREFF> S HEEFILD
WATPLNCLTEDY, Thitl-T, FREThORFEENTHBCRV T brOREE
Fh==—7 RREL TP LD, FHMREEFZEOBRFTIVTEIOL ) ELT]
m,tL#miﬁimﬁ%ﬁwﬁm%ﬁ%%%og@kbk%o%xvﬁvv(aﬁcmmﬂm)
i3, BERERE UK, BECmACRE, READZERYHTCCEAL, ThbDEO 6 X
DEEHHELT, b SRS HEDH L BRI LI, £7, 724 K-
v (P. J. Verdoorn) (IEEAMCIIF = v AV VHOBREIHIC S Lo BRI EEDHRDIYS
K oTC, =—4 74 v /7EHEABHERNOL 5 BEOREM L, FEREOERIC L - T, &K# ¢
VRS TRCEILL, NETRD RS BT EEOBRNFIRE £ LCHHES h
T\ 5 sk — /b (Margaret Hall) %5 @D 3 E——Distributive Trading,——An Economic Analysis, 1948

BB ELNEF = VAV VOHHERIC LN 5T B L, Fok—s F LY (Bob R. Holdren)
O BFge—The Structure of a Retail Market and the Market Behavior of Retail Units, 1960
—3, FEEE DAGEREDO N FICEBMEI h, BRI ETATHD, FOFRTIIE
DETHYL - ELBERRENTF AL THD N, EANIIRIY ERALEEFC ST Hkim
Tl 5 HMBRWGEREY LB LT 5, MNERFTEE LToOH, &, EALEELEORE
RIS, FOMEERPBESHEROEZELMES L) ATHEBMZALS LEL L, TORAN
bF = VA UVIROBHINRRBREE FML, BLAMREEL Y v —v g VEFTHERS
DESTbLWE B WLD, A=A FUvid, SRENGECETS7rE—v g VRETT VY
¥ b7 AF — (Tibor Scitovsky) DAHFEX AW THFHRATRL TS,

Lo LIS IR 36 L T4 b s BRNESCE  BHROLERERCRE TR, —BIc BRI
SR AR o LT b o MRS TR E By Fiebb, MBSt ORRAES
HOM(E % BT & Lic o> n i, ARRHN»D X4 7 3 v 7 il e oM@ F1TE
RIILDELT, BERTrE—v g VEFTHOF 17 3 v 7 RERIBETE T, Thbxy
FD7 v— ACHRIAATEF = VAV VT OERERIBRAWCFELZ 2D LELLRD,
BEOXAF Iy 7 BEEFBHOA 2 -V EFEPL ) 2HLWEFOERL LT, £PoiERcs

6) Ronald R. Gist: Retatling: Concepts and Decision, 1968. pp. 116~118.

(7) E. H. Chamberlin: The Theory of Monopolistic Competition, 1956, Chapter VII; E. H. Chamberlin,
Towards a more General Theory of Value, 1957, pp. 105~118.

(8) P. J. Verdoorn, “Marketing from the Producer’s Point of View”, Journal of Marketing, Vol. XX.
No. 3, January 1956. pp. 221~235.

(9) i, ®iIEE, 269H~271 H.
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7% BRERBEANOBIE O B2 R 5 LR OE 2 % NIRRT R 2 BRI (organism) &
TRBBDRIEEORE—— b — 50« o 5 4 v r— L OHEBIEE A T 5 71 ik
FRLTT 7 V- ShIERFEN T 7 0 — 5 &k, BETHLBSNHSEEC ST 285205
BREE LTRET 2 0BEROB L7 7R —F L LTOFBINT 7 R — 2555 © LniCE
%,

3. HEBFEH, BIUVHBNT 7 e —F LNEREETE

MBI B B ARID IS B 5 BRI ¥ bt CH R ERE T 5 & 0Ch B
BCTEICEERERS R DR, &0 C L LI RSB A5 5 2 CIER L fe
?&b%,ﬁﬁmxmfm,E%%@ﬁ%&@%ﬁﬁmg%B#amsk~ﬁ%m%ﬁmtmbf
ﬁmbféﬁ?BC&f&b,Lﬁ%%hﬁ%ﬁ&&AE%E%DﬁET%:ﬁbhémbé,%
DRBHICE > TO LSO BIE AT T ETE By MHARI®AROS < b i i f B0
R RBELCHIE b0 b DTh b, BICBIAE, Thbb, EECALEOEA RS L.
ﬁk&bmkb,&%ﬁﬁifé&@%ﬁ%%&bi5&&%&%&%0:@h@,Aﬁ®ﬁ%K
T B EEOBII S A ICEEN T b 0TI, T OB E R B o £ &
DEEZDID, TOkD, EWENREEEER, Ticbb X R0 BEOT R R 2B b T,
PP Cdo % BICHICIRIGS B 2\ 5 % 2 J7% ABIOME (20—oThs 0% ORI 0 % &
BT D LIRSS B, © OB D, ot E A A R 4
o:&%%&f%ﬁﬁﬁ%%%ﬁ%ﬁ?%%%%&éo:@I5K,vbd$%¥®Aﬁmﬁmﬂ
THIKBIE T 7 = S—DFRT B L1, F—ICHMA0 LI 0T 2\ 5 B IR B S huh
i ERPAO BEE BUEEO BRI b5 5 52 L, B0, Fho0 BE0WTFhEERT S

(10) ?tb%,&6@5&%%@%%,&6@6A@%;@%@0<0&Ltﬁ&@$ﬁm,%h&@%ﬁm
&ﬁbf%b,%@%%f%h%ﬁ%%#BM%tiﬁ%ﬁat&mu,%h&ﬁﬁmﬁ#%%&ﬁhwk
b&m,&m&mﬁ&k%%&@mﬁﬁm@fn«X@%%f&b,:@ﬁﬁ@%@fntxa%@%%%
@ﬁv—¢%4vﬁ@¢bmﬁf&5°A%ﬁ%%,ihmﬁ(£~4xwvrf&h,&%ﬁ%f&h,
BRRMAEETHR) b, DL LRBOBEELTHD 2 EhbFhiE, VIR EVER T — s 5 4 o
ﬁ&x:kofmé&ﬁzéom%%ﬁﬁmﬁwﬁ%ﬁ@&?éﬁﬁm%mf,ﬁﬁ&%ﬁ&@ﬁﬁmﬁ%
mﬁ%%b<m%%ﬂé%oﬁﬁfuﬁ%&ﬁwmﬁzgéﬁﬁm%iuf%b,9&<&%I%mén
t&%ﬁ@Aﬁmﬁ&m;ofceﬁ%%%&?aoﬁ%@7vbiybﬂﬁ%mﬁﬁf&5%®%ﬁ%&
%zmw,ﬁ%mﬁﬁmlﬁ%ﬁﬁ?ao:@iﬁkﬁﬁm%,A%@ﬁ&,%Kﬁ%k%@ﬁﬁ%@%f
5tbm,i@?%%%ﬁ%okmﬁﬁ%@ﬁﬁﬁﬁﬁf&ﬁ&§5©T&6°mmsBTMmmﬁEw
logy in Marketing”, in Readings: Marketing and Society, edited by Ronald R. Gist, 1971, pp. 135~
136).,

(@ %E%ﬁrﬁ¥&%%u(m%%ﬁfﬁﬁﬁﬂﬁﬁg%ﬂMli,WﬁG&ﬁGEL



120 WNEBEF IO B, T T
L5, RENFBRISHTLE L, *LTHZE, LSRN0 LT, RolffisR
ST HEBEDEIEV{EL 3 B2 L, BRETHD, ZhLDOEXHIERNIEFFERLERFET
BEDTBRINTET S,

OB OVWTIIEELOBERRITE N v XT 2 v v, Thbb, 2 TEIkbh
BEBIS bhbIhb, ¥ vY (Hams B. Thorelli) 135 < DHMABAENC Zh SOBEI WL
T, £4F 3 v ZEHEFRCE - THODF bRy TAEY AT A (ecosystem)y &IFD, 4
ok, BE, HEMEOENE, ®IOBREMERORRERED 4 FROBRERT TGO
AR AT A T Ty RREO LS CEECHSAL TS,  (GREME R LTS L BRI his
ERRE LI EDLT, FIERERBEOPRESBALLEFETHS. COZ LIERCHTIHLP577 57 -
Ky 7 A BFAFECHBRD ABEXRLTVS,)

Bl ERSIOo&EVYXTAL-ETFL

AR B A

Mo — BB
. 7 T -
&l My
t
e M
o % B B 5
ol B ol B o8 M
o fErh g e frE—av . iﬂjﬂ%ﬁgﬁﬁ
ol & i T o F
o M3k A, B, o ffi ¥ o BHE D Skt
BEERl, BEAD o EHA 7 VDB
RS
BB & RE R R0 HiE
5 7 Fo% BERHE
B B 7 E 4 g %

KeE DB O TGRS A BT 5 DR AFHE AL BRIT VX518, BREXE 2256, A
BB r %, L REBEYLIL bR TRTOERORME L LTHES h2 YEOME
1o\ 3 BBIEIENE (the relevant environment) &\ 5 BE&DOREBE LD TEETH D, BECH
FTETS s By 7 ADHELLTR—BEKRD SBOERSNTHETH S, Tichbd, OEKAN
{TBES (the intra-organizational environment), = IUIKRBED 1 HETICL T, % OO FEH

(2 Hans B. Thorelli, op. cit., pp. 137~138.
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ERFMNE D ThDH X5, KEMABICKT 2 3T BREA % ST 5 B4l 5 40
TH5, OFEWMBBE (the task environment), & IIF—HICITF DEELO X E/IRE (P & 218,
HHWRE, MH, B, it boHEE) 2, BEEOTI S RE LM Sy EH%L, o4
ROEGNEZEFL T 2RERSTh 5, @F0R%ER &1 F  —BIL1, B¥W, Bualy,
B L OHEMARE, M D7 & VEPNCHS LB 2 2 _REBER Y5 2 — X —, 7 LTHE
DEALS BB LI 25 DERYERE UTKITHIE, —BIC FED AR DA ~
BT 21conT, £ 2 CHENEE T2 BRSNS 2 — 2 — e b O 8L, HAETTAE 255k
DT { Ve %o MM E BRIR ORI TR RN B Y Do MBS B R ER O A
DHBBIORRTEH S, Tihebb, HEOBML, WARIALRHHT==— 272 DTH -
Th, Mk & DTSRI 5 BEEHO B E FETE, Fho0BRIBES L5 LI
%&D,é%kﬁhw,%®@ﬁm§ﬁ?5°E%KIOT&%%Eﬁﬁﬁéh%ﬁ,&%@mﬁ
Lo THMMEEShD ZEBES £ ThA, DX 5 Ieth#ss L oWE DA F 2, fi
VERERBRERE OBREBET 5 HOMRE B CHET S L BE LA TEHD, Lind %
ik, ERORMMWEZY &4, QNN KCERIEECEL = F A Th 5, (BTG % R RE &
LT HETESRZTORLR TS DAV, £ 0%e, e RERENIHIAS.)
ERFO ANEEBCRT 2 IRBEREG7 > v O — R 5 FORET, F S BE L 0T
DEVETE o723, ZDREDWTHRERDMBIH (organization theory) 134 B L T ¥ 7
555, COBRICHT AT 7 7 — 5 ORBER~OBHE L E5 65 LD L L
T, BEEROARRHE & ARER B OTBICionT 5 BB 2 EIEHNCH U5 4 4 (William R,
'Dm)mﬁ%ﬁkgo&caﬂﬁﬁmﬁ%mm%wx%Amxwéﬁ%ﬁﬁﬂﬂ—y&g%ﬁ@ﬁ%
FIEE DA THHLFHT B o0icit, SEARCEIT 2 BRIREBRICITI DA - o EE2 ¥ h
7 Blgve £ UTRBICHT S B L BEROBAOERRELYERL, & 0Ll
2, HROLEYR EORRRRCEMW LTRSS M BROF LV 7 7 7 — 250, b % 58
BEEf (behavioral theory) WiZdsis Bicls,
Aﬁ®%ﬁ%%u,v-#%4vﬁmu&bﬁkéﬁﬁﬁﬁfmﬁm§hém%l,%6@@%
BROFEOEEE I B THEZ bR DD, GHRIEEECK L TEBEEO LhY 6% : h Ak
EZXTED, T TORROEBIFBMLEERLIRE LT3, & RIcH L CERED 5
.ﬂ%mﬁ%m%ﬁéﬁﬁ%b<m@ﬁ@@A®ﬁEm%&%@@ﬁ@HWMWQ@Egﬁgﬁﬁb,

(13 John A. Howard: Marketing: Executive and Buyer Behavior, 1963, p. 15 (Z3H—iR T Li = — 4
T4V OB — R L EET B — FERI424F, 25 H).

() William R. Dill, “Environment as an Influence on Managerial Autonomy” Administrative science
Quarterly II, 1957~58, pp. 409~443.



122 N ATE OB, TEET
FOFEFIRICY » TIREAISEN: (bounded rationality) b L < (XEH - EAREEM: (subjec-
tive or personal rationality) %'ﬁﬁ’ﬂ%k?‘g . Tiibb, AMZEEMCEEY KBS 5 1t
St B— R BT A CR A TR /BN T BB T 5 & e Mk L Th DXRHET 5 ) X TLE
&%ﬂ——%bdh&kbf%b,Ubéﬁ&ht%ﬁ%%&m,&5@Bhtﬁ%ﬁﬁzﬁ%%
L EAR B CABN ALY T 5D ELLNSG, ~7— FIIERRES L LTORE
F%, FORERI (decision situation) WBIT 5 LB THEAMLES hc RFY o2 LEHIHIC,
CORERRYEET S BEAEBEOBEERL LT, OEREBEDOREFLOVTORE, (2)
FUF TR Ao OB BN F B B 5 ik, GRBIRS W FBROZhLhBT 5RO TH, BX
WD 4o b, AREENC hoOBR: EEREOMLLRS OTh S EB<T1 B,
FHEBEICINTH DX 5 IefTER 7 7 » —F (A Behavioral Approach to Decision-Making) %
LSGWT, BANTHBC ST AREEDERRED 2 - vESPTHIDIL, bhbhilERR
EBEOMEERD > b Th, bhbho4hlly A7 AWE A, DHCERBHERNERY, B
By L ORIE TR TSR AL Higyy, TRLEBRESC L » T, »hORREICHT 51
WD TR LRTE D, BRECHICHME I HERIEROHRLIEL{ R b DTH Y,
Lind, b hOERICEWTEHHE D ERIS ORBhTh 5, |
ST T 4 i, RO FETRE (the task environment) ZIERSHEH b OFHROBA,
bbb, FOEBCREIARREMRL, ZOBREHFMO ) BT ThATEDORES &
2 R ENRRL, B5BEEBELO BEERCSELLWIB~OHHERE VI BT
KX NBBEE (Gask) EVWIEATEHIL, S HCHERLEIT DD DHEED (task-fulfilling
activitios) ZE®HTI RO 3 EXREMIR (task variables) & LTE B HRTED, REMHR
55 1 SEIRIED L OB # = ADWAN L IRLICE LT\ 5, Z0BE, EEEOREM
HIECE 3 B R, HROMEOR Y LBEORRICLDPNACEAEND EEXDR TS,
ﬁ%%%ﬁD%&%ikbfmﬁﬁ(ﬁﬁ%ﬁkﬁ%@,ﬁ%%%(ﬁﬂﬂ,%@éﬁiﬁxﬁlv
P n - 2lp X)), Bg¥EE B LERYD ), B L OHHED BHE, HEas, I 0REH
@@g>k5ﬁ05<@®5m1m507vuKibﬁ%@é%yx%Am%Hé%@%ﬁm%4

(5) John A Howard: Marketing: Executive and Buyer Behavior, op. cit., pp. 23~25. (Z—iR, #iEE
37~40F); John C. Narver and Ronald Savitt: The Marketing Economy, an Analytical Approach,
1971, pp. 86~87; Herbert A. Simon, “Theories of Decision-Making in Economics and Behavioral Science”,
The American Economic Review, Volume XLIX, June 1959, No. 3, pp. 272~273; Julius Margolis,
“The Analysis of the Firm: Rationalism, Conventionalism, and Behaviorism,” Journal of Business,
July, 1958, pp. 198~199.

@6) John A. Howard: Marketing: Executive and Buyer Behavior op., cit., pp. 23~24. (Z{Hi—R, Bi5
= 38~39H),

(I Herbert A. Simon op. cit., p. 272.

(18 William R. Dill, op. cit., pp. 409~413.
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ATHRE NCRENBRE Y GO —BIRA  BENCE S W BERSThH2 22 2,

D ECEH LA RENR L ORTEN T 7 e — 2 b/NERFTE Y /NRECKT 5 BRRE
TN E L THET DR EEOBRRECE T 5B O ERYEARAALL T T 2T
BUERE By Thebb, O B AL SRS RE DL R LR D, EROREL D b
'ULéﬁﬁmé%%%<,w%%@%m%eﬁ%a%ﬁmﬁéhgoit&%ﬁﬁﬁﬁ&%@si
THBRECELEEL CEET S &0, TORBRECET S T OMOFBERI, BEXRE
T EDBERCL RTERLO—MMEIIA L TH - Th, BHBEOBRCHMWEE LD K TH
FLIRDLLDEELBRD, X BIT, BATDEMLE LIRSS, AR LEY S
BHE b o TR SBEEMIC X 1 o 3 » 7 HEEREZ BT 2 7 r 2 AL, T SCEBEV AT A
EFETFTARLIL > TCHYCERBAIND E\V 25 0%, £ 2 T/OTEIME % g2 BV CTRECE T
BERINL S 3L, 5750 XU RES RibOTH D, i bORMIEIE L L TR
~«@EMﬁ@%f»m%vf@%?é:&ﬁf%éo:@ﬁ%#&?hﬁ,¢%ﬁmkof%®%
SRS 5 4 — & — PR AL XU 2 B,

Y 7 (John K. Ryans, Jr.) %, /NEF v Y g v« A—p—OEBEBREEEORMESLY, o3
DITEe BRI HET L RHEORE—RIN— 72\ T 5 s DA (the decision-maker’s per-
«ception of the firm’s situation) XEHTH I LILX - T, TENET LV W—%)ﬁbf\n% o (H2&R)
Tishb, MEEIBRREY BRI, 015 KREWNHRERT 02 BRT 500,
PR ECHESFEELIIUD LT AERIER VT 2HEBEERY YO L5 e, =0
HEE ZAPRECE DIETHRCIG LTI HI/NER H O 0% BB B B35 R 8m
WE, DRBEFOHESCEANBESED X 5 WM BETLINE DN THLERSL S Z L
THRAIR TS, TOETFMIIBICHRICT 4 VI L HBRENBROBA i) & LToHRE
WREBGPBEREECED LS KHERINFEL L TRAIR TP hE WS Fr v A% THE
BABELTRLTWS E3EXbRhD, T VAR, PNERESEORTEETET 5 ZEW

@

FRYE (the objective environment) W3\ vT, 2HMEE T % THVEEEE (the subjective environment)

(9 John K. Ryans, Jr., “A Suggested Behavioral Model for Retail Decision Making,” Journal of Retai-
ling, Spring 1967, p. 47.

@) Warren J. Wittreich, “Misunderstanding the Retailer,” Harvard Business Review, XL (May~June
1962), pp. 147~149; Bruce Mallen, “A Theory of Retailer—Supplier Conflict, Control and Cooperation”,
Journal of Retailing, Vol 39, No. 4 (Summer 1963), pp. 25~26.

@) NEEEOBENC T B, IR & REEY, MR D T, Edward W. Cundiff,
“Concepts in Comparative Retailing”, Journal of Marketing, January, 1965, Vol, 29, No. 1, pp. 59~
63 Z &R,

{2) John K. Ryans, Jr., op. cit., p. 50.

{23) - Herbert A. Simon, op. cit., p. 256.



124 DB FITEIDAEREER), THRIE T

B2 NIGEEOERREETL

wxnm)  [EEeioeet| [FREREEEE  [Hamnr
138 2 W) A @ FERs 0 o7« — 7 ~BIR) o) OERIORM (1 4
~ ~ -

4 .\\
/
P, \
Vs < AN
rd /’ ~ \\
/ // . \\ \
S -~ \ s . . N
SERES L 0E ' BEREEOR

HicBd 2 /hacs : =
EOEMMH m'ﬁﬁyﬁ@mﬁ@/ #EEAARIERE| ) . o)

{3:2)
{ — N OBRREICIINT
ERpE . HHEERORED T v —

== — -~ LEHH DB REN: 2R T

CRIETA2BEEXYRL TV BDThHAN D, BECW b, ElD420Fy 7 2%, £hi
hWOBBERETAIEEREZOHE LEHAINIRETHS, UTEHWTR, V) T7VIKLs
TERRIWEFEEF AL bbh i/ NEROBRRECIVWT 2 HEERYPOLIC, ThbLOH
ENER L ERRE L OMENY, B/EREFTHNODRCEEL THERERDITZRAA%..
DX RBICE 5T, BBIOEREY AT & « EFARHMBINICAY » FTHD, EREODOH
B HEET 5 EHOTRK &+ OREN—BHENC, LrdTBNREACRTHESh 0L
Exbhb,

4, PEHEFTECET 2 ERREREDO DT

¢Tﬁ®uu&%ﬂ%§T5%§@ﬁ@ﬁ%?%@ﬂ@ﬁ%%%:tS%K,ﬁ%%%%ﬁ%ﬁ
ﬂﬁf%ﬁ?%%ﬁ®ﬁkﬁ§éhé BEEROEHI Y —BOCH LT LER LS, V7T
VOFHEFAOHRPCHE TR OMELZ LD, BEELBERREDS L BBREFTE L OE
BXORBICET 2 W e liRmIz L AL ALRT, BENERD ML & TaBED TR O A
PRREh T3,
FEEAEOMBABEROBEMELHET 5 4M L LT, > —- = (John C. Narver) &+ E v b
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(Ronald Savitt) {X()EEREDKEN, QIEMEOMER, G, BIUWHHOWKELI T
VB, (ST, BEIEORMIOERAEE, FHS L s BEERO R 1 C EHIES
NAHEm B, PlziE, EENMER, TrE—v v, R, HEOBEEED<—rTF 4 v
BEREHAERTTHrROREL 5 $ERL2CIHE, ChbOEHD 5 T WA IET A8
BRICEFTH L), REERPLFEBDENLSbID L5 D ThHD, QoW
TE DR D PR 23RN EHEI 72 I IR GE T & 5 2B HIN e A IR E T B % 2 0B RIS
h, BiBEOBEE, BECSORTHLVABRER L C—BAEHCERYERTHEHA, S
HELTWD, BUEonTY, B—IRECFIATE 2HEIEVE, BERENDVEOERDE
BT Lo TR Iobhd 2 &, BB AL L L THEBREDBED I DICHE Uk
kR rRVWE, EEINIEROEMINHEINTAEEL DR, @ onTE, Vbbb
MRS S TR B W CUNS R S HOFEFD 2 v e —A L3 ZEECRBEIIESH, SREE
DEBERIEBEHEMTL 0L, PROBEIRFELTOEGHEY b5 X 5 indh
EOBWTHE TR, BFEHOHEKREE B WICD, HLOTERT 3 EEEFORIETED
T EUEMELLROBEREZETHILERLD L5 O THD,

PERE D BRREARIC IO T 2 TR EER O & NFEHRSTE & OBEE TN
LT, BiFIDORMBEFT ) 7 v DEFADKMAHRL D, BHEBEERE L TOLENWERE (K
2eBFB 1:), REMRE B 12, $HA%EE 18, BREE 12, HHER 110, 3L O—EL0,
U, BURRY, BATREOER 1:4), ThOLOREERICINZ TG EE DA
HENCEIT 2 EBMER (1:5) &, 2 EHFOBESCEABE 1:6), S bRIRLOFEDNY &
TR S B/NREOBERNLERRERR 3:1) L2rh2MmE T 5 RBHERES X O EM:
(3:2), 7o & D&\ CIEKBH A 5.

TTOEANERE LCEZERMEL, BRRELZOMB EOMHE LEROERTEHY, flxid
TEARRHERDOEEENEHOMELETHO2=F Ve —ThHBED, =5 T4 —DHEHLLI1TA
AV —THLLHEEINECHARTREENSD, ZTOWRNC X o CTREZNE ORE Mk E
(autonomous decision) MK Z 72 20 HIZ h, COZENBRABCEEY L2 5DTHS,
ZDHEE (autonomy) ICDOWTHRICBNICTF 4 MTHEBIERIT B\ CEBENERINMTEICK X1

il

@) John C. Narver and Ronald Savitt: op. cit., pp. 93~95 Ash ik, EEREENEB AN L LERS
FIMERELT, == 7+ v 7 #i# (marketing structure) &L\ 5FEHEA AT, [ URENE
BEHE (distribution structure) &EFHIIC~— 7 7 4 v VGBS 5T NTORE & Th HLDOHERE
MEERT2HE2150, KR TRERZETL 0D, BRREECIBEETHORECEEL H1-2 54
HEREWOIFRIEZ LTw5, (Theodore N. Beckman and William R. Davidson: Marketing, Eighth
Edition, p. 226)

) John K. Ryans. Jr., op. cit., pp. 51~57.
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THELPHET LI LOBRERYBALL S 20, BETHLYELT S HEMORE (the degree
of autonomy) % EEEMBUEOBE Y ZUHHBEKE LTEHL, WEOBEICoTHEEH
%%a&fbgo%“&iﬁﬁ:7}UW@/"7“§QE(RHJMw&Cmmemmmﬁw
ERWT, WMATHORBRICL b7 5 MALEOBED, 1 ¥ — kit 5 A NBEEE & BtEe
DNEEY RO ETHRBBEDREL 7 bL, ThiLk - TR BT 5 HA B0 £ L
FIEC BT 5 EREEO ML E OFEEARCER LY, AEORRIREEILCLS X1
o 2 TS, BEREEOMERAE B eRRATHS, CRNHRSERE LT
32 DEh, FOLEDOHHTIGT 5 HEMNPISL, SEARE REBHOR, SIOFETS
FBEET7EC-ALHLAIIA A=l ENELLRS,

FRERBEROEFE THHBRL, PEHEOBERKMEEETSHY, 2 vV a—< ) XLEBH
Db L TR—BEER RSS2 bR T\ b, BESANEFTHICRbKE LB LI,
LEOHERE, REYEAL, LrbHENCEERELRBEREL I OHEEY M FHDLNED » 7 A0
FEYRTDHID, LN LEMOTH I v 7 AREHRULEDIVNE S v 7 ABESREORPLE
BTN ANBEOHBE—EE7TE - I v 7 A— L EEINRDHRE Tl &5 B
KL - T, OEETHBRETECEEY RISTRN, ANLERYBEEST S 5, BEERB T
D —DELHE LT, BERETHCESYSVWARFIEBETE 7V 2RET2
TENTED, FITREDOEHICL - THELS THHBEEDEERZL bbT—20OBSEEL
BHBANT o 4 A= IBERBNLELT, AFT + 4 A—PHRERELTDO/NES » 7 A
Wy, MEENEABERNERILED, £20, FICHERCVCLIEBEHERZKBRLICECA
X—V&,:hm&ébhvzb7-4X~9k%%%wﬁéﬁ§%6ﬁbi,%ﬂmigg%@
R bEETH L3, EREDES » 7 APRCHBHETHD L LD, PETXI2 VL
3T, SEEHOBRIOEALTTDS 5 2T ABNEERY L oL BL bhE, L0 TS
SRBMERDA N7 « 4 4 — U8 EOHEA A — VA0 MH— RIS TR BERT
3 &3 IRARDALERIY, BB E T VIRERMICHIfF S hic e T ORI LS Flsx
WTHDOThot, L LINEREFTHYRTS 5 L THEEDA LT A A-VRERTH &
DB BRITEEY o EABE TR &R, AT A A= V0B ETHEEDRBED—
EYERBETHEATHY, MNEFHOBBRECHET L LML P 5B#EERE & OFEBRIC

{26) William R. Dill, op. cit., pp, 426~443.

) Wheelock H. Bingham and David L. Yunich, “Retail Reorganization”, Harvard Business Review,

¢ July, August, 1965, pp. 129~146.

8. Martin L. Bell . and William Emory, “The Faltering Marketing Concept,” Journal of Marketing,
October 1971, Vol, 35. pp. 37~42. :

o) FE, AIBE, 283H~342H.
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Lo THERDWHBIREI N, RRIBECEO S 2 2E 2RI LN TH S, LL, /i
P HEEORECIEMIC VT A EE Y BERECHBE L TEE TS E LT, MERETHET %
AOEBMBIEEDLE L KBCR > T 5 L2 D, O LAWY~ » 7 1 ¥ 7
B EL ZEDRNE S, PMEEADT—r T4 vy 2y e DEALFERREOLEN MR

81

FHAI T3,

EOBELHRENREEERNTH 5 A% ETOWT, A—/L b v (R H Holton) I, GlX1¥, 3£
PRI L > 5 BUERE 2, /RO BB BIT b 7o % 5 R, BB E % 0N
9% » % ABOR L OB TR U T\ 5, BAKORLI AN T 5 Y FEREERL LS 2350
PANFRORE TH B, ERWF » A AVBEO S & T, BET 5 v VBT 5 Ml Lk
EHIcx bRBMRIEE LT, BAIOEREESIASE N L RS T bl FERcibEEs
DRENERT BEALS D, I > THE—C SEEE S MEELOFFALRED S Y + )
?4Uvﬁﬁ%b(kémohﬁﬁ&%ﬁGﬁEKi6%%%@%&&50%:K%%®547-
VA 7 VORNERERC LD, EARCLELEERRE Y — € AXTHYE D, R L fHikgs
SRR LT D, eI/ FER & SR E & OMORBKBIRL, 0B ORI S bl LT
PEBFOWRICER W EBEY B2 3D THB2, COMEIRC Db & O EFNEEDBAELY
BIECEEBIET 570, 20 CHl5 = LIcF b, o & B S L o R HBIRIC 30T,
INERRRREA O KR Y B LR EM A HRT B Ibic, HOOMEORECEIL LS L35,

BENBHER L LTOBSREORSHML L2, NS00t s b 25« &
BE 5 ETHIC, BRI EE, B RO RE R K E < f D, BT
B)DWEEE (intensity of competition) % HET 5 ERE LTIL, * 4+ %54 (Ralph Cassady, Jr) 25,
QEBGHEF OH, QFRBALOHE, OMEENOBHE, OBEOBBRE %10, 6

(80  Peter J. McClure and John K. Ryans, JR., “Difference between Retailers’ and Consumers’ Percep-
tion”, Journal of Marketing Research, Vol. V (February 1968), pp. 35~40; M. S. Moyer, “Market
Intelligence for Modern Merchants”, California Management Review, Summer 1972, Vol, X1V, No. 4,
p. 64.

@) Eugene H. Fram, “Application of the Marketing Concept to Retailing”, Journal of Retailing, Vol.
41, No. 2, Summer., 1965, pp. 19~26, BEDEREBTENCEI T M FEDO—DMv g wy ¥ 7 e = 1 1
» 7 A (shopping matrix) LI B LT, BFOHPIEMRLEAINIET 5 v FRID=LY » 2
AHTIC & % WAL B U Y BHERIE 25 L 5h T 5, (William P. Dommermuth, “The
Shopping Matrix and Marketing Strategy”, Journal of Marketing Research, Vol, II (May, 1965), pp.
128~132; Ronald R. Gist: Marketing and Society, A Conceptual Introduction, 1971, pp. 311~326)

(2 Richard H. Holton, “The Role of Competition and Monopoly in Distribution: The Experience in the
United States”, in Social Issues in Marketing. edited by Lee E. Preston, 1968, pp. 142~143.

¢ J. E. Stephenson, “Introducing Change into Retail Organization,” in New Ideas in Retail Manage-
ment, edited by Gordon Wills, 1970, p. 54. )
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EUFH RIS A 7 <o 2 VIC L BRFEORES Y, BAREHIULEREL 5T B, 2o
HNREAF 3 v 2 EHBOEBERYHHRIC L AR NETBE AR, THOBE~OBEZ
S U RS0 KPS ST R 2 ) ORICL XE Y, A48 -y v 0 TEE
By AL 5%, BEAEOEME (simulant) » HiEHE (deviant) & L TOTE RpPEH
R CHEE Complement) & LCOFE EEOBSFE) ~DOBH)ELLObDTHD,
NS BB B D EBRE R B 5 BATIE, TR LOSHCHEENSEFORME Y%
B2 BERL S,

BIOBLH Ul RIVEME S, REHATE L OBEC X 5 EHSMEEROPEC L - T
EFTHIORT, Eb bl ikEEmagsrs < OEECBETS b0 LELLD,
FRiC, B2RHL L TREEIOHA RN, Whdh 7 3= FF Y « A X VERLTHD,
S 45 B B DBEE T N E S 2 Hh B

b EEGE A IHEOFE LB ER RS b~ —r 7 4 v 7HMAECE LT, REIRLO
7 B ARAREICH bRBKINERS, 7+ % VIRAMO BN, EXLHOR GILERELE
%) T & ORANERCMLT, ELHBESERCEHES KT, #L 7 vl ADABHERCT
Sha X5 R EENE S RET 5, TELRED ¢ > TRIEERREN A bh, BESL,
HAOIWC L » T, IEEFTHORYKE (ERER, BLF/ 54— « 77V FORE
REEXND, kT X — (Stanley C. Hollander) 3/NEREDHIAHT 55 LEHML T OB
BRI T b RO I, ERMLE BE O BEERE LT 5, Bl AR
NPT ~D#EA (backward integration) 1o & » T, HEERELINATE S, FRRRERIEULOR
Ltk L, BERE CIHEIAT RAICS )

5P RRE R BRI IR ER & & b A v R DRER IR Lcw &4 5 S6E L FIE
PELET B, © 5 LSRR EROBEE, HEEEo BEABIEE L B~ — ATl K%
DB O M EREM BT 5 v A7 ANRAN» CRBS KD O THEMR, SHIC, KM
IR Y AT & o EFAORERGER T L, BELBAOEBE & A OMILLI L
DT, 3% 1 oOBERICHDRATEDHEE S bbb LEL bR, FCEEY D
LESEEOBILC Y D, BREORBEIMEAD I 7 e BfELoBRERBCL TS, IOV KER

Ralph Cassady Jr.,: Competition and Price Making in Food Retailing, 1962, pp. 108~113.

Ronald R. Gist: Marketing and Society, A Conceptual Introduction, op. cit., pp. 293~296.

#ME, FS®, 111 E~126 H,

) Stanley C. Hollander, “Who Does the Work of Retailing,” Journal of Marketing, Vol. 28, No. 3,
(July, 1964), pp. 18~22, reprinted in Marketing Channels: A Systems Viewpbint, edited by William
G. Moller. Jr., and David L. Wilemon, 1971, p. 44.

(® Hans B. Thorelli op. cit., p. 140.
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TRT 4y b e RATBETINRDEIIE, TOF ph e VAT ADER c REXHFLETH L
B, BRROFLVGEEWNTFAVvELTLIDO VAT AL UCEEREENTEERN~— 7T 4 V7 o
DAF ABRRBELTE, = OBEEICH TR, HBEEIEFOMILBM L E2 bR, EHAY
T T4V VAT AMED AT ARBEFNFHLOCESREL LTERI D, HBEED
VAT ARERC X D BB OBEEEEO TN O, BEN <~ T4 VS VAT LD Y —
F=iihThh, ThEhD v AT ADZBECETH HERIRHERETHES L, hd
AEDYATARETD=—r T 4 Vv 7EEN - LA EFREE L LRMETEITERS LS
CEES RIS ETB, COX5KEHEICL T, F0UAT ARHRT 5 AR E - TEES R,
R BIDLHEOBFANEEI NS, WIS - TEREBIZV - F 5 BF LD, Y AT A4tk
ELTOHBRINTEA VA2 b 2BETA X5, £O7 v s AXEERIOEEL LD L
B, =R VAV FOBENLNERFTEHYUED XS REEN~— T4V S Xy b=
EWH BEED LD D MEMY, v 757 (M. P. McNair) & 24 (E. G. May) 2% 14 R BRic
?%Lfm%ﬁ,v~#v(Mmlemnh)%mu&&?évz%AX-7fn~%Kjot
B i~ % V2 ¥ b TS HICEEAE AT A,

REBECPEDVERBHYY AT LAD7 v—rlETH, LrbBERFNREOERL L HLIEYE
ZTLES &5 RmErERNRFCRTABESF 2 —vThbb, FAL (Ronald R. Gist) L+ D
~%&Lf,ﬁvv-ﬁov@ﬁ%ﬂzoﬁﬁm%&ﬁfmgo:@ﬁ%&%tbbt%ﬁ&br
2, BEAEORBCL > THEOBHE N GE ol d, ~RA2 iR IZFYV Y v ok
S THAREL TR o TC T « y— EANERLICZ ENEZORD, TD X5 I/ NRERL, Bhw
KHREDBEIRTETEY, 20O, +— A, fils, s Sl 3BROMAY AKX L
LZEZIDTH T, ZLT, BEOEECKT BMEIL, 20 BEYEE, £ LEX~D
WRHCEL VT EIDLE LT, ZOETRELSBIRDE Z LB SRR THS,

STWEOLOORENERERTL L2 HHER L LT, FFBMNYRC I 5B S,

3% Bruce Mallen, op. cit., p. 27.

() W. R. Davidson, “Changes in Distributive Institutions,” Journal of Marketing, Vol. 34, No. 1,
January 1970, p. 7.

W TGH=—7 74 V7B, b D ICHIENRETHYE L T ¥ TRy, BENBETEL VDI
ERThD. HDOHLHEAL, BHEOTMEED KFEMES» OO RMEYE L 5 & L), BENES
WHERTRETHS, Tiobh, SUEEELY by 7L L, WHREBELRCRE, &40 208 Rk LT
BCHEOE DD L OMBEDY — € ADKY, BRABMACRET LI 5B HT5_ECThb.s (M P.
McNair and E. G. May, “Pricing for Profit”, Harvard Business Review, May-June, 1957, p. 109.

@) Rom J. Markin, Jr.: Retailing Management, A Systems Approach, 1971, Chapter 23.

@) Ronald R. Gist, Marketing and Society, A Conceptual Introduction, op. cit., pp. 304~305, ;&I it
FRICER LBV NERE R L LT, Fa V74 7 OB RO RED (37, L4 7 « 4 —
EA, R — o VEBEERRE, RO HBEELY HIFTv5, (BE. W. Cundiff. op. cit., pp. 60~61)
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AT = FRTAY) HERTE—r T 4 v 7BEBEERHEDORE Y~ - T 4 v I REDFINC
'%%ﬁ@%%ﬁ&fbgo%Kﬁinhv?5mﬁiﬁmgmm%¢5nEyyv-Aybvy&
(the Robinson-Patman Act 1036) TEFELM M1 ECBIE L T HRFAMEH L BD B < 7 7 4
Y —¥E (McGuire the 1952) 7¢ K13, flAECEEFETS LA, HESBOoOmESE IR T
BEED SRR TR RN e e b 2 AR NS B, ERIGIERLOMYO®KES P
FDHDAA —F— « ) —1BEE: (the Wheeler-Lea Amendment 1938) IR AERF, HICEBIAE
EBHIELLS & T530Thole, LOHLEROBREL LCHENBEININERSELHRTS L0
IV hEPRL LS ETHEANELS, NEBREYEHRECRFL TELDLNE TRV LW
5ﬁﬁﬁvbiofvgoUbéﬁﬁ@~o®ﬁmmaw—-av$z-E;-n—mmam@
ness Burean) CAREIND LI, ~—# 71 v /7EBHCLWTHERFOHE THS, HER
5L LToRMERZE, Zo»HEHEAPLEFHMOBENRHD, ThblI<—rT4v7/DX
BBV Te =T 4 v 3y 7 ARPETIEERYRN T 2B SRS Wb BERTH
%, FEMEEIPNFECKT L REEAEEMECEET 20A TR, PEx—FrvF1vv s
@Zr7-f&v—vav®%MEK%%%£tg,iﬁ%ﬁ@%%ﬁ%%%%@,ﬁfuwﬁ'
VU=V g VAR V= F e PrE—y g VRERHETE 7 r 75 o R RAEDTDICERL,
QTR T3 © X T, HIEROBSTHYBRLELTS L0 THE,
NEREY LD F RSN, BEN, BRK, BRHRECOVWTL, w7 v X -2
LMED, Thbd, BHEOHELCHITDIHMALARNIETHEECHESE ORI EHVIEER
BRI BRI BB L, il T, - CADHEBCEIT 5 AR
DEB LR 5w quéo;@:ﬁrﬁﬁoﬁA%,ﬁﬁm,&%m,&m REOFAF 1y
2 R BALAIVINEEDOEB I ST X HFEEIIM D it DD *D , et xhic A —
— EE OB AR A L EBANE OB T LA O —02, F— S MEY AT AD
LBIcHTRR L 2 O/NREANOBERTH Y, ThIZL - T4 ¥ - DEENICBE & OB
BANRBECRD, F—2BELREC AT 2OBEFAL D, (LANBHE & RFEREDO R

@) John A. Howard. Marketing Management, Analysis and Planning, op. cit., pp.. 260~ 2809.

) David L. Kurtz, “Public and Legal Constraints of the Retailer: A Changmg Societal Environment,”
Journal of Retailing, Fall 1971, Vol. 47, Number 3, p. 96.

9 Ronald D. Michman, “Union Impact on Retail Management.” Business Horizons, Vol. 8, No. 4, (Sp-
ring, 1967) pp. 79~84.

¢#) XKenneth G. Hance, editor: Association Management, 1958, #5iZ Chapter IX.

(8 Stanley C. Hollander: Restraints upon Retail Competition, 1965, pp. 7~15.

(49 Delbert J. Duncan, “Responses of Selected Retail Institutions to Their Changing Environment,” in
New Dimensions in Retailiné: A Decision Oriented Approach, edited by John K. Ryans, Jr., et. al,
1970, pp. 38~45.
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DEENER I R DTh -T2,

PIMEREE B & ANEB ST & OMEBIFRICOWT, BETNEBEL, PEAENERICH
BIloThHEHEMOBBE L ERILICIRIELILD LTWBEEEOKFITSH D, ooz &t
INTEBPITHIOMERIC KR E B R bic 2 TWB 2 L Thb, Tibb, BHE/IFHOEIHNAL
Ui, JEEEHE LR, matAh, MRRE, B2, BEOHE, REeEEUR, [y —e A,
e Ex BT, HEREULEBZEELEDTH Y, MiFEAR S CRENESLEE, i,
Huihpamnie E BT UTHEL, EBARTL ESWTEHIRS LD VDL ha EE
ELTW5, BHCKFHBEFDORILT, MNERFTED I v 7 A%E X556, FOLELHENDY
HEEEDEIS N, BUDNES v 7 ABRERLHRCKFT S h, ERoEanE LW W23,
EZADNEBIINEEBNBORERRIELDTELL, w7 v F— /RN FOEEY £k
THEHI ST, RO ADODBRFGEE S > TEY, FOFRELNCEEI WD EHEIEE HiH
TR A WYL EROZ LW Z ERIEHL T \g)o (—HOBREERTHh L L TOREDBEDIRE—
W e BRN—BE %7 X4 « A3 A (Adam Smith) OPEERAC I o THILL DL TB5 2575 —(G. T.
Stigler) OHID, HESHIMELTIRT 2HVFHTAHILRL b0 Th 1o COMF ¢ 4 Hi0
COHEHRLT05.) TbbORBCLOEBLREE I IINLERN B R BE, QLY
XD EMOBEELECCOLEIHE, OQbBBEOh MDD LT, BOBEAWDL LIS
RIS NTERE L KRR T2 5E, OHFEEREEEABRHIC, M BEHEOHm~RIHC
FEBEEETLSE, Thod, ThDLOFBRIIINERIC Y » TEECERS h 3 SB[ Aoy
BhHIZ2 B TRIRL, OUAOBRITEB OGO & TN KE, S¥EOEILOM
L) QTR OEER ROEL RIS D, ZOFRT/IERSTHOMEBRCEE Y H
HEDEEZOND, k7Y X=X bOBROIEEL e D HBEREZ OB THE LTS
D, R BIEKFILTNERR B S5 NIER & IS ERCHE bhb, SFNIER
ELTIE, PMRERABSETHETL D, REBNEEIRTHRAT L > TREONE » 7 2
CEITNEWCEIERRIRT 5 2 L2 TH D & L RBRICRA A, 2 DR, JEE AR 7 Tk 5
RECERZELS R, DHENEECL 5RTIDVEL D2 A7 RBERCH HiEET 2 B85 5,
COfl, EEAMERE LT, DEELT2EFINEFO BN S, IMEOBMF & ZH L Hn
FEFRI T D LAy, INEME BUPEEREVERLDGATEEEENTY « V54 ) v 7 (prere-
tailing) {EB TR0 2Ll leb w5, FERETRE LT, =3, HEOLEOBRNE

G Stanley C. Hollander, “Who Does the Work of Retailing,” op. cit., pp. 39~46.

6) G. J. Stigler, “The Division of Labor is Limited by the Extent of the Market, “The Journal of
Political Economy, Vol. LIX, No. 3, July, 1951, pp. 185~193, reprinted in Perry Bliss, ed., Market-
ing and The Behavioral Science, 1963, pp. 262~275; J. A. Howard, op. cit., p. 257.

G2) Stanley C. Hollander,. “Who Does the Work of Retailing,” op cit., pp. 43~46.
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T, RKEDEL OMVERENEED LS ko vy b EOBHHEREI S b THERE
BENNZLS, TROAAREBCOWT = 2 — 32— 27 BDEEMLANEBA (a resident buying
office) HEFIDH L RERTRIBCFHAL, RFREPLOELLHT TWLHIRERTV S,
DR CHEBENEEROMEY KD, V7 VONFREEFVERSTHEINCEEERCE
B, i, £ERERSI VBT A/IEHEOEBNERL, BERREEOHES IUEARN
BEWET 2 #E 2, BEREEERCET A/ IemomEcEE TS LARC, BThHHER
FCCRHOREEROMEREY, ©OMFRAEERECH B SIS b0 LEL TS, b
2RO AT mE 0NN, BEFEEOEHCHTLINrhORFTHEL, ) -
BELOEHCETEHROZIRY AREVCHCHIOAERECET I RRYELD L5
DThDH, O Lit, WF|0&EE Y AT A « TFADOHRBPOLHTERTITR I hicZ LT
5B B3, IDLELEIERDEHN (B zﬁ:ha«:ﬁ%ﬁ%am%ﬁ% the market niche, T7ch b
“Market within a market”) X dH 5 52 &R, ThLDBHDWTFREERTHICLS, REPF
BISETHD LI, NESBENCIRE A BRRERR,» bREWHT K2 MET 5 B OHIR
ThbHH, DT ESTTRAMBEBADEREFNT 77 V- OHRAC K THEHI AL LTS

5T,

IEREM EE S TR She BEREOBEEZFEROMRZHFAETHI LRI > T (H202:
1), BEREORRELBRT S, OHBNCS LW TR T N EMEIRER S h, MEFRON
BRI HER L O BT AREEENEBENCAE I h, ZLTERNLBRRECEL LT
5%,

INERED BT BERRERL W LRXBEFTHOHEBCOWT, VA ¥F— (William Lazer) &5 )
— (B. J. Kelley) 1%, BB IVH—ER, 23a=2r—vaY, PHRBOIHOY T« 3 v 7
AR D, FBEFTFIZSBERR O DD/NGET v 7 AFEYEBEE S X OHSEREE RS
;@¢@Kmﬁdﬁ1uubfﬁﬁmbfbgo%Xbﬁﬁ%%ﬁ%@iﬁkﬂof&éﬁ%ﬁﬁ%
BRESIEROTSE 7 A v ELTREL, ThE bk W UEUDNE » 7 RO T/E
‘ﬁ%ﬁ%‘%ﬁﬁbf\,vg, CREDOBFFHTME GABOREL HF TV 202%#THL 2, SloHK
21 L ABMAAC EEY biox b AEOTHNERTHS 5,) ¥ A MIRFFROBEMERICTMR T,
FREROBEFBRICKT 2 HHO G R T/IREOEBI A4 7 8 XL OH 1 REYELET
BBRAFTHROWEYFEFBRCHETIVE—DDFHELL, PNEI v 7 ABROREH D %

3 John K. Ryans, Jr., op. cit., pp. 55~56.

64 William Lazer and E J. Kelley, “The Retailing Mix: Planning and Management, Journal of Retai-
ling, Spring, 1961, pp. 34~41.

5 Ronald R. Gist, Retailing: Concepts and Decision, op. cit., pp. 127~128.
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RgEL T35,

FR=v bV DNTEEHDOERIEEL AR (the retailer’s strategy scattergram) OMAUT, 2->D/NE—= —
Y74 v 7BRTHIL2KRIE, 300 3RTLEDFRED 3 Z TR LADIEH Bl 2o\
TREWEDOFHIE) OETERI W EEOBENAERIT L 5T, NBE I v 7 AR I B SM
DREDMENEROTEARL T B, Uil s TR U Bl% SR 5 FROREE S
HEIRTWDDEAT, PNEI v 7 ABROKELY S SICEFINCGERT 2 0dIE, FTFEHETF
BOWBNEBEERFATALERSL S, COMBI YL TIHRESEEC~— T 4 v 7 SEENETF
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