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Abstract

The purpose of this study was to find altermatives on restructuring of distribution
system and rationalization of management in tourism industry.
A theoretical approach was used to determine how principle concepts and strategies in

marketing can be applied into tourism industries.

I. A €

A N9 FolAM gold AMES & o & 49 H (quality of life)& F73HA
HAx, olglg Zhed, #3& Az 7 ulE A fBEGHLE FHA}AT

AJAY GA B B B WA FE£EZ dAsd, 2147 HAde dd A
deoz AAstEiztn dFdd. #F AYPEe AKRBBE (foreingn currency proceeds
ratio)e] U933 =1, BFo FHHE (multiplier effect) =3 222 It ZAAd g
NNdE7t e o e A ZAFA JRe A7AAN AgEE ALEAF
(developing countries)S %¥& TEo] #FAJL FAAFARORE FA3 L T

20023 olAlet A, d=HYE TE& Yol F SV gAFALGA FRF T -
A B2xE APFoitt. Y £ BFAPL FETRY E¥HAHR BEE 7
%oz Qe AP E R U ol $E 9 #F Aol oA E HAATFHQ
g Rk $1F (seller's market)® FE5TZE 71X 2 e, 24 AFHA FIFAFH] A
A2 o] R YA Egd 71A%o

B dF7Ee fFAYY FEFENAAY 298 E AT dtozN wopAY 71
Adz AF oj8o] BHAIY ¥A HEH & Aevted i IS FHoz
gt B dpe o83 HIH HEAe FAAY 1@y AT EFHoez o

# Asoista B G HAAAF
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O. Bt vletAg - Z4E

=8 #(P.F.Drucker, 1967) “#&&8 A7} nlolA o] #Hmste vio] wel 1 JHo)
WEElT QQom, e ReEpmd Fd3tA A Bde BES RlE(o create a
customer)dtE Holth. BEE RlEsH7] 8t EE XS F/HA XXM BHEQL viopA
¥ (marketing)®} ##i(innovation)& F33tdof Ho}."1 GG Ko glojA e vlolF
B fEae X oF, BES 8B Kfojn 4 EHYVE ZASE Aoz QA4
= it

R¥ES BEY KR - ERWES SR2 985S ASFANACT &k F, B2FES 884
PE@%¥ (a goods-producing process)el otz BRE # 2B (customer-satisfying process).2
2 olsjix|ojof §rt.

wel A BRE 1 (Selling concept)® vhol Al ® #5 & (marketing concept)S W Z3H < HEA&H
fBEKE 2oz Q. &, IKEPDQEAAE 7|EAFAA ¢t KEE®KA o8 F
BE 378 Exoz [REERERS AHETT. ol 3 vlolAR - AMENME BHEY
BgKRAAM Lo, olE WEATZIZ] Y3 HEW - vlolAIR HE S AHEgo

ol &Y AA3 BEFI By, OBEIER (customer orientation), @ %9 2§ %
Ji(integrated company efforts), @ K&, 2 A7} old e BE=Mo Fl¥(profit
orientation)9] A7}A EAE & vlEE Fi Ao &, viotA" - AL EFD MR H
EERE % =N, BEY HBES Adslas HEen rrolAR B o o8 Sgis
© B&E %R (needs and wants) #[F ¥ (orientation)ele} & & Ut}

T, WLEEAAY IR BXFEEA AAME HEEEZANY BXEKC THY
BXE +op BEE ud BXEXS 44Y8 = Q. BXFEY flgdATE BX
HEL FEED, BXEY W 93td BXHEXe J749 71 (going-cencern) & Z A
9] 712 & vidsA Eoh

a2Pd REFR, BEARE, AARQA A7ZAe dastelA vlopA" Ade Id dvl
U FE5%7H? Feldman(1971)2 A A2 #EMQ] violAY /IdE BHEnA g4, &
o] A7tA FHE ddtd FEF BT ook o At

AR, FEY 9714 &350 RIOM Bk #AE J8s FE3A g2 U A
AZ BXEES AHY BEKR WA BEKRE AFTHLEN 9= oo REE
A3 YUt

EA, M HBHEKR - BRS A3 matBifres 983 A &2 dd. BXEY
gt g L oxqbel tist GFe] oS AA, BXe REH EAE BXe BdHI:= NI
FU g FA o},

AR, £EE R REA R RS KEHERT 3EHA &2 A9, 53 AdE¢§F S
HAoR oFARAE BXE &7 QAN A Hart 53] Asd. #u3(1973)= &
dol &4 AFsE AIAEE UAE/ITES AN BFHol Fdn A

23 Stanton(1984)° €3t¥ 7igelda AvAE&THRF, a1 g FIE&S RS
2 HeT 5 A itEERN - vrol Al " (Sociatal Marketing Concept) .22 A go] 2F
2=
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M. X violbAR - B

71 o] vietAR EHS ARG of WA ojm FEA(Style)?] vlolAE L & A~
stojof 3t=dl, o] 7 vlol AR KM E P.Kotler(1980)2 A Al 7tX2 EHF3l1 3l

(1) KE - vFe} A & (mass marketing)

(2) BifZEFt - vlo}l A B (product differentiated marketing)

(3) =@y - vlol A (target marketing)

HRY XS 98 —HARe] F7tses "mi& - FojgF(social tourism : FUH

B, 224 EFo] FAEE FdlFo stz gt

o2l g Aol A, BXL ¥ E/t(industrialization)?] EREE HAERoy, stue #k
#, BXB IS ZE BXE - BEEAANA FRdte KE - vlotA" Y F#580d HExn AR
o =3, diEe BXEAR JA SA) fifle il uat HYHoz o]Foxm ¢l
E AAUY. KB - vtolAYE FoAAE ZE BXH - BXAXSo N2 AF Bee
A o] e EFEcHol HANA ReA . o] AHIA Ao HBFHELELE H
&}
1

R

o

A8 £ dE 7Y% FS 8525t (product-differentiation)o] t}. &, £ &9 X

-BXH IS AFE, BER 2 AMo¥AE Az APHoE EHLToEZN BRPEWENM
(competitive advantages)E& #&x3lel ). ol& AFAAEE - vlolA R o} ol

aziy #FzE KRl Aol F3) dFsin, AGH oz FAH 3, Fojadod &
7= Avitk g, §iEY vlopARrZIYe2E AdE 289 &5& UHFAES U 1
st M 2889 B - 5SS vy MEY KKE Ad B A £HoZ Yr
o, A9 ERLE 7174 FEld Mo (Segments)ol ZTEY vlolAY FES #4384 8
t}. ols}ge] B2 HiiFH(market segments)d A FAT F Y MHoHEE BEdd £
AIHEY FXRE & Ae ®&HE L vrolAd" - 92E /MEdes AL £ - vtolAR
(Target Marketing)ol&} &t}

= - vlob ARG Fol Mo e vwolAH - EBS EHHHY HEiE(selection of the
target market)?®} oJo} FHEKRE F U= violAH - 29 F#(development of marketing
mix)o] F4-& olF |, o] F JIR #Fo| vlolANEEY FHE o] &l

1. mimMofLet |\emey - REBK

BXEL I gkRel o I3 £t o] vlelAY el 19 FBEAESE, dius
o BEE = £ Jddan 93, EWAiH(mass market) S Y2 FRIOE, 2 %
#el 8 (majority fallacy)e] WAz T Hojth 9ukdtd ulolA Y B Ar) diode H®
%ol skstn Uokm ALdE EELE gk 44L& EAFNR @] dEo|d.

watA], o] ulolAY #EzE AA BXAHAN BIND BEE FE F Ue T
4 (market segment) € g 2159 ALY E FFE Aol

Kotler(1980)91 X ATLEXEAEY vlotA G e At 75 BXH%H S &3 22 ®a/
535 A A (product/market grid)ol ol&] A& & A [291]

vtol ARG B AE FEEOl BXadA 373l Ei#(benefits)ol #isBel ke T A
F& Alg3td 9709 BXTH S L2E F Atk oA o] wAREAHAE o' F M
fHHQ o AL AA, 2o HAF viAY - Y2 Ao} Hed olE ENHGE
% (market targeting)ol 2-&t},
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ARES)
3 z 3
F7HA
Ag T3
@A) T3
A2¥Z
d =

[(Z€91] #FAF/ANZFA

vtopA R B A E fi%e oA AP EWHHRES A H7HA BEgh o= 3
UE gstA € FHojd.

(1) Je£ 54t - vlobA ® (Undifferentiated Marketing) : BIEBtH, BB 2o 2H
Re REEAS BeR FRE BARNELS, 259 BXHK Ao)dE wigsix ¥1 o
T ERY TEHY S|k KR BRegold

(2) £3l4t - vlol A B (Differentiated Marketing) : the ERHBEE I3 44 278
F e & ®Ed 22 UL BEsie Begolt

(3) (L - vlo}A ¥ (Concentrated Marketing) : 9= ¥ #4855 (Segment)ol] B 3Fk 3=
Bpoz A JMEsHe ARKEY ALRPHEC 1 dolt)

olAl %ol dz EFotsh, ATXHMAES violAlE B HHREHX 28 BREGEH
£ nedtd, RAEES A AW REBXHE FHatdr2 RES 5 Aok

2. vlol AR - o 2B

B9 (Neil. H. Borden, 1978)°] &3] A€ vlolAR - J2/d S A Fe] AFTE HipiR
el FHo=H AYdc. 29d o] AFATEL utE gollA REF ENHEY &
RE UFAAFE Rolojof gtttk o7 onrlelA Kotler(1984)2 wiolAH - W] RE
g & + Ak ,

W7 (E.J McCarthyE 815 (Product), E#&(Price), Hifi(Place), {®iff(Promotion)] #t#!
W §E3H(Controllable) vlo} A B#MME A A3} 5L, #HHIA7HE T (Uncontrollable) RIFEBEA
P - BB - AN - UER - TEH - ¥ FEFEY BE, BEM RE 5 FHe=
Hgste 28 YA Aol uloAg - H2Bugelg} 3
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EFAFFTERER

M TRER /;)\

BE

[(292] otol AR - B & RE

(1) & (Product) : BIX%E S F8£T & J& BXMEABAMRYEEH, Kk - Aolul29] B
¥ - g, AN TERIAN AR AEe] o277 A, BXEME A k(conception)dtE ¥
Ag =g

(2) E#(price) : ¥F - ANAEKY FE FHADGE AT ENEE - BRS Bst
= Yol

(3) HiiE(place or distribution) : BX MMl VBLKRE BE - ft#e T, 2 KKE AW
e RHolth

(4) {Eit(promotion) : BXFAA L&l W HRE RS REMNIIe 4L EXR=
g s Ay, &3 & E¢3d

olg # wWagir A% daHol ol & EFRAY prEe] vt EH UAdMY K
FETEY F¥L FA HE2 Mz AP 2AFAE FASA @t

vlol A - YA FA Y, F(1983)00A ulE o] Yol B WA EAH At
A A AL &EY AYA%E(optimum synergistic results)& 714 & H2§ AAdE
Roltt.

V. BX - vlol AR - 212 EHH

ool AY - JAFELS JHE JAZR L vlolARERKe R, T REEY MWHHE BEoA
BEmoz thFo] fvh. ol g Fhttel ¢ H2MeES Lule BEEWC glAM9
REERIBE vigog & AZojoja, anxe] BEARBRES d& ¥ & A

#9, 5o o] v HERERES SHE Totdd, 24 DA Wezny EKE
g 715 A BT vlotAR® - HadFd de By ¥4E AT

2 BXel Aol D2 ELe obd gdstt oiuh, #F - vtol AW - HaEege A
Bol EAIA S & 2o



126 ol ¥ 7 d@utopAY el dig o8 M

L BXwEme] et

BgHo) HHMOEMN BESIE K®KIT - WAL @&’ XK@ - BiE, B (Sightseeing), &
K% R Mojul 2o &0 oz, &£ BEESC HAFRSIE BHA 2ol

AAglold “BHEES Sl 2HE TAHE 43AdE oY AMAAHA(orderly) AF
(arrangement) 24, o]2] KEM £ o] Mol ol o2 EEEool Alad
AAE FAXNAFE HERKSE BREAAM LddE Hdd A

olgA B u, BXARS & BEER 5, B, WA HHR, Ve &8l BHeE HE
fEAslE BYXAl2"doln], I FXH(core product) &% - Al2do] M (output) s & 88
B BEfTHER ol T}

BXeme £FEITEE 4Bz Ead 9 Zirte]l A28 1A

a-Zal4}
el of
AHEA Y
(E LD ” A
°_,k (%‘ﬁ'oﬂt
11‘:.
uf
] =] Aol
ALEA &
C A
2.0l e
2R (Al
- AHEUE] | Tour
% 2 4 [~ Desk 4
of 7 2 % g
I I
» : ;4)
o of & :
Gt ) [N I
:\zb{.ug /}'
2 2 A AR cIf

(93] #3LEY AT H
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PEA=ET 25 FREXY A 4EEE hEAEYS BERANS S BEUnQ &
T EE FHY F ¥3TH, 39, d2EH, V8 BXARME dIFustd, e B
me F - HETT. ol¥A NeE A4EE BZM(Brochure) & %3 WRHL, HEK
BE B BFYA Aedth

oy, ol fREE RE I ZUADEl R, H(REXS)L A4 drd £ gle Ao
o, BtaReY S BYEEHE EEY B R Moulxe BXE AT 4
FrEfol gl grEHA He Rolg. A RMEEY 4£EFEHS BBl HEY
EAldl AlZE e Rojt

HFAFY AL RAoIA - @R, F, shve] BXITES S8 A8, & BEER
€ 24z7 230 Yrte #AFE AXA Erh. 8 RPN E o] BAFE HINA
(Packaging)ole} #2131 Ao AAZ BXERS FBS @5 BEE#E ZEH¥loutput)
E9] #4&(amalgam)S 2 o] F o] .

pa|

2. Bt WBRAE

e B dF B (Channel of Distribution)® Bfho] AEEZNEH ERHEE
oA BEE o B FEMol FARste 4 £ BKRE T

BXmme A2 WEAE W ¥y FHrwd S A BXERY wiE
gge AAZ &3 2L EAREY U

(D) RMATEA - BEES EHERE

BXERC EAxos ¥gsy] ojde d¥E BAAFITIHRE, #3A Ao Ba @
Al - AojulAE A3 FRiste B ol

(2) RHATAA - PERITESE - BEES #5394

PR RITEEL 288t EHATYAZRE 4F EME BASHY sty fRoz
&8 - RESHA s dA ot

(3) EMATAR - RITHEEE - (PERITER) - BXE] #5394

Bt #% %ol S7hst RE4E - ABERERHIZ Jds3, famseed RS M H
o o7t AT

Z, AT BEXxHE 7D RITHEREEIT 288 ERME KEEAS A 149 oo
T Bk FE¥ F A BX#He #, %Y A FFAANA dRFAY FL2
REZAA T30

¥4, Qv =(Inbound)®] Z¢E, B 2 HEM REE I3 BAY JY=ddle
Biol IRREFBA R X5E HAGAY, B JPdAe REE(agent) RIS Miksst
Aidhe MEA7I A

4) SHAYHLERESE - Rt BH(ELS REH)

- BABXEAUHZE REFH

o] AME T UWE RITHBAEE7 £WF BAAESS W4 A REE & Hib

o IREAFBHL BMESS] g Tt %39 FHFAE AXN dviste Yol

BXEAc mEaRRE BLs7] A 353 T BRE d494ez 88 £ o,
() BRI AL BXaRe dAZ BXEY o%d Ji AFAmdn g o
ZA & KMATIARAELS
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@ FEHHA BHWEHHTY A=A

@ HEeZEAN ZHEFEN mY

@ ZHFE(Computer)ell ¢l BiIAI2de HX F& B39 ARAAE 7A3g &
4=

(2) XFH# # 4 (Horizontal Integration)

Ze dFe &dle JHEN(ZY, dYHA, FF) FE e AQA(Chain)dt 8y, REE
84y, A5 ®Y (Franchising) € A Ao, M@l 2 KRB Le] - kFEFAAE DS
F At

(3) EEA # A (Vertical integration)

52184 8F0] o3 A8 dF-APAl, 59, FFA F - o], I FAAIG
ANZEAE 3537 A%l 2159 AYE 53 E 4 o

3. Bl (e

e REBEE EWmE ©% 2 2 vlola" - g2 U3t dEn, 533, 7
AN dAME EHE.

vtAY #IAE ES(advertising), AHIKE (personal selling), WX & {2 (sales promo
-tion), 2 BA(publicity)®] # REFHEES H9H, EFHOR A3 HEME(synergistic
effect) & T3l & AE Y2 &34 €0

BXm&e (i (Promotion)ol 1o} zeisiol & He &y 2o,

(1) Bxe REZNHL BXEMNHE FALE F2 BXWPRol A= ook k. gut
3, @3] FEHALAYL PXu B89 Imagedl A L w1 dow, HE NE
BFAAY FQ =¥ BXHNM Ao 8 AFHE ZA Ry Bl

(2) 2=z, #FFIL B AAAHY ouARRE A o] FojAop k. #F
A9 olu[A = A, fik R Mojuize A BXBHEN A2 YEHUA HEE, o=
Bioiel RE REEEL I189 BHE HEdd, Bl S5T ovAE Y4si=s
o ot

(3) &4, Wwitel AT FIxHE iz I Ao, AW, 8, 4EYY & 283
o EMmE AR F - J2E FHNES Y5 Fod ddr.

(4) olA+& HdEA37] Hstd, BOEEE - BHhe MAEBZAA, S HBP7F, AR /BT
o] 43 AL ddFAE A1, 25 AHUE TFLE AHE e} @

4. Bl EmRE

BotAolul 2, A, £ERER L Ve BEBEES BHRm 2de H&Y + Ao
a3y BXeEme BFAEY o)A FujFrld £78] Bo HEM REEKA 8
FRANDE 23 A7) gl 7HFe A 9FE ¥A B3 BEHES =t BRHEKEY
REERA 3= FFo] At

¥, Bt BEBMEXSE Fuge vAdEdME, BERFNALAN 34F9
ERRES AT Ak ole BRFEF] UFnFo FEFL2 FE BhfK 7Hedt
€ el Rtz Ao

Bt -clARRERE BE - FE - #FE Leisto, 2712 BRE 4948 £ yd.
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(1) BEE - R

ol BXmaiel BRAY MY MEHKE 539 mRYEs A TEdE BRE
B HEEMAolEE Bdited vgS Fd. AARZ (S H%K (prestige pricing)ikE 1o,
AL Jigo) A=Y, BB JAE FA o BEE 719sE A o) 4o

(2) EER BEE

THRES HTHLARE =ol7] A Adses EREMOZ HAMH FTE - stHEA
2AFY. oy o3 ANAZE BXamY ovlA AAE AAddgsE Aol U,
Ido HGMER7 94" dFde BPEBAKESR AN 2AE LE U

(3) ERER Hex
BXmae EHERS ZA BEiEgs s BE&S50 A

V. f& &

BlrsExe sgige¥y 98 # Moz s, ropAY HAL BL FAHES WX
33 ASdE B3I, 2 EAEAST BKe 94, diARrddAe nlAsRz f &
A HEHT Yo

AA, BXe BXEHEAN] BEE uigoz Al BEXHKRES Hoz gEAzoen

E53 BXUEE AIEE & A4

SR, BXEEoy vlolAW - WEgY HEAL ] AKE T9 AAH3 EHA 9, B
X HmERESE <ot & 5 Aok

A, HiEM S {b(market segmentation)7'd & BiE e tddg &7 H&E F U= B
Xwae BhetA Fo2A, Bxd Hi dAE S50

A, B - vlobAg - d2Mde 53t #Fo s FAMH HIo 753, BrE
ALY SqALES A &F) d&H A - AFEY AAE A @t

opzlgto 2 EX - vlolA” did ©@HE U] FLZMN, o] ®mAAY FAFropA R
e A HAE =gslnz o v

“@g - vlopAIR oY BXESY AZRT AMY BXUL AIEE FIld, AMY BX
HRE AN UEAZIHE ZE BXEXIREY] BREG B BiTolz & + Ut

2 £ X K
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