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ANFENEEE A RE MR W] Th
D, MEEIZILEBIIBOTES - —
CAOHHMELE L TORBEAMGME (functional
value) Zeftd 2&ElZ#H-oTw5E, LT,
Z OAfAEFRBE SRR - BRI R SN 5D
E LD EVEFMEIZO LAY, L) Ew
ERB DO EIND LEFEINS (Burns and
Neisner 2006) o

29 L7ZBRIT LCREE, HEE OB
ZAGAE L 0 % 2 T - KB (experiential
vale) PHEH IR TWwAEY, 22 CTlE, BHHO
FRAEAE L~V TOZEFULD NI 2 B &)
IETA T AALDESTT B HHh T, BIHERR
(customer experience) % ¥ " AEgrh3 T &
T, ENRBRMEORM C Z S EAL
H7-H9EFREINDS (Berry, Carbon, and
Heackel 2002; Verhoef et al. 2009) o

COMXOHEMIE, WNEEITBIT HAE S
EERHL, FOAIAV N EHERTLIEIC
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Hbo TT, ~—r 71 v IHRICB BMiHE
DRZED S RBINOH IR ZBBIL, WIZ,
INGEL WD T YT 7 A MBI B BERBROFE
BaEgL, wEIC, HEE LR Z )
BICHAIT 27200 A VAL OB TR
5. ZBUTTIR, BEZRKEEETD
LIHBHICREL, EEHOAEEZEZILRET
5o

O — ffifE/\— AR T 1 7 L2 BRI E

1. ¥=T71>JCs13 [fifE]

R=T T4 VITMRIIBOWlifEIZIEEEE
R ORE SN TE LS, BB EAMIZIE,
[Z ORI OB LER TR & 2O
MLz FTXAT 4 v bOESICETEEHKE
M7 5l & E# S5 (Holbrook 1999), &
DEFICELNE, IA M2 ERIAZXRXLT 4 v b
AREFHITKREVIZE, TR O
BE b, TNWZ, MMOBEGIAMEKL
720, BEICEWRA T 4y RN EE
KXo TIEDEGZIKL, Bz $e i3
LN —=F T4 TOHEER DL,

—7, HEREEIERORRBESE L LT
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AWEE, WH - 2L, MifE2 a5 X
%, by, Fy—Fyv e LTHEDTLN
b0 ¥—7y MEZFICENEZEIEL, 2
Iz eiz~w—r74 v 7ORBETHY, @
KON MG - HFFT 59 2 Tl HE
ZIEHITH S (Doyle 2000; Parasuraman 1997;
Woodruff 1997) .

L) GEmoflifis ¥ —7v FELTO
WEB D 2EFIE, RO=ZRD ST
HTLEWTED, H—IT, HEZELTHEHMIC
PEEEMIE 2555 D3 b o IE B WEHEETH
D, Thwz, BEEFIIEEMMEEEE &R
AbN b HAZ, HBEFRIAEEL W) KT
D FEREAM A IXB 5 3, BEEE A
mLERMEo— N e2iEaTchsr’s £
MERRZ, HEFIEmEHE - EHT52
EAC & o THEREAM A % AE A fE  (value-in-use)
ELTEZT2HMAMEEBETH S, F=
(2, UESER D X 7oRRRRME OBl X B S
3, T ORENIPEREAMIAE % 2R (value-in-
exchange) (2253 L, SR L B H & M
GRBET AL AZBETRHIDITL I LIZH D
(Bagozzi 1975), Wi@¥#H 1L, ToOXHETOt
A % M b3 2 i fe e & L CifnE) ¥
bo LLED X9 RASRM 2 B2 & 2 TIAfifE
Bl S— AT T4 TEMRZEIZL L,

Z OMEAIE S — AR 7 F 4 TR LTl
i, ZNMERIEDOFRPHERICE 5> TD
M DAE 2+ 70 IE B L T\ &) b
W ENTWwA (Parasuraman 1997; Woodruff
1997) COHMOERIZH 5 DI, fifiiE
WP OHBFEIC-HMIRBE SN L DT
%<, RFEEHBEVMEEMZ 8 T K
PG E A B 55 % & v ) i fiEIE A (co-
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creation of value) @ 5% Td % (Grénroos
2008; Prahalad and Ramaswamy 2004a; Vargo
and Lush 2004). Z D5 % fififli A28 — A<
774 T LT,

2. {ffEHBIDEREFE

fifEILA S — 2R T 7 4 T, A% E ©
CHNRTGTA LT T FEDBnDbRAITEIZ
EbOTRKRELEMTHY (Sheth and Uslay
2007), MifERAE S— 2 ~RT F 4 T LIZPER
IR ZHEEZEATVD, —DI, Al
ZILAT 2 D &) filifE LA O FARIZE D
D, d9—2lF 0L RMifEAKEIINS
DHhE ) MMEILBI O R DORETH % .

(1) AfifiE A0 o E R

i L8l % ot s §59—E X - F3
F v F - 8 3Y v 7 (service-dominant logic)
A [HF IO QICEEILAIETH L | LR S
ko, MfEfkEl \—AR7 574 7 TIE,
B AR AT 2 B S AR E LT
B Ol 51 % (Payne, Storbacka, and Frow
2008; Prahalad and Ramaswamy 2004a; Vargo
and Lusch 2004). ¥ %&b 5, fifififl B 3 /< —
AR T4 TUEZBWTHIMED — T %2R E
LLTNY 22—+ F x— (value chain) ®
Kl B TE& BRI, lifElLa 7
Ot ZATRPOLMREEEZE F4hERD
(Pongsakornrungsilp and Schroeder 2011),

HEGMEMEILRlO— T o EhRE LTS3
LR LT, HOO=—X %Iz 720D
2, wo, 2T, L) REMEBATS
MDD L HEMEEARRE, Lo X9 I
i - T 2223 S Eam AR T H
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% (/NI 2006; F 5 1996) o

HER LM Z AT 2 b 9 — o ERE,
BT L NRERETH L, BEERIE,
OB A 7 T) — 1B 2 EAMI AR, BLO
FOENHTT)=PED LS REHFY—VT
HE - SN2 2B E RS Oh
JII 2006; FJ5 1996), = D HIRkICFD W Tl
HANCHEE 327, flifEEE 7ot 212BWT
B ST & SR EL D AR, IHBRE S
lifiz 425 L, BT IRMW 2T - EHS
LB DA Z FE 2T %o

NREHIE, EOXD WM A T T — &M
AEDLELY, FIREEOEMAT IV —NT
EDXI)BMH 7Y FERVRAZ B 0L
W R—=F X v F ATV ARSI T, POS
RFA Y M= FIZEBRERENEHRD S, &
DI HBPBEEIVD, LT, LX) L
A A L7222 2% - IGe ks Fio
(N1 2006; 15 1996) 0 /NIEEFIXT ) L7
kxR, WHE L EBICHET /505
2B TilifiE 2 L8 %,

Db o#eBin o, flifEILgl S — A Xy T 47
T, flifE L8 o EARA B ER &N RE
BIUOWEED=ZHZTH D ENRER SN
WICHRETRE S, Chbolciflsns
filift, 372 bHMELEIONRTH %,

(2) AfifE LAl DxF 5

Vargo and Lusch (2004, 2006) 1%, Aififiias
EETOXAIZBWTE/ (goods) IZHLD A
TN, ZOMEARSEA SR — et
ENbEWwWHIHEFEE 7y X - FIF b1
Vv 7 (goods-dominant logic) & L CHYI 4 %,
Ravald and Gronroos (1996) & F72, D
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PP M S v ) 7 (value carrier) & &%
TRETHDEL, REWITIDIAT N7l
ZHEEIIBET 270200 [#3] L5 &hnE
2TV,

Hidko X512, fMifEAlE S—ARY 547
THIE S N B Ml B BBl fE Td 5 DITxF L,
iR X — A X7 74 TTRAIOR G & 7%
5D, MHAMED 5 v IESCIRAEE (value-in-
context) T&» 5 (Vargo and Lusch 2004), fif
FAlAE &, filifEY 2 HE - T 5 7T a kR
THBLT Al TH Y (Gronroos 2011), UMk
filfifili i C OEME %2 & A<, B - —E
AVHE - HHAIhBIFERFOI YT 7 A M
BLWTHREINGifHE L TR 7-METH
% (Vargo, Maglio, and Akaka 2008)., #1z1%,
T L LW MifEd % 8 U CRIEE T [R% ]
LW EHMifE%E, CDY 3y 7 THGOIX
GEREHETHBERIZIEND [H & WGRD5H
S &) SURAfifE 2 252 LT b,

LA S — 2R 7 5 4 T2 BT 51
i, SOIRAGAICRE L CRE A L, RO°OT
%% (Oh and Teo 2010), #H—IZ, =Y R
OYA, MELANZIERR (synchronic) (24T
bihd, EOCDYay 7o L)1, 78
DT D THEWE] Offiffifeft & I X
5ZOHEBIIFABRBENTH S, ZHIIHFLT
T/ O, TLVEDBID LI, EEERET
PEREAMAE & L CoRMEMARIESND A, £D
PEREMG 2SR MM & L CRBLT 2 DN E S
MBE RHE - HHTEBETHY, Zheth
DEFEIIRFHIIC SR %% o

S, EIA 7 ok 2 AR L EEE O
MEAEH %8 CCH#ITT 5", iz B
ZAHEAER &%, A <o SOIRfffi il o> &1 H 12
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NS BHEDBHAICEES-T 5 2 L &R
T2 BlzIX, HEEMRT T4 v 71BN,
) FRIEFHONB, 4 7V T, oL A
T b, FHAL EICHELLEEREL, —
JiCHED T2, ZOJHEICAS DL LVWIRSL W
255 EILo TRMMifEZTEY F& &b
EET %,

K L iRl & N — A7 7 4 7T
W&, ALY ool A 1A L & B B REAAE O
HDIARIZ K - THEE S, ZOAlifiEid % -
BB TERT LI LRV EREESNS,
ZhwWwz, I IEMMbfEZ O < 2B IX
AL, —F, MiELE S —2A XY 74 7T
1, LA SEENICEMT AL
THHEOHTHEMERPEEN, 2051 D
R, SCIRME B2 3T EE R B,

F—-113, ThEicTodEmzlsz <, AfifE
Al /N — 2R T 4 7 LAHfESLA S — AR
T4 TONLE T LD DOTH S, ifEAE
IN=ARZ T 4 7T, BESEE IR A
WEZE UTERE T O R % U TG s IC B Re
xR, 2T, HEE=— X%z

mx—1
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FTEAIBERE 2 B O RG & WA SRR I AR
TOPDREE 2D, —J7, HEBIREEES
HEE U7 BRREM A 2 — A IS Z AL, Fh%
HE - T 2BICAMEE L TEZT %,
Z LTk R I, il feAEs & LT
Tak A% MWL 5 2 LTRSS LTS
ZAENDUT B

AUt Ul 3L 8l S — A7 7 4 7T,
B A IR BE A it % R SRR - DRI BRI
HOAGERRMERESE Th b L L DIT, HEE
& OMEAE % 8 U AliiE & 25805 % 4k
Thho NEHEHIL, EESNIFERMMmEE L
TORMY %2 2T E IR AR & LTI B H A
UoiF 5L bz, JEHOFR, WEBDHER
Lo MO THEH BT 81
X0 fE AT fE, SOIRAEE 2 JL B9 %, 2 LT
B A 2 S L B ITIAIL, /D
FEREEICBWTHEN - - AZHE - 1T 5
T L Ko THEAMlAE, SOIRMfE % 52557,

3. 1ZEa{l(E
A3 LR & OB OB & a3 A
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* E-74
BEEBMICHNLDN, CORILOTETDH

5 [#REB®] Thb, BEOFEIL, ©FE2OH
BB EN 0TI R L, WEOHM
HAEH O % 5 THBEPIEERE# 2 b o TRER
Tt ACEET A LI T, Zoflifl
AHASND L v HicH S (Cart and Cova
2007; Prahalad and Ramaswamy 2004a, b) o
Mathwick, Malhotra, and Rigdon (2001) (2
g, Bl s E TRGEED 5 »idt—
A BRI B A S AR EFy#ET <
Y, BEOHERCHWNOEL RHED L\ IX
ETHZHBERECOMEMAEAPLAEL S L,
% 22 1Y 72 A il A 8 & T & % Holbrook (1996)
b ERRIC, BEMEORN S [HHEAEHK
ORI EFMN 2 BAFREER | EERLTWD, Z
CTHIN TR L L, B - F—EABTZD
filiflfi % i35 2 L AT E, 2Ol

mx—2

ANCEoTRLEY, 2L TZOMMEANNE -
HASNBRWAEKTET L2 L 2R"T o BIFIERE
i =¥ AR B EHE BT T d 5.

29 L7a#/ORET 201, MlifliidF ke
AR L OMOMENEH ORI TEL, ThdrE
ORI - TR E LTSN, £
L CHlifASREERZ D b DIZPHET 2 2 L TH 57,

REBRICE T 2 H1981%, PeasnyiEE (hedonic
consumption) &7 £ O FEERI M T 122 Y
“C 7z Holbrook and Hirschman (1982) % W%
L3505, HBEHTEHMEOHMAZ B T
R O Chikm K E CHERET 5013, Pine
and Gilmore (1999) 12 & % [RB&RFE | <
Schmitt (1999) @ [#EERAffifE~—r 71 > 7 |
WX B0 LW MERE 2 28 L 5 5,

Pine and Gilmore (1999) &, T3R8, ¥—
Y ARG I  FERRERE & U TR &

{EHERIT i & HAREBRD LB

Fet il o HAZER
HMEER BEMEOEH RSN GEAERE @A
D E/ EHA, FEMEOFH
HEER N a—-Fz—2 DKL ME AT LEETREMN.
Di5 BERd. BATERHT
TELBEE H5|R—2X —EDHEFBRRICESELST
)51 -+t E{EFR 5|
BEEERD | BR-H—ERDNSIT1, BHFyRIL, AT a0 EEl,
825 R CHEE, HEE, BLUIR B LU EERBERICHT=S
£FIE HEERICESGLAZER
TELEE ZEM. BETHE, 161 HEMN. CEFTE-BEETE 1
DHREER xt1dHALNE1 S
MINE—>
mEOER RETOERECEDIREY BEECEOBREEREER
DRE BEOHE

HAT : C. K. Prahalad and Venkat Ramaswamy (2004c), “Co-creating Unique Value with
Customers,” Strategy and Leadership, Vol. 32, No. 3, p.8, Table 1.

@ JAPAN MARKETING JOURNAL 128
R=FF4 27 v—FI Vol.32 No.& (2013)

54

http://www.j-mac.or.jp



dth Japan Marketing Academy

B, BEOEMLOERNBIET 4 T 1,
Wy, Y-V A, ZLTEBR~NEELL, £
M - TREME O BEEEDLE > T b
& FEikT 5, Schmitt (1999) 1%, FHZ 5l

i e LT ARl i (SENSE), 1 # 19
FEBRAN A (FEEL), AURERY - R0 A 5% fif

(THINK), KW - fTBh Y #EERflifE (ACT),
B L OHEREF R SL & OREOT - BRI
i (RELATE) ®O500%H%ZF, #ErflifE
OREBUCEMRE BV —T T4 Y 7 E@WLET
W5,

Prahalad (2004) 1%, f&fM% 3 E 85 -
B — AL 2 il A 5 A S R BT O 7
A8 — 2~ 27 5 17 (experience-centric co-
creation perspective) & BRI T 5 LB DH
% & Fik L, Prahalad and Ramaswamy (2004b)
b FRRIC, FEBREASE L HEE L oM OflifEb]
WA EAEH O TEHINI N D L 912741,
B2 N 5 ERPEE,I SHBERICIB YD
DHBHLEBRNTVE,

Prahalad and Ramaswamy (2004c) %, =
=20 &) I RS E I L 22 ps 5, b
AR OB M AR L TWE, EELBHELD
MWOMEAER O BEEL, (B0 % & H SR il
1[3 (2 ZTw) BEeflifE) o< 2o ixt

, LA TR E M E O & & b1, W&
ﬁﬂﬁﬁﬁﬁﬂf"%ﬁ% C7oAfifidtglch s & Sh
%o MHEAEH DX, BRI % AN 22—

Fr—Y ORI TR THLDIIHL, 3t
BIREBRTId ¥ A 7 A &R TRURMIZ, KR

FiaEfbicd s, 2L TR TIIMEIER
BZEINT, SEFETHLDOIIHL, HAFE
BrCiIRmE o, BHEOWT N D HE
I 5,
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COE) G ARELTWE 0L, AR
BRI 3B\ TR BBAM i DA_F (AR BRA il S 2L C
B, F 7RG DS J5 1A A0 25 B Ze A
HTH 2O L, RRERMfELH AR A
FENZRMETH L L TH b,

4. BEER

2 LR 2 EE» O Z M
A%, HHZEHREER (customer experience) T 5o
Carbon and Haeckel (1994) 2 Xk #LiE, H%
BRI, TR - - 220 THEHL,
IR - - PRIFL, T LTHBEET A
WA S N BRI - BRI SER A Th
%, Gentile, Spiller, and Noci (2007) & % 7z,
BERR T [HE &R, Mk oMo
MEER S A TN D R - 8B 7 825
EEFRLTVD, TNHLOEFRIZABNDS XS
12, EERBITES - - 20Kk
74y b, HBHTCERARESNE YT
A MBI B L OMEIEH 28 U7 E D
FHWGAEEZRLTWb,

COMWMEBERBBED L) BERI OB
ENDDOHIITDWT, flxI1E, Sathish and
Venkatesakumar (2011) (&, W&, w6 #H
RTA AT VA, JEHOFRR, B L OFIEE
DADEZFF, Z0OH) LENTHEFE RO M
i, EMOSFHRE T4 R T LA OEEN
DBEWT & 23R LT 5b, Jain and Bagdare
(2009) (ZHEFHATIC LD, BEEREEAHNE & O
FHR, HEEY—Y R, HENRE, BRK,
Psh, BIXUOHEEO6OOEENSLL I L
ZPLPIZL TS,
) L-EBITRENS L)1, HERRI
-ﬁ—txmm@%@7ka_bHé%

L ONAR

—I;Eﬁl]lil
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Bhrars o7 AM»r64k LS, ZFLTIOaY
77 A NOHRGIHIET 20, MEELIHEL
BHEINRRETH LD, T2 TRIZ, Mk
RICBI BB EZERE LT ZEITL &
Jo

ot

(3] RIEICH T I EEER

N

Caru and Cova (2007) 1, ffifEdtglicsiy
LAELRICOWT [EREEICEAT
Zy b7 A - EFEMERBEL, BEEIThE
JIWTHHEOREZ1E 5] Lk, Vargo and
Lusch (2006) & %7z, MK L O THI
HAERW - M6 % IR 2 ML 572007
7y b7+ — LR S EOEENEE
LTw5b, X512, Spena et al. (2012) &/h
SENEEH 2= B HIRE 2 (point of sale) &3z, [4ix
FELHBEHOB THEER bR, WA B
FREMESE L, WHID58AT S5 RAN - THH1
m7EM ] LEFRL TV D,

SO XD RN S, NFEIEENI A LR
B EAEH % 58 U CREBRAMfE % JL81 5 % 729
DTTy b7+ —LEFHOTONDL, TT Y

k74 =2 & LTORREMOREIX, RO
DIENT LI ENTE D, B2, NENEH

EHZ MmO Cla e, B&EIZE o
TOYayErIrRBogThsrI L,
12, WoEE D FoH R 29— RIRMH TIE R
, HxtyavErrgeial+as—k
DYBHEETHSHZ L TH5 (Pine and Gilmore
1999) .

1. ISEEHICE TR avEL TR
WBEDY a v ¥y 7IClb s EIL,

N
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SeREER (retail experience) %Y a v ¥ v
7 #¢E% (customer shopping experience) & I
i, Kim (2001) 3% 9 L7-#ERr%z B L 72
/NGBS % REBRRL/INESE  (experiential retailing)
E4LIOTFTWA,

RRERAL/NGEENL, RRERIVTEE, SBUNHE,
PSRN, T —~<ARUREE, BLU o
Yav¥rFTEWwWI)SEODEENL L L, R
MO, T AR SRR - R e N A
T4y NERMBETETOR AL ALY, GBI
HE T, a2 2B (208N T2)
2T, EBEs (ZoRBIEDLS
LEWEROD) L LTHRZ S, BEEAVNTE
&, (BRI R/NIE X v 7 AR 2 RS %
CLTHBEES L) RIMWAEL, DL X
M3 28512y, 7—<AUNERTIE, B%E
L WRERZ Bl 5 X 5 LR RS2SR
HEIND, ZLTZUAYa v EV7IZBWT
HEZE, —BOEWY IO /NEE
TIEIE LM E AT %,

Holbrook and Hirschman (1982) & #ij ik
DEHIZ, HEORBN M EZ Y R,
Bickstrom and Johansson (2006) & 2 9 L
= % 55 0 0 1T A R B RSB 2 (experience-
driven consumption) & M-OF, FRERME 2 552
TAHILICEMEBWAHRICEAL T,
Schmitt and Simonson (1998) ¥, ¥ 7
7 v N, TS, SERNEIREZRT T A
7 14 7 R (aesthetics) IZHEM % U4 T, &KE
HRRERICTRRT o~ =7 74 v 7 OEENZ
HLTw5,

2Ly avy By rRBOERIE, w0
HAERBROBER L AR TH L. 28RS, T a v
CU 7RI Es) va vy ¥y ZITBL
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THRBATLIHEERBETH LS TH S, Jones
(1999) % Backstrom and Johansson (2006) %
TAEROBE»S Y a v ¥ kB E BHET
HENZHIEL TWD, NEEFICEDLE
WELT, migiz, ik, +—v X, JEHHERE,
FHAL 2, B, VAT, R, BXO
FWMRBH Y, FoMFERNZ, A
¥y 27, WM, WE, ®alb, BIOTPHER
57% %, Grewal, Levy, and Kumar (2009) |
YavErIrEBAREICLS T P u—
WexroBERICL->THRESNBEL, TV
FE—VERELTTRE=Y 3 v, flils, W
w, ¥ 774 - Fr—r, BLUOVHEZET,
< 7 BRI 4 DR - BUAIZE AR
fEhb,

IESHICH (T B EER{MEIA

Tav ¥ U rRBICBWT, HEFIINEE
BLED L) IR L AT 507259
o 77 v iarKBETYa vy YT e T
LZHBHEERELTA LI WIEHANIHAT
RHLVIRIZOWTHRZINEL, HHHED
Mk ZF->Twde BLRNRHAD T % S
NJEHT, BRI WwBGME HIZL &
MWhH, Ya—I4 Y F—DI3—F4 F— 7
FFmAEbEMOFEDT 7y v a v esE
LoD, SEIELRMMR DL OIFAD
REBL T BEGER LEFZ LT, BHD=—
AR HW, PRELZBGERICER 5, WtHIX
ZOERZHE AT, RIHoTkE <D
PEIDDHES S HRIFFENEZREL, Hiam
L, ZOHEMHEID, €L T—FRITA- MR
#HI. $BH, BRIZZOBRICAN ORICH
ZWAT, RANEHEIIH S,

2. GG
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THLE—EOTOkRIIBWT, Hkid%
DYV ayCrrkBEEHBTnw5, mhiz, L
477, WIS vz DY gy
Yy IRERE N HRIZE R 2 R o 2ol LAl o
FARTIERCOITH L, BEBRMiHEOILE 70 &
ACEELRLEEZH) OREHKGEETH 5,
Thbb, JEHGER LR ORI HY R
BlED AR TH B 2 LAV BT 2 RE5R
Bl DIFHTH %0 ZDITHIEM5E R &
HEOMT, T L THEBCTHEEHWTH Y,

FOEWRTHAINTH D, T/, Yav¥rrs
TR N 2 R & v o T B 22 T e
<, JEfHOFMRA L LETHRHPLBGM 205
DI I, EHICva vy VIR PBZIFTRL,
ZOHH, FHRIIDEI > T2,

ZOBNZALNL LN, Tay ¥y TR
Ea vy U 72 & R - 22 - oo
AT 7 APMTBVWTERENLEDTH
5o

-3VB SIS

@%aw%%%%%@%% VEPARA
BRASR I TRENEE 512 Z DBt il
%b\ﬁ‘bléfiﬁ‘éi)‘ﬁ‘ﬁ?&kééo ZOERIX
BERE~ A Y A~ b (customer experience
management) & X, HER EASEORT
WKL mwilifiz b 7253 &) ZREERRE
AT B /NEERE & BT 5 (Puccinelli et al.
2009; Verhoef et al. 2009), /NEER L, /NFE

JEEIAS . 2R O BNz a vy ¥y T
f‘%ﬁ%i@ﬁ”‘i‘%%’\r‘: EHLOOHLI L ET

B L, BiREEA ML Al ORSE L
“C-TEK 5T L& o T, HE L OMKENE R
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R L LA 5%\ (Jain and Bagdare
2009; Prahalad & Ramaswamy 2004c; Verhoef
et. al 2009) .

AR AT A v MIRD X9 A%+
Do I, RAVAYMHRICHLT, Th
DFEDO—J ) B ER R TId R <, &
OB OMAEANE % # U738l TdH % 5T
Hbo €I CTIEREERME 2 L8135 2 MEAEH 7
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