Aulipgsge] NWER EEfel 33 U1K
- MAHN R FREOES PLOE -

AU - EHRRT

FF &

L BT BV

vl BEEHHOIM ABYE#RS] EEE
Ao 2 ERECRS] Rk

L3RI

<= BARA-

I. # &

1. HRERE X HARBH

A AARes Aqulx el WEel F5EE A Y v1Fe) F% 1990 o]
Fo SolN AATLATE 7% ol ol NH|= H¥ol FAlstm low ko] GNP
o} 70%E A sk Yok fvte] B EF 19335 o] Fo Mu|agoke] EE
o] GNP9 557%Z Astx Y HA 28ATFY oF 50% o]ido] Au|xe FAlstn
AE AgolH, olF #MEEe Yoz AL ol Myolth ol Aulx AddMe
Wy BEdE 92 BES AY3 Jde ARAEES AYstn 2R S s He
o Mulx oA ABERY &M 1 BEEHS 3402 7S AAstnA gk

M2 fEolA RERL BRNSZE E9F & e #Foldn 28 + it &
e olelg MRS 7HA fEgolMe ARSEFRS &ElT o1 EEM-S BSR(boundary-
spanning roles)?] #E4S Al YolEm, 53] BSRY FE FRT #E 2 FHHlvl

* K BARET HER
o BERKB HEE
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L ‘
ABl sAR A Roll olAle KRE ABEaa g a2l ol @ Au|aslge) s}
e ABFERS] FEol Mula WARIHEE WA Fatcd nlxle wEe s az 3
B EF AulA FREoRelel 98 dolrmal dh.

I. Hqul& Al &9 ¥t
1 Mol 55430 KeY Komol me ME

1) Mu| o] —t) FiE
iy deRelv MElx BRe BE7E BF RO oW EF9] FERelY MRS Al
FAL, Mul2e KA BEA}E O JArA] S sl dukdo s mi
It RREME WRiEC] 2217 V7R B4 o2y SHEL RS sud
ol AN £7 4Fe Bfele nei€A] gde FAYEL TAAIA "ok
o] FHEE BAY B F g @R Mo sA 4E RAS BEd nlg
et HolAu Agsl B + glon vd MiEY £5 g 5S40 @itkold &
€ ANE BFolE 1 AAE FR3e Aol ohiet a2 A KeR(benefits) S 722
Poltt. a2]3 A2t AEEH BAC HRASE HES Eoltclaln & £ ok
mebA fel 87bsskA Sn) el Bejabl 2o A2 g3 APA FE
of FefshAl doth Mulag Fste AU dvle] Birg SHEEENY —Ed WA}
A AZAHA KEEE A9 Brbssit. REMold Au)xe An Bgo] g}
o o223, FiAREEelY FIARMEIG QelRle RS Tahoul Ba 4o A9 pe
RELE 5T MHEHEE 1@ Pk 283 Mujas YA4E 24 295E E49
HRIE WE Fost FFE FRHL B2 BEA7)7)7) oS 54 "ok
2) Mul= o] E£F
olEg £4o2 <18 AMu)xo) H(quality) B Kike] B EAE REES) WES I
& 7197499 53] ARl wat 2 Fa40] W AXNA HJ: ol2 A EPo|
7V AEaA gl DA Garving o]2ig Aulx ol Wit B5f HiESD) kB

1) James H. Donnelly, Jr., “Marketing Intermediaries in Channels of Distribution for Services”, Journal

of Marketing, Vol.40 (January 1976), p.55.
2) D. A. Garvin, "What Does Quality Mean?", Sloan Management Review, Vol. 26, No.1(Fall 1984),
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M|~ ASYRFE HEMC] BT B

(transcendent), g (fY(product-based), AL (user-based), BUsEHLLHY (manu-
facturing-based) R .LH(value-based) #fiHESo2 BHetn Utk olF fHAHES
L8y (user-based) #AHES Hold ME(MEAE)Y 4ol o8l FPAde HA sl
Fol @ KiEe #KE FZAAE F e T A 2 Kigo] AFPrhe Aotk =
Hold ALgol e WAKE Talvl, FEolN HRE) RFNHS okt B 22N
Frupo g23lthe Aot ojR& BAF] whel gold #okE Zetin Ashe F#1
ol FEigmEEIelet B Stk ole AMujA9 Ad g nAzAe] #FE) MY
88 Hi REY ZIFe]l € F e R BE BPo A AujAr|gdozE NS
BHAA g de T vIE Zed dusid, Mulxe Be Mo s
BE F Je FUEtE BE AAQ0] Adshe FMau FEE 227 g o)
Je3 & o 2 HANE W8 MEe S7uekd ol J1xed MENSS Aag 7k
2 e vH" ZAEE vietoz & qolx olad fFAEhIN EEHES S &
A3lttn & 5 AP '

old #HolM Ed, Mulx Hol iy FAE9 ol Asrd g 2t} J).
Gronon & S.A. Taylore 2| ZHe Aulx Fol@ 5% AMu|xo)] tigh Eiayeln] 248192
FEES ovlshs MEEEA HALST MESolol dtkn AFsuA Aua 2 (service
quality)o] AWz} @RS FATERECIZIR SATHY o189 F4L 1 oldAA] 7 B
s A= ol $l PZBe] o]gFe TR 2A o7l ki ol =4
o] A& Ytk

A. Parasuraman, V.A. Zeithaml & LL. Berry (°]3} PZB)5& ##&¥ A{u)A Aolg
2u|zte] Rifrsh SRS T—8e Ha BEeEkn stim, Myl g 2u)xte] A
L 3 MElae Aol i wWRE FE S A%E A= Bl 98¢ ndda 23t
o wEks EFel AZske 54 Aulxe] AL FHE B2 An2A BEES Au)Ad)
et ZHde] Z1diE AE)2(expected service)' 9 A|FWE Au] 2o thE ‘xlztE Au]
2(perceived service)' & Hlwdte] o2 o] Ay} vtz ‘mERE Au|A B olgie
Aot}

pp. 25~28.
3) Mg, A2 f2ftEe] Kol Y BES) FEER D AR, BB KERE 199%. 2.

4) J. J. Cronon & S. A. Taylor, "Measuring Service Quality: A Reexamination and Extension”, Journal

of Marketing, 1991. 6, pp. 55~ 68.
5) A. Parasuraman, V.A. Zeithmal & L. L. Berry, "SERVQUAL: A Multi-Item Scale for Measuring

Consumer Perceptions of Service Quality”, Journal of Retailing, Vol. 64, No. 1(Spring 1988), p.
17.
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ol MY Mulxe] A 7IhE AMy|Ag}t Xzt Mujxe] AoloflA =elo] dulelE #
12} 3 2L RW. Olshavsky & J.R. Miller, C. Gronroos 5ol 23] 1 o] H %€ |
Alslo] $klch. RW. Olshavsky & JR. Millere Hojgt EF A Fo oig ANAQ H7}
24 Bxet FAIG Aideln] AFaulol I Hest AF 2HF Bl OE Hig
o g3l Uckz sgche) & o5 ATFUFL Mu|2vt ofe} MFoIAT T2 &
gle 3A Rolux getin 3tk C Gronroost AMulAel Ho| Ki(resource)® &
Bi(activities)?] Frehe AMIE TAF A 12 ZAAE s BEET ARSI
A AsPEA M| 2e] AL #iEE Au|2o 41E Aulzd] o EFHA Aok )

8 VA ZeithamlS S8E Mu]x B /M-S ‘AMulxo 248 $Y43 == 55
Aol dig av|te] FE S F A n8), WA. Sherden Au]2 A& RAES A8|=
AZAL] ARAAZ getaieh. av Auja AL MEAE AFshe AElx AFA
A2 174 TR BRENAN 2 a9 Mulxe] Hol sEctn e ole Al
A7LeE e EEHS 42T Ao MY + s Aot

3) AMulx Ko #R BH*

ol g Mulx K Host tEe] FE BY HET Iy A I hEHA T
AR PZBS-& AMAFEo] AH] 2 il whel MH]2 Kol R HESY dd3 3=
de Aolg EYAHE 7|BAoZ A FEEES 7R 0SS WL, AM¥ls
e BuAoz A8y & Qe ‘AMula Ko HEER¥(determinants) 1071A]' & <&
2-1>3} Zo] A0

6) R. W. Olshavsky & J. R. Miller, "Consumer Expectation, Product Performance and Perceived
Product Quality”, Journal of Marketing Research, Feb. 1972.

7) C. Gronroos, "A Service Quality Model and Its Marketing Implication", Journal of Marketing
Research, February 1972, pp. 36~44.

8) V. A. Zithaml, "Consumer Perceptions of Price, Quality and Value: A Means-End Model and
Synthesis of Evidence", Journal of Marketing, July 1988, pp. 2~22.

9) W. A. Sherden, "Gaining the Service Quality Advantage", The Journal of Busines strategy, 1988. 3
~4, pp. 45~48.

10) A. Zeithaml, A. Parasuraman and L. L. Berry, "Problems and Strategies in Service Marketing’,
Journal of Marketing, Vol. 49(Spring 1985), pp. 33~46.
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Al 2gge] ANER KRl B W3R
(E 2-1) Melx F 232

423 84 W & ‘

AMulx o] —HMED RS TR AAIE HERY of
A2 A (reliabilty) | 33 REEFK oS EMEM, AF3E Mulx A A
< ¥Xeo '

Mul2E AF3te MElx EHAY AT HEEHEES Tich
A& Mujxe] AF, BE 870 g A& mEHE
5 AMulx9] #ERMS EEIG

Au 28 Fysted o mEmd #Hime FAEE @k
EESl(competence) | BAXEMERACIY BEXNBRERAESS MBRF #Hy Mo A
EHEHE X[

Aul 2 gl o BETREMT BEY FHME Td.
57 1% (access) A3l o] &3 HIZ £olA, 7IHARE, FFAIFlY AR 9
Al e

DAFZFg Y HUEelYt FHFH A4S T nAH

R E

(responsiveness)

Rfithcourtesy) | 2 oq59 vRe S8, 240 U BE 5 TEETH
FRHES BEC oldE + e 5= @ HHE AFs
FREA 2, T BEEEC AE 71k §& T3 Aujx ARG
(communication) | A{H]2 H] & W3 9, dnd HREHE KE & LTS
: o
Eﬁﬁﬁ(cre&ibility) Mulxo] BEMD EEME EHES T3 39 iy

5%, BEEASA AM Sol EAEE A=
ooy | 1 SHE BRI BEDe] SloloF $E wRT FAA,
FREGewY) | cam wpus Avs BY wEk 5 52 T390,

RS BEY &35 odstels BhHE 2T RS 1Ay 7
(understnading the | A2 < 87 g g, AAstd BFH (X B ), TS24
customer) ol 52 33t

Wolzel B4 2AE wa0. U4 A4, FAUES BR,
AWtk (tangibility) | A8 24 3ol o §51% AMEE, A SIS 5 Aulze 23
TAE, dlgd MY AE o]&sl: A nAE 58 T3]

Z}g: A. Zeithaml, A. Parasuraman and L. L. Berry, "Problems and Strategies in Service
Marketing", Journal of Marketing, Vol. 49(Spring 1985).

A7) AAE 10712)9) REBEFHREL oA Bl T AT Mu)x Aeo) AR

298¢ Agoz PAFoz ANATGE A 1 i AFEDT SR A%
£ Q7o PZBE AT A%, 4%, 2A¥N 52 088 43A7E Ed 10
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E OK W %
7HA 891 <HE 2-2> 3} L 571 89lo g A3

(#2-2) HLE Mela Fo g3l

2389 W 4
+ % 4 (tangibles) Eel3 A, el ¥ FA9 &R
418} 4 (reliability) G559 MulAE 2 5 U AYA B F e Y
% 94 (responsiveness) | BAES 717°] 3 FA] AH|2E AFsHche =271
&4 A (assurance) AL A3 FET oH R A} L F+= 289 Y
%73 (empathy) 7190 nAA AT S8 AR Fo AF

2}&: C. Gronroos, "A Service Quality Model and Its Marketing Implication”, Journal of
Marketing Research, Feb. 1972.

olel# APEL B, Au 271G NHAMNES Bojd] 2ol 2l Ui &
A-mgo] AF}E Dsiaio} B0, o|2AY EY} HEAS DA B BUHEOI}
B RS Vet o vlza A Hrld W 4 e Rolth ole Mua
o SlolM BMEEE WEo UM e AMEES o] Aoh} FLFIE As B
SESSE

2. MHMA|AH|(servuction system)

Al auA g o] EARRERC|Y o® Mu|AE et aAE nASA AT Al
Z}719] fego] 59€ —BHS =S 2AES I Heske MNEY Eolth oe
A AMulasiAge] NEAZE MujAE Aetn 2R nASA AFee Ld9
Bfge 25 HiE]ojof grh12)

olgigt I & JEAc2 F Yrhl F o] viE BE AMU2AIRYE it Al
dozg BE A, & Alzdozxel Mu|a F¥oleke /G o 24 Langeard, Bateson,
Lovelock 52 AM¥|AE ol&)dle 7|ERd=2 YA A8](servuction system)13)-E A|A]

11) V. A. Zitham], op. cit, M, July 1988, pp. 2~22.

12) 593}, Al gAST A9, G AL 1993.

13) E. Langeard, ]. Bateson, C. Lovelock, and P. Eiglier, Marketing of Services: New Insights from
Consumers and Managers, Report No. 81-104, Cambridge, MA: Marketing Sciences Institute,
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Ml xRl ARRFK EEM B WRE

S Utk AH2719 e Holt EAMYIS MR HERA $)F Bolxl ¥ AR
&H Heg Urn dew Eg¢ Au2UIduleld olad Role ¥ Held @
e M2 4EA8EE Uthied od nAe MHMAZgReN Bole ¥Ew
Aas] #A% AP Y3 Lok

NN 2ol ejnlshe B BEZF shhe RiFol Mul2sld Azsle dvehe
Holo} wap Aulae] KR BrbestAl Sm Mulae B AERIOID] BT Ay
J AAE ZAEE Aulze UurEQ K 3 UehiFe Azsolztn ¥ 5 ot
£ oo,

N A 2RoN BEntel go] Aulzslgiel glolde tAl2 AREe) Alzde o
@ AFoz TEo B & JAATHY

A, NEMLEA 2H0] T RS Aul2me] AARZOA Holx @t ¥R &
she WRzAAAde) tE A DEh ol Mulas|dule) BB BEAK
A ~Re] wfl, Dol BE wolehiolx, ol HA @ WiEzolY ik, A1
AE Fo] ol @ WA Lk

Bl

(28 2-1) _MMAILY

Servuction System

—| BE A
BolA] v «— > M &
HH J
—1— MWXAR

BE B

A+5.9: Langeard, Bateson, Lovelock, and Eiglier, Marketing of Services, 1981.

1981.
14) §93}, AAA, p215.
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A, 70l A3 ddsted BSR &¥E F¥ske 2AET FALA ERFH dY
Aoz olde HENHMEREK WMEHFEE B WE BAAER Rk I 2c
71A - v - Aol ¥4, 83 8§49 EZL Fol oldl 3o

AR, AAHA Myl A FA 2ol HF BEg FoTo2M Au|AE EEHASFAY 7
Ao HH2HFE Y FE UL, MEl2l gl 3 FEES TEAY AIMH| A B3
€ ¥Y ¥ Ak B nA4ZFAN AAokle 73S WEAY 1A AR did
A& dAAEE Fol ojd &t

A=

M. Awl= 55 Gl ARSERe| HEE
LAMESS| @HIBSR), W8 L #h

AN 2Eold Al2Tge] BEAQ 22 EJLL tiRRe sddlq UAz
Aulzo) Hole BEe Fg TAgsolch Aularige] A BN EPALe 4
Zapaste] 9Ho] Hn ol FEFALSIE @ o Au|2Tge] ol BAY 2%
< A7 22 (3] BE, servuctionA] 2], MuE|A9) £F)C g oM B4F 5
et olgA B o MHAAl Ao FJLHEL Boundary- Spanning Role2] 7id
2 U REAT WR Azszte] AAdEe] e F8% SPdoldn B 4
ek,

BSRo|@ 9j%8A¥ 22 g AAAE Ag2A o8P AU ARALH gE
747 4ZAS =7 Hr) $402RE FRE £YIT ol F A JzuAe A
2 YEdd 34T GALES UM A9 AH THUY GEAZM L W}
olgld e MulAr|del e BEA(EEA) Aulash ABH Mu|ad e TR
2 YrolZ £ e Aol 2YUe olgd BSRAY S8l owd 25 7
su) BSRZSe 9L AHuy o8 FAlshs A AW RCL)

O Ag/98 25 - 43Hoz quAE o7y dade nAY YL =5 Ay
2PN AL & FHelof sheu), AL/ AYBEL T2F AGFYol 1 AR AL 2

szl Q43 WA 93 DA ¥ W dehke 250t ZPde Yz

15) John E. G. Bateson, Managing Services Marketing, The Dryden Press, 1992, pp. 265-68.
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A 2ol ABYE¥ HEiEC 8 HR

2e =28 A 8 AT sdedl $9) 2e £39 v Aol Z wAsA o
o olo] Wl AEA AuAAFAY ALE A ojmANelM ol BFE Zst
e o 4¢ Rolth

@ 23/24 25 - 233 149 aFAldd Arle 252N ol e =
Ho] FHL Yoot AUAE 27% o By P FAALLEY By 24
AN7t el 9Un, EANe] 2AY 870 FAY W 2Fo] MYk ZYE
A71(FE)7Y 3A FEH7 % sk ol 25 53] &4 Au|aFddolAe oi ¢
e 2EHAE §28A Aok

® DA 25 - BE 5o 1AL FNSHL Yk A2HelN DA BFo] Yol
& 9 A92A 2Udo] TE AT Aol tg AMulz B4R o] Ay ge
oF 9ttn =72 o °‘°M71|51‘f: 2502, ogi@ 250l LA Yobe A 1
Be 2UolA ZES HANAZ RE a7al A olm okxte] Yol AA=E
&7 AuaZgde] TS| A

oelg ATBSA J1de AT 2AAY FEo) UM FAE ¥ 5 ojok s)
ou r1gde] shAE WA Axge 2] AAH FES gonz ofF oYsE 2
& R8Y FE Yhe RS Lojok Bk

QPSo} AEYAE AEos A BUE - 24 - S =EAD 2 AolA
Sas ey, old@ APBTol Yobl HH o|& +FHoE #gsh HE Ho| ohy
% o8lel 1 ~EHAE fsstdn =¥aA Bok & 25T AP Ted o
24E 274 #3950 UshA Jtd o 57 1AL Q4A BE RN 242
AZ B3 02 BOESF s Aolth YRS S AN A% R el Eol Hol
L R E@SolU nETE ASToEHN ZIde Mulzgel AAE ASAA
F= 292 vYo2d A% 259 BAE 44 ¥ 4E 9 el

2. MB|A 58,0 FE#EA (remixing)
27 4E AulzoAE ALRHIN BEL ofd FelA 2 4 & A% Lol
apol7} gtk & AAEIE g AuloM e AT Aeo] wiA" DA Eelx ook

3ta, 229 N2 o FEA Ao oF e & 5 Uk Avlae] B A
AYL AR IFAAN FHSAIRE Aed FES HIAPE FUD el He=of
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E ¥ W R

<a¥3-1> _AFopE s Au|2elAEle] ¥lw
Tei A e
B x“ %— u}ﬂ]% S H a] éu} ;q] Eél e
PR E R AR R

l |
AR A e v R A
l

AR RS

J
SRS 2wz o)
T i | |
A v
A F AL A H]
e | ]

A} A FHremixing)
i

ks

Iy

o) A J
EREE Hol =4l

l !
A 58 A

olo

_-N

Z}5.4: John E. G. Bateson, Managing Services Marketing, 1992, p. 226 .
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Mul2gRe] ASHERE REE BY HR

s sl ool vz AMu|2dFe] AAGRAM AFHED e RAE 2o
FE RAolth. Au|2yFo] aARFE F/MAFE Aol AR e FFL AR
g sloiAzn, 2 o] ZldiFEel wel AT FAYE] ol P FF AR
ol ojuj& gAEUE & =80 ¥ F Ut

Schneidere= #8392 7192 A3 APl dojd = glen Mu|2AFAY
71gete] olgl@ AES X2 F A9z ATk AHAFE AYA] R AGFNEY
AS =g Aul2zide) 2odst FaA8T FUY0 AT HAFo2H FL A4
< 73 UHE AEAY HHAM IS AT F 5 3len A2 FENEH F
Zoll A 2AY = Y FAE O F ¢ F A& Aotk AFEMNE Feishe FULY
e 2 Z2AHEE YT A B F ¢ A dTrALS & Aol

3. & EHEIE ARIEFES| BRER) REUR

Mu)271909) 4Fo] 2 AAADAIR)olm 28lo] SsiH xaH olejo] 2P
oJAe] sAFelA of@ oju]g AYEst FolRosA sARE ANE T £ Uk A
23 EAY Slold 2% Re Ayole) Fawsh Wohlz}h Au2Ee] 2Eg
~g Z2AE A B S R8T 2999 2B aRLE 2] MM 2L <
Asted 288 JTE vAA B EYLe) BSRo] Au 2R FE gAlE ol
@ 252 HaxRozA AAED

A, /AT 25o] glolH AAHe] BEE 7HE olsrol el DRBAATA ©
$oA R2asE A9t Qo N2 e Ade) A% SR W Aua]
ol s 288 RolAAT FPLo] 12 WY A2& AU oldsim % &
dshs Ao AMERI o8] Auj22e Adsks AHAAEAYC oiNE TS F
83ttt '

SA), sAgAgo s 27/ DABEE e 4T & on olwe 1A 7y
5z} Auaa 2] S2o] YA P Aol & edolth AL 1 Axdlo] £
P& 5 g AL LPHNE dsied AR 2EE Byt 3 AHE FIBAANA
g golo] 3 ok A AAEAYA $4 nAdA LulE M AFF] BF )
2 27 #%1 299 P oo 2P BAAANE /XD ME2skes Ro] o,
ole3t MRo M AU IGINE O B $7 EEHA Au2de 3¢ 5 U0

A HojAA HAY 28 F 31E Aotk

[e]

—
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AR, 2] ZEL ltisFel oA HmA vk fARITS nAe B
25 WY & gled F A0 T Mu2xYE AGstn Mulxd] EFE 7
e ke g WAL Bol HaE F 3l Aot

AU AAE AE F9) shARY AN oA TRE olRolXn FEF Ay
299e 2% ¥@aE T2E /MR Aok ABAGEFAY loiAel g AHLe
uolAg, WEolAY, BAcAg e 434 Age 75T F U

9| Bu}7|E) (External Marketing)ol@ 54 vHlE fAIRH g7lMe F2 4F R
Ayl #ojo] ZEAFC] AFEch WrtAlel oS vhHE M| FAMeE 8L
RE A, 22 R §59 4P 0B Bavt XYY BN LS RET
z9] stz Ae] oA AEE AR o2 BARA] FFelxe] At
o8] QIgtslo} wjRABEEA ZASEE Ado] Zeich of Heje viAF L olP] BI
A4 niElozA oAEe F83 de nAA g YT YA £33 439
Azt £ 2 g e #eld ok

2o} A e (Internal Marketing) & AH]27]ge] AR AFL Wy A7 849 3
Qolals BHE AT Utk nASAA AulaE ATl ol HAM J¥E 18,
A3l 152 st Bt G MuAE AT F AES vAE B dAHS
Z9lolAl mEetT AESHE Ho] ZAolchle) wet WRuARAME sHARRE
P 2dde nHoE AZstn voprt 22 FAE 4A¥H FAl 15 R LA
o] 79 WeE ZEAF)E WRIES AFstnA sk Foth) W e
Ak 2un Aed SN AA7} 7hsd A FWeNE FHLE 29
A ghjje)ale Bedoer WReAS ek Aol Fasle, A& FHANE T
A AR ®E olE} 498 vk nAEAdezM 189 d¥E F8st
QAAA Folof @18 mpxizto 2 WA u}A| B (Relationship Market- ing)E 71ERAE
gxlatn BEy] 9% AozM 1AL 7199 Aoz setstd ndnte] dAE 2
F43tn fAstEE AW MdgEelth BARAREAN AT FIF WARAE
g 3 28 & g Aoz Br uetd BARARLE vl nARS A4
BEslyn Qe AL Ao AMdte Hol T2 8AVF Aok

chu
o
o,
H1
f
=

16) L. L. Berry, "Service Marketing Indifferent’, Business, May-June 1980, p-26.
17) L. L. Berry, "The Employee As Customer," C. H. Lovelock, ed., Services Marketing, Englewood

Cliffs, N.J.: Prentice-Hall, Inc., 1984, p.272.
18) C. Gronroos, "Internal Marketing - An Integral Part of Marketing Theory", Marketing of Services,

]. H. Donnelly, W. R. George, eds., AMA, 1981, pp. 236-238.
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A Aggke] ABEE HXRiE B9 HR

IV. AL BUgBReMS] ARYERR BEM

1. Mu|A REBBERS| 454

Aujzell gloixe] AME|2AFe ggde] Wil w2} sHatelr} EASER o2
949 B4 53 REME RS o8 do=n /14539 B2 EAIE of
AN 4] 58 Mular|de] ol ARt EH o2k ovlE EdsleH o]
B Aulz AREAIZE] 128 71 Ago R A" A2 F e 71¥E
FE3HA =1, ol AReEge =7 ou @ /HHAHY SR G2 FTh MY
&G0 JoM e AR E st o2 vehded JHFZAC oM o A
2 2o AAsks 7HAF} nAo] AZshs 77} o= FEII Aen 7l o
Aujzt whg T a2{Fol Jh o]FA Mulx AR HL MB|ASYY q27HR|
22 pejsteiol shedl o]& v Zol Ui7kAl FddA otz #in.

rg_u{

Y

1) iR M

ARG sl WA Fa8 e 2ol JFA AL AYsT A 2
A4E P sk st A€ Dok Uok FehA AN e 28] T
H¥l27t WEE S Baabenefits)? 18] AT FEise Mkacifice)ste] mBo
vehdt. & AZoh} At Agee Bad dgst B39 f4 Et vigoz
e AZRT. AgHeld Al A gult v gelt LS A%E A% 3
e 330l ARA IHE 7 $28 FANY Relm, B} A
+24 A28 Holzh ade 7o) WYy} Ho) £8.8 F7NAA B Relck

A% AAeldA QAgE dE@BY e A 1AL F o wAY se
o) Al (threshold) 71Tk B84 209 714459 AS AR ABRA 79
AT Sae nedol sed ok F2 484 Zuv ugEue nelsel 27
o) ;7] ABaEE AW B F Y= AHoIN 43A o) BB a2 B
WAE 719E2A & J19e ABE ZES AAE 22 5 nese 433 HE9 4
- Se Aok Bk,

anlz 29e) JlAAge) ASlE DAL AuzATAG 8 ATHE Bad ¥
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S{tthe bundle of benefits)& A &9 &, AL, =8 & RYPTh FAol & w2
B 2R ol BAVIE Q7 A% ARHAE QAT shedl AvltolA 2|
IAE 39140 280 4AY AWNART L e FolEE AUA o) @
U FohE sHAl SR aelRtel B ges trebdek
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20) Joseph P. Guiltinan, "The Price Bundling of Services: A Normative Framework”, Journal of Mar- <

keting, Vol. 51(April 1987).

=265 -



E X B %

7t we ague v 2E JRa dgn A, Sl 2@ AN ANEL Yumoe
T8 2UR FEEHolgtn AAY 4 o JlAYY Ae vEANYE BHY
T A 20 571H deElel Yok fae) S YAPo TN E3AQ o}
AW =77 € + e Holoh

ol 7tAgslel ake Myl A ALFA) 7 ABA A9 (mixed- bundling)2]
A2te] YHE dohllol 1 2AL AP 2N vl 8 & 9ot 7tH 4
o TAAL e 2 ALY Agslol AMsln 2 MEAFos ol deg
H 2Hol g2t AU s, vadlE ¢ FEZA(ESEFE B3, vpunse
M HAstn LulA7t Hul2E A7) BEREG KaE S 25 otopu Foll
il 7HAeEs ¥elg deshe oz gop 2 4 g

V. B o ¥

AHI271]09] vl Sl A Zr1EW 19808 ol SojAwA Ry AMul2otA”le) )
a3 Al B A7t 6S BLAHAL. olyF A7E Mure 43 sl B
o AME|aehA" o] AERAGS Gl £ Brld darx ge Aol el
EUA EEJL Mulag AF) s9lgddolaln B Asleh Ay~ S22 4
°of @2 EARGR st e, 2gln AEY MuA2 SHsio A7 ghe Fe
A7t glout Mulagyog Qlete] Au|agte] ojede] Expaolaln H7lE ofF o
2l deolch

AEHE 08 ez E42 BH BAY il 2 gl By B2 & Ay
27F AR FAlel 2EEE Pakat av)o) vlRe)d, Mujae s 2ol Zzhe] &
A h2q ol o gdle mAoly o]gAlzlel Yalx|m AMu|z=9] ojay, a7
T AdHE A 2Ede] vale MuafEge 49 AwA S T4 548
7R3 Sloh ol2l@ MulxzlEvte) BHER st niHE T A FAGY
7HARRolM EAAETE 02 Aol BEHL xyA =gk

TR e 53] Hujxe] A7 891 FAlog M)A EA Y PR A E AuE
A AFoAE b2 Mul2nige) B3 oy 2me dolrgiet. Au) A7)
X Tl Boundary-Spanning Rolese] 7132 223§ 9) & HololA] =4t Fdd

=266~



MB| gl AR)ER HEE] #8 HRE

o) BSRE LTS YT olgig J¥e] AEHAE AG AMu]2ABAS} Az By
A L FAslokhe olARA GAIE AR EF MUAAE BEEL0IMY
AH giel 84 AW Eich

Mu| 2719 Al2glez spetsjol @k Lovelocko]ut Bateson Foll o AyMA|
289] 71BN EE ol2|g Mulx npAE Al 43k, MHMA LR AdstlN E<
99 BSRAE ¥ Mulx AEAY T N AAE 7HHAEAH S ofe) SHoN Au R,

Mu) 22 Ee] AAFS LS AZAYo] AFHo 43R W ATY T2 YL
3 AZAL F Aok Mplx A1l Yol WAAMG L A7) PR MElAE Fkhol
BT Wd 1 #e] HES Afehe AL nig F ok 43 BAYAY
Behaol Mulag wdel HAANe A¥she otk 1eln Tzawe dA
A Mulzdl 37449 ALH FRE Rejstzg S¥s J18E Pt BES
ojojgict. weby ol AL JEEMl ol nAe PujE AFstn ALHoZ nAHo] &
FAu 2 Mula H7)Ale] BAS =S shed WS £go] €k

B 3E Mulzolde] AEAY 2 AR lME 53 AWEH ULl ol
& v]F2 A Folok vARNAT 43 F Utkn B oo iy 2 Hulx 7)Y
sicte] 7AA A Mg 4 ot AAAA =80 B 5 U Roltk A} B A
ST Aulze] Bl Al2EAQ Weke AR 2 del, dFHD HHAS BF
© 2 uro] AFEkA Wstthe BAIFS AUn Mulagdeic zlo|7 RS Aol ol
© @ ATE AGATldE @A AL Rolu A Muiae 25E AEAY 2 v}
AR e Aol ze Beyo] Fglow w}.

FxEA

Bateson, John E. G., Managing Services Marketing, The Dryden Press, 1992.
Berry, L. L., "Service Marketing Indifferent", Business, May~June 1980.
, "The Employee as Customer", C. H. Lovelock, ed., Services Marketing,
Englewood Cliffs, N. J. : Prentice-Hall, Inc., 1984.
Cronon, J. J. and S. A. Taylor, "Measuring Service Quality: A Reexamination and
Extension", Journal of Marketing, June 1991.

Dearden, John, "Cost Accounting Comes to Service Industries", Harvard Business

- 267 -



E X W R

Review, September ~ October 1978.

Donnelly, James H. Jr, "Marketing Intermediaries in Channels of Distribution for
Services", Journal of Marketing, Vol. 40(January 1976).

Garvin, D. A, "What Does Quality Mean?", Sloan Management Review, Vol. 26, No.
1(Fall 1984).

Gronroos, C,, "A Service Quality Model and Its Marketing Implication", Journal of
Marketing Research, February 1972.

, "Internal Marketing - An Integral Part of Marketing Theory",
Marketing of Services, J. H. Donnelly, W. R. George, eds., AMA, 1981.

Guiltinan, Joseph P., "The Price Bundling of Services : A Normative Framework",
Journal of Marketing, Vol. 51(April 1987).

Langeard, E, J. Bateson, C. Lovelock, and P. Eiglier, Marketing of Services: New
Insights from Consumers and Managers, Report No. 81-104, Cambridge, M.A.:
Marketing Science Institute, 1981.

Olshavsky, R. W. and ]. R. Miller, "Consumer Expectation, Product Performance and
Perceived Product Quality", Journal of Marketing Research, February 1972.
Parasuraman, A., V. A. Zeithmal, and L. L. Berry, "SERVQUAL: A Multi-Item Scale
for Measuring Consumer Perceptions of Service Quality", Journal of Retailing,

Vol. 64, No. 1(Spring 1988).

Sherden, W. A, "Gaining the Service Quality Advantage", The Journal of Busines
Strategy, March~April 1988.

Zeithaml, A., A. Parasuraman, and L. L. Berry, "Problems and Strategies in Service
Marketing", Journal of Marketing, Vol. 49(Spring 1985).

Zithaml, V. A,, "Consumer Perceptions of Price, Quality, and Value: A Means-End

‘ Model and Synthesis of Evidence", Journal of Marketing, July 1988.

- 268 -



