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/% #:(profitless prosperity) "KH\E FIAKS}
A S Aol @

=
oo} zH-2 i) A4 EEEE HGEITE A
2| AgEY Bl A fERSHE IBERERETY B
BEiR-S ZERSHA "o 2 A EAKHEMEE S
249 @ERLERES ERsHA =d" Aol
o] g} ol-g® WS il BEMMoE HEE
3}31 B Y B irarad v e

S 93 29 4 #Hel-g s WHEEEA
9] EREE I (Marketing Management)(2 2 849
Al shgdd Aolvt.

o]} z--o. ArEEmel IT{VAVERRe] KEEE
o3t @isEH 24 FHEPEE ileEmER
RorA FRIEMERE BE KBRS REHERY
WrgEel Al EAMIYEES] PNE ERy B
sHAl == Aol

LUF A e ol 222 ik
E HRow Akr),

(2) BRWER BRENRE

SERTSBEEGERSY AHED 8L Rk
BT Bghihol ot (25) o] 9} 7-& Mol #%

ke EUGEELS RiEER] ARBEEBETEE

FIRE o] & Blsle] AEsHA == AKBRBHIE
EEH Aolrt. a3ze jtg=E B 4
EE 9T BES ZIOT} AEEEES &7}
= e BEgpelw FHEED RRY mWED
EiE Blsldoknl sla ol & s ek
Kol HHTEINES 17HT F 4 dEmel vt A
W A5 EEIE B JActa] geod akdlch. o

A8 REEEE

(23) cf. Alexander, R.S., Surface, F.M. & Alderson,
W., Marketing, 3rd. ed., 1953. p. 429.

(24) Sales management 9+ Marketing management o] &
o] [fl—ES A 78-S o % Sales management
& {AMEES): o marketing management 9 HEE X
= Ffle]l 9 7Asre] v (cf. Nolen, H.C.& Maynard,
H.H., Sales Management, 1950, pp. 3-4. cf. Johnson,
L.K., Sales and Marketing Management, 1957, p. 30)
£ Foll 4 & Marketing management o] ©f & #gEz
Jisheins

25) Avuvvyd, k BIEHSEEE 1961. pp. 53-58.
o pp. 99-105. B.
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FIEEeAY REEES FHshe RANRH
B S whgs] TEel kK] ] BEste
Aol ohid e,

o2} -2 37l 4] Howard, J.A. &= HREEH
o AREL ko) BEN Wi HESte Al
Ee s HEste Aos ¥ u R
#FE FIEN BIRERYQ e BoAm BN 3
S B $REIR AT R (uncontrollable features)(2D)
—BF RE Y ER RESE %
fil—oll WRESHs] $1she] MRS A R
(marketing practices) 4 %#{,(product variations)
who B KRB (ERR R AMBGR ANEE BEE
BE THEY ¢ 23 BERERES
Aa eka jheh. o) HE AREES L BER
ol KA IHBEMENC] sy S1std &R
o uiA Y EEFES AN A AYE
HES EBE £ BWAEFRY WEERRS 3
Bl A o] & FETFES] —EREl Sl Ao Bl
e 5 "l e - ) & (marketing mix) & BRE
Aolw 27| §lete] = SEHEFERAPANA S
BEM REGEY Sy mERES I
of gheh. BMERE-L #Ehmk REDFAES
B2 BRITshe FlEBREMAEH ol & AA 3
BHEFHERAA #EEe BEGE B REBNRA
ol Mol of e} whaAl &)t #le] YEREA = Aol

RS WER e WEE B Hid
g Aol by} KRR —EHARG 3lo A1 H4e
33 Aolmm RIEHEFA AT WES 3] ¢
Sted A= KRR THEEY:S SEhkkd] o B
= sk ol gk b ol BAIEEE T
BRAEST Rkt WHEAE KEMeE #
EI el v AR WES koot K
MR EN A RS BRA A3F HRTHIEIE

(26) Howard, J.A., op. cit., p. 4.

27 BEHY Fekd A ol R Ha HHIT
el TR s A2 oy MEWIEE] R =
el mBIREESI] & ¢ U=

(28) f. ibid. p. 7.

(29) ibid. p. 3.

o] ulz H#l(forecasting)ql Aolwt. o]ot Zro]
2obd EHAAEE HEEHEY B4t iR 2B
IbE FESHE jiiRVE ©7 &8 4 fle Aol

aEH RAUAREY BEMMEs BEEt
B0 fEEEEE )Y T B BOREIS WA
718wl Jlerme RAHET TEREERY
Blsze] vpadt MEE ZESA A ol & 48
A g Ery 2HERES) o] Fol A of dhxH
ERIOE-S  i8% K7 (consumer research) &
-2 R T HI(sales forecasting)®] ARERIFRE
Q] ZAo)ch. (30 FijF] sl jEiEE HBEFH
2 R e st #At(merchandising) ¥ EREX
7 (pricing) o] RIS flfpe 2 3t MEMAEY
Aol e EMYT BEEBRNC s SEY ¥
AR b, ke BB AEE (sales pote-
ntials)-& JREEHE Huhol 3= HREFHHIESL
o 1R = AtEe] .

ARG EEYE  $H#(planning)  FH%E (coord-
ination) #i&l(contro)d] EES A BEH=
2 EEEES e MEE HEEE(Mark-
eting plan)®] #srell gleb. BEEHEIS BEER
ol WA BRS maabitElel dstd RiE
sl REERK) s thell REBRMES HE
3ta o] & gEshs] Y8 EEES T 2
L EREEEY —ERosA EETES X
B weh =2 v AE2 8oz HBEA &
#7185 Aol ol& T E{UEEMEIF &
o —HHIQ BHle] oste o] Foixi BE
o]l m2 yIA Al HE FEAMERT BERENRE
fho 2 A 77fEche HISAQ) REERC HHEsH
2 oA ) EE ] ERS) EReHe EBiHe
WS AT e Aa el aHzz
IREETRS] REMARKES A7 Adlde &
BERYEEA el REBEERS] WEe rhle
FEsL HA % F gl Aol

2R ERREEMNS-S EEE & BES Rl
B2 e Aolnz \WEET Bl BEYS

(30) THHWES B REER Mol e Bl &
o CREMEE, TERE pp. 5-10. BR) @HY &
BNBTAA & 4 HEOHEMS 24 MET X
B Aelek Y h.
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2 RE ¥ BEEFEEE MR oq &8
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IRE B o] MEERES M (HRst=
A%ell v BENSRE B —H o]d ¥
75k oFFAE B 4 gtk BEERES
HIE Zol she oL HERsln 24 ¢
AL HEA| &% 4 fE Aeol=."Goela 5
= = Fille vtE drld §le FelrH.

o] 9} o] & = MREI &Y Hbels= WHE
B RE-S vbaE ol HERRES Wik
Zslod ol g}, REBEE S HEEL KK
o] —EHIME el EREEe et B 7
e Azl Bozsd T HEBEEREY B
GUERTEIES] Aolvh. olE 3 WEBEANER
e uts FEBNCIH oid MSRARI H
YoEEEE Higste MERARSY BHES #
BIle WHBERE s e BGD
A o8 BE#HSE & F 3 Aol

Pl Eel A B ukep o] IREEEY RARIR
e a2 AR EEEA olv T BReE
o] #RAY MRS Blg TEEEHe el gt
2 & guh.Ge el REBES B hE
WR.G. & Wingate, J.W., Fundamentals

of Selling, 1942, pp. iii-9.

(32) Robinson, E.M., Business Organization and Practice,
1949, pp. 296-297.

(33) Converse, P.D.& Jones, E.M,, Introduction to Ma-

rketing, 1949, p. 54.
(34) Nystrom, P. H, Ecomomics of Consumptiom,

<35) THEMLE FRE. p. 20. 2.

FEibs T ol " ALY jiRE & 4+ Yk
(3) BREMHIS 1HI&

sl (budgetary control) 3 B HIE S 5}
o fope] REBEES HEMENS s CEEET
Brolw SEIRHIFCEE Y B B 98 &
mEmhRe v, B “BEd o5t BRE BHE
9} —FElEE AEIES(day to day operation)-$-
FE TR sEiEly] fstd BEMNE G BR
3} BB S # (budgetary reports) 5 fEAISEL
o] & Histd “EBEMEE BAT HUstEEH
Fdglol ol & i WA FESI mEY WE
o] o] Fo]x| A Bt Aol Th.”BD o] 8} o] HH
FeElar 2ol el AOmBEA A KRR —
HHARE-oke] iGEe] WE BES RISt ol
SISt mE SRS Ao B
Pl BEs}t 'iEe EEMNE ot [EBTE
o HE(LE BRI E HANSEEHEML 2
olth, 1¥ mz BEMHHE e Wks e BH
L REmEre By jiel Mrsle s
#ie] HagpEpiel . oldl REET A AR
poERe 2A o HIEE HET AR B
foEBio.2 a3l Ao ohz MEEHEMS
Hi#Eo] Slo] o] F Fubo R FEEEEe] k=
o =3 FhEe EEES 2R Avle 7
= BEERLNNE B3 ERFERY BRAYV
0] 9] WEL FI BREEEIY @ KEEH
o HEILE 53 2ol gaone il R R
Hl7} o] 2ol 2l A Tt Bl A BEMKEIE &
j F?E"J’é‘ﬁ@%%ﬂix‘]g s AEske Yle

a9 Bk BB RBREs B
Bo FiutEl wheh ol “—iEHARIE S BB B
HEEo A MY BN 8ES AT
B BoES AR EBRVG80] nz o]
HREEY B mRHENE XKHY §E

B

fr

i
22
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(36) EMWHEIE =& Fme e =he W EEE
A 2 REBEY WEAY Ko FRES B
Aol gEEIRe WA NE FARY BR olFd
A BRI %Y BEsd FEERC fEs v )
e STGE 99 EfNEEERLE 2ob K
Fioll A& stz gt

(37) Welsch, G.A., Budgeting—Profit Planning and
Control, 1957, p. 4.

(38) ibid, p. 3.
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5ol FREVEES (Kl R BE R 8
T on SERIICESEEY Bl o 3l
Hhell Slete BWE 7Rl £ o BAGH D
2 OGIRAvKEEEEY] fiilolzl o & F glE
Aol

Plbel A ke wheh 7ol BAHMIE U
Byel BRI A FHEAGETEIC] ST fRfe e
fHi(over-all management system) 2} %S R
S UTAAL WHEE ) WSS sk
A 9o

@ niAIE o] EEARHIRIER

Fiugt whel ol BEIMEHIE Hiie) 2l E
IR S5 EBIEEY BET R
B 7Hs Aolvt. 2l ol HEAHE
o] Hl= BE-L MR RBHES HHT M
olng vigs] BARIES BEMsH €5, g
obl “Gtglelg AEWoE K —wd BES
A REFEES BTE A B @ REE T
She Aol A uh=x] ekerh. =Febd BHEE] gl
Ao RANMEE —ET BHHel AANE &
o} RIKDIEE BEshe 276N 7igelch. 1
YRR RS ETEEIE LR B
3l &35 derbd BEn AEm KEgn
T UE F e Ael=h. dvkshd Flle il
o FHel m = 2B HHEMEI ClE HTE
B HFHEMHHEZE RAgeshe ma o) R
FIEE RjpEstA =& 7bsre] o).

ol¢p Zho] B w] IEEFBIL KMEE A
el WA obd 4 glon Wl BmEgHe
NifR2A FHEIEEC] JB178kA] okol qbdlel)
BEMBIFE T AL stangsee BEE
e §otel BT 22 BEGRS sl &t
AT AT WS gholok deh. EEtA

(39) Gutenberg, E., Grundlagen der Betriebswirtschafts-
lehre, BD, 11, Absatz, 2 Aufl, 1956, S, 53.
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L fEEEMEle) e RPNl fRaitEo A
vET 2z e fFEBE (over-all budget #51%
B2 £ IRAH4T (department budget HITRE) 4
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o3 BEREREANA £ 4 SREBAERA
HAES o) Hof) Tt s W WHslAe H
WBEAR L By = WSS et 8 sk
1 FEAHS Lo RAZEEY B4 F
AMEAES hbe 2 e wifels o5&

= WS #Ber e Wio R U
o] A e}, (40)

BE HANA BERRE she 25 E o
W MBS el 2 o AR Rk
FITE-S MRSt ol & Al B2 MiE
e HES ek o9 ok MMBHES B
Rl Ao = 3ol b FHMIMAS She
M7 Ridg o,

BT (LB 22 TR E
THst o] EREI obF & ASde EX
BREE ke = sla IREBOEe] old Rimgs)
of shmz MliERL] #Bho] FHE ASUDE gl
I AUNEES A ol —fpve 2 FEAERE
Z<E (available capital) 9] RigE7} g 2 BEM
B e REMEEES R e ATt gen
2 HBERIC] BEERS #&t He Aex
FIR=N Y]

S RS 78 BT (buyers’ market)
o BETFANAE SN HE BANBERER
of £2Y EHE BEEH = = REATREERY
tf_iafiﬁ ;]D}i%i%?%%i—% W A2 95

BEREET =2 sl 9ol v 5 g
Fael o8k WARES W] i HEREZ B

40 Rl Jaw BERERY HEREY AEdE
BERR-S TR FRD BE ERS FasA
oS THEMel 2. ¥ =z HBMERY R
HEEEHE Bt s BRAEY BERRGH = &
TE o ARAAE BEY A HRI 2
. (HFHEHE. BEHKSG. 1957, pp, 90~91. BIR)

(41D LEFRE. BREBEHKH o BH. 1956. X H
ol e ASdl = MEFHH| Whksld ok .

(42) cf. Heckert, J.B. & William, A.D., Business Bud-
geting and Control, 1955, p. 30. =& BEEMNYI &
A4 & o BHANAY HhE: BABHY a5
& MEE A0 o) & flshe BERS %Y R
of W BREMAS ME= 479
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A B Cmarketing plan)$]  EBAT3HHFEBI
FEERE A EEE) B e volume
udget B I SEURERST T
BAIBRICE hrel ek (0 o] shgrd4
AR o] HE WIS vie RS
el EERS-L el T kel g
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Db ol WEEEI 1T O A =
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Ueh EEABEEY BEMoR MASE I
AU AT T ol T, Aol W
HANA BaE R Aol obv el BElAE wHiel
43) HMEEE, RIEE. p. 92

440 #pk &, RE®EL, 1954, pp. 280-28L. Z.
45) R, BAEIEWEE, BX%5, 1950, p. 66.
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Sk b B SEBIRE Sd 8RR =
T ERT F e M#E Ak witshed g
o aBEz REBC R Bk
T AR O RERERES RN
BEVE Se o]l oAl REREEST HEBER
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Al =l Fo| ek 7UD o] 8} o] Hepw (EAEHE
o) B e &3 RenEe BEn R
(&é;l&én&;I,RE, “Forecasting Techniques in the New

Product Department”, American Management Associa-

tion, 1959, [ HE®E, p. 120.
(47) Dean, J., Managerial Economics, 1951, p. 142.
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(48) Willsmore, A.W., Business Budgeis and Budgetary
Control, 19585, p. 19.

(49) Welsch, G.A., op. cit., p. 61.

(50) Simons, H., op. cit., B HHH, p. 6.
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