ojolAY H=dF*

(Marketing-Channel Decisions)

B & A

B =
I. vlojsAl® Aze 2 V. olelAl® Az
0. oleAled Zzof b V. ololAl® Az #3
M. clolale) Z=zeo 44 V. & o

2539 AAAMA A e Gzt 2 HF2e)AE ANE AEFS Bl dS 28 £
k. Aarate} 2 Fonzt Alolells o7 FA} st YEHE I 715E TR
Uek o adol} Lofats AL FAAAE AES FUNE 2RFAE oo} o] & A WulE
ot f8l& o]58 FAMI (merchant middlemen) olgfy H-Ec} E & o] F21i7)
& AZt(broker), MzH Jd4, Hojci)H F= AzGAE WAl A4S P2 FEolul o}
g wAS b zlelsh ok A Fe] 25WE SR deche Add o)ES Fol
{agent middlemen) o]e} Y23 gjch olgtel] 434l YA R34, FRdE) T2
F e o) 94 f-59 4o dsrle st ARAE ASHA o 2oy niviayelyt
Bl g5 AR gech ol FAzH(faciliators) ep et

ARARE A7t p3Yshe vl Ao 2A F3 HFA ov]F YEIHTZ gt
AEe] F5& At MY A2} & ZE vlolAlY AR kg v]x]7] oo}
AEZMAL 719 F27t 23 93 A F4H(dealer) & ol 8-3l=y, F2HFRY BE FAS
o g8t vfel] whet whelzich 7)qde] Hujdbolt Fiel J JAAAE FAo] dvh) B2
3 7158 HAZ sl abe} kg e B ohlg) FEAAL 7i]le] vy
v A A7kl A3 BAE Pevks AE Yuish] ol oS F83c)k AP 2bEE Az
AL Sk AdE selrt Akl Apab Aelg oz A EI e §oljF Yo ohch =

* o] 22 Philip Kotler, Marketing Management-Analysis, Planning, and Control-5th ed., Prentice
-Hall, Chapter 17 Marketing-Channel Decisions, pp.538-563, 19842 4§ wqlalod 1A%
7.

* AFoigtn G 2w
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2 ERRS
R|oks) A7k FFolut epuyste] ANZ }E S Wolsith woulAg LT Y o ob3} opy
o) wbgoll AR 748 710l W} Coreyel @& Waid,

FEAAE - YA Aot FEAAE SPshevie 4 30l A 3y
399 AAE A AASA ek FEAAE 2 T4 Ao A Waides
e 7 AT A4 2AAT, dAYeR), gejddely Al AFe) IS HP X

<ot AL V1e] S HHY @S 52 1Y R AF gl e o))
< WAAAE vebdch =3 7o) ArIF el BHAY BALY S Szl YUY A9
A3 AAE EFsh= Aot

of Al Sl ke e 4 ANE Holch M, slope Aze) 2UL Tololn
25 old 2HE Holx AP B, A2 A, Ba), W7 +HE ¢ W= ojwl Az}
1Y AN Bk Aol 2ol Eoidx, EAGERAY DUl 2 clolAE A=
2AE oA ok

st} 2ol £

HEL A1 WE7] Hal e gAaks FIAE o] 48 sledl o] £7)AtSo]
vl AR(ANRAE, #5A2)E YA doh 4714 vlepAlE A2a} ¥ Buckling
HolE =22 U

FEAER AF 2 2FIS ANAENE LnACAR oJHAFE | # L°X
PF (715 & PR YA Ax2 FAAc

rln

1. Stdele gad

o AR BuldRe) AR FAAA AUshs A o)y gYele P AT
Pl ofw Ao Huok sfe EAlo) A FANE oS HE dejch oFA Mo
o) £9e FAe} ol WlE o2 B FE 9k

22 AA7E 2 AelA A Bk RAE FFsehr] dEe 37
A% Aol 2lv] WgelaT A2 4 Aok TS ol 4Y 0T A & 9 oL chen
2},

S A 2u)AelA A clolAR g Bokwl AYH Hako) T =cke o)tk General
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slepAl HE2AA 3

Motors= 18,0007 ol49) 5 #HF4E 53 2538 22 ok 2 Aol 2 H3hsied
gopd obf-el GMelgtz shAlrt A gt AA4g 4 ok

Aol E sh7] ddiAe Al 22 OE AzgAT QA BskAe) el 98
sledol & 797} qlck @ Azl Wm. Wrigley Jr. 9] ol & 5ozt gdg 7] a4
AFH) oo dntE FEAAY $UFEelE she Zlo] W2 AAHQ AMego] Exid:
AL 47 ¢ 5 ook F A4S 9] AdMs dE d8 7hA Asie i Yolof shed %A
S AT ot sy @i o AE o} b AR TdEA "ok Wrigley24 = 71]le)
2 FE71RE ol &dle] FHAY BoliPE PR o] WR Lolslth: g WA €
Ao},

e FEARE TEE 5 v df7 A VIdelEts 2 B2 FYHF S8 o
W e o &8 71 ok =K 7181 Mg $olEol 20%, Avi gl 10%7) A4k
H AvielE A 993 85 olfvt ¢lA Pk

FHARIE o] 83k AL aFA sk Ao AEL FAHA A HZAF) L (accessible) £0]3}7)
T £ Ux=F(available) skt of AgAolals o) f wEolth AzAs} AH sl A¥che
FAAES A HE, AY HEA 299 AL ol8shs Aol o U HE dA

N

53
£

ZAANA = BHAA ¥ o) Q9 £AZQ e cjopsla ojAAHQ MF-E An A
A7) & AE AW S Fo P48 3o} A F3E o) Qlck Aldersond] @8 A Q18-
Mz}

Aol Al F83 FAL A o)A EPE AR Bl

oleigt TYEL AN2A U2 &7 BEF FAAA BAE 92 Utk FHAY A
o] Zfrdhe AEES =¥ ojAAA AFEE FA=H Ak 2= v PFL G2
Foll FUE Zol7] w el ALY AFolzgtx € 5 Uk M AAFYL Toujyt
oJAAE Avlgle oA eE HAIIE YA HAYA Aot

2% EY vlelllYe AL TIYE £A¥EE 23Tl Ao ax Tt .

(£) 17712 F0408 A2 d2 8% AAAY A3E BdFa Qld. (a)olAe
A bzt Age) 34 YNE AYAAE skn ek o s 93)e) yZe] Wasjo
(b) & AAbatsh &m)z} Alololl 1%9) #%<i=}H(distributor) 7} EAjsh= S0k o] W Y234
633 FolEch FahAclel AUFBZH Holel] AaslE )Pl FoSA Hch
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4 ERRE

C
C D ——» C
C
(a) Number of contacts (b) Number of contacts
MxC=3x3=9 M+C=3+3=6
M = Manufacturer  C = Customer D = Oistrihutor

FIGURE 17-1 How a Distributor Effects an Economy of Effort

2. ojolAIY = IS

ololAled A 2= A ES AARZRE] AuAlelA] o] AT = . & AE9 Yakzte}
Al ateolel] Ezxjgle A ZH(time), #Ax(place), A (possession) 9 & o¢F= Aol

FEAE 7] sk F8 71F S o5 2o

O ZAb7)% (Research) : o2z, 7|8e) g HHpA 715
0 #A7)% (Promotion) : &H]2HE ASske AfdAelde] 7w R FE71%
0 A#%7]%(Contact) : AARZAE Fo} 4AE n¥3h= 7%

0 ZA7]% (Matching) : Fuizle) 87 ZzHA AEFE w3 7%
Az, A, 23, 2R Fol Egsld.
o ir4]7]% (Negotiation) : &=fdE o|HAY 4 AEF 7k4 B 7lekzell sl ol
=g x¥
o EAH$%7]% (Physical distribution) : £4%, AR7%
o F&H7¥ (Financing) : f5HE A3 A% 239 292 ¥ Y75
o $¥Fd7% (Risk taking) : 271554 AP AYrd
HE A 715l AdE AFATIE szt vojA) A& s Adst $EY & UEF
3= 7]%olch

oA714 AL T oleld 7)ol BAWA o457} oja} 4rez 9758
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stobAl® B2AY 5
2 = Tk 2ol # Aol sk Aloloh o)4le) s¥e og A7bx TEHE UL ok
57158 fYsks el MY o) AUk Y, MEHE T4 RS =Y 4 Ak
M AZTAYL 1ol Fhssiche A Solth A2 o] 7l-e Wiy ankg
Mgl F71l Al ErbA ) e tAl Wk RobA) )58 FAAeA AR A Abate) H]-§-
AR stk F209) Fool Foldth ¥ 8BRS U9 Aoy s g
Wk sk guidel B4 Eopde wmsld A 4 gloh
tebAlR 215 At E Fo AN 2 A% SHST Qs AEno of 2 Aok,
BAEA = A Walt dojidctd 2L A2 DAL A2 AEY AL ATse A A
15E A 2elgozs of g AE o3g 5 gt upo] stk NS oujgict

clobil® AR Qb ($8) o ARE olfshriel mely THE £ 9k MEH 1 AfAL
HEHA £ o]Heh: 75 WHShe FUARVEC] R4S TAUC A &H]ALE
WAL AYE dFEnE A2 d¥e ¥ 4 otk 9r)HE $5729 Fojas sges
BEFE £8 AL (2) 17-2& Zolst oh2 B sx) ojolel HEE MeZ:T o)ch

FIGURE 17-2 Exampl of Different-Level Channels

Zero-level
channel Manufacturer » Consumer
(M-C)

One-level
channet Manufacturer ~ Retailer ——,_ Consumer
(M-R-C)

Two-level
channel Manufacturer — Wholesaler - Retailer ——e Consumer
(M-W-RC)

Three-level
channel Manufacturer —— Wholesaler ——s JobbEr ——mim Retailer ——a~ Consumer
{M-W-J-R-C})

@ 3E 7% 2 (zero-level channel : Yol A 2) = Lu)ale} An)2pe AHE Yo 458
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6 EBRARE
AAshe AzgAZ AR NEAQ Yoo Suapedel, $RFEHol, AIWHE
5 4 9lch. Avong Z¥WES S8 sp3EE ¥ U, Franklin Minte $3FEE& ol
£3Eg wujdcl Singer: AYHE AXH A5 woistz ok
121457 2 (one-level channel) & $7Hal 190] sk delolr}h. F7HAIL AulAA ol
He YA 2eigiairl H3 Agd4-EAgelE oA tejielFelt A2l ek
9214274 Z (two-level channel) o= 5 7§2] F7Aalo] Apgsich. Avlzl Aol A hEA L
2 soigizist Aol Sz ARjE-EARAAE WEdAS AFdA) Dot
331427 2 (three-level channel) o= Al 79) F7H4-le] ek & & TS A=
Sofjaba) Zeja} Alololl AEvlAb(jobber) o] I ol UnbHolch AxvigL ZofAtllY
AL AL FE7b AL Ao - oy EoldozRe offd Aulax WA Xshs- o oA
Yopdlct.
o)Ay} o W %9 F7441E AH-(higher-level channel) sh= %= A agA
EaAE gk AaRte] dAelx Ba A24Fo] Foluw FATAZE HAsA ek AT}
Bl kg 439 AER EAIT HE FAZ I AASHAE dech

4. H2EES w¥

ulolAle] A2E FA M= A= (institution) & ZHE2E F3shs 2] yulo 35 8 45dA
). 8% 5802 AEY 5% AU 3F IAEY 35 A 3F BE
580 9jrk. TILTE EJL o2 Fo oY 3FF EAMY Aol (X) 17-3°I¢h

4}E9) 52 (physical flow) o3 E2)A <] AFE A AeielH 2 Fiualel A dAF717HA
¢} 58¢& vehdch Clark Equipment & ¥3XEe EAzqle] 7Zohd A Uz,
BE oAl So] FHUAEZNE $53AF AN Az A T Uik HEHE
At Aol PR FEg tod HFYAA EHT, AFAe EHL AP TANA A
gubs) 2o} thFFTo] AL W Il Fad TAA AN HE, FFH FUIE g 2
de e EY, g 5 ohFsich

A6-99) BE(title flow) o] MEL] Afo] & AT c}E Fo2 AAZ o=
Ae Wit} I TE £ o & Wld, YA FES) £43L FEAAZNE AzGApl
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slelsi®d ARAHY 7

AZ Jortn shdnte] 24 AMZPAZHE AFPRAA, ohA] wl Rl ojdH) HEA
27} detuel g Pohd ARA BFAE DA derth

WA #e] 58 (payment flow)olzt B APohFol LA B ., Jlgt TR
23 2FARNAZ, AFAAAAA ] Azl A (AR A9]) £, AR FE5F
FhlelA HFe NEehs 558 w3 5 5P AT RH(EF A eht gl
e = IS AFeech

Huo| 52 (information flow) & X219 & FEA cfE 202 J3 (4dA, AUH
el %, woldzl, FH)o] BEE e Yok FIYAAH ARGAE ANE ALY olFol
I A Ee) BHEBEL sy Azt FEshed) J8e YL a3 HF LujaE A
2% B2YGEL Paoh AMzgAE #FAeld(trade promotion) #F AuztE AUohE(end-
user promotion) WE¥FL ¥l

Tl oj2igt BEE Fhte] tiolo] aPo R FNUCHA ey FEAEE PsiHEE A
2348 =4 9 Aotk Aoiiolud =ol4 5& deldl wieh FEAGH (18 A2) AL
qY o Fdigd

>~

1. Physical Flow I l
[ ki
Suppliers ——p T:.“ho::::' — Manufaciurer ——e ‘Lwn ers. — Dealers —- Tramiporters —e Customers
2. Titie Flow
Supphers Manufacturer Dealers Ci
3. Payment Fiow
Suppliers Banks Manufacturer Baoks Dealers Banks Customer
4. Intormation f low I ]
L e W H ]

Transporters, T
Suppliers —~e—e-  warehouses, s Manulaciurer s warehouses, -~ Dealers ~ae 17INSPOMECS,

~o—e Customers
banks banks banks

5. P ion Flow

| n —1

Suppliert ———gp u.;":‘v‘"’ ——  Manufacturer — g Ad"‘"i:i"" - Dealers Ci

FIGURE 17-3 Five Different Marketing Flows in the Marketing Channel for Forklift Trucks
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8 EEME
5. MulA £Eo| REz=2

stolAlY B2 ehe Y EHF5lt FUHAE ok HujAu ofolt)o) AAAEE oA
R4 Aol 232 (accessible) AEZ slodZ o]8-¢ 4 oA & A7} (available) 3= F 4o
FH2A g o]PA 4 ZetH Ao] “educational dissemination systems” 2} “health de-
livery systems” o]}, o7)xe Frhao 2 Hakslo] Qs Aw)zE o3 #2444 (locations)
A ¢ el EAE Aol gk

BULE AREe] 33 AEE WE $ s A Yo MYAo} 81 Gp o 30 8-

AR ol Eol Ak= A ook geh AupyE BwA s w ] 2143 deigd 5

= el Aol sty FHAE FAAI FE SR 2A A|zbolt v =& 3uisr

WE el vhRislol Utk @ FY¥L ATFV mELY I Fu 4ARAE

AR et A oje)59) Holel§ U #o} sl Ay oty T Jolu} 7HEA)

YAEE A% Aol Y AP E Mdxsob o)

N1 vlolAR g AHNE FEH 27} o]k 1940 o} ol Ag Fojtjdge] FFL
HE e AR 77 A & £33, Swgal ele2y. e, g3}, &4,
=% Solddch 1970\ thell s el He) Zbg Jy A2E Sasigy A2y 2§ 73y
o AAJEE KA A WA E Al $o 2 ujgo) vl Az} 2 AR -t FuhH,
TEFAU3 F-F Hojojul Fch

TERRE 4 AF Aol5g JlRFIY £ 2§ ool# "x 9o}, Zikmund e} Stanton
o] o]Hd whs) dFstz 9Jch

H3E oAl ol AL AeiEte £8 ZAolck ey Afalgo) J]eRo L 7V}

Higte EES REHEY 94202 §EAUYE A = HEL AT e 5417t

© Aol 28] gojdt U ohirh Al IR YAH Ne)E =T 9lon FHAQ

Hel M= W ofiHo] g} Aulapr} Y4z} HE oy AguAe MM 21 Z}ol] A)

717 Foqse] /45 HHL =5k AMEo] Fejo} o)

olTE FHAR AU ¥ & At FE FU4UE ¥A WYk @rlel (1) manufacturers’

redemption centers, (2) “Clean-up Days” community groups, (3) traditional middlemen
such as soft-drink middlemen, (4) trash-collection specialists, (5) recycling centers,
(6) modernized “rag and junk men”, (7) trash-recycling brokers, (8) central-processing

warehousingo] ¥3% s},
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vlotA® A=Ay 9

L. vlopAl® 7 2e] w34

Fred2e AAslol e o) ojdck Y2 = - AfAEs} FAgo] 2T, AzALH
A= A LR 2e) ofrlE $AH, A, BEAR oloplE Aade) AT Sa
olFel oFA Yzstw, 2Fsv, AFYsh=AE Avec

1. =5 olop3lg AlAage| M

HT AZTZ| wstel Bzl b oujols WU FaHo] HEA cjolHE A 2o &4
HFE A slolA R A)2me) Solch HEHQ vlopil®l HETzE SYY A4, Tohak,
Lejo FHEU o5 2z} Wl T2 A olgg Irysishzu) Ry ™ AlAx
A olgg Fistsherle B T4 ohdstdch. AEH Al o FuE =
"2 s] FAsAG AAHY AP P42 Eslodch McCammonol o) sha HEAH
BEC Y EAE Hole MENIR sl Q49 AR EohAl, Aujapo] Risd EEeS
FEAL P FAST AT T Yoln] 93] g wE Expyo D YR Ay
olglx g}

°lehr HzH o2 £a4 slolAlY A|2™ (VMS) S Wikx, Eojal, Aojato] EUs A&

OlFAL glth AAYE ofx o] 2431 MY B8] Aok Y1 T (franchise), 1F7)
e AT AWE WA AL Y2 PIES ST Yok ALY Auss 2= YAz}
€ TE 93 Zoigol} 2vjate] g £ 9lck. McCammone] Ealg Weln VMS: k!
AR A zhe] SHEE A8 Aol el AFsA AAHT HEHoE Bass v EH
272 gtk VMSE AZFYLEC] 2410 ZAYY S 9 SaH PEL shen)A ob7|sl=
A& AT B5E FAY FHo2 =UHUG. GohE FL, By mAY, Auae Eanl
HE Bl e AAA ARE AL VMSE 253 Aulal Aalel A xuHel TEEY L 249
ANE HH3T ok AP FEEBE 64%7) VMSE olgycin o).
theell VMSS| H7kx) Fayefel] el Lolual (= 17-4 2z)
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10 ERRH

Conventional
marketing
channeis (CMC)

2

Verucal
marketing
systems (VMS)

Corporate VMS
[e.g., Sherwin
Wiltiams)

Contractual VMS

Administrative VMS
fe.g., P & G)

Wholesaler-
soonsared
waoluntary

chaing
{e.q., Indecendent
Grecers' Allignee)

Retailer
cooperatives
le.g., Associated
Grocers')

|

Franchise
organizations

|

Vianufacturer
sponsored
regaier
iranchise
systzm
‘2.3, Ferd)

Manufacturer-
sponsored
wholesate

franchise
system
{e.g., Coca-Cola)

l

Service-firm
soonsored
rattler
franchise
sysiem
{e.a., McDonald’s)

FIGURE 17-4 Conventional and Vertical Marketing Channels

B|AMAIAH (Corporate VMS) : 3] ARAI )2 A 4boll 4] f-Foll o]2& d45AQ) WA E FUT
27 ol AU Hejold AHAE FojHaL

Sherwin-Williarms< ®zj 2, 000o3719] AvjAhg Adsln QX Searse Apalo} 2| Fsh=
Eel AAEAL ZHEE AL AEE 50%u Rz glodx ek Holiday Inns:e 7HE
Az, 7FAAAEE R B9 odrtA] captiveAlES wlFAAH S B2 WY AL
z} HENZEZ WHAA U7t gl a2 oj2igh 22 Ao 2 4% g
Fal Aejch. o]5g “AuiAY, “ARYA, “ZPLGAN 2 Yoy By SAMNHE A}
174 234470 A AANE FAF 2F8 Wihe Aol o)

B

FF

2 =l

i

A A8 (Administered VMS) : #eA2He A/UE $UsA YA o] Fo}

Y& A Aideld f-5ell ol2s U A 2AH ks etk Y $EAMEY
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slebly A2y 11

Azgateh AwRgAz ¥u Y Yzs AYE $& 4 ok WAHSZE General
Electric, Procter & Gamble, Kraftco, Campbell Soup o] A&z, z2ddy F7HYH,
&, MR Foll hild AguligizleAl Axd Y2 F R/ AL # &£ Y-k

HIAA|2H (Contractual VMS) : ZH|ofA| 25 fatol} §5-5E8 delshe S E 7IdEe
A PFFozE HRY 5 v 299 ARl AARAS DA 7] st Aot o3
U "elolnt. 2 F43 guiET e A2 o) AZkA f¥eR vrejalch

@ TofAbEx) XPUE A2E (Wholesaler-sponsored voluntary chains) @ tha) <4y =3
7 gy ZHog mujile] YA 3 Aviare i, dfHoz 223 Yy, ik
7} ZvhAte) mejsds FEHET Fole] AAANG YEY £ Ue Z2aPL s A4F
Z22|3}e] Ao Aoz s Jich

@ 204 A7 AUH HAH (Ratailer cooperatives) : Al Ale] FE el Toll7) % (7}585kd
A7 e7A) & FE A2E 7Ie sk ¥d. A2 249 714 (the co-op) & FiE
A8 FFFIE 7| 8Pch o] fo] ASH BF-T g nlEs A FAAUAA = T
o] elvtet: EES 7Y 5 vt olfuliels szl Rl

@ zZaixpo|= =X (Franchise organizations) : =& ¥z} (franchiser) & )%= HZ 34
Hol AAb- f-82 A9 JdAE Ay ¥yul, E3A F(franchising) &= HT 37 FEER
AastdA FAE B e adlgdolch 71841 ofeldeiE olv) LMol LS| A
Al R 7HA Hele A A2E Aolgn & 4 vk, ZaAlato| 2 Yulol whe} A7t 2 o)

R, 2AFapAedl A B £ glE AzgM FA T4l LA xle)= (manufacturer-sponsored
retailer franchise system). Ford7} oo} Av]2e] T3 A AL WAT o] 2AL
Z2E dAselA A weldE £ Aol 2 &7} ok

4, AFSE AN B $ Qe Al2gA FAEo) 4} T sjo] = (manufacturer-sponsored
wholesaler franchise system). Z7}Ee}7} zpabe] A1 Ui 8 Alc} o] & elslA|7l o} Hioj
Hoha Apamfdbell WAFE bottier (ZufAl) ol Al Fatdvlde £ Aol 2 o7} sch

A, AMuiAzlg] FaAieiA} Za)alo) = (service-firm-sponsored retailer franchise
system). Au]& ${AP7} ApAlo] Al Fshe Auart TA6A AxoE MY 5 UEF B~
2E 223 ¥ 253 Ao (Hertz, Avis), 3|AE E=(McDonald’s, Burger King), 24
(Howard Johnson, Ramada Inn) %4 ¥ 4 glch. ©] z[HIZF Zalxjo}= defs 187 ol 4]
d&€ Heolch
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12 EBRE

VMSell A7hsba] 42 2ol diguioizl SAgg AgEEe Ay Agar dey
(specialty stores) 2.2 Wwsigdc}. Awlg]e) §&o] tF2e) 433 vjole 2 o|aty e
&2 S dEHolehe 29 T3t Wake] Mol Rolch. Aleh7} o) wake 2wk sha)
A 2 2 AL AxdASolck SYY FUAAET Y FHBAE YT Y Az
BAE 42 ol5€ V1Y 47} ok aFA AFTLS UMS Zo2 3 4wl glesy) of
Aol 22hx) 2 24 ol & Aolch VMSE #UY o] HREE AZYME o)A
A YA g TSR ok 2uiedel Qleld Mz e WS odAre S eizte
el ozt T2oystd MEYa ()Y, B, AW a7kl wLe M Enl] B
Teo& 29 vae Aol Iz ot

2. U ojopE Alagel M3

e R QloA = shte) whdo] ook AL s Tasn $ ze o ol <] 714)0)
A58 AFE ks AMolct EAYo.2E Aol 7], A4k ololE 2ked ol #F3a
A= H5o8 Poalrlds WE ¥ak 4971 A7) dBolch = Qe Yabu YN g ins

€ TE U AFE dAHY £E QT GPHY SE 9)on] WL IHAE HYsh) % ghe}
°l213 APl & ~le)A TAlolAIY (symbiotic marketing) oek ghch. o) F 7HA g
SojHa},
| MR #7], EAS WE UUES AMECR AHq Pillsburys AlEH) A T2
HEE 2ol Sl E73L Y2t A EAGL AY SHWIEANG B2z & H2EF
AR 3Uglch 24) Kraft Foods Companys A%< o] A4 e a7 Az & sl
AR F ke AFE T Pillsbury?t MEQ 42 0L 23 Kraft7} zhoj o} w3-&
Cacisvis)

Million Market Newspapers, Inc. & oi4l7) Al&Ab7} 2502 2R3 HolF Apojct
IR AlZAR= St. Louis Post-Dispatch, Washington Star, Boston Globe, Philadelphia
Bulletin, Milwaukee §22 0|52 &z F537 58 E54 o]Sg 8 & Uit

|

3. STZEE ojoHE Aladel Mz

BrARE HYshs 7o) ¥ Qlek olw) AL B % 9l s = g} J.C.
Penny= 2143 g4 kol (The Treasuryabs 28), Heye FAlel 98 gl
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vlopil®) A2Ay 13

ErAE 2oy 238 ojMoie)d) E4hr)q] (merchandising conglomerates) o2}z ==l
Tillman o] 5& “AfU& P4 B4A2 viycield AFo2 UE o] yejo] Lo $)F
A7 o 757153 B e wiFds Fgslol Yk Aolgc)

B V1] A2 & F Al TARE A BEPZE 93T ok 429 oy 4%
(dual distribution) o]g}2 sh= o] o] F@sh= 7|gJe this] 258 Yoz A7 9ok
General ElectricZ W #7143 4-58 A4 (A5, IAMA, 7122 Aoj4A) & S84 Bojsf
< T Y FAAE YHZ A Bol g stAA LefAbs AL BT QU AFAbe] AuFER &
S7 3 AR FY)ale} uf Al wjolsAle] Y Tubyo] Bold Rojh= o] fE 7] YA
S 83 9o}

4. YR HYEIIYe A%

T, $HY, BFAZ mjolAY 2P FEAEY BAYo 2 Fao|n] WAl ol
A 7z " Al AE7QL 71E S5MA e} Bl QA YL TFshojo}
Yo} McCammon2 °)& tiiizix|2 F¥sixn 9ok

O ¥ zH(Insiders) : A FEHRALY TAHULE $5¢ TIY S HU T Jon Ag]
Hellxe] 214 ot A R-5T727) ALH7)E Qi AUl B Agshs FANY
o]t}.

O FT 2 (Strivers) : ¥zt §7] ol ke s 54 TILE U guslx
X FFo] F5¢ o Bl A HA "ok WL 5718 Hgsin glomE Ay
Bhe AP}

O ¥ZzHComplementors) : Z2FA4o] olic}. A A2} $48)x) Raps 7)58 Uods)
I A 2 FEE ANE 2o 45 TIU) W AA sl Y Ha glome
Al B3P E3Yc

O ol (Transients) : F874E Wl 23] A2 FAHYo| H7)& vl gt A)ahe
EHIAEUA V13 E Fo} olFuUch D71 Hutslol] P5si Ay Bafol] A &}s)x)
et

O 9% ¥Ax(Outside innovators) : AwiHl AZel} thgdsks SAHIo)A} oz}, Q2e
Al E g Yoz 7EAHZEF AAA Pk McDonald's, Avon, Holiday Inn=}
22 719 AR e Pol AAlo] T A AW R 7)E A2 Agtsh=r) AT
.
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14 EBRE

7)ol siged 3ht o 8% A¢E Eobd 2L A2 ¥4 (channel captain) &) Hgolr.
REFEE A2E A3 AulEhe o]Fe] ek 9 &5 General Motors= AW 3H4
2 Aeddah A ADE AxY A2FEAQ Aotk F2F5E7k= McDonald's} Searse
HZo] wh=a] AMzgdatd deos ek 5447 g AR A + den o d& Azt
Aalel g4t ek

5. d=o| Hx, BE MY

FEAZY Wi FEAEee AxT oE ¥ ¥2 FE Aol ¢AEA st

FERAEY dzxe FY A2Y A T AlelellA 74 4 Jehdel VMS 27 429
olo] g #3le 7)5-& Helshe A | AFAY Aolr] W Foll Fadsiciy & 5 9ok Alzd
b, xefad, A2 A2 Jed e Hos F= ¢ ATyzE B SAHeE g5
Rt o @2 oleE FEIct AxIzFo 2 FHALE o A sk, of A Mula
5 AT 71 Aol ARAMY PEFEEE xoFA o)

TR FEE FF FY F2UA AP +HA HRFES AR 5 5
de AU FE5E vl A7laed] 2= Ford 2HEab g4 Abelels 333 1A A,
AHE B3 iES sedaic dzel AUl whdshs JAEe] $58 W2 9ok Pizza Innx}
Zhatol=g PRI Qe datE Fol FFo) AEE S|, AMuizrt #H ¢lejA Pizza Inn)
olPiA & AFAIZIT k= Evbe] 2w gck o)d we AE FEAV 2T HArke
g Pt ASF 2XE HYLZH o FTFHY FEL slasleol ol

FAY HEFENY TS e AU ol BA} S5k WA Tt A
FEXc o] dibH) FAdolck. General Motors= R dAell Aul, 7h4, 4H Fol B AN g
AP sh= Ao HFAH £E58 3 ¥o] ). Coca-ColaX. bottlerSo] Dr. Peppera] £
ol & AAsE o AW AEE 22 Aok #AAH A2FEL B Gk A4t
weor] maty a2 fAYx F5& S disked e Aol ohdel B A Fepaly|ed ook
AT y L AR E L2 2RI} AX)sHs 59 EF (superordinate goals) & $@ 3= o)
o T SHelle A2E 5 AEFREES HoET HHo TS YUy, ATl
3 anjabe] 33EE ¥ 7 Ue xusle]l TgScl w3 AU Fo9) A E
25E #HAY + U= B2 w7k F (administrative mechanism) & 7Wgstedof & A
A5 =9 IS wigdAe] dels) A st z2A, FAY dsFS £ 5 ok

BEAAY IR FU TYA S BAT dojubs 71t A2k AAE 7o A

T2

Ict.

[+

-292-



ool ARAA IS5

AR o) AL ¥ FY AZFES AAA lelelx ylojxle Fiolnt. WSy,
A4, PR A JHEE AR $3 AR A Aok Anibe) AeME A
AbEolt ANETHA, AHI29] HEES WY £ olE olAe] vk ABALH AL AtE Ex
32 A4A Aade] AL s Aolch AE] fFAAE HEH vloAYAE, VMSE A A
d, =i ARER) Abdd A, AniAag abiA A4, AF ZWAe|x Fol At Utk
7t AlAEe I TAE fRET 9ot Aage] AM AFAQeA AR T W A s
24 7138 Frt o A FFAA Fuel wEiy deixA "o

M. vlolAls 2o 47

A2 AN PAse Az}t Adshe T &l dolal. F2E dAlstele AxdAte
o oo)AbH]l ARl HAHoE ey AR AldA AFE =7A ok Al 4Ale Aeetd
A AR AAE AL Z o) g Aol FY Wi BFHE AF Aol 2RLo] YA
23lo2 71& FHAE ol8sh=A EEolu AHAI A (local market) o]7] wigoll F7HA1S]
5 A g Aolch welicheld, moi4, 2uial, EE4L BT F oolx Ax 29 FEIHA
7b dckh weks 2Ade] ARE Ak Aol AV okt 2 kAbel AMHME FURIGE
st g APAES HIHEF A5seA S4577 Ik

AR & AFsidetd ok dAIZ A2 AFUES 25 "k oPHdE A 7)E
F7 A ol gsfok 7] wFoll Aol webd w2 e = ek Aol o A
AR AAHelE s, Aol ok wid<dzvt AYY TRl Aok AHpolstd AMANE
$]3 4 (general-goods merchants) 3 AskA 31 A A2 FAH(limited-line
merchants) & AHE 34 Mot Ao ety WwolSPAE F T2 A2 AIFE Gt s

€ A4S B 228 2 o= U F AxdAY fEAES AGHA 20l 71 o}
A= dds b= Aolch
AEZTZE AAS] A A2 FHE AdxA, F8 A2 Al g F7} S-S o
of ¥t

1. d22| SEof MYxIol dY

AHA3] AZAYL ofed THalol olm APl WY AWHE sk HA 2uv @7]4

SR Ao i Muls £E, FHRALY 7% & HiH Iy, AF B4 AR

oAl
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16 ERAE
71948, BAHLAANA wEAE AYGzAL Tesld APzl Ay

2H|xte] £ (Customer characteristics) : AZA AN Av]ale) E46) wa} 24 Fo5ic)
T7HHA, AGHeE de] FEH Yt 1AL ANE ¢ W 2 {ER2I gasj) oz}
7h 2o Y FoORAE ST Aok L FEol B}E FTAE S8 9l 94 7 ASE
AdAg 487} glch

HE2l 54 (Product characteristics) : #35]7] 41& AEL 2] UAS AR AL go
Alzkel A85E HE AL HEA B AEE AAsidol Aok A, HALE T 2y}
2 AFHA 2F Al FFUAE A4 slojo Poh 2B Yashs AAAY Az, YA
5 P 2 AFE 94 25AUG FEDAE A ast sl o} o). FEAAsE A T2
A o2 AT A0 WA A4S 33 glx) Rz pohAY S B WY o) S
der. A, AP Ao she AFS B4 Y VNE s 53wl A} (exclusively
franchised dealers) °] ggch. ©9ie 7H4 o] u)444]E (high unit value products) & ZF 7k}l
& AR 4 Aol H¥or}

F7haele| & (Middlemen characteristics) : 7 Z4A|e)l = 2}17}e) S B0} 25e] W
A BAs ojd A3} Y AT 9lertE Fobsted wid A Aok dhch M2 M 7} woy )
Y& T8k s Bolthe) S o) 4k AL vlmal By 24 195 TAEE gAY Zol
Hovt ko) AFEE FA7F YA ik 0] whe) B2 @y, MR, 42 ulezxa
o] B =A ot

B el By (Competitive characteristics) : A z}7} ojW w25 o] 43l Q) 1}l u}a}
M= ARG debich Yablel) mhebds AYAES JRhE] 2L o] L4 i) Yele
A7 ook HEMEAAES AAAES s ANds ¥718 Foldth Burger Kings
McDonald's 9} o] 244 #4z18t3 gich. wialel] AA=}7} o)l gsh= H2E 7134 Asleiz s
A= Ak videlx] & sE IS she o) Bagsiciy woiy Avond ojalol
2 UwEgelE aqks] Wi

7142l &4 (Company characteristics) : 7199 SAE H2 44 223 482 ) 7|g
8 FEE ARTFEY 2% AFAS BRY A FHE F90 ATEY $HE ow vlolA|

& AA Fela ofd Ag FUAANA HYY AANE AP} B Aol wede A2
ol d¥%e werh TRV ddEeF AHn4E Adg 5 e of AR HFHUYLF
wfeby, dEA & AT Aot AFA dBAol oW REHE 94 falspl o)
71909 mlolAl® HEE A2 A6 J8g oMk AL gy e Wik oo g} F714
el A% g gdishs welAe) £ AFS AISE, 44w Ade] Adsc
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vlelAls HEHyY I7

A2 2210 B (Environmental characteristics) : ZAAM72d 713 A F2E A
dof e}, & ARZA|F BE3T HAAALle) S EREFY Auiag Ao} Ych
HA A AGE AEAAA A e Fob AAE AR wiAFHAY SHY 42 AAlS
T FFAEC el o FA = 9ot

2. F2 Fd=zdite el

H oy A2 F2 2k g o gt

AEZHMIL o A7HA 8 F FYAY £y, FUAAY £, AERTAHYY A3 2R
T

FZHRlel RY : 719 FEAE T E HRE FUAILE oH f¥0] 7R E Aok

gk AE Solrak

ol A|gaha) MzAA7 7IAE ol A7 T QAN A¥RTE 2 E 2 WY
o e ARAE N #A FEAL o] A7t Al (electric, combustion, steam
 engine) & AHgEAL AR Al F B, ASH, AE, ABERY, WY, HfAeiel
#2798 Ao wmugich el B4l BojAde] ol ofeiigle EFoE s
e 247 ek a3 22 AZoide]l FAAY =AM AA A
saedsl A AR AE Sdishs ek AYEAA A9e g Fa A9
e 2As HEFIEF sy AHE JREdRAE FES U
Azt Bl ASd AEE weidg e 2y Wk
e A9 E=E HPPIML ARPEE EdAE ARk Uk wiEsiAlAE
A, HAE, AT A ANUY, #FA YL HE

d& 3t ol SojrA

a7t Alde ARE o) fel AEAL FMetE A4tslr|2 Ak o At
deg 5 gle wRIE= oen e Ao Utk

| OEM ol : 253} vlo]HE HS, 2AAAES 2palo] BRI =F sk ek 74
F OEM¢°|% original equipment manufacture®] <fz}o|c}.
| AR HFA W AT AFAS AHZ AT s 2AY O AAATL W gain

ZAEHE ek

2H5al HEALS B o0l 2EA REARS Fa Y olA 2ulshs uleh 3E b

o wopaddeld wiFAAE Eel Ayt
| SWRE gl SWUFE RZIE i) AW, Boisks Wkl

| Mo
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18 EEAL

g2 YA FEAZE w4soF ¢ a7} 3ok Conn Organ Companye Fl 4714&
R e=7he wolssl wale At #sAn $AHHE B 2278 B] Ak 7Y
wol & 59 4 Utk Book-of-the-Month-Club2 $-#o2 A Bojshs A3 EH2F
M, Al3-& A5l du} Qb7HA) record-of-the-month clubs, candy-of-the-month clubs
o} e FAIEF A7 AR S AdEA S35l

olgo] 7hEAL} ulgo] @Yol Erte oJfE o U AEE TV §50] HE AEF
Adshs dx ok ol AL olmF «lA4ele] A#E AF7I= ¥t U.S. Time Company=
9 Timexzhs 4718 AAE EAAS Fo goisieiz Aot 22iu o) B4
o) g AMsA Bl B3 wolgaez fRsdedl HFugel F53 s
bl TS AE F Aok

Sale| 1zt HZSFAA AR TR £F AR o} sk P12 A o A7t
2 A AEE AEY F Uk

A& {E(intensive distribution) : I5A {Fold 7ty B2 e 73 838 T=
Roz WelFol} YRMAATL Bol o]k whielth AFH FEHAT AUy AN
A Eo] B4 (place utiluty) & 7 olo} ghch. Fuizt F2 |2 W7t de MM
el g @) dFoll Fud FHb ghelelEE U S = A 7Y £ e Aol

BiES FE(Exclusive distribution) : oj® RBilzks 7419 £5 AFs Agsrlx
shedl o] SdAql el wield fFolaln ok |74 A=y F®E IS FAHA
FAE 2A ook wied £52 33 wlebde AHE3 S (exclusive dealing) 3 ¥
Az 7 AYAEL AFsAT A& 2787 ook el {540l o= HE FhEE
o AYAEa, F8 AAE, d495F Aol Azt X SHNEAE F=
thal ol go] A ths @ AAE 2T HFHoZ Hulo] JHE AL ZINY 5 U FA
ARG, B2, ASgol, Muls Feld o wBe FAAE #AY £= ok SHH /52
AE ojmlz At A £ oleg 7HsIA HFE Aol AUt

MEdx| SE(Selective distribution) : IEA 45 ey {52 Y2 A9y f-544
o) qlch. AEAFE Wk ZE FARIE o4k whalst aguhe Adishs WA S E
st 712GAE ol 43Xt A7 WIAAE By EHeoz ddy {5 dSshe
o] glch 71g&ellA Bi @ HEE AYNE kS T4 ot dlolA 2, AdYe
F7H441 53 FL BAE FAYLEHA o)Fe] ool o B2 xHE J1E & AL VWY
45 ot =3 A4S HYY FRE Y AL AFH F5) v ML wgeE o
% A7 7bssicks el ek
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ololAly ARAAY 19

Z2TMYe X¢ M AAxks AzAdxte 24 MY Y sjeiol Aok 49 A
A )~ (trade-relations mix) 22 sH= AL 8 FALAZE ZMAYA, W2, AR
A, SAHY Aus Feol Aot

7}Ax A (Price policy) ol3h A4baizh A E9) 7127140 €088 Aske deldh. WIS
FAR1S0l BHEE = FFcn 2 & UEF s o] 718

) 274 (Conditions of sale) & 2 &2, BF 5§ ovldich thAle S wigg =t
27)e] TENTE AFY A YAS AHFT AT s AhA sl h e FAA MAE
AT olch B3] AAAsRYE S AYPozA MIFAAR 4T vhEER AFL I 7
UEF HEct

vl-Ze] ko] 2] & (Distributors’ territorial rights) HA| AHWA =j29] & 847} ek
W3 atebd o2 i Aiele] BEFES Bs] # F R LTshs W FETAWIA 2
8= ol o] sjohAHehel Al E 2HAIS) kATl FAIGle] A} AH ez AN F71E viet
A xlch

A E7ke] xu) A9t M) (Mutual services and responsibilities) & 53] 2uoigiA 8] Foiof

st olel WeAle Talatol=u} wiekd wojuield g o]4-¥ o & AHAch Howard John-

ston Companyt 242 HAEE £43ke el 2E, 2, 715 FA, iy
9 7)&H AYe ATsHs Al Sedzte]l I AT, w2Z2ay Pz, 5 AITIATE
S8k gt

3. F2 A2t "It

F7hx) H2oherg AR hele 714 ITEE 2EAY 5 Ae A4 e Al
goh derzle FlEeze FA4, BAA. $54E & 4 Yok o Re g SH

Memphisell A& 7}¢3 A7} West Coaste] Acfig AHZ 714§ ¥7] A8 o
F diekg ¥3 FEFHT Utk
1. Ak MEZPAAT dgdte] BohAY 1098 HE 243 Aok 52 7IeF
use o3 deF g ot
2. 2ok Avjaly} B Y2 2T Y AZUXLT B o &= Aol
el de 309 BuHYL HHstn glon o5 welegduhg B3I St

A4 71E (Economic criteria) : o1 tjebg Aushrhel meld ol 2} vl gol gatal
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20 EBRE
ch. webd b A Aagel g9 ol AF ol Ho] ol Folt kol g A o}
P} 3R vlobAY Bt A4 AUE o8¢ W oz} of Fojdeia Az Hazue
A7\ Eon2 o] BHE itk A, AFol sl of B A4S 2T Yohe W, A4l
7t S Alel el alehn Azsy) Mol HI4E doke A, DAL wolAs 4y Ashs
A& FoRithe A Sol 1 olg7t ¥ 4 3ok

whedel weirfel el of felsichn 42 $E 9ok 2 ol$= A, delde elgel 300
G fcke A B, ey s Agwel ®2) oA A3HY $ Yok A BAE oe
AE vlasd deht B AvIAE wruel 9o Yok AA, AL o2 HAANES YA
AFshe dadD Adsks e o Fohicke . WA, d2de Be AT YAsT o
71del BRYYL AgYe A2 Aol Yok HE T 4 AU

g RAE 7h7e] wol i) WolI wWsle) e w)SMHE 2AshE Yook (E) 17-58
wa WY g Teeho) Sx THuEe WhNYE Toelod) S ugrc Mo T2
Wl ge YU Avldg o gol gon2 Hojske] ToluwA) v EE of el F7bshi Y

Manuiaciurers’
caies .gency

Selling Costs (doltars)

Level of Sales (dollars)

FIGURE 17-5 Break-Even Cost Chart for the Choice Between a Company Sales Agency

el A wollke] Spd W ofate] w42 FUsA o). vk Wojko] Spol w|PEH fFo|a}
A wojdilde AdEs ST SeE Frlshe Eolatd WA AAE Az 2 Aol
durye 2 feidi2igS F2ot AL 7Ig), FE7) adats g ge] Fol Hejdg 243h)
ol Tofgke] L AL )glell o8 o] gsic)

E7| & (Control criteria) : ZAZulre Hrlsl= = st 7|2 4 Eaolc). Ex: g
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vleprly A2HA 21

e o4 o of FAZE fck dAH L SYE 71delng zp4ale] o)ofg Sistshe wivt WS
ZE3L Ql7t dEelrh ol g2 AME EAA A Fol @ TS Hole ARt o A9
A Feolzte gol Ab7IrE shd o] £F% A Aeloh vt ok dede AEL 71eH
Al F-Abatell a4 A 2& Wi #EI|FE fdelAr] 4ch

88 7|1&E (Adaptive criteria) : ojW ZZo|1 kol b AA =W FE2HS WA s7)7} Lo)3
2 eerh Az wel cjlgs} 59 Alkg RATT shah 2EW o] Z)7b5elle 3wl
2 o ARl pode] SAstRty 718 e AokE #7577t oIglA ok LA;IZkE
ol f-ellof stz FEARATF FAA, BAA FdelA $YAe] t& Fme{Hol g

vlolAle 7 23z

FEARE AYHD W chgeli FARIE AR, $71F Felslu, Wrlehe g
stedof gl

1. dERyae] ME

TERET AXEY AEE A4 AAdE FUHUE fA st shenl $a158L 7)gioict
dolsiet B8 FHUE S sk e oeigs =R e A4ARE o) FordAke H|E
ool = AN 2]t Edsel 2134 %2 1,200% 01} Basisich Aol welis whepd $E2
o} Huld £ENL oMge ) sk wFe) FUUS AUY F Slok

A ARl s F2RE 78 23l ol i 7] ook Polaroids 237t 23
o kil BeRyE ek Xel "™ eiohrl A= o 2AHEwol AHmass-merchandising
outlets) & o] 8¢ A& 23 ek AFE AEAEE £ S "olF AEHL Fih=d HA =
of& i glcl

Aol7hE IHE s VIES 2 ojof ok Uk o 2= Alglel FaARR 717, thE AES
A A4, A Tl Aol olfel #Y 71E, AFFH, FA, AYE Fol JE

. FAbdele] welidiel ol sk AlFe Sy AES 54 duiAYe
2 ol Z1ge] HA, SAEIAE 7ha sy eieid Watd e X, AARAY, 1A {3

Gol 71%el o},
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22 ERAB
2. A2 MF

F04%00) HUSZ Y¥E FUs T A AU oFE ¥R Fr1%eiNY Bas
olth. AZTHRSZ WH717] el AN ZARA o= Y= F71¥ei7h sQAR oA
2 RS, o] el #AYUS AE AdE F 988 HFo} Folok ok Aure
FHARE ARAH 2R IR A FUAAFH FY ol ANE Yrke HE FA s o}
gk,

RETANE TRAA 4AnE 207] AL o5 &7t WSt FolAATE etelo}
ek McVeysl e Weldl Azdas % 37 AR50l A Ee dzd £7) ¢n, Bl
o AFANAE 2 A gom (FAAAAL W2 Z TAo] Tot AZYMEAE FR FAY
FAe) @ 4 9lk), DAL FAE, ANUHE V1%, Bashs ARl 4ES HAA) @
s1ed 71%e Ao 2 vdaekn doh el AZGA JPels BRA SR F2H4)
Yl A He s £30] Fhe YAE AT McVey 741 olslake ol E8o] 5
R I SE A

rlr

5o

rlr

AR AT BE vlobAD Abgeld wes ndREE 57 Al 18
Aol ofle} shikel SYT AR Aolet - olSe BHE YA E AN Sy
AT Ao THYHE AT J15e Sds, sy wAdeld e HY A

to o i

(F7Hele %) A4S AF Foldeyes g53iy SH4AE A% Aoy
AL FAARez o - e o] Yk Aol oW AFolzte ¥ §oF

7N AAle] #HFshs oe] AN Tl Fol TS ZE AHE AN BE
) atglc} (packaged assortment). ©]5¢ oyt 7R o 2= oddE-E(individual
items) & Th= Aeo] o} FAg ZE AE(assortment) & FHe=dl $AARE T ok

543 QAlg|nr} Tz} g 3 FAIL AHREE ol 7)1 B8-S §AY H8AS =7
2 greth o AFMEeIG FHAAA, 2R, BERAIYe o]8-d £ s HEI FHI
v EEstd 71§ dlEe T2 U dE s JrHo R ZFoR|7|E it

Az} g Al FAE P les Haiubdolch ol& AZIXE FolA ERIH Yz
Sakal B34, #% Z2adyeE JE £ rh

chR-Ro) kA= wiFeiAkele] BAE §Z(cooperation) & A& wim o2 MzHyic) ahaji
WAFAE A8 AYH {E E£83= FPAA (carrot-and-stick approach) & AH8-¥ch
HFH IRz s 2 bR, ¥, Zdvld, P14 - AA4 allowances, TofFAl
3 55 AMERch FAAHQ AApgeRE vpEA, widAd, AT 5o 9YE A
oleigh H2updel A HL aAe] gAY &7y BAH, B FHE gosl olF
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vletsAls H2HA 23

Hhed A2t Ao opel= Holoh F, Aol 2T - ukgA] AR3(stimulus-response thinking) ol
I zHgh Arigt 7)o Aol B34k Aojrt. McCammon-g ©|& 71e]A B2 Mzgdate] 2233
ofgh o} "AFslaE FEA) WohyH, AFAE TFAFIA Rk AR, el FESA
o YA So3 A=Y 9lc)" 1 o}

Zo] Aleize 71gdoletm wiFdate A71A ]l Sk (long-term partnership) & ¥AJ stz
ghot okzbe Al S), AMEel SR, AR Ng S)A R (account solicitation), 71E% <)
2 g Muls, ABAE Foll thsiA FRyhs =A%t Azl A7) el s w5l A}
o) Fo& T Folo di7tE BAS Aok oW 73] BAe] Jog Rz 25%9
B AHe)AE AFehe HA ohgH e 270R AvAE AFshe WS Az gt

HYRyn $F0E Bodshs 2H0F 5%
gdgs 95dle 2R 5%
TAYoflA ARl Mu|AE AFsle PR 5%
o] Foipdg A Mushe 2R 5%
gl 3-8 HA3 s F= AR 5%

% ZZ a7 (distribution programming) 2 714 wedsl A {2 Me|r). McCammon &
olell ot frF ZRaHdoldt AYAHeR AAFT HEHoR feEHe FH vl
Alag) g e A2 Azgiztet vigdate] |78 AYAR Aoletx ok Alzd Ak vlo}
AR Aol viFd =l B4 718 (distributor relations planning department) & 41x| &}
gl zke] 875 Al FHAPEFE AYs Fo wjAcield] T2 aydg Augieh = wigg At
% FTEoE sHoeld B4, AxeE FA - AAY vddeld AlY, welFEY, F oY
AL S 71Ygct. FFEEad g (FEA AFEHE A A4) RS s
HARel 4] £ vicks wigsdate] A S A 23S £3H olopAle] Ajade) Y¥EM EHE
= B S HolEdthe AR HIAFIE o et

3. FEdEe "ol

T2l Ak A71H02 Yok dofol Yot WG RE wolgE S AN, HEA
apE, DAA wiesled f8se AL EASAY BAY AREY A, vide] ey
FHZEIOY Y Yz, dg A FE & 5 Uk

FAQAA ggede] Fapd wfrh go] gk o] wWe UA F|zbFel FHAAUHEE ek
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24 EERE

HAEE A3siol 3m), FEe) o) F4kle) Glod 1 WAL VT ® A 4 9
weke] mays|ofof gl

rle

volAle A 2e] 44

BAEE 2 AR o]F AMel F7le AVLE LE zglo] Eube AL oprh AL
Fddol vhRln2 FEAHRE orlel dgsly) A8 Y Moz fas]o)o} gl

HtE EE AzGACE Ak shak AZPAe) YL o) sAlE nprix|e|ct o
3k SsiAlFrdt Bel ke Bo wetd Sk Asta glgded) ARG A "oz
2wt 2Eet REARe ke 22 Pk AR W] gl ol ST 7] wFo)
ct.

O WIMHE FE F2 LT gAY "unF: F7}

o WY §T FL& HHEEY WwuF F7}

o FHAMA} A2 Re ek Folsle NES TR 23
o HE HFAtelt AWzl IS g emMFEo B AZgojUs
O 73 AFAtel 2xAledl flals] oot AWTAL Nr el ¥ZQ pqlat= Aho)

otz 9l

AlER7E olR Aoz s SRS AEZSHE AESA 2T & QAT ok

aevt FEPAoIZT T 1 Sl wel A7k f3o) shgsith. & BRTAUL 27bsb g
A SR e, 54 fE5AEZE FobaAY wiAlshe Wk, MY AZE BEE 2AZIE wWelo)
273 0]t

54 A0S 718G wiAls7) YaAie @41534 (incremental analysis) & & 87}
ot Z2 A 53 F2hgcle] g wWok ¢ o 7)o $ele g W AN AEa)
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FIGURE 17-6 Conceptual Picture of the Profits in a Marketing Channet

(P.A.D) \ (P.A.D), P.A.D).
u. > EON
Producer ——u Wholesaler _____  Retailer ——« Market
Z, Z, Z,

Source : Redrawn, with modifications, from Stanley Stasch, “A Method of
Dynamically Analyzing the Stability of the Economic Structure of Channels
of Distribution”™ (Ph.D. disssertation, School of Business. Northwestem

Universty, 1964, p.53.
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