SAY ARUACNY SRo2H 222 Y B4 2

g &
g %

I, 2xel H7| ¥ #7e| 28X 1. 0B FHRUAOIM SeiozAe)
. AEX DBE| 25t 2HDE ~EMED T8 o

1. AZX 0Bl Y 2. ARX AZMYT HEH FHFUH O

2. AEX DEe] LR el ¥
., oHE HRUAOCIM FUHBM AXX 3 474 OIAHES AHAER ol CHSeet

AEMY U Yot vNEE

I. 2419 A7] 2 dAFe] 23

2549 viAY #73 oA AZYA - F5YA 5 BolAEL Al F2 AEF(Product) &
o5, AFo] AU 71H(Price) & AP, HAF REEE - EF RS (Place) & F3hod
EFQuAgol AEE 44 7o & UARE G @oPE AG F& AVLEE 22
2 A8 AZE B3E 7t ok oA BA, AuAdA AES del ARHEt FRE AF
3= #2185 (Promotion)©] flole HZFAQU @oj7t AU o]FojAA g, wtA HJFHY
ALY EHG g8y o2& HAelth

29 Z942 22 U9 AFE=EEC AN WA gtoh ELAL Fav] AEE A
AAREH 2 A(+)9 4FHAV Az AT ole FAART o B2 FE A g2
=0 B B F ogs RE AR F32 oD 22 03Iy AFETEL FAEEY &I
ABARETS Y JFTAE 2L UASS BYFA YD

o]FX 433 rHABEA 24E e AF3A FAEFY £ & U sz &
EX4 (Sponsorship) & F7HA12 ‘#Fd F2 4 ARUAold 27 Mullinel 93 AAI= U,
‘AFXE o] g3 2A'0) A¥x ulA Y (Sport Marketing) ol@ o] EoE BAHE FI] AP

HRAIS Y 2¥ 2 Gt Ay o|METL ohd FrIFHo|R ALH ArtgFels v2Y

*AFagn 9% g

) 887 (1993), “#1% =34 ZAAH FA dP 433 A" AuARAT, A4E, A2E. pp.
97-112.

2) Sutton, John (1991). Sunk Cost and Market Structure, Cambridge, MA: The MIT Press.

3) Mullin, B. J.. Hardy, S., and Sutton, W. A. (1993), Sport Marketing, Champaign, IL: Human Kinetics

Publisher, Inc., pp. 270-273.
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29 Fgo] H3 ok FWEL A¥XE Falo] AEFA i AFA §Y AL 59 o
¥ NLEHE 2HM JIYES A o)u|A] nPoy AFFUE 9P ZerM sgoT
o] &3l Utk ol st Azt F7t % AR dA P FH Fh, AU 2wAEY Z}
BELFHY W3 Fo B2 Aoz Uy Fof 2¥xo wgs} ZzAgxo B PP A¥x
o ol FUHIL Uk

1986 A& olAIIAYH 19889 M€ 2HHYL 71Feg A¥x w229 A543 23§
NB7HSEE ZEE olF 22X 29 AJSE AL Sty AX2AYE Folr|H A S
Rojut BAHY WY BES ZFo7ta glony) A¥x vAge AR s 2AL 74
St T2FEG A2 Z4F AXX OJHMEE FHeL FAYME M, T2RAML = S 2%
z opAgo] &8 F4F ko] AYH R Yk

FX AU 7IAEY 2X2 wAG diF FHo) REHIE YAT oo Ui A
A FARG AFE Foliy] YE FH) AL FAAHCE B of, A¥x AZN4(Sports
Sponsorship) &} A& FE3 Rele 23 dF9 WEEd U@ el e S8 o] Ho}
A4 BED AFEEL AAZ ANY AT Urpol FAST UREe AFARE vz
HAFHA (710l Agste AAE ATV A2 BAR, AFAA FRAZLE 34 gAG:
7199 £4%8) &EA E2o|Y vgozRY dojy tkd)

olFE A B dAFE U drIdY oAY AFUANE 852 Zosun Axx A
EAAE 7199 viAE ARFYAIRY o2 FRas We 2R F)

lN'

0. 2¥x= viA| gl A3 FAx3
1. 2% 2 vAg 9 Ay

1) 22 A9 39

¥z o}A P (Sport Marketing)ol i@ B oty X" AHE ¥olx YA 4ok Mullin
2¥Z oiAYE ‘n@HP L FHA AFXx AujRe Be9 gFd By 95t A
TS B €502 FHEF T 1HER Q009 [kedal: ‘AF2o] FAY Mu|2 A
€ EHF, 283oT JRE YAR e AIFEANA AT AL 2Hoz = ¥
Aot okl T FHEL 2¥x NP9 £2 FROAH LvnE 2o o277

oo

Moo

4 3 F (19, "SHEFA AP vHAY g AL k3> 23 e B3 AN AIGE 695 p. 25
5) BPA (1997). "2X 24, 2¥=upAd" B2 AW A1953, 6493, p. 4.

6) B=F (1997), "A2E F9Y MYAZN FuA 4 AT g8fok” B2 PR 6935, p. 0.

7) #HAL (19%), "Lt V199 Ax=x3g A% % J4(1),” uAY, 8935, p. 52

8) YEE (19%6), "2XXAENYH 2XxF 09 FFHo] FF F7AT" B3 AF, L5, pp. 227-228.
9) Mullin, B. J., Hardy. S.. and Sutton, W. A. (1993). op. cit., p. 11.

10) Tkeda. M. (1994), “A Study on the Sport Club Members' Preferences: On Consumer Preferences in the
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9 AHE FAR s, 59 ZOH T V1S 48 HHY WPz LuRA FFE]
A% 4d¥9 g5 ol THH o FIsa kb

H, 232 opAg3 A oA L LR 4t AE 52 ANAE A Feo age 7
AE Sdend e g9 Mg Adon & 5 gloy, 23 % P L A¥ 27t 7RA D
Ae AR =949 ZA. 123 AP aREdE HFFH 237 avkes HAA g oHA
g3 ot dd & F A2

oy A¥x viAY L Foo] A¥zniHYH Yoo AFzxupAgoR FRIIE FA W

8 2¥29 oY Z2 22 A i@ olAY(the Marketing of Sports) ¥ 2EXE o
£33 oA"Y (the Marketing through Sports) 8.2 F¥3 1 Qlchld

2) 2% vHARe F&

2Fx AA B DS 2Exe FHHE A HIY 85 AA%E AQW Bl
AFxE o|8W PHAYL 2X2E JYe 1Y BFS A% st VLR AgHE R
L)

(1) 23 =9 viAY
A2¥x9 oAYE A2 Y A¥x FE AF Ao g opABoE e 22 &
&0 olo] EF@rh6)
CBFEE2Y FALExY F2 B g2 B LS R A
c X2 AZRFAM 2¥2EFoY Ad R T3P 5 Byl A% vAY EF
‘4F AX2YPIY Z2A¥ dAjd o JPHE dAE &F
TS 7HE 8485 Qs 229 gL & 719 9% Z2HY gl
g 5 o 2d8d fut 2299 EF2 A ARARY] Boe 2§ &559 dde
el sleg oo @2t vpAY §FS 271U YFoIAM AAMF frie A o] At1D

Choice Decision Making Process of Commercial Sport Clubs.” Journal of Osaka Collese of Physical
Education, Vol. 36, No. 1. p. 66.
11) BYY (1993), “2uAGFTENE 5T 42X x40 rAGAG ¢ A" 2w dEy

HhALSO=8 b, 20.
12) 993, o]gd (1995), "2X¥2 njAY FEAIAHT ZAY Y 98" BA4ds A4 ATFA =F
A, p. 196.

13) 285 (197), "N 4849 A3e 8437 2xzxuy" 232948 oE3, pp. 89

14) B ZF (1997). op. cit. p. 260 B5E(1997), "2FxulA g AE/7} ok ARy ARAHR HF &
A#fol” o]ZxuHAE 8¥ 17¥7}, p. 43: vFE (1996). op. cit.. pp. 52-53: AAZX (1994). "&3F J&
4 7ag Az vAY 718, 32 AR, A159%, 69%. p. 26

5) ¥-3L (1996), op. cit.. pp. 52-53.

16) Ibid., p. 52.

17) @713 (197). "3§ EEETFE U4 23, 233 vAYg vl =9isiok” B2 F¥, A195%, 6¥
3., pp. 36-38.
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(2) 2EXE o83 nAY
AEAE 0)83 TIPS 2X2E 2334002 olgaE AL $Fo2 A FWAYFY
FEAYeR FRYTL

7h AA-AY

O W4 %9 (Broadcasting Sponsorship)

EZAL A2 F7] AA, §3F7), 32 EFHY 27 §F $S$3AY e 3 T2 1
dY FEE 53 A AGYHR ols TS BEARMY Agoz WEAl:s FARES
FAL TR A A B5A "ok

@ ol EFH(Event Sponsorship)

OMERAL 7 FFAY T 2¥xzvpAgos FAAL: YA ¥Ry AR Z2 4
Faste 72 Aol & AMRE, AFAIRE & 9A "ok oERALS ¥ grt2
A FJ= Halo) wig A3HE3F FA(Title Sponsorship), T4 FA(Official Sponsorship), Z4)
# ¥A(Official Supply Sponsorship), 34 &3t FA(Official License Sponsorship) &2 1
o}

@ 23294, € 9 A5 g 24

53 719l AES 4F E70 g&3AY FAYAYE EAlskE drtE 49 viig ¥4
e FHolth

@ vl A ¥ 3 Media Merchandising)

A71F @9 9A, ZE2o], AFojREy AHE(Z2aP, A, F7) 712 F), wigMey

HEFH 5ol SF7IYS BE AAFES sl £9& d= Aot

4r ol n2 e

W HAY

2FXE oj8% WHAIYE AS(Endorsement)©olt el AFL AA AFE AE(Product
Endorsement) %} B3 15 (Advertising Endorsement) 22 FEHT}H19

ol Uxt ZIYel 714 Bet AFE Bofol] AT €, 2F¥X GA 9 232 E9U] 58
oj &3t Aot BE 2¥x YA FHsh= AX B3 AFH AF U39 4 U F ¥
71dol 232 YAt ZA & AFA FFstd o £ Uvke uidA PAF FLL FIY
NE JAFY F Atk 28U P4} FEL P4 AAE 7|F0] I FA/dE FAM 7193 8
AL FHZSY] A ARG Feolx, 33 AFolY AF AES J19F2Y AF Ao &
AT @ B2 232 dAE 0|85t FHLR 2F¥2E 8= YA 71d9 A
At o] XEAIY F QU0

OF: SN E

TV A 3AECY gre FAAES YEn2ay |99 Fugdo] ved sjdg vEds

18) H=34 (1997). op. cit.. pp. 32-33.
19) Ibid. p. 32.
200 3 % 4EFE Y (1997, T2Ez oY ofRA T AW, ME: BB ESAL pp. 1717183,
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A TV, U2 E AvgEe 497 Bl olF BASE & 7HA Wi SAT AFoU At
219 o)§e FAWSHE AUld &AsE £5AF FRste Aotk o2@ FnAR(E A
F5 FUFo2H ThEsiot

A7 7}2) 2¥29 1 ASFEL Zae 5§ oux g &3 Utk BN 5F AFS B2
sed o)HE oMAE o8 Wart e F Utk A2X 7 ANAEY FEF FPe Hx
SAIQ AEo] g V4(Cognition) & F S (Attenion) E T7lol 743 AP A9 Ae Aol
. ol E Bl 71U EFAF, °, 9AE QA AFY Fad :7&*]71 AP anE 48
4 9l o]8 FI QZolet Frh LENF, H, A¥Xx WA B 2¥2 29UE AF Fa
o] &35t Al UF A4 7|8 E AuAAA AFE F UAe A 142“

AFXE 0|8 29 FHL AgHE AFY A AIYE gAEHE Aotk L¥A
£ A7) ouA g A7)t Fotsts EFAF ojuAE FAASE FFol UTD F EZAF
2 olg, FI1E W AvAE Fass AEY oA A9 ojujAE FUAIEE & Aot
g2tA] &}7) olnlA g AFolulx e Ffo] Yoy I AEF] i AHESF Fobd R 9
stk =S ol A EojulA] FuE AF] U 26AEY 3¢F HEE Ao Ty F
Z8H(postpurchase dissonance)?® & HAAY 2L AFEL TAMY Z2 FFF o)X & N
Astad 71E AEE XHEEX]’*’PB‘Q 4 Utk

@ AE AF
AE Q2L £3HF ¥ % AX2 GAS QoINS F¢ AEFRo) o gate g 18
9 og A, 23, A

2 92 58 AF EAsd @ofste Aot EUATE 018¥
de 2 A5 84 43, oA, 27t s &% %-‘1 BEY ATEAH £ Fol ZAHHY
ok @} |F9 AE EW, HU2S FTE AA5S, obTE ¥4 AR TASI3 FTE A
&d7 32 AFE(RF I5H-354), 7 l:%—l}?ﬂ%ﬂr o4 Fo) duse FFol A2

AE A9 FH2 ARANFE AZHAY dEAEE Addie €9 7199 A0l 2+
Frohe Aot
Ag7HA ABE 2¥x oA AEER dehiE BS9 (T¥E-DS 2ok

21) AXZ (1993). 22Xz oAY, 2% A @324k p 216-217.

22) William O. Bearden and Michael J. Etzel (1982). “Reference Group Influence on Product and Brand
Purchase Decisions.” Journal of Consumer Research. Vol. 9. September. pp. 183-194.

23) "Fui ¥ FxFH(postpurchase dissonance)’ o B Ul &L 1Ry, AF3. HIY (199D, TAvAGF,
2w, Mg YEA ppl120-1238 #2E R

24) AAZ (1993). op. cit. p. 217.
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(a8 2-1) AZX 0pFEe HyEE

2Ol | ¢ T X N g

o Al

4o, 2. Iad

2 FRigos 7Y - viAndoe] dg
7] Y 2FxxAY 3§ diArge] - v #4 /4%
of : XY FE2A A¥x YUY

ArY  @eFE (1997), "£Xz20A9 AR floh AHQYA AEUE AT oL oIk 2E
849 1794 p. 43.

ol gol A ZHE utet o] 1YY JFANME 2E29 pAPRGUE AF2E o] &F HAY
g3 oS 4 7ML g & 5 glen, & ATE 2¥xE ol8d oY FHE
27 g,

2. 2% = ulAge] YA

1) 2¥2 8 o] 2% viAY 4 wF

B2 EFSAA AFHAR, SN E M2E £ s (Promotion Tool) &2M £X
=L Eﬂ?& 3‘3'}?4 Aol AR Q) o2 AXXE o] &3] AP IYECl BHE
ZA =2 g U3 BFE 2 S0 dgsnA g

A= 9 71%1%01 AX2E o8 AR BHoR A 8 WF2EE UEY B 7ML A

25) ©171% (1997), "e3s=wj& Fh+a " F3+ A, 119 583, pp. 40-41: Ee8 (197), op. cit.. pp.
42-43: 9L (199), "yt Jide 2xx23 9 d% 2 A4(3)." =sAH, 1083, pp. 49-52.
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A5 U2

AA, €3 Felol dig TVERLY A= 43¢ ¥ FauE 2X2E o &3 oY 85
o2 ZAFYYL &5 & W AXIAEC] 2X2E o) &3 Y BFY HEASIAHE 3
T #o] ohd Zojeh A% A &, @it 2xxE 2 25HA e AL A AW
o] g2 v AHAES 258 22 & B FLE IA AFLY Yo Popso
T Utk oA vtz AEZEA 2F 7] o)Foid =¥ ZHL & F U

A, AFEEY ATIAIREY FUtet o] ©E AFxo] diF @YY FUIE L¥xE
AY 859 Bgdstel dxh F oldF LAY FAHL JIYER to7 2EXE ok FE
P LHAE A LEUF W FEez A4S st vhgel B Rojth

A, AR 2327#9 SoAFR HER 7IFES IFATIE AZIZE HA 1843 LA &
YL Aapold HzE AXZE o|8F wABY FPo] AUY FFLE JgHL T
LA €992 3P4 R85 433 <A w7 AYE 3 LA 29 HAAsie &
Z19E BFAA 43 odg tATE Ao Yrhdoh LA 299 ol I3 2xzi@
Atel9] " FAQ) HEUA (partnership)'©] B1& 228 RAX vl2 o33 Ao ok

dA, Az 22438 Holrle niAY 45 AFXXE 53 nAYe 4 MFEL 5 ¢le
8248 & ¢ Uk 224 opleA g2 oA JYES Ao EEU 0 2HAECA
NAE Agsted A G2 oS AJAT 2X2E 0T B JYEe] Ao 37
g aRHoz FEY F YA AFE TVt HAXL o] HE Yol 1 ne B2
A B7180l 719E9 AFAA ALe LA Y& olFol7|=E st

2) 2328 o] 48 AL S 3 42 + At I3H 1%

7199 ABeNA £ of, 2¥2 nAGL oA AFUAY FRE LFXxMERE FUES
B 2% Z2Rd PPoR HEss 858 Adudrh (A¥ -2+ oY L¥zx opAYY T

4g vepa2n

Age 2¥x oAYe B AN 2Xxo F8% 454, 2E= oMEY PYH NYES
A4 E AFE olnlA% AYANALZH DA 2T 45U & 5 ov, 54 2]
ANA AG 48R B A4S 1A - QAW AA F71Z FA9 BLE 4A D APA
£5¢ Ed YA FRAAE As 4 AL UA 7YY R FHLD BY A
2719 23 4 Foi8 59 A3NE Y F AW

26) A ¥ (1996), "~¥x viA "9 &of: Promotional Licensing.” FIL HB, A182%, 5935, p. 93:
Meenaghan, Tony (1991). “the Role of Sponsorship in the Marketing Communication Mix."
International Journal of Advertising. October, pp. 35-47.

27) AEA (19%). "2Xx o) EJ A F7HQY vpABAAS] AT ¥e” FuPHE A18E. 1193, pp.
46-47.

28) Ibid.. pp. 46-47.
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(28 2-2> 2Zx npAEe 74

218 =B WE
ARXQME
M
7| g 0l L:':' A PR 39\2'
2l
'S
o o 0JOJXI
2 Y XN - |z | —> 32 BEAY —
; ol S.p oIMeE —
!21_]
ot 3 & AR 1 omg
HR U Mol = A2y | o
HoIM
J @ s ¢ o A & dl &t

ARY  BEAH (1996), “2Fx ojWES diF AV|AY wiAYARA] FZ A" B AR A1883.
1193, p. 46.

¥, 71YEo] A G2 v EE SAVIHA AFXXE o] 8% AP MFHE =AE olfe
ged 22 233 ad A7) HEogh®

AR, 2¥xE EEY F1ZEARE e F Z7UHY o|Fol 2FEA o]F& AW,
MAYol&y BlU2x B3], KALY Hu2 g3 §5), A4 i 2EA F3E GAU(, Yol
7l |UES g2 3y 2 5), 3713 Fu8L AASGE R T2 A7V AF7 RE - 4E
g 9 FaHE k2l Aotk

EA, 2AX2E o]85H FAHAFPOIY ARAZE EE2 & F2E AXFeR Y £ A
% Z n32dM FE2 49 @RS F2 BE F7oW, fURY FL g7 FEAE
go] B3t Avlolg. mtA BEHAFo) Axxd ma AF5FHoE FRHEZ J|YES 95
A3 o] g5t fdle 23X 2 FA A F32E ¥ 5 U
AR, 2FxE olgste FE sd AuAEY FI F8&4o] Fth BF SHAES o|¢H
LRE AejolA 2¥xA7E FESAY ARRS B2F TVAE F 337t ved AdS
Adgs ZA97t E8u, A7 % ¥ FugolY Fu@ T AFE HFoly £F AA
F3E A% 71 Qo o7 olf HE) 2XXEF o]&F FIE TS F&Yol T
A, 2Z2E= % v}A Y (Mass Marketing)9) £§3 £2 oot ol 23¥x FAY B

oo K

20) B % (1997), op. cit. pp. 27-28: Lynn R. Kahle (1996), “2¥|8 %5 71Ajec) 23 2Xx03AY(2)," dF
718 ALR, pp. 4-5: FAZ (1994), op. cit., p. 29.
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£ A3go] TE oE Tz ELAE BFHD 2L W02 e AuAE ERY
& QU7) Hgoloh,

oA, 2ExE AA ARl Qold B8, A8A @ do] W Hojde Y4B Yoz
3} 328 4 Atk 2¥YolY A=AHH 2L IAHY 2Tz oMEA AA §9 7150
HE QuFel 2ZAZ RGO 2ZxhI9e S AHEHAY ¥E e £80) ¥
F S

ARA, NG9 FY 278 We FEPo2A AP ouAE FHNL 5 dew, o
£ol 24 /1YRT AN 2AEe ¥Y 4 A

AFA, 7129 ARUAIM 3He AN U 4 Atk RS B4 T Aol e}
A% 43 TA-Z2I9% B9 B T BT HATY. BIRL FA—F wA
2 4 ke ol

AGA, ZAA olelolth AEx FANZ B2 BIE T 5 A% 2E 4ERRY JIgR
2 2RFN(Spor Ad)S AT 2T A BE FBRY xRS 29 N
dRoldn ¢ + Uo. B¢ d2el 9aW Tzl 1S ¢ 39 T2ad 2ol 8100
WY WM T BANAE B 2 & AGW

i

. v AFUANE Sezn 222 2EQY B4 U

L oA"Y ARYAA Ao zA AENYF 3 GA

D) oA"Y AfRUAIR FBo2Me 2ENY

2ZASE Zo) UART Uk AV Julk AZAAE FAA ol@E AL aFsE R
2 395D Yok Ye NAEAY 2TFE BN A9 2He 2T7e7) AW gHom 2
A AZA HE Rolehan

UL 19308 E AN 2ENY izt QPPE S04 FA] FRH2 B
g FE AY EE 71902 FAYL 98S B 4 Uk ¥ oE Ye9 2 FA=RH Uy
BE9 Fokel BEH AEA 99 AduY £uoz EWi $85: o Iy A
el 2EA9 997 BEe ALY A9 AAE Rolu 1YY ARUAY A% Fare
oz Wi 7RA el s g

Mullin® (23 319 7129 22 % ARUACIY P2'o] 2ZNGE F74A2 (2F 3D
9938 27 D ARUACIY P22 ANFEN 2ENEY 4AE FA Qe 29 F

o
&

300 B (1997), 7YY 2X2H ¢ F v o] G F Az ¥ AN AE AHA}
=% p. 21

3D SAF (1997). T22x Fng 7IFARUANY, |, 28, HE: =XE® @2, p. 1L

2) Ibid. p. 12.
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ool M@ AZAGE 2AA9 olgoly AES oMEY ABA B AP VA7
Ao Ade 2AAY o A AL FAIH, 2 2AAE oY B ALSAY §o)
S a7 gaM E 22 232 ey daH 18 ABe 2 & YA FHGD

(23 31> 71ZS HF Y ARLAOM Y2

Promotions / communications mix

Sales Promotions

AR89 : Mullin, B. J., Hardy, S.. and Sutton. W. A. (1993), Sport Marketing. Champaign, IL: Human
Kinetics Publisher, Inc., p. 271.

Publicity

(12 32> =R 23 L HARUAOIN 2a

{ Promotions / communications mix ]

Personal selling

Advertising

Sales Promotions
l Sponsorship I

AgY : Mullin, B. J., Hardy, S. and Sutton. W. A. (1993), Sport Marketing, Champaign, IL: Human
Kinetics Publisher, Inc.. p. 272.

Y, $f82 '2EXNYGLE V199 AFUAR FHE SYsH] st 2¥x F§ 223
APRER] gotolA EFG /A Ex 23 TEE Astd 7Yl AFshe AY FFE E= A
HlA 2 AA e oo A 18, =3, £, FAE Jujdct 2 P Ut

ol 22 oo wEd 2FAHL V1YY AFUAN Aol oF Fdo IFHo o}
ok 2¥x §3, ALY - BPTASS 280 FRE I v B3 L 297 a9 Ade

33) Mullin, B. J., Hardy. S.. and Sutton, W. A. (1993), op. cit., pp. 270-273.
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ot@stnz ok vdols AFEF AW 8 e F7) W FR2 AFA Hdol
AEE F Ue A oy FAERA d vdols A¥x 73, @30 @A AL, 5
 BAPGE BALR fol FASE olE Fatd nro] FAA o5& diA g EF
7198 A BRI GH AfUACIE & £ de MEE 7t S F7EG 2AAM 7192 A=
& a5y 9 FaA7 FHE DA Hed 59 ARE FEE] A% AP (zapping) S B2
FEZ stojg F32 ARE FAHA FHA AEAYG B L AES FEIL UG ¥R, &
EAQLE M29 o BAE Qo ve ARUACIL FEL2A U7} goitt 7t A (24
3D AFEMYY 3FFEE HEs F AT

(38 3-3> 2EMEY 327E

A8 - $AE (1997, 222 Fag NYARUACNY, . 28, ME: EXER §2.p. 1D

2) 232 2ZAN4Y +9 dA

A¥2x 2ZNQY BHE S gokath 2AXx AZAQL AY9 ARUACY AFY 23
B 1 Bl 425 H7AE BE} Wl AP A JA 1NEL 2EAA AZdt A
FH AZNY AMEE BEO] 7] Slsta om @ AL ARUAIM FYt THYV] 43
FEZ dfor BAE LY 3 BAS AHop FYIH)

34) £H8 (1997). op. ait., pp. 13-14.

35) Parker. Ken (1991), “Sponsorship: The Research Contribution,” European Journal of Marketing. Vol. 25
No. 11, pp. 22-30: Schreiber, Alfred L. (1994), Lifestyle and Event Marketing, New York: McGraw-Hill,
Inc.. pp. 73-100.
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P 2¥2 Y9} %) A9e] o|FojAo} Bk
G - AYE AZxY PFOIN I 2X29 APAAL ZARHG,
i 0 AU AZXE 089 FAYH) AFH 7 FALe) @ o) olFolA ol B}
(1) 2Z2 ¥es} 529 49
AFx9 HOE 2z B9 otAE FEH 2ZH /Y] YA F2AA & AU
2 2ASE 71z B9 RO AZAN7} Tsol & BAL oW A¥x §¥o) 7129 2E
g AL oluAE A 7hshe BAolT,
(2) 71gae 23
ZeAE2 ojuldo] YFAEZ, oINS JRATE AAY 2¥x 123 AQAS BE -
ot &8 Az 7199 olmlA 28 4
s ge
g 27 A%
c—%ﬂn AgET TZATxG AFAT
FALS Aol A
g 9gste 29

4 e 2Xx gAo] 2EN2A FJE sfof ¥NE I
3 53 AP0 443t Bsjel o} WA BAS
ofebgo} EAEzel U@ Fel PAE WMoz FFHOE 22z 2Ex
P AYx FEL 1

=
g 4

FEANAY =2 Bolw nlro] £EANAL obF
& o9t T2 2ag HoiFA g HUx gL
5 YAUA FObIE U ohidh 2 AT AR AEAQ BB
daA SAY EE 282e

¢ = 2t

v A 3 gA 2A dsg UG
(3) £2¥x 2ZAM4 B 23
A9 F2Es PHA AR O 232 AZAY I
a%es A
A¥2 o g 2EAY
A2F2 Jpo] g 2FAY

Fx YA @ 2EMY
A¥= Q3 g Al i 2EAY
Agg o=
A, 2@ F2 - WA Foll Y AEFA FF, AF olv]Ag oHE oJr|A g x3, VIP

aA st Utk
A A2ZAG AFES] P& g8 2EZEASY ¥Y

B8, 7190 2EN4E
13} sfojof @)

¥ st B

A2 AA £02 Bojsole

Ag ARl

o} A s F
2 2Xx 2EN4Q3H AEA ARUA
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