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#OPEL Customer (FEZ)! BHGIRTS » TV 52%, Bainc B X #E
CEENPLTHD, FOBREFCREXSLETIELISEVI LK
TERbh%, LaLl, HENCEMIBRRED YHEFIAELHAGKTHY,
DEN<—Tr T4 VT =FTVAVIYEFRIOTHY, TONRLILDHD
PAELYIR DA T HHEES (BEE THHERADIENTE LS,
BMHE Ul e DI B E & AEOBGRY - o TR L Tl hud
hHE, —H, APEHHNERFLTH-LIDEHLLF v — FDFEIL
BELRCHE - 7%, ROKAELPOCEZLTED, TATIE, 2vya
—~= ) RAET A, RERLOTLCLESN M PRI -TCRFTH B EXT
Bbhdnd ik, LL, COX3RRABFHEILES RN TH B, B—D
BHIBEZAYHWCE VW T30 TR, HEEFAFTIIHETE D, ©&
BB EICI Y BRI T B ENS & TH D, L b 4 PHEROFHLEE
NERCR 2 Tl bt FOHEL, AEPLOI—rTF 4 Vv I7EWIDT
B, RER— T4V SERORGEL LT L Th D, TE,
A7 2% BELTLb2IERV, REMLLHEEBEENLDIRONLD
ThbHo DEHM FHALRNEIEODOC | D~~r T 4 v 397 A%FU
THEELEEBRYEOEREYE-TLHOE WO LRSI THA I D,
HEEYM Fob R, SEOHMRLERL T EERAEEOHESTRIT
TEHEYERL TV ADRELWS C LB, BZOBEANE, 4 PEHOBA,
[EUSDP) D~ —br 7 4 v 7o 3 v 7 ADRBRMER A" D HEEE (Customer)
BRI RAZTHHOCF LT, WWODC| OD=—rF 40 3y 2A1L
%% (Consumer) B\ MIAEE, 0% ), HREFLTEE AT SL0OTH
Do Sz UE, DENERTAIOIIHHBEREYBAL I NETHAHLIRE



82 R T AT e RF AV IDEH LT V—AT —7
AERF TS, SERE, FRBERSVWTRALNDHBTHRHLI B 5T
WAHTRTHBE S Z L TH B,

FRHFEERCITHE WU S SH A (Competition) 23F7ET %o &
D aatt O BE SRR T2 ENTE R, & TRERASEL M © H¥
(Another Corporation) &\~5 Z LW/ bhD TRIUBAE ( ) TRLTEL
o DEVEEEMAEDL, ThERDY EFTCHANEELC L 51 [E2DCl o7
V—a V=2 BNEZLRDEVSZETHH, 2o “Corporation” DHDF
AL BACEBCLEL > TWAHERNII WD TH B,

ETAT, == T4V =R AV FOYEETCHIHLYE, Hikr v
—~ 57— 7 ANTEEE, FTHE—CAERROMEN~— T 4+ v 7 IEE)
O, TEEHIND LI L TH D, BRI AEAEOREL
FREESL = F 4 v TS5V 7 TChd, B2, 23 3azb—va
Ve lv 2 ALOBEEIZRNT, 2~KY) vy beaIa=F—3gv (Corpo-
rate Communication) $H % \ i, =2 ~—FEV v + « 74T F 45 4 (Corporate
Identity) DA LUETHLERH DLW T ETHD, ZhdihE, s
TVU— AT =2 ANICEATH 5, S

RELERTRIR~TT 4V 7« 39 2 ADBFEILDOWTHRTAL S, &
RLBEBEOMCHBDON—rF 4 v 31y 2 AOEHE [MODC] TH
o WUDDCDLTHENDBERIEOWTIZRIBDE R Y TH D, +2C [UD
DC] PAEVKEDIS LI ES>TWAIMLRTHWZERLE S,

2. mOOCORAE ,

oD CliTh TSy U THET HD Tliive £OBRIIK—17D &
ST bo Hf (Commodity) 1L = $ o =% — 3 g v (Communication) & Wi
B (Channel) B L TRFESh, TOFE&EE 23 2 M EFENMTbh
Bo KWERHIXZNREFEDLL TV 5, | |
“F p VN (Roy H. Campbell) (JAEZRCBEL T [ -lH2D PI33XC
I a=Fr—vaVTHY KGR CRITCE Az ia=r—2a
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vOHER EZ—2big 30 LT B, DX HIREDDCDER
PRI LICEE TR, ETHEELE - T—oD/ERYELBTOT
HbDo 101, EFERELAIMLTIHEEE, WOOCOTh LN ETRID
KHh ERTRWTHA D0

ARICE T TR RTIIELC TR TR [C) KINEB DL, fbd 3
v 7 AEREBEN DS ONRD Do M—1TOMOKRENL I » 2 AFEIROBEA 5B
FBERLIZSDTH B,

(1} dh & DOBIR

i*i“,v P (Commodity) %I - THIHE, K D Zon KL DB
U %o 811, B2 $2=4~v 3y (Commodity Communication)—~% v
e FEL VR TV - h—a, RECROETRED X 5 ICHRE HHS
B LD b D, F 21, fEsh= A+ (Commodity Cost)—RAMRDJRAM,
CRHERCET A~~~ 74 v 7« 3 A % BE 2 BEMOME (Price), 5

BT @20 CoME

‘Communication

Channel
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31, WidF + v # A4 (Commodity Channel)—% V) — & U A ¥ — it + + %
Lo RRFDAVIETRE—~T aF s F 3 30 EPF v+ FATTKBL T
LI, O F v 2T D,
DEO=Z20RBIZa2T 454 « 3 v 2 ACKTAHRIETH S LRI
W HMDFNEND I v 7 ADRIETL H 5o

2 2 ia=r—vavEoBi

W (23 a=4—2 3y (Communication) | ¥E D FIFCHI 5, 23 a
v 7 ADMD I v 7 AFRE OBIROE 1 IIFERDOE AT
RFARiRT S 2 =4~ 2 v (Commodity Communication) T & %o % LT

i

S =g Vo

2122 a=4—< 3« F 4 3 (Communication channel)—Y — A b =
Va—T 4 VIR A y =R F A ATBLTEDR, A XDAST
Ay b—=VURTa~F 4V IERVy—"—RHEL, TDA vy -2 KL
TRIGE TR T TR 7 4= FRo il TV —ARRSE VST 2=
y=vavD7reATHE?, o TRBRERCETHEROMN Y BERT
HHD Tikis o E3W, MBHERK= I 2=%—2> a2 (Channel Communi-
cation)—F + F A D E I ATHETHIEIC Licvyy HA4E, 2 Iazb—v
a v ¢ 2 A} (Communication Cost)—JA%E, GATE, HAE, SIFE, 23
vav, 74—%x), RiEREE, PRE, 7V 5741+ R CIHBFEEEAL
Wolte—rF 4V Feaia=br—>a VCBETH5EHB, chboBERPE
BHWCEE TSI LN A L « 3y 7 AOREE LTHEERSK 5D TH 5o
B 51, fi= Ia=%s—>av (Cost Communication)—FHMCHRYIN, 5%
WL RERERIN TV SEBRIIEREOBETECEEY 5 2 53rik7c = $
a=y =2 a vV ThHhb, HE6WKa—HY v b3 3a=4F—3 3 (Corporate
Communication) —fENAHEF K U GREESCAERE, EPRNS L
BRECAR 2 T ED L5703 3 am b — o 2 VIEBIE 5,

(38) T+ % & DEAR |

KICF v F v (Channel) EffiD 3 v 7 ABREDBRERCLH L 5,
%11, #MF + %4 (Commodity Channel)—3 TICHER® & & 5 CHB L
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TeDTEM LIz

SO HBER 2 I 2 =4~ 3 Y (Channel Communication)—Rij38 D 4 J
—L VAF—ZIBDED [Fre—~vati F+2aA®] DFD, FBEEE
CBFBa i a=r—va VIEBIOEROMIEER T 5, WALECH « /b
HERTERREFH SN E TN D, CHIARK A Ja=r—Ya v Iy
ﬂxV%LT%mLBh%«%%%T%éo

# 31, WiE=A b (Channel Cost)—ili@ = A Mi?iﬁpné:%m_zfoﬂom*
BOVBBBRCEVWTAELBIALTHY, Frihr v 7 ARBVWTHE
BRI TH A, WHla A NI~ —7 7 4 ¥ ZEHCELTAEL B3 2
bEDOLDTLHEDTRDOIAL + 3y 7 ADLIATHHALILVEE S,

4) = A b & OB o .

B (2R b (Cost)| IKDOWTTHBo TAL» S v 7 ALRD I » 7R
LOBIR D H 1L, Bt A b (Commodity Cost)—Z MO & & 61?
fkﬁ%LtoO§bm%Lﬁ%¢%%@f@éo

#9213, 23a=4,~vav e 2A+ (Communication Cost) —Zhdh = I =
== avDEIHTHRCIRERS A TH b,

31, Wi = A b (Channel Cost)—{iti = A MiLiﬁ@n {a=h—va
y-:xb%%@%?émb%%%%ﬁ,~$%KV~#?4Vﬁr:zb&
LTRABR T\, v~ 7 T4 Y7« aAPRIRED LSO EERD
#&V5&,ChKOb{ﬁﬁ4U7A-Xﬂvb?ﬁﬁOMMmlﬁmm®
PHERERIC 5> ¥ F LD TV Do TRIROLTRE—LRRBZ LN TE
5%,

BBA4lZaAbeaia=h—2a v (Cost Communication)——-C_';}’L‘W_bi:’)o)
M%ﬁ%théo%@—Om?ﬁ%ﬁEL%Tén\aﬂv vav, DOF
9@@%&%%@7~774/7-Svﬁ%%ﬁ&@?ﬁﬁ@{@%oiﬁk
2 A MEB AT 50T BBEY, AER, BEERPIS O LITEE R
BECH B, FOIDIS, ~—rF 4 v 7 ax VB SR L ABE
b ) 2T WEEHHEREERL, BRTHILENRDDTHS S, MBO—DILf

4



 —BEOMEEIT AL .

R=T T4 VT e RRFCAVIFDH LTV —AT — 2

x—I1
T —T DS OB

I —FiL, FOMEER A b oo

RS STICHERS L —T(ICH 3 BRI X b -

‘fﬂﬁﬁ&k%”%%%%0£5M%T%&ﬁﬁwgﬁfﬁﬂﬁ%ﬁﬁm@

DI > B—

BRER a2 A L e =7 e 7 o & %
%ﬁﬂﬁmﬁb BRI N — TS LT
WHRRE—EEE : «— L2805, § | BHES ¥R DRI EE
B, REkbUFofhot | HBNE, FOMOE
- H : BIDOBIRI X - T
| IR ETECESL
| " T BRI B ]
e IEE— R  EETER, P56t | fv—r A<y | BEFGERMED 5T
BHE, DGERIIGE, HHAER (CSELLABX | ez Mo X 5K
HElmBaRER, WEHEt 5 REesc B
K5 7ve, S, BIR, BM, |EER b5\ | EER: 55 TG
Mo L2k XIBAE, INGHIER, |, BAERTE | JIAR~ ALEMOS
R &Rk 5 FCER DT M, Fofiioax bk
Bk = A i B
BFERAE : 7 —R v, Fv 7ol EHER H5\ | EEE 550, B
HEE re—>a v, HY], BENF [, FRIES0 | REBOST
BIRE, EkREERE AT
OB PRE, YTy, BLRY, | EMEE P Ui | BSRY b RS
C IEHOREE CERAZIII LD | RETD %
EREEBANOTH, b EENS
BE CEETHLDEREE~NDF
#, HLEHFI=A b ‘ o
REL DRI L : BECEBEOR | B LB | FEEETHD2AH
BOIHORER, SERMIERED FB AR—RA, BEH UHRAL
FoBid:, HEMNE, BHOD0 4 ‘
FBELHRE, O .
WAL : RE A VR ADIER, & | BEXT A v | BXF4 vo¥)
B8, EALLURHES, HERA
DILER, TREEDER, K5, i#'
), AR—APWHRE

William J. Stanton, Fundamental of Marketing, 3rd ed McGraw-Hill, 1971,
p. 652.

WMFIEFE (~— 7 7 4+ v 7EER] a8, W52, 2748,
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WKaia=hr—vav, ?Kb%@&@%ﬁfﬁéouhﬁ¢fmns -y
—oavDEIATRTELBY TH D,

#5i%, T AL -FvFA (Cost Channe) —&£IFIE RO FR TS,
vl T4V S AA VRN =T 4 V7 3 A FOREHEREZTRD
B, s T sV e TR EARBWTRETS A MEF + X AXERT
LR TS R A TR ) BIEL, 7 A DT R LR - F v —
FEFREEST, 22 MDF =y 2 ) APRERLTBILENRDS 50 £
MIZTE, A—bA—vay e VATFADT 4 AT VAEBOL S RIDTH
Bo &, FIT, EREFD2 A MRS THBAN—ETESIILCL, &
CERERL, FOHRTANEVSTHBOBRCTEDTH S, 2D A
FeF v RAEEBR, Tr—2 « FUVLLORREL TR LRWTH
o

2 A MSECRE LA IER bW L1, BREOBRAELZOHRILT
STHBBREH D L5 LD TRENEND 2 & TH D, BEMEOHHLD
L hiud, BB TEELRTERVWLDLH D, T, ¥~ 77
AV Z e aRAbr 2Rk —i33 A O TEREBECOWT L EHEL T A T
ST — AR AETHLREFOT —~ 2DHM L, O=—r T4V Iy
 ABPADEELE LD TR $ a2~ a vOBR, BRETH EAER
Thido R ;

Pk, =—#F4v 7«3y 7 AOKZBRMCE N ZRBEC OV TERB L T
Ko THETRNTRI L AN, LENOMBTH 5T, ST, BEEE
DERTH LT émﬁﬁgfééo% f&hﬁ%ﬁ&oufﬁf&tuku
5. | ,

#

3. Consumer

AZEDE D B BT BDAYEE (Consumer) TH Do Zhix4 PR
R X 5 HEERN & L TOEZE (Customer) TiX/gd, 2 v¥a—-7J XA
DEE W E X EEE, TRELTRZZLDTHS, Miws OHCiiREA



88 R T T AT e R AVIFDHFH LT =AY~
%’%ﬁ‘ihfb?‘gﬁhﬁif: B\,

ED LS IHEIKT, WEEE T TR B 2 L ATE B FDE—3
ERONRETHHHL L TORRARE, FI0E L LW BERCS B4
BETH D, MBEILELEHERBHOFECL > THUDCE R bhic A4
THY, ThETEERERRD~rF 4 v 7 =222 FOJHWE LT
Wb DTH Do HIARIC DN TR Z N E TR LIRS M EF T D 4)
MR EMTIRbRTE TV 3, 2 v v a—<) RATRKT545H 4 M
DEDOPIEIH Y FIF T DE R D 5, BEILELIBEEFTRIC L » Tk
RTINS, 3R E DTERIC 31 5 BRE-C BB 0 o0 B C It &)
CHHD Zf > TOBEEETH D, 7 v va~~) XADHEIEAHE
I TN 1960 FROK D LS HIZED FC, % NBELCLTREGT
H% | .

- TohrboRRL, HERECHIET2HE, RAR L EEEOHRE
ER LTI binn, 4 . :
CECT, S TRAROBEECHT 5 EREMOWT [North (b,
[West (7)1, TSouth (g)J, [East (#)| OWEHERRT 2 v S ATHBPLT
AL 5ERS, DEDFAOTENF N] TWJ-[S] TE] & Y4 TizdTHD
&y N i3 Needs (hZE#:), W 12 Wants (338, 'S i3 Security (&£, E
1% Education (#%) it 5, |

(1) Needs (2hEM) : R L

Needs (£Z¢) B L TR h 2 CHER L L V@RI DEMKL, Th
TR E LU TR, T L TRAEITREIGZ THRIzs o COERIT, EEY
DZRED T, Chali- T<hAERTLTELLLWWLER SR
Vo ET, BICWERBRBRCELNSIC LTI S LN TERD, EHOD
BN TEDLDLB b LB THES S, £LTC, FUFDERG
THESENRRAILOELVES D LB ST HA N ey &3V o ek R E
JUEBRSLESIOBE, 7 Vel LT hi, ShbENBEC L - CF
FisbDTHY, BERIDTH w70 E0b g TIE TEFY=NER
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W) D FHRACHKE > TAEIL X EMcE RO TR 4 LS e X
hH L TRl N «
7EH%, HBEHIILSTL I VEFIRLOEZRDTNDIDTHA )b FEDK
ANEL T AL ABRER, F7 2R TCKPAKSNED HE S GRE, 7
5o vEDRBIC: 5 —2DEEIRLIBTFEEDT 7 v 7 AIRH T —T V
Eennn CRBIEDOTOERDE [ZHOME| OXBROTHD, DL
Fod DTN L D3 - e HREF TR H B0, L LLERYE L IHG,
BFEREIGIRBTHH S, :
7 THBRBC B UILBEROZEIRNIEE 5, BREST 1 v OLERD
BRIBECET 7V FEREGOBTEbLR S, 4H, [THBEEDORERTS
HEFI | I EEREAAEY TLEDL T 5L 2 AT b, REHRE
OFRE LT VIO LI kT, EDX5RbDIERINR, £EDXI7RD
DNTRBELE Ihichk RED BUERD D, L TID L S5EAD=~X
iz THeED =~ A% b +oEEL, HED=—~ALGhb¥l~—r7 1 v
TIERNDDLETHH 5,

(2) Wants (gksk) A

Wants (#:R) 2O\ TA D EHEBEL, Sh ¥ T4aEKEREADKER
BERBDD, LOFEFLEHRNORRKI—FEDATA LA Y/ AL ELTE
T o Tnic, TV, BREERE BRIWBRED [ZEOMHE] 1D
Car, Cooler, Color TV @ [3C (oms)| ~EEEZIEY BV, DWITZ
NOEFIRAND I ENTES LI » T2 EFEKEOH L X BIELT,
WEFL BN TERLDIIEBT vV a bk T IDUTHHEFE I KRS TA
AL Y a—F 4 7" InEE AN O KRN EBLL T RO TRIWTHS
5i))° ' g . ’
REBETIED - T, MIARRO—EHiT- INIIBEED b bDOERRIT
WA BB LTERBITE N SHABBD~—7 T 4 v 2L, SRELCH
BEOY + v HIPEL, PEMALEHENE TN D, L
ZITy 4 VIYRBETICRET, BIKERY + VYVIEATHH0ER



% R T 4 VT eI AVIDH LIV —A T —
DB LENDBDENRERDS S, ThIILEDOEHRE CARCRAETE
BEEIEDTH B, LI DI, RELKKITZER - UL SR FHEEZIIA
RCHEBITIREEBZDOTD B, WHED BEREHMEARTL S5
Fll R h e fBERELEEOHIBL LIBLREBLR TV 5L 25 TH
%o |

P TRFERY » vy L LTOWEEZEOHE M E AN 5 BBA L8 % o
CEPRLBETHD LS, FREFELLELI LTI EAEENTHEDT
H5bo

(3) Security (Zz4i%)

Security (R4 IXEBEEREOTIENORIEZ LT T b 0
THbH, Thicii, ®ﬁék%m%®ﬁéLLb®%®Lfﬁ15;5m?5
BERHA 5,

O RETIHEESM |

%ﬁ@iﬁmﬁ%&&ﬁ?ﬁ&m%ﬁbrmﬁBkvb,m&wﬁxﬁﬁt
TeDTR D ERIC OV T LB IER AL TRakid s binusy,

@ RekED

M BLEARIC BT 2 R X T LOBEENBETH 5, (FERDORE, H
BERNOREITMHTEF S i e B e,

® #LLUE2D

ﬁmmﬁzmmoﬁm@héo&%Ltﬁu%ﬂ@ﬁmgofukﬁhu
LU THES Z ENTER N, RO OBE, WELT L AR SEE T
MORETLENRE , £ THRROEHELEL L, HEEN-OFTLRDL
LT 2 X OB NTXRETH 5, . | |

ﬁ%%®Fkéfééﬁﬂjmmo@%ﬂ®—oabf#$74mﬁﬁﬁ®
FeAlBECTEbL T35 L, ﬁﬁ@f%ﬁ%ﬁﬁ%ﬁi&@%?%am%fﬁ.

D EFHRTWL53,

(4) Education (&%) ,

Education (##) b b & - CEELRZEEEMHCTH 5, HNEF



= F 4V e RRCAVEIDH LTIV —ATY —7 %

LIS OR TR 12 B hc ), BEREOERSY, A ¢ BECL T
Bo FRPFAELLRLL, Bhic BT L5 I 74 BML T2,
3o e CEBENECERY L, FELIEHATES X 5CHBERTN
DBt 5 TR Do LA OB L HEEHASCELE TEFERNEWS
@@mk<,ﬁ%ﬁﬁﬁ%mﬁbﬁ&fb#kﬁhﬁﬁBKVﬁED%®T%
Do ' o -
ST ATEA T2 5 X 5 b R Tk, HREALEDED

ZEALER LTS bRV, BIROESDOERD—D, [THb&
NBHEF]] HIEBEIFES T 5, FHBERBEARESIORIFROBIE
b4, LT, FREIBREHROCHAFTOMEELE > TV Do

Ll kA% Consumer (%3 ~DAEDOMOOEFEMNTH b0 T ET
Needs & Wants [ZIEBENEATWS LD & L TRECE D Bdbiv THRH
»@Aﬁﬂ&bbﬁhf%ﬁ%mm&f$ﬁ§ﬁkm5i5&%%%6@%um
PAET b D TH B0 BIRT AR, FhERABE, ThEhDs=—AR7
5y FREHERTWBZ b, =—ARA 177 v FEBERT 5T
BHBo BT, =— ADFRIALENMEETHRIOLOTRRL, HEED
“SERT AR CREBAICE E T HEBEDERDTH b,

Wants ~OIPFFFIAR EFHLTECE->THWH3008 "HEARbR
LR #ETRDLRTNERLR, ZD ETHEREERIEE T LENH
5. | | |

Security (%£4) CIIHLOEENULETH D, "B THHHEF" (IR
b DTHE L\ Ritkk AEERO<E TS Do o

Education (&%) (1B E % - IoBRLEHIC X 52 RFER RS b &
THDTLNETH D, WERED "M IhBHEF" CREMTLL T
il e b7\, ' '

XT, TOXIRPRED=~ALT » vV LBRFRAECEOBIRKITL » T
BILTLED, £ TREDO~~7 T 1+ v /IHEERHES OfERCHES
BiFTAMBECOWTRTAR I Y, '
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4. Circumstances

HEEC BRI TTHE /238 4« DER & L CH#E (Circumstances)
BHBe YY)V — b VAF~FEBRI~—~rF 4 v 7TV av s vAFADI
HEREL LT, ORISR, BlNER, @317 « 221 1k X 04 IEREE
B, ORFH, BEROER (ErsioER, ORER, Bam, ToMER
EEFTOD, Fhe~ oy h— v~ ZBE<—rF 4V S e R =Dy —D7
V=AU —27}L17T, @ymm-&%%ﬁﬁ,cm%@oﬁﬁ%;wa%,
OBRAMAEBN, ORFHEE, OBILH « ENEE LR T 510,

CZTh %A, NW-S-EDIU>DHHOFEL TS TITDTHIT 2 - &
M TE %, Nix National and international (3% I o EREEE), W 13 Weather
(5%, StiL Social and Cultural (#-4py, wbiEEs), E 3 Economic €33
(R TH D, |

(1) Ei X O'EEEIE (National and International Circumstances)

ROBHE LIIBHEREETH 5, TTHOKE, MHBRBIADFL L 5T
SESERBRIEBEERINZRCTHE0 0, AHCEELZI 5, EE1L
BRREBLSDOTH 0 BB DD, BEOEE, BEOBHIEThUL,
CNOEETLITHS D, BHRODTHECBEERA S OILEEBETH A
S0 TR L o THRENET L, BEOPEERE 55, ¥ EElsiE
EEBEOERLY L6 L, HHBEEIESMEE LCBET 5, HHEE,
BRI, REBE I S b~y T 4 v SOIRER e By TR EEBIR
DH %=L F—BIRPAREE, £LC, BEBSECHBEEFRS L PSR
RELTELLR, |
CEEPHERIEOE E~— 5 4 v VEE R SR T L0 Th B, B
BIRT BEA ROV LTAS &, SR M S RELA
&, RNIERGIRASER O R G OIER OV IEIRE [ DRER @ B4 5
(R, DUZMBROTNUETREIIEE Rk, E4ABBGO KEE, &
R ABRARO THIE YIRS [0k, BERBIRONIEESEY (-1, 155AETE S5,
Zaik, RKBRARGROMBURFIHELE, THIEIE, CHEBROE e,
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HIa4BGR DM kY, BREBROMERE, T OMic AT RERKSF
B 5o .
@%FﬁmAafuﬁgmﬁﬁfﬁéo;hwa@ﬁAm~@LH1mﬁb
MTcTe\ e A TOEE DFL Y HVORTH D LD TH %, BEEHEDOME
CLLTi, BERIE, =¥ —RIE, 200 1 Y EFKIRRIE, EESERRM
fH, EHEWE EEMNE, BEREOMME, BIhE, REREF 21D D,
(2) RH (Weather)
S[EPCHRBERXS L - THAABIRE - TEITHZLLTERVWLDT
Db, MRMOPFRLETTEHOPEYZT 5, RELEREDL LDOHDREY LIF
CRELSHETHL, HRLLANIETHERT 2 56355, T I HK
£, AE, FESRER—REEC L - TEFRCITBRIL S, ABNKRLO
Th—EREXRTCLE) &FAUIK RERWL DL LTRRHER, KEF
&, BEHEBY, KRy 780D 5,

(3) #2H), T{LEYEEE (Social and Cultural Circumstances)
HENBRBIZOEORSHIESCHEMBE R ETH D, HNELCHEZRD %
BeE, ZOHSAREREEL Tk ulis b,

HEHEL LG22 3, i, BB, B, BN, K BE KEC
YR B, ERSBRERD L, AOBR, AEKE HSWE V7V
VA Th—~T, SEHESRLENRD D,

&R E LT, ﬁ%ﬁﬁ,%Am@,Eﬁ%é,hMmﬁ,E%%%,
Wb ORIRE, MIRBAFR OMIGE, WEEED, BRE RINREF LI D,
AR E DREE S BEH L CRICE#NL LB TH S, T hL, FHTH
D, XHETHYH, SHETHY, EMTH B, I b AxDERE, (MiiE#Td
h, B - BETH S, MLRREOEROBRES AT BERTH VR
HThd, TLC KENOBLIBEEEBLREOE SULC X » TR S
DTH B {o T, THEPREENCHERINTWESHEE T, £DOHBIC
BT AR BEMCHOVTHLERD B,

(4) FEFRIEREE (Economic Circumstances)
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REFRBIEDCEETIERNCTH D, ~—FrF 4 vV 27IMEE Y AT & D—
BRERTHLLOREBEOTIIFDOEE~— 7T 4 v 7OE{LIC DI H
BDTHbDe Y= T4V wFxP AV VCEELYRETERLE LU, &
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