AR5 D ZEA - iR EGE 2K 5
a7 7a—F

[ w EE R

lELoIc

FAVAEBOTE—NVAT Yy 7HRHmE SN TH 5 1R e SHM, RS-
£ 1) v (personal selling) DOFTEIFHATH B —N A —Y VTERERIC DOV T, B
BB EERFENSREE RV TW B OMBERTH 2, ZOHEBIZRFETANED F
LEFORFOANNRIERTH208:0TH 25, BGEITESB I hbh 28354 HEM O
BEE L EFEM D 2 WIRTHBEM OBAED D OBEOBEIC L > THERFEHEREZ > TS
3, ZOBRBRIFIEEOBIZE WIRENEZLOTRH 225, AL ALDFENS LUHES
EHRSINDOOBBTH L Z LW, RENLFEERELEILTWEDOTHS I, 2L
DA R~ —7 T 4 Y7 DORPTHECONZDTHEH, =7 T 47 LwIEH
DHER LR ZZ LD, HAVEHOERATH 2 LR UZORFIZTTHS I, ThidHE
EhK S L RFOEBOHFIC ORI Z 5 S0 TH 5 5 9. FICEEDORRIER
REDOHTHEEHEWIER, $bbRTARVALNF Y, RFEVAINIVF -,
BREL W kO 7O 7 2y Ya P v NS EEIT VI —N— b F—E LTERTDT
B33, FTEAEDE (cold call), BELVDAELP>TES D, ZLTXD
R, F2MuTb0 22 Lo LRERERL, ©o bEHRSKILT LI, E3IKCA
B RN EE RN OB Th > e R W 6 THA I, =7 T4V 7DT F
AMTv 7 DEICRERET RN, HEORT R, BELRBEL2T 26370
Ty ya bR ARDOERC L5MEED o LEE, BLWERMEEICES T 5 A
¥, BLUFScERSEESE B —N A=Y Y EEFE (FERE) O ANHEEHE
TR Z DRI O ERE 5 ZETH o 72,

7—7f4yyﬁ7xuﬁ§gﬁtb,m%,&—wxvyyyfﬁiﬁﬁwwz-vﬁ
YAV N RAZLDD, B3 RGEREEROFE R 20 R 5EEOTERE L 2T
Bl I LICRERRV, LELLANERFEN4POR—7 7427 « ETVOBHIC L -
T, HEVECHFOFRENOIZEHINT L E /2y, TRESEHRORRERD I
Aottt TREARMBE 20 b Ltk lRIEEADD > TEINEED, £0
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BEE RO IR RRF 2K e L 27 T a—F

ADBS), ZOANOEHCEREN, S5 ZDOTHOBENLL CYZDEHiE VLS -0
ANR=Y Y OITHE E LD THRORRE LRI BL BB THE2DREETHS 5, 7 XY
AEBOTR—=TT 4 YT RESNL P ANBFRRFEE SN L v, MoREEE
BYLEMA LT, ANWBGERET 2LEOBERIC L r2bod, ARSI ZOET
WVIEEER ERHE DR RIC R > TI b ol LI,

BEPIHFRIC DL TEELRE I LS, BAEBOEZNE-TL2ThHS 2. BRGEIC
DWTOHREN T BERERIHZ TN GV, RFE—FWTH oD, BEOELS T
WRL72DLTBY, apkrEEEs AT Il TErwn, Lbl, 7AVHEBNT
ABERRSFRON R 5N SN T E b T TiE RV, YT A, fii (Sheth] N et al. , 1988
F) ks e [ARRFE CREBEN 2 FEICE LESDH 5 D72 LBFHMNE E 2 75 72
B, ZIVSZARERRKS LTWI I EnIHAD, w2V FAERBE—2712h 2
M, »rbEMTbhi.] LT, Fvv¥ak s F4yv— (Cash/Crissy) O=—X
FERHEH (Need-Satisfaction Theory,1958) Z#B/ L, 1980 (I A D, HLniEH,
ABERTES L CBRGEEEOME I AT sz L LT 32,

bHENZB T OIS, HHER - BORESEERC L 5 [BZ0oRE], (19954F) 55
WHNIERRES & 5 [EREIESES] (1999 ), BIBWHRZRO [HE SR 4 ) ~—
Yar] (20024), 35ICAHERBED [EEIEB] (2004 4F) %X OZMEC L > Tl
Rl - BEEZ BT 2 HEOHEONG» S HERRBR I EORENES LTV DONH
Kths,

BAE, HARBL TAWBROEERRS L UMREOM CEB IR THWIBEE~DT 7
U—F, H50EFTEOTER [RIEERE] (Problem—Solving) & 2 Wik [EISHIERGE
#] (Adaptive-Selling) TH 2, bBETIR [V Va—varE#| L nwI SETHEX
NTWR5, NRIZBVTE NCRAD/$Y — Y iz & - THIANIERNEGE T, BE7
70 —F OREPFEOMEEMBEL 00, BHE, BGEHEOEREPR LT w2 [FEm:
H el 5 BREEEE, EBRECBY MEOHELSHRLZOMEEEL 5 Licdh
Do BMENCV D &, BNV A=Y VOB RERFEERE (v S e FukR) LEA
W BERRR IR I 100 FF & Z WEBICHEI SN L 0A 5 L, ZOEERETIAT
WHEEESTLVWTHS S, MBERZTIEETT 2 ANER GEVFELBEFONH) 1025
DEEDB PP > TR I ETHD, BV ANS—Y U —EI BOEERES N2 TR,
BERERDD ZRVEVIBETH L, 20izd, ¥—VAS—Y YOFHT bbb,
[BEE~DQT Y 7 Sa—F, 77u0—F, 7V¥rT7—vay, EEREAOWEE, &1
(close), 3 & UHEL % BAREDHER] 10 —HORFBEE L ICHEN B IR 12
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WEREARERE H2425

e FOFEE: - Fke [BERERE] H20iE [V a—yarEE] RO TH D008
REWVWZBTHS S,

B—NVAR UV TEROMTHE7 AV AORETE [BFE - £V ¥ 7] OFEEITED
EfH 2 L vwbhad, 207 F A MOBRIBZERGELHEEOEEEHORH, 5B U
D,ﬁ%&v_7?4yf®mﬁﬁw,%%@i%@fuhxt%&%%mﬁ%&%@ﬁﬁ
FiEREEMICHT, BRIt — VAT Y v —ORE, BEBLIUEEEHET 5005—
BB TFFANT Y 2 ThHb, CNEEVTWLDOREFEYE - £ —VANN—Y DHD
NRELEPHEUTHBY, ERACIZ 19 HHEEBE» o 20 HICHBICHIL Izt — VAR Yy
FOEABSIIIHLTW3, T2bb, BENOBE»T, BEE2DH25, BREZMLEZ
3 (B, HHE, BERZELD, BRELTORN, $ITBLIU740—7 v 7L W I5E
D FHOTE - (FTHOME» SHUTWE, 20D, BFEFROUTIEE VA=Y ¥
DR « FRF - FlfE - BT - I - I & o e AICEADEb SN T E R, B2 XK
O OEEDTHRIEEOFREIY ANT, =NV RV ORI ER PR
B, BROERE EERE, kA=Y Y ORES], B, ¥, B, tEOHEE,
W i ¥ DEERORERE - OBBREIOWTOERFEE B IR, b5 —EDEEEDH
HERATVE, BIRENERD 2 WERESIOBER %57 D F LBENGTOMAER L LT
W23, $bERIFLEOFED IXOTE (dyadic) & UTRZ 2H 2 2WESBC
BhNBESCRo10OMN160EUETHY, Chicky, HREERDE—V A<
Yy THERIVBHILI: VR B, DOEIZBVT Y, HE LS HARMEOBEE 2T
RERFLET BHEEERBIZE - THESHEEI N TV S,

1. E—ILAT oy THRICETE

HERHIAF RIS 381 2 B SE L 7 BRI OYRE I EEROE ATV« AT &
TEANB 2o Tz, THARBCZOFERCERLTY U F— ¥ 7 -2 2 DEX
ET 3, TAVADE—NVAT Yy PORIERRT T — KD 5 D3 o 2B ICHE
EOBRICH >z L W IFTEIRZ T TRV, RN —DIFEZ 22T 45y PND—Y >
Whote7 ) FRADZFOEFZ BT L7 & LICHET 55, 1o OITENERENEZED
IR REAT 5 &S REED KPP SEAEEN, D, TREEEL THL LS ke
B3 L I ADHBEEOLERENEOCETCH -5 Thb, RFI7—DFEFDH 19 HiLD
BUDIT3, AV 77A N7 F v —DEf - R EDRVEOREBKEZHZ S5, »
NEOHEHAZONEE L CELERERCERASIN NS~ —Tho72, FIx—7H
PN TEEERD THA2HET 2KEY— VAT Y Ekolz, TDEIETAVIEE
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BEEITEORAL | R BT R KB R 27 F o —

Hé%—wxvy@ﬁ@u&F?—k%n%ﬂ%%wﬁﬁiv—ami%f%%50&6@
@gk@%@ﬁﬁﬁﬁbﬁgﬁﬁﬁ%@ottwio&Fﬁ—%Fiv—@ﬁ%u~&%w
BRI RBEFRITAZ ST 2 L0%, 273 SHERIES L7 AT EE LTERISLTL
%owﬁﬁ%¥@6%ﬂﬁ@%bbﬁiéﬂ6%ﬁ@k%<Ekb%bko@%@*T%
@@ﬁ%t&ot%—wxﬂ—yyﬁmb@%%ﬁ@%%@@mﬁ%bto%ﬁ@%ﬁﬁ%
t&é@%ﬁ'ﬁ%wiaﬁﬁﬁﬁéﬁén,é%mﬁ%@ﬁﬁﬁ%?d%@%ﬁﬁ%%é
nm<mk®,ﬁﬁﬁﬁﬁﬂﬁ%ﬁkwﬁﬁb,EE@&—»XN—VV%E%L,E%E
BEabRREEEE B I hoT, REOME [TENRV, I LekEhnss] CR:
%4

NCRAILDOEEI i QIEE ThH 57288 —Y 9352 ORI F % & & U TNk
(canned talk) 2{ED RiF7Z L i3&IonTwa, Zhs NCR HBRHIDIRFEF5| & “How
I Sell a National Cash Register,” (1879 4E) EBY, B—NAS—Y izhERE A, EfT
STz, ZOLIBEHOMF CIRIREER% 4 DDAT TG, BEILATF v AT 7
U —7 (approach), # 2 i3$2% (proposition), %53 135 (demonstration), ¥k %
47097 (close) ThHb, HEBHEEL VS KBOREDT », ETEeky B
TNVICERL, RIABEESRTVETCETHS S & EPEOTERRD T, FD7280, 1
kZ@x?vfﬁ@bfﬁ%?%otoit%??@@%@ﬁ@ﬁmﬁﬁ?%ﬁmﬁ%ﬁ%
WEN T, 21 HROSH, < ORETERL, EITSRTBEEL—L X - T= a7
@EﬂﬁNCR&@ﬁ%mﬁenéo%Kﬁ%ﬁ%ﬁﬁmﬁwéﬁ~wxﬂ~yy@ﬁ@@
N=aTMETHY, —ADRY — 2 —A2S—Y I DY, E0% L OBEY DY —
VAN=Y YOERZHIE Llzo /88 =Y Y OYRTE L — VA S— Y ¥ OHE - ik
@%E,:y&yyay,%%?UbU—@%@,fUFU—W@@%@%%@&,ﬁ%@
RIE, AV 4 7, ERCRIIDO VA=Y VEBEER PR, BT LIz, 21
WZIHEGH, 28 BERIC—VATC DR ] LEEND, HHRE LI S
DEEBRLI:DTH>72, Thib, 19 TS D & 20 HHAZHEIC T T T —1 R
vyyvfjﬁ%UéﬂtoMQQﬁ%t@%%ﬁf%ﬁﬁ@%%%@?%ﬁ,%@&%J
DBRRT 2 L3Nz DTH- 729,

2. HREOEEDHT

HIZRD NCR #: DB Z 7 - - EHEER SRk % 1% 1 O ET BRRZ RIRGEF R 19 {0
D6 0 MARDOEDL Y BIZER Lz, ¥— Z,5—y CEEPEEE o7 D BT TOH
%%@t%&DE%%K&—»XN—VV%%@T%&wkmﬁ%ﬁ%&%%@@@?é
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REBRESE B242%

DS, BEEC LS TEEE S ORERONUBRED € — VA=Y U OHETH > 72,
FLT, BB BEREE L — N X8—Y ¥ E R - O ANIE (B55EE) BEEE
Lo T EWIBETH T, E— VA=Y YZREREVWEROANRD S, BRFER
AR BERBFE Ch ol bz &I,

HEOEHRIZ 20 HioFEE, X bo> s (Strong, Jr, EX19254) L-T320%F
HBRENENTWS, 511245 H “Mental-States Theory” EVFEN Z2BHEOBEE I W50
HRELEENCHE, ATy 7 LIeHo> THEBT 52 HETH 5, AIDAS (Attention,
Interest, Desire, Action, Satisfaction) IZ& > THEAT v 7 BHobLbINTWVE, F2 I
TEIOEFWCHRILL, BFEiTAE TR -G (Situation-Response) FRWK L5 b D &
T 5, WIIFEAC & o TEIARER & ARRTS 2EKT 5, 5 3 IR ADEEREX
ADOAWZBERIZZEINS, §2bb, [HE] (wants) TH 5. “Want-Solution
-Action-Satisfaction” TRBEI N3 EOTEHAH» S BERBE PR TCOME 2B A k2 Bk
LT3, WINbBRFERE COMRNLBEEHBREOD Y 2 RR L Tw5,

B2 kMRS, Fryviyak 7 Uy 4 (Cash, HC and J.E. Crissy 1957 ££) &
Lo THRFEHEBRRD LI CE LD 5N,

(1) Stimulus-Response (F—IGAR)
(2) Selling formula-attention, interest, desirve, action (AIDA) (RFEEH)
(3) Need-satisfaction (=— X—7E)

(1) & MHE—KE] AREFEENRZ DT, -V ANA—Y Y RBEZOEERESS
:0DFBHEREL B, FOBRMEEEFESELTNE, BEOBEREIZLHT
BENDEVIFHRIII> TWw3, EENEGFEEELBV AHEOFES I NICEHET 5,

(2) OARBAINE YR ESTRBENTVIAFTEESE L, E—NVANN—Y VX
BERBCHIGET 57V EY Ty a R ARLTEELRAGT %, (1) BLU (2) @Fwv
T X — VRN Y O—FEITENCR DL TH LD, 82 RIMFREHO BEE
EEL) TAVARBIAEFEOEBERML T0EEHEZL S,

(3) AR =—XREFA] LHFENEDOT, LROA M Y 7P HEFHLTwS
BIDHADERETH 5, BHIEZ=—XORETHSH L LT, £—NVAN=Y YIIBEED
=2 —ADERETH, BEN=— A2 RETELEGEPY - C A Z2RM T 25, BEERRIERE
1 =—AEER, B2 =—AFBH, BIUBZC=-AKR2OER LR 5, F£D5% D FH
DEFADBASFIEL Y DEESAOFEREL WS, Lo, BEO=—-XDOFH - HERIT &
LDOTHRELREETH S, LV EEREE, ARSI UREELER 22—V AN V3RD
5N, EROFEERR VEENZHETENOERSR S5,

IHWEX Y 4+ — (Gwinner, RF, 1968 4F) L -> T INE TOFEDBRIENTHbNIz,



BGETEOZA T R RBOT K 2L 57 T —F

[=—XFRAR] ORBEWEERE LTL4BHELT “Problem-Solution” HSiN% & Ltz
S [TIEMRAR] L LTHH, RROEBHE CESL TVWAFETH L, Lk
ek, DBETIE [VVa—va e LIFiTh 3 bOThH2, [=—ZXFKEBFR]
BEED=—AOBRR» S, FRIMET 28REPY — CADRETH 78, T ICHILE
ENBEORBRERET 2, BROBLZBES - £ ) > 7 oBEORD S b DT,
BERDLDOHRE, BELFTFRSFOMME (dyadic) 2EHL 5D, HHOHL ST
ﬁé@ﬁ@%ﬁ,ﬁ—EX%ﬁ@tﬁ%%@ﬁﬁ%%%ﬁ%@%k%?—?twaéﬁﬁ
E%@?%&ﬁﬁ%o@¥¢®®7fm—%f%b,@%kﬁE%&ﬁ%K%?%+ﬁK%
REniciill, ThIZE->Thhk s Sh2BE L ORISR 228RD 502 bOTH
54,

MROFHEIERDO I &, ZORROBHELERLLTVE, [=—XKEH] 1T 1950
ﬁﬁ%¥i0$@éhk%@f@@,@ﬁ@%ﬁk,%5wﬁﬁ%ﬁﬁﬁ@@@%%ﬁtb
TEHLILEbDEWZ XS, 85121960 LUK [FIEME ], “Consultative Selling,”
(jyﬁW?4Vfﬁ%)%meC%mmf(&%%%)%5w&‘A@mWe%M@f
(EIGHIIRTE) 2385 L, 1980 AL I BRI Y > 7 04 % 2 15 “Relational
Contracting,” BSHIRCTEBENDb ZOERTHD, SHIZE->Tw 5, LT, Zo#t
BEBE->THED,

3. [FIEERE] ~niEre

1) [FIRBRERE] DiEH

AV > (Thompson, J.W,1973 48) 1cfk#il+ 2 & s 1920~1925 F B 1B B F THESD
WRED -V R~ vy BT 2R RAAED = — 2 BRI 5\ T i
NBHDEBMHoeH, ¥a—rR (Jones, J.G,1918 ) DEAE, Salesmanship and Sales
Management 125> T, Y1 TRFIC B 3 MEBRFRETRL T O3 LR TV 2,
ZOFMRIF 1914 FFICHRRE iz, /S5 — (Butler, R.S) EHED Marketing  Methods
and Salesmanship DH 2536 LV 3 I EARWICZ ST 250 THD y AR DWWk
EREFEIMETRY S 50,

9a—yfﬁFk_wxvyyy7m§$%mua@%i%%%?%:kﬁﬁ,miw%
ZEED NGB SIETE BN %HS, HFOREL 2BV FoL2 WELZE] 72
[X—NA=Y sy PRRRABEDEZ R AH, BVFEDIEFS NEEERUhED L
tﬁ&fw%o%%%A:@%ﬁ@%—wxvyyvfwi%,ﬁ%ﬁ@%f%%ﬁ,Z@
EFOMOBEEIC ST Y, BEOH L 2HIET SEENOEERAIEL TH Y, ML

14—



RERAFREE 225

FROFEH BRI NIHEBATH 5,

UL U@y Rl & LTOBESR/N—R 27 (Bursk, E.C 1947 ) DX
“Low-Pressure selling,” BW T THo7z, F 2 RAEBOHBREE T OEE 2WHIC
ANEIBSEIR E D & 5 REFRHEE b - THLT &0, [BEMERE] Tk MEENK
#l, Thbb, [(BEHFCRELTHSI] EIBBEAENEZLLEWVI, TLT
MEFEE ] OXESED “Customer-problem approach,” TH 5 & %, /N—A 7 IT{EFE
B BR 55 5 35 12 13 “delayed-action” approach, “indirect” approach,® X UF “customer
-problem,” approach @ 3 2#% % Lk Tw3, 3HHO [BEEMERR] FRS&KY,
BEASCHEERERETHETH 2 L5, B SN BR EFEKC L - TR 2R
CEEICEUO T, FRDBEEIC L CTHRREBNRbOTHS, COFER 1)
BEO=—ARHRIM»?  2) BHOBRREO LS HEET 2,2 3) JOID%
EFOESRFFEELDZH?DIDDOBEENPSR D, LaL, BEOHHEBELTH 2,
EEEOELERAABCKIFNZHREGEZ 52— VA=Y YDA, BHBIUV
BENSEETHL LWV, TN 7RV, BRIFMENTHS TIERLRV, Hizh
L ABOMRPURTIEYLETHL LI, 292 [EEMER] EREZ D
B, BIGHTHVZRNTHS L5,

N—A7BE, BRERORBREEL, TORE»SHES UL [RIEERE] 350
HETEBRIII LW, Ihd [=—XREHFX] il&fisn, SHO [HERIE]
NEBBIENI LB BERETHH I, [BEEEZON, MECEREZB LI HEE]
EWIHDELRT 2L [HERRE] 20b0THS 5,

R I RAABEED = — AOBEE - BH% D, EEOHZ 2MEORE T XTO—LV
A=Y VP ASTWBIF BN TH b, L7 7u—F2LoThE—NANN—Y Y OITHO
S 2 SRRV, VA=Y Y OEE - BN, -V A=Y Y OE
ZADEE DT, BIURAABEED = —ADERIFE VANV VOEREOREERNT
EHoH, RAHEEEY—NVAN—Y v EOHAEERCREREZRD, £ -V A=Y ¥
YEEEO [HAER] L LTIGEREBEER 2 NS L IMMBIEL Lic, Thidz /A
(Evans, F.B, 1963, 1964 4F) 2 k> THERINIZHITH 5%

2) BRSERIBEA~NEH

=TT AT EBYAEREOREER OB S X (Smith, W.R. 1962 &) TH 5,
ER~—7 7 4 > 7 BT ARFEORE A ? ] v, =77 1 7 0SWENE L
NSV ADEN B THESE LT 270 COMERS OO TEETHD, OB
EBNRENDERETHHELTVD, ZOWREDOBEEEARBGE (personal selling) %
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BGEEOEAL SR B 2K L T T u—F

R=TTAVIRBIET Ty IRy JADVEDRED DOH LI L THole ZHILE
FHID B FFHRIGAE O EFIR 2 b BERGEE SR b 72 5 TS % O OESE{EER D5
MFEBELERS, ANBRSE»SBEZ S THRBEL DO TREVHENS, Zirv—
TT4YIEREL BRI VPOTEHCED, ARABNAEZOEEEBAZ DI LT
LOTEBZVHEVD, B AWRFEOE N IERICZRE 28, EOBEHTHD 21
BRI, 7aX—v 3> Sy I ADBRWBBEREAREN, T—F T4 ¥ 7T O
BEH EEMan D,

s, REBETANBGEE D — VA~ vy PSR B TR BT 2 LT o
&ﬂotiké%%o%LT:@?ﬂﬁf&%@Eﬁ?ﬂﬁ;<T%émJ%%D%%@%
HIRIL® [2¥] I MNEEE2ERL COieh o ThH 3,

Bl —WARAY R P L REIR Y =TT 4 27« AV A2 b L DEBRORHED S 3
FRTHZ5, ZLTESTANEDEREL T2, ANEHE R —7 5 4 ¥ VREZRTO
VAT LAD—HAELTRET L, ZOHFKEL LT, TTCRBESNEESNIIEAE
MFEEFBCON D OREBNANI S 2=~y a v OBNEOBRE S BT 2 2 Th
o BIeR =77 4 Y 7RELOFE, THREREOH LORESERTAS L1137,

HEDIZ 2 DFEDIRT 2 & 5 C ARBRGEIESRO N T W3 DREETH S 5, AWK
TN LG PRTHEER ORBEBIC I — RBUSHIZ 2, BEE S Bole MRS RL Tk
Vo T, TLAT AV A D 1960 FRLE DO BEERRFOESCER 2R D 2 ~ & T
%t%n%ﬁDﬁﬁk%@%%%@%@ﬁﬁ<@w{wkﬂ6?%%50ﬁ%@kbi<%
FREOL P THRREBET 203 BBV L LI HEC BB L2 Th s, 2Hi
NCRHOBEHITHLEES NG T ETh b, ORI HITI L BEE A WR D, A8
C—NAR—Y CDITEE DY L 3h, ZOLOOITHRE - SFSB I b s, R
ABFRECEROIFELBEE, DLAREEEI LV OTH> T, HEDOVL S AWK
FNOBLOES OFRKIZLEE, BE3L BRI LSO MO EEE O E - 25 -
%ﬁﬁ%ﬁ@ﬁ%f%ott@?%b,ﬂ%%@@@ﬁ%zm%atkﬁéngﬁ%io
FE, 1970 FELUKE, AWBCEICET 3 RHES I CE o7 FRIZEDN—X 7D F
IBL7: THEMR] 770 —F OBGEIRTH 2 E - O—HOBF (dyadic) & &5 2,
RFEE =N A=Y v BIABBEE L OMEER B2 21 Th 5,

3) BEEE—NWRN—Y 2 EDEEER

TER/¥N7 (Davis, HL., and A.J, Silk, 1972 4E) 12k 2 &, B=hirH 2 Wik, Tz
VRV AN=Y vk RAABRES & OO EOHEEA RS T EDOREETH L, 70
PEORRIBIED Fb 2 VREFO—F2 T OFRECERT 20T, OO
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ERERFEESE B2425

LEENVEDLIIECBHEOEEMBEL, ZLTHIGLEPIPPo TS, ZOLIRFEXT
3w A (Evans, F.B., 1964 45) i3 — WA/ S—Y Y L BEENBEHEWIZE| & &S (interper-
sonal attraction) ER % FEOELE (similarity) ke, RBEOBHE, EZHEL &
VHEHBL VA=Y Y OREEB IR o7, ZORE, BROBRREIEE L —VA—
VU OFEPERL T2 2 0HFATRELRZIT S L I EPRIES W, Fin, BE, 1L
A, BURHIER, FEHES, BIUBREBEL - ERTH S, S 5WEH (liking)
KOWTORERETHENHFZHEY L -V 2= VEFELIFHHEL T3, T/ RAEE
WEOHB Y — VA=Y YT 58S 1) #RozF25—1  2) BEWERRE
BB IN-BESEL 3) bo LAV VHETE 4) BEWEAMCELEH B LR
LTws, UL UEZHEER, BRCHLTITOAL D THY, EEOFEHEE T LM
RN E U DREETER L, BIZ2 VA~V D EARTENRERCEEL 52 5
DPFEBEWC L > CTEERMETH 5, ArFEORFBEMN»EENDL0»TH %, i
DWFRBFWC L 2 LN A~ OFEME LEDME E OB T, ELMIEETHY,
TFVEYT =y a YORNF i QLR TE, BRe— VARV DS VEST—
YarvRBETHoTr, IOWMEERZINCE > CTHENRFRNVEFOUFICHT 2E 2
T —NWAR=Y VN TEBUFEEZD I EPKRIEEESN T LR T %, LTz o T,
RO R IRA DNV A =Y YDA 2= —vaYORE (AvE—Y) O
R EEIZ RS L)Y,

74 YT AR, i (Williams, K.C., et al 1990 4£) BHHAMEROEMIEII 2=y —v 3
YTHhBERTWS, ¥ X (Sheth, J.N.,, 1976 5F) BEF LD FOMTOHEERD
O ADWEMERATHL L, HEFAOBERIAEBRO2 Sa=7r—varyOER
(style) ENBED—BICH B &3 DERZHIRICT: > T3,

YV ARDHLFEDEF LRV F L OMTOMEEIERAS D DBHEEEEFROH Y /5T
SEL VoD uhiRhoft DT nS, 2OV EDIE, HEHZEOWFHEI BROXR
B bD, 23 2= —varORBETH S, EREPY— R T A0S, &
HERARIA, RITRIRhA, BB, B L OISO 5 o055, BEF L NG
BINSDREDY A Fhdrb 38R — E 2 onTHiEE b0, HAFRONE
P FTICMO RO BERCEL D ZEBHLDRYLVETTH S, ZOHBEFEED
FLOMOMEEBOREERIZII 2= —>a>vDOhH V) (style) THh3, ThiZE
F L) FIEHEEROSETHEILT 5 5K, 1FiE, b0 EBRoFHRLEESN
b, ZNICREBEMR S A N, HEFRERAS AN, BIUTHTHLAS ALVD
3ODEEBS DL, BEF LRV FSHEERDA I ANCEL TR —EBBE 5 2 L I3EE
DZETHb, TLUTHEFHADAY ANV ERFIZ—EOHNEERIC L > THRES 5,
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WRFEFEDEAL | FIRERIRFE R K 2R 57 P 0 —

1) HEFRC»2b 2 BACRETAWRER, 2) BEF i) FENBET 2 0% I0Rs
TER, 3) WEBEOERNTH2, BFLEVFLOMTOI I a=r—va DA A
NBZBERBED I ATy S oREENTEEAL» 5 DBENDETH 2, FTEFR, L—
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“To Do The Common Thing Uncommonly Well”
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