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[ Abstract]

Why there are so much gap exists between “what should to be” and “What really is” ?
The author of the this article attempts, to illustrate it by the practical application of library
marketing (or Non-profit Marketing affairs) in Taiwan Librarian-ship to discuss the nature
from the perspective of 4p’s-2¢’s-60’s model. At final, this paper will offer suggestion to

build library marketing new paradigm in post modernization society.
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85 1986 FEILHILEIFHEEENFE YR ' EEPUEEE « TSRS
AR B2 ) — 30 DL N O FE B F 8B 17 #4 & ( Library Marketing
Orientation) HYZRER (X4 - 1986) - fiEF#FICSEIM =+ =4  EEHE A
B BT TR RE ME A IR BN A RIRE ~ K2 KR 2 il s -

[ EE M E IR = F4H4% (Nonprofit Organization) » HLELPIRE ~ SEiuEE -« S2H%
K e E ARG VSR 02 1784 (Meta-Marketing ) Sl FHRYEENS - TR - 1784
BESHEZ G F 1969 fFERNH{T# 22 S5 (Philip Kotler ) o I [E] {5 42 4
(Sidney Levy) fZt{ (Kotler & Levy, 1969) - BtHFHHERSETR - IREFITHHTEARE
YRt St ag A R S > ARSCRR By 1980 £E 2 14 i 2 68 B o e R A B 8B 1 T 8
BN - R B EEE NSRS E = - N A TR S e (E— o] EEEL
f@msy (Dragon, 1983) -

AS RN B F BRI TR DI RE B BRI SR FAE thEE - B R EAR
o AEEERAMETHEAS © T hEE - AREFEEREAERE , - ThE
LRSS - T ETERT ) SR ARSI - tEIRIRPERTTH T A R R E B LAY
B THEEEEAFN LR  MmEfEdREfIEEsmnER - eiE—E T
g > HoR 5 BIEEXR ¢ AlEE EENE SRR EBE TR (Strauss,1988) - {i#
BRI ST BB AE A2 2CH#ARY T30 (Exchange Type with Customers) - A THH40
BIREW IS » IFEFITTHHRIA % (Free-Fee) MEEAESR - SiEERFAH
5 RPFEEIIISEE - SRR 4P°s-2C’s-60°s FEREME TS - fkFphE RE
FEEEEMNITHHE S (Marketing Mix ) ~ SRESHIE] ( Strategic Planning ) K B %%

(Target Market) = KEHIZ KA » HREREERIAT GBS EH TR A
Z 0 DFIHSABI 22 28 & = 1 25 A KB B A P T 40 DK B R A 8] 25 6 1 7 0 2 i L
% REAEEFEIFEFTHEN RSAE - MEFE AN SR FEEERRE &
RIEZEE -

P MEEFHNIIE: FoRs g
B AR TR AR ERAE Y ¢ DUEE N E KB K E AR - BEEST A
M~ 3 MIRGTERERET] o S & & 3 & Y (58 A s e IR R B =5 BB Y H AR
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(Dragon, 1983) - HE - EEHEE/THA GHESAVHEEIV ALK HITHHE ST EH -
TTHHH A BT T PRI TN B B G - EEEFECEIEE - B2 aER
B ABOREEEE - —MEIEETHHEES T oIS - 48 4P s SES
(Product) -~ {Ef& (Price) - i#p& (Place) Eifig§f (Promotion) - HimEEIEZEEHE
EETTIHI%AE (Marketing Functions) FTREfiH— V)Y - BRAICATT

O

— B SFPMEMMERS > TrREAEEMENEN > BEEE - i - 48
ERIE -~ BIRETE - 2FBREE (F0) -

T ERE B BRI~ DEEEAS > B A LEZERAEREE
¥ EERISECNIHE  MBEMEESECEE SR ENEREA - Z2FEE
= AREE AR EZERT -

=~ EER  SEEAME - BREOT - MEIRE  EREL - EAHNE > FEEESE
MR RS > (UEREESEEENER H G (@) -

a~ {285 - ZeE B HESS (Librarian Selling) ~ E4& (AE) ~ A @B % (Public
Relations ) K$5E({g#E ( Sales Promotion) VUK T E. » {45\ LB EEETH:
REE P AT IR R 2 SRR B o IR E WSS E B E ( Sales
Orientation) {E fyf&{TsHE A FIHEARY{ES (Norman, 1989) -

PRah bl - e REFEEITI LIRAVHES) - AR T IOmE Rk O BYIERT > &
BEEE S CEEAE RS M = P DIFRE - MEHEER e IE - &
SKEEJTEL e S e T Rl SR R [ B RS - TREREELL ) RO R BEEE
At S B AR Ry Em S (Product Mix) - DUREEES ~ &% - T B A BRI h K
an > AL CAE B ES el - R Rl R R R R B~ i~ B REIR A E i
AzanfiEEe (Product Life Cycle) 2L - (HeE T AEiE AR T REEA RIS ESEHUEE
FYTRHE (Wood, 1984 ) - B p5 ERs i WL oRBS MET TR -

— ~ EMERRTIGRR RS S A RHEE - DR R E A

— -~ AR ATTEREA AR (Boston Consulting Group Matrix, BCG Matrix ) i FyzE i
FEL > WA RHRISHEEETT » FHEUEESENSK -
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% WF A a -H;&“ﬂ-% Kok sl ie
TEETTIHEEET18 (Weingand) 505 HEETTHHA SRR S EEE T

e ] BERY e HEE VR OK » 1A IR ELE TEE T M EERYSZFF (Weingand, 1986) | -

TSR A YN ER IR N R AV B s 8 -t R 2C’s - Bligi 3 (Competitor )

EApA (Cost) - HARE—(EEFaEIEETH LIF A A AT RIE S - BT

N

— ~BERE 2R UMNTIAIERGA - OEEAEEE - RS NE RS - [EE
FIOEE(LZ T - BIEEIHE L EFFERGABHEYR - EEE
WHRRICHIRE - HEBNT T8 7 7] B3

T A EE RO B DUE B B - JT T ENE T R EmMIERAN T ) By
FABESH > FrbAeddsH e (Promotion Mix) HYBHSCHEARNUIEHT » HUATTHH
KEE T SRIEE IO B WIERGVERZ 3 -
HEDLEMS > BIEEITHELR 2Cs 1 T# > LR ETE o1 B a8 75 Y 5 IE
( Strength ) ~ §5%% (Weakness ) ~ f& (Opportunity) K @EiZ (Threat) - &%
SWOT W ARSHEET 2T » M5 2 @ EEE S B TRISRE R A E
LU = (@S -

[

SEEEHTE -
= e AR SRS -
=~ SRR ES5RYy (B S SWOT) i -

Bz MBEH - 5EF - EEERERED SIS HIER 2S5 - 68
FiteERMIME (Long-Range Planning) Y H Y SAEEEIFIEL (Niche) - (& ZEE1E
A N AT RE AL Z it - A RE E RIS MET T8 (Kotler, 1988) -~ DU N WIH{ESEIAEFH 8
BEMBNEGHE - DORAES

BEREI R N B R THEST " N7 - RS A TR B SN A AT
TOMTEE,  FEREE LR R EREE AR TRE N A T EE T, -

= BoE B E TSR R ERYAE - A HEEEITEY - R TS - B T -

1788 ~ FIDATEY ~ EREIEITIN ~ EATI R STIN S URITI SRS > —F PAilZ

& E T OKEYATE > 2Cs FHESEFEGHI > 7 ERTHE SR B A M
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A B RMEALTS

2 ﬁﬁ%@ﬁ?ﬁ%ﬁi{ﬂ:p1§ﬁé&ﬁﬁﬁ%

ol B lE AR T E R e A (Andrea C. Dragon) FiiE @ —(EE TS
FRVEEEE - A HEEEHENE R ENESEN 1% - —EGRF E CRIHEEMH
(L et RO S MY E L R RS [FIR R g AR it it ny s —THE
A A RE B RE Y AR K B il 2 R (Dragon, 1983) - {YRE - HETHHLEL
AT - HEEEFEE (Patron Community) J52[EIZEE @ EAHH & 1T R AITHORIgHIEE
5 - MES TR IR TR RIS - BBV ERITTIE G - HkbR 2C’s THERZER
MRS - M FA B EHSNEE - e BENS ST TE LS
s [EIF TS EEIE &R (Customer Orientation) {F7& » PREISF{EaEE S 250 »
SR DA AR SERI (White, 1989)

— D&Y - s RIREE -

T RATIHES o B RS HARES TR R R TR

=~ PR AR (Brand Loyalty) -

VU~ FHERE AR AR Sl E HeE S -

I~ BB VAR B R AR oL - IR RS R A A B mIAME -

FE=TZER 1R " EEERE ) s Ek 84  EEeEEERG M
SRETEBAT - BRAVEHR I - DUNE BRI G EE) > 2250 TSR AE Ay SR,
FITAE » FEITTHHE Sh A - 55, (Marketing) {358 ~ EHEEFIBAGMETH - &
T EAVEE SRR TS L ~ SeBiS R - DIEE T A0 EE T
EENHYELL - WS T EAYRLRE - B B AR 5% 17 £ (Customer Behavior )
AT AR T B A E R BRI - ARTTIEIATT R - BARAT RAVEIMERTH 60’s IRa

(BRER] - 1985) -

— ~ #52 (Object) : BHEHEHEHMLEM -
—~ H#E (Objectives) : BHEHEINEF LRI -

= ~ 4H%% (Organization) : & M EEZL A -

W

VO ~ B#f% (Occasions ) : MBI EE A A (E -
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* #:E (Operation) : BAKEFUMIACHE % FEoD ©
7N~ i (Outlets) B HBHILLPR {CIE AU AT AR AV & -

TS A R ET EHEE - $HE 60°s SR HEEZ HEAGIE (4 EKB
BAE) > WEHESFETHEARZ BT - RO (ETTH TIERRizE (B
A5 2016)

— -~ [EF S B IR 5E S (R BHG - A5l (Market Segmentation )
T A EREE ) R A FIHYRE TS (Sub-Market) - 3 —25 {hif HL A R EBLRy
DURERHZEMTTEY (Differentiated Marketing) -~ fEZ= 541784 (Undifferentiated
Marketing ) & EEH{E{T84 (Concentrated Marketing ) TRHE -

wIEdanfiEsR (Family Life Cycle) - & HERMNTSHUHEE AL - (EHBCEIEAY
MR By ¢ B PR ~ WrBPEEL » WP~ GREE  TwER =R =R
P ~ 2R PR ECE PR - BT HEITEERETTSE (User Study) ZF% > mISHEIEE
PG EE K BHEEERE - Gl E 2 AT i E N e R A
IR A - TR MR E & &S

T~ WEIEFHgLEOL R

e BT R AR G nE I E - L 4O ZE R S AR (Say’s Law of Market) &
SREVBLEE SRS A SHYFRSK (Supply Creates Its Own Demand) - FIEIEZERIZ —+
4O AR HaY LR AR (Keynes Law) -+ FLIROE K ERFR K G AlE A SV HL4E
( Demand Creates its own supply ) - It —EFERMHEE N EE F R ( Customer
Sovereignty ) FARHYZRER » 1788 B 40V R /g T I 2k 5 40K BAR - gl R BRG]
[OIESEELIRIYAR A - B ERFEEIR ZEZFFEHE » IR a2 EERE T
G a S T i - e SR PR St i RS R R R IR - Ml RIS K
T FURERGE IS - R R (B4 » 2016) ¢

R -

= A E AR

[

V0~ TTEHERRF -
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F o~ FEE T E R o

B - FRERTISE RIS BT 4F > B B ST E R
o SiEEHE PR EDIRE  ERGAE ZHEZEN A AAESHAESESEE

=

]

{8

— ~ BRFUOERE R 5 T FURE A BRACE DAERE ~ S 4RTERZL - AT
Fefiahks (Technical Service) 2 NEFEIRALR » LYBEAHE AR ZCHT A4 A 2 ) Bm
BN o

T EEPLSRER N EOFEZ R EEEAEREREE T R UESE
Fom e Ryl B - BB 5 (Reader’s service ) Z HMEVE B R Ry SR AT EEAR
FLAHE AR & 8P U 2 S A B TR A Y A -

=~ QIR ER - TS 2 RRAEEEREERKHEEL - A AE - BE
EEZEHEE R (Virtual Materials ) FYfETEE » 4R AR BSR4 a0 1T Y AR RS
il > 5RFHEE (Reduce) -~ FFIM (Reuse) -~ F{EER (Recycle) BUR - FELRE
1784 (Green Marketing) FEE1TH (Lean Marketing) - [hEAL: & {785 & [ A

HEfrE o B e B R B e & 5 22E (Problem Base Learning, BBL )
& 49 6 5 AR S B0 P CS Fs  SE AR 5 B0 P ( Department of Public Service ) {&EI{%#

B EATS - EEETTHEEEONE - RV E AL - HAE IR S5
FEHEF - EAFREMEZTETHES - LELIE - BEEFENEW > EAHRE
NIEEFERMAFHEENEENE » KA ZEg - HZitg8eE iR

(Montour, 1988) - Al - EFEEHE  BH -« (REEEERFE N BaZ= A H
AIERR > AR AT TEHERBIRAVEBRRRE - HEBHR(F FIERAFE TR Z e A

— ~ AERARITIHE R B A LR E E o T ORBEAE IR E 4 HEHE I EEY
PAERERFREAYBIETIRE - BED5 A al B as P o e S HL A T A 1T B el
S~ AN AEE > DB A e RRGHEE - RSt as) - [
AR o LA RE(E B FHEEEE HEFRRAEE DL > AR HES L GNE

Vg
BE o
I

[

o BB AR CAY KR o EHEE B IS E S RS EE S MAEE - T ER
O~ =i VEGESERIRRS S B EE RN EERIETE S 2 A
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= (Intensity of Knowledge) - 88 EXEIT4ERRTTEY (Network Marketing ) pAZE
R sEfZERE (Intellectual Property Right, IPR) JEyEMEREF S » = B
HARA I B A > [ IRFEE AR A BT - —R— A2 - B
SEREATEE A EZAFRENTE (Knowledge Navigator) HYIZiEE - Al Sl
HAR  SE g rHEa s RS 5 IE -

S‘S

£ BRpER

TEER REZETTHE M EEE TR K ERM (User Demand Management) » §E77
e 2% e 2 o e A 15 DA v 2 B R S BB R SR AR A A R (B 35 BE T TR YN S » SRR
AR VIR EFITHH(E 5% BIEE =HFT (The Third Sector) HYfXkIAIZEZEE » 3K
Bl =2 DR S B B AR ST H R LR IR Rt ZE 2R -

EHIELRAIAE o HAUZEHE - ARBHTESET (Innovative or Died) - 5k -
Bl G T — L ESFEL SIS - RRESEEEERNREEN S - EEHE
ME—AY N EEEEE . B EM SN EE - RINTHEAAREE 4P’s-2C’s-60’s 15
RN SERHTE SR EE I ETHEEEN SR R o YIRS
— ~ R EEEAEHRBE TR » HEEIINARE - SR R T S

» JESRPGEBURBUEM (Policy & Regulations) > DAE{E 2 E HAH TS
SRR ~ (RS - R (EPH A AT RN -

T BT RE AR WEE AT > WA SR EERTISER  ERER SWOT
ZE R AN T R > DEREE TS 2y E - R ERE H CAYH]

7_{

i

=~ BJATUE EEE 5 5[ T 45 (6 R BT 15 E e 3 T S5 Y Sl ( Coverage Market
Strategy ) -~ DUFEREACITIL ~ HEsR 5y - (LEFEERISEE - BEEZEZ TELL
KELE

Y~ H AT AR A HEE AR EE) - (BER R SRR IS EE - EE ST
SHEVEGEE » U ST AR L - R EEEE ARG AARFA] - FalkiE
AR5 SR -

EELREN—Z OFEBEEEFE (Five Laws of Library science) - [/,

OFMhER L MlE TR 7 (Five New Laws of Library science) - JAIEHHEAAC
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B2 WEAETTHY (Neo-Library Marketing) - BEFEZZ:C  Ryde JUBMRS | ~ "%
QUSRS T | - CIRERISTRINE - T ERRHGRIRY R T HEEE -
flisFA , FlEHER R -

2

A0 ELREFETHEN S  RETERARREEED - T & IR Am
( Non-Durable Goods ) | ~ T it Z %h ( Durable Goods ) | & ' IR 7%
(Service ) , ; MiKBE B HEGEE 7> > AlF " EH @ ( Convenience
Goods ) & H¥H Man (Staples) -~ @) (Impulse Goods ) 1% H i
(Emergency Goods ) =7FE¥UHH ; " ZEfE L (Shopping Goods) | 5 " RiFkfh
( Speciality Goods) | DLk " REE 5 (Unsought Goods) | PUAKHE - fitm R
FEFEE - AHLEEE - BirEEE - SREFEECE R EEE B
175 BE e R T892 B oy B DUENT - DASRE T IEAE R T8 M & -
FYMEE mEM R R » EmB AR EM - HwE " 0 E s
( Core Product ) | hxfstz LAz 2k » A " AP EM (Tangible
Product) | AEFImME - w8 ~ X - Rtk B3RS TR S T 5 i
Z i (Augmented Product) | & 2R - BRI - frad - HlaA1(E M
AR e % » B E AR ZTTHE E AT ARk A0 2 mn =R [F g e lE
FUE o A EEEEEL - UELENIRBETHEAS -

it @ B AR RS T8 T 2 A T RS PR Y B B 2ER E 1T B A R A S

el tas 2 raf g ] Al o AL 2 (Whosaler ) ~ {QERE (Jobber ) BIZE &R
(Retailor) Z - 0L R/ f&fE (Intermediary Level ) 7 8 H 2K E [B & 18

PEHVERIE » AlA[ oy F " EfSmes , ~ T —PEEpg - T PRI REEEE
ffii - S Z A e A EIR AL AR > R3S TSR E - S s L)
REFVEITRIE - 178N MRSy (F 220 SR Y B 2 A » TR R e S s A
Wi Z =K > HAR & fFa e (Channel Competition ) HYEZE -
BEFF AT 5 Ay ¢ (5] — P8 T PN 25 i e e 0 () — B RS T B DR (o P B3 A
KPS oA SEE RN BE A4S 2 1R 2 ] Ry UM [F] Y A B T 2%
AR 255 S BR AR E SR S B E R T B - AR
FEBEE R SRS A B AR - B aETT I mps B 237 —FE DL AIRE H fsm oK
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