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| (1) G IqERUT/ TfTEtaTor (Production Concept/Orientation)——ﬁW & T8
FEON 3T T @ TR AT @ IR swmed srauTIony/sgaeT
(Production-orientation) I HT & &) g9 feyfq ¥ awqell 3R Jamdi F 39T mfg

B e ST J(6 H A, 7 farg #1 faA R (Sellers” Market) F ffd 41
E q9r & S *ff 9% EGq F@ o, 57 9 fa= Sl 4n

(2) fasita sremmun/sifagaitetur (Financial Concept-orientation)—T&fem @zeR &

S EGIN ol feafq fasitar sraamum srmEn fasig- et (Financial-orientation) &l 41

79 fefd o SAawias WAl 3 e foran i o & g 7y o fae ok fadia whem
(Merger and Finaricial Consolidations) RT 3i&Te @i & fdw T R AR &

(3) fa=a STFETIUT/ TG THTTT (Sales Concept-odentation)——-m feafa & fefeg
el o faera- e (Sales-orientation) # T & 81 39 faafq # awgeli & 3nMg

B YN W AEH F 3T Heqy R T faweT a9d | gfe g8, fawa fed @ fawr
R fww,m@gﬂ,ﬁ%ﬁﬂ@famm%a@faﬁwmﬁa?ﬂﬁmmﬂ
B 5 R 9 A SR ST SEvaAEART H I F 3R NN 1 @ & 19 a0
B I WA ST G |

(4) fagurr sragmun/erfag@Eiator (Marketing Concept-orientation)—T&fe @eeT

| %wﬁzmmﬁmmmm«wwmm@mg
: 35

orientation) FaT gl Ta Wiares 3R TS THadd, Ted Taea] g ST
FFTAFAA (Highly Satisified Consumer Wants) % FA9 ¥ faa-31@ian & MR W
FAEE H A W Tal IAdT I Fahal, 37q: A@ANTS Bl 1 G 36 faque-SmgEia

' 1 3N 31 I8 Scorgd ¢ fF fawom-siivgeia sFs &9 ¥ famg-ehmeie ¥ i R

CEREEELIELI] (SaesConcept)W?fd’ﬂWWﬁfﬁW’ﬁ%ﬁmmm
faFg I F1 Wefed & & o fasau 3R Y59 & 19 f& s @1 39 f9ude,

I fqUUA MO WH & faem SR e T T 39 AEvIEas B U A ¥ AR

3R FwAr 7 gafEd fear Srar & 3 Smen i 9t § % 9Me 90 ¥ (Meaningful
Value Satisfaction) 39 FF FF I FA |

frferT SeeR S0 gqr SWE 9/ IR fauue srayronel & iffEs | o ol
arer U fawast 3 faque 3 30 Sraumumed & off wfaueT f&ar §

(5) SaTg g (Product Concept)—3dIG GYURUT 3G H fFH, MFR, T-FY
T3 feaed offe % GUR W g 31 .21 48 STauRun 3§ Aal W IMiE & 5 afe e
I TS 2 a7 d §gg WK § off har fgar-faan gen I ug IS IERn oW
T I SE9Edr & 98 URT & 6 WES 9o 399 R @ SAK € 9ed g 3R 9%

39 fau gewrm ¥ TR & el IR SN % YR W & YRT F I,
fema=, fe t%?% fagen, U. G, . (ACC) 37 ¥ R & HMEFI IER” T 3G

g wifoa & forar 2 |

(6) TraTfae femqur 3r@mun (Social Marketing Concept)——m fquue STIYRE
WA W A 2 ¢ AT ST F YAd FY Y ST SR v
W fedi @ 39 HOT & 3R el A ge ¥ w A IR s i I q wgfE
Y T

@ SroRW (Robert Landage) & TR, “fawom & 4 Fact 74 Il A foft 3§
& gt T8 2 afes amIfes ofF ¥ AR & ToUEd ST W 8l oW Tl 3w @
S w0 o £ fr TR STNRT a9 TF e ¥ @ TR § 9 TS gmieS
<yl of &) T fauoR AEUROT ‘Sudte WgfE & AY-U gt e @ o e
R Y R A, RATTE EF M T T NN TR E, T+ Fad
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faque Jr@EamRun &1 SU

(EVOLUTION OF MARKETING CONCEPT)
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faqum /U & SqTH un fasrd
(ORIGIN AND DEVELOPMENT OF MARKETING CONCEFT)
Wﬁgmﬁw%hwmm%mmm@ﬁm%m
3 e of9 o9 § & o1 T ©
fHYUR TN & I T fawra & giaed

B NS o ———

| .
(& 1900 T ) (1900—1930)  (1930—1950)  (1950—1960) (¥ 1960 F T
T qAaF qF)

| . _ |
faframE . SOReE foramiget famomiget UReeEt
(I) 7&H araen fafasgat (Exchange-oriented Stage)—3% faqum & gad T
JETT £ SAE (G @ I gl 39 3R ¥ QM A Wl 9 I FEud FF FH
oY SR e UF U U7 o FafE Aavadal ¥ s wdl # 309 I F YF @
T A0S T8 G IS & T AT F e F FH fIFH A ) 3w
Y Ffosy U R A 9 fear fom fafma & smavasal | ad foar wm 9@ 9 a9
fafm ST T AIOS Q3N T A U YT I & el | YA NEAYIRAT F 3
Fegell 1 fafa sy fean dR-AR A T U U F19 W A G e o
Fof W 3T & e F A I faftam fer 99 9k W =" ®E T aeR
(Market) & &7 a0 & foram 38 e gfe ¥ SR &1 SmW A S o) 4§ 99
fafor 3 3RS STl 399 ® WA 9 A (Barter) W FHARd = R F4
¥ o ge7 & I g ol A fafry @ F 4% e} = e o faus SR 4%
o fafma srafas wmr | 89 ol |
(1) faftg r@En—3agEt (Production-oriented Stage)— fqquH /gy’ W
W-WWWWW (Management PhiIOSOphy)fTﬁefaT@I qATR 9fgddl T
2y STeAT AEYTS & (9= fauum rauron & 9= foam Ty 3 affniie o § 58
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mérﬁq@? (Production-oriented) 9Tl faUu &I 3MEYTFHAT Fad Icae &Ham F fam |
% faC T 41 WeF F gy f ffar SHE oW oA N WS F AT snavadans
B GGE T & 0 FE w7 o S oM S YT FRU-IAEA Aal o #
T AT F M B e e v f, W # faar aow & fofa 4 @ ofd @
qor H A S o TR augell @ YA i e 9 a5 & fORg F #E geen 39
gy Tel A1 A va § geifas afael & 9 qu Seriar 6 aEd #1
TS Se¥T T FAAT 911 FaT ST WS Al R W TE a1 FeEd §
M el F A% 5 g stfusfas oy A & A fE S an

(III) a?ﬁ'a axam-ﬁawrﬁg@ (Sales-oriented Stage)—9{ Sid m F A ﬁf{
3T &AdT H W (Equilibrium) ®NMTG 830 A1 84 &I 3707 fq90F ¥ T JAfdaR &

[T arg &1 93N I i & oM-aM Sfadrel § g gd) saEvien fawd wie &
I TH qgdl ge gl F T § IAfed A famT IR H S 3TV H TH
ol faa wifeq & Daeel a9 & foe 9y 7 fagmm, fama 992, fawe sqam,
g SIVTRI0 3MfS &I FEMAr o AT @ gU ot onfl 9% IAeA-NUgEl Ja &l & Yo
| TET AR & Ao F Teqd [HaT1 T4 T T8 Fael Tg9d 3R (Corporate Production)
% fahd & T & T F § oS- E va § e w1 o foe 38 fama-eifaEt
Y H G & T TS g |

(IV) ang W—Wﬁ’ﬂ'@ (Marketing-oniented Stage),—ﬁﬁi-?ff\l fquum &
faraI=dl 31aw H IIeH a1 Aedl ¥ Yamgl s ol I Hawe fei-fer &2 aa
T 39 YaY @ f9Uue ¥ | [ R 9 fau e e 39 #2 sfemef J
IUCH P qE a4 & fau areF @ & faar wiigaenet @ it fawg oifeq (Sales
Force) & 3qCT I fud 7T ¥ fapq & 9o/ T 81 96 T TRT A Ao 3A9e o
oM F7 Fel T o I & ARy F a9 F (A0 J9 F&A T TeH H A IEvESH
2l 39% foIU 95 oMava® g fF Tedl & STavawasil & Ia aal S 9 3 § AEN
o &1 3A1ET WS (ahg a1 I9| fGUuRI-gE STuRun 1 e it famg 71 fauom §
I F UG g & AU a7 fomam e 0 3R faa fahaell & avasant § 3K
9 Fgd AT §, To GOt 3R, fIUUH e F AGVIFART i SN AN F5d I
2 T8 ¥ famorgEl T & SO UE faEE A IR {4 R fAReE s @

T g ¢ fodd famaret s off sffeq @
(V) 4aq W—W (Customer-oriented Stage)—m T fa Qfa F

ForREEY el JaY alct FAA S WHE HSAA ag I W F Aot ¥ wiadq
% RO T AR GILT T A 3T HeAgdl # favun 98 Fa ¢ 5 ¥ st
W 3T ¥ fagg @ TN & @ 6 S F TR F AT ¥ W iR WY R oo
B0 ITNERT & ST &9H & WM 7@ [ 39 3R IvE fR fF aeR § wwer
TF F ¥ 0 Ted & Ted & WHR F o 99 TeF & Tecd N 990 T @
Wﬁm (Customer-oﬁentation)ﬂ?ﬁfwa?ﬁ T TN 9%q |, <@ S @
T UREd] % Fora®y SA99d F T Yo 9 € T°d TN A6 U § 3T
FHAT HfHaT o N JoT ¥ SEH A TRl '
sgfies fauue SEERUT & W, TAMR el 3

(FUNDAMENTALS OR PILLARS OR COMPONENTS OF MODERN MARKETING CONCEPT)

 faf fagE @ TTORT @ O fRR ¥ MR W w1 9T € 6 omye
YU 37@MRUT (Marketing Concept) % fTHfwT TR SERE™ §—(I) MeH-3qErFw

~ (Customer-orientation), (II) §A¥d fd90H (Intergrated Marketing), (III) TR S

(Customer Satisfaction), (IV) T heq[u[ (Consumer Welfaye)l
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