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A Study on Satisfaction of Internet Shopping—-mall between
Customer's Lifestyle
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Abstract

The purpose of this thesis is to analyze and test hypotheses that the internet shopping
customer’s  satisfaction would be differences between customer’s lifestyle and a type of buying
product characteristics. In addition, this study tested differences between lifestyle groups and
product type in terms of customer’'s transaction continuity. In result, we find that there are
significant differences of customer’s satisfaction and customer’s continuity in terms of the lifestyle,
but not in the product types. This study provide useful informations on market segmentation
strategy to the firms which had been doing on-line shopping and will help them minimize the
possible risks when firms enter into internet shopping market.

» Keyword : CIE{HIAZIE(Internet Shopping-mall), 210 |ZAE}(Lifestyle), TEST(Satisfaction)

s HIXAL : O[FAM  WAMAAL = AZIY

« E72l 1 2010, 03. 11, AlAFY : 2010. 03. 15, HIKHEHA L : 2010. 04. 06.
* ARSI A BT W e RANSL A B3I Bus

2010-15-4-5-

2



120 W BRI A G RE(2010. 4)

Ao FAsiar Slrk

AEYl o] g2 HAs= LHIAIA AZE F575E Al
Fska gick QIEl 7]uke] HzPEAR Alel 52 <IH
LBEZ QR 7P| F7ho] AR HIRYZ 9o
FAE A 719 AHULBEES FalM 2442 A
WO H80F A P AHI: AE 58 IiE 4 3
£ frAlsle F5 ol¢lel T 7hedt e v
A = A HATE I AHAES A
Q1 H-8HR oS M 4 Al HUTh AEiAkE
150] Ysh= AF 2 AHIAE Fuisy] fsted R
At P ES W3] 7170] AR Hujm,
ARIAES o] Aol Bash tekst JRE
Ak AN MBS A Fshe 7197 H91e] &
Alell FE2AIZ = ATke oo R k] Bl &
PrEe J43] STk It
AB g o] GASHUAN AALHA AIES sk
28|70 Fldo] Zskal BRI SlojA ol= g AlFe R
EE SHIAE B TEAID 4 QA EQieh AniApett
VA, BE AE, fre T PHIRY dgradel whishe A
=7t g2 wjioltk o]t B thal] 719e] ti-&sk=
W 5 shue 2HIRE 2 Y o]z iEd 50 A
Hlste] 1 w9le] EAEE Anixle] &8 BA% 3 v}
ARAES FHst F8sl= Aotk

webA B ATe QEUEES ke &HRE ez
2lo| eSS Tlofslal gho|Z el o] EAHE QB
Boll Wik EEE ofelaat divh FAH R sl
AN AHIAE WA BEFEolr) fEjFolx), [EFo%}
o Y e F2 F JhEE 2] aAAuE A
FY A 2 AR, wlE 2wk AEls, 221 A ok
3 T vl A8 HeE sl BERE 3 B e
2 &M gol = e T | &HIAF Adske AFY]
4% 73 A(experience  goods)®t EAAN(search  goods)
2 st JElg sl g BEEr) ofWmA] A8k,

s

L S
=
I

=

-2

K
2
2

Al

M rlo o
N
3

i
—I:!:
, o

o 44 4y o
o lo n:?,[
et

&

M ojft

13

eho]melelsl Adkste AFe] S50 weh ge) AdE
&t sk ool ofl Aol7} kA Poknaa Fick

golz2elde] Jde 19639 William Lazer(2]o]
3t pAR Fopll AF02 e F o Aol I
FEom, dFEAY ATl e FHRY
glo] 2] /d-e XS EuiR T84, 5 199
3], 71 2 A8 59 QIAEAY ko] AREE
HgEE, 14" Zo] ozt AJNEY JHA, HE, Ad 3
9] AL E35H $749) WSlE Qsf vk 5 gle 5
2l Rojoir AR BAsta Hrlste] rAREE] 483
2e7t v A 4 Aok

AR ezt QAN eolzaElde] FAAHE v
o glo|Z2ElY] EAo] ASTEUEY] AEYT 3
ol g G WXL 1 AR A eo] 2 et} ol
5ol o A J=THE FetstozN APARsE
A= 4= A ok

glo| 2o WE APAEShE AHIAE tdeE 1
S| golz Eld 37 Al Activities, Interest, Opinions)
o ZAst] AR o] Z2Etd Fohfjo] wiAY BEshe
o 2L WS AASL ok 2ol Z2Ede] ofgh A1
Ak F9 T A4, Ad HgEe] AXsHA] £
She MRS ASA FES meRsked 8-Stk 1A
HoZ glo]ZAEtAS APIAESl) o]8siAl HE A1
WASA, HHEA R 24 T5 vl R AT
ZH|Alo] dgke AE IAMY(product positioning), F
I AAF N T e g2 Apde] ThsE Wt
o} ARl A-e B gl F5ES SEFOEA £
HIAF JeTte] oapFo] dEshA "k

gro]Z ety §3L ol 2Ed S AR gL o

& 45t ol et Uekd 5 glek Qukle.
2 elolmaelle] BAHE ANE A wAE Ay
Mo s 4 9w, thil AR delee F84 vole
% BAPHOR 7Y % gtk ANE BAe A8 A
o) HEEH WO § 37k i ARAA ol ol
= ehle] AAAQ FA B AT sletsiels A, o)
HAH] 2} AL 197090 ol B A TR Hwel



gholxsgdel B JHYLYE

aEAe) BERA B 97 121

9] Zo|Z 2 Elde] A5t AAE FALE o8¢ QHAZHIA] B
(Yankelovich Model)[5]%  Standford Research  Institute
(SRD®] 1178¢] NVB(needs, values, beliefs)®] =}o]E
ZAFsto] ARSI s B Y] e R o] A A1)

T4} Folg Rk she Wl gtk

P14 Bale el o el 4847 44
& wAsiel A8A FRS sl dZsie Wt
Spolizrtie) olsle o) AShE T Sl SR e

E9 54 ﬂJr"-]rc’ﬂ o] glom & 7k, A, &,

4 AFS Af g AN Tl wet AlgH oz A5k "ﬂ-r
3}3ich AI.O(Actmtles, Interest, Opinions) A} A}
ol iy HIH(Psycho-graphic Approach)ZAP} 1
HEAQ A HolTHE].

7199] WA &5 0|83 fste &HIRY] KES
RS AFaTs 20 JEE ABA A9 #7474 73
FTAL, BagoA), dEiFoAl, WRAER, Agoat 5
R oz MESIE A=t aMlEsibanefit segnentation)
o #gt AHTIE EdE FA U] FEATFEC] M
o] gtk #AAFY AMEF Tl FAE ZE Bz} dF
o Bt ATRIZ BFH AuAL F3F AR}, HAS 9
P AR o B P i = 2 Bl T s L P R 57H
oz E7S vk JdoH, 49 FHE FHE

Alzgt AFHIME FoAXl B s W
B 7%, AEAH 7138, By 18, 42
2 FEE v gtk o3 A ZE(Standford) G4
el idE 7X|(Values)oll H3& & go|Z2EA(VALS:
Value and Lifestyle)®] 79} vlARKMichigan) thgte]
Survey Research Center’} 7HdF LOV(List of Values)
£ 483 A7t sl EEATHI0L

U9 $& AT AEY] FEYEC] FEHE Zu

e FE5T ‘ﬁ%"obi}% 7R BR(AEE ¢4EY, 9
A APNEY, ARH K57, B4 A8 T
Al =219 go|z2gld {37 S4E FJHLe
FEHREA g 379, A A F7Y, HAFH 2
g ST A2l Aok

©

e

=
=
-

N orle

Jo

o?.l’, o
é 10 2 ﬁ

re

e

=

22 AH|Xle| UET

LnlAe] WL A AE, Aulzo] dislel Aehd o]
& A9 A Wrlsle] AAHCR of@A VEFY IS
2437 0|2 o R VEEE TG 7} 224 thako]
ulAe] 71 SHale Aol Tejsle] AulAe) wEol
29 ATEEo] FolNT A%Ae AF s} fAHH 74

EIE olold] AFuAS WE Tk

e o] A9 e Auel AF, Aulzo] v
Aol ol A1, 2MAE 0] 58S Tl I
529 ARUEE THFoRA wEe] A1 o ge A
g 2 2] H9ir) oleld a9 %aw& w98
Trkahe aHAE WEE] Qo
Z0Ick. ]9 Aol Hekste] AR Qe Mﬁ%% aIgee
asE dhgoR RSt 29 e i
5ol G& PlAE W7k RAAE Hohfes DU A

FEo] Amslo] g,

279 B ATEE AV A BA W5 A
Ae] g B3} BsE WSl AT Lld
o] G VA ol B AL 2RE oleRE
o, 7 A9 ek AR e QA AHg] Bl

2 8499 JALdolgke A3 vk PR
Hotol igk Ag 14 F{14][15]°] <1 %Lﬂﬁ% 2oH|A}2]
mET ol BEo] Qlths gt ofgy o

Q1 Zesgoljxie}
o] AEAX(product perceptions), <27 F (shopping
experience), AU (customer service), AZHFE  AH]

2 ¥ (perceived customer risk)se] SIEIHZFdl thgh
Zn|Ape] ghgol d3ks WA Zll6lol2kar ARl ok
aRRe] TR *%3 [AFA AFTH F AEA
(AS) Fulg, A 3wk 9, S5 5o o3y wid
AZGN71 2849 Held mHtold, AlelETAR),
ARNE FI8E wErd %S vtk A7t ok

23 HE2o M
LRI AFproduct)®] FEL T HFe] ot
71Ee] 23] " Al (search product)9t 73 & Al (experience
product) 2 578 & lom, wAlE o] Bl (shopping
product)®}  H&]A(convenience product)E  TEEoJZTH
[1910201[211.
Sk ¥l Fojulol 11 X7HE & 4 e ok A3 £, Al
o, 2 58 YAl (experience goods)oll &3} &
& A AREE7] delle F4S 3] JETE F2 4=

AN olg, WE, I8 5ol s 4E) tFe] ZHAlel
o, ARAE AFolt Hulzel 44 AAL AvHom
7e7) olRITk AL AT AHI2E AT Al

Bf 71 2 el Aolrk Ak, kA Ahele] Al
we} ke Aol chsic
olo] uls) 4% AR eHolE FAL 5T 4 9

A (search goods)®] olz2= ZFEZ}F Utk %ErEi 3

rr



122 B FEMRE & 30562010, 4)

5 7heE e =83 CPU, adele 5 3 7
A B2ES sk "ok BAlE A dig 71eA
R (descriptive information)& ZAZ H71d $ QoA
7 A A Htangible examination)E Z831A] =T

o]9} o] AFe] FF B 540 wepr] Anzte] Fufje}
T AR AA ] h2A G XA Hol 2841 A
oA dufsirlel o Aget AlEwe] e 4 ok B
Aol W2 SR FERE JRE do] Hrigoew
A 221 Aol w9 AR A@Al= o] 4 A
RE Prigoay el Ad v B Bt
© Zlo] gRbEQl EAMoltH2023]. &, EUlEEolA]
T2 s AFT 2184 g2 AFe] de Aotk &A
o} Zo] F4o] vluA FEsIEo| ar, wiEET} diE e
2 A3, 57”—‘]"] /‘]-“10] 9 Fa3 AF] A9 Ae
g BolA Hgwr , 95, B 53 ol Fulirte
7157}t theFatar A4 7“5401 Fa3h vlaA AFo] FFES
=] QA Be AR Ae= A= e AoE R
I ATH241

Hlbq
o -

Il A7 dA &

| TR 9 It
AYATE Mg B A7 S8 T4 drRPe
oy 13} AvrbEe et 2o,

o] it | g~ )
2 0lz2E SRS = A
qetoss
et Ly
i GEY 2 Y HL
sl = o
HR el Wi Y DB AHHA
AHF ezt SEAN e gy
HFEAEA AR A5H
Agq | gan
experience| search R
goods | goods Th2 afo 304
T2 1. oi7e| Iy
Fig. 1. Research Model
B ATE 4 2vlAe) golzarle ueioln 4
Feireat Je, Aot Auos 15N, ol

o,
L EREZEDE G EENEPES RS D
A ool o ofuE XS Yok, obge] T

B E AES] EA we} JEUld Eo
ge] R)&A ool 2jolr} e %

h e
iy
H o
T

EI

i

S

R

B tiah 41A)e] HEEE Z4a7] Sla
SR 229l TN AE) T4 B AR wE 2 @
sl eakelAde] b vl AE 238, AE

o B4e YA P TR S 7| A7E
wios thew e b Agat

JH. QEALEES 0I85ks AH[RK= 2lo|=AElo|
2t ST +0|7+ UL
7HAl-L JEMEBES oldhe LMt glo|xE}
el me} 219l W"Aiﬂl* TEEE Ao]7} itk
7Hd-2. IR ES ol§shs AnlAke] o] w)
ol me} Fe] 74 5 AR e Aol ik
7HAL-3. QEUISRBES o8-Sk ablAte] glo] et
el me} HHO % wgAulze] fEEE 2fo)7} gtk
7Pl QIR 8-S ol8shs AnlAle] glo]xiE)
Goll w2k 2eRRIAN ) P e Zol7t itk
JH2. QEULEES ol8sts AH(Xiel 2lo|=AEllo|
w2t 22telieel xisde o7t U
713 clEnEEolN Tolsks MEe| S4of et gt
FE= Aot ek
7Pd3-1 elsks Al 540 met 22kl uAAm]
2o Y3k WEEE Ao]7} Slck
732, efehe AlEe] 54l whet el 74 3 A
Holl i W= Ajolvt gl
7H3-3, sk AlEe] 540 wieh i Bl kAl
2o i WEEE Aol ik
734, Felehs AlFe] S ket 2eRIAHN <k
el o3t RS Afol7} gltk
JHa. QEALEE0IM FoistE MES Sdof et 2
2elrfehel Xi&42 Aol et



folzrgdd e dHYLYE Lude wE

o

s

r2
-

123

AT HELS AEALFES o83k AHIAE o
Fo R TS ARt ZAtel] it AEAE 71
°2 AE(ikert) 58 HEZ FASIH:

23]

|

¢

T 18 AEZAL) Fodd B2 Ay AT B4 B4
S HoFEh wA ¥ A4S AwEdE 2007 100
(A02%) 02 71 =& HES XS, 30u7F 551
(221%), 400 o]de] 8178(325%), 20M oIkt 139
(52%) w2 Urﬁ}km 20t]9] Hlgo] =2 AL QM
aPEL Fe Fo] Mushe aPPAAS wkgdske ATet
3 5 Yok 1—2—4 Ao ool 146 (586%), T4
o] 103%(414%) & eake|

AR7} ”ZPHD} A Eokh
o] A% o] 829(329%) 02 7} =o

gor Aol HH(2R21%), FE7E 491
2o FRE o7 Utk Hd 4459 HeE i%h‘éi i
2A B¥Eoe] glom, 1009y mvhe] 83m(33.
oRE SAYS Wk Aotk 2w HEANH06%)9
NEAHL949%)Z A9 FS3 vlgS Jehln o u%
G2 AS UiZo] 1RHUAL%GOE 7 =L HES
AR5, distal AJste] 808 (321%), HIAE
AS 278(108%) 0.2 UEREI, IE oldt 409
(16.1%0)9] HIES AT

ol

1. EEo| ENEE

a2 % 100

2| 19 76

Rz |Et 16 64

%] 248 1000

1002k2! of2t 3 30

100-200242 40 16.1

T Y 200-4002+H 57 29
&5 400-6002424 % 137
6002k OfA » 14.1

2] 249 1000

oz 126 506

4z o 7lE 123 494
2] 249 1000

& Ofs} 40 16.1

CHERAEH 80 321

&= ohE 102 40
cHakel ofAk 27 108

2% 249 1000

42 dzld & EtEY 24

42.1.

Ao

ERIpSISE x%z]— ] 2R3 YEAE
pe]

HaaE) Bag A
o] 93] 3 25}

Table 1. Characteristic Distribution of Sample goig 2= 9t}
S Hie = HI=(Y) H[Z(%)
- E 2 EYHTo| MRIMAS
20| o5t 13 52 Table 2. Reliabiliy Analysis of Variables
2504 0 02 7 oE 28 | Cronbech 2iat
o1 31-40M| 5% 21 e
~zo 3 0653
40M| OJA} 81 25 T
0 218 1000 Slol=2E el 4 0683
et 103 414 Rzl 3 0687
o4 04 146 586 2ajo| 7124 M|~ 4 073
B 248 1000 ———— . e
siAlel 55 21 nEs
S 3 met AH[A 4 0613
4 ) P 177
X|O
A el 5 > 220l Jfejel oKy | 4 0814
St & 29 72hel XM 2 0777




124 W BRI A G RE(2010. 4)

w42 2 95t glol 7 2919 60 o3l giol
AEEo} QuboR AFOGo A2y TS 55
AROZA WA QRES Mol A0 B 4 JH]

H 3 QoEMzn

Table 3. Factor Analysis of Variables

- 20l 20p 2083
Tes glelRe| | EFo| | RlEF
70| Chsh F2i 282 AR -32
METSO| YT -069 TN -054
HEH o+ St -063 8%6 -110
ARRe| ZH I 651 144 1R
o Zof| HE4E 508 063 on
FRUECH AZNSA| &1 -047 -074
L RCHRHO| FH | 655 -379 142
AZ2 X|Alo| 2t 52 -148 510
SCiEol Zdof| Cifst 524 3N -1 .
22 FEol 25y -048 -1 842
ofolA Zk 3172 289 2621
KMO EEAEIE = 700 RO|= =000 Bartlett
TN = 608764 DF =45

L

Meyer-Olkin)2] &

AF3] 918 K-M-O(Kaiser-
e ZAAE A 29 2 A7

o] KMO #EARE FHA= 7002 et Q91248 4

Aol Hee 2218 e g

Bl Bartlett 73444

U 291849) A} MerEe] AAS Swdska ook

2 o

2ol Z} FR7ke Aol= 107 2913 EF /2 (p<0D)st
A ekt #H1e Gl 29Fse] 71 %A Vet

gl Ue, P2 n4e) R9IFSD, T3S
Ao 2310] 27k 7V A deRt naol ek 1
nzolz o Wuss

H 4 TEEAEn
Table 4. Cluster Analysis of Variables

At N 2 =&
A &a) [F2N P F P
i (112) @) )
FS1 B464 -1.0329 =310 B8M 000
FS2 Kl 7351 -1260 237 000
FS3 -4802 -8070 949 13802 000
43 7t ASZ 1}
431 7419 ASZn}
] golelelel et AELBE olgel S
e

7 Ael7t ke Releke e A3 sk e 2o

A golzaglale] mhe £2)e) ANz B
St Aol7} ek 7MI-19] AF AT E 59 Ao} 2
o %, Felel 2Rl Lokl DANHIAE b F
23p QST BeFOpE e THE MY 9 F
230 QHBigon, FANCEE fold Holg na
(F=4%6, p<OD. B8 AFHES AT A3, AnFo
A A%} BeFoA PR, waFola Pu geiTel)
gho] foI3 Aol 8 BT W LulAe] golzsrlel
o we} £elel WANHIA BEEE Ao} gdrke HA1-1
& AXHYLL ¢ F Ak

AT =

5. 2o|=AEI0|| WE DZMH A BEEE A[O|
Table 5. Satisfaction Difference of Customer Service

TE N Mean SD F p Scheffe
gl 12 2897 84
B 41 2493 6361 e
4% 00 o3
TR % 288 65% -
A 249 2829 7590

*ScheffetdE2 FEIFE 06TZ0IM X0

ulAe) BlolmaEle] et Ee] T4 B A A
0] MEEE Aol7} glrke 7M1 AZATE E 69




dolzagdel mE AHYLRE LuAe DEEe] B A7 15

Asish Ak %, GeiFe) *HIXHQDPO] HES) P 2 A
B AEAE 71 zaow 39, neFeAl ge
AT 4 9 Fashl Adsigon, FAHCZE 4o
& Holg HYHFTS, p<01) EF AFHATS AN
S A, AT HE} BT A, BTG A
Wt geIFoI qe] foldt A8 Beieh webd Ll
Ao eolm g el et ] T L AR A2 0
Bt Aol7} gths 7HIL-28 ARHYEE & 5 glnk

N ==A

E 6. 2Jo|ZAE0)| WE Ao 744 3 H DIEE Xjo]
Table 6 Satisfaction Difference of Product lines and Infomretion

T & N Mean SD F p Scheffe
gl 112 330 6728
Bt 41 2983 71 e
752 00 <3
Tl % 343 6412 =
| 249 329 6997
“ScheffeAB2 FETE 065Z0IM XIO|

e golmaello] ThE wig B E AHls U
St Aolh gtk 74H1-39] AE AT
o % §RY 20AREe] B R B
A Qs BTt te #HRn 4 9 Fast
A Qusigon, BAdozE feld Aol myn
(F-582, p<Ol). TEF AFAZS ANF 23, Anzol
A REsh BEFoA e, BAFoA st geiFes
Qo] FoIF Aolg ek WA L] gho)m et
o we} vl B W AI2e] BEEE 2ol rhe 4

1-3e AXHAES & 5 Aok

H 7. 2lo|=AEI0|| W2 HiE 3! e A |2 REEE AO|
Table 7. Satisfaction Difference of Delivery and Exchange
Senvice

T2 N Mean SD F p Scheffe
gelz | 12 | 3160 8488
gz 4 2689 7219 o
58 0 >
ez | oo | a3 | a6 @xs
T 249 325 811

*ScheffedE2 & 065720 Xlo|

e Rorn

ZwlAe] 2ol Eldle] we el) Aze] A B
T Aol} itk M149) AZATE ¥ 89 Are
o, 2 24 A 2 eI ) g BEE
folgzo] (BRT 2 YEh EARCRE feld 2
o7} g Ao et AFAE A3 o) At 2 £
3 AJol7h 9k Wby 2vlxke) ol aElde] w2t A

4

rlr my

o] QP9 WERT} Ao} Qrke THl-4 712
H 8 2io|=AE(o]| WE el oY TERE Alo|
Table 8. Satisfaction Difference of Transaction Security
T8 N Mean SD F P Scheffe
gl 12 298 8606
B 4 271 847
2.87 08 *
Pol=r % 309 770
pars| 249 298 8422
“ScheffedB2 FeTE 06520 Xl0|

432 7Wdoe| ZEZ

alAe] ehol2elle] nret Agle] A%4E Hol7t 9)
cie ZHe Y3k 09 ol 2. 3, 2l
o 3 A A%Ae SARR FelHel Aolr} glont
(43, p<OD), AFAZE AA8 2% nifold 4
W} 2] He Zole A 7 elF Aolr) Qe Ao,
2 e 2] epolmesck ) sk ARe) Aol 4
o} ke TPz Bedoz AUE 4 ok

9. 2lo|=2AEIo|| WE FHaHe| XA Xjo]
Table 9. Difference of Transaction Continuity

T2 N Mean SD F p Scheffe
geiZ | 112 2% 1.0124
22 | # 267 9124
433 014 @@
AL | %6 318 813
FiA| 249 29 9640
*ScheffedB2 RITE 055F0HM Xl0]

4353 7’J\-|39| 7457:!3'.

AFe 57300 whet AHlAkE g Bl g S
£ Aot gtk 7HAS A Pk E 109 Aot 2
o e 2



126 B FEMRE & 30562010, 4)

E 10 MZS| E4ol| w2 oiET Xjo|
Table 10. Difference of Customer Satisfaction by

Products Characteristic

= =
i T e L
=zl LD | 2% 7314
. 115 | 23
T ER|(129) | 281 7159
= e (G 340 7161
szl uy | BED | e
al X R
82| g | 3 6744
B ol ZdEnse) | 30 858 s .
REMEIE | ey | a0 | 778
45
23lol 72| AR50 | 320 8049 - .
e EMUR|(129) | 292 8577

2HIAZE QLB F2 Adske AFS FaAt
AR Festy] g BdeA F A §3Y AR
2T Agetial ek 10709 BES AlLjg 179709 A
g8 EdZ 24& 9l

AFe] 534 wet 2Rl IAAMRA, FFe] 74 gl
AR, i F wdk Anlze] tigk ol s AHApt 5
2 Aehe AFe] 54 dial BT FAXCE fos A
o7} gl om, 2elIA ] A W tisiARt FEA
g 32 Afske vzt Auy gAaAE F2 Afske J
@2E 27} e ALZE YERATH=2.133, p<Ol).

434 7pd40| AZATL

AFe B4 i} AnlAls Qe G Bl tist A<
A&23el zbol7} Qtke 7HdS 5e Are 3 1A B
& nig} go] Ao} gle A0Z veh} HES AU &
Bri=g
1. MEe| S4of| wE 220l J2f XA Ao
Table 11. Difference of Transaction Continuity
= =&
e N Mean SD t P
2ajolialel|  ZERHEH) 319 8978
Al 1741 083
St BRI | 29 %73

o] Hlgo g AH|AtY] glo|ZAEldT sl AlEY]
ol we} Al E HEE P 2e1AH ] &4 9
ojx pol7}t YEAE 834} Sl
iw M 19) AFAA elFela Wush Azl
oo pZ==ol] 2ty 1] }\-]1:]]1\ AT A 7@5]_7

W 3w REEI) BAROE FAT Aol Helo
o Agle] QHAT BelE BEE Ao} gl Ao v

U7k 18 RRHoR ARt & 4 Sick
Qe AN S48 5L Aol B 712
AEHR S FASHE uFe)a} Hde] A9 el &
o) o)go] BusHA B Wik opfe} Wl oA
FeFolA) e} 21RFoA Geel 18] BEEs} 24 9
oA = AL AEZQ L£HHHE 1143k Aol Al oF
3703 RS =73 Q) WEoleta AN 4 ok
A, 7P 29] Sl FRFeR o] the gjolx
ej fiauet SRS Aol oAl debont, 5
3] AuFelr} fut BaFeld 19 7] $AH0E £
3 2ol2 WAtk Hepy 2ulAe] o] ZiEY) e &
A ] AgAe Hol7h Arke M 2 oa) BEHow
ARHA, A2 oIt AL We) wolEolm Az
ANE F7ER AT QRS S WEE WA 8
s 2mixbe] 89t Uineeds)ol Z2H the-L s
A R £380 A 45 7} i Ae it

QEN 5P| At Al o] 23S

i
»
fl
¢
Of
|

A 2SSl 2 A A

e ARA AR FRsteka vl Hee
il o}‘ﬁ~tﬂ Y 43

el Aol o

r-lu:

F2 Adste 4

| leh DS e A2 etk e £ 5
Ho] eefeloln] A s% o AP AW A
@ Sl ) 1] 2998
A 219 Al o A

)
=2
rl
i
2,
o
o
2
)
i**TE

Lw, 1 10 AFNA SRSl 2 AGIE A
o B4e eeiel Agle Ao 9 WA e Ao
2 Ut old@ BHase Ade A4 ot A
e A S 07} 212 8 oﬁ Asje} o] &



gro]Z2etol wE A Yk

i
[
k=3
_|)i
1o
=)
Ipy
Rt
=2
r <,
ro
re
-
—_
)
3

V. 28

QELBE WS OA Aol Qor, w8 A A
Sl GBS WAk & 5 Atk et 2wt

5 23

Z 7Adeke AlEel vhet ABUleB el et wEE 5 7
9 < A7} gl FF- el ol gAlEe] 8,
&5, A% ol FEsH L oo dEAge A4S Ad
& Aoz s 3Rl ol2d AEThe JEIEA)

S5 Tlgise] ARARE B9 448

>

A, £ AFNE A ARSAET 2A} dbdoz A
Atk ZAAR1 Anile] ik Qe g s g v
5 3% 4 Atk wEA ZARAE JIEUS AL
She ZHRl] IRAAN AA 2BAE Odez g A
A5 2 GRksiA7)7)E F27t ok
B4, B A7E 7|12 28 A7S ngo s go|zaE
5 AR, ARt FHEQ A osle] AL &
S AAIE glolZaeld 99, AFY S wE
g Bl tigh v 2 A A Y &40 o]
A AolE etslEa stk Wb &5 22191 Aol A
b g5 cheldl ARdelA sl FEATE Amthd
g v Aeks Sshed =ac] 2 Aotk o

o, oo B

o2 3
22 9 Adel AL ] 9 2P A%5H )
B WAl T I F shick

WA, ] golzieide] thehe K-BF TR
4 ANsle] BEFoR, GeFeA), AuFelt A 7
Aoz BRI G AuAe] 42 ezt A L A}
3] ¥5% $79) wisle] STE Pekihe £ dvolAs)
e A golirgd BRE WAPS A ) ¢
o QEMABAGe B8 elolzrelle] F U
Agsha Fug FEAT) the B3} 4% $-50] B8
Sk e @ ATE AT BRFE PHS TAY 33

T=
WS 71 R shglo, A B ARk 22 Y AT
BAFAR] Mg gl ddsie WS A=slge
U, 75 d7elMe 2w 7P 2 giRd 5 gle B2
F2 Aol teidz AEHRA d7E T3 Bl & A
otk

mk
ot

)

[1] #E, #EoA > X—2 v b3y &y 72—l
b & SR, wHFERE 254016, pl34, 2009.12.

[2] Wiilam Lazer, "Life Style Concepts and Marketing,”
Toward Scientific Marketing, pp. 140-151, 1963.

[3] Plummer, J. T, “The Concept and Application of
Life Style Segmentation,” of Marketing,
pp. 33-37, 1974.

[4] Engel J. F, R D. Blackwell and D. T. Kollat,
“Consmer  Belevior;”7  Hinsddle,  Illinois,  pp.
174-175, p.188, 19%.

[5] Yankelovich, D., “What life styles Mean To
Market Planer?”, Kelley & Lazer
Marketing, p.114, 1973.

[6] Wells, W. D, D. J. Tigert, “Activities, Interest &

Journal

Managerial

Opinions,” Journal of Advertising Research, pp.
27-35, 1971.
[71 Haley, Russel, I, "Benefit Segmentation: A

Decision-Oriented.  Research  Tool,”
Marketing, pp. 30-35, 1963.
[8] Richard E, ad Stumen S, 'Tife Style Segmentation

Journal  of

in Apparel Market,” Joumal of Marketing, pp.196,
Vol. 41, 1975.

[9] Assael, Henry, 'Consumer Behavior and Marketing
Action’, 2nd ed, Boston: Kent Publishing Co,
1983.

(0] #3328, “gfojz2elYo] W2 FZE&F 7HHEH T
erEE #A) AU viekl HAFERel=E, 49
& 2004

[11] AAY, “AAZ 24 Eol We go]Z=2Ed A
ZHIABAT, A, 46-63%. 1992

(12] B39, “g=<19] go|z2BtY 37 54 nARA
A 117, Al 1%, 19-36%, 19964,

[13] Davis, Fres D, “Perceived Usefulness, Perceived
Ease of Use, and User Acceptance of Information
Technology,” Management
Quarterly, Sept, 1989.

[14] Culman, Mary J, "How Did They Get My Name?;
An Exploratory Investigaion of Consumer Attitudes
Toward Secondary Information Use” Management

Information ~ System



128

W BRI A G RE(2010. 4)

Information System Quarterly, Sept. 1993.

[15] A7, “UefllegE o gxtsel F&Fe IAE 811

[16]

[17]

[18]

[19]

[20]

[21]

[22]

[23]

[24]

[25]

Ao =
7399 RS FASNY] =4, 57165 2000
Jarvenpaa Sirkka L. & Peter Todd, “Consumer
Reaction to Electronic Shopping on the Word
Wide Web,” International Journal of Electronic
Commerce, Vo, No.2. 1996-97.
Tan, Y. H and Theon, W, "Toward a Generic
Model of Trust for
International ~ Journal
5(2), pp. 61-74, 2001.
Symendd, David M, Rdad T Hse ‘“e-Satisfaction:
An TInitial Examination” Journal of Retailing,
pp. 309-322, 2000
Bakos, Y. and Brynjolfsson, E. "Aggregating and
Disaggregating  Information ~ Goods:  Inplications
for Bundling, Site Licensing and Subscriptions,”
in  Proceedings of Internet Publishing and
Beyond: The Economics of Digital Information
and Intellectual Property, Kennedy School of
Government, Harvard University, Jan. 1997.
Moorithi, Y.LR., "An Approach to Branding
Services,” Journal of Services Marketing, 16(3),
pp.259-274, 2002.
Nelson, Phillip, “Advertising as
Journal of Political Economy, Vol. &, pp. 729-74,
1974.
Klein, . R Evaluating the Potential of Interactive
Media Through a New Lens: Search Versus
Experience Goods. Journal of Business Research,
41, pp.195-203, 1998.
Peterson, Robert A., Sridhar Balasubramanian,
and Bat ]. Bromenberg, "Exploring the Inplications
of the Intemet for Consumer Marketing,” Journal
of the Academy of Marketing Science, Volume
25, Number 4, pp.329-346, 1997.
Rosen, K and Howard, A. “E-Retail: Gold Rush
or Fool's Gold,” California Management Review,
Vol. 42No.3, pp. 72-100, Spring 2000.
B% - Holtt, “SPSSWING ]88 EAEA] 7
749AL 183-209%, 1998,

Electronic  Commerce,”

of Electronic Commerce,

Information,”

N A2 N

of &AM
1994 : A7k Aodshik

o b |
Rl A oy

THzel : AT, AR
%E SU E

19% : Michigan State Univ. 7
A}
198 - &4 oiKdiga =#5d
s} Hage

Rk« SARY, SAES, A%

5



