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I. & U & I

R0 | BAR 2 M3 LR 2 2 & ol
S, ZLOX—F T 1 ¥ 7WEE OB
L7 5 Twb (Croshy, Evans and Cowles 1990;
Morgan and Hunt 1994; Srinivasan and Moorman
2005) Vv—=vavyy S =747
& w9 JHEE X, FSP (Frequent Shoppers Pro-
gram) DX BZHBHENEOR =7 T4 ¥ T H
b, EEMI—r T4 Y 7IZELET, =7
T4V TwmDHOR LGB THNLN TV,
T—VA ATV AYFOFBIIBNTYH, #
FEHLEE, ) FLECTOMRZ RS LA
FL T EELEH 2o 2HREHE & A
HENLLHIICHE - TETWD (Beverland
2001; Bradford and Weitz 2009; Bradford et al.
2005; Landry, Arnold and Arndt 2005; Tellefsen
and Eyuboglu 2002; Weitz and Bradford 1999) .

AT, Vb—=varyvv 7 -k r%
FEL I ETHBIELE Ay FT—2 - N
ATALVIHIBEERBL, ThEoh§ b7
DTV —LT =7 ZRET D, L—VA =<
AT RX Y FOWETIE, BfRERE) FEHWT
DF AT FRBEfRE LTS 2 55580 >
7o UL, BI)FETORL, ¥4 7 FORR
& TOBERICDHL A Y VT2 I2LoT, HE
%517 % (e.g. Emerson 1962; Cook and Emerson
1978), & v MU —2 O, &y bT—2H
BOFELELICK T, HEHLFO/NRT 4 —

*ORRRE, FHEEITR R GEIRTZE(C) R
#520530398) 12 X BWRERDO—HTH %,
R RSV KSR D R B

i k%

R UVADPKRELLET LWREEZRIZL T 5,
Burt (1992) O#Eid&EY 22k (structural hole)
3, FSCZOBMN LAY PT— 7 HERE L
ENTVDE, Ay NT—2HGHOBENSE Z
i, BEHYEOMAFHIHOTY TV T, B
Bty M7 — 7G2G 570, 2Ok
MBREANEDLPNITRVWE WS T LT
5. LHL, HBEHEOINTTOZE (Hosoi et
al. 2011) T, HEOEL VA ZADMROHT,
DRPEREANZROITFHT LV DL, T
LIBGHHRIETIE RV, Ay bT—2ZFD Y
DY, DRPEREAZRLTLE) L9 %)
ExFoTwarn, AT, Tk
2, Ay b= EERNFO [FEE O %D
BREN] LD EICHTABMICE R B5
Br, Ay IT—2 - N TRELIERZL LT
5o AROHMIZ, TORY FT—2 - N4 T
ZADOWH L ENPEFEHBZ DT+ =< VR
WCHRBEEERH T L IIH S,

2. BB E R

JbL—Yarviy T -y IREbNAL
I o TR, NX—=vF - &) ¥ 7D

BEG2HE0H)ZEING, Y FLHEOTE
DHFRE EIEFHTIhEN) LB TW
B0 Magsh L) E Y — A TR
WTHbDTEEVEV) ZEEZEZNZ, Y
RoOZED L2 EbNsys, BIMIHIED
FLHACFOMREZR LN B I hbh
HEN T holzDiF, RV REDILETDH
b0 UL, ZTH LAMADEMAIRY K- T
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AHIEELLEI,

ZHED, N=UFN k) Y IWEIE, 19
HALOKIZ, E—VAT YTy THEOZDD
&, WEMBMEDMR D REBHLL HRET
BTl bt olz. TOIAHMD
5, N—=VFII -ty r IR EARMWIC
i, HEHALEZO L DICHIEOENE Y TT
&l BEHLFO, THRLZhEELNTT
By, PR, BB, Xlieh RiFn LME
R E OB AR S N7z, Ll Bk
BENS, T LEREMBHARE DOIZ—
HEoH 2 R Z Rl 2 L3 TE 2do
720 DB DA, MBI EREN R FEAH
WHNIRDH 72 A ORFFEICIE, BT T
MM b b Db B 7205, FERBESCHIEE
FORYYE, REHEORYEL Vo 72b DN
FHEIC R D2 wE D 2B, Bl 2 IXEER T
BE, HERBOERE VSO TER, BH
BREDHEIZ—H LZBMROE SN S S D%
Vo HEMLFORBERTIZLEAETTO
YR, H AW T HEBER & IEOME S
L3N, L7HOMETIIHESIZWE SR
720, AOMBNHBLENTZY LTELDT
2% (cf Weitz 1981)

ZHLEMEOREN AL D —D
W, FATTA v - TTu—Fdhotz (eg.
Evans 1963). W% 565 &\ ) fhdiE, BE L
DA LR D LY DOFTITObR TR DTH
L0, HEOREEZ B EE ISV T EW
JRWweWnwIEZHTHE, 29 LeERHIC
VoT, Y FLEWFOSA T gk
EL7—HOWENEEFNL, B FLHWTF
OFPEAF T NITEITE, HEHYFOWH
BRRPEHE B L Vo2 LWL NI RS2
(e.g., Busch and Wilson 1976; Riordan, Oliver
and Donnelly 1977; Woodside and Davenport
1974) .

SATT4 v - T770—F, L£—ILX -

YAT AL NOWEOHT, MHOTHRY FLH
WEOBRE W) ZEWER LT Tu—F 72
W) ZENTELESLD 7272, 47T
VAR A A= Bl e SR -3 AF 4
A7 FORPER, ¥4 7 FOHEMARRDOIE
EVo 2R E, BB OM B & I IHRET
L7 ES, TP ARERL TV, 580
F L HWFOMENEH OBYREN 2 NE 2 B 5 H
W25 5bDTIEARA o7z (Weitz et al. 1986) o

29 LMD KBTS T, Wb %84
W7 7a—F, &25VILEIGIRT T 78 —F A
B 5 (eg Weitz et al. 1986), [/8— YV F )L -
VTR, =T TA YT Ay kTR
EDHED = — ARF RIS EELZ DT
EHME—DaAIa=Fr—3a v - =27 )VTHhH
% (Weitz et al. 1986, p. 174) | &9 ko b
&, NI X B HEANO WIS B & TS
TREZEDRIB I N, BISRGEIL, (7
L BBV T, IRGEIRILIC O W TR
CINTBRIHEDO T, WRTHEZLE S S
Sk EEHFEEIND (Weitz et al. 1986, p. 175) o
Weitz et al. (1986) 1, A HE%EEHNHOH
ISATEIZ S22 L, BEEoHFH OB REN 2 M
xRS 52 L RS2 FRL 72

HISORE L WET 2 REOHIE S ITHhNIT
W5, ADAPTS &) REMHIEINTED,
ZOHAERHAR & OB b HGEE S T2 (Spiro
and Weitz 1990; Marks, Vorhies and Badovick
1996; Robinson, Marshall, Moncrief and Laask
2002; Chankrabarty, Brown, Widing and Taylor
2004)

AL LT, RO ERIIRIM T 710 —F12
% B ZBDNIZH, %S hholz B

NEVH TS, Wkt GO L OBMR
EROFBIIB->TEL0, Thid~—7F
FAVTwmEkOYL—Yvarv vy S w—4
T4 VTOEHEPE-IITEHDOTHELET
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A&
MERENOE 2 HIETHE, EEHLEITY
REMEE LTITEIT5 22 ROONE, T
LI =VF N k) ZOFHLVE RS
W, Vb—=Yariy 7Tk TERIEINS
(Jolson 1997; Weitz and Bradford 1999),
Paparoidamis and Guenzi (2009) &, Y L —
varvvy 7 k) YT E, E)FLHN
FREHIRE DT X9 RN LKL
LT 5 720 OWGEHME & EF L T b, #IN
BRTER, OO V& DT LHE LR
7t (Weitz 1978) 1%, BAROEZLET 5729
DEELREFRLLT, Vo—Yaryv 7 -k
VYT D—RERLEND LI TR D,
NVb—=2aryyy 7 k) 70O L,
e BWFIER B bl Twb, BlziX, %0
FLHAWFOMRORTELLI YTV 7 b -
AV RA I ELEIN TS (Weitz and
Bradford 1999; Bradford and Weitz 2005) ., ‘&
MO F — P v — LB M E O R O S
PRz Ed, SIS, &) FLEHWTD
BIERCLENZ D 7 03 WioeATE) 2 R § 2 B &
L CHfZe SN Tw 5 (Paparoidamis and Guenzi
2009) o
L2L, BMRZFOL0ZERZEWICLE ) HIF7:
LORIDRG TP, EDX D RERDS M
FREGEEICD % 3 B BOE BATE 2 T B0 & »
IMELEETH L, LaL, HEHNFOL
AATEID IRICE D X 9 BB % 5.2 5 0
LnwHZEZE mELETHIREINEREZ L
TH?9o BRYED -0 DY) 2178 A5
ENTIE, MOTENTMAET S ERN %W
THERDSD 5,
BIRUGEICD %235 & 9 = BfRE R O Bt 5
TENE BRI FEITE) (relationship selling
behavior) & XiZh s, EEOL I A, BfRE
MBGEATENE, WSRO TR e F—H 3N %
CENBFLAETH D, HEDIZ, HE=—XIC

BT aMmEDNEL, ThCabEeTITEIZ 4
W52 &id, BPHMRUGEIZ D 47055 etk
WA S, ZND I, LT GETTENE B R
BIARFATE E M-I NEbITTHS, €D
I Z, WISHHRIEIE, ADAPTS X° ADAPTS-SV
Lo fe, EIRRIGE OB & W B R AT
L, ZNDBWRERITHE T DL T LD
POWIETHE XN TWw5b (Spiro and Weitz
1990; Marks, Vorhies and Badovick 1996;
Robinson, Marshall, Moncrief and Laask 2002;
Chankrabarty, Brown, Widing and Taylor 2004) .
Z D728, BIRTIMGE & BEERCR O B H I
DZELThrbEIN, BT & F—D
bOTH 5 BEREINBEETE S, BEEHk M
BM3sbnldnTwd, 29 LBERORTR
Wz, ED X RITELS, BAREE LS
L, EDEH)BHEREDLLTONEVS72T
i, BEAEIIZEEND Z LA,

LU, #ISBIGE s ARSI e & W —72
LA LTIvEW) REEE BV BISTIRGE
3H < T, WHROBIGIZBIT 5 WEETE 2 )
2L L72DbDOTH S, WakOIHLI TR %
LW, BELOMMRERIZL > THEHEICLS
CLHHBIEITTHD, RIFY, BHRELET
LRFATE L \IM LD E ) 2 &5, FI0
HEINDULEBDHLTHH 9,

3. HRBEROERBIHEDORMICS
335%xy hT7—=7 - NAT 2R

FClR722E912, 8=V F - ) T

X0d, BOFLEACFORFREEHTLIL
WZBoTWBEDEN, ) FLHTFORKRD
TER, BB TEEMLZ DML TE D
EWVo 2 BT AIIRIELTLISLL %
Vo JRIZ, Y FHOWFORKRE A 7 F Tl
B, Ay bU=2ICMORATIFNZEDOELT
EHRBMEIIA L. BIETHRL, ¥4
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7 FORRIE, ZOE®RD Ay T —7 OE
255D THhD (e.g. Emerson 1962; Cook
and Emerson 1978) .

ST, HHEMHUAOREH;PRE G L 2
LIZH B LI E, IR ERER T 258
ST ARSI TCTERZDLIENTED
7259 ARTIE, 09 HEBRMEOHSIC
HHT . MRt Ay P2 L LTHS L,
HIZEIRSTY Y7 T20E V) HETH 5,

Ay M7 — 7 BEOR D AN LRE 271,
HOWBLHELOWHRIT A v M7 — 7 HEEICHE
ENBLWVwHZLTHb, TH2LTHE B
FMBONRT +—< Y A b Ry T — i
BRDDL L) T LD, HEHLEFIZ H
AR Ay b T — I R RO RS
I BT vz TRV wEW) T LIk
5o

EHEHUEDN L o LA HFIIYHE LD D T
ENRTED Ay T —IhEE L, R 22
(Burt 1992) %G L TE2 LX) RY v a v
EHRLEIETHDL (M1, HEEERE
X, EEOZHMT, BEAHE 2@ U TN
FODOWTBEY, BEAFERT 2 WL
YT DARDBME R FTLME—DY ¥ 71T
LoTWbEIty VI —7HETHL, B
1TIE dLYOU 2wWheho/zh, AL Bl
WD ENTELRV, ZOXH %R, A b

% ______ r

1 REERYZER E 55O (Burt 1992, p. 27)

7 —7 1T, HEmNICIETETHLIETOY »
IHRHELT VDI LR, MENHZERE VI,
METEZeBi & v 9 BE2 i, Granovetter (1973)
DAL (weak tie) &) BEZIC K KT
WA, VA Y2 ZObDEIRL T
B DK LT, MEENZERIZZE D) ¥ 7 30T
NEDOLNH LN TERVEVIIRIETEL
Twb, M1 Tsx1E, A B, YOU 224 <
JIRIZTG O 7243, Z 0B e { T o 7o
WCZDZBDBOENLIENTELRL AL WV
IV VI DREEREREZER L VW) DTH S,
YOU "4 oTLE) LOoRHDHI LN
TERWVEWVI)IRIAS, YOU A BIER O 338 i
ERDDIENODITTH S,

COREENZEREBELT LRI Y a3 vidw
% YOU I, MHELFFANGERZ LB TEL L
ENTWb, ZOKTIE, YOURb LA
MR arThh, AL BBERITKS
HH A TH Do YOU IE =2 DF WAL &
FoTwb, ZLT, AL Biz—29 28
TWT, TRPIDO b DIE—2bFE> Ty,

COLIIT, Ay MU=, EEHY
EHFAY NI = OPTHOLRERI Vg
ZiRLTLNA, Zid Burt (1992) &7 A
T4 TR, 1o YOU o X512, Hid
ZERERELTARY Y a v i0b2 LT
BHbo BEHBENZORY v a vz s
ETENE, Ay T =7 LOFHRORENLS
BRomNhEay ba—LT&, HAICHHEE
TTHLIENTXSITT,

7272, BUEE, Ay MU= ZBED, 9T
NEZH) LA Ay bT—2 EORY T 3
CEBLIENTELONEN) T EICHL
T, MofstbRL T anwZ e, £y b
T =7 E2VpICHEFREL, HHL WL n)
LT, #HTOWEsH 5, Bz,
Dhanaraj and Parkhe (2006) X, * v F 7 —
7 «F =4 AL —13 3 v (network orches-
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tration) W) BEERRL, £y bTU—=2T
LB I/ R=Va Y ONEWD, Ay bT—
I NOAGRBIROES SR, 2y N T =7 D%
EMZOBRDY, dy PT—FHNTOAL ) X—
YavOREITGEETALEV) T L —LT =2
ERARLTVD, TOXHIC, Ay T—2%
EVEHT L 0) IO TIE, HoHHE
FEDWZEA U > T %o

L2L, 2b%d, 2y b7 —7 2RSS
RO VTIIT S 737 o TV \ne HIEHY
iR A HE  (boundary spanners) T® 5
LEbNTALW (eg. Donnelly and Ivancevich
1975) o 3N ORE % 7o AR RIRR OB R % 5
DT, 2% REANRCHME D% COVE
FEHBRFOMLFLDOTH L, ThRbIE, v
b7 — 7 HESEDOTRTICD o £ L DIEL IS
HPNTHE I VOTRLZVWESLI D A
A, 2y VT = REEOEGD, MbEZTL
LHRE EFLATLEWHILDTHDLED, H
ATHIARTHLES V2D Lk v, L
L, ZELOINETOME,LDS, V) 73X
SHTFZERL &2, EFEHLT ORI Y
N7 — 2 ORETINA T ADH % W RETEAVR
XN TWwW5 (Hosoietal 2011), B3I Y4
T, MENEREBELT AR Y a v 2o
T, BAECA Y VT =7 2EHTREMAHTH

LD, RHLBITAY FT =7 OHLIIW D
R LORDAI) LT HHEPH L LD DT
»Hbo

T, Vb—=Yaryy s - kw) I oEZ
FE, BEAFREE & o BRI RO KRY) S % 56
TEERTTH L, WHEMBEDVHAAOHRE
BRI NET2IEE, Ay T HEIHZ
TAND &) AR Ay b7 — 7 E T
AND ZEIEWEIC R LMD H LD TH S,

3.1 BEBEESEX Y b7 -7 - NA4T X
(ENB)

BB ED, HEOLDVEREDPEEZD
B, Ay MU= ORETHELTLE )
NATAZRRTIE, 1OXHII%DTH
290 21 OHtENE, WY 2SO IR
En7zo, FUEE AT 5 LESAE LG
(2, ESEHMEAS, HBEE O G & AR
DHFFOELELHZERT LML V)T LETH
5, Vb—Yaryy 7 w)yI70EZINHI
2L, B OEFEHLUADPPALEE & O BILR
mbrBEmysd0LlPEING, bLIDX
9 B A EA OB 2 B EH LTS O %
5iE, ARclkEnt, BABEEEMA Y b
7 — 2 -3 4 7 X (ENB: existing customer
oriented network bias) EFERZ EIZL L9,

R EEMEFHLZORANIBIID A Y NT—=7 N, T A
Leader Customer Follower Customer
Existing Customer 3 LE y} <ZNB }' FE y}
—ENB[ —ENB[
New Customer i LN i LNB i FN i
i LPS i FPS |

ENB: Existing Customer oriented Network Bias
LNB: Leader Customer oriented Network Bias
LPS: Leader Prospecting Strategy

FPS: Follower Prospecting Strategy
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EALREDANBIV L THEL TV L DIFT

E e FRICHEEM ONG I OWE1E, BEAFOI
FUEDRZWHEE V) DIFEELIZC V. 29
L7zIRiE T, BEFBEEMOLSE, ARE
ZETHAHI,

ENB 3HICEETH S LITRS v, HE
DX, B & ORRYS, v T —H
BEOBLEA ST, HHEMLFITHFZ D DI
BoTVBLNEIDTH S HHEHLED, I
R L OB, AR Ay b7 — 7 ke
ETETWD ETIIE, BEFHEEH O %R
X, BENBGIEEZE DS A5, L, B
Flze Aty P =BG > TV EWDIEET
L, EEHARE, ANGRY Y a v ERD
N2 EH1C, Ay M7= E 23 g5
ETHHH. WiBlHELEBREMBET L L
i, AV M= NORY Va v e ERTHR
WA THDH, ENBIE, 29 LA E2ES
TLE D fabatEdrd 5,

3.2 U—4—-BEERXyY NT—T - N(TX
(LNB)

£ 1 offlhL, EIEHEMLED, FIREORE
DEZ, KROY —F—pFEL T+ 0T — {3
(VWL —F—DAomk) orssrE
TENEN) I ETH D, HHEHYFD, 1) —
F— xBTS L EAz D LB 5L, Thk
V—F—EER A Y PT =7 - NAL TR
(LNB: leader customer oriented network bias)
EIERZEEL LS,

LNB &, fROMEFELZCLEETV—TO
Fv bT =7 TR, EEEKORY T —
I DORBTHELDLBDTH D, £ DERT,
V= —ErTHME L2y N7 =27 TR
ENTwb, Christensen (1997) A3/N1) 2 — -
% v M7 —2 (value network) LIFAZZDH O

o —HRMICTE ZIE, N=PF LTRSS
B, Al ThhuId b3l Rvsi—|

F=72EnH) T Ll b, PlzIE, x—Hh—i
TELRTWMRNOD LM HHA LAMEITH
A, ARG OBGEE HAIED b D EE R
57259 WHFMELED, HHOMDIELHET
BRZH, ERNTRO AN L) —F -3
LI P HATHLEEZTELTLR
TRETIE v,

29 Lz, vy N7 =2 BT, W
DO LEERIFEH L L TR AMSNS (Barabsi
and Albert 1999). * v P 7 =27 HND J — FIZ
BRI LAY NI —2 RET B2, TE
BIVFREGNTIZOLDVDDOVERHEDIZ,
EFNWZIT, RERNTIILESHIIKEL R
b0 WhW [BEOLHIETEIEL] L
ABRAIHE T Do BB FAFHORG 5E %
W?W’,f%éﬁf%vb7—7%ﬁ@¢®

KWL MEERACY Y7 LEHEThHZ LI
5t57oﬁ~,$7F7_7®$buw&W
R NPHRAGHBING 7283, b kr
B2 BWEAS INBIZZOXHIZLTAL
HDTH5b,

4. Ry NT—=7 « N1 T ZADIRHE

4.1 Xy NT—=2 - NAF7RETAINRY b
L3d

Py N T =2 N4 T AT EEH Y E OFTE)
(salesperson behavior) 2324 5, 1 D%
tix, RIAED Y 4 7R LTnwb T LI
b, EOXNVOBEEIIT Tu—FFhhtwn
) L%, FuANRZ MK (prospecting
strategy) LR EEL LY, THDT T AR
7 NEEBEDS, R v b =27 N T AITHEE
NLEOTH5%,

K1DKEENIE, WAEZDY A TEET L
FIIC, 7HAXRY MDY £ 7HELTW
b0 £1OKLIVOREFFERIZ, £ v T —

CNA T ADEBEZ T HIETTH D, LE
@@ﬂﬁ?ilmBkmmmﬁﬁ@ Z e
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ZFHDT, RHEL %L5ETTHhbS, RO
V= — PP OWGLETH L E VI Y
G, WM EHEL, 207200
BT AL VILAICL, O —F —
HEICETHRERLLTE 28I BTHA
9o WD EINFERDMLL 4 2 D1 FN 725
Do Ay MT =2 - NA TR, BABEED
)= —HE T RIIESL L IMEAT T4
DT, FOFETFEN (7407 =00 BlH
%) b o L BIINICL L R BI1ET7, FE
L INE, ENBHLNB D) b~ DADE
B )3 a07T, PN BERHERICRS1ET
Thbo MR, UTOMELP»MREHE LT
WRTEBEAI,
L R 1 ORIV ORIFERIZLUT D

LBY LR D,

LE > FE, LN > FN

LE & LN i, #|IUERIIH L L L TD,
) — & —Em &) [ R % o 72 IE T h
b ZZT, IELINZ—HLTY—¥F—&
7 a A~z Mg (LPS: leader oriented pros-
pecting strategy) EIERZ EE L L. LS,
FE £ FN # —f§L C7 4+ 07 —&E[] 712 AN
7 b kg (FPS: follower oriented prospecting
strategy) EIERZEEL LI,

Py RT—=2 - NATREINS O T
AT MEEDBFRIZOWT W 213, INB I3,
V=& =BT ARy bT—=2 - NA T
ATHAHDT, LPSICIEOMBIZRL, FPSIZ
HAOMBEZRTTHA ). ENBIZ, BEFHZE
RENTEAY NT—27 - XA TATHEHDT
V=¥ —ELENT 207+ 07 — LK
M3 5080 2 EICEEEOHBIERVL D
bbb, 72720, b LIEGFEENY) — 5 —
RETHNEZD) — ¥ —RFEANOEN %
O, MABEEN 74807 —RETHNEZD
7 4 07— REANOEZRD B &) WD
HHTHHAIo 2F 0, LNB OR)HIE, ENB I

Lo TREMERPELB1ETTH S,
@ 2 : LNB (3 LPS ICIEO M 2 #50,
i 3 LNB (% FPS ICE DM % Ho,
4 ENB I, @i 2 & 3 oM BR
IZBWT, REEHEELSE 5,

4.2 TOXNY MNEBEEBEEBYUED/IST + —
v 2

K7 AT ML, BN E R
T A= VA L TR s Br b7-07F
LEZONL, LPS X, ERRATOMWEZ
BT 2EIETH L5005, FHMICIZRE 2R
e b SRS RE V. LaL, BN
W2 E, BFLOKRE LGERIIMfFcE A
Vo IRKFOBEIE, ANHREY R A= ]
F—EL D, BEELFEITVOL T
EDOBHFIZELENBEI LD, T L2
LWigdw 212, LIPS KRE2RAEE D725
FTLEIMS v, MHINIZIES 2FREORRE
D72HTZA D, WMLVESY Z IR
FAlEEE DS TRV S 5, Tl
JEE (1968) DESH, Fx¥ RNVREBDIINT Ko
ALFELZETH A,

FPS %, 74807 —@¥4ENT257H0ANR
7 NEBETH D, V) —F =L RIS
BEEZENTLHOTH D, ThWwzic, M
WIiE, V- —EErENT AL
&, R D AL REL LS d Lk
W, L2L, FPSI, EWIMICIZRE R
L0 F LD 2, 7+ 0T ¥,
) —F— @RI HLANE ) L) Bk iE
RO TWVAYAEVS WV, $/27 407 — 3
& V=S —ERTBANT RS, BF
DN 2= hy MT—=2 2 HEETLI LD
WEDLLWIGENH L, ) —F—RFEIZL ST
&, NV a— - Ry NT—=ZI3HSOBAEDH
a2 DIEBTHY, FHREEIEI»L ) HEET
» b EH%\w (Christensen 1997), b H A
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A, 7487 —REIZESTY, BHIEEON
Ya— -ty M7= 3BEOMMN L2 5k
BTHDLILIZIFEDY VA, ZOBAEDH
MEHETTEIHIEEHE) L) EAPH S
Yok, WEESE LA TRENH S, 20
N 2— -2y VT =7 OFHEEZZH, 58D
FREOEFHUFIHARERE D723
BEMEZ ATV S, b LEEHYNEIRLAA
PHHEEOEA 7 0¥ 2120k 5 THAEE AN
E27%5, HEMALTLEVLE) FREE A
NI =7 DT E LTS 2 5 W RS
B, AR, MRENZEREBEL TS LD
GAERERY Y a v 2G5 N LR E .
bHEAA, WIZZO L) BTN FITHF % FHE
ENELDEEIBRS WD, A& LPS
T, N a— - %y T —27 OFEEIRED
DT WDIZ, BYFICEMNZAY YT—72
DOFREELRI DI VWEEZOND, HE,
FPS # & 57:2 LT, HOIWZAFZRNY) 22— -
Fv N7 — 7 OFEREE G &R L7zF
EOPHEENTWAS (Hosoi et al. 2011) .
DX BRI EMNS, FPSIE, BN 2 M
BB IR O L) D505 2w,
LPS & F AT R I 20 W 78 e RS OV <
EEEIEwEEZOND, €L C, FPS S
R 2 M BB EIEON S e 2, 580
FhEENTELENY 22— 2 FT—2D
FRASE E 589 2T Hh o T b,
i 5 ¢ LPS &, FIRICIE, WBECR L
IEOMB % Foo
W6 LIPS &, RIIMICIE, MBI
OB % F= %
B 7 T FPS &, JEARMIZIE, MEHRE
OB ZF72 %
8 1 FPSIE, 72 Fakrhle L
oy b7 — 7 WA & BB
&, BREICIE M B AR & IE oA
B % 0,

o

5. #& B

KT, Ay bT—=27 - AT AOWHEE
JRAEIC OV TiEm L7z 22 TH®®HT, 2 v b
J—2 N4 TRARIVL—Yarivs k)
YIRS 2 b 0D/l vn)
LE, ML TBEv, EEHEMEN HEE
LOMBREREZLEZNITEZSI1TLE, 1V
NI =2« NATAPELLZLIZH R HDT
5o

Lidwz, Ay bU—=2 - NA T AOEEN
W2 0b 53, KT, W OrDOMmEz
AAICHR L2 ISl E v, BERFFEDIZ
EAER, SHROMEICEINDLZ LR D,
ZITARERLZ2IZH20, MEOMHLRE
HEZOWT, HTOERET, Ml
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