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A Study on Realty Sales Marketing Strategy
-Focused on Successful or Failed Cases of Residential/Official Realty-
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Abstract

This paper is written in order to analyze the primary factors of successful or
failed cases of the recent accomplished realty sales marketings and in order to
establish the 9 factors for successful marketing for the 3'Ps marketing mix
strategy added existing 4'Ps marketing mix strategy. The factor of failed cases
can be applied the factor for successful marketing. Each strategy is consist of
various methodology and conception.

The drawn 9 factors for successful marketing in realty sales market are as
follows. The first factor i1s 'CEQO’s idea with flexibility’, the second is
"appropriate product planning’, the third is ’'converting weakness into strength’,
the fourth is ’gaining target customers first’, the fifth is 'knowing tendency of
competitors’, the sixth is 'thorough intro-marketing’, the seventh is 'reflecting
public information’, the eighth is 'understanding of self abilities’, the ninth is
'maintaining relationship with client companies’. In the case of the domestic
housing construction market, real estate condition stagnation by constant
housing mass supply of the government and IMF economy crisis was bring to
increase of stored condominium under oversupply. Consequently, the character of
housing market was changed from supplier's market to buyer’'s. According to
the change of such industry paradigm, housing company caused it to be
necessary new management strategy for a competition. Especially, marketing
strength was became a prominent figure a important success factor to housing
industry. In conclusion, the 7P’s strategy that is product, price, place, promotion,
postulate, prospect and population can be appropriate strategy for a sale of
official and residential realty including new and stored condominium apartments.
The first hereafter task is to collect, investigate and analyze more various cases
in order to make faithful researches. The second task is to restudy the factors
as stated above for successful realty sales marketing with positive investigation
so as to make this thesis be in substance.

FAlo] 1 BB, REA RYUAY, T, FFY

Key Words : real estate, realty sales marketing, residential, official




Fa vk 28y Ad

o

4 7

1970-1980d o o] -] v}t

ol
w
et

ol A w}

13

shearh

S

A}
2}

171 A

o]

)]
H

Fu 2 Aol 7

p=x
[e)

T
o
B

i

X
o

e Bsstelob Pk,

%

o

gy

o] 36%4 =3

1992 27kA] ¢ 200

[e)
AN

El

o F9

=

o

o]
@o

i

—_—

}

k]
Rl

_ﬂ

ed

)

Rilks

=

=

°]

2459

SEEEE

A 3k A (production orientation) Al &olA &
3] wlA

2 (salesorientation)A] & 2. &2

T

<

A FAel 2l

dEeR

el

_
o
o

N

AP (FE A4, 19950 34-35)

Al =l

o
"
el

Bl
A

——
o

=3
"o

b
o

o

K

W 7o) 7]

Q

ar

F99 v

S

A A3

=1}
=

CINEE!

5

=

A

A

1
L

Aol A

p=h

AT 9], 20000 44-47).

bol whAY AR FA

£33

]
S|

=R

el
o
a3

A
ZS|

o A, A

==
=

3

o

]

S
<l

]
H

om A



3 B GAY BEAR, A

5]

h=

A

A

wol ARE QTR A

h=]
-

o}

Fot. meal wAE ol &3 B )

5|

NxE 2

i)

—

Nfo
)

el

)

el

FER AR o|2H W

II.

54 wAPe o
1) 25A0AE A
SAE Bel A FEALS 1

1.

|

o] ofue 1mRE wAY

A

ol 3=

)

A

=

[

Fol 28 F7PHAE FE

°©

)

F2 g

2004: 30)3E

O 1,

- OFA 2

A1, 20031 345). 714 ¢ ¥l

7t

3|

;g— yS|

I

L
o

3

fu

1

1

o
1l

Aotk 2344 &7
S04 vheh

ojuf nLAfel 7]

]

Z_'

e

]

o

T~

=2

AR qlzrel 13}

i

2344 &7k FuEel

Ju

o] ¥4+

g

]

q

S
S|

1

o

s

CEEREPEE

HAoln, 8
ZFA AL QQTH(ALEE, 1992: 18). F-F4F viAI R o] #HHE o]

L

9], 2002: 479). webA & (demand)

(wants)

dAL B

R

)
i
N

o

,AO

A

N

o

KeN
=

3‘1}

Aol ohuiel

L

.

9]

14 25 vhA e @ A 1 A

R

3

s

I3

hya
s Y

o)
=

gl

sked 2 H77F Aol

AR o2t =

S

=

=

=

o

}

st JyElE 1
A

S

A
5

\=]
£

IS

1919k gl oha

J

S
=

=
=

o
=
-

L

],

b oohe zuAe &7 shobg

Bt
=
1

fE4

1)

of#lol et
o]Fold w o



2) FEAESAT LA

el

o

A7) af e

Aol v

of m&

2000:188)

dolH,

o) B5st Aol 3

=
-

7 akol u}

o

oL
[¢)

=9

gl

-
T

A

e

1998: 149-160). 12j =& JH¥E E ] 9

T AT,

1.

al =

2}

N

ﬁo
W

il

5]
pad

1o,

3) FEARFAL S H

A

7:5}

% 5o o
A A 2

A
=

53]

7+ A

};L_
o] 7]l HArh. &, AlEEA

o 5
=

I A
b |

Ao ge AA, v

)
o ]

=i
=

o A A9

o

5

g 9

CIEIGEE!

x4

59 5

ol

</

o
)

s

HA oF o

3|
L

fod 1

3|

Jo

o

o
o
o
—_
T
el
g

AEfee] ol &4

[e))]
H,

of A9

=
LN

SRR ER

ZF

Al

}‘\l,

L=,
T O
of aFer AEsd ¢ ok uAA, o= 7HA e 2

Eﬂ,

CAS

= o]

X
o
K

=)
Hr

K3
ok

—~

3
A

3} ol 2kl

S

d

7§'2

Ay, AgE 4P Mixdehs 7|so=

Aok g},

e
=

(4P Mix)

,_|§ro

ol

)l
o

o
il

Bl JhAIet Al 2ol

nEete]

o
=

A, AFA v A ' (Pre-Marketing)

g

=
=

azhe)

A, vAE

-

o}

GA A, ZA 8

7Fe] e A o]t}

3=
A& 9

=
T

3

i

Al (Post-

E!

o

w1

g5 537 (Action)

g5 o] A &7 (Pre-Action),

ki3

Action)s& 71A™ AT 33] o]/

th<18b2-1> FE.



Pre —Action. Actione Post-Action
| I I
| i) |
y-m 2
o o
K £ i
i =} ™
A I A
g |48 |3 |7
g 3 3 H & B
0
/ k m / Hr
F g A
™~ i
m ) %
o =]
Wil .
2/ (=N 3 it
&1 5 +
Hr p=
= 3 |3 :
§ &
& IH m R
W\ (2|08 | 5
el 2/ = 5
g o o0
= = [
= gl B
<
K H
<0 » 0
=

;O_

N

O

2 2

of Ajsholeltie], mejal Mujxel g s}, 7f

3} o] 3RA R 1ol

Ko
=

golgtar & 4 gloy, A7 v

2002: 91).

(1) Pre-Action%A|

M
@

+
.

o

3l

NFzAE A", e

o g =
At

€l
=

Eal

]

of Aol o] Fof A Ak

A

A

CR

A

R

)

EOgZ 3}¢

KX
=

=
()

|

-
T

B

= AAH, A

74 5-°l

=z

)

"

el
;00
Ho
o)

~O

Azel d4e] Hsai.

7:51,

3+
s}

ARENTARE RS

Ao Ad7hs

14, 24 A

- o
LIS |

SRR

b obeel A,

3

3L

%ol

(2) Action¥+4]

| FYEE wAel g Aol

AfFUAld T2

3o

Aol wiAIR o] A A

el

L
R

=
rE

o 719l

o



(3) Post Action¥7|

Ee
-

o
v

o}
o

—_
file)

o
1o

o
ol

i

=0
i
o
-

T
N

fl

o

==

el
G

~
HO

W

-

ofp

=y
)

o

ﬂw_u.o

= 7FXa kst

g Toelal

o)
p

NJo

ol A o] Fo1~]

A H A Aok

s

&714

o] o] A

AR FHANT= A4

1o
el

ol

el
o
<0

—_—

X

=, Al o

al

R

AntA G ] o] FA =L
Ed 2 CRM(Customer Relationship Management)o]t} 7] ¢] o]n] =] n}AE

&+

S5 O
ze

Q!

°olHE

o] ol d3xa gt

==
[¢)

¥ %3 (Brand Identity)

ki3

2 9

=
E4

& N

Ho
-

1) $52 Age 3ol

1=])]
=

!

;o‘ﬁ
~

Ho]~(Byrl N. Boyce)x= 4 A

2o 7o

B

o}

o

mK

=
E!

K
<0
=

-
o

o

B35 A

}

3k

T

a2 91tk (Byrl N. Boyce, 1975:172).

A|AFE

H EA = AR EA met flof, kR, "X, FEEA SO

o

[e3}
2R

<
T

B

ol

al

Aol A%, 2003:. 6)& HF-&rkr] o]t

1
.

o] 7017

2) REA A% 54
ol Rbeh gl R}3ke)

Aol o

o]

3} el A7l Al

NR

¥ W&

o

wj el A & A o]
Fo] AT Al AE 2] (market disaggregation) @ & A A] %

7 €]

tel =43k 7]

S|

PO R LRl A Ao ojeld SuelA ¥

3|

2~
T



o] %

) 1 74

AL gkl T8

[e]
T

ofe] 74| Hel A
3 A= AdFo] gl A2 T4 (geographical area)(QHA T, 2002: 118)o]) &} Fhr}.

2R A} €]

ISR

AEsh =A,

psychographic segmentationlol] w£

)} O
s

tl

o] Fo1 X717}

st 7F HR &ar =43}

7}2 9 = (Price
Mg, dEel vl

—_

J o

X

7]

SER
o] e Agoz FAA, Azl

Ao =

Mo
Fo

M
uy
o

No
Mo

hya
ar

YA
o

I
=

=13
=

Distortion)©]

(=)
NR

=, 2002t 119).

3) 54 FES] 54

w(etEHl 2004:

ol

o

37-40), o}E 9]

BEEERER

7holw B go] v

)

.l

al

H 3
T

O AEEA ear, o

1
.

2 wol Wwol Auzde] % gow A

iz

o,

A= =718

ZF O
N

317 ero}

dH7F 3 H

4) FE FojeAL 2434

L

1=R=)]
=

a-

<aE 2-2> Fgak g o] 59

bl

gholz

B &,

A old ©
a#of strh(uol ¥ 74 Al-§ o] AL http://terms.naver.com).

INSEEEEREEEE

7H /H,
%l
=
=

s

Zou] 7} o]
A %3}
a7, A2le]

=9o
o =

1



Tuj7E o] Fol A 7] Qe el hufe] A

|

o] A1#HE i

N

(1) $FA Fo) &7

=13
=

3

wgatel FolnAgel &7 Fe wAde WA AT EE 98 A3 e

5

1
.

<

o)
AN

Fas BAY ool A Hor oAE

w271 ¢

8571

ki3

o 918 AT o

_=—
1o

el

il

—_—

o
"
o

uze)

—

O

¢

&

R

o
w
0
B

el
e
%0
2

O
—_—

ok
00
T
)

file)

—

&+
il

ugel

X

o))

e

o
juy
o)
i
=

e

Tl 7ot AR o

e

—

W 7

77 2AE

il
]

g, 4

o] ¥+=

ki3

Aol o

=
-

ojde 877k WA

i)

il

vie)

X

9|
T

JJo
o

wr

W

K

el

<0
)

)
el

A4

—~
_H,O

-

o
o
o
"

<0

2R 27E A E

s Ear )

N

o)
M
el

ot
ﬁo
N

—_—

-

o
ol

j—

0

"
ool
ﬁo

7}

3

Dz

(3) ThHekel

FH A, 2] A=

5]

F7

=
=

e ERD L

[e)
q4e

Ao) olw of

et
)

=5}

Ao
W
ofr
o

o,

Fub an et gols

S



v A= }zp )\qg_o}b dEo TulE Edch Fujelwel FuloAbAA Ale]
odl= F 7HA aklo]l HAE F v A& <aH™2-3>0lA Hol Fa gk AA,

gele] dwolty. Erele] RFA Hmsh suAete] ARAel wa Ful s
S ]

B Fo
oz | 7|;‘J HE]- j:]:)-]" jE:] -_Ag]u
Sutaol
2

<2¥ 2-3> tibHE kel o eAarad Alele] &

(65) ol A%
sAEe I gEe] @l ol FolE A&Folel s Tulg W, TulF WEx
A, Fol% ARl SRS 58 2AbEre A aielop A,

© FAE B

o) Jlulael MAA ey auaps Awete, vk Jgg EEaA0 znehd
zulAe wEQT cuAE AgsEe 449 gue A A% FAe

NG Ake] xolsh AW anzte] BuEE A

% I AES FulEAL, FoHe FAHAL Ao
. 2y 03 LH A Alekae] wEE e e st (ET4 W)
oS H q_e Zhﬂr(7ﬂ 7]

1: ]
=, H
71 EHE ERXFdoaH :gzg HEo 257w sl wala FuE 27

N

’

o

i
4
R
QL
X
E
=
°

2

’

ro



ol

© Tl ARSI A

7|

Ful gl o g

<

Ho
il

A

el
3

)

=

¢
&

N
-

3|

F A

FaAHogE= Z7

ATt

A8l 2~ Al

w4 sk,

Aol u}

she

R

Frk AR S A F 3 Ao

o
[}

H
o

}1\_]__

H
7%

mI.

1 okshESH 932 FEY HolH

i sk

FEF 3

A

% Abs}

AT, AT, 7|

W

o)
N

|

file)

U=

g4 go] ol ox Kol

.

=

=
5

5]
“

bo. wheba] ol &

g Aol

—_—
B
w
B
}O
—

-

o]
M
o
e
o

o)
o

.

o] A 7}

~

o

o

o AFA A SurAA, 91, ddaei A, 3t

Jn

JeAd= v

A A vk A o 2 5o

7}3]

=
°©

o]

it

N
N
i

, 2002t 29-67).

|

g9

2k

(

o}

o)
poS

PN
L

il

7}

pzel

B
N

|t



-
TE4

2. ol ES QX E9]

%L

92 ES Aol el

of

o} v} o}

o] FAA

Q

a

]
&

7 A]

1

.

B

}\6] o)

ﬂ
]
o
ﬁo
w5
o)

mm.o
ol

I
K

ugel
w
o
Tw

é—l_

Sho] of

2 wpo}

W
s

A

A i

o A, Ee

el
Hlo

=

-

pud

Aok GAAl, AHA oy

w50 of

O]
o

o,

}of oF

o]

Al 2 s}

B

T

veel

X

4 Aol

E

<

anpzk Aol Al A

Aol A whA

.

3. AEle A A

o

i

k]
gl

U Aol =

ol
=

¢

el

R

]

[e]

==z
RuS

ofg 7kA Ao 7

Tl =
Ju

717 W 80%014¢] Acke] A2
= esgr.

tel &

9

N

i

o=

ol

&

WA AR A}

J4o] 27

SFA A

ke

olf e vk ok mebd ¥

o QIME olmtESt ¢vAE AA GEXA ¢k}

A9

I EEEAESHERE S I B

20
hal

3-1>0l 49} zEo] o}

7

-
it

s

4

oy 71A %

A= <
3L
[e}

L

vtd Ak =

]
H
Aot e AbE =

B
—_
fite)
ﬂmo

Tl

~
o
K
‘io
K

3-1>01 48} 7o ofs}

<3t

A=

=}

il

Br

A]

TR

3-1> Ak A @

3T
ar

<
A4

A

Ul

e

A

\.mo

A2l

(53)

=

o

A




A5}

ofp
R
=
iy

T8l

K

Al 4

1) & FFKolE A

4. BEFAHTH A9 ad

ar
o
KH

e

o

el

4% (5%)ok vHE 9

&f o

;"q

1513
=

oA g

] Hj o] E]

|
o —
o

RS

o

H

o w7t RAAZAL. B}

=
e

%

A,

P2

=

S|
AR FARNoR A A7%e] HE

2) TY9HoRESAH T2

o)
=

E
Nfo

—

N

—

NI

BR

o
Ho

el

X

f=s
=T

~NH

—

0

e

—_—
=

ARy

(Pre-Marketing) &5 2. 2

ul
i

Ho

JUe @de TAEHE 44

o
-

ol o]

AlZ1 O1TEIF AR ZF 2 o2 AbS] A ®el wobd el 7t arzslo] T4 7 9

%

3) WujEDolotE A2

ZEANZ AL, EA 0]
=

==

[e)

AurAz 34N

shers Ao

71 7}

ﬁo

N

Faleh o9y

©

ol

7ol

al

i

FA Al 7h

J

<

ato]

[¢

of ).

o

<A
N

4) QA EFKEA LA 2

N

?l.

719 o

50

-

now, 47l

—_
o
°

3r

o
o0

ﬁO
o)
XO

—_—

0

s



HAaow 599 dgoldol

Hl = 7] 4 2

Aol

QR

).

ARG A Es A7IFozA AYFA ]

Ny

Ll

p—

el

Ho
70

o

<

il

!

il

ol

A

2ol E 9 97h7)

1) 7 gAe

N

B

3-2> Ald

<i

o7 | N o
o —~ ~
o) | =W | < H.;M < n.)yﬂ
<A ro— = < r G
&ﬂ%ﬂ@xw«ﬂﬂ Bl Wﬂﬂe
Eﬁ E.E H;l T OW %E NE ,AI — .Z,.# M_l E.u NE L_..Dr
= |5 T ol i I A
By D AR el I IS
9 = AL M ™ mr
S e T = R R e S 4 K f\
<M Lo ﬂw o) o A —
o | = RO W Tor of dr - r s | L =009 N
= |~ —_ - LI Nru u_./ . _zT .
FIXC RN g ot N | gr| KR o
™| RN O ® ook X% XK % o T of
TR H R T - - mB AT
— N N < — N o
5% - % 5
— J,wo Mo JI o ﬂo
) X° X —_ N To
Al o @ O )
| BH T o| T = T
— K N ‘_ﬂo.ﬁ EO EO )
Sl RS = o AT | ook O
Jodo RN Hom o uow | O e . F
9 CEC o w w3
o -~ N <P I X o o ®o P e N
Eﬁ \uLuE O“#O ﬂ.A-O — 5 _..L ﬂ/lL E_ UL n_mo ﬂo
| F| T B RO w g a W
o X o W N g foow || %o = X
M| = E R MO mo = Ol = 9 o
70 e s PN | m| N g X
0 G- =
u PE xR CRW @ PTPL
f NN i B (AR Mo Ho <
S om ok W ooF < ® L
— SIS el — N <




AY B

<A
ofr
W
14
oy
ﬂmo
Mm 7 R
w W
W T 50
H % I
]
< 0 <O
Ho
o
o
T
~
&
2
B
G
I
oA

At A e AA

yd

22!

o]

7R

=

=

°]

~

gohuof

FAEY 79
dH e

71

ke

s

A A 2FA7+A] CRM(Customer Relationship ManagementA} & %

a1, Aul ke 9 F = A4 wpEgolol

S

o]

<
T

A}A w7 ¥ (Pre-Marketing)

Base3}

Al o]

3 v hot % ug
9 BERAY FB L #A

AR E )

of of
5) AL 3 r o}

2) 44

AR

o)

AJm
il
fvze]

X

7K

&l oF

Bolis A4

7

W
2 SAR shet 3]

g

o] %

gl

o)
1

=
]

bol, Al 7

3|

sfof ot (7

=
TH2

el
;00

qn.w,O

o
A

=
T

=

=3

bol E4ag0] vt

=l

9
yul

6) WEwAT Y AA
7 AHA Ane) A% A4

o F A
3ol ok



S s}

] 2244

il

T,

or

gAA skl ob&e AH A

ki3

o] ¥

=3

.

N

8) NG F shop

A =

el

il WA ek

AN (New Niche)E ¥ 3]

E
=]

el

0

T

NA

& ABAste A

;O__v

9) Al A
AE, A3}

1}

!

AlE A L] A

A
B

T

e

i~

gl

el

o) A% e

5o

%3} 7

o

oy
70

—_—

(n)
<

]

0

S
e
3|
ol

23!

sof o

AR eZA AFZE Aare] 7]

E3

é—l_

1 o] 7]

3
s

71

H 4P MIXe| +

=
=

TE B =

Ho

il

2 gviA Y

<

Ho

A

=]
T

1. AEA 2 (Product Strategy)

& a7 3t

wol elakel 1%

g9} 7]

ﬁo
B

DA AAVE doemm il = oF "k YA

sy
a

3

2 A7t A

Ay O

3

AA Bu= AR A

i3

°]

Z}
—

AR ol A A

AE

el

T

~

2001:15) w2} A

[e=]
LR

HAct. (Al Ries, Jack Trout A, o 2~ <alA|



£ obY %

5]
pad

Het

o whgto] wojo

=

o

w

-

o))
Mo

o]

}7] olAbe. A, 7eF o 2003 210041

RENES

nhA g Aol g BIbsE

1
.

=R

ol

59 7]

H) &, o))

)

|
—_

Sl =AY LA

Tkl dEe AAE

]

1010]:

o

2000: 181)°]

X)
LR

)

o
1, =1

94 (254 4

A

|

file)
oF
el

_AO
-

A=Al

%

e

)

il

i

o)

AA AT G713k

b gEl

ol

ARt 8ok Al A]

el

W

o
H

2. 7}23 A 2 (Price Strategy)

ag3kd

SA SEHL Ak

e IR

7}l

B

BN

W

k!

45

3t

|52, m7)%o] Absle] VIPETE

[
= uoh?_ljo

)
Ha

bo &Hlzpe] o)

xga

A

S

He

go] shzwA

A

alu $71A o
boh Sam o= A4l A5

5|

& dtofsfoF sk,



>
gen R o R
W B B o
o RN IRERET
™y I 0 mo=
X zﬂ_c%m.% e 1%_Q£%§r
T 5T s S H T (o i ﬂﬂ 4K ) B
Mo gy o) Ao o R TG B R W= T
R ﬂ%%ﬁ@ﬂ% R # T T o 0
T v mew 8 % AN S I
0 1o ~ o 1Ew o = H X o N~ 8K . ,wl A
WA_M ) o v = | o rEICY | o — - 5T . o R i
NoBow ﬂ_lﬂegna.ﬁww:% mrxﬁ,ﬂﬂﬂm o <
o O & = ald ) ! e o e of @ A TN o =9
v T ox & ﬂ%g.poﬁ ot T o W H
m R o) r A = o < =) T o= B Mt A
. w,@ﬂ_%w,@wim Mo TEB S ¥k ow
< " l —_— o : X ~ o ) =
e <2 ZTU_W%@&HHT%M wﬂ%wﬂm S
= ™ T o N - s o _
o ﬁm%%% px V.ﬂimmmal .2 Z
fojr o pa a0 ol o o Mo = N ™~ oo
Lok A,ﬂ_awb_ﬂoﬂﬂ% Tzfz%iowr =T
— : R
D/t A m./,u# W T MM = o) < o 1d_.| o Mm mﬂ Mq N b
T ST+ T = . E T N - .
w W A Sy e = Lo T . 7o 8
) - o = W ) oF %R = 20 ol o) e %0 0 S
T P > X 0 T - o] F - &y
o &0 Mo 7o i N 8 = T ° T o= -
o~ R Q =y ol o o a % T
T n - <3 0° T o = ; _ ,,LA.o s oLo Lt — 0 X
- © = o o ro=) i — o = | o
= " 5 %%ﬁg%%%ﬂ & 43 T W "
» ~ M n 4 = b W it = B _ o W oop o T % g
Ho % o )| M i H N s < ojp . I i Pl o = ® D.m
- 3] T I ™ g e G
7 o X < NG - % - = | o oy < ©
— T N o) iy ] ] ™ Mo - N N w5
_ WA A o T = o g 40N S _ w-ﬂr plo = o 2
A R o &4 T o o o= M £ Woe E oo -
NOX W W = < e T B Moo
= o e ~ o o K _ = s
s T T X @l%%oﬁi_d £ = o oo 8
oo M Mﬂﬁonooo_s_:g% et ﬂwmmw&rﬂﬂ o o &
S G n o T o M = T aQ o s W g X &=
70 ° do ™~ Ao T TP N o = No 2 W S
X w:.._ TR N W ‘U| N () . K g — jal ~ o ~
w© o o i+ X %7]@1 S B = = @ X o eI R
E W 5 Ry R _ﬂ o N T do . B
EEMpEArEz - T Tedd Ly B
il R - E w3 4k B o -
— w =
< o N moo B W
t _,AO dl
AT

Ik sl

o]

a4

=

=

71 A}

3]
=)

o] ¢} & 7]

fu

14=kel A
} 4 v} A ® (Pr-Marketing) €

L

A R
E

=)

10

[e]
Tl—O

SKe)|

VS
S

I

=

TC é—l_

i



o

el

-
Hip

0
e
.

oy
\.mo
T

-

712rel) o] %o] vk,

% ol

A
7o)

KN
T

BO

) 94 o]

ki3

A

!

7:51.

A& FE38h719

2]

o

=

—_
~

5. A4AZF(Prospects Strategy)

o

K

i

oy
Ho

0

X

3

"

_Zr.c
X

=)

Ty

|

e}

B

A

SEE!

O~
)

=
T

2002: 19-20)

of, @A f7

Tor

)
iin
X

B
Th

o)

0

e

o

)‘\l,

o)
1,

=y
)

j—

)
o
el

To
0
jeg

el
i

Bl

o)

—_—

0
R

d4d, 4

el

"
o

zel

X
B

ol

el

gAY A BFEE E AT

]

71 e A 2 <

1

9
yul

b 7oA 2ol

pud

°

st of

S

A A

o

bol kAol o)
He

A
4= 2 Ake] o]

%247 9)

o

t7] 9
gEea A

Tl
=

°©

<
EE

%

g,

6. o A A ZF(Postulate Strategy)

oo]:
o EYA ]

o] of

N

N
9)
K

i

Y

N

ﬁo
w5

(privacy) X

d

Aol 4= 3-5Bay®l

=:|
K

]

ko>
[

71
Al

ted Al Al 8t

°©

‘_ﬁ.o

K-

_ZI
K

el

|50l v At

X

Aol}.

%

gl

o

el
ol
Br

o
K



3]

1] ) B 2 (u-biquitous) Al thell o 1]

(i3
=

TR

oo
H
ﬂo
Y
E]
Uo
M

Tor

,_lryl

el

B

13

o)
X

<
B

el

)

wEo] Yuz

A=

g

&t d1e) B

N

A7 E A

£}l

[e)
[e}

ks
p8l

b,

7. W =3+ A F(Popularity Strategy)

5

1=
[}

487}

A3 ol A

el

|

bol ge a7t ol

5|

[e)
< &

Byl

]

o]
o, #Al= 671E ZA

At

27

otstvl o)

5}

E= d x|

2)

E

1

S

5 Rz

108744

L
R

BN

)

‘Dlo

w|
gl

X

il

0

0
)
"
ﬁo
)
Gl
)

o
i
o

—

0
®r
e

o

o7

719 Qe wom xu|xe] AMeEld FAH

N

el
o0

Bo

$elihe}

1

;OL

2ol o

H

o

2}

aulzte] % 2

o

AmE Azl

ﬁo

N

I
L

—

e

_Z#O

=4, 25733

Al =,

=
[



==
T

2003: 60-64)

=) 2~
B,

&t

Akl Az =AY

#3094 el 1

(capotal gain?)ol

ToR

H
)

&

e

3

3L

R

=
Ho
il
o

;00

A

3

o}, oehA

—_
o

Ho

ool R

w9 3091 e 1A gAY 257

A7 WA A8 27t

&

ofof i,

BIN

dA a7

&
T

A, A

=
=

pud

3} Targeting

A

hul

(AL HE, 2002 170).

Positioning 1 &S = Y3l o] of

—_—

o
!
N
X

W

o)
B

of ALY F it ZFeAR e Al lojAel dE

2

Z (production orientation)A] el A

F

PR

FrY

77

arL
[€)

ik 37
2ol

5k A (sales orientation)A] &

3]

434 )

il

=0
R

o

Ar

B

o]

s
A

1)

Hale] FAJAA A

€

ek

P o
2 AN 283

=]
RN

Aol A

B

o))

AT-A el A

WieAg, 1ALE

1) 3

!

573 Akl A r.uket, 6)

o] meteo] A

=
=

NE wAY Aol Erlsle] B ATl A

gain)

A} o] 5 (capital
ZpE- o) 5ol g

2)

PRI

AARE F7170 Ak (o]

http://100.naver.com)



. /\}

Dz

A}
=

}ol

Ho
L
OU]_
A€ o
o /\c_)] l&
[}
Ql

=
o o

2t

]

Ak
H}o

Ok% 8“ }\1
[e] U], 7‘” %

=

=

A

A3

fO}:

FrkAE <l
A4l

o )
T
TduiF
pIg =
%ﬁréaﬁg oK
< _ <
:Hwo_aa% “F
zﬁlg@ mm U
ﬂooﬂvoﬁe Lu_é u“
}#E 2 il ,ﬁl:
;O‘mwﬁQL;o,‘% ,Alv_ﬂrA odu,l,wﬂ_”‘lr
do Fo o N = ol b o = o
X x° A H = X e 1 R W o ~N
& UZA LouLL l7
o o0 o = _zoo
of = o Tk 1ﬂL o T <H A o ny
P ox o u S ® po % = = X
ﬂfﬁﬂ& v 7 74_%:0:;
)l Y i o uAT ™ o O 160 o ,zﬂ ﬂ
mmqor%o - &W éﬁ m_,uw]ﬂm& X
— — 03 )
i EH - W o o P e -z
o g s o ¥EXX oz o W &
d;]%mao ) X ]7nn T 7 £y
R 5 W z 5P L= T
) g P ) W of It o I~
M dueﬁ o#o#éﬂudr o =
JJ]H% w9 Jﬁﬁqﬂef = X
umeA%n_. murﬁ Wﬂ%@%%i = =
m o I = ,D_l 5 X dr - ) = Ay T = e B .
In o e g ez T i w i E
ar I o5 70 3 7o) = B = o - rd s N B =
}»dalﬂrmio%ol ]10Jl,m.dﬁn_AI,oL Mo = —_
< A 3 =7 = aL T M . B0 ™
T = Ny 5 =5 1R nEE A o o 9 °
N I~ ) foud
Ao _.010> I~ J._A = " J 7o
™ ,M,L_E %Veﬁ.z a,_xﬁﬂr.xﬁ_},mgx - o’ M = = L;.ﬁo
nnlxx: ,Eﬂé_ﬂf %oﬂwmlmb T ol oF = . X = X
o_ﬂlmﬂmmonzua ~ ﬂﬂﬂﬂ ¢ ﬂu,:| > ELLE K oﬂ%ﬁ N
) _ . =2 _ r B
maﬂumﬂmﬂﬂum_ﬂlﬂlﬁ ﬂuVLMidrcg,mg @u wm o%m o_am@
Mﬂﬂl q%ﬂx ﬂH‘AXQﬂoHL . 1_,_A| - N_l_.h n_Al)A
— s o 0 i .
LﬁOEMﬂhomol& :ﬁﬂ%%@dﬁ%? %ﬁ i atwnm@ Co
g @ ur - g w P S 6 & E Tz o
ﬁﬁﬂxmziglﬂ NJ%MMLH_. o o o %L@‘.WT_W%
muﬁecmwﬁmﬁ n . xu:ﬁo_ag e:%wr Jlqu%mu]rﬁo
deva UT O\I‘_| o MM |l ;09;A‘AIUﬂ Aio,j. = o
a HLLLL aTZdeﬂww_a ML Lq\ﬂoP Hooo..}o
N g = w1 ™ x e F T G z@ml Sy ﬁo%ﬁ_w
— = 11] X ol ].A
tdroﬁc7§o€xﬁm7w Eoiﬂmwﬁ merV.quo
Mﬁr_:ao4uuaﬁ aTﬁTurmz_l EOWMJrﬁo
A}ﬁ%}@ge G rﬂa}zé.aﬁ
.~o1.l‘w7 — = «TALFJ)
o r 10 \/.ﬁo_.e Jiﬂrﬂ 07_41_X|L
]Eu.x Oz Eo).]rOF
X].I TJ| ,1_;1_._. 2%0
_,A]AT m\I_I‘A\H.V/O‘_,«IoLHTOE@
o) W /n%\mA %Ho rnﬂéuo e
EE .%%@W@ (@ﬂ.m
X uOmw.H_h o
qmﬂoMHrlL‘w.Llﬁ__.r_ummmum.o/JL(\
Zu ﬂ__Hl ol ;oa_ i @ ﬁ_u m i ‘Nﬁl
= 81..@}8
mmﬁ JuH OL«
%o o BT . X
,Nur‘_1r;o < .
o‘_fkﬂq
o_u‘_zloﬂcHl‘A_l
oﬂzf
of



80 =AY YAGSE, A4d AT

Zut7] oAt A, LT o (2003). "HHAR S LAMFolth, L AE o] I A

o5&, (2000). "eEEFEAGEF WA, L A 2AFHAR

Al Ries, Jack Trout A, Oﬂi‘ﬂ/\] . (200D). "ekAIE EXAY, . AL
A AL E AL

Al Ries, Laura Ries 4. A&d2 9(2003). "v}AE vbgk, | A& A

Peter F. Drucker #, o] A7 9.(2002). "Z=HAMde =4, . A& A

134 (2003). Folgle EUE AAHQd st A4, . A
A ALEE 9] =

A (1992). THREARAGAA wA”RE 2~ dEge] A 8IbsAde e AT .
AlFd A =i

. (1998). F52F 4o diEst Agoel #gh A7, "HAY FARINETH

= dy, 12).

a F@ (2002). 719 AW AFB-to-C) ARG Al A LA AFEA 8.9l
ek A4 A7 T gyt AYAR A=

AL (2001). F-EAMAIE SE o] wd g i et u?_%)\ g Ay, (1)

S, THAFEE=AAYEI]A, | 36(2).

ol (2003). TH#E=olmES HEAitulAE A @ A, . A=
At A ARES] =T

A3, (2002) TAMEIEAS S ol EINIAIG Y] FH T8
ey AA}er =i,

QAL (2002). Fsake] AAAH S
At TREAE R 19.

AUE. (2002 TObHE S} vhAY AFEYel B AT, . ;e A9

TR s

o
1%

o
D)

=]
RN

)
2
2
re
-z
offt
>
e,

o

B - vhA el #@ o & A

FAS QD) TelERY 218 AE oAy A e AT, . 8
S A A9l

o

o

o
o
=

Byrl N. Boyce. (1975). Real Estate Appraisal Terminology. Cambridge: Ballinger
Publishing.



