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I 74 Xaut-FEROTEEREOH#

NM@IH,ﬂmsSme&ﬂk%Mmmﬂbm3%ﬁﬂ%@%%ﬁ%%ﬁﬂ%&
S HE) ERO72HD [17E)?D 10 £ (Decade of Action) | MRS, AN, ¥ =
Y=, RBEEE), AL EOFEIZINT T, ) M AOMHEIL & BEOIERAA
— h L7z (EESEELHE > 5 —, 2020),

TABRS, Hlan )y AV AEGSE (COVID-19) 7 HERANIHAT L, BELK
Fiib o720 |28 FE M L, RBEZER bR, R % 7V — 7R & g
52720 2020 4 6 H 2383 & 1172 Sustainable Development Report 202(; (Sachs et. al.,
2020) 2k 2L, FRCEOBELZIT0E, BEL (BREYRLZ9), HE2 (B
zXOll), HE3 (TXTONEELEE), HES (@ dEEmEd), B
B0 AREORPEEZLRLZ)) Thh,

CoFBaaS T 4 NV ADBEEIIRIE, HAOHFLEFIZOREZEZELZL-6L
720 \ZEAEDETIX, N7 Iy 7 OMBIBRETIE, Ty 75T 2R EOXEIRM
Sh, ZOEHIZONT, F =7 TRELFWD L SN2 BEHGERE P Cl20 D5

1 HZED SDGs EREGWAAITILENT Y F U IARFEEINTVDLDS, 20204E1E, AT 2—F v
(84.7), Fr<—2 (84.6), 747 F (84.6) OILIRDED LML % 5o, HA (79.2) 1% 166 7 [E
17T TH o 720
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AWZED SN MAICED X, BEMRICL LR O BT v ATED RIS
DWCHH - BEs R ENn, HRFDLE DAL B INIHES 720 2D X9 BT,
ANEDKECIRILT, FHIICIERTH 5205, OB+ RUIMHMERET 2 2 13K
HCThD, FERERDHET S L, A2 EZNENOMEBICIED SITHI 21D 5. 5%
&, & IR 2ATHIE DL E DO TH 5o

Fald, SHREMMICOAD, BOIHBEREOZLISHEL L TV LErH L, ¥
g ZaaFEAICIE, T3 LWEBRBERAOTBERE] 25koshTwnd, LarL, 17
AR LN L7200 TIE, SETOTEEEZZERZ), HiLWITEIBEZ FI2E
2D EE L. Bi—7a Ay =22 RBET 20T R, TBHEMICLZ VT
TS, B ATENEERICEO &, Rz A v = YRR, [TEIOBIEO T &R
T2 EHARTTRTH 5,

COL) BRITEHERDOE B LON [V— 3y V=T T4 7] Thbhb, V-
V=774 7%, BARCHEEROMNBZDO/-OITEI 2 EE ST 2 HIZE L
TEMBEINDTOTTLATHD, FMPMEREDTET T T4 v 7 ERHOAR LT
MEER T A T AIANGEDI AT T T 14 v 7KK, SOIIIFTEE L & &I
L7 XY MEL, EORT X2 bOA VA N ETEEMEEGR Y RICRELNALT TS
KRR T ATHD, —A—AD, FILWITBIOERZEMRICKOE, BT b L
Z, BEMIATEZ 2591045 FT, FHPNCEMN LT 2EMomHEE D
W2 hoe TDYV—=Y X VR =TT 47X, HikO SDGs EHADT T U —FD—)
FLLTOEHS N, e HTILH SN TV,

KT, V=AW= T4 YT OWTORRZEOL LR HBE LT, £
DFEL, EFROLEBLEENZI VYR, 707 ITACEYVALRE T4 7)
7, TR IANEROT O RAETFTIVICOWT, SITIRSRITOEE 2 F Mz L ©

>

l'_%'/fg/)o

0 V=%~ —7754 27 OREHR

V=Y XN —=T T4 YT OHEAL, 1950 FRUHME, =2 —F— 7V KRFEY T
4 ALy TOLHEYE G D. Wiebe 25 [ 2 KEXAIRD L ) IZGEL I ENTERND
7> ? (Can brotherhood be sold like soap?) | X [\V:7221F72 (Wiebe, 1951) Z & A& o7
JERY, BEHNICORMEF SN LRZONTWeY—F T4 v 7 artT &tk
REUIEKRT A2 LIZDWT, =7 T4 Y I BANOERD G E - 720 1960 FF1X
WX, Y= T A Y THEERDD, =T T4 2 T RAEMERYEO 720 | 2B IG P %
IR B3R EZM© 72 (Kotler and Levy, 1969)c ¥V —3 ¥ VY =77 4 ¥ 7 X OH N
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D TRHESY =7 T 1 ¥ 7V ERERFO SO0 H P SEEMIZHE L 20E L v 2
Ao

[(Y=7 7427 L) ETVARABOBOEEPEDON TV LRI, V=)
YT T A Y TERIGEMEZTAEND R v L L, BiE, HEEIC [HA
EWVIHTEIZ L GELFLWERLE T 2MN L ET A AY — )V, HiRmFEET (e
TANIZE > TRWIERZETATE] NEEFIEL72012MH, L)ooy -y
=T TAYTDALT N TH D,

Y, =TT A Y TERENPTFRLEOEK, YT T4 v 7 OMEE GG 05
25 (exchange) “EBATTHI L TH o7z THUTLY, MR —EAZEH LR
I BHEEA - BEEIZRE SN T, @ TERnwE/ - T PERTEDL L) IR, <
=74 Y7 OBEHBEREPIERL72DOTH 5. BlZIE, BIHE Bb b BERISE LT
XEe T (BOREHFEOZR), FHICEET LI L2 TP T5720127 7 F v HiHE
2D RRTH & T 7 F U BEOH) R ETH D,

TR, MRBEORRICY =T T 4 Y IPINHE G 7. ERIRSED, HE)
O G & BRBEME L EIEE R RIEHICILRT 5 2 & &1 (Lazer & Kelly,
1973), HEHEOMIE B & L 72IFEFMERS R~ — 7 71 v 72T
LENVENEH 070 INHIE, [VHAZI V=TT 1407 L) ZORICIEE
&7z CSR (Corporate Social Responsibirity @ 23 DFLSHIET) (3T WiEE, [IEEF
Mo~ —r 74 27 [BR¥EEEO~—r 71 27| & EBI I8, BUET
E, BRICESDNT Y=Yy V=T T4 v 7L LTIRAOGNE L)Xk o7 (An-
dreasen, 2012) o

V=Y xR —=T T4 Y TOEKZEOL O, Kotler HOMET L V) T 1960 FAX12
RESE CHRIEENTBY, R LENI BT 2 ZRETH 25 Tdh - 72 (Manoff,
1985 ; Ling et. al, 1992)c A T ¥ /1 Tld, FEHFIHC/NE 72 % U CRIEEO 54 %
AT 27077 L)% S (Davies and Louis, 1977), FKIE&TE (Black and Harvey,
1976 ; , Schellstede and Ciszewski, 1984 ; Veron et.al, 1988 ; Janowitz et. al., 1992 ; Williams,
1992 ; Yaser, 1993 ; Thapa, 1994) Zllz, -0 REEHE TS (Shea and Basch, 1990 a;
Shea and Basch, 1990 b ; Farquhar et. al., 1990 ; Williams and Flora, 1995), Z%f# (Black et.
al, 1993), KFHAEOT IV a— VEIUKA (Black and Smith, 1994 ; Gries et. al, 1995 ;
Glider et. al, 2001 ; Gomberg et. al, 2001), HFEHEI (De Pee et. al, 1998 ; Torres,
1998), ~F ) 7 PR (Schellenberg et. al, 1999 ; Schellenberg ef. al, 2001 ;
Rowland er. al, 2002), #EII4#7K#EH: (MacFadyen et. al, 1999), EMIYZEE) (Black
et. al, 2000 ; Sallis et. al, 2003) 7 X1Zx L CEHA SN, SREESHE TR AL
T&72
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722, o Tur I aA0% I, EICHIMOBRERICEETLZLD0THD,
V=YX NVRERY =Yy VI 2= a YR ETHo72e INEEFERET LS
ET, 1990 FEA S 2000 FFARUCNT T, V=XV —F T4 7 OMEE, ke
7 B BRERASKIEICHEGR - BiA &7z (Dann, 2010). ZOFEFEE LT, BHHEHDL, K
5258 & Rl HEYE (McKenzie-Mohr and Smith, 1999 ; Marcell er. al, 2004 ; Gordon et.
al, 2011) 7 EOBEHE, AL EEEHOFA (Cooper, 2007), F v » 7 IVFilk
(Messerlain and Derevensky, 2007 ; Powell and Tapp, 2008 ; Gordon and Moodie, 2009) 72
E, BAc GHEREN LD o 72,

TiE, HAEZETIIEDLIICEMINTELDTHA ) e 7T 5T, 1970 4F
R HREEDY = v V== T4 v 7R EIRBEROEOHNE & L ClARAA TV
(Lalonde, 1974) o

1980 4EAGIZ I3 H LR EHEME (World Health Organization, L F WHO) 725V — 3 ¥ b
=T TA YTV FEREHLIED, VY= T4 Y IPTE R EET S
HEEE L CER SR, ifEAREF 51200, WIED7-00LG &R, EBR L OHiE
B, V=Y v —=r T4 TOEMRERE LTOMMK, V- v~y—r71
T DOIMEDRIE R EHWEL L 72 - 72 (White and French, 2010) o

KETIE, HEIREP Tt % — (Centres for Disease Control and Prevention, DL
CDC) 75, V=% VW=7 T4 v 7 & RNREEDOFR gL LCREL, 1999
i, T MY DCIZY =X IV~ —4 T 4 » WA (Social Marketing Institute) 7%
BN S MTzo 2010 AT FEAT S MR EIR O EEE 10 SRS [~V 2 — ¥ — 7))L 2020
(Healthy People 2020) ] 121%, AREESFIZBNTY =¥V~ —F T4 ¥ 7 OIEH
e D5 2 LDV D AT 7z (US Department of Health and Human Services, 2010) o

WETIE, BFPEEICY =Yy v~ —r T4 v 72 RATA I L2 HEICEDT
(Department of Health, 2004 : 21) Z & 7205, HW)B X OBUEATEIOIHE], AEEEH, &
AGOUE, EEEER TR EOEBEIEORIZY — 2 Y VY =7 T 4 ¥ T HFEAY
WHEHSND L)Xk o720 51T, 2005 4F, EV.Y =YY V=T T4 0720 %
— (National Social Marketing Centre, PL'F NSMC) 2Six32 &4, F£3 T3 [V -2
YV —=TTA Y TDINRYFI—0 - 7F7A4T )T BoL bt Th2LD, v
=YXV =T T A Y TORE LR DEZTPEELSN, T Tar 7 a004
BEDE F o 720

F—=ANTYT T, 2000FICA AT T V=YY V=T T4 ¥ THE
(Australian Association of Social Marketing, LT AASM) 72%RZ7Z &A1, 2013 4E121x 7Y
T A AKRENZ T & FEEE AW 2 WFEAT Social Marketing@Griffith (LLF, SM@Grif-
fith) A%E%I X M7z SM@Griffith 1Z, F— A N5V TIRKOEMY Y — ¥ b~ —
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TT A4 v TWFRETCH DS, MEOKNIZE i (formative insights) % FFE LT 7'
077 LAOFEMEZED, BUF, FFEFEIE, NGO, HEMEELR EOFE - EBR
DR ERBEL, SHASTOMSEEOMIIITT LTV,

ZDLEHIE, BETHERSCHSEEOMIIY =S Y vy —7 T4 ¥ 7 &ERT 50
NERY, ZOAMEBERLIEDOE S R KT > TWb, Kelly (2013) Otz
L2, RENIZFHL NV T 12 K%, RFEET 11 RY, 4 F) AE3RFEIR
e, BFFIE2RFEE 1 RFER, A=A MF YT TIE2 KL 3 RER, A4 AT
1 REBEICBNT, V=YYV —FT T4 Y ITHE 7O T AP REEIN T 5,

M V=¥ =774 Y7 OEMEEH

V=YV =TT A4 YT OWMREFERDIANY &L b2, FMNaERZHE L
T-HMERER bR SN TE 72, BBy — vy b~—7 7 4 ¥ 714 (International So-
cial Marketing Association, DL iSMA) 2% & i <, 2008 4, HED 7T A b v ThHlfi
ENMHR Y =T v v~—r 71 v 7% (Global Social Marketing Conference) @ [ £
Tartyia ] \IRIEL TSNz, HEEID Jeff French & K[ED Craig Lefebvre
MEBEICV T, V=YX V=7 T4 ¥ 7 OERIFHLL-ERH SO 27 b &
DL B, TOEOREAIIE, FILFHEEIZ 500 T2 5 FEHAHFE SN, 2010 4F
IZROLENTZ0 HEEROFIIRDOTZDIZHFTTY = v b~ —7 7 14 ¥ 7 OfiH & B
BERET LI LA HME LTS, FHIRORFEE : ETHESN-HFED), 2ok
EHIEDOREIZHZ DT D,

B, FEHIBTY —T vV~ —F T4 Y TFEREDTER S, TNENO I T—
B RRPERVEE I LT =Yy V=T T4 Y 7T AR e BB REL,
BORV DB L OFATNOFEHORE, FiOm LIIEDTnD, $72, iSMA s
DL 2§ HEE ZHo TV,

HHILTRANIKILENI2DH AASM TH 1), 2009 FEDOEFEY — 2 ¥ V=7 T4
> 745 (the International Social Marketing conference) (2L 724+ — A b5 1) 7 OWf
WEIZOLPA VT T4 TH E )RR o720 RICKIZLEINTZDE, BINY —2 v v
~—7 7 4 ~ 7% (European Social Marketing Association, L F ESMA) T® %,
2011 fF2E ¥ N CRIE SN KM THEOEMEZ S, 20124F 11 HU AR TH
S N72MO TOFETIERITHIZ S Nz LRIZBWTIE, 2012 FI2KFEFILT
Y —Tv V<=7 74 Y 7% (Pacific Northwest Social Marketing Association, LLT
PNSMA) 7% Nancy Lee FED D LMk I N/ze V= v b~ —F T4 Y TOHEMEE
BT AHE, EHICHETLHERCEOLOD T + —F 2% L Tnb, TD%
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2016 4F 6 HICiddbk Yy — > v v~ —4 7 1 » 714y (The Social Marketing Association
of North America, DT SMANA) 2S¢ &M7z. HF+ 4, H) 7HagE, 7 2
F, A¥va, KENIBUIT BV -y by —Fy—, [TERSEE, REYE, RERE
LDHSER, BRBEEEE, BEEREY, BFEaIa=r—5y— TSN VEBERLE, b
5W 55 HOMAER Y BIETHARTHRINTWD Z L0 TH S,

BAED 20174, 7Y My DC CTHEESNAY -y v~—0rT74 Y 71T
5 455% (World Social Marketing Conference) TRIK, 7 71 #~NOILKDOEBIZ AT
T LAaDbN Tz, ARMIBOFHAZH LT 5 L) FE 2L, 2014 F X DEIRE A N
—PMDOHE L OWHIER AL L TBY, ZORFERICFMRIER LT L2007 —
FUTTN=THRERIIRE L2 SOV —TFIE, 75V, a7, X)—D
V=YX —=T T4 Y THEHETHERSNTEY, #6513, SFEOHSHEIIED L
INTHIBETED IOV TERLZHAZER, AEbITo79 2T, 2018 KXY —
XN =7 T4 ¥ 71H4 (The Latin American Social Marketing Association, LLF
LAMSO) DRV T 23y FABELNTze 77 ) A TIE, 77 S REED
F—2 (Uganda Health Marketing Group) 23H.L& 7> TT 7 H V=Y ¥ V=7 T
1 7% (The Africa Social Marketing Association, LLF ASMA) &7 H#EA % 1H0D,
20174E9RIZT 7V I DY =¥ V=T T4 v IRz L, EERESYER
L7ze 20, EBREEEDR Y T — 7 HEHE BEFELZITV, 2018 TR S
n7z.

O 10 FMTERICHEMREMAPIER SN, V- v =TT 14 Y TOIELWE
fi L, FEHEIZLDITHEFRENDOGE N HPEMF L XV TITbILTw b, 4%, 5612
HRPTY = v~ —T T4 Y 7IEHENDZOIE, V=Y v W—FT T A TD
HMEIL ISMA IS L CTRICHEY) 2 EME ST, —M& %o TIHd@o R & g
FHEETIVZERH L T 2 EDHER ST 5 (Lee and Kotler, 2019) 6

IV HARICBITFAY =YXV —F T4 TORER

HAIZBWTIX, 1995 4E12 Kotler and Roberto (1989) @ [Social Marketing] 23FH&R
S, (V=% %774 7 TEEED-OO#NE -] & L THRE N0
% X oIS, RMESE TEAOME ARG S Nz, HEShoftton bz ffid e 3
LDUREERBERICB VT, WAL, ¥—7 v M eikb I L idHatiibiTh s
EzFiko b (BAT, 1999), FEES, HA S X NP ETH o AR 2@ H L7
(A, 1996), L22L, BBHMERMELZD OO, fTEEREIETIOWTELY,
REFNIBIFATHEFOEHL SPRE#HSN T s (A, 1999), 72, 2000 4125
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M7z T2 AL IS B 2 E RO < 0 ES) (FEHEH A 21 ] (E45 @4, 2000)
DU 3 F - FARTjEE, B2 H - AREHNOBEPUTOEIHIZ [V— vy V=TT
1Y IDER] BEENSS, RRIDAAD—FiEE LTRENTED, h—F LT
Ot R e L CRENZEAZHED D T TIERES TRV,

2000 FEARICAD, ~—=F T4 Y I BHOMRESIZLD, REI/HENR~—F T
4 I DO (4 2003), SRRSO BRET OFE, 2014), ki
(B, #afEe b a2 853 5) LT (EAOITEERICEH S »1T5) L oMRNE
(ki - HE, 2017) 7% 2 H L2EGmIZEAEQLONTE 2, RESBHICBW T,
MOBROBIZERRIZL ) EVL DR RESTEHZ [7) —rarya—~—4TH)] &
L, BMEATHZE L CRBEICHSEZMEL L) L9 r2Z 20 RsNZY) UhF
2016), ALIZEEADOFIH R ZH D5 7 EOBBIR IO LB 5 ITE R RHET 5 72
BIZT— 74 Y P OFHEEERT A S L ICHE STV, ZOFHERICH L
TR NI ATAELTDY =S¥ N —F T4 Y IPEAENLICIEE TV
Vo REFEFICBWTIE, RS TEARHAEIEE SN T L7720, HERIZBWT
b, M - EEE - FRMEREORMER Y v T E MR E LT, WRATEESE SO s
TLAD—FHELT, V=¥ V=T T4 Y ITHPEZOLNTEL (BAR, 2004 12
R, 2008 5 bHb - Ay, 2012),

=W, V=AW= T A Y TORLEELZHNTY &5 [H#HR%ERIC L 5 RER
Pl WOV TOWEIIRENTH ), BEERSEISHOTHL, WHS (2009) 1357
BT 07T WIS L e EEE OFTEV AL BRI & BRI L, S
NOFHEIVIERIRBEOFE L L TCHRENTH L 2 E2ME L TWLA, BMEDBED
BT CTE /200 E) PIZOWT, BEHHEE TE- TRV, MAROITE E THllE
L, 7075 A&7 DIIESHTIE RO TH D, [TEIER T THlE - 3/ L Tw
LERBIE LT, P (2017) &, ADPAMZOZTZITEHICEHL T, BHEEN, FETE
X, BRAEBEN—AZ L7z Ay MULZZ3 D0 =7y baxtRe L, Wk sT
A FOBEMICE D ZEBANOEY R A v =T E ) =T Ly FTHAZIT, {78
MEE SN E 2 HE L Twh, E£E 51T, et ZRIIRITENCE L T, £/
Fy = (NEE, 2018a), =47 v MlloA~Nv b (RAE, 2018a; JINEJE,

2 [MERHA 21 OHEIZIZ~Y =T T 1 ¥ I FERHRBORIISH LY = v W =T 7 4 ¥ THBET
Hbo PIZIE, YAXT 4 TIZ X ZBIEHRRME, I L0 - — CADOMEE L3R, REEEEM
RICE DY —CAORBB LB ENT L ETH D, MAOEFEEOUGEL VI BELORAL L, &
EHEDED DL I2OIE— TR OZE, BEOERE, THOEFL V) ZEETRL L vwbhlTn
o TOMIZRAAT AT, MEFICE 2B ENT, —F—OF—EADHRPE L ENTV 5]
ERF SN TV 5, https : //www.mhlw.go.jp/www]1/topics/kenko21_11/s0.html

3 Bz, HFEIERBERECOLPLMEMADTE LRI DI —F T4 ¥ 72 HWE T &% [BEE~—
TrI4 T EERLTVLY, [BEY—FT T4 7] OFFREIEHETH L, EEMISK—-STE
FEIFRE SN TRV,
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2018b), HHEED ) —7 L v b (URAEE, 2019), % - @KIZBFL27—22a v
(K - IAEJE, 2019 5 KPES, 2000) 7% EEZMAM AZATV, ITEIEEDRD b/
FLEHRFZHRE L T b,

ZO&HI, PENIBWT, ERELEIH STV =Xy =T T4 71285
KM ATEERIGEBIIR S NB Y, TOFEHIZENE L > TV LR TH L, 20
HNE32oF 26N 5, —OHIE, RS - %Y - &Y BEFSE 5 & O8N
BT 2 Y — 2 Yy W=7 74 Y VWREDPHERE SN T anwZ &, ZoHIE, bigekk
B - 3 - B R L OEEERE LT LO TRV L, =00, v—T
=TT A YT DESR, il IO A, D ACRIUHEER R E0 T ISR S
N, ERL TRV E, ZODFEMEDOE T T 7T AHPHE - EITEN BN L
Thrb, $=bbH, ENIOBIEHERE RS - B EA R 2 @#E L 3L Fr7E 1
WY MR, 2o RBENIIE & AL TR 2 A L 72 R s A L e W2 &8
ZEIFoh, BEOREL Lo TWE, TORIE, FICEBENZY -y v —0rT 1Y
FAI 2T A PLEREZITTCEY), HRIZBIFL V=YYV~ —Fr T4 v 7IZHT
LIFFEME AR L, EEMICa Yy A0 nEsR, RiERRESIE, R
FHARDREIZEEG LA FIA4 YREBE TS T LEKET S LD, EEMEIC
BOTROLNT WD,

V V=¥V —F T4 T DEH

V=YX N T A YT, V=Y v V=T T 4 Y 7 BRI ERTIE R
Vo TARCHAEROMZDO/ZOITE ZEEIEL I L2 HFEL LTEBEND [1
REIRER T 7T L BRET HI2ODFERR, RRI LA TH Lo LEZRZ
fETHS T2 Tid R <, THTEIE%A (behaviour change) | (1227205 2 &, Shkks
BoOHGmLHRE AW A FEN 27 70 —F 2179 ZEPHETH S,

V=YXV =FT T A Y TOERZOL DL, T 1960 FAI AR5 B TG &
NTWD, [V=v =774 7] L) QP EbNIGO 701, 1971 4,
Kotler and Zaltman 2510 CZEDEEDEFRZITo IR TH S, 5L, V= v~
=T TAY T (MENETATTOZHEMEEE 525 &)1, BaEti, itk
G, AIa=F—Tary, jidl, BIOMYHEEZERE L7077 A 2REIL, FE3%
L, 3> u—)9§5%ZL (the design, implementation and control of programs calculated
to influence the accept-ability of social ideas and involving considerations of product planning,

pricing, communication, distribution and marketing research) ] & 7%£%% L 7= (Kotler and Zalt-

man, 1971), ZHUd, EREEIFToTVWEY—7 T4 ¥ 7 IEBZASEICOILRL
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TWCZERRLEDBDTH 5,

ZD1%, Andreasen (1995) (& [# =7 v ML AxRH LSO mom L HY
ELT, WMOOBRBHRITENCEEZ LITT-OIMEbN-T 0y T 2050, G
Fhi, FHAICPEESTOY =TT Y B RIGHET A ] LEFR L, £72, Lee
and Kotler 13 [#hey (AWML, Z4, B, 2L Cala=74) [MfEREb6T
Z—27y NOATEICR L CREE 52 572012, iz A - % - Mlses~v—7
TAYIOFEBIVEEAZBEHAL, ¥—7 vy MAF LSRR /26T 70 A
Thb] LEFKL TS (Kotler and Lee, A, 2010), T74bbH, LBV
RO D7D —T T4 Y TOFHEEFHEH VDL L VWIEZEZHTHY), TOFEK
(&, 30 5 IFE R Z: IR L 72,

E 512, Andreasen H (1994, 2006) &, [V =Y v V=47 T 14 ¥ 7O HIITEZE
BEThHbo HRITEVTENIOWTRRRERL, TEIEZEZ2FHI L TRVEHIREZRY 72
JTEATGTHY, EBRIATHR L0 E) e MR LRI LIRETH L] &, 178
AEEETLHIEOEEY FR L2,

T, FETY =S¥V~ —F T4 Y TEFG L TCEE-ABLHLIRIEDLHITE
FLTVDLDTHL) Do RIIIKEANDERE T LOH, THERIENEHR TS

#1

VoYXV —=r T4 Y T OREM R EHR

HR

JE3C

HAGER

McKenzie-
Mohr
(hF%)

Social markrting is a process that involves (a)
carefully selecting whicha behaviors and segments
to target, (b) identifying the barriers and benefits
to these behaviors, (c) developing and pilot test-
ing strategies to address these barriers and bene-
fitsm abd, finally (d) broad scale implementing
of successful programs.

V= y =71 7%, (@) HRETS
TEIeE 7 A v P HEIGERL, (b) 2017
Boxt 3 A REBE L FIE A AFEL, (o) ZNHIC
LS 272D D8I EBEL T/ Oy k- 7
A NEIT, (d) B L2707 T 0% KB
WCHEETL—EHOT UL ATH D,

Jeff French
(FE[H)

Socail marketing is a set ot evidence- and
experience- based consepts and principles that pro-
vide a systematic approach to understaning behav-
iour and influencing it for social good. It is not a
science, but raher a form of Technik, a fusion of
science, practical know-how, and reflective prac-
tice focusing on continuously improving the per-
formance of programmes aimed at producing net

social good.

V=Y xR —=Fr T4 7%, HERRRIZD
LA HATE L FIUTE % AT AT % B
LR T Ta—FThHY), —HOT
T v A LRBICEDS S, BLOBEHITH
Do V=YX NT—4 T4 T EEERELEN
Xkt LA, HEOMEKNFGEEEANTT
U 75 AOFRh MR MRRICSET 5 2 LIk
HENCh—oTFr =y 7, FEofs, %
B ) ooy, BREINTLERTH S,

Nancy Lee
CRED)

Social markrting is a process that useses marketing
principles and techniques to change priority audi-
ence behaviors to benefit society as well as the in-
divisual. This strategically oriented discipline relies
on creating, communicating, delivering, and ex-
changing offerings that have positive values for in-
divisuals, clients, partners, and sociery at large.

V=YXV T AT, Y= bET
LN EREIHGE D S TITEERE T
O, =474 IO TF sy s %
WHT 270 ATHE, ZOEBEERO T
X, WA, 794728, N=FF—, BID
HERERICRY T4 7 MEZAIEL, 52
R’y 5,

HHT : Lee and Kotler (2019) P.8 = &EE2FIIR - &,
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EIHREL, TR E TR, ELTER LD, IR ARR TSR
E2HIL, ZORDICHBENINATLS =7y M 2EDDL L, KRR T
FARETALAEH VLI ETH D,

DX IIEMBERMPFAET 720, V= v V=7 T4 ¥ T OREIHFES
TWEFHHINLZEPEL, HAMICEEO LN ERETEET A LEITHELN
720 ZTT, 201242 f, iSMA £ ESMA DT —F X 7 7V =T, V= v )Y —
TTA YT OM—DERIIOWTIHHEEL I LD, 20134F 4 H AASM 23l o 720 EF
REOTOEAICBNTAYICESNAzZ &id, OHMIE, V=YY VY —F T4 7%
EETLEEIH L CBOHANTEL I L TH Y, H—EHEI ARSI NL I & THE
NRFEBEPZ, ZhoEEL LD L% BT, QEHIE, v—vrr~v—7
TAYTEEOHWEREOMGIZHERZ L TLH, OV - vy —7 71 ¥ 7O
EEBEOFERIHEVERICUENEQAONS, OWEERRD) HECEENTERE L)
T EmL, EFREUHMNOSTHICHRTE S, ©@TE L7208, BRIZTS, OSHTH
2725

F72, iISMA, BXWESMA DX Y N—ZxF LT, EFOPIWERN R 2 EENH
BIZAA SN, 167 B BRIED S - 72 MIEFD 40% UL EAQEE & &2 2 EHEE,
OHESTEN % EDMET S (set and measure behavioural objectives), @5 AKX RE~D
FATAE R L %% H\ b (uses audience insight and research), L& DOFILE % A A9
ZLIZES%HTA (focus on the production of social good), WX R %> T/ AT %
(use audience segmentation to understand and target interventions), &7 A 71 27T LD
EN, T—F, R T U A, #HimtH\Ww 5 (apply data, research, evidence
and behavioural theory in developing programmes), ©FY7 1 > /%7 b & ROI, £
W77 N A ZEERICEHGi$ 4 (rigorous evaluation and reporting of short-term impacts,
ROI and longer-term outcomes), DARRMZLFIH &~ —7 T4V 7< AT AV FOFiE
% fH\2% (Use systematic planning and marketing management methodology) = & T -
720 TNOHEESN, 20134FH, 3HEOHERIIBNTEBESINERILTOL
BHTH5,

(V=Y V=T T4 070 =T 42732 T NeEMhT 7TU0—F %K
AL, LD RELHSMARICORDLMARLITII 2 =7 1 OITENIIEEZ G 2
HIEEHIBLTCVD, V=YW= T4 Y TOFEKIIBWE, MEFEANIES
&, Wi9E, XA MNTF 774 A, B, WREFLS—-P Iy TOWMEEREL T,
AL R DATENR WY e A AR 2 BHRELC L, xhARAG, #hEERY, A TR RE kS
BHETO 7 T LR d 52 Lz HIET .
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“Social Marketing seeks to develop and integrate marketing concepts with other approaches
to influence behaviours that benefit individuals and communities for the greater social good.
Social Marketing practice is guided by ethical principles. It seeks to integrate research, best
practice, theory, audience and partnership insight, to inform the delivery of competition sensi-
tive and segmented social change programmes that are effective, efficient, equitable and sus-

tainable.”

COERIZOVT, LNECONIHBERLBESESL I LD, SHBOEMEE
Mo Th s, 4% KEOEEOZEET 2P TERLEUNZEEL, 25120,
V=YX V=TT A VTS B DR ORI 7 i A 72 O TEYHLEL & B
BTHLIENEFHTH Do

VI av—2 YNV~ —FT74q U7 EDEN

V=YX W= T AT TEaAR— vy =TT 4 YT EHBLT, 3008
557 5% w2 5 (Andreasen and Kotler, 2007 ; Andreasen, 2012) o

VHEBIEY =7y e MBREDVRED LN T ThHbD, AX—Y Y VI =TT 4
YT BWTIIRAFEISHE O MR — CADWEE, HEE XY —7r v b ed
o —Ji, V=YX NWI—=T T4 7, RUITEHERIEDLI L L LD N E Y —
Ty beTho ATEICEALT, BE, ®¥MO2ELZTTIEIRL, £ AL EHED
BhboTndizw, V= x V=774 2708 =7y ML, BHFEOTROALR S
T, RO FHZZE L EOON, FTHOHEE TIIEEGRE Lo TV RWVES 2 3R
b,

2R HIIMERET 20 V) ZETHL, av—Y XY V=774 7 TIREMHE
m%, Y —CZOMBETEEIET 205, VY v =TT Y 7IZBWTIRA
fhewv) X iIdHs, 2L TEOHSIELEANICE > TEIY) B [1TE) 0% L] 2D
bOEREMmEPRMAEL T <,

3HMHEICLTwRADENE [HH] Thdb, a~v—T X =774 ¥ 73y
RINREMRTFEE 28 LT, MmOBEITEEEZ BHIEd., — 7, V- vy —r 74
YTIZBVTIL, #HEWICEE LY [HENZITE] 2R3 22 HWET 2, £D7
W, WRBE LT LD L) LM BIRIETII RV, BMFETHFICENLEY LIFE Rk
D, FTEOZALPEREE 25720, ZTORRE EO L) RIEETIET 202, MEIZ
HEHRBTLERS Y, FRMWEIIEHI R 25605% v, flz1X, EB2EETZ2DT
HUE, —HDHEE, MVPA (Moderate-to-Vigorous Physical Activity : H&EEE DL E o &
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RIGED) M, RN AEZRET 286813, BECREYONERLZIL: EAZIIY
Tehe T, HEWMEREZHIET AT — 27 ANV T —UFTEOZEILICE D> TL 5720,
— R T A — A L) ISR BRI ETE v, —A— ADITHIOEAER
DIRAERIZIIFE SR A X7 MO LDTH LD, FORENFIRINLIZITEERH )
Y, BEEORRTHLIEHL L, MPHELZONPIZOWTOBIIZHETH
%o HIEIREIZOWTIISHOBETLH 5,

I V=¥ W=T T4 YT R 2 T4 7T

V=X =774 7% LIFLIE, BZERCHBRGEME, IO oA X
Y UR=VERFEINSE, L2L, HIIIRTEBY, HloTWwa72ZIFTiE, Aldzanr
BATENCEDS e ZE LWTEZ &L 52T IURVIT 2 WERR L7256 SNLHERE
My, TOEZEEEZEL, MEL, ITET A 00 BEKN R TTEY IR 5 LEN D
o INOLERRNICIAEDL LDV = v V=T T4 VT Thbo

ZIZT, ANAIZHRHLT, V= —=F 714 7OMe s FHOBE, 7260,
—H L7727 7u—F % RiE$ %5729, Andreasen (2002) (620D [RyF~v—27 -7
FAT) T BB Lz, 2L, 1980 £, 90 FEAUCHIFE SNy — v vy Vv — 7
T4 YT OREETH HEEZEEN (Lefebvre and Flora, 1988 ; Andreasen, 1995), i
(Leather and Hastings, 1987 ; Lefebvre, 1996), KA 7 5147 7 11 —F (Andreasen,
1995) = EZEZFOIRERRTHL, TO6HK IR 2DEBNTHY, INHETETS
07T AMIED I EOEEESFRIN,

WETIE, TO6DPDONYFY—7 - 74T )T IOIIFRESE, Hime 1 4
A MEMRATZZ[8DODNRYF<Y =2 -7 T4 7 )T BNSMC 26REINTND
(#£3),

M1 TENIEE RS R A HF

HoTWBHI &

ELTWBCE
BRLTWSCE

EEEFSIE:

ERIZEDEKSIC
TBITHDMN

T SR
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%2 Andreasen D6 (six) V=¥ NI —F T A4 VTR F~<—0 - 2FA4F) T

S ME
DATENEZ TELEEEZNATOT T LOTHA - FHlOHRKICIEZ 50 BAEWIOITE) %
(Behavior change) BZDBUENHLON», BHEZHMEIZT S,
QOEE R ORBEDHIRDO 70 7T A THLHEZHEL, HEHFOFRHEELIT, @71
(Audience research) 7T NERRNIAAERZZ BRI T AN, @FETHIFWICE=Y—T %,
@7 % Mb RONZZKRTRAKOMEELFETEL L), MATEELT AV NIV —TEEEE
(Segmentation) T 5,
@z TRV E BT BRSO DR TH 5o RREMMEG Sz S ITTEEE
(Exchange) ZAEFII DD THELPMDVIRBTE 2 b 0IE, ZNICMET 2 MEADH 5

O EEEORLE LTHES 5,

O~Y=rT4r T3y
7 A
(Marketing mix : 4 Ps)

R=TTA YT IvI A (4Ps) ERHEMIIHVEZ L,

HEEOATE 2 5t RF & o T 25 (Product) ICBIT 2 HHHE, "HLHE O
Iifts A 714 7 (promotion) T, fHFITHHI ’77“121“( & 2 (Place) 129,
ZONTb ST, MERERCITH LR 57-DICREE»HEMEIZT 55D (Price)
ER5 2B LB D D,

O} %=y

(Competition)

BT A IERT A, BRTLL9127 %,

HFT © Andreasen (2002) % -8 A5,

#3 NSMC D8 (eight) V=Y YN =¥ T4 Y INYFI—=2 - IF4F)T

Heite ke
OF7H) FEROTEEEZHWE T 5,
(Behaviour) (Aims to change people’s actual behavior.)
e LR TTENCE R Z B TTAARAT) o ITENINT 2 HF LB 2 R, 55
RETHATTE Z ETT2ENH—DREE 2 5,
c HHEMLBEREEZTL TS, AEWIMOTEZ, WO TIZAR 2% B
L, EDLIIZZDOMREMNET 20 OREMERLIEELREINTNLEI L,
@z &I HREIER LB TD, EMETEEHCIGRESCHK 27— 5120, I5#H

(Customer orientation)

DEFGEHAR, 178), BENORELBHT 5,
(Focuses on the audience. Fully understands their lives, behaviour and the issue using a
mix of data sources and research methods.)

o FATIITER - BT EZ A DY L L EMA LRETERS T -7 2fllaeb

5

A VI VL= RT A —HNAT V=TI EST, TR T 74— EOWET
HELHWA,

C AT =RV —OEEEGT, =T T4 YT I v 7 ADT T ARG
MADHNS, WNGE2Fo/2/81 0y b F AN EE-BT S,
'ﬁ%%&ﬂﬁﬂzﬂ Ia=T A4 —ICHEBIZESIMLTE 59,

O
(Theory)

TEIZEFL, AAEEZL7-0I1THREOMH T V%,

(Uses behavioural theories to understand behaviour and inform the intervention.)

s MARGHENOFELXELML -0, EOTEHEGHOBMHIEY TH L BET
;u) o

AN T TA YT Iy AOEELE LTUSHT 5,

s M AR Y LG A EML, XM ay T A MTEOMYELERT 50
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(OF A EE HRENOREN S [FEITWRERA YA M, Thbb, MAFTEOREIIOR
(Insight) WEEREENFET 5o

(Customer research identifies ‘actionable insights’ — pieces of understanding that will lead

intervention development.)

* HRFOTEIHEL G A5 NDRHR, DTN DO TOREH
B3 %,

ATENT BB, (KGN D L IZWBE R RERE L 72 5 TV A OB %,

s MREOFRE I, THZERDLIMET LB %GR o T D7
WY 2 AT E R T %o

®%cH HREICE S THBREZ, TELET 2FOMBHE R VB2 PhEET 5,
(Exchange) THAREZ DENZTOMBREIE > CTHFBHINTH Y, ZORXDb YISO RITH

I 55 2 WERANRE B2 D HERE BT 5,

(Considers benefits and costs of adopting and maintaining a new behaviour ; maximises

the benefits and minimises the costs to create an attractive offer)

e B EINTz, FLEFEBREOXY v N - TR v MOV TEIE A ORI SHT
T5

s MARMGEIL o COfiMER ZES 50 WRE~OMAHR, 1 24 MIHED
& AvvrTa TER LW ERMT S,

ey AR RBIE o THADBHEEHOH, WRBEORMH, BIRZE &% 52 B8 L TH

(Competition) TS %o
(Seeks to understand what competes for the audience’s time, attention, and inclination to

behave in a particular way.)

o S AR BB ORI R IR 2 4 ) ZEPRIIA LT %o

CHE L BTN OFECRNRIZL, THE LI LIS L TRt b D
ZHIZE 2 5NN Db D) ZYIEICT 2HEMEZ T 50

@t 7 A ¥ Mt HRICBIZ 2D THIUE 7Y —H 4 XL 7 Ta—F 2y, Mirkts 2y b
(Segmentation) HoleT TU—FIIT b, Thbh, LBOFEEZFHONARREDO LT AL i

BEL, T0OXT AV MNIESTNMAETAT— AL N2,

(Avoids a ‘one size fits all’ approach : identifies audience ‘segments’, which have com-

mon characteristics, then tailors interventions appropriately.)

st A Y ML, BEEMERSErEERINS,

o LAY MU, PEROANCIRGENAR, M E 7RISR T ST, AT
R OHANT -y 2 ML, B RHEERET 50

@OF—rT4Y 73y [ THEEL 0572012, EMax—r T4 Y73y 7 AT 5. Bk

7 A I TROLET, EBRIATHPIEDLL L2 HEETOPFTH %,

(Marketing mix) (Uses a mix of methods to bring about behaviour change. Does not rely solely on raising

awareness.)

N TA VT Iv I ADTRTOEHE (&, itk B, 7uE—33v),
BLOEELRNAFTE GBR, HE, vR— N, B&Eh ) 2#H 5,

e TOE—T I, AvbE—TVHERERDLLEITTERL, R —F— 128G,
e, AT, AV v M ERRSET 0TS

HiFT © http : //www.thensmc.com/sites/default/files/benchmark-criteria-090910.pdf % £E4 2SFIIR - Ti%,

INHLORYFY—=0 - IITATVTBEDREEBEOY =y V=7 T4 7%
WA EERE 7T 7T AMZHEE SN TV A NPICDOWT, IR EPERIZL Y2 -1 T
W5, Carins and Rundle-Thiele (2014) 5275 72 Andreasen @ [6 XV F~<—27 - 7
FATNT] BRI LR EAGICE T2V AT T4 v 7L Ea—TIE, &)
IR L7270 T T MO PITEHEREDOR RS E o L FHDPHER SN,
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Kubacki & (2015a) (&, 2000 4F7> 5 2012 F (2 FE M S L7270 2 — )VEEIATEN X T
523DV =YV —=F T4 T Tar T ARICOVWTYATIYTA v 7 LEa—
ATV, 6 RV FY—7 - 7 TATY T ERIZLThDED, TEIEHEICEESET
WHLZEEFHLMII L, 612, LY =36, T8 (Kubacki et al,
2015b), HIA (Kubacki et. al, 2017), @ilv# N ENOFERE IS 2 &8I 5
7t (Fujihira et. al, 2015), KA FECTEEIICBEIT 5098 (AlMosa et. al, 2017), ZEf# |2
B9 592 (Almestihiri et. al, 2017) IZOWTHLE2—ENTW5ED, Wb, 6
NYFR=7 - 72F7ATVTREVELHNE L, Hx 7077 A0 - AT -
FHICE D AHZ E OEEMEIVREN TS (Luca and Suggs, 2013). I TIE, NSMC
D8N FY—=0 - 7 IF7A4T) T ITHED L EMEE %%ék%?émﬁwvzl—
(Kim et. al, 2019) 7% &EbAThh, FEOFERIELN VDL, 61, MEEHH 2R

LRy F~—=27 - 72947V T 2 RIIHANOEE THFONIEHRL ¥ 2 — (Xia,
Deshpande and Bonatesm, 2016) 2S{ThNLb7% &, Xy F~v—27 - 7547 TIZDO0
THEHLLMREPHED SN TV D,

I V= vy Vv~—=rT74 2 7IZEDT L%

HIEi Tk _7- 3L, BT v 2 ) A M TEARL, MAESNEMEDELSTH S
CEPHFINT VD, 1 BRLETTIERL, MESNLERL2STG T T A, O
LD BWi4 % HIET (for the greater social good) {TEIAAZHME L TWALDEHE
DY =YX NVI=T T4 YT ERTHDTH S, Lee and Kotler (2019) &, AUF &
XHIL, VY=o y =774y 72l LSBT 2 2 & 2 ERRE L T2,

* NPO, NGO, RItHfMo~—r74 07

NPO 7% EH7 ) H— YA, BIAIIH L CHfES 2LMEEDOT 7 v b25ed, Ia2-—
DT Ay ay STy RA%e5th, KTV T4 TOHEER L, TOMBTIT) Mt —
VA, ANGEHTE2Y—=F7 T4 Y EEHTH L, [ L) KE BRI (greater so-
cial good) ] MEE—FOHMWTIEZWILE, BOV -y ~—7 74 v 7 EEXGT
%o

 HE

—MENCHEBE L 1L, HAFICHTLAAREEALIZLICLY, EREEOLY, HiRE
FOINTLHIETHDL, ITHLERREOEELRNTTH AN, BBEOATELT L LIT
iRV, EOV -y b —r T4 v 7 EERXNT 5, 72770, HEICK
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DATENCED A D VD, KPR ETEHIMEL 2V ETBHTE R VADL WD,
N4 DATENIH T 28E, FRICL 2@ E 21T L OBRVEHMISEVNERL TWL DN
M2 Thb, —DONAZIERSAHIZHETIEDL E, [Show Mel, [Help Mel, [Make
Mel| OIBEREIZHITH 2 EDTEX S, [Show Mel (X, V77 —23E <, TE=%
RDBUBMEND B EVHIRBWIZOVWTHETL7Z3T, ZEFLWTENELED D,
[Make Me] I3 CTEHAPEL RO/ BZTHEVETHZZEZ B VWAL TH D, TH
D, EE5TH R\ [Help Mel DBFFICUTIEE L ADPKREHTH 5o LEEIZHF
LTV, B TETE RV ETHY), TOREE BT 2HEIcL, oh
B E 2, FTEICE 5 K910k b, bbb, V—vy =774 71285
ﬁkﬁ%%%%%&@ﬁ%éo:@iiu,A&@ﬁ@f%&wﬁm%%%uLfﬂﬂ
L, EFHNC TEE LWATEY] ~NEEL S EICESZ LT TWAEDN Y — Y v b —7
TA Y TOREEVR B,

e ANNVAITI A= —Tay, TEREEY, v Y

WIND Y =T v V=T T VTR AREELGERTH LD, P—F VAT
KELTDY =X —T T4 27 EMEITVELE L, BRIIZIE, ~AVAT3
== a VIFERRESTOTEERE O NG L L CH W S ITEIRREFE,
NAPERL720ATE 2R S HHZHIT 28 mTh D, TERER TR 2D
CHATEZEZBBEIIHVD, Ty VOETHY), V-V vy —F 74 7128
VT % S 2 A NS IC VS D,

2 HEH, BEH VYA Y= T YT DEN
Changing Citizen Behaviors

Education « Marketing - Law

[ S O e —

AR

16% 68% 16%
Show Me Help Me Make Me
EOUCATION is anough SOCIAL MARKETING is ine This group needs

for this group to change Best return on irostmont & LAW to drive

HFT © https : //www.i-socialmarketing.org/about#. XxDtbBNxddh % &5 25 %

4 BARMZRERICOWTIE, IAEE (2018) @ 43 HIZRL#EL Tw b,
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V=YX NWATUAT (X=F T4 7)), A—ATUE—T a3V

V=YX )VATFTAT (=T 4 7)) &, Twitter X Facebook 7 & SNS (v —
TANAY T —=F U T =V R) REA VI =AY P EDV =X VAT T EHW
THEREERPHBEE L OLHEIT) 2 LI2L ), DECHMOBIMERH L, BEEKR
EEHLIETHY, TuE—Ya rFEO—2OThb, —F, I—ATuE—ar
(&, HERIRBE L CHAREICOWTOEBRE RO L7207 A a7 uE—2
3 Thb, WIND, BRrROLIOOFEELTHHATHLD, h—F VT AT
AELTOY =X V=T T4 v 7 e3R8 L5,

e =¥ NVF Y

WMEEEFET L L, B (B XEEERLGET LT %), SrEd, 7
FRAY—, G ESHTHIL, V=YY —F T4 VT ZFDO—DODT Fa2—FT
H5o

X V=%~ —F T4 7TORZE

French (2017) 1&, V=Y V=774 V7% 3O00RBTERL TV (K3),

—H1Z [EZEFEA] (the key principle) | TH 1), iU [HEMWMHHEOAE (social
value creation) | TH b, V=¥ IV~x—F 71 7% BN II2=71, 4%,
T2 70— LNV TOREIROZH 28 UC, MRMMEon, 7213kt &RE
DIFFZEH72H6FTZEZHWELTWAZEEZERK LTV,

BB EHIE RS (the core concepts) | TH D, 3, HEMITEI~NDFEL

3 V=YXl —=FT T4 VT OERET IV
RSB 22 FHE] & FEAT

) Fik HAD~Y =T 4 Ty I ADKE
: , BRI & A
(Techniques) RIS 7 A v ME

i g A m L 72 kA1

- BRI ~OFBEE RS
L Rz O & TR, B, TS ORI OB

"' 4 EREETS
\ / (The core concepts) RIS 5 b O &R B
[ BRERNIBO N % & BRI AT D
H A
AL O Al
(The key principle)

HHT © French (2017) 24 H % EEE IR - o,
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%% %42 L (social behavioural influence) Td b, HIMD Tk, Wi, Lm&EZIZ7T 7
O—F 952 EDEYTHENDEGEITN TS, KIZ, TR, BE, RAEOEmD
PRI %24 T4 (citizen/customer/civic society-orientation focus) Z &, T &b b5,
AAROETHENZIE, R - ' 7% T— F PEEL ARG DY, SRR % i H
LTE L, mROBE, BE, 78, =—X, FoRICET2HM L kAL %
LT ThHbH, Z“FHIE HE~OEEYY (social offerings) &) EZHTHY, 1
RO, 7477, B, F—Y A, &8 YA74, BRELRCOMED LSO 2R
%o HUFEHIE, b L N4 OBRRESE (relationship building) 12D07%25%6 2 & Th b,
E=REEHIE [T (techniques) | TH D, TNHOFEENKIZ, a~v—T vy v~—7
TA VI THLHEHEINTEY, V=3 —F T4 YZICEBEDOL DO TIE R L
L, MBS 7 Xy MEzfTY, WERRP I ET Y RS E, SHRAT —
JERNT—LEbIL, =T TA YT IV I ARRELINMATOT T AEFEL T
2l HEEEOFIMELNRZEDLDTH 5,

=, V== T4 7, HERENOFENCEIZ TEH & 21T HHRICE
O, Tk, R, L& %9 % (Andreasen and Herzberg, 2005 ; Hoek and Jones,
2011)o FiEld, FTEBERZRIHSROMATH 2, FIROMREIX, KiE KA,
WIBEEERS, [, #hh, EREME, 23a2=741) %72t HAZEDELI TV
—TUBTHELGA N THL, LIROMREIL, BIAER, £33, NPO, A7 1
T, R, kLTI Tl HESERIEEE RIZTVSOANATH LS, (e
DFREEEZI2EEL, EOBNTTU—FTHILPRETHIL0EEZ, 70T T
LERETHIEDNEETH S,

X V=¥V —FT74r70O7atA

V=YX —=T T4 Y TR ORI % O A TH S HKE NSMC 12 &
L4 O GRNEIZE D, £F, OSEERIO7-2OIZ5TH %76 I, @35
DA M VEPHIZEE L (Scope), @ZFDFTH & S HIZFEITHRELTEAN L BB S
% (Develop)o ZOD&EIH % @DFEITL, ONMATUT T LMEREEFFMEL, &ORKRIZAT
BEREDEAL L7220, W ER T 2 RBERE 2 9T 5D TH b,

MEOETFIVHEAICE LD, WTNDERN R T O AEFETH 5, HELR

K4 v—vx<w—r5rq rFEETORARAT Y S

’ \ Scope ’ \ .\\.\ ; -_ —pwT

HIHT © JEE NSMC O & #2228 AT,
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DI, BEMNREWVTEDATEF Y U R=U R ANV FOWEEZROLOTIE R, H
BEZOTBERDORNREZED, MHPATE %22 % EEE (Barrier) & %> TV D
B, AIDATEN R Z ZEEE 2 ), ATEIEREZ 726 E AT (Benefit) 25AKANIZH 725
ENDLODPEHH L7 ETHAREEDD ZEDVEETH S,

B2, ABICESENAEEEET S 70 21I2B VT, FM SM@Griffith D€ 7
VIR CTH Y, FHargld (formative research) B L T\ 5, EARMIZIE, FHhj
FAEIZBVWC, 9, SROME - TEIICHT 2V AT T4 v 7L E2—%47)
(systematic literature review) Z EDHIRE D, VATV T A v 7 L a—bid, —KH
2, SBATHIgR A RIS L, MEOMIZEZ £ L0, N4 7 AZFHE L 2555 4547 -
MEZIT) ZETHDb, TNPLIERL L) E LTV LRHEIZOWTHEREDHEFN)S &
ABRT TH=FHRELNTELD, ANTTIZbObyroTWT, [MAREEbro Ty
B, BRI % L, FE2FERB I TbNL T U A ThD, HEATEHIHET 550E
IWFZEIC D WTC, RS EREIC S ARICHE - FliT2 2 & 0Bd 5 7a kA
&, V=X W= T4 Y TOREZWEES T RIS, Se ARTRE R BRE |2
BRI Bl 7=, Ay a5, ZOKErOIRE EEMR LI
ANTOT T LTHA VEEZES T (co-design) o T DHM 5 EF N/-FRE % FEHE
DT T T ANFIZHBEES & (design), TOHNE LT FETRERIZITHEBILL (refine),
ATy b7 A MEFTW (pilot), #Ffi L (evaluation) SXE2SLETHIULT T 7T A
FEHRNCLEZ T o

COTOLATHELZVOR~Y—7 T4 Y TORETHLMRE WHEE) OF%
HHRICHER 27 70 —F Thbo PIZIEHMEDLS [RoTIILW] AELCITEIZ b v
TET Y TRAAVZTTIEGRLARRED [ERL 0D, £ LbR)one Kl
] LV R LT Yy TORTTOHRNEAEY T Z L IZX DAY AT ANTOZ
HEEYVBTIENTE D, AT L TOE AN, A REEROEDEL HD 5 2
LIZHFEETH2DTH S,

FRETVDH L, &7 AHFEMIR STV 5 French (2017) @ STELa €7
ViE, 4DODAT v T10DF A7, 2DFHTHELINTVD (KS), FEZo
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