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#BRL, "#E (Empathy) 4 (Davis,1983; Decety,2006; Fr - B8R, 2020) OER%MH T2 L1&->T, HEEERN

BXMEBREZF OMERAIOEEERSNTS, MEHAI,

BEERICEIIZEELSPEOEENG THR, ZERL
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MR EF O EWRAS —E A (BIEW) ORLZRD,
FOW 7 02 AU BV B SOIRAM A R A A~ D BE s
DREY, MEIL A< — 7 T4 T~ DIERD EE - T Do
P—ER - =T T 7B A5, dLR B SRS AL
RRFIRD 2 KFAZ s (AR, 2018) o ALER#IRIZ
1970 SO FEL W ST a e Ae L LizSayy s
IRMBLTE/z JERBIFRIZBIT 20— R - v —7 T4
AL IR IR D R B % Z 1) Service Dominant Logic
(Vargo & Lusch,2004a) #38EL, FNETHE N THo
72 Goods Dominant Logic 5 i s D2 ¥4 D% D
et FAT A <2 SR LA H S 520 B fr AL 72,
WL TR F IR IE Y — A Z T a e AL LTI Z,
¥ — ¥ 2 4 ¥ (Zeithaml, Parasuraman & Berry,
1985) ""ChH LA FELH B O EL EHL, BFLSPE
T3 1 28 0 % Fp A% &3 B SONRM i o 3L Bl 2 B ) L 720
INFETORE (HRW) 2MAF L7, BEA Al 22 # %
BT BRI~ =T T4 70, —C AR E L, L7
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Service marketing and management (Grénroos,
2007a) Z#EC, %L SP (23%) LOSURMMiMH % Fe izl L
7L RIAAEZ IR L 72 = 9T 00 2 B AR PE DR SL 2 B AL S
%o BB EDRYIMNZ AR, SDGs R ESG &, $72
LGBTQ7Z &% btk o S, B DB 50 5 jE 3 LA
B3 24 2R EE DB 57200 METOH 5, #
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R TeTER W, FE ST AT LT Bl fiE O A H) P4 R 5L
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&, SNFETOF—EARFIH R VAT 208 A
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OB AE R 12T WL Lo THY, i3 Al 734
AT HENZTTEAD R RILKL o T ARDOH
B9, Alfi i e Bl & R 720 O Bl SE U 7 A RN ik S
BUIFHHDOTIZ%L, SPIZES>TOifEAEFHIR TLHY, £
Ll e 81 7 0t 23 EI% & SPAIZE o T B B 72
fili B BB HHZE2WIRTHIETH D, €I TSP
DY E O E LBl O T T 2R YRGS Z 2L, Hi7:
Zfili il 3 B DR E L HERAT R A T %o RE LTI, b
PREIRAVR S 3 D Ol il A3 s 2 B B L, Bl % 2
F729 2T, SRS L i il e 8 7o 2 o<
A1 - A Z ALY ST HIEIEN RO R %
Doo WRICEBEFFIZIIRL, OB HAE725
FTEREMERICOWTnz DA RO TRk FEERE D
MR T 2D TH L,

[I. JEERZ RO B RS R i & 2R eE

I. 6BR ik o) fifi il Bl 3& 98 35k

A6 WKk 22 IR DA il Al 3% SISO W T OB IZ L T 0 XD
%HHDTH %, Gronroos and Voima (2013) &, Suy”s
OAMEAE 7 T2 2B 570N FHHIE, Yt 2 ME
W, 2 LT SIS ) 3o Ol fiE #IR A R L, BT
filfi 4 Bl 3% & LA AT SN ZE (SP) 12U O fiffi i {2
HEHEBEL TV D, 3K OHESE B OFfif 8l 3 #R T
HDH TN FEE T, Internal marketing 7 &% B fi
LTAREE (EF¥ER) 21ZLDE T8O - X -
TARE) T4 A LS, BEICHT5 [7u3
2 (32 %) | (Gronroos,2006c) D EHEHIE T §
bt [z OMERIE G2 EREL, CHUZLoTH%
O il A 35 &2 A2 HE % ] (R AR, 2018) 4 3E1E, TH 34
FHBEa e — VL, B O Al E O HEFHEL T
B9 %0 BELSPEMVMENEH 5T a4 Y MEIEICD
VT Grénroos and Voima (2013) & U Gronroos and
Ravald (2011) i%, SPIZE% & D HEE =4 HAEH O
MEVEDZETY af Y MEBE LT A2 LATTEL LR T
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Who Vaf YMEBIZEEZ L SPABH VO T OY RITH
BEH2HH)WBTHY, B OEEEHIBO—FBTH
Ah5, SPIIMAESERZBEL T, AL TEIR, 7
Ob R, AR AT 20 % HE T 528 T, iR S
POAELEIFICS T 5. SOYE, R ELHERIZIEC
MEDILEH TH DL o B FHIFIONWTSHI YT
TR SIS B\ TR il Al 2 Al 3t 5 A Al
DAIEH T, ZOTOERAFEEIZESTHENTHY, M
BDRFEPOER L2 EREA EAEH, WhWw b BN 2
HHEAEHZIT). TN 2, AEIZEMEF LIRS
%\ | (Gronroos and Voima, 2013) &85, /2%
DR, [HZ O RHIWIFEZRS D72 THIAW]
TR ZLDOLH), TNHOMAFIZEEOTEEICL-T
TR ENDLRETH S | (Gronsoos,2006b) ELTWb, L
ML, BEL O L AN B B HR OB RT3 L
T, A3 (SP) 3B NS B 0 FEMIE SP A fif {12
HEH 2 A L B IR 5 A = A AIEFER ST
2\,

2. ERFROMERERZOBEIZN TS 2 OD5EM
JEBREFIRD S T2y 2\ AR § DA it L Bl O R 3 1, PA
SR I Ze B2 EIB S 30T 2 E 2 AR 1) 1) 75 filf it 1) 52 2 2
ELTW2, LAL, B A ATl 2 A 3% 3 2 FAE T
HY, SPICL>THEEFBIIM BN TH L) EiRICIE
BEI255% o Al fiE LB BV TSPt #E H L L C,
BRI L TEDOMKERREZTIDD HIZ, BERo [
TR | A5l fE L 2 L $ B L LR L V. SEICIZBE
DL BY, Gronroos (2006b) X% O W FEASA BT
BEBR T DLV 9, Zaltman (2003) &, A MO B E 4T
FOIHLHEINTWEHO (FERNAGESD) (215 5%
IBERWEIRTEL TWD, D, fliflifedE #H L L TH SP
W&, B OATAE A 75 SIS A~ O T BT 2T hiE i sk
W= T, BFE DAL E R L0, B OfE Blok
HRBERL, B EDRIFIZBT, 95%D & wik y Ml it 81
ZFRBEE 572012 [Knowledge & Skill] (Vargo &
Lusch,2004a) EDEFARFE T2 LARKOONL, #
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MR =—X (FRNMAES) (SIS § 5720 TlE,
BE ==X (EHIMEMES) ICHETES, ThTid,
B% O R E AR AL b DI ), 6 0012 % 3R A
B 2 il Al 35 B 2 R BR 5 2 D AT, BRI R BRI ED
Bl BD TRV ZD7OLRRAIRAHIG T, BiKE
SPEDO R BRIV EELL RS, )1 DDEE
R, AR (2021) 284BH S 58912 Suyyrohgar
L7 NCTHD [ TUIR]| DEH T AHMii 2T D
BRI =T T4 T DR EEZTTRDHTHbL, 2D
EaSuvyrofifi kAl Fa bt 2l DL LR LT
BT DN TNE2DDEEMIIOWT, JER A 2 fif 35 &l
DOMREWHRTHIET, Fil R ERR L7,

. ILRAGMELRDRBE

I MELENICEHITZEEE SPOEERNBERMLE

A F T UAM A JE Bl DM E 2 LIRS R, SPICEST
O FE B E EX D3 72012, B L SPIid 3l Al
EHTHY, »OMfERER THLEVHRIUI LD, T
Witz AL, SP AV Z LD AR 7O A% @ U Tl %
DA fE AN &% 2 HE 3 52 &1, A FECSP HE ORI A
HAfifE (BLF QWL : Quality of Working Life) %78
BB D, BHEELSPO i 16 o % B AW B
(Simultaneously), 22 H. (Reciprocal) IZZELTW5,
Ak, BESY AL, TR THALEOH LY =27
VTREHTERZV, HEO [BEKROY | (F7YT,
2020) ¥ A3 7253 AR E N W TE BRI VDD
720 =R TH DAL T ORI EI R T I,
HEO [EWROY; | 12id, SPOZ DRI I &% DL
TOH, FEINTORIITES, EoT, h—EREED
[ ], B mi %@ U T O iE A 2 s 3528
TSP RIEIEL Vv, BKEIEL 72, SP X% D
A A1) P O R 2 il i A R W U LSS 3 B 2 & T, #7272
&R VRS, SPITHE O LR LT, BN
Knowledge & SkillZ#f8fb (FEBEAL) T57-012, 52
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SN2 L T & O B2 HIE T BEIE
MW REFER) TS -2 KB EE,SPO
Knowledge & Skill i X2 SCHRAM it 0 52 b % 1 £ 3
%o DFY, B KA AT A ~O XIS OREE A%
B At & 72D, SP O QWL & FEFE S8 %, % O i it 8
(LLF QOL : Quality of Life) %2 s & -3 A1 fi5 £ 3% 1
SPIZ X Tl fEAR s S 523, Al IF I SP Oilifiti 8 (QWL)
R e T AME Al E DB E IS Lo Tl R S B,
[EIIEEICLS>TETONL | EVWHTETH L, 22T
VLA 2 THY, TR ER ThH S,

2. BEEEBAOT77A—F

LR IR D S 1 2 &7 TR R AR ) 19 7 il 4 Bl 32
THY, i fiE A 3% B L TBY, AR TRLTUE AR
S, LA L AHOBERITH D7D 95%13 787k
AT, 5% 72T DS L AR RE CTHREZ A 720, FIFH A LA
fiZEB L7222 SR (Zaltman, 2003) » 2O B
=513, B OMER] 2 IZHC RO 5% DA EXF R EL
TV 5, BiIMIEEEI2S95%I2 K 57513, SP
VAT AR A 5 & U CR & IR O AR V% 5P D 22 A55 D,
ZOEBIMIMEBIRME 52, Z#INSELLT1%2THY
BHDH Do FELRRDE, SPILREAZ Ol il Bl % 1
5720, FF OME B B A 5 2 D10 2 O UL 8 1%
D E (EFE, i, 2, 5 LGBTQ, %) 2iF
FeL, B EDOMIFIZBNT, ZHUCHIEIIE T 5L
T, RO R MRIMEE BIZ T | Z 3 MM 2 LT iz s
W eI B LA, Z8R0 7% 35 BB oA il £l 1%
DF WD 72570, i fERAEZ IZRDRTII RS\,
BIZIE, V= MRTFIIBWT, REEREO BTN ZHT
DEFELWERTOBBFITLT, IV yanyfIvs
RRELWV, TAVEBERY U AEE R EDENA N e
FNT L IELODOIBIRHBICSEIISMT 575, ZD
VB, MDWEAEREBLL RS20 D, BB\ L D>
ZoNIFTELELLINIRD, EORE OF 7 BR AL A
LN DB, THL2HIG 1T, SP A% O R R Ml
BT 7O —F L7228k TRZE O WAL B ATAE B A3 B
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EL7IREBE £ T s, ER O FHELZ B2 59 —E
ADHERETDH 5o filifili L BN DT OIEER AR AL,
% Ol fiE Al 38 Ok g AR R L, BRI MIb B 35 %
SN, = EANOEF R MR B2 EICO RN BT L
ERT T —ATH b,

3. "7A3IX, BE2DRFA

SPICt>TlifE LBl 2 B U - AR LA % [&
WK D5 |\ XA e B, B oo A il 181 o i A 19 72
K Thbo €2 CHZIIbMHE EE2 AL FEH TSP D
FAEERD, 707y a) V7% Knowledge &Skill % 1]
FF9 %0 MIFIZBWT, FHEIESP OB BRI E 3
5728, SP L 58 [ 70 N 38 19 B B A 112 X % Knowledge
& Skill % K & & i1 %, Gronroos (2015) I Internal
marketing BEEEIZOWT, HHEH N LT —EAE IR A
2B Interactive marketing % b FLETT L7200
Rl Ll <, I FEHICHLTHEE AT
LDPRMWERIEREEBI RV, B O E/ERZEC T
O3] OEJEHIBETHOLL TS, LL, SPOE
NN 2 RETLIEEDTTE—FITONT
RSN TRV, JLERFATRO [ 73R ] (B0
THREOHI) IZOoOVTHEELLD1E, A (2021)
PHRFT2I90Z, [ 7UIR] PRFEIT I THANIEARH S
NTW A7, filififi L AN B 208 56 1Y 2o i it % 28 2 L
THELT, G TEMT LML THY, il 8l & 3
WASBER I CHCI R BDDER-TWEEICH D, [F
TIZADOEE &% B A AT, LAl SN A AMHE O 28 Al
A QBHIZBWHREEZ KRR T 528 ko7 ] (B,
2021)0 COTXIE, STV DEERE T B LEHE DT T
L AR B FE 2 72 IR EITIE T 5, BZLSPED
R T e 19 2 filfi A SR B Ko TR I 2 BA AR 1 % 56
JE &4 5729121, Internal marketing 28135 [ 703
A DFATIZFTIIAL, SPOWNFEM B BAT I 22 HE TS
PO ADVEETH S,
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Iv. BEL SPOMBEEERICEITS
9170« Xh=X L

i AL AN B 5% & SPEDH BEAEH O 7RI
DNTHOIAIU - A= ALE T HHINE20H %,
ZhUE, Su Py offlifif 3 Al o B e ik 55T H B 3Lk
(Empathy) (Davis,1983; Decety,2006; % - B K,
2020) " OfFH &, LA S N7 SCIRAMfE O FE A~ DO H K%
HRTHIETH S,

I. BELSPLD "WIF, & THE,

MI-3I2HBWT, FHEEOE W [T | OFTETT
AL ANI R EECTH A EL 72 F NS, BIERESPED
ifiEi LBl D AN = X LD FEHHZ DO SPICK 2 [ K
(Empathy) JI2HBLEZ25N57:DTHh b, flifliILAl
DI ETHABBEHEIEIIBNT, EESP O [AEW %
%t (Confrontation) ] 3%, €2 TlIBRIEIC, BHZ D
fifi LA & O K TH A B (QOL) &SP D QWL (i
B NAATE) LD EGEDUMhEL. TOBIGIZOWTH
BHEORH AWM A HE SN TWE, bbb NIxtiL
7WREINC [bE OBE, B&IE, JEIZoWT, B 0sE L
RRBZAREBRT 2 DI B I E > TR 3 % S &
AHEEI$ S (Keysers & Gazzola, 2014) . BZIESP ®
Tk 75 #ek BR AT il D #8K TdH S Knowledge & Skill iIZDw»
T, & DM A 2 M CX B2 DEDH L0 H 0%
WA RO X 5o MR A IR, JLE N A
MU, 22 O BAERAT A DO ERZ LA T 58
PIFERE D IAE) %0 O FD, R ITEEROHIBIZAT D
HECHOLGDETHT (SP) DLZBRRFICHEN T %,
Al i FE BN RIS 2 5 I RS Ul F IR IR E 5 w2 &I
%5,

2. Service Provider (SP) D {fifEEIZ2WLT
SPIck->TOflifE Al IFHC EB OB BN 25T
5 [WHHANAAME ] (QWL) O FEB Thbdh s,
ZLTQWL %3 2% Knowledge & Skill i35 51y 34z
THY, FloWF LD, SPOTO Ty aF L ELT
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DONFEHIEAT I LS TETONS, L TH A DM
ZOAEA 2T 522X 5T, SP D Knowledge
& SkilliZFE B is e, &I 595, De
Wall (2009) 12&5& [JLEFIMBL OB FRZELSHE S ]
L), O LIRME B B RS KAl A7 AIIEBL
THIEEEHT o Ml LA, BIE I BIT2H%
LSPEOM B [ | 2 s, BN % IR Al
AL U CH HAZ DS U Do 2 S 5t 19 7 il il 3
Bl AR L, A H ORIl OB & AT & O ¥ 1 T K )
M7 BIARVERE L2 B3 %, Wb - JE I (2020) (3 003%
Ao Tat i, &3 (Empathy) 23H0, 2D =
THE (Sympathy) L, ZNAS5 551 R L, FrL vk
BEANNFEEL TV RPOLEDVEEL THED AT
PEEFAL T b, 22T, SP OMIEAE OB #EAS, B
RELZACEB (QWL) o TW5 Mo Tl <7
Vo SPAEAICH, — o AELT, BALFHBRIC QOL 28
HBo TIUTQWL EIZEH . SPOE AfiliftiE LTd QOL
R A OB EE T D28, BBlfHELTO QWL I,
BB E L7 NEBOZERICES D ME N REC %
BlICThy, R E A L FAREL TOMMifEBR DL EAKT
bdb, ThbH, SPOQWLIEALLTHD QOL 235 2
(sublimation) L7z THhbEVZ S, HZ, QWL I
R EIEEA 131255 Knowledge & Skill B ik & 720,
B LOTIFIC BV THE O ILEERIK T 50 #E-T, B
%M A (QOL) ® SPM A (QOL) o # H * @l 1%
(Intersubjectivity) (2X A% v i KIE 34897, L&H
SFME AR T %o BIZIAZH « AAZALDT UL A%

H—| {ffEaloe10 « XH=X L

OBEEESR
(Encounter)
OFRRERMEDTEE I
& BM{EER DL & ®ERIEY - B 72
flf&E+Al (Serial Co- A
Creation) 7 A

MDD L, BZ L SP ISl 3t 8l % 58 U 7 it 92 81 % 3% ik
THIET, MERBEHOEBREEK T 5, 2oL, Bk
L SP Lo Shared circuits (LT, &) (Keysers,
2012) " DTSN B LT 755 Do JLEFIRICSIN T
5720120, REMPN G L2 [TUIR] TORIETIEARL,
HS5®O QWLIZHE DRI AT FI2E % Knowledge &
Skill DR DB E L TH 5, SPA IR FIHICASHTLT,
B2 13 R D K 7T DAl 52 Bl % 5K & T SP & o i 5 1) 7 iff
LA BIFRZ R TL, M7 & SP BT O 3L A % 8 U 72 42k
ilfi fiEl OO A g 25T 25 Ol il 3% B %2y 72 22 Ik T~ EF LT
o %D QOL OFE Bl % 8 U 7= 385t 1) 72 fiffi fifi 35 A (Serial
Co-Creation) 23235 (X1), STl L AIIC LS
SCNRAGAE D FEBLAH -5 R 2 BREZ L35
YATAFT TN EEE OB RO 5N 5,

V. ERBFOSH:
Ty, & "HER, OEEMH

1984 4F, "TN =2 —F —F = HWHRIL B FDILIT 2T
V3IDRVANGY [T by— - Vx| (LUFRIE)
ZHFHL, 1980 SER B LD VAT — 2% FHEL 7, [[)E
&, EERELE, WS SRS oM AMEF S, £ 4O
FIES TR G H TR SN Tz 2O XH%IETIE
FAFIEERLZTEZANELTWAEDTIZ RS, ENRED
FMSEHEDLTA = 7B B E IR G R AL DA T
LY FIH T 52LT, LEROBEEICL>TOT VY
T YA MIZINBIERHFEL T B, V) ZHR) TA

@31

(Confrontation)

@# R (Empathy)

2

/1
¢

OBEERER

A (S th
(Mutual Trust) @R (Sympathy)

HE : O~@IFEHH - BER (2020) £ HEIZEFEER, O~DIEEEMNE
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A&, FA =0T OAL N 2 B A R B A 5 | &A1 T, [
JEDBEROBM N ERIES TR BD BBERLIZTO—
DThb, LpLZIIL, BBHLY L) ZOBMERXZ )V
HRETLEOUE T TEH B, T4 v Faf AT Ll
V) IOMRERT F o2 W HTET L8 ThHY, EH
BDVF5v—%RMT IO TH A, EELRILIL, FK
WZES>TOMEBICTH LT YT v A% WHIIC PSS
LN THD, VIV IZORENE, THL A ER 2R F
2T, AR R b Ze i (el %) (CHEE2 R
Z5HZLTHhHD (i) FiEo =7y a) T (DT
VAV L, A= IVTOEFERDY, 5\ PIE AN
HEBLT W2, TD20ICT770b%L, TICHEEZORE
BEHBL T2, LAL, HAADY ERHIHL L%
(LLTH% A) ICREDS R 572 BE AXKEZEDR
EEHT, HVLERFEEL T\, BEAIZT7I VAR
RTIA NG R oT2 7280, VA TIIFCHH#E R
BEHLTHE AICREDOIA V2 bl LBLENHE
HERY, BiF A DS EHE->TLES72, R AXZD
HEBGIZR NG Lol B AXFE L2 Z ORI T
oz A EN7- LD EER BRI, FK AZHSZ LN
JEBI 2 Mi#E Y D) ZAMNT O L8R T2 2F0Y
AT, B A DL AL 22 BICHER IR HIEHT
ERMo7zDIZ, SuIy ik oniiifE L aloayy s
ZHTIIOLE, B AMEHERIEE THY, VA i3
fEfEEE LT, B 72 Knowledge & Skill 12&k>THi
HOMER EZEB T HIEDN B TH B, LoL, &4l
DX AMfE B O SE A E U2 BN, VA TS [
DYy | W02 THE A DA G %& Ok 15 T dh B
Blem AR L D TER D512 LICH Do R AD— A
T, HAHNIP LT 2 EL 72 DIZFH I L7z & 13S0k
(Context) A%EHo FEFENLMHETHAHLEE, TDMEF]
O [BEROY; | IZBW T AEE T REPEEMTRET
otz iAo 7O A% EE T, HEOLF (QOL
WZEEDUIEER) 2 L7z LR KA DB Z DTy
L) ZIZEBOMFLLTRDOON LA o7z, BFH RIS
BUIsa3Ia= r—3ar7ub RN E LT LD o7
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B CTH 5. B AldY 2T (SP) ASCHRAl it % PLAEC
ErnehiL, SHBROKN (MifEdta]) ZHEE3 52812
olzDTHD, L, 2OV L)Y EE A DR )
ThLMMEBZ A HE, MEILENC BT 28 S OB EH %2
LTI, R A LOBY) kAL, B A D
HEEFHIEHTEIZEH) 0 CIUIH BT RD),
R ALY )LD R CRENRBEREZRESETE
7239 ThHDo VA IHRE A LD H B Al i 3Ll o
IS IE T B7201203, MIFICE > THE O R B H 1%
BB M N EB (QWL) 2B L, BEDHD
W25 AME, B E7% Knowledge 2429 Skille [
WY | OBFEAA T K TH b,

VI. BHYIC

il fifl 3% Bl & LR A e Bl TR AR ZE T, 5 FTHZ
Lholzr—YA (EW) B~ —7 7127 O ReED
KEEA o720 BEE FIR CTOMAMEA]E % £ 0583 DBk
LR LTl fE LB oo B EMEIZERL, SP oAl fiE 813 b
[ EEIZEITL TV BIEZB/R L7z SP @ Knowledge &
Skill 23 QWL IZ &2 N ZE [ 2 By B A 112 Ko T B 7
OFFE B S, BRI AZ LT, K, SP,
D= — ROl IR TSNS, ThEFEBLT
L7012, AL FIRD [7032 | O &b LT 50
B R ZTE SPAS [ 7HIZA LB FHFI O W
ks 19 22 BB AT UH AR LT T, RV NI B A LC
ILEELZQWLEZHFF T2 LI #ETH 5, Internal
marketing \ZBIFBEFELEHEB O LR, Flzid
IS—=bF =y T E R E DRSNS B OREE Do

*
D IR, B, R,
FBAEGFOUORSIIETHTOYRON LICHEBET L)
Ruzevicius (2014) Oz IR S8, WELZ @MU HE 3 B A
AR R GEOME B S O NEDE L) IR T %0

[ 112 Zo TR D SUIRZ 5 O Bl 8

2)

3)
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4) MFOBE, &, MEICOWTORILA BRI 2ShS [H
B Lo Th 28N 5, LRI DL O IREZ HE LB
%3 57— VBB ERL, ZORBEEEWILHE T2, b
VISR E S TR T 5, WAy M eE W2 F# I
TSI, B IXEARY IR (cognitive empathy), B #H 1
TEBILE (emotional empathy) &IFEN TV 5,

5) WEWICEoTH2H6ENS, A H O EHF— kot 2t
K
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