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Abstract

This research studies the effects of pre-show promotion, at-show promotion, and booth staff training on the
image-building and relationship improvement performance of exhibitors. To this purpose, we relate each
performance dimension to tactical variables such as pre-show promotion, at-show promotion, and booth staff training
through related literature review and conduct empirical study on their relationship.

The results of this study are as follows: (1) Pre-show promotion and booth staff training have positive influence
on image-building and relationship improvement performance. (2) But, at-show promotion has no effect on
image-building performance, and has a negative effect on relationship improvement performance. (3) Especially,
pre-show promotion has the greatest effect on relationship improvement performance, and booth staff training has
the greatest effect on image-building improvement.

Key Words : trade show, pre-show promotion, at-show promotion, booth staff training, image-building,
relationship-building improvement
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FH A 8)(Trade Show)= 7199 F8F FAAR Fd F U2 2 1 FaXo] JAR 37
1 Yom(MUH - o], 2006, Godar and O’Comnor, 2001; Hansen, 2004), 3] BTL(Below the
line) w}A® 29 Uz I FeAo] ZARHI ke, 2005). AAIE AT AP dtE
oHAE oW EZ X (Herbig et al, 1994), “SA Ardel FFUAL F5HA, #d Au| 2R E0] 28
AF R AHEE BHA AAES T3 daFgolsty] 98 3 Fao] Role o]wWE(Black,
1986)" &2 “FuizHbuyer)ot Bulzlsellen)7t AFH 4E L MU 2E A2 58S B3 A
2 v AR FullEd ¢ AR ey sYde] 2AHFE YAIFCR Azt YIZHEH(time
sensitive) A]%H(marketplace)” 2.2 A o] EthMorrow, 2002). A3 1o AY 7S Folee f4
3k =53 v A 24 (Cartwright, 1995), FoiZH-& ZHE JAAAA} dhg 23 (Kaminer, 1992),
B2 diEo] FujojAAAY FEE uE 4 e AAEZ FAH] h(Rosson and Seringhaus,
1995). MM 7192 FHHA S e B8 FoldAdd dgEE Ad b9 fEuAs
T e Aok oJHY FIHAHE MYz Zrd Y FH& vgoz g HEE B Hv
(face-to-face selling)®d = Q& 7138 ATHFE AR JAHo] on, B2 7|dE0] H2T9 v
o2 AGAFTH 2 AAF(mew market) E T2 WHORE HIo B AP H2E F
=S 8 FTHOHara, 1993).

v]Zo] AAAAATFAEIQ CEIR(Center for Exhibition Industry Research)el] w2 @, w3} sjiicho]
A AHE AN E 19899 32897004 19943 43167402 Z7}5}3 O vi(Trade Show Bureau, 1994),
20009 & 13,1857.0.2, 200530 = 14,1247 0 2D Z7}519tHCEIR, 2006). T3+ A71 4] $X 2005
ol 20000 WiB] oF 83% FUlsl:, FT™A S 20050 200003 wiw] o 5% F7hEHACHCEIR,
2006). o] "= AAAFY o] 2001 d 9.11 Ak e g ¢l 2001 d5E 200374 B3 o] F F43)
A 3R AFHZA, AANYY] a9 AABRYNE A&Hoz FAsn ke Ag RAFE 2
deh & g olok =, AR ARlA wF Aige ERdate oF 20%E AAS]e AFshe, o
T YHddE Adstne 7 g2 HE2A, ddF 1Y AHSUOMETG B dite] A&
(Jacobson, 1990). FHHAZE mFHT} FPoA BS 2 9T& st Aoz Hrlea ok {3
A AHHE 39 1007 AN BF AL 77,0008 WA, 5L 22,0009 o] cHHerbig et
al, 1997). E3, F¥89] A3 AA vi]o] ojite] o 22%7F FAAA ] AEHEH, ol HTHL
2 1357149 3~4ujg AAste TR o|th(Test, 1995). $-2lvbel GA] WA A&AQ0 A ¢

1) 58 AATGAEATAER] CERS 200017 20053 23)o] ZA vZa Autie] AAGY Awke] @ AN~
ZAFE AAS 3, O Z3E LEsEEd, Fo 1AM BAAERE AN ARAS, WdAS, FRds, &
A A]H A (net sqare feet) 0] UTh
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A AAE A A7) EE3 5—7}0} Tk 20054 M8 AH A BeALE 200099 1324 of

H 258y Fbelda, HT 5% AT AR E0] 20.55%0] o] 2t AA AR AE 3, 2006). £

AAB e wpolo] gAY @ RoAAYN &L HAasleln, FATIYNA ZiwlﬁL
[s3}

a8 52507192
AAFAAE $GAANE F08 PIANALY F 3

ATz AR HriEn o 53], A s

UR AdXsta, FAR A #E EE(2000.1.28 AA, 2000.7.29 Alﬁﬂ)% ARt = AR
A F43 30 719 AGAANE 9L 9 WHENRE vlagn, FIATFEE 34d AY
of A wEwtog 134 FARAE Agste 5 AN $A4L 98 BHHA AR LA

& #H52 goariAa, 2000,

A, 7199 wHAY FANA FAAAHL AR e S FRA0 BAZ TR BT
2, FAAFG Ak 4959 T 7)dSe] FBAE BTl B QEe Fx glow,
FAHN 8o QoAE AFHA o] HEF AEo|THo] B, 20045 o FAF 1AL, 2003).

g=o] AolE B 7IdEe] FAAANII} AT Y 71ES AUE B8eH R
A A% 31 9] cH(Tanner and Chonko, 1995; Blythe, 2000). Gopalakrishna et al.(1995)& W= U] B& 7]
4 gl FEANE A ek, bE F59E E49 58 vARE FAE] 3t
7l WEel FHANEHF AU Ade AAA viAR 7187 R )8 FE3] Beex 2T
A4 331t} Bonoma(1983)E FH A 87} o) 240 2% 714 oAl vl Fto] Hojo} 81|
T aFA FF o7t FHANHY HAE FAs)} o) g olhh: A AAvAY wd wyA
go] A9 47 @A Ao Rtk AL AFsa Yok
ZIde] FAHAANNE B} BAHOR BEE) A FIANZY AT tid B o]
ok tEol M FHE 29 & A dFado) AP Ao Aoy ot Arke] T A 3
FMAE 5d F de BHE 253 QT H4F £ IS Aotk HE FAAA I Ao @
ded 29 A7 AN 2} (Dekimpe et al., 1997; Gopalakrishna and Lilien, 1995; Kerin and Cron, 1987;
Seringhaus and Rosson, 2001; Tanner, 2002), th5-2 £ A3 9 Aujaal Aders masiAY Awkd
AHtE F4% A7H0 Kerin and Cron(1987)& PR3 A7b719E ®e 4%42 829 719
(high performer) ¥} W& A3}E B9 7]Y(ow performer) o2 FEFe FHBEANL APy, 5o
AAZ Y AHE Ay APt ddygRo g wolthE 47 9t Gopalakrishna and Lilien(1995)
< FdAe F25YFooth mafficyd 1eidh 30 ZARPE Agdle FAHAE Ao 9L
MAE WEE R sgoud, ArtdRe Hobt 22 AvFAd Hauy ol 2l Blythe, 2000),
Gopalakrishina et al.(1995)3} Seringhaus and Rosson(2001)¢} @+ AA] FAAA 3l B ek 517
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FAHAE ke B3 7149 viAY Aate wuiad Aogd ohyzt wdnaRE oS e
% 9u& 7hAci(Bonoma, 1983; Kerin and Cron, 1987; Sharland and Balogh, 1996). Z2ju} $A g3t
ATEL FHANG7L AFshs B A, & /1@ As)onR A mAze] #A MM
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e MR dsMe d¥x Zdde #AE F8HeE AYn vk HZ <R
Tamer2002)9) A7 94X FARAHe TS WA 4F5Fovenall success) ST S =

o, AN B 2 ARAA LA G bl glo] oA A7 Y @A TR
2k gy, 2 ATl RARAge) vdoiRa 43 ojnlN T 4ste Az WA
Aol HAE 9F20e FRHHLA Atk 53, TABL T oy Fo JPAFA AN
3 ARY T2RH 253 F2A9ug0] 199 AAHE B olvA T 43 2 wAANY
stol WA JFE detetaq o

1. A Z22M(pre-show promotion)

2UANE G4 AFAR0] QAW FHE 92 /198 239 AR W 7]
ge BUZNFYS o) gote] DAL Al RAR Folgo|m, P )59 o|FF F2E Fohhol
AR A ol B4UTh =Y Pug %}%3}01 AALAAA AAE AA Brhea
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FHok shed, AAS] hete] WEA) Boles|we JeE AoR: FEE
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2Ptk P, ZZRA A%Y 7 24E FUE WX o|uAF Ao} sk, o
£ 08 $8e T4 tAA S04 e AR BARA Fell e 45 BES §
7) 91l

FQAA e e Be 719e) WEAL AAFOE 18T FIHOE A AARL R
#A5he AYel AHoR ANFHKShow Orgmizenl Al Yrhar W2, Arbe) $2F Folor
$E7ol 4 A% BE AYS AANFAAY AYo2 SAhFriedmam 1992). e} ANFHAHE
PAPANEG PRHES BHANA Z2RA st dolw Agdo) 9 B, FAUNNE PR
AL A AAR2E FARE A FAAL ohUg Ahde Adelnh. A2 RLAAN
B2jo] AA% ol A siR2E AZe] AR Fol=: FH(Cartwright 1995)017] HE], TGN 3

2 °o] A
A7p1ge Ad 22243 858 YA U8 FAHAL o Friedmann(1992)9] £AMA 7ol G2,
7199 ARl e FHAAE AF g dA @ FEALS AA FEHY 174%H 21, WA
2 76%7t ojv] AdE AL AR AATh wekA Azbidel Axe B4R S FIL
12] BEAdA dAFA Fevhd, AAF dol bG8 g F20 §7] WEe gEA o)

[o]
A

d



TSNS TN A . PE20M PFA HAKY 280 YOOR] A5 F HYWUMELC OFE= BT 45

AF 719 AAF2E 34 ZAY £ B4 glo] ¢ AhE sHsAol Belxit

2y, APd ZRRA 8% oud FRAE E7sta, FYHAIE A A Z2RA
25 AF FAHE Aeg Jehgrh Cartwiight(1995)9 9J3hd, 2A119 40%7F HAAHY 2%&
3A] fgkon, 8% g0l A BAAQ Bl A FHHAE ATMHEE £TATIA
S E %%t FLAAE FX3}7] AT Hxe A2LFS AP Fpen, HAo A4
9 17%E W3 AR Zen i 855 F8stA] ¢yt

%, Trade Show Bureau(d CEIR)Q| 1985 % A7oA& AR ZREM 859 stz AEAA ol
AARL 635 R 3At 087 b JAERT HFH O 5% B2 Fade] F2E WE
Y oH(Christman, 1991). £3}, 159} HAAI AT AENCEIR)7E D 20| EHFA|(Deloitte & Touche)el ¢}
ot AAF 3 drdME, AR Fag ojud AHAE BAPYY AAE #FUEeA
(attraction efficiency)o] 46%\} F713tch w3, o]9h frAME Abd ZREHAS HAAAE o FUE
9] l=43H] &(lead conversion rate)-& 50%1} Z7}8H4d th(Stevens, 2005).

2, W% D2R2M(at-show promotion)

719¢) 7ol 74 (buying process)e 7t GAEZ ol AH(buyer)7} o] A B8 (different information
needs)E 7HAE 4¥9 A€ dAgt & 5 ed(Wind and Tohmas 1994), 12]3 FR &7 = v
g @At FAL #lok & Ao gis AAElET QRS Fole A o] oW YL H|YF
(impersonal) PHAR AFUA A FEE AMESE Aol 71 aFHo|d, Mo &7 gt AFA
g ATdE AR 2 AYS MAAQ HZ(personal contact)S L E  FTHGopalakrishna et al.
1995). w2 iR wAR FRAES 7149 wARERS 245 8 94 ARyAoldn
1A AfyAeld & ts EFste AHgstn gtk A s ARl (direct selling)d 2.4-9}
A EFE EFHOE AYL e, dE Eo F2olA Fujapdoel 1Az A
def GA sFat, Faral 3%%‘-% 53 WA AdE ne ey, F&
A =¥ ‘3101 AFERRE AFste AL F19 JZAd 3 F3rHGopalakrishna and Lilien 1995).
g5 2 vA" 71%14?1101'}1 g5 FFoE FYPOEN, Hoh L

BHE 7 olvk gk, FEAA Artshe Vel £ WellA dole o2 kA A%

ko
Z2RA &5 FAAANY F14 24 F 8 Aol & 4+ At

A% Z2RAY {FHEoZE JEFAZE/AE AT, AFANY, TEE AT, BEAR W, o
E(REF%, FH2E) 5% € & vk gvtdoz 33 Z2rA Alg 7149 ARA FARQEH
Aol B A o8 AT HGopalakrishna and Lilien 1995). =, 8% TR AL ¢ g& WEAL 2
At B2E FolREE F7] Wi Boh B FARAEAA 719 R BIA= AFYANA 85
T AR F oA E ALY A& Aotk o] AL 7Y AR T auF FEAHS HE5713
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7 2ol =7l wjZel &% ol 3o Ade £3 AUz = FE 2 B3 sl €
% 0}21 tHGopalakrishna and Lilien 1995).

3. PAXNY El%(booth staff training)

l:!

F2A99 85 2o did ded, Azg FEF AT, AF G, VAN B4 5
2 74HEed, M F2E AL gAY £/ 2o B8 BEAAS o HFs Sdsks Aol
B @ 5 gtk FAAAN s duj@g e soj2rt WE I(fastpaced) TR 719 WtE A3
W AAA] WEd, e sbed @ B nAe WA A2 =g FEdor ¥
(Hatch 1991). 221% EAE Fol7] s e F2Ado] ‘G WEA T ‘vojol' g e 7L
s Ao BadH, o2d 47 & 283 o2 FYsy] 8 F2A9L F2 Yol ud $ra
B 2L EEY o] Pt FaAdd diF ZSUNE zARY HEFE A (contact
efficiency)2 ole Wl 34AU JFE vAE A2R =2 5hGopalakrishna and Lilien, 1995).

=]

4. N2 AL O AR

19e 47 M2 dE BEE /T FYAAg Aot @gud, $39 AMI= 2 =(sales
lead) 3E, AA} AF] dg FAFL L AAE AL, 71 o)A Az,  nAY B AT
BARA R D T OIS WHEEE R, o3 E AE R gRdes s Abige &
A3t dele B oz gl Atk Kerin and Cron(1987)& vHA® BIAEZ stolg FAA 3 %
7Pt WEl o 7kR] EHelA F33 Hr1E JEE Qe FYAAYY 445 g B
HEZRE TN A7 o] 9L nAE 137 29¢ 3A 371X ¥F2 FEG F, Trade
Show Bureau 397]% Z2EZRE 2747) 79L& Y9 F3Fd9 Z Qg Si}ﬂH%;‘k(Selhng
Objectives)} H] W] % 3 (Non-selling Objectives)e] # 9} ol #AAE 21 JE7E 4F FAEIITH
o] ZAbIME AEE 1A 2, Fudd g Mul2 A, 71gelnA Az, 7‘3"} AET3L o
VSRR AAF 4, @3, AAFE H2EE duj2Es EFQAE, A AN A5
ot AEEEGE vBERe & AHE o A FolstE Ao =y I olfE i
Ao SR e Ak AAF S0l §l7) Wi HAojEFe RS HI4E 4T
L2 qdsHA Hrlksks Aol AZEd. ¢ dFdME AMEEY vAS R BF HAFEA o
HE 22 dof Fn A, 53] vFujERY thE 2ol Aesolor dtE LS
Z3A .

Gopalakrishna et al(1995)¢] A7olx= A#H7t Faoz A#H =2 H(objective measure) S AH-&-
A AI2 2= AE9 F8&4(lead generation efficiency)S ZAsG Y], ol& FulE F(selling
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1

objectives)o] tjg Aozl & 4= i} Gopalakrishna and Lilien(1995)9] AF A= o]F BT} AA s

5
AA 394 2ARYS sl 19N “d(attraction efficiency: E2HEA F AR
HAZ ol WA ) 207 o= ,;}é;‘f,_ <§(contact efficiency : ¥ WEA § F22d%
AAZ HEE FEA ), 3BAIE A8 E &4 (conversion efficiency: #2293 FEF wHEA
T Adzges A A HE FAAA o8 T 7199 wHAR didel HPske 7o
NS HEA F AAte] Fag BEstel Jdz2sg 49 HEAd g vgs EA4Y 5 9
A

3T Hansen(2004)9] A7oME @A AMSHT A AFHEZL TN 71Q90A AFehe
SHAR 7130l i AAS HAsA gohlal Rt ks EAAAS Y o)F sAstux FAA
A3 Aol did AEE etk 53, Hansend A& o) (sales-related) 25, o)v)
2| % (image-building) 25, #7) 7 Z(relationship-building) &5, A ¥ 43 (information-gathering) &%, 7]
FS(motivation) - 57HA 2 TRt AR Afddtan R4S AFAE, 53 27k ol 2y
RE oFATHoIY BATEAYT dF FHS F F Qe AEE ALFoIA, AN g
o HFE FUE FrtsAY oo dgE vAE SPRFE FHY § dE EdE ntAsgich

2 d7e AN MR F 7199 onATEA T BANATe] APEe ApHE2EA,
T BAE o 1 2He] ok B dfE A AHE 2Eud

s
2 WPoR ggd 22 9TRYS TEAYoD, AN L ohehe] AN

Trade Show &Jt4 1t

A ZZ22H
—_— Ol0IXI=4
sy OT29A ————
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1. A3 S22 ZFY FHgaag

CER(97)¢) 4723 Bz e T2r4 49 - 4494 5
N T2RA 5 - & PAAAY Bl TS B4 /1995
e o Qo) AMel RN 7 H3Folnka Frksdc
PR 79SS THE Z2EH SUg WF 2337 83T, ATHIN BAT W gL 3
@ 17770 243tk Dekimpe et al(1997)8] Q7o) W2, AN P7h 4 Z2BH QFH ol

B&5Z YA #2497 booth atraction effectiveness)7t ¥R, FAAAY B FR 9
A BagAEdel 234 9% UNE A0 Uuyit Ad T2vd $58 9w ¥4E o

AL, o] dg AFYANR &5& 58 7IdH M B
& &40]4. =3 Faud AQRA, Adny Sdvd B,
A R BE 1 2FR 4% T 2L Ad ZERA g% AN %A zAFe
HE7|3E FTUAA R BANNE ERE £ YEE &F0, ArFFARNE TR g
2 Ptk 22y o] AFAdd s dejgAgete AANS APz H& A
17%‘—% Adz g 2 fuf2za] oo 7] HafMe F=
Ao A4 gd € AAY FE F, AAFzA(ollow-up)7t Bk L& 4EE 3] wEojd
(Gopalakrishna and Lilien, 1995; Gopalakrishna et al, 1995). o]4# 22 =99 ZAd Y th&3} 7ol
7Hd& AR

7M1 AP Z2RAL BN AT 344 98 v Aot

- 7M1 AR Z2RAE oA T AT} 34 %L FIE Rolth
-7Hd 12 AP Z2R AL WANIYTH 34 FF%E vE Aol

He g Aoz 4751 . 5, Y TIRAL BE HEAL A Ra2 §A57) @l
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FHAA e o 7199 A7tz Q8 WS A7) g, gL bed ¥ B nA
= TUA AUz Z=g ol dth(Hach, 1991). 1813 AHE Eol7] ANE F27 o] bl
olo’E Ay FRIAUE Zo] Lasn, ojeidt YFE FLHoE FYY] Yo FAHILe o
Wolle u4 Sojeds e d¥xe) wgo] Pasith 22249 o
E8X(contact efficiency)S ¥ole A S
Lilien, 1995). 22 94& WEHNA JAYAFEAS Foll disg) A9, AFAY, TEAS T EF
& Tt d, F2Ado g w&e T nAFY HEFLAHL ¥o)A HY, 7149 ojn)A|

o 3

&S v doh W, Yaage FEAEADARAD YA 2T J

7Hd 3. B~ S|
- 7Hd 3-1 0 RAAJQT KL oA FEA Tl FAZ

b =
-7Hd 32 FAAARE S AN FAH FFE v Aol

)
e
=
Ho
rlo
-
18
[
_)L
Jott
i
N
A
ox.
i)
=2
ol
oxl
X,
ofl
o
lo
=
i
po)
L
2

2 248 AN Al RGAAN M 199 B ATAYA, HY FHANGES 2%
R HAI 52 7)(Show Organizer), ©] o) WE72 & 4 9l COBK AAFTHAY Y5 4

5
F AU (epth interview) S B8 FEWGol the S e A content validity)S B7HEHRTH
£ ATE A% ARE 20059 118 10978 128 20970 o 0930 24 FRsgch S



50 FAEEAI Mo 32 (20084 9% 278

Zola) 20059 Aublo] AHY FAAAI 208 o7 ARse o FERAE MR de
fgog 28 ANSAY 99 FAANS A =89 BFdE BE 1-349 FIANIE
ARs 2 TGRS Arle 7)19e e E FAFTHGopalakrishna and Lilien, 1995; Seringhaus
and Rosson, 1995; Tanner and Chonko, 1995; Tanner, 2002). A A€ T4 3 & &3 2ok

@ “A213] A 57171/ EA R HA H(KIMES 2005)"
(FA7)2 : 2ol [ 20053.17-320, A4 : THA)

@ “AN53 A B2 7]7] A S(KOBA 2005)"
FEANG . dZoldedx [ 20055.17-520, B4 ZI2)

AT FAANEE FHse 7B 2 Wob AN FYAA Y IR 7199 FHUA
3 99 AT A FH7IRe) FEH g7 HEAE ojudH d2 F X wWfor wdsA. 4
&2 245 159 FRE ZAYYRAECIQY FIANE 22 HADelA e HEA FHFE
gstn, AEYRE FEgon ARUEd F2o] JE Aede wE d9e i F3Uo F 3567
9 HEAE BEgon), 11859 HEAZ} LAY AE FESA U HES At 244
& SR el B HAEX 1078 AE & 1087 MEREE £ A7 ARSI

2. 929 23

E A7 AR 85y Ade gRE 71 a70lA 238 5L AEsh 79N 2
Ao #Eg ¥4 F Abd Zaey, @3 Z2rA'e AR AEGF9AAEd 21 7199
A4 dol8 AR)E AHIY 2R, F2Adu g’ e 74 YAE AEE o3tk FIHA
3 Mg #Ed W 94 AF 719 $RAEY F3F A7)H7Kself-report) FHE Fdlo S
ARged, $9 Izt §7 24 g 59 A=E A 77 UAE A=E AU 7
ZAwedE 2344 A9 2 SAYNe Aesid ogy 2o

CE 1> 2 70| AIRE EHH4

At Z2RA A Z2rASd Aged ¢ Seringhaus & Rosson(2001)

¢

g 228 A AR Z2RAST NGy & Seringhaus & Rosson(2001)

¢

3]

=

2oy 2g AARY 1S AR Tanner & Chonko(1995)
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ol % NGAAE A3, 710l uA 74
| A sselsln An, He=elo) A4 Hansen2069
CR I s\ BAAA
. Ay aAse BANA Fansen(2004)

) AE Z2EM

7190¢] F41A 3 MH Aol Aag T2wAHE ofu|sis, Seringhaus and Rosson(2001)¢] AF-o] A
489 AP ZRRH AHE7159) Ysum of the numben .2 ZA 3Tk

FARA G Artsle v1de]l FIAAY A7 B AMEE Z2TA wyS gujsn,
Seringhaus and Rosson(2001)2] AAtoA 28y A Zzwd A9 $Hsum of the number) o 2

3) gARgRg

%ol AN Whehe Baase o Qeht AA 2
2, Blythe(2000)9] AT7olA AEF AAY AANA BHED A AR 74 HES AR Z
Hagch

4 74PN B4 29

Aol UE 34 HasenQ0099) AFoN AE HEE A8z, B
Pretestd 531 AASGT oln| 475 4| % hz QAT A, Aol A,
AEAAE A, BASO|EA AN 5 47} FEL ASHAT, BANLAD ZABFRE )2
aAzte] BARA, AYnAT) BANY 5 ) FES AL

oxl
rE

od

Be 9%, ATFRENZY, EAe 29, A2 30024
=24 1 A%E g8 <@ 20 AN
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NATEEF AL 714t EIEY)

309 W 81 76% 159 vzt ' 30 39.6%
307 o4 - 1009 ulgk 18 16% 159 o4 - 509 mgt 26 30.2%
1007 o} 4 6 8% 509 o] 21 30.2%
g A 105 100% 3 A 77 100%
29 T 34z A3 214

Aol 11 11% 28 1% 2 23.3%
BAA4F 29 31.6% 33] ulgl 38 32.8%
3 2 20.5% 33} o|A - 53] n|gk 17 17.8%
71ekEiE o) 8h 38 35.6% 53] o)A 27 26.1%
g A 100 100% g A 104 100%

4. A48 A%

AHGAY AAE AAZzEY, GPERA @ pahduge AN BAH F oluATE
Ao wlAE G U HES AR A OF AARANS AAsT IARY A, A

tio

ZRRAs PAAURGS BF $O5E 001 +EAN /199 oluATE4Te] 34 93 o

e Aoz veht, /M4 19 M 310] A4St B28 ASE TN FLES S9nW A

25 2.838 0.354 - 8.028 -
AR ZZ RA(ZIEL-1) 0221 0.072 0.302 3.060%** 1.290
AT R H(7H2-1) -6.980E-02 0.083 -0.084 0845 1.302
B oA uK(7H3-1) 0.256 0.069 0.329 3.725%%* 1.033
R2 = 0200, Fzt = 8.842

*4%; p< 001, * P< 0.1
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B3, A7t AS AN ApdZREA, d4ZerA 2 Bazduge] AN AT F A
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