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Abstract: Because of the development of information technology,
communication interfaces between customers and financial firms become more
and more diversified. The communication characteristics and functions of each
communication interface should be different. To comply with different
relationship phases, cooperate needs to strengthen different interface functions
and develop a well-performed interactive system. In this research, we conduct
in-depth interviews and field survey, and classify interface functions into three
dimensions, transaction-promoting, customer service and brand-building.
Through multivariate linear regression analysis, we discover that the relationships
among interface functions and future intentions varied in different relationship
phases.
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RN LBAEERFEMEI REEARGTHOEEESL LER
LEHEEAMBEABBERE NG -RTHRANERRE - FRESZ N
EFHME @3~ EEBTERT O R LA HRERERAFGEY - £ 47
SERBELHGBEBNBHARE SR KBEABAGARLE) > Z ¥

WK GEMMEE - £ 2003 £ A A LA SRR E SRR
(Forrester Report, 2001) - s B R A B RE WEBHFRM AT A RE 8
%o S48 5 0 B B AR T 093 A (Meuter et al,, 2000) - BB 5 8% & 1 @ 89
FHIERBE  KFRENNTBZIAELESREEHBE T X &I
% BB —ERZRAE -

RBEBEES N AW EeH R L T ¥£447411%4% (Integrated Marketing
Communication : fi#% IMC) ; & — BT FEMRE T e s ZdHBES
MEREAPMELNKERE X FESREBER I ANES  TABHE—FF
BHE - BA—BERRRKFEBLZOTHMAEAY - Bk IMCE AN G A
HAR BME - 3RS IER AT A SIS E N RSN R SRR 0 ]
EHBEAL-BEGHMELNIRABMEA (FHE,2001) HFHKE
2HEBRE > B4 BRRMiE—F & £ %% (Moriarty, 1994) -

shoh o A ERESE EHMGRER S & R REHEFTEITRR
AT R 2 R ARRI AT A FOH R TR H %2 €4 (Reinartz and Kumar,
2000) - 4o Garbarino and Johnson (1999) MAEZ WM & - BiRAOEAEEE
Al HPERBBEEAOARITAHEGZH £#47H 3 ) Reinartz and Kumar

(2000) AAKEZELNBEETNE LR EITHN  BREBRIBEE R
BB EHH N E SEAB AR » BB LR H R E HAAR &R AR
FREITARFGITH KRG - (2L E LM R T B RKE S HNREGITH
R REITIREH > MBAEARART AZEE -

- FEEHGERSEORE AT EMH AR EREE A A
S RE2 A" 145 R B2 (relationship phase) | (Dwyer, Schurr, and
Oh, 1987; Jap and Ganesan, 2000; Thibaut and Kelly, 1959) - &£ & #14F5 & » B
BLEAAEWEOMEBEABAN NPT RKENRE » MEIRERE 6
8. #23% %42 (Meyer-Levy and Malaviya, 1999) o Bt » & EdefT i b R E &Y
BAEN @ RAEBEZHMARNMGERERR NELIH GHF B EE—
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EIEEMR] ~ I RAFOIBRE MR 0 Tk —EREERNEFALFRA

MECEABETIHNEERN @A AARKEE LK RS
HERBNOMEHEZI AL L& FHRAELFEBNDHELETRF
MGERERTHBEEZNTATANMBME - FTHFAARELZENE
I AREXBATHPHRANEEN BN BRERRNE
BA@AEED ) —ARATEAMGERERZ Y > SHERN @A
PBEITAEARGMEMRE -

2. BRI

2.1 BB\ RE

BAANBERRANRS > BHARRAEGRTHE 28 OECREL
R E BB 0088 & %@ ) & (Jap, 2001; Rackham 1997; Urban, Sultan,
and Qualls, 2000) - BAT » 2 EZ KA TALER T AR LB E MNA K4
HREFRENG  wERATEESL - E@EAN - EEETAER T - R
A ATM % - 2@ %A WBEEN @O RRS 4 E— @ (e.g., Dabholkar
1992,1996) » Bt » RAAR L EITHEERER T RARBERZEZ MM
SBK BN EZRB|ATEFTRAE 2L ARE R BEENDHEZE
@ °

Bt BBLTHEANEFZ— SAAFRBICETE LR
HEHMEET A (e.g Waterschoot and Van den Bulte, 1992) » 12 38 Bk & 3% &
i e B ez — (Schramm, 1973) - £4 B BB M A4 O iT4 52
T B BRRRCENREEFTRAFFANGMGARITELS » RE XL LR
1 BB LAEE A T B (Duncan and Moriarty, 1998) - B gt - %@
NEBZEELR LI GEEIRRG T - sboh ) AERA ERMARAER
#i@ & @ > Meuter et al. (2000) & 2§ & 48 B By BR 75 #+ 3 ( self-service
technologies, SSTs) 84 B 895 B X H Rk ~ BAEIRF - UA B RIBBI = K% -
ARELEE AR BE—FRBTEFTOHRIE > IRSL 0 BRD
AR EELEEEENAREE (WAEASRBANE ) ELRBBEANE
Ko HABTRET > BHEAMRWBIREFRFENBEZRSE I - Bk &
MREANTHFEANLBEEENDONEAZR  SEEE - R HRAR -~ #
BIRFE AT oalstmz o

B EESTHBBOBATY  RMEEYES — &4 (Duncan
and Moriarty, 1998) » Bt F B LR EGHELBEN DN ERHEZ
SRAMERBOE TH  AHBRZERRMERTR - £EOERRT
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LEMBERERLEUVL AL REGEIRTE S AITHBERT > 178
mh (B~ TIE BB EE) HESMRKAZIRASMES S MAST
BERE R o BRI ME — B E AR 0 AR ABEPE
S pe ey et (Duncan and Moriarty, 1998) - F gt » AR B AT HAR 91247 A
& BB ESE - RFERE S RBABE (Berry, 2000) » KADCEEHR
EFEHAHEL 0 w9 E (Nandan, 2005) - #FAERF LMoL RS E L
1S RBBE > BHEBETEISLHEMAG

HAe@ERNT  dARGESLGEBE  BEEUASHZE » Ribsh
KB E EE (Zeithaml, 1981) - —EF &L HNEE M T » R — AR
BE LY R 22k (asafe place for customers) | » B A F Bl & %
BiRiE P E AR A28 Y A THRT H o2 M (Berry, 2000 )
Berry (1999) 4t# 14 REMERGBHELRITREARR  HFRLBEL T
BN RN EEREZ— c Bt i b S EEENBEELEE N
AemeBaETER -

HER> BANH —~AABHRA AKX G2 MR (Meuter et al. 2000;
Armstrong and Kotler, 2003) - Zm X % (&RBR%) 1758 > FF A LA
1§18 » Bp B4T45:8 2 % % B 4 (Amstrong and Kotler, 2003) - Bt > 49‘-_,%:\_
NEeEt L LREFEINR G bé’Jnxd'ﬁil%’ﬁ? PN -F: 3. PN
éﬁiﬂiﬂ&iﬁ‘ﬁﬁﬁﬁéﬁg'lfﬁ Bk R VHALFEERHARE &
s G M A E — R E»kliﬁi% (Dibb and Meadows, 2001) - e

WHEEFTEANBRRALEO M REZERSERYE > $EEEZRAAR KT 4
BRI BE - BAIRACERATAETEZ2AFR % (Lovelock and
Wright, 2002) - Bt BN DI X HBHMAENES  TTRBEHER
AT HERE -

Bt BN @) B — AL B B IR E RS (Meuter et al., 2000;
Darian, Tucci and Wiman, 2001 ) #2445 T X § & # 2 M 89 2 #1( Lovelock and
Wright, 2002) ° HBEN GBI AR B ANEPEF TN SR BEE RN -
BE 99 A LB B AR A > BIRBLAE K B 47 &9 B (Buzzel and Ortmeyer, 1995)
FRATERMABRBAER - EFEHM4 - EFEITERT O~ @5 REHH

BRI R PR A B W EM BN F AP T2 %% (Meuter
etal. 2000) - ¥ 2b38 B RERE R ER AR TARSOCEERBEMZ T -
WHRBELAR WA » REFFTIF2) E LIBRT 0 B G245 R
#2:% % %2 (Ravald and Gronroos, 1996) - E b » kol A 2L éE A0 ABBEABEA
MES FRERAZTIBHACERIR REBEEROBORGRTE
RAMNEHRAGEIEGRSE SRt SEISEHRBEXMKIELE R
M5 o
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AFRELCHRBEBTEET R Tl Lz BEEENGW=
AR D SRR Y S X HR R BERF > UTHEFR I LNy BiE—
SRFE= AT EREFE LRTE RIS RERBRNBHENTE
e

2.2 7% %" (behavioral intention )

WBAFAT R Z 33 AR R AEE N RAPITHERNETEBERE
HITHER  BEZBEFMTHEGIAE » RE—F 54 REZ M H
14 » Garbarino and Johnson (1999) ##IEL AR BRI E T » IRAEE%
BAM - BETH URBERARNERE=HERETHE - ™ Gruen,
Summers and Acito (2000) £ & B 444744 T $1K 3 ~ 154248 B ¢9 Bk (Gruen,
1995; Gruen, Summers and Acito, 2000; Morgan and Hunt, 1994 ) » 3% i #] & B
HATH R BT U =B 244542 © 579 (retention ) ~ £-#1 (participation) ~
44 (co-production ) °

AARERBGITARBERELARBEA D EERFTH M AH2/T
BEG  WAHBMAENGEELRARNOER  LBELATSH4HME
77 8 i 4T 25 %5 » 4o Bhattacharya( 1998 )#% %2 ¢ B #4977 % 85 1 & 42 ; Kumar,
Scheer, and Steenkamp (1995) A XA ZHAHFEHMU R T LS 4oy TaE
A & Reichheld and Sasser (1990) #F3t X HF R X o

ER RBEEANGHFCHMNERERORREL  TAHMRGEREY
FH2 - UAARRERLBITHGBEEIOEMRENES BRI~ 7B
B BRTHEENTHES - ZRBABRLAFEWRE  BEATETEH
SHEHARERP, FENMET K EHRNZRTHELLRE N & 2HER
o BHLHNBLEERBBBGBEE R -EBZAFBRIALTRE >
oA ETEAFARBEIELGRIT - Bib > AAARABRELAATH &8
BEHITAES  RAEEZLHREBEEZWMAEENEEEFZZ— -

R AT ARBARBNGTY  BEEAERALZBE - HE 40
RN EAR 0B8R T HoLHFEL2AOEXHR UL S
P BeM A B 0 ERE R 93T (Bowen 1986; Kelly, Donnelly, and Skinner
1990) - £ B @A ABECE PR —EEZGFRET BENSETAR
41 2 % 4 (Gummeson, 1987) « &AM AHAABHENET  BRENES
HABITEETRREFEEESETA BloBBELH R -NBRAREEL
S PBATAI BRI N BT ~ HATRE — L EREE - THTAHY
BATTE  TRRALEEHE > WAL S LT HEEMNG -
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2.3 B4R B2 (Relationship phase)

MEMGERERAORE A EHEAaTR N REEHRERE Bt
HEEpk - TARAEBRGARE (Jap, 2001) &4 ¥ 2 EMEFay
kB2 ArmEaY > MBAMEHEZS TH%ERER ) (Dwyeretal, 1987;
Thibaut and Kelly, 1959) - A& £FJF AN KRB MGERBRETZEE > L7
FHBEANBNEARLTAESRM BB ETAFLEERE -

A8 B X Fk3E B X 5 B T R B4 Sl 69 A M IRAR B Y M 4R B 2
zZ RE M M E (Heide and John, 1992; Jap and Ganesan,2000; Wilson,
1995) mBEHEEHZ EFREANEEALBEE M AHML  REZE
MiaBRz EemE (Jap, 2001); Beloucif, Donaldson, and Kazanci (2004)
BARRERTRE  BHAEFACEREZEXIRAMGTTOASRE 25
—PEBRT > E1E - BREBEEAREHNHMG ST ESNEARE - LiliiEaE]
FARER\BET  THEABRBEMNARNHGEREZBER K24 LR
BHMGHERAZEGFTX - LEAR S UNCEMO R EHGREBRMNGS
MRHE L

ELERMBAEEEMGIRFT @ 4 REHBETERITREGTH
REZB SR LML F AR T 2H2 2 MR (Reinartz and Kumar, 2000 ) -
4» Garbarino and Johnson (1999) MEZE® Kk ~ A BTRER > HBE
WMEBEHRRITAHAROZ R FRITHRN - RERER > BEREHBEE R
RITHEQZREZL R/ - BHARGUERBERAARTHE L #HEE
EE¥eyEA MR k4o o tbsh 0 Reinartz & Kumar (2000) AR 4kRE4 ¥ 0448
EENBEBRABETHN  EREAERRDEZRENEETHTHEY N F)
A EAEER > B RO E B R B AR R 698 B AT R B 694784
Kok o

EBAMBENES AILHEEERT AR RALBBEEN BN >
ERRMGREEY  REBHBERVITHENEARRNBE  BAHEFHES
Wy AR o R R 44 Jap and Ganesan (2000) #% A2 % S AR H 42 B 4 2 Bl 44 4~
BB xE2r5K B E (exploration) ~ # 4% (buildup) ~ A& # (maturity) $1
FiR (decline) #7 - BT A4 3R L0580 694580 > LB BAFRARHR o

2.3.1 % \
EAMGEREBTRFEGLARGHBE NG TS EEX
BHEAERLEGZAHEEN > RbEHRRMGTENOEL - BRE - &
PR LR R R R NGO RARN S FENERATRRIE —RIK
PIME R > F T hEE — 3% B K #A B4 (Secord and Backman, 1974 ) « ¢ 7 AR5
¥mE o BNRBOEBYE AR BEREATEHNF LI ETHE S
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EE2RwBLERFBABRGLER  MELEREK LB (Brown and Fern »
1981) -

B AREFHNBESRILAERN DX LML E Y > KR EE
B REHEERBREHE > AREAFEZHNRBBMAG GG Tk
— 35 3 hafEfE #1308 B &L (Berry, 2000) - H b > A RTEL > SEL B
BIREMBE T BB PHAAEANEIEE  MRESE—SHLEL
E

sboh o A EFT Y EREALSHRIETIA > €548 248 E (mutual
disclosure) R EFHEFTER  RALMARTLHAENLT > Mt TH
it — % % & (Cozby, 1973; Davis and Skinner, 1974; Dwyer et al., 1987 ) K gt »
TR GHNRRBGERENEZTAN > UARE KRG RETE  FE
sbMs Bty £ & B 4% (Kent, Davis and Shapiro 1981 ) 48 Z AR5 ) 56 /i 45 69 &
BAREEFEOGEEERAN G REMLEEANE T  ARBTZLEHNBE
T FH AN ERENE SRR HERFITAHANSTERAREAIRS >
PHETREREEARSEEGHRA BILE € £ 4 85612 2ER(Doyle and
Roth, 1992; Swan and Nolan, 1985) - # B £ M BB A B EYEER
IRGEERFHGHTEES -

"% ML AR FRNBEERAM G RERT  RAFEHNFT L
BAXRMZER (Jap,2001) Bk X HRARAELAZFE EHHENBE R A
MRIAMRAER > HETAEQREBEE AN - WEILUTFHREK

Hla: £ 58T RBEEEHREUNBEETAHEQE L0 HBHE -
Hib: @R k8 ¥ BERBANEHNBEETHEH L MBE -

232 &M

BRAMGERZIGHFEAZNMEE HAETHRMEE A4 IT
B> BHRARALFRBEARNEIRRGMGIEE - KBETHEFHM
By MEH A RIE R ET T EARBAFPERBEZEEIHE TEEA
SR 1AIN E % FAKIE R G ey R 3E B A FRR D F 3K H 4% K 8 g (Frazier,
1983) -

Blof X2 MBTERENETRRSL BHRBEEE wRAMGOHERTE
7% 8 (Frazier, 1983; Reis and Shaver, 1988 ) & st 4 5 F 3% 4 7+ %5 (Dwyer et
al, 1987) RLFMREEFEGHEERNES - £BEY > LB EHF L
BZBRERGHE  BEHNMMEERENEEURENAGEERS  MBEER
F g4k jE 504 B 4% ( Beloucif, Donaldson, and Kazanci, 2004 ) - B gk » KEF 5
RAEBEBRE DR EZBIAZBEITAES i EEXEFH
HAEFEFLY  HEHAAEISHERE - FEEELBE PHE U RIS
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KR e B 0 M AR MR AR BN A 4o F 2] 89 B (Berry, 2000) - Bt 0 AEE
BELERALHERGEE  EOSERCEMRBE SRR Bt K
MRIBERBEETHREABETARGAEZBNE R LGB -

e AN FEBITRALINE T RATRR G P AT RETR X2 85%
L4 (Dwyer et al,, 1987) L ERBZ AR HAMBAG R (JTap,
2000 ) B $b 3 5 MR AT AR T SR SR B Ao i 09 F 25 T PR AR E AT R R B9 A A
HEBAERSBEERRWITAE® - MILFHEAZT TR AR LIFFEERGRESET
B HAZMATS > MBEAEEA LA H S (Jap,2000) - B ef > HEH Ry
HERP o AARNTERELCEABAEZ XN EREN TAAREBNR HRARTARE
RER  BEREFTAELRRGITAH - BAAZMARTREL:

H2a: Z2#H T SIEEBARBENBEETATOR BN HBME -
H2b : £ZBET » BERBARENBETH T QR @B -
Hlc: AR#BH T XHRAAREDNBEETHEOR LR R -

2.3.3 s :

s F £ 2 AT (explicit) &ags~ (implicit) #97&%% > R B EFE
BMA BEZERELEAMER -  RBANMREKNIH IR IR FTHGHE
R BITRBAERCETEAREERRRAGH E » T NS
PHMES o ABET > THMHNRANEAREAHRS (Blay, 1964 )
MBI R LB TEZOHEE AR 0 FEE -

EpBRE RAET X ZEHRE  §XHRAAELRR  H
BEESHR—HEREE ' A BEREBEABRKEEN  F8BIHE
BRAE > RILAENAIRNATHELRETN L2 BB8eTEENH
%o BARSTREERUKI AN GRA LEMEREBBGTRYE
(Ghosh, 1998) - yriEfE s arest - BB EEEBI TR RIIR HIT
RAFER > REBFHERE - UAARBER GRS EERDIAGBETS
EdEA LG RBE -

MR 7 A RANEE  BRESINMENBEENE RYEE
B AAEEGEAMGBAERE L TREMRBEAEF AT/ E S
BB AIBERZIEBMNGHATRAOMNE  BEE-FHBHHEEELEY
AR s R (Deighton, 1996) - FJ8F » A SR G E - HEEER
o FUABRCOCERBEMEY MG BEL ETRERDLEH S T ATIFE
HEBEZORR BB EILYE & RRMADutta, Kwan and Segev, 1998;
Peppers, Rogers and Dorf, 1999; Prakash, 1996) -

oo BARBZE BEHNERERCARTHIHARY LR T
EHEESTHARREIR > SMEEHREHNBEETAEOZLEREREMAY
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Mk > HAFTERABIREE A RERBMBEBRTES -

H3a : 2R3 7 AR IEH N TAT A S A Era o BB L -
H3b: ARl d > X SRR EHNEERTL S OH E6 8 B -

234 %R H

ERGERTEDA —FTREADE FELELMAERERS S os B
{4k 4 > Baxter (1985) o3 sbd#EiT A4 % T B8 K=& (direct strategy ) |
#1 Tt A E & k56 (other-orientation) ;- Bt > B EReT AR BG4
MR HEE  RBARHAMN B AR EAR (Jap, 2001; Dwyer et al., 1987) - &
SEPSER BT M A — PSRN ES R RHHM AL LOESEZW
2% (Baxter, 1985; Dwyer et al., 1987) - {23 4> ¥ 45 #9345 B IRF oy Bk AR
BEHNRHELRETHER > REMFAETHASIBHEFT R BEATHR
B % 4t B 0915 12 mBR & 1545 3L B 44 (Dutta et al., 1998; Jap, 2000) - # &
MRBRBEERENEHARBANRETAEAFEARE -

H4 : £RBE T BEIRF S RN BAT A & @ A Ed &4 B 5
M o

3. MEF %

o BTPRH - KRR G AFEFT A NS R4 - MAT4 - RBHE
BB BAATHSBERMXE RS EZABELBEBERANLY =
REATELRBHFIEFATHHR S HBTLERTZHEENGETES @
BHBEEBZNE UBREEERZAE R EBP E T8 kB
FHRATAIZ EZ AR B NNE » 3 0048 M R BL 35 3% & R AE A AT Rt
BZARYE - BRRBELARBERATATEEN I U THRALAARET L
FREBSOBEN R RAWRI - REREH ST, -

301 MRS EBELEER

311 BB B
BANOHREIEADERBER I A ERAN B L HELMER
BhEe - NBEFREBVHHE—BAERETEHE > Bt AT E LS
M XBRPHNEBRN EOAEZBHABIAERE > PHERHABRITZN
AT~@3% - EMPOERRBANERRGE L HMEEX  BAZFHE4T
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BEGRGEERAR > HILF BTN BZIEY > P BEEN B
HEEFMELIRES - R HERBABEERB AT RABREMERE 7
BRAFEMEATR F 4 -
1.2
ALERBEEAON GOL RBEEF R LR EREZCE ¢
HAZLE LYW E A - SIRL B 4E - BARE Berry (2000) 4o
{TRESLIRFS o hEAE B 093Uk > BB N BAT AR BELERE ~ Ty
BhBE PR AE ~ mis Lo lE ~ M EH LMY REI R B E B
MME EREFHABREEHEZ -
2. GBI FE ¢
AARERALACEABEREON D L BRI XL BERIRR
AT B EIThAE - BARIE LM K » 44 Piccolietal. (2004) iEEN @A F
REBEARR GBS - REFBHELEWN - I HBE0EMEH
AEEGRAR BHRPME EUEABEBREEGEZ
3EABRRAG A
AARERAELCEABERENN DL REBZIBR Y
BFs o EEH & 0 AR R LF Ives and Learmonth (1984 ) Fid i 2 B & Ak
BT B HHEEAN OATREBEFLIFI TN ALY R LBEDTR
RBEREFTEE L BREETHRE EREFBFABREHEZ -

32 BEAARG

BREXFFER BETAEQESLE -4 - FY =BT BKRE
Gruen (1995) ~ Gruen, Summers and Acito (2000 ) #2 Morgan and Hunt ( 1994 )
258 B EAN BRI EWRE -

1.%4 :

Pl BB R ERCE/MBREYNAESL RE - FHYBER SR - HEHE
OIEBEEEMERERGERSK - EAENE L RBRHEHERE - TREHE
EHERFEZER BUEABLBREHEZ -

.64 ¢

Fits AR CELRE R RSET M B A E & R RF
TR - HEMB AR EERMEERAER - 4HE SRR EEZRE
CMIBABBERBTNER IR FH IR EHEZ -

3.4 ¢

Fite A E AR GEHENMANER HEMBA O EF RHMGX
ER - FRAERERBT (ROPFE ) #02 He847 (ROFE) $754
ZREM BUREFHABREHEZ -
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3.3.3 B ER

MG BERAEFEAGAS  ERRHGELZY BHAEZHRLER SR
HEEMBERE > KL ITAHRE H:BEG A K (Jap, 2001) - REHF
&3 Dwyeretal. (1987) & Jap and Ganesan (2000) % Xk * #H12B 25
BFER - EE S RRRREBH L wWERSE > B8 44 Jap and Ganesan (2000)
z2#E AP HABREHRPESA T HEARSTEREEE  ARREE R
EE -BRACAFLANSRTLABLITEITE S84 | 2 E
B T HBAGRITCARERENERE RBATAERSER  SR/ITOER
FEEEAE  CRERSSITETRSWEAY | tiFASs TEHZE
TR ERRBRFECELEERS  HRBAARNERRINE A
FAERRIRSEBILUBTRE > BBETREUBTARBEOHE SRR
B RBRHFERE T HBATHIRELEHAESL B CEBRBEHH
SEHER CCURHABELFRFTRERILAGHITHER T RERETE
HBEATAT R E R RF o X8 B 2w A4 H AR BfTAREZIEEY
—F4RAT AR T -BAZSRTRETHOHGERME  AREZL LY
F BT RAT R QY B3 B A2 o

3.2 B Akt ddm kot

3.2.1 MABRTERARERE

BHXRRFALEH = FRATEITHR REEARER > B EFHETH
WEMBSHEREGR P ME S B & F EDelphi)ik g ER A 42 HA
AR Pl Z NEBE - 24 » AR ARE AR e-mail 9% X -
BEMBATEFRIFIEIE - SR =R RAKTHAERY EHEMNY
BARANRPAISFEPRGE LM BREAPITRENER  HRAEY
NBEEITHEE > AEAAELRBEN—R > WHERRARZWE A - bk
gh 0 RIAR I —F LB IR T X 0 4HE 100 ZRATER B RITHI A
BRI LB REEMENNE  BFBEXSF . -

HNEBITHHAZP ENBERE BMBEARBELPZLESAR
MedhiE 2 MR M o HLER I AR EHNMEFTX - ESL - FHh -4 F
MHBEEN > BEREMALS00 5 BMARTEHELMEFT I RBERAGAR
& o P{E LMK 500 B 0 AL 440 4y 0 P F R A RS 391
> BB FIEEL RS 782% -

322 MAEIEERE
ANARBERHERN DAL AP SEBITEEZHAE 54 N A
REEREAERBRGN BT RTELHBEANBERN BARELLET B
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3t RKEFRAHE AR AR A Bk > BATE EoH - LB ERLS5H RIGER
RE> MUABMAARN 1 AEEREFEAHOEE EURAEEIEEITA
FHs MRS REEHFEE (PN 04) 2 PE% > MEBETE R
HE54 - £438] 3EE % > E 2438 B 44 (item analysis) F X RBIR B4
& P #9148 5548 B 4k 69 P38 (Churchill, 1979) » g B & F S48 & /2 445 —
EREHNE—RME - 24 BRAEZROBEIH > TR #1523 ER
5o RRERLEEEFPESHBOHEEARE —RA L, ERME > Bt
& EAREE -

EEEF & ZAREEENT@HRE Cronbach’sa 57 % - BAE R
#Hohe (0.87) mpee2ohss (0.82) KGR (0.70) miTh &R
EE AR BEMGTHBMA R TR SMEAE LR Rk
BATAER RBAUKEBTRERR E o4 ZETABDIEESNE - 20
(0.77)~ &4 (0.81) #1g4 (0.60) -
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4.1 ARAEPARARAERERETH
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