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Abstract: The competition is becoming increasingly sharp in oil product market, along with the increase in
competitors and the advance of consumer’s needed. Then, the marketing of oil product gains more and more
recognition and attention. Through a deeply analysis of the characteristics of oil product market, the paper
advances a type of marketing strategy of oil product based on 4R’s theory, indicate how important of market
analysis, management of customer relationship, and rapidly reaction in constructing the core-competitiveness
of oil product marketing company.

Keywords: Oil Product; Strategy of Marketing; 4R’s Theory

ET 4R’s EHIE LAY A mih E $H ARG IR AT

ilj ?% la 3‘]‘7]‘(})«‘ 2
VR EAHE R E AR, SEARFE
2 E A MTE b AR, 22N
Email:yfsun@163.com
VR A 201144 A 26 H; BREIAM: 201145 F 10 H; FHAW: 2001145317 H

& F: BE IS BRI INANE 2 EORIIR &, Bkl T 5 4 @I A, skl e AR
52 22 b 2 P AN T . ARSCHE 7 AT 2 B SG  TT3 SE AR RO AR R b, BRI TR T 4RCs B
VIt T E B S, BRI T I AT B IR AR AR BEMIBR IR S LA A A RS T B 4 Ak A L TE AR )

Hans X

ST
A WU PRI 4R's EERTLIA

de =
1. B=

JAEAR, P [ R A 3R R v 75 SR K T 1)
Exz—, Fam. Pak. Fm=KE7> 54
B3k DL R 1 2 b 5 B J (0 /N A 2 BB DN B A b
WA S 2, & 07 E AR O AT R
o A G B R E R I T e [ A
MNIEP I, BEAMEIR . S8 B et it [ bR oK
A AEHEE AT BB RS, AR
7= b 2 DhRe AR 2% BB e R A 6 1 B S 7T 3

12/ N ES] TN S ick ST N Y I R 7 A Aera
A e AL RE A, R T s A
b B R SR RS VR B . % H 25 180T (1 AR Bk
VXIS, R, b R R A ) M T

Copyright © 2011 Hanspub

Wi sE s, AR RIZE B AR (6 o ik st v
B ARV T B R R L ) R ) 5 v i
b, AT, EREFER. SEHE, LR ast
P9 B3 U ) 3 I 5 SRS S A A St ok 55 4
MEAE SRR 13 56 G v HUBE 0 B

2. AanH TR R

B, BEEATREMIAMRESRI Hi&™ ks,
FAARSEIRIZ TSy A VERR T, 2 i 1 vk et ) R
PEIZETIE SR, XK. RSP RERAR, ks sad
RO 55 5 T b5 1 55 R B 22 AL TE 4 1 B SR AR
AN, A 5 HA 2 B AN R R L, R
TH 9 AL B AN R LR A BRI AN

MOM



Analysis of Marketing Strategy of Oil Product Based on 4R’s Theory 15

AR PRI, T8 2% Rl s il Al S8
b 5 2 S I SRR I AT R S DU Bt A
fH, MR ME T A 5

Fs KA w SRS R IR #T I 5. 2008
DR R it T 37 i MBI — 2R 805l BRA Eflfe
PLA R 7SR AR AR, A AR ERM IR,
BN, B ARt R A i 1 gk —
ATV BEARK LA [ A HT S A4 N T RE I RZ 0 3
77 B PSR T T 37 0 BB RA N TR, L
ST KT T 8. Bl B A T 3 5 4 (5%
SN AT BRI A, S B AR T A
HIFhsE 2

W=, B T I . B Ak
LB RN, Tt ) 5 TR] AR R AR B 5 A R
55 [ LB B S BN T RE,  IXANUAT LA 2 25 2
i 0 — i BURE R SR BRI S ARSS, T H ]
PAP AR a2t STt E RGeSy I s
B, AT RAAT A 5T 3] R AE (R ialb AN [ H [X
W R AL R 2 o, G S REA TR, TR HE S AR
afSs, SEBLH SR RSE CARRTTR” EAR.

SV, IR R E AL A AR A
ik, HRTCIEAEIF SARIN S Bl IR 55 9l &
SRR AR o T AN R ELIBC A )2 R, Al
DA T A0 7y R A% LIRSS v
D oy 7R ot 2 e (At PE R P i RS A A
LI PR AR 55 it S5 v e 4 BT 25 4 v A o L P07 i o

L, AT O RADCHE . iR E N T
w1, RS SRR T, VAT AR
H9H T B AR B T -5 R ] Y A ]
KA, fEHHMRE T BB T, R AT ]
EAETES T, WERA TS ISR A
r R . ATERIRE ST, WEE B R 55 o
it A B A (0 PRAIE

F75, ABRSS . AR BRSO AT A
Lo FEANMIE BB 15 BB AHERE A 2 H R
RIS R, B O IERAT ATM HLBLR 5 (8
GRS P (ESY M /RS = 2 R L 410V S pA VA
TEAE N8 B — T AR S5 2 g P E, i
FETIIITT R U B g R B SEms i g o

Copyright © 2011 Hanspub

3.4R’s B

20 2R 90 AR, BEEE BEARMAIRZ T
WILR &, THPE ARSI, T mes
HIFITBZL, 23 5 7 i B S B S AT FEAE AT
B o AT AR B 7 Al 5 i 2 1] 1 5 s P
KETHELE, T, BEEHREHELKHm AL
2235« §F/RRAE 4C SR AL B3 T
4AR’s B W, BIREE(Relativity). & M (Reaction)«
% % (Relation) F1 [A] # (Retribution) . 4R’s BRig Lo R 75
B, BRI R SR 1039 2 0 R R (1) ST
Bl &F/RIKER T — D EHME R I E R

1. 5B E K. s ttmigth, mERE
A B SR R, TR B e A
b B EUA R, BRI RS T,
HENE RS R BT el A e 5. R
ST S AR KL, B A ER. EER
PRR, RSB RE—E, XD
TR R AT R B Al Al B Y
HETIE TR, BREERE, RRRER.

2. R N SE . 7E4 R AR B2 T3
mh L OREER A SR U e L S 1) TR AN T AT s ] L ol
SE NS TR, TTAE T T e sl £ JB 2 1) ) FEE % B S A
W o R B A 5 5K, I S 2 S ARG AR Y R,
TR () 5 2K o H R 22 HA ) 20 1) 4 s
AT B3, RMIRAL, X2 AR T KRR .
AR5k S BRI, R E
(o] R 75 SR DI AR A AR AR T Y, B 2
JE R oK, L IREROC R, A b 20 S R S
B, $ o s 7 338 R A ] o2 A1) o T3 T 5 O IR
S, e R, WOE P ERME. HA
AE & EHFA R P AE R B E R, MLIER
[ [ 25 PR TR, GERBTREME L. ARAIIFANRIE ™
i AN T, DR IRRE A R e TR A P 5 e
2% 9K B ) Ay b g SR S SEHLAR B IR S5 OKF
B A% % i S S I G A R

3. KRREHBORBEZ 7. £S5 RFARKAR
KA TAFEARW R T IS, 5Tl e e
AR S A @ LKA A R R, AL 5 T
1, B EE YA A8 A BRI 25 ) B 5l 9k R P
EHERS . REMEHANMES K, Wil 5%

MoM



16 FETF AR s B AR ) AR THE 4 SRS SR

ALK AR R R G % 0 B bR 220
A5G 3E Al 80%FIIE 1) 20% (1 5 73 B 2 ik
SLAEE R R

4. [EIIREE R R . AR, T E A
FLEMMELE T Al Sk B HA W N AR
MIRETT. — 5, EREHGEER KRB H—
JiTh, R AERE T I O R B B 2
FIWR, NEPREEME, EARM PN . B
I, B HAR LR, A E AR B RE S
(IR — ) BT B R 2 LA IR R A Al i
UIKEVSIELERN

4. R e T IHE R

T LA AR [ e 1T 3 G A 9
RN, ARAEHTHG 4R’s EASERIE, AT, Auth ik
B EARLERT I SE S R D R, TR
ATTEAEH Sy — AR B, 155 LM
TR (BRI RS SR R
Bt “ORIRRARILEAE ST, PO R 1
IR PR A 1 .

4.1. REZSBYE, EEXTHREMTIA

TR A T4, St il 8 5 Ak 0 5 1) % el
T R AR, 2T AR G ) i3 e RE A
A E AR B AR A . PriffhE s, B2
REJIE P, AR A 2 RE AN A TR H AR
P, A RAZR AT T R EHLR L, BRI
kA S RO E S 1T TR A, aF TR 52
T E AL A oy b BRI A5 2R . X A
G BLEB DR TR, BT e, AR
SE T 2 AR R R i 105 3K, B A 1 A
BB ATRIIE 2 1] (R B MBS R, A Al
R FoRMB AL, Wi D E . B sk
RGN R B, 51 A A AR, RS
G ) RTEAE R IR B B R i L ) 2
E

H

4.2. Eah5|RiHE, STMERHA
FH B BRI R S L I ) R R

Copyright © 2011 Hanspub

R A B RANET R o AT LM A T,
PRI AR, BB A, o, Tt
FO AR ER =, AR i O AR R
TAESP AL AR R A AR e BT TR 1
ZHHR BER, SR s KIS A EA
PORHETT 2, R A R X, AT
P FR S (FIE A, AV Bl DR B A Vil A P e AR
RENPLHE FRIP R ET T m s, 513
P SRR o R R A o B AR R i A
Ep. AV AHSE G, SR R AL R R
L

4.3. WEFTIHMA5T, HILmhEE N

ARAEURT I T2 58 5 ip 2 2 ), BEAR 584+ 10
B AL A 9 75 SR T, LA B 1 FE R,
LIAZERN AR 2 BRSO AN B, LRl E i
bR EIZ 28 RE ALK 51 ST 9 A AN AN 38 5
b 11 P 5 TR 17 /P s 581 /NG i | WO M- 1
FEAVE LR RS, EOUAAIFR M Bt 5
55, S b BRI s XFF A S ERNL, AT
R R AU AR UG, X2 B S5RA A ih B
Pl KEFERNL, —BRKIBIRITHE, O HAR M
MoK HE R X H A, $RARE AR SS: ALEER]
P& T M A BB , SIS 4R AR 7 AR A
—BUEOLN, SR, HH AR B AL
Bl RN ZE T XWEIE, EEMN A
BRI T 55 HL T P 7 B 2 R K B is mI L
Ak AT BLIE A R 9 2 A 75 SRR s S AN R s T
S R R AN, AN ) A

4.4. MIREESEHPL,
BEESRSREERL

FARR R I st AR 5%, RS In i 32 B
FRTH ZRRE AL, B IE HIIAE SC IR SS s dnf dn pERY
R RETE SRR TR, AR FR A —
RS TREGH M E SR, BFERS . Ehh
PRIR. SRR BEEZ MRS TN AHE, B
Ko la) s PR AR B EE L iRAT Hb (B ESETT DABR B A 3l
X EZ Ml FAER A E ). AMT. BB, Bi55 55k

MoM



Analysis of Marketing Strategy of Oil Product Based on 4R’s Theory 17

55 o ABRUNAE ik P9 45 SE K RN 1] P4t BE 98 45 %2 — R 1)
MIvE%e B, RIFSEMSS, A KK FA
JRA o SXHE IR A 55 ANE AT LUE 25 77 fifft kel 75 22 ST
RN RPEAL,  T0HXS T3 Il A 2R s
TR A B, AR T A R AR E RG]
AR TR A BR8] . ELE AL SR, 2
EEPI R —REFRSF MBI . AR5
A 5 AR S AN BRI AT BRI OB 5, X il
WEBAN IR T Z I L S5 AT B A LLSEIE P 2 5
HZEIP Ty R RNk ) H AR % /7 BEAT NI
WEFC, FRIEH BT Rl T B SIS U2 14T H B
grs B RBHE, JERA R A, b
L DRt I 57 0 080 2 B B SRS

45 SHTRIUEE, RETHRNEE

B 1 T 3 I B I E ) — AN S gl 2 S AT Bl
o PRIV ST B AR IR R T T 3 R
Lo, SEUHFEE PEAT . BTG IE TR AN T 3% SR I
—RAL R B A X BT 8 XA B T 3T S
— VAR JFRFITIIAGSy, X% T g — R
PHRILE, SRS AFVEENITSEE TR W
TG O I M 55 BB 3248 IX A A i Tk o 3
HUO PGS E L, 48 XA B SN A7 A B
G, FFHAT AR L% T R 1) AE AT IR
5 WIS O IR AR A T 5, SR T SE AT I
RV R L P B

4.6. MBEEFXREE, BABRHEE

LI g m Lo B FSC  JE  B l EE DA B2 LR AT
SR8, WA E SR . MMk
VREAEA L TAEAE . JTREM_E BRI IR S5 TT 35U
SN BB A AT, IR —E 2y TR
AR S R 488, PASSRl AT o B Al
B P AN, BT Bz 2SR,
FOEIE X% ARG SRS 2R B B A R I
R RK, SEEAIRMST . Wil — BB R
SERFIN, AU BRGSO, I 4

Copyright © 2011 Hanspub

Wi T . ROHRARSETT I KR AN T E T
s

4.7. RBHREP,. EN5MENER)

i3 it R A b S ST VR A PRV B A R (R )
RS T K FORAGE IR ), M RE A
FEE(ESE S TP A5 Inft2ih s iR, A4
AR A5 S AT ek, R, ZEaRi s B 4,
AN R PR (U 2R L TR AR
SE)y SIRSS S T H BRI AL A IBIE L R A2 H
ORI RN W /A A= VO e RS B
B T IS SN B E HTIR D3 6 S AN 3 B
FUEAT LT TARIRECE [T, SR, IR,
WA ERES, fREBWES, IMEAMEER, K
AR

5. 45Ri8

st il T 320 RO R S 4 4 SR RSO A 1l it i
B A A ZR DR BUBLSE, TR AR R B
BB, R SCILAR A RUA R A B o DA AL B
FFN” WA, B AR s EREIRIRE T 7 Witz
JoS it T b DA o 5 G 1 L e 55 7 A AR 4
TEATERHE, =T A% RE T R A ST 3R
B R MR R MR, 9 %S00 5 Th i L
VERIE T, 75 204 5 B SE bt — B IR R ANE 45

BEV#L (References)

(11 E=R, X))l EEgRmEETSRERASER [T
B h 4 5F, 2009, 17(11): 63-67.

[2] Sz A 4P, 4C BHHFLILE| 4R HHEIE ] LTER,
2003, 23(11): 53-54.

[3] E. Anderson, B. Weitz. The use of pledges to build and sustain
commitment in distribution channels. Journal of Marketing Re-
search, 1992, 29(1):18-34.

[4] R, E4M. “4RHELSHE =R AL EHEH 0. &
JER 2B (LS FLAR), 2005, 7(5): 346-349.

[5]1  B&EF, WS, RTHHEHNTHEE—4R BRI
R BHRD) [J]. A2 JIRIF5E, 2004, 19(9): 189-191.

6] TR, &R EE SRR (7], S5 & AT, 2009,
37(1): 78-82.

[71 PRI, ZEM , FIa4E . Bl MHLE R RS s s s E
AN ATT]. VERE A MR R G 2 B R, 2010, 3(6):
31-34.

MOM


http://www.cnki.com.cn/Article/CJFDTOTAL-GJJJ200911017.htm%09%09%09%09%09%09%09%09%09%09%09%09%09
http://www.cnki.com.cn/Article/CJFDTOTAL-GFJM200311022.htm%09%09%09%09%09%09%09%09%09%09%09%09%09
http://www.cnki.com.cn/Article/CJFDTOTAL-DBDS200505007.htm%09%09%09%09%09%09%09%09%09%09%09%09%09
http://www.cnki.com.cn/Article/CJFDTOTAL-SCLY200409062.htm%09%09%09%09%09%09%09%09%09%09%09%09%09
http://www.cnki.com.cn/Article/CJFDTOTAL-SCLY200409062.htm%09%09%09%09%09%09%09%09%09%09%09%09%09
http://www.cnki.com.cn/Article/CJFDTOTAL-QLSY200901021.htm%09%09%09%09%09%09%09%09%09%09%09%09%09
http://scholar.ilib.cn/Class.aspx?query=%E7%BD%97%E4%BF%8A%E5%88%9A
http://scholar.ilib.cn/Class.aspx?query=%E9%83%AD%E7%8E%89%E6%9E%97
http://scholar.ilib.cn/Class.aspx?query=%E7%8E%8B%E6%80%A1%E5%A8%9F
http://www.ilib.cn/p-QCode%7Exnsydxxb-sk.html

