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Marketing Strategies of Changing Prospects to Customers
by Using the Free Mail at Otegami.Com

Sachiko Tamura Hachiro Seno
Kyushu Sangyo Univerisity Takamitsu Industry Co.,Ltd

“Hakata Otam’eshi Ichiba (HOI)” is a virtual mall and also an agent model to
enhance the relationship between a business and a customer by a One to One
Marketing. HOI has two strategies, first is assembling a lot of prospects by
using the Free Mail at the portal site on otegami.com, and second is supporting a
business through quick market research on trial. In this paper, we showed the
marketing process and business model which brought the businesses many
effects; increasing profits and the expansion of the market. Last, we proposed a
permission marketing with a mobile terminal based on the community of
customers’ information.



1. L HIT

2000 4£ 5 AR A TOBREDREIC LS L OHPEDS Y —F v P OBREILR
AD%T&A%\%%%%%@%N%wﬁ%®Ml%ﬁ%¢E*f@%t%b(B
@A 2000 5 A 25 BfHF) o 1 BE— FRREERHA L e X — L'/ VEC A
A oo B D Ry b EICRAVIAY v ay EVIRA -7 v a VI LDk
A= (BT PSS (@R TV, 20T L EREA L DN,
ﬁ%ﬁ?tht4Vﬁ?ﬁ%47ﬁ€9$x%v7xﬁ%itﬁﬁ\77ﬂ1éh6
C L b EROERES 7210 WP . BEOME D EICK b TUE - 1B
ﬁ@%%%éo%M@W@VVEV%—V;V&%fHTM\EV%X@W@M&
2N el A AT

HP izl 1136 B E— 2 A4 L OBEER b 1o 5 & TUEEEE L Mmiudic o2
WET—HF 4 VIFERPEVRRETFAPRRENTWS, TV V- Fy b3
ADESRREFAL [TV - 2 Y ys - A—F— | B EFODIT, BUEL 2B
%@%%K%ﬁbt?—7?4VﬁfﬂﬂltUVﬁ?%iéK?X?Améﬂ
<wahsTcs s Y,
K%T%?F@%ﬁtwbm%Ju\ﬁ—&w&4ku7uwx—w&%&§tﬁ
CHEL. BOo— XREE AFLTTY v — T ve—hT 4 v D -
b 2T—UzV b - EFATHD 7Y —A—NEFALICK—S V41 b REK
TN A ESFAESOREY ( ¢, PATRAROECOREEV, bRESZ
LU CHIRORE LR RED TV aIasT 4 - VAT LARBIEL TS, 1
V&—*vbkwéﬁD—NwHV*w%%NTD*ﬁwm@%%ﬁmﬁﬁ\hbﬁ
yo—H VRIS R v FEVRRICER TH B T Lkl D,

2. FEAZ B A B HE

£ DBWNTVWBDICE/ #5200 L < 11> TELRRIT. BROFAICHZ
D\P#ﬂbf%%%b%%&b\@EE@K?%#%I*T%L#HMO%@7—
AR ITTH B LIV A, BRITIIBHE - BEIICECIKBA LIS WH/PMEES S
Moﬂﬁ\E5Mﬁ6T%k\ﬁﬁbf%kf%%%%%ﬁ&ﬁéﬁ#%&b\4y
g2y MIRBNTH S, 2HZbHRLVHOP LR LRIV LEOEBET, BEE
BB EPNTNBFE DI,

2 UEEEEOEATTVBRACE, VY IAPOEIA MR AETREL, @
Bpo— Ay F VI SEHEEE ThbEI -V Y FOREPBEL SN L,
ZNAES B URE (U BEEknl) Thb, 2B LI BEER
Hest Ak hs 1099 48 3 BICEM R BIA U i S T B IEE T A — V-3
omQM£m\E§MLEﬁﬁﬁﬁﬁtmﬁﬁ%®%rﬁmﬁj%%ﬁb\ﬁ—ﬂ~
®vy$w\7—#?477®1~91Vb\ﬁV§4V-VayEV7®#£“F
%Ib:ﬁ') TWb,

AL YV E—F oy NILER Ry b =T 4 VEEA DDOTEF A VRS
BB, FITHE—INA FEFNEFICT ) —A—VEEL A—VEFIBTIUL
HEA VR BEETEBEMRARIED . RECEEDO M EFo TV LS ON



BEELDLOBBTH 2, M DAEXIT, RALEICRIFLET ) —A—ADF
FLABTRENG, BT O5T7 V) —RA— L EE SIBFEY» 6. RAARIIFERICED
DI2256THD, T/ RAEILTTII, BIZBAA (=RARE) 2AY Y LT
WAIZHEEIT N,

BEED LTS

PA%S - WA

y

¢ fEsbE
[ BRR{EER, R

Permission Marketing

(Hi )
Martin,C.,A Payne and D.Ballantyne,
B Relationship Marketing, Better worth

Kl BEEBHULHROT—TT4 7 - TotEX Heinemann, 1991,P.22% & & (ERK

M1 860 LHE] Ov—rF v/ Fow2bR7F, K10 Trial (5
L) DRETENETSE DT FLRARRKTTE 200 BERALDA F%
ﬁéoﬁﬁﬁm5A¢4Aﬁ#$yF1—$*T%5#6\%if:@%ﬁ&—fv
FeH T, EROFHRI—F—L2ERAD S,

A=NT FLARBREEIZ A—NVEFBT 501280 RELE—Z A4 4 FZT
72AL (1D Repeat), FLEV FAEZEDT V47— FEBICEAIN, V&Y
T4 752505 (Loyalty)e T DBBTESNAEBEEDBHIERIL DB IZERE X,
TUVTr—MREBRL DX B DR TY—FF 1 v Eméﬂéov T4 V7R
BEOTHRENRET B N—3Ivay  v—45 vy OB = FR{RIER 72 &
ZEMCRE U BREE 2 HEE~ L2 2T & (Permission Marketing), [1 f&A
E@gkﬁéjk®$¥%ufﬂbh5/— 3. B8Ry PR7ARET LA RF—
Yav2kRy MEETH- o;n%ﬁgwx—w7bux%ﬁﬁﬁﬁ% 257
DOEHTHE, Ry b - 2—r T4 VI TId BEDA—LT FL X & BHEESR %
ENRITEBTEXA»PEAVITH B,

. R—=Z V¥ A FEIT Y — X — )L otegami . com
f ZNNHA MIFEEEEORERANFTTH D IREBTHH D, A RNV MRS
TbH%. BEBELZHL T, TV =X —ARBIT. HEVDEE, ) —F 4 VoA
= N RERN MR R, BE - LYY MAESEOT 525 4 T



[i= %tﬁ\7—#%4yﬁ7mﬁx&@@ﬁ&mofuéo%:Kuxuuyﬁm
%Léﬁﬁﬁﬂéﬁgmgié&tét\ﬁﬁ%ﬂé%%ﬁﬁﬁﬁﬂ@ﬁ%&wo%
N FHERICENTZ T ) — A —LVOFIATH %,

*vhmﬁﬁbfifxw»%%<:&ﬁaﬁk%@ot%%fm\@ﬁ®7Fv
x%ﬁwﬁw\chf%PWMML%ﬂ%f%é%ﬁ#ﬁﬂf%&énéﬂﬁmk
%wo%&%%&mawmﬁ#e%o%1%n67vaﬁ&%f~ﬂ%ﬁ%5@m
ﬁbf\%mfﬁﬁmtﬁié?Fux%%fézkm\ﬁ—&w%%h«wﬁﬁﬁ
Tt B, o THESBEEHLEERELDT7 7 —Aa Vs M, TV — A=W
DFEFP OIET B UPIFITL foo BITF v RV HEERH L EEEHOR—F IV
%4%%&0\%é%%\ﬁu—?4v7ﬁ—F\ﬁ%ﬁﬁ@%:~%—@é%5ﬁ
%f%éo70—?4Vﬁﬁ—F%ﬁ§%ﬂK%ﬁ?nd\@ﬁwﬁA-ﬂAwfv
LT FLAHELNEREROBIIPIEN 5o

4. EVRRETIV

M2ItE VR RAEFARTT, A—AT FLAREZONS EABNICERA (25
ﬁﬂ\E%Eﬁ)kbfﬁﬁéﬂéo%EﬁmowQM£m®~%%vyﬁwﬁéo
%tm&—N—tEV*x%?w%%b\%wwﬁﬁﬁabf@ﬁﬁéckﬁfgéo
%ﬁ—ﬂ—@lﬁ%x4$(ﬁﬁ7¢b7vb)@Nyﬁﬁ—VE%t%ﬁéﬂfﬁ
h. 45F 800 D X — NVEERIT Do
%Eﬁ@%%mmUTﬂf—ﬁﬁmﬁﬁ%HPﬁﬁ\?V&—b%ﬁ@&%%ﬁﬁ
50%E®ﬁﬁ%%m%%ﬁﬁﬁ77txfé%ﬂy7?—F@%@@ET@TO%
AICE VEA v F TRESER AN, S5T A& FAL Eif, e A —VDAT 4
FIg I ATEA LY M A—NVEEET o MBI D X — VBB R E . A=/
DEFVIERELEETEIFT—EZABBH T 20

I (A& EE ]
% [ i-pn
¥ |
E A i
FLEY MED e s
i veEYrED
(ﬁ@gﬁ) 77‘/);‘;/— . Z_‘/ Wk L &) iEk I |
Sl sy 2 GVA/A A
7 s — bEE <ﬁ§f%ﬁﬁ7
TRRE KR
7Y =4 —=Jb, -
HEWDIEHT L Wk . A

VEARIAC VS &7 o
F—& = e - EER
=TTV
= Lo — YRR
AERERL FREEHE

K2 ki LHHOEVRRETNV




5. EHEH LB

EL B UIIREME. 1 ERTHAO FART 722, EX1S GART V47
— MZEZEL. 1 FAICT FLABRTENTH 5,

EROERBFE LT, FlAE BERITERRZALDOES, bBE—MTHIEL
78 HP ZRW /2T TRIZ LA ERIGH R » T BE LD LITHEITOS L ¥
VIREEBBULEEIT V- PRERL. ©TH 10 BEITEEE 2,593 A
Ry EBRU T EEEADS 2,200 AL ENEEIZEEA DS 61 A HREAZFEI 8 AL D
BREB . ARCERITOERICHT 2 EENATERRZENL . FEDORELRE
RBERDBRL IDDOWEEERI;E 617,

HHEED BHOBEIT. EZVFLHWBOTHFA VET Vr—FTHELE. 0
FER A —ADPENEREL T DD LEEDBITEIENTH B T EAHEEL 7,
BEEDEBIZBLOEEH LD VI NEEELEE O SN, HHABEROANE Z
BUEBEOETERZIT - 2o TOREEETES UL dLKICIRFEM 2 o B ARZ 8BS M 4
EREBL TEART R v MEFENEHBERIEREL 2,

FOLEMTaIa=F 3FERTTS CHIZ. BEBAH LA ST L TEEMD
H—NR—EEVRRAETFARL VAN TS, [BREZEOR—Y | LWAOaID
a—F— =R LEIA 1 AATHL HEARHNEAGRY A b eliots [BER
BEOR—VJIZT VAL T DT VE—%y b RfEofbnda—HF—13
W3, TITEZAINHIBOS T X LERIT. FELHIZRIPERVWED LR
D, MEERY MY VI IEDZaI2T4HDOFLVH D HFBE I TL S,

R—=ZNHA PIT )= A= NVDOFENE. ZORFENE L ARV 20#ES, FHE
SWZHbdo WROT—47T 4 VIFHETIRRLUANMWAE— NT, LKEFEOBEE & 5
RITTHERE - D EITO. BIEFICT «— Ny 7 U-iEE. S TE L en
BOIKS FTUWEERRICORPIHREEHE Uiz S0 LIZF0a1RT &
BO. FIATN(BLDL) Be—4T 4 VI/DBEEREL TWBICTERL, JE
o= —Xhpiu. BEOED. Ff. BLEBETTF Y RERV T ALV EE
=454 v e RETE L LAETH B,

6. Tbhic—RBELHE—

R=F N A PRTY =X =N bnH Ta—Niy —VEAWTEE ZHEVA
B O—ANBBEEBREN - T4 VB Y E—- T35, BEE-HLOZI—V
Vb BT OWTIHRNR,

HHEHE I T FOBRT. A V2 =2y FE2FALI/ =3IV ay - w—4F 4
YIIREDBRENITAL > TETH D, I AT AERMEH-> TN ABREEEL -
D, IV — POREFIRUAE Y TAE A4 LT3R E, B ENECEE LT
AVEN - FFTELTORRIZIEN CATV PEEHCESORER Y T —2 ¥ —
LR Y b by TRy 2 REOBREROBERERL Vv —r 7 4 vy
EZDFMED S BEL T &0, '

BEELOUVIBEEEN—F vl - E— V5B, HaI 2T DKELES
THHR AT LANRBET HAEEEE- T3, Y7 —PERFHREOEESITZ 2



BHbo DF VRIIEHDO = — XITGE U TEHONDDTIF L. E— NV ERFNIER
LHETHA—NT FLRAREZONIHBERTH S, L0 OPESELD L DE
KR EZEZHThHbD. BRALE/ EBFRVHHEIAICBRENTET . ZOER
D=—XIZH L T2 VY a VORIE. 8817, F. Wb, T8 E O DOREEN T &,
E) P —ERRRETAIE VR RF v VAPETND, FOF v v ARERHLS &
5OWLT—V 2V bPORETH 5,

MMM TE— AV RRITZDIR. AU —FHADERY b2 6. 2EEMTS LD
B D HE B E DR RCEFENPS TH Do R 5E—NVHDOIEFHOKEIHIE D
o NEEREZ THUE, DNORGHOEESEPLEELONEII 2=y —va Y
LW EDS LA THIROFSERLLT W T A—HIRANOEHE THEERE &
HTaolizkh, i, BESNBCERINEBEREIREEZEPLIATH o VOK
WD ABL. AUERT T 4 v 7RV AN VORI B LW - fz, AR
WY a4 vV EVXABERINS,

LT ZEREIT X - Tid Siafiet & OFRIF I 2 ERE»H D k%%%
THbo LOUEVAAFBEEERICERT S L. £HLEEZZS IT ORE. *

v b 7= L AE— FREPTIETEMNERZEE L, BFHEFLOEIMEERNS
EDAY w MIKTH B, HOVAABEEELOA—T V- Xy b7 =7 BREEADER
LN S MOBERANREDI ERRELT VDo y NEV R REEBRT 55 2T,
HELEZIEILBIRZEON I EHBRFEETH D, T HoENF VALY
=V P OREE - BERITEIIEER AT L EbN S,

— FBIUBECER —
=¥ 1 : Permission Marketing I3 Interapution Marketing iIZxf4 5HFET. V+ 7
A=A EDR/BEEORVNT R - 2= T 4 VITOFHREERRY, BEED
THRE1ED I ETHEEOLERPRE I LTI NN—Y FART—FTT 4 V%R
BHRLTWA,
(1), (4)kHs—Te RO ITwxY X v b ],DHB,Vol,25,No.4, % 1 &~ Ftt,2000
(2)Peppers,D., Rogers,M: The One to One Fieldbook: The Complete Toolkit
Implementaimg A 1 to 1 Marketing Program, Doubleday,1998 )
(3)Seth,G: Permission Marketing: Turning Strategies into Friends and
into Customers, Simon & Schuster,1999
(3R |ARE—R [N—3Iay - 2—4FT 1 V7] Hk#E,1999)
(5)Berry,J.A.M, Linoff,G: Data Mining Techniques: For Marketing, Sales, and
Customer Support, Wiley & Sons, Inc.,1997
GVEANZET TBELAT + TOMAIZLBERSL Y b7 — 7 O], UNERERF
s, 404,525,199
(NBSE_ES TA—T v - 7T—FF 7 F v B8] 51 v Ft,1999



