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ABSTRACT

With the global trend of taking shape for modern information computerized society. Information Technology has been the major

industry to lead the economic development in our country recently. Especially the semiconductor industry which is the fundament of

the IT industry becomes more and more essential. Competition of the entire environment has grown more intense due to the

booming development of IT industry. The proper usage of marketing strategy is rather important to make it difference within the

same industries. The channel selection is also one of the key factors in the marketing activities. Therefore, the middle distributor

selection is getting important. The influence factors of evaluation for the distributor selection are pretty uncertain, ambiguous and

complicated. Uncertainty increases the risk for company to choose his partner, ambiguousness makes measurement unpredictable

and complication urges the difficulty of selecting evaluation. How do we completely find out the major ones in the many influence

elements? This is the main purpose of this paper. The objectives to be achieved for this paper are listed as following: 1. The

methodology of selection the middle distributor selection for the suppliers in the domestic semiconductors industry. 2. To screen the

important indicators of distributor selection uses the research of Grey system theory to apply the Grey Relation Analysis. 3. To

on-site investigate the domestic semiconductor suppliers under AHP realizes the current situation of selected distributors, influence

elements and key measure indexes of the evaluation model. 4. To provide the reference data for the suppliers of semiconductors

industry select the middle distributors. This paper targeted the current top-10 semiconductors industries in Taiwan to process the

practical research, the result of this paper further explores the influence elements of selection middle distributors : 1. After

consolidation the research data and the comments from interviews with experts, we would like to divide the factors of selecting

distributors into 7 major categories to further analysis , especially on the elements of company, strategy, management, relationship,

marketing, information and service. And then, we based on those 7 major indicators to further develop 43 secondary indicators for

examination. 2. The selection of important indicators uses Grey Relation Analysis to definite 7 major indicators and 35 secondary

indicators from the suggestion of experts. 3. Through AHP to get the relative weighted value, from the weighing of the value to

realize the most emphasis element for the semiconductors suppliers is service, and in orders are strategy, management, marketing,

information and company, the 7th is relationship.
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