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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.

Keywords : Semiconductor ; Distributors ; Grey-Relationship ; AHP

Table of Contents
O00000 000 OODO o OO OO0 e vOoOoa
[ T VIEO O e IXO O e xOod
D0 e X O OO e i ODOOOO OO0oo0oo o000 ooobooooooo

goooboo.Ai0booobooboobobbooboob.4b0b0 0b00O0ODbO0ObOobODbOObDOODbDO.500
oooobo oo obooboobooboboobo.7ob0bb bOOobO0o0obUobobUobDbOoOobDOoOaaeb OO
goooboooboboboboobotb.20b0 boobobooobo0obOoobUobD 2000 0DbOO0DOOOD DO
goooboooboboboboossgogbgoboboboobooobooboos o ogbDooboobooboo
gboodb40000000D0O0O0O0ODODOOOODGA OO0 ODUOODODOD OO0 OOODObOOODOn
ooogobodes00 OD0ODOOOODOODOODOODOMOOO0ODOODOUODLDOODOOODOLOOODOO
ooooopo.esoobboooobooboooooboboosroo0 oboboooobOoboboOobDOobobonnon
oboooooboooooboooooooooaaibooooboboooooboooobOoboboooOoacroog
giipooobgoobooboboobooboobobei20boboobobboobo0oboobonobOo.as
U22000000000000000D00000D0O0O0eDO 230 000O00O0O0ODODO0ODOODODODOODOOD.18
24000000000000DO00DOOOODOO2rD25I1ICOO0DOODOOODOODO..000DOO0O .29
ze00000000000DOO0DO0ODODOODROD27D00D0ODOODOO0ODOODODOODOOD.32
g3l1pooobooboboobooboobobooossosz2gbgooobooobuoobobboobogoDbOss
g33booboobobooboobobobobo046bD34AHPODOODODOODOODOODODOO
0530350000000 0000b00bobobooboooDAssti410b00booboboboboooboobOon



goy700001100000000Db00bO0ob0Oo0.0o0oboobL.2b1200000b000bO0Ob0DOO0ODO0ODOO
ooodb.202100000000000DO00DbOODODODODbDO0OD 0220000000 0D00DOODDODO
goodbupb2300000000000b000bO0ODODbOO0ObDOo0obOoU2400ICOODOO0ObD..DO0DDODODO
gboogdbo3ipz520000 00000000000 0DO0O0D0OODbOO3303.1200000 0000000 DbOODbDOO
ooodbgd3sUd32000000b00b0ooooboooboobooseb33obooboooooboobOon
gooobooe3b4l0D00b0O0DbO0ODUODDOUODUOODODDODG7TO42000000D0ODODDODODOODODO
oooobooboesb43i0boboooobooooboboobooebi44sooooboboboooon
goooboooo.yog4s00bobooooboooobobooboob. nnb4e0b0000bOobOOODOn
ooooboobooo.72047000000000DO0000ODO0ODOOOOODO.72048000000000000OO
gbooobgooobgo.ysb4o00ndoboobooboooobooboob.sigd4ogbgooboooboboo
gboooboobob.s4b411p0oogobooboboobooboobob.sed41200bggpoooonoo
gboooboobgoobo.ssg4i3pgoogoboooboboobooboobo.bect4s4s0o0booboobonboo
gboooboobo..e204150000000000000000000O0O000O .94

REFERENCES

0000 100000000000000000000000-00000000000000000000000DOOO8/nDO 2.
0000000000 00oo00oo000oo00o0o00o0oo0o0U0Do00oDooO87/O0 3.0 000U oooooIcon
000000000000 000000000000000800 400000000000000000ODDOO0DOO0O0ODOO
O00000000000000800 5000000000000000D00O000D0O00O0N0DDO0O00O0O000ODOOO0ODDOS4
00e6000000000D00000DODOO0ODDOO0OODOOO0ODOO0ODOO0OODDOO0OOOOOODOOO0ODOOOnoT
070000000000000000:0000001980080000000000000000000ODOOONODNO0DO19990
0000000000000 O00D0O000ND0O00NDDO0O0O0O0O0ODoOOOoDoOOenO 0000 oDooDooooog
0000000000000 000ooo00ooo0ooooOosl0 1. 000000AHPODDOO0ODOOO0OOOOOOOOOOn
0000000000 0000000o0o00oooooosUi 200000000000000000O00O0O0OOO0DOOO
00000000008 n B.000000000000000000000000000000000000000OO87O0O 14.
000000000ooo0oo00ooo00:o00o00ooooosso0.0000o0oooooooooooooooon
00000 000000b00ooosdn 6000000000000 0DODOO0:000000DO0O00 17000000
0000000000 00: 0000000000080 0 1800000000000 00DOOO00DOOO0O0:000DOOO000
019400 1000000000000 0000O000ODOO0O0DODO0O00ODO0O0O0DO8800117-13300 20000000000
0000000000000 0199200 21.00000000200100 2. 0000000000000 0000O00O0ODOOO0OO
0000000ooooos3nd Oodo 1.Biemans, Wim G. , Innovation and the Network , New York : Routledge ,199201
2.Chang,Mini,Dae R ,” An Extended Framework for Adjusting Channel Strategies in Industrial Markets” ,The Journal of Business & Industrial
Markets ,Vol,7,No.2, Spring 1992. 3.C.,Jain Subhash , “ Marketing Planning and Strategy” ,3rd,ed., Cincinati ,Ohio :Southj —Western
Publishing,1990. 4.Deng, J.L., “ Introduction to Grey System Theory,” The Journal of Grey System, Vol. 1, 1989, pp. 1-24. 5.Erin Anderson
;George S Day;V Kasturi Rangan " Strategic Channel Design “ ,Sloan Management Review;Cambridge,Summer 1997. 6.Fish , George ,

" Marketing Systems” ,New York :Harper and Row Publishers,1967. 7.Geringer , .M., “  Selection of Parters for International Joint Ventures”
Business Quarterly ,198801 8.Geringer , J.M., “ Parters Selection Criteria for Developed Country Joint Ventures” ,198800 9.Holmlund , Maria
& Tornroos , Jan-Ake, “  What are relationships in business network ?“  Management Decision 35/4 ,199700 10.Kolter,Phillip,” Marketing
Management :Analysis Planning Implementation and Control” 8th ed.,New Jersey: Prentice-Hall ,Inc.,1991. 11.“ Choice of supplier in
embedded markets: Relationship and marketing program effects” Journal of Marketing; New York; Apr 2001. 12.M.,Pegram Roger, “ Selecting
and Evaluating Distributors” , New York:The Conference Board ,Business Policy Study. N0.116,1965. 13.P.Buckin Louis,” The Marketing
System and Channel Management” ,in Frederick D .Sturdivant et al., Managerial Analysis in Marketing,(Glenview Ill.:Suott,Forseman,1970.)
14.P.Buckin Louis,” A Theory of Distribution Channel Management” Berkeley , CA :IBER Special Publications,1996. 15.Stern ,Louis W . and
Adel I. EI-Ansery,” Marketing Channel” 6th ed.,New Jersey: Prentice-Hall ,Inc.,1992. 16.Wilson , D. T. and Mummalaneni, V., “ Bonding
and commitment in buyer-seller relationships : a preliminary conceptualization “ An Extenedp Framework for Adjusting Channel Strategies in
Industrial Markets “ Journal of Industrial Marketing and Purchasing , Vol.1 No.3,1986,pp. 44-58. 17.“ The bottom line:The Economics of
Channel Selection” 18.“ Channel Selection For New Industrial Products:A Framework ,Methods ,and Application” 19.” Choice of Supplier in
Embedded Markets:Relationship and Marketing Program Effects”



