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Study of marketing in customer®s consumption process with expansion of
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Generally, marketing study has focused on customer purchasing behavior.
However, We paid attention to the consumption process of the customer and marketing performed there
in this study. And, We clarified the possibility of new marketing and corporate systems by extending
the concept of consumption to after purchasing. As a result, it became possible to expand the
consumption concept horizontally and vertically, and from the former, the idea of context management
was derived, and from the latter, the idea of an enterprise system based on value co-creation was
derived. Furthermore, it was revealed that value co-creation takes place under the social system,
but in conjunction with the economic system.
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