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HaE ARG A G FALERITRNTHIAERE AREREATE
RAEATESAERBESOZITA ARG E L& ¥% > BREANTHEHH
Bi gk v 9 B 44 78 55 0 R PT 23E F Meta-analysis 7 A 4F H AT B # 2 R EUH 4 5%
HBAWNERS  HRABETRE s TEHREE AZRER - MBERFBEHEREU
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A Meta-analysis of Antecedences and Consequences
of Customer Orientation

Ying-Pin Yeh * Hui-Wen Yang **
Abstract

In recent years, the production-oriented business model has faced seriously chal-
lenges. Business must take a customer-oriented approach to maintain sustainable
development. Customer orientation is the guiding principle in order to meet custom-
ers’ demand. The businesses pay attention to customer-oriented in recent years, and
customer-oriented researches have been increasing. This study integrates related re-
searches to identify the antecedences and consequences of customer orientation, with
the aim to provide insights to improve the operations of internal marketing. The results
show that different industries including services, manufactures, have applied different
methods to explore antecedences and consequences of customer orientation. This study
applied meta-analysis to verify the effects of antecedences and consequences of cus-
tomer orientation. The effect of the emotional labor load is the strongest among all an-
tecedence, followed by leadership style, job satisfaction, and agreeability. On the other
hand, the strongest effect of consequences is service quality, followed by sales perfor-
mance, organizational citizenship behavior, and customer satisfaction. The results can

help improve the employee’s customer oriented behavior.

Keywords:Customer orientation, meta-analysis, internal marketing
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—  RERESHK

RS 2L RSB B THMBERE B8R T R - JREIER
BZEMBEBEES - BTSRRI EE - KL - SR HEFERTTH
Tk @V ERE B THEE ARG E R - REEBEE LSRR RS =
Horlak » ST K8 S A1) o i R A 28 2 i o RS+ DATT 8 ik i L R e
] DU BIHI RS » W eSS 2 75 °K ° Narver & Slater (1990) B Ganesan(1994)
R EESE M EEEENEIMERNE - HEdEERFEBE IR - BREI
(2000) R R F BRI M BFWME R G I EMEZE - SEE SN IRE S E EBEE
TR B S o FHELATAD - BRI A B RS BB S S ST EE
e R 2 5 T Y AR 85 A B R SR BRI AR 5 17 Ry BE 4 12 = B & 1Y 3 B B (Dunlap et al.,
1988) « thAh » R E T Rt g B BGHMAE HBE MR RERAG  fEE%
J7 S 2% (Dunlap et al., 1988; Saxes & Weitz, 1982) » fHREHMFZE(Franke & Park,
2006; Kilic & Dursun, 2007; Zhu & Nakata, 2007)$5 H G =V EE % Em) - 7)Y
I AR ZE AR -

Levitt(1960) M5 B % 5 [h] & 28 by W8 50 T+ M AR Y B A 5 AR DU B2 Y 8 Rl
I EBZEFBEEHE - Saxe & Weitz(1982)EELMERT - " HAEEL
A $H 8 AN BIEH S EIT I - Ty T HERE N Al B R M < RIIBAFR - & IR
PR TR Ry H AR BB R wT RERRPE YL RUAI S5 & 5 - Kelly(1992) 8 H A AR5 B
HHEIPHE - BEMEMNA A EIR M - 5015 B2 5 A 8 IR 55 26 b iy i — B 2Ry /A
o BFE A EEEEEH - ATEEE AT RIAELR - Day(1994) 5 HEE
3 [v] S — M RETT B B R DR T A TR B T e U R - DU B (H I BRI 1E
T RS SRR R RN UG o TR R R o R » B A R 1 SE BR SR 0 K
IRIFZ — « —EHBEEEETNS LA TSRS FES - DRETFERE
RHmENRGR - EREZEEARCE THEEERKE -

FH 7 3T 5 2 B 25 35 [ 52 B A SE R B - {50 15 B g 2 35 1) AH B U A SR A B Y
HEL - AT B P SMERBA SRR - 3BT A B A BRI SRR BN
FAREANFITTRZIETE » 8K - DATEFH BA T 72 45 H R 2 35 a8 AH 4% 19 P 97 3 1Y 7
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B E B - A R B T A L TR B AR R EE M — B S M A - K - R
BIFFE 4 325 3t 3 R 2 S ) o A B SCRRHE T 48 5 70 T (Meeta- Analysis) © fE 38 XY

¥

B RS ST 4 12 T BB ) 2 U » S S0 TS R B R o A 4% 1
MR R 2 B GRRS S SC A ) DR GVEE S AT 2 AR - A58
SRS A R 5T B LR S A L g - S T A

—HEBER

AWFZEHAYAN N AR -

1SS B RE B B A ~ SIS BRI & 5 e AR BR SCHK » AT PR - PR B
BT B -

2R 175 A S e b HL A i B o RH BRI Z B 4%

3.RA VTR SRR B R R R - DUE R ESENGEREE S e 2% -

AN XRRE=

— BEEREAZEERM

Organ(1988)F8 Ry (E I AHA R MAVER EFET R T RESE B MAR - & FUREE B THY A
BRTT Ry - REEERCERGHR B AR - S B T E 8RB R L 0 2R DAY
7k - DU A% B AZAY5E R - Mils, Chase, & Margulies (1983)#5 HiIR#H A & Bd
BRI B R VIS IR AR g & - 8 TAEARG ER I #5 b2 s e 53 7
BRI RRIE ~ FEIAIIRS - DAUREES - 15 RS AR SR S B 2 IR
HE Y (Bitner, 1990) ° Kohli & Jaworski(1990)#5 i E i Z E rY % » K E
SR o I B RN R R A FNEE > GEARNETEEIREE
% o Kelly(1992)i8 R B FEE S MHNEHE S HEEH - &R AR
% o Hoffman & Ingram (1992)f2Hi B T. T/EiwE fy B TRAK ERINIETEE « BN
WG 0 B T A AR AR 2 (A0 A 58 B Y i BR) B AR ER R % (A0 # &)
PE A R B [ HYTT By o Oliver(1999) 5 HH B %5 i 5 & L g &% R 3 2L TE Ml Bl
R R RS - BREERE Y — HEH T EE - e KB W
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B E EGRAHE B TRMBE S AR o S 18 (1999) %8 & IR B 17 85 52 W
REVEMR - kB A BRIEREA - BRBEWRE - TR JIERESE
WA B RASE C Se » E IR SRR T g B AR AT 8 P By ey g B B R
PERF - ANMAIER T B T 5 B R B B B im0 1T Ty » il 1 SR AGE 21 B & T S Bl A
VLRSS EHE R IN R o TR EN , B EEEFEANETR - HEFZE
B ZE Al ATH B S R AT e th a8 R S R R R R AP EENE (Alam &
Perry, 2002; Atuahene-Gima, 1996; Johne & Storey, 1998) -

Z EESRAZESRE

MEEEE ISR FHEHEAELevit(1960)THH YK E (Marketing Myopia)
— 3 » Levitt & I LB R SEE DA R B RE AE 2 » SR Iy (R SRR A 2 K Ry
RERBEHYZE - e RIE SN I A O A AR R HE 7 AL A2+ IR BT 3 Y ZE i
H A (Product Orientation) ° Levitt(1960)#8 Kok H C %8 A7 75 2 i 35 ) B9 1B £ %
WA R ) o B KRR AL - WA EREEIR o BRI
T MR e T MR R A Y R A AR DU F H 2 R i B H B2 Z BB & R © Saxe &
Weitz(1982)F5 Hi B & ml 2 BT 85 % = (marketing concept) BT EHHE A BBl
FREME R - BEEEMULRE S e B AV E R B BT IS - BlESE
fEHEBE RIS T I S E L HAR - B A BREASE B AR IS - BeadEn
R 75 e 7 A= e i B EE R BT &1 © Kotler(1980) 38 Ky B8 % 35 1) 5 55 Wl i Ry B 1T S 8L &
JEFAES: —#i B A BB E L BRI X - BIFEDL— 8 G HEE LRk
5 2 F T A B 9E B ) £ R A R I B R A S R R R AR 4R -
Dubinsky & Staples(1981)YEIEE » BRIV HS B A B DA I i B 25 P B O Y R B R
oK+ G RE R {5 e S R SRR P AR IR FE R M (8 5 Day & Wensley(1988)3%
Ry E A2 B T REAE HHSE 58 =R E THYTEOK © Narver & Slater(1990)583
L 3 1) AR M e O (L (B8 - L H T B R 2R s - B 1 75 SR R AT B BE ST
s BB B ~ FIRSRISR 2 Hh » 3 B (R 88 25 R o my G 97 1 B BT 1 R
il o BESh - Rohit et al. (1993)ifFH % E a5 78 Fo B & AR AL 2R —HUE =& - DA
e —{E A BRI R R 388 o Stock & Hoyer(2002) 5 BE R 1T Fy 7 38 by 1 5
A BRI EEREEE R - WM BT RZIT R - MR seE -
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SR IR R S (4 T R MO 5K - 3 FL R % WG 8 DL B B o7
RINRIHAR - B0R (R RS HERIR 3 + 53 BUBGER R R S 08 T RS0
R LR LR R R T R B © S5 LA - ABIE
Saxe & Weitz(1082) MBS » HERIE S E 2 hy: T B4 A BTE SRS 720087
i FRREENTEK - I R RIS -

= BEEATR

Saxe & Weitz (1982) BB RBHK BT RIREFE —MRIRB A B EHR1T#H 28
& KEEEF MR HRRBEREK - EEEE N LE —HIREAE
e m R CBEMEARETHET R - BIF B R IT RIS R LU S
PLs ()5 —#E AR B5 A & v] DL (R BCHE £ - I H BT 1 Bh % K A - (2)
BERFEMECEETE - OB Ik A BHBEE ZHFESFRR - (47
7S B B 60 U s 1 S ER MO B AR o R AL e m] i R 1T BB S AE R Ik B A B
5 ERRBEREIE Ry o B EE S0y IS A B HRICH BT S & R A B
1Tk - R e BB N EYIT B2 4 (Dunlap et al., 1988) - Hoffmon & In-
gram(1992)78 Fs 5 —# I 5 N B RE S BB F B A 91T Ry - v e fTe &A=
BEEM YIRS L - (H)EBEESE S HRmENBEERE - QFEIEER
i HEIERITEK - (3)fe Bt € & R IRE - (4)REIERERDE HIRBRIA A - 6
BEE T ) ANE KRN T B - X EEE - (6) g DUt HY Tk X ¥
% ° Rindfleisch & Moorman(2003)3E R A% E 1T e 8 DU Al i R tB 5 » I
REFFME AN S SR EE 21T B H{E & - Donavan, Brown & Mowen (2004)#%
R Z B 01T R 2 — MR R T B9 NSRRI - R o B o A A S Y IR A o FR B 7 7
TER » RS LB TRE T - RRMEBEE R RZER -

=

‘EBEENTABECES

BRBERE AT R EEHEE > Saxe & Weitz(1982) R R HI i & B A 285
@Eﬁ%%—ﬁﬁﬁﬁelling Orientation-Customer Orientation) * 5.2 SOCO®E °
BEEE TR EEGRELWIEHHSaxe & Weitz(1982) FYSOCOEFK (e.g., Stock
& Hoyer, 2002; Boles et al., 2001; Thakor & Joshi, 2005) » [th &= FREH BEHE EA]
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SR A R SRR B T I SR R 0 B

FHEMN /S KEFE - MBrown & Peterson (1993)& &% » BEEEEWIT R hEE
SR JgH 5 38 vy B = S A B B ) W 8 43 2H © Daniel & Darby(1997)fE#HSOCO&E
FEITIRR ML - SR B E S 1T &m0 R &N (Information Exchange)
1% 2B R (Professional Relationship) _fEMEH - Nwankwo(1995)1E M RIS 1Y
FEPRET A2 ) I I 2 53 A i R & 5 1 43 Ry PO R D - 53 )9l 2 IR 5 2 AL (Deefi-
nition) ~ B (Sensitivity) ~ iy & /7= (Measurement) L 2 1T B B (Implementa-
tion) © Nwankwo FIJ 38 POl % i SR8 S A SR A R B 1m)_EAYSRIE - Hoor Ry B
W I8 Jg T+ GE A S AT TR A DRSS R T AR B B B AR - 2B
W& Y SRS T Ry B2 R RS A SRS -S4k 1% 0 0 S [l JE

A~ RS ER MR

(—) R 2 1) (2 Wiy R B

Bartol (1976)%5 iz M TAFEH TAE it & N Em S 1 TIEE < H
TR ARG S » EHEN TIFRES » ZMHEEASLEHHEEABHRERE
MR EAfR(Bush & Bush, 1978) - i 2L Sefb R ETRE & B TR & H A BRIEE
ZERIRIGE R E R - Thakor & Joshi(2005)f2 i A B HIVRERREMBE SN E A B T
TERY B R #M LEAHEE - B A ERREEH L E A BHEEMMEEsIn
BFEAHEE L BEIIREE - Kt - EENKREGEBEHEA R
AR E A F o Kohli & Jaworski (1990)45 A B ZUE & Em A ]
HAEE TEER &L mE RAHBAE - W H R B THEAFRBETITHMS
- AW E MRS - O’Hara, Boles, & Johnston (199138 5 fHAS% K3 &5
HHEELSRHENERZR - LTENRAEGeEHEABZEEEN » HeEL
TERAMEEARNS » LIFEREE R EMMMEA B EryE E g2 K3 - K
[ R R T & B SR BT R - HBEE S m i & v] DU SR I 1Y 85 B 85K
#F¥l(Dunlap et al., 1988; Saxes & Weitz, 1982) - fitE A BB A RNERE R
BB K ER G E A B TR EFERRGRIE - M8 E A B R 5 1 5
N BIHEE ~ AR R & 3% (O Hara et al., 2005; Siguaw, Brown, & Widing,
1994) - Kotler & Armstrong(1991)#8 5 - WELATH#HIY HTE S 8 TIRBHVE
& MM TREBEEERNITE -
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Tsaousis & Nikolaou(2005)f8 AT EHE S T H B IEH ~ IKBBREVER
KRB &-FEAEIT R - 0 RBH PR R EGRIGETT - FFITS£(2005)f5
WG IR T RVEIRRET & - FARE A B AR I s Ay TAE R 2 ~ IS8 TRy
TARRRTT - M REH VIR TR A BB E R RIF L EIETE - Kt - M2 Bl
B R 2K 5% - Schwepker & Good (2004) 78 fi B S 5 B B T RE %S
TR EER - EHNBES RIFAEHEE AR - MM ea s Ery i Sk
B it SR 5% B IR & AL [r R B 5 0O IR M R E U B #R(Boles et al., 2001; Brown
et al., 2002; McIntyre et al., 2000) - ZNE TR H 3 E A B AR SRR B
EEEHE A B EIER(Narver & Slater, 1990; Day, 1994; Kohli & Jaworski,
1990) - Donavan, Brown, & Mowen (2004)38 5 5 7K #E i JBH & 38 ) € B2 = 7K HE Y
RS RAT R
(D) BEENZBRREY

Hennig-Thurau (2004)Z Bk B TR BRI BEEREE w2 - B#Ett
A LA (R E B - Strong & Harris (2004) ¥ Hi SRS K32 (ELIG R GR RN ~ AT
& 5 SR BLAR P SRS ) B B & L m) B A IE A B AR - FEEBRGRIRNE ~ A JJE IR
I B R e RO 5 e SR I B YR 38017y © Thakor & Joshi (2005) &8 Fs ¥ #H#%
FREETE R - HE N B & ESUIREEZE EM » Nakata & Zhu (2006)F5 R (E (T
e I E S © Kilic & Dursun(2007) $5H S 2RSS A B LK 2 FR
HEANBBRROEE - NEARZENEEABNBEEN LB R - HERESE
FI5rHTE RIS © Pettijohn et al. (2007) $5HI 88 A B RAF 85 & HREE 3L
IR B T Ry o

3
¥
N
N

— EHAREME
(— )R 25 17 STk
1. B E A SORR AR FE i B 5 T 25 B - 2 B P R B SO = B T
&\, ~ " customer orientation ; » ' customer-oriented ; FTH £ RH R

SR SUR > AT 92 AE [0 1A 2 38 ) 8 P 23 0 SCRIRPE Ty AR Fe 2 AR - X
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FREE R IR A 20004 22008 4F -

2. BRISMNEAZ B SRR 0 AR SE = 19964E £]20074F . Z Journal of marketing re-
search ~ Journal of business research * Journal of marketing management »
Journal of marketing > Journal of personal selling * Journal of marketing
theory & practice > Journal of the academy of marketing science * Journal
of strategic marketing > Journal of Business & Psychology ~ Journal of Ser-
vice Research » International Journal of management > International Journal
of service industry management > International Public Management Jour-
nal > Transportation Journal » Applied Ergonomics * Academy of Marketing
Science Jouranl » The Journal of Personal Selling & Sales Management *
The business review » Psychology & Marketing >~ Asia Pacific Journal
of Managementﬁﬂﬂ@%ﬁﬁ%ﬁf@?ﬁﬁi FEE&ZE A, ~ " customer orienta-
tion; ~ [ customer-oriented ; FHEA LIS » 1R AM 9 2 BA R =Y H
B RWSEAE B S M B B m SRR R 2 295% -

3EMEETE - APt =mEIMNITIR AR "EEER . » " customer
orientation ; ~ " customer-oriented y fHEHZ W58 CEHEFHE T - ELL
Business Source Premier-BSP (EBSCOhost)&E & FHE ¥ » LEREN
AU EERMEMREXERE  AAEUE7,662H R 5 3800%
T 2 SCHA I LB Mo sk 1= Rk 25 R SEAH B SR B o G - 20 Rl ~ 9RAT ~ B
Mo~ RAEEE - MSITH  REWRS - BHE - ERERE - KRR
TEPEEE ~ RS~ MB SR - FEVER - JEEH - TRTEEH - K

iy

(DFFE e H B A 72 £ B 7 SEIR S B R & 35 1) & S B I A BRI - ANzt
FUfE T PR A8 r) R W SR B I L R A AR IR - DURHHBIRR A ~ RESE - ALK
ANRAEE R -

(2)7F B2 14t o a0 HH B el SR 2 T AR U - R T e A 9 S0 A il . e 5 3 1 A R S 2R
B SR SR AT LU LISP R 3~ ARHE S ~ ¢ (HEE DA BF kR - [HEE R
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AR W FE R A B - SR TR B BB DN HERR AR B - A RE T RCR BT

WoE

(3) & FHAY IERE Je B8 4 1 5 T SR AR TR G BRI FE B 26 & B BT 52 5 SR i B
BUE ARG AT B 2 A BN 853 - AT R e SRR R
AR AR IEREE AR BRI ; R R EE R T - IR
JHF] ~ B~ Bl EIES - B R - WFSERER - B EERNGEER
W R R AR - BB RN -
2.0 5% R Bk

AW S A S m R AR R - R AR ZER - RS
R~ HHFIAHE ~ BRASRIR ~ RIERBR A ~ RET 2SR TE ~ RIS IH
PR ER - RS IES RS S IER 2 AR R R SRR
M g1 B EORME S B - DML A 2 0 T B A G
KRV EAE A 2L

HIR RS R S E S - RS R HMHR R ES R L2 E
A FENE A B RSERESL - HE P AREBER N AR EEZ
R A E RO ERZE - KL - KPS Sk E Ry Ee s - ¢t
SRR 25 [ A R AR T TP FE HE AT SRR 2 BE 5 B -

- MEIERENE
(—)FELH
ARWSE T W E TEEFER " #iEZR(coding sheet) ; & " i (code-
book) ;  FEMLAIE :
1 fRiEE
AL Z M5 E F E 2% Brown(2003) ElLipsey & Wilson(2001)f& ek i
B RAEBEIEANKE S B8 "R B FElES - FE
B~ HIRER - IR R IRE R E U O A TR L &
o EEMER - BUERTAS - EEEI TR (AR « IR R - IS
MEIRYL ~ HEEE ~ BE - LIERBE R EIKERETIE  H=00 " B2
Frido, BFE - BHERZUME ~ WEORERET - BB HUR 5 - BREE 5L
BRUE ~ WESGAT ~ RSB IHC ERESE s BIUELD " RERFMHBRER
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BLFE  SEME ~ AEHEE  off >~ pfE - FEEAME  BAND " HM, AR
Am AR ~ 2 A BT ROE AR IR FE =18 -

2 w5
i A5 9 - 22 2 K A S SR Y B Bk T A MR R R AV ER BA R BUE - DUFI B Sk T
ik TAF - KRIZEBEHRAIEE - fREENAR S KRBRIERAKEE » H
IRIRARSRAVIH H — — S (R & 8% - SR R ER I R -

(OHITHEERE

IR
B 5E E £ HAH B B oT TR i s B - R AHBRIR SR < R E R 3 B o
T o KL - BRfSR 5 iR B TR S &R & gk -

2.0
i 5 2% S A A5 Y 2% J . AR 2 Brown(2003) IR YR R B » WA H
FRERE LA ETEIE (Content Validity Index ; fECVI) o AW
gein BB EE AT R R E K B E T ER B AN EREE
B35 i 15 2% e A 185 08 o A A B8 5 TE R RE R RIS W RE ARG 2 0 P AR ¢
FEAEGE ~ NEE -~ 8E - IFEBRE - 28K R1OE45 - 78S
K HEEHEA S » EHiG20 U TRYEE - REEERBERE T E RS
B o B ERBEEBEA B - QETT 2 K08 W B i 30015 B 2L 5% - DY
HERBEE -

= EBHah

HRBESOMBE T THFRNER RBEHBRBREMS - BBH =M
FiEREH B RBREN#Y > 75 ZRosenthal & Rubin(1988) ~ Hedges &
Olkin(1985) ~ HiHunter, Schmidt, & Jackson(1982)$iffi o FHR AW I £ & K} i
Fi*Rosenthal & Rubin(1988) 5 » AHFFEIE T 52 HE AN Al B Jk i 48 1 38 Jg 25 3L 1)
IR R - EFE RIS R (Study leve )RR & - 3R H H SR AN 8
JEEH R B A I B ARBOR & - B R R E X (Outcome level ) HYRUR & -

(YRI5
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TERUR BAGETRF » AR ER FRosenthal @AY rE2RETE - FEWFSEIE K%K

REH T RIS ERRIFIEM TR R2ME - B ERR2 (A PR i R WUR &

EMGEHRE - RIFEHBIFE R E AR ER2ME - ] B ICE TR ER SR &

off - HATENTSEE KRR ETR s - 8 ISR AEEZ ERREL

B - BT - AR Cooper(1989)HYARE » (EFT " U o ATy

BN o ok o IEEERET B E — BRAREl & (E R 0L B

A PR — W98 2 2 ERCRER - ARF R SR P8R E - LIP3

RER DB - BN - SETFEREA Rt E - EECRE -

{EL 2 A 5 7T RE 52 %80 48 {1 B ARy LA S IH 2 I - JUF A T RE L A S IE AT R

[FIXERZ ) > RAEEHTFERR -

P b SERGINEVE S

FEAE R R OR BT T #5588 T B R A R A B 6% 20 1) A b

B A B A R B R SR BielE o [RAGHIZE i o P B2 £ B B & 2 )

Fi] B R O S50 R B A A S 2 0 Ry R 2

(DHieth g EEpEab{EEpE « SBRANITKRELE » FIRAA2KESL » &
BRHEAH3KEE - FIRBAFAGUREAME - HFBPETFriaE
B - SERET S T VIR SSOR SRR - AR RS2 o s B9 p{ELAR £ 3 3K
REr(H - nepEEIR R z(H - HRAAS K2 EHE RfE -

S
b=b— A
S (=1
Sb = Sjli 2 (’&:T:ﬁ2)
3 (=2 (1-r3)
t=i (A53)
Sb
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12
r= |5——
r +dferrar

(dferror = N-K-1) (A~34)
Z
r = ﬁ (ix\ﬁS)

Q)fRHiE : EEBAXATE BAR EE - EHSCRRMGFHERZ & - FiEd
BRRAR N E - R EEE R (EEpHE) - dHEEE P E LK
{HHE B Fisher’s zr{H » AIARIE A 62K EEIR - 35 bb 2 U HA RS - W (E
rZ [H 72 S WY JEE b e o FEIRMETE © UK Fisher’s zr{EH 1% » FUALAZ
TELN 8 H K SE g Fisher’s zrfH BLIAE S Fisher’s zrfH - AWF5E2
# 2 Rosenthal (199117 » LIS —ENF7E 2 SR & 2 8 S8 E1 3
(wj = Nj-3)2KNNHE » 2K FFisher’s zr{H B IRE -5 Fisher’s zr{H
RN o A B R E el o ST Fisher’s zrif AAF105 11 » &% H
ANAN2 R A 3R EER BriZ 95 % FHAE ] -

Fisher’s zr=1/2loge[(1+1)/(1-1)] (256)
SEHFisher’s zr = X zr/K (B=7)

(K5 FrtHl & RO ZE 51 8

HNAE3ZFisher’s= X wjzrj/ £ wj (AN =8)
r=(e2Zr—1)/(e2Zr+1) (A=09)

1 .
YZ =7 +1.96x,| 3 U=upper (A=10)
n -
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'Z. =7 +1.96x L=lower (~=11)

n —
Up = (@7 =1 7 +1) e=2.7182 (A7012)

L= (&7 —1) /(e +1) (A13)

HNEBRXoM

AT FEE w8 DU SRR o0 A - #EIE T AR = B A B DTS2 Z AT R 2R - R
WEEE AR HEITEE G 43T (Meta-analysis) » £ S MBI FCIE—HRZ B 2%
B ELAE oA e R BT SR o 38 R 5 A T ] 5 I e 8 o R PR DI B L 5 ) » DU
EBEE AT <1 AN - IR B SR AR T AR BT 8 < A R B 58 -

— ~ BAREES A

(—) WFIEREA AR

A TERS g R BR B Sy » AR RO AEEZERUREZIGE -
G R —W e Z EBR &R - AEF RN RN RE - DR ER
SIATELAL o TEARBEAG IR R RWIREIF » ARIFFEER FH Cooper(1989)AY 4 » i
TS TR AL ) U7 IR E R E — B ERE ME L B Rk - (e kb
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