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Abstract

Hanfu, the traditional attire of the Han ethnic group, has gained increasing popularity with the rise
in national cultural confidence, leading to an explosive growth phase in the Hanfu market. The
development of this market cannot be separated from the successful marketing strategies em-
ployed by Hanfu merchants. This paper aims to delve deeply into the marketing strategies of Han-

WEFIH: R HILIEEAA T OURE X E RIS F]. BRI %T8, 2024, 13(2): 1657-1663.
DOI: 10.12677/ecl.2024.132201


https://www.hanspub.org/journal/ecl
https://doi.org/10.12677/ecl.2024.132201
https://doi.org/10.12677/ecl.2024.132201
https://www.hanspub.org/

EF

fu, employing the 4Ps theory of marketing (Product, Price, Place, Promotion) as the analytical
framework to elaborate on specific practices in product development, pricing strategies, distribu-
tion channels, and promotional activities. Furthermore, this paper explores from a consumer psy-
chology perspective the various psychological motivations displayed by consumers when purchas-
ing Hanfu, including the desire for value, convenience, novelty, and uniqueness. Particularly, this
paper focuses on the application of perceptual expertise in Hanfu marketing, analyzing the rea-
sons behind the marketing success of Hanfu merchants.

Keywords

Hanfu Marketing, Marketing Strategy, The Marketing Theory of 4Ps, Consumer Psychology,
Perceptual Expertise

Copyright © 2024 by author(s) and Hans Publishers Inc.
This work is licensed under the Creative Commons Attribution International License (CC BY 4.0).
http://creativecommons.org/licenses/by/4.0/

1. 518

“PUIR” HRIRDURIR AL GEIRG, XS IR I AR P A SO I BT S iR . 2R DU
PO TR M, BRI AR EE AR . (H A S 2 e+ LRI S R ) “ =
RN FH LGRS PEA MEE-H” , EEREARCBERRTT, B2 m AR
BUOWIR, % EDUR, BERDUR T 7 0 S BUUOR A SRS . 1 2024 540 RAE TR =4,
HMEL T DURII S, HFETH GER) N T OURKIES]. SOESE, %79 BT 4. SURSTIE /AR
SCABE A FE AR AREIRLES o DUIRBIIALAT B AN TFDUIR RS SO0 DU E B, RS BRI 9 7 BE B 5 9
R REE, DURARIE A 2500 T DO AR NS b (8 B A3 S i R i

2. XBRHA% RIVIR

S IR T ST AR H R B IR, ELAARELAE B LA T :

1) AL IR G K« 2023 4 A [E IR T I A COA B 144.7 47t v 3 2027 438K 52 241.8
{76, XR\DRTTIHAMLCE BA A GIREE, 0 HIEERRY Kd, B AR LR I S
SRENIIIE KAk o IX PRI AT REAZ B T I B AR G SO I AR A i — ARG DR B 3 (B 2 FE SR T
WEHED .

2) FFEERIIFFEIGIN: #E 2022 F£4EIKR, ¥E LI DURR S8R T 3000 K. X —HdE o
HDUIRAE A —Ff i i, H T3 75 SRR AR, [R] It 2 BH R R 22 (1) b 38 AN A B B DU T 37 ) R R i 5t
BEBRANTIRHITEE

3) M AT HIRE A DURR I A 2o, AR, WL, T 4R PO NRIVE IR A DO 5 3
SR, XEEG IR S 5N 21.5%. 18.8%. 13.5%. 12.6%F1 11.6%. XFhorAHnl 5 &4 1)
SCRFE . Z0F R SRR DL AT S B A TS BREE AR OG . R R WL A AR, A E & BRI STk
HlZ —, BN A F 7 R 45 SR R SR T, NIRRT R B IR AL T R AP IRIAEL

4) AT AN X — K TAIE S T 9 5 0 T4 G SCAG 7= il )4 52 BE AN 2 TR AR,
FERR R — R 2 o AT eSO I SRR R R 2 BNV 2 S IEAE BN BN T 38 K 1) =
(1],
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B DU A A AN B T P [ AR eSO R At i s, WAREL T it a6 10 it
iR A MENSE . DURIRAT TSR, B S BERRIL, W25 KA EE#E 13T 1)
B, AR, DU S QR et 3-SR R A B RE S T 5, B KT MU AN
T

3. NIREREH R
3.1 SNIRERET 4P BN S HRRE

EEEHFEERD W R CGERVE®) HIEH T 4P EH#E18(The Marketing Theory of 4Ps),
B LA SR S, DL A O R 4 SR . 4P R S (Product) . #r#% (Price) . Y238 (Place) A £
(Promotion).

3.1.1. =m(Product)

FE A E A RO . BEREESE, DUIRRS KB E 2 LU i e 3 R

T S DURR P K B o I R DU f R AR . 7E 2010 SEBNUARTTSA T 4R R R, B N iRAT 12 S il 4%
VLR DU A . T TN, DU XM, DU SAR D o SR 1T 3 4 40 AT 0 ) 28 5
WEAREA R, R AR T 2 5 E N S M R ARy, IR BRI R 0] TR R R . EE
2015 S, R MG T —IRDURIIE DS, ATk R DUIRFh R B . Ik, BEEE
RO B ERINER, LA BRI, DU AT A% G AR i) 5 B AR B M o Sl 1 kAR
SERE DR LA T BT R B8 AIRBEHT AN NN THALET o X T8l o 8 R U, DURRH K
(A2 LE AT TR R DA SRR . AR T 00 A R T B S LN FRRR R R SR, L R S B AR 58 ) R A2
H AT 7 K

FiAk, THURH ) 2O 2 DUIR T S D RS A SR L — o S DUIR TR R E A SR ER AR 4, X Fh k)
B FENSEEZE. S EEEFERRAAE IR, HEHFEENEE. EREMMK
PAJ T AT BRI sk vl 9% 38 T DL R il IBSRETIG LR S v e 8 3022 . 4t FRRSE TR
IR -

B, DU D E A SR, 2 S (15 FL A R it 1 2 ) B SR = DR X K e 1 Uk
TR . KERE WoR, 2023 4F “XUF—7 SR, SR EREE T 73 5%, ek,
B EaEE A 2. FEEHE NGB PRE ARG RAIRRIIS, —J7 AT PU 2 E
A, ORI B AL — MR R 2 R TSR, IR H R XINECE RS AL, R k.
i A S5, AL E B — S 2RI i, KORBRAIS: 5 —J7 1L, B A 1onf — Tl vl it 1) 42 52 T
o vm T — B LRI R o

DUNRIR FC 7 Sk, AR AKX A fai . DURBT KA S 5240 1P EWIE ST A, Bk
FIIE RN T SCHHIRT 5 o T 2035 0 SE DU A A M AR, T A2 I SE— Ak

3.1.2. ffrt&(Price)

DU ZAE A% 7 TH (08B SR A2 — BRI SR A s . 5T 0Okt A AR AR 7=
FRAS ORI, ERDUR SR DO DURT Z A AR T I LA S DR s, H—%
T THIRR AN 4 ik 3000 7, HH BG A BB T TRIBE AN 4% R tH T 300%, HUAK IH A 1R 2 U 2 % I
FaZ 5T . AR SR DR KA I AR o X AR K 7 A 2 M g T AR AR T iE 2. LA
TEAE ], PR S TR AR #RAE 100~200 J6, kaa B, I EARAT T 500 5 A5 AT SR N A& 1
o s PR TR B, A AR A K — R 07 5 W 1) DRI A T i s T A 1 B ) DU RS- 4
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3.1.3. RilE(Place)

BE 2 Hr A R B TR + AERERD 4.0 IR, DOIRER KA E B S e S A

T S DU ZATR B 7 AE DU G Y ) e Al (KOL), X4 WAl 22 v ok, I HLad i DUk 3
. DURERS . DURBRESSR R T — @i, I HIX e 22 2 N PURBOS A N BE, 1hIX B85 WA
FHEAT DR b B 4 A T LIS BRS HERC ORI B8R, 903 23 W SEDUIR A AT e o

FORHEMFER. BEESASEAREZ). FAEREHES., ERATRE. BIRETH S
FEi[3], 2023 4ERT 10 M H, REEFHEEDE 2.2 /120, FHHEK 58.9%, W% T4 18.1%, i
M EIGK 7.5 NE S R[4]. DR R BAWIE TXALe . BABORIEERE 711 335 0] LA
P ISR [4], RUDUIRR R I8 72 BN TR £ 3k . R 7E BRI R A AU R 2 R
FEa B REN BRSO TiS%5%, AT S0 B AW A, LR PR B0 DR = A 2 i
X T CAH W EDURST E BT P, DURR K B F R AR S Mg 7 DURMESE « XA B E 8 F B
SR TARK B -

RIGRZ T EEH. DUREFANAFRRRTEMEAEE HARE), MRANETZ2ATE, KES
AN IR B 0k ) A HEROR A BOGEB I G P . IR ORI I DR RN T /a5, £
. RF. Bilibili ZF &, ML R 100 HA, KRR RE, ESTEREN S
PRI, A% it 00 S NEO I

3.1.4. {R$H(Promotion)

DR KR8 5 AR b AN R R, DUIRSSTE BT i R B I AT B R 8 . 1X 5 DUIRIG P AR R
B, B5NIEDRTTIAKIAA R KIS, 5, DURTTZ 04 I RS H At Bl 24 i 42
AR N e AT A AEAE T R RRAS,  DASCRE G pe ot PO R, DR AT 2 AE B i R G I A K AR
72, TR T AR A SE AR S A . DR, D SEDUIRT i BV SR A A TR A A K
I E] o PR 2K P b AL MU IS HEAT (R4, A BUIR A A% SR kM 2 3 7R LS54 SE RIS TR) 1 Bk i o B 13l
TSN, DU HAR LI 7] 5 HoAd P S AR ), e FE 2 KR~ & I TS EAT AT 4 0248, 15 B-F
3 AN K M PIAR, WR 51 B8 2 R B AT DUIR R I 3K

3.2. ETiHBUESHNREREHRINNERE

DURTT A Y KEATT ORI I E S, FE IR R E 42 7 3 E HRA LB, RIS
OB RO, MACLE[5].

3.2.1. RERDIE

FEDURFE R R E R, 620 R R O FER S 7 B R E B . T 2 1 LRI,
UG B H LW E RSO ], BN VP2 DU SRR S E, @ i g e |
BEMRAE = A FRm A = G A, R P IR A T IR G B, PR LL @ DU o AT T O Bk
PRIRTEARE, FEEANTAAE, IR DUIREE & W A R, AR KR T SR RN A%

BBAh, SR HEH SRS TR SE, PR TV S IS TR . AR AT e
TR H SUE AN, SRALPRES ST R AR R, LT P AR 2 B AR B AN . X 2SR,
AR BT KRS UK 2, AT 1 I 2 (0 SE R SRR

TERFROBELRIRAE T, V4 2 S T B L A & 2 L PR bl s B U= o MR 7 208 3
JEX—DHELFE R, RIS T KR S OGRS, SEIL T RAFIA kSR
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3.2.2. RELE

FEE R, DURB R WA 18 1 2838 (RO . AR BN A TG T 28, I i) =8
5t PR 2 BTV 6, ST 2 BE NS N B I S AN SE DR . TR 2 R L 2 T L, Y
WAL AT AR AA VT F R K s, Beade oA DUIRGR R, I 58 i SRR «

b 7 4 EIYDT- 6 R EENE,  DUIRRS S IE I 58 3 I VDTRAR SR80 R i BERS DU . HER IR 9
HFH. M SE&RPUE AT GE, At Pus R Tt SURNBERSEIRS, 1RV T RS L T RRT S TT
NGO XM DRSS AT 1T B BRSSO s AR TR R 2K BB AR IR

BeAh, e ZGRIR M B R ST, ARYEE 9 B 7R SR S B e HIDUIR . TH 2 R R RS
SRS #ds, MREROVHE S TG G S DR MM E IR ST A OGH 2 1 95 1
TRt oR, O HIRABE TR RER .

3.2.3. KFLIE

TEW B O, B MR 77 S BAT SRR 5] . DR K S B 10 53— A R R R 2
TR TSRO AR IR, HEH AU R AR DU . XU
AEREZE. gita. fikl LAFTRHE, RN THURE MG R, EgnURN R B 17 .

IR, PRICE RSB TR S, RE NS OARE . AR WS, HiRiros
RN BUIR B, FT 3 AL G5 SO M R DUIR R R o X R G137 R i R AN 36 2 T Y B e e R
AMVEAGIIESR, BT T DURII T35 4 70

DUIRT FAAE 19 9% 3 (R BT OB IR 5 — I ok 2 e T K EDUIRS R0 1P IOIBCA4 30 AR 5 17
WHERERER, ANWIFER—LS NG )ZE, B FELSHN: ARFER, @4, HTFE, BHEMERK
S, R E TR S SEIL6] . DURAE N — R SRS, T SO I 3D S — 25 s 7
MRISCAGTEPE . TEM SR IO, T SEDURAUR T 2 B S A F R 720, ORI R B RS —Fh
Ji e

3.2.4. N&ibiE

MVEAER 5 52 2 BB RO, TP 25 AR PR o AT (5 JE A 3 3 S ol B i ) B T2 W
FIIH R SRS B4 S [7]. DURM Z R X — T E 8. AT AT R A AL E
e, RARDREATEAMFERCR . GRZML, WREFEDRSHE, STs—MER
RUSE, BRI 935 1 e S A«

BEAb, WSEH AL NS DURSA TR, RS REHEHS 5. REGESIABUNIE 2
7 RARAZII & G 5R AR ISR STAG A R AT 8 k. AP T, T 2 IR
F A — P R IR AR A T SR ) R

3.25. MK ERILHIA

DU 2K BT E B B AT AT 21155 A AR IE FH o J16E % 5K 4k (Perceptual Expertise, PE)¥& /2
AMBAER I 2 S NGRS AR o, R —SUR B G BT k. ER I DA RE T AR . X
Pl SIA DA ARILAE XTI (BB L, B FE 1 B =i s R A R i T [8].  Eban 2R KRkt
TE I SR 7 XA AN R R S 1, 4K 22 BN F A BB THTFL IR & 5K [9], AATTRT BAIX 4 v FEE ARVBA ) T FLA 8%,
FE AU LT AL By o N0 SAL TR B R R A SEER A 2RI A R, DA R g A A5 B AT IR
UNIESPS 75

DU ZATEN 0 FAL e FARIE A 7T« 55—, MM T M T RZAE, SURE A%
NTRRERERG, MZRREMOERARE S LI, O aprEss. DaX /M ma sy K
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AIFR RS FACMIB o 856 DRSSO ARG R, L7 ST a5y, W 3 e Lt 72
PO RO DAE, BRI R TR T VAL B AL, B R ATRE A O T DAL
oF [ 5 FALFRE A A5 2R AR S A E M IO PR rp AR 2 SRS A R, R ELIZH E it
AT LLRVY B 3R R, FELE T O % S ARSI T B T LA T 3 1
AR . DR MRS T O ERA%, o DRI RT . SORE RS ANIX 4 B AL P
TV B T TR PR 050 S0, BT 7 AT % 0 T A 0 S

55, TR AR RS AT BLZE— 25 3% . Hancock (2021) K I, 24 A3
BT —BRIEALIG, A K LI 3 8 AL R B S R R [10] . BUIRR R /e D, Lk s
12 S DR IARE . BI%, JEESURRB R T — 2 A St b e 5 e o o 2k
S BEN H AR SOREIAS R P A G40, AT S 7E R0 WA B, TR T SR L 5 k. TR
LR LMERE, IR T R ML RS, ST ORI AR, Lt 5 o 1 46 4R DG I f A 4
R R, 4528 O R TR 01505 AL B, WX — M BUR 4 “ 3R ERSE, 76X
— R, AT LARE A ATIAD T ISR SR A B UK P TR BN 2R A R R
R, WRERAA T OURIKER. Bk, KB DX A5, A TEE 8 75N
AR
4, BEE

WRIE T EH 4P HAL, DURMIE WA 77 i AW, EDURMFPREZ, 52 MIULE M
FEA RO R E B SRG  JEFE T AR E RIS DL S & R A AT 45 A (R s, JF HDUIRIE
BAUE TIH S8 SR SR SKoFT. SRKAAOHEE, JF HRIia ] 1 Rt L A i miR, - ISR iE 44
KA DR IR R B sl 7 HAb M b iRk . SRS EE =R A TR, RS iR
LR 1 A S

A BEARTT T DU 28 B B ) SR RN i SR, (E R BILAE (R DU 938 A AE AN e O 15 0L
BEXPIFEIINE DL, LS BT FTAT DO 938 BORL AR ik, BRI DUIR S R B AR s, kDU T 37
FOBTE T o

BE 3k
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