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This subject introduces the process of
consumer buying behavior,including
the inner and outer factors.The inner
factors include motivation, attitude,
perception and lifestyle. The outer

RE S A EET HE ALK EE factors include families,society,culture

BERH YR > Hmbiit g0 , situational influences, and so on.

B SEENEBEETE - With the combination of the theory
and empirical examples,the students
can fully understand the decision
process of buying behavior.
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[1 Solomon, Michael R. (2007)
Consumer behavior: Buying, having,
and being, 8th, NJ: Pearson.

(1 Blackwell, Roger D., Miniard, Paul
W. and Engel, James F. (2006)
Consumer behavior, 10th, South-
Western College.

Lin Chien-Huang, 2007, Introduction
to Consumer Behavior, Taipei: Hwa-
Tai Publishing

Supplement:

[1 Solomon, Michael R. (2007)
Consumer behavior: Buying, having,
and being, 8th, NJ: Pearson.

[J Blackwell, Roger D., Miniard, Paul
W. and Engel, James F. (2006)
Consumer behavior, 10th, South-
Western College.
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Group case report and discussion
(20%)

Mid-term (20%)

Final Exam (20%)

Attendance (15%)

Final report (25%)
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1 Preparation: Class rule and grading
criteria

2 Unit 1: Introduction

3 Unit 2: Consumer’s Cognition

4 Unit 3: Consumer’s Learning

5 Unit 4: Consumer’s attitude

6 Unit 5: Consumer’s decision
making process

7 Unit 6: Consumer’s motivation

8 Unit 7: Consumer’s characteristics,
living style, value, and demographic
variables

9 Mid-term

10 Unit 8: Culture

11 Unit 9: Reference group

12 Unit 10: Family

13 Unit 11: Social Classes

14 Unit 12: Diffusion of innovation and
situational factor

15 Final report (1)

16 Final report (2)

17 Final report (4)

18 Final exam
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