AEHBEAE

1024 4 & 3 2% 19 35 2 A 48
e A 7586 Rt B et
et FETTA oxesms
B a3 EETTAS [GE S04 T TE24E 4k ABE

BB R3S
Xl —RERIE

RRIZHE AP R B AL AE BB I;g%ﬁ
BB EE R SRR - v
BESHHKGEREE - v
RSB E ARAE ST - v
LEDERES - v

AT SRS B B AR BB ATRE ST - v

AR RBLE THIAE

AHRE S EEREFBHEETRZEAGR > HBETRIVERES  HEEEREEN - HEETHETH
APSRBEHIFER - BHFUHBEETT RS - MM wP (b R e M B & S E T RORES 04T -

1. EHEHEET R AR

2 BENBERIRI LGS IRETST -
SEMHBEEEREEMIINAES -

4 BFHEET RIERNE BT Z e -

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 factors include families,society,culture ,
situational influences, and so on. With the combination of the theory and empirical examples,the students can fully
understand the decision process of buying behavior.
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