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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 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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ZEMAEE ¢ http://www.cyut.edu.tw/~mglin/
E-Mail : mglin@cyut.edu.tw
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