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Understand the process of consumer buying behavior and to apply the theory of consumer buying behavior to
marketing management, and to have the marketing professional attitude. With the combination of the theory and
empirical examples, the students can fully understand the decision process of buying behavior, especially elder
consumers.
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LEM4EH : http:/Ims.ctl.cyut.edu.tw/2006189%20
E-Mail : hikuo@cyut.edu.tw
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