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Retail is a business When the goods and services are sold without a physical place or store, it is called non-store
retailing. Non-store retailing adopts a direct relationship with the consumer. The classification of non-store retailing is
direct personal contact and direct response marketing. In this course, students will learn how to structure and manage
non-store maerketing that reach end-customers any place and any time, whether through social commerce channels,
mobile devices, TV shopping, etc.
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LEMHEE : bttp://www.cyut.edu.tw/~wkchen/
E-Mail : wkchen@cyut.edu.tw
Office Hour :
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