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2. FEEHEOHE

EEE (S <RAE)ICHEWT(DDVWTO)Y =TT+ 2T DEARN(ZFATE)RIEHB(DBA)ICDN
FEBE - BN TEFE(DHWVW)ZRDHD(3MHD) To strengthen understanding of basic Marketing theories
followed by the content of the last year
=TT+ 2O DREBRH K DBA)CDNT, WAB(ZDEDTD)DT 4 AP 3> EHH(C
2ERORBEME NUV)AR(TAZTY D)ERIRBAS(FURNS)iEDHD(FT98$HD) Proceed class through
mutual discussion and case studies.
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H(U>tEA)T D Study what you have learned at side-business and shopping
i ORI “.%‘(.:(’.)ZQ(Z)F'E-EJE(E/UEL\),’%ERE(L\L/%)%}v*f’)(*ﬁ’)) Always think about the theories in your
daily life
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R=TFT420 « SO EET
M ZiEfE TS  Understand what
marketing mix is

4P DEEM (BL\TSHELY)  Alignment of 4P

HRER (BLWOARVEL) =
HfF9S®) Understand
Pricing policy

G - H— EXDIMME & (Fa]h ? What is a value of product/service?

HREER (BLWOARVELK) &
IBf293®@) Understand
Pricing policy

P L C (Product Life Cycle) & (3falh ?

HREER (BLWOARVEL) =
fF950®) Understand
Pricing policy

TS REgBE  brand strategy & (3alhN ?

fHtgEEE (WM <EADY ) &
(eI EIEET DO
Understand pricing strategy

ffitgMDiRsHF  How to decide selling price

{ISEEE (W <EAD P L) &
(FaTh\&IEfE 9 D @Understand
pricing strategy

T OMDMAIEAEZR (WD < IFDTULRDUVA)
price decision

Other factors affecting

fHitgEEE (WM <EADY ) &
(I ZIEAE 9 2@Understand
pricing strategy

ZIFUEFENSDH ?  Cheap pricing sells well?

B (Dw>S5D3) FrRILEBER
=IBRIT D0

FHBE & (M ? What is distribution channel?

B (Dw>S5D3) FrRILEBER
=IBRITDQ

MDIPEDEESHE (FL\TSELY)  alignment with other 3P
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IRFEBEBER(FAFVWELS LAE
nwel) ZiEEI30
Understand sales promotion

ARFEARAE & (NN ? EARFENSDM?  What is sales promotion
policy? What kinds of sales promotion are there?
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ARFEIREBER((FAFVVELS LAE
nwel) ZEHEITDO
Understand sales promotion

Tw apush&FILpul R
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IRFEBEBER(FAFVWELS LAE
nwel) ZiERI 30
Understand sales promotion

[LE(Z5 <) advertisement F+ >/RX— > campaign
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BEEHIFOSEZIERTD
Understand how to maintain
customers

BAEHIF(CEZT o <0W0) (FES> TSN ? How to maintain existing
customers
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BHEARER  2ND Term
Examination
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