i

International Study Institute

FRENSIFE SPERERESRINEILY S

SSNR

1. XEREBEDOEXRGH

BE% (O—RK) N—T74 >R 1 TGB250
EES (O—R) N—T7+ >R 1 TGB250
JFTRFRY J0-/)ULEZRRER BeSF e 2FE
HRI—R JO0—-/)ULEZxRXO-X 220154 2
ZEE4E HFRAEFRF ST 30
PRARETHIER S HFRAEFRF AEAM EFHR
EHEHE (F0 FEIEX Sy Mg
SHEEBEREH RRE T EBRBRE CL2RERNETH B, S ESIZE

2. AEEHEOHME

HEBR - BN

EEE(Z<RAE)CHEVT(DDNT)Y—T T+ ST DEARN(Z(FATE)RIER(DBA)CDVWTERFE(DMN ) EFEDD
(3\h83B) To strengthen understanding of basic Marketing theories followed by the content of the last year
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ERONT LBE BERRINS(EURRINB)iEHSD(FTI8D) Proceed class through mutual discussion and case studies.
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what you have learned at side-business and shopping

BIE EDEREIRE

BIC(ORIODBB(BAZWEH(WLWLE)ZHFD(BD) Always think about the theories in your daily life
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1 IPfi#9D Understand what
marketing mix is

4PDESH (BL\T3HELY)  Alignment of 4P

HWRBR (BLWOARWNEL) =IEF
2 F5D®) Understand Pricing
policy

25 - Y—EXDAfiE & (FEH ? What is a value of product/service?

HEBBER (BLWODABWEL) ZIBfF
3 93@) Understand Pricing
policy

P L C (Product Life Cycle) & (dfalh ?
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4 9503) Understand Pricing JS> RégBE  brand strategy & (dfalh ?
policy
fEFEEE (D<K EAD P L) &3
5 892D  Understand ffit&DiREDF  How to decide selling price

pricing strategy
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6 Hz18f#E9 2@Understand pricing

TDMDMEGREER (M < IFDTVKDULA)  Other factors affecting price

decision
strategy
fISEEE (M <EBADP ) &(FHT
7 W =I2fE 9 DB@Understand pricing ZITnIEFTN3m ?  Cheap pricing sells well?
strategy
TR Ww>5DD) Fr)LBEREIER
8 ol (D9 523) FvaLEiR TR & (M ? What is distribution channel?
BId0
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g B (DD f) PARIVER MDIPEDESE (BLTSELY)  alignment with other 3P
ET3Q
BRGEIREBER ((FAENELS LAEW . .
FRARIERGR( BRFEEME & (AT ? EARSENSD DN ? What is sales promotion policy? What
10 &<) #EMEIBO Understand ) .
. . kinds of sales promotion are there?
sales promotion policy
IRFEIREBER ((FAENELS LAEWN
11 =<) #=IEEIB@ Understand v apush&FILpul BER
sales promotion policy
ARFEBEBER ((FAENELS LAEWLY
12 &<) =B 93@ Understand [LE(ZS5 <) advertisement F+7 > /X—> campaign
sales promotion policy
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¢_ ) BEHF(CEZT e <L0) [FEDPOTRSN ? How to maintain existing
13 Understand how to maintain
customers
customers
14 #%HAiER  2ND Term Examination
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