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For a marketing strategy to be successful markeketer should try their best
to understand why their customer behave in certain ways. The important
concepts and knowledge related to consumer behavior will be illustrated in
the course , and how does those concepts and knowledge impact the
marketing strategies will be also emphasized in the course,
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Marketin Management Strategies 6ed. by Ferrell and Hartline

Consumer Behavior , by Blackwell, Miniard,and Engle 10ed.
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