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In this semester, the purpose of this course is simply to equip/enhance
students with the capability of conducting academic research in consumer
behavior field, For the achievement of this purpose, students are requested
to read academic articles in the subject of management. The articles will be
assigned throughout the semester. All students will be expected to read the
articles in order to participate in the discussion. By the end of this course,
students ought to complete a research proposal.
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