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The objectives of this course are threefold: (1) to develop students ability
to identify marketing problems and opportunities, (2) to deepen students
understanding about strategic issues such as competitive analysis, product
positioning, target markets selection, and making decisions with right blend
of marketing 4Ps, and (3) to analyze current business events in the context
of established marketing principles. The course focuses on the process of
marketing management with a strong application tone,




e i e

AR RE P R s P PR HE

inie (Cognitive) | ~ "TH R (Affective) | ¥ T it (Psychomotor) |

> 3 =2
BAr s R

Bl T

ed pREET o

- F,\ﬁ'\—"((lognltlve) FE
R (Affective) @ F & A4 P nEaE
~ $ it (Psychomotor) @ ¥ &

. .
BRI E L fr;*aka

Bi%f P ER A~ BR
N 'H'J/‘ N ghji N ]P {,: N ]% ,ﬁﬁ_‘f_? ?j;
&ﬁfﬁm T TN TR T2ZEY o

FY oo
o

5 , . , s

5 KE P (Y 2) HEPE(E?)

1 [3EZ2 A @B ER RE R4 The course focuses on the process of marketing
W, O MERAT éé*‘iiﬁ/ﬁ%ﬁsf—i%’ management with a strong application tone,
PREOAE, VRBELGES
é’?ﬁ-if‘é‘uo

KEPHR2Z PG ~Proind ~RARXFRARE S 2hmd s P

sl e sen| Res o .

3 2 *%“*‘ :I:'tIJ ,F,: o ;E 34 é*\_% ?I? ’ ‘/Z‘L‘ ?L—}é_ ’ J\‘

1| =4 | AB 4578 B R US (7 FE - &

)2 (FrE-3F
PRI S ]
kR £

¥ 22 A 1 1 g

P Hpdszz i % (Subject/Topics) o

111/02/21~| ,_ 0 sk oy s = . .
1 110295 |71 44 % w8835 Introduction to Marketing Strategy
111/02/28~
2 24T 4Y . . .
111/03/04 M 141744 Relationship marketing
111/03/07~ - o o
3 WA T I RBEE W E F MY Understand the
111/03/11 :
market and customer needs and desires
11/03/14~| o (i oy s
4 1| =< = : .
111/03/18 3T Case discussion
111/03/21~
5 X 0H 45 7 2
111/03/25 B H BF ﬁi{gl
111/03/28~
6 E .
111/04/01 B £B  Midterm test
11/04/04~| o oy
7 1| =< = : .
o | =P s+ Case discussion
11/04/11~| o (i oy s
8 | =FA . .
111/04/15 3T Case discussion
11/04/18~| o (i oy s
9 1| =< = : .
/o | =P s34 Case discussion
111/04/25~ o L N
10 de AT — (B3R B R R A 64745404 How to
111/04/29 : .
construct a marketing portfolio that offers excellent
value
111/05/02~| . .
11 =3A . .
Hisosses | <P s+ Case discussion
111/05/09~ ‘
12 oo b R AB# K&  Brand and price strategy

111/05/13




HU05/16~] o sy o0 ) .
Bl Lesse | <P stz Case discussion
HL/05/23~| o sy on ) .
4 Losser | =B stz Case discussion
111/05/30~ L .
15| 1106/03 WK IEE R Access and promotion strategy
111/06/06~ . .
160 o610 B K#3i Final exam
111/06/13~ L ;
71 st B KR R "4 Access and promotion strategy
S | KRB
£zt Case discussion
‘ TS E T T T mRE R EEPPT
2 S
/lfélijﬁ
wEXH | . #ZYK
4= :/'A_—(;, _Z > 9;‘:
’«?957?‘[% . iTeE e M- - é(ﬂ% BR %ﬁﬁ&)
B+
b TSR -G E B RR (Y REE WA L)
42 /?Y
“g;* (R o (04 % 5 SRR G 7 (TR 2 TR T HLD)
®LFE: 200 % @FEHIFE:200 % GEFFE: %
THES ) emiiE %
T | edth (HmEBARSL) 1600 %
"kEH A FIE ks gy https://info. ais. thu. edu. tw/csp £ ¥ it
4 PR oRBFN TREFFLAFR R, &
MAZHEARZDFTL - FRYIRRPE I FZHERLFE UL -
TLBXMIMO144 0A % 3 7% /3 F 2022/1/16  15:19:20




