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Important marketing related concepts will be introduced in this course,
Besides, students will learn how to create customer value, target the
correct market, and build customer relationships. Furthermore, the critical
skills and knowledge which should be applied in the 4P strategies will be
also emphasized in the course,
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1| ARREBNLBEITEEA M= A% 4#E| This course will introduce the basic concepts of

A, E—FHEIFTH &N, Z4Lvh| marketing, and then discuss market segmentation,
&ﬁ'ﬁ‘%*ﬁl%ﬁ@ﬁﬁiﬁ%, E’Fé v, & | positioning, and the four major marketing strategies,
1§, @REYERE R, FEWR ¥ 3H| namely product, pricing, distribution, and promotion
wHtm, 48 ’fi%iﬁj‘ﬁbﬁﬁﬁ strategies. Through classroom lectures and

/7117'1 79 3%, JLTﬁﬂFﬁ)? Z 5 47| discussions, students will have a deep understanding
5% L ?i’%ﬁiﬁﬁz Faﬁﬁﬁl‘: %?”é’:l of the course, and understand that the theoretical
Har,%’o knowledge and practical strategies they have learned
are very closely linked,
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