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前言

　　We are delighted that so many instructors and students have found ourbook useful for teaching and learning
the fascinating field of consumerbehavior. We appreciate their sentiments that our book does the bestjob of
integrating consumer behavior into the marketing curriculum.Since the objective of the book is to give students the
knowledge and skills necessaryto perform useful consumer analyses for developing effective marketing strategies
，we are encouraged that the book is accomplishing its objective.　 The ninth edition of Consumer Behavior and
Marketing Strategy continues toreflect our belief that the Wheel of Consumer Analysis is a powerful tool not only
fororganizing consumer behavior knowledge but also for understanding consumers andfor guiding the
development of successful marketing strategies. In fact， it has beenused by marketing consultants and
practitioners to do so. The four major parts of theWheel of Consumer Analysis are consumer affect and cognition
， consumer behavior，　　consumer environment， and marketing strategv Each of these components is
thetopic of one of the four major sections of this book.
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内容概要

本书通过深入浅出的讲解以及丰富的实际案例，带你走入消费者行为学的神秘殿堂，使你深入地了解
消费者的思维模式、习惯，尤其在直接面对消费者的终端管理中，它可以用来帮助解决很多不同类型
的问题：     ·如何从管理角度洞悉消费者行为；     ·如何运用营销组合因素影响消费者行为；     ·如
何对不同类型的顾客进行产品价值塑造；     ·如何应用消费者行为学制定营销战略。
     总之，本书将理论和实际操作近乎完美地结合起来，信息量非常丰富，读起来趣味盎然，与管理决
策密切相关，而且内容很新颖，适合工商管理尤其是营销专业学生作为课程教材和参考教材。
同时，对于那些有志于在营销领域有所建树的人士来说，这本书是极好的入门钥匙。
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作者简介

　　J.保罗·彼得（J.Patll Peter）是威斯康星大学麦迪逊分校的营销学教授，也是James
R.McManus-Bascom的成员。
在威斯康星大学任教之前，他曾在印第安纳州立大学、俄亥俄州立大学和华盛顿大学任教。
在俄亥俄州立大学任教期间，他被学生评选为“杰出营销学教授”。
在威斯康星大学，他曾获.Iohn R.Larson教育奖。
他曾讲授过多门课程，包括营销管理、营销战略、消费者行为、营销研究以及营销理论。
　　杰里·C.奥尔森（Jerry C.Olson）是宾夕法尼亚州立大学的营销学教授，也是Earl P.Strong教育执
行委员会的委员，Earl P.Strong和Olsorl Zaltman协会的创办者之一。
他在普渡大学获得消费者心理学博士学位后，于1971年加入宾夕法尼亚州立大学。
在宾夕法尼亚州立大学，他曾讲授过的课程包括消费者行为、营销管理、广告与促销管理、研究方法
和营销理论。
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章节摘录

　　advertising and offering free cards， consumers initiallydidnt believe the company could deliver such
gooddeals. In iDines first directory， published in 1985， 41 res-taurants were listed and only 225 consumers
signed up.By 1995， 5，500 restaurants worldwide were on boardand nearly 600，000 consumers. By 2008， 9
，500 restau-rants were dealing with iDine——7，500 of them in the U.S.——and 3 million consumers.　
　When the service first started， consumers had toshow a special card in the restaurant to receive benefits.
However， many consumers found this embarrassingsince it indicated to their dining guests and others in the
restaurant that they were using a discount card. Nowconsumers can register their credit card with iDine andsimply
use it at the restaurant and receive the discount.Consumers can sign up with iDine and check to seewhat restaurants
are covered by it by logging on to www. rewardsnetwork.com.　　Overall， this strategy increases the probability
of con- sumers purchasing meals in specific restaurants and isprofitable for iDine Network， the restaurants， and
con-sumers who dine out a lot.
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