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 (Customer Behavior Model) 
Philip Kotler (1997: 173-188) 
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1.  (Stimulus)
 2 

1.1 (Marketing Stimulus) 

(Marketing Mix) 
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1.2.4  (Cultural Stimulus) 
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3.  (Buyer’s Respondse)

3.1  (Product Choice) 

3.2  (Brand Choice) 

3.3  (Dealer Choice) 

3.4  (Purechasing Time) 

3.5  (Purechasing Amaut) 

 Philip Kotler 

 Philip Kotler ( ,2542)
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5)  (People) 

6)  (Physical Evidence) 

7)  (Process) 

 ( , 2543) 

1)   (Environmental Factors)

 (Recession Economy)

2)  (Organizational Factors)
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3)  (Interpersonal Factors)  

4)  (Individual Factors)  

 (2548 ) 
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