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ÆŠzgZyH¼$+ÑîŠ¬ŠHì?ZC�Z[ Covid Pandemic ÐH%ZŠìX (Consumer Behaviour) ™g@»',@*î (1
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»Ãðgzwì? (Opinion Leader) ë�?HZk~gZñgÉ £Brand Loyalty (6
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ÛtÃVwÆ‚BŒ�X (Online & Offline Consumer) WyÑMZzgWsÑM ™g@~ (7
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ÃVwÆ‚BŒ�X Classical conditioning-Operant/instrumental ¾§bÐƒCìX (Learning) °) (14
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