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B e R This subject is intended to provide students with an understanding of Customer
Relationship Management (CRM) and its application in marketing and sales. We
use textbook ~ journal papers and case studies to do the assignment and discussion.

SR A We hope students can understand the concept and development of CRM -~ Data,
Information and Technology of CRM, and how to build up a good customer
relationship management. Final, let students can to evaluation on CRM
performance

EZ Y EWAN ]| + CRM Y Hism B 25 2
.~ CRM &H} ~ HaHBIRHY
=~ CRM ¥ & B THH SRS Y s 28
P9 - CRM 3P

N VN 1.The Concept and Development of CRM
2.Data, Information and Technology of CRM
3.The impact of CRM on Selling and Marketing Strategy
4.Evaluation on CRM Performance
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EERE Customer Relationship Management
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FEEEIH B. Presentation and critique of journal articles: occupies about one half semester.
C. Group (474H ) : several students to form a group (To be determined)

éﬁ&l\ﬁ&‘féﬁ 1

5 Gyt e

oret o

iﬁ?é%ﬂﬁ 1




WESHR 2




