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This course examines customer relationship management (CRM) as a key
strategic process for organizations, Composed of people, technology, and
processes, effective CRM optimizes the identification, acquisition, growth and
retention of desired customers to maximize long term profitability, Anyone
wants to be successful business manager, marketing director, customer
service director, or a CRM strategist will find this course beneficial,
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102/02/18~

102/02/94 Course agreement & course introduction

102/02/25~

L02/03/03 | CRM introduction

102/03/04~

L02/03/10 | CRM architecture

102/03/11~

L2037 | Intelligence CRM

102/03/18~

102/03/24 The impact of internet on CRM practice

102/03/25~

L2033 | €Marketing strategies

102/04/01~

log/0a007 | NO class

102/04/08~

102/04/14 Proposal presentation (1)

102/04/15~

L02/04/9; | Proposal presentation (1I)

102/04/22~

102/04/98 CRM drivers and measures

102/04/29~

102/05/05 CRM in practice

102/05/06~

102/05/12 CRM implementation issues




13 12;;222? CRM impact on organization dynamics
14 12;;2;;;? CRM organizational components
15 12;;22%? final presentation (1)
16 12;;232? final presentation (II)
17 ﬁjggﬁgw final presentation (III)
18 12;;23;? final presentation (IV)
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