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This course analyzes the cases to understand the particular factors for
successful companies in terms of customer relationship management, The
cases cover different industries such as service industry, hotel industry,
travel and airline industry, and restaurant industry. We aim to synthesize the
successful factors from cases from discussion and provide the how practice
works in the real world,
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2 Customer Experience / Case: Southwest Airline &
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Singapore Airline
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Any textbooks or articles related to CRM.,
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