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The purpose of customer relationship management (CRM) is to make firm
profits by means of the delivery of superior customer value, CRM
emphasizes on coordinating the activities of internal functions and on
utilizing the resources of external networks in order to integrate and
strengthen the processes of customer value creation. This course will guide
students to learn about CRM strategy and methods through marketing,
technology, and management dimensions.
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future challenges for CRM,
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students to learn about CRM strategy and methods
through marketing, technology, and management
dimensions,
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(CRM) is to make firm profits by means of the
delivery of superior customer value, CRM emphasizes
on coordinating the activities of internal functions
and on utilizing the resources of external networks
in order to integrate and strengthen the processes
of customer value creation, This course will guide
students to learn about CRM strategy and methods
through marketing, technology, and management
dimensions,
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The purpose of customer relationship management
(CRM) is to make firm profits by means of the
delivery of superior customer value, CRM emphasizes
on coordinating the activities of internal functions
and on utilizing the resources of external networks
in order to integrate and strengthen the processes
of customer value creation. This course will guide
students to learn about CRM strategy and methods
through marketing, technology, and management
dimensions,
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