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This course aims to introduce the concepts and applications of Customer
Relationship Management (CRM) to students. Through lectures on
fundamental principles, discussions of journals' articles, and database analysis
by using Excel, students will gain an understanding of customers' needs and
purchasing behavior patterns, By equipping students with the ability to
maintain and enhance interactions between a company and its customers,
this course ultimately seeks to prepare students with crucial competencies to

secure business profits and sustained growth,
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113/02/19~ . .
1 113/09/95 Course introduction
113/02/26~ .
2 113/03/03 Introduction to CRM
113/03/04~ . . .
3 113/03/10 Understanding Relationships
113/03/11~
4 Managing the customer lifecycle — customer
113/03/17 o
acquisition




110700718~ X -
° Managing the customer lifecycle — customer
113/03/24 >
retention and development
113/03/25~ _ .
6 How to deliver customer—experienced value
113/03/31
113/04/01~ ] . . .
7 11300007 | Managing customer experience & Customer portfolio Spring break
management
113/04/08~ . . .
8| 113/0,14 | Database Marketing (Microsoft Office — Excel
application)
113/04/15~
9 .
H3/oasg | Midterm Week
113/04/22~
10
113/04/28 | Cuest speech
113/04/29~
11 :
113/05/05 Multichannel management
113/05/06~
12
113/05/12 Customer loyalty
113/05/13~
13 : .
l13/05/19 | Field trip
113/05/20~
14 .
1130596 | Tlanning to succeed
113/05/27~
15 : .
113/06/02 Final presentation
113/06/03~
16 : .
113/06/09 Final presentation
113/06/10~
17 :
1130616 | Final exam week
113/06/17~
18 .
11370623 | Flex week (Online)
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