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1 |Cultivate the personnel with the capability of teamwork, creative thinking and

international vision

ERFAL Eromm e 2 £ 4 -

2 Cultlvate the personnel with the capability of professional knowledge and

technical skill
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Cultivate the personnel with the capability of business management and application
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4 |Cultivate the personnel with the capability of integration of information

technology and management
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A Cultlvate the personnel with the capability of basic and o
interdiscipline information management
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B [Cultivate professional personnel with international perspective O
and the capability of using information technology
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C [Cultivate senior personnel with the capability of innovation, o
research and development and integrated planning
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D [Cultivate the personnel with the capability of computerization o
of enterprises
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E [Cultivate the personnel with the capability of multimedia O
applications, website operations, and information marketing
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F |Cultivate the personnel with the capability for the emerging o
information industry
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. Course Introduction
. Introduction to Customer Relationship Management, Chapter 1
.Understanding Relationships, Chapter 2
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.Planning and Implementing Customer Relationship Management Project, Chapter 3
.Developing, Managing and Using Customer-related Databases, Chapter 4
. Customer Portfolio Management, Chapter 5
- . Customer Relationship Management and Customer Experience, Chapter 6
~ . Creating Value for Customers, Chapter 7
1 . Mid-term
- . Managing the Customer Lifecycle: Customer Acquisition, Chapter 8
- - .Managing the Customer Lifecycle: Customer Retention and Development, Chapter 9
-+ = Managing Networks for Customer Relationship Management Performance, Chapter 10
-+ = . Information Technology for Customer Relationship Management, Chapter 13
-+ w»  Dragon Boat Festival
-+ 7 .Sales-Force Automation, Chapter 14
-+ = . Marketing Automation, Chapter 15
-+ = . Service Automation, Chapter 16
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FRE G (FRRELE s RERA s - - - %)
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Course Requirements and Suggested Teaching Methods
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