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Dept.’ s Education Objectives
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1 |Build a foundation of international business knowledge to prepare students for
being higher-level managers.
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2 |Build a foundation of innovation and entrepreneurship to prepare students for
being higher-level managers.
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Create a managerial ability in Service industry for advanced managers.
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4 |Offer a program with an emphasis on higher-level management philosophy responsive
to the Taiwanese business context.
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A |Students will have advanced knowledge of international O
business.
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B Students will be able to identify, analyze and solve business ®
problems using logical and critical thinking.
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C [Students will be able to demonstrate effective leadership, O
communication, coordination and teamwork skills.
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D [Students will be able to communicate in foreign languages and ®
have an awareness on global and cultural diversity issues.
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E To build a the concept and ability for innovation and o
entrepreneurship
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F |Students will be able to demonstrate the advanced abilities for o

service design and industry analysis.
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G |[Students will be able to identify and understand the importance
of ethical decision making for international business.
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Course Outline

roduction of the course

erprlses and CRM

: CRM, database marketing, and customer value

: CRM industry landscape

: Strategic CRM

Implementing the CRM strategy

Introduction to customer-based marketing metrics

: Customer value metric

: Design loyalty programs

9 Effectiveness of loyalty programs

.11: Campaign management

.C.12. Application of database MKT in B2B &B2C scenarios

13.C.13: Application of customer value framework to MKT decision
14.C.14: Impact of CRM on MKT channels

15. Implementation of relationship quality for CRM performance: Acquisition of BPR and
organisational learning

16. CRM relational information processes on customer-based performance
17.Why do users continue using social networking sites?

18. Informational and relational influences on e-WOM
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Resources Required (e.g. qualifications and expertise, instrument and equipment, etc.)
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Course Requirements and Suggested Teaching Methods

1.# ¢ % Midterm Exam : 25%

2.8 %% Term exam : 25%

3. # # :The journal article studies others : 30%

4. #H i :The significance of participation others : 20%
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Kumar, V. and Reinartz, W.J. (2006) Customer Relationship Management: A Managing the
Digital Firm, John Wiley & Sons Inc.




