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HAz4w it Course Description

This course explores CRM strategies in digital transformation, integrating data-driven decision-
making and service design innovation. By critiquing post-2020 top-tier QI journals, students develop
logical analysis, global perspectives, and communication skills. It focuses on leveraging Al and
omnichannel strategies to optimize customer journeys, translating theory into entrepreneurial
marketing practices and industry analysis

#A2 P &  Course Objectives

0 B o e R B LR LR MAIZ EFTIE MIFEFPFER -

@Afﬁgl“?wkﬁ'ij\&iw B E &3
EAGEHDER - FHRDERZ IR GE RO CEITIRED > PN A

(%%LA’\ :}1‘__14 Rb m‘i_ )";{ }éﬁ“
B AL e

FATD HE kB E
4 AP R 1
R Correlation between
Course Objectives
Basic Learning Outcomes and Dept.” s
Education
Objectives
A EFRELEF R ERAOREN 4 ¢ Students will have advanced knowledge of O
international business.
EF 5 ABIELY CRMAEfEAL S -
B |Students will be able to identify, analyze and solve business problems using logical .
and critical thinking.
EHRAERURAEBIRE FL LA o
C |Students will be able to demonstrate effective leadership, communication, O
coordination and teamwork skills
L REARI LR A e 4
D [Students will be able to communicate in foreign languages and have an awareness on .
global and cultural diversity issues.
B E ARt plEz e 4 - To build a the concept and ability for innovation and ®
entrepreneurship
P B R PRARR I A ¥ 0472 it 4 o Students will be able to demonstrate the advanced ®
abllltles for service design and industry analysis.
G LR REEEE®2 2% o Students will be able to identify and understand the
importance of ethical decision making for international business

Bl #p [11lustration : @ % R4k Highly correlated O B 4p & Moderately correlated

# 3 i K % Teaching Schedule & Content

¥ = Week M % Subject/Topics # xRemarks

1 Introduction




2 Enterprises and CRM

3 CRM and Customer Value

4 Customer value metric

5 Strategic CRM

6 Implementing the CRM strategy

7 No Class Public Holiday
8 CRM and Customer Loyalty and Retation Assignment 1

9 Midterm Report: Research Gap # ¥ 34

10 CRM and Database Marketing (MKT)

11 Application of database MKT in B2B and B2C scenarios

12 CRM and Psychology

13 Impact of CRM on MKT channels

14 CRM and Techonology

15 Informational and relational influences on e-WOM Assignment 2

16 Final Report: Systematic Review #f % 3F 2

17 Reflection & Discussion

18 Questions & Consultation Flexible teaching and

self-directed learning

% % ¥ ¢ Teaching Strategies

HE P Lecture % 3 #Group Discussion |:| 299 ¥ Field Trip
|:| # @ Miscellaneous:

% % £] #7 p * Teaching Self-Evaluation

£1374% 4 (Innovative Teaching)

K Ag % ¥ ¥ (PBL) mAt & (v ¥ (TBL) [] e sy (SBL)
|:| fuik %% Flipped Classroom I:l E3F* Moocs

A ¢ 7 = (Social Responsibility)

# 3 F B Community Practice I:l A% £ iF Industy-Academia Cooperation

3 & i¥(Transdisciplinary Projects)

I:l B % %8 Transdisciplinary Teaching I:l Bk s %% Inter-collegiate Teaching

|:| ¥ §7 & 3 Courses Co-taught with Industry Practitioners




B2 FrE2 5 A®E > ;¢ Grading & Assessments

5 g 3 ;8 Assessments

fie /s 78 B fie s v )
e EXG T E ET BT 5z 3 d o

[tems Percentage ‘5 9 54 w3 g N iy H g
ZPES (G HA)
General Performance 30% v v v v
(Attendance Record)
#pe¢ ¥4 Midterm Exam 20% v v
#x ¥ 2% Final Exam 20% v v

% %4 Homework and/or

0,
Assignments 30% v 4

# ¥ Miscellaneous
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Grading & Assessments Supplemental instructions
TR (30%): RERREFREFEE ) BmAREFT A
BP AR (20%) 8 k3R (20%)
FELE30%): Fr2FIRMME TEY 2 v H
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Textbook & Other References (Title, Author, Publisher, Agents, Remarks, etc.)
TR MhE & R A R IRNHH -
Teaching materials are compiled by teachers and presented in PPT.
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Journal of Management

Academy of Management Review

Harvard Business Review

Journal of Management Information Systems
Journal of Marketing

Journal of Consumer Research

Journal of Marketing Research

Marketing Science

Journal of the Academy of Marketing Science
Journal of Consumer Psychology

Journal of Service Research

Journal of Product Innovation Management
Journal of Advertising

Journal of Business Research

Journal of Business Ethics

European Journal of Marketing

Journal of Behavioral Decision Making
Journal of Database Management

FARHER(ZRTREFTA, KPR A PRGgrloitARp 2 %0)
Teaching Aids & Teacher’ s Website(Including online teaching information.
Personal website can be listed here.)
K Bl FeF kg TR -
Teaching materials are provided in NDHU e-learning

H @4 L3P (Supplemental instructions)
Google Meetst } gfzid it (F & & * pr¢ el 350024 &)
https://meet. google. com/ewt-oudw-tzm




