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AFEFEHNE T BEZEEZ A The purpose of this cause is to
HREE C B8 - e EENRE understand how the business interact
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HZER] - SEREEZTENA effectiveness of customer interaction
B FEGRIFNVER - WE - TH can make the customer satisfied and
KRN EETY  AFERT a2 loyal, and established life cycle
FEEE | ESGHEIREEHE®TTH:  LUE Objectives  |relationship with the business. The
WIFERERRFREE(CRM) - components of customer relationship
management(CRM) include objective,
service, tools, and, service encounter.
The planning and design of these
components will be discussed in our
course.
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components of customer relationship
management(CRM) include objective,
service, tools, and, service encounter.
The planning and design of these
components eill be discussed in our
course.
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