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1A T B AR EE R R RE 1.Enabling students to understand
HAE B2 2 FERR I3 knowledge of nature and content of
2 [ BB A REFE P AR E B R RE N R organization knowledge abd
HEEERRER L customer relation management.
3R ELARAHRRANR - AHMRE 2.Enabling students to apply
EEEE=REE knowledge management skills in
4 TR B A R AT B B RE Y e customers relation development in
REHR BE Objectives |« rance industry.
3.Enabling students to have attitudes
on benefits on organization
knowledge, organization values and
customer values.
4 Helping students to foster logic
thinking ability.
SIEE BT - HBEE - 5 Teaching Knowledge Management
Bb &4k, o 20054 o Materials Customer Relationship Management
EE R E
R ETEM30% Discussion topics: 30%
BT E A | ER#HE30% Grading Case Report: 30%
HAR#HE540% Final report: 40%
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AFEFEANERHAREEAN The purpose of this cause is to
TR E A B LB > 7T understand how the business interact
HEEEBEENREEE  REhEK with their customers based on the
B FRES] - content of Knowledge Management
BN Syllabus (KM). The effectiveness of customer

interaction can make the customer
satisfied and established life cycle
relationship with the business to
improve sustained competition
capacity.
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