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The objective of this course is to introduce the concepts and methods of customer relationship management. Upon
completing this course, students should have knowledge of CRM and related database marketing techniques.
Specific course objectives are to understand the role that CRM plays in modern managerial decision making; to
learn techniques that can be used to increase the value of customers to the company; to learn what technologies
exist for increasing customer value and aiding managerial response; to learn CRM systems that manages
customers’ profiles.
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