AEHBEAE

10248 222 H 2 AN
L e 1168 EE A s e

30 20 [ EET T csems

=58 K EELTA3 FES0 HREruse S1445% ABE
T =3iis

T R

AREEREBAE THIAE

ARETHENR TROEEZOERE 2 08 > TREESEZVRE R EHREEMEECSEE  EfRAt
LR - (SENEEE AN EE - REARFNER - 7 - TRRMRBNEETH - SRR BEOAHEROR
B RsGtESTTH - DEBEFBRERHEE(CRM) -

1.7REE LS - BEREE - BRSO R EE R B A
2.7 FREE R E E AR E - BB
SEEERAIFZRE

The purpose of this cause is to understand how the business interact with their customers. The effectiveness of
customer interaction can make the customer satisfied and loyal, and established life cycle relationship with the
business. The 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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