CRM A& ES) 7= =

gAY

AE u,q_**

=2

£ 383 CRM A3 L9

X’]ng‘:}'***

« FAUNE HGH T AY WS
e FolistE AGARINE W
wer BolO)BtR 2EHA T4} QYT

L. ME
NEe ARG JedE HES T #7135
dHoz 7| AIFFL WMHHAL HE
e e tFst HIow NdFEE wot
X]

1 % EE AES Gog ANs Al

b &4 Ao
HEZM Hulxg dug 5 ol I} 1
ca o) AEH AFAEAY 2R of
ek 71siel 2aAel deh A e esellers

EE 7]‘{102—‘?—'51 HEY MH|~g gS5ste 7
L3 aFez uAdol 45‘-‘44‘ Atk

o] M= H]%é’l%‘ 2 YR v E2YA ZZAAE
A apsta A et 2Ho] R HAT &
A 1o 24 UELEGE PN TIE RA
nAT} vjEY Xz 23S RFE FFoR s
ol A A ATt olefgh At Wt 9
&) CRM(Customer Relationship Management ; 1
AgA Ao A9 CRM =912 7[go] A
B3t B Aol Fr] 3k o] opd H47}
Flo] B

d4 CRME @& 7lddA Zus a8
A% CRMel W@ deda d77k vFstn
CRMe] =91 % 4gaddl #F gjpEe 47
7 AbdldFolch CRME Hid 7% nlge] &
3R @ Jurlezs Fde nARuE 9
5% 4 Qe 71 Azun gue §4 Aol
Ay dolof A, & M2e A2 I

24 #4909 A4 dgdd du 5 71$3

8 xA oA A - 34 89le] ARyals
& Knox, 2001).wekA CRM 7<) W83 5
oM Mg FH7IEe m9dd TS vAE =
2. 8734 a7 Beyo AV HL Yot E
& Au7)Ee By ATE Bl v =2

T ¥ 2o gQlojAE EA Ay Hori EH”'OE
g Abdl Aol B Fe oledd A7t

48 ) tH(Peppard, 2000; Karimi, 2001; Ryals &

Knox, 2001). =u¢] 2¢ HAFATE &9 F
7} B HAn EA Aot F3sle 8o
AT A AU E£F CRM HF8dS
CRM A&, HuAFx oA, nAXGFY zdF
3 5o 27 -3744e 29ve ndIAAY,
CRM9] Ay ggof &3t d7o]AY, CRM 7
3 Q9% 3 dFo)7] dE] CRMY =
- #8734 297 7led 8UFS 2
ArrFola AAHY A7 L HAFEH
ulu] gk Atefolr),

w3 CRM A329¢ CRMA%:E I1dx
CRM Al=d"lo} flofA 7]& xete] vzt CRM
A7t Aol ey 71E AT E CRM A=
=9 CRM 7] =Zets nefdt A7t vju) st

—_—

0

w}aw AFHE CRMATLLS A =
<8747 gaw vle3 298 BF 1

444 ZEAANEE TEHo2 AAst, CRM 4
%% 2 CRM 7|&d =g wel CRM A2t &
o]7} glEA AW B3, CRM Al2€& A1ggoz
AR et R sFste T2 2 20S o)
NHFE F1 CRM A#E sotstna g,

B =fe AL OFA #FHATE 2%
I MANAN B =M A4 A7y 2 4
TS AA s VA3 E 47238 4
g VAde 288 J1&sia.

g =&357] 9ato 7
| & A7 CRM A
i, AYATE S CRM
7 £33 8902
g;\.“/\ _g_o]o

=l
P\_lL
;3
H
2,
=
(g B
-{r
il
>
i r
lk'

CRM Alxdo] di@ 22 7499 A43% 4

—-103—



9E 5 5 Jled 8% BA 944 =33 -
5174 2 R2l0] ELE}(Ryals & Knox 2001). CRM
4TS AsliAe HAnF9R9 AT Gy
u$ Fa3itu 93‘:}. (Perter 2001) XA~
o 753 F8o 3N FAEF HFAES
3 AgAe] F71A BHAAY F WL o3
7} HHolgle S AA3 rHBorowsky,
1994). 2 9 A8 AdFRECNHDE IR B4
I A Ye] CRM Ao F&¢S F& 21ojgtn
SFATH Y, 2003, AASF - =v%,2004 &F
gk - A 4,2003).

CRM AlA®le] F&o& B Faju]go] 21
oz} FA9 45 dFo] AV HHe2 8 F
Hoz Hu7dgdx 2 CIo9 A& x93 &
A, 281 F38E3 AP fole JFHe=
o} FP3tr] g gof At

CRM ztA7} nA#e] AP E FEHo2
gohe FollA 24 AgFHoln FHAFHQ 7
Ao Aol & F£E CRMY FEHEE ZolA
tH(Meta Group, 2000). 28j1 AFow uH ZF
Aol 57 i 4 AR JAFAHA 7o)
sojo} sith= Al xZo] FFHHOof s, A
HAgo A ndeo] AdA @ AL 7ME F8F
A o] t}(Blattverg, Glazer, 1994).

Kimberly and Evaniskot #Ale] & 43
< "AE 23 EA ¥R AU B{H
=, ArEA Y JFd, =239 7R, 7158 g%
3 AA A L vhAY 2 AR
&4 ol %'M‘a_‘ Z DBrHA

=
=
|

o ot e

4o of]

—

CRM2 Al2d] A8 FHAMEYH &R oj2
71742 vtAY &F, SAH 2471E, ARA A"
T o dHo] FgHer ayHER 7t 74
S0 W ASE olsiet A o FA F
o9t AL Y27 A oloh(a I, 2003).

ARATE T =4 - FF4 892 F, H2A
Gzel ox g Fof, 1A R HRAFH 79 &
3, d=yden, /‘1&4 dF¥x+= CRM 4
ol e AT 2dez HokTh

22 71X 29

DeLone & McLean(1992)2] A B A| A8l HFgn
e 71EdTE AFH3 A2 FH(System
Quality), A i F Z(Information Quality), AH&=
(Use), WHE=(Satisfaction), 7§14 #H(Individual

Impact) 28|31 224 #HOrganization Impact)2]
67+A B-?l% E239. o] A7 HRAIAHE
Bt RYE AFA, o] dF 712 vdEY
o= 740] -4—4 7F o} 1 o]lF B AFAE0]

D&M E¥E& HAAJAY A B3} olF
Pitt et al(1995)9F Myers ef al.(1998)<] oj&f 2zt
ZF A2 FAY 259 SHA B —'r‘-ﬂ
o] Bdof] 75t <18 1>oA+ &39I
Success Model & HoF3 gt}
CRM FHAzglog gzl ITZe 7
Fo] wt=Al g3ttt D&M FEA|xE AF
BN AANHR e Alx" BHFEFE Al
d 27, Al2" AME 8oldd sidsie
Al2" Ho] CRMAA F83 438 ¥Fy=
A 8Tt
CRM9] 7|Edg= Wi 9o dolgg 3
3 Aol o]AL & T nAPH FHd
H2st7] Aoty nAFRY HAL atAA=}
AA BT JAAA S T F U E AU
o 2o w-$ FQ8tch T3 Ranjit Bose(2002)&
CRM tdlolel7} Ab&ate} #ejaE 43 w27
2 TFY AR HZE 5 UEF stdof 3}
™ dolEe n7e] FAo] Hi dolg sl
2o dAT PAE HAn HE Hojo dttn
3}i At @A CRMOAM 4¢] Hro) A&
AARR] Y& FHEA nAHE PAo ®
v:i}—o—«] AR o] T2 A~ 892, CRM 43
of & F%%S F3ole A5 HT

wn

nllo
101_1‘

23 Z2A2 29
CRMe AA4 A nABe] BFH
i)

LAES AAS FHOE ANFeR
ANAHA BAE FE 7194 73
Ast7] fgk BgEel7] dEel CRMAI~
°]&3t<] *}%1}7} A 2o %‘%1—*4, Az, vt
AR, Bl AF #AF A7t T8 g2y
ZEAz= 2A2 AHEAZE CRMAIZE S ARS8}
BEN AZete dFAe] sHoR He

Zt AR fz}%s.i ﬁﬁlﬁ‘«*—i T, A
AR 718 58, Az sHoR Aegg. =
2A 29 gﬂe_ 294 #44 2d% 7led 8
Aol & won T2 Az 292 CRMA Y

m1m

—104 —



Z3 - 8744 a9 714 8¢ Z2Ax 8¢
FH 17 G A oy 4 B 71 - A | A8
I e P A R Sl e LR i R
27| 719 £3 | g= - i 8| 8 | %8| ¥
Ryals & Knox v Vv v
Raaen v v v v
Flanagan & Safdie v v v v
Patrica B. Seybold Vv v v
Peter v v Vv v
Kalstian et al v v v
33| v v v v v v VIV VY
743 v v v v
uEy v v v v v
A v v v v
AT A& v v Vv v
<29 1> &4 IS Success Model ]z 9, R CRMAFS Fg3on A3
3 e nAZA B nANESS 4EE & s
System | gl | Informetion Dalove and McLean’s Model T&Z" 0] q
Quatty b P— GAHA, CRM A XE7|= IAFAH A5 7]
" L2 o il g i 23t 719 ARse gon, e Aung
a1 lm L ] ] EAe) AAHQ CRM ZaEs 3Ye 4F =
| Topact He F332 A3 AAZHQA CRMe] A1

———————
Sernce
Quality

24 CRM =z & J|sel=za}

ufsta 94 2aa ek

o

1£ 712301 =&8HA
S Bfsta dow, Add
CRM £#4& 783,

A A, CRM d3871= 71849 24354 9
= LN

2ol FHE o] gom HEHA CRMYI

=
5ol oli, ¢+Ads £3589 CRM AL Ad3
7] Yl eE Be do] 8 E oo} 3t TAoth
M WA, CRM H&7]1& aAFd4 43¢ A
ate} grom), 5EHoR VA GFo) AAN

Qe Aol

CRM Al&®l9] Qg Y && A vlAY 718
< #9435t EMA(Enterprise Marketing Automation),
SFA(Sales Forece Automation), CSS(Customer
Support & Service)o® WE¥ 4 drh
Perter(2002) CRM  71%9) ZeH(Infrastructure)
Z SFA(Sales Force Automation), EMA(Enterprise
Marketing Automation), CSS(Customer Support
& Service)ZAHFZ 3t CRMA 3 8<% CRM
Aol FAA S dotslgty. EMAE A9 3§ CRM
71€ =g 2% CRM 43893 CRMA 3ol #
Ao AdE Rog vehgrt

2 dFoxe= CRM AF8U2 CRM A=
2 CRM 7]&lzol Aol7b 3le & H
CRM A% CRM 7|&d =g & CRM
8% CRM A#HE B4tz o

5l

oxr M



U

AN 83

=z

» 5
s o

<I¥ 2>% 2L 475y
71EQTE EUE CRM H&89
A 8H% 71Ed 898 TSR ¥,
W FEE AR CRMAI2E S ALggtog
W AZste dFHEY T8 &5 Z2As 2(9)
AR 718, A=, aAMu2 3484 3g%
g)S d7dFd AT agla nfold-g
A, vHA" n8g s AFnd 835 J|EuA
FAES CRMA F S gAY,
SH7Idel 86HAZ FEF7F FHo| Gartner
Group(2001) A A|Al3He CRM A4 Es 594 &
&7l olggol ARtk Gartner Groupd
CRM A% SRS o839 xAlsgoy
CRM A<= b9AE 12 H&3st7] F27t 9
of HExA A2%E A A F 87 ¢S 4
ol 2430] Y o2 g A7 XAAHAE Y
SHIINES B 11-NAM 243742 REE dln
Qom Pitol 1796, FY47 18022 ALY
. CRM 4= =71 71 ] Hdld A4 E2 Yeh
FE Zlo] vt AA Y, RS ndsA £af
o $H WAV HdA ASEE o] 85
dotr = AL ouj7t A& Aolth wetd HFE
17960 2 FFE 18022 ZALE o] F944] 3
ek 180 ojste ATyt ¥ 7|gdew 7R
a3 19704 AL Hexrl & Vges
T2t CRM 7€ =eles  Perter(2002)9)
CRMAI&® H7te] 24,2 89 7)|&9=g
£ %483l Enterprise Marketing Automation
(EMA), Sales Force Automation(SFA) , Customer
Support & Service(CSS; FAEF) & TR

-4 oy Mo
o rx

Ki o

o

<2¥ 2> I+

_____ 1 P
: Rak ww _! :

e

I

!

I i
[— .o L_,__{ggu:ﬂ‘:'}—-T—’ bnuyz ' ‘t
i

i |

|

|

}

t

|

32 A7
2 a7 A7uyel ue
s skl et ge A
(CBRES R L

fo
o
flo

7H 2. 71ed 8 ZRAZ 8304 H(+)9

7Hd 3. Z2M 2 298 CRM Ao #(+)9]
FEIFE "

7Hd 4 CRM A= 9 CRM 7l& Q=g
wet 27 - 834 29 2 s &
ol Z2 A2 8ol wxE G3ko)
zko] 71 9ot

7Hd 5. CRM 4% 2 CRM 7]& Q=g
mel T2 A A 2910 CRMAF] n|
A ggko] ztolzt Ut

7Hd 6. CRM A&% wg Tz aga g9 ¢
CRMA &) zte] 7t Ut

V. Z1tsliA

41 B2 9 Xg5z

A8 5HE& CRM Al A" o)
o2 AAsAY AEFHe
g E st 27 § HEH $H HE
St dEZAL A7 FEEAHLS <F 2
<E 2> ZE EAS AE
7V Z4zb 247, 21 o ® wBgm A9 542%S
Ask L glk. CRMEQAI7]E 1dolAk~3dn)|
RO 2 39(47.0%) o2 JHE Bekm, ojRE o 7y
o] CRM =¢jo] 3dulute] 639%0 & ettt
CRM UZdgds OISz ZAEF9
CSSEMASFA® 22 1=Zgrt &5 o] Uit

4

2
AT
S AASA

(Cronbach Alpha)Al4& °]-8-3t%ith. 884
A2 g2 (Varimax) 3 4 & AH-eE 34
AME AMSsA D, S9-AFE 067 TS
oAlA AAs] HF ATHFE <X 2
AA AT el Z2A2 29 479 W
dAsR oy 291E8y 23 3709 8oz 4
v d7ddAE WA 718 58, gu=

bhel bz Fo wiA" 718 2 Ad=
2H5nA Atk 2R AT 7144

Alzel g, Alzd S84, aAge
2 AHYe R Fo M9 FFjeglen
1z gt

%
Ay

Oft
of 1B Hd -y my B Mz
Mt L fo ® e 2 k2 > Mz oZ

2 ot o |o
% rlo fu

Ot
o



<E 2> FEEA
5A 7 e H] (%)
A 29 349
49 e 29 349
o} 14 169
2} 7/5-7 o) 4 11 132
CRM A g4 4 48
ITE A 21 253
B4 il 18 217
ol A 8 A 24 289
71k 16 193
Az 18 217
24/R8/59 14 169
AR EA 21 25.3
qdF F9/5% %4 9 108
AMu| 29 11 133
Pl 6 72
7)€} 4 48
53] 4 14 16.8
o] ~5du 16 193
CRM=34171 1do] 4 ~3dm|a) 39 470
1dm g 14 169
Marketing Automation 34 32.1
CRM ol Sales Force Automation. 25 23.6
Customer Support & Service 46 434
71 e} 1 0.9
<E 3> d7HS AT} g A
SER e 4z | 4% REE EERE
T34 | %% |[(Cronbach Alpha) (2013 A 2F)
Huzgga #ded 2 97 3 3 0.83 0.91 0.86 0.70
24 . 3733 AR En 4 4 0.81 0.79 0.77 0.770.61
£ 2A7e] JFPE 3 2 0.69 0.81 0.70
aAFH B 2] 71d&E3) 4 2 0.62 0.89 0.61
e AN2" 844 4 4 0.83 0.78 0.78 0.77 0.71
g0l A2 384 3 3 0.71 0.81 0.71 066
aRgREg 4 A4 8 6 0.79 0.78 0.70 0.69 0.67 0.64 0.62
=2 A kil Esion: 3 3 0.74 0.82 0.74 063
T aBEN T 4 4 083 0.80 0.77 0.76 061
B olAE W AR 5 5 5 0.83 0.78 0.70 0.66 0.65 0.65 0.62
CRM A % 6 6 0.80 0.79 0.77 0.74 0.71 0.69 0.60

—-107 -




43 714 43

431 23 - 34A4A 93 T2 HA 224 g3 A AS
<E 4 Z2 8743 993 ZTaAx 8219 3AEH

> 511 ol & .- R o =
H379A9] o)A 0.17 2.49 0.01 5%
ARolggn 0.34 4.04 0.00%%* 056
BAZe) 4FE=2 0.14 2.11 0.03%x* (0'54) 2569 0.00%
a2y g R 2§ '
71 28 0.12 1.37 0.17
FFE + 1 p<0.], #* 1 p<0.05, **x 1 p<0.01
432 713 293 T A2 gl digk /HEAF
<E 5 7|E3d 293 T2AA 8219 3AHEY
~ 511 1 2= oo R’ g
Syds 3 AHATF tak o 8s (=A% R) Fa Fo8E
AlzE #&33A4 0.01 0.22 082
A2 334 0.13 1.81 0.07+ 0.64
= 48.69 0.00+*+
= al
M’@fdgké"g * 064 7.10 0.00%+ (0.63)
FIFFE  +  p<0.] , *x 1 p<0.05, **+* 1 p<0.01
433 T2 A2 8203 CRM A9 dist 7473z
<E 6> Z2A2 2213 CRMA#H9 3HAEA
A % 2= 3= R2 =
Sy S| AA S tgk o g8 (=49 R) Fa o8 E
A2 ¥4 0.14 1.84 0.06+ 0.48
2REY 8 0.32 341 0.00%*x* (0' 46) 25.19 0.00%**
uAE 2 gz 58 0.21 2.05 .04 ]
Fo4FE o« 1 p<0.] , #* 1 p<0.05, *+* : p<0.01
434 CRM 7|l xelo wrE CRM A& L0ld &3k 71445
<¥ 7> CRM 2 Zglo] W& =z . 3744 gy ZzAx 29 3HAEA
= > 5 T R’ =
Q=g =Yg AAF t3k IRk s (=49 R Fgt Fol3E
HaA94A9 9A 0.24 2.26 0.03+*
. AFENHTY 0.32 2.38 0.02+*
Marketing — == 0.69
Automation —r’i %ﬂn]ﬁ;fi 0.18 191 0.06% (065) 16.82 0.00%**
22 = 76
Aare) 7)ol = 8 0.02 052 0.60
HuFG9Ae 97 0.28 297 0.00%x
AFZJNH 0.23 1.56 0.13
Sales Force - 0.70 N
Automation ?—’i %ﬂmﬁ ;érffé 0.21 1.93 0.06% (0.64) 11.86 0.00%%%
2L = _ _
Aae] 7)1 Ba) 0.01 0.09 0.92
csS FHaRgAe 94 0.16 176 0.08+
(Custo AFAE e 0.35 331 0.00%%* 055
vl E RS B 011 117 024 ' 1260 | 000w
Support & T (0.50)
Service) A el . .
e A5kl 7]t 0.12 105 030

FOFE 1+ 1 p<O1, #* 1 p<O.05, #%x :

p<0.01

—108 —




<% 8 CRM xgld u& 7]

£4 a9dn T2 AL a9l 3HEA

v 2= 3 2~ 3l = R2 3} 52
el=z e} Sy s AASF tk frolgg A9 R Fgk ogE
Al=gl A -0.02 -0.22 0.82
Marketing Al2d 384 -0.03 -0.06 0.95 0.75
; R 3156 | 000wk
Automation 243 /\Elg }d% ¥ 0.86 6.48 0.00%%x 0.73)
A 2E S -0.03 -0.03 0.96
Sales Force A ~E 584 0.27 1.84 0.07+ 0.62
. _ S 1156 | 0.00%+x
Automation 1&1@%;4 H%i} 21l 060 979 0.0L%%% (0.56)
“ [+]
CSS Al2E A -0.04 -0.52 0.60
(Customer A 2dl 5 gA 0.21 2.13 0.03** 0.65
Support & | AR e] B3 o - 167 000en (063) 26.80 0.00%%x
Service) REL ' : '
FOFE L x  p<0.], #x 1 p<0.0B, wrx 1 p<0.01
<¥ 9> CRM =gt 2 Za s 223 CRMATY 3AEA
- ~ 5] = o 2 9= R’ oo
Qlzet =T 3 AAS 4 Fol &g 43 ) Fg&t FolgE
A2 F¥ 0.02 0.18 0.85
Marketing 18N 59 0.05 0.37 0.71 0.72
. - 26.73 0.00%%*
Automation| u}HE 718 2 (0.70)
Az e 0.67 4.02 0.00+%*
Ai vl 59 0.1 1.10 0.28
Sales Force NEM 59 0.16 0.98 0.33 053
. 811 0.00%**
Automation u} ?ﬂ‘%} 718 2 (0.47)
ez e 035 183 0.08+
CSS *1 H]"‘ =94 0.23 191 0.05%+
(Customer 4 %9 0.39 3.03 0.00%x* 045
Support & n}aﬂa ER 005 o7 06 041) LL77 | 000
Service) Adz =9 : : :
FroaE w1 p<Ol, #x 1 p<0.05, *+++ 1 p<0.01
435 CRM A% =0 @ CRM A& eeld] @3 71daZ
<% 10> CRM A&k o2 23 - 83743 8237 T2 42 29 3AREY
. 5 - - R* o
HanH Gz &= 0.13 1.36 0.18
AE-AHEgr 0.33 2.03 0.04= 045
%g |n 5 ' BOT | 000
= A7 4F3x 0.07 0.64 0.52 (0.40)
G 0.24 154 0.13
= gk <] 7]‘%]'1"5} ) ) )
HU AR 9% 0.18 1.80 0.07=
AEAB SR 0.34 3.30 0.00%%: 5.80
=5 v = , ’ 12.10 0.005%x
SRz gEREZ 0.16 1.82 0.07+ (053)
AR GE
A& 7] 55 0.03 0.27 0.78
FoAFFE o ox  p<O0l, #x 1 p<0.05, *xx ¢ p<0.01

—-109—




<¥ 11> CRM Aszd ©Bg 7|<

A 293 TRAA 2919 FHARA

2
Aasn EYPdF 3 AA T tat e85 (=449 R F# Fo&gE
N=d G244 0.10 0.94 035
o | A" 384 0.07 057 057 0.49
e o oo — 010 1292 | 0.00%%x
e : : ~
Nz B4 0.12 173 0.09+
vo | NZw zaH 071 234 0.02%% 0.74 2163 | o0omes
== q 5 0.72 : :
SR 0.20 6.50 0.00% 5+ 0.72)
FYFF 1 x 1 p<0.1, #* @ p<0.05, *xx 1 p<0.01
<¥ 12> CRM A& 50 & T2 A2~ 8203 CRMATY 37824
,
H4em | =9us gAA% it FARE | Ly | TR | RA%E
Au| 2 59 0.06 0.05 0.96
ge };]H% 4] ;a-au 0.43 3.15 0.00%%x (8'32) 1148 0.00%4+
o 7 1l X
A= e 0.25 163 0.11
= =9 021 170 0.09%
eo | BARA 5 0.25 187 0.05%+ 0.46 .
28 g e o . o o oD 1025 | 0.00%*
A= 5 0. L :
FOFFE 1+ 1 p<0.1, *#* : p<0.05, #*x : p<0.01
436 CRM X% 50 Bg Zz A2 293 CRM AFe @8 71442
<E 13> CRM A&5=9 Z2 282 % CRMA 9] Aol HF
ZESS px3 %2 e
A7us - (@ErEEAR) @Rz B Lt )
Au = 59 3354057 3852052 ~4.08(0.00%+%)
TAEA S8 3342053 3.60£0.59 -2.12(0.03%%)
AE 718 2 AYZE 59 3.34%0.46 3.60£058 =2.21(0.02+%)
Iz 29 3.34+0.44 3.68+0.46 -3.31(0.00%%x)
CRM 4 3.32+0.46 35920.47 ~2.63(0.01%%)
FFFE ¢ ox  p<O] , *xx : p<0.05, ***x : p<0.01

44 BNZ3

CRM A&%9%3% CRM Z =242, CRMA 37
o] #AE AHR7] Y3t dFIHALENE AHE
31, AE49E AHEd g 2.

7‘,%54], Z3A.84% g0l AL ;A D AR
2189 714538 sty 84S At AFEUY
R, {uAgxte 9z, FAY dFEx =
o] ZR A2~ ae] F FFS VA& i
Uebdth T2 A 2 nxE Y .
oM REAHFBI CRM Z2A2 2219 7}x
S 98 A2 Ao, FAEEAR, Ad=,

B oldEo] AEAS &

TANH 2 ITS)
F ol Agsd wgEzaYel Bas

O{NHU

g4, 7144 299 3% 144 5% 2
A AFee GFo] ZzAxs 2o el
# gL AL Ao gk Axd Bg
4, Nzl EBAC dgss Axd g
e Ade $9 wAYBY FE L nAgR
o Re4o] 877t CRMA29E Agstne
W Azets QEAY 58 5 ZzAx 299
N e 4Be AAE A

2 Aujx T8, aAEsE vA"Y 718 2 A
Az T8 TE 290 FFS HAE o
bl 2% CRM Aldol 714 =& 938 +
39 291e AR EHOoZ CRM Aol 9
& FE W5 2AEAT. BE CRM A&




& g8 ARSI A CRMA 2
3 fEstel ZEds adg ¥
CRM 4%& £9 % k.

QA 24¥% CRM AZee] 2 CRM 4%
291e ope) Aok e Aoz EAHLAG
CRM oxdgle] & ZZ M2 a9l3 CRMAH
o A¥Y A¥ CRM A= SFAS

2 28
3

AlZ e

eS|
A

M ‘“‘°

Marketing Automation® ZZA2x 83 F vl
85 718 9 Adz FEo| CRM Ao IS
FE W2 Yehgn, CSSE nAMu2 w1
IAEN FE€ol CRM Ao 94FE F+ Wy
2 ZAEA ols AMEAE siEste G-l
o2t AZtske fdF-FEe] zel7t vl ditol
3 0. e CRM 43E A5a] Asas
Fete ol FAste AMEAE FEIA &

e Pest de A o

A A, CRMA 50 o2 CRMAE80L @
ke AolE AT AoE EAMEUT CRM 7]5
A 899 4% CRM AsE7 92 7192 g4
2 Ade B3k nAdoly HA HZo] o
8 ol CRM Al2®l o JFgE& Wo| ¥u
N3 Ak webd CRM A5 %7 22 7199 2
$ ZzAz 990 P F& /e 29F
319 a9le AR B3 2 AFAolm AlA
9 R, N2y SRNe RI% IFE FX
E3ata ot A CRM A&E7F £2 gL
CRM EZ2A|2A00d 9&e = a9log Alx
= g3, *L’hé‘ s34, uAgHe] B3 2 A
508 XA }El‘ii‘:}

A, CRM %50 wheh Zzas ﬁ°]*+
CRM Adte] ztol& Polr7] 8| T-testd
AT CRM 44574 58 /190 T2Ase
3l 2 CRM A&7t &< o2 AU

'O
—re

g Ao] RE

CRM A¥29l0] ¥ tititel
$747 g9 Ei= J]EH =
Qeh AN SR chFE AE S

weby B AFqE /F

T &
—

o

ox N
2

ok
ko

tlo
I
Y
o
N
s F-
_?L
R

ko £

Y

fied

. O
=J

=

ox

fo ol

0

EU
=
ox [

5 el
35&*1]-_ a9lo g yMrslalgct of&
7 E}

mio{‘u k1

&l =W CRM E?} 7]C§ c}]/«lo; N ZEBA S

Eigia=d
B oadFe] o AFAdde w2 AMAEE &
7} 2t
A, 23 - B34 2AHE
B e 2 93 B dFEF) B
29X 2" 3304, aAFE BF L NI
]

€ ALE Y, E3 CRM A&
EE’H %]-‘?‘7'43] he—%‘ F Z2HA 8

7] e

goz M-Z—ws}oq 9Z3Fo2A CRMES =9
3zt st Z1GAA =

A A SRt

AA, CRM9] 7]&dZete I A CSS(Customer
Support & Service), EMA(Enterprise Marketing
Automation), SFA(Sales Force Automation)S. 2
AA vyoixled, CRM 7Zlsd=Zats 2dds
2 Fo dFaglel ozt Aolvt ALE & F
ARG 1F ZRAA QRle] AA FrH A=,
EMA, SFAQl wt#A® 713 & Ad= s8] CRM
Aatel] @& Fi, CSSv LMY 2~ 59, 1
E/ﬁ 1—E':lo] CRM MJ,].oﬂ 7]_;4 = cdz‘sjk F= A
< Yelgh o)l CRM A3 E S48 A H7ix
o] gdddte g5l %S F& & F Ak e
A, CRM A #& H71e A] A&7t g 583t
o Frhste A Bobe 4 AR, 94, 14
#2IT )82 CRM /\V\ 1S AMg3te *l-%x]-
& o E g¥siA AT 2art A& AN

o

H CRM A& 5o wal CRM A=
Aoz veytth CRM d5=7F &
& 3 Ve 23
q, T2H 2 89150 CRMA T F8 43¢
F= Aoz YeEhgth 83 ZAAx 99 W
CRM 47 %82 ¢ F AN o1& CRMS|
Al ze =9 *éﬂb A B nrhi A7) H
F2k9l CRM A2"le] Algsts
g =7h 2%} Agkw 1A
B 149 At FEHEHI o} 7YY o) &E

2po) 7t
= 714

-84 H 29, TEH 8



2% 7 dee HAFUT
2 A7 5 e 49EY CRME T3
= a3 BAE FA57] 4
At wekA diFEo] CRM A#E FA43e
ol viAY W& #F&, uF ojgE
, Aitnd HE HlET 7YY S9d nyd
Aottt 3tA W, CRMAIZ®E Ao 24
THE AMulas AR, wAE AFETS A
< nAo] v = AADE, nAHNF ] o
4 2 Qe vejEy. g2k, 71
Wk CRMARE FA%e A B 7dezs
Age g Mu2 % AR BFo] W
aAZAA CRMAAE FAHE a7t o

d

(o

o of]

U\ U TR L N N T s A o)

L

e

i

=

st

23w, “CRM 4] 9% wAE 2l
4%H A7, AGYFL oY WA =

AE5, 49, “CRM Z2A 29 AAAH 2 A
FA T Adaste] A", FFF AR
33, 2002 FAGEd 3] =

A%, A&, “CRM A3l 3
of ¥ 47", ¥TFYHE

8], 2003

HhEkS, “diolgiMlo) & niAIR e Yo I
& PRE 2B dE A7, vAE I,

999

7338, “CRM(2 A8 A A) 43l LS VA
' Q99 3% A7, @FoIojhista 4

e
[\

Wy

AR AR =7, 2003
47A%, o, ‘249 54 A% CRM 4
Fadd B¢ 4F 477, #I39PRA
EA 303, 2004
HAA, 434 CRMTE 9% F£ 29
o B AT, UKW, AR EE,
2001

Blattberg R. C. & Glazer, R., "Marketing in the
Information Revolution”, 1994

Borowsky, M. "A New Base For Bank
Marketing”, USBanker, 1994

Gartner Group, "How Mature IS CRM in Your
FSP”, 2001

Karimi, J, Somers M. T, & Gupta P. Y,
"Impact of
Management Practice on Customer Service”,

Information Technology
Journal of Management Information System,
Vol.17, No.4, 2001, pp.125-158

Kimberly J. R, & Evanisko M. ],
"Organizational Innovation : The Influence
of Individual, Organizational and Contextual
Factors on Hospital Adoption of
Technological and Administrative
Innovations”, Academy of Management
Journal, 1981

Meta Group, "The

Management Ecosystem”, 2000

Customer Relationship

Peppard, ], "Customer Relationship
Management(CRM) in Financial Services,”
European Management Journal, 2000, Vol.18,
No.3, pp.312-327

Perter Li Kam War,

factors of

"The critical success

customer relationship
management(CRM) technological initiatives”.
Concordia University Dissertations, 2002

Peter Keen, "Winning ways”,
http://www.peterkeen.com, 2001

Ryals L. & Knox S., "Cross-Functional Issues in
the Implementation of Relationship
Marketing Through Customer Relationship
Marketing”, European Management Journal,

2001, Vol. 19, No.b, pp.534-542

-112 -



