TADRA B (CRM) 9 =AF =9

The Application of Customer Relationship
Management(CRM) into Libraries

T Z Z(Kil-Ho Yoo)**

1 5 X
.44 3. ©A#3 CRM
2. CRM 7| & 4, CRM9 =%
2.1 CRM¢ A4 4.1 CRM &9 38
2. 2 CRM9 £33 29 4. 2 CRM =99 AAzA
2.3 CRMY 74 5024

% &
EABE A4HQ) T B AusAT 1 298 £ABY 8%, A3 § 229 4BNY 4 s
B4 Agelth 2Ae)2E WAST A2E 1AL Y53 FINE TARe BE, 249
DE 5 743 2PY TE AL EIH0T AFE] A T2A20) BRs ol3e] T
2(CRM) ol @72 BHE TABelN TAMAE $44 she A2 oA Aeel Yoy
37 CRM) i, 484 CRMS) £9% 889) 298 o128 e, EA% 589 7h5
gaa7] A3l Atk

,,
o
wa 1o

)

e 4

A
}

o

ox fijo i ko o
N

tle

ABSTRACTS

Libraries today have to investigate the methods connecting the results from continuously
collected customer information with their activities, policies, and procedures. In other to prevent customer
secession and to obtain new customers, it is necessary to effectively offer the processes for every customer
related service, that is, the contact, the reguest, satisfaction, etc. This is Customer Relationship
Management(CRM). This study aims to introduce the concept, the constitution elements, and theories
for importation and application of CRM, and to investigate the possibility for library application. Also,
it is emphasized the necessity for new marketing strategy putting the customer value preferentially in
libraries.
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