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1Y : 2 HR3 (customer segmentation), LA (A 2] (customer
relationship management; CRM), #¥3 % 3 (balanced view)
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A 7FEE (service encounter)o}”] wjFoll, 42l 7]t} 7} (expected value)’} %3}
ngojol ol aeiut HLo " A RE AFLSL ded] 7 BF A 49
Aere ndste] M ELE FPHT
A7E 24 MAEstY 7383 #-E ATstaz ok S aAMES dAgA A
Hog Atgso] oW VY #He] 7|o7kA # olye ‘nA BAH J|YstA'E B Al
Hagoz A, 719 ‘FFa N e Ads o mﬁs}ﬂl golste Welth & AT
ANA A AE M 7oz stodg A SFaAS B A B A
A9 = A Ty AP nAEe WAARSA AT Zd P‘*O' B4 (mutually
beneficia)& 7% & UAEE FEF Aot 2fzxoz £ Akl e v
4 #4& 53 CRM& —ir?i@}% 719 E50°] AALY 1A A4 E’_‘:} gatA AHeolge
2N oS ZRHoR ALY 1AEE KA ¢ YA "Ho.
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2. CRM AP dA A 2A4AM s}

2R AT E CRME ATAoE Agsty] ¢t I dAE At 3
[Peppers and Rogers, 1993, 1999 Winer, 2001 Zeithaml, 2000]. 221} A 2@ A A
o}z 2 CRMY #Higglo] B8 t¥d Fgso] AEHol ot [Harker, 1998;
Wright et al,, 2002 Goodhue et al., 2002]. 3+H, o]Ate] o] 7x] RdEo] 2t g 3}
el FFAA #AE A {FA 2 AR dAE AR Jdrie HolHCorner,
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2002].

A& o] 82 A E£AA ziste #AZE Ho Kok AR o]Eold FF diF
R Fujat FEo ZAst] 1A EE Bk Aoltt [Kotler, 2000). o3 #H S
A A E3} (traditional segmentationi)’ 2 A& & gk A ENoly A EA A 2
S oy FAVIMSE ol&sld T JHFAO]‘% dlole o] EAo] FAIG nAEE /3
gom, o]FA EFE LAHEANA Folg AFS AASAU tolHdE uviAE Al &
L3 skt [Wedel et al,, 1999].

gy FH2d o2y HAFA AEs WHeS w2 ¥#E A B9 [Peppers and
Rogers, 1993 Zeithaml et. al., 2001 Winer, 2001]. 1 %2 A&3 7|39 713 Az43 4
= BE o] FAFAE= Yo Holtk [Weinstein; 2002; Ness et al, 2001; Winer,
2001]. AAAHA $-& AYlA Kuenne et al. (2000)2 AlE3toll ZAZ A ElAIGe] &
3] ATFEAH A5 AT nA AR vs) Hr} Eﬁrﬂc’]a}“ AL Ho FU

Davenport et al. (2001)2 FedEx, US WEST, 238lx 2% &y 58 ¥ 3slo] % 2570
7199 AR BEAES Hgd 273 E 2HHY. o5 AFAANE %ﬂzﬂ 7IdES dEe
2 7P Yol dowA =TI I|gdA FHE Folok & aAES Y4
(profitability)oll Astd B/ E A} ol dAFodA A&"d YA (profitability) < 7H3
sHA ']l BAE Fd 7|Y¥e] Hal= ©l9 (corporate profit from a relationship)’ &
o)u] gt} Davenport et al.o] AAIE ol g A B FAE0] F4& 3t Ut
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3. Ao A3 ol2e] AW ‘TN’ AW 2L A (proposition)

gy nAo2RE Adojxl= 7idel A (corporate profitability from customers)
of AAHAESE Al FEt7 o] FET AAZE? Levitt (1983)2 7148 A7 #AE '2&
(marriage)'°letx Aot Aot a7t AAGF ZEolet &2 7Idd nfEe] Hies 9
o] @HE oFLEN FAVE FrAHY BAE #AT F Ut= Yvlolth. gF AFNA
£ A33 CRME AiAe 7143 1A s FAe 9 #Ho] FYstA aes oo &
g d& ARS8 Q9 [Corner, 2002; Mckim and Hughes, 2000; Davids, 1999]. ol & Al
E oo, ded] 719 #de s n8shy] Boe 1 fE7A gkedst a A EstE
gt Aol Bo} uigA g BAd Roloh

olde EEZ T3 HIT9 AEE o8& R} 2 FAFEE AV US S & F
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M A (customer profitability) & &A3ctE AL 42 7|9 &
olvtE FA3H 1A AEFE Fdste HolH, ol 1 AHY oldg TR
22 H7HA (biased) JEE AV At

(2) 71447 nAFe BAZRE AEFHE 12749 F9Y(customer profit) L E2EE 1 =
(customer satisfaction) WA= 17 ZEE (customer loyalty)”} AAJE o] $t=dl, ol
E Hxe nA4NEE dAdA 8 #A-e +9Y (customers’ view of profit)eE &
3171 o8 EFE AU Y.



2 dFdAE £ A+E S8 719 #49 71d5< 714 (the companies’ expected
value of profit)2 EV(CO)E, 12j1 17 @A Fogdezs gdA"= 17 @39 71
%9] 7}#] (the customers’ expected value of profit)E& EV(CU)E A otutt. Az A
A&st dAA EVICOS EVICU)YE EF st Aol 7 o3 Holtt. 2y 1Ay
AEs dAANA o F i /NdE HEse vde 2 7HA Zejrt A [Almquist
et al., 2002; Kuenne et al., 2000; Dibb, 2001; Drew et al., 2001].

TR vehd FAAES &tz 2o v uA A&ESE #3508, 2
AT A shte] AHES <aTY>F FZo] ARl gk o] A} VPG A BT
A olYo] HEE ' #Age] ol g FrHg Edoln, ojgld Al=E CRMARAA 1
ANEs GAE o o Z vbEo & Zojth

EV(CO)
Low High
Low ) One-side love
Parting b )
y companies
EVICD) One-side love Marriage
High by customers (Successful CRM)

<TE> AR}F - ATAY nA4AESE 93 V(CO)QP EV(CU)

<ay>olA 'AE (marriage) AMEHLE olF oz uA ARSI FyH = ol
A3 Feelt Hde A$+E ‘A (parting) ol 2¥L nAEo] EAIEZ ZAIE A
39 ojujgtct), '#HAta (one-sided love)'2 ¢ ©17132 A$2A F A BF AW 2
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B dFdA A dFREEES F84QdA AFHeE B4y A AlEdTFE

SR A AT #A BRELS EV(CO)% EVICU)E Aty Atg) 719 '$ZaAy

'S AASE Aot B AP E EV(ICO)Y &AANREE RFM A4'E, 283 EV(CU)
olg

o FAHARE FETAE (R AEAATAA 248 7|7 E 71 & wgsn de A
o= é }51 AF)E AR F, ol& At 714 nAAES HA AL,

E3 o] AFHE AFT A dojenteld 4 Axet At mAs] mokoh oje 2
< 71’5331 AEE =82 V1A 2A4B/A A F88 Aol 8 B oy, T34
o2 7199 9% FVAA F Aotk T £ AFdA AdE 2P 7P EC] AALY
LAES & olgjst o]d] 7|ntete] nAENA HAH fS S BYIFEE 3] 4 o
WA A (multilateral viewpoint)S #3331 Qo2 CRM APER F9 dvd 1A

]o

=23 (customer insight)S #1d 4 YL Ao},
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