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ARFfER TS F7AI171 A
IAA o GHEA HIH e A
A& AL de = sk XAHAAY
(CRM : Customer Relationship Management)
T 34309 A (customer intimacy)o)gty ¢
H22 ARE g 1459 198 &
AE F 7199 4718 £ Y F
A shte] digte Z AT Y. CRM
AEHLE /97 B AN B 242
Z A74HL 74, 4, 59 A% 2
< NEe2REH "IAAAE FF A1HQA
FA4 A2 NF4AY 22 &7l R
olgty & 4 Utk $FIAE FAST, o
gyA4E Hagay, 71E 14349 AE
A&Ho2 FAE CRME 71934 247
o FAE 2FH, AFHOE #HY3to 1A
BEe IYte $H FULS FusHIR
e Rl

CRME 143 #d€d 7149 HgF A8
£ 5% 43 1A B4 712% =AY
855 Agsty, A3, Friste AA ol
ot CRM2 279 B ARE FA8 7, o
£ o] &3 nAEETE HAA HolE o
2 oA g fAs 28y CRME Hlo]E
Hlol~ wHAY Boh MAMH Y, bggd dA
< 33 AEE Y532 dolH mold (AR

F&3 FEE AN = AA)AFE §
& 17 A dAbEY] gde &7 A&
Aoz dgditkzel Aolrt Stk E3 o)
Ejpfol 2 mAYLE +d¥ AFE DM(Direct
Marketing), TM(Tele-Marketing) # 72 Z7}t
Al #ujAarE A ol&3t=t Ha CRM
< AlEsE 2AvolEE Higl R Afid
g5, +524 A4, 24713 53, FA2H
843} #3A 1438 Fa 149 HAE F
tiststE e RAolth

dHA 971 = HA dolEE o] A [l

e rie

Bolg FAYUA, dole¥olx mAHS =
%, 282 Holeuol L wiAE M the}
of goliy o] EWE & CRME o3l
3 2.

Il. cilo|E{#|o| A ofAH|E

JAY Zol F87F F 3
o) 877 2HAoE FYsYE A FFS
HFA - FA 2 24 YA oA
B (Mass Marketing) ¢ Altigich, =) AnpA &
dqMe BEEA e ddd FFEHoZ &
Asks e & 2FE #FE AFoIY
MU AE ey, REe AHEe] Uits
VA& w712, B 2 GutAg tiF A
FUAClA wjAE E&HA AW E Fd gt
A gk I 2539 AR Il F
SE 23y, auA] 7157t s AHEA
Ae FEHEE 7oA IALE HoTHA
HAth F 7190l A AZS AR AR
(Producer’s Market) oA 4Bz} A Z(Custo-
mer's Market) 0.2 o]AEUY, 78 &7
BEHOE f33A Edts 9L AE]
oA YA otk ojHE g 1AL&TE
HEAI717] A8 1M AnRY] &1 E
gAY, Hxd 847 e LR U
= ANAAEEH( Market Segmentation) &} E 3
oA B (Target Marketing) & 53] 27487
O AL EE 7202 itk By §
de IA4E&F7F o AEstEo(zte] oet
A7 gL, sAlge] &3 E FEAA

ol FS7hekel wet 14 7A=Y A
A A FAE T3 149 §9 7IXE
7FA718 = A o1 (Relationship Marke-
ting) Alth 7} = At
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ga3: dolEHolA ulA € (Database
Marketing) & & % Sith dlo]Ewo]x niH
Hol& ‘I g g 7k ABE FHAF
ElE o]&3lo dlo|Hulo| A8y Zt 1A 3
o ANAA BA FE5L AF Y A%S
FH3T Adses A €5 ¢ TIG F 1
7} dlolg] wo]AE HAF 17 (The Right
Person)oll Al A& A (The Right Time)dl]
A4 Z2(The Right Place)llX HEg 4
E(The Right Offer)S AZ3}7) Y3 Rl
A3 dolgHo) A v YL YA FAE
AZANA BAAERE ADAA FE F29
g HolA CRME 71RE o|F& /dolt

1. H|0|E{Hio| A olAIHe] &

golHuo| A mAE L tad 22 53
ZFA 3 ek AA, dojedo)x vAELE
FHE ol &3 1AHR Y dlo|Hulo]A 3
< AAZR gt dolgulo]lAs TAgA |

< MU A AFste o)4E F U B
E AEE FA"EY 249 Jo|, F4&, F4Y,
HEFE, FAdF 2 AT FAAHJA BRe
2AREY 72 o]Fr}y. ¥ ohg} 1Y
o AIAZ, AEFH T BT A3 AYF
AREL Fo] AEA FFE AAAE 4
Zaed 28 ARZ FLHG oY 2
8= POS(Point Of Purchase)ol <3 14
o] EAGEA g ANGR(FZE, FoF
&, FAE B)E EgEG o3 ASE
2 1AL AEssled ol gAY, 1 A&7
£ Totsty ol g3 HFE Hdsted
AEEEE 7 golHuolA FEo o] &F
= AREL I4TAY ANFA RS F
AR 32 Y= CRME H¥8si=r 2539
o

EA, dolguol 2 wAYE did FFE

B3 MdaAZe ArHed FARANE EX
Z 3t old 3Ae B4 249 FAEE
A&32, Aol 71gdl 71ddsl= AelrA|
(Life Time Value, LTM)E Stjdlslais A
o]t}

AR, dole o] 2 oA Autd AR
Aoldg EAOR it} 1A NPT 7
UAAE 3 7192 249 s
Hog motd § 7, o] ABE 7YY 1t
AY 5ol HA gt 4 9ok guby e
Z dojguel X viAEE Iz BA}
A7NAOZ FAHE 44, ZATu(Cross
Seling) 7} 7Hed dFo fEsitir geA
Ak,

2. dloje{tfjo| AR} J|2HH

dolEWlo| A vlAR ] 71 RARE TA 7]
1AL ez & A=A, 1Y
X

o $FuAE S A F
T gLz FulFd wel JAAER
Fo2A 2L AEY THURIEE =
olF = Aoltt. th&3}F e Adtolg At o}
Aol 839 ABCSF 22 mlydglR) T2
Pol 1 dojt} rlgLE FH-2 ‘Honored
Guest Awardsghe %17 SHZ2 RS
ghEolA o] AAbe] TEolu 4FE o]
48 dritt F+E FHEY, €3S Frt
HH 32 55 SEAS AFse ARE Al
ot AFHOE A&FHQ AA} MElA F
g FE3 v gt A4, I454E AL
= 240l & 719 AF2E Ags
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o

1 BA KFAE AsEte AAL s i
ZATE =olx= ZA(Loyalty Enhancement)©]
EHolth, Ao2ANE $RIAS gl
E ANZH Muiaed siAE FASE ¢
Best Customer ZE2IHE A st 745
Agol %o S7HHAL, 1 A3 66007
gele FUSTHE 24T F AT g
AR, LAFAAgo|th, 71E 1AL A& A
Abe] xAC g fA &7 HAMe WES Al
a3t A B2 @A EnES st Aol
ZFastth ANAEE AF g8 & ¢X B
e A97F BoEE Fu F 439 AR
3}(Cognitive Dissonance) & A &8 AY, A
AHedl EHE Ae A7 Aot oE A
EAPE FARE AgE odidte AL &
=t GEAFE 1207 &2 85007 Edoj
et AFEE vlo|EMo|2R 45ty
o] olujg Fod FZHY WS A
F e FAE (Answer Center)S &
S HAslstd, IAFA A
Ak YA, 23 (Cross-selling) = 719
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. 7 ZH2A| 22| (CRM : Customer
Relationship Marketing)

Soll A Gobd uis} Fro) djojeuoj s v}

g3 #ARAEC] CRMO F4& o]F3
o CRM2 B3l 7192 2439 7149

rork x0 X

AE B3 24 A SAMFCRRE o
T 792 SdgstEed I 540 gt
Chordiant Software®] wIAIE BFAHA Neil
Morgang 7|EX AN A Brjsts v &
TFAAAA Brfste vl &HT Wt
ojs g, CRMol FA}sh= AL 9
A7 §lg WE FREte AME A
Rolgty 2 k. E3 Chordiant
Software7} 7149l vHAIY H@ASHY A
A3 80%9 SEAEC] vd AT ¥
4+ CRMY @ity & | sleH, Bil
Bradway(Meridien ZAFS)A}F B3ab) = AR A]
oM CRME BEE 98 =72y A¢het
b gl
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180 CRMol@ F9e71? o
CRM< dlo|gue|2 #Haty Tah=7} 8
9, ofH AlgEL A3 Web, 2187 tiH
st A

H] A (Face-to-Face Service)E& %3
)
=4

(One-to-One Marketing) o] &}y 3}E, &
gtof] & £ 8 A4-3HE CRMY
T otoltoje 71€9 P& ojfste] A
o B} sjodo g FHEHE AE Lie
olth, CRM®| 4¥HdQl Ao 71y 14
2712 ¢l 4 (Relationship) & 3 o
FAZ g7 Ystd 1L el
243} 235 28 (Interaction) 3= Zo|t}, 184
8t71 S1siAl slolEHlol A, HolE who|dt
7h-2 B Z (Infrastructure) 7} A o)t}
oAl AH= 7Y o] e FHol
ool A& A4 Eth POS(Point of Sales),
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Holeulo| 2, aHz 7T 5 OYgd FHY
Aol o3 A AEE AFH 7ley ¥
o o3 w2 ujdog AZE FA L HE
g 7 A HAY =3 AFE o] &std A
BE 23 dolEnto)yd 7MES © &
AT YA, 29 7EES F gA F3
£ ZHAE(Non-Technical Personnel) = ¢} 8
£ o] o184 7 A HA AAFAN,
TaBFH 2o Azt JRE A AH
(Direct) Ag3le HrEWH2S o WMEA 4%
313l 9%, T mat AF AFUANA(HH
Ad)E 873t AHAEY S1E wEA
Z7heka itk AuAEE AR ARUANA
o] 7 JEUH 2 =T dsiA o
on B ®3, FEEF AFYUAA) THs
3z, BEFP £88 AEE 278y 9

&

uj=¢ CRM #E ZABAL $9L& “CRM
S AYY BE WL THEE TINAGD
74z vt 9t o]¥A CRMS] Z2AAHQ
4@° CRM¢9] A X9} CRM 43A 8, CRM
Nx7h He EY 85 AR, fA3,
oY JHE F&3HA AL I8 /5
"lﬂt AE BF Efste 3H Mde

ojgialoF grt= S ke ot

CRMJ el ol AL Wiy doh 3
Ao Ao thste  gobet(know your
customers), 18 AHo] ZAHM 3 F3
(Act on this knowledge), 218 152 4
2o] A Rojth(They will buy more), 1&T
U9 A2 WA Zo|th(Your business will
grow). 184 CRMS Z o857 fsMe
CRM] £4g Z olaisior gt sfutsid
71gdel A3y 98 1A S oo & 9
A2 AEE el oll7] wEolth. CRM
ol : $¢= AHvA Y (Direct Marke-
ting), diolEwlolx viA Y, TAZAE, Hol

o ¢

Y3 22 34 E A% 719
%3]_ Atk o] omolA CRME
} John Merryes CRME M2 & AA9)
A
E]

has

ol AR 23t F 199030
719 W - 97 ?Pﬂ«l Wy 2

5}5 ol RojEE FAse Hut X
%@C’J o’ A& d3A HAX, IR
CRMe|Z= Aot} 7]1&Y NEER 17 ¢]
sjo} 1A F}e] FAA L] 7]H9 F7]ol 9
E£o] g€ve =& /A3 JerZ CRM
2 @A) OJAEL o2 ALE oY F

ke RAolth.
2. CRMS| = ojuiZ

CRME TAHOHE AEssiN A
FE, $5TAHA, 2ANANZR, AA DA
g3, HA TA¥HGE dHY A|2S
25 149 7H0E 2ggsty) 9% Roluk
CRM¢| 3412 ‘zdo] o QHEL S 7]
Qe 7740) AopW 1 TAOBRE AL 4
Y= o)L B & Aol olF BHE
9A57] Yate CRMo] =9d WAL o
% 7
A, Q7% B8 BeAolth 7)Eo)
3 BAe ol Qb umi 37l ul
A", ALz, AUz So| @%@lai 5%
FegoiHol sy o] BAST AR
T3 B YT 22, @ 140 U 5
99 AR ZHE 984 CRMo] Y=
A, N2e zﬂlﬁl%“—ﬁ}-ﬂ PeAolth A%
L AEY, TAAZE AgER HRaEs
AEH w0 iTa ZA0] ATHE= 74K
zN02 Be $9YS AZHF
s B 8= Aolch 12A 3
7l Y8t BO Holy ARALY HRE
A 7189 ey g8 CRMo|l =¢=AUth

tlo
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AR, AspdE, Q) 23 AFH 53 2
FE FEALE FHY oA CRM

HatA = w7l 2.

o

tlo rlo

3. CRMe| E4

7142 MHAE7E Yite ARAIRe] ¥
AAA, 54 1o ofE AFolY MUAE
HaheA, 29 %A 7ol T3 AlE
< AEE AJNAE B3| Yoo girh. o)
g HgE T3 7Yl F e FHE 1A
AAE 5 A7loldY Foigtelry, 187
AWM 719 74 ZANA EES AEFH A
HIAE Algsted B0t Hlgol Wt Al
RA o) E QR 3§, oy HRE u}
gog AHZ7E A e Ao FAUA,
AdrtE AEET Ayt QleA, of| IZo]
Aol B2 LAUANE 712E st IH2
oA Hejsteiof gt
olu] o]" 7]g4el BAHE CRME 23
S Sle AoE Holth dES0 2 A
PAA we} AHAYY BALAY AEE
ARRGAY, T8 IAJAA TIFA g2
IAJMAE #woepZ|E Sy 2y olH e
H4L FE AHAE AFde £949
gtttz Boh el 2A%E At %
t}. CRM 17 & tjgt 4L olafelf w}
FA ° B 7HE AE87] 8 7
04 dAse A% AdEY CRMY
+59 stve 14 S FAEAA
e HEst 12%H 4& "f‘g}% HIE
atod 27 Hrhale 7] W] $A )
3 & S F(F e AR & 243
o 22X E tgEr A
CRM9 F28% SAFY sy CRM
‘Al A F&(Market Share) Bt} ¥ AHG&
(Share of voice)' ol THE Fohe Aolth ¢

l
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£ 2 ox o o
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£ A8 7EZAS I YR ¥
FAS olgHA, 71gellM Aiee e
FEH9 AAGM (Cross-sell), Aol =
ik 3}7] A& A (Up-sel) &
234 9. ol YN ¢
719 A 7+ 7}11 »l% IAE FA7L
F9l 7}01] 7~x4 °

#H 3 }7] HEH 3’-7—3%‘37‘4“"1
S B=usoior oy

K3 CRM2 7728 = (Customer Acquisition)
Hote 778X (Customer Retention)dl 4
& oo ARAERE AYY FYol Ho B
< 149 $H' E§ F3 1‘313 gou=
geld vlg] CRMoAME &
3 719 FYdE iﬁ]ﬁ%
ueta CRMeAE 3 343
o]59 &1E FFNIc AL F3 & E

Efels aiaeg

V. S0 222|(Best Customer
Management)
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st vlguo sy oy
gt olgA FAE 2L 7o) A&F
Fog 9 93do] "o od XAl
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(50,000-100,000)©] © Zo} £41(-50000)% X
A ot ol AHdA AFaA%E 5}
= H&E EolZ, 7EXAE FAFEH
A4S 27 Geud IAe FHHe &4
23387 oE & Aotk
ojA o] AACERE AA He A7y
I BA & 49 X 4R
WA Ao 5 34 b 1
FE T shsAde] wobd B ofys,
F3AY T2 AFY AHA7E A o|
ZAt dstd IS KA} AT B EL
AFIAE X3 v &9 25%8d Sof
7HA gety @ ggA 24E FA e
Hj &2 HAp Yol Y, I I CERY 5
He o&d /et & JdL 149
714 #AE A ZARNNMANE F
shal A7iol s F7HA7Ie AE BHL
2 3 Ao o oo Hue AL YA
At Z A A} 7FA (Customer Lifetime
Value) & “3 I Aol E47|AF A st=
717 & I Z1G9NA Eeid #9E 7HA
FT7HE gt oA =H7 YsiME
71E I L ofgA Aok =X, 7IEXL
Ao 2RE olfS SUHIAZ T e AHF
< FORJIAE Yotok shed olHTd HYA
go] CRMY #4lolth, & ZA{KAE B3

tlo >

2 5 gle

z’7]°1°‘4 Fls7t CRMS 718 Aol
& 2 9ok
CRM2 Y AR IAAE & &
A& AT LEY VY A4S @A &
B Z}(Customer) 225 B &7 A&x

(Liver) 2 B7) 2o 719& 749 & A
(Quality of life)—°— ff}/\b\]ﬂﬂ g NuAS
SR g} o]F Fte ¢
9% ¥ix o}—t— 720] CRMS] #jAlo|mz

2. 29 0|70k

J3gd SFudold rpoln, ¢y
o] 717Gl drit £L23717 20/80% o
g3t AA 2AF 0%t 7199 9
9 80%% AT et o] W w2
71de] oo FUA7I7] A& %%ﬁﬂi
< Folj oS T} Aol 714y A7
ol % 93 Wl FLIA "k 7194 4
qFE 54 Aol Adsteq AYAE &
Az At Zo] 7199 dxd AdE
FAAgE] g2 $FIAY FFshE Ao
§ E&A0|7 Folth, 19954¥ First
Manhattan ZA4% TF°] AANF ZAbe] <
3 39 20%9] Aol AA wWEA 60%
g A8, 0199 100%E 7|93ty B3
s b Qlo}, Wb 319 60%S AL W&
Aol 24%E AL You oL 23]
FA3 T JE A2 EAHUL njZFe) 2
Ag B312 A7 W 8odd] Tukdl= A
23X A9 75%7 AAE NAE LA AT
v f&t}. Iﬂiﬁg gAY 7A9E BH A
7z T+ &l g 7ol wat Al
Foz L}T7 A= $FZAY AEHIE
7) & AA A5 oF 6% st
HM 65%% AA s Yoty 3

73%01]5 A9 10% 1A A
Aty gtk 18

°l=”3711 2% %akzui—g— A B 9
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fs 2 FHA AES i AL &
wEx) gtk ol duled Fu B L
37 59 249 23 A% 3018, o
2ao] 24 ¥HE 7] Aok A 4F



7AE $RTAlGT Ao, 4ol ¥
423 A oal%EZHOl 4RzE ARzAL
2 s W, 43S WA dE a7E A
FYA ol e EE A YERTL @)
oo it 314 BY J1Fe] 2RI
NG9 AAe o4l ¢l

olty, I EF3ty B 7]
A4S Addsted oA R ok
st AT #h ojAY 4 4
o AH7ELE 24 71 EH
St Hojok gele Bty <
L3te olfFY e T%‘*é% 4
AT 24 dolHE 7}11 AA X3k,
HlolEl7h ity stets I B &
EE T 4 £ %@3}—‘:— e 7t
A YA FEsH7] wEolth
o7l EE FHY Yk NFE slsfor
gtk "A A AGA o)l ZAT A
A7k ot wlE o] FHA o7 AEA] T
HE ZQvteltt, B8 YARARIAE WS
E 3¢ CRMoX = 1249 mlg o]d7o %
7t @AY o7 E Hoh & 7HFA
£ Fol SR8k gtk AAH 7A=E e
He dFEE 45 AR 22 A3
A 54, A2 AL AdYE, AR
(Recency Frequency, Monetary Valur, RFM)
T U #gEo] LEoF gt o] FA
39 149 AAQH olrldre FFHL
2 A} 7kA] (Customer Lifetime Value) 2
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2)2 A8y dvke A LA o

A BAAL fevgdM: &+ A
HgeodMe 443 gsddol e 7J1
ol gd £ e ALATFE MEHA ¢
LA Agd NEg T BAS 1450}1
S Aol 1 ootk

CRMAM = LA elolefwolA #ej7} of

A
T 3284 JRE 2a HAE BY B
= He) 2o 349 4
58 p27id0 AZHE 049 AEE
o) A=) WRelt) o A% A9 QP

FAA, AR S did £FE 5
&7 G5 ofF g4 F & de AF
9 &HlE A Fo] o] €l CRMS 84
°of XAe HHE dsty ERFste ded
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A7 el ¢t FAL AE 5 et
o] o] iz AL Abs)s| o}k st}



38

John Merry(1999)E "CRM9] 7L ol4)
e AL ogA g4, 13y CRME A
Z A7) e oFoy =t gl
CRME Aol 75273 J48= & CRM
SERYH A& oYL ojHY B AG/HY
# 2ol &3 EA AHEE & e
Aol
1. CRME H|tj2 &3 HEZ3d=7}?

g M o 71ed Aduld gojrte
Hl-&o] 1999 @A %573k 13 W,
CRM 7|3 #dd v4L 31%4 F71314
g7 3cHKerry Massaro, 1999). 212y CRM
o] o]FA FEEE, AREY TL wEAH
n 3 2o](Mad Dash) FHE&FHo|T EF3F
719& CRM 7l&0] AlFshe olYd thaid
AYZ ol AeA JA2Poky ) F 5
F 9t AAE 5 CRME AdsAY
IHFHL e VIHES LR ZA A
o ostd, 9] 63%7F CRMeo] 7]l
T9L HAY F& AUA] €2 YA FIL
o, 2@z 60%7F CRME Agst= Ao
ARl (Cross-selling) ol E8& F& AUA,
ANESY IAF 26%To] oL AFdE
IR AM R ¥A FI Aok
St o 7Y CRM A SlolNE &9
29 27%%tol @A I HE ARE 7R
I ANen, 1A PFE Hriste 719S
19%° £33 Aoz Jepdoh E3 N2
IS ded CRME AHERSY e 7199l
5%%ol™, CRM$ o| &3t 179 w35
£ #rtste 7192 9% B ol 3%
ZAMA#E CRME Aadted oA CRM
of gt F&3 o)gst eyt FRMME B
FE Holth CRMe] ¢f F2stH, 7194
oW TYL ATY 5 Yevl B 3G

24 §lo] CRME A3
H]3}3, CRMo] AZ3te
A He 237t E F 4
G o8)7t dAHA @2 CRMe| 43
A7t ofE Aol st wlolHwo) A
vpA go] HHg FHERE 533 B + U
t}, John Merry(1999) 104'3d7F 6 ojE{u| o]
2 oA "ol i@ 7MY FA3 dolguols
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