* EAv4

SlkEE 12 LT CRM

Q— MEEE
®——— CRM &i3ah»
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CRM (Customer Relationship Manége-
ment) ¥, BZE & ORI LBERREE - R
ZEUCNEEEDEFHRLELCITRY 5 —
1240 1990 SEMRITICIRE S, EERICA
BICERLTE . REIDCHIZ X NI,
CRM Vv — ¥ a » O& RO BRFER I 2004
420 b 2008 4FE D THER 8.9 % DHERA R4
Fhb v (Raman, Wittmann, and
Rauseo 2006), IDC ¥ ¥ /S ORETIX, HA
AOTHHBEIL 2006 FE T 4,413 & s,
2011 FIZiE 5,700 AW ET 5 L FHEINT
WA Y, BFFEIZBNTYH, 1996 FIZCRM D
A B M EE Customer Relationship Man-
agement 23547 &, %72 Journal of Mar-
keting 554% 2005 %F 10 H 5T CRM 045 %
Mbzl, ZL OMRERPEZINTETY
5o

L»L, #0O—FTCRM 253 L b Hi%F
BHYOEREEZL O L TRV EWIHIKD
MEINTHD, FlziE, RKECSO#IzL S
R 1,337 &2 RS & LA T, CRM 0]

BAL Lo TRELEROBEVR LN
12 25%I2F £ wvwE v (Dickie 2005)
BELORMOZBEEHE - #RFTs2L
Lo THSEMERLL, RENRIEEE
E/RLLDETIHAEIZE ST, CRMAEH
L7-BERBIINTHEN -7 T —FTh
BIZbhbbd, FRNFLTLOIEIILE
VDR RER, TOWMXDHEIEZ, CRM O
BEEOFL, EEERTEDEICEET HE
DB OBEEREZHLMIT LI LIZH
bo

UTFTiRET, ERMEOHRR, S CRM
DXL ¥z —%21Tv, CRMPBEED XS 24
BrOLREIONTELDPEERT S, RIZ,
CNFECTHIEICENRTI do /D &
LTHOCRM %520 RLHh 544 L, CRM
~OEBRMRITER E LTHfsh &7
R BEE DT 5, EEICCRMIZBITS 2
DOORE, HERKOTH AT A MM
MRV A P RERT S,

®——— CRM & (3fdh
CRM ASEM L LTED LD RIEB 23530

PEOSCSTE, ThETEL DERIRS
NT&7e 2O THRERIIEE L BERM
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ROBIFIIRDE ) DD THSHH . K,
(1) BEMGICEEZ 7 A MEL, (2) #)
R ECEE L ORMY LR EHEE - HR
L, 3 FRZ2AEFLZVEFEZVLIICE) »
zREL, (4) WH~ORMEY & BkRs %
HATA XL RITNER S &\ (Srivasta-
va, Shervani, and Fahey 1999), Z Z 4 &
L% X5, CRMIMEREE L ORI Z
BIfROMER: - FEEICEED Y, ZoHIZBVT
ERMRIL—Yar vy TS = T4
2" (relationship marketing) & FHIZEHE T
5 [HLTHLW] ar 7 THbH (Dibb
and Meadows 2004), #ZT%73, CRM &
VVv—Yarvyy 7 -R—=F54 v 7OHE
ABHETLILICLED,

1.CRM &UL—2ar oy T Y= 7427

CRMéVLVL—varyy S =54
7EOBETREN R, MTo3aicE
tHohbd, £, CRMzYL—Yary
T =T T4V TOREDE LTRSS
2L THb, Bz, Zablah, Bellenger, and
Johnston (2004) iX, CRM %YL —Ya v ¥
T =TT A7 BEMCEEL TR
P ERELTWD, 22T BENLE
ML FEERLFEFE (customer centricity)
DEMTH B, BEFLERDOI—T T4~
2" (customer-centric marketing) &%, ¥
BDOZ—ARYF YV HRIRA - HAYTA R
ShizREWEBCTHEALVTERL,
IV EVEEMEZS BRI T4 VT
#1453 (Shath, et al. 2006; Sheth, Sisodia, and
Sharma 2000)s CRM ®EBEN —F CHET
— S REDNTLY = EE L2 B -
F—VCRAERMT S & CHEICMEL HE

#H#EEESIE LTD CRM

ML, A CHELZEEN TS Y LT
4 ®ER, FOR)FOMEHICES - T
—Y2ARWATAHIET, BOFLIEENR
MLV MEEZD 5T, 29 LAEEPY
R, [MEE0 _~EDAIH] (Boulding et
al. 2005) & LCHEEHRLEROBHOPEE
ZLTwh,

E_ORBIZ, TORE,LETNSAK
B2 TEI L N WIZBWTC, CRM%) L—> 3
VYT =T TA VT DERDBVIEE
OBHEHE LTHNED T TH S, Bz
¥, Peppers, Rogers, and Dorf (1999) i,
CRM # FZEBEHRICE SV T4 IS5 7
Yoebw IV =054 7 (onetoone
marketing) YL —Yarivs - v—7n
TAYIDIGHERZLTwD, 7 Zei-
thaml (2001) & NiX, CRM ix#E&mkic
Fo AR RISV IV AV I A A V4
DEBRTHY, BLI-ERME, SELOH
YRR OBEARM 2 EBREBONXEK 7 4 v b
EREIIDLST,

WO, Ryals and Payne (2001)
WCRM ZEHMICL > T REE o7z L—
Yarviy S -=—rF 47 (information-
enabled relationship marketing) &2 Tw
5 X9, ITEHL VIS BT A HEAIH % 5%
B EICT A HRBEMICELITYTOHND Z
ETHb, CRM THW b1 5 @B IE
CRM 7% /a¥— (CRM technology) &I
3, EVRAAREKB UL DB AR
L—3aFVCRM, BET— 5 DB EHRS
7F+)T 4 ANVCRM, £ LTHEEHEAOT L
VAV MNCEbHBLITFTKL—F 47 CRM H»
57 5 (Greenberg 2001:-Payne 2006) o

Payne (2006) X, CRM ASEEEM O B
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eIV —varyy 7 =74 VIR
Mral, s ACRAMBGRE DS
FEL, Py LEREAB T LB HER
FTILETHEYEMRL, V—Yariy
TR—=T T4 R L) RSERTS
EFELTVE, ZITRIEHFH2EUL
BET— 5 ONE - ML ZBETHOE
BWIREBIBH I TS, $7/28 (2005)
i, SESELRBEEEAPOATFTELIEE
EREEREL, HHTHIEICLY, BEFL
DEREFEH LT DI CRM &) BE
FETHE, LBRTWVDE, 20K ITHEE
EDOBBEBE - BBV TAELHE LM
U 5 MEREHRTH Y, Theikie L
THEUCAYNT 4 - TUTTL%2ELDE
T5CRMPERINEDTHS,

2. CRM DE# ,
UEDLSIZCRM I, () WL—2 3>
Yy w—r T4 v 7 ORBRIREY, (2)
Jb—=varvyy 7 =747 DER
HHVIEZEOBHAER, BLU (3) MEAIL
T EBWERICT BB, O3O0H1H
VL—Yaryy s w—br54 7L EE
WBET 5, ZZTRIC, RENLRBIREIC
EB5CRMOEHICEHL, CRMDBED LS
RRED? SEMENTELOPZHERELL Y.
Payne and Frow (2005) (&, CRM iZi3%k
BORZFPOEBORZ S ET, 85
LRABREHHZLERBEL TS, L LN
IXCRM iZmbRERICIX, BEnFrs/ 0y
— - YNh—=2ary-Fudes FOERIIHE
TH5H0] LEFEEIND, TITCRMIZ,
B % B U CRF OMEF R % X518
ELTHBINTYS, BHREMOBHICE

HEYTHH3EIZIENICH, O'Malley and
Mitussis (2002) % Shoemaker (2001) 7%
5o Bl Z ¥, O’'Malley and Mitussis (2002)
X, BRI oBEHRERRERSELLDDM
73, MEPZEOEE, H4oufh, R,
Z—ADEALE BB HEENICKEFELTEB Y,
ZOHRBITHEREW TR e e 2 RT
CEEREFAL TS,

Payne and Frow (2005) 2%R9 CRM DJA
BDIXE 5, [FEIN—EOBEEERED
Fruy— V-3 v0ERK L)
TEHRPMWIC L BT OMEBRIEE % B3P
BRI FZHET, ROEFTTE [HEM
BRItz HWICHEENRRZEH ST L200
ERNET7u—F] LNBESITORA, &
CTIREREE LORMMLEROMER - H
HIZLVBHFEMNEZEHO, REMECERT
%9 CRM oFEEHR I T,

CHOLHIZCRM L, HEBEHREHESE -
FI5FRELTOERBMICEREYSTS
bohrs, REMEDE LOIDDOLEEN%
BEBRTEE LTHMBT LD ETENY
HD, CRM DS HEEEIMEZEO ST IR
MEAERICKET 2b0THD, FhEho
ERFMEIFMBOTRERL, TR ES
REBEODLOTERV, ZhWw i, CRM %
HIET 5700 EN LR, ) L1%
FHEZREDH) L CTEELME Z FE0 U LA
LEBLIETHD,

ZOT77u—FTCRM DEHLEET S
L, ROXIG3IDOOUEPHAL &L %25,
Thbb, 7O0tAL LTHCRM, EiEEL
TOHCRM, Z2LTIhbiEbEHoTOL
A - BEEELTOCRM THS (B—12H),

@ JAPAN MARKETING JOURNAL 107

18




WE—a

CRM OFE#

CRM
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TAEXELTD e
CRM i &LTDCRM

~ ~

JOtX-#iEELT
MDCRM

(1) 7aotA & LT®HCRM

CRM % —fllEix, 07 oA |2EH
L7:E#F TH 5, Reinartz, Krafft, and Hoyer
(2004) I2&hiE, CRMEiZ [BELDDH S
WHaYy s b RKL Y MTbhlo THEEY
ROBIG, KR, BHEEEHERL, BHER-
7 ) & Ol & mKALT B 720 DRI T
UtZXThb] LEHSI, BEEHEKEOETH
TULATHEHIEPFHEAEND, HHEW
9 5T, Hobby (1999) ¥Rk, %
EDBBREEBRT A LI L o THBEIES
ZEBIL, 5l&fHY, RO EPELBEEOM
HrmlhserE@®l7y7u—F] LA T
%, ¥ 7-Srivastava, Shervani, and Fahley
(1999) &, CRM # [BEZ#HAL, BEEM
WAL, BURHEMAETREL, 2L CHEE
LxoRg (MESBR) BT 5 HE DR
PEBTBHTOLATHA] LNEDIT
CRM 7ot & &b ITHBEMAREIRA - 7
kR LT, BENDZ—ART+ YO
BBy 28RA%E TR, BIUHS
WEYHIAL Ty NOEBEEDL VT Y b
PEEOEEMRRICERINLFREHRE

fBiisE & LT CRM

B TIL - Fz—v AV RAVDN T
22D LFTw5,

Day and Van den Bulte (2002) i, [F%
ML= T4 YT A2V TTATOR)
BEWMAKLEL:01, BHMEOD 5EE
BN, 507 MNeT Y
A B Y Mo THE & BN L5
HMEENRTALODDIOR Ty oV at
Wi 7aeAThb| LR, CRM z#EEH
BREZ MW T2 702 AL LTIRI TV S,
ZDVOR-TyrrrvaFrhizTukRE
V9 A Knox et al. (2003) T3 IR Sh,
ZITE [MEREMEIL—2aryy T
R=FT T4V THRBERETHIEIZLST
BEMEZRET A EEANE LD
A Try7yatrNETUEATHAE] &
HMgshs,

Zablah, Bellenger, and Johnston (2004) i,
CRM # [l &AL d 5EBEHROKR— b
74U F 2 - R 5720 0NEERD
MELHAAZzETH#ENTOLATHSL] &
2, BE - - THBRIIEREZLETTVS,
SO =T 4 ¥ OEEN L EEE Prin-
ciples of Marketing ®Z# T% 5 Kotler and
Armstrong (2007) 2k #iE, CRM ix [
NHEEMELWMELZRETHILIZLST
i 2 OB BEMRTEE - #2260
TOXATHEH] LEZREN D,

INhHoERICHBT HHEAIE, CRM 2
FZEBOBE - HFCELLIER SRR L
MBI} TWEZETHE, TOEENHE
75O CRM Ut ADEKH RO
T Reinartz, Krafft, and Hoyer (2004) i, E
B LI ICHE L OBHREM (relationship
initiation), BI4R##F (relationship mainte-
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nance), B UBHRHENH (relationship termi-
nation) ®3DODEFEM L TR ZRRL
TWwb, TO—EDTTaY A% HBIEDEE
HLEOBERICEDLZ DS, BEEEKE D
LAEREREZ EIZL LS. —F, Payne and
Frow (2005) 2% % CRM 70t ATk, #
WBEESOLA, HEAH TR, TN
F e FxANVRETULR, BHREHE 0k
A, BIUERREOFM T ot AD5200 710
EABBRENTnE, ThHD7aRid
CRM IZ BT 5 MEHEOEEE L X v T ut
AZEB L OTHY, M7 T X LI
R EWPTESD,

ZNEHETaRAE LTOCRM X, #M
BNRICHFET AEE L OBERBHICBIT S
BROMER - BECHEDLIBEERR O
LHBHTTEO SO A R RIRE - 3R
S €L 00K T2 D200
Hz R0,

(2) ®mgE LToHCRM

CRM D% O i, #E&EE L<To CRM
Thb, PlziE, Zikmund, McLeod, and
Gilbert (2003) X CRM #RD X HICEZEL
Twb, [CRMiibowad 7/ ut A tEEL
DAVET I aryPHELLRA 74y b e
b7 o THEMRE MR - RT HOIRIDX
9, BHREFERVC, AW T, FETE,
ZLTHANBEZEN-ZADOHE R EREIR
BT BEIVXARABETH S|, T2 TIREZEN
—ADOHEEIEER SN, FRICEH L ZEE
BIRICESNY TSR TS, /2 Payne
(2006) *° Payne and Frow (2005) & i,
CRM &t [FELZBERELHEZLI AV IED
WY R BREREE - BRI T2 LITLD,
BUOREMEZAIHT 28BN 7 T2—FT

20

H5Hlo TNIHEMBEOM EACRMIZL S
BEEBROWEE - k- TER SN B &
W) EETH D, CRM Q¥R EEM: % R
TEHERTH Do

F 7z Buttle (2004) i¥CRM % [%—%"v
FMERICRIEE LW CEE RIS LRET S
o2, MR 7R L EEENEO R
v M — 7 AT AT Y R X
THhY, TREHVREOBEEK T — ¥ & 55
EL, EHMBMICIoCRRE R B] LHRZ,
MROBEEEBR IR Mg O A% E
T AHBEE LTHBLTVDS, EHIIH
(2006) X, [FELBFICENMEZED
Hioiz, BIUSHI-EELERS - HFL,
N— b — LT H2UENLBETHE] L E
#L, CRM 2 ifEAIED /- DBFEIE L L
THBIIFTW5,

INLOERDNDL, BHEBROWE - MR
% X 5 MR 22 g L v 5 CRM ORI AT
U EAS5, Ryals (2005) 20L& 9 %
BRWE % BHA B4R (customer relationship
strategy) &MU, FoBARRNZIEEHE LT,
BIRMERER, BROBEZERS, BFES
EH—ER - LNV, flRERE, BRERE,
BLUORRMBERELIEHL TV 5,

(3) Fut A - ¥EEEE LTHCRM

ZH LTutR BT wTY CRM
KBWCATRZMUETHY, ML THRL
FTE%W, LA, 7Ot AHCRM O
BATOER IO L RAIZLVERNEYTIHO
WL, ERISHBA OBERRTEICEE
THLDOENEBOITLAZILENTELESLSH,
Parvatiyar and Sheth (2001) X CRM 25z
L2200 EZEbEREO L) HENS,
RDOIHIZEHREL TS, [CRMIZE, oL
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BEICE > TENlEZEIET 572012
BASNT-BEREESRL, HFL, Eo e
— M2 HOAEN BB THY 7O LR
THhb, CRMIE, v~—¥ 741 7, BE, B
BV —YCR, 754 - F=—OMBOH
BRROBKAE L&A, BEMELRIT S8
LORELHFLHRERET S, ZZTD
CRM IZHEZEBIETHY, ThEETT LD
DTALATHb, B (20060 b CRMDZ
JL7-HHICEE L, BEEA,»LHB LN
EHREzEFILL, RENTHEREET L
DOMMAT Y THEIEENDA V¥ —T =
4 AWM E, & - ERSIWTEER®RE T

5 A =Y IR EDFHEEELTHFL,

FLy VEMThZBERICET 2 MBRMA
NEBERL, =T T4 v TOBEBREICE
PEDETEHLHMATHLEET Ly Vo
BIED 2 0%/ L T\ b,
UEDCRMOEH#REZDCAHXBL Y a—
PHHSR LS, CRMIZREICHREE D
O THEL ORI RS - e
)RR L, £ L-HIEE MR
Al - XETHHBEH 0L ZAD 200
HICERELETONRTE T,

©——— CRM & #B#ae

CRM A7t X LD 2 >DMHz o
ZlEHiRETHE, CRMERERRR
[BEN7-EEEREMEEZRL, Bh M7
O ATEETIE, L) BORERESH
bha] &v)RRBEBTHIEN S, CRM IS
M35 g COEEMEE, ERHICZS
L7:BZEz2DoTHbRTE (eg.
Mithas, Krishnan, and Fornell 2005; Ryals

fH#EEIE L TD CRM

2005; Srinivasan and Moorman 2005; Verhoef
2003)o LA L, BEIZBRAXHICCRM %
BALLAESLT LI EZRDTESLT,
G LALRMIZBIRBLIZERDOTHE L
W) BEEL, CRMOEROREES 2/REL T
W5,
CRMZUV—=2aryy 7 =754
DEBH P OERN L EHERTH S L
Z5L, CRMZHCHZ) L-MEOFRIC
i, BRHEEBERRKEERT L7720 TE
{, ZhEzBENHKE T o X TEHEYT LM
BEENVEELRZEHZRILTWEZ DD
"5

1. REEBLLOEFERE L TOBEEEE

##%BES) (organizational capabilities) &
— Iz, FEERICAE 2 RS 5 220 I MRS
Z¥ N, EVRA - 7O, HBFEEEH
ATBHILIL-TREZERBT AT
L (Day 1994; Grant 1996; Mahoney and
Pandian 1992), ®ZORHELRFEMN O
RELTNHNEDTFOLNTES (eg Day 1994,
2000, 2003) . #AKREESI ORFFEITHEIIRIITILD
MATE/zDay 3, i %Z 30070t
AIZERL TS (Day 1994),

HF—iZ, MBoNRCEREYE LT Y b
YA N- AV - FOERATHY, Wity
BEEM (cus-
tomer linking), ¥ ¥ & V# 4 (channel
bonding), BLUHEME=F1 » 7 (tech-
nology monitoring) 4202 BEEEL T4, &
=AY, MBRBCER LA VYL R T
b FutAThHY, BHEH, aA -3
yra—n, BWER, MEUIAT 4T A,
R - BT ORA, AWERER, BLU

v % (market sensing),
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REOREILREDE6DTHE, LTI
N7 84 N4 TFukR&ESL Y
AK-77b - 7TOEREKEODT5ERET
T2 E LT, BEEIDOTINVTIANVA LD,
it e, BMEH, BHEY—EX - FUNY—,
B Y- RXM%E, £LTEBRED6
OSOEFREHT S, ThoDRIDI b,
BHEEMNEHETIRIEE LR IELT,
Dayid & IcHilgt v v v 7 L EFEED 2
DREY VT, WIS TET S B MR
B OEBEMNLEAT 5,

Day (2000) 3% S ICAEONIHITENICE
HEYTLWMEGEERRS (market-related
capabilities) Z3EH L, BEA#%REM (relation-
ship orientation), ##k& A F NV (knowledge
and skill), BX U 7ot AoKaLRE
(integration and alignment of process) & \»
I IODEFEZIRT 5. BRERIZEKD
<AV ky b, fiifl, RECHLDDHER
SIS, BE - - Y 2 0MR5ER, WoE
B, ZLTIRBRICBITAEEFLEOTNTO
HMEERICEEE SR 5. WEkE AF VN
RBOEMINBEE, 77— X—R LRG|
774N, BRI AY P - VAT AL
W—=TF 4 YR EDEEPLRL, TOEAD
MAE L MBIIAER, RFNTREMOER
REELY, REEXZOBEELHITDOTL
T AICEb 5,

O LD IR IZEE & OBAEE -
MEFHCBE S A8, B% - HigERe O
THEEN, FLTES LEH MM LT
RESEIRNIDPLRDEEZDLIENTE
%o
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2. CRM IZH (T B HEBEESHDRTT

Day 234698 L 7= 3% BE g 25 CRM & &
BICHELTWAZLIZHLNATH B, Tl
5, ZHLTEDEICRMICBWTHEITS M
530D THY, CRMIIFEFERICED SR
BAZODIDTHLEVZ S, UWTFTIE, M
Wi 1E LCTOCRM % CRM BEH L IEIE -

Plakoyiannaki and Tzokas (2002) i CRM
RIE LT, 8 - HEMEESN (learning
and market orientation capabilities), Z#THE
71 (analytical capabilities), XV —3 3 v
Bt (operational capabilities), #HA&HRET
(integration capabilities), B & U FHSITHE
77 (direction capabilities) &9 5DDRIE
ZEWL T3, TNHDFESI% Day (2003)
DTSRRI OBEFR IS ST L, BR
BIANEFE - WHERBED & FHDOTEII,
M e A VIO E AL —T a2 Vi
hiz, ZLTTut 2Aofis L RBEEIHRERE
HIZ, FRENEFDTLZILFTE S,
Plakoyiannaki and Tzokas (2002) ZZi b
DEEAZFELBERBL TV DI DT TRV,
CITIREOHE R EMA L 2455 CRM R
REELTNI ),

(1) HE-odae))

FEDTRESE, M#kE CRM ¥ 2 7 4%
EORESMEZRTEEAZEHIDOTHD,
LEOREHW R Y Y g v R AR KL,
MR OBMEA X £ VIZHKTET B (Plakoyian-
naki and Tzokas 2002)

ED XD % HETIFICETTCRM 2%
BT A0, RO2OOLARVTRZLIE
MWTED, 1%, CRMOBEEHRLI =TT
4 v 7R L, Kohli and Jaworski (1990)
PHHEMOBRE & UTHET 2 ER IS




T5, Thbb, MEBOBE T +—h APH
WY yar, RERICHTZOLHEN - #14
BaNA7 4y b, BROBERLITHOEL
EVo HFEMDOREEL CRM 28 U CTE
HYybZeThb, ZZTCRMIF, HigE
MEWwH HFMITOb ETEORETFEHT
HERELTMNEDITONG, £I2, £1<
OFFEHE LT 5 & 51, CRM TBEE It
THEM - BMEEU EDODDOTHY, EHML
MEROEELE L C [ ZEoffi Al
(Boulding et al. 2005) & \»J #HERIER 2 B
FRERIMTA2AMAL LTRZONS,

29 L2AMD I B2 CRM OEE
ThL, TNEXZ2ARINAEY 3 v
BMEOE, LD ELOTEETH S, CRM
PHEERLY T T4 7R EREL, [ZEO
flifEAl 2] %8R %D,
VT =TT 4 Y7 OEHERE LTRE
LTCEALZEEEBIZEELTWE, YL —
Taviv T =T 4T, BEL
DR LEROMESE - R2 XL =D
BT —r T4 7 OREST, Hk
WEDAL V7 —F N - —FF 4 T RBL
TREBLEDAWERE ZORN%HREL,
F 7ML O & A R OSSR L T
W ZERRDOHNSE (Barnes 2004), i
Wz, CRMOERICIIFEEFBEROBEHRIZL L
F57, BReERCbI-IEENRLELER
HDTH 5o

I LERmotE il 2 512, [HR] #a
ENR—ZZ L THEEINE ) L—-Va vy
T =74 7% (W] CEEEYST
TEIRREROY =TT 4 v THEDINT T4
AV T PELTRZBZEICHEDS (eg.
Dodge 1997; Gronroos 1994; Sheth and Par-

Jb—3ary

#BiEsES 1< LTD CRM

vatiyar 1995b)e 235 ¥4 L - ¥ 7 ELT
DIL—=varvT =54V IDE
B TH S CRM 2 BRI S ¥ 5121,
MARICHE DA T NE, BE, TERAL
Vo 2Bt FO L O R ERT LEENPR
RTH5.

(2) %8 - MBEmREN

CRM IZ BT 558 - &M IZ ke
LT, M#EOER, MZois, BIUM#E
DFE - WA - fELLE I HBFEO 1
t Z12fE - T b (Crossan et al. 1999;
Huber 1991; Miner and Mezias 1996; Nevis et
al. 1995), BZ - WHICETHEHREIMNEL,
BEOTOT7 4 —VRFEE2ERTHI L
L0, EEICETAHEVMHPHE, ¥4
LAY <w— 4 %4 b (customer
insight) B TH5ILIWTEL, ZOH R
yw— -4 ¥4 MEHBekTHRESIR,
BRI, FHEAZRTRELRS RV, &Y
b, EREY—-CAOWE, EFWLELH
%, TANEHIRT H4E, ZLTERR
BEBIHNAZT— - 4 V4 MEDINT
e %5905 Thb (Plakoyiannaki and
Tzokas 2002), #Mi#d, CoHAF~<v— -4
Y4 PEBRTLHIEIWCE ) EEMME
(customer value) ZEIET %, 2D LHITH
BoOZBITHICHATHIEETHY, £hid
AL EREREE LMk L OMBEER 2 AN TS
FEES (B 2006) .

Srinivasan and Moorman (2005) 353k
HIZEE LT, Kohli and Jawarski (1990) &
MHEMD I ODERTH HEMOAIE, 1F
BOLER, BLUEHRNDORIGHEE CRM fig
HELTHBALTwS, ZOREIE, CRMEE
DB EMOEZ,LBRENELZ L, T
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Ei%4

bbb CRMBNPTHENZDOLDOTH S
ERZTVWBILEERLTNA,

% 72 Raman, Wittmann, and Rauseo (2006)
HCRMIZBIIAHBFEORZLLT, T
— ARM (team orientation), ¥ A7 ARE[M
(system orientation), FEEM (learning
organization), B X UFREEM (memory
orientation) &\ 3 4 DDEMEHEIF TV 5,
F—LEMIEOEFOEBETH), €V
vt ERET LT ULATHD,
VAT AEME, HBEROFBERET S
FRELTRILDL, 77 ¥ a v ORFRPEBE
HLTEDX ) B2 RIETTHhETT
DEMEDVSWTHZ L2 ERT S, FHE
%8 U BRI ISR 2 B L, &
LWAF )V EEHREZEBL, HLVA#REF]
¥ %, 2L CREENTIE, HE»LFH
L7-#il e HRmicL Ea—352 L THL
WHIREERFET 5o

BEERTIE - 3667 - BRL, BEBR
DB LLELRSL &) —EOITENIEL,
CRMIZBUIA2ROBEARANLZTOLATHY,
M OEE - MHEMIIBEZRBRICETLS
CRM 2 & o TR LOTAARZ O, Mk
CRM 2B L CHE - MpEmMEEKT L LT
L, TR TERLBERE A F V2
H35Z LIZCRMENICIEDPZ 52\,

(3) #aaes

CRM IZBIT BB 20D LRV THRZ S
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(4) ARL—a Vi
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D7D DAMALITE L T, CRM H 4 FF Ml
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Fuv s bRV AT+ (CRM project
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