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D2 de sd=xgediAde dAFger FygHded, v HEARZATN =8
ul = Purdue University9] Jon Antoni 4 % $euaty] EAXE =8 2 Ao YRE
717 L Addl CSATAE 9 Adsy A7 Lol A AU ZALE Haoh

2) gl =FEAE= MIS 9 %4 RopoA] m=Fo] vugln glov E3] uAly Bokdae A
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A7ZH 2 Way

7199 A3 FF8 ol Fuste] gow, FFe 0] F3 o]JEFI ¥
ole}, ol wiE(Huh)eo] F8& AALAolt nAA ARAEHE 27 AdME FL
AF/ECl 2ZRAH e Ty, 3 Mujze dayel dAd

mEkA, ‘AL AREH EE FFe AP ez FEAXAAE 247 714B8AA 4F
Hoz AHe H Eﬂ%é}ﬂ skl o=9 AP ES 1A AFFEe uHe g &
71Zel gt AAF R Mujze AES gk g ARYAelEe ST Uk
AU NdE= UP‘%%] F&ske AEg FAMstodor & Aot

of huAARFYA &t %&?15} HFE Fgste 7198 75l sviet 7IdedA
dE,

= ARG AE, AnswerdE, A2 ASHE Ex= Z(call center) 59 T3 o] &
02 Eg$3 uZd M= Call CenterZ olaj 5 & nAdFd/ M2 AF 715tk e
T duiridzre ZAAe oA FAEY &4 AAE 7198 FT 2 AAY ZA FFE
oAl ARt 2o, AAG AEd glojA ojeig dinAMulA A2¥ T AH TF
o] "3t sta vk Z4F AFEIIeo HHe] w1 FEx M3t ®ito] ofd
Internet, Video, Wireless communications ¥ PC 5& %%% Call Center7} YelUa Qo
o, 45 7192 AA A 24 &3FFES 9% Global Call Centerg %93t U=

s},

ZAEY duAL&F FF E AAF/Mu2 AR 7de FA9AAY T4 dHS
#de 9y glenz A PFERAYY FAL A4 JAAUAYGL Z4E FIAE
ANA AdPas g vl FLI A 4 vhe] gld. A% FAXYolg e I
93 g a2 5, 2 /AL e %ﬁi 0}71 oo, a4 2 dde 24dx8E
ATE T3 A2AFHAA} gt

hA| gk oleigt Wad L FRAFNAE EFsla gdxiyoelgel 3 gAQ AR, =
ol BEg fAXYAH sotgd AUt B 7 A4 49 FAdME F8E F
o] AR @& AAoln nFe AL Purdue University2] Center for Consumer Driven

Quality®] F=3tel] 715} 435 HEste A8 MPA71n e Fxolrh. oy 71%15—
o] “Trial and Error” %49 Z ¥ P(case study)°] Z%F AHA2E F3o madgne 9

oy, RS o] FHAHALE ATE A$E vy =EG. B Eopo dig A7 7y
EE THHLE HAIHA AP F2F o]fE o] Rof AT FIWYPoz viAY B
ol ol MIS, BREFA, AFH, BA/71A F8 Rofel z2e] Westn HgHojof 3

E A3 424 (interdisciplinary approach)e] 87 7]¢] zt #ofe] gxlgoA Ex13
A AFUFeR AHHINIL oHNE TMeEE ' & AT

vlErE g, el FeE o] Eokdl digh @At o F EAEA @3, stAY 7
oA o] Foke]l AFE YA FHo] 7] wFd & AFE v 71dS 94 o
o A7 deAe FHAZE Bde] o, I Az gd drge FLY o9
= zen 3 E248E dYdeR e HERAE B 77 Ag ARy, 71y 71d
2 o olfmEel HE A5 FRALY dAFE Wy Aok

AT 2 AFE ATHOE oY FUY dEol AT 1FH £7EFE A3
o gEdez IPHT Qe 7Id PAAYY o] AFH Eoig AnFR g AT
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g 4 vk B £ Al el mE 5 22 dquAsus A YA
AH) dFs= W JoAME B AT Hadol Uth

olg} & WaAo FE3y] 3 B At 5¥ o ke v 2ol AAdEnh
1. 8lo] AN call centerd 99 F2 A& tidt o] A g A sich
2. U fr EHE AF BES 53 AH dyREde] @y S FI EAAS AT
g A g
3. uZe ZAE HEZA Al $vet TAH ZAMZAd] HlaE FI yAdAY
g s EAgg

U9 F8 A7

AurAel A7Es

nA e =

= <
71de] A7 2 &9
ZUYe AFERE Adu 1 A el 2 AH1996,
1997, 1998)7F A3 =gog HrhE = Yo AN E 1984d &= 71gLana A
27} 83} (Organization for Consumer Affairs Professionals)s =23t} EAlg o #§ &
E AAXAE =95t sZs Urte 2% AMEn Aok v BS, SAH #¥ ¥
9 Fg HEA7 EA8Y, 7E hEAHA AL World Conference on Incoming Call
Center Management(A] 7] ZAE #a/$&d HA2)ZA, 19983 & 103 AL = U
b, FAdAME, vF HFUeE(Purdue University)®] Center for Consumer Driven
Quality(2H1 R FRAME) Frato] A7z "gsn ok 1 3 47k FAEH 19963
(IBM #4%), 19979 (Cambridge Management Consulting $9) 2 19983 (Ameritech %
Earst Young LLP 3¢)ol AXA3 uxFAE @xvlzle #Hg AFEo|rh
2dAd8E ZAE FJAYY, By 53 2 Jgad By, FAHY @y R A,
2ZAHY A4 AEFYAE), §F &9 (Outsourcing), XA 7]€(080, ARS ¥ UHU
o] &) MYZF Hoiz EFH AATT

¢

O

34 20

Booker(1995)x 23 Z g ldxvojye] g AFoA nAHq@HYF FEoR
A (1) EvEA 2 aAEsuee B4 (2) Aol (3) #WXwA  (4) Root-Cause
Analysis 5 943 e AAgon fdyoiyge] wgdoer (1) AL H 22) (2)
71%(Technology) (3) A& ¥ A% Tt Bo) ol faue HEUZRA Zie 4
st#a Qa7 b 2 ButES ofr| A7 k. o W i AEF 4 23
A 9le] EHRZo] s H 919(444%) 0.2 AAHAT A, o] Ao EAAHL
2= 2w 4 (Input Variables) 22419 nA] A3 &3 FHE Ao Ao EEHE
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¥ & Aot

Z“ﬂ?ﬂ’i'] oz 7% E%3 #IAPYx: Pvtxm HHel Y AE GE(Generic Electriciil)
Call Center®] @&]A¢l Clark(1995)e H 2o A3 =A™ One-Call Project®l 7Md& A3
gy, mAe) & o) 32 Rzt FFolF(route)E A Wi, EE A
A M(one call2) HZ2T  JEF YA Yoly B GE FAE Atdo|tt. o]
AL JAxYAge 714 EH G40 A nHATGE Hojrh

Jacques(1996)& @ dAxUolgd o] 9AE AF 2 (Symptoms)-->Z &(Diagnosis)-—> 4
(Treatment)-->X & (Cures)& EF&l1 vt AZE 2H4EUNZI &L, F
T &g, v 8F7F 5L onsly, A9 o @RS A O dAE FodE
olt}, &tAIwt, o] RE AHdo] wFatn Bk AW EA9 3, ZAE
ALA D A5 AF 71A] AggEo] EAgT AfFe AR HHE v
3kt Jacques® AHAIS] dFESL JA o

Lusco(1996)E winAM8la £F& FAE T3 AFZEAY FFE =m37 A8
NYNEX Z4E 9 gdAYo|gS 2AAE =
ALY, FF), AdAA, 71 2 Az FASG oA
Mol AFAFANEE HES}E olfFo F4E& FHe=2 %lﬁﬂg}ﬁiﬁ}.

O’Brien(1998)2 Ticketmaster?] A& E o2
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MBS 950, 150000708 WA}, 2= FF
40005 ¢ Astgol 1do] 6URESE APshn o, «qi(peak) e, AR 250005

=,
o
qejtee nAL
_g]

S AT FF 5AL gAY FEdEl A BFAH)s, A
Bl FFEe FF. dgd, ndr), AFEH HEE FI 29 4FHY Virtual Call
Uola 34 e dxsta ok A=t §4, 23, 399 2y, 98

Center2| g alXA
AMEl2 Ree AEE e dolguolxe] 71Ests A, AGASEE FAY Aol
A3 Aol & FAECIUUT XHF,

OmmiTech AAE 8L 60odMe ZAHE BASFHo AJHEZAZAFY v ZHE
9 gAY NEE oF 64%2 vEtyn B oh(Call Center, July 1998, p.12).

A=, 71€ AT AFL ZAHY gAAYH L o] FuAEd B HAT AT2FH
A zstojor dtH, oo 7]Z3te] FAEHY AA, Alz=d B @Azt QA ok e
Aow Qg

Botd £33 2 e e
19989 e TAEH BAAATAA 19 A w dx Au AT

(Canadian Imperial Bank of Commerce)2] ZA1E A<zl Moffat(1998)= ROI(Return On
Investment) BEthe TAMH]A X3 FPdY UHE FAALE MR e 2FJEEL
40-80% A= T AHE AAA Fgolgte AFT AHE AT T Hch ZAaE AL
Ao 10%E 7lEold AR QAR FNEY dF FHHEI 70%E AAs7] &l
‘4. ol Adade F&F BAYst vl s FLIS AAslE T8 delt} vigdAE 4
Kol olAGol U B} AUlHon Folr, 4 AFQdde] AV 25 £
Ei ”‘"%J«l A (retention)ol] zZt& s #BA S 7pxof g}, ¢guate] A$-E IMF &
2 Auty ojx gL uff

Kaiser(1998)& EAE Adgadel Wzt A o2 &o] 35%0° 23, s4& 2L FHH &



’\]g"‘?— AH Zi% ;’4"‘@‘3}. %, 84 3
Az g ZAZE FaE oA ok '5\}‘3}3’— AlA gtk 53], 5ol oA HEE,
AMA F2/AAA, HFE L =ego] oAk g Erh
4 Abkale] = Elang-C &4o] 78 ®Wol A5, ol& o] &3
LEEoE ‘I]E] 7?"] b ddgom EAEHY o, MM e AR AFEE AAEL
gl 21 & TCS Management Groupe| #vldtir e TCS AZEH o]}t Boswell(1998)
2 ZAHe v EFoM 20 e Aol 60% FEE AL YSE AHsH, 77
HHe 29#AE A E 1 T3%F E AYAL 95, 2. deadF] A, 3 299
2AZE A4, 4 A AY/FE AASEL Atk EF3FY dFede AEAY, FE, 5
AYPA 5& mestdol dln, oo dse Addd e EXAHE £F 24 H Y9
HeE ERE sjof grpa A et
Cleveland(1995)= #}8td E38 2 Awad #o] &3 o2 712 £33 Z4EH B
Holl 723 MFAHQ o8& AAST 1) F3F ur|Azte]l AAAAY, B
o q

A, 208
£g WE 2 TEAY 9208 Ad A= 2 B4 S Jx/sderAA el vt
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o] HElojny, %ﬁ}ﬂﬁi%ﬂ 717bs At e AEE 2AME F 8k 013}1%‘ ozt dua ¥
R e o2 Bdod AEd FuU A M33

! H] & .
FE5 A 21 ] 9 Tor"?‘, 7. 71} Q17+ Q@ Ad &}
e

AEREe AAA] A =(coach)

Swystun(1998)2 4 S
1. 2% (Goals)d A A o] &7 (Measuarement), 3. 5L A9 }é;:‘_(VISlblhty
and Action)& AlAlet3 Aok =x AFE HsiMe F3EH
i 2o BHEFAL SUAI € AElE F£FoE HYEn
FE 71722 A9t 4o Ha, Rx} Ao ztolE ¥4 F, 7 AEH] A
Aottt 4R A4S AL Aol Hag x4 2 7
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“FHQ FEEQA Mulz FEEF B %Y
1. Aeja &9 #Hg3 44

ZA(ACD, VRU, e-mail, & ¥X T2
(Erlang C &4 X+ 7\3%3 Al &) o]

z3d, F7F )4 mﬂs Ax o

g kA Pase AAsn i AW, 4gdd F7 AAY, o
}e»xwwv}ﬁta)w,%»az %
1= $avdel 2AEH FPHE
Adolth oAl BalA, 4
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%% %3¢ Eul(Skill-Based Routing; SBR)E= A &899 543 7]
=93 978 HAs] 4% 5 Qe HoA m$ Do el
A9 #go] Hx ¥1 dv AFolrh. Klenke(1998)E SBR9
SAE Ax SBRel A &AACK st= 743 Ansta uoh
, a2l Agde 7ed nAe 538§ AHAI vfx A Ak
% (Routing)olgte 71€A A9 At
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Peterson(1998)2 Z A #eaE FRARUE 3AF vl&(mission)®] B&E o} & vt
o2 Z4HY 24 ¢ dF7F o ¥ s v A H

Boler(1998) £4 71&9 waz A3 MY T8 ol¥(oute)e 71EHLE A
A7 A 7o o)ZJE(RMEMOIAE 7 At L T MR YA
AAEE 2 Aot 47 Azd: 5o uAEE dF ® 4 AR 51_%3}31 RE BT
=93} (know-how) & /\1i F4Y F e A2y A AHE 3 vk A,
Salvatel e 2R3 ASglolt ojHd A2de A3 A

Cleveland(1998)+= &4l 1«] By 2 EAEZ 9% 794 FYPAYE G Zol AAF
o 1 Mulz $£F9 A 2 AsFF 3 FFF 4F 4 712 "L U¥
BeEssMe A 6 2™ AF¥ AN 7. 2AF ARG 8 ¥E&s AL 9 |
FFY =H. sHARY Zﬂ/\]% SAE SHME #ele AvEQ WEOE AuA FE(AEMNA
o Az A BA 2 g B3 Aol AsEH

I

ZH8 B ¥ 9x SHHY 2Awe AFse Aol okdd, FFBYA &
Agas 1edd ALEYd B2E FA%E AR 49 T 9 Fo shdeln

(Anton 1997).
caadas 29 AEe FRo ZAESo(HEY 109 olsh) A FES A}

T g o) A, Smith(1998)e olad A 2o ZAHS Hefat 715 &
@ 2 oldldn FLHYS o, UFE AHROE R &Y PR NoAH =& 7 A
gxn dudc AFE SAHEHSLS 294353 2 A 2REFE, Ve R A4 9
Qo] AE el mAE Fie AEI iR AR 39, ¥ AT F
Exo] 433 AP on, Aoz Re T3t vy BEFHHoE FooH, 1Y
& dag ol 3ol £33 S AAME Hdo] Zo] wjg A@H & 5 Wl §
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om, WWsE 4% A9For FHE oJHEdy] v HgAHET A5, n4de
2 FAEE WA HAE IR R3te 497t dvkeint. webN, AR AEY] 58§
2ol £ Y YL aAQ HEAAY &, AFAAAA ] FFEE =4,
ot 2 AFFY d&xd, g2 dF H/H %4, 53 2dus ¥ ARAEIL
o] FaAQ itiT Ade FHo] Fasirp Ay

Z 589 AAZHA, Tanner(1998) Eﬂﬁm e A4S Yoo, Agd2=art
@A} Inbound =+ Outboud ¥ W& A ehA] &2 29 Blended Call& A}t Blended

Call Center7} @4 o a&Ho)letx FA3it},

Woomer(1998)= Z4H 914 % B RA%Y ARYAILE AHNE FFE SAA
S EAE #d Aust R E*EHE 22, A ‘;-4 g adEdA ¢
o, 288 EA9 5517

ZAEHY 84 AB@HHAR)
Z4dH 9 dHedE9

FIHYEHAY % AFS L&Y R ERY, AT 18/
zx  oZzd)d Ul P77y ol Folzjot :_]'E}
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._>f4ﬂu.,
o X o B Mo

F9EAG S Fgade AHAAFE thdo el o)

Ag AFs F, AHY &IdAAFAE HF —‘%7}7\%"’7-‘1@{“30“ s Z#g-(iﬂ
(block rate), MU= &) 2 FAsde 8 T84 HE(HF3 2L e-mail 3
& 3 AT A FAE AHE 2T/ Zﬂ°1“1, dEade AHHAd #E
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Cleveland(1997)" A5 AYEE/FF(service level: F, F AUZ 9 X %& Yz U
o ¢wtal= v &) mAY ZE A usk ﬁﬂ"]” (response time)& F23 ZAH
o FeAH HFEE AN AdUdz o HEH/FF(service leve) S HABANY HPHE/
T, Mul29 2, A9 HsE Fol .LE%HC% AR F ol Aok stn, g Qg
3 mol m7e F8E, tAS(mA)e] E4, o] 7t + J& HU A,
/FE Ao FF $9 848 meiste] AAwojof gt FWAZt] g A=
9] e-mail¥ 1A1ZF W &9, Faxi 3A1ZHW §%, voice maild 1AM &4, BA=
€9 Folth

Anton(1997)9‘ call center® 4F Ao #afl bS] 4714 ZFAHAHEE AA T

1. 248 $92AX(call center performance measurements), 2. Fd#HA ZFHHH
A X
0

rir

(revenue-related  performance  measurements), 3. H-§IFH

performance measurements), 4. A¥]2~ $%F P8 ZFA X (quality of service performance

measurements)
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FAE 29ZA X (call center performance measurements)

AH] 2= 4=F(service level)

BB 4 E(average speed of answer)

BF N 7127 (average time in queue)

HA# E3 A7 (average talk time)

(average auxiliary time)

Ho B35 AP (average after-call work time)

A8 Azt (average handle time)

27A1E 4% (adherence to schedule)

3‘27]?; (average abandonment rate)

l A1zt (averate time to abondon)

AMA =& (retrial rate)

A% (agent utilization)

o ol
o;»w

53}% (average offered call volume per hour)

o 2 = oox R o o ol o
SV A A A < T U T

off off o ™ 2 g
o M

[=]]
=1
4 2] 5 3+3 (average handled call volume per hour)
B 7% (average blocking rate)

e

N J!Nl
p:

E

A A] (revenue-related performance measurements)

2

Fe] E3to] ¥2-& (percentage of time agents spend on calls)

o e

% (average call volume)

ind
i

W oft ox H
51\3}01

'I
EF

] A 3-8 (conversion rate of inquiry calls to sales)

o o i oft go

o
e

3 H¢ #ul-& (average sales per agent)

Hl &3 &2 %] (cost-related performance measurements)

(loaded cost per agent)

H# 7<) v]E (average recruitment cost)

Hy FHH)] (average training time)

B 5% v]E (average cost per call)

< B]& (average cost per order)

/429 $% H& (ratio of IVR to agent-handled calls)
3]

519 & (lawsuits avoided)

H| 2 3 #3d =4 X (quality of service performance measurements)
T 429 &% 713 (average tenure of agents)
W2l &3 u7 9% (overall caller satisfaction)

vt %8 4 (number of complaints or escalated calls)

B
2

5
8 %3} 4 (percent of calls requiring rework)
2}

53} —’F— (complaints resolved on first call)

BRI oox w0 3L op X o [
e

ot
) i<
nMrEL.%mEL

zo{:;“

i)

& oot
rjg
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9] & ¥ (Outsourcing)
Heol 8318 f3td, dA FAH 5
£9& HegdogA HL&Ho Y Ay
. g YA e YT 8985 JEA, 7Y
12 #dEgdo] #EyE 4 9ojo gt} Harrington and Steve Zell(1998)&
Thomson Consumer Electronics®t NorCross3}Ate] Ale|E ERA, 7|FES 9 F3IA AA
Al Qg At 1 WA FHAE 2 BE AL AT # e FEAS Y, 3 %

o g

g
#ek A4 A, 4 A1 AFTFE, b5 T2 RS qHuAIAY] 278 AHT o
i gas £4% £ AT T, 6. A=A VdEHH FAHEFS FROUEDE 7HA
#ol EAE 2P AL MA@ vixHoz Ao gFIAE FELE YAHS
¥z wEo] TAES s Uz 9 utgAd A3 2E5E ¢ v A

A4 714080, ARS 2 QIE{Ule] %

Fletcher(1999)& 7218 $Ad e 4ol WU ggaok s A R =9
A

FHAE Hat siue WMo Web 4o $UYTe] th¥ Chat Room Fo A¥E
A Atk A, AEel Abgol WA vokes Selubete] Be] HFo B

a2 &% Azdey d48g. e

—_

= g, Hor Auy Ageo] ¥
A AT gAoRE o2jd BB BAHY AN P L TAVEE Ao 7]
shele} £,

Stein® Collins(1998)= Pl = TIAA-CREF 9] AH#HE ,
TAE &4A H2E & de A2l E dAle] Fod, %E’_%
7b 2 v g H7AE FAd A¥AE # Jdun AP Ed. 53], ARS o]&A 5 &
Bl 01%1}%% 0431 7bA vlye] WEol= & A
TIFF-CREF®] 24 tii-fo] wadEes nstdazgol
4R FE HJrE‘r g oldd A3E St AL o

1 S ) VR

vl 080, ARS, % SlElYl 2§ &g
1998 d x o] HAlE SOCAPY 1o wz i, wdhu|zEe] 080, ARS ¥ UJHUE %
HgAE Q5S40 eI o] Uit
gamzt Auls e 9% 7199 080 BE As Auls AFgo) F7}
gow, 53, 54 A9 £ gua 2 auA AFAA A3l Frh @A
A e

A 63 F QT 080 MBI AFTE-E 923(63%), 9541 (81%), 98:3(86%) & HHERRETE.
2. 27 AL $ gl 080 3] 4= 19959 wlsshy, AbE&o] AAE Folmth
3.1995d ol %, A £y FH HE Aoliz A girh
4. FAH 2wz #d An FLEE S 1990 15 £F02 QAT A VE L H
Age 8%, AAUETHE H&ski e 3 77%, A}EAE Aoz 715 9 AL
&l e FAE 88% %2 VFERWTH
5 080 &8o] 7|z or Auws) Hrl
1) 080 Alulzs AF FAbe] 86% & thet nAMHlA V)5 g A7) HEte]— FFH
A2ZEYOE ggor}
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2) 61%E HAEL 7128 o8 AELH A2dL 7580 5ol E 53%ATh
3) SARM/Q LA S $%(routing)dHE ROl ARS @89 GubHQ EFojg}
25,
4) ARS routing® 71%E 944nAe DY, FANE Soz EEd)d u st
At ‘
5) ARS® 55%& YxbAQl ylgol tia) ule =SE ol HAAE W
6) Hd ARS °1?JE—’F—~ F 5000 £3Fow, Mu]2a3jAbe] 97 12,0008/F3 L
2 AzY 40055572 EE} #4438 Exoh
7) 53 % 23 M-SR ARS/F BHEZ, Awade 123 wste s ik
8) ARS o] § 17 e] u&ég% A A 9 _@59} %5k A e
9) ARS 7% EgHoz FLIAXNT YA Ltk =, AT 60%7 B &
7] Ao Ao dd YYEHS Hgs ©, dndoz mAe Fged A
42 £§3% ARSAl29oz 2 & Qo
224 39 J19F, 68%7F YHUN P2 BEEE 5 AW 3dFU 7
23 DAME(ZAE)E FFo] v Tus) Ak AW Al g o
o™, o] 90%E @ @ WMo FFoz HAHUGT $RIAUG. A2
fgo] 9w} 080 Mu| A8 B8 ZAE HEF nXE: 4T o
t}.
. 080, ARS, 283 AUl 8ol o Welq AT
Mol A ABHT BN EZE 5 Y= ALL ATen, nATLERY 27} BT &

=i
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foo kN 2L do ot O ik
;}ugw

ZAE 9 Her7l<(Advanced Technology of the Call Centers) &8

ZAE 9 &8A4L ANl automatic number identification: Q145 H3E 2AEF A2 Al AH)
Data Warehousing (5338 25/838&4249) Internet Faxing, Speech Recognition(&43
214!, Call Routing(¢!1& o}4 CTI(computer Telephone Integration), Predictive Dailing
(AP A3 A2d) 53 22 HAd 7o o8] A3 Eob Avh F& s AT
Moo req gl

Speech Recognition(4¢14]): ¥
4o g AA3E Aol otz 1A =]
Zlgolth. A, ofz L e BHAE
old Ad=x YA XK3oh. E a
o glojA Qizre] SAJolAM FolE £ gl W =78 FAE RIe 3ol AR
H1 h(Coin 1998).

Call Routing(9191 % °ol%): 71& AEAQ wiswd S cd7ichd di7] 4SS 713 2

7 5 =5

do
fo
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i
N

B>

i)

O,
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o (.
fol

fo rir

2ot > ¥ o

X oo 9

NeFEE A ’*]717‘:‘ wako g vty glor, old =eo W} %’H_‘Ei% Bl o Al
| &3 2t} (Anderson and Taylor 1998).
CTI(computer Teleghone Integration): AFE S H3E JAAAAAN FstunAel L7929



8 AR ARE AGREZLE eddon oy £ = vlgolth CTIY &g

Ui #eld ¢ Av 71ERA, 753 2P (reactive management)
g 1 A 9 AR V12 A B8 (proactive management)2 AN Z 5 i),
Chirannky(1998)-& CTIe] #AGAE 4dAE Aystn Qo). A 1944 AELEY], A
¥ 2Z37)/(PBX) ¥ %3} 2ul7I(ACD) 5% A, 2dAv 2718eY 2974 FH £
g Ao R A oA dude Ayl dFo] HA ¥ EYE A3 AAH

[
ok M 18 ¢

S9g FdsE dAoth 3 gAE 25Y vty ow dHoXE CTIZA HAFEHY
37 AZA" Adeolu, AFEHAY F454 AE7L Fol, zrawl 2 d=gole §EA4
T7t gt 4 "AlE stedo] Hue AXEe FA9 MHAZAM CTIZHH HELL o$

o] Ftth.  White(1998)x CTI”} intelligent network call routing 2 workforce
managementE §3tY o4 ZFAHE FTEHZ #¥E¥ £ Q& virtual call centerd)
N&Joﬂ ax 398 £ 9SS Adsn 011;}.

Predictive Dailing: outbound %39 &8428 FUAZL F U= 7&2A, F&4, £3}
=z F, }5 271 59 S8 d¥yoz Agstn, gAnde] A4 9 + dE S
gt oA F3E dAANAFE V&

Y2K #A: Daubitz(1998)= HFE 7 A7 200034 4T = g 429 Y2KEAJ
# %41*51-4 2] 7} FBAGH 2 550 IFLE TE £ Y= FEL AFE L “nH)

FEeEe] WeEdH dHAFUA)E V&g &&3EM, HoA it GFE NPT
doin] Fo A7 JtA FA nA6] f FEHT ALE Heksy, 2598

AN Z £ 9= Hlolo] F U},

Hoefling®} Miles(1998)2 Holland America LineWesttours ZE 13 o] M F &<l e
A AYIFE At E Ao 1994d9] z7] 5o ZTEaPoeRE AlFste] 19994 ¢
3089 ZzaPez AAFed, A Ay ZEAE g EFdNPF, T4
R A U 7-11% A A JENO e 2ok A g o] 22y
o] Al JolME FEdd Fuo d1E daw FE AAsool & Aol

o

B AFdAME A Yoigde sz oz wxule g AR X uig L
JrH o= 27kx FHoM APd £ e o, AT dA Hz g el wiamoln, £
A WYL Fo AT AR o Axeigeln}. vt B dAFE o] Fopd gl F
I AR Felete vFe dASY 7 o) Frbe] vaets WAvkg He g

&R gt vl 3 Purdue Universityd] 2483 719 F£& v AJEE 299 Fa3
AEE EFd $ESS ASHIRE 7T & 94 o2 F23 FEo nuEAL 3
A7 QR FRol A3 JAen, Y HFE ASE SEAEY EAHA £E ol
FHog B4 wjgd L ulg Fo FE dPrt B A9 B AT A HoIn
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1998'd 89, Purdue University® Center for Customer Driven Quality®} £ ¢ ol of
st Amsta g8 Ao AERAN AP A5, 9A, Y 7S o7 8wt
7] $18ted, vl Purdue University7} Al§3 Y AEXE HIGsto f-uet FA4HY
Palo] RES £43d ALFAT(BEAY FARA e e AR

$-guele A9 AdFo] 19993 1-2€ Fol ¥HE F 4005 F, 48571 3450
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1. A3tz dx 84,2 "WoA 2 ¥ 24 FAEFHY HE HFAA, 3 A
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o2t

‘°] *]'%E]‘:‘ Aoz vepyton gte] H9 i A
2 vUedrth g5 49 AFHE &8 T8
ﬂ | Vel e E=E 9~]—r‘g‘°ﬂ§]*}—‘ 8 = H
Gebsith vzel A9 $euete FRLUHP PHz f4
FeE7 Ge il mAHERERL Hmd] Qol<E1-4>,
o] 10%2 HHAT dl, o] Bl &L u=] 20-100% EUF
DARAEGEE H& F Ao FaAeg nEHEEE

A vrebe
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>
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ol
ok
X
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ki
o,
rir
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@ v2He v
SECIER LS
&vl(69%)% vl s

zgeA g H4
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8 2ok {0y [o
i
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A

Flf ruk: kﬂ

st

[} K
3H3(41%) 2 P 7(39%)0] H| =3B
<EI-1> E3x uEx

2%/ $- wFE(perfect score)-100% wHEa178¢] H]8(HA)

vl median: 75.0% ave: 63.0% SD: 29.1%
i 63.5% 58.5% 24.2%

o & of ¢ w74 o
)= - 23.7% 27.3% 28.5% 20.6%
Ll 11.5%6(3) - 26.9%(7)  42.3%(11)  19.2%(5)

(e =2be $7EA T

<E1-3> F3%H

A & A
$-9 A 3} AFE AdW/E5AH FERZUEY
u 2 56.7% 37.8% 15.1% 7.6% --
B2 429% 42.9% 10.7%(3) -- 3.6%(1)
H Z= oz
il A 3} AFY AW/ E5A
o] = 19.7%  286%  6.7% 9.7%
ey SE3ALe F71 w9 ol %7t §o5hA &S

g% 2ge A HEHR UA ¥ 2T,

B &3k 0-2% 2-5% 5-20% 20-100%
vl = 45.6% 24.2% 24.2% 6.0%
ki 920%6( ) 100%(Z7tgh)7h vl$- ¥ebE FZ Ak 558%
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oz, 24 #HAEL 2AH 399 U ME T2 242 oW 84E AAG
I AeAE Hudo

2 edol 4% Fasldn AAHE 24 SlHFe

<E > XY, 4T TAH BEASL YA 9= > A > HH > U
Nz za3d 9281 SHyh o AA £49 APoz HE ZAEY yAdxolge
od AR sHojol dvta FFHo2 AN Zoln, BAHY AAAUAYR o) F
5259 FAS Laela AYsolor F& ANBTIE B & Uk Sold He,

o] MEE-2(67.6%) A=A F7(452%)ETH F3 264%0]de] TLEE a3
oth B me A wFo ZAESY I /MEX 7 ¥ o@uete] FoE A3
3] 2ot A, $ivet FAEES 95.1%3971AH7 F4HA AHAE/dE5 04
AZEYAE AHEET YR e RoE $H 5]21‘:} %, @A 49%((270Ahgre] e Q)
AZEAE AR3E JdHAYE 2 Udvke Aotk U AEAA UEd SAEH
7b AWE sbg 2 EAZA, AEd A4 %%(431%) 2 AR HLAA] &4 FY
(174%)°] AF" AL olgd Jd&EFH FAEY AAAPE 2 XA Jokn B
o]#] 3 ZA 3= Booker(1995)7F A AIZE call center o] A9 B A9 44%w 4
4 Fd REqEold:s RugE AXFh uF HAFu HAERAIY A, ‘A =
o] $2ugtel AEF gy, AEd TdHJeY, o 248 7/ Fosgn $FE 0 &

WA 18%2 B A8 YR
AeHoz, #3/MFe TAHT] ARL F1F FaW 242 AYFTHE FIAE B
A

flo

sk}, 2 Axe] Yol s AT Fol7k b RAolth

g2 ZAESY ddns wELye ofdel 498 JAAnA ugel wgo] MTIA
HE 20 84367%) B M2 Uehd ALIAE gARo U dFEdT ¥ 4 9
o},

<E 2> 24 294 o 7R Fasidw AHE 84

Q¥ AN BY e A
o= 67.6% 170% 78% 58% 18% 100%
LT 45.2% 38.1% 14.3% 2.4% - 100%

A #d

FAFoR vy AT WL AgdsF, AYB, A{FFE, oA L, YETE,
dHFHY, RUEHINY, TELTEFE, TEAD, ZFLAEA AT, BAFEH-A
£ Fauy, =5x87dod e Zdolth Moffat(1998)7F 2 ®EE vk A, ROI(Return

=

On Investment) E.ttE T AME| A X3 FAY HFE FAAE $H02 e A EI7
40-80% Axeo TAH A4 4L A3, ZAH AAAL 7lEoy AujEr g
(AFADEY dF FPAET 70%E 2A%TE S 288 o, yEde9e] §8&74 #A:

=
= ZAHH ¢4 Qo] WS F8§ Bopat ¥ £ ok

<E 3-1> Ag9 £(FH
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gqel sEe wieht, wFe A, nFY vgel wovl, AEde Mgl o,
#%9 ZA3E ABUE 2 WA vlgol dkaA Yz o

Ne Add ¥ J1EdF @S9 7R 9F A" wed e 4B
b= $10.0 $25,000 $35,000 $60,000
a3 - - 28499 3nee

gz 52 weuad s, FRe n=e o 70% ol HA Fou, AF 5 3
A%, Aol AA UX & Ao Bwe] Hdrh

] = =
53E¥2 ZUHS 85.1% 75.6%
E2E 81.3% 36.6%
A Az 62.9% 415%
3= 62.7% 53.7%
Jduig FIAF 54.2% 19.5%
2AE E5E 52.5% 22.0%
234 BnEE 24} 37.6% 24.4%
g 30.3% --
o) & 4 14.2% -
71 €} 9.5%
Ao 8 gHdAT &3 2.5% 14.6%
MAEFH L SAH3A B -- 19.5%
A7t SAHHA FF 1.0%
g JHEAIRE - 9.8%
E3te] Auj2e] A 22.0%
F 1) - & 235 nugEe] 4% gle B+Y.
HF2) __(E)RX FELE £X7 ASA Aol7t e FE4.

Agde] A Hrle ZWelA, AEUE FF 2 AHA A2 F(quantitatively and
qualitatively) B 713t iR £ AT YoM, 95 FAEEY FA7F vt B
o R Eoh 2 AAEE ute $ElvE ZAEES o7 oeg &F FE Aol &4
o A=t @AY, FAF A 2HE o 1 e A EET
<¥ 3-6 > AT ZUEZ @y

=S i
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ol 5 F% 528 W $6,398 EEHUA: $8/716
&=(9) 19kl 1H66H A 6H6T3H Y

o) = g
A ¥3 89.8% 80.0%
237U 2E 45.0% -
R/ RAY2E 296% 17.5%
AEHsEA 276% 75%
NAEFEAE 27.1% 12.5%
IVR HXE 4.7% 25.0%
QAR -- 10.0%

Aguge] v dF B 2dgE EAHOZ FAI ¥t EVFEE A=Y
A4S 7y 2wk o Suf o]4del A&uES AEFoRA, 99 A& Wi AFES dE
dodas Asdc<® 3-8 1> w2 ZAH A$, <% 3-82>F FE Ui H&
Holl Qo] ¥& F£XE veldz glo], B8 Wy o dgde AE&E JATES 9y
30, 87 A$E dF BFH 2 UATFAC T Lol FFE oJET BAAT. o]
g3 ApAe dRAe st FME LEUFS SHALE I3 B4Rt

—

ZME 240§

/o3 FAH BIAAELS F 0 E£F, ddu7F 60-70%E AA s YT &
g3t} 71& ZAbe] #HH A vl£3 Ao|th(d, Penny Reynolds, Communications
News, October 1998, 64-66). &tx|qt o AS7F oF 10% AE =4 Yevtz JUoh<i
4-1> ul=9 s9ad v £L 98d AL ff EHo 8% F4FT Aol (Call Center
Benchmark Report, Purdue University, 1999) ¢1#u]o] tfgt R Eo] d&x FME 59 74
& Aol Pe gAgE AAEY 25 dds® A3 A AEST A vF
Hj3led 9% AE Eoh AUt ¢EE Eolte 8¢ E +# A

o},

0 8%
24y 29BAFR, +2 5 633%  70%
24y edBA(ne A, FA) 20% 5%
deAFUANA YEAZ ATIAAHARHA Behu]) 60%  10%
g 77 Aol Zul(d, PBX) 2.0% 5%
A%E Fedol §4 7L 30% 5%
ARY 2TEdo] §1 T 10% 5%
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EE5AHAEH dds8) 2.0% 11%
9} 5899 4] (Oursourced Calls) 0% 10%(7)
3174 1 §-H] 34%(2)
# AANE FA= $29 FHE(Median Value)dd.
<E 4-2> AJALFO|(BHF)--th]: wiukg
AeFd FIHE ST FHE
1997 684 - 240 --
19984 760 11.1% 464 93.3%
19993 1269 67.0% 414 -10.8%
<E 4-2> AE, &= AS, ZAY dale] deHFHoRE A FUHE Bol,
SG3| ALY Eh3 F7HE S 288 AT 2 oule A 2 JFTRY "ot F
< 9jH] g},
<E 4-2> datFo|(m=)--vY: HE
e F7HE FE% FHE
19974 10,571 -- 2,682 -=
1998y 10,538 -0.3% 3,200 19.3%
1999 12,366 17.39%% 3,004 -6.5%
o Ze] AL ZAHE Aol AW 49z dH5AHA FHrhE Hola ow, 53,
98-99 I AAE 173% Z7tEA o0, SHEH ik Azt sjFoe 1.04% S Hdrh

(Call Center Benchmark Report, Purdue University, 1999).

o]:XO A2 A

S-vete HEZA Ay wad, ©x] 27§ARte], JRAAE F3HA
(over-flowed calls)& 2 &dn t}t. &= ZAEHELS JF &g v A53olgt Atsd
Tk o2 AL ¥l£E A Uges d), ode FrlA oFE A7 2 5 vk A
R, 2 HAE A/ AAHoR MEFY o (sampling error) S 2 e dFS A3

stetstn A EZstAY, E4, A FA(d], Brendan Read, Call Center Magazine,
August 1998, 108-118)3H& AWtz A2 4F &9 g 7|de] Aol F4sx U
qi: 48 A& F A

AFArel F=/mF gFGA wEe] wad, FIAEe] 5oz, 1 AFTEY
ek 2. 7145 AFYatel i ANFE7E g, 3 ALGS stdeE AASt T FNH
ol AFHA AFAAZ FAskx Fan Ygol wAHL: d, ASHA A A ¥
AL galde dFgAe 1 #dgds MM =3, 2. 9F anrdHRe Ade FHE
T e Aad" 2 Fahe A, 30 Z4HE ARz FEAEL, 4 FAHA TF A=



u Zol y#o] ggasirin Belrh

N
=

ogatgel va

<E 5-1>0] vehg kel gol, BHAYBAE)L, AT A7 A R A a5
o} #zo) Hla) o 4] HE Brh SHAW, FHNY WEHIEF/AYERE BFo|
o 5% A% ©lTuch AT,

<E 5-1> FEALF(E L 8 F)

dPdEF APz AHYule
ol = 641,499 511,299 79.7%
ki 175,000 148,000 84.6%

gol AS, AT 55%(F SHEIAL F 3274AH 7 080 FEAF MulAE Fd
o]Fo] k. 700 FEAZ} Mu|AE o] &AL 225%(F SHIAL F: 671AH7E ol F
of At} 2447 Y Mul2g AFse ¥E&EL uFY Bt 303%E 9 205%
2t} oF 10% AE EA Jedz gt FF5F &9 AL 9Fo] o 2412 o AFE,
F2 2 dede FIY LAl o I Ro® YEGTI<E 5-2>

<E 5-2> FFLIAMNA(EH: A7)
FE& ELY 989
u) = 12.1 42 2.4

= 105(33) 7.3(33) 12.7(8)

<& 5-3> UHILE 4F W& "z

=
AEs Eu) 2 HFHEA(RD)NA £ 27% 5%(14)
BT A 53% 2096(39)
ARk Aulal #A FA/o)4 2 14% 10%(29)
uAEe HA(nRA, Ao, ARBH F) 40%(33)
E3AMu2 84 A 10% 3%(3)
A Au] 2 (A D) Ml 2 3.5%(6)
AAA Fu AR 16%  10%(5)
FEHT 2 V12 32% 10%(14)
AP o, AE/AERE AT 25% 10%(16)
HelEn 9% 10%(5)
of ok 4% 10%(5)
Nedd 27% 8.5%(10)
Z+E dR=x3 71%(2)
25 o] ) 21%(2)
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T AE A 72% 17.5%(2)

A% 2L 10%
T 12%
R ASE 27%

FAH F2 o g2 ut FF 4T STHAY APY BE £ g 2t
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ACD 38.8% 2.5% 68.6% 11.8%(2)
Client-server 66.4% 6.0% 65.7% 24.9%(5)
Mainframe 63.7% 1.8%  31.4% -
Headsets 63.9% 3.2% - -
FAH=EAE - - 34.3% 17.6%
IVR/VRU 56.2% 182%  34.3% 23.5%
PC workstation 27.9% 1.7% 57.1% 5.9%
CTI(4, pop up screen) 23.9% 39.8%  40.0% 70.6%
Web/HTTP and HTML 21.4% 45% 25.7% 17.6%
Predictive dialing 13.9% 104% 2.9% 52.9%
Credit card validation 10.2% 37% 20.0% -
Dumb terminal 1.2% 05% 771.1% 11.8%
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Skill-based routing 35.6% 17.4% 26.9% 16.7%
Relational database 31.3% 10.4% 46.2% _ 25.0%
Workforce management 31.3% 19.7% 34.6% 50.0%
Call data reporting 23.1% 3.2% _69.2% 50.0%
Local area network 21.1% 0.5% 38.5% 8.3%
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decision tools/expert system 21.1% 17.9% 15.4% 33.3%
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