Qe WSS AT FHIFHE L CRM 75 ¢t #3 a7
AR wo]H3 w4
neYstE
*jcd1234@paran.com

A study on U-CRM Application Method in internet broadcasting

*Jung, Chang-Duk

*+Lee, Myoung-Hee

***Shin, Jeong-Sik

Korea University

FHAEE AR LGS AU 19 SHER 14BE B 5 P A
Fog A4 32Y + A 2de) 9% k. 292 9%
ek 2 ARt Fao olgiee
% 74 pI9AE ANSMAE 25 B Aol2sk

DR 2HE]
' 43z 7/IHen

1. A&

7. Aol WAT 24

SABA e W) T2 DANN2AT, A 4
o) 7} BASR=Le Aol AR Yol b 2 s
elA Ul B 2Nl T7e A 2R E s} Bl
A% s FEASE ARE A A B4 19 249
AWIE 2UsT ot PEAES BEA Oee 03E 9B 3
P
A g Aulad AT Pse] ASE 2FD BUE2E YA
& wolE dAEA B4R B1E £ L B 9T 254 OE
Hye s gust ©§ Buucke Rl was) 43} gad 2
£ iAAE gesd it o 1ds 498 BAE 44, 22L 3
BuAoz $Edor AT AYE A S0 @R due
S8 CRMo) that 7|24 olslo} WA g Yrj$E B4 =
Wz 7590, oked A £ AR CRME Hser @
o

)= e
2 =72

&3 Zo] 6322 FAE gtk A 2% e
CRM9] o|24 wj4& 2/%c}t. CRMd tigh Ao, B8, #%, +
828 Astn 4 Erh A 3FA= CRMe] & 7|& M
ARE 04 g5, 14 G474, dF4 4 E Fedt 31284 A
£ CRMY] 7|% A%S Az, 3248 17 §5& Ay, 33
Ao M nAFAE Ay, 34204 B4 745 d& AT
o 4N E A TS CRM 24 43 8 ZHHE
CTI(Computer Telephony Integration solution) & E38i4] 45 B3,
CTIQ %<l SFA(Sales Force Automation)7} 3l u}e] 74 242 ¥
gElo] e BHE 24 Axdeg 7AF CRM A8 =21
gjsted AAIF) A Sl ME 4FeA Ak FEARYES H L A
AxE S 2480 CRMA-E T7¢ POXENSE 1l3 2 Y
WAL Q1S Muj29 AHRlE & Agd

Ao 2 A 64 A7) AFAE Qokstn, CRMY 3 43

ok
2

J2g viAg Feold 5. ol
e YEEC] o|& o] §3te} AA wlE g &

¢ APt o] =EAXE fHIAHL TARY P FHEL

[o]
2 A%

Fo ol 833 FFol dasiEn.

€ AAET

2. CRM9| o|2% |7

7}. CRM9] A9

CRM o]& 174 Beld] 25389 2A45(7E& g=d, A2d 7
5 A A= °§%‘l Za A2, 239 39 58, 247 A #-
" 99 A F)L 34 Ao A, st 14 5L JJA

oA, A 37142 B2
Asr] 9% Aze WAoo

THSL 7149 49 4H4E A

Pareanolzation

+ Uenanate puaswkeesd chhiom
B Gy

» T Py Nton Ok

<a¥ 1> CRM9Y] A4 % Framework
1} CRM9] &% 2 #4824

WUz gojgzrt AL AdgAse] BE, CRMY E3:&
ABCa F45 Itk Ax Acquired) IRt2A WFEA A 24
S $A8E dujgtt BE Builde) GA2AM 24 HNE A&Hoz
Augeh 274 AXE A&F ez 2EYsa FFs o} ¢t Ce
Customer Retention®] 9kA}2A] oA HAHe] Mu|AE A F3o},

AFH CRME FAsE 248 022 28 2 Az a4 A
B, 0zYx 2229 Q47 239 9% A& Fo| W83
° S

3. CRM¢| A

_.'49_



7h 718 A%

CRMY 233 Z3& 14 & Al & Ald#e] #A4E 53
a4 w227 A5 FRE FHske ol ole BAE 91
#3871 HEe 4SS g}, §5 2 {Ase 50l °‘]7i°ﬂ
e oA, gol, 38 Muja Fo) TRES a7 588
o] RE ZAo| uAste BAE 7|Hte g sHestte Zojth 12 -‘:}ﬂ
Ags 14 TEEZLL g BHAA vERE ofFA 2P

719¢ A AL 1AL At 242 FAE U1, o|FA P
aAze] BAE A7) A wHEh o] AAN A& o=
BAE A& AA W] IS 24& A 7] 4 FeA 2

o

J

dJ

3 feo] st B3 ASFH o2 dAV A" 24 L BAG
3 =F& Bt ¢ A3} ik

. 14 g5

A. &5 927

Fode] ¥ AT 1AL ¥} Bo| FEFoEN 3 XEF
PooA 2L 7HNE FUE F Ao HEASLS A71H BAE 3
A, fFAE T dE AL A¥se A =¥ FasH ¥ 6 7
e 2o d AAAE BLHE Aot gl 2A4E B¥se )
Fozyr 2249 #o]s|¥=(Frederick Reichheld)= o <& 1>
3 o] A7HAE B2 Atk TE BEAWE o] Al 7R 71E T st

ool &ake DAL fASE Aol Eohm FHskn ok,

<E 1> e¢xlE a9 g Ve

Az 3 %
om 24 ofF Jldst AUFE Lol A%
494 298| Zsaa $9290 28 AT 37149
Bl Asa,
oW 1748 e nART festt 15E 8ol
o4 | FHAL A5A 37 FAL A, ge
29 v LA A e Bolrk
om e 71ge] AFHE 4EI el
AN ) A=Azl BE
q g4 | zdesry 4svs e g dAY 598
50| 53 49 275} 718 JrjHoz o
A% 437 gE el
% 27 {4

A. 27 ojg 24

HE 93 o|=(Total Defection) LA o|Buzo|ztn AJz}Hs}
7] 4}, 28 3o} of &3t & whbAlete] RE AHE At
2 Huprke 92 ag &34 gt

uEA} o2 nA g Aoste b o] A3 oj2e nA™E

1 P ko] ITFANTHA 42 £ Folgd nAE XA B
o a8 3ol 14 F o|=A=E ud FH-5e] YolF 1A
olg mAle] X3 AjZ Arteke FAZE BAGL) olE ¥ &
A, 283 YA A g AR 4% 58 nels] AR

Aoltk. 714 Aol NG AP HE ol 2F Woldl AW
oJetE 719 F4e Avke 4L 91 & Ak

o mAo] $HAHE o2 PEAE ¢ 5 Yok 2AE
oA ¥ UAT AE F 5 B¢ @ 3ol 24l 1 ke
e 2 0E 3450 o2 F5Aol Atk AE Yrlay] WE
o, 27 o]g 4L LA 7 4A AAS} he 24T ol
A% A +E Yo

it

>

f‘h‘

B. 1174 A 28 &% (Win Back)

2742 ABa] AaAE Folug eholge] Fash @F
21 270] o|ge 79 Aol AA HEo| elFolAE A9
F 2% YRS A 2} okl Eo1 A5l ol
Uk 4349 24 A9 Z2age Asa e YeAE
o A% ARE HAY 5940 R ol 24
& 27 gueld AdAATta Bk Agele s
ggeze 14 Agd 5L AYAT FEoj2
QAR A B o] FRo|2nAN A WAL ek

al

—Vl“-ﬁ

b1

. &7 733

CRME3%9) glof 40| H& oj2ul $JFAAL F7olH, &
e gAE FAstn Fees] fAalA of ‘%ﬂl 3ea] 4uEa

A. 37 59 J]ldx 24

1A4Ee] A4H 7)o Brfe ojE Yol
T 4H AENE A Yk a2y ol E
¥4 AR /‘F&B}“ﬂ XY A4S 44T 5 Yok e
SFRAE TR AdAe FH AReA 23 £ 7|9x
o 42 23 Hrizo Aol desith thE2 1A £ 7|9EE
ZAshe PEEolH

(1) REM(Recency Frequency Monetary amount)

$FaAe] @ A7 88 W7] 484 F24Recency), T
o8l = (Frequency), 7% (Monetary amount)& ©}-&3F ¥4ejc},
7 @ A(RFMEE 459 ATE Tstd &4 30 dg FHol e
Yl o] $4o] ¥4 W4 P/t ek AEF T4 P=aR + bF + M +
errordl A Z+ 1A} 7EXE AR R oo wet AA nAE FolA
% a4 I E F U

(2) HPM(Historical Profitability Measurement)

HPM 7142 m8o] AF744 7|99 44 oj=A = 7|93}
Se7tE Brlshke 7oA, B9 YRAEGMREH dA7A L
Ag aA9 9 78 g Fato] 74 249 9 7|q% g2 73t
£ Aojd. W g8y 2. 7|3 B 140] A& AFY 7H4
ol 412 ¥ 4g ol nlAY vlE-g FaTh thdol Goid]
A AR v4g WE AR 249 F9 7|94EE 78 F U ]
ol B7 A58 94T A5 At 7 EHE AAgY 7 V)
7k B¢t g5S geha o) dAztA rlds e T8 F A
128

_.50_



4. CRM9] 24 3¢t
7} A 39

A R 9 284

CRM mHA® R#lel@ LTV BAle] R3] ¥yt 3288
2.5 (offer)& AZ3H7] A3 Agstn FPste BE viAR TFo)e
g5 Y '

CRMS) BeAL 7189 vAR F3gel EdFe] 253
ol 27 e} HABE 2AZ & AFFYS A5 Holn, $F1
A3t A9 Ae2 4% vhAY w4 go| 3, 249 874 B
€ vHIY A2 sl FEAke #44 ol

B. 9% 4 7|di&}

& A A 32 Byt At w2 QA7) 2, 79

?‘}55}"1] g% 2&3 9% EFo|th

(1) Marketingd 5§ &3}

A 712 A4 A719] ekl AR o™
78|t}

(2) Integration &3}

A 24 BE,
olt}.

(3) Infrastructure

AE AR B FHE A4 49 sl 75 494 1T
283 9% ¥gez 239 R4 ¥z 2 woldh

(4) Business Synergy =3}

430 ZARAFA R A,

Fhas, 24

F713Y A2" QA% 429 34 79

7199 elzHeld,

C. A=A # T2AL

A B2 Z2AAE ALY IAFBE o & A 9F
z2dy g 24 A4 PFE A F5L e, oY vk FR
T A B8N o A Ao 283k Closed-Loop Cycle
Systemo]t}.

(1) 713) A2)(Analysis and Opportunity Identification)

oA A 9 48 St Abdd A gt BAwT <29
2>& 718139 Use Case Diagram o|th

Cﬂ?ﬂﬁ:l

{rom umv Cage VM \

report BN W WL

<39 2> 7]3} 34 Use Case Diagram

(2) 73912 7]3(Campaign Define)
AR 718 B2 71502 AHD EXE AAFn

ofy

o
o
o

77 A% AsA Aot (2H3L AHY 71H Use Case
Diagram ©°]t}.

BHUHY Y NS

RN i
(Horn s Cano View) TSy o s
\ . et T
TN, R O S (_2__‘,} "y
DuwslEHA N TN sunR P Siuedsr
i 3 g8y \( «

Aygaa

<a¥ 3> B9 718 9] Use Case Diagram

(3) 73¥21 A A (Campaign Design)

AL AH) A& A AL DA B e 24
2 AAE AARke Atk <a¥ £ AU A9 Use Case
Diagram °|t}.

- ’<<mclude>> P

N

Xiigl_"ﬁ.u cnn‘lact Group "é.“@ . qo;‘i’er &":'

<'<mcmde>>

DIES RUE @A ahanno! S

»,-%mc.lude»>

scrxp! Q)Ql

(from Use Cusd View) .

.oﬁer .ﬁ.?ﬁ. serpt ‘&""‘

<a¥ 4> #AHY A9 Use Case Diagram

4) =
A S A3t
a7 JRAEI AA A=
Use Case Diagram |t}

48} (Campaign Scheduling)
71522 AR 2AEY Afe gt H3
Sy <ag 5> Auel A9

contact gmup\%‘é!"‘-.ﬁ
o 4. UAY

xmaa'é‘.'_aua

2'3ﬂ€i
{from Usé caaa Vinw)

T %4 WREE

<a¥g 5> A 489 Use Case Diagram

(5) 739 H7HResponse Management)

A e w2 uMe uke viE FAFAE AHdln, ALld
Ao o Ao 4 B4 #e] g <ad 6> A Ho
Use Case Diagram °lt}.

_51_



e
{frorn !Js?a Cage View)

moxinS® N Ea

gxue_?é.é;;éimaée b ER )
<% 6> A9 H7ke] Use Case Diagram
6) A= 59

AN AAE, A3, AL Q8] sIANA £UE LPE
715elth <a¥ 7>& A 599 Use Case Diagram ©|t}.

atsuer L HHEIRIDIay
rom Uso Casa View)

@"’EZ'DM-I&

<2 7> A

ﬁﬂﬁiﬂtévﬁp!mg‘:

%9 Use Case Diagram

vt 2, CRM of glojAlel wtAle 2se] 7]%5olut o]
B2 0 7153 AR L THER Yo} geze v A AT
9 F4¥ d9L glo] 2Rz BT

Y. CRM 274 328 ¢ #7

CRMI A= ZHHE 1A% HHo2A AFH oz Fa3HA
tFolok g} o] A EHHE CRME #HeA Comiputing
system 3 Telephony system € 5%% SolutionS A#H B At 1¢
2 B4 CTIComputer Telephony Integration solution)2 527
2 3

A AN29 FAE

A 28L 0]7)1&/Vendor 74e] A28 Z31L Lo|5lA 3o} 3ok
Nade 87 Z& 87 A BE Z2EZS Y3 ALEre]y
7\7to] B ET. BE A2 TZESL ¥2 T2 EET 235}
o BF TREIS UEE BZE AEH S E Heolth <aY &>
< CTI A2d FAxet

<a¥ 8> CTI A2¥ AL

th. CTI% SFAY &%

SFA(Sales Force Automation) ¥ CTI A4 7|€o)gln & + 9l
A CTIo} AR 71318 AFste 71522 94 HA9E 7|¢ 5
€ B4l 23 g2k 3329 £34L CTI 95 SFA7} s
T4 822 IFF Jde FRY 24 Aladoz wasta Qi

A. CTI$ SFA 24

nAFo] 282 A A A2 HEHE CTIe L35+ o
< A9 gl CRME Adshe dl o 78 & olg o] 24 F4
9 fdolEstn Zatm givt. A AR WA A CTINY o
2 A& gy (follow-up)@ 4t FE Uo] ohrh o]F Zg4
99 A9 Fo gesith CTIV} 74X AR E E83d AoE &Y
duitt ole] F&ate RS Fo2H, N2 TR MN2dlE —TL%
3he Aol CTIE LA 22 77| 98 SFAS ¥k 2
CRMeIME ZAHU Wolztn & £ glrh

5. AE Y4 U-CRM A4 2

QAT o188 + e 9L FH CRM 7HPAL
U-CRM@]2} %%}, 513 ONN3 $-9BBC 2212 A8 #4150)
$7pA2 B A Aulx ATE B 94 24 35 3T, 42
349 w9t B2 A 48 B8 A 243 32, el
2 AH2E A8 ob)9A Sol dslA u-CRM A29¢ T8sn
Ik o] el e u-CRM A% £78 48 33, 3¢ % 75 A
o das aunsz o),

7}. U-CRM

Internet®} T2 online’doll A Tt 249 38 % needE 3
3 1 o|& FEAA FHok she MZ-E business #4& WET.

£ BE H2Y2 AL —T’-7—‘l FAo]olok 37, online oA FA|
-L7—‘l°ﬂ Al BEERE HAE Hogor ik '

Aejlgge] A 17—‘1%"“4 Hlzy2x AFE F357) A4

iy 2R 2 §A4o 24 A A 9 sudd, ol3F A
"4—‘: Onlines# Offline ¥ Q%X 2] AR FHo] o|Foz o} g},

ojeig A A AT AFE B8 1A S FAHOE FE/ A,
AH/84, o1 Y 59 EE 8450 JH3 FeHE A= A4
29 IT u& Agke] Hasjch

. U-CRM AH]2A

A AR S L A A2 AL
PR

] vy

$39 A% 28 BE 27 WEE FE Aj2s)
ohlet 900 Foise $4 AL 335 BERTL It ool 4
$8E 252, 254 A4 LS 24N AT 2

RARED FA 94 Aot W] Basld,



T o8 EHH o2 A7 HeiMe CRM B3oA F4%,
AF/AMuE, HARER dZ50] 149 FEFIA FI L B
#7t o|Fo] A 4 YEE e-CRM 1A% 3} A& F30stofok 3.

B. 344 viA35% A4 A #d€ T FAY
A3 A

g9 dut mARY 2HL aMo| A walletsS o BA
8402 AgEtd a4 AT 7HE 9] g5 7H] 18 F4 A1F
£ U9g AUAY oia] Aetuukgo]l Trusted Advisor for
Investment®] 9&& 923t o]& A stz 2AF &4 7HXE #
Z3] Uz § A=E «CRMY AFHQ HZ& A=stodof gt

Ed $Fady Ao JEd WAt AR hFe
Business Opportunity & A8t 24 A 713 H3¢e £a TEE
AL E AR A Offerst o2 1A t3 Trusted AdvisorZA ¢
AL gusle Ay ol ey Aoz gudnh

olgidh AANTFRE ddE duHy Yoz Ay
Marketing Powers} 123 £ #AZ23 F+ 78 Investment
Advisory/Brokering PowerZ 7}xjo} 39 IT §4] o|& A & &
AEE AT Holof i

C. o719

> o
<
2
g
S.
2
&
%
:
[¢']

Ao A Aste nAgelE B8 A S 2= BEe
& AFse deEdolze 4 B A5He8 aga
1A Z3de] Hold 2l Adg F8 433U g f =
3= Marketing invities(Up-sell, Cross-sell) 871 A&49 BAE
1% 343 Y (Incentive, Reward Program)$ A ¥ oA A3
£ 58 Fo4  9 B71%os gasi

2}. U-CRM 74

uCRM2 71913} AHl &, LA R/Z2BA, a4, viAy2
A3} el M| 2g Fd.

Zt2ke] Aulse ARFog st 715 (Function) &S £33
T glow, g A2 4 L 22 I3 FLEE §E gopzi.

ul. U-CRM 7%

A 3174 5§ 3

1to18 Loyalty® REM Management”) 52 24g dubuzd]
A A aAez Ao NJEF AFH Z2AAE Adsid, 7
Levelo} H&st 228 22w 2239 9 Target Marketing 588
58 nA4A ¢ ojgrixE gdAHog AYsA Eok

A= & leveld) 371, A4, 7120 S DA B F U2
W, 2e WAE 1ges A2e 53E 3o ey

(1) Loyalty Management

aAe) AL 715 g A3} 5t LoyaltyE 43 o] 55
of wel Hojg 29 nABE ZRZALVL AFHLE 8 Hrh

5 fAAF, ofEA HFgE Aok & 1 &
o] o} i FAF vlAEE 44 & = o). vHAES e 4
e RARRE AN oz &8 & 5 Y& B oh a2
2 o 3 ¥ Action T2A|29) Ao 4 AHghE Lol
35 2 4+ I

(2) RFM Management

RFEME 974717t B¢k 1A Aguins 24, o]854&
5802 A4, 24¢ EHde 7189 iz 88t

55 @ A os) 4AD ol wet 2L AFos FRHE
o, ole] ute} u}AY g MR T F Yok

B. 7191 3H(Personalization)

ltol e AE|ulileal Bejslor & 17 P& ooz apastd
ContentsE A ¥3}= Web Contents /U3 7|90 2 Hejy B7t
Aul2g Z2 e dAE Ju2EE ATE & Ak AUdske ¢
FaAg A3 He EMd og solste} dutuAe 3 @
of W& AQaE AFsld BE aAA AAF AAFE A g
A EE ded de B4 17 FdA 54 FES FHE 5 YL
o o] W work flow MRl o8} 7ds] A 2 £ Sirk

(1) What is 27249} 35 ¥4 F4(CBA)

(2) 29 8% oka E4(CBA) Based Personalization®] &
EZAA

(3) Personalized Web Contents Providing

2749 %3 Neede A9 A3 @& o]f7} 713 At o]y
g Ao A FE 3 But okt AT Fre AFL nAd A

o tj4 Adx : News, BBS, FAQ, Q&A

v J|ojEY}:

- $FadeA ded AE FH0] ohd Ak AR AFog
#el B3 glvke 5 5o

- A R JAFOR AJE WE A WA Fd)

» 3aA 538 F Login ¥ 1A

..53_



v 9-2€ AT 9-F9 g Holx A A A qE POXEN
ltold] 93 A% AZ
o A AElx : BE page
7153 AA9 URLE 71 page A%
v AF R
- AR HolR : 2Ao] JHF Be] HEF FloA] F
n7l9 link AF. Linke) AFE site 718 £ o AH} A9
- 33 Holx : 29 BHYF HFete &S FI e
golA & d& nAge] 7/1g Bel BEF HolA nAf link FH
 J|Ed
- 2749 AlolE do|AolAE HEYdHA st NER FUt

(4) One Click Service

249} YPEd uet B4 B2 NujaE AF o83 I
A& 93 4-28 Au2E AFd

A-28 A2 mdo] £ Y2 & o 21 M AA
of & & YA % BT HAE AAGY, 10| § A|E
of 239 & ¢, shilo] 25 o83k AH|22 Tl o] T F 3
5 ATk 7l%elth

1AL A-FYoz Qs A|E o9 WP R WERS A
gt

(5) Product Recommendation

2AAAT FEL 287 5o 54
2, 370] BE 3= HolAo) 2

i
ox
U{M oL
o

AR} 3 AF F4

- CBA &3 : nd #4 d9d o3 4F A% FH

- Best seller 33 : 27 H& # 0] 9 AFo] &3k Jleinz
o Wi2E Ay F3

- oA E AZL4E 33 1 aAE A3 53 did 249 A
AR 3EF 74

s O PRl

v RES

- 2AGA AP 4F FAe Fo4 AT

E

o
i

(6) uCRM¢] Personalization Service 7@t

C. =224 (Promotion)

uCRM 1tol¢) 4& 388 T2849 & #3¢/th uCRM ltol
& T Adzg Z2rde A sty nde) AR OfferA T
uel Aol2 Work Flow Designercld Heldta 7haslA Aojd
.

opAEl e SHE vtAR Agd] o3 ot 215 o3 4 24
23 WE-S e 44 sta AEdeld @ £ Yok

wd Jojd ZE Z2RA Muj2d 48, A3, A9 #2E
upAEZE S4A & & Qi

(1) Promotion(Automated e-Mail with Incentive/Reward

Service)

uCRM A% Schedulerel] & ojtael & et & 179
Adol Y o|FER, AE7HY, 2ATE B loyalty ¥4 § &
29 7dd & 24 d FYHEE F¢ AR 22Ae 9
uCRMol| 241t 819, yCRMY] Schedulerdl 3] A5 T2 R
o] FHrt.

uehA, 2o} 2339 a4@e7} 7bsstt uCRMS £4 17
o g% we}, $L 2R g9 atd ne} olv] Hog A
Aoty fulFE2 AF S sl e-Mailg A5HE AFE
o2 B3} A5sd nA#E s} 758 Incentive @ Reward A
Hl2% Coupon® Mileaged] 93] o]FojAx glow, 2+ 1A
Level 2 A% 2349 Rule A9 3] A5z S Aot

L2

=

R

D. #4 gxXE Z4(BPM)

BPMo©| 2 Business Performance Management ¢} 9Jr|2 F93
o] Ruz & vt ¥ AR A 7% rIth

oJ7|o]ME Online Promotion F3dl ta AxEH AR
(conversion Rate), e-mail o] W& 23 24 (FF, A=, nA49 &
4 o2 E) Content®] 274 H3%, 7 ARES 004 2 74X
5o dg g ARG uigith

uCRMS] Ar ¥4 2 IE HI37)5E ZA JHA FZAM A
FHY ol st ABE 1749 4 ARE F3 Near Real time
g0z Agath

(1) uCRM Report Functions

BPMo)& Business Performance Management 2] &ju]2 3 49%
o] RuAl sE s 17 AR B 715S v dh JrldME
Online Promotion %3l tg ZAFEA HB (conversion Rate),
e-mailol} Oi$t Azt 84 (4, A, 249 EF 4% F), Content
9 A A%, 7 AQNESY FA4 2 74 T e gdd FR
g ofvjgith

uCRMY ABEX 2 IE AF7|5E IA I7HA BRAA A
FH 9 o)g thoFdt AHE 1A 4 FRE B3 Near Real time
HHoz AFIch

(2) uCRM Report

uCRM ltol & Zelze] &5 24 =Z2vid FAEY, 14 53
W WE F0l9) A7 1EGGE FH2R Reportd AF 3t o]
YXEE 5314 B4 AdES 849, vAE A, 14 F37E
o 4 Bl X x2 A drh

6 28

ojdst 2o o] fulAEL 839 24 A 2¥L BE

_54_



AN BEE FE Aul27E oy Foe] st 94 DAL
RFID % 44 VEAZ 8735)4 Beventol utet AAzto 2 4%
3 Wdstn WAl ol Asste 14E, 1EFEY HAHA Ayl
25 24 A AFFeEA 14 BHEF T FYHE P
Ao g asjr}

tr1de AFs wdde 34 PHo=2E RFM(Recency
Frequency Monetary amount)$} HPM(Historical Profitability
Measurement) % LTV(Life Time Value) 7} 9tk

o] FolA LTVel thajx ¥, 14¢ 148 LTVE A4Ed}o
LTV7IEo2 ARs ste Aotk LTV 48 1A A& &34

< nAFA B, 28 AEs B4 37, a8 dely #e 84, 1
A AEs F4 EEe] ik

4953 g A A BT §43 2 FANEI2A
ZHHE Agdd. 248> Computing system 3 Telephony
systems B3 Solutione2A  CTI(Computer Telephony
Integration solution)2}aL ¥}, o] AL A4 24 25& X ¢
A1, og uAg T = Qlrt

e FEAEY 94 fHFHE2 #BE 18P 9 SFA
(Sales Force Automation) X|&2Q] 14 34 #e& 53 14 ¥,
T, 24 FAE S PR AAA 985S ALz &
F RS FE 99 £37 253 T2tk 29 £FHL
CTI 9% SFA7ZF shlel 4 242 ¥ e E4Y 14
Azgog ddstn gl

E9) a3t A A d AR E & Y A 2
© B B E ATt AuliddA 7P Ay £330
Hojd £33 Ade F FFHA 79E FESE Marketing
Activities(Up~sell, Cross-sell) ¥H4jola} & & itk &3, A&7
BAE 93 FF 3 F2 H(Incentive, Reward Program)2 A& 34
2438 B8 A4 4 2 57] ¥o7 9933 uCRMS 289
aAZo| 3 Y= EAE sids) Folof gk CRMolgh= & A4
A Bejut AT 1A FHAN B A 2L u7E 3o
I5¢ Y3 £74E AT Feiv =Yo] A4 279

AgL 27AAAA Aolx ZA ool AUk F3 A3
e At gold A9 B2 AlE B B4 Aol g3leld:

[1] Beigl, M.(1999). Point & Click - Interaction in Smart Environm
ents. 1th(2006).

{2] International Symposium on Handheld and Ubiquitous Com
puting (HUC2005).

[3] Brown, Shirley (2004). Interactive and Digital TV. The Future
of Digital Television, .Eastman, S. T., Ferguson, D. A., and
Klein, R. A.eds, 1999). Promotion and
Broadcasting and Cable. Oxford: Focal Press.

[4]. Gerbarg, D.(ed. 1999). The Economics, Technology and Content
of Digital TV.

[6] Boston, Dordrecht, London: Klumer Academic Publishers.
Shafer, S. A. n. (2001). Ubiquitous Computing and the Easy
Living Project.

[6] Swan, P. (2000). TV dot COM: The Future of Interactive

Marketing for

Television. New York : TV Books.

[7] Weiser, M.(1993 a). Hot Topics: Ubiquitous Computing. IEEE
Computer, October 1993.

[8] Weiser, M.(1993 b). Some Computer Science Problems in
Ubiquitous Computing. Communications of the ACM, July
1993. (reprinted as Ubiquitous Computing. Nikkei Electronics;
December 6, 1993; 137-143.).

[9] HAF. o)A AL “5E CRM 4ol 9= CRM “ & , 2002
olrustw Ag il “CRM/SCM” LA, 2003.

[10] 7l “obAY AF3 “IT Business , 3¥3.

11] &3, ‘A4 A2dE &8 Z2 42 o] e-Business
43l PlAE G, IFAAREB AL =EA), A28 A3 -
4% 20029 12¢€.

_55_.



