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<ABSTRACT>

A study for Health Promotion Program of Public
Health Center by using CRM

Sung-Hong Kang* - Sun-ho Choi**

* School of Health Administration, Inje University
** Public Health Center, Ulsan Jung Gu

With the shift of cause of death from infection to chronic, the health expenditure has risen
dramatically. To curb the increasing health expenditure, programs and campaigns to promote health were
proposed and implemented. Most of them, however, were not successful in achieving satisfactory results.
Customer Relationship Management has been gradually accepted as an innovative approach to health
promotion. The objective of this research was to develop a Customer Relationship Management system for
providing comprehensive health care services to the residents in the community. Detailed objectives were
as follows: The first objective was the development of the CRM system for health promotion. The second
objective was the satisfaction assessment for the health promotion program using the CRM system. The
third was the proposal for the effective utilization of the CRM system.

The development methodology of the CRM system was Rapid Warehouse Developing Method. As
a CRM system equipment, a workstation with O/S of Windows 2000 was selected. SQL Server 2000 was
used as a development tool and database. The subjects of study were diabetic mellitus patients, hypertension
patients, and vaccin patients. The campaign channel of patients was an autocalling system. For the
satisfaction assessment, a survey was performed. The main content of the survey was satisfaction level. The
satisfaction level of the health promotion program using CRM system was 79.3%. In consideration of the
above findings, we suggested ways of improving the Health Promotion Program by using CRM. The first
was the efficient selection of the subjects of the Health Promotion Program. The second was the
development for health promotion program using CRM system(life time health of individual etc).

Key words: CRM system, Health Promotion Program



