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A process of e-CRM development based on e-marketplace of

export-centered small business

Hyun-Cheol Park#
Abstract

The Scale of e-commerce has become great year by year. And CRM is very important role in
the businesses. Sales increase through internet depends on much technology and information
management. This study aims to present the direction of e-CRM that is based on e-marketplace

for CRM of the small businesses which are focused on export.

Key words : e-CRM, e-marketplace, e-commerce
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