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1. 0000000 0O (Introduction of Customer Relation Management)[]

2.00000000 0O (Customer Relation Management and Strategy)]

3.000000000000 0O (Customer Relation Management and Targeting Market) [
400000000000 0 (Customer Relation Management and Consumer Behavior)[
500000000000 (Service Quality and Service Encounter Management)[

6. 0 0 0O 0O O (Consumer Complaining)]

6. 0000000 DO O (Service Failure and Service Recovery)[

7000000000000 0O00 Brand Equity, Relationship Marketing, and Customer Loyalty)[
8.00000000DODODODODOO0O O (Service Guarantee, Customer Service System, and Leadership)]
0.00000000ODOOODOO O (Employee Training, Performance Appraisal, and Conflict Management)[]
100000000 00D 0O (Customer Data and Data Warehouse)U

1100000000000 (Data Mining and Self-Service Tecnology)[

12. 00 0 0O 0O 0 J (Selling and Personnel Management)
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