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AR REf & L454E2Z5 ( Account Executive ) , fij#f AE

SaaS ERP&AIR

X %& P #4352 ( Account Manager ) , &4k AM

W %FF £ 4X % ( Business Development Representative ) , fa 4% BDR
% P %32 ( Customer Success Manager ) , fi #& CSM

% /% &¥E ( Chief Revenue Officer ) , f&#k CRO

4 & P& (Chief Customer Officer ) , f&#% CCO

X 3% 4% 4% 272 ( Field Account Executive ) , ##k FAE

W 3% 7 X /K. & ( Marketing Development Representative ) , & #k MDR
* %32 ( Product Manager ) , ) #& PM

45 1E JF & 4% % ( Sales Development Representative ) , & #& SDR
444 142)F ( Sales Engineer ) , f##k SE

3% &4 &) % ( VP Marketing ) , & #& VPM

44 &% (VP Sales) , f##k VPS

#AEE P (Suspect) : THEAH ARG E P

% P (Prospect) : &4 KRR MY E P

@1% % F (Marketing Qualified Lead ) : &k %A FHFAHERNGEF
F@ % P (Sales Qualified Lead) : AZAMEERHEP
M %E P (Sales Accepted Lead ) : R 2% Shilfett e % P
AEE P (WIN) : EsBpBGHE R B B F RSB E P
CltEEF (LIVE) : &2 fBEKP INERNEANE P
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SaaS WsE  #AFFPARS (Software as a Service ) , & #f SaaS
4 F A FI 414 ( Annual Contract Value ) , f&#k ACV
B P& HMAE (Lifetime Value, ##8 LTV ) : i 4 ACV #93 ~ 54&
FEE P @G A ( Annual Customer Retention Cost ) , ) #& ACRC
4% & ¥ ( Annual Recurring Revenue ) : SFETEEZHEK, FTAKEL 12
A % & ¥ ( Monthly Recurring Revenue ) : A T% Z HEIK
43k @ @) 4>k ( Business to Business ) , f##k B2B
4>k fR 44>l ( Business for Business ) , i) #k B4B
43k #6174 %% % ( Business to Customer ) , 3 4% B2C
& P 3B A (Client Acquisition Cost, fj#% CAC) . EF—ANFE P A
B P 84 5 (Client Retention Cost, faj#k CRC) : —#xA 12 AN A A Akt
#4#& (Conversion Ratio ) , i X —NEQE P HEAREE P T
EP*%x%%® (F&) (Customer Relationship Management ) , f&#k CRM
EPaHEHE (F4) (Customer Success Management ) , fij #& CSM
45 A i# A (F4 ) ( Marketing Automation Software ) , 4 #k MAS
PTC: AJ (P) ., TR (T) ##A% (C) #mAK LA
BAEE (WinRatio) : FA—AEPHERIE
KA 43k (Enterprises ) : 5l L4L# 5000 %A L #0 8]
¥ kA 4 ( Small to Medium Enterprise ) : 7 T4 /£ 500 ~ 5000 % Z Ja] # 2 &)
Al 4 Jk ( Small to Medium Business ) : 5l T4 /& 50 ~ 500 & = 8] #) /) 3)
A 4>k ( Very Small Business ) : 7 T4 Z 4 2 ~ 508 Z |d] 4§ 23]
43 A P (Prosumer) : E& 4R PITALRIHAARFP
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