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1.1 EBAIR Y

20 42 90 FALIK, & P X 7R E B (CRM: Customer Relationship Manage-
ment) BH Mk B B RIS BRI AR B RGN AR ReEE# R . IDC A RIEE 1999 4E 3
R X¥ 300 FAREZA] (b 200 %K A FEKH 100 20k A X E)#17 T —WAZE,
HEREH,5%MAFIELERE CRM A ERANEEN, 28%WARIELHF
AR FLHE CRM KB FIR S, 12% KRN ESHEABERB. EILFERIL I
CRM WERRE SRR, &1 B iiX — B s AR AR

CRM HIHE &8 fe i1 £ E A% #1/2 8] Gartner Group 7E 1993 4ERI /G4, Bl
B4R BB Bk K. 1999 23 CRM K@ &R N 76 1% 7T,
2000 SN 120 /2%5C0, BHE IDC MHIW , 72Kk 5 49, 23K CRM Wi ¥
KIFERIES 47% , 5 8 Aberdeen Group Wi HHM, B 2005 F 2B A CRM
B 1T BA 5B 270 2% 7T,

477, ENK CRM T TR, —H2R8 AR, B37E 600~800 TR M
B S/ BEEE B CRM 135 5, AR E N CRM T M 2002 4
T 4R 2003 ik ARER KRS,

X F CRM WBEE K E X, BRIAR Z B, HMXE — KL, Xl
T A SCHR , S HE V40t = Fh AR 0SB B — B AL B 22 B9 M B, TA O CRM 248
EPBTRELESH—MELEY%, EEAVEEFPHEXREMRSE; — AL
b R B A1 BE R AR, A9 CRM B2l kX & PR RH51 %, BBk B Kk
BFI Al iR ; =R RFETF RIAE , AN CRM B# Bk A —E AR
AREHEFWERMREGRE, ENZEKGXRER:CRM BEZRMK CRM K
R T B ) AR RE , CRM R RTEH B MIRE T % Bh CRM S BEB UL IME 71
IR,

AHEEMET ARG AHE, H ¥ CRM RENEBNEEE PN FE
B(ES eV —F AR, WS RERNEBMEE,), UBEE KL ER
Ko FES4dk M E 189 CRM, B F LA FJLAIAIR:

. 1 .
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Customer Value’s evaluation, modeling and decision making

(1) CRM WL RZEFMHE ., EXTE P EIR S R B AR B A4 A
B X E M ERTERSRARRFRHP O CEE, XN ETHERA T E:
— B E PR RE (Customer Perceived Value) BIPEHT , — B P Xk
#+{& F#R (Enterprise Perceived Value) K4, B XA BHENLHIRE—MF
BEPRRBENESEDRE. DU RENEFPRERRTESNFHME, T RERK
BZEPNETRE; Z P RAERE N SLARFE, Sl A SRS Z HR
B 7= s FIAR 55 o

2) MEPALEMENRER CRMBMEENFS, FPXATHERANES
WEEFKPNNMELSXRR, BRAKBEIX RO, LRAE P 500N
o el mE, FREMEMNEEERIAE . FFXRGEMNEEK, F 46
fEREARES ; B P AR FF I 5% 7T LA Sk Aol A A A3 K AR BT R P LA
RREEZEPBAN S BFFREFEHERK, FRHEBRABK, H#—5
HMREHRRRFR, FRAVBBENER, FTEPTS,FPXRABENH AR
K, EFREROFEIBRERR, EH TRESMENEBREI TR,

(3) CRM EEFFMHMEZFFHARREBANRBROBESEE, ATEPXR
BHXENRAEMERT, AL, N TFEFHEE, BBE LR, BPELRE
BHARXMAEEPAMX B3R, TRAN AMEE PR EREOPER S,
HMWPHEZ P19 3] 818 BIR ) —Fh A YA M 3T 2 iR o

(4) CRMER EEXM AW EFTE-HMEETE, EPERISV TR R
= AT ENRGR: BV SEPZRIAFLRRTE UM LR, WA
BB A X HEFRBIEN T Z B BN EWE. BR, FPXREENLHRREN
A F PRI EERE,

(5) CRM RN EFSEMFBEE. CRMAIBSNXRBEHEZL
FEERAPOHZZREHWEERSRETHEMELEE P KPIME, 1AL
REMHE, BEPLEMAPERYHORRELHIAEEMERK, Fr et
RAMmERNBORELSERARE FNMEEE,

AR, FPHE, SR E P AEMER CRM KM HIE R & &, B8
AR R S SEMFHE P EHIRNEEKE.

FEE CRM 7ER ML KRR 52 AR R P HABHEFMTEARE, MHERIEEN
HEBOAEBA T ERR,HEEIF — CRM B . RERRKWERMME
Fo MRS ERUE, CRM R4 T — R A B A XU (8 8 3% 838, — 7 i E T
BN THREFBRESNWE=S MEERF EIEFOIEEFHNE, B—TF
8 S5 ZEK PR RER, TR A& M LT T B T — W3
517 H. WXMEX Lk, CRM B4aNr 515 T KX 78X R ERE_E 8 E M8
RIEESINERE, NRENAERY,CRM RERLH CRM ERHX4ETH, &
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Customer Value's evaluation, modeling and decision making

—HESS5NEE, B — T EERME T —FF &6, & B A RS X T W
WHERIE B9 B UARTEM B L BN E BT REF X R EE.

B2 BN ENR LA GAPE PN E, B— D EREE SIS,
MR FRACE P E, MELLRA R A M EE S ERA EREME
B EPRKRMERICE TELH, (UUHIEE “20/80” HLI B R K, <58 1) [a]
REF LR RBT HOLES SBH 20% BETER 80% FEMNE 7 B
HEFRBRTHALES S8 80% HIUTTE 20% FIEMZE -7 WRX— RSB/
Blfgd, BRIEATHTH CRM RS K MAEL R, RENIRITE REEEE
Xt B MIS DHREAIRE M L, KX LABCEE 23T CRM 3 LLEERIY E /R , 207
%) CRM HPREThREth REER BB R,

MW LR ZE P EREN S , F A 2N E SRR T, 45t
ARIEFNE P HTERUBEHRWES VSR EANEENETZ —. KBEH
ZF A5 RUAEZ B8 bRVE RN P 414y B9An e, GN7E B2C 4R, B W E P 44
RUZE PSR Bk S KERYR B XIS EERNE A0 K548, £ B2B
GURE LA P A ATk B A B SR R P A R, T X F 2% 15
W, EREPHEGFIRRIL)KERE R, Angus(1996 4F)3HX—BEE#HT T4
B AR R PWHEE A Z P AR ZFIUEAZ R, B ERETERREE LR
AT ZE P AR THE. WEhRASEEERE 23 UK MEE
HERE @S RE TEINTR, Bl EHERMTERNE R TS
% (Differential Marketing Model){E 2 1% B T DX —MIBMEEH:, WA 1-1,

60% /(% 10%
20% / 20% \ 20%

20% 30% 30%

0% / 40% \ 40%

-1, 9N
11 EZRALEBEHER

ME 1-1 FAIUED, EXNEP AR ELREH S, 0 40% B84
AR BBIER AT, 70% HE 8 BALU= 4 20% 948585 B, B I % 46
B R 10% BA, =T 60% MBS EHR . XMk, M FoUms, KEEH
EME P EE RSB R PSR — /NS4, T LAY — AR R
HEFRKAE R T R 8 ol BRI

=R .3
>RRE
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Customer Value's evaluation, modeling and decision making

ELRE P RESF HEARLIERT  HEE P AR ZS L F SR,
HRRESN FARMERMNTR, FHiL, MZeUmE, YAREENEEH T
SR EREBAE B — R B TR @i & P A, 15 b S N EE P (R
YHEZ P SR E P ERE P, B RS H X AR R & T ZRURA, X
HARESE BN TFRFE S REMEFPRERR, X —EFIBR A 1-2,

£k

B % ik E574L
EeH ErgR Iak - £:1
| R
gé}:?-gﬂ:ﬁ (70, 70 100, ~50)
gggg (=50, 100) (50, 50)

H12 BAREEE

M HTERME P EREME R PN EST, DA E P O E TR
W ZJE A BT R B, X R P R EF R B A A .

BFU, A0l T B SRS A BE L R, % 2 P (L LA R P R (L B R
B Bl RALLL BB 5 AT ERT R AT, BIESE— S sh &R P A B g
1 CRM REFF RTABR -

)

1.2 WRLER

1.2.1 EPM(ESINTG TSR

EPMERRREILVEE NN — M, B E— S, RSP
FLBT (Marketing Science Institute,2001) B £ B 4L JLAEH & P YHES A BRSS9 46
G, 5 3 [ 91 22 ) R ol B L —— R Mk T 358 55 BT (ISBM.: the Institute for
the Study of Business Markets) AR Mk T_ Mk & £ #.C> (CBIM: the Center for Business
and Industrial Marketing)——HH & P MHMESG A RINA LRI, BT
WPV TIY) Industrial Marketing Management Y% TIPS 30 #(2001 4E ) #E 4
EPHEHTH LT, ELNEEIEL Y Harvard Business Review wRAMBK
HRERTI A XE PR ERB WA X E, BRFREL K CRM P o www.
crm-forum. com PA B www. CRMguru. com B #%37 BA3E, S & S M EMEITR—E

“ 4 .
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Customer Value’s evaluation, modeling and decision making

VAL, T A BORBIRA KR TH, EREE X RERM CRM K H B,
& AENEBIFZ 2 R BEE A, BN E P E SR T R £ A

& P EBTFE B AT IE#E =8 R 8 i R -

(1) Z P AYHERREE Ak, il A R BRI % P E X R AL 5 X B
FPYHE, R BRI ARIE P AR, N P 1 F SRR Al B4R 3t 7 5 5
AR 55 B X% P T BRI B AT BUR BO £ B RIRA R SR, %% 0l &
T AP SRBEGE P I BB TR B KN, 6 P 3t % A 5 ol B SRt A 10 2 2 T A
) B, KA KPR o AMATERAF R & % P R — ST ST O T A

(2) e HERRSE R, B P A EIRZ BRI % P Y X R S LAE RN SR
K% PAMERTTE T 1) JEAL TR BL . %% P BT R T % P 3 F b AR
B AT AERIARABAL H T % PR 5 IR 5 i i e, W%
SRR AR E P RZBIFE ) B iR, 7 24 f R R R o

(3) AN P S AR R B A% P W EBF SRR & P il
ST X R— e T, A S B ST R A AR 2 W, 33 36 R (Relation-
ships) Pk ¥ (Partnering) LA B3¢ (Alliances) K SE B XURR (Win-Win ) H BTBFI AU S .

REEFMMETIRE S LR =407l 4 W RIF R X F — s 52K iy 1) 5
(I P (B AOBE SRR ) LA i B2 10 1 488 (4 2 P A9 180 0 B ) LA B A 56 1 1o R
T R (AN E AL Bl DR ) S 7 AR A B X T IR R R B0 2% P M (B
FEA

AP EE X5 R R ST 9% P (8, BD Al B9 FR BESRBF ST 2 P 4, B % 7
PHELR R TEY AL DR A A0 B F AT IR AR RIS

AT AETFIRIENE, BRIEFEI UL T , 4560 A BT BB % P 0 6%
& RAGIMERZ ER Rk, P EEZ BN E P % P I E, BRIl
FABORE %K P IME

& P YEBTTE 953 32 LA BA B 5T 5 BBl 1 2 Gl 1-3 m. R B Rk
0 £ BEXH B P B AT SRR R I B S S 1 h B4

&P E B

M P i £

WL RSB R &P
3 A 18

WY,

% P -1l i £

WL Rl %P
il 3 4

B 13 ZP O EpF TS L kA B



ERMEITN. EBRRRK

Customer Value’s evaluation, modeling and decision making

1.2.2 EFAMETSELERIAR

MV B BRI RE P E, B R FEESEE: —BEPMEKNE L.
MM AITER LA AT RE P 2K, T REPRENEME. EREAREF
PEER—BE S EMMERI, R A H R R P XA R RN EHETE
MIAEE, MEEREEITEPAWRABAARE P BRANMETR, HENER
EBEPHERZHEORERLBENE, 5T EE P YN EERNER—E
R A% B E B R

1. ERFMENEY ENREFUEAS S

Seeking Customer #l Keeping Customer BIA5iC 4% T A 1980~ 1993 4E A fF A
& R1E Harvard Business Review LA XZE P X REHBONXE, EXIMEE
F L, EPRESE X AR PSRN S Sl v 2 BARRAZ MM, PE
PHE. BEXNEXHERMZ b, %30 LK PR XA 844 (Realized
Price)-{ MV B H B9 AR 45 1 4% (Cost to Serve) E R iEM 545, EHE B TE A M
{8, 3 LA 8 57 SE B 4% - AR 55 BR A 4 28 56 B, K5 % P 404 9 % % P (Carriage
Trade, B-% ) . 1 #& B4 % F7 (Passive Customer, &-1%) . i#t B B & P ( Aggressive
Customer, {-1% ) #1325 B % F* (Bargain Basement, fi§-fi%) , 342 14 T 4+ % UK R [F)
BRI . ZPIRR 1992 FEHBIFRRE, XX R GHEME S Y ERIRIZ
BEMR AXEP DR RRL T, B, ZH 5 F& e E LER
RBEEEEFAERXHUEHRBMEE, {UEERZE A RE FE, TRES R

BIHERAE PR FEED .

| Frederick Reichheld(1996 4 )% % F* #rHL R & B % 77 BT R B LMK
/No FERBER S, RESWT BIRE S BIPE, A FEEF) 18 (Profit Base) 3 il
3 (Increased Purchases) . A< ¥5 4] (Cost Saving) \HEFERUN ( Referrals) LA B #4538
# (Price Premiums) REFFPEAMBKN EERE, FEMERT P XL RNELSE, Y
KA E K . Frederick Reichheld A #2 i 693X A E A A FEKREE 21
HEZMTI A, BREXEXNRBANEZFELTENGRLR  BESEE
FKRMFIRE R AL
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Reichheld(1996 £E)MlE] . ZBFFT AR P HH{E-% P WA R E4R, ST B 432K,
BB WFPE P AR H(EZ P (The Right Stoff, B-5) , EEMEEEEMNKE S,
BB EHRE P & 5% PR (0dd Couples, B-1%), B 54-ERKNME, BHFR
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LR IR AR Z 4. B2, B T8 % P e i 3ok E Bl i & PR R
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