國立中正大學企管研究所教學大綱
一零九學年度第二學期(碩博合開)


編    號：5205100  


授課老師：盧龍泉
科目名稱：資料庫行銷


英文譯名：Database marketing

學校分機：34311
 

手    機：0905853181
email: bmalcl@ccu.edu.tw
教學目標：1. To outline the nature and scope of database marketing activities,


    2. To see how direct marketing firms use databases and database 


     management tools in acquiring customers and prospects,

    3. To examine how databases make possible sophisticated market 


     segmentations based on a variety of consumer and business 


     characteristics, and

4. To learn database marketing techniques by analyzing consumer 

spending behaviors from the real world.
教科書：A collection of important articles in database marketing.  
參考書籍：
1. McDonald, William J. (1998), Direct Marketing. Boston, MA: Irwin.
2. Hughes, Arthur M. (2000), Strategic Database Marketing:　The Masterplan for Starting and Managing a Profitable, Custom-Based Marketing Program. 2nd Ed., NYC, NY, USA: McGraw-Hill. 

3. Linoff, Gordon S. & Michael A. Berry (2011), Data Mining Techniques for Marketing, Sales, and Customer Relationship Management. 3rd Ed., Indianapolis, IN, USA: Wiley Publishing Inc.

資料庫：Hypermarket scanner data; UCI 機器學習資料庫
教學大綱：
	Week
	Date
	
	Subject/Articles

	1st

	2/22
	
	Course Description and Requirements

	
	
	
	

	2nd

	3/1
	
	學校放假

	
	
	
	

	3rd

	3/8
	
	McDonald, William (1998), “Database Marketing,” in 

Direct Marketing: An Integrated Approach, New York, 

NY: Irwin McGraw-Hill, 92-109.
Markey, Rob. (2020), “Are you understanding your customers?” Harvard Business Review, 98(1), 42-50.

	
	
	
	

	4th 
	3/15
	
	Ch3. Lifetime Value--- The Criterion of Strategy in Hughes (2000)
Ch. 4 Designing a Successful Customer Strategy in Hughes (2000)

Ch. 6 Communicating with Customers in Hughes (2000)



	
	
	
	

	5th 


	3/22
	
	Ch. 7 Building Customer Loyalty in Hughes (2000)
Ch. 8 Using Customer Profiles in Marketing Strategy in Hughes (2000)

Ch. 9 Strategy Verification: Testing and Control Groups in Hughes (2000)



	
	
	
	

	6th 
	3/29
	
	Ch. 12 Building Retention and Loyalty in Business Customers in Hughes (2000)
Blattberg, Robert and John Deighton (1996), “Manage Marketing by the Customer Equity Test,” Harvard Business Review.



	
	
	
	

	7th 
	4/5
	
	Spring Break

	
	
	
	

	8th 
	4/12
	
	Dwyer, F. Robert (1997), “Customer Lifetime Valuation to Support Marketing Decision Making,” Journal of Direct Marketing, 11(4), 6-13.

Berger, Paul and Nadal Nasr (1998), “Customer Lifetime Value: Marketing Models and Applications,” Journal of Interactive Marketing, 12(1), 17-30.

	
	
	
	

	9th 
	4/19
	
	Cluster Aalysis
(including SPSS software demonstration)


	
	
	
	

	10th  
	4/26
	
	Decision Tree
Haughton, Dominique and Samer Qulabi (1997), “Direct Marketing with CART and CHAID,” Journal of Direct Marketing, 11(4), 42-52.

	
	
	
	

	11th 
	5/3
	
	Artificial Neural System


	
	
	
	

	12th 
	5/10
	
	Manuscript title due (including abstract, analysis plan, and the database used)


	
	
	
	

	13th 
	5/17
	
	Introduction due


	
	
	
	

	14th 
	5/24
	
	Literature review due


	
	
	
	

	15th 
	5/31
	
	Analysis result discussion


	
	
	
	

	16th 
	6/7
	
	Analysis result discussion


	
	
	
	

	17th 
	6/14
	
	National Holiday


	
	
	
	

	18th
	6/21
	
	Database marketing manuscript due

Oral presentation


上課方式與要求：

1. A very high quality manuscript which is ready to submit to a journal 

70%
(including a in-class oral presentation)

2. Article presentation & participation





30% 

Total 







100%
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