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ABSTRACT
In the depressing economy of Taiwan at this moment, parents almost can not afford the expensive tuition of private schools for their
children, which causes private schools to confront intense competitions is quite obvious. But how to make the schools' characteristics
stand out by applying the concept of [0 Customer Relationship Managementd to improve the quality of teaching and school
administration, particularly for school bus management of pick-up students, is the key to raise their satisfaction and enhance
students' willingness of study. Building interaction with customers helps to raise their satisfaction with school management and
recruitment process. Moreover, applying knowledge -based strategy to school administration creates more valuable relations with
customers for school. In doing so, teaching quality and customers' needs stay on the top priority. This research was based upon
school management efficiency and effectiveness, which can be improved along with the theory of the execution techniques of
customer management and information technology. To sum up, this paper mainly discussed how to transfer customers' needs to
school operating standard to meet their requirement and winning their recognition from information technology that the school
applied.
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