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GRIN Verlag Feb 2008, 2008. Taschenbuch. Book Condition: Neu. 211x123x15 mm. This item is printed on
demand - Print on Demand Neuware - Research paper from the year 2007 in the subject Business economics -
Marketing, Corporate Communication, CRM, Market Research, Social Media, grade: 1,5, Fontys University of
Applied Sciences Venlo (Fontys University of Applied Science Venlo, the Netherlands), course: International
Business and Management Studies, 40 entries in the bibliography, language: English, abstract: 'I know who you
are, I remember you. I get you to talk to me. And then, because I know something about you, my competitors
don't know, I can do something for you my competitors can't do - not for any price.' (Newell, 2000) In today's
business there is a shiI of many companies away from a transactional mindset toward a relational mindset
when it comes to dealing with customers. That is because researches proofed that nowadays for many
companies profitability depends on the companies ability to develop and maintain long-term relationships with
their clients (e.g. Lemon et al., 2002, pp.1-14). In order to gain a competitive edge, companies need to be
customer-driven and able to serve their customers needs. Moreover, companies have to deliver a certain added
value to exceed customer expectations and build strong relationships. In the traditional market, where face-to-
face contact is possible, marketers get to know their clients personally. By personal contact, marketers have the
possibility to build a personal relationship with their clients, figure out their needs and finally satisfy their needs
by personalized services. As a result, customers are likely to stay with a company and the potential that they
become loyal increases. However, the emergence of the internet and e-commerce makes it is very diJicult for
companies to build long-term relationships with customers. By means of the internet the personal...

R ea d R eta ining  loya l custom er s in e-com m er ce - Winning  custom er s is g ood, but                         
keeping  them  is better  O nline       

Downloa d PDF R eta ining  loya l custom er s in e-com m er ce - Winning  custom er s is                      
g ood, but keeping  them  is better       

 

 

http://www.megabooks.site/retaining-loyal-customers-in-e-commerce-winning-.html
http://www.megabooks.site/retaining-loyal-customers-in-e-commerce-winning-.html
http://www.megabooks.site/retaining-loyal-customers-in-e-commerce-winning-.html


QVZFV4T4PWMW > Kindle ̂  Retaining loyal customers in e-commerce - Winning customers is good, but keeping...

Related Kindle Books

[ PDF]  Psy ch o lo gisch es Testv erf ah ren         
Follow the hyperlink listed below to read "Psychologisches Testverfahren" PDF document.
Do w n lo ad  eBo o k »      

[ PDF]  Pro grammin g in  D    
Follow the hyperlink listed below to read "Programming in D" PDF document.
Do w n lo ad  eBo o k »      

[ PDF]  Y o u  Sh o u ld n 't H av e to  Say  Go o d b y e:  It's  H ard  L o sin g th e Perso n  Y o u                                          
L o v e th e M o st     
Follow the hyperlink listed below to read "You Shouldn't Have to Say Goodbye: It's Hard
Losing the Person You Love the Most" PDF document.
Do w n lo ad  eBo o k »      

[ PDF]  Tw itter M arketin g Wo rkb o o k: H o w  to  M arket Y o u r Bu sin ess o n  Tw itter                               
( Pap erb ack)  
Follow the hyperlink listed below to read "Twitter Marketing Workbook: How to Market Your
Business on Twitter (Paperback)" PDF document.
Do w n lo ad  eBo o k »      

[ PDF]  Six Step s to  In clu siv e Presch o o l C u rricu lu m: A  U DL- Based  Framew o rk f o r                      
C h ild ren 's Sch o o l Su ccess       
Follow the hyperlink listed below to read "Six Steps to Inclusive Preschool Curriculum: A UDL-
Based Framework for Children's School Success" PDF document.
Do w n lo ad  eBo o k »      

[ PDF]  It's  J u st a Date:  H o w  to  Get 'em, H o w  to  Read  'em, an d  H o w  to  Ro ck 'em                     
Follow the hyperlink listed below to read "It's Just a Date: How to Get 'em, How to Read 'em,
and How to Rock 'em" PDF document.
Do w n lo ad  eBo o k »      

 

http://www.megabooks.site/psychologisches-testverfahren.html
http://www.megabooks.site/programming-in-d.html
http://www.megabooks.site/you-shouldn-x27-t-have-to-say-goodbye-it-x27-s-h.html
http://www.megabooks.site/twitter-marketing-workbook-how-to-market-your-bu.html
http://www.megabooks.site/six-steps-to-inclusive-preschool-curriculum-a-ud.html
http://www.megabooks.site/it-x27-s-just-a-date-how-to-get-x27-em-how-to-re.html

	Retaining loyal customers in e-commerce - Winning customers is good, but keeping them is better
	Reviews
	RETAINING LOYAL CUSTOMERS IN E-COMMERCE - WINNING CUSTOMERS IS GOOD, BUT KEEPING THEM IS BETTER
	Related Kindle Books


