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GRIN Verlag Apr 2011, 2011. Taschenbuch. Book Condition: Neu. 210x148x2 mm. This item is
printed on demand - Print on Demand Neuware - Essay from the year 2011 in the subject Business
economics - Marketing, Corporate Communication, CRM, Market Research, Social Media, grade: 80,
De Montfort University Leicester (-), course: E Business, language: English, comment: Very good use
of theory and case description. Execellent outline/presentation , abstract: Introduction With the
dynamic nature of the global business environment and increasing competitive pressure,
organizations are shifting from product-focused strategy to consumer-focused strategy. With the
advent of internet, consumers are becoming more knowledgeable and more aware of the various
opportunities available to them. The internet has provided easy access to new products and access
to more options leading to an expanded competitive advantage for the consumers, greatly
enhancing their choices, value and pricing flexibilities in many cases. Customer retention and
loyalty has become a nightmare to many organizations, and organizations are now involved in
what can be termed 'a relationship competition' between organizations and their clients, as
customers can switch from one product to the other at the click of the computer mouse. In order to
counter this phenomenon organizations are investing heavily...
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The ebook is straightforward in go through preferable to recognize. It typically does not charge too much. Its been designed in an exceptionally
straightforward way and it is just following i finished reading this book where basically altered me, affect the way i really believe.
-- Dr. Reta Murphy-- Dr. Reta Murphy

It becomes an amazing pdf which i actually have at any time read through. This can be for all those who statte there had not been a worthy of reading
through. You wont sense monotony at anytime of your own time (that's what catalogues are for relating to should you check with me).
-- Claud Kris-- Claud Kris
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