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Sinteze

MANAGEMENTUL RELAŢIILOR CU CLIENTUL – DIRECŢIE MAJORĂ A ORIENTĂRII ACTIVITĂŢII DE PIAŢĂ A ÎNTREPRINDERII

Prof.univ.dr.ec. Nicolae Al. POP

Academia de Studii Economice – Bucureşti 
Abstract: The development of the relationship marketing leads to the fact that the modern company orientates its activity more and more to the customer, giving up the orientation to the market. In this context the management of the customer relations gains more and more importance. The study shows the main components of this: leading of the identifying process of the customer and the process of systematic purchasing of information concerning its buying patterns; the evaluation of the satisfying level of the customer compared to the offer of the company; the development of the customer’s respect towards the company, the loyalty of the own personal, the management of the customer’s complaint, the permanent review and the integration of all communication channels with the customer.
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