
Marketing Relacji: Klucz do Zysku dzięki Satysfakcji
Klienta
Indeks: 712375 Producent: Springer Kod producenta: 80 black & white illustrations, 24 black

Cena: 171.56 zł

Opis

Relationship Marketing: Gaining Competitive Advantage
Through Customer Satisfaction and Customer Retention
Producent: Springer

temat: Sales & marketing, BUSINESS & ECONOMICS / Marketing / General, BUSINESS & ECONOMICS, Marketing,
General, HC/Wirtschaft/Werbung, Marketing, HC, Wirtschaft, Werbung, Marketing,
Beziehungsmarketing;Brand;Corporate Identity;Customer
Staisfaction;Internet;Kundenbindung;Kundenzufriedenheit;Public Relations;communication;customer
satisfaction;design;marketing;relationship marketing;retailing;search engine marketing (SEM), Sales and marketing,
BUSINESS & ECONOMICS / Advertising & Promotion, BUSINESS & ECONOMICS / Customer Relations, BUSINESS
& ECONOMICS / Marketing / General, Business & Economics/Advertising & Promotion, Business &
Economics/Customer Relations, Business & Economics/Marketing - General, Sales & marketing, Marketing und
Vertrieb, Sales and marketing, Vertrieb und Marketing, HC/Wirtschaft/Werbung, Marketing, Hardcover, Softcover /
Wirtschaft/Werbung, Marketing
wiążący: paperback
język: english, english, english
waga przedmiotu: 730 grams
strony: 479
słowo kluczowe tematu: BeziehungsBrand; Corporate identity; Customer Staisfaction; Internet; Kundenbindung;
Kundenzufriedenheit; public relations; communication; Design; retailing; search engine marketing (SEM),
Beziehungsmarketing; Brand; Corporate Identity; Customer Staisfaction; Internet; Kundenbindung;
Kundenzufriedenheit; Public Relations; communication; customer satisfaction; design; marketing; relationship
marketing; retailing; search engine marketing (SEM), Beziehungsmarketing;Brand;Corporate Identity;Customer
Staisfaction;Internet;Kundenbindung;Kundenzufriedenheit;Public Relations;communication;customer
satisfaction;design;marketing;relationship marketing;retailing;search engine marketing (SEM), Business/Economics,
CUSTOMER SERVICE, Germany, MARKETING RESEARCH, Non-Fiction, Scholarly/Graduate, TEXT
marka: Springer
kod unspsc: 55101500
kod podmiotu: KJS, KJS, KJS, BUS002000, BUS018000, BUS043000, BUS002000, BUS018000, BUS043000, KJS,
1785, 1785
grupa docelowa: General/trade
Liczba przedmiotów: 1
numer części: 80 black & white illustrations, 24 black
kolor: Yellow
waga opakowania przedmiotu: 0.35 pounds
wydanie: Softcover reprint of the original 1st ed. 2000
zewnętrznie przypisany identyfikator produktu: 3642086225, 9783642086229, 09783642086229



Autor Springer

Wydanie Wydanie miękkie, reprint pierwszego wydania z 2000 roku

Ilość stron 479

Język angielski

Waga 730 gramów

producent: Springer
gatunek muzyczny: Sales & marketing, BUSINESS & ECONOMICS, Marketing, General, HC, Wirtschaft, Werbung,
Marketing, Sales and marketing
Data publikacji: 2010-12-01T00:00:01Z
numer wydania: 1
nazwa przedmiotu: Relationship Marketing: Gaining Competitive Advantage Through Customer Satisfaction and
Customer Retention
data premiery: 2010-12-01T00:00:01Z
data uruchomienia strony produktu: 2012-08-08T00:18:25.816Z

Parametry


	Marketing Relacji: Klucz do Zysku dzięki Satysfakcji Klienta
	Opis

	Relationship Marketing: Gaining Competitive Advantage Through Customer Satisfaction and Customer Retention
	Producent: Springer
	Parametry


