Revista de Management şi Inginerie Economică, Vol. 6, Nr. 2, 2007

- 114 -
Studii şi cercetări

- 101 -

Managementului relaţiilor cu clienţii pe cercetări de piaţă

customer relationship management based ON market research
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Abstract: Customer relationship management represents the main dimension of relational marketing. The conceptual and operational development of CRM was determined by shifting the focus from market to the client in leading company’s marketing activity. The aim of all CRM activities envisages establishing and maintaining the customer’s attachment to a brand, product, service and/ or company. The current study would like to emphasize the role played by marketing research in underpinning CRM programmes. We presented types of information as well as ways of collecting it in view of managing the process of customer’s attachment.   
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