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ModalitĂŢi de obŢinere a informaŢiilor pentru managementul relaŢiilor cu clienŢii

Methods of collecting information for the customer relationship management

Drd. Nicolae-Liviu POP
Academia de Studii Economice din Bucureşti

Abstract: This part of the study approaches – on a special case study – the problems of marketing research for the CRM within a market leading company – distributor of veterinary products. Building a client database offers the author the possibility to propose a detailed and operational structure for the veterinary products market. The direct consequences of a market research on the satisfaction degree of the concessionaire veterinary doctors from the district Bihor in respect to the services provided by the distributor company SC Farmavet SA enables using the coefficient of rankings correlation when the intensity of the relationship between the cause (satisfaction) and the effect phenomenon (increase in purchases) is measured.   
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