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Create value for customers and build customer relationships

1. Understand
the
marketplace,
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needs and
wants
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Research the
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to serve:
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and Targeting

Product (or
serwvice ) design
and building
strong brands

4. Build
profitable
relationships

and create
delight
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CRM: building
strong relations
with target
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Manage
marketing
information and
customer data

Design a value
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Pricing and
making
attractive

Place
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making available

PRM: building
strong relations
with marketing
partners

Promotion:
communicate
customer value

Capture value
from customers

in return

5. Capture
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satisfaction and
delight

Capture
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Increase market
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