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Abstract:

Companies strive to build sustainable competitive capacities in order to defend their
market share and competitive position and to preserve their market position in the mind of
the client ,for this purpose money and efforts are invested to meet the customer’s changing
need in his service for he is regarded as a main asset in the prosperity and resistance of

the company against its major competitors.

The company amends its strategies, concepts, functions and managing systems according
to the environment in which it is active via monitoring every move made by rival companies
and being aware of the latest techniques and modern methods in production process,
management and marketing. This latter has witnessed a set of changes in notions and
principals for the necessity of butting concerted efforts to get the best result to possible.
Thus, there has been a change in the traditional view of the client who has become a
partner in making marketing decision. Furthermore businesses have started to look for long-
term relationships with their clients through which they ensure a customer capital that would
be profitable in the future. These concepts are comprised under the so called marketing
relationship that has recently emerged as an alternative to the lucrative customers. This
method basically relies on gaining by opening up dialogue channels so as better understand
his character, behavior and needs on the basis of which the qualities and criteria of product
or service that are destined to him are determine and thus to maybe sure that the company
is offering the best value to its customer and twin his satisfaction and specially his brand
loyalty. More over marketing relationship also relies on the development of social, financial,
and psychological between the company and the clientele to cope with the transformational
behavior of the client. All these steps have been taken by company as an effective way of

gaining advantage over rival companies and achieving customer service excellence.
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