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Abstract: Customer relationship management is one of the modern topics that are
related to the marketing philosophy in general and to the relationship marketing in
particular. The marketing concept has seen a great development starting with the
production concept stage, going through the social marketing stage to reach the
relationship marketing stage where the latter is based on establishing long-term
relationships with customers, having a dialogue with them and listening to them in
addition to their inclusion in the organization’s life. To create this type of relationship
the organization must adopt what is called customer relationship management, through
which data and information on customers are collected whether it is social-demographic
or behavioural. Customer relationship management makes it easier for the organization
to identify and categorize customers properly, relying on many tools, the most important
of which is the customer lifetime value that reflects for most researchers the customers
gain during the period of their dealings with the organization or during their life from the
organization’s perspective.

Key Words: Customer Relationship, Management of Customer Relationship
Management (CRM), Relationship Quality (RQ), Customer Lifetime Value (CLV),
Perceived Value.

JEL Code: M31
(seddiki.nawel@gmail.com) Jis zte : JW Lo "



613 (2020 Jy 31 1 sl _osld ol aslatv] Sleddle

sdeddl
o5 o8 OF 55V ods o8 g U ISl i Bdlin 03505 T gl ALl Blsn) ws
Sbe 3yl e 55 OF ot AU Adgmn a8 ddy Bondl (3 U G 5l p S ST s
ob Bl pgal) ey s e e 5 0l oty sl Sy ene 0 S (S ey
e Og5 e Jpead) e ity ST OV LA (e Ol o L ] i @ ng ey 334 Ly
Customer Lifetime ) sl sl aod comm Lo 5L SBYe 505) Lede dazas &)l SlgsY) ol ey
e & U OB 515 & Lendy i s oLl Bl jag G el W) ol e o (Value
G goll il By SV AL e
SBe 3)15] cp B3gmsll B g Lot JW) 5Ll e b)) e Jolvin e L salyldl RIS
AW e ) oVl iilas LiSq J5luddl 1ia g SO0l 3L dady o505
S 394 3528l Loy Ol o VAL 3503kl Lo @
flendl lgilial (baslal o g Ol e 3] 2L @
Opfl sl 23 AL @
05l Sl dady LI WBNe 3] (83520l Bl dnl 2L @
1\gdiualy Al )t dpR
G 811 15 Lzl Sy 5L Sl 3] aale o gl balld Goud) s S e gl
o Alay o3 Jlasl U gl aad) e goll adl Aol AU LadY 1 s Jo olngll Sy
Wlo 84S (] Gas Sger @lly O3l 8l d oy 83 A 315) s Basls 3T al 51ty Oyl
ik 3 by oI,
: b CBe 8y13) aggda 1
o L 03] Ol B B3] pgde ) Bes OF 15 Ogpl) or Bl psgie ] BLEYI Ly g Yl
sl o B 39 392dll Loy D)
P OpPl ae B pggis—1.2
idhles o5 G Bnilly 09l Y1 (3 Ologlas ol o Lk Rdds @De oy @) Jok
pone U e JSCay Y 55w agis ol Slo hlie el of Gake cui OB Wby Lol (gt Bygian
o8 01 gy (V) 3 S OF (g eglall iley ol e uSTH) g ) (i a4 akis
B o2y LISy e oLy AU Y Led Sleshes Wl Jl)l 2T ns 0S8l 8 e Liblas
s <= 3ypn 105V (3 o o Baglal) ) 3 4 (K Y ST bl glin ook Joli 35
Gl ol e anlasl 0o g oalasl (U Jsm Sloghall masmd S (U1 oEVL oy (s s



614 (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

O or Aol slEV) (3 S eglall AL a3 &Y BVe e s K2 Y ESYzY) (Bsle e
.(Lassere & Le grand, 2002, p. 34) »,s\ |

il UM Lad g Mg b o Bl can tlb sl e Sle 05T O (S @Al )
W 055 OF (K Bl OF ST aikall a L) Vs fig ) OB Ol me B (3 casyllal)
5 W) W alh Sl i gs Mg i Sblealy dmkas e psd Jolze bl
(195 iiv 2009 (sl
- (Relationship Quality)os ! as @Ml 835> —2.1

St a3 BT e Wbies 1987 ae & B 8392 9090 581 o0 ol 52 GUMESSON  y2n;
Sy Slawsl) op Jelad) 53> BT s Henning Thuran & Klee s LS Ll augll o
(AF.Asgari & AL, 2012, p. 36)

Wyl 2 il ) Lege ool s el on gl izt 3 831 06 ( BerTy) o

o ST ol i e ") e sy (B U Ay ados ) gl oy sl
g I e 3y ¢ Al Ly il ) Sl e St oS g B sl gl BV IV
ceokn) Mgt N sl Al gl wletiaST s gly o eVl Bly Lol e st
Ly oo peieg daljo slul de o psd jaze (35 clo 2 B 392 0).(128 2in (2009
(o) Lo V) e 3331 Ak sgmgs B (3 LA Gl (3 aadly Lol (3 Sl s
(15 a>in 2013

53sbly ALYl (Lol Al Ll sl e ddadl W BN o OF e Ul e ) i
.(Hadizadeh & AL, 2014, p. 35)
DU OB Bylsl Ly 3.1

Al 0 obdle 53] paeis (189 amin 2009 (ol 5 sWal) Peppers plazsl ory
Peppers Jos bl ((1:1) usly) sty Gogedl) ol 5y 5 58 ade LlbT 13y (1989 ole i
OO Y gz plof 2alS7 WY W) alamll) (3 Rage (AL 2NN By VIS sl Vogons
o 05 2 U] ezl Peppers pbl bl il geal Ly eV Jokes gaose dm o Suedl
e Joriad Bude Glay acdl) YD Piluy e Cilosna suadl aSleYl Ly OF LaYsl el (ke
e b

Al bl Sacolela Ko @ U A oMYl amg e Yo am SU3g 13130 Legersd ALG @
i Aty ST ol AL se] e 50 53
s 3lls Ol e Sls 05w 6l gnk opaldl 03 O San@



615| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

Mo asyy as 0SKan ®

Jgj L 5350 DV Pilog o g3l Wi jsgb OF a9 (ROGQEIS Ll Lol &)l a5l alaid) Ll
25 2 Bl Olrgtie o Aol 4 daiy s (Le marketing de Masse) sladl 55
plisial Leaes o Aendlinl oda (Mone-size-fits-all" IS by doly e g (o HU) e
Dy Jlemzal 2ol Slgzadd o oD ) Jsogl e SIS20 aelas @) dppaledt 23! il
oAl &l 3 U3y Ford 5 Coca Cola o+ J7 sled) goudl anyle 3 3600 IS20l ey L5y
. (Kumar, 2010, p. 71) s

oo e ST UL dsogd) pn s bl O o Radid) Ll A s elodl Gsed) saa
AU e Jalad) Ll e i 2 S i IS Sy () B iy S
Y ol of e 095 IS Olrbat gee ] U1 80506 pLaS) p Grgedl Bds 8 G (U
slasl Aol Ul obnall w03 bed ol n Ll Sy olaiall ol ol e U1 e Lo Jales
S} @ J= sy (Rygielski, Wang, & C. Yen , 2002, p. 2) 05 JS ae sll) s wBDe
.One to one u>1s) a>ly 3ol oy Lo

(Peppers, Roggers, & >l dxly fisd moby GMb| die Gty oo mff drg o
:Dorff, 1999, p. XV)

Gewwsl Sl (s @

N0 U IVYTROTN SN S

e =t @

Al (ELe) plaY dame Slats o Ol oo @

S Aty dsly mged) e Oleg L Customization weidls Personalization iuas:d)
o b ol B Lke s masdll U e olle bl e Legalisual oS3l
psi bikis 9o oaddl Ll Opll o Lea o Sloghas o slaze¥U sll3y 55 IS0 ol gl
coed FIDEIL e s s alad | fedl agpe ool e ST T et clisles st Og)
) Ary wanat Ll e HIDOMINOS.COM 5 o Aolh) SornsSl Gl cluy Lain Ll
.(Kumar, 2010, p. 77) $slas @5‘

E ol dadll Bae () Gag s ) e Ble BT e U 0B ] G Sy
bl sadane Jlail s DY e 25 5 Jail Sy oaslo)] 5 ey pebliS e aiiid
.(Alard & Guggemos, 2005, pp. 7-8) duwsihl &353,0 5 Jlasl o3, 3L5 forl 0 2l B3s



616| (2020 Jy 3 1 so sl ol s\ Sadalz

IS8l 2y i e pate IS U1 e dhaie Slaslas nd e AU 0BLe 35 S35 LS
(Kotler & AL, 2006, p. twged (Ul oYy pdons Cus S5y 2lin U o folsdl) ol

180)

tde Addod) LI S Bl) g5kt o dlhesy AbdS e ) L @B 8| iy
G Al gl SBdke 3] e sasleld sl ¢ e Bibaally Osl) B (L B Ol e
S Slgdll sutadl JLaV) s a5 T Slgsly SULI el ) (Y oVl ST
(Peelen & AL, 2006) .... Laxey  Jladlg
(A oBe 5)1s) e skl K2 gy

S e Bylsf Jolpe (1) 1K

Sl oyl
Ao B
L
sbo)l -
Slgdll et -
4ol - ..
- M
A et -
Jalg <
"
Ayl - 2
ol des -
o -
t\.«;ﬂ\ -

VIO (,,,.u -

Lelaxr| joflas -
EFSPR

LS ailas -

C)Lg&.ﬂ/ 4595,0 -

dagb) Il -
OLSS ¢ s
slall et -

Source: Alard, P., & Guggemos, P. A. (2005). CRM Les clés de la réussite. Paris:

Editions d'Organisation, p 9.




617| (2020 Jy 31 1 sl _osld ol aslatv] Sleddle

DB 3 U OB Bys) ART —4.1

Byeze Wzt 7" Ll U el dolio 3 a2 Awge o alnaY) a3 Kotler 53
Jl e 08358 oSO dm o Wi (2l 15332 1 0) Waeliay W lgdel (Lo ) 290100 (ST i
@ cwoy Sliale o como Lt ok bady < S, it Y s (S a0y Y SSU
(15 amie 2015 ¢ is) a6 0l b G SIS S
S (3 ol gl ases)l a 0g -
cae 2 b ol O3 -
Sl W oy o 58 Aads A pdB ¥ 2 (Logry o 38 b cbles ol Rde L) Oy -
O e Sol BY Ll Jo blisl) aud wlawsl) 16 U1 Je L) apl 550 Ju e s
RUERE SR IRV PR T2 Jued, o2 o)

i e BTG 28 090 Bl OF ) (Dawkins et F.Reichheld) o S iy o

b 83 20y D08 U] S o Jaas aisny sl gy gy LSl Ol s Jpad) ol
@5 Ogl O dlasl & F. Reichheld Gz WS 7UY1 delag s U ol @ 905 ) o503
(389 o 2006 ¢ jgiis) Jlaw Slad sl pd gag 358 Wt ehad) ] Ldls ans
D OgP BYe Byls) Blaai- 5.1

o8 plama¥l Lgde 10 sLas¥l 536y W anedl aaad) 5580 1gb ot 6V BLA) OL5 5L ey
ST LW ailsy Ikl ey 3] o ded oLty Vg Loy ) s B Bal5 DD Ly
53l Ly (U el e oY) algh SUMe Bl WD e ol adates )y 2S5V
5 S ab Lol Wil ) opl oBe 3] ans Sl Slay i 5 s Jsasl)
:(207-206 wia) 2009 sslall

Aalaiall ¥y Osll Lo B3y (et @

Bl e Ogll dad lons @

U el ol lelad) ) M) @

U abas degas et U L Ol @

sl ) 8elaSy alels 53y @
:CRM bl wldle 5yl3) J5ue — 6.1

S5 0l o B B3] 0L sl ol g Ol S Bl5) pagdh L) e sl dlis
(Peelen & AL, 2006, pp. 1-3). Lag oSl Ylomzul ST



61| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

3,3 Metagroup = :(Processus Technologique) &zl s dkesS” JuHl S 3yls)—i
o Wl azal) el llee (Automatisation) &t of 47 " T Le 2000 a4 ©UYs
) A Lol Ol (gsdl) Os) me S JLai¥l B e el PN e o b
e Lgw L g My Soaadl JLaiV) wled ) 52 )L (Assistance technique awad) sasludly
o Ja¥l Jewd 3,51 sy «(NTIC) JlasVly leglall Lr oSS 525 (aCRM I oy iyl
J2 anadl olad) £ e copVl Lo arg) anglly (W i w1 b e dansl) (3 Olpe ) il
Slaglall L) oSS () (a2 Lady VT me Ol Jolin I ol 3y olsns¥l L oYLasY)
U saels agde Jeos gy calalal) oo 2d by g

iV gk s Ll e A Lais Mo (JUI OUMe 3l Al 3t Ly ad) 1 g
Py oYl o 1l e ol ey pB Y1 atsies doT OF 20k camgd amg o) 5T ila
& shadl ades Lomas o 5L (interlocuteur) bl ssi inss loskes bl 63,56 JLaiVl
O Y Ol Wby A1 el el (gl Jm Slashall a5 e (2 dll Slaglall ol
e el 3l 6 g Y BT LS s 6 ) L Slleal) folin G ST a8
.(interconnectés) ery L alylis JLasV) g 170N @3 Lagay lgmll

CRM jum cializ 5T s (Processus Relationnel) 48%s ideas” (b1 B 8ylsl—o
saes LS o(IPidentification des clients) bl Cupss sl L IS 2hlas e 2hes BT e
s OF LSy L 0gll 5 3 Wrsting A sl 00 ondy U e BMe W] SL) g B
o ede —iles A CRM  iewsol) 2300 daeslnn¥l (3 Slaslell wlais jold G lagy ¥ el
s 5 JWbs (NTIC) sl JlasVly Sleglall LargdgSS ) £ )l Wjlf] oz ¥ —oolbLed
Sl Ball ] e 350kl Wi (3 Bl 5 ) Oadly Osill iz ples) cllael e pygdld
ol Ales 2] 3 b oy Y by (pgms aBNs Granly L

NTIC saslas gy dmis Zondlie) CRM jia tdponas dJlad 1S 000 S 513 —¢
A oLl o SR iy O Loy ol 3930 lans (1] Bud JlaVly leslall Lo gl
Oy o 555 dleily wlles ooy AU L) Bl VL Lol LS Saslsy (FUU Aol
5 o Rl Lyyan Sy kee BT e CRM ey ¥ el s aild) Cipad) (S s
)T 83k adeaSGy e cpbis U] e of w BT o cilan 815 SBBe 315 o5 &) 1532l

AT a0l Loy ol der o



619| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

oo s (1998) Mckenna Ciupw s (o) Ciupad) e domgdl funlS 5L 301 SBYS Byl3) —>
CRM of j» "Le marketing en temps réel " aidl <3l (3 Gipndl pygdl opshs I
¢ AT dad) 2l ods OF Lol (oiths Oall e sl dlysh Be 03] ) (o35 3f B oiad Of 2
llall Al dnlie (Ol 3 Brmn Bole sy n WSTHD e 05 Ol Oslly 2sll e e el
oS (Utilisateur Privilégié) st Jassal dary moull ok 3 cp5T ot o] ymey ca 2wl
bl ol on e soll L Bty Slaghan Jlal 3y St Slmgiie pslal (3 S Oyl 05 O
O of aogie s 8 ils g dunwgll Slehsl e (] Jgl) 4y hrasedy dols Slods
s I e Aegose Bime by ] 3 L8 msenns
D Og) Bl dagd —2

Sl ad 3 el Gl L Gl ga gl Jlad e JEsYY 35 ) Opl) b SLis Rl sew
dl posad) axy Jog Bosbl st 35 ) 4t 1S o 3 3pm May e Blal aadlly Ol aiadd
Spedl A 535 Olledd el Lol (3 09l Loy mles Cibys

G LS ploaal Baghl ol o Al pghe sseb (3 ol i B35 Rals plusa¥l 0]
Bkl @ ALYl ST Ose ) e U dagapie e Jad) 57 o coliiladlly Sl
st (ol Py il Wl psgies” s gly La qualité pergue a5all sssdl pogis 18> 7
(Ernez, 2009, p. 65) aed)l Flal 855kl o coidl e LaBadl (3 ol cpt L) e
D Oyl Bl Ao pggio— 1.2

0 o el e g e ST U O sl 855 e gl wBle 3] S5
Ol Bl ok of Ol Al By Lo ity dgall Bl 32y BY1 g 12y S 50

. (Michel & Petitpierre, 2010, p. 32) «Customer lifetime value»

Szl b)Y S andl il e Valeur client 0 2e3 Osbn oWl CUE
fagdll ol Jo gpanndl 5l e b8 2181 0]L(380 amis (2006 ¢ i) (LaSH)
s ok G gl o o) Redall 2l STy el e 05 il ol lgaand) dlolin Of 5o
imio 2016 ¢ 0y 5 @3502) AT agr e WS Sl 1Sy S Slgad) 2ad G0y
«(52

G LS s e sl adind) AU ST AU Al T e Lehmann s Gupta ey
Lo Balal 2L LA e Jo eadl 0 3520 s G sl o ) (Lo BT e Laf
.(Esmaeiligookeh & Tarokh, 2013, p. 318)



620| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

DSyl Aol 9 Ogyl Bl Ao — 2.2
s Ol ol LoV Opl) dad e a8y Ay &l LU dedl dalsll 2Bl )ladl e
AoV ¢ el g OF gt Grsmdly gl Bl Ry gy Bl Bl 23Ul AS5) Bl oy
(Laethen, 2005, iyl 3 jshodl n anll S S gty B T 5L sl ol e
p. 96)
: (Ernez, 2009, p. 65) QWIS o2 250l aaill ¢l &35 i
Ay 3 Lede fag @) Awsalll jally ausoll) aslsdlly ~LY1 s cUtility -value dwid) dsdlle
U IRV NER
arm gy o Lol i WS ade plidl wie ¢ 2)) o5 J&€ :Exchange value Jsid iede
ALasdVl 3l 3 iy S fow &Y ST plenal ST 5Ll Bad pgin af)
s (Personal-values) inaseid) vill oo O WISy ¢ plazr VI edd) (le (3 tigasedd) godlle
el jad G ag adly A e L sl Sl bl ik
sl (3 ediiion Lodls a5 adlal) coalall ads O cpy sl o) UL Lo e
Grged) § Ronill ddisel el o Aol 1(1) Jgudr!

G O o3 gl Js w121 3(2005) Halbrook
Jlarzal e 3 g sl 13 44 Bl e el

S B o il

L) dand)
La valeur utilitaire

La aslesYl and aseis (2003)Woodall it 45U degdlt
o2 sl Ll = gy valeur économique La valeur de
“ I’échange
RUPAL fJle\ C‘LJ\
&) aiy bl oliay (2002) Troester 5 Thompson daseid) ol
graly Bl e i) ol s felin Les valeurs
personnelles

Source : Ernez, B. (2009). La valeur de la relation et ses changements dans la relation de
fidélité entre fournisseur et client industriel ,thése pour I'obtention de titre de docteur en
science de gestion. Université de Paris Dauphine, p 65.

BB Ogll dadll 55 =Y (Kotler)ls sl LSy Olwlul Olaaie Sls 1 3Sjul) Og )l dad jeolis —i
1(40-39 il 2012 ¢ Joe2dl) Wy Cpand ] i
tl kS oy gl e Ol e fag B UL e dapm 2y 1090 2SN deld) O



621| (2020 Jy 31 1 sl _osld ol aslatv] Sleddle

— 2l Al — el ean OF Sy 4k geld Bl Jaslad s daky mall 23 -
Lt
bl oMged OLesVly DLl e OF Sy aaddl @i e Y Lar Reddh) 23 -
LOle2]l 4@4\ de Lo leds 4(.,:1,““;5\
dms) gl 3 ol Sty el o Loge Tias elotll 531 ol dpasesdl a1 -
dozed Y bl 13 e i) as a Beasetd) Sledsil) Lo ) 535y dead) o4
(Bl — 4 — alal) — 2SI Ol ): V) ey 3V Olleey dukal) B e
o ke aegez ) Hlad e ai b a aaadl B (Gpadl) Zaadl) BN 28 5> -
I e 2aa IS g ) Plgaaly g e i) o Ol Leading &) 2ol SIS
kel 2L i
L ity O 2D ASY) O
e fame &) gl 208 504 aolel Jog Olmma) sl i) oay audl il S -
sl
2SI e ol w3l 2dlST Ogimy (L) Jand il o Jsamll wilal) cigl cBl GlST -
Lo 23y el 05 0L sk Y ) U s rsds gl Vg B
gl Ly 0lST dmy 3 i) e Jguamld gl ook (o)l gdl gagr gl ST 2 -
skl Slelar Y1 gl dr Uy s 33 e Lol ) IS eamt Bk QSO s -
O 6l Bl o 695 Lgbias 13 ISy 50 L) e S T n S 55458
Lo e oelil e o a8 BL| pie Al
09 Sl dagd Sl — 3.2
s @ WU Ll o a1 aklly sk Bk (CLV)Os) a8 ol o2
:(Michel & Petitpierre, 2010, p. 32)
CPOs Bl e gl bl Ll O
N @il el sae O
A B Clgs sue O
CLV=P*N*A :Jul,
Paul sRobert Wayland :» JS'1s sl alsles Lpsl Ogy 2ad ol 85 Y1 Volall ey

YIS 58y Lublesl 3 Customer connections :New strategies for growth cus” A3 Cole
(Lefébure & Venturi, 2005, pp. 138-139)



622| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

n n
Ve = z Qill;d; — Z(Di +R)di — A
i=1 i=1

Oeil a1 VC

G sl (3 ol e 1 Q;

G 35l (3 Il o ey Bl By (SO gl : T

t sl 3 pshadl IS 1 D

t sl (3 Ogll BlaV (JSS ¢ R;

Oel olusT IS 2 A

d=1/(1+COC) o tj 37l 3 wliapisd) of Slogad) i 1 Dy

ezl QU ) e 35, S COC

(Q\}«.wjb c;@.«’os}!b) Oﬁ}“ ol sl t=2?=0 ti

D Ogl Bl degd g oLl SBs Bylst oy BB -3

S S e & ) (Wu & Li, 2011, p. 264) Blatterg s Deighton .
valuable ) creadll Ll blio V) desll SLgdsl o ool 23U S8) s sl
oo 0 80 desald 0sds U 0 % 20 01 20/80 Pareto sl s -y .(Customers
G g 3258 ST plexaWly %0 20 sl e bliml) 1) 32l 58] Gesll Jo s JlLy ~ 1Y)
e osw &g W pte e g U e Wk IS e i U S Be 35 O L0l Bl
a5 3V oda OF G RQ gl o 85all 5392 5505 CRM OF LS™ )l e 885l ja sl
ST U CRM el daw f a5 2nd Oplly Rl oy BV ST 13) b i) g Jale
RQ I o CLV 05l 8l ied a5 5 555 o2 CRM ) Ll cud) (JWLs (RQ e 314)

BT o il O B B B394 LY Of Roggers sPepper e S p LS
SHISy moll o5 Bale] (3 Ldls st 3L V3 ¢« (Word of Mouth) wil 0S5 b e wgslsls
(WU Lezs93,0s Blaes 3345 b o ushall ) (e gl gy 3 O9bliny ¥l o ale 20 04
. & Li, 2011, p. 264)

Loy Bl 3 gy e B Sasr ) g 5] Y] sa9a2 DAl el s S5 ) BLoYL
Ll g U @bl plgs Of Zeithaml & Al piw s J) BloYl . Jsdl d] oVl e Ciisd)



623| (2020 Jy 31 1 sl _osld ol aslatv] Sleddle

O S BB (3 ale 39 o Ll gl gl OB Ul e oY1 cLaY el e 220 e
.(Wangpaichitr, 2010, pp. 20-23) Lemilis o 5T aJle Gy Jlan) 3 w5

s o5 ) 3kl w9 WBlrls (3 0silit U OF oIl ga LI SUYe §yls) ag O]
b i s el 09y U g e 2 CRM JUby obdsYl el oS of g o403
oo sy amgl sas el IS (e JS 8l e ] ol Al Gl U dleles B B3 (e
SEM 2 e DB e ) ) Ysos 2y S A e Bl Ny ol g
.(Haenlein, M.Kaplan, & J.Beeser, 2007, p. 222)

53 O sat (paldl s e ACLV 3 CRM ¢ 85l OF iz 0F S G Lo ) 8L
o et UV g B e M e U Vg Loy Bl e el B Ll S
Bl Ry iany gl 1) e sdlly 8L e Osl) s Jsad) o (ST LUy gme B
PAndi e

S Bae s by 09l sl iad Clus O 58 CLV s CRM (n @Mall LoSTell oY) L
e e Y b daaz 2y of gl £ ey eianed sl o Jeme JWLy 22 STV
sm dWby UL s Bl e aeley CLV ad OF gm Mg cpg ) 58 gL Je JWy <3
LA Sl s 515y

FIe

W el sl O sy dewsll Jsol o ol sa Ogll O Jsill LiSs aod) 3,41 odd aoNsS,
Cll 3iy sl Lo sais Slanl & Lelanal s S lake ot SUAU cbadgmy o 58 Jlazsl
Boliy lawsll 0B U3 1) BLoYL Bder B0 agdde 25y el o )8 O sl il e
sl OY 3 (ggir 095 (A5 Y1 Risndl Blogez OB LI SBDe 3ol o5 413 Lgre Beadd
L aslB 3 Leamsdy Ly ALl ol Olilall sy aa et sl olus L)1 s
Lasl ady iy (2l (Bl dtdy Ll Ban 3 dnghl Ly U Lehiadl sl T o Laj by
S 3 s B U 0B B b oo WSl ded aady 24 S L s e
Asleall U e 3ls] e s ) SgsY e Aesas
Lseh coda Ly a s o2 ) Sleosdl L

Al e s 5905 8l Sl U S Bis] 2 s Cebalaly el el @

U S B 51V e delis ) anadl Sl plsnly Ll oS 3 Yl @



624| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

i (Ol 3l 1 Yy @i (3 ealed Gy LI SBe §is) ¢ deld Bl mgs @
B Ssbegs¥ s gl g5l a1 B0 o)

s e Bl 830 GAIIS Banldll Badl 394 plazaYl @

AL e B et ) il LgY ¥y 0ol Loy Geond Balr Bl e O 2 @

&2 oA P s Loger 55 e dwdll saelid by (Bl dad s U i @
o8 Bla dled sl

:B‘JM bR

S Bl e ahbr Auha-odeadl Yy Jo Wiy B s T (2013) Lf- o)
Lo gV Gl el (JLsY ) 3 e W 350gd L olllaze as 350w =033 (3 350 ST
sl 3 Wity garSOY) sl Jole 3 U s ) wlinds (2012) g e L
et o ollase e Racie 55T iAW) Bl 6 bl p s s > Ol

Olas LowgW 3,20 dnals 259 SV JlesYI 3 g W

ALl 15 10331 (LY andall oY) Oadl ke 505/ (2009) ol ol ¢ Ly Sl
pohall A2 gl d593a e U wdld) alilly 09l 2l ST (2006 (peis) e jsis
(10)a5L.sy)

o) 2 Wl alys @l Y cld el Ogl me B 2as (2009) as ok
Gigd yaat gyl paal) 3 W Slgs s wlllane e 7puw 35T il Ay (g S
o AN Al

gl Al ¥y e Lapil g Akl Slesll (3 Opll e A 315 31y (2015) L Jglr s
s et Ayl aslall (3 8),eSi) soles o llbte as Radde g bl 0Ll Wil S
Bods Bse (3 Jeanl oYy 3034 (3 A5 el kel (2016 ¢ iilr) L Oy et an T (g35as
i Gilily doloz Y lallll Lo L S 2 SL p oSyl Renge A= Jlad) sl
(15)a3 5 5 Lolad V) aslel

e AF.Asgari, A., & AL. (2012). The Determinants of E.Relationship quality on

E.Satisfaction in Hotel Websites .IOSR Journal of Engineering. 2(9).

e Alard, P., & Guggémos, P. A. (2005). CRM Les clés de la réussite. Paris:

Editions d'Organisation.



62| (2020 Uy 31 1 soadle LI old) cyslasvl Sadinle

e Ernez, B. (2009). La valeur de la relation et ses changements dans la relation de
fidélité entre fournisseur et client industriel ,these pour I'obtention de titre de
docteur en science de gestion. Universite de Paris Dauphine.

e Esmaeiligookeh, M., & Tarokh, M. J. (2013, December). Customer lifetime
value Models:A litterature survey. International Journal of Industrial
Engineering and Production Research, 24(4).

e Hadizadeh, A., & AL. (2014). Investigating the influence of Relationship
Quality on Passengers Loyalty in Arline Industry. International Business and
Management, 8(2).

e Haenlein, M., M.Kaplan, A., & J.Beeser, A. (2007). A Model to Determine
Customer Lifetime Value in a Retail Banking Context. European Management
Journal, 25(3).

e Kotler, P., & AL. (2006). Marketing Management (éd. 12 eme). Paris: Pearson
Education.

e Kumar, V. (2010). A Customer Lifetime Value-Based Approach to Marketing in
the Multichannel, Multimedia Retailing Environment. Journal of Interactive
Marketing(24).

e Laethen, N. V. (2005). Toute la fonction Marketing. Paris: Dunod.

e Lassere, L., & Le grand, B. (2002). CRM les attentes des clients. Paris: Village
Mondial Press.

o Lefébure, R., & Venturi, G. (2005). Gestion de la relation client. Paris: Eyrolles.

e Michel, S., & Petitpierre, M. (2010). Marketing, une introduction au marketing
d’un point de vue pratique, agrémentée de nombreux exemples. Compedio
Bildungsmedien.

e Peelen, E., & AL. (2006). Gestion de la relation client (éd. 2). Paris: Pearson
Education.

e Peppers, D., Roggers, M., & Dorff, B. (1999). le one to one en pratique. (M. R.
Don Peppers, & |. Faguer, Trads.) Paris: Edition d'organisations.

e Ruygielski, c., Wang, J.-C., & C. Yen , D. (2002). Data mining techniques for
customer relationship management. Technology in Society(24).

e Wangpaichitr, K. (2010, May). How ‘relationship marketing’ contributes to
gaining customer loyalty To securities brokerage firms in the stock exchange of
Thailand? To secur A thesis submitted in partial fulfilment of the requirements
of the degree of Professional Doctorate, newcastle business school.

e Wu, S.-l,, & Li, P.-C. (2011). The realationship between CRM,RQ and CLV
based on diffrent hotel preferences. International Journal of Hospitality
Management, 30.



