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The Apple Company is one among the competitively successful companies in the world. Despite other companies, the Apple Company values the offered services to their product consumers. The customer care aspect is obviously thought of by many companies, unlike the Apple Company that basically takes care of its customers with importance. As many of the computer companies were founded and progressed by the technical individuals who less value their customers than the technology, Apple came up with a strategic technique to develop and benefit from their customers. A customer perception of a company can be made or broken in regard to the company aspects such as marketing, customer services, and making an easily understandable technology to the nontechnical individuals. The perennially high categorized customer services of the Apple Company depict relevant differences (Review, et.al, 2011). 
[bookmark: _GoBack]Many analysts evaluate the different companies in regard to the market share projections, the growth rate of the market, and financial statements among others. Following health track of a company, the management department of the Apple Company utilized the aspect in focus of customer satisfaction in relation to its products (Sharma, Tan, Pereira, & IGI Global 2012). Reasonably, in terms of consumer products, customer satisfaction rates lead to preservation and liberated, viral verbal marketing which helps in the company growth. The Apple’s product consumers usually spread the good news regarding the excellent quality products of the company, its interesting customer service, and reasonable price of the products. Customer creator is a customer perspective that the Apple Company seems to implement. “My simple proposal is to think of Apple (and actually any company) as a customer creator. It creates and maintains customers. The more it creates, the more it prospers. The more customers it preserves the more it’s likely to persevere. This measure of performance for a company is not easy to obtain. It’s not a line item in any financial report,” (Sharma, et.al, 2012). The company prospers proportionally to its customer creation. This forms an appealing way to view the Apple Company. However, the company is in the creation and retention of customers business. As the Apple Company is “delightfully” serving customers satisfactory, the terminology is only implementable by the companies that create elevated rates of customer commitment or dedication. The practical aspect builds a hyper-loyal attitude among the company product consumers (Harvard Business Review Press, 2016).  
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