In this 21st century’s hypercompetitive marketspace, many business organizations are redirecting their strategic approaches to become more customer-oriented, that places every individual customer at the center of all marketing initiatives. The critical importance of customer value keeps increasing exponentially because more entrepreneurs are recognizing the direct connection between good customer service and the overall profitability of the company. 
By providing stellar customer service, the positive brand experience would encourage customers to remain loyal. Not only these happy customers drive repeat business, they are also likely to spread the goodness about the product and services, as long as they have a reason to do so. With that being said, these loyal customers who evangelize the brand will help company acquire new customers, free of charge, by convincing prospective new customers of the business’ merits more effectively than its own marketing materials and salespeople can. Therefore, entrepreneurs should work even harder to satisfy and exceed the expectations of their customers since they are the primary influencers to word-of-mouth advertising.   
Amazon’s dedication to providing crushworthy customer services is renowned.  This 3rd most profitable ranked internet retail company maintains the appearance of prioritizing their customers by constantly making life more convenient for its customers in just about every area. Other than the free two-day shipping to streaming movies and grocery delivery, 
[bookmark: _GoBack]their genuine commitment to delivering lifetime customer value has won them the dominance of ecommerce today. Other prime example would be… integrated a powerful customer-centric philosophy within the organization and this means all of the company's decisions are made with the customers interest considered first.
