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Question 1.
Customer Profitability Analysis (CPA) is a customer evaluation tactic used to generate significant information essential in quantifying which groups or types of customers the business should emphasize and which customers to de-emphasize. The CPA analysis uses Activity Based Costing (ABC analysis). The technique allows a business to comprehend the profitability of each customer by conducting revenue lesser costs analysis (Fish et al., 2017). The costs include all expenses incurred by the firm such as production costs, distribution costs, marketing costs, service costs among other customer service related costs. After costing analysis, customers are then ranked on the profitability basis. The ranks include platinum customers – the most rewarding customers to the business, Gold customers – profitable customers, Iron customers – Low profit but admirable, Lead customer – undesirable and unprofitable customers. The ABC Analysis technique enables the company to determine which type of customers it needs to hold and which type of customers it has to let off. 
Question 2.
Behavioral targeting is the process of examining customers browsing habits to frame enlightening targeting decisions concerning advertising and marketing practices. Its pros are; it enables one to understand his customers well since the internet offers a variety of opportunities which inform customers specific needs hence making marketers be customer oriented. Behavioral targeting helps in increasing productivity by detecting the behavior of your customers and where to find them thus directing ads to the rights audience (Fish et at., 2017). In this regard, the producer can cut costs and time by focusing the advertising practices to the right audience. This often stabilizes prices with increased demand thus seeking for increased production to meet these demands. Behavioral targeting necessitates for marketing research and innovations, enables marketers to anticipate the needs and wants of their prospective customers and establishes a win-win circumstance for advertisers and clients since as customer gets the most desirable product, marketers enjoy increased loyalty and profitability.
The negative aspects of behavioral targeting is that; it is expensive than other forms of marketing, and it does not apply to all products. It does not factor privacy concerns hence it is not applicable to products which demand privacy. This often makes clients annoyed and offended if some information is exposed publicly. In addition to this, the behavioral target is attached to health risks as a result of influential ads; it is difficult to operate with location-based marketing because it might not be well known to some people. Behavioral targeting is discriminative because it reaches limited customers while ignoring potential clients who demand a high level of influence and motivation.
Question 3.
Performance quality is defined as the eminence of the product’s characteristics. It is also said to be the worth of characteristics of a product. Conformance quality is the degree to which the product provides the performance eminence as anticipated by the consumer (Keller& Kotler, 2016). In other words, it is the capability of a product to accomplish the designed specifications which also interprets the client’s needs accordingly. For instance, the iPhone 8 offers higher performance quality than Samsung Galaxy S8. iPhone 8 is quite promising and can last longer with the right maintenance than Samsung Galaxy S8 phone, but they would all provide the same level of conformance quality if both delivered their respective promised quality.   
Question 4.
Total customer satisfaction refers technical business strategy geared towards confirming that the firm offers quality products and services hence confirming that all customers have good experiences. Total customer satisfaction is applicable when competing firms offers highly related products and services at similar prices (Ireland, 2014). In this regard, the business which offers the best customer experience has higher chances of success than its counterparts. This is because clients are more interested in establishing loyalty to firms which best meets their needs or businesses which are more satisfying. Customer satisfaction comes out as the preliminary goal of a business, and it is at times deemed complex. Businesses have to comprehend that total customer satisfaction is a brainchild of quality product and good services.
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