Hello Everyone,
In my opinion, there are three critical aspects of a customer relationship. These include, operational, collaborative and analytical.  Operational customer relationship supports the so-called "front office" aspect of the customer relations including sales, marketing, and service. Each interaction with the customer can be stored as client history and may be used later to either improve customer experience or help communication with other channels of the same business. I choose this relationship as my first type of interaction because it's the first and most crucial interaction a business or a company will make with a customer (Kumar et al, 2018). It presents the first contact will eventually predict whether the person becomes a regular customer or not.
[bookmark: _GoBack]The other important aspect of a relationship with a client is collaboration. I believe that it is essential for a business to collaborate with the client for different purposes such as feedbacks and issues reporting. This interaction can happen through a variety of channels such as emails, automated phone or even SMS. Studies have shown that increased collaboration and interaction via feedback increases customer satisfaction significantly (Kumar et al, 2018). I believe giving your customer a chance to give feedback is such an important way of meeting customer satisfaction.
My last and final type of interaction is interaction. This kind of interaction is way complex but is aimed at marketing and making products easily acceptable to clients. These include marketing campaigns, management decision, and prediction of customer satisfaction and the likes.
Reference
Kumar, V., Reinartz, W. J., & Springer-Verlag GmbH,. (2018). Customer relationship management: Concept, strategy, and tools.
Hello Metin
Thank you so much for such a wonderful post.  As I read your post, I discovered that there are many aspects of the client relationship that as a business person, I should be keen to follow. It's indeed true that I must maintain a positive attitude no matter the circumstance of the kind of interaction we have with the client. Keeping a positive attitude may not only increase customer satisfaction but may also turn a one-time client into a regular customer. Thank you so much for your post. I'm looking forward to reading your future post. Cheers!
Hello Ammar
Thank you so much for your post. I'm so thrived by your step to step process of achieving customer satisfaction and loyalty. One thing I have come to note as we discussed the type of customer interaction is that the goal is one; improve customer satisfaction and loyalty. Understanding one's customer requirement and expectation are therefore key in achieving this goal. I also support your two steps of measuring success and serving a customer’s wholeheartedly. The two steps go a long way in either tuning a prospective customer into a regular one. Thank you so much for your post. Cheers!
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