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Relationship in Marketing
At a glance, relationship marketing is about making relations with the customers or consumers of a product. It involves building a strong and long-lasting relationship between the customers and the brand products. The end goal of relationship marketing is to enhance loyalty from the brands' customer base. When well applied, relationship marketing help in increasing the customer base by tapping into new customers while minimizing churning out of the current customers. Research has found that 5% retention of customers leads a boost in lifetime customer profits by an average of 50% (Berry, Michael & Linoff, 2004). This figure can be higher for some industries like insurance companies. What makes relationship marketing all powerful is because it relies on the word of mouth. When a customer is purchasing a product, one question that is always on their mind is how important will the product be, this is where relation marketing comes in and explains the importance and advantages of the product. A customer can also ask all the questions that they might have concerning the product, and can receive accurate answers from those who are experts.
	It is worthwhile to note that relationship marketing brings about the satisfaction of customers. A customer who is satisfied will always come back again and will be a good ambassador of the brand. When companies put into use relation marketing, they enhance the knowledge of the customer; this is made possible by allowing them to ask questions regarding the product (Dyche, 200). They can even be informed about other products and be explained on their usage. Through the conversation, the company is able to listen to the concerns of the customers and note their tastes to ensure that products made meet the desires of the customers. 
	From all perspectives, relationship marketing will always lead to an improvementin the business. It is therefore indispensable if a business wants to grow in profitability over its lifetime. This is because relation marketing leads to loyal lifetime customers.
INTERNAL MEMO
TO:		The Managing Director
FROM:	The Marketing Manager
RE:		Customer Relations Management System (CRM)
DATE: 	February 22, 2019
I am writing to bring your attention to the Customer Relations Management System and the benefits that may accrue if we can employ the technology in the company. The above is a system that integrates and automates sales, marketing, and customer support. The system will be able to collect data and compile it in such a manner that will be helpful to the management in making decisions. Most of the companies which are seeking to improve on their profits continuously have applied this system and it has been recorded positive outcomes. Some of the benefits to leap from this system that will be beneficial to the company include:
· Enhancement of customer experience- the system offers an interactive platform where we can listen and give feedback to the customers.
· Improve on feedback- through the use of social media, proper feedback would be received from customers and this will help to modify our products to the desires of the customers
· Increased sales- this will result from more referrals by the customers who have liked the products. This,as you may know, will lead to increased revenue.
· Retention of customers- given the interactive nature of the system, the customers will be satisfied and products will be tailor-made to suit their desires. This will lead to greater satisfaction, which will help us retain customers.
· The platform could also lead to innovation, as there will be a part in the system where customers can propose what they may desire to be incorporated in the design of the handbags when all these ideas are put together, they can lead to innovation of other products. 
The customer's data can be collected by asking them some questions which when well answered will give them a chance to win prices. This will encourage most of them to give data that will be helpful.
From all of the above, I highly recommend that you consider the installation of the software as it will be of immense benefit to this business. 
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