Customer Retention Strategies
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Seamless Experience
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1. CRM Systems
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2. Automation Tools
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1. Key Metrics
nmsaamyegIndInty
Customer Metrics

o Customer Retention Rate
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e Net Promoter Score
« Customer Satisfaction Score

Business Impact

« Revenue per Customer
* Repeat Purchase Rate
« Share of Wallet

« Referral Rate

2. Continuous Improvement
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Customer-Centric Culture
. ms?ﬁmwuzhﬁ[yﬁuzjnm

e MSsaswInainusms

o WeULNNNU:=WUNVU

o MSASWISUP D



2. msuskismsiasuudav

Change Management
e MSdaansIdenAu
e MSWNaUSUALU
e msUSudsuns=uaums
o MSEOCNUAIUAUKN
mssnnanmugamstivduguilicavualsarsamsidnagnsinevaghaded
ucildumswauwanussrIwmansiaAad  davawdonvdaya  inalulad  wasnnun bl
uuud NdntyndoAactiovdnnuasutasjudulumsaswaumiBnugnmatciuciaiiag
mssSnuanmnus:auanuduSadiavitiviv:
1. msasidszaumsainikiianduamasuie
2. mslvayauazinaluladagvsiyaain
3. mswewunuazusudsvagciaitiav
4. msas‘wimusssuaaﬁnsﬁ?ﬁmmahﬁtyﬁugnm

5. msiawauazGiamuasvidus:uu




