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B. Joseph Pine, Joseph B. Pine, Don Peppers, Martha Rogers: Do You Want to Keep Your Customers
Forever? (Harvard Business Review Classics) before purchasing it in order to gage whether or not it would be
worth my time, and al praised Do Y ou Want to Keep Y our Customers Forever? (Harvard Business Review Classics):

0 of 0 people found the following review helpful. Five StarsBy Cesar InafukuGresat! 1 of 5 people found the following
review helpful. Save your moneyBy DCTThisis awaste of black ink on white paper. Save your money.
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This classic article shows how to make mass customization and efficient and personal marketing work by putting the
producer and consumer in a"learning relationship." Over time, this ongoing relationship allows your company to meet
a customer's changing needs over time. Furthermore, as your company develops learning relationships with its
customers, it should be able to retain their business virtually forever.
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