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® customer net present value
* value staircase

® Value ladder

® Recruitment Agency
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Abstract

Today, companies with superior performance in various industries are moving towards retaining
customers and gaining their loyalty, because most markets are in their maturity stage,
competition is increasing and the costs of attracting new customers have increased sharply. Even
though there is ample evidence that customer retention has a major impact on customer life cycle
value, profitability, and overall corporate performance, customer retention has often received
little attention among researchers and professionals in attracting customers. Retaining customers
and gaining their loyalty is considered vital to the continuation of the business and plays a central
role in the development of business relationships. However, customer retention is specific to
each company and is rarely recognized in existing customer retention models. Because
companies providing human resource management services act as an enabler in the labor market
and oversee the recruitment, retention and promotion of the most valuable asset of any
organization, namely - manpower - and customers from both sides of the labor market
(employers and job seekers) And therefore need to use proven customer retention strategies in
both business-to-business (B2B) and business-to-customer (B2C) service contexts, so this article
is an analytical review, introducing and explaining principles of customer retention and strategies
used by international businesses, specifically dealing with customer retention strategies in the
field of services, especially human resources and employment, and finally, solutions have been
suggested for designing a customer retention plan in a recruitment agency.
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