dggall ghdl) tAlla Al (Apardl) ciluscpall & Lgalilats a3l aea A8l 3))2) Laga
4 i)

' udlaa liuf - deaaa ypdawa . I

"

— 408 i grara Jplpa” deala

Sl asi Glidle by Jal e (il lily dalles diph "0l ae A0 8" asehe Jidh :paddall

Laaal) @y i) Gilagin) &5 cagilS sl aglaliny Ll saall Al DA o ) Jidys daayll (ulud

sl LU Dlsally lalSaY) s e 3K 8 cclilall sacll Caa e @iy dngall duilly Ll

05l e sl Alysha LlBdle

dgsall Lashall' duuse siue o "0sll ge AR 500" asehe (Baakai Alglae ) Aol oda DA (g (§yka

S iyl

Ayl ccilandll Gygadt ¢ B3 by 5ae 8 (L Bypuil) sl pe ALl 5] 1AM cilalel)
Abstract :

Customer Relationship Management is the application of customer information to build
profitable customer relationships through: knowing the customer by continually refining
insights into customer need, behavior, and targeting and tailoring value proposition based on
this knowledge and focusing business resources on activities that building long term
relationships.

In this article, we integrated the concept of “Customer relationship management” in the
company of “Air Algerie”.

Keywords: Customer Relationship Management, Relationship Marketing, datamining,
marketing service, profitability.
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