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  customer success management gartner magic quadrant: The Effortless Experience
Matthew Dixon, Nick Toman, Rick DeLisi, 2013-09-12 Everyone knows that the best way to create
customer loyalty is with service so good, so over the top, that it surprises and delights. But what if
everyone is wrong? In their acclaimed bestseller The Challenger Sale, Matthew Dixon and his
colleagues at CEB busted many longstanding myths about sales. Now they’ve turned their research
and analysis to a new vital business subject—customer loyalty—with a new book that turns the
conventional wisdom on its head. The idea that companies must delight customers by exceeding
service expectations is so entrenched that managers rarely even question it. They devote untold
time, energy, and resources to trying to dazzle people and inspire their undying loyalty. Yet CEB’s
careful research over five years and tens of thousands of respondents proves that the “dazzle factor”
is wildly overrated—it simply doesn’t predict repeat sales, share of wallet, or positive wordof-mouth.
The reality: Loyalty is driven by how well a company delivers on its basic promises and solves
day-to-day problems, not on how spectacular its service experience might be. Most customers don’t
want to be “wowed”; they want an effortless experience. And they are far more likely to punish you
for bad service than to reward you for good service. If you put on your customer hat rather than your
manager or marketer hat, this makes a lot of sense. What do you really want from your cable
company, a free month of HBO when it screws up or a fast, painless restoration of your connection?
What about your bank—do you want free cookies and a cheerful smile, even a personal relationship
with your teller? Or just a quick in-and-out transaction and an easy way to get a refund when it
accidentally overcharges on fees? The Effortless Experience takes readers on a fascinating journey
deep inside the customer experience to reveal what really makes customers loyal—and disloyal. The
authors lay out the four key pillars of a low-effort customer experience, along the way delivering
robust data, shocking insights and profiles of companies that are already using the principles
revealed by CEB’s research, with great results. And they include many tools and templates you can
start applying right away to improve service, reduce costs, decrease customer churn, and ultimately
generate the elusive loyalty that the “dazzle factor” fails to deliver. The rewards are there for the
taking, and the pathway to achieving them is now clearly marked.
  customer success management gartner magic quadrant: The Challenger Sale Matthew
Dixon, Brent Adamson, 2011-11-10 What's the secret to sales success? If you're like most business
leaders, you'd say it's fundamentally about relationships-and you'd be wrong. The best salespeople
don't just build relationships with customers. They challenge them. The need to understand what
top-performing reps are doing that their average performing colleagues are not drove Matthew
Dixon, Brent Adamson, and their colleagues at Corporate Executive Board to investigate the skills,
behaviors, knowledge, and attitudes that matter most for high performance. And what they
discovered may be the biggest shock to conventional sales wisdom in decades. Based on an
exhaustive study of thousands of sales reps across multiple industries and geographies, The
Challenger Sale argues that classic relationship building is a losing approach, especially when it
comes to selling complex, large-scale business-to-business solutions. The authors' study found that
every sales rep in the world falls into one of five distinct profiles, and while all of these types of reps
can deliver average sales performance, only one-the Challenger- delivers consistently high
performance. Instead of bludgeoning customers with endless facts and features about their company
and products, Challengers approach customers with unique insights about how they can save or
make money. They tailor their sales message to the customer's specific needs and objectives. Rather
than acquiescing to the customer's every demand or objection, they are assertive, pushing back
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when necessary and taking control of the sale. The things that make Challengers unique are
replicable and teachable to the average sales rep. Once you understand how to identify the
Challengers in your organization, you can model their approach and embed it throughout your sales
force. The authors explain how almost any average-performing rep, once equipped with the right
tools, can successfully reframe customers' expectations and deliver a distinctive purchase
experience that drives higher levels of customer loyalty and, ultimately, greater growth.
  customer success management gartner magic quadrant: T-Byte Digital Customer
Experience V Gupta, 2019-10-31 This document brings together a set of latest data points and
publicly available information relevant for Digital Customer Experience. We are very excited to
share this content and believe that readers will benefit immensely from this periodic publication
immensely.
  customer success management gartner magic quadrant: The Builder's Guide to the Tech
Galaxy Martin Schilling, Thomas Klugkist, 2022-05-16 Learn to scale your startup with a roadmap to
the all-important part of the business lifecycle between launch and IPO In The Builder’s Guide to the
Tech Galaxy: 99 Practices to Scale Startups into Unicorn Companies, a team of accomplished
investors, entrepreneurs, and marketers deliver a practical collection of concrete strategies for
scaling a small startup into a lean and formidable tech competitor. By focusing on the four key
building blocks of a successful company – alignment, team, functional excellence, and capital—this
book distills the wisdom found in countless books, podcasts, and the authors’ own extensive
experience into a compact and accessible blueprint for success and growth. In the book, you’ll find:
Organizational charts, sample objectives and key results (OKRs), as well as guidance for divisions
including technology and product management, marketing, sales, people, and service operations
Tools and benchmarks for strategically aligning your company’s divisions with one another, and with
your organization’s “North Star” Templates and tips to attract and retain a triple-A team with the
right scale-up mindset Checklists to help you attract growth capital and negotiate term sheets
Perfect for companies with two, ten, or one hundred employees, The Builder’s Guide to the Tech
Galaxy belongs on the bookshelves of founders, managers, entrepreneurs, and other business
leaders exploring innovative and proven ways to scale their enterprise to new heights.
  customer success management gartner magic quadrant: Customer Relationship
Management Francis Buttle, 2009 This title presents an holistic view of CRM, arguing that its
essence concerns basic business strategy - developing and maintaining long-term, mutually
beneficial relationships with strategically significant customers - rather than the operational tools
which achieve these aims.
  customer success management gartner magic quadrant: The Connector Manager Jaime
Roca, Sari Wilde, 2019-09-19 The best managers work smarter, not harder After conducting a
unique global study of over 9,000 people, analysts at the world-leading sales research firm Gartner
identified four distinct types of manager. Incredibly, they found one type consistently performs far
better than the rest, and it wasn’t the one they were expecting. Connector Managers understand
that it’s not enough for managers to just encourage and teach employees themselves, and that
providing constant coaching to employees can actually be detrimental to their independent
development. Instead, by connecting employees to others in the team or organisation, Connector
Managers can help their employees develop a range of skills beyond their own areas of expertise.
Although the four types of managers are more or less evenly distributed, employees with Connector
Managers perform significantly better than others. Employees with Always-on Managers who
provide constant feedback and coaching perform significantly worse. Drawing on their
ground-breaking data-driven research, as well as in-depth case studies and extensive interviews with
thousands of managers, you’ll discover what behaviours define Connector Managers and how you
can use them yourself to build brilliant, powerhouse teams.
  customer success management gartner magic quadrant: Account-Based Growth Bev
Burgess, Tim Shercliff, 2022-11-03 Develop long-term relationships, deliver market-beating growth,
and create sustainable value with this pragmatic guide to aligning marketing, sales, customer



success and your executives around your most important customers. Many B2B companies make half
their profitable revenue from just three percent of their customers, yet don't recognize the
significance of these accounts, nor invest appropriately in them. Account-Based Growth introduces a
comprehensive framework for improving internal alignment and external engagement with these
vital few. It contains bullet-pointed takeaways at the end of each chapter plus a comprehensive
checklist to help you improve your own company's approach to its most important customers. Each
element of the framework is brought to life through viewpoints from industry experts and case
studies from leading organizations including Accenture, Fujitsu, Infosys, SAP, Salesforce,
ServiceNow and Telstra.
  customer success management gartner magic quadrant: Customer Relationship
Management Roger J. Baran, Robert J. Galka, 2016-12-08 This book balances the behavioral and
database aspects of customer relationship management, providing students with a comprehensive
introduction to an often overlooked, but important aspect of marketing strategy. Baran and Galka
deliver a book that helps students understand how an enhanced customer relationship strategy can
differentiate an organization in a highly competitive marketplace. This edition has several new
features: Updates that take into account the latest research and changes in organizational dynamics,
business-to-business relationships, social media, database management, and technology advances
that impact CRM New material on big data and the use of mobile technology An overhaul of the
social networking chapter, reflecting the true state of this dynamic aspect of customer relationship
management today A broader discussion of the relationship between CRM and the marketing
function, as well as its implications for the organization as a whole Cutting edge examples and
images to keep readers engaged and interested A complete typology of marketing strategies to be
used in the CRM strategy cycle: acquisition, retention, and win-back of customers With chapter
summaries, key terms, questions, exercises, and cases, this book will truly appeal to upper-level
students of customer relationship management. Online resources, including PowerPoint slides, an
instructor’s manual, and test bank, provide instructors with everything they need for a
comprehensive course in customer relationship management.
  customer success management gartner magic quadrant: T Bytes Digital Customer
Experience IT Shades.com, 2020-12-02 This document brings together a set of latest data points and
publicly available information relevant for Digital Customer Experience Industry. We are very
excited to share this content and believe that readers will benefit from this periodic publication
immensely.
  customer success management gartner magic quadrant: Product Management Simplified
Gurucharan Raghunathan, Lokesh Kannaiyan, 2022-01-06 More than 80% of the PMs are not having
clarity on the right resources to become a PM • Nearly 50% of the PMs are taking more than 12
months to gain awareness of the different roles and responsibilities of a PM • Nearly 60% of the PMs
are taking more than 6 months to learn the fundamental concepts of a PM This book is crafted with
the step-by-step procedure, case studies and proven methods to get your product management
basics right. This book also provides a structured approach to transition into product management
from diverse disciplines such as engineering, project management, sales, marketing and customer
support. Testimonials Product Management Simplified is a great starting guide for an aspiring
Product Manager. Laid out in a very illustrative and easy to read manner, the book does a very good
job of hand holding the reader through the various nuances and techniques of product
management… - Raghu Ramanujam, Director of Product Management, Flipkart Experienced PMs
can get benefitted by connecting all the dots by leveraging comprehensive coverage of Product
Management fundamentals and relevant frameworks.. – Javed Beg, Director of Product
Management, Oracle I highly recommend this book to anyone who is exploring product management
as a career choice or anyone who wants to move to the next level in their PM journey... – Dinesh V,
VP Product Management, OrangeScape ...Guru and Lokesh have laid out the steps to effective and
successful Product Management through insightful data, lucid representation and witty
presentation... - Arks Srinivas, President, Career Launcher Educate Ltd.



  customer success management gartner magic quadrant: Successful Customer Relationship
Management Programs and Technologies: Issues and Trends Eid, Riyad, 2012-03-31 This book offers
case studies, methodologies, frameworks and architectures, and generally the cutting edge in
research within the field of customer relationship management--Provided by publisher.
  customer success management gartner magic quadrant: Wolf in Cio's Clothing Tina
Nunno, 2016-09-19 Machiavellians are few in number in IT. The massive pressure on CIOs continues
to increase as the opportunities to use technology in business become more prevalent and more
competitive. As CIOs often find themselves at the center of business conflict, they must not only
familiarize themselves with Machiavellian tactics as a defensive weapon, but also learn to use them
as an offensive weapon in extreme situations so that they can increase IT's contribution to their
enterprises. As Italian political philosopher Niccolo Machiavelli implied, you're either predator or
prey, and the animal you most resemble determines your position on the food chain. In The Wolf in
CIO's Clothing Gartner analyst and author Tina Nunno expands on Machiavelli's metaphor,
examining seven animal types and the leadership attributes of each. Nunno posits the wolf -- a social
animal with strong predatory instincts -- as the ideal example of how a leader can adapt and thrive.
Technology may be black and white, but successful leadership demands an ability to exist in the
grey. Drawing on her experience with hundreds of CIOs, Nunno charts a viable way to master the
Machiavellian principles of power, manipulation, love, and war. Through compelling case studies,
her approach demonstrates how CIOs and IT leaders can adjust their leadership styles in extreme
situations for their own success and that of their teams.
  customer success management gartner magic quadrant: CRM Roger Joseph Baran, Robert
J. Galka, 2013 This book introduces students to CRM (customer relationship management), a
strategic methodology that's being embraced in increasing numbers by organizations looking to gain
a competitive advantage. With in-depth coverage of business and consumer markets in various
vertical markets, the impact of new technology and more, it helps readers understand how an
enhanced customer relationship environment can differentiate an organization in a highly
competitive marketplace. Featuring the latest developments in the discipline, a cohesive approach,
and pedagogical materials (including chapter exercises that connect theory with action), it is the
one-stop-source for a comprehensive CRM course.
  customer success management gartner magic quadrant: Digital to the Core Mark Raskino,
Graham Waller, 2016-09-12 There is no simple strategic method for dealing with the
multidimensional nature of digital change. Even the sharpest leaders can become disoriented as
change builds on change, leaving almost nothing certain. Yet to stand still is to fail. Enterprises and
leaders must re-master themselves to succeed. Leaders must identify the key macro forces, then
lead their organizations at three distinct levels: industry, enterprise, and self. By doing this they
cannot only survive but clean up. Digital to the Core makes the case that all business leaders must
understand the impact the digital revolution will continue to play in their industries, companies, and
leadership style and practices. Drawing on interviews with over 30 top C-level executives in some of
the world's most powerful companies and government organizations, including GE, Ford, Tory
Burch, Babolat, McDonalds, Publicis and UK Government Digital Service, this book delivers practical
insights from those on the front lines of major digital upheaval. The authors incorporate Gartner's
annual CIO and CEO global survey research and also apply the deep knowledge and qualitative
insights they have acquired as practitioners, management researchers, and advisors over decades in
the business. Above all else, Raskino and Waller want companies and their top leaders to understand
the full impact of digital change and integrate it at the core of their businesses.
  customer success management gartner magic quadrant: T-Byte Digital Customer
Experience March 2021 IT Shades, 2021-04-03 This document brings together a set of the latest
data points and publicly available information relevant to the Digital Customer Experience Industry.
We are very excited to share this content and believe that readers will benefit from this periodic
publication immensely.
  customer success management gartner magic quadrant: Handbook of Research on



Managing and Influencing Consumer Behavior Kaufmann, Hans-Ruediger, 2014-10-31 In recent
years, all types of businesses have increasingly focused on the importance of the relationship with
the customer. Customer knowledge management has become a well-known term used in the
business and academic worlds for understanding how to control consumer behavior. The Handbook
of Research on Managing and Influencing Consumer Behavior discusses the importance of
understanding and implementing customer knowledge management and customer relationship
management into everyday business workflows. This comprehensive reference work highlights the
changes that the Internet and social media have brought to consumer behavior, and is of great use
to marketers, businesses, academics, students, researchers, and professionals.
  customer success management gartner magic quadrant: Customer Relationship
Management using Business Intelligence Graham Sturdy, 2012-11-15 This is an important text
for all students and practitioners of Business Intelligence (BI) and Customer Relationship
Management (CRM). It provides a comprehensive resource for understanding and implementing
Enterprise Resource Planning (ERP) and BI solutions within the organisational context. It provides
an in-depth coverage of all key areas relating to the implementation of ERP and BI systems. It
provides unique practical guidance on implementing ERP and BI strategies as formulated by the
author and a range of academic practitioners and industry experts. Importantly, it demonstrates how
these systems can be implemented in a real-world environment and in a way that provides strategic
alignment that is compatible with the strategic vision of the organisation. The author presents a “BI
Psychology Adoption Model” which represents new and innovative thinking in relation to how
employees within organisations react to the introduction of new technology within the workplace.
  customer success management gartner magic quadrant: T-Byte Platforms &
Applications March 2021 IT Shades, 2021-04-03 This document brings together a set of latest
data points and publicly available information relevant for Platforms & Applications Industry. We are
very excited to share this content and believe that readers will benefit from this periodic publication
immensely.
  customer success management gartner magic quadrant: Advances in Information
Systems Development: Anders G. Nilsson, Remigijus Gustas, Gregory Wojtkowski, Wita
Wojtkowski, Stanislaw Wrycza, Joze Zupancic, 2010-07-15 The two-volume Advances in Information
Systems Development: Bridging the Gap between Academia and Industry constitutes the collected
proceedings of the Fourteenth International Conference on Information Systems Development:
Methods and Tools, Theory and Practice – ISD’2005 Conference. The focus of these volumes is to
examine the exchange of ideas between academia and industry and aims to explore new solutions.
The proceedings follow the seven conference tracks highlighted at the Conference: Co-design of
Business and IT; Communication and Methods; Human Values of Information Technology; Service
Development and IT; Requirements Engineering in the IS Life-Cycle; Semantic Web Approaches and
Applications; and Management and IT.
  customer success management gartner magic quadrant: Information Systems Marinos
Themistocleous, Vincenzo Morabito, 2017-08-14 This book constitutes selected papers from the 14th
European, Mediterranean, and Middle Eastern Conference, EMCIS 2017, held in Coimbra, Portugal,
in September 2017. EMCIS is focusing on approaches that facilitate the identification of innovative
research of significant relevance to the IS discipline following sound research methodologies that
lead to results of measurable impact. The 37 full and 16 short papers presented in this volume were
carefully reviewed and selected from a total of 106 submissions. They are organized in sections on
big data and Semantic Web; digital services, social media and digital collaboration; e-government;
healthcare information systems; information systems security and information privacy protection; IT
governance; and management and organizational issues in information systems.
  customer success management gartner magic quadrant: Digital Marketing
Management, Second Edition Debra Zahay, 2020-09-23 This book is for managers and would-be
managers who need to upgrade their knowledge of digital marketing. Told from the perspective of
marketing strategy, it puts digital marketing in the context of firm strategy selection. The first step



in digital marketing is to understand your company and your brand. The next step is to put content
and keywords on your web and mobile sites so that they can be found in search. Then use the
delivery platforms of digital content, e-mail, social, and mobile, to deploy that content to the
customer. The final topics in the book focus on the importance of data management and privacy as
well as the emerging roles of analytics, artificial intelligence and marketing automation. Without
quality data, no digital marketing program can be successful. This data can then be used in data
analytics applications for predictive modeling. After reading this book, the reader will have a good
idea of where to start on the path to an integrated digital marketing management strategy. Each
chapter concludes with a list of action steps or “what to do next” to get started on implementing a
digital marketing strategy as well as review questions and key terminology.
  customer success management gartner magic quadrant: The Challenger Customer Brent
Adamson, Matthew Dixon, Pat Spenner, Nick Toman, 2015-09-08 Four years ago, the bestselling
authors of The Challenger Sale overturned decades of conventional wisdom with a bold new
approach to sales. Now their latest research reveals something even more surprising: Being a
Challenger seller isn’t enough. Your success or failure also depends on who you challenge. Picture
your ideal customer: friendly, eager to meet, ready to coach you through the sale and champion your
products and services across the organization. It turns out that’s the last person you need. Most
marketing and sales teams go after low-hanging fruit: buyers who are eager and have clearly
articulated needs. That’s simply human nature; it’s much easier to build a relationship with someone
who always makes time for you, engages with your content, and listens attentively. But according to
brand-new CEB research—based on data from thousands of B2B marketers, sellers, and buyers
around the world—the highest-performing teams focus their time on potential customers who are far
more skeptical, far less interested in meeting, and ultimately agnostic as to who wins the deal. How
could this be? The authors of The Challenger Customer reveal that high-performing B2B teams
grasp something that their average-performing peers don’t: Now that big, complex deals
increasingly require consensus among a wide range of players across the organization, the limiting
factor is rarely the salesperson’s inability to get an individual stakeholder to agree to a solution.
More often it’s that the stakeholders inside the company can’t even agree with one another about
what the problem is. It turns out only a very specific type of customer stakeholder has the
credibility, persuasive skill, and will to effectively challenge his or her colleagues to pursue anything
more ambitious than the status quo. These customers get deals to the finish line far more often than
friendlier stakeholders who seem so receptive at first. In other words, Challenger sellers do best
when they target Challenger customers. The Challenger Customer unveils research-based tools that
will help you distinguish the Talkers from the Mobilizers in any organization. It also provides a
blueprint for finding them, engaging them with disruptive insight, and equipping them to effectively
challenge their own organization.
  customer success management gartner magic quadrant: Trailblazer Marc Benioff, Monica
Langley, 2019-10-15 NEW YORK TIMES BESTSELLER • The founder and co-CEO of Salesforce
delivers an inspiring vision for successful companies of the future—in which changing the world is
everyone’s business. “The gold standard on how to use business as a platform for change at this
urgent time.”—Ray Dalio, founder of Bridgewater Associates and author of Principles: Life and Work
What’s the secret to business growth and innovation and a purpose-driven career in a world that is
becoming vastly more complicated by the day? According to Marc Benioff, the answer is embracing
a culture in which your values permeate everything you do. In Trailblazer, Benioff gives readers a
rare behind-the-scenes look at the inner workings of one of the world’s most admired companies. He
reveals how Salesforce’s core values—trust, customer success, innovation, and equality—and
commitment to giving back have become the company’s greatest competitive advantage and the
most powerful engine of its success. Because no matter what business you’re in, Benioff says, values
are the bedrock of a resilient company culture that inspires all employees, at every level, to do the
best work of their lives. Along the way, he shares insights and best practices for anyone who wants
to cultivate a company culture positioned to thrive in the face of the inevitable disruption ahead.



None of us in the business world can afford to sit on the sidelines and ignore what’s going on outside
the walls of our workplaces. In the future, profits and progress will no longer be sustainable unless
they serve the greater good. Whether you run a company, lead a small team, or have just draped an
ID badge around your neck for the first time, Trailblazer reveals how anyone can become an agent of
change. Praise for Trailblazer “A guide for what every business and organization must do to thrive in
this period of profound political and economic change.”—Jamie Dimon, chairman and CEO of
JPMorgan Chase “In Trailblazer, Benioff explores how companies can nurture a values-based culture
to become powerful platforms for change.”—Susan Wojcicki, CEO of YouTube
  customer success management gartner magic quadrant: Scaling Agile with Jira Align
Dean MacNeil, Aslam Cader, 2020-11-27 Accelerate business value delivery with Jira Align, the
enterprise agile planning platform, by connecting strategy with execution to maximize outcomes Key
FeaturesImprove coordination and transparency between multiple programs, products, and business
portfoliosIncrease customer satisfaction by responding quickly to ever-evolving customer
needsDeliver higher quality products faster and more predictably with real-time insights and OKR
trackingBook Description Jira Align is a platform purpose-built for enterprises to connect strategy
with execution and drive transparency, consistency, and predictability at all levels of scale. The
platform supports business value delivery in agile frameworks such as LeSS, DAD, and SAFe. It also
caters to organizations that mix agile with waterfall to support scaled bimodal delivery. Starting with
an introduction to the platform and its features, this book takes you through the foundational
building blocks of Jira Align. You'll learn how an organization can benefit from implementing Jira
Align and understand how to connect dimensions such as people, work, time, and outcomes. The
book takes you through the typical steps for implementing Jira Align for maximizing outcomes and
helps you solve common team, program, and portfolio-level challenges by enhancing visibility,
tracking dependencies and risks, and using reports for real-time, distributed decision making.
Throughout the book, you'll explore features such as remote agile ceremonies, live roadmaps, and
objectives and key results (OKRs). You'll also get to grips with lean portfolio management, financial
reporting, and using the program board for planning and execution. By the end of this book, you'll be
well versed in the key features of Jira Align and be able to leverage them to support all levels of agile
at scale. What you will learnUnderstand Jira Align's key factors for successFind out how you can
connect people, work, time, and outcomes with Jira AlignNavigate and collaborate in Jira AlignScale
team agility to the portfolio and enterpriseDelve into planning and execution, including roadmaps
and predictability metricsImplement lean portfolio management and OKRsGet to grips with handling
bimodal and hybrid deliveryEnable advanced data security and analytics in Jira AlignWho this book
is for This book is for portfolio managers, program managers, product managers, product owners,
executives, release train engineers, and scrum masters who want to empower their teams to deliver
the right things at the right time and quickly respond to changes in the market. Familiarity with
agile frameworks and Jira Software is necessary; the book will teach you the rest.
  customer success management gartner magic quadrant: Category Creation Anthony
Kennada, 2019-10-08 Lessons from HubSpot, Salesforce, Gainsight and Other Iconic Brands The
Uber of this The Salesforce of that It's like Instagram, but for... There is no such thing as an original
idea anymore – right? Actually, it turns out that the world’s most innovative companies have created
so much more than just brand new products and technology. They've created entirely new market
categories. The challenge is that successfully building new categories requires a perfect storm of
luck and timing. Or does it? Category Creation is the first and only book on the topic written by
executives and marketers actively building new categories. It explains how category creation has
become the Holy Grail of marketing, and more importantly, how it can be planned and orchestrated.
It's not about luck. You can use the same tactics that other category-defining companies have used
to delight customers, employees, and investors. There’s no better strategy that results in faster
growth and higher valuations for the company on top. Author Anthony Kennada, former Chief
Marketing Officer at Gainsight, explains how he led Gainsight in creating the “customer success”
category, and shares success stories from fellow category-creators like Salesforce, HubSpot and



others. It requires much more than just having the best product. You have to start and grow a
conversation that doesn’t yet exist, positioning a newly discovered problem in addition to your
company and product offerings. The book explains the 7 key principles of category creation,
including the importance of creating a community of early adopters who will rally around the
problem they all share—especially if someone will lead them. · Identify the “go” and “no go” signals
for category creation in your business · Activate customers and influencers as brand ambassadors ·
Grow a community by investing in live events and experiences · Prove the impact of category
creation investments on growth, customer success, and company culture Written for entrepreneurs,
marketers, and executives from startups to large enterprises, Category Creation is the exclusive
playbook for building a category defining brand in the modern economy.
  customer success management gartner magic quadrant: Real Business of IT Richard
Hunter, George Westerman, 2009-10-20 If you're a general manager or CFO, do you feel you're
spending too much on IT or wishing you could get better returns from your IT investments? If so, it's
time to examine what's behind this IT-as-cost mind-set. In The Real Business of IT, Richard Hunter
and George Westerman reveal that the cost mind-set stems from IT leaders' inability to communicate
about the business value they create-so CIOs get stuck discussing budgets rather than their
contributions to the organization. The authors explain how IT leaders can combat this mind-set by
first using information technology to generate three forms of value important to leaders throughout
the organization: -Value for money when your IT department operates efficiently and effectively -An
investment in business performance evidenced when IT helps divisions, units, and departments
boost profitability -Personal value of CIOs as leaders whose contributions to their enterprise go well
beyond their area of specialization The authors show how to communicate about these forms of
value with non-IT leaders-so they understand how your firm is benefiting and see IT as the strategic
powerhouse it truly is.
  customer success management gartner magic quadrant: Hands-On Salesforce Data
Cloud Joyce Kay Avila, 2024-08-09 Learn how to implement and manage a modern customer data
platform (CDP) through the Salesforce Data Cloud platform. This practical book provides a
comprehensive overview that shows architects, administrators, developers, data engineers, and
marketers how to ingest, store, and manage real-time customer data. Author Joyce Kay Avila
demonstrates how to use Salesforce's native connectors, canonical data model, and Einstein's
built-in trust layer to accelerate your time to value. You'll learn how to leverage Salesforce's
low-code/no-code functionality to expertly build a Data Cloud foundation that unlocks the power of
structured and unstructured data. Use Data Cloud tools to build your own predictive models or
leverage third-party machine learning platforms like Amazon SageMaker, Google Vertex AI, and
Databricks. This book will help you: Develop a plan to execute a CDP project effectively and
efficiently Connect Data Cloud to external data sources and build out a Customer 360 Data Model
Leverage data sharing capabilities with Snowflake, BigQuery, Databricks, and Azure Use Salesforce
Data Cloud capabilities for identity resolution and segmentation Create calculated, streaming,
visualization, and predictive insights Use Data Graphs to power Salesforce Einstein capabilities
Learn Data Cloud best practices for all phases of the development lifecycle
  customer success management gartner magic quadrant: Hyperautomation Matt Calkins,
Neil Ward-Dutton, George Westerman, Lakshmi N, Sidney Fernandes, Alice Wei, Chris Skinner,
Isaac Sacolick, John Rymer, Lisa Heneghan, Darren Blake, Rob Galbraith, Ron Tolido, Michael
Beckley, 2020-11-20 HYPERAUTOMATION is a collection of expert essays on low-code development
and the future of business process automation. In each chapter, an academic, analyst, implementer,
or end-user examines different aspects of low-code and automation in the enterprise, clarifying both
value and barriers through personal experiences and insights. With contributions from: Dr. George
Westerman, MIT - Neil Ward-Dutton, IDC - Lakshmi N, Tata Consultancy Services - Sidney
Fernandes & Alice Wei, University of South Florida - Lisa Heneghan, KPMG - Chris Skinner, FinTech
expert - John R. Rymer, Forrester (Emeritus) - Isaac Sacolick, StarCIO - Darren Blake, Bexley
Neighbourhood Care - Rob Galbraith, InsureTech expert - Ron Tolido, Capgemini - Michael Beckley,



Appian All proceeds from the sale of this book will be donated to Black Girls Code, an organization
providing young girls of color opportunities to learn in-demand skills in technology and computer
programming.
  customer success management gartner magic quadrant: Software Product Management
and Pricing Hans-Bernd Kittlaus, Peter N. Clough, 2008-12-18 Software product management and
pricing are key success factors for any organization providing software, be it a software company or
an organization responsible for software in a company that belongs to a different industry. After
defining the term software product and looking at the business and organizational sides, the core
elements of software product management and pricing are discussed. Recommendations are given
on how to deal with these elements depending on different types of organizations and products in
order to achieve the long-term success.
  customer success management gartner magic quadrant: T-Byte Platforms & Applications V
Gupta, 2019-12-30 This document brings together a set of latest data points and publicly available
information relevant for Platforms & Applications Industry. We are very excited to share this content
and believe that readers will benefit from this periodic publication immensely.
  customer success management gartner magic quadrant: Data Governance Dimitrios
Sargiotis,
  customer success management gartner magic quadrant: The Customer Success Economy
Nick Mehta, Allison Pickens, 2020-05-19 If leaders aren't integrating their digital offerings into a
philosophy of Customer Success, they will be defeated in the next decade, because technical
excellence and other traditional competitive advantages are becoming too easy to imitate. The
Customer Success Economy offers examples and specifics of how companies can transform. It
addresses the pains of transforming organizational charts, leadership roles, responsibilities, and
strategies so the whole company works together in total service to the customer. Shows leaders how
their digital implementations will make them more Amazon-like Helps you deliver recurring revenue
Shows you how to embrace customer retention Demonstrates the importance of churning less Get
that competitive advantage in the most relevant and important arena today—making and cultivating
happy customers.
  customer success management gartner magic quadrant: Strategic Information
Technology and Portfolio Management Tan, Albert Wee Kwan, Theodorou, Petros, 2009-03-31
The objectives of the proposed book are to provide techniques and tools appropriate for building
application portfolios and develop strategies that increase financial performance--Provided by
publisher.
  customer success management gartner magic quadrant: Sales Management Kenneth Le
Meunier-FitzHugh, Kieran Sheahan, 2023-06-02 Sales are the lifeblood of the business world and
therefore an area of fundamental importance for scholarly research. This concise book analyses
current thoughts and emerging practices in sales management research. Organisations who are
looking to increase revenues and add new customers to their portfolio will find it increasingly
difficult to successfully do this without being aware of and adopting the appropriate, adaptive sales
processes. Emergent themes such as agile sales management, digital selling, artificial intelligence
and trust will be discussed in the book that also embraces the importance of customer relationship
management, and how salespeople are aligning their interactions with the marketing function. The
text will review recent research to identify how to grow and organise the sales pipeline, manage
hybrid sales teams, and the effects of new technologies on selling processes. These discussions will
be helpful in highlighting issues and providing some solutions to practitioners who are operating in
new environments. This book will be invaluable to sales researchers as it summarises current
knowledge about key sales and sales management topics and indicates possible future research
directions.
  customer success management gartner magic quadrant: Scaling Your Startup Peter S.
Cohan, 2019-01-23 Know how your company can accelerate growth by not only tapping into new
growth vectors, but also by adapting its organization, culture, and processes. To oversee growth



from an idea to a company with billions in revenue, CEOs must reinvent many aspects of their
company in anticipation of it reaching ever-higher revenues. Author Peter Cohan takes you through
the four stages of scaling: winning the first customers, building a scalable business model, sprinting
to liquidity, and running the marathon. What You'll LearnDiscover how founders keep their CEO
positions by managing the organizational change needed to reach the next stage of scalingRead case
studies that illustrate how CEOs craft growth strategies, raise capital, create culture, build their
organizations, set goals, and manage processes to achieve themDiscover principles of successful
scaling through comparisons of successful and less successful companies Use the Scaling Quotient
to assess your startup's readiness to growFollow a road map for turning your idea into a company
that can change the world Who This Book Is For Entrepreneurs, aspiring CEOs, capital providers,
and all other key stakeholders
  customer success management gartner magic quadrant: Enterprise Integration
Patterns Gregor Hohpe, Bobby Woolf, 2012-03-09 Enterprise Integration Patterns provides an
invaluable catalog of sixty-five patterns, with real-world solutions that demonstrate the formidable of
messaging and help you to design effective messaging solutions for your enterprise. The authors also
include examples covering a variety of different integration technologies, such as JMS, MSMQ,
TIBCO ActiveEnterprise, Microsoft BizTalk, SOAP, and XSL. A case study describing a bond trading
system illustrates the patterns in practice, and the book offers a look at emerging standards, as well
as insights into what the future of enterprise integration might hold. This book provides a consistent
vocabulary and visual notation framework to describe large-scale integration solutions across many
technologies. It also explores in detail the advantages and limitations of asynchronous messaging
architectures. The authors present practical advice on designing code that connects an application
to a messaging system, and provide extensive information to help you determine when to send a
message, how to route it to the proper destination, and how to monitor the health of a messaging
system. If you want to know how to manage, monitor, and maintain a messaging system once it is in
use, get this book.
  customer success management gartner magic quadrant: Information Governance and
Assurance Alan MacLennan, 18-06-14 This comprehensive textbook discusses the legal,
organizational and ethical aspects of information governance, assurance and security and their
relevance to all aspects of information work. Information governance describes the activities and
practices which have developed to control the use of information, including, but not limited to,
practices mandated by law. In a world in which information is increasingly seen as a top-level asset,
the safeguarding and management of information is of concern to everyone. From the researcher
who is responsible for ethical practices in the gathering, analysis, and storage of data, to the
reference librarian who must deliver unbiased information; from the records manager who must
respond to information requests, to the administrator handling personnel files, this book with equip
practitioners and students alike to implement good information governance practice in real-world
situations. Key topics covered include: - Information as an asset - The laws and regulations - Data
quality management - Dealing with threats - Security, risk management and business continuity -
Frameworks, policies, ethics and how it all fits together. Readership: Fully supported by examples,
discussion points and practical exercises, this is essential reading for everyone who needs to
understand, implement and support information assurance policies and information governance
structures. It will be particularly valuable for LIS students taking information management and
information governance courses, and information professionals with an advisory or gatekeeping role
in information governance within an organization.
  customer success management gartner magic quadrant: Business Intelligence for
New-Generation Managers Jörg H. Mayer, Reiner Quick, 2015-04-10 Executives in Europe have
significantly expanded their role in operations – in parallel to their strategic leadership. At the same
time, they need to make decisions faster than in the past. In these demanding times, a redesigned
Business Intelligence (BI) should support managers in their new roles. This book summarizes
current avenues of development helping managers to perform their jobs more productively by using



'BI for managers' as their central, hands-on, day-to-day source of information – even when they are
mobile.
  customer success management gartner magic quadrant: The Effective CIO Eric J. Brown,
William A. Yarberry Jr., 2008-12-23 In a business world of uncertain budgets, relentless technology
changes, scarce management talent, and intense production demands, theory is good, but practice
sells. The Effective CIO: How to Achieve Outstanding Success through Strategic Alignment,
Financial Management, and IT Governance is all about practice, successfully delivering the
nuts-and-bolts for effective governance execution. It helps to dissolve the negative image many CIOs
have as remote, purely rational decision machines, while demonstrating how to improve quality and
throughput in your business. This authoritative text includes governance checklists, sample IT
controls, merger and acquisition recommendations, and a detailed framework for IT policies.
Authored by two highly regarded IT management experts, the book provides not only a survey of
existing strategies, but also includes detailed problem-solving ideas, such as how to structure
optimal IT and telecom contracts with suppliers, the implications of SOP-98, and accounting for
software costs. The book seamlessly brings together two perspectives - that of a working CIO who
must cope with day-to-day pressures for results, and that of an IT audit consultant with a special
focus on governance and internal control. Unlike many other CIO-related books that merely discuss
strategies, The Effective CIO includes easy-to-follow guidelines and governance principles that can
be implemented immediately.
  customer success management gartner magic quadrant: Modern Data Strategy Mike
Fleckenstein, Lorraine Fellows, 2018-02-12 This book contains practical steps business users can
take to implement data management in a number of ways, including data governance, data
architecture, master data management, business intelligence, and others. It defines data strategy,
and covers chapters that illustrate how to align a data strategy with the business strategy, a
discussion on valuing data as an asset, the evolution of data management, and who should oversee a
data strategy. This provides the user with a good understanding of what a data strategy is and its
limits. Critical to a data strategy is the incorporation of one or more data management domains.
Chapters on key data management domains—data governance, data architecture, master data
management and analytics, offer the user a practical approach to data management execution within
a data strategy. The intent is to enable the user to identify how execution on one or more data
management domains can help solve business issues. This book is intended for business users who
work with data, who need to manage one or more aspects of the organization’s data, and who want
to foster an integrated approach for how enterprise data is managed. This book is also an excellent
reference for students studying computer science and business management or simply for someone
who has been tasked with starting or improving existing data management.



Customer Success Management Gartner Magic Quadrant Introduction
In this digital age, the convenience of accessing information at our fingertips has become a
necessity. Whether its research papers, eBooks, or user manuals, PDF files have become the
preferred format for sharing and reading documents. However, the cost associated with purchasing
PDF files can sometimes be a barrier for many individuals and organizations. Thankfully, there are
numerous websites and platforms that allow users to download free PDF files legally. In this article,
we will explore some of the best platforms to download free PDFs. One of the most popular
platforms to download free PDF files is Project Gutenberg. This online library offers over 60,000 free
eBooks that are in the public domain. From classic literature to historical documents, Project
Gutenberg provides a wide range of PDF files that can be downloaded and enjoyed on various
devices. The website is user-friendly and allows users to search for specific titles or browse through
different categories. Another reliable platform for downloading Customer Success Management
Gartner Magic Quadrant free PDF files is Open Library. With its vast collection of over 1 million
eBooks, Open Library has something for every reader. The website offers a seamless experience by
providing options to borrow or download PDF files. Users simply need to create a free account to
access this treasure trove of knowledge. Open Library also allows users to contribute by uploading
and sharing their own PDF files, making it a collaborative platform for book enthusiasts. For those
interested in academic resources, there are websites dedicated to providing free PDFs of research
papers and scientific articles. One such website is Academia.edu, which allows researchers and
scholars to share their work with a global audience. Users can download PDF files of research
papers, theses, and dissertations covering a wide range of subjects. Academia.edu also provides a
platform for discussions and networking within the academic community. When it comes to
downloading Customer Success Management Gartner Magic Quadrant free PDF files of magazines,
brochures, and catalogs, Issuu is a popular choice. This digital publishing platform hosts a vast
collection of publications from around the world. Users can search for specific titles or explore
various categories and genres. Issuu offers a seamless reading experience with its user-friendly
interface and allows users to download PDF files for offline reading. Apart from dedicated platforms,
search engines also play a crucial role in finding free PDF files. Google, for instance, has an
advanced search feature that allows users to filter results by file type. By specifying the file type as
"PDF," users can find websites that offer free PDF downloads on a specific topic. While downloading
Customer Success Management Gartner Magic Quadrant free PDF files is convenient, its important
to note that copyright laws must be respected. Always ensure that the PDF files you download are
legally available for free. Many authors and publishers voluntarily provide free PDF versions of their
work, but its essential to be cautious and verify the authenticity of the source before downloading
Customer Success Management Gartner Magic Quadrant. In conclusion, the internet offers
numerous platforms and websites that allow users to download free PDF files legally. Whether its
classic literature, research papers, or magazines, there is something for everyone. The platforms
mentioned in this article, such as Project Gutenberg, Open Library, Academia.edu, and Issuu,
provide access to a vast collection of PDF files. However, users should always be cautious and verify
the legality of the source before downloading Customer Success Management Gartner Magic
Quadrant any PDF files. With these platforms, the world of PDF downloads is just a click away.
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FAQs About Customer Success Management Gartner Magic Quadrant Books

Where can I buy Customer Success Management Gartner Magic Quadrant books? Bookstores:1.
Physical bookstores like Barnes & Noble, Waterstones, and independent local stores. Online
Retailers: Amazon, Book Depository, and various online bookstores offer a wide range of books
in physical and digital formats.
What are the different book formats available? Hardcover: Sturdy and durable, usually more2.
expensive. Paperback: Cheaper, lighter, and more portable than hardcovers. E-books: Digital
books available for e-readers like Kindle or software like Apple Books, Kindle, and Google Play
Books.
How do I choose a Customer Success Management Gartner Magic Quadrant book to read?3.
Genres: Consider the genre you enjoy (fiction, non-fiction, mystery, sci-fi, etc.).
Recommendations: Ask friends, join book clubs, or explore online reviews and
recommendations. Author: If you like a particular author, you might enjoy more of their work.
How do I take care of Customer Success Management Gartner Magic Quadrant books?4.
Storage: Keep them away from direct sunlight and in a dry environment. Handling: Avoid
folding pages, use bookmarks, and handle them with clean hands. Cleaning: Gently dust the
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covers and pages occasionally.
Can I borrow books without buying them? Public Libraries: Local libraries offer a wide range5.
of books for borrowing. Book Swaps: Community book exchanges or online platforms where
people exchange books.
How can I track my reading progress or manage my book collection? Book Tracking Apps:6.
Goodreads, LibraryThing, and Book Catalogue are popular apps for tracking your reading
progress and managing book collections. Spreadsheets: You can create your own spreadsheet
to track books read, ratings, and other details.
What are Customer Success Management Gartner Magic Quadrant audiobooks, and where can7.
I find them? Audiobooks: Audio recordings of books, perfect for listening while commuting or
multitasking. Platforms: Audible, LibriVox, and Google Play Books offer a wide selection of
audiobooks.
How do I support authors or the book industry? Buy Books: Purchase books from authors or8.
independent bookstores. Reviews: Leave reviews on platforms like Goodreads or Amazon.
Promotion: Share your favorite books on social media or recommend them to friends.
Are there book clubs or reading communities I can join? Local Clubs: Check for local book9.
clubs in libraries or community centers. Online Communities: Platforms like Goodreads have
virtual book clubs and discussion groups.
Can I read Customer Success Management Gartner Magic Quadrant books for free? Public10.
Domain Books: Many classic books are available for free as theyre in the public domain. Free
E-books: Some websites offer free e-books legally, like Project Gutenberg or Open Library.

Customer Success Management Gartner Magic Quadrant:
A606 42LE ATSG Rebuild Manual Transmission ... A-606 42LE ATSG Techtran rebuild/overhaul
manuals cover transmission assembly, dis-assembly, diagnosis, and troubleshooting. Fully
Illustrated. Chrysler A606 ATSG Transmission Rebuild Manual 42LE ... A606 42LE ATSG Techtran
rebuild overhaul manuals cover transmission assembly, dis-assembly, diagnosis, and
troubleshooting. Fully Illustrated. Chrysler A606 (42LE) 93 - 02 Model Years Tech Service ... ATSG
62400 1993-02 Chrysler A606 (42LE) Transmission Repair Manual ; Part #: 62400 ; Customer
Service Unsubscribe From Our List ; Resources About Us ; Popular ... ATSG Chrysler A606 42LE
Transmission Rebuild Manual ... ATSG Chrysler A606 42LE Transmission Rebuild Manual Mini CD
[Automatic Transmission Service Group] on Amazon.com. *FREE* shipping on qualifying offers.
58TM00 A606 42LE Transmission repair manual (MINI cd ) This A606 42LE Transmission repair
manual contains service and identification, trouble shooting, transmission removal and installation
information, transmission ... Chrysler A604 A606 ATSG Code Book Service Manual ... ATSG rebuild,
overhaul manuals cover transmission assembly, dis-assembly, diagnosis, and troubleshooting. Fully
Illustrated. Chrysler A604 A606 ATSG Code Book ... Repair, Rebuild, Technical, Manual, A606, 42LE
Online Store 318-746-1568 | 877-406-0617 Transmission, Parts, Repair, Rebuild, Shreveport,
Bossier, auto repair | Call us today for a free quote. ATSG Manual Repair Rebuild Transmission
Guide A606 ... ATSG Manual Repair Rebuild Transmission Guide A606 (42LE) Transaxle Mini CD ·
ATSG Automatic Transmission Service Group · Write a Review · Recommended. Previous. Chrysler
Dodge 42LE (A606) Transaxle Rebuild Manual ... 42LE/A606 Chrysler/Dodge tranny rebuild manual
in PDF format. Detailed procedures, diagrams, diags, specs, troubleshooting and exploded views.
DIY and save. ATSG Rebuild Manual on CDROM Chrsyler A606 (42LE ... ATSG Rebuild Manual on
CDROM Chrsyler A606 (42LE) Overdrive Automatic Transaxle ... The well illustrated, easy to read
manuals from Automatic Transmission Service ... Biological Science (4th Edition) by Freeman, Scott
Freeman's book brings a refreshing approach to writing about biology. Each chapter and section
within each chapter, provides the student with the "meat and ... Biological Science 4th (Fourth)
Edition byFreeman Freeman's book brings a refreshing approach to writing about biology. Each
chapter and section within each chapter, provides the student with the "meat and ... Biological



Science (4th Edition) - Hardcover Supports and motivates you as you learn to think like a biologist.
Building upon Scott Freeman's unique narrative style that incorporates the Socratic ... Biological
Science - Scott Freeman Other editions - View all · Biological Science 4th Ed Masteringbiology Code
Card · Pearson Education, Inc.,Scott Freeman No preview available - 2010. Biological ... Biological
Science Volume 1 (4th Edition) - Softcover Biological Science Volume 1 (4th Edition) by Freeman,
Scott - ISBN 10: 0321613473 - ISBN 13: 9780321613479 - Pearson - 2010 - Softcover. Biological
Science (4th Edition) by Scott Freeman Pearson. 4. Good. Good. Ship within 24hrs. Satisfaction
100% guaranteed. APO/FPO addresses supported. Synopsis. Includes index. Reviews. Biological
Science Volume 1 (4th Edition) | Wonder Book Supports and motivates you as you learn to think like
a biologist. Building upon Scott Freeman... Biological Sciences Fourth Edition International ... For
introductory courses for Biology majors. With the Third Edition, the content has been streamlined
with an emphasis on core concepts and core ... Biological Science - Text Only 4th Edition Buy
Biological Science - Text Only 4th edition (9780321598202) by Scott Freeman for up to 90% off at
Textbooks.com. 9780321598202: Biological Science (4th Edition) Biological Science (4th Edition)
ISBN 9780321598202 by Freeman, Scott. See the book Sell/Buy/Rent prices, more formats, FAQ &
related books on ... Smart Additives for Architecture, Coatings, Concrete and ... Smart Additives for
Architecture, Coatings, Concrete and ... Additives for Architectural Coatings Here you can select
from an extensive additive portfolio for architectural coatings and find the right BYK additive for
your application. Additives and resins for Architectural Coatings Additives for architectural coatings
include defoamers, wetting and dispersing agents and provide hydrophobing effects for exterior
paints and coatings. Additives for Construction Chemicals Select the right BYK high-performance
additive from our portfolio for your application in the construction industry. Click here to learn
more. Additives for Architectural Coatings in IBC Additive solutions for architectural coatings in
building and construction - excellent appearance and long-term weather protection. Additives for
Architectural Coatings We create chemistry that helps your paint differentiate! We continue to work
... We offer additives for exterior architectural coatings, interior architectural ... Architectural |
Chemical Coatings Eastman coalescents and additives improve overall performance of architectural
coatings by increasing durability, performance and aesthetics. Evonik Coating Additives - Specialty
Additives for Coatings ... The Evonik Coating Additives business line offers high performance
additives such as defoamers, deaerators, wetting and dispersing agents, as well as matting  ...
Architectural Exterior Coatings and Paint Additives Resins and additives that improve exterior
coatings · Improved durability · Greater versatility · Paint efficiency and application · Paint Additives.
Additives for Industrial Paints and Coatings 3M Additives for Paints and Coatings are a family of
functional fillers, surfactants and other additives for architectural and industrial paints, coatings,
and ...
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individual consumers who buy goods and services for their own use …
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什么是CRM系统？它的作用是什么？ - 知乎
CRM（Customer Relationship Management），即客户关系管理系统.。 是指利用软件、硬件和网络技术，为企业建立一个客户信息收集、管理、分析和利
用的信息系统。通俗地讲， CRM就 …

请问金融系统中提到的KYC是做什么用的？ - 知乎
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什么是SCRM？为什么企业要做SCRM？ - 知乎
SCRM翻译后的全程是：Social Customer Relationship Management ，可以看到这里的“S”原来是“Social”，也就是“社交”的意思。 尽管
只是多了一个S，却将原先CRM呈现的客户管理行为转移 …

什么是跨境电商，你们了解多少？ - 知乎
跨境电子商务是指不同国度或地域的买卖双方经过互联网以邮件或者快递等方式通关，将传统贸易中的展现、洽谈和成交环节数字化，完成产品进口的的新型贸易方式，当前主流的跨境电商形
…

有大神公布一下Nature Communications从投出去到Online的审稿 …
知乎，中文互联网高质量的问答社区和创作者聚集的原创内容平台，于 2011 年 1 月正式上线，以「让人们更好的分享知识、经验和见解，找到自己的解答」为品牌使命。知乎凭借认真、
专业 …

新媒体的KOL、KOC是什么? - 知乎
KOC有双重身份，即Customer和Creator，KOC是消费者的同时也是创作者，是对消费者的消费决策起到关键作用的群体。 KOL与KOC在本质上截然不同，是两个
群体。前者是推，而KOC是 …


