SER1206 : Principle of Service Busines
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Behavior in Service Business)
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(Customers as Productive Resources)
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2. lugnusiiflugdivuaamninw anufieanala uazauan (Custofi@rs
as Contributors to Quality, Satisfaction and Value)
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3. lugnusiiluguasiuaasdliuznng
(Customers as Competitors)
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