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Figure 3 Consumer Marketing Issues in the Marketplace and the Marketspace
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Diisnostic questions

» Do you collect customer information from site visits?
» Do you use information to anticipate customer needs and wants?

* Do you ensure that your site is designed to attract new visitors and

to encourage visitors to return?

» Do you ensure that the information your site provides is appropriate

for visitors needs? How do you decide what to present? And how
to present? How frequently is your site updated?

= Do you use “push” technologies to imform and update customers?

e Do you proactively influence and co-operate with virtual

communities and user groups?

» Do you provide interactive support for evaluation?

= Do you ensure that your exchange process is simple and risk free?
« Do you provide a customer oriented delivery process?

« Do you provide online support?
e Do you actively develop relatonships with customers and

prospects?

Figure 4 Management Diagnostic for Internet Marketing





