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Abstract  

Maybe some firms with different method can to attract some customer for their, but maintain 

they not easy, For this reason marketers who were prey on their customers before ,today have 

found satisfaction and keep them wanting more. According to customer retention to be the 

underlying growth and keep life of company, while the loss of losing a customer formed in 

advantage will give to a competitor. Given the competitiveness of the banking industry and 

input the private sector in this field in recent years , keeping customers has special 

significance for the bank. Anger, running away, and the loss of customers is terminate his 

relationship with the bank and lead their to the other banks are as a result of some factors. 

The present paper was intended to provide definitions, concepts, models, and factors affecting 

anger, falling away, and losing for provide groundwork for construction area to keep customers. 

Finally, recommendations are provided to keep customers for banks. 
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