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ABSTRACT   

According to KOTLER, Marketing is about creating, 
retaining and developing clients, and this is exactly what every 
institution, including Islamic banks, must seek to reach; this 
study aims at identifying the marketing strategies that can be 
followed by Islamic banks to attract prospective customers and 
re-attract existing ones. Also, it seeks to find out how to satisfy 
the customers, in order to retain them and convert them into 
loyal clients. The research concluded that the first step in the 
process of acquiring new clients is to know them, to understand 
their wants, and to analyze their personalities and behaviors, to 
convince them that the products provided meet their needs and 
desires and sometimes precedes their expectations. 
Subsequently, Islamic banks should prove to be very interested 
in achieving their satisfaction with the intention of gaining their 
trust that would lead to loyalty. 

KEYWORDS: ISLAMIC BANKS, CUSTOMERS’ ATTRACTION 
STRATEGIES, CLIENTS’ RETENTION, CLIENTS’ SATISFACTION & 
LOYALTY. 
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