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services (Milanović Glavan and Ćibarić, 2015: 69).
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manufacturers’

Smoljić, 2017: 509). When designing a marketing strategy for services, one should start 
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technologies (Pihir, Križanić and Kutnjak, 2019: 126). The application of digital 
aspects of people’s lives. Accordingly,
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eed (Šestak and Dobrinić, 2019: 251).

ems are solved better (Alerić, 2007: 56).
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