Amazon Presentation
Customer knowledge - Acquisition 

Amazon one of the biggest online retailer on the word, the Co-founder and still chaired by Jeff Bezos, the retailer giant’s first line of business was selling books online (Impraise, 2021). From selling book to grow the biggest online retailer need to have great business skills and hade to develop an exception knowledge system. Amazon have lots of different platform there are using knowledge Management Value Chain. The knowledge management Value Chain builds up from 4 area: Acquisition, Storage, Dissemination and Application. Through this presentation about how amazon customer knowledge, and the first aspect of the Value Chain the Acquisition. 
According to Gamble and Blackwell (2001) Knowledge acquisition refers to the knowledge that a firm can try to obtain from external sources. External knowledge sources are important, and one should therefore take a holistic view of the value chain.
To collect the most acquired information about customer satisfaction, or shopping habit the best way to ask the customer.  The aim for the knowledge system to identify what product are selling the best and what product not good enough to sell. 
According to Gerbert (2002) The customer knowledge come in 3 different forms: Customer satisfaction, Customer motivation and information regarding to product supplier and deals. Amazon has developed they own great working knowledge system through customer feedback.  It is two type of feedback the customer can leave. Rate the seller and the product. The customer able to communicate through private messages and emails directly with the seller, if is any issues, they can resolve straight away. Amazon monitoring this two-way communication to make sure no message gets ignored (Matheson, 2019).  The most important way to acquire information is directly asking the customer by sending notification, emails, and through Alexa. The customer can rate 1 to 5 how satisfied was. When it comes to negative product reviews, the system identifies the reason for that and to resolve offering replacement or refund. (Matheson, 2019) The other great way to collect feedback is social media platforms, the company can impress customers to answering back to social media posts. Amazon value the customer feedback by giving product the best seller bag nor removing sellers and product if they have few bad reviews. This system can very closely link Nevis (1995) typology as is collect information from the customer to gain a better relationship between Amazon and the customer (Inkpen, 1998). This knowledge is explicit knowledge as is written in files and easily can transfer from one person to other.
According to Jeff Bezos: “We see our customers as invited guests to a party, and we are the hosts. It’s our job every day to make every important aspect of the customer experience a little bit better.”
Through Knowledge Management Value Chain exactly this what Amazon doing, and this value chain has helped understand customer needs and expectations. 
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