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This study has provided following findings as a remedy for service research;

First, about a promotional service attached to product purchasing, a customer is likely to feel indebted
and then dissatisfied at salespeople if he/she has any contact with them. Second, about a service
focusing on a customer®s growing or development assumed that he/she repeatedly utilizes it, customer
satisfaction with his/her growing has a negative effect on repurchasing the repeated service. Finally,
about a common service such as a restaurant, high expectation caused by high customer satisfaction become
a hurdle for _a customer, and as a result customer may avoid repurchasing because he/she thinks that next
service quality can not exceed the hurdle that is previous service quality.
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