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In business, gaining and keeping your customers satisfied is wonderful. A lot of times, when I go into a store, especially in the big-name stores, If I'm walking around and I don’t see any employees around, this is going to be a bad situation, especially if I need something in a hurry, like medication. 

A lot of companies today don’t realize the importance of customer assistance. I've been in so many stores where there are hardly any employees around, and people wonder why companies are closing or are in bankruptcy. If you have great customer service, there will be customers shopping at your store; therefore, the chances of them shutting down or finally going bankrupt are nil.  So many employees are rude, or they don't pay attention to customers because they're too busy doing their own thing, a perfect example is when I was in a store yesterday while the store employee was checking out customers he was also texting on his phone, now he may have been a nice employee but he was not paying attention to the customers, instead he was paying more attention to his phone.  Friendliness is one of the things that makes a small business successful or not. I’ve been in so many big and small businesses I have worked for several businesses that are multi-billion dollar companies. I’m not going to say names but even though you can probably name a few of them

As a smaller business the smallest product that sells does make a difference. In this book I am writing about a few strategies using my 20 plus years in management and as an employee. The first thing I want to write about is if your staff and you are friendly with customers, that customer will come back to your store if you go out of your way to do everything you can to make that customer’s shopping experience great. Create a loyalty program maybe offer a discount card for so much spent you get a discount on certain products, maybe offer exclusive programs to your customers for repeated business from them, this can bring in customers and can be considered great customer service for repeated customers.

Try to recognize repeat customers and if possible try to know their names, get to know their family that comes in with them, show them that you care about them, their family and their business, ask about what their thoughts are on your company’s customer service, ask if they can think of something that your company can improve that would make a better experience while shopping at your business.
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