ASSESSMENT
QUESTIONS WITH ANSWER
1. Discuss the importance of customer services in an organization.

The importance of the customer service to an organization is 
· To facilitate the needs of the customer, answer his queries and satisfy his concerns. 
· To make the customer’s happy and satisfied with their products/services and to gradually convert these customers to brand loyal clients.
· Providing information about the product is an important part of the customer services offered by any organization.
· They are consultants which mean to help a customer deal with a problem related to the product by discussing it in detail with the customer.
· Customer service enables the customer to book his order for the product/service on offer.

2. Why is it important to know about customer’s needs?

It is important to know the customer`s need because of the following reasons:
· Knowing the customer needs is key for the success of any business.
· An organization cannot provide services if it does not know what the customers want.
· It leads to inspiring trust and confidence about the organization in the customers.
· It results in loyal customers.
· It also results in increased productivity and more profit

3. Discuss the importance of customer service training for an organization.

The importances of customer service training are:
· Training and development not only helps organizations be more flexible, proactive and customer focused in the face of fierce competition. 
·  It is also a prime motivational tool.
· Customer service training helps the staffs to listen to the customers on the areas that is to be improved on.
· Customer service training helps prioritize the areas, most in need of development.
· Customer service training helps the staffs to learn how to deal with difficult customers or situations.

4. Discuss pros and cons of a loyalty scheme.

· The pros bring about Competitive edge among customers while the cons are the Reward(s) that might not be sufficiently motivating to win long-term loyalty.
· The pros helps to make Customer research data for the organization while cons takes the time and money it would take an average customer to accumulate sufficient points for a worthwhile reward
· The pros makes the Chance to build long-term relationships while cons Set-up costs
· The pros brings Marketing opportunities while cons help to make On-costs that must be covered by attracting increased sales
· The cons brings Attracting customers who are not ideal while pros is an incentive to the customer to purchase from you

