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1. Discuss the importance of customer services in an organization?
Organization have a strong focus on Customer service as it makes their product stand out from amongst their competitor. Also, Customer service can help an organization dominate market, so therefore an organization without proper Customer Service Trained Employees can cause a great loss to that Organization.
An importance of Customer service to an organization is “INFORMATION” An Organization provides information about a product to Customers which determines whether they should purchase the product or change their product choice.
We can also say Customer Service is important in an Organization in the areas of “CONSULTATION” which means helping Customers to deal with their problem related products, by discussing in details with the respective Customer(s)
Customer Service importance in an Organization can provide or enable customers to “RESERVE” a product which is on offer by the means of advertisement. These days companies like CINEMAS, RESTAURANTS & AIRLINES etc. Focus strongly on this way of customer service.
“HOSPITALITY” is also important to an Organization Which is proper way of Customer Service whereas customers are treated as Guests with special attention given to them, and also making them happy with the product and services they need. Complementary foods and drinks among others can serve as a proper customer service from an organization through hospitality. 
In Summary Organizations also focus on this branch of customer service which is “SAFE KEEPING” it is mostly found in stores and other Organizations where customers don’t worry about their belonging which they brought to the store, while they shop the Safe keeping customer service department look after it for them.

2. Why is it important to know about customer’s needs?
The importance of knowing your customer’s needs is the key to any business so therefore an organization cannot provide services if it does not know what the customer’s want, also providing services without knowing what the customer’s proper knowledge of customer’s needs can really cost a lot of loss to any business.


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

Training and development is a foundation in promoting Customer Service philosophy.
 An Organization with customer Service Training have certain flexible and proactive employees. This can also be a prime motivational tool in an Organization. Organizations uses a trained Customer service agent which can be called a “MYSTERY SHOPPER” to survey on service delivery to customers. Also introduce a REFUND POLICY to better meet customers’ expectations therefore training both Staffs and Managers is required for this policy.
Another branch of Customer Service Training importance in an Organization is in the aspect of Frontline Staffs, they mostly require training on how to listen to customers and provide quality services to them. Customer service training brings INCREASE TURNOVER AND PROFIT in an Organization. Therefore, it is previously noted, numerous organizations will train their sales staff in the hope of increasing profits. However, with a confident and competent customer service team, turnover will undoubtedly increase anyway.
This is because you’ll achieve higher retention levels, acquire new customers, reduce employee turnover, and boost bottom-line sales. If the business improves its ability to serve, then customers will be more satisfied and more loyal, leading to an increase in profit.

4. Discuss pros and cons of a loyalty scheme?
A loyalty program or scheme is a rewards program offered by an Organization to customers who frequently make purchases. A loyalty program may give a customer advanced access to new products, special sales coupons or free merchandise. Customers typically register their personal information with the company and are given a unique identifier, such as a numerical ID or membership card, and use that identifier when making a purchase. 



Looking further at a loyalty scheme PROS:	
· It’s simple—customers can’t help but understand how it works.
· It’s incredibly low cost to run. A few printed cards and you’re off and running.
· It’s easy to set up tiers that reward for ever-increasing levels of purchase behavior. Like the frequency program, it’s also simple to understand for customers—buy X get Y points.
· Also, easily tiered for customers to achieve even greater rewards for greater purchases.
· It’s consistent—there’s no change in rewards for sales. What you spend equals the points you get.
· Customers love cash, and accruing cash back is a great way to make a customer feel good about frequenting your business.
· Requiring users to spend the reward in your store drives users back for additional visits—always a good thing for a business owner.
· It’s simple to understand for customers—spend X, get Y back.

For loyalty schemes CONS: 
· It relies on customers to bring a physical thing with them to the store—sometimes that’s a lot of responsibility for customers.
· It’s really easy for customers to cheat the system—a custom whole punch or stamp is very necessary.
· Its simplicity is its downfall—you don’t collect any information about customers, or about complimentary purchases, barring any further marketing efforts based on what you learn
· This type, more than others, usually makes users have to wait the longest to collect—there’s no instant gratification.
· Maintaining the program takes more effort—you have to keep track for customers, and then remind them of where they’re at.
· Users have to wait to redeem their reward. Cash back rates are usually low so it takes a couple visits for users to build a reward worth spending.
· It can be expensive to build rewards since, again, usually the rewards are so low.
· If customers come to your store infrequently, this type of program may have less appeal to them.
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