CUSTOMER SERVICE ASSESSMENT
1. Discuss The Importance Of Customer Service In An Organization? 
A good customer service can help an organization dominate the market. Attention to Customer Service will assist in achieving the key purpose of making the costumers happy and satisfied with the company’s product/services. 
Customer service in organization seeks to achieve the aim of gradually converting costumers to brand loyal clients. Another key importance is to gain the attention of costumers with their products and innovation to keep them from doing business with their competitors.
2. Why is it important to know about costumers needs?
The knowledge and awareness of the customers’ need is key to success of the business. 

Customer needs are variable from individual to individual and may change with season, among age grade and current trend. An organization cannot provide accurate and relevant service until customers’ needs or taste is researched and discovered. In essence customers need patterns the priority and system of any business in order to avoid losses and waste which can ultimately lead to the shutting down of the business. The knowledge of customer needs is important if customer retention will be achieved and the organization wants to be ahead of the competition.
3. Discuss the Importance of Customer Service training for an organization
Training and development form the operational and psychological groundwork in popularizing unique customer service principles. It not only helps an organization to be flexible, pro active and customer-focused in the face of severe competition, but it is used as a top motivational device.
Via customer service training, the organization will gain a true and progressive perspective on what matters to customers thereby identiofying areas of improvement.
4. Discuss the pros and cons of a loyalty scheme
Unlike the incentive scheme which seeks to bait customers in regardless of their satisfaction or loyalty, the loyalty scheme seeks to reward, appreciate and recognize customers who are loyal to the product of the organization and discriminate against disloyal or yet-to-be loyal customers. This is an advantageous and acceptable for the reasons that loyalty customers will form a base for marketing opportunities, customers will also be recognized and rewarded and if sustained will build long term and even generational relationship and patronage. Loyalty scheme will also put the organizxationn on a competitive edge because loyalty reflects control of consumers.
However, the loyalty scheme is prone to be resisted or may experience shortcomings in the areas of cost which will be incurred in setting up and running the scheme, providing for increasing level of sales raised by scheme- driven customers, and cost of reward package for qualifies customers. This may become pressure on the porganization especially when customers are incentive driven and not product-loyal.
