It Is Not About The Product, It Is How The Customer Feels
Retailing today is about how the consumer feels.
It is about the feelings not the “stuff”.

1. Know Your Customer's Name
Know thy customer! Your service team should practice learning and
memorizing names of your regular customers. Every time the customer
returns to your place of business and they are greeted by name, it makes
them feel like they are royalty.
2. Treat Each Customer as Your Best Customer
Customers want to know they are valued by your business. No customer
should be an interruption. They are the lifeline of your business and
should always be treated as such. Train your service staff to give
complete attention to a customer. Let the customer know that their needs
are the most important item of business at this very moment.
3. Smile Genuinely
Why is it so hard for some service professionals to smile? A dour-faced
service professional will accomplish much less than one who is friendly.
Be sure that you and your service staff practice giving a smile to every
customer.
4. Resolve Issues Immediately
If you have a customer with an issue, resolve it immediately. Nothing
makes a customer feel valued and important than when you drop

everything to solve their problem. Avoid saying, "I'll see what I can do."
Sometimes it is necessary to get back to a customer at a later date, but if
there is an immediate solution available, do it now.
5. Be Proactive
Making customers feel important also means that you anticipate their
needs. Think ahead of your customers. Know what your returning
customers need and be ready to meet them. Though you may not know
all the needs of new customers, try your best to read them and anticipate
what they may need. Do not be afraid to ask what else you can do to
make them happier.
6. Say "Thank You"
Your mother probably taught you this fundamental rule, and it is
certainly good advice. Always say "thank you" and use the customer's
name whenever possible. By acknowledging that you appreciate their
patronage, your customers will know they are valued.
Valued customers are your loyal customers. Make the effort to make
them feel important. With each positive impact you make on a customer,
you will be rewarded - not only with their business, but by referrals and
a reputation that precedes you.
<<<<<<<<<<<<<<<>>>>>>>>>>>>>>>
“Do what you do so well that they will want to see it again and bring
their friends.”
-- Walt Disney
<<<<<<<<<<<<<<<>>>>>>>>>>>>>>>
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