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Introduction
The reason for this report is to explain about customer services in the workplace. Bloomberg was the company were I worked my job title was PC Support. My duties were receiving phone calls, data imputing, computer repairs and general customer care, internal and external. I interacted with most of the staff at the company. When any enquiries or problems would occur. Staff would contact are department. If there was any complaints or enquires we were first response. Our department had to be on point has we provide a live 24 hour service. We also covered TV channels that was always running constantly 365 days of the year has Bloomberg is the top company to broadcast stocks and shares plus they provide news channels and services, this updates there existing customers, plus we send out advertising to attract new ones. This cooperation is in operation internationally all year round. So there products and services are always available constantly. For my report im going to produce and carry out a survey questionnaire about are products and services and provide a digital data diagram. I will produce up to date information and show diagrams of my finds in this report. The reason for this report is to find out what customer services satisfaction is required for Bloomberg customers and the Marketing team.

The RESEARCH
My research for my customer services analysis will entail me today looking into different marketing strategies. I'm gonna look at the overall results of my survey. This is important for any big cooperation so they can perform to the highest standards and any feedback from customers input can be used to broaden profit margins. This report is going to cover different topics, the topics I will be studying today will be…………Consumer Marketing Research
My research is studying my subjects from a secondary research background. The first chosen subject is Strategies to Improve Customer Experiences
According to (Brian Tracy, 8 Jun 2017)
Background
Retention is key to manufacturing any form of long term client, maintaining it is very important to any company,  the reason for this is they stay with your company for longer periods of time which can increase profits, feedback and can introduce other customers to the business. 
This assists your company with less costs for advertising by plus happy customer are much more likely to refer you to new clients. Customers who stay with you for the long term will bring a lot more profit to your company stretched over time. Customers that stay with you over a short period of time bring less profit by just using your services only once. Customer who are satisfied will bring in family or friends, this will help you to double your profits. Always provide support so we are always available to answer any problems or resolve them. Surveys with your customers are very important, this helps keep you up to date with what products or services they may require. Always providing services is key for any company to expand. Measuring customer satisfaction ratings are essential.  
Providing the reason why the customer wants to downgrade or terminate are services permanently. Provide discounts for any long term clients has much as possible, when it is available. Acknowledge the customers loyalty, show appreciation by given them rewards. It is essential that you get back to your client straight away if they have contacted us about any issue or any questions. Make sure you provide solutions and answers they are looking for. If you don't keep clients informed they may become dissatisfied with your services which leads to loss in customers and profit. Developing a connection is key, loyal customers are our best sale representative.
If customers are happy with are services the could be the gate way, this can provide different opportunities that you never had any access to before. Repeat sales increase your chances with you loyal customers because the are already happy with their existing services plus they are familiar with you organisation already, there trust is already built up through the satisfaction with your service or brand. Delibate action creates opportunity for reportition and loyalty, repeats sales do not just occur it takes action. To make sure your services and sales stay up you should keep all promises and accomplish what you promise. Customer satisfaction is priority at all times. Customers will give you all the time if they know that you have there best interest at heart and they will have no problems trusting you. Thank you is key when you are ending a conversation show the customer that you appreciate them. Insure that your customer care is enforced by updates on the quality of your product and update information. Building trust and meeting any deadline is also essential.Closing deals are very important but customer expectations are priority, let the customer know you are constants thinking of them.


Customer Services: Customer Services is essential to any organisation. Bloomberg is a large corporation, like any one big companies out there Customer services are essential to run the business smoothly and efficiently. (According to Rich Aulesia, 20 Nov 2013) Customer service
The customer always comes first when dealing with our company,they don't rely on our services, we rely on the customer for profit, the customer does not interrupt our work, we are there to provide him a service, each individual customer is part of our association, his custom we depend on so he is part of us, his loyalty to our company is not doing him any personal favours,
We has a company should be delighted to have the privilege to provide him a service

The Purpose of Consumer research

My research for information of the consumer is vital. (According to Prana Feb 16 2017)

To help the corporation get the advantage over any competition and make decisions that will help the enterprise.
If there are any concerns or doubt, we provide the best information about the consumer, environment and identify the most profitable customer without the information provided by the consumer, marketing predictions may not be accurate and unreliable.
If a new product or service is provided we gain inside knowledge, to give them guidance, this information can advance the growth of business.
Research will show what clients will be most likely to purchase or services you have available, for example income level, location, age and gender.
Is are current product upto the consumers standards, are they happy with the service provided.
Research can give you a better insight into are competitors, understand the demographics and be up to date with economic shifts, customer spenditor, new products and gadgets plus a better knowledge of your customers.

----------------------------------------------------------------------------------------------------

Aims and Objectives

The Aim: 
This survey questionnaire is to find out how satisfied, our customers are with  the services we provide,  with these results I will produce a chart demonstrating the conclusion of what information I have gathered, for the customer care services.


The Objective:
The Objective of my report is to monitor the satisfaction of company interaction with customers, I will do this by collecting the results of a questionnaire I have constructed and represent the results of which in a tangible data diagram, which will be the basis of company progress regarding customer interaction and overall execution of services moving forward.
 


Method:
In a four step method I am going to break down how I conducted this survey and created the questions 
1 Defined my goals
I found it crucial to my success if I understood how effectively the company operates when dealing directly with customers, in order to do that I had asked the participants to rate our performance on a simple scale of 1-5, this is easy to do and requires little to no effort from the customer which in turn maker the company seem easier to deal with in terms of customer service than other competitors.
2 Select an survey format
As aforementioned I found it easier to ask the customers to rate the company's interactions on a scale of 1-5 as the company itself can deduct what it can do to improve without infringing on the customer.
3 Create clear questions
I had found that the simpler the questions the easier it would be for the customer to answer them, this is why the questions which may seem basic and surface level can carry deeper connotations of how the business ope
rates publicly.
4 Collect and review responses
In the event that the questions and subsequent answers provided are not conclusive enough at least the company has a basis and a solid foundation of which it can improve.

Focus Group / People who are being Questioned 
People between the ages of 18-25 in the Central London area 







Customer service questionnaire
On a scale of 1-5 score rating
1 = Poor
5= Perfect
1: How happy are you with the services?
 Telephone Enquiries =______
 Telephone Response =______
 Telephone Call Back =_____
[image: Enquiries, Response and Call-Back]














2: How satisfied were you with the follow up service?
On the Telephone =_____
Through Email =_____
 Advertising =_____
[image: Telephone , Email and Advertising]

3:How pleased were you with the response time?
Call back response =_____
Enquiry  =_____
Online = _____
[image: Response , Enquiry and Online ]







Discussion 
In review of the results of my Questionnaire I found that in the terms of my customer service and care my company has excellent execution in specifically the Introduction and subsequent follow up after our service has closed, this makes the company seem caring and makes the customer’s service personal which can lead to a higher retention rate, this can also lead up to; references to other potential clients, word of mouth advertising (which is free) and higher profits overall, however the execution may need to be more efficient so that the resources being spent on personalizing customer experience can go to other key parts of the business.
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Professionals in the Customer Service Sector and Survey Purveyors SurveyMonkey have detailed in saying (“A bad customer experience at any point in the customer lifecycle can ruin your relationship. In addition to making sure the right skills are demonstrated, you need to be sure they’re being demonstrated consistently, but make sure you have a full view of the customer experience, or you risk lapses in service that can really hurt business.”)
(“No matter how proactive you are, you’ll never be able to get in front of every customer issue. To make sure you learn about the good, the bad, and the ugly experience your customers have, create an easily accessible way for customers to give feedback.”)

Conclusion 

In all upon reviewing the results of my questionnaire one thing is apparent, the satisfaction and execution of my customer interaction displays that of a company with good rapport however as with anything shows room for improvement, moving forward I have deemed the performance of my customer service acceptable.
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