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Introduction:
 Samsung is an international organization with its origin in South Korea and has its headquarters in Seoul otherwise known as the Samsung town. The phrase Samsung when translated in English it means Tri-Star. It is a composition of many partner businesses which have been engulfed under the brand known as Samsung and has been ranked as the biggest business corporation in South Korea. The founder of the Samsung Company was Lee Byung-chul and was first established as a company used for trading purposes in the year 1938(Anon, 2019) . It never took more than three decades that the organization ventured into retailing services, processing of food stuffs, and issuance of securities, textiles and insurance. When the year 1960 struck, the company ventured deeper into the industry of electronics. 
Later on, around the year 1970, it started businesses of building ships and construction. These were the main areas of specification that brought about the business growth and expansion.  It was not until the year 1987 that the great man Lee died and his creation was segregated into four groups of business. The groups included: CJ group, Samsung group, hansol group and shinsegae group. From the year 1990, it has continuously continued to expand its activities and electronics and being more specific, the sale of its mobile phones has become the main source of income as well as the sale of the semiconductors. Samsung managed to secure the sixth position on brand value in the world in the year 2017. 
Some of the recognized business associates of Samsung include the Samsung electronics which is the biggest company in the world for information technology, maker of consumer electronics and creations of chips gauged by revenues in 2017. Another partner is the heavy Samsung industries which are ranked as the second in the world when it comes to building ships as per the revenues in 2010. There is also the Samsung engineering and Samsung C and T which have been ranked position thirteen and thirty six with regards to companies engaged in construction. Other members worthy of note include the Samsung life insurance at number fourteen globally as the largest company for life insurance and the everland resort operator known as Samsung everland (Anon, 2019) .  The Samsung Company has a very strong force of effect on the development of economics, media, culture and politics.
A critical understanding of quality process in the Workplace:
The concept of quality process in a workplace was developed to ensure consistency of an organization in products and services. It incorporates various principles of quality improvement, quality assurance, quality planning and quality control. The main aim is to not only put its focuses on production of quality services and products but looks at how it can be achieved. It hence utilizes the concepts of control and assurance to sustain the quality (Besterfield, 2014)  . Quality is determined by what a client is in need of and is willing to pay for it at all costs. It serves as a commitment whether written or not to a consumer in the market who can be either known or unknown. The inference made is therefore that quality can be defined as merchantable and fit for purpose or rather its efficiency in solving the problem of the customer.
Quality management standards:
It showcases how the company deals with the chief activities practiced in the organization. Samsung for instance, has a synchronized way of performing duties delegated that can be service delivery, product making or management of a process.  In turn the quality management standards outline the requirements details, guidelines specifications and characteristics that the products and services hold and ought to be constantly and reliably be met so as to make certain that the quality of the products are in line with the expectations of the customer, the serve the intended use or purpose and they are able to satisfy the needs of the clients. 
The standards are a very vital constituent of management systems that are quality (Besterfield, 2014). They serve really important purposes such as ensuring customer satisfaction, coming up to terms with the responsibilities provided by the environment In general, at a reduced cost, compliance with the given regulations, making  sure their products and services rendered are safe and reliable on a daily and finally, defining and control of the processes happening internally. When the Samsung organization deems to follow the outlined rules of quality business management most of the times it tends to increase the profit margins, the loyalty from their customers is increased or maintained, they are able to compete competitively in the global market, they reduce costs incurred during the processes of business and increase the market access in all parts of the world. 
These standards can be very precise such that they can only apply to a specific product type or generally practices which range widely in all markets. Other terms may be subject to volition where the practices of quality management in business may be voluntary and other times it might be out of the expectation of the customers (Besterfield, 2014) . Sanctions may also be there requiring full compliance from the parts of organizations and stakeholders such as Samsung. Other than that, there are also some practices that can be termed as beneficial to the business such as ensuring information security standards, accessibility standards, management of the environment standards and health and safety standards.

Appreciation of the importance of quality control:
The Samsung organization knows that the only way they can maintain the end products quality of their business is by sustaining the standards of the products at all the time. The quality control, as a recent study showed, is not something that can frequently be checked on, it is something that is done throughout. So as to sustain the quality of their technological products, Samsung uses the concept of process approach which is guided by the policy of quality practice  (Besterfield, 2014).
Using this doctrine, the company from time to time, monitors, measures and analyzes the process of production so as to comprehend the sectors that need to be worked on and improved or the sectors that need care and maintenance of the quality that already existed and where necessary they can endorse new systems. They still ensure that the production team is motivated as well so as to boost their morale during work process. They also make the team members feel proud, part and parcel of the company and hence embrace the organization as well as the products.
Another key issue is to o with the supply chain. For quality assurance, the supply of the products should be constant. This is to mean that, it should not come to a time where in the market a certain product is not there at all and if at all it is there, it is minimal quantities and hence the retailers increase their prices (Leppard and Molyneux, 1994) . These normally pull back the customers and try to seek a next alternative which most of the time is jumping onto another supplier, your competitor. Moreover, during the process of production, inspection should be done, preferably by a qualified officer so as to ensure diligence is put in the work place as well as quality of the products is maintained. Weekly reports should be given at the very least although that is subject to the companies’ policies. As for Samsung, they can decide the reports to be made at the end of every month or every quarter year. Finally, a rating system can be developed where Samsung can get feedbacks from their clients on the quality and durability of their products. This can help in doing the SWOT analysis.
Customers’ experience in the Samsung organization:
Customer services:
Customer service has been defined to mean the tendencies of an organization to make sure their customers have been fully satisfied with the product or services offered. Samsung for example, in issuing its phones to the customers, it makes sure the features are customer friendly, easy to use and meet the needs of the users. This is what is basically referred to as customer service. Most of the time, the service of customers happens when executing transaction processes for a client for instance making a return of sale on an item (Overton, 2007)  . It takes various forms such as personal interaction by face to face, via a phone call, systems of self service among many others. 
The concept of customer service is very significant in the Samsung organization as a scheme of sustaining the existing relationships between clients and the business which is very important to the revenue which is a going on concern. Due to this fact the Samsung organization has worked extra hard to ensure satisfaction of their customers. This serves a determining factor of whether the company will keep its customers or lose them to their competitors (Overton, 2007). They make sure that whenever there is a report of a problem or challenge incurred, they respond immediately tot the call of their clients. The immediate response to either email, calls on phone or letters help maintain a good and rich relationship with clients as opposed to making the customers queue in long lines waiting to be served.
In real sense the customer service should be aimed at making work easy for the customers. Taking the example of a consumer calls the helpline with a technical issue; the representative sitting at the desk that picks up the phone should help the customer until he is fully settled. If the help cannot be rendered at that particular instance, the representative can make an appointment on a further date as long as by the end of the day, the consumer of the Samsung product is fully satisfied (The Balance Small Business, 2019)  . Such actions are what boost trust levels of the customers in the business and their loyalty as well. This are the steps that the Samsung organization needs to utilize to continue competing competitively in the world market and increase the profit margin. All that is requires is attention, the willingness to help, clear communication and a positive work attitude.
Customer Centrality:
Behind every market planning, all marketers tend to believe that the customers are the centre of everything related to business. In marketing, any question that may arise should always centre its thought on the customer or consumer, which at times are two different people. It aims at establishing customer value with the notion that it is not unless that the customers are valued that them themselves will give back the value, in this case the value meaning money. Organizations such as the Samsung company work with extra effort to, on top of providing quality goods and services, the also make their customers feel valued, loved and appreciated. Some of the trends adopted in customer centrality is by understanding and knowing your client, the customer metric get evaluated from time to time, coming up with an experience which is customer-centric and encouraging other members of the team to give an experience which is customer centric.
Bearing these points in mind, Samsung has to work to their level best to achieve a smooth and enjoyable kind of experience for their customers. For this goal to be achievable, their centre of focus is their customers. This is done by analyzing the feedbacks given by their customers. This brings about the concept of knowing your customer. It is equally important to understand and identify who your clients are. Samsung has taken the time to identify such customers and as such they are able to determine what their needs are and try as much as possible to meet those needs. They have created an application program that enables the Samsung users to connect with other Samsung users and track their activities together. 
This forms a community of their customers. It serves as an indicator of customer centrality by the virtue of knowing their customers, targeting them, identifying their needs and trying to solve those needs that they have. Another thing is frequently doing an evaluation of the feedback that is regularly given by the customers about their experiences and make the recommendations given a priority.
Managing customer expectations:
Most of the times the clients have higher expectations than what the organization normally does. The fortunate side is that it is possible to meet their expectations and demands and satisfy them. When the clients ask or request for something to be done that seems unreasonable or not within the organizations power, the person attending to that customer is likely to say no. but what should be put into consideration is that such customers make the requests that seem unreasonable since they do not know what to expect from the company. Of course such customers are not in the knowledge of what the organizations policies or laws are. 
They just expect things to be done and their expectations met. Some might even be trying to take advantage of the organization. As Robert C. Johnson stated that the best medicine to handle the requests that are unreasonable is by managing the expectations of the manager (Goodman, 2009). There are various ways in which Samsung can use to manage the expectations of their customers. These ways include more solutions to be covered. This is by employing techniques that can be used to answer the questions raised by the clients’ pertaining the gadget in question. Another thing is ensuring transparency in the organization. This helps built and maintain the trust levels of the customers. 
Another thing is the organization should be realistic and optimistic in their resolutions. Customers tend to rely on the words and assurances given by organizations and if anything happens contrary to what they were told, it reduces their trust in the company and their products as well (Goodman, 2009) . They should as well issue timelines which are clear in solving the problem. This would otherwise frustrate their clients and they may shift to other suppliers. Lastly, is creating a mechanism that can be used for follow up procedures. This ensures that all the problems are solved to the customers’ satisfaction.

Customer Value:
Basically, customer value has been defined to mean that which is worthy to a customer as opposed to the alternatives when rendered services or issuing products. Worth in turn mean the feeling that a customer gets with regards to the benefits of the product or service. Such benefits entail the advantages that accrue from their product due to their quality success that the customer gets from using the product or service, experiences and values. Values in this sense are used to mean the principles that one firmly believes in (Shapiro, 2003). It might be honesty, integrity, ethics, trust, morals and sustainability.  Consumers are not the same as customers in some cases. 
Consumers utilize or put into use the rendered service or product but in real sense have not actually bought the product or service. Customer on the hand, has bought the product or service and is now using it or is still in the process of making a decision on whether to buy it or not. The buying capacity of a consumer is measured using the value that he or she gets from the product.
Samsung can create value of customers in many ways. First, they need to take the initiative of conducting a research and seeing what possible loopholes exist in the satisfaction of their customers. They then try to solve it. If it something to do with packaging, the can work on the beauty or mode of packaging (BusinessDictionary.com, 2019)  . If it is the features, that can be improved as well. Another way is buy issuing customer feedback forms. They can determine, from the feedback they get, how efficient their products are and if they are valued or not. With that they can apply their quality techniques to derive satisfaction from their customers.

Value and purpose of customer relationship management:
The concept of customer relationship management in most of the times talks about the guidelines, practices and principles that a company adheres to when dealing with their clients on a day to day basis. As for Samsung, this relationship entails the direct contact that the employees or the organization by itself has with the customers for instance processes of offering services and sales as well as looking into the behaviors and trends of their clients. It has the sole purpose of boosting the experience of the customers generally (SearchCustomerExperience, 2019). Technology companies that usually assist in managing the systems together with the customer interactions happening externally most times than not usually apply the customer relationship management scheme. The key segments of growth pertaining to the customer relationship management include the intelligence which is made artificially, issues to do with software and cloud computing.
The range of the customer relationship management includes various elements such as the websites of the company telephone calls and mailings to the mass. One of the means that Samsung Company has adopted to improve their customer relationships is by use of social media. It has used the forum to advertise their products and answer any questions asked thereafter. Recently, the launched the J’s series of phones and a lot of questions arose. They were all answered on their social media channel to satisfaction. 
If anything was not clear, then an appointment would be further made and the customer would be directed to the nearest Samsung customer care shop for further assistance. At times, when launching a product, they even quote the retail and market price. They accompany the features of the gadget as well. As per the year 2018, the approximated global market of Samsung was for over forty billion shillings while incorporating the technologies of customer relationship management. It was established to compute the software as a service as the largest element and the others were the oracle and the adobe systems (SearchCustomerExperience, 2019) .

Buyer seller relationship:
A single transaction can be turned into a relationship which is long term and has some good and positive benefits to both the buyers and sellers in an industrial market which can be termed as mature. The relationship can be sought further to understand it even better by creating a connection between the buyer and seller which is not complex. On the part of sellers, the compulsory thing to do is to comprehend the investments patterns used as well as their rewards and try to successfully manage the buyer- seller evolution dynamics and the processes that are defined thereafter (Berguson, 2002). 
The person who buys or purchases products from a company or organization is referred to as the buyer. It can be an individual person or an organization. It could also be a manufacturer who goes to buy the raw materials and processes it to a finished hence acting like a retailer, then a customer comes to buy the finished good. The relationship between the two, that is the buyer and the seller, may be one that lasts for a long period of time or one that lasts for only a short period.
Whether the relationship is a long term one or a short term one, it carries both advantages and disadvantages. Starting with the relationships which are short term, it has several advantages such as when the aspect of flexibility is called upon to take toll, it can be easily applied. This can take the literal example of when a buyer wants to swap the supplier he is using and uses a new one, the option is free and easy to adopt. It is also an appropriate kind of relationship where the prices in the market keep on changing and hence the long term relationship cannot apply. The opportunities that come for discounts given on prices come about when there is a very stiff competition in a bid to secure contracts which are at least short term and some special deals ought to be done.  They have their disadvantages as wells which include they have minimal scope of payment and order flexibility. This is when a supplier orders for immediate payment and a definite order yet he is in a relationship which is short term. Lastly, it is very difficult to build a beneficial trust between the buyer and the seller.
There have been so many perceptions regarding the seller-buyer relationship. Some say it is beneficial while others say it is not helpful for the business. The long term relationships for instance bring a lot of business trust that normally one party tends to fail in performing his or her work diligently (Berguson, 2002). It also creates a space where the buyer expects to be given discounts automatically by the virtue of him or her being a regular buyer. These are some of the disadvantages that come along with the long term relationships. Looking at the brighter side, it has its own advantages as well. For example, trust is built and is very beneficial to the business. Another thing is that one is assured or rather has secured customers and that means growth of business. Samsung as a technology company has both types of relationships. It has however majored mostly on the long term kind of relationship since it has proved to be more beneficial than the short term type of relationship.
Advantage of maintaining a good customer relationship:
Another remarkable advantage is when serving the clients, business productivity is improved. Out of this The Samsung Company can help its business since they make a decent relationship. Out of this, it is anything but difficult to convey and the customers can disclose to you what is going a miss and what ought to be improved. This is a decent and effective advance in business. Advantages of a decent client relationship likewise incorporate raised incomes and overall revenues. This is the prime or rather the center issue for any business (Manoel, 2002). The key reason of setting up organizations is to make profit. 
On the off chance  that is accomplished, there is nothing that can be named more prominent than profit. Ultimately, the wearing down of clients is diminished. This implies when a client is just presented to one representative all through his adventure as a client, likelihood of getting most extreme consideration falls over 60% however when he is presented to such a large number of specialists he will get next to no consideration at nearly beneath five percent.
Challenges of maintaining a good customer relationship:
The key challenge of maintaining such relationships is the issue of taking advantage. What tends to happen is that the buyer and the seller get so used to each other such that one depends on the other automatically, usually the buyer depending on the seller for discounted prices or for favors such as faster delivery or being offered tea when coming to visit. This is beneficial to the two persons but is not doing any good to the company. All these discounted prices and favors are at a certain cost which is borne by the company (Manoel, 2002). It will hence suffer losses and eventually shut down. This does not mean that such relationships do not exist; it only implies that the relationships should be purely of the interest of business and should benefit the company. After all it is important to maintain good relationships with the clients but it has to have limits.
Conclusion:
The coursework has analyzed the international organization, Samsung, by showing when it was founded and the developments that have been experienced throughout the years. It has further continued to analyze it deeply by looking at the quality process and how it can be achieved and maintained. Moreover, it has also looked at the aspects of customer experience, when it is necessary and why it is so important. It has dealt with the concepts of achieving the value of their products such that it brings about the issue of customer satisfaction. With those issues of customer service, customer centrality, buyer- seller relationships have been discussed and linked to the customer experience as modes of arriving at that. Lastly were the challenges that accrue from the relationship. It has been discovered that there are some advantages as well as disadvantages to that effect and have been discussed as well.
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