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[bookmark: _Toc529972306]Executive Summary:
As a manager of Borni design and cloths, I have to analysis the factors that influence my organization ability to maximize the customer value. I should analysis the factors like Doing all the listening, Fixing the problem , Know the value of each customer, customer service as an investment, not a cost, Top of any problems that may arise etc. are the factors. In addition, there are some principles about effectiveness. Such as mutually beneficial suppliers relation, factual approach to decision making, continual improvement, systematic approach to management, process approach, people involvement, leadership, customer focus and etc. My business organization can maximize customer value by following these activities.
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[bookmark: _Toc529972307]Introduction:
I am a manager of Borni Design and cloths Company. As a manager of a company, I will analysis the factors that influence the organizations ability to maximize customer value. I will follow the principles to maximize me. I am successful in customer service when depending on some situation in my own organization. I should analysis the factors like Doing all the listening, Fixing the problem, Know the value of each customer, customer service as an investment, not a cost, Top of any problems that may arise etc. are the factors. Customer Value is the perception of what a product or service is worth to a Customer versus the possible alternatives. Understanding the customer value and experience is important in organization as it creates the opportunity of customer satisfaction and loyalty that ultimately lead towards long-term goal achievement. My business organization can maximize customer value by following these activities.

[bookmark: _Toc529972308]Analysing the factors that influence my organizations ability to maximize customer value-
[bookmark: _Toc529972309]1. Doing all the listening –
There may be needed any kind of fixing problems and solving problems like solving problems in conversation and save time, mine and the customers conversation etc. The problem should be solved early about mine customers and mine. When I am watching that a problem is created and I recognized that I have the problem of in conversation, save time, me and mine customers and I have to make a solution of that problem (Gitman, L. & McDaniel, J. 2008). Problems have to solve early because customers dissatisfaction is the worse matter ever in business. The customers want the solution early of their problem. So we should concern about the problem, which may create, and we should solve any kind of matter in a hurry. 
[bookmark: _Toc529972310]2. Fixing the problem –
Customers come with different types of problems. They come to us for having solution of the problems and we have to make solution of the problem. We should engage them with the sector for they have come to. Not every sector is same and they do not know well. In addition, not every sector can solve the unknown problem. Different types of sector are special in different types of sector. Moreover, not everyone knows all types of problem only specialist can solve that kind of problem. So we have to engage them and assign them with the customers. I can connect and engage the customers with whom he can make a solution of the problem. So that the problems are, also clear and it will be solved in an easy way and perfectly.
[bookmark: _Toc529972311]3. Know the value of each customer –
I have to know the value of every customer. Customers are not only he who makes contact with us. Customers are who talk with us and who are having a nice day with us. In one word without the member of the company, everybody is the customer. The value of customer is beyond description. Customers are the procedure of company work. The company can run for a long time only for the customer preferences and choices (Jarvis, 2007). They have a fixed customer who have a best service and have gain the customer satisfaction. Therefore, they can also run in the end. I have to aware about the thing that the customers are impressed about to my word (Craig, T. and Campbell, D. 2012). They also fell some interest about the company (Engr.colostate.edu, 2018). If the customers are impressed they are surely have the intension of visiting the company at least. My word have to have a strong value that the customers will impressed and so that the value will increase. (Wines, 1995)
[bookmark: _Toc529972312]4. Customer service as an investment, not a cost –
I put the best people in customer-facing positions. A proverb goes that first impression is the best impression. Customer’s satisfaction is the main investment. If one customer came to me and I satisfied him the customers are sure to have the better impression on me. Customers want the best service from us and if we provide the best product service and also the best service in all then the impression will be widen to us. In addition, a customer’s satisfaction is the investment not the cost. Investment is the first requirement of business but the cost is not only the investment rather the satisfaction is the best investment. We have to service the customers (Briefing: Carl Gray's article on Time Management http://www.bmj.com/cgi/content/full/316/7137/S2-7137 seemed to go ..., 1998). If the best person we keep in the organization, they can achieve the best impression from the consumer. The consumers want the best service and behaviour forms us. The customers want the best service from us and if we provide the best service to them, the next time the customer will come again to me for business purpose. So that it is called the investment not a cost (Gitman, L. & McDaniel, J. 2008). Therefore, that if we want to satisfy the customers by the services we have to select the employee who can have a great interaction with the customers. In addition, the customers will have a smile with him when they will talk each other. (Cost Containment, Customer Service liaison, — Two Keys to Shared Hospital Laundry Success, 1981)
[bookmark: _Toc529972313]5. Empower my customer service reps –
When the employee will work with their heart and soul? The employer who is working in my organization is the assets of the organization. The customers are the assets as well as the workers and employers are assets. The customers will satisfy if the employers work with jolly mind or with heart and soul (Pradhan, 2014). The employers work different types of combination. Some of them want power some of them want money and some of them want respect and a position in the organization hierarchy. They have to give empowerment to fulfil their mind and they have to ensure that they can provide their decisions over his subordinates (Citeseerx.ist.psu.edu, 2018). The subordinates are bound to follow him. By empowering them, it should also ensure that they are eligible to make decisions and they can contribute to make any types of decisions in the company. In addition, we should believe them that they will not do any worse thing to the company. They have to follow the rules of the organization and make sure, every time that if they need any kind of help we should provide them. If I empower the employee then he will start to think himself as the owner of the company and will do work sincerely. I have to trust them that the empowerment is given to them and they will make the decisions that are best for my customers and the customers. They will do the best thing for the customers. So that the customers are, satisfy of us (Zajas and Zavodny, 1995). 
[bookmark: _Toc529972314]6. Whole company is in customer service –
I realize that just as everyone is in PR, so are they vested in the customer experience. Customer’s satisfaction is the main investment. If one customer came to me and I satisfied him the customers are sure to have the better impression on me. Customers want the best service from us and if we provide the best product service and also the best service in all then the impression will be widen to us. In addition, a customer’s satisfaction is the investment not the cost. Investment is the first requirement of business but the cost is not only the investment rather the satisfaction is the best investment. We have to service the customers (Ijhssnet.com, 2018). The customers want the best service from us and if we provide the best service to them, the next time the customer will come again to me for business purpose. My whole company is here for giving service to the customers. The customer’s satisfaction is the biggest investment so that the satisfaction is indeed for the organization (Craig, T. and Campbell, D. 2012). If my company gives a better service to the customers, the whole company will gain goodwill. So that we should not only focus on the cost but also we should also focus on the customer’s satisfaction. In addition, my whole company is in customer service. The whole company will give a service of the customers (Temjournal.com, 2018). By this way, the customer’s value will maximize (Okidarsyah, 2017). 
[bookmark: _Toc529972315]7. Keep my brand promises –
To express the brand the customer service is one of the few direct ways. Brand value is the thing in which the customers believe that the company will provide him the best of the product and the customers have a strong trust on them. The customer’s belief is so strong that they fully believe the company and they are always sure to have the best service. The brand services are not the same to others service. Something special is why customers come to have taste repeatedly from the brand. The brand name is enough to express the service quality of a product. Such as, all know the name of KFC. KFC is a food service restaurant, which has a strong brand value that is why people come here without any objection, and they know about the service quality. The service quality of the brand company is very impressed to the consumers. Consumers are known to the service quality and they believe the KFC organization for their better service. So, every consumer focuses on the brand value. Having a strong brand value the company have some extra benefits like the company can ensured the best service quality and they can have the profit that they want (CVA, 2017). In word goodwill, also come for the better performance next time.
[bookmark: _Toc529972316]8. Product is improved on the basis of customer feedback-
Customers are the only body who know about the service that had been provided from the company. Some necessary things can be needed for the company. The company needs to know about the service that the company provide to the customers. To ensure the service quality and the goodwill of the company there may have some way by which the companies can the behaviour of his employer. After that, the people who are giving a tremendous behave or not. Therefore, there may have a chance and that is customer feedback. Organization should have the customer’s feedback. In customer feedback, it may have about the development of the organization. By following the customer feedback, the improvement of the organization may be taken. The customers give feedback or a review for the service they got. So they should have the important point to make follow and not for further difficulties (Craig, T. and Campbell, D. 2012). I produce my product but May customers are using that. If they are satisfied using them they will provide the lacking so that the next time we can make the solution.
[bookmark: _Toc529972317]9. Top of any problems that may arise –
I are proactive, open and honest with my customers about products and services. If there are my customers falling in any types of problem we should provide them. Customer satisfaction is one the vital part of company. Something special is why customers come to have taste repeatedly from the brand. The brand name is enough to express the service quality of a product. Customer’s satisfaction is the main investment. If one customer came to me and I satisfied him the customers are sure to have the better impression on me. Customers want the best service from us and if we provide the best product service and also the best service in all then the impression will be widen to us. Therefore, if there are any problems I should have to solve it in any way. As a company here may come various kinds of problems. The problems should identify and solve it immediately as I am the top of any problems so problems should handle us. (Sharma and Rather, 2015)
[bookmark: _Toc529972318]10. Listen to the customer service reps –
Some necessary things can be needed for the company. One of them is respond to the customer feedback.  The company needs to know about the service that the company provide to the customers (Ramsey and Sohi, 1997). To ensure the service quality and the goodwill of the company there may have some way by which the companies can the behaviour of his employer. After that, the people who are giving a tremendous behave or not. Therefore, there may have a chance and that is customer feedback (Shannon, 1996). Customer feedback is the way but which we can develop our organization. Then I can solve the problem at once. The customers service is should be very carefully. However, the employer is very careful but there may many problems in their service (Gitman, L. & McDaniel, J. 2008). If the customer did not feedback, the problems will not get out and I could not know the problem was happened in my organization. Therefore, I have to respond to the customer’s services feedback. Then by following the terms and condition I can have the better performance next time and the customer’s value will increase. (Opf.slu.cz, 2018)
(Iosrjournals.org, 2018)



[bookmark: _Toc529972319]Systems that support my organizations quality processes and provide a critical understanding of the extent to which I think those systems are effective in meeting customer requirements.
[bookmark: _Toc529972320]PRINCIPLE 1: CUSTOMER FOCUS-
Focus on customers because customers are the main asset of an organization. In addition, it is the biggest achievement of any kind of organization. Customers are the main investment. As we know that without investment business is impossible and there are some customers who are taken to be as fixed and they are assets of the organization. Customer’s satisfaction is the main investment. If one customer came to me and I satisfied him the customers are sure to have the better impression on me. Customers want the best service from us and if we provide the best product service and also the best service in all then the impression will be widen to us. And a customer’s satisfaction is the investment not the cost(Shep, H. 2016). 
[bookmark: _Toc529972321]PRINCIPLE 2: LEADERSHIP
A business should have a clear objectives and goals. Leader is he who led of an organization. The employee and the subordinates will follow the leaders. He who is responsible to lead organizations to his objectives and follow the steps to achieving the goals is called leader. Leaders are the person who is followed by everyone (Special Issue Leadership Journal: Indigenous Leadership, 2014). Employers follow the leader to achieve the goals. The goals are not easy to achieve. There may have difficulties and leaders help to workout with the difficulties. He gives the direction of an organization, set the clear goal and follow steps to achieve goal(Staff, I. 2017).
The benefits of leadership cannot be described. Leaders have a clear vision about the goals; they are requiring to understand the vision and to be more productive. He completes the requirements of communication with other business organization that’s why everyone can make sure about the rivals (Staff, I. 2018). 
[bookmark: _Toc529972322]PRINCIPLE 3: PEOPLE INVOLVEMENT

Well managed process should have in the business because it reduces the eliminate waste, improve consistency, reduce costs and promote continuous improvement. Process approach is about the effectiveness and the efficiency. Organization which is more effective is more efficient. By following the rules of effectiveness we can reduces the eliminate waste, improve consistency, reduce costs and promote continuous improvement. By becoming more effective we can ensure that the resources are used in a best way. And the resources are not wasting and sometimes the reducing of waste is the productive way to success in business.
[bookmark: _Toc529972323]PRINCIPLE 4: PROCESS APPROACH
Process approach is about efficiency and effectiveness. Good process also helps us to speeds up the activities and productive in many ways. Well managed process should have in the business because it reduces the eliminate waste, improve consistency, reduce costs and promote continuous improvement. Process approach is about the effectiveness and the efficiency. Organization which is more effective is more efficient. By following the rules of effectiveness we can reduces the eliminate waste, improve consistency, reduce costs and promote continuous improvement. By follow the process approach we can be productive because we will be more efficient and we will more effective to our business(Gitman, L. & McDaniel, J. 2008). By becoming more effective we can ensure that the resources are used in a best way. And the resources are not wasting and sometimes the reducing of waste is the productive way to success in business.
[bookmark: _Toc529972324]PRINCIPLE 5: SYSTEMATIC APPROACH TO MANAGEMENT
System approach-
Creating the procedures and processes to be used in job: In order to achieve the goals the process and procedures should be developed. Running an organization successfully is not so easy there should have some criteria and everyone has to follow the criteria to ensure the success. 
Make sure that the operations happening in the organization is economical: process and procedures should follow and implement to the organization economically. The organization has the way to reduce his cost and run the business in a productive way. So the economical way should be follow.
Ensure that we have enough of staffing which are needed for the organization: staffing is the important part in the organization (McCONNELL, 1977). Staffs are the person who is considered as asset because the steps of achieving goals are dependent on the staff. So make sure we have enough staff (Craig, T. and Campbell, D. 2012).
Demands of the consumers should be met so that maintain suitable inventory: Customer’s satisfaction is the main investment. If one customer came to me and I satisfied him the customers are sure to have the better impression on me. Customers want the best service from us and if we provide the best product service and also the best service in all then the impression will be widen to us. And a customer’s satisfaction is the investment not the cost.
Control the organizational activities: the organization has many activities to follow in order to achieve the goals. The goals are to follow by the superior and the subordinates of the organization.
[bookmark: _Toc529972325]PRINCIPLE 6: CONTINUAL IMPROVEMENT
Continual improvement is one of the vital business objectives. One of the active business objectives is continual improvement. Increasing the ability of the organization and reducing the uses of resources is needed for continual objective. The resources are used in the organization is limited. So, we should utilize the resources. We have to use the resources for more of the time. And the business success will consider by this. The continual improvement will happen by completing task of the business. Gaining customers satisfaction is another way of improvement. We can gather improvement by gaining customer satisfaction(Gitman, L. & McDaniel, J. 2008).
[bookmark: _Toc529972326]PRINCIPLE 7: FACTUAL APPROACH TO DECISION MAKING
Factual approach is a logical approach which is based on data analysis and it is a good business sense. Sometimes decisions can make rashly without any kind of proper thought. Implementing the quality management systems in the business the business will create the marketplace in the market. The organization has many activities to follow in order to achieve the goals (Craig, T. and Campbell, D. 2012). The goals are to follow by the superior and the subordinates of the organization. The activities should follow for the business success in the market place.
[bookmark: _Toc529972327]PRINCIPLE 8: MUTUALLY BENEFICIAL SUPPLIER RELATIONS

The principle expresses the relationship between the company and suppliers.  Company and the suppliers are following the relation of supply chain. If there is any relationship existed between suppliers and the business organization the organization and the suppliers are the most productivity. The relationship enhances the productivity and will have a strong market place. As well as the customer satisfaction will be there.(The British Assessment Bureau, 2018)
[bookmark: _Toc529972328]Effectiveness in meeting customer requirements
[bookmark: _Toc529972329]Delegate work wisely:
Delegation of work is essential for effective management system. The employers working in my organization should assign work to them. The customers are the assets as well as the workers and employers are also assets. The customers will satisfy if the employers work with jolly mind or with heart and soul. The employers work different types of combination. Some of them want power some of them want money and some of them want respect and a position in the organization hierarchy. They have to give empowerment to fulfil their mind and they have to ensure that they can provide their decisions over his subordinates (Kotler, P. & Armstrong, G. 2011). The subordinates are bound to follow him. By empowering them it should also ensure that they are eligible to make decisions and they can contribute to make any types of decisions in the company. Also we should believe them that they won’t do any worse thing to the company. They have to follow the rules of the organization and make sure every time that if they need any kind of help we should provide them. If I empower the employee then he will start to think himself as the owner of the company and will do work sincerely. (Ellis, 1978)
[bookmark: _Toc529972330]Set achievable goals:
Goals are the thing without this organization cannot make improvement. To have an improvement the goals are needed to achieve. Well managed process should have in the business because it reduces the eliminate waste, improve consistency, reduce costs and promote continuous improvement. Process approach is about the effectiveness and the efficiency. Organization which is more effective is more efficient (Craig, T. and Campbell, D. 2012). By following the rules of effectiveness we can reduces the eliminate waste, improve consistency, reduce costs and promote continuous improvement. By follow the process approach we can be productive because we will be more efficient and we will more effective to our business. By becoming more effective we can ensure that the resources are used in a best way. And the resources are not wasting and sometimes the reducing of waste is the productive way to success in business. In organization everyone have to work but the superior have to make sure that the organization is approaching to achieving the goals. 
[bookmark: _Toc529972331]Communication is essential:
Communication is the part and parcel of an organization (Kotler, P. & Armstrong, G. 2011). My business will run if there exist a strong communication and a good relation with others. My business competitor is producing a new product in the next month if there is a good relation with him then I could know the entire news so that I can compete with him next time. Moreover as an inexperienced business owner I cannot do much better for my organization. If there is a relation existed with my elders who is experienced then I can have the suggestion of doing business much better. A manager always has to follow the rules of communication. The entire relation of the superiors and subordinates are also essential. (Garrett, 2012)
[bookmark: _Toc529972332]Make time for subordinates:
There are many formalities to talk with the superiors. In my organization the system of discuss with the superiors should be changed. The employers some time need to talk with meand as I am engaged with other work I cannot have the chance to talk with them. But I should make a specific time for them. They should gather all kind of discuss with me on that time. But I have to make a specific time to talk with the subordinates. After that they can work efficiently and effectively. (Yang and Wang, 2016)
[bookmark: _Toc529972333]5) Recognize achievements:
Employers who are working in my organization are always hungry for reorganization. Everyone wants to get recognition about his work. So if anybody works with heart soul and it became a goodwill to my organization then I should recognize it. The employer who is working in my organization is the assets of the organization. The customers are the assets as well as the workers and employers are also assets. The customers will satisfy if the employers work with jolly mind or with heart and soul. The employers work different types of combination. Some of them want power some of them want money and some of them want respect and a position in the organization hierarchy. They have to give empowerment to fulfil their mind and they have to ensure that they can provide their decisions over his subordinates. The subordinates are bound to follow him. By empowering them it should also ensure that they are eligible to make decisions and they can contribute to make any types of decisions in the company. Also we should believe them that they won’t do any worse thing to the company. They have to follow the rules of the organization and make sure every time that if they need any kind of help we should provide them. If I empower the employee then he will start to think himself as the owner of the company and will do work sincerely. I have to trust them that the empowerment is given to them and they will make the decisions that are best for my customers and the customers (Kotler, P. & Armstrong, G. 2011). They will do the best thing for the customers. So that the customers are satisfy of us. After recognizing him he will inspire and others will take a lesson from him and will have the passion of recognition. 
[bookmark: _Toc529972334]7) Stop playing the blame game:

While working in the organization with the subordinates and the superiors, there may have some difficulties and limitations. But sometimes the rules are not maintained properly and there may have some fault. At that moment we should not blame the person. It may be his fault but if there is any kind of quarrel the problem won’t solve ever. It also impact on the business activities. So that the blaming game should stop and there may have the solution.
[bookmark: _Toc529972335]Conclusion:
At last I can say that the value of my company wills maximize. There are some principles and some way of effectiveness. Such as we have to know the value of each customer, Customer service as an investment, not a cost, Top of any problems that may arise etc. are the factors.Continual improvement is one of the vital business objectives. One of the active business objectives is continual improvement. Increasing the ability of the organization and reducing the uses of resources is needed for continual objective. The resources used in the organization are limited. So, we should utilize the resources.
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