





[bookmark: _Hlk52889172][bookmark: _Hlk52889194]        "One-on-one interaction between a consumer making a purchase of a product from a business and a representative of the company that is selling it is referred to as Customer Service" (Mitchell Grant).
        This direct interaction is of critical factor to retailers as it ensures buyer satisfaction and promotes repeat business. Customers are crucial to any company or organization. Apart from the right business strategies, they are the main reason why many companies or organizations thrive in whichever environment. According to research and articles are written by business experts, customer experience is surely overtaking both the price and product as the world's most influential brand differentiator. Businesses with the ability to maintain flawless customer experiences and give an exceptional standard of customer service are in a position to set themselves apart from their competitors in an obvious way (Finsterwalder et al., 2011, p.1).
        Having a good customer relationship is healthy for every business. Much of the researches show that one of the most satisfying online shopping companies is Amazon. The company confirmed and proven in the world with Amazon’s customer services. One of Amazon's Leadership Principles is Customer Obsession; according to their website, "Leaders start with the customer and work backward. They work vigorously to earn and keep customer trust. Although leaders pay attention to competitors, they obsess over customers" (Leadership Principles, 2014). 
Recent research shows that Amazon's customer service's success is due to its focus on team management and cohesive team members.
        Evaluating factors that promote profitable customer relationships can help in the company's success as they can also help determine both internal and external factors that can affect customer service, hence a decline in business progress. A customer service report is the extraction of invaluable data from the customer's information. Increasing customer service levels help achieve customer satisfaction and loyalty, which helps generate business value and increase profits. Customer service evaluation is essential to business progress in many ways. It improves the business's best response time as all the customer's grievances are attended in good (Hallencreutz and Parmler, 2019, p.6).
It also helps prevent customers from calling back about re-occurrence of an issue; here, developing a first call resolution metrics is truly important as it will enable the business to have immediate access to data and act promptly (Babić et al., 2016, p.297).
        Rewarding the top-performing employee also creates a suitable environment for realizing reasonable customer satisfaction as employees will be aiming at the reward hence give good services to customers. Having a more in-depth insight into how customers view one's business is also critical as customers will tend to refer more customers to the company (Latham, Ford, and Tzabbar, 2012, p.221). 
        The designation of this report is to find out how customer service impacts businesses. The whole report is extracted and quoted in recent articles. Some of the works of literature are from a recently published book. The report evaluates how business management influences customer services and how customer and service provider’s relationship affects the business's progress. Research done proves that reviewing written correspondence provides crucial information on how good the consumer service providers are attending to the customers. It is done by cross-checking, analyzing, and evaluating all the written communications from the customers like letters, emails, or live chat records. This information is from when the customer first contacted the service provider to that point of after-sale services. These data were collected monthly, then organized in graphs and charts to allow proper presentation. The result is then shared with the service providers to assist in solving the problem accordingly. It impacts business positively as service providers tend to change the mistakes hence building a strong relationship between them and the customers.
        The use of mystery shoppers is also another way that has significantly been applied to find out how the service providers relate to their consumers and give overall customer experience. The management picks mystery professional shoppers who get into the business without the service provider's knowledge to minimize the chance of special treatment. After shopping, the shoppers are given a questionnaire with certain measurable information that can later be analyzed and evaluated to provide accurate solutions to the specific service provider-associated problems. The information is shared with the staff then used to improve the business's performance, affecting business progress positively. This method helps achieve good customer service experience as service providers always try to treat every customer with much respect. This method is provided with a wide range of evaluation as it also promotes evaluating training programs. It shows how the business has trained his staff and gauge the employee’s performance standards.
The mystery shopper also helped gain a customer perspective as it allows the business to learn through customer outlook (Latham, Ford, and Tzabbar, 2012, p. 224). It helps by providing a business’s edge over its competitors as the company can frame strategies that will satisfy customers, therefore help to deliver up to mark. Mystery shoppers also gave insight into customer experience, both positive and negative. The assists identify loopholes in service delivery; therefore, providing the chance to improve on the loopholes (Latham, Ford, and Tzabbar, 2012, p. 224).
        As also evident from the research, asking customers for feedback helped immensely evaluate customer service management. It is one of the fundamental approaches to determine the performance of service providers in the business. It entails asking customers directly about how they are attended to if they are satisfied with their treatment.                                     
The customers find themselves in a perfect position to state some of the problems. Immediate feedback is helpful to the customer as they benefit from the feedback directly. Surveys and questionnaires are recommended as they are the only unbiased proof of how the customer is satisfied or unsatisfied with the service provided. Asking clients questions is essential to a business as clients want to know that value their needs and opinions. Business services will always be the best when the company is serving his client’s real needs and knowledge gaps. Asking customer questions help in analyzing a competitor's weakness and using them as strength. (Finsterwalder et al., 2011, p.1). Analysing financial data of business helped in analysing the overall performance of the company as it gauges how frequent the customers visit the company. The data was collected from sales, visits by the customer, complaints cross-sales and number of enquiries. Business financial data is essential in reflecting the overall performance of a business directly (Hallencreutz and Parmler, 2019, p. 6).
        Understanding customer's needs and desires are the most important way to a successful business. A business that values the satisfaction of his customers can thrive in any competition. Good customer service in a business is more important than the business price and brand. From the evaluation report, it is clear that when the communication between the customer and the service provider is excellent, the business will thrive no matter the challenges (Latham, Ford, and Tzabbar, 2012, p. 227).
Reviewing written correspondence, using mystery shoppers, asking the customer for feedback, and asking the customer a question significantly impact the business, as these are the main factors that help maintain a good relationship between both sides. The report provides an opportunity to assess the greatest business practices that are essential for business growth.
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