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Customer Satisfaction
Every company or government body produces products and services for customers. Therefore, it is companies' or governments' duty to ensure that the products and services they have satisfy customers. This paper analyzes how customer satisfaction is affected by various factors in a company or government entity. The paper will examine the relationship between customer satisfaction and price, the relationship between customer satisfaction and service quality, and the relationship between customer satisfaction and communication and the physical environment. In a nutshell, the paper will bring out how prices, quality of services, communication, and physical environment can either attract customers to an organization or how these factors can drive them away. To that extent, it is imperative to understand that customer satisfaction is a measurement that determines how happy customers are with what the company sells, which could be products, services, or capabilities (Budur & Poturak, 2021). Mostly, companies use customer information like ratings and surveys to determine how customers view their products or services. 
Customer Satisfaction and Price
Cristo et al. (2017) discovered that one of the main determinants of customer satisfaction is price. Reasonable pricing of goods or services in a company satisfies customers, while unreasonable pricing leads to unsatisfied customers. Pricing sends an essential message to customers. Hasnidar et al. (2019) realized that when the price of a good or service is rising, customers perceive that its quality is also increasing. In essence, customers are always skeptical of goods and services whose prices are low. They assume that goods of inferior quality are sold cheaply. Therefore, customers will not be satisfied when the prices are very low because they believe that the product or service in question is of low quality than other goods or services whose prices are highly-priced (Yulisetiarini & Prahasta, 2019). Low pricing of a good or service may also make customers scrutinize the product or service more, thereby discovering more faults. From the preceding, it is easy to understand that low pricing of a good or service makes customers doubt its value, brings about scrutiny. There is a likelihood for customers to assume that the product does not match others that are of high prices. 
It is not low prices only that make customers skeptical because even with high prices, customers also have issues with products or services. The problem with higher prices starts with changing prices. Changing prices to offset some behind-the-scenes prices can also make customers unhappy who might buy rival products. Sudden increases in prices can make a company lose customers (Cristo et al., 2017). However, higher prices for too many customers signal that a product or a service is exceptional and might attract them. However, too high prices can also lead to non-customer retention. To set prices, a company must do research and decide on the "reasonable prices" which are neither too low to bring about questions to the value of the product nor too high to drive customers away (Setiawan et al., 2019). 
Customer satisfaction and quality of Services or Goods
Customer satisfaction has a direct relationship with the quality of goods and services in the sense that, if the goods and/or services are of high quality, customers are satisfied, while if the goods and/or services are of low quality, there is low customer satisfaction (Tarigan et al., 2020). In this literature review, it is important to understand that customers have their levels of expectations of the services or goods that organizations supply. As Wa (2018) discovered, the quality of a good or service compares what the company is offering concerning customer expectations. Under quality of services and goods, a company that seeks to satisfy its customers does a lot of research on the problems in their goods and services and solves them. For instance, the financial services industry is built on customer trust, and one of the most pressing issues is service quality. Several critical criteria will determine the success of a financial firm. According to Ghezelbash and Khodadadi (2017), customer loyalty is closely linked to a company's earnings and development. As a result, for long-term client relationships, customer satisfaction is the company's highest goal. Customers are one of the most important aspects of retail banking. Customer satisfaction has evolved into one of the most important company activities in the financial sector. 
Aside from the financial industry where banking is heavily involved, it is to be ascertained that quality of services as a factor of customer satisfaction is a multidimensional construct. As Wantara and Tambrin (2019) write, the quality of services or goods starts from their marketing, packaging, and even handling of customers when dispensing it in a company determine the quality of goods and/or services. If these factors are not adjusted in manners that are pleasing to customers, then they are likely to deem the quality of a company's goods or services poor, and thus they will not be satisfied by its consumption. Take a supermarket, for instance, and this is one of the businesses where customers place a lot of importance on the quality of services that they receive on the value of goods. With good services in any supermarket, customers are likely to be satisfied and throng into that supermarket any shopping day. However, poor services in supermarkets have been discovered to be a significant factor in lack of customer satisfaction and, thus, lower sales. 


Communication and Customer Satisfaction
The first question we ask ourselves here is whether communication is essential in customer satisfaction. Without any doubt, communication is key to customer satisfaction, and several researchers have answered that. With the current communication technology, customers have growingly like open communication channels to send information and receive feedback any time of the day with few barriers (Zhong & Moon, 2020). Other than feedback, customers need regular updates, and if there is anything that is faulty in the organization and affects goods and services, customers do not like to be left in the dark. Excellent and effective communication leads to the creation of a bond between a company and customers. Efficient communication between customers and an organization means customers have all the information about a service or a good that pertains to uses, expiry dates, and when it is available (Hameed et al., 2018). Communication that leads to customer satisfaction makes customers feel that they are listened to and that their worries about a product or a service are being worked on or have been worked on by a company dispensing the service or the product. 
With communication, companies have discovered what to do to their employees to satisfy customers through communication. First, customers are now hiring for empathy. To hire for empathy, according to Zhong and Moon (2020), means that the Human Resource makes sure that during their hiring, the candidates are sufficiently gauged to ensure that they can be able to listen and ensure that customers' needs are taken care of. Most companies are now teaching their employees communication skills where they emphasize listening, use of positive language, and service of multiple communication channels and platforms to capture the interest of all customers equally. In simple terms, better communication is one way of satisfying customers, and customer satisfaction is highly dependent on the efficient flow of information between customers and companies supplying goods and dispensing services. 
Physical Environment and Customer Satisfaction
The physical environment of a business is also crucial to its customer satisfaction. The physical environment of a business includes natural and artificial components. The atmosphere, the weather, water, land, and even vegetation for the natural environment, while the artificial environment includes business facilities like buildings, equipment, and transportation systems (Wantara & Tambrin, 2019). The physical environment immensely influences customer satisfaction. The better the environment, the more satisfied customers are with the goods and services of a business. How customers perceive a business is dependent on its physical environment. Businesses that seek to satisfy their customers have good equipment, ample surroundings, and natural environments. Businesses that are affected most by the physical environment are hotels. Customers cannot enjoy food in environments that are not cleaned up or with equipment like furniture that is in bad condition. The value of the goods and services delivered by an organization is pegged on the value of their physical environment (Aeny et al., 2019). By extension, the price of goods and services in an organization is derived from the business's environment. Therefore, a better environment will always lead to customer satisfaction while environment deemed dirty or polluted will always lead to dissatisfaction of customers. 
Conclusion
In summary, customer satisfaction is pegged on four factors: price, quality of goods and services, communication, and the environment from which the goods and services are dispensed. Appropriate pricing means that a good or service is sold proportionally to its value and quality. Communication also makes customers aware of the availability of goods and services that communication has to respect customers' needs. On the other hand, the environment cements customers satisfaction, and it has been discovered that the value of goods is assumed to be high when goods and services are sold from clean and high-value environments. 
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