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Customer Shopping Experience
Customer service management techniques are essential methods that should be applied to all industries or organizations in the current world to promote customer loyalty to the organization. These customer service management techniques provide a chance or opportunity for numerous companies to survive in the competitive world of business since the regular flow of sales is guaranteed when the customers stick to a specific organization.  However, these techniques have various impacts that should be considered by every organization for safe and efficient performance. For example, the retailers in the U.K have adopted different customer service management techniques which enable them to sell their products in large quantity. 
Time Management

Time management is one of the customer service management techniques that all the sellers such as the U.K retailers should be able to implement. Time management can be observed in various ways. For example, the retailers should be able to deliver the products or the goods they sell on time. This is important since the customers will not be kept waiting for a long time. Thus they will find the retailer the best person to acquire the goods from (Wang et al. 2017pp. 56-231). 
Impact

Time management as one of the customer service management techniques has various implications. For instance, when a retailer from U.K manages his or her time well, there will be an increase on the number of goods sold since he or she is right on time when the products are needed (Terblanche, 2018pp. 48-59).  Additionally, proper time management creates a good relationship between the retailer or the supplier and the buyers. This is observed in that; the buyers will develop trust in the retailer and even purchase goods on higher purchase (Wang et al. 2017pp. 56-231). 
Give The Clients A Way To Offer Feedback Or Response
Customer response or feedback is vital for all companies and retailers in the current world of business. Every retailer like the retailers in U.K should be able to offer a means through which the clients can provide their response based on the products they have purchased. Various companies in the present world have succeeded since they provide a way that they get to know what their clients think about the goods they produce. Therefore, the retailers in U.K should create a method through which the customers provide their response to the products they have bought. One of the critical ways that the customers can be allowed to offer their answer is the issue of a telephone number belonging to the company or the retailer. When the retailers are provided with a way that they can respond based on the products purchased, it will create customer loyalty to the seller or the retailer since they will realize how important they are to the retailer or how their opinions are essential (Yoon et al. 2013pp. 883-893). 

Impact

Giving the customers a way to respond is essential for every business or retailer. However, it also has implications such as the creation of the customer loyalty to the retailer. Most customers prefer retailer or sellers who provide a way through which they can make their response. The response can either be positive or negative. Therefore, when the responses are received and the negative ones solved, the retailer will be able to stay in a competitive market through maintenance of the current customers. On the other hand, when the customers are not given a way to provide their response, they will just move to other retailers hence affecting the sales of the present retailer (Yoon et al. 2013pp. 883-893). 
Be A Double Checker
Being a dual checker is another important customer service management technique that U.K retailers should apply during their sale time. A retailer should use the words that the customers or the clients would love to hear. Most of the clients in the present world love products to be double checked for them. For example, when a retailer realizes that the product the customer demands is out of stock or when the chances for appointed are full, he or she should inform the client that he is going to double check the product for him or her. This is important since it sounds good rather than telling the client directly that the product he or she demands does not exist. This is also an important customer service management technique since the customers will keep coming back to the retailer or the industry to require the product. On the other hand, when the customer is directly told that the product does not exist, he or she will leave a depressed person. Thus he might not come back another day even if the product has been brought by the retailer (Terblanche, 2018pp. 48-59).  

Impact

Being a double checker is associated with various effects. For instance, being a double checker gives the customers hope that the product they need exists hence they are prevented from traveling to a different place to seek the product. Additionally, being a double checker also develops the trust of the customer to the retailer since his or her feelings and demands are taken care of adequately. Therefore for the U.K retailers to sale efficiently, they should be able to apply the double checker technique (Terblanche, 2018pp. 48-59).  
Little Things Matter
All the activities of the retailer should be treated with a lot of care to attract more customers. For example, when a retailer for Toyota Company provides a waiting base for the customer to wait before they are attended to, the place should be clean all the times. This will show the customer how organized the retailer is. Additionally, to attract more customers or teach them how organized one is, customers should be provided with drinkable tea or coffee as they relax and wait for their time to be attended to by the retailer (Wang et al. 2017pp. 56-231). This is an important customer service management technique since it makes the customers to feel at home and relax. When customers visit a retailer to buy products of their choice and find the waiting area dirty, they will make negative comments about the level of preparedness of the retailer. This will, therefore, make them lose trust in the retailer and the goods he or she sells. On the other hand when customers visit a retailer and are provided with tea or coffee at particular times, and the waiting area is clean, they will make positive comments such as congratulating the retailer. 

Impact

All things matter is an outstanding customer service management technique that has various effects on the retailer and the name of the company. For instance, when the retailer conducts everything properly and efficiently such as making the waiting base clean and also having decent employees, more customers will be attracted to the products that are sold hence creating an increase in the profit achieved within a specified time (Terblanche, 2018pp. 48-59). 
Stay Focused

Staying focused is also another customer service management technique that U.K retailers should be able to apply. For example, when communicating or talking to the customer, the retailer can stay focused on maintaining eye contact. This will show the customer that the retailer is listening to whatever he or she is saying. However, keeping eye contact when communicating with a client over the phone can be hard, therefore, is appropriate for the U.K retailer to respond efficiently to the questions asked by the customer or explains more about what the customer needs. Additionally, a retailer should not also involve in writing certain things when communicating to a customer unless the conversation demands writing since it shows boredom and lack of focus. This will, therefore, make the customer understand that the retailer is focused and ready to provide excellent services. Customers will maintain seeking the assistance of a retailer who listens carefully to him or her when they are communicating as compared to the retailer who does not pay attention when talking to a customer (Yoon et al. 2013pp. 883-893).

Impact

The ability of a retailer to stay focused is associated with numerous effects. For example, through staying focus, the retailer will be able to understand the demands of the customers and hence make appropriate steps that are needed. Additionally, a focused retailer will acquire more customers since the customers will feel protected against product violation when they make complaints, and they are solved immediately. Furthermore, staying focused will also enable the retailer to understand various challenges that the customers face and hence come up with appropriate solutions. 

Provision Of After Sales Services
Provision of after-sales services is also another critical customer service management technique that various retailers in the present world apply to enable good customer-retailer relationship. Customers prefer retailers who offer after sales services. For example, when a customer buys from the Toyota Company retailer, he or she will be awarded a specific time duration that the vehicle will be repaired by the Company if any damages occur (Saxena, and Jayswal, 2016pp. 111-123). This is important because the customers will purchase Toyota vehicle without fear of having to make repairs on their own when damage occurs. Additionally, Nokia Company through their retailers offers close to one year warrant where the phone bought by a customer can be returned in exchange for another phone if a substantial damage occurs. Most customers prefer retailers who offer after sales services when they purchase products. This shows that the customers’ enjoyment is the highest priority of the company through the retailer.
Impact

Provision of after-sales services by Toyota Company retailer is of significant consequence since it boosts the customer satisfaction of the vehicle that he or she has bought since damages incurred within the duration given can be repaired by the Company. Additionally, provision of after-sales services leads to the rise in the number of sales made by the retailer thus improving the profits achieved within a set period. This is because when customers buy and get after sales services, word will spread and other customers who want to purchase vehicles will also buy from Toyota Company to have the same functions (O. Pappas et al. 2014pp.187-204). 

Complexities of store management are considered as the critical channels or ways that the company should embrace to facilitate customer satisfaction through security, staff, stock, and shoppers. The teams of the company should be well trained and informed to the extent that they can provide adequate information that is needed by the customer. The ability of the staff to ensure the proper knowledge required by the customer is vital since the customer will be able to know more about a particular product before buying it. This is also important since it prevents misleading of the customers since correct message or information is passed to the customer (Lebenius, Andersson, and Skoglund, 2015pp. 45-67). 
The availability of well-trained staffs will create customer satisfaction since their demands will be attended to appropriately. Additionally, a well-trained staff will know how to handle the customers without using abusive words. These well-trained teams will be able to apply double check where kind words will be used to attract the customers thus facilitating customer satisfaction. For example, when a customer goes to a shop to buy a particular is received well by the retailer or the seller, he or she will be satisfied since the customer will feel well attended to. Additionally, clean staffs also facilitate customers satisfaction since when the faculties are honest, it shows how prepared or organized the company is. Most customers prefer or are attracted by clean staffs instead of the staffs who do not care about their dressing. Therefore it is imperative for all companies to succeed in the competitive world of business through employing organized and well-prepared staffs. The level of preparedness of the staffs can also be measured through their ability to communicate effectively. 
Effective communication facilitates customer satisfaction since it enables the staff to provide correct information. Additionally, the active discussion makes the customers feel welcome and appreciated by the Company. Hence they will purchase the products without having second thoughts. Another complexity of store management is the existence of a security. Security is a significant issue that most sellers and buyers consider before they can be satisfied with any service provided. For example, when a customer goes to buy a vehicle from a retailer of Toyota Company, he or she will be satisfied if the level of security is sufficient. This can be observed through protection of the vehicle purchased or through the safety from being stolen from during the purchase. Additionally, a customer will go to a retailer who has established his or her shop at a secure place where the customers cannot be attacked and robbed by other people. This is important or creates customer satisfaction since the customer will feel relaxed and comfortable when purchasing a particular product from the retailer. To create a right security environment, the company should be able to use CCTV that record all the movements around the shop and inside the store. This is important because it would be easy to trace any inappropriate action done in the shop or outside the shop (Greenwood, Mahnke, and Sullivan, 2014pp.516-593).  
The availability of adequate stock is also another critical complexity of store management that provides customer satisfaction. A customer will be satisfied to buy from a shop that is full of commodities or has more stock than a shop that has few specialties. When a customer sees a store or industry full of products, he or she will be satisfied since he or she will think that the shop has all the commodities that are related to what he wants (Blázquez, 2014pp. 97-116). It is therefore essential for every retailer to have a shop that has full or numerous commodities that can attract more customers. This is important since it saves time for the customers not to go looking for the substitutes of the products they need. 
Furthermore, a retail shop that is full of commodities or products facilitates customer satisfaction since stores having more specialties are likely to have lower prices on the products as compared to the shops that have few commodities. Therefore customer satisfaction based on the stock will be facilitated by the retail stores that have a variety of specialties. More stock in a retail shop also promotes customer satisfaction since it symbolizes proper management. Customers are attracted to a shop that is appropriately managed as compared to the stores that are not efficiently maintained. This is because it develops the feeling that, as a result of active management of the shop, the demands of the customer will also be looked into and solved appropriately in case an issue arises (Bilgihan, 2016pp. 103-113). 
The existence of other shoppers is also another complexity of store management that develops customer satisfaction. When a customer observes other shoppers even buying from the same shop that is interested in, it will facilitate achievement because of the trust that the shoppers have in store. On the other hand, when a customer does not see other shoppers buying from a particular shop that he or she wants to buy from, there will be no satisfaction since many negative thoughts will come to his or her mind based on why many people do not purchase from the shop. For example, when many shoppers buy vehicles from Toyota Company, customers will be satisfied and hence buy from the same Company as compared to the other car producing Companies that do not have more shoppers (Alhouti et al. 2015pp. 415-433).  The high number of shoppers can be as a result of various activities such as the production of low prices on the commodities, provision of after-sales services and well-trained employees with excellent communication skills. It is therefore imperative for all the retailers to implement various strategies like low prices on products to attract many shoppers hence leading to the customer satisfaction. 

Conclusion

In summation, customer service management techniques are important methods that should be applied by all industries or organizations in the current world to promote customer loyalty to the organization. These customer service management techniques are also essential since they provide a chance or opportunity for numerous companies to survive in the competitive world of business since the regular flow of sales is guaranteed when the customers stick to a specific organization. Some of the customer service management techniques that have been applied by various retailers in their line of duty include; proper time management, all things matter, providing clients with a way to offer their feedback and being a double checker.
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