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Major Shifts and their Impact on Customer Service
Mobile technology has overtaken the business by a storm and has influenced customer services by the development of business Apps and the possibility of researches on the business. Also, mobile technology has impacted the customer services by the development of Apps where businesses can deliver their concepts to their customers. According to Faynberg et al. (2016), customers can communicate their ideas and opinion about the business goods and services through mobile technology. In addition, customers use mobile technology to do research on the business hence business have started making operational websites which their clients can access data needed.
Secondly, online payment has impacted customer services through payment through the internet, access to goods and services at any time and international reach of services. Since business relies on getting paid by their clients and their efforts are made to prevent financial struggles due to inconsistent payment. Online payment influence customer services since customers can easily make payment through the internet (Hill & Alexander, 2017). Online payment influences customer services by providing customers with all round the clock availability of goods and finally online payment enables the international reach of good and services. 
Last but not least, the next trend towards customer service is digital marketing which is more beneficial than the traditional marketing because the customer gets connected to the business, they see new products and clients communicate through digital marketing. The digital marketing influences customer services by creating a means the customer can feel connected with the business by seeing the business information regularly. Secondly, through digital marketing customers can identify new product innovations by the business (Faynberg et al., 2016). Finally, digital marketing opens door to a number of opportunities to talk directly to the clients and potential clienteles which affects the brand perception.
Ways Today’s Organizations and Individuals can Sharpen their Insight by Using Customer Feedback
Organization and individuals can use customer feedback to do something significant like perfect their insight and develop the clients’ ideas into inventions. The organizations and individuals can utilize the clients’ ideas, observations and comments to initiative product and services innovation (Hill & Alexander, 2017). Additionally, customers normally have ideas that the firms have not reflected upon this is mainly because the clients are the ones using the services and products provided. 
Another means to improve a business mission by using clients’ feedback is by identifying developing customer necessities. The organizations should use customers’ feedback to spot what the customers really need and has not yet been provided. According to Faynberg et al. (2016), when the customers complain or make a comment they are providing information that the company should provide certain services or products whose demand is very high. Therefore, the organizations should recognize the needs to respond to the clients' feedback and deliver quality services.

The third way a business can sharpen its insight by utilizes customer feedback is to realize clarity on the business problems to be solved. From the information gathered from the customer, the business will identify areas in which their customers are not satisfied in terms of goods and services. Once the issues are identified the organization will set up corrective measure to solve the problems so that their services and products they offer are within the clients’ expectations (Faynberg et al., 2016). 
Creating strong relationships the client is another way to use customer feedbacks to perfect an organization’s mission (Cook, 2017). Creating a strong relationship with clients will promote frequent purchases. When the business shows how it values its clients through their inputs this results in the creation of a mutually beneficial relationship. As a result, this generates frequent buyers which grow the business. Finally, businesses can sharpen their insight through customer feedback by obtaining data on why customers prefer your services and how to attract more customers. This helps in developing effective marketing schemes and operational sales team.

Use of One-on-one Communication to Build Stronger Relationship with the Clients
Businesses in the bakery industry such as Dawn foods and McKee Foods employs one on one communications to strengthen their relationship with me by communicating during the initial business deal and identifying areas am not satisfied in their dealings. This is because as a client I have the power to impact the business operations negatively keeping in mind that the businesses need to be profitable and significant. For that reason, the two businesses applies one on one communication by communicating with me after the initial transaction. From the first sale am able to provide information on the quality of the services. Providing information on the quality is helpful because it builds loyalty and thus the business is able to face stiff competition from its rivals (Cook, 2017). Moreover, the Dawn foods and McKee Foods do not overdo their follow up on sale or annoy me. Through appropriate one on one communication, the businesses create a frequent customer in me. Secondly, Dawn foods and McKee Foods employs one on one communication to identify areas am not satisfied in during the transactions and look for recommendable solutions to the problem. This is important since if am satisfied by the business efforts, automatically a strong relation is built. On the other hand, if am disappointed, then follow up services takes place immediately proving the Dawn foods and McKee Foods devotion towards good quality customer services.
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