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Customer Focus on Healthcare Organization
Customers’ satisfaction in a healthcare organization's projects determines a given project's success by a big deal. Their satisfaction is critical since they provide the healthcare organizations' money to facilitate and expand their operations majorly come from the customers. When Quest Diagnostics had lost most of its customers to its immediate business rivals by 2012, it appointed an experienced customer care director whose role was to ensure that she revived the customer relations between the company and its customers. The loss of business at Quest Diagnostics was because it lost a key partner of its projects, the customer, due to poor customer care and relations (Ton et al., 2017).
[bookmark: _GoBack] 	Health care organizations' work directly affects the customers' lives when they offer the customers health services. They depend on the money paid by their customers to improve and manage their internal projects and any projects they might so wish to pursue outside their facilities. Thus, the relationship must aim at customer satisfaction, without which the customers look for alternative organizations, which offer the same services, but more satisfyingly. The withdrawal of customers means losing business and funds to run the projects; hence, those projects will fail. Mostly, firms that are customer-centered outsmart their rivals because of the good flow of funds necessary for project management and, consequently, ensuring high-profit gains, revenue growth, market share, and stock price (Williams et al., 2015). All these are attributed to when customers are satisfied.
The adoption and transition to the new electronic health record by on the Glaucoma Subspecialty Practice aimed to increase the contact period between the physicians and the patients, making the patients' records easily and readily available and enabling them to attend more patients. The EHR promotes customer satisfaction since they get comfortable with how fast and efficient they are served whenever they visit healthcare facilities. Additionally, their health records are easily traced electronically, unlike previously when bales of papers had to be checked to find a patient's record (Pandit & Boland, 2013). The urge to satisfy patients and increase efficiency while administering health services by the health sector necessitated the adoption and the management of the transition to electronic health records.
After Quest Diagnostics had lost customers and key stakeholders that were the primary source of their finances to their rival business competitors like LabCorp, they needed to start and manage a project of redeeming their image and get their customers back. For that reason, they laid down very robust strategies to ensure that their customers are satisfied again (Ton et al., 2017). By hiring the most qualified customer care director and creating a new customer care position, the director's office means they realized that they were losing the company's projects in equal measure by losing customers. At this point, customer satisfaction was the only way to stay in business and manage the company's projects.
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