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The strategy, philosophy, and the doctrine of IBM.
IBM is the International Business Machines Corporation the enterprise was formed to facilitate business activities across the globe. 
Philosophy
The philosophy is confined to the interest of providing quality services with a dedication to each and every client success through innovation and developing trustworthiness in all the deemed relationships.
Doctrine 
[bookmark: _GoBack]IBM is dedicated to building strong livelong relationships whose focus is to proceed beyond the common limits that spur to a higher level on behalf of the client. The main focus is to ensure good positive results that are satisfactory to the customer satisfaction and also hits the targets, devoted to demonstrating higher dedication to each and every client from the biggest state of the corporation to the smallest organization; no matter the situation.
Strategy
1. Challenges -IBM Strategies involves mechanism of facing challenges through suggested solutions within the environment.
2. Maximum benefits –ensuring all-inclusive service providers to all for reduced image creation and future growth.
3. Better manageability incorporating all the resource supportive to the optimum outputs.
4. Cost efficiency strategic layout for reducing cost and maximizing the results
•    What are the differences between products and services?
Services entail the production of the intangible benefits that are within the significance of satisfaction of customer’s needs. Example include banking services. Products are basically a tangible form that satisfies the customers’ needs for example of medicine produced by a pharmaceutical.
•    How is customer service defined?
This is the mechanisms of helping the customers in a friendly and efficient manner. It is important because it develops the positive attitude towards the organization products and services.
•    What constitutes customer service elements?
Customer services are essential, it entails customers service, patience, attentiveness, good communication skills, thorough knowledge of the products, the positive language and effective time management. La Londe et al(1988). 
•    What is customer relationship management (CRM)? How can we measure the CRM success?
Customer relationship refers to the strategies, technologies and all the customer interactions throughout the customers’ lifecycle and efforts to suit and sustain customer demands. They are designed to address the issues related to customers.



•    The firm’s employee relationship often mirrors its customer relationship. How can we motivate employees to serve their customers better?
According to the policy of Abraham Maslow, the hierarchy of needs have to be satisfied first to reach self-actualization workers and customers can be motivated by different methods; some mechanisms include, good working conditions better salary, satisfaction of social needs such as working affiliations or customer care affiliations to ensure that the right conditions of work are developed. Maintaining team spirit keeps one on the work agenda. Customers’ needs can be addressed by ensuring high quality of services and maximum satisfaction
•    How would you identify and select “valued” customers? What are typical traits of valued customers?
Loyal customers are the pillar of the business, they are identified through consistency in their regular purchase of the product and service, they also remark on the specifications they don’t just quit when they see a weak side of the business. Valued customers are motivated to remain loyal and competent in each and every market involvement. 
•    What are segmenting variables for customer segmentation?
It is a method of identifying the valued and the most trusted customers and segmenting them from the common customers who are inconsistent with the business service. It is grouping customers according to their age sex and spending habits.
•     Explain what steps are required to manage demand.
•    Define the market.
Managing demand involves a systematic strategy of identifying the appropriate drivers of the prevailing demand in the market.t should match the market population and demand patterns that match at least the minimum requirements. Once you have already identified the market, you are now free to apply all the sustainable mechanisms in the development of the customers’ rapport and you are free to handle their needs and interests.
 Dividing total industry demand into its main components
Dividing the market is segmenting the market into categories of either homogeneous and the extent to which it applies to the worth of the target.
Forecast all market drivers of demand in each segment and project how they are likely to change.
This is the mechanisms of identifying the prevailing demand in the market and making the predictions of the future changes and corresponding adjustments.
•    What comprises the demand influencing process?
Demand influence process may entail the season, climatic conditions, the population structure size price and quality of the product. The adjustment in the prevailing market depends on the prevailing market situation. This will determine the level of demand and revenue anticipations.
•    Why is demand forecasting important for business decisions?
Forecasting demand would help in laying down the production plan that is economically feasible, once the demanding focus has been made an individual is, therefore, able to proceed to the desired level of customer’s loyalty and especially the specifications.
•    What are the differences among the time-series methods?
Time series methods refer to the duration under which the focus on the anticipated business performance is made within the set timeline.
    • Compare and contrast three popular time-series methods (i.e., exponential smoothing, moving average, and trend analysis).
Moving average is the indicator in the technical analysis that is used in the price action to filter out from the random price fluctuations that trend the lagging or following trend based on the past prices. Exponential smoothing entails the mechanism of smoothing the time series data by applying the exponential function, moving average is weighing the exponential positions by decreasing positions, trend analysis is following the behavior functions in the process of action report. Carbone et. al (1983).
•What are the primary causes of the bullwhip effect?
The effects of the bullwhip are caused by demand forecast updating price fluctuation shortage gaming and order batching According to the demand forecasting, demand amplification demand focusing is generally a broad scope that occurs mainly to ensure the due safety stock and a lead of time in the market policy. Paik et. al (2007).
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