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In today’s corporate environment, consumer trust has been considered one of the most essential aspects associated with the success of a business organization. Arguably, when businesses make a genuine and truthful connection with the customers, the connection provides the basis for the creation of consumer brand loyalty. Evidence drawn from a plethora of past research indicates that consumers may not want to engage with companies or brands that they do not trust (El-Manstrly, 2016). Trust, admittedly represents the cornerstone of all consumer experiences. The following represents ways through which it can be enhanced. 
· Offering excellent customer service 
Based on past research evidence, the kind of customer service that an organization offers presents a significant impact on the loyalty and the retention of the customers. For this reason, it is important that companies should employ dedicated customer representatives who are focused on offering quality customer service promptly to the customers in need (Chu et al., 2012). Similarly, organizations should also offer their customers a variety of support options through which they can reach out when in need of help. Believably, offering customers an efficient and consistent customer would ensure that they stick to your company because that where they feel they are valued. 
· Value 
Customers usually want to know that they are valued by the brands they always purchase from. It is not easy to let every customer know that they valued by your brand, however, the best way to let them know is particularly through asking for feedback and regular input about how they feel about the services offered. 
Additionally, customers will always be on the lookout to see if their inputs have been acted upon, in this sense, it is important that you use the feedback obtained from the customers to make real changes that would consequently have a positive impact on the entire customer base by making them feel valued by your brand (Chu et al., 2012). 
· Put your customers first 
Tellingly, as argued by Chu et al. (2012), an organization’s ability to earn consumer trust considerably depends on how reliable is an organization towards its customers. Observably, customers may lose trust in a company because they feel the company takes too long before acting on their requests or complaints. This brings in the issue of time where some customers may feel that a specific company is too slow to act. To remedy this and ensure that consumer trust is established and maintained, it is essential that companies find out what time actually means to their customers and by doing so attempt to actually put their customers first. 
· Communication 
A majority of the consumers believe that most companies do not have a good understanding regarding what they really want. For this reason, it is important that you carry out extensive research on consumer trends to ensure that you efficiently meet the needs of your customers (Sun & Lin, 2010).
These factors are essential in building trust and loyalty among your customers and establishing a long-term customer base for your brand. 
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