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Introduction
Small businesses are essential because they offer opportunities for entrepreneurs and create meaningful jobs with greater job satisfaction than a position with larger recognized companies. In every place across the universe, there are smaller businesses, and this makes them indisputably essential in fostering local economies and providing the goods at retailed prices for the customers (Burns & Dewhurst, 2016). Additionally, small businesses are accessible in places where enormous malls and larger firms cannot reach. This keeps the financial circulation close to home and supporting neighbors and communities. In this paper, the main focus will be defining the customer's concept of the value and knowing my customer. Besides, I will share a positive customer experience I have had with JK-shop, a small retail shop, and reflect my experience as a customer for the small businesses.
Defining the Customer's Concept of Value and Knowing customers
The customer value is the perception of what a product or service is worth to a customer as compared to the available alternatives. As a customer, I gain satisfaction where the business gives more than the worthiness of the customer's money. In this regard, small businesses need to focus on value creation (Mahajan, 2016). This implies that my seller will have to do a couple of things that will impress customers beyond any doubt. In value creation, the focus is on the process and systems that relate to mind-sets or culture, specifically of the consumers (Mahajan, 2016). In this case, the seller emphasizes transforming the mindset and the culture, and this paves the way for long-term success. Therefore, culture and mindset are critical in creating great experience and value. If I were a small business owner, I would acknowledge the significance of knowing my customers. By knowing their customers, one attracts more customers, and this fosters business success. It is also an active competitive tool and helps in customer retention (Burns & Dewhurst, 2016).
My Positive Customer Experience with Small Business
For the last six months, I have been shopping in JK-shop, a retail shop in my area of residence. The shop keeper JK has been reducing the price for goods .The increased competition is critical in keeping the customer's attention on the business. Since I started doing my shopping at JK-shop, I have been enjoying quality goods. Despite the fact that most of the goods sold in the shop are highly perishable, JK has never sold any expired product to me and maybe to other customers, and this has helped in customer satisfaction. This may be one reason why customers will avoid other shops and focus on JK. One thing I like the most with JK is his knowledge on the usability of the product, as compared to their substitute product. JK will insist till you go for the quality product. I have already developed a feeling of belongingness in JK’s shop, and thus I feel much valued by my sellers. Lastly, excellent communication by the sellers in JK-shop and the availability of after sell services make me a satisfied customer. I would continue shopping in JK-shop as long as the services provided are still of high quality.  
Reflection
In reflection, if I were a consultant for the business, I would report that the business recognizes the value of customers. This includes offering quality goods and services with customers. As well, there is an effective rapport between JK’s shop and customers, and this can be associated with the business acknowledging the worthiness of the customers. As well, reducing the price for goods and selling them at standard prices makes the customers feel essential in the business. However, I would request the business to consider making significant improvements by accessing the creditworthiness of their repetitive customers and thus giving credit to them when necessary. At times, as customers, we run deficient of funds, and the JK-shop policy is that no credit at all cost. I think JK could allow the persistent-credit worth customers to be given goods on credit. Lastly, the business needs to improve on the after sales services, especially explaining the functionality of some goods if new into the market (Storey, 2016). 
 To sum up it is apparent that small businesses are very critical in enhancing the availability of products to the local communities. Small businesses should create value for customers by offering goods at compelling prices. The positive experience I have had with JK-shop has proved to be the worth of a customer to purposeful sellers. 
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