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Retail Market Strategies to Improve the Customers’ Experience and Customer Management
The trend in the Market is changing and every business is working toward meeting the required standards to win the customers, as a result, retail markets have reversed to use improve their services and stores as strategies to improve the customers’ experience and customer maintenance. Customers are the reason for the existence of businesses, therefore, putting the retail markets at the center of change to meet what they need. There is the introduction of the online shopping which has affected the offline market which has also been witnessed by the change of the customers’ behavior and needs. In every business customers are important and the businesses work very hard to get to the understanding of the customers’ behavior. This is because the online trends that have made it convenient to customers are taking the lead. Therefore, the offline retail markets are coming up with strategies that can increase and improve the customers’ experience.  The retail markets are using different management strategies that can ensure that the customers are maintained. According to Payne and Frow (2013), strategic management of the customers is the sole and critical activity for any business. Retailers have completely shown interest to work and reach the expectations of the customers.  As a result, retailers are embracing the new technologies even though they work offline. Every available resource including strategies, concepts, approaches and the new technologies are used by the retailers to push forward the improvement of customer experience. The new technologies that have invented have affected the customers’ relationship and behavior toward the services that are provided in the market. When the mechanism to deal and work out the relationship and the customers experience toward the services provided not well established the possibility of the business to fail is very high. This has, therefore, affected the customer's experience during their shopping in different retail shops or market. Many of the products are distributed through retail and this indicates the need for the retail market to have in place the right and favorable techniques that they implement to improve the quality experience. Customers’ management is very crucial to any retail market as a result, retail markets have been using the stores and services to promote and improve the customers’ experience. This paper will examine the retail strategies and approaches through services and stores to improve the customers’ experience.
 Many retail markets use the strategies of improved stores to maintain the customers’ experience. The customers’ experience is becoming a key for the survival of many business enterprises in the market. This is not ignored by any enterprise. The retail strategies deal with every the retail distribution and the means to ensure that the customer experience is maximized. The strategies that the retail market put in place should encompass the type of goods that they offer to the customers, the means to promote and advertise the goods for the full information to the customers. Therefore, most of the retail strategies give the way for the future of the business. Most of the strategies that are put in place especially to manage or improve the customers’ experience are strategies that are to ensure that the future of the business is met in the market context. The competition is increasing and the trend of the market is also changing, therefore, the strategies can ensure that the future is met. As Cossin CEO of the publix Stores writes “the retail strategies is a statement identifying the format the retailer plans to use to satisfy the target market needs” (134).  Moreover, the retail markets have been focusing on the target market and the format as a strategy to improve the customers’ experience. The target market is important for the goods that retail markets offer to the market. The market must be in the center for the goods that are offered in the market. As a result, the target market has subjected the retail markets to divert in the use of the stores that they have to improve the experience. Customers are always attracted to quality stores; this has resulted in the attention of making the stores a way to improve customer experience. The stores are believed to be in the center to make and attract many customers. With quality stores, the customers also have the belief to get the best and quality products. For instance, the fifth avenue of the Adidas which is believed to offer and give the customers quality and variety of exclusive products is aimed at improving the customers’ experience. 
Other companies like Nike are no exception in the league of using the stores to improve the customers’ experience. This is highly contributed by the target market. For instance, the Adidas is aiming at improving the accessibility of the customers to the desired and the target markets. The company is interested in New York and to improve the experience of the customers the company decided to invest in the store to ensure the experience is maximized. The market is very valuable to any business enterprise; therefore, it becomes an issue to have the right strategy that can ensure that market base is accomplished. According to Palmieri (2016), Adidas has had some issue with the market and have to manage the market to claim the share that it lost to other companies like Nike. The strategies to have the better stores that can ensure that the customers are maintained are a strategy that is always put in place by business to ensure that the future is attained.  Just like the Nike which has the 55,000 square-foot has seen the company move to the top in the revenue, Adidas is also employing this strategy for the future of the business. Customers experience is very critical especially in the changing and technical world of business. The more the concentration is given to the part of the market the, more the survival of the business in the complex market with complex competition. The change in the behavior of the customers explains and contributes too much attention and no company needs to be left out on the move.  Every company or business is moving and needs to concentrate provide the preferred means and approaches that can deal and give the process a right strategy. Stores have actually been used for this purpose; retail markets use it to ensure that the customers get satisfied. Satisfaction of the customers is core to any business, with stores that have the quality and can be seen from distance, have become the center of keeping customers. Many business enterprises have used stores and have seen the strategy work and promote their efficiency. For instance, the fifth avenue of the Adidas Company has worked and ensured improvement for the loss of the market. According to Palmieri (2016), the Adidas has seen an increase 29 percent of the market in 2016. 
Another strategy is to inspire the customer because the retail markets need full attention of the customers. This is a strategy that the retail markets use to improve the experience. Inspiring customers can in the form of services that the retail markets offers to the customers. To customers, complete services are very crucial and give them the morale to frequently visit and maintain the mode shopping. But the effectiveness of some business enterprise have been affected and have faced trouble to meet the needs of the market because of the services. According to Payne and Frow (2016), the services to the customers are critical and very retail market makes attempts to ensure that the services that are offered to the customers reach the level of satisfaction. The services offered play an important role since it is what drives the customers to the markets. The products can be good but when other services are not put in place to promote the willingness of the buyer, it becomes difficult. Services vary from the sales to the products. As a result, retail markets have employed different customer engagement to improve their experience. Every retail market does not dream to lose their customers. According to Hopwood (2016), some retail markets have diverted to the direct sales as a strategy to improve customer experience. Customers’ behavior is changing the scope of doing business, and this calls for magnificent strategies that can work best in the market for the retailers and the customers. This is why the direct to consumer strategy is working for the retail as a service to customers. As Hopwood (2016) asserts the new and advanced technologies is affecting the customer's behavior since there are a lot of expectations that customers expect from the services that they are offered. The new technologies cannot be ignored in the parameter of business, the more it is advanced the more advanced information that the customers get and widening their thoughts and behavior. 
To the retail markets, the examination of the three Ds as a strategy to win and improve the customers experience. According to Beard (2013), the three Ds; define, deliver and develop are important. This strategy helps the retail market grasp all that is needed from them as providers to the customers. These are elements that retail markets cannot forget to improve the customers’ experience. However, this should be viewed as an opportunity to safeguard and improve the customers’ way of thinking about the products that are in the markets. This is because as the customers learn and get informed the retail markets should take the opportunity to make the improvement that is needed by the customers. However, as Hwangbo, Kim, and Cha (2017) explain the new technology especially the online means that has taken some attention of the retail market because of how they influence the customers’ behavior, the means of business offline is still making tremendous account of sales. As a result, the retail markets try much to ensure that the customer leaves the stores or the shops satisfied (Friesen & Johnson, 1995). Therefore, the directs to consumer strategy is used by the retail market to improve the customer's experience as a service that helps the consumers get the product that they need at the right time, and have their views concerning the products in the market. This is very important since the retail markets can understand the trend and the customers’ preferences, therefore, making way for improvement for the services. As a result, the customer's experience is improved, thus management of the customers.     
Moreover, retail markets needs to base their time on the individual consumer needs as a strategy for the customers’ experience. These can be realized through depending much on the customers’ needs (Beard, 2013). Therefore, going too deep into knowing what the customers wants from them and make or deliver more than what the customers expect. And this is all based on the services that the retail markets provide.  The services given to the customers as mentioned above are ensured through different means. The sales agents in the retail markets have the responsibility to ensure that the customers are well served. Many customers prefer markets or shop where the sales agents or the employees are respectful and can talk to them friendly. This is one other challenge that the retail markets are trying to fix to ensure that the customers are well taken off. The strategies cannot work when the retail has not put in place the mechanism that guides the customers through the sales agents.  Without friendly and favorable agents who can ensure that the businesses are well taken through the products and help in the understanding of the products it becomes possible and the customers experience is affected. In most cases when the employees who interact and engage with customers are not in the position to completely make the customers satisfied then the customers are demoralized hence, deviation in the customers. But the truth is for the existence of the business customers are the stakeholder and they affect the business directly. As for this fact services centered operation is the aim and strategy of retail markets. For the improved services, the employees have been trained in order to; maintain the prospect of the customers. The employees or the sales agents need to be charismatic, respectful and caring which can boost the feeling of the customer towards the products or a given shop because of the services. 
Using technology as leverage is another strategy that retail markets use to the customers. The advanced technology can be used by the retail markets for the experience of the customer (Beard, 2013). The use of technology as leverage can help in dealing and getting to know the customers’ feelings and thoughts. Technology can be used to engage with customers through emails. The field of dealing with customers is very complex and needs the total understanding of what should be done when dealing with the customers’ needs. However, with great service customers experience is improved and without disputes the survival of the business.   
Customers’ needs to be maintained and the strategies of the improved stores and services have been in the top for the business enterprises. Therefore, the retail markets are using these strategies to maintain their customers. The two things the improved stores and services are also a way to maintain customers. The market competition is becoming tough and stiff that needs for the strategies that can help the businesses to maintain the customers. Some of the businesses are embracing the new technologies that can help the business grow. Stores to business enterprises like Adidas and Nike have used the strategies of improved stores and services to provide exclusive products (Palmieri, 2016). The stores can accommodate different product with quality services that allows customers have the good experience. As a result, the experience that the customers have and get from the stores and the services create the tendency of making and visit the enterprises. Approaching the needs of the market and what the customers want is very important since the future of the business is assured (Payne & Frow, 2016). Since the retail markets deal directly with the customers getting to understand the customers becomes easier and making the changes also becomes easy. They can interact and engage with the customers to know and glimpse what they need. The trend that has been taken by most retail markets to use the services and stores has been very rewarding. This is because the services attract and it what the customers want from any enterprise they may needs. Stores are places and building which can be also important since with big stores customers are able to have the variety of products that they may need at any time. 
In conclusion, different strategies like the examination of the three Ds, leverage of the technology, and inspiring customers are sure way to improve the customer's experience and management. Retail shops engage in direct conversation and sales with the customers. Therefore, the strategies implemented are to maximize the level of sales and manage the customers. Customers are the important part of the business success and without the proper approach to take care of the needs leads to the failure of the business. As a result, business enterprises are engaging in strategic plans that can work for the customers. Competition is also becoming stiff and tough and every business has to work hard to win the customers. The advanced technology is also an issue in the field of market and changing the expectation of the market. Therefore, the leverage of technology is very important in the market segment to maintain and improve the customers’ experience (Friesen & Johnson, 1995). In the field of the market, nothing is taken for granted and each field needs to be explored just for the sake of the customers.  For instance, the Adidas’ way into the market has been improved since the company began its operation at the fifth avenue. The 45,000 square-foot has exclusive products that improve the customers’ experience. And for the past year, the Adidas performance in the market has been improved and has claimed the market share loss for other business enterprises like Nike.  Services to the customers are very critical, and every side of the service needs to be explored. Services can be done through different ways, communication to customers is very fundamental. This can be done by giving the right information at the right time and giving the customers discounts and quality products.  
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