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“ACTIONS, NOT WORDS, DETERMINE
 GREAT SERVICE”
Listening to the customer, being attentive, and giving great service are
not behaviors that you can simply demand of employees.  They must be
infused into a culture by leadership who have a passion for it, and live it
day to day.   It is this level of genuine caring about customers that sets
any organization apart from its competitors.

This passion to satisfy the customer was something that I recently
experienced at the new Target store in Clay.  The story shares some best
practices for customer service that all companies-not just their
competitors- can learn from.

First impressions count.  The store was clean, bright, well designed, with
attractive merchandizing.  The second thing I noticed was that all the
shelves were neatly in order.  The product offerings were good, and the
prices were competitive.
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