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· Objectivity:

No one is everyone to everybody. People do not decide on niche-narrow focus and broaden appeal. 

· Differentiation:

When every other business following the same, we should not doing it. We ought to stand out from an overcrowded market where so much of the advertising and products look alike. 

· Human resources building:

Mere hiring people will make it a café; rather not hire employees to fill positions. Better employ personnel to be part of a team to build business on a challenging environment. 

· Quick Services:

Speed is the answer, so got to be fast. Time is the most precious impetus in business, from Research and Development project to mere customer calls.  When delivery is expected Sunday, show up Saturday afternoon. Return calls and emails should be treated as urgent and needed to respond now, no waiting for tomorrow. We have to be dedicated and honest. 

· Courtesy:

Courtesy costs nothing, why shouldn’t say thank You A lot. We must not forget to tell customers and employees how much we appreciate them. Better yet, if we could do it the old fashioned way: take pen to paper and write them a note. 

· Regularity and Consistency:

We must build a confidence in the heart and soul of customers. It is important to make sure our business has a consistent look and feel. A customer must get the same flavor from everyone within our organization. Always. 

· Have a little Smile:
Smile has a same positive reaction. We have to throw out the reasons we think people buy from us like price, product quality or warranty. They buy because they like us. 

· Fanatical Optimism:
The glass must always be half full. Attitude will always win out in the end and infect all of those around. 

· Selling Softly and smooth:
We should never ever hard sell. Solve problems. Satisfy wants, and do what is truly best for our customer and the firm. 

· Leave Comfort Zone

Never accept the idea that this is the way we have always done it. We must never accept that a new idea or technology could never work for us. 

If we could remember and practice these simplistic but great jobs, customers will retain. Old customer retention is much more profitable to new customer collection. 

