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Jak dobre znate své zakazniky?

Do you know your customers well?

Profitujte ze zpétné vazby klient{

Soucasna ekonomicka situace nuti fadu podnikatelskych
subjektl a instituci nejen k vétsim Gspornym opatienim, ale
i k pfehodnocovani svych podnikatelskych zamér(, vétsimu
monitoringu konkurence a zajmu o klienty.

5 ddvodU pro zakaznicky prizkum?

Dokazte svou pievahu nad konkurenci

Lepsi produkty a sluzby na zakladé vétsiho zajmu o
zakazniky, posileni zakaznického servisu ¢i ziskani kvalitni a
konstruktivni zp&tné vazby od klientd davaji v&tsi Sance

na uspéch podnikatelského subjektu v boji s velkou
konkurenci.

3 Impulzy pro rozvoj spolecnosti

Diky konstruktivni zpétné vazbé mate moznost
neustale zlepSovat interni i externi procesy,
produkty a sluzby Vasi spole¢nosti a pruzné
reagovat na pozadavky trhu. Vysledky mohou
také slouzit jako podptrny material pro interni
audit.

3 Dlouhodoby vztah se zakaznikem

Diky zékaznickému priizkumu zjistite, co Vasi
zakaznici ocekavaiji, zda-li jste naplnili ¢i preddili
tyto predstavy a v ¢em tkvi Vase nedostatky.
Vysledky napomohou k vytvofeni predpokladt
pro udrzeni a zlep3eni dlouhodobych vztahd se
zdkazniky.

3 Marketingovy nastroj

Zakaznicky prizkum Vam mize poslouZit jako
cileny marketingovy nastroj, diky kterému ziskate moznost
oslovit nové zékazniky ¢i posilit a upevnit své postaveni na
trhu. Spokojeny zékaznik je Vasi nejlepsi reklamou.

3 Nové cile pro trzni segmenty
Informace ziskané prostirednictvim priizkumu mohou &asto
vytvofit potfebnou evidenci pro stanoveni cil(l viéi stavajicim
i potencidlnim zékaznikdm.
X Rozvoj zaméstnanct
Informace ziskané prostiednictvim prizkumu mohou
poukazat na silné a slabé stranky, poslouzit jako jedno

. s V. ’ ’ . rv - v o
z kriterii pfi hodnoceni vykonnosti klicovych zaméstnancu a
nastaveni adekvatniho systému odménovani.

Zeptejte se i Vy na nazor Vasich zakaznikd!

Vice tipi na nasich internetovych strankach
Kontaktujte nas pro vice informaci:

Benefit from your customer’s feedback

The current economic climate is driving many businesses not
only to cut costs but to revise overall business plans,
intensify competitor monitoring, and last, but not least, pay
particular attention to retaining existing customers.

5 reason to conduct a customer survey

Move ahead of your competitors

Better quality products and services as a result of
understanding customer’s perception of performance could
help to retain them in the current difficult times and could
win more business from them.

3 Inspiration to improve products/services

Constructive feedback encourages your
business to improve internal and external
processes in order make your products/services
more attractive. Survey results also serve as a
supportive material to accompany internal
audits.

3¢ Loyal customers

What do your existing customers expect? Do
you meet or exceed those expectations? In
which areas does your care fall short? The
results may point to changes that could excite
your customers.

3¢ Marketing tool

Customer surveys often serve as a useful
marketing tool. Who would not want to share
the positive results and who does not like to have their

opinion sought? A happy customer is the best advert you can
ask for.

3¢ New targets for market segments

Survey results often produce evidence for setting new targets for
existing and prospective markets. Markets keep changing; your
business must keep up with them.

X Developing staff

Evaluating sales and other company staff helps you to better

judge their performance and to adjust incentives if needed.
Surveys provide evidence of strengths and weaknesses.

Ask your customers what they think!

See our new website for more tips.
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