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If you want to increase sales, improve 

customer satisfaction or consistently 

enhance performance, ask your 

customers this question (20 words): “Is 

there anything we could do differently 
the next time that would make it better 

or more valuable for you?”  

 
This simple question tells customers 

you are looking to the future, seeking 

to improve, and grateful for their 

feedback. It also shows that you are 

committed to taking measures to 

improve customer satisfaction. This is 

refreshing for customers and it can be 

vital for your business.  

 

If you want to work more 

productively between departments, or 

more effectively with the members of 

your own team, memorise and utilise 

this question (20 words): “Is there 

anything we could do differently the 

next time that would make it better 

or more valuable for you?”  

 

Colleagues will understand you are 

receptive, not defensive. You welcome 

new possibilities, approaches and ideas 

to improve customer satisfaction. If 

you want a better home or family life, 

sincerely ask your loved ones this very 

simple question (20 words): “Is there 

anything I could do differently the next 

time that would make it better or 

more valuable for you?” (I changed 

one word in the sentence. Find it?)  

 

Key learning point to improve 

customer satisfaction  
When you close a sale, finish a job or 

complete a project, don’t just wait 

around for “the next time.” Initiate 

the conversation to improve customer 

satisfaction. Your discussion will lead 

to better relationships, understanding 

and results. It may also lead to repeat 

business and loyalty that will make 

your business stronger.  

 

Action steps to improve 
customer satisfaction  
Repeat this sentence until you can do 

it from memory, then use it 

consistently with your customers, 

colleagues and partners (20 words): 

“Is there anything we could do 

differently the next time that would 

make it better or more valuable for 

you?”  
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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