
 
            Field-proven results in business sales and acquisitions 

 

Do You Really Understand Your Customers?  
 

The time you invest getting to know and understand your customers is time very 
well spent.  The feedback you get is gold, pure gold.  Yet, there are other reasons 
why this is a prudent move.  Let’s take a look at 
some of the key reasons you should learn more 
about your customers and their specific needs. 

Today’s world has become increasingly 
impersonal.  Most of us spend a shocking 
amount of time looking at one type of digital 
screen or another.  Personal interaction isn’t 
what it once was, and you can use that fact to help build your business. 

The Ultimate Form of Customer Service 

Good old fashioned human contact goes a long way when it comes to keeping 
customers happy, loyal and returning.  The personal touch can go a long way towards 
building your business by improving customer service.  Customer service has 
become, in general, a very impersonal experience for most people in the modern 
world. 

In most businesses, the owner is more of an impersonal theoretic concept that an 
actual being; after all, how often do you meet the owners of the businesses that you 
frequent?  As a business owner, when was the last time that you got on the phone or 
had lunch with a good customer?  The truth is that customers and clients enjoy 
working directly with owners, and it makes them feel more connected with a 
business.  An owner who is working directly with his or her customers or clients is 
engaged in a powerful form of customer service. 

Building Relationships 

Investing time to build your business’s key relationships is a prudent step.  When 
was the last time that you took a moment to contact your accountant, banker, legal 
adviser or other key people that support your business, such as key suppliers?  The 
time you invest communicating with these key people and institutions is time well-
spent especially should a problem ever arise.  Since most communication is now 
done online, a handwritten thank you note or a quick phone call can go a long way 
towards maintaining and building relationships. 
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It is important to rise above all the background noise of life.  One of the best ways 
of doing so is to invest the time to add a personal touch. 

Owning and operating a business shouldn’t be a stealthy activity.  Instead, you the 
business owner should be out front meeting with customers, suppliers and other key 
people.  Running a business isn’t a “backroom” operation, so go out there and meet 
your customers and other key people!  This is how you build and protect your 
business. 

 
 
 
 
 
 
 
 
 
 
 
 
About TOGA, The Oil & Gas Advisor: 

The Oil & Gas Advisor’s team of M&A Brokers and advisors specialize in selling businesses related to the oil, gas, 
and energy industry.  Clients include manufacturers, distributors, services, construction and logistics firms.  TOGA is 
USA’s expert in selling propane companies. Since 1987, they have been investment banking merger and acquisitions 
advisors, providing certified business broker and intermediary services.  TOGA’s experts are award winning industry 
leaders with offices in Texas, Oklahoma and Pennsylvania.    

www.OilGasAdvisor.com         844 749-6016        info@OilGasAdvisor.com  

Offices serving the oil and gas business across North America  
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