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Decision Matrix
A decision matrix plays a crucial role in the process of making a decision especially when various options are considered. Lack of establishing the major customers to concentrate on is a major hindrance in the organization. The organization has many customers but the major customers are five who comprise high-end supermarkets. Therefore, a decision should be made in establishing the main customers out of the five that the organization should concentrate to grow the business. The criteria that I should use include customer size, prompt payment, future potential, customer relationship and customer profitability. Therefore, by assigning the weight of the underlying criteria against the customers I will be in a position to establish the customers that have utmost value to the organization. 
Table 1: Decision Matrix - Establishing Customers to Put More Emphasis
	
	Customers 

	Criteria 
	Weight
	Do Nothing
	A
	B
	C
	D
	E

	Customer profitability 
	30
	15
	22
	21
	17
	28
	25

	Prompt payment 
	12
	6
	5
	6
	6
	9
	4

	Customer size
	23
	11
	5
	18
	12
	15
	20

	Future potential 
	15
	8
	12
	8
	9
	7
	8

	Customer relationship
	20
	10
	20
	15
	12
	12
	6

	
	100
	50
	64
	68
	56
	71
	63

	Ranking
	
	
	3
	2
	5
	1
	4



From the decision matrix above, the customer that is should put more focus to grow the organizational business is customer D. However, customer B scores closer to customer D being three points behind. Therefore, the organization should concentrate optimally on customers D and B to grow business. These are the major customers among the five main customers who regularly visit the business and thus, it is crucial to put more efforts in ensuring the sustainable relationship with the customers who ranks high in the decision matrix. 
The potential challenge of my decision is subjectivity on the important factors when evaluating the customers. All the factors on the criteria are crucial in enhancing business growth and thus, subjectivity in assigning weight provides a challenge in making a quality decision (Storey & Beeman, 2009). Concentrating on customer D and B have a likelihood of creating a bias against the rest of the organizational customers who are equally important to the business. Besides, when the customers realize they are treated differently, there is a likelihood of hurting the business-customer relationship (Storey & Beeman, 2009).   
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