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Abstract

The current research aims to identify the problems that hinder the production
process in the company under study, and one of the most important problems that
it faces is the plash and loss of available resources, whether in raw materials or in
the time needed to complete the production process. Therefore, the light will be
highlighted in this research on strategic renewal and benefiting. Among its ad-
vantages, perhaps the most important of which is eliminating plash in production
processes and reducing production costs, achieving survival and continuity in
light of the intense competition it faces, achieving development and thus achieving
customer service for the company. Al-Karwanchi Soft Drinks Company in Kirkuk
was chosen as a research community, using the descriptive analytical approach to
study the research hypotheses were tested through a group of statistical methods
and using the statistical analysis program SPSS. The questionnaire form was
adopted as the main tool for collecting data and information about the research
sample, which is represented by managers, administrators and workers in the
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company. The research reached a set of conclusions, and in light of the conclu-
sions that were reached, the researcher presents a set of Recommendations that
are consistent with those conclusions.

Keywords

strategic renewal, customer service, decrease plash.

Introduction

Industrial companies face challenges due to rapid environmental changes and technological advance-
ments. Additionally, there is a renewal and change in customer requirements and desires. Plash and
inefficiency resulting from wastage in raw materials, effort, and working hours lead to increased costs
without adding value to the product. Consequently, industrial companies bear additional burdens. To
keep pace with these changes and maintain the company's market share, it is essential to adopt meth-
ods that help ensure its continuity and enhance its competitive position. Hence, the research problem
originated from the importance of reducing plash in production to achieve customer service. Strategic
renewal represents one of the methods that assist production management through a range of tech-
niques aimed at eliminating all forms of plash, reducing costs, creating added value, focusing on cus-
tomer needs and desires, and achieving high production levels. This, in itself, represents an advantage
for the company.

Chapter One: Research Methodology

First: Research Problem

Companies strive to achieve a distinct and profitable competitive position for as long as possible. Im-
plementing modern manufacturing systems enables the company to gain one or more competitive ad-
vantages. Through the initial visits conducted by the researcher and interviews with managers, unit
and production line supervisors, workers, and observing the production processes, it was indicated
that there is a need to adopt strategic renewal. This is so the company can make some improvements
to the production processes to enhance quality, reduce costs, increase product delivery speed to cus-
tomers, and more. In general, the research attempts to answer the following questions:

1- What is the concept of strategic renewal, and what are the techniques that the researched company
can apply?

2- What is the nature of the relationship between strategic renewal and customer service for the re-
searched company?

3- Does strategic renewal have an impact on achieving customer service for the researched company?
Second: Importance of the Research

The importance of the research is evident through the following:

1- The importance of the research lies in providing a theoretical framework about the concept of stra-
tegic renewal, its techniques, and its importance for the researched company. It also offers a theoreti-
cal framework about the concept of customer service, through which the company can achieve sus-
tainability, growth, and outperform competitors.
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2- The two variables are interconnected in mutually reinforcing relationships. Strategic renewal con-
tributes to reducing plash in all its forms, thereby aiding in achieving customer service for the com-
pany.

3- The research contributes by drawing the attention of the researched company to the possibility of
improving its products, work lines, production stages, and eliminating all plashs inherent in work
stages through the application of strategic renewal.

4- Redirecting the researched company to the path of competition and increasing its value by elimi-
nating all types of plash within the company.

Third: Research Objectives

The current research aims to achieve the following objectives:

1- Introducing the concept of strategic renewal and its techniques, as well as the concept of customer
service.

2- Focusing on strategic renewal due to the essential competitive advantages it brings, enhancing the
competitive position of the researched company.

3- Providing a number of suggestions to the researched company on how to adopt agility by creating a
suitable environment for its application and fully benefiting from its advantages.

Fourth: Research Hypotheses

Two main hypotheses were formulated:

First Main Hypothesis: There is a significant correlation between strategic renewal techniques overall
and customer service in the researched company. From it arises the following sub-hypothesis: There is
a significant correlation between each focus of strategic renewal techniques and customer service in
the researched company.

Second Main Hypothesis: There is a significant impact of strategic renewal techniques overall on
customer service in the researched company. From it arises the following sub-hypothesis: There is a
significant impact of each focus of strategic renewal techniques on customer service in the researched
company.

Fifth: Research Methodology

The research adopted a descriptive-analytical approach to test the research hypotheses.

Sixth: Research Limitations:

1- Geographical Limitations: The research was limited to Al- Karwanchi Beverages and Water Com-
pany in Kirkuk due to their cooperation with the researchers.

2- Time Limitations: The duration was from August 13, 2023, to February 25, 2024.

Seventh: Data Collection Methods:

The researchers relied on the following methods to collect data and information:

1- Utilizing Arabic and foreign sources to cover the theoretical aspect and reinforce the field aspect of
the research.

2- Using a questionnaire form to collect data from the research sample, as well as determining the
correlation and impact relationships between research variables. The sources relied upon in preparing
the questionnaire form were (Wael, 2021), (Owuor, 2016) concerning the independent variable strate-
gic renewal, and (Hassanein, 2022), (Kaleka, 2017) concerning the dependent variable customer ser-
vice. This was done to scientifically prepare and formulate the questionnaire paragraphs based on ac-
cepted contexts.

Eighth: Statistical Methods:

The ready-made software Ver SPSS was used to conduct the required statistical analysis.
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Chapter Two: Theoretical Framework of the Research

Strategic Renewal:

There has been a divergence in perspectives among authors and researchers regarding the definition of
strategic renewal. Generally, the literature that has addressed this concept observes several descrip-
tions of it. Some describe it as a developmental and gradual process of continuous exploitation and
exploration of the company's operations that enable it to face complexity and change. Others view it
as interconnected activities linking the current and future performance of the company. It can also be
seen as a new approach that enables business managers to proactively surpass their companies without
engaging in the risks they face to achieve the goals of these companies. This helps them exploit the
explored opportunities and meet the requirements of senior management to develop and support
workers in the renewal process (Albert, 2013, p. 59).

Strategic renewal is a distinguished case of analyzing organizational processes to find effective ways
to overcome contemporary challenges such as rapid technological advancements, competitive ad-
vantages, and regulations related to achieving economic efficiency and customer preferences (Mani-
janen, 2015, p. 16). Mehvan and Mahabat (2021, p. 542) see it as a continuous process characterized
by vitality and flexibility. It revitalizes and updates the company's competitive advantage through re-
thinking or engineering processes, organization, and structure to adapt to emerging situations by bal-
ancing exploration and exploitation that can be gradually achieved.

Objectives of Strategic Renewal

Strategic renewal has become, as emphasized by the literature that has addressed this issue, one of the
important topics for leading company managements seeking to establish new markets. It has also be-
come one of the key factors for achieving interaction between individuals' behaviors to address the
deterioration in companies and to achieve adaptation between exploration and exploitation to meet the
company's objectives (Al-Taie, 2017, p. 72). Alpert et al. (2015, p. 5) mention that the importance of
strategic renewal is highlighted through its contribution to changing the company's resource pattern to
achieve better economic performance. Working on it can also transform its policies and strategic ca-
pabilities to align and harmonize with its dynamic business environment. In general, Bonnici et al.
(2015, p. 2) and Martin et al. (2016, p. 4) agree on the importance of strategic renewal as follows:

It serves as a significant driver for innovation and continuous improvement for the company through
the ability to select and optimally implement exploitation efforts and discover innovative and flexible
solutions to lead the transformation and excellence process in the future.

It helps in developing the company's strategies to increase their alignment with strategic changes and
renew them to fit the current situations and how to exploit opportunities and face challenges.

It contributes to improving the chaotic situations in the market and discovering success opportunities
and how to exploit them through strategic alliances to gain additional skills and expertise that enhance
the company's capabilities.

Characteristics of Strategic Renewal

Strategic renewal is distinguished as an approach that integrates with employees, and one of the
strengths of strategic renewal is empowering workers and fostering a spirit of unity within the work
environment, health, and safety of employees. This allows steps to generate organized options and
solutions, and contributions from all members in the strategic renewal process. It also ensures that
people focus on transparency and responsibility (Tajima, 2002:12).

Strategic Renewal Strategies

Volume: 1 | Number: 2 (2024) March 34 International Journal of Sharia Economics and Financial Literacy


https://pubjournals.com/IJSEFL

https://pubjournals.com/1JSEFL

The concept of strategic renewal is derived from integrating two developmental strategies through
improving productivity and protecting the environment. Productivity provides a framework for con-
tinuous improvement while environmental protection lays the foundation for sustainable development.
Therefore, strategic renewal is a strategy to enhance productivity and environmental performance for
comprehensive social and economic development (Ahmed, 2009:631).

1- Productivity Improvement Strategy: Strategic renewal is considered an organizational philosophy
and a set of strategies that contribute to enhancing sustainable development by improving productivity
while minimizing its environmental impact (Saxena et al, 2006:92).

2- Environmental Protection Strategy: Strategic renewal is one of the important concepts that focus
on environmental conservation due to the challenges industries worldwide have faced, leading to a
fundamental shift towards an environmental orientation (Gandhi et al, 2006:594).

Strategic Renewal Techniques

Strategic renewal techniques range from simple approaches akin to household management to more
detailed techniques designed for the environment (APO, 2002:15). Below is a summary of some stra-
tegic renewal techniques:

Training and Awareness

Awareness Programs

Designing Adult Learning Programs

Industrial Field Visits

Plash Prevention

Resource Conservation

Secondly: - Customer Service

It is difficult to pinpoint the emergence of competition as it has existed since companies were estab-
lished, with varying methods and degrees from one stage to another. However, what remains con-
sistent is that an increase in the number of companies, the abundance of products in the same catego-
ry, and the improvement of the economic situation of societies have intensified it in general. This has
made customer service and its achievement a focus of interest for researchers and specialists.
(Al-Qahtani, 2010: 33) defined it as companies needing something distinctive to set them apart from
others, increasing their profitability and achieving a competitive advantage.

The Importance of Customer Service: Based on the aforementioned, the importance of customer ser-
vice can be identified through the following points:

The importance of customer service in strategic management studies, as some consider strategic
management to be customer service (Lynch, 2000: 153).

The organization that excels is the one that understands the true basis of competition. This basis is
likely to change in the future, and the successful ones will be those organizations that understand the
current rules of competition and how these rules will change in the future. Success in the future will
depend on finding new methods for competitive advantage, as old methods have become known to
everyone (Macmillan & Tampoe, 2000: 89).

Dimensions of Customer Service: Researchers vary in defining the dimensions of customer service.
Some have identified it with four dimensions, while others with five, and some have pinpointed six
dimensions or more. However, they mostly agreed on four dimensions, which are cost, quality, flexi-
bility, and delivery.

1- Cost: The concept of cost extends beyond offering products at prices lower than cost rates; rather,
these products should have a cost-quality relationship and must be attractive in the market to achieve
an acceptable return on investment. Achieving lower variable costs, reducing marketing expenses,
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minimizing administrative costs, or reducing the time and effort in business operations are all consid-
erations (Al-Zu'bi, 2005: 162). Krajewsky & Ritzman (2005) highlight that prioritizing lower product
costs contributes to increased demand, but failing to produce products at low costs can decrease profit
margins.

2- Quality: Competitive quality is the perception individuals have of an organization, or the diverse
visions of the organization versus the varied expectations of individuals. The attributes of goods
should meet customer satisfaction, and products and services must be of high quality to meet custom-
er needs (Atem & Yella, 2007: 14). Quality is one of the dimensions of customer service that organi-
zations utilize to surpass their competitors, enabling them to sustain and continue competing. Due to
environmental developments, a new concept of quality emerged, known as Total Quality Manage-
ment, an all-encompassing administrative concept for continuous improvement in service quality
(Al-Azzawi, 2005: 69).

3- Flexibility: Flexibility has become an effective weapon in competition, signifying the ability to
produce a variety of goods and continuously introduce new products. This also includes the swift
identification and development of existing goods and a general responsiveness to customer needs
(Al-Ali, 2000: 39). Al-Najjar and Mohsen (2004) indicate that flexibility is paramount in manufactur-
ing companies. It focuses on enhancing a company's ability to alter product types (goods or services)
according to customer needs and in response to market demand fluctuations, known as adaptability or
customer orientation. This entails catering to the unique needs of each customer and reflects product
or service designs, offering products based on customer preferences (Al-Najjar & Mohsen, 2004: 58).

Chapter Three / Practical Aspect

First: Description of the Research Community and Sample:

Al-Karwanchi Beverage Company is one of the private industrial sector companies licensed by the
General Directorate of Industrial Development with license number 81387. It leads in the field of
juice production, mineral water, and carbonated drinks in Kirkuk. Regarding the distribution of the
survey questionnaire, a random sample was selected representing the company's employees from
managers, staff, and workers. A total of 65 questionnaires were distributed, and 60 were returned,
meaning the response rate reached 97%.

Second: Testing Research Hypotheses

First: Results of Testing Hypotheses of the Correlation between Strategic Renewal and Customer
Service:

1- Overall Correlation Analysis: To identify the results of testing the correlation relationship and dis-
cussing it between strategic renewal techniques (overall) and customer service in the researched
company. The main hypothesis (the first one) stipulates that “there is a significant correlation rela-
tionship between strategic renewal techniques (overall) and customer service in the researched com-
pany."

Table (1): Correlation Coefficient Values between Strategic Renewal Techniques (Overall) and Cus-
tomer Service

. . . Correlation Significance
Independent Variable Strategic Renewal Techniques (Overall) Coefficient Lovel
Dependent Variable Customer Service 0.75 0.000

Source: Compiled by researchers based on SPSS outputs, N=60, P <0.05
The results presented in Table (1) regarding the analysis of the correlation between the main research
variables at the overall level indicated a statistically significant relationship between strategic renewal
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techniques and customer service, with a correlation coefficient of 0.75 and a significance level of
0.000. Based on this result, it can be concluded that there are good significant levels of positive corre-
lation between strategic renewal techniques and customer service. The more the researched company
relies on strategic renewal techniques, the more it leads to enhancing customer service for the com-
pany. Based on the results of the correlation analysis at the overall level of the study variables, the
primary hypothesis (the first one) stating that there is a significant relationship between strategic re-
newal techniques (overall) and customer service in the researched company is accepted.

2- Partial Correlation Analysis (Individually): To identify the results of the correlation test and discuss
them between strategic renewal techniques (individually) and customer service in the National Com-
pany for Home Furniture Industry in Nineveh, which is stipulated by the sub-hypothesis derived from
the primary hypothesis (the first) stating that "there is a significant relationship between each dimen-
sion of strategic renewal techniques and customer service in the researched company.” The results
presented in Table (2) indicated the following correlation relationships:

Table (2): Correlation coefficients between strategic renewal techniques (individually) and customer
service.

No Corrglation between Strategic Renewal (Individually) and Customer Corre!ajtion Significance
' Service Coefficient Level

1 Training and Awareness 0.60 0.000

2 Awareness Programs 0.61 0.000

3 Design of Adult Learning Programs 0.70 0.000

4 Industrial Field Tours 0.65 0.000

5 Plash Prevention 0.55 0.000

6 Resource Conservation 0.62 0.000

Source: Compiled by researchers based on SPSS outputs, N=60, P <0.05

A- Test result of the correlation and discussion between the "Training and Awareness™ technique (in-
dividually) and customer service at Al- Karwanchi Carbonated Beverage Company in Kirkuk: The
statistical analysis results indicate a statistically significant correlation between the "Training and
Awareness" technique and customer service with a correlation coefficient value of (0.60) at a signifi-
cance level of (0.000). This suggests that adopting the "Training and Awareness"” technique in the
company will contribute to achieving customer service.

B- Test result of the correlation and discussion between the "Awareness Programs™ technique (indi-
vidually) and customer service at Al- Karwanchi Carbonated Beverage Company in Kirkuk: The sta-
tistical analysis results indicate a statistically significant correlation between the "Awareness Pro-
grams" technique and customer service with a correlation coefficient value of (0.61) at a significance
level of (0.000). This suggests that adopting the "Awareness Programs" technique in the company will
contribute to achieving customer service.

C- Test result of the correlation and discussion between the "Design of Adult Learning Programs”
technique (individually) and customer service at Al- Karwanchi Carbonated Beverage Company in
Kirkuk: The statistical analysis results indicate a statistically significant correlation between the "De-
sign of Adult Learning Programs™ technique and customer service with a correlation coefficient value
of (0.70) at a significance level of (0.000). This suggests that adopting the "Design of Adult Learning
Programs™ technique in the company will contribute to achieving customer service.

D- Test result of the correlation and discussion between the "Industrial Field Tours" technique (indi-
vidually) and customer service at Al- Karwanchi Carbonated Beverage Company in Kirkuk: The sta-
tistical analysis results indicate a statistically significant correlation between the "Industrial Field
Tours" technique and customer service with a correlation coefficient value of (0.65) at a significance
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level of (0.000). This suggests that adopting the "Industrial Field Tours" technique in the company
will contribute to achieving customer service.

E- Test result of the correlation and discussion between the "Plash Prevention” technique (individual-
ly) and customer service at Al- Karwanchi Carbonated Beverage Company in Kirkuk: The statistical
analysis results indicate a statistically significant correlation between the "Plash Prevention” tech-
nique and customer service with a correlation coefficient value of (0.55) at a significance level of
(0.000). This suggests that adopting the "Plash Prevention™ technique in the company will contribute
to achieving customer service.

F- Test result of the correlation and discussion between the "Resource Conservation” technique (indi-
vidually) and customer service at the National Home Furniture Industry Company in Ninawa: The
statistical analysis results indicate a statistically significant correlation between the "Resource Con-
servation™ technique and customer service with a correlation coefficient value of (0.62) at a signifi-
cance level of (0.000). This suggests that adopting the "Resource Conservation™ technique in the
company will contribute to achieving customer service.

Based on the results of the correlation analysis at the individual level of the research variables, the
hypothesis (subordinate) derived from the main hypothesis (first) is accepted, which states that there
is a statistically significant correlation between each strategic renewal technique and customer service
in the researched company.

Secondly: Results of testing the hypotheses of the relationships between strategic renewal and cus-
tomer service:

1- Analysis at the level of main variables (overall): To identify the results of testing the impact of
strategic renewal techniques (overall) on customer service in the researched company, which is stipu-
lated by the main hypothesis (second) as "There is a statistically significant impact of strategic renew-
al techniques (overall) on customer service in the researched company.” Table (3) illustrates this rela-
tionship as follows: -

Table (3): Results of testing the impact of strategic renewal techniques (overall) on customer service.

5 d Independent Variable F Test
epe-n =i Overall Strategic Renewal Techniques Probability
Variable
BO B1 R? F Calculated F Tabulated
Customer 0.917
Service 0.25 (10.128) 0.62 101.570 4.00 0.000

Source: Compiled by researchers based on SPSS outputs, N=60, P < 0.05

To determine this effect and its statistical significance level, a simple regression analysis was applied
to identify the relationships of influence between the main research variables. The results of the anal-
ysis presented in Table (3) indicate a statistically significant effect of overall strategic renewal tech-
niques on the customer service variable. This is evidenced by the calculated value of (F) being
(101.570), which is greater than the tabulated value of (4.00) with a degree of freedom of (1,58). This
suggests the significance of the effect at a level of (0.05), supported by the significance level (Sig)
with a value of (0.000) being less than the assumed significance level of the research, which is (0.05).
The significance of the impact of strategic renewal techniques on customer service can be further in-
terpreted using other regression equation paragraphs as follows:

According to the regression equation, the constant value (f0) for the competitive advantage is (0.25)
when the value of strategic renewal techniques is equal to zero. This result suggests that the customer
service is achieved at good levels of strategic renewal adopted by the researched company. The slope
(B1) is (0.917), indicating that a change of (1) in the strategic renewal variable will lead to a change of
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(0.917) in customer service. This change can be relied upon to interpret the relationship of the inde-
pendent variable, strategic renewal, with the dependent variable, customer service. The value of (R2)
is (0.62), indicating that 62% of the variation in customer service can be attributed to strategic renew-
al. This means that the interpretive value of the independent variable on the dependent variable is
62%. This result also suggests that the remaining impact percentage of (37%) is due to other influ-
encing factors not included in the assumed model of the current research.

Based on the impact analysis results at the overall level of research variables, the main hypothesis
(second) is accepted, which states: "There is a statistically significant effect of overall strategic re-
newal techniques on customer service in the researched company.”

2- Analysis at the level of main variables (individually): To identify the results of testing the effect of
strategic renewal techniques (individually) on customer service at the level of the researched compa-
ny, as stated by the sub-hypothesis derived from the main hypothesis (second), which states: "There is
a significant effect of each strategic renewal technique on customer service in the researched compa-
ny." To determine the nature of this effect and its statistical significance level, the simple regression
analysis method was applied. The statistical analysis results mentioned in Table (4) are as follows:
Table (4): Results of testing the effect of strategic renewal techniques (individually) on customer ser-
vice.

Dependent Independent Variable E Test
Variable Strategic Renewal Techniques (Individually)
o
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Source: Compiled by researchers based on SPSS outputs, N=60, P < 0.05

From Table (4), it is evident that there is a significant effect of the individual strategic renewal tech-
niques as independent variables on customer service as a dependent variable. This effect is supported
by the F-value, which is 25.417, exceeding its tabular value of 2.38 at a degree of freedom of 5.88.
This is further supported by the significance level (Sig) which is 0.000, lower than the assumed sig-
nificance level adopted in the current research, which is 0.05. The determination coefficient (R2) val-
ue was 0.80, meaning that 80% of the variance in customer service can be explained by strategic re-
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newal techniques, while the remaining 20% is due to random variables that cannot be controlled or are
not included in the regression model.

By examining the beta coefficients (B) and their corresponding t-tests, it is evident that the highest
impact among the strategic renewal techniques belongs to training and awareness with a value of (f1)
0.95. This is followed by resource conservation with a value of (f6) 0.90. In third place is awareness
programs with a value of (2) 0.48, then plash prevention with a value of (§5) 0.40, followed by adult
learning program design with a value of ($3) 0.31. Lastly, industrial field visits have the least impact
with a value of (§4) 0.16.

The impact of each strategic renewal technique on customer service can be clarified as follows:

1- Impact of training and awareness on customer service in the researched company: From Table (4),
it is evident that there is a significant effect of training and awareness as an independent variable on
customer service as a dependent variable. This is supported by the calculated F-value of 25.417,
which is statistically significant as it exceeds its tabular value of 2.38 at a degree of freedom of 5.88.
This is also supported by the significance level (Sig) which is 0.000, lower than the assumed signifi-
cance level adopted in the current research, which is 0.05. The calculated t-value (T) was 3.99, which
is statistically significant as it exceeds its tabular value of 1.672.

2- Impact of Awareness Programs Technique on Customer Service in the Researched Company: From
Table (4), it is evident that there is a significant effect of the Awareness Programs technique as an in-
dependent variable on customer service as a dependent variable. This effect is supported by the calcu-
lated F-value of 25.417, which is statistically significant as it exceeds its tabular value of 2.38 at a de-
gree of freedom of 5.88. This is further supported by the significance level (Sig) which is 0.000, lower
than the assumed significance level adopted in the current research, which is 0.05. The calculated
t-value (T) was 1.69, which is statistically significant as it exceeds its tabular value of 1.672.

3- Impact of Adult Learning Program Design Technique on Customer Service in the Researched
Company: From Table (4), it is evident that there is a significant effect of the Adult Learning Program
Design technique as an independent variable on customer service as a dependent variable. This effect
is supported by the calculated F-value of 25.417, which is statistically significant as it exceeds its tab-
ular value of 2.38 at a degree of freedom of 5.88. This is further supported by the significance level
(Sig) which is 0.000, lower than the assumed significance level adopted in the current research, which
is 0.05. The calculated t-value (T) was 3.34, which is statistically significant as it exceeds its tabular
value of 1.672,

4- Impact of Industrial Field Visits Technique on Customer Service in the Researched Company:
From Table (4), it is evident that there is a significant effect of the Industrial Field Visits technique as
an independent variable on customer service as a dependent variable. This effect is supported by the
calculated F-value of 25.417, which is statistically significant as it exceeds its tabular value of 2.38 at
a degree of freedom of 5.88. This is further supported by the significance level (Sig) which is 0.000,
lower than the assumed significance level adopted in the current research, which is 0.05. The calcu-
lated t-value (T) was 1.81, which is statistically significant as it exceeds its tabular value of 1.672.

5- Impact of Plash Prevention Technique on Customer Service in the Researched Company: From
Table (4), it is evident that there is a significant effect of the Plash Prevention technique as an inde-
pendent variable on customer service as a dependent variable. This effect is supported by the calcu-
lated F-value of 25.417, which is statistically significant as it exceeds its tabular value of 2.38 at a de-
gree of freedom of 5.88. This is further supported by the significance level (Sig) which is 0.000, lower
than the assumed significance level adopted in the current research, which is 0.05. The calculated
t-value (T) was 1.74, which is statistically significant as it exceeds its tabular value of 1.672.
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6- Impact of Resource Conservation Technique on Customer Service in the Researched Company:
From Table (4), it is evident that there is a significant effect of the Resource Conservation technique
as an independent variable on customer service as a dependent variable. This effect is supported by
the calculated F-value of 25.417, which is statistically significant as it exceeds its tabular value of
2.38 at a degree of freedom of 5.88. This is further supported by the significance level (Sig) which is
0.000, lower than the assumed significance level adopted in the current research, which is 0.05. The
calculated t-value (T) was 2.57, which is statistically significant as it exceeds its tabular value of
1.672.

Chapter Four / Conclusions and Recommendations

First: Conclusions

1- The philosophy of strategic renewal relies on quickly responding to customer needs, reducing
plash, improving product quality, and efficiently utilizing resources through the adoption of strategic
renewal techniques.

2- Strategic renewal is characterized by focusing on the value of the final product, continuously im-
proving production processes, providing high quality at the lowest possible cost, and continuous im-
provement, collaboration between teams, and rapid response to market changes.

3- Utilizing the ideas and suggestions provided by employees within the company in terms of making
modifications or changes in design and manufacturing.

4- There is a significant positive correlation between strategic renewal techniques, both collectively
and individually, and customer service. This indicates that increased attention by the researched com-
pany to strategic renewal techniques collectively and individually will contribute to achieving cus-
tomer service for the company. This will help the company to stay and grow in the business world.
Despite the ability of all techniques to achieve customer service, the greatest impact was for the train-
ing and awareness technique because its correlation coefficient value was the highest. This technique
works to increase production line flexibility to meet the diverse market needs in small quantities and
the ability to respond quickly to production.

5- There is a significant impact of strategic renewal techniques, both collectively and individually, on
customer service. The resource conservation technique had the highest impact on customer service
due to the company's regular maintenance activities, which have an impact on producing high-quality
products that align with the objectives the company aims to achieve. Additionally, this leads to

achieving financial and moral returns for individuals and the company.
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