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The modern world is in a state of constant change. Every sphere of life is transforming and evolving every day, making the problem of searching for the sources of competitive advantage that would be stable and difficult reproduce even more relevant.
With the increase of the market, growth in the level of consumers’ income and the number of competitors, the focus from the price of the goods, as a major factor in the decision, goes to the level of service. The rapid acceleration of market processes, impetuously changing technology platforms and the increase of the level of uncertainty in the environment of the company make client orientation a major competitive advantage and the source of value creation.

For the industry of HoReCa an effective interaction with guests and customer orientation of employees become one of the most necessary competence. With loyal customers it is easier to build the relationship. Therefore, the client (guest) becomes the supplier of the information, which helps to develop the business.  Timely information about the trends in today's market makes it possible for the company to affect the volume and the list of expectations, allows it to conform to the requirements of clients and to satisfy their needs. surpassing the competition.
In the development of client-oriented approach within the company (as part of the formation of the necessary skills of the staff) there are practical problems associated with the lack of a unified approach to the understanding of the term "client-oriented". In addition, there is a need to build programs focused on the development of this competence and, no less importantly, the tools to measure the effectiveness of building relationships with customers (guests).What is more, in a dynamic and changing world department of development of personnel can not afford to slow down and becomes less effective, should provide to the company continuous staff training, that in the service sector becomes one of the fundamental principles. In this context, the development of programs aimed at increasing customer orientation considered to be one of the most promising areas of activity.
Aim of the project: 

To create a training program for employees of organizations in the sphere of HoReCa, developing their client-oriented knowledge and skills necessary for maintaining the client (guest) and increase the efficiency of interaction with him.
According to an aim were identified the following objectives:

1. To carry out a theoretical analysis of the literature on the research topic:

· To identify the features of client-oriented approach in the field of hospitality.

· To identify features of learning process of personnel in the sphere of HoReCa.

2. To develop "Customer focus" a program for the training of experts of organizations in the sphere of HoReCa. 
Methodology: 

Theoretical and practical research problems were solved by analysis and synthesis of the scientific literature on the topic "Customer focus” in the sphere of HoReCa.
The object of research is a skill of customer focus of personnel in Russian companies as professional competence.

The subject of research is the training program aimed to improve client-orientation of managers in Russian companies in the sphere of hospitality.
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