Retaining CustomersFor Life- 1 Day
The Art of Keeping Customers Through Retention

Course Description: Thisone-day courseteachesparticipantsskillsfor bonding withthelr customersand cregting
strategiesfor staying involved with them. Thisseminar touches on customer acquisition, customer value, and
customer servicesassomeof thefoundationa processeswhich must be high functioning. Thiscoursea soincludes
creative waysto keep communication and bein touch with each customer.

Course Objectives:

* Andyzetheeffectivenessof processeseach customer will be exposed to when buying
» Branstorm policiesand procedureswhich need adjusting

* Analyzetheimpact retaining customerswill haveonyour bottomline

» Discusswaysweloseour customers

» |dentify thetotal revenuethe average customer spendswith our organization

* Andyzethesavingsif wekeep an additional 10% of our customers

» Chart the present salescycleour customersfollow to do businesswith us

» Formulate adescription of the perfect customer or target prospect

*  Brainstormreasons customers stop doing businesswith organizations

* Anadyzewhat your competition doesto retain their customer base

*  |dentify your uniqueval ue proposition and why customersdo businesswith you

» Developalist of waysto reconnect with your past customers

»  Compare communication systemsthat work well whileinvolving your customers

» Formulateastrategy to build relationshipswith your customerscontinually

» Definebreakdownswith theinternal communication between departmentsor divisions
* Anayzethe core competenciesyour salesteam needsfor acquiring the customer

» Discusswhy thereismorefocuson acquiring the customer rather than keeping the customer

» Brainstormthecreation of acustomer reward program
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