Raven Lane LLC
Course Syllabus

Customer Relationship Management
Two Day Outline


Course Overview:

A good customer is a great partner. The best customers create renewable streams of income, if they are properly managed. This course is designed to help you create a life-long, long-term relationship with your customers. Participants
Who should attend:

· Anyone with customers.

· Customer service agents handling customer accounts.
· Salesman responsible for creating, developing, and maintaining relationships.
Learning Objectives:
Learn keys to retaining customers
Learn how to create a customer contact strategy
Learn to provide superior service
Course Outline (16 CPE):

Day 1:
Communication skills
· Communication preferences

· Verbal and non-verbal communication

· Listening skills

Client relationship building concepts

Developing a CRM system

Get and Keep a satisfied customer

Day 2:
Creating a contact strategy
Providing genuine support and service
Influencing customer loyalty
Motivating your customer contact team

The power of networking

Leveraging your competition

