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What 1s Customer Service?

All Interactions between a customer
and a product provider at the time of
sale, and thereafter. Customer service
adds value to a product and builds
enduring relationships.

BusinessDictionary.com
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Vho are vour customers?

e Students
e (Other Staff Members
e \endors
e Parents s
e Community Members # N







ke an impression.

In Person

On the Phone
In Writing




How do you make a great
first impression for excellent
customer service?

%  Personal Appearance
%  Office/Kitchen Appearance
%  Friendly Manner

%  Make the Other Person Feel Important
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Personal Appearance--Dress



Personal Appearance-Shoes









Kitchen Appearance
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What makes someone teel
important?

% Listen to my needs and/or those of my child

* Understand me and my needs and/or those of
my child

% Value me even if I'm “just” a parent or “just” a
student or “just” another staff member

* Be empathetic—put yourself in my shoes
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MINNESOTA

SOUTH DAKOTA

I' 4
NEW
JERSEY

DELAWARE

MARYLAND

ARKANSAS L SOUTH
 CAROLINA [

CONN: CONNECTICUT
MASS: MASSACHUSETTS
NH: NEW HAMPSHIRE

RI: RHODE ISLAND

VT: VERMONT
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re from Somewhere Else in the
USA?



Are from Somewhere
Else in the World?




Work in a
School?




Work in an
Office?
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How do you provide
excellent customer service?
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e Bethere

e Play

e Choose your attitude

e Make their day
*Fish!: A Remarkable Way to Boost Morale and Improve Results
by Stephen C. Lundin (Author), Harry Paul (Author), John =
Christensen (Author), Ken Blanchard (Foreword) =




ve your name available

is/her presence

reet the customer—smile

’s name when possible

~ Make eye contact
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React to Customers

Smile!

Answer questions as completely as possible
Be empathetic

Be flexible, if possible

Be polite and courteous

Apologize if appropriate

Tell the customer the options
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Treat all customers with respect and dignity
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Every day
Every way
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Service Clubs
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xplain what you do

~ ® Provide message

* Tailored, positive, and interesting




your school
your department
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- the other person first

Make certain your words, non-verbal and

Jour promises




o — ~Is
T e R ]

Candace Ahlfinger



http://www.candaceahlfinger.com/

