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- The tips in this session will

» Upgrade your customer service °
practlces

e Strengthen your customer relatlonsblps

* Lower your stress in challenglng
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If you use
enough
acronyms,
the
customer
- will often
give up an
move on.
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Your call is
important

to us....

this
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flute solo.
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A. Talkitout

B. Meditation / Prayer
C. Take ahreak

D. Music

Saying “$%"$#Q@!"
Other.. 4
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:&h; *Who picked “I Can't Get Mo Satisfaction”
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1. Transform
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1 0 TECHNIQUES TO

PROFESSIONAL
~Recruiting s
¢ Joh Interviews

Evaluate

Creating Your Action Plan

May we suggest?




