SIX TIPS YOU NEED TO KNOW TO
IMPROVE CUSTOMER SERVICE TODAY!

Everyone wants to improve customer service — dfter all, that’s what differentiates a good company
from a legendary company. But what can you do to improve customer service right now?

Signature Worldwide is an established leader in
providing inspiring and fun, results-driven training
that sticks. For over 25 years, we have been a thought
leader in how to not only improve customer service,
but how to directly use customer service as a way to
increase sales and directly affect customer loyalty to
your brand.

Our trainings reflect our dedication to delivering
customer service — which is why we wanted you to
have these six tips to improve your customer service
today. Making use of each of these tips will help your
front-facing personnel immediately deliver on your
company’s promises and grow your bottom line.

Our six tips to improve customer service today:

I. ENGAGEYOUR AUDIENCE—AND LET THEM
ENGAGEWITHYOU

When a customer engages you for a sale, how do
you respond? Are you only giving them a price for
what they want? Or are you asking them the right
questions for more information on everything they
need? Are you giving them the key reasons why they
should do business with you instead of a competitor?
By engaging with your customer — even on a first
phone call — you will have the advantage in knowing
what they need, and delivering on their needs from
start to finish.
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2. BEVIGILANT WITHYOUR AUDIENCES

When someone walks up to your front desk to pick
up equipment or to check-in to their room — are
you just giving them the keys, or are you asking them
about their expectations? Once they have what

they need, are you following-up with them on their
experience! Be vigilant with your customers — they
will feel appreciated that you took the time to ask
how their experience is going, and you have feedback
on how you can make it even better next time.

3. LISTEN TO THE CUSTOMER

One of the lessons we consistently teach is listening
to the customer, no matter what state they are in.
You would be surprised how much listening can
diffuse a situation in a hurry. Based on their concern,
work towards a resolution that benefits all parties.
We’re not saying that the customer is ALWAYS right
— but by understanding their situation, you are better
equipped to help them get the resolution they need.

4. DELIVER A RESOLUTION THAT IS GOOD FOR
ALL PARTIES

Resolution can come in many different forms — not
just giving away free products or services. It can be
as simple as providing a guest’s request on the first
call, or a technician showing up on time with a clean
appearance and good attitude. By delivering on your
company promises, your customer will have nothing
but praise for your company!
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Just because the transaction with the customer has
ended, it doesn’t mean your relationship has ended
too. Don’t be afraid to reach out to the customer
after they leave and ask about their experience. If you
don’t want to call them, send them a quick follow-

up survey via e-mail. By doing this, not only have you
planted the seeds for their next interaction —but you
have also made sure that their current transaction
went as smoothly as possible.

If for no other reason, deliver consistency in your
customer service skills to impact your bottom line.
The better you treat your customers, the better

they will treat you. Deliver quality customer service

in every situation, and your customers won’t go to
websites like the Consumerist or take complaints

to Twitter. Instead, they’ll recommend you to their
colleagues and friends. And as those recommendations
g0 out, so grows your sales every year.

Remember: practice is the key for making each of
these tips stick. So practice these skills every day with
your staff during your regular meetings. Discuss each
tip and what they mean to each member of your
staff, and challenge them to deliver in each of these
categories.As they get easier, not only will it reflect on
your team — but your team’s job will get easier every
day — making for happier employees as well! And
remember, if you need assistance with keeping your
skills in tip-top shape, we are always just a phone call,
email, tweet, Facebook post, or blog comment away!
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About Signature Worldwide | Signature Worldwide is the
leading provider of training and business solutions to
service-based organizations, creating tailored employee
training and marketing programs that directly impact the
bottom line. Established in 1986 and headquartered in
Dublin, Ohio, Signature Worldwide operates throughout
North America and has licensees in four other
continents; Africa, Asia, Europe and South America. For
more information, visit www.signatureworldwide.com

or connect with Signature Worldwide via Twitter @
signatureworld or on Facebook at http://www.facebook.
com/signatureworldwide.
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