eMaall Load UMA e Ly laill Lodall oY oIl o Ly

edoall ladd I oo Ljylaill Loall ¥ oIf o Ly

Duration: 5 Days

Language: ar

Course Code: PM2-110

Objective

U_LCC)-L)JL.Q' OJSJLLBAJI OJS._[.M cSJJJ-” sia ‘ALQEL.LLGZ

weaall Zoaa e Jold 54555 INA oo &y laill Ladlall ¥ g 54305 @

wolloall & Bl Ll wyaail Jraall ala) 2lls Lilya oLl o

souall panill ] g dnil il gy lbe Lba ki o

ehanll alatal Cdad ¥ ralyy cliii] @

A ity Lo adig edaall (il (gd o

g gsasiy b JS S Jreall s slelye e Jawdl J1 Je¥T oo il gall iy pui o

il lial e cly de siie Jladl Gk ity edaall Jelis e <5l o

Jeiiuall (& ay el 2adlall (puad G Saelwall (giliade e Jsandl cMaall po Jualsill @

Audience

bl shiel I pling of 2S5l Jals Jyaall &y ,ail satuwall punill £l 55ume Jandy gand ¥ 5,500l sia praiai i
d oels Uy Bagde 8 all sda o sSiw eMaall Liny e 5S35 2oyl p, Lilka:

o Jlae¥ Olaaf

o el

o ouddull

o Sloglaall adi &L g


http://holistiquetraining.com/ar/course/developing-brand-loyalty-through-customer-service-ar

o lleall 5 e
o 5l sula

o poldall alas

o Sailly sl 550

. QAL&ILJL‘AH&;MMIEA.\A kR

Training Methodology

srd palie o 6S Linall walidius o laiu¥ Ty gl 352l HUSU (Dol Cglliol opo de siia de sanme 5, 5u01 1ia ansiuy
felaadl dladi¥ly o lidliall i 2y, laall Zadall e¥s e sia igi &Sy diplly sagall daall Loas ol il
skl bball aia 248l ya s il dpulio canllol s slis Jisatll oot sall puaniditl 5 Sige oY g kalas ¢ L] oS, Linoll

cedaall oy iudi 48 sduns
leorad oy il il Ll sty Jraall dlay Qi Juolsill bl Zantyal lao¥ il el dyais Ul i

Mol Liny byl & dnlagl ST il al.

Summary

S Oty dlinse ge Llad ggaly dedlec of alli s 5lad Jae 5T platl (555000 aslatll 2edlall <Y sl1
Ol sl puay of Gl Jaiaall oed 3lios 2ons e Jraall Juan 3] .gal 850 el oli€ b 1 8 sall
iy sag cgeloiadl Jualsill Jilus o sf iyl e fula] wlondi ey gia of ol Jors ciad ebily ogiyn

@saall 5y gl 3yiail 208,

LeLeSly 2 5l1 351 o camy il 1 edhaall 38 e Llaally 2, laall 2adlall oYl 80l 5 3 & petul olaal
UJA.B_\.g;)ka.chbﬁﬁwf&qsmbdlu%éaﬁﬁé]bﬁ!élﬂ&gi.!.i.gcéﬂjé.g.iaﬁ.;M.u.” L, e
Jrasll 2oy & oas 59 Longis of conu siblea JSby ehoall e ale slalany ¥ opuill elilyl.

ilay fanlya A8l el alt Llaall 1 il 2y, Laall dedtall o3 501 8ol 31 83 bian dlpw s Jpaall dla iy ,a aad
lpass elyals 8 yheall Ll dallas . cppuni M gling ill o¥laall sant dail, dliws o clioss e Jyaal]
il ATy b 8 o 5,101 5 6ST 08 Lailyiwl.

il e celiy 53 IS 1] Sy cans JS 8 e Uaa ¥l sna ags JSubs edbaall (551800 allae Loyl gall ys

e 3255 bl s lal dnli 8 el le Jraall ol elyle iy 088 qrymin JSi Sl Ja 2335S iy dae !
Gy, lall Lodkall ¥ sll Baiail dlpu s Jumil ga cllae elail gran & edlaall.



Course Content & Outline

Section 1: Why is Brand Loyalty Important?

e Return and churn philosophy.

¢ Delight and inspire your customers.

e Achieving positive feedback.

* The most effective marketing strategy.

e Understanding the brand value and your customer base.

Section 2: Brand Loyalty & Loyalty Measurements

e Understanding the different types of customers.
e How do you measure loyalty?
e Generating a loyalty index.

e Your customers’ average expectancy.

Section 3: Customer Rewards Against Profit Margins

e Rewards schemes that stay within budget.

e Gamification of purchases and website activity.

e Generally Accepted Accounting Principles (GAAP).

¢ Activity-Based Costing.

e How much profit can you expect from each customer?
e Your whale curve charts.

 Creating a valid strategy to meet your aims.

Section 4: Asking Your Customers for Feedback

e Understanding your customers’ expectations.

e Training out customer focus throughout the company.
e Customer satisfaction questionnaires.

e Utilising different modes of contact.

e Transactional-based questionnaires

¢ Qualitative vs. quantitative data.

Section 5: Handling Difficult Customers & Managing Expectations

e Exceeding customers’ expectations.

e Taking on feedback and generating a valuable action plan.



e Maximising your value.
e Monitoring the results of change.
e Assessing risk elements and reworking the framework.

e Ongoing evaluation planning.
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Creating Lasting Impressions: 5 Types of Customer Service

Exceptional customer service is the backbone of successful businesses. This blog post
reveals 5 types of customer service that will help you create memorable experiences,
.delight your customers, and gain their loyalty for the long haul

YouTube Video

https://www.youtube.com/embed/bb9jvxWzMrQ?si=k5P-99wA00g15V p
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