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Great Customer Service
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Customers want quick, immediate answers
from competent personnel they can trust.

The Customer Service position has evolved to such impact and
importance in the development and retention of customers that
only in the development of new accounts is the position noticeably
different from an account executive.

IPA's Great Customer Service Educational Series focuses on how
Great Customer Service impacts the customer, production, and the
account executive’s performance.

IPA and Chadwick Consulting present a multi-part educational
series, specifically designed for the graphic communication
industry, to demonstrate the culture and processes necessary to
create an effective customer service department and high-performing
customer service representatives. Learn to implement the kind of
internal and external processes that result in record revenues that
emanate from great customer service.

The series includes a 3-part webinar curriculum, in-depth
instructional guide and individual telephone coaching by
our CSR expert, Sid Chadwick.

Both business managers and customer service
representatives responsible for providing
Great Customer Service should attend!

Sid Chadwick

Opportunities are streaming through
your organization daily — unnoticed,

unrecognized, and uncaptured.




Webinar Series | Instructional Handbook | Telephone Coaching

Below are examples of tools used by organizations committed to being customer driven.
These are just two of the many tools you will receive when you register for the complete

educational series.
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