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Section 1: Why is Brand Loyalty Important?

e Return and churn philosophy.

e Delight and inspire your customers.

e Achieving positive feedback.

e 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.

* Your customers’ average expectancy.

Section 3: Customer Rewards Against Profit Margins

e Rewards schemes that stay within budget.

* 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.

¢ 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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