FULL-DAY WORKSHOP

Deliberately Making Customer Service
Part of Your Business Culture
How to dramatically improve the return on investment in the people of your organisation
Being deliberate means doing something ‘consciously’, ‘intentionally’, ‘carefully’, and in an ‘unhurried’ way.
As the customer service culture of an organisation is a direct reflection of the actions of the leaders, you must
be deliberate about your involvement in customer service and ensure all members of the team embrace this
powerful message.
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About the Facilitator
Chris Smoje has a passion for customer service and is dedicated to creating positive
change and transforming service culture, interactions, processes and experiences
with leaders and their frontline teams. Through over a decade of customer service
training and leadership experience from large international organisations to small,
locally owned businesses, Chris understands the realities facing leaders and their
employees. He has travelled globally and studied with organisations that are leaders
in customer service and has developed a sought-after approach that has led to
achieving maximum impact solutions with organisations and their people. Chris uses
his energetic presentation ability to motivate teams and individuals and help them
realign their focus and experience progressive successes in customer service.

www.dimecustomerservice.com | 0484 346 327 | chris@dimecustomerservice.com

FULL-DAY WORKSHOP

Developing Human Connections
through Customer Service Interactions
How to drive repeat business and visitation by building relationships with your customers
Finding ways to send clear and powerful service messages in a changing world is through human interactions,
not human transactions. A single moment will make a huge difference to your customers; therefore, leaders
must never lose sight of the importance of human interactions as a way to make customers feel that they
belong and matter to the organisation.
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About the Facilitator
Chris Smoje has a passion for customer service and is dedicated to creating positive
change and transforming service culture, interactions, processes and experiences
with leaders and their frontline teams. Through over a decade of customer service
training and leadership experience from large international organisations to small,
locally owned businesses, Chris understands the realities facing leaders and their
employees. He has travelled globally and studied with organisations that are leaders
in customer service and has developed a sought-after approach that has led to
achieving maximum impact solutions with organisations and their people. Chris uses
his energetic presentation ability to motivate teams and individuals and help them
realign their focus and experience progressive successes in customer service.
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FULL-DAY WORKSHOP

Leaving Positive Memories
with your Customers
How to get customers recommending your organisation through positive word of mouth
Customer service is not only about connecting with customers based on reason or logic. By taking it to the
emotional level, a stronger relationship develops. When this next level connection takes place, customers will
take away something that they will remember forever — a memory. This is often unexpected and requires some
discretionary effort, but works like magic.
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About the Facilitator
Chris Smoje has a passion for customer service and is dedicated to creating positive
change and transforming service culture, interactions, processes and experiences
with leaders and their frontline teams. Through over a decade of customer service
training and leadership experience from large international organisations to small,
locally owned businesses, Chris understands the realities facing leaders and their
employees. He has travelled globally and studied with organisations that are leaders
in customer service and has developed a sought-after approach that has led to
achieving maximum impact solutions with organisations and their people. Chris uses
his energetic presentation ability to motivate teams and individuals and help them
realign their focus and experience progressive successes in customer service.
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FULL-DAY WORKSHOP

Designing Total Brand Experiences
at Every Point of Customer Contact
How to be recognised as an organisation known for your customer service
Customer service extends beyond human interactions to create a complete customer experience of, and with
your brand. Creating an exceptional experience at each point of customer contact that is consistent with what
the organisation stands for is not achieved by doing different things, rather by doing the same things differently.
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About the Facilitator
Chris Smoje has a passion for customer service and is dedicated to creating positive
change and transforming service culture, interactions, processes and experiences
with leaders and their frontline teams. Through over a decade of customer service
training and leadership experience from large international organisations to small,
locally owned businesses, Chris understands the realities facing leaders and their
employees. He has travelled globally and studied with organisations that are leaders
in customer service and has developed a sought-after approach that has led to
achieving maximum impact solutions with organisations and their people. Chris uses
his energetic presentation ability to motivate teams and individuals and help them
realign their focus and experience progressive successes in customer service.
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