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Procedures & Techniques for Customer Profiling

Developing and Putting into Practice World-Class Client Experiences

I ntroduction

You will receive all the necessary tools, methods, and procedures in this Course N
Carry Procedures & Techniques for Customer Profiling training course to guarantee
that your service offerings are consistently precisely suited to the needs and
expectations of your clients.

The emergence of Social Media, websites for peer reviews, and pricing comparisons
has given customers more leverage. Organisations are finding it more and more difficult
to separate out from the "noise" and set themselves apart. Consumers are growing
more demanding and expecting goods and services to be ideal for them. With the help
of this course, you will gain tested techniques, procedures, and resources to help you
identify target audiences for your marketing campaigns.

This training session on Course N Carry will emphasise:

The Argument for Improved Client Profiling in Business

The Financial Benefits of Improved Profiling

How to create value propositions that are captivating and precisely customised

Recognise the different temperament kinds of customers and know how to interact with them.
How to effectively segment customers, whether they are B2B or B2C, using a range of
profiling approaches and create customised messaging for each

Objectives

Participants in this Course N Carry training course will be capable of the
following by the end:

e Recognise and apply tried-and-true methods for customer profiling to divide up clientele and
accounts.

e Recognise the true meaning of value in your life and how it relates to proper profiling to
create tactics that will succeed.

¢ Recognise the psychology of purchasing and how it varies depending on the market.

¢ Utilise methods and tools to profile different business types and create unique strategies for
each.

e Recognise how to design effective surveys that provide meaningful, useful information.

e How to maintain and use customer information using tried-and-true tools

Training M ethodology



The Course N Carry Procedures & Techniques for Customer Profiling training course is
designed to reinforce new skills through a combination of lectures, group discussions,
practical exercises, case studies, and breakout sessions. It is an extremely dynamic
course that encourages delegate engagement. This extensive training course handbook
is intended to be useful, simple to use, and aid in the learning process. The knowledge
and inspiration that delegates require to effect permanent change will be imparted to
them.

Organizational impacts

The following advantages of having participants in this Course N Carry
Procedures & Techniques for Customer Profiling training course impact the
organisation:

Enhancements in Customer Retention (essential for generating profits)
Enhancements in Client Contentment and Business Standing

Increased efficiency and efficacy in marketing expenditures and efforts

Enhanced product and service distinction as well as the company's reputation in the
marketplace and the community

Increased brand recognition and professional image

e Improved effectiveness of communication between and between departments

Per sonal | mapct

Participants in this Course N Carry training course will benefit both personally
and professionally from attending, not least of which is:

Discover tried-and-true methods for dividing up clients and accounts.
Discover how to create, maintain, and seize value.

Acquire essential competencies for successful business operations.
Create results-oriented customer insights.

Learn how to resolve conflicts through successful negotiation.

Put yourself at the core of the marketing philosophies of your company.

Who should attend?

A wide range of professionals can benefit from this Course N Carry training
course, but the following are particularly noteworthy:

Professionals in Customer Service
Leaders of Teams and Supervisors
Supervisors

Professionals in HR & Training
Accounts Staff

Eerts in Sales and Marketin ing , o
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e Public Relations Staff

Course Outline

Day 1

The Principles of Customer Profiling Methods and Approaches

Customer profiling: What Is It?

The Rationale for Customer Profiling in Business
Account Profiling and the Resultant Approaches

The Background of Temperament Analysis

The indicator of the Myers-Briggs type

DISC System for Profiling Temperament

How should customer personas be created and used?
Recognising the Four Types of Customer Temperament

Day 2

Market analysis, data mining, and customer segmentation

e SWOT evaluations

PESTLE Evaluations

What advantages does customer segmentation offer?

Gaining Market Penetration and Customer Insight through Segmentation
Data Mining

Realistic Modelling

Lifecycle Management for Customers

Day 3

Development of Interpersonal and Communication Skills

The Customer's Mind: Why do they occasionally fail to "get it"?

The Value of Recognising Body Language in Customers

Finding the "Preferred Learning Style" of your Customers

Using Questioning and Active Listening Technigues to Increase Communication
Effectiveness

Advice on Providing and Getting Feedback

e Making Use of Persuasion Science
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Day 4

Creating Wow! - How to Turn Profiles Into Moments of Truth for Raving Fans

WOW Factor: "touch points" with customers

Charting the Customer's Path

Encouraging Both Internal and External Clients

The Advantages of Tracking and Measuring Client Contentment
Guidelines for Developing an Effective Customer Satisfaction Survey

Day 5

Implementation and Ongoing Enhancement

Kaizen: The Japanese Approach to Perpetual Enhancement
Methods and Resources for Overcoming Continuous Improvement
Establishing Goals

Steps in Implementation

Bringing the Group with You

"These will be my first three actions.”
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