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When considering the customer service experience, what
elements do we have in mind for top quality of customer service.

Importance of first impressions

In customer service, storefront can define the overall vibe of the shopping experience.
Visual cues play a vital role in influencing desire to purchase so displaying top of the line
products with helpful infographics of the products is a great way to increase good
impressions for the storefront. Presence of staff can also help as it shows a retailer that is
committed to provide excellent service and ensuring a seamless purchasing experience.

Customer Connection

Often times, it is helpful to identify the largest
demographic of customers that a retailer attracts.
Through this identification, we can set the tone for our
interaction with customers and build a relationship of
trust and confidence. By navigating their unique
purchasing needs, we can establish a connection that
can not only ensure a good customer experience, but
also build a reputation of excellence that can ensure
returning customers.
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Sales Excellence What can Al do for

- ; . . ] ; customer service?
This interactive, simulation driven workshop equips

your team to: Key Capabilities
« |dentify and de-escalate customer friction points ® 24/7 Self-Service
before they turn into complaints. ¢ Agent Assist Tools

e Personalization

« Shift from transactional service to purposeful, o Data Insighie

connection based selling.
« Take confident, independent ownership of ground
level operational challenges.
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Shifting from "Pushy" to Purposeful

Think back to the last time you walked into a store or reached out |

to a service desk with a frustrating problem. You were probably
met with one of two realities. Either you encountered an employee
stuck rigidly repeating corporate scripts, or you met someone who I

looked you in the eye, understood your frustration, and took .
immediate action to make things right.
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Which experience made you want to come back?

Every single day, frontline teams stand at this exact crossroads.
When customer friction happens, the old playbook tells staff to
lean on aggressive, pushy sales tactics or pass the problem up the
chain of command. But modern customers instantly check out
when they feel like a transactional metric or a box to be checked.
They want connection, empathy, and actual solutions.

- /' True or False? The Retail Challenge

Frontline staff should always break store protocol to resolve
customer complaints immediately during peak hours.

Using an aggressive, pushy sales pitch for an alternative
item is an effective way to handle a frustrated customer.

Empowering frontline employees to make independent
decisions on the floor can directly increase business
revenue.

Rigid corporate scripts are the most effective tool for
\ _ frontline staff to use during complex customer interactions.

‘WWJ J_. Elevate Your Customer Experience

\
e Let's discuss how we can bring this custom
interactive workshop to your team.
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