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What is a Customer?

A Customer is the most important person 

in our organization.

A Customer doesn’t need us...

as much as we need him.

A Customer needs to feel welcome...

it’s up to us that she does.

A Customer needs trust...

we should do what’s best for him.

A Customer will come back...

if we show we CARE.

“The sole meaning of life is to serve humanity.”

  - Leo Tolstoy
C.A.R.E.


Show ‘em You CARE

(

Connect


Assess

Respond 

Excel
 “C.A.R.E. transforms customer service into human service.”   

- Walt Stasinski
Attitude
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· Attitude is everything.

· Customer CARE is first an Attitude.

· Customer CARE starts with a deep respect for the customer.

· Customer CARE is treating all customers with dignity.

· Customer CARE is really enjoying helping people.

· The philosophy is simple: The answer is YES! What is the question?

· The essence of Customer CARE is to do what’s best for the customer.

“No person was ever honored for what he received. 

Honor has been the reward for what he gave.” 

- Calvin Coolidge

Customer CARE:

Service With Heart

(
Connect
· Make your customer feel welcome.

· The customer can feel your attitude

· Develop the human bonds that create loyalty

· Treat your customer as a human being.

· You are Wayne State University.

Assess

· Think like a customer.

· Go beyond the initial request.

· Get information before you give information.

“To give real service you must add something which cannot be bought or measured with money, and that is sincerity and integrity.”

  - Donald Adams

Respond
· Try not to say the word, “policy.”

· “Use your best judgment in every situation.”

· Is your customer service system user friendly?

· The best service is to solve the customer’s problems.

· Respond promptly.

· The customer is your job.

· Make the customer feel you’re on their side.

· Establish standards in your department.

Excel
· Give “lagniappe.”

· Make the customer say, “WOW, they’re good!”

· Make the customer feel special.

· Perform one 10 minute act of exceptional customer CARE per day.

· Make the customer remember you and your organization.


The customer doesn’t care what you know

until

The customer knows that you CARE
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