STRATEGIC CUSTOMER COMMUNICATION AND

RELATIONSHIP BUILDING TRAINING COURSE

28 DEC 2026 -01 JAN 2027
BAKU

5100 € (PER PERSON)

REF: #CW3326_179772

www.bigben-training.com



COURSE INTRODUCTION / OVERVIEW:

In today's competitive marketplace, transactional customer service is no longer sufficient for sustainable success. The
focus has shifted towards building deep, lasting client relationships through strategic communication. This course is
meticulously designed to transform participants from service providers into trusted client advisors. We delve into the core
principles of customer-centric communication, moving beyond scripts to foster genuine connection and loyalty. Drawing
on foundational concepts from service marketing pioneers like Christian Gronroos, who emphasized the importance of
relationship marketing over a mere transactional focus, this program equips professionals with a strategic mindset.
Participants will explore how to manage the entire customer journey, ensuring every interaction adds value and
strengthens the client bond. BIG BEN Training Center has developed this curriculum to blend proven psychological
principles with modern communication techniques, covering everything from active listening and empathy to navigating
complex digital channels. This is not just about solving problems; it’s about proactively building partnerships that drive

customer lifetime value and create brand advocates.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Customer Service Representatives and Managers.

e Client Relationship Managers and Account Executives.
e Sales and Business Development Professionals.

e Frontline Staff and Team Leaders.

e Technical Support Specialists.

e Public Relations and Communications Staff.

e Small Business Owners and Entrepreneurs.

e Anyone whose role involves direct client interaction.
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TARGET SECTORS AND INDUSTRIES:

e Banking and Financial Services.

Retail and E-commerce.

Telecommunications and Technology.

Healthcare and Pharmaceuticals.

Hospitality and Tourism.

Government Agencies and Public Sector Organizations.

Consulting and Professional Services.

Real Estate and Property Management.

TARGET ORGANIZATIONS DEPARTMENTS:

e Customer Support and Service Departments.

e Sales and Marketing Departments.

e Client Relations and Account Management Departments.
e Public Relations and Corporate Communications.

e Technical Support and Helpdesk Teams.

e Operations and Front-Desk Departments.

e Human Resources for internal client-facing roles.
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COURSE OFFERINGS:

By the end of this course, the participants will have able to:

e Master the core principles of strategic customer communication.

e Develop advanced active listening and empathetic response skills.

¢ Build and maintain strong, long-term client relationships.

o Effectively handle difficult customers and resolve conflicts professionally.

e Implement personalized communication strategies across various channels.

o Utilize questioning techniques to uncover underlying customer needs.

e Manage customer expectations and deliver on service promises.

e Enhance non-verbal communication skills for face-to-face and video interactions.
e Create a framework for proactive customer engagement and follow-up.

e Boost client retention and foster customer loyalty.

COURSE METHODOLOGY:

The training methodology at BIG BEN Training Center is designed for maximum engagement and practical application. We
believe that true learning occurs through doing, not just listening. This course utilizes a blended approach, combining
expert-led presentations with a heavy emphasis on interactive learning. Participants will engage in dynamic group
discussions, collaborative problem-solving exercises, and realistic role-playing scenarios that simulate real-world
customer interactions. We will analyze detailed case studies from various industries to understand the impact of both
successful and failed communication strategies. A significant portion of the program is dedicated to hands-on workshops
where attendees can practice new techniques in a supportive environment. Constructive feedback from both the
instructor and peers is a cornerstone of our method, ensuring participants can refine their skills throughout the five days.
This immersive and practical approach guarantees that attendees leave not just with knowledge, but with the confidence

and ability to implement these strategic communication skills immediately in their professional roles.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: THE FOUNDATIONS OF STRATEGIC CUSTOMER COMMUNICATION

e The evolution from customer service to customer experience.

e Understanding the modern customer's expectations and psychology.

e Core principles of relationship-building versus transactional interactions.
e Thedirect link between communication, loyalty, and business growth.

¢ |dentifying and mapping the critical touchpoints in the customer journey.
e Establishing a customer-centric mindset and culture.

¢ Introduction to key performance indicators in customer relations.

UNIT TWO: MASTERING CORE COMMUNICATION AND INTERPERSONAL SKILLS

e The art and science of active listening and comprehension.
e Developing and conveying genuine empathy in conversations.

e Mastering verbal communication: tone, language, and clarity.

Decoding non-verbal cues and body language.

The power of effective questioning to uncover true needs.

Techniques for building rapport and establishing trust quickly.

Articulating value propositions and solutions clearly.

UNIT THREE: BUILDING AND NURTURING LONG-TERM CLIENT RELATIONSHIPS

e Strategies for personalizing the customer experience.

e Managing and exceeding customer expectations consistently.

e Frameworks for proactive communication and follow-up.

e Techniques for building emotional connections with clients.

e Transforming satisfied customers into loyal brand advocates.

¢ Implementing effective customer feedback and survey mechanisms.

o Strategies for long-term client engagement and retention.
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UNIT FOUR: ADVANCED SCENARIOS AND CONFLICT RESOLUTION

e A systematic approach to handling customer complaints and issues.

De-escalation techniques for managing difficult or irate customers.

The service recovery paradox: turning a negative experience into a positive one.

Communicating bad news or policy changes effectively.

Negotiation skills for finding win-win solutions.

Maintaining professionalism and emotional control under pressure.

Documenting interactions and creating a knowledge base for future issues.

UNIT FIVE: DIGITAL COMMUNICATION AND STRATEGIC INTEGRATION

e Adapting communication styles for email, live chat, and social media.

Best practices for maintaining a professional and consistent brand voice online.

Integrating communication strategies with CRM systems.

Leveraging technology to enhance, not replace, human connection.

Measuring the success of your communication strategy (NPS, CSAT, CLV).

Developing a personal action plan for continuous improvement.

The future of customer communication: Al, automation, and the human touch.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW LONG IS EACH DAILY SESSION, AND WHAT IS THE TOTAL NUMBER OF TRAINING
HOURS FOR THE COURSE?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

SOMETHING TO THINK ABOUT:

In an era of increasing automation and Al-driven customer service, what is the evolving role of human empathy in building

lasting client relationships?
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WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO

OTHER COURSES?

This course distinguishes itself by focusing on the strategic and psychological underpinnings of client relationships, rather
than merely teaching transactional service techniques. While many programs cover basic communication skills, we delve
deeper into the 'why' behind customer behavior, enabling participants to build genuine, lasting connections. The
curriculum is uniquely structured to bridge the gap between classic relationship-building principles and the demands of
the modern digital landscape. We don't just teach how to answer an email; we teach how to craft a digital interaction that
fosters loyalty. Another key differentiator is our emphasis on proactive engagement and service recovery. Participants
learn not only to solve problems as they arise but to anticipate needs and to transform negative experiences into powerful
opportunities for strengthening client trust. The course moves beyond scripts and checklists, empowering professionals
with the critical thinking and emotional intelligence required to navigate any customer scenario with confidence and
strategic foresight. It is an investment in creating true brand ambassadors, both within the organization and among its

clientele.
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