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Lead in --play a
video

Situation: Suppose you
are Lin Shu. and you
are asked to pick up
Mr. Brian at the airport.

Plazze make a chack
list.
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Sample
A: Excuse me, are vou Mr Brian?
BoVer,Lam
- My name is Lin Shu, he company’s exscuive assistant. The car s waiting outsids
This way, plecsz
B Ok let's gt
A: How do you find the weather here?
B:Itis fine waather.

4 Thope you've had an eyt tip.
E: Thank you.
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Unit 1 Announce a team building event

Class: Name: No.
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Unit 4 Reply to technical enquiries
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Unit 6 Receive a business client

Class: Name: No.
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Unit 8 Introduce a new product
Class: Name: No.
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Unit 9 Reply to customer queries
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Unit 6 Receive a business client
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In my opinion,first,| think respect guest is very important.We need to respect guest culture and language.

Secondly,we should keep smiling It is not only can make a good impression but also show Professional ethics.

Also,| think have communication ability very important too.Because of many guest will have some problem need us solve,so we need to train our communication skills so
that we can solve problem better.
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A good service refers to a high-quality and efficient service experience that can meet or exceed customer expectations. This service not only focuses on the current needs of
customers, but also on their long-term interests and satisfaction.
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A good service refers to a high-quality and efficient service experience that can meet or exceed customer expectations. This service not only focuses on the current needs of
customers, but also on their long-term interests and satisfaction.
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A good service provider pays close attention to the needs and preferences of the customer, ensuring that all aspects of the service are catered to with precision.
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In my opinion, a good service should ensure that you do the following:

Firstly, listening carefully to the caller and find out what made him/her angry.

Secondly, Acknowledge the caller's anger by saying:"l would be frastrated too if that happened to me." This will comfort the caller and avoid incidents.
In addition, apologize to the caller sincerely, it is a good way to calm down the caller's anger.

Further more, offer realistic solution, and make promise that you can deliver. This will help you have better cooperation in the future.

Moreover, don't be silent, respond the caller in appropriate way.

Last but not least, you should have a good understanding of your products. If you are lack of confidence in your products, you will lose clients” trust.

Hand warmer

1212
Sales
Campaig

Thermal Underwear

Functions:
Durable warm
Warm Material: maintenance whole

Double-layer flannel
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