
[Free download] Perfect Phrases for Customer Service, Second Edition (Perfect Phrases Series)

Perfect Phrases for Customer Service, Second Edition (Perfect 
Phrases Series)

Robert Bacal 
DOC | *audiobook | ebooks | Download PDF | ePub

#549987 in eBooks 2010-12-03 2010-12-03File Name: B004HHP8R2 | File size: 17.Mb

Robert Bacal : Perfect Phrases for Customer Service, Second Edition (Perfect Phrases Series)  before purchasing 
it in order to gage whether or not it would be worth my time, and all praised Perfect Phrases for Customer Service, 
Second Edition (Perfect Phrases Series): 

0 of 0 people found the following review helpful. Nice book.By J. PerryA fresh look at training. Nice book.0 of 0 

http://f3db.com/pub/links.php?id=B004HHP8R2


people found the following review helpful. "I'll get my manager" is not a perfect phraseBy CustomerNot very helpful. 
Seems most examples end with "I'll contact my supervisors or I'll go get my manager to talk to you." That is the last 
thing any rising customer service person should do.2 of 2 people found the following review helpful. Useful readBy A. 
AboushadiI gave it to my Guest Services Manager and she is using it to train her staff at the Hotel to know how to 
handle tough situations. Very well written to where you can pick the scenarios that match your situation and just learn 
the right approach.

THE RIGHT PHRASE FOR EVERY SITUATION . . . EVERY TIMEYou've heard it a million times: "The customer 
is always right." But letrsquo;s face it--sometimes the customer is misinformed, confused, or downright difficult. The 
ability to handle such customers is what separates the serious professional from the average employee.Perfect Phrases 
for Customer Service, second edition, provides the language you need for everyday customer service situations--and 
includes simple, effective techniques that can help you meet even the most demanding customer needs. Master the 
most effective words and phrases for: Defusing bad situations before they get worseHandling complaints patiently and 
professionallySatisfying customers and increasing salesBuilding long-term relationships with important customers

About the AuthorRobert Bacal is the author of Managing Performance and The Complete Idiot's Guide to Consulting, 
and he runs the management website work911.com. 


