
 

CREATING LOYAL PROFITABLE CLIENTS FOR YOUR 
BUSINESS WORKSHOP 

How your People will benefit from the workshop… 

1. Workshop Overview  
• Overview of the purpose of 

the workshop and the 
workshop process. 

• Determine each individual’s 
personal pay-off. 

•  Review participants’ personal  
expectations. 

3. Customer Service W.I.S.H 
Analysis of Each Person’s 
Business  

• Review strengths, weaknesses, 
opportunities of the client service 
experience. 

• Develop action plans from the 
analysis for service improvement. 

• Review specifically the areas where 
each adviser is going to improve. 

4. Creating an 
Exceptional Client 
Service Experience in 
Your Business… 

• Review each step of your 
service process in business. 

• Develop enhancements to the 
customer contact points. 

• Review traditional service versus 
exceptional service. 

• How to differentiate yourself in 
your market place. 

5. Developing Long-Term 
Client Relationships in 
Your Business 

• Discuss ways to develop a 
frequent interaction program 
with your clients. 

• Review the 4 reasons people 
don’t continue to buy your 
services. 

• Review the database areas that 
can enhance client 
relationships. 

• Learn the keys to building your 
database relationships with 
cleints.

10. Review of Reinforcement Program 
Strategies for After the Workshop 

• Review the workshop project for idea 
implementation. 

•    How to turn your ideas into strategies that will 
work for you. 

• Review the toolbox of resources that you are going to 
use in your business. 

•    Look at the calendar of follow up activities after the 
workshop. 

How We Create Lasting  
Results for You… 

Here at People Pursuing A Passion we use 
unique adult learning principles and ‘action 
oriented’ strategies to ensure that your team 
will implement what they have learned when 
they return to work.  Instead of lecturing your 
team, we involve them in the learning process 
by doing activities, so the information ‘sinks in’ 
much better.  Each team member then takes 
ownership of what they’ve learned, and they 
also learn from each other in a creative, 
thought-provoking and fun environment. 

11. Closing Comments and Wrap Up 
• Finalise 7-day challenge. 
•   Participant feedback and closing comments. 
•   Participants put together a 30-day strategy. 

2. Your Business 
Direction and Goals 

• Discuss the key elements of 
business goal setting. 

• Establish your business goals 
for the next 6-12 months. 

• Review the strategies that will 
improve your profitability. 

6. Taking Your Business 
to Next Level in Your 
Market Place 

•  Review the ways to evolve 
your business. 

•  Understand the 5 ways to 
change and evolve your 
business to maximise your 
current business 
opportunities. 

• Develop a 30 – 60 – 90 day 
action plan for enhanced client 
database mining. 

7. Building Your Client 
Base into a Profit Centre 
for Your Business 

• Review the Eight core 
components of your database. 

• Look at what stops you from 
using your database more often 
to generate additional business.  

• Recognising the selling opportunities 
within your current database. 

8. Toolbox of Marketing 
Campaigns; Client Contact 
Strategies 

• Explain the 4 contact strategy 
types – Face to Face; Ear to Ear; 
Mailbox to Mailbox and Screen 
to Screen. 

• Overview of tools available to your 
business from People Pursuing A 
Passion 

9. How to Foster Greater   
   Client Loyalty 
• Develop the contact strategies 

to ensure frequent Client 
interactions. 

• Methods to support your 
Client’s buying decisions. 

•   55 Loyalty Gaining Ideas. 


