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EFFECTIVE CLIENT SERVICES
We are all clients at one time or another and everyone has a service story to tell. Service experiences range from the brilliant to the awful and they invariably affect the way we see, the way we respond to and the way we talk about companies and organisations.
Negative experiences can adversely affect our relationships with certain companies, resulting in a loss of future revenue for that company; when we choose not to use them again. For that reason alone companies should listen to angry or upset clients as they, the clients, are a valuable source of information in determining the future service delivery and therefore success of the company.  

Those companies that consistently ignore client complaints, criticisms and observations and don’t have any mechanism in place to develop long-term relationships with their clients will ultimately lose them and as a result of a reduction in the lifeline of any company i.e. profits.

For this reason it is most important that we are trained on issues such as:

· What makes Client Services effective
· The initial meeting with our client

· The exchange of important and sometimes personal information by our clients when they talk to us

· The actual service experience they were promised, either by us personally or by our advertising and marketing
· The feelings our clients have about us as a result of the entire client experience
· Long-term relationship management
Engaging with, listening to, and asking effective and important questions of clients and how to deliver on our promises are critical aspects of client service. The most valuable lesson of effective client services is how to build long-term relationships.  
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