SAFER PROS ACADEMY

Customer Experience That Earns
Repeat Business

Free seminar preview and business tool

Create a consistent customer communication plan and a fair process for resolving problems.

Map the moments that matter

Customers judge a service through a sequence of handoffs. Map inquiry, appointment, proposal,
scheduling, work, completion, billing and follow-up. At each stage identify the question the
customer is trying to answer, the team member responsible and the evidence of completion.
Focus on uncertainty: arrival, access, scope, disruption, price and next steps. Different
categories need different details. A homeowner may need preparation instructions while a
property manager needs resident coordination and completion records.

Classroom example

A customer accepts a quote but receives no start-date update. The sales team considers the job
handed off and the scheduler believes approval is pending. A shared acceptance record and an
assighed scheduling owner close the gap.

Explore the full program at academy.saferpros.com/business-growth/customer-experience/

Preview only. The full workshop includes four business templates, practice, a capstone and a 30-day implementation
plan.
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SAFER PROS ACADEMY
Try it in your business

Map six stages of one real service. Mark two handoffs that generate repeat questions. Assign an
owner and a useful message to each.

Customer stage and main question

Responsible team member

Required information and next step

Timing the business can support

Evidence that the handoff is complete

Request program details: info@saferpros.com | 1-800-HIRE-A-PRO

All figures and cases are illustrative. This tool does not establish a credential or provider verification.
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