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There really is an art and a science to superior customer service. Part of it has to do with
how you think and feel about your company. Some of it has to do with the way you think
and feel about your customers. If either one of these sets of thoughts or feelings is askew,
then your customer cannot be served well. Balance these areas well, and this keynote will
take you to a powerful set of actions to execute consistently until your customers are
ecstatic, not just satisfied. Designed by one America's leading experts on sales and
customer service, this program will transform your entire company into a more profitable
and growing enterprise.

Specifically, your audience will learn how to:

• Understand your customers and identify their needs and expectations
• Add to the quality of your customers’ lives through contact software
• Create a winning customer service philosophy for you and your company
• Retain customers through excellent service
• Define the services you have and learn how to “package their value”
• Deliver value consistently so that quality can be measured and improved upon
• Monitor customer needs so you can mirror them with the service you offer
• Build measurable value in the relationships you develop

The following are just a few of the organizations that have benefited from The Art &
Science of Superior Customer Service: United States Postal Service, Ringling Brothers
and Barnum & Bailey Circus, McNaughton & Gunn, Northwestern Mutual Insurance
Co., United States Department of Transportation, National Association of Printers and
Lithographers and more...

Séan McArdle is “the $100 million salesman.”  For three years in a row,  Séan sold over $100 million in
printing to become the top in the industry.  He has been described as “ a treasure trove of American
Business and sales experience.”  Today, as the founder and CEO of LifeAnswers, Inc. he shows
organizations from Xerox to Duron Paints & Wallcoverings how to sell and serve customers“ on purpose”
every time.  His last employer in the printing industry said of him, “Séan’s enthusiasm is infectious.  He
builds team spirit.  He empowers individuals and helps change the way we look at ourselves and our
customers.  This was and is no ordinary salesman.  He is a great speaker, an even better storyteller and a
world-class motivator.”
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