Your Business Matters!
BROUGHT TO YOU BY:

THINKING

STARTING

GROWING

EXITING

Presentation
Tips Customers
Getting and Keeping
IN PARTNERSHIP WITH:

Every
big ora small,
customers.
It’s
onebusiness,
thing to have
terrificneeds
product
or service Fortunately,
– it’s quite
another
be able
to communicate
its value
your clients
with thetoright
approach
to customer
servicetomanagement,
or
potential
investors.
your
business
can keep customers loyal for life.
Here
arewhat
a few your
tips that
may help you
increase
your comfort
Know
customers
want
- Customers
have
level and deliver a powerful presentation:

one very simple need: to get what they want, when and

Services offered at the BRC:
• Business Retention & Expansion Strategies
• Single point of contact for
business info and resources
• Free consultations
• Workshops/Seminars
• Business Registration/Renewal
• Legal & Accounting
Mentorship Program
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Focus on people and the
profits will follow - Keep your
attention on your customers. Without
customers there will be no profit.
5. Rehearse: Practice makes perfect and builds confidence.
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• Networking
For more information, resources & helpful tips visit: Business Resource Centre 519-756-4269 www.businessresourcecentre.ca
Royal Bank Business Centre 519-758-2500 www.rbcroyalbank.com
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