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Customer Culture
Kundenkultur ist in vielen Unternehmen eine gefragte 
Kompetenz.

All that is reported in this project, videos, documentation, contents, texts, images, artistic work and graphics, are the property of the author, are protected by copyright, as well as by intellectual property rights.

It is therefore absolutely forbidden to copy, appropriate, redistribute, reproduce any part, content or image present, because they are the result of the work and the intellect of the author himself. 

It is forbidden to copy and reproduce the contents in any form.      The redistribution and publication of content is prohibited, not expressly authorized by the author. 

Rif. CC_00_WII_NEU_D_DE#2

Customer
Das liegt daran, dass sie zu den Ergebnissen beiträgt, 
indem sie die Aktivitäten der Menschen verbessert, die 
dort arbeiten, sowohl intern als auch in über das Gebiet 
verteilten Rollen. Ja, denn jeder von uns trägt mit seinen 
Tätigkeiten zur Zufriedenheit unserer internen Kunden 
und Endkunden bei und sorgt dafür, dass sie unsere 
Produkte oder Dienstleistungen lange nutzen.
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Decision

Priority

Contribution

H I G H    D A I L Y    P E R F O R M A N C E

 decision making

job priority

your contribution  

training resultCustomer Culture
Was bedeutet das für Sie? Es wird Ihre Tätigkeiten nicht 
verändern, aber es wird sie verbessern und Ihnen 
ermöglichen, sich über den tatsächlichen Beitrag Ihrer 
Arbeit klarer zu werden. Es wird Ihnen die tägliche 
Entscheidungsfindung erleichtern, Sie werden verstehen, 
was Ihre Prioritäten sind, und Sie werden mehr Freude 
an Ihrer Arbeit haben.

All that is reported in this project, videos, documentation, contents, texts, images, artistic work and graphics, are the property of the author, are protected by copyright, as well as by intellectual property rights.

It is therefore absolutely forbidden to copy, appropriate, redistribute, reproduce any part, content or image present, because they are the result of the work and the intellect of the author himself. 

It is forbidden to copy and reproduce the contents in any form.      The redistribution and publication of content is prohibited, not expressly authorized by the author. 

Rif. CC_00_WII_NEU_D_DE#4

Bring a greater sensitivity to the consideration of time to your team,  
with respect to the objectives to be achieved,  

to help necessary daily performance. 

 
                In the company and in one's role

    The fruit of our work: where does it go?


                         Shared responsibility

                                          How much 

             to involve the customer?

                   Target customer: 

   Characteristics or use?

Who is our customer?

End customers and direct customers

Definition and purposes

External needs and internal needs

Experience and contact

The corridor we make customers go through: 

how important is it?

Any role

Our seat in the corridor

The common language

The interdependencies

How to tell if it works

The context
The dynamics

Pre-action and reaction
Maintain effectiveness and efficiency

The Clarity

The environment in which 

our product / service is used

Easy to decide

Know what to do

Habits and integration

Long-term benefits

Essential and urgent needs: how to prepare?

How accessible are we? How?

The flow / corridor: does it flow?

Base, optional, alternative

What to ask to understand

How to keep the corridor adequate

Introduction to use

of the training course

Summary

of the training course

Satisfaction

Survey

Certificate 

of attendance


optional

Verification 

questionnaire


optional

Optional

Das Programm für alle Unternehmensrollen:

Jede Aktivität dauert maximal 10 Minuten.
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 Bring the principles of customer culture into our everyday work and those of 
our colleagues, increasing decision-making capacity and the ability to identify 

priorities for action in one’s role.

Case study
to understand the dynamics

Saturated markets: is it worth it?
Create new areas

Pre-action and reaction

                                  Essential and urgent needs:

                                                   How to prepare?

                                       How accessible are we? 

                                       The flow / corridor: 

                                         Does it flow?

              Base, optional, alternative

                              What to ask 

                     to understand

                  How to keep 

the corridor adequate

Intermediate

Who is concerned with CC in the company?

Who benefits from the fruit of our work?

End customers and direct customers

From Direct Marketing to Customer Culture

Definition and purposes

External needs and internal needs

The corridor we make customers go through: 

how important is it

Customer Experience

Daily work and 


internal / external needs

Which points to guard

The customer perspectives

The environment in which 


our product / service is used

Easy to decide


Know what to do

Habits and integration


Long-term benefits

Efficiency Vs satisfaction


Competition: how to behave?

In the company and in one's role

Responsibility and degree of participation

How much to involve the customer?

Target customer: characteristics or use?

Involve colleagues

The daily vision

Knowing how to decide

Knowing how to prioritize

Contact and complementary departments

Personal, departmental and business goals

1°/2 Digital

Live Event


90 min.

2°/2 Digital

Live Event


90 min.

Introduction to use

of the training course

Summary

of the training course

Satisfaction

Survey

Certificate 

of attendance


optional

Verification 

questionnaire


optional

Optional

Das Programm für mittlere und funktionale 
Führungskräfte:

Jede Aktivität dauert maximal 10 Minuten.

2 digitale Live-Events mit dem Trainer zu je 90 Minuten.

6 Intoaction mit Vorschlägen zum Teilen mit Kollegen.
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 Be a sponsor of daily work with the principles of customer culture,  
bringing customer vision into their role, department and among colleagues. 

Manager

1°/4 Digital

Live Event


90 min.

2°/4 Digital

Live Event


90 min.

3°/4 Digital

Live Event


90 min.

4°/4 Digital

Live Event


90 min.

Case study
to understand the dynamics

Saturated markets: is it worth it?
Create new areas

Pre-action and reaction

                                  Essential and urgent needs:

                                                   How to prepare?

                                       How accessible are we? 

                                       The flow / corridor: 

                                         Does it flow?

              Base, optional, alternative

                              What to ask 

                     to understand

                  How to keep 

the corridor adequate

Who is concerned with CC in the company?

Who benefits from the fruit of our work?

End customers and direct customers

From Direct Marketing to Customer Culture

Definition and purposes

External needs and internal needs

The corridor we make customers go through: 

how important is it

Customer Experience

Daily work and 


internal / external needs

Which points to guard

The customer perspectives

The environment in which 


our product / service is used

Easy to decide


Know what to do

Habits and integration


Long-term benefits

Efficiency Vs satisfaction


Competition: how to behave?

In the company and in one's role

Responsibility and degree of participation

How much to involve the customer?

Target customer: characteristics or use? Involve colleagues


The daily vision

Knowing how to decide

Knowing how to prioritize

Contact and complementary departments

Personal, departmental and business goals

Introduction to use

of the training course

Summary

of the training course

Satisfaction

Survey

Certificate 

of attendance


optional

Verification 

questionnaire


optional

Customer Culture companies

Guidelines

Methods

Vision

Optional

Das Programm für Manager:

Jede Aktivität dauert maximal 10 Minuten.

4 digitale Live-Events mit dem Trainer zu je 90 Minuten.

6 Intoaction mit Vorschlägen zum Teilen mit Kollegen.
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