9. Create a Customer Service Handbook
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Activityl: What Makes It Positive?
Activity 2: Part A: Learning from the Masters
Part B: Create a Customer Service Handbook

Who Is The Intended Target?
Activity 1: Who is the Target Market?
Activity 2: Picturing Your Market
Activity 3: The Customer Profile
Activity 4: Who Is YOUR Customer, Really?

Packaging Under Wraps
Activity 1:How is the Product Packaged?
Activity 2: Investigating Your Products or Services
Activity 3: Packaging a Product Prototype

Investigating the Product Scene
Activity 1: Mix and Match Products
Activity 2: Creating Your Own Mix and Match

At the Scene
Activity 1: There’s No Place Like Home
Activity 2: Connecticut Avenue or Boardwalk Location?
Activity 3: “X” Marks the Spot
Activity 4: On the Scene

A Thorough Sweep of the Competition
Activityl: A Thorough Sweep of the Competition

Products at All Costs
Activity 1: The Price Puzzle
Activity 2: Buy My Products!
Activity 3: Calculating the Selling Price

The Clues are Everywhere
Activity 1: Name That Business!
Activity 2: Community Recognition
Activity 3: Part A - It’s All in a Name
Part B - Identifying a Slogan
Part C - Designing Your Logo

The Advertising Detective
Activity 1: The Advertising Detective
Activity 2: Did You See That Ad?
Activity 3: Word Up! What's With That Ad?
Activity 4: Don’t Always Pay for What You Get

We’ll Keep in Touch
Activity 1: Keep Your Customers Coming Back to You
Activity 2: We’ll Keep in Touch

Collecting and Organizing Clues
Activity 1: Finding Your GPD!
Activity 2: Tracking Your Business Expenses
Activity 3: Anticipation!
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