
  

Customer Loyalty  

Developing loyal internal and external customers – not just satisfying 

your customers’ needs – is the critical difference in creating sustainable 
organizational success.  Loyalty should be the outcome of every 

interaction.  Creating unique points of connection for every customer 

should be the goal.  Customer loyalty is a powerful competitive 
advantage.  The value of loyal customers is:  they always return, they 

brag about your organization providing word of mouth advertising, they 

are willing to pay more for your product or service and when there is a 
mistake, loyal Customers are more forgiving. Loyal internal customers 

(employees) are creative, innovative and they bring their best every 

day. They way they talk about their work makes others want to be 
employed by your company.  

Aspire offers a comprehensive and proven process that assists employees 
in assessing their ability to understand and manage their emotions, 

recognize the emotions of others, 

and develop the ability to manage 
relationships with Customers and 

peer effectively.  Participants 

assess the Connection Points in the 
Customer interaction process and 

learn how to turn those Connection 

Points into positive outcomes. The 
Aspire process also provides 

employees the opportunity to 

assess their communication styles, 
attitudes, goal setting techniques, 

and develop a plan of action that 

will increase their skill level to 
connect emotionally to Customers.    

The Aspire Formula for Success: 


