
 A customer service program you can afford
and an opportunity you don’t want to pass up!

An easy, low-cost way for you and your employees to conduct your own on-site 
“Lunch & Learn” service seminars. Set comes with a free Leader’s Guide.

For $17.90 per employee (or less)* this 
comprehensive Learning System of 

75 Lesson Plans will keep your employees
 talking about your customers and 
your customers talking about you! 

• Make service an everyday event
• Improve telephone skills
• Enhance morale and attitudes 
• Reduce work stress
• Improve communication
• Transform upset customers into allies
• Find and eliminate problem areas
• Increase customer satisfaction
• Enhance delivery systems
• Invest employees in their own knowledge
• Turn everyone into a service expert
• Strengthen team spirit

Put a set of the Companion and Study 
Guide in the hands of each employee and 
for 75 lessons you can:

*Call	Today	About	Volume	Discounts 
517.253.8918			or	517.230.0960

Yes! Press
c.lesliecharles@comcast.net

Client Testimonial
“As I am preparing to lead the Customer 
Service module of our training program
my fingers leaf through the pages of your 
book: worn out pages I might add, and I 
discover that the messages we have been 
sharing for about eight years are of even more 
concern today because of the economy and 
business climate. My thoughts and feelings 
have been stirred by simple lessons in your 
book! I will be sharing some of those today 
and next week and as long as I am able 
because your book makes so much sense.

Every newly hired person is presented with 
their own copy of both The Customer 
Service Companion and its Study Guide with 
the expectation that it will be used in monthly 
department meetings. We also use the lessons 
in our weekly managers meeting. We talk 
constantly about not just delivering good 
service but providing Great service!  It is not 
always the easiest service to provide but your 
book and its lessons have helped greatly. 
Thank you!”  

— Tom Alpin, Human Resources Manager
Jay’s Sporting Goods, Clare and Gaylord, MI

What do Princess Hotels, Pak Mail, Roundtable 
Pizza, State Farm, Jackson National, Jay’s Sporting 
Goods, Lansing Board of Water & Light, Accident 
Fund, Riviera Country Club, and Mid-Michigan 
Community Health Services have in common? 
The Customer Service Companion & Study Guide!



The Companion and
Study Guide create an
ongoing service seminar
at Your Convenience!

Is customer engagement essential
to your business?

Is service quality as unique and 
consistent as you want it to be? 

Do you have an internal 
support system for ongoing 
service enhancement? 

Now you can conveniently offer
on-site “Lunch & Learn” 
service seminars using
THE CUSTOMER SERVICE 
COMPANION and The 
Companion Study Guide

Education, Inspiration, and
Insight, plus Practical Action Steps

Leslie will personally inscribe each copy 
of The Companion and Study Guide
Read samplings of Leslie’s other books
on her website:
www.LeslieCharles.com
www.BlessYourStress.com

A simple, effective system
you can use indefinitely—
the words stay the same, 

but people change and evolve.

Only $17.90 per set
Discounts for Quantity Purchases

This sample page from the Study Guide 
corresponds with page 90, essay # 45 in the Companion

Conduct 75 on-site weekly 
sessions at a cost of less than 
25 cents a week per person!   
Cut that investment in half by 
meeting every other week and 
you’ll have three full years of 
ongoing service training.

Elevate the customer experience 
 and sustain it over time!

45. Spreading the Word
 1. Describe an instance when you, as a customer, began a transaction 

 in a good mood but left in a bad one (or vice versa) because of the 

 treatment you received from the service or sales person. 
 

________________________________________________________
________________________________________________________
________________________________________________________
________________________________________________________

 2. Generally speaking, would you say your customers leave in better 

 moods than when they walked in because of how you treat them? 

 What specifically do you do or say to make this happen?________________________________________________________
________________________________________________________
________________________________________________________
________________________________________________________

 3. Calculate how many coworkers or customers you interact with daily: 

 this is the scope of your influence. What does this mean to you?
________________________________________________________
________________________________________________________
________________________________________________________
________________________________________________________  Action Step  Pay attention to who catches whose moods.

Note if you influence others or they influence you. 

Add up how many people you could potentially influence in one day.


