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Course Outline :

e Customer Engagement: How to get Customer Insight!

e Customer Persona AU Insight agndlana

e Customer Journey Map Lﬁaﬁ%”mﬂizavﬂﬁiﬂﬁu‘]maﬁ

e Customer Empathy & Value Proposition Canvas

e How to Develop Customer Relationship Management (CRM) process?
e Net Promoter Score (NPS): Lﬂ%ﬂﬁ@’iﬂmmgaﬁummgaﬁq

e (ase Study and Best Practices
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