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I. COURSE DESCRIPTION

A look into how people interact with each other and the factors that influence individual
preferences will take place. The relationships between the customer and the business
entity will be discussed. Customer expectations and dealing with a difficult guest
likewise will be covered. The basics of good customer service will be presented along
with problem-solving techniques. The students will participate in field
observations/studies

II. 

III. 

SEMESTER CREDITS:

CONTACT HOURS PER WEEK: 2 0 2

(Lecture) (Lab) (Total) 

IV. PREREQUISITE: None

V. STUDENT LEARNING OUTCOME VI. COURSE CONTENT:
Upon completion of the course, the student will be able, with 65%, accuracy to: 

1. Describe customer and identify factors
that could influence customer service.

2. Identify and discuss the basic needs
and expectations of a customer(s).

3. Identify & discuss skills for success
involved in the relationships between
the customer and business
organization.

A Customer and factors that influence 
customer service: 
1. Service Provider's attitude
2. Socio-Economic changes
3. Components of a customer service

B. Basic needs and expectations of
customer:
1. Active Listening Process
2. Customer friendly systems
3. Elements of service culture
4. Hierarchy of Human Needs by

Abraham Maslow

C. Skills for success involved in the
relationships between the customer and
business organization.
1. Positive verbal communication:

a. Ensure/promote good interactions
b. 2-Way interpersonal dialogue
c. Avoid negative/harmful message










