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CUSTOMER INSIGHT STRATEGY
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89U 1: Know Yourself & Your Energy
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o JususiiinlaypindnunizvaegliusnIsuuy Personality Insight Profile : DISC
Model
O Know Your Self 3113491 : W laviueu tugnAlatungfnssu
(Shopping Behavior])
O § Energy wawsouldusnis
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#7UN 2: Know Your Business & Customer - Service Excellence Roadmap Model (SER)
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Workshop 1: N15ATI3YARNANWIUL DISC o N layASnanwauzva e lHuINIg
Model WUU DISC
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JUNINAR) EQ
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AMUANITHNEUTUTNUGURNS

Mﬁﬂs’jﬂi Customer Insight Strategy
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a'auﬁ' 1: Know Yourself & Your Energy
. fusmsidinlaynandnuwuzualiusn1suuy Personality Insight
Profile : DISC Model
o  Know Your Self 3191337 : LN lanueu sugne iR uwgfnssy
(Shopping Behavior)
o 3 Energy \owsanldu3nns
. N15UINNT EQ duTuguInmnsnuaulivinig
Workshop 1: ﬂ'l'ilil'i’,]'?lq{;@ﬂﬁﬂ‘lelm: DISC Model
Workshop 2: inwuuyssiliu €Q (NIUEFUNTWIR)

&7UN 2: Know Your Business & Customer - Service Excellence Roadmap

Model (SER])

. 3cs lulanu3nas (Customer, Competitor, Change)
WLUSA 15 W

. SER Model
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Management])
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uﬁnqm Customer Insight Strategy [#18)
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