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Course Objectives

After completing this course
you will be able to:

Define rapport building

Relate to the concept of building
rapport from the perspective of a
tele-executive

List the benefits of building rapport
with our customers

List the components of building
rapport

Demonstrate an understanding of
the components of building rapport
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Click on next to continue
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What is building rapport?
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Knowledge Check

When does the process of
rapport building begin?

A. When you meet the customer B. When you introduce yourself

C. When you start your shift D. When you end the call



Building Rapport

Why is building rapport important?

Why is Building Rapport
important?
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Why is Building Rapport
important?

—

It makes our customers feel valued

—

Helps us gain insights into their
requirements

It is part of the SOP

It is not important



Components of building rapport

What are the components

Building Rapport

of building rapport?

=

Effective
Communication

\ 4

Showing
Empathy

Winning
Customer
Confidence

Wi

Keeping
Customers
Satisfied
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Components of building rapport
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Thank You!

Now let’s start
building.
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