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Backgrounder
A New Approach to Increased Customer Retention and Improved Profitability Relationship Poker™ The Profitability Play
Vancouver BC – CEOs, boards of directors and shareholders have a new tool in their arsenal to increase profitability.  Relationship Poker™ The Profitability Play is an engaging new management tool developed by well known marketer and customer strategist Jan Pezarro.   The Profitability Play is a unique approach that includes a suite of proprietary tools, training and research all designed to enable companies to increase customer retention and improve profitability. Relationship Poker is grounded in research from the leading business thinkers in North America, best practices of Fortune 500 companies, established adult education principles and a great deal of field  experience.
“Would your executives rather talk about relationships or play poker?” asks Jan Pezarro, president Quay Communications.  And she continues, “The full potential of a positive customer relationship is there for the taking by management teams who know how to embed a customer centric approach in their organization.  We make the learning experience engaging and fun.”

There are four steps in activating The Profitability Play:

· Relationship Poker executive workshops provide executives with a tool box and a common vocabulary.  A portion of the workshops is actually a poker tournament, played with a custom card deck, poker chips, and prizes.  Playing cards are one of the oldest and best understood means of categorizing and organizing information, and the combination of tactile and visual cues make them a particularly effective teaching aid for adults.

· Customer Relationship Strategy provides the detailed roadmap to improved profitability.  
· Project Management Services translate ideas into actions. 

· Implementation of ongoing Performance Measures monitor program results 

Relationship Poker transforms the way participants think about customers, the customer relationship and their individual roles in achieving customer satisfaction and increased profitability. Any company, small or large, will benefit from this engaging and memorable experience with the power of a customer centric approach.  One and two day workshops are available for groups of 12 – 24 participants. Details at www.relationshippoker.com.
Jan Pezarro served as president and CEO for West Coast Express, executive director Marketing & Sales Blackcomb Skiing Enterprises and was the first VP Marketing & Customer Services for TransLink. More recently she was COO at Stratford Internet Technologies and is now an entrepreneur and management consultant based in North Vancouver. The sustained level of customer satisfaction under her stewardship as CEO with West Coast Express was recognized with the prestigious year 2000 Quality Council of BC Award of Distinction.  Pezarro is well known for her achievements in new products and services launches and for building market share for existing businesses.  She has been the recipient of numerous industry awards for marketing, service quality and program design.
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Quay Communications Inc 994 Roslyn Boulevard North Vancouver, BC V7G 1P3

Tel 604.924.0632 Email info@relationshippoker.com


