CUSTOMER PLANNING PROCESS
Day 2
Review of Previous Day

w Welcome back. T hope you all had an evening of reflection and were able to complete any outstanding
assignments. ['m going to use this first half-hour to review what we covered yesterday as well as play a game.
So, let’s get started.
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B Announce the title of the game — "Your Only Customer."
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B Renind the participants that 100% accountability is paramount to their success as
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