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Course Introduction

In today’s hyper-competitive business landscape, leveraging customer loyalty and advocacy is essential for
sustainable growth. A well-structured Customer Referral Program combined with Support Involvement
empowers organizations to amplify brand reach, boost customer retention, and maximize revenue streams.
Customer Referral Programs and Support Involvement Training Course equips participants with actionable
strategies, data-driven insights, and industry best practices to transform satisfied customers into active
brand ambassadors. By integrating advanced referral techniques with proactive support engagement,
businesses can enhance customer experience, increase lifetime value, and cultivate a culture of brand
advocacy.

The course emphasizes practical application through real-world case studies, interactive workshops, and
performance-driven exercises. Participants will gain hands-on experience in designing referral campaigns,
optimizing support touchpoints, and measuring program effectiveness using analytics and KPIs. By the end
of the training, professionals will be proficient in harnessing the power of customer-centric strategies, digital
engagement tools, and influencer-driven referrals, positioning their organizations to thrive in an era of
hyper-personalization, Al-enabled support, and viral marketing techniques.

Programme Curriculum

Customer Referral Programs and Support Involvement Training Course
Introduction

In today’s hyper-competitive business landscape, leveraging customer loyalty and advocacy is essential for
sustainable growth. A well-structured Customer Referral Program combined with Support Involvement
empowers organizations to amplify brand reach, boost customer retention, and maximize revenue streams.



Customer Referral Programs and Support Involvement Training Course equips participants with actionable
strategies, data-driven insights, and industry best practices to transform satisfied customers into active brand
ambassadors. By integrating advanced referral techniques with proactive support engagement, businesses can
enhance customer experience, increase lifetime value, and cultivate a culture of brand advocacy.

The course emphasizes practical application through real-world case studies, interactive workshops, and
performance-driven exercises. Participants will gain hands-on experience in designing referral campaigns,
optimizing support touchpoints, and measuring program effectiveness using analytics and KPIs. By the end of
the training, professionals will be proficient in harnessing the power of customer-centric strategies, digital
engagement tools, and influencer-driven referrals, positioning their organizations to thrive in an era of hyper-
personalization, Al-enabled support, and viral marketing techniques.

Course Duration
5 days
Course Objectives

Understand the principles of customer referral marketing and its business impact.
Design and implement high-converting referral programs.

Leverage customer support touchpoints to enhance advocacy.

Apply data analytics to optimize referral campaigns.

Increase customer engagement and retention through proactive support.
Develop brand ambassador programs to drive organic growth.

Integrate Al and automation tools for scalable referral initiatives.

Craft personalized incentives to maximize participation.

Use social proof and testimonials to boost credibility.

Monitor key performance metrics (KPIs) for program success.

. Analyze competitive referral strategies and industry benchmarks.

. Enhance cross-functional collaboration between marketing and support teams.
. Apply real-world case studies to replicate successful outcomes.
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Target Audience

Customer Success Managers
Marketing Professionals

Sales Managers

Support Team Leaders

Business Development Executives
Product Managers

CRM Specialists

Entrepreneurs and Startup Founders
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Course Modules
Module 1: Introduction to Customer Referral Programs

e Fundamentals of referral marketing
e Types of referral programs

e Benefits to acquisition and retention
e Psychology behind referrals



e Case study: Dropbox’s viral referral strategy
Module 2: Customer Support Involvement

e Role of support in brand advocacy
Turning support interactions into referrals

Customer satisfaction as a referral driver

Measuring support impact on loyalty

Case study: Zappos’ proactive support model
Module 3: Designing a Referral Program

e Setting objectives and KPls

Choosing reward structures

Leveraging digital platforms

Personalization strategies

Case study: Airbnb’s referral program evolution

Module 4: Incentives and Gamification

e Types of referral incentives

Gamification techniques

Boosting engagement through rewards
Balancing cost vs. ROI

Case study: Uber’s gamified referral campaigns

Module 5: Marketing Channels for Referrals

e Social media integration

Email marketing strategies

Influencer partnerships

Mobile app referrals

Case study: Tesla’s referral program via social channels

Module 6: Analytics and Performance Tracking

o Referral tracking tools

Measuring engagement and conversion

Analyzing customer segments

Optimizing campaigns with data

Case study: SaaS company improving referrals via analytics

Module 7: Integrating Support and Marketing Teams

Cross-functional collaboration
Feedback loops between support & marketing

Creating seamless referral experiences

Shared KPIs for success

Case study: HubSpot's integrated support-marketing approach
Module 8: Real-World Implementation & Scaling

e Launch strategies for referral programs



Scaling successful campaigns

Common challenges and mitigation

Continuous improvement techniques

Case study: Dropbox scaling global referral initiatives

Training Methodology
This course employs a participatory and hands-on approach to ensure practical learning, including:

¢ Interactive lectures and presentations.

Group discussions and brainstorming sessions.
Hands-on exercises using real-world datasets.
Role-playing and scenario-based simulations.
Analysis of case studies to bridge theory and practice.
Peer-to-peer learning and networking.

Expert-led Q&A sessions.

e Continuous feedback and personalized guidance.

Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of this training, participants will be issued with a globally- recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

c. Course duration is flexible and the contents can be modified to fit any number of days.

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon
successful completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at least a week before commence of the training, to FINESKILL TRAINING
CENTER account, as indicated in the invoice so as to enable us prepare better for you.

Upcoming Scheduled Sessions

Start Date End Date Location Price
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10 Aug 2026

17 Aug 2026

24 Aug 2026

31 Aug 2026

07 Sep 2026

14 Sep 2026

21 Sep 2026

28 Sep 2026

14 Aug 2026

21 Aug 2026

28 Aug 2026

04 Sep 2026

11 Sep 2026

18 Sep 2026

25 Sep 2026

02 Oct 2026

Online

Online

Online

Online

Online

Online

Online

Online

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

$1,100

$1,100

$1,100

$1,100

$1,100

$1,100

$1,100

$1,100

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com


https://www.fineskilltrainingcenter.com/courses/customer-referral-programs-and-support-involvement-training-course

