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In this completely revised and updated edition of the customer service classic
(more than 600,000 copies sold), Carl Sewell enhances his time-tested advice
with fresh ideas and new examples and explains how the groundbreaking “Ten
Commandments of Customer Service” apply to today’s world.

Drawing on his incredible success in transforming his Dallas Cadillac dealership
into the second largest in America, Carl Sewell revealed the secret of getting
customers to return again and again in the original Customers for Life. A lively,
down-to-earth narrative, it set the standard for customer service excellence and
became a perennial bestseller. Building on that solid foundation, this expanded
edition features five completely new chapters, as well as significant additions to
the original material, based on the lessons Sewell has learned over the last ten
years.

Sewell focuses on the expectations and demands of contemporary consumers and
employees, showing that businesses can remain committed to quality service in
the fast-paced new millennium by sticking to his time-proven approach: Figure
out what customers want and make sure they get it. His “Ten Commandants”
provide the essential guidelines, including:

• Underpromise, overdeliver: Never disappoint your customers by charging them
more than they planned. Always beat your
estimate or throw in an extra service free of charge

• No complaints? Something’s wrong: If you never ask your customers what else
they want, how are you going to give it to them?

• Measure everything: Telling your employees to do their best won’t work if you
don’t know how they can improve

• Borrow, borrow, borrow: Sewell, for example, learned about hospitality from
Japanese culture, cleanliness from Disney, and
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politeness from his mother.
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In this completely revised and updated edition of the customer service classic (more than 600,000 copies
sold), Carl Sewell enhances his time-tested advice with fresh ideas and new examples and explains how the
groundbreaking “Ten Commandments of Customer Service” apply to today’s world.

Drawing on his incredible success in transforming his Dallas Cadillac dealership into the second largest in
America, Carl Sewell revealed the secret of getting customers to return again and again in the original
Customers for Life. A lively, down-to-earth narrative, it set the standard for customer service excellence and
became a perennial bestseller. Building on that solid foundation, this expanded edition features five
completely new chapters, as well as significant additions to the original material, based on the lessons Sewell
has learned over the last ten years.

Sewell focuses on the expectations and demands of contemporary consumers and employees, showing that
businesses can remain committed to quality service in the fast-paced new millennium by sticking to his time-
proven approach: Figure out what customers want and make sure they get it. His “Ten Commandants”
provide the essential guidelines, including:

• Underpromise, overdeliver: Never disappoint your customers by charging them more than they planned.
Always beat your
estimate or throw in an extra service free of charge

• No complaints? Something’s wrong: If you never ask your customers what else they want, how are you
going to give it to them?

• Measure everything: Telling your employees to do their best won’t work if you don’t know how they can
improve

• Borrow, borrow, borrow: Sewell, for example, learned about hospitality from Japanese culture, cleanliness
from Disney, and
politeness from his mother.
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Editorial Review

Review
Stanley Marcus If you don't learn from this book, it's your fault. -- Review

From the Publisher
The art of developing the long-term customer relationships that are the lifeblood of every successful
enterprise.

"Sewell's fundamentals are to an entrepreneur what the three R's are to a teacher...required reading."--Harvey
Mackay, author of Swim With The Sharks

From the Inside Flap
In this completely revised and updated edition of the customer service classic (more than 600,000 copies
sold), Carl Sewell enhances his time-tested advice with fresh ideas and new examples and explains how the
groundbreaking "Ten Commandments of Customer Service" apply to today's world.
Drawing on his incredible success in transforming his Dallas Cadillac dealership into the second largest in
America, Carl Sewell revealed the secret of getting customers to return again and again in the original
"Customers for Life. A lively, down-to-earth narrative, it set the standard for customer service excellence
and became a perennial bestseller. Building on that solid foundation, this expanded edition features five
completely new chapters, as well as significant additions to the original material, based on the lessons Sewell
has learned over the last ten years.
Sewell focuses on the expectations and demands of contemporary consumers and employees, showing that
businesses can remain committed to quality service in the fast-paced new millennium by sticking to his time-
proven approach: Figure out what customers want and make sure they get it. His "Ten Commandants"
provide the essential guidelines, including:
- Underpromise, overdeliver: Never disappoint your customers by charging them more than they planned.
Always beat your
estimate or throw in an extra service free of charge
- No complaints? Something's wrong: If you never ask your customers what else they want, how are you
going to give it to them?
- Measure everything: Telling your employees to do their best won't work if you don't know how they can
improve
- Borrow, borrow, borrow: Sewell, for example, learnedabout hospitality from Japanese culture, cleanliness
from Disney, and
politeness from his mother.

Users Review

From reader reviews:

Christina Love:

Do you have favorite book? When you have, what is your favorite's book? Reserve is very important thing
for us to know everything in the world. Each guide has different aim or goal; it means that e-book has
different type. Some people truly feel enjoy to spend their the perfect time to read a book. They can be



reading whatever they acquire because their hobby is definitely reading a book. What about the person who
don't like examining a book? Sometime, particular person feel need book if they found difficult problem as
well as exercise. Well, probably you will need this Customers for Life: How to Turn That One-Time Buyer
Into a Lifetime Customer.

Karen Bell:

This Customers for Life: How to Turn That One-Time Buyer Into a Lifetime Customer book is just not
ordinary book, you have after that it the world is in your hands. The benefit you have by reading this book is
definitely information inside this publication incredible fresh, you will get info which is getting deeper you
read a lot of information you will get. That Customers for Life: How to Turn That One-Time Buyer Into a
Lifetime Customer without we realize teach the one who reading it become critical in contemplating and
analyzing. Don't become worry Customers for Life: How to Turn That One-Time Buyer Into a Lifetime
Customer can bring whenever you are and not make your tote space or bookshelves' grow to be full because
you can have it in the lovely laptop even cellphone. This Customers for Life: How to Turn That One-Time
Buyer Into a Lifetime Customer having fine arrangement in word and also layout, so you will not truly feel
uninterested in reading.

Evelyn Garcia:

The experience that you get from Customers for Life: How to Turn That One-Time Buyer Into a Lifetime
Customer may be the more deep you digging the information that hide into the words the more you get
interested in reading it. It does not mean that this book is hard to recognise but Customers for Life: How to
Turn That One-Time Buyer Into a Lifetime Customer giving you enjoyment feeling of reading. The writer
conveys their point in selected way that can be understood by means of anyone who read the item because
the author of this publication is well-known enough. This specific book also makes your personal vocabulary
increase well. So it is easy to understand then can go with you, both in printed or e-book style are available.
We highly recommend you for having this particular Customers for Life: How to Turn That One-Time Buyer
Into a Lifetime Customer instantly.

John Threadgill:

Reading a guide tends to be new life style with this era globalization. With reading through you can get a lot
of information that could give you benefit in your life. Having book everyone in this world can easily share
their idea. Ebooks can also inspire a lot of people. A lot of author can inspire their particular reader with their
story or maybe their experience. Not only the storyline that share in the textbooks. But also they write about
advantage about something that you need illustration. How to get the good score toefl, or how to teach your
kids, there are many kinds of book that you can get now. The authors in this world always try to improve
their talent in writing, they also doing some investigation before they write with their book. One of them is
this Customers for Life: How to Turn That One-Time Buyer Into a Lifetime Customer.
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