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H we are recruiting for positions in our call
The Recipe oar

center. Most call centers deal with an
exceptionally high turn over rate.
toa

QCSS uses aunique blend of qualities when

G re at What makes some call center agents excel
in their environment while others fail? How

can certain reps seamlessly acclimate to
Callcenter new programs whil e

ot her s

What differentiates a happy employee from

Agent! an unhappy one?

Or perhaps the most important question
how can we indentify the potential w

is:
ithin

each employee and how do we then retain

them?

There are many traits that make a good call center agent. QCSS looks for three main
indicators in every applicant or prospective employee. These indicators are:

Competencies obviously hold the most weight when we look at a candidate. It is the

key to understanding if they have the skills , knowledge , and the ability to perform  at the
exceptional level our clients require. We are looking not only for people with technical
computer skills but for people who can communicate an inan

effective passionate manner . We are also looking for prospects that can listen well and

know when it is the right time to respond.

In addition to listening and n skills we are looking for problem solvers . We

need agents that can think on their feet and leave each caller with a positive feeling.

Personality s a very important element of call center work. Every call must be

treated differently and we look for people that can blend their personality  into to each call

in an appropriate way. We want our agents to be conversational so as not to sound

scripted. What will set us apart from another caller?

Di fferent project require different personalit
service. We match our agents to a program where they will excel and thrive.

Motivational Level is another key to a successful agent. QCSS seeks out who

are genuinely interested in pursuing  product & industry knowledge . We are not just hiring
call center reps - we are hiring seasoned professionals who see a future with our company.

We evaluate our reps to determine those who are showing dedication, accountability and
ownership of every project and every call.

For more information on how QCSS has of employee rete
tenure and turnover please call 888.229.7046

ntion

No matter what size company you are it can

be difficult to manage all of your customer

service and . You also may
feel that outsourcing is not a valid solution to

you because of expense - this is a common
misconception.

Even if you are a one -man show you can and should outsource your
appointment setting. It is an and costs a lot less than
you think. When you hire on a call center you are adding an entire
sales team to your company.

Our reps are o0in your office6 even when
out for sick days or vacation. Plus, thisis a for your

prospects! The Customer Relationship Specialists will be trained on every

aspect of the business so they can answer questions with ease and confidence.

All of your appointments will go so there will never be a
mi ssed appointment. You will also recei
all the appointment information, qualifiers and a detailed synopsis of the call.

Additionally we send out an email to the prospect with information on your company so
that before you meet with them they have a reminder from your company of the
appointment time and further information on your company for their review.
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Appointment settingisa  solid proven strategy . Repeated relationship building drives a

contact to engage in business. This first contact has to start with a

some of the best sales reps out there can struggle with the cold calling element of their
sales cycle. It can be difficult and discouraging for a sales rep to have to get through
gate keepers and set that first appointment. When you allow a professional

appointment setter to take that aspect of your sales cycle over it leaves you and your
sales people to do the things that they understand and perform best at: selling. You will
be able to and closing those appointments
instead of all the administrative tasks and challenges of appointment setting.

For more information please call
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