
Professional Services

Report Card
Healthcare, veterinary, legal, financial, real estate, and other professional services have a vested
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The CRI REPORT card Program

CRI provides a proactive program to assure satisfaction and turn negative experiences into win/win
situations for your clients and you. The key mechanisms include—

A schedule of follow-up phone calls designed to catch your client at home, work,
or by cell—any number the client has provided as a contact. We let you know within
24 hours of any situations that need your immediate attention.

A Report Card designed to readily assess customer satisfaction, uncover any dissatisfaction, and
encourage the customer to allow remedial
action when called for. Or hopefully, provide
an opportunity to feedback a positive
customer experience.

An online Report Card option to assure a convenient and more comfortable avenue for feedback.
CRI hosts this survey for you to assure your clients’ comfort and sense of anonymity with a
convenient link to CRI’s own site: www.OurReportCard.com/CompanyName.

Monthly tracking reports provide snapshots by month, location, service provider, and more in order
to identify bright spots, problem areas, opportunities, and trends.
These reports can also serve in administering bonus and incentive
programs, employee of the month programs, and other internal
initiatives.

The Follow Up Report Card is the way to measure satisfaction,
increase loyalty, increase referrals, assure continual improvement,
and discover any hot spots in need of immediate attention for a
wide range of professional services—

Medical Offices & Clinics  Chiropractic Offices  Veterinary Services  Legal Offices 
Real Estate  Financial & Investment Services

The key to a successful Follow Up Report Card program is timeliness. With
CRI’s 100-station phone center, we are able to begin making contact with

your clients within hours of their service experience.
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