FROM INSIGHT

An Al-Powered Playbook of
Prompts to Transform
Your Customer Experience
Strategy




Prompts

CUSTOMER EXPERIENGE
TRANSFORMATION

Thiscomprehensive resource provides actionable Al prompts
designed to help you transform your customer experience
strategy. Based on proven psychological principles and business
practices, these prompts will guide you in creating memorable
experiences that turn one-time buyers into lifelong advocates.

Customer experience has become the ultimate differentiator in

today's business landscape. Two companies can offer identical
products, yet one struggles with high refund rates while the other
enjoys raving fans and organic growth. The difference lies not in
what they sell, but in the experience they create around it.

This document organizes prompts into strategic categories that

follow the customer journey, from understanding psychological
principles to mapping touchpoints, creating extraordinary



experiences, automating with humanity, and turning problems
into opportunities.

By using these prompts with an Al assistant, you'll develop a
comprehensive framework for transforming your business's
customer experience within 90 days.



Prompts

CATEGORIES

UnderstandingCustomerPsychology

1.

Emotional Analysisof Customerinteractions

Actasa customerpsychologyexpert. Analyze these recent
customer interactions and identify the primary emotions
customers experienced at different touchpoints. For each
interaction, suggest how we could have better managed
these emotions to create more positive memories. Here are
the customer interactions to analyze: [Insert customer
service transcripts, reviews, or feedback].

Trust-Building Assessment

Evaluate our current trust signals across our digital

presence. Based on the trust equation (Credibility +
Reliability + Intimacy + Self-Orientation), identify where

we're strong and where we have gaps. Then, suggest

specific improvements we could implement within 30 days.
Here's information about our current digital presence: [Insert



website URLs, social profiles, and customer feedback about
trust].

Peak-EndRule Optimization

Act as a behavioral economist specializing in the peak-end
rule. Review our current customer journey and identify the
peak moments and ending moments that customers are
likely experiencing. Then suggest how we could redesign
these moments to create more positive memories. Here's
our current customer journey: [Insert description of
customer journey touchpoints].

Belonging Trigger Development

Create 5 specific ways we could trigger a sense of
belonging among our customers, similar to successful
campaigns like Coca-Cola's "Share a Coke." Consider our
product/service, target audience, and brand personality.
Here's information about our business: [Insert details about
your offering, audience, and brand voice].

ProgressRecognition System

Design a framework for recognizing and celebrating
customer progress as they use our product/service. Include
specific milestone markers, recognition methods, and
messaging approaches that will make customers feel their
growth is being acknowledged. Here's information about



how customers typically use our product over time: [Insert
details about product usage patterns and customer goals].

Deeper Needs Analysis

Act as a psychologist specializing in customer motivation.
Help me identify the deeper emotional needs and desires
that drive purchases in my industry. Go beyond surface-
level benefits to uncover the underlying psychological
motivations. Then suggest how we can better address these
in our customer experience. My industry and primary
offerings are: [Insert industry and product/service details].

BrandPersonality Consistency Audit

Analyze our customer communications across channels to
evaluate consistency in our brand personality. Identify any
disconnects where our tone, language, or approach differs,
and suggest how to create a more unified personality that
builds emotional connection. Here are examples of our
communications: [Insert marketing emails, social posts,
customer service responses, etc.].



Mapping the Customer Journey

8.

10.

HiddenTouchpoint Discovery

Actasa customer journey expert. Help me identify the

"hidden touchpoints" where customers interact with our
business in ways we might not be tracking or optimizing.
Consider digital and non-digital interactions that might be
influencing their experience. Here's what we know about our
current customer journey: [Insert your current understanding
of customer touchpoints].

Investigation Phase Optimization

Create a detailed analysis of howcustomers investigate our
business before purchasing. Include questions they're likely
asking, information they're seeking, and places they might
look for answers. Then suggest improvements to address
their concerns during this critical pre-purchase phase.
Here's information about our business and target audience:
[Insert business details and customer demographics].

Onboarding Experience Redesign

Designan onboarding sequence that helps new customers
feel confident in their purchase decision, understand how to
get value from our product, and know where to get help if
needed. Include specific touchpoint recommendations for the
first 30 days after purchase. Our product/service is:



1.

12.

13.

[Insert product/service details and current onboarding
process].

Long-term RelationshipFramework

Develop a framework for maintaining meaningful
relationships with customers between purchases. Include
content strategies, communication cadence, and value-
delivery approaches that keep us relevant in their lives.
Here's information about our typical customer lifecycle:
[Insert details about purchase frequency, customer lifetime,
and current retention efforts].

Customer Feedback Collection System

Design a comprehensive feedback collection system that
gathers honest insights throughout the customer journey.
Include methods, timing, question frameworks, and follow-
up processes that will yield actionable insights without
overwhelming customers. Here's information about our
current feedback approach: [Insert details about existing
feedback methods].

Friction Point Identification Workshop

Create a workshop framework our team can use to identify
friction points in our customer journey. Include specific

activities, questions, and evaluation methods that will help
us uncover pain points we might be missing. The workshop



14.

15.

should be designed for a [X]-hour session with [Y]
participants from different departments. Here's information
about our team structure: [Insert team details].

MagicMoment Inventory

Act as a customer experience designer. Help me identify
potential "magic moments" we could create throughout our
customer journey - times when we could exceed
expectations and create memorable positive experiences.
For each moment, suggest a specific implementation
approach that balances impact with feasibility. Our customer
journey typically includes these touchpoints: [Insert journey
touchpoints].

Customer ExperienceMapTemplate

Create a comprehensive template for mapping our full
customer experience. Include sections for touchpoints,
customer emotions, friction points, magic moments, and
improvement priorities. The template should be structured to
help us visualize the entire journey and identify key
opportunity areas. Here's information about our business
model: [Insert business model details].



Creating Unforgettable Experiences

16.

17.

18.

ConsistencyFramework Development

Designaframeworkthat helpsus maintain consistency in
our customer experience across all touchpoints. Include
standards, measurement approaches, and implementation
processes that ensure reliable delivery of our core
experience promises. Here's information about our current
approach to consistency: [Insert details about existing
standards and processes].

Personalization Strategy

Create a personalization strategy that makes customers feel
seen and valued without crossing into "creepy" territory.
Include data collection approaches, personalization
opportunities, and implementation methods that scale with
our business growth. Here's information about our current
personalization capabilities: [Insert details about your data
collection and personalization tools].

Proactive Communication System

Designa proactive communication system that anticipates
customer questions and concerns before they arise. Include
message templates, timing recommendations, and channel
selection guidance for different customer scenarios. Here's
information about common customer questions and
concerns: [Insert details about frequent customer inquiries].




19.

20.

21.

Transparency Policy Development

Create atransparency policythatbuildscustomer trust by
clearly communicating our processes, policies, and
limitations. Include specific language guidelines, information
disclosure recommendations, and implementation
approaches for different business areas. Here's information
about our current transparency practices: [Insert details
about how you currently communicate with customers].

Surprise and Delight Brainstorm

Generate 15 specific "surpriseand delight" ideas we could
implement for different customer segments and journey
stages. Each idea should be practical, scalable, and aligned
with our brand personality while creating genuine emotional
connection. Here's information about our brand and
customer segments: [Insert brand and customer details].

Customer Celebration Strategy

Design a strategyfor celebrating customer milestones and
achievements. Include different celebration approaches
based on milestone significance, personalization
opportunities, and implementation methods that scale.
Here's information about typical customer milestones with
our product/service: [Insert milestone details].



22. Human Connection Touchpoints
|dentify 10 specific touchpoints where we could increase the
human connection in our customer experience. For each
touchpoint, suggest practical ways to make the interaction
feel more personal and caring, even at scale. Here's
information about our current customer touchpoints: [Insert
touchpoint details].

23. Experience-Based Differentiation Analysis
Analyze howwe could differentiate our business through
customer experience rather than just product features or
pricing. Include specific experience elements that could
become our competitive advantage and implementation
approaches. Here's information about our competitors and
market position: [Insert competitor and market details].

24. Customer Community Building Framework

Design aframeworkfor buildingasense of community

among our customers. Include community structure,
engagement activities, and management approaches that
foster belonging while supporting our business goals. Here's
information about our customer base: [Insert customer
demographic and psychographic details].
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25. Experience Language Guide

Create a language guide forcustomer communications that
reflects our values and builds emotional connection. Include
phrasing examples, tone guidelines, and word choice
recommendations for different communication scenarios.
Here's information about our brand voice and values: [Insert
brand voice and values details].
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Automating with Humanity

26.

27.

28.

Smart Automation Assessment

Evaluate whichaspects of our customer experience could
benefit from automation while maintaining a human touch.
Categorize touchpoints into "automate fully," "partial
automation," and "keep human," with rationale for each
recommendation. Here's information about our current
processes: [Insert process details].

Email Automation Sequence Design

Design a comprehensive email automation sequence that
nurtures customer relationships from first purchase through
long-term engagement. Include message purposes, timing,
content approaches, and personalization opportunities.
Here's information about our typical customer lifecycle:
[Insert customer lifecycle details].

Support Automation Framework

Create a frameworkfor automating routine customer
support while ensuring complex issues receive human
attention. Include chatbot decision trees, handoff protocols,
and messaging approaches that maintain a caring
experience. Here's information about our common support
requests: [Insert support request details].
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29.

30.

31.

Authenticity in Automation Checklist

Develop a checklistourteamcanuseto evaluate whether
automated messages feel authentic and human. Include
specific criteria, examples, and improvement approaches for
messages that don't pass the evaluation. Here's an example
of our current automated communications: [Insert examples
of automated messages].

Personalization Scale Strategy

Designa strategyfor scaling personalization as our

customer base grows. Include data collection approaches,
segmentation frameworks, and implementation methods that
maintain personal touches even with thousands of
customers. Here's information about our growth projections
and current personalization: [Insert growth and
personalization details].

Automation Override Protocol

Create a protocolfor when and how humans should override
automated systems to provide exceptional customer care.
Include trigger situations, decision frameworks, and
implementation approaches that empower team members
while maintaining consistency. Here's information about our
current automation: [Insert automation details].



32. Feedback Automation Design

Design anautomatedfeedback collection and response system
that feels personal and thoughtful. Include timing
recommendations, question frameworks, and follow-up
protocols that gather actionable insights while strengthening
customer relationships. Here's information about our current
feedback process: [Insert feedback process details].



Turning Problems into Opportunities

33. Service RecoveryFramework

Createa comprehensiveframework for turning customer
complaints into loyalty-building opportunities. Include
response protocols, solution approaches, and follow-up
processes that transform negative experiences into positive
memories. Here's information about common customer
complaints: [Insert complaint details].

34. HEART Method Implementation Guide

Develop a detailed implementation guideforthe HEART
method (Hear, Empathize, Apologize, Resolve, Thank) in our
business. Include specific language examples, training
approaches, and measurement methods that help our team
master each step. Here's information about our current
complaint handling process: [Insert process details].

35. Anti-Fragile System Design

Design a system that helps ourbusiness become stronger
through customer problems rather than just recovering from
them. Include learning processes, improvement frameworks,
and implementation methods that transform complaints into
business enhancements. Here's information about recurring
issues we face: [Insert issue details].



36.

37.

38.

Problem Prevention Framework

Createa framework forpreventing common customer
problems before they occur. Include risk assessment
methods, proactive measures, and implementation
approaches for different business areas. Here's information
about problems we've experienced in the past: [Insert
problem details].

Response Time Standards

Develop response timestandards for different types of
customer communications, with rationale for each
timeframe. Include implementation approaches,
measurement methods, and recovery protocols for when
standards aren't met. Here's information about our current
response capabilities: [Insert response capability details].

Complaint Storytelling Framework

Create aframework for transforming resolved complaints
into powerful stories that demonstrate our values. Include
story structure, platform recommendations, and
implementation approaches that respect customer privacy
while showcasing our commitment to exceptional service.
Here's information about successfully resolved complaints:
[Insert complaint resolution details].
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90-Day Transformation Plan

39. Experience Audit Framework

Designa comprehensive framework for auditing our current
customer experience. Include evaluation criteria, data
collection methods, and analysis approaches that provide a
clear picture of our strengths and weaknesses. Here's
information about our business structure: [Insert business
structure details].

40.30-Day Foundation Plan

Create a detailed 30-dayplan for establishing the foundation
of our customer experience transformation. Include specific
activities, timelines, responsibility assignments, and success
metrics for this initial phase. Here's information about our
team and resources: [Insert team and resource details].

41. 60-Day Implementation Plan
Develop a detailed60-day planfor implementing key
experience improvements identified in our foundation phase.
Include prioritization frameworks, testing approaches, and
feedback mechanisms that ensure effective implementation.
Here's information about our improvement priorities: [Insert
priority details].



42. 90-Day Optimization Plan

Createa detailed90-day planfor optimizing and scaling our
customer experience improvements. Include measurement
approaches, refinement processes, and expansion
strategies that build on our initial successes. Here's
information about our business goals: [Insert business goal
details].

43. Experience Measurement Dashboard

Design a dashboardfor tracking keycustomer experience
metrics. Include metric definitions, data collection methods,
visualization approaches, and action-triggering thresholds
that help us maintain focus on experience quality. Here's
information about our current measurement capabilities:
[Insert measurement capability details].

44.Team Culture Development Plan

Createa plan for buildinga customer-centric culture within
our team. Include education approaches, recognition
systems, and communication methods that make customer
experience a priority for everyone. Here's information about
our current team culture: [Insert culture details].

45. Experience Maintenance System

Designasystem for maintainingcustomer experience
excellence over time. Include regular check-in processes,
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continuous improvement methods, and responsibility
frameworks that prevent experience quality from declining.
Here's information about our operational structure: [Insert
operational structure details].
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Implementation Strategy

Tomaximizethe valueof theseAlprompts, follow this strategic
implementation approach:

1. Strategic Assessment (Weeks1-2)

Start with the prompts in the "Understanding Customer
Psychology" and "Mapping the Customer Journey" sections.
These will give you foundational insights about your
customers' emotional needs and current experience. Use Al
to analyze your existing data and identify the biggest gaps
and opportunities.

Recommended starting prompts: #1 Emotional Analysis, #2

Trust-Building Assessment, #8 Hidden Touchpoint Discovery,
and #12 Customer Feedback Collection System.

2. Foundation Building (Weeks 3-4)

Based on your assessment insights, use the prompts in the
"Creating Unforgettable Experiences" section to develop your
core experience framework. Focus on consistency,
personalization, and transparency as your foundation.

Recommended starting prompts: #16 Consistency

Framework, #17 Personalization Strategy, and #19
Transparency Policy Development.
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:. Implementation Planning (Weeks 5-6)

Usethe promptsin the "90-Day Transformation Plan" section
to create a structured approach for implementing your
experience improvements. Break down the work into
manageable phases with clear success metrics.

Recommended starting prompts: #39 Experience Audit
Framework, #40 30-Day Foundation Plan, and #43
Experience Measurement Dashboard.

a. Priority Execution (Weeks 7-10)

Implement your highest-priority experience improvements
based on your foundation plan. Use the relevant prompts
from all sections to develop specific solutions for your priority
areas.

s. Problem-Solving Framework (Weeks 11-12)

Usethe prompts in the "Turning Problems into Opportunities”
section to develop your approach for handling customer
issues in ways that build loyalty rather than damaging it.

Recommended starting prompts: #33 Service Recovery
Framework and #36 Problem Prevention Framework.

6. Automation Development (Ongoing)
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As you implement your experience improvements, use the
prompts in the "Automating with Humanity" section to

develop systems that scale your personal touch without
losing authenticity.

Recommended starting prompts: #26 Smart Automation
Assessment and #29 Authenticity in Automation Checklist.

. Continuous Optimization (Ongoing)

Use the measurement dashboard you developed to track the
impact of your experience improvements. Return to relevant

prompts as needed to refine your approach based on
customer feedback and business results.
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To maximize the value of these Al prompts

IMPLEMENTATION STRATEGY

follow this strategic implementation approach

LAYING THE
FOUNDATION

delivery gaps.
Establish core CX pillars: consistency,
personalization, and transparency.
Use data + early prompts o identify biggest
opportunities and risks.

DRIVING EXECUTION

Secure leadership alignment and activate
transformation sponsors.

Execute priority improvemeants with ROI tracking)

(revenue, retention, cost),

SUSTAINING IMPACT

Diagnose customer psychology, emotional Develop a phased 90-day transfermation plan Anticipate and mitigate CX risks before they
drivers, and hidden pain points, with clear metrics. escalate.
Map custemer journeys and align promise-to- Build a dashboard 1o measure outcomaes and Turn service recovery into loyalty-building
rafine priosities. appariunities

Deploy KIMS™ to scale pilots globally while
maintaining authenticity.

Lock in improvements by embedding workflows

into enterprise DNA

EEREEE T |
Strategic Foundation Implementation Prierity Problem~=Solving Automation and
Assessment Building ng Execution Framework Sealing
(Weeks1-2) (Weeks 3-4) (Weeks 5-8) (Weeks 7-10) (Weelks 11-12) (ongoing)
Lay the foundation by Establish consistency, Translate insights into a Execute high-priority CX Turn prablems into Scale CX without lesing
analyzing customer personalization, and structured, phased and Opox improvements Opporunities by designing authenticity by embedding
psychology and mapping transparency as the transformation plan with based on the foundation systems that build loyalty autamation that drives
journeys to identify critical| | backbene of unforgettable clear success metrics #38 plan, using targetad during service recovery adoption and locks in
gaps and opportunities. experiences. Experience Audit prompts for maximum 433 Service Recovery vl
#1 Emotional Analysis #16 Consistency Frameworh Framewori impact. Framework #26 Smart AuTomation
#2 Trust-Building # 17 Personalization Strateg) #40 30-Day Foundation Apply felevint prompts #36 Problem Prevention Assassment
Assessmant #19 Transparency Policy Plan from all sections to priority Framewark #29 Authenticity in
WE Hidden Touchpoint Development #43 Experience areas. Automation Checklist
Discovery Measurement Dashboard Develop a success tracker
#12 Customer Feedback showing before/after impac)
Collection System on op 3 KPS,
L. - L S N 4 L PN "
——— ] | | 1 |
T T T
Foundation Alignment ,_( Execution Roadmap )—\ Sustained Impact

CX™ Approach: Map journeys, analyze customer
psychology, and align promise-to-delivery. Apply Lean Six
Sigma + creative problem-solving to define core CX pillars

(consistency, personalization, iransparency).
KIMS™ Methodology: Capture diagnosties into
standardized workflows. Provide a singlé source of truth fo
pain points and use Al prompts to surfaca hidden risks.

CX™ Approach: Build a 90-day roadmag, Secure Sponsor
alignment, and pilot quick wins. Track ROI through
retention, Cost-1o-serve, and delivery Speed.
KIM5™ Methedology: Embed the roadmap in workflows
with milestones, dashboards, and alerts. Link execution
directly to financial KPis for evidence-based tracking.

CX™ Approach: Anticipate risks, apply Service recovery
pratocols, and foster continuous learning, Scale proven
pilots inlo enerprise-wide playbooks
KIMS5™ Methodology: Automate issue resolution with
losed-loop feedback. Use Al modeling to test solutions a
eplicate workflows globally, embedding imprevements in
enerprise DNA.

Working Effectively with Al

Togetthe most value from these prompts:

1. Provide context: Always give the Al detailed information
about your business, customers, and current situation when
using these prompts.

2. Iterate on responses: If the initial Al response doesn't fully
address your needs, refine your prompt or ask follow-up
guestions to get more specific guidance.
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3. Combine insights: Use the Al to synthesize information from
multiple sources, including customer feedback, industry
research, and your own business data.

4. Customize approaches: Adapt the Al's suggestions to fit your
specific business context and customer needs.

5. Document learnings: Keep a record of the most valuable
insights and approaches you discover through these prompts,
building your own experience playbook over time.

Remember that the Al is a thought partner in your experience
transformation journey. The most powerful results will come from
combining the Al's suggestions with your unique understanding
of your business and customers.

By working through these prompts strategically over 90 days,
you'll develop a comprehensive customer experience framework
that transforms one-time buyers into lifelong advocates. This
transformation won't just improve your customer satisfaction
metrics—it will fundamentally change how your business grows,
reducing acquisition costs and increasing referrals, retention, and
lifetime value.

Your customer experience journey starts now. Begin with your
first prompt today.
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Let’'s Transform Your Customer Experience
Together

Kaleidoscope International has helped large and mid-sized
companies build trust, enhance retention, and achieve operational
excellence that lasts.

We work at the intersection of Customer Experience (CX) and

Operational Excellence (Opex) — uncovering the hidden gaps
that quietly sabotage service and turn them into opportunities
for measurable growth.

Now it's your turn. Start your journey from insight to impact

today.

Contact us: info@kaleidoscope-int.com

https://calendly.com/jamoah-1-kaleidoscope-meetings/15min

Visit: https://kaleidoscope-int.com
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