Customer Success:

OkenepT no Customer Success/Support/Experience MapuHa BocTpukoBa

MeHTOop, 6U3HEC-KOHCY/IbTOHT




O00 MHe

20+ neT B chepe NpoaaK U KJIMEHTCKOIO
cepBuUca

ABTOpP KHUMU, Youtube u Tenerpam-kaHasaa
«MapunHa BocTpuKoBa npo 6M3HeC n cepBUC»,
8000+ noaAoNNCYNKOB

MeHTOpP, 2KCcnepT no Customer
Experience/Support/Success/

Cnukep oTpacseBbliX KOHPePEHLUNN

YcnelwHblX onbIT CO3400HUA MeXOYHApPOoO4HOU
NnooLnEPXXKU HO MUP, HO CEMMU A3bIKAX




O yeM bygem
rOBOPUTbL?

BAXXHOCTb pab60Tbl C OTTOKOM
nna 6nsHeca

TUnNbl U CUTHAJIblI KITIMEHTCKOIO
OTTOKQO

KaKk paboTaTb C OTTOKOM

MeTPpUKM OTTOKQ

Koraa oTToOK — 3TO XOpoLo?




OTTOK - 2TO

noTeps KJIMEeHTOB B TeYyeHue onpepaesneHHoro nepuwoaa
BPpEeMEHMU




[lomepbl

KNneHT pacTtopraeT goroBop KNMeHT He 3aKioYaeT goroesop
C BAWEU KOMMNAHUNeH nocsie NMNOTHOIo NPOEKTA
KnMeHT He npogneBaeT goroBop KNMeHT OTKA3biBAETCA OT O4HOro

HQ HOBbIM Nepuoa n3 mopayneu npoaykta (downsell)




[loyemy OTTOK TOK BOXKEH
onsa 6usHeca?

CTOMMOCTD npumnBjievHeHUd HOBDIX

3
1 KJIMEHTOB CUJIbHO BbllLE, YEM
yaAep>XXaHUe CTApbIX
Bo3aMOXXHOCTHU up-sell n cross-
2 sell y Tekywunx KnmeHToB Bcergo 4

Bbille

BbiCOKUIM churn = ygap
No penyTauum KOMMNAHUU
HO PbIHKE

CurHanbl U NPUYUHDbI OTTOKO
O0AOT OCHOoBoONMoJsiaraiowme
MHCAUTDI A1 PA3BUTUS
npoaykTa n busHeca




OTTOK BO3MOYXEH HAa nobom atane
YXU3HEHHOIO UMK/IA KJIMEHTAO
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[lpeaoTBpALLEeHNEe OTTOKO - OCHOBHQOS
3agava Customer Success KomaHa!

TOP 3 OBJECTIVES OF
CUSTOMER SUCCESS PROGRAMS

Red h 66%
Increase product usage 65%
Increase renewa Is 37 %
Upsell and cross-sell 38%
Increase average revenue 399,



Tnnbl OTTOKO

BbusHecoBblIU




buaHecoBbIN

npo6aembl KIMeHTCKoro 6usHeca/cokpaleHune biromxetTos/6AHKPOTCTBO
cMmeHa YyemnuoHa/JIMNP (npuBoauUT CBOUX)
dopc-MmaXKopbl (KoBua, COHKLMU U TA)

KPls coTpyaHMKOB NO onTumusaumm satpat (Hantu gewesne nnm apPpeKkTuBHee)

KOOPAMNHAJIbHbIE UBMEHEHUSA B CTPATENMMN KOMMNAHUU (YXO4 OT BHELHUX PEeLUEeHUNn, XPOHEHHUEe
NepCOHAJIbHbIX AAHHbIX, BHEAPEHUE LEHTPAIM3OBAHHbIX PELUEHUIA U AP)



[TPOAYKTOBbIU

HEBO3MOXXHOCTb MHTErpauumn/HeT noaxoasLero Tuna MHTerpauum

60blUOE KOJIMYECTBO/KPUTNYECKME ANA KIMEeHTa 6aru
HeyaoOB/IeTBOPEHHOCTb B MICMOJ/Ib30BAHUN MPOAYKTO

nepexon Ha 6osiee BbirogHble aflbTePHATUBDI

C/IMLKOM 6onbline pecypcbl HO NoaAepP)XKY NPOAYKTA HO CTOPOHE K/IMEeHTA

nepexoj KJiMeHTa Ha BHYTPEeHHIOIO AJIbTEPHATUBY



KNMMeHTCKUuu

0ONITMU CPOK peLlleHUA TUKETOB U 3AMNPOCOB K/IMEHTO

HU3KUMN NPS

He BUOAT LeHHOCTb NPoAYKTA ans 6usHeca

nJaoxou npouecc onboarding KIMeHTa/He NOHANU KAK NMOJs1Ib30BATbLCH
KOHOJIUKT C MeHemMKEPOM/ICKANALNA PYKOBOACTBY BALIEN KOMMAHUMU

HeT AOoBepPUnd K AAHHDbIM



CuUrHasnol
OTTOKOQO




HW3Kas AKTUBHOCTb B UCMOJIb3OBAHUN NPOAYKTA
MpencrtaBuTeNn KJIIMEHTA HE NPUXOAAT HO BAXHbIEe BCTPeUYM
Bblipocno Konnmyectso 6aroB B NpoaykKTe

NMpob6nemHbin penns

PacxoxaeHune B A,OHHbIX B CUICTEME U HO CTOPOHE K/IMEHTO
YeMMnMOH NOKMHYJ1 KOMMNAHUIO

Mnoxo npowen QBR (Monyanu, panm HeraTuBHbiM duabek)
Huskum NPS



B KOMMOHUU MPOUIOLLJIU CTPYKTYPHbIE U3SMEHEHUS/peopraHmn3aLms
Qopc-maxxkopbl

O4yeHb 4O0NIro He OTBEYAIOT

CpPOKU MHTEerpaumm npoLusim, d oOHA He 3aBepLUEHA CO CTOPOHbDI KITMEHTO
Opyrne otaenbl HACTPOEHbI NpoTuB Bac (UT, aHAAIUTUKA)

3anpocunn bake-off — cpaBHUTENbHOE TECTUPOBAHME PELLEHNN

YacTo Ha $OTO C NnpeacTaBUTENAMN KOHKY PEHTOB:)

Havyanu sanep>XuBaTb perynapHbie MNJIATeXu

[110Xa9 KOMMYHUKALLUA MeXOy KOMAHOAMU/KOHONKT

YBoOJ/IbHEHUNe CSM



KAK BOBpema OT/IOBUTb CUTHQAJ
OTTOKQ?

KOMMYHUKALUHNA C KJI MeHTOB/.D,OBepMTeJ'IbeIe OTHOLWEeHUA

eXxeHeaenbHbli MOHUTOPUHI Aawb60opaa C XXU3HEHHDIM LLUKIOM MO BCEM K/IMEHTAM
co Bcen CS KOMOHAOOU. BO3MOXXEH TOJIbKO Npu cBOeBpeMEHHOM HAMOJTHEHUU U
AKTYQJIU3ALUNKN OT KOXKOOro 4YJeHa KOMaHObI

MOHUTOPUHI CUTYALUN HA PbIHKE (BepTUKAIb 6U3HECA, KOHKYPEHTbI, BHELUHWE
CUTYQALUM)

perynsipHble BCcTpeumn CS <> Sales, CS <> Account Management ¢ o6cyXgeHmem
nawéopna

perynspHble BCTPeUuu C NpoaYyKTOBOM KOMAHAOMU (penunsbl, 6aru, Kiao4vesble
angenTbl)

[TpaBUNO: YeM PAHbLLUE OTJIOBUTb CUrHAJ, TEM Bbllle LWAHC HE AOMYCTUTb OTTOK



KAK
PA6OTATH
C OTTOKOM




CxeMa oTpaboTKM OTTOKA

NpoeHTUdMKaumua cmrHana

/ N\

OueHKa $UHAIbHOTO NMHPOPMUPOBAHME

pPe3y/ibTATd U ) CBOMX KOMOHQ
pediekcua c KomaHgoum

Bblipab6o0TKA naaHao
QcKanaums 0EUCTBUU U

BHeApeHue

~_ -



PpenMBOPK NO paboTe C OTTOKOM

LWar OnuncaHne

Ha ocHoBe curHanoB onpenensem

YPOBEHb PMCKa OTTOKA H13knn/CpenHnin/BbiCoKnn

OnpenenﬂeM TUMN OTTOKa, NPUYNHDbI U

O6bcyxanaem ¢ CSM 1 opyrmm BoBneyeHHbIMM CTOPOHaMK, €CM TakKoBble Oblfn
BO3MOXXHble NocneacTBuUsd

bu3HecoBbI - Sales, Account
[MpoaykToBbIv - Product, Customer Support
KnueHTtckumn - CS Director, ppyrrne CSMbl

Pa3pabaTbiBaeM nnaH A4eUCTBUU C
BOB/eYeHneM Heob6xoaUMbIX KOMaH

B eanHou CTpaternn Cc aqpyrmMmn KoMaHoamMu BblIXOOANM K KITMEHTY C KOHKPETHbLIMW LLIalraMW.

BHegpsieM nnaH oencTemu . .
KoppekTunpyeM nnaH 4eENCTBUI B 3aBUCMMOCTU OT CUTYaLMm

[NloaBoauM UTOIU [Tpon3oLen oTTok/HeT. BbiBOAbI MO UTOraM paboTbl KOMaHAbI



Ob64a3aTenbHAA
pediekcus
aoa)xe, ecsim Bbl
NnpenoTBPATUNU
OTTOK!




A Churn notes!

HanuwuTte ona nonyyeHums
wabnoHa @tigerms




MeTPUKn
OTTOKO




OCHOBHQOA
dOpPMYJ1Id OTTOKO

Churn rate = MRR Tekywmnin nepmnoa/MRR npolnoro nepmona




MeTPUKUN OTTOKO

BOXXHO CMOTPETDb B PA3HbIX pa3pe3ax

Churn rate 3a kBapTan/ron
B MRR

Churn rate B paspese
npoaykros/moanyneun/ycnyr

Churn rate B paspese
BepTUKanen busHecaq, reo
U pasmepa KJIMEHTOB

Churn rate no CSM




OLEeHKA YPOBHSA OTTOKO

1 CTpeMMMCH K HYJTIO 3 MepcneKTuBbl KJIMEHTA

2 PuHaHcoBas 3pPEKTUBHOCTD 4 ycunua gna npeporepaleHuda




Koraa OoTToK —
9TO XOPOLUO?

OrpaHUYeHHOE KO/IMYECTBO PECYPCOB
COTPYAHMKOB, O KJIMEHT MAJIEHbKUMN.
MO>XXHO nepepacnpenenutTb Ha 6onee
KPYMHbIX KJIMEHTOB

Ha KnIMeHTa yxoauTt o4eHb MHOIo YaCoB
KOMAHAObI, YTO C TPYAOM MNMOKPbIBAET ero

onnatbl. High-demand KAWEHT

KIMEeHT TOKCUYHDbIU (LLOHTOXX TeHAepamu,
Henpod obuieHne ¢ Bawen KOMAHAOO0M)

KMUMeHT NN10X0 NAATUT

KAMeHT umeeT NAoxXylo penyTauuio
HQ pbIHKE




K1ro4yeBble Te3nchl

BbirogHee ygep>XXaTb CTAPOro, 4em npuBaeYb HOBOro

OCHOBHbI€ TUMbl OTTOKOB: 6U3HECOBbIN, MPOAYKTOBbIN U KIIMEHTCKUH

YeM paHbLle pacno3HATb CUTHAJIbI, YEM JlIerye ero HegonyCcTUTb

SdPeKTnBHAA pabOTA C OTTOKOM - KPOCC-KOMAHAHASA

MeTPUKU OTTOKA HY)XXHO CMOTPETDb B PA3HbIX pa3pe3ax: nepmoabl: 6u3HeC, COTPYLAHMUKM,
NPOAYKTbI

OTpa6OTKA BOZMOXXHOIo OTTOKA - 3TO peryampyemblii npouecc

DaKT OTTOKA - elle He KoHeLl, paboTbl HOA HUM



MapuHa BocTpukoBa @tigerms
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