THE CUSTOMER
HEALTH SIGNAL MAP

See valve, risk and potential

before they become surprises.
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CUSTOMER HEALTH
IS NOT ONE SCORE.
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“MAP FIVE SIGNALS

> | VALUE — outcomes achieved? |

4 (28 RELATIONSHIP — adse cmetin?
s RlSK — warning sigm

- POTENTIAL — next useful oun‘come%,

e (03 / 05) e

— @ mybusinessnofesdoﬂom —




® & ¥ & & ® 8 6§ ¥ & ® ¥ 6 & &

\ /

@/ + \’\ = | FRAGILE Py

adoption =
STRONG WEAK e Fmgile

VALVE ADOPTION

S
/ s O < | High adoption
|+ new need =
' expansion

HIGH NEW
ADOPTION NEED

Low value
| +rising risk =
t intervention

RISK

3 Signals quide the =3
—/ next conversation. \£

—

04 / 05 @mybusinessnotesdotcom



> DO NOT WAIT ~
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