HOW TO
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CLOSING DEALS IN THE NEW NORMAL
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Problems

Companies who buy from

us are trying to solve one

or more of these three key
business prohlems:

CHAPTER 8

Outcomes

Companies who have
worked with our company
have achieved these types

of results:

External Triggers

Companies who have truly
engaged in looking at us
as a partner have heen
triggered hy:

CREATING YOUR PROBLEM MESSAGE

Internal Triggers

Companies who have decided
to move forward usually did
so under these conditions:

\. Compliance challenges and
liawility created vy the rold of
C¥P® and TCPA.

2. Lack of ctrategic paginen~
ship Wheie vendoks age eat-
tive and not invested in process
improvement.

2a. Moge info: Worgtied avout
the gight engagement. Greaten.
focus on relationshipengage-

77 | ment with theie pagdner. due

to peaformance provlems (SLA
andsop. SOW failune of cugaent
vendogs). Client now feels they
need do get more invovled to
impRove pegformance.

3. Collections protess and
interaction that is moge focused
on evenue and less on customer
efperience and vrand protec-
tion.

4. Pain: Customer is getting
pressure to peduce efpenses
WiITHOUT reducing customers.

\. Decpeased CFPLB ik

threough proactive audits and

compliance management sys-

tems. (protect clients fzom

CFPB fines, TCPA lawsuits
a. wisk mitigating technol-
ogy (dlicker- app and voice
analytics, thought leader~
ship)

2. Poactive use of ana~
Lytics o monitor Consumer-
trends and diive process
improvement recommendations.
(transparent, agile, engaged
patdnedship)

. improved (ustomer geten-
tion and eppetience diiven by
situational Responses (rafted
to drive WPS while maintain-
ing performance. (Betten.
stores on the custome serwvice
hall of shame @anking) could
also tie analytics to

\. Pending audit, dass action
lawsuit, agenty veing investi-
gated.

2. Fausteation with loack of
engagement of cugent vendok
nebwork in pardicipating in
stiategic improvements.

3. ncrease in ChurnAoll
Rate, bad press tied o
bkand, poot venthmagking
studies.

\. Regulatory pressures

2. Pressure to focus on quality
metrits and not just pevenue
(approach to customer inkerac-
ton)

. Eafnings/Epense pressuie
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Problems

Companies who buy from

us are trying to solve one

or more of these three key
business problems:

Outcomes

Companies who have
worked with our company
have achieved these types

of results:

External Triggers

Companies who have truly
engaged in looking at us
as a partner have been
triggered hy:

Internal Triggers

Companies who have decided
to move forward usually did
so under these conditions:
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