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CX Dashboard . playbook Customer Experience

Constructed & Designed by Chee Wan & Steven Pee
Playbook Usage
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Land/Expand Onboarding Adoption
Sales ‘ PARTNER
High Adoption
Customer Win
Onboarding Low Adoption
Playbooks
Customer Post PARTNER
Success Sales
Platform Adoption
Playbooks
Customer Post
Success Sales

Expand Retain

MKT Sales ‘

Explore Expansion
Options

Expansion Playbooks ~ Sales
Sales Retainment Playbooks .

Platform Usage Frequency

Playbooks
Customer Post
Success Sales

@ TREND?



© TREND¢

Thank You

December 1, 2023

(AL

= Bl
2 88 [‘ zzey 'n'_- ., O
t N “-ﬁtt‘: - Y N
| . = R
o R
' - 1:~~".’rt""a!
> o ~ - s 7
T T e e
L‘- 14 73 x
: = v N ¢ .
: Lo TR -t
&é.v .‘ o <=t % < —
- '.. ‘
oo, e T -
- &, -

Public -



