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For customer teams managing
the commercial conversation
or not—understanding and
impacting the health of
upcoming renewals is a team
sport
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RENEWAL HEALTH REPORT VALUE PROPOSITION

LEADERS

A clear forecast alongside current risk

levels puts you in the operator’s seat
of your organization. Develop stability
and avoid churn or contraction
landmines. Quickly identify overdue
renewals to recapture lost business
and coach your team

ADMINS

Sit thoughtfully in reality to
operationalize the right processes to
deliver on team objectives. Gain insight
into what is working in your customer
organization, and what needs to be
reevaluated

No more surprise churn. Identify risky
accounts early to effectively mitigate
losses and socialize product or service
needs in advance of the renewal
window. Reallocate your limited time
to customers you can save




. | DEVELOPING A CULTURE
1| OF DAILY FORECASTING

8 . e Effective planning requires three things:
runway, data, and having the right people to
delegate the work to

e F[orecasting is forced planning. Any kind of
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on your own?
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e Developing business acumen comes from
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