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Linking Employees, Customers and Profits

Building the Strategic Value Vision
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approach starts by working with our
client’s to understand who their most
profitable customers are and what
percentage of their current customers
represent these target buyers. We also
identify what types of employees will
best meet the needs of our target
customers.
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We then define the results we are trying to create for target
customers, with a specific emphasis on identifying the customer
behaviors we need to influence that will have the greatest
impact on improved financial performance. Next, we define the
operating strategy that will deliver on the value proposition the
capabilities and systems that will need to be in place to ensure
success.

It's a powerful model that helps an organization align Marketing,
HR and Operations toward a common purpose. By focusing how
we influence specific customer behaviors and increasing revenue
and contribution faster than operating costs, we are able to
build a compelling business case around the impact of focusing
on having the right employees, serving the right customers
through the most cost effective channels.

As a result of partnering with SPCI to build the Strategic Value
Vision, our client are able to:

e Better understand which customers represent greater
profitability and the degree to which their current operating
strategy is design to attract and retain these customers

¢ Identify which customer behaviours will have the biggest
impact on growing both revenues and profits

o Determine the operating strategy and delivery system that
will deliver long term value for customers and shareholders

e Project the profit impact from improve customer value over
operating costs that is central to building the business case
for change.

For more information please contact us.
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