Proactive Client Onboarding Framework

Reducing time to value before onboarding even begins

OBJECTIVE

Ensure a seamless transition from Sales to Customer Success
and minimizing onboarding time, accelerating time to value,
and delivering a white-glove client experience.

KEY OUTCOMES
Reduce Gain early Accelerate
onboarding time client satisfaction time to ROI

The key to this framework is early Customer Success engagement
during contract negotiations to prepare the client for onboarding
and value realization.

REVENUE-TO-VALUE TRANSITION

« Stage: Negotiation/Review » Conduct pre-onboarding call
* Forecast Strength: Commit * Objective of the call is to

« Sales Rep engages provide prospect with all + Once deal is executed send
Manager of CSMs + CSM Manager assigns CSM prerequisites and explain a welcome email, letting the
rep what to expect once prospect know that we are
. Sales & CSM rep have contract is executed processing the paperwork

and their CSM rep will be in
touch with 24 hours to

' ?;?3?{#%%5,}32?°a'd'"9 zgﬂedule official onboarding
Sales / CSM

Every day removed from onboarding is a day gained in value.
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