ORGANIC GROWTH IN B2B:

WILL YOU MAKE YOUR 2014 NUMBERS?

INCREASING WALLET SHARE
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UICK FACTS:

ORGANIC GROWTH MATTERS
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CUSTOMER CHURN:

PREVENTING DEFECTION

AVERAGE B2B ACCOUNT STATUS: * CUSTOMER CHURN MAKES GROWTH * MASSIVE COMPLEXITY AMPLIFIES THE PROBLEM:
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WHY MANUAL APPROACHES FAIL:

SALES PEOPLE AREN'T ANALYSTS... - REPORTS ARE BACKWARD-LOOKING... . MANUAL ANALYSIS CAN'T SCALE...

most simply ignore reports : tlwy don’t help reps make better decisi : you would need an army of analysts to thoroughly
©in the future : analyzo your entire book of business

A BETTER WAYTO DRIVE ORGANIC GROWTH:

APPLY A PREDICTIVE SOLUTION... - THEN DELIVER... : FINAI.I.Y OFFER MANAGEHS

GROWTH OPPORTUNITY
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ORGANIC GROWTH INCREASE IN AS LITTLE AS
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T0 LEARN MORE, DOWNLOAD THE FREE E-BOOK: PREDICTIVE GUIDANCE IN B2B
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