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O cebe: MapuHa BocTpukoBa

CoocHoBaTenbHMUa KoMNaHuu nochurn.
O6y4yeHue n koHcanTuHr no Customer Success

0+ neT B chepe Nnpoax 1 KNMeHTCKOro cepsuca
ABTOpP KHUIMK, Youtube 1 Tenerpam-kaHana «MapuHa
BocTprkoBa npo 6nsHec 1 cepsucy, 8000+

NoArnmMCYmMKOB

MeHTOp, akcnepT no Customer
Experience/Support/Success/

CnuvKep oTpaceBbiX KOHDEpPEeHLMA
Oby4yeHne 1 KoHcanTuHr no Customer SUCCess

YCneLwHbIM OnNbIT CO34aHNA MeXAYHaPOAHOW
NOOAEPXKN HA MMP, Ha CEMU A3bIKaX




PasBmBaeM CS MHOYCTpPUIO Ha pyCCKOM AA3blKe

[MpoXxapka
e Beoem 9KCrNepTHbIe KaHarlbl Mo CS, (S:::g::zrs::e[;bmka
BbIlNMyCKa€eM CTaTbW Eggg:a:l‘bm
 [TpoBenu 6onee 10 BebHapOB, NPOXapOK, Lnkecin npodu

MUTAaroB

e BbinycTnnum 68 BbiNyCKOB NoAkacTa npo
cepBuC

e 3anyctunu Telegram-kaHan TanaHTbl CS

e O6yumnn 100 y4yeHMKOB 1 COTPYOHMKOB

e 3anycTunmcoobuwecTtBo CS aKCnepToB- CS Meetup #1
BblNMYCKHNKOB TeMa: Kapbepa

e [lpoBoanmM exxerogHyto 6onbLuyto CS Conf

“ «Mbl He XXaeM, NOKa KNINMEeHT
o6parnTca, — Mmbl MAEM K HEMYy camm»
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Customer
Success

3TO NPO LEHHOCTb, KOTOPYIO KNTMEHT NOMy4YaeT
OT NPOAYKTAa




NcTopua Customer Success

PocT Customer Success

PacuBeT obnayHbIX peLleHni:
noanuco4YHas aKOHOMMKa

[10 o6nayHbIX peLleHnm SaaS Early Adopters

1990 2000 2010



CHUMXeHune oTToKa

[ToBbilleHWE YPOBHSA

OCHOBHbIE oo YT
3agauu

Customer

Success

YBenuyeHue npoueHTa Renewal

Cross-sell nup-sell

YBenunyeHue Revenue per
Customer



Otnunume CS - Support - Account

MapameTp

NMoaxopn

PoKycC

naBHaA uyenb

NMHuynatmsa

KOHTAaKT

Customer Support

PeaKTUBHbI

PelueHne TekyLInx
npob6siem

3aKpbITb TUKET

JKOET obpalleHns

JTio60M nonb3o0BaTesb

Account Mgmt

Kommepueckui

Pa3Butne bmsHec-
OTHOLLEeHUN

YBenmunTb Npoaasku

Benet caenky

JITMNP / 3akynuink

3TY pPoNn He 3aMEHSIIOT APYr ApYyra — OHW OOMNOJTHAIOT

Customer Success

NMpoakTUBHbIN

Ycnex u poct
K/iIneHTa

LleHHOCTb NpoAyKTa
ANA KNneHTa

NMpepynpexaaeTt
OTTOK

Bce kOMaHAbl KNIMeHTa




Al-native He younBaeT SaaS —
OH NogHMUMaeT LEeHY LUeHHOCTI

Mopenb Ta xe. CS cmellaeTtca 13 nepudpepun B 44p0

UTo MmeHseT Al-native CnepgcrtBue

@ Pa3paboTka — 6bICTpee @ Time-to-value — KpuTnyeH

@ KOHKypeHUus — BblLUe @ YaepxaHne — NCTOYHMK pocTa

@ [lepekntovyeHne — no4vtu 6ecnaaTHo @ MeTtogonorna CS — He yctapeBaeT

@ OKHO A/151 LEHHOCTN — KOpoue

CS B Al-native — He nocT-npogaxa, a UHPpaCcTPyKTypa LLeHHOCTHU




XXn3HeHHbIN
LLUKN KJIMeHTa

OyHpameHT Customer Success

[locnenoBaTebHOCTb 3TanoB, Yepes KOTOoPbIe NPOXOANT
KITMEHT BO B3aMMOEVCTBUK C BallMM MPOAYKTOM M KOMMNaHWeW



Customer Success: YXM3HeHHbIV UMK KITMeHTa

o

/

Pre-sale ’

Adoption Retention Expansion Advocacy
BHenopeHwve YnepxaHue MaclwTabupoBaHme  J10A/1bHOCTb

BO3MOXHbIM OTTOK Ha MOOOM aTane



3ayeM HY>XEeH XXU3HEHHbIN UMKN KnneHTa B CS?

SdPekTnBHOE ynpaBrneHune
OcHoBa CS-cTpaTtermu ¢ yrp
PUCKaMU 1 NOTEHLMANOM

LIeHTp nHdOPMaLLMM MO KITMEHTAaM OddekTMBHOE pacnpeneneHune
[N BCEX OTAENOB pecypcos



Kak
NPUMEHSATb
XU3HEHHbIN
LLUKN ?




Cnoun: MeTpUukKkun

Ha Kaxkaom aTtarne — cBosA MeTpuka. HaCTb METPUK — CKBO3HbIE

Adoption

BHeapeHune

Time-to-value
CpPOKU MHTEerpauun
NPS TpeHuHros

Health score

Retention
YoepxaHue

KPI knneHTa
Health score
YacTtoTta ncnosib3oBaHus

Renewal rate

CKBO3HbIE METPUKN — Ha BCeEX ITalax

% oTToKa (churn)

MRR / ARR

Expansion

MaclwiTabnpoaHume

KPI knneHTa
Cross-sell / Up-sell
Expansion MRR

Adoption HOBbIX MOAYEN

Advocacy

J1091bHOCTb

PekomeHaaunm
Kencol
PedhepeHchbl

YnoMmmnHaHus




Cnoun: npouecchl

Uto genaet CS Ha Kaxxgom atane — BOCMNpoM3BoANMO U CUCTEMHO

Adoption Retention Expansion Advocacy
BHeapeHune YoepxaHue MaclwiTabnpoaHume JloAnbHOCTb
Handoff ns Sales QBR /EBR QBR /EBR Ko-MapKeTuHr
Business onboarding KoOMMYyHMKaUMA LeHHOCTU [Tpe3eHTaLns HOBbIX MOAY/IEN PedbepanbHble nporpaMmmel
Technical onboarding Health-moHUTOPUHT emo / nnnoTbl C6op 1 nyonukawmsa Kemcos
Success plan Onboarding HOBbIX Y/1€HOB Renewal-npouecc 3aKpbITble MeponpuaTusd

CKBO3HbIE npoueccChbl — Ha BCeX 3Talnax

PeryndapHasa KoMMyHuKauns BeneHne CRM / health-gaHHbIX O6parHasd cBA3b B Product




Cnou: 3agaun

30HbI OTBETCTBEHHOCTU CSM Ha Kaxkaom aTane

Adoption

BHeapeHune

[loBecTn 0o nepBon LEHHOCTH
O6y4nTb KOMaHOy KNMeHTa
Cornacoartb uenun n KPI

HacTpouTb MHTErpauuio

Retention
YoepxaHue

OTcnexusBaTtb 340P0OBbLE
[loaTBepxaaTb LEHHOCTb
JloBUTb paHHWe curHasbl

[oTOBUTbL renewal

CKBO3HbIe 3aiauu — Ha BCeX 3Tanax

YnpasnieHne oTHOLIEHNAMM

PaboTta C OTTOKOM

Expansion

MaclwiTabnpoaHume

HaxognTb TOYKM pocTa
[oTOBUTbL Ccross / up-sell
PacLumpaTb BHYTPU KNNEHTa

BHeapATb HOBblE MOAY N

Advocacy

J1091bHOCTb

[1lpeBpaTnuThb B ajBOKaTOB
Cobupartb Kechbl N OT3bIBbI
3anpaluneartb pegepeHcsl

Pa3BuBaTb COOOLLECTBO

[0/10C KNNeHTa BHYTPU KOMMNaHWK




Cnoun: Kkpocc-KkomaHaAHOe B3anmoaencTeue

Kakne komaHabl NOAKM0YATCS Ha KabkaoM aTane

Adoption Retention Expansion Advocacy
BHeapeHune YoepxaHue MaclwiTabnpoaHume JloAnbHOCTb
Sales — handoff Product — domnbek, 6aru Sales — cross / up-sell Marketing — Kenchl
Product — nHTerpauus Support — ackanauymu Product — HOBble MOAyNU Sales — pedrepeHchl
Implementation Finance — GUANNHT Account — caernka Product — roadmap
Support — HacTpouka Account — renewal Marketing — ancenn PR — ny6nukaumnu

Ha Bcex atanax — CS Kak LeHTp rpaBsutauuu

Product Sales / Account Support Marketing




Cnacubo!
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