METRICS Sumwmary
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YOU NEED METRICS BECAUSE ALWAYS CHECK

They will help you focus the conversation on value * That your Metrics are relevant and understood

They will help you obtain credibility and an understanding of * That you have considered all the areas of value, not just the
what you do early on person you are talking to

Other stakeholders may not understand your solution, but * That you have consensus with stakeholders upon each Metric
they should understand the Metrics it delivers

, METRICS1s (M1s) , METRICS 2s (M2s) 3 METRICS 3s (M3s)

M An M1 uses proven value from ) M An M2 takes the use-case and ’ M Once the prospect becomes a
your existing customers’ to value from an M1 and applies customer the M2s evolve to M3s
enable your prospect to the customer’s own data to and become the KPIs you and
understand the value your create a personalized Metric. the customer strive to achieve.

solution provides.



