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The Strategic Value Blueprint
This worksheet guides you through the Strategic Value Blueprint exercise. It provides structured prompts to help you capture insights from your self-assessment, breakout discussions, and the final design of your 90-day experiment, further advancing your team from a cost center towards a value driver.



Phase 1: The "As-Is" Self-Assessment
Rank your organization on a scale of 1 (Traditional/Reactive) to 5 (Strategic/Proactive) for each pillar.
	Strategic Pillar
	Current State Assessment
	Rank (1-5)

	Organizational Alignment
	Are we operating in functional silos with misaligned incentives, or do we use joint account plans and shared KPIs with Sales and Product?
	

	Financial Fluency
	Do we primarily track Cost per Ticket (Support focus), or are we measuring Customer Lifetime Value (LTV) and Net Revenue Retention (NRR)?
	

	Technological Leverage
	Is the team bogged down by manual "grunt work" (reporting, data updates), or are we using Predictive AI to spot churn signals early?
	






Phase 2: Peer Dialogue & Friction Points
During your breakout session, use these prompts to guide your discussion with peers.
Identifying the "Friction Point": Based on our group discussion, what is the most significant internal barrier (e.g., Sales-CS handoff, lack of data, R&D prioritization) preventing us from becoming a value engine?
Your Notes: __________________________________________________________________
__________________________________________________________________
__________________________________________________________________
Selecting Your Experiment Track: (Choose one)
Track A: Alignment Pilot (Focusing on joint account plans or role definitions)
Track B: Efficiency Unlock (Focusing on automating manual tasks to free up 70% of CSM time)
Track C: Financial Proof (Focusing on ROI calculation or Multi-Touch Attribution)





Phase 3: The 90-Day Experiment Blueprint
Draft the specific details of your experiment to take back to your organization.
1. The Hypothesis: "If we [Action: e.g., automate meeting summaries or health score alerts], then we will [Internal Outcome: e.g., save 10 hours per CSM per week], which will allow the team to focus on [Strategic Value: e.g., renewal negotiations or Executive Business Reviews]."
2. The "Exec-Ready" Metric: How will you prove the financial impact to your CEO or CFO? Use one of the following formulas:
Customer Service ROI:
	(Retained Revenue - CS Costs)
	
x100

	CS Costs
	



Expansion Revenue Goal: Target a specific % increase in NRR or Upsell Revenue
Churn Mitigation: Target a % reduction in churn by using Predictive Analytics

3. The Cross-Functional Partner: Which peer executive (Sales, Product, or Marketing) is most critical to the success of this experiment, and what shared accountability do they have in the outcome?
Partner Name/Role: _________________________________
Their Stake in the Win: _____________________________





Phase 4: Collective Action & Closing
Reflect on the session and note your "Monday Morning" priority.
One Key Insight from a Peer: ___________________________________________________
My First Action Step: (What is the very first thing you will do to launch this experiment?)
Action: ______________________________________________________________________

Pro-Tip: Remember that strategic influence is gained by "Translating day-to-day CS actions into exec-ready business outcomes." Use the financial data and alignment strategies captured in this worksheet to move the conversation from "keeping customers happy" to "driving market-leading growth."
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