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How well does your businessunderstand,create,and deliver value to
customers?Does your businessget a fair return on the superior value
deliveredto customers? What changescould your businesssuccessfully
make in the shortterm and longer term to strengthenyour capability in
customer value management? What market gains and incremental
profitability might thosechangegproduce?

Customer Value Advisory (CVA) is a servicethatanswerghesequestions
through internal interviews, reviews of existing documentation, and
comparisorto bestpractices Theseresultsidentify laggingcapabilitiesand
enableAxios to designa targetedapproacho closethosegaps

Doesyour businesdaveuniqueinsightinto unresolveccustomerproblems?
Wherecanyour ¢ o mp aaapabilgiescreatevalue for new customersn
new markets? Canthe businesgyeneratean attractivereturnwhile pursing
thesenewgrowth opportunities?

In more depththan typical voice-of-the-customeror customersatisfaction
initiatives, Customer Value Innovation (CVI) usesa variety of proven
toolsto answerthesequestionsincluding

» Discontinuity& Orthodoxyldentification

» Dayin theLife of aCustomel(DLC) Analysis
* Resonating-ocusValue Propositions

» ValueMapping

* Amongothers

Customer Value Innovation clearsa pathfor profitablegrowth

Customer value management(CVM) is a progressivepracticalapproach
to managingbusinessnarkets In its essencegustomervalue management
hastwo basicgoals

1. Deliver superiorvalueto targetedmarketsegments& customers
2. Getanequitablereturnonthevaluedelivered

As describedn the book Value Merchants(HarvardBusinessSchoolPress),
Customer value managementrelies upon customervalue assessmerio

gain an understandingf customermrequirementsand preferencesand what

it is worth in monetarytermsto fulfill them Simply put, to gainanequitable
or fair returnon the valuetheir offerings deliver, suppliersmustbe ableto

persuasivelydemonstrate and documentthe valuethey provide customers
relative to the nextbestalternative for those customers Accordingly,

particularemphasidgs given to building customervalue models,which are
datadriven estimatesof what a presentor prospectivemarketoffering is

worth in monetarytermsto targetedcustomersrelative to the nextbest

alternativeoffering. Axios andProfessodamesAndersorhasdevelopedhe

Customer Value Expert Toolsef, a web-based application to guide

businesseghrough this process More information can be found at

www.CustomerValueExpedom Upon implementation, CVM projects
returnmorethantentimes(10x) ontheir projectinvestment

© 2012 Axios Partners. All rights reserved. www.AxiosPartnersinc.com


http://www.customervalueexpert.com/
http://www.customervalueexpert.com/
http://www.customervalueexpert.com/
http://www.customervalueexpert.com/
http://www.customervalueexpert.com/

AXxios Core Services

Is your businesapturinga fair shareof thevaluethatit delivers?Or is it
Value stuck with costplus or other less attractive pricing strategies™as the
businessnvestedin value selling initiatives with disappointingresults?
Axios Value Pricing usesthe assessmentf customervalue to develop
valuepricing capabilitiesat threelevels

1. Strategic

2. Tactical

3. Transactional

Pricing

Ultimately, valuebasedsalestools are developedto demonstrate and
documentcustomewalueenablingtrue valueselling

c Leveragingthe Axios networkof faculty at the leadingbusinessschools,
ustom . ¥ . . . .

Exectii® Ax_los Qeslgnshlghly customized executive eqlucatlo_n programs and
Education skill building workshops to seedour clients with cutting edgeinsights
andmethods Programsanrangefrom a 90 minutepresentationso three
dayworkshops In additionto presentationspur programshavebreakout
sessionsvhere participantswork in small groupson exercisesand case
studies Thesebreakoutsessionsenableparticipantsto gain firsthand
experienceworking with the concepts,tools, and frameworks being
taughtin the sessions

Representativeopicsinclude
» Building a CustomeiFocusedOrganization
* CraftingWinning Value Propositions
» ValuePricing CapturingYour Fair Shareof CustomeNalue
* RethinkingBusineshannels
» Profiting from StrategicAccountManagement
» SustainingCustomelRelationships
MarketingExcellence
Innovation& Growth Strategy
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About AxXios

Who We Are

AXxios leadsclientsto innovateandmanageheir customerwvaluefor revenueand profit
growth Drawing on our network of expertresourcesywe combinehighly skilled and
experiencecconsultantswvith the cutting edgemethodsto addressachc | i aimqué s
challenges Axios has developedand implementedhighly effective differentiation
strategiedor clientsacrossa variety of industries suchasfinancial serviceshigh-tech,
energy,healthcare,telecommunicationsandindustrialproducts Ourc | i eesults ’
have been highlighted in Fortune, Harvard BusinessReview,and numerousother
publications

How We Are Different

Customized Solutions There is no silver bullet...that one businessprocessor
managementnethodologythat can solve every problem Eachbusinesssituationis

unique Axios excelsat finding and adaptingthe besttools to achieveourc | i ent s’
growthandprofitability aspirations

New Capabilities:  Axios consultants are not only skilled, resultsoriented
practitionersput alsoareexceptionallytalentedat coachingclientsto “ | e ey domg”

When clients actively conductthe analysisand developthe solutions,they develop
deeplyrootedskills for future use Generatinginsights and driving intra- and inter
companyalignmentbecomeembeddedn our clients More importantly, when clients
jointly developthe solution, the resultingbuy-in acceleratesmplementation Axios
engagementsonsistentlygenerateat leasta 10:1 return on projectinvestmentwithin

12 monthsof implementation

Cutting Edge Our networkof Axios leaders faculty and strategicpartnersbring the
bestpracticesacrossa broadrangeof expertise If our currentnetworkdoesnot have
the necessaryexpertise,we will leveragethose contactsto bring new bestin-class
practitionerso your engagement

Ax:os Cllent Results...

Overtake the
Market Leader

80% Penetration :
for a New Produc

L\‘Z\.\ Charge foro o= - N
N Previously f “Raise Price
R < _ Free Services _#~# by Over 20% - A
AN NG - . ==
R ——— P T B Tt

Axios Partners Inc. e 2949 West Logan Boulevard, 3" Floor e Chicago, IL 60647 USA e +1.312.787.8835 e info@AxiosPartnersinc.com



