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REDUCE CHURN. INCREASE EXPANSION.
MAXIMIZE REVENUE.

A Customer Health Score is
a metric based scoring
mechanism used to predict
customer behaviors.
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THE METRICS DEEP DIVE
ENGAGEMENT

USAGE

ADOPTION

JOURNEY

What type of
engagement?
Days since last
engagement?
Engagement with whom?
Method of engagement?

Is everyone using the
platform?
How often are they using
the platform?
Are there licenses
unused?
Are they using it as
intended?

Are they using the
solution inline with their
use cases?
Have they used all of the
features or functionality
they have purchased?

What stage are they in the
Customer Journey? What
milestones have they
completed? How long
have they been a
customer?

PAYMENT

RELATIONSHIP

SENTIMENT

ADVOCACY

Have they paid their most
current invoice?
Is there an outstanding
balance?

“Regular” engagement
with main POC?
Relationships established
at multiple levels?
Multithreaded
relationships across your
organization?
Trusted Advisor status?

How do they feel about
the partnership?
How do they feel about
the product?
What are the recent
survey scores?
What have they said in
reviews?

Are they willing to serve
as a positive reference?
Have they opted into
customer marketing
initiatives?
Will they refer customers
to you?
Will they leave a review?
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THE IMPACT
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