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Renewal Risk 360 - Independent renewal risk for technology vendors

A great deal of emphasis is placed on new customer logos, but renewals are critical to vendor
growth, and too often the true state of the customer relationship is unclear until it is too late.

The Renewal Risk 360 service is designed to provide you with early warning signals and a
clear action plan, enabling your team to secure renewals with confidence and forecast them
accurately. For the customer, it helps them clearly articulate their issues - demonstrating the
vendor's commitment to improving the customer relationship and experience.

How Renewal Risk 360 works:

Viewpoint Analysis is a trusted third-party that sits between buyers and sellers of enterprise
technology. Our goal is to help both parties foster a long-term relationship. How do we do
this?

e Customer Success Check-up
We run an initial ‘Customer Success Check-up’ with multiple levels of the customer team -
from executive sponsor through to product or service owner, and users. Our aim is to really
understand what's working well and what needs to be fixed.

¢ Internal Team Insight
We interview the key internal stakeholders who have any interaction with the account.
Talking to the renewals lead, customer success, sales, and sales leadership, our aim is to
understand how the extended sales team assesses the situation and identify areas where
improvements could be made.

¢ Renewal Risk Report

We compile our findings in a Renewal Risk Report - a confidential document exclusively
designed for the vendor's team, which documents our overall findings and assessment of the
likelihood of a successful renewal. In this report, we outline:

o The customer’s position and sentiment.

o The vendor team's expectations and recommendations for improvements.

o Our independent assessment (green/amber/red) of the likelihood of a renewal.

o Practical recommendations to increase the chances of renewal success.

The Benefits

For vendors, Renewal Risk 360 provides an independent lens on the health of upcoming
renewals, uncovering genuine customer sentiment - and the ability to take action before it is
too late.

For customers, the Renewal Risk 360 creates a constructive way to share their honest views,
bring frustrations, challenges, and opportunities out into the open - not at the point of
renewal, but in time for the vendor to address them.

VIEWPOINT ANALYSIS




VIEWPOINT ANALYSIS
WHO ARE WE?

Viewpoint Analysis - Technology Selection and Buyer Intelligence

We believe the technology market is crowded. Buyers are overwhelmed by choice. Vendor teams are
guessing. Our mission is to bring clarity to both.

Our services sit in three specific areas that mirror the flow of a typical customer lifecycle - before
purchase, buying process, and post purchase:

* Voice of the Buyer

Helping IT vendors understand their FUTURE customers - including Account and Buyer Group
Research, Buyer Group Interviews and Panels, and Loss Analysis.

* Fast Technology Selection

Helping businesses to find and select new enterprise technology - including our Technology
Matchmaker Service, 30-Day Selection Process, Rapid RFI, Rapid RFP, and more.

¢ Voice of the Customer

Helping to drive continued success post-sale for both parties - including services like Renewal Risk 360,
Renewal Mediation, Stick or Switch Application Review, and IT Service Improvement.

Our Address:

Viewpoint Analysis Ltd
3rd Floor, St Paul's House
23 Park Square South
Leeds

LS12ND

How to contact us:
Email: contactus@viewpointanalysis.com
Telephone: +44 113 5129252
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