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The Company:

This young startup disrupted the
presentation creation landscape by offering
businesses a revolutionary tool — generative
Al copy and design for PowerPoint slides, far
more robust than could ever get from
ChatGPT. Despite its groundbreaking
technology, the company was facing
internal hurdles that threatened to stifle its
growth.

The Challenges:

* Growing Pains: As the startup scaled
quickly, a lack of structured client
onboarding led to inconsistencies in
service and client experiences

* Misaligned Teams: Sales and Customer
Success teams weren't fully aligned,
creating communication gaps and
potentially unrealistic client expectations

* Limited Performance Measurement: The
company lacked clear metrics for
customer success, hindering their ability
to identify areas for improvement and
demonstrate value to clients, and upper
management had zero visibility

* Inefficient Processes: Internal
communication lacked clear protocols,
leading to slow response times and
frustration for both clients and staff
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The Solutions:

* We set a clear onboarding process, ensuring they
understood the capabilities of the Al tool and
how to maximize its benefits

* Detailed what each team was responsible for and
introduced clear communication standards to
foster collaboration and accountability between
the different teams

* We introduced NPS surveys to gather client
feedback on their experience and satisfaction
with the Al tool and overall service

* Developed key performance indicators (KPIs) to
track customer success team performance and
identify areas for improvement

The Results:

* Client NPS scores jumped by over 50% just in the
first 6 months, demonstrating increased
satisfaction with the overall experience.

* By implementing standardized processes and
KPls, Jump Turn Data facilitated a significant
increase in operational efficiency, allowing teams
to focus on client success initiatives

* Clear KPIs for sales representatives fostered
accountability and improved overall sales team
effectiveness

* The newly established KPIs provided valuable
insights for leadership, empowering them to
make data-driven decisions that support
continued growth




