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What now for my (service) business?
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“Great service is great when its told. When it’s told, it can be sold”
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A “typical” sales meeting
• When revenue projections 

increase and market share 
drops  “we (sales) have a 
problem”

• What if Service comes to 
rescue, and both together 
develop new sales/ Service 
offerings.

By Coen Jeukens



Getting “there”
• Our aim is to reach high revenue 

(Customer Share) together with high 
Attach rate (1-1 ratio) 

• If we increase CS but have a low 1-1 rate, 
this means we rely too much on Key 
Customers.

• If we have high 1-1 ratio but have a low 
Customer Share, then it is a signal that 
where we know too little of our 
customer needs. 

• The picture is a kind of Tactical Matrix, we 
use to draw different scenarios and 
strategies regarding to our business. 

By Cem Sarvan
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Touch points
• Traditionally sales is the 

single channel between
own organisation and
cusotmer risky

• Advice: Use multi touch
points to interface 
between organisations

By participant closing discussion



Visibility
• How many of you knew they would

become a service professional 
when you were in (high) School?

• If your/ any kid asks: “what should
i study if I want to be part of this
great service world?” what do you
answer?

• If our business is so great, how
much effort should we put in 
Visibility?

• Start telling, start selling

“Great service is great when its told. When it’s told, it can be sold”
By Wilhelm Taurel



Sweetspot Coen Jeukens

Chief

(new) Business 
development
& marketing

SalesFinance OperationsService

Growing sales is an operational process. Growing services is changing your 
business model. When you realize new products don't keep up with your 

growth ambition, you need to develop and market new business.

Growing sales is an operational process. Growing services is changing your 
business model. When you realize new products don't keep up with your 

growth ambition, you need to develop and market new business.

The CEO seeks an answer 
to growing revenue 

targets and declining 
(product) market share.

Business leader 
with sales DNA and 

a service heart.


