STRATEGIES FOR GROWTH
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Less than two-thirds (64%) of field service organizations (FSOs) are currently
satisfied with their existing FSM solution, suggesting a fairly vulnerable user base.!
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of Dissatisfied Users of Satisfied Users
While 70% of FSOs currently use an FSM solution that More than 80% of Dissatisfied users are actively
meets most, or all, of their needs, there are still nearly looking for a new FSM vendor/solution; however, nearly
one-third (30%) that do not.* one-third (30%) of Satisfied users are also thinking of

upgrading/switching.!

Benefits of Implementing a State-of-the-Art FSM Solution
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Net Promoter in Customer Warranty Claims Appointment Technician Travel
Score (NPS) Satisfaction Processing Times Windows Times

Reductions in key areas including Warranty Claims Processing Time, Service Appointment Windows and Technician
Travel Times will ultimately lead to improvements in Net Promoter Score (NPS) and Customer Satisfaction.?

Value Propositions of Implementing a FSM Solution

To Field Technicians: To Services Operations:

W Increased Customer < Improved Productivity /. Reduced Costs
Satisfaction

< Improved Efficiency /. Improved Productivity
 Increased Trust and Reliance

< Increased Upselling /" More Efficient Utilization
 Increased Service Activity Opportunities

Transparency

The main value propositions for each party in the services transaction are many - and compelling.*
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