
The Four Biggest Business Challenges In 2014 And How To Overcome Them In 2015 

1. Customer Retention + New Customer Acquisition 

 

61%  

Only reach a low maturity level  
in customer retention 

40%  

Experience problems in acquiring 
new customers 
 

 

What to do in 2015?  
 Define a customer retention plan & program with individual account plans 
 Focus on communicating the business value for the customer 
 Improve your sales pipeline through a provocative selling approach 

 Become a trusted advisor for your existing customers 

 
 

2. Getting Closer to Your Customer 

 

48%  

Have problems in gathering and 
evaluating customer satisfaction 

55%  

Face difficulties to analyse feedback 
on their sales representatives’ 
performance 
 

 

What to do in 2015: 
 Gain customer insights by actively involving them in your business processes 
 Tightly integrate customer feedback questions in your processes 

 Follow up on customer feedback and prototype / test ideas 
 Conduct a win/loss analysis for every deal 

3. Being Aware of Risks 

 

51%  

Do NOT consider the risks  
regarding their public image 

47%  

Do NOT consider the risks  
regarding their quality of 
delivery 
 

44%  

do NOT consider the risks regarding  
their customer relationship 
 

What to do in 2015: 
 Increase your team’s awareness of consequences of certain risks  
 Improve your internal process and project management including quality assurance 
 Regularly monitor media channels regarding customer feedback and brand reputation 
 Identify and analyse your core business processes with customer journey maps 

 

 

4. Utilizing Modern Marketing Techniques 

 

64%  

Are not sufficiently using  
pull-marketing techniques  
like web search or social media 
 

60%  

Are reaching low maturity  
levels regarding the  
interactivity of their website  
 

48%  

Are not mature enough to make use  
of digital marketing channels 

What to do in 2015: 
 Optimize your demand generation efforts using online thought leadership content 
 Understand the effectiveness and ability to measure ROI of digital marketing channels 
 Perform a neutral audit of the online presence of your company 
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