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To Maximize Revenues and Valuation:  

Improve the Customer Experience at All Touchpoints 
 

Representative TGG Services:  
 Customer Benefit Analysis 

 Customer Touchpoint Improvement 

 Customer Life Cycle, Cost of Acquisition, and Value Analysis 

 Customer Service and Program Development 

 Customer Loyalty and Satisfaction Audits 

 Referenceable Account Development 

 

We are experts in evaluating and improving customer-facing operations, including call 
centers and service operations. We begin by facilitating examination of the economics of the customer life 
cycle, including costs of acquisition and support, as well as expected life-time value. Based on this, we help 
clients determine how to more effectively manage their customer interactions. Where appropriate, we re-
design and assist implementation of new processes to improve touchpoint interactions. 

Each customer interaction, or touchpoint, is an opportunity to succeed or fail at providing 
value.  Each touchpoint is an invaluable opportunity for communications that can yield better 
understanding and more effective interactions. Whether customers are consumers or businesses, customer 
interactions should be proactively managed. As revenue strategists, we help clients improve the customer 
experience. 

We help clients understand how to communicate the benefits they deliver to customers. 
Customers don’t buy products or services – they buy benefits and results. When we buy a car, the obvious 
benefit we seek is ready transportation, but consciously or unconsciously we also look for other benefits, 
such as reliability, privacy, convenience, luxury, enhanced image, ease of operation, security, etc. The 
likelihood that a customer will buy from you now or in the future, and the likelihood he or she will be 
satisfied with his or her purchase is dependent on how well the benefits received meet both expressed and 
hidden expectations.  We help clients recognize these expectations. 
 

When you can deliver greater perceived value than competitors, you can price your products 
or services at a premium and create more valuable customer relationships at the same time. Delivering 
great customer service and designing successful customer programs has two primary components:  First, we 
help clients understand what customers want and how they want it. This includes helping our clients realize 
that delivery mechanisms must make the problems of delivery invisible to the customer while 
simultaneously keeping costs in line with revenues.  Next, we help clients understand and teach their 
employees what it means to “think like a customer and act like an owner.”   

Helping clients understand how to achieve 100% client referenceability is our goal. A 
referenceable account is a client who will recommend you to potential new buyers of your products or 
services.  In our practice, we strive to make each and every one of our clients a referenceable account, and 
we help each one of our clients understand how to build programs that will make 100% referenceability 
possible in their own organizations.  

100% referenceability is also our goal and our most important measure of success. 

 
 

 
 

We are REVENUE STRATEGISTS.  
 
We help clients maximize 
revenues and increase the value 
of their businesses. 
 
 
 
We specialize in: 
 

 Partner and channel strategies 
that maximize revenues and 
reach 
 
 

 Finding untapped revenues by 
repurposing existing products 
and technologies 
 

 

 Revenue Strategies to help 
clients prepare for merger, 
sale, or acquisitions 

 
 
 
 
 
Our clients are high tech and 
services firms located in the US 
and abroad.    
 
 
 
We have been in business since 
1989. 
 
 
 
We are located in the San Diego 
area. 
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