
audit strategise achieve

IT PROVIDERS / PRODUCT BRIEF

Make each customer
review more useful.
Connect customer assessment evidence to priorities, investment and progress. Agree
responsibilities around each customer before onboarding or delivery.

FOR ACCOUNT MANAGERS / TECHNICAL LEADS / DELIVERY TEAMS

CONNECTED CAPABILITIES / IT PROVIDERS

Evidence to decisions, in five steps.

Assess

Agree customer
scope and evidence
owners.

Review

Check assets, gaps
and responsibilities.

Cost

Explain assumptions
for customer review.

Plan

Discuss projects,
owners and
dependencies.

Revisit

Review actions and
changing evidence.

A repeatable customer conversation.

Example handoff: finding to customer decision

01

Technical lead

Records the evidence, limitation
and proposed next action.

02

Account manager

Explains the priority, options and
cost basis at the customer
review.

03

Customer approver

Confirms requirements and
decides the work; delivery is
agreed separately.

Illustrative provider workflow, not customer data, a project sale or a promised commercial outcome.
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IT PROVIDERS / PRODUCT BRIEF

Agree the customer roles.
Then arrange access.
Define customer boundaries, evidence responsibilities and the decision to support. A public brief grants
no access to customer accounts.

Provider technical and delivery leads

Agree customer scope, collection methods and evidence review. Validate technical assumptions,
dependencies and responsibilities before proposing work.

Account managers and customer approvers

Use reviewed findings to discuss priorities and investment. Identify who can approve costs, who owns
customer actions and when progress is reviewed.

asitplan and the distributor

Discuss your customers and use cases, then coordinate the appropriate commercial and onboarding route.
Confirm programme terms, access and support in the written proposal.

FROM ENQUIRY TO AGREED SCOPE

Your enquiry asitplan review Distributor coordination

Tell us the customers and review use cases you want to support, plus any existing channel relationship. asitplan
reviews your enquiry and passes relevant details to our distributor, who coordinates the appropriate partner or direct
route. Access, pricing, support and onboarding are discussed before they are arranged.

Discuss a partnership.
Tell us the customer reviews you want to support.

Discuss a partnership

A partnership enquiry does not activate a trial or customer access. Reports do not promise project revenue, retention, certification or
completeness. Confirm programme terms, inclusions and any co-marketing arrangements in the written proposal.
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https://asitplan.app/contact?topic=partnership#enquiry
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