The QBR frustrations in the B2B marketplace

Customers feel increasingly disillusioned with their B2B partners’ business review and customer feedback processes:
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The frustration goes both ways. 70% of B2B

enterprise senior leaders point to the QBR as the
no.1 opportunity to prove value to their customers,
and 80% believe that improving their current

processes would increase both retention and
account growth.
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Unlike one-off NPS used for marketing, Our CX Maturity assessment measures
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“Sending regular Business Reviews
through Clientshare ensures we keep
our clients up to date. This helps us
gather consistent feedback and NPS
scores helping us act quickly, adding
significant value.”
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"Pulse has really helped our MDs to
understand customer feedback from
across a diverse range of accounts
and get an overview of where we're
really doing well and where we've got
some challenges and how we help
resolve those.”

- Simon Winkworth
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“Clientshare helped us transition from
a cumbersome feedback system —
filled with lengthy questionnaires and
untimely responses — to a streamlined,
efficient process. The tool’s intuitive
design simplifies everything, from
sending reviews to analysing incoming
scores and feedback.”

- G2 Review
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