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Helping companies keep the promises they make®

PERSONA
DEVELOPMENT

VereQuest's Customer Journey Mapping Workshop identifies key barriers to
success and high priority opportunities.

Map the current customer experience and then create a framework for the
ideal experience going forward.
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1 - DISCOVER

JOANNE
APPLYS FOR A ’
CREDIT CARD

loanec’s back story:

o Joanne ks 26 years okd and shares
a0 apartment with a friend in
Uberty Vilage:

o For the last 2 years she has
worked for an up and coming
software company

o She i In sales with the majortty of

0OING

the payments. The bank
repossessed the car and her credit

rating uftered

o Although she would prefer to
abways pay cash, she now needs &

‘crecit card for business travel
rposes.
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76.3  Millon credt cards in drcutation n Canada

Card options are avallabie in Canada
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KEY METRICS

“Tier 2° - Add
where EFT payment is only option.

10 poor payment history

OPPORTUNITIES /
ACTION PLAN
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