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Quarterly Vendor Value Review
How to use: 
This template is designed to keep the review focused on outcomes, adoption and next-quarter decisions. Complete it in advance with your evidence pack and use it to chair the meeting. Replace examples as you go.
The key outcome is evolving the relationship from project delivery to a true performance partnership, where success is defined by progress against agreed business KPIs, not just technical outputs. 
In practice, when issues arise, the business often just wants to focus on “fixing my problem” rather than taking the broader, more strategic approach needed to make sustainable improvements. 
Changing the supplier’s mindset is equally important, they need to go beyond presenting SLA graphs and ticket stats. 
Intercloud9 provides coaching and support to organisations to help them transition to this performance-based model. 

Meeting header

	Date & time
	Attendees (Client / Partner)
	Chair
	Quarter goal (single sentence)

	Guidance: Enter the session time and duration.
	Guidance: Name roles (e.g., Head of Membership; Partner Delivery Lead).
	Guidance: You chair this meeting.
	Guidance: State the single business outcome for the quarter (e.g., lift renewal conversion by 5 pts).






1) Outcomes vs our 3 growth KPIs (before/after)

	KPI
	Baseline (dates)
	After (dates)
	Change narrative (what drove it)
	Decision (scale / stop / pivot)

	Guidance: Name KPI (e.g., renewal conversion). Include precise definition.
	Guidance: Last 8–12 weeks or last quarter value (with dates).
	Guidance: Latest measured value (same definition and window).
	Guidance: Cite the 1–2 changes you shipped that plausibly moved this KPI. Link evidence.
	Guidance: Choose one: scale / stop / pivot. Name owner & date.



2) What worked / what didn’t

	Keep (worked)
	Stop (didn’t)
	Learn (insight)

	Guidance: List 1–3 changes to scale next quarter.
	Guidance: List items to pause/retire because they didn’t move a KPI.
	Guidance: Capture the key lesson (e.g., segment X responds; value message Y lands).



3) Adoption & member impact

	Feature / change
	Adoption evidence (usage, satisfaction, time-to-value)
	Follow-up action (owner, date)

	Guidance: Name the feature/release shipped this quarter.
	Guidance: Provide 1–2 stats (e.g., 62% used within 7 days; CSAT 4.4/5). Link to dashboard.
	Guidance: One concrete action to raise adoption; owner/date.

	Guidance: Name the feature/release shipped this quarter.
	Guidance: Provide 1–2 stats (e.g., 62% used within 7 days; CSAT 4.4/5). Link to dashboard.
	Guidance: One concrete action to raise adoption; owner/date.



4) Risks & dependencies

	Risk / dependency
	Impact
	Mitigation / decision needed
	Owner / due date

	Guidance: State the risk clearly (e.g., payment tokenisation delay).
	Guidance: What KPI or delivery is at risk?
	Guidance: The smallest credible mitigation or the decision you need today.
	Guidance: Name a single owner and a date.

	Guidance: State the risk clearly (e.g., payment tokenisation delay).
	Guidance: What KPI or delivery is at risk?
	Guidance: The smallest credible mitigation or the decision you need today.
	Guidance: Name a single owner and a date.

	Guidance: State the risk clearly (e.g., payment tokenisation delay).
	Guidance: What KPI or delivery is at risk?
	Guidance: The smallest credible mitigation or the decision you need today.
	Guidance: Name a single owner and a date.



5) Commercials – spend vs value narrative

	This quarter spend (context only)
	Value created (tie to KPIs, £ where relevant)
	Change control / surprises

	Guidance: Reference total paid this quarter (incl. change requests).
	Guidance: Narrate value in KPI terms; quantify £ where defensible (e.g., +5 pts renewal = £X).
	Guidance: Note any changes to scope/commercials and rationale.






6) Next quarter – 2–3 small hypotheses 

	Hypothesis (one sentence)
	KPI tag
	Owner
	Success threshold
	First check date

	Guidance: If we [change] for [segment], [KPI] will move by [target] within [timeframe].
	Guidance: Choose one of your 3 growth KPIs.
	Guidance: Name one accountable person.
	Guidance: What success looks like (e.g., +3 pts renewal).
	Guidance: Date for first read on the impact.



7) Actions & commitments

	Action
	Owner
	Due date
	Notes

	Guidance: One sentence per action.
	Guidance: Single accountable owner.
	Guidance: Specific date.
	Guidance: Add links or context if needed.



Approvals & next review

	Client sign-off (name/date)
	Partner acknowledgement (name/date)
	Next review date

	Guidance: Sign to confirm actions and commitments.
	Guidance: Partner acknowledges the agreed actions and dates.
	Guidance: Set the calendar date now.
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