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Technology-to-Growth Canvas - Example 
Scenario: Mid-sized professional institute using Dynamics 365. 
Goal: Lift net growth by 2 percent and reduce cost-to-serve by 10 percent in 90 days.

	Business goal (this quarter)
	3 Growth KPIs (definition | baseline | target)
	Owners and archetypes

	Increase net member growth by 2 percent while reducing cost-to-serve by 10 percent.
	1) Renewal conversion | 78 percent | 83 percent
2) Onboarding completion 30 days | 46 percent | 60 percent
3) Cost-to-serve (£/interaction) | £3.10 | £2.80
	Accountable Sponsor: CEO
Owner: Head of Membership
Champions: Events Manager, Member Services Lead
Users: Membership Advisors (D365)
Sceptic: Finance Ops Lead

	Value hypotheses (H1-H3) - linked to KPIs
	H1: Auto-fill payment + 3-line value recap -> +5 pts renewal
H2: 3-email segmented onboarding -> +14 pts completion
H3: Top-20 help answers widget -> -20 percent tickets
	Risks: tokenisation, segment fields, content tagging

	Roadmap - releases mapped to KPIs
	R1 W5: Renewal friction fix -> KPI1
R2 W7: Onboarding emails -> KPI2
R3 W9: Help answers widget -> KPI3
	Gates: W4 hygiene sign-off | W10 KPI review

	Data to measure KPIs
	Membership Status/Start/End/Renewal Date, Email, Event/LMS activity, Ticket categories
	10-day hygiene sprint: last 24 months; contacts, membership, support

	Adoption plan
	Comms: 2-minute weekly updates; demo Fridays; job aids
	Risk: renewal blackout windows; mitigate with cohort A/B

	Governance cadence
	Weekly delivery review Mon 09:00 | Quarterly value review
	Scorecard watch: outcome orientation, cadence, adoption

	Two-week starter plan
	Week 1: freeze KPIs, baseline, hygiene start
Week 2: hygiene continues, scope R1, draft emails
	Owners: Head of Membership, CRM Lead, Web Editor

	Proof plan
	Baseline 8 weeks prior; cohort comparison; success: +5pts, +14pts, -20 percent
	Board one-pager: 3 KPIs + 'what we shipped'

	Notes
	Keep definitions stable for the quarter.
	Avoid vanity metrics.
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