JobHacki
OPPORTUNITY GUIDE

Premium Action Guide

Get Hired and Excel

A practical, no-fluff system to land CSM interviews fast, showcase a

working portfolio, and run retention/expansion playbooks from day one.

o Updated for 2026 £ =20 min to stand up a demo CS automation in GoHighLevel (source-reported)

& @jobhacki - JobHacki Community

‘f Start Fast D Real Sources @;ﬁ Honest Numbers
Clear first steps you can take Built from people who Source-reported pay, costs,
this week. actually did it. and risks.

Get the Full Guide Vault >

@ Includes checklists, scripts & source-backed insights

What you'll build Platforms & tools

Step 1— @ Pick your CS lane and value Step 2 — & Map the customer journey
thesis and KPIs

Step 3 — Choose your primary Step 4 — € Build a 1-page CS portfolio

platform and set foundations

jobhacki.com - @jobhacki


https://jobhacki.com/

MODULE 01

What you'll build

A complete Customer Success job and performance system: a one-page CS portfolio, a
targeted outreach engine to hiring managers, and plug-and-play playbooks for onboarding,

adoption, QBRs, renewals, and reactivation.

You'll implement the five core workflows (speed-to-value, onboarding/nurture, reactivation,
internal reporting, and review generation), then use them to both win interviews and excel

once hired.

1 A 1-page CS portfolio + 2-3 Loom demos
2 Five ready CS workflows + health alerts

3 Targeted hiring manager outreach system
4  Objection-handling and call scripts

5 QBR deck template + case study library

MODULE 02
Platforms & tools
Lead & Outreach 2 free - 6 paid
ff Linkedin e & Apollo O Instantly €3 Loom @ Upwork e Q Fiverr

@ Smartlead Cal.com


https://linkedin.com/
https://apollo.io/
https://instantly.ai/
https://loom.com/
https://upwork.com/
https://fiverr.com/
https://smartlead.ai/
https://cal.com/

Website Builders 0 free - 8 paid

GoHighLevel @ Lovable wx Wix % Squarespace €) Webflow

Q Bolt & WordPress .Lﬂ' Hostinger
Al Models 0 free - 5 paid
® OpenAl ® ChatGPT £ Claude % Gemini A\ Anthropic

Dev & Hosting 0 free - 6 paid
) GitHub »{ VS Code Supabase Cursor % Replit O vercel
Automation 1 free - 3 paid
m Make.com ~¢ n8ne @ Zapier r\ Apify

MODULE 03

Step 1 — @ Pick your CS lane and value thesis

Choose an industry, company size, and product type you'll serve best (e.g., B2B SaaS SMBs).
Write a one-sentence value thesis: who you help, the outcome, and how you drive it

(time-to-value, adoption, renewals, expansions).

Tip
Pick one segment; resisting focus is normal. Avoid low-value niches and highly regulated
sectors (HIPAA) early. Prospects don’t need technical details—sell a simple system that

solves a costly problem.

MODULE 04


https://gohighlevel.com/
https://lovable.dev/
https://wix.com/
https://squarespace.com/
https://webflow.com/
https://bolt.new/
https://wordpress.org/
https://hostinger.com/
https://openai.com/
https://chatgpt.com/
https://claude.ai/
https://gemini.google.com/
https://anthropic.com/
https://github.com/
https://code.visualstudio.com/
https://supabase.com/
https://cursor.com/
https://replit.com/
https://vercel.com/
https://make.com/
https://n8n.io/
https://zapier.com/
https://apify.com/

Step 2 — (U Map the customer journey and KPIs

Sketch your lifecycle: sale - onboarding - activation - adoption - outcomes - QBRs -
renewal = expansion - advocacy. Define success metrics and health inputs you'll track
(activation rate, feature adoption, time-to-first-value, meeting cadence, NPS, renewal dates,

risks, expansions).

Tip
Define eval criteria specifically (e.g., time-to-value in days, QBR cadence hit/miss). Don't

overfit to trivial checks—balance precision with meaningful outcomes.

MODULE 05

Step 3 — 2 Choose your primary platform and
set foundations

Pick one platform below to run your demo CS system (portfolio) and, later, your accounts.

Create a workspace, customer records, lifecycle stages, playbook tasks, and basic triggers.

Platform What to do in this step

GoHighLevel Create a sub-account; import a CS template; add pipeline stages (Onboarding,
Activated, Adopted, At-Risk, Renewal); add forms and calendar; connect

email/SMS; set role-based permissions.

ClickUp Create a space 'Customer Success'; lists for Onboarding, Renewal, Risk; task
templates for playbooks; custom fields (MRR, renewal date, health); dashboards

for health and cadence.

Google Build a 'Customer Health' sheet: company/contact, MRR, plan, stage, renewal
Sheets date, usage signals, risk notes; add filter views; prepare AppScript or

automation hooks.



Platform What to do in this step

Make.com Create a scenario skeleton with triggers (new customer, stage change),

Gmail/Slack nodes, and data store for health; plan connections to CRM/Sheets.

n8n Make a workflow with webhook/cron triggers, branching for lifecycle stages,

email/Slack nodes, and a data store for health attributes.

Zapier Build a Zap per lifecycle event (new customer, QBR scheduled, renewal

90/60/30 days); connect email, calendar, and spreadsheet storage.

Tip
Prototype first, then refine. Agentic tools are flexible—use lane guards (clear
inputs/outputs) to avoid drift.

MODULE 06

Step 4 — © Build a 1-page CS portfolio

Create a minimal page with five sections: headline, what your CS system does, who it's for,
how it works (your five workflows), and one call-to-action (book a call). Embed your Loom

demos and 1-2 quantified results/case studies.
Tip

Prospects judge you by visible deliverables—emails, calendar invites, Slack alerts,

reports. Show them.

MODULE 07



Step 5 — 7 Implement Speed-to-Value (STV)

Capture the handoff from sales, welcome your customer, and book the first value moment
automatically. Trigger an immediate welcome, route to the right CSM, and schedule

setup/training within seconds.

Platform What to do in this step

GoHighLevel Import a warm onboarding template; connect calendar; trigger 'Welcome'

email/SMS on deal won; assign owner; create onboarding task list; send Slack
alert to CSM.

ClickUp Use an onboarding task template; auto-assign tasks via form intake; add an

automation to notify CSM and comment @assignee; create a 'TTFV' field to

track days.
Google Append new customer row with timestamps; use Apps Script or automation to
Sheets send a Gmail welcome and a booking link; set formula for time-to-first-value.
Make.com Trigger on CRM event; branch by product tier; send personalized Gmail

welcome; create calendar invite; update health store; post Slack '#new-

customers' alert.

n8n Webhook or polling trigger; add Delay node if needed; Email node to send

welcome; Create Event; update Data Store; Slack node to alert owner.
Zapier Deal won = Gmail 'Welcome' = Scheduler to check follow-ups - Google Sheet

row - Slack DM to owner = Calendar event create.

Tip
Respond within 5 minutes—up to 10x more likely to convert than at 30 minutes (source-

reported).

MODULE 08



Step 6 — Build onboarding + nurture
sequences

Create multi-touch sequences: immediate welcome, day-2 quick win, day-7 adoption nudge,
day-14 milestone check, and stop the sequence when the customer replies or books. Layer
renewal countdown sequences at 90/60/30 days.

Tip
Send plain-text emails for deliverability; space touches with short Delays; personalize

only key lines (Al can overdo tone). Make the 'From' name recognizable—the #1

open-rate lever.

MODULE 09

Step 7 — &J Reactivate dormant accounts

Segment past/dormant users by where they dropped off. Send short, personal messages
referencing their history and offering one useful asset (template, checklist, 2-minute Loom) to
restart the conversation and qualify warmth.

Tip
The bar for value is rising. Lead with a real asset, not just personalization. Avoid

campaign tools that ban cold outreach (Mailchimp/Constant Contact).

MODULE 10

Step 8 — . Collect public reviews the right way

Add a lightweight review generation workflow post-value: ask happy users for a rating and, if

positive, route them to a review site; if not, route to your feedback form and follow-up plan.



Target sources like G2 and Capterra for B2B.

MODULE 11

Step 9 — lil Health reporting and real-time alerts

Consolidate product usage, cadence hits/misses, support signals, and renewal timelines.

Score health and alert owners in Slack with next actions. Send weekly digest reports to

stakeholders with trends and risks.

Platform What to do in this step

GoHighLevel

ClickUp

Google

Sheets

Make.com

n8n

Zapier

Tip

Create a health dashboard; use workflows to set Health=Red/Amber/Green

based on fields; push Slack alerts; schedule weekly email summaries.

Dashboards with custom fields (usage, tickets, cadence); automation to update

Health; send Slack via integration; export weekly report.

Calculate health via weighted columns; conditional formatting; Apps Script to

email digest and post Slack notifications.

Schedule scenario: fetch usage/tickets; compute health; Slack alerts for

thresholds; email stakeholders a digest.

Cron trigger; fetch metrics; Function node to compute scores; Slack/Email

nodes; write back to data store.

Schedule > Get metrics - Formatter to score - Slack alert - Gmail weekly
summary - Update Sheet/CRM.

Use automated measurement where possible (e.g., APl analytics). More communication

than you think improves retention and upsells.



MODULE 12

RECEIPT

Step 10 — -  Automate document processing
(ops sanity)

Parse invoices, statements, or ops docs; extract key fields; flag anomalies; and push clean

data to your systems. This reduces manual entry and speeds renewal prep and QBRs.

MODULE 13

Step 11 — ¥ Write your CS email playbook

PROMPT — ONBOARDING WELCOME

You are a Customer Success Manager. Write a plain-text, 90-120 word welcome
email to a new customer at [COMPANY] who purchased [PLAN/TIER]. Goals: set
expectations, give a single next step (book training at [LINK]), and ask a
one-line question about their top outcome. Use [CSM NAME] as the sender. Keep
it concise, clear, and professional.

PROMPT — NO-SHOW RECOVERY

Write a 60-90 word email to [FIRST NAME] who missed today's onboarding. Include
a non-guilty tone, a 2-click reschedule link [LINK], and one quick video [LOOM

LINK] showing a 2-minute win they can get without a call. Keep it friendly and
efficient.

PROMPT — QBR INVITE

Draft a 90-120 word QBR invite to [EXEC SPONSOR] at [COMPANY]. Include 3
bullets: outcomes achieved, roadblocks/risks, next-quarter plan. Include a

30-minute booking link [LINK] and ask for any agenda adds. Keep tone
executive-friendly.




Tip
If stuck for angles, ask ChatGPT to propose ideas first and ask you 2—3 clarifying

questions before writing.

MODULE 14

Step 12 — & Record a 2-3 minute Loom demo

Create a short Loom to preview your playbook or a customer’s quick wins: intro (15s),
evidence (current metrics, gaps), and your fix (30-60s) with a no-pressure close. Send it

before meetings to raise show rates.
Tip

A 1-minute personalized Loom before the meeting meaningfully increases show rates

and takes ~5 minutes to prepare.

MODULE 15

Step 13 — & Configure Al helpers (email, resume,
deck)

PROMPT — PERSONALIZED REPLY FROM WEBSITE TEXT

System: You are a concise CSM email assistant.
User: Using this website text: [PASTE SCRAPE] and contact fields: [FIRST NAME],
[COMPANY], [ROLE], write a 70-110 word plain-text reply that: 1) references one
specific detail from the site, 2) offers a relevant resource [ASSET LINK], and
3) proposes a 15-minute call [LINK]. Spartan tone. Output only the email body.

\_ J




PROMPT — RESUME CUSTOMIZATION

System: You rewrite resumes to job posts.

User: Here is my resume:

[RESUME]

Here is the CSM job post:

[JOB POST]

Rewrite my summary and top 6 bullets to mirror the job’s language, prioritizing
customer outcomes, adoption, renewals, QBRs, and expansion. Keep total resume
length =2 pages. Return plain text.

PROMPT - 5-10 SLIDE QBR DECK

Create a 7-slide executive QBR deck outline for [COMPANY] on [PRODUCT].
Include: 1) last quarter goals vs. outcomes, 2) adoption trends, 3) value wins,
4) risks/mitigations, 5) next-quarter plan, 6) expansion opportunities, 7)
asks/decisions. Use concise bullets geared to execs.

MODULE 16

Step 14 — ~ Run discovery, EBRs, and QBRs like a
pro

Use a simple SOP: build rapport, learn why now, quantify problems/costs, confirm urgency,
share relevant experience, show the fix, and propose next steps. Spend ~70% on discovery,
20% on solutions framed by outcomes, 10% on objections/next steps.

Tip

Avoid deep dives into meta tags, H1s, or prompt arcana. Execs care about outcomes, not
internals.

MODULE 17




Step 15— » Package your QBR/proposal

Turn your QBR outline into a shareable doc. Host it in PandaDoc to control access and capture

views. Add next-quarter plan, owners, dates, and a single decision/ask.

MODULE 18

Step 16 — <" Handle objections with calm control

TEMPLATE — NOT INTERESTED (CUSTOMER OR HIRING MANAGER)

“That’s great. Most of the folks I work with already had someone, too. Would it
be okay if I showed you one thing we do differently—just so you have something

to compare to? No pressure either way.”
\_

~

TEMPLATE — WE TRIED THIS BEFORE

“That’s actually really useful to know. A lot of teams said the same before we
started. Usually the issue is the system, not the idea. Would it be okay if I
showed you exactly how we handle that so you can see what’'s different?”

-

TEMPLATE - NOT A GOOD TIME

“Totally understand—timing matters. Would it be alright if I sent just one
quick thing that’'s useful whenever the timing is right? Takes about 2 minutes.
No pressure.”

.

TEMPLATE — IF THEY STILL SAY NO

“In that case, a quick 15-minute audit could still be helpful-we’ll show how
similar teams drive adoption and renewals. Free, just to give you something
concrete. Would a short slot work when you’re available?”

-




MODULE 19

Step 17 — +~ Source roles and hiring managers
smartly

Search roles on job boards, then identify the likely hiring manager (VP CS, Head of CS, CRO
for small teams). Use LinkedIn Sales Navigator and Apollo to find verified emails. Keep a clean

tracker with contact fields and personalized icebreakers.

Tip
User-generated platforms resist scraping; don't over-automate or you risk blocks. Filter

out giant companies and recruiter listings to target decision-makers faster.

MODULE 20

Step 18 — ~* Job outreach that gets replies

~
TEMPLATE — WARM NETWORK PING
“Hey [NAME]-I've started helping [TYPE OF COMPANY] reduce churn and expand
accounts with a simple five-step CS system. Do you know anyone who might need
that?”
- J/
~

TEMPLATE - PUBLIC POST (UPGRADE)

“I'm looking to help five [NICHE] teams cut time-to-value and increase renewals
with a 3-step onboarding + nurture playbook. If you want the breakdown, comment
‘playbook’ and I’'ll send it.”

- J




TEMPLATE - HIRING MANAGER DM/EMAIL

Subject: 15-min CS playbook for [COMPANY]

Hi [FIRST NAME] — Noticed [COMPANY] is [CONTEXT]. I built a short demo showing
how I'd shorten time-to-value and raise adoption for your [PRODUCT]. 30-second
Loom tailored to you—want me to send it over?

\_

TEMPLATE — FOLLOW-UP SEQUENCE

Day 0: Send asset + ask.

Day 1: “Quick nudge—worth a look?”

Day 3: New angle + micro-win screenshot.

Stop sequence when replied or a meeting is booked.

Tip
Don't send cold via Mailchimp/Constant Contact (TOS). Personalize a few high-leverage

lines; Al-written full emails can feel off-tone. Multi-channel (email + Linkedin DM) lifts
seen-rate.

MODULE 21

RECEIPT

Step 19 — -  Tailor your resume and Linkedin to
eachrole

Mirror the job language. Lead with outcomes (activation, adoption, churn, expansions). Keep
bullets concise, quantified, and aligned to the company’s ICP and motion.




N\
PROMPT — RESUME BULLETS TO JOB

Rewrite these 6 bullets to match this CSM job'’s language and priorities.
Emphasize adoption, renewals, QBRs, stakeholder management, and expansion
plays. Keep each bullet =2 lines, start with a strong verb, include a
quantified outcome: [PASTE BULLETS] [PASTE JOB]

- J

Tip
Front-load social proof and results. Keep your online badge active (when platforms show
you're available).

MODULE 22

Step 20 — | Build a compact case-study library

Document 2-3 wins with a before/after metric and the single playbook you used. Ask
permission to share: a short paragraph + one chart + your Loom walkthrough. Turn one
project into many via ongoing optimization and expansion stories.

MODULE 23

Step 21— & Create inbound momentum
(watering hole)

Pick one channel (LinkedIn or YouTube) and post weekly. Offer a relevant lead magnet inside
each post and send 1 helpful weekly email to new subscribers. Focus content on trust starters
(how-tos), credibility builders (proof), and deep dives (differentiators).

Tip
Media amplifies what exists: clear offers get clearer; unclear ones get noisier. Inbound
compounds slower than outbound—stay consistent for 90 days.



MODULE 24

Step 22 — ¥ Use Upwork as an extra funnel
(optional)

Set up a complete profile, apply to 3-5 CSM/retention gigs daily with a customized Loom and
a small tailored asset. Be transparent if you're new and overdeliver on first gigs to build

reviews.

Tip
Fill every profile section—video, portfolio, project catalog, testimonials, certifications.

Incomplete profiles rank poorly.

MODULE 25

Step 23 — # Prototype fast, then tighten the
screws

Get a working version live quickly. Run a 1-week QA on sample and real data, fix edge cases,
then give stakeholders a week to test and comment. Use a Directive - Orchestration -

Execution approach for agentic flows, and start in plan mode before auto-running.

MODULE 26

Step 24 — = Make value visible

Package your invisible work into visible outcomes. Send Slack alerts for wins/risks, weekly
rollups, and clean QBR docs. Show configured assets (workflows, alerts, dashboards) in your

walkthroughs.

MODULE 27



Step 25 — " Expand and strengthen

partnerships

Use your case studies and health data to turn one success into multiple. Propose ongoing

optimization, training, and expansion plays. Invest in relationships across the account—not

just your main contact.

MODULE 28

Step 26 — ¥ Manage timing like a pipeline

Categorize initiatives by decision horizon: Kitchen Table (soon), Refrigerator (months),

Freezer (a year). Keep light touches on long-horizon items while closing near-term wins.

MODULE 29

Mistakes to avoid

o

BURYING VALUE IN TECHNICALS

Over-explaining tools or prompt minutiae loses

execs—frame everything as business outcomes.

4
2z

UNDER-COMMUNICATING

Clients expect more touchpoints than they get.
Increase updates to improve retention and
upsells.

I

WRONG EMAIL TOOLS

Don't send cold via Mailchimp/Constant Contact;
you risk suspension.

=

OVER-AUTOMATION

Scraping/over-sending triggers blocks. Start
simple; use multi-channel and plain text.



g /
NO FOCUS OPTIMIZING THE WRONG THING

Perfecting automation skills beats outcomes only
on paper. Prioritize lead gen, calls, retention.

Picking an ill-fitting niche (low value/volume) or
staying generalist limits traction.

~

E |

HTML FORMATTING SNAFUS REGULATORY DRAG
HIPAA-level sectors add 5-10x work without

proportional pay—avoid early.

Plain-text avoids layout issues (e.g., single-line
rendering). Verify correct mailbox/folder.

MODULE 30

Salary Estimate

$85k-$125k base

Mid-level CSM in US (example-only)

$55k—-$85k base

Entry-level CSM in US (example-only)

$120k-$170k base

Senior/Enterprise CSM base (example-only)

$180k-$260k OTE

Senior Enterprise CSM total comp

(example-only)

MODULE 31

$140k-$200k base

CSM Manager base (example-only)

$60-$150/hr

Contract/Fractional CSM rates (example-only)



Resources

RESOURCES

|

LinkedIn Jobs

Glassdoor

Levels.fyi

Built In

Wellfound (AngelList Talent)

YC Startup Jobs

Gain Grow Retain

Customer Success Collective

Customer Success Association

G2

Capterra

jobhacki.com - @jobhacki

Primary job search channel

Salary and company reviews

Comp benchmarks (tech roles)

Tech startup job board

Startup jobs directory

High-growth startup roles

Customer Success community

CS training and community

Best practices and resources

Software review collection

Software review collection


https://www.linkedin.com/jobs/
https://www.glassdoor.com/
https://www.levels.fyi/
https://builtin.com/jobs
https://wellfound.com/
https://www.ycombinator.com/jobs
https://gaingrowretain.com/
https://www.customersuccesscollective.com/
https://customersuccessassociation.com/
https://www.g2.com/
https://www.capterra.com/
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THE JOBHACKI ARSENAL

What All-Access members get

All 7 JobHacki tools on one membership.

Hack your career.

Al Auto Apply Job Directory

Swipe real jobs. We get each application ready; Live jobs pulled straight from company hiring
you check it and press submit. systems.

Resume Builder " Resume Match

A role-ready resume in minutes. A 0-100 match score against live roles.

Interview Role Play Playbook Directory

Free practice tests with an account; voice Step-by-step income and job playbooks.
mock interview after the trial.

Tool Directory

Tools, prompts, GitHub repos and GPTs, by
category.

Create your free account

Get All-Access — see price and terms

See the community & what's inside

A free account opens the job hubs, playbook library, Tool Directory and Interview Role Play's practice tests.

Created by JobHacki - @jobhacki - JobHacki Community - Version 2026
Income figures in this guide are source-reported or estimates from real creators and practitioners — not guarantees. Income depends
on location, skill, speed, and demand. Verify pay rates and offers before applying or buying.


https://jobhacki.com/dashboard
https://jobhacki.com/#pricing
https://whop.com/jobhacki/
https://jobhacki.com/

