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RadianScore designed to give you.....

Effective framework to plan, manage and direct the sales resource, letting the sales team
set their own objectives for each sales call, score the outcome and plan next actions

* Training and Coaching that reinforces your formal training programmes with customised
objectives & coaching notes which are shown when you plan and review your calls

 Instant on-demand reporting, accurate and timely sales reports whenever you need them

 ‘No - narrative’ graphic based reporting - removes the need for the sales team to write
reports - gives more customer facing time and more meaningful information

 Total visibility of sales activities in all opportunities, accounts and leads on the same page
as salesforce.com

* Tracks progress and history of all leads, accounts and opportunities managed
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L
RadianScgring Method...

Phase 2

Objectives of the call LI PR R Click on the chosen
numbered objectives and
see the coaching notes

0 10 11 12 13 14 15 1a

Choose your objective

Phase 2

Result of the call Opportunity Management A{:t'@"' the CQ” C'{l'Ck on the
achieved objective to score

@@@% 14 15 16 it .

Planned objectives

Score your results

Phase 2 Phase 3
Opportunity Management Proposal + Negotiations

ﬁﬁ ﬁls 1415}&’%1?1319:0;1:1:3:4

Next Planned Actions

Plan your next action

ROO(;OJ\SCﬁfe" Completed objectives
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RadianScgre® Activities and Coaching Notes...

« All RadianScgre® activities are provided complete with carefully
researched coaching notes

«  Use the RadianScore® framework to
winning activities and

stomize your own business
les process.

Phase 1 Phase 2
Discovery + Account Development Opportunity Management

01 02 03 04 05 06 07 08 @@@12 13 14 15 16 17

9. Follow Up the Lead
Is this a follow up from a lead, or a progression from your Account Activity? What is the reason for the enquiry? Is this a marketing lead? Is the lead a referral? How will you qualify the lead?
Understand the strength and origin of the enquiry, how strong the potential to do business is and the key factors that interested the customer. We are trying to identify the key issues that could
create an opportunity.

Phase 3 Phase 4
Proposal + Negotiations Award + Client Management

18 19 20 21 22 23 24 25 26 27 28 29 30 31 32

10. Create the business opportunity

What are your objectives for your customer and how do they relate to your sales plan? What potential have you discovered from Phase 1? Have you completed the Phase 1 objectives? Try
objectives 3, 4, 5 and 6 in order build up your knowledge. This takes us from talking about doing business, to specifying an opportunity, such as system upgrades, inventory changes or
introducing a new training programme.

11. Identify a potential project

If this is a business driven project you need to define the business goal and begin the process of understanding the project. If this is a physical project, such as a construction project, we need to
identify the project objectives, the budget, the programme of work and the scope of the project. You may have a project lead from an organisation like DODGE, EMAP Gelenigan or any other
specialist provider of project information. By delivering this objective, you will be in a stronger position to produce an appropriate and comprehensive proposal.
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A Different Way of Looking at Sales Training and Coaching

Uniquely the coaching notes are delivered at the time of planning the calland  reinforced
when the call is reviewed

Provides on-going reminders of key elements of your'training programme

Easily update coaching notes to support a new product launch or a compliance requirement

Phase 1 Phase 3 Phase 4
Discovery + Account Dev nt Management Proposal + Negotiations Award + Client Management
01 02 03 04 05 06 (07 08 @ @ @ 12 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32

9. Follow Up the Lead

Is this a follow up from a lead, or a’progression from your Account Activity? What is the reason for the enquiry? Is this a marketing lead? Is the lead a referral? How will you qualify the lead?
Understand the strength and origin of the enquiry, how strong the potential to do business is and the key factors that interested the customer. We are trying to identify the key issues that could
create an opportunity.

10. Create the business opportunity

What are your objectives for your customer and how do they relate to your sales plan? What potential have you discovered from Phase 1? Have you completed the Phase 1 objectives? Try
objectives 3, 4, 5 and 6 in order build up your knowledge. This takes us from talking about doing business, to specifying an opportunity, such as system upgrades, inventory changes or
introducing a new training programme.

11. Identify a potential project
If this is a business driven project you need to define the business goal and begin the process of understanding the project. If this is a physical project, such as a construction project, we need to

identify the project objectives, the budget, the programme of work and the scope of the project. You may have a project lead from an organisation like DODGE, EMAP Gelenigan or any other
specialist provider of project information. By delivering this objective, you will be in a stronger position to produce an appropriate and comprehensive proposal.
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RadianScore helps you to.....

Tracks progress
across the sales
cycle

Know what your | Know how your
sales people are opportunities are
doing managed
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Phase 1 - Discovery and Account Development
Phase 2 - Identify Opportunities and Projects

Phase 3 - Present Proposals and Negotiate

Phase 4 - Award and Client Management
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Increase your visibility

Phase 1 - Discovery and Account Development
Customisable Business Winning Objectives

Introduce yourself and your organisation
Describe your Capability and Resource
Identify customer issues

Identify decision chain

= <« RO~ -

_ Qualify the Lead
660" v
% ey Identify the competition
/9\/ . 7
Align capability to issues
Agree Next Actions
Phase 1 Phase 2 Phase 3 Phase 4
Discovery + Account Development Opportunities + Projects Proposals + Negotiations Contract Award + Management

a0 @@@ 06 07 08 gg 10 11 12 13 14 15 1la 17 18 19 20 21 22 23 M 25 2 27 18 1 30 31 12
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Increase your visibility
Phase 2 - Identify Opportunities and Projects

Customisable Business Winning Objectives

@Follow Up Enquiry

10 Create the business opportunity

@Identify a potential project
12 Identify the project team

13 Recommend an appropriate solution

@Establish the right to bid

15 Agree Submission/Proposal

16 Agree Next Actions

Phase 1 Phase 2 Phase 3 Phase 4
Discovery + Account Development Opportunity Management Proposal + Negotiations Award + Client Management

mm@’@(ﬁnﬁ,ﬁﬂ‘m@uu@lsw 17 18 19 20 21 22 23 24 25 26 27 28 29 30 3 2
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Increase your visibility

Phase 3 - Present Proposals and Negotiate
Customisable Business Winning Objectives

@ Present the Proposal
o’ @ Obtain feedback and status of proposal
19 Re-evaluate scope of the proposal
20 Re-present the proposal
g Negotiate key elements
22 Final Negotiation
23 Confirm and Ratify Final Bid

24 Agree Next Actions

Phase 1 Phase 2 Phase 3 Phase 4
Discovery + Account Development Opportunity Management Proposal + Negotiations Award + Client Management

u o 68 w g o @’}ﬁ@’gﬂ@’/ﬁ/m @@EE@EQH 25 26 27 18 2 N N 2
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Increase your visibility

Phase 4 - Award and Client Management
Customisable Business Winning Objectives

@ Obtain Order/Contract Awarded

26 Operations/Sales/Client Review

@ Regular Contract Review
28 Problem Solving

< @ Further Opportunities

30 Final Handover or Project Inspection

31 Credit Management - Cash Collection

\ 32 Future Business Opportunities
Phase 1 Phase 2 Phase 3 Phase 4
Discovery + Account Development Opportunity Management Proposal + Negotiations Award + Client Management
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Planning your calls...

11:00am Site Visit
Edge Communications

/ Take a moment....

|
A3

What would you plan to
achieve at the visit?
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Decide on your next planned activity...

Phase 2
Opportunities + Projects

Activity Details Save | Save @ New Task | | Save Task & Create Event| | Cancel
0 10 11 12 13 14 15 1é
Assigned To User E Aravind Ramanan ‘ontact
Opporiuntty — Task Due Date Simply click on a task to set it
Organisation RadianScore Ltd Time 09:00 ||
Lead tus I In Progress I~
Subject Client Meeting B P I Mormal E
Notes/Description
4
Phase 1 Phase Phase 3 Phase 4
Discovery + Account Development Opportunity gement Proposal + Negotiations Award + Client Management

ﬂ@/@/@/,ﬁﬁmﬁ/ @@@EHEE 17 18 19 20 1 2 23 24 25 26 27 28 29 30 3 2

2. Describe your Capability and Resource
Don't start selling! Just give the customer a brief overview of your compeaay_capability and resource levels.This is essential pogition

3. ldentify customer issues

What are the important issues/problemsichallenges facing your customer? Ask investigative questiomsssdgmonstrate yo| -
Completed Activities are

this will help you propose solutions that are aligned to your companies capabilities.

R O-OQI S ﬁl’&” scored in Grey
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Following your meeting review your results...

120 a2 \Visit
Edgu Jnications

/ Take a moment....

Have you achieved
Your objectives?
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Score the objectives you have achieved during the visit

Phase 2
Opportunity Management
Activity Details Save | | Save 8 New Task | | Save Task & Create Event| | Cancel . @ @ @ %
f0g) A 14 15 16

Assigned To I User IZ| Aravind Ramanan aQ Contact
Opportunity Aravind Test
Organisation RadianScore Ltd 09:00 |Z|
Lead I Completed |Z|
Sabict Client Meeting LEJ Friority I Normal El

Notes/Description

Phase 1 Phase 2
Discovery + Account Development Opportunity Ma#fagement

Phase 3 Phase 4
Proposal + Negotiations Award + Client Management

M 02 03 04 05 06 0T 08 BBBH 1 s ) 17 18 19 20 21 2 1 4 25 26 27 28 20 30 3 32

9. Follow Up the Lead

Is this a follow up from a lead, or a progression from your Account Activity? What is the reason for the enquiry? Is this a marketing lead? Is the lead a referral? How will you qualify the lead? Understand the strength and
origin of the enguiry, how strong the potential to do business is and the key factors that interested the customer. We are trying to identify the key issues that could create an opportunity.

10. Create the business opportunity
What are your objectives for your customer and how do they relate to your sales plan? What potential have you discovered from Phase 17 Have you completed the Phase 1 objectives? Try objectives 3, 4, 5 and 6 in order
build up your knowledge. This takes us from talking about doing business, to specifying an opportunity, such as system upgrades, inventory changes or introducing a new training programme.
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Completed and Planned activities are shown on the Salesforce.com
Leads, Accomnts and Opportunities pages...

Home Leads OrgaNjsations Contacts RadianScsge Visit Report Reports Dashboards RadianScore Objectives +

Opportunity

&' Aravind Test

Customize Page | Edit Lavout | F

Open Activities [1] | Activity History [3] | Products (Standard PricsBook)[2] | Contact Roles[0] | MNotes & Attachments[01 | Stage History[1] | External Sharing [0]

Edit | Delete | Clone ¥ Shmetailedvisitﬂeport

Opportunity Detail

Opportunity Owner Araviod Ramanan [Change]

AraviniN est

Close Date IMM220M1
Stage Phase 3
Probability (%) 20%
Amount £15,000.00
Expected Revenue 3,000.00

Opportunity Name
Organisation Name
Type

RS Op No

Description
¥ RadianScore Snapshot

Assigned To Due Date Discovery + Account Developmignt Opportunity Management Proposal + Negotiations Award + Client Management Notes

Aravind Ramanan 31M0/2011 1 02 03 04 05 06 0T 08 09 10 11 12 413 14 15 16 17 18 19 20 21 22 23 24 @26 @23 a&ﬂ 31 32

10 11 12 13 14 15 16 p’p’m a’}?’zsy 25 36 27 28 29 30 31 32

20
y ﬁ 12 13 w’ }9’ 16 47 418 19 20 21 22 23 24 25 26 27 28 29 30 3 32
Aravind Ramanan 03M10/2011 01 02 ﬁﬁﬁ% Sr}v 09 10 11 12 13 14 15 46 17 18 19 20 21 22 23 24 25 26 27 28 29 30 M 32

=
T
=

Aravind Ramanan 12M0/2011 01 02 03 04 05 06 07 08

Aravind Ramanan 06M0/2011 01 02 03 04 05 06 OF 03

=
o
=

<
T
=

EEED

* Implement your own training and coaching programme by customizing RadianScgre®
activities and coaching notes

* Take your training and coaching programme directly into everyday business life of the sales
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RadianScgre Visit Report displays activities across Leads, Accounts
and Opportunities

Radianscore Visit Report [ Submit
Select Option | Accounts & Opportunites [+ DueDate  01/05/2010 [041062010] Period  Dye Date + 6 Month
Activity History " N
SelectView | Al| Tasks & by Rep and
Opportunity g Completed & Planned 3
Filter by Accounts AII Accounts |, Task

Filter by Opportunities ' All Opportunities 1#]

Detailed Radianscore Visit Report

Account Names Opportunity Name Subject AsSigned To Elapsed Days Due Date  Discovery + Account Development Opportunity Management Proposal + Negotiations Award + Clien{ Management |

Burlington RS Introduction & GotoMeeting Jim 0 15&05&0100@030@06 07 08 @10 111213 14 15 16 1718 19 20 21 22 23 24 25 26 21 26 29 30 M 32

Texiles Corp of Training Johnston

America

Dickenson Plc  Victoria Park Client Jim 7 20/07/2010 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 17 18 19 20 21 2 23 @ @@n @30 R
Development Meeting  Johnston

Dickenson Pic  Victoria Park Site Vst ~ Jim 4 13/07/2010 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 17 18 1920@’&9’@ %2 271829 30H R
Development Johnston

Dickenson Pic  Victoria Park Site Visit ~ Jim 9 09/07/2010 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 ﬁgyuuzzu %221 829 0 H R
Development Johnston

DickensonPlc RSTraining&  SiteVisit  Jim 21 01/07/2010 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 171o1szoz1gg¢9’?’z7zszsw31u
Coaching Johnston

Dickenson Plc  Victoria Park lient Jim 5 30/06/2010 01 02 03 04 05 06 07 08 osgﬂggug}c’ 1718 19 20 1 2 2324 25 26 21 28 29 30 31 32

Development ~ Meeting  Johnston
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Increased visibility...

Increase visibility across the 4 Phases of the Cycle
Measure and monitor the progress of Leads-Accounts- Opportunities
Identifies progress and barriers across the Cycle
Measure and reward success using evidence based reporting across the Cycle

Benchmark progress made by individuals and teams
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7 Business Winning reasons to choose RadianScgre® ...

=Visibility of the Sales Team'’s progress is provided using innovative graphics
=RadianScore on the same page as Salesforce Accounts, Leads and Opportunities
= Ability to plan, deliver and review Sales Team activities
=Customized Training and Coaching notes at point of sale
= Automatically produces easy to read sales reports & dashboards
=Recognizes the contribution of individuals and teams

»Managing opportunities with long sales cycles and multi-level decision makers

RadianScore is designed to link directly to Radian4Cast our new Future
Revenue Forecasting App.
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Radian4Cast™ working with RadianScore + Salesforce.com
Get Radian4Cast now from the Appexchange

Country Juae  [+] Fiscal Year |2010 [+] ?;::nue | Hire [+] Region | Notthem Emirates [+]
300000 — Budget

s Target
280000 s [1arch Forecast

May Forecast

Niaa s September Forecast
240000
22000 Closing the performance Gaps

200000
B Actuals . .
I Closed Lost Summarized by Radian 4 Phases
B Phase !
[l Phase 2
5 Phswe Revenue forecast built up from individual

[l Phase 4

Underlying opportunities.

180000
160000
140000
120000

100000

Compared to Budget & Target

I By Probability % of conversion

0
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Evidence based Forecasting

Generate Chart
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RadianScore gives you.....

Effective framework to plan, manage and direct the sales resource, letting the sales team
set their own objectives for each sales call, score the outcome and plan next actions

* Training and Coaching that reinforces your formal training programmes with customised
objectives & coaching notes which are shown when you plan and review your calls

 Instant on-demand reporting, accurate and timely sales reports whenever you need them

 ‘No - narrative’ graphic based reporting - removes the need for the sales team to write
reports - gives more customer facing time and more meaningful information

 Total visibility of sales activities in all opportunities, accounts and leads on the same page
as salesforce.com

* Tracks progress and history of all leads, accounts and opportunities managed
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RadianScgre® working with...

T
k-4 sales ﬁrce com’

TATA CONSULTANCY SERVICES uccess On Demand.”

0)
Yy forcecom. |

For more information contact support@radianscore.com
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