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“More visibility
of the sales cycle”

“Improved
Opportunity Management 

and Forecasting”



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



Objectives of the call 

Choose your objective

Result of the call

Score your results

Next Planned Actions

Plan your next action

RadianScøring Method…

Completed objectives

Planned objectives

Click on the chosen 
numbered objectives and 
see the coaching notes

After the call click on the 
achieved objective to score 

it .



• All RadianScøre® activities are provided complete with carefully 
researched coaching notes

• Use the RadianScøre® framework to customize your own business 
winning activities and sales process.

RadianScøre® Activities and Coaching Notes…



Uniquely the coaching notes are delivered at the time of planning the call and        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  

A Different Way of Looking at Sales Training and Coaching  



RadianScore helps you to.....

Tracks progress 
across the sales 

cycle

Know how your 
opportunities are 

managed

Know what  your 
sales people are 

doing



RadianScøre® 4-Phase Business Winning Sales Cycle

Phase 1 – Discovery and Account Development

Phase 2 – Identify Opportunities and Projects

Phase 3 – Present Proposals and Negotiate

Phase 4 – Award and Client Management



1      Introduce yourself and your organisation 

2      Describe your Capability and Resource 

3      Identify customer issues 

4      Identify decision chain 

5      Qualify the Lead

6      Identify the competition 

7      Align capability to issues 

8      Agree Next Actions 

Increase your visibility 
Phase 1 – Discovery and Account Development
Customisable Business Winning Objectives



9   Follow Up Enquiry 

10   Create the business opportunity 

11   Identify a potential project 

12   Identify the project team 

13   Recommend an appropriate solution 

14   Establish the right to bid 

15   Agree Submission/Proposal 

16   Agree Next Actions 

Increase your visibility 
Phase 2 – Identify Opportunities and Projects
Customisable Business Winning Objectives



17    Present the Proposal 

18    Obtain feedback and status of proposal 

19    Re-evaluate scope of the proposal 

20   Re-present the proposal 

21    Negotiate key elements 

22   Final Negotiation 

23   Confirm and Ratify Final Bid 

24   Agree Next Actions 

Increase your visibility 
Phase 3 – Present Proposals and Negotiate
Customisable Business Winning Objectives



25    Obtain Order/Contract Awarded 

26    Operations/Sales/Client Review 

27    Regular Contract Review 

28    Problem Solving 

29    Further Opportunities 

30    Final Handover or Project Inspection 

31    Credit Management - Cash Collection 

32    Future Business Opportunities  

Increase your visibility 
Phase 4 – Award and Client Management
Customisable Business Winning Objectives



11:00am Site Visit

Edge Communications

Take a moment....

What would you plan to 
achieve at the visit?

Planning your calls…



Decide on your next planned activity…

Simply click on a task to set it

Completed Activities are  

scored in Grey



Following your meeting review your results…

11:00am Site Visit

Edge Communications

Take a moment....

Have you achieved
Your objectives?



Score the objectives you have achieved during the visit

Simply click on a task to Score it



Completed and Planned activities are shown on the Salesforce.com 
Leads, Accounts and Opportunities pages...

• Implement your own training and coaching programme by customizing RadianScøre®

activities and coaching notes

• Take your training and coaching programme directly into everyday business life of the sales 
team.



RadianScøre Visit Report displays activities across Leads, Accounts 
and Opportunities

Activity History 
by Rep and 

Opportunity Completed  & Planned 
Task



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



7 Business Winning reasons to choose RadianScøre® …

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.



Radian4Cast™ working with RadianScore + Salesforce.com
Get Radian4Cast now from the Appexchange

Closing the performance Gaps

Summarized by Radian 4 Phases

Revenue forecast built up from individual 
opportunities.

Compared to Budget & Target

By Probability  % of conversion

Evidence based Forecasting



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



For more information contact support@radianscore.com

RadianScøre® working with…

mailto:support@radianscore.com

