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Who Is RightNow Salesnet?

e 6+ years of sales effectiveness

e Application designed around “sales process”

e Enables pipeline management

e Allows sales reps to manage leads and opportunities
e Targeted at sales organizations

e Focused on Mid-Market and Enterprise segments
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Technology Overview

e On-Demand Application:
— Core product
— Browser-based
— Highly configurable/adaptable to business requirements
— Rapid deployment
— Scalable

e Complimentary Products:
— Enhance the on-demand application

Solution Purpose

Offline Application Disconnected access

Wireless Application Phone/PDA access

Outlook plug-in Email integration

Sync Tool ACT!, Goldmine, Outlook, Palm
Word plug-in Form Letters, Quotes

XML Web Services API Integration (legacy, ERP, etc..)




Feature: Access Rights Configurability
Benefit: Give Users The Access They Need

Company Position Chart Position-to-Position Grants

() Setup : Company Position Chart (CPC) - View 1. Grantthe Position Inside Sales Access To the Position Account Managers
=) Salesnet Object View | Edit |Create | Delete D“““““ﬂ"l -] :D’“;':;
gdif gdel =) PCEQ Leads
edif del L= F President Accounts + Contacts
edit del Lm) L channel Directors Deals v | v | v Y v J
edit del L) LR - Appointments + Tasks
Documents « Templates

edit del |Le) F CTO
edit del Le) - VP Engineering
edif del =) Diractor of Technolagy
edit de| L= |: Web Developer
edit del e Q& Specialist

I del L=) Database Administralor
gt gdel t=) Support Manager
gdt gel =) L support Specialist

| L - | Pr Man; -

ol | D Field Level Access
edif del Lam| LFingngal Adminigtrator
ogt dol L) e Grant Access 1o this field as follows: Edit | Delete
edit del Lem| F Dir r in lutign View | Create | Edit PD::;T::::E:
edit del Lm) - Consullants g )

) Usen(s). All
edit del Lam| = Account Managers
edit del Le) - CRO
gt gel L) L Communications Director Grant Access to this field as follows: Edit | Delete
edi del Le) - Director of Marketing View |Create | Edit | position(s) Consultants, Director Business Solutions
edit del Le) - Director Sales L L L
odit del ey - Inactive Reps
edit del e - Inside Sale

i gel ) nt Exacutiy




Feature: User Level Configurability
Benefit: Scalability

Privilege Profile

\ Privileges
The
Re Ol’ti n O ssword Does Mot Expire Communicatio-n - . Cannot Delete
p g Administrators Send Email & Use Outlook Email plug-ir| Leads
mOdUIe ] Application Word Merge via Comm Mar plug-in Accounts & Contacts
can be ] Process Builder Reporting [] Deals
disabled [] Dashboard Reports tab visible Document Library files
fOI‘ SeleCt [] Document Library ‘:'R””‘”“:C':' “T”';E";”'l':;“'“l'”t . " [] Appointments & Tasks
UserS [] Communication Templates . ::t Ir;a e-rtsl- ‘;ETE. =1 Read-Only GrOUp Of
[ Lead Queue ubtotal Report Snapshots: [ Leads
7 Campaign L‘:J:uﬂu;‘;ri:te_ Edit, Delete i [ Accounts & Contacts USG:’JS can
Import . [ Deals e
[] Leads Ll-qutnL- Cr:te- Edt, Delete Queries hd [] Document Library files prevented
ist Layouts )
[] Accounts & Contacts View, Create, Edit, Delate Layouts = ] Appointments & Tasks from
[] Deals — [] Dashboards deleting
Multi-Record Actions Receive Email Notifications
] Multi-Record Update Senice & Operational Motifications records
Ll Multi-Record Beassign Owpership Mewsletters & Product Notifications
Add-ons
gync Toal
Offline Application
WirelessilM
[] Web Senvices API
=

The Add-On Modules can be turned
on/off for different groups of Users




Feature: Campaign Tracking
Benefit: ROl Measurement

Campaign Metrics

Mame: Free Book Offer from Trade Show
Status: Phase 1 Type: Print Ads
Budgeted $10,000 Actual Cost $6,500
Cost:

Expected $50,000 e Measures effectiveness

Fevenue:

Begin Date: 01/16/2006 End Date: 04/16/2006 Of an exeCUted

Nurmber 0 Campaign
Sent:

Expected 1.25% e Monitors leads and
i opportunities as they
Notes: progress through the

selling process:

Member Status Responded|Default
Confirmed Receipt - Mo Rezponse W

Emailed Back, Interested o
Emailed Back, No Interest o
Sent Email

Cmpgn |D#:172 | Created: 01/18/2008 11:28 AM by Steve Bombard with Desktop Browser | Last Modified: 01/17/2008
£:17 PM by Steve Bombard

SplnElyEsetiagiiaengg ApptsTasks Mulli-Motes Attached Docs

Summary Stats History
Summary Stats History:

Stats s of 08/04/2006 3:46 PR ‘=7/’ prOVideS ‘metriCS’ on the
Total Leads: 759 !—'Total Contacts: 1 Tot ses: 1 d Success Of a partICUIar
Tolal Leag mesponses 1 Total Contact Besnonees: Cam paign
Working Leads: 759 Converted Leads: 0 Reje gads: 0
Total Deal Value: $58,000.00 Total Won Deal Value: $0.00
Mumber Total Deals: 1 Mumber Won Deals: 0




Feature: Lead Management
Benefit: Leads Don’t Fall Thru The Cracks

salesnet:

Create a centralized or

®

Query; My Leads v | mew [ Fiter Layout: | Stage Sets ~ | Edit| Mew d I . d I f
(@ Lead List PREV |ABCDEFGHIJEKELMNOPORETUYW Y Z Goto | MEXT p

First and Last Name A, [EWITIGTA G Main Phone Cell Phone Email Stage Created-on Date I e ad S
Ediit | Del | test Mot et Contacted 41972006 311 Ph -

testss Converted 41972005 312 Pt e Monitor fol |OW—Up and
Ediit | Del | Allegre, Raul Ganubian Conzulste 201/544-3300 Mot et Cortacted 412002006 9:38 AM .

Bill Alvarez Accourt20 215-175-2525 Corverted 20142006 12:10 PM conversion ra‘te S Oon

Bok Blum Accourt! S 181-T12-1555x5525 Converted 21472006 12:10 PM

Bob Evans 4B, Inc Corverted 2ME2006 10:18 AM Leads to Opportu N Itles
Ecit | Del | Bord, Jim 2:;‘;?”' Treining BE0/444-3000 usrevyBusnavy.oom | Mot et Contacted 402002006 5:3G AM

Bruce Burke Brooks samplef@email.com Converted 2MB/2006 12:06 PM

Christy Burke Account!? 2135-277-7553 Converted 21472006 12:10 PM
Ediit | Del | Delamare, Marie Ezcargots Mouveaux §5.57.00.07 Mot et Contacted 4720/2006 935 Ak

Fred Jones Sample Lead Company 781-781-7811 FE1-234-1234 samplefsample com Converted FHMB2006 11:41 AM
Edit | Del | Giudici, Giovanni Pazta Buttini =.rl. (089) 6547EES Mot et Contacted 47202006 9:38 AW
Eclit | Ll [ Goff, Dave Bimbleman's Lite Inc:. a04/569-9211 badbeerfBbimble com Mot et Cortacted 4020020086 9:38 AM

Guinness Gabriel Guinness Incorporated CMENE TSNS COtm Converted 211 42008 11:10 AM
Eclit | Dl [ Henley, Don Huotel California 04/544-7591 Mot et Cortacted -

Janie Melroze TestCo Converted Lead Information

Jitm Mesw Gy Accourting Company 7E1-837-8321 S .COM Converted Lead: Stershic, Mike (Wayne Memorial Health Systems Inc)

Jognie Jones Gillette Converted Owner: Steve Bombard

Joe Cirell CYE samplef@email.com Converted s

doe Cireli Lead Converted Stage: | Qualified |+

Joe Sith —— i ————— e ———————— ki~ 1 )

(@) Edit Lead Queue Displayingl Records To Create: | | Account | | Contact [¥] Deal

" Name: | Direct Sales Queue

Description:

& Open
O Closed

Queue Type: | Limited Exposure |v * Lead Exposure Limit: 10

Lead Field that determines precedence:
Lead Created-on Date || | Descending |+
v Members can view Leads owned by this Queue
v Members can change the Owner of Leads owned by this Queue
[] Members can add a Lead to this Queue
[] Members can edit all fields of a Lead owned by this Queue
[[] Users can delete a Le QueueS a”OW a group

When converting a Le;
create a Deal record

a pool of leads

sales people to draw from

of

Contact Information

Contact
Owner:

- Stershic, Mike

- Bombard, Steve
DAppend Lead Motes to Contact Motes

Account Information

Account Name
Owner:

: Wayne Memori
- Bombard, Stew

[Jappend Lea

Deal Information

Deal Name

* Convert08/04/:

Sales Process:

Start Date:

15t Step Due Date:

Deal Owner:

Bombard, Ste
[JAppend Lea

e Sales reps assign a
disposition to Leads of —
Converted or Rejected

Converted Leads become
an Opportunity and
follow a Sales Process



Define
the
“Steps”
in your
sales
process

Feature: Process Builder
Benefit: Sales Effectiveness

Step 1; Initial Call { 0% - 5% ) Add Result | Reorder Results | Add Auto Task
Step Type: Step Purpose:
Results Goto Hext Step Due | Hext Step Owner Layout
Interested 3 [1week Adj] | [ Current Step Owner] Add
Mot Interested MNow F2 [3days] [ Current Step Owner] Add
Mot Interested At All Lost 4 [Finished] Add
Mot There £ [1week Adj] | [ Current chana Create “Results”
Auto Task Task T Task P or outcomes to
0 Tasks ask Type ask Purpose . .
. indicate the
Motify Manager .
approprlate next
Step 2: Send Information ( 0% - 10% ) Add Result | Reorder Results | Add Auto - Step in the sales
SrEpEAe P taa s process
Results Goto Next Step Due  Hext Step Owner Layourt
Sent It F3 [2weeks, Adj] [ Current Step Owner] Add
Step 3: Follow-Up Call { 0% -15% ) Add Result | Reorder Results | Add Auto Task
Sep Type. Sep PO poSE,
Results Goto Next Step Due  Hext Step Owner Layout
Interested ¥4 [1week Adj] [ Current Step Owner] Add
Mot Interested At All Lost &  [Finished] Add
Mot Interested MNow 9 [ 3 months, Adj] [ Current Step Owner] Add
Mot There 9 [1week, Adj] [ Current Step Owner] Add




Feature: Opportunity Management

Benefit: Sales Guidance

Updating A Deal From A Sales Repf‘e'

Hext Step Detail

The Deal will be Finished.

Feasons:

Complete Current Step

/

Current Step: Close Deal
Step Completion Date: |08/04/2006 i

Step Result:

Ceal: Acme Publicity, Inc. Deal {(#01) ( This Deal i

Motes:

Won Client =
Deal Fell Through

rrently Cpen
Step Owner, Edwa

The Deal CQutcome will be "Won'

Discount Offer
First to Market
Promotional Offer
Hepeat Business

W

Hext Step Detail

Renegotiate Proposal

The Deal will be Finished.
The Deal Cutcome will be "Lost’

Reasans:

Late to Game
Meed Cancelled
Meed Postponed
Mo Budget

Hext Step Detail

Mext Step: Proposal
Due Date of Mext Step: |08/11/2006 i

Owner of Mext Step: | Edwards, Sarah [+

Probability of Winning: | 26 % [«




Feature: Dashboards
Benefits: Drill Down Reporting

Deal Steps Completed this Week

No Bull Leads [b

Run: 8/4/200€ 3:58 P\ (Eastrn) Refesh | Edit | Detail
su=tli=e il

Run: 8/4/200€ 3:58 P\ (Eastn) Refiesh | Edit | Detail
== s

Run: 8/4/200€ 4:12 PM {Eastn) Refesh | Edit | Detail
==t s

32 2
24
p—
" - B & Commomcse | n o | srapsror | swvscrie | oresere | Coee ]
Change In Contract AM - Change In Confract Intelitarget -10 seats new seats [Edit] $0.00 50 % 8/30/2008
8 Change In Contract AM - Change In Contract Vent - Axia -Entelegen Pariner deal [Edit] $0.00 50 % 8/30/2008
— — Received Request to Add More Seats AM - Change In Contract Entelegen - HRH [Edif] $0.00 100% 8/25/2008
0
T T
Man Tue Owner: Buckley, Kevin Subtotals (7 records)
B Buckley, Kevin B Fanara, Al Gambrell, Khalilah !, Total:
Run: 8/4/2008 3:28 PM (Eastrn) Refresh | Edit | Detail Run: 8/4/20086 J Avg
_ Owner: Carstens, Demitra
EBrocess Deal Name | 4
[1]Change In Contract Stand alone project BSG Delivery Data Esdra . .
Owner: Carstens, Demitra Subtotals (1 record) CI I Ck O r d rl I I
|2)Recalved Reques! la Add More Seals
— Total:
; down on a
[3]Tier 2 Client B Nofull BA_C Ao
] NoBul_EM_E} I I I l
[4]Tier 3 Client NoBULEM 3 Owner: Fanara, Al CO u n to See
- . Cunent Step Process Desl Name - | 04
NoBUl_EM_S) h d I
[4]4 - Business Evaluation Nobull_inhoud 00 - New Lead / Target A-Salesnet Internal Process 9/04 Absolutely t e etal S
T NoBull WP ] 01 - Qualification A-SalesnetInternal Process 8/04 [Arizona E
605 - Evaluation — . GHMComn]
16} Run: 8/4/2008 J .
1 01 - Qualification A-SalesnetInternal Process 8/04 [Nebraska a
[B]6 - Close 01 - Qualification A-Salesnet Internal Process 8/04 (Ohio ) NH
T 01 - Qualification A-SalesnetInternal Process 9/04 [ New Jers
[7]06 - Verbal Approval - 01 - Qualification A-Salesnet ntemal Process 8/04 { Nebraska ) VINIORe0 DNersmed 12l $0.00 8/21/2008
N 01 - Qualification A-SalesnetInternal Process 9/04 HomeFederal Bank  4/12/2006 [Edif $0.00 8/10/2008
(807 - Negatiation 01 - Qualification A-Salesnet Internal Process 9/04 (TX) NBKS FMB [Edif $0.00 8/30/2006
N . 01 - Qualification A-BalesnetInternal Process 9/04 [ California ) NB Woen Industries [Edif] $0.00 8/6/2006
(11110 - ImplementationiPost-Sales Follow-Up 07 - Negofiation A-BalesnetInternal Process 9104 Mitchell Doualas Inc. [Edit $0.00 812912006
0 Owner: Fanara, Al Subtotals (10 records)
a Tatal: $0.00
B 7y rarner, 5T B 7y Parner, Sa. B 7y Parner, Na 3 Avg $0.00
o - - TV_parner, 5
Meaul, Metanic @ Manikian, Max Gambrell, Khal B Orando, Nigl
- - _ Owner: Finnerty, Christopher
Run: 8/4/2008 2:58 FM (Eastrn) Refresh | Edit | Detail /412008 Current Step Frocess Desl Name DeslVslue Probability Projected Finish Di
Steps Completed, Curr + 2 Prv Weeks 01 - Qualification A-Salesnet Internal Process 9/04 (Michigan ) WB Skytron [Edil $0.00 8/15/2008
01 - Qualification A-SalesnetInternal Process 8/04 [ California) NB Assa Abloy Door Security $0.00 8/20/2006
120 ﬁgg Solut [Edif
4 Cnlnnnntintnenal Arnannn AUV M Lnus Vs L BIR PneTnk e cnonn amamAne
%0 ?Eg
60 S0%to55% T5%toB0% 90%toB5%
i i i 50 % to 55 % 75 % to 80 % 90 % to 95 %
30 "
B Buckley, Kevin B Fanara, Al B Bucklsy, Kivin B Fanara, Al
0 Manlkian, Max B McCaul, Malanie Manikian, Max B peCaul, Malanic
Buckley, ~Fanara, Al  Finnerty,  Gambrell, Orianda, Niel B Fiatte, Jean Craniio, il B Pittr, Jean
Kevin Christogh. . Richard, Kevin B zy_Pariner, Compuse Richard, Kavin B 7y Partner, Gompatn.
7y_Partner, Naveiar B 7y_Partner, Sales P. 7y_Partrior, Navtar, B zy_Partner, Sales P
W 2006-WKZT W 2006-WKZE B zy_pariner, STAR Me All B zy_parner, STAR Me




Feature: Reporting
Benefit: Real Time Reporting

salesnet’

e Build Reports by
clicks not code

(@ Reports Add | Edit| Manage Folders Yiegw Snapshots Move Reparts | Add Deal Report Py Share Repo rtS Wlth

Reports of Deal Reporti .
Last o Actions Users as appropriate

- Activity Reporting Report Name

El- Prebuilt Activity Reports 21y Edit | Del |30 Day Forcast 10/26/2005 | @Y Run Expor 1
bWy Activity Reports (1) Edit | Dzl |60 Day Forcast ioszsz008 | MY Run Ewp 1
Edit | Del Run Export Ecel
Shared Activity Reports ) dil | el |90 Day Forast [ e mmﬁ TR I Run reportS Wlth 1
L

B~ Lead Reporting . .
B Prebuit Lead Reports 12 click to see real-time
- My Lead Reports
- Shared Lead Reports @) data
B Account Reporting

- Prebuilt Account Reports  ¢18)

- Wy Accaunt Reports [ Recora Acton | T T R R e W
Multi-Record Action Run Export Unsubscribe lose
E- Shared Account Reports ) B E

(- Contact Reporting Change In Contract AM - Change In Contract Intelitarget -10 seats new seats [Edif] 50.00 50%  B/30/2008
- Prebuilt Contact Reports  c24) Change In Contract AM - Change In Contract Went - Axia -Enteleqen Pariner deal [Editl $0.00 50%  8/30/2008
El-My Contact Reports 2 Received Request to Add More Seats AM - Change In Contract Enteleqen - HRH [Edif] $0.00 100%  8/25/2006
B+ Shared Contact Reports @) Owner: Buckley, Kevin Subtotals (7 records)
- Deal Reporting
- Prebuilt Deal Reparts ¢4y Total 50.00
[28My Deal Reports[le) Avg: 5000 54% .
- Pipeline Reports @ Drill down from a
E- Shared Deal Repots ) Owner: Carstens, Demitra .
- Legacy Reports () Currznt Step Process D=zl Mame Desl Value Probabiity F Repo rt to VleW
Stand alone project BSG Delivery Data Extractions [Edifl 5000 0% .
/ Owner: Carstens, Demitra Subtotals (1 record) th e reCO rd I n
detail
Avg:
e Take a “Snapshot”
Owner: Fanara, Al
to Sa.ve a CO py Of Current Step Frocess Deal Name Probabity Projected Finish D
00 -Mew Lead / Target A-Balesnet Internal Ry L A4S A0E TR 0% 8/ar2008
th e d ata 01 - Qualification A-Salesnet Internal lrocess 9/04 [ Arizona ) TD 0% 8/26/2006
P T
01 - Qualification A-Salesnet Internal Process 9/04 (Mebraska ) TD SBCG [Edit] $0.00 0% 8/22/2008
L EXport the data tO 01 - Qualification A-Galesnet Internal Process 9/04 (Ohio) NB jarzairways [Edifl $0.00 0%  B/7/2006
01 - Qualification A-Salesnet Internal Process 9/04 { Mew Jersey) NB Lee Hecht Harmrison [Edif] $0.00 0% 8/9/2008
EXCeI o r CSV 01 - Qualification A-Salesnet Internal Process 9/04 (Mebraska | WinfoReq Diversified [Edit] $0.00 0% 8/21/2006
01 - Qualification A-Salesnet Internal Process 9/04 HomeFederal Bank  4M2/2006 [Edit] $0.00 0% 8/10/2008
01 - Qualification A-Salesnet Internal Process 9/04 (TX) MBKS FNB [Edit] $0.00 0% 8/30/2006
01 - Qualification A-Salesnet Internal Process 9/04 ( California ) MB _Moen Industries [Edit] 50.00 0% 8/6/2006
07 - Megotiation A-Salesnet Internal Process 9/04 Mitchell Doualas Inc. [Edit] $0.00 a0 % 8/29/2008
Owner: Fanara, Al Subtotals (10 records)
Total 30.00
Avg: 50.00 9%




Integration: Web Services API

e Technology
- SOAP/XML Web Services
- Platform/Language independent
- Dedicated developer site
- Code samples
- Discussion groups
- Documentation
- Case studies
e Use Cases
- Integration with legacy systems (ERP, Accounting, etc.)
- 3" Party Applications (Data Cleansing, Data Update, etc.)
- Sales Methodologies (Miller-Heiman)
- RightNow Service 7.5.5




Integration: Sales Methodologies

-
‘A https:/hwww.salesnet.com, - Salesnet - View Prospect - 3/30/2006-Bishoff - Microsoft Internet Explorer

@D view Prospect uf A https:Ihwww.websprint.com - Strategic Selling - Microsoft Internet Explorer
File “Window Help

Name: 3/30/2006-5i | A LLIE[% IMAN Sales Access Managers"  Strategic Sellingw

Prirnary Contact, Geri
Prospect Profile Drag and drop markers as required: ‘&@ ‘ 2 idequacy of Cument Position: EUF‘fRIA GREAT SECURE COMFORT 0K ‘ CONCERN DISCOMFORT

Type of Sale: Date: 5.11. 2006 Salesperson: Jonathan Costa Saint-John Competition: Ideal Customer Criteria / hiatch o Criteria -4 to +5

FroductsfServices:
. Account/Prospect: Ancillary Care banagement Inc — Likesz ta buM
Ann Revenue § My Position: Only(Atzmitive Front Runner  Shared  Zero

Potential: Curment “alume: o Total Potential “olume: o

2

Competitors: ; —
B AREIUET 7 EEHRAES FEAELE S RIS CLOSE DATE | | Place in Sales L(r;ue?s} Ao In Best Fam ( Interested in win-win relationship

Probabilite; offl | single  TEST 0 05.31.2006 Il
Sales

Finigh Date: Objective: ﬂngs o Grgen
Torties: e

Lead Source:

Believes in paying for value

Highly regarded in space

BUYING INFLUENCES INVOLVED BUYING INFLUENCE Y WIN - RESULTS HOWWELL IS BASE COVERED?

Contract Information ’ . . i .
Mame, Title, Location IR u Rating Evidence to support your Rating

Contract Date: / /
/

Praspect Steps / {/

Miller Heiman Bluesheet is launched.
Complete Current Si

Primaty Contact GeriB User fills out required information and clicks
Currem Step Detail

“g ”» BEST ACTION PLAN
aVe - PHAT: WMHD: MHEM:

. Upon SaVing, relevant Bluesheet data for the eet with CF O to present findings fro Adam “Wfiatrowski - 0517 2006
Step Motes:

Prospect History: Hid Prospect is updated seamlessly in RightNow
Salesnet using Web Services API.

b=gy levwerages Strengths and reduces or eliminates

MFORMATION NEEDED: FROb WH b

Financials Adam “uiatrow ski

é Q Inkernet I




Integration: RightNow Salesnet - RightNow Service

(@ view Account

|_Print | m [ righttiow: Lr@ http://dev-salesnet. rightnow.com - Incident - 060712-000000 - Battery ... |- |03

\— Reference # Battery for my VolP phone?
]| oso712-000000
Account Information Status Discussion Thread
Wating Note (Kevin Miller) 07/112/2006 11:37 AM
Account Peters & Peters Industries Assigned To test
Mame: Admins
L Kevin Miller Customer (Kevin Miller) 07M 272006 11:37 AM
Main Phone: {865) 769-3432 asdf
Industry: Technology Date Croated Bri re——
07M2/2006 11:37 AM Oy BT e
Motes: Initial Response First Name: Don
Mone Last Name: Barzini

Last Updated Organization: Peters & Peters Industries

Account Address 07HBI2008 10:45 AM Login:
Password:
. : Title: Senior Operations Manager
Address 1: & Bizz Lane Addresl e ctomer SmartSense Contact Type:
Cmﬁ Sunmrdale State/Pp| _on -3 to +3 scale) Email: vmware_winS2_se@hotmail. com
Country: USA Wep 4| Staff Smartsense Email - Alternate #1:
{on -3 to +3 scale) Email - Alternate #2:
. . . . . . Office Phone: (385) 769-3432
2=« =Clicking View link displays entire Mobile Phone:

. . R . Fax:
Incident details from RightNow Service S Prioaes
Home Phone:

Contacts Deals Related Recs Appts/Tasks Street 540 116th Street
City Santa Clara

State/Province

RightHow Inci Postél:) S:tde TTR4T
[ ryr

eference # |Status |Subject
View| pe0713-000002 | Updated | Phone not working
View| §80712-000000 | Waiting | Battery for my VolP File Attachments

Additional Information

Name Size ContentType
» zixt 2b text/plain

@L[ Done £ Internet




Roadmap

e Summer 2006

— Integration of RightNow Salesnet and RightNow Service

0 Access Service knowledge related to Accounts, Contacts, Deals from within RightNow
Salesnet

0 Ability to push Account/Contact records from RightNow Salesnet into RightNow
Service

o View RightNow Salesnet Deals related to Organization/Contacts from RightNow
Service

e Q4 2006 — RightNow 8

— Seamless upgrade path for RightNow Salesnet customers who wish to
migrate

— Access to a sandbox (test) environment providing a live copy of
configuration, data, etc. prior to production upgrade

— Customers can choose to upgrade on their own timeframe or choose not to
upgrade at all

e 2nd Half 2007 — Emerald
— Unified Sales Automation solution on RightNow platform

— Incorporates core Salesnet feature set including workflow, results-driven Ul,
and configurability

— Same seamless upgrade path offered for RightNow Salesnet customers
— RightNow Sales moves forward as one product
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