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Who Is RightNow Salesnet?

• 6+ years of sales effectiveness
• Application designed around “sales process”
• Enables pipeline management
• Allows sales reps to manage leads and opportunities
• Targeted at sales organizations
• Focused on Mid-Market and Enterprise segments



RightNow Salesnet Customers
Technology

Financial Services

Healthcare/Bio-Tech



RightNow Salesnet Customers
Services

Communications

Retail/Other

http://www.verificationsinc.com/demo.htm


Technology Overview

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

• 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

Field Level Access



Feature: User Level Configurability
Benefit: Scalability

Privilege Profile

The 
Reporting 
module 
can be 

disabled 
for select 

Users

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

Group of 
Users can 

be 
prevented 

from 
deleting 
records 



Feature: Campaign Tracking
Benefit: ROI Measurement

• Measures effectiveness 
of an executed 
campaign

• Monitors leads and 
opportunities as they 
progress through the 
selling process: 

Summary Stats History 
provides ‘metrics’ on the 
success of a particular 

Campaign



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

• Create a centralized or 
decentralized pools of 
leads

• Monitor follow-up and 
conversion rates on 
Leads to Opportunities

Queues allow a group of 
sales people to draw from 

a pool of leads

• Sales reps assign a 
disposition to Leads of –
Converted or Rejected

• Converted Leads become 
an Opportunity and 
follow a Sales Process



Feature: Process Builder
Benefit: Sales Effectiveness

Define 
the 

“Steps”
in your 
sales 

process 

Create “Results”
or outcomes to 

indicate the 
appropriate next 
Step in the sales 

process



Updating A Deal From A Sales Rep Perspective

Feature: Opportunity Management 
Benefit: Sales Guidance



Feature: Dashboards
Benefits: Drill Down Reporting

Click or drill 
down on a 

column to see 
the details 



Feature: Reporting
Benefit: Real Time Reporting

• Build Reports by 
clicks not code

• Share Reports with 
Users as appropriate

• Run reports with 1 
click to see real-time 
data

Drill down from a 
Report to view 
the record in 

detail
• Take a “Snapshot”

to save a copy of 
the data

• Export the data to 
Excel or CSV



Integration: Web Services API

• Technology
- SOAP/XML Web Services
- Platform/Language independent
- Dedicated developer site

- Code samples
- Discussion groups
- Documentation
- Case studies

• Use Cases
- Integration with legacy systems (ERP, Accounting, etc.)
- 3rd Party Applications (Data Cleansing, Data Update, etc.)
- Sales Methodologies (Miller-Heiman)
- RightNow Service 7.5.5



Integration: Sales Methodologies

• Sales User clicks link on 
Prospect record to 
launch “Bluesheet”

• Miller Heiman Bluesheet is launched.
• User fills out required information and clicks 

“Save”.
• Upon saving, relevant Bluesheet data for the 

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



Integration: RightNow Salesnet - RightNow Service

• RightNow Salesnet Account records can 
be linked to RightNow Service 
Organization records.

• Linked records display related Incident 
information stored in RightNow Service•Clicking View link displays entire 

Incident details from RightNow Service



Roadmap

• Summer 2006
– Integration of RightNow Salesnet and RightNow Service

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

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

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

• 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

• 2nd Half 2007 – Emerald
– Unified Sales Automation solution on RightNow platform
– Incorporates core Salesnet feature set including workflow, results-driven UI, 

and configurability
– Same seamless upgrade path offered for RightNow Salesnet customers
– RightNow Sales moves forward as one product
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Demo

Demonstration
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Questions

Questions and Thank You
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