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Sales Manager

“I need to implement a 
smart, flexible process 
that can scale as my 

team  grows.”
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Benefits

• Provide real time, 
AI-driven coaching 
for 1,000’s of time 
allocation decisions

• Increase BDR 
efficiency and 
quota attainment 

•Manage/balance 
multiple processes
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Business Development Rep (BDR)
Benefits

• Sell more by 
engaging high 
probability leads

• Save time with 
Next Best Action 
recommendations

• Simplify CRM 
navigation

“I need to work 
more efficiently and 

follow our multi-
step process.”



Sales Operations

“I need to apply 
analytical insights 
to increase team 
effectiveness.”

55

Benefits

• Apply AI models to 
improve process 
efficiency

• Automate model 
deployment and 
management

• Create cleaner, 
higher qualify data 
for analysis
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SOLUTION Acuity3DTM

•Guides Rep Actions via Next Best Action 
recommendation “cards” in Salesforce.com

• Implements Manager-defined Sales Process 
via a smart, dynamic Guidance Engine
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How is it different/better?
• Integrates 3 technologies into a Smart Sales Guidance System:

1. Simple, Flexible Interface: Enables Reps to work quickly, their own way
2. Guidance Engine: Leads reps thru dynamic, multi-touch sales processes 
3. Artificial Intelligence: Ranks Next Best Actions by conversion probability

• Compare to...
- Lead Scoring: Static ranked lists with no guidance on what to do when
- Cadence Automation: Expects strict compliance; Inflexibility causes clogs, 

lead abandonment and mass clean-ups/archiving = Broken process
- Click-to-Dial and Auto-Emailing*: Treat “go faster” as the answer and sales 

people as robots…. No science or process to  guide sales time allocation

*Acuity3D integrates with dialers and email systems



Acuity3DTM

Simple Interface
in Salesforce.com

Action cards ranked by 
conversion probability

Cards show recommended 
actions - Green for Do Now  
- Touch# shown

Configurable:
- Groups/Sources
- Multi-touch Processes
- Call/Email Workflows
- Card Content
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Quick Dial Mode

Click-to-dial from the 
hover menu enables 
“fast attempts” and 
outcome disposition.

Next Best Actions

As actions are 
completed, cards 
are removed from 
the list.  A new list is 
generated daily.



The 5th touch is 
recommended.

It consists of a call 
and an email 
before the due 
date.

When the touch is 
completed, the 
icon turns purple 
and the card 
“slides right” to 
disappear.

click

Reps are guided through a multi-touch process.



Expanded Mode 
shows more details, 
enables research, 
AND call/email 
flows.

Process Timeline 
shows multi-touch 
history and future 
path.

click

Reps are guided through a multi-touch process.
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Recommended
(~Late afternoon POV)

Cards stay on the list –
and statuses change as 
actions are performed.

• Still to do (green)
• Done/pending (purple) 
• Converted (blue) 
• Completed (black)

Enables seeing what’s 
been done throughout 
the day vs. what remains 
to be done.

At the start of the next 
day... Cards start off 
green again with fresh 
recommendations.
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Filters

Enable reps to 
focus on a 
subset of the 
list...

“Do it my way.”
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Reps want to know...

“Where am I in the sales 
process? Why is this here?  
What comes next?”

Simple, Visual System for 
Process Status

• Colors
• Numbers
• Flags



Terminal States

All Working

Proposed
ProposalDate__c

Rejected
RejectionDate__c

Backlog
LastProgressTouchDate__c

Log 1 or more 
activities

OBE
OvercomeByEventsDate__c

Ignored
IgnoreDate__c

Time 
Passes

Active Revisit
LastRevisitDate__c

Engine
Initiates

Rep 
Takes 
Action

Expired
ExpirationDate__c

Rep 
Clicks 
Reject

Subject 
Ineligible

No 
Activity 
Timeout

“Touch Out” 
Threshold 

Met

Completed
CompletionTime__c

Outcome__c

No Yes

Qualify

Disqualify

No 
Activity 
Timeout

Aborted
AbortDate__c

Rep 
Clicks 
Reject
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Automated Selection 
by Settings/Probability

Recommendation 
management

Selling events; Process and 
probability drive next steps

Outcomes

• Automates multi-touch sales processes
• Recommended selling actions ranked by probability

Acuity3DTM Guidance Engine

“Ensure that reps have 
100 actions per day.”

“Follow a 3 call, 3 email 
process – over 2 weeks.”

Manager Settings

Probabilistic 
Selection

“Recycle lead outcomes 
A & B in 45 days .”

Recycle

Supports managing multiple processes



16

Acuity3DTM Modeling Engine
• Discovers factors and behaviors correlated with sales
• Factors used as a probability ranking system for Prospects/Customers

Example:	Models	based	on	
statistically	significant		factors	
specific	to	your	company/CRM.
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“In	my	20	years	of	leading	sales	teams,	I’ve	always	
wanted	a	way	to	drive	process	consistency	and	
transparency.		With Acuity3D,	we’ve	done	it.		Amazing!	

Our	sales	reps	are	now	focused	on	the	right	behaviors	
for	multiple	lead	sources	and	engagement	cadences	–
all	within	Salesforce.com.		

Outstanding	product	and	customer	service.”

Phil	Johnson
Director	of	North	American	Sales



R	E	A	L	I	Z	E			T	H	E			U	P	S	I	D	E

To learn more and schedule a demo, go to AcuitySDS.com


