
 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 

Revenue Predictor Intelligence™ 

60-day Deal Booster 
(Free Start Program) 

 

 

 

Collaborate with client companies with our full support to help them 

gain insights into new and emerging opportunities from 20 

customers in 60 days.  

 

Boost Revenue, Deal-Readiness and Valuation for Client Companies 
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Revenue Predictor Intelligence™ 
You and your clients are invited to our Free Start program to understand Revenue Predictor 

Intelligence™ and its potential to quickly boost deal readiness, valuations and earnings. The 

program involves us working in collaboration with you and your clients to generate new strategic 

intelligence from their first 20 customers using our technology platform. Your clients can choose 

to extend, and pay for, the service beyond 20 customers and 60 days. You will have full access 

to the intelligence from your dashboard in our platform.  

 

What are the expected results? 

1. Hard evidence measuring customer intentions to retain client company services. 
 

2. Early insight into new strategic revenue opportunities and unseen revenue risks specific 

to each business resulting from the changing and emerging needs of their customers, and 

the calculated impact of this on their future revenue and growth rate.  
 

3. Opportunity for fresh conversations with customers on new opportunities unique 

to each company, to give them an unassailable position in their future plans.  
 

4. New predicted revenue and growth rate from their sample of 20 customers. 
 

5. Understanding of Revenue Predictor Intelligence™ in M&A decision making. 

 

Why is it needed? 

Rapid change is accelerating the obsolescence of products and services and eroding the efficacy 

of financial projections and business valuations. Many B2B companies are at significantly 

increased risk because they do not know whether their innovative ability is keeping pace with 

the changing expectations of their customers...and the impact of this on their future revenue. 

Revenue Predictor provides this new intelligence. 

 

How it works 
The momentum behind a company’s Current Revenue is measured by customers rating their 

expectations of the company as an innovative problem solver. This measures the value each 

customer places on the company’s product or service solution in the context of the pace of 

change they are experiencing in their business, and the likelihood of them retaining the 

company as a supplier into the future. It measures whether a company's ability 

to Adapt, Innovate and Execute value is keeping pace with new and emerging customer needs 

and expectations. Algorithms apply weightings to customers’ scores from their current spend to 

calculate the business’s Future Revenue and Growth Rate.  
 

The 20 customers participating in the example below represent only 20% of the business’s 

revenue. Full impact of Revenue Predictor Intelligence™ is realised when it covers at least 80% of 

a business’s revenue. 
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Main Features (Example) 
 

 

 

 

 

 

Customer expectations of the company as an innovative problem solver and the impact of this on 

the revenue from each customer is displayed in the table above. 

 

The Score and Range Band colours assess: 
 

• The continued relevance of the company’s products or services to each customer. 

 

• Each customer’s expectation of the company to keep pace with their changing needs.  

 

• The likelihood of retaining each customer into the future. 
 

 

 

 

 

 

Predicted Impact on Revenue from each Customer 
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The percentage of the company’s customers in each range band highlight consistency of its value to 

its customers, predicted demand for its products, revenue opportunities and risks, and innovative 

advantage. 

• Customers in range bands 1 and 2 are expected to continue applying the company’s solutions, 

and revenue growth from these customers is likely to be achieved over the next 12 months. 

 

• Revenue from customers in range band 3 is at risk, and these customers are vulnerable to 

competitors unless steps are taken to start new conversations focused on new solutions. The 

company’s response to this is assessed on page 6.  

 

• Revenue from customers in range band 4 can be considered lost unless strong efforts are 

made to resuscitate customer interest.  

 

 

Customer Participation 

The percentage of total responses indicates customer willingness to participate which is an indicator 

of how well the company features in the growth plans of its customers. 

 

  

Score Analysis 
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Based on the company providing the actual revenue generated in each range band, algorithms apply 

weightings to customers’ scores from their current spend to calculate the business’s Revenue 

Predictor Score. Note the change in scores from 6.07 to 6.22 based on actual revenue in each range 

band.  

 

This analysis provides deep insight into: 

• Predicted revenue sustainability 

• Predicted risks 

• Unrealised opportunities  

 

  

Linking Customer Scores to Customer Revenue 
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Revenue Predictor Target Score 

The Target Score of 7.47 has been set by the company for the next 12 months and reflects their 

response to the risks and opportunities revealed in their Revenue Predictor Intelligence™.  

 

The target score is derived by: 

1. Setting a target average score for each range band (see table on left below).  

 

2. Then setting revenue targets for each range band to create the company’s Revenue Predictor 

Target Score. This brings strategic focus on identifying new opportunities with customers. 

 

 

Achieving Revenue Gains by Lifting Customer Expectations Achieving Revenue gains by Lifting Customer Expectations 
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Comments refer to highlighted graph columns from left to right 

 

Customer Expectations of the company to meet their changing needs, although in the ‘low’ category 

(from score in column 3), are near the threshold of range band 2 which represents modest growth. 

This is a typical score for a first measure.  

 

All Sector Average is a running average of Customer Expectations for all companies that undergo 

this measure and shows the company’s competitive position as slightly above this average. 

 

Revenue Predictor Score is derived after applying weighed customer expectation scores to measure 

actual revenue generated in each score Range Band. This translates customer expectation scores 

into predicted revenue.  

 

Deal-Readiness is indicated by thresholds reached in column 3  

.  Ready to Grow or with a solid growth foundation (6.5 out of 10) 

.  Growth Investment (7.5 out of 10) 

.  Game-Changer (8 out of 10) 

 

Revenue Predictor Target Score of 7.90 shows an ambitious target to lift predicted revenue and 

company valuation. Actions to lift revenue are recorded in the client’s platform and examples of this 

is shown on the next page. The company’s target score and accompanying actions are strong 

indicators that revenue will improve.    

 

Business Risk is on the threshold of ‘modest’, and should reach this new categorisation as a result 

of the company’s response to the opportunities and risks highlighted in this report. 

 

 

 

Predicted Impact on Company Revenue 
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The company has engaged with customers to get feedback on their score, and to document missed, 

new, and emerging opportunities stimulated by this strategic exercise. 12 new opportunities have 

been identified, of which 2 are shown in this example report. 

 

This demonstrates their efforts to: 

• Identify missed opportunities 

• Improve current revenue 

• Avert risk 

• Maximise company valuation. 

 

 

Achieving Revenue Gains by Creating an Innovative Advantage Achieving Revenue Gains by Creating an Innovative Advantage 
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Company Data 

  
 

Current Target 

Revenue Predictor Score  6.20 7.47 

Current Revenue  (added by client) £36,000,000   

Market Growth or Decline (added by client) 1.0%   

      

Predicted Performance 

  

Impact of Score on 

Revenue    
Future Revenue  Growth Rate 

Current Score -5.5% £34,4M -4.46% 

Target Score 17.9% £42.8M 18.9% 

Predicted Revenue and Growth Rate 


