
RaaStr’s sales as a service grew revenue 17 percent and increased pipeline 40 
percent while increasing average selling price by more than 20 percent.

Predictable, sustainable growth:
Scope 5
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Challenge Before RaaStr, Scope 5 followed the typical sales operations script: hiring 
and managing a small internal sales team. While early conversations with 
prospects were always “great,” seldom did leads become real opportunities. 
Year and year sales of plans were created, then repeatedly missed. 

According to CEO Yoram Bernet, three obstacles were keeping Scope 5’s 
growth rate from hitting triple digits. 

First, there was no disciplined sales process with clear guidance for what to 
do, when to do it, and how it should be done.

Second, the company was spending scarce resources working over existing 
“leads” and “opportunities” rather than fill the pipeline with new prospects.

Lastly, Scope 5 was unable to convert early engagement into truly qualified 
deals with a close plan that worked.

Summary Scope 5 provides cloud-based software and consulting services to help 
organizations reduce environmental impacts. Using RaaStr Revenue as a 
Service™, Scope 5 increased sales 17 percent. The same service led the 
company through the renewal of expiring agreements without needing to 
discount.

Solution CEO Yoram Bernet decided a new approach was necessary. Specifically, 
Scope 5 installed RaaStr’s “managed service” as an accountable, scalable 
sales engine to replace the in-house sales operation.

The foundation of the managed service is a sales playbook developed 
specifically for Scope 5. It describes critical components of the sales 
process like ideal customer profile, messaging, elevator pitch, objection 
handling, appointment scheduling, prospect qualification, opportunity 
management, and links to sales aids.

Surrounding this process are key “success factors” like on-site management, 
continuous coaching, live dashboards, technical stack support, and weekly 
huddles with the CEO to analyze results and optimize performance.
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Results The results tell a persuasive story. After adopting a managed service model 
for sales operations, Scope 5 has increased sales by 17 percent annually, 
driven largely by new customer wins. The sales pipeline has increased 40 
percent and the sales cycle has been reduced significantly. 

Conclusion Scope 5 achieved sustainable results fast using a managed service to 
increase sales.

In summarizing the business impact, Yoram Bernet said, “We should have 
adopted the revenue-as-a-service model sooner because the results speak 
for themselves.”

RaaStr saved us from the complexity of having to 
become experts in sales operations. Now we can 
focus on our strengths in product development 
and customer success.”

 –  S C O P E  5  C E O  Y O R A M  B E R N E T

“

http://getraas.com

