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How Sirion automated sales
compensation to align with rapid
expansion goals
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Sirion saw exponential growth as the company raised $44 Mn as a part of its extended Series C funding round in late 2020. As a consequence, their sales team
of about 10 employees in early 2021 rose to more than 75 people within a year. With such rapid expansion, Sirion needed an agile tool like Visdum, to align to
these changing needs and empower their Finance & Sales teams.

About Sirion

Founded in 2012
~1000 employees
Business Category: Contract Lifecycle Management Software

Started in 2012, Sirion is the global leader in Al-powered, enterprise-grade contract lifecycle management software. Sirion's end-to-end, enterprise-grade CLM
solution drives digital transformation across the entire enterprise. lts Al-driven CLM technology is trusted by some of the world's most successful organizations
to manage 5 million+ contracts worth over $450 billion across 70+ countries. Backed by partners like Brookfield Growth, Partners Group, Tiger Global
Management, and Peak X\/ Partners, the startup raised $110 Mn in its Series D round, having raised a total of $182 Mn in funding across multiple funding rounds
g0 far.
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The Challenge: Scaling across geographies, moving into specific roles

With massive expansion within the sales team and a growing off-shore team, Sirion found it challenging to run their sales compensation
process via spreadsheets. The sales team went from 10 to 75 reps, now divided across 4 different verticals - Pre-5ales, Sales, Inside Sales
and Alliance. Additionally, Sirion hired a RevOps team to work alongside Finance for sales compensation but the responsibilities of data
reconciliation and following calculations still fell on the shoulders of the latter.

sirion also faced the challenge of constant imports and exports needed to keep their Salesforce CRM updated at all times. While their CRM captured sales
data, it often didn't translate to the individual spreadsheets that were being maintained for sales cammission calculations, This meant that reps were often left
in the dark and ended up spending time shadow accounting.

The RevOps wing took up the responsibility of enabling the sales team while automating and making sales easier for them. The RevOps tearmn was also taking on
the responsibility of building a combination of compensation plan structures, including that for the off-shore team for which computation and distrnbution was
an even bigger hassle.

With 4 different teams comprising the sales department and the geographical difference adding to the chaos, the need for a better system only grew. The
compensation plan was getting opaque for the reps to follow because of the severe distribution challenges that spreadsheets lead towards. Annual targets and
guarterly payouts were also being designed and distributed through these spreadsheets.

The Solution: Choosing a tool that evolves with your needs

In 2022, Sirion successfully adopted the Visdum way of automating sales commissions. This shift empowers their growing sales team and
significantly reduces the operational workload for their Finance & Revenue QOperations teams.

Why did Sirion choose Visdum over others for automating sales commissions?

Sirion had scaled in a way that couldn’t be forced to fit into a spreadsheet and realized the need to move away from the painful, manual process to a more
gtficient, automated way of managing sales compensation. They needed to ensure transparency to everyone involved in the sales team at different functions
and functionality.

Visdum emerged as the best solution for their team as it showcased the ability and agility to evolve along with their growing team. During the evaluation
procass, Sirion was able to see their data and plans in action and validate the accuracy of their payouts in Visdum. Visdum's seamless integration with
salesforce also helped Sinon see the value that the platform promised. Sirion completed their comp plan implementation phase on the platform by Quarter 3,
2022 and used the sample data of Quarter 2 for a successful test run that perfectly matched all calculations.

Results: Processes that accommodate the needs of a growing team

Sirion has successfully automated its entire sales compensation process for 75 reps, enabling transparency and stability, while reducing
the operational burden on Finance & RevOps teams.

Sirion, today, runs 15 unique versions of compensation plan structures for their entire sales team. A seamless Salesforce integration ensures that their Finance
& RevOps teams don't have to worry about bad data. All this while their sales representatives get 100% visibility into their comp plans and focus on what they
do best - selling!

« Complex sales commission calculation made easy: The team broke down 15 complex compensation plans across 4 teams and different psople
depending on target, position and geographical location. This means that Sirion supports 60 unique variations of comp plan structures.

« Sales team growth = Company growth: The team grew into a formidable force of /6 people spread across functions of the sales cycle, traditional sales
reps being 38 of them, presales comprising 21, inside sales being 15 and 2 alliance partners.

» Every rep has access and transparency w.r.t their comp plan: Distributing comp plans is no longer a challenge. With Visdum, each rep, manager, or
admin have their own logins, s0 confidentiality is ensured along with transparency.

* Pipeline estimator increases reps’ productivity: Sirions sales teams love the deal estimator as it helps them stay on top of their quotas and estimate
their pipeline better. It pushes them to close deals faster and identify points of interference more effectively.

* Chatbot reduces disputes, bringing more alignment between teams: By effectively using the chatbot integrated within the platform, the team was
able to significantly bring down the enquiry resolution time from weeks to 48 hours. Additionally, all queries now stay in one place, ensuring that Sales,
Revops, & Finance are in sync.

* More visibility for reps, managers, and admins: With 100% wvisibility for all users and admins and the ability to build reports based on pre-populated
leaderboards and dashboards, Visdum enables Sirion to truly charge towards greater success.

* Improved CRM Hygiene: Sirion’ sales team is more motivated to keep CRM data updated now that their compensation is tied to it. Sales compensation
systems rely on correct CRM datag, leading to accurate payouts.
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