How Bringa Transformed
Sales Compensation
Management and
Streamlined ASC 606
Compliance
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The Challenge: Streamlining Complex Compensation and
Ensuring ASC 606 Compliance
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1. Intricate Commission Calculations: Bringa's sales compensation structure

lud I fferent
incentive models for Account Executives (AEs) and Customer Success
Managers (CSMs). AEs are paid a percentage of bookings and collections on
invoices, while CSMs' incentives are based on Net Retention Rate (NRR) and
Monthly Recurring Revenue (MRR) compared against their portfolio
Managing plansin and
lacked clarity.

2. ASC 606 Compliance: The Financial Controller faced a significant challenge
in generating amortization reports manually. This process was not only.
time-consuming but also oprone o rrrs Mzm(ammg historical schedules,

and p revenue
Tecogniion for multyesr contracts were all maroged thraugh
cumbersome manual processes.

3. Lack of Integration: The Revenue Operations team provided commission
payment sheets to the Finance department, from which the former had
0 recreate their own amortization schedule format. This duplication of
effortled to inefficiencies and potential discrepancies.
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The Solution: An Integrated Platform For Sales Compensation
Management and Revenue Recognition
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https://www.visdum.com/sales-commissions-at-499-month
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Why did Bringa choose Visdum?

1. Successful Proof of Concept (Poc): Visdum conducted a comprehensive
PoC that demonsrated the platform's capability to handle Bringa's specific
requirements. During this phase, Visdum accurately modeled Bringa's
complex compensation plans and showcased how it could automate their
ASC 606 compliance processes. This hands-on experience gave Bringa
confidence that Visdum could deliver on its promises.

2. Seamless Asa i
Vidim offerea straightforward integration with Bringa's existing CRM. This
meant that Bringa could leverage their Salesforce data directly within
Visdum, ensuring data consistency and eliminating the need for complex
data migrations or synchronizations.

3. Flexible Compensation Plan Modeling: Visdum's adaptable framework
allowed Bringa to easily configure their diverse incentive structures for both
Account Executives and Customer Success Managers. The pltformsabilty
to handle tiers, accels d different
bookings, collections, e an MRR) within a single system was a major
selling point.

4. Robust ASC 606 Compliance Features: Visdum's built-n tools for
managing revenue recognition, creating amortization schedules, and
maintaining historical data addressed Bringa's pressing needs for ASC 606
compliance. The automation of these processes promised to significantly
reduce manual effort and improve accuracy.

5. Scalability: As a growing company, Bringa needed a solution that could
scale with their business. Visdum's cloud-based architecture and proven
track record with other high-growth companies assured Bringa that the
platform could support their long-term needs.

6. User-Friendly Interface: Despite the complexity of the underlying
calculations, Visdum's intuitive dashboards and self-service portals for
sales reps were appealing to Brinqa's management, They saw the potential
for duced a

7. Dedicated Support: Throughout the evaluation process, Visdum's team
a deey of Bringa’s chall

commitment to their success. This personalized attention gave Bringa

confidence in the ongoing support they would receive.
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Results: Automated Compensation Management and
Streamlined Financial Reporting

complince

+ Automation of Complex Compensation Plans: Visdum accurately models
and calculates commissions for both AEs and CSMs, taking into account
ters, accelerators, and performance metrics specific to each role.

« Integrated ASC 606 Compliance: The platform automates the generation
of amortization reports, maintaining historical schedules, and creating
recurring breakup revenue recognition for multi-year contracts with ease.

+ Unified Data Source: Revenue Operations and Finance now work from a
single, reliable data source, in 2 unified manner, eliminating duplication of
effort and reducing the potentialfor discrepancies.

+ Historical Data isdum provides robust
tracking and maintaining historical data, ensuring that Bringa can easily
access and report on past compensation and revenue recognition
information.

+ Improved Visibilty for Sales Representatives: Both AEs and CSMs now
have access to self-service dashboards where they can track their
performance and projected commissions in real-time.
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