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Introduction

Salesforce is the world's most widely used CRM,
powering sales pipelines for over 150,000
businesses globally. From lead tracking to
forecasting, it's the backbone of how modern
revenue teams operate.

But when it comes to calculating and managing sales
commissions - Salesforce falls short.

Salesforce has no native functionality for handling
commissions. As a result, most teams fall back on
spreadsheets or rigid legacy tools to track payouts.

This often means exporting closed-won deals,
manually applying credit rules, juggling multiple
comp plans, and verifying calculations line by line
across Excel files. Time consuming and frustrating
for everyone involved.

Who's Affected What They Face

Hours lost on reconciliations,

Finance Teams
spreadsheet checks

No visibility, last-minute

Sales Reps . .
surprises at payout time

No real-time performance or

Leadership liability insights




Without a transparent, real-time system, trust erodes between sales and
finance, and motivation suffers across the board.

Modern sales commission automation platforms are changing that.

They're designed to integrate seamlessly with your CRM, automatically fetch
deal data, apply complex crediting rules, and calculate commissions without
manual work.

More importantly, they give real-time visibility to everyone, from individual
reps to finance leaders- so there's no guesswork or confusion.

The result? Accurate, timely payouts that drive trust, motivation, and
operational efficiency.

In the pages ahead, we'll explore how Salesforce users can automate
commissions from start to finish, and finally leave the spreadsheets behind.
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The Sales Commission Lifecycle in a
Salesforce-Led Organization

Salesforce tracks every stage of a deal- from first contact to closed-won- but it
leaves a gap when it comes to what happens next: sales commissions.

Companies using Salesforce have to handle commissions outside the platform.
The process is typically patched together using spreadsheets, custom reports,
and lots of manual work. Here's what that lifecycle often looks like:

Commission Stages for Salesforce Users

Stage 1: Deal Closes in Salesforce

@ A sales opportunity is marked as “Closed-Won" by the rep. At this
point, Salesforce has done its job but the commission process hasn't
started.

Stage 2: Manual Data Export

The Finance or Sales Ops team pulls deal data from Salesforce either
using reports or exports. This step is often repeated multiple times
each month, leading to version mismatches and inconsistencies.

@ Stage 3: Credit Assignment

Roles like Account Executive (AE), Sales Development Rep (SDR), or
Partner Manager are manually assigned credit using pre-decided
rules. This is usually handled in spreadsheets and varies deal-to-deal,
creating risk for errors or missed logic.

Stage 4: Commission Calculation

Spreadsheets with complex formulas are used to calculate the actual
payouts. Handling accelerators, clawbacks, minimum thresholds, or
split deals becomes hard to manage at scale.



Stage 5: Payout Processing

@ The final commission amounts are shared with payroll, often via email
or CSV upload. There is no automated workflow or audit trail, which
creates friction and delays.

@ Stage 6: Reps Get Paid- With Questions
Sales reps often see their commission numbers after the fact, with no

visibility into how they were calculated. The result? Confusion, distrust,
and follow-up emails asking “Why is this lower than | expected?”

Salesforce is the world’'s most widely used CRM, but when it
comes to calculating and managing sales commissions -
Salesforce falls short.

Closed won deal in
Salesforce CRM

salesforce

ERN - CRE i

Export to Excel Manual Rules Delayed Payout Rep Confusion Finance Cleanup



Where Spreadsheets Break Down

Spreadsheets may seem like a flexible, low-cost solution for managing
commissions- but as soon as your comp plans grow beyond a single flat
percentage, things fall apart.

Sales teams evolve. So do compensation plans.
You're no longer just calculating +-a % on a deal. You're now managing:

e <" Draws (recoverable vs. non-recoverable)

Accelerators for hitting thresholds
Clawbacks for cancellations or bad debt
=< Deal Splits across SDRs, AEs, SEs, and CS teams

Multi-plan logic for different roles, regions, or product lines

The more complex your rules, the more brittle your spreadsheet becomes.

Problem What it looks like Business Impact
Versioning Different teams working Mismatched payouts,
Issues from outdated files confusion, audit risk
Manual One formula update breaks Over/underpayment, hours
Errors the entire sheet of debugging

Audit No centralized audit trail for | Inconsistent logic, red flags
Challenges changes for compliance

Finance Only 1-2 people know how it | Work slows, stress spikes at
Bottlenecks works quarter-close

Cross-Team Sales disputes payout Trust deteriorates,

Friction amounts motivation drops




What a Fully Automated
Commission Workflow Looks Like

The ideal commission process doesn't live
in spreadsheets. It lives where your deals
live- inside Salesforce- and flows
automatically from “Closed-Won" to payout
without friction.

With an automated setup, commission
tracking becomes a streamlined, rule-
based workflow that ensures accuracy,
trust, and transparency from start to finish.




Here's how a modern, automated workflow works for Salesforce-led teams:

REAL-TIME DEAL SYNCING FROM SALESFORCE

Closed-Won deals are automatically pulled into your commission engine
using pre-set filters- by date, role, region, or any custom field. No manual
exports, no missing entries.

CUSTOM CREDIT RULES, APPLIED INSTANTLY

Whether it's a 70:30 split between AE and SDR or multi-role distribution
based on effort, crediting rules are built in once- and applied to every
deal consistently.

PLAN LOGIC IS EMBEDDED

Your comp plans, including draws, accelerators, caps, minimum
thresholds, SPIFFs- are encoded into the system. No need to rebuild
logic every month or update dozens of formulas.

SCHEDULED COMMISSION RUNS

Computation happens on a set cadence (daily, weekly, monthly),
or can be triggered on-demand. Changes to deals automatically
reflect in updated payout values.

REPS AND LEADERS SEE DASHBOARDS IN REAL TIME
Every stakeholder sees what matters to them:
* Reps see what they've earned, what's pending, and how to
maximize their payout
* Finance sees commission liability in real time
e Leadership sees attainment across teams and territories

APPROVALS AND AUDIT TRAILS ARE BUILT IN

No more back-and-forth emails. Commission reports can
be routed for approval, comments logged, and every
change tracked for compliance.




Benefits of Commission Automation

1 IMPROVE SALES REP TRUST & MOTIVATION |\—‘9,

When reps can track their commissions against real-time deal and payment
data, two powerful shifts happen:

(& Trust improves. They no longer feel like payouts are a black box.

(@ Engagement increases. Reps are more likely to support renewals,
collections, and upsells because they know it affects their earnings.

Z CLOSE BOOKS FASTER, WITH FEWER ERRORS &

Finance and RevOps teams no longer waste hours reconciling Salesforce
reports, spreadsheets, and payout statements.

With automated syncing and scheduled computation:

(v Data stays clean and consistent
(& Reconciliations happen instantly

(& Adjustments are transparent and tracked

This reduces the month-end crunch and accelerates commission payouts.

3 FORECAST BETTER, ACCRUE SMARTER

With real-time visibility into revenue and commission liability, your finance
team can:

(& Build accurate commission accruals

() Forecast cash outflows tied to bookings and collections

(& Run what-if models to simulate changes in comp plans



This turns commissions from an operational process into a strategic lever.

4 UNLOCK INSIGHTS ACROSS THE REVENUE ORG :@

When you connect your CRM (Salesforce) with a smart commission engine, you
unlock insights beyond just payouts:

(v Track collection speed by rep

& Link payout patterns to rep behavior or churn
(v Attribute revenue realization by region, product,

or segment

Commissions stop being just a line item, and
become a source of actionable insight.

Stakeholder Key Benefits

Sales Reps Real-time visibility, payout clarity, increased trust
Sales Leaders Attainment tracking, team performance insights
Finance Teams Accurate accruals, faster reconciliations, audit trail
RevOps Reduced manual effort, cleaner data, scalable logic
Executives Strategic forecasting, reduced payout risk, scalability




How to Get Stakeholder Buy-In

Buy-In is critical for sales commission automation success. Here is you can
present a clearer picture of why it might the right step:

1 SALES LEADERSHIP 0

What they care about: Motivation, retention, and performance.

How to win them over:
& Show how real-time dashboards increase rep trust and morale

(& Highlight how visibility into attainment drives better coaching

(& Emphasize the end of commission-related “surprises”

z FINANCE & REVOPS

What they care about: Accuracy, compliance, and month-end speed.

How to win them over:
(& Demonstrate reduced manual work and reconciliation effort

(& Show how automation supports clean audit trails and ASC 606
compliance

(& Highlight faster, more accurate accruals and cash forecasting



3 IT & SALESFORCE ADMINS ;@

What they care about: Ease of integration,
security, and maintenance.

How to win them over:

(v Emphasize native Salesforce integration
and secure data handling

(v Clarify that no custom code or heavy IT
lift is required

(& Mention automatic user syncs and no
spreadsheet dependency

4 THE C-SUITE E

What they care about: Growth, scalability, and risk mitigation.

How to win them over:
(@ Connect commission accuracy to sales performance and rep retention
(& Position automation as a foundation for scaling operations

(v Highlight improved visibility and control over one of the
biggest line items- variable pay



A Step-By-Step Guide To Getting
Stakeholder Buy-In

01.

Quantify the
current pain

Document time
spent, errors, and
gather quotes

e
//ﬁ
&P -~

03 | |

Present a To-Be Vision

Paint a picture of what the
process should look like

=4 05.
e
Present a Revenue Enabler

Emphasize revenue visibility
and scale

g
o B

Map the Impact by Role

Outline what's broken for
each stakeholder

04.
@
Loop in ‘@ @ @
Champions ﬂ E @ $%K
o —
Involve Sales

leaders, RevOps, Finance

7
06. @o

Quantify the
ROI

Estimate time
saved per month
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Native Sales Commission
Management For Salesforce

If you use Salesforce as your CRM, you already understand the importance of
clean data, strong workflows, and visibility across your revenue process.

But commissions? That's where Visdum comes in.

Visdum integrates natively with Salesforce to bring automation, accuracy,
and transparency to your commission operations without the need for custom
code, data exports, or formula-heavy spreadsheets.

Collect Data
Integrate Salesforce CRM = o Fetch deal data from Salesforce

Sync Data from Salesforce e Or:uplact an Excel sheat

o Validate & transform data

Name Deal Name Amount

Kevin Brooke  Microsoft Systems £ 150,000
Jake Smith Apple Inc. £ 450,000

Chris Jardan Slack Inc. & 70,000

Michael Cox Zendesk Inc, £ 800,000

I. Native Salesforce Integration

& Automatically fetch Closed-Won deals based on your filters
& Sync custom fields, reports, and even users without manual intervention

& Create real-time connections between CRM data and your comp engine



Create Plan =

Revenue One-Time Multi-Year
Account Executive Plan
Payout Rule
Earning Rule n
Whean Eamings are computed
IF Type =  Newlogo
0 x Then Payout= 50 % of the eamings
THEN Dreal Amount v 108
When First involoe Is created
T Then Payout= 50 % of the camings
ELSE Expansion ARR * B%

Il. Flexible Credit & Plan Logic

& Split credits across roles (SDRs, AEs, SEs) based on rules

« Build and manage complex comp plans- draws,

accelerators, clawbacks, SPIFFs

& Update logic anytime without IT or spreadsheet rebuilds

Build Custom Dashboards
TOTAL ATTAINMENT TOTAL COMMISSION TOTAL PAYOUT
$ 750K $ 90K $ 60K
Earnings & Payout Trends Commission Paid by Department
& BASIC & FHO PREMIUM @ BOR o O5M AE

800

600

| Total: $184k

i .
}uu . . I"ll
0 _
0 1 3

I1l. Real-Time Dashboards

& Reps see what they've earned, what's pending, and why - inside Salesforce

(v Sales leaders track attainment across territories or teams

@ Finance gets accurate commission liability and audit-ready records

No Surprises. No Spreadsheets. No Delays. &



Salesforce Commission
Automation Success Stories

& sirion © Pvisdum

How Sirion Scaled Commissions with
Visdum and Salesforce

CHALLENGES
ABOUT SIRION N :

Sirion’s sales team grew 7x in a year, across 4
@ Bellevue, Washington verticals. Spreadsheets couldn't keep up-
A4 ~1000 Employees resulting in errors, confusion, and manual

syncing with Salesforce CRM.
Started in 2012, Sirion is the

global leader in Al-powered, (& Manual calculations on Excel was painful
enterprise-grade contract

(v Delayed payouts & poor transparency for reps
lifecycle management software.

& Heavy workload for Finance and RevOps

SOLUTION

Sirion implemented Visdum to automate commissions while tightly o
integrating with Salesforce. This eliminated manual imports, ensured

real-time sync, and made comp plans transparent to every rep.

IMPACT .4

80% 60 100%

reduction in time taken

AKE Unique sales comp Visibility for sales reps
to complete commission plan variations and managers via
payouts, now done in automated individual logins

just 3 days instead of 15.

With Visdum + Salesforce, Sirion scaled its team and
. : Read Full Story
comp structure, without scaling the chaos.


https://www.visdum.com/case-study/how-sirion-automated-sales-compensation-to-align-with-rapid-expansion-goals

Salesforce Commission
Automation Success Stories

W vuttiplier © B visdum

How Multiplier Automated Global
Commissions with Visdum and Salesforce

CHALLENGES
ABOUT MULTIPLIER o,
Multiplier's sales team operates across 10+
@ Water Street, New York countries. While Salesforce tracked deals,
23 ~800 Employees commissions were calculated outside the system,
leading to delays, reporting inconsistencies, and
Founded in 2020, Multiplier is a lack of visibility. Manual exports from Salesforce
global employment platform that made the process error-prone and unscalable for

specializes in helping companies Finance and Sales Ops.

hire and manage international & Excel couldn't handle complex plan logic

teams compliantly. (v Delayed payouts and inconsistent reporting

(v Little to no visibility for reps
SOLUTION

Multiplier adopted Visdum to fully automate commissions, with seamless
Salesforce integration. This enabled real-time data sync, accurate
earnings calculations, and level-based dashboards inside Salesforce.

IMPACT Qb
Data sources integrated Currencies Handled Accurate Payouts

With Visdum + Salesforce, Multiplier turned a

complex global commission process into a Read Full Story
streamlined, transparent, and scalable operation.


https://www.visdum.com/case-study/how-multiplier-streamlined-sales-compensation-to-align-with-a-globally-distributed-workforce

Why Visdum?

Salesforce is the backbone of modern revenue
teams - but without automated commission
workflows, even the most powerful CRM falls
short.

Relying on spreadsheets and manual processes
leads to inefficiencies, errors, and frustrated teams.
Visdum bridges this gap by integrating deeply with
Salesforce to automate the entire sales
compensation process from data import and rule
application to real-time dashboards and payout
transparency.

The result? Finance, RevOps, and Sales all stay
aligned, motivated, and focused on growth.

If you're ready to stop patching together
workarounds and start scaling commissions
with confidence, Visdum is built for you.
Visdum helps you:

(v Pay accurately
v Close books faster
(v Build trust across your sales & finance teams

2 visdum

Explore how Visdum works with Salesforce.
Sign up for a free proof of concept.

Request POC



https://www.visdum.com/salesforce-sales-commission

