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Revenue Diagnostic:
<Portco Name>

¢



Diagnostic Summary
<Company Name>

Key Performance Indicators

e [Pipeline Creation Metric]

e [Pipeline Conversion Metric]
e [Win Rate Metric]

e [Slip Rate Metric]

e [Rep Performance Note]

Clari Predictions
e [Al Projection Callout 1]
e [Al Projection Callout 2]
e [CRM Score Callout 1]
e [CRM Score Callout 2]
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Alkami Technology - New - Stor...
Alkami Technology

Insights Relationships Details MAP

22 $61K 46

Am | going to hit my quota this quarter? unsaved v

How is This Quarter ~ shaping up?

Filters © AddFiter  Chart Settings  Amount: Deal Size

QUOTA (CLOSED WON Al PROJECTION
$25.60M

$45M oo S4TM
$19.40M

WEEK ENDING aero wRis APz

$80M

wou D

$60M

o . A B B N e
$45M ®,

$40M

$20M

4/ QUOTA (V] ~ PROJECTION [V] ® CLOSE PLAN @ pacinG

DAYS TO CLOSE AMOUNT CRM SCORE

CLEIESIAIRS MAYT 18 25 JUN1

Gone Dark TOP FACTORS

MONTH ~ Close Date was Pushed Out

MEETINGS . Competitive Status went from Even to
Behind

EMAILS

SENT
- o—/"// T

TOP FACTORS Collapse All

You've already closed $25.6M. v

Clari projects you will convert 77% of 4 - Contract
Negotiation for $6.3M.

Clari projects you will convert 52% of 3 - Vendor of
Choice for $3.98M.

Glari projects you will convert 36% of 2 - Proof of
Value for $1.46M.

Clari projects you will convert 9% of 1-

v
Qualification for $261K.

Glari projects you will convert 1% of 0 - Intro v
Meeting for $12K

Glari is projecting you close $3.4M in New. v




Pipeline Creation
<Company Name>

Do | have enough pipeline coverage for next quarter? v Opportunity Mode ~ New  sa S New Pin
How is Next Quarter ~ shaping up? @ Updated Jun 8, 2023, 9:26 AM CD’
Filters © AddFilter Chart Settings  Amount: Deal Size Breakdown By: Stage Overall Forecast: Forecast Date: Close Date = u
QUOTA Al PROJECTION QuoTA COVERAGE TOTAL PIPELINE 1WK CHANGE @
. $55M siigsieh 4 $22M
O bse rvatlons $55M $46M S 1.9X 27X $106M -
$oM $44M
e [insert observation 1] EeTm | onoo | D S OE) 0 605w e mE | vmh o o o e
. . ‘SUGGESTED PIPELINE FOR Q3 FY 2023
e [insert observation 2]
Current Suggested Proj. Conv.
. . 4 - Contrac... $15M 7%
UGGESTED
e [insert observation 3] SUSCESIED ], e IR,
2 - Proof ... $33M 23%
1- Qualific... $34M 9%
0 - Intro M... $45M 1%
New $3.70M N/A
Context

e [insert context 1] o
e [insert context 2]

e [insert context 3]

O O O
[ s2v I s28M $28M
@ e € [ s2v ]
~ QUOTA V| ~ PROJECTION V| @ PO RECEIVED (W... v 4 - CONTRACT N... | @ 3-VENDOROFC... V| 2 - PROOF OF VA... v| @ 1- QUALIFICATION V| @ 0-INTRO MEE...
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Pipeline Conversion
<Company Name>

Observations
e [insert observation 1]

e [insert observation 2]
e [insert observation 2]

Context
e [insert context 1]
e [insert context 2]
e [insert context 3]
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How does my pipeline compare to previous months? unsaved v« Opportunity Mode ~
How are we tracking as of day 69 (Today) ~ in previous quarters v ?

Filters © Add Filter Chart Settings Amount: Deal Size Breakdown By: Forecast Cate...

Al PROJECTION QUOTA HARD COMMIT QuoTA CLOSED WON
45M 45M
$ato2M .,  42.50M oo 25.60M
$3.98M 2.50M
QUARTER Q2, Fy22 Q3

-

30M $28.63M -

20M
10M
FORECAST TOTAL B CLOSED TOTAL TOTAL
43 0f Day 69 €nd Of Quarter A3 0f Day 69 A3 0f Day 69
$19M $19M $20M $20M $24M
v| @ Closed to Da... 100% 100%
& ot $7.70M $5.70M $10.20M $7.75M $11.30M
74% 76%
ZIbe |Eest Cote $6.30M $2.14M $7.30M $2.70M $5.40M
34% 37%
v] ® Pipeline $4.90M $591(;§ $5M sa(igg $8M

Overall Forecast: None Date: Close Date
sa

23M

sty

19M

Q4 a1, Frzs

coMMIT

Amt

Commit ($10.40M

vs. STLG
vs. STLY

New

@

288
+10%
+55%

View Opportunities

CLOSED
End Of Quarter

$24M $23M

100%
$8.81M $10.30M

78%
$2.27M $6.40M

42%
$640K $6M

8%

Save Save as New

Jun 8, 2023, 9:26 AM CDT

CURRENT Q (02)

CLOSED TOTAL
End Of Quarter of Day 69
$23M $25.60M
100%
$8.45M $10.40M
82%
$3.71M $7.10M
58%
$1.20M $6.60M
20%

PROJECTED

nd Of Guart

$25.60M
100%

$8.06M
78%

$3.04M
43%

$920K
14%




Win Rates

<Company Name>

Observations
e [insert observation 1]

e [insert observation 2]
e [insert observation 3]

Context
e [insert context 1]
e [insert context 2]
e [insert context 3]
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Where did Q1 deals fall out? v Opportunity Mode ~ New Save SaveasNew
How did opportunities witha Closed Date v in Last Quarter ¥ move through the funnel? @ Updated Jun 8, 2023, 9:26 AM CDT
Filters @ AddFiter  Chart Settings Funnel Unit: Deal Count Amount: Deal Size Breakdown By: Stage
WIN RATE FROM O - INTR... O~ INTRO MEE. WON ASP
1,410
0,
26.60% $101K

0 - Intro Meeting  [ERKeZARULLVELEL] 369 lost 1,410

73.83% 2-proOFOFvALUE  ($55M [IETED
1- Qualification [ECZISVEEE] Converted ssom 470D 371lost 1,041

so 250

3 - Vendor of Choice 410 converted n 470

4 - Contract Negotiation EECFERVVELEL] . 410




Slip Rates

<Company Name>

Observations

e [insert observation 1]
e [insert observation 2]
e [insert observation 3]

Context
e [insert context 1]
e [insert context 2]
e [insert context 3]
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How have my committed deals changed in the last week? v Opportunity Mode ~

How did my pipeline closing this quarter v+ change inthelast7days v ?

Filters Commit ¥ ° Add Filter Chart Settings  Amount: Deal Size Breakdown By: Forecast Cate...
START PIPELINE TOTAL DECREASE AMOUNT DECREASE TOTAL INCREASE AMOUNT INCREASE END PIPELINE
$500K $1M
$16M $10.70M $5.10M oo $10.40M
$4.40M $1M
START PIPELINE CHANGE
Jul 6, 2021 Close Date: This Quarter
($1.60M)
FILTERED

SLIPPED ($4.40m) ||
out

Deals that had a Close Date slip past
Jul 31 between Jul 06 - Jul 13.

$16M
- ) View Opportunities

AMOUNT

INCREASE
{ s2.50M ]

FILTERED

LosT

New

Date: Close Date

v $5.60M
$IM PUSHED IN

Save SaveasNew Pin

@ Updated Jun 8, 2023, 9:26 AM CDT|

END
Jul 13, 2021

v$5.60M

WON




Rep Performance
<Company Name>

Observations

e [insert observation 1]
e [insert observation 2]
e [insert observation 3]

Context
e [insert context 1]
e [insert context 2]
e [insert context 3]
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Current Quarter Dashbo...

TOTAL CLOSED

$4.30M 10

v

Michael Anderson (Central, Nor...

SCOPE

North America

- Central

- Michael Anderson

Current Quarter ~ Michael Anderson

Forecast Summary

Overall Forecast @

PLAN
$7.50M
CRM  NAME
IT Storage Upgrade
46 | cainbow Services
Americas Expansion
93 Chromos
Tamas Storage Proje...
78 1
‘amas Corporation
New Data Center
85

@)

Hamill-Sipes

Open Forecast

New Business @

BOOKED
$4.30M
OWNER
MA  Michael ...
MA  Michael ...
MA  Michael ...
MA  Michael ...

YTD ATTAINMENT - CLOSED WON

Last 90 Days

Renewals @

coMMIT
$7M
57% 93%
FORECAST AMT +CL... v
Commit usb 800K
Jan1
Commit usb 830K
Jan1
Commit usbp 630K
Jan1
Commit usbp 185K
Jan1

Expand Details

(88

CQ OPEN

TOTAL

$2.90M

9

CRM
93
46
75
69
54
85
87

78

<)

€Q COMMIT
Top 10 Deals

NAME

DEALS

8

& Updated Jun 5, 2023, 1:36 AM CDT

@ PIPE LAST 7

TOTAL PIPEGEN

$735K

7 DAYS 30 DAYS

Americas Expan...

Chromos

IT Storage Upgr...

Rainbow Services

Data Center Exp...

Kozey and Sons

IT Storage Upgr...

Gulgowski-Osinski
New Data Center
Superglass

New Data Center
Hamill-Sipes

Performance Op...

Freeform LLC

Tamas Storage P...

Tamas Corporation

Open Opportunities

v

CURRENT Q: PIPELINE CREATED

Last 30 Days

v

4 Actions

DEALS

4

$2.60M | 8]

NEXT MEETING

Oct 22

Oct 24

Dec 13

Nov 16

AMT + CLOSE~

usb

usb

usb

usb

Expand Details

830K
Jan1

800K
Jan1
71K
Jan1
160K
Jan1
100K
Jan1
185K
Jan1
130K
Jan1

630K
Jan1




Optional - dependent on seller inbox integration

Rep Activity

<C0m pa ny N a me> Alkami Technology - New - Storage *

Alkami Technology

Insights Relationships Details MAP
22 $61 K 46 Who's hitting their weekly activity targets? Ussaved v« All Engaged Accounts v New Save SaveasNew Pin -
DAYS TO CLOSE AMOUNT CRM SCORE
Show activity by rep v for The Last7Days ~ @ Updated Jun 8, 2023, 9:26 AM CDT
) Filters © AddFier  ChartSettings Type: 3 Selected ®
{E} MAP Go to Align View Full MA] E
NAME MEETINGS - emars ]
\ =

7
£

Observations

7

o
S
A

Amanda Nunes

e [insert observation 1]

Max Holloway
- . DEAL ACTIVITY View Activity Detail§
e [insert observation 2] . —
=
© Gone Dark
. . . ___________________________F
e [insert observation 3] I .
MONTH APR MAY L e T —
-
— B —
Context EMAILS
e [insert context 1] cvrconicos [ ——
. e s i ] —
e [insert context 2] C ) E——
SENT Katie Stewart _ 2 -
H .1
e [insert context 3] R [ —
GROOVE
HIGHSPOT o
LINKEDIN m
WEEK 04/17 04/24 05/01 05/08 05/15 05/22 05/29 06/05

8 | Confidential & proprietary.



Forecast Simulation
<Company Name>

Observations

e [insert observation 1]
e [insert observation 2]
e [insert observation 3]

Context
e [insert context 1]
e [insert context 2]
e [insert context 3]

Optional - dependent on pre-configured forecasting methodology

What's my outlook for This Quarter v 2

New Business

New Business ©

NAME

Rebecca Sanders
NA Enterprise

Ardine Hiavecek
NA Enterprise Rep

Michael Anderson
NA Enter

Katie Stewart
NA Enterprise Rep

James Gonzales
NA Enterprise Rep

Nicolis Hanshawe

© NAEnterprise Rep

Pearl Baford

© NAEnterprise Rep

CRO (Lucy Korda)

Next Quarter Pipeline @

QUARTER (@2)

PLAN

$13,500,000

$2,430,000

$2,000,000

$2,160,000

52,205,000

$2,970,000

$2,025,000

VP North America (Jason

Pipeline Gen @

BOOKED

$7.500,000
— sey

$2.226,854
—_— e
$1,523,701

76%

$1.612.879

75%

$823,912

3t

$1,312,654
= sy

$0
3

NA Enterprise (Rebecca S.

Products @

6aPT0G0

6,000,000

203,146

476,299

547,121

1,471,088

1,657,346

2,025,000

commIT

$2,200,000
$1,943,000
01y

$8,200,000
§3,200000
160%

$1,728,000
a0k

$700,000
$1,836.000
a1y
$3,000,000
$1.485,000
1013

$2,470.500

e

X

€e ¢e

UPSIDE

$13,905,000
$14,236,400
— 103}

$2,502,900

1034

$2,000,000
4,000,600
1004
$2,224,800

— 103%

$2.363,850
163
$3, 00

—e

$2,085.750
3%

»e

PIPELINE

$10,190,613

$1,927,470

$3.112,193

$1,582,968

$1,496,105

$1,344,148

$727,729

sted Jun 8, 2023,

=

QUOTA COVERAGE

S IN 22 DAYS

9:26 A Quick Submit
Rebecca Sanders
QUARTER (02) ENDS

A PLAN COMMIT  ~ TEAM'S COMMIT
Commit
200minto
Updated 18 hours ago by Lucy Korda
Adjusted Rollup
Team Rollup

(&) opporTUNITIES

® Total
Closed
Open

CRM  NAME

AppleOne Employmen...
92 AppleOne Employment Se.

OWNER

MA

$12,700,000 ¥
“$330,000

$13,298,500
+$1,024,500

$12,663,500 ¥
-$153,500

Expand Details

$10,030,288

$7,500,000

$2,530,288
AMT+CL.~

UsD 864K




Appendix

Clari



Get Started on Revenue Leak Assessment

Mutual NDA signed “.

Clari

-------- Diagnostic Fit Assessment 60 min
Dependent on | \${=a| rity Approval
your team

Approx 30 min Sreate Salesforce Integration
ser

Salesforce & Email 15 min

Integration

Configurations 5+ business
days

Ul Review Configurations

Diagnostic Readout 90 min




Diagnostic Fit Assessment we
Clari

0 Opportunity Owner
. . Account Owner
Ownership o Territory User
— . Custom Overlay User Lookup
. Role Hierarchy
Rollup Method o Enterprise Territory
Management
. Opportunity
. 0 Account
Object e  Split
- . Product
. Other Custom Objects
. . Currency (Amount)
SFDC sphemq we consider when Rollup Amount e Number (Count)
assessing Clari configuration ———
. Date
. q . Define where Month, Qtr,
Time Period Week is applicable
————— . CRM FY Calendar
) . By what field delineation
Segmentotlon . By what nature (business unit,
product, spend)
] . Stage and Forecast Category
PI’OgI’eSSIOH ° Standard, non-standard
. By segment or use case




Security Approval

“ L]
‘ . ‘ Iq r'l Clari Inc.: Standard Security Profile (NDA Included)

Q About

This is our standard security profile that contains documentation covering the following areas:
1) Privacy,

2) Architecture,

3) Audit Reports - SOC2 Type Il Report, ISO-27001 Certification and 1ISO-27701 Certification,
4) Penetration Test,

5) Information Security Policy, and

6) Integration Documents - Salesforce Data Integration, Google Mail & Calendar Connectivity, Exchange - Office365 Connectivity,
Clari SSO Integration

Show less

@ Audits and Certifications (3)

I1SO I1SO

SOC 2 ISO 27001 1SO 27701

1 Documents 2 Documents 2 Documents

@ Profile Quick Links

Audits and Certifications (3)
Questionnaires (1)
Additional Documents (21)

Security Team (7)

&4
Clari

Clari has conveniently documented
all relevant security information to
expedite any approvals required by
the target company.

We will submit all documentation
and policy through a portal based
view (Whistic) for review.




Salesforce Integration

1. Open a Google tab (NOTE: Internet Explorer is not
supported)

2. Log into production Salesforce.com using the
integration user.

3. Open another tab in the same browser and go to
app.clari.com

4. Select "Create a new account"

= Clari

10. Enter your mobile number to receive a text with a
link to download the Clari mobile app
1

Select your role:
Sales Rep
Manager

Exec

Sales Ops

12. You're all set!

5. Enter your company email address

6. Create the password

7. Wait a few moments for verification email to verify
8. When prompted, connect Salesforce.com. It should
detect the open Salesforce.com session in the other
browser tab and ask you to Allow

9. Connect email by entering your credentials

o |

I
Al

B

R,

—

Forging the initial API connection that drives Clari
connectivity is as simple as logging in for the first
time using the newly established SFDC-side
integration user.

Once you've made the connection/first log in, your
Clari team handles the configuration using known
context and discovery.

More information on Integration User
requirements here.




Available Metrics

Metric

Conversion rates by opportunity stage

Conversion rates by forecast category

Slip rates

Win / Loss rates

Pipeline growth analysis

Trend based analysis (e.g. QoQ rate of change)

Segmentation analysis by Opp owner & management (e.g. How many deals has Americas Enterprise slipped in the past 60 days?)
Total number of deals in pipeline

Customer retention rate

. . . ‘ i 1
15 | Confidential & proprietary. ot Clqu



