
Case Study 1: Driving Predictable Revenue Growthand Higher Conversions Through VION LMS
Executive Summary
Growing tutoring programs and increasing student demand made it difficult for our client Vnaya to
manage leads, follow-ups, referrals, and conversions across multiple tools.. Disconnected systems made
it difficult for teams to stay aligned, act quickly, and maintain visibility across the revenue funnel.
VION LMS partnered with Vnaya to centralize all revenue operations into a single, structured platform
with clear ownership and real-time insights. By simplifying workflows and eliminating manual
dependencies, VION LMS helped Vnaya improve follow-up discipline, strengthen conversion tracking,
and make faster, data-driven decisions—driving predictable revenue growth and operational clarity
within 12 months.
Customer Background
Vnaya delivers personalized 1-on-1 live tutoring across multiple subjects while managing a high volume
of inbound inquiries, referrals, and demo-qualified leads. Cross-functional teams across sales,
operations, academics, and management work together to support this scale. Before adopting VION
LMS, lead tracking and follow-ups were handled through Excel sheets, emails, and disconnected tools.
As demand grew, this fragmented setup reduced visibility, ownership, and consistency across teams.
The need for a unified, scalable, and data-driven system became critical to support Vnaya’s continued
growth.
Key Challenges

 Scattered lead data across multiple tools
 Missed or delayed follow-ups impacting conversions
 Limited tracking of referral-based leads
 High manual effort in demo coordination
 Poor visibility across lead lifecycle stages

Challenge 1: Manual Lead Tracking & Follow-Up Gaps
Before

 Leads tracked manually in spreadsheets
 Follow-ups dependent on individual coordinators



 High risk of missed or delayed follow-ups
 Inconsistent handling of high-intent leads

After Using the Vion LMS
 Centralized lead capture and pipeline tracking
 Automated reminders for timely follow-ups
 Clear ownership defined at each lead stage
 Reduced dependency on manual coordination

Challenge 2: Limited Revenue Visibility & Conversion Insights
Before

 No clear stage-wise visibility across the lead lifecycle
 Revenue insights available only after delays
 Referral leads tracked inconsistently
 Limited data to guide conversion decisions

After Using the Vion LMS
 Structured pipeline with stage-wise visibility
 Integrated referral tracking within the system
 Real-time revenue and conversion dashboards
 Faster, data-driven decision-making

Business Impact
 20% revenue growth in 12 months
 15% increase in referral-based leads
 25% reduction in manual lead handling
 ~1 hour saved per coordinator per day
 Improved lead-to-demo and demo-to-conversion rates


