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INntroduction

As part of our GenAl XaaS article series, we previously explored how Generative Al can be
used to streamline the lead-to-guote process associated with everything-as-a-service (XaaS)
models. We outlined how technology companies can simplify their sales process and empower
customers, partners, and sales representatives to create more personalized offerings.

Like the lead-to-quote process, it's equally important to have a robust
bill-to-revenue process for XaaS. In order to automate and enable new
monetization models for subscription billing and revenue management
processes, it's critical to have consistent, secure, and high-quality
data supported by an integrated business architecture. This includes
integration across upstream processes (CPQ, contract management,
entitlements), downstream processes (tax, general ledger, cash
collection), and external processes (channel partners, regulatory, etc.).

support revenue recognition reconciliation and automation. This
Al-based automation can, in turn, help prevent revenue leakage
due to data discrepancies, manual errors, and fraudulent activity
while improving operational efficiency.

Technology companies can position themselves to successfully deliver
the billing and revenue management capabilities needed to support
XaaS models through the deployment of the GenAl use cases. The
graphic below highlights select bill-to-revenue GenAl use cases at

Leveraging GenAl to further transform bill-to-revenue processes
can help technology companies support complex monetization
models, reduce billing errors, improve invoicing accuracy, and
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+ e-Invoicing

+ Personalized bill view
template in self-service
portal

+ Bills at different levels
of account hierarchy

Available

different maturity levels.

Role of GenAl in billing and revenue management

Multi-modal

+ Custom reports &
dashboard views to
analyze charges per
customer preference

+ Automated reports to
reconcile the bills with
usage records

+ Automated reports to
month-end, quarter-end,
annual close process

Emerging

Multi-modal and
multi-brand

+ Predictive analysis and
recommendations
based on current
usage and rate plans

+ Invoicing and
payment fraud
detection/avoidance

+ Root cause analysis of
billing and revenue
related issues

+ Auto-generate revenue
reconciliation and GL
postings

+ Auto-generate recons
with self-correcting/
reconciling Journal Entries

12 months

Time horizon

Advanced syntheses of
predictive Al and GenAl

+ Predictive analytics
for invoice dispute
investigation and
resolution

+ Proactive identification of
patterns of delinquency
based on contract terms

+ On-demand, customizable
insights on revenue
forecasting

1-2 years
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Invoicing accuracy and compliance

During a financial transaction such as invoicing, operational
stakeholders expect accuracy and compliance per regulatory
requirements. However, due to business process/policy
inconsistencies, ever-changing customer requirements, underlying
data challenges, and manual steps, companies run into invoicing
inaccuracies and non-compliance challenges—impacting the
customer and partner experience, potentially resulting in
revenue loss.

Leveraging GenAl in the invoicing process can help flag any
potential anomalies and find discrepancies in the invoice by
performing a multifaceted search based on a pre-selected set of
criteria. Automating invoice validation through GenAl can also help
check adherence to regulatory, tax, and other compliance-related

requirements, flagging potential errors earlier in the billing process.

It can also help generate a detailed summary of the errors or
discrepancies along with recommended solutions.

Potential benefits include:
Operational efficiencies

* Reduced revenue leakage and more accurate
financial reporting

* Expedited billing cycles, faster payments, and
improved invoice accuracy

* Reduced risk of fraudulent activities and
streamlined quote-to-invoice process
Elevated customer experience

* Increased accuracy of invoices, resulting in
improved customer experience

* More timely delivery of invoices, leading to
higher customer retention rates and improved
customer satisfaction

Improved employee experience

* Automated identification and resolution of
invoice-related issues

* Reduced time spent by customer success agents in
applying credits due to invoicing inaccuracies
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Customer-centric invoice documents

The ease of doing business between companies and customers is
enabled not only based on business process and system capabilities
but also based on customer-facing documents such as quotes,
invoices, notification emails, etc. Customers and partners have
different preferences and tend to request companies to generate
tailored invoice documents. This increases operational overhead for
the companies and not generating invoices per customer preference
can negatively impact experience.

GenAl can help create multi-format and multi-language invoices
centered on customers’ preferences. By using a repository of invoice
templates with defined standards for displaying billing details, GenAl
can help customers tailor their invoice layout or roll up billing based
on their specifications such as account hierarchy, geography, billing
entity, business units, etc.

Potential benefits include:
Revenue growth

* Automated invoices improve cash flow through
faster payments

Operational efficiencies

* Reduced operational overhead for additional invoice
details requested by the customer
Elevated customer experience

* Tailored invoices based on customer preferences
such as geography, customer account hierarchy,
and billing entity

Improved employee experience

* Reduced manual effort in validating the invoice
against the original transaction
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Reduced revenue leakage

One of the biggest pain points in revenue recognition processes
is revenue loss. There are multiple factors that can contribute

to revenue leakage, including incorrect data entry in upstream
processes, poor data governance, and non-standardized business
processes/policies. Revenue can also be impacted due to missed
cross-sell and up-sell opportunities and customer churn.

GenAl can help address revenue loss by identifying areas of
leakage in upstream processes (such as quoting, contracting, order
management, and renewals) and proactively correcting data that
could have caused the leakage. For example, GenAl can be leveraged
to identify standard and non-standard terms across the customer
contract and identify performance obligations. This, in turn, will help
identify how and when revenue recognition occurs and any potential
points of revenue leakage.

Potential benefits include:
Revenue growth

* Tap into more sales opportunities that could have
been missed due to operational inefficiencies
Cost savings

* Accelerated and efficient identification of changes in
end-to-end contract or financial terms

* Reduced operational overhead through identification
of revenue leakage

* More accurate and timely revenue recognition

Improved employee experience

* Improved decision-making through visibility into the
status of the deal, pipeline, and forecasts

* Reduced time and effort spent on identification of

source of revenue leakage
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Accurate revenue forecasting

Inconsistent or latent processes, coupled with deficient technology to
aggregate and analyze data, result in inaccurate revenue forecasting
for not only flat subscription but also consumption-based business
models. This is often caused by poor data quality, fragmented data
sources, and the inability to account for rapid market changes.
Incorrect revenue forecasting analysis can further lead to missed sales
opportunities and sub-optimal utilization of budget and resources.

Technology companies can leverage machine learning and Al to
incorporate continuous data feeds of financial, operational, and
third-party data for real-time variance analysis and driver analytics.
GenAl-powered predictive models can review large sets of data
within real time to identify primary drivers that can be influenced.
GenAl chatbots can also be leveraged to create customizable
insights and on-demand analytical models by product line, business,
or customer segment. These data-fueled insights, combined with a
conversational and visual interface, can help leaders make strategic
decisions in real time with confidence and significantly improve
financial forecasting.

Potential benefits include:
Revenue growth

* Accelerated business driver identification,
transparency, and scenario modeling

* Reduced time to insights and decisions with the
support of interactive and visual financials

Operational efficiencies

* Reduced revenue forecasting error and improved
risk mitigation

* Optimization of resources through better
budget allocation
Improved employee experience

* Reduced time spent by employees on
forecasting activities

* Greater transparency into drivers, assumptions,
and strategic decisions that enable business leaders
to drive earnings and reduce cost
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Conclusion

Given the complexities across billing frequencies, customer
subscription contract terms, exchange rates, regulatory
requirements, and tax treatments, technology companies can
leverage GenAl to further streamline the billing and revenue
management processes. By analyzing customer contracts,
entitlement data, invoice/payment history, support tickets,
and regulatory requirement changes, GenAl can help support
a wide range of use cases, driving operational efficiency and
significantly improving the experience for all the stakeholders
involved in the process.
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