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Streamlining the Revenue
Recognition process

Jumpstart your revenue process into the digital age
with Revenue Recognition Automation

Simplify, standardize, and automate

Many companies are facing significant challenges to effectively manage and efficiently execute the
order-to-cash and revenue recognition process. In an increasingly digital and complex marketplace since
the introduction of ASC 606, Revenue Recognition, companies are faced with revisiting people, process,
and technology capabilities. Here are five insights and actions you can take to develop an efficient,
sustainable, and scalable process to keep up with company growth, changing revenue structures and
offerings, and build automation.

How 5 insights can be...turned into 5 actions

The complexity of ASC 606 and constrained
resources can be challenging for organizations to
effectively operationalize processes, from contract
creation to recognizing revenue.

P

Drive value out of compliance, simplify and
standardize the revenue recognition process to
reduce the risk of errors and source expertise in an
effective way.

Many companies have limited deployment of
automation across the end-to-end order-to-cash and

revenue process, including non-integrated system
environments requiring a significant level of manual
intervention and handoffs.

Expand automation, reduce manual processes,
and increase system integration to drive
consistency, accuracy and efficiency using tools
and capabilities in the marketplace.

Establish a data and reporting strategy to address
challenges from using disparate systems and activate
strategic projects across ERP and reporting.

Many companies lack global standardized policies,
procedures and process documentation supporting
retention of institutional knowledge.

Develop global standardized policies and centers of
excellence, built on strong process documentation and
internal controls, to consistently apply procedures, and
reduce risk.

Organizations often lack accountability for root cause
analysis and error correction upstream for processes,
such as billing and dispute management.

Improve the resolution of disputes and prevent
recurring issues by creating clear accountability and

ownership for root cause analysis and resolving errors
using KPIs and automatic reporting mechanisms.

Companies are utilizing complex data environments and
disparate systems, impairing the ability to optimize
reporting and utilize data driven insights.
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Revenue recognition process: Reimagine and optimize people,

process, and technology

In today's rapidly changing digital environment, it is important to understand current state to build a well-connected,
collaborative, and transparent future state model with the potential to save time, cost, and complexity.
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Experience the difference with Deloitte’s proven approach

Deloitte’s approach provides a high-impact and meaningful improvement journey to help organizations target key
value drivers across people, process, and technology. Below is an example of Deloitte’s approach and illustrative
timeline to building a future state target roadmap for your organization.

Kick-off and Alignment

Current State

o W
nalysis

Current State Walkthrough

Maturity Model Assessment

Target State

Development

Target State Hypothesis

Improvement Opportunities

Improvement

Roadmap

Target State Roadmap

L

Project Governance: Weekly status reports and meetings, deliverable milestone reviews

Building Automation within the Five-Step Revenue Recognition Model

1

Identify
contracts with
customers:
Automate

Identify

performance Determine

contract

identification and
extraction using

Al and machine
learning.

obligations:
Use advanced
analytics to
identify and
categorize
performance
obligations.

transaction
price:
Implement
automated
pricing models
to determine
accurate and
consistent
transaction
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Allocate
transaction price:
Utilize automated
allocation tools to
distribute
transaction prices
across
performance
obligations.

Recognize
revenue:

Deploy automated
revenue recognition
systems to
determine timely
and accurate
revenue reporting.



Why choose Deloitte?

Real industry use cases, real results.

We have successfully delivered end-to-end solutions at large multinational organizations
across various industries to help them achieve highly efficient, standardized, and automated
revenue recognition processes. Deloitte is there for the journey, from strategic planning to
operationalization of solutions. We're there across the transformation stages to help clients
make strategic and smart design decisions real.

a Deep technical accounting knowledge.

Our professionals are subject matter specialists with deep technical accounting knowledge
and extensive experience within the technology and finance capability domains.
This specialization allows us to provide valuable insights and guide clients on the best path
forward to achieve their objectives.

e Domain experience across the globe.

Our professionals have extensive experience across the globe in designing and implementing
revenue recognition processes, operating models, and technology solutions spanning various
industries, enabling them to provide tailored solutions that address specific business needs
and challenges.

° Strategic technology alliances.

We have strategic alliances with market leading technology providers, such as Aptitude,
Blackline, HighRadius, Oracle, Workday, RightRev, SalesForce, SAP, Stripe, and Zuora, and more
that bring the right people, processes, and technologies to you.

e Expanswe resources, customized optlons.

We offer a customizable project plan, integrated array of innovative technologies and
expansive resources. Our professionals provide tailored solutions to meet the specific needs
of each client. Our approach includes aligning technical, functional, and strategic
responsibilities between Deloitte, technology partners, and the client, resulting in
a collaborative and effective implementation.
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Visit us online: www.deloitte.com/us/revenue-recognition

This document contains general information only and Deloitte is not, by means of this document, rendering accounting, business, financial, investment,
legal, tax or other professional advice or services. This document is not a substitute for such professional advice or services, nor should it be used as a
basis for any decision or action that may affect your business. Before making any decision or taking any action that may affect your business, you should
consult a qualified professional advisor.

Deloitte shall not be responsible for any loss sustained by any person who relies on this document.

As used in this document, “Deloitte” means Deloitte & Touche LLP, a subsidiary of Deloitte LLP. Please see www.deloitte.com/us/about for a detailed
description of our legal structure. Certain services may not be available to attest clients under the rules and regulations of public accounting.
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