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Arbela Revenue Planner
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Purpose:
Streamline the revenue 
planning process



3www.arbelatech.com

Augment and extend out-of-the-box Sales Forecasting

• Organized around sales 
managers and sales 
people, not customers.

• Limited to opportunities.

• Unable to divide estimated 
revenue over multiple time 
intervals.
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Goal:
Provide visibility to data 
traditionally stored in 
other applications
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Revenue in Arbela Accelerator for Sales

• Existing web resource requires lots of clicks to visualize the data and 
does not match the esthetic of the new Unified User Interface.

• Complicated plug-ins and workflow actions aggregate revenue amounts 
over predefined, inflexible time intervals.
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Solution Architecture

• Revenue can be related to 
accounts, contacts, and/or 
opportunities.

• Revenue can be related to 
configurable categories.

• Customer can be an account 
or a contact, supporting both 
B2B and B2C scenarios.
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Planned: Forecasted revenue often 
calculated from historical data.

Booked: Expected revenue from 
signed agreements, sometimes 
referred to as committed or 
contracted revenue.

Actual: Realized revenue from 
specific transactions, such as a 
paid invoice.

Track planned, booked, 
and actual revenue
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Copy or split revenue over one to many time intervals

• Create new records for 
different months, quarters, or 
years.

• Quickly change the amount 
for each time interval by 
interacting with the bar chart.

• Flexible design to support 
unique customer needs.
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Group and aggregate revenue by configurable categories

• Many revenue records 
can be related to a 
single category.

• Categories can be 
created by 
administrators under 
Advanced Settings.

• View related revenue 
from the category.
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Compare revenue by date, type, and category

• Aggregate revenue by 
month, quarter, or year.

• Compare prior year 
actuals to current year 
actuals.

• Compare different 
categories and types.
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• Spread opportunity estimates 
over one to many time 
intervals.

• Help present a 360 degree 
view of a customer in CE.

• Reduce the risk associated 
with spreadsheets and manual 
processes.

Other benefits
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Customer Scenario #1

• Revenue categories are 
connected to the out-of-the-
box products.

• Revenue records can be related 
to products or product families.

• Create Revenue web resource 
shows a filtered list of products.
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Customer Scenario #2

• Revenue records are 
automatically created when an 
opportunity enters a particular 
stage in the business process 
flow.

• Revenue amounts ramp up at 
different rates depending on the 
ordering pattern selected on the 
opportunity.



14www.arbelatech.com

Customer Scenario #3

• Actual revenue is imported from invoice line data stored in the 
customer’s ERP.

• Imported revenue are aggregated by month and automatically related to 
won opportunities based on certain criteria.
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THANK YOU
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