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Purpose:
Streamline the revenue
planning process
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Augment and extend out-of-the-box Sales Forecasting A ARBELA

Kenny's Org FY 2020 Forecast

| FY202001 (Current) ’ Grid  Trens  Flow

 Organized around sales
: — - - managers and sales

Mew Opportunity

- @ Dustin Ochs .00 Opportunity « Opportunity - peOp|e/ nOt CU Stomers
& oustin ochs 5000 Opportunity Sales Process G}
Active for l2ss than one mi. Qualify (<1 Min]

Summar ¥y Product line items  Quotes
O rue o $0.00

e B * Limited to opportunities.

Contact [@ Alberto Gass
@ aiyce purh
ﬁ Micolas Frizmell 000 Account E Contoso
ﬂ Mance Carrico fam Purchase Timeframe Mext Quarter

O o A, » Unable to divide estimated
R oo o revenue over multiple time
o o intervals.
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Goal:

Provide visibility to data
traditionally stored in
other applications

A ARBELA



Revenue in Arbela Accelerator for Sales

A ARBELA

Apple Inc.

Account

Larry Page

Referred By Campaign Parent Account

General People & Locations Connections  Marketing Profile  Customer Opportunities  Programs  Revenue

Last Activity Date

AT

<« February 2020 March 2020 > 2020 ¥
Revenue Category PY Actual Planned Actual Variance PY Actual Planned Booked \Vanance PY Actual Planned  Actual Variance
Custom Solutions 50 §5000 %0 ($5000) &0 §5000 %0 (£5000) &0 00000 30 ($80000)
Totals: 0 §5000 %0 ($5000) 80 §5000 %0 {$5000) 80 £60000 50 ($60000)

* 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 A ARBELA

- * Revenue can be related to
— accounts, contacts, and/or
Opportunityld [PK] o .
opportunities.

o MailbexTrackingFolder
| RegardingObjectld

s msfp_surveyresponse
RegardingObjectld

* Revenue can be related to
s —— configurable categories.

RegardingObjectld

arb_revenueld [PK]

SyncError
RegardingObjectld

| T e Customer can be an account
or a contact, supporting both
po— B2B and B2C scenarios.

RegardingObjectld

RegardingObjectld

Contact
Contactld [PK]
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Track planned, booked,
and actual revenue

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
specnﬂc transactions, SE@P 2 S o
paid invoice.

A ARBELA




Copy or split revenue over one to many time intervals A ARBELA

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

Set Revenue

Revenue Type |Bnoked v | Effective Date | 10/15,/2020

Revenue Category |Fr{:duct5 v | # of Intervals |3

Revenue Period |Mgnth|}r A\ | Total Amount @ curmuiative

* Quickly change the amount

3000

for each time interval by
interacting with the bar chart.

2000
0

Oct 2020 MNov 2020 Dec 2020

e Flexible design to support
unigue customer needs.
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Group and aggregate revenue by configurable categories A ARBELA

Revenue Type

Effective Date

Amount

Description

Revenue Category Look for Revenue Category /O

Revenue Categories
= [nstallation

= Products

= oupport l}

-+ Mew Revenue Category o Change View

Products
Revenue Category

zeneral Revenue Related

Revenue ™

»' | Revenue Mu...

REV-00001152

REV-00001151

REV-00001175

REV-00001150

REV-00001174

Revenue Type

Planned

Planned

Booked

Planned

Booked

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

* Categories can be
created by
administrators under
Advanced Settings.

* VView related revenue
from the category.
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Compare revenue by date, type, and category A ARBELA

A. Datum Cor;?/oration (sample) $10,000.000 6,200 Alicia Haraden | o Ag g reg ate reve n u e by

Account - Account Annual Revenue Number of Employees Owner

Summary Details Files Programs Revenue Related m O nth, q U a rter; Or yea r.

550,000
Current Actual Year

B Fricr Actual Year

I Flanned Office Subscriptions

$40,000 I Pianned Configuration L C Om p are p rl or yea [

e actuals to current year
actuals.

520,000

510,000

. » Compare different

categories and types.
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Other benefits

« Spread opportunity estimates
over one to many time
intervals.

» Help present a 360 degree : mnl l |
view of a customer in CE. SN

» Reduce the risk associated
with spreadsheets and manual :
Drocesses.

A ARBELA




Customer Scenario #11 A ARBELA

ot Pevene * Revenue categories are
e o— 3 connected to the out-of-the-
CHteQOF}‘|C0nﬁguratiﬂn '| Start Date | 02/22/2020 # of Intervals 3 bOX prOdUCtS-
Product [ AS4 GP 12k ¥ Amount 10000 (}Cumulatiue
AS4d GP 12k
o0 | asapyizK e Revenue records can be related
o to products or product families.
4000 IM8 12K
- . . .
w * Create Revenue web resource

shows a filtered list of products.
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Customer Scenario #2 A ARBELA

B Peemrra— e Revenue records are

If Opportunity:Generate Revenue? equals [Yes], then:

* If Generate Revenue equals Yes, then: aUtomat|Ca||y Created When an
B ey opportunity enters a particular

& | If Opportunity Type equals Sales, then generate Sales Revenue

Sttt worTn: Oty Sos Revee stage in the business process

¥ Check Manager Adjusted

If Oppertunity:ianager Adjusted contains data, them: 'ﬂ OW
& If Manager Adjusted contains data, then generate Adjusted Revenue
Start child workflow: Opportunity Adjusted Revenue

& End Workflow

Stop workflow with status of: Succeeded View properiies

Otherwise, if Opportunity:Opportunity Type equals [Megative Sales], then: o R eve n u e a m O U ntS ra m p U p at

& If Opportunity Type equals Megative Sales, then generate Megative Revenue

Start child workflow: Opportunity Negative Revenue d |ffe re nt rate S d e pe n d | n g O n th e

Sop verton i s o Sccsses e o ordering pattern selected on the
opportunity.
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Customer Scenario #3 A ARBELA

Copy data Azure Function Copy data Copy data
Copy_Invoicelines_fro B > b7 X Associate B > =) Copy Invoice Lines to B > =) Cobv Revenue to D365
. m_Bl_to_stage Opportunities with... . Revenue . Py

* 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.

www.arbelatech.com 14



www.arbelatech.com




	Arbela Revenue Planner
	Slide Number 2
	Augment and extend out-of-the-box Sales Forecasting
	Slide Number 4
	Revenue in Arbela Accelerator for Sales
	Solution Architecture
	Track planned, booked, and actual revenue
	Copy or split revenue over one to many time intervals
	Group and aggregate revenue by configurable categories
	Compare revenue by date, type, and category
	Slide Number 11
	Customer Scenario #1
	Customer Scenario #2
	Customer Scenario #3
	Slide Number 15

