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Preface 
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 End-Users 

 Consulting Team 
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The information in this document is organized into following sections: 

Section No. Section Name Description 

Section 1 Introduction About the product and the types of analyses 
included. 

Section 2 Dashboards  Explanation of each dashboard. 
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1. Introduction to ORMBA Dashboards  
Oracle Revenue Management and Billing Analytics (ORMBA) follow a layered architecture, which 
consists of the following four logical layers: 

 Source 

 Replication 

 Transformation 

 Presentation and Access 

The Source layer represents the source system, which is Oracle Revenue Management and Billing 
(ORMB). Oracle Revenue Management and Billing Extractors and Schema delivers functionality of the 
Replication and Transformation layers. Oracle Revenue Management and Billing Analytics (ORMBA) 
delivers the functionality of the Presentation and Access layer. 

 

                                        

Figure 1: ORMB Analytics Topology 

 

The Presentation and Access Layer of ORMBA is called the ORMBA Dashboards and is powered by Oracle 
Business Intelligence Enterprise Edition (OBIEE) tool. Currently there are three dashboards available for 
financial services / banking domain: 

 OFSRMB Relationship Manager’s Workbench 

 OFSRMB Product Manager’s Workbench 

 OFSRMB Operations Manager’s Workbench  



Oracle Revenue Management and Billing Analytics                                                              Dashboard User Guide 

10  Copyright © 2018, Oracle and/or its affiliates. All rights reserved.          

 

The dashboards available within each workbench vary as shown in the table below: 

Workbench Available Dashboards 

Relationship Manager’s Workbench  Relationship Manager 

 Deal Management 

 Modeller 

Product Manager’s Workbench  Product Pricing 

 Modeller 

 Billable Charges 

Operations Manager’s Workbench  Financial Transactions 

 Billing Operations 

 Transaction Feed Management 

 Contracts 

 Tasks 

 Executive Summary 

 Customer Contact 

You can purchase either one or a combination of the workbenches, based on the dashboards you want 
to use. This user guide is exclusively for users of Relationship Manager’s workbench.  

 Note: For customizing the analyses in ORMBA dashboards, you would need a minimum working 
knowledge of OBIEE. The ORMBA Admin Guide lists some of the common tasks done in ORMBA 
dashboards and explains how to perform them. For more information, refer to the ORMBA Admin 
Guide. 
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1.1 OFSRMB Relationship Manager’s Workbench 
You can log on to OFSRMB Relationship Manager’s Workbench with your user credentials through the 
login page. 

 

Figure 2: ORMBA Login Page 

Once logged in, you will see the ORMBA Home Page that graphically represents all dashboards available 
within the product, irrespective of whether you have access to them or not. However, dashboards 
corresponding to your login alone appear highlighted and are accessible. 

 

Figure 3: Relationship Manager’s Home Page 
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Note: While you can view all dashboards in the Home page, access to dashboards is based on the user 
role mapped to your login. If you are unable to navigate to a dashboard, it could be because your role 
does not provide access to that particular dashboard. 

1.1.1 Dashboard Security 

Access to a workbench is based on the software license you have purchased and the user role assigned 
to the user. If you have applied the license key for a workbench and logs in as an administrator user, you 
would be able to access all dashboards associated with it. To restrict access to specific dashboards, you 
can either use the default application roles available in the product, or create custom roles. 

By default, the product comes with the application role ORMBARM and users of this role can access the 
Relationship Manager, Deal Management and Modeller Dashboards. 

1.1.2 Dashboard Structure 

A dashboard is a collection of one or more pages, organized as different tabs within the dashboard. For 
example, the Relationship Manager dashboard contains five pages named, Summary, Ranking, Trend, 
Comparator, and Prospects. 

 

Figure 4: Dashboard Tabs 

1.1.3 Dashboard Filter 

Each dashboard contains some filter fields in the top-left corner of the page. The common dashboard 
filters are Year and Month. Some dashboards have additional filter fields like Division or Contract Type. 

 

Figure 5: Dashboard Filters 
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The data included in the analyses depends on the dashboard filters applied. The default year and month 
available in the filter fields is configured in the Global Settings page of ORMBA Admin Tool.  

1.1.4 Common Elements 

The Summary page of most dashboards contains the following common elements: 

 Home icon ( ): Click this icon to navigate to the ORMBA Dashboards Home page. 

 Printable Report icon ( ): Click this icon to open the printable report of the dashboard. 

 Page Options button ( ): Click this button to edit the dashboard, or export the dashboard 
contents to excel sheet. 

 Help button ( ): Click this button to access the online help for OBIEE. 

1.2 Types of Analyses 
The ORMBA dashboards contain several analyses and most of them fall under one of the categories 
below: 

 Top N Lists 

 Share Analyses 

 Trend Analyses 

 Interactive Analyses 

 Printable Reports 

Each of the above type of analyses is explained in detail below. 

1.2.1 Top N Lists 

These are table lists that show you a list of objects (dimensions) sorted in either ascending or 
descending order of a measure. The main purpose of this type of analysis is to quickly highlight your best 
performing attributes, like products or customers. 

An example list is shown below: 
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Figure 6: An example of Top N Lists 

1.2.2 Share Analyses  

The Share analyses of ORMBA Dashboards illustrate how a measure is spread across different 
dimensions. A share analysis can be a pie chart or a bar chart. The chart indicates the value and / or 
percentage of each share and includes a legend.  

The pie charts usually includes percentage share of the attributes.  

An example pie chart is shown below: 

 

Figure 7: An example of Share Analysis 

1.2.3 Trend Analyses 

ORMBA Dashboards contains several Trend analyses to indicate the trend of different measures. The 
two different types of trend analyses available in ORMBA dashboards are: 

 Line Charts 

 Bar Charts 

All trend analyses in ORMBA dashboards indicate the trend of a measure for the last 12 months, starting 
from a selected month and year.  
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In case the analysis contains trend of more than one measure, the chart includes separate lines (in case 
of line charts) or stacked bars (in case of bar charts) to indicate the trend of each measure. 

An example trend chart is shown below: 

 

Figure 8: An example of Trend Analysis 

1.2.4 Interactive Analyses 

The interactive analyses can be charts/tables that give a high-level view of data, which can be drilled 
down to offer a detailed view. Currently, all analyses in all dashboards are interactive, except trend 
analyses. 

1.2.5 Printable Reports 

Most of the ORMBA dashboards contain one or several printable reports. The printable reports are 
detailed reports that show the data corresponding to the analyses available in a dashboard or page.  

You can generate a printable report by filtering the data using any of the filter fields available for the 
report. After generating the report, click on the Export link towards the bottom of the report to export 
the data.  

 

Figure 9: Export Options 

You can export data in any of the following formats: 

 PDF 

 Excel 

 PPT 
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 Web Archive (.mht) 

 Data (CSV, Tab delimited, XML) 

1.3 List of Dashboards 
The dashboards currently available within OFSRMB Relationship Manager’s Workbench are:  

 Relationship Manager 

 Deal Management  
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2. Relationship Manager 

2.1 Overview of the Dashboard 
The Relationship Manager dashboard is the key dashboard within OFSRMB Relationship Manager’s 
Workbench and serves as a one-point-destination for all Relationship/Account Managers. This 
dashboard essentially aims to provide a unified view of all customers under a single Relationship 
Manager thereby enabling them to drive customer engagement and effectively elevate customer 
relationships to the next level.  

The dashboard provides an overview of key Revenue Metrics including Total Revenue and Average 
Revenue per Customer as well as key Customer metrics including Total Number of customers, Net Churn 
and pending Service Tasks across the entire Customer portfolio. 

The Relationship Manager dashboard is organized into seven pages – Summary, Ranking, Trend, 
Comparator, Create Prospect, Edit Prospect and Prospect Pricelist Simulation.  

2.2 Summary Page 
The Summary Page gives a snapshot of key Revenue and Customer Metrics. This dashboard can be 
filtered based on the below fields: 

 Year 

 Month 

 Relationship Manager 

2.2.1 Revenue Metrics 

 

Figure 10: Revenue Metrics  

KPI  Definition 

Revenue Total revenue from all customers under the RM during the selected 
month and year 

Average Revenue Average revenue from a customer, computed as: 

Total Revenue ÷ No of customers under the RM 

#Billable Charges Total number of billable charges of all customers under the RM 

#Invoices aged beyond 30 
days 

Number of invoices that have aged beyond 30 days 
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2.2.2 Variation From Last Month 

 

Figure 11: Variation From Last Month 

KPI  Definition 

Revenue Percentage variation of revenue from the previous month 

Transaction Percentage variation of transaction count from the previous month 

Note: Against each tile, you can see  or  icons that indicate if the KPI has a positive variation or a 
negative variation from the previous month.  

2.2.3 Deal Metrics 

 

Figure 12: Deal Metrics 

KPI  Definition 

#Deals Created Number of deals created in the selected month and year 

#Deals Won Number of deals won in the selected month and year 

#Deals Open Number of deals opened in the selected month and year 

2.2.4 Customer Metrics 

 

Figure 13: Customer Metrics 

KPI  Definition 

#Customers Total number of customers under the Relationship Manager 

#Customers with Agreed 
Pricing 

Total number of customers who have agreed pricing 
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2.2.5 Alerts 

This section includes the alerts to the Relationship Manager. The alerts are available for the following 
events: 

 Number of deals pending client acceptance 

 Number of customers currently inactive in the system 

 Number of invoices that are unpaid 

 Number of deals approaching expiry 

 

Figure 14: RM Alerts 

2.2.6 Customer Hierarchy 

You can view the customer hierarchy under the Relationship Manager and search for a customer.  
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Figure 15: Customer Hierarchy 

Against each level of hierarchy, you can view the following details at the customer level: 

Fields  Definition 

Revenue Revenue from the customer for the selected month and year 

Rolled-up Revenue Rolled up revenue at each level of customer hierarchy 

Relationship Value  Customer Relationship Value (computed based on the configuration in 
ORMBA Admin UI) 

Status Current Status of the customer based on whether they have satisfied 
the following criteria: 

 Period of Inactivity less than 3 months 

 Revenue variation less than 20% 

 All commitments met 

 - All criteria are satisfied  

 - One or more criteria are not satisfied 

 - None of the criteria are satisfied 

Click on a Customer to view the respective customer’s details in the Customer page. 

2.3 Ranking Page 
The Ranking page gives a good overview of the performance of the overall Customer portfolio. Some of 
the key business insights that can be derived from this dashboard are: 

 Who are the top Customers within the portfolio in terms of Revenue Contribution 

 Which are the most popular Products within the Customer portfolio 

 Which of the Customers demand more in terms of Service effort? What is the ROI on a Revenue 
vs Service Effort basis for a Customer? Does increased Service effort result in a commensurate 
increase in Revenue Contribution?  

 Are there potential Revenue Leaks within the portfolio? Which are the customers that have 
displayed huge variations in Revenue between two consecutive periods? 

 Which of the customers require more Service attention in terms of Service Task completions?  

 Which of the customers need to be targeted with potential new offer/products to bring them 
out of inactivity? 

2.3.1 Top N Customers By Revenue 

The Top N Customers By Revenue analysis is a list of top N customers under the Relationship Manager, 
ordered in the descending order of revenue. 



Oracle Revenue Management and Billing Analytics                                                              Dashboard User Guide 

 

Copyright © 2018, Oracle and/or its affiliates. All rights reserved.          21 

 

 

Figure 16: Top N Customers By Revenue 

Fields  

Rank Rank of the customer based on revenue 

Customer Name Name of the customer 

Amount Billable charge amount of the customer in corporate currency 

Grand Total Total amount from all customers in the list 

2.3.2 Top N Products By Revenue 

The Top N Products By Revenue analysis is a list of top N products ordered in the descending order of 
revenue. 

 

Figure 17: Top N Products By Revenue 
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Fields Explanation 

Rank Rank of the product based on revenue 

Product Description Description of the product 

Amount  Cumulated billable charge amount of the product 

Grand Total Total amount against all products in the list 

2.3.3 Top N Customers By Service Time 

This analysis lists the top N customers, ordered in the descending order of service time spent on them. 

 

Figure 18: Top N Customers By Service Time 

Fields Explanation 

Rank Rank of the customer based on the total hours spent 

Customer Name Name of the customer 

Hours Spent Total number of hours spent for the customer 

2.3.4 Top N Variations 

This analysis lists the top N customer – product combinations that had the highest variation in revenue 
from the previous month.  

 

Figure 19: Top N Variations 
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Fields Explanation 

Rank Rank assigned to the customer, based on the percentage variation of 
billable charge amount from the previous month 

Customer Name Name of the customer  

Product Description Name of the product 

Amount Billable charge amount cumulated against the product during the 
selected month 

Last Month Amount Billable charge amount cumulated against the product during the 
previous month 

Variation Percentage variation in billable charge amount of the selected month 
from the previous month 

2.3.5 Task Ageing 

This analysis lists all tasks during the selected month and year, arranged in the descending order of 
period of inactivity.  

 

Figure 20: Task Ageing 

Fields Explanation 

Task Name  of the task 

Customer Name Name of the customer 

Inactive Since (#Months) Number of months for which the task has been inactive 
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2.3.6 Top N Inactive Customers 

This analysis shows the list of top N inactive customers listed in the descending order of period of 
inactivity.  

 

Figure 21: Inactive Customers 

Fields Explanation 

Rank Rank assigned to the customer, based on the period of inactivity 

Customer Name Name of the customer  

Inactive Since (#months) Number of months for which the customer has been inactive 

2.3.7 Commitment Tracking  

This analysis includes the list of customers under the Relationship Manager and shows the actual 
revenue, committed revenue, and its variation against each customer. 

 

Figure 22: Commitment Tracking 

2.3.8 Invoices aged beyond 30 days 

This analysis shows the list of invoices that have aged beyond 30 days, along with the Customer against 
whom it is generated.  
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Figure 23: Invoices aged beyond 30 days 

 

2.4 Trend Page 
The Trend Page provides an overview of Product Usage, Service Effort and Contractual performance 
across the customer portfolio. It provides responses to the following business questions: 

 How has a particular Product performed over the past twelve month period 

 Which are the To-Do tasks that have a consistently high % of Pend status over a period 

 Which of the To-Do tasks require more effort 

 Trend of New contracts over a period in time 

2.4.1 Product Revenue 

This analysis shows the trend of a selected product’s revenue over the last 12 months. Select a product 
from the drop-down to view the trend of its revenue. 

 

Figure 24: Product Revenue 
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Axes What it shows? 

X axis Month 

Shows the last 12 months 

Y axis Amount 

Shows the selected product’s revenue in corporate currency against 
each month 

2.4.2 Product Usage 

This analysis shows the trend of a selected product’s usage over the last 12 months. Select a product 
from the drop-down to view the trend of its billed usage. 

 

Figure 25: Product Usage 

Axes What it shows? 

X axis Period 

Shows the last 12 months 

Y axis Billed Usage 

Shows the selected product’s billed usage against each month 

2.4.3 Tasks By Created/Pending/Completed 

This analysis shows the trend of a selected task type over the last 12 months. Select a task type from the 
drop-down to view the trend of its count. Tasks are segregated by their status and stacked over one 
another. 
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Figure 26: Tasks By Created/Pending/Completed 

 

Axes What it shows? 

X axis Month 

Shows the last 12 months 

Y axis #To-Do Entries 

Shows the selected task type’s to-do count against each month 

2.4.4 Tasks By Hours Spent 

This analysis shows the trend of hours spent on a selected task type over the last 12 months. Select a 
task type from the drop-down to view the trend of hours spent. 

 

Figure 27: Tasks By Hours Spent 

Axes What it shows? 

X axis Month 

Shows the last 12 months 

Y axis Hours 
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Shows the hours spent on selected task type during each month 

2.4.5 Contract Trend 

This analysis shows the trend of newly created contracts and contracts lost over the last 12 months. 

 

Figure 28: Contract Trend 

Axes What it shows? 

X axis Month 

Shows the last 12 months 

Y axis Count 

Shows the number of contracts opened in a month and number of 
contracts lost in a month 

2.5 Comparator Page 
A Relationship Manager can use the Comparator page to compare different customers under them. You 
can select up to 10 customers at a time for comparison. This feature essentially enables the RM to 
derive the following insights: 

 Performance summary of Customers with a similar profile over a month 

 How do customers within two different segments compare in terms of Product usage, Revenue 
and Service Effort 

 Which of the Customers/Segments offers the highest ROI in terms of Revenue vs Service Effort 
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Figure 29: Compare Customers 

The comparator shows the following high-level information of customers: 

 Class 

 #Products 

 Revenue ($) 

 Debits ($) 

 Credits ($) 

 Payments ($) 

 #Billable Charges 

 #Tasks Created 

 #Tasks Completed 

 #Tasks Open 
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3. Customer Page 

3.1 Overview of the Page 
Customer page within Relationship Manager Dashboard offers a 3600 view of a Customer across 
multiple dimensions including Financial, Operational and Product Usage. The comprehensive view of the 
customer offered by this page will enable a Relationship Manager (RM) to better understand his 
customer and thereby drive initiatives to improve overall Customer engagement. 

The Relationship Manager’s dashboard Summary page offers a hierarchical view of all customers under 
the RM, along with the rolled-up revenue and relationship value at each level. From the RM dashboard, 
you can drill down to an individual customer and view all relevant details for that particular customer. 

3.2 Customer Home Page 
The Customer Home page offers a snapshot of key performance indicators and metrics together with 
the account details and Customer profile. This dashboard enables the Relationship Manager to get an 
overall idea on how the customer has been faring relative to the previous month in terms of both 
financial performance as well as operational details including number of service tasks created.   

3.2.1 Relationship Value 

The Customer home page includes a graphical presentation of the customer’s CRV score.  

 

Figure 30: CRV Score 

In a scale of zero to hundred percentage, the customer’s Relationship Value is indicated as a bar chart. 

3.2.2 Performance Indicators & Metrics 

 

Figure 31: Performance Indicators & Metrics 

KPI  Definition 

Revenue Total revenue in corporate currency 

Payments Total payments amount in corporate currency 

Cancellations Total cancellation amount in corporate currency 
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#Refunds Total number of refunds  

#Writeoffs Total number of write-offs 

#Priced Transactions Total number of priced transactions 

# Tasks Created Total number of tasks created for the customer 

3.2.3 Alerts 

The alerts section shows notifications regarding variance in commitment score and period of inactivity 
(if it exceeds one month). 

 

Figure 32: Alerts 

3.2.4 Customer Profile Summary 

The Customer Home page contains a brief summary of Customer Profile. You can click the View Profile 
button to view further details of the customer.  

 

Figure 33: Customer Profile Summary 
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Field  Explanation 

Customer Name Name of the customer 

Customer ID Unique identifier of the customer 

Relationship Value Relationship value of the customer 

Division Division of the customer 

Segment Segment to which the customer belongs 

Parent Name of the immediate parent customer  

Email Email ID of the customer 

Contact No Contact number of the customer 

Gender Whether the customer is Male or Female 

Address Address of the customer 

City City where the customer is based on 

State State where the customer is based on 

County County where the customer is based on 

Country Country where the customer is based on 

View Profile Click this button to view the detailed profile of the customer. To know 
more about the Customer Profile page, see section 3.3. 

3.2.5 Customer Performance WatchList 

The Customer Performance WatchList analysis is a table that lists all main KPIs of the customer and 
indicates the status of its variations. You can also see the Actual, Target and Variance percentage values.  

The status indicator against a KPI shows whether the variance is Critical ( ) or OK ( ). 

 

Figure 34: Customer Performance WatchList 

3.2.6 Pricing WatchList 

The Pricing WatchList analysis is a table that shows the variations in billable charge lines against agreed 
price, ignored and zero-priced. 
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Figure 35: Pricing WatchList 

3.2.7 Revenue Comparison 

The Revenue Comparison analysis is a chart that shows a graphical comparison of how the selected 
customer is performing in terms of revenue, when compared with customers under the same segment, 
or under the same division, or under the same RM, or all customers in the system. 

 

Figure 36: Revenue Comparison 

3.2.8 Customer Relationship Value Trend 

This analysis is a line chart that shows the trend in customer’s CRV score for the previous 12 months.  

 
Figure 37: Customer Relationship Value Trend 
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3.3 Customer Profile Page 
The Customer Profile page shows various details of the customer. Information is grouped under the 
following heads: 

 Profile 

 Address 

 Demographic 

 More Details 

Note: You can access the detailed Customer Profile page by clicking the View Profile button on 
Customer home page. 

3.3.1 Profile 

 

Figure 38: Customer Profile  

The fields in this table are self-explanatory. 

Note: The Fixed Price field indicates if the customer has a fixed price contract or not. If the value is Yes, 
then simulation feature is not available for the customer. The default value of this attribute is No. 

3.3.2 Address 

 

Figure 39: Customer Address 

The fields in this table are self-explanatory. 
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3.3.3 Demographic 

 

Figure 40: Customer Demographic 

The fields in this table are self-explanatory. 

3.3.4 More Details 

 

Figure 41: More Details 

The fields of the table shown in the image above are indicative and varies based on the characteristic 
fields mapped using ORMBA Admin UI.  

3.4 Invoices Page 
The Invoices page of Customer dashboard shows the invoice details of the selected customer for a 
selected month and year. You can also select a product to filter and view the details of the selected 
product only. The Invoices page offers the following customer perspectives to an RM: 

 How has the Customer revenue varied over the trailing twelve month period? Is there a leakage 
in revenue observed for any one period 

 Which are the top products in terms of usage and revenue contribution 

 Summary of Revenue break-up across all Invoice accounts 

 Snapshot of Invoice details at an Invoice Account/Invoice Id 

Note: You can filter the page to view invoice details of a selected product also. 

3.4.1 KPIs 
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Figure 42: Invoices KPIs 

The KPIs available for Invoices page of Customer dashboard are: 

KPI  Definition 

Receivables Total receivables amount in corporate currency 

Revenue Total revenue in corporate currency 

Tax Total tax amount in corporate currency 

Variation From Last Month Percentage variation of receivables amount of the selected month 
from the previous month 

Variation From Last Year Percentage variation of receivables amount of the selected month 
from the same month of previous year 

Note: Against each tile, you can see  or  icons that indicate if the KPI has a positive variation or a 
negative variation from the previous month or year.  

3.4.2 Revenue By Invoice Account 

 

Figure 43: Revenue By Invoice Account 

The ‘Revenue By Invoice Account’ analysis lists the invoice accounts of the selected customer and their 
revenue in both invoice currency and corporate currency. 

Fields Explanation 

Invoice Account Invoice account under the customer 

Usage Account Corresponding usage account 

Invoice Currency Currency of the invoice account 

Rev in Inv Currency Revenue from the invoice account in invoice currency 

Rev in Corp Currency Revenue from the invoice account in corporate currency 

3.4.3 Revenue Trend 

The ‘Revenue Trend’ analysis is a line graph that shows you the trend of customer’s revenue over the 
last 12 months. 
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Figure 44: Revenue Trend 

Axes What it shows? 

X axis Last 12 months (counting from the selected month and year) 

Y axis Revenue amount in corporate currency 

3.4.4 Invoices Printable Report 

The Invoice details for the Customer can be printed or exported using the export option provided on the 
page. This report contains the following filters and fields. 

Filters   Customer Id 

 Division 

 Contract Id 

 Invoice Account 

 Invoice Id 

Fields  Invoice Currency 

 Invoice Status 

 Type 

 Date 

 Division 

 Contract Id 

 Invoice Account 

 Invoice Id 

 Frozen Date 
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 #Invoice Segments 

 Rev in Inv Currency 

 Tax in Inv Currency 

 Revenue in Corp Currency 

 Tax in Corp Currency 

You can view the consolidated data at Invoice Status and Type level, along with the Grand Total at the 
bottom row. 

Note: To export the data shown in the printable report, click the Export link available at the bottom of 
the table. 

3.5 Adjustments Page 
The Adjustments page of Customer dashboard shows the adjustment details of the selected customer 
for the selected month and year. This dashboard provides information including Net Credits and Debits, 
history of Adjustments over the past twelve months and breakdown of adjustments by adjustment 
types. 

3.5.1 KPIs  

 

Figure 45: Adjustments KPIs 

The KPIs available for the Adjustments page of Customer dashboard are: 

KPI  Definition 

Credits Total credit amount in corporate currency 

Debits Total debit amount in corporate currency 

Variation From Last Month Percentage variation of net adjustment amount (credit + debit) of the 
current month from the previous month 

Variation From Last Year Percentage variation of credits amount of the current month from the 
same month of previous year 

Note: You can see  or  icons to indicate if the KPI has a positive variation or a negative variation 
from the previous month.  

3.5.2 Adjustments Trend 

The ‘Adjustments Trend’ analysis is a bar/line chart that shows the trend of adjustments amount for the 
last 12 months.  
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Figure 46: Adjustments Trend 

You can view the analysis as a bar chart or a line chart by selecting the required value from the drop-
down. 

Axes What it shows? 

X axis Month 

Shows the last 12 months 

Y axis Amount  

Shows the credit and debit adjustment amount of each month in 
corporate currency 

3.5.3 Break Down By Adjustment Types 

The ‘Break Down By Adjustment Types’ analysis is a table list that shows the credit/debit adjustments 
against each Adjustment Type. 
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Figure 47: Breakdown By Adjustment Types 

Fields Explanation 

Date Adjustment date 

Account Invoice account  

Adjustment Type Adjustment type 

Adjustments (Credit and 
Debit) 

Credit / Debit amount in corporate currency 

Grand Total Total adjustment amount 

3.5.4 Adjustments Printable Report 

The page also has an export option which can be used to print the report. This report contains the 
following data: 

Filters   Customer Id 

 Division 

 Contract Id 

 Adjustment Type 

 Invoice Account 

Fields  Adj Currency 

 Type 
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 Adj Status 

 Adj Type 

 Division 

 Contract Id 

 Account 

 Frozen Date 

 Amount in Corp Currency (Credit / Debit) 

 Amount in Adj Currency (Credit / Debit) 

3.6 Payments Page 
The Payments page of Customer dashboard shows all the payment details of the selected customer for 
the selected month and year. It provides the following different payment related insights: 

 Total Payments over a  period 

 What is the frequency of un-realized payments for the customer? Is there a need to address the 
effectiveness of payment processing? 

 Is there a pattern observed in the customer’s payment history? 

 Payment details including Payer accounts, Tender types and source 

 Preferred tender type and tender source for the customer to potentially enable an effective 
offer management strategy 

3.6.1 KPIs  

 

Figure 48: Payments KPIs 

The KPIs available for the Payments page of Customer dashboard are: 

KPI  Definition 

Payments Total payment amount in corporate currency 

#Unrealized Payments Number of payments that were unrealized 

Variation From Last Month Percentage variation of payments amount of the current month from 
the previous month 

Variation From Last Year Percentage variation of payments amount of the current month from 
the same month of previous year 

Note: You can see  or  icons to indicate if the KPI has a positive variation or a negative variation 
from the previous month or year.  
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3.6.2 Payments Trend 

The ‘Payments Trend’ analysis is a line chart that shows the trend of payment amount for the last 12 
months.  

 

Figure 49: Payments Trend 

Axes What it shows? 

X axis Period 

Shows the last 12 months 

Y axis Amount  

Shows the payment amount of each month in corporate currency 

3.6.3 Amount By Tender Types 

The ‘Amount By Tender Types’ analysis is a pie chart that shows how the payment amount is spread 
across different tender types. 

 

Figure 50: Amount By Tender Types 
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3.6.4 Amount By Tender Source 

The ‘Amount By Tender Source’ analysis is a pie chart that shows how the payment amount is spread 
across different tender sources. 

 

Figure 51: Amount By Tender Source 

3.6.5 Payments Printable Report 

Filters   Customer Id 

 Division 

 Payer Account 

 Tender Type 

 Tender Source 

Fields  Division 

 Tender Status 

 Pay Date 

 Payer Account 

 Tender Source 

 Tender Type 

 Amount in Corp Currency 

3.7 Product Usage Page 
The Product Usage page of Customer dashboard shows the summary of products used by the customer 
for the selected month and year. This dashboard helps the RM to get the following Product related 
information for the customer: 

 Which are the products that contribute most to the total customer revenue? 

 Product Revenue details including Invoice Accounts, Usage Accounts and Billable charges 

 Identify a logical trend in product usage to design suitable customer engagement initiatives 

 Applicable Pricelists for the products  

 What will be the impact of a potential pricing and usage change for a particular product? 
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3.7.1 Top N Products 

The ‘Top N Products’ analysis is a table list that shows the list of top N products during the selected 
month and year. Products are listed in the descending order of the billable charge amount.  

 

Figure 52: Top N Products 

Fields Explanation 

Rank Rank assigned to the product, based on the billable charge amount in 
corporate currency 

Product Description Product description 

Amount  Priced amount cumulated against the product, in corporate currency 

#Billable Charges Number of billable charge lines 

3.7.2 Top N Accounts 

The ‘Top N Accounts’ analysis is a table list that shows the list of top N invoice accounts during the 
selected month and year. Accounts are listed in the descending order of the billable charges.  

 

 

Figure 53: Top N Accounts 
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Fields Explanation 

Rank Rank assigned to the account, based on the billable charges 

Invoice Account Invoice account 

Usage Account Usage account 

Amount Priced amount cumulated against the account, in corporate currency 

#Billable Charges Number of billable charge lines 

3.7.3 Actual vs Committed  

The ‘Actual vs Committed’ analysis is a table that lists the products used by the customer during the 
selected month and year and shows a comparison of the expected (committed) and actual values of 
various attributes like usage, revenue, profitability and price.  

 

Figure 54: Actual vs Committed 

Fields Explanation 

Product Name of the product 

Usage Factor Whether the product is priced based on Transaction Volume or Value 

Committed Usage and 
Actual Usage 

Committed usage (either volume or value) and the actual usage 

Expected Revenue and 
Actual Revenue 

Expected and actual value of revenue 

Revenue Variation Percentage variation of actual revenue from the expected value 

Expected Profitability and 
Actual Profitability 

Expected and actual value of profitability 

Committed Price and 
Actual Price  

Committed and actual value at which the product is priced 

3.7.4 Product Revenue Printable Report 

This printable report allows two levels of drill-down: 

 Product Usage 

 Pricing 
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Filters   Customer Id 

 Division 

 Product 

 Invoice Account 

 Usage Account 

Fields  Product 

 Division 

 Division Currency 

 Invoice Account 

 Usage Account 

 Amount 

 #Billable Charges 

 Min Price 

 Max Price 

 Average Price 

 Agreed Amount 

 Standard Amount 

 Max Charges 

 Min Charges 

 Usage (Includes a link to Billed Usage Page) 

 Pricing (Includes a link to Product Pricing Page) 
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3.8 Billed Usage Page 
Billed Usage page shows the usage details of a product by a selected customer during a selected month 
and year. You can access this page by navigating to the Customer dashboard and opening the Product 
Usage page. In the Product Revenue report, click the Billed Usage link against a product to view its billed 
usage details. 

 

Figure 55: Billed Usage Link 

3.8.1 Billed Usage Details 

The ‘Billed Usage Details’ analysis is a table that lists the usage factors applied on the product, its value 
and percentage variation from last month. 

 

Figure 56: Billed Usage Details 

Fields Explanation 

Usage Factor (SQ) SQ applicable for the product, either Transaction Amount or Volume 

Value Value of the SQ 

Last Month Value Value of the SQ in the previous month 

Variation from Last Month  Percentage variation of Value from that of previous month 

The Variation from Last Month field includes  or  icon to indicate if the variation is positive or 
negative. 
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3.8.2 Billed Usage Trend 

The ‘Billed Usage Trend’ analysis is a line chart that shows the trend of a selected SQ’s value during the 
previous 12 months.  

 

Figure 57: Billed Usage Trend 

To view the analysis, select either Transaction Amount or Transaction Volume in the Usage Factor drop-
down list.  

Axes What it shows? 

X axis Period 

Shows the last 12 months 

Y axis Value  

Shows the value of selected usage factor against each month 

3.8.3 #Billable Charges Trend 

The ‘#Billable Charges Trend’ analysis is a line chart that shows the trend of billable charges for the last 
12 months. Against each month, the graph shows the count of billable charges falling under Agreed 
pricelist and Standard pricelist side-by-side. 

 

Figure 58: #Billable Charges Trend 
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Axes What it shows? 

X axis Period 

Shows the last 12 months 

Y axis #Billable Charges  

Shows the count of billable charges (against both Agreed and Standard 
pricelist) against each month 

3.9 Pricing Page 
The Pricing page shows the pricing details of a product by the selected customer during the selected 
month and year. You can access this page by navigating to the Customer dashboard and opening the 
Product Usage page. In the Product Revenue report, click the Pricing link against a product to view its 
pricing details. 

 

Figure 59: Pricing Link 

3.9.1 Product Pricing Details By Pricing Parameter 
Combinations 

This analysis has two sections: 

 Standard vs Agreed Pricing 

 Pricing Details 

The Standard vs Agreed Pricing analysis shows you a comparison of billable charges (count and amount) 
that are priced using Standard and Agreed pricelist.   

 

Figure 60: Standard vs Agreed Pricing 

The Pricing Details analysis shows you the details of the pricing rule applied on the product.  
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Figure 61: Pricing Details 

This table gives the following information: 

Fields Explanation 

Pricing Rule Details of the pricing rule applied on the product 

Tiered Flag Type of pricing applied, whether it is Flat, Step, or Threshold 

Pricing Metric Based on attribute, whether it is Transaction Volume or Value 

Billed Usage Total billed usage amount 

#Bill Calc Lines Total bill calc lines 

#Billable Charges Number of billable charges 

Amount Total billable charges amount 

Click on the # Billable Charges link to view more details of each of the pricing combinations. 

3.9.2 Product Pricing Details By Usage Factors 

This table shows the billed usage and billable charges against the pricing rule.  

 

Figure 62: Product Pricing Details By Usage Factors 

3.9.3 Trend of Amount 

The Trend of Amount analysis shows the trend of billable charges for the selected product, during the 
last 12 months. 
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Figure 63: Trend of Amount 

3.9.4 Trend of Billable Charges Count 

The Trend of Billable Charges Count analysis shows the trend of count of billable charges for the 
selected product, during the last 12 months. 

 

Figure 64: Trend of Billable Charges Count 
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3.10 Pricing Details Page 
The Pricing Details page shows details of the pricing rule and model applied to derive the charges. You 
can access the Pricing Details Page by clicking on the #Billable Charges value on Product Pricing page. 

 

Figure 65: Pricing Details Link 

Note: The analyses available on the page depends on the pricing model applied – Flat, Step, or 
Threshold.  

3.10.1 Flat Pricing Details 

The Flat Pricing Details analysis contains three sections: 

 Flat Pricing Details Table 

The Pricing Details table displays details of pricing rule and model applied for pricing the product. You 

can also simulate the pricelist by clicking the  icon. To know more about Pricelist Simulation, see the 
user guide for Product Manager’s Workbench.  

 

Figure 66: Flat Pricing Details Table 

 Amount Across Price Points Chart 

The Amount Across Price Points Chart shows the distribution of amount across various price points and 
the total amount.  

 

Figure 67: Amount Across Price Points Chart 
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 Volume and Revenue Across Price Points Chart 

The Volume and Revenue Across Price Points chart indicates the percentage volume and revenue that 
falls under each price point.  

 

Figure 68: Volume And Revenue Across Price Points Chart 

3.10.2 Flat Pricing Trend 

The Flat Pricing Trend analysis contains four sections: 

 Flat Pricing Trend Table: The table shows the percentage distribution of revenue across different 
price points during the last 12 months. 

 

Figure 69: Flat Pricing Trend Table 

 Scattered View of Price Points 

 

 Amount By Price Points 
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 Billed Usage By Price Points 

 

3.10.3 Step Pricing Details 

The Step Pricing Details analysis contains two sections: 

 Pricing Details Table 

The Pricing Details table shows price details for each price assignment, including information like 
Average Usage and Fee. 

 

Figure 70: Pricing Details of Each Price Assignment 

Note: Click on the Charts  or Trends  link above the Pricing Details table to view further details. 
For more details, see section 3.10.4 and 3.10.5 respectively. To simulate the price assignment, click the 

Simulate  button. 

 Pricing Details Chart 

The Pricing Details chart shows the percentage volume and revenue that fall under each step. 
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Figure 71: Pricing Details Chart of Each Price Assignment 

3.10.4 Step Pricing Details – Charts 

You can access the Step Pricing Details - Charts page by clicking the icon against a price assignment 
on the Step Pricing Details page.  

The analyses available on this page are: 

 No. Calc Lines and Amount By Step 

 

Figure 72: No Calc Lines and Amount By Step Chart 

 No. Calc Lines and Billed Usage By Step 

 

Figure 73: No Calc Lines and Billed Usage By Step Chart 

 %Volume and %Revenue By Price Points 
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Figure 74: %Volume and %Revenue By Price Points Chart 

 Average Usage and Average Fee By Step 

 

Figure 75: Average Usage and Average Fee By Step Chart 

3.10.5 Step Pricing Details – Trends 

You can access the Step Pricing Details - Charts page by clicking the  icon against a price assignment 
on the Step Pricing Details page.  

The analyses available on this page are: 

 Pricing Details Table 

 %Revenue By Step 
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 Billed Usage By Price Points 

 

 %Volume and %Revenue Trend By Step 

 

 %Volume and %Revenue By Price Points For Past 12 Months 
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 Blended Rate and Billed Usage Trend 

 

 Billed Usage By Price Points 

 

 Scattered View of Blended Rate on Amount For Past 12 Months 

 

 Billed Amount By Price Points 
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3.10.6 Threshold Pricing Details 

 

Figure 76: Threshold Pricing Details Table 

 

Figure 77: Threshold Pricing Details Chart - %Volume and %Revenue by Step 

3.1 Tasks Page 
The Tasks page shows the tasks created for the selected customer. The page shows the total number of 
hours spent on task for the customer, along with the trend of number of tasks as well as the trend of 
service hours spent on the tasks, during the previous 12 months. A printable report is also available on 
the page to view and export details of tasks created for the customer during the selected period. 

3.2 Hierarchy Page 
The Hierarchy page shows the entire customer hierarchy of the selected customer. Against each level of 
hierarchy, you can view the Customer Name, Segment, and Account details. To view the customer home 
page, click on the Customer Name. Additionally, you can click on the Accounts link to view the account 
details. 

 

Figure 78: Hierarchy Details 
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3.3 Accounts Page 
The Accounts page lists all the accounts of the selected customer. Against each invoice account, the 
page lists the invoice cycle, account usage type and contracts. You can click on the Account ID to view 
the account details. Additionally, you can click on the Contracts field to view the contract details.  

Note: If required, you can export the account details by clicking Export link at the bottom of the list. 

 

Figure 79: Account Listing 

3.3.1 Account Details 

To view the Account details, click on the Account ID in Accounts page of Customer dashboard. This 
opens the Account Details page.  

 

Figure 80: Account Details 

3.3.2 Contract Details 

To view the Contract details, click on the Contract field in Accounts page of Customer dashboard. This 
opens the Contract Details page. 
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Figure 81: Contract Details 

3.4 Customer Pricing Page 
The Pricing page within the Customer dashboard gives you a list of Standard pricelists and Agreed 
pricelists applied for the customer during the selected month and year.  

3.4.1 Standard Pricelists 

The Standard Pricelists table lists the pricelists applied during the selected month and year. Against each 
pricelist, you can view the number of billable charge lines and amount.  

 

Figure 82: Standard Pricelists 

Fields Explanation 

Pricelist ID Click the Pricelist ID to view the Effective Pricing Report filtered to 
show the selected pricelist’s details. 

Description Description of pricelist 

Billable Charges Total billable charge lines against the pricelist 

Amount Total amount against the pricelist 

Simulate Click the  icon to initiate simulation of the customer’s pricelist. 

Note: If the customer is having a fixed price contract, then this icon will 
not be available. 
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3.4.2 Agreed Pricelists 

The Agreed Pricelists table lists the agreed pricelists applied during the selected month and year. Against 
each pricelist, you can view the number of billable charge lines and amount.  

 

Figure 83: Agreed Pricelists 

 

Fields Explanation 

Pricelist ID Click the Pricelist ID to view the Effective Pricing Report filtered to 
show the selected pricelist’s details. 

Description Description of pricelist 

Billable Charges Total billable charge lines against the pricelist 

Amount Total amount against the pricelist 

Simulate Click the  icon to initiate simulation of the pricelist. 

Note: If the customer is having a fixed price contract, then this icon will 
not be available. 

3.5 Deals Page 
The Deals page lists all the deals created for the customer during the selected month and year. 

 

Figure 84: Customer Deals 

Fields Explanation 

Model Name Name of the deal 

Type Whether the deal is for an existing customer or a prospect 

Division Division to which the customer belongs 

Customer Customer name 

Pricelist Pricelist name 

Note: This indicates the deal creation was initiated from the Customer 
Pricing context 
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Product Product name 

Created By User who created the deal 

Created Time Created date and time 

Remarks Deal creation comments 

 

Click this button to view details of the deal. To know more about this, 
see section 4.4.1 of this document. 

 

Click this button to compare two or more deals of the customer. To 
know more about this, see section 4.4.2 of this document. 

3.6 Refund Page 
The Refund page lists details of the refund adjustments done for the customer during the selected 
month and year.  

3.6.1 KPIs 

The following KPIs are available for the customer. 

 

Figure 85: Refund KPIs 

3.6.2 Refund Report 

The page also includes a printable report that shows the refund adjustments done for the customer 
during the selected month and year. It shows additional details like adjustment type, currency, and 
status. 

 

Figure 86: Refund Report 

3.7 WriteOff Page 
The WriteOff page lists details of the write off adjustments done for the customer during the selected 
month and year.  

3.7.1 KPIs 

The following KPIs are available for the customer. 
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Figure 87: Write Off KPIs 

3.7.2 Write Off Report 

The page also includes a printable report that shows the write off adjustments done for the customer 
during the selected month and year. It shows additional details like adjustment type, currency, and 
status. 

 

Figure 88: Write Off Report 

3.8 Contacts Page 
The Contacts page includes a printable report that shows the details of contacts made by the customer 
during the selected month and year.  

3.8.1 Contacts Report 

The Contacts page includes a printable report that shows the contacts made by the customer during the 
selected month and year. It shows additional details like contact type, notification method, and status. 

 

Figure 89: Contacts Report 
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4. Deal Management in ORMBA 
Creating an optimum deal for a prospect or an existing customer is business critical for most financial 
institutions. Without the aid of an analytical tool, this process is purely based on the intuition of the 
sales personnel or relationship manager and the information they have in hand.  

Deal Management module of ORMBA is a disparate tool that lets you manage the entire life cycle of a 
deal, arriving at the right price and offers for a prospect or an existing customer. The module contains a 
powerful simulation tool that lets you play around with the price assignments to arrive at optimal 
pricing. It also includes a highly flexible workflow for the deal approval. The major highlights of ORMBA 
Deal Management are: 

 Equips Sales personnel with a single tool for managing all stages of the Deal lifecycle 

 Ensures right price for the deal 

 Predicts the impact on revenue 

 Prevents over-discounting 

 Includes a streamlined approval workflow 

 Assures deal profitability based on real data 

Thus, equipped with ORMBA Deal Management module, a sales personnel or a Relationship Manager 
can negotiate each deal with confidence. 

 

  

Figure 90: Stages of Deal Management Workflow 
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4.1 My Prospects 
A relationship manager can view the list of prospects under them by clicking on the My Prospects 
button.  

 

Figure 91: My Prospects link 

When you click the My Prospects link, you will see the list of all prospects you created.  

 
Figure 92: Prospects List 

From this page, you can do the following actions: 

 Create a new prospect 

 View the list of deals 

 Edit prospect details 

 Create a new deal for an existing prospect 

 View details of a prospect 
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 View or edit deal details 

 Copy a deal to create a new one 

4.1.1 Creating a Prospect 

Click on the Prospects link to create a new prospect customer.  

 

Figure 93: Prospects Link 

This takes you to the Create Prospect Page. 

 

Figure 94: Create Prospect  
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Enter following attributes of the prospect customer: 

 Deal Details 

 Client Details 

 Contact Details 

 Identifiers 

 Extension Attributes 

The main fields on the page are: 

Deal Details 

Fields Explanation 

Instance Number Select the source instance in which the prospect is created 

Review Frequency Select how frequently the deal requires review 

Values available are:  

 Annual 

 Monthly 

 Weekly 

Multi Division Select this checkbox if the prospect has operations in multiple divisions 
or not 

Division Select a division for the customer 

Note: If you select Multi Division checkbox, you cannot select Division 
here. 

Client Details 

Fields Explanation 

Client Enter the Client name 

Segment Select the Customer segment to which the prospect belongs 

Currency Select the currency preferred by the prospect 

Rest of the fields on the page are self-explanatory.  

Note: When you click Next, the prospect is created. The rest of the pages within the wizard are used for 
collecting additional details required for creating a deal for the prospect and is explained in section 
Error! Reference source not found.. 
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4.1.2 Viewing the List of Deals 

Click on the My Deals link to view all deals created by you as well as the deals assigned to you for 
approval or acceptance. 

 

Figure 95: My Deals Link 

This takes you to the Deal Management Home page. 

4.1.3 Editing the Prospect Details 

To edit the details of a prospect, click on the Edit Prospect button  against them in the Prospects list. 

 

Figure 96: Edit Prospect Button 

This takes you to the Prospect Creation page, where you can edit and change all details of the prospect.  

4.1.4 Creating a New Deal for a Prospect 

To create a new deal for a prospect, click on the New Deal button  against them in the Prospects list. 



Oracle Revenue Management and Billing Analytics                                                              Dashboard User Guide 

70  Copyright © 2018, Oracle and/or its affiliates. All rights reserved.          

 

 

Figure 97: New Deal Button 

This takes you to the second step of Deal Creation process. 

4.1.5 Viewing the Deals of a Prospect 

To view the list of deals created for a prospect, click on the Details button  against them in the 
Prospects list. 

 

Figure 98: Details Button 

The page lists all the deals created for the selected prospect, along with View/Edit and Copy options 
against each deal. 

 

Figure 99: List of Deals 
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Click on the View/Edit button to view details of a deal from step 2 (Divisions) of the process. 
Additionally, to copy and create a new deal from the existing deal, click on the Copy button. 

4.1.6 Viewing or Editing Details of a Prospect’s Deal 

To view or edit a prospect’s deal, follow the procedure below: 

Note: You can edit only those deals that are in Draft / Rejected / Declined status. Editing is restricted to 
Simulation page of Deal Creation wizard. You cannot edit any other detail. 

1. Navigate to the Deal Management dashboard and click My Prospects button. The My Prospects 
page lists all prospect customers under the Relationship Manager. 

2. Click on the Details  button against a prospect to view their deals.  

3. Click View/Edit button against a deal to view or edit a deal. This opens the Deal Creation wizard 
at Divisions page (step 2).  

 

Figure 100: View or Edit button 

4. Navigate through the pages of Deal Creation wizard to view all details of the deal. However, 
please note that you can edit only the Simulation page.  

5. If required, simulate the pricing details of the deal in the Simulation page (step 7) and click Save 
to save the deal.  

6. Submit the deal to push it through the approval workflow. Once approved, you can apply back 
the deal details to source system. 

Important: Editing an approved deal generates a new version of the deal and it has to go through the 
approval cycle before it can be applied back. 

4.1.7 Copying a Prospect’s Deal 

To copy a prospect’s deal to create a new deal, follow the procedure below: 

1. Navigate to the Deal Management dashboard and click My Prospects button. The My Prospects 
page lists all prospect customers under the Relationship Manager. 

2. Click on the Details  button against a prospect to view their deals.  

3. Click Copy button against a deal to copy the details to create a new deal. This opens the Deal 
Creation wizard at Divisions page (step 2). 
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Figure 101: Copy button 

4. Navigate through the pages of Deal Creation wizard and edit the prepopulated details of the 
deal.  

5. Click Save to save the new deal for the same prospect.  

4.2 My Customers 
A relationship manager can view their customers by clicking on the My Customers link on Deal 
Management dashboard. 

 

Figure 102: My Customers link 

When you click the My Customers link, you will see the list of all customers under the relationship 
manager listed. 
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Figure 103: Customers List 

From this page, you can perform the following actions: 

 Create a new deal for a customer 

 View deals of a customer 

4.2.1 Creating a Deal for a Customer 

To create a new deal for a customer, click on the New Deal button  against them in the Customers 
list. 

 

Figure 104: Create Deal Button 

This takes you to the second step of the Deal Creation process.  

4.2.2 Viewing Deals of a Customer 

To view deals of a customer, click on the View Deals button  against them in the Customers list.  
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Figure 105: View Deals Button 

This shows you a list of deals created for the customer, along with options to View or Edit the deals.  

 

4.3 New Deal 
A relationship manager can create a prospect and a deal in one go by clicking on the New Deal button on 
Deal Management dashboard.  

 

Figure 106: New Deal button 

When you click on the New Deal button, the first step (Prospect) of Deal Creation wizard appears. You 
can follow the wizard to create a prospect and a deal. 

4.4 Created Deals 
The Home page of Deal Management dashboard includes the Created Deals list that includes all deals 
created by the Relationship Manager during the selected period.  
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Figure 107: Created Deals List 

From this list, you can perform the following actions: 

 View various versions of a Deal 

 Compare two Deals 

4.4.1 Viewing Versions of a Deal 

To view various versions of a deal, go to Deal Management dashboard and click View Versions  button 
against the deal.  

 

Figure 108: View Versions Button 

All available versions of the selected deal are listed in the page. From this page, you can perform 
following actions: 

 View details of the deal 

 Print / Export details of the deal 

 Compare the deal with a competitor pricelist 

 Forecast the revenue from the deal 

 View the approval workflow for the deal 

 Submit the deal for approval 

 Accept or decline the deal 

 Copy the deal details to create a new one 

 Compare two versions of the same deal 

 



Oracle Revenue Management and Billing Analytics                                                              Dashboard User Guide 

76  Copyright © 2018, Oracle and/or its affiliates. All rights reserved.          

 

4.4.2 Comparing Two Deals  

To compare two or more deals, follow the procedure below: 

1. Navigate to the Deal Management dashboard and Created Deals list. 

2. Select two or more deals that you want to compare. 

3. Click the Compare button. 

 

Figure 109: Compare Deals Button 

4. The page displays a side-by-side comparison of selected deals. 

 

Figure 110: Compare Deals Results 

4.5 Assigned Deals 
The Home page of Deal Management dashboard includes an Assigned Deals list that includes all deals 
that are assigned to the Relationship Manager for approval or acceptance, during the selected period. 
The list is similar to the Created Deals and you can view the deal details and compare various deals. 

4.6 Deal Creation Wizard 
The deal creation wizard helps you create a prospect and a deal in one go. To access the Deal Creation 
Wizard, navigate to the Deal Management dashboard and click on the New Deal button. 
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Figure 111: New Deal button 

Deal Creation Wizard includes seven steps, each of which are detailed in the following sections: 

1. Create Prospect 

2. Select Division(s) 

3. (Optional) Reference Customer 

4. Enter Commitments 

5. Select Pricelist 

6. Define Expenses or Costs 

7. Simulate Pricing and Save 

4.6.1 Create Prospect 

The first step of Deal Creation Wizard includes collecting information for creating a prospect customer. 
The main details being collected are grouped under following sections: 

 Deal Details: This section collects information like source system instance, deal review 
frequency, and division (if the prospect has operations in only one division). You can also 
indicate if the prospect has operations in multiple divisions. 

 Client Details: This section collects information like the Name of the client, the customer 
segment to which they belong, and their corporate currency. 

 Contact Details: This section collects information like the Country, State, Address lines, Email ID, 
and Contact numbers. 

 Identifiers: This section collects customer specific identifiers like Social Security Number, if it is 
required and configured using ORMBA Admin UI. 

 Extension Attributes: This section collects extension attributes of the prospect, if it is configured 
using ORMBA Admin UI. 
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Once the required details are entered, click Next to move to the next step of Deal Creation Wizard. 

Important: Please note that clicking Next on this page (step1) automatically creates the prospect in the 
system, and some details like the Division (in case of single division) cannot be edited henceforth.  

4.6.2 Customer Hierarchy 

The second step of Deal Creation Wizard allows you to: 

 (Optional) Select applicable divisions 

 Create Prospect Hierarchy 

 Select Product(s) 

If you have already selected the division in step 1, the wizard displays the selected division in step 2 by 
default. On the other hand, if you have indicated the prospect to be operating in multiple divisions and 
in step 1 of Deal Creation Wizard, you can select the divisions in this step.  

 

Figure 112: Divisions Page 

This page creates a hierarchy for the prospect. To create the customer hierarchy and associate products 
to each account within the hierarchy, follow the procedure below: 

1. Open the second page of Deal Creation Wizard. This shows the Client name under the Customer 
Hierarchy section. 

2. Click Rename  button against the Client Name to give a new name to the parent customer of 
the hierarchy. 

3. Click on the Client Name to expand the hierarchy to show all applicable divisions in the system. 

4. Select the required division. This automatically creates a child customer under that division. 
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5. Click Rename  button against the division to give a new name to the child customer being 
created at the division level. 

6. Click Create Account  button against a division to create an account  under the selected 
division. This adds a new account to the Customer Hierarchy. 

7. Click Select Products  button against an account to associate one or more products to the 
account. This opens the Select Products window wherein you can search and select one or more 
products.  

 

Figure 113: Select Products Pop Up  

8. Click Delete  button to remove an account from the customer hierarchy. 

9. Repeat steps 6 and 7 to select all applicable divisions, create accounts under each division, and 
to associate products against each account. 

10. Once you have finished creating the desired hierarchy for the prospect, and selected products 
for each account, click Next.  

4.6.3 Choose a Reference 

The third step of Deal Creation Wizard lets you select a reference customer or model for creating a new 
deal. When you select a reference customer or model, its commitment and usage is applicable for the 
deal being created. 

This is an optional step and you can skip this step by selecting the ‘Skip this step’ check box at the 
bottom of the page.  
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Figure 114: Select Reference Customer 

To select a reference customer, follow the procedure below: 

1. Open the third page of Deal Creation Wizard. 

2. Select a Reference Customer from the available list. 

3. Alternatively, you can select a reference model. To do this, select Model from the drop down 
list. This lists the matching models in the system. 

 

Figure 115: Select Reference Model 

4. Enter the reference period in number months. 

5. Click Next. 

4.6.4 Enter Commitments 

The fourth step of Deal Creation Wizard allows you to enter commitments against the SQIs of the 
products you have selected in step 2. You can enter both commitment value and period in months. If 
you have selected a reference customer or reference model is step 3, then the commitment value and 
period appear prepopulated.  
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To enter commitment values and period, select each product. This expands the node to display its SQIs. 
Against each SQI, enter the commitment value and period in months.  

If you have selected multiple divisions in step 2, select each division from the drop down list and select 
its corresponding accounts. If there are multiple accounts under a division, select each account from the 
drop down list and enter commitments for each product selected for the account.  

Note: If required, you can use the Charge Code field to search and find a product.  

Once you have entered commitment values and periods against each SQI, against each product, under 
each account, click Next to proceed further with deal creation. 

4.6.5 Attach Pricing 

The fifth step of Deal Creation Wizard lets you attach pricelists to a customer, or a division, or an 
account, or a product.  

To attach pricelist to a customer, division (child customer), or an account, click on the Choose Pricelist 

button  against it.  

 

Figure 116: Choose Pricelist Button 

The pricelist attached to a child customer overrides that at a parent customer, whereas the one 
attached at an account level overrides that at child and parent customer levels. 

However, if you would like to attach pricelist at a product level, click on the Choose Pricelist for each 

Product button  against the account. This opens a pop-up where in you can select pricelist for each 
product.  The pricelist selected against a product overrides the ones selected at account level, child 
customer level, and parent customer level. Repeat this for each of the accounts you have selected. 
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Figure 117: Select Pricelist For All Products 

4.6.6 Add Expenses 

The sixth step of Deal Creation Wizard allows you to add expenses to a deal. Various expenses are 
grouped together and configured using ORMBA Admin UI as a Cost Group, which is available for 
selection in this page. Against each cost group, there are many costs associated, of which some costs are 
deal-specific, or some against a price item or a price assignment.  

 

Figure 118: Select Cost Group 

When you select a cost group, the cost definitions associated to it are listed in the page. Select the costs 
/ expenses that you want to apply on the deal. Against each cost, you can specify the percentage 
allocation for the deal. This allows you to customize the expense value for the deal.  

Note: By default, all cost definitions appear selected. You need to un-select those definitions that are 
not applicable for the deal. 
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Figure 119: Percentage Allocation of Expense Amount 

Note: To view more details of a cost definition like the type and computation model, click on the Details 

 button.  

After you have selected the costs to be associated with the deal, click Next.  

4.6.7 Deal Simulation 

The last step of Deal Creation Wizard involves simulating the deal to optimize the pricing. The page lists 
the customer hierarchy you have created up to the product level along with the revenue, cost, and 
profitability.  

 

Figure 120: Deal Simulation Step 

Click on a product to view the price assignments within it, and against each price assignment line, click 

on the Details  button to initiate simulation.  
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Figure 121: Tier Level Operations 

TOn this page, you can perform the following simulation operations: 

 Change Tier Type 

 Change Rate Type 

 Change Pricing Metric 

 Change Total Usage 

 Redefine Tier (in case of Step or Threshold pricing) 

 Split into Two or Four (in case of Step or Threshold pricing) 

 Merge with Above or Below (in case of Step or Threshold pricing) 

Once you perform the required simulation operation, click Ok to return to the Deal Creation Wizard. You 
can repeat this step to each of the product and the price assignments within it. Once you have 
performed all the required operations, click Simulate to view the results of the simulation operation. To 
know more about Simulation Operations, see section 4.7. 

 

Figure 122: Simulation Results 



Oracle Revenue Management and Billing Analytics                                                              Dashboard User Guide 

 

Copyright © 2018, Oracle and/or its affiliates. All rights reserved.          85 

 

The Projected and Revenue Impact sections of the Deal Creation Wizard are populated with values after 
simulation. You can keep simulating the pricing, until you achieve the desired Revenue Impact or 
Profitability.  

Note: You can also perform additional simulation operations like applying a discount (%) or margin (%), 
or performing a mass change. To know more about these operations, see sections 4.7.2, 4.7.3, and 4.7.4 
respectively. If you want to reset the pricing to that prior to simulation, click Reset button. 

Click Save to save the deal. You need to enter details like Deal Name and the validity period.  

 

Figure 123: Save Model 

Once you click Save, specify whether you would like to view the deal. You click either Yes to view the 
deal, or No to return to the Deal Home page. 

4.7 Deal Simulation Operations 
While trying to create a deal, you can perform several deal simulation operations to predict the desired 
revenue impact or profitability. The main operations are listed below. 

4.7.1 Simulating the Pricing Rule 

While creating a deal, the last step involves simulating the pricing rules to achieve the desired 

profitability. To do this, you need to click the Details  button against each price assignment. This 
opens the Tier Level Operations pop-up window, wherein you can perform the simulation operations. 
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Figure 124: Tier Level Operations 

You can perform the following simulation operations against a price assignment: 

 Change Tier Type: The tier types available are Flat, Step, and Threshold. You can change the tier 
type to change the computation model.   

 Change Rate Type: The rate types available are Absolute Amount, Unit Rate, Percentage, Basis 
Points, and Annual Interest Rate.  

 Change Pricing Metric:  

 Change Total Usage: By default, the usage field displays the monthly average commitment value 
given in step 4 of Deal Creation Wizard.  You can edit the usage  

 Change Price: You can change price of a tier to a new value. 

 Split into Two or Four (in case of Step or Threshold pricing): You can split a tier into two or four 
and the tier limits changes accordingly. The Usage is plotted correctly to the newly created tiers. 
Please note that you cannot perform split tier operations multiple times to the same tier.  

 Merge with Above or Below (in case of Step or Threshold pricing): You can merge a tier with the 
one above it or below it. When merged, the corresponding usage values are also cumulated. 

 Redefine Tier (in case of Step or Threshold pricing): This option lets you create a new tier 
definition from scratch. Clicking this button clears all tiers, including the price and usage values.  

4.7.2 Simulating Discount 

While creating a deal, you can simulate the scenario where a discount percentage is applied to each of 
the products, or at a deal level. To do this, click the Discount button at the Deal Simulation step (Step 8) 
of Deal Creation Wizard.  
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Figure 125: Apply Discount 

You can simulate by applying discount at two levels: 

 Discount in price or usage for each product in the deal 

 Total discount in price or usage for the entire deal 

After mentioning the discount percentage against each product, or the total discount percentage at the 
deal level, click Simulate. The page refreshes to show the simulation results. Click Save to save the 
changes to the model. 

4.7.3 Simulating Margin 

While creating a deal, you can simulate the scenario where a margin percentage is applied to each of the 
products, or at a deal level. To do this, click the Margin button at the Deal Simulation step (Step 8) of 
Deal Creation Wizard.  

 

Figure 126: Apply Margin 
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You can simulate by applying margin at two levels: 

 Margin in price or usage for each product in the deal 

 Total margin in price or usage for the entire deal 

After mentioning the margin percentage against each product, or the total margin percentage at the 
deal level, click Simulate. The page refreshes to show the simulation results. Click Save to save the 
changes to the model. 

4.7.4 Simulating Mass Change 

While creating a deal, you can simulate the scenario where a mass change is applied to each of the 
products, or to the deal. To do this, click the Mass Change button at the Deal Simulation step (Step 8) of 
Deal Creation Wizard.  

 

Figure 127: Mass Change 

You can simulate by applying mass change at two levels: 

 Mass change in price or usage for each product in the deal 

 Mass change in price or usage for the entire deal 

After mentioning the mass change percentage against each product, or the mass change percentage at 
the deal level, click Simulate. The page refreshes to show the simulation results. Click Save to save the 
changes to the model. 

4.8 Deal Management Life Cycle 
The Deal Management module of ORMBA manages the entire lifecycle of a deal from inception to 
completion. The main stages in the deal lifecycle are: 

1. Prospect and Deal creation 

2. Deal approval workflow  
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3. Document Reference 

4. Deal comparison with competitor pricelist 

5. Deal forecasting 

6. Deal printing or export 

7. Customer acceptance 

8. Apply Back to Source 

4.8.1 Prospect and Deal Creation 

You can create a prospect customer hierarchy and then create a deal using the Deal Creation Wizard. To 
know more about these processes, see section 4.6. 

Once you create a deal, you can submit it for approval. You can submit a deal for approval by opening it 

from the Deal Home page, and clicking the Submit  button against the version you want to submit.  

4.8.2 Deal Approval Workflow 

Every deal goes through an approval workflow before it is available for customer acceptance. The 
approval workflows can contain multiple stages as well as branches. The workflow branches run in 
parallel and progression through each branch is independent of the rest of the branches. Each stage of 
approval can have one or more approvers. You can define the product(s) or (division)s or price 
assignment(s) that each approver can approve.  

 

The approval workflows and the corresponding entry criteria are defined using the ORMBA Admin UI. 
Each workflow has an entry criterion that decides the deals for which it is applicable. The entry criterion 
for a workflow is a range of Impact %, Discount %, and Profitability %. While a deal is submitted for 
approval, system validates the deal attributes against the workflow entry criteria and is submitted to it 
only if the criteria matches.  

Note: If a deal’s attributes does not match the entry criteria of any of the workflow definitions, it gets 
auto-approved. That is, the deal will not go through an approval cycle. 

Once submitted for approval, when an approver user logs into ORMBA, the deal appears under the 
Assigned Deals section of Deal Management home page. At any stage of approval, an approver can take 
a look at the Workflow details like the number of stages or levels involved in the approval of a deal.  

To view the details of the approval workflow in which the deal is currently in, follow the procedure 
below: 
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1. Navigate to the Deal Home page and go to either My Deals or Assigned Deals list, depending on 
whether you are the deal creator or not. 

2. Click the View Versions  button against the deal for which you want to view the workflow. 
This lists all the versions of a deal. 

3. Click the View Workflow  button against the version you want to view.  

4. The page displays the workflow details like the list of stages, along with owner of each stage, the 
actions taken by the owner, date and time at which the action was taken, and the remarks they 
have made while performing the action. Additionally, if a document URL was given during any 
stage of workflow, you can see it listed. 

 

Figure 128: Deal Workflow Details 

An approver can reject a deal at any stage. Once rejected, the deal returns to draft status and the deal 
originator can edit it before submitting again. 

4.8.3 Deal Documentation 

At any stage of deal approval and customer acceptance, the approvers can attach reference documents 
to a deal. You can upload the documents to a repository and provide the URL to the document while 
submitting, approving, or accepting a deal. Once you mention a document URL in a stage of Deal 
Approval Workflow, it is available for reference in the Deal Workflow Details section.  

To attach a document to a deal while submitting, approving, or accepting a deal, enter the URL to the 
document in the Document URL field of the popup window. 
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Figure 129: Attach Document to a Deal 

4.8.4 Deal Comparison with Competitor Pricelist 

At any stage of deal creation and approval, the approvers can compare the deal pricing details with that 
of a competitor pricelist. You can see a side-by-side comparison of the revenue from the proposed deal, 
as opposed to that of a competitor pricelist.  

Note: You can compare a deal with only one other competitor pricelist at a time. To populate the You 
need to upload the competitor pricelist details to DWADM schema. 

To compare a deal with a competitor pricelist, follow the procedure below: 

1. Navigate to the Deal Home page and go to either My Deals or Assigned Deals list, depending on 
whether you are the deal creator or not. 

2. Click the View Versions  button against the deal you want to compare with the competitor’s 
pricelist. This lists all the versions of a deal. 

3. Click the Compare with Competitor Pricelist  button. This opens the Select Competitor 
Pricelist popup.  

 

Figure 130: Select Competitor Pricelist 

4. Select the pricelist with which you want to compare the deal pricing details and click Compare.  

5. The page displays a side-by-side comparison of the deal and the selected competitor pricelist.  
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Figure 131: Compare Model with Competitor Pricelist 

4.8.5 Deal Forecasting 

Deal forecasting feature of ORMBA helps you to forecast the revenue generated from a deal at the end 
of selected number of years.  

To forecast the deal revenue, follow the procedure below: 

1. Navigate to the Deal Home page and go to either My Deals or Assigned Deals list, depending on 
whether you are the deal creator or not. 

2. Click the View Versions  button against the deal you want to print or export. This lists all the 
versions of a deal. 

3. Click the Forecast  button to forecast the deal revenue. This opens the Forecast page. 

 

Figure 132: Deal Forecast 

4. Select the number of years for which you want to forecast. 

5. Enter the price and commitment variation that you anticipate for the period, at a deal level and 
at a product level.  

6. Click Forecast button. The page shows you the results of forecast.  

4.8.6 Deal Printing or Export 

Once you create and save a deal in the system, you can print the details of the deal in a PDF format. 
Currently, ORMBA offers to print a deal in two formats – Internal and External. The Internal format 
includes all details of the deal including confidential information like Profitability, Discount, and Revenue 
Impact, whereas the External format contain only those information that are relevant to the customer.  

To print or export the details of a deal into a PDF file, follow the procedure below: 

1. Navigate to the Deal Home page and go to either My Deals or Assigned Deals list, depending on 
whether you are the deal creator or not. 
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2. Click the View Versions  button against the deal you want to print or export. This lists all the 
versions of a deal. 

3. Click the Print  button to view the deal details. This opens the Deal Details page. 

4. Select Internal or External from the drop-down list. If you select External, some details like 
Proposed Revenue, Profitability, and Discount are hidden.  

5. Click Page Options  button at the top right corner of the page, and select Print  Printable 
PDF option.  

 

Figure 133: Print Deal Option 

6. Save the file and share with the stakeholders. 

4.8.7 Customer Acceptance 

Once the deal goes through the approval workflow successfully, it is available for customer acceptance. 
You can export the details of the deal to a PDF file and share with the customer. Once the customer 
accepts the deal, the Relationship Manager promotes the deal on behalf of the customer. 

To accept an approved deal on customer behalf, follow the procedure below: 

1. Navigate to the Deal Home page and go to either My Deals or Assigned Deals list, depending on 
whether you are the deal creator or not. 

2. Click the View Versions  button against the deal you want to accept on the customer’s 
behalf. This lists all the versions of a deal. 

3. Click the Accept  button against the approved version of the deal. If you need to reject the 

deal, you can click the Decline  button.  

4. While trying to accept or decline a deal, a popup appears where you can enter your acceptance 
or rejection comments. Additionally, you can also provide URL of any documents that you have 
uploaded to a document repository.  
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Figure 134: Accept Deal 

5. You will now see the Apply Back  button against the deal.  

4.8.8 Apply Back to Source 

Deals accepted by the customer are applied back to the source system (ORMB), where a new customer 
hierarchy, pricelist(s) and other details are generated. To apply back an accepted deal to source system, 
follow the procedure below: 

7. Navigate to the Deal Home page and go to either My Deals or Assigned Deals list, depending on 
whether you are the deal creator or not. 

8. Click the View Versions  button against the deal you want to apply back to the source 
system. This lists all the versions of a deal. 

9. Click the Apply Back  button against the deal to apply the deal details to source system. 

6. While trying to apply back a deal, a popup appears where you can enter your comments and 
provide URL of any documents that you have uploaded to a document repository. Additionally, 
you can enter the date from which the deal details should be effective in the source system. 

 

Figure 135: Apply Back 


