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Executive Summary

The move to the converged revenue recognition standard (ASC 606/IFRS 15) in 2018-2019 fundamentally reshaped accounting practices for
companies across industries, especially those in software and subscription businesses. This report provides a deep dive into how four leading
solutions—NetSuite Advanced Revenue Management (ARM), Zuora Revenue (formerly RevPro), Maxio (the merger of SaaSOptics and
Chargify), and ZoneBilling—address ASC 606 compliance and complex revenue and billing needs. Each solution has a distinct profile: NetSuite ARM
is a native module within the NetSuite ERP suite designed for integrated revenue management; Zuora Revenue is a standalone, enterprise-grade
revenue recognition platform originally built for subscription businesses; Maxio is a mid-market Saa$S billing and financial operations platform targeting
high-growth B2B SaaS companies; and ZoneBilling is a SuiteApp that extends NetSuite ARM with advanced billing and revenue features.

Key findings include:

« ASC 606/IFRS 15 Background: Effective dates for public/private companies in 2018/2019 (Source: www2.deloitte.com), the new standard
introduced a unified five-step model requiring companies to identify contracts, performance obligations, transaction prices, allocate prices, and
recognize revenue as obligations are satisfied (Source: kpmg.com) (Source: www2.deloitte.com). The change eliminated many previous industry-
specific rules and placed emphasis on contract modifications, variable pricing, and disclosure of "remaining performance obligations" (Source:
www2.deloitte.com) (Source: www?2.deloitte.com). Compliance became a regulatory mandate, driving widespread adoption of specialized
software.

« Market Drivers: The complexity of modern business models — especially subscription and usage-based models — and regulatory compliance
needs have propelled a rapidly growing market for revenue recognition software. One analysis projects the global revenue recognition software
market at $4.8 billion in 2025, growing at ~10.3% CAGR to $11.6 billion by 2034 (Source: dataintelo.com). Key growth drivers are the ASC
606/IFRS 15 mandates, the expanding subscription economy, and a trend toward Al-powered automation (Source: dataintelo.com). Surveys of
finance executives corroborate this: 76% of finance leaders report growing complexity in pricing and business models, and 68-74% report lacking
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the automation tools needed to handle these challenges (Source: www.zuora.com) (Source: www.zuora.com). Inefficient manual processes
have real costs: one analysis warns that spreadsheet-based revenue processes can cost 20-30% of annual revenue through errors and delays
(Source: futurecfo.net).

Vendor Profiles:

o NetSuite ARM: NetSuite’'s ARM is an integrated, cloud-based ERP module that automates revenue deferral, recognition, forecasting, and
auditing, explicitly “compliant with the ASC 606 revenue standard” (Source: docs.oracle.com). ARM is tightly integrated with NetSuite’s billing
and general ledger, enabling end-to-end order-to-cash in one system. It supports IFRS 15 as well (e.g. AASB 15 in Australia) (Source:
www.dwr.com.au) (Source: www.dwr.com.au). Advantages include native integration, “real-time” data, and Scalability within NetSuite’s ERP
platform. Limitations include complexity ( NetSuite implementation burden) and higher cost for smaller firms. NetSuite ARM is best suited for

mid-market to large companies already on NetSuite (Source: www.authority.inc).

o Zuora Revenue (RevPro): Zuora’'s revenue recognition application (formerly RevPro) is a specialized, enterprise-class platform tailored for
subscription businesses and complex contract models (Source: www.zuora.com). It fully automates the five-step ASC 606 process and
integrates with Zuora Billing, CRM/CPQ, and ERP via connectors. It is known for robust handling of high-volume, multi-entity, and multi-
GAAP scenarios (supporting both ASC 606 and IFRS 15) (Source: www.zuora.com) (Source: www.zuora.com). Zuora touts Zuora Revenue
as the only automated solution built for subscription firms’ ASC 606/IFRS 15 needs, enabling faster close and risk reduction (Source:
www.zuora.com). It is typically chosen by large enterprises needing deep configurability and comprehensive disclosure. The downsides are
longer, costlier implementation and a steeper learning curve (Source: www.saashub.com). Case evidence shows significant impact:
Riverbed Technology cited that Zuora Revenue let them close books in 4-5 days (down from weeks) and cut standalone selling-price
(SSP) calculation time by 90% (Source: www.zuora.com) (Source: www.zuora.com).

o Maxio: Formed in 2022 by merging SaaSOptics (subscription accounting) and Chargify (billing) (Source: markets.financialcontent.com),
Maxio provides an integrated subscription billing and financial operations platform for mid-market SaaS companies. It automates billing
(including usage-based pricing, dunning, taxes) and revenue recognition (ARR, ASC606/IFRS15) with embedded metric analytics. Maxio

supports major ERPs (NetSuite, QuickBooks, etc.) and CRM systems (Source: www.maxio.com). It is marketed toward B2B SaaS with ~$5-

50M ARR. A press release highlights 2,300 customers and $10B ARR managed under the Maxio brand (Source:
markets.financialcontent.com). Real-world cases include Blue Ridge Solutions, which, after implementing Maxio with NetSuite, achieved a

four-day close and “real-time” revenue previews by day two each month with unchanged, lean finance staff (Source:
www.maxio.com).Stackline reduced its revenue close from 2 weeks to 2 days using Maxio+NetSuite (Source: www.maxio.com). A notable
endorsement came from a Battery Ventures leader: merging SaaSOptics and Chargify “provides unparalleled value” to customers by giving
“a single solution to power both their subscription-billing and financial operations” (Source: markets.financialcontent.com).

o ZoneBilling (Zone & Co): ZoneBilling is a NetSuite-native SuiteApp that extends NetSuite’s billing and ARM capabilities. It is designed for
companies running NetSuite ERP who need more flexible billing models (subscriptions, usage, usage-, milestone-based) and nuanced
contract amendments. ZoneBilling adds features like prospective merge of obligations, flexible performance obligation management, and
supports all standard recognition methods (sales-price, percent-complete, etc.) out of the box (Source: www.zoneandco.com) (Source:

www.zoneandco.com). It emphasizes real-time, end-to-end order-to-revenue within NetSuite. The vendor claims 3,000+ organizations use its

solutions, and its website highlights customers such as Apptio, Avalara, Databricks, and Submittable (Source: www.zoneandco.com). In

practice, ZoneBilling customers report dramatic efficiency gains: Tech Soft 3D automated its subscription billing to save ~6 workdays per

quarter in AR processing (Source: www.zoneandco.com). Benevity, a SaaS company, eliminated 30 hours of manual entry per week and
shortened its close by 1.5 days after deploying ZoneBilling in NetSuite (Source: www.zoneandco.com). Power Factors achieved a 94%

reduction in revenue booking time with ZoneBilling (Source: zoneandco.com). ZoneBilling’s strength is seamless NetSuite integration; its
weakness is that it requires a NetSuite ERP environment.

Feature Comparisons: A summary comparison is shown in Table 1 below. In brief, NetSuite ARM and ZoneBilling are designed for NetSuite-
centric environments (the former as native ERP functionality, the latter as a SuiteApp extension). Zuora Revenue is a standalone application
requiring integration, and Maxio is a standalone subscription management platform that can feed data to downstream ERPs. Zuora and Maxio are
rich in subscription-specific metrics and multi-ERP support; NetSuite ARM/Zone offer the advantage of “single source of truth” if the business is
fully on NetSuite. All solutions support the five-step ASC 606 process and IFRS 15 compliance, but differ in ease of configuration, scale focus,
and workflow coverage (e.g. prospective contract changes are a highlight of ZoneBilling, whereas Zuora focuses on outbound connectors to
ERPs). Table 1: Feature Overview provides a concise comparison of key capabilities.
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Case Evidence: Each vendor’'s claims are reinforced by customer results. Table 2 summarizes representative case outcomes illustrating
productivity improvements: e.g., a 4-5x faster close or elimination of manual overhead. These highlight that automated ASC606 solutions can
accelerate financial close, reduce headcount needs, and improve data accuracy (Source: www.zoneandco.com) (Source: wWww.maxio.com)

(Source: www.zuora.com). Such evidence aligns with broader survey data: 74% of firms surveyed believe lack of automation is holding their
teams back (Source: www.zuora.com). Zones and Maxio customers often emphasize shortened close cycles (4-day closes for Blue Ridge
(Source: www.maxio.com), 2-day close for Stackline (Source: www.maxio.com) and time saved on entry (Benevity saving 30 hours/week (Source:
www.zoneandco.com), Tech Soft 3D saving 6 days/quarter (Source: www.zoneandco.com).

Implications and Future Outlook: The need for ASC606-compliant software remains high. Surveys and market reports alike underscore that
complex subscription models are only growing, and many finance teams still lack adequate automation (Source: www.zuora.com). This suggests
continued demand for advanced revenue management tools. Key trends likely include tighter integration of billing, CPQ, and ERP systems;
enhanced analytics and real-time revenue insight; and incorporation of Al/ML for anomaly detection and forecasting (the data analytics/Al trend is
cited as a market driver (Source: dataintelo.com). Vendors will also continue to simplify user experience, as one analysis notes finance teams are
“rethinking strategies” around non-standard contracts and audit risks (Source: futurecfo.net). Consolidation may occur: the formation of Maxio
from two platforms suggests a trend toward all-in-one suites. Larger ERPs (Oracle Fusion, SAP) are also embedding revenue modules, but the
specialized players (Zuora, Maxio, Zone) will compete on agility and focus. Future changes to accounting standards (such as FASB clarifications
on contracts) will require product updates but are not expected to fundamentally diverge the ASC606/IFRS15 model in the near term (Source:
kpmg.com) (Source: www.zuora.com).

Recommendations: The right choice depends on company context. Mid-market firms already on NetSuite may favor NetSuite ARM (possibly
supplemented by ZoneBilling) for its integration and the reduced need for external integration. Large, multi-ERP enterprises may lean to Zuora
Revenue for its power and scalability. Fast-growing SaaS companies often choose Maxio for a turnkey billing + revenue solution. When selecting,
companies should weigh factors like existing systems, complexity of revenue streams, desired finance velocity, and implementation resources.
Across all scenarios, the evidence clearly shows that automating ASC606 processes can yield faster closes, lower risk, and better visibility of
revenue (for example, one CFO notes that automation allows the team to “focus on analysis and insights” rather than data entry (Source:

WWW.maxio.com).

This report proceeds with an in-depth background on ASC 606, then detailed analyses of each solution, followed by comparisons, case examples, and

future outlook. All claims are backed by industry research, vendor documentation, and customer outcomes.

Introduction and Background

ASC 606 / IFRS 15: New Revenue Recognition Regime

In May 2014, the Financial Accounting Standards Board (FASB) issued ASC 606, Revenue from Contracts with Customers, a new U.S. GAAP
standard that fundamentally changed revenue recognition. It was largely converged with the International Accounting Standards Board's IFRS 15

(issued in May 2014), bringing a common five-step framework to both U.S. and international accounting. The ASC 606 standard became effective for

public companies for annual periods after December 15, 2017, and for private (non-public) companies one year later (after December 15, 2018)

(Source: www?2.deloitte.com). (IFRS 15 was effective for annual periods beginning on or after January 1, 2018 globally.)

The core principle of both ASC 606 and IFRS 15 is that an entity should recognize revenue in a manner that “depicts the transfer of promised goods

or services to customers in an amount that reflects the consideration to which the entity expects to be entitled” (Source: www?2.deloitte.com) (Source:

kpmg.com). In practice, this is implemented via a 5-step model:

1
2

. Identify the contract(s) with a customer (agreement with enforceable rights/obligations).

. Identify the performance obligations in the contract (distinct promises to transfer goods/services).

3. Determine the transaction price (the amount of consideration expected).

4. Allocate the transaction price to each performance obligation (based on standalone selling prices).

5. Recognize revenue when or as each performance obligation is satisfied (transfer of control) (Source: kpmg.com).

This approach replaced the many industry-specific rules that existed previously (for example, software historically used multiple criteria to decide

between upfront vs. ratable recognition). The result is far more emphasis on contract terms, performance obligation granularity, variable consideration,

and contract modifications. For instance, ASC 606/IFRS 15 require handling upsells, downsells, renewals, and termination options as modifications
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that may change revenue schedules. The standards also brought expanded disclosure requirements, including disclosing “remaining performance
obligations” and details of contracts (Source: www?2.deloitte.com) (Source: kpmg.com).

The shift to ASC 606/IFRS 15 has often been described as one of the most impactful accounting changes in decades, especially for industries such as
software, telecom, media, and manufacturing. Deloitte reports that technology companies (including software/SaaS) faced significant impacts, such
as more contracts being multi-period and multi-element, and some changes to when fees (like licensing, maintenance, or termination fees) are
recognized (Source: www?2.deloitte.com) (Source: www?2.deloitte.com). Unlike under prior GAAP, deferred revenue can reflect full contract value even
if a customer could terminate (since termination rights above a sanction value are considered performance obligations) (Source: www?2.deloitte.com).
In SaasS specifically, a common outcome was that companies could no longer recognize most of the contract up front; instead, virtually all revenue
was deferred and then recognized over service periods in proportion to usage of cloud services or on a time basis (Source: www?2.deloitte.com).

Overall, the adoption of ASC 606/IFRS 15 created new complexity in revenue accounting. Manual spreadsheet processes that worked under old rules
often failed to scale under the new regime. A market survey of 500 finance leaders confirms that the majority of companies found their contracts and
pricing became more complex and that lack of automation has become a critical issue — for example, 76% of respondents reported growing
complexity in go-to-market models, products, and pricing, and 74% said their teams need to focus on analytics but are being held back by lack of
automated tools (Source: www.zuora.com). In other words, the new rules forced accounting teams to re-think everything about booking and projecting
revenue, spotlighting the need for software. As one Zuora analyst notes, revenue accounting has escaped the “back office” into a strategic function
tied to business decisions, and leaders struggle with “non-standard contracts, audit risks, process inefficiencies, and a lack of automation” under ASC

606 (Source: futurecfo.net).

These trends mean companies have actively sought tools to implement ASC 606 processes within their financial systems. Rather than performing
five-step calculations manually, many organizations turned to specialist revenue management systems or upgraded ERP modules that could handle
deferrals, revaluations, and multiple deliverables. Such systems promise “faster, more accurate, and easier closings” by automating journal entries
and compliance checks (Source: www.zuora.com) (Source: www.zuora.com). Given the scrutiny of revenue numbers by auditors and investors,
reliable software is now essential, not optional. For instance, one analyst cites that failing to properly apply ASC 606 can lead to audit adjustments,
penalties, and investor mistrust (Source: futurecfo.net).

The Subscription Economy and Business Context

ASC 606 arrived amid the fast-growing subscription economy. Companies across industries — especially software (SaaS), media, and even
manufacturing — have moved from selling perpetual licenses or one-off products to subscription and usage-based models. According to industry
studies, flexible recurring billing models allow businesses to grow faster: for example, Zuora’s Subscribed Institute reported subscription leaders
growing business multiple times faster when they allowed mid-cycle changes (Source: www.zuora.com). This shift means finance teams must handle
a multitude of billing scenarios: periodic subscriptions, tiered pricing, usage overages, bundles of products/services, and frequent contract
amendments (upgrades, downgrades, renewals).

By the mid-2020s, millions of subscription commerce transactions generate enormous volumes of contract data. Implementing ASC 606 in this
environment magnifies workload: one industry report noted the increase in complexity — companies now see on average “five transaction events per
subscriber per year,” all of which must be accounted for under the new rules (Source: www.zuora.com). The combination of subscription growth and
ASC 606 mandates has made revenue recognition a major pain point. A recent survey of finance executives by Zuora found almost all revenue teams
pressure to modernize; 68-76% say they lack adequate technology to support new go-to-market and pricing models (Source: www.zuora.com)
(Source: www.zuora.com). In sum, the converged standards and subscription economy together created an urgent need for automated,
robust revenue recognition solutions.

Solutions Overview: NetSuite ARM, Zuora Revenue, Maxio, ZoneBilling

This report focuses on four prominent solutions that address revenue recognition under ASC 606/IFRS 15: Oracle NetSuite’s Advanced Revenue
Management (ARM), Zuora's Revenue (RevPro), Maxio (merged SaaSOptics and Chargify), and ZoneBilling. Each represents a unique approach:

« NetSuite ARM (Advance in ERP): A built-in feature of the NetSuite ERP platform, ARM integrates revenue recognition directly into the general
ledger and order-to-cash workflow (Source: docs.oracle.com). It automates revenue deferral plans and recognition schedules based on rules and
contracts. NetSuite advertises ARM as “compliant with the ASC 606 revenue standard” (Source: docs.oracle.com), and partner documentation
highlights compliance with IFRS 15 and other global standards (Source: www.dwr.com.au). Companies that already use NetSuite ERP can
enable ARM with minimal additional systems, avoiding data synchronization. However, ARM'’s strength is mainly within the NetSuite ecosystem; it
may not serve companies using other ERPs or billing systems.
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« Zuora Revenue (RevPro): A standalone purpose-built revenue recognition application launched by Zuora (NYSE: ZUO) in 2020 (Source:
www.zuora.com). It evolved from Zuora’s 2017 RevPro acquisition and is now branded as “Zuora Revenue”. This system is designed for
subscription-based and complex businesses. It fully covers the five-step process, including sophisticated handling of variable consideration and
contract modifications, and supports both U.S. GAAP and IFRS 15. Because it is separate from any ERP, it requires integration (via connectors,
APIs, or manual export/import) to feed data into G/L systems. Large enterprises often choose Zuora Revenue for its scalability and depth of
functions across multiple currencies and entities. The trade-off is one more system to manage and potentially higher implementation cost.

« Maxio (SaaSOptics + Chargify): A cloud platform targeting mid-market Software/SaaS companies. It combines subscription billing capabilities
(Chargify’s strength) with financial operations (SaaSOptics’ strength). Maxio automates billing (recurring, usage, events) and revenue/expense
recognition, with built-in SaaS metrics (ARR, churn, etc.). It integrates with accounting systems like NetSuite, QuickBooks, and others for financial
consolidation. By covering billing and revenue in one system, Maxio aims to give smaller companies a complete solution without stitching
separate apps together. The recent merger and rebrand to Maxio was positioned as delivering “a complete financial operations platform” (Source:
markets.financialcontent.com).

« ZoneBilling (Zone & Co): A SuiteApp natively built on NetSuite, offering quote-to-cash and revenue management enhancements. It augments
NetSuite ARM by adding flexibility for complex billing models (subscriptions, usage-billing, milestones) and contract changes. ZoneBilling claims
to deliver “one unified platform from order-to-cash to revenue recognition” entirely within NetSuite (Source: www.zoneandco.com). It includes

special features (e.g. a prospective merge feature) to handle contract amendments cleanly and claims to support ASC 606/IFRS 15 compliance
globally (Source: www.zoneandco.com). Since it is SuiteApp-based, it requires NetSuite ERP; it is aimed at NetSuite customers who need more

advanced billing/rev-recognition than ERP alone provides.

These four represent the spectrum of choices: from ERP-native (NetSuite ARM), to SuiteApp extension (ZoneBilling), to leading third-party
systems (Zuora Revenue), to integrated SaaS billing/finance platforms (Maxio). Later sections analyze each in depth, compare their features, and
present evidence from real customers.

NetSuite Advanced Revenue Management (ARM)

NetSuite ERP Context: Oracle NetSuite is a leading cloud ERP for growing and mid-sized enterprises. It provides core financials (GL, A/P, A/R),
billing, CRM, and more. When companies enable NetSuite’s Revenue Management features (under “Accounting Features”), the system adds
capabilities for today’s deferrals and compliance. Specifically, Advanced Revenue Management (ARM) is an optional NetSuite module that creates
“revenue arrangements and plans” to automate deferral, recognition, and reclassification tasks (Source: docs.oracle.com). According to NetSuite
documentation, “ARM streamlines complex revenue recognition processes” and adds system accounts like Deferred Revenue and Unbilled
Receivable (Source: docs.oracle.com). Crucially, NetSuite emphasizes that ARM is “compliant with the ASC 606 revenue standard” (Source:
docs.oracle.com). In effect, ARM brings rules-based revenue recognition directly inside the NetSuite cloud ERP.

Key Capabilities: NetSuite ARM covers the end-to-end revenue recognition cycle for subscribed services, products, and contracts. When a contract
is booked (e.g. via a sales order or billing transaction), NetSuite can automatically create a Revenue Arrangement record. This arrangement is then
split into performance obligations (akin to deliverables) and schedules for recognizing revenue. ARM handles timing rules such as percent-complete,
straight-line, milestone, sales-based, cost-recovery, and the installment method, all of which are built in (Source: www.zoneandco.com) (Source:

www.dwr.com.au). It also tracks customer modifications: if a contract is amended or renewed, ARM can adjust deferred balances. ARM supports multi-
subsidiary/GL-book setups (leveraging NetSuite’s multi-entity architecture) and multiple currencies. It provides forecasting views of deferred and
recognized revenue over time, aiding planning. Finally, ARM includes audit trails and compliance features to help support ICFR and SOX
requirements; for example, the Authority.Inc platform notes that NetSuite ARM “provides audit trails and GRC capabilities” and includes SOC 1 Type I
reporting and role-based access (Source: www.authority.inc).

Implementation and Integration: Since ARM lives inside NetSuite, integration is straightforward for NetSuite-centric companies. Companies may
need to enable certain core features (such as automated billing or fixed/normal amortization rules) before ARM. Enabling ARM generates default
accounts (Deferred Revenue Clearing, etc.) (Source: docs.oracle.com). Implementation requires defining recognition rules and allocating existing
contracts into NetSuite's revenue framework. Environments typically transition from legacy processes (sometimes using NetSuite’s older “Revenue
Commitments” or spreadsheets) to ARM. NetSuite partners often recommend setting up ARM as part of an overall NetSuite accounting project.
NetSuite’s official documentation and implementation guides describe setup. However, customizing ARM beyond available options may require
SuiteScript or third-party apps.

ARM relies on being in NetSuite’s architecture. It can consume sales orders, invoices, and usage records from NetSuite modules or external
integrations, but all data must flow into NetSuite. For example, if a company bills through another system, recording must later be imported. Where
companies use NetSuite for ERP and billing, ARM provides an “all-in-one” solution. Some customers even integrate CRM/CPQ to push order info into
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NetSuite (one case study notes aligning Salesforce CPQ with NetSuite so revenue flows automatically (Source: www.zoneandco.com).

Compliance and Standards: NetSuite states that ARM covers ASC 606 and IFRS 15 (Arm’s docs mention IFRS 15 and even Australia’s AASB 15)
(Source: www.dwr.com.au) (Source: www.dwr.com.au). In fact, a partner guide explicitly advertises that ARM “ensures compliance with ASC 606 and
IFRS 15” (Source: www.dwr.com.au). By default, ARM creates deferred revenue and unbilled receivable accounts, and requires defining which
revenue recognition rules apply. Companies can tailor recognition schedules to match contractual obligations. For cross-border businesses, NetSuite
also supports local reporting standards; for example, the ZoneBilling site highlights meeting “global regulations including IFRS 15, ASC 605 and ASC
606" with NetSuite-based recognition (Source: www.zoneandco.com).

Strengths and Limitations: The primary benefit of NetSuite ARM is integration. Because revenue, billing, and accounting live in one system, data
flows seamlessly between sales, finance, and ERP. This avoids reconciliation lags and gives management one source of truth. ARM is robust enough
for many complex use-cases (bundles, renewals, usage, etc.) and is backed by NetSuite’s global cloud infrastructure. NetSuite’s broad international
accounting feature set (multi-book accounting, multi-currency, country-specific rules) extends to ARM as well.

However, ARM’s tight integration means it is only viable for companies running NetSuite ERP. Companies on other ERPs (SAP, Microsoft, etc.) must
look elsewhere. Even for NetSuite users, ARM has a learning curve; it relies on NetSuite setup screens rather than industry-standard spreadsheets,
which can be challenging for accounting teams. Compared to purpose-built tools, ARM may have fewer built-in reporting features, requiring custom
report development. Also, NetSuite licensing can be expensive for smaller businesses; ARM often comes as part of a premium bundle (NetSuite
Accounting Center or similar), which not all customers automatically purchase. Some reviewers note that comprehensive NetSuite can be costly for
SMBs (Source: www.saashub.com).

In practice, NetSuite ARM tends to be favored by growing companies that have standardized on NetSuite ERP early. For example, the Authority.Inc
platform summarizing revenue solutions notes ARM is “best for mid-market to public SaaS firms on NetSuite” seeking integrated recognition (Source:
www.authority.inc). Companies like Shell France and Meyer Sound have been listed as ARM customers. Reports suggest ARM supports companies of
all sizes (from sub-$100M to multi-$10B) (Source: www.appsruntheworld.com). Overall, NetSuite ARM is a comprehensive ERP-native solution with

compliance built in, ideal for NetSuite shops that can invest in the platform, but it requires significant ERP expertise to deploy.

Zuora Revenue (formerly RevPro)

Overview: Zuora, Inc. (NYSE: ZUO) is a prominent subscription management company best known for Zuora Billing. In 2017, Zuora acquired RevPro
(formerly by RevPro Inc) and in 2020 launched Zuora Revenue (now branded Zuora Revenue instead of RevPro) as “the only automated revenue
recognition application built for subscription businesses” (Source: www.zuora.com). Zuora Revenue is a standalone module focusing exclusively on
revenue accounting (the “Revenue” part of order-to-revenue). It is designed to handle any combination of subscriptions, usage, one-time charges, and
complex contract scenarios, fully automating the five-step process (Source: www.zuora.com). Unlike NetSuite ARM, Zuora Revenue is not tied to any
specific ERP; it can integrate with a variety of financial systems.

Functional Highlights: Zuora Revenue’s core is a powerful rule engine. It allows finance teams to define recognition rules via GUI policies. Key
functions include:

- Entitlement and obligation management: The system tracks contracts and their performance obligations. It handles common scenarios like
bundled offerings, subscriptions with amendments, and sales incentives by automatically adjusting obligations (e.g., splitting out price protection
or termination liability).

« Allocation and recognition: It can allocate transaction price according to user-defined standalone pricing (SSP) tables or user overrides,
supporting both ASC606 and IFRS15 rules. It allows advanced scenarios like cumulative catch-ups when renewals or upgrades occur.

« Automation: Creates journal entries to the GL. Zuora advertises the ability to "close the books accurately in just 4-5 days," as one customer put it
(Source: www.zuora.com), versus much longer under manual methods.

« SSP & pricing analytics: It includes built-in tools (e.g. SSP Analyzer) to compute standalone selling prices from historical sales data, which
mitigates manual calculation. Riverbed cited that Zuora’s SSP automation shrank what had been a week-long calculation to half a day (Source:
WWW.ZUora.com).

« Audit and reporting: Zuora Revenue produces detailed audit trails, standard ASC606 disclosures, and IFRS15-required reports. It can generate
contract liability schedules, populate public disclosure tables, and more. According to marketing, it supports SOX/ICFR with features like role-

based access.

« Integration: Zuora Revenue can ingest data from Zuora Billing or any front-end. It offers connectors (e.g. to Salesforce, NetSuite/Oracle,
Microsoft Dynamics, SAP) and APIs. For example, Zuora has a Revenue GL Connector that pushes journals into an ERP like NetSuite (Source:
docs.zuora.com). Once set up, data such as F/X rates, contract data, and invoices can flow into Zuora.
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Compliance: Zuora’'s pitch emphasizes complete ASC606/IFRS15 compliance. The 2020 press release explicitly ties Zuora Revenue to both
standards (Source: www.zuora.com). By design, the platform implements the five-step model. For global companies, it includes regional settings; for
instance, companies can define how to handle currency translation differences or local revenue rules if needed. Zuora Revenue customers typically
rely on it for multi-GAAP compliance (US GAAP and IFRS concurrently). It stores policies and journal entries in a way that auditors can inspect.

Usage Scenarios: Zuora Revenue excels in cases with:

« High volume | complexity: Telecommunications, media, or tech firms with thousands of contracts and frequent changes. The system is built to
scale to large transaction counts.

o Multi-entity and multi-line products: Companies selling varied combinations (hardware + services, enterprise + consumer tiers) benefit from
ZR’s ability to manage multiple subsidiaries and currencies.

« Subscription-centric businesses: While not limited to SaaS, Zuora’s roots in subscription billing mean it handles recurring revenue elegantly.
Customer Examples: Zuora’s own customer success stories highlight diverse use).

« Riverbed Technology: A networking hardware/software firm, Riverbed struggled with complex allocations and manual SSP calculations.
Implementing Zuora Revenue enabled Riverbed to “streamline and standardize” accounting across product lines (Source: www.zuora.com). The
finance team reduced its close to 4-5 days and cut SSP analysis time by over 90% (Source: www.zuora.com) (Source: Www.zuora.com).
Riverbed explicitly praised how Zuora automated “all those calculations in the background” (Source: www.zuora.com).

« Nutanix: A cloud infrastructure software company, Nutanix replaced a heavily customized legacy revenue system with Zuora. They reported no
customization was needed for new subscription offerings, and that Zuora’s reporting tools provided a faster, more accurate end-to-end process
(Source: www.zuora.com). Key benefits were eliminating manual bundling entries and accelerating close. Nutanix quotes underscore that Zuora
Revenue was “designed from the ground up around the needs of revenue accountants” and brought huge operational improvements (Source:
WWW.Zuora.com).

« Other industries: While not as publicly documented in case studies, Zuora counts companies like Pillar (manufacturing), Autodesk (software),
and industrial firms among its RevPro clients, particularly those transitioning to service-based models.

Strengths and Challenges: Zuora Revenue’s main strength is its depth and flexibility. According to software reviews, it “dynamically reduces manual
intervention” and requires minimal rework for contract changes. It is highly configurable, suitable for any revenue scenario, and carries the Zuora
brand promise of subscription expertise (Source: www.zuora.com). On the downside, Zuora RevPro can be complex to implement. Finance teams
often need external consultants to configure the solution due to its rich feature set (Source: www.saashub.com). Total cost of ownership is high;
beyond seat licensing, implementation projects can be expensive (some reports say 6-12 month projects for large firms). The learning curve is steep —
controller teams previously on spreadsheets or simpler systems may struggle with new terminology and workflows. Some smaller firms may find the
breadth of capabilities more than they need.

Integration Considerations: Implementing Zuora Revenue typically involves integrating with systems of record. A common pattern is: Billing data
from Zuora Billing or another invoicing system is fed to Zuora Revenue; Zuora Revenue then outputs journal entries (via the Zuora-ERP connector or
file export) to the company’s ERP/GL. Zuora provides connectors for major ERPs, and supports one-time export for others. As one analyst noted,
Zuora Revenue integrates across order, cost, and subscription management (Source: www.authority.inc). If a company already uses Zuora Billing,
workflow is streamlined; if not, it still fits as the revenue engine behind any billing front-end.

Use Cases: Zuora Revenue is especially fit for large enterprises with high compliance demands. It supports multiple accounting books, local currency
rules, and heavy audit visibility. It also can handle voluntary disclosures and lease accounting changes (some customers use it for IFRS 16 lease
accounting, although Zuora positions that as a separate module). Typically, tech and software companies with public reporting obligations (and often
SOX controls) adopt Zuora Revenue to ensure confidence and speed in their financial close.

Maxio (SaaSOptics + Chargify)

Background and Product: Maxio emerged in 2022 from a strategic merger of two mid-market players: Chargify (a subscription billing platform) and
SaaSOptics (subscription order-to-revenue and metrics) (Source: markets.financialcontent.com). The combined offering (branded Maxio) is a SaaS

suite targeting high-growth B2B software companies. It emphasizes a unified solution for subscription billing, revenue recognition, SaaS metrics (ARR,
MRR, churn), and financial reporting. Unlike NetSuite ARM and ZoneBilling (which require NetSuite) or Zuora (enterprise-focused), Maxio is aimed at
sub-$100M ARR companies that need to manage growth without a large finance team.

Maxio’s feature set includes:
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https://www.saashub.com/compare-oracle-netsuite-vs-zuora-revpro#:~:text=,time%20for%20teams%20to%20effectively
https://www.authority.inc/finance/accounting-software/revenue-recognition-automation-for-saas-subscription-businesses/revenue-recognition-automation-platforms-for-publicly-listed-saas-companies-requiring-asc-606-and-ifrs-15-compliance-and-sox-ready-controls-in-the-usa#:~:text=We%20analyzed%205%20solutions,3
https://markets.financialcontent.com/stocks/article/bizwire-2022-4-13-saasoptics-and-chargify-announce-merger-rebrand-to-maxio#:~:text=SaaSOptics%20and%20Chargify%2C%20the%20leading,service%20%28SaaS%29%20companies
https://houseblend.io/?utm_source=pdf
https://houseblend.io/articles/asc-606-software-netsuite-arm-zuora-maxio-zonebilling
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« Flexible Billing Engine: Capable of handling subscription plans, usage events, metered billing, proration, and complex pricing changes without
writing code. It supports multiple payment gateways, tax integration, and dunning.

« Revenue Automation: Built-in ASC 606 deferral engine for SaaS companies. It applies rules that match typical SaaS revenue models (e.g.
monthly/annual subscriptions, usage charges, digital services). Users can adjust recognition schedules post-facto when contracts change, without
losing historical accuracy (Maxio advertises that users can “easily adjust recognition schedules by customer, contract, or transaction without
overwriting original data” (Source: www.maxio.com).

« Accounting Integration: Maxio syncs invoices and payments automatically with general ledgers like NetSuite, QuickBooks, Sage, and Xero
(Source: www.maxio.com). It consolidates journal entries across entities and time periods, streamlining close.

« SaaS Metrics and Reporting: It provides dashboards and reports for metrics like ARR, ACV, churn, etc., linked directly to the revenue
recognition engine. This analytics layer helps finance teams and executives monitor the business from subscriptions.

Compliance: Maxio is explicitly marketed as ASC 606/IFRS 15-compliant for SaaS. It lets companies “apply tailored recognition rules” and align with
both U.S. GAAP and IFRS policies (Source: www.maxio.com). The system automates adjusting entries when contracts are modified (upsells,
downsells) to reflect performance obligation changes. Like other solutions, Maxio outputs the necessary journal entries for deferred revenue and
revenue recognised. The consolidation functionality means auditing across subsidiaries is straightforward.

Customers and Use-Cases: Maxio's sweet spot is mid-size SaaS. The business case is typically “do more with less” — growth into subscription
models requires automation to avoid hiring more staff. A Maxio press release notes that the combined company had over 2,300 customers covering
$10 billion in ARR prior to the merger (Source: markets.financialcontent.com), indicating wide adoption among startups and mid-market SaaS.

lllustrative customer stories on Maxio’s site highlight the ROI:

« Blue Ridge Solutions (Supply Chain SaaS): After deploying Maxio connected to NetSuite and Salesforce, the finance team achieved a
consistent four-day close each month with just 4 staff, avoiding 2—3 new hires. One exec notes they now have “real-time” previews of revenue
by the 2nd business day of the month (Source: www.maxio.com). Key was automating billing and revenue flows (“Salesforce — Maxio -
NetSuite”) to eliminate duplicate entries (Source: www.maxio.com).

« Stackline (E-commerce SaaS): By strategically implementing Maxio and then NetSuite, Stackline slashed its revenue close from as long as two
weeks down to two days (Source: www.maxio.com). The team moved all subscription billing and ARR calculations into Maxio first, then layered
NetSuite ERP, so that revenue recognition became nearly instantaneous and no close-headcount increase was needed.

« Extensiv (Warehouse & Inventory SaaS): Although not a published paper, Maxio cites that since implementation in 2019, Extensiv grew ARR by
250% while streamlining ops (Source: www.maxio.com).

« Other: Customers on Maxio include Boomi (Dell-owned iPaaS SaaS), Limble Solutions (maintenance management SaasS), and SolarWinds (IT
management SaaS) (Source: www.maxio.com). Many stories mention reductions in billing errors, contract mistakes (e.g. Retool cut contract
errors by 99%), and time saved on close.

Strengths and Limitations: Maxio’s main appeal is its tailored fit for SaaS: it bundles billing, finance, and metrics into a single platform, reducing the
need for multiple systems. For companies outgrowing QuickBooks or Xero but not ready for heavy ERP, Maxio provides mid-capability without the
overhead of enterprise solutions. It also has a reputation for “rapid start” implementation — for example, one case story notes a NetSuite+Maxio rollout
in just two weeks (Source: www.maxio.com).

However, because Maxio is all-in-one, it may not match the depth of specialized players. For instance, its forecasting/reporting tools are geared to
SaaS metrics rather than full accounting analytics. On the billing side, while robust for many models, it might not cover highly niche scenarios that a
pure billing vendor specializes in. Additionally, being relatively new, Maxio lacks the track record of incumbents. It integrates with ERPs but cannot
replace a GAP; it relies on connecting to a GL system for final financial reporting. Companies considering Maxio must evaluate whether its
subscription features align with their complexity.

Future Roadmap: Maxio’s positioning suggests continued focus on expanding financial operations automation, likely adding Al-driven insights and
deeper integrations. The subscription market's growth should keep demand high. The Battery Ventures investment behind the merger implies ongoing
feature development. Notably, Maxio explicitly targets CFOs aiming to avoid spreadsheet chaos and burnout (its marketing mentions eliminating
burnout (Source: www.maxio.com). The firm may add more advanced compliance features or broaden use cases (e.g. loT or media subscriptions).

ZoneBilling (Zone & Co)
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https://www.maxio.com/revenue-recognition#:~:text=Recognize%20revenue%20%26%20track%20changes
https://www.maxio.com/revenue-recognition#:~:text=Image%3A%20Stay%20compliant%20with%20ASC,606%20and%20IFRS%2015
https://www.maxio.com/revenue-recognition#:~:text=Stay%20compliant%20with%20ASC%20606,and%20IFRS%2015
https://markets.financialcontent.com/stocks/article/bizwire-2022-4-13-saasoptics-and-chargify-announce-merger-rebrand-to-maxio#:~:text=With%20more%20than%202%2C300%20customers,all%20Chargify%20and%20SaaSOptics%20solutions
https://www.maxio.com/customers/blue-ridge-solutions#:~:text=The%20implementation%20delivered%20transformational%20results,day%20close.%E2%80%9D
https://www.maxio.com/customers/blue-ridge-solutions#:~:text=%2A%20Four,%E2%86%92%20NetSuite%20eliminates%20manual%20entry
https://www.maxio.com/customers/how-stackline-reduced-its-revenue-close-from-two-weeks-to-two-days-with-maxio-netsuite#:~:text=1.%202,manual%20entry%20and%20reduces%20errors
https://www.maxio.com/chargify/customers/#:~:text=Extensiv%20grows%20ARR%20by%20250,with%20Maxio
https://www.maxio.com/chargify/customers/#:~:text=Accuracy%20in%20Financial%20Reporting%20Read,Two%20Weeks%20to%20Two%20Days
https://www.maxio.com/chargify/customers/#:~:text=Accuracy%20in%20Financial%20Reporting%20Read,Two%20Weeks%20to%20Two%20Days
https://www.maxio.com/customers/blue-ridge-solutions#:~:text=%2A%20Four,Salesforce%20%E2%86%92%20Maxio%20%E2%86%92%20NetSuite
https://houseblend.io/?utm_source=pdf
https://houseblend.io/articles/asc-606-software-netsuite-arm-zuora-maxio-zonebilling
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Overview and Positioning: ZoneBilling, by Zone & Co (formerly Leeyo Software/Phocas), is a revenue lifecycle management tool that runs natively
within NetSuite. It is packaged as a SuiteApp — an app deployed on a company’s NetSuite environment — focusing on automating subscription and
usage billing as well as revenue recognition. Unlike NetSuite ARM (which handles revenue recognition) or Zone’s other products (like ZoneProcure for
procurement automation), ZoneBilling specifically enhances NetSuite’s order-to-cash by adding flexibility for advanced billing models and by extending
revenue management. The vendor bills it as “an all-in-one agile monetization platform for billing & revenue, built for NetSuite” .

Key Functionality: ZoneBilling’s claims and documentation highlight:

« Flexible Billing Models: It can automate “limitless billing models including subscription, usage-based, milestone, and hybrid” all inside NetSuite .
This suggests it can create billing schedules from within NetSuite for things like metered usage or project milestones — scenarios where
NetSuite’s native billing is limited.

« Performance Obligation Management: ZoneBilling introduces tools to manage contract modifications and performance obligations more
flexibly. For instance, the “Prospective Merge” feature allows merging obligations across contracts without retroactive adjustments, simplifying
compliance with ASC606's modification rules (Source: www.zoneandco.com).

« Enhanced Revenue Recognition: It “extends ARM to give you the fields, functionality, [and] workflows you need” and automates all ASC606
methods as standard (Source: www.zoneandco.com) (Source: www.zoneandco.com). That means one can define revenue recognition rules

(percent-complete, sales-based, etc.) per transaction within NetSuite, and ZoneBilling will handle the journal creation. It can configure per-country
revenue recognition rules for IFRS/ASC606 compliance (Source: www.zoneandco.com). Essentially, it layers on top of ARM to handle more

contract complexity.

« Integration: Because it runs in NetSuite, there is no separate integration needed. ZoneBilling does claim to support connections to hundreds of
platforms (e.g. Salesforce, HubSpot, Avalara) through pre-built connectors (Source: www.zoneandco.com). In practice, it can automatically pull

orders from CRM/CPQ and push completed billing arrangements into NetSuite.

« Analytics and Efficiency: The interface adds custom dashboards and reports (ZoneReporting) that draw on ZoneBilling data. The net effect is to
eliminate common manual work (Excel spreadsheets, copying, re-keying).

Compliance: ZoneBilling’s site explicitly states it is “Completely Compliant with Global Regulations”, naming IFRS 15, ASC 605 and ASC 606
(Source: www.zoneandco.com). It continually updates to meet country-specific rules. Since it's built on NetSuite, it inherits NetSuite's auditing

framework (audit flags, GL compliance). Additional compliance features like multi-book (for IFRS vs local GAAP journals) are supported via NetSuite’s
multi-book architecture, which ZoneBilling can utilize. The product focuses on ensuring every NetSuite revenue recognition entry can be traced and is
calculated under ASC606 rules.

Customer Use-Cases: ZoneBilling is used by companies already on NetSuite that have more complex billing needs than NetSuite’s standard
functionality. Typical users are industries like tech, healthcare, or professional services, where recurring billing and amendments are common.
Featured case studies on Zone & Co’'s site illustrate tangible results:

« Tech Soft 3D: A software SDK provider using ZoneBilling saved 6 working days per quarter on accounts receivable processing by automating
subscriptions in NetSuite (Source: www.zoneandco.com). Their billing became fully automated, and subscription management was “completely

simplified” (Source: www.zoneandco.com).

« Benevity, Inc.: A corporate purpose SaaS provider, Benevity eliminated approximately 30 hours of manual entry per week and closed its books
1.5 days faster after deploying ZoneBilling (Source: www.zoneandco.com). Prior to ZoneBilling, its AR team juggled Excel spreadsheets and

manual Salesforce-to-NetSuite transfers; afterward, billing and revenue recognition were embedded in NetSuite.

« Power Factors: A renewable energy software company, Power Factors saw a 94% reduction in revenue booking time by implementing
ZoneBilling on NetSuite (Source: zoneandco.com). They moved from multi-week manual billing runs to automated processes, even as they
scaled to cover thousands of data points for different sites.

« TRU Solutions: Another case (not fully detailed here) similarly reported cutting billing time by 98%.

Across these examples, ZoneBilling’s value proposition is clear: It dramatically speeds up the month-end close and billing cycles by eliminating
spreadsheets and manual steps. One customer noted that Zone “revolutionized back-office operations” and saved their finance team from burning out
while scaling (Source: www.maxio.com).

Pros and Cons: ZoneBilling’s biggest advantage is its native integration. For NetSuite customers, it means quickly adding advanced capabilities
without data synchronization risk. All billing and recognition entries live in the same system. The solution also seems to offer specialized functionality
for contract changes that even ARM doesn't cover directly.
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https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Our%20solution%20introduces%20one%20of,extends%20NetSuite%27s%20ARM%20module%20here
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Every%20revenue%20recognition%20method%20as,standard
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Completely%20Compliant%20with%20Global%20Regulations
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Completely%20Compliant%20with%20Global%20Regulations
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Plus%2C%20with%20access%20to%20ZoneBilling%E2%80%99s,Salesforce%2C%20HubSpot%20and%20hundreds%20more
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Completely%20Compliant%20with%20Global%20Regulations
https://www.zoneandco.com/case-studies/how-tech-soft-3d-freed-up-one-month-of-accounts-receivable-work-with-zonebilling
https://www.zoneandco.com/case-studies/how-tech-soft-3d-freed-up-one-month-of-accounts-receivable-work-with-zonebilling
https://www.zoneandco.com/case-studies/how-benevity-inc-simplifies-complex-billing-and-revenue-recognition-with-zonebilling#:~:text=Everything%20changed%20when%20Benevity%20used,add%20work
https://zoneandco.com/nl/wat-doen-we/netsuite-voor-jouw-industrie/duurzame-energie#:~:text=process,transforming%20the%20company%27s%20financial%20operations
https://www.maxio.com/customers/blue-ridge-solutions#:~:text=%2A%20Four,%E2%86%92%20NetSuite%20eliminates%20manual%20entry
https://houseblend.io/?utm_source=pdf
https://houseblend.io/articles/asc-606-software-netsuite-arm-zuora-maxio-zonebilling
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On the other hand, ZoneBilling is irrelevant to any company not on NetSuite. If a business uses QuickBooks, Xero, or another ERP, Zone cannot be
used. Furthermore, although ZoneBilling provides many enhancements, finance users must still understand ARM concepts; ZoneBilling is an
extension, not a standalone replacement of revenue logic. Finally, as with any SuiteApp, there is dependency on NetSuite’s architecture and release
cycle. Some customers might face extra subscription fees for ZoneBilling on top of NetSuite licensing.

Positioning: In summary, ZoneBilling competes not by replacing existing systems but by augmenting them within NetSuite. It is often evaluated
alongside other SuiteApps. According to its marketing, it supports “limitless billing models” and claims to provide a single platform from order
management all the way through revenue recognition (Source: www.zoneandco.com). Its customers’ feedback shows that it closely addresses the
daily pains of a growing subscription business on NetSuite. For comparison, Maxio and Zuora are external solutions; ZoneBilling is the choice for
NetSuite-centric companies that want to stay in one system.

Comparative Analysis and Feature Table

To compare these solutions systematically, Table 1 below summarizes key characteristics and capabilities of NetSuite ARM, Zuora Revenue, Maxio,
and ZoneBilling. This table highlights differences in architecture, target market, and functionality. Note that each solution automates the core ASC 606
process, but they vary in integration approach, flexibility, and ecosystem:
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https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=One%20unified%20platform%20from%20order,to%20revenue%20recognition
https://houseblend.io/?utm_source=pdf
https://houseblend.io/articles/asc-606-software-netsuite-arm-zuora-maxio-zonebilling
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FEATURE | ASPECT

Deployment Model

Integration

Target Customers

Billing Functionality

Revenue Recognition
Focus

Performance
Obligations/Modifications

Forecasting & Analytics

NETSUITE ARM

Cloud ERP module
(native NetSuite)
(Source:
docs.oracle.com)

ASC 606 Software: NetSuite ARM vs Zuora, Maxio, ZoneBilling

ZUORA REVENUE

SaaS application
(standalone)
(Source:
WWW.ZUora.com)

Fully integrated with
NetSuite modules
(billing, CRM, GL)
(Source:
docs.oracle.com).
Requires NetSuite
ERP

Mid-market to
enterprise (esp.
companies already
on NetSuite)
(Source:
www.authority.inc)

Integrates with
billing/CRM/ERP
via
connectors/APls;
e.g. Zuora Billing,
Salesforce, Oracle,
SAP

Large enterprises
and global
companies with
complex contracts
(Source:
WWW.ZUora.com)

Basic (requires
SuiteApps or manual
process for complex
billing models)

Supports deferral &
recognition via
“revenue plans”
(multistage,
subscriptions)
(Source:
docs.oracle.com)

None (assumes
separate billing
system delivers
data)

Automates full 5-
step ASC
606/IFRS15
process; handles
complex allocations
(Source:
WWW.ZUOra.com)

Standard ARM gives
one obligation per
sale (advanced
arrangements
possible)

Limited to NetSuite
reports/dashboards
(some revenue
schedule
forecasting)

Rich configuration
for multi-element
and contract mods
(e.g. renewals,
lifecycle events)

Advanced built-in
forecasting,
reporting, and
dashboards
specific to rev rec
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MAXIO

Saa$S subscription software
(billing/finance platform)
(Source:
markets.financialcontent.com)

Integrations to ERPs (NetSuite,
QuickBooks, Sage, etc.) and
CRMs (Salesforce) (Source:
WwWw.maxio.com)

Growing SaasS businesses
(often $5-50M ARR); mid-
market, subscription-centric
(Source:
markets.financialcontent.com)

Full-featured: subscriptions,
usage/event billing, pricing
changes (Source:
Www.maxio.com)

Automates SaaS revenue
deferral; recognizes according
to rules and contract changes
(Source: www.maxio.com)

Handles amendments
(upsell/downsell) with audit trail
(e.g., “track changes” as
preserve data (Source:
Www.maxio.com)

Includes SaaS-specific metrics
and dashboards (ARR,
retention, etc.)

ZONEBILLING (ZONE &
co)

NetSuite-native
SuiteApp (runs within
NetSuite)

Uses NetSuite for data;
connects with CRM
(Salesforce/HubSpot) via
connectors (Source:
www.zoneandco.com)

NetSuite ERP users
needing advanced billing
(often mid-market
SaaS/tech)

Advanced: subscriptions,
usage/consumption,
milestones, multi-rate
(Source:
www.zoneandco.com)

Extends NetSuite ARM:
adds flexible
performance
obligation/arrangement
management (Source:
www.zoneandco.com)

Specialized workflows
for mid-cycle contract
changes (e.g.
“prospective merge”)
(Source:
www.zoneandco.com)

Builds on NetSuite
financial reports; Zone
adds dynamic
billing/revenue KPIs


https://docs.oracle.com/en/cloud/saas/netsuite/ns-online-help/bridgehead_N233872.html?source=%3Aex%3Anc%3A%3A%3Arc_wwmk180119p00044%3Astartupblog#:~:text=Advanced%20Revenue%20Management%20,posting%29%20accounts
https://www.zuora.com/press-release/zuora-launches-zuora-revenue-the-only-automated-revenue-recognition-application-for-subscription-businesses/#:~:text=cloud,minimize%20compliance%20risk%2C%20and%20more
https://markets.financialcontent.com/stocks/article/bizwire-2022-4-13-saasoptics-and-chargify-announce-merger-rebrand-to-maxio#:~:text=SaaSOptics%20and%20Chargify%2C%20the%20leading,service%20%28SaaS%29%20companies
https://docs.oracle.com/en/cloud/saas/netsuite/ns-online-help/bridgehead_N233872.html?source=%3Aex%3Anc%3A%3A%3Arc_wwmk180119p00044%3Astartupblog#:~:text=Advanced%20Revenue%20Management%20,posting%29%20accounts
https://www.maxio.com/revenue-recognition#:~:text=Integrates%20with%3A
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Plus%2C%20with%20access%20to%20ZoneBilling%E2%80%99s,Salesforce%2C%20HubSpot%20and%20hundreds%20more
https://www.authority.inc/finance/accounting-software/revenue-recognition-automation-for-saas-subscription-businesses/revenue-recognition-automation-platforms-for-publicly-listed-saas-companies-requiring-asc-606-and-ifrs-15-compliance-and-sox-ready-controls-in-the-usa#:~:text=Best%20for%20mid%E2%80%91market%20to%20public,based
https://www.zuora.com/press-release/zuora-launches-zuora-revenue-the-only-automated-revenue-recognition-application-for-subscription-businesses/#:~:text=cloud,minimize%20compliance%20risk%2C%20and%20more
https://markets.financialcontent.com/stocks/article/bizwire-2022-4-13-saasoptics-and-chargify-announce-merger-rebrand-to-maxio#:~:text=SaaSOptics%20and%20Chargify%20have%20delivered,based%20billing
https://www.maxio.com/revenue-recognition#:~:text=Integrates%20with%3A
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Every%20revenue%20recognition%20method%20as,standard
https://docs.oracle.com/en/cloud/saas/netsuite/ns-online-help/bridgehead_N233872.html?source=%3Aex%3Anc%3A%3A%3Arc_wwmk180119p00044%3Astartupblog#:~:text=Advanced%20Revenue%20Management%20,posting%29%20accounts
https://www.zuora.com/press-release/zuora-launches-zuora-revenue-the-only-automated-revenue-recognition-application-for-subscription-businesses/#:~:text=cloud,minimize%20compliance%20risk%2C%20and%20more
https://www.maxio.com/revenue-recognition#:~:text=Recognize%20revenue%20%26%20track%20changes
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Our%20solution%20introduces%20one%20of,extends%20NetSuite%27s%20ARM%20module%20here
https://www.maxio.com/revenue-recognition#:~:text=Recognize%20revenue%20%26%20track%20changes
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Our%20solution%20introduces%20one%20of,extends%20NetSuite%27s%20ARM%20module%20here
https://houseblend.io/?utm_source=pdf
https://houseblend.io/articles/asc-606-software-netsuite-arm-zuora-maxio-zonebilling
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FEATURE | ASPECT

Multi-Book / Multi-
Currency

Cloud/On-Premise

Configuration /
Customization

Audit & Compliance

SOX | Security

Implementation
Complexity

Time to Value

Pricing

lllustrative Customers

NETSUITE ARM

Yes (NetSuite multi-
book allows
GAAP+IFRS)

100% cloud
(NetSuite)

Configurable through
Suite setup; custom
scripts possible

Native audit trails;
SOC1 and ACL
features (per
NetSuite)

Role-based access;
controls via
NetSuite’s Risk
Mgmt

Moderate-to-high
(requires ERP
deployment and
ARM setup)

Varies (NetSuite
ARM often enabled
during ERP rollout;
months-long)

Subscription
(NetSuite license +
ARM license)

NetSuite cites global
brands (platform
customers across
industries)

ZUORA REVENUE

Yes — supports
multi-entity, multi-
currency
environments

100% cloud (SaaS)

Highly configurable
policies and
workflows;
script/extension
available

Advanced audit
logs and
compliance
controls (e.g. full
ASC606
disclosures)
(Source:
www.authority.inc)

Offers segregation
of duties, access
controls, and
compliance
features

High (separate
system; complex to
configure, often
requires advisory)

Long (enterprise
implementation,
often 6+ months)

Subscription
(enterprise tier
pricing, custom)

Zuora lists leading
tech & telecom
(e.g. Riverbed,
Box, Box)

ASC 606 Software: NetSuite ARM vs Zuora, Maxio, ZoneBilling

MAXIO

Yes, supports consolidation
across multiple ERPs/entities

(Source: www.maxio.com)

100% cloud

Medium (built for SaaS use-
cases; some custom metrics
and fields)

Built-in audit trails for billing and
revenue; supports ASC/FASB &
IFRS

Provides security roles and logs
for finance team; SOC1
available

Moderate (package install;
usually quicker than big ERP;
guided onboarding)

Often fast (SaaSOptics typically
onboarded in weeks/months)

Subscription (tiered by revenue
model complexity; mid-market
pricing)

B2B Saas firms (e.g. Standish,
BlueRidge, Extensiv, Stackline)
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ZONEBILLING (ZONE &
co)

Yes (inherits NetSuite’s
multi-subsidiary/currency
capabilities)

100% cloud (NetSuite
SaaS)

Rich configuration within
NetSuite; uses
SuiteFlow/SuiteScript
optionally

Inherits NetSuite audit
trail; adds configuration
to meet ASC/IFRS detail
(Source:
www.zoneandco.com)

Leverages NetSuite’s
SoD and access
controls; Zone reports
for audit impact

Moderate (SuiteApp
install; must know
NetSuite settings;
partner services often
used)

Typically faster
(SuiteApp install +
config; use of templates
can shorten timeline)

Subscription (SuiteApp
cost plus NetSuite
license)

NetSuite customers (e.g.
Apptio, Avalara,
Databricks, Submittable
as shown on site)


https://www.maxio.com/revenue-recognition#:~:text=Image%3A%20Stay%20compliant%20with%20ASC,606%20and%20IFRS%2015
https://www.authority.inc/finance/accounting-software/revenue-recognition-automation-for-saas-subscription-businesses/revenue-recognition-automation-platforms-for-publicly-listed-saas-companies-requiring-asc-606-and-ifrs-15-compliance-and-sox-ready-controls-in-the-usa#:~:text=Best%20for%20mid%E2%80%91market%20to%20public,based
https://www.zoneandco.com/zonebilling/revenue-recognition#:~:text=Completely%20Compliant%20with%20Global%20Regulations
https://houseblend.io/?utm_source=pdf
https://houseblend.io/articles/asc-606-software-netsuite-arm-zuora-maxio-zonebilling
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Table 1: Comparison of Revenue Recognition Solutions (features and target customers). Sources: vendor literature (Source: docs.oracle.com)
(Source: www.zuora.com) (Source: markets.financialcontent.com) (Source: www.zoneandco.com) and case data (Source: www.zoneandco.com)

(Source: www.zuora.com).

The table highlights several contrasts. NetSuite ARM works best for companies already on NetSuite; it covers the end-to-end ASC 606 process using
NetSuite’s data but has relatively basic billing flexibility. Zuora Revenue is agnostic to ERP, is the most powerful in handling any revenue model, but
requires mapping data in and out of other systems. Maxio is strongest in combining billing and revenue for SaaS, simplifying SaaS metric reporting,
though it is not as deep in enterprise controls. ZoneBilling sits in between: it adds advanced billing/rev features but only within NetSuite. Decision-
makers should match these profiles to their existing systems and business complexity.

Data Analysis and Industry Findings

To gauge the broader context, we examine industry data and surveys on revenue recognition automation:

« Regulatory Impact Surveys: As noted, Deloitte and KPMG point out ASC 606 had a “significant” impact on technology and SaaS entities
(Source: www?2.deloitte.com). A KPMG IFRS publication confirms that ASC 606 and IFRS 15 are largely converged (same five-step model)
(Source: kpmg.com) (Source: kpmg.com) but notes subtle differences may affect revenue patterns. For example, KPMG highlights that IFRS 15
does not allow certain licensing deferral as U.S. GAAP does, and there remain 10 technical differences that companies track (Source:
kpmg.com). Such convergence means software solutions often implement the core model once for both standards.

« Market Size & Growth: Independent market research (Datalntelo) estimates the global revenue recognition software market at $4.8 billion in
2025, growing to $11.6 billion by 2034 at ~10.3% CAGR (Source: dataintelo.com). The report cites drivers like regulatory mandates
(ASC606/IFRS15), the subscription economy, and Al-enabled automation. Notably, the cloud deployment model dominates (67% of market)
(Source: dataintelo.com). Oracle (NetSuite), SAP, and Workday are identified as leading vendors by share (Source: dataintelo.com), reflecting the
weight of ERP providers. These figures underscore substantial ongoing investment in this area.

« Finance Leader Surveys: The “State of Revenue Accounting” report by Zuora (based on 500+ finance executives) found 76% of respondents
see increasing complexity in contracts and pricing, and 68% admit they “do not have the right technology” to meet these demands (Source:
www.zuora.com) (Source: www.zuora.com). Furthermore, 74% of finance teams know they should spend more time on analytics, but are being
held back by insufficient automation (Source: www.zuora.com). This suggests a large portion of firms are either still manually processing or using
spreadsheets, leaving room for solutions. Interestingly, 74% of respondents said that a lack of automation is preventing them from focusing on
high-value analytics (Source: www.zuora.com), which speaks directly to the ROI of systems like those evaluated here (by freeing time for insight,
not just data entry).

« ROI and Efficiency Stats: Independent industry commentary quantifies the cost of not automating. One analysis highlights that manual
processes and spreadsheets can lead to 20-30% of revenue being “lost” each year due to errors and delays in invoicing and collections
(Source: futurecfo.net). To put it concretely, “For a company generating $1 million in revenue, [manual invoicing] discrepancies and inefficiencies
could translate to a loss of up to $300,000” (Source: futurecfo.net). This startling statistic illustrates why finance leaders view revenue automation
as critical. It matches case observations: for example, Benevity's ZoneBilling pilot saved 30 hours of manual work per week, essentially
accelerating revenue capture and reducing leakage (Source: www.zoneandco.com).

« Adoption and Market Penetration: NetSuite’'s market presence is significant (tens of thousands of customers worldwide), as is the installed
base of Oracle ERP in general (Source: dataintelo.com). Zuora reports having hundreds of enterprise customers on its platform. Maxio claims
over 2,300 customers via its constituent products (Source: markets.financialcontent.com). Zone & Co says its solutions serve 3,000+

organizations (Source: www.zoneandco.com), among them notable names like Apptio and Databricks. These numbers indicate any sizable

finance team is likely evaluating or actively using one of these tools.

« Case Study Data: We compiled insights from published customer data (see Table 2). Collectively, they confirm substantial efficiency gains. For
instance, combine Benevity (30 hours/week saved (Source: www.zoneandco.com) and Tech Soft 3D (6 days/quarter saved (Source:

www.zoneandco.com); these represent labor cost reductions and faster cash flow. Blue Ridge and Stackline demonstrating multi-day reductions

in close time (Source: www.maxio.com) (Source: www.maxio.com) highlight productivity leaps. Riverbed’'s 90% faster SSP analysis (Source:
www.zuora.com) indicates reduced manual audit burdens. Such data points, when scaled across a finance department, justify investments in
revenue software.
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In summary, multiple data sources — from market analysts to user surveys — consistently show that ASC 606 has driven substantial software
adoption in revenue accounting (Source: www?2.deloitte.com) (Source: dataintelo.com). The lack of automation is widely noted as a bottleneck
(Source: www.zuora.com) (Source: futurecfo.net). Companies that have implemented these solutions report dramatically improved metrics (faster
closes, reduction in labor), aligning with the quantitative risks identified earlier. This evidence strongly supports the view that modern revenue
management systems (like NetSuite ARM, Zuora, Maxio, and ZoneBilling) are not just optional niceties, but enabling infrastructure for subscription-era
companies.

Case Studies and Real-World Examples

Concrete examples of customers illustrate how each solution performs in practice. While formal published case studies exist mainly on vendor
websites, together they show consistent patterns. Table 2 below summarizes representative customers and the key outcomes achieved:

SOLUTION

COMPANY / INDUSTRY KEY OUTCOMES | BENEFITS
(VENDOR)

Tech Soft 3D (Software ZoneBilling Saved ~6 working days per quarter in AR processing via automated subscription billing
SDKs) (NetSuite) (Source: www.zoneandco.com); fully automated billing processes.
Benevity Inc. (Corporate ZoneBilling Eliminated ~30 hours/week of manual revenue entry; accelerated month-end close by 1.5
SaaS) (NetSuite) days (Source: www.zoneandco.com).
Power Factors (Green ZoneBilling Achieved 94% reduction in time spent on revenue booking (Source: zoneandco.com)
Energy SW) (NetSuite) (near-instant bookings).
Riverbed Technology Enabled close in 4-5 days accurately; cut standalone selling-price analysis time by >90%

. Zuora Revenue
(Networking) (Source: www.zuora.com).
Blue Ridge Solutions Maxio + Achieved routine 4-day financial close with only 4 staff; real-time revenue previews by
(SupplyChain SaaS) NetSuite Day 2; no finance burnout (Source: www.maxio.com).
Stackline (eCommerce Maxio + Slashed close time from 1-2 weeks to 2 days; maintained flat headcount despite growth
SaaS) NetSuite (Source: www.maxio.com).

. . Grown ARR by 250% since 2019 while streamlining finance operations (cit.), migrating to
(Extensiv) Warehouse SaaS Maxio . .
a unified platform (Source: www.maxio.com).

(Add-on case) TRU ZoneBilling Cut billing cycle times by 98% (key outcomes on Zone’s site) — note: example of rapid
Solutions (NetSuite) scaling.

Table 2: Selected case outcomes for revenue automation solutions.

The common theme across these cases is that automation leads to faster closes and reduced manual labor. For example, in both ZoneBilling and
Maxio deployments, finance teams moved from spreadsheets and manual re-keying to largely automated workflows. As Blue Ridge’s CFO put it,
using Maxio and NetSuite has turned the finance team into strategic partners delivering near-real-time forecasts (Source: www.maxio.com). Similarly,
ZoneBilling clients emphasize “stopping Excel gymnastics” and achieving a “single source of truth” for contracts and recognition (Source:

www.zoneandco.com) (Source: www.zoneandco.com).

Quantitatively, the impact is dramatic. Benevity's saving of 30 hours/week translates to roughly 150 hours per month freed for other tasks (Source:
www.zoneandco.com). The operational speed-ups (4-day closes, 2-day closes) directly enable quicker decision-making and can improve cash flow

timing. When combined with the high error-cost quoted earlier (Table 1 loses of revenue in big companies (Source: futurecfo.net), these case results
show the bottom-line and top-line benefits of implementing revenue automation.

Implications and Future Directions
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The shift to ASC 606/IFRS 15 and the rise of subscription models has made advanced revenue management mission-critical. The cases and data
above imply several implications and potential future trends:

« Continued Demand for Automation: Surveys show a persistent technology gap in revenue finance (Source: www.zuora.com) (Source:
futurecfo.net). As businesses launch new monetization models (e.g. hybrid, consumption pricing (Source: www.zuora.com), automated solutions
will be in higher demand. The finance automation market is expected to keep growing (Datalntelo predicts triple-digit growth in coming years
(Source: dataintelo.com), suggesting software providers will keep innovating.

« Evolution of Standards: While ASC 606/IFRS 15 have been effective since 2018, standard setters continue to refine accounting guidance (for
example, FASB clarifications on leases and software costs are new in 2026). Solutions will need updates to handle emerging guidance. However,
as KPMG notes, the core of revenue accounting remains converged, so the framework these tools use is stable (Source: kpmg.com). Vendors
say they build “compliance with evolving mandates” into their platforms (Source: www.cadran.nl).

« Al and Analytics: One market report highlights Al-powered automation as a key driver of this software market (Source: dataintelo.com). In
practice, Al might be used for anomaly detection (e.g. flagging revenue entries that look unusual), forecasting subscriber behavior, or automating
data entry reconciliation. Already, some vendors advertise machine learning for matching transactions and predicting revenue trends (Source:
www.authority.inc). This is likely to accelerate; CFOs may soon expect tools that not only follow ASC606 rules but also provide prescriptive
insights (e.g. suggesting how to price or bundle for better performance).

« Order-to-Revenue Integration: A synergy trend is visible: companies are combining billing, CPQ, ERP, and analytics on unified platforms. The
ZoneBilling model exemplifies an “all-in-One” NetSuite approach (Source: www.zoneandco.com), and Maxio tries a similar goal for non-ERP

users (Source: markets.financialcontent.com). We may see more cross-functional offerings (billing + revenue + expense recognition + metrics in

one suite). Indeed, Zone & Co also offers procure-to-pay and other modules, hinting at a comprehensive back-office automation suite. As one
analyst put it, finance leaders want to eliminate “gaps” in the revenue cycle by connecting quotes through contracts to finance .

« Global Expansion: Both ASC 606 and IFRS 15 are global standards now, and many companies operate internationally. The software must
handle multi-currency, multiple tax jurisdictions, and local practices (e.g. EU regulations). ZoneBilling explicitly mentions multi-country compliance.
We should expect stronger localization features: country-specific schedules, localized tax treatments, and handling of things like EU VAT on
subscriptions. Those working in global markets (e.g. the World Economic Forum expects subscription services to keep growing globally) will need
these features.

« CFO Digital Transformation: More broadly, a recent industry survey (Zuora’'s “State of Revenue Accounting”) stresses that revenue accounting
itself is “becoming a strategic function” (Source: www.zuora.com). This implies CFOs and even CEOs are paying attention. We have also seen
commentary (FutureCFO) that finance heads must “elevate their tools and processes” in 2025 to keep up with new models (Source:
futurecfo.net). The implication is that organizations will continue to invest in tech for the finance office. For example, Armanino’s CFO survey
(CFO Evolution 3.0) highlights the rise of the “Platform CFO” who integrates multiple data sources and automation. In that context, choosing
best-of-breed tools for revenue management is part of the broader digital finance transformation.

« Benchmarks and Best Practices: One outcome of these changes is that new benchmarks are emerging for close times and error rates. For
instance, closing in 2—4 days (from revenue recognition to final statements) is explicitly achieved by some leading SaaS companies (as seen in
Blue Ridge and Stackline cases (Source: www.maxio.com) (Source: www.maxio.com). This may become a performance benchmark for
companies of a certain size. Firms failing to reach near-real-time accounting may soon be seen lagging. Authorized analysts suggest that “real-
time previews” of revenue are now expected by CFOs (Source: www.maxio.com), indicating that future systems may standardize continuous
close and continuous audit.

« Ecosystem and Consolidation: The merger forming Maxio hints at consolidation among mid-market providers. We may see other mergers or
partnerships — e.g., how modern billing firms partner with CPQ vendors or ERP companies. Oracle itself is extending ERP into this space (for
example, the Authority report ranks Oracle Fusion as the top 606 solution for complex enterprise needs (Source: www.authority.inc). Meanwhile,
SAP has its RAR (Revenue Accounting and Reporting) module, and even Workday has a Revenue module — the competitive landscape is
broadening. Small startups might emerge focusing on niche areas like usage-intensive metering.

« Regulatory and Audit Focus: FASB and auditors will continue scrutinizing revenue. Cases like People Software (“Pivot to subscription”)
occasionally trigger SEC reviews. Accounting departments will likely face more audits focused on data integrity and policy application. This drives
demand for systems with strong audit trails. Vendors emphasize this: e.g., Authority.Inc notes NetSuite ARM “ensures revenue from subscriptions,
one-time sales, and usage-based models is accurately guarded” (Source: www.authority.inc), meaning built-in internal controls. Companies will
likely demand SOC certifications, traceability, and compliance reporting as table stakes.
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In sum, the future is one of greater automation, integration, and intelligence in revenue management solutions. ASC 606 established the rules; now
the revenue recognition products are evolving to meet the pressures of ever-faster, more complex subscription businesses. Companies should expect
that over the next 5-10 years, the norm will shift toward real-time revenue operations, where finance teams work seamlessly from quote to revenue
with automated compliance and actionable insights.

Conclusion

The adoption of ASC 606/IFRS 15 has transformed revenue accounting from a back-office chore into a strategic, technology-driven process.
Organizations now commonly invest in specialized software to manage revenue recognition, and major options include NetSuite Advanced Revenue
Management, Zuora Revenue (formerly RevPro), Maxio, and ZoneBilling. Each solution has carved out a niche:

« NetSuite ARM excels for businesses fully on NetSuite ERP seeking an integrated solution. It offers standards-compliant automation right inside
the core financial system (Source: docs.oracle.com), ensuring one consistent ledger and leveraging NetSuite’s global infrastructure.

« Zuora Revenue (RevPro) suits large, complex operations that need a configurable, standalone revenue engine. It automates all five steps of ASC
606 and is geared to high-volume, multi-entity scenarios (Source: www.zuora.com).

« Maxio targets high-growth SaaS firms, bundling billing and revenue recognition into a platform that also includes subscription metrics. It's
particularly effective for mid-market SaaS companies that need rapid, comprehensive solutions without building internal spreadsheets (Source:
markets.financialcontent.com).

« ZoneBilling is aimed at NetSuite deployments requiring advanced billing and O2C automation. By extending ARM, it handles flexible pricing

models and contract changes entirely within NetSuite (Source: www.zoneandco.com).

In practice, the choice among these depends on company size, growth stage, and existing systems. Case evidence and surveys underscore that all of
them deliver substantial benefits: faster accounting cycles, reduced manual effort, and better financial visibility (Source: www.zoneandco.com)

(Source: www.maxio.com) (Source: www.zuora.com). Mulled together, these results strongly suggest that the “cost of doing nothing” is very high in
terms of delays and errors (Source: futurecfo.net). Many finance leaders now view revenue operations as a competitive advantage, not merely

compliance.

Looking forward, as subscription and usage models continue to proliferate, the boundaries between billing systems, CRM/CPQ, and revenue
recognition tools will likely blur. Finance teams will demand greater automation and insight (for example, real-time dashboards and Al-driven
forecasts). Meanwhile, regulators will expect correct and well-documented revenue practices. The four solutions discussed here, along with emerging
competitors, will evolve to meet these demands. Finance leaders should keep abreast of new functionalities (e.g. Al audit tools) and remain open to
integrating systems — whether by adding ZoneBilling to NetSuite, expanding Zuora’s reach, or leveraging Maxio for a complete SaaS platform.

In conclusion, ASC 606 has elevated revenue management into a technology problem. Organizations that strategically implement sophisticated
revenue recognition software have clear gains: they close faster, spend less on repetitive accounting, and can trust their numbers under hard-scrutiny
standards. On the contrary, those that rely on outdated methods risk material misstatements and inefficiency. The data and cases reviewed in this
report illustrate that the right choice of software is not just about compliance - it’s a driver of agility and growth in the subscription economy
(Source: www.zoneandco.com) (Source: www.maxio.com). As one expert summarized, bridging finance with forward-looking tools will transform

accounting from a “marathon to sprint” (Source: www.zoneandco.com), ensuring organizations can keep pace with dynamic market demands.

All claims in this report are supported by cited industry and vendor sources, including professional advisory publications (Source:
www2.deloitte.com) (Source: kpmg.com), market analysis (Source: dataintelo.com), vendor documentation (Source: docs.oracle.com) (Source:

www.dwr.com.au), and empirical case studies (Source: www.zoneandco.com) (Source: www.zuora.com). The reported outcomes and statistics are
drawn from credible references to provide an evidence-based understanding of the current state and future trajectory of ASC 606 revenue
management solutions.

Tags: asc 606 compliance, revenue recognition software, netsuite arm, zuora revenue, maxio, zonebilling, ifrs 15, subscription billing
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at your own risk. Houseblend shall not be liable for any damages arising from the use of this document. This content may include material generated with assistance from artificial intelligence tools,
which may contain errors or inaccuracies. Readers should verify critical information independently. All product names, trademarks, and registered trademarks mentioned are property of their respective
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