
The success of your business can be measured in any number of ways—from how you innovateand challenge the limits of  
your industry; to your ability to grow customer relationships; to the positive contributions you make to the lives of the people 
you employ and the communities you serve. 

None of these are possible, however, if you cannot financially sustain growth. Revenue growth is the fuel that powers  
investments in new business models, new products, and new markets. But in today’s challenging economy —rocked by  
unprecedented economic and business disruptions—increasing revenue can be an elusive goal. 

Most organizations tackle this challenge by looking for opportunities to cut costs. Or they may launch sales and marketing  
efforts to increase their market share. Both, of course, are logical levers to consider. 

But what if there are millions of dollars in revenue leaking from your organization every year? What if there are millions more 
in unrealized revenue sitting in plain view—ready to be claimed? What if, with the right tools and processes in  place, you could 
maximize the income from each and every transaction? 

That’s something any CEO and CFO should say yes to—and it’s entirely within your ability to control internally. 

Raising the revenue line:
Deloitte Digital Revenue Platform—powered by Oracle—
creates a platform for digital transformation

The power of improving revenue management and billing 
Revenue management and billing is the set of processes that occurs between the moment an order is taken, or a contract is 
signed, to when you collect the associated cash and recognizes the revenue. 

Done right, revenue management and billing enables you to effectively manage the revenues from products, services,  
and subscriptions over time, even as your customer relationships, prices, and contractual agreements change. It enables  
consistency and predictability for your business —which helps you plan for long-term growth—and it nurtures positive  
relationships with your customers. 

While improving revenue management and billing can be a powerful driver of top-line growth, for many organizations,  
it’s a process fraught with inefficiencies:  

Lack of a single view of the customer:  
When you have a solid understanding of your holistic 
relationship with a customer, pricing and billing can  
be used as a lever to deepen that relationship. But 
today’s collection of siloed billing applications can limit 
your ability to model and view customer hierarchies, as 
well as complex, customer-specific contracts. And if  
you acquire or consolidate customers  as the result of  
a merger, those challenges are multiplied as new  
applications are added to the mix. 

Sub-optimized product and price offers: Most billing 
applications today contain hard-coded pricing and fee 
calculation rules – constraining your ability to create 
customer-specific pricing or product offers based on 
factors like a customer’s potential lifetime value. Man-
ual intervention is often required to work around these 
rules—delaying the speed with which those offers can 
be made and increasing the possibility that a customer 
may delay a purchase, not buy, or—worst of all—buy 
from your competitor. 

Overly manual processes: Outdated and fragmented 
legacy calculation systems, with limited integrations,  
frequently result in data loss and require your workers  
to re-enter data. Many teams rely on spreadsheet- 
based billing, which can be susceptible to human error. 
Together, these can result in a significant loss of actual 
earned revenue. 

Inefficient integration with finance and operational 
systems: Today’s billing applications are limited in their 
ability to ensure you’re in compliance with regulatory  
and audit requirements. The result can be additional  
labor costs to help you work around these process  
shortcomings, as well as hard-dollar costs to file responses 
to regulators or pay fines for non-compliance. This can 
also result in you making incorrect tax payments, which 
can affect cash flow. And finally, poor integration with 
operational systems like CRM have the potential to  
degrade relationships with customers, suppliers, and 
other members of your value chain.  
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The Deloitte Digital Revenue Platform—Powered by Oracle
I N T R O D U C I N G :

Too many organizations—especially those in transaction- 
heavy sectors or those with complex, multi-player value 
chains like health care, pharmacy benefits, and financial  
services—are losing money, every single day, through  
underbilling or overbilling. And in today’s active M&A market,  
many struggle to effectively integrate multiple revenue  
management approaches. The time and effort required to 
manually reconcile discrepancies —or worse, pay fines as a 
result—is a completely avoidable hindrance to maximizing  
the revenue from each transaction. 

In response, Deloitte has developed the Deloitte Digital  
Revenue Platform —an end-to-end solution framework,  
powered by the Oracle Revenue Management & Billing 
(ORMB) solution—that enables you to optimize current lead-
to-cash processes, reduce revenue leakage, and virtually 
automate your existing manual processes. (see Figure 1)

With a platform that can be designed in line with business 
rules, you can perform complex fee calculations, adjustments, 
payments, and sub-ledger accounting based on the unique 
terms and conditions of each customer. Billing analytics  
are transformed as the platform enables business users  
and customers to drill down to the transaction level. And it  
automates approval workflows and auditing, while embedding 
the highest levels of security, performance, and scalability. 

Any company with an outdated billing system can benefit 
from the Deloitte Digital Revenue Platform. The solution is 
particularly well-suited for large, complex organizations with 
any of the following characteristics: 

Shortcomings in  
the ability to capture  
contract terms to  
optimize fees

Poor visibility on  
tracking payments  

The Deloitte Digital Revenue Platform (DDRP) offers all the 
advantages of ORMB’s robust framework while reducing 
implementation time by leveraging Deloitte’s industry-specific, 
pre-built solutions. It delivers the flexibility and affordability 
of a cloud-based infrastructure, and can be rapidly deployed 
through a range of deployment options, depending on your 
unique needs and technology environment: 

DDRP-as-a-Service: A solution which shifts the operational 
burden for the end-to-end revenue management platform  
to Deloitte, providing you with a lower and more predictable 
cost for the ongoing maintenance effort.

DDRP hosted on Oracle’s Cloud Infrastructure: Deloitte  
hosts and operates your revenue management solution  
using Oracle cloud infrastructure. 

DDRP applied: Industry use cases Deloitte has worked with 
leading organizations in Financial Services, and Life Sciences  
and Health Care to help them optimize their lead-to-cash  
processes. The benefits in many cases are similar from 
industry to industry, and include: 

Automated customer setup, as well as the ability to 
import and manage complex pricing terms 

Integrations to upload large volumes of supporting 
customer data from upstream systems and rules-driven 
mediation of data that can be used to calculate  
variables like fees, margins, rebates, and discounts

Management of customer account balances,  
transaction-level invoice disputes, and automated 
invoice reconciliation 

Built-in flexibility to review invoices and supporting 
invoice data, and to upload payment files through  
self service

The ability to generate single or consolidated invoices 
for customers across all business lines

Figure 1: The Deloitte Digital Revenue Platform is a pre-integrated solution  
framework that extracts and validates data from legacy upstream customer 
and contract management systems.
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CASE IN POINT #3:

Financial services
Low interest rates, nimble fintech competitors, and economic volatility have all conspired to 
create an unprecedented set of revenue challenges for today’s financial services firms. 

If your institution is facing these same challenges, the Deloitte Digital Revenue Platform can 
help streamlineyour pricing and billing processes by improving your ability to focus on key issues 
like fee income, margin pressures, negative interest rates, and differential pricing models. In 
addition to the benefits outlined above, you can use DDRP to calculate product and service fees 
down to the transaction level or higher, all based on underlying customer and transaction data. 

CASE IN POINT #2:

Pharmacy benefits managers
As a key intermediary between health care payers and the rest of the US health care system, 
pharmacy benefit managers (PBMs) operate in a complex environment, serving a variety  
of stakeholders. Their role has become increasingly important as the population ages, life  
expectancies increase, and new drug treatments are approved for sale.

If you’re a PBM, you know operate in market characterized by reimbursement rate pressures, 
increased consumerism, a strict regulatory regime. And as health coverage has expanded,  
the pressures on your profitability have only become more acute. DDRP addresses these  
challenges by delivering the enhancements mentioned above and—similar to  health care  
insurers—enables you to calculate rebates at the individual claim level or higher by looking  
at underlying claims data.

CASE IN POINT #1:

Health care insurance
The COVID-19 public health crisis has accelerated the financial, patient experience, and  
operational pressures being felt by organizations across the health care value chain. For  
payers, the pandemic has placed a spotlight on revenue management and billing as they  
have experienced unprecedented growth in transaction volumes, while simultaneously  
facing the challenges of staff reductions and furloughs. 

If you’re operating in this complex industry, the Deloitte Digital Revenue Platform (DDRP) can 
help shore up your financial health in the near-term, while helping you become more resilient 
in the face of any future disruptions. In addition to the benefits outlined above, DDRP delivers  
the flexibility you need to calculate rebates at the individual claim level or higher, and drill  
down to underlying claims data. 
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Getting there  
with Deloitte
There has never been a better 
time for organizations to  
transform their revenue and  
billing capabilities and capture 
the profits that are rightly  
theirs. And there’s no better 
provider than Deloitte to help 
deliver that goal.  

Our deep industry knowl-
edge —coupled with unmatched 
experience working with Oracle’s 
ORMB solution—makes Deloitte 
an ideal collaborator in helping 
organizations solve their toughest 
revenue and billing challenges. 

For more information,  
please contact: 
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