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Basis for the new approach 

Defined steps within the process of ASC 606    

Contract identification   

Identification of performance obligations  

Determining the transaction price and allocation of transaction price 

Recognize revenue, when the entity satisfies a performance obligation   

Other areas of interest  
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Identification of contracts 

Approval process of contracts  

Identification of rights and obligation within the contracts  

Payment terms reflecting the business resp. the business model 

Commercial substance to the entity   

Collectability of goods & services  

Conclusion: Within standardized business model, it’s easier to assess   
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Identity performance obligations 

Identify each premise to transfer to customer items of 

Ø  Goods or service that is distinct  

Ø  Series of distinct goods that are substantially the same  

Ø  Series of distinct service the are substantially the same   

Ø  Check criteria for goods or service are distinct 

Conclusion: The more the contracts are differing, due to specific customer needs, the 
assessment will be more time consumimg   
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Determining the transaction price 

Variable consideration 

Constraining estimates of variable considerations  

Existence of significant financing components 

Non cash considerations  

Consideration of payables to customer 

Conclusion: Depending on sales contracts negotiated, quite time consuming 
assessment needed.  
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Allocation of transaction price 

Assess the different parts of the transaction price in pricing and timing 

Ø  Assess stand alone selling price  

Ø  Allocation of discounts and other ATL reductions 

Ø  Allocation of variable considerations 

Ø  Change of transaction price, due to rights and obligations  

Conclusion: More standardization of contracts leads to less workload for the 
assessment    
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Recognize revenue when the entity satisfies a  
performance obligation  

Transfer an timing aspects 

Ø  Transfer of control  

Ø  Performance obligation satisfied one time  

Ø  PO satisfied at a Point of time  

Ø  Methods of measuring progress   

Conclusion:   Performance obligation are under control  
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Other areas of interest  

Incremential costs of obtaining a contract 

Cost of fulfilling contracts 

Amortization and impairment  

Warranties and licensing 

Disclosures  

Conclusion: In terms of BtoC business it’s less time consuming to asses the other issues 
of interest   
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SOX references  
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