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P  Renewal Management Use Case — Subscription Based Products
Scenario # 1 - New Customer, New Order, Service Contract Disabled

A SaaS company sells its subscription based products by per user per year. For their new customers, the orders
require an annual subscription, and for their existing customers, the product can be subscribed by months so the
orders can be co-terminated for future renewals. This company wants to use “Renewal Management Enterprise”
to create “Assets”, “Entitlements” and “Renewal Opportunities” based on the Opportunity Product Line Items in

their Opportunities.

e How should the Renewal Management Administrator configure “Renewal Management Enterprise”
Application to support this business scenario?

e How should the Renewal Management Administrator configure the Renewal Management Settings in
their Products?

e On 6/1/2012, a new customer wants to order “Cloud Service Subscription” plus “Premium Support”
for 10 users, how should the Sales/Renewal Rep configure the Renewal Management Settings in
Opportunity?

Solution - Part | (Done by the Renewal Management Administrator)

¢ Renewal Management Application Level Configuration

= Login as Renewal Management Administrator (see the installation guide for how to set up the “Renewal
Management Administrator” profile).

= Go to Your Name > Setup > App Setup > Deploy > Installed Packages > Renewal Management
Enterprise > Configure

= Since “Service Contract” is not required for Scenario # 1, the Renewal Management Administrator only
needs to enable “Asset”, “Entitlement” and “Renewal Opportunity” settings at the Application level, see
the screenshot below for the example.

= Read the inline help ¥ for the definition of each field.

Renewal Management Settings I = Required Information

v Enable Renewal Management Default Term (Months) 12

w Asset Settings

v Create Asset Asset Status Purchased

w Entitlement Settings

v Create Entitlement
' Add Asset Contact To Entitlement

» Service Contract Settings

Create/CoTerm Service Contract

w Renewal Opportunity Settings
v’ Create/CoTerm Renewal Opportunity Source Of Opportunity  Created From Opportunity Owner
Crwner

¥ Add Close Date (YYYY-MM-DD) To Opportunity Stage ' Prospecting
Opportunity Name

Opportunity Type  Renewal

Days Before Entitlement 20
End Date

Opportunity Name Prefix  Renewal -
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i Renewal Management Use Case — Subseription Based Products

Create “Cloud Service Subscription” Product and configure its Renewal Management Settings
= Follow the screenshot below and create the “Cloud Service Subscription” Product.

* Read the help ' for the definition of the Renewal Management fields.

= Since “Cloud Service Subscription” is a Product for the new orders only, another Product “Cloud Service
Subscription — Renewal” needs to be created and set as the “Renewal With (A Different Product)” in this
Product. (Note: Both products must be added to the same Price Books)

= Add “Cloud Service Subscription” Entitlement Template to this Product.

¥ Product Information

Product Name  Cloud Service Subscription Active
Product Code Product Family
Created By  John Smith, 6/3/2012 9:12 AM Last Modified By

Product Description  Basic Support included.

v

John Smith, 7/8/2012 11:31 PM

¥ Renewal Management Information - Asset Settings

Create Asset v Create One Asset
Record Per Quantity

Link Asset to Service
Contract

¥ Renewal Management Information - Entitlement Settings

Create Entitlement v Convert Term {Days)
to Term (Months)

Link Entitlement to Ho Override On
Service Contract Template Term

¥ Renewal Management Information - Service Contract Settings

Add as Line ltem to
Service Contract

¥ Renewal Management Information - Renewal Opportunity Settings

Add as Line Item to v Renew With (The

Renewal Opportunity Same Product)
Renew With (A Cloud Service Subscription -
Different Product) = Renewal

Entitlement Templates Add Entitlement Template

Action Entitlement Template Name Type Term (Days) Entitlement Process Name Business Hours Hame

) - Basic Basic Support Entitlement Basic Support Business
Cloud Senvice Subscription
Remove Cloud Senvice Subscription Support 365 Process Hours

“Cloud Service Subscription” Entitlement Template Detail

= To create this Entittement Template, go to Your Name > Setup > App Setup > Customize >

Entitlement Management > Entitlements > Templates

= Set the “Term (Days)” to 365 since the new orders require an annual subscription.
= Entitlement Process and Business Hours are NOT required for the Renewal Management Application.
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i Renewal Management Use Case — Subseription Based Products

Entitlement Template Detail Edit | | Delete | Clone
Entitlement Template  Cloud Service Subscription Type  Basic Support
Name

Term (Days) 365

Entitlement Process  Basic Support Entitlement Process

Per Incident

Cases Per
Entitlement

Business Hours  Basic Support Business Hours
Created By  John Smith, 6/3/2012 923 AM Last Modified By  John Smith. 6/30/2012 11:53 PM

o Create “Premium Support” Product and configure its Renewal Management Settings
= Follow the screenshot below and create the “Premium Support” Product.
=  Since “Premium Support” is a Product for the new orders only, another Product “Premium Support —
Renewal” needs to be created and set as the “Renewal With (A Different Product)” in this Product. (Note:
Both products must be added to the same Price Books)
= Add “Premium Support” Entitlement Template to this Product.

¥ Product Information

Product Name  Premium Support Active v
Product Code Product Family
Created By  John Smith, 6/3/2012 9:37 AM Last Modified By  John Smith. 7/8/2012 11:26 PM

Product Description  7x24 Premium Support for New Customers/Orders

¥ Renewal Management Information - Asset Settings

Create Asset v Create One Asset
Record Per Quantity

Link Asset to Service
Contract

¥ Renewal Management Information - Entitlement Settings

Create Entitlement v Convert Term (Days) v
to Term (Months)
Link Entitlement to No Override On
Service Contract Template Term

¥ Renewal Management Information - Service Contract Settings

Add as Line Item to
Service Contract

¥ Renewal Management Information - Renewal Opportunity Settings

Add as Line ltem to v Renew With (The
Renewal Opportunity Same Product)
Renew With (A Premium Support - Renewal
Different Product)
Entitlement Templates Add Entitlement Template
Action Entitlement Template Name Type Term (Days) Entitlement Process Name Business Hours Hame
Remove Premium Support Premium 365 Premium Support Premium Support

Support Entitlement Process Business Hours
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e “Premium Support” Entitlement Template Detail
= Set the “Term (Days)” to 365 since the new orders require an annual subscription.

Entitlement Template Detail Edit | | Delete | Clone
Entitlement Template  Premium Support Type  Premium Support
Name

Term (Days) 365

Entitlement Process  Premium Support Entitlement Process

Per Incident

Cases Per
Entitlement

Business Hours  Premium Support Business Hours
Created By  John Smith, 6/3/2012 927 AM Last Modified By  John Smith, 7/8/2012 4:43 PM

Solution - Part Il (Done by the Sales/Renewal Rep)

e Create an Opportunity and configure its Renewal Management settings
» Renewal Management Administrator needs to add a “Renewal Management Information” section to
Sales/Renewal Rep’s Opportunity Page Layout and set the field level security of each Renewal
Management field to “Visible” before the Reps can start using Renewal Management in their
opportunities, see the screenshot below for the example.

Renewal Management Information
Run Renewal Reset Renewal
Management D Management D
Asset Purchase Date [ 7/8/2012 ] Entitlement Start Date [ 7/8/2012 ]
Asset Usage End Date [ 7/8/2012 ] Entitlement End Date [ 7/8/2012 ]
CoTerm With Existing Q. Entitlement Term
Renewal Opportunity ) {(Months)

= The Sales/Renewal Rep should follow the screenshot below and create the opportunity.

¥ Opportunity Information

Opportunity Owner  Sub Dev [Change Amount  $14.400.00
Private Expected Revenue  $14_400.00
Opportunity Hame 10 x Cloud Service Subscription plus Close Date  6/1/2012
Premium Support

Account Hame BoonFlus Hext Step

Type Stage Closed Won

Lead Source Probability (%)  100%
Primary Campaign
Source
Created By  Sub Dev, 6/3/2012 10:36 AM Last Modified By ~ Sub Dev, 7/6/2012 5:51 PM
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I Renewal Management Use Case — Subscription Based Products

= Add products to this opportunity.

Products (Price Book A) Add Product | | EditAll | | Choose Price Book | | Sort |  Products (Price Book A) Help 2

Action Product Sales Price Quantity Total Price Line Description

Cloud Semvice

Edit | Del £1,200.00 10.00 $12,000.00 1 Year Cloud Serice Subscription

Subscription
Edit | Del Premium Support $2.400.00 100 $2.400.00 E.[:izfueufthe 1 ¥ear 'Cloud Senice Subscription’ Total
= Configure the Renewal Management settings and Save.
¥ Renewal Management Information
Run Renewal v Reset Renewal
Management Management
Asset Purchase Date  6/1/2012 Entitiement Start Date  6/1/2012
Asset Usage End Date  5/31/2013 Entittement End Date
CoTerm With Existing Entitlement Term 12
Renewal Opportunity (Months)
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Results

e New records created by “Renewal Management”
= 2 XAssets.
» 2 x Entitlements.
= 1 x Renewal Opportunity.
= 2 x Renewal Opportunity Products.

Note: Renewal Management Administrator can add the following related lists (Assets, Entittements, Renewal
Opportunities & Renewal Opportunity Products) to Sales/Renewal Rep’s Opportunity page layouts.

Assets _New Asset Assets Help (?
Action Asset Name Account Name Product Name Purchase Date Usage End Date Quantity Price Status
Edit | Del Premium Support BoonPlus Premium Support 6/1/2012 53172013 1.00 52,400 Installed

. Cloud Semvice Cloud Service
T T M/ 131/
Edit | Del Subscrintion BoonPlus Subscriotion 6/1/2012 Ri31/2013 10.00 512,000 Installed
+, Entitlements Entitlements Help (2
Action Entitlement Name Asset Name Account Name Product Start Date End Date Status Status lcon
Create Case Premium Support Premium Support BoonPlus Premium Support  6/1/2012  5/31/2013 Active 7
Cloud Semvice Cloud Semvice Cloud Semvice - 5
P — e e T &l 131/ I
Create Case Subscrintion Subscription BoonPlus Subscrintion 6172012 5&5/31/2013 Active «
- Renewal Opportunities _New Opportunity Renewal Opportunities Help 7
Action Opportunity Name Account Name Close Date Amount Stage
) 2013-05-01 Renewal - 10 x Cloud Service Subscription plus Premium -
M
Edit | Del Support BoonPlus 5M1/2013  $14,400.00 Prospecting

Renewal Opportunity Products Renewal Oppartunity Products Help (2

Action Renewal Opportunity Name Product Sales Price Quantity Total Price
) 2013-05-01 Renewal - 10 x Cloud Service Subscription Cloud Service Subscription

Edit | Del plus Premium Support - Renewal $1.200.00 10.00 $12,000.00
. 2013-05-01 Renewal - 10 x Cloud Service Subscription Premium Support -

Edit | Del plus Premium Support Renewal $2,400.00 1.00 52,400.00
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11 Renewal Management Use Case — Subscription Based Products

=  “Cloud Service Subscription” Asset

Asset Detail

Asset Name
Serial Number
Account
Contact
Product
Product Code

Created By

Description

Edit | | Delete | | Clone

Cloud Semvice Subscription

BoonPlus

Cloud Semvice Subscription

Sub Dev, 7/8/2012 6:53 PM

Status

Quantity

Price

Purchase Date
Install Date
Usage End Date
Competitor Asset
Last Modified By

Purchased
10.00
$12,000
6/1/2012

5/31/2013

Sub Dev, 7/8/2012 6:53 PM

Created From

¥ Renewal Management Information

10 x Cloud Service Subscrigtion

Created From

https:/nal2. salesforce.com/00kUO000003KaZ2elAC

Opportunity  plus Premium Support Opportunity Product
Link
Service Contract Ship Date
= “Premium Support” Asset
Asset Detail Edit | | Delete| | Clone
AssetName  Premium Support Status  Purchased
Serial Number Quantity 1.00
Account  BoonPlus Price  §2.400
Contact Purchase Date  6/1/2012
Product  Premium Support Install Date
Product Code Usage End Date  5/31/2013
Competitor Asset
Created By  Sub Dev, 7/8/2012 6:53 PM Last Modified By  Sub Dev, 7/8/2012 6:53 PM
Description

Created From
Opportunity

Service Contract

¥ Renewal Management Information

10 x Cloud Semnice Subscription
plus Premium Suppart

Created From
Opportunity Product
Link

Ship Date

https://na12 salesforce. com/00kU0000003Ka2]IAC
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“Cloud Service Subscription” Entitlement

Entitlement Detail Edit | | Delete|  Clone
Entitlement Name  Cloud Service Subscription Status  Active
Type  Basic Support Status lcon &
Account Name BoonPlus Start Date 6/1/2012
Service Contract End Date 5/31/2013
Contract Line Item Business Hours  Basic Support Business Hours
AssetMame  Cloud Senice Subscription Entitlement Process  Basic Support Entitlement Process
Per Incident Remaining Cases
Cases Per Entitlement
¥ System Information
Created By  Sub Dev, 7/8/2012 6:63 PM Last Modified By  Sub Dev, 7/8/2012 6:643 PM
¥ Renewal Management Information
Created From 10 x Cloud Senvice Subscription Created From  https:/nal12 salesforce com/00kU0000003Ka2:lAC
Opportunity  plus Premium Support Opportunity Product
Link
Product  Cloud Semvice Subscription
= “Premium Support” Entitlement
Entitlement Detail Edit | | Delete| | Clone
Entitlement Name Premium Support Status Active
Type  Premium Support Statuslcon ¥
Account Name  BoonPlus Start Date  6/1/2012
Service Contract End Date  &/31/2013
Contract Line ltem Business Hours Premium Support Business Hours
AssetName  Premium Support Entitlement Process  Premium Support Entitlement Process
Per Incident Remaining Cases
Cases Per Entitlement
¥ System Information
Created By  Sub Dev, 7/8/2012 6:43 PM Last Modified By  Sub Dev, 7/8/2012 6:53 PM
¥ Renewal Management Information
Created From 10 x Cloud Senvice Subscription Created From  https-//fnal2 salesforce com/00kU0000003Ka2JIAC
Opportunity  plus Premium Support Opportunity Product
Link
Product  Premium Support
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i Renewal Management Use Case — Subseription Based Products

= Renewal Opportunity
Based on the settings in the “Created From Opportunity” and Renewal Management Application, the
Close Date (5/1/2013) = Entitlement End Date (5/31/2013) — Days before Entitlement End Date (30 Days)
and the Opportunity name is prepended with Close Date (2013-05-01) + Opportunity Name Prefix
(Renewal -), followed by the “Created From Opportunity” Name.

¥ Opportunity Information

Opportunity Owner
Private

Opportunity Hame

Account Name
Type

Lead Source

Created By

Sub Dev [Change

2013-05-01 Renewal - 10 x Cloud
Semvice Subscription plus Premium
Support

BoonPlus

Renewal

Sub Dev, 7/8/2012 6:53 PM

Amount
Expected Revenue

Close Date

Next Step
Stage
Probability (%)

Primary Campaign
Source

Last Modified By

$14.,400.00
$1.440.00
5M1/2013

Prospecting
10%

Sub Dev, 7/8/2012 6:53 PM

= “Cloud Service Subscription - Renewal” Renewal Opportunity Product
Based on the Product Level settings, the “Cloud Service Subscription” is renewed with “Cloud Service
Subscription — Renewal”.

Opportunity

Product
Product Code
Quantity
Created By

Line Description

Created From
Opportunity

Created From
Opportunity Product
Link

Opportunity Product Detail

Edit

Delete

2013-05-01 Renewal - 10 x Cloud
Service Subscription plus Premium

Support
Cloud Senice Subscription - Renawal

10.00
Sub Dev, 7/8/2012 6:53 PM

1 Year Cloud Service Subscription

¥ Renewal Management Information

10 x Cloud Semwvice Subscription plus
Premium Suppaort

https:/fnal2.salesforce.com
/00KUO000003KaZelAC

Date

List Price

Sales Price
Total Price

Last Modified By

Created From
Entitlement

Created From
Entitlement Start Date

Created From
Entitlement End Date

$1.200.00

$1.200.00

$12.000.00

Sub Dev, 7/8/2012 6:53 PM

Cloud Semvice Subscription

6/1/2012

5/31/2013
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=  “Premium Support - Renewal” Renewal Opportunity Product Detail
Based on the Product Level settings, the “Premium Support” is renewed with “Premium Support —

Renewal”.
Opportunity Product Detail _ Edit_ _ Deletel
Opportunity  2013-05-01 Renewal - 10 x Cloud Date
Senvice Subscription plus Premium
Support
Product  Premium Support - Renewal List Price  $0.00
Product Code Sales Price  §2.400.00
Quantity 1.00 Total Price  $2.400.00
Created By  Sub Dev 7/8/2012 6:53 PM Last Modified By  Sub Dev, 7/8/2012 6:53 PM

Line Description

Created From
Opportunity

Created From
Opportunity Product
Link

20% of the 1 Year Cloud Senice Subscription’ Total Price

¥ Renewal Management Information

10 x Cloud Service Subscription plus Created From
Premium Support Entitlement
https-{inal2 salesforce com Created From
J00kLJDDD0003KaRIALC Entitlement Start Date

Created From
Entitlement End Date

Premium Support

6/1/2012

87312013

Things to know

e How the “Start Date” is selected by the Renewal Management for the New Entitlements?
The Entitlement Start Date from the Opportunity Product record.
The Entitlement Start Date from the Opportunity record.

= 1% Priority:
= 2" Priority:
= Default:

Today’s Date.

o How the “End Date” is selected/calculated by the Renewal Management for the New Entitlements?

The Term from the Entitlement Template that is associated to the Opportunity Product if
the “No Override Template Term” checkbox is checked in the Product.
The Entitlement End Date or Entitlement Term from the Opportunity Product record.

= 1% Priority:

= 2" Priority:
= 3 Priority:
= 4" Priority:
= Default:

The Entitlement End Date or Entitlement Term from the Opportunity record.

The Term from the Entitlement Template that is associated to the Opportunity Product.
Default Term from the Renewal Management Application settings.
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Scenario # 2 - Existing Customer, New Order, Co-Term, Service
Contract Disabled

On 9/1/2012, the same customer from Scenario # 1 wants to add “Cloud Service Subscription” plus “Premium
Support” for 5 additional users to their subscription.

e How should the Sales/Renewal Rep configure the Renewal Management Settings in Opportunity for
this new order so the two orders from the same customer can be co-terminated in next renewal?

Solution (Done by the Sales/Renewal Rep)

e Create the Opportunity and configure its Renewal Management settings
= The Sales/Renewal rep should follow the screenshot below and create the opportunity.

¥ Opportunity Information

Opportunity Owner  Sub Dev [Change Amount  §5.400.00
Private Expected Revenue 55.400.00
Opportunity Hame 5 x Cloud Service Subscription plus Close Date 9/1/2012
Premium Support
AccountName  BoonPlus Next Step
Type Stage  Closed Won
Lead Source Probability (%) 100%
Primary Campaign
Source
Created By Sub Dev 6/3/2012 12:11 PM Last Modified By Sub Dev, 7/8/2012 10:50 PM
= Add products to this opportunity.
Products (Price Book A) Add Product | | Edit All | | Choose Price Book | | Sort Products (Price Book A) Help ' ?
Action Product Sales Price Quantity Total Price Line Description
. Cloud Semvice i e
Edit | Del Subscription $300.00 500 34,500.00 9 Months Cloud Semvice Subscription
o . . o,
Edit | Del Premium Support $900.00 1.00 $900.00 é[:i;c"oeufthe 9 Months ‘Cloud Service Subscription” Total

= Configure the Renewal Management settings and Save.

¥ Renewal Management Information
Run Renewal v Reset Renewal
Management Management
Asset Purchase Date 9172012 Entitlement Start Date 9/1/2012
Asset Usage End Date B/31/2013 Entitltement End Date 5/31/2013
CoTerm With Existing  2013-05-01 Renewal - 10 x Cloud Entitlement Term
Renewal Opportunity  Senice Subseription plus Premium (Months)
Support
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Results

New records created by “Renewal Management”

= 2 XAssets.
= 2 x Entitlements.

= 2 x Renewal Opportunity Products.

(= ' Renewal Opportunities

Mo records to display

Renewal Opportunity
Products

Action

Edit | Del plus Premium Support

Edit | Del plus Premium Support

Assets _MNew Asset
Action Asset Name Account Name Product Name
Edit | Del Premium Support BoonPlus Premium Support
) Cloud Semvice Cloud Senice
Edit | Del Subscription BoonPlus Subscription
i+, Entitlements
Action Entitlement Name Asset Name
. Premium
Fremium support —EE poonrius
Create Case Premium Support Support BoonPlus
Create C Cloud Senice Cloud Semvice BoonPlus
reste Lase Subscription Subscription E—
New Opportunity

Renewal Opportunity Name
2013-05-01 Renewal - 10 x Cloud Service Subscription

2013-05-01 Renewal - 10 x Cloud Service Subscription

Purchase Date Usage End Date Quantity
A/31/2013 1.00

9/1/2012

9/1/2012

Account Name Product

Premium
Support

Cloud Semvice

Subscription

Product

Cloud Semvice

Subscription - Renewal
Premium Support -

Renewal

5/31/2013

Assets Help ' ?

Price Status
$900 Purchased

500 %4500 Purchased

Entittements Help ' ?
Start Date End Date Status Status lcon

9172012 5/31/2013 Inactive

9172012 5/31/2013 Inactive

Renewal Opportunities Help 2

Renewal Opportunity Products Help 2

Sales Price Quantity Total Price

5900.00 500 $4.500.00

5900.00 1.00 $900.00
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Co-Terminated Renewal Opportunity
Two additional Renewal Opportunity Product Line Items were added to the Renewal Opportunity created in
scenario # 1. Now the two Created From Opportunities “10 x Cloud Service Subscription plus Premium
Support” and “5 x Cloud Service Subscription plus Premium Support” are “Co-Terminated” by the same
Renewal Opportunity.

Opportunity Owner

Private

Opportunity Name

Account Name
Type

Lead Source

Created By

Description

Action Product

Edit | Del
Edit | Del
Edit | Del

Renewal

Edit | Del

Renewal

Products (Price Book A)

Cloud Service

Subscription - Renewal

Cloud Semwice

Subscription - Renewal
Premium Support -

Premium Support -

¥ Opportunity Information

Sub Dev [Change

2013-05-01 Renewal - 10 x Cloud Senice
Subscription plus Premium Support

BoonPlus

Renewal

Sub Dev, 7/8/2012 6:53 PM

» Renewal Management Information

Edit | | Delete || Clone ~

Add Product | | Edit All

Amount
Expected Revenue

Close Date

Hext Step

Stage

Probability (%)

Primary Campaign Source
Last Modified By

Choose Price Book Sort

Created From Opportunity
10 x Cloud Service Subscription plus
Premium Support

5 x Cloud Sewvice Subscription plus
Premium Support

10 x Cloud Sewvice Subscription plus
Premium Support

5 x Cloud Sewvice Subscription plus
Premium Support

Sales Price Quantity Total Price

$1,200.00
$900.00 5.00
$2.400.00 1.00
$900.00 1.00

10.00 $12.000.00

$4.500.00

$2.400.00

$900.00

$19.800.00
$1,980.00
5/1/2013

Prospecting
10%

Sub Dev, 7/8/2012 10:58 PM

Products (Price Book A)Help (?
Line Description

1 Year Cloud Semnvice Subscription

9 Months Cloud Semnvice Subscription
20% of the 1 Year ‘Cloud Service
Subscription’ Total Price

20% of the 9 Months 'Cloud Senice
Subscription’ Total Price
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Scenario # 3 - New Customer, New Order, Service Contract Enabled

Scenario # 3 is very similar to scenario # 1, the only difference is that the Service Contract is enabled in this
scenario. A SaaS company sells its subscription based products by per user per year. For their new customers,
the orders require an annual subscription, and for their existing customers, the product can be subscribed by
months so the orders can be co-terminated for future renewals. This company wants to use “Renewal
Management Enterprise” to create “Assets”, “Entitlements”, “Service Contracts” and “Renewal Opportunities”
based on the Opportunity Product Line Items in their Opportunities.

e How should the Renewal Management Administrator configure “Renewal Management Enterprise”
Application to support this business scenario?

e How should the Renewal Management Administrator configure the Renewal Management Settings in
their Products?

e On 6/1/2012, a new customer wants to order 10 x “Cloud Service Subscription” plus “Premium
Support” for Year 2012-2013, how should the Sales/Renewal Rep configure the Renewal Management
Settings in Opportunity?

Solution - Part | (Done by the Renewal Management Administrator)

¢ Renewal Management Application Level Configuration
= Login as Renewal Management Administrator.
= Go to Your Name > Setup > App Setup > Deploy > Installed Packages > Renewal Management
Enterprise > Configure
= For Scenario # 3, the Renewal Management Administrator needs to enable all settings at the Application
level, see the screenshot below for the example.

Renewal Management Settings | = Required Information
v Enable Renewal Management Default Term 12
(Months)
w Asset Settings

v Create Asset Asset Status ' Purchased

w Entitlement Settings

d Create Entitlement
d Add Asset Contact To Entitlement

w Service Contract Settings

v Create/CoTerm Service Contract Source Of Service Created From Opportunity Owner
Contract Owner

w Renewal Opportunity Settings

v Create/CoTerm Renewal Opportunity Source Of  Created From Opportunity Owner
Opportunity Owner
v Add Close Date (YYYY-MM-DD) To Opportunity Stage  Prospecting

Opportunity Name
Opportunity Type  Renewal

Days Before 30
Entitlement End Date

Opportunity Name Renewal -
Prefix
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Enable the Service Contract Settings in “Cloud Service Subscription” Product
= Open the “Cloud Service Subscription” product record created in scenario # 1, enable the Service

Contract related settings.

¥ Product Infermation

Product Name  Cloud Service Subscription Active
Product Code Product Family
Created By  John Smith, 6/3/2012 9:12 AM Last Modified By

Product Description  Basic Support included.

v

John Smith, 7/8/2012 11:23 PM

¥ Renewal Management Information - Asset Settings

Create Asset v Create One Asset
Record Per Quantity

Link Asset to Service v
Contract

¥ Renewal Management Information - Entitiement Settings

Create Entitlement v Convert Term (Days)
to Term {(Months)

Link Entitlement to v No Override On
Service Contract Template Term

¥ Renewal Management Information - Service Contract Settings

Add as Line Iltem to v
Service Contract

¥ Renewal Management Information - Renewal Opportunity Settings

Add as Line ltem to v Renew With (The
Renewal Opportunity Same Product)
Renew With (A

Different Product)

Cloud Senice Subscription -

Renewal
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Enable the Service Contract Settings in “Premium Support” Product
= Open the “Premium Support” created in scenario # 1, enable the Service Contract related settings.

¥ Product Information

Product Name  Premium Support Active
Product Code Product Family
Created By  John Smith. 6/3/2012 9:37 AM Last Modified By

Product Description  7x24 Premium Support for New Customers/Orders

v

John Smith, 7/8/2012 11:51 PM

¥ Renewal Management Information - Asset Settings

Create Asset v Create One Asset
Record Per Quantity

Link Asset to Service v
Contract

¥ Renewal Management Information - Entitlement Settings

Create Entitlement v Convert Term {Days)
to Term (Months)

Link Entitlement to v Ho Override On
Service Contract Template Term

¥ Renewal Management Information - Service Contract Settings

Add as Line ltem to v
Service Contract

¥ Renewal Management Information - Renewal Opportunity Settings

Add as Line Item to v Renew With (The
Renewal Opportunity Same Product)
Renew With (A

Different Product)

Premium Support - Renewal
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Solution - Part Il (Done by the Sales/Renewal Rep)

e Create the Opportunity and configure its Renewal Management settings
= Renewal Management Administrator needs to add a “Renewal Management Information” section to
Sales/Renewal Rep’s Opportunity Page Layout and set the field level security of each Renewal
Management field to “Visible” before the Reps can start using Renewal Management in their

opportunities, see the screenshot below for the example.

Renewal Management Information

[ 7/8/2012 |

Existing Renewal
Opportunity

(Months)

Run Renewal D Reset Renewal D
Management Management
Asset Purchase New Service

[ 7/8/2012 |

Date Contract Start Date

Asset Usage End [ 7/8/2012 ] New Service [ 7/8/2012 ]
Date Contract End Date
New Service New Service
Contract Name Contract Term
(Months)

New Renewal Entitlement Start [ 7/8/2012 ]
Opportunity Name Date

CoTerm With a, Entitlement End [ 7/8/2012 |
Current Service ) Date

Contract

CoTerm With a, Entitlement Term

= The Sales/Renewal Rep should follow the screenshot below and create the opportunity.

¥ Opportunity Information

Created By

John Smith, 6/8/2012 1:48 PM

Primary Campaign
Source

Last Modified By

Opportunity Owner  SubSrv Dev [Change Amount  514,400.00
Private Expected Revenue  $14.400.00
Opportunity Hame 10 x Cloud Semvice Subscription Close Date  6/1/2012
plus Premium Support
Account Hame BoonPlus Next Step
Type Stage  Closed Woan
Lead Source Probability (%)  100%

SubSrv Dev, 7/8/2012 11:58 PM
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P  Renewal Management Use Case — Subscription Based Products
= Add products to this opportunity.

Products (Price Book A)

Add Product
Sort

Edit All Choose Price Book

Products (Price Book A) Help

?

Action Product Created From Opportunity Sales Price Quantity Total Price Line Description
) Cloud Semvice 1 Year Cloud Semnice
Edit | Del Subscription $1,200.00 10.00 $12.000.00 Subscription
Premium 20%_ of the 1 Ygar_'CIoud
Edit | Del ‘g pnart $2,400.00 1.00  $2,400.00 Se_r\m:e Subscription” Total
=uzzon Price
= Configure the Renewal Management settings and Save.
¥ Renewal Management Information
Run Renewal v Reset Renewal
Management Management
Asset Purchase Date  6/1/2012 HNew Service Contract  6/1/2012
Start Date
Asset Usage End Date  5/31/2013 New Service Contract
End Date
Hew Service Contract  2012-2013 Semnvice Contract Hew Service Contract 12

Name

HNew Renewal
Opportunity Name

CoTerm With Current
Service Contract

CoTerm With Existing

2013 Renewal Opportunity

Term (Months)
Entitlement Start Date

Entitlement End Date

Entitlement Term

(Months)

Renewal Opportunity

Results

o New records created by “Renewal Management”
= 2 X Assets.
= 2 x Entitlements.
= 1 x Service Contract.
= 2 x Contract Line Items.
= 1 x Renewal Opportunity.
= 2 x Renewal Opportunity Products.

Note: Renewal Management Administrator can add the following related lists (Assets, Entitlements, Service
Contracts, Contract Line Iltems, Renewal Opportunities & Renewal Opportunity Products) to Sales/Renewal

Rep’s Opportunity page layouts, see the screenshot below for the example.

Copyright © 2012 BoonPlus, LLC All Rights Reserved
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i Renewal Management Use Case — Subseription Based Products

Assets New Asset | Assets Help (?
Action Asset Hame Account Name Product Hame Purchase Date Usage End Date QGuantity Price Status
Edit | Del Premium Support BoonPlus Premium Support 6172012 5/31/2013 1.00 352400 Purchased

Cloud Semvice Cloud Service
i T eI &l i3
Edit | Del Subscription BoonPlus Subscription 6172012 5/31/2013 10.00 512,000 Purchased

." Entitlements Entittements Help .2

Action Entitlement Hame Asset Name Account Name Product Start Date End Date Status Status lcon

Create Case Premium Support Premium Support BoonPlus Premium Support  6/1/2012  5/31/2013 Active «°

Cloud Semvice Cloud Semvice Cloud Semvice .
— — e als 317 ?
Create Case Subscription Subscription BoonPlus Subscription 6/1/2012  5/31/2013 Active
s Service Contracts Senvice Contracts Help ' ?
Action Contract Name  Account Name 5tart Date End Date Lineltems Total Price Description Status Status lcon

2012-2013 Semvice
Contract Coverage: All

2012-2013 BoonPlus  6/1/2012 5/31/2013 2 $14400.00 Products, All Contacts, Active o
Semnvice Contract )
_ All Senices and All
Sites
; Contract Line ltems Contract Line ltems Help ' ?

Action Line ltem Number Service Contract Name Product Hame Start Date End Date Total Price Description Status Status lcon
20% of the 1

. . Year "Cloud
1 %Uulﬁrfgtw Senice w 6/1/2012 5/31/2013 $2400.00 Senice Active &
=2uppot Subscription’
Total Price
' ' 1 Year Cloud
2012-2013 Senvice Cloud Semvice . .
2 o BM/2012  5/31/2013 $12,000.00 Serice Active &7
Contract Subscription Subscription
(' Renewal Opportunities _New Opportunity Renewal Opportunities Help 2
Action Opportunity Name Account Name Close Date Amount Stage
Edit | Del 2013 Renewal Opportunity BoonPlus 5172013 $14.400.00 Prospecting
Renewal Opportunity Products Renewal Opportunity Products Help ' ?
Action Renewal Opportunity Name Product Sales Price Quantity Total Price
Edit | Del 2013 Renewal Opportunity Cloud Semnvice Subscription - Renewal 51.200.00 10.00 $12,000.00
Edit | Del 2013 Renewal Opportunity Premium Support - Renewal 52.400.00 1.00 52.400.00
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= Service Contract

Based on the settings in the “Created From Opportunity”, the Service Contract Name is set to “2012-2013

Service Contract”.

Service Contract Detail

Contract Name

Description

Account Name
Contact Name
Subtotal
Discount

Total Price
Billing Address
Created By

Service Contract  SubSmv Dev
Owner
Contract Humber 00009183

2012-2013 Semvice Contract

2012-2013 Semnvice Contract Coverage: All
Products, All Contacts, All Senices and
All Sites

BoonPlus
$14,400.00
0.00%

$14,400.00

SubSwv Dev, 7/9/2012 12:07 AM

Status lcon

Start Date
End Date

Term (months)

Special Terms

Line ltems

Shipping and Handling
Tax

Grand Total

Shipping Address
Last Modified By

¢)

6/1/2012
873172013
12

$14.,400.00

SubSrv Dev, 7/9/2012 12:07 AM

Created From
Opportunity

¥ Renewal Management Information

10 x Cloud Service Subscription plus
Premium Suppaort

+. Entitlements

Entitements Help ' ?

Book A)

Add Line Item

Action Entitlement Line ltem Number Account HName Product Start Date End Date Status Status lcon
Create Case Premium Support 1 BoonPlus Premium Support B/1/2012  &/31/2013 Active «°
Cloud Senvice Cloud Service .
Create Case Subscrition 2 BoonPlus Subscriotion B/1/2012  &/31/2013 Active «
» e Contract Line ltems (Price Book A) Help ' ?

Action Line tem Number Created From Opportunity Product Name Start Date End Date Total Price Description
20% of the 1

Status Status lcon

10 x Cloud Service Promium Year ‘Cloud
1 Subscription plus Support 6/1/2012  5/31/2013  $2.400.00 Sernice Active o
Premium Support =uEeal Subscription’
Total Price
10 x Cloud Semvice Cloud Senice 1 Year Cloud
2 Subscription plus o BM2012  R/31/2013 $12.000.00 Service Active &
Premium Support Subscription Subscription
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=  “Premium Support” Contract Line Item

i Renewal Management Use Case — Subscription Based Products

Contract Line Item Detail
Line Item Number 1 Status lcon &
Product  Premium Support Start Date  6/1/2012
Service Contract  2012-2013 Service Contract End Date  5/31/2013
Description  20% of the 1 Year 'Cloud Senvice
Subscription® Total Price
List Price  50.00 Subtotal 52 400.00
Sales Price  52.400.00 Discount
Quantity  1.00 Total Price  §2,400.00
AssetName  Premium Support
Created By  SubSmv Dev, 7/9/2012 12:07 AM Last Modified By  SubSrv Dev, 7/9/2012 12:07 AM
¥ Renewal Management Information
Created From 10 x Cloud Semwice Subscription plus Created From  https-//nal12 salesforce com
Opportunity  Premium Support Opportunity mell_lil“ﬂ; /00kUJ0000003KdrwlAC
= “Cloud Service Subscription” Contract Line Iltem
Contract Line Item Detail
Line ltem Number 2 Status lcon &
Product  Cloud Service Subscription Start Date  5/1/2012
Service Contract  2012-2013 Semnvice Contract End Date  5/31/2013
Description 1 Year Cloud Senice Subscription
List Price  $1,200.00 Subtotal  $12.000.00
Sales Price  §1,200.00 Discount
Quantity  10.00 Total Price  $12,000.00
AssetName  Cloud Service Subscription
Created By  SubSwv Dev, 7/9/2012 12:07 AM Last Modified By ~ SubSrv Dev, 7/9/2012 12:07 AM

¥ Renewal Management Information

10 x Cloud Service Subscription plus
Premium Support

Created From
Opportunity

Created From
Opportunity Product
Link

https://nal2 salesforce.com
f00KUQO00003KdrALC
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Renewal Opportunity

Based on the settings in the “Created From Opportunity” and Renewal Management Application, the
Opportunity Name is set to “2013 Renewal Opportunity” and the Close Date (5/1/2013) = Service
Contract End Date (5/31/2013) — Days before Entitlement End Date (30 Days).

¥ Opportunity Information

Opportunity Owner  SubSnv Dev [Change] Amount  §14.400.00
Private Expected Revenue  §1,440.00
Opportunity Name 2013 Renewal Opportunity Close Date  5/1/2013
Account Name  BoonPlus Next Step
Type  Renewal Stage  Prospecting
Lead Source Probability (%) 10%

Primary Campaign
Source

Created By  SubSrv Dev. 7/9/2012 9:28 PM Last Modified By  SubSrv Dev. 7/9/2012 9:28 PM

Description

» Renewal Management Information

Edit | | Delete | | Clone *

Add Product Edit All Choose Price Book Products (Price Book A) Help

Sort ?

Products (Price Book A)

Action Product Sales Price Quantity Total Price Line Description
Edit | Del g'”“d Senice Subscriplion = g4 500 g9 40.00 $12,000.00 1 Year Cloud Senice Subscription
enewal
. . :
Edit | Del Premium Support - Renewal ~ $2.40000 100 $240000 20 ofthe 1Year ‘Cloud Senice

Subscription’ Total Price

Things to know

How the “Start Date” is selected by the Renewal Management for the New Entitlements?

= 1% Priority: The Entitlement Start Date from the Opportunity Product record if it is greater than the
Service Contract Start Date in the Opportunity record.

= 2" Priority:
Contract Start Date in the Opportunity record.

= 3" Priority: The Service Contract Start Date from the Opportunity record.

= Default: Today’s Date.

How the “End Date” is selected/calculated by the Renewal Management for the New Entitlements?
= 1% Priority:
the “No Override Template Term” checkbox is checked in the Product.
= 2" Priority:
earlier than the Service Contract End Date in the Opportunity record.
= 3" Priority:
than the Service Contract End Date in the Opportunity record.
= 4" Priority:
the Start Date + Template Term is earlier than the Service Contract End Date in the Opportunity record.
= 5" Priority: The Service Contract End Date from the Opportunity record.
= Default: Default Term from the Renewal Management Application settings.

Copyright © 2012 BoonPlus, LLC All Rights Reserved

The Entitlement Start Date from the Opportunity record if it is greater than the Service

The Term from the Entitlement Template that is associated to the Opportunity Product if
The Entitlement End Date or Entitlement Term from the Opportunity Product record if it is
The Entitlement End Date or Entitlement Term from the Opportunity record if it is earlier

The Term from the Entitlement Template that is associated to the Opportunity Product if
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P  Renewal Management Use Case — Subscription Based Products
Scenario # 4 - Existing Customer, New Order, Co-Term, Service
Contract Enabled

Scenario # 4 is very similar to scenario # 2, the only difference is that the Service Contract is enabled in this
scenario. On 9/1/2012, the same customer from Scenario # 3 wants to add “Cloud Service Subscription” and
“Premium Support” for 5 additional users to their subscription.

e How should the Sales/Renewal Rep configure the Renewal Management Settings in Opportunity for

this new order so the two orders from the same customer can be co-terminated in next year’s
renewal?

Solution (Done by the Sales/Renewal Rep)

e Create the Opportunity and configure its Renewal Management settings
» The Sales/Renewal rep should follow the screenshot below and create the opportunity.

¥ Opportunity Information

Opportunity Owner  SubSrv Dev [Change] Amount  55,400.00
Private Expected Revenue 55 400.00
Opportunity Name 5 x Cloud Service Subscription plus Close Date  9/1/2012
Premium Support
Account Mame  BoonPlus Next Step
Type Stage  Closed Won
Lead Source Probability (%) 100%

Primary Campaign
Source

Last Modified By

SubSrv Dev, 7/8/2012 11:58 PM

Created By  John Smith, 6/8/2012 5:20 PM

=  Add products to this opportunity.

Add Product Choose Price Book

Sort

Edit All Products (Price Book A) Help

?

Products (Price Book A)

Action Product Created From Opportunity Sales Price Quantity Total Price Line Description
. Cloud Semvice 9 Months Cloud Service
Edit | Del Subscription $900.00 500 $4,500.00 Subscription
. 20% of the 9 Maonths ‘Cloud
Edit | Del CloUM $900.00  1.00  $900.00 Senice Subscription Total
I © Support - - - Price
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i Renewal Management Use Case — Subseription Based Products

=  Configure the Renewal Management settings and Save.

¥ Renewal Management Information

Run Renewal v Reset Renewal
Management Management

Asset Purchase Date  9/1/2012 New Service Contract
Start Date

Asset Usage End Date B/31/2013 New Service Contract

New Service Contract
Name

New Renewal
Opportunity Name

CoTerm With Current
Service Contract

CoTerm With Existing
Renewal Opportunity

2012-2013 Senvice Contract

2013 Renewal Opportunity

End Date

New Service Contract
Term (Months)

Entitlement Start Date  9/1/2012
Entitlement End Date

Entitlement Term
{Months)

Results

New records created by “Renewal Management”

= 2 X Assets.
= 2 x Entitlements.

= 2 x Contract Line Items.
= 2 x Renewal Opportunity Products.

Create Case Premium Support
Cloud Service

Premium Support  9/1/2012  &/31/2013 Inactive

Cloud Semvice

Premium Support BoonPlus
Cloud Service

Create Case Subscription

4 Service Contracts

Mo records to display

BoonPlus 9/1/2012  5/31/2013 Inactive

Subscription Subscription

Sernvice Contracts Help

Assets _New Asset Assets Help 7
Action Asset Name Account HName Product Name Purchase Date Usage End Date Quantity Price Status
Edit | Del Premium Support BoonPlus Premium Support 9M1/2012 5f31/2013 1.00 3900 Purchased

) Cloud Semice Cloud Service
Edit | Del Subscrintion BoonPlus Subscription 92012 53142013 500 34,500 Purchased
.. Entitlements Entitlements Help ' ?
Action Entitlement Name Asset Name Account Name Product Start Date End Date Status Status lcon

?
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i Renewal Management Use Case — Subseription Based Products

-

+ Contract Line Items

Action Line ltem Number Service Contract Name Product Name StartDate End Date Total Price Description

Contract Line ltems Help 2

Status  Status lcon
20% of the 9

Months
3 2012-2013 Sendce  Premum  g,1n040 51013 5900.00 o 0Ud Inactive
Contract Support Semvice
Subscription’
Total Price
9 Months
2012-2013 Senvice Cloud Semice Cloud .
4 Contract Subscription 9172012  5/31/2013  $4.500.00 Senvice Inactive
Subscription
(- ' Renewal Opportunities _Hew Opportunity Renewal Opportunities Help (2
Mo records to display
Renewal Opportunity Products Renewal Opporiunity Products Help 2
Action Renewal Opportunity Name Product Sales Price  Quantity  Total Price
Edit | Del 2013 Renewal Opportunity Cloud Semvice Subscription - Renewal $900.00 500 $4.500.00
Edit | Del 2013 Renewal Opportunity Premium Support - Renewal $900.00 1.00 $900.00

Co-Terminated Service Contract
Two new Entitlements and two new Contract Line ltems (“3” & “4”) were added to the Service Contract -
“2012-2013 Service Contract” created in scenario # 3. Now the two orders “10 x Cloud Service Subscription
plus Premium Support” and “5 x Cloud Service Subscription plus Premium Support” are “Co-Terminated” by

the same Service Contract.

Service Contract Detail

Service Contract
Owner

Contract Number
Contract Hame

Description

Account Name
Contact Name
Subtotal
Discount

Total Price
Billing Address
Created By

SubSrv Dav

00009183
2012-2013 Semvice Contract

2012-2013 Senice Contract Coverage: All
Products, All Contacts, All Services and
All Sites

BoonPlus
$19,800.00
0.00%

$19.600.00

SubSmw Dev, 7/9/2012 12:07 AM

Status lcon

Start Date
End Date

Term {months)

Special Terms

Line Items

Shipping and Handling
Tax

Grand Total

Shipping Address
Last Modified By

'\'/)

6/1/2012
5/31/2013
12

$19.600.00

SubSmw Dev, 7/9/2012 12:28 AM

Created From
Opportunity

¥ Renewal Management Information

10 x Cloud Service Subscription plus
Premium Suppart
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+. Entitlements

Entittements Help ' ?

Book A)

10 % Cloud Service

1 Subscription plus
Premium Support

10 % Cloud Service

Subscription plus
Premium Support

[[3%]

5 x Cloud Semvice

Subscription plus
Premium Support

(%]

5 % Cloud Semice

Subscription plus

|

Action Line tem Number Created From Opportunity Product Name

Premium
Support

Cloud Service

Subscription

Premium
Support

Cloud Service

Suhscrintion

Action Entitlement Line ltem Number Account Name Product Start Date End Date Status Status lcon
Create Case Premium Support 1 BoonPlus Premium Support 6/1/2012  B/31/2013 Active o
Cloud Service Cloud Service . 5
- L . —~ L - . 'l ! I3
Create Case Subscription 2 BoonPlus Subscription 6/1/2012  5/31/2013 Active «
Create Case Premium Support 3 BoonPlus Premium Support 8/1/2012  8/31/2013 Inactive
Cloud Semvice Cloud Service .
P P e— M/ f31/
Create Case Subscriotion 4 BoonPlus Subscription 9/1/2012  5/31/2013 Inactive
# Contract Line Items (Price _Add Line ftem Contract Line ltems (Price Book A) Help (2

Start Date End Date  Total Price

6/1/2012  5/31/2013 $2,400.00

6/1/2012  5/31/2013 $12.000.00

9M1/2012  5/31/2013 $900.00

9 Months
Cloud
Seni

9/1/2012  5/31/2013  $4,500.00

Description

20% of the 1
Year Cloud
Senice
Subscription’
Total Price

1 Year Cloud
Senice
Subscription

20% of the 9
Months
‘Cloud
Semice
Subscription’
Total Price

Status  Status lcon

Active &

Active &

Inactive

Inactive

ce

e Co-Terminated Renewal Opportunity

Two additional Renewal Opportunity Product Line Items were added to the Renewal Opportunity - “2013
Renewal Opportunity” created in scenario # 3. Now the two orders “10 x Cloud Service Subscription plus
Premium Support” and “5 x Cloud Service Subscription plus Premium Support” are “Co-Terminated” by the

same Renewal Opportunity.

¥ Opportunity Information

Opportunity Owner  SubSrv Dev [Change]

Private
Opportunity Name
Account Mame  BoonPlus
Type  Renewal

Lead Source

Created By

Description

» Renewal Management Information

Edit

2013 Renewal Opportunity

SubStv Dev, 7/9/2012 12:07 AM

Delete

Amount  $19.800.00
Expected Revenue  $1,980.00
Close Date  §/1/2013
Hext Step
Stage  Prospecting
Probability (%) 10%

Primary Campaign
Source

Last Modified By

Clone =

SubSmv Dev, 7/9/2012 12:28 AM
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. Add Product | | Edit All | | Choose Price Book Products (Price Book A) Hel
Products (Price Book A) roduds (Price Book A) e,p
Sort ;
Action Product Created From Opportunity Sales Price Quantity Total Price Line Description
Cloud Semvice 10 x Cloud Senice 1 Year Cloud Senvice
Edit | Del Subscription - Subscription plus Premium $1,200.00 10.00 312,000.00 Subscription

Renewal Support

Cloud Semvice

- ot 5 x Cloud Senvice Subscription -
Edit | Del Subscription - 5 % Cloud Senvice Subscription $900.00 500 $4500.00 9 Months Cloud Senvice

Renewal plus Premium Support Subscription

Premium 10 x Cloud Senice 20% of the 1 Year ‘Cloud
Edit | Del Support - Subscription plus Premium $2.400.00 1.00 $2.400.00 Service Subscription’

Renewal Support Total Price

Premium 20% of the 9 Manths

5 % Cloud Semvice Subscription
plus Premium Support

$900.00 1.00 $900.00 'Cloud Service
Subscription’ Total Price

Edit | Del Support -
Renewal
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