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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. 
 

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

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

 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 I (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. 
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 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. 
 

 

 
 

 “Cloud Service Subscription” Entitlement Template Detail 
 To create this Entitlement 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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 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. 
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 “Premium Support” Entitlement Template Detail 
 Set the “Term (Days)” to 365 since the new orders require an annual subscription. 

 

 
 

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

 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. 

 

 
 

 The Sales/Renewal Rep should follow the screenshot below and create the opportunity. 
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 Add products to this opportunity. 
 

 
 

 Configure the Renewal Management settings and Save. 
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Results 
 

 New records created by “Renewal Management” 
 2 x Assets. 
 2 x Entitlements. 
 1 x Renewal Opportunity. 
 2 x Renewal Opportunity Products. 

 
Note: Renewal Management Administrator can add the following related lists (Assets, Entitlements, Renewal 
Opportunities & Renewal Opportunity Products) to Sales/Renewal Rep’s Opportunity page layouts. 
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 “Cloud Service Subscription” Asset 
 

 
 
 “Premium Support” Asset 
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 “Cloud Service Subscription” Entitlement 
 

 
 
 “Premium Support” Entitlement 
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 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. 

 

 
 

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

 

 
 

Things to know 
 

 How the “Start Date” is selected by the Renewal Management for the New Entitlements? 
 1

st
 Priority: The Entitlement Start Date from the Opportunity Product record. 

 2
nd

 Priority: The Entitlement 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

st
 Priority: 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. 
 2

nd
 Priority: The Entitlement End Date or Entitlement Term from the Opportunity Product record. 

 3
rd

 Priority: The Entitlement End Date or Entitlement Term from the Opportunity record. 
 4

th
 Priority: The Term from the Entitlement Template that is associated to the Opportunity Product. 

 Default:  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.  
 

 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) 
 

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

 
 
 Add products to this opportunity. 
 

 
 
 Configure the Renewal Management settings and Save. 
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Results 
 
 New records created by “Renewal Management” 

 2 x Assets. 
 2 x Entitlements. 
 2 x Renewal Opportunity Products. 
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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. 
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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. 
 

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

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

 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 I (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. 
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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. 
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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. 
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Solution - Part II (Done by the Sales/Renewal Rep) 

 

 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. 

 

 
 
 The Sales/Renewal Rep should follow the screenshot below and create the opportunity. 
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 Add products to this opportunity. 
 

 
 
 Configure the Renewal Management settings and Save. 

 

 
 

Results 
 

 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 Items, Renewal Opportunities & Renewal Opportunity Products) to Sales/Renewal 
Rep’s Opportunity page layouts, see the screenshot below for the example. 
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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”. 
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 “Premium Support” Contract Line Item 
 

 
 

 “Cloud Service Subscription” Contract Line Item 
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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). 

 

 
 

Things to know 
 

 How the “Start Date” is selected by the Renewal Management for the New Entitlements? 
 1

st
 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

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

Contract Start Date in the Opportunity record. 
 3

rd
 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

st
 Priority: 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. 
 2

nd
 Priority: The Entitlement End Date or Entitlement Term from the Opportunity Product record if it is 

earlier than the Service Contract End Date in the Opportunity record. 
 3

rd
 Priority: The Entitlement End Date or Entitlement Term from the Opportunity record if it is earlier 

than the Service Contract End Date in the Opportunity record. 
 4

th
 Priority: The Term from the Entitlement Template that is associated to the Opportunity Product if 

the Start Date + Template Term is earlier than the Service Contract End Date in the Opportunity record. 
 5

th
 Priority: The Service Contract End Date from the Opportunity record. 

 Default:  Default Term from the Renewal Management Application settings.  
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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.  
 

 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) 
 

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

 
 
 Add products to this opportunity. 
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 Configure the Renewal Management settings and Save. 
 

 
 

Results 
 

 New records created by “Renewal Management” 
 2 x Assets. 
 2 x Entitlements. 
 2 x Contract Line Items. 
 2 x Renewal Opportunity Products. 
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 Co-Terminated Service Contract  
Two new Entitlements and two new Contract Line Items (“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. 
 

 



 Copyright © 2012 BoonPlus, LLC All Rights Reserved Page 28 of 29 

 
 

 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. 
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