Deloitte consumer Business focus: New revenue recognition model
A synopsis of IFRS 15

Step 1:
Identify the contract with
the customer
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Step 3:

Determine the transaction
price (including discounts)

Step 4:

Allocate the transaction
price based on the fair
value of the performance
obligations

Step 5:
Recognise revenue as
performance obligation

transferred

© 2014 Deloitte & Touche. All rights reserved. Member of Deloitte Touche Tohmatsu Limited

R e
- O—————————-
I — o————-o

Potential impacts for the consumer business sector

Revenue recognition in
IFRS 15 triggered by
transfer of control to the
customer (not purely
risks and rewards
assessment)

Payment terms less

than 12 months do not
require discounting

Distinguish
performance warranties
from separate warranty

performance
obligations

Own brand &
customised products

Consignment
arrangements

Consider whether
payments to customers
for trade-ins are an
adjustment to the
underlying transaction
price

Loyalty provision
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the fair value of the

initial transaction

IFRS 15 Revenue from Contracts with Customers

Effective date: 1 January 2017
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