/A Accrete

Modernizing Revenue and Billing: Why
2026 Will Be the Year CIOs Redesign
Financial Operations



For decades, enterprise financial
operations were optimized for a
predictable world—fixed pricing, linear
contracts, and monthly or annual billing
cycles. That world no longer exists. By
2026, most enterprises will operate with
hybrid revenue models that combine
subscriptions, usage-based pricing,
outcome-based contracts, and traditional

duct sal As a.Zuora expert M has
product sales.

worked across subscription,
consumption, and hybrid
business models, one thing is
clear—2026 will be the year
ClOs fﬁndamentally redesign
revenué and billing operations
to keep pace with how
businesses sell today.

This shift is forcing CIOs to confront a hard
truth: legacy billing and revenue systems
were not designed for modern
monetization. ERP-centric billing,
custom-coded pricing logic, and manual
revenue processes are now major inhibitors
to growth, agility, and compliance.

The Revenue Model Shift CIOs Can No Longer Ignhore

The modern enterprise is no longer defined by what it sells, but how it monetizes
value.

Across industries—software, manufacturing, media, telecom, healthcare, and even
B2B services—revenue models are rapidly evolving:

Bundled
based offerings consumption physical and
replacing pricing tied to digital services
one-time licenses | actual value

delivered

Contract terms
that change
dynamically over
time

Subscription- Usage-based and

This complexity breaks traditional ERP billing engines. Hard-coded pricing logic,
inflexible invoice structures, and batch-oriented processes simply cannot keep
up.

By 2026, ClOs will be expected to support continuous monetization innovation,
not just financial stability. That requires a modern revenue and billing
architecture.



Why Legacy ERP Billing Is Holding Enterprises Back

Many organizations still rely on ERP systems as the “system of record” for billing
and revenue recognition. While ERPs are excellent at financial control, they
struggle with revenue agility.

Common limitations include:

Inability to model Manual workarounds for  Delayed or
complex subscription contract amendments error-prone invoicing
and usage scenarios and renewals

High IT dependency for
pricing or product
changes

Revenue recognition
challenges under ASC
606 and IFRS 15

As revenue models evolve, ERP-centric billing becomes a bottleneck. ClOs are
forced into a cycle of custom development, increasing technical debt and
operational risk.

This is why leading enterprises are decoupling revenue and billing from core
ERP—without compromising compliance or control.

Zuora and the Rise of Modern Revenue Platforms

Modern revenue platforms like Zuora were purpose-built for recurring,
usage-based, and hybrid revenue models. Unlike ERP billing modules, Zuora is
designed to handle monetization complexity at scale.

From a CIO perspective, Zuora enables:
* Flexible product catalogs and pricing
models
Automated subscription lifecycle
management
Usage capture and rating in near real
time
Accurate, compliant revenue
recognition
Seamless integration with ERP systems
such as SAP S/4HANA and Oracle




Most importantly, Zuora allows revenue teams to innovate without constant IT
intervention, dramatically reducing time-to-market for new offerings.

By 2026, this architectural separation—ERP for financial control, Zuora for
monetization agility—will become a best practice.

Revenue Recognition and
Compliance: A Non-Negotiable
Requirement

Modernizing billing is not just about

growth—it is about compliance and audit
readiness.

Regulations such as ASC 606 and IFRS 15
require precise revenue allocation, contract
modifications tracking, and performance
obligation management. Manual processes or
spreadsheet-based reconciliations introduce
significant risk.

Zuora Revenue provides:

Automated Support for End-to-end Alignment with
revenue complex contract audit trails ERP general
allocation and changes ledger postings
recognition

For CIOs, this reduces dependency on manual controls while strengthening
governance—a critical requirement as revenue models grow more complex.

The CIO Mandate: From Billing Engine to Revenue Architecture

By 2026, ClIOs will be measured on how effectively IT enables revenue strategy.
This represents a fundamental shift—from managing billing systems to designing
revenue architecture.



A modern revenue architecture This architecture allows enterprises

includes: to:

» A dedicated revenue and billing ¢ Launch new pricing models
platform (such as Zuora) faster

e ERP integration for financial * Reduce bllllng errors and revenue
reporting and controls leakage

+ CRM integration for deal-to-cash * Improve customer experience
automation and transparency

« Data platforms for revenue * Scale globally without
analytics and forecasting re-platforming

Why 2026 Is the Inflection Point

Several forces are converging to make 2026 a decisive year:
CFOs demanding greater revenue predictability
Boards prioritizing monetization innovation

Auditors increasing scrutiny on revenue processes

Customers expecting flexible, usage-aligned pricing

Al-driven insights requiring clean, real-time revenue data

Organizations that delay modernizing revenue and billing will face increasing
friction, slower growth, and higher operational costs. Those that act now wiill
unlock agility and resilience.

Integrating Zuora with SAP and Enterprise Systems
For SAP-centric enterprises, Zuora does not replace ERP—it complements it.
A well-designed integration between Zuora and SAP S/4HANA enables:



Real-time billing Scalable revenue
and invoicing recognition

Accurate GL Reduced custom
postings development in SAP

This approach preserves SAP as the financial backbone while enabling modern
monetization at the edge—a model increasingly favored by ClOs.

Final Thoughts: Revenue Is Now a Technology Problem

Revenue and billing are no longer
purely finance functions. They are
technology-enabled capabilities that
require modern platforms, clean
data, and scalable architecture.

By 2026, the most successful CIOs
will be those who recognized early
that revenue modernization is a
strategic IT priority. Platforms like
Zuora provide the foundation to
support new business models
without sacrificing compliance or
control.
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The question for CIOs is no longer
whether to modernize revenue and
billing—but how quickly they can do
it without disrupting the business.
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