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Re-Engineer Your Cash Flow Cycle
with
Oracle Credit and Collections Suite

A Case Study ;

Presenters:

Anil Madhireddy (amadhireddy@verisign.com)

Michael Puccinelli (mpuccinelli@verisign.com)

Where it all comes together:




+ VeriSign, Inc. (Nasdaq: VRSN) is the trusted provider of Internet
infrastructure services for the networked world. Billions of times
each day, our SSL, identity and authentication, and domain name
services allow companies and consumers all over the world to
engage in trusted communications and commerce.

+ Anil Madhireddy is a Senior Business Analyst in the Enterprise IT
Division of VeriSign Inc

+ Michael Puccinelli, CCE is the Senior Manager, Global Credit &
Collections at VeriSign Inc
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1. VeriSign Credit & Collections Suite Overview

Credlt Management @ VeriSign
Building Blocks for Effective Credit Management

. Integration with Dun & Bradstreet

. VeriSign Composite Scoring Model

. New Customer Reviews

. Order Reviews & Enhanced Credit Checking
. Existing Customer Periodic Reviews

. Integration with Credit Management

3. Advanced Collections @ VeriSign
. VeriSign Collections Scoring Model
. Customer Scoring & Collections Strategy Mapping
. Pre-Delinquency Strategies — Key to improving DSO
. Collections UWQ
. Other Key Features

4. What VeriSign Gained?
5. Lessons Learned

6. Q&A
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Oracle Credit & Collections Suite @ VeriSign
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The ability to manage
credit risk is essential to
conducting business.

Mitigating risk involves assessing
customer risk and utilizing that
assessment in the credit decision
making process

[

Credit Management

@ VeriSign

J’Z/

To assess risk, both
internal and external
data needs to be
available for a
compreheansive review

Managing cradit is key to
managing credit to cash
cycle and has a direct
effect on the
Organizations's quality of
recaivables & cash flows

With Oracle Credit management &
Integration with Dun & Bradstreet,
VeriSign downloads external customer
data integrates with internal data to
manage the risk of the portfolio

MNew Customer Heviews,
Sales Order Reviews &
Existing Customer
periodic reviews form the
framework for credit
management @ VeriSign |
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Building Blocks for Effective Credit Management

+ D&B Data

Paydex, Commercial Credit Score, D&B Rating & Financial Stress
Score

+ |Internal Data

No of years customer did business with VeriSign & Weighted Average
Days Delinquent (WADD)

+ Credit Limits & Payment Terms

+ Credit Review Cycle
Quarterly, Semi-Annually, Annually & On Demand

+ Risk Profiles
High/Low/Moderate

+ Sales Order Credit Checking
Customer Credit Exposure vs. Credit Limit
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Dun & Bradstreet Integration

+ Oracle provides ‘Out of the Box’ Integration with Dun & Bradstreet
Toolkit

+ VeriSign can download D&B data for customers using this
integration from Credit Management

ORACI—EI Cloze YWindow: Preferel
e e —— = ' —_— =

' D&B Search '

Ferformance Fe-Assign Review

Analysis Faolicy Management

Application

Dun and Bradstreet

Access! Purchase

Party Search
You may search for a party using the basic company information such as the name and address or, more advanced information such as a
DURMS Mumber, Local Business |d or SIC Code.

Basic Search Criteria

Party Marme | Farty Murnber I
Site Mumber | Address I
City | State |

Postal Code | Province I
County | Country Code I

( Search )
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Types of Credit Assessments

+ New Customer Reviews
. Review customer based on D&B data

. Credit Limit, Risk Profile & Review Cycle & Payment term assigned
to the customer based on review

+ Sales Order Reviews (Credit Checking for Orders)
. Orders credit checked comprehensively for the following 4 criteria
I. Standard Credit Check (customer exposure < credit limit)

Ii. Payment Terms on the order = payment term assigned to the
customer

. Amount 91 Days Past Due (if any) is not more than 10% of customer
outstanding

Iv. A credit review for the customer is not past due

+ Existing Customer Reviews

- Customer Accounts are automatically selected for credit review
based on the review cycle & last review dates
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VeriSign Credit Review Process
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Credlt Checklng on Sales Orders

Eror (RN
tern |

Oirder Line Wessage Tex E ':'ﬂ|ﬂ'5”j

| [1100085767))

11100085767

Credit check hold applied. Order limit, overall limit exceeded. Using CUSTOMER credit
profile.

Continue Cancel




Credlt Exposure Calculation (OM + AR)

O Credit Check Rule
=MEVS Credit Chlsgk
=iz = B 01 AN -2000 -

Cptions | Exposure

[ Uge Pre-Calculated Exposure

[ Include External Credit Exposure

¥ Include Open Receivables Balance

¥ Include Payments at Risk Open Receivables Days |

W lrclude Uninvoiced Orders

[ Include Freight and Special Charges
W rclude Tax

¥ Include Orders Currently On Hold

Scheduled Shipping Horizon Days |9999

[ Include Returns

Maximum Days Past Due | [|_]




Case Folder Summary (Credit Management)

Cloze Window |

D&B Search Application Analysis Performance Policy Management Fe-Assign FKewiew
Case Folder

W Analysis Motes % Funding Source & Guarantor Case Folders &% Financial Information & Credit Score

Case Folder
Marne
Organization Mumber 2118 ) Status - Created
Account Murmber 2098 Withdrawal Reason
Folder Number 27065 Last Updated 13-Jan-2009

A Return to Top
General Information

Credit Classification US Low Credit Contact
Feview Type Order Hold USD Fhaone Mumber
Requestor Madhireddy, Siva Anil K. (Anil) Amount Requested  50,000.00
Credit Analyst Madhireddy, Siva Anil K. {Anil) Currency  USD
Salesperson Application Number 39251

Attachments MNone

Credit Request Information

Feason Credit Review Source  Order Management
Source Transaction Number 1100085773 Source Transaction Description ORDER
Original 27065 Previous
Current 27065 Mext
Checklist
Marme US Low - Order Hold USD
Croddit Niata

B - |



Case Folder Data points (Credit Management)

@ ______________________________________________________________________________________________________________________

Additional Data Points

Expand All | Collapse Al %

Focus Data Point Hierarchy Value

¥ Root Mode

Last D&B Update 12-JaM-09
Last Review Date 10-FEEB-08
Exempt frorn Hold i
Credit Score Percent 54
Financial Stress Percent 43
D 5B Raling D&B External Data & A
Paydex Score DNB Score 73
ONBi Scaore g2

ears with YenSign
Weighted Average Days Late  VeriSign Internal Data

eriSign Modified Score & Composite Score

atched Fayment Terms
10% Over 31 Days Credit Check Status FAIL
Maxt Review Date Past (only for order reviews) FAIL
Credit Lirmit Check

ercent of Credit Lirmit Used

ecommended Credit Limit (US=USDIAU=AUDIEU=EUR)
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VeriSign Credit Scoring Model

@ ______________________________________________________________________________________________________________________

VeriSign Composite
Score
{Score of 1 -10 ; 10 being Highest)

|

+
D&B (External} Score
VeriSign Internal Score
(Weight £ 20 (Weight = 20)
1. Paydex {,25%} . 1. # of years doing business
2 DAP SEig)e & with VeriSign (50%)
3. Credit Score (30%) 2. Weighted Average Days
4, Financial Stress Score (30%) Delinquent (WADD) (50%)
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Credit Analyst Recommendations

@. _____________________________________________________________________________________________________________________
DE&CL‘E' O Wrdow et
Crecht Mapagerment

(M Analysis Aragement - Re-Assign Rewew
Come Folder

Arabsle Cade Folder Reepmimiandaliong

Create Credlt Recommendation

cancef) | Apphv |
Oirgarization Mams SUirganzalmon Nurnber 2118
Account Descrplion 0 Account Mumber 2099
da!"‘
® |ndicabes iequired Sald
Add Recommendag
Recommendatio ud
Riled Bt oei
Ageign Credi Clasaifitation
Asuign Cverall Cradt Lini Cancel | | Agphy |
» Change Petiodic Revtew Cycle y . . :
uid ik Create @ new case folde nefgggn | Loncyren MIEE Pralatan i dli L H
Seach | SR e st | Reaw | Ragush ! Wingpy | TARNEE L EBR 1 5o
Em"?‘f’m'“ Place Customer on Credd Hold Seepcy Anenent
RATILLE Remenw Customar from Ceadt Hold
Reme Crdar fram Hold
N
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Customer Credit Limits

O Custamers - Standard

Customer Type Organization Mumber  EARL]

flarme oo i Customer WMumber  ERH

Alternate Mame Tax Hegistration Mum

Accaunt Mame Taxpayer |D

Bank Accounts | Payment Methods | Profile : Transaction | Profile : Document Printing | Frofile © Amounts

Curr — Currency Rates and Limits

llusp Finance Charges Interest Hate

Pax Interest Per lnvoice

Min Customer Balance for Finance Charges

Min Invoice Balance for Finance Charges

Min Receipt Amount

fin Statement Amount

Win Dunning Amaunt

Min Dunning Invoice Amount 1.00
Credit Limit 500,000.00 Order Credit Lirnit 500,000.00




Customer Profile

g ﬂr@ahizaiin&_
T XX XXX AXKK KX

Diegamzation Murmber

afrier Mumbet

Alternate Barme Tax Registration Mom

Account Mame axpayer B

| Profile - Transaction

— Terms =
Payment Termsk 45 NET
M Owerride Terms llow Discount

Discount Grace Days

— Credit & Cullemmns
Collector DS_S

Credit Rating KEY CUSTOMER e

Credit CI'assiﬂoatinn@S Low Y M Receipt Grace Days 0 |
iﬂmnually‘ ) — Receipts

Account Status | |

Risk Code |

Tolerance ||] | L8 @.Q_rec?_'rt Check .

Collectable |_] % LICredit Hold (&)

Review Cycle

Clearing Days
Match Receipts By |

Lazt Rey
heduled Revie




Integration with Advanced Collections (Custom)

O Collections ™

Collections Status

126,950.00
178,950.00

[dentification Mumbetr

Callectible Tra
ast Payrnent Due Cir {18 oLt el

11,504.00 USD_E

Delinguenci

~Credit Highlights

Last Review Date ]'1[].FEB-_2I]|_]E
‘fears in Business with VRSN |55
Date of Last Invoice (20-0CT08
Current Credit Limit | 30,000.00 |USD

Dther Curremnoy Lirmit

DNEi Score 8

WREM Madified Score |7 67
D&B Rating  |5A3

Paydex |73

Financial Stress Score |43
Credit Risk Score |94

Payment Terms: ]45'NET

Wejghted Average Days Deliquent  168.5
Case Folders 310FD | Credit Limit History J

[Wlanual DataFoints

Trends | DB ]

I - |




Credit Review Trends

Creation Date late Score
13-JAN09
12-JAN09
30-JUN-08 30-JUN08
08-FEB-08 10-FEB-08

dit Folder Credit Fl:lldEk DHBi 4 inanci Credi
e o ad = aydex G e ! 3 D&B Rating

—Credit Highlights

DOMBi Score g2 Last Review Date 10.FEB-2008

WREM Modified Score |7 g7 Years in Business with VRSN 5.5
D&B Rating |5A3 Date of Last Invoice | 20.0CT-D8
Paydex |73 Current Credit Limit 30,000.00 USD
Financial Stress Scare |43 Other Curreney: Lirmit
Credit Risk Score |04 Payrnent Terms 45 NET

Weighted Average Days Deliqguent | 168.5
Case Eolders 910FPD Credit Limit History

[anual DataPaints

Trends DMBi

I - |




by

An efficient collection
process is the key to
Manrage an
organization’s account
racaivables and cash
flowes.

Cash is the lifeline of any business

wenbure,

_///./’f_’/”f’/

Collection data aon
past due transactions
neaed o be available to
collectors in a timely
mannear to aexecubs
their tasks effectively.

Advanced Collections

@ VeriSign

The ability of a
business to manage its
cradit to cash cycle
determines ifs solvency
and long term survival.

Through implameantation of Oracle
Advanced Collections, VWeriSign
scores customers based on factors
like overdus amount, days past dus
number of delinguencies etc amnd
apply appropriate collections
strategies to improve its credit to
cash cycle.

Customer Score haelps
drive strategies & work
iterms to manage pre-
delingueancias,
delinguencies & severs
delinguencies
affectively
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Building Blocks for Effective Collections Management

+ Customer Scoring

: Helps score customers to determine the nature & extent of the
delinqguency

+ Collections Strategies

" Determine the collections strategy to be used based on the
severity of the delinquency

+ Work Items

- Work Items get assigned to the Collection Analyst for Review
and Follow-up with the customer

+ Collector Assignment Model

: Help route strategy work items to collector based on
assignment rules
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VeriSign Collections Scoring Model

+ At VeriSign, Collections Customer Scoring forms the foundation for
collections Activities. Collections Strategies & Work Items are
assigned to collectors based on Scoring.

+ Customer Accounts are Scored on the following components:
1. Delinquent Amount on Account

— Open Invoices, Debit Memos, Chargeback and Guarantee transactions is
included in the calculation of Delinquency Amounts.

2. Account Days Past Due
— Highest Days Past Due of transactions on Customer Account.

3. Number of Delinquencies on Account

— Number of Delinquent Items on Account (Invoices, Debit Memos,
Chargeback & Guarantee Transactions are included in this determination)
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i Snapshot of VeriSign Collections Scoring Model
Score Component Value Low  [Value High _ [Score Weight Weighted Score
DPD III ( 100 (.4 40

[ 4 40 04 b

5 Y 75 (.4 Gl

1] 14 all 0.4 20

15 al Gl (.4 12

all 100 0.4 A

Delinguent Amout I ( 100 05 all
1 2000 40 (15 45

2000 4599 &l 05 Al

000 Y4y 40 (15 2l

10000 20 05 100

Delinguent ltem I ( 100 (.1 100
1 1 gl 0.1 5

2 100 40 0.1 4
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Score Strategy — Work Item Mapping

'. ; ; + Pre-Delinquent Accounts are
managed by Pre-Delinquency
Seore  |Strateqy rocess

- — + No Work Item is generated for
g[' R Hﬂ““ Mm’ | Early Stage Delinquencies (grace

period for customer to pay)

‘1[' i EH EEFI)‘ 5t3!]9 DEllanHnt + Work items are generated for

:_',—: Delinquent, Seriously Delinquent |
?E i 4[| DEhﬂqUEHt & Seriously Delinquent |l
_— strategies. Collection agent
{0-25  [erously Delinguent| options include:

= Call Customer / Send ‘call me’
letters/ 5 day demand/10 day
demand/final notice/
assignment of cases to

collection agency
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Ver|S|gn Collections Life Cycle

Delinguent Amount
Days Past Due (OPD) < 2000 2000-14399 15000-24999 {25000
> I Days Since
Transaction Date - Due Pre-Delingquency
Date|MNo Action ~— [No Action Mo Action Review
1.5 DPD|ED - No Action |ESD - No Action Eall- No Action — |E&D - No Action
5-9DPDIESD - No Action [ESD - Mo Action Eall- No Action | Delinguent Strategy
1014 DPD{ESD - Mo Action |ED - Mo Action Dlinguent Strateqy |Delinguent Strategy
1950 DPD(ESD - No Action | Delinquent Strategy  |Delinguent oirateqy |Delinguent ohrateqy
> 50 DPD senously Del | |aenousty Dl seriously Del | [3enously Del

*ESD - Early Stage Delingquency
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Collectors Universal Work Queue

O Uniyersal Work Gueue - 14-JAk:2009 23:02:25

Arfive

o Pre-Delinguent Transactions 144

Complete :1
Pending I]

i Delinguent Accounts 52353 |
Active 52292 |
Complete :1IJ!§1 |
Pending :3 |

Artive (133
(:omplete g
Pending {2

i 1 }'
2
j‘_za

i ||IIIIIIIII 1
399,00 USD
19064 50 USD
22,858.95 USD
9 082,00 UD
522,00 USD
1957237 USD
25200 5D
138000 UsD
39900 USD
A%.00 USD
410000 USD
7 640,00 USD
9/093.00 USD
53 1136.40 USD
BB.00 USD

[|F|IHI1UI—'H t(2b-40)

;Sermusl;,r Delinquent - | QD-EE.) |

Serigusly Definguent-l (1-13)
oeriously Delinguent-l {1-13)
eriously Delinguent-l {1-19)

Serausly Delinguent - [ {20-23]
aeriously Definguent-I (1-19) |
?g.r.in.usllg!f. D'.al.ir.]ﬂ.”em'”. (.‘I-I‘IB_) i
enously Delinquert -| 20-25)1
Seriously Definguent - | (20-25)(

Serigusly Delinguent-l (115

eriously Definguent|l {1-13

(1-19)
oeriously Delinguent-l {1-13)
(1-19)
(1-19)

erously Delinguent-l {1-13
| Pelinguent(26-40)

:\ﬁerinusly Delinquent - | (20-25)

241446
|
4472
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Collections Workbench

Add

Ernail

Credit Limit | 250,000.00 |USD Due
Credit Hold |No On Time |
Credit Rating |KEY CUSTOMER Unpaid |
Collector Mame [DA_A Late -

Include in Dunhing ]Hu

Metrics as uf-1144ﬂﬂ-2l]_l]9

Filter by Selected Wiew v

Fast Year Installments:

23
7
7

L=}

Fast Year F!mmises:

Tatal L]
Braken ]

Dpen i 0

Aot

[det

Last Interaction:

Type

Diate

Contacted By |

Result |

~ Mstric Name * Metric Value

&l A ccount

Metric Mame
W Average Days Late

Account Sales

- | Metric Walua

JETAZ

|Account Weighted Average Days Late

119




Pre Delinquencies — Key to DSO

+ Pre Delinquent transactions are not delinquent transactions but however
needs early stage collector review and a customer call given the high dollar

amounts.

+ At VeriSign, a Transaction is considered Pre-Delinquent if the Transaction
Amount > 25000 USD and Days Since Creation is > 7 Days though within
Due Date.

+ Pre-Delinquent Transactions are identified by Oracle Collections and a work
item gets pushed to the collector prompting the collector to do one of the

following and close the work item
Call Customer to check if they have received the Invoice & if they are all
set to pay on the Due Date

Send Pre-Delinquency Dunning Letter

+ There has been a number of instances of prompt payments as a direct

effect of Pre-Delinquency follow-up process
We recently identified an invoice for $1.55M which had a problem and
talking to customer early helped prompt payment. But for this process,
we would have known this issue a month later
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Pre-Delinquent Work Items Overview

Work Typa

Count,

2 Broken Promises: Account

2 Delinguent Accounts

IFIF re-Dielinguent Transaction ' 144

4

Wiy Tasks

Strategy Work lterns: Account 1299

Artive
Complete

Fending

Artive
Complete

Fending

Active
Complete

Pending

14

17
.1?
.1
-EI

2363
2292

109

;"4DFE
4073
424504
85709
18733
168455
4D1EDB
4285
383623
5803
1593
1450
1882
28550
1z
ﬁD?1
33839
424504
48239
328019
1973

324735
AEOTED
4

+ Transaction
1190022221
1170059393
170059225
170059130
4000042784
1170058953
120000038
170058444
4000042477
1170058939
(1B0144222
1170058579
1180022217
170059327
170053685
1170058868
4000042150
ADO0042774
4000042779
1527014
170053159

1526853
:_4.i';Tf.Dﬁ.CI.

240,000.00 USD
241,290.00 USD
200,000.00) USD
197 000.00 USD

164 41BEIEI USD
162,840.00 USD

140,804)JPY
140 415,00 USD
122 400,00/ USD
120,000.00 USD
120,000.00/ USD
119,180.00 USD

105 620,00/ USD
59 ,44|;.an usD

57 534.06/ USD
53,750.00 USD
81,281.25 USD
73,965.97 USD
B8 479.00 USD
B2,736.41 USD

|28-JAN-2009
|23.JAN-2009
|28-JAN-2009
21-JAN-2009
23002009
18-JAN-2009
| 17-JAN-2009
05-FEB-2009
|30-JAN-2009
| 18-JAN-2009
|29-JAN-2009
|29-JAN-2009
19-JAN2009
18-JAN-2009
01-FEB-2009
|28-JAN-2009
|28-JAN-2009
21-JAN-2009
|28-JAN-2009

18-JAN-2009
L0000,

08-JAN-2009
07-JAN-2009
02-JAN-2009
0B-JAN-2009
31-DEC-2008
01-JAn-2009
12-DEC-2008
26-DEC-2008
31-DEC-2008
09-JAN-2009
28-DEC-2008
07-JAN-2009
08-JAN-2003
23-DEC-2008
27-DEC-2008
26-DEC-2008
DB-JAN-2009
0B-JAN-2009
30-DEC-2008
07-JAN-2009
27-DEC-2008

/o0 DEC S0ns

* Work Complet.. = |

| 14-JAN-2003




Other Key Features

+ Ability to Assign Customer Accounts to Third Party Collection
Agency
|dentify Accounts, Review Assignment, Final Transfer &
Adjustment of open balance

+ Automation of Collections Correspondence using XML Publisher

Call Me Letters, 5 Day Demand Notice, 10 Day Demand Notice
& Final Notice

+ Customer Level key collections metrics:

True DSO, Annual Sales, Account Weighted Average Days Paid,
Average Days Late, Weighted Average Days Late

+ Promise to Pay & Broken Promises

+ Reassignment of Work Items
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What VeriSign Gained?

@ ______________________________________________________________________________________________________________________

+ Implementation of Oracle Credit & Collections Suite led to better
credit risk management, collections efficiency as well as Productivity
gains

+ Productivity Gains helped reallocation of resources towards dialing
for dollars to help collections & cash flows

+ Cash Flow Impact:

> 91 Days Past Due Amounts reduced by 85% from the levels In
2004

> Current & 1-30 Days Past Due Amounts as a % of Total
Receivables increased from 62% in 2004 to 86% in 2004

» Bad Debt Write off dropped from 5.9 million USD dollars in 2004
to 2.1million USD in 2008

\/griSign* I



Lessons Learned / Issues

+ Advanced Collections:
= VeriSign initially implemented collections scoring at transaction
level which presented us with significant challenges (functional &
system performance related). Now we have moved to customer
level scoring and strategies

= Collector routing rules were complex - now simplified with
upgrade to IEX.H patch

+ Credit Management:

- D&B Integration gave intermittent errors/failures — which was
corrected by a one-off Oracle Patch

=  Maintenance of multi currency credit limits will be challenge — the
suggestion is to move towards single currency credit limits and
use global exposure

- Credit Usage Rules, a required configuration for Oracle Credit
Management, breaks in a multi currency environment prompting
VeriSign to customize the workflow to prevent case folders from
throwing errors
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