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About this Presentation
• Audience: TGBU Executives, other Oracle sales organizations and 

Public Sector business units related to tax and revenue opportunities
• Speaker: Sales Execs, Product Marketing Staff (script included in slide 

notes)
• Objectives:

• Positions TGBU ETM offering in the larger Oracle solution set
• Positions an integration strategy between ETM and other Oracle products 

and 3rd party products
• Defines a common framework for tax and revenue business components
• Identifies and describes whitespace component offerings

• Author: Randy Covert, VP Tax Solution Specialist, TGBU
• Release date – March 2008 (2H – 2008)
• Feedback – please send any comments or suggestions 

to the author
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Preface - Playbook Structure
• A pictorial Solutions Map or “footprint” of each Industry was created to 

frame the solutions but with a common grouping of functional areas
• The Solutions Map is backed by a description of the solutions and the 

selling strategy/rationale for selection of each solution
• A Playbook only recommends integration cross-suite where it exists today 

or will exist in the next quarter in a supported manner
• Playbooks include white space where ISV’s play a role and name the 

major global ISV partners
• Playbooks present the most common exception scenarios for installed 

base:
• E-Business Suite Installed in some functional areas
• Oracle not a technology standard
• SAP or FAST installed in some functional areas
• Industry subsectors with different needs (e.g. smaller – less complex tax 

agencies; large – complex agencies; agencies with Siebel preference, etc)
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Preface - Industry Solution Maps 
The Major Business Areas and Components of an Industry
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Strategy for the Tax Global 
Business Unit Industry Playbook
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Strategy for the Tax Global Business Unit 
Industry Playbook

• There are two main challenges for the TGBU
• Diversity of tax and revenue administration customer base

• Customers can be divided into a number of categories and the 
scope and complexity of the requirements to be met is different 
for each category

• This requires a solution map for each category of customer

• Diversity and depth of Oracle offerings
• Overlap in some areas creates an integration challenge for 

customers that want more than just the ETM base offering
• We need a consistent story of how to map customer category 

requirements to an agreed solution footprint for that grouping
• Solution environment constantly changing with new products 

being acquired and upgrade, and older products being sunset or 
absorbed into new brands
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Strategy for the Tax Global Business Unit 
Industry Playbook (continued)

• Approach
• Commit to this single model
• Create a baseline playbook for tax and revenue management
• Refine the customer segmentation model
• Update the playbook baseline semi-annually to reflect refined 

knowledge or customer sets, product directions and 
requirements fit/gap analysis

• Also update the ISV/Whitespace matrix with strategic 
decisions on approach for each whitespace area (e.g. build, 
buy, or partner)
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Customer Segment and Recommended 
Solutions Map

Footprint Map

Customer Segment Key Characteristics / Requirements Recommended Solution Footprint

Small to Medium Size 
Revenue Base
(less than 100B US$)

• Most state, provincial, county, municipal 
jurisdictions

• Small federal level may also fit here
• Basic channel management
• Basic workload management

ETM Greenfield

Customer with FAST 
implementation • Customer wants Oracle tech FAST Surround and Replace

Customer with SAP 
implementation • Customer wants Oracle tech SAP Surround and Replace

Customer unsure 
where to start • Customer insight program required Use blank footprint as consulting aid

Baseline:  March 2008
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Oracle Tax and Revenue Management 
Solution Map

ETM within Oracle Suite (Green-Field)


	Enterprise Taxation Management Industry Playbook FY 2008 2H
	About this Presentation
	Preface - Playbook Structure
	Strategy for the Tax Global Business Unit Industry Playbook
	Strategy for the Tax Global Business Unit Industry Playbook (continued)
	Customer Segment and Recommended Solutions Map
	ETM Green-Field Solution Details
	ETM Green-Field Solution Details
	ETM Green-Field Solution Details
	ETM Green-Field Solution Details
	ETM Green-Field Solution Details
	Tax and Revenue ManagementAddressing the Whitespace
	Tax and Revenue ManagementAddressing the Whitespace (continued)
	Tax and Revenue ManagementAddressing the Whitespace (continued)
	ETM Industry PlaybookAppendices
	Overview of Tax and Revenue Functional Areas Customer Channels
	Overview of Tax and Revenue Functional Areas Business Operations
	Overview of Tax and Revenue Functional Areas - Analytics
	Overview of Tax and Revenue Functional Areas Corporate Administration
	Overview of Tax and Revenue Functional Areas Infrastructure
	Assumptions:  Assume sales team must analyze the customer segment and context before picking the sales strategy
	Assumptions:  Assume that sales team will use a decision tree to determine which sales strategy playbook to adopt
	Assumptions: Requirements not currently met in ETM are supplemented through SOA integration with other Oracle product
	For More Information

