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suitability, or availability with respect to the information, products, services or
related graphics contained in the webinar for any purpose. Any reliance you place
on this information is therefore strictly at your own risk. In no event will Workiva
Inc. be liable for any loss or damage including without limitation, indirect or
consequential loss or damage, or any loss or damage whatsoever arising from loss
of data or profits arising out of, or in connection with, your use of this webinar.



Agenda

• Summary of key changes in Accounting Standards Updates 2014-09 
(Revenue from Contracts with Customers ASC 606)

• Related changes in the 2017 U.S. GAAP Taxonomy
• Walk-through tagging considerations in disclosure examples

◦ Including FASB XBRL Taxonomy Implementation Guide (TIG) examples



Summary of Key Changes

• Establishes the new framework for revenue recognition
◦ Moved away from industry- and transaction-specific requirements
◦ Requires qualitative and quantitative disclosures

• Core principle: revenue should be recognized when (or as) performance
obligations are satisfied



Current GAAP

• Revenue should not be recognized
until it is realizable and earned

• Considered earned and either
realized or realizable only when all
four criteria are met:
◦ Persuasive evidence of an

arrangement exists;
◦ Delivery has occurred or services have

been rendered; 
◦ The seller’s price to the buyer is fixed

or determinable; and
◦ Collectability is reasonably assured

Amended Guidance

• Revenue recognition should reflect the
consideration to which the entity
expects to be entitled in exchange for
transferring goods or services

• Five-step procedure
◦ Step 1: Identify the contract(s) with a

customer
◦ Step 2: Identify the performance

obligations in the contract
◦ Step 3: Determine the transaction price
◦ Step 4: Allocate the transaction price to the

performance obligations in the contract
◦ Step 5: Recognize revenue when (or as) the

entity satisfies a performance obligation

Current vs. Amended Guidance



Current GAAP

• There is general guidance on
revenue recognition and additional
industry-specific guidance

• If a transaction is within the scope of
specific authoritative literature on
revenue recognition guidance, that
literature is applied

Amended Guidance

• Applies to all contracts with customers,
except for contracts that are within the
scope of other standards, such as leases,
insurance contracts, financial
instruments, guarantees and non-
monetary exchanges between entities in
the same line of business that facilitate
sales to customers other than the parties
to the exchange

Current vs. Amended Guidance cont.



New
elements:

135

Taxonomy
Implementation

Notes (TINs):
100

References:
21

Definitions: 3

Labels: 2

*No deprecated elements

Changes in the 2017 U.S. GAAP Taxonomy



• An entire new section
• 7 new dimensions

◦ 6 new [Axis]
◦ 1 new date dimension [Axis]

• Includes booleans [true/false]
• No [Extensible List]

Changes in the 2017 U.S. GAAP Taxonomy cont.



• Final 2017 Implementation Guide
provides 5 modeling examples

◦ Inline XBRL version in process

FASB Taxonomy Implementation Guide (TIG)



TIG Example 1—Disaggregation of Revenue



Single concept disaggregated 4 ways

**New

TIG Example 1—Disaggregation of Revenue cont.



TIG Example 1—Disaggregation of Revenue cont.

Alternate line item concept available–
"Revenue from Contract with Customer, 

Including Assessed Tax"



Single concept – Revenue from Contract with Customer, Excluding Assessed Tax

Disaggregation of Revenue—Disclosure Example 1



Disaggregation of Revenue—Disclosure Example 1 cont.

Segments [Axis]

(Ext) 

Automotive
[Member]

(Ext) 

Financial
Services

[Member]

  

Other
Segments
[Member]



Disaggregation of Revenue—Disclosure Example 1 cont.

Products
and

Services
[Axis]



Disaggregation of Revenue—Disclosure Example 2

Why is "Revenue, Net" concept more appropriate for this company?

Segments [Axis]



Income statement concept is more appropriate if 
company did not make policy election to exclude assessed taxes

Disaggregation of Revenue—Disclosure Example 2 cont.



Disaggregation of Revenue [Table]

Segments [Axis]

Segments [Domain]

Segment One [Member]

Segment Two [Member]

Disaggregation of Revenue [Line Items]

Advertising Revenue

Other Revenue, Net

Revenue, Net

Disaggregation of Revenue—Disclosure Example 3

Disaggregation of Revenue [Table]

Segments [Axis]

Segments [Domain]

Segment One [Member]

Segment Two [Member]

Products and Services [Axis]

Products and Services [Domain]

Advertising [Member]

Other Products and Services [Member]

Disaggregation of Revenue [Line Items]

Revenue, Net

- or - 

Which approach is more appropriate?



2018 Draft UGT

Transitional revenue concepts are 
not applicable for adopted companies

Disaggregation of Revenue—Disclosure Example 3 cont.



Disaggregation of Revenue—Disclosure Example 3 cont.

Disaggregation of Revenue [Table]

Segments [Axis]

Segments [Domain]

Segment One [Member]

Segment Two [Member]

Products and Services [Axis]

Products and Services [Domain]

Advertising [Member]

Other Products and Services [Member]

Disaggregation of Revenue [Line Items]

Revenue, Net

Use dimensional approach



Disaggregation of Revenue—Disclosure Example 4

Segments [Axis]

Customers
[Axis]



Disaggregation of Revenue—Disclosure Example 4 cont.

Segments
[Axis]

Products
and

Services
[Axis]



Disaggregation of Revenue—Disclosure Example 4 cont.

Segments [Axis]

Contract with
Customer, Basis of

Pricing [Axis]



TIG Example 2—Contract Asset and Liability



Line item concepts driven

TIG Example 2—Contract Asset and Liability cont.

ß Positive values



Unclassified concepts
(used in example)

Classified concepts

Classified concepts

TIG Example 2—Contract Asset and Liability cont.



Note Duration period type– 
shown in the same columns for illustrative purposes only

TIG Example 2—Contract Asset and Liability cont.



TIG Example 2—Contract Asset and Liability cont.

Represents contract asset balance, net of allowance for credit losses



TIG Example 2—Contract Asset and Liability cont.

Represents receivable balance, net of allowance for doubtful accounts



Contract with Customer, Liability, Revenue Recognized

Contract Balances. The timing of revenue recognition, billings and cash collections results in billed accounts receivable, unbilled
receivables (contract assets), and customer advances and deposits (contract liabilities) on the Consolidated Balance Sheet. In our
defense groups, amounts are billed as work progresses in accordance with agreed-upon contractual terms, either at periodic intervals
(e.g., biweekly or monthly) or upon achievement of contractual milestones. Generally, billing occurs subsequent to revenue recognition,
resulting in contract assets. However, we sometimes receive advances or deposits from our customers, particularly on our international
contracts, before revenue is recognized, resulting in contract liabilities. These assets and liabilities are reported on the Consolidated
Balance Sheet on a contract-by-contract basis at the end of each reporting period. In our Aerospace group, we generally receive
deposits from customers upon contract execution and upon achievement of contractual milestones. These deposits are liquidated
when revenue is recognized. Changes in the contract asset and liability balances during the nine-month period ended October 1, 2017,
were not materially impacted by any other factors.
Revenue recognized for the three- and nine-month periods ended October 1, 2017, and October 2, 2016, that was included in
the contract liability balance at the beginning of each year was $982 and $3.9 billion, and $911 and $3.7 billion, respectively.
This revenue represented primarily the sale of business-jet aircraft.

Contract Balances—Disclosure Example 1



Extended Service Contracts. We sell separately-priced service contracts that extend mechanical and maintenance coverages
beyond our base warranty agreements to vehicle owners. The separately priced service contracts range from 12 months to 120 months.
We receive payment at the inception of the contract and recognize revenue over the term of the agreement in proportion to the costs
expected to be incurred in satisfying the obligations under the contract. At January 1, 2017, $3.5 billion of unearned revenue
associated with outstanding contracts was reported in Other Liabilities and deferred revenue, $256 million and $797 million of
this was recognized as revenue during the third quarter and first nine months of 2017, respectively. At September 30, 2017, the
unearned amount was $3.7 billion. We expect to recognize approximately $300 million of the unearned amount in the remainder of
2017, $1 billion in 2018, and $2.4 billion thereafter. We record a premium deficiency reserve to the extent we estimate the future costs
associated with these contracts exceed the unrecognized revenue. Amounts paid to dealers to obtain these contracts are deferred and
recorded as Other assets. These costs are amortized to expense consistent with how the related revenue is recognized. We had a
balance of$236 million in deferred costs as of September 30, 2017 and recognized $17 million and $46 million of amortization during the
third quarter and first nine months of 2017, respectively.

Contract with Customer, Liability
Contract with Customer, Liability, Revenue Recognized

Contract Balances—Disclosure Example 2



**New date dimension

TIG Example 3—Performance Obligations



Date dimension –
[Axis] without children

TIG Example 3—Performance Obligations cont.



TIG Example 3—Performance Obligations cont.

nil

nil



To convey time band information —
start date + duration

TIG Example 3—Performance Obligations cont.



Enter date dimension values
in CCYY-MM-DD format

TIG Example 3—Performance Obligations cont.



TIG Example 3—Performance Obligations cont.



TIG Example 3—Performance Obligations cont.

Apply date dimension and enter "nil"
for entity-wide total 

to resolve validation error



[Axis] in XBRL outline
contains no children

TIG Example 3—Performance Obligations cont.



Date dimension values render
immediately after date dimension

(similar to axis/members)

TIG Example 3—Performance Obligations cont.



**Note: there are known SEC XBRL Viewer
rendering issues

TIG Example 3—Performance Obligations cont.



Extended Service Contracts. We sell separately-priced service contracts that extend mechanical and maintenance coverages
beyond our base warranty agreements to vehicle owners. The separately priced service contracts range from 12 months to 120 months.
We receive payment at the inception of the contract and recognize revenue over the term of the agreement in proportion to the costs
expected to be incurred in satisfying the obligations under the contract. At January 1, 2017, $3.5 billion of unearned revenue associated
with outstanding contracts was reported in Other Liabilities and deferred revenue, $256 million and $797 million of this was recognized
as revenue during the third quarter and first nine months of 2017, respectively. At September 30, 2017, the unearned amount was
$3.7 billion. We expect to recognize approximately $300 million of the unearned amount in the remainder of 2017, $1 billion in
2018, and $2.4 billion thereafter. We record a premium deficiency reserve to the extent we estimate the future costs associated with
these contracts exceed the unrecognized revenue. Amounts paid to dealers to obtain these contracts are deferred and recorded as
Other assets. These costs are amortized to expense consistent with how the related revenue is recognized. We had a balance of
$236 million in deferred costs as of September 30, 2017 and recognized $17 million and $46 million of amortization during the third
quarter and first nine months of 2017, respectively.

Performance Obligations—Disclosure Example 1



"At September 30, 2017, the unearned amount was $3.7 billion.
We expect to recognize approximately $300 million of the
unearned amount in the remainder of 2017, $1 billion in 2018,
and $2.4 billion thereafter."

Performance Obligations—Disclosure Example 1 cont.



"At September 30, 2017, the unearned amount was $3.7 billion.
We expect to recognize approximately $300 million of the
unearned amount in the remainder of 2017, $1 billion in 2018,
and $2.4 billion thereafter."

Performance Obligations—Disclosure Example 1 cont.

**Note: known rendering issue 
(reported value for last time band is suppressed, 

domain total renders in its place)



"At September 30, 2017, the unearned amount was $3.7 billion.
We expect to recognize approximately $300 million of the
unearned amount in the remainder of 2017, $1 billion in 2018,
and $2.4 billion thereafter."

Performance Obligations—Disclosure Example 1 cont.

???



Extended Service Contracts. We sell separately-priced service contracts that extend mechanical and maintenance coverages
beyond our base warranty agreements to vehicle owners. The separately priced service contracts range from 12 months to 120
months. We receive payment at the inception of the contract and recognize revenue over the term of the agreement in proportion to the
costs expected to be incurred in satisfying the obligations under the contract. At January 1, 2017, $3.5 billion of unearned revenue
associated with outstanding contracts was reported in Other Liabilities and deferred revenue, $256 million and $797 million of this was
recognized as revenue during the third quarter and first nine months of 2017, respectively. At September 30, 2017, the unearned
amount was $3.7 billion.We expect to recognize approximately $300 million of the unearned amount in the remainder of 2017, $1 billion
in 2018, and $2.4 billion thereafter. We record a premium deficiency reserve to the extent we estimate the future costs associated with
these contracts exceed the unrecognized revenue. Amounts paid to dealers to obtain these contracts are deferred and recorded as
Other assets. These costs are amortized to expense consistent with how the related revenue is recognized. We had a balance of
$236 million in deferred costs as of September 30, 2017 and recognized $17 million and $46 million of amortization during the third
quarter and first nine months of 2017, respectively.

"12 months to 120 months" = 10 years – 2 years (2017 and 2018) = 8 years

Performance Obligations—Disclosure Example 1 cont.



On September 30, 2017, we had $63.9 billion of remaining
performance obligations, which we also refer to as total
backlog. We expect to recognize approximately 50% of our
remaining performance obligations as revenue by the end
of 2018, an additional 30% by end of 2020 and the balance
thereafter.

Performance Obligations—Disclosure Example 2

**New concept in 2018 UGT



On September 30, 2017, we had $63.9 billion of remaining
performance obligations, which we also refer to as total
backlog. We expect to recognize approximately 50% of our
remaining performance obligations as revenue by the end
of 2018, an additional 30% by end of 2020 and the balance
thereafter.

Performance Obligations—Disclosure Example 2 cont.

**Note: known rendering issue 
(domain total renders under last time band,

no suppression due to different concepts)



TIG Example 4—Costs Incurred and Amortization



Custom members for types of costs capitalized
in obtaining or fulfilling a contract

TIG Example 4—Costs Incurred and Amortization cont.



TIG Example 4—Costs Incurred and Amortization cont.



Extended Service Contracts. We sell separately-priced service contracts that extend mechanical and maintenance coverages
beyond our base warranty agreements to vehicle owners. The separately priced service contracts range from 12 months to 120 months.
We receive payment at the inception of the contract and recognize revenue over the term of the agreement in proportion to the costs
expected to be incurred in satisfying the obligations under the contract. At January 1, 2017, $3.5 billion of unearned revenue associated
with outstanding contracts was reported in Other Liabilities and deferred revenue, $256 million and $797 million of this was recognized
as revenue during the third quarter and first nine months of 2017, respectively. At September 30, 2017, the unearned amount was $3.7
billion.We expect to recognize approximately $300 million of the unearned amount in the remainder of 2017, $1 billion in 2018, and $2.4
billion thereafter. We record a premium deficiency reserve to the extent we estimate the future costs associated with these contracts
exceed the unrecognized revenue. Amounts paid to dealers to obtain these contracts are deferred and recorded as Other assets. These
costs are amortized to expense consistent with how the related revenue is recognized. We had a balance of $236 million in deferred
costs as of September 30, 2017 and recognized $17 million and $46 million of amortization during the third quarter and first nine
months of 2017, respectively.

Capitalized Contract Cost, Net
Capitalized Contract Cost,
Amortization

Costs Incurred—Disclosure Example 1



TIG Example 5—Adoption Impact



New dimension for indicating
effect from initial adoption

**New

TIG Example 5—Adoption Impact cont.



Use consistent line item concepts
as face statements

TIG Example 5—Adoption Impact cont.



Initial Application Period Cumulative Effect Transition [Axis]
M1 Calculated under Revenue Guidance in Effect before

Topic 606 [Member]
M2 Difference Between Revenue Guidance in Effect

before and after Topic 606 [Member]
+

Adjustments for New Accounting Pronouncements [Axis]
M3 Accounting Standards Update 2014-09 [Member]

M1, M3 M2, M3 M1, M3 M2, M3

M1, M3 M2, M3

Adoption Impact—Disclosure Example 1



Initial Application Period Cumulative Effect Transition [Axis]
Difference Between Revenue Guidance in Effect before and after Topic 606 [Member]

+
Adjustments for New Accounting Pronouncements [Axis]

Accounting Standards Update 2014-09 [Member]

Adoption of ASC Topic 606, "Revenue from Contracts with Customers"

On January 1, 2017, we adopted Topic 606 using the modified retrospective method applied to those contracts which were
not completed as of January 1, 2017. Results for reporting periods beginning after January 1, 2017 are presented under
Topic 606, while prior period amounts are not adjusted and continue to be reported in accordance with our historic
accounting under Topic 605. 

We recorded a net reduction to opening retained earnings of $15 million as of January 1, 2017 due to the cumulative
impact of adopting Topic 606, with the impact primarily related to our non-advertising revenues. The impact to revenues
as a result of applying Topic 606 was an increase of $10 million and $32 million for the three and nine months
ended September 30, 2017, respectively.

Adoption Impact—Disclosure Example 2



Key Takeaways

• Significant disclosure and taxonomy changes related to ASU 2014-09
◦ Consider both disclosure requirements and taxonomy when making modeling

decisions
◦ Consult Taxonomy Implementation Guides for modeling examples
◦ Additional changes may be included in 2018 Taxonomy

• Allocate enough time to implement changes



The contents of this presentation are confidential.  Copyright © 2017 Workiva.

Questions?

pstraining@workiva.com
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