
Step 1:

Identify the contract with 

the customer

Step 2:

Identify performance 

obligations

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
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Customer acceptance 

may be a pre-requisite 

to satisfying the 

performance obligation

Customised product or 

contract manufacturing

Revenue recognition in 

IFRS 15 triggered by 

transfer of control to the 

customer (not purely 

risks and rewards 

assessment)

Contract modification 

guidance may delay 

revenue recognition

Capitalisation of 

contract costs under 

IFRS 15

Impact of multiple 

element arrangements 

on point in time versus 

over time revenue 

recognition

Contracts exceeding 12 

months will include a 

financing component
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