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A Manual Inquiry-to-Order Process May Pose 
Big Risks to SOX Compliance
The Sarbanes-Oxley Act of 2002 (SOX) prompted 
companies across the United States to reexamine their 
corporate governance and �nancial reporting systems, 
and many companies are still struggling with the resource 
and �nancial burden of complying with this Act.  Although 
compliance efforts regarding the sales process are often 
overlooked, the inquiry-to-order process can introduce  
SOX compliance risk if managed with signi�cant levels 
of manual interaction, management 
approvals, and data entry.  

As SOX requires that the 
CEO and CFO verify 
all �nancial reports, 
the sales revenue 
�gure generated by 
the selling process is 
crucial to the accuracy of 
these �nancial reports.  One 
potential source of compliance 
issues are discounts applied to 
quotes by the sales team.  It is important to 
ensure that the discounts offered to a customer by the 
sales representative are recorded and match those stated 
within any contract.   Any variability between the actual 
and recorded discounts may lead to a misstatement of 
revenues.   For example, if a customer is promised a higher 
discount on a contract than what is stated in a quote 
delivered by sales, then an overstatement of revenues may 
occur with a material future price concession.  BigMachines 
allows a company to regulate the discount process while 
still offering the sales team �exibility.  

Another area of concern is the quote/order approval 
process.   The use of excel sheets, emails, phone calls, and 
other methods of manual proposal approval are highly 
error prone and often lack transparency.  In addition there 
is often very little visibility into the approval process, 
which is essential when approval spans various levels and 
departments of an organization.  BigMachines eliminates 
these compliance issues by streamlining an electronic 

approval trail and recording a complete quote 
history.  

Channel discounts and 
promotions can be 

another source 
of compliance 
risk.  If a company 
is unaware of 
the quantity or 

price of products 
being sold through 

promotions by their 
distributors or Value Added 

Resellers (VARs), then it will be very 
dif�cult to project these liabilities.  BigMachines� solution 
can help capture this information, providing the company 
with greater forecasting abilities which may help improve 
the accuracy of these liabilities on the balance sheet. 

To learn more about how BigMachines can help improve 
audit controls and mitigate SOX compliance issues, please 
visit www.bigmachines.com/sox.




