Client Overview

The client specializes in designing and manufacturing industrial equipment for various sectors, including
automotive, aerospace, and energy. With a wide range of complex products and configurations, the company
faced challenges in generating accurate and timely quotes, managing pricing structures, and maintaining
consistency across the sales team.

The Challenges

Manual Quoting Complex Product Inefficient Pricing Inconsistent Quote

Processes Configurations Management Generation

e Manual Quoting Processes: Sales representatives relied on manual methods to create quotes,
resulting in errors, inconsistencies, and delays. The process involved multiple stakeholders, making it
difficult to maintain accurate product configurations and pricing.

e Complex Product Configurations: Their product line consists of intricate equipment with various
options, features, and pricing models. Sales reps found it challenging to navigate through the extensive
product catalog and select the right configurations for each customer.

¢ Inefficient Pricing Management: Managing pricing structures and ensuring consistency across
the sales team was a daunting task. Frequent pricing changes and discounts made it difficult to maintain

accurate pricing information and control margins.

e Inconsistent Quote Generation: With manual processes, quotes lacked consistency in terms of
branding, formatting, and accuracy. This led to a poor customer experience and potential loss of sales

opportunities.



The Outcome
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Quote generation time was reduced significantly
enabling sales reps to respond to customer requests
faster and close deals more efficiently.

Sales reps could easily configure complex products using guided selling,
eliminating errors and improving accuracy.

This streamlined process allowed them to focus more on customer
engagement and relationship-building.

The centralized pricing management system enabled better control over
pricing structures, discounts, and approvals.

This helped maintain consistency, improve margin control, and prevent
revenue leakage.

Standardized quote templates and branding guidelines resulted in
professional and consistent quotes, enhancing the overall customer
experience and strengthening the brand image.

Real-time visibility into sales data and analytics empowered sales
managers to track performance, identify bottlenecks, and make informed
decisions to optimize sales operations.

The Conclusion

Salesforce CPQ implementation enabled the client to overcome the challenges in their quoting process and
significantly enhance their sales efficiency. The streamlined processes, simplified product configurations, and

improved pricing control led to increased revenue and improved customer experience.

By leveraging the power of Salesforce CPQ and Salesforce Success Team at RevSolutions, the client
positioned itself as an industry leader with a robust sales engine.

e Reduced turnaround time by 250%
e Eliminated Pricing Inconsistencies

e High User Adoption




Contact

Contact Name: Chirag Gulati
Email: cgulati@revsolutions.co
Website: www.revsolutions.co

For partnerships or further information, please feel free to contact us at info@revsolutions.co



