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Your Three Step Guide to CPQ
Configure Price Quote (CPQ) soft-

ware solutions are garnering a great 

deal of attention in the pricing indus-

try in recent months because of their 

ability to increase revenue, improve 

selling time and reduce human error 

in product and proposal pricing. This 

white paper examines the primary 

functionality of CPQ systems, how 

CPQ improves pricing and business 

operations, and criteria to use when 

choosing a CPQ system. Philip Huth-

waite is the founder and CEO at 

BlackCurve, and is a pricing technol-

ogy specialist who has a proven track 

record of selling pricing and CPQ 

technology to companies of all sizes. 

He can be reached at philip.huth-

waite@blackcurve.com.

Step 1: What Is Configure 
Price Quote?
Configure Price Quote, or CPQ for 
short, is a term used for software that 
helps with the setting, controlling and 
communication of prices to sales staff 
and customers. It was born out of a de-
sire to accomplish sales or contracts 
quickly, with the added benefits of op-
portunities to cross-sell and upsell.

It is especially helpful for sales teams 
that sell customizable products and ser-
vices and/or have a complex method to 
determine pricing. It can be applicable in 
business-to-consumer (B2C) sale interac-
tions, but is more commonly adopted in 
business-to-business (B2B) situations.

Configure

The Configure or configuration element 
essentially refers to “what products or 
services do I want?” Where you are sell-
ing complex items or bundles of items, it 
guides the user to ensure items are select-
ed that are compatible, or that support 
upselling/cross-selling opportunities to 
recommend e.g. “customers who bought 
this product, also bought…”.

Price

The Price element takes over once you 
have selected your components. It is 
the pricing engine that sits behind the 
scenes, and ensures the correct price is 
displayed for that combination of items 
selected. You may have set up certain 
bundle rules, or discount structures 
based on the combination of parts se-
lected. The pricing solution takes the 
stress away and minimizes any pricing 
errors. Many global businesses use CPQ 
because it allows them to quickly and ef-
ficiently send out pricing data to stores, 
sales reps and sales parties.

Quote

The Quote element is 
the final piece of the 
jigsaw. It takes the se-
lected items and auto-
matically pulls together 
all the necessary infor-
mation, allowing sales-
people to produce the 
quote and get back to 
the customer promptly.

The quote is presented 
in a professionally for-
matted manner, either 
shown to the consumer 
on the summary page of a website before 
they enter their credit card details or in a 
company branded PDF, Excel, or Word 
document, ready to be sent out directly 
from the system or downloaded.

Step 2: How CPQ Can  
Help Your Business
CPQ Eliminates Errors

On average, a spreadsheet will contain 
1 error for every 20 cells that have data. 
Mistakes are almost inevitable when you 
or your salespeople manually configure 
proposals or place orders.

CPQ software has been proven to elimi-
nate 40% of human errors because it 
allows the establishment of rules to au-
tomatically prevent incompatible or-
ders and generate better, more accurate 
quotes.

CPQ software makes collaborative sell-
ing much easier because it allows you to 
easily enforce your business rules, includ-
ing pricing and discount information. It 
takes the worry away and automatically 
does all the checks to ensure the correct 
combination of items are quoted.

Many pricing industry sources have 
pointed out the myriad problems associ-
ated with using spreadsheets to manage 
your prices. So, if you agree that solely 
using spreadsheets for this task is a bad 

idea, consider making the switch to 
Configure Price Quote (CPQ) software. 

Many industry leaders use CPQ software 
to inject speed and accuracy into their 
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The average sales person spends 45% of his or her 
day on inefficient tasks, yet a simple 5% increase in 
selling time can increase company revenue by 20%.
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sales engines. Could this software be the 
answer if you are experiencing a sales 
slowdown – or are troubled by errors and 
time delays associated with using spread-
sheets to manage your prices?

CPQ Increases Your Deal Sizes

At various stages in the configure cycle 
it can present opportunities to upsell or 
cross-sell. Therefore, it gives you the op-
portunity to increase your average deal 
size, which is good for your bottom line 
and business growth.

CPQ Streamlines And Speeds Up The 
Quote-To-Order Process

No need for back and forth email trails 
and calls between your office and sales-
force, to double-check what products 
can be sold together and what the price 
should be.

CPQ streamlines the process and allows 
a quicker turnaround of complex quotes. 
The result will be a professionally pro-
duced, formatted document to impress 
your customers.

Not only will this increase your chances 
of winning an order as you can get back 
to customers quickly, but it also frees up 
the time of your salesforce to do more 
selling, which supports business growth.

The average sales person spends 45% of 
his or her day on inefficient tasks, yet a 
simple 5% increase in selling time can 
increase company revenue by 20%.

CPQ Reduces Your Costs

By eliminating errors, there is a reduc-
tion in costs caused from re-working. 
Examples include having to manufacture 
the correct components again, or having 
to send an order a second time because 
the incorrect items were shipped the first 
time. Less time will be needed to train 
new employees on complicated product 
sets, as the logic is handled automatically 
in the system.

CPQ Reduces The Time To Market

When your marketing team wishes to 
introduce new products and customised 
offers, the CPQ tool-kit can be used to 
quickly set up the combination of items 
on the administrative side of the system, 
making them instantly available to the 
salesforce.

CPQ Will Increase Customer Satisfac-
tion And Create A Good Impression

When you are able to make a complex 
quote seem simple, your customers will 
be satisfied and impressed that you are 
knowledgeable about your product or 
service set. CPQ software standardizes 
your sales proposals, giving you control 
over not only what is quoted, but also 
the proposals’ appearance.

Your reps will make a cohesive, profes-
sional impression that enhances your 
brand.

CPQ Creates Winning Proposals

Proposals must persuade your potential 
customers with a clear and convincing 

message. CPQ software can automati-
cally include all data sheets, case stud-
ies, and other critical content relevant to 
your proposal and the prospect’s indus-
try. This will save your sales reps time, 
eliminate human error, and inspire key 
decision makers to sign up to your pro-
posals.

CPQ Inspires Confidence  
In Your Prices

The more complex your offerings, the 
more variables will affect your pricing 
quotes, especially when product bundles 
and volume discounts come into play. 
CPQ pricing tools ensure that your sales-
people can access current pricing infor-
mation all in one place. This will ensure 
that you feel confident about your pro-
posals, that they honor your margins and 
drive profits.

CPQ Aids Knowledge Retention And 
Productivity

CPQ software helps institutionalize sales 
knowledge, which can be beneficial for 
training purposes, especially in situa-
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tions where pricing and configuration 
are complex.

Gain Additional Revenue With CPQ

Most companies gain 80% of their rev-
enue from 20% of their customers, so 
the greatest profit potential lies in pen-
etrating the most profitable accounts. 
CPQ software makes automated up-sell 
and cross-sell suggestions, enabling your 
salespeople to quickly increase the aver-
age quote and order size.

A 2010 Aberdeen study showed CPQ 
empowered organisations to optimise 

their bid-to-win effectiveness twice as 
much as non-CPQ users. On average, 
these CPQ users improved their year-
over-year sales cycles by 40%. Can you 
afford NOT to invest in CPQ software?

Excellent ROI With CPQ

CPQ automation tools make your quot-
ing process simpler, faster, and cheaper. 
They reduce sales cycle bottlenecks, en-
abling your sales team to present exactly 
the right product mix at the right time 
and cost to the right customer.

CPQ software ensures enhanced pro-
posal quality, higher customer retention, 
and shorter sales cycles. The ROI will be 

recognised in a very short space of time.

Step 3: Criteria For  
Selecting A CPQ Provider
There are many key criteria to consider 
when selecting a CPQ provider. Here is 
handy list to help you get started:

Integration

Does the CPQ Solution Integrate with my 
CRM, ERP System or other core business 
system?

Integration is often a key concern for 
businesses that are looking to streamline 

their existing sales process and minimise 
the need for double data entry. Some 
CPQ providers are only available on cer-
tain platforms, e.g. built specifically for 
Salesforce, so it’s important to double-
check early on in the selection process 
that your systems are catered for.

Mobility

Does the CPQ solution work on mobile 
and tablet devices?

If you have a sales team that is out in 
the field regularly, one of the benefits of 
CPQ software is that it enables you to 
get back to your customers quickly with 
accurate quotations. The ability to quote 

in the field on a mobile or tablet, even 
when sitting alongside a customer, gives 
a good impression and speeds up the 
whole administrative process.

Out-Of-The-Box

Is the CPQ solution ready out-of-the-box 
or is customisation needed for the software 
to fit my needs?

Whenever the words bespoke or custom-
isation are added to a sales process, it is 
likely that the solution will be more ex-
pensive. Check whether the provider can 
meet your requirements with their ready 
to go software to avoid any nasty sur-
prises later in the project.

Configuration Capabilities

What interface is needed?

Do you need a visual configurator with 
2D or 3D drawings, or are you after a 

simpler configurator that just ensures the 
right products and prices are displayed? 
Your need will influence the best provid-
er fit as each have their own specialties.

Support & Training

What training is required for staff mem-
bers?

CPQ by its very nature is a complicat-
ed process. A CPQ solution is meant to 
bring simplicity to the complexity. If the 
solution has an intuitive interface that 
is easy to pick up, you’re onto a winner. 
You don’t want to have to setup count-
less training sessions to bring employees 
up to speed.

Most companies gain 80% of their revenue from 20% 
of their customers, so the greatest profit potential lies 
in penetrating the most profitable accounts. 
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