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Watch the session recording to view this video.

VIDEO: Elevate the Human Experience

https://vimeo.com/604839434
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WE WANT TO GET YOUR INPUT

Which CPQ solution do you use today?

Answer on sli.do - use code
163 065

Or use QR code

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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Poll results
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• CPQ stands for Configure, Price, Quote

• It’s an enterprise capability that is process & technology driven and integrates with basic product information 
including ERP, and incorporates all the other information, such as pricing, promotions, bundles, configuration 
rules, and proposal content.

• Guides salespeople to quote the right product for the customer, at the right price to win the deal, and generate 
a proposal that drives the customer to buy.

• Typically pulls opportunity data from CRM and pushes the completed quote and product info back into 
CRM/ERP for long-term analytics and business insight.

• Supports all channels, including direct sales, partners, distributors, eCommerce, and Internet of Things 
transactions.

WHAT IS CPQ?
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Low Touch Low- assistance Selling 
Commerce Cloud + SAP CPQ, edition for variant configuration (SAP CPQ + SAP Variant Configuration & Pricing)
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WE WANT TO GET YOUR INPUT

Where and how do you think the value of CPQ impacts Revenue?

Answer on sli.do - use code
163065

Or use QR code

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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Poll results
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TIME TO ON-BOARD

CUSTOMER SPECIFIC PRICING TIME TO MARKET

MULTI-CURRENCY

ERROR PRONE QUOTING

EXCESSIVE DISCOUNTING

TIME CONSUMING
OMNI-CHANNEL

MULTI-NATIONAL

MISSED REVENUE

POOR CUSTOMER EXPERIENCE

DON’T LEAVE MONEY ON THE TABLE…

MISSED OPPORTUNITIES

MARGIN EROSION

SCALABILITY

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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WE WANT TO GET YOUR INPUT

What Industry are you in?

Answer on sli.do - use code
163065

Or use QR code

Copyright © 2021 Deloitte Development LLC. All rights reserved.



13Copyright © 2021 Deloitte Development LLC. All rights reserved.

Poll results
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TECHNOLOGY, MEDIA & 
TELECOMMUNICATIONS; 

CONSUMER

ENERGY, RESOURCES & INDUSTRIALS

LIFE SCIENCES & HEALTH CARE; SERVICES IN ALL OF THESE 
INDUSTRIES

THE BUYING SPECTRUM (EXAMPLES OF CPQ)
Complex Product Configurations and variants

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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Low Touch Low- assistance Selling 
Commerce Cloud + SAP CPQ, edition for variant configuration (SAP CPQ + SAP Variant Configuration & Pricing)
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Watch the session recording to view this video.

VIDEO: Low-Touch Low-Assistance selling demo on SAP

https://vimeo.com/604839434
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TOP CPQ APPLICATIONS & VENDORS
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Companies often view CPQ as a technology platform initiative without recognizing that it resides at the core of their business operations and their 
customer experience…

FRONT OFFICE BACK OFFICE
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Copyright © 2021 Deloitte Development LLC. All rights reserved.
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1. CONFIGURE 6. ORDER5. OUTPUT 
DOCUMENTS
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Successful Enterprise CPQ programs begin with a CPQ capability-led mindset, followed by the technology and organization transformation required to enable the 
capabilities with the most value…

DELOITTE’S MIDDLE OFFICE ENTERPRISE CPQ FRAMEWORK

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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Use methodologies that incrementally deliver value
Example: The “Ready to Execute” Middle Office Framework that delivers Speed – to - Value

DROP-IN
Complete with ready to deploy foundational  elements 
around business & technology design &  deployment

INCREMENTAL BUILD, SPEED-TO-
VALUE/MARKET & LOWER COST
Delivering future state process, solution design &  roadmap in 
4 – 6 Weeks; followed by MVP delivery  model

LOOKS FORWARD AND BE FUTURE READY
Industry specific approach focused on enabling  continuous 
improvements & value enrichment

SCALABLE & FLEXIBLE
Delivering for the “NOW” while designed for future,  
disproportionate growth

Things to look for in a framework

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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Errors per proposal
Margin

Quote cycle time and cost
Deal Size

CPQ

SELECT CONFIGURE PRICE DISCOUNT APPROVE OUTPUT CONVERT

LEAD OPPORTUNITY QUOTE ORDER/ FULFILMENT

Product Selection 
Errors

Approved
configurations

Up-sell/Cross-sell
SKU proliferation

Pricing accuracy
Dynamic pricing
Price Uplift

Approved discounts
Increased Margins

Quote Cycle Time
% Reapprovals
Speed of escalation

Billing accuracy
Revenue Recog.
Forecast accuracy

Win ratio
% Renewal Rate

Lead flow
% Qualified Leads

Order Accuracy
Automated orders

Increase in Effectiveness Reduction in Time & Cost

Successful investments in CPQ programs are realized when the program management is founded on measurable value….

Profitability
Sales cycle time

Customer Satisfaction
Revenue Growth

Opportunity to Win ratio
Renewal Opportunities

LEAD-TO-CASH KPIs – A VALUE-LED APPROACH

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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5%
increase in 
total revenue

19%
higher lead 
conversion rate

26%
more reps 
achieving
quota

49%
more quotes sent
per rep

27%
shorter 
sales cycle

33%
increase in quote
productivity

13%
reduction in 
quote versions

105%
Increase in 
average deal
size

THE RETURN ON INVESTMENT ON A MODERN, FULL FLEDGED CPQ CAPABILITY*

Copyright © 2021 Deloitte Development LLC. All rights reserved.
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Ask questions and vote on sli.do - use code
163065

LET US ANSWER YOUR QUESTIONS

Feel free to ask us anything
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Thank You
Please connect with us

This publication contains general information only, and none of the member 
firms of Deloitte Touche Tohmatsu Limited, its member firms, or their related 
entities (collective, the “Deloitte Network”) is, by means of this publication, 
rendering professional advice or services. Before making any decision or taking 
any action that may affect your business, you should consult a qualified 
professional adviser. No entity in the Deloitte Network shall be responsible for 
any loss whatsoever sustained by any person who relies on this publication.

As used in this document, “Deloitte” means Deloitte Consulting LLP, a subsidiary 
of Deloitte LLP. Please see www.deloitte.com/us/about for a detailed description 
of the legal structure of Deloitte USA LLP, Deloitte LLP and their respective 
subsidiaries. Certain services may not be available to attest clients under 
the rules and regulations of public accounting.
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