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Introduction

V- =
When it comes to buying, there is one thing consumers care about | P : —_—
more than the price: the buying experience. They want a customer -
journey that makes them feel good from beginning to end. In fact, 5 B e
some 53 percent of consumers say, more often than not, their - | S e TR ::; W‘:‘,ji L
decision to purchase is based on how effective the sales process is. | B '
That packs the pressure on businesses to provide customers with an

effortless buying experience.

Unfortunately, many deals collapse just as sales reps are trying to
get them over the finish line. There are a few reasons for this:

- Reps can'’t keep track of all their deals.

- The sales process takes too long.

Table of Contents

- Reps aren’t getting the right price or product information to buyers.

- Discounts are sent but not yet approved. 03  Organise Your Interactions
All of this amounts to missed opportunities, lost deals, and a loss of 05  Turn Leads into Opportunities
potential revenue. This e-book will show you how to streamline the
sales journey from lead to cash using CPQ (Configure, Price, Quote). 07  Sprintto Close the Deal

13 Conclusion


https://www.salesforce.com/form/pdf/sungardebook.jsp?d=70130000000NROX

Organise Your
Interactions

Did you know that 50 percent of sales go to the vendor
that responds first? All the more reason you need to get
your sales leads to the right person — fast. When a rep

contacts a lead within one hour, they're 7x more likely to -

e

convert into an opportunity — and maybe a closed deal. f

What you need is an automated process, something that
will move your lead through the pipeline without hitting

any speedbumps.
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Just imagine that a sales rep calls and pitches a product
to a prospect. But that prospect has been downloading
information about a different product. The potential
sale is already set up to fail simply because the sales rep
doesn’'t know what their prospect is interested in. This
lack of information and insight can kill a potential deal.

Needless to say, had the same sales rep had greater
visibility into the prospect’s actions — known what
e-books they had read or emails they received
— the rep could have shaped his sales pitch
accordingly, leading to a better chance for
closing that deal.
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Up to 50%

of sales go to
the vendor that
responds first.




Turn Leads
Into Opportunities

Now that you have all the information available about
a hot lead, you want to turn it into an opportunity.
But it can be a challenging path to navigate: How do
you work together as a successful sales team? More
importantly, how do you keep track of your pipeline?
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Here’s a few tips to turn leads into opportunities:

N\

Sell as a team: Selling is a team
sport; it takes a ton of collaboration
from various experts on the

team (technical support, pricing
assistance, product specialists).

High performers are 3x more
likely to collaborate than others.

N

Customise experiences: Every
company is different, so it's only
natural that sales teams customise
the process, adapting it to each
business’ unique need.

——
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Increase visibility: Managers need
visibility into their team and all
their deals if they want to forecast
accurately. They need to know what
deals are stuck and which quotes

have been sent. This kind of insight
will inform their decisions about
how to utilise resources accordingly
to close more deals.

Those key pieces will help usher along contacts through the sales

process and create a better system to manage potential opportunities.

Now you’re one step closer to ensuring your reps can close every deal.
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Sprint to Close the Deal

This final step is the most important — the one that will
make or break. This is the time when an efficient CPQ
(configure, price, quote) process will pay off.



Aside from being the most critical part of the deal, CPQ
is the riskiest part. In fact, two out of every three sales

quotes your sales reps submit result in a lost sale,
and here’s why:

- Quotes take too long
- Products are mismatched

- Quotes contain pricing errors
- Sales reps are using a manual process to define quotes

These pain points are the result of a manual, outdated
process; it's time you automate your quote-to-cash
process.

An automated quote-to-cash process guides sales
reps through the configuration, pricing, and quoting,
eliminating the potential for deal-breaking mistakes and

speeding the time from creating the quote to collecting

the cash.

Win Every Deal From Lead to Cash

&
products

g1504d
nfigurE 3
 confi: e

% . s

=TS

T o
.  of Eha RollowiEE
chose of e

gLt st

= | oy
S8 gp pden TRk

1 ar mainng Paraifor End USeE

e |
= asportng Traieng Aoratied
=

8 gy ol

sanice

ey  Fofesona Services Hous
(BER] | aned Rate)

Frofessioral Services Soope of
Witk

Anfre Time atd
oeriificatiot rrogules, AN

w i s i 10

AT IO
S g Experiss Sulle
ing; far 1 Time i 2g APTLE

sars ineluded educadian &

ROMCT
J certiScation mody

Caefing Admi Tra

g g Expana 1100 g for end!

Oinirig T -
rain ing flor end wieF includes pEucaTan

T Subecrptinn
Egpense Finate. and Ragorting I

il Subseriation.

FROOUCT DESCRETION

n Fixed Fee Dasis.
Easic Corsating package for implementation managed by 3 paty 51, Bartmer on Fle
seckage managed by in-house professional senvices. Ate 52 Dlenzed

GargyHing implgmetation
rate with bosh fime sod marsrals.
tmalomentasion managed byin-nouse professional sendoes with an agreed upan scape of work
Custom [mplemgsiatian managed by nhouse profess ongl 5@ rvices, ch: arged ¢n @ Temig a9

Wadenal bas's

Qi




More specifically, it streamlines your Excel spreadsheets
and manual approvals into a transparent, manageable
process that positions your reps to close more deals.
An automated system means reps can easily create

a quote and even tweak pricing, making it that much

easier for managers to approve quotes and track them.

This makes a huge difference as new products and
services are added to your sales console, or prices
change, and approval procedures shift. An automated
guote-to-cash system takes your evolving business and
simplifies it for sales reps. It also gives your executives

greater visibility into the entire process.
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There are other behind-the-scenes benefits to consider:

A

1. A quote-to-cash system
gives your finance and
legal teams the control
and confidence to let reps
build quotes, adjust prices,
and compose contracts
automatically by ensuring
they're always aligned with

company policy.
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2. Product and service
leaders can sleep easily
knowing required items
and SKUs are included
with every deal so there

are no (bad) surprises.

hvd

3. When a non-standard
deal comes along,
approval workflows
ensure that the deal
remains compliant and

the correct decision-

makers get involved.

N

4, Executives get easy
access to insights and
analytics with automated
quote-to-cash. (Risks and
pipeline forecasts are
clear, as are breakdowns
of deal sizes, margins,
payment terms, and
other attributes).



For sales leaders For product and service leaders

For legal leaders For finance leaders

For C-level executives




How to Build Your Best Quote:

h\4

Choose the right products

You are less likely to get the correct
products to your buyer if your
current process is manual. Even if
all information is up to date and
accurate, the process is slow, giving
your competitors the upper hand
to win. The combination of faster
configurations and more time for
reps to actually sell adds up to fast
revenue growth.

N

Price orders

Automation gives sales reps the
power to create their own pricing
and to build a price quote that
won't be bottlenecked by approvals.
Automated quote-to-cash ensures
all of the required documentation,
legal terms and conditions, product
information, cover letters, and other
elements of a quote are included.
The customer gets an accurate
proposal in a timely manner and

sales can get back to selling.

N

Generate quotes and proposals
Automated quote-to-cash generates
branded proposals and contracts

at the click of a button. You define
the customisable templates ahead
of time, ensuring that proposals
meet your company’s branding
standards. It takes layout, formatting
and design time off of the sales rep’s
plate so they can focus on the deal.

On average, Sales Cloud customers see a 37 %

Increase in win rates
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Gear Up for the Sale

We've given you a detailed training strategy to bring
those deals across the finish line. Now we need to equip

you with the right gear.

Remember a few pages back, when we discussed

the importance of keeping track of prospect data

and accounts? A good way to keep track of all those
interactions and have total visibility into your prospects
and customers is via a sales force automation
application. This management system gives

you a quick view of prospect and customer

data, including location, annual revenue,

and key players in the company. You can

integrate a CPQ system within your sales force
automation, allowing your sales reps
to be ultra-responsive. With just a

few clicks, they can automatically
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populate a quote using the latest data, generate a PDF

from an approved template, and email it to customers.

Learn how to streamline your sales process
and close more deals faster.

LEARN MORE
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