WHY SALES LEADERS SHOULD RIDE THE CPQ
ADOPTION WAVE

Aberdeen Group has found that Best-in-Class organizations are twice as likely to use CPQ technology, but only
19% of all organizations surveyed have an active deployment. Adopting any technology in'its early adoption
phases may seem risky, but the rewards speak for themselves.

CPQ Users
enjoy:

Greater reductions in average sales cycle length year-over-year

More favorable reductions in customer acquisition costs

More sales employees retained annually

Greater competency at increasing sales productivity with integrated
technologies

Greater year-over-year growth in profit margins

Better competency at responding to market disruptions

Higher annual improvement in total quota attainment

More growth in in annual company revenue

=>» Read the full report: Unlocking Competitive Sales

as compared to
non-users.

Advantages with CPQ, Aberdeen Group, 2017

The bottom line: CPQ has the potential to be a transformative sales technology for organizations of all sizes. While
some emerging technologies are apt to fizzle out, the benefits shown by CPQ users ensure that the technology will
only grow in popularity and utility with sales teams. It’s vital for organizations to catch on to CPQ while the early
adoption wave is still on the rise.
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