Salesforce CPQ Case Study
Use Case Introduction
This Use Case has been developed for our one of client new system for
managing the logistic process based on the design team’s gathering of
business and functional area requirements. The salesforce cpqg will replace the

manual sales processes currently utilized by client. Client has identified business needs for reducing
manual process and no human error while preparing the big proposal also wanted to split the
commission by system

The new salesforce system will be designed to meet these business needs and improve the client’s
overall business strategy.

We helped them implement the salesforce cpq (End-to-End) to drive their business in logistics.
Explanation Of Use Case Contents
Name Of the Use Case: Salesforce CPQ implementation for our client.

Description: The implementation gave every salesperson of our client pipeline filled with the right
candidates at the right time and also gives them the feasibility of contacting good resources.

Deliverables — A efficient salesforce system to prepare the proposal as fast as it’s possible.
Use Case Implementation
Setup the user licenses and permission set
Setup the web to lead form
Enable the duplicate rules for the Account
Setup the automate approval conversion
Setup automated lead conversion
Salesforce CPQ Configuration & Product Configuration & Pricebook
Setup screen flows and record trigger flows
Salesforce CPQ Architecture

Salesforce CPQ provide an efficient way to prepare the quote for the customer so they can quickly decide
to close the deal or make any adjustments if needed and empower sales to close more deals.



Implementation
Implemented Web to Lead

Web-to-Lead Setup

Using pre-existing pages on your company's website, you can capture contact and profile information from users and automatically generate new leads in salesforce.com, enabling you fo respond in reaHime to customer requests.

FirstName

Last Name

My Website

E-mail

Web-to-Lead Settings Edit | | Create Web-to-Lead Form

Web-to-Lead Enabled
Require reCAPTCHA Verification

Default Lead Creator Wil Mark

Default Response Template

Get Info Before You Start

» What is the maximum number of leads | can capture?

« How do I specify which i ion o capture?

+ Can | capture leads from multiple web pages?

« What status is assigned to web- ted leads?

« How can | be sure that leads will not be lost?

Duplicate Rules Configuration

NewRule ¥
Rule Name 1 Description Object  Matching Rule Active  Last Modified By Last Modified Date
Account Name Match Only Anule that is nly using account name to make @ match, Account  Account Name Malch Only matehing rule. v ADada 813021
Carrier Account Duplicate Rule Duplicate rule for Account record type ‘Carier with exact match on MC Number Account  Carrier Account Duplicate matching rule ¥ Unassign 101372021
Standard Account Duplicate Rule Duplicate Rule for Accounts using the Standard Account Matching Rule Account Standard Account Matehing Rule v ADada 8132021
Standard Contact Duplicate Rule Duplicate Rule for Contacts using the Standard Contact Matching Rule Contact %% ¥ wmark 313012023
‘HubspotLeadEmailQnly
Standard Lead Duplicate Rule Duplicate Rule for Leads using the Standard Lead Matching Rule Lead HubSpotContact ¥ wmark 41412023
Standard Account Matching Rule
Standard Rule for Contacts with Duplicate Leads Identify contacts with duplicate leads. Contact HubSpotLead v wmark 373012023
Lead HubSpotCantact v wmark 41412023

Standard Rule for Leads with Dupiicate Contacts Identify leads with duplicate contacts.
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Lightning record page configuration

Account
= Now Foods

Brokerage Seller Carrier TMS Status OpenCock Status ShipperGuide Status
3 AS Open Accounts & Active Customer

Details Activity
~ Firmographics
Account Mame Naow Faods ra AS Status @ Open 4
Farent Account rd AS Days Left @
Conversational ra Apnual Revenue £550,000,000 r
MName )
Alice Shipper Name i@ ra Total Freight Spend $32 500,000.00
(calculated) @
Phone (630) 545-9093 ra Total Freight Spend &0
(validated) @
Wehsite www.nowfoods.com rd Arnual Revenue
(validated) @
Employees 5,000 rs Account Tier ) ME
AM Owner Team Sales & Service Ops Type @ Shipper &
Credit Limit rd Industry @@ Health & Nutrition Products a
Iz Inactive L ra Share of Wallet 0%
(calculated) @
Tax ID ra Share of Wallet ra
(validated) @
NetSuite ID 16165d77-e870-4679-a7b1- s Ranking with Shipper MNSA ra
496539f3531¢
Expected PTA @ ra Carriers in Metwork @ 0 rd
Expected OTD @ ra Zoominfo Intent ID ra
Expected OTF @ ra G2 Buyer Intent Activity r
Lewvel
Account Segment Tier 3 ra G2 Buyer Intent Buying ra
Stage @
Performance Index Low ra G2 Buyer Intent Details ra
Potential Index Loww ra
Gross Profit {LTM) £0.00




Sales process setup

Sales Processes ap for s Page @

Use this page to create and maintain the Sales Processes used within your organization. A Sales Process contains the Stages an Opportunity follows through its sales cycle

Sales Process New SalesProcessHels 7 !
Action Sales Process Name Description Modified By
Edit |Del  Customer Inactive - won't let us delete Will Brown, 7/22/2020 11:08 AM
Edit |Del  Iniegration Types: Quoting Integrations, Non-Integrations

Will Mark, 1211612022 2:50 PM

Edit|Del  Loadsm:

Inactive - won't let us delete

S

Will Brown, 742212020 11:08 AM
Edit |Del  Managed Transportation Types: Sole Source, Managed TMS, Professional Services Shashank Parashar 6/4/202¢ 1213 PM
Edit|Del  New Customer Types: FTL, LTL, Rail. Port Drayage, Transload, Intermodal Shashank Parashar, 7/28/2023 850 AM
Edit|Del  RFP Types: FTL Coniracts, Port Drayage Gontracts Will Brown, 12122/2020 3:08 PM

Edit Dl SaaS Types: RFPGuide, Kamion, Loadsmart Intsgration Network, RateGuide Jarvis Jackson, 10/11/2022 7:51 PM

Quote generation

L N N % %N NN NN MTFAGT A A A A A AAAANNNN)
(@ somn | Al @area @

Salesforce CPQ  Home  Accounts Opportunities ~  C(PQQuotes Soltion Groups DiscountSchedules ~  QuoteTemplates »  Products ~  Productfules ~  Repots Dashboards v  ImportFormats ~  Product Options v

Mo Y @
Eupmm i [+ rotlow | ondad contact | uatiete | creste arbcarding | = |
Loadsmart Test Account | | 2030-05-24 | 36 | Renewal Opportunity + Folo onciad Contra reate Onboarding
Subscription Status Close Date Amount
Pending 5/23/2030 $18.000.00
s B Contact foles (1] @ auotes (0) O Partners (o)
Staga: Qualification m ) ProuctFeedback(®) ) QuoDocuments () @ Contracts()
Key Fislds Edit Show AN (16)
00 550 Required s [ collectricity
O Non-standard Use Cases ’ [ [
56 Modes On Plstiom Vi Loadsmart Test Account £ ONA L4
F—— 7 Comersin Network @ Total Freight Spend fualidated] @
a1 # 31200000
5G Equipment Types Used Vi Funcionsi Pt @ Primay LTS @
Expedite:Flat BectHazmat £ sy s
o
Details  Activity Master Service Agreement 20 4
2 958 Rotaile L _

Create Quote

Frimary @ siling Frequency @
¥ Annual

StartDate @ account @

{ 812312030

I B Losdsmant Test Account

Subscription Term @ Opporiunity @
[ . Loadsmart Test Account | | 2030-05-24 | 36 | Renewal Gpportunity




1% Salesforce CPQ Home  Accounts ~  Opportunities

Quote line configu

CPQQuotes ~  Solution Groups ~  DiscountSchedules ~  Quote Templates

ration

Products

Product Aules

Reports v

Dashboards

mport Formats ~  Product Options ~ Mo ¥

L]

E Edit Quote

CPQ Quote Information
SanDete @ | 1/1/2022 8 Subseription Torm @ 12 Target Customes Amount
. OPTIONAL LIST UNIT PRICE QUANTITY UM OVERRIDE LISTUNITPRICE  ADDITIONALDISC.  PRORATE MULTIPL >
1 SGO1-PR $500.00 >
SUBTOTAL:
QUOTE TOTAL: § 6,000.0C
Proposal generation
175 W Jackson, Blvd, Suite 1400
Chicago, IL
us
60604
Phone: (319) 325-7499
Bill To
Adriana Dada
Loadsmart Test Account
150 North Michigan Avenue, Ste 1900
Chicago, llincis
60601
United States
11999999999
| SALESPERSON | EMAIL | BILLING FREQUENCY | PAYMENT TERMS |
| Davi Camas | davicamas@loadsmart.com | Annual | Net 30 |
Shipper Guide
QTY |PART # PRODUCT DESCRIPTION SERVICE | SERVICE NET TOTAL
START END
DATE DATE
1.00 | SGO01-PR | ShipperGuide Licensing access to ShipperGuide upon 11112022 12/31/2022 $6,000.00
- Premium execution of order form and payment being
Subscription received
Shipper Guide SUBTOTAL: $6,000.00
Shipper Guide TOTAL: $6,000.00
Annual Amount (First Year): $6,000.00




Sales overview after salesforce CPQ implementation

OKR #1: % TMS Managers Identified
H2 GOAL: 40%
TMS Manager Identibed
No @
Yes @

GOAL: Identity 40% of TMS Managers for 8J, BY, OTM and MG integratable shippers
View Repart (F4 TMS Universe of Contacts)

Won Quoting Integrations
All-Time

No dsta.
Try refreshing the dashboard.

OKR #2 Net-New Optys Opened

H2 GOAL 36

N intes via Partner
View Report (Open Oplys irom PSQ Handof

Won from PSQ Handoff
2021

o view this table. refresh the dashboard

Rep (based on H2 Handoft Date)
m

% Update. € Recent W Loads.

OKR #2: Net-New Optys Opened
Detail

To view ths table, relresh the dashboerd.

Open Optys from PSQ Handoff
2021

4 (44.44%)




