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E! CLIENT REQUIREMENTS:

1.Needed a unified system to manage the
pricing and quoting with minimal manual
intervention and faster approvals.

2.Required real-time visibility into sales,
orders to improve operational efficiency.

KEY CAPABILITY LIMITATION:
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o .
data across multiple platforms.
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<‘éﬁ> Limited Visibility — No unified customer
“** or order view.

Lack of Revenue Scheduling — Manual
revenue tracking & manual pricing leading
to revenue leakage
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Streamlined quote-to-cash
process, improved sales
efficiency, and enhanced revenue
visibility across the enterprise
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