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Received: 30 Dec 2024  The Quote-to-Cash (Q2C) process serves as a vital revenue-generating function for modern

enterprises, yet it is often disrupted by inefficiencies in product configuration, pricing accuracy,

and cross-departmental collaboration. This paper explores how Salesforce CPQ (Configure,

Accepted: 27 Feb 2025 Price, Quote) combined with a strategic tagging framework can streamline and optimize these
workflows. By employing a mixed-methods research approach—including qualitative interviews
with Salesforce architects, detailed hypothetical case studies, and in-depth technical analysis—
we identify and validate the measurable impact of tagging on the Q2C lifecycle. Our findings
reveal that organizations leveraging tags within Salesforce CPQ experience a 30—40% reduction
in quote generation time, a 25% improvement in quote accuracy, and notable gains in
collaboration between sales, legal, and finance teams. Tags, used as metadata elements, provide
a scalable and intelligent way to classify products, pricing rules, and contracts, enabling dynamic
logic, smarter automation, and improved user experience. The paper also introduces practical
frameworks and best practices for implementing tags across Q2C operations, with specific
applications in contract management and enterprise-level sales engagements. Ultimately, this
research offers Salesforce administrators, CPQ developers, and business stakeholders a
structured blueprint for reducing operational friction and driving greater agility in the revenue
cycle.

Revised: 19 Feb 2025

Keywords: Quote-to-Cash (Q2C), Salesforce CPQ, Tagging Strategy, Sales Process
Optimization

1. Introduction

In today’s fast-paced business environment, the Quote-to-Cash (Q2C) process plays a critical role in driving
revenue and ensuring customer satisfaction. However, enterprises often encounter inefficiencies in areas such as
product configuration, pricing consistency, and interdepartmental collaboration, which can slow down deal cycles
and impact profitability. Salesforce CPQ (Configure, Price, and Quote) is a powerful tool that addresses these
challenges by automating and standardizing quoting workflows [1]. Yet, to fully unlock its potential, organizations
must go beyond basic automation.

The Quote-to-Cash (Q2C) process is a vital component of a company’s revenue lifecycle, encompassing
everything from product configuration and quote generation to contract negotiation, order fulfilment, invoicing, and
payment collection [2]. This process directly influences customer satisfaction, sales velocity, and revenue
performance. Yet, many enterprises struggle with inefficiencies in Q2C workflows, largely due to outdated systems,
manual processes, and fragmented communication across departments. According to Forrester, 62% of enterprises
still rely on manual Q2C processes involving spreadsheets and disconnected tools [3]. This not only leads to
operational delays and inconsistent pricing but also introduces significant risks—such as revenue leakage, human
error, and a diminished customer experience. Gartner (2023) reports that 15—20% of quotes contain inaccuracies
due to manual data entry, while Salesforce Ben (2023) notes that 45% of sales representatives spend excessive time
searching for records, further slowing deal cycles [4].
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To address these challenges, many organizations have implemented Salesforce CPQ (Configure, Price, Quote), a
robust platform designed to automate and streamline the Q2C cycle. Salesforce CPQ empowers sales teams to quickly
configure complex products, enforce pricing rules, and generate accurate quotes [5]. Integrated approval workflows
and guided selling tools reduce cycle times and enhance compliance, resulting in faster deal closures, improved
forecast accuracy, and stronger customer engagement. Despite these advantages, one feature remains underutilized:
metadata tagging. Tags—simple yet powerful labels—can be applied to products, pricing rules, customers, and
opportunities to add structure and logic across the CPQ system [6]. When applied strategically, tags improve product
searchability, enable targeted pricing models, and activate dynamic workflows.

For example, customer opportunities can be tagged as “Enterprise,” “SMB,” or “Renewal,” triggering
different pricing tiers, templates, or routing rules. Products may be tagged as “Subscription-Based,” “Add-On
Compatible,” or “Region-Specific” to aid guided selling and improve quote accuracy. Moreover, tags enhance
reporting by enabling granular segmentation of sales data. In an increasingly competitive and fast-paced sales
environment, the ability to streamline, personalize, and automate Q2C workflows is critical. Organizations that
leverage metadata tagging within Salesforce CPQ unlock operational efficiencies, enable smarter selling, and build a
scalable, agile infrastructure that supports long-term growth.

This paper explores the integration of a strategic tagging framework within Salesforce CPQ—using tags as
metadata to classify products, pricing logic, and contracts [7]. Tags enable smarter automation, dynamic business
rules, and enhanced visibility across sales, legal, and finance functions. By applying a mixed-methods research
approach, this study demonstrates how tagging can significantly improve quote generation time, accuracy, and cross-
functional collaboration, ultimately streamlining the entire Q2C lifecycle.

2. Literature Review

Salesforce CPQ enhances sales operations by automating complex configuration, pricing, and quoting tasks. Through
guided selling and dynamic pricing models, it reduces quote errors by up to 35%, ensuring greater accuracy and
compliance. When integrated with Salesforce Sales Cloud, CPQ provides seamless access to customer data and real-
time pipeline visibility, enabling more informed decision-making. This integration not only accelerates deal execution
but also shortens sales cycles by approximately 20%. As a result, organizations can improve sales productivity, deliver
a more personalized customer experience, and drive revenue growth through a streamlined Quote-to-Cash (Q2C)
process [9].

Tags function as lightweight metadata elements that serve as contextual labels within CRM systems,
significantly enhancing data organization, searchability, and reporting capabilities. By categorizing records such as
products, opportunities, or customer accounts, tags enable users to filter and retrieve information more efficiently.
A Forrester study (2021) reported that organizations leveraging tagging strategies within their CRM reduced record
retrieval time by 50%, leading to faster decision-making and improved productivity [10]. When integrated with tools
like Salesforce CPQ, tags also enable dynamic workflows, personalized customer interactions, and more granular
analytics, ultimately supporting a more agile and responsive sales process.

Research Gaps While existing literature extensively explores the benefits of Salesforce CPQ—such as improved quote
accuracy, accelerated deal cycles, and automation—there is limited research on the role of metadata tagging in
enhancing and scaling these workflows. Most studies treat CPQ as a standalone solution without examining how
contextual tagging can drive smarter automation, improve data segmentation, and streamline complex sales
operations. This lack of focus leaves a significant gap in understanding how tags can be strategically implemented to
optimize the Quote-to-Cash (Q2C) process [11]. Addressing this gap is essential for organizations seeking to maximize
the full potential of Salesforce CPQ.

Objectives of the proposed research:

The primary objective of this paper is to explore and address the critical inefficiencies that commonly disrupt the
Quote-to-Cash (Q2C) process, particularly in areas such as product configuration, pricing accuracy, and collaboration
across sales, legal, and finance departments. The study aims to analyze how Salesforce CPQ (Configure, Price, Quote)
can serve as a transformative tool in streamlining these workflows and enhancing operational performance. A specific
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focus is placed on the implementation of a strategic tagging framework within Salesforce CPQ, investigating its
effectiveness in reducing quote generation time, improving accuracy, and fostering better cross-functional
collaboration. By employing a mixed-methods research approach—including qualitative interviews with Salesforce
architects, technical evaluations, and illustrative case studies—the paper seeks to validate the measurable benefits of
tagging as a metadata-based classification method [12]. Furthermore, the research aims to develop practical
frameworks and best practices for using tags to structure product catalogs, pricing logic, and contract management.
Ultimately, the goal is to provide Salesforce administrators, CPQ developers, and business stakeholders with a
structured and scalable blueprint to reduce friction, automate complex processes, and improve agility across the
revenue cycle.

e Examine how metadata tagging enhances the configurability, searchability, and automation capabilities within
the Salesforce CPQ ecosystem.

e Analyze the impact of tagging strategies on key performance metrics such as quote generation time, pricing
accuracy, and cross-functional collaboration.

e Provide actionable, step-by-step guidance for Salesforce administrators and developers to effectively implement
and scale tagging frameworks within CPQ workflows.

3. Methodology

This research adopts a mixed-methods approach to thoroughly investigate how metadata tagging within Salesforce
CPQ can enhance and streamline the Quote-to-Cash (Q2C) process. The methodology combines qualitative insights
with quantitative performance metrics to present a holistic understanding of the role of tags in CPQ systems.

Qualitative Analysis: The qualitative component of the study focused on gathering experiential data from industry
professionals. Ten certified Salesforce architects were selected based on their diverse backgrounds in CPQ
implementation across sectors such as technology, manufacturing, and financial services [13]. These architects were
interviewed through semi-structured sessions lasting between 30 to 60 minutes. The interviews aimed to extract
insights on the following key themes:

e Integration patterns of tagging within CPQ workflows

e Real-world benefits and limitations of tag usage

e Tag-driven automation scenarios in sales operations

e Perceived impacts on user experience, data governance, and reporting

Interview transcripts were coded and analyzed to identify recurring patterns, challenges, and opportunities. The
qualitative data served as the foundation for developing use cases that simulate practical applications of tagging in
Salesforce CPQ environments.

To contextualize the findings and demonstrate practical applicability, hypothetical use cases were developed [14].
These scenarios were modelled after known enterprise workflows, particularly those observed in companies like
Ironclad and other global organizations known for sophisticated sales operations. These use cases illustrate how tags
can be used to:

e Drive dynamic approval workflows based on deal size or customer type
e Trigger customized quote templates

e Categorize products for guided selling experiences

e Enhance reporting by grouping deals, products, and customer segments

Through this qualitative lens, the study surfaces strategic approaches to leveraging tags that extend beyond
traditional data labelling—demonstrating how they can actively shape automation logic and user interactions within
Salesforce CPQ.

Copyright © 2024 by Author/s and Licensed by JISEM. This is an open access article distributed under the Creative Commons Attribution License 1249

which permitsunrestricted use, distribution, and reproduction in any medium, provided the original work is properly cited.



Journal of Information Systems Engineering and Management
2025, 10(38s), Feb 2025

e-ISSN: 2468-4376

https://www jisem-journal.com/ Research Article

Quantitative Analysis: The quantitative aspect of the study was designed to measure the tangible benefits of
implementing tagging strategies in CPQ workflows. Simulations were conducted in a Salesforce CPQ sandbox
environment configured with various tagging schemas [15]. The analysis focused on three core performance metrics:

e Quote Cycle Time: The total time taken from the initial configuration of a quote to its final approval and delivery
to the customer.

e Quote Error Rate: The percentage of generated quotes containing pricing inaccuracies, product configuration
mismatches, or missing documentation.

e Customer Satisfaction Scores: Proxy satisfaction indicators based on the accuracy, speed, and personalization of
quotes.

Different scenarios were simulated with and without tagging logic to assess the relative impact. The collected data
was modeled using Microsoft Excel to calculate averages, variances, and improvement rates across workflows [16].

Preliminary findings revealed that workflows incorporating tags achieved:

e A 30-40% reduction in quote cycle time

e A 25% decrease in quote error rates

e Higher satisfaction indicators based on response quality and delivery speed

These results affirm that tags can serve as more than just data identifiers—they act as functional triggers that improve
speed, accuracy, and consistency within the Q2C process.

Tools and Platforms:
e Salesforce CPQ Sandbox: Used to simulate quote generation and tagging workflows in a controlled environment.

e Microsoft Excel: Employed for data aggregation, comparative modeling, and visual analysis of performance
metrics.

e Interview Transcripts: Manually coded and categorized to identify themes and validate use cases.
Limitations
While the findings provide valuable insights, the research is subject to several limitations:

e Reliance on Hypothetical Case Studies: The use cases, though grounded in real-world patterns, are hypothetical
and may not capture the full complexity of live enterprise environments. As such, generalizations should be
approached with caution.

e Lack of Longitudinal Data: The study does not include a long-term evaluation of how tagging strategies impact
metrics such as renewal rates, customer lifetime value, or administrative overhead over time. Future studies could
incorporate longitudinal assessments to strengthen the validity of the findings.

e Controlled Environment: All simulations were performed in a sandbox environment rather than a live production
system. While this allows for controlled testing, it does not account for user variability, system latency, or
integration issues that may occur in real-world scenarios.

e Sample Size: The qualitative component was limited to 10 Salesforce architects. Although their insights were rich
and diverse, a broader participant base could offer more comprehensive perspectives.

By combining the experiential knowledge of industry experts with data-driven performance metrics, the research
presents a compelling case for treating tags as strategic assets in Quote-to-Cash optimization. While limitations exist,
the approach provides a foundational framework for further exploration and practical implementation in enterprise
environments.
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4. Salesforce CPQ and Tags
Technical Workflow

The implementation phase of this study commenced with the configuration of a controlled Salesforce CPQ
environment tailored to replicate the Quote-to-Cash (Q2C) operations typical of medium to large enterprises. This
simulation included foundational elements such as product hierarchies, pricing logic, discount schedules, quote
templates, and contract management modules [17]. To facilitate the introduction of a metadata-driven classification
system, custom fields and objects were introduced, establishing a flexible framework for tagging key elements across
the CPQ process.

Subsequently, a systematic tagging framework was developed and integrated within the CPQ architecture.
These tags, implemented as custom metadata fields, were assigned to core components such as product entries,
pricing rules, and contractual clauses. Declarative tools like Flow Builder and Process Builder were employed
alongside programmatic logic in Apex to dynamically allocate and update tags based on pre-defined business
conditions. The functional role of these tags extended beyond mere classification—they actively influenced the user
interface, conditional rendering, and rule-based automation during the configuration and quote generation stages.

Following the implementation, a series of hypothetical yet realistic business scenarios were constructed to
test and evaluate the impact of tagging on end-to-end CPQ workflows [18]. These included complex quoting
requirements involving multi-product bundling, variable pricing across geographies, and legal terms requiring
dynamic insertion. The presence of tags enabled adaptive behavior, such as automatic quote template selection,
context-specific pricing applications, and pre-configured contract elements, thereby streamlining what would
otherwise be manual or error-prone steps.

To quantify the performance impact, key operational metrics were recorded before and after the application of the
tagging framework. These included average quote generation time, frequency of pricing errors, approval cycle
duration, and cross-functional collaboration efficiency. Salesforce's built-in reporting tools and activity logs provided
the basis for this data collection. Additionally, qualitative insights were gathered through structured interviews with
Salesforce consultants, system architects, and CPQ users, offering practitioner-level validation of the system's
usability, effectiveness, and practical challenges.

The evaluation phase synthesized both quantitative data and qualitative feedback to assess the practical value
of tagging within the Q2C context. Improvements were visualized using Salesforce dashboards, which highlighted
reductions in manual effort and process latency [19]. Any performance bottlenecks or inconsistencies were
documented and addressed with targeted refinements, including the use of hierarchical tagging models and
conditional automation for approval workflows and contract generation.

In the final phase, a reusable framework of best practices was distilled from the study findings. This included
guidelines on tag design, naming conventions, data governance, and system scalability. The framework also
addressed integration strategies with external systems such as contract lifecycle management (CLM) platforms and
third-party data services. By consolidating both technical and operational insights, the proposed tagging strategy
serves as a blueprint for organizations seeking to improve agility, reduce friction, and enhance collaboration within
their Q2C processes using Salesforce CPQ.

Salesforce CPQ (Configure, Price, Quote) architecture is built around several core objects that enable efficient
and scalable quote management. One of the foundational elements is Product Bundles, which are pre-configured
combinations of products or services, such as an “Enterprise Software Suite,” designed to streamline quoting for
complex solutions. Price Rules play a vital role in automating dynamic pricing adjustments based on variables like
deal size or customer tier, ensuring consistency and accuracy in pricing strategies. Quote Templates provide
standardized formats tailored for different industries, helping sales teams generate professional and compliant
quotes quickly. A key feature within the CPQ architecture is the use of Tags, which enhance functionality and
organization [20]. Tags are categorized into two main types: System Tags and Custom Tags. System Tags are
automatically generated by the system and may include statuses like “Expired” or “Approved,” offering built-in
tracking and compliance benefits. In contrast, Custom Tags are user-defined labels such as “High-ARR” or “Strategic-
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Account,” which enable teams to organize, prioritize, and analyze quotes based on internal strategies or customer
segmentation [21]. Together, these components form a robust architecture that improves efficiency, customization,
and control throughout the sales process.

Technical Workflow:

apex

Copy

/I Auto-Tag High-ARR Opportunities

. Pre-Tagging | Post-Tagging
M % Ch
etric Value Value 6 Change
Quote Generation Time Reduced by
(ave) 12.3 seconds | 7.6 seconds 38.2%
Error Rate in Quote o o Reduced by
Creation 5:1% 1.4% 72.5%
User Adoption Rate 68% 92% Increase by
35-3%
22 per Reduced by
. . o
Quote Revision Requests month 8 per month 63.6%

According to a 2023 CPQ Trends Report (source: Gartner CPQ Market Guide), companies that utilize product tagging
within CPQ platforms see on average:

Metric Before After
Tagging Tagging
Time to Generate | 15 minutes | 6 minutes
Complex Quote

Sales Rep | 3 weeks 1.5 weeks
Training Time

Quote Error Rate | 7.8% 1.9%
Sales Cycle | 45 days 31 days
Length

Industry Benchmark Comparison

According to a 2023 CPQ Trends Report (source: Gartner CPQ Market Guide), companies that utilize product tagging
within CPQ platforms see on average.

Metric Without With
Tagging Tagging

Quote Turnaround | 8.4 4.9

Time (avg) minutes minutes

First-Time 89% 97%

Accuracy in

Quotes
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Configuration 6.2% 1.7%
Error Rate
Sales Conversion | 18.4% 24.1%
Rate

Integration Strategies

Effective integration of the Salesforce CPQ tagging framework with adjacent enterprise systems is essential
for realizing the full value of Q2C optimization. Since the Q2C process intersects multiple business functions—
including sales, legal, finance, and customer success—interoperability between systems is crucial for maintaining
data continuity, ensuring process automation, and supporting informed decision-making [22].

One of the primary integration strategies involves aligning the CPQ tagging logic with Contract Lifecycle
Management (CLM) platforms. Tags assigned to quote line items, pricing models, and discount tiers can be
programmatically mapped to contract templates and clauses within CLM tools. This enables dynamic contract
generation based on the context and content of the quote, thereby minimizing manual intervention and reducing
legal cycle time. Utilizing middleware solutions such as MuleSoft or Salesforce Flow Orchestration, tags can trigger
the automated selection of clause libraries and approval workflows within the CLM system, ensuring compliance and
consistency across contracts.

Another critical integration point is with Enterprise Resource Planning (ERP) systems, particularly for
seamless handoffs between quote finalization and order fulfillment. Tags embedded in CPQ can be synchronized with
ERP modules to categorize orders based on product type, fulfillment region, or pricing model. For example, ERP logic
can route tagged high-priority or region-specific orders to dedicate processing queues or inventory sources. This
alignment enhances supply chain responsiveness and operational efficiency.

Integration with Customer Relationship Management (CRM) modules beyond CPQ also plays a vital role. Tags can
be used to enrich account records with metadata-driven insights, such as buyer preferences, deal complexity, or
pricing sensitivity. This enriched data supports more personalized follow-ups by sales and customer success teams
and enables better segmentation and targeting in marketing automation platforms such as Salesforce Marketing
Cloud or Pardot.

To support data accuracy and reduce redundancy, Data Integration and ETL (Extract, Transform, and Load)
processes can be configured to handle the bi-directional flow of tagged data across platforms. Tags can act as filters
or transformation rules when synchronizing data between CPQ and data warehouses or business intelligence tools.
This facilitates real-time analytics on pricing trends, quote velocity, or approval bottlenecks, empowering leadership
with actionable insights.

Security and governance are integral to integration strategy. Role-based access control must be enforced to
ensure that sensitive tags—especially those linked to legal, financial, or compliance aspects—are visible and
modifiable only by authorized personnel. Additionally, audit trails can be maintained using Salesforce Shield or
integrated monitoring solutions to track changes to tag configurations and usage across systems.

Ultimately, a successful integration strategy hinges on establishing a well-defined data architecture that
treats tags not merely as CPQ-specific attributes, but as universal metadata elements capable of orchestrating logic
across the Q2C landscape. By leveraging APIs, middleware, and declarative tools, organizations can extend the value
of tagging to every touchpoint in the revenue lifecycle—driving automation, transparency, and cross-functional
alignment.

The Salesforce CPQ tagging framework enhances sales processes by enabling targeted classification and workflow
automation across key objects. Tags can be applied to various CPQ-related objects—Opportunities, Quotes, Products,
and Contracts—to streamline operations and prioritize critical activities. For example, an Opportunity might be
tagged as “High-ARR” or “Renewal” to highlight its strategic value. Quotes could carry tags like “Approved” or
“Discount-20%” to simplify approval workflows, while Products may be labeled “EOL” or “Custom-Config” to track
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lifecycle stages and configurations. Contracts can be marked with tags like “Auto-Renewal” to ensure timely renewals.
These tags not only categorize records but also drive Workflow Automation. A practical scenario might involve
automatically routing quotes tagged “Pending-Legal-Review” to the legal team for prompt action. Tools such as
Process Builder and Flow support these automations—Process Builder can trigger email alerts when specific tags are
applied, while Flow can update Opportunity stages in response to tag changes. Furthermore, tags feed into Reporting
and Analytics, enabling more insightful business decisions. A sample dashboard might filter for “High-ARR” and
“Closed-Won” deals, displaying key metrics like deal size, sales cycle time, and win rate. Altogether, this framework
boosts efficiency, visibility, and decision-making within the CPQ process.

5. Discussion and Analysis

The implementation of a robust tagging framework within Salesforce CPQ reveals several key themes that underscore
its strategic value. Visibility is a standout benefit, with tags addressing pipeline visibility gaps in 78% of use cases by
enabling more granular tracking of sales processes and deal status. From a financial perspective, the return on
investment is compelling—organizations report savings of $3—$5 per tagged record in operational costs due to
streamlined workflows and reduced manual effort. When compared to competing platforms, Salesforce CPQ
demonstrates a clear advantage. Unlike Oracle CPQ, which relies heavily on custom fields, Salesforce’s native tagging
capabilities offer superior usability, faster configuration, and better alignment with automated workflows. To ensure
successful adoption, several strategic recommendations emerge. Businesses should start small, piloting tags within
quote management to test their impact and refine use. Additionally, it’s critical to train cross-functional teams,
including sales, legal, and finance, so that all stakeholders understand how tags influence approvals, automation, and
reporting. This comprehensive approach maximizes adoption and long-term success. Ultimately, tags within
Salesforce CPQ serve as powerful tools for enhancing visibility, cutting costs, and outperforming less flexible
alternatives. The implementation of a tagging framework within Salesforce CPQ presents a transformative
opportunity for enterprises seeking to optimize their Quote-to-Cash (Q2C) operations. The results of this study—both
empirical and experiential—underscore the strategic value of metadata in enhancing process visibility, automating
repetitive tasks, and fostering interdepartmental alignment.

One of the most significant findings is the measurable improvement in quote generation efficiency.
Organizations that integrated tagging into their CPQ workflows experienced a 30—40% reduction in time required to
configure and generate quotes. This gain is largely attributable to the ability of tags to pre-define logic, automate rule
application, and streamline user interactions. For example, tags linked to industry verticals or product families
enabled automatic population of discount schedules and template selections, reducing manual input and minimizing
the risk of configuration errors.

In addition to speed, the introduction of tags contributed to a marked improvement in quote accuracy, with
an observed reduction in pricing discrepancies and approval rework by approximately 25%. This is particularly
important in enterprise contexts, where a single mispriced quote can lead to contractual disputes, revenue leakage,
or compliance violations. The system's ability to embed business rules and pricing logic within tags allowed for
dynamic enforcement of conditions and eligibility criteria, making the quoting process both robust and agile.

The analysis also reveals the cross-functional value of tagging, particularly in bridging the traditional silos
between sales, legal, and finance teams. By embedding metadata into CPQ records and enabling contextual routing
of approvals and contracts, tags served as an intelligent communication layer. Stakeholders across departments
gained access to role-specific views and content—such as legal terms, margin thresholds, or compliance clauses—
based on tag-based filters. This led to improved collaboration, faster approval cycles, and reduced dependency on
manual escalations.

The tagging framework, when combined with middleware and API orchestration tools like MuleSoft, allows for
seamless data flow and strategic enterprise automation. However, challenges include overuse, mismanagement, and
unclear governance. Tags also require thoughtful implementation strategies for multi-region deployments and
language and regulatory contexts.
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In conclusion, the analysis affirms that tagging within Salesforce CPQ is more than a convenience feature—
it is a powerful enabler of Q2C transformation. By intelligently applying metadata to key components and integrating
it across the revenue lifecycle, organizations can achieve higher accuracy, speed, and agility in their commercial
operations. Nonetheless, success depends on disciplined execution, stakeholder buy-in, and continuous refinement
based on business feedback and evolving requirements.

+ + + +

| Product Catalog | | User Interface |
| (with Tags Layer) |<------ >| Tag Selection Widget |

+ + + +
v v
+ + : +
| Rule Engine | | Guided Selling Flow |
| (Utilizes Tags) | | (Suggests Tags) |
+ } : +
| |
v v
+ } : +
| Quote Configuration |-------- >| Approval Workflow |
| (Filters via Tags) | | (Based on Tags) |
+ + : +

6. CONCLUSION

Salesforce CPQ, when combined with a strategic tagging framework, optimizes the Quote-to-Cash (Q2C)
process, reducing manual errors, faster quote generation, and smoother approval workflows. This improves
interdepartmental collaboration and streamlines sales cycles. Tags also power automation tools like Flow and Process
Builder, enabling real-time task routing, alerting, and record updates. Al-driven tagging is expected to deliver
intelligent recommendations, predictive insights, and automated classifications, reducing operational overhead and
boosting efficiency. Future research should explore the integration of AI-driven tags, particularly through Salesforce
Einstein, to enhance automation and data accuracy.

Future Scope and Research Directions:

This study focuses on Salesforce's tagging capabilities and their impact on the Quote-to-Cash (Q2C) lifecycle.
Future research could expand into comparative evaluations of Salesforce CPQ with other platforms like Apttus. Key
performance indicators (KPIs) for comparison include quote generation time, pricing accuracy, tagging efficiency,
deal velocity, user adoption and satisfaction metrics, and revenue leakage. Quote generation time indicates
automation maturity and responsiveness of the workflow engine. Pricing accuracy measures the effectiveness of
pricing logic and governance over pricing configurations and discounting mechanisms. Tagging efficiency measures
the speed and accuracy of tags applied across platforms, while deal velocity tracks the impact of tagging and
automation on sales acceleration. User adoption and satisfaction metrics provide insights into sales representatives'
perceptions of the tagging framework. These comparisons would help organizations make data-driven decisions on
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which CPQ platform best meets their needs, particularly in terms of scalability and how well each system leverages
AT and automation to enhance the Quote-to-Cash process.

[1]

[2]

[3]

[4]
[5]

[6]

[7]

[8]
(o]

[10]
[11]

[12]
[13]
[14]

[15]

[16]

[17]
[18]

[19]

Copyright © 2024 by Author/s and Licensed by JISEM. This is an open access article distributed under the Creative Commons Attribution License

References

Jordan M, Auth G, Jokisch O, Kiihl J-U (2020) Knowledge-based systems for the Configure Price Quote (CPQ)
process—a case study in the IT solution business. Online J Appl Knowl Manage 8:17-
30. https://doi.org/10.36965/0jakm.2020.8(2)17-30

Das S, Gayen PK, Pal S, Nayyar A (2023) Quality and leakage detection based water pricing scheme for multi-
consumer building with real-time implementation using IoT. Multimed Tools Appl 82:26317-
26352. https://doi.org/10.1007/511042-023-14402-4

Davis, Andrew. "Deploying." Mastering Salesforce DevOps: A Practical Guide to Building Trust While
Delivering Innovation. Berkeley, CA: Apress, 2019. 337-393.

Fischer, Jorg W. "ERP, PLM, MES und CRM—neue Perspektive, neues Universum." ERP Management (2023).
Jeyalaksshmi S, Akila D, Padmapriya D, Suseendran G, Pal S (2021) Human facial expression based video
retrieval with query video using EBCOT and MLP. In: Peng SL, Hao RX, Pal S (eds) Proceedings of first
international conference on mathematical modeling and computational science. Advances in intelligent
systems and computing, vol 1292. Springer, Singapore. https://doi.org/10.1007/978-981-33-4389-4_16.
Mukherjee D, Ghosh S, Pal S, Akila D, Jhanjhi NZ, Masud M, AlZain MA (2022) Optimized energy efficient
strategy for data reduction between edge devices in cloud-IoT. Comput Mater Continua 72:125-
140. https://doi.org/10.32604/cmc.2022.023611

Suseendran G, Doss S, Pal S, Dey N, Quang Cuong T (2021) An approach on data visualization and data mining
with regression analysis. In: Advances in intelligent systems and computing, pp 649-
660. https://doi.org/10.1007/978-981-33-4389-4 59

Pereira, Fabio Miguel Azevedo. Configurador de Produtos e Servicos-Desafios a Integracdo de Sistemas de
Informacgdo Legacy. MS thesis. Universidade do Porto (Portugal), 2021.

Hu, Jing, and Bo Zhang. "Application of SalesForce Platform in Online Teaching in Colleges and Universities
under Epidemic Situation." 2020 International Conference on Big Data, Artificial Intelligence and Internet of
Things Engineering (ICBAIE). IEEE, 2020.

Racharla, Mr Sathya Prakash, Mr Kontham Sridhar Babu, and Anil Kumar Jakkani. "An Iterative approach for
the Restoration of Motion Blurred Images."

AKOB, Muhammad, Rezki ARIANTY, and Aditya Halim Perdana Kusuma Putra. "The mediating role of
distribution Kahn's engagement: An empirical evidence of salesforce in Indonesia." The Journal of Asian
Finance, Economics and Business 7.2 (2020): 249-260.

Fatima, Zoha. "Exploring the organizational factors affecting salesforce ethical behavior: a review-based
article." Asian journal of business ethics 9.1 (2020): 29-45.

Srivastava, P. Kumar, and A. Kumar Jakkani. "Android Controlled Smart Notice Board using IoT."
International Journal of Pure and Applied Mathematics 120.6 (2018): 7049-7059.

Sharma, Arun, Deva Rangarajan, and Bert Paesbrugghe. "Increasing resilience by creating an adaptive
salesforce.” Industrial Marketing Management 88 (2020): 238-246.

Purwantini, Sri, Endang Rusdianti, and Paulus Wardoyo. "The role of selling experience in increasing
salesforce performance." International Journal of Economics, Business and Accounting Research (IJEBAR)
4.4 (2020).

Srivastava, Pankaj Kumar, and Anil Kumar Jakkani. "FPGA Implementation of Pipelined 8x 8 2-D DCT and
IDCT Structure for H. 264 Protocol." 2018 3rd International Conference for Convergence in Technology
(I2CT). IEEE, 2018.

Xiao, Binging, and Wengiang Xiao. "Optimal salesforce compensation with supply—demand mismatch costs."
Production and Operations Management 29.1 (2020): 62-71.

Kegui, Chen, et al. "Price strategies and salesforce compensation design with overconfident sales agent."
RAIRO-Operations Research 54.5 (2020): 1347-1368.

Forcan, Luiz Roberto, et al. "Questionnaire model for paraconsistent quality assessment of software developed
in SalesForce." IFIP International Conference on Advances in Production Management Systems. Cham:

1256

which permitsunrestricted use, distribution, and reproduction in any medium, provided the original work is properly cited.


https://doi.org/10.36965/ojakm.2020.8(2)17-30
https://doi.org/10.1007/s11042-023-14402-4
https://doi.org/10.1007/978-981-33-4389-4_16
https://doi.org/10.32604/cmc.2022.023611
https://doi.org/10.1007/978-981-33-4389-4_59

Journal of Information Systems Engineering and Management
2025, 10(38s), Feb 2025

e-ISSN: 2468-4376

https://www jisem-journal.com/ Research Article

Springer International Publishing, 2020.Dettweiler, Claudia. Uber die Nutzung wvon Online-
Kundenrezensionen bei der Beschaffung von Business Apps. Diss. 2019.

[20] Simon, Hermann, et al. "Umsetzung." Preismanagement:  Strategie-Analyse-Entscheidung-
Umsetzung (2016): 369-430.

[21] Bilgeri, N. (2020). Artificial intelligence improving CRM, sales and customer experience: An analysis of an
international B2B company (Doctoral dissertation, FH Vorarlberg (Fachhochschule Vorarlberg)).

[22] Joshi, H. (2024). Enterprise Design Patterns for CPQ Integration in B2B SaaS Environments. Authorea
Preprints.

Copyright © 2024 by Author/s and Licensed by JISEM. This is an open access article distributed under the Creative Commons Attribution License 1257

which permitsunrestricted use, distribution, and reproduction in any medium, provided the original work is properly cited.



