
Un-Silo with Software
Three Success Stories



According to cloud technology advisors, CloudSherpas, con- 
figure price quote (CPQ) is one of the top priorities on sales VP’s 
agendas. But it’s not just C-level executives benefit- ting from 
CPQ. From the front lines of the sales team to the information 
technology professionals managing the CRM, businesses are 
quickly learning the far-reaching benefits of CPQ.

Let’s meet three companies winning with EndeavorCPQ*.

*Companies’ names have been changed for privacy but are based on 
actual EndeavorCPQ clients.To read more case studies, please visit  
EndeavorCPQ.com/customers/case-studies

http://EndeavorCPQ.com/customers/case-studies


Team of nondirect sellers needed one 
place to configure quotes and create 
professionally branded proposals.

The global medical device industry grew 
7% in 2013, and is projected to reach 
$228 billion by 2015. In the Unit- ed 
States, the industry grew 7.2% last year. 
The U.S. is the industry’s largest consum-
er of medical technologies, and hence the 
U.S. sales team faces the most scrutiny.

The average length of stay for a sales person in the medical device industry. 
Industry surveys attribute high turnover to constant pressure, industry changes 
and instability. Keeping a more tenured sales staff can be a major win for a 
medical device company.

ANTIQUATED SYSTEMS 

Sales team is only generating one quote 
at a time because their process was anti-
quated. Nondirect sellers, which make up 
80% of the company’s salesforce, are sent 
product catalogs via Excel spreadsheets 
and PDFs. When changes are made to 
pricing or availability, sellers don’t know 
until they receive an updated document. 
The team has to piecemeal quotes with 
outdated information and start from 
scratch each time.

MISSED SELLING OPPORTUNITIES 

Since they take so long to create, sellers 
are eager to send the proposals out ASAP, 
missing opportunities to include valuable 
marketing materials.

NO DISTINCT ADVANTAGE
The company’s potential buy- ers are 
upscale dermatologists and physicians. 
They have a limited window to see sales 
people. Mobility would really give the team 
an advantage in the field.

Bill from Marketing. He’s responsible for 
working with the team of non direct sellers 
to create professional proposals. He wants 
to implement change that will streamline 
and professionalize the sales cycle.
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Once installed, CPQ was instantly updated with data from CRM. 
The sales team could build quotes with accurate data, eliminating 
the errors caused by out-of-date product catalogs. 

Bill uploaded cover pages, service terms and agreements, and 
other marketing materials into the CPQ, so the proposal would 
be sent to the prospective buyer as a complete, professional and 
branded document. 

Since CPQ launches from the CRM interface, 100% of the 
nondirect sellers adopted it; Bill’s cloud-based solution meant 

no downloading or installing software on a computer or device. It 
was as easy as a click on the CRM home screen.

The sales team really wanted to make the most of multiple 
configuration capabilities, so Bill worked with Endeavor’s support 
team to configure custom discount functionality. Now the team 
can discount without repetitive steps.

Bill is the CPQ administrator. He doesn’t need IT to code infor-
mation since CPQ pulls directly from CRM. The rules engine is 
managed by “if-then” statements, which allows him to create rules 
based on best practices for his business.

According to industry research, companies 
using CPQ solutions saw compressed sales 
cycles, reduced needless interactions, and 
reduced compliance delays.

How Bill & MedTech implemented CPQ

MedTech

Bill’s boss, the Director of Sales, saw a decrease in the early 
stages of the sales cycle.  The sellers could go into the physi-
cian’s office with a tablet, generate multiple quotes in real-time, 
and send the proposal to the physician’s email before leaving the 
office.  This led to quicker next steps and better close rates. 

The nondirect sales team finds up and cross selling opportu-
nities more often, as they now work face-to-face with the pro-
spective buyer to build quotes.  They are able to work better with 
mobile capability.

How Bill & MedTech are succeeding

Key Takeaways

EndeavorCPQ is a cloud-
based solution. There is 
no software to install, 
minimizing the need for IT 
department involvement. 

CPQ and CRM are inte-
grated and synchronized 
creating a seamless, 
easy-to-adapt experience 
for the sales team.

CPQ is a mobile solution 
for on-the-go sales teams 
selling complex products. 
Quotes and proposals can be 
built quickly in face-to-face 
meetings with
prospective buyers. 

Marketing and sales 
teams, whether remote, 
nondirect, or on-premise, 
are un-siloed. Marketing’s 
materials are in one place 
and can be profession-
ally bundled with sales’ 
quotes.



Team of international sellers, selling 
complex robotics, needed a universal 
system that was easy to use.

The manufacturing robotics manufacturing 
industry has dipped slightly in sales, 
but Asian markets are still a hotbed. 
According to the International Federation 
of Robotics, Japan saw growth reach 
31% last year, followed by China, which 
saw 25% growth. EuroRobo’s sales teams 
must be prepared for international growth 
to survive and grow themselves.

Robotics sales professionals are increasingly seeing 
growth opportunity in emerging markets. In segments 
like electronics and food, reports project a 6% increase 
per year between 2014 and 2016.

Businesses using a CPQ product saw a 25-50% 
improvement in customer face-time.

LACKING UNIVERSAL HUB 

Email is the current method to not only 
deliver updated product catalogs, but 
also keep Giovanni updated about his 
team’s performance against targets and 
goals. He needs a more appropriate 
hub.

MISSING MARKETING OPPORTUNITIES
Ideally, quotes should be packaged with 
very detailed PDFs of the robotics. It’s 
a critical marketing tool, but Giovanni 
isn’t sure if the team is including these 
PDFs, leading to more and more emails 
between sales and marketing.

Maurizio from Sales Operations. He heads 
up sales operations for a global sales 
team. He’d like to have his sales team 
using a platform that is more scalable and 
efficient.
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Guided selling was the life preserver in Giovanni’s sea of email. 
Giovanni was able to create the selling hub he was searching for 
using the CPQ rules engine. His sales team uses a step-by-step 
approach with each configuration, ensuring that each complex 
robotic quote is complete and accurate.

EndeavorCPQ addressed his fears about using an international 
partner by providing on-site training, but his biggest surprise was 
the self-serve nature of the CPQ. Once the rules were built, the 
CPQ ran itself.

How Giovanni & EuroRobo implemented CPQ

EUROrobo

Giovanni beta-tested CPQ with his European sales team so he 
could closely monitor issues and results. After a six-month test 
period, Giovanni demonstrated to his bosses how effective a 
solution CPQ was, as well as its ease of use. They agreed that it 
was ready for global rollout and now use CPQ on five continents. 

The marketing team was also returning better ROI. The invest-
ment in comprehensive materials created a richer proposal and 
demo than their competitors.

How Giovanni & EuroRobo are succeeding

Key Takeaways

EndeavorCPQ was able 
to provide a solution 
scalable for international 
growth, including quoting 
for multiple currencies.

CPQ created a hub for a 
global sales team and its 
directors. 

Ease of use made CPQ 
adoption quick and 
painless.

All the intricate marketing 
materials were properly 
bundled with the right 
products.

“As we expanded globally, there’s no way 
Excel spreadsheets could have kept up. 
The data provided by CPQ supports robust 
reporting directly from our Salesforce 
CRM.”

— Giovanni

Whether on a laptop in 
Mexico City or a tablet in 
New York, CPQ looks the 
same on any device.



Team with high turnover, selling a 
product with regional business rules, 
needed a mobile solution that helped 
new sellers.

IT services, network and communications 
provider, like MidStates TeleComm Solu-
tions, have to work hard to compete in a 
dwindling market. Industry research shows 
very narrow margins of growth opportuni-
ties in North America. 

Companies using a CPQ system saw a 90% increase 
in quoting accuracy

COMPLEX CONFIGURATIONS
The product doesn’t have multiple parts, 
but sales tend to be complex. Sellers 
need to really understand their customers’ 
needs to suggest the right package.

NOVICE SELLING TEAM
Each territory has different fiber-optic 
capabilities. Her team needs to know what 
can and cannot be done in each area.

FAULTY PREVIOUS SOLUTION 

Kendra’s boss, the CFO, is feeling burnt 
after spending money on a customized IT 
solution, which now isn’t used. The CFO is 
willing to invest, but Kendra’s job might be 
on the line if the next option doesn’t return 
better results.

Kendra in Sales Management. She’s 
responsible for managing a regional sales 
team with high turnover. She spends more 
time recruiting, hiring and on-boarding 
than her own job obligations. She needs 
a tool to make the sales reps more self-
sufficient.
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The biggest game-changer was guided selling. The step-by-
step process asks questions of the seller to help him/her ensure 
the best package is being created. Guided Selling selects, recom-
mends, excludes and narrows options. Options can be turned on 
and off, seller by seller. 

Kendra chose a configurable, not a customizable, solution with 
CPQ. Rather than have the long build-out of a custom solution, 
Kendra selected EndeavorCPQ so she could configure rules for 
the engine that made sense for her organization. 

For example, she wanted to approve discounts over 10 percent 
for sales members with less than two years experience. With 
CPQ’s rules-based engine, she created a rule that will alert her 
through email if a sales team member wants to provide a bigger 
discount.

How Kendra & MidStates implemented CPQ

MidStates Telecomm Solutions

Kendra now feels secure that her sellers can’t overpromise and 
that they are capturing the complete picture of their customers’ 
needs.

Kendra can see and review all of her team’s quotes in one 
place. This helps her to see which team members are excelling 
and which need attention. With improved retention of her sales 
reps both the top and bottom line keep getting better.

She’s also able to do her job better. With sales data in a central-
ized place, Kendra can create better reports and estimates for her 
boss. She’s focused less on retention, and more on growing the 
opportunities for her empowered team.

How Kendra & MidStates are succeeding

Key Takeaways

Guided selling helped 
inexperienced sales 
professionals build an 
accurate quote and easily 
highlighted points in the 
sale where upsell was 
appropriate. 

The empowered sales 
team hit more quotas and 
commissions, leading to 
less turnover.

Rules-based engine allows 
companies to configure 
according to best practices 
for their industry.

Sales managers can mon-
itor sales teams large and 
small from a single hub. 

“CPQ gave me great insight into my sales 
team. I can see where they are struggling 
and coach them before they leave the 
company. It’s helping me in ways I never 
would have thought of.

— Kendra



ABOUT ENDEAVOR

Founded in 2000, Endeavor is a SaaS leader in the Configure Price Quote 
(CPQ) Market. Endeavor’s cloud-based EndeavorCPQ is designed for com-
panies that develop, sell and/or distribute highly-configurable, and thereby 
complex, products of their own. Sales Teams, Marketing Departments and 
Product Managers all utilize this platform to streamline their quoting and 
proposal process while driving consistent product branding and messaging 
throughout their organization.

Headquarters: Dallas, Texas   

CONNECT WITH US 

@EndeavorTweets

Facebook.com/endeavorcpq

Info@EndeavorCPQ.com

Linkedin.com/company/endeavor-commerce

Google.com/+Endeavorcpq1

(214) 736-7178

ENDEAVORCPQ.COM

http://twitter.com/endeavortweets
http://Facebook.com/endeavorcpq
mailto:Info@EndeavorCPQ.com
http://Linkedin.com/company/endeavor-commerce
http://Google.com/+Endeavorcpq1
http://endeavorcpq.com

