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Configure - Price - Quote: Every manufacturer 

of industrial goods has to configure, evaluate 

and ultimately offer convincing products. 

Whether for technical office services, mul-

ti-stage retail organizations or project busi-

ness with field service: CPQ solutions make 

sales staff and partners more efficient and 

faster. Customers gain transparency and 

receive tailor-made offers. But what benefits 

exactly can companies achieve through the 

use of CPQ? The following cases show how 

the use of the P'X Sales Solution increased 

the effectiveness of the sales process in 

B2B-business.

When it comes to the acquisition of complex 

capital goods, customers expect tailor-made 

solutions that match the framework conditions 

described precisely. Anyone who can quickly 

present a suitable offer has a clear advantage. 

This is proven by numerous studies and practi-

cal experience. But how can sales organiza-

tions create offers faster, more accurate and 

more compelling?

From product modular system to solution 

A Configure Price Quote (CPQ) software such as 

the P'X Sales Solution facilitates configuration, 

pricing and quotation creation for product vari-

ants, machines and systems that cannot be 

mapped with standard product configurators 

due to technical contexts, individual installati-

on conditions or associated services. After a 

comprehensive analysis, extensive product ca-

talogs with lightweight 3D models are created, 

which remain linked to the original product de-

velopment models. The complex product logic 

is mapped in sets of rules, which guarantee a 

fast and error-free generation of technically 

feasible and commercially sensible product va-

riants. A simultaneous calculation uses price 

information from the respective ERP system. As 

a result, the offer preparation includes clear, 

three-dimensional views of the products in 

What is the benefit of digitizing sales  
processes with CPQ?

connection with the installation planning in 

the customer's environment and delivers a 

commercially sound offer taking into account 

all services and ancillary costs. Configuration, 

pricing and quotation creation can be adapted 

directly at the customer's site. The CPQ proces-

ses are closely linked with ERP, PDM and CAD 

systems to avoid duplication of work and facili-

tate data maintenance. After a sale, the data is 

used in production, assembly and commissio-

ning.

Effective and individual configuration

The configuration is at the beginning of the pro-

jection. Especially in B2B segments where 

customers need individual solutions, the custo-

mer's requirements must be met with models 

that are as precise as possible.

Epta, a company specialized in the field of com-

mercial refrigeration technology, uses the P'X 

Sales Solution to replicate extensive product 

ranges in lightweight 3D models. For custo-

mer-specific solutions, all planning documents 

such as layout, pipework schematics, specifica-

tion sheets or tenders are generated by the sys-

tem. „This gives us an extremely precise, ru-

les-based configuration that helps the user get 

results quickly, where hardly any mistakes can 

be made”, says William Pagani, Epta's Group 

Marketing Director. „The new system is much 

more flexible and helps users do a better job of 

managing the complexity of the products. Thus 

we are achieving high user satisfaction.”

Data and model templates that are fed into the 

system once can be used repeatedly as building 

blocks for projects. This standardization of the 

planned operation saves time and reduces the 

error rate. Finally, a finished product is provided 

directly in SAP for production via an automated 

interface.

The P'X configurator displays complex planning processes vividly and plausibly



Precise cost calculation

In order to ensure that the customer's require-

ments, available budget and quotation price 

match as closely as possible, the P'X Sales So-

lution includes a simultaneous cost calculati-

on. This feature allows a precise cost control 

during the early stages of the project.

Flier Systems, a supplier and developer of 

customized machines and systems for the 

greenhouse sector, has optimized its solution 

and pricing processes with P'X. „In the past, we 

initially produced some versions of drawings for 

our customers, but the actual calculations fol-

lowed very late in the project”, says Jan Ver-

heul, Head of Internal Projects at Flier.

Today, more than 90 percent of all orders are 

processed with the application. The 3D views of 

the machines, on-screen or in printouts, show 

the customer what is to be delivered. The texts 

in all associated documents remain consistent 

throughout. Previously, sales reps used to 

transfer information in Microsoft Word with co-

py-and-paste, resulting in incomplete data. 

„The time it takes us to prepare an offer for a 

complete seed line has been reduced from days 

to 15 minutes - with excellent quality”, says Jan 

Verheul. „Changes are implemented immedia-

tely and pricing information can be updated at 

any time.”

Simultaneous cost calculation displays the 

costs to the customer and the user during plan-

ning. In addition, all data and documents re-

main consistent, facilitating changes. In this 

way, more cost-effective alternative designs 

can be drawn up quickly if required. This allows 

for a review of the customer's specifications 

and their feasibility before the final phase is 

started.

Creating convincing offers

Anyone who is able to present the products of-

fered as realistic 3D models in the virtual en-

vironment of their application has an advanta-

ge.

ALUCA, a manufacturer of high-quality equip-

ment for commercial vehicles, uses this functi-

on of the software. By switching to P'X, the 

company was able to significantly reduce the 

time required for project planning. Gerhard 

Heß, Head of Design and IT at ALUCA, apprecia-

tes this: “We now create quotes in half the time 

and the expenditure for inspecting and recor-

ding the products in the ERP system has been 

reduced by one third.”

Benefits of CPQ?

The examples show how the B2B segment can 

benefit from the use of a CPQ solution. The 

more specific the application is configured for 

the company, the more effectively the entire 

sales process can be structured. Once the com-

pany's own product knowledge and application 

technology have been mapped, they can easily 

be retrieved, reproduced and used as a basis for 

new product lines and business models. An in-

dividually configurable CPQ system, such as 

the P'X Sales Solution, bundles the company's 

technical expertise, optimizes the planning 

process and helps the customer find the ideal 

offer. With time savings, a lower error rate and 

greater flexibility, the entire process is made 

more transparent - for greater success in the 

B2B business.

Perspectix AG in Zurich implements sophi-
sticated software solutions for technical 
sales and distribution and retail design.  
Since its creation in 1996, the company has 
been continuously evolving into a cutting 
edge solution provider for the distribution 
and development of multi-variant products. 
Users of the P'X Sales Solution benefit from 
the company’s experiences in complemen-
tary electrical engineering, furnishing, sto-
re building, warehouse and logistics  
systems. With the P'X Store Solution users 
get a customized solution for store plan-
ning, product range configuration and 
branch evaluation. Due to the combination 
of sales optimization, graphical project 
planning and Product Lifecycle Manage-
ment in future-oriented technology, today 
Perspectix is a strategic supplier to well-
known manufacturers and chain stores as 
well the partner of leading IT companies. 

About Perspectix

From plan to finished product with the  
P'X Sales Solution

„The time it takes us to prepare an offer for a complete seed line has 
been reduced from days to 15 minutes - with excellent quality”  
Jan Verheul, Head of Internal Projects at Flier Systems

An employee configures the seed line with the  
P'X Sales Solution


