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The content for this presentation was taken directly from “Worldwide Configure, Price, Quote Applications for Selling Products, 2024”  
(Jun 2024 - Tech Market Presentation - Doc #US52350124). This presentation excerpt will only feature the case study from Zilliant.

Abstract
This IDC ProductScape provides technology buyers with a detailed list of essential capabilities for configure, price, quote (CPQ) 
applications that are focused on selling transactional products through primarily B2B channels. It includes offerings from the following 
vendors: Bit2Win, Cincom, Conga, Engineering Intent, Epicor, Experlogix, Infor, Logik.io, Oracle, Periscope by McKinsey, PROS, Salesforce, 
Tacton, Vendavo, and Zilliant.

CPQ applications are software solutions that enable companies to efficiently configure products and services, execute pricing strategies, 
manage deal construction, and generate quotes for customers. These systems are particularly crucial in complex B2B sales 
environments where the accurate tailoring of offerings and pricing to customer needs can significantly impact sales success and 
operational efficiency.

About this Excerpt
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Situation Overview
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Research Objectives
This IDC ProductScape compares the offering capabilities among technology product or services suppliers in  
Configure, Price, Quote applications for selling products. This ProductScape is one of three CPQ ProductScapes 
that covered a total of 23 CPQ vendors.

The goal of the research was to gather details about current CPQ technologies, including functionality and 
breadth of offerings. The results are intended to guide:

• IT buyers in their pursuit of [market] that best meet the evolving needs across the organization

• Technology vendors as they evaluate the competitive and partnership landscape of the broad set of 
capabilities in the market

The data collection and validation methodology for IDC ProductScapes is described on the following slide. 
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IDC ProductScape Methodology 

• IDC analysts develop the inclusion criteria and definitions presented in this IDC ProductScape to help technology buyers 
understand technology or services scope and vendor offerings included. 

• The offering capabilities listed are defined, identified, and validated through multiple channels such as demos, tech supplier 
briefings, tech buyer and user interviews, RFI or RFP reviews. 

• Each offering’s status is presented using the following categories:

• Note that unlike IDC MarketScape, an IDC ProductScape presents an offering’s capabilities status rather than quantitative or 
qualitative assessment of capabilities or strategies.

• Final drafts of ProductScapes are reviewed with included tech suppliers for factual accuracy. 

• Upon completion of the IDC ProductScape, the study in presentation format is published to IDC.com.

The IDC ProductScape provides technology buyers with a list of capabilities essential to the product, offering or 
service being provided by each vendor.  IDC analysts follow the methodology below to develop the list of 
capabilities featured in this document. 

No SupportRoadmapPartner ProvidedPartial SupportFull Support
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Configure, Price, Quote (CPQ) Market Definition

CPQ applications are software solutions that enable companies to efficiently configure products and 
services, execute pricing strategies, manage deal construction, and generate quotes for customers. 
These systems are particularly crucial in complex B2B sales environments where the accurate 
tailoring of offerings and pricing to customer needs can significantly impact sales success and 
operational efficiency. 
By automating these aspects, CPQ solutions help streamline sales processes, reduce errors, 
maximize margins, and ensure consistency across transactions. Since CPQ applications are at the 
nexus selling strategy, product catalog, pricing, deal desk/approvals, and commerce, they must be 
capable of integrating with many adjacent applications (most notably an ERP and/or CRM) to provide 
a cohesive and intelligent sales processes.

Core Functionality: 
• Configuration of products/services to meet customer specifications and lower errors.
• Dynamic pricing adjustment based on various factors including volume, customizations, and 

market conditions. 
• Automated quote generation that reduces manual errors and speeds up the sales cycle. 
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CPQ ProductScape Segmentation
23 CPQ vendors were divided into 3 ProductScapes

Differentiating capabilities
•Supports large catalogs of SKUs with the ability to easily find products with 
text and image search.

•Supports visualizing part/assembly with 3D or augmented reality.
•Supports pick-to-order, make-to-order, configure-to-order, and/or 
engineer-to-order types.

CPQ’s for Products – CPQs that have capabilities to 
automate configuring and selling tangible products 

across multiple channels. Core industries are 
manufactures, distributors, technology hardware. 

Differentiating capabilities
•Supports recurring pricing models (subscription, consumption/usage, 
token/credit models, ramps).

•Supports renewal workflows, including proration, amending and 
terminating existing contracts.

CPQ’s for Recurring Services – CPQs that have 
capabilities to automate configuring, selling, and 
renewing recurring services. Core industries are 

technology vendors, telecom, and IT services. 

Differentiating capabilities
•Supports professional services projects, workflows, and timelines (WBS), 
including finding and assigning resources to project phases.

•Supports pricing on personnel and role attributes, COLA adjustments, 
availability, travel, and associated discounts.

CPQ’s for Professional Services – CPQs that have 
capabilities to automate scoping, planning, and pricing 
of a complex project leveraging skilled resources. Core 
industries are consulting, professional, and technology 

service providers. 
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Note: Most CPQ applications support multiple segments and are in multiple ProductScapes
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CPQ Functionality Overview

Configure
• Find items fast
• Guided workflows
• Create solutions
• Recommend & cross-sell
• Compare offers

Price
• Product, recur, professional 

services pricing models
• Pricing and discount models
• Recommend and cross-sell

Quote
• Company branded
• Outputs: Order, Quote, BOM, 

SOW, CAD, Contract, etc.
• Approval workflows
• Interactive quote portals

CPQ Application

 Sales Policy-Driven Automated Workflows (Rules-Based and/or Dynamic AI)
 Multichannel Salesperson-led or Self-serve via Digital Commerce
 Deal Management
 Reporting and Insights
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Inclusion Criteria

 Vendors must fit into IDC’s market definition of a CPQ, including capabilities of 
configuration, pricing, quoting, and administration.

 Vendors must have been offering CPQ applications for at least two years.
 Vendors’ CPQ must be significantly focused on B2B
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IDC Recommendations
CPQ applications are designed to make complex purchases easy, efficient, profitable, and error free, however 
each vendor has their own strengths and weaknesses (e.g., some are strong in C, but weaker in P and Q). 
Depending on your company’s selling challenges, existing business systems, and needed automation, this 
ProductScape should help your company short list the best CPQ vendors for your needs and give you a start for 
creating your own RFI.
Consider these points during your search for a CPQ solution:
• Most CPQ applications can support complex configurations and pricing with APIs and no/low code visual 

workflow tools, so make sure vendors demonstrate how rule complexity can be managed post-
implementation. In addition, make sure admins can easily create and manage rules using the provided 
no/low code tools before purchase. 

• Approval workflows can be complex in some use cases, so make sure the CPQ application supports them.
• Most vendors have two primary pricing models – per user for personas using a UI (salespeople, partners, deal 

desk, etc), and consumption-based for digital transactions. If your company plans to use the CPQ for digital 
transactions, have a good understanding of current and future transaction volume for budgeting.

• Most vendors have or plan to release machine-learning and generative AI powered features in 2024. Ask your 
vendor about their AI plans to enable price optimization, intelligent automation, quote text generation, and 
guided selling/chat. As with all AI technology, inquire about the vendor’s AI pricing, privacy, and ethics.

• If your quotes are commonly collaborative between employees, partners, and/or customers, look for vendors 
that offer interactive quote portals to speed the quoting and approval process.
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Functionality Comparisons
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Organization of Functional Comparison Slides

1. Foundational
• Adjacent Solutions Offered
• Types of Offerings that can be Quoted
• Implementation Capabilities
• Performance Capabilities
• Security/Privacy Capabilities
• Integrations into Business Systems
• Cloud, APIs, and Platform Extensibility
• Digital Commerce Support
• Catalog Management & Capabilities
• Channel Support Capabilities

2. Configure
• Guided Selling Workflow Capabilities
• Configure Capabilities

3. Pricing
• Pricing Capabilities
• Supported Pricing & Discount Models

4. Quote
• Quote Capabilities

5. Admin
• Deal Management
• Approval Capabilities
• Reporting, Analytics and Intelligence 

Capabilities

Note: Machine Learning & AI Capabilities are in Light Blue



13© IDC |



14© IDC |



15© IDC |



16© IDC |



17© IDC |



18© IDC |



19© IDC |



20© IDC |



21© IDC |



22© IDC |



23© IDC |



24© IDC |



25© IDC |



26© IDC |



27© IDC |



28© IDC |



29© IDC |



30© IDC |



31© IDC |

Vendor Profiles
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Company: Zilliant

Key Differentiators
(vendor reported)Solution DescriptionVendor Details

1. Bidirectional integration into SAP’s ERP and can 
be integrated to any ERP. Manufacturers can use 
ERP data in their sales process, from inquiry to 
order and through after-sales. The SAP 
integration is bidirectional, meaning data is not 
only consumed by Zilliant but can also be created 
directly in SAP ERP for sales quotes, sales orders, 
and material creation.

Zilliant streamlines intricate quoting procedures, reducing deal cycles and enhancing the 
purchasing journey. Tailored specifically for the manufacturing sector, it excels in generating 
precise quotes for intricate configurations, employing guided selling and dynamic AI-driven 
pricing mechanisms. Zilliant simplifies the customer experience through seamless 
integrations, interactive visualizations, and self-service purchasing options, contributing to a 
more streamlined buying process. Zilliant's focus on data-driven insights empowers 
manufacturers to make informed pricing decisions and optimize their quoting strategies.

Solution Name
Zilliant CPQ

CPQ Solution Launch Year

2012
Target Customer Size

Enterprise
2. An user experience that incorporates 
interactive 2D/3D visualization, guided selling, 
and pricing guidance. 

Top 3 Industries Served
Manufacturing, 
Distribution, 
Healthcare/Life Sciences

Solution Details
Typical Payback Time

Zilliant offers SKUs and editions across the portfolio but also 
includes the ability for an ELA across all of our technology.Solution offering model: 

4 - 6 months
3. Ability to streamline self-service and 
eCommerce purchases through a robust online 
product configurator, catalogue and self-service 
solutions. Additionally, Zilliant enables customers 
to deliver comprehensive and easy to use B2B 
portals for partner, dealer, distributors and 
aftersales.

Example Customers
Statisloh, Hillrom, JTEKT

CPQ Customer Estimate
100+ Zilliant prices our products based on edition, per user, and other 

usage metrics such as orders or revenue under management 
depending on the capabilities used. 

Platform solution pricing 
model:

3Languages out of the box:
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Appendix
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Related Research

Publication DateDocument NumberDocument Title 

Mar 2024US51489923IDC Market Glance: Pricing Ecosystem, 1Q24

Mar 2024US51624124IDC Innovators: Price Optimization for Usage and Recurring Revenue Models, 2024

Mar 2024US50627624How Much Have Customers Moved to a Cloud-Based Configure Price Quote 
Solution, and What Are Their Plans for the Future?

Dec 2023US50628024How Will AI Impact Monetization?

Dec 2023US49742523IDC MarketScape: Worldwide Enterprise B2B Digital Commerce Applications 2023–
2024 Vendor Assessment

Dec 2023US50625723IDC MarketScape: Worldwide B2B Digital Commerce Applications for Midmarket 
Growth 2023–2024 Vendor Assessment

Jun 2024US50626423IDC MarketScape: Worldwide Enterprise Headless Digital Commerce Applications 
2024 Vendor Assessment

Jun 2024US52314124IDC Market Glance: Payments, Sales, Revenue Generation and Protection for 
Digital Commerce, 2Q24
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