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White Paper The Strategic Shi� from CPQ to RLM 

 Purpose 
This white paper provides a comprehensive analysis of Revenue Lifecycle 
Management (RLM) and Configure, Price, Quote (CPQ) systems. It aims to 
elucidate the evolu�on, benefits, and current trends surrounding these 
Salesforce solu�ons, comparing their func�onali�es and applica�ons 
within various industries. 

The goal is to equip business leaders, IT professionals, and sales strategists 
with the insights needed to make informed decisions about integra�ng and 
transi�oning between Salesforce CPQ and RLM solu�ons. 

• Business Execu�ves and Decision Makers: Involved in 
strategic planning and revenue management, par�cularly 
within organiza�ons using or considering Salesforce 
solu�ons. 

• Sales and Marke�ng Professionals: Who rely on Salesforce 
CPQ systems for accurate quo�ng and pricing, and who may 
benefit from understanding the broader scope of RLM in 
Salesforce. 

• IT and Systems Administrators: Responsible for 
implemen�ng and maintaining Salesforce CPQ and RLM 
systems. 

• Financial Managers and Analysts: Concerned with the 
financial implica�ons of transi�oning from Salesforce CPQ to 
RLM, and the impact on revenue recogni�on and repor�ng. 
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Target Audience
 The primary audience for this document includes: 



02

Index

S.No. 

Overview of Salesforce CPQ and RLM 

Understanding Salesforce CPQ 
Defini�on and Core Func�ons 
Historical Context and Evolu�on 
Current State of CPQ in the Market 
Key Benefits of Salesforce CPQ 

Introduc�on to Revenue Lifecycle Management (RLM) 
Defini�on and Scope 
Components of RLM 
How RLM Integrates Various Revenue Processes 

Comparison of RLM and CPQ 
Scope and Coverage 
Func�onal Differences 
Advantages and Limita�ons of Each Approach 

Current Trends and Future Direc�ons 
Shi� from CPQ to RLM 
Market Trends and Analyst Predic�ons 
Specula�ons on CPQ's Longevity 
Innova�ons and Technological Advancements in RLM 
Best Use Cases of Salesforce Revenue Lifecycle Management 

Impact on Businesses 
Implica�ons of Transi�oning from CPQ to RLM 

Preparing for the Transi�on 
Evalua�ng Your Current CPQ System 
Assessing RLM Readiness 
Steps for a Smooth Transi�on 

Conclusion 
Summary of Key Point 
Final Thoughts on the Future of CPQ and RLM 
Next Steps for Businesses 

Appendices 
Glossary of Terms 
Contact Informa�on for Further Inquiries 

Title Pg. No. 

1.

2.

3.

4.

5.

6.

7.

8.

9.

03

04
04
04
05
05

06
06
06
06

08
08
08
09

10
10
10
10
10
10

14
14

16
16
17
18

23
23
23

.
22
22



Overview of 
Salesforce CPQ 
and RLM 

In any business these days, efficient revenue management is crucial for sustained 
growth and profitability. Tradi�onally, companies have relied on Salesforce's 
Configure, Price, Quote (CPQ) systems to streamline the sales process, improve 
pricing accuracy, and enhance customer sa�sfac�on. Salesforce CPQ systems 
are specifically designed to help sales teams configure complex product 
offerings, generate accurate pricing, and produce professional quotes quickly. 

However, the emergence of Revenue Lifecycle Management (RLM) in 2023 
represents a significant evolu�on in revenue management prac�ces. Unlike 
Salesforce CPQ, which primarily focuses on the front end of the sales process, 
RLM offers a holis�c approach to managing the en�re revenue lifecycle. This 
includes customer acquisi�on, pricing, quo�ng, contract management, order 
management, billing, revenue recogni�on, renewals, and repor�ng. RLM 
integrates these processes into a seamless workflow, enabling organiza�ons to 
op�mize revenue genera�on and reten�on. 

The shi� from Salesforce CPQ to RLM is driven by the need for more 
comprehensive and integrated solu�ons that address the complexi�es of 
modern revenue management. As businesses grow and their revenue processes 
become more intricate, the limita�ons of standalone CPQ systems become 
apparent. RLM provides a unified pla�orm that not only enhances efficiency but 
also ensures compliance with financial regula�ons and improves the overall 
customer experience. 

In the sec�ons that follow, we will delve deeper into the func�onali�es and 
benefits of Salesforce CPQ, explore the components and advantages of RLM in 
Salesforce, and analyze the current trends and future direc�ons in revenue 
management. This white paper will also provide prac�cal insights and strategies 
for businesses considering the transi�on from Salesforce CPQ to RLM, including 
used cases and a step-by-step guide to ensure a smooth and successful 
implementa�on. 
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Understanding Salesforce CPQ 

Salesforce CPQ (Configure, Price, Quote) is a robust cloud-based so�ware 
solu�on designed to streamline and op�mize the process of configuring 
products, pricing them accurately, and genera�ng professional quotes. 
Salesforce CPQ is fully integrated within the Salesforce ecosystem, allowing 
businesses to manage the en�re sales cycle from within their exis�ng CRM 
pla�orm. The core func�ons of Salesforce CPQ include: 

Defini�on and Core Func�ons 

• Configura�on: Salesforce CPQ enables sales teams to configure complex 
product offerings based on customer requirements directly within the Salesforce 
pla�orm. The system ensures that all product combina�ons are valid, adhere to 
business rules, and are aligned with company policies, reducing the chances of 
configura�on errors.

• Pricing: With Salesforce CPQ, businesses can implement dynamic pricing 
strategies, including real-�me pricing updates, discounts, promo�ons, and 
complex pricing models. This ensures that pricing is accurate and consistent 
across all sales channels, enhancing transparency and trust with customers. 

• Quo�ng: Salesforce CPQ allows sales teams to generate professional, accurate 
quotes quickly. These quotes can include detailed product informa�on, pricing, 
terms, and condi�ons, and can be easily shared with customers. The system's 
seamless integra�on with Salesforce CRM ensures that all customer interac�ons 
are tracked and managed in one place. 

These core func�ons help streamline the sales process, reduce errors, and 
enhance the overall customer experience by providing accurate and customized 
solu�ons tailored to the specific needs of each client. 
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Historical Context and Evolu�on 
The evolu�on of CPQ systems, including Salesforce CPQ, mirrors the broader 
trends in business automa�on and cloud compu�ng. In the early days, 
businesses relied heavily on manual processes, spreadsheets, and disparate 
systems to manage product configura�ons and pricing, which was o�en 
inefficient and error-prone.



Salesforce CPQ emerged in response to the growing need for a more integrated 
and automated solu�on. Ini�ally, CPQ solu�ons were standalone applica�ons 
that required significant customiza�on. However, with the rise of cloud 
compu�ng in the late 2000s, Salesforce introduced its CPQ solu�on, which was 
designed to integrate seamlessly with its CRM pla�orm. This innova�on allowed 
businesses to manage the en�re sales process within a single, unified system. 

Today, Salesforce CPQ leverages advanced technologies such as ar�ficial 
intelligence (AI) and machine learning (ML) to offer predic�ve analy�cs, guided 
selling, and enhanced user experiences. As part of Salesforce's broader suite of 
solu�ons, Salesforce CPQ con�nues to evolve, offering businesses a powerful 
tool to manage complex sales processes in an increasingly compe��ve market. 

Current State of CPQ in the Market 
Salesforce CPQ has become a leading solu�on in the CPQ market, widely 
adopted by businesses across various industries that require efficient 
management of complex product offerings. The integra�on of Salesforce CPQ 
within the Salesforce ecosystem provides a significant advantage, as it allows for 
seamless connec�vity with other Salesforce tools like Sales Cloud, Service Cloud, 
and Marke�ng Cloud. 

With Salesforce CPQ, businesses benefit from features like real-�me pricing 
updates, mobile access, and comprehensive analy�cs, empowering sales teams 
to respond quickly to customer needs and market changes. As Gartner reports, 
the CPQ market, led by major players like Salesforce, is expected to con�nue its 
rapid growth as businesses increasingly recognize the value of these systems in 
driving sales effec�veness and revenue growth. 

The ongoing advancements in AI and ML within Salesforce CPQ are expected to 
further enhance its capabili�es, making it more intui�ve and powerful, and 
allowing businesses to stay ahead in a compe��ve marketplace. 
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Key Benefits of Salesforce CPQ 
• Streamlined Sales Processes: Salesforce CPQ streamlines the sales process by 
automa�ng the configura�on, pricing, and quo�ng of products directly within 
the Salesforce pla�orm. This automa�on reduces the �me required to generate 
quotes, enabling sales teams to respond to customer inquiries more quickly and 
efficiently. By elimina�ng manual processes and ensuring that all configura�ons 
and pricing are accurate and compliant with business rules, Salesforce CPQ 
significantly reduces the risk of errors and delays.



• Improved Accuracy in Pricing and Quo�ng: One of the primary advantages of 
Salesforce CPQ is its ability to ensure pricing accuracy. Salesforce CPQ can 
handle complex pricing models, including �ered pricing, volume discounts, and 
special promo�ons, all within the Salesforce ecosystem. By integra�ng with real-
�me pricing data and maintaining up-to-date informa�on on product costs and 
availability, Salesforce CPQ provides accurate and compe��ve quotes, helping 
businesses avoid pricing errors that could lead to lost revenue or customer 
dissa�sfac�on. 

• Enhanced Customer Experience: Salesforce CPQ enhances the customer 
experience by providing tailored and accurate quotes that meet specific 
customer needs. The ability to configure products according to customer 
requirements and generate professional proposals quickly, all within the 
Salesforce pla�orm, demonstrates a high level of service and responsiveness. 
Addi�onally, Salesforce CPQ includes features such as interac�ve quote 
presenta�ons and self-service portals, empowering customers to explore 
op�ons and make informed decisions. This level of personaliza�on and efficiency 
contributes to higher customer sa�sfac�on and loyalty. 
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Revenue Lifecycle Management (RLM) is a comprehensive approach to managing 
the en�re revenue lifecycle of a business, from customer acquisi�on and pricing 
to billing, revenue recogni�on, renewals, and repor�ng. RLM integrates all 
revenue-related processes into a cohesive system, ensuring that every aspect of 
revenue genera�on and management is op�mized for efficiency, accuracy, and 
compliance. 

The scope of RLM extends beyond the tradi�onal func�ons of Configure, Price, 
Quote (CPQ) systems by encompassing the en�re spectrum of revenue 
ac�vi�es. This holis�c approach allows businesses to manage revenue streams 
more effec�vely, improve financial performance, and enhance customer 
sa�sfac�on. 

Introduc�on to 
Revenue Lifecycle Management 
(RLM) 
Defini�on and Scope 



RLM consists of several key components, each addressing a cri�cal aspect of the 
revenue lifecycle: 
•  Customer Acquisi�on: Managing the ini�al stages of the customer 
rela�onship, including lead genera�on, marke�ng, and sales. 

•  Pricing and Quo�ng: Establishing and managing pricing strategies, genera�ng 
accurate quotes, and ensuring compliance with pricing policies. 

•  Contract Management: Crea�ng, nego�a�ng, and managing customer 
contracts, including terms and condi�ons, renewals, and amendments. 

•  Order Management: Processing and fulfilling customer orders, managing 
inventory, and ensuring �mely delivery of products and services. 

•  Billing and Invoicing: Genera�ng accurate and �mely invoices, managing 
billing cycles, and handling customer payments. 

•  Revenue Recogni�on: Ensuring compliance with accoun�ng standards and 
regula�ons, recognizing revenue accurately, and maintaining financial integrity.

•  Renewals and Reten�on: Managing customer renewals, reducing churn, and 
implemen�ng reten�on strategies to maintain and grow the customer base. 

•  Analysis and Repor�ng: Providing insights and analy�cs on revenue 
performance, iden�fying trends, and suppor�ng strategic decision-making. 

Components of RLM 
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RLM integrates these components into a unified system, crea�ng a seamless 
flow of informa�on and processes across the en�re revenue lifecycle. This 
integra�on enables businesses to: 

How RLM Integrates Various 
Revenue Processes 

• Enhance Collabora�on: Break down silos between departments, such as sales, 
finance, and opera�ons, promo�ng be�er communica�on and collabora�on. 

• Improve Efficiency: Automate rou�ne tasks, reduce manual errors, and 
streamline workflows, leading to faster and more efficient revenue management.



• RLM: End-to-End Revenue Management: RLM covers the en�re revenue 
lifecycle, from customer acquisi�on to revenue recogni�on and renewals. It 
provides a comprehensive solu�on for managing all aspects of revenue 
genera�on and management.

• CPQ : Focus on Configura�on, Pricing, and Quo�ng: CPQ systems primarily 
focus on the configura�on, pricing, and quo�ng of products and services. They 
streamline the sales process by automa�ng the crea�on of accurate and tailored 
quotes. 

Comparison of RLM and CPQ 

Scope and Coverage 

• Ensure Compliance: Maintain adherence to financial regula�ons and 
accoun�ng standards, reducing the risk of non-compliance and financial 
penal�es. 

• Gain Insights: Leverage data and analy�cs to gain insights into revenue 
performance, customer behavior, and market trends, suppor�ng informed 
decision-making. 

Func�onal Differences 
• RLM : Integrates mul�ple revenue-related processes, including contract 
management, order fulfillment, billing, and revenue recogni�on. It offers a 
holis�c approach to managing revenue streams and improving financial 
performance. 

• CPQ : Specializes in helping sales teams configure complex products, generate 
accurate pricing, and produce professional quotes. CPQ systems are essen�al 
for businesses with intricate product offerings and dynamic pricing models. 
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Advantages and Limita�ons 
of Each Approach 

Streamlined sales processes 
and faster quote genera�on. 

Improved accuracy in pricing 
and quo�ng. 

Enhanced customer experience 
with tailored quotes. 

•

•

•
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Advantages of RLM Limita�ons of RLM 

Comprehensive revenue 
management across the en�re 
lifecycle. 

Improved financial performance 
and compliance. 

Enhanced customer reten�on 
and sa�sfac�on. 

Integrated analy�cs and 
repor�ng capabili�es.

Poten�ally higher 
implementa�on complexity 
and costs. 

Requires significant change 
management and stakeholder 
buy-in. 

Advantages of CPQ Limita�ons of CPQ

•

•

•

•

•

•

Limited scope, focusing 
primarily on the sales process. 

May not address post-sales 
revenue management needs. 

•

•



The market is witnessing a shi� from tradi�onal Configure, Price, Quote (CPQ) 
systems to more comprehensive Revenue Lifecycle Management (RLM) 
solu�ons. While Salesforce CPQ remains a powerful tool within the Salesforce 
ecosystem, businesses are increasingly recognizing the need for integrated 
revenue management systems that address the en�re revenue lifecycle, rather 
than just the sales process. Salesforce's broader offerings, such as Revenue 
Cloud, are evolving to provide end-to-end revenue management capabili�es, 
aligning with this shi�. 

Current Trends and 
Future Direc�ons 
Shi� from CPQ to RLM 

Analysts predict that the demand for RLM solu�ons, including those within the 
Salesforce ecosystem, will con�nue to grow as businesses seek to op�mize their 
revenue processes and enhance financial performance. Key market trends 
include: 

Market Trends and Analyst Predic�ons 

Increased Adop�on of Cloud-Based RLM Solu�ons: Salesforce's cloud-
based RLM solu�ons offer scalability, flexibility, and a lower total cost of 
ownership, driving their adop�on across industries. Salesforce Revenue 
Cloud, which includes Salesforce CPQ, is a prime example of this trend, 
providing businesses with comprehensive revenue management 
capabili�es. 

Integra�on with AI and Machine Learning: Salesforce is at the forefront of 
integra�ng advanced technologies like AI and machine learning into its 
RLM systems. These technologies provide predic�ve analy�cs, automate 
rou�ne tasks, and enhance decision-making, helping businesses make more 
informed and strategic revenue management decisions. 

•

•
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There is growing specula�on that standalone CPQ systems may eventually be 
phased out in favor of more comprehensive RLM solu�ons like Salesforce 
Revenue Cloud, which encompasses CPQ func�onality and extends beyond it. 
While Salesforce CPQ will con�nue to play a crucial role in specific industries 
and use cases, businesses may increasingly adopt Salesforce's broader RLM 
solu�ons for their extended scope and capabili�es. 

Specula�ons on CPQ's Longevity 

Innova�ons in Salesforce's RLM offerings are focused on enhancing integra�on, 
automa�on, and analy�cs capabili�es. Key advancements include: 

Innova�ons and Technological 
Advancements in RLM 

AI-Powered Revenue Management: Leveraging Salesforce Einstein (AI) to 
predict customer behavior, op�mize pricing strategies, and automate 
revenue recogni�on within the RLM framework. 

Advanced Analy�cs and Repor�ng: Salesforce's RLM solu�ons provide 
real-�me insights into revenue performance, helping businesses iden�fy 
trends and support strategic planning with powerful analy�cs tools like 
Salesforce Analy�cs Cloud.

Seamless Integra�on with ERP and CRM Systems: RLM ensures seamless 
integra�on with exis�ng enterprise systems, including Salesforce CRM and 
other ERP systems, promo�ng data consistency and opera�onal efficiency.

•

•

•

Best Use Cases of Salesforce 
Revenue Lifecycle Management 
Subscrip�on-Based Business Models 

Challenge : Managing recurring revenue streams, subscrip�on renewals, 
and churn rates can be complex, par�cularly as businesses scale. 

RLM Solu�on : Salesforce RLM offers tools for automa�ng subscrip�on 
renewals, managing recurring billing, and analyzing customer behavior to 
reduce churn. This ensures consistent revenue recogni�on and provides 
insights for improving subscrip�on offerings. 

•

•



Example : A SaaS company uses Salesforce RLM to automate the renewal 
process, track customer subscrip�on lifecycles, and implement targeted 
reten�on strategies, leading to a significant reduc�on in churn rates. 

•

Complex Pricing Models 

Challenge: Businesses with �ered pricing, usage-based billing, or 
customized pricing agreements o�en struggle to manage these complex 
pricing structures efficiently. 

RLM Solu�on: Salesforce RLM enables businesses to streamline complex 
pricing models through automated quote genera�on, dynamic pricing 
adjustments, and integra�on with CRM for personalized customer 
experiences. 

Example: A telecom company implements Salesforce RLM to manage its 
mul�-�ered pricing plans, enabling real-�me adjustments based on 
customer usage pa�erns, leading to improved pricing accuracy and 
customer sa�sfac�on. 

•

•

Challenge: Managing revenue across mul�ple regions, currencies, and 
regulatory environments requires a highly flexible and compliant system. 

RLM Solu�on: Salesforce RLM supports global opera�ons with mul�-
currency handling, localized tax compliance, and automated revenue 
recogni�on across regions, ensuring consistency and compliance with local 
regula�ons. 

Example: A global manufacturing firm uses Salesforce RLM to manage its 
revenue processes across various countries, ensuring compliance with local 
tax laws and seamless revenue recogni�on, thus reducing financial risks. 

Global Sales Opera�ons 

•

•

•

•
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Challenge: Manually managing contracts, renewals, and amendments can 
lead to missed opportuni�es, delays, and errors in revenue recogni�on. 

RLM Solu�on: Salesforce RLM automates contract management, including 
renewals and amendments, ensuring �mely renewals, accurate revenue 
forecas�ng, and streamlined contract workflows.

Contract Management and Renewal Automa�on 

•

•



Example: A professional services company automates its contract renewal 
process using Salesforce RLM, leading to higher renewal rates and 
improved customer rela�onships. 

•

Challenge: Accurate revenue forecas�ng is cri�cal for strategic decision-
making but can be difficult with fragmented or manual processes. 

RLM Solu�on: Salesforce RLM provides advanced analy�cs and forecas�ng 
tools, integra�ng data from sales, finance, and opera�ons to deliver 
accurate revenue predic�ons and ac�onable insights. 

Example: A financial services firm leverages Salesforce RLM to gain real-
�me insights into its revenue streams, allowing for more accurate 
forecas�ng and strategic planning, resul�ng in be�er resource alloca�on 
and improved financial performance.

Revenue Forecas�ng and Analysis 

Compliance and Audit Readiness 

Challenge: Maintaining compliance with evolving revenue recogni�on 
standards and being audit-ready is a significant challenge for many 
businesses. 

RLM Solu�on: Salesforce RLM automates compliance with revenue 
recogni�on standards and maintains detailed audit trails, ensuring that 
businesses are always prepared for audits and regulatory changes. 

Example: A publicly traded company uses Salesforce RLM to ensure 
compliance with ASC 606, automa�ng complex revenue recogni�on 
processes and maintaining a comprehensive audit trail, which simplifies its 
annual audits and reduces the risk of non-compliance.

•

•

•

•

•

•
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Integra�on with Exis�ng Salesforce Ecosystem 

•

•

Challenge: Businesses that already use Salesforce CRM may struggle to 
integrate revenue management processes without disrup�ng exis�ng 
workflows. 

RLM Solu�on: Salesforce RLM seamlessly integrates with the broader 
Salesforce ecosystem, including CRM, CPQ, and ERP systems, ensuring a 
unified approach to revenue management that enhances efficiency and 
data consistency.



• Example: A healthcare provider integrates Salesforce RLM with its exis�ng 
Salesforce CRM and ERP systems, crea�ng a seamless flow of data from 
customer interac�ons to revenue recogni�on, improving opera�onal 
efficiency and financial accuracy. 

Challenge: Managing the en�re customer lifecycle from acquisi�on to 
renewal and upsell/cross-sell opportuni�es can be complex, especially in 
large organiza�ons. 
 
RLM Solu�on: Salesforce RLM provides a comprehensive view of the 
customer lifecycle, enabling businesses to op�mize each stage from ini�al 
sale through renewals and expansions, thus maximizing customer life�me 
value. 

Example: A technology company uses Salesforce RLM to track and manage 
the en�re customer journey, from ini�al sale to renewals and upsell 
opportuni�es, resul�ng in higher customer reten�on and increased 
revenue per customer.

Customer Lifecycle Management 

•

•

•
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Transi�oning from Salesforce CPQ to a more comprehensive RLM solu�on 
involves significant changes that can impact various aspects of a business. Here 
are the key implica�ons:

Impact on Businesses 

Implica�ons of Transi�oning 
from CPQ to RLM 

•

Process Integra�on: Moving to RLM requires integra�ng mul�ple 
revenue-related processes into a unified system, streamlining opera�ons 
but also necessita�ng changes in workflows within the Salesforce 
pla�orm.

Opera�onal Changes 

1.



Cross-Department Collabora�on: RLM fosters closer collabora�on 
between departments such as sales, finance, and customer service, 
breaking down silos and promo�ng a more cohesive approach to 
revenue management. 

Automa�on of Tasks: RLM automates many rou�ne tasks, reducing 
manual errors and freeing up staff to focus on more strategic ac�vi�es, 
enhancing overall efficiency.

2.

3.

• Financial Considera�ons 

1.

2.

3.

Ini�al Investment: Implemen�ng RLM may require a substan�al ini�al 
investment in so�ware, training, and integra�on, par�cularly for businesses 
already using Salesforce CPQ. 

Cost Savings: Over �me, businesses can realize significant cost savings 
through improved efficiency, reduced errors, and be�er compliance with 
financial regula�ons using Salesforce's integrated RLM approach. 

Revenue Op�miza�on: RLM enhances revenue management, leading to 
increased revenue through more accurate pricing, �mely renewals, and 
be�er customer reten�on, all managed within the Salesforce ecosystem. 
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• Strategic Planning 

1.

2.

Alignment with Business Goals: Transi�oning to RLM should be aligned 
with the company's strategic goals, ensuring that the new system 
supports long-term objec�ves such as growth, scalability, and market 
compe��veness. 

Risk Management: The transi�on process should include risk assessment 
and mi�ga�on strategies to address poten�al disrup�ons or challenges, 
par�cularly when migra�ng from Salesforce CPQ to a broader RLM 
solu�on.



Objec�ve Review: Begin by conduc�ng a thorough assessment of your 
current Salesforce CPQ system. This involves evalua�ng how effec�vely it 
supports your sales processes, pricing configura�ons, and quo�ng 
procedures. Consider key performance metrics such as quote accuracy, the 
speed of quote genera�on, and user sa�sfac�on. Iden�fy specific areas 
where the system excels and where it may be falling short. For example, is 
the system handling complex product configura�ons efficiently, or are 
there delays and errors in pricing calcula�ons? 

User Feedback: Gather feedback from the end users, including sales teams 
and managers, who interact with the CPQ system daily. Their insights can 
reveal prac�cal challenges and bo�lenecks that might not be immediately 
evident from system data alone. Ask ques�ons like, "Are there frequent 
issues with product bundling?" or "Do users find the interface intui�ve?" 

Scalability Concerns: Consider whether your current CPQ system can scale 
with your business. As your company grows, will the system be able to 
handle an increased volume of transac�ons, more complex pricing models, 
or a larger product catalog? Evaluate whether the system's architecture 
supports future expansion or if it might become a limi�ng factor. 

Preparing for the Transi�on 

Evalua�ng Your Current CPQ System 
• Performance Assessment: 

1.

2.

3.
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Iden�fying Gaps: Conduct a detailed analysis to iden�fy what 
capabili�es are missing in your current Salesforce CPQ system. This 
might include features related to revenue recogni�on, contract 
management, or the ability to integrate with other financial systems. 
For example, if your business requires more sophis�cated revenue 
forecas�ng tools or automated contract renewals, assess whether 
these func�ons are adequately supported by your current CPQ setup. 

Comparing with RLM: Compare these gaps against the capabili�es 
offered by Revenue Lifecycle Management (RLM) solu�ons. RLM is 
designed to manage the en�re revenue lifecycle, from ini�al pricing 
through to revenue recogni�on and repor�ng. Iden�fy how RLM could 
fill these gaps by providing more comprehensive management of 
recurring revenue, enhanced analy�cs, and �ghter integra�on with 
financial systems. 

• Gap Analysis: 

1.

2.



Priori�zing Needs: Once the gaps are iden�fied, priori�ze them based on 
their impact on your business processes. Determine which gaps are cri�cal 
to address immediately and which can be planned for in the longer term. 
For instance, if inaccurate pricing is leadingto lost sales, this gap should be 
a high priority for resolu�on.

3.

Assessing RLM Readiness 
• Organiza�onal Readiness: 

1. Skills and Exper�se: Evaluate whether your organiza�on has the 
necessary skills and exper�se to manage an RLM system. This includes 
understanding the complexi�es of revenue management, such as 
revenue forecas�ng, contract management, and compliance with 
accoun�ng standards. Assess whether your current teams possess the 
knowledge to leverage RLM tools effec�vely or if addi�onal training and 
hiring might be required. 

Cultural Readiness: Consider the cultural readiness of your organiza�on 
for such a significant change. Transi�oning to an RLM system can involve 
a shi� in mindset from focusing solely on sales to a broader view of the 
en�re revenue lifecycle. This shi� may require a more collabora�ve 
approach, with closer alignment between sales, finance, and opera�ons 
teams. Evaluate whether your organiza�on is open to this change or if 
resistance might be encountered. 

Change Management: Prepare a change management plan to guide the 
transi�on. This plan should include strategies for communica�ng the 
benefits of RLM to all stakeholders, addressing concerns, and managing 
the organiza�onal change process. The goal is to ensure that everyone is 
aligned and suppor�ve of the transi�on. 

2.
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3.

Infrastructure Assessment: Review your current technology infrastructure 
to ensure it can support an RLM solu�on. This includes evalua�ng whether 
your exis�ng Salesforce setup, including Salesforce CPQ, is capable of 
integra�ng seamlessly with RLM tools. Consider whether your hardware, 
so�ware, and network capabili�es are sufficient to handle the increased 
demands of an RLM system, par�cularly in terms of data processing and 
storage. 

• Technical Readiness: 

1.



Compa�bility Check: Assess the compa�bility of your current Salesforce 
instance with RLM solu�ons. This might involve checking whether your 
exis�ng CRM, ERP, and other business systems can integrate smoothly 
with RLM tools. Consider whether you need to upgrade your Salesforce 
environment or invest in addi�onal middleware to facilitate these 
integra�ons. 

Iden�fying Upgrades: Iden�fy any necessary upgrades or addi�onal 
components required to implement RLM effec�vely. This could include 
upda�ng your Salesforce licenses to access advanced RLM features, 
adding new modules or applica�ons to support revenue management, or 
enhancing your data security measures to protect sensi�ve financial 
informa�on. 

Data Readiness: Ensure that your data is ready for migra�on to an RLM 
system. This involves cleaning and standardizing your exis�ng data to 
ensure it can be accurately transferred and integrated into the new 
system. Consider whether your current data management prac�ces will 
support the comprehensive repor�ng and analy�cs capabili�es of RLM.

2.

3.

4.
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Detailed Roadmap: Create a roadmap outlining all the necessary steps 
for transi�oning from Salesforce CPQ to RLM. This should include key 
milestones, a �meline for each phase, and resources needed, such as 
technical staff, so�ware tools, and budget alloca�ons. 

Risk Management: Iden�fy poten�al risks associated with the transi�on, 
such as disrup�ons to sales processes or data migra�on challenges. 
Develop con�ngency plans to mi�gate these risks. 

Phased Implementa�on: Consider implemen�ng the transi�on in phases 
to allow for gradual adapta�on. For example, you might start by 
integra�ng RLM with specific departments or product lines before rolling 
it out across the en�re organiza�on.

Steps for a Smooth Transi�on 

•

Planning and Strategy Development 

1.

•

Transi�on Plan:

2.

3.



Strategic Alignment: 

1.

•

Business Objec�ves: Ensure that the transi�on plan aligns with your 
company's overall strategic goals. For instance, if your objec�ve is to 
increase revenue through be�er pricing strategies, the RLM system should 
directly support this goal by providing advanced pricing capabili�es. 

Long-Term Vision: Consider how RLM will support your long-term business 
strategy, including scalability, customer sa�sfac�on, and compe��ve 
advantage. Ensure that the transi�on plan reflects this vision and sets the 
stage for future growth.

•

Stakeholder Engagement •

Stakeholder Iden�fica�on:

Internal Stakeholders: Iden�fy employees and teams within the Salesforce 
ecosystem who will be affected by the transi�on, including sales, finance, 
IT, and customer service departments. Their involvement is crucial for a 
successful transi�on. 

External Stakeholders: Recognize the impact on customers and partners. 
Communicate how the transi�on to RLM will improve their experience, 
such as through more accurate billing or personalized pricing. 

White Paper The Strategic Shi� from CPQ to RLM 

19

• Communica�on Plan: 

Clear Messaging: Develop clear, concise messaging to explain the 
reasons for the transi�on and how it will benefit the organiza�on. This 
should be tailored to different stakeholder groups to address their 
specific concerns. 

Regular Updates: Establish a schedule for regular updates, such as 
monthly newsle�ers or town hall mee�ngs, to keep stakeholders 
informed about progress, challenges, and upcoming changes. 

Feedback Mechanism: Create channels for stakeholders to provide 
feedback and ask ques�ons. This could include surveys, sugges�on 
boxes, or dedicated email addresses. Addressing their concerns promptly 
will help maintain engagement and reduce resistance. 

2.

1.

2.

1.

2.

3.



• System Integra�on: 

Seamless Integra�on: Plan for the integra�on of the RLM system with 
exis�ng Salesforce CRM and ERP systems. This integra�on is cri�cal for 
ensuring data consistency across pla�orms, enabling seamless 
workflows, and providing a unified view of customer and revenue data. 

Data Migra�on: Ensure that all relevant data from Salesforce CPQ, such 
as customer informa�on, pricing models, and product configura�ons, is 
accurately migrated to the RLM system. Develop a data migra�on plan 
that includes valida�on steps to ensure data integrity. 

Interoperability: Verify that the RLM system is compa�ble with other 
tools and pla�orms used within your organiza�on. This may involve 
working with vendors to develop custom integra�ons or using 
middleware to connect disparate systems. 

Technology and Infrastructure Changes 

• Infrastructure Upgrades: 

Hardware Requirements: Assess whether your current hardware 
infrastructure can support the new RLM system, especially if it involves 
more intensive data processing or addi�onal storage needs. Upgrades 
might include adding more servers, increasing storage capacity, or 
improving network bandwidth.

So�ware Licenses: Determine if addi�onal so�ware licenses or 
subscrip�ons are required for the RLM system and any related tools. 
Ensure that these are procured in advance to avoid delays. 

Cloud Considera�ons: If your organiza�on is moving to a cloud-based 
RLM solu�on, evaluate your cloud infrastructure's readiness, including 
security measures, scalability, and cost implica�ons.
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1.

2.

3.

1.

2.

3.

• Training Programs: 

Training and Support 

Comprehensive Training: Develop detailed training programs tailored to 
different roles within the organiza�on. For example, sales teams might 
need training on how to use RLM for pricing and quo�ng, while finance 
teams need to understand revenue recogni�on features. 

1.



Support Resources:

Help Desks: Establish dedicated help desks or support teams to assist 
employees with any issues they encounter during and a�er the 
transi�on. These help desks should be well-versed in both Salesforce 
CPQ and the new RLM system. 

User Guides: Create detailed user guides and documenta�on that 
employees can refer to for troubleshoo�ng and best prac�ces. These 
should be easily accessible, such as through an internal portal or shared 
drive. 

Online Tutorials: Provide access to online tutorials and video guides that 
employees can use to learn at their own pace. These resources should 
cover both basic and advanced features of the RLM system. 

Peer Support: Encourage the forma�on of peer support groups or user 
communi�es where employees can share �ps, ask ques�ons, and 
collaborate on solving common challenges. 

•
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Training Formats: Offer training in various formats, such as live 
workshops, webinars, e-learning modules, and hands-on prac�ce 
sessions. This ensures that all employees, regardless of their loca�on or 
learning style, can access the training. 

Con�nuous Learning: Implement ongoing training opportuni�es to help 
employees stay updated on new RLM features and best prac�ces. This 
could include regular refresher courses or access to an online knowledge 
base. 

1.

2.

3.

2.

3.

4.



As businesses navigate the complexi�es of modern revenue management, the 
evolu�on from CPQ to RLM represents a significant shi�. While CPQ has been 
instrumental in op�mizing sales processes, the advent of RLM offers a more 
integrated and efficient approach, addressing the en�re revenue lifecycle. This 
transi�on is not just about adop�ng new technology but about reimagining how 
revenue processes are managed to drive growth and sustainability. 

1. Consulta�on Services: Our experts will assess your current CPQ system and 
iden�fy opportuni�es for integra�ng RLM. We offer tailored consulta�on 
services to align your revenue management strategy with your business goals. 

2. Implementa�on Support: Transi�oning to RLM can be complex, but Bolt 
Today provides end-to-end implementa�on support, ensuring a seamless and 
efficient migra�on. 

3. Training and Development: Equip your team with the necessary skills to 
leverage RLM effec�vely. We offer comprehensive training programs to ensure 
your staff is well-prepared for the new system. 

4. Ongoing Support and Op�miza�on: Post-implementa�on, Bolt Today offers 
con�nuous support and op�miza�on services to ensure your RLM system 
remains efficient and effec�ve. 

Final Thoughts on the 
Future of CPQ and RLM 

Next Steps for Businesses 
For businesses looking to stay ahead in the compe��ve landscape, embracing 
the shi� from CPQ to RLM is crucial. Here's how Bolt Today can help: 

Take the first step towards transforming your revenue management processes. 
Contact Bolt Today to learn more about how we can support your transi�on to 
Revenue Lifecycle Management and help you achieve your business objec�ves. 
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Configure, Price, Quote (CPQ): A so�ware tool that helps companies 
configure products, price them accurately, and generate quotes for 
customers. 

Revenue Lifecycle Management (RLM): A comprehensive approach to 
managing all aspects of revenue genera�on, including customer acquisi�on, 
pricing, quo�ng, contract management, order management, billing, revenue 
recogni�on, renewals, and reten�on. 

ERP (Enterprise Resource Planning): Integrated management of main 
business processes, o�en in real-�me and mediated by so�ware and 
technology. 

CRM (Customer Rela�onship Management): A technology for managing all 
your company's rela�onships and interac�ons with customers and 
poten�al customers. 

Automa�on: The use of technology to perform tasks without human 
interven�on. 

Gap Analysis: A method for assessing the differences between the current 
state and desired future state of a process or system. 

Stakeholder Engagement: The process of involving individuals, groups, or 
organiza�ons who may affect or be affected by a decision, ac�vity, or 
outcome. 

Appendices 
Glossary of Terms 
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For more informa�on about transi�oning from CPQ to RLM and how Bolt Today 
can assist your business, please contact us:

•

•

•

•

•

•

•

For more informa�on about transi�oning from CPQ to RLM and how Bolt Today 
can assist your business, please contact us: 
Email: info@bolt.today 
Phone: +1 925 683 8216 / +91 95118 15043 
Website: bolt.today 
Address: 1155 Mount Vernon Hwy NE | Suite 800, Atlanta | GA 30338, USA. 

Our team of experts is ready to provide the guidance and support you need to 
navigate the complexi�es of revenue lifecycle management and achieve your 
business objec�ves. Reach out to us today to schedule a consulta�on or learn 
more about our services. 

Our team of experts is ready to provide the guidance and support you need to 
navigate the complexi�es of revenue lifecycle management and achieve your 
business objec�ves. Reach out to us today to schedule a consulta�on or learn 
more about our services. 

Email: info@bolt.today 
Phone: +1 925 683 8216 / +91 95118 15043 
Website: bolt.today 
Address: 1155 Mount Vernon Hwy NE | Suite 800, Atlanta | GA 30338, USA.


