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THE BRIDGE BETWEEN
SALES AND PRODUCTION
ADDED VALUE OF INTEGRATED CPQ SOLUTIONS
Discover how a fully integrated CPQ platform transforms the way sales and
production work together. Enable faster cycles, fewer errors, and greater
profitability by align sales promises with production realities.



Executive Summary
Manufacturing companies face increasing pressure to deliver highly customized products
quickly and accurately. Yet, disconnects between sales and production frequently result in
costly mistakes, production delays, and customer dissatisfaction. This whitepaper examines
common challenges in aligning sales promises with production realities and 
demonstrates how integrated Configure, Price,
Quote solutions can bridge this critical gap.

Case in Point

Duport Story
Duport, specialised in advanced
agricultural fertilisation solutions,

experienced these very challenges.
With international growth, their

Excel-based quoting system
increasingly generated orders that
production teams couldn’t execute

without extensive reviews.

Merkato CPQ Solution
Duport rapidly transitioned to

Merkato CPQ, building a robust
configurator within just two

days. The integrated
configurator enabled sales

teams, without deep technical
expertise, to confidently

produce accurate, production-
ready quotes.

Sales teams naturally aim to secure business
by offering highly customized solutions
tailored specifically to customer needs.
However, without seamless integration
between sales and production, these
commitments can lead to costly mistakes and
production inefficiencies.

When clarity and integration are lacking,
sales teams typically become either overly
confident or excessively cautious.
Unnecessary waiting for approvals and
constant internal coordination can
significantly delay sales processes,
undermining both efficiency and sales team
confidence.

On the production side, accuracy in received
orders is critical. Companies frequently
engage in exhaustive double and triple
checks to ensure order accuracy. Yet,
manual processes, such as copying orders
from emails or spreadsheets, inherently
introduce errors and disconnects, leading
inevitably to expensive rework and customer
dissatisfaction.

Results
1. Impossible-to-manufacture

configurations eliminated.
2. Accelerated quoting process,

freeing engineers for strategic
innovation.

3. Consistent alignment ensured
between sales promises and

production capabilities.

The Disconnect
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1. Data inconsistencies
Faulty manual data entry across multiple
departments (engineering, procurement,
production, design) leads to innacurate
documents and product configurations.

2. Non-standardized data 
Differences in part numbers, specs, or
quantities cause mismatches and
dysfunctional communication.

3. Multiple BOM versions
Design changes create version
management problems, leading to
different teams working with outdated
information and decreasing opterational
efficiency.

4. Poor system integration
A lack of real-time synchronization
between BOM systems, ERP, PLM, and
MES systems leads to data silos and
process breakdowns.
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Managing a Bill-of-Materials (BOM) is
inherently complex due to the intricate
details required for each customized order.
Companies frequently encounter errors
when manually managing extensive
component lists, variants, and
dependencies. Without integrated systems,
even small mistakes in the BOM can lead to
costly production errors and significant
delays. 

Integrating CPQ simplifies this complexity
by automatically enforcing accurate
component selection and performing even
the most detailed material calculations,
ensuring sales proposals align seamlessly
with actual production capabilities. This
reduces risks, accelerates the quoting
process, and dramatically enhances
operational reliability.

Bridging the Gap
1. Accurate product configurations
Integrated CPQ systems embed
engineering rules directly into the quoting
process, ensuring sales teams offer only
feasible configurations.

2. Enhanced communication
Data synchronisation between sales and
production eliminates miscommunication
and costly errors, while safeguarding
speed.

3. Improved operational efficiency
By enabling product and sales configuration,
companies drastically reduce manual
intervention, freeing engineering teams to
innovate rather than support or correct
orders.

4. Real-time pricing and quoting
CPQ systems dynamically adjust prices
based on real-time data, ensuring quotes
reflect true production costs and optimise
margins. More on this in our sales guide:
“Smarter Pricing and Stronger Margins”.
Link to sales guide.

Duport will integrate their ERP
further via Merkato's APIs. This

positions them for efficient future
growth, complete automation of

configuration-to-production
processes, ánd expanded sales

capabilities internationally.

Duport’s Future

The BOM

https://cpqbelgium.com/wp-content/uploads/2025/07/ENG_Smarter-Pricing-and-Stronger-Margins-EN.pdf


Ready to Bridge Your Sales and Production Gap?
Discover how Merkato CPQ can streamline your
processes, eliminate costly errors, and enhance
customer satisfaction. Contact Quootz today to

learn more about integrating CPQ into your
business.

Do the test!

THE TEAM

In industries characterized by complex
custom offering, manual or disconnected
processes inevitably cause costly
inefficiencies. By adopting a robust CPQ
solution like Merkato, companies can align
their sales and production teams, delivering
accurate, efficient, and scalable quoting
processes.

Conclusion

ALIGNING
SALES-TO-PRODUCTION
PROCESSES

Want to more know on CPQ and
the benefits? Visit our
LinkedInpage or website. CPQ can
optimises not only your sales and
production gap, but your entire
sales process! 

Linkedin CPQ Belgium

Do the test!

Hungry for more?
Although we're a software
company, we believe in real
conversations. Let’s discuss your
business challenges and explore
how CPQ can help you build a
more efficient, future-proof
operation.

Contact us

https://www.linkedin.com/company/cpq-belgium/
https://cpqbelgium.com/contact-merkato-cpq-en/

