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Executive Summary  

In the fall of 2016, Oracle commissioned Forrester 

Consulting to conduct a Total Economic Impact™ (TEI) 

study to examine the potential return on investment 

(ROI) enterprises may realize by deploying Oracle 

Sales Cloud and configure, price, and quote (CPQ) 

Cloud solutions. The purpose of this study is to provide 

readers with a framework to evaluate the potential 

financial impact of Oracle Sales Cloud and CPQ Cloud 

solutions within their organizations. 

To better understand the benefits, costs, and risks 

associated with an investment in Oracle Sales Cloud 

and CPQ Cloud solutions, Forrester interviewed five 

Oracle customers. We then created a composite 

Organization to tell the ROI and benefit story of Oracle 

Sales Cloud and CPQ Cloud solutions. For a 

description of the five customers and the composite 

Organization, see the section titled Analysis. 

According to Oracle, Oracle Sales Cloud is a comprehensive sales solution delivering high-value, industry-specific sales 

automation and sales performance management. Oracle Sales Cloud empowers sales teams to engage customers earlier 

and close more deals faster.  Oracle CPQ Cloud is a flexible, scalable, enterprise-ready solution that enables organizations 

to easily and accurately configure, price, and quote sales orders while reducing sales cycle times, improving margins and 

increasing sales productivity. For more details see the section titled, Oracle Sales Cloud And CPQ Cloud Solutions: 

Overview. 

Prior to deploying Oracle Sales Cloud and CPQ Cloud solutions, the Organization was using a myriad of sales and quoting 

tools, including Microsoft Excel and applications developed in-house. Processes were highly manual and error-prone. 

ORACLE SALES CLOUD AND CPQ CLOUD SOLUTIONS DELIVER A 119% RETURN ON INVESTMENT 

Our interviews and subsequent financial analysis found that the Organization experienced the risk-adjusted ROI, benefits, 

and costs shown in Figure 1. The analysis points to risk-adjusted benefits of $8,575,331 over three years versus costs of 

$3,918,169, equating to a net present value (NPV) of $4,657,161. The three-year risk-adjusted ROI was a very favorable 

119%, and the payback period was nine months.  

 

 

Oracle Sales Cloud and CPQ Cloud solutions 

helped the Organization achieve the following 

benefits (risk- and present value [PV]-adjusted) 

over three years, totaling $8,575,331: 

 

 

 $6,661,251 — More efficient sales productivity. 

 $208,896 — Savings in administration of sales 

commissions. 

 $596,844 — Savings from reduced discounting. 

 $278,527 — Labor savings from using CPQ. 

 $829,812 — Profit from cross-sell and upsell 

activities. 

 

FIGURE 1 

Financial Summary Showing Three-Year Risk-Adjusted Results 

ROI: 
119% 

Benefits PV: 
$8,575,331 

Costs PV: 
$3,918,169 

NPV: 
$4,657,161 

Source: Forrester Research, Inc. 
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In Forrester’s interviews, we identified five major benefit categories of Oracle Sales Cloud and CPQ Cloud solutions. The 

Organization experienced the following benefits (risk- and present value-adjusted) over three years, listed below and further 

described in the Benefits: Quantified sections: 

› $6,661,251 — Oracle Sales Cloud — profit associated with more efficient sales productivity. 

› $208,896 — Oracle Sales Cloud — savings in administration of sales commissions. 

› $596,844 — Oracle CPQ Cloud — reduced discounting. 

› $278,527 — Oracle CPQ Cloud — labor savings. 

› $829,812 — Oracle CPQ and Sales Cloud — profit associated with cross-sell and upsell opportunities. 

Forrester also identified several cost categories associated with Oracle Sales Cloud and CPQ Cloud. The Organization 

experienced the following costs, totaling $3,918,169 (risk- and present value-adjusted) over three years. Cost categories are 

listed here, with more detailed data described in the Costs section: 

› Labor to plan, conduct user acceptance testing (UAT), and deploy. 

› Third-party integration. 

› Administrative training.  

› User training.  

› Ongoing administrative labor. 

› Sales Cloud license and implementation packs. 

› CPQ Cloud license and implementation packs. 

 

If the risk-adjusted ROI and NPV of costs and benefits still demonstrate a compelling business case, it raises confidence that 

the investment is likely to succeed because the risks that threaten the project have been taken into consideration and 

quantified. The risk-adjusted numbers should be taken as “realistic” expectations, as they represent the expected value 

considering risk. Assuming normal success at mitigating risk, the risk-adjusted numbers should more closely reflect the 

expected outcome of the investment. 

“Once we went live on Oracle Sales Cloud, we saw a significant reduction in 

month-end commission appeals. We’re also able to change commission plans on 

a monthly basis if needed. Being able to provide overall reporting to 

management was not something we could do before Oracle Sales Cloud. ” 

— Vice president, technical operations and financial systems, digital marketing technology company 
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Disclosures 

The reader should be aware of the following: 

› The study is commissioned by Oracle and delivered by Forrester Consulting. It is not meant to be used as a competitive 

analysis. 

› Forrester makes no assumptions as to the potential return on investment that other organizations will receive. Forrester 

strongly advises that readers use their own estimates within the framework provided in the study to determine the 

appropriateness of an investment in Oracle Sales Cloud and CPQ Cloud solutions. 

› Oracle reviewed and provided feedback to Forrester, but Forrester maintained editorial control over the study and its 

findings and did not accept changes to the study that contradict Forrester’s findings or obscure the meaning of the study. 

› The customer names for the interviews were provided by Oracle. Oracle did not participate in the customer interviews. 
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TEI Framework And Methodology 

INTRODUCTION 

From the information provided in the interviews, Forrester has constructed a Total Economic Impact (TEI) framework for 

those organizations considering investing in Oracle Sales Cloud and CPQ Cloud solutions. The objective of the framework is 

to identify the benefits, costs, flexibility, and risk factors that affect the investment decision. 

APPROACH AND METHODOLOGY 

Forrester employed four fundamental elements of TEI in modeling Oracle Sales Cloud and CPQ Cloud solutions: benefits, 

costs, flexibility options, and risks. 

Forrester took a multistep approach to evaluate the impact that Oracle Sales Cloud and CPQ Cloud solutions can have on 

the Organization (see Figure 2). Specifically, we: 

› Interviewed Oracle marketing, sales, and product management personnel to better understand the potential value 

proposition for Oracle Sales Cloud and CPQ Cloud solutions. 

› Designed a composite Organization based on the characteristics of the interviewed customers. 

› Constructed a financial model representative of the interviews using the TEI methodology. The financial model is 

populated with the cost and benefit data obtained from the interviews. 

› Risk-adjusted the financial model based on any issues or concerns the five customers highlighted in interviews. Risk 

adjustment is a key part of the TEI methodology. While the customers provided cost and benefit estimates, some 

categories included partial projections or a broad range of responses, or had a number of internal forces that might have 

raised or lowered benefits and costs. For that reason, each benefit and cost has been risk-adjusted and is detailed in each 

relevant section. 

Given the increasing sophistication that enterprises have regarding ROI analyses related to technology investments, 

Forrester’s TEI methodology serves to provide a complete picture of the total economic impact of purchase decisions. 

Please see Appendix A for additional information on the TEI methodology. 

  

FIGURE 2 

TEI Approach 

 

Source: Forrester Research, Inc. 
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Analysis 

INTERVIEWED CUSTOMERS 

 
Forrester derived its conclusions in large part from information received in a series of in-depth interviews we conducted 
with personnel at five Oracle customers, each of which has been using Oracle solutions for between 16 months and eight 
years. The following is a brief description of the interviewed customers, all of which were promised anonymity: 

› A US-based global provider of solutions in measuring and process technologies. It has been using Oracle CPQ Cloud 

(FKA Big Machines) for seven years. It has over 200 users mostly in the US, with plans to expand in Europe. Forrester 

interviewed the CPQ program manager. 

› A provider of laser-based measurement products doing business in over 100 countries. It has been using Oracle Sales 

Cloud for over three years. Forrester interviewed the executive vice president of sales and marketing. 

› Operating in over 50 countries, this organization provides fluid motion and control products and services. It has been using 

Oracle Sales Cloud for eight years and Oracle CPQ Cloud for 16 months. Forrester interviewed the IT director. 

›  A European-based multinational corporation that specializes in energy automation solutions, including hardware, software, 

and services. It has been using Oracle CPQ Cloud for 18 months and has over 2,000 users in 85 countries. Forrester 

interviewed the CPQ program director. 

› A leader in digital marketing technology doing business in Asia Pacific, Europe, Latin America, and North America. It has 

been using Oracle Sales Cloud for almost two years. Forrester interviewed the vice president, technical operations and 

financial systems.  

THE COMPOSITE ORGANIZATION  

For this TEI study, Forrester has created a composite Organization to illustrate the quantifiable benefits and costs of 

investing in Oracle Sales Cloud and CPQ Cloud solutions. This Organization is a Fortune 2000, US-based organization with 

secondary operations in EMEA and Asia Pacific. A few years back, a comprehensive vendor selection process was 

conducted, culminating with the Organization choosing Oracle Sales Cloud and CPQ Cloud solutions. The Sales Cloud 

environment has 500 users, and the CPQ Cloud environment also has 500 users. 

Prior to deploying Oracle Sales Cloud and CPQ Cloud solutions, the Organization was using a myriad of sales and quoting 

tools, including Microsoft Excel and applications developed in-house. Processes were highly manual and error-prone. 

Along with the interviewed customers, the Organization had the following goals, objectives, and strategies associated with its 

investment in Oracle Sales Cloud and CPQ Cloud solutions: 

› Eliminate the highly manual and error-prone processes associated with sales administration, configuration, pricing, and 

quoting. 

› Reduce overall labor associated with sales administration, configuration, pricing, and quoting. 

› Migrate staff from administrative functions to direct revenue-producing functions. 

› Enhance revenue performance for upsell and cross-sell opportunities. 

› Eliminate sales commission errors and labor-intensive appeals by salespeople. 

› Decommission the myriad of applications replaced by Oracle Sales Cloud and CPQ Cloud. 

› Provide more visibility into the quoting process, and reduce unnecessary discounting and misconfigurations. 
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› Integrate the new Oracle solutions with Oracle E-Business Suite, Oracle Hyperion, and Salesforce. 

The Organization has invested in the following Oracle license and implementation pack fees for Sales Cloud’s 500 users and 

CPQ Cloud’s 500 users: 

› Oracle Sales Cloud license and implementation packs — $820,000 over three years. 

› Oracle CPQ Cloud license and implementation packs — $1,111,000 over three years. 

There are other costs associated with an investment in Oracle Sales Cloud and CPQ Cloud; please see the section on 

Costs. 

 

 “In the past, manually inserting purchase quotes and data into spreadsheets 

was extremely resource-intensive and inefficient. If a quote fell off the radar, I’d 

have to take the time to talk directly to the salesperson to find out the status of 

that deal. Oracle’s CPQ Cloud eliminates the manual processes and errors.” 

— Executive vice president of sales and marketing, provider of laser-based measurement products 
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BENEFITS: QUANTIFIED FOR ORACLE SALES CLOUD 

According to the interviewed customers, Oracle Sales Cloud provides customers with enterprise-level sales capabilities that 

help them be more efficient in their sales processes. Oracle Sales Cloud helps remove the uncertainly from sales decision 

making. Interviewed customers eliminated spreadsheets and homegrown tools for analyzing the business and immediately 

improved sales forecast visibility, and increased revenues.  

The Organization experienced quantified benefits in the following major categories, which are further described below. 

 Oracle Sales Cloud — Profit Associated With More Efficient Sales Productivity 

The interviewed Oracle Sales Cloud customers reported easy-to-use processes with minimal training required. Sales reps 

and managers are saving time and selling more by using Oracle Sales Cloud tools, such as guided selling, product 

recommendations, sales productivity dashboards, and efficient call reporting. This increased efficiency results in an average 

7% to 9% improvement in sales performance, with the resulting benefit being the incremental gross margin dollars 

associated with the improvement in sales. The Organization has $150 million in revenue being managed and positively 

impacted by Oracle Sales Cloud. 

Table 1 presents the average incremental sales data that the interviewed customers provided Forrester. Years 1 through 3 

reflect natural learning and adoption curves with the associated increase in productivity improvement and profit benefits. Due 

to varied answers provided by customers, this benefit was risk-adjusted (reduced) by 25% in Table 1. See the section on 

Risks for more detail. 

 

 

TABLE 1 

Oracle Sales Cloud — Profit Associated With More Efficient Sales Productivity 

Ref. Metric Calculation/Source Year 1 Year 2 Year 3 

A1 Annual revenues Interviews $150,000,000 $150,000,000 $150,000,000 

A2 Productivity improvement % Interviews 7% 8% 9% 

A3 Incremental revenues A1 * A2 $10,500,000 $12,000,000 $13,500,000 

A4 
Average gross margin profit 

percent 
Industry average 30% 30% 30% 

At 

Oracle Sales Cloud — profit 

associated with more efficient 

sales productivity 

A3 * A4 $3,150,000 $3,600,000 $4,050,000 

 Risk adjustment ↓25%    

Atr 

Oracle Sales Cloud — profit 

associated with more efficient 

sales productivity (risk-

adjusted) 

At - 25%  $2,362,500  $2,700,000  $3,037,500  

Source: Forrester Research, Inc. 
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 Oracle Sales Cloud — Savings In Administration Of Sales Commissions 

Prior to using Oracle Sales Cloud, the Organization had difficulty identifying, calculating, and administering sales 

commissions. Downloading monthly sales data into Microsoft Excel necessitated a very labor-intensive, error-prone process 

that resulted in incorrect commissions paid and many disgruntled salespeople appealing commission amounts every month. 

After using Oracle Sales Cloud, the Organization reported almost zero appeals from salespeople, and those few appeals 

resulted in no change to commissions. In addition to improved accuracy, the labor associated with commission 

administration was reduced by 60 hours per week or 1.5 full-time equivalents (FTEs) with Oracle Sales Cloud. At an average 

fully loaded cost of $70,000, the Organization saved $105,000 annually (1.5 FTE * $70,000). 

The interviewed customers reported variable labor comparisons between Oracle Sales Cloud and previous commission 

administration processes; therefore, this average benefit was risk-adjusted (reduced) by 20% in Table 2, resulting in risk-

adjusted savings of $84,000 annually. See the section on Risks for more details. 

 

TABLE 2 

Oracle Sales Cloud — Savings In Administration Of Sales Commissions 

Ref. Metric Calculation/Source Year 1 Year 2 Year 3 

B1 
Savings in administration of sales 

commissions 
1.5 FTEs * $70,000 $105,000 $105,000 $105,000 

Bt 
Oracle Sales Cloud — savings in 

administration of sales commissions 
B1 $105,000  $105,000  $105,000  

 Risk adjustment ↓20%    

Btr 

Oracle Sales Cloud — savings in 

administration of sales commissions 

(risk-adjusted) 

 Bt – 20% $84,000  $84,000  $84,000  

Source: Forrester Research, Inc. 

BENEFITS: QUANTIFIED FOR ORACLE CPQ CLOUD 

Interviewed customers reported that Oracle CPQ Cloud helped them close deals faster by shortening the sales cycle, 

increasing sales through upsell and cross-sell opportunities, improving sales productivity, and eliminating inefficient labor-

intensive processes. 

 Oracle CPQ Cloud — Reduced Discounting 

With Oracle CPQ Cloud, our Organization was able to standardize its configuration, pricing, and quoting processes, allowing 

salespeople worldwide to operate under standard guidelines and within the same database. The Organization has a complex 

discount structure that is further complicated by multiple geographies and currencies. With Oracle CPQ Cloud, there’s better 

alignment to corporate pricing, discounting, standards, and deal margin/profit. Salespeople can more easily apply customer-, 

channel-, volume-, and product-specific discounts. Sales managers can review customer activity globally and monitor, 

manage, and reduce discount levels.  

Interviewed customers agreed that Oracle CPQ Cloud reduces unauthorized and other discounting. The Organization is 

saving two-tenths of 1% of sales on discounts, representing pure bottom-line profit. 

Interviewed customers reported a wide range of discount savings. Due to this variability, this benefit was risk-adjusted 

(reduced) by 20% in Table 3. See the section on Risks for more detail. 
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TABLE 3 

Oracle CPQ Cloud — Reduced Discounting 

Ref. Metric Calculation/Source Year 1 Year 2 Year 3 

C1 Annual revenues Interviews $150,000,000 $150,000,000 $150,000,000 

C2 Discounts avoided C1 * 0.2% $300,000 $300,000 $300,000 

Ct 
Oracle CPQ Cloud — reduced 

discounting 
C2 $300,000 $300,000 $300,000 

 Risk adjustment ↓20%    

Ctr 
Oracle CPQ Cloud — reduced 

discounting (risk-adjusted) 
 Ct – 20% $240,000  $240,000  $240,000  

Source: Forrester Research, Inc. 

 

 Oracle CPQ Cloud — Labor Savings 

Forrester’s interviews revealed that the following Oracle CPQ Cloud processes save significant time and effort when 

compared with each customer’s pre-Oracle CPQ environment: 

› Product configuration. Configure complex or simple systems containing multiple products and services. Create bills of 

material (BOM) and routings based on configurator choices. 

› Guided selling. Lead users to the optimal products and options based on customer needs. 

› Rules-driven search. Present users with only those products that are appropriate to their region, business unit, or quoting 

scenario. 

› Pricing. Price complex products based on features and options.  

› Approvals workflow. Route orders for faster review and approval. Ensure commercial viability and eliminate approval 

bottlenecks with automated workflow. 

› Proposal management. Create, customize, and brand proposals for sales reps and channel partners. 

› eSignature. Eliminate paper-based quoting, faxing, and scanning. Enable customers to sign online and close the deal 

faster. 

› Order execution. Generate orders quickly and accurately and with one click by converting quotes.  

On average, the interviewed customers reported reducing time and effort associated with configuration, pricing, and quoting 

by two FTEs. Interviewed customers reported a wide range of labor savings. Due to this variability, this benefit was risk-

adjusted (reduced) by 20% in Table 4. See the section on Risks for more detail. 
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TABLE 4 

Oracle CPQ Cloud — Labor Savings 

Ref. Metric Calculation/Source Year 1 Year 2 Year 3 

D1 
Labor savings with configuration, pricing, 

and quoting 
2 FTEs * $70,000 $140,000 $140,000 $140,000 

Dt Oracle CPQ Cloud — labor savings D1 $140,000  $140,000  $140,000  

 Risk adjustment ↓20%    

Dtr 
Oracle CPQ Cloud — labor savings (risk-

adjusted) 
Dt - 20% $112,000  $112,000  $112,000  

Source: Forrester Research, Inc. 

 

BENEFITS: QUANTIFIED FOR SYNERGIES OF ORACLE SALES CLOUD AND CPQ CLOUD 

  Oracle Sales Cloud And CPQ Cloud — Profit Associated With Upsell And Cross-Sell Opportunities 

Interviewed customers reported incremental revenue (and resulting profit) from upsell and cross-sell opportunities using 

Oracle Sales Cloud and CPQ Cloud features such as guided selling and product configurations. These tools help lead the 

Organization’s salespeople to the optimal products and options based on specific customer needs. According to the 

interviewed customers, there was a learning curve ramp-up of the incremental upsell and cross-sell revenue (and resulting 

profit). The average incremental revenue increase was eight-tenths of 1% (0.8%) in Year 1, and 1% in years 2 and 3. 

Interviewed customers reported a wide range of upsell and cross-sell opportunities. Due to this variability, this benefit was 

risk-adjusted (reduced) by 20% in Table 5. See the section on Risks for more detail. 
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TABLE 5 

Oracle Sales Cloud And CPQ Cloud — Profit Associated With Upsell And Cross-Sell Opportunities 

Ref. Metric Calculation/Source Year 1 Year 2 Year 3 

E1 Annual revenues Interviews $150,000,000 $150,000,000 $150,000,000 

E2 
Incremental cross-sell and upsell 

percent 
Interviews 0.8% 1.0% 1.0% 

E3 Incremental revenues E1 * E2 $1,200,000 $1,500,000 $1,500,000 

E4 
Average gross margin profit 

percent 
Industry average 30% 30% 30% 

Et 

Oracle Sales Cloud and CPQ 

Cloud — profit associated with 

upsell and cross-sell 

opportunities 

E3 * E4 $360,000  $450,000  $450,000  

 Risk adjustment ↓20%    

Etr 

Oracle Sales Cloud and CPQ 

Cloud — profit associated 

with upsell and cross-sell  

opportunities (risk-adjusted) 

  $288,000  $360,000  $360,000  

Source: Forrester Research, Inc. 

 

“With Oracle CPQ Cloud, we’re able to turn orders around quicker and ship 

orders faster. Customer satisfaction has significantly improved. Based on our 

success so far, we’ll be expanding Oracle CPQ Cloud to our partners and 

distributors, and we’ll use it on our eCommerce platforms.” 

— CPQ program director, an energy automation solutions company 
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Total Benefits 

Table 6 shows the total of all benefits, as well as present values (PVs) of cash flows discounted at 10%. Over three years, 

the Organization expects risk-adjusted total benefits to be a PV of $8,575,331. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

TABLE 6 

Oracle Sales Cloud And CPQ Cloud — Total Quantified Benefits (Risk-Adjusted) 

Ref. Benefit Category Year 1 Year 2 Year 3 Total 

Present 

Value 

Atr 

Oracle Sales Cloud — profit 

associated with more efficient sales 

productivity 

$2,362,500  $2,700,000  $3,037,500  $8,100,000  $6,661,251  

Btr 
Oracle Sales Cloud — savings in 

administration of sales commissions 
$84,000  $84,000  $84,000  $252,000  $208,896  

Ctr 
Oracle CPQ Cloud — reduced 

discounting 
$240,000  $240,000  $240,000  $720,000  $596,844  

Dtr Oracle CPQ Cloud — labor savings $112,000  $112,000  $112,000  $336,000  $278,527  

Etr 

Oracle CPQ Cloud and Sales Cloud 

— profit associated with cross-sell 

and upsell opportunities 

$288,000  $360,000  $360,000  $1,008,000  $829,812  

  Total benefits (risk-adjusted) $3,086,500  $3,496,000  $3,833,500  $10,416,000  $8,575,331  

Source: Forrester Research, Inc. 
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FIGURE 3 

Oracle Sales Cloud And CPQ Cloud — Benefits By Category (Risk-Adjusted) 

 

 

 

Source: Forrester Research, Inc. 

 “Working with Oracle is almost like working for a smaller company. I know my 

reps’ kids names, when she had a baby; it’s really refreshing to work with the 

folks from Oracle. They have stood behind their products since day one, always 

available to answer any questions or solve any issues.” 

— Executive vice president of sales and marketing, provider of laser-based measurement products 

$6,661,251 

$208,896 

$596,844 

$278,527 $829,812 

Oracle Sales Cloud and CPQ Cloud 
Benefits by Category Total - $8,575,331

Oracle Sales Cloud — profit 
associated with more efficient 
sales productivity

Oracle Sales Cloud —
savings in administration of 
sales commissions

Oracle CPQ Cloud — reduced 
discounting

Oracle CPQ Cloud — labor 
savings

Oracle CPQ and Sales Cloud 
— profit associated with 
cross-sell and upsell 
opportunities
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BENEFITS: UNQUANTIFIED 

The interviewed customers identified the following additional benefits of using Oracle Sales Cloud and CPQ Cloud, but were 

not able to quantify the benefits at the present time: 

› Each interviewed customer agreed that the use of Oracle CPQ Cloud resulted in more accurate quotes, which improved 

customer satisfaction through all channels. 

› Oracle Sales Cloud and CPQ Cloud scale as the business grows, providing the agility, flexibility, and speed for sales and 

quoting operations. 

› Quote processes are accelerated within specific stages from quote to closure. 

› Interviewed customers reported that sales teams, channels, and eCommerce sites are able to sell faster, more easily, 

more accurately, and on any device. 

COSTS 

The Organization incurred costs in the following categories with its investment in Oracle Sales Cloud and CPQ Cloud 

solutions. 

 Labor Cost To Plan, Conduct UAT, And Deploy The Oracle Sales And CPQ Cloud Solutions 

The internal labor associated with planning, conducting UAT, and deploying Oracle Sales Cloud totaled 840 hours across 

three FTEs over seven weeks. Internal labor for planning, conducting UAT, and deploying Oracle CPQ Cloud was six full-

time FTEs (IT and business) for seven months, or 6,720 hours. The combined labor hours were 7,560 (840 + 6,720), and at 

a cost of $60 per hour, the total cost to plan, conduct UAT, and deploy both Oracle Sales Cloud and CPQ Cloud was 

$453,600 (7,560 * $60). 

 Third-Party Integration Costs 

The Organization incurred combined (third-party) integration costs for both Oracle Sales Cloud and CPQ Cloud of $475,000. 

The Organization integrated the following applications with Oracle Sales Cloud and CPQ Cloud solutions: Oracle E-Business 

Suite, Oracle Hyperion, and Salesforce. 

 Administrative Training 

Three programmers attended Oracle CPQ Yellow Belt and Blue Belt training. The Yellow Belt course teaches the basic skills 

and knowledge necessary to administer an Oracle CPQ Cloud site. Oracle CPQ Cloud Blue Belt is a bundle course 

consisting of three individual CPQ Cloud courses: Blue Belt Advanced BML, Blue Belt Advanced Configuration, and Blue 

Belt Advanced Commerce. Total administrative training costs, including travel, were $28,000. Administrative training for 

Oracle Sales Cloud is included in Oracle’s Sales Cloud license fees below.  

 User Training 

Each of the 500 users of Oracle Sales Cloud and the 500 users of CPQ Cloud (1,000 total) participated in a 4-hour training 

session. At an hourly cost of $45 (administrative level) the Organization will incur $180,000 (1,000 * 4 * $45) in user training 

costs.  
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 Ongoing Labor To Administer And Manage Oracle Sales Cloud And CPQ Cloud  

According to interviewed customers, ongoing labor to administer and manage Oracle Sales Cloud was one-half an FTE at a 

cost of $55,000 per year (one-half of fully loaded cost of $110,000), or $165,000 over the three years of our analysis. The 

ongoing labor to administer and manage Oracle CPQ Cloud was 2.5 FTEs at a cost of $275,000 per year (2.5 * $110,000), 

or $825,000 over three years. Total ongoing labor to administer and manage Oracle Sales Cloud and CPQ Cloud is 

$330,000 ($55,000 + $275,000) annually, or $990,000 over three years. 

 Oracle Fees 

The Organization has incurred the following Oracle license and implementation pack fees for Sales Cloud and CPQ Cloud: 

› Oracle Sales Cloud license and implementation packs — $820,000 over three years. 

› Oracle CPQ Cloud license and implementation packs — $1,111,000 over three years. 

Frequently, the Organization’s CPQ implementation was prioritized according to product footprint, sales region, and 

integrations. Future phases will add products, regions, or integrations that the Organization deemed not critical in the initial 

rollout. In addition, the Organization will learn from the CPQ data generated in the first year to optimize its product offerings, 

pricing/bundling, etc. 

Oracle fees represent average discounts available to similar customers in the January 2017 timeframe. 

Table 7 shows the total of all costs as well as associated cash flow present values, discounted at 10%. Over three years, the 

Organization expects costs to total a risk-adjusted $4,463,360, with a present value of $3,918,169 (risk-adjusted). Forrester 

risk-adjusted the costs upward by 10% to reflect the variability of reported costs among the interviewed companies. 
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TABLE 7 

Total Costs Associated With Oracle Sales Cloud And CPQ Cloud (Risk-Adjusted) 

Metric Year 0 Year 1 Year 2 Year 3 Total Present Value 

Labor to plan, conduct UAT, 

and deploy 

$453,600 $0 $0 $0 $453,600 $453,600 

Third-party integration  $475,000 $0 $0 $0 $475,000 $475,000 

Administrative training $28,000 $0 $0 $0 $28,000 $28,000 

User training $180,000 $0 $0 $0 $180,000 $180,000 

Ongoing administrative labor $0 $330,000 $330,000 $330,000 $990,000 $820,661 

Sales Cloud license and 

implementation packs 
$0 $290,000 $265,000 $265,000 $820,000 $681,743 

CPQ Cloud license and 

implementation packs 
$0 $387,000 $362,000 $362,000 $1,111,000 $922,968 

Total costs associated with 

Oracle Sales Cloud and CPQ 

Cloud  

$1,136,600  $1,007,000  $957,000  $957,000  $4,057,600  $3,561,972  

Risk adjustment  10%  10%  10%  10%   

Total costs associated with 

Oracle Sales Cloud and 

CPQ Cloud (risk-adjusted) 

$1,250,260  $1,107,700  $1,052,700  $1,052,700  $4,463,360  $3,918,169  

 

Source: Forrester Research, Inc. 

FLEXIBILITY OPTIONS 

Flexibility, as defined by TEI, represents an investment in additional capacity or capability that could be turned into business 

benefit for some future additional investment. This provides an organization with the “right” or the ability (or option) to engage 

in future initiatives but not the obligation to do so. In our case study, it answers this question: Now that the Organization has 

invested in Oracle Sales Cloud and CPQ Cloud solutions, what other things (flexibility options) can it do cheaper, better, 

and/or faster as a result of that initial investment? 

The interviewed customers were in the early stages of using or considering the use of Oracle’s sales performance 

management (SPM) solution which is part of Oracle Sales Cloud. The customers were not able to articulate and quantify the 

flexibility option benefits associated with SPM. Therefore, Forrester did not quantify the SPM flexibility benefits for this study. 

Oracle Sales Cloud customers agreed that there was value in the future use of SPM. According to Oracle, its SPM offering 

provides end-to-end capabilities, including territory planning, forecasting, quota modeling, incentives and gamification, and 

sales coaching. Oracle’s SPM solution addresses real-world sales performance challenges by enabling companies to 

maximize performance, motivate behaviors, and mentor the best practices of the sales organization. 

Forrester encourages readers to learn more about the Oracle SPM capabilities to determine the potential quantifiable 

flexibility option benefits for their organizations. The value of the flexibility option, when calculated, is based on the Black-

Scholes Option Pricing formula. (For information regarding the flexibility calculation, please see Appendix A.) 
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RISKS 

Forrester defines two types of risk associated with this analysis: “implementation risk” and “impact risk.” Implementation risk 

is the risk that a proposed investment in Oracle Sales Cloud and CPQ Cloud solutions may deviate from the original or 

expected estimates, resulting in higher costs than anticipated. Impact risk refers to the risk that the business or technology 

needs of the Organization may not be met by the investment in Oracle Sales Cloud and CPQ Cloud solutions, resulting in 

lower overall benefits. The greater the uncertainty, the wider the potential range of outcomes for cost and benefit estimates. 

Highlighting risks by risk-adjusting the benefits and costs results in more meaningful and accurate estimates and a more 

accurate projection of the ROI. In general, risks affect costs by raising the original estimates, and they affect benefits by 

reducing the original estimates. The risk-adjusted data should be taken as “realistic” expectations since they represent the 

expected values considering risk. 

The following implementation risks that affect costs are 

identified as part of this analysis: 

› Forrester used Oracle fees representing average 

discounts available to similar customers in the 

January 2017 timeframe. Other organizations’ fees 

may differ due to variable discounts. 

› The Organization mitigated implementation risks by 

having its three programmers attend Oracle CPQ 

Yellow Belt and Blue Belt training. Forrester 

recommends readers of this study consider this 

training as a way to mitigate risks. 

 

 

TABLE 8 

Benefit And Cost Risk Adjustments 

Benefits Adjustment 

Oracle Sales Cloud — profit associated with more efficient sales productivity 
 25% 

Oracle Sales Cloud — savings in administration of sales commissions 
 20% 

Oracle CPQ Cloud — reduced discounting 
 20% 

Oracle CPQ Cloud — labor savings 
 20% 

Oracle Sales and CPQ Cloud — profit associated with upsell and cross-sell 

opportunities  20% 

 

Costs Adjustment 

Costs  10% 

Source: Forrester Research, Inc. 

 

“When we needed a scalable solution to 

support ongoing growth, we turned to 

Oracle Sales Cloud. Now, on a daily 

basis, our salespeople have visibility 

into how they’re trending toward goals, 

resulting in faster, more effective 

closes, which makes us more 

competitive in our marketplace.” 

— Vice president, technical operations and financial systems, 

digital marketing technology company 
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The following impact risks that affect benefits are identified as part of the analysis: 

› The implementation and ongoing management of Oracle Sales Cloud and CPQ Cloud solutions require a significant 

amount of labor. Readers of this study need to assess the overall skills and bandwidth of their internal staff’s ability to 

implement these new systems while simultaneously maintaining legacy systems for about seven months. 

› The interviewed customers were using Oracle Sales Cloud and CPQ Cloud solutions in different ways, and not all 

customers were taking advantage of each benefit described in this study. Forrester took into account this variability, and 

Table 8 shows the risk adjustment (downward) percentages used to adjust the benefit values in this study.  

The TEI model uses a triangular distribution method to calculate risk-adjusted values. To construct the distribution, it is 

necessary to first estimate the low, most likely, and high values that could occur with each cost and benefit. The risk-adjusted 

value is the mean of the distribution of those points. Readers are urged to apply their own risk ranges based on their own 

degree of confidence in the cost and benefit estimates.   



 

 

19 

Financial Summary 

The financial results calculated in the Benefits and Costs sections can be used to determine the ROI, NPV, and payback 

period for the Organization’s investment in Oracle Sales Cloud and CPQ Cloud solutions as outlined in Table 9. These 

values are determined by applying the risk-adjustment values from Table 8 in the Risks section to the total benefit and cost 

numbers in Tables 6 and 7. 

TABLE 9 

Cash Flow (Risk-Adjusted) 

 Initial Year 1 Year 2 Year 3 Total Present Value 

Total costs ($1,250,260) ($1,107,700) ($1,052,700) ($1,052,700) ($4,463,360) ($3,918,169) 

Total benefits $0  $3,086,500  $3,496,000  $3,833,500  $10,416,000  $8,575,331  

Net benefits ($1,250,260) $1,978,800  $2,443,300  $2,780,800  $5,952,640  $4,657,161  

ROI      119% 

Payback period      Nine months 

Source: Forrester Research, Inc. 

 

The ROI was a very favorable 119% with a nine-month payback period. If the risk-adjusted costs, benefits, and ROI still 

demonstrate a compelling business case, it raises confidence that the investment is likely to succeed because the risks that 

might threaten the project have been taken into consideration and quantified. The risk-adjusted numbers should be taken as 

“realistic” expectations, as they represent the expected value considering risk. Assuming normal success at mitigating risk, 

the risk-adjusted numbers should more closely reflect the expected outcome of the investment. 

  



 

 

20 

Oracle Sales Cloud And CPQ Cloud Solutions: Overview 

The following information is provided by Oracle. Forrester has not validated any claims and does not endorse Oracle or their 

offerings. 

ORACLE SALES CLOUD 

Oracle Sales Cloud is a comprehensive sales solution delivering high-value, industry-specific sales automation and sales 

performance management. Oracle Sales Cloud empowers sales teams to engage customers earlier and close more deals 

faster. Eliminate spreadsheets for analyzing the business and immediately improve forecast visibility. Grow pipelines and 

empower sales to always be selling anytime, anywhere. Here are the key features and functionality of Oracle Sales Cloud. 

Mobile Sales Force Automation 

› Prepare for customer meetings, log calls, manage opportunities, and update forecasts from anywhere with complete, easy, 

on-the-go access to the CRM system.  

› Leverage a single, native application across all platforms — phone or tablet — and gain offline capabilities. 

Sales Performance Management 

› Drive sales behaviors and increase efficiencies with incentive compensation — for cash and noncash incentives. 

› Balance territories and quotas, aligned with sales strategies. 

› Analyze performance through sales performance dashboards with scorecards and leaderboards. 

Sales Analytics And Forecasting 

› Access real-time executive dashboards anytime, anywhere, and on any device. 

› Improve predictability by analyzing different forecast periods and easily adjust forecasts for sales reps. 

› Analyze “white space” opportunities within an account and get product recommendations for cross-sell and upsell 

opportunities. 

Social Collaboration 

› Offer real-time team collaboration and coaching anytime, anywhere via Oracle Social Network. 

› Share critical information and see what has been updated on accounts, leads, and opportunities. 

Integration And Extensibility 

› Integrate with Oracle Marketing Cloud to build pipelines and keep opportunities, campaigns, and responses in synch. 

› Provide guided selling and perfect proposals with Oracle CPQ Cloud. 

› Unify sales and service teams to capture, manage and share service issues using Oracle Engagement Cloud.  

› Integrate with third-party data sources and ERP to combine back-end applications with a modern cloud experience. 

› Leverage easy-to-deploy, easy-to-change extensibility and configurability tools to expand capabilities. 

› Protect your brand with end-to-end security and reliability. 
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ORACLE CPQ CLOUD 

Oracle CPQ Cloud is a configure, price, and quote solution that helps companies improve margins and increase sales 

productivity. It is a flexible, scalable, enterprise-ready solution that enables organizations to accurately capture orders for 

complex products/services and generate quotes within minutes. Equally proven for large and midsize companies, Oracle 

CPQ Cloud makes CRM and ERP systems more efficient and delivers tangible value adds: increased quote throughput, 

reduced sales cycles, and 100% data accuracy throughout the quote-to-cash process. 

Some of the benefits of Oracle CPQ Cloud include: 

› Consistency of price and discounts across multiple channels and product lines. 

› Better visibility of deal-level data across geographies. 

› Improved control of products and price across multiple acquisitions. 

› The ability to accelerate sales to deliver a better customer experience through all channels while increasing user adoption 

and average deal size and volume. 
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Appendix A: Total Economic Impact™ Overview 

Total Economic Impact is a methodology developed by Forrester Research that enhances a company’s technology decision-

making processes and assists vendors in communicating the value proposition of their products and services to clients. The 

TEI methodology helps companies demonstrate, justify, and realize the tangible value of technology initiatives to both senior 

management and other key business stakeholders. 

The TEI methodology consists of four components to evaluate investment value: benefits, costs, flexibility, and risks. 

BENEFITS 

Benefits represent the value delivered to the user organization — IT and/or business units — by the proposed product or 

project. Often, product or project justification exercises focus just on technology cost and cost reduction, leaving little room to 

analyze the effect of the technology on the entire organization. The TEI methodology and the resulting financial model place 

equal weight on the measure of benefits and the measure of costs, allowing for a full examination of the effect of the 

technology on the entire organization. Calculation of benefit estimates involves a clear dialogue with the user organization to 

understand the specific value that is created. In addition, Forrester also requires that there be a clear line of accountability 

established between the measurement and justification of benefit estimates after the project has been completed. This 

ensures that benefit estimates tie back directly to the bottom line. 

COSTS 

Costs represent the investment necessary to capture the value, or benefits, of the proposed project. IT or the business units 

may incur costs in the form of fully burdened labor, subcontractors, or materials. Costs consider all the investments and 

expenses necessary to deliver the proposed value. In addition, the cost category within TEI captures any incremental costs 

over the existing environment for ongoing costs associated with the solution. All costs must be tied to the benefits that are 

created. 

FLEXIBILITY 

Within the TEI methodology, direct benefits represent one part of the investment value. While direct benefits can typically be 

the primary way to justify a project, Forrester believes that organizations should be able to measure the strategic value of an 

investment. Flexibility represents the value that can be obtained for some future additional investment building on top of the 

initial investment already made. For instance, an investment in an enterprisewide upgrade of an office productivity suite can 

potentially increase standardization (to increase efficiency) and reduce licensing costs. However, an embedded collaboration 

feature may translate to greater worker productivity if activated. The collaboration can only be used with additional 

investment in training at some future point. However, having the ability to capture that benefit has a PV that can be 

estimated. The flexibility component of TEI captures that value. 

RISKS 

Risks measure the uncertainty of benefit and cost estimates contained within the investment. Uncertainty is measured in two 

ways: 1) the likelihood that the cost and benefit estimates will meet the original projections and 2) the likelihood that the 

estimates will be measured and tracked over time. TEI applies a probability density function known as “triangular distribution” 

to the values entered. At a minimum, three values are calculated to estimate the underlying range around each cost and 

benefit. 
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Appendix B: Glossary 

Discount rate: The interest rate used in cash flow analysis to take into account the time value of money. Although the 

Federal Reserve Bank sets a discount rate, companies often set a discount rate based on their business and investment 

environment. Forrester assumes a yearly present value cash flow discount rate of 10% for this analysis. Most organizations 

typically use discount rates between 8% and 16% based on their current environment. Readers are urged to consult their 

respective organizations to determine the most appropriate discount rate to use in their own environment. 

Net present value (NPV): The present or current value of (discounted) future net cash flows given an interest rate (the 

discount rate). A positive project NPV normally indicates that the investment should be made, unless other projects have 

higher NPVs. 

Present value (PV): The present or current value of (discounted) cost and benefit estimates given at an interest rate (the 

discount rate). The PV of costs and benefits feed into the total NPV of cash flows. 

Payback period: The breakeven point for an investment. This is the point in time at which net benefits (benefits minus costs) 

equal initial investment or cost. 

Return on investment (ROI): A measure of a project’s expected return in percentage terms. ROI is calculated by dividing 

net benefits (benefits minus costs) by costs. 

A NOTE ON CASH FLOW TABLES 

The following is a note on the cash flow tables used in this study (see the example table below). The initial investment 

column contains costs incurred at “time 0” or at the beginning of Year 1. Those costs are not discounted. All other cash flows 

in years 1 through 3 are discounted using the discount rate at the end of the year. PV calculations are calculated for each 

total cost and benefit estimate. NPV calculations are not calculated until the summary tables are the sum of the initial 

investment and the discounted cash flows in each year. 

 

TABLE [EXAMPLE] 

Example Table 

Ref. Metric Calculation/Source Year 1 Year 2 Year 3 

      

 

Source: Forrester Research, Inc. 

 

 


