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Abstract 

 

The wholesale telecommunications industry, particularly in the context of Ethernet backhaul 
services, faces substantial inefficiencies in processing Carrier Requests for Proposals and 
Quotes (RFPs and RFQs). This paper explores the application of Configure, Price, Quote (CPQ) 
technology to streamline the quoting process for wholesale carriers. Our research question 
addresses how the implementation of CPQ technology can optimize the efficiency of the 
quoting process and improve operational performance in a competitive environment. Through a 
case study methodology rooted in empirical evidence, we identify key benefits such as enhanced 
quote turnaround times, higher quote-to-close ratios, and improved stakeholder reporting 
capabilities. However, challenges such as incomplete system integration and restrictions on 
data types within back-end systems warrant further exploration. The implications of these 
findings extend to organizations aiming to optimize their wholesale Ethernet backhaul 
services, enhancing operational efficiency and competitive advantage. 

 

IndexTerms—Wholesale Ethernet Backhaul, Configure Price Quote, CPQ technology, RFP, 
RFQ, telecommunications, automation, operational efficiency, network augmentations, data 
integration, service availability, market niche, pricing strategy. 

 

 

I. INTRODUCTION 

1.1 Problem Statement 

The wholesale telecommunications industry, particularly within Ethernet backhaul services, 
faces significant challenges in effectively managing Carrier Requests for Proposals (RFPs) and 
Quotes (RFQs). Traditionally, the sales teams manually process RFPs/RFQs received in various 
formats from major carrier providers—including AT&T, Verizon, Dish and others—leading to 
inefficiencies characterized by reliance on spreadsheets. This labor-intensive process contributes 
to prolonged response times and a suboptimal quote-to-close ratio. 
The inability to aggregate and analyze requests swiftly across multiple locations adds to 
decision-making delays regarding bidding on proposals. Furthermore, the manual evaluation of 
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factors such as network connectivity, potential need for augmentation, and overall solution 
crafting can result in missed opportunities caused by these inefficiencies. Therefore, the adoption 
of CPQ technology emerges as a promising solution to mitigate these operational challenges 
through automation and streamlined processes. 
 
1.2 Scope 

This paper posits that leveraging CPQ technology can fundamentally transform the wholesale 
carrier sales process by streamlining the intake of RFPs and RFQs while enhancing the speed and 
precision of quote generation. The expected outcomes of this research include: 

 Improved efficiency in handling and tracking RFPs/RFQs. 

 Automated quote generation, thereby reducing manual intervention. 

 Enhanced quote-to-close ratios due to timely delivery of quotes. 

 Consistent pricing strategies derived from historical data. 

 Better insights into market niche exploration through improved evaluation of no-bid 
responses. 

 Comprehensive reporting capabilities to visualize sales funnel activities, ensuring that 
leadership has access to actionable data. 

 
1.3 Contribution and Relevance 

By examining the implementation of CPQ technology in the context of wholesale Ethernet 
backhaul sales, this study addresses a notable gap in existing literature. It elucidates how the 
telecommunications sector can transition from archaic spreadsheet-based methods to automated, 
data-driven responses. The implications of this research extend beyond theoretical explorations, 
offering practical insights for operationalization of CPQ technologies within dynamic business 
environments. 
 

 

II. LITERATURE REVIEW 

2.1 Current State of CPQ Technology 

CPQ technology has emerged as a pivotal resource for businesses seeking to enhance their sales 
and quoting processes. Existing literature suggests that CPQ systems boost efficiency through 
automation, reducing errors that stem from manual data entry and enabling faster turnaround 
times [4]. While numerous industries—including manufacturing, healthcare, and software—
have investigated the advantages of CPQ in optimizing their operational frameworks, research 
focusing on its application within the telecommunications sector remains limited. 
 
2.2 Challenges in the Quoting Process 

Challenges inherent in the quoting process resonate with issues faced by wholesale Ethernet 
backhaul providers. The literature identifies prolonged quote generation cycles, inefficiencies in 
tracking proposal statuses, and difficulties in developing coherent pricing strategies [1]. These 
gaps highlight the significance of exploring the potential for CPQ to address such inefficiencies. 
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A review of prior studies indicates that successful deployment of CPQ technology necessitates 
seamless integration across back-end systems, with existing data silos often posing notable 
challenges [3]. 
 
2.3 Automation and Operational Efficiency 

Research has shown a correlation between automation in back-office activities and improved 
sales productivity and operational efficiency [2]. The integration of CPQ technology has 
demonstrated its potential to enhance alignment between sales and finance teams, thus 
optimizing resource allocation and refining bidding strategies. 
 
2.4 Conclusion of Literature Review 

While existing studies illustrate the merits of CPQ technology across various sectors, the 
telecommunications industry—specifically wholesale Ethernet backhaul services—represents 
an underexplored area. This research seeks to fill that gap by analyzing the implementation and 
effectiveness of CPQ technology in refining quoting processes, thereby contributing to the 
broader discourse on operational excellence within telecommunications. 
 
 

III. METHODOLOGY 

This research adopts a case study approach, examining the application of CPQ technology in a 
wholesale carrier’s quoting process. The following stages outline the methodological framework 
implemented in the study: 

 
3.1 Data Source and Collection Process 

Data was collected primarily through interviews with key stakeholders involved in the quoting 
process, supplemented by the analysis of historical RFPs/RFQs and direct observations of the 
quoting process before and after the CPQ implementation. 
 

3.1.1 RFPs/RFQs Reception: RFPs and RFQs are received from carriers in multiple formats. A 
current state analysis documents the manual quoting processes, highlighting inefficiencies 
related to response time and quote accuracy. 
 

3.1.2 Multi-Location Processing: Upon receiving RFPs with multiple locations, the study 
identifies relevant addresses requiring unique pricing. Geographic Information System (GIS) 
tools, including Google Earth, are utilized to assess the service partner’s existing networks, cross-
referencing them against carrier capabilities. 

 
3.1.3 Operational Workflow Development: The resulting operational workflow encapsulates 
key decision points regarding the availability of ONNET services or the necessity for 
augmentation, integrating insights from sales engineering teams to determine feasibility. 
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3.1.4 Automation Implementation: The methodology details efforts made to automate back-
office activities, linking sales quotes generated from ONNET pricing sheets and data from 
partner networks without manual references. 

 

 
 

 

 
 

 
 
 

 
 

 
 

 

 

 

 

 

 

 

Fig. 1. CPQ workflow. 

 
 

IV. LIMITATIONS 

Despite numerous advantages identified through CPQ technology implementation, certain 
limitations persist: 
 

4.1 Integration Challenges: Existing back-office systems hinder complete automation of the 
quoting process. 

4.2 Vendor Restrictions: Certain vendors impose limitations on network data types that can be 
utilized within CPQ tools. 
4.3 API Research Needs: Further research is required to establish effective integration solutions 
between various systems to create a comprehensive quoting generation process. 
 

 

V. RESULTS 

This section presents the significant improvements realized post-implementation of CPQ 
technology within the wholesaling process: 
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5.1 Improvements in Quote Management 

5.1.1 Time Efficiency: The average time to generate quotes decreased markedly, from several 
days to mere hours, illustrating the profound effect of CPQ technology. 

5.1.2 Quote-to-Close Ratio: Substantial enhancements in the quote-to-close ratio were 
observed, attributed to timely delivery of quotes to potential clients. 

 
5.2 Enhanced Reporting Capabilities 

5.2.1 Automated Reporting: The system can generate automated reports detailing active 
quotes, no-bid responses, and closed sales, facilitating efficient access to actionable 
insights for leadership. 

 
5.3 Case Success Stories 

The investigation details specific instances where rapid quoting facilitated successful bids, 
resulting in strengthened market positioning for the company. 

 

VI. DISCUSSION 

6.1 Implications for Theory Practice 

The findings indicate significant implications for both theoretical understanding and practical 
applications in the telecommunications industry. In keeping with extant literature, this research 
reinforces the notion that CPQ technology enhances quoting processes and operational 
performance. 
 
6.2 Comparison to Prior Work 

The effective deployment of CPQ technology demonstrates promise in addressing common 
challenges identified in prior research, particularly concerning quote turnaround times and 
operational efficiencies in back-office processes. 

 
6.3 Potential Market Niche Exploration 

Analysis of no-bid responses revealed insights on market opportunities, thus supporting 
organizations in evaluating identified niches to drive strategy and optimize service offerings. 

 

 

VII. FUTURE SCOPE 

Future exploration should focus on detailed integration methodologies across disparate back-
end systems to maximize the potential of CPQ technology. 

Additionally, longitudinal studies that monitor sustained effects over time would yield valuable 
insights for ongoing optimization in the telecommunications market. 
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VIII. CONCLUSION 

In summary, the optimization of the quoting process for wholesale Ethernet backhaul services 
through the implementation of CPQ technology represents a significant advancement within the 
telecommunications sector.  
Historically, the quoting process in this sector has been plagued by manual workflows, 
prolonged turnaround times, and a high risk of human error challenges that not only frustrated 
sales teams but also eroded customer trust and competitiveness.  

The findings highlight the critical importance of automation in addressing longstanding systemic 
inefficiencies, ultimately leading to improved sales performance and operational efficiency. 
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