
© 2020

SIMCORP’S QTC JOURNEY
FROM TRACKING PRODUCTS TO DRIVING REVENUE & PROFIT
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SIMCORP IN A SNAPSHOT
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SERVING THE TOP INVESTMENT MANAGERS WORLDWIDE

45%
OF THE TOP 100
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Key contacts:

• CEO, COO, CTO, CFO

• Business department heads
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SIMCORP DIMENSION® IS A FRONT-TO-BACK SYSTEM 
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SEAMLESSLY INTEGRATED ACROSS YOUR OPERATIONS

SimCorp serves the fast moving financial services sector.

Time to market for new financial products is key.

Customers face a tsunami of regulations.

→ Partnering with customers is critical to SimCorp’s ability to stay ahead
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A TECHNOLOGY-ENABLED SERVICE PROVIDER
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CUTTING EDGE INVESTMENT OPERATIONS THAT SCALE ON DEMAND & OPTIMIZE TCO 

DELIVERENHANCE

OPERATE

• On-boarding and configuration

• Reference data management

• Business operations support

• Education services

• Regulatory compliance

• Hosting infrastructure & operations

• Upgrade validation & test

• Health checks
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SIMCORP’S CPQ JOURNEY
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CONFIGURE-PRICE-QUOTE

2016

• Software deployment system based on Siebel and 

extended to support quotes for Sales

• 1200+ software modules sold as perpetual

licences plus annual maintenance

• No systematic discount approvals process

• No link from software sales to project services or 

to managed services

• Very bespoke system that was “worked around” by 

Sales and required heavy support from IT

CPQ Aims

• Switch to subscription-based contracts for all new 

name customers and for new services

• Move all Sales operations to a common platform 

and halve the time spent by Sales with ‘systems’

• Ensure all discounts are checked & audited

• Create one unified price book for everything that the 

company sells – potentially in each quote

• Improve data quality for pipeline reporting & analysis

• Leverage market best practices, not customise
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WHY MOVE TO SUBSCRIPTION-BASED SERVICES?
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Annual Cashflow per €100k 
initial licence sale

Perpetual + Annual Maintenance Subscription

Operational Capability Operational Capability_

Operational Excellence 

DEFICIT
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CHALLENGE #1
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CREATE SUBSCRIPTION PRICE MODEL ALONGSIDE PERPETUAL PRICING

• Needed to move the old price model and assets to a new system and implement a new pricing model.

• Needed a CPQ system to support both the old ‘imaginative’ price model and a forward-looking framework.

• Finding the right level to bundle smaller products & services into larger packages is an on-going task.

• Pressure to mix-’n-match was high.

• Sales engineers and project consultants

are transitioning to the new model at a 

slower pace.
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CHALLENGE #2
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UNIFY PRICE BOOKS ACROSS ALL PRODUCT AND SERVICE LINES

Core Product Line (SimCorp Dimension)

• Establish subscription price model

• Maintain perpetual pricing for existing clients

• Introduce management discount controls

• Streamline workflows for sales users



© 202011

UNIFY PRICE BOOKS ACROSS ALL PRODUCT AND SERVICE LINES

CHALLENGE #2

Core Product Line (SCDimension)

Software
Subscriptions

Perpetual
Licences

New Acquisitions

Manual 
Pricing
in Excel

Managed Services

Headcount
Driven
Pricing,
Profit &
Scheduling

Hosting Services

Infrastructure
Driven
Pricing

Transfer 
of Risk
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CHALLENGE #3
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DISCOUNT APPROVALS AND MANAGEMENT OVERSIGHT

• The new CPQ system immediately imposed a hierarchy of 

discount authorities.

• Enables Sales management to push back on discounts 

requested by field Sales, …

• But also requires Product Management to justify the list 

price level and provide supporting information.

• Once better quality data on product turnover and 

discounting is available to Sales management, the appetite 

for statistics is endless.

• With better control over revenue, the focus then switches to 

profitability.
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WHERE ARE WE NOW, AND WHAT’S NEXT?

CPQ Reference Group Deal Hub Driving, not just supporting Sales

User Experience
• Renewed focus on UX efficiency

• Interfacing with Finance, 

Presales, Consultants

Bid Management
• Binding together headcount 

based services, specialist teams 

& off-the-shelf products

• Data analysis for learning-loops

Guided Selling
• Recommending value-adding 

services to upsell renewals

• Profitability analyses for 

alternative offers

01.

02.

03.



LEGAL NOTICE

The contents of this publication are for general information and illustrative purposes only and are used at the reader’s own risk. SimCorp uses all reasonable endeavors to ensure the accuracy of the information. However, SimCorp does not guarantee or warrant 

the accuracy, completeness, factual correctness, or reliability of any information in this publication and does not accept liability for errors, omissions, inaccuracies, or typographical errors. The views and opinions expressed in this publication are not necessarily

those of SimCorp. © 2020 SimCorp A/S. All rights reserved. Without limiting rights under copyright, no part of this document may be reproduced, stored in, or introduced into a retrieval system, or transmitted in any form, by any means (electronic, mechanical, 

photocopying, recording, or otherwise), or for any purpose without the express written permission of SimCorp A/S. SimCorp, the SimCorp logo, SimCorp ®, and SimCorp Services are either registered trademarks or trademarks of SimCorp A/S in Denmark and/or 

other countries. Refer to www.simcorp.com/trademarks for a full list of SimCorp A/S trademarks. Other trademarks referred to in this document are the property of their respective owners.


