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TheCloudPartner BluePrint Quote-to-Cash

Primary intended audience: Business and IT executives

What is Quote-to-Cash process

The quote-to-cash process covers the end-to-end functions related to sales activity for your organization. Typically, configuring offers for a prospect is listed as the first true step of the QTC process. While there are often some
sales activities that occur along with marketing functions even earlier in the buying funnel-cold calling, prospecting, inbound sales activities, and so forth—the opportunity to deliver a quote is generally seen as the first
measurable, concrete QTC function.

The QTC process then spans all the way until the cash for the sale in question has been collected and allocated, and the data for all points of the process has been analyzed and used to enhance performance. It's important to
distinguish this endpoint from the moment when many people assume the sales process is over: the moment the customer agrees to place an order. Although this action denotes that a sale has closed and revenue can be
recorded, the sales process itself is not complete until the cash has been applied and the entire cycle can be reported and analyzed
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