
 

 

Project Profile 

From 60+ Min to a Few Clicks: Streamlining Proposal Management 
Salesforce + Conga Composer Solution 

 

Overview 

A mid-sized B2B services firm relied on a manual, error-prone proposal process. Sales reps spent 60+ 
minutes hunting for templates, assembling proposals, and routing them for approval. Errors, 
inconsistencies, and missed opportunities were common. 

The firm implemented Salesforce integrated with Conga Composer to automate proposal generation, 
enforce an internal approval process, and standardize templates, pricing, and products. Proposal creation 
went from 60 minutes of manual work to just a few clicks, while improving accuracy, compliance, 
and visibility across the sales cycle. 

 

Challenges 

• Manual proposal assembly was slow, inconsistent, and prone to errors (e.g., wrong client name or 
pricing). 

• Different teams used varying templates and formats, reducing professionalism and brand 
consistency. 

• No structured approval workflow existed, creating risk for pricing, discounts, and compliance. 

• Managers had limited visibility into pending proposals, stale opportunities, or approval bottlenecks. 

 

 

  



 

Solution 

Salesforce + Conga Composer created a centralized, automated proposal management ecosystem: 

Templates & Document Generation 

• Built standardized, branded proposal templates for each service line and client type. 

• Conga Composer automatically populated client, opportunity, and pricing information, reducing 
errors and ensuring accuracy across proposals. 

• Proposal creation went from 30+ minutes of manual work to just 3 clicks. 

 

Proposal Approval Process 

• Implemented a structured internal approval workflow with thresholds based on proposal dollar 
value. Approval gates prevented sending proposals without completing required internal reviews. 

• Automated routing ensured appropriate leadership reviewed proposals based on deal size or 
discount level. 



 

 

Pricing & Product Standardization 

• Configured custom price books and products in Salesforce to enforce consistent pricing and 
support future pricing analysis. 

• Templates now pull standardized pricing and product data, ensuring proposals are accurate and 
consistent. 

• The system allowed flexibility to handle clients with unique pricing or proposal requirements. 

Automation & Notifications 

• Automated email alerts notify managers when opportunities 
are stale or inactive for 2+ weeks, prompting proactive follow-
up. 

• Assignment and approval flows track proposal status in real 
time, reducing bottlenecks and improving sales velocity. 

Dashboards & Reporting 

• Real-time dashboards provide visibility into pending 
approvals, proposal status, and opportunity health. 

• Managers can identify stalled proposals, pipeline gaps, or 
workflow bottlenecks immediately. 

 

 



 

Outcomes 

• Proposal creation reduced from 60+ minutes to just 3 clicks, saving significant time for 
sales reps! 

• Errors and inconsistencies eliminated through automation and standardized templates. 

• Internal approval process enforced compliance and proper governance across proposals. 

• Standardized pricing and product data improved accuracy, reporting, and operational efficiency. 

• Alerts and dashboards increased visibility and accountability, ensuring proposals are reviewed and 
followed up promptly. 

Lessons Learned 
• Process discipline is critical: Automating proposal generation is only effective when teams follow 

consistent processes and approval workflows. Clear rules and thresholds prevent errors and 
missed approvals. 

• Handle edge cases: Fast-moving proposals for urgent or emergency situations require flexibility in 
the workflow to avoid slowing down critical deals. 

• Standardization with flexibility: Standard templates, products, and pricing improve consistency, 
but flexibility is essential to accommodate clients with unique pricing or proposal requirements. 

• Standalone price books for complex clients: For clients with task-order or multi-year 
engagements, separate price books ensure correct pricing is applied consistently each year, 
avoiding confusion and errors. 

• Adoption and training: Ongoing training and reinforcement are essential to ensure teams use 
templates, workflows, and dashboards correctly, maximizing the value of automation. 

 


