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Abstract: The application of ML in Salesforce Configure, Price, Quote (CPQ) systems brings
value to improve the efficiency of sales. Nevertheless, this integration experiences several
issues. One problem is data management, which has always been an issue for ML, as such
systems need large amounts of clean data to generate reliable predictions and use them for
automation. Quite often, Salesforce CPQ working with dynamic price, multiple
configurations, and real-time quoting addresses different data sources that are hardly
consistent. Another issue is the adaptation of specific ML techniques to the requirements of
the specific CPQ processes depending on the utilized data and the related development skills,
as well as the high computational processing power. Furthermore, real-time performance
for quote generation while processing machine learning models may complicate the
efficiency of its sales. Some of the solutions to such challenges are the use of strong data
integration techniques that enhance data on different platforms to ensure quality data is
produced. It is also beneficial for organizations relying on Salesforce CPQ optimization to
leverage custom KPIs and tailor machine learning models to improve precision in forecasts
and better configure proposals. To complement MLOps performance, it is recommended to
implement basic MLOps frameworks alongside cloud-processing power to cut through the
latency hurdle as the solution adapts to scale. In addition, considering the integration of the
ML models with existing automated Salesforce, one can develop predictive analytics for
faster, less time-consuming quotes, lesser human input and fewer mistakes. By using these
solutions within Salesforce CPQ driven by machine learning, organisations can unlock the
ability to progress through cycles at a faster rate, contain accuracy in software configuration,
and optimise operational processes.

Keywords: Machine Learning, Salesforce CPQ, Sales Efficiency, Data Integration,
Predictive Analytics.
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1. INTRODUCTION

As much as sales efficiency projects grow more complex and with enterprise application
development projects in particular, more effective tools and methods are called for.
Organization often use platforms like Salesforce Configure, Price, Quote (CPQ) to enhance the
configuration and quoting of its various products and services. Nevertheless, due to the high
degree of manual processes within the CPQ system, these processes may become time-
consuming, error-prone, and result in delays within sales cycles. As more businesses implement
ML technologies into their sales operations, opportunities are available to optimize the
Salesforce CPQ process through the addition of intelligent calculations that enable decision
making, streamlines processes, and increases the accuracy of quoting and configuration.

Application of the machine learning approach in Salesforce CPQ boosts the efficiency of sales.
However, using it with the CPQ systems has some challenges such as how to handle complexity
of the data, the issue of time and how to develop customized models for business use. When
these challenges are managed effectively employing such solutions, organisations can
maximize on the benefits of salesforce CPQ and machine learning in terms of development
cycles and operational issues.

1.1 The Role of Machine Learning in Salesforce CPQ

In this section, we discuss how machine learning is brought into Salesforce CPQ by supporting
and highlighting each of the following aspects: Since the data flow is historical, the ML models
can forecast customer demands, prices, and product combinations faster than any manual
calculations. In addition, the application of machine learning increases the rate of efficiency
because it detects features that may not be apparent to an operator thereby reducing mistakes
and increasing the rate of right decision making. The integration of ML in CPQ systems also
allows the flexible use of dynamic pricing methodology whereby prices are quickly adapted
based on internal and external intelligence such as the marketplace and customer usage
patterns. It goes a long way in making companies react to market situations while at the same
time increasing their revenues. Also, machine learning can automatically tailor sophisticated
sales products by checking all dependencies and compliance with a customer’s requirements
without the constant input of people. Despite these benefits, incorporating machine learning in
Salesforce CPQ is not a smooth affair as shown below. The sub sections of the chapters that
follows will examine the main challenges that arise during this process and the remedies
available for it. In figure 1 below some tips are given to demonstrate how the successful CPQ
implementation could be achieved.
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Figure 1: Implementation of CPQ

1.2 Challenges of Data Integration and Management

A major issue that arises for organizations when adopting machine learning specifically in the
context of Salesforce CPQ is data and data integration. Most of the data in Salesforce CPQ
systems would be in an unstructured, siloed, or inconsistent nature limiting the chances of
formatting a complete dataset for machine learning algorithms. Inability to combine data leads
to inadequate prediction and consequently basic overall performance of the CPQ system.

In addition, CPQ systems deal with a high volume of transactional data, which may become a
challenge to process using the standard information processing channels. Machine learning
models work best when the flow of data feeding them is perfect and clean, but this is not always
possible especially when it results in inefficient configurations and poor pricing and quoting
schemes. To solve these problems, an organization must ensure that it implements quality data
integration tools that parse data for format, structure, and content coherency. It is recommended
to work with data pipelines and use data governance tools in practice for receiving better data
and achieving better outcomes from machine learning models.

1.3 Customizing Machine Learning Algorithms for CPQ

The other challenge is the extent of development of each individual algorithm which has to be
developed to suit the Salesforce CPQ. CPQ systems include configuration and price quote
processes which are intricate and dynamically changing and therefore need to use machine
learning for subsequent changes. Thus, such methods cannot be realized with standard off-the-
shelf ML models, and consequently, specialized algorithms need to be created. In optimizing
for CPQ, the chosen algorithms are matched to the business type, calibrated, and fine-tuned
from experiences with the system. This is an article of expert knowledge in both Machine
Learning and the functionality of Salesforce CPQ and as a result time-consuming. As a solution
to this problem, senior business executives need to collaborate with data scientists and machine
learning noble who have knowledge and experience on both ends of CPQ. These experts can
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then develop bespoke ML algorithms that are far more accurate and efficient in the CPQ
process. Close cooperation between technical teams and business-oriented stakeholders is
necessary to ensure that the specified models correspond to the topical objectives and directions
of the organization.

1.4 Addressing Performance and Latency Issues

The introduction of machine learning into Salesforce CPQ can lead to additional performance
degradation, in spite of the fact that this application can use multiple large datasets and
sophisticated algorithms in real-time. Many CPQ systems need to provide responses in real-
time to deliver quotes customer configurations Consequently, the application of machine
learning algorithms on the background can delay the process as well as bring customer
dissatisfaction. Solving these performance concerns is much about model and infrastructure
tuning of machine learning models. Client-server and cluster computations can overcome
performance problems by providing the necessary computational means for massive data
processing and real-time predictions. Moreover, the utilization of MLOps help in solving one
of the problems typically faced in CPQ applications, namely in the deployment of machine
learning models. Such approaches in MLOps make certain that models are maintained in
efficiency, constantly checked and modified where necessary in a way that avoids latency and
enhances the functional integration of CPQ system. Figure 2 shows some challenges related to
CPQ.
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Figure 2: Challenges in CPQ

1.5 Leveraging Predictive Analytics for Quoting and Configuration

One of the primary uses of machine learning is persuasive in Salesforce CPQ, which is the
predictive analytics application that helps organizations make more informed decisions in order
to enhance the quoting and configuration processes. Using the data of prior sales and
customers’ actions, the predictive models can provide fairly accurate quotes and suggest the
proper configurations for sales products and save a lot of time in calculations.
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Recommendations can also be used for such things like the discovery of potential problems
that may arise during the configuration process, like attaching incompatible components or
when the prices differ. It makes businesses in this sector position themselves to provide more
accurate and reliable quotes to their customers while simultaneously minimizing the occurrence
of expensive mishaps. For organizations to get the most of predictive analytics in CPQ systems,
they must put in place quality data and good machine learning models. One has also to maintain
that there is an integral need of feeding the existing prediction models with more data as well
as feedback from the system frequently. However, it should also be noted that, when other
functions of the Salesforce platform are included, predictive analytics can be integrated with
other automation tools to improve the effectiveness of the CPQ cycle.

2. REVIEW OF WORKS

Following are the key reasons why Salesforce Configure, Price, Quote (CPQ) systems have
become vital tools for companies for configuring, pricing, and quoting of complex products
and services. This integration provides the opportunity to make processes even more efficient
by creating an integration of ML into the CPQ platforms to reduce errors and offer predictions.
However, for analysis of the issues and possibilities in connection with the application of ML
in CPQ systems, the current literature about the technologies used in CPQ systems, their
development over time and their connections with advanced technologies like ML need to be
reviewed. The literature review in this paper outlines issues such as the structure and function
of sales configurators, applications of configuration in business processes, development of
configuration technologies, customization and optimization in CPQ systems and applications
of forecast analysis for sales enhancement.

2.1 Anatomy of Sales Configurators

Sales configurators are the core of the CPQ systems because they enable automation of product
configuration. A real life investigation done by Abbasi et al. (2013) reviewed 111 cases and
provided some understanding about the effects or configurators in different industries with a
view of enhancing the option of configurators in manufacturing and marketing of complicated
products. This study also emphasised the relevance of configurators for minimizing the manual
inputs and maximizing the order precision at selective product customization stages.

Apart from helping in sales configuration, sales configurators also contribute to customer
satisfaction. Bowen, 1986 stated that through the use of automated configuration systems based
on functional reasoning paradigm, human error is minimized while operation is enhanced. This
goes to prove the necessity of configurators where there is a number of interacting systems of
a certain product.

2.2 Product Configuration in Business Processes

Product configuration was earlier an important element of business activities especially in
sectors where product modification is required by consumers. Asikainen, Soininen, and
Ménnist6 (2002) considered the application of configuration ontologies as regards to definition
of sales product architecture, how this approach helps businesses to improve the flexibility and
scalability of their configurations. This is because when the business organizes its product
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configurations, depending on its model, manufacture processes and order fulfillment will be
faster. Heiskala, Tiihonen and Soininen (2005) articulate a conceptual model for configurable
services which asserts that most business services are modular and customizable. This
particular model establishes the fact that maximized operational efficiency of a CPQ system
has the potential of extending business adaptability in the market and customer tastes and
preferences. Development models such as the one developed by Ferstl and Sinz attempts to
incorporate multiple layers of development for business processes, where configuration
technologies can be applied to enhance distributed business application systems. These models
ensure that numbers do not get replicated inaccurately in several places and make it easier for
a business that operates in several areas to ensure that its configurations are very standard to
avoid instance an expensive mistake when delivering a product to a client.

2.3 Evolution of Configuration Technologies

Configuration technologies have evolved from viable, rule-governed schemes to sophisticated,
Al configurations. In more detail, Hotz et al. (2014) discussed the history of configuration
technologies, having noted the growing importance of artificial intelligence and machine
learning for the modern configuration technologies. While historic configuration systems
largely relied on scripted business rules and decision logic to configure FUs, current solutions
build on ML algorithms to predict further customer preferences and to configure FUs according
to dynamic rules. Franke’s & 98 discussed configuration through carrying out a comparative
analysis of conceptions between the academic principles and actual applications adopted in
business solutions. In the past, a large gap was noticed between various businesses, but
gradually, due to advancement in the configuration technologies used they are aligning more
to the actual business needs. CPQ systems are the next level of this evolution as they have
incorporated machine learning into their operational process. Hadzic et al. (2004) have added
one more advancement with the incorporation of fast backtrack-free product configuration.
These precompiled solution space representations, coupled with machine learning are the
biggest enablers that allow CPQ systems to adapt to new data inputs and deliver accurate,
efficient configurations.

2.4 Customization and Performance Optimization in CPQ Systems

Configuration or customizations are paramount to every CPQ system since no two businesses
are alike when it comes to product configuration and price matrices. Capabilities of CPQ
systems have been elaborated by Gill and Mathur (2019), and they underline the importance of
tailoring solutions to the needs of organizations. Out-of-box implementations may not suit the
organization’s demands in some cases and therefore the need to configure and optimize the
CPQ platforms. Helo also noted in his work done in 2006 that the use of Design Structure
Matrices in managing configuration process in development of products make the
configuration process easy because it simplifies the product into real manageable parts. This
method can be also improved with machine learning, which can automate the analysis and
restructuring of the product configurations in order to achieve better system efficiency. They
also added that performance optimization stays the biggest issue affecting CPQ systems. The
challenge consequently arises as to how accurate ML algorithms must be while also taking into
consideration the performance of the system that is implementing them into CPQ. According
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to Tiithonen et al (2006), efforts to configure contract based services suggest that there is a fine
balance in selecting system performance given specific configuration complexities. It can also
enhance performance by creating efficient methods of performing apparently simple tasks
simultaneously, without delay or need for extension.

2.5 Predictive Analytics and CPQ Efficiency

Real time configuration using predictive analytics is an area where machine learning can be
applied on CPQ systems and forecast customer need. Ostrow (2014) was able to capture how
predictive capabilities means faster and better sales deals which will improve customer
satisfaction and business results. When existing data is available, then the predictive models
can be used to analyze customer behavior, market, and pricing environment to help quote and
configure in a more efficient manner. Kling (2019) talked about the implementation of artificial
intelligence into CPQ systems such as SAP CPQ, and artificial intelligence provides the best
outcomes by processing big data and determining the most suitable choices and rates. These
systems work on the basis of analysis of previous data to forecast future trends, allowing
organizations to better competitor outlook and gain the ability to meet clients’ expectations.

3. METHODOLOGY

Using a qualitative and analytical research method, this study analyzes the application of ML
in Salesforce CPQ systems with emphasis on the prolems encountered and possible solutions
in as far as sales efficiency is concerned. The conclusion is based within the review of the
literature and previous research, including qualitative and quantitative analyses of case studies
supplemented by industry expert opinions. Through a review of the literature and exploring
best and worst practices and real-life case studies across industries, such factors influencing
the effectiveness of ML-enhanced CPQ systems are determined. First, identification of
available knowledge about the current state of Salesforce CPQ and ML integration was done
by using the method of analysis of academic and industry literature. Information sources were
chosen appropriate to the topic of study and comprise peer-reviewed articles, white papers, and
industry reports. According to the literature the articles were classified under specific themes
as the following system configuration sales, machine learning in sales processes, and efficiency
improvement. Such taxonomy facilitated the definition of emergent trends and knowledge gaps
to be filled in the future. The qualitative synthesis of these sources serves as the basis for the
examination of the challenges, as well as possible solutions. Subsequently, published cases
across industries were mapped to evaluate the applicability of machine learning in CPQ
systems. These cases were selected on the basis of the CPQ use cases and the summarized
experiences indicating the positive impact of using ML for improving the sales efficiency.
Thus, through analyzing these extant cases, the study makes cross-sectoral comparisons to
show where ideas, approaches and practices are transferable. Particular care was taken for such
cases which described the measures of integration and also drawbacks on both sides. Last but
not least, the research relied on primary data through interviews with experts and consultation
from people who have implemented Salesforce CPQ. These professionals: software engineers,
sales strategists, business analysts described firsthand the challenges in incorporating machine
learning. They also proved useful in underpinning the literature and the case studies providing
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a more practical view on the subject. Due to the author’s academic background together with
industry experience, the intricacies associated with the implementation of machine learning in
Salesforce CPQ systems are well established.

4. RESULTS AND DISCUSSION

By at the-mentioned qualitative and analytical research study technique the research findings
have identified the following key facets of integrating ML in SALESFORCE CPQ systems.
The results are reported under five main headings, all of which revolve round outcomes
highlighted during the course of the literature review, case analysis and interviews with
consultants.

4.1 Increased Efficiency in Quote Generation

Introduction of machine learning into spot for salesforce CPQ has been proven to enhance the
quote generation speed while at the same time enhance the accuracy of the quotes generated.
A survey conducted through case studies reviewed in this paperwork revealed that those
organizations putting in machine learning algorithms witnessed less manual mistakes and time
taken when setting complicated products and pricing architectures. The automated learning
models of Aetna allowed the dynamic pricing given the historical data and the customer
patterns to adjust to the ways the customers would respond favourably to more flexible
solutions that are been designed to help them. Furthermore, sales experts confirmed that the
machine learning algorithms help to estimate the probable configuration out of unsuccessful
options that had been used in earlier successful sales, thus, boosting the rate of the entire quote
creation process. This also provided sales teams with enough time to engage on more critically
important tasks which in turn enhanced operation productivity.

4.2 Improved Accuracy in Sales Forecasting

Perhaps, the key advantage discussed in the literature is the improvement of the sales
forecasting accuracy achieved thanks to machine learning integrated into Salesforce CPQ.
Compared to the conventional approaches, machine learning can predict the sales prospects
based on the huge volume of input data accurately. This capability assist managing companies
to forecast market changes and adapt against them in advance. There are several case studies
where organizations identified some level of increased precision in sales forecasting it has
helped them to allocate their resources and control inventories. Compared with other forms of
models, machine learning models tend to be highly adaptive to the new inputs or data that flows
in as market conditions or even customer behavior fluctuates, which makes them highly
valuable in the predictive sense.

4.3 Enhanced Product Customization

The other significant consequence of adding machine learning in Salesforce CPQ is a range of
product customization. Using machine learning will afford the possibility to predict the best
configuration based on customers’ preferences, previous orders, and information regarding the
market. This optimizes customer satisfaction because the use of customization comes with able
to address particular needs of the customer. For instance, a firm employing Salesforce CPQ
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with machine learning was able to reduce customer churn because the customers wanted the
accurate configurations leading to more satisfactory quotes. Real-time processing capabilities
of various parameters meant that the sales teams could offer astonishingly targeted solutions
while not bogging down company’s internal capacity.

4.4 Overcoming Data Integration Challenges

The most compelling issue, which arose in the process of developing and implementing
machine learning for use in Salesforce CPQ, was the issue of data integration. Some of the
commentators suggested that synchronizing disconnected data sources including CRM
systems, ERP systems, and sales databases are deeply relevant for enabling the consistency of
machine learning models. The use of machine learning may only give accurate prediction and
automate other assignments if integrated data is used. From the study it was clear that
companies that implemented reliable data integration solutions stand to benefit from machine
learning to the full. They stated that such companies had what they called fewer incidences of
data inconsistency problems and more precise predictive accuracy. But at the same time, the
lack of data integration at the beginning of a project was shown to often result in wrong outputs,
and system slowness, which defeated the purpose of using machine learning.

4.5 Scalability and Adaptability of Machine Learning Models

Last first, two factors were observed to be of significance in the successful integration of
machine learning models to Salesforce CPQ); flexibility and expansiveness. Another advantage
observed in the organizations that embraced the machine learning technology was that they
could expand their operations with improved efficiency because the learning algorithms could
manage far larger amounts of data and also more complex configurations without
demonstrative decline in speeds. This characteristic also turned out to be beneficial when it
came to changing business objectives and objectives since one could easily retrain the machine
learning models of their choice. On this, several companies pointed out that machine learning
models could be updated each time to cope with change new products and services, new prizing
strategies, and dynamic market environment. This meant that businesses could stay abreast to
fast evolving markets since CPQ could be fine-tuned in periods of high variability. This set of
results indicates that incorporation of the machine learning into Salesforce CPQ system is a
transformative occasion, although the issues like data integration and model scalability must
be solved to pursue the maximum benefits.

5. DISCUSSION

The results of this study support literature pointing toward the great opportunities of machine
learning in increasing the effectiveness of Salesforce CPQ systems. Following scholars Abbasi
et al. (2013) state configuration tools hold a significant role in enhancing mechanical sales that
aligns with the findings highlighted in the efficiency of generating quote. Likewise, Gill, and
Mathur (2019) provide a similar view about the effect of CPQ capabilities on sales performance
in terms of the enhanced accuracy of sales forecasts as well as product personalization or
customization. In addition, Franke (1998) states that there are several issues with data
integration; however, there is still expert information that could themselves about the need for
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proper synchronization of different data sources for best machine learning performance. In
conclusion, this research rest resolves into the affirmation of the fact that machine learning has
the potential to do the same for CPQ systems, but getting it there entails considering certain
implementation factors for the best results, as pointed out by Ostrow (2014).

6. CONCLUSION

The use of machine learning in organizations’ Salesforce CPQ systems is one of the best
chances for improving sales and increasing organizational efficiency. This research reveals that
machine learning can improve quote generation efficiency, accuracy of sales forecasting and
increased ability to customize products to better meet customer needs and improve customer
loyalty. However, successful implementation is dependent upon the ability to address critical
success issues, especially data acquisition. The practical application of common machine
learning models requires meaningful integration and synchronization of the available data
sources at the company. Thus, in spite of the great opportunities for companies provided by the
implementation of machine learning in connection with Salesforce CPQ, this process should
be carried out methodically due to the number of problems associated with the regulation of
data and the scalability of the models. To fully harness the potential of this technology; there
is need for enhanced data integration system and further development of the learning
algorithms. This will not only increase the flow of operations but will also create a more
flexible sales environment that suits the need and changes in markets and hence improve the
competition in any organization.

7. REFERENCES

1.  Abbasi, E. K., Hubaux, A., Acher, M., Boucher, Q., & Heymans, P. (2013). The anatomy
of a sales configurator: An empirical study of 111 cases. In C. Salinesi, M. C. Norrie, &
O. Pastor (Eds.), Advanced Information Systems Engineering. CAISE 2013. Lecture
Notes in Computer Science (Vol. 7908, pp. 162-177). Springer. https://doi.org/10.1007
/978-3-642-38709-8_11

2. Asikainen, T., Soininen, T., & Mannistd, T. (2002). Representing software product
architectures using a configuration ontology. In Proceedings of the 4th International
Configuration Workshop (Associated with the 15th European Conference on Atrtificial
Intelligence) (pp. 113-118).

3. Baltes, G. H., Gard, J.,, & Mogck, A. (2011). Vertriebskonfiguratoren erfolgreich
implementieren — Steigerung der Vertriebseffizienz durch den Einsatz von Produktk
onfiguratoren. Horizonte, 37, 38-41.

4.  Bowen, J. (1986). Automated configuration using a functional reasoning approach. In A.
G. Cohn & J. R. Thomas (Eds.), Artificial Intelligence and Its Applications (pp. 368—
375). John Wiley & Sons.

5. Bruno, J. (2017). The Forrester wave: Configure-price-quote solutions, Q1 2017.
Forrester Research.

6. Ferstl, 0. K., &Sinz, E. J. (1996). Multi-layered development of business process models
and distributed business application systems — An object-oriented approach. In W. Kénig,

Copyright The Author(s) 2024.This is an Open Access Article distributed under the CC BY
license. (http://creativecommons.org/licenses/by/4.0/) 22



http://journal.hmjournals.com/index.php/IJRISE
http://journal.hmjournals.com/index.php/IJRISE
https://doi.org/10.55529/ijrise.46.13.24
http://creativecommons.org/licenses/by/4.0/
https://doi.org/10.10

International Journal of Research in Science & Engineering

ISSN: 2394-8299 !

Vol: 04, No. 06, Oct-Nov 2024 URISE
http://journal.nmjournals.com/index.php/IJRISE '

DOI: https://doi.org/10.55529/ijrise.46.13.24

10.

11.

12.

13.

14.

15.

16.

17.

18.
19.
20.
21.
22.

23.

K. Kurbel, P. Mertens, & D. Pressmar (Eds.), Distributed Information Systems in
Business (pp. 159-179). Springer.

Franke, D. W. (1998). Configuration research and commercial solutions. Artificial
Intelligence for Engineering, Design Analysis and Manufacturing, 12(4), 295-300.

Gill, J., & Mathur, G. (2019). Configure, price, and quote (CPQ) capabilities. Deloitte
Consulting.

Grey, J. (2011). The development of a hybrid agile project management methodology.
Doctoral Thesis, Faculty of Computer Science, North-West University, South Africa.
Hadzic, T., Subbarayan, S., Jensen, R., Andersen, H., Mgller, J., & Hulgaard, H. (2004).
Fast backtrack-free product configuration using a precompiled solution space
representation. In Proceedings of the International Conference on Economic, Technical
and Organisational Aspects of Product Configuration Systems (pp. 131-138).

Heiskala, M., Tiihonen, J., & Soininen, T. (2005). A conceptual model for configurable
services. In IJCAI Workshop on Configuration (pp. 19-24).

Helo, P. (2006). Product configuration analysis with design structure matrix. Industrial
Management & Data Systems, 106(7), 997-1011.

Hotz, L., Felfernig, A., Glinter, A., & Tiihonen, J. (2014). A short history of configuration
technologies. In Knowledge-Based Configuration — From Research to Business Cases
(pp. 9-19). Morgan Kaufmann Publishers.

Hvam, L., Pape, S., & Nielsen, M. K. (2006). Improving the quotation process with
product configuration. Computers in Industry, 57(5), 607-621.

Kling, J. (2019). Intelligence matters: Al powers SAP CPQ for optimal results. SAP
News Center.

Klock, C., & Lewis, M. (2019). Magic quadrant for configure, price and quote application
suites. Gartner Research.

Kramer, B. M. (1991). Knowledge-based configuration of computer systems using
hierarchical partial choice. In Proceedings of the 3rd International Conference on Tools
for Artificial Intelligence (pp. 368-375).

Krebs, T. (2006). Evolution of configuration models — A focus on correctness. In
Proceedings of the ECAI Configuration Workshop (pp. 31-37).

Ostrow, P. (2014). Configure/price/quote: Better, faster sales deals enabled. Aberdeen
Group.

Schwaber, K., & Sutherland, J. (2017). The scrum guide — The definitive guide to scrum:
The rules of the game. Scrum Guides.

Scott, T. (2018). CPQ software: Top 6 solutions and a case study. TechnologyAdvice.
Sorri, K., Kumpulainen, M., Seppanen, M., Dunne, M., & Huittinen, K. (2017). Prospects
of CPQ: Evolving toward industry platforms. In Proceedings of the 9th International
Workshop on Software Ecosystems (pp. 3-15).

Reddy, Premkumar, Yemi Adetuwo, and Anil Kumar Jakkani. "Implementation of
Machine Learning Techniques for Cloud Security in Detection of DDOS
Attacks." International Journal of Computer Engineering and Technology (IJCET) 15.2
(2024).

Copyright The Author(s) 2024.This is an Open Access Article distributed under the CC BY
license. (http://creativecommons.org/licenses/by/4.0/) 23



http://journal.hmjournals.com/index.php/IJRISE
http://journal.hmjournals.com/index.php/IJRISE
https://doi.org/10.55529/ijrise.46.13.24
http://creativecommons.org/licenses/by/4.0/

International Journal of Research in Science & Engineering P
ISSN: 2394-8299 {f ™
Vol: 04, No. 06, Oct-Nov 2024 \ MRISE |
http://journal.nmjournals.com/index.php/IJRISE i

DOI: https://doi.org/10.55529/ijrise.46.13.24

24,

25.

26.
217.

28.

29.

30.
31.

Tiihonen, J., Heiskala, M., Paloheimo, K.-S., Anderson, A. (2006). Configuration of
contract-based services. In Proceedings of the ECAI Configuration Workshop (pp. 25—
30).

Agbonyin, Adeola, Premkumar Reddy, and Anil Kumar Jakkani. "UTILIZING
INTERNET OF THINGS (IOT), ARTIFICIAL INTELLIGENCE, AND VEHICLE
TELEMATICS FOR SUSTAINABLE GROWTH IN SMALL, AND MEDIUM FIRMS
(SMES)." (2024).

TSI. (2019). the official CPQ page: Configure.price.quote. TSI Intranet Web Page.
Jakkani, Anil Kumar, Premkumar Reddy, and Jayesh Jhurani. "Design of a Novel Deep
Learning Methodology for IOT Botnet based Attack Detection.” International Journal on
Recent and Innovation Trends in Computing and Communication Design 11 (2023):
4922-4927.

Wang, Y.-M., & Wang, Y.-C. (2016). Determinants of firms’ knowledge management
system implementation: An empirical study. Computers in Human Behavior, 64, 829—
842.

Biden, Joseph R. "Executive order on the safe, secure, and trustworthy development and
use of artificial intelligence." (2023).

Yin, R. K. (2013). Case study research — Design and methods (5th ed.). Sage Publications.
Zanker, M., & Tiihonen, J. (2008). Configuration and recommender systems: Two
converging research fields. IEEE Intelligent Informatics Bulletin, 9(1), 3-4.

Copyright The Author(s) 2024.This is an Open Access Article distributed under the CC BY
license. (http://creativecommons.org/licenses/by/4.0/) 24



http://journal.hmjournals.com/index.php/IJRISE
http://journal.hmjournals.com/index.php/IJRISE
https://doi.org/10.55529/ijrise.46.13.24
http://creativecommons.org/licenses/by/4.0/

