
From Spreadsheets to A 
Pricing Tool With
AI-Driven Suggestions
HOW AN AEROSPACE MANUFACTURING COMPANY IMPROVED ITS 

QUOTE PROCESS 



The Challenge
Quote performance needs be monitored 
closely to ensure that pricing is competitive 
while margins are still healthy. Integrating 
order data was a must, and collecting 
information from existing spreadsheets was 
not going to serve that goal.

Spreadsheets were difficult to maintain and  
standardize across users while the pricing 
strategy had to be updated regularly by the 
corporation.

The company had several sites, each with 
customized costing to their specification and 
that further complicated the process. 

Overview
A leading aerospace manufacturing company was using spreadsheets to configure and quote 
prices for its customers, often for services in the hundreds of thousand dollars. They had resorted 
to spreadsheets because their existing quoting tool did not offer the flexibility they need. The Sales 
team needed a way to produce quotes quickly while it being accurate at the same time.  Quoting 
in spreadsheet was fast but the client realized that there were many caveats that they wanted to 
address.

The client was not able to quantify the bids 
were winning as data was not getting collected 
in a systematic way which stood in their goals 
for market data driven pricing.

Furthermore, estimators needed to be 
experienced to create accurate winning 
estimates (lots of room for error) when less 
experienced estimators can easily cause lost 
profits with over or under bids. 

The client was concerned that spreadsheets 
would be leaked to competition along with all 
their logic for costing items. The customer had 
to make a change.

Original quoting worksheet using a spreadsheet application.



Solution
Using a Quoting solution template, we started a configurable (process-based) estimator that has  
the building blocks we needed for the solution. The solution template allowed for any number of 
steps to be configured, each with its own formulas and detailed options. We further customized 
this functionality to handle different pricings per site which was specific to this company.

Our data engineer worked on getting order data from ERP to feed back into the pricing tool and 
train it’s model with win-rate information by customer and part-number. The AI model suggested 
pricing markup based on variety of factors based on won bids (customer, part processes, and 
past performance) 

The system was designed to handle multiple sites with different products and processes. Each 
site had its process of estimating, standardized across all sites but customized for each individual 
facility. This project delivery and success relied on pre-built components in Capella’s platform 
and the combined experience in manufacturing, data engineering, and app dev.

The pricing methodology deployed allowed consistency across their sites and required 
reporting provided the information needed to fine tune process and reduces manual 
intervention.

The easy to use shopping cart UX allowed quick adoption and the tool was quickly being used 
across the board. 

Outcome

>90 %
Reduced Estimate 

Errors 

“Within four months, we were running on a system that replaced the complex 
spreadsheet, was configurable, and enforced a process. Now we produce 1000 – 2000 
quotes per week across all facilities and can track win rate and profitability.”

6x
Faster to Rollout Changes 

in  Pricing Strategy 

>23 %
Increased Win Rate 

of Quoted Parts


