
A B S T R A C T
In today’s rapidly evolving markets, the effective implementation of pricing software has beco-
me a strategic necessity for organizations striving to maintain their competitive edge and ensure 
sustainable profitability (Gartner, 2023; McKinsey & Company, 2023). This journal offers a detai-
led roadmap for navigating the complexities of pricing software implementation, addressing every 
critical phase—from initial planning and selecting the right implementation partner to achieving 
post-implementation optimization. Drawing on best practices, recent industry data, and insights 
from expert analyses, this guide delves into the real-world challenges faced during implementation 
and offers practical solutions to overcome them.

This journal equips pricing professionals, consultants, and business leaders with the tools they need 
to unlock the full potential of their software investments. Beyond reducing the risk of costly errors, 
the journal highlights how effective implementation can enhance decision-making capabilities, dri-
ve long-term value, and establish a foundation for scalable, data-driven pricing excellence.

T H E  A U T H O R
Vivek Gokhale
Principal Consultant, Pricing Systems Expert
CONET ISB GMBH

Vivek is a seasoned professional with over 20 years of experience in pricing strategy, 
business intelligence, and product management across global markets. He is passio-

nate about leveraging data and technology to drive business growth and profitability.

Currently, Vivek is a Principal Consultant at CONET ISB GmbH, where he leads the implementation 
of advanced pricing solutions like Pricefx and Syncron, enabling clients to optimize pricing strate-
gies and improve decision-making. Before joining CONET, Vivek worked in several roles at Häfele 
India Pvt. Ltd. before moving to Häfele SE & Co KG as Head of Cross Functions, where he spear-
headed pricing strategies for a portfolio of 150,000 products and implemented Pricefx to improve 
price transparency and margins.

Vivek’s expertise includes designing and implementing pricing systems, harmonizing pricing stra-
tegies, and leading cross-functional teams. His work has been instrumental in helping businesses 
achieve transparency, efficiency, and profitability in complex market environments.

Reach Vivek at vivek.gokhale@conet-isb.de

6TH EDITION - 2025

A  J O U R N E Y  T O W A R D S  P R I C I N G  S O F T W A R E
I M P L E M E N TAT I O N  E XC E L L E N C E
Ke y  S t e p s ,  C h a l l e n g e s ,  a n d  F u t u r e  O u t l o o k



2 |  EPP Pulse - Journal of Pricing & RGM 6TH EDITION - 2025

I N T R O D U C T I O N

P L A N N I N G  F O R  I M P L E M E N TAT I O N  E XC E L L E N C E

In today’s rapidly evolving and globalized markets, effective pricing strategies are critical for orga-
nizations seeking to maintain competitiveness, enhance profitability, and respond to ever-changing 
customer expectations. Pricing software has emerged as a transformative tool that empowers busi-
nesses to achieve pricing precision, enable dynamic adjustments, and make data-driven decisions. 
According to Gartner (2023), organizations that leverage advanced pricing tools report an average 
profit increase of 4-6% within the first year, underscoring its significant potential to boost bottom-li-
ne performance and reassure a company’s investment.

Despite its significant potential, the journey to successful pricing software implementation is com-
plex and multifaceted. A recent report by McKinsey & Company (2023) revealed that while over 60% 

of leading organizations have adopted 
digital pricing strategies, nearly half 
encounter challenges 
in integrating these tools with existing 
systems. These challenges often stem 
from data harmonization issues, stake-
holder misalignment, and insufficient 
expertise in managing implementati-
on complexities. Nevertheless, busi-
nesses that overcome these barriers 
can harness the full power of pricing 
software, driving agility, optimizing 
margins, and aligning prices with 
customer-perceived value.

DEFINING OBJECTIVES: Implementing pricing software requires a strategic approach that aligns with 
the organisation’s core business goals. 

Clear objectives act as the foundation for a successful implementation, providing direction and 
clarity for all stakeholders involved. They ensure alignment among teams and serve as a decisi-
on-making framework throughout the project lifecycle. With well-defined goals, organizations can 
streamline their efforts, allocate resources efficiently, and address priorities effectively, ultimately 
driving the implementation toward measurable success.

Some of the common objectives we encounter during our pricing software implementations are:
•  Operational Efficiency: Streamlining pricing processes and minimising manual effort to enhan-
ce overall efficiency and productivity.

•  Improved Transparency: Increasing visibility into pricing decisions and processes, which fosters 
trust and collaboration within the team.

•  Price Optimisation: Implementing data-driven pricing strategies to refine pricing decisions and 
maximise revenue.

•  Faster Market Reactions: Quickly adjusting pricing strategies in response to market changes 
and competitive pressures.
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•  Revenue Growth: Boosting revenue through optimised pricing strategies and improved sales 
effectiveness.

•  Profit Margin Improvement: Enhancing profitability by reducing costs and optimising pricing 
decisions.

•  Market Share Expansion: Expanding market share by effectively targeting specific customer 
segments and launching new products or services.

•  Customer Satisfaction: Improving customer satisfaction through personalised pricing and 
exceptional customer experiences.

REQUIREMENT DEFINITION: Clearly defining user stories and requirements is a crucial step toward 
planning for successful implementation. Although this task may seem straightforward, our experi-
ence shows that it often requires significant effort and attention. Well-defined user stories and re-
quirements provide the foundation for subsequent steps, such as creating Requests for Quotation 
(RFQs), selecting pricing software, choosing an implementation partner, and identifying the data 
needed to meet the defined objectives.

PRIORITISATION: Not all requirements carry the same weight. Implementing a structured prioriti-
sation process helps focus on critical functionalities that deliver the most value, ensuring efficient 
allocation of resources.

DOCUMENTATION: Keeping detailed and clear documentation throughout the implementation pro-
cess serves as a reference for all team members. This practice facilitates communication and redu-
ces the likelihood of misunderstandings.

STAKEHOLDER ENGAGEMENT: Engaging all relevant stakeholders from the beginning ensures that 
diverse perspectives are considered, resulting in a more comprehensive understanding of require-
ments.

MEASURING SUCCESS: Evaluating the effectiveness of pricing software implementation is essential 
for aligning with organisational goals. This process starts by defining relevant performance metrics 
that directly reflect the organisation’s objectives. For instance, if the aim is to enhance market res-
ponsiveness, the key metrics should focus on the agility and accuracy of price adjustments. On the 
other hand, if the goal is to improve operational efficiency, the metrics should assess time savings 
and productivity enhancements.

Some of the key metrics we recommend are:

Operational Metrics
•  Time to Revise Prices 
•  Price Calculation Transparency
•  User Adoption Rate
•  Error Rate in Pricing
•  System Downtime
•  Integration Efficiency

Financial Metrics
•  Revenue Growth 
•  Profit Margin Improvement
•  Return on Investment (ROI) for Pricing Software
•  Pricing Accuracy
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Customer-Centric Metrics
•  Customer Retention Rate 
•  Customer Satisfaction (CSAT) Scores
•  Transparency Ratings

Performance Metrics
•  Time to Value (TTV)
•  Efficiency Gains
•  Decision Turnaround Time
•  Scalability

Strategic Metrics
•  Market Responsiveness
•  Alignment with Business Goals

S E L E C T I O N  O F  T H E  R I G H T  P R I C I N G  S O F T W A R E

C O N D U C T I N G  A  N E E D S  A S S E S S M E N T

Selecting the right pricing software is essential for aligning technological capabilities with business 
goals and ensuring long-term profitability. The selection process involves conducting a thorough 
needs assessment, diligent market research, and a comprehensive evaluation of potential solutions. 

The first step in choosing pricing software is identifying business requirements through a thorough 
needs assessment. Engaging stakeholders to identify current pricing challenges, desired outco-
mes, and operational goals forms the foundation for creating a structured Request for Proposal 
(RFP) that clearly documents these requirements.
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E VA L U AT I N G  S O F T W A R E  F E AT U R E S  A N D  F U N C T I O N A L I T I E S

K E Y  C O M P E T E N C I E S  T O  E VA L U AT E

T H E  I M P O R TA N C E  O F  C H O O S I N G  T H E  R I G H T  I M P L E M E N TAT I O N 
PA R T N E R

Organisations should prioritise key features that align with their strategic objectives when evalua-
ting pricing software. Essential factors to consider include:

•  Alignment to Requirements
•  Ease of Use
•  Scalability
•  Integration Capabilities
•  Automation
•  Data Analytics and Reporting
•  Real-Time Adjustments
•  Competitor and Market Analysis
•  AI and Machine Learning Capabilities
•  Cost Efficiency
•  Training Programs
•  Security and Compliance
•  Global Reach and Local Expertise

When choosing an implementation partner, businesses should take into account the following es-
sential competencies:

Strategic Alignment and Expertise
•  Alignment with Business Goals
•  Industry Expertise
•  Pricing Subject Matter Experts (SMEs)
•  Proven Track Record
•  Reputation and Stability

The right partner can make or break your implementation process. Their expertise and support are 
invaluable in navigating challenges and ensuring the software meets your specific needs. 

A well-aligned partner not only ensures seamless software integration with existing processes and 
organizational objectives but also provides industry expertise, best practices, and lessons learned 
to guide the deployment process. Acting as a strategic advisor beyond implementation, they foster 
a collaborative relationship that delivers sustained value while enabling the organization to scale 
and adapt to evolving business needs.
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Technical Capabilities
•  Technical Proficiency
•  Integration Capabilities
•  Customisation Flexibility
•  Scalability
•  Innovative Solutions

Operational Support
•  Customer Support
•  Support and Maintenance
•  Change Management Expertise

Compliance and Security
Global Reach and Local Expertise
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I M P L E M E N TAT I O N  P R O C E S S
Implementing pricing software is a complex process that requires careful planning, collaboration, 
and execution to achieve a successful deployment. Below is a structured overview of the implemen-
tation process that organisations can follow to achieve a successful outcome.

Effective planning and assembling a skilled project team are essential for suc-
cessful implementation.
•  Define Objectives and Deliverables
•  Stakeholder Involvement
•  Assign Responsibilities: Create a cross-functional team with clearly defined roles:

•  Project Managers
•  IT Specialists
•  End Users

•  Apply a Project Methodology

Data availability and quality are crucial for successful implementation. Most de-
lays arise from issues in this phase.
•  Data Availability
•  Data Cleaning
•  Mapping and Testing

Prioritising data availability and quality helps minimise disruptions and establis-
hes a reliable foundation for the pricing software.

Effectively managing operational changes during implementation is essential for 
ensuring a smooth adoption process and minimising resistance.
•  Communicate Changes 
•  Adapt Processes 
•  Engage Stakeholders

PLANNING AND 
PROJECT TEAM 
MANAGEMENT

DATA  
INTEGRATION 

AND MIGRATION

CHANGE 
MANAGEMENT
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User Acceptance Testing ensures the system meets operational requirements 
and meets user expectations.
•  Training During UAT
•  Feedback Integration
•  Final Validation

USER 
ACCEPTANCE 

TESTING (UAT)

C H A L L E N G E S  D U R I N G  I M P L E M E N TAT I O N

O V E R C O M I N G  C H A L L E N G E S

F U T U R E  O U T L O O K  F O R  S O F T W A R E  I M P L E M E N TAT I O N

Several challenges may arise during the implementation process. Some of the common challenges 
that occur are:

•  Data Availability Issues
•  Unclear Requirements
•  Resistance to Change
•  Integration Complexities
•  Inadequate Testing
•  Resource Constraints

Implementation challenges can hinder progress, but taking proactive measures can help reduce 
these risks.

•  Ensure Data Readiness
•  Define Clear Requirements
•  Implement Structured Change Management
•  Adopt a Phased Implementation Strategy
•  Secure Executive Sponsorship

Software implementation is continuously evolving, influenced by new technologies and innovative 
methodologies. Significant trends are anticipated to shape the future of implementation practices.

•  AI-Driven Implementation Processes: Artificial Intelligence (AI) is transforming software implemen-
tation by automating tasks such as code generation, testing, and deployment. AI-driven tools 
like Retrieval-Augmented Generation (RAG) simplify intricate processes, enhancing efficiency 
and accuracy (8allocate, 2023).

•  Low-Code and No-Code Platforms: Low-code and no-code platforms lower the technical barriers to 
software development. These platforms allow users with little programming experience to cre-
ate and implement software solutions, speeding up time-to-market and encouraging innovati-
on (ClickUp, 2023).

•  Cloud-Native Implementations: Cloud-native architectures enable businesses to utilise the scalabi-
lity and flexibility offered by cloud environments. This approach facilitates continuous integrati-
on and delivery, improving resilience and adaptability during implementation (McKinsey, 2023).
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•  DevSecOps Integration: Integrating security practices into the DevOps pipeline, called DevSecOps, 
ensures security is embedded throughout the implementation process. This approach proac-
tively addresses vulnerabilities, leading to more secure and reliable software deployments.

•  Microservices and Containerisation: The use of microservices architectures and containerisation 
promotes modular development and deployment. These approaches allow for independent 
updates, enhance scalability, and simplify maintenance, significantly improving implementation 
efficiency (InfoQ, 2023).

C O N C L U S I O N
Implementing pricing software can be a challenging but rewarding process.This process requirs ca-
reful planning, effective execution, and ongoing adaptation. This guide has explored the key pha-
ses—from setting objectives and choosing the right partner to managing data integration, change, 
and optimization.

This guide also highlights common challenges, such as data limitations, resistance to change, and 
integration issues, while offering strategies to overcome them. By adopting structured approa-
ches, engaging stakeholders early, and leveraging tools like automation and AI, organizations can 
streamline their implementation and maximize their software investment.

Following this roadmap, pricing professionals and business leaders can achieve sustainable success 
and unlock the full potential of their pricing strategies.
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“EPP is dedicated to providing professional guidance, adding value, and co-cre-
ating impactful learning journeys, events, and content to improve top-line reve-
nues and profitability. Our new quarterly publication, EPP Pulse, is designed to 
further this mission by gathering actionable insights, monitoring the market, and 
collecting success stories and relevant case studies for the benefit of the pricing 
and RGM community.

EPP Pulse offers another valuable platform for the Pricing and RGM community 
by bringing to light successful practices and strategies, enabling expertise ex-
change, fostering connections among pricing professionals, and engaging the 
community in dialogue and content sharing. Furthermore, EPP Pulse serves as a 
tool to identify market needs and interests for topics that could be developed in 
future EPP forums and events.”

More on www.pricingplatform.com
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