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The pitfalls behind CPQ
implementation failures

Understand how your company can avoid the common pitfalls
that cause CPQ implementations to stall or fail with actionable
insights, helping your company lay the foundation for a
successful and scalable CPQ rollout.

Better pricing, executed with trust. www.articulateit.com
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Despite their potential, many CPQ
implementations stall or fail because of poor

planning. The biggest pitfalls include vague
scope, lack of product/pricing alignment, messy
data, and the absence of executive sponsorship

0] Change management.

Why most CPQ
projects fail

Despite their potential, many CPQ implementations
stall or fail because of poor planning. The biggest
pitfalls include vague scope, lack of product/pricing
alignment, messy data, and the absence of executive
sponsorship or change management.

Assessing readiness
Before launching a CPQ project, asses:

= Do we have aclear list of products and
configurations?

= Are pricing models defined and understood?
= Who owns pricing decisions?
®  |sour dataclean and accessible?

= Aresales, IT, and finance aligned?

Scoping the right way

Define a narrow, achievable scope to start:

= |dentify which products and channels are in scope
= Align discount rules and approval thresholds

=  Map out quote-to-cash workflows

= Build stakeholder consensus early
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The role of data

Internal alignment
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Clean datais foundational. Product hierarchies, cost
inputs, and discounting logic must be clearly defined.
ArticulatelT’s experience shows that dataissues can
often be fixed in 6-8 weeks with a small dedicated
team - faster than most companies expect.

IT, finance, and sales all have a stake in CPQ.

Without alignment, projects stall. Invest time upfront in
stakeholder interviews, shared definitions, and regular
feedback loops to maintain buy-in throughout the
project.

Next steps checklist

[0 Appoint aproject champion
Define your scope
Clean and structure pricing/product data

Choose your implementation partner
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Map your quote-to-cash journey

Need to bring structure, clarity, and
results to your organisation?

Let’s talk

Jonathan Pautler Bror Hansson
CCO, Founder
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