PIM Pricing
Explained:

Costs, Factors and
ROI in 2026




What you'll learn

In this guide, you'll learn:

How PIM pricing really works and
why costs vary so widely.

How costs change over time, from
year one setup through to longer-
term scaling.

The hidden costs teams often
underestimate.

How to assess ROI in practical
terms, based on operational
impact rather than theory.

How to compare PIM options
properly, focusing on real business
needs, not sales demos.

What a realistic PIM budget looks
like for different stages of growth.




PIM pricing explained:

What you're paying for
and why it matters

How much does a PIM cost? It depends on who you ask...and
what you're really buying. Some vendors will tell you it's £500 a
month. Others won't talk to you for less than £50K a year.

Then, somewhere in the middle, there’s an open-source
champion promising a free solution, omitting to mention that
you'll need to hire a developer, buy infrastructure, and write
your own onboarding manual.

PIM pricing can feel like a riddle. So,
we'll cut through the noise and solve it.

At Start with Data, we believe: Price doesn’t automatically
equate to value. A "cheap" PIM that slows you down is far
more expensive than a "premium" one that speeds you up.

We break down the cost landscape, without fluff or upsell. Just
the information you need to understand what you're paying
for, why it matters, and how to avoid being sold a glorified
‘spreadsheet in the cloud.




The two big pricing models:
Saa$ vs Open Source

Most PIM platforms fall into one of two categories:

1. SaaS (Software as a Service)

You pay a subscription fee to access cloud-based software.
Everything is managed for you: updates, hosting, backups, an
support (usually - make sure any SLA is watertight for your
needs!). This option is good for speed and simplicity.

License fees: £500-£5,000+/month

Hosting: Included

Setup & onboarding: £5K-£20K (one-off)

Support: Often included, but tiered support may cost extra

Pros: Quick to implement, predictable costs, scalable
Cons: Less control, ongoing subscription, possible vendor
lock-in

2. Open Source

You download and host the software yourself. Far more
options for customisation, but not so great if you don't have IT
experts on standby.

* License fees: £0 (for core); £££ for enterprise versions

e Hosting: £200-£2,000/month (or internal infrastructure)

* Setup/development: £10K-£100K+ (depending on
complexity)

e Support: Usually extra or in-house

Pros: Highly customisable, no vendor lock-in
Cons: Slower to implement, hidden costs, heavier resource lift



What's included?

Licence Subscription Free or one-off fee
(monthly/annual)

Hosting Included Not included

Onboarding & Often included Usually extra

Support

Maintenance Vendor-managed In-house or third
party

Customisation Limited High (but

expensive)




What drives the cost up
(or keeps costs manageable)?

The following are real-world cost drivers - the factors which will
quietly nudge your PIM invoice upward:

Number of SKUs: 500 SKUs vs 500,000 is a very different data
load. Some platforms price by volume.

Number of users: Many SaaS platforms charge per user—or cap
the number of users per plan.

Integrations: Connecting to ERPs, ecommerce platforms, DAMs,
CRMs, marketplaces. Each integration, while very valuable, adds
complexity and cost.

Customisation: Custom workflows, dashboards, or UI tweaks =
developer time, which = higher budget.

Digital asset volume: If you're hosting thousands of high-res
images or videos, you need storage, and it's not usually free.

Analytics and reporting: Some tools bundle reporting; others
sell it as an add-on.

Channel syndication: Publishing to Amazon, eBay, Shopify,
print... the more channels your product data occupies, the greater
the range of rules your PIM has to play by.




The cost curve over time

Take note: The cost of a PIM is dynamic, not static.

This is the heavy lifting: Setup,

onboarding, integration costs.

Spending Stabilises: licences, support,
Year 2-3 incremental improvements.

Costs may spike again depending on your
Year 4-5 scaling needs: New regions and markets,
team resources, new channels.

Common hidden costs

Take note: The cost of a PIM is dynamic, not static.

Integrations: Rarely plug-and-play. Custom builds, data
mapping, and ongoing maintenance quickly push costs beyond
the original scope.

Data cleanup & enrichment: Most catalogues aren’t ready for
a PIM. Fixing attributes, units, and missing data takes more
time and budget than the platform itself.

Change management & training: Initial training isn't enough.
As teams, categories, and channels evolve, continuous
enablement becomes an ongoing cost.

Governance & ownership: A PIM still needs day-to-day
decisions, rules, and accountability. Without clear ownership,
manual work creeps back in.



Why ROI should drive your budget

In essence, you're not simply buying software. You're buying
outcomes. The right PIM for you will boost ROI by delivering
value:

Faster time to market: Centralised product data means
faster launches.

Fewer returns: Clear, consistent product content means
fewer dissatisfied customers.

Fewer rejections from marketplaces: Amazon and a
multitude of other channels and marketplaces have
stringent rules. A fit-for-purpose PIM keeps you

universally compliant.

Far less time wrangling spreadsheets: Your teams
have better things to do than spend hours as glorified
data inputters.

Increased revenue per SKU: Enhanced content and
more accurate listings generates greater revenue
through higher conversion rates, lower returns, and
brand loyalty.

An instance: For one Start with Data client managing 50K
SKUs in spreadsheets, updating core attributes and product
content across channels took three weeks. After PIM
implementation, the same changes were completed in three
hours. That's tangible ROL.




How to compare PIM pricing
(the right way)

Before selecting a PIM, step away from feature matrices and pricing
tables and do some internal groundwork. Many projects struggle not
because the platform is wrong, but because the business never
clearly defined what it actually needed the PIM to do.

If you don't know the outcomes you're buying for, it's almost
impossible to compare options in a meaningful way.

Start by pressure-testing three areas.

¢ Clarify must-haves vs nice-to-haves
Ignore demos for a moment and think about how your catalogue
needs to operate over the next 12-24 months. Managing large
volumes of SKUs across multiple channels brings very different
requirements to running a small, single-market catalogue. Being
clear on what is genuinely essential helps avoid paying for capability
that looks impressive but adds little day-to-day value.

¢ Define the operating model
A PIM is not a “set and forget” system. Data models evolve, suppliers
and products are continuously added, channels change, and quality
needs maintaining. That work sits somewhere, whether internally,
with partners, or across both. The important thing is to be deliberate
about where that responsibility lives and to factor it into the cost and
resourcing model from day one. The risk isn't using external support.
It's assuming you won’t need ongoing input once implementation is
complete.

e Balance usability with long-term flexibility
Highly configurable platforms can be powerful, but complexity has a
cost. If everyday tasks require specialist knowledge, adoption will
suffer. At the same time, overly simple tools can limit growth as your
catalogue and channels expand. The right choice is a system that's
easy for teams to use day to day, but robust enough to support
change without rework.

Doing this upfront work reduces the risk of choosing a tool based on
surface-level features rather than real operational fit. It also puts you
in @ much stronger position to ask vendors the right questions and
spot gaps early, before they turn into expensive surprises.



Three smart questions to ask
every vendor

What's included in the licence?

Are features or support gated by your plan? Some vendors
charge extra for things like user roles, volume of SKUs
integrations, or basic analytics, so make sure you know what
bang you're getting for your buck.

What's the upgrade path?

Can we grow into this, or will we outgrow it? Enquire about
how pricing scales with more SKUs, more users, or new sales
channels. Additionally, whether upgrades require technical
migration.

What's the onboarding experience?

This sets the tone for everything that follows. Is onboarding
guided, self-service, or at an extra cost? A rough and choppy
start can often result in poor adoption rates and slower ROI.




So... how much should you
actually spend?

Here's a guide to ballpark budgets, based on company size and
complexity:

Typical PIM Spend (Year 1)

Early stage / SMB £0-£10K
Mid-market (growing) £10K-£50K + plus services
Enterprise / complex £50K+ plus services

So, your sweet spot is where you're spending enough to solve
the problems you actually have, rather than the ones your
vendor assures you you'll have in five years.

Make your spend count

The cost of a PIM is only painful when it doesn’t deliver. You're
not looking for the flashiest tool, rather, the right one: one that
fits your team, your tech stack, and your ambitions for
growth.

At Start with Data, we guide and support businesses in cutting
through and making sense of the complexity around PIM
pricing and implementation. Whether you're constantly wading
through spreadsheet mud or already in the process of
comparing vendors, we can audit your needs, help you build a
smart vendor shortlist, and spend your budget wisely.
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Choosing a PIM?
Don’t do it blind.

We help teams pick the right PIM
based on real business needs,
not just vendor promises.

Avoid costly mistakes.

Get an expert-led shortlist.

: p¥d hello@startwithdata.co.uk
..‘*‘ Start with s -
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