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Set smart price

goals to support
profitable growth!

= Keep on practicing
the regular price
maintenance
processes and signal
moderate price
increases to the
market

Strongly

differentiate price

decisions across
the portfolio!

= Effectively manage

the spread
between selling
prices and raw
material change

Treat customers [IEM Train your teams! Top-management

differently!

= Develop sales
volume grow
plans with the key
customers

= Implement price
increases for all
C/D-customers
with low “pocket

= Conduct price
defense trainings
with role plays

= Develop and train
always updated
price justification

IEl Reinforce value
selling!

= Develop smart and
differentiated price
strategies (de- and
increases) for each

Reduce prices only
selectively and in
case of possible

volume and profit
increase for price
sensitive articles
with high utilization
variance effects

Take the price
leadership!

= Signal capacity
reductions to the
market

Defend strategic
customers by
increases of value
and customer
retention actions
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key article/category

= Offer low-service/

low cost models to
very price sensitive

customers

margins” — Make use of value
n Budget price calculations to
. show customers
reductions!

= Define a limited
price concession
budget for A/B-
customers

energy, water and
labor cost savings
or low-cost
material
alternatives

to drive margins!

= Introduce innova-
tive products at
over-average
margins

= Have a “recession
product” (cheaper
and low-cost
alternative)

formances when
making conces-
sions on price!

= E.g. shorter
payment time,
upfront payments

= Volume guaranties

= New business

about impact of
price reductions!

= For a product with
30% PC1 and 5%
cost reduction, a
price cut of 3.5%
would keep the
absolute margin
stable

attention for
critical pricing
cases!

= Report critical
customers directly
to management

= Specialized pricing
negotiation team
supports critical
cases with key
customers

= Define price
reduction
possibilities of
sales force

In-time tracking

of prices and

costs!

= Price-volume-split
analysis

= Price tracker on
customer basis

= Manufacturing
cost prognosis
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Contact

Schuppar Consulting

IS a specialized consulting company with focus on Price Management. We help our
international clients to improve their pricing performance in Sales and Marketing as well
as in Purchasing.

Our services include strategic management consulting and process support as well as
training and coaching measures.

Driven by the combination of analytical expertise and strong people and training skills
our clients appreciate the measurable results and sustainable positive impact on their
business success.

Contact

Dr. Bjoern Schuppar
Tel.: +49 (211) 83 68 05 08
bjoern.schuppar@schuppar-consulting.com

Schuppar Consulting Ltd. & Co. KG
Gruenstral3e 23

40212 Duesseldorf

Germany
www.schuppar-consulting.com
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