
  

 

I hope that you have had a great holiday season and that
2015 is off to a great start.

I thought I would share some trends we are seeing in the
pricing consulting market and how Pricing Solutions is
responding to those trends:
 

1. Generate ROI - When it comes to pricing, generating ROI
is what its all about! Clients want results. We have sharpened
our approach to delivering business results. One of the ways
in which we have done so is sharing in the risk/rewards of our
projects. This has brought greater alignment between our
clients' goals and our goals.

2. Using technology to drive decision making – Our
clients want to use technology to help them analyze data and
make decisions. In response to that need, we have invested
heavily in Tableau and QlikView as well as becoming an
Oracle Gold Partner.

3. Time is precious – Never before have our clients been
more pressed for time. It seems that all of those electronic
gadgets have enabled us to do more with less. The problem
is that the pile of things to do keeps growing. This is making it
very hard for clients to focus on consulting and research
projects for any length of time. To ensure we are part of the
solution we are working harder to find efficient ways to
complete projects in a timely manner.

4. Coordinating projects globally - Many of our clients are
international organizations and their pricing needs span
multiple borders. Increasingly we are coordinating our project
teams globally so that we can deliver integrated solutions for
our clients.

26th Annual PPS Spring
Pricing Workshops &
Conference
May 05-08 • Hilton Anatole
Hotel, Dallas
[Learn More]

http://www.pricingsociety.com/events/2015/05/05/default-calendar/pps-26th-annual-spring-pricing-workshops-conference---hilton-anatole-hotel
http://www.pricingsociety.com/events/2015/05/05/default-calendar/pps-26th-annual-spring-pricing-workshops-conference---hilton-anatole-hotel


Sincerely, 
Paul 

Paul Hunt, President, Pricing Solutions Ltd.
phunt@pricingsolutions.com
416-943-0505 Ext. 121

New this Month: 

Blog by Tony Hodgson, Managing Director, Pricing Solutions UK
Part I - Premier League tickets: Price increases make good
business sense, but for how long?

Blog by Tony Hodgson, Managing Director, Pricing Solutions UK
Part II - Premier League tickets: Price increases make good
business sense, but for how long?
 

More from Pricing Solutions...

Visit pricingsolutions.com to browse our library of Case Studies &
Articles covering a wide range of industries and pricing challenges.
Read our latest in Pharmaceuticals, Restaurant & Quick Service
and Animal Health:  
 

"Developing an Optimal
Pricing Strategy for New
Product Launches" 

Pharmaceuticals
View PDF > 

 

"Developing a Pricing
Strategy that Grows
Profits and Guest
Count"

Restaurants & Quick
Service 
View PDF >
 

"Profitably Managing

http://www.pricingsolutions.com/blog/price-increases-make-business-sense-but-for-how-long-part-i/
http://www.pricingsolutions.com/blog/premier-league-tickets-price-increases-make-good-business-sense-but-for-how-long-part-ii/
http://www.pricingsolutions.com/index.php/en/publications/recent-publications/case-studies-whitepapers
http://www.pricingsolutions.com/pdf/Case-Studies/Developing-optimal-pricing-strategy-new-product-luanches.pdf
http://www.pricingsolutions.com/pdf/Case-Studies/Developing-optimal-pricing-strategy-new-product-luanches.pdf
http://www.pricingsolutions.com/pdf/Case-Studies/Developing-pricing-strategy-to-grow-profits-guest-count.pdf
http://www.pricingsolutions.com/pdf/Case-Studies/Developing-pricing-strategy-to-grow-profits-guest-count.pdf


Differentiated Product
Portfolios"

Animal Health
View PDF >
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