
Greetings! 

With the recent good weather I've been inspired to begin
making plans for the summer holidays, and it's got me
thinking about entrance prices. 

The UK tourism industry generated over £125bn in 2014,
yet there are sites and attractions that won't be optimising
what they charge visitors, either missing out on potential
increased revenues or scaring customers away. 

Recently, we worked with an award-winning UK family
attraction to help them improve their pricing structure. You
can read the Case Study here.

Whilst this work was done with a client in the tourism
industry, the key takeaway is relevant to every organisation
- know your customer!

Regards, 
Tony 

Tony Hodgson, Managing Director, Pricing Solutions UK
thodgson@pricingsolutions.com
+44 207 323 5059

New this Month:

Podcast by Greg Thomas, Vice President, Research & Analytics
and Peter Winters, Senior Consultant - Healthcare
Successfully Navigate Pharmaceutical Pricing Research
Methodologies

Blog by Paul Hunt, President, Pricing Solutions Ltd.
Luxury Goods Pricing: Don't envy their high price tags and

European Pricing
Workshops Tour 2015
Various Dates & Cities
[Learn More]

Brussels
June 24 & 25, 2015
Register for Brussels > 

Copenhagen
September 09 & 10, 2015
Register for Copenhagen > 

Paris
September 23 & 24, 2015
Register for Paris > 

Zürich
Sept. 30 & 01 Oct., 2015 
Register for Zürich > 

http://www.pricingsolutions.com/pdf/Case-Studies/Optimising-visitor-attraction-entrance-prices-fit-customer-psychological-thresholds.pdf
http://www.pricingsolutions.com/index.php/en/177-successfully-navigate-pharma-pricing-research-methodologies
http://www.pricingsolutions.com/index.php/en/pricing-training-events/european-pricing-workshop-tour-2015
http://www.pricingsolutions.com/index.php/en/pricing-training-events/event/83-european-pricing-workshop-tour-2015-copenhagen
http://www.pricingsolutions.com/index.php/en/pricing-training-events/event/84-european-pricing-workshop-tour-2015-paris
http://www.pricingsolutions.com/index.php/en/pricing-training-events/event/85-european-pricing-workshop-tour-2015-zuerich
http://www.pricingsolutions.com/index.php/en/pricing-training-events/event/82-european-pricing-workshop-tour-2015-brussels


Luxury Goods Pricing: Don't envy their high price tags and
high margins

Blog by Kirk Jackisch, Vice President, Strategy & Management
and David Schnetzer, Senior Consultant
Serve Don't Sell: How better pricing helps Associations and
Non-Profits fulfill their missions
 

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 Medical Devices, Professional Associations and
Alcohol Beverage:  
 

"Negotiating price more
effectively to improve
margins globally" 

Medical Devices
View PDF > 

 

"Coordinating price
across the product &
service mix for revenue
growth"

Professional Associations 
View PDF >
 

"Linking price &
promotion to bottom-
line improvements"

Alcohol Beverage
View PDF >
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