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Industrial manufacturing supports the growth of other industries through
the creation of a wide range of products, from large items like farm and
factory equipment to smaller items like paper products. As manufacturers
struggle to succeed in a complex and volatile marketplace, they are
placing more emphasis on strategic pricing as a mechanism for growth.
Some of the challenges manufacturers face include:

Cyclic nature of the industry

Reliance on upstream commodities
Competition in a fragmented industry
Growing dependency on global markets

By utilizing PROS pricing

To increase and preserve pro®tability, industrial manufacturers must

identify unique pricing strategies for each business unit, sales channel, ana|YSiS SOftware,
product group, and customer group. o g .
customers gain insight

CHALLENGES into pricing strategies,

Prudent pricing decisions are crucial to surviving in today's challenging Identlfy detrimental pl‘iCing
business environment. Manufacturers must anticipate economic . . ..
challenges such as supply and demand, trends in cost of goods, and praCtlceS, 0pt|m|Ze pricing
competitor pricing. However, disparate data sources found throughout 0.0 .

organizations make it dif®cult to complete critical pricing analyses that deCISlonSl and Improve

answer the following pricing questions:

business processes as well
as ®nancial performance.

How can we identify and retain our most pro®table customers?
Which customer segments derive more value from our products and
services?

Which of our pricing strategies ®t within current market conditions?
Should aftermarket services impact how prices are set?

How pro®table are our customer programs?

What's the optimal product mix for customers in each of our selling
channels?

Answering these questions takes signi®cant time and resources using
manual pricing processes. As a result, industrial manufacturers resort to
unsustainable cost-cutting strategies, such as reductions in workforce and
capacity, to improve ®nancial results.
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SOFTWARE SOLUTION

PROS integrates all the information needed to make pricing decisions
b price and cost trends, product mix reports, rebat e programs, channel
revenue, and margin. Centralization of pricing info  rmation helps
industrial manufacturers eliminate many of the chan nel conicts inherent
to their industry.

With the unparalleled ability to track customer per  formance and
willingness to pay, industrial manufacturers gain m  uch better insight
into how to best pass along hidden costs to serve, effectively manage
customer programs, and identify the value of produc ts to different
customers across channels.

PROS offers pricing best practices embedded in its software, ready to
implement within your organization. This powerful s et of tools helps our
more than 100 customers receive signi®cant, sustai ned improvements in
margin and revenue.
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BUSINESS RESI

An industrial manufacturing company
implemented PROS Scienti®c Analytics
to model future price changes. The
company's product managers used

the software's analytics work ows to
®nd trends and construct modeling

scenarios to identify poorly
performing customers and products.

The results revealed the root cause
of "uctuations, such as unforeseen
freight charges that drive up the cost
to serve a certain region, and enabled
the company to make educated
assumptions on market prices, costs,
discounting, and more while modeling
suggested changes.

Following this price modeling
process, the company reevaluated
existing pricing decisions and
ultimately realized a 1.5 percent
revenue lift.
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