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Price is the most significant factor affecting the profitability of every business,
profit centre or department. When the pressure is on to perform or grow, your
instinct may be to discount, undercut your competitors, cut costs and promote
through price. Yet these are often the last things you should do. Pricing for Profit
is the most practical guide on pricing available. Using a firm, profit-focused
framework developed running real projects for real businesses, this book shows
you how by getting your pricing structures right you can make a huge difference
to your bottom line. It gives business owners, managers and leaders simple,
achievable pricing strategies that will deliver sustainable business growth. Can
you afford to leave money on the table? If not, Pricing for Profit is the guide for
you.
Explains the disadvantages of using standard markups or letting competitors set
the prices, and explains how a more sophisticated pricing strategy can increase
profits and competitiveness
Profitable production planning is and will remain an eternal challenge to ensuring
the prosperity and dignity of companies in a global market. Even though there are
different approaches to achieving the target profitability through productivity in the
production planning stage, these approaches do not guarantee consistent
planning, creation, and sustenance of synchronous profitable operations for
multiannual and annual target profit. In feedback to this predicament, Alin
Posteuc? develops a new system called speed-based target profit (SBTP). SBTP
is the profitable production management and manufacturing improvement system
that approaches production planning to achieve unit speed of target profit for
target products through manufacturing cost improvement and bottleneck
profitability control for maximum takt time. Managers and practitioners within
manufacturing companies will discover a practical approach for cost down and
cash up by applying a powerful operational profitable production planning formula
to meet profitability expectations through productivity based on strong leadership
with the help of a specific system for feedforward, concurrent, and feedback
control. Therefore, the SBTP system in this book presents a holistic approach to
profitability for target products and the development of its own mechanism since
the acceptance of each order from customers to achieve continuous
synchronization of all manufacturing processes to market requirements,
profitability management, and profitable production planning. The uniqueness of
the book is reinforced by a detailed presentation of the successful application of
the SBTP system in two case studies, as a way of life and a unit speed of target
profit improvement ethos at all hierarchical levels, in two multinational
manufacturing companies operating in highly competitive markets in order to
address the synchronous profitable operations for both the sales increase
scenario and the sales decrease scenario. By adopting the SBTP system, your
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company will be able to consistently achieve unit speed of target profit in the
bottleneck process for fulfilling annual and multiannual target profit as a unique
and effective way through a new profitable production planning paradigm that
operates according to its own production system.
Revenue Management: Advanced Strategies and Tools to Enhance Firm
Profitability provides an overview of revenue management (RM) and discusses
approaches that firms can use to more profitably manage and define the ways in
which they sell their capacity.
Apply Six Sigma to Your #1 Business Challenge: Pricing “Six Sigma is well
known for having helped companies save billions of dollars. This book is the first
to show us how to use it on the revenue side of the equation to generate
profitable growth. This step-by-step guide will be an instant classic—a seminal
book on a topic critical to profitability.” —Robert Cross, Chairman and CEO,
Revenue Analytics Inc. and author of Revenue Management “Six Sigma Pricing
provides companies with a practical toolkit to improve their price management.
The authors show executives how to use Six Sigma tools in their pricing
processes and instantly improve profits and their bottom-line. This is a truly
‘must-have’ resource for managers everywhere.” —Eric Mitchell, President,
Professional Pricing Society Many companies have developed solid sales
strategies– but without equally good pricing operations, those strategies alone
will not add a dime to the bottom line. The goal of pricing operations is to
consistently control price deviations in transactions and contracts over time and
across customer segments. This goal of ensuring the prices are not too low or
too high in different transactions relative to guidelines lends itself perfectly to Six
Sigma. Using the authors’ breakthrough Six Sigma-based approach, you can
systematically eliminate pricing-related revenue leaks, driving higher profits
without alienating customers. You’ll learn how to define pricing “defects,” gather
and analyze relevant pricing data, review pricing-agreement processes, identify
and control failures, implement improvements, and then ensure continuous,
ongoing improvement in price, profits and customer satisfaction. The book
reflects the authors’ pioneering experience implementing Six Sigma pricing.
Whether you’re a business leader, strategist, manager, consultant, or Six Sigma
specialist, it will help you or your client recover profits that have been slipping
through the cracks in pricing operations. •Learn why Six Sigma Pricing makes
sense Why you should target pricing operations, and how to do it • Identify profit
leaks from inefficient pricing operations Why “sloppy pricing” occurs, how to find
it, and how to root it out • Illuminate your current pricing processes, so you can
improve them Understand your market-facing and internally focused pricing
processes pertaining to product launch and lifecycle price management, price
increases due to escalation in costs of raw materials, promotions, and
discounting • Set up your pricing operations for continuous improvement in line
with your pricing and sales strategy Use Six Sigma to improve and control
processes, ensuring alignment with agreed-upon strategy for pricing and sales •
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Create an organization that is successful at pricing Align different functions and
levels of the company to achieve targeted profits
Since the success of products significantly depends on the quality of product
performance, inadequate management of the product design process can lead to
improper performance of products that can result in significant long-term
business losses. Design for Profitability: Guidelines to Cost Effectively Manage
the Development Process of Complex Products presents a design guideline for
complex product design and development that enables you to cost-effectively
improve the technical performance of your products and consequently improve
your competitiveness in the marketplace as well as improve profitability. The
book helps you improve the competitiveness of your organization in the market
and eventually improve profitability. It presents a mobile robots design guideline
based on an empirical study of the mobile robots design process. This is an
unprecedented guideline based on the empirical investigation of the internal
aspects of the design process of complex products for cost-effectively enhancing
the competitiveness in the market. The book also presents a hybrid lean-agile
design paradigm for mobile robots. In addition, it points out key approaches and
risks to manage the product development process efficiently. In designing
complex products and integrated systems, industrial designers face a dilemma of
cost-effectively striking a balance between product development time and
product performance attributes. This book shows how and when value is added
in product design and development through identifying statistically the most and
least correlated design activities and strategies to product performance attributes.
Introducing a new paradigm in the field of engineering design, the book gives you
key approaches to efficiently manage the product development process.
The practical guide to using pricing and profitability management to build a better
business A comprehensive reference for any business professional looking to
understand the capabilities and competencies required for effectively managing
pricing and profitability, Pricing and Profitability Management explains how to
determine the right approach, tools, and techniques for each of six key categories
(pricing strategy, price execution, advanced analytics and optimization,
organizational alignment and governance, pricing technology and data
management, and tax and regulatory effectiveness). Exploring each category in
detail, the book addresses how an integrated approach to pricing improvement
can give a sustainable, competitive advantage to any organization. The ultimate
"how to" manual for any executive or manager interested in price management,
the book presents a holistic, comprehensive framework that shows how
integrating these pricing categories into a cohesive program leads to impressive
gains that cannot be achieved through a single-pronged approach. Presents a
comprehensive framework for more effectively managing pricing and profitability
Identities the six key categories of pricing and profitability management Shows
you how to gain a competitive edge by managing pricing and profitability Taking a
comprehensive view of pricing, companies can position themselves to tap a vast
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source of shareholder value—the ability to set and enforce profitable prices, not
just once, but again and again in response to marketplace changes and evolving
business needs—and this book will show you how.
The consumer credit market -- Credit risk -- Incremental loan profitability -- The fundamentals
of price response -- Estimating price response -- Pricing segmentation -- Optimizing prices -Behavioral economics and credit pricing
Three things can happen when establishing a product price. A price set too high is a lost sale
that could have been profitable at a lower price. A price set too low is rewarded with
unprofitable work. Only when a price is set appropriately does a company make both a sale
and a profit. Just as activity-based costing and activity-based management revolutionized the
cost accounting world, activity-based pricing will bring a disciplined approach to developing
pricing. Activity-based pricing examines the relationships between price, cost and sales volume
and how this relationship effects profitability. Pricing for Profitability joins the disciplines of
marketing, economics, business strategy, engineering and cost accounting to achieve
maximum profitability.
Product proliferation has become a common phenomenon. Most companies now offer
hundreds, if not thousands, of stock keeping units (SKUs) in order to compete in the market
place. Companies with expanding product and service varieties face with problems of obtaining
accurate demand forecasts, controlling production and inventory costs, and providing high
quality and good delivery performance for the customers. Marketing managers often advocate
widening product lines for increasing revenue and market share. However, the breadth of
product line can also decrease the efficiency of manufacturing processes and distribution
systems. Thus firms must weigh the benefits of product variety against its cost in order to
determine the optimal level of product variety to offer to their customers. Academics and
practitioners are interested in several fundamental questions about product variety. For
instance, why do companies extend their product lines? Do consumers care about product
variety? Will a brand with more variety enjoy higher market share? How should product variety
be measured? How can a company exploit its product and process design to deliver a higher
level of product variety quickly and cheaply? What should the level of product variety be and
what should the price of each of the product variants be? What kind of 'challenges would a
company face in offering a high level of product variety and how can these obstacles be
overcome? The solutions to these questions span multiple functions and disciplines.
How do companies in mature markets--where savings from cost-cutting have been exhausted
and breakthrough innovations are hard to come by--achieve sustainable increases in profits?
For decades, managers have been told the answer lies in pursuing high market share. But
Hermann Simon, Frank F. Bilstein, and Frank Luby argue that this misguided advice has
destroyed, rather than created, an additional profit potential. In Manage for Profit, Not for
Share, the authors contend that companies can extract a profit potential of 1%-3 % of revenue
by pursuing a profit, rather than a market share, orientation. Based on their extensive
consulting work, the authors lay out a practical, proven program for making significantly more
money by reconfiguring the marketing mix to sell existing products and services in different
ways. The book offers practical strategies managers can use to differentiate mature products,
raise prices effectively, time promotional activities properly, better understand consumer
preferences, and more. A convincing counterargument to the reigning market share dogma,
this book outlines the new mind-set and tools managers will need to bring their companies
closer to peak profit performance.
Written for MBA students and practitioners, this book is a comprehensive introduction to the
theory and application of pricing and revenue optimization.
This is the first comprehensive introduction to the concepts, theories, and applications of
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pricing and revenue optimization. From the initial success of "yield management" in the
commercial airline industry down to more recent successes of markdown management and
dynamic pricing, the application of mathematical analysis to optimize pricing has become
increasingly important across many different industries. But, since pricing and revenue
optimization has involved the use of sophisticated mathematical techniques, the topic has
remained largely inaccessible to students and the typical manager. With methods proven in the
MBA courses taught by the author at Columbia and Stanford Business Schools, this book
presents the basic concepts of pricing and revenue optimization in a form accessible to MBA
students, MS students, and advanced undergraduates. In addition, managers will find the
practical approach to the issue of pricing and revenue optimization invaluable. Solutions to the
end-of-chapter exercises are available to instructors who are using this book in their courses.
For access to the solutions manual, please contact marketing@www.sup.org.
In Smart Pricing: How Google, Priceline and Leading Businesses Use Pricing Innovation for
Profitability, Wharton professors and renowned pricing experts Jagmohan Raju and Z. John
Zhang draw on examples from high tech to low tech, from consumer markets to business
markets, and from U.S. to abroad, to tell the stories of how innovative pricing strategies can
help companies create and capture value as well as customers. They teach the pricing
principles behind those innovative ideas and practices. Smart Pricing introduces many
innovative approaches to pricing, as well as the research and insights that went into their
creation. Filled with illustrative examples from the business world, readers will learn about
restaurants where customers set the price, how Google and other high-tech firms have used
pricing to remake whole industries, how executives in China successfully start and fight price
wars to conquer new markets. Smart Pricing goes well beyond familiar approaches like costplus, buyer-based pricing, or competition-based pricing, and puts a wide variety of pricing
mechanisms at your disposal. This book helps you understand them, choose them, and use
them to win.

(Black & White version) Fundamentals of Business was created for Virginia
Tech's MGT 1104 Foundations of Business through a collaboration between the
Pamplin College of Business and Virginia Tech Libraries. This book is freely
available at: http://hdl.handle.net/10919/70961 It is licensed with a Creative
Commons-NonCommercial ShareAlike 3.0 license.
Describes a system of corporate financial planning and analysis founded on
activity-based costing
How do leaders, managers, and proprietors go about the essential task of setting
prices? What biases enter into this process, and why? How can a business
debias its price setting to become more productive, strategic, and profitable?
Combining perceptive insights from behavioral economics with leading-edge
ideas on price management, this book offers a new approach to pricing. Gerald
Smith demonstrates why understanding, reframing, and refining everyday pricing
processes—a firm’s or manager’s pricing orientation—results in a better long-term
pricing strategy. He explores how pricing actually happens in practice and shows
how to identify and remove the psychological blinders that cause suboptimal
decisions and policies. Smith details how to improve pricing orientation by
combining the soft behavioral skills that intuitively shape and refine pricing
practice with the hard analytic skills that guide and structure pricing strategy. The
result is more rational and more profitable pricing—with respect to not only
Page 5/11

Download Ebook Pricing And Profitability Management A Practical Guide
For Business Leaders
revenue and profitability but also employee productivity and customer
satisfaction. Offering an accessible and actionable model, Getting Price Right is
the first book to apply behavioral economics to managerial price setting. It is a
must-read for corporate business leaders, thought leaders, and professionals
interested in advances in pricing and for managers, entrepreneurs, proprietors,
and small and midsize business owners whose everyday work involves pricing.
The Oxford Handbook of Pricing Management is a comprehensive guide to the
theory and practice of pricing across industries, environments, and
methodologies. The Handbook illustrates the wide variety of pricing approaches
that are used in different industries. It also covers the diverse range of
methodologies that are needed to support pricing decisions across these different
industries. It includes more than 30 chapters written by pricing leaders from
industry, consulting, and academia. It explains how pricing is actually performed
in a range of industries, from airlines and internet advertising to electric power
and health care. The volume covers the fundamental principles of pricing, such
as price theory in economics, models of consumer demand, game theory, and
behavioural issues in pricing, as well as specific pricing tactics such as
customized pricing, nonlinear pricing, dynamic pricing, sales promotions,
markdown management, revenue management, and auction pricing. In addition,
there are articles on the key issues involved in structuring and managing a
pricing organization, setting a global pricing strategy, and pricing in business-tobusiness settings.
Representing an innovative, comprehensive approach to brand building, this
work reflects the integration of traditional marketing with technology,
measurement and operations.
For undergraduate introduction to Market Pricing courses. A comprehensive and
practical, step-by-step guide to pricing analysis and strategy development. The
Strategy and Tactics of Pricing shows readers how to manage markets
strategically—rather than simply calculate pricing based on product and profit—in
order to improve their competitiveness and the profitability of their offers. The fifth
edition contains a new chapter on price implementation and several updated
examples on pricing challenges in today’s markets. Features: NEW! Show
students how proper pricing can increase profitability—New Chapter on Price
Implementation. A completely new chapter on implementing pricing strategy
identifies the challenges involved in embedding strategic pricing principles within
an organization. This chapter also describes how managers can lead a structured
change process to build a more profitable commercial organization. NEW! Offer
access to pricing software—Three-Month Trial of LeveragePoint Software. This
edition is now available with software for creating and communicating economic
value estimations systematically—from LeveragePoint Innovations Inc. While
versions of this software that enable sharing require corporate contracts for
access, versions for individual student and practitioner use are available without
charge for three months with the purchase of The Strategy and Tactics of Pricing.
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NEW! Make pricing theory relative—Updated Examples of Pricing. Helping
connect pricing theory to what students are familiar with, this edition includes
updated examples with more topical illustrations of current pricing challenges
such as: • iPhone pricing • New models for pricing music • Services pricing
NEW! Present the latest information—Heavily Revised Chapters. The revised
chapter on Pricing Policy provides a theoretically-grounded framework to
describe specific policies for managing price changes for situations such as:
-Cost-based price increases -Price reductions in a recession -Discounts The
chapter on Value Creation now addresses the difference between how to
consider value when it is driven by tangible monetary drivers (saving money on
gas) versus the more subjective psychological drivers (doing the right thing for
the environment). The chapter on Value and Price Communication has been
substantially revised to describe how to communicate value in a wide variety of
product and customer contexts. This chapter also demonstrates how to target
communications to affect specific behaviors throughout the customer’s buying
process. The chapter on Price Setting has been expanded to provide a robust
process for setting prices that can be widely applied to consumer and business
markets.
"This book provides the latest research studies, market analysis, and best
practices utilized in emerging markets to gain competitive advantage and market
leadership"--Provided by publisher.
The Price Advantage by three preeminent experts at McKinsey & Company is the most
pragmatic and insightful book on pricing available. Based on in-depth, first-hand experience
with hundreds of companies, this book is designed to provide managers with comprehensive
guidance through the maze of pricing issues. The authors demonstrate why pricing excellence
is critical to corporate success and profitability, then explain state-of-the-art approaches to
analyzing and improving your own pricing strategy for any product or service. Their advice is
critical for readers who need to develop pricing strategies that work in both good economic
times and bad.
Pricing and Profitability Management touches virtually every corner of a businessùMarketing,
Sales, IT, Operations, Finance, Accounting, and Executive Leadership. The more an
organization can focus on setting and achieving profitable prices, the better it will be able to
respond effectively to changing customer, competitive environment, and market conditions.
When properly implemented, the strategies discussed in this book can dramatically improve
how a company views and operates its entire business. -AM I PRICING RIGHT? Every business owner is haunted by this fundamental question. Expert
pricing strategist Mark Stiving draws upon more than 15 years of experience in profitable
pricing and delivers a practical plan to help you confidently answer. Price—it’s most powerful
marketing tool you have— and the least understood. Zeroing in on the areas where your efforts
will generate the greatest impact, Stiving breaks down critical pricing concepts and provides
the blueprint to integrate proven pricing strategies into your growth plans. Be empowered to
strengthen your pricing structure to withstand any conditions, dramatically elevating your
company performance, position, and profits for long-term success. Learn how to: Set prices
that drive your market position Correctly use costs to make profitable pricing decisions
Implement value-based pricing to charge what customers are willing to pay Use price
segmentation to leverage value and capture new business Cash-in on complementary
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products and product versions with portfolio pricing Prepare for changing conditions pricing
strategically now Following in the footsteps of sited examples including Apple, BMW,
McDonalds, Mercedes, and other market leaders, learn how to create a powerful price strategy
that does more than cover costs.
The revolutionary guide that challenged businesses around the world to stop selling to their
buyers and start answering their questions to get results; revised and updated to address new
technology, trends, the continuous evolution of the digital consumer, and much more In
today’s digital age, the traditional sales funnel—marketing at the top, sales in the middle,
customer service at the bottom—is no longer effective. To be successful, businesses must
obsess over the questions, concerns, and problems their buyers have, and address them as
honestly and as thoroughly as possible. Every day, buyers turn to search engines to ask
billions of questions. Having the answers they need can attract thousands of potential buyers
to your company—but only if your content strategy puts your answers at the top of those search
results. It’s a simple and powerful equation that produces growth and success: They Ask, You
Answer. Using these principles, author Marcus Sheridan led his struggling pool company from
the bleak depths of the housing crash of 2008 to become one of the largest pool installers in
the United States. Discover how his proven strategy can work for your business and master
the principles of inbound and content marketing that have empowered thousands of companies
to achieve exceptional growth. They Ask, You Answer is a straightforward guide filled with
practical tactics and insights for transforming your marketing strategy. This new edition has
been fully revised and updated to reflect the evolution of content marketing and the increasing
demands of today’s internet-savvy buyers. New chapters explore the impact of technology,
conversational marketing, the essential elements every business website should possess, the
rise of video, and new stories from companies that have achieved remarkable results with
They Ask, You Answer. Upon reading this book, you will know: How to build trust with buyers
through content and video. How to turn your web presence into a magnet for qualified buyers.
What works and what doesn’t through new case studies, featuring real-world results from
companies that have embraced these principles. Why you need to think of your business as a
media company, instead of relying on more traditional (and ineffective) ways of advertising and
marketing. How to achieve buy-in at your company and truly embrace a culture of content and
video. How to transform your current customer base into loyal brand advocates for your
company. They Ask, You Answer is a must-have resource for companies that want a fresh
approach to marketing and sales that is proven to generate more traffic, leads, and sales.
The Practical Guide to Understanding and Raising Hotel Profitability offers a comprehensive,
easy-to-follow breakdown of how to understand profit and loss accounts for hotels. It offers
practical advice on how to maximise the profits of this customer-facing business and improve
performance results. Chapters cover every aspect of the profit and loss account including
marketing, accommodation, food and beverage sales, quality, budgeting, event sales, and all
the corresponding costs involved. It explains all the relevant KPIs and industry quirks within the
profit and loss document as well as industry benchmarks to equip the reader with the skills to
attend high level meetings, complete finance-based assignments and ultimately run their own
business. Valuable tips from leading professionals within the industry are included throughout,
giving advice on how to improve hotels’ financial results and positively influence net profit
through everyday actions. Packed full of practical case studies and written in an easy-to-readstyle, this book is essential reading for hospitality students and current hospitality and hotel
managers.
Challenges the belief that all customers are valuable, inviting companies to manage
themselves as a customer portfolio in order to get the most out of critical customer segment,
and citing the examples of such companies as Best Buy and Fidelity Investments. 30,000 first
printing.
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Pricing can truly transform organizations. The impact of pricing on organizations is a result of
two factors: pricing strategy development and the implementation of these strategies.
Implementation is arguably the most difficult part in the pricing strategy process where even
seasoned practitioners demand guidance. Pricing strategy development requires creativity,
analytical rigor, and an ability to master the internal political competition for scarce resources,
but it takes place in a well-defined environment. Fast forward to strategy implementation:
competitors that stubbornly fail to behave according to assumptions, new entrants, internal
resistance, new opportunities, changing customer preferences, leadership changes, regulatory
interventions, or market growth rates that change unexpectedly are some of the intervening
variables between the pricing strategy originally developed and the strategy actually
implemented. This book provides the theories and best practices that enable the effective
implementation of pricing strategies. It offers: a best practice overview on how to convert a
pricing strategy into superior results insights from current academic research on driving profits
via pricing strategy implementation examples on how to deal with digital transformation in the
context of pricing tools and insights into how to overcome internal resistance, align the
organization, and forge win-win relationships with customers Taking a new approach, Pricing
Strategy Implementation is a critical and practical tool for practicing executives and managers,
as well as academics and researchers in pricing, marketing strategy, and strategic
management.

A data-driven assessment of what enables some companies to outperform over the
long term in spite of comparable constraints analyzes the practices of thousands of
high- and low-performing companies over a 45-year period to reveal unique thinking
habits and counterintuitive strategies.
This is the eBook version of the printed book. If the print book includes a CD-ROM, this
content is not included within the eBook version. In Smart Pricing, Wharton professors
and renowned pricing experts Jagmohan Raju and John Zhang offer a powerful
alternative to traditional pricing models. The authors focusing on a new set of
influencers in pricing strategy: consumer psychology, economics, and marketing. To do
so, they draw on their own breakthrough pricing research, as well as their most recent
work helping enterprises rethink their approaches to pricing. Raju and Zhang make
pricing more t.
Show students how to use pricing decisions to maximize a firm's profits by creating and
capturing customers. PRICING STRATEGY: SETTING PRICE LEVELS, MANAGING
PRICE DISCOUNTS AND ESTABLISHING PRICE STRUCTURES is written by Tim J.
Smith, recognized pricing thought leader and successful principal of a respected pricing
firm. The most comprehensive pricing text on the market, PRICING STRATEGY
highlights the stakeholder's importance in making decisions, as well as key trade-offs to
consider when choosing between opposing outcomes. Students will gain a better
understanding of the most important influences to consider when making pricing
decisions. This text strikes an appropriate balance between quantitative skill sets and
the qualitative concepts necessary for business growth. Core concepts are presented in
chapters with optional appendices that require more rigorous knowledge of introductory
calculus. The book draws the best thinking from numerous disciplines, including
marketing, economics, and finance, to deliver a comprehensive presentation that
comes alive through numerous case studies, memorable examples, and graphs. Assist
students in developing the pricing strategies and skills needed for business success
with Smith's PRICING STRATEGY. Important Notice: Media content referenced within
the product description or the product text may not be available in the ebook version.
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This title was first published in 2001: Product and particularly customer profitability are
black holes in most managers’ understanding of their business. Identifying customer
revenue is easy but identifying what they cost - so we can understand whether or not
they are profitable - is difficult. In a world in which competition, regulation and the
increasing use of the Internet put ever greater pressure on margins it is vitally important
to understand both product- and customer-profitability. Activity Based Management
(ABM) enables you to do this. This book explains the power of using ABM to increase
the profitability of your business. It provides step-by-step guidance on basic principles,
comparisons between traditional methods, definitions of processes, activities and costdrivers as well as details of data collection techniques and implementation steps.
Through the book’s numerous detailed examples a logical picture builds up of how to
obtain the benefits that ABM can deliver. On its own ABM will change management
decision-making: by showing how ABM also supports other profit improvement
initiatives such as Business Process Reengineering, Shareholder Value Added and
Customer Relationship Management, managers will learn how they can use the best
possible toolkit to put their business firmly on the road to leaps in profitability.
The world’s foremost expert on pricing strategy shows how this mysterious process
works and how to maximize value through pricing to company and customer. In all
walks of life, we constantly make decisions about whether something is worth our
money or our time, or try to convince others to part with their money or their time. Price
is the place where value and money meet. From the global release of the latest
electronic gadget to the bewildering gyrations of oil futures to markdowns at the bargain
store, price is the most powerful and pervasive economic force in our day-to-day lives
and one of the least understood. The recipe for successful pricing often sounds like an
exotic cocktail, with equal parts psychology, economics, strategy, tools and incentives
stirred up together, usually with just enough math to sour the taste. That leads
managers to water down the drink with hunches and rules of thumb, or leave out the
parts with which they don’t feel comfortable. While this makes for a sweeter drink, it
often lacks the punch to have an impact on the customer or on the business. It doesn’t
have to be that way, though, as Hermann Simon illustrates through dozens of stories
collected over four decades in the trenches and behind the scenes. A world-renowned
speaker on pricing and a trusted advisor to Fortune 500 executives, Simon’s lifelong
journey has taken him from rural farmers’ markets, to a distinguished academic career,
to a long second career as an entrepreneur and management consultant to companies
large and small throughout the world. Along the way, he has learned from Nobel Prize
winners and leading management gurus, and helped countless managers and
executives use pricing as a way to create new markets, grow their businesses and gain
a sustained competitive advantage. He also learned some tough personal lessons
about value, how people perceive it, and how people profit from it. In this engaging and
practical narrative, Simon leaves nothing out of the pricing cocktail, but still makes it go
down smoothly and leaves you wanting to learn more and do more—as a consumer or
as a business person. You will never look at pricing the same way again.
In the high-pressure quest to make a sale, acquire a contract, and beat out other
bidders, sales professionals frequently resort to cutting prices, offering discounts, or
making other concessions that cut into their operating marginsùshort-term strategies
that are destructive to the long-term sustainability of their business. High-Profit Selling
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helps readers understand that their sales goal shouldn't simply be to sell more, but to
sell more at a higher priceàand that success comes only to those focused on
ôprofitable sales.ö This eye-opening book shows readers how to: Avoid negotiating ò
Actively listen to customers ò Match the benefits of their product or service with the
customer's needs and pains ò Confidently communicate value ò Successfully execute a
price increase with existing customers ò Ensure prospects are serious and not
shopping for price Too many salespeople believe that a sale at any price is better than
no sale at all. This powerful guide helps move readers toward a profit-centered
approach that will strength en their relationships and increase their bottom line.
From the man the Wall Street Journal hailed as "the guru of Revenue Management"
comes revolutionary ways to recover from the after effects of downsizing and refocus
your business on growth. Whatever happened to growth? In Revenue Management,
Robert G. Cross answers this question with his ground-breaking approach to
revitalizing businesses: focusing on the revenue side of the ledger instead of the cost
side. The antithesis of slash-and-burn methods that left companies with empty profits
and dissatisfied stockholders, Revenue Management overturns conventional thinking
on marketing strategies and offers the key to initiating and sustaining growth. Using
case studies from a variety of industries, small businesses, and nonprofit organizations,
Cross describes no-tech, low-tech, and high-tech methods that managers can use to
increase revenue without increasing products or promotions; predict consumer
behavior; tap into new markets; and deliver products and services to customers
effectively and efficiently. His proven tactics will help any business dramatically improve
its bottom line by meeting the challenge of matching supply with demand.
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