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Pricing Strategy

Pricing Strategy Worksheets
Make a copy of these worksheets for each target market and product/service for which you want to develop or change a pricing strategy.  The “Financial Reality Check” worksheet (page 16) asks you to do a Breakeven Analysis to help determine if your strategy is feasible or not.  If you haven’t read Topic number 04-0350, Breakeven Analysis, you should do so before attempting the Financial Reality Check worksheet.
	Pricing strategy for

(name product or service)


	Target Market
(name or brief description)




	Pricing Objectives

(What are your pricing objectives for this product and target market?)
#1 


Competitor Analysis Worksheet

Select your three (or more) strongest competitors.  Make one copy of this worksheet for each competitor, and complete a worksheet for each competitor.
	Name of Competitor
	Description of competitor’s pricing

	
	


	Competitor’s Advantages

What are this competitor’s advantages in comparison to your products and services and your business in general, as seen through the eyes of your target market customers?
1. 
	Competitor’s Disadvantages
What are this competitor’s DISadvantages in comparison to your products and services and your business in general as seen through the eyes of your target market customers?

1. 


Competitive Chess Game Worksheet
	Tentative Pricing Strategy

Based on your pricing objectives and your competitive analysis, what pricing 
strategy do you tentatively intend to establish?  Describe it in detail.

	


Where does that pricing strategy place you on the Competitive Chessboard in comparison to your major competitors?  Please mark the appropriate box(es) on the Chessboard below.

Carefully think through your tentative strategy in light of the competitive situation.  Given your competitive strengths and weaknesses, will your tentative strategy enable you to deliver enough value to your customers so that you will be able to meet your pricing objectives?  If so, commit to your tentative pricing strategy.  If not, revise your pricing strategy and the related elements of customer value so that you will be able to achieve your objectives.  Write your revised strategy in the box below.
	Revised Pricing Strategy Description (if needed)

Given the competitive position shown on the Chessboard above, what price
and value (for customers) strategy should you adopt?  Describe that strategy in this box.




Financial Reality Check

Conduct your financial reality check using Breakeven analysis for each product and target market and for your business as a whole.  If you are not familiar with Breakeven analysis, refer to Topic number 04-0350, Breakeven Analysis, and use the worksheets provided.
	Financial Impact Summary

Summarize the results of your financial reality check (Breakeven analysis) in this space.




Testing Your Pricing Strategy

	Are you able to test your pricing strategy?

	IF NO please explain briefly why you are unable to test the pricing strategy.


	IF YES please summarize your plan for testing your pricing strategy.



Monitoring Your Pricing Strategy

	How will you measure and monitor the results of the pricing strategy? 

	ACTION

What measurements will be taken and how frequently?  How will the information be gathered?
	RESPONSIBILITY

Who will be responsible for reporting results to you?
	TIMING

When and how frequently will results be reported to you?
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The Competitive Chessboard
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