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Equipping participants with the knowledge and 
techniques to develop effective pricing strategies 
and employ tactical pricing approaches for 
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What we cover. 
 
In the dynamic world of business, effective pricing strategies are essential 
for maximizing profitability and gaining a competitive edge. Our 
comprehensive course, "Pricing Strategies and Tactics: Mastering 
Profitable Pricing," is designed to equip professionals with the knowledge 
and skills necessary to develop and implement successful pricing 
strategies. 
 

Throughout this course, you will explore the core principles and 
techniques of pricing. You will learn how to analyse market dynamics, 
conduct pricing research, and identify pricing opportunities in diverse 
business environments. We will delve into various pricing models, such as 
value-based pricing, cost-plus pricing, and dynamic pricing, providing you 
with a holistic understanding of their applications. 
 

The course will cover strategies for price positioning, segmentation, and 
differentiation. You will gain insights into understanding customer 
behaviour, price elasticity, and conducting competitive analysis to 
effectively set optimal pricing levels. We will also address pricing tactics, 
such as promotional pricing, bundling, and price optimisation, enabling 
you to create compelling pricing structures and maximize revenue. 
 

Furthermore, we will address the importance of value communication and 
negotiation in pricing. You will learn how to effectively communicate the 
value of your offerings to customers, build pricing packages, and negotiate 
with stakeholders to achieve mutually beneficial outcomes. 
 

Led by industry experts with extensive experience in pricing strategies, this 
course combines theoretical knowledge with practical insights and real-
world examples. Through interactive discussions and case studies, you will 
develop the skills to navigate complex pricing challenges and make 
informed pricing decisions that drive profitability. 
 

Join us to master the art of pricing strategies and tactics, and unlock the 
potential to optimize your pricing approach, maximize revenue, and 
achieve long-term business success in today's competitive marketplace. 
 
Who is it for? 
 
This course is ideal for founders, product managers, pricing managers, 
sales teams, project managers, programme managers, marketing 
managers. 
 

Duration & Delivery Format. 
 
Choose your preferred duration ½ day, 1 day, 2 day, online or physical. 
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Course Topics. 
 
Module 1: Introduction to Pricing Strategies 
 

• Understanding the role of pricing in business success 
• Differentiating between pricing strategies and tactics 
• Overview of key pricing concepts and their impact on profitability 

 
Module 2: Market Analysis and Pricing Research 
 

• Techniques for analysing market dynamics and customer behaviour 
• Conducting pricing research to understand customer preferences 
• Identifying pricing opportunities and competitive benchmarks 

 
Module 3: Value-Based Pricing 
 

• Exploring the concept of value-based pricing 
• Linking pricing to the perceived value of products and services 
• Techniques for communicating value to customers effectively 

 
Module 4: Cost-Plus Pricing and Profit Margins 
 

• Understanding cost-plus pricing methodology 
• Calculating product costs and establishing profit margins 
• Balancing cost considerations with market demand 

 
Module 5: Dynamic Pricing Strategies 
 

• Exploring dynamic pricing and its applications 
• Factors influencing dynamic pricing decisions 
• Implementing real-time pricing adjustments for competitive 

advantage 
 
Module 6: Price Positioning and Segmentation 
 

• Strategies for effective price positioning in the market 
• Importance of customer segmentation in pricing decisions 
• Tailoring pricing strategies to different customer segments 

 
Module 7: Price Differentiation and Personalization 
 

• Techniques for creating differentiated pricing structures 
• Leveraging personalisation to enhance customer value perception 
• Case studies of successful price differentiation strategies 
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Module 8: Pricing and Behavioural Economics 
 

• Understanding the psychology of pricing and consumer behaviour 
• Leveraging pricing cues to influence purchase decisions 
• Ethical considerations in leveraging behavioural economics 

 
Module 9: Competitive Analysis and Pricing Wars 
 

• Strategies for competitive pricing analysis 
• Navigating pricing wars and maintaining profitability 
• Creating sustainable competitive advantage through pricing 

 
Module 10: Promotional Pricing and Bundling 
 

• Utilising promotional pricing to drive short-term sales 
• Techniques for creating effective bundle pricing strategies 
• Balancing discounts with long-term profitability 

 
Module 11: Price Optimisation Techniques 
 

• Introduction to price optimization methodologies 
• Leveraging data analytics for pricing decisions 
• Continuous improvement and refinement of pricing strategies 

 
Module 12: Value Communication and Negotiation 
 
Communicating value propositions to customers 
Creating compelling pricing packages and offers 
Negotiation strategies for achieving mutually beneficial outcomes 
 
Module 13: International Pricing Strategies 
 

• Challenges and considerations in pricing for international markets 
• Adapting pricing strategies to diverse cultural and economic 

contexts 
• Currency fluctuations and their impact on international pricing 

 
Module 14: Strategic Pricing Decision-making 
 

• Synthesising learning from the course journey 
• Developing a strategic pricing plan for a real or hypothetical product 
• Reviewing the key takeaways and preparing for pricing challenges in 

the real world 
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Assessment Methods. 
 

• Quizzes after each module to gauge understanding 
• Practical assignments demonstrating application of pricing 

principles 
• Final project: Developing a comprehensive pricing strategy for a real 

or hypothetical product 
 
 
 
 
 
 
Further information: 
 
info@techsensecity.com 
 
+44 208 050 5851 
 
https://www.techsensecity.com/ 
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