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[1/10] I. Executive Summary 

This section provides an overview of your product/service and the primary purpose of the 

pricing strategy. 

Product/Service: 

(e.g., "Our product is a state-of-the-art home automation system that offers unique features 

like...") 

Purpose of the Pricing Strategy: 

(e.g., "The main objective of our pricing strategy is to penetrate the market rapidly and 

establish a significant presence...") 

II. Product/Service Description 

Detailed Description: 

Provide an exhaustive explanation of your product/service, elaborating on its features, 

benefits, and applications. 

Unique Selling Proposition (USP): 

Define what differentiates your product/service from the competition. This could be 

anything from superior quality, unique features, or exceptional service. 

Product Life Cycle Stage: 

Identify the current stage of your product in its life cycle: introduction, growth, maturity, or 

decline. This stage can significantly influence your pricing strategy. 

III. Market Analysis 

Market Size and Growth Rate: 



Estimate the total size of your target market and its potential growth rate. Use reliable 

sources for this information. 

Market Trends: 

Identify the prevalent trends in your market. This could be technological advancements, 

changing consumer behaviors, or regulatory shifts. 

Industry Pricing Norms and Standards: 

Tips: 

1 Spend ample time crafting your USP. It's a crucial element that can influence consumers' 

perception of your product's value, which in turn impacts your pricing strategy. 

2 The stage of your product's life cycle should inform your pricing strategy. For instance, 

penetration pricing might be more suitable during the introduction stage, while price 

skimming might be more appropriate during the growth stage. 

3 Regularly revisit the market analysis section. Market conditions can change rapidly, 

necessitating adjustments to your pricing strategy. 
  



 
 

[2/10] IV. Competitor Analysis 

Primary and Secondary Competitors: 

List your main competitors, considering both direct and indirect competition. Direct 

competitors offer similar products/services, while indirect competitors satisfy the same need 

with a different product/service. 

Competitor Product/Service Direct (D) / Indirect (I) 

   

   

   

Competitors' Pricing Strategies: 

Analyze and record the pricing strategies employed by these competitors. This could include 

cost-plus pricing, value-based pricing, etc. 

Competitor Pricing Strategy Price Range 

   

   

   

Competitors' Product/Service Offerings and their USPs: 

Identify your competitors' unique selling propositions (USPs) to understand what 

differentiates their products/services. 

Competitor Product/Service USP 

   

   

   

 

V. Customer Analysis 

Target Customer Segments: 

Identify your target customer segments, their characteristics, and needs. 



Customer Segment Characteristics Needs 

   

   

   

Customer Willingness to Pay: 

Conduct market research to understand how much your target customers are willing to pay 

for your product/service. 

Price Sensitivity Analysis: 

Explore your customers' price sensitivity. Determine how a change in price might affect 

demand for your product/service. 

Customer Perceived Value of the Product/Service: 

Assess how your customers perceive the value of your product/service. This perception can 

greatly influence their willingness to pay. 

Tips: 

For a more detailed competitor analysis, consider using a tool like SWOT analysis or 

Porter's Five Forces. 

 

Customer surveys, focus groups, or one-on-one interviews can be great ways to gather 

information about customers' willingness to pay and price sensitivity. 

 

Understand that the perceived value of your product/service can be subjective and vary 

greatly among different customer segments. 
 
 

Conduct a thorough analysis of the costs involved in producing and delivering your 

product/service. 

 

 

 



Fixed Costs: 

Fixed costs are expenses that do not change regardless of your production volume. 

Fixed Cost Item Amount 

Rent $XXXX 

Salaries $XXXX 

Utilities $XXXX 

Depreciation $XXXX 

Total $XXXX 

Variable Costs: 

Variable costs fluctuate based on the volume of goods or services you produce. 

Variable Cost Item Amount per Unit 

Raw materials $X 

Direct labor $X 

Packaging $X 

Shipping $X 

Total $X 

Break-Even Analysis: 

Calculate the point at which total revenue equals total costs (fixed and variable). 

Profit Margin Targets: 

Set your target profit margin. This could be a flat rate or a percentage of the selling price. 

VII. Pricing Objectives 

Identify the main objectives of your pricing strategy. 

Pricing Objective Description Priority 

Revenue Generation Maximizing the total revenue High 

Market Penetration Setting a low price to gain market share quickly Medium 

Market Skimming Setting a high initial price to "skim" maximum revenue layer by layer Low 

Profit Maximization Setting the price to generate the most profit High 

Cost Recovery Setting the price to cover costs and break even Medium 

Product Bundling Offering multiple products for a lower price than if purchased separately Low 

 

Tips: 



Conducting a thorough cost analysis is crucial to ensuring profitability. If you're unsure 

about certain costs, it's better to overestimate than underestimate. 

 

When calculating break-even point, don't forget to factor in both fixed and variable costs. 

 

Your pricing objectives should align with your overall business objectives. Be sure to 

prioritize them based on your current strategic focus. 

 

 

  



[4/10] VIII. Pricing Methods 

Identify and evaluate different pricing methods that could be used for your product or 

service. 

Pricing Method Description 

Applicability to Our 

Product/Service 

Cost-plus Pricing Setting the price based on the cost of production plus a profit margin Suitable/Not Suitable 

Value-based 

Pricing 

Setting the price based on the perceived value to the customer Suitable/Not Suitable 

Competitive 

Pricing 

Setting the price based on what competitors are charging Suitable/Not Suitable 

Penetration 

Pricing 

Setting a low initial price to quickly gain market share Suitable/Not Suitable 

Price Skimming Setting a high initial price and lowering it over time Suitable/Not Suitable 

Psychological 

Pricing 

Setting the price at, for example, $4.99 instead of $5.00 to make the product 

seem cheaper 

Suitable/Not Suitable 

 

 

IX. Price Levels and Structures 

Set your base price and determine any adjustments such as discounts, payment terms, volume 

pricing, etc. 

Base Price: 

(e.g., "Our base price for the product will be $XXX.") 

Discounts and Allowances: 

Consider any discounts or allowances that you may offer, such as early payment discounts or 

volume discounts. 

Type of Discount Description Amount 

Volume Discount Discount given for purchasing in bulk $XX off for purchases over $XXX 

Early Payment Discount Discount for paying invoice early X% off if paid within XX days 

Seasonal Discount Discount offered during a certain time period X% off during [season] 

 



Payment Terms: 

Describe the payment terms you'll offer to customers (e.g., "Net 30," which means the full 

amount is due within 30 days after the invoice date). 

Volume Pricing, Tiered Pricing, and Dynamic Pricing: 

Outline any special pricing structures you plan to use, such as charging less per unit for 

larger volumes, having different price tiers based on features or service levels, or adjusting 

prices based on demand or other factors. 

 

Tips: 

When choosing a pricing method, consider your product's value proposition, market 

conditions, and business goals. 

 

Discounts can be a powerful tool to incentivize purchases but should be used judiciously 

to avoid eroding your profit margins. 

 

Dynamic pricing can maximize profits, especially in sectors where demand fluctuates, but 

it requires sophisticated systems and can be perceived negatively by some customers. 
 
 
 
 
 
 

  



[5/10] X. Implementation Plan 

Detail your plan to communicate and roll out your pricing strategy. 

Communication of Pricing Strategy to Stakeholders: 

Define how and when you will communicate your pricing strategy to various stakeholders, 

including employees, partners, and customers. 

Stakeholder Communication Method Key Messages Date 

Employees Staff meeting [Key Message] XX/XX/XXXX 

Partners Email, Conference call [Key Message] XX/XX/XXXX 

Customers Email, Social media [Key Message] XX/XX/XXXX 

Timeline for Strategy Rollout: 

Outline the key dates and milestones for implementing your pricing strategy. 

Milestone Description Due Date 

Milestone 1 [Description] XX/XX/XXXX 

Milestone 2 [Description] XX/XX/XXXX 

Milestone 3 [Description] XX/XX/XXXX 

Systems and Processes Required for Implementation: 

Identify any systems (like billing software) or processes (like staff training) that need to be in 

place before your new pricing can take effect. 

System/Process Description Responsible Person/Team Implementation Date 

System 1 [Description] [Responsible Person/Team] XX/XX/XXXX 

Process 1 [Description] [Responsible Person/Team] XX/XX/XXXX 

 

XI. Monitoring and Evaluation 

Describe how you will monitor the performance of your pricing strategy and evaluate its 

effectiveness. 

KPIs to Track: 



Identify key performance indicators (KPIs) that will help you assess whether your pricing 

strategy is meeting its objectives. 

KPI Target Tracking Frequency Responsible Person/Team 

Sales Volume [Target] Monthly Sales Team 

Revenue [Target] Monthly Finance Team 

Profit Margins [Target] Monthly Finance Team 

Market Share [Target] Quarterly Marketing Team 

Frequency of Review: 

Determine how often you will formally review your pricing strategy (e.g., "We will conduct 

a comprehensive review of our pricing strategy every six months."). 

Adjustment Plan: 

Outline your approach to making adjustments if your pricing strategy is not meeting its 

objectives or if market conditions change. 

 

Tips: 

Clear communication is crucial when rolling out a new pricing strategy to ensure all 

stakeholders understand the changes and the reasons behind them. 

 

Regular monitoring and evaluation of your pricing strategy can help you respond quickly to 

any issues or changes in the market. 

 

Be prepared to adjust your pricing strategy if it's not working as expected. Flexibility can be a 

competitive advantage in a rapidly changing market. 
 
 

  



[6/10] XII. Contingency Plan 

Identify potential risks or challenges related to your pricing strategy and outline steps to 

mitigate them. 

Potential Risks: 

Identify and assess potential risks related to your pricing strategy. 

Risk Potential Impact Likelihood (Low/Medium/High) 

Risk 1 [Potential Impact] Medium 

Risk 2 [Potential Impact] Low 

Risk 3 [Potential Impact] High 

Risk Mitigation Strategies: 

Outline strategies to mitigate these risks. 

Risk Mitigation Strategy 

Risk 1 [Mitigation Strategy] 

Risk 2 [Mitigation Strategy] 

Risk 3 [Mitigation Strategy] 

XIII. Legal and Ethical Considerations 

Pricing Regulations: 

Consider any laws or regulations that could affect your pricing, such as laws against price 

discrimination or deceptive pricing practices. 

Ethical Considerations: 

Reflect on ethical considerations related to your pricing. For instance, if your product is a 

necessity, it might be considered unethical to price it beyond the reach of low-income 

consumers. 

 

 



 

Potential Consequences: 

Discuss potential legal and ethical consequences of your pricing decisions. 

Legal/Ethical Issue Potential Consequences 

Issue 1 [Potential Consequences] 

Issue 2 [Potential Consequences] 

 

Tips: 

4 A good contingency plan can help you respond quickly and effectively to unforeseen 

events or circumstances. 

5 It's essential to be aware of all legal and regulatory requirements related to your pricing. 

When in doubt, seek legal advice. 

6 Ethical pricing practices not only help avoid legal issues but also enhance your reputation 

and relationships with customers. 
 

  



[7/10] XIV. Price Testing and Validation 

Detail your approach to testing your pricing strategy before a full-scale rollout. 

Testing Methods: 

Consider using methods like A/B testing, where you offer different prices to different groups 

of customers and monitor the results. 

Test Description Expected Outcome 

A/B Test 1 [Description] [Expected Outcome] 

A/B Test 2 [Description] [Expected Outcome] 

Validation Metrics: 

Identify the metrics you will use to validate your pricing strategy. 

Metric Description Target 

Conversion Rate [Description] [Target] 

Revenue [Description] [Target] 

XV. International Pricing 

If you plan to sell internationally, consider the unique factors that might affect your pricing 

in different markets. 

Market-Specific Factors: 

Consider factors like local competition, costs, customer purchasing power, and regulations. 

Market Competition Costs Customer Purchasing Power Regulations 

Market 1 [Description] [Description] [Description] [Description] 

Market 2 [Description] [Description] [Description] [Description] 

Currency Fluctuations: 

Discuss how currency fluctuations could impact your pricing and how you plan to manage 

this risk. 

 

XVI. Pricing Technology and Tools 



Software and Tools: 

Identify any software or tools that can help you implement and manage your pricing 

strategy. 

Tool Use Cost 

Tool 1 [Use] [Cost] 

Tool 2 [Use] [Cost] 

 

Tips: 

Price testing can provide valuable insights and help you refine your pricing strategy before a 

full-scale rollout. 

 

International pricing requires careful consideration of many factors, including local market 

conditions, costs, and regulations. 

 

Pricing software can automate many aspects of pricing and provide data for more informed 

decision-making. 
 
 
  



 

[8/10] XVII. Reflection on Business Goals 

Revisit your overall business goals and reflect on how your pricing strategy aligns with them. 

Alignment with Business Goals: 

Discuss how your pricing strategy supports your business goals. 

Business Goal How Pricing Strategy Supports this Goal 

Goal 1 [Description] 

Goal 2 [Description] 

 

XVIII. Document Approval 

Include a section for approval of the pricing strategy document. This ensures that key 

stakeholders have reviewed and agreed on the contents. 

Role Name Signature Date 

CEO [Name] [Signature] [Date] 

CFO [Name] [Signature] [Date] 

CMO [Name] [Signature] [Date] 

XIX. Document History 

Maintain a record of changes to the document. This helps track the evolution of your pricing 

strategy over time. 

Version Date Description of Changes Changed by 

1.0 [Date] Initial document [Name] 

1.1 [Date] [Description of Changes] [Name] 

 

 

Tips: 



Regularly revisiting and reflecting on your business goals can help ensure your pricing 

strategy remains aligned with them as both your business and the market evolve. 

 

Gaining approval from key stakeholders increases buy-in and ensures everyone is on board 

with the pricing strategy. 

 

Keeping a record of changes to your pricing strategy document provides a helpful history and 

can inform future pricing decisions. 
 
 

[9/10] XX. Appendix 

Include any additional data, charts, or information that support your pricing strategy but 

didn't fit neatly into the other sections. 

Appendix Item Description 

Item 1 [Description] 

Item 2 [Description] 

XXI. References 

List any sources or references used to develop your pricing strategy. Following an 

appropriate citation style, such as APA or MLA, to give credit to the original authors. 

7 Author Last Name, First Initial. (Year). Title of source. Publisher. URL (if applicable) 

 

Tips: 

1 Use the appendix to provide additional context or evidence to support your pricing 

strategy. 

2 When referencing external sources, make sure to cite them properly to avoid plagiarism 

and to allow others to access the original source. 

 

 

 

 

[10/10] XXII. Conclusion 



Wrap up your document with a brief conclusion summarizing the key points of your pricing 

strategy and its expected impact on your business. 

In conclusion, our comprehensive pricing strategy is designed to align with our business 

objectives, manage costs, take advantage of market opportunities, and ensure legal and 

ethical compliance. By implementing, monitoring, and adjusting this strategy as needed, we 

expect to achieve [specific outcomes]. 

 

Next Steps 

Once the pricing strategy document is approved, the next steps include: 

Communicating the strategy to all relevant stakeholders 

 

Training staff as necessary to implement the strategy 

 

Setting up any required systems or tools 

 

Beginning the rollout according to the timeline in the implementation plan 

 

Monitoring the strategy's performance and making adjustments as needed 
 


