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The Deloitte Pricing Survey assesses Pricing strate gy and 
capabilities for multinational customers across a r ange of industries

• Deloitte contributes valuable experience from pricing 
engagements across multiple industries

• Providing best practices
and methodologies on
how to achieve excellence
in pricing on an
international basis

• ‘International Pricing Study’ 
combining survey insights with 
valuable Deloitte know-how

• Customized survey results to 
compare yourself against others 
and to identify relative strengths & 
weaknesses

Pricing Specialist Deloitte Your Benefits
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Pricing Strategy

Pricing Technology & 
Data Management

Organizational 
Alignment & 
Governance

Advanced Analytics 
& Price Setting

Tax & Regulatory Effectiveness

Price Execution

Foundational

Profit Retention
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• The survey focuses on how companies set their prices in different markets , 
countries and regions, and how they price multinational customers

• The full spectrum from pricing strategy to price settin g and execution is covered 
and combines the current status quo in pricing theory and practice

International Pricing Survey

How do you cope with the demand for 
harmonized prices across markets of 
some of your clients? How competitive 

is your approach 
to international 

pricing?Are you able to keep price premiums in 
presence of increasingly globalised 
competition?

Is your international price setting an 
effective strategic weapon or do you act 
as a price taker?

Is your price setting consistently 
executed and monitored in all of your 
markets and countries?
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Internal and external challenges make international  pricing a crucial 
success factor for profitable growth

External Challenges

External Challenges

Key Questions in International 
Pricing:

• How to lever international 
pricing as an effective 
strategic weapon instead of 
acting as a price taker?

• How to cope with requests for 
Global Pricing Contracts?

• How can value-based pricing 
help to keep price premiums?

• How to execute defined  price 
setting guidelines on an 
international basis?

Higher price transparency
Prices becoming more transparent for 
customers across borders and 
markets

Risk of arbitrage trading
Goods from low price level countries 
being resold in countries with higher 
prices

Global Competition

Intensified competition on a global 
scale putting pressure on prices

Centralised Sourcing
Customers with global sourcing 
strategies putting downward pressure 
on prices

Key Questions Internal Challenges

Lacking price consistency
Widely varying prices and conditions 
across markets and customers

Unaligned price execution

International price setting process 
insufficiently monitored and 
controlled by HQ

Lacking price information
Low ability of gathering price-related 
market, customer and competitor 
knowledge

Inadequate pricing strategies
Focused on costs or competitors 
instead of added-value and 
willingness-to-pay
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• Current issues and challenges in (international) pricing

• General pricing capabilities , price positioning and internal pricing responsibilities

• Customer segmentation and account management in an international context

• Evaluation of reasons behind winning and losing customer orders

• Strategic pricing objectives and 
core pricing principles

• Price differentiation criteria in 
international markets

• Usage of analytical price 
methods

• Steering of foreign business

• International cost analysis and 
measurement

• Competitive, market and
customer intelligence

Pricing Strategy & Analytics Price Execution & Mgmt.Price Setting

• List price calculation 
methodologies

• Criteria for customer-specific 
price setting

• Price setting for global and
international accounts

• Geographic market 
segmentation and price 
harmonisation concepts

• Internal guidelines and policies 
for price execution

• External price communication

• Controlling and monitoring of 
pricing across countries and 
accounts

• Price reporting, analysis and 
performance measurement of 
price execution in international 
organizations

General Pricing Aspects

Best practice exa mple sLi ce nsing mode ls

Subscripti on 
Licensing

Pe rpetua l 
L icensi ng

Le asi ng On-demand

Introduction
• Objectives
• Methodology
• Background

Re commendations

• Recommendat ions for t he components of price model
• Licensing model
• Maint enance
• Price metric
• Discount policy

Assessment of be st 
practice exa mpl es

• Transferabilit y
• Profitability
• Significance
• Comparisons

Outl ine
• Description
• Pros & cons for vendor and buyer
• Brief examples/ overview

In-de pth best 
practice exa mpl es

• Licensing type
• Pricing metrics
• Maintenance
• Discount policy
• Strategy

Banking 
software

ERP/BI/ 
standard 
package s

Middl e-
ware

Others/ 
ni che

The survey questionnaire is structured into 4 secti ons, focusing on 
international Pricing strategy, setting and managem ent

€

Profit 
(Target)

Total 
Operating 
Expenses

Selling 
Expenses

General 
Admin.

R&D CostTotal 
Sales

Main-
tenance 
Sales

License 
Sales

How do I 
recover 
my cost?

What is the 
price of  the 
best 
alternative?

What price 
w ill the 
market bear?

Price Setting Nature 

Value-
based 
pricing

Economy-
based 
pricing

Compe-
tition
based 
pricing

Cost-
based 
pricing
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Historic costs

Economic and 
industry trends

Basis for Price 
Setting
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to be fair, yet still low cost
to be relatively high, yet still acceptable
to be so high that the subscription is no longer worth it
to be so low that one doubts the quality of the offering

Point of marginal 
expensiveness: 24 €

Optimal Price Point : 
17.5 €

Point of marginal 
cheapness: 14.5 €
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With a survey participation you can benefit from va luable insights 
and comprehensive survey results

� Deloitte as a Pricing Specialist, offering insights into issues and 
challenges in international pricing

� Best practices & case studies on how to achieve excellence in
international pricing on an international basis

� Quantitative and qualitative analyses showing your survey 
results in comparison to other participants

� Compare your views & approaches, positioning and 
capabilities in core pricing areas

� Reveal areas of strengths and optimization potential 

� Together with our pricing experts we offer you a discussion of 
the results for your company

� This includes the identification of short- and mid-term 
improvements of relevant optimization areas

International 
Pricing Study

Customized 
Survey Results

Expert Workshop

What are your benefits?
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• “This Pricing Centre of Excellence gives 
Deloitte a significant advantage over 
competitors...”

• “Deloitte’s approach to pricing 
focuses on execution , with the 
emphasis on improving the pricing 
process rather than just doing high-level 
strategy work.”

Deloitte has a proven track record as leading manag ement 
consulting firm and preferred business advisor for Pricing

• Our pricing methodologies and
tools ensure an effective and
structured approach

• Globally proven and
unique methodologies

• Reduced project timing
and project effort

• More than 70 pricing engagements 
across multiple industries

• Projects covering all
phases of the pricing
lifecycle - from
strategic advice to
operational execution &
implementation

Leading Management Consultancy* Acknowledged Expertise

Proven Pricing Methodologies Pricing Project Expertise

# Company Revenues in US$ bn Growth
1 Deloitte 5.5 6.4%
2 McKinsey 4.6 1.5%
3 Accenture 4.2 7.7%
4 PwC 2.8 13.3%
5 Mercer 2.8 6.9%
6 IBM 2.6 5.7%
7 BCG 2.4 0.7%
8 KPMG 2.0 8.0%
9 BAH 1.9 22.7%

10 Bain & Company 1.8 -0.2%

* Source: Global Consulting Marketplace 2009, Kennedy Consulting Research

Engagement Examples
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Contacts in Switzerland 

Marco Issenmann
Senior Consultant

Deloitte Consulting AG

General Guisan-Quai 38
CH-8022 Zürich
Switzerland

Telephone + 41 44 421 6869
Mobile + 41 79 501 6069

missenmann@deloitte.ch
www.deloitte.ch

Member of 
Deloitte Touche Tohmatsu

Thorsten Engel
Partner

Deloitte Consulting AG

General Guisan-Quai 38
CH-8022 Zürich
Switzerland

Telephone + 41 44 421 6736
Mobile + 41 79 732 7964

thengel@deloitte.ch
www.deloitte.ch

Member of 
Deloitte Touche Tohmatsu

Nico Kleyn
Director

Deloitte Consulting AG

General Guisan-Quai 38
CH-8022 Zürich
Switzerland

Telephone + 41 44 421 6807
Mobile + 41 79 737 3707

nikleyn@deloitte.ch
www.deloitte.ch

Member of 
Deloitte Touche Tohmatsu
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