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The Professional Pricing Society’s December 2014 survey of pricing professionals received 
nearly 1,000 responses and reflects significant feedback from growing pricing communities 
from across the globe. We conduct this survey each year in the hope that this information 
provides a good synopsis of where pricing stands as a career option and a good demon-
stration of pricing and its importance within the business world. For more information about 
this and other surveys, contact PPS at info@pricingsociety.com.

PPS December, 2014 Survey of  
Today’s Pricing Professional

T
he Professional Pricing Society (PPS) has been surveying 
the pricing community regularly since 1998 as a service 
to PPS Members and the pricing community worldwide. 
We use responses from pricers worldwide to analyze 

the growth of the pricing profession, and to continue to develop 
resources and tools to help pricers in the areas they identify as 
key instigators and obstacles to professional development. 

In December, 2014 we again surveyed pricers and received al-
most 1,000 responses from across the globe. Since PPS is the 
center of the pricing discipline worldwide, the survey results are 
widely used as a benchmark for a variety of pricing queries: sala-
ries, reporting structures, career opportunities, pricing software 
usage and key components of job satisfaction from both positive 
and negative standpoints. Our organization acquires survey data 
as a free service to our members and those interested in pricing 
demographic trends. We hope that this information provides a 
good synopsis of where pricing stands as a career option and 
a good demonstration of pricing and its importance within the 
business world.

Pricing Demographics 
Most survey respondents work for medium-large to very large 
corporations: 40.8% work for companies with annual revenues 
in excess of $5 billion or equivalent and 29.0% report that their 
company annual revenues are between $500 million and $5 
billion. A significantly sized group, 30.2% are from companies 
with less than $500 million in annual revenue. When compared 
to 2013 results, the largest group — over $5 billion in annual 
revenue — is similarly sized, the middle group (between $500 
million and $5 billion in annual revenue) is slightly smaller, and 
the small group, under $500 million in annual revenue, is more 
numerous than last year’s survey.

The number of employees in the respondents’ companies devoted 
primarily to pricing shows a trend toward moderate-sized pricing 
departments: 35.0% responded that their companies have fewer 
than 10 pricing people or full-time equivalents — this is almost 
identical to last year’s survey, 38.7% have between 10 and 49 
pricers — a significant increase versus previous surveys, 10.0% 
report having between 50 and 99 pricers — slightly more than 
the 2013 survey, and 16.3% state that their companies have 

more than 100 employees devoted 
to pricing — a smaller group than our 
last survey.

Salaries
Salaries were slightly higher at the Vice 
President and Analyst levels versus 
last year’s survey. Vice Presidents 
reported over a 3% increase for 
$7,000 more annual salary versus 
2013 and Analysts reported about 
a 4% increase for $3,000 more. 
Unfortunately, the picture was not as 
favorable for Manager and Director 
level employees: both had slight 
decreases versus our 2013 Year 
End survey. 

American Pricing Analysts reported 
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Figure 1:  Salary Excluding Bonuses by Pricing Title 

Salaries were slightly higher at the Vice President and Analyst levels versus last year’s survey. Vice 
Presidents reported over a 3% increase for $7,000 more annual salary versus 2013 and Analysts 
reported about a 4% increase for $3,000 more.  Unfortunately, the picture was not as favorable for 
Manager and Director level employees:  both had slight decreases versus our 2013 Year End survey.   

American Pricing Analysts reported an average salary of $78,109 for an increase of 4.2% since our last 
survey.  For European Pricing Analysts, the average was €52,668. 

Pricing Managers’ average annual salaries decreased to $106,372 for a decrease of less than 1% versus 
last year.  Euro Zone managers claimed annual compensation of €75,460 and for Canadian Managers it 
was CAD 94,273.  British Managers reported an average of £59,734. 

Pricing Directors also reported a slight decrease in annual salaries versus 2013. Their average of 
$148,670 represents a 1.1% annual decrease since our last survey.  Euro Zone Directors reported 
average salaries of €112,071 and Canadian Directors earned CAD 138,626. 

Vice Presidents reported more salary than last year, a 3.3% annual increase to $205,679.  Euro Zone Vice 
Presidents reported average salaries of € 147,656. 

Across all categories and regardless of title, the average pricer now earns $119,212 in the USA, €84,044 
in the Euro Zone, CAD 100,026 in Canada and £73,548 in Great Britain. 
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Figure 1: Salary Excluding Bonuses by Pricing Title

 

Senior Management (Presidents, Vice Presidents, and General Managers) accounts for slightly less than 
8% of overall job titles.  Managers are the largest individual group and are slightly larger than the 
Analyst and Director titles combined. 
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an average salary of $78,109 for an 
increase of 4.2% since our last survey. 
For European Pricing Analysts, the 
average was €52,668.

Pricing Managers’ average annual salaries 
decreased to $106,372 for a decrease of 
less than 1% versus last year. Euro Zone 
managers claimed annual compensation 
of €75,460 and for Canadian Managers 
it was CAD 94,273. British Managers 
reported an average of £59,734.

Pricing Directors also reported a slight 
decrease in annual salaries versus 2013. 
Their average of $148,670 represents 
a 1.1% annual decrease since our last 
survey. Euro Zone Directors reported 
average salaries of €112,071 and 
Canadian Directors earned CAD 138,626.

Vice Presidents reported more salary than last year, a 3.3% an-
nual increase to $205,679. Euro Zone Vice Presidents reported 
average salaries of € 147,656.

Across all categories and regardless of title, the average pricer 
now earns $119,212 in the USA, €84,044 in the Euro Zone, CAD 
100,026 in Canada and £73,548 in Great Britain.

PPS also asks about salaries plus bonuses and benefits in this 
year’s survey. Vice Presidents reported average salary plus bo-
nuses and benefits of $259,538. Directors claimed an average 
of $194,805. Managers earned $127,730 in total while Analysts 
reported $88,327.

Salary Trends by Industry 
There is a very wide range of reported salaries by industry 
according to our survey respondents. Those in Consulting 
reported the highest average salaries at $151,126. Healthcare 
and Life Sciences were the next best compensated at 
$148,542 on average. High-Technology was the 3rd best paid 
sector at $129,747. Services ($123,801), Telecommunications 
($121,765), Financial ($121,687), Utilities ($121,489), and 
Retail ($121,130) followed closely together behind. Industrial, 
Wholesale, Transportation, and Business-to-Business all 

reported average annual salaries between $115,000 and 
$120,000. Distribution and Manufacturing were both slightly 
over $100,000 on average and the lowest reported salaries 
were in Logistics near $87,000.

Job Title Mix 
Senior Management (Presidents, Vice Presidents, and General 
Managers) accounts for slightly less than 8% of overall job 
titles. Managers are the largest individual group and are slightly 
larger than the Analyst and Director titles combined.

Reporting Structures and Experience in Pricing 
Additional survey data also shows that Pricing can report in 
many different areas of the organization depending on the 
company. More pricers to Marketing than any other group 
(30.21%), but this is slightly smaller than previous surveys. 
Finance (20.67%) and Senior Management (20.53%) are the 
next largest groups and both categories are up versus last 
year. About one in eight pricers report to Sales. Slightly more 
than 9% report to a Product Group or Product Management 
and 6.6% report to a Business Unit directly.

Pricing is still a relatively new discipline. When it comes to ex-
perience, 10.1% claim they are new to pricing or have less than 
two years’ experience; 23.1% have two to five years experience; 
34.7% have six to ten years of experience, 24.5% have eleven to 
twenty years’ experience and only 7.5% report more years than 
20 years in pricing.

Overall Job Satisfaction 
This is the 6th survey in which we have asked respondents 
how satisfying their jobs are and about their unmet wants and 
needs. On a scale of 1 (very dissatisfied) to 10 (very satisfied), 
pricing professionals rated their jobs 7.03, which was a tenth 
of a point higher than last year’s survey. There were significant 
differences in overall satisfaction based on job title. Vice 
Presidents reported the highest overall job satisfaction by 
quite a large amount with a 7.68 average. Directors followed 
behind with 7.35. Both Vice Presidents and Directors were 
significantly more satisfied than last year. Managers (6.75) 
were the least satisfied and reported lower job satisfaction 
than last year. Analysts (6.99) reported more satisfaction than 

CONTINUED ON NEXT PAGE �

PPS also asks about salaries plus bonuses and benefits in this year’s survey.  Vice Presidents reported 
average salary plus bonuses and benefits of $259,538.  Directors claimed an average of $194,805.  
Managers earned $127,730 in total while Analysts reported $88,327. 

Salary Trends by Industry 

 

There is a very wide range of reported salaries by industry according to our survey respondents.  Those 
in Consulting reported the highest average salaries at $151,126.  Healthcare and Life Sciences were the 
next best compensated at $148,542 on average.  High-Technology was the 3rd best paid sector at 
$129,747.  Services ($123,801), Telecommunications ($121,765), Financial ($121,687), Utilities 
($121,489), and Retail ($121,130) followed closely together behind.  Industrial, Wholesale, 
Transportation, and Business-to-Business all reported average annual salaries between $115,000 and 
$120,000.  Distribution and Manufacturing were both slightly over $100,000 on average and the lowest 
reported salaries were in Logistics near $87,000. 

 Job Title Mix 

80 90 100 110 120 130 140 150 160

Consulting
Healthcare / Life Sciences

High-Technology
Services

Telecommunications
Financial

Utilities
Retail

Industrial
Wholesale

Transportation
B2B

Distribution
Manufacturing

Logistics

Salary Excluding Bonuses in $ Thousands

Figure 2

 

Senior Management (Presidents, Vice Presidents, and General Managers) accounts for slightly less than 
8% of overall job titles.  Managers are the largest individual group and are slightly larger than the 
Analyst and Director titles combined. 

Reporting Structures and Experience in Pricing 

 

Additional survey data also shows that Pricing can report in many different areas of the organization 
depending on the company.  More pricers to Marketing than any other group (30.21%), but this is 

President, 1.04%
Vice President, 

5.18%

Director, 26.08%

General Manager, 
1.73%

Manager, 46.29%

Analyst, 19.69%

Job Title Distribution

Marketing, 30.21%

Sales, 12.76%

Finance, 20.67%

Senior Management, 
20.53%

Product Group, 9.24%
Business Unit, 6.59%

Where Does the Pricing Function Report?

Figure 3



First Quarter 2015 The Journal of Professional Pricing30

our previous surveys and rated higher than managers.

Other Elements within Job Satisfaction 
We asked pricers to rate their feelings about certain elements 
within the profession. 83.7% reported satisfaction in knowing 
that pricing is strategically important for their companies (this 
is up from 80.2% in our last survey) and 61.3% find their 
careers challenging. Just over half, 50.4% claimed that their 
jobs were intellectually stimulating, but this is down from 
53.1% last year. 45.7% felt that they were underappreciated by 
their firms, significantly higher than the 42.1% who felt this last 
year.

Training Options received a moderate score of 5.51 on a 10-point 
scale and “Recognition and Acknowledgement Received from 
Employers” rated similarly to the previous survey at 6.21.

The highest-rated elements of job satisfaction were the effec-
tiveness of communication within your immediate pricing group 
(7.60 out of 10 – identical to last year’s survey) and the amount 
of influence you have in determining how you carry out your job 
(7.20 – slightly lower than last year). Communications with other 
pricing groups (6.61) was more highly rated than in 2013, but 
Career Advancement Opportunities (6.17) was slightly lower 
rated than last year.

The most satisfying job aspects for pricers was Increasing the 
Company Bottom Line with 56.3% of survey respondents. The 
least satisfying was dealing with Corporate Politics, mentioned 
on 47.9% of all survey responses.

When asked for qualitative answers to improve their situations, 
pricers most commonly reflected that they would like better 
systems and software because they lack adequate tools, better 
communication outside their departments within their companies, 
stronger focus on strategic issues, stronger hiring and bigger 
staffs because they are overworked, and more thorough training.

As the only professional association dedicated to supporting the 
development and expansion of the Pricing profession worldwide, 
we always encourage your feedback regarding your professional 
development needs, career satisfaction, obstacles you are fac-
ing and any other assistance we can provide to help you achieve 
your career and advancement goals. Please feel free to contact 
us at any time with questions, feedback or any other inquiries. 
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