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WELCOME
THE POWER OF PRICING PERFORMANCE

REGISTER TODAY!

REMEMBER!

The Professional 
Pricing Society 
Team and I are very 
excited to announce 
the program for our 
30th Annual Fall 
Pricing Workshops 
& Conference.

We are thrilled to debut a new 
hotel for our event, The M 
Resort near Las Vegas. Unlike 
the giant hotels on the Strip, 
the M is a boutique-sized venue 
off the beaten path that offers 
stunning panoramic views of 
the mountains and the city. This 
venue fits our group like a glove 
and will maximize your focus 
on networking, training, and 
education with the latest pricing, 
revenue management, and sales 
strategies and tactics. And for 
those who want to visit the 
excitement of the Las Vegas strip, 
you are only a short ride away.

As always, PPS has used your 
feedback to build our conference 
agenda and we proudly 
announce that our excellent 
roster of speakers will deliver 
the management acumen, 
analytical tools, and latest trends 
to ensure that your investment 
with us delivers fruitful rewards. 
Our Fall Conference will feature 
speakers from Microsoft, HP, Bain, 
Parker, Simon-Kucher & Partners 
and many, many more. We will 
continue to happily connect 
pricing and revenue management 
practitioners, senior leaders, 

business experts, and thought 
leaders to get you the resources 
you need to thrive.

In addition to lots of networking 
opportunities, keynotes, town 
halls, and workshops, our 
conference will have added a 
breakout track where you can 
see demonstrations and ask 
questions about some of the 
latest pricing software options.

Our Fall Conference will also 
have lots of takeaways for those 
interested in various business 
topics: Digital Transformation, 
Data Science, Tariffs, Dynamic 
Business Models, Artificial 
Intelligence, Change Management, 
Pricing Training, and more of 
the latest and greatest business 
strategies. These topics and many 
more will be featured during 
keynotes and four concurrent 
breakout tracks on October 17-18.

We will also feature a dozen 
full-day workshops on October 
15-16, so you and your team can 
get more in-depth information 
on Core Pricing Skills, Customer 
Experience, Negotiations, 
Corporate Strategy, Partnering 
with the Sales Team, Analytics, 
Price Perception, and other areas. 
These workshops will count for 
credit toward the Certified Pricing 
Professional designation.

PPS Workshops and Conferences 
are the business world’s best 
place to network, benchmark, 

train, and learn about pricing, 
revenue management, and 
related fields. Please join us and 
well over 500 of your peers 
in Las Vegas to increase your 
business skillsets. The PPS Team 
is at your service to make sure 
that our event helps you perform 
better for your organization and 
for yourself.

I look forward to seeing  
you in Las Vegas!

KEVIN MITCHELL
President, The Professional  
Pricing Society

TO THE PPS 30TH ANNUAL FALL WORKSHOPS & CONFERENCE

Buy 2, Get the 3rd FREE  
Early Bird Deadline  
is September 6, 2019!

The 4th Attendee is FREE!
(when 3 people from the same 
firm register at the same time)
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The PPS network includes more than 4,800 active members worldwide from more than  
600 leading companies in 75 countries. Currently, we produce five major annual pricing 
conferences in Asia, Europe, North and South America. Each conference assembles the  
finest specialists in the world to deliver the latest best practices, innovative trends and  

strategic skills in the pricing field. PPS also offers dozens of full-day training  
workshops every year, taught by leading pricing principals and experts.
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1WORKSHOP

TUESDAY
OCTOBER 15
9:00am-4:00pm

LEVEL 100 COURSE

B2B AND B2C THEMED

PRESENTED BY:

JAMES HOGAN

CONSTANTIN KRENN

CORE PRICING SKILLS
Director, Simon-Kucher & Partners

Manager, Simon-Kucher & Partners

James Hogan is focused on 
developing and implementing top 
line corporate strategy for mid-
market and large firms, domestic 

and multi-national. His expertise stretches across 
industries including Chemicals, Construction, Paper 
& Packaging, Automotive, and Healthcare and 
includes experience with pricing, go-to-market and 
growth strategy, and operations. James earned 
his MBA from UNC’s Kenan-Flagler Business 
School and a Ph.D. from the University of Southern 
California.

Constantin Krenn is a Manager at 
Simon-Kucher & Partner’s New 
York office. His areas of specialty 
include the energy industry, growth 

strategies, sales network optimization, and sales 
and pricing strategies. He earned his Master of 
Science in Business Analytics and Consulting 
from Warwick Business School and Bachelor of 
Science in International Business Administration 
from Vienna University of Economics and Business 
Administration.

•  Understand why pricing is the most impactful 
profit lever a company has

•  Align on a framework for value pricing, including 
detailed steps for strategy and process

•  Improve upon price execution and share solutions 
to maintain price integrity

All other things remaining equal, successful price 
management will drive superior results compared 
to other business improvements, whether cost 
reductions (fixed or variable) or unit sales volume 
increase. If this is the case, why do so many 
companies diligently measure and manage against 
operational metrics while allowing such flexibility 
and lack of discipline in pricing policy? 

Core pricing skills are encapsulated in four key 
buckets found along a firm’s pricing journey: Price 
Strategy, Price Setting, Price Implementation, and 
Price Monitoring. We’ll focus this workshop so 
participants are equipped to enhance their firm’s 
capabilities across all four:

1.  Price Strategy: Understand what kind of pricing 
your firm wants to enable, whether a “smart cost 
plus” or entirely value-based structure. Ensure 
that you appreciate competitive positioning and 
monetization models that align with corporate 
goals.

2.  Price Setting: Align on frameworks that support 
product- and customer-specific pricing, and how 
customer segmentation will drive a consumer’s 
willingness to pay. We’ll also discuss the benefits 
of a price model in creating a systematic, 
reproducible approach.

3.  Price Implementation: When price setting is 
formalized, it is up to Sales teams to extract 
value by realizing those prices in the market. 
We’ll share guidelines for understanding and 
executing measurable initiatives to realize your 
product/service value.

4.  Price Monitoring: A pricing infrastructure is 
critical to maintaining price integrity over time. 
This is best achieved through both a strong 
pricing governance structure as well as a set of 
KPIs developed and customized to manage a 
best-in-class pricing organization.

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:
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TUESDAY
OCTOBER 15

FRED PUECH
LEVERAGING ANALYTICS  
TO IDENTIFY PRICING 
OPPORTUNITIES IN B2B

9:00am-4:00pm

LEVEL 200 COURSE

B2B THEMED

VP of Analytics
Pricing Solutions Ltd.

Fred Puech is VP of Analytics at Pricing Solutions, 
a leading consultancy specializing in helping 
businesses drive their bottom line through 
improved pricing strategies. Puech has been in 
pricing for 12 years, advising a wide range of 
businesses across many industries, both B2B and 
B2C. He has built analytical processes adapted to 
the needs of B2B companies, factoring in business 
complexity and data limitations. He has a PhD in 
Economics from Université d’Auvergne (France) 
and is a member of Professional Pricing Society 
and of INFORMS, the leading professional body for 
analytics professionals.

•  How to assess the quality of their data and what 
to do about it

•  Where to start when launching a pricing analytics 
program and how to make it pay for itself quickly

•  How to build more advanced segmentation 
models based on data

Problem: Many B2B companies still lag behind 
when it comes to leveraging their transactional 
data to improve their pricing. Very often, a lack 
of confidence in the data itself leads to complete 
paralysis, preventing the company from improving 
its profitability and competitiveness through 
pricing. The perception that the company does not 
have the right skillset to analyze its data is another 
aggravating factor.

Solution: This workshop will demonstrate that 
pricing analytics can be effectively implemented by 
any company. Through several real-life examples, 
participants will gain the skills needed to conduct 
various types of pricing analytics with immediate 
bottom line impact. 

The workshop will include:

•  Data assessment process: what can and cannot 
be done depending on data quality

•  Tactical pricing opportunities through data 
exploration and visualization

•  Using a data-driven approach to setting  
margin targets

•  Strategic pricing opportunities through 
segmentation and 80/20 or how to use 
transactional data to implement value-based 
pricing in a B2B framework

The workshop will focus on finding bottom line 
pricing opportunities through a rigorous analytical 
process. No previous experience in analytics 
required.

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

2

CONSTANTIN KRENN
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WORKSHOP3
TUESDAY

OCTOBER 15

MICHAEL HURWICHHOW TO BUILD A PRODUCT  
OR SERVICE AROUND PRICE

9:00am-4:00pm

LEVEL 300 COURSE

B2B AND B2C THEMED

President, Strategic Pricing  
Management Group (SPMG)

Michael Hurwich is the President of Strategic 
Pricing Management Group. He is a highly effective 
and energetic business leader with over 20 years of 
experience in strategy, pricing, marketing, mergers 
& acquisitions and new product development. He 
has worked with major Fortune 500 and other 
companies helping with the development of 
pricing strategies, tactics, research and training. 
Hurwich is a frequent lecturer in China, India, 
Singapore, Dubai, Malaysia, the United States, 
and Canada. He earned his MBA in Marketing 
and Finance from the Babson F.W. Olin Graduate 
School of Business.

•  How to ask the “right” questions when pricing  
a new product or service

•  What tools are best used to understand value 
and what pricing model to use

•  How to define the value of what the customer  
is buying 

When building a product or service around price, 
what steps do you take first? Do you develop 
a product or service and launch a price in the 
ideation phase? Or do you research the value 
proposition and understand how customers 
acknowledge the value of the criteria that are 
relevant to the product, service or both while 
understanding the elasticity of demand of that 
very product or service? 

The art of pricing requires a broad, outside-in 
strategic perspective, and value-based pricing 
requires a dual strategy. In this session, we will 
discuss how to approach pricing a new product 
or service. We will start with researching price 
and how to ask the “right questions” about what 
the customer is actually buying. We will review 
the best tools and pricing models to implement 
for understanding and defining the value of the 
new product of service. We will then discuss best 
practices for building products, services and 
solutions around price by understanding the utility 
of attributes and how they affect product and 
service acquisition.

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

Visit pricingsociety.com  
for additional information.

The Certificate of Profitability Education (CPE)
is designed for Sales and Marketing professionals 
seeking to improve their price setting and price 

execution best practices.
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TUESDAY
OCTOBER 15

DR. MICHAEL WU

BILL DUDZIAK

DEMYSTIFYING THE POWER 
AND APPLICATION OF MACHINE 
LEARNING AND AI FOR PRICING:
Breaking Down the Truth of Data 
Science and How it Can be Applied  
for Improved Pricing

9:00am-4:00pm

LEVEL 500 COURSE

B2B AND B2C THEMED

Chief AI Strategist, PROS

Lead Strategic Consultant, PROS

Dr. Michael Wu is a passionate data 
science thought leader, strategist, 
author and international speaker. 
He joined PROS recently as Chief 

AI Strategist to help other companies outperform 
their competitors via the use of big data, machine 
learning, and AI. His research spans many areas, 
including customer experience, CRM, online 
influence, gamification, and digital transformation. 
His R&D won him the recognition as an “Influential 
Leader” by CRM Magazine along with Mark 
Zuckerberg and other industry giants. Wu received 
his triple major undergraduate degree and his PhD 
from the University of California Berkeley. 

William (Bill) Dudziak is a Lead 
Strategic Consultant for PROS where 
he supports companies to develop their 
vision and execution plan for pricing 

improvement. With nearly two decades of pricing 
leadership experience at Fortune 50 organizations like 
Whole Foods, Amazon and Home Depot, Dudziak has 
expertise in building out Pricing Centers of Excellence 
and driving pricing transformation with artificial 
intelligence. He is a graduate of Carnegie Melon 
University and the Georgia Institute of Technology, 
and is a frequent conference speaker and guest 
lecturer on the topics of change management, data 
cleanliness, pricing strategy and analytics.

•  Why leveraging artificial intelligence for pricing is 
more relevant than ever

•  The truth behind big data, data science, and what 
data scientists actually do

•  How to consider where you can apply AI to your 
pricing and sales processes

With buyer expectations ever-rising and 
digitalization continuing to drive increased 
price pressure, staying competitive requires 
leveraging innovative capabilities across all fronts 
of your organization – especially pricing. In this 
workshop, you’ll discover why applying artificial 
intelligence (AI) to pricing is more relevant than 
ever. Dr. Michael Wu will break down the hidden 
truth behind big data, data science, and what 
data scientists really do. Bill Dudziak will help 
participants to consider the areas within their 
pricing and sales processes with greatest potential 
to benefit from AI and provide perspectives on 
designing an effective segmentation model. Dr. 
Wu will end the day with inspiration for how your 
organization can enable effective and continuous 
improvement learning through the power of AI.

This workshop is primarily for pricers working 
in business-to-business (B2B) industries, but 
the strategies and tactics discussed are of use 
to business-to-consumer (B2C) pricers as well. 
This workshop is best suited for those pricing 
practitioners with a moderate or intermediate level 

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

4
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WORKSHOP

TUESDAY
OCTOBER 15
9:00am-4:00pm

LEVEL 600 COURSE

B2B AND B2C THEMED

PRESENTED BY:

5

TIM SMITH, Ph.D., CPP

KYLE THOMPSON-WESTRA, CPP

PRICING AND  
CORPORATE STRATEGY CEO, Wiglaf Pricing

Consultant, Wiglaf Pricing

Tim J. Smith, Ph.D., CPP is the founder 
and CEO of Wiglaf Pricing, an Adjunct 
Professor at DePaul University, 
the Academic Advisor to the PPS 

Certified Pricing Professional (CPP) program, and 
the author of Pricing Done Right: The Value-Based 
Pricing Framework Proven Successful by the 
World’s Most Profitable Companies (2016) and 
the leading pricing textbook Pricing Strategy: 
Setting Price Levels, Managing Price Discounts and 
Establishing Price Structures (2012). He holds a BS 
and BA from Southern Methodist University, a Ph.D. 
from the University of Chicago, and an MBA with 
high honors from the University of Chicago Booth 
School of Business.

Kyle Thompson-Westra, CPP is a 
consultant at Wiglaf Pricing where 
he is responsible for the data-driven 
research and analysis. His areas of 

expertise include pricing strategy, sales and marketing 
strategy, business development, business systems 
analysis, and project management. He holds an MBA 
with distinction in Business Strategy and Marketing 
Analysis from the Kellstadt Graduate School of 
Business at DePaul University and a BA in Political 
Science and Economics from Tufts University. He is 
currently developing a book on emerging technology 
and how it is affecting pricing strategy.

•  How to use value-based pricing to drive pricing 
decisions across the organization

•  How to gauge the appropriate price response to 
a competitive threat

•  How to design your pricing council and pricing 
organization

To get pricing done right, companies must define the 
structure, routines, and culture of their organizations. 
Pricing teams must track pricing decisions from 
business strategy through pricing strategy, market 
pricing, and price variance policy all the way to price 
execution, including new offering development, the 
sales strategy, and international markets.

This workshop will share how leading firms are 
integrating different pricing and price management 
techniques throughout the corporation to maximize 
both growth and profitability. Attendees will learn 
to use the value-based pricing paradigm to drive 
pricing decisions across the entire organization. We 
will discuss in-depth how to define the structure, 
routines, and culture of the organization to drive 
value-based pricing orientation throughout all 
decisions that impact price capture. 

This workshop will also explore how to transform 
the relationship between sales and pricing toward 
a mutually constructive goal of capturing profitable 
customers. We will discuss how to drive pricing 
decisions into new offering development in order 
to improve market acceptance and price capture 
on innovation – from the moment of launch 
through maturity. Attendees will learn how to 
utilize contextualization to appropriately set prices 
in international markets and construct successful 
market-entry strategies.

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:
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WEDNESDAY
OCTOBER 16
9:00am-4:00pm

LEVEL 300 COURSE

B2B THEMED

PRESENTED BY:

JOE DALLIMORE

BEN BLANEY

WHY CUSTOMER EXPERIENCE IS 
THE NEW BATTLEGROUND IN B2B, 
AND HOW TO MONETIZE IT

Head of Pricing and Packaging, Qualtrics

Vice President of Business 
Consulting, Vendavo 

Joe Dallimore is the Head of Pricing 
and Packaging at Qualtrics, the world’s 
leading Experience Management 
company, where he manages the 

pricing analytics, pricing strategy and deal desk 
functions. Prior to joining Qualtrics, Joe was a 
strategic consultant at PROS, where he enabled 
fortune 100 companies to optimize and improve 
their pricing programs. His other previous experience 
includes pricing roles at Dell and Sprint. Joe holds a 
Bachelor’s degree from Weber State University and 
an MBA from the University of Rochester.

Ben has 20 years experience in the 
pricing space, managing people, 
processes and projects. He is Vice 

President of Business Consulting at Vendavo, a 
pricing software company. Prior to that he worked 
at PROS. Ben led Commercial Excellence for a $2B 
division of Colfax Corporation, led Pricing for a $2B 
division of GE, and led Commercial Excellence for 
a $1.5B division of IT Corporation. He also worked 
in pricing for large bids to Federal Government for 
defense equipment and services. Ben is a certified 
Six Sigma Black Belt, and holds multiple project 
management certifications (PMP and PRINCE2). 
Ben brings global perspective, having lived in eight 
countries, and worked in dozens of others.

•  Five principles of Customer Experience 
assessment

•  Techniques for analyzing and developing 
improvement hypotheses

•  Mechanisms for deploying responses to these 
new learnings

The commercial imperative in business-to-business 
(B2B) industries is changing, and the change 
is happening faster than ever. Keeping in touch 
with your customers’ wants and needs is more 
important than even five years ago, and next year 
will be more important still. Does your organization 
have the processes and systems in place necessary 
to keep a constant finger on the pulse of your 
customer’s motivations and expectations?

Join this workshop to learn what capabilities exist 
in the marketplace to solve these issues, and how 
monetizing these items in a world of joined-up 
software is closer than you might think. In this 
session, we will explore five key principles of a 
successful customer experience assessment, as 
well as how to interpret and act upon the results 
of such an assessment. We will then explore 
techniques for analyzing and improving customer 
experience based on assessment results, and 
analyze deployment mechanisms for responding 
to these customer experience and customer needs 
findings. 

Finally, we will review success stories from the 
companies who are at the leading edge of these 
innovations, and help attendees understand the 
strategies and tactics that they can replicate and 
implement within their own organizations. 

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

KYLE THOMPSON-WESTRA, CPP

6
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WEDNESDAY
OCTOBER 16

LYDIA M. DI LIELLO
NEGOTIATION SKILLS  
FOR PRICERS AND SALES:
Combating Professional  
Procurement Tactics & Winning

9:00am-4:00pm

LEVEL 400 COURSE

B2B THEMED

CEO & Founder
Capital Pricing Consultants

Lydia Di Liello is the CEO and founder of Capital 
Pricing Consultants, a revenue management and 
business consultancy dedicated to improving 
profitability for its clients through strategic, 
operational and tactical recommendations. An 
advisor, speaker, trainer and author with more 
than 25 years of global revenue management 
and business leadership expertise, she has 
worked in over 16 countries with Fortune 500 and 
privately held companies. She holds an MBA from 
Youngstown State University and is a member of 
the Professional Pricing Society Board of Advisors. 

•  Why the procurement organization evolved to its 
current sophisticated 21st century model and the 
implications for suppliers

•  The strategies, tools and techniques professional 
procurement uses to extract price and value from 
their suppliers

•  3 simple steps that will guarantee a more 
favorable outcome when you negotiate

Businesses face unprecedented pricing pressure 
due to the sophistication of modern procurement 
organizations. Pricing, sales and finance leaders 
across all industries are being engaged in 
challenging sales negotiations driven by well-
trained procurement groups. Negotiation is a core 
business skill necessary for anyone in business. 
Pricing professionals and sales teams need to up 
their game to defend pricing, value proposition 
and margins. 

In this session, attendees will learn firsthand from 
an instructor who has worked on both sides of 
the negotiating table. This course will provide 
in-depth and practical pricing and negotiating 
approaches to counter even the most challenging 
procurement strategies. We will discuss 12 “buyer’s 
games” and how to combat each one to ensure 
that commercial and pricing teams capture more 
value and preserve price. Attendees will also learn 
the 8 most important value levers for procurement 
professionals and how to beat them at their own 
game.

This session will help your sales and pricing teams 
capture more of the value you deliver to customers 
by demonstrating how to design winning pricing 
strategies and tactics to counter procurement 
strategies and grow your business and margins.

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:
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8
WEDNESDAY
OCTOBER 16
9:00am-4:00pm

LEVEL 400 COURSE

B2B THEMED

PRESENTED BY:

ELLEN QUACKENBUSH

BRIAN DOYLE

PRICE WITH A NEW PERSPECTIVE:
When Internal Data Isn’t Enough  
to Maximize Profit

Senior Value Expert
Holden Advisors

VP, Holden Advisors

Ellen Quackenbush is the Senior 
Value Expert at Holden Advisors. 
Ellen has led pricing initiatives for 

multi-billion-dollar companies with experience 
across industries and countries to help companies 
improve profits through stabilized pricing integrity. 
Ellen received her MBA from MIT, Sloan School of 
Management, and leverages her experience in high 
tech and analytical approach to transform value 
opportunities into financial impact.

Brian Doyle, Vice President at 
Holden Advisors, has used change 
acceleration strategies and 
techniques to drive positive change 

in large and small companies resulting in over 
$2B in additional revenue. As a certified Master 
Black Belt at General Electric and a Sales and 
Marketing leader at multiple firms, he knows how 
to improve processes and ensure the buy-in of key 
stakeholders. He has a bachelor’s in astrophysics 
from the United States Air Force Academy and a 
master’s in Engineering Systems Management from 
St. Mary’s University. 

• How to build a map of your customer’s business
•  How to customize value messaging to key 

stakeholders
•  How to strengthen customer relationships via 

value conversations

Customers do business with you for one reason—
because your offerings drive greater bottom-line 
financial value to their businesses than alternative 
solutions. To understand the complete financial value 
of your offerings, pricing teams must move beyond 
relying solely on internal, historical data and add the 
“outside-in” perspective of key customers. The result 
is a complete assessment of the value you deliver 
to your customer’s business and the ability to set 
a price that reflects that value and, thus, that the 
customer will recognize as fair. 

Adopting the customer’s perspective also enables 
you to create new solutions that solve emerging 
customer needs that they may not completely 
recognize. Often, this does not require developing 
new products, but rather adding value-added 
services to existing solutions. When your internal 
teams understand how to drive improvement to your 
customer’s business, your entire organization can 
align around maximizing profits via reducing internal 
price negotiations, discovering hidden pricing 
potential and building strong partnerships with your 
key accounts. By removing the pricing ‘black box’ 
and providing the tools that enable sales to have 
meaningful value conversations with customers, 
you will improve price realization, achieve price-
value alignment, and build pricing integrity for your 
products in the market.

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:
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WEDNESDAY
OCTOBER 16

KIRK JACKISCHBUILDING A WORLD CLASS 
SUBSCRIPTION OFFER

9:00am-4:00pm

LEVEL 500 COURSE

B2B AND B2C THEMED

Vice President, Pricing Strategy and 
Management, Pricing Solutions Ltd.

Kirk Jackisch has more than 12 years of strategic 
pricing experience and 20 years of business 
experience, including working with international 
companies in the high-tech, healthcare, 
manufacturing, consumer products and Business 
Process Outsourcing services industries. He has an 
MBA from the Amos Tuck School of Business at 
Dartmouth College and a Bachelor in International 
Relations with Honours from the University of 
British Columbia.

•  Some of the common B2B and B2C subscription 
models used today

•  Best in class approaches to developing your offer, 
metric and value-based pricing strategy

•  How to successfully begin planning the launch of 
your new subscription offer 

The subscription economy is booming. Recent 
estimates indicate double digit, and in some sectors 
triple digit, growth. Developing recurring subscription 
businesses are now common for all companies, from 
startups to well established companies, across all 
industries. The products go beyond the traditional 
software and roadside assistance solutions and 
increasingly include leveraging the internet to provide 
data, monitoring, service and even hard goods. But 
in order to be successful, companies must address 
fundamental offer and pricing strategy, operational 
and financial planning critical success factors.

In this workshop, attendees will learn best 
practices for building a world-class subscription 
pricing offer. We will review some of the common 
B2B and B2C subscription models utilized today. 
We will then examine best in class approaches 
to developing offers, metrics and value-based 
pricing strategies. Finally, we will provide you with 
the steps and knowledge necessary for building a 
financial planning and forecasting model to ensure 
a successful transition to and/or launch of your 
subscription pricing model.

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

10

Visit pricingsociety.com/CPP  
for additional information.

The most trusted resource in the pricing world.
A mark of distinction for pricers worldwide  

and the industry standard professional  
pricing certification.

Visit pricingsociety.com/CPP  
for additional information.

The most trusted resource in the pricing world.
A mark of distinction for pricers worldwide  

and the industry standard professional  
pricing certification.
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JOANNE SMITHPARTNERING WITH SALES: 
Best Practices for Price Execution

9:00am-4:00pm

LEVEL 500 COURSE

B2B THEMED

President
Price to Profits Consulting

Joanne Smith is the author of The Pricing and 
Profit Playbook (Bradley Publishing - October 1, 
2013), the President of Price to Profits Consulting, 
and the former DuPont Corporate Head of 
Marketing, Pricing and Customer Loyalty. She 
is an expert in B2B marketing, pricing, business 
development and customer loyalty, and has 
led numerous B2B marketing, pricing, business 
development and customer loyalty initiatives which 
have generated millions of dollars to bottom lines. 
She achieved her bachelor’s degree from Drexel 
University and completed an advanced marketing 
and sales program with the Kellogg School of 
Management Program. She is a certified Six  
Sigma Champion.

•  How pricing can partner with sales to improve 
price realization

•  Behaviors for influencing customers and the 
market

•  How to make your smartest price discounting 
decisions 

Your pricing team can set great targets and 
recommendations for pricing moves, but success 
always comes down to sales’ ability to execute 
these recommendations. Each negotiated deal has 
the potential for the price to be dropped. Often 
it’s dropped unnecessarily or far deeper than 
needed. Additionally, when a business decides to 
raise price, the execution skills of business leaders, 
marketing and sales are critical for success. Too 
often price increases fall far short of expectations. 
Whether sales discounted price or were unable 
to increase price, the business assumes the 
competitive and market dynamics were not 
favorable when the real reason is often weak 
execution. 

This workshop will cover proven strategies, best 
practices and tactics the business, marketing and 
sales teams need in order to successfully negotiate 
a deal with minimal or no price decreases and 
to effectively implement price increases. It will 
also cover the critical role of the pricing team in 
encouraging and guiding sales towards these  
best practices.

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

Visit pricingsociety.com/become-a-member  
for additional information.

Become a PPS member.
Connect with other pricers to learn,  

cultivate and advance the power  
of pricing in your organization.
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WEDNESDAY
OCTOBER 16

STEPHAN M. LIOZU, Ph.D., CPPBEST PRACTICES IN  
DIGITAL PRICING MODELS

9:00am-4:00pm

LEVEL 500 COURSE

B2B AND B2C THEMED

Chief Value Officer
Thales Group

Stephan M. Liozu is Chief Value Officer of the 
Thales Group and an Adjunct Professor and 
Research Fellow at the Case Western Research 
University Weatherhead School of Management. 
He holds a Ph.D. in Management from Case 
Western Reserve University (2013), an MS in 
Innovation Management from Toulouse School of 
Management (2005), and an MBA in Marketing 
from Cleveland State University (1991). He is a 
Certified Pricing Professional (CPP), a Prosci® 
Certified Change Manager, and a Strategyzer 
Business Model Innovation Coach. He has authored 
five books and sits on the Advisory Boards of 
LeveragePoint Innovation and the Professional 
Pricing Society.

•  Best practices in pricing model innovations and 
the four most commonly-used pricing models

•  How to use the Pricing Model Innovation Canvas 
to frame their pricing innovations and make 
better pricing decisions

•  How to design and package subscription-based 
pricing based on customer value

The business world is changing and the speed of 
that change is accelerating. Recent developments 
and innovations in digital technologies and new 
business models have led pricing teams to innovate 
their pricing models in kind. Many business-
to-consumer (B2C) companies have made the 
transition to subscription-based pricing or pay-
per-use pricing models (media, music, news, etc.). 
This trend is now entering the business-to-business 
(B2B) world with traditional business models 
moving to services and digital solutions requiring 
subscription-based or usage-based pricing. 

This workshop presents four forms of pricing 
models for products, services, and digital 
innovations. It focuses on the design of innovation 
and hybrid pricing models, how to transition 
from legacy to new pricing models, and how to 
package them. Finally, the session addresses 
the need to apply value-based pricing versus 
cost-based pricing during the transition process 
between pricing models, as well as best practice 
for applying value-based pricing to new and 
innovative pricing models. 

Participants will receive a copy of the Monetizing 
Data book published in 2018.

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

12
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WEDNESDAY
OCTOBER 16

LILLIAN L. CHENG
CHANGE MANAGEMENT

9:00am-4:00pm

LEVEL 600 COURSE

B2B AND B2C THEMED

Partner 
Cheng, Monroe & Associates

Lillian Cheng is an advisor, consultant, and 
researcher in strategic pricing leadership. She has 
taught at several universities and her research 
interests are in leadership, change, marketing 
channels, marketing strategy and pricing. She is 
co-author of An Appraisal of Behavioral Price 
Research (Part I) and Reflections on An Appraisal 
of Behavioral Research (Part 1), both in AMS 
Review, (3), 2013. She currently teaches leadership, 
disruptive change, innovations, and pricing at the 
National University of Singapore and consults 
globally. She is co-author of Relativity: The 
Science of Price Perception with Kent B Monroe, 
(forthcoming), published by Business Expert Press.

•  The process of change management
•  How to perform a gap analysis of change 

required
•  How to advocate the benefits and advantages  

of strategic pricing

As an organization realizes that strategic 
pricing can dramatically improve not only its 
profitability and revenue, but also its competitive 
sustainability, the hurdle to implement plans 
to execute an effective pricing strategy can 
seem insurmountable. There are often needs to 
transform systems, technologies, and processes as 
well as people and reward/incentive structures.

How does one implement a plan for change 
towards strategic pricing? What are the costs 
involved and how does one begin to align 
various organizational stakeholders for such 
implementation? What does such a process look 
like? Where does one start?

This workshop will focus on the process of 
change management and present success cases 
for reference. Participants will participate in an 
interactive session to experience what mindset 
and skills are necessary for initiating, advocating, 
effecting, controlling as well as facilitating 
change in an organization entrenched in current 
systems and processes. We will discuss the role 
of the change champion within the organization 
in promoting a growth mindset, how to get 
key stakeholders on board, how to effectively 
communicate change throughout the organization, 
and how to evaluate and audit the effectiveness of 
the change. 

PRESENTED BY:

Workshop presentations are provided in a print copy workbook only 
and remain the proprietary property of each workshop speaker.

MORNING BREAK 10:15 am-10:45 am
LUNCH 12:00 pm-1:00 pm
AFTERNOON BREAK 2:15 pm-2:45 pm

ATTENDEES WILL LEARN:

12
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1:00pm-1:40pm 

1:00pm-1:40pm 

1:50pm-2:30pm

3:00pm-3:40pm

3:50pm-4:30pm

1:50pm-2:30pm

4:30pm-6:30pm CONFERENCE RECEPTION

2:30pm CONFERENCE CLOSES

Finding (Being) Tomorrow’s 
Pricing Manager Today  Nick 
Nalepa, Director of Market 
Analysis and Pricing, Michelin 
North America, Inc.

Change Management for Pricing 
Initiatives  Kalpana Sundar, 
Senior Manager, Pricing Product 
Management, Paypal

Assessing Organizational Pricing 
Maturity to Reach World Class 
Pricing  Jennifer Daverio Brown, 
CPP, Global Pricing Strategy 
Director, Medtronic

Overcoming Volatility and 
Sustaining Organizational Price 
Change Jon Lucas, Strategic 
Pricing & Business Development 
Manager, Cornerstone Building 
Brands

KEYNOTE TOWN HALL  
Laura Preslan

KEYNOTE TOWN HALL  
Pradeep Suresh

Preparing Your Organization for 
Pricing Transformation Success  
Joshua Bardell, Lead Strategic 
Consultant, PROS

Price Negotiations With Key 
Accounts  Philip Daus, Partner, 
Simon-Kucher & Partners

The Evolution of Service Pricing   
Jeff Nieze, Head of Presales, 
North America, Syncron

The B2B Buyer Value Pyramind  
Avy Punwasee, Principal Revenue 
Management Labs, Inc.

KEYNOTE TOWN HALL  
Dick Braun

KEYNOTE TOWN HALL  
Deepak Bhootra

Demo: The Power of Platform 
With Price f(x)  Patrick Moorhead, 
Chief Marketing Officer, Price f(x)

Who’s on First? Setting a 
Standard for Pricing Modes  
Brooks Hamilton, Vice President 
of Services, Zilliant

Demo: Break Away From Excel 
With Breakthrough Zilliant Price 
Management  Pete Eppele, SVP 
Products & Science, Zilliant

Demo: The Future of Pricing 
in the Digital Economy  Valerie 
Howard, Solution Strategy 
Director, PROS

KEYNOTE TOWN HALL   
D. Keith Pigues

KEYNOTE TOWN HALL   
Gabriel Smith

* This track features content pricing experts sharing their expertise 
in how to address barriers to success that organizations face 
implementing pricing strategies.

Design to Price: How to Develop 
& Apply Customer Insights  Greg 
Thomas, VP of Pricing Research 
& Insights, Pricing Solutions Ltd.

Building Trust in AI for Pricing 
Practices  Justin Silver, Ph.D., 
Manager of Data Science & 
Research, PROS

How Digital is Changing the 
Game in B2B Pricing  Patrick 
Kirk, Director, Advisory, PwC

For Digital Success, 
Target Monetization (Not 
Modernization)  Eddie Hartman, 
Partner, Simon-Kucher & Partners

KEYNOTE TOWN HALL  
Dr. Georg Tacke

KEYNOTE TOWN HALL  
Chuck Davenport

FRIDAY, OCTOBER 18

2:30pm-3:00pm SPONSOR HALL NETWORKING BREAK

This track features Advisors in 
the pricing field sharing methods 
that will inform participants how 
to be more effective at both the 

strategic and tactical level covering 
many diverse pricing topic areas. 

This track features software 
demonstrations for those 
interested in furthering 
their knowledge of how 

implementation can impact  
their organizations.

This track features  
professionals in the pricing  

field sharing best practices – 
what has worked, what has  
not and how the challenges 

were resolved.

This track features  
expert advice in Artificial 

Intelligence, CPQ, the  
Internet of Things, XaaS,  

and data-driven  
decision making.

 TIME EVENT SPEAKERS

7:00am-8:00am REGISTRATION/BREAKFAST

8:00am-8:15am Welcome and Networking Kevin Mitchell, President, Professional Pricing Society

8:15am-9:00am KEYNOTE PRESENTATION: Creating a Digital Culture  Laura Preslan, General Manager, Digital and 
  Strategy Solutions, Microsoft

9:00am-9:45am KEYNOTE PRESENTATION: Enterprise Value of Pricing Dr. Georg Tacke, CEO, Simon-Kucher & Partners

9:45am-10:30am SPONSOR HALL NETWORKING BREAK

10:30am-11:15am KEYNOTE PRESENTATION: Building and Running a Company’s Dick Braun, Vice President, Strategic Pricing,  
 Pricing Program Parker Hannifin

11:15am-12:00pm KEYNOTE PRESENTATION: How to Get the Price You Deserve   D. Keith Pigues, CEO, Luminas Strategy 

12:00pm-1:00pm LUNCH

 BREAKOUT SESSIONS BREAKOUT SESSIONS BREAKOUT SESSIONS BREAKOUT SESSIONS

 PRICING PRACTITIONERS TRACK PRICING EXPERTS TRACK SOFTWARE DEMO TRACK DATA SCIENCE TRACK 

 TIME EVENT SPEAKERS

7:00am-8:00am REGISTRATION/BREAKFAST

8:00am-8:45am KEYNOTE PRESENTATION: Pricing in the Age of Amazon:  Chuck Davenport, Pricing Expert Partner,  
 Dynamic Pricing Capabilities Bain and Company

8:45am-9:30am KEYNOTE PRESENTATION: Value Pricing in the Era of Tariffs Pradeep Suresh, Vice President Pricing, Solenis

9:30am-10:30am SPONSOR HALL NETWORKING BREAK

10:30am-11:15am KEYNOTE PRESENTATION: Applying Data Science to Pricing for Deepak Bhootra, World-Wide Director, HP, Inc. 
 Achieving Growth: Challenges and Considerations

11:15am-12:00pm KEYNOTE PRESENTATION: The Future of Pricing   Gabriel Smith, Chief Evangelist, Price f(x) 

12:00pm-1:00pm LUNCH

 BREAKOUT SESSIONS BREAKOUT SESSIONS BREAKOUT SESSIONS BREAKOUT SESSIONS

 PRICING PRACTITIONERS TRACK PRICING EXPERTS TRACK TOOLS & TECHNIQUES TRACK* DATA SCIENCE TRACK 

CONFERENCE AT-A-GLANCE
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31SAN DIEGO, CA    OCTOBER 24-27, 2017PRICINGSOCIETY.COM

FOR APPLE AND ANDROID:
STEP 1: If the “PPS Mobile App”  

is already installed on your  
device, go to step 3. Otherwise,  
go to your device’s app store.

STEP 2: In the app store, search for 
“PPS Mobile App”. Download and 

install the “PPS Mobile App”.

STEP 3: Once the app  
is installed, download the  

“PPS Fall 2019-Vegas” guide.

PRICINGSOCIETY.COM YOU ARE READY TO GO! 

CONFERENCE  
MOBILE APP#PPSVEGAS19

LISTEN TO  
OUR PRICING 
PODCASTS ON 
SOUNDCLOUD!

LIKE US  
ON FACEBOOK!

CONNECT ON
LINKEDIN!

SUBSCRIBE TO  
THE PRICING 
CHANNEL!

JOIN THE 
CONVERSATION  
ON TWITTER!

JOIN THE
CONVERSATION!

OUR CONFERENCE
IS MOBILE!

CONFERENCE AT-A-GLANCE
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LAURA PRESLAN DR. GEORG TACKE

CREATING A 
DIGITAL CULTURE 

ENTERPRISE VALUE  
OF PRICING

8:15am-9:00am 9:00am-9:45am

General Manager, Digital and  
Strategy Solutions, Microsoft

CEO, Simon-Kucher & Partners

•  What Digital Transformation is and how it impacts 
customers, employees, operations, products and services 

•  About companies large and small who have already 
embarked on their Digital Transformation journeys and 
the lessons learned along the way

•  Specific actions they can take to create a digital culture 
at their organizations

•  How to assess the impact of pricing power on 
shareholder value

•  How to initiate the pricing power journey to achieve 
shareholder value growth 

•  How to communicate pricing measures effectively to 
financial markets and with that: How to bring pricing into 
the board room

Laura Preslan is the GM of Digital and Industry Strategy 
and Solutions in Microsoft’s Services organization. She 
is responsible for building industry-specific solutions 
that make customer’s wildest dreams come true using 
Microsoft’s technology. She has held various roles at 
Microsoft across marketing, sales, and pricing. Prior to 
Microsoft, Laura worked at Deloitte, KPMG, and boutique 
consulting firms. She was also the VP of Customer 
Management research at AMR Research. Laura graduated 
from Brown University.

Dr. Georg Tacke is the CEO of Simon-Kucher & Partners, 
a global leader in price consulting with 38 offices in 25 
countries. Georg joined Simon-Kucher more than 30 years 
ago as employee no. 7 and helped develop the firm to a 
global consultancy with currently 1,350 associates. Since 
2009 he has been leading the firm as its CEO. Georg is 
well known as one of the international top pricing experts. 
During the last three decades he has worked for more than 
100 major companies; he continues to support several 
CEOs and management boards as a personal advisor and 
coach. Georg has authored several books on pricing topics, 
which were published in various languages. His latest book 
is Monetizing Innovation – How Smart Companies Design 
the Product Around the Price. 

New stories of major industry disruption 
and digital transformation are published 
every day. But how many of them are 

actually sustainable versus just a one-and-done project? 
Companies that are getting it right have created a 
culture around digital transformation to keep continuous 
innovation going. This session includes stories about the 
outcomes of digital transformation and more importantly, 
how they did it. We will close with specific actions 
you can take in your organizations to help your digital 
transformation projects turn into lasting cultural change 
and innovation.

Most C-level executives know that pricing 
power drives top line growth and boosts 
profits. Companies with strong C-level 
involvement in pricing can consistently 

raise profitability. However, even top experts in the field do 
not know how pricing power is linked to shareholder value. 
Simon-Kucher has developed that missing link: Enterprise 
Value of Pricing (EVP). 

When applying the EVP metric to a small sample of 20 
industrial companies, we found that a higher pricing power 
would unlock over $200 billion in market capitalization. In 
the presentation we will deep-dive into several concrete 
cases to show in detail how the EVP can be calculated for 
your companies. ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:
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DICK BRAUN D. KEITH PIGUES

BUILDING AND RUNNING  
A COMPANY’S PRICING PROGRAM

HOW TO GET THE 
PRICE YOU DESERVE

10:30am-11:15am 11:15am-12:00pm

Vice President, Strategic Pricing,  
Parker Hannifin

CEO, Luminas Strategy

•  Core elements of a sustainable corporate pricing 
initiative

•  Key deliverables to keep C-suite management engaged 
in pricing 

•  Recommendations on how to be a better pricing leader
•  To assess their company’s current state of customer 

centricity 
•  To identify the most critical customer insights and utilize 

them to make more confident commercial decisions
•  To identify and quantify the drivers of differential 

customer value and capture more value via pricing 
strategies and practices

Dick Braun joined General Electric in 1980 in the 
Financial Management Program. During his 24-year GE 
career he held positions in the Aircraft Engine, Power 
Systems, Advanced Materials and Lighting businesses in 
Finance, Procurement, Customer Service and operations, 
culminating in being the Pricing Manager for the Lighting 
business. Dick joined Parker Hannifin in 2004 to develop 
and lead Parker’s strategic pricing program as Vice 
President, Corporate Strategic Pricing. Dick lectures on 
pricing occasionally at the Professional Pricing Society 
as well as numerous college campuses. Dick Holds a BA 
in Economics from Wittenberg and an MBA from Xavier 
University.

D. Keith Pigues is the founder and CEO of Luminas Strategy, 
a marketing strategy consultancy based in Research Triangle 
Park, NC. He served as a marketing executive at Honeywell 
International, Cemex, RR Donnelley, ADP Dealer Services 
Division (now CDK Global) and Ply Gem Industries. He is 
coauthor of Winning with Customers: A Playbook for B2B 
(Wiley & Sons). He served as a professor of Leadership at the 
University of North Carolina Kenan-Flagler Business School 
and Dean of the School of Business at North Carolina Central 
University. He holds an MBA from UNC’s Kenan-Flagler 
Business School. 

Dick will share his reflections on running 
a global pricing program through booms, 
busts and in between. He will explore 

the “constants” of a pricing program from organizational 
design to measures and analytics, processes and 
procedures as well as the “variables” that are driven by 
market conditions and changing business strategies. Dick 
will explain how to position a pricing role in a company to 
drive ongoing maximum benefit with lowest risk. Finally, 
he will share his insights over the many years he has been 
battling on the front lines as a pricing practitioner.

Executives, managers and pricing 
practitioners alike are challenged in their 
efforts to achieve the desired price for 
their company’s products and services. 

While there are many valuable pricing methodologies 
that support the efforts to maximize price, there is a 
fundamental truth when understood that opens the door 
to maintaining the price you deserve.

To get the price you deserve you must: P.R.I.C.E.

Purse Rigorous Insights from Customer Expectations

We’ll explore how following the P.R.I.C.E. path helps to 
identify and create opportunities to generate maximum 
value for customers and unlock opportunities to get the 
price you deserve.

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:
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CHUCK DAVENPORT PRADEEP SURESH

PRICING IN THE AGE OF AMAZON:
Dynamic Pricing Capabilities

VALUE PRICING IN 
THE ERA OF TARIFFS

8:00am-8:45am 8:45am-9:30am

Pricing Expert Partner, Bain and Company Vice President Pricing, Solenis

•  The importance of dynamic pricing, even in non-
traditional sectors

•  How dynamic pricing can quickly add to a company’s 
bottom line

•  How to create sustainable dynamic pricing that becomes 
a core part of standard pricing processes

•  How to develop a value capture process and associated 
reporting and dashboards 

•  Tactics to structure win-win deals with customers while 
pricing for value

•  Experiences in institutionalizing a cross-functional deal 
desk processes

Chuck Davenport is a Pricing Expert Partner at Bain and 
Company. He has more than 22 years of experience in 
pricing and profitability management, both as an executive 
and as a consultant. He is an expert in identifying and 
realizing profit improvements through innovative pricing 
strategies, practical process and organization design, and 
effective implementation. Davenport has also published 
and spoken extensively on the subject of pricing. He holds 
an Electrical Engineering degree from the Georgia Institute 
of Technology and an MBA from Emory University.

Pradeep Suresh is the Vice President of Pricing and 
Analytics at Solenis, a privately held specialty chemicals 
producer. In this role, Suresh oversees a global pricing 
organization and is responsible for pricing strategies, price 
planning and execution, and long term pricing capability 
building. He has widespread experience in both chemicals 
and analytics, having worked at Dow Chemical and in the 
chemicals practice of PwC. He holds a PhD in Chemical 
Engineering from Purdue University and bachelor’s degree 
from IIT Madras, India.

Pricing continues to be a frontier topic 
in many businesses. Capabilities are 
progressing, but Bain’s observations both 
through client anecdote and formal study 

indicate that there is still significant opportunity for pricing 
improvement. The good news is that we are starting to 
see pricing assume its proper position in many companies 
with a senior management mandate, growing pools of 
clean, useful data, and a continual march toward more 
useable and implementable technologies that can help 
management make use of the data.

One rapidly emerging use case for this newly available data 
is dynamic pricing, which is the ability to systematically set 
prices based on both internal performance and external 
factors in the market. As consumers, we have witnessed 
Amazon reshape retail by actively managing prices based 
on changing supply, demand, and willingness to pay. 
Amazon is starting to use many of the same tactics in B2B 
commerce, creating a tolerance for dynamic pricing in 
sectors that have never before had this expectation.

With rising oil prices, numerous supply 
chain disruptions and looming 25% tariffs 
on Chinese chemical imports, we are 
living in the age of hyperinflation in the 

chemicals industry. In times like these, manufacturers are 
primarily concerned with preserving margins and pricers 
are mainly focused on recovering inflation. Meanwhile, 
service oriented companies continue to provide top notch 
service to customers resulting in operational savings and 
spend reduction for customers. How do you leverage the 
value created for customers to improve your margins in this 
hyperinflationary environment without running the risk of 
being uncompetitive in the market? 

This session will highlight how focus on value delivery 
to customers and creative deal making can result in 
a win-win situation between suppliers and customers 
despite unfavorable market conditions. With the right 
infrastructure and operating model between pricing and 
other internal functions, smart deals can be structured in 
which double digit price increases are an outcome rather 
than a driver in the customer conversation.

ATTENDEES WILL LEARN:
ATTENDEES WILL LEARN:
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FRIDAY OCTOBER 18

DEEPAK BHOOTRA GABRIEL SMITH

APPLYING DATA SCIENCE TO PRICING  
FOR ACHIEVING GROWTH:

Challenges and Considerations

THE FUTURE  
OF PRICING

10:30am-11:15am 11:15am-12:00pm

World-Wide Director, HP, Inc. Chief Evangelist, Price f(x)

• How pricing will change in the future
•  The key technology and business model trends driving 

this change
•  How to plan for and respond to approaching industry 

changes

Gabriel Smith has 20 years of CPQ, quote-to-cash, 
pricing, consulting, product and sales experience. His first 
job out of the University of California Berkeley was as part 
of the CPQ team for Cisco Systems, where he deployed a 
first generation packaged CPQ solution. Smith has worked 
with leading companies such as Avery Dennison, Praxair, 
Seagate, 3M, Sonoco, Smith’s, Cox, Mahle, Iron Mountain, 
IBM and Dell to deploy leading edge price optimization 
and CPQ solutions and help these companies substantially 
increase revenue and profit through optimized pricing.

How do you apply continuous learning 
to improve your pricing strategy? HP 
Incorporated’s focus on innovation 
is a core value that permeates the 

organization well beyond their product development 
teams and into their sales, finance, and pricing teams. In 
this session, Deepak Bhootra will share how HP, Inc. has 
applied continuous learning to improve its approach to 
pricing. He will share lessons learned from the pricing 
transformation at HP, as well as tactical advice for pricing 
teams who are on the journey to pricing transformation. 
Attendees will learn how to identify when and why 
applying data science may be a worthwhile undertaking 
for their organizations, but also understand why achieving 
perfect data should not get in the way of pricing 
improvement. 

What is the future of pricing? With 
artificial intelligence, machine learning, 
and big data moving the analytics and 
strategy opportunities for the pricing 

function forward, there is much for pricers to consider for 
the future of the profession. 

In this presentation, Gabriel Smith will explore how pricing 
will change in the years to come. His presentation will 
explore how business model and technology trends are 
converging to shape the future of commerce and pricing 
for both business-to-business (B2B) and business-to-
consumer (B2C) companies. Attendees will gain key 
takeaways for how they can plan for and respond to these 
changes and stay ahead of the competition to increase 
their company’s bottom line.

ATTENDEES WILL LEARN:
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•  Lessons from the reinvention of pricing at HP, Inc.
•  To identify when and why applying data science may be 

a worthwhile undertaking 
•  Although data is critical, achieving perfect data should 

not get in the way of improving pricing

Deepak Bhootra is the World-Wide Director for HP 
Incorporated’s Configuration, Pricing and Quoting 
capabilities based out of Houston. He has two decades 
of diversified experience in sales, pre-sales consulting, 
sales strategy, sales operations and analytics. He has a 
unique nomadic gene mutation that compelled him to live 
across the globe (India, Trinidad & Tobago, Libya, South 
Africa, Singapore and the United States) but that also 
gave him the courage to garner four degrees (B. Comm., 
MBA, M.S. Industrial Engineering and PhD in Business 
Administration) from four different continents.

ATTENDEES WILL LEARN:

MORNING BREAK 9:30 am-10:30 am
LUNCH 12:00 pm-1:00 pm
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BREAKOUT SESSIONS

THURSDAY OCTOBER 17

NICK NALEPA
Director of 
Market Analysis 
and Pricing, 
Michelin North 
America, Inc.

PATRICK 
MOORHEAD
Chief Marketing 
Officer,  
Price f(x)

JOSHUA 
BARDELL
Lead Strategic 
Consultant, 
PROS

GREG THOMAS
VP of Pricing 
Research & 
Insights, Pricing 
Solutions Ltd.

FINDING (BEING) 
TOMORROW’S PRICING 

MANAGER TODAY
DEMO: THE POWER  

OF PLATFORM  
WITH PRICE F(X)

PREPARING YOUR 
ORGANIZATION FOR PRICING 
TRANSFORMATION SUCCESS

DESIGN TO PRICE:
HOW TO DEVELOP  

& APPLY CUSTOMER 
INSIGHTS

1:00pm-1:40pm

What skill sets will our métier 
require tomorrow? What 
kind of talent will we need 
to meet the challenges? 
As pricing evolves and 
automates its foundational 
processes and analysis, 
what are the skill sets that 
separate out the humans and 
grant them immunity from 
the rise of machines? In this 
session we will explore some 
key talent requirements to 
future proof a pricing team 
as the métier continues 
to evolve. Nick Nalepa of 
Michelin North America 
will look at how we identify 
the next wave of pricing 
talent for all levels as we go 
forward. 

See the world through the 
eyes of a Global Pricing 
Director who’s unlocking 
critical insights, managing 
pricing rules and guidance 
in real time, and capturing 
maximum profitability and 
efficiency through the 
fully connected ecosystem 
of apps, IP, and seamless 
integrations, powered by  
the PricefxPlatform.

Travel, retail, and rental 
industries have been leveraging 
sophisticated dynamic pricing 
strategies for decades, but 
most business-to-business 
(B2B) companies are just 
getting started. Unfortunately, 
legacy processes and 
incumbent technologies often 
challenge an organization’s 
ability to make the shift 
toward more competitive 
and dynamic approaches  
to price management. 

In this session, Josh Bardell 
will share his perspective on 
building a roadmap for price 
transformation success and 
preparing your internal teams 
for the shift from legacy 
pricing processes to artificial 
intelligence (AI) powered 
pricing. This presentation 
is recommended for those 
pricing practitioners with a 
moderate or intermediate 
level of pricing experience.

Understanding your various 
customers’ needs is more 
important now than ever 
before, especially when 
designing an offer and its price. 
Understanding customers’ 
preferences and likely use case 
helps to optimize the offer 
design and pricing. 

The “Design to Price” breakout 
session will provide pricing 
professionals several case 
examples of how to conduct 
voice of customer research 
using advanced qualitative and 
quantitative research methods 
that serve to create an optimal 
pricing structure. Presenter 
Greg Thomas has developed 
a world-class competency 
at developing custom 
pricing research models 
and accurately forecasting 
the impact of implementing 
different pricing strategies.•  Skills required of 

pricing managers in the 
manufacturing B2B and 
B2B+C space in order to 
future proof their career path

•  Questions to ask candidates, 
and perhaps one’s self, to 
determine if the person 
qualifies as a future proof 
talent moving forward

•  Some possible career paths 
into, and then beyond, the 
pricing métier

•  How a truly cloud native 
solution is able to deliver 
integrated optimization, 
management and 
realization with both speed 
and flexibility

•  How a range of connected 
CRM apps, eCommerce 
plugins and backend 
connectors extend the 
power of the core pricing 
capability with ease and 
agility

•  Why choosing a platform 
over an isolated solution 
set makes sense for 
organizations looking to 
both scale and innovate 
with confidence and speed

•  How to identify the five 
stakeholders key to pricing 
transformation success

•  How to prepare for the 
changing organizational 
dynamics you can expect 
with pricing technology

•  Best practices for a 
successful pricing process 
transformation

•  What information and 
insights are achievable from 
voice of customer research 
(e.g. development of unique 
customer segments, optimal 
offer and pricing structure)

•  How to structure and 
execute effective voice of 
customer research

•  How to best utilize and 
communicate the voice of 
customer research 

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:

B2B AND B2C THEMED
ADVANCED LEVEL

B2B AND B2C THEMED
INTERMEDIATE LEVEL

B2B AND B2C THEMED
ADVANCED LEVEL

PRICING PRACTITIONERS TRACK SOFTWARE DEMO TRACKPRICING EXPERTS TRACK DATA SCIENCE TRACK

AFTERNOON BREAK
2:30 pm-3:00 pm

CONFERENCE RECEPTION
4:30 pm-6:30 pm



BREAKOUT SESSIONS

THURSDAY OCTOBER 17

JENNIFER 
DAVERIO 
BROWN, CPP
Global Pricing 
Strategy Director, 
Medtronic

PETE 
EPPELE
SVP Products & 
Science, Zilliant

JEFF NIEZE 
Head of 
Presales, North 
America, 
Syncron

PATRICK 
KIRK
Director, 
Advisory, PwC

ASSESSING  
ORGANIZATIONAL PRICING 

MATURITY TO REACH 
WORLD CLASS PRICING 

DEMO: BREAK AWAY  
FROM EXCEL WITH 

BREAKTHROUGH ZILLIANT 
PRICE MANAGEMENT

THE EVOLUTION  
OF SERVICE PRICING

HOW DIGITAL IS 
CHANGING THE GAME 

IN B2B PRICING

1:50pm-2:30pm

We use GPS to guide us in 
the right direction to reach 
our destination, do you do 
the same for your pricing 
organization? Does your 
team know what “good 
looks like” when it comes 
to pricing capabilities? 
Wouldn’t it be great if there 
was GPS to guide you on 
your journey to becoming 
a World Class Pricing 
organization? Good news, 
we have it! Back in 2008, 
Paul Hunt and Jim Saunders 
mapped out this journey for 
us in a PPS Journal article 
and in 2013, they gave us 
step-by-step instructions 
in their book “World Class 
Pricing.” And the best news 
is you can map your journey 
with very little cost. 

If you haven’t seen Zilliant 
lately, you might not 
recognize us. While AI-driven 
Price Optimization is our 
calling card, we understand 
not every organization 
is ready to adopt it yet. 
Our intensive customer 
collaboration has revealed 
that pricing is a journey, 
with varying entry points. 
The pricing software of the 
future has to go beyond 
putting the best prices 
into market; it has to help 
you make better decisions 
faster and automate rote 
activities to leave time for 
strategy. Join our product 
visionaries for a breakdown 
of Zilliant’s customer-driven 
co-innovation approach to 
pricing software, followed 
by a comprehensive product 
demonstration. 

Better service pricing requires 
strong building blocks 
for success. Furthermore, 
those building blocks must 
follow a progressive pricing 
maturity curve, where pricing 
practitioners graduate from 
low-sophistication and low-
business value cost-plus 
pricing models to optimized 
service parts pricing 
strategies that deliver high-
sophistication and, in turn, 
high-business value.

Some aspects of pricing may 
always be best suited for 
a cost-plus scenario. There 
are stepping stones along 
the way that help pricers 
understand how to price 
along the maturity curve 
and to consider the different 
aspects of price, competitor 
and customer differentiation, 
and value-based pricing.

We are in the midst of 
another industrial revolution, 
one fueled by the growth 
of digital landscape 
through improved access to 
technology and the demand 
for omni-channel customer 
experiences. An increasing 
number of B2B industries 
are now either being forced 
or choosing to adapt to 
the digital economy, which 
presents its own set of 
challenges and opportunities.

Digital presents new 
opportunities and some firms 
have effectively leveraged 
these to not only improve 
their margin performance but 
to also increase their market 
share. Manufacturers and 
distributors should consider 
what their go-to-market 
strategy and key customer 
segment preferences are, 
and then implement pricing 
policies to manage their sell 
out prices.•  How to assess your 

organizations pricing 
capability maturity level

•  What to ask and who to 
survey

•  How to use the results to 
align objectives and set 
priorities

•  The 4 stages of pricing 
technology impact 

•  How to say goodbye  
to Excel

•  The benefits of SaaS- 
based innovation

•  How to use competitive 
intelligence and positioning 
to create a price realization 
strategy

•  Ways to implement global 
pricing and margin analysis 
across markets

•  Why applying value drivers 
for pricing leads to integrated 
pricing and inventory 
decisions

•  The issues for B2B 
companies resulting from 
impact of digital 

•  Key challenges B2B 
companies must address

•  Tactics and case studies 
on pricing strategies for a 
digital B2B landscape

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:
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BREAKOUT SESSIONS

THURSDAY OCTOBER 17

JON LUCAS
Strategic Pricing 
& Business 
Development 
Manager, 
Cornerstone 
Building Brands

VALERIE 
HOWARD
Solution 
Strategy 
Director, PROS

AVY PUNWASEE 
Principal 
Revenue 
Management 
Labs, Inc.

EDDIE 
HARTMAN
Partner,  
Simon-Kucher  
& Partners

OVERCOMING VOLATILITY  
AND SUSTAINING 
ORGANIZATIONAL  
PRICE CHANGE

DEMO: THE FUTURE  
OF PRICING IN THE  
DIGITAL ECONOMY

THE B2B BUYER  
VALUE PYRAMID

FOR DIGITAL SUCCESS, 
TARGET MONETIZATION 
(NOT MODERNIZATION)

3:00pm-3:40pm

Cornerstone Building Brands 
regularly deals with cost 
volatility, an obstacle that 
was accelerated by 2018 
tariffs that raised steel costs 
by 30% overnight. With a 
mandate to increase margins, 
Cornerstone’s pricing team 
realized it needed to optimize 
prices across channels while 
settling the organizational 
“autonomy vs. control” debate.

Cornerstone established a 
pricing center of excellence, 
powered by a technology 
catalyst that uses data to take 
the emotion out of pricing. 

Learn how the pricing center 
of excellence at Cornerstone is 
sustaining success by pairing 
price optimization technology 
with a relentless enforcement 
of prices to support strategic 
financial, process and 
organizational objectives.

The expectations for the 
pricing team are changing 
rapidly and opening up 
immense opportunities 
for pricing leaders who 
are ready to take on the 
challenges of pricing for the 
digital economy.
 
Join this session to learn 
how expert pricing teams 
are using AI to move 
their attention beyond 
transactional price reviews 
to focus on the refinement 
of strategic pricing models. 
Hear how pricing teams 
gained executive influence 
by freeing themselves from 
reactive price exception 
reviews to deliver insight into 
what customers really value.

Are you feeling the 
downward price pressure of 
an industry heading towards 
commoditization? Does 
your sales team spend more 
time talking about price 
and margin instead of value 
delivered and customer 
benefit generated? 

The “B2B Value Pyramid” 
was developed in a quest 
to holistically understand 
what motivates buyers. This 
pyramid showcases the five 
levels at which offers can 
generate value for buyers. 

In this session, attendees 
will learn how to assess 
their offerings against the 
pyramid and train sales 
and marketing teams to 
modify communication 
appropriately. 

For many companies, 
digitalization projects are IT-
led efforts with a vague goal of 
“modernization” rather than a 
clear plan for “monetization.” 
Our research shows that nearly 
four in five of these will be 
judged failures.
 
This presentation will give 
attendees a straightforward 
diagnostic framework, called 
a “monetization canvas”. The 
canvas can be rapidly applied 
to any business to reveal 
areas of digital opportunity, 
allowing the organization  
to concentrate resources 
where they will generate 
real impact. Case studies 
will be provided to illustrate 
the process. Attendees will 
also get a preview of the 
upcoming Wiley publication, 
Monetizing Digital.

•  How to establish a pricing 
center of excellence that 
delivers organizational 
accountability

•  How to select the right 
technology to power an 
effective pricing center of 
excellence

•  How to build upon early wins 
and sustain profitable pricing 
behavior over time

•  How leading businesses are 
using AI to continuously 
improve their price models

•  How a scalable, high-
performance cloud solution 
frees pricing teams to focus 
on price strategy

•  The essential elements to 
success for tomorrow’s 
pricing teams

• The B2B Value Pyramid
•  How to assess your offer’s 

value against the pyramid 
•  How to translate this 

framework into your day-
to-day sales and marketing 
operations 

•  Why digital projects are 
not just for IT to consider

•  Why 80% of digital projects 
fail to fully monetize

•  How you can move 
from modernization to 
monetization 

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN: ATTENDEES WILL LEARN:

B2B THEMED
INTERMEDIATE LEVEL

B2B THEMED
ADVANCED LEVEL

B2B AND B2C THEMED
ADVANCED LEVEL

PRICING PRACTITIONERS TRACK SOFTWARE DEMO TRACKPRICING EXPERTS TRACK DATA SCIENCE TRACK

AFTERNOON BREAK
2:30 pm-3:00 pm

CONFERENCE RECEPTION
4:30 pm-6:30 pm



BREAKOUT SESSIONS

FRIDAY OCTOBER 18

KALPANA 
SUNDAR
Senior Manager, 
Pricing Product 
Management, 
PayPal 

BROOKS 
HAMILTON
Vice President 
of Services, 
Zilliant

PHILIP DAUS
Partner,  
Simon-Kucher  
& Partners

JUSTIN 
SILVER, Ph.D. 
Manager of 
Data Science & 
Research, PROS

CHANGE MANAGEMENT  
FOR PRICING INITIATIVES

WHO’S ON FIRST? 
SETTING A STANDARD  
FOR PRICING MODES

PRICE NEGOTIATIONS  
WITH KEY ACCOUNTS

BUILDING TRUST IN AI FOR 
PRICING PRACTICES

1:00pm-1:40pm

Most industries and enterprises 
today face disruption - such 
as pressure from global 
competition, digitization of 
commerce, new technologies 
such as the Internet of Things 
(IoT) and artificial intelligence 
(AI). In this new context, 
having at disposal a pricing 
software solution helping 
assess profitability and adapt 
pricing strategies quickly 
and effectively can be a real 
competitive advantage and 
a major catalyst for growth. 
However, identifying and 
implementing a systematic 
solution with the right 
pricing tools and processes 
is just the beginning of a 
pricing transformation, which 
requires significant changes 
within an organization. In 
this session, we will explore 
how to build the ecosystem 
necessary for change.

Pricing practitioners fall 
prey to the curse of internal 
knowledge when they are 
raised in an organization and 
not exposed to the bigger 
picture of what’s normal 
and what’s not in general 
industry terms. It can be 
difficult to understand best 
practices when even the 
language you use to describe 
what’s happening in your 
organization doesn’t map to 
outside solutions.

To illustrate, we’ll start this 
session with a game of 
Pricing Buzzword Bingo. 
Attendees will leave this 
interactive session with an 
overall framework for how 
pricing should work, as well 
as the level of effort and 
payback that can be achieved 
by working on each mode.

When negotiating prices 
with key accounts, 85% of 
all companies underestimate 
their power position. This 
frequently leads to situations 
where money is left on 
the table. While sales reps 
typically claim that every 
deal is unique, in reality the 
basic power mechanics are 
always similar. Therefore, 
leading companies have 
started to adopt systems 
that rely less on the skills 
of the sales force and 
more on state of the art 
concepts to assess their 
own power position, set big 
deal prices and prepare for 
price negotiations. These 
companies have improved 
their bottom line by up to 5%.

Digitalization is intensifying 
pricing pressure across 
industries as business-to-
business buyers increasingly 
expect more personalization 
(in product offers and 
pricing) with quicker 
response times. The most 
effective and efficient way 
to address customers’ new 
expectations for speed 
and personalization is to 
leverage the power of 
artificial intelligence (AI). 
Justin Silver, PhD, will share 
his experiences in building 
organizational trust for 
AI by ensuring there is 
transparency in the science 
and by incorporating the 
collective knowledge of the 
business to effectively train 
the AI system.

•  The art and science of 
managing change through 
a pricing transformation

•  Steps involved in a pricing 
transformation journey and 
key pitfalls to avoid

•  Benefits companies 
expect to gain from price 
management automation 
and pricing transformation 
initiatives

•  How to identify the pricing 
modes within their business 

•  How to prioritize when to 
address each mode

•  How to solve the problems 
within each mode

•  How to equip sales  
for negotiations

•  The real levers for  
power plays

•  How to increase revenue 
with key accounts

•  How AI can bolster  
pricing practices 

•  The importance of 
transparency in the AI 
process for building trust

•  A framework for 
augmenting an AI system 
with organizational 
expertise 

ATTENDEES WILL LEARN:
ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:

ATTENDEES WILL LEARN:
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KEYNOTE TOWN HALL FORUMS

WHY A TOWN HALL FORUM?
YOU’VE ASKED FOR IT AND WE’RE DELIVERING!

Over the years, our attendees have asked for a deeper dive into keynote topics so  
that they can apply what they’ve learned to their specific needs and organizations.

 

JOIN US ON THURSDAY FROM 3:50 - 4:30 PM AND FRIDAY FROM 1:50 - 2:30 PM 
for eight opportunities to ask questions and spend time learning more from  
the Keynote of your choice during our town hall session. This is your chance  

to learn key takeaways to implement when you return to the office.

THURSDAY OCTOBER 17

FRIDAY OCTOBER 18 1:50pm-2:30pm

3:50pm-4:30pm

PRICING PRACTITIONERS TRACK TOOLS & TECHNIQUES TRACKPRICING EXPERTS TRACK DATA SCIENCE TRACK

PRADEEP SURESH 
Vice President Pricing, 

Solenis

“VALUE PRICING  
IN THE ERA  

OF TARIFFS”

DEEPAK BHOOTRA 
World-Wide  

Director, HP, Inc.

“APPLYING DATA 
SCIENCE TO PRICING 

FOR ACHIEVING 
GROWTH: CHALLENGES 
AND CONSIDERATIONS”

GABRIEL SMITH 
Chief Evangelist,  

Price f(x)

“THE FUTURE  
OF PRICING”

CHUCK DAVENPORT 
Pricing Expert Partner, 

Bain and Company

“B2B PRICING IN THE 
AGE OF AMAZON: 
DYNAMIC PRICING 

CAPABILITIES”

PRICING PRACTITIONERS TRACK TOOLS & TECHNIQUES TRACKPRICING EXPERTS TRACK DATA SCIENCE TRACK

LAURA PRESLAN 
General Manager,  

Digital and Strategy  
Solutions, Microsoft

“BEST PRACTICES 
IN DIGITAL PRICING 

MODELS”

DICK BRAUN 
Vice President, Strategic 
Pricing, Parker Hannifin

“BUILDING  
AND RUNNING  
A COMPANY’S  

PRICING PROGRAM”

D. KEITH PIGUES 
CEO,  

Luminas Strategy

“HOW TO GET THE 
PRICE YOU DESERVE”

DR. GEORG TACKE 
CEO, Simon-Kucher  

& Partners

“ENTERPRISE VALUE  
OF PRICING”



OCTOBER 15-18, 2019  |  LAS VEGAS, NEVADA  |  #PPSVEGAS19 27

TRAINING & CPPKEYNOTE TOWN HALL FORUMS W
O

RK

SHOPS & CONFEREN
C

E
S

20191989

th
ANNIVERSARY

VISIT PRICINGSOCIETY.COM/TRAINING 
FOR ADDITIONAL INFORMATION.

Take 6 classes  
through Professional 
Pricing Society and  
pass each class’s test

Complete the  
Study Sessions  
for review

Pass the 
CPP Exam

Earn 2 CE credits 
every 2 years 
to maintain 
designation

❑✓ ❑✓ ❑✓ ❑✓

The PPS Certified Pricing Professional (CPP) Program is academically sound and  
based on real business experience. The content is delivered via Live Workshops on  

4 continents and Online Pricing Courses accessible from anywhere in the world.

The CPP curriculum covers core competency areas of price setting, psychological influences  
to price acceptance, price-variance and discount management, pricing strategy and tactics,  

and organizational pricing-function development and improvement.

The framework provides a sequence you should take to receive a well-rounded education in pricing.  
If you’re pursuing the CPP designation, you can take any of the Online Pricing Courses or Live 

Workshops you choose, following this framework.

CERTIFIED PRICING PROFESSIONAL
A MARK OF DISTINCTION FOR PRICERS WORLDWIDE AND THE  
INDUSTRY STANDARD PROFESSIONAL PRICING CERTIFICATION

HOW DO I BECOME A CERTIFIED PRICING PROFESSIONAL?
TO EARN THE CPP DESIGNATION, ONE MUST:

LEVEL 100 LEVEL 200 LEVEL 300 LEVEL 400 LEVEL 500 LEVEL 600
Foundations 

of Pricing
Foundation courses  

which should be  
taken first

Price 
Setting

Price  
Variance 

Management

Behavioral and 
Psychological 

Aspects of  
Pricing

Pricing  
Electives

Pricing and 
Corporate 
Strategy

1
Learn Best 

Practices from 
Top Pricing 

Experts

2
Get

Comprehensive 
Pricing  
Training

3
Develop an 

Internal Pricing 
Culture

4
Gain from 
a Rigorous 

Certification 
Process

5
Bring Your  

Pricing Function 
In-House

TOP 5 BENEFITS OF CERTIFICATION WORKSHOPS & ONLINE COURSES

PRICING TRAINING

For More Information about the Certified Pricing Professional program please email  
cpp@pricingsociety.com or visit the PPS website: pricingsociety.com and click on  

Pricing Training - Certified Pricing Professional (CPP) or Online Pricing Courses.

PPS is Proud to Offer an Exclusive Certified Pricing Professional Designation  
(CPP) Badge to our members that have successfully earned their certification!

PROGRAM FRAMEWORK
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REGISTRATION INFORMATION

OPTIONS AND PRICES
NON-MEMBERMEMBEROPTIONS

1  Fall 2019 CONFERENCE + 2 WORKSHOPS + ONLINE CPP BUNDLE .....................$6,095 ..........$6,395

2  Fall 2019 CONFERENCE + 1 WORKSHOP + ONLINE CPP BUNDLE .........................$5,195 ............$5,495

3  Fall 2019 CONFERENCE + TWO 1-DAY WORKSHOPS .....................................................$3,695 ...........$3,995

4  Fall 2019 CONFERENCE + 1-DAY WORKSHOP ....................................................................$2,895 ...........$3,195

5  Fall 2019 CONFERENCE ONLY (October 17-18) ....................................................................$1,895 ............$2,195

6  Fall 2019 TWO 1-DAY WORKSHOPS ONLY ............................................................................$2,295 ...........$2,595

7  Fall 2019 1-DAY WORKSHOP ONLY ............................................................................................$1,695 ............$1,995

INCLUDED WITH YOUR REGISTRATION
•  Workshop Attendees who complete and pass the 

Post-Workshop Quiz will receive credits towards  
their CPP designation.

•  All Conference attendees will receive all of the 
conference presentations.

•  Breakfast, refreshments and lunch are served  
during Workshops & Conference days.

•  All Conference attendees are invited to the 
Conference Reception on Thursday afternoon, 
October 17, 2019.

•  4th Attendee Free  When 3 people register from  
the same firm at the same time, a 4th person may 
register for the Conference free of charge.

•  PPS Member Discount  Active Professional  
Pricing Society members receive discounts!  
When registering several people at the Member  
rate, please make sure that you have one of  
the Corporate Membership plans to receive 
discounts for everyone. Individual Annual 
Membership in PPS is $400. The Corporate 5 
Member plan is $1,000; Corporate 10 Member  
plan is $1,500; and the Corporate 20 plan  
is $2,500.

PAYMENTS, SUBSTITUTIONS  
AND CANCELLATIONS POLICIES
You may make payment by wire transfer or  
electronic bank draft or credit card, or online at  
https://pricingsociety.com/conferences/ 
fall-pricing-workshops-conference.

You may substitute attendees at any time prior to  
the start of the conference with no penalty. You may 
cancel by September 13, 2019 and receive a refund, 
minus a 20% administration fee. 

REGISTER ONLINE TODAY!
Register at https://pricingsociety.com/conferences/
fall-pricing-workshops-conference. 

Remember: The 4th Attendee Is Free! When 3 
people from the same firm register at the same time, 
the 4th registrant can attend FREE of charge. 

DRESS CODE
Attire is business casual. For your own comfort  
in meeting rooms, we recommend that you dress  
in layers.

•  OPTIONS 1 & 2 - These packages are designed to 
get your CPP Certification quickly without having 
to rely on subsequent budget approvals. The 
packages will allow you the opportunity to earn 6 
CPP Credits. You will receive the Full Conference 
package including a Full-Day Workshop(s), plus 
4 or 5 (depending on option selected) additional 
Online Pricing Courses of your choice, as well as  
the CPP Certification Exam package – which 
includes the complete online study guide, online 
study sessions and the CPP Exam.

All Non-PPS Members receive a complimentary 6-month membership  
when a purchase is made at the non-member rate.

•  OPTION 3 - Includes two 1-Day Workshops on 
October 15th & 16th in addition to the conference  
on the 17th & 18th.

•  OPTION 4 - Includes one of the Full-Day CPP 
Workshops on October 15th or 16th and the 
PPS Conference on the 17th & 18th. Several 
combinations are provided for more flexibility and 
maximum benefit to you.

•  OPTION 5 - Includes the PPS Conference on 
October 17th & 18th.

30TH ANNUAL FALL PRICING WORKSHOPS & CONFERENCE



The M is a boutique sized hotel off the beaten path, offering stylish hotel rooms and 
luxurious suites, featuring state-of-the-art amenities and elegant, modern décor. 

They are pleased to offer transportation to the Las Vegas strip  
in a 14-passenger shuttle that runs on a first come, first served basis.

The M Resort is the host for the  
PPS 30th Annual Fall Pricing Workshops and Conference!

REGISTER TODAY AT:
https://reservations. 

travelclick.com/
99803?groupID=2391021
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HOTEL INFORMATIONREGISTRATION INFORMATION

HOTEL RESERVATIONS:
844.227.4198

12300 Las Vegas Blvd S.
Henderson, NV 89044

https://www.themresort.com
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PROS Holdings, Inc. (NYSE: PRO) provides AI-powered solutions that optimize selling in the digital economy.  
PROS solutions make it possible for companies to price, configure and sell their products and services in an  

omnichannel environment with speed, precision and consistency. Our customers, who are leaders in their markets,  
benefit from decades of data science expertise infused into our industry solutions. 

www.pros.com

Established in 2011 in Germany, pricefx is the global leader in SaaS pricing 
software, offering a comprehensive suite of solutions that are fast to implement, 
easy to use, and flexibly adapt to any business need. Pricefx delivers a complete 

price optimization and management platform based on native cloud architecture, 
to power pricing Insights, Definitions, and Realization. Their innovative solution 
works for both B2B and B2C enterprises of any size, in any industry, in any part 
of the world. Pricefx’s business model is entirely based on the satisfaction and 
loyalty of its customers. Today, pricefx delivers Passion for Pricing to more than 

95 customers in more than 37 countries worldwide.

pricefx.com

Vendavo powers the shift to digital business for the world’s most 
demanding B2B companies, unlocking value, growing margin and 
accelerating revenue. With the Vendavo Commercial Excellence 

platform, companies develop dynamic customer insights and 
optimal pricing strategies that maximize margin, boost sales 

effectiveness and improve customer experience.

www.vendavo.com

Zilliant offers flexible, end-to-end pricing and sales growth  
solutions, from price list to management to advanced,  
actionable AI-driven pricing and sales guidance. With  
Zilliant SaaS and expert support, you can maximize  

the immediate value of every transaction –  
and the lifetime value of every customer. 

www.zilliant.com/solutions/pricing-solutions

Vistex solutions equip clients’ Sales and Marketing divisions with accurate 
knowledge of product pricing, return on investment, and revenue goals as 

they develop Go- To-Market strategies. Vistex solutions give organizations a 
complete view of their current products and revenue programs, and displays 
the information in a way that enables organizations to make better decisions 

about where and how to Go-To-Market successfully.

www.vistex.com

PLATINUM SPONSORS 

BRONZE SPONSORS 

SILVER SPONSORS 

GOLD SPONSOR 

Syncron Price™ enables manufacturers to evolve their service parts pricing beyond cost-plus logic to unlock the ability to price 
according to true value. This cloud-based solution bases pricing processes on sophisticated and modern pricing strategies around 

customer value-based algorithms, IoT data, competitive pricing and prize harmonization to find the most optimal strategy.

www.syncron.com

SAP Customer Experience unlocks a world of digital innovation, customer 
value and growth that builds trusted relationships between brands and 

customers. Built on the foundation of the Intelligent Enterprise and powered 
by an open and extensible platform, the SAP C/4HANA CRM technology 

suite empowers businesses to manage the complete customer experience 
by putting a consent-driven, single customer view at the center of the 

business. It brings together customer data management, machine learning 
and microservices to power real-time, intelligent customer engagements 

across sales, customer service, marketing and commerce.

www.sap.com/products/crm.html

Vistaar, a leader in pricing and promotion software, offers 
both B2B and B2C solutions. Our delivery model is a single 

module SaaS approach that can be deployed very quickly. We 
believe simplicity is the ultimate sophistication and that ease 
of use ensures high adoption rates among all classes of users, 

especially sales. Typical financial benefits are 2-5% margin 
increases and 20% improvement in contract annual hit rates.

www.vistaar.com

SOFTWARE SPONSORS



Pricing Solutions is an international 
pricing strategy consultancy dedicated 
to helping clients achieve World Class 
Pricing competency. Pricing Solutions 
specializes in 4 core pricing services: 
pricing strategy, pricing analytics, 
pricing research, and pricing training. 
The firm’s pricing expertise is based on 
hundreds of engagements with some 
of the world’s leading companies in a 
variety of industries and both B2C and 
B2B markets. Pricing Solutions’ clients 
typically receive a payback of 10:1 on 
their project investment.

www.pricingsolutions.com

Ernst and Young is a global leader 
in assurance, tax, transaction and 
advisory services. The insights and 
quality services we deliver help build 
trust and confidence in the capital 
markets and in economies the 
world over. We develop outstanding 
leaders who team to deliver on our 
promises to all of our stakeholders. 
In so doing, we play a critical role in 
building a better working world for 
our people, for our clients and for 
our communities.

www.ey.com

Strategic Pricing Marketing Group (SPMG) 
is an international advisory firm dedicated 
to helping key accounts achieve world-
class pricing competency for the past 
20 years. SPMG brings some of the 
most extensive experience in the pricing 
advisory business, having completed 
hundreds of pricing engagements, 
and working across a wide range of 
industries. Our firm’s main services are: 
strategic pricing and marketing strategy, 
research, corporate planning and process 
alignment, and educational workshops.

www.spmgglobal.com
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Holden Advisors has dedicated 
more than 15 years to helping clients 
focus on value to acquire, develop 
and retain profitable customers. We 
help commercial teams price & sell 
their company’s offering in a way the 
salesforce can champion and their 
customers want. When you work with 
us you get proven, straightforward, 
methods and frameworks to build 
lasting skills and develop your teams 
to drive long term revenue and profit 
improvement.

www.holdenadvisors.com

The Simon School is the first and 
only business school to offer a 
specialized pricing track within the 
full-time MBA program. Our pricing 
students learn the fundamentals 
of value-based pricing, price 
discrimination, market research, and 
techniques for estimating demand 
and price elasticity. Our advanced 
pricing courses cover B2B pricing, 
pricing under capacity constraints, 
competitive strategic pricing, 
auctions and behavioural pricing.

www.simon.rochester.edu/pricing

Simon-Kucher & Partners Strategy 
& Marketing Consultants has 
the world’s largest and most 
experienced consulting practice 
dedicated to pricing and TopLine 
Power® We have over 1,100 
employees on 5 continents. We have 
resolved complex pricing issues for 
more than 80 of the global Fortune 
500 firms, and in the last three years 
we have conducted over 2,600 
pricing projects.

www.simon-kucher.com

Wiglaf Pricing is the premiere pricing 
strategy consultancy guiding leading 
global firms to profitability and 
pricing excellence. Executives choose 
Wiglaf Pricing to identify launch 
prices for new products and services, 
define price structures to profitably 
segment markets, conduct deepdive 
pricing analytics, improve price 
variance management, and develop 
organisational capabilities through 
people, processes, and tools. 

Wiglaf Pricing is Helping Executives 
Manage Price Better™

www.wiglafpricing.com

Stratence Partners delivers a unique, 
360° approach to Consulting, 
Systems, and Outsourcing services 
for Pricing Excellence. With 22+ 
years of experience, 800+ successful 
projects in most industries, and 
recognized global expertise, we 
deliver comprehensive Strategy 
Optimization, Pricing Excellence, 
and Commercial Effectiveness. 
We partner with organizations 
worldwide to capture tangible 
quick-wins and deliver long-term 
sustainable results.

www.stratenceweb.com

MR. ERIC MITCHELL
Founder, Chairman of the Board
The Professional Pricing Society

MR. XAN CHAMBERLAIN
CPO
Xanno

MR. MARTIN COALSON
Retired Pricing Executive
Union Pacific Railroad

MS. LYDIA DI LIELLO
Founder & Principal
Capital Pricing Consultants LLC

MS. KELLIE RAMSEY, CPP
Managing Director
The Price Coach

MR. DOUG FUEHNE
Head of Customer Success
Amazon Business

DR. SCOT HORNICK
Partner
Oliver Wyman

MR. ERIC JOYNER
Senior VP of Marketing
Equifax

DR. RICHARD LANCIONI, CPP
Professor of Marketing
Temple University,  
Fox School of Business

DR. STEPHAN LIOZU, CPP
Chief Value Officer
Thales Group

MS. LAURA PRESLAN
General Manager 
Dynamics Program Office
Microsoft Corporation

MR. CHRIS PROVINES
CEO, Healthcare Value Institute  
and ValueVantage Partners;  
Adjunct Professor, Rutgers 
University Graduate School of 
Business

MS. STACEY SCHAEFFER
Director, Price & Offering  
Management
SAS Institute, Inc.

MR. MIGUEL SERRANO 
KIECKEBUSCH
Vice-President, Global Pricing 
Strategy & Revenue Management 
Medtronic

MR. MICHAEL SIMONETTO
Principal, Pricing &
Profitability Management
Deloitte Consulting LLP

PPS BOARD  
OF ADVISORS

The PPS 30th Annual Fall Pricing Workshops & Conference offers the best forum to discuss pricing strategies and tactics 
worldwide. All attendees are hereby reminded that discussions in and around the event should not violate price fixing 
laws or international anti-competitive laws.

We at the Professional Pricing Society treat each other with respect, dignity and integrity. We are dedicated to providing a 
harassment-free conference experience for everyone, regardless of gender, sexual orientation, disability, race, or religion.  
We expect the same behavior from all our partners, sponsors, presenters, conference attendees and event personnel. We  
do not tolerate any forms of discrimination or harassment and demand an environment that freely supports learning and 
the sharing of ideas and experiences. Any behaviors deemed to be of a discriminatory or harassing nature whether in 
print, verbal, gesture, touch or otherwise will have disciplinary consequences. Our anti-harassment policy can be found at  
https://cdn.shopify.com/s/files/1/0182/3165/6512/files/PPS-Anti-Harassment-Statement.pdf?16037

CONSULTING SPONSORS

CODE OF CONDUCT
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ATTENTION MAILROOM:
If undeliverable to addressee,  
please forward to one of the  
departments on the route slip.  
(Lower left boxes)

PRICING PODCAST
The Industry’s Podcast  

for Pricing Professionals
A multi-platform forum where exceptionally 

 talented and creative experts can exchange cutting- 
edge pricing strategies, tactics and technology -  

connecting great ideas with great people.

(when 3 people from the same 
firm register at the same time)

ALSO PLEASE ROUTE:

• VP/Director Marketing
• VP/Director/Manager of Pricing
• Product/Market Manager
• President/General Manager

REMEMBER: The 4th Attendee is FREE!                                        Register today at PRICINGSOCIETY.COM

1  Fall 2019 CONFERENCE + 2 WORKSHOPS + ONLINE CPP BUNDLE .............$6,095 .........$6,395

2  Fall 2019 CONFERENCE + 1 WORKSHOP + ONLINE CPP BUNDLE ................$5,195...........$5,495

3  Fall 2019 CONFERENCE + TWO 1-DAY WORKSHOPS ............................................$3,695 .........$3,995

4  Fall 2019 CONFERENCE + 1-DAY WORKSHOP ............................................................$2,895 .........$3,195

5  Fall 2019 CONFERENCE ONLY (October 17-18) ...........................................................$1,895 ..........$2,195

6  Fall 2019 TWO 1-DAY WORKSHOPS ONLY ....................................................................$2,295 .........$2,595

7  Fall 2019 1-DAY WORKSHOP ONLY ....................................................................................$1,695 ..........$1,995

FALL PRICING 
WORKSHOPS &  
CONFERENCE

30TH ANNUAL
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