WORKSHOP 5
TUESDAY
OCTOBER 15
9:00am-4:00pm
9:00am

PRICING AND
CORPORATE STRATEGY
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.
ATTENDEES WILL LEARN:
• 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
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TIM SMITH, Ph.D., CPP
CEO, 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
Consultant, Wiglaf Pricing
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.

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

MORNING BREAK
LUNCH
AFTERNOON BREAK

10:15 am-10:45 am
12:00 pm-1:00 pm
2:15 pm-2:45 pm

