
Stratinis 
Pricing Suite

Would you like to increase your 
organisation’s bottom line by 8.5%? 
Indeed, 8.5% profit improvement is a lot.  
So where would one look to get such  
an increase? After all, the last 20 years 
have seen numerous programmes  
aimed at improving production, capacity 
utilisation, supply chain optimisation, 
efficiency of staff and many other 
initiatives. The answer lies in pricing and 
discounts.



Stratinis Pricing Suite

Stratinis Pricing Suite can help improve 
net prices by 1 to 3 percent through 
extensive discount management.

Pricing as a  
Management Discipline
Price management remains a relatively unexploited field for  
improving the bottom line even though it is potentially one of  
the strongest tools of any organisation. For the average S&P 1500 
company a 1% improvement in price would lead to an incredible  
8.5% improvement in profits. As there are no additional fixed or 
variable costs involved, price and discount optimisation go directly  
to profits. Meanwhile, volume improvements imply higher production 
costs and thus yield on average less than half of the profits that can be 
achieved with price management.

Price management represents a high potential opportunity for  
companies to identify and capture new margin opportunities. 
Organisations need to apply more systematic approaches to control-
ling and managing their prices and complexities internationally. 
Without technological support this can be difficult to achieve as  
there are millions of price points and elements that need to be 
analysed and acted upon. This is far too complex to be handled  
with manual analysis techniques. As a consequence, in many  
companies, price management is either almost non-existent or 
subjectively decided. 

With the right software, companies can not only achieve efficient 
pricing agility and control but also an increased bottom line. 
Furthermore, it enables marketing people to set more accurate  
price structures, discounts, promotions, etc. and sales people to  
identify and exploit opportunities where margins can be improved. 

International Business  
Challenges for Today’s 
Companies
The key challenges for companies to overcome in price and rebate 
decisions are internationalising customers, internationalising markets, 
and the increased prevalence of new sales channels such as  
the Internet.

Nowadays, national buyers are a relic of the past as many companies 
have successfully moved across borders. These buyers are now 
pushing for international deals with manufacturers to achieve 
identical prices and conditions for the same products across all 
countries. However, historically prices for identical products have varied 
considerably across different markets and therefore a standard  
price could potentially damage the manufacturers’ profits. 

Another pricing challenge has been the opening of new markets.  
The opening of China and Russia, and Eastern European countries 
joining the EU has led to market opportunities for companies but  
has also increased complexity in pricing. As price levels in many of these 
countries are low there is now a greater risk of grey imports  
from low-priced to high-priced countries. Additional pressure is put  
on companies dealing with customers who have market presence  
in both old and new markets.

New sales channels such as the Internet can make price differences 
across borders visible to consumers and retailers alike. The flow of 
goods from different channels, e.g. from retail to wholesale, also adds 
further complexity.

These trends mean that companies need better understanding  
and control of pricing their products across countries and channels. 
This task will require data management and often also a review  
of the involved structures and trade terms. The best strategy will 
depend on a multitude of factors and will not necessarily lead to a 
harmonisation of prices and terms. 
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The Solution
Stratinis Pricing Suite helps companies analyse and compare pocket 
prices across different products, countries and clients and thus 
manages the millions of pricing decisions in the most technically 
advanced way possible. The software is highly customisable  
and different user roles ensure that all participants have access to 
the relevant information. The software pushes price analysis and 
execution to the front office and provides sales staff with excellent 
negotiation information at their fingertips.

For every 1% improvement in net prices, the operating profits will  
on average increase by 8.5%. Better prices yield far more profits than 
selling more units or decreasing costs, and thus price improvements 
are the most powerful profit drivers for any company.

Using a role-based approach the application provides each user  
with a customisable dashboard presenting relevant information,  
e.g. prices locally as well as internationally, across accounts, simula-
tions, price policies and much more. Sales can view information 

customised to them which will be different from what is shown  
to marketing or management.

Price analytics is a core component of Stratinis Pricing Suite,  
offering a comprehensive set of out-of-the box analysis tools as  
well as a reporting module where business analysts can create 
custom reports for all users.

Price guidance functionality is provided through the ability to set  
up rules and price bands that apply to either individual customer 
groups, segments or to entire companies. Pricing specialists can also 
look at what the optimal price should be by using statistical analyses 
in the Price Optimizer module.

Stratinis Pricing Suite offers flexibility for integration and data exchange  
with existing enterprise applications such as ERP, CRM and data 
warehouse systems, thus it becomes the nexus for price management 
from all corners of the company.
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 Return On Investment: The Stratinis solution  
can deliver substantial return on investment to 
companies by managing prices and rebates by 
customer segments, locally and internationally.

International Pricing: Today, Stratinis Pricing 
Suite is the only price management tool  
which is capable of effectively handling pricing 
situations in and across multiple markets.

Price Analytics: Users gain valuable insights  
into pricing through multiple out-of-the-box 
analyses and an extensive reporting system.

Price Guidance: The “Price Rules” module offers 
the possibility to set rules and boundaries for 
prices. If a proposed price is outside the limits 
then the workflow system routes this information 
to an individual for approval or refusal.

Price Execution: Companies arm their sales force 
with strong information from the “Account 
Manager” and “Account Action Planner” 
modules which help them set prices better. 

Flexible: The solution offers a high level of 
flexibility in providing a role-based user- 
interface as well as data exchange with the 
most common enterprise systems.

KEY BENEFITS



About Stratinis 
Headquartered in London, United Kingdom, Stratinis is an agile  
and dynamic company specialising in software to help companies  
do better business internationally.

Globalisation is part of our company culture, with a host of nationalities 
employed in our offices around the world and the senior management 
of Stratinis having extensive experience and expertise in international 
business. 

Contact us today to learn how your organisation can benefit  
and profit from implementing the most effective price  
management tools.

What Stratinis can offer you
The Enterprise Edition covers both local and international pricing,  
for all types of customers. The Online Edition focuses on pricing 
analytics and offers a straightforward implementation path with 
Stratinis hosting the software.

Implementation services cover all aspects of implementing the  
price management software, from project management to data 
preparation, software configuration and training of users.

Stratinis offers hosting services or our clients can host the software 
in-house, thus offering greater flexibility.

Stratinis offers several support & maintenance packages to suit 
different needs for help with the software as well as upgrade rights.

www.stratinis.com

Tel: +44 (0)207 183 5870
Fax: +44 (0)207 183 5879
Email: sales@stratinis.com
Web: www.stratinis.com

Stratinis
60 High Street
London SW19 5EE
United Kingdom

Across industries, discounts  
on average make up 35 percent  
of the list price.


