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for REVENUE OPTIMIZATION

onugovshaldiludodadiAtyngacio...

HUIWevIanUoe:

Pricing & Branding for Optimizing Sales, Revenue & Competitive Advantage

1. PRICING STRATEGY

‘Pricing Strategy Segmenting Customers
& Managing Customer Purchasing Behavior

2. PRICING, BRANDING & NEW PRODUCT LAUNCH’ F—Qﬂ
‘Pricing, Branding & New Product Launch’: &@ %

Winning Competition and Build Powerful Profit Lever

3. MARKETING WEAPON 5

L d

Ultimate Marketing Weapon: Leveraging on ‘Pricing ~
Psychology to Lead Purchasing Decision [lé

Pricing Strategy & Pricing Positioning: ‘World-Class Concepts in Practice against Competitors’

* PRICE SETTING * PRICE OFFERS
METHODOLOGY / MECHANICS

* MANAGING PRICE * PRICE INDEX &
SENSITIVITY PRICING POSITION

‘Pricing Strategy & Execution ‘Advanced Techniques & Cutting Edge Practices’

Price Intelligence & Price War vs. Sustainable
Competitive Benchmarking Branding

Price Strategy vs. Category Pricing Adjustment vs. Brand
Role Matrix Repositioning

2 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




for REVENUE OPTIMIZATION

DAY ONE: 5 SEPTEMBER 2024

Pricing Strategy as Marketing Weapon
nagnss1AIluandsnIsnaIAvudneon

9.00 - 10.30

@ PRICING STRATEGY — MARGIN OPTIMIZATION WITHTHEADOBTION
OF COMPETITIVE PRICES AND VALUE- ADDED-" FFERINGS

nagn BFI\]S‘]FI'I‘JO\IQSI‘IQ B2B WolAlAUSIunIUIzAL __,_"‘uj;;;ﬁiaig.ﬁ:&%-m;;i_:;»-'--_:'ic_a

Dr. Phutthisith Tungsirihirunkul

Former Chief Executive Officer,
Von Bundit Co., Ltd.
Founding Partner, IBEX Advisory

@

' NAgNSN1ISAVSIANYOVOVANSAUS:NOUSSTIOUUUCEIVY
(Pricing strategy of the various enterprises)

l 55K1sdunikuzaulussiouuucive [dosvls
(How to find the margin optimization for the various enterprises?)

' 35n1sAVS1IAI91IVSIVaa1ala:Jodaidovworsculus:nounisaaaulodvsini
(Approaches to set your competitive price and factors considered in the pricing decision)

msasyarwulkanmiozlsunv uaovensozldozlsonnmstniguoavisantilinuand
' (What are the value-added offerings and what your business could gain from such offerings?)

l aseiAnuInUUUSzENd - N1SAVSIATYOVSSAOUSIINNCIYY
4 (Modified case studies of how to practice pricing strategy)

Morning Break: 10.30 - 10.45

3 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS



for REVENUE OPTIMIZATION

10.45 - 12.15

@ PRICING STRATEGY PRICE SETTING & NEGOTIATION AMIL
ECONOMIC UNCERTAINTIES

MSAISIAT IAINATANTSINSHUNAIINAAIASHINT

Pricing Strategy Price Setting & Negotiation Techniques to Optimize

Sales & Revenue

MsasIvNagNssIAN: INATANMSAVSIAMIAIRSOIWONS:AugoauE WU (sua:aswdoldiusau

l Price Setting Techniques & Real Practices InndaNsAnKuQsIALa:Ranuud
' Pricing across Product Categories: How, When, What to Prioritize fiMKuQsM&UKU2QFUM

' Data-Driven Pricing Insights & Strategies to Attract, Retain and Convert Customers
n1sAnkuasiAGoadoya (Data-Driven Pricing) ta:naansiwodvqQagnai snungaugnm

' Applying pricing best practices for product and deal setting kanUaUGUSUIBIWoriNHUasIM

l Leveraging negotiation optimization frameworks to handle discount requests
8NS:QUNNSIDSINCIOSOVIWOWCWUN Framework ta:Suijonun1sgnciosiA

l Employing service offerings and differentiation as levers for pricing
AIstauauSNISIVVIULazAoULanciviungovdulagmsitkuasiAn

' Finding a sustainable balance between cost, volume, revenue and profit margins
K9QEvEUazaUQas:K3AUNU USuieu warals uazrlsgudu

Developing a sales and operations plan that integrates promotion and production
| planning decisions Wugoaana:weuunuwumsuguaiviundoandovaulusluduna:nis
daduloovuwuniswan

l Working closely with distribution partners to grow revenue stream
daay Partner (ounuskuneoevinasaiwoiwusuuuusiald

4 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS




for REVENUE OPTIMIZATION

=& a== Lunch & Networking: 12.15 - 13.30

13.30 -15.00 15.15 - 16.45

ISCUSSION CUSTOMER
INSIGHTS for PRICING
RANDING STRATEGIES

Director WW Industry Digital Strategist - Media and
Communication, Microsoft

l Explore Pricing & Marketing Segmenting Customers & Customer
strategies ' Purchasing Behavior §
vaus:1nngnAn waainssunisdo

l Explore Route-to-Market Planning & __
- Execution Developing new product & market .
' penetration strategies

) b - 1 weuundua(KuLa:znagnsnIsLoN=aana
l Predict and monitor competitor's y

reactions
' Exploring pricing options

! et goulwanvidonlunisfiiKuasiAN
l Avoid cannibalization from new

products
' Planning & Executing ‘Going to Market’
ovUWUMIINgaana

' Monitoring Competitors' reactions
A10NISULLA:AQa0IUNISADUAUDVID VALYV

L B Afternoon Break: 15.00 - 15.15

5 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS



for REVENUE OPTIMIZATION

DAY TWO: 6 SEPTEMBER 2024

‘Pricing Strategy’ Towards Revenue Optimization
“$7A1” AvuaAnanArNUIUSUA

9.00 - 16.45

G PRICING STRATEGY & BRAND POSITIONING Al
DIGITAL DISRUPTIONS

Dr. Kriengsin Prasongsukarn

| Former Managing Director
_ ‘ Inspire Research

Vi - ®

Pricing Strategy & Brand Positioning: Understanding Customer Value &

Perceptions Across Markets to Manage Customer Purchasing Behavior

nagNsSNMSAvSIAUAaGIIKUYIUSUG: WhiontuAia:sSUS (Perception) govanfadnana
KaNEOVNVIWOUSKISWaGNssuMsdonamovanAnunatvaouliuuuouununds:ms N

Creatively Craft a New Pricing & Branding , Manage Pricing in a Fast Changing
Position & Win New Customers Retail & Media Landscape. AIKUQSIAN
AvciRuUvSIMIKUAURoVYAWosUluaunumsAn  Tuanna:NvaaunyavosinvsoaiSo

Pricing & Branding Value and Profit for Thrive through Disruptive Pricing &

_' the Organization. IWUYaAINISAIKUQSTIAN Branding. NM1SAKUQSIATEAIIKLADIL =
= ua:warinlsyavovAnsiwvavaa [Wudusuwiuwou -
-
=1

Bl Leverage Pricing to Drive Growth in a Turnaround the Market Crisis into New £&
=! highly competitive market ' Sales Opportunities. —
~ swmnsuloanAmlumsudvauniduiu wandnganmvaisaanaliidulonma 5

Morning Break: 10.30 - 10.45

b www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-89-692-9900, LINE: @OMEGAWORLDCLASS
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() PRICING STRATEGY PSYCHOLOGY for COMPE Iiiw ADVANTAGE

MINGINSAISIAMANUSUAR: NS: uoumsmauanvnno1ua‘1u1sn'{u 1SIVIVU

Managing Pricing Psychology-Positioning- Perception & Journey towards

Profitable Pricing Decision across Multiple Channels (Omni-Channel Pricing)

SedNeNMsavsIMMsSustiosimiia:runvgnisasvnls msdaduforintruasinunudode

Kanegovniv
' Pricing as Positioning Mix ' Managing Price Sensitivity
| Price Setting Journey Pricing Insights to Attract, Retain &

Convert Custom Convert Customerer

L 3 Lunch & Networking: 12.15 - 13.30 g

@ PRICING STRATGEGIES for SUCCESSFUL PRODUCTEAUNCE

nsdifingUszaunisnisSunazsounaniasuissuslumsinuasiniiiogonaumliy

Pricing Strategies for New Product Launch: Entering New Markets

& Ensuring Successful Product Launch

lSEIUSlnﬂUﬂlla-ﬂaEInSﬂ']SC'l\)S’lF\']H']HSUEIUF\']THUIWOTHUS-E{UF\O"IUHﬂlSOEI\)E{OTUﬂ’lSlUOC’]OO"Iﬂ
US-EIUﬂ’]SﬂJC'IS\)UO\)UJlU&IOUﬂiUn"IUﬂa’]\)Oﬂi]C”llFTSUOﬂo

' Segmenting Customers & Customer Purchasing Behavior
vads:tnnanAiazwaanssunisdo

' Innovating approaches for Developing new product/market penetration strategies
WCUUNIUONIVYWeUUNEUAT(KUIa:NagNsnIsIoNz0ana

' Options: How much should you charge for a new product?
nvIdon: 9:uons1MaUAIKLUoEV[SG?

Afternoon Break: 15.00 - 15.15 E
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Pricing Strategies Towards Revenue Optimization ¢
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Grande Centre Point Ratchadamri

(o] REVENUE OPTIMIZATION

naans‘ N1 & WUSUQ” asav

15th An n rsa , Class Timetable

) ) ) *nangasmulng*
When: Online Registration |

5-6 SEPTEMBER 2024 http://www.omegaworldclass.org/register-online/ 8.30

Where: E-mail: Register & Morning Coffee
Grande Centre Point conference@omegaworldclass.org 9.00 - 10.30
Ratchadamri Program Commences
nsrurdisoviiiy e 10.30 - 10.45
meludun 29 AUGUST 2024 i Morning Break
10.45 - 12.15

Program Commences

***|f there are any changes, we will
inform you again.

Registration Fee Normal Price *S‘('sgf:sglﬁﬁgg)“t

28,500.00 @ 23,500.00
1,995.00 ,645.
15.00 - 15.15
30,495.00 N . Afternoon Break

15.15 - 16.45

Program Commences

KX fnduuurduanaoulowring oL .
Suansanngaun1éln 200% Tie A End of Program
I U 1

**gqu1snmBfin ru N9re 3% 16

0VFOU... 9NANTIY
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