STAR COOPERATION®

HOLISTIC PRICING APPROACH

FOCUS TOPICS FOR A FURTHER BENEFIT-ORIENTED DEVELOPMENT OF AN EXISTING PRICING MODEL

OUR WIDE RANGE OF PRICING MEASURES IN ORDER TO LEVERAGE YOUR PRICING POTENTIAL IN A TARGETED MANNER

ACTION FIELDS FOR PROFESSIONAL PRICING

ESSENTIALS ADVANCED

Al BASED AND AUTOMATED

www.star-cooperation.com
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3C PRICING

PRICE OPTIMIZATION BASED ON THREE CENTRAL INFLUENCE FACTORS

APPROACH

Identification of influencing variables in
connection with the 3Cs

Linking of all relevant data

Identification of price potentials/
Further development of pricing logic

USE CASE

Pricing of all product categories

Customer segmentation and

target group-specific price differentiation

BENEFIT

Market-oriented pricing taking into account

all influencing factors

Increase in business performance

www.star-cooperation.com

STAR COOPERATION®

Pricing based on the 3C approach

CUSTOMER

Consideration of the customer
requirements and criteria in pricing

o] s | S

Customer Benefits Preference to pay

@‘J'@:’J

Price Elasticities Target Group

COMPANY
Optimal price positioning based
on supplier information

A »
Performance J Price History J
J |~ J

Lifecycle Cost Development

COMPETITION

Competitive price
positioning

o X
Relevant Competitor

Set Product Matching

o

PRICING

COMPANY COMPETITION

Competitor Prices Price Positioning

HOLISTIC PRICE POSITIONING
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STAR COOPERATION®

VALUE-BASED PRICING

SCORING MODEL METHOD - IDENTIFICATION OF THE OPTIMUM PRICE POSITIONS AT PRODUCT GROUP LEVEL

APPROACH Value-based Pricing Approach

Definition of value drivers
ee . . are o e e Definition Value iyt :

8 Tt H H Identification of Definition of Determination of Characteristics N Derivation of Price
Plfferent character'lstlcs with different Value Drivers Rating Basie ber Value Driver \('.,t:::sgory and Scoring Recommendations
influence on the price
Calculation of a scoring value and Determination
derivation of a price recommendation

P low | Medium |  High |
Price pressure competition low | medium | high || . 9
Market situation 4<5 [ +10%
USE CASE Quality compared to : :
competition . low | [ medium | high | s || sex
Market analysis ‘ 0.4 | 0
) : - Potential exploitation (UIO) low | medium ‘l high | .
Dynamic and data-driven pricing of standard PP — 2<3 | +6%
and individual products development low | medium_| high _| <2 | +ax
) - Voltage low medium | high ,
Value driver-based pricing | | | Quality features 0,85 | | [0,5<1[Co2%)
Capacity | low | medium | high | —
~ <
’ 0%
Charging time | low | mediumJ| high | 0.5
| Y _1 < - o
BENEFIT Lifespan | low | medium | high | | 05 |
1,3 |
- » Weight | Parts master data low | medium | high || 2<-1| -4%
Optimization of customer group-specific
pricing Safety certifications | low | medium | high " 3<-2) 6%
. - i low medium high 4<-3| -8%
Addressing willingness to pay Quality of the battery cells | " ‘l g | <
. : i i i low medium high | j 10%
Optimization of sales and margin Quick charging function | | | <A 0%
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DISCOUNT AND BONUS MODEL

STAR COOPERATION®

WHICH LEVERS, IN ADDITION TO THE PRICE, ARE IMPORTANT FOR CUSTOMER AND DEALER LOYALTY?

APPROACH

Status quo analysis & customer survey

Integration of willingness-to-pay and growth
components

Optimization of the condition structure, e.g.,
based on a simulation tool

USE CASE

Optimization of the Discount and Bonus Model

7
O

Unified control of sales network National List Prize

Sales push for new (e.g., digital) products
and services

Declining loyalty and sales figures

BENEFIT

Performance-oriented bonus model
Increase of satisfaction and loyalty

Facilitation of sales work

% Discount-Factors

A 4
Bonuses

/

A
4=  Bonus-Factors
A

Net Price Net-Net-Price Dealer Margin

/

Competitive Intensity Turnover

Age Segment Development

Sales Channel CSlI

Business Support

Logistics
Service

Sales Push for e.g. Digital Services

www.star-cooperation.com
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STAR COOPERATION®

INTERNATIONAL PRICING STRATEGY

MARKET-ORIENTED PRICING CONSIDERING THE CONDITIONS AND DEVELOPMENTS IN REGIONS WORLDWIDE

APPROACH Pricing Strategy in the International Context

Internal and external analyses

- : $ Price Levels
Derivation of a target picture ‘
= -

APNE

Definition of the internal pricing strategy

% Purchasing Power '@ Trends/Developments

MARKET
USE CASE ket scciaf'size

. .. filt Political Situation
Development of a market/region-specific

pricing strategy
B Economic Development

Calculation and simulation of the effects of
pricing measures

REGION
ﬂl Performance
'T' Legal Conditions

Scenario development il Competitor Landscape

= Parallel / Grey and Behavior

= N
BENEFIT Market Risks N .
w
. -
Analysis of focus groups and their needs
Implementation of specific pricing measures Milestones
Project Kick-Off Strategic Framework Target Picture Pricing Approach Business Cases Roadmap/Implementation Project Closing
Optimization of profit situation Supporters Big Data Algorithmen, KI Solutions und Business Intelligence Analytics
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STAR COOPERATION®

GUIDED ANALYTICS

DERIVATION OF MEASURES THROUGH AN Al BASED CUSTOMER HEALTH SCORE

APPROACH Customer Health Score Approach

Linking of all customer-related data

Automated calculation of Identification of price and
Programming of the individual customer Customer Health Score sales potentials
health score analytic R S T

Derivation of customer and price-related
recommendations for action

Oppertunity.

USE CASE

—
—
|
—
-
-
—
.
[l
—
-
-i
-
/™
|
I

am
“m
am
m

Automated identification of price margins

Al based
Customer Health

Derivation of up- & cross-selling potentials
Score Pricing

Optimization of offer calculation

(V‘JGIVID 50
€999.45

BENEFIT
Al-based derivation of concrete i - =
recommendations for action =
Leveraging of sales and margin potentials System-based Selection of products and
Increasing efficiency in pricing & sales quotation generation corresponding price points
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DYNAMIC PRICING

STAR COOPERATION®

DYNAMIC PRICE SETTING IN CONSIDERATION OF VARIOUS PRICE-RELATED INFLUENCE FACTORS

APPROACH

Use of existing system interfaces and data
sets

Development of dynamic pricing rules

Automation of pricing

USE CASE

Dynamic pricing
of standard products

Varying price points
for individual requests

BENEFIT
Data-driven pricing
Adressing willingness to pay

Automation of pricing

www.star-cooperation.com

Exemplary Pricing Approach

Data Collaboration Data Processing

[, Customer history (sales, price, ...)

Exemplary algorithm:
Random Forrest

73 N
L] .A. [ ]
. ™ Tree 1
. it Competition g £x = Classification A
| Tree 2 N
=3 Classification B
___________ } Mot E } Automated and
Collaboratio i /{ specific price
. Z - recommendations
. @ Goal setting/ Tree 3 .
. target positioning = C(Classification C

Time dimension/
remaining season duration =2 Majority Voting & Final Classification

—

Price/discount
recommendation at
product/assortment level

Define influencing variables and Design
framework conditions Pricing algorithm
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STAR COOPERATION®

SERVICE CONTRACTS

DATA-BASED AND CUSTOMER-ORIENTED APPROACHES FOR THE SUCCESSFUL DESIGN OF SERVICE CONTRACTS

APPROACH Strategic Directions For Service Contract Excellence

Data Basis: Maintenance ltems, Work
Values, Failure Rates, Customer Data Customer-Oriented Offers & Improved Data-Driven

(Hyper-)personalization Operational Excellence Risk Management
Analysis and Simulation
Use of Statistical Forecast Models
Statistical Estimation of Default
Probabilities

Service

USE CASE

Contract
Addon

Business Case Calculation

Baselining Parameterization Calculation

Customer-Oriented Design Of Service
Contracts

Service Contract Extended Warranty
Calculation and Simulation

14
. s X Transparency kel ) |
Risk Management e.g., Estimation of Default ) ; £ 05 ‘ i
ofone 1 year ears ears . s
Probabilities g ! ¢ Benchmarkmg 308 ]
Customer cluster specific or customer ol %% =
individual contracts ; o L ‘
BENEFIT CompleXIty VS' ’ 60 120 180 240 300 360 420 480 540 600 660 720 780 840 900
D iffe re ntiation Betriebsstunden/Laufleistung
Sales And Turnover Increase —H(t) —Highrisk — Low risk
Customer Retention And Loyalty
Securing Profitability Digitalized TN e e Electronic Contract
Processes Management

Risk Minimization
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STAR COOPERATION®

CONJOINT ANALYSIS

CONJOINT ANALYSIS PROVIDES A REALISTIC PICTURE OF PURCHASING DECISIONS

APPROACH

Choice Based Conjoint Analysis

Determination of the price-relevant criteria

from the customer's point of view If only the following offerings shown were available, which product would you choose?

Q>

Conducting the conjoint analysis

Derivation of willingness to pay

DA'

USE CASE
Attribute
: : Tire type Seasonal tires All-season tires Seasonal tires
Design of value-based price structures Brand Michelin Bridgestone Pirelli
Integration of willingness to pay into the Size in inch 15% 18¢ 20“
pricing (0gic Original Equipment Yes No Yes
quality
Place of purchase Mercedes Independent Online-Shop
BENEFIT workshop
Price 75,- 89,- 99,-
Mapping of realistic purchasing situations
. . . None of the
Avoidance of entitlement inflation @ Option 1 O  Option 2 O Option3 options

("everything is important")

Quantifying a key driver of purchase
decisions
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STAR COOPERATION®

ARTIFICIAL INTELLIGENCE

THE PATH TO THE SUCCESSFUL USE OF Al IN DAILY BUSINESS

Al Use Cases

APPROACH

HYPER PRICE- SALES MACHINE AND
Business Case and |mpact_oriented PERSONALIZATION ﬁ OPTIMIZATION - OPTIMIZATION ﬁ PROCESS ANALYSIS
Approach to Agile And Lean Al Development Sl AL Product analyst Sy S Case Based Reazoning
. (O 4 ® O o
Leverage Al Tools, Models, and Algorithms T 2, " Yy
for Rapid Maturity
Predictive Maintenance
o = &
USE CASE
| Customer review |
. . . . (o)
Data Preparation, Structuring And Training of e \b

the Data

Analysis of the Results and Creation of the
Al Solution (Model And Frontend)

Plattform and Server

@ Define overarching goals

BENEFIT

Machine-Based Decisions
Fast and Powerful Solutions

Optimize Business Results (Revenue,
Customers, Turnover, Costs...)

Business Case

Business Tasks
Tools

Derive business tasks and
“Z| the framework for action

? Apply appropriate
%! methods and technologies

KNIME

l 1

l

Statistics and
Machine Learning

Big Data

Deep Learning

www.star-cooperation.com
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STAR COOPERATION®

PRICING AUTOMATION

RECURRING PRICING ANALYSES BASED ON SOFTWARE-SUPPORTED PROCESSES

APPROACH Pricing Automation with KNIME and PRICE F(X)

Use of Existing System Interfaces and Data KNIME PRICE F(X) m

Sets

. KNIME Analytics Platform (® PriceAnalyzer '
Establishment of Automated Processes Ble Edt View Node Lep
N-BE@fw | §=AX00CR00EPRQHEIZC00|&
Regular Execution of Analyses M . [T ey e " ——
£ < 3 Poicy Racorss 4 soayss
&
A Parquet Reader Column Filter  Column Filter
A ge s > Resuts
USE CASE Margin Distribution -
@ - - - Margin% Distribution =
Reader Remove Date  Remove Dale D000164: [Region:America, Country:USA, ProductLifeCycle:Growth,
CustomerType:Restaurant, ProductClass:C, CustomerClass:C]
lerate over all feature
Calculates Granger Causality 8 v B 1.2
Rowi Variable to T ; g 7%
orm - o Reference Table Colum 000108 v z =t
Identification of Outlier Parts Coumnfiter  Python Scrpt a2y "l e v g o
> e ° > 5000080 v 2 g =
X X y ¥ i, flable - Bo00112 Y : :
Disclosure of Potential Package Offers _— Corma List RowD sapendinve v ; s
Transpose Chunk Start Transposeloop Start  exclude response variable  Granger Causality 9 column Dooot4s Y :
D000120 ¥
vl Hrr ]l > - 'rm’ e : 07 23
o =] ° L] ptable f oot 000080 3 Y | : H
Node 52 Node 50 Node 53 Node 37 > Others 5000070 {w=80.0} Y 06 E
0000129 Y il g
BENEFIT ocm  sooa s o i l ||
. : 045 3
o variable (variabie) ant 0000188 ¥ j i : -
rR e i, . 000183 v i :
ooootss v : 03
. . . ! . DO00185 A :
Recurring Analyses Within The Framework of Node 44 Node 45 : . ‘ ;
) ' 1c Doaotes v , i : ors
Fixed Pricing Processes O s oo v
< @ [[] Others S000090 Y
duction 0000248 Y N .
Identlflcatlon Of Pr|Ce POtentIa|S 2= Outline 52 = B B Console ey Doo03s3 v ° 10 20 30 . % 50 0 70
KNIME Console X

Automated Optimization of Pricing
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IMPLEMENTATION OF A PRICING SOFTWARE

APPROACH

Professionalization of Pricing

Definition of Use Cases

Implementation of Software and Testing

USE CASE

Identification of Potentials

Simulation and Business Cases

Price Calculations and Discount Setting

BENEFIT

Automation of Pricing Processes

Increased Efficiency in Pricing

Uniform Workflows & Approval Processes

www.star-cooperation.com

PRICE FX AS END-TO-END PRICING SOFTWARE SOLUTION

PRICE F (X) - Modules

. Detailed analysis options

] Monitoring and evaluation
of business performance
down to the part number
level

] Identification of sales and
pricing opportunities

] Free subscription

= Efficient analyses -

leverage potential as early
as day 1

= List price management

= Mass price update per
segment, product group,
region, ...

= Dynamic pricing with
automated recalculation
based on defined rules

= Al-supported price
optimization

=  Customized
contracts/agreements

= Management of discount
policies and promotional
campaigns

= Benchmarking of price
performance

STAR COOPERATION®

. Proposal preparation based
on Al-assisted price
optimization and
benchmarking with
historical cases

. Follow-up and management
of the negotiation process

= Definition and execution of
discount agreements

- Automation of ship & debit
receivables

- Benchmarking of price
performance
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STAR COOPERATION®

CONTACT

YOUR PARTNERS IN EXCELLENCE

Star Cooperation - Management Consultancy STAR COOPERATION®

Simon Hartmann
Mobil: +49 7031 6288 3556

E-Mail: simon.hartmann@star-cooperation.com YO U R PA RT N E RS I N
EXCELLENCE

Verena Goetz

Mobil: +49 7031 6288 3568
E-Mail: verena.goetz@star-cooperation.com

Uwe Harnischfeger

Mobil: +49 171 4263 538
E-Mail: uwe.harnischfeger@star-cooperation.com
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