Life Sciences

Pros: What's Your
Pricing Management
Maturity Level?

\

Is the Way Your Company Measures & Monitors Pricing Adding Up?
Where is your organization today?

In our experience at VEals for Life Science companies
Vistex, it takes about to achieve price management maturity

BaSic PriCi ng Ad hoc reviews No global strategy

and approvals

Pricing strategy is
I\/la ﬂagement Contracts and analysis based mostly on

managed in Excel history

Limited customer Product market
classification factors rarely
management considered

Impact analysis
occurs after the fact

Price
Management

Pricing strategies are
limited to pricing floors,

margins and targets Deployed revenue

management tool is
Analytics are solely based mainly execution

on historical view

Management has no visibility,
nor ability to support local needs .

Strategy

Management

Are you measuring program
effectiveness and providing
insights to your team?

Discerning the impact

that rebate programs have
(in gross-to-net scenarios)
on the strategy, bottom and
top line and margin

out in rebates, and determining

" Monitoring how much was paid
’ if net margins were lowered

Model-Driven
Management

Assessing effectiveness
of pricing via real-time
feedback loops

Optimizing revenue
(program, pricing margin)

Committing companywide
to pricing excellence

Using revenue management and
Contract Lifecycle Management
(CLM) tools

Real-time models use multi-dimensional
data, such as: market data, product life
cycle,customer segmentation

To see where your business is in these price maturity stages, and how you can
gain accurate insights to make informed business decisions, download our eBook:

4 Steps in the Life Sciences Price Management Maturity Model: Where Are You?

Now it all
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