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Overview

  

A framework for structuring pricing and revenue management consulting engagements to
produce recommendations the client organization can genuinely operationalize —
accounting for sales team adoption, systems capability, and change management, not just
pricing theory.

Why do pricing consulting recommendations often fail to be 

implemented? Frequently because the analytical recommendation is sound but doesn't
account for what the client's sales organization, systems, and change capacity can actually
absorb — a technically optimal pricing model the organization can't operationalize delivers
no real value.

Should pricing consultants get involved in change management, or 

just deliver the analytical recommendation? This playbook argues for genuine involvement in
implementation planning — a pricing recommendation without a realistic adoption plan is
substantially less valuable than one with a considered path to actual organizational adoption.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type":
"Question", "name": "Why do pricing consulting recommendations often fail to be",
"acceptedAnswer": { "@type": "Answer", "text": "implemented?\nFrequently because the
analytical recommendation is sound but doesn't\naccount for what the client's sales
organization, systems, and change\ncapacity can actually absorb — a technically optimal
pricing model the\norganization can't operationalize delivers no real value." } }, { "@type":
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"Question", "name": "Should pricing consultants get involved in change management, or",
"acceptedAnswer": { "@type": "Answer", "text": "just deliver the analytical
recommendation?\nThis playbook argues for genuine involvement in implementation
planning\n— a pricing recommendation without a realistic adoption plan is\nsubstantially
less valuable than one with a considered path to actual\norganizational adoption." } } ] } 
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Author

Mithun A. Sridharan   

I'm Mithun A. Sridharan, Founder of this website - Think Insights - on Strategy, Management
Consulting, Leadership, Digital Transformation, and Data Literacy. Follow me on social
media or connect with me on LinkedIn for updates.

 

Powered by TCPDF (www.tcpdf.org)

Think Insights  ·  thinkinsights.net -7-

/user-profile/mithun-sridharan
http://www.tcpdf.org

	first_name: 
	last_name: 
	country: []
	gdpr_consent: Yes
	asset_requested: playbook: Pricing &amp; Revenue Management Consulting Playbook
	signup_page_title: Entity Print
	signup_page_url: https://thinkinsights.net/print/pdf/node/28386
	captcha_sid: 1025091
	captcha_token: DGqk3X08khdjdLYga_GEZmxt5Zr4pDgXAQP10E4PNfM
	captcha_response: 
	is_recaptcha_v3: 1
	honeypot_time: 9UKH4NXp-QsmtKth0xCCqSWtvn52WDFVL4wCLGqLaz4
	form_build_id: form-ru3HTNYxX7UudnjzisuFaLMHf9bvfpSRYfUUu0NImYw
	form_id: webform_submission_subscribe_add_form
	Submit: 
	form: 


