
Case Study
Transforming the 
Pricing Function

The Business Need

Company executives recognized that taking the business to the next 

level required a different approach – one that would allow for fact-based 

analysis of margin opportunities across sales and operations.

In fact, in a 2008 AMR Research study on “Building a Bulletproof Business 

Case for Pricing Improvement Initiatives,” researchers Noha Tohamy and 

Heather Keltz state, “Companies that succeed in improving their pricing 

practices have typically centralized many of their pricing practices and 

invested in training their sales organization on fact-based pricing.”

Executives at a relatively young, rapidly 

growing meat processor realized they 

were beyond the point of just analyzing 

how to reduce costs; they needed to focus 

on maximizing margins by optimizing 

supply and demand.
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Historically, pricing at many meat processors, has been handled 

by the sales department.  Company executives established a 

new team, Price Management, to provide market and financial 

analysis to determine the best price.  The Price Management 

team works closely with the sales organization, drawing on 

their experience with markets and customers. Unlike the sales 

organization however, the Price Management team can look 

across the entire product line and let the numbers do the 

talking about where opportunities for improvement might 

exist.

The Solution

The Price Management team is charged with looking for margin 

improvement opportunities through changes in operations, 

product mix and timing.  As the company completed the 

initial transformation of their structure and pricing processes, 

they looked for a technology solution to provide them with 

data for fact-based pricing, and production mix decisions. 

SignalDemand’s optimization solution, met their needs – 

helping to identify and define the right opportunities for 

margin improvement as well as allowing the company’s sales 

team to react more quickly to market shifts.  

 

In the past, the team used a number of internally developed 

tools to analyze the factors affecting margins and product mix 

but they lacked the suite of mathematical models and engines 

embedded in the SignalDemand application.  SignalDemand 

offered them proven expertise, allowing Price Management to 

provide the sales group with even better information based on 

sophisticated science and logic across all of their products and 

channels.

Involvement of the sales team has been important for 

implementing new processes like a forward sales process 

with automated workflow tools that facilitate approvals and 

more rapid turnaround on customer requests.  The process 

incorporates pricing guidance from SignalDemand and 

helps the company track margin improvements as well as 

win/loss data.  In short, SignalDemand gives the sales team 

more confidence in quoting spot, mid-term and long-term 

bids, helping them answer the question “How do we price 

our available supply to satisfy customer needs and meet our 

margin requirements?”

Results

While the company’s pricing processes and approach continue 

to evolve, Price Management attributes initial successes 

to strong sponsorship from business executives who are 

committed to the change and actively support new processes 

and technologies.   In addition, training the Sales team on new 

processes executed within SignalDemand has been critical to 

gain confidence and adoption of the application.

SignalDemand’s Impact

Price Management looks to SignalDemand to:

	Provide capabilities to identify opportunities for •	
incremental margin improvement down to the product 

level

Generate optimized product price, mix and quantity •	
recommendations for daily pricing decisions

Understand the correct sales profile and position by •	
projecting input costs, market prices and quantities 

Measure ongoing improvement in the management of •	
margins across product lines and production mix
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The company’s Price Management executives emphasize, “One 

of the goals for SignalDemand was to help drive the business 

change and it’s done that as well as helping us continually 

challenge our assumptions through better data for decision 

making,”
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About SignalDemand

SignalDemand provides manufacturers with on-demand 
software and services to achieve maximum pro� t margins in 
the face of volatile markets and increasingly complex pricing 
decisions. Using patented, comprehensive mathematical 
models to process thousands of variables, SignalDemand’s 

technology allows customers to adjust supply and demand 
on a continual basis. By recommending best price, supply 
utilization and product mix in moments, SignalDemand 
enables better day-to-day decision-making.
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