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Pricing analytics uses historical sales data with mathematical optimization to set
and update prices offered through various channels in order to maximize profit.
A familiar example is the passenger airline industry, where a carrier may sell
seats on the same flight at many different prices. Pricing analytics practices have
transformed the transportation and hospitality industries, and are increasingly
important in industries as diverse as retail, telecommunications, banking, health
care and manufacturing. This book will guide students and professionals on how
to identify and exploit pricing opportunitiesin different business contexts. The
first chapter looks at pricing from an economist's viewpoint, beginning with the
basic concept of price elasticity and how it differs at the product, firm, and
industry levels as well as the short term versus long term. The second chapter
looks at these same topics, but from a more practical standpoint, with examples
provided from several consulting projects. The third chapter is on dynamic
pricing, with a special emphasis on the most common application: markdown
pricing. The fourth chapter covers the new field of customized pricing analytics,
where afirm responds to a request-for-bids or request-for-proposals with a
customized price response. |n this situation, the firm will only have historical
win/loss data and traditional methods involving price elasticity do not apply. The
final chapter covers the relevant aspects of behavioural science to pricing.
Examples include the asymmetry of joy/pain that customers feel in response to
price decreases/increases. A set of best pricing practices will be presented that
are based on these behavioral responses.
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Pricing analytics uses historical sales data with mathematical optimization to set and update prices offered
through various channelsin order to maximize profit. A familiar example is the passenger airline industry,
where a carrier may sell seats on the same flight at many different prices. Pricing analytics practices have
transformed the transportation and hospitality industries, and are increasingly important in industries as
diverse asretail, telecommunications, banking, health care and manufacturing. This book will guide students
and professionals on how to identify and exploit pricing opportunities in different business contexts. The first
chapter looks at pricing from an economist's viewpoint, beginning with the basic concept of price elasticity
and how it differs at the product, firm, and industry levels aswell as the short term versuslong term. The
second chapter looks at these same topics, but from amore practical standpoint, with examples provided
from several consulting projects. The third chapter is on dynamic pricing, with a special emphasis on the
most common application: markdown pricing. The fourth chapter covers the new field of customized pricing
analytics, where a firm responds to a request-for-bids or request-for-proposals with a customized price
response. In this situation, the firm will only have historical win/loss data and traditional methods involving
price elasticity do not apply. The final chapter covers the relevant aspects of behavioural scienceto pricing.
Examples include the asymmetry of joy/pain that customers feel in response to price decreases/increases. A
set of best pricing practices will be presented that are based on these behavioral responses.
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Editorial Review

About the Author

Tudor Bodea Dr. Tudor Bodeais an Assistant Professor in the Operations Group at the University of
Groningen, Faculty of Economics and Business. He earned his Ph.D. in Civil Engineering at the Georgia
Institute of Technology, with an emphasis on transportation systems, logistics and statistics. He holds a B.S.
in Transportation Systems from the Technical University of Cluj-Napoca, Romaniaand an M.S. in Civil
Engineering from the Georgia Institute of Technology. Dr. Bodea's research interests are in the area of
Pricing and Revenue Management which he has extensively researched and applied in the hospitality and
retail industries. He currently teaches bachelor and masters level courses in Operations and Supply Chain
Management and Information Systems. Dr. Bodeais a contributor to R, an open source language and
environment for statistical computing and graphics. He is also Six Sigma certified. Dr. Bodea has more than
five years of industry experience. As an Operation Research Analyst at the InterContinental Hotels Group he
was responsible for the design, development and operation of large scale Revenue Management and Price
Optimization systems. Later, he expanded the focus of hiswork at Predictix, a Software as a Service
company, where he was employed as a Senior Scientist. Mark Ferguson Dr. Mark Ferguson is the Steven A.
Denning Professor of Technology and Management and the John and Wendi Wells Associate Professor of
Operations Management at Georgia Tech s College of Management. He received his Ph.D. in Business
Administration, with a concentration in Operations Management from Duke University in 2001. He holds a
B.S. in Mechanical Engineering from Virginia Tech and an M.S. in Industrial Engineering from Georgia
Tech. Dr. Ferguson's research interests involve many areas of Pricing and Revenue Management. He is the
coordinator for the focused research area on dynamic Pricing and Revenue Management at Georgia Tech and
teaches M .B.A.. and executive education courses on the topic. He also frequently serves as a consultant
helping firms improve their pricing and revenue practices. Dr. Ferguson received best paper awards from the
Production and Operations Management Society in 2005, 2006, and 2008. Severa of his research projects
have been funded by the National Science Foundation. Prior to joining Georgia Tech, he served asa
Manufacturing Engineer and Inventory Manager with IBM.

Users Review
From reader reviews:
Kirsten Muncy:

Nowadays reading books are more than want or need but also work as alife style. This reading practice give
you lot of advantages. The huge benefits you got of course the knowledge your information inside the book
which improve your knowledge and information. The info you get based on what kind of publication you
read, if you want send more knowledge just go with training books but if you want sense happy read one
having theme for entertaining for instance comic or novel. The actual Pricing: Segmentation and Analytics
(Marketing Strategy Collection) iskind of book which is giving the reader capricious experience.

Edward Johnson:

This book untitled Pricing: Segmentation and Analytics (Marketing Strategy Collection) to be one of several
books that will best seller in this year, thisis because when you read this book you can get alot of benefit



onto it. You will easily to buy this specific book in the book retail store or you can order it through online.
The publisher in this book sells the e-book too. It makes you more easily to read this book, because you can
read this book in your Cell phone. So there is no reason for your requirements to past this book from your
list.

Ella Woods:

People livein this new moment of lifestyle always aim to and must have the extratime or they will get large
amount of stress from both everyday life and work. So , once we ask do people have free time, we will say
absolutely without a doubt. People is human not only arobot. Then we inquire again, what kind of activity
have you got when the spare time coming to anyone of course your answer will probably unlimited right.
Then do you ever try this one, reading textbooks. It can be your alternative in spending your spare time,
often the book you have read is usually Pricing: Segmentation and Analytics (Marketing Strategy
Collection).

Billie Brown:

Are you kind of occupied person, only have 10 or 15 minute in your day time to upgrading your mind ability
or thinking skill possibly analytical thinking? Then you are experiencing problem with the book when
compared with can satisfy your limited time to read it because all this time you only find guide that need
more time to be examine. Pricing: Segmentation and Analytics (Marketing Strategy Collection) can be your
answer given it can be read by a person who have those short spare time problems.
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