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Pricing & Branding for Optimizing Sales, Revenue & Competitive Advantage

1. PRICING STRATEGY

‘Pricing Strategy Segmenting Customers
& Managing Customer Purchasing Behavior

2. PRICING, BRANDING & NEW PRODUCT LAUNCH'’ F@ﬂ
£y

‘Pricing, Branding & New Product Launch’.
Winning Competition and Build Powerful Profit Lever

3. MARKETING WEAPON

=
Ultimate Marketing Weapon: Leveraging on ‘Pricing @ < ,3

Psychology to Lead Purchasing Decision

Pricing Strategy & Pricing Positioning: ‘World-Class Concepts in Practice against Competitors’

* PRICE SETTING * PRICE OFFERS
METHODOLOGY / MECHANICS

* MANAGING PRICE * PRICE INDEX &
SENSITIVITY PRICING POSITION

‘Pricing Strategy & Execution ‘Advanced Techniques & Cutting Edge Practices’

Price Intelligence & Price War vs. Sustainable
Competitive Benchmarking Branding

Price Strategy vs. Category Pricing Adjustment vs. Brand
Role Matrix Repositioning

2 www.omegaworldclass.org CALL: +66(0)-2158-9892, +66(0)-83-692-9900, LINE: @OMEGAWORLDCLASS
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ONE: 17 JULY 2025 x

Pricing Strategy as Marketing Weapon
nNagnss1ANIdUD19sNISNAATUARYOR

9.00 - 10.30

1 PRICING STRATEGY — MARGIN OPTIMIZATION WITH THE ADOPTION
OF COMPETITIVE PRICES AND VALUE-ADDED OFFERINGS

NagNSAISIANYAUSSTY B2B IWOTRIALISIUNIKU=aD MSIESINFWEINAIA la=MsasWyarIwy
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Dr. Phutthisith Tungsirihirunkul

Former Chief Executive Officer,
Von Bundit Co., Ltd.
Founding Partner, IBEX Advisory

' NagNsSN1ISAVSIANYOVOVANSAUS:NOUSSAIONUUCIVY
(Pricing strategy of the various enterprises)

' 535Kw1sdunikuzaulussnouuucitvg [dosvls
(How to find the margin optimization for the various enterprises?)

' 35n1sAVS1IANdIVaVaaIaua:JodanGovWworsturUs:naun1saaaulodvsini
(Approaches to set your competitive price and factors considered in the pricing decision)

msasyarwulRanmiozlsunv uaovensozldozlsonnmsuniguoavisantilinuand
' (What are the value-added offerings and what your business could gain from such offerings?)

' aseliAnUILUUUS=ENA - N1SAVSIATYOVSSAIUSLANCIV®
(Modified case studies of how to practice pricing strategy)

Morning Break: 10.30 - 10.45 == —
4
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2 PRICING STRATEGY PRICE SETTING & NEGOTIATION AMID
ECONOMIC UNCERTAINTIES
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trategy Price Setting & Negotiation Techniques to Optimize
evenue
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| Price Setting Techniques & Real Practices InaUANISANKUQSIAILA:RanUgu
' Pricing across Product Categories: How, When, What to Prioritize fiMfRuasmMnukuoaaum

' Data-Driven Pricing Insights & Strategies to Attract, Retain and Convert Customers
n1sAnkuasIANGoadoya (Data-Driven Pricing) ta:nagnsiwadvQaganm Snungiugnm

| Applying pricing best practices for product and deal setting KanUaUGUSUBIRorHUQSIM

' Leveraging negotiation optimization frameworks to handle discount requests
8NS:QUNNSIOSINCIDSOVIWOWCWUN Framework ua:Suijofiun1sgneiosinn

' Employing service offerings and differentiation as levers for pricing
AMstaususnIsTvvIULaAouIanciviunvgovUulagnisiikuasA

' Finding a sustainable balance between cost, volume, revenue and profit margins
K9QEvEULazaUQas:K3AUNU USuneu warnls uazrlsgudu

Developing a sales and operations plan that integrates promotion and production
l planning decisions Wugoauaua:weuunuwumsuguaviundgoandovaulusluduna:nis
daguloovuwunswan

' Working closely with distribution partners to grow revenue stream
dacnu Partner ciounugKungosnvlnadaiworwusuuuusiald
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A
=% amm Lunch & Networking: 12.15 - 13.30
3 REAL CASE: PRICING 4 OPEN DISCUSSION CUSTOMER
STRATEGIES & MARKETING INSIGHTS for PRICING
FOR NEW PRODUCT LAUNCH & BRANDING STRATEGIES
|SEJUSﬂaElnSS']Fn||a NsnandnSuauUAKL NSHUANYA: HQWUVIOJH']STUQV]’[VVO\]GHH']
|WOTHUS aUﬂO']Uﬁ'“SV?T\]HﬂTUﬂ']SMﬂFIO ﬂUnaﬂnSS']ﬂ']naS']\]HO']U-[WUSUU
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WW Industry Digital Strategist - Media and

Director
Communication, Microsoft

l Explore Pricing & Marketing Segmenting Customers & Customer
strategies ' Purchasing Behavior i
vaus:inngnA1 wadinssun1sso

l Explore Route-to-Market Planning &
® Execution Developing new product & market .
' penetration strategies

L b . wWeuundua(kula:znagnsnisloN=aana
l Predict and monitor competitor's ;

reactions
' Exploring pricing options

i PP goulwanvidonlunisfiKuQsiA
l Avoid cannibalization from new

products
' Planning & Executing ‘Going to Market’
OMVUWUMIIINgaana
' Monitoring Competitors' reactions
ANONISEULLAzA00IUNISQDUAUDVIDVALIYY
(X J
- o CEIEETETD 2
J ( X ]
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Y TWO: 18 JULY 2025

‘Pricing Strategy’ Towards Revenue Optimization
“$7A1” AaaAngnAlANUIUSUR

9.00 - 16.45

5 PRICING STRATEGY & BRAND POSITIONING AMID
DIGITAL DISRUPTIONS

nagnsNsmKuAsIATIa:FAIKLgVadIUsUAMElaNnAIAsugaNa:noLIlAsUIlaINIATRADA

Dr. Kriengsin Prasongsukarn
Former Managing Director
Inspire Research

W B
=

rategy & Brand Positioning: Understanding Customer Value &
ns Across Markets to Manage Customer Purchasing Behavior

nagNsNMsavsIAUaGKUYIUSUG: WhiontuAia:=MmMsSUS (Perception) uavanfdnana
KanegovMLIWOUSKIsSWaGnssunsionevovanminunatvaculiiuuouununds:ns N\

Creatively Craft a New Pricing & Branding _, Manage Pricing in a Fast Changing
Position & Win New Customers Retail & Media Landscape. finKuasiA
AvciRuUvSIMIKUNURoVAWosUluauumsA  Tuanio:ndaaunyavosinvsoai§o

Pricing & Branding Value and Profit for Thrive through Disruptive Pricing &

_' the Organization. IWUYaAINSAIKUQSIAN Branding. NMsANKUQsS1IAEALELAIIY
EE ua:warinlsvovovAnsiwvavga [Wudusuwiuwou —
8 |
= Leverage Pricing to Drive Growth in a Turnaround the Market Crisis into New

El highly competitive market ' Sales Opportunities.

~ samnsustognATlunsugvaURIBUTU wandnaanmvaisaanaliidulona

Morning Break: 10.30 - 10.45 g I
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6 PRICING STRATEGY PSYCHOLOGY for COMPETITIVE ADVANTAGE

i_mi_)nﬂ'm'lSﬁ‘:\lS'lﬂ'llla:IIUSUﬁiﬁ\l: NS=UoUNISINEUIATAAIIUEINSOIUNISINITU

naging Pricing Psychology-Positioning- Perception & Journey towards
fitable Pricing Decision across Multiple Channels (Omni-Channel Pricing)

SePnenMsavsIcMMsSuStiosiAta:RuNvanIsasvinls msdaaulorinkuasIAMUiNUTodE
KanegovNMv

' Pricing as Positioning Mix ' Managing Price Sensitivity

l Price Setting Journey Pricing Insights to Attract, Retain &

Convert Custom Convert Customerer

Lunch & Networking: 12.15 - 13.30

7 PRICING STRATGEGIES for SUCCESSFUL PRODUCT LAUNCH

nstiAnuUs:auNsnisSula:soulanivasuissuglumsrirunsiniiosonautiili

cing Strategies for New Product Launch: Entering New Markets
nsuring Successful Product Launch

ISauginAtinuaNagNSMSavsIMARSUAUAMIHUIWOTRUS:aunouaiSoguaalumsitacionn
Us:aunsauISLUoLUIBEIDEIEYNIUNaNVINGALFASUIND

' Segmenting Customers & Customer Purchasing Behavior
vdaus:inngnAa:waanssunisdo

' Innovating approaches for Developing new product/market penetration strategies
WCUUNIUONIVWEUUNEUATTKUIA:NagNSAISINaaa

l Options: How much should you charge for a new product?
nvidon: 9:udnsIAFUATIKIoENV[SA?

Afternoon Break: 15.00 - 15.15 ]
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Pricing Strategies Towards Revenue Optimization ¢
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Grande Centre Point Ratchadamri

for REVENUE OPTIMIZATION

nagns dasnv

Class Timetable

When: Online Registration *"angﬂsm"ﬂnﬂ*

17 - 18 JULY 2025 http://www.omegaworldclass.org/register-online/
Where: E-mail: 8.30

. Register & Morning Coffee
Grande Centre Point conference@omegaworldclass.org 9 9
Ratchadamri . 9.00 - 10.30
CONFACTRUS » : Hrw Program Commences

***Any updates.c.m date or venue will 089-692-9900 . A 10.30 - 10.45
be promptly notified. 02-158-9892 ) Morning Break

10.45 - 12.15

Program Commences

Registration Fee Regular Price 12.15 - 13.30

Lunch & Networking
Fee Per 1 Person 28,500.00 0 19,500.00 13.30 - 15.00

30,495.00 20,865.00 | poiod 1515

15.15 - 16.45

Program Commences

<5 e

Suansaandgoundla 200%

**g1U18nN1BAN (U 918 3% 16

End of Program

_ I WY Arduuurfuanouleuing
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