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STRATEGY

PRICE SETTING & PRICING MANAGEMENT
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STRATEGY

PRICE SETTING & PRICING MANAGEMENT

24 FEBRUARY 2026
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_Section 2 .
N18J1AS1:HANIVIIAzU98I19AadUN18UDN

_Section 3 I )
N1sdIAS1:HAUNUNAz9AAUNU (Break-even Analysis)

25 FEBRUARY 2026

_Section 4 )
n1sISauINgunagnssan (B2B vs B2C)

_Section 5 ) _
n1sinuAlAsIaswsIAMaznasUs:iuwans:nu

_Section 6
Discounts, Promotions & Price Psychology

Dynamic Pricing & Al-Powered Tools

n1suSunagnssimlidonndadnunagnsovAns
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B2B STRATEGY

PRICE SETTING & PRICING MANAGEMENT

DAY ONE: 24 FEBRUARY 2026

- Foundation & Analytical Tools ™~

Von Bundit Co., Ltd.
1‘ Founding Partner IBEX Advisory
00 16.45 orning Break: 10.30 - 10.45 ) (Lunch & Networking: 12.15 - 13.30

"‘4-...

-

f- .\

Dr. Phutthisith Tungsirihirunkul

Former Chief Executive Officer,

haﬂﬂ’ISﬂ’IhU NS1AlIa: HOUOH N1SIIASI: hﬂIIV\l

mams&gm lias UWEJIIOFIEIOUH"IEJUOI]
rann1saAryau Demand-Supply N1a: Equilibrium AU InSoujo PESTEL Analysis lla: Porter’s 5 Forces un1s
S$INFIWUVOINISHHUASIAT ISBUSAIUKLNEIAzNMSUS=8NHTE Us:=IunsInuvU soutiun1sdiAs=H Industry Life Cycle na:
Price Elasticity IW93IAs1:KNMsnouauavvoIani wiou dryryarums Disruption WIT1ausu9:=IT1oVUnau Competitor
MANUIARNUAYBINIASEINONAN 9 15U GDP, Inflation, N1a: Intelligence AVIIKINTS Identify — Analyze — Respond
Interest Rate Ndvwalnensyson1sARAUToAUSIA1 BNNVETA Profile u Workshop fia=nstifinussiieflanineiigunu
IhUUULJO\] 3 AUVaN Pricing: Economic, Marketing na: E-Commerce IVTIGE]nmSﬁHIB\]naE!nS'

Valuation Ioag1nouninfRsausu . iy . .
' PESTEL Analysis (Political, Economic, Social,
KannisnvlAsugAlaas (Demand, Supply, Technology, Environmental, Legal)

T
quilibrium) § Porter’s 5 Forces Framework

nAoVEIaKEUYDYSIAN (Price Elasticity)

da8dairsugnoniiwaciosiA (GDP, Inflation,
Interest Rate, Confidence Index) ' Competitor Intelligence
(3 Steps: Identify, Analyze, Response Profile)

' Industry Life Cycle & Disruption Signals

UUUBY 3 G1uYdVv Pricing: Economic, Marketing,

Valuation ' Workshop 2: Jias:KnstliAnun asdwans:nu
Workshop: finkuasimMaumia:s=uciunu NNNISULVIUA=TDVENOQFOUSSAD

C Afternoon Break: 15.00 - 15.15

EENED nannsinuasiAMazAIsIANIASEFNg

Fl:ﬂUllmnm\WO\I Break-even Point 1a: Payback Period |SEJusmS:)|ﬂS’1 K Fixed Cost, Variable Cost lla= Contribution Margin
SOUAVIUOAR Economic Profit vs Accounting Profit Wsoundmlluuﬂf]nhﬂmsmuom BEP AuIuu Single Product na: Multi-
product WU Case Study 959

AJUKUNEYDV NISAIUIURAAUNU

Break.even vs Payback Period b (Single Product & Multi-product)

doudskaniunisAuoau | Workshop 3: Jins1=Knstlifinu K19aAuUNUNSHU
(Fixed Cost, Variable Cost, Contribution Margin) aumustaldead ua:gunmsanasta
Economic Profit vs Accounting Profit (END OF DAY1 PROGR Al\lll
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B2B STRATEGY
PRICE SETTING & PRICING MANAGEMENT

Dr. Phutthisith Tungsirihirunkul

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

JEHOED msiUssuingunagnsnisiauasii (B2B vs B2C)

NsIUS8UINBU Value-based, Cost-based lla: Competition-based Pricing Saufiv Dynamic
Pricing, Freemium, Bundling, Penetration lla- Skimming Wsaun\llssus Pricing Psychology
& Consumer Behavior Advwasion1siinzuladolu B2B a: B2C onlonouiane
la:d8Us:gnAlGRlAwadawsgvan

nagnss1AMUU Value-based,

Cost-based, Competition-based ' Differences between B2B & B2C

Bundling, Penetration vs Skimming AVSIAMEUAY/USANS NV B2B tia: B2C

Pricing Psychology & Consumer Behavior

|
' Dynamic Pricing, Freemium, ' Workshop 4: nstufnun iKuanaans

(Morning Break: 10.30 - 10.45

FIEED nasnarualasyasavsaaaia-nasus:iduwans:=nu

N1sas v Price Structure Components nAsUtiou n\] Base Price, Discount, Add-on la:
Financing wSauinn1sdiAs: hﬂO'lUﬂUﬂ'llla ADUITEFDY Sensmwty Analysis nfansigoule
$:K919 Customer Value l1a: Cost Structure $oUfvN1S3IAST:Kwans=nunwNsRuNa:lulgnasiu
AOOVANS

Price Structure Components (Base ' Financial & Non-financial Impact Analysis

Price, Discounts, Add-ons, Financing) L |
Workshop 5: J1ASIRNSTUANUT NNHKUQ

Profitability Impact | ovAUs:znoululAsvasvsIA ua:dns K
& Sensitivity Analysis wans:nUluTEcive d

Customer Value vs Cost Structure Alignment B
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B2B STRATEGY
PRICE SETTING & PRICING MANAGEMENT

Lunch & Networking: 12.15 - 13.30)

13.30 - 14.30” SESSION 7: 114.30 -15.30

B2B Pricing and Margin Dynamic Pricing
Management Strategies & Al-Powered Tools
Mr. Terapat Prapapanich Ms. Chanokrudee Suvithyasiri
Director WW Industry Digital Strategist - Media
Unilever Professional Thailand, Malaysia, and Communication, Microsoft
& Singapore Former Head of Enterprise Pricing and
Analysis, DTAC
B2B Pricing Strategy: Price Increase and Margin . o _ ) ;
Management for Sustainable Profitability (nagnsn1s _InAlulad Dynamic Pricing luuisgalnu nsfs Al/ML
MISIANEMSUSST9 B2B: NsUSUTUSIAIA:MSUSHIS WomANS Demand MSUSUSIAOAIULRA 1A=ns
U']SVUIWOF]f)']UH’]U']SﬂTUﬂ']Sﬂ'm']-[SOEJ']\]EJ\]EJU) 99NIIUU Promotion NVUIRAdURMJIE Data WSOUMIDE
Best Practice 9In8sN Airline, E-Commerce lla:
How to plan and execute price Streaming Services nwaouuaocn Al Pricing IWUS18I6
increases effectively in B2B markets 08¢ 10-25%
Q’JS:):]\)E[Uull?:mluuglzsgsuuusm'la&r]\) inAlulad Dynamic Pricing
yus:ansnawiuaana wouiSaalng \!
Methods to assess and manage
profit margins strategically | 13 AI/ML Won1an1saind1udovnIs
udNIVIUNISUS:ITUNAzUSKISUISOUDENY ] -
- - | Automation Tus:uusiaua:uslusgu
gnagns
Communicating Prlcmg dec.|S|ons ' c'l'oaah\)slsﬁoﬁ"iii Al Pricing 180
to customers while preserving trust
nsdoansnisdadulodnusiAniuanm =
laggvAvsnuinouBovlo (" Afternoon Break: 15.30 - 15.45
Balancing competitiveness and =
-

profitability in B2B pricing
N1SasIvaUQas:K3AIIWESAlUNIS
ugvdunaznduaiuisalunisrinmdlstunis
AvsnAn B2B
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B2B STRATEGY
PRICE SETTING & PRICING MANAGEMENT

15.45 - 16.45
E=SDED nisUsuidasunagnssaaiiridanndavnunagnsavAns

ldOUS=AUAYUARIWONISIBOLTEN Pricing U Corporate Strategy IWoa$1y Growth Driver S8USMSJIAS1:K Scenario la:
Stress Testing TuanwiAsygnonluntuau nazmsus:eneld Al & Digital Transformation Woa$1y Pricing Model NEAngUIa:

Nuvulsdlu Tough Economy
:! - & '
4

—

- A \

- — Dr. Phutthisith Tungsirihirunkul
Mr. Somchai Sittichaisrichart Former Chief Executive Officer,

Managing Director Von Bundit Co., Ltd.

SiS Distribution (Thailand) Founding Partner, IBEX Advisory

Linking Pricing to Corporate Al & Digital Transformation in
| Strategy & Growth 1Boulavnaansnns l Pricing n1suUs:andild Al uazn1siaau
AVSIAMAURANIVIAzNISIAUIOUOVOVANS wugadNalunIsusKIsNagNssIAN

' Pricing in Disruptive & Tough Economy n1savs1Aun:IASUgARonuwuwou
ua:gn1suuvaugv

-

/

4 N
{ END OF TRE PROGRAM )

= Profit Uplift: Saugmsiwurnls 8-12% doeanisususiAn
osinvids=uu lasaliins:nugoqunel

.
= Strategic Alignment: wn Pricing nu Corporate
KEY B E N E F I T Strategy/OKRs TRi0utnSovaudnisiGulas:eza1o
Of ATTEN D I NG = Competitive Edge: [doya aana ua: Al a5vs1,m

S ABUALGYUaNWIASUIRDWUWOU
. .
= | eakage Control: Uagasolkavovrilsdos Price
Waterfall, Guardrails, Governance & Deal Desk
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B2B STRATEGY

PRICE SETTING & PRICING MANAGEMENT

Key Risks ,ﬁ
of Not Attending

Price Erosion: Lost Share:

Eiouaﬂ/\ladllnuﬁ'la'la Margin ﬂIIVdTU Dynamlc & Al Pricing IIEJ\]aﬂFl’]
soitiouwsviaulsnngiazmsaouAy la:Unraligongn

Margin Drift: Strategic Misfit:
AVSIAY/ANRARANA MlRnIsAonLoY simldanndadnagnsoddns mikiwu
la=NIssounNANog Inulna:nn

Data Blindness: _ |
Andulesiminel$astginna-ioya - warnlomanaziwsrynduIdegy

- WHO SHOULD ATTEBD -

@) CEO / MD / BUSINESS OWNER:
IWE)mhUﬂnﬂm\]S'lﬂ’llUUIﬂSQ\]UOItj\]ﬂaEJnS ashunlsia: ETOUIIU\]ma']ﬂEJ\]EJU

QGFO / FINANCE & COMMERCIAL LEADERS:
\WoRAW BEP/PVM/EVA lla=Gous11innurilsnimiosg

: QSALES & MARKETING DIRECTORS/MANAGERS:
Wasaniuuvalaua-TUsIuBURIWY Margin wiou Guardrails andouanwuIwos

¢»PRODUCT / BUSINESS DEVELOPMENT MANAGERS:
IWoaanIuu Rate Card, Bundling, Value Metrics lhaonndavAtuAignm

e PRICING / REVENUE / STRATEGY ANALYSTS:

Wori Competitive Intelligence, Price Waterfall, Al & Dynamic Pricing
Iaza$74 Dashboard JAWa
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nagnssin1 B2B ua:n1isinkuasinn B2B
woas1vadulaiUsSaunIvAISUEVIU

Class Timetable

| * *
When: Online Registration hangnsmu'ﬂna
24 - 25 FEBRUARY 2026 http://www.omegaworldclass.org/register-online/

Where: E-mail: 8.30 .
. Register & Morning Coffee
Four Points by Sheraton, conference@omegaworldclass.org
Bangkok Ploenchit . 9.00 - 10.30
(GOLL Lo T » =t Program Commences

***Any updates.(.)n date or venue will 089-692-9900 o . 10.30 - 10.45
be promptly notified. 02-158-9892 : e Morning Break

10.45 - 12.15

Program Commences

Registration Fee Regular Price

2850000
1,995.00 1,575.00
15.00 - 15.15
24,075-00 Afternoon Break
15.15 - 16.45

17.00

J1usuIna! End of Program
. **ZASnNIEHN tu N918 3% Ta
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