PRICING KIT




PROGRAM OVERVIEW

WHY A PRICING KIT?

In these times - with increasing challenges from supply
bottleneck, supply chain disruption, exorbitant increases in
energy, logistics, production and procurement costs - what
should salespeople do to be successful when selling the price?

Be well prepared
Be aware of the different scenarios that they might face
Increase their confidence when managing different customers

Master effective argumentation and convey the value
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Manage customer’s objections and get acceptance
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Watch this video
to find out more
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https://www.mercuri-digital.com/Pricing_Kit/MI-DLC_Implement_prices_in_economically_challenging_times_FULL.mp4

THE PRICING KIT.
SELL THE PRICE WITH CONFIDENCE.

Copyright © Mercuri International



	Untitled Section
	Slide 2:   PRICING KIT
	Slide 3: PROGRAM OVERVIEW
	Slide 4: PRICING KIT The best combination of learning formats
	Slide 5: ELEMENTS OF THE PRICING KIT 
	Slide 6: ELEMENTS OF THE PRICING KIT 
	Slide 7: THE RIGHT KIT BASED ON YOUR NEED «THERE’S NO ROOM FOR NEGOTIATION» When you need to communicate the price increase without the option to re-negotiate
	Slide 8: THE RIGHT KIT BASED ON YOUR NEED «THE CURRENT AGREEMENT IS UP FOR DISCUSSION» When you need to re-negotiate terms and conditions with an existing customer
	Slide 9: THE RIGHT KIT BASED ON YOUR NEED «SELL THE VALUE, NOT THE PRICE» When facing a new opportunity and want to prevent a discussion on the price, while selling the value
	Slide 10: MIX & MATCH
	Slide 11

	d95a3935-8042-4e47-a062-1fb99f2969a1.pdf
	Untitled Section
	Slide 2:   PRICING KIT
	Slide 3: PROGRAM OVERVIEW
	Slide 4: PRICING KIT The best combination of learning formats
	Slide 5: ELEMENTS OF THE PRICING KIT 
	Slide 6: ELEMENTS OF THE PRICING KIT 
	Slide 7: THE RIGHT KIT BASED ON YOUR NEED «THERE’S NO ROOM FOR NEGOTIATION» When you need to communicate the price increase without the option to re-negotiate
	Slide 8: THE RIGHT KIT BASED ON YOUR NEED «THE CURRENT AGREEMENT IS UP FOR DISCUSSION» When you need to re-negotiate terms and conditions with an existing customer
	Slide 9: THE RIGHT KIT BASED ON YOUR NEED «SELL THE VALUE, NOT THE PRICE» When facing a new opportunity and want to prevent a discussion on the price, while selling the value
	Slide 10: MIX & MATCH
	Slide 11



