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This pricing worksheet is designed to provide an analysis framework anytime you are contemplating decreasing prices within LINKS.

Complete the "Before" columns and review the "Before" columns with your team members.  Complete the "After" column with actual data from the next quarter, after the results are available.  Review the before-after comparison with your team members.

	PRIVATE 
Firm
	
	
	Product
	
	
	Region
	
	
	Channel
	
	
	Quarter
	


	PRIVATE 

	
	
	Before Action Analysis, Review, and Forecast
	
	After Action Review

	
	
	
	Last Quarter, Actual
	Next Quarter, Predicted
	
	Next Quarter, Actual

	
	Industry Sales Volume [units]
	
	
	
	
	

	*
	Volume Market Share [%s]
	
	
	
	
	

	=
	Sales Volume [units]
	
	
	
	
	

	*
	Manufacturer Price [$]
	
	
	
	
	

	=
	Revenue [$]
	
	
	
	
	

	-
	Variable Costs [$]
	
	
	
	
	

	=
	Gross Margin [$]
	
	
	
	
	

	-
	Fixed Costs [$]
	
	
	
	
	

	=
	Operating Income [$]
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Sales forecasting drives everything in the supply chain.  Unfortunately, sales forecasting is extraordinarily challenging due to the many factors influencing your sales (your current and recent generate demand programs, current and recent competitors' generate demand programs, and exogenous market forces).
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Here's a judgmental sales forecasting process that, at a minimum, provides an organizational template to systematically approach the sales forecasting process.  Judgmental adjustments are challenging, but at least you're explicitly taking into account that your generate-demand program changes, and those of your competitors, influence your sales.

· Step 1 (the "easy" part):  Construct a trend‑line extrapolation of past sales realizations based on a crucial assumption:  future market and environmental forces will continue as they have existed in the recent past.  Be watchful for structural considerations like channel loading (forward buying), unfilled orders, and backlogged orders.

· Step 2 (the "hard" part):  Make adjustments for planned changes in your generate demand programs.  The potential impacts of changes in product, price, distribution, communications, and service on your sales must be quantified.

· Step 3 (the "subtle" part):  Account for foreseeable competitors' changes in their generate demand programs.  It's easy to overlook competitors in forecasting.  Assume that competitors are vigilant and thoughtful and present.

	PRIVATE 
1
	Trend-Line Extrapolation of Past Sales Realizations (Base-Line Forecast)
	

	2
	Adjustments For Planned Changes In Generate Demand Program (list specifics, with judgmental estimates of sales impacts [expressed in +/- %s])
Product Changes

Price Changes

Distribution Changes

Communications Changes

Service Changes
	

	3
	Adjustments For Foreseeable Changes In Competitors' Generate Demand Programs (list specifics, with judgmental estimates of sales impacts [expressed in +/- %s])
Product Changes

Price Changes

Distribution Changes

Communications Changes

Service Changes
	

	Adjusted Sales Forecast
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	PRIVATE 

Strengths
What are your firm's strengths relative to your competitors?  What are your most important strengths?  Why?

	
Weaknesses
What are your firm's weaknesses relative to your competitors?  What is impeding you from achieving your desired results?  Prioritize your weaknesses.


	
Opportunities
How can you convert these strengths, weaknesses, and threats into opportunities for your firm?  What considerations are most important for your success?

	
Threats
What organizational, competitive, and environmental threats do you face now and in the near future?
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	PRIVATE 
Hyperware Market Attractiveness Analysis
	
	Region #1
	Region #2
	Region #3

	
	Importance Weight
	Channel #1
	Channel #2
	Channel #3
	Channel #1
	Channel #2
	Channel #3
	Channel #1
	Channel #2
	Channel #3

	Market Size
	
	
	
	
	
	
	
	
	
	

	Market Growth Rate
	
	
	
	
	
	
	
	
	
	

	Market Volatility
	
	
	
	
	
	
	
	
	
	

	Competitive Intensity
	
	
	
	
	
	
	
	
	
	

	Market Price
	
	
	
	
	
	
	
	
	
	

	Customer Satisfaction
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	Total Market Attractiveness Score
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Metaware Market Attractiveness Analysis
	
	Region #1
	Region #2
	Region #3

	
	Importance Weight
	Channel #1
	Channel #2
	Channel #3
	Channel #1
	Channel #2
	Channel #3
	Channel #1
	Channel #2
	Channel #3

	Market Size
	
	
	
	
	
	
	
	
	
	

	Market Growth Rate
	
	
	
	
	
	
	
	
	
	

	Market Volatility
	
	
	
	
	
	
	
	
	
	

	Competitive Intensity
	
	
	
	
	
	
	
	
	
	

	Market Price
	
	
	
	
	
	
	
	
	
	

	Customer Satisfaction
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	Total Market Attractiveness Score
	
	
	
	
	
	
	
	
	


Interpretive Note:  Use the market attractiveness criteria included above, plus others of your own choosing, to rate the current market attractiveness of each channel in each region.  Use a simple 4-point scale, where "0"="not attractive," "1"="somewhat attractive," and "2"="attractive," and "3"="very attractive."  After rating all channels and regions, assign importance weights (use a 0-3 rating scale where "0"="not important" and "3"="very important") to these market attractiveness criteria.  Multiply the importance weights by your market attractiveness assessments and sum to obtain a "Total Market Attractiveness Score" for each channel within each region.
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	Firm
	
	
	Quarter
	


Key Performance Indicators (KPIs) are central to managing processes and sub-processes, such as those that comprise supply chain management.  Use this worksheet to analyze a specific sub-process for your LINKS firm.  Develop specific action plans for improving your performance on this KPI.

	PRIVATE 
What KPI?


	

	How/Why Is This KPI Relevant To Customers and Customer Requirements?
	

	Why Is This KPI Noteworthy Now?


	

	What Is Your Standing on This KPI Now?


	

	What Are Leading/Key Competitors' Standings on This KPI Now?
	

	What Is Your KPI Future Objective?


	

	What Can You Do To Influence This KPI?  (What Drives This KPI?)
	

	What's Your Specific Action Plan To Achieve Your KPI Future Objective?
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	Firm?
	Product?
	Category?
	Channel?
	Region?


(1)
For each of price, product quality perception, service quality perception, and availability perception, assess and record the current standing of your product relative to competitors' products in the chart below.  Note that you must assess the relative importance (to customers) of each of these buying factors as part of this competitive advantage audit process.  When you are finished, you'll have written "Price," "ProdQ," "ServQ," and "Avail" somewhere in the following chart.  If you don't have sufficient information, then you'll have to order more research at the first opportunity and revisit this worksheet once you have the necessary information.
	PRIVATE 

	High
	
	
	
	
	

	Relative
	
	
	
	
	
	

	Customer
	Medium
	
	
	
	
	

	Importance
	
	
	
	
	
	

	
	Low
	
	
	
	
	

	
	
	Inferiority
	Disadvantage
	Parity
	Advantage
	Superiority

	
	
	Relative Competitive Position (You Versus Competitors)


(2)
Based on this competitive advantage audit, what issues arise for managing this product?

	PRIVATE 

	Goal {What do you wish to accomplish with regard to each customer driver?}
	Strategies/Tactics {What will you need to do to accomplish this goal?}
	Execution Details  {How, specifically, will this be done?  By whom?}

	Price


	
	
	

	Product Quality


	
	
	

	Service Quality


	
	
	

	Availability


	
	
	


























































































































