Preliminary Questions:

o Objective & Timeline

o Product specifications &
Business model

o Geography

o Customer segment &

Profit
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Growth rate
o Competitors
o Value Chain
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Company
specific issues

| Segmentation if the revenue streams are

known
' Questions:

i 1. %share of each stream

2. %change in each revenue stream

revenue/unit

(price/unit)

Competitive pricing

—— Cost based pricing

Value based pricing

—— External factors

Raw materials
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specific
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—» Final product
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updating products
with changing
customer's buying
preferences
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1. Differentiate end customer of product from Client's customer

2. Step into the customer shoes

3. Think through end to end customer journey

(c) Smarthveer Sidana, https://www.linkedin.com/in/smarthveer-sidana-07267111a/
The framework is free for your personal use, free to distribute freely to others provided content and attribution left unaltered
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Suggested approach: Dig
deeper into variable costs
through value chain
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Benchmark w.r.t. time & competitors



