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Challenge Approach Impact

Client

Price Optimization System Selection Case Study

A $3+ billion multi-national, specialty retailer of outdoor sporting goods

o The client struggled to manage regular and 
markdown pricing across a large SKU base, 
localized assortments, and extreme 
seasonality

o Their multi-channel business model added 
complexity, requiring better coordination 
between store, eCommerce, and regional 
pricing

o Existing processes were manual and 
fragmented, limiting the ability to optimize 
margins, improve labor efficiency, and 
enhance price perception

o The client sought a cutting-edge analytical 
solution to support future growth and 
evolving pricing strategies

• Assessed current pricing capabilities and 
benchmarked against industry best 
practices

• Defined future-state pricing and markdown 
processes, roles, and responsibilities

• Documented system requirements and 
vetted potential software providers

• Issued an RFP, evaluated responses, and 
organized vendor demonstrations with 
structured test scripts

• Conducted vendor reference calls, assessed 
business fit, and facilitated stakeholder 
review sessions

• Counseled the client in vendor negotiations 
and provided a detailed implementation 
roadmap

Selected a pricing optimization solution 
best suited for their needs

Established a structured roadmap to drive 
pricing efficiency and improve financial 
performance

PRS engaged for system design and 
implementation, ensuring a smooth 
transition to the new platform.

Multi-Channel Price Optimization 

Promotions Planning and Management 

Promotions Optimization 

Markdown Price Optimization 

Regular Price Optimization 

Software As A Service Availability 

Other solutions offered 

Allocation, Assortment Planning and 
Optimization, Data Integration, Customer 
Insight, Integrated Merchandise Planning, 
Size Optimization, Space Planning and 
Optimization, Supply Chain Intelligence 

= Capability is in production and has an installed base with multiple clients 
= Capability developed, but not yet in production or in production with a single client 
= Capability not yet fully developed 

Business Overview 

Large privately held 
commercial software 
company.  Acquired XYZ 
planning solutions in 2003.  
Continued investments in 
business intelligence, 
analytics and science-
based software. 

 

Financials  

Revenue  $2.725B 

 

Key Clients  

§   TruckZone 
§   Books Brothers 
§   Family Tree 
§   Z Groupe 
§   Drink Depot 
§   Mike’s 
§   Stanley’s 
§   Plate & Co. 

Pricing Functionality Recent Activity 

§ Vendor A Revenue Optimization family 
moves to high-performance computing 
platform (January 2012) 

§ Vendor A Customer Support site ranks 
among 10 Best Web Support Sites (May 
2012) 

 

Strengths 

§ Product development spend 

§ Business Intelligence offerings 

§ Diverse client base using Revenue 
Optimization tools 

§ SaaS or on-site software 

§ New technology  

 

Weaknesses 

§ Services bandwidth 

§ Solution Complexity 

§ Direct channel functionality 

Vendor Profile


