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ACCELERATE YOUR MODERN COMMERCE TRANSFORMATION WITH PROS
FROM FASTER QUOTE TIMES TO PERSONALIZED CUSTOMER EXPERIENCES, PROS DELIVERS

OPPORTUNITY
DETECTION

FIND HIDDEN SALES
GROWTH WITH ALl

Use A.l. to identify
new sales
opportunities, increase
existing account
penetration, and
improve customer

loyalty.

SMART CPQ

ACCELERATE
SALES CYCLES

Automate the sales
process and increase
sales efficiency. Deliver
personalized product
and pricing offers
resulting in increased
win rates.

GUIDANCE

DELIVER
DEFENSIBLE PRICE
GUIDANCE

Optimize pricing for
every unique buying
interaction through
machine learning
science that precisely
predicts your
customers'
willingness-to-pay.

DEAL DESK

EXECUTE
SMARTER DEAL
MANAGEMENT

Analyze and approve
large volumes of deals,
standardize analytics,
and identify pricing
opportunities to
improve deals.

CONTROL

HARMONIZE
OMNICHANNEL
PRICING

Coordinate price
strategy through a
centralized platform
that provides visibility
into pricing truth,
governance,
automation, and
scenario modeling.
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Al: What it means for the future of pricing

Why is Al What about i w to ensure || HOW fo build

my pricing and measure a

relevant? user adoption? :
strategy? P business case?
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What to look
for when

choosing @
solution?




Al: What it means for the future of pricing

Why is Al

relevant?
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Artificial Intelligence

(Al), Machine Learning (ML), Cognitive Computing

Al
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Al: general term for machines performing
human tasks like reasoning, planning,
learning, and understanding language

ML: broad set of algorithms that enable
computers to improve their predictive
capabilility over time as they obtain more
data

. system that enables
computers to learn and emulate/augment
human thinking and enables humans to
augment computer knowledge
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Machine Learning makes better decisions
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What is Machine Learninge
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Broad set of algorithms that give computers ability to
learn from data without being explicitly programmed or

with minimal programming

2 primary categories of machine learning

Supervised learning: match a pattern in labeled
training data in order to predict a label on new
data

Unsupervised learning: discover previously
unknown patterns when no labeled data are
available
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Data from Varied Sources

MACHINE LEARNING

STRUCTURED DATA

SOCIAL MEDIA
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Monet™




Science of Segmentation

Paiterns &
Data: Create Peer Groups 7S 7S Vel 1%

Product, Customer,
Transaction, Market * Frequency to buy

* Propensity to buy

Determine
What
Matters

» Willingness-to-pay

 Cost-fo-serve

« Affrition patterns

» Cross-sell patterns
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Price Guidance Powered by Machine Learning

v 33K +4 8%

RECOMMENDED PRICE UPDATE
3348

%333

3318 Target $317

$303 @
3287

PEER GROUP DEFINITION

DEAL_TYPE 5
S5POT $2.1M - 24 AM

$317

Customer Annual Spend

$303 S5POT, HIGH, ON-LINE

TOP RELATED PEERS WITH RECENT 5ALES

Rainforest Motors Company  $344

Capital Motors $339

Transportation Solutions $336

Precision Motors $328

Team Auto Shop Inc. $327

Megamotors Sa De Cv $326

3 PRIORITY y CHANNMNEL
HIGH ONM-LIME
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REVENUE IMPACT ACROS55 PRICE ENVELOPE

Expert %333 +3%7,123 IS
Target $317 +53472 Iaw
Floor %301 %397 1

PERFORMAMNCE AGAINST PEERS

We recommend a 4.8% increase the nextt

Segmentation using
significant attributes
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Price Optimization
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Segmentation
example from

supplier ot B2B
networking
solutions

Billing Type

Country

Customer Spend

Customer Product Penetration

Indirect Channel Partner

Industry

tem Category

tem Type (software/hardware/services)

Market Segment

Product Annual Revenue
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Modern Commerce— Maturity Model

Personalized Offers

PRECISION

Cine Size Fits All

S
i

FULL
REALIZATION OF
MODERN COMMERCE

b

F
Feal-time

Days SPEED
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AUTONOMOUS, NO-TOUCH
What do you want to happen?

GUIDED
What could have
happened?

REARVIEW ANALYTICS
Why did it happen?

MAMNUAL
What happened?



Focus on Speed

How quickly do
you respond
to customerse

40%

of buyers say “slow
response times” are
their #1 frustration

*Sources: CEB and McKinsey
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What does it take Are potential
to get a quote sales stalled by
out the doore approvalse

62% 1/6

of perceived seller of the sales cycle is
burden can be spent on internal
attributed to internal approvals
complexity




Technology Simplifies Internal Selling

Solution Pricing Supporfing
Guidance Guidance Analysis

S 28 w) (59 B e A

Sales/ Customer
Channel Partners

Approvals
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The Pricing Framework

Large
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Small

HIGH TOUCH NEGOTIATION
- Opportunity specific pricing
- Bid desk approval

- Analysis enabled by data-driven
price guidance

- Self-Serve CPQ
- Customer-Specific Pricing

- Fast Approval based on data-driven thresholds

« Immediately orderable
- Competitively priced products

Low
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Medium High

INCENTIVE LEVEL



Hewlett-Packard Company

Incremental $1B revenue, 200 basis points margin helping contribute to HP

turnaround.

CHALLENGES

« Loss of sales to competition due to
slow quote turnaround.

« Complex manual deal approval
process.

« Leaving money on the table with
current pricing approach.

SOLUTIONS

- Real-time targeted price guidance by
customer segment.

- Intelligent pricing enables auto-
approval for deals within threshold.

- Integrated with Salesforce.com for
seamless rep & deal desk experience.

RESULTS

- 200 basis point margin improvement.

- Increased deal auto-approval from
10% to 80%.

- Reduced quote response time by
more than 25%.

- More nimble, customer and partner
centric company.

©2015 PROS, Inc. All rights reserved. Confidential and Proprietary.



Al: What it means for the future of pricing

What abouvt

my pricing
strategy?
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Pricing Strategies Vary By Product

« Premium
Undifferentiated

AL
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Value (Amount)
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Pricing strategies need to be channel aware

il

MANUFACTURER

I .
QUANTITY

[B

MOST FAVORED NATION
BUYING GROUP

L
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Brick & Mortar Store, Computer \\
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DIRECT |
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RESELLER |

Telephone (old school),
Salesperson

VAR]




Bringing it all together

Competitive
Blejfe!

Neleile]
Media

Pricing engine

Price Strategies

Business Rules

Al Pricing Guidance

Customer Buying History

Market Pricing Insights
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Partner Portal
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Al: What it means for the future of pricing

How 1o ensure

user adoption?

” VL
21 ©2018 PROS, Inc. All rights reserved. Confidential and Proprietary. D us
| ®



A Successtul Case Study — 3 Steps...

Pilot Celebrate & Promote
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Compensation Plans
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Justity Al Derived Guidance

RECOMMENDED PRICE UPDATE TOP RELATED PEERS WITH RECENT SALES

cypn —— Target $285

PEER GROUP DEFINITION

Deal Type N Customer Annual Spend N PRIORITY N CHANNEL

©2018 PROS, Inc. All rights reserved. Confidential and Proprietary.

* Transparency into supporting analysis for
each price recommendation

» Understand recommended prices relative to
peer group

« Compare with prices being paid for each
identified peer



Bidfood

Large UK supplier to the foodservice sector.

Bidfc

Simplifying pricing and increasing margins with analytical insights, price optimization and quoting.

Challenges

« Multiple geographic business
regions that each operated
iIndependently.

« Manual pricing system that had
become cumbersome.

« Competitive market forces were

creatfing pressure to lower margins.

Solutions Results
Credible and realistic price lists and  Improved visibility and pricing
pricing guidance. responsiveness.
User adoption tied to financial * Eliminated excessive discounting.
performance of sales managers. « Reduced price inputs by 98%.
« Reduced price execution cycle by
70%.



Al: What it means for the future of pricing

How to build

and measure a
business case?
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Value & Success Measurement Approach

1. Build Value 2. Define 3. Quantity
Case Measurement Value
Approach Achieved



Builld Value Case

- Generate price guidance for ...
sales in the past

DDLSS.  NEGOTIATION GUIDANCE g
ATTRIBUTES
4

 Measure the difference Overall Results
between guidance and

You could get which is based on Your $5.1M additional revenue includes
$3.4M through increases of less than 5%
3 $142.7M -
: h. d $5 1 M +_).6O/O . $1.7M through increases of 5-10%
p rl C es O C I eve OVERTHENEXT3MONTHS = UPLIFT SOLD IN THE LAST 3 MONTHS $0 f greater than 10%

 Eliminate customers that will

Browse the top products & customers to see our price recommendations underneath

not be aoffected

RRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRR

» Relate the margin uplift to the | B ax | 1 somrugss wamcra

corresponding price changes - V| 2 o Mmeasos

5. Shock Absorber All State
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Perstorp

[€) Perstorp

Recovering over S1M in margin leakage on a monthly basis.

CHALLENGES SOLUTIONS RESULTS

* Margin% had eroded from * Enabled visibility into the margin leakage * Realized over S1M in margin recovery
17.2% to 10.8% in just 4 years through purpose-built analytics per month

* Increased accessibility and * Incorporated algorithmic price guidance * PDI improvement of 42% in just 20
price transparency (through into quoting processes months
eﬁ)c;r:lrzjrce”)efgr alternate, * Measured price improvement at the * Margin% improved by >500 basis points
& PP sales rep-level through their Pricing from lowest levels in 2009

* Sales reps reacting with Discipline Index (PDI)

undisciplined discounting

* Inability to quickly
incorporate fluctuations in
raw material or freight costs

© 2017 PROS, Inc. All rights reserved. Confidential and Proprietary.



Al: What it means for the future of pricing
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What to look
for when

choosing a
solution?




Key
considerations
when

leveraging Al
fo Improve
margins

Abllity to incorporate into the price
sfrategy & overlay business rules

Insights into the learning to support
price recommendations

Ability to influence and change
segmentation as market changes

Abllity fo impact how aggressive
new price guidance is

The ability to estimate margin uplift
and track value realised



31

PROS Headquarters
Houston, Texas

3100 Main Street, Suite 200
Houston, TX 77002, USA
+1-800-555-3548

PROS San Francisco

101 Montgomery Street,
Suite 400

San Francisco, CA 94104,
USA

+1-415-283-3000

Nick Boyer

PROS Chicago

5215 Old Orchard Road,

Suite 505
Skokie, IL 60077, USA
+1-847-583-8450

PROS Austin

3600 Parmer Lane,
Suite 205

Austin, TX 78727, USA
+1-713-335-5829

nboyer@pros.com
www linkedin.com/in/nick-boyer-pros
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PROS Toulouse

Le Galilée

185 rue Galilée
31670 Labege
France

+33 (0) 811 7078 78

PROS Minchen
Leopoldstrasse 23
80802 MUnchen
Germany

+49 (0) 89 24442 3097

PROS Paris

10 Boulevard Haussmann
6th Floor

75009 Paris

France

+33 811707878

PROS London

4th Floor, East Wing
Communications House
South Street
Staines-Upon-Thames TW18
4PR

United Kingdom

+44 (0) 1784 777 010

PROS Frankfurt

Frankfurt Herriot's

2nd Floor, Herriotfstrale 1
60528 Frankfurt, Germany
+49 (0) 69 677 330 15

PROS Sydney
The Ark

Level 32

101 Miller Street
North Sydney
NSW 2060
Australia

+61 289122199

PROS Dublin

Ormond Building

31-36 Ormond Quay Upper
Dublin 7

Ireland

+1-800-555-3548

PROS Sofia

49B Bulgaria Blvd.
pigleNalelels

1404 Sofia, Bulgaria
+359 2 958 05 95
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