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Welcome

Jason Tanner
● Former software product manager
● 17+ years of Scrum & Agile
● 9+ years Marine Infantry Officer
● CEO and Certified Scrum Trainer® (CST)



What’s the price?
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The Profit Stream Canvas



The 
Profit StreamTM 
Canvas
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The Profit Stream 
Pricing Model



The Profit Stream Pricing Model
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Uses Systems Thinking to identify and 
manage all aspects of a value-based 
approach to pricing that maximizes 
profit over time.



The Profit Stream Pricing Model
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STRATEGY
Price Strategy defines how 
you intend to compete and 
position your product



The Profit Stream Pricing Model
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STRATEGY
Price Strategy defines how 
you intend to compete and 
position your product

STRUCTURE

Price Structure drives pricing 
by different segments and 
solution attributes



The Profit Stream Pricing Model

11

STRATEGY
Price Strategy defines how 
you intend to compete and 
position your product

STRUCTURE SPECIFICS
Price Specifics identify the 
actual price levels offered to 
different customer segments 
including all the details 
related to the chosen value 
exchange model.

Price Structure drives pricing 
by different segments and 
solution attributes



Price Policies establish the 
processes and procedures 
needed to ensure the integrity 
of the price structure under 
pressure from customers 
and competition.

The Profit Stream Pricing Model
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STRATEGY
Price Strategy defines how 
you intent to compete and 
position your product

STRUCTURE SPECIFICS
Price Specifics identify the 
actual price levels offered to 
different customer segments 
including all the details 
related to the chosen value 
exchange model.

POLICIES

Price Structure drives pricing 
by different segments and 
solution attributes



https://www.menti.com/alinzohptq93

www.menti.com
Code 1228 9016
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10 Pricing Strategies for 
Software-Enabled Solutions



Penetration
Price low for growth

● Quickly attract many customers to a 
new product

● Strategy often changed to increase prices 
as product adoption increases 

● Risks
○ Customers may expect continued low prices… forever.
○ Competitors may respond by lowering prices. 
○ Price sensitive customers may leave if you attempt to 

raise prices. 
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Premium
High premium price

● Set a higher price relative to competitors 
through a combination of positioning, brand, 
and/or quality

● Superior product performance, great customer 
service and/or delivery of additional value over 
time is needed to maintain high prices
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Competitive
Follow the market

● Set price based on competitor prices 
or cost of substitutes

● Price may be set higher or lower than 
competitors to maximize profitability
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Stable
Smooth

● Set price to remove variability in 
use or purchasing

● Benefits customers who experience 
substantial variation in consumption.

● Expenditures
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Dynamic
Demand

● Adjusts prices based on changes in 
customer demand 

● Maximize profit while matching what 
customers will pay at the moment they 
are ready to purchase

● Increase price as demand increases
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High-Low
Discounts

● Designed for products with a limited 
time of attractiveness

● Price is set high initially when the 
product is most desired

● Price is lowered, often dramatically, as 
interest or relevance declines
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Economy
Budget

● Price lower than the competition to 
gain volume

● A “no-frills” product that meets the basic 
needs of the consumer
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Skimming
Progressive

● Maintain the highest price possible 
over time

● As competition and other forces drive 
prices lower, revenue and profit are 
continuously skimmed 

● Prices are carefully and progressively 
lowered over time as the market matures 
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Loss Leader
Attraction

● Offer one highly discounted product along 
with other more expensive related 
products 

● Inexpensive product is offered at a loss to 
generate sales of the more expensive 
products 
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Value-Based
Customer-focused

● Customer-driven and profit-oriented 
aligning price to the customer’s perception 
of value derived from the solution

● Allows for pricing higher than competitors 
who cannot achieve or effectively 
communicate the value provided
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10 Pricing Strategies for Software-Enabled Solutions
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Strategies to Avoid



Customer-Driven Pricing

● Setting price based on basic research of 
customer willingness to pay

● Insufficient knowledge or experience to 
evaluate product value

● Downside: Price < than the real value of 
the product decreases profitability
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Cost-Plus Pricing

● Setting price based on the costs to build, 
maintain and sell a product plus a desired 
margin for profit

● Can lead to overpricing or underpricing in 
markets with strong demand
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Market Share Pricing

● Setting a low price to rapidly gain 
market share 

● Market share can be a distracting vanity 
metric - Share is relevant only as a driver of 
profitability
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What questions can I answer?
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Pricing Structure 
Webinar 11/29
—
Book Available Q1 


