Competitor Pricing Strategy Analysis
Objective

To analyze and compare the pricing strategies of key competitors in the market, identifying strengths,
weaknesses, and potential opportunities.

Competitor Overview

Competitor Product/Service Market Segment Pricing Model
Competitor A Product X Premium Subscription
Competitor B Service Y Mid-Range One-time Purchase
Competitor C Product Z Budget Freemium

Pricing Comparison

Competitor Price Point Discounts/Offers Key Features Included

Competitor A $49/month 10% Annual Plan Full support, unlimited access

Competitor B $199 (one-time) Early-bird discount Lifetime updates

Competitor C Free/$9/month Student offer Basic features, paid upgrades
Analysis

e Competitor A targets premium users with subscription-based pricing and advanced features.
e Competitor B uses a one-time purchase, appealing to value-conscious customers.
e Competitor C leverages a freemium model to attract budget and entry-level users.

Note: Pricing models impact perceived value and customer acquisition strategies.

Opportunities & Recommendations

e Consider hybrid pricing models to appeal to multiple segments.
¢ [ntroduce introductory or bundled offers for competitive differentiation.
e Monitor competitor promotions and adjust pricing strategies as needed.
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