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Help Retailers Gain a Competitive Edge with
Expert Consultancy Support

How Retailers Can Achieve Competitive Edge with

Advanced Pricing Strategies Supported by Leading

Industry Consultants

YRC, a retail consulting firm, highlights six

expert-backed pricing techniques to boost

retail competitiveness.

PUNE, MAHARASHTRA, INDIA, February

12, 2025 /EINPresswire.com/ -- In this

communiqué, retail and eCommerce

consulting firm YRC highlights six

advanced retail pricing techniques

often backed by industry experts

aimed at helping retail businesses

enhance their competitiveness.

Get advise for E-commerce retail

business :

https://www.yourretailcoach.ae/contac

t-us/
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Dynamic pricing has emerged as one of the most powerful retail pricing approaches in
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maintaining pricing competitiveness. Price matching and

undercutting allow retailers to remain attractive in price-

sensitive markets. When dynamic pricing is applied on the

grounds of real-time demand, retailers can either make

their offerings more attractive with price adjustments or

reap the benefits of demand surges. This balancing act

involved in dynamic pricing in retail gives businesses a

sustainable grip over their market positions.
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Customer satisfaction or meeting up to their expectations is a crucial battleground when it

comes to competition in retail. ᵞ�ᵟ�ᵠ�ᵞ�ᵟ�ᵟ� ᵟ�ᵟ�ᵟ�ᵟ�ᵟ�ᵟ�ᵟ� ᵟ�ᵟ�ᵠ�ᵟ�ᵟ�ᵟ�ᵠ� play a pivotal role here as they directly

affect the equation of value proposition. Personalisation of pricing serves both customers and

businesses at different levels. Relevant grounds for personalisation of pricing include purchasing

patterns, price sensitivity, response to promotions, direct feedback, etc.

ᵞ�ᵞ�ᵟ�ᵠ�ᵟ�-ᵝ�ᵞ�ᵠ�ᵟ�ᵟ� ᵞ�ᵟ�ᵟ�ᵟ�ᵟ�ᵟ�ᵟ�

A good understanding of how customers perceive or attach value to products and services could

provide insightful guidance for formulating effective retail pricing policies. For instance, premium

clothing materials are more valued and hence, premium prices are justified for such products. If

the value of a product is low, pricing must reflect the same. How a retail business leverages

value-based pricing to be more competitive depends significantly on how well it deciphers

customers’ value attribution.
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Bundle pricing works on the idea of volume sales. By bundling two or more products in one

package, there is a strong possibility of having more sales than competitors who are not doing

the same. This ᵞ�ᵟ�ᵠ�ᵞ�ᵟ�ᵟ� ᵠ�ᵠ�ᵟ�ᵟ�ᵟ� ᵟ�ᵟ�ᵟ�ᵟ�ᵟ�ᵟ�ᵟ� ᵠ�ᵠ�ᵟ�ᵞ�ᵠ�ᵟ�ᵟ�ᵠ� involves offering some discounts but overall

sales and revenue get a boost. Customers also stand to benefit from bundling discounts and

getting more of their needs fulfilled in a single shopping journey giving an impetus to customer

experience and prospects of return.
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The subscription pricing model is not easy to be implemented in brick-and-mortar retailing but

many businesses like coffee shops, grocery stores, and gyms have successfully executed it on the

lines of membership-based models. Once the code is cracked, it can give an unassailable

competitive edge. Innovative thinking is essential to make these models work as a tool of

competitive retail pricing.
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Freemium pricing can provide easy and quick access to new markets and segments. For retail

businesses with online capabilities, it can give them access to wider markets. It gives the scope

to turn initial customers into regular customers with improvements in value propositions and

consistency in the quality of services. Free trials and heavily discounted items could be good

starting points.
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