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Introduction:

Effective pricing strategies are
critical for steel distributors
to maximize revenue, maintain
profitability, and foster long-term
customer relationships. This
handbook outlines best practices
for steel pricing to customers,
focusing on innovative solutions
such as customized simulation
analysis and customer-specific
pricing models. In today's dynamic
market, data-driven and Al-enabled
pricing strategies are essential
for staying competitive.

Chapter

Key Pricing Challenges in Steel Distribution

Dynamic Market Prices

Frequent price fluctuations Customers often require
due to global demand shifts different grades, sizes, and

and raw material cost customization levels, making
changes. A good example is standard pricing difficult.
raw material shortages in last Example: A client needing
couple of years caused stee high-grade steel sheets might
prices to surge globall require extensive cost adjustments.

Complex Customer
Requirements

Competitive Pressure

Distributors must balance
competitive pricing with
maintaining profitability.

Example: Competitors offering
volume discounts often
undercut smaller distributor.
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Customized Simulation Analysis for Strategic Pricing

Overview
Customized simulation analysis is a powerful strategy that enables distributors to model various
pricing scenarios based on:

+ Customer Level: Tailoring pricing to individual customers based on historical purchase
behavior, order volume, and loyalty.

+ Size Level: Analyzing how different sizes impact distribution costs and pricing.

* Grade Level: Evaluating the margin impact of different steel grades.

Process of Simulation Analysis

Customer Segmentation
Use insights to create

Scenario Modeling
Simulate different pricing
strategies and assess customer-specific
their impact on pricing models, offering

revenue, margins, tailored discounts

Data Collection

and market trends. | Revenue & Profitimpact] o1 premium pricing.
Gather historical sales Identify optimal pricing
data, including customer strategies that increase
details, product 2 revenue while 4
specifications, and \ / maintaining or improving \

past pricing. the bottom line.
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Checklist for Pricing Simulation Preparedness

U Collect Accurate Historical Sales Data
«  Ensure completeness of data: product specifications, sizes, grades, and order volumes.
«  Gather customer-specific details: purchase frequency, existing pricing agreements.

Y Define Clear Pricing Objectives
+ Specify goals such as revenue growth, margin improvement, or customer retention.
* Identify the key segments or products for focus during the simulation.

4 Segment Customers Appropriately

« Group customers by industry, order size, purchase frequency, and behavior patterns.
¥ Prepare Diverse Pricing Scenarios

+ Design multiple scenarios, including price increases, discounts, and tiered models.

U Establish a Validation Mechanism
« Create a process to validate the simulation outcomes by comparing with real-world results.
« Test the accuracy of historical simulations before proceeding.
{4 Develop a Reporting Framework
« Prepare standardized templates to report key insights: revenue impact, margin changes,
and customer-specific results.
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Measuring Success

Key Metrics to Track

o
Revenue ﬁ _ . "
Impact Profit Margin
Increase in Customer per Customer Time Saved in
revenue Retention Segment Pricing
and profit margin Improvement in Analyze Decisions
post- customer retention profitability at Measure efficiency
implementation. rates due to a granular level. improvements
v value-added v through
pricing. automation.

v v

Continuous Improvement
Regularly review the performance of pricing strategies. Use insights to:
- Refine customer segmentation.

- Enhance pricing models based on real-time data.
- Incorporate sales team feedback to fine-tune strategies.
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Pricing Simulation Analysis Solution: We at eMoksha have designed a Pricing Simulation Tool specifically

for steel distributors, offering tailored pricing strategies that maximize revenue and profitability. By leveraging
advanced Al-First data analytics and real-time scenario modeling, we provide a unique capability that allows
steel distributors to make informed pricing decisions with confidence.

Pricing Simulator and Scenario Analysis

Price Adjustment
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Expected
Revenue

Company Name Description Avg. Price Charged | Avg. Adjusted Price | Net Gain/Loss in Revenue
13% Manganese Steel $1,922.5000 $1,960.9500 $4,392
Total $1,922.5000 $1,960.9500 $4,392
13% Manganese Steel $1.2000 1.2240 $1,894
Total $1.2000 1.2240 $1,894
AR 400F $0.5000 0.5100 $1,426

This dashboard demonstrates how our tool functions in a real-world setting, showcasing the net change in
revenue, scenario analysis by percentage adjustments, and detailed customer-level breakdowns. This capability
empowers steel distributors to make data-driven pricing decisions, improve profit margins, and maintain
competitiveness in a dynamic market.

Key Features of Our Pricing Simulation Tool

Dynamic Pricing Real-Time Customer-Specific Granular

Adjustments Scenario Analysis Insights Item-Level
Simulate pricing Generate visual Offer tailored Adjustments
changes by reports to pricing Modify item-level
customer, size, or compare pricing recommendations prices with

grade with instant detailed revenue
revenue impact

insights.

based on
customer-level
data.

strategies and
optimize
profitability.

impact reports
for precision.
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