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T H E  P R I C I N G  S P E C I A L I S T S

F O O D  &  B E V E R A G E

P E A R S O N  H A M



INTRODUCTION

In today’s economy, value creation  
is about innovative solutions that  

identify unique customer needs  
with speed and precision. 

Leveraging customer behaviour  
insights becomes an essential  

source of competitive advantage  
to attract and retain guests.

How effective is your pricing strategy?
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IMPROVE PERFORMANCE

T H E  V A L U E  E Q U A T I O N

Value is a delicate relationship  
between experience and price. 

We help our clients identify key drivers  
of profitability and develop initiatives  

to ensure the value equation is balanced  
and profit growth is sustainable.
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Every business focuses on price management  
and revenue growth but not always on optimisation. 
We have helped our clients align their pricing strategy 
with their business ambitions by proactively balancing 
complex decision criteria.

Our expertise identifies and unlocks new 
opportunities for increasing value. It enables you  
to be more effective, both in terms of profitability 
and business strategy. 

Our clients typically improve margins by 2-5%  
of top line revenue.

Understanding customer attitudes, needs, price 
& value perception, price knowledge and decision 
making processes.

Margins & customer value performance.  
Evaluation of discounting & channel effects.

Responses to different price moves, channel, 
product & customer segment variations.  
Threshold effects, slippage & cannibalisation risks.

Market pricing dynamics and competitor auditing.

Pricing strategies to help you  
maximise returns whilst  

maintaining value for customers 

CUSTOMER PSYCHE

MARGINS & PROFITABILITY

CUSTOMER BEHAVIOUR

COMPETITIVE LANDSCAPE

Make pricing decisions  
with confidence. Maximise  

profits and minimise  
consumer backlash.

ABOUT US

INCREASE  
MARGINS BY

*

*Expressed as a % of sales
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Our range of proven pricing  
tools and techniques for  
a successful F&B business

STRATEGY & COMMERCIAL 
MODEL DEVELOPMENT
Roadmap to pricing excellence leveraging  
Pearson Ham's expertise and market  
best practices.

PRESCRIPTIVE ANALYTICS
Insights for effective and profitable decision- 
making. Consumption and basket analysis,  
new product development.

MARKET RESEARCH
Study of consumer attitudes and thought  
processes, brand perception, offer and value  
for money. 

COMPETITOR AUDITING
Evaluation of competitor strengths and weaknesses, 
including range, pricing and promotional activity. 

DISCOUNTS & PROMOTIONS 
OPTIMISATION
Assessment of discount effectiveness. Incremental 
vs cannibalisation. Opportunities for reduction of 
discount leakage.

MENU/OFFER OPTIMISATION
Menu engineering, including optimal product range. 

ECONOMETRIC PRICING
Evaluation of pricing latitude and identification  
of the right prices for the right products in the  
right locations.

We focus on impact and  
improving pricing processes.

SOLUTIONS
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COMPETITIVE ADVANTAGE

Make space in a crowded  
market – we help you 

add margin where it counts

Price optimisation is a powerful competitive tool 
for sustainable profitability. It is the sophisticated 
skill of finding the optimal pricing point to match 
your business objectives, whilst at the same time 
maintaining your customers’ value perception. It sits 
on a continuum between the minimum viable cost  
of the product, or service you deliver, and the 
maximum the consumer is willing to pay for it.

We work collaboratively to assess your data and 
customer base in detail. We’ll develop a deeper 
understanding of how much customers will 
comfortably pay and how to change prices whilst 
protecting volumes and minimising bill shock.

Price optimisation is detailed work that demands 
expertise and ongoing monitoring resources 
to provide a strong competitive edge. You’ll be 
competing on price in a way that’s far removed from 
the traditional pricing approach. Proactive vs reactive. 
You’ll be driving up value, not driving down margins. 

It’s all in the mind -  
to raise the margins  
you have to leverage  

perceived value.
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“Bright, inquisitive,  
experienced, respectful  

and collaborative; they were  
a pleasure to work with.” 

CEO

WHY PEARSON HAM?

Most businesses optimise price in their own  
way yet few extract as much value as they should.  
Value optimisation can be achieved by leveraging  
the opportunities arising from differing price 
sensitivities across your customers and products.  
To do so, we help you interpret customer purchasing 
behaviour and your competitors’ pricing strategies. 

After all, price can be the biggest profit lever  
or the most dangerous profit destroyer.

Our approach is collaborative, insight-led, and  
tuned to your industry, market, and customers.  
Every project is tailored because every client faces  
its own pricing challenges driven by its sector, 
audience, and competitive environment. We work 
with you to develop a pricing strategy that matches 
your business aims.

Generate data  
driven answers to key 

market questions.
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BENEFITS

RETURN ON  
INVESTMENT*

EARN AN

Creating value is our core competency. We work to 
help clients achieve profit ambitions for the short 
and long term. In particular, we help throughout the 
implementation process. 

Effective implementation is fundamental to success, 
and a big factor in our ability to generate an 18x 
return on investment for our clients*.

“Very convincing.  
Clearly have great expertise  
in pricing. Very impressive.”  

Commercial Director

Insights are good,  
but actions generate  

the margins. We work  
with our clients to ensure  
a successful and seamless 

implementation. *Median ROI across the last 20 clients, expressed  
as a multiple of fees excluding VAT and expenses.

15



18

THE PRICING SPECIALISTS

If you want to get something right, it’s worth talking 
to the specialists. Many consultancies offer pricing 
support as part of a bundle of services, but we’re 
about revenue management and nothing else. 
Revenue optimisation and pricing strategy are the 
business-support services we do brilliantly because 
they’re our single focus.

We bring the strengths of our processes and 
methodologies that have been developed and finessed 
over time and across many businesses and sectors.
Combined with our advanced analytical skills, 
we help you derive the insights necessary to 
make the correct pricing decisions. We ensure our 
recommendations are actionable and sustainable 
within the organisation.

Our work helps find the right balance between 
increasing margins, customer satisfaction, brand 
proposition and competitive strategies.

“They built pricing capabilities  
in the organisation so that  
price improvements can be  

sustainable and continuous.”  
Pricing Director

You cannot exploit  
what is difficult to identify;  
our expertise unlocks these  
opportunities for margin.
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Our clients operate in  
numerous specialist areas;  

we apply a broad base of cross- 
sector knowledge and expertise to  

help them overcome challenges

SECTOR EXPERTISE

We’ve worked on pricing challenges from many 
sectors. With each project we gather fresh insights 
into the way customers think as well as best pricing 
practices from across multiple industries. 

It all adds up to a body of knowledge that can only  
be amassed through years of practice. When you  
work with us, you tap into other ways of thinking. 
Together, we uncover evidence and develop data 
driven solutions to your pricing challenges.

Business Services

Consumer & Retail

Energy & Utilities

Food & Beverage

Health & Education

Industrial & Manufacturing

Insurance & Financial Services

Logistics & Transport

Media & Publishing

Private Equity

Software Internet & Tech

Travel Tourism & Leisure

S E C T O R  E X P E R I E N C E 
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OUR CLIENTS

We're proud to have earned  
our clients trust over the years.  

Helping them grow their business  
and increase their confidence  

in pricing leadership

Clients by  
Turnover

Worldwide 
Presence

Split of clients by turnover in £bn,  
2017-19 ytd.

% of fee income, 2017-19 ytd.  
Split by region.

11% 
>£5

25% 
<£0.1

33% 
£1-5

10% 
£0.5-1

21% 
£0.1-0.5

18% 
Inter- 
national

54% 
UK28% 

UK &  
Inter- 
national

OF OUR FEE INCOME  
COMES FROM CLIENTS WITH  

TURNOVERS IN EXCESS OF
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A UNIQUE APPROACH

Every client is different, and the right solution will 
vary accordingly. We recognise the need for creative 
thinking and adapted solutions in every situation. 

Being unique is an advantage, of course. It provides 
opportunities for price optimisation that may not 
apply to your competitors. By working closely and 
collaboratively with you, we unpick your customer 
base and your competitor set to full advantage.

We are firm believers that our clients are sector 
experts while we are pricing experts. It’s the 
combination of these skills that makes a powerful 
insight team.

From start to finish, we tailor our approach to your 
unique set of circumstances and your one-of-a-kind 
pricing strategies.

A collaborative approach that focuses on outcomes, 
value and impact.

We combine our client’s 
market knowledge with 
our pricing expertise for 

an approach that’s  
bespoke to their business.

Your business proposition and 
challenges are individual to you.

We offer a bespoke service, tailored 
to your business strategy, that is both 

highly analytical and collaborative
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Customer knowledge of pricing, and their attitude 
towards it, can vary significantly and should be 
considered in combination with their behaviours. 

It’s important to recognise that what customers  
do in the marketplace, and the decisions they make, 
are not always aligned to how they think.

I M P R O V E D  M A R K E T 
&  C U S T O M E R 

U N D E R S TA N D I N G 
 

To Help You 
Drive Value

  
 

To Assess Impacts, 
Benefits and Risks

S C E N A R I O 
A S S E S S M E N T

  
 
 

For Successful 
Implementation

A C T I O N A B L E 
C H A N G E S

Organisation & 
Market Context

Objectives & Planning

01 
DESIGN

04 
IMPLEMENT

03 
EVALUATE

05 
MONITOR

02 
ANALYSE

Elasticity Analysis
Scenario Modelling

Reports &  
Dashboards

Customer Behaviour
Competitor Dynamics

Customer Value
Systems 

Communication

TOOLS AND TECHNIQUES
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Your team will include senior specialists 
at the head of every project; we treat your 

price optimisation project as a unique,  
one-of-a-kind pricing challenge

LEADERSHIP TEAM

Price optimisation is a fine balance  
between the needs of the market  

and your financial objectives.  

To get the maximum value, you need  
a combination of data, specialist  

judgement and knowledge that our  
team bring to the pricing analysis.
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AWARD WINNING TEAM

*The Management Consultancies Association

Our ability to provide deep pricing insights and improve client  
pricing capability has caught the attention of judging panels. 

"Using advanced analytics, you  
helped us make sense of a very  

complex market situation, enabling  
us to make good decisions." 

Marketing Director

Financial Times 
UK's Leading 
Management 

Consultants 2019

MCA Awards 2017*  
Commercial Excellence,  

Winner

MCA Awards 2017*  
Best New Consultancy, 

Highly Commended

O U R  R E C E N T  A W A R D S
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CASE STUDIES 

A SELECTION OF OUR 
FOOD & BEVERAGE RETAIL  
AND HOSPITALITY CLIENTS

Balancing ever changing 
pricing considerations requires 

analysis, judgement & experience. 

This is where Pearson Ham’s  
expertise adds most value.

CASE STUDIES 

A SELECTION OF OUR 
FOOD & BEVERAGE RETAIL  
AND HOSPITALITY CLIENTS
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+ 8.5 %
MARGIN IMPROVEMENT 

OVER 3 YEARS*

+ 3.3 %
MARGIN IMPROVEMENT*

*Expressed as a % of sales

*Expressed as a % of sales

A reliance on promotions led customers to become accustomed  
to discounting. Pricing and discount structure optimised  
maximising profitability while maintaining brand value.

Three store formats with confused identity and poor  
price perception. Price tests conducted to derive  
elasticity insights and enable price optimisation.

WINE & SPIRITS RETAIL

CONVENIENCE RETAIL
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Conducted market research and elasticity analysis  
to deliver a series of price change recommendations  

on aggregate, outlet and item level pricing.

Over promoting was losing money and damaging the brand. Full 
economic and cannibalisation impact assessed. Pricing and promotions 

optimised to reduce dependency and refocus on driving loyalty.

MOTORWAY SERVICES 
MULTI-OUTLET

MID-RANGE 
RESTAURANT CHAIN
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+ 1.8 %
MARGIN IMPROVEMENT*

*Expressed as a % of sales

+ 2.5 %
MARGIN IMPROVEMENT*

*Expressed as a % of sales
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Shop and bistro offering with confused price structures and communication.  
Competitive price analysis, market research and elasticity analysis informed  
new pricing while continuing to capitalise on margins of targeted discounts.

ON-BOARD OFFERING

Budget targets required margin gain with a need to overcome  
price perception challenges. New pricing strategy developed  

and price increases and new promotions delivered.

FERRIES (ON-BOARD) 
MULTI-OUTLET
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+ 2.4 %
MARGIN IMPROVEMENT*

*Expressed as a % of sales

+ 4.0 %
MARGIN IMPROVEMENT*

*Expressed as a % of sales
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+44 (0)20 3583 9969 |  PEARSONHAM.COM


