
Find your niche in the market.



Topic 5How to price your product competitively.

Lesson 1
The importance of setting a global price matrix from day 1.

Lesson 2 
Looking at how you want to be perceived by price in each global 
market.

Lesson 3
How to conduct a price comparison of global competitors.

Lesson 4 
Looking at 3rd party platform channels for competitor price analysis. 

Lesson 5 
How to analyse and consider market exchange rates, when setting 
your pricing rules. 

Lesson 6
How to create a global price matrix.

Lesson 7
Summarising all lessons within this step with a case study. 

Project work 
Complete the price analysis for your brand and define your global price 
matrix.



New Lesson.
The importance of setting a global price matrix 
from day 1.



How to price your product competitively. 

When opportunities arise don’t trip at the first 
hurdle because you don’t know how much your 
product would be in different currency rates. 

If from day 1 you have the ambition of becoming 
a global brand, define your global pricing now. 

Your pricing  could set your brand’s  image, so 
make sure you get it right!



How to price your product competitively. 

Key Lesson – you want to ensure your brand; 

‘To stay ahead of the game, 
international brands need to 
strengthen their value proposition. In 
particular, those competing neither on 
price nor on quality, must think 
strategically about expanding their 
online reach and becoming more 
competitive on pricing.’

https://www.businessoffashion.com/articles/intelligence/the-year-ahead-
beware-asias-cross-border-challengers?

https://www.businessoffashion.com/articles/intelligence/the-year-ahead-beware-asias-cross-border-challengers?utm_source=daily-digest-newsletter&utm_campaign=1655713455848428&utm_term=11&utm_medium=email


How to price your product competitively. 

The pro’s of completing this analysis:

➢You will be aware of the effects of exchanges rates 
across different markets. 

➢You won’t be slowed down in any new business 
deals, as you will be able to quote the relevant 
currency and be able to pitch your value in that 
market. 

➢You won’t make the mistake at settling a new deal 
with wholesale at a loss, as you will using the correct 
RRP ensuring you make the best margin. 

➢You will remain competitive in all markets you work 
in. 



How to price your product competitively. 

Key Lesson – you want to ensure your brand; 

Deliver the right product, in 
the right market, at the right 
price.

An important lesson. 

Pricing transparency is extremely important when 
operating only online. By being transparent, it will 
help build trust and win your customers over. 

In return they will feel comfortable spending with 
you.

Ways to achieve this:
➢ Price consistently across your channels. 

o The price matrix will help you achieve this. 
➢ Introduce a customer promise to honour a lower 

price if a customer finds it. (excluding 3rd party 
sellers for example eBay) 



New Lesson.
Looking at how you want to be perceived by 
price in each global market.



How to price your product competitively. 

‘There is no "good, better, 
best" anymore. You're either 
"good enough" or you are the 
best.’

https://www.retaildive.com/news/the-future-of-retail-what-2020-
and-beyond-will-bring-to-the-industry/569615/

https://www.retaildive.com/news/the-future-of-retail-what-2020-and-beyond-will-bring-to-the-industry/569615/


How to price your product competitively. 

Perception. 

How do you want the price of your product to define 
how you brand is perceived ?

Examples being:

➢Wow, that’s great value. 
➢ That’s expensive for that fabric.
➢ The price seems very high vs similar brands. 
➢ That seems like a fair price for an amazingly 

designed item. 



Question you can ask yourself, to help determine how 
you will be perceived are:

➢ Does the target market you’ve selected perceive value in price or 

quality?

o Does your brand’s perception match this?

➢ Consider RRP rounding rules; 0.00, or 0.99, or 0.95.

o Is 0.99 perceived as being a value brand?

➢ Which 3rd party platforms and/or new markets might you consider 

working with in the 1st year of trade? 

o How are they perceived and does it match your brands? 

➢ Who are the competitors in your target market to benchmark your 

brand against? 

How to price your product competitively. 



Let’s look at an example: Spell 
https://aus.spell.co

Let’s say that their new target market is USA.

➢ Competitors in that market are: 
○ Free People
○ Anthropologie
○ For the Love of Lemons
○ Urban Outfitters

➢ Suitable 3rd party ecommerce platforms are:
○ Revolve
○ Shopbop
○ Neiman Marcus
○ Lulu’s

➢ Rounding - 0.00 to match Aus. pricing. 
o Perceived luxury, not value.

How to price your product competitively. 

Key Lesson – you want to ensure 
your brand; 

https://aus.spell.co/


How to price your product competitively. 

Key Lesson – you want to ensure 
your brand; 

What is Spell’s perception vs the US 
market?

➢ The modern US market is price sensitive, 
lead by Walmart.

➢ The long-standing women's fashion market 
in the US, values quality and established 
brands.

Does that match Spell brand perception? Yes.
➢ Spell target customer is interested in 

fashion, not grocery shopping!



New Lesson.
How to conduct a price comparison of global 
competitors.



Criteria to follow:
➢ Use the same competitors used in the competitor 

analysis. 
➢ Decide the markets, therefore the currencies that 

you are going to analyse. 
➢ You only need to run this analysis looking at their 

online store, ideally their DTC website.
➢ If a competitor’s website doesn’t convert a 

currency then use today’s exchange rate. 

At this point you won’t be 100% sure what categories you will be 
selling. Therefore I encourage you to analyse every product 
category your competitors sell, as later down the line it could help 
inform your decision. 

How to price your product competitively. 



An example of a pricing comparison table.

How to price your product competitively. 

Reminder: this table is one of the pricing strategy workbook sheets. Open it up now and familiarise yourself with it! 



A few simple instructions to follow to complete this task 
are:

➢ Enter your competitor brands across the top bar.

➢ Enter the categories you wish to analyse in the 2nd 

column.

➢ Open up your competitor’s online store across 

multiple tabs on your browser.

➢ Analytically work through the data entering the 

currency you wish to analyse.

Tip: Always enter your home market currency first i.e. 

AUD.

Tip: Most websites offer you the ability to switch into 

different currencies on their site. If this is not an option 

then apply today’s relevant exchange rate.

How to price your product competitively. 



Let’s run through a live 
example …

Key Lesson – you want to ensure 
your brand; 

How to price your product competitively. 



How to price your product competitively. 

This is the most important step! 
You now need to summarise the data you have obtained.

⮚ You now know the competitive price point to aim for by 

category (the average price point)

⮚ By knowing the average price point this will guide you into: 

○ Either pricing up or down by category.

○ You now have a benchmark to work to. 

⮚ You will have an understanding of what exchange rate your 

competitors are using for each currency.

⮚ The data will suggest new price points for product categories 

you haven’t considered yet.

Open up your workbook and document your answer in there. 



New Lesson.
Looking at 3rd party platform channels for 
competitor price analysis. 



How to price your product competitively. 

You may be asking why do I need to look at 3rd

party platforms when building my pricing strategy?

By analysing your competitors that are selling on 3rd party 
websites you have an insight into wholesale and the effects this 
will have on your brand. 

3rd party platforms may up-price or down-price vs your chosen 
RRP. Why?

➢ Simply because they can. 
➢ Mainly because they will price to suit their market and sales 

targets each season. 

You need to be aware of these rules if you want to work in 
wholesale or try to compete with the larger platforms like ASOS. 



An example of 3rd party 
competitor pricing analysis. 

A reminder of the key question:

➢ Is the platform up or down 
pricing from brands own 
website? 

How to price your product competitively. 



How to price your product competitively. 

A few simple instructions to follow to complete this task are:

⮚ Select a large 3rd party platform in your target 

market where you will see a high SKU count.

⮚ Remember for a fair analysis you need to 

review more than 1 platform in the market 

you are wanting to go into.

⮚ Find 2-3 of your competitor's products, no less.

⮚ The product has to be the same; both shape 

and colour on both the brands and 3rd party 

website.

⮚ If the RRP currency is different per site, 

reference the ex.rate that day. Document this in  

the notes column.



How to price your product competitively. 

This is the most important step! 
You now need to summarise the data you have gathered.

⮚ Are your competitors up or down pricing their product on 3rd party 

platforms? 

⮚ Summarise the average rule per platform or market. This will help 

inform your pricing rules. 

⮚ Knowing this will guide you into whether or not you can you up-price or not. 

This must be consideration if you want to remain competitive. 

⮚ This analysis will also enhance your perceived view about the target market 

you wish to launch in. Does it match your original perception?

⮚ This analysis may decide if the 3rd party ecommerce is right for you?

Open up your workbook and document your answer in there. 



New Lesson.
How to analyse and consider market exchange 
rates, when setting your pricing rules. 



How to price your product competitively. 

Key Lesson – you want to ensure your brand; 

Analyse the exchange rate using 
2 simple tools.

1. XE currency charts.
2. Your competitor analysis.

The result.
You will ensure you are using the 
most competitive exchange for 
your brand.



Tool 1.

XE Currency Charts 

https://www.xe.com/currencycharts/?from=AUD
&to=GBP&view=1Y 

How to price your product competitively. 

https://www.xe.com/currencycharts/?from=AUD&to=GBP&view=1Y%C2%A0


Tool 2.

Your competitor pricing 
analysis.

You’ve already completed the work through 
entering your competitors’ price points in 
different currencies.!

All you now need to do is calculate the 
exchange rate.

➢ Enter this in a table in your workbook, 
just like the example in this page. 

How to price your product competitively. 



How to price your product competitively. 

The few simple instructions to follow to complete this task are:

Tool 1. 

⮚ Review annual ex.rate using the right hand bar.
⮚ I advise to use the 1 yr view as a fair average. 

⮚ Analyse the high, low and the closing exchange rate, to be 
able to compare against your competitors data.

⮚ Enter the average into the summary table in your 
workbook. 

Tool 2. 

➢ No actions as the table has already been created. 

Use both sets of data to decide the exchange rate that you will set for your brand. 

Summary.
Review the data gathered and decide on the best average exchange rate for your brand. Fix this for the next 
year. 



New Lesson.
How to create a global price matrix.



How to price your product competitively. 

What is a price matrix?

It is a table containing all your brand’s currencies. 

The importance of building a price matrix:

➢ You are able to look-up into the matrix at any point 
and translate a price point into numerous 
currencies.

➢ It is extremely beneficial when selling into 
wholesale.

➢ You will have one document that anyone in your 
team can reference at any point. 

A point to note is that once you have completed the 
analysis, you only need to share and publish a narrow 
view of the matrix so not to confuse people.



How to price your product competitively. 

An example of a global price matrix.



How to price your product competitively. 

A few simple instructions to follow are:

⮚ Highlight the average RRP’s based on your research (competitor 
analysis table).

⮚ Apply the exchange rate you have set for your new market.
⮚ The round-up and round-down formula in your workbook will 

automatically populate to the rule 0.00, override this if you have 
chosen 0.95 or 0.99. 
⮚ Then decide each final price point, deciding if you will 

round-up or round-down to meet your brand’s perception.
⮚ Run a check, to ensure the overall exchange rate average meet 

your brand’s average rate after the completing the rounding 
exercise.

Note: If you are choosing to sell only in your local market, in this 
case AUD, then you only need to compare the average price points, 
in which to set your price points. 



How to price your product competitively. 

Pause. 

So far you have applied:
➢ Lesson 2 – Perceived value, in this example 0.00 quality.
➢ Lesson 3 – The average price point by competitor, by 

category. 
➢ Lesson 5 – the average exchange rate for your new currency 

(if applicable)

Now we need to a run the next analysis and one 
of the most important. 
➢ Can you afford to up-price in your new 

market?

Let’s now look at lesson 4 and our 3rd party platform analysis.



How to price your product competitively. 

⮚ As we are looking at the UK, apply +12% up-price to your price 
points.

⮚ Then follow the example same process as the previous instructions. 
Round-up, set price points etc

The final steps is to review what this has done to your price points, 
focusing on your key category price points. The highlighted price points. 
➢ Use the key to clearly show the old and new price point. 

Ask yourself:
⮚ Does it align to the market data?
⮚ Are you still competitive?

Lets start with an industry fact.
Most brands on average up-price by +12% in the UK/EU and by +20-25% in the USA.

➢ Why? Because as a base, you need to cover the duties and overall cost of shipping into those countries. 



Key Lesson – you want to ensure 
your brand; 

The question you are verifying is can you 
afford to up-price by +12% in the UK 
market?

A further check you need to use to 
validate your price points is how much 
did your competitors up-price on 3rd party 
platforms/new market?  
(lesson 4)

How to price your product competitively. 

Let’s run through a live 
example …



How to price your product competitively. 

This is the most important step! 
You now need to draw conclusions from the data and make decisions.

Open up your workbook and document your answer in there. 

This is the final stage in step 3. You have to know how to price your product 
competitively and fix your price matrix.
Points to note: 
➢ You don't need to increase the RRP in your current market, as this exercise is 

teaching you the up-pricing rules in new global markets. 
➢ If generic rules don’t work, for example applying a flat exchange rate to all 

prices, you can override specific price points. The tools you learn in this step are 
for guidance. It is up to you to make a commercial decision that’s right for your 
brand. 

➢ A tip; every 6 months [minimum] re-run all the data and check you are still 
competitively priced.  



How to price your product competitively. 

‘The dynamic pricing duo studied the unit 

economics of 2,463 companies and found 

that a 1% price improvement results in an 

11.1% increase in operating profit, which 

compares to 1% improvements in variable cost, 

volume, and fixed cost only resulting in profit 

increases of 7.8%, 3.3%, and 2.3% 

(respectively).’

https://www.priceintelligently.com/blog/bid/157964/two-reasons-why-pricing-is-the-
most-important-aspect-of-your-business

https://www.priceintelligently.com/blog/bid/198355/how-to-implement-a-dynamic-pricing-strategy-without-the-pr-backlash
https://www.priceintelligently.com/blog/bid/157964/two-reasons-why-pricing-is-the-most-important-aspect-of-your-business


New Lesson.
Summarising all lessons within this step with a 
case study. 



How to price your product competitively. 

The brand I have used throughout the competitor analysis is RAQ. 
➢ https://raqapparel.com/

Facts you need to know about 
RAQ.

➢ RAQ is an Australian swimwear 
brand for the fuller busted 
woman. 

➢ RAQ are looking to expand into 
the UK/EU market. 

➢ RAQ are interested in exploring 
new product categories. 

https://raqapparel.com/


How to price your product competitively. 

Let’s run through a live example …



Case study conclusion.

➢ From looking at the research, RAQ can up-price by +12% in the UK as 
this meets how they are perceived in the market i.e. competitive but 
not the cheapest brand. 

➢ If RAQ were to sell into the UK/ASOS they would need to consider 
lowering their prices as this platform has more competitive  prices. 

➢ Looking at their competitor analysis, RAQ can clearly up-price their 
high-waisted brief as it is significantly lower than the price of their 
competitors. 

➢ RAQ now also has a range of price points for products they don’t 
currently sell for future consideration. 

How to price your product competitively. 



Project work. 
Complete the price analysis for your brand and 
define your global price matrix.



Stop!

I would encourage you to stop think, and 
complete the pricing analysis for your 
brand. 

➢ Step 1 – Complete the analysis.

➢ Step 2 – Create your global price matrix. 

➢ Don’t forget to use your workbook and 
document your summary in your business plan.


