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WEBINAR: Realizing Bottomline Growth in the Face of DATE: April 26, 2023
Extreme Price Sensitivity

THE “BIG 5" TOPICS COVERED:

#
1 Finding growth through price increases will be increasingly challenging in the current
environment.

# . . .
2 True revenue growth management requires a holistic approach and understanding of where
your business is today

#
3 RGM requires alignment across people and teams, processes and technology

*4

Organizational silos can prevent the cross functional collaboration necessary to see results

# . . . : . .
5 Sustainable change in Revenue Growth Management requires aligned incentive structures, common
goals across functions, and regular business investments into supporting the change initiatives

THE “BIG 5" TAKEAWAYS:

# o . . .
1 Learn where your organization lies on the RGM Maturity Model and what is needed to move
to the next step.

#2

Establish a high-level roadmap to address gaps in your Revenue Growth Management
maturity.

#
3 Understand how your customer strategy and consumer insights can help you build a growth
management plan

4 Drive cross functional integration of consumer insights, customer segmentation and
innovation pipelines to optimize results

# .
5 Evaluate your organizational structures and roles, process and systems and technology
solution in order to understand opportunities to maximize revenue growth management
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