
Who We Worked With

A global aircraft manufacturer

WhAt the CoMPANY Needed

To achieve an additional $100 million yield from new price optimization strategies

hoW We heLPed

 ● Thoroughly analyzed costs and margins for all part segments across different 
products 

 ● Applied data analytics, market research on alternate material, and next-
generation price-optimization tools to help the client establish more competitive 
piece-part pricing

 ● Developed a dynamic pricing strategy across part, segments, and price catalogs 
so that the firm could determine – on the go – when to raise prices and improve 
margins without losing market share

 ● Introduced an ongoing feedback loop on prices, ensuring that the company could 
adjust prices when called for

 ● Carried out a deep-dive analysis of own-price elasticity and cross-price elasticity 
for different parts and part segments

WhAt the CoMPANY Got

 ● Redesigned contracts helped the client enter a new era with customers, partners, 
and distributors

 ● Revamped processes resulted in more efficient use of key resources

 ● Smart piece part pricing led to more sales in a very short turnaround time

CASe StUdY

Digital pricing: The perfect 
solution for a major aircraft 
manufacturer
And the multimillion-dollar payoff 
has this firm flying high 
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Classify and analyze parts, then 
forecast for a pricing policy that 
generates a better profit margin
Our client, a global manufacturing giant with annual 
revenue of around $13 billion from aftermarket services, 
used an in-house group to set prices and sell spare parts 
for the bigger machines that it manufactures. One of the 
client’s key objectives this year was to upgrade its pricing 
strategy to achieve an overall impact of $100 million. But it 
faced real challenges:

 ● Pricing pressures from small players, who were building 
sections of spare parts with reverse engineering and 
selling them at lower price

 ● Multiple contracts with end customers that had price 
escalation caps, preventing the client from benefiting 
from price increases. What’s more, the firm had different 
revenue sharing agreements with various partners

 ● These conditions made a simple price increase 
impossible, so the client wanted to optimize pricing to 
incrementally improve net margin

Nothing short of a paradigm shift

The situation called for the client to move away from legacy 
systems and processes. Under this new approach, the 
value proposition to the end customer plays a key role in 
determining prices. With these insights, Genpact helped the 
client re-engineer its pricing strategy along with developing a 
continuous feedback loop for monitoring the impact of these 
pricing actions on key process metrics.

A deep dive into analytics

Our first task: Get the lay of the land. To do that:

 ● We performed a rigorous analysis of granular data on part 
attributes and on transactions with end customers

ChALLeNGe

SoLUtioN

 ● We identified target outcomes by assessing historical 
sales trends, the impact of new technologies, and shifts in 
customer preference and buying patterns

 ● We identified key levers for setting the best prices to 
boost net cash flow for the customer

 ● We devised a logical system for grouping more than 
130,000 individual parts and segment them according to 
their value and use, based on engineering insights. We 
considered the technological complexities of each part, 
the ease and cost of repairing each unit, and part segments 
which had limited lives. That enabled us to use analytics to 
extract relevant insights from meaningful data

Establishing the right pricing models

Our next step was to digitally calculate optimal prices.

 ● We created a repository for hundreds of customer-level 
contracts on price caps, based on economic parameters 
including consumer price index (CPI), labor index, 
industrial material indices, inflation, and so on. This 
helped us set up a price escalation scenario model, 
so the client could visualize the market bearing price 
acceptance point

 ● We created a margin optimizer model (See Figure 1) that 
projects the risk score of a price increase at the piece 
part level. It considered the following levers: technology, 
repair availability, internal versus external consumption, 
used sales penetration, any alternate material threat 
from the outside, and joint venture and revenue sharing 
agreement details, among others. The model projects the 
proposed price and forecasts the revenue impact of the 
price change

 ● Based on the composite risk score, the model proposed 
an optimum price and forecast the revenue impact at 
the new price. Cross-product benchmarking of the same 
group of parts, ranked according to their technology and 
value parameters, clearly showed where to go for higher 
price premiums

 ● We used these models to determine the best-price 
tipping point for units sold, taking into account 
relationships with sales channel partners and the 
discounts provided to them as well as the price benefits 
from the revenue sharing scenario
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A new era in pricing – and 
customer satisfaction
A structural change to contracts with customers, 
partners, and distributors heralded the arrival of a new 
era – one that prices our client’s products optimally. 
Here’s the proof:

iMPACt
 ● The price optimization models generated $99 million 

revenue impact – and the models were on track to 

generate another $20 million in the last quarter

 ● The dashboard we created provides CXOs with a 

comprehensive visualization of the client’s KPIs across 

different part segments

 ● The firm is now able to create a price catalog for parts in 

70% less time, allowing for better dynamic pricing

Figure 1: Snapshot of the Heuristic Margin Optimizer model

Figure 2: Snapshot of the Value Analyzer model



About GenpAct

Genpact (NYSE: G) is a global professional services firm that makes business transformation real. We drive digital-led innovation and 
digitally-enabled intelligent operations for our clients, guided by our experience running thousands of processes for hundreds of Global 
Fortune 500 companies. We think with design, dream in digital, and solve problems with data and analytics. We obsess over operations and 
focus on the details – all 78,000+ of us. From New York to New Delhi and more than 20 countries in between, Genpact has the end-to-end 
expertise to connect every dot, reimagine every process, and reinvent companies’ ways of working. We know that rethinking each step from 
start to finish will create better business outcomes. Whatever it is, we’ll be there with you – putting data and digital to work to create bold, 
lasting results – because transformation happens here, at Genpact.com.

For additional information, contact, industrial.manufacturing@genpact.com and, visit  
www.genpact.com/what-we-do/industries/industrial-manufacturing

Follow Genpact on Twitter, Facebook, LinkedIn, and YouTube.
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