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O1. Background

This global beauty and personal care company has
established itself as a leader in the industry, renowned
for its commitment to sustainability, ethical sourcing,
and innovation.

\With a diverse portfolio of skincare, haircare, fragrance,
and cosmetic products, the company has built a strong
presence across multiple international markets.

Its focus on using natural ingredients and eco-conscious
formulations has resonated with consumers, driving
impressive financial performance with revenues
exceeding billions annually.
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02. Challenges

Portfolio Optimization

The manufacturer aimed to identify the optimal price increase for
each brand in its portfolio and assess the resulting impact on
revenue and unit sales.

Avoiding Cannibalization On E-commerce

The manufacturer aimed to optimize its portfolio on an e-commerce
channel dedicated exclusively to its own brands, making it critical to
prevent portfolio cannibalization.

Before adopting Buynomics, the
manufacturer lacked a reliable method to
analyze product interactions across its
portfolio. As a result, it applied a uniform
5% price increase across its entire portfolio
on the e-commerce channel.

Howvever, because consumers react
differently to price changes across
products, this approach partly resulted in
portfolio cannibalization and shoppers
leaving the manufacturer's e-commerce
website for other sales channels or
competitor products.

By adopting the Buynomics platform, the
manufacturer aimed to differentiate &
optimize the portfolio pricing while
simultaneously avoiding cannibalization to
reach revenue and unit sale targets on their
e-commerce channel.
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03. Solution

Leveraging Buynomics' Decision Guide Pricing tool,
the Revenue Growth Management (RGIM) set the
following requirements to optimize the relevant key
performance indicators:

—* Scope:
E-commerce, entire portfolio

—* KPIs to optimize:
Revenue & Units

* Price Constraints:
From 0% up to 10%

The Buynomics Decision Guide, powered by Virtual Shoppers Al
technology, searched millions of pricing combinations based on the
requirements and provided multiple scenarios that were most likely
to help the manufacturer reach their revenue and unit sales KPIs.

New discovery

Weighted Price Increase 2

Estimated completion time: Up to 2 hours

v/ Starting point scenario Change

v Scope Change

|
e Target KPIs

Direct the discovery process by selecting two KPIs for maximization.

2 out of 2 selected

Update and continue

v KPI constraints

v Product groups Change

Discard changes and continue

Change

[ v/ Revenue Manufacturer ]
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03. Results

The Decision Guide took less than an
hour to come back with a weighted
price increase strategy across the
entire brand's portfolio, ensuring the
brands will not cannibalize each other
and the manufacturer will be able to

reach expected revenue and unit sales.

Buynomics Decision guide

Detailed comparison

Detailed comparison

Top gain in Revenue Manu

Top gain in Profit Manufac.

222,893

176,375

106,265 - 3.12%

67639  312%

Profit Retailer

For products groups: All 106,265  3.12%

222,893

176,375

106,265 - 3.12%

67,639 v 312%

106,265 - 3.12%

222,893

176,375

106,265 - 3.12%

67,639 v 3.12%

106,265 - 3.12%

222,893

176,375

106,265

67639 v 6.12%

106,265 - 3.12%
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03. Results

Below is the breakdown of price
increases across the portfolio:

(O% 2 brands
1% 2 brands

4% 2 brands
6% 1 brand
7% 2 brands

8% [ 2 brands ]
\9% [ 2 brands ]

INCREASE
AN

( Recommended scenario J

000 < il th

2% Revenue

1.5%

1%

0.5%

-0.5%

-1%
-6% -5% -4% -3% -2% -1% 0%
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04. Impact

Buynomics Decision guide

Pricing round 2025

Using the Buynomics software, the team was able to S
set KPIs and receive optimal recommendations to
reach it.

Details ® About solution types

1,000 solutions est cceptable ther 4 Starting point scenario Top combined gain

Revenue Manufacturer
Profit Manufacturer
Avg. own price change

Avg. competitor price change

Brand B | Single-pack

Brand C | 2-pack

The strategy provided by Buynomics’ Decision
Guide allowed the manufacturer to identify the
total revenue increase potential of 2% across the
entire portfolio.
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05. About Buynomics

Decision Guide

Buynomics’ Decision Guide helps to make the best

pricing decision considering relevant constraints and
target KPI trade-offs

« Automatically identify differentiated price optimization

potential for your entire portfolio based on relevant target
KPIs (e.g., revenue & profit)

« Implement relevant existing guardrails such as capacity
constraints, price ladder input, max. change thresholds, etc.

* Include competitor reaction for best response definition
based on all market participants

Buynomics Decision guide

Detailed comparison ~ Sol

Detailed comparison
Comparing 5 solutions.

Revenue Manufacturer

Profit Manufacturer

Units
Is the constraint met?
Profit Retailer

Is the constraint met?

Detailed analysis

2KPIs 2 groups

Avg. price, relative change  Tota

Brand B | Single-pack

Brand C | 6-pack

Revenue Retailer Total

Scenarios Portfolio  Clientsetup  Admin
© ©
Top combined gain Top gain in Revenue

222,893 222,893

176,375 176,375

106,265 V 8752 106,265 V 8752

Buynomics Decision guide Analytics Scenarios

Pricing round 2025

Prlcmg round 2025

1subsegment, 2 retailers and more  Details
1,000 solutions © Best
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Detailed comparison  Solution overview
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