
PERFORMANCE: PRICING, PACKAGING
& OFFER ENGINEERING

Overview

Performance is Merlin Strategies’ pricing, 

packaging, and offer design service focused 

on helping businesses structure compelling 

commercial offerings that drive conversion 

and sustainable growth. This service evaluates 

how products and services are priced, 

packaged, and presented to the market, 

ensuring that value is clearly communicated 

and purchasing decisions are effectively 

incentivized. Performance enables 

organizations to align pricing strategy with 

customer expectations, competitive 

positioning, and revenue objectives.

Key Components

• Analysis of current pricing models and
offer structures

• Evaluation of customer value perception
and willingness to pay

• Design of optimized pricing and
packaging frameworks

• Development of tiered offers and value-
based structures

• Alignment of pricing strategy with
positioning and sales approach



Our Process

The Performance engagement begins with a 

comprehensive review of existing offers, pricing 

structures, and market dynamics. We analyze 

customer segments, competitive benchmarks, 

and purchasing behavior to understand how 

value is currently perceived and where friction 

exists. From this analysis, we design pricing and

• Price & Offer Report

• Value & Willingness-To-Pay Insights

• Competitive Pricing Benchmark

• Optimized Pricing & Packaging
Framework

• Tiered Offer Strategy &
Monetization Model

Pricing
Factors such as the number of products or 

services, target segments, and depth of analysis 

influence engagement cost. This approach 

ensures a tailored, high-impact engagement 

designed to deliver clear commercial outcomes.

Deliverables

OUTCOMES

packaging structures that clearly communicate value, reduce purchase resistance, and support 

growth objectives. The result is a cohesive offer framework that aligns strategy, sales, and customer 

expectations.

Revenue generation becomes more efficient and predictable as pricing and offer structures better 

reflect customer value and buying behavior. Conversion rates improve, deal sizes increase, and 

discounting is reduced. The business captures greater value from each opportunity, strengthening 

both top-line growth and overall profitability.
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