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Anti-Trust Law and
Pricing Survey Discussion

Talk about survey results and
experiences in the past

Don’t talk about current or future
pricing or plans related to pricing of
your company or any other specific
company
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Pricing Survey: Strategy

4. Which of the following describes your company’s business?

Hardware 7 12.896%
Software 40 T74.07%
Software as a Senice (SaaS) 35 b4,81%

Other 3 5.,56%
(Response: 54)

h. What was your company’s worldwide annual revenue in the

$100M or less 11 21.15%
Between $101M and $500M 15 28,85%
Between $501M and $1B 9 17.31%
More than 518 and less than $3E 9 17.31%
Mare than 538 and less than $1( g 9.62%
Mare than 5108 and less than $: 1 1.92%
$25B or more 2 3.85%
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Pricing Survey:
Regional Prices

1. Open Classroom per Stude
day

uUs/Canada

# of inputs 33
maximum $1.000]
minimum $45ﬂ|
Mexico $EED|
# of inputs Iﬁl
maximum $1.{I‘.IEI|
minimum 5275
Brazil S660|
# of inputs 26
maximum 51.000|
[minimum . _ 5233

S—, wupy iy SO



Pricing
Strategies
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- That's more like it. 102I'Are you trying to insult
me?! Me, with a poor dying grandmother?! 107!

|

© Copyright 2017 CEdMA



https://www.youtube.com/watch?v=2w38nO7rjbM

Pricelist and Currencies

39

global price list w/
single base currency

(majority up to 3m ed revenue)

VS

49% ...

pricelists in local or
base currencies (>3m)

7125

Have prices in local
currency at fixed Fxrate

Majority offersin S, €, £,
AUD

20-30% also JPY, INR, CAD,
SGD



Travel & Living

T&L Charged at:

Included
in onsite
rates
28%

\'[o] ¢

charged .
7% DETY
fixed
fees

15%

T&L Margin

13%

And 9 1 /0 don’t charge for instructor travel time



Pricing Approaches

549%, Revenue via customers buying learning products
transactional as required (DECREASED by 11% since 2013)

Revenue via selling training credits
For 67% one unit of the credit is equal to an amount in
their base currency

21%

credits

17% Revenue via selling subscriptions
subscription (|NCREASED by 10% since 2013)

3% Revenue via selling bundles or volumes often as
Bulk purchase pre-payments




Subscriptions: What's Included
_m

eLearning/WBTs
Recorded instructor-led training 10
VILT - virtual classrooms 10

Access to other self-study options
Access to online/virtual labs
Support to find required training
ILT - live classrooms

Student books

Exclusive webinars

Access to exclusive community
Instructor support (at regular dates) 3

Numbers are numbers of members with this training type included
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Subscription T&C

82

Of subscriptions are
valid for 1 yr

81lxvs 73%

Subscriptions for
SaaS VS On Premise
Software Products

70

Have individual
subscriptions

41% have company and 26%
department subscriptions

89

Of subscriptions are
sold separate from
product subscription



Pricing by Audience & Content

Audience
(higher, same or less in EndUser 0% 77%  23%

Business 2% 86% 12%
Partner 1% 32% 64%

comparison to technical)

Complexity _-n-

(higher, same or less in Overview 2% 78% 20%
comparison to Beginner  10% 84% 6%
1%t course in path)

Advanced 30% 68% 2%

63% have only one
o Workshop 20% 66% 15%
but also 32 A) 2-3 pricing levels -




Educatlon Attached to Licenses

M«

S ATy 'i.ﬂl-

Illal— .
o) Percentage of License Deals
3 5% g

with Education Attached
mandatory attach

22% ’
mandatory attach, but '

can be removed

SHARE WITH US HOW
YOU DID THIS!

+ more attach than mandatory

73%

NO mandatory attach

= 64% have training included in only max
25% of the license deals 13



Price Changes in Last 1 (3)
Years

EMEA
North America

O 30% (56%) 1
< 64% (32%) !
2 6% (12%) O 32% (59%)

> 61% (28%) ® 25% (42%)
@ntral & South

o 6% (13%) > 64%(37%)

America Annual reviews < 11% (21%)
O 25% (45%) 14% change annually pricing,
< 68% (36%) 61% no formal period for changes
- 7% (19%) Key Driver for change: market,  epamn =

competition & fxrates



Global Pricing
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How to find a fair price?

GDP per person
Other: salary of your target audience




Pricing Strategy

= 3.Price 1. Price in Market

Costs Plus Model Value Based Model



Significant Differences Case by Case

Difference between Max, average and minimum
for ILT per seat
$1,600 $1,500
$1,400
$1,200
$1,000
$800
$600
$400
$200

S0

$1,000 $1,000 $1,000

$205 $245

uUsS Mexico Brazil LATAM

B Max EHAvg EHMin
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Significant Differences Case by Case

Differences List price, Customer and Partner Sales

Price

$900
$300 $794
S700 $638 S653 S650
$600 $676
$500 $512 $540 $534
S400
S300
$200
$100

SO

US avg Mexico avg Brazil avg LATM avg

B Partner net

O List Customer net
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Americas

US/Canada

Mexico

Brazil

Rest of Latin America
EMEA

UK

Germany

Benelux, Nordics

Italy

France

Eastern Block Countries
Russia

Africa

Middle East

APAC

Japan

Australia/New Zealand
Hong Kong

China

India
Singapore/Malaysia
Indonesia, Phillipines, Thailand

List Price

ILT per Day and Student

SO $100 $200 $300 $400 $500 $600 $700 $800 $900

ls55 . S676
. s467 . S512
' S461 . S540 |
[s456 . S534 |

$794
$638
$653
$650

 s545 . S640
1S540 _S649
(s568 . S6690
 s518 . S597
(s541 . __________S672

' s475 . S553 |

[ S462 . S547

1 s491 . S540
(s514 .S58 |

§727
$761
S767
$713
$762
$669
$665
$662
§729

' S509 5618
's538 . .S644 |
[ S499 . S602 |

[ S422 S527 |

1 S350 58416

 s493 . S578
(5439 S527 |

$748
$780
$740
$626
$532
$720
$632
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Benchmark Your Prices vs CEAMA and
Competitors

$10,000 -

$1,000 -

$100 -

$10 -

$1 -
Classroom Training Virtual Instructor-led Onsite Training Custom Development Certification
Per Seat - Per Day Per Seat - Per Day Instructor Day Per Day



Instructor Led Onsite Per Day and Instructor

Americas

US/Canada

Mexico

Brazil

Rest of Latin America
EMEA

UK

Germany

Benelux, Nordics

Italy

France

Eastern Block Countries
Russia

Africa

Middle East

APAC

Japan

Australia/New Zealand
Hong Kong

China

India
Singapore/Malaysia
Indonesia, Phillipines, Thailand

List Price

S0 $500

$1,000 $1,500 $2,000 $2,500 $3,000 $3,500 $4,000 $4,500 $5,000

1 53243 S3790 |
1 52693 ________.S3051

1 S2534 _S3074

(s2/914 .S3336_ |

$4,255
$3,275
$3,245
$3,491

's319%______________.S3.781
' s311/7 __________S3661 |

$ S3255 . .S3814
' s3o000 ______.S358 |

1 S308> . S3729 |
(S2598 . S3117 |

0 52438 .S$2998 |

0 S2654 . S2872
(S2900 _S3009

$4,194
$4,185
$4,269
$3,869
$4,089
$3,398
$3,181
$3,289
$3,697

' s3078 __________S3492
's3051 _________.S3498
(52455 S3219 |
(S2.295 53038 |
1S1910 52,466 |

0 S2./09 S3278 |
(S2524 .S2940

$3,917
$4,042
$3,352
$3,072
$2,673
$3,402
$3,251
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Americas
US/Canada
Mexico

Brazil

Rest of Latin...

EMEA

UK

Germany
Benelux, Nordics
Italy

France

Eastern Block...

Russia
Africa
Middle East
APAC
Japan

Australia/New...

Hong Kong

China

India
Singapore/Malaysia

Indonesia,...

Development/Non Delivery per Day

S0 $500 $1,000 $1,500 $2,000 $2,500 $3,000

' s192 52247
(51270 . S1.292 ______ BEEEYWN
(51163 . S1174 | $1,422
(51,137 51290 | $1,384

$2,512

(51543 . S1760
(51343 __S1424 |
(51376 S1459 |
(51302 _.S1350 |
(51387 51438
(51,149 .S51324 | $1,322
(S1.165 .S$1319 | $1,402
(51043 __S1302 $1,272
1S1.225 51420 $1,515

$1,951
$1,589
$1,577
$1,482
$1,585

 S1606 S1672 |
(51347 .S51454
(51054 51380 | $1,287
151,006 S$1269 | $1,265
(5854 S874 | $1,250
151228 51380 | $1,479
15902 . S1168 $1,183

Average Realized Customer Price

$2,276
$1,624
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Certification per Exam and Attempt

Americas

US/Canada

Mexico

Brazil

Rest of Latin America
EMEA

UK

Germany

Benelux, Nordics

Italy

France

Eastern Block Countries
Russia

Africa

Middle East

APAC

Japan

Australia/New Zealand
Hong Kong

China

India
Singapore/Malaysia
Indonesia, Phillipines, Thailand

S0 $50

$100 $150 $200 $250 $300 $350 $400 $450

/s35¢ ___________________.s8383 |
0 s211 . .S230 | $238

(5225 S320 | $264

ls408 5253 |

$395

(S213 . S237
[S220 . S251 |
0S236 . S261 |
[s218 . .S5233 |

$241
§271
S274
$254
$264
$263
$254
$268
$265

(s238 ___.S270 |
0 S232 . S266 |
0 s218 . .S254 |

0 S217 . .S243 |
(5228 . S256 |

$ S206 . S222 |
(S228 . S229 |
[ S211 . S243

. S177 . .S205 | 5214
| S166 5166 | $194

' S207 . S229

| S195 . S237 |

$240
$259
$246

$247

$246
26
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Elearning per hour and students

Americas

US/Canada

Mexico

Brazil

Rest of Latin America
EMEA

UK

Germany

Benelux, Nordics

Italy

France

Eastern Block Countries
Russia

Africa

Middle East

APAC

Japan

Australia/New Zealand
Hong Kong

China

India
Singapore/Malaysia
Indonesia, Phillipines, Thailand

S0 $50

$100 $150 $200 $250 $300

 s205______.sS193

0s213 ______________S220
0s211 ________S217
0$213 _________.S218 |

$216
$242
$238
$241

' s186 __S201 |

[ $188 __.S202
.s200 .S229 |
0 s108 _________________s210 | $231
[ $187 S201 | $224
s236_______s241 |
0$234 _______________S240 |
s232 _______________S236
0s237 __________________S246 |

$223
$224
$253

$263
$261
$258
$268

0s216___ ___.S5231 |
 s186 ___________S200

[ s196____________S223 $246
0s212 _________________S235 | $241
ls244 ______sS211 kK

$254
$223

(183 ______.S201 $225
ls$231 __________S23% | $258
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eLearning Subscription per student and year

Americas

US/Canada

Mexico

Brazil

Rest of Latin America
EMEA

UK

Germany

Benelux, Nordics

Italy

France

Eastern Block Countries
Russia

Africa

Middle East

APAC

Japan

Australia/New Zealand
Hong Kong

China

India
Singapore/Malaysia
Indonesia, Phillipines, Thailand

S0

$500 $1,000

$1,500 $2,000

| 51,968 2,427

| 51,554 1,608
1 51,469 1,827

1 51,848 1.827 $1,914

(S1640 51968 |
' s1661 . S1912
(51648 51912 |
1$1751 . S1657 |
(51648 51912 |

151695 5181 | $1,899
K W/7 SV T 51,813
1S1.723 . S1.697 YIS
(81814 51822 R R-LTS

| 51,696 1916

| 51,668 1,960

[ S1614 52003 | S2,
.s2080_______________S2171 |
(61598 . S1672 | $1,764
(2233 51748 _—— JRLY
EIWA W I 51,878

List Price

Average Realized Customer Price

B Average Realized Partner Price

$2,500

$1,948
$2,139

$2,079
$2,123
$2,122
$1,998
$2,123

$2,178

$2,111

059
$2,281

$2,622

28
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Differences Small vs Large Education Businesses and
HW/SW/Saa$S (example US price per student/day)?

Pricing Based on Education Pricing Differences HW/SW and
Business Size SaaS Companies
O List Price
$1,200 Average Realized Customer Price 5900 5819 5810
W Average Realized Partner Price $800 $773
$1,000 $953
5868 S700
$800 $600
$500
$600
$400
$400 $300
$200
$200
$100
S$543
S0 $0

<S1IM S1IM-S10M >S10M SW HW Saa$s
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Key Take Aways

ubscription

Pricelists: local

1yr, mainly
currency & audience / self paced,
price course vl sold separate

Automatic
attach to
license is
possible

. l\\\ A . i \\\/\‘“\\

T&L: charge
w/o margin

Increase price
min all 3 yrs

AN
»Sales model ;' molement & \
min e Use CEAMA |
transactional+ \ cor':'lpliarg\ce J \pricing avg for |
i , / local prices
credits, add | \rules eg VSOE / ! P

N

»subscription /
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How to access and leverage the
survey results...

Access Data:
Download
Survey results
and Excel with

k\ Pricing data /

32 © Copyright 2017 CEdMA

{

" Filter data: based

on your
demographics

(Excel+ClickTools

+ Provided

\_ Groups) /

Create
benchmark

your company,

competitors,

similar market

<

4

32



Questions




Backup Slides
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What else i1s available

* Following slides

* Training Credits detalls

* Price Change details

e Partner pricing
o Additionally in the survey

* Pricing for licensed content

* Pricing strategy for development work
« Additional pricing values

» Cost for subcontractor

» Costs for different company types/sizes

35 © Copyright 2017 CEdMA cEﬂMA ii



Price Changes

60

Change prices only
when necessary

Although 45% review every
12 months

50

Change fxrates only
when necessary

While 22% regularly every 12
months

33%

Need no approver for
price changes

While remaining need 50%
the CFO, 19% Sales or 14%
CEO to approve

69%

Change prices
due to market
trend

32%
because of
competitiveness

32%
because of fxrate
changes




Training Credits

70%
60%
50%
40%
30%
20%
10%

0%

Training Credits Defined
64%

27%

9%

A dollar amount A student day Other

37 © Copyright 2017 CEdMA

60%
50%
40%
30%
20%
10%

0%

Discounting Training Credits

% * °-°. ‘,."
600 bo é(\b
N\ Q?"z &
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41% have partner discount
by partner tier, with 50%
just one for all partners

59% allow partners to
resell their training

44% of partner can resell
training to their customer
with same partner
discounts, 9% with higher
and 7% with lower discount

Partner discounts vary:
81% offer 11-20% on ILT
58% offer 11-20% on eL,
21% offer 21% or more

© Copyright 2017 CEdMA

Partner Discounting

100%

80%

60%

40%

20%

0%

Sales

" Free

Presales

= Discount

Post sales

= List Price
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