
 

 

 
 

Pricing Manager 
 

DEPARTMENT:   Sales LOCATION:  Statesville, North Carolina 

REPORTS TO:       Sr. Director, Sales & Marketing Operations FLSA STATUS:  Exempt 

POSITION PURPOSE: 

The Manager of Pricing will maximize profit by category and channel through pricing implementation 
utilizing existing tools and future systems while minimizing customer flight risk associated with reaching 
price elasticity thresholds.  Under general supervision, the pricing manager is responsible for managing 
the pricing function to determine an optimal price for new products and the appropriate price 
adjustments for existing products.  Successful management and implementation of these business 
practices will assure growth, successful product launch/development, market penetration and 
profitability of existing product lines. This will be accomplished by having a thorough understanding of 
market trends, customer segments, channels to market, product cost data, and competitive activity.  
 
The pricing manager will continuously develop and test pricing strategies/ concepts.  They will in turn 
formulate proposals and recommendations for all current and future products in coordination with 
Senior Leadership, Customer Focused Business Units, Sales, Marketing and Finance departments that 
achieves profitability goals while accounting for current competitive market activity or anticipated 
activity. 
 
Additionally the pricing manager will insure the maintenance of a price reference database with 
competitive pricing activities that will facilitate optimal pricing decisions. They will utilize these resources 
to analyze and identify opportunities to optimize new vehicle pricing, profit and market penetration.      

ESSENTIAL DUTIES & RESPONSIBILITIES: 

 Work directly with senior executives within the organization on pricing strategy 

 Work extensively with product marketing, product management, sales, and finance to accelerate 
growth across our company 

 Manage and improve the pricing and quoting processes, including the development and 
management of strategic rebate programs to maximize revenue growth and market penetration for 
various channels of distribution 

 Responsible for understanding key competitive issues in relation to pricing and business 

 Gather and analyze statistical data to in conjunction with competitive pricing to determine optimized 
price levels 

 Develop strategic pricing scenarios for new product introductions 

 Develop and maintain competitive information, analyze competitive actions 

 Communicate pricing actions and coordinate pricing activities 

 Develop recommendations and necessary analysis/reports to facilitate leadership decisions regarding 
new strategies, competitive value, margins, market penetration, breadth of offerings, support 
programs 

 Support finance initiative to improve profitability 



 

KNOWLEDGE/SKILLS/ABILITIES: 

 Understanding of value based selling, market based pricing and general pricing expertise 

 Clear, concise verbal and written communication 

 Outstanding listening skills 

 Exceptional ability to drive key initiatives to successful outcomes in a fast moving environment 

 Attention to detail 

 Demonstrable strategic and analytical skills.  

QUALIFICATIONS / PRIOR EXPERIENCE: 

 Bachelor’s Degree; MBA preferred 

 Field Sales Experience for Foundational Grounding preferred 

 Strong record of steady career progression  

 B to B experience preferred 

 Pricing modeling, data regression modeling, statistics; preferred 

 Demonstrated success in modeling, price elasticity and coefficients 

 Analytical/mathematical skills critical  
 Advanced Excel skills critical  

 
The above statement reflects the general details considered necessary to describe the principal functions of the job 
identified, and shall not be construed as a detailed description of all the work requirements that may be inherent in 

the job. 
 
 

Please send resumes to Maren Skroch at mskroch@amesburytruth.com by June 15th.   
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