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Certificato Professionale per la Creazione di una Strategia di Prezzi Sanitari (Italia)

Pricing Strategy Development

Absorption Costing — a costing method that allocates all manufacturing costs, both fixed and variable, to
each unit of output. Related terms: Full costing, overhead allocation. Example: A hospital assigns the total
cost of operating a surgical suite to each procedure performed. Practical application: Helps determine
minimum price to cover total production costs. Challenge: Can obscure the impact of fixed costs on
marginal decisions.

Activity-Based Costing (ABC) — a costing approach that assigns costs to products or services based on the
activities required to produce them. Related terms: Cost drivers, process mapping. Example: A diagnostic lab
allocates equipment depreciation, staff time, and consumables to each test based on the specific steps
involved. Practical application: Yields more accurate cost per service, supporting value-based pricing.
Challenge: Data collection can be time-consuming and requires detailed process knowledge.

Adjusted Gross Revenue (AGR) - revenue after deducting discounts, rebates, and other price concessions
but before taxes and indirect costs. Related terms: Net revenue, gross margin. Example: A pharmaceutical
company records €5 million in sales, subtracts €500k in early-payment discounts, resulting in an AGR of
€4.5 Million. Practical application: Provides a realistic base for profitability analysis. Challenge: Tracking all
concessions accurately across multiple contracts.

Benchmarking — the systematic comparison of a company's pricing performance with that of peers or
industry standards. Related terms: Competitive analysis, best-practice comparison. Example: A regional
health authority compares its per-patient cost to national averages to identify pricing gaps. Practical
application: Informs strategic adjustments to remain competitive. Challenge: Obtaining comparable data
while respecting confidentiality.

Break-Even Analysis — a financial calculation that determines the volume of services needed to cover total
costs, where total revenue equals total cost. Related terms: Contribution margin, fixed cost. Example: A
tele-medicine provider calculates that 2000 consultations at €30 each will cover its €60k fixed costs.
Practical application: Guides minimum pricing thresholds. Challenge: Assumes constant unit costs and may
ignore economies of scale.

Bundled Pricing — a strategy that offers a set of services or products together at a single price, often lower
than purchasing each item separately. Related terms: Package deal, service bundle. Example: A hospital
offers a cardiac-care bundle that includes pre-operative testing, surgery, and post-operative rehab for a
fixed fee. Practical application: Simplifies billing and can increase perceived value. Challenge: Requires
careful cost allocation to avoid hidden losses.

Cost-Plus Pricing — a method that adds a predetermined markup to the total cost of delivering a service.
Related terms: Markup percentage, target profit. Example: A physiotherapy clinic calculates the cost of a
session at €40 and adds a 25 % markup to set a price of €50. Practical application: Ensures recovery of costs
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and a predictable profit margin. Challenge: May be uncompetitive if market prices are lower.

Cost-Volume-Profit (CVP) Analysis — a technique that examines how changes in cost and volume affect a
company's operating profit. Related terms: Break-even point, contribution margin. Example: A dental
practice assesses how a 10 % increase in patient volume impacts its profit given fixed and variable cost
structures. Practical application: Aids in forecasting and pricing decisions. Challenge: Relies on linear cost
behavior assumptions.

Discounted Cash Flow (DCF) Pricing — an approach that values a service based on the present value of
expected future cash flows, discounted at an appropriate rate. Related terms: Net present value, discount
rate. Example: A health insurer estimates the lifetime cash flows from a chronic disease management
program and discounts them at 5% to set a price. Practical application: Aligns price with long-term value
creation. Challenge: Requires accurate forecasting and selection of discount rates.

Demand Elasticity — a measure of how quantity demanded responds to changes in price. Related terms:
Price sensitivity, elasticity coefficient. Example: A tele-health provider finds that a 5% price increase reduces
appointment bookings by 2 %. Practical application: Informs optimal pricing levels to maximize revenue.
Challenge: Elasticity can vary across patient segments and over time.

Dynamic Pricing — a pricing strategy that adjusts prices in real time based on market conditions, demand, or
capacity. Related terms: Price optimization, algorithmic pricing. Example: An urgent-care clinic raises fees
during peak hours and lowers them during off-peak times to balance load. Practical application: Improves
resource utilization and revenue. Challenge: May be perceived as unfair by patients if not transparently
communicated.

Economies of Scale — cost advantages that arise when production volume increases, leading to lower
average costs per unit. Related terms: Cost reduction, bulk purchasing. Example: A national laboratory
centralizes testing, reducing per-test cost as volume grows. Practical application: Supports lower pricing in
competitive markets. Challenge: Achieving sufficient volume without sacrificing quality.

Elasticity of Substitution — the degree to which one service can replace another in response to price
changes. Related terms: Cross-price elasticity, service substitutability. Example: Patients may switch from
in-person visits to virtual consultations if virtual pricing is lower. Practical application: Helps anticipate shifts
in demand. Challenge: Measuring substitution effects accurately in health care.

External Benchmark — a reference point derived from industry-wide data or competitor pricing used to
assess internal pricing performance. Related terms: Market rate, reference price. Example: A regional health
system compares its MRI pricing to the average reported by national health authorities. Practical
application: Validates pricing decisions against external standards. Challenge: Data may be outdated or not
fully comparable.

Fixed Cost — expenses that do not change with the level of service output, such as rent, salaries, and
equipment depreciation. Related terms: Overhead, sunk cost. Example: A clinic’s rent of €20k per month
remains constant regardless of patient volume. Practical application: Essential for calculating break-even
points. Challenge: Allocating fixed costs fairly across multiple services.
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Forecasting Accuracy — the degree to which price and volume predictions match actual outcomes. Related
terms: Predictive reliability, variance. Example: A health provider's revenue forecast deviates by 8% from
actual earnings due to unexpected demand spikes. Practical application: Improves budgeting and pricing
adjustments. Challenge: External shocks (e.G., Pandemics) can drastically reduce accuracy.

Future Value Pricing — setting a price based on the anticipated future benefits or cost savings a service will
generate for the buyer. Related terms: Outcome-based pricing, value realization. Example: A preventive
health program is priced according to estimated reductions in future hospital admissions. Practical
application: Aligns incentives between provider and payer. Challenge: Quantifying future benefits with
confidence.

Gross Margin — the difference between revenue and the cost of goods sold, expressed as a percentage of
revenue. Related terms: Profit margin, contribution margin. Example: A lab reports a gross margin of 45%
after accounting for reagents and labor costs. Practical application: Indicates pricing effectiveness.
Challenge: Gross margin alone does not reflect fixed cost coverage.

Healthcare Market Segmentation — the process of dividing the patient population into distinct groups based
on characteristics such as age, health status, or payment source. Related terms: Target audience,
demographic profiling. Example: A insurer creates separate pricing tiers for corporate, public, and private
patients. Practical application: Enables tailored pricing strategies. Challenge: Maintaining privacy while
gathering segmentation data.

Incremental Cost — the additional cost incurred to produce one more unit of service. Related terms:
Marginal cost, variable cost. Example: Adding an extra MRI scan adds €150 in contrast material and
technician time. Practical application: Guides pricing of additional services. Challenge: Distinguishing true
incremental cost from shared overhead.

Internal Benchmark —a comparison of pricing or cost performance within the same organization across
different units, regions, or time periods. Related terms: Intra-company comparison, performance baseline.
Example: A hospital chain compares the cost per admission between its northern and southern facilities.
Practical application: Identifies best practices and inefficiencies. Challenge: Ensuring comparable case mix
across units.

Joint Cost Allocation — the method of distributing costs that are incurred for producing multiple services
simultaneously. Related terms: Shared cost, cost pool. Example: A radiology department allocates the cost
of a multi-purpose scanner across X-ray, CT, and MRI services. Practical application: Necessary for accurate
service-level profitability. Challenge: Selecting a fair allocation base.

Key Performance Indicator (KPI) — a measurable value that demonstrates how effectively a pricing strategy
achieves its objectives. Related terms: Metric, performance measure. Example: A health network tracks
"average revenue per patient” as a KPI for pricing effectiveness. Practical application: Provides ongoing
monitoring and feedback. Challenge: Choosing KPIs that reflect both financial and patient-outcome goals.

Lifecycle Pricing — a strategy that adjusts prices over the lifecycle of a product or service, from introduction
to maturity and decline. Related terms: Price trajectory, stage-gate pricing. Example: A new tele-monitoring
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device is launched at a premium price, then reduced as competitors enter the market. Practical application:
Maximizes revenue capture at each stage. Challenge: Predicting timing of each lifecycle phase.

Loss Leader Strategy — pricing a service below cost to attract customers, with the expectation of generating
profit from ancillary services. Related terms: Cross-selling, foot-traffic driver. Example: A clinic offers free flu
shots to bring patients into the facility, where they may purchase paid services. Practical application: Builds
patient loyalty and expands revenue streams. Challenge: Risk of sustained losses if ancillary sales are
insufficient.

Marginal Cost Pricing — setting price equal to the cost of producing one additional unit, often used in
competitive markets with excess capacity. Related terms: Incremental cost, price floor. Example: A diagnostic
lab prices a standard blood test at its marginal cost of €5 to stay competitive. Practical application: Prevents
price wars from eroding margins. Challenge: May not cover fixed costs, requiring subsidies or volume.

Market Penetration Pricing — an initial low-price approach aimed at quickly gaining market share. Related
terms: Entry pricing, price discount. Example: A startup tele-health platform offers consultations at €10 to
attract users away from established providers. Practical application: Accelerates adoption and brand
awareness. Challenge: Later price increases may cause churn if perceived value is low.

Market Segmentation Pricing — varying prices across different patient groups based on willingness to pay,
risk profile, or payer type. Related terms: Price discrimination, tiered pricing. Example: A private hospital
charges higher fees to self-pay patients than to those covered by public insurance. Practical application:
Extracts maximum revenue from each segment. Challenge: Regulatory constraints may limit discrimination.

Net Present Value (NPV) Pricing — determining price based on the present value of expected cash inflows
minus cash outflows over the service’s life. Related terms: DCF, profitability index. Example: A chronic
disease management program calculates an NPV of €200k and sets a price to achieve that return. Practical
application: Aligns price with long-term financial viability. Challenge: Sensitivity to discount rate
assumptions.

Opportunity Cost — the benefit foregone by allocating resources to one service instead of an alternative.
Related terms: Trade-off, resource allocation. Example: Dedicating an operating room to orthopedic surgery
may prevent it from being used for cardiac procedures, representing an opportunity cost. Practical
application: Informs strategic pricing and capacity decisions. Challenge: Quantifying intangible benefits.

Outcome-Based Pricing — a model where payment is linked to the achievement of predefined health
outcomes. Related terms: Value-based reimbursement, performance contracting. Example: A physiotherapy
provider receives full payment only if patients achieve a 30 % improvement in mobility scores. Practical
application: Aligns incentives with patient health gains. Challenge: Requires robust outcome measurement
and data sharing.

Overhead Allocation — the process of distributing indirect costs such as administration, utilities, and
management salaries to individual services. Related terms: Indirect cost, cost pool. Example: A hospital
allocates a portion of its central administration costs to each department based on floor space. Practical
application: Ensures full cost recovery in pricing. Challenge: Choosing an equitable allocation base.
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Price Elasticity of Demand (PED) — a numeric expression of how quantity demanded changes in response to
a price change. Related terms: Elasticity coefficient, demand sensitivity. Example: A PED of —1.5 Indicates
that a 10% price increase leads to a 15% drop in demand. Practical application: Helps set prices that
optimize revenue. Challenge: Elasticity may differ across regions and service types.

Price Floor — the minimum price at which a service can be sold without incurring a loss. Related terms: Cost
floor, minimum viable price. Example: A lab determines its price floor for a genetic test at €200, covering all
direct and allocated indirect costs. Practical application: Protects profitability. Challenge: Competitive
pressure may force prices below the floor, requiring subsidies.

Price Optimization — the use of analytical models and data to determine the price that maximizes a defined
objective, such as profit or market share. Related terms: Revenue management, pricing algorithm. Example:
A health insurer employs software to adjust premiums based on risk profiles and market trends. Practical
application: Balances revenue goals with customer acceptance. Challenge: Model accuracy depends on data
quality and assumptions.

Price Segmentation — the practice of setting different prices for the same service based on distinct market
segments. Related terms: Tiered pricing, differential pricing. Example: A hospital offers a discounted rate to
senior citizens while maintaining a higher price for corporate clients. Practical application: Captures
consumer surplus. Challenge: Must comply with anti-discrimination regulations.

Pricing Funnel — a structured process that moves from market research to price setting, implementation,
and monitoring. Related terms: Pricing lifecycle, decision hierarchy. Example: A regional health authority
follows a five-step funnel: Data collection, cost analysis, competitive benchmarking, price formulation, and
performance review. Practical application: Provides a systematic approach to price development. Challenge:
Each stage requires cross-functional collaboration.

Pricing Governance — the set of policies, roles, and controls that oversee pricing decisions and ensure
alignment with organizational strategy. Related terms: Pricing committee, compliance framework. Example:
A hospital establishes a pricing board that reviews all price changes above a 5% threshold. Practical
application: Promotes consistency and regulatory compliance. Challenge: Governance processes can slow
decision making if overly bureaucratic.

Pricing Sensitivity Analysis — an evaluation of how changes in price affect key financial outcomes, often
using scenario modeling. Related terms: What-if analysis, scenario testing. Example: A clinic models the
impact of a 10 % price increase on patient volume, revenue, and profit margin. Practical application:

Supports risk-adjusted pricing decisions. Challenge: Assumptions may not hold in real-world dynamics.

Profit Margin — the percentage of revenue that remains after all costs have been deducted. Related terms:
Net margin, return on sales. Example: A specialty clinic reports a profit margin of 12 % after accounting for
staff salaries, supplies, and overhead. Practical application: Serves as a benchmark for pricing efficiency.
Challenge: Margins can be distorted by one-off items or accounting practices.

Profit-Sharing Pricing — a contractual arrangement where the provider receives a portion of the savings or
additional revenue generated by its services. Related terms: Gain-sharing, risk-sharing. Example: A care
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coordination firm earns 20 % of the cost savings it achieves for a payer. Practical application: Incentivizes
efficiency and outcome improvements. Challenge: Requires transparent accounting of savings.

Reference Pricing — a system where reimbursement is capped at a predefined amount, encouraging
providers to price at or below that level. Related terms: Benchmark price, capped reimbursement. Example:
A national health system sets a reference price of €1500 for knee replacement, prompting hospitals to align
their fees. Practical application: Controls expenditures and promotes price competition. Challenge: May lead
to reduced service quality if providers cut costs excessively.

Regulatory Compliance Pricing — the practice of ensuring that all price setting adheres to local, national, and
European health-care regulations. Related terms: Legal audit, pricing law. Example: An Italian clinic verifies
that its price lists meet the Decreto Legislativo 502/1992 requirements. Practical application: Avoids fines
and reputational damage. Challenge: Constantly evolving regulatory landscape demands ongoing
monitoring.

Revenue Management — the strategic control of pricing, inventory, and demand to maximize revenue, often
using predictive analytics. Related terms: Yield management, demand forecasting. Example: A diagnostic
imaging center adjusts appointment fees based on forecasted demand peaks. Practical application: Balances
capacity utilization with profitability. Challenge: Requires sophisticated data infrastructure and real-time
decision making.

Risk-Adjusted Pricing — setting prices that reflect the risk profile of the patient or payer, often used in
insurance contracts. Related terms: Actuarial pricing, underwriting. Example: A health insurer charges higher
premiums for patients with chronic conditions, reflecting higher expected utilization. Practical application:
Aligns revenue with expected cost exposure. Challenge: Must avoid discriminatory practices and comply
with equity regulations.

Scenario Planning — the development of multiple plausible future states to test pricing strategies against
varied conditions. Related terms: Future modeling, strategic foresight. Example: A hospital creates three
scenarios—steady growth, pandemic shock, and regulatory tightening—to evaluate pricing resilience.
Practical application: Prepares organizations for uncertainty. Challenge: Scenario selection and weighting
can be subjective.

Segmentation Matrix — a tool that maps patient groups against pricing strategies to identify optimal price
points for each segment. Related terms: Targeting grid, market mapping. Example: A clinic uses a matrix to
align high-value services with affluent patients while offering basic packages to low-income groups.
Practical application: Visualizes pricing opportunities. Challenge: Data granularity must be sufficient to
support accurate segmentation.

Service Line Profitability — analysis of revenue and cost performance for a specific group of related services.
Related terms: Line-item margin, departmental P&L. Example: A hospital assesses the profitability of its
oncology service line, separating chemotherapy, radiation, and surgery revenues. Practical application:
Informs resource allocation and pricing adjustments. Challenge: Allocating shared costs accurately across
lines.
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Sliding Scale Pricing — a flexible pricing model where fees are adjusted based on the patient's ability to pay,
often linked to income level. Related terms: Income-based pricing, affordability tier. Example: A community
health center charges patients earning less than €20k annually a reduced fee for primary care visits.
Practical application: Enhances access while maintaining revenue streams. Challenge: Requires verification
mechanisms and may reduce average revenue per patient.

Strategic Price Positioning — the deliberate placement of a price relative to competitors to convey a desired
market image (e.G., Premium, value). Related terms: Brand perception, market stance. Example: A private
clinic positions its cardiology services as premium, pricing above the regional average to signal superior
quality. Practical application: Differentiates offerings and attracts target clientele. Challenge: Must ensure
service quality matches the price narrative.

Target Costing — a reverse-engineered approach that starts with a market-driven price and works backward
to design a service that can be delivered within that cost. Related terms: Cost target, price-to-cost. Example:
A startup health-tech firm sets a target price of €30 for a home-monitoring device and engineers the
product to meet that cost constraint. Practical application: Fosters cost-efficient innovation. Challenge: May
limit functionality if cost targets are too aggressive.

Therapeutic Pricing — pricing specific to medical treatments, often considering clinical effectiveness, disease
burden, and payer willingness. Related terms: Drug pricing, treatment cost. Example: A biotech company
prices a novel oncology therapy based on survival benefit and health-economic assessments. Practical
application: Justifies premium prices for high-value therapies. Challenge: Intense scrutiny from regulators
and patient advocacy groups.

Total Cost of Ownership (TCO) — the complete cost of acquiring, operating, and maintaining a service over
its useful life. Related terms: Life-cycle cost, expense horizon. Example: A hospital evaluates the TCO of a
new MRI scanner, including purchase price, maintenance contracts, and energy consumption. Practical
application: Supports long-term budgeting and pricing decisions. Challenge: Forecasting all future expenses
accurately.

Value-Based Pricing — setting price according to the perceived or actual value delivered to the patient or
payer, rather than solely on cost. Related terms: Value proposition, outcome pricing. Example: A tele-rehab
program charges €50 per session because it reduces hospital readmissions, saving the payer €200 per
patient. Practical application: Aligns price with health benefits. Challenge: Quantifying value and gaining
payer acceptance.

Variable Cost — costs that fluctuate directly with the level of service volume, such as consumables, labor
hours, and utilities. Related terms: Direct cost, marginal expense. Example: Each physiotherapy session
incurs €10 in disposable supplies, varying with the number of sessions delivered. Practical application:
Essential for marginal cost calculations. Challenge: Distinguishing variable from semi-variable costs.

Volume Discount — a price reduction offered to buyers who purchase larger quantities or commit to higher
service volumes. Related terms: Bulk pricing, tiered discount. Example: A regional health authority receives a
15% discount on lab tests when committing to a minimum annual volume of 100000 assays. Practical
application: Incentivizes larger contracts and steady demand. Challenge: May erode profit margins if not
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carefully structured.

Weighted Average Cost of Capital (WACC) — the average rate of return a company is expected to pay its
investors, used as a discount rate in pricing calculations. Related terms: Cost of financing, discount rate.
Example: A health-care provider applies a WACC of 6 % when computing the net present value of a new
service line. Practical application: Ensures pricing reflects financing costs. Challenge: WACC estimation can
be complex for public-private partnerships.

Yield Management — a pricing technique that seeks to maximize revenue by adjusting prices based on
real-time demand and capacity constraints. Related terms: Dynamic pricing, revenue optimization. Example:
An outpatient surgery center raises fees for elective procedures during peak summer months when
operating rooms are fully booked. Practical application: Extracts higher revenue from scarce capacity.
Challenge: Requires accurate demand forecasting and flexible scheduling.

Zero-Based Budgeting (ZBB) Pricing — an approach where each pricing decision starts from a “zero base,”
justifying every cost and price element anew. Related terms: Cost justification, baseline reset. Example: A
clinic re-examines all service fees annually, rebuilding each price from scratch rather than applying
incremental adjustments. Practical application: Eliminates legacy cost creep. Challenge: Resource-intensive
and may cause disruption if not managed carefully.
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