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Executive Summary

Every pricing decision that references a competitor rests on three assumptions: that the
price belongs to the exact same product, was collected recently enough to matter, and
comes from a source you can trust. When any one of them fails, repricing rules cut margin
for nothing and buyer meetings turn into debates about whose numbers are right.

Most vendors compete on how many sites they cover. This paper argues that coverage only
matters when the data from each site is accurate and gives you the questions to test that
before you commit.

Collecting prices is the easy part.
The value is in matching every price to the right product,
at the right moment, from a source you can trust.
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What Competitor Price Monitoring Means

Competitor price monitoring is the

ongoing collection of competitors' prices : O — e NN

for the products you sell, matched to your
own catalog so pricing teams can
compare like for like and respond.

A one-off price check tells you what a competitor charged today. Monitoring tells you how
their pricing behaves:
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When they discount How fast they follow Which products they
your moves use to win traffic
RETAILERS BRANDS

Brands use it to see how their
products are priced across every
retailer and marketplace seller that
carries them.

Retailers use it to track rival retailers
and marketplaces.

Either way, the output is only as good as
the match. A
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same product

A 12-pack compared against a 6-pack, or a

discontinued model compared against its swongwaer(51159] spngvoer 56401 (R
. SKU 5W355-12 SKU SW355-06 False price
replacement, produces a price gap that et o gap: -$5.50

doesn't exist.
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Bad Competitor Data Costs More
Than No Data

Competitor data feeds pricing decisions directly, so every error in it turns into lost margin
or lost sales.

For a retailer

A repricing rule fed a bad match will cut

price on a product nobody undercut.
Notifications
For a brand Today

A missed price drop at one retailer can set
off a chain of price matches across the 9:02 AM

. . . Walmart matched price
others, and the first you hear of it is a retail iyt
partner asking you to fund the lost margin.

9:47 AM

The cost compounds

Target matched price
SKU HPB17: $129.99 — $109.99

Match an incorrect price and you give
away margin for nothing. Miss a real price
drop and you lose the sale, the ranking oerA )

. Best Buy matched price
and sometimes the marketplace SKU HP817: $124.99 — §109.99
placement that came with it.

11:15 AM

Then trust erodes From Retail Partner

Can you fund the margin?

Once a pricing team catches the tool being el
wrong a few times, they start double- HP817 across all stores this morn...
checking by hand, and you're paying for
software while doing the work manually.

Bad data doesn’t stay contained.
It flows into repricing rules, promotion plans, buyer meetings and QBR decks.

WISER.COM COMPETITOR PRICE MONITORING: A BUYER'S GUIDE FOR PRICING TEAMS



Price Is Where the Comparison Starts,
Not Where It Ends

Shoppers don't compare price tags. They compare offers. A product at $49.99 with free

next-day delivery and stock on hand beats the same product at $47.99 with $8 shipping
and a two-week wait.

Competitor price monitoring has to capture the full offer:

3 uly

Promotions Availability

Coupons, bundles and limited-time A competitor’s stockout is an
deals that change the real price, opening. A low price they can't
not the list price. ship isn't a threat.

B £l

Shipping Cost Ratings and Reviews
The price at checkout, not the They decide how much of a price
price on the product page. premium shoppers will accept.

Wiser's intelligence covers every attribute that shapes the buying decision:
() Pricing {#} Promotions BB Shipping cost

tm  Availability [*] Ratings, reviews |l Market execution

WISER.COM COMPETITOR PRICE MONITORING: A BUYER'S GUIDE FOR PRICING TEAMS



Why “Unlimited Domains” Misleads

Coverage claims are easy to make and 10,000+ sites covered

hard to verify.
fy @ Coverage: 100% © Last Updated

14 days ago
. © cEvery marketplace
A vendor can point a low-cost scraper at © Match rate

thousands of sites and call it coverage. © Real-time Notireported

What it can't easily promise is that:

O @ n

Every price is current Every product is Every broken extraction
matched correctly gets noticed

More domains only help if the data from each one is accurate. A tool that covers thousands
of sites but mismatches products or misses price changes gives pricing teams false
confidence and a known gap is easier to manage than a hidden error.

RETAILERS COVERED RETAILERS COVERED

340 /200 5,000 /5000
__ I

@ Accuracy verified © Accuracy unknown
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How Price Extraction Works

Every competitor price passes through four stages before it reaches a dashboard. An error
at any stage carries through to the decision.

Matching is where most tools fall down.
Q COLLECT Identifiers like UPC, GTIN or MPN help, but
Reach the product page or listing marketplace listings often lack them or get
them wrong, so matching also has to
compare titles, attributes, pack sizes and
images.

on each retailer and marketplace.

EXTRACT _ o Retailers also change their sites constantly.
Pull price, promotion, shipping, .
An extraction that worked last week can
stock and seller from the page. ] ] ]
start returning the wrong field without
anyone noticing, which is why monitoring
the pipeline matters as much as
monitoring prices.

CQ? MATCH

Tie each listing to your exact

product, by identifier or attributes. The retailers that matter most in your

category aren't always the easiest to
monitor. JavaScript-heavy pages, prices
that change by ZIP code, member and B2B
@ VALIDATE pricing, and small specialist retailers all
break simple scrapers. Ask about the sites
in your competitive set specifically rather

Catch anomalies and broken

extractions before data is delivered.
than accepting a total domain count.

At Q) wiser

Matching runs in five stages: discover, standardize, match, validate and deliver.
Al verifies every candidate match, backed by human quality control, and accuracy
and completeness are monitored continuously rather than audited once.
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How Often Should You Monitor
Competitor Prices?

Monitor your highest-revenue products at least as often as your competitors can change
their prices.

s

FAST-MOVING MARKETPLACES SLOWER CATEGORIES
Several times a day Daily is often enough

Where marketplace sellers reprice
constantly.

Set frequency by category and product importance, not one flat schedule for the whole
catalog.

More freq uent isn't Competitor price update 9:00 AM
Ve Sparkling Water 12-pack  $6.49

automatically better. Lo

Frequency mUItlplleS the Value Of Competitor price update 10:00 AM

accurate data and the noise of vas=  Sparkling Water 12-pack  $6.49

© Matched to a 6-pack

inaccurate data.
Checking a badly matched product Ecmestitorpiicawindats 11:00 AM

every hour just produces wrong ves= Sparkling Water 12-pack  $6.49
© Matched to a 6-pack
answers faster.
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How Pricing Teams Put Competitor
Data to Work

The teams that get the most from competitor price tracking build it into decisions they
already make, rather than treating it as a report to check.

®)

|~ P V)

Price positioning Partner conversations
Track where you sit against key Brands bring a shared, accurate view
competitors by category and set of retail pricing to buyer meetings and
intentional targets instead of reacting QBRs. Pricing policy enforcement is
product by product. covered by MAP Intelligence.

m -o—
(Il =

Stockout opportunities Repricing guardrails
When a competitor runs out, hold Feed rules with matched competitor
price instead of matching a discount prices, with floors so a bad data point
they can't fulfill. can't trigger a race to the bottom.

Promotion planning

See how competitors discounted in
past events before you plan the next
one.
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What to Ask a Price Monitoring Vendor

e How is match accuracy measured?

e When a retailer changes its site, how quickly is the problem detected and
fixed?

e Does the data cover promotions, shipping cost, availability, ratings and
reviews, not just price?

e Are the niche and regional retailers in your competitive set covered
properly?

e How do you set monitoring frequency?

g How is data validated?

e How does the data reach teams: dashboards, alerts, exports or API?
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Conclusion

The next time your team evaluates a competitor price monitoring tool, start with one
question:

Can we trust every price enough to act on it?
Coverage, frequency and dashboards all depend on the answer.

Look for a vendor that can:

@ s S

Show accurate Catch broken Capture the full offer
matches on your own extractions before rather than the price
catalog you do tag alone

That gives your team something more valuable than more data: the confidence to act on it.

Accurate, complete and

Overview

proactively monitored. | 537 2352 Em

See what accurate Sl Gy Pefempann

competitor data looks like o L -
=

on your own catalog.

Competitor  Migher Price  Same Price  Lower Price  Total Matches
Competitars

EXPLORE PRICE INTELLIGENCE e o——
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https://www.wiser.com/products/price-execution/
https://www.wiser.com/products/price-execution/

ABOUT WISER SOLUTIONS @ Wiser®

Wiser is the competitive intelligence
platform brands and retailers trust to
win more sales, starting where it matters
most: price.

Our intelligence covers every attribute that shapes the buying decision and
protects brand integrity — pricing, promotions, shipping cost, availability, ratings,
reviews, compliance and market execution — spanning more than 443 million
products, 716K sellers and 50 billion data points daily. Wiser's platform gives
you the full picture and the tools to act, unlocking confident decision-making
across your entire online shelf.

Accurate, complete and proactively monitored: Wiser's data infrastructure is built
to outperform industry benchmarks, giving you the confidence to act faster and
deliver stronger outcomes.

443 M+ 716K+ 50B+

Products Tracked Sellers Monitored Data Points Daily

WISER.COM
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