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Seminar Four
Pricing For
Profits




This is one of the fastest ways to give a business
extra profits



There are 3 Problems
with Pricing




1. Price Pressure

Comes directly from your Customers

Comes indirectly from societal issues
related to money

Do you feel comfortable selling
something very expensive?



2. The Economy

People are more reluctant to spend money
and more careful about spending it

If you don’t know about the other ways to
deal with this problem, you may end up
cutting your prices



3. Cash Flow Pressure

The first thing a lot of businesses do to
increase cash flow is cut prices

That's a short term solution that can lead
to long term disaster



Cutting Prices Can Seriously Harm Your
Business

It makes you appear as a commodity

Once people think of you as a commodity,
it's hard to get back out of that category



Cutting Prices Can Seriously Harm Your
Business

It sends the wrong message to Customers

You need to put yourself and your business
above the competition

You do not want to give the impression that
you have to cut prices



Cutting Prices Can Seriously Harm Your
Business

It sets expectations in your Customers'
minds

This can be very hard to recover from
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But the biggest problem with
copying competitors who are
low priced is:

MOST OF THEM WILL GO OUT
OF BUSINESS!



Pricing and Profits

Pricing strategy plays a huge role in the
success or failure of a business

A 20% cut in prices can destroy profits

A 20% increase in prices will normally result
in a profit increase much higher than 20%
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You're already using one of
the best strategies to justify
premium pricing:

Great Marketing




Selling is the Exchange of Value

You will pay the price | ask if you feel
that the value | offer merits the payment

When you can get the Customer to
appreciate the value of what you're selling,
they will be more inclined to spend more
money with you
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The Myth:

One of the most dangerous
myths in business
Is that people buy primarily
on price



People do not buy
primarily on price




If people bought primarily on price...
We'd be driving the cheapest, oldest cars

We'd wear the cheapest possible clothes

Our children would be playing with the
cheapest possible toys

Very few people would own iPhones



If people bought primarily on price...
We'd go on holiday to the cheapest seaside
town

We wouldn’t go to restaurants, or if we did
we'd order the cheapest thing on the menu



People do not buy
primarily on price
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The Fact:

Only 15% of the population
are price buyers

FIRE THEM!
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The Goal:

Establish your reputation
as not selling
based on price
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The Good News:
Price Elasticity



Price Elasticity

Pricing is not rigid
Your Customers’ spending behaviour is like an

elastic band - there are areas in which it can
be stretched

There are areas in which your pricing can be
stretched

You need to find the elasticity in your
relationship with your Customers
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GOLDEN RULE

It’s not 10 times harder
to sell something that's
10 times the cost



How To Set
Your Prices




People Normally Set Pricing by either...

Looking at their competition and pricing based
on the average

Pulling a number out of the air

These are terrible pricing strategies!




You are the Worst Person to Decide
What to Charge

You are far too close to your business

Who should make this decision? Your
Customers
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TESTING



When you test your
prices, your Customers
will tell you what
they're willing to spend



THE HISTORY OF IPHONE
PRICES IN BRITAIN
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Step 1: Test a Price Increase

Test an across-the-board 10% Increase

Increase prices for either a segment of your
products/services or a segment of your
Customer base



Step 2: Keep Testing Price Increases

Find the point at which the elastic band
won't stretch any further

Until you know where that point is, you're
probably underselling yourself

The average is somewhere between 20%
and 70%



You are Not a Commodity

You have to break the link between your
product or service and its price

There may be a preconceived notion that links
what you sell to a certain price point

Until you break that link, it will be harder to
have premium pricing



Sainsburys

Groceries v Favourites Offers Discover Recipes DeliveryPass Valentine’s Day

Drinks > Tea. coflee & hot drinks > Coflee > Instant coffee

Nescafe Original Instant Coffee 100g

7 Boad reviews (1) Write 3 roview

,---“-——-—‘

/ \
WiIN, Soluble colfee.

30000

Neserze. £2.65

£2 65/ 100

Search products



50 Cups per Jar. Commodity price = 5.3p

Sainsburys

Groceries v Favourites Offers Discover Recipes DeliveryPass Valentine’s Day [fii-.-.fzr:fr‘x products

Drinks > Tea. coflee & hot drinks > Coflee > Instant coffee

Nescafé Original Instant Coffee 100g
757 Bead reviews (1) Write 3 roview
Soluble colfee.

£2.65

£265/7100g




You must NOT become a commodity

You must become a Starbucks
UK £2.60

USA $2.75

New York $3.15
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The 8 Best Ways
to INncrease
Prices




1. Simply Raise the Price
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2. Change the Product

If the first thing a Customer buys from you
now costs £50, change that product so the first
thing they buy costs £80



GLOBAL HOME @ LANGUAGES FANS OF M.0.

OVERVIEW ROOMS & SUITES OFFERS DINING SPA & WELLNESS MEETINGS & EVENTS GALLERY

Treatments

The Spa at Mandarin Oriental, London has reopened after an incredible

acilities.

restoration programme designed to significantly enhance its
With 13 single treatment rooms and a new spacious Oriental Suite featuring two
massage beds and a Rasul water temple, The Spa also now offers traditional

ANTE Traditional Chinese Medicine consultations and treatments, Bastien

Gonzalez Pedi:Mani:Cure Studio as well as two additional beauty rooms where
guests short of time can enjoy a series of results-driven express treatments such as
Philip Kingsley hair therapy or Linda Meredith Express Facials.

The extensive spa menu represents a tailor-made combination of Mandarin
Oriental’s own signature therapies, together with treatments and journeys for the
face and body using Mandarin Oriental’s bespoke signature oils, Nescens,

Aromatherapy Associales, Sodashi and Linda Meredith products.

& PHONE +44 (0) 207 838 9888

¥ EMAIL moL

©  HOURS 11AM — 7PM (DAILY)

¥ PODF SPA




NESCENS 3-IN-1 BODY SCULPTING MASSAGE

£2

ROSE INDULGENCE MATERNITY

NESCENS DE-STRESSING MASSAGH £245

ORIENTAL BODY SCRUB £85 ‘ ( ) l )\

NESCENS VISCERAL MASSAGE

FOR MEN

NESCENS ANTIAGEING FACIAL FOR MEN

£240 / £1

BODY

INNER STRENGTH

AROMATHERAPY ASSOCIATES MENS
REFINERY FACIAL £1
THERAPEUTI(

DEEP MUSCLE MASSAGE WITH HOT WAVE
STONES £2

ORIENTAL ESSENCE B(;\

BASTIEN MANICURI £1N

FOREST THERAPY £220




TERMS & CONDITIONS

OPENING HOURS |

Sunday 6:530an

(

DIGITAL DISCONNECTION Ou

SPA ARRIVAIL

{INIMUM BOOKING TIMES Sp.

fonday to Thursd Fi

GE REQUIREMENT 1

HOMECARE To con VOur spa e 1 4 c,

GIFT CARDS QOur gift cards are

P WY, L Ju ri £ /gift-cards




3. Introduce a Deluxe or Premium Version

Your Customers are not all the same

A portion of your Customers will always buy a
premium version of your product or service if
it's offered to them



Login | Register

Items: 0 Che
Total: £ 0.00 ckout

Valentine's Day Occasions Funeral & Sympath Flowers Plants & Gifts International Same Day

Valentine's 100 red rose hand-tied
made with premium roses

price £450.00
Delivery
O] Delivery to address O Collect from florist

Enter the recipient’s postcode




Four-legged security that costs $230,000




A percentage of your
Customers will always buy a
premium version of your
product or service if it's
offered to them




3. Introduce a Deluxe or Premium Version

A deluxe or premium version of your product
can be introduced with no risk

The introduction of a more expensive level can

increase sales of your lower-level products or
services



- Exit to Highclere Castle

Click here to go to the

main Castle website

HI’ :
et Prices

stie, Egyptian Exhibition and Gardens

Ticket Type Price

Casjffle, Egyptian Exhibition and Gardens

icket Type
Adult £24.00
Chilg £14.00
Carer Free -.1.".‘.1'\"' :7 '.\dkolt‘-, L ..‘ll.dfl_'f‘.: £66.00

Castle & Gardens OR Egyptian Exhibition & Gardens

it Concession

Ticket Type
Adult

Child

Adult Concession

Family (2 Adults, 2 Children)

Price

£17.00

£11.00

£46.00

£15.50




> Shop  Exit to Highclere Castle

Click here to go to the (@)

e
. ~ . tll-—"
main Castle website )

R ca| [Lives & Film

*al £0.00

Highclere Castle » Admission Tickets » Real Lives & Film Sets G

Castle Autumn Guided Tou

Real Lives & Film Sets Guided Tours, Sep/Oc
L3

m Sets \Lpumlv" ¢ (u':u;r 2021

Castle Autumn Guided 'urs

‘

September - October 2021

£12 :.gr Adult
0 per Carer or Child (4-16 years old)

£125 per Adult
£60 per Carer or Child (4-16 years old)

hf the

Enjoy a Guided Tour of the Castle, Tour,

Egyptian Exhibition, delicious selectiogfof

refreshments prepared by Highcleref/chefs and

njoy a Guided Tour of the Castle, T

about thg Real Downton Abbey.

ytian Exhibition, delicious selg

Lord and Lady Carnarvon are delighted to invite
you to step into the real-life location and living > d l l
4 o ' o Y
film set from Downton Abbey this autumn. : PR L Pre }‘J IC \

Wind your way through the park, along the




The 5% Rule

About 5% of your Customers will spend 10
times the cost of your current most expensive
offering

There are 2 Levels:

Offer a more expensive product or service

Offer a much more expensive product or
service



The 8 Best Ways to Increase Your Prices

4. Ultra High Price



Courtesy of Hotel Ritz

The Ritz Sidecar

Bar Hemingway
Hotel Ritz, Paris
$515

This is the actual birthplace of the sidecar, a drink that was created to
take the chill off for a regular customer who arrived by motorcycle
with sidecar. Former keeper of the Guinness World Record for the
most expensive cocktail, it starts with extremely rare 1865 Ritz
Reserve cognac, made from grapes that were on the vine before the
devastating phylloxera infestation of the 1860s. Only a few bottles
remain.

For more information, visit www _ritzparis.com.




The $20 Million Moon Shoes

World Luxury News w

@worldluxuryr

A pair of shoes worth 19.9 million U.S. dollars are seen
during the launch presentation in Dubai . The Moon Star
Shoes, of Italian designer Antonio Vietri features 30 carats
of diamonds and a small piece of a meteorite discovered in
Argentina in 1576

ow.ly/IxFo50wJjuC

8 {’ 8 &’ Copy link to Tweet



5. Change the Price by Introducing a Payment Plan

If the Customer can split the payments over a
number months, that alone can increase your
sales by 30% to 40%

If you currently sell something for $2,000, you
could change the pricing to 8 payments of $295

It will seem cheaper to the Customer, but it's a
price increase of almost 20%



The 8 Best Ways to Increase Your Prices

6. Tiered Pricing



|/

Sniff

DOG HOTEL HOME HOTEL DAYCARE TRAINING CAFE SALON & SPA FAQ CONTACT




7. Discounts for the Wealthy

The affluent love a deal as much as - if not
more than - the typical buyer



"HTJ l\ljd S

Women Men Accessories Beauty Home & Furniture Food & Wine

ENJOY

102
OFF

WITH REWARDS

Get 10% off* selected Sale and new-season purchases online and through
Personal Shopping now. Discount applied at Checkout. Ts&Cs apply.



The ‘Dorchester

AUGUST
n GLAND

Special RATES for FAMILIES

The DORCHESTER

London

- Two rooms interconnecting for the
price of one

- English breakfast daily for the family

- A bottle of champagne on arrival

- Special children's turndown amenities

- A Dorchester Family amenity gift

Two Superior Double Rooms
from £595

Two Deluxe Double Rooms
from £645

(—
BOOK NOW



GET 1

STARTS THUHSDAY,MAY26

¥ e o







8. Scarcity

The most important element in selling to the
wealthy is scarcity

How scarcity works:

We want what we can’t have

Rich people MUST have what they
can’'t have



STYLE / WATCH COLLECTOR JAN

IWC’s New Limited-Edition Watch Is a Dressed-Up Blue
Timezoner That Nods to ‘The Little Prince’

The world-time watch gets dressed up in a royal blue hue.

By PAIGE REDDINGER ¥ f W in & <+

Start advert;
where busin
is done.

Courtesy of IWC Linl
sl S Get started Mar



STYLE / WATCH COLLECTOR JAN

IWC’s New Limited-Edition Watch Is a Dressed-Up Blue
Timezoner That Nods to ‘The Little Prince’

The world-time watch gets dressed up in a royal blue hue.

By PAIGE REDDINGER f w in & <+
a——— . &

Start adverti
where busin

[t is limited to just 1,500 pieces and is almost $2,000 more than the steel chronograph version at

$13,800.



Boxing Day Sale
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The Ultimate
Pricing
Question:
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How much do you
think you’re worth?

HINT: It’s called ‘Self-
Worth'’ for a reason
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