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Seminar Four



Advanced Premium Pricing Strategies

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



Advanced Premium Pricing Strategies

There are 3 Problems 
with Pricing



There are 3 Problems with Pricing

•Comes directly from your Customers
•Comes indirectly from societal issues 
related to money
•Do you feel comfortable selling 
something very expensive?

1. Price Pressure



There are 3 Problems with Pricing

•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

2. The Economy



There are 3 Problems with Pricing

•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

3. Cash Flow Pressure



Advanced Premium Pricing Strategies

• 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



Advanced Premium Pricing Strategies

• 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



Advanced Premium Pricing Strategies

• It sets expectations in your Customers’ 
minds
•This can be very hard to recover from 

Cutting Prices Can Seriously Harm Your 
Business



MOST OF THEM WILL GO OUT 
OF BUSINESS!



Advanced Premium Pricing Strategies

•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%

Pricing and Profits



Great Marketing



Advanced Premium Pricing Strategies

•You will pay the price I ask if you feel 
that the value I 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

Selling is the Exchange of Value



One of the most dangerous 
myths in business 

is that people buy primarily 
on price



Advanced Premium Pricing Strategies

People do not buy 
primarily on price



Advanced Premium Pricing Strategies

•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…



Advanced Premium Pricing Strategies

•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

If people bought primarily on price…



Advanced Premium Pricing Strategies

People do not buy 
primarily on price



Only 15% of the population 
are price buyers



Establish your reputation 
as not selling 

based on price



Price Elasticity



Advanced Premium Pricing Strategies

•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

Price Elasticity



It’s not 10 times harder 
to sell something that’s 

10 times the cost





Advanced Premium Pricing Strategies

•Looking at their competition and pricing based 
on the average
•Pulling a number out of the air

People Normally Set Pricing by either…

These are terrible pricing strategies!



Advanced Premium Pricing Strategies

•You are far too close to your business
•Who should make this decision? Your 
Customers

You are the Worst Person to Decide 
What to Charge





Advanced Premium Pricing Strategies

When you test your 
prices, your Customers 

will tell you what 
they’re willing to spend





Pricing and Testing

•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 1: Test a Price Increase



Pricing and Testing

•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%

Step 2: Keep Testing Price Increases



Advanced Premium Pricing Strategies

•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

You are Not a Commodity





50 Cups per Jar. Commodity price = 5.3p



Advanced Premium Pricing Strategies

•You must become a Starbucks
•UK £2.60
•USA $2.75  
•New York $3.15

You must NOT become a commodity





The 8 Best Ways to Increase Your Prices

1. Simply Raise the Price



The 8 Best Ways to Increase Your Prices

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

2. Change the Product









The 8 Best Ways to Increase Your Prices

•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

3. Introduce a Deluxe or Premium Version







The 8 Best Ways to Increase Your Prices

A percentage of your 
Customers will always buy a 

premium version of your 
product or service if it’s 

offered to them



The 8 Best Ways to Increase Your Prices

•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

3. Introduce a Deluxe or Premium Version







The 8 Best Ways to Increase Your Prices

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

The 5% Rule

1. Offer a more expensive product or service
2. Offer a much more expensive product or 

service

There are 2 Levels:



The 8 Best Ways to Increase Your Prices

4. Ultra High Price





The $20 Million Moon Shoes



The 8 Best Ways to Increase Your Prices

• 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%

5. Change the Price by Introducing a Payment Plan



The 8 Best Ways to Increase Your Prices

6. Tiered Pricing





The 8 Best Ways to Increase Your Prices

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

7. Discounts for the Wealthy











The 8 Best Ways to Increase Your Prices

•The most important element in selling to the 
wealthy is scarcity
•How scarcity works:

8. Scarcity

•We want what we can’t have
•Rich people MUST have what they 
can’t have







Boxing Day Sale





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