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Effect of Price

2% 9% 7% 6% 5% 5% 4% 4% 4% 3%

4% 17% 14% 12% 10% 9% 8% 7% 7% 6%

6% 23% 19% 17% 15% 13% 12% 11% 10% 9%

8% 29% 24% 21% 19% 17% 15% 14% 13% 12%

10% 33% 29% 25% 22% 20% 18% 17% 15% 14%

12% 38% 32% 29% 26% 23% 21% 19% 18% 17%

14% 41% 36% 32% 29% 26% 24% 22% 20% 19%

16% 44% 39% 35% 31% 29% 26% 24% 23% 21%

18% 47% 42% 38% 34% 31% 29% 26% 25% 23%

20% 50% 44% 40% 36% 33% 31% 29% 27% 25%

25% 56% 50% 45% 42% 38% 36% 33% 31% 29%

30% 60% 55% 50% 46% 43% 40% 38% 35% 33%

If your present Margin is…
20%        25%         30%          35%         40%         45%         50%          55%          60%

When you adopt a premium pricing strategy, this table shows the amount by which your sales would have to 
decline following a price increase before your gross profit is reduced below its current level. For example, at the 

same 40% margin, a 10% increase in your price could sustain a 20% reduction in sales volume. 

And you increase your price by:
Your Sales would have to DECLINE by the amount shown before your Profit is reduced…
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1

2

3

4

1

2

3

4

5

Guarantees

THE IMAGE BUILDER THE EXPERIENCE BUILDER

5

6

7

8

9

10

Checklists, processes and systems you demonstrate 
to clients

Van, uniform, premises and physical appearance

Company Profile

Testimonials to provide “social proof”

Be on time

Professional, high quality website, social media and 
online presence

Turn quotes into sales letters 

Focus on benefits for clients (e.g. time saved, hassle 
avoided, ability to work with other contractors, etc.)

Client nurture system (e.g. regular email / phone / 
text, add value before purchase, etc.)

Follow up after purchase

Celebrate birthday and other special occasions

Client nurture system (e.g. regular email, 
phone/text, add value before purchase etc.)

Written processes, systems and checklists to 
standardise client experience

Hire for attitude
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