If you are worried the price rise will impact the volume of work, you may be comforted by the safety net
provided by step 3, the Sales & Marketing Plan.

But | don’t think you will need a safety net because customers are not as price sensitive as business owners
believe them to be. My evidence in support of this belief is delivered in the Pricing for Profit module,
where you learn 8 key lessons about pricing:

2. Find the real reason why customers ask “How much do 6. Learn how to keep price sensitive customers on your
you charge?” and how you should respond. books but on terms better suited to you.

4. Reinforce what you know to be true: you should focus 8. Understand the psychology of buying from a business to
on good customers and sack the rascals; let them go toa business and business to customer perspective.

competitor and mess with their business.




