[image: image1.wmf] 


Mission:  Pricing
Here are LERN’s recommendations.

1. There is less risk in boosting your prices than in lowering them.  

If you raise your prices about 10% you could see your registrations drop by about 20% and still make the same amount of profit.  If you lower your prices by 10% you might have to almost double registrations to make the same amount of profit.

2. In raising prices, try to change only one digit.
Fewer people will notice a price change that involves changing only one digit.  For example, change $34 to $39; or $39 to $49; or $44 to $49.
3. Raise a number of your prices and still stay under price breaks.

You should see little, if any, loss in registrations (and of course probability of both increase in income and certainly increase in profitability) if you increase a price and stay under price breaks   Price breaks would be $50; maybe $75; and $100.  So if you raise $44 courses to $49 you are still under $50.  If you raise $69 to $74 you are still under the $75 price break, and so on.  

4. Study your prices and registrations by Division.

People are willing to pay different amounts of money for different kinds of courses.  Do a pricing analysis by Division.

5. Compare course registrations by price.

Compare registrations and average participants per class numbers by price.  That is, compare all of your courses priced between $75 and $99 with those priced $40 to $50 to see if the lower-priced courses have a higher average participants-per-class ratio. If your higher-priced courses have the same or better average participants-per-class ratio, then that means your audience is less price sensitive and you can probably raise your prices.

6. Compare course profitability.

Compare course profitability by price.  Compare courses priced $75 and up with your average course profitability.  If your higher-priced courses are more profitable, on average (and they often are) then there is another good reason to raise your prices.

7. Raise prices individually by course.

Do not do a blanket increase in prices for your courses. Study each course to see whether you can or should raise the price.

8. If the course fills, raise the price.

If a course fills for you, that course will probably not see a decline in registrations if you boost the price.  For courses that fill, you will be more likely to cross a price break and still see excellent income and increased profitability. For example, if there is a $49 course with a waiting list, boost the price to $69. 
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