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## Core Premise


* Value is subjective

* Cost and value are unrelated

* Price between value and cost


P R O V I D E  O P T I O N S  
N O T  U LT I M AT U M S

## Provide options, not ultimatums


* How - not if - to work together

* "Middle Option" pricing psychology

* Increases chances of closing deal, and at maximum price

    * Decreases under pricing (e.g., leaving money on the table)

    * Decreases over pricing (e.g., sticker shock)




W H Y  O P T I O N S ?

• How to work together, not if 

• “Middle Option” psychology 

• Increases chances of closing deal

* How - not if - to work together

* "Middle Option" pricing psychology

* Increases chances of closing deal, and at maximum price

    * Decreases under pricing (e.g., leaving money on the table)

    * Decreases over pricing (e.g., sticker shock)


3  P R I C I N G  C U R V E S

1. Might as Well (MAW) 

2. Goldilocks 

3. Regular/Premium

## Three Pricing Curves


These work with value priced proposals, hourly billing estimates, productized services, and straight products.


1. Might as Well (MAW)

2. Goldilocks

3. Regular/Premium

M I G H T  A S  W E L L  ( M A W )

• Formula: 1x, 1.5x, 1.75x 

• Pretty safe/conservative 

• Use when you want to get the gig without 
leaving too much money on the table

## Might as Well (MAW)


* Formula: 1x, 1.5x, 1.75x

* Pretty safe/conservative

* Use when you want to get the gig without leaving too much money on the table.


### Example


[Apple Products](http://files.jstark.co/fQvO)



G O L D I L O C K S

• Formula: 1x, 2.2x, 5x 

• More risk/reward 

• Use when you don’t really care whether or 
not you get the sale

## Goldilocks


* Formula: 1x, 2.2x, 5x

* More risk/reward

* Use when you don’t really care whether or not you get the sale


### Example


[The Independent Consulting Manual](http://independentconsultingmanual.com/)


* [Pricing](http://files.jstark.co/fQL8)

* [Sales](http://files.jstark.co/fQjZ)



R E G U L A R / P R E M I U M

• Formula: 1x, 1.05x 

• Forces prospect to actually read and 
consider the offer 

• Use when you’re lost with the other two 
pricing curves

## Regular/Premium


* Only two options

* Formula: 1x, 1.05x

* Drives buyer to premium option

* Huge value difference

* Tiny price difference

* Forces prospect to actually read and consider the offer

* Use when you’re lost with the other two pricing curves


### Example


[Sean D’Souza / Psychotactics](http://www.psychotactics.com/)


* [Example 1](http://files.jstark.co/fQyb)

* [Example 2](http://files.jstark.co/fR1W)



M O R E  I N F O

• Pricing Curves 

• Retainer Proposal for BigCo 

• Why More Customers Will Choose Your 
Middle Offer

## More Info


* [Pricing Curves](https://expensiveproblem.com/pricing-curves)

* [Retainer Proposal for BigCo](http://files.jstark.co/bkao)

* [Why More Customers Will Choose Your Middle Offer](http://www.jeremysaid.com/blog/customers-will-choose-middle-offer/)
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Quite a bit of Q&A on this talk can be found here:


https://www.crowdcast.io/e/jstark2


