	Pricing Considerations Checklist

	Establishing your desired pricing level. Consider these questions:

	□ Compared to competitors, how do you want your pricing to rank? Do you want to be the premium-priced brand? Average? Or low-cost?


	□ What does the premium-priced offering in your market and category sell for?


	□ What does the average offering in your market and category sell for?


	□ What does the low-cost offering in your market and category sell for?
 

	□ Based on your desired competitive position and current pricing knowledge, what is a good price range for your offering?


	Establishing your desired pricing structure. Consider these questions:

	□ Will your price cover all elements of your offering? Or will you charge extra for enhanced features, services, warranties, and other benefits?


	□ Will you offer your product in basic and premium levels or in a single version only?


	□ Will you regularly offer promotional prices, discounts, rebates, social media deals, or other incentives that alter your pricing in order to prompt purchases?


	□ Will you offer quantity or contract-rate discounts?


	□ Based on your pricing-structure decisions, what is a good base level price that will attract customer interest and support your desired competitive-price position, while also accommodating the effects of extra charges or discounts?


	Establishing your pricing timetable. Consider these questions:

	□ How often do you plan to your change your prices?


	□ How often do your primary competitors change their prices?


	□ Is your offering so price-sensitive that competitive price changes will force you to alter your prices or promotional offers?


	Planning to raise prices. Consider these questions:

	□ Can you accompany the announcement of higher prices with simultaneous announcement of lower-priced alternatives, such as bulk-purchase options, slow-hour or slow-season rates, or lower-priced bundled-product packages?


	□ Can you offer at least three price-level options? (Customers often opt for the lower-priced option when there are two choices, but for the mid-range or upper-priced option when there are three choices.)


	□ Can you unbundle previously packaged or all-inclusive offerings, thereby allowing your business to increase prices while also giving customers the option to spend less by purchasing only the portions of your offering they want or need?


	□ Have you planned communications that inform best- or long-standing customers about scheduled price increases in advance, allowing them to purchase at current pricing levels before price increases take effect?



