Discount My Prices

There are pros and cons to offering discounts on your products or services. On the one

hand, discounts can help attract new customers and increase sales, particularly if you are

trying to compete with lower-priced competitors. However, offering discounts can also

reduce your profits and may lead to customers expecting lower prices in the future.

Before deciding to offer discounts, consider the following factors:

1.

Your business's financial situation: Can your business afford to offer discounts without
significantly affecting profits?

Your pricing strategy: Does offering discounts align with your overall pricing strategy?

The value of your products or services: Are you confident that the value of your
products or services justifies the price you are charging, even with a discount?

The competition: Are your competitors offering discounts, and if so, how does that
affect your pricing strategy?

. The impact on customer loyalty: Will offering discounts lead to customer loyalty or

will it simply attract price-sensitive customers who are not likely to become long-

term clients?

It's important to carefully consider the potential risks and rewards before deciding to offer

discounts. If you do decide to offer discounts, be sure to set clear terms and conditions and

consider offering discounts only to certain customers or for limited periods of time.

Idea Sheets provide quick and actionable suggestions to drive more referrals and sales. Visit

www.referralsafe.com/asktra frequently for new additions.
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