
 
 
 

 

 

Revolution #4 Checklist: 
How One Manufacturer Used 5 Ways 

to Price for Value and Find 

[More Than] 1% Everywhere 
 
 

Access all 4 Revolution Checklists in the January 2015 blog posts at www.AnneCGraham.com. 

 
Unlike New Year’s Resolutions that typically last less than 30 days, New Year’s Revolutions 
act like the flywheel on a bike – they continue to provide forward momentum even when no 
energy is being applied.  So this year, instead of dropping out of the race or pedalling furiously, 
I want you to implement 4 Revolutions that will serve as the flywheel for delivering significant 
financial results for your business this year.   
 

One of the easiest ways to almost effortlessly increase your profitability is to Find 1% 
Everywhere by pricing for value.  Here’s a real case study: 
 

1.  Find Out What Customers Value & Give Them More Of It  

You can’t get at this information simply by doing another customer satisfaction 
survey.  You need to get out there and meet eyeball to eyeball at an executive level – 
a process I call Value Creation Conversations.  Learn the 7 critical elements of an 
effective VCC here.  In this case, the manufacturer found out that they were doing a 

much better job than their competitors of keeping dealers in the loop when changes 
or delays happened, which made the dealers life much easier when setting 
expectations and keeping promises to their customers. So they made sure that they 
never left a dealer wondering… a sense of security that justifies their premium 
pricing. 

 

2.  Strategically Implement Value-Based Pricing 

True value-based pricing goes both ways – it not only reflects how your customer 
values what your company does for them, but what value they have to you.   The 
manufacturer took a couple of hours to construct a Customer Profitability Diamond 
for his top 100 customers.  Red-zone customers who were unprofitable got a 5% 
increase early in the New Year.  Yellow-zone customers who were marginally 
profitable got a 3% increase and were advised that in appreciation for their business, 
pricing for them would not increase until March 1.  Green-zone, highly profitable 
customers were rewarded for their loyalty and profitability with just a 1% increase, 
and as part of their thank you, were given a 6 month grace period until June.  That 
type of strategically implemented price increase both tests the waters and rewards 
valuable customers. 
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3.  Increase Prices By 1% Or More  
It’s unreasonable to expect that you can read this article, slap a 10% increase on 
every customer, expect to skyrocket profits, and not see lost business instead.  Price 
with caution!  As you can see from this case study, the intention is small increases 
(professional services firms can even do this every 6 months) that don’t cause any 
ripples.  When you can help a client articulate how much value you bring them 
through the Value Creation Conversation, they’re happy to pay a little more for all the 
ways in which you make their lives easier.  If your value to them is low or no better 
than your competitors, you’ll want to address that value gap before you start tossing 
out price increases. 

 

4.  Decrease Discounts By At Least 1% 
The other way to increase revenues without selling more products and services (thus 
increasing cost of goods sold as well) is to simply reduce your discounts!  Why do 
you discount 5%... 10%... 20%... 50%... etc?  Probably for no good reason other than 
the math is easy and you’ve always done it that way!  From here on in:  no round 
numbers.  Every time you’re tempted to discount, drop it back by just 1%.  Easy?  
Revolutionary?  You bet! 

 

5.  Test Every Price Change On Your Vampire Customers First 

This manufacturer was very strategic in the way they applied their price increases. If 
their vampire dealers shifted their business to other suppliers due to the 5% increase, 
they had lots of time to work with their yellow- and green-zone dealers to help them 
sell the new pricing and value more effectively to their customers, or even to roll back 
the increase if there was significant market backlash.  They hedged their bets 
beautifully by testing their increases first. 
 

 

Go ahead and access a series of 3 free training videos I have for you.   You’ll learn exactly 

how to kick off this process by identifying your red, yellow, and green zone customers.   With 
that, you can then implement intelligent price-for-value strategies.  Or, pick up a copy of Profit 
in Plain Sight at Amazon for less than $25, and you’ll learn even more about how to construct 

your diamond, conduct a great value creation conversation and price for value.  Or do both!  I 
guarantee you’ll never look at discounting in quite the same way once you understand the 
powerful impact of Finding 1% Everywhere. 
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_____________ You can do it!  You will succeed. ____________ 
 
 
 

If you’re serious about creating your own 
profit Revolution but know you need a good 
roadmap and feet-to-fire mentoring support to 
make this happen, you’ll want to check out 
www.ProfitU.co for an innovative, in-house 

learn-by-doing program with a full year of 90-
minute-per-week activities where you will be 
personally mentored by me to solve the 
challenges of customer loyalty and retention, 
top- and bottom-line growth, differentiating 
through quality (essential if you’ve invested in 
Lean but your customer service lines are still 
busy), and low-cost, low-risk innovation.  
Take a quick peek now and see if this is for 
you.  Spaces are limited. 
 

___________________________________________________________________ 
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