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• What you can do to gain customer trust— Page 3 
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The Differences Between Value-Based Pricing & Cost-Based Pricing  
Businesses have methods by which to price their products and services. Two common methods are cost-based pricing and 

value-based pricing. When a company uses cost-based pricing, the company sets a price at a percentage above the cost it 

incurs to manufacture the product or to provide the service. Value-based pricing takes a different approach, considering the 

potential value the product or service will bring to its customers.  
Cost-Based Pricing 

Cost-based pricing uses manufacturing or production costs as its basis for pricing. The cost-based pricing company uses its 

costs to find a price floor and a price ceiling. The floor and the ceiling are the minimum and maximum prices for a specific 

product or service; they serve as a price range,  

 

 

 

 

The Differences Between Value-Based Pricing & Cost-Based Pricing  

Businesses have methods by which to price their products and services. Two 
common methods are cost-based pricing and value-based pricing.  

When a company uses cost-based pricing, the 
company sets a price at a percentage above the 
cost it incurs to manufacture the product or to 
provide the service. Value-based pricing takes a 
different approach, considering the potential value 
the product or service will bring to its customers.  

Cost-Based Pricing 

Cost-based pricing uses manufacturing or 
production costs as its basis for pricing. The cost-based pricing company uses its 
costs to find a price floor and a price ceiling. The floor and the ceiling are the 
minimum and maximum prices for a specific product or service; they serve as a price 
range,  ideally, the company should price somewhere in between the floor and the 
ceiling . 

Value-Based Pricing 

A value-based pricing company considers the value of its product or service, as 
opposed to the cost the company incurred to create and produce it. To do this, the 
company determines how much money or value its product or service will generate 
for the customer. This value could originate from factors such as increased efficiency, 
happiness or stability. 

Focus 

Cost-based pricing focuses on the company’s situation when determining price. In 
contrast, value-based pricing focuses on the customers when determining price. A 
value-based pricing company develops a means by which to calculate the potential 
value their product or service may bring customers and prices accordingly. 

Prices 

When a company uses cost-based pricing, it prices between the price floor and the 
price ceiling. The market conditions dictate where, between the floor and the ceiling, 
the company sets its pricing. If it uses value-based prices, the company sets its 
pricing in a range determined by what customers are willing to pay. Generally, the 
value-based price is higher. 

Benefits 

Cost-based pricing generally results in competitive prices. Companies that use this 
strategy may attract consumers who are looking for inexpensive products and 
services. Value-based pricing companies often earn high profits on each item sold, 
but some consumers may not be willing to pay the high price and purchase from a 
competitor. 

 

 



What Customer Service Reps Can Do to Gain Trust 

 

As you know it IS CRITICAL that your business gains the 
customer’s trust, especially a new customer or even a 
second time visitor. Given the current state of mistrust 
among consumers, gaining their trust as quickly as possible 
is of the utmost importance. 

 

I love to keep things simple, especially when trying to get 
employee compliance. One of the simplest, easiest and 
quickest ways for your team to gain the customer’s trust is 
simply to ask questions.  

 

Most Customer Service Representatives do NOT do a great job of ASKING questions.  

 

Asking questions shows the customer you are interested in what THEY have to say. One of the top 
complaints of consumers is that the person taking care of them does NOT listen to them, many see 
it as disrespectful and a lack of interest in what they really want. 

 

A short tip, work with your team to ask more questions of your customers when making the 
appointment or taking a call AND when they come in. Take the time to go over a list of questions for 
them to ask, some may be specific to why they came in or called today and others may be general 
questions. 

 

Asking questions, not only helps to gain trust, but begins to build and strengthens your relationship 
with your customers. It fosters engagement, which given the current state of social distancing, and 
no touch drop-offs isn’t easy! 

 

Consumers have already reported missing the personal interaction lost due to masks wearing and 
so on. You and your team can bridge that gap by being more engaging and asking questions AND 
truly listen to your customers.  

 

One of the key elements I go over during CSR training is to “be in the mindset of discovery” i.e. ask 
more questions. Doing so not only will help you to gain trust but go a long way in delivering exactly 
what the customer wants and open the door to upsell opportunities. 



N A T I O N A L  S W A P  I D E A S  D A Y  

National Swap Ideas Day, which is observed annually on September 

10th, encourages us to share a creative or helpful idea with 

someone and trade them for their thoughts in return. 

Swapping ideas today does not have to be done on a one-on-one 

basis or only one day a year. Often, groups of people with similar interests gather with a common goal in 

mind. Groups with different skill sets, design talents, and ideas gather. They share strategies, eureka 

moments off each other, and suddenly a new idea develop.  Better known as Mastermind Meetings. 

Since 2006  I have been hosting the Elite Cleveland Mastermind Group , it’s been recognized as one of 

the  top  mastermind groups of it’s kind in the country for  small business owners and entrepreneurs. It is 

a  Napoleon Hill/Dan Kennedy style mastermind group meeting once a month working on each members 

business.  

The mastermind groups have helped birth businesses that took struggling businesses to multi-million 

dollar businesses. One business going from startup to $2.1 million in sales in the first year! Others 

having similar success. Some going from struggling to total remakes and others from doing OK to  highly 

successful. 

This observance urges sharing concepts and sparking ideas. Many of us are passionate about our 

careers, hobbies, or special projects. However, sometimes, we require the additional magic that happens 

when a community of people joins forces to bring a plan to fruition. Maybe it’s only a suggestion of an 

idea, but when it’s paired with another, a bigger and more tangible impression evolves. Swapping ideas 

does that (masterminding).  

Not only that, but groups of people benefit from the skills of others. And the energy of brainstorming 

compounds the efforts of the entire team. Often an idea shared by one person generates two or even 

three new concepts within the group, creating opportunities for everyone. 

For more information on how to join, The Cleveland Mastermind Group call our office at 440-783-1651 

or email info@GreatResultsMarketing.com 

“To succeed in life, 

you need two things: 

ignorance and 

confidence.”  

Mark Twain 

 


