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Crayola 
24 pack 
crayons

Deck of 
Bicycle brand 
playing cards

Duracell 
9 volt 
battery
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10% 15% 20% 25% 30% 35% 40% 50%

5% 33.3 30.0 25.0 16.7 14.3 12.5 11.1 9.1
6% 37.5 28.6 23.1 19.4 16.7 14.6 13.0 10.7

7% 41.2 31.8 25.9 21.9 18.9 16.7 14.9 12.3

8% 44.4 34.8 28.6 24.2 21.1 18.6 16.7 13.8

10% 50.0 40.0 33.3 28.6 25.0 22.2 20.0 16.7

11% 52.4 42.3 35.5 30.6 26.8 23.9 21.6 18.0

12% 54.5 44.4 37.5 32.4 28.6 25.5 23.1 19.4

15% 60.0 50.0 42.9 37.5 33.3 30.0 27.3 23.1

16% 61.5 51.6 44.4 39.9 34.8 31.4 28.6 24.2

18% 64.3 54.5 47.4 41.9 37.5 34.0 31.0 26.5

20% 66.6 57.1 50.0 44.4 40.0 36.4 33.3 28.6

And your current markup is:

If you 
raise 
your 
price:
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Shay’s Way

What is the Price?

by Tom Shay

Television has a long-running game 
show where contestants win prizes by 
correctly guessing the prices of 
household items. You might expect 
people to have a good idea what 
these everyday items cost, but that is 
not always the case.

A different version of this game is 
being played every day as customers 
shop all types of businesses for the 
products you sell. The advantage 
many of your competitors have is the 
ability to use one or more employees 
to study, create and implement their 
pricing strategies.

How do you feel the effects of this? It 
comes when you have a customer tell 
you how much higher your prices are 
than a competitor’s. Equally bad is 
when your customer tells you your 
price is lower than any other store in 
town.

What about when you visit the big-
box store and realize it is selling an 
item for less than you pay for it. 
While that may be true, the reality is 
it is probably selling the product for 
less than it pays for it, too.

These situations can be resolved; and 
the solution, while not easy to 
implement, is simple. Many of the 
products you sell can be placed into 
one of four categories. 

In addition, a strategy for pricing 
products can be implemented to 
improve your margins. The key is to 
identify a product’s category. Let’s 
take a look.

Everyday Sale-Price Items. At 
most businesses, you will find about 
100 items with known prices because 
your competitors advertise them so 
often. If you were a grocery store, 
these items would be a gallon of 
milk, a pound of hamburger meat, a 
loaf of bread and most of the other 
items you see in large displays as 
you enter their stores.

While these may be items on which 
you will make little or no profit, they 
are necessary because they are the 
means by which you tell your 
customer you are competitive. If your 
competition is selling the item for $1, 
and you have the identical item for 
$1.79, what does that tell the 
customer about your business? And 
what will the customer think about all 
the other items in your store?

Price-Sensitive Items. These 
become your secondary tier of items. 
They are ones about which your 
customer has some idea of the price, 
but is not certain. This can occur 
when a customer comes in asking for 
a product— often an everyday sale-
price item—but after answering our 
questions finds the product he wants 
is not the product he needs.
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