
Do You Want Fries 

With That?



4 Ways To Increase  
Your Revenues 
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Increase Price

Increase The Average Size Of 

Transaction

Increase The Frequency Of 

Transactions 

Increase The Number Of Customers

Existing 
Customer

Existing 
Product

New 
Customer

Existing 
Product

Existing 
Customer

New 
Product

New 
Customer

New 
Product

Easiest?

Hardest?
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Do not forget to increase prices, it should be done regularly 

or in times of significant change. Customers expect it

Justify it, earn it, track and quantify the value you deliver 

through the year, communicate what you have achieved

Design it into your deals (e.g., index linked, especially if you 

are reliant on fluctuating raw materials)

Don’t be scared, be brave, be proud

Central pricelist (s) is the most effective & efficient way to 

control margins (and manage price increases)

Price increases are to retain or enhance profit 

margins…have your costs changed?



(What do customers buy before, during, and after this 

transaction?)

What Can I 

Bundle? 



Why 
Bundle?
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Easiest place to get sales (existing 

customer, existing product)

Makes it harder to replace you, 

stickier, more unique bundle 

(minimised attrition)

Customers often spend more than 

they had planned (compare base 

deals, upgrade ‘Go Large with That’!) 

Hit sales target

Less cost/less time to find sales

Less customers required for the 

same revenue

More options with you = higher 

probability of success





Why Sell 
Contracts?
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Start the next year with % of the 

sale already done

Customers buy one off on the back of 

contracts but rarely buy contracts on 

the back of one offs

Hit sales target, company growth

More profitable 

Higher close ratio on further sales 

(existing trust) 

Less cost to find sales

Higher multiple at sale of company 

8
Customers for life! (& it’s more 

convenient/less hassle for them!)



Where Is The Contract?

What Can I Bundle?

Grow
th



Increase 

number of 

customers

BUT I will share the most important place to 

start

It is a session in itself!



"The fox knows many things, but the 

hedgehog knows one big thing.“ 

Greek parable

What are you 

DEEPLY 
PASSIONATE 

ABOUT?

What drives 
your 

ECONOMIC 
ENGINE?

What can you 
be the 

BEST IN 
THE WORLD 

AT?
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Increase Price

Increase The Average Size Of 

Transaction

Increase The Frequency Of 

Transactions 

Increase The Number Of Customers

Existing 
Customer

Existing 
Product

New 
Customer

Existing 
Product

Existing 
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New 
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New 
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Hardest?



Your Sales Trainer (for leaders & 
Teams)

• Industry Leading Blended Learning Approach

• ISM Approved and Audited Materials

• Team Evaluation & Diagnostics

• Unique Digital and Physical Learning 

Resources

• Over 20,000 Pupils

Sales Geek Academy & App

• 40+ Digital Sales Training Courses

• 60-90 minute ‘learn anywhere, anytime’ critical sales skills

• Award winning content and trainers

• Free access for to 100s of short videos and podcasts

Your Sales Director™ 

• Industry leading part-time Sales 

Director to lead you/your teams

• Sales Function/process Optimisation

• World Class Leaders in your business

• Pay only for what you use

Scale to Sale – Business Exit 

Planning

• Investment readiness diagnostics

• Exit/Investment strategy development 

• Attracting Investors

• Building saleable business models 

Wanting more?

Discount code 

PRGeek



Graeme.murray@salesgeek.co.uk

07494 989294

mailto:Graeme.murray@salesgeek.co.uk

