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Discounting
 
And Business -  

A Deadly Combination    
We know how hard it is to run a successful business. We have competition from local companies, 
international companies, platforms such as social media and the internet has given our customers more 
reach to find a better deal. This is why it is more important to hold on to as much profit as possible. So 
why if we know this do we still discount? 

As a business, discounting by 25% to win the business only means you have to sell more business to hit 
the same revenue goal.  The amount of extra sales required to achieve the same revenue is dependent 
on the gross  profit   derived  from  a  sale.   As  an  example:  If  you  discount  by  25%  and  your  gross  profit  is  
40% then you would need to sell an additional 166% to cover the loss of income lost by discounting. 

Discounting will result in more time and manpower to achieve the goal set out.  The same is true for 
individual salespeople, all to achieve that important revenue required and we can be sure to find very 
tired, stressed out salespeople reaching out to our HR department. It is all one big domino effect. Take a 
look at the table on the next page  to see how this effects you.

   
                    

                   
       

I am not saying you should never discount.  Discounting should only be considered for the right reasons. 
For example, we have provided you with a special discount to access the Simply Selling Online Sales 
Development Training Program.  Why? We want to encourage you to become a client, we know that once 
you have experienced great results from the system you will want to continue your association with us.  
You will become a repeat client.  This is based on the lifetime value of a client.  

Consider this, a good selling process combined with sales skills will increase sales, you  can also 
increase

 
your Gross Profit per sale. 
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It is totally essential to have sophisticated fulfilment in place these days as the Internet is increasingly making people 
accustomed to instant information coming their way. Fulfil and follow quickly.

36. Are hot sales leads separated for immediate follow-up by sales representatives or telephone salespeople?

37. What is the conversion ratio (the percentage of mail-generated inquiries that result in a sale)?

38. Are my salespeople competent? If not, what can I do to ensure better handling of sales leads?

39. Do salespeople follow up on all leads provided? If not, why not?

40. Do salespeople welcome direct-mail leads, or do they grumble about them? Why?

41.  Are there qualifying questions I can add to my reply form to help salespeople separate genuine prospects from 
“brochure collectors”?

42. Can I afford to send a brochure to everyone who requests it?

Usually brochures are high-unit-cost items. Because of this, you may decide only to send them to highly-qualified 
prospects.

43.  Do I have a sufficient quantity of sales brochures on hand to fulfil all requests for more information - assuming I 
get a 10% response to my mailing?

44.  Do I get a better quality lead by requiring the prospect to put a stamp on the reply card rather than offering a 
postage-paid business reply card?

45. Do I get better sales results from prospects who respond by telephone versus those who mail in reply cards?

46.  Does my fulfilment package or sales brochure provide the prospect with the information asked for? And does it 
do a good job of selling my product or service?

47. Do I include a cover letter with the brochures and data sheets I send in response to mail-generated inquiries?

48. Do I include a questionnaire, spec sheet, or some other type of reply form with my inquiry fulfilment package?

49. Do I automatically send follow-up mailings to prospects who don’t respond to the inquiry fulfilment package?

50. Should I be more vigorous in my program of follow-up mailings and phone calls?

  

  

  

 

 

 

  

 

  

 

 

 

 

 

 

              

If your present gross profit margin is 20% and you cut your selling price by 5% (in the extreme left hand
column), see where the two columns intersect. So, you will need to sell 33.3% MORE units to earn the
same amount of gross profit as you did at the previous price.

Instructions:

What to do instead

It is scary to see the figures and how they can negatively impact on your business. There are methods
that we can implement to use discounting in the correct situations as a positive and to stop the discount
and close the sale. Contact us for more information.
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