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Learning objective: You'll apply price anchors deliberately and ethically, increase the perceived value of
your offers through reference prices and ordering, and translate anchoring decisions into measurable
revenue.

Key Takeaways

e The first price shapes the entire perception.

e Acredible RRP and the right price order raise perceived value.

e A strong anchor boosts both conversion rate and average order value at the same time.
e The first price becomes the reference point.

¢ A high, credible anchor raises perceived value.

e The order on pricing pages and product pages affects conversion.

Framework steps

. Understanding Anchors
. Setting a Reference

. Using Sequence

. Measuring Revenue

. First price is registered

. Mental benchmark is established
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. All subsequent prices are evaluated relative to it

Key points at a glance

What Does This Mean for Your Shop? The Price Anchor is the First Reference

Customers evaluate prices relatively, never in isolation. Point

The first value a customer sees acts as a mental
benchmark.
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The brain loves reference points, even when they The objective price is the number on the price tag.
seem arbitrary.

RRP and strikethrough price as a credible Order creates the anchor

anchor On pricing overview pages, the highest relevant price

The strikethrough price signals that the product has a should generally come first.
higher, established market value.

How to use this job aid: Use it as a quick reference before you tackle a campaign, an audit, or a
strategy decision. The takeaways and the decision matrix help you focus quickly and avoid common
mistakes.
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