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1.1 How This Playbook
Will Help You
Imagine you’re running a lemonade stand. You’ve got fresh lemons, ice, and a great spot on a
sunny day. Now, let’s say you price your lemonade at $5 per cup.

Some people might buy it, but many will walk away because it’s too expensive. If you lower the
price to $1, you’ll sell more, but you might not make enough money to cover your costs.

This is the challenge every WooCommerce store owner faces.
Pricing isn’t just about picking a number—it’s about finding the sweet spot where customers are
happy to buy, and you make the most profit.

That’s where this playbook comes in.

Whether you sell handmade jewelry, digital products, or subscription boxes, this guide will help
you:

Avoid common pricing mistakes that could be costing you sales.
Understand how customers think when they see your prices.
Use smart pricing strategies (like discounts and bulk deals) to increase revenue.
Test and adjust your pricing to make sure you’re always maximizing profit.
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Think of this as your step-by-step game plan for pricing success.
No confusing jargon, no complicated math—just practical strategies that work.

By the end of this book, you’ll have the confidence to set prices that attract more customers and
grow your business.

Let’s get started!
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1.2 Common Pricing
Mistakes That Reduce
Profits
Let’s say you open a small bakery selling cupcakes.

You price them at $1 each, thinking, Hey, that’s cheap, people will buy more! But by the end of
the month, you realize you barely made enough to cover the cost of ingredients.

Now, imagine you raise the price to $10 per cupcake. Most customers would probably walk away,
no matter how delicious they are.

This is exactly what happens in many online stores, pricing mistakes can quietly eat away at
profits without you realizing it.
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Here are some of the most common ones:

1. Pricing Too Low

It feels safe to offer the lowest price, but that can backfire. Customers may assume the product
is low quality.

Plus, if your prices barely cover costs, you won’t have enough left to grow your business.

Example:
Selling handmade candles for $5 when they cost $4 to make leaves you with just $1 profit.
That’s not enough to cover packaging, marketing, or shipping.
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2. Pricing Too High Without Justifying It

Higher prices can work—if customers understand why.

If you charge premium rates but don’t explain the value (like better materials, unique designs, or
extra services), shoppers will leave for cheaper options.

Example:
A brand-new WooCommerce store selling T-shirts for $50 without explaining why they’re special
will struggle.
But if those T-shirts are organic, hand-printed, and limited edition, that price makes more sense.

3. Using Discounts the Wrong Way

Discounts can boost sales, but if you offer them too often, customers might stop buying at full
price. They’ll just wait for the next sale.

Example:
If you run a 50% off sale every other week, regular buyers will learn to never pay full price.
Instead, smart promotions should feel like a special opportunity, not the usual deal.

4. Ignoring Customer Psychology

People don’t just look at numbers—they react to how prices feel. That’s why $9.99 seems
cheaper than $10, even though it’s basically the same.

Example:
A product listed at $19.99 often sells better than one priced at $20.
Small differences can make a big impact.
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5. Not Testing or Adjusting Prices

What worked last year might not work today. Costs change, trends shift, and new competitors
enter the market. If you set your prices once and never tweak them, you might be losing money
without realizing it.

Example:
If your store gets a lot of traffic but few sales, your pricing might be the problem.
Testing different price points (like $27 instead of $30) can help find what works best.

Bottom Line:
Pricing is more than just picking a number. The right strategy can mean the difference between
struggling to make sales and running a profitable business.
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The Psychology of
Pricing

Bundles and Freebies Make Prices Feel
Better
People love getting more for their money.
That’s why “Buy 1 Get 1 Free” feels like a
better deal than “50% off when you buy
two”, even though both are the same
mathematically.

Have you ever seen a candy bar priced at
$0.99 instead of $1.00 and thought, That’s a
deal!? 

Even though the difference is just one cent,
your brain sees $0.99 as much cheaper.

That’s because people don’t just look at
numbers—they react to how prices feel.
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2.1 How Customers React to Prices

Why Do People See Some Prices as "Better"
Deals?

The Power of the Number 9
Stores love using prices that end in .99 or .95
because customers automatically assume
they’re getting a bargain.

Bigger Numbers Feel More Expensive
If you see a product for $30, it might feel
expensive.

But if a store says “Normally $40, now only
$30!”, suddenly $30 feels like a steal.

This is called anchoring—your brain compares
prices and sees the discount as a big win.

Round Numbers Feel Premium
While .99 makes something feel cheaper,
whole numbers like $50 or $100 feel more
high-end. Luxury brands avoid .99 pricing
because they want customers to see their
products as premium.

What This Means for Your WooCommerce
Store?

Understanding how customers react to
prices helps you sell more without lowering
your profits.

Small changes—like how you display
discounts, use round numbers, or add
freebies—can make a big impact.

Next, let’s explore how urgency and scarcity
can make people buy even faster!
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Limited-Time Discounts Feel Special
If sales happen all the time, they lose their
power. But when a store offers flash sales,
customers rush to grab the deal before it’s
gone.

Imagine you're at a bakery, and you see a sign
that says “Last 3 cupcakes left!” Even if you
weren’t planning to buy one, you suddenly feel
like you need to.

Why?
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2.2 Using Urgency & Scarcity to Drive Sales

Because your brain hates missing out on
something good!
This is called scarcity—when something is
limited, it feels more valuable.
Now, imagine another sign that says “50% off
cupcakes—offer ends in 1 hour!” Suddenly,
you feel pressure to buy right now before the
deal disappears.

This is urgency—when you don’t have much
time to decide, you act faster.

People Want What They Can’t Have
When a product is labeled as “limited stock”
or “selling fast,” customers feel a stronger
desire to buy. The fear of missing out (FOMO)
makes people act quickly.

Example: An online store that says “Only 2
left in stock!” will sell more than one that
doesn’t mention stock levels.

Deadlines Force Decisions
If there’s no deadline, people keep thinking,
I’ll buy it later. But when they see a
countdown timer or an “Ends Tonight!”
message, they don’t want to risk missing out.

Pre-Orders and Waitlists Create
Excitement

When something isn’t available yet, people
want it even more.
If a product has a “Join the waitlist” option,
customers feel like they’re getting VIP
access.

How to Use This in Your
WooCommerce Store?

By adding stock alerts, countdown timers,
and limited-time discounts, you can make
customers buy faster.

Why Do These Tricks Work?

Example: “Black Friday Sale – 50% Off for
12 Hours Only!” makes people buy fast
because they know the price will go back up
soon.

Urgency and scarcity don’t just create
excitement—they help you sell more without
lowering your prices.
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How to Use Discounts the Right Way?

The goal of discounts isn’t just to lower
prices—it’s to make customers feel like
they’re winning.
When used smartly, they increase sales
without hurting your profits.

Imagine you walk into a store and see a jacket
priced at $100. You think, That’s too
expensive! But right next to it, there’s a sign
that says “Was $200, now only $100!”
Suddenly, it feels like a great deal—even
though the price is the same!
This is called perceived value.
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2.3 The Power of Discounts and Perceived Value

People Love “Saving” Money
A $50 item might feel expensive—until you
see a “$75 → Now $50” tag.
Even if you weren’t planning to buy it, the idea
of saving $25 makes it more tempting.

Example:
An online store offering “Save 30% on all
orders today!” makes customers feel like
they’re getting a deal they shouldn’t miss.

Bigger Discounts Aren’t Always Better
You might think that a 50% discount is the
best way to get people to buy, but that’s not
always true.
Sometimes, a “Buy One, Get One Free”
deal feels more exciting—even if the math is
the same.

Example:
Instead of “50% off second item”, try “Buy
One, Get One Free”—it feels like a bigger
win for the customer.

Why Do Discounts Work So Well?

People don’t just look at a price; they compare
it to what they think something should cost.
Discounts make customers feel like they’re
getting more for their money, which makes
them more likely to buy.
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Essential WooCommerce
Pricing Strategies

Imagine you own an ice cream shop. On a hot summer day, people are lining up, and you decide
to charge $3 per scoop. But on a rainy day, fewer people are buying, so you drop the price to $2
to attract more customers.

That’s dynamic pricing—changing prices based on demand, customer behavior, or even time of
day. Big companies like Amazon and airlines do this all the time, but WooCommerce store
owners can use it too.

How Does Dynamic Pricing Work?
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3.1 Dynamic Pricing: Adjusting Prices for Maximum Profit

Pricing Changes Based on Demand
When more people want a product, prices go up, when demand drops, prices go down to
encourage sales.

Offering Discounts Based on Quantity
Customers love a deal when they buy more, dynamic pricing lets you offer bulk discounts to
increase sales.

Example: A WooCommerce store selling coffee beans could offer:

1 bag = $10
2 bags = $18 (Save $2)
5 bags = $40 (Save $10)

This encourages customers to buy more at once, boosting profits.
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Special Prices for Different Customers
Not all customers are the same. With dynamic pricing, you can offer special discounts to loyal
buyers or wholesale customers while keeping regular prices for new shoppers.

Example: A WooCommerce store selling fitness gear might give VIP members 10% off while
regular customers pay full price.

How to Use Dynamic Pricing in WooCommerce?
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Time-Based Pricing
You can set different prices at different times to drive more sales.

Instead of guessing what price works best, dynamic pricing automatically adjusts to maximize
profits.

Using a plugin like WPFactory’s Dynamic Pricing Plugin, you can set rules for bulk discounts,
VIP pricing, time-sensitive offers, and more—all without manual changes.

https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
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Tiered Discounts to Encourage Bigger
Purchases

Instead of one set discount, tiered pricing
rewards customers the more they buy.

Example: A clothing store might offer:

Buy 2 shirts → Get 10% off
Buy 4 shirts → Get 20% off
Buy 6 shirts → Get 30% off

This makes customers rethink their purchase
—should they grab one more to unlock the
next discount?

Imagine you’re buying candy, if one piece
costs $1, but you can get 10 pieces for $8,
you’ll probably grab the bigger pack—it’s a
better deal.
That’s how bulk and wholesale pricing works.
Stores offer discounts when customers buy
more, encouraging them to spend extra.
For WooCommerce businesses, this pricing
strategy helps increase order size, clear out
inventory faster, and attract wholesale buyers.
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3.2 Bulk & Wholesale Pricing: Encouraging Larger Orders

Buy More, Pay Less
Customers love feeling like they’re getting
extra value for their money.
Offering discounts when they buy in larger
quantities makes them more likely to spend.

Example: A WooCommerce store selling
notebooks could price them like this:

1 notebook = $5
3 notebooks = $12 (Save $3)
10 notebooks = $35 (Save $15)

Shoppers who originally wanted just one might
buy three or more to take advantage of the
discount.

Example: A WooCommerce store selling
coffee beans might price them at $10 per
bag, but for cafes buying in bulk, it could
be:

50 bags = $8 per bag
100 bags = $7 per bag

This helps businesses save money while you
make bigger sales in one go.

How Does Bulk & Wholesale Pricing Work?

Wholesale Pricing for Bigger Buyers
If you sell to businesses or bulk buyers,
offering special wholesale pricing keeps them
coming back.
These customers expect lower prices since
they buy in large quantities.

How to Set Up Bulk & Wholesale Pricing in
WooCommerce?

Setting up bulk discounts manually is tough,
but Also, WPFactory’s Dynamic Pricing
Plugin automates everything.
You can create bulk pricing rules, wholesale
discounts, and tiered offers to encourage
larger orders effortlessly.

https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
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Imagine walking into your favorite pizza shop,
and the owner greets you by name!

Then, they say, “Since you always order a
large pepperoni, today it’s $2 off just for you!”
Wouldn’t that make you feel special?

That’s exactly how customer-specific pricing
works in WooCommerce.
Instead of offering the same price to everyone,
businesses can adjust prices based on the
customer—giving special discounts to loyal
shoppers, first-time buyers, or even VIP
members.
This makes customers feel valued and
encourages them to buy more.
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3.3 Customer-Specific Pricing: Personalized Deals That Convert

Loyalty Discounts for Repeat Customers
If someone keeps coming back, rewarding
them with a special price makes them even
more loyal.

Example: A WooCommerce store selling
skincare products might offer 10% off to
customers who’ve made 3+ purchases.

First-Time Buyer Discounts
Getting someone to buy from your store
the first time is important.
A small first-order discount can turn a
visitor into a customer.

Personalized Offers Based on
Shopping Behavior

If a customer adds an item to their cart
but doesn’t check out, a special discount
just for them could bring them back.

Example: If someone abandons their cart
with a $50 hoodie, they could get an email
saying, “Complete your purchase now and
get $5 off!”.

Ways to Offer Customer-Specific Pricing?

Exclusive Pricing for Members
Membership programs or VIP clubs work great
for customer-specific pricing.
Members get better deals than regular
shoppers, making them feel part of something
special.

Example: A WooCommerce fitness store
might offer “Pro Members” 15% off on all
supplements, while non-members pay full
price.
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Now, imagine if most of the things we mentioned could be done automatically? without having
to change prices manually.

That’s exactly what WooCommerce pricing plugins do. They let you set rules for discounts, bulk
pricing, and special offers, so your store can maximize profits without extra effort.
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Saves Time – Instead of manually updating prices, you can set rules once and let the plugin
handle it.
Boosts Sales – Smart discounts and bulk deals encourage customers to buy more.
Increases Profits – Dynamic pricing helps you charge the right price at the right time.

Top WooCommerce Pricing Plugins

As we have pointed out, WPFactory’s Dynamic Pricing Plugin (Best for Flexible Pricing)

3.4 The Best Plugin to Automate Pricing

Why Automate Pricing?

https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
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Offer bulk discounts (Buy 2, Get 10% Off).
Set customer-specific pricing (VIP members get special deals).
Create time-sensitive discounts (Flash sales that end automatically).
Adjust pricing based on cart total (Spend $50, get 5% off).

And more..

It’s perfect for WooCommerce stores that want full control over pricing without manually
changing it every time.

This plugin lets you:

Unlike other plugins, WPFactory’s Dynamic Pricing Plugin gives complete flexibility—perfect for
stores that need both simple and advanced pricing strategies.

Whether you want bulk discounts, VIP pricing, or cart-based deals, this plugin makes it easy.
Next, let’s explore how to use promotions and discounts without hurting your profits!

Why WPFactory’s Dynamic Pricing Plugin Stands Out?

https://wpfactory.com/item/product-price-by-quantity-for-woocommerce/
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Promotions & Discounts
That Work

If you suddenly give 50% off everything, every day, you’ll sell a lot—but you might also lose
money fast.

That’s because discounts need to be smart—they should attract customers without destroying
your profits.

How to Use Discounts the Right Way?
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4.1 How to Offer Discounts Without Hurting Profits

Set a Minimum Spend to Unlock Discounts
Instead of giving away money, encourage customers to spend more.

Example:
Instead of “$5 off everything,” try “Get $5 off when you spend $50”.
This way, customers buy more to qualify, and you still make a profit.

Use Discounts to Sell More, Not Just Cheaper
Discounts should encourage bigger purchases, not just lower prices.

Example: A WooCommerce store selling shoes could offer:

Buy 1 pair → Full price
Buy 2 pairs → Get 15% off
Buy 3 pairs → Get 25% off

Customers feel like they’re getting a deal, but you’re actually increasing the order size.
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Offer Discounts on High-Profit Items
Some products have a higher profit margin
than others, focus discounts on these items
instead of low-margin ones.

Example:
A coffee shop might offer “Buy a bag of
premium beans, get a free mug” because the
beans make them more money than the mug.
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Use Limited-Time Offers to Create
Urgency

If a discount is always available, people won’t
rush to buy.

Example:
Instead of “20% off all month,” try “Flash Sale
– 20% off for 24 hours!” This makes
customers act now instead of waiting.

Use Discounts to Attract Repeat
Customers

Instead of just giving one-time discounts, offer
rewards for future purchases.

Example:
After buying, send customers a 10% off
coupon for their next order. This keeps them
coming back.

Make Discounts Work for You
Discounts should bring in customers while
increasing total sales, not just lowering
prices. The right strategy helps you sell
more, keep profits high, and grow your
WooCommerce store.

4.2 The Right Way to Use
Coupons & Free Shipping

Imagine you’re shopping online for a new
backpack.

Just before checkout, you see a box that
says, “Enter Coupon Code for 10% Off”—
but you don’t have a code, you might leave
the site to search for one or even decide to
wait for a better deal. This is why coupons
need to be used wisely—they should
encourage sales, not drive customers away.

How to Use Coupons the Right Way?

Reward Loyal Customers
Instead of handing out discounts to
everyone, use coupons to thank repeat
buyers.

Encourage Bigger Orders
Instead of offering a coupon on any
purchase, set a minimum spend to increase
your average order value.

Time-Limited Coupons for Urgency
If customers feel like they can use a coupon
anytime, they might wait instead of buying
now. A deadline creates urgency.

Example: “FLASH SALE – Use code
‘FAST20’ for 20% off (Ends Tonight!)”
makes shoppers act fast.
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Set a Minimum Spend
Free shipping is powerful, but if you offer it on
every order, small purchases might cost you
too much.

Example: “Get Free Shipping on Orders Over
$50” pushes customers to add more items to
their cart.

Use Free Shipping as a Limited-Time
Offer

Instead of always offering free shipping, use it
as a special promotion.

Example: “This Weekend Only: Free Shipping
on All Orders!” makes shoppers take action
before time runs out.

Offer Free Shipping for VIPs or Members
Make free shipping feel exclusive by offering it
to your most loyal customers.

Example: An online beauty store might say,
“Join our VIP Club for unlimited free
shipping!”
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How to Offer Free Shipping Without
Losing Money?

4.3 Time-Limited Sales: When
& How to Run Them

Have you ever seen a "SALE ENDS IN 3
HOURS!" sign and suddenly felt like you
had to buy something before it was too
late?

That’s the power of time-limited sales—
they create urgency and push customers to
act fast. But if you run sales all the time,
customers stop taking them seriously.
So, how do you use time-limited sales the
right way?

When to Run Time-Limited Sales?

During Holidays & Special Events
People expect to shop more during big
events like Black Friday, Christmas, or Back
to School. A time-limited sale during these
times can boost sales fast.

At the End of a Season
When seasons change, people are looking
for deals on old stock.

A time-limited sale helps you clear out
inventory while making customers feel like
they’re getting a great deal.

Example: “Winter Clearance Sale – Up to
40% Off! Ends Sunday!”

To Launch a New Product
A limited-time discount on a new item
encourages customers to try it right away
instead of waiting.

Example: “New Arrivals – 20% Off for the
First 48 Hours!”
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Use a Countdown Timer
Customers need to see the urgency. A live
countdown on your site reminds them time is
running out.

Make the Discount Worth It
If the deal is too small, customers won’t rush
to buy. Offer real savings that make the
purchase feel urgent.

Example:
“24-Hour Flash Sale – 30% Off Everything!”
sounds more exciting than “5% Off.”

Don’t Run Them Too Often
If you have sales every week, customers learn
to wait for discounts instead of paying full
price. Keep time-limited sales rare and
special.

Example: Instead of “Weekly Sales,” try
“Once-a-Year Mega Sale!”
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How to Run a Time-Limited Sale That Works? 4.4 How WPFactory’s URL Coupons
Plugin and WooCommerce Free
Shipping Bar Help Run Effective
Promotions?

Imagine you want to give your friend a
special discount at your online store.

Instead of making them enter a
complicated coupon code like
“SAVE10XYZ”, wouldn’t it be easier if they
could just click a link and the discount
applies automatically?

That’s exactly what WPFactory’s URL
Coupons Plugin does! And when
combined with the WooCommerce Free
Shipping Bar plugin, you can encourage
customers to spend more while making the
shopping experience effortless.

How WPFactory’s URL Coupons Plugin
Helps?

https://wpfactory.com/item/url-coupons-woocommerce/
https://wpfactory.com/item/url-coupons-woocommerce/
https://wpfactory.com/item/amount-left-free-shipping-woocommerce/
https://wpfactory.com/item/amount-left-free-shipping-woocommerce/
https://wpfactory.com/item/url-coupons-woocommerce/


Instant Discounts with Just a Click
No one likes copying and pasting codes. With
this plugin, customers click a link, and the
discount is applied automatically.

Example: Instead of saying “Enter SAVE20 at
checkout”, you send a link like:

👉  mystore.com/?coupon=SAVE20 – and the
discount is instantly applied!

Perfect for Email & Social Media Offers
If you send a promo email or share a deal on
Instagram, a clickable coupon removes extra
steps and increases conversions.

Example: A WooCommerce store posts on
Facebook:
“Flash Sale! Click here to get 15% off—no
code needed!” (with a discount link).

Targeted Discounts for Specific
Customers

You can create personalized discounts for
different groups—VIP customers, first-time
buyers, or newsletter subscribers.

Example: A store might send special coupon
links to its top 100 customers as a reward.
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Encourages Customers to Spend More
A free shipping bar shows shoppers how
much more they need to spend to unlock
free shipping. This pushes them to add extra
items.

Example:
Cart total: $35 → “Spend $15 more to get
Free Shipping!”
Cart total: $50 → “🎉  You unlocked Free
Shipping!”

Works with Any WooCommerce Store
You can customize the bar’s message and
display it on the cart, checkout, or even
product pages to influence buying decisions.

Boosts Sales Without Extra Discounts
Instead of lowering prices, you increase
order value by giving free shipping—so you
sell more while keeping profits high.

How WooCommerce Free Shipping Bar
Helps?

https://wpfactory.com/item/amount-left-free-shipping-woocommerce/
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Optimizing & Testing
Your Pricing Strategy
Let's go back to the lemonade stand example.

One day, you charge $2 per cup, and you sell 20 cups. The next day, you raise the price to $3 per
cup, and you sell 15 cups. You made fewer sales, but you actually earned more money!
That’s the idea behind A/B testing—you try two different prices and see which one makes you
more profit.

What is A/B Testing?
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5.1 A/B Testing Prices for Higher Conversions

How to A/B Test Your Prices in WooCommerce?

1.Choose Two Prices to Test
Pick two different prices for the same product.

Example: A WooCommerce store selling phone cases might test:
Option A: $19.99
Option B: $24.99

2. Split Your Customers
Half of your visitors see Option A, and the other half see Option B. You track which price sells
better.

3. Check the Results
Sales aren’t the only thing that matters. You need to check:

Total revenue (Did a higher price make more money overall?)
Conversion rate (Did more people buy at the lower price?)

4. Pick the Winning Price
After a few weeks, you’ll see which price performs better. You keep the winning price and use it
to increase your store’s profits.

A/B testing (also called split testing) is when you show one price to some customers and a
different price to others, then compare the results.

The goal is to find the perfect price—one that gets the most sales and the highest profit.
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Imagine you notice that on hot days, you sell
twice as many cups as usual. So, you decide to
raise the price slightly on hot days and lower it
on cooler days to attract more buyers.
This is what smart business owners do—they
track sales data and adjust their pricing to
make more money.

In WooCommerce, tracking your sales,
customer behavior, and pricing performance
can help you find the best price for each
product and boost your profits.
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5.2 Tracking WooCommerce Sales Data & Making Adjustments

1.Best-Selling vs. Slow-Moving Products
Which products are selling fast?
Which ones aren’t selling at all?
Do certain products sell better at
specific times?

Example: A WooCommerce store selling
sneakers might notice that red sneakers sell
out quickly, while blue sneakers stay in
stock for weeks.
They could increase the price of red
sneakers while offering a discount on blue
sneakers to clear inventory.

1.Lower Prices on Slow-Selling Items
If a product isn’t selling, try reducing the
price slightly or bundling it with a popular
item.

2.Increase Prices on Best-Sellers
If a product sells out too fast, test a small
price increase—you might make more money
without losing customers.

3.Offer Time-Limited Discounts Based on
Data
If sales drop during certain months, use
seasonal discounts to bring in more
customers.

What Sales Data Should You Track?

2. Customer Buying Behavior
Do people buy more when there’s a
discount?
Do they abandon their cart if shipping is
too expensive?
What price point makes them complete
the purchase?

Example: If many customers leave the
checkout page when they see the shipping
cost, you might try offering free shipping
over a certain amount to increase sales.

3. Revenue vs. Profit
Are you making more sales but earning
less profit?
Are discounts helping or hurting your
bottom line?

Example: If you sell 100 items at $20 each
but only make $5 profit per sale, it might be
better to raise the price to $25 and sell fewer
items while making more money per sale.

How to Make Smart Adjustments?
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Conclusion & Next Steps

Imagine two other kids on your street also have lemonade stands.
If your lemonade costs $5 per cup and theirs is $3 per cup, most people will buy from them
instead.

But if you lower your price too much, you might not make enough money, the key is to stay
competitive while keeping your profits high—just like in a WooCommerce store.
To keep your pricing competitive, you need to watch the market, adjust prices smartly, and offer
value beyond just a low price.

www.wpfactory.com

6.1 Keeping Your Pricing Competitive

1.Keep an Eye on Competitors
Your customers compare prices before they buy. If your competitors are offering similar
products for less, you need to know why.

Example: If other stores sell phone cases for $15 and yours is $20, ask yourself:
Do they offer free shipping?
Are they using lower-quality materials?
Can you add value instead of lowering your price?

2.Don’t Just Compete on Price—Compete on Value
Customers don’t always pick the cheapest option. They choose the one that feels like the best
deal.

Example: Instead of lowering your price from $20 to $15, offer free shipping, a free gift, or a
loyalty discount. That way, customers feel like they’re getting more for their money.

3.Adjust Prices Based on Demand
Some products are more valuable at certain times. If something is selling well, you don’t have to
offer discounts. If sales are slow, a small price drop can help.

Example: A WooCommerce store selling winter jackets can raise prices in winter when demand is
high and offer discounts in spring to clear out inventory.

4.Use Smart Pricing Strategies
Bulk discounts (Buy 2, Get 10% Off)
Limited-time offers (Flash Sales)
Loyalty rewards (Exclusive Discounts for Returning Customers)

These keep your pricing competitive without hurting profits.
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To keep your WooCommerce store competitive and profitable, leveraging the right tools is
essential.

In addition to previously discussed plugins, here are some plugins that can further enhance your
store's performance:​
1. Order Minimum/Maximum Amount Limits for WooCommerce (Optimize Order Values)

www.wpfactory.com

6.2 Tools & Resources to Stay Ahead

This plugin allows you to set minimum and maximum order amounts, helping you manage bulk
orders and avoid low-value checkouts.​

Key Features:
Flexible Restrictions: Set limits based on order total, quantity, weight, or volume.​
Customizable Messages: Guide customers with tailored notifications when their orders don't
meet the set criteria.​
User Role Specific Limits: Apply different restrictions for various user roles or individual
users.​

Why It's Beneficial:
By enforcing order limits, you ensure that every transaction aligns with your business goals,
improving operational efficiency and profitability.

https://wpfactory.com/item/order-minimum-maximum-amount-for-woocommerce/
https://wpfactory.com/item/order-minimum-maximum-amount-for-woocommerce/
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2. Sitewide Discount for WooCommerce (Simplify Storewide Promotions)

www.wpfactory.com

This plugin enables you to apply global discounts across all or specific groups of products in your
WooCommerce store, streamlining promotional campaigns.​

Key Features:
Flexible Discount Types: Set discounts as percentages or fixed amounts.​
Scheduled Promotions: Define active dates for discounts to automate sales events.​
Selective Application: Include or exclude products based on categories, tags, or individual
items.​

Why It's Beneficial:
Managing storewide discounts becomes effortless, allowing you to focus on other aspects of your
business while maintaining effective promotional strategies.

https://wpfactory.com/item/global-shop-discount-for-woocommerce/
https://wpfactory.com/item/global-shop-discount-for-woocommerce/
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3. Min Max Default Quantity for WooCommerce (Control Purchase Quantities)

www.wpfactory.com

This plugin lets you set minimum, maximum, and default product quantities, ensuring customers
purchase items in quantities that align with your inventory and sales strategies.​

Key Features:
Quantity Limits: Define minimum and maximum purchase quantities for products.​
Default Quantities: Set default quantities that appear when a product page loads.​
Quantity Steps: Allow purchases in specific increments (e.g., 5, 10, 15).​

Why It's Beneficial:
By controlling purchase quantities, you can manage inventory more effectively and encourage
customers to buy in amounts that suit your business model.

https://wpfactory.com/item/product-quantity-for-woocommerce/
https://wpfactory.com/item/product-quantity-for-woocommerce/
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Now that you’ve learned how to price your
products like a pro, what’s next?

Pricing isn’t something you set once and
forget—it’s something you fine-tune over
time to keep your WooCommerce store
profitable.
Some days, raising the price a little boosts
your profit. Other days, offering a discount
brings in more customers.
The key is to keep testing and adjusting so
you’re always getting the best results.

www.wpfactory.com

6.3 Where to Go From Here?

1. Start Small & Experiment
You don’t have to change everything at
once. Pick one pricing strategy and try it for
a few weeks.

Example: If you’ve never tested bulk
pricing, try offering "Buy 2, Get 10% Off"
on a few products.
Track what happens—do customers buy
more? If yes, expand the strategy to other
products.

2. Keep an Eye on Your Sales Data
Use WooCommerce reports (or tools like
Metorik) to see what’s working and what’s
not.
If a product sells out fast, maybe the price
is too low. If sales are slow, try a time-
limited offer to spark interest.

3. Use Plugins to Automate Pricing
Instead of changing prices manually, let
WPFactory’s Dynamic Pricing Plugin handle
it for you.
Whether it’s bulk discounts, VIP pricing, or
flash sales, automation saves time and
keeps your pricing strategy running
smoothly.

📚 Great places to stay updated:

WPFactory Blog – Learn from experts.

eCommerce YouTube Channels –
Watch case studies and pricing tips.

Competitor Research – Check out
what similar stores are doing and see if
you can do it better.

Final Thoughts

Pricing isn’t just about numbers—it’s
about understanding how customers think
and what makes them buy.

Testing new strategies, tracking results,
and using the right tools, you can keep
your WooCommerce store profitable and
competitive.

Now, it’s time to put what you’ve learned
into action.

https://wpfactory.com/blog/

