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Terms and Conditions 

LEGAL NOTICE 

 

 

The Publisher has strived to be as accurate and complete as possible 

in the creation of this report, notwithstanding the fact that he does 

not warrant or represent at any time that the contents within are 

accurate due to the rapidly changing nature of the Internet. 

 

While all attempts have been made to verify information provided in 

this publication, the Publisher assumes no responsibility for errors, 

omissions, or contrary interpretation of the subject matter herein. 

Any perceived slights of specific persons, peoples, or organizations 

are unintentional. 

 

In practical advice books, like anything else in life, there are no 

guarantees of income made. Readers are cautioned to reply on their 

own judgment about their individual circumstances to act 

accordingly. 

 

This book is not intended for use as a source of legal, business, 

accounting or financial advice. All readers are advised to seek services 

of competent professionals in legal, business, accounting and finance 

fields. 

 

You are encouraged to print this book for easy reading. 
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Foreword 
 

 

Let me ask you a question. The last time you set in motion your own 

product to sell  on the net, or even offline, how did you come to a 

conclusion about what price you were going to be distributing at? 

 

At a guess, I’d likely say you looked at the rivalry to see what they 

were charging. While this is a great beginning, it’s far from the whole 

picture, and you’re fumbling in the dark if you looking at rivalry is the 

only component you’re taking into account. 

 

Do you understand you are able to double your sales volume by 

doubling your price? I’ve done it myself, and I’ll demonstrate how.  

 

Do you also understand that 99% of the products I see being sold are 

too cheap. So much so, that they’re putting buyers off rather than 

attracting them (which is no doubt what they think they’re doing). 

 

Let’s drive out some pricing myths and dig right down to the real facts 

to ensure you get the most money in your pocket the next time you set 

in motion one of your products. 

 

Expand Your Sales 

Ultimate Pricing Techniques For Amplified Sales 
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Chapter 1: 
The Basics 

 
 

There are a few matters that I wish to talk to you about related to 

pricing before you head off, produce a sales system, put up a site and 

stuff a price on your product. 

 

 
 


