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Introduction 

 

re you looking to charge a premium price for your products and services but 
aren’t sure about how to get started? This eBook can help you develop a 
premium pricing mindset, and transform the way you look at premium pricing, 

as well as your business. By the end of the book, you’ll be able to confidently dictate 
the price you want while keeping your clients and customers. Let’s get started!  

 

 

 

 

 

 

 

A 



   

       

 

 

 4  

The Three Limiting Mindsets Holding Most People Back From Charging A Premium For Their Courses 

Learn the 3 Things Holding You Back  

 

#1 People Doubt Their Value  

Surely there are times when you don’t think you can charge as much as you want for 
a product or service. Perhaps you don’t think you deserve to. However, you need to 
learn a harsh truth — that people are making more money than you with less 
knowledge than you.  

There are a few reasons behind this.  

These are problems that we have to deal with, and you probably deal with them too. 
You probably have competitors who are not as good as you. Maybe they don’t have 
the products, services, knowledge, and know-how but they’re making more.  

Why?  

It could be because you’re doubting your value. But did you know that to be an expert 
in any field, you only need to know 10% more than your audience?  
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A lot of people feel that they have to know 100% about everything in their chosen field 
to be able to showcase their value. This shouldn’t be the case — it’s unlikely that 
someone like Dr. Oz would know more than his counterparts in the medical field.  

With the amount that he knows, he markets that knowledge while leveraging media 
and other things. You need to understand that you are already sitting on expertise 
that people are willing to invest in right now, using what you know. However, you may 
feel that you don’t have what it takes to take that knowledge and information and 
share it with people yet.  

It could be because you need to get another degree and feel that you need to get more 
experience. While you should always improve yourself — we need to recognize that 
your ideal customer won't need you to know everything to solve their problem. They 
need you to be an expert at what they don’t know.  

 

#2 People Struggle with Selling Premium Because They Think Selling is 
Sleazy  

Selling is not sleazy but a lot of people feel that way. The reason why they feel it's 
sleazy is that a lot of people have given it a bad name. Selling is a noble occupation, 
and I believe selling is a beautiful thing if done right. Selling is one of the most 
important things in our world — if you believe in something, you should utilize selling 
to get that message across to other people.  

Selling isn’t sleazy — it’s like when people say that money is evil but this isn’t true at 
all. For example, putting money in the hands of a philanthropist, a giver, or a wealthy 
person that loves to help people, will result in good. When they get more money, they 
give more money. 

However, when you give money to a stingy person, they will become more greedy, 
more stingy. Selling, in the hands of the wrong people, is a bad thing. But selling when 
a person is in the right mindset, and in the right state becomes a beautiful thing 
because it’s going to help people.  
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While I may not be the most religious person, I believe in the bible and its principles in 
it. Here’s a principle that has rocked my world and has helped me so much:  

 

“The people curse him who holds back grain, but a blessing is on 
the head of him who sells it.” 

- Proverbs 11:26 

 

This means that if you have something that people need, and you don’t give it to them, 
people will curse your talent, ability, strength, wisdom, knowledge, and expertise. But 
a blessing will soon come to you once you sell and share all these things. What this 
means to me is that you are holding people back from a positive transformational 
experience by not allowing them to get your services at a premium price.  

 

#3 People Think Premium Pricing is About Them  

Premium pricing is not about you or me, or that you charge a high price. It’s not about 
these things. It’s about the value you’re bringing to another person and the value you 
bring to another organization. You’re getting a premium price because you’re giving 
premium value.  

We have to shift that kind of thinking — premium pricing is all about them, the client, 
not you.  

When you think about premium pricing, there’s a book that I think will transform you 
if you get the chance to read it: Thou Shall Prosper, Ten Commandments for Making 
Money By Rabbi Daniel Lapin. This book changed my life and my mindset and was a 
transformational experience for me. I’ve had the pleasure of meeting the author a few 
times, who is a tremendous authority when it comes to money and he is also part of 
the Jewish population.  

If you know anything about Jews — I’m not being disrespectful, I’ve had this very 
conversation with him. If you look at the Jewish population, they’re disproportionately 
wealthy compared to every other race on earth. They hold more wealth compared to 
most human beings you think about it.  
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Why is that?  

One of the things shared in this book that revolutionized how I think is that they look 
at premium pricing and money differently. When you sell something — a service or a 
product and you earn money for that, remember that you’re doing a good and moral 
deed to help someone. This simple shift makes a big difference — they don’t see 
selling as selling because to them, selling is helping.  

Change the word from sell to help — you’re helping someone. The Jewish culture 
understands this principle, so when you want to achieve tremendous success, it’s not 
for you. When you break it down, it’s a noble thing to grow in selling, pricing, in 
improving, because you can’t do that without helping someone first.  

You have to build that foundation.  
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What Creates a Premium Offering? 

 

Premium offerings are created from premium value and your value is created by the 
value you deliver. Your offering, your product, and your services can’t be sold through 
price, it’s sold through value. This is something you should remember:  

“Price is only an issue when value is not explained.” 

Let me explain what this means. I hate shoveling snow, but my wife always gets me 
to do it. However, I understand that the value of my time is worth more than doing 
this chore, so I always pay young kids to shovel snow for me. Premium price or 
premium value isn’t just based on monetary exchange, it’s also a time exchange, a 
knowledge exchange — there are many levels of value exchange.  

I would pay a premium price for not shoveling snow. I would pay $100 not to shovel 
snow. Why would I do this? Because I see the value and it saves my time, which is 
worth more than the snow shoveling I would be doing.  

Is there something inside your business that you’re not offering? Everybody needs to 
have a premium offering in their business and you’ll need to position that offering over 
and over again until you find your ideal target market.  
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David’s BIO 
David D. Simons is a Mediapreneur who utilizes his offline and online skills to promote 
brands, increase businesses, support causes, and build relationships. His passion and 
excitement for media have attracted the likes of Fortune 500 companies, non-profits, 
churches, and entrepreneurs. David obtained a degree in Digital Media from 
Sacramento State University and a Master's degree in Entertainment Business from 
Full Sail University. David is the CEO of Kingdom Social Media, which is an 
organization designed to help influential leaders and leading organizations dominate 
their market online through social media marketing.  

David has been recognized by Entrepreneur.com, Dell Computers, Yahoo, Xerox 
Corporation, Huffington Post, and Hootsuite for his strategies in social media. David 
truly enjoys teaching and in his spare time, he is an Adjunct Professor for Temple 
University. David lives in Philadelphia, PA with his loving wife, Abigail Simons. David 
lives by this rule: “The biggest risk you will take in life is not taking risks.”  

 
 
 

 

 

 

 

 

 

 

 

 

 

 



   

       

 

 

 10  

The Three Limiting Mindsets Holding Most People Back From Charging A Premium For Their Courses 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

If you're a coach or consultant who wants 
to create a done-for-you online program 

that transforms your ideal client's life, 
then the Premium Online Programs is for 

you. 

In this 3-month program, you'll learn how 
to create a scalable online program that 

delivers your expertise and knowledge in 
a way that maximizes your profits while 
still making a positive impact in the lives 

of your clients. 

You'll also get access to done-for-you 
templates and tools, so you can hit the 

ground running with your new program. 

If you're ready to take your business to 
the next level, then schedule a call with 

me today. 

SCHEDULE A CALL NOW 

https://hi.switchy.io/7iYZ
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