
Master Your 
Pricing
To drive profitable growth

and shape customer choices
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Price speaks volumes about your brand

untappedpricing.com

Value Positioning Outcomes



Price has an outsized impact on profit

Source: Marn & Rosiello, "Managing Price, Gaining Profit", Harvard Business Review
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How a 1% improvement affects operating profit

Business lever Increase in operating profit

Price

Variable Cost

Volume

Fixed Cost 2.3%

3.3%

7.8%

11.1%



3 changes you can make this quarter
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NudgesModelsMindset

How you 

think about pricing 

How you 

structure pricing 

How you 

present pricing 
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Pricing specialist, author,

CEO of Untapped Pricing

Featured in

Jenny Millar



Common Pricing Pitfalls
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Hesitant 
mindset

No 
strategy

Hidden 
discounting

Complicated 
pricing

Unclear 
value

Pricing feels 
cautious, not 

confident

Lacks clear logic, 
inconsistent 

pricing, reactive 
decisions

Negotiated fees, 
scope creep, 

informal upgrades

Confused 
customers hesitate

If you can’t 
express it, you 

can’t price 
for it.



Most organizations 
lack a clear process

for making pricing 

decisions.
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Organization Customer
Price



Pricing Psychology
in the organization

Icons from the Noun Project: money lose by Design Circle, Recliner by IconPai, incentive by Akhmad Sobahus Surur.

Loss Aversion

Inaction

Status Quo Bias

Complexity

Incentives

Siloed decisions

untappedpricing.com



The Future of Pricing
In financial advisory firms

Old Way New Way

Pricing decisions are ad hoc Clear ownership, structure, and cadence

Decisions made in silos Partners and teams aligned on pricing goals

Anchored to historical prices Anchored to client value

Decisions based on gut-feel or precedent Pricing decisions shaped by evidence

Pricing presented as numbers Pricing framed as a value conversation

untappedpricing.com
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£110

If you were charging £100 five years ago, what would 

you need to charge today, just to keep up with inflation?

£120 £125 £145



Role of Pricing

untappedpricing.com

1. Value capture

2. Clarity for clients

3. Business growth



Designing pricing 

that works in 

advisory

untappedpricing.com



Value Capture: Common Pricing Models
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Asset-based 

(AUM)

Fixed 

planning fee

Retainer or 

subscription

Hourly

or ad hoc

Tiered 

packages

Current shift towards more varied models (subscriptions, capped fees, and tiered structures), 
particularly among larger firms.

% of assets
managed 

Defined
scope,

defined fee 

Ongoing
advice and

relationship 

Time-based
support 

Structured
service levels 
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Direction of Travel
Driven by client expectations and changing economics

ValueCost

AI-enabledManual

Explicit 

Value

Implicit 

Value

Scalable 

options

Bespoke 

proposals

Minimum service expectations are rising

as advice fees increase

51% of advisers expect AI to increase value, 

not reduce fees

97% of clients who fully understand fees rate 

value as good or excellent

Structured propositions support growth

and efficiency

NextWealth’s annual Fee Benchmarking 2026 report



Pricing Design Principles

Icons from the Noun Project: choice by Andika Cahya Fitriani, turtle by Ajiex Tole, Rabbit by circlesstudio, Cake by Nurfajri Aldi

Price the cake, not 

the ingredients

Anchor price in value and 

outcomes

Design for fast and 

slow thinking

Balance intuition 

and analysis

Offer choice

Move from "should I buy" to 

"which should 

I buy"

untappedpricing.com
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Behavioral Nudges
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£1,499.00

£1499

Keep prices simple

£1,499

£379

BEST SELLER

Use social proof

£90/month

£3/day

Change the frame 

of reference

Anchor on any high 

number

Join 20,000 happy users

£79



Transform

your Pricing.

Jenny Millar

Founder and CEO
jmillar@untappedpricing.co.uk

    linkedin.com/in/jennymillar

A brilliant, step-by-step 

guide to aligning price 

with customer 

behaviour.

Rory Sutherland, Vice Chairman
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