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What	We’ll	Learn

By the end of today’s session, you should be able to:
– List the most common reasons people buy
– Explain the fundamentals of primary, secondary, and 

tertiary markets
– Describe a variety of business models and pricing best 

practices
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Agenda

• Buyer Motivations
• Market Fundamentals
• Business Models
• Pricing Tips
• Action Items & Next Steps
• Additional Links & Resources
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Buyer Motivations
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WHY Do People Pay?
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Time
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Convenience
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Immediacy
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Comfort
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Self - Esteem
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Relationships
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Belonging
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Access
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Scarcity
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Health & 
Wellbeing
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Wealth
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Status
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Entertainment
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Creativity
Learning

Self-Expression
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Business	Models	&	Types	of	Markets

One Party Another PartyMarketplace

Something

“Currency”

Primary: Vendor Customers/Partners
Secondary: Peer Peer
Tertiary: Customers/Users Vendors
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What are some examples of possible 
“Currencies”?
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Currency
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Donations
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This Photo by Unknown Author is licensed under CC BY-NC-ND

https://www.craigieburntrails.org.nz/products-page/donations/give-a-donation/
https://creativecommons.org/licenses/by-nc-nd/3.0/
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Volunteers
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Downloadable	Content
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This Photo by Unknown Author is licensed under CC BY-SA

https://commons.wikimedia.org/wiki/File:Download_Button.svg
https://creativecommons.org/licenses/by-sa/3.0/
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Email	Addresses
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This Photo by Unknown Author is licensed under CC BY-NC

http://pngimg.com/download/19972
https://creativecommons.org/licenses/by-nc/3.0/
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Website	Traffic	/	Visitors
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This Photo by Unknown Author is licensed under CC BY-NC-ND

http://onlineinternetmarketinghelp.com/how-blog-commenting-can-increase-your-web-traffic/
https://creativecommons.org/licenses/by-nc-nd/3.0/
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Quality	or	Quantity	of	“Engagement”
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Sales
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Primary	Marketplaces

One Party Another PartyMarketplace

Something

$$$$

Vendor Customers/Partners
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Upfront	/	Flat	Fees
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Offline	and	Online	Experiences
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Subscriptions	&	Freemium
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Market Research
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Pay-As-You-Go
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Expansion,	Upgrades,	Collectibles
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Access
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API	Access
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This Photo by Unknown Author is licensed under CC BY-SA

https://commons.wikimedia.org/wiki/File:Open-APIs-v5.png
https://creativecommons.org/licenses/by-sa/3.0/


Rochelle Grayson

Secondary	Marketplaces

One Party Another PartyMarketplace

Something

$$$$

Peer Peer
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Trading	&	Auctions
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This Photo by Unknown Author is licensed under CC BY-SA

http://www.geograph.org.uk/photo/1239451
https://creativecommons.org/licenses/by-sa/3.0/
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Tertiary	Marketplaces

One Party Another PartyMarketplace

Something

$$$$

Customers Vendor
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Original	+	UGC	Marketplaces
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UGC	Marketplaces
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This Photo by Unknown Author is licensed under CC BY-NC-ND

http://glamourbomb.blogspot.com/2011/01/true-cost-of-selling-on-etsy_7918.html
https://creativecommons.org/licenses/by-nc-nd/3.0/
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Influencers

This Photo by Unknown Author is licensed under CC BY
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https://www.key-universal.com/influencers-earn-per-post/
https://creativecommons.org/licenses/by/3.0/
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips

If your purchase is based on EMOTION, 
then leave out the cents.
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Pricing	Tips

If your purchase is based on RATIONALITY, 
then add some cents.
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Pricing	Tips
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Pricing	Tips
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Pricing	Tips

• Web Only: $59
• Print Only: $125 (Decoy)
• Web and Print: $125
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Pricing	Tips

• Instill a Sense of Urgency By Being Scarce
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Action	Items	&	Next	Steps
• Revisit your unique selling propositions (USP) / 

customer benefits (see Questions to Ask slides)
– Are you clearly communicating these to customers?

• Possibly consider additional business model 
options (complementary)

• Review your pricing strategies!
• Review the articles and videos, on the 

Additional Resources slide for details
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Questions	to	Ask
• Can customers:

– Do something more quickly
– Get something more quickly
– Access something scarce

• Do we provide something sought-after to a 
select number of people? (Exclusivity)

• Would customers still use us if we purposefully 
added occasional annoyances?

• Do we offer a a superior customer experience?
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Questions	to	Ask
• Do we make customers feel better about 

themselves or their image?
• Can customers form or retain meaningful 

relationships with others?
• Do we improve the health or physical safety 

of customers?
• Do we give customers the opportunity to 

make or save money?
• Do we improve customers’ career prospects?
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Questions	to	Ask
• Do we provide a service that customers need to 

perform their job? Or, perform their job better?
• Do we improve the perceived status of customers?
• Do we provide valuable entertainment for 

customers?
• Do we allow customers to experience something 

emotional?
• Do we allow customers to express their creativity?
• Do we provide customers with relevant knowledge 

or information?
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Additional	Resources

• User Needs and What People Pay For
• Business Model Options
• Best Practices for Online Business Models
• 8 Digital Business Models Decoded
• Pricing Psychology (42 Tactics!)
• 11 SaaS Pricing Hacks backed by 

Psychology
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https://web.archive.org/web/20120714062243/http:/www.boxuk.com/blog/web-app-business-models-user-needs-and-what-people-pay-for
https://www.boxuk.com/insight/monetizing-your-web-app-business-model-options/
https://www.vindicia.com/sites/default/files/best-practices/resources-best-practices-online-business-models.pdf
https://www.vindicia.com/sites/default/files/e-books/vindicia-online-models-ebook-v2.pdf
https://www.nickkolenda.com/psychological-pricing-strategies/
https://medium.com/swlh/11-saas-pricing-hacks-backed-by-psychology-b0789c333944
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Thank	You!

Any	questions	or	further	ideas?	J
rochelle@rochelle.ca
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