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What are your current 
pricing challenges?



• about Tagoras and Leading 
Learning

• post-pandemic landscape
• checking awareness
• 3 pillars of pricing
• your questions and comments
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post-pandemic 
landscape







?REFLECT & SHARE

Are your sales of online learning 
now higher, lower, or the same 
compared to pre-pandemic?



On average, how do paid registrations for your face-to-
face educational events now compare to paid registrations 
for your face-to-face educational events before COVID?



On average, how does pricing for your face-to-face 
educational events now compare to your pricing for 
your face-to-face educational events before COVID?



paid registrations for online 
education now vs. pre-COVID

pricing for online education now 
vs. pre-COVID



Learning now contributes 
more to overall GDP and 
productivity than 
technology. 



Is pricing the issue?



Prior to this survey, how aware were you of the 
following online education options from _______? 
Please also indicate whether you have ever 
participated in one of these options.

awareness



Prior to this survey, how aware were you of the 
following online education options from _______? 
Please also indicate whether you have ever 
participated in one of these options.



?REFLECT & SHARE

Think of a product you’re having a 
revenue challenge with.

How would you rate the awareness of 
the offering among the target buyers?

from 1 (low) to 5 (high awareness) or don’t know



3 pillars of pricing
• value
• price
• communication



value



Imagine that you are considering whether to pay 
to register for an educational activity of any type 
(e.g., whether face-to-face or online) that seems 
to meet your needs. How important would each 
of the following factors be in assessing its 
potential value?

value



How important would each of the following 
factors be in assessing its potential value?
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• credit availability
• SME reputation
• proof of demonstrable improvement

potential value 
factors



?REFLECT & SHARE

What factors impact or might 
impact the value of your 
education offerings?



• credit availability
• SME reputation
• proof of demonstrable 

improvement
• access to SME
• access to peers

• practice and application 
• supporting materials 

provided
• related costs (like travel)
• venue (for live events)

potential value 
factors



• ideal learners and customers
• internal experts
• best competitors

to identify potential value 
factors, ask & observe
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conjoint analysis

MaxDiff



Nationally-
recognized 
presenter

4 hours of CLE 
credit

Lunch provided

$395 

Regionally-
recognized 
presenter

8 hours of CLE 
credit

No lunch 
provided

$295

Qualified but 
unknown 
presenter

No CLE credit

Coffee/snack 
provided

$195 

None. I would 
defer my 
purchase.

If you were shopping for a CLE seminar and 
these were your only alternatives, which would you choose?

conjoint analysis



MaxDiff



reconfigure value part of membership



reconfigure value subscription



price



{acceptable 
price range reference price
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competitive research



What are your main sources for _____-
related online education not provided by 
your employer? As possible, please name 
specific organizations, Web sites, etc.
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competitive research



• Van Westendorp Price 
Sensitivity Meter

• Gabor-Granger Method



• At what price would you consider the product a 
good value? [cheap]

• At what price would you say the product is 
beginning to get expensive, but you would still 
consider buying it? [expensive]

• At what price would the product be so expensive 
that you would never consider it? 
[too expensive]

• At what price would the product be so inexpensive 
that you would doubt its quality? 
[too cheap]

Van Westendorp



1 2
3

4

Van Westendorp



Gabor-Granger

• At a price of [price 1], how likely would you 
be to purchase [offering name]? 

• At a price of [price 2], how likely would you 
be to purchase [offering name]? 

• At a price of [price 3], how likely would you 
be to purchase [offering name]?



Gabor-Granger



Even thoughtful pricing 
can’t get you everyone.



?REFLECT & SHARE

How do or how might you 
serve people who can’t afford 
your offerings?



communication



{acceptable 
price range reference price



{acceptable 
price range reference price

new category





{acceptable 
price range

your price }zone of 
indifference



{acceptable 
price range

your price for X

your price for Y





Don’t be generic.





3 pillars of pricing
• value
• price
• communication



How to Maximize Learner Engagement 
in Continuing Education and 
Professional Development

May 16, 1 to 2 pm Eastern
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