
	  
	  

 

 
 
 
 
 
 

How to Talk to Your Clients About  
A Price or Shipping Increase  

Beautycounter exists only as long as it earns a profit, and it does that by 
delivering safer, high-performance products at the right prices. 
 
 
We understand that any sort of increase is not the most positive news to share with your existing Clients 
and Members, but positioning it the right way will make all the difference. The key to any conversation 
about a price or shipping increase is to emphasize that such an increase will ensure the same level of 
product quality, safety, and performance that they have come to know and expect with Beautycounter. 
 
These techniques will make it easier for you when communicating a price or shipping increase.  
 

1. Share information in advance. You can turn a heads-up into a selling opportunity. For example: 
“Susan, you’re an important Client of mine, and I wanted to share some important information about 
an upcoming price increase. Our raw material costs are increasing, so we need to make a slight price 
change on many of our products. I really appreciate that you love the products and are a loyal Client, 
so please let me know if you would prefer to reorder now before the prices go up on January 19.” 

2. Remind them of the bigger picture. Your Clients and Members likely have a strong “why story” 
that has led them to love and appreciate our products. They may love our product performance, 
our ingredient safety, or our mission. Whatever it is, remind them why Beautycounter has the best 
products to meet their needs. For example: “Susan, I know that the safety of the products you use 
is extremely important to you, so I believe that you will still appreciate the value you get with 
Beautycounter, even with a small price increase.” 

3. Express empathy with a personal story. Empathy helps soften the blow of any price increase. For 
example: “Susan, I know how it feels when a favorite product has a price increase. I remember when 
Netflix raised its monthly fee, and I had to remind myself that the value I was getting was still better 
than many of the premium channels that cost as much or more. I know you just love the Nourishing 
Cleansing Balm—and, even with a price increase, I’m confident you’ll find nothing comparable.”   

4. Offer cost-saving alternatives. We offer various ways that Clients and Members can save money 
on the products they love. Here are some examples: 

• Offer Clients the opportunity to become Members and enjoy the perks of the program.   
• Remind everyone about the benefits of hosting a Social, including the products they can 

earn for free and at a 50% savings as part of the Host Rewards.   
• Our sets offer a cost-saving advantage, so point out the savings and suggest the set that 

would be the most beneficial to your Client. 
• Offer the Beautycounter business opportunity as a way to create an income stream and to 

take advantage of the Consultant savings on the product line.  
5. Be confident. When you understand the reason for the price increase and are confident in the 

value of our products, talking with your Clients and Members will not be difficult. Be sure to talk 
with your Mentor or upline Director if you feel hesitant in any way.  

 
In addition to this training, watch the video message from Gregg and Gina that can be found Behind the 
Counter under Training > Training by Topic > Sales Strategies. They explain why the price increase is a 
necessary part of business for Beautycounter in 2016 as we continue to produce the best safer, high-
performance products on the market. 
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