Procedure for Franchisees increasing customer prices
Aim:

To have prices increase each year in line with the increase in the Consumer Price Index and therefore maintain profitability.

Summary:

Most customers do not mind prices going up if they understand why and the increase is small.  

Be warned, however, that if the customer is not happy with your work a price increase may give them a reason to stop using you…so do not try to increase prices until you are 100% sure your customer is happy with your work.
Procedure:

Before contemplating a price increase you must ensure you are following the Select system of customer management:

1. Ensure the work you are doing for your customer is of the highest possible standard.

2. Contact your customers regularly so you build a good relationship with them.

3. Regularly seek customer feedback on the standard of your work and ensure you act quickly on fixing any issues.

When you are sure your relationship with the customer is stable, then follow these steps to get a price increase each year:

1. Aim to increase your prices in February each year.  Your Master Franchisee, from now on, will have informed customers that this will happen when they originally quote jobs.

2. Find out what the CPI increase for the previous year has been (your Master Franchisee can provide this).

3. Using the “General Price Increase” letter template attached inform the customer of the increase.  Be prepared to justify the increase with the customer if they contact you. Be sure to give the customer at least 2 weeks warning of an increase.
4. Make sure you maintain a high standard of cleaning after the increase.
