SOLUTION BRIEF

Reinforce

Partnership Value

Make Renewal the Easy Choice,
Even When Prices Increase

Renewals drive profitability, but many sellers approach them the same way they approach acquisition, and

the math punishes that mistake.

Your Challenge

The probability of selling to a new prospect is just 5-20 percent, compared to 60-70 percent with an existing
customer. Yet despite these odds, most sellers wait too long, say the wrong things, or unintentionally introduce

doubt at the worst possible moment.

When renewal conversations are mishandled, customers start questioning decisions they had already settled,

and even strong partnerships are suddenly at risk.

What’s Going Wrong

e Sellers treat renewal as a late-stage event instead of a cumulative process
e They default to provocative, acquisition-style messages that encourage customers to re-evaluate their options

e They delay renewal conversations until the contract end is in sight. And when a price increase is required, they
rely on justifications that feel defensive or externally driven

What If You Could...

e Reinforce your position as the customer’s trusted status quo throughout the contract?
e Make staying feel easier and safer than switching, even in competitive markets?
e Protect renewals without resorting to last-minute concessions?

e Confidently communicate price increases without eroding trust or loyalty?



If... Then...

Renewal conversations feel tense, reactive, or rushed . .
You need Reinforce Partnership Value:

Customers reopen old decisions or invite competitors . .
. P S| vl pet evidence-backed skills that help sellers

late in the cycle

consistently strengthen preference, secure

Price increases trigger pushback or discounting pressure renewals, and justify price increases without

Sellers lack confidence in retention and pricing risking the relationship

discussions

Whatltls

Reinforce Partnership Value consists of two skills:

o Deliver a Retention Message

Use a science-backed Why Stay framework to reinforce the customer’s natural preference for the status
quo (you). Anchor renewal conversations in documented results, remind customers why they chose you,
and clearly contrast the ease of staying with the risks and costs of change.

9 Deliver a Price Increase Message

Extend the Why Stay message with a Why Pay More framework that justifies price increases
by leveraging competitive advantages, effective price anchoring, and time-bound loyalty
incentives, helping sellers protect margins while preserving trust.

What You Gain

e Higher renewal rates with less late-stage drama

e Stronger protection against competitive displacement

e Greater confidence and consistency in price increase conversations
e Improved margin retention without sacrificing relationships

e A shift from reactive renewals to proactive partnership reinforcement
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