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Price is not just a number; it is a signal. In the mind of the consumer, price 

conveys value, quality, and risk. A book priced at $0.99 tells a different story than 

a book priced at $9.99, even if the words inside are identical. For authors, pricing 

is one of the most powerful—and flexible—marketing levers available. Yet, it is 

often treated as an afterthought. Understanding the behavioural economics behind 

pricing allow authors to manipulate demand, maximise revenue, and position their 

brand effectively. Skilled book publicists often advise on pricing strategies as part 

of a holistic launch plan, recognising that the wrong price can kill a book before it 

even gets reviewed. 

The concept of "Price Elasticity" is crucial. In some genres (like romance), readers 

are price-sensitive; a $1 increase might kill sales. In others (like business or 

textbooks), readers are price-insensitive; they pay for the solution, not the paper. 

Setting your price requires understanding where your book fits on this spectrum. 

Are you selling a commodity entertainment product or a unique solution to a 

painful problem? 

The Charm Pricing Effect: .99 vs .00 

We all know that $9.99 feels significantly cheaper than $10.00. This is the "Left-

Digit Effect." Our brains encode the first digit and ignore the cents. However, in 

publishing, there is a nuance. 

While .99 signals a bargain, flat pricing (e.g., $10) can sometimes signal quality or 

"indie cool." Some literary authors use flat pricing to differentiate themselves 

from the mass-market genre fiction. However, generally, sticking to the standard 

.99 convention is safer for digital goods. It aligns with the reader's expectation of 

value. Breaking this convention requires a strong brand justification. 

The "High-Low" Strategy: Anchoring 

https://www.smithpublicity.com/why-we-have-the-best-book-publicists/


"Anchoring" is a psychological bias where we rely heavily on the first piece of 

information offered (the "anchor"). In book marketing, the Print Price is the 

anchor for the eBook Price. 

If a Hardcover is listed at $29.99, the eBook looks like an incredible steal at $9.99. 

The gap between the two prices creates a perception of immense value. If you only 

have an eBook priced at $9.99 with no print anchor, it feels expensive. Always 

ensure your print edition is priced high enough to make the digital version look 

like a bargain. The crossed-out "List Price" on Amazon is a powerful trigger that 

screams "You are saving money," triggering the pleasure centres of the brain. 

Flash Sales and Urgency 

Static pricing is boring. Dynamic pricing creates urgency. Dropping a price from 

$9.99 to $0.99 for "48 Hours Only" triggers the Fear Of Missing Out (FOMO). 

This is the engine behind sites like BookBub. 

The temporary nature of the discount is what drives the action. If the book is 

always $0.99, there is no rush. If it is usually $10, the $0.99 price is an event. 

Publicists use these flash sales to spike the book up the bestseller charts. Once the 

book is charting, they raise the price back up, hoping that the new visibility will 

drive full-price sales. It is a tactical manipulation of the algorithm and human 

psychology. 

Testing and Iteration 

The beauty of digital publishing is that you can change the price instantly. You 

can run A/B tests. Price the book at $2.99 for a month, then $3.99 for a month. 

Did revenue go up or down? 

Often, raising the price actually increases sales because it signals higher quality. A 

book priced at $0.99 can be perceived as "cheap junk" by some readers. A price of 

$4.99 says "I am a professional novel." Don't be afraid to test higher price points. 

You might sell fewer copies but make more money and attract a higher quality of 

reader who is more likely to leave a thoughtful review. 

Conclusion 

Pricing is an active marketing tool, not a static label. By using psychological 

anchoring, understanding elasticity, and leveraging urgency, authors can find the 

"Goldilocks" price that maximises both reach and revenue. It is a game of 

psychology where the numbers tell the story of value. 

Call to Action 

To determine the perfect pricing strategy for your market position, consult our 

data analysts. 

 


