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Ronald J. Baker : Pricing on Purpose: Creating and Capturing Value before purchasing it in order to gage
whether or not it would be worth my time, and all praised Pricing on Purpose: Creating and Capturing Val ue:

3 of 3 people found the following review helpful. A total rip offBy InsightWhere as | absolutely love previous Baker
offerings. | was looking to round out my collection of hisworks. Ends up this book is amost a duplicate of
Implementing Value Pricing. Literally using same sentences, examples, anecdotes. Itsreally an insult to the customer
to literally duplicate parts of other books in another book, repackage it and sell it. This coming from a guy who wants


http://f3db.com/pub/links.php?id=B008L03YVS

to write about value. Further, at $50 book, this guy triesto represent value. | guessin his works he leaves out the
necessary section of being afraud! Thisis self-plagiarism at its best.0 of 0 people found the following review helpful.
| enjoyed both. If | had to choose I'd recommend ...By Customerl've read Pricing on Purpose and Implementing Value
Pricing. | enjoyed both. If | had to choose |'d recommend Implementing Value Pricing because it has some practical
advice on implementing value pricing, however, Pricing on Purpose still rocks and | highly recommend. | even plan on
reading this book again.0 of 0 people found the following review helpful. Essential Reading for Professional Service
FirmsBy Michael Gassl love this book. | have lots of side-notes written on almost every page. It quickly became my
textbook for pricing. | found myself slowly re-reading its pages over again. They are filled with such rich content, |
wanted to assimilate every thought.Thisis essential reading for any ad agency principal. It will change your thinking
on how you should be promoting and pricing your agency's services. It will be one of the most important business
books that you will read all year.l had the privilege of presenting in the same conference as Ron this past year. Hes a
great presenter and | discovered a very talented and gifted writer. Y ou will be energized by his passion for pricing
theory and its potential for your business.

mdash;Reed Holden, founder, Holden Advisors Corp., www.hol denadvisors.com coauthor, The Strategy and Tactics
of Pricing: A Guide to Profitable Decision Making, Third Edition "With Pricing on Purpose, Ron Baker had made an
enormous contribution to the better understanding of pricing that will be accessible to anyone who wants to learn.
People are intrigued by instances of what they see as idiosyncratic pricing. Sometimes it isidiosyncratic, but oft-times
it isfiendishly clever and well researched. So is this book. There are examples that at first sight seem to have nothing
to do with the subject at hand, but the learning points are all made and explained in any number of interesting and
memorable ways. Pricing on Purpose is awelcome and valuable addition to the learning on pricing and | recommend it
to professional pricers, marketers, and anyone interested in capturing the value their business creates." mdash;Eric G.
Mitchell, President, Professional Pricing Society, www.pricingsociety.com "Ron Baker iswhat 1'd call a ‘thought
giant.' In hisfirst two books he literally began arevolution in the accounting and legal professions. Thousands of
professionals in public practice now lead far better, more rewarding lives thanks to him. Now he's broadened his
impact in a huge way. Read this book, implement the ideas and you'll never ook at your prices or your pricing policies
in the same way again. You'll be richer in many ways because of it." mdash;Paul Dunn, founder and CEO, ResultsNet
Australia, coauthor, The Firm of the Future: A Guide for Accountants, Lawyers, and Other Professional Services,
www.resultsnetaustralia.com "As areader of hundreds of business books, | am thrilled when | come across one that
has something new to say. Pricing on Purpose does just that. Instead of presenting a set of feel-good items to check off
alist, Ron Baker encourages us 'to think with him, not like him." He methodically builds his argument leading us
through the labyrinth of pricing theory and encourages us to look at pricing as the strategic tool that it is rather than
taking the lazy cost-based tactical approach of most businesses. To paraphrase Karl Marx in terms of Baker's book,
'Cost-based pricing is the opium of business." mdash;Ed Kless, Director, Partner Development and Recruitment, Sage
Software "Baker has done it again! Building on the core principles that he advanced in Professional’'s Guide to Value
Pricing and The Firm of the Future, Ron Baker has again evolved thought leadership on the critical dynamics of value
and pricing. Baker's latest work, Pricing on Purpose: Creating and Capturing Value, provides real-world examples and
practical strategies that provide aframework for pricing optimization. His clarity of purpose and passionate call to
action resonates in today's intellectual capital economy." mdash; Thomas Finneran, Executive Vice President,
American Association of Advertising Agencies "We love this book! With detailed research, thorough references, and
recommendations for further reading, this could be considered a textbook. That it is so readable and engaging is a
triumph. The chapter providing the epitaph for cost-plus pricing is worth many times the price of this book. 'Got price-
sensitive customers? Wonder why? Read and stop weeping. Whao's in charge of value in your company? Baker asks. If
you can't immediately answer, you'd better read this book. Bravo, Baker!" mdash;Paul O'Byrne and Paul Kennedy,
partners, O'Byrne and Kennedy LL P, Chartered Accountants, United Kingdom, www.obk.co.uk "Ron Baker is nothing
short of brilliant, and his enthusiasm for pricing is contagious. Pricing on Purpose will add more value to your firm
than anything else you could do. As usual in Ron's books, he presents cutting-edge ideas. Thereisno gr

From the Inside FlapThe book presents the theory of valuemdash; long established in economicsmdash;and details
how any business can use various pricing strategies to create, communicate, and capture the value of their products
and services. It takes a new approach of focusing on the external value as perceived by the customer and advocates
matching price to value. Written in everyday language so it's valuable to beginning executives as well as professional
pricers and marketers, it covers. What and how people buy The fallacy of commodity thinking The five Cs of value
The market share myth The difference between cost-plus pricing and value pricing A comparison of the Subjective
Theory of Vaue and the Labor Theory of Vaue Customer segmentation strategies Complete with examples from a
multitude of industries and successful entrepreneurs and peppered with quotes from business experts aswell as
economists, the book is not adry treatise on an ethereal economic theory. It'slively and down-to-earth, using examples
such as the high cost of popcorn in movie theaters, 997 pricing, and the way love-struck couples purchase engagement



rings. It gets down-to-business, providing proven strategies and tactics CEOs, CFOs, marketing managers, and
professional pricers can implement as a part of avalue-based pricing architecture. If the purpose of your businessisto
add value to customersin order to earn profits, Pricing on Purpose can be incredibly valuable to your business! From
the Back Covermdash;Reed Holden, founder, Holden Advisors Corp., www.hol denadvisors.com coauthor, The
Strategy and Tactics of Pricing: A Guide to Profitable Decision Making, Third Edition "With Pricing on Purpose, Ron
Baker had made an enormous contribution to the better understanding of pricing that will be accessible to anyone who
wants to learn. People are intrigued by instances of what they see asidiosyncratic pricing. Sometimesit is
idiosyncratic, but oft-timesit is fiendishly clever and well researched. So is this book. There are examples that at first
sight seem to have nothing to do with the subject at hand, but the learning points are all made and explained in any
number of interesting and memorable ways. Pricing on Purpose is awelcome and valuable addition to the learning on
pricing and | recommend it to professional pricers, marketers, and anyone interested in capturing the value their
business creates." mdash;Eric G. Mitchell, President, Professional Pricing Society, www.pricingsociety.com "Ron
Baker iswhat 1'd call a'thought giant.' In hisfirst two books he literally began arevolution in the accounting and legal
professions. Thousands of professionalsin public practice now lead far better, more rewarding lives thanks to him.
Now he's broadened his impact in a huge way. Read this book, implement the ideas and you'll never look at your
prices or your pricing policies in the same way again. You'll be richer in many ways because of it." mdash;Paul Dunn,
founder and CEO, ResultsNet Australia, coauthor, The Firm of the Future: A Guide for Accountants, Lawyers, and
Other Professional Services, www.resultsnetaustralia.com "As areader of hundreds of business books, | am thrilled
when | come across one that has something new to say. Pricing on Purpose does just that. Instead of presenting a set of
feel-good items to check off alist, Ron Baker encourages us 'to think with him, not like him." He methodically builds
his argument leading us through the labyrinth of pricing theory and encourages usto look at pricing as the strategic
tool that it is rather than taking the lazy cost-based tactical approach of most businesses. To paraphrase Karl Marx in
terms of Baker's book, 'Cost-based pricing is the opium of business." mdash;Ed Kless, Director, Partner Development
and Recruitment, Sage Software "Baker has done it again! Building on the core principles that he advanced in
Professional's Guide to Vaue Pricing and The Firm of the Future, Ron Baker has again evolved thought leadership on
the critical dynamics of value and pricing. Baker's latest work, Pricing on Purpose: Creating and Capturing Value,
provides real-world examples and practical strategies that provide aframework for pricing optimization. His clarity of
purpose and passionate call to action resonates in today's intellectual capital economy." mdash; Thomas Finneran,
Executive Vice President, American Association of Advertising Agencies "We love this book! With detailed research,
thorough references, and recommendations for further reading, this could be considered a textbook. That it is so
readable and engaging is atriumph. The chapter providing the epitaph for cost-plus pricing is worth many times the
price of thisbook. 'Got price-sensitive customers? Wonder why? Read and stop weeping. Whao'sin charge of valuein
your company? Baker asks. If you can't immediately answer, you'd better read this book. Bravo, Baker!" mdash;Paul
O'Byrne and Paul Kennedy, partners, O'Byrne and Kennedy LLP, Chartered Accountants, United Kingdom,
www.obk.co.uk "Ron Baker is nothing short of brilliant, and his enthusiasm for pricing is contagious. Pricing on
Purpose will add more value to your firm than anything else you could do. As usual in Ron's books, he presents
cutting-edge ideas. There is no greater value to your company than to read Pricing on Purpose and implement its
ideas." mdash; Scott Abbott, entrepreneur, former regiona business development, manager, BDO Dunwoody, LLP,
Manitoba, CanadaAbout the AuthorRonald J. Baker started his career in 1984 with KPM Grsquo;s Private Business
Advisory Servicesin San Francisco. Today, he isthe founder of VeraSage Institute, a think tank dedicated to
educating businesspeople around the world. As a frequent speaker, writer, and educator, his work takes him around the
world. He has been an instructor with the California CPA Education Foundation since 1995 and has authored ten
courses for them: How to Build a Successful Practice with Total Quality Service; The Shift From Hourly Billing to
Vaue Pricing; Value Pricing Graduate Seminar; You Are What Y ou Charge For: Success in Todayrsgquo;s Emerging
Experience Economy (with Daniel Morris); Alternatives to the Federal Income Tax; Trashing the Timesheet: A
Declaration of Independence; Everyday Economics; The Firm of the Future; Everyday Ethics: Doing Well by Doing
Good; and The New Business Equation for Industry Executives. He is the author of the best-selling marketing book
ever written specifically for professional service firms, Professionalrsquo;s Guide to Value Pricing (seventh edition),
published by CCH, Incorporated. He aso wrote Burying the Billable Hour, Trashing the Timesheet, and Y ou Are

Y our Customer List, published by the Association of Chartered Certified Accountants in the United Kingdom. His
prior book, The Firm of the Future: A Guide for Accountants, Lawyers, and Other Professional Services, co-authored
with Paul Dunn, was published in April 2003 by John Wiley Sons, Inc. Ron has toured the world, spreading his value-
pricing message to over 70,000 businesspeople. He has been appointed to the American Institute of Certified Public
Accountantrsquo;s Group of One Hundred, athink tank of leaders to address the future of the profession, named on
Accounting Todayrsquo;s 2001, 2002, 2003, 2004, and 2005 Top 100 Most Influential People in the profession, and
received the 2003 Award for Instructor Excellence from the California CPA Education Foundation. He graduated in
1984 from San Francisco State University with a Bachelor of Science in accounting and a minor in economics. Heisa
graduate of Disney University and Cato University. Heis amember of the Professional Pricing Society and presently



resides in Petaluma, California



