
41 Affirmations for Sending a Quote Without Apologising for the
Price
A moment to pause, reflect, and choose a useful next step.

1. I can describe the agreed deliverables.

2. I can state the price plainly.

3. I can include relevant assumptions.

4. I can explain the next decision required.

5. I can pause instead of discounting automatically.

6. I can answer questions about scope with specifics.

7. A quote can be clear before it is persuasive.

8. I can show what is included and excluded.

9. A stated assumption can prevent misunderstanding.

10. I need not apologise for the number in advance.

11. The client can consider the offer at their pace.

12. A question about price can receive factual detail.

13. I can check that the requested work is understood.

14. An accurate quote is better than a vague attractive promise.

15. I can identify the approval needed to begin.

16. A change can be discussed before work expands.

17. I need not turn waiting into automatic discounting.

18. A professional document can use plain language.

19. I can keep delivery commitments realistic.

20. A written offer deserves careful review.

21. The quote can support an informed decision.

22. I can let the stated price stand while discussion remains open.

23. A fee describes an offer, not my moral character.
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24. I can explain the scope before debating the number.

25. A budget mismatch does not require either person to be wrong.

26. I can include invisible preparation in how I understand the work.

27. I can pause before offering an unrequested discount.

28. Clear assumptions protect both sides of a quote.

29. A change in scope can be discussed as a change in work.

30. I can review a price using evidence rather than embarrassment.

31. A client is allowed to consider whether the offer fits.

32. I can honour an existing agreement while reviewing future terms.

33. I do not need to defend every hour of expertise through exhaustion.

34. A smaller deliverable can be considered without pretending it is the same offer.

35. I can check the practical cost of an opportunity before pursuing it.

36. A smaller clear offer can be more useful than an impressive vague one.

37. I can protect an existing commitment from unnecessary new promises.

38. A business decision deserves more than a reaction to today's mood.

39. I can ask what a customer actually needs before proposing a solution.

40. A competitor's public story leaves out information I cannot see.

41. I can remain open to improvement without copying every trend.

Choose words that feel believable. Pair them with a small action. Affirmations support reflection; they do not guarantee
outcomes or replace professional care.

Source: https://affluma.com/sending-quote-apologising-price-affirmations/

Page 2 of 2


