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¥ What is Your Prodi

The Solution to
People’s Problems




hat Will They Pz

¥/ As much as it costs to
‘Cost Effectively’
remove the pain




What is Price?

What the competitor charges

What the market will bear

The cost to you




The Value ‘

\Unique Services Price-Insen:

Experiential Services

Brand Name Services v

Price- Sensi
Commodity Ser

Volume of Work Available

(SOURCE: Adapted from William C. Cobb,
able Hour: An Anthology of Alternative Billing Me
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Overcome Pri
Emotions

~—Your Price -
— ReS|staﬂ_ce
Customer Price. {\

— Resistance.
- Customer Paym;ent

-~ Resistance =




Max Chargeable Hours per Year

To earn $100,000 100,000 = $100
1000

To cover overheads 30,000 = $30 / hour
1000

$100 + $30 = $130/ hour
= $143 / hour |

Total to be charged
Plus 10% GST



Chargeable Hours per Year

To earn $100,000 100,000 = $200 / hour
500

To cover overheads 30,000 = $60 / hour
500

$200 + $60 = $260 / hour
= $286 / hour |

Total to be charged
Plus 10% GST
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Chargeable Hours per Year 1000

Charging $50 per hour 1000x50 = $50,000

= $20,000

To cover overheads $30,000

Minus 10% GST (-$5,000) = $15,000
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Chargeable Hours per Year 500

Charging $50 per hour 500x50 = $25,000

= -$5,000

To cover overheads $30,000

Minus 10% GST (-$2,500) = -$7,500
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Client
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Leverage

Delivery Date

Leverage

Time Line
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it Challengé™ G
. To Package Yourself, '
Offer a Risk Reversal
and Get RaiEw/our True
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