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1) Quoting for work

2) Where are you?

3) Pricing compliance work

4) Cross selling

5) Value pricing skills

Agenda



Quoting for work



Challenges

Costs rising

Client expectations

Automation / AI

Lack of capacity

Perception of value



Transparency

However you charge – be clear

Value higher before problem 
solved

What is public what is private?

Complexity / flexibility V Standard 
pricing





The Value Curve



Don’t rush to discount

Clients want the right fee, not the lowest

Price is rarely the issues, usually its value

It’s ok to lose clients

Are your fees: realistic, fair, profitable, value for 
money, competitive, matching clients’ 
expectations

Be proud of your fees



Do you make the value clear?

Save money

Reduce risk

Save time

“Goods are consumed, services are 
experienced” David Maister

If they want to pay less – what will they give up 
or do for you?

Fee complaints



What is included? What can the client expect?

Are variable fees really fixed?

Agreeing “extras”? Phone calls charged? Video feedback free?

Agree quality of records in advance

Agree the service



AML & Engagement letter

As quick and easy as possible

Software options

Make a lasting first impression

Ask for referrals

Advise them of other services

Contact them soon, even if no immediate 
need!



Where are you?



What do clients value?

Work done on time

Fee not a surprise

Respond queries promptly

Relieve regulatory burden

Professionalism

Parking

Correct / accurate work

Availability of principal

Great coffee

Business improvement 
suggestions

Jargon free / talk “English”

Industry knowledge

Politeness

Link with IFAs

Ability to provide probate 
services

Proactive advice
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The right client

Is there an “Ideal” client?

Good payer, no trouble, nice to 
work with?

Certain industries?

Computerised records?

Clients that want to grow?

Good recovery?

Does our pricing match the client 
we want?



Analyse your client base

A: Low 

problem

B: Medium 

problem

C: High 

problem

1: High fee 9 points 6 points 3 points

2: Medium fee 6 points 4 points 2 points

3: Low fee 3 points 2 points 1 points



Pricing 
compliance work?



Timesheet

Probably made up

Software cost

Time cost

But still useful?

Guide not a Template?

Time taken good starting point for 
compliance work



Fixed V Variable

How fixed – per client type?

Is variable fixed in reality?

How much “unlimited extras”?

Do we care if some in profit, some 
in loss?



Different work, different prices

Might be easier in different entities

Can then change branding, culture, processes

Easier for others to refer to you?

Might fix regulatory issues (e.g. probate / Audit)







They WHY…

Doesn’t work for all 
services

Can then lead to 
cross selling

Might work for a 
group of clients



Cross selling



Cross selling

I’m an accountant not a salesperson

Ultimately, we want to retain the client:

Happy with service

Feels price is fair

Recommends you to others

So overselling not an option

Maximise lifetime value of client



Cross selling

However, cheaper to get existing client to buy 
more than to get a new client

They may need help!!!

They may like being given options



Cross selling

Checklist

Prompt

Newsletter



Inner Circle of Trust – David Maister

Inner Circle of Trust

Range of 

services

Trust

Inner 
Circle of 
Trust



Added value
• Cashflow/working capital Alerts

• Heads up – VAT, Payroll & other tax bills

• Video of the accounts review

Unlimited phone/email support
• “for all the quick queries we all have from time to time”

Age Profiling
• Wealth Management

• Succession planning

• Probate

Industry niching
• Business Advisory

Compliance -> Added value



Emotion (Stress or Happiness)
• How much happier would you be if……..?
• That’s bad! We had better meet asap!

Time
• What would you do with the time we have created 

for you?

Greed
• How much will this earn/save you…….?
• What would be the cost for you to replace what we 

are doing..?
• What will you use the savings for ?

Fear
• What would happen if we didn’t ……?
• Why take the risk ?

Adding value - the triggers



What keeps you awake at nights?

If price was not an issue what role would you 
want us to play in your business?

What evidence will you need in 6 months to 
decide if you’ve made the right decision to 
appoint us? 

Take notes of the meeting

Powerful Questions



Value pricing 
skills



Timesheet?

Different rate for different work?

Replacement cost

Percentage of tax saved 

Combination of charge-out rates and success 
fee 

Success fees 

Percentage of business done (wealth 
management/financial services) 

Percentage of estate resolved through probate

Value Pricing Skills



Client X asks for something

5 hours research

Client will only pay / We only feel 
comfortable with £250

Write-off £500

Client Y asks for something similar

1 hour to adapt to them and discuss

Charge £150 and feel happy

When timesheet fails?



“The last time we did that sort of work we 
charged £xxx – is that ok?”

“Oh no, you get my time for free – it’s what’s 
between my ears that you are paying for.”

“It isn’t 5 hours of work you are paying for, it’s 
25 years’ experience.”

“It’s not about how many hours I spend 
getting this done, it’s about getting it done as 
quickly as possible – isn’t it?”

“So now you’re penalising me for being good 
at my job!”

Value pricing skills - scripts
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