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Agenda

1) Quoting for work

2) Where are you?

3) Pricing compliance work
4) Cross selling

5) Value pricing skills
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Quoting for work



Challenges

Costs rising

Client expectations
Automation / Al
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




We charge an hourly rate for the time spent on a matter, subject to a minimum fee of £3,000 plus VAT. Normally costs range from £3,500 plus VAT to
£7.500 plus VAT although more complex estates could exceed £8,000 plus VAT.

We will maintain clear communication channels with regard to costs throughout the course of the matter and aim to report to you on costs at least once a

quarter.
Indicative cost for our Grant Only service:

e for a fairly straightforward estate: £3,500 plus VAT to £7,500 plus VAT + Disbursements

e for a more complex estate: from £8,000+ plus VAT + Disbursements

Disbursements

Disbursements are costs related to your matter that are payable to third parties. We may handle the payment of disbursements on your behalf to ensure a
smoother process. We may ask for payment on account. Typical disbursements will include:

« Court application for probate, currently £273;

« Copies of the probate certificate, currently £1.50 each;
+ Land Registry searches, currently £3 each;

o Will search, currently £126;

» Financial Assets and Liabilities search, currently £240;
» Cost of placing statutory advertisements;

¢ Cost of valuations from third parties.

e Cost of insurance from a third party.



The Value Curve

Value to client

C
A :
A; agreed price BEFORE job starts
§ B
| B; perceived value by client AFTER the
’ - job finishes
Start 30% End Time
of job Budget of job C; the revised price once realised

Rule quote was too cheap



Be proud of your fees

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




Fee complaints

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?
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Agree the service

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



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!
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Where are you?



What do clients value?

Work done on time Business improvement
~ee not a surprise suggestions

Respond queries promptly Jargon free / talk "English
Relieve regulatory burden ndustry knowledge

Professionalism Politeness

Parking _ink with [FAs

Correct / accurate work Ability to provide probate
services

Avallability of principal
Great coffee

Proactive advice
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The right client

Is there an “ldeal” 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 B: Medium C: High
problem problem 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
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Pricing x
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)




the
o accountancy
partnership

E Get An Instant Quote

or call today 020 3355 4047

Cheap online accountancy services for a
low, fixed monthly fee

Prices start from just £24.50 per month

v Your own dedicated accountant

v Completion of your accounts and tax returns

v Simple online accounting software

v And much more

B Get An Instant Quote




No fixed term contracts

We are the best value for money online accountancy service in the UK. Fact.

n £°

Sole Traders Limited Companies Partnerships

From £24.50 per month From £54.50 per month From £24.50 per month

Simplicity and complete accounting support Expert accountancy assistance for your A friendly and comprehensive accountancy

for an unbeatable price growing business enterprise service for you and your partners

B Get An Instant Quote B Get An Instant Quote B Get An Instant Quote




They WHY...

Doesn’t work for all
services

Can then lead to
cross selling

Might work for a
group of clients

Why choose The Accountancy Partnership?

Our cheap monthly payments allow you to spread the cost over a whole year

s

Our personal touch

We don't do 'account managers'. When you join
you will get your own dedicated accountant who

will get to know you and your business in detail.

Simple bookkeeping software

You'll receive free access to Pandle, our intuitive
and easy to use bookkeeping software. Now used

by over 85,000 businesses around the world.
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Unlimited expert advice
Your accountant will akways be on hand to

answer your gquestions. You can contact them via

email, phone, or with a video call.

We will never tie you in to a long-term controct. You are free to leave whenever you want, we're just confident you won't want to!

6!"

Cheap monthly fees

Spread the cost of your accountancy fees over a
whole year. As all your returns and filing are

included, there will never be any hidden costs.

LN
&

e,

Regular deadline reminders

Qur automated email reminders inform you of
when your accounts and returns are due, helping

to ensure you never miss a deadline again.

ao0

Tax efficiency reviews

Your dedicated accountant will conduct tax
efficiency reviews to make sure your business is

operating in the most tax efficient way possible.
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Cross selling



Cross selling

I’'m an accountant not a salesperson

Ultimately, we want to retain the client:
Happy with service

~eels 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

Inner
Circle of
Trust




Compliance -> Added value
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




Adding value - the triggers

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 ?




Powerful Questions

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
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Value pricing
skills



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




When timesheet fails?

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




Value pricing skills - scripts

“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 | 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
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3) Pricing compliance work
4) Cross selling

5) Value pricing skills
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licence/version/3/).

Where reference is made to professional body websites, the copyright for the material in
guestion is retained by the relevant professional body. UK Accounting, Auditing and Ethical
Standards are © Financial Reporting Council Ltd (FRC) (https://www.frc.org.uk/about-the-
frc/procedures-and-policies/disclaimer-and-copyright).

20:20 Innovation cannot accept responsibility for any person acting or refraining to act as a result
of any material contained in this document or information otherwise shared during or after the
training course to which it relates.

2020

INNOVATION

YISION | GROWTH | SUPPORT

2020Innovation.com



https://linkprotect.cudasvc.com/url?a=http%3a%2f%2fwww.nationalarchives.gov.uk%2fdoc%2fopen-government-licence%2fversion%2f3%2f&c=E,1,ADlOWIMFAgnZbjaCR38FBu2HnNlwEyn64xUpU0g1BiylQlp7Ro92ioBu-rP9IHh9cstfs6biFOinmKusJotNhvKGiGG6GQI1FrPL303cpw,,&typo=1
https://linkprotect.cudasvc.com/url?a=http%3a%2f%2fwww.nationalarchives.gov.uk%2fdoc%2fopen-government-licence%2fversion%2f3%2f&c=E,1,ADlOWIMFAgnZbjaCR38FBu2HnNlwEyn64xUpU0g1BiylQlp7Ro92ioBu-rP9IHh9cstfs6biFOinmKusJotNhvKGiGG6GQI1FrPL303cpw,,&typo=1
https://www.frc.org.uk/about-the-frc/procedures-and-policies/disclaimer-and-copyright
https://www.frc.org.uk/about-the-frc/procedures-and-policies/disclaimer-and-copyright

	Default Section
	Slide 1
	Slide 2: Agenda

	Quoting for work
	Slide 3
	Slide 4: Challenges
	Slide 5: Transparency
	Slide 6
	Slide 7: The Value Curve
	Slide 8: Be proud of your fees
	Slide 9: Fee complaints
	Slide 10: Agree the service
	Slide 11

	Where are you?
	Slide 12
	Slide 13: What do clients value?
	Slide 14: What do clients value?
	Slide 15: The right client
	Slide 16: Analyse your client base

	Pricing compliance work
	Slide 17
	Slide 18: Timesheet
	Slide 19: Fixed V Variable
	Slide 20: Different work, different prices
	Slide 21
	Slide 22
	Slide 23: They WHY…

	Cross selling
	Slide 24
	Slide 25: Cross selling
	Slide 26: Cross selling
	Slide 27: Cross selling
	Slide 28: Inner Circle of Trust – David Maister
	Slide 29: Compliance -> Added value
	Slide 30: Adding value - the triggers
	Slide 31: Powerful Questions

	Value pricing skills
	Slide 32
	Slide 33: Value Pricing Skills
	Slide 34: When timesheet fails?
	Slide 35: Value pricing skills - scripts

	End
	Slide 36: Agenda
	Slide 37


