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Do these 5 Things to Improve How You Price Your Coaching | By Ruby McGuire
October 4th 2019

Let's talk pricing! That taboo topic that nobody likes talking about. Isn't it weird how we can talk about so many things, but money? Ooh, no! That triggers so many awkward thoughts, beliefs and emotions.
The thing is, if you're running your own business, you're going to have to get comfortable talking about money. Because if you don't, you'll just have a hobby.
You're in business. You're in business. You're in business!
It's important you know this, as being in business, means you charge for your services! Full. Stop.
What are your own concerns around pricing?
Are you worried about people being able to afford you? Maybe you're worried if you put your prices up you'll lose clients, or worse, that people will judge you and think, "Who do you think you are?".
It's all good...
It's good for everyone to have a price that works for you, and your prices in place. It keeps things simple.
It's good for your clients - to commit to coaching by paying a reasonable price. Think of how much more you value something when you've paid for it.
And it's good for you. You can turn your passion into a profitable business. And I'm not talking about being unscrupulous, but charging your clients for the transformation that coaching can bring.
Here are 5 Helpful Tips around Pricing:
1. Change your limiting stories!
It's more than likely that you find it easy to spot your client's limiting beliefs. Now it's time to spot your own!
You know the drill, but just in case you need reminding:
· Ask yourself what your own beliefs are when it comes to pricing your services.
· In what areas, specifically, are you worried about your pricing?
· What's underneath that worry? And what's underneath that?
· Do these beliefs support and empower you?
· Take a moment to recognise the impact these limiting beliefs are having on your business.
· Decide whether you want to hold onto them or whether you want to install a new empowering belief instead.
· Gather evidence for your new beliefs.
Action: Do some work around your own limiting beliefs about pricing. You could also get the help of a coaching buddy - sometimes we just can't see what's blocking us. As one of my coaching friends says, "Even Tony Robbins probably doesn't get breakthroughs on his own!"
2. Never charge what you're worth!
Instead charge what your services are worth. This is different to what you're worth - please don't mix up the two. And I don't say this lightly.
When you place a number on what you think you're worth guess what happens when people don't pay it - you feel worth-less! So, when you charge what you think you're worth then when someone says they can't afford coaching, you will equate that to you not being worth it. That's just rubbish!
You will always get people challenging your rates, and that's ok. That's their stuff. And if people are questioning what you charge then they may not be right for you, they're not your dreamie clients.
I want you to think more in terms of what the work you do is worth, because your worth can't be priced! You're fabulous, remember?
There are lots of other coaches out there that your non-dreamie clients can work with more cheaply.
Plus, when you price yourself too cheaply, people may wonder what the catch is.
Remember there is such a thing as perceived value...
I can remember years ago I was selling some of my hand-made cards and they just wouldn't sell at my then £1.50 price mark. A friend of mine took them from me to sell, doubled the price and I couldn't keep up with the demand. So what was happening there? It's perceived value.
Sometimes we like to feel we are buying something with a slightly higher price tag because it equals quality. The cheapest isn't always the best option.
So, are you selling at a discounted rate because you're scared of putting your price up? I know you want to feed yourself, pay your bills etc. but avoiding the discomfort of putting your prices up - and offering your services at bargain basement prices is not the answer!
Action: Remember to charge what your services are worth, not what you're worth!
3. Know your dreamie clients
I mean, REALLY know your dreamie clients.
· What makes them tick?
· Consider their problems and issues: What keeps them up at night?
· Goals: What do they want?
· What is going on in their heads?
· How can you create an emotional connection with them?
Knowing the price point to choose comes down to who your dreamie clients are. It's crazy charging a £500 an hour if your dreamie clients just can't afford that. You won't get very far and will get defeated very quickly. But if you were a coach for 'big business' leaders, then that price point might fit!
And remember to create services and packages that your dreamie clients need! A great way to get to know what to create for your dreamie clients need, is to ask them. Have conversations with them to find out what they are struggling with and work out how you can help.
Then, build in tiers where people can move up to the next stage of working with you, that way you'll always have more that you can offer. As clients move up the different levels, there will be more added value and/or more access to you.
Action: Get to know your dreamie clients deeply!
4. Don't give away your goldfish!
If someone doesn't choose to buy from you don't fall into the trap of giving everything away to them. This is SUCH an easy trap to fall into. We think, ooh I'll add this and this and that! But then all you do is overwhelm them - and make them wonder if you're the right person to work with.
Consider you are in, let's say John Lewis, (a high quality UK department store). What would you think if someone came up to you as you were looking at a gorgeous outdoor table and chair set and they said, "If you buy it now I'll throw in an extra chair, an umbrella, some cushions, some candles, a barbeque" etc. You might grab it with both hands for sure. But equally you would be telling others how desperate they were to sell you that table and chairs. You'd probably be walking away thinking, "Well I was seriously considering buying it anyway". Or worse, "What's the catch, what's wrong with it?"
There is nothing worse than desperation.
Really, nothing. People can smell it a mile off. So, don't lower yourself by throwing everything away.
You're fabulous at what you do. And if you're in training or the early days of your coaching business, you will be once you start building your coaching skills. Trust that you're a professional!
By all means add in a bonus, but not things like a yacht, a trip to the Bahamas and 50 free hours of coaching with you! You don't need to throw in your hubby, kids or goldfish to entice them to work with you. Just one or two simple bonuses - that way you won't be starting the relationship off on the wrong foot.
Action: Write down 2 different bonuses you could offer for people wanting to work with you. They don't have to be high cost, they just need to be high perceived value. For example, it could be a super useful worksheet, an audio, some kind of digital content.
5. Check out the competition but don't compare bananas to socks...
Obviously it makes business sense to check out the competition. We all need to be aware of what others are charging.
What doesn't make sense is comparing yourself 100% to the competition. It's like comparing bananas to socks - they are two different things! They are not you. And while they may do similar things, they don't do them in the way that you do. You bring your own unique take on it, your different life and work experiences, your training might be different. There are always several factors at play in your pricing strategy.
Then, once you've gathered the information from your research you can choose what your price point is. But use other's pricing as a guide only. Why?
· Other people's pricing might be too high or too low! They might not be overly confident in their own abilities so they're undercharging, or they might be over confident about the transformation they offer and are overcharging.
· And they may not be a direct match for you to compare against. What if they don't have the same dreamie clients? What if they have less experience?
· There are lots of "What ifs?"!
Action: Do some market research to get a sense of what others are offering. But remember to use the information wisely - just as a guide.
Wrap-up
You took a risk to set up your business, now you need to take a risk that you are good enough. You can do this. Don't apologise in any way for what you're putting out there. Being afraid is a good thing; it pushes you beyond your comfort zone and improves your confidence in the process.
Choose to be confident that your product is fab, not cheap. We can be great at underplaying ourselves. We assume that everyone knows what we know, and that's often not the case.
So, when considering your pricing strategy and/or packages you will need to figure out how everything fits in with what you're offering. Remember to factor in the time it took to create your package(s). People are buying your time - and expertise.
And importantly, be YOU. Honestly this truly will set you apart. People want to work with you.
So, we've gone through 5 areas to consider around your pricing:
1. Change your limiting stories.
2. Never charge what you're worth!
3. Really know your dreamie clients!
4. Don't throw in everything - your hubbie, your kids and your goldfish...
5. Check out the competition but don't compare bananas to socks!
Remember you're running a business, this isn't just a little hobby. And if it is a hobby, that's OK - maybe that's the right thing for you! But if it IS more than a hobby to you, then you need to be making a profit. Your business shouldn't be costing you more money than you're making.

