NOTES ON RAISING YOUR FEES
Adapted from a Speech Given by Alan Weiss to National Speakers Association


Alan Weiss is a “consultant’s consultant.” What he has to say about raising consulting fees applies directly to attorneys, insurance agents and other professionals too. His constant emphasis is on the concept of adding value. Find out exactly what the client wants to accomplish, what the perceived long-term value is, their time constraints and their budget. Offer the client a range of options. Then collaborate on a win/win fee proposal. Stress the client benefits, not the features of the products or services.

Additional points raised by Alan Weiss include the following:

1. Establish value collaboratively with the client.

2. Try to base fee on value, not the task.

3. Try not to use time as the basis of your value.

4. Don’t stop with what the client wants.

5. Think of the fourth sale first. Fees are cumulative not situational.

6. Engage the client in diagnosis. Don’t be prescriptive.

7. Never voluntarily offer options to reduce fees.

8. Add a premium if you personally “do it all.”
9. If you are forced to consider fee reductions, reduce value first.

10. Provide options every time with the choice of “yeses.”
11. Always provide an option that is comprehensive and over budget.

12. As easy as possible, ask the QGTRIFH: (Questions Guaranteed To Raise Initial Fees Higher) What are your objectives?

13. Broaden objectives as appropriate to increase value.

14. Ensure that the client is aware of the full range of your services.

15. If something is not on your playing field, subcontract.

16. Always ask yourself, “Why me, why now, why in this manner?”
17. Determine how many options the client perceives other than you.

18. Use proposals as confirmations not explorations.

19. When asked prematurely about fees, reply “I don’t know.”
20. If you must lower fees, seek a quid pro quo type of barter.

21. Do not accept troublesome, unpleasant or suspicious business.

22. When collaborating or subcontracting use objective apportionment.

23. Any highly paid attorney must bring in new business not merely deliver.

24. Seek out new economic buyers laterally during your projects.

25. It is better to do something pro bono than to do it for a low fee.

26. Fees have nothing to do with supply and demand, only with value.

27. If you are unaware of current market, offer fee ranges.

28. Psychologically, higher fees create higher value in the buyer’s mind.

29. Value can include subjective as well as objective measures.

30. Introduce new value to existing clients to raise fees in these accounts.

31. Do not accept referral business in the same business as the referent.

32. When forced into phases, offer partial rebates to guarantee future business.

33. At least every two years, consider jettisoning the bottom 15% of your business.

34. Start with payment terms maximally beneficial to you every time.

35. Offer incentives for on time full payment.

36. Never accept payment subject to conditions to be met upon competition.

37. Focus on improvements not problem solving.

38. Provide proactive ideas, benchmarking, best practices from experience.

39. Practice stating and explaining your fees.

40. Always be prepared to walk away from business.

To learn more about Alan go to www.summitconsulting.com 

