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How to price for your service

Overview

One of the common issues for graduates,
and even for established practitioners is
deciding how much to charge. In fact for
many practitioners charging for their
services is an emotive issue, conflicting with
their altruistic values.

The following guidelines provide some useful
tools and ideas on pricing for your business
needs.

The power of pricing

Your price will have a significant impact on
where you position yourself and your service
in your market. There will be expectations
with the price you charge. How significant is
this with your prices? How can you match
these expectations?

For this reason you MUST consider the price
in view of the other elements of the
‘Marketing Mix’. Please see our video
collection and other factsheets for further
information.
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Pricing structures and strategies

Once you know your costs and market, you
can decide upon which strategy best suits your
purpose. If you are starting out you may wish
to get as many customers as quickly as
possible. If there is a lot of competition, you
may wish to premium price.

Cost plus

An easy way to price is to assess all your costs
and add on a fee, which acts as your profit.
This should prevent you losing money but
does not take into account the various market
factors.

Market penetration

You may charge a % less than your competitors
in order to gain a client base based on price
alone. This does not always work in this type
of business depending upon the area you are
working in as clients use a wide range of
criteria when choosing a therapist.

Premium pricing

Charging a premium rate offers flexibility of
service, where as you can add on other
benefits to your service. This could be in the
form of a typed report in a presentation
folder, ‘in-house’ tests, follow up phone call,
etc.

Package pricing

One successful strategy used by therapists is
to offer packages for a certain price. This could
be in the form of a number of consultations
over a period of time, or to include additional
support such as a phone support line, guided
shopping trip, etc.

‘Loss leader’ pricing

You may charge competitively low to
attract more clients with the view to
charge for other services or products
such as supplements, tests, additional
support, etc.

There can be ethical issues with this
approach, but can be useful if setting
prices for events, such as talks or
lectures.
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