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4A - Service and Price Exercise

You now know who you are, what you are an expert at doing and who you want to serve. You have also worked through some sticky money hang-ups that may have been preventing you from receiving the value of your what you are worth for many years.

Now it’s time to create the programs and service you plan to provide and set the value in a way that supports your efforts and moves your clients forward!

Part I
In your journal, or below, make a list of everything you provide for your clients. Dig deep, I want you to list every activity and tool.


Short Example:
	Experiential learning with horses
Reflective nature time
Private coaching 
Group coaching
Worksheets and Templates
Copy editing
	Recording of calls
Private Facebook group
Newsletter
Virtual training
In-person workshops / retreats




LIST:


[bookmark: _GoBack]Part II
Look over the list of all the things you do with and for your clients. These are the ‘features’ of you the service you offer. 

For each feature write out 3 or more benefits your client will receive as a result of that feature. Be sure to write out the benefit as if you were talking to your ideal client. 

Example
	Features
	Benefits

	Private phone coaching
	1. We get to focus solely on your issues.
2. You set the pace of your progress.
3. You get my undivided attention.

	Experiential learning with horses

	1. You will gain confidence in your ability to ask for what you want. 
2. You will learn to trust your own intuition around important business decisions. 
3. You will receive instant (non-judgmental) feedback from another sentient being on what actions are working for you in your business and what is not!

	Recording of calls
	1. You won’t have to worry about taking notes.
2. Listening again will deepen your learning and provide new insights.
3. You have important documentation of your transformational process.



Notice how by providing the benefits of each feature it defines the value of that feature. When students ask me, “How much should I charge for a horse coaching session?” my response is always the same, “It depends.” 

Who is the client and what benefit will they receive as a result of their session with you?
I’m not going to go through a hundred possible scenarios with you here. The purpose of this exercise is to help you understand the value of what you are offering and to price your service according to its value.




Template:

	Features
	Benefits
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Now that you’ve finished coming up with a minimum of 3 benefits for every feature you offer you have a menu of items to choose from to create your own program!
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