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Pricing Policies for Professional Firms | Learning Objectives and Assessment tasks 

Area Module Learning objectives Assessment tasks 

1 The psychology 
of smarter 
pricing strategies 

1. Understand the core principles associated with 
setting, getting, managing and reviewing the price 
associated with accounting and advisory services 

2. Explore the psychology of smart pricing strategies 
for accounting and advisory services 

3. Review the strengths and weaknesses of your firm’s 
current pricing policies 
 

1. As a group, critically review the way prices are set within your 
firm. To what extent do you believe that prices are relevant to 
both cost and value of services provided? Where is there 
scope to increase price for service?  

2. Establish a simple procedure for setting price for services, 
referring to slides 22 and 23.  Identify 3 core services and 
break them down into their individual components. Ask each 
team member to provide a fee for service with rationale. 
Compare and review. 

3. Establish a pricing committee and agree on core terms of 
reference for the group. For example, which fees / proposals 
will be reviewed by the committee? What key parameters will 
be considered when reviewing fee proposals? 

4. Start developing your list of  potential SMART actions as per 
the template provided. Ask each team member to develop 
their own list of actions. At this stage, don’t assess the 
urgency of these actions, just consider their importance. 
 

2 The continuum 
of pricing 
options for 
advisory firms 

1. Explore the range of different pricing arrangements 
available when providing advice to your clients 

2. Identify which of these pricing arrangements you 
currently use and which may be of value in the 
future 
 

1. Document the firm’s approach to the setting of price for 
compliance and advisory services. Highlight all options 
currently provided or available to clients at this time.  

2. Explore how you can incorporate pricing options in your 
proposals to clients. Consider whether you have the 
opportunity to change the way you charge clients based on 
their financial issues and needs. Document your potential 
approach. 

3. Are there some situations where you will continue to use a 
time cost approach when discussing price with the client? 
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Document how this will be communicated to the client so that 
you still have the opportunity to discuss other pricing 
arrangements in the future. 

4. Continue developing your list of  potential SMART actions as 
per the template provided. Ask each team member to 
develop their own list of actions. At this stage, don’t assess 
the urgency of these actions, just consider their importance.  

 

3 Pricing ground 
rules for 
compliance and 
advisory services 

1. Identify the key differences between pricing for 
compliance vs advisory services 

2. Put in place a step by step process for developing 
your pricing options for compliance and advisory 
clients 

 

1. Does your firm / do you separate compliance from advisory 
work when presenting proposals or discussing fee for service 
with clients? What can you do to clearly communicate the 
difference between services which are highly leveraged and 
those that require expert advice? 

2. Consider how you go about pricing advisory services? How 
could you develop a pricing model based on the value of 
services to clients? Refer to slides 23,24, 25 and 27 in the 
support materials. 

3. Based on your learnings from the first 3 modules of this 
course, identify up to 5 policies relating to pricing that will 
provide a more proactive approach for yourself and/or your 
firm. You might like to consider the continuum of fee 
arrangements, the separation of compliance and value-added 
services, the use of proposal documents and the re-
engagement of existing clients. 

4. Continue developing your list of potential SMART actions as 
per the template provided. Ask each team member to 
develop their own list of actions. At this stage, don’t assess 
the urgency of these actions, just consider their importance. 
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4 Negotiate the 
fee for service 
with clients up 
front 

1. Understand the service selection and decision 
making process from the client’s perspective  

2. Understand the differences between engagement 
letter, service contract and service level agreement 
and explore the role each plays in negotiation the 
fee  

3. Develop a step by step process for successfully 
negotiating a fee which takes into account both 
compliance and advisory components of the service 
to be provided. 
 

1. Identify projects and matters that should require a formal 
proposal. Discuss how this proposal will be presented, who 
will be responsible, how pricing will be determined. 

2. Put in place a formal process for monitoring the status and 
outcomes of all proposals to existing and new clients. Use this 
to discuss what’s working and what should be improved.  

3. Agree on a formal process for discussing fee arrangements 
with existing clients. Consider the value of annual re-
engagement in reframing the client relationship and 
reviewing scope of work and fee for service.  

4. Continue developing your list of potential SMART actions as 
per the template provided. Ask each team member to 
develop their own list of actions. Consolidate all actions into 
one spreadsheet for ongoing reference and review. 

 

5 Manage work to 
the agreed scope 
and fee 

1. Explore the challenges that accounting and advisory 
firms face in managing client expectations in relation 
to scope of work and outcomes 

2. Develop a step by step process to manage scope of 
work in relation to both compliance and advisory 
services 

1. Identify key elements of your firm’s client service charter or 
value proposition that relate to price. How effectively is this 
communicated to clients? Do staff behave in a way that 
supports these statements? What could be improved? 

2. Consider your role in managing client expectations as matters 
and projects begin. What actions could you take to ensure 
that client engagement and satisfaction is high in the first 3 
months of an ongoing advisory project? 

3. Develop solutions to address the list of ‘ongoing client issues 
associated with pricing’ in slide 17. Share with colleagues if 
appropriate, ask them for their feedback. 

4. Continue developing your list of potential SMART actions as 
per the template provided. Ask each team member to 
develop their own list of actions. Consolidate all actions into 
one spreadsheet for ongoing reference and review. 
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6 Address changes 
in scope of work 
and pricing 

1. Put in place a process for dealing effectively with 
variations in scope of work 

2. Develop effective options for dealing with client 
concerns in a proactive way 

3. Implement a process for regular formal review of 
outcomes, scope of work and fee and identify clients 
who would benefit from this. 
 

1. Review the process the firm has adopted to establish the right 
fee for advisory services up front. Consider what further steps 
could be taken to ensure that the fee takes into account the 
full nature of advisory projects. 

2. Identify how variations in scope of work are managed within 
the firm. Who is responsible? Are these issues dealt with 
proactively? What needs to change in order to take better 
control of pricing as matters proceed? 

3. Review the 10 steps process outlined in this module and 
identify specific actions that need to be implemented to 
better manage scope and fees as jobs proceed. 

4. Continue developing your list of potential SMART actions as 
per the template provided. Consolidate all actions from the 
course to date into one spreadsheet for ongoing reference 
and review.  

 

7 Increase fees for 
advisory and 
compliance work 

1. Explore the psychology of changing fee for service 
with reference to Weber’s law. 

2. Put in place a step by step process to increase fee for 
service based on increased cost of service delivery or 
increased value of service. 

 

1. Put in place a process for reporting on the gross profit 
associated with each client group (revenue less 
disbursements less value of WIP). Share the initial report with 
the team and discuss. 

2. Critically review the 10 proposed steps for increasing fee for 
service (refer to slide 26). Which of these should the firm 
consider implementing as part of its pricing policy? Develop 
specific actions for at least 3 of these steps. 

3. Decide on the process for reviewing scope of work and fee for 
service associated with each client. Consider (a) internal 
review, (b) discussion with client and (c) proposal for re-
engagement based on internal and client discussions. 

4. Continue developing your list of potential SMART actions as 
per the template provided. Consolidate all actions from the 
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course to date into one spreadsheet for ongoing reference 
and review.  

 

8 Establish and 
manage fixed fee 
pricing 
approaches 

1. Develop a formal process for establishing a fixed fee 
for service that will take into account variations in 
the scope of work 

2. Deal effectively with clients who demand more 
service for the agreed fixed fee 

3. Put in place a process for providing existing clients 
with options for periodical payment of fee for 
service 
 

1. Identify clients within your firm who could be introduced to 
fixed fee pricing arrangements. Using the 7 step process 
outlined, put in place a process to introduce fixed fee pricing 
to these clients. 

2. Identify the key challenges that your firm faces in 
implementing fixed fee arrangements for ongoing advisory 
work with clients. What actions could you consider to address 
these challenges? 

3. With reference to slide 36, identify some key steps that your 
pricing committee should be taking to put in place a formal 
fixed fee pricing policy within your firm. 

4. Continue developing your list of potential SMART actions as 
per the template provided. Review your consolidated SMART 
action spreadsheet and identify the top 3 actions for 
implementation in coming weeks.  

 

9 Deal effectively 
with price 
sensitivity from 
clients 

1. Explore what ‘price sensitivity’ really means in 
relation to client perception of value for service 

2. Identify the key actions that managers and partners 
can take to reduce the impact of price sensitivity on 
the decision making process. 

 

1. Identify the top 3 challenges that your firm faces in relation to 
price sensitivity. Consider the cause of these issues. What do 
you currently do to manage these issues? Is this either 
effective or appropriate, based on the learnings from this 
module? 

2. Revisit the manner in which you determine value for service 
(beyond time cost). Do you feel that your pricing truly reflects 
value? What actions can you take now to address this, with 
both new and current clients? 

3. Develop an internal policy focusing on managing client 
expectations in relation to price sensitivity. This policy should 
include (a) offer of alternative packages or options, (b) 
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demonstration of value to client, (c) staged delivery and 
payment plans    

4. Continue developing your list of potential SMART actions as 
per the template provided. Review your consolidated SMART 
action spreadsheet and identify the top 3 actions for 
implementation in coming weeks.  

 

10 Establish internal 
pricing policies 
for success 

1. The 5 policies that must be considered for a firm 
wanting to take control of pricing 

2. How to effectively use a ‘pricing committee’ to help 
managers and partners to achieve better returns for 
projects and assignments  

3.  How to overcome internal resistance to the 
establishment and implementation of a pricing 
policy for your firm 

 

1. Critically review and discuss the 8 key steps in implementing a 
pricing policy (slide 4). AT this stage of the course, where are 
the strengths and weaknesses in your firm’s pricing policy. 
What could you do differently? 

2. Critically review your firm’s pricing committee and suggest 
improvements. Consider team objectives, membership, 
referral guidelines, review process. 

3. Identify the key challenges associated with implementation of 
your firm’s pricing policy and suggest solutions. Incorporate 
these in your SMART action list for this course. 

4. Review your consolidated list of SMART actions from this 
course. Establish timelines and responsibilities if not already 
done. Agree on frequency of follow-up meetings to discuss 
progress and agree on next steps. 
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