
MODULE 3, EX 3
PRICE YOUR OFFER

Part 1:

Do you already have a strong feeling about what your program should cost?
Write it here, and feel free to Part 3, the Gut Check meditation.

Part 2:

Here are some questions to journal on if you’re not sure what the price needs
to be:

Consider the value of the result of your program...

What is that worth to people? What have they paid to try and solve this
problem already? What have your clients paid in the past? What do you see
people paying for this elsewhere? What do you THINK your clients would pay
for this?

Consider your credentials, years of experience and life experiences...

Make a list of all this stuff, go crazy! What makes you the practitioner you are
today?
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Consider the Money to Energy Exchange Rate...

How much actual time will your program take to deliver? Will the rate you are
currently considering have you feeling generous with your time and energy
with your clients? Or might you feel bitter and overworked for what you’re
getting paid?

Consider how much money you spend in your BUSINESS and LIFE...

What is your overall financial goal? What portion of that goal do you want to
earn from this program? What are your actual business expenses? What
might you NOT be charging your clients for at this time that you need to be?
How might this shift what you consider charging for your program?

What’s your fee at this point in the process? Go with your gut.

We’ll call this your Baseline Fee.

Part 3: The Gut Check Meditation

Imagine seeing an email receipt pop into your inbox from a client who just
paid you for the program they’re about to begin with you. There’s a number
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on it . . . what is it? Does that number resonate with you? How does it feel in
your body as you read that email? If it feels right, great!

Now, check to see what happens if you make the number a little higher.
Visualize another $100 or $500 added to that number. Take a moment for
this.

If it feels uncomfortable, try to notice whether it’s a good edge . . . bold, but
right-on, true to the value, or if it truly feels too high for where you’re currently
at in your business journey.

Do you need to lower it a bit? Add a little more? Breathe into each number
you try until you find the one that feels just right.

What’s your number? Say it Out Loud - How Does it Feel?

Is this number the same or different from the previous exercise? Which feels
better if they’re different?

Write down your fee here that currently feels most right. We’ll call this your
Baseline Fee. You can always change it.

Part 4: Your Aspirational Fee:

This section is optional. If you want to charge more for your program, but
you’re not ready to charge that price NOW...

Do the meditation again, but before you start, feel into the fee you’d like to
charge in say a year from now when you’ve run the program a couple times,
and you’re feeling very confident about the transformation that’s happening
for folks.
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This is your Aspirational Fee. You can set this price as your “goal fee” for one
year from now (or whatever time frame makes sense to you) and increase it
each time you offer the program.

What’s your Aspirational Fee?

Finally, what would it feel like if you charged the Aspirational Price now? This
is simply a way to see where you’re at and if your Baseline Fee or Aspirational
Fee is closer to what feels right.
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