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Wickersham FCA – public speaker and author of the #1 best-selling 
book “Effective Pricing for Accountants” – is known as the most 

sought-after profit improvement expert in the accounting community. 

Connect with Mark on LinkedIn to get free resources.

Go here if you want Mark to train you for free every month, 

https://www.wickersham.co.uk/p/free-mentoring

Visit www.wickersham.co.uk for more information.

About today’s speaker

Mark Wickersham FCA
World’s leading expert on 

implementing value pricing

https://www.wickersham.co.uk/p/free-mentoring
http://www.wickersham.co.uk/
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In order to receive CPE credit
– Be sure to sign in or scan your badge for this session
– You must stay in the session for the duration of the training
– This session is eligible for 2 hours of CPE
– CPE certificates are emailed directly to you within 4 weeks of the conference date to the 

same email address you used to register

CPE Process
CPE credit administered 

in coordination with 



Take a few moments 
to CONNECT with 
your neighbor… 
tell them your 
biggest problem 
with re-pricing 
existing clients
#QBConnect |  WiFi: QBConnect Password not required



Mark Wickersham FCA

Transitioning existing 
clients to value pricing

#QBConnect |   WiFi: QBConnect Password not required



The 3 stages of the 
value conversation:
1. UNCOVER value

2. BUILD value

3. CAPTURE value



Strategies for 
increasing price



Strategy A: Reframing

#1 Express the price different

#2 Change the reference price
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Example: Changing the reference price

In this example, we are creating a new reference price by 
explaining new clients are paying twice as much and the 
client’s fee should go from $3,000 to $6,000.

Having created that anchor we then offer a discount for 
being a great client and then use another piece of price 
psychology to make the increase seem really tiny.
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Example: Changing the reference price

“First, I wanted to thank you for being such a great client. I really value your 
business. I also need to be able to keep my own business running and it’s been a 

long time since I last changed my fees, so I want to explain my new pricing.

New clients now pay about twice as much as you do.  And I should increase your fee 

to $6,000. 

However, since you're always so good to work with, I want to give you a 40% 
discount. In Plain English that means just $50 per month more than what you're 

paying now, and 40% less than new clients are paying.

As always, you and your business are important to me, so if you have any questions, 

please email or call me and let's discuss it."



Strategy A: Reframing

#1 Express the price different

#3 Offer a choice

#2 Change the reference price
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BRONZE SILVER GOLD

Entry package Full package Premium 
package

•Essential features •Essential features •Essential features
•Extra features •Extra features

•Enhanced support

What is Menu Pricing?

Sometimes this is called BUNDLING and sometimes VERSIONING.
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Entry Full Premium

This is the 
essential stuff

This is what they 
really want

The is the best 
solution for 

them
Last year’s price plus Last year’s price plus Last year’s price 

plus
0 – 5% 20% 30 – 50%

Getting started



Strategy B: Framing and communication

#1 You’ve been listening

#3 Advance notice

#2 I thought I  already got that
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Your system for 
increasing price
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Bookkeeping for the year ended 31 December 2019
We’ve been listening to what our clients tell us and we’ve made some changes. 

Firstly our clients tell us they hate the way the bookkeeping profession prices – pricing based on 
how long the work takes which means you have no idea what the cost is until the work is finished.  
We actually hate it too.  It doesn’t seem fair.  So what we now do is give a fixed price right up front 
so you can plan and budget.

Secondly our clients tell us they want choice.  They don’t want a one-size-fits-all solution.  Not only 
that, increasingly people are telling us they want us to go beyond processing the transactions and 
help them run a more successful business.  For example, many of our clients want us to help them…

So we have three packages for you, which we call Entry Bookkeeping, Full Bookkeeping and 
Premium Bookkeeping. Entry Bookkeeping is what we currently do for you.  If that is all you need 
you can keep with that offering.  And if you want us to help you in other areas you can choose one of 
the other two packages.



21 #QBConnect@wickersonabike

Entry bookkeeping
Insert monthly price + 5%

Highlight who this is for and 

the key benefit

Full bookkeeping
Insert monthly price + 20%

Highlight who this is for and 

the key benefit

Premium service
Insert monthly price + 40%

Highlight who this is for and 

the key benefit

Bookkeeping for the year ended 31 December 2019
Here are those fixed prices right up front. 

Present your solution and options in detail – consider an appendix for the detail.

Responsibilities and scope of work.  Explain what is outside the scope of work.

What happens next?



Your power 
strategies



The 3 stages of the 
value conversation:
1. UNCOVER value

2. BUILD value

3. CAPTURE value



Your power strategies

#1 Survey your clients

#3 Test, measure and adapt

#2 Repeat every year

#4 Face-to-face







What are you going to do next?
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Questions?
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Rate this session
1. Select Sessions 2. Select Title 3. Add Rating
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Material Download
Session slides can be found on the QuickBooks Connect agenda page

https://quickbooksconnect.com/agenda/

1) Find the session on the agenda

2) Select + for more information

3) Download PDF of slides
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