
 
 

Answering the Big Q: How Much Do You Charge?  
One of the most difficult questions that you or one of your staff members may face in a day is when a 
prospective client calls and asks, “How much is this going to cost?” From the client’s perspective, that's a pretty 
reasonable question. Most people want to know what they're going to pay before they purchase a good or a 
service.  

From the providers perspective, from the law firm, you don't know what level of service this person is actually 
purchasing. You don't know what they're going to require, or even want. Is it going to be some simple reciprocal 
I-Love-You will? Or is it going to be trust with testamentary trust built in and income tax planning and estate tax 
planning and so forth? Obviously, the reciprocal will is going to cost something less than the full blown estate 
plan.  

How do you answer this question? You want to be upfront; you want to be transparent. Everybody wants to be 
that way, because if we don't appear to be transparent, if we don't appear to be upfront, we're certainly not 
going to gain a prospective client’s confidence.  

What a lot of firms do is they'll start with this: they'll say, “Well, our fees start at our re vocable living trust 
packages start at that's the minimum fee.”  

Of course, why would a firm do this, they don't want to run the client off, they don't want to scare them with an 
ultra-high fee. They figure let's just tell him where our fees start at, but they go up from there. Is that 
reasonable? If you read Robert Cialdini, he's a psychology professor at Arizona State University, and he's written 
two marketing books. One was called Influence. It was written back in the 1980s, and it was actually his way of 
telling the public how not to be influenced by marketers. But what that book became was the marketing Bible 
for anyone in the field.  

One of the things that he points out in Influence is when you say, a low number, you anchor the client there. I'm 
sure this has happened to you, as it's happened to me a number of times, where you get around to finally 
quoting them the fee after the initial consultation, and instead of your lowest fee, (let's say your lowest fee was 
$3,500) you're quoting them $7,000. What's the client's reaction?  

“I thought that was going to be $3,500!”  

They were anchored at $3,500. Whether that's for right or wrong, that's where their expectations were. So, 
what should you do? Should you anchor him at a high number?  

“Some of our clients have paid us $50,000 for their state plan.”  

Well, what's that likely to do? For many clients, they'll run screaming from the building, “that is way too 
expensive for me! That's nothing that I'm going to be willing to pay!”  

And you say, “Well, wait a minute. That's only what this one client needed, because he had all sorts of different 
aspects to his particular state plan.”  

There's a conundrum here, where do we go? Do we go high? Do we go low?  

  



 

 

By the way, that's going to be the subject of our Practice Xcelerator Preview Event on September 17. That's a 
Friday at noon eastern time. I'm going to go through this in great detail with all of you as to what you should be 
doing when the client asks a question of how much it's going to cost.  

In fact, if you follow the right process, I think what you'll find is that your average estate planning fee is going to 
increase by 25%, 30%, even 50%, without you changing your fee structure without raising the fees for what you 
do.  

If you tune in to our zoom class, it's virtual, it's free. Please do register. We have a link attached, and of course, 
there's a lot more to learn than just that. That's something that we're going to be covering in Practice Xcelerator, 
October 27th and 28th, on Captiva Island, Florida.  

I hope that this intrigues you, and I hope that you do tune in, because it's going to be a very valuable lesson that 
you're going to learn in only about 45 or 50 minutes.  

To your bigger future, this is Craig Hersch. 

https://4freedompractice.com/pxrt

