
BMS Coaching 

 

Pricing Do's & Don'ts 

DON’T… Use words like “price, cost, buy or discount.” 

DO… Always say “invest or investment”. 

DON’T… Discuss the investment until you’re sure they are a fit. 

DO… Get clear about the type of person you want in your program and 
definitely listen to your intuition about who is (and who is not) a fit.  

DON’T… Allow a client to renegotiate their deposit. How you handle 
payment sets the tone for your credibility throughout the program.  

DO… Always make the deposit non-refundable. This is their 
commitment to their transformation.  

DON’T… Undercharge, as it devalues your credibility and reputation. 
People respect what they pay more for. 

DO… Remember that your clients aren’t investing in you, they are 
investing in themselves through you. 

DON’T… Base your pricing on time. Clients are investing in results, 
attention and accountability to move forward. 

DO… Have your client sign a simple agreement 



DON’T… Decide what someone can or cannot afford. You have no idea 
how powerfully someone can step up when it’s for something they 
really want. 

DO… Adopt the mindset of holding your clients as powerful, no matter 
what, even if they want to drop out of a program or delay their 
payments (you’ll be surprised how often this mindset will help you 
coach your client to make a new, empowered decision). 

DON’T… always post your fees on your website 

DO… Consider offering a payment plan as one of your payment options 

DO... Remember that a payment plan is a courtesy you’re offering your 
clients. They are investing in a program (not paying “month to 
month”). 

DO… Accept all 4 major credit cards. 

DO… Let your merchant provider know when big changes are coming. 
Keeping them informed will help you avoid situations of going over 
monthly limits. 

DO… Consider not accepting credit cards for higher package 
investments 

DO… Always put a time limit on when the package must be completed 

And one final DO… Expect your clients to get into action QUICKLY once 
they invest in your program. It’s often just the kick-in-the-pants they 
need and now they are super motivated!  
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