
Further enquiries: Lynda Dean

Telephone: 03 9829 0000  Facsimile: 03 9827 5800

Email: lynda@beaton.com.au  Web: www.beaton.com.au

BEATON CONSULT ING

Pricing 
Professional 
Services

PRESENTED BY Dr George Beaton 

and Colin Jasper 
Pricing’s impact on a firm’s profitability 
is greater than any other lever
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• Professional Client Management:
Profiting from key client relationships

• Why Some Firms Fly: Accelerating
firm-wide performance in 
professional service firms

• Getting the Best Out of Your People:
Enhancing the effectiveness of
managers in PSFs 

• Winning the Talent War: Attracting
and retaining talented professionals

• Partners Inc?: Addressing strategic
aspects of law firm incorporation

• Creating a Professional Sales Culture:
Building the environment for sales success

• A Fresh Hunt for Profit: Building and
sustaining your firm’s profits

• Pricing Professional Services:
Understanding the importance 
of price and developing a 
pricing strategy 

• Managing a Professional Service 
Firm Brand: The influence of the 
firm’s brand on perceptions and
behaviour of clients and staff

• Making Rain: Strategies and tactics 
for winning new clients and 
successful business development

• Becoming a Rainmaker: 
Interpersonal skills for networking,
developing rapport and building 
trust with prospects and clients

• The Strategy Stress Test: Make 
your firm’s strategy more robust 
and strategy implementation 
more successful

Other seminars offered by Beaton Consulting include:
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Who should attend?
The seminar will benefit senior decision-makers –
including managing directors, managing 
partners and marketing directors – in all firms
that provide professional services, including:

• Accountants 

• IT consultants 

• Actuaries 

• Law firms 

• Advertising agencies

• Logistics consultants

• Investment banking

• Architects

• Management consultants

• Consulting engineers 

• Project managers

• Executive search firms 

• Property services

• Public relations consultants

The seminar will also benefit practitioners
involved in making pricing decisions who 
wish to improve their pricing capabilities.

Quotes from previous participants

Pricing’s impact on a firm’s profitability is greater than any
other lever, yet it is rarely given the attention it deserves.
While issues relating to clients, staff or utilisation demand
attention, pricing issues – and opportunities – often fail to be
dealt with effectively. As a result, firms fail to capture a fair
share of the value they create, or worse still, clients choose
alternative providers. 

Pricing Professional Services will provide you with a
comprehensive view of how to manage your pricing. 

The material presented blends leading-edge pricing theory
with contemporary practical experience drawn from a range
of professional service firms in Australia and overseas. The
material is littered with leading examples of professional
pricing practices so that participants can learn from the
innovation of others. The material also covers the challenges
of implementing pricing strategies and how to build the 
firm’s capability and effectiveness in the area of pricing. 

Pricing Professional Services

Dimensions of price
• Methods used to establish a price
• Alternative pricing structures
• The psychological impacts of price

Aligning pricing objectives to pricing outcomes
• Pricing to change clients’ behaviour
• Establishing a pricing policy
• Developing consistent pricing behaviour

Formulating a pricing strategy
• Key factors to consider
• What costs to include
• Pricing planning and strategies

Managing clients’ perceptions of price
• Knowing what the client is willing to pay
• Practical pricing research techniques
• Understanding and assessing client value

The seminar will cover

‘The seminar has provided an armoury of information to support dialogue 
on pricing objectives and strategies and the setting of guidelines’

‘Rich list of take-away ideas – pitched at right level’

‘Broke down the pricing challenge into component and influencing elements’

‘Good practical advice’

‘Good presenters – clear slides and sound examples’

‘Holistic approach to the topic’

‘Hit key industry issues well’

‘The material is presented in a very structured, methodical way’

‘Thought-provoking’

‘So relevant to our firm right now’

‘Appropriate mix between theory and application’

‘Focused, to the point’

‘Good interaction from participants, many thought-provoking anecdotes’

‘Clear and understandable models’

‘Helped reinforce things I thought about intensively but had not quantified’

‘Fresh ideas’

‘Certainly crystallised my own thinking and provided clear tools and ideas 
that I can use in my firm’

‘Re-emphasis of pricing strategy as key lever in business performance 
and some new ways of thinking about pricing’
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Relationship and
Project Pricing
(Optional afternoon workshop)

Perhaps the most challenging task faced 
in managing client relationships is 
managing pricing. 

Price too high and you lose business. 
Price too low and the firm’s profit is 
negatively impacted.

Similarly it could be argued that the most
important task faced in submitting a major
proposal is determining the right price. 

The Relationship and Project Pricing workshop contrasts pricing strategies
and tactics used to win major transactions with those used in an ongoing
client relationship. The workshop will develop your skills in:

Understanding clients’ perceptions of price 

• Picking up pricing signals and changes over time

• Justifying higher prices

• When to charge a premium and when to discount

Managing pricing at the tactical level 

• Setting pricing objectives

• Choosing price structures and levels

• Using innovative price mechanisms

• Managing different pricing strategies for different client segments

Negotiating favourable pricing outcomes 

• Building client loyalty
• Encouraging behavioural change
• Achieving win–win outcomes through pricing
• Pricing in a competitive environment

George Beaton  PhD, MBA  

is Managing Principal of Beaton Consulting and has more than 20 years’ experience as a consultant to the
professions. He is a former senior academic at the Melbourne Business School, where he taught marketing
and business strategy to senior executives and postgraduate students for more than a decade. George has
written on many aspects of marketing, including research papers, Management of the Australian Law
Practice and Marketing in Practice and has been on the editorial board of professional marketing. His own
management experience includes senior executive roles in consulting, advertising and market research firms.

The presenters

Colin Jasper  BSc, MBA

is a Principal of Beaton Consulting, with considerable experience in business-to-business and professional
services. Colin has held business planning and marketing roles with some of Australia’s largest industrial 
service providers. As a consultant his experience includes law firms, hospitality, utilities, building services, 
project managers, consulting engineers, transport, manufacturing and government services. Colin's consulting
expertise includes business planning, marketing strategy, client management, pricing and performance
measurement. He was Program Director of the Australian Graduate School of Management's Business-to-
Business Pricing program and has been a guest lecturer on pricing at The University of Melbourne. His articles
and research on pricing have been published in numerous journals and magazines and by the Professional
Pricing Society.
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Beaton Consulting
Beaton Consulting is a leading Australian firm of management consultants, working 
in three inter-related practice areas:

• Market-led strategy, driving our client’s profitability through expert advice
and facilitation in the areas of business strategy, organisation design,
governance, marketing and sales strategy, pricing and client relationship
management

• Leadership and change, assisting organisations compete through their people
by developing leaders, enhancing individual and team performance and
planning and implementing strategic change

• Research and benchmarks, providing empirical evidence – sourced from
markets, clients and staff – to inform strategic decisions, track and compare
performance, provide lead indicators and understand industry trends

The firm’s style of consulting emphasises client capability development,
creativity, co-production of outcomes and customised solutions.

Notes:
Course materials: 
The fee for each seminar includes comprehensive
printed course materials

Refreshments:
Morning/afternoon tea will be provided at each
seminar and is included in the single seminar fee.
Lunch will be provided for participants who attend
both seminars at a single venue

Registration:
Commences 30 minutes prior to seminar starting time
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