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Give more, get more 

Good, better, best 

When you set up your pricing 
packages with three leveled 
options, there will be a plan that 
fits clients of every size and 
budget. Work with your clients to 
find the best fit. 
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Value pricing of 
a Best-level plan 
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Good: basic accounting work and reporting, plus

services and deliverables the client is asking for 

Better: good + advisory in areas of need

Best: good + better + your full expertise

Plans 

• 

Most 
of your clients 
will land here 1 

Start with 1-2%+ of the client's gross revenue. For a $SM a year 
business, value pricing is $50-75k per year. 
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