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how to know when it's
time to raise your prices
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Raise vour prices ...
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what theviie charging and then tollow suie,” s Soew
Gomez, husiness coach with Salen Traiming Internationa
and Taur Beaury Meteork in San Diepe. © Bur when vou Drices

consider the fact that 74 percent of salons and spas in the

neustry are not making a probis, you know there is somg whar her minimum average service price shouwld be: 53,300
thing fundamencally wrone wich this chinkine.” divided by 7% clienns 15 3449 per nicke

According o Gomez, the first step in hguring ou “If Stacey s actually charging 535, she mow realives
whether vou are charping what vou should s to under she's losing 59 on every dlient she sees,” Gomes save. “1f her
wiand vour cavn "|'|.|".|.-||-.|:|'..i'\-|-"'| merecrnal and pro price is acrually ar 550 then she shoauld be aware of whers
fessional. Consider the following example of what one that extra money is going, Is she saving anvehing or in-
rechnicians monthly expenses maghe look like vesting in her futore?”
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ot that you wall soll eam moee DY in the end. 1 vou're
I.II.||.|'I!_' R clients a month wath a basic fical price of 340
Still afraid of your clients' reactions
when you tell them you are going

char’s 33 300 3 msonth,™ he :-~:|1|.|||'n “If your rakse
w 543 and lose eigh cliens (or 10 percent

vourve lost 3340 thar monch. Bue vou naow have 72 clienes B0 Faise your prices?

left whao are spenading $45, and vou make 53,240 cha i

month—more money with fewer cliens, And you have Here are some additional tips to ease the process:
more time 1o spend with cach person in your room.”

A common fear s thar these dienss—rthe ones i m Give clicnts at lease six weeks notice that your
worked for monchs oo accrace and retain, and who vou Feel service fess are increasing, This gives them time
s lucky to have—will vanish if vou raise vour price even by o adjuse e the dea and to decide whether
a dollar., | apertd sy that kind of anricion s aon ||||. a oo your new prices fit inee their budgets.
thing. “Not every client is vour best client,” says s Bryan
Duracher, a business consultant and ssceess coach in Coal m Prapare an explanation for wiy your prices
Gaabdes, Florida “Moving our the bottom 10 1 15 percent are poing up. Suceass coach Bryan Durocher
of your clicntele makes room for your more sdeal clients recommends stressing your desire to continue
whi will pay the prices you ultimately want w charge. You your education §o you can provide the
have mo understand whe these ideal clienes are—how often best possible service.
dao they come and see you, how much do they make, what
ype al people are they? Answer these questions and then m Mo ewarybody will be comforrable with an
earget thar marker increase. Business coach Steve Gomez sugpests

“It's good w remember char life s noc a popularicy referring those clisnts to a leis experienced
congest, and youre not going w be able o please every- colleague whose fees are a bit lower than yours,

body,” Durocher adds. “Ban if vou mke care of vour basi
ness first, you'll be betrer able m ke berrer care of vour
clients in che bang term.”
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