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One of the principal reasons why 

professionals undercharge is that they 
forget to ask a few basic questions 

before quoting a fee. True, there are 

other reasons too, such as lack of 

self-worth, but even experienced, 

confident professionals can forget to 
establish a few basic parameters for 

the project they are quoting for. 
 

If you want to charge premium 

fees, you want to be fluent in the 

following types of question. For 

the purpose of this article, I'm 

selecting just four. Let's say the 

client says, "Before going any 

further, how much is this going to 

cost?" 

 

1. "To give you a budget 

guideline, may I just ask you a 
few questions?" 
 

It's reasonable that you would 

need some key items of 

information in order to give a 

guideline about price. It's far more 

credible than plucking a number 

out of the air, or avoiding the 

question. This question is 

particularly useful as it allows you 

to make space for other 

discovery questions. 

 

2. "What's the deadline?" and 

"What's driving that?" 
 

Time is a crucial factor in 

negotiation. However, the 

purpose of this question is not so 

much to identify a date, as to find 

out what's behind that date. An 

office move? A regulation change? 

A system no longer working? This 

is your gateway to the business 

and operational drivers that 

dictate the value of the project. 

 

3. "What prompted you to 

look for external support?" 
 

Over the years, I find that this is a 

very revealing question. Real 

buyers are able to answer it 

specifically, often only too willing 

to describe previous failed 

attempts or disappointed 

expectations. Others might 

express their wish to do some 

aspects of the job in-house. You 

will usually be glad you asked. 

 

4. "Where would you expect 

to see the first benefits?" 
 

Professionals who know our 

value-centred sales approach will 

know where this is going. The 

purpose of all of these questions 

is to move the conversation from 

a "dual on a narrow ledge" called 

Price, to a wider space where 

Value can be discussed. The key 

to premium fees lies in value, not 

in skill with numbers. 
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 

 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article.  

 

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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