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1. BRAD FARRIS MAKES MORE MONEY  
Brad Farris is a principal advisor of Anchor Advisors and helps lead businesses 
and their  owners into new levels of growth and success. He also cohosts the 
Breaking Down Your Business podcast with Jill, so be sure to check it out over 
here.

Brad tells everyone to raise their rates.

Once upon a time, Brad was busier than he wanted to be. He was feeling the 
financial pressure. So he asked himself:

“If I won the lottery, how would my business change”?

He enjoyed his business and wanted to keep doing it. He wanted to work with the 
most committed business owners where he could provide the most value. 

How could he be more intentional about the work he was taking? 

He figured out that the people who were getting the greatest value from him 
would be willing to pay more. 

Lots of business owners are not making a lot of money and no one says anything. 

At my next new client meeting, I just doubled my ask. I had no rational, so I just 
tried  double. The person bought. It was awesome!

2. PEOPLE WILL VALUE YOU MORE  
At a higher rate, people will value you more.

3. PEOPLE WILL RECOMMEND YOU MORE  
At a higher rate, people will recommend you more because you are more 
valuable to them. 

A testimonial included, “Brad can really help your business but he is really 
expensive and totally worth it.” That is a money referral. That is the best 
referral ever!

https://community.foundingmoms.com/c/the-chat
http://breakingdownyourbusiness.com/
http://breakingdownyourbusiness.com
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1. THE VENN DIAGRAM
Draw a big Venn Diagram (3 overlapping circles): 

2. THE WORK WE LOVE

The top circle is the work we love to do (eating chocolate doesn’t count, this is 

work that feeds our soul.)

3. THE WORK PEOPLE WILL PAY US TO DO
The second circle is work people will pay us to do.

4. THE THINGS YOU ARE BEST AT

The third circle is the things you are BEST at.

Burnout includes things that you’re good at, can get paid for, but don’t love.

Learn to monetize –sell differently, sell a package, or a project. 

Get better, get training, practice, mentor, get better so that you can monetize.

5. MAPPING YOUR CLIENTS
What I do with clients is take the entire client list and map each of your clients on 

your own VENN diagram. 

6. REPLACING BURNOUT
The tricky category is burnout. We have to stop doing that work. Make less 

burnout work and more love work. 

This is a practiced skill. Burnout, you’re out!

https://community.foundingmoms.com/c/the-chat
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REPLACE BURNOUT (CONT.)

Sometimes, raise the rates on the burnout work. You have to start 

understanding where people fit. 

7. FIGURE OUT YOUR PRICING

You don’t need a huge number, but you need to focus. 

First figure out what your number is (what you want to make.) Look at what’s 
out there. Lots of people think about their competitors but think about what 
you need to make.

Second, look at your clients and what other services they are buying 
(accountants, lawyers, etc.) People are paying those rates.

Third, make up a number you feel comfortable with and rolls off your tongue. 

8. DON’T DISCOUNT – EVER – EVER
 

Don’t set your price really high and then give a discount. When you start 

discounting your experience, you lose the confidence that people are paying 

you for. 

Rather than a discount, offer a guarantee. 

“I’m so confident you’ll get value, when you get the bill, send a check for the 

value you received.”  Then we can have a conversation about it and why I’m 

disappointing you. 

Challenge thrown down! Demonstrating a confident sale. If I really believe I can 

help you. 

For products, there is generally an infinite supply, so there needs to be different 

price points.

https://community.foundingmoms.com/c/the-chat
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REPLACE BURNOUT (CONT.)

For services, you can’t lower the price, but you can offer other services and throw 

in additional things. You can also reduce the scope. Let’s talk about what I can 

do for the price you will pay. Third thing, at the end of the year, I might offer a 

discount if they pay multiple months in advance. 

 Dig deep and think about why you are offering a discount. Believe. 

You need to raise your prices. You don’t want to do it in the future. Do it now! 

Raise your prices. Today is the day you want to raise your prices. 

Got Qs for Brad  Farris? Let’s talk about it!

https://community.foundingmoms.com/c/the-chat
https://community.foundingmoms.com/c/launch/raise-those-rates
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1. HERE’S SOME MATH 
Jill had a roster of 10 bands (clients) at $300 each. This is $3000 a month.

If you raise this by 20% you’ll have an additional $360. 

Jill feared artists wouldn’t pay her more. How many would say no? 
Probably two. 

Then you have 8 bands and you are making $2880 ($120 less but two  
fewer bands)

For the next band, you ask for $400. The first two say no. Then the third s 
ays YES. 

Now you have 8 bands at $360 and one at $400, so now you’re making $3280 
for 9 bands. 

The ones you are going to lose are getting the least value and are the farthest 
from where you are. 
 
Grow your business without going insane. 

https://community.foundingmoms.com/c/the-chat
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1. RAISE PRICES
Now how to actually do it. It’s scary. 

2. DON’T RAISE YOUR PRICES WITH YOUR EXISTING CLIENTS 
Let’s not mess with the clients that are paying our bills.  

The next time you meet a new prospect, so there is no risk at offering a  
higher price.  

What if I need that client? I could really use this money... 

The more you focus on the high value clients then you’ll be more focused and 
more confident. You know you can get more of those prospects.

3. IF YOU “NEED” TO CLOSE THEY WILL SENSE YOUR FEAR 
People can smell your fear. If you really need it, you will lower the prices.
 

They want to hire someone to help them. They need help like you need to close 

the deal.

4. PITCH THE NEW PROSPECT AS YOU ALWAYS DO AND AT 
THE END PRESENT THEM WITH A NUMBER THAT WAS HIGHER 
THAN IT WAS BEFORE. 
You do that, they say yes, and it feels amazing! They are crazy! You’ve already 
picked people you’re going to offer value for. 

If you’ve done it for ten new prospects and they all say no, you’re not too high.

If they say that it is SO expensive, you agree, yes it is, we talked about how 
solving this problem is really critical for you to solve. So if I pay you, it’s going to 
happen, we are going to solve your problem.

https://community.foundingmoms.com/c/the-chat
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5. DESPERATION SALES REPEL CLIENTS, CONFIDENCE SALES 
CLOSE CLIENTS.  
You are not conning someone, you have the confidence to deliver value and 

solve a problem for someone.

This is something you need to practice over and over again. It might not work at 

first but it will get easier. 

6. FIND IDEAL CLIENTS 
You’ll notice that you look at your old clients differently. The people who are 
paying you more make you feel a little resentful. 

Now it’s time to go back to your old clients and raise your rates. So as of, a month 
from now our new rate is going to be X I want to give you a chance to finish up if 
you want, or it’s going to be a higher rate. 

Older clients have said no, it’s okay, the people who said no were kind of a pain, 
they came to me because it was cheap, it’s a terrible relationship so it’s okay to 
walk away from those. 

You can offer them to finish up the work, but they maybe have to pay up front. At 
some point, the old rate is done.

7. MATH FOR MAKING SENSE 
You’re not done. You have to keep raising your rates. Every year raise 5% rather 
than 20%.

I know a coach who charges more money for each additional client. Each client 
gets better value so they pay more. 

Another client raises her rates every July 1. Set the expectation. 

https://community.foundingmoms.com/c/the-chat
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You have to keep raising your rates.

Brad appeared at the 2014 Founding Moms Conference. I’ve talked to multiple 
women who have had huge success. I have never heard anyone say it  
doesn’t work. 

Raise your rates today! Until people are screaming at you, you are not high 
enough. 

Last thing, go to enmast.com. There are lots of tools and templates. Get in and 
give it a try.

https://community.foundingmoms.com/c/the-chat
http://enmast.com/
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RAISE YOUR RATES MAD LIB

Once upon a time, there was an entrepreneur named _______________.  She realized 

                     (female name)

she was busier than ________________________. She was feeling __________________.

                                       (British swear word)                                               (feeling)

If I won ____________________, how would my business change? 

                         (sum of money)

She enjoyed  ___________________ and wanted to keep _______________ it.

                                 (occupation)                                                         (action)

She  wanted to work with __________________ where she could provide 

                                            (celebrity)

________________________.

                    (adjective)

Lots of ____________________ owners are not making a lot of _______________. 

                         (occupation)                                                                          (currency)

She  wanted to be _______________________.

                                     (adjective)

At her next _______________ meeting,  she just ___________________ her rates. It was 

                           (adjective)                                                   (adjective)

_____________. It was ______________________. It felt ________________________.

         (feeling)                                    (feeling)   (feeling)

The person bought. It was _______________________.

                                                       (feeling)

https://community.foundingmoms.com/c/the-chat
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VENN CLIENT MAPPING

Work people pay us to doWork we love Things you are best at Burnout

https://community.foundingmoms.com/c/the-chat
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MATH WITH JILL

YOU HAVE X 
CLIENTS

NOW LET’S 
RAISE  IT 20%

THEY PAY YOU X 
DOLLARS/MONTH

REALITY HITS!

YOU MAKE X PER 
MONTH

RAISING OUR ASK!

Jill’s Example:  10

Jill’s Math

$300 x .20% = $60

$300 + $60= $360

Your Example:

Your Turn:

Try It!

$300

Oh no! Two clients left.

$360 x 8 = $2880

($120 less, but less work)

$3000

Jill now asks for $400 

Two say no, but three 

says YES!

CURRENT 
CLIENTS

NEW CLIENTS SUCCESS!

Jill now has 8 x $360 = 

$2880

Plus, she has 1 x $400 =

$400

Jill with 9 clients:

$2880+$400= $3280

https://community.foundingmoms.com/c/the-chat
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FINDING IDEAL CLIENTS PITCH PRACTICE

1. When you meet a new prospect, there is no risk at offering a higher price.

You’ll say:

They want to hire someone to help them. They need help from you.

2. Pitch the new prospect as you always do and at the end present them with a 
number that was higher than it was before.

OLD NUMBER:______________  NEW NUMBER: _________________

3. If they say it is SO expensive – you agree!

You’ll say:

REMEMBER: Their problem is critical to solve. You can help them solve it. You are 
expensive. You are worth it. We are going to solve your problem. Confidence sale.

https://community.foundingmoms.com/c/the-chat


14 LET’S CHAT: FOUNDINGMOMS.COM/CHAT 

THOUGHTS? PUT ‘EM RIGHT HERE:

https://community.foundingmoms.com/c/the-chat
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