
WHAT TO DO IF
A CLIENT SAYS
YOU ARE TOO

EXPENSIVE



HELLO

WE’RE LAURA + LAURA
 

Founders of THE HUB where we provide online
support and training for social media managers.

 
We've been in this industry long enough to have
dealt with a few 'it's too expensive' objections so
we know how to handle them. Now you will too.



When someone tells you your prices are high it is so easy to
take that personally and start questioning yourself…. oh hello

there imposter syndrome…  
 

So stop, take a step back and realise that one person telling
you that your prices are too high, doesn’t mean they are too

high! 
 

Pricing is not based on logic, it’s based on the value.  

If you don’t understand how they have come to the decision
that you are too expensive, you can’t overcome the objection.

 
Is it that they don’t have the budget to pay your fee, or is it that

they don’t realise what they are getting for the price?
 

Uncovering the reasons is key. If they genuinely cannot afford
it then that is on them, not you.  And as much as you might want

to reduce your fee to get the work, you’ll probably end up
regretting it in the long run.

TAKE IT WITH A PINCH OF SALT
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FIND OUT WHY THEY CAN’T AFFORD IT
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If you are going to reduce your price then it is important to retain
the value perception by reducing your offering too. Setting the
price aside, discover if your proposal provided everything they

were expecting.  
 

If it does then go back and ask “what parts of the proposal
would you like me to remove to bring the price down for you?”
Asking this question will show them that if they don’t want to pay

full price, they won’t be able to get the full value.
 

And if they actually want everything you’ve offered to them then
this question might prompt them to reconsider your original fee.
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You don’t always have to reduce your price. Instead reframe
things to ensure the potential client is focusing on the value

rather than the cost.
 

You could consider offering a free trial for 7 days or a reduced
introduction fee for their first month so they can see exactly

what they are going to get for their money.
This won’t work for everyone but you could give a free audit or

similar in order to win their trust and show the value in what
you can do for them.
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DON’T REDUCE YOUR PRICE

CONSIDER AN INTRODUCTION RATE
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If they don’t want to pay for your full management option,
perhaps they might prefer some in-house training or a power

hour?
 

Giving alternative options instead of negotiating on your
original price can often lead the client to seeing the value in

your original proposal.
 

If it’s going to cost them £500 for you to do it for a whole month
or £350 to spend a day learning how to do it themselves, and
they’d still have to do all the work, it suddenly makes your

price seem very reasonable.

GIVE ALTERNATIVE OPTIONS
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Not all businesses are going to be able to afford you, it’s
unrealistic to think that they will. 

 
And that is fine, there’ll be plenty of people who can afford to
work with you and will value the service you provide to them. 

 
Being realistic about how much ‘spare’ cash a small business

might have is key.
Your offer to a small one man band is likely to be very different

to that of a network of high profile gyms for example.

BE REALISTIC
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The more time you are working with low paying clients, the
less time you have available to work with clients who will pay

more.
 

If you want to increase your income it makes much more sense
to work with a small number of high paying clients, than a

large number of low paying ones.
 

MAKE ROOM FOR CLIENTS WHO CAN
AFFORD YOU
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Print the following sheet as a reminder for when clients have
price objections. Stick it on your desk, put it in your diary, hell

frame it and put it on the wall if it'll help put the imposter
syndrome back in it's box!

 
Click here to see if you are actually UNDER CHARGING!

WHAT TO DO NEXT?

https://jointhehub.co.uk/hourly-rate-calculator/
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TRYING TO GROW
YOUR BUSINESS?

It's designed to make your life as a social media manager
a little easier by providing you with the things you need

to attract bigger, and better paying clients to provide you
with a reliable and consistent income.

 
We’re giving you all the tools you need to find, onboard

and work with clients in a professional way, that turns
them into repeat customers.

CHECK OUT
THE SOCIAL MEDIA MANAGERS TOOLKIT

click here to read about 
THE TOOLKIT

http://www.jointhehub.com/toolkit
http://jointhehub.co.uk/toolkit

