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Fee Setting Calculator 
 
The most successful coaches use a formula to determine their fees.  Here’s how it 
works: 
 
Fee Computation Worksheet 
 

1. Annual Income Goal  $_________________                  
 
How much do you want to make as net (after expenses) from your practice each year?  
One way to determine this, if you are just leaving a salaried job, is to add 10 to 15 
percent to your previous salary – giving yourself a raise to compensate for the risk of 
going into your own business! – and use that as your goal.  (This is only to calculate 
your coaching monthly fee, so if you expect to have income from other activities, 
exclude that from this computation.)  
 

2. Annual Overhead    $_______________                    
 
Now, analyze what costs you have that are related to your doing business.  Note:  just 
because you’re running a home-based business and perhaps already have the 
computer system you’ll be using does not mean that you don’t have other overhead!  
Here are some typical overhead items: 
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OVERHEAD CALCULATION 
(Monthly amounts – average if necessary) 

 
Office rent      $ 
Clerical support     $ 
Telephone      $ 
Postage      $ 
Copying/printing     $ 
Automotive      $ 
Employment taxes     $ 
Personnel benefits     $ 
Insurance      $ 
Licenses      $ 
Publications      $ 
Professional dues      $ 
Stationery and supplies    $ 
Accounting and legal services   $ 
Travel       $ 
Office equipment     $ 
Marketing (25-30% of your time x your  
 Daily Labor Rate – see below  $ 
Professional development (10% of your time  
 x your Daily Labor Rate – see below) $           
 
TOTAL:      $ 
 
NOTE:  Only list indirect expenses here; direct expenses (i.e. those which you wouldn’t 
have incurred unless you were doing this project) are charged to clients! 
 
Note:  This overhead calculation includes appropriate amounts of your time spent 
marketing and doing professional development, so that you end up actually getting paid 
for those otherwise non-billable time. 
 

3. Subtotal (add 1 and 2)   $_______________  
 
Now, add the figures in number 1 and 2 to get a subtotal.   
 

4. Profit (10-25%)    $_______________                  
 
Next, add a profit margin of anywhere from 10 to 25 percent.  (After all, you’re not in this 
business just to break even, right?) 
 

5. Annual Revenue Goal   $_______________ 
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Now, add items 3 and 4 to get your annual revenue goal.  But you’re not finished yet!  
You still need to calculate what this means per month: 
 

6.   Divide A.R.G. (#5 above) by 12 to  
 get monthly goal    $_______________ 
 
7. Divide A.R.G. (#5 above) by the monthly fee you want to charge to see how 
many clients you need for a full practice 

 
And finally, you need to figure out how many clients, at what rate, you will need to be 
working with to meet this monthly goal.  You can continue to adjust the variables until 
the number of clients and the monthly fee are in line with your desired number of 
working hours. 
 
Here’s an example: 
 
EXAMPLE: 
 
1. Annual Income Goal   $100,000 
2. Annual Overhead   $  53,000 ($50,000 expenses +  
        marketing and profess- 
        ional development time  
        per formula on overhead  
        computation sheet) 
3. Subtotal    $153,000 
4. Profit (10% of subtotal)  $  15,300 
5. Annual Revenue Goal  $168,300 
6. Divided by 12 months =  $  14,025 
7. Scenario 1: Divided by $500/mo = 28 clients 
 Scenario 2: Divided by $750/mo = 19 client/mo. 
 (Could also divide by desired number of clients to determine monthly fee, e.g., divide 

$14,025 by 20 clients = $700 each to meet goal) 
 
Final step:  determine whether number of clients is feasible to see within, e.g. 12.5 
days/month to be billed (depending on what a “day” is for you – 3 hours? 4 hours?  6 hours?).  
See next section to help you determine your billable days per month. 
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FEE COMPUTATION WORKSHEET 
 
 
1. Annual Income Goal   $_______________                  
 
 (previous salary of $              plus 10-15%  
 raise of $             = $             ) 
 
2. Overhead     $_______________  
 
3. Subtotal     $_______________                  
 
4. Profit (10-25%)    $_______________                  
 
5. Annual Revenue Goal   $_______________ 
 
6.   Divide A.R.G. (#5 above) by 12 to  
 get monthly goal    $_______________ 
 
7. Divide A.R.G. (#5 above) by the  

monthly fee you want to charge to see  
how many clients you need for a full practice          _______ clients at 
$__________ 

 
 
Daily Labor Rate 
 
The one remaining variable that you must compute is your Daily Labor Rate – that is, 
how much income – on average – you must generate daily from coaching to meet your 
goals.  It’s not as simple as dividing your annual income goal by 365, since you won’t be 
working 365 days per year.  But how many days will you work?  That is an individual 
choice.  But let me suggest that, at a minimum, you deduct: 
 

1. 104 weekend days (52 weeks x 2 days) 
2. 10 vacation days 
3. 5 days of professional development (or more, depending on you) 
4. 48 days of marketing time (4 days/month = 25% of your total time) 

 
That totals 167 days, deducted from 365 leaves 198 potentially billable days.  You may 
also wish to deduct a certain number of days (maybe 10 percent of the total or another 
20 days) for practice management and administration, since that is not billable time.  So 
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that leaves you with 178 days, the number you divide into your annual income goal 
(item 1 in the formula) to get your Daily Labor Rate.   
 
Annual income goal  Example: $100,000 
$100,000/178 = $560 per day = Daily Labor Rate 
 
You multiply this by 4 days per month (25% of 12.5 billable days) for marketing in your 
overhead calculation, and by 1 day per month (10% of 12.5 billable days) for 
professional development  
 
Once you have determined your basic rate, use these guidelines to set your final fee 
level: 
 
1. Compare your daily billing rate to the median rates charged by others in your 

specialty  
2. Modifying factors to fee as computed: 
 

a. What the competition is charging 
b. Your geographic location 
c. Your degree of specialty, amount of experience, uniqueness in field and any 

additional credentials or qualifications 
 
3. If you travel to meet with a client face to face, it is typical to charge a “per diem” fee 

that includes hotel, meals, ground transportation, and incidentals (air fare is billed as 
a direct expense).  Average range:  $200 to $400, depending on geographic 
location. 

 


