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$etting Your Fee$ 
as an Organizer/Productivity Professional 

 
 

Learn how to set fees that will sustain 
you and your business. 

 
The 3 most important financial principles 

and an easy-to-use formula 
to establish an individualized fee structure 

that will ensure a profitable organizing business. 
 

This is the only workbook available 
that walks you through the maze of calculations 

to determine your minimum base fee. 
 

Work the figures and you will be armed 
with knowledge to state your fees with confidence. 

 
It is your business. 

Take the time to make it profitable. 
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Chapter 1:    Introduction 
 
 
 
 
 

 
 

 

“It is not from ourselves 
that we learn to be better 

than we are.” 
Wendell Berry 
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Why This Workbook 
 

Repeatedly, I am asked, as a mentor and vet-
eran organizer, how to set an equitable fee 
schedule for hands-on-organizing. Usually, the 
inquiry comes from someone who is just start-
ing his/her own organizing business and in a 
quandary about what is acceptable. However, 
even veteran organizers wonder if they are 
charging enough to reap an adequate salary as 
well as enough to maintain and grow their 
business. 

This workbook is the result of those requests 
regarding how much to charge for professional 
organizing services. This is a fusion of my ex-

perience, my attitude towards money and the apprehension of 
discussing money with colleagues and clients. 

Have you ever had the following thoughts? 

 I am not really sure what my time is worth. 
 I’ve never done this type of work before. 
 I don’t know what the competition charges. 
 What if the client doesn’t have a very big budget? 
 Should I bid low so I don’t lose the job? 
 

If so, you have come to the right place to learn how to calculate 
a fee structure to make a living as a professional organizer. Once 
you understand the foundation for a financially viable business 
and calculate your minimum base fee, then you can speak to po-
tential clients armed with the knowledge that you are worth eve-
ry penny you charge. 

Best wishes for a successful organizing business.     

 Judith Ann Kirk 

Can you 

discuss 

your fees 

with the 

firm belief 

that you are 

worth every 

penny you 

charge? 
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What You Will Learn 
 
Being self-employed is not just about running 
a business; it is a way of thinking. This is terri-
tory where there are no benefits or retirement 
plans built into a weekly paycheck. There are 
no time clocks or afternoon breaks. It is up to 
you, the business owner, to set your schedule, 
conserve your energy, and insure that your ef-
forts are financially feasible. 

Money is not a mystery; it is simply a means to exchange value.  

$etting Your Fees will show you how to establish an equitable 

fee schedule based on the amount of time you devote to your 
business, the expenses you incur, and the value you bring to the 
industry. In the end, what you charge is based on the value that 
a client receives from working with you. 

I will walk you through the steps to discover the three most im-
portant principles of running a business and lead you through a 
simple financial formula that will determine your minimum base 
fee. Work the figures and ascertain just how much you need to 
sustain the business, ensure business growth, and provide you 
with a personal salary. Throughout this process, you will trans-
form the way you think about money, time and energy because 
there is more to life than nine-to-five. 

Learn the important facts, work the formula, and go forth with 
confidence knowing that your fees are based on value.   

 Understand the concept of perceived value 
 Be confident in knowing what your time is worth 
 Learn how to maintain a financially feasible business 
 Work the formula and develop a fee schedule that is 

right for you 

Do you 

understand 

what being 

your own 

boss 

implies? 
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Measure of Success 
 

$etting Your Fees is a stepping-stone 

to self-discovery. It is your opportunity 
to know a little bit more about yourself, 
your clients, your business and your po-
tential future as a professional organiz-
er. Take as much time as you need to 
work through all the aspects in this 
workbook and through the process you 
will expand your thinking and beliefs. 

We all have different opinions about what to do, how to do it and 
how to charge for those services. No matter what route you de-
cide to take, the only thing that is important is what is right for 
you. It is not easy to stay your course when family and friends 
are telling you something different. Yet, all the answers are with-
in you—your inner wisdom. Allow yourself to make the choices 
that are right for you. When in doubt, ask yourself the questions 
that Louise L. Hay states in her book, The Power is Within You.  

  

You have the power to change whenever you choose. It is a 
choice: Be yourself or struggle to become the person others 
think you should be. Only you are the authority of your life. 
When you are conscious of what is within, you begin the process 
of change. 

What you do with the information in this workbook has the po-
tential to change your thinking about money, time and energy. 
What really matters in terms of your success are the choices you 
make. I can give you the ideas and a concrete formula, yet what 

“Is this a decision that is loving for me?” 
“Is this right for me now?” 
 

What measuring 

stick will you use 

to determine if 

your business is 

successful? 
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you do with them is what counts in the end. The only person 
who is going to make a change in your business is you. 

Affirmations 

   Everything I need is revealed in perfect sequence.  

   I prosper in my organizing business. 

   I am a life-long student. 

   I am willing to change and grow. 

 

 

 

 

 

 

“No matter where you are in life, 

No matter what you’ve contributed to creating, 

No matter what’s happening, 

You are always doing the best you can 

With the understanding and awareness 

and knowledge that you have.” 
Louise L. Hay, The Power is Within You 
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NAPO Code of Ethics* 
 
This Code of Ethics is a set of principles to 
provide guidelines in our professional conduct 
with our clients, colleagues and community. As 
a member of the National Association of 
Productivity and Organizing Professionals  
(NAPO.net), I pledge to exercise judgment, 
self-restraint and conscience in my conduct in 
order to establish and maintain public confi-
dence in the integrity of NAPO members and 
to preserve and encourage fair and equitable 
practices among all who are engaged in the 
profession of organizing. 

 

Clients 

   Working Relationships 

I will serve my clients with integrity, competence and objective-
ly, and will treat them with respect and courtesy. 

I will offer services in those areas in which I am qualified and will 
accurately represent those qualifications in both verbal and writ-
ten communications. 

When unable or unqualified to fulfill requests for services, I will 
make every effort to recommend the services of other qualified 
organizers and/or other qualified professionals. 

I will advertise my services in an honest manner and will repre-
sent the productivity and organizing profession accurately. 

Do you 

 appreciate 

and respect 

your 

relationship 

with clients 

and  

colleagues? 
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   Confidentiality 

I will keep confidential all client information, both business and 
personal, including that which may be revealed by other organ-
izers. 

I will use proprietary client information only with the client's 
permission. 

I will keep client information confidential and not use it to benefit 
myself or my firm, or reveal this information to others. 

   Fees 

I will decide independently and communicate to my client in ad-
vance my fees and expenses, and will charge fees and expenses 
which I deem reasonable, legitimate, and commensurate with 
my experience, the services I deliver, and the responsibility I ac-
cept. 

I will make recommendations for products and services with my 
client's best interests in mind. 

Colleagues 

I will seek and maintain an equitable, honorable and cooperative 
association with other NAPO members and will treat them with 
respect and courtesy. 

I will respect the intellectual property rights (materials, titles, 
and thematic creations) of my colleagues, and other firms and 
individuals, and will not use proprietary information or method-
ologies without permission. 

I will act and speak on a high professional level so as to not 
bring discredit to the organizing profession. 
*National Association of Productivity and Organizing Professional  (www.NAPO.net) 
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Chapter 2:    Two Big Questions 
 
 
 

 
 
 

 
 

“We need to learn to set our 
course by the stars, not by the 
lights of every passing ship.” 

Omar Bradley 
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The big questions are: 
 
 
Can I make money as an Organizer / Productivity 

Professional? 
 

and 
 

How much should I charge for my services? 
 
 
 
 

Many organizers new to the profession ask 
these tough questions, and veteran organizers 
wrestle with the same concerns. The biggest 
apprehension in any business is how to charge 
an equitable fee for hands-on services in order 
to maintain a financially successful business.  

The amount of money you charge and how 
you communicate this fee to a potential client 
play a big role in determining whether you 
make the sale or not. Even though your busi-

ness is service-oriented, you still have to sell yourself and your 
service. Within the service industry, entrepreneurs sell their 
time. In fact, time is your moneymaking resource, but it is a lim-
ited resource. You cannot afford to give away your time too 
cheaply. 

Charge too little and you diminish your prestige in the eyes of 
your clients. You weaken the perceived value of your services 
and dramatically reduce your earning potential. A lower fee may 
get you the contract, but ask yourself if you will be happy doing 
the work for little or no profit? 

Are you 

charging 

enough to 

ensure a 

profitable 

business? 
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On the other hand, charge too much and you may price yourself out of 
the market and lose available jobs. There is a fine line in the pricing 
strategy.  

Charging too much or too little is neither profitable nor beneficial to 
you or your business.   

 

Can you make money as an Organizer and/or 
Productivity Professional? 

 
  

 
 
 
 

 
 

Of course you can,  
if you understand… 

 
• the time it takes to run a business. 
• the money involved in running a business. 
• the profit margin you expect. 
• the value of your services. 

 
 

How much should you charge for your services? 
 
To answer this question you will need to work the formulas pro-
vided. I will walk you through the maze of calculations to deter-
mine what works best for you. Setting your fees appropriately 
will ensure a salary for yourself, payment of whatever benefits 
you need, cover overhead expenses and a residual amount to re-
invest into your business. 

With your minimum base fee as a foundation, you can then ex-
amine other aspects that have the potential of raising your rates 



 Setting Your Fees as an Organizer / Productivity Professional 

©  https://judithkirk.com/                                                 - 11 - 
 

even higher. These factors include location, target market, edu-
cation, and talent/skills to name a few.  

To determine your minimum base fee, you must answer the fol-
lowing questions: 

1. How much do you need to support your personal life-
style? This amount will be your desired salary. (Page 
47) 

2. How many revenue-generating hours do you plan to 
work? Putting in a 40-hour workweek does not neces-
sarily mean you are paid for all those hours. (Page 46) 

3. What are overhead expenses for your business? Even if 
you are running this business from your home with a 
family computer, there will still be expenses. (Page 37) 

4. Have you planned for future growth? Developing a profit 
margin to reinvest into your business will insure ade-
quate funding for growth and development of new ide-
as. (Page 49) 
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Chapter 3:    Value-Based 
 
 
 
 
 

 

 

“You can make more friends 
in a month by being 
interested in them 
than in ten years 

 by trying to get them  
interested in you.” 

Charles L. Allen 
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Where’s the Value? 
 

Value is an elusive concept. No doubt, you 
have heard many people state that the value 
of your time and expertise are important fac-
tors in determining your general worth to your 
clients. When talking about value you must al-
so consider the benefit or added value the cli-
ent will derive from working with you.  

However, the word ‘value’ is meaningless un-
less expressed in financial terms. We under-
stand dollars/cents and minutes/hours, so 
stating value without a corresponding amount 

is worthless. 

The concept of perceived value is the amount you believe you 
are worth to the client. Without an idea of the financial impact of 
your work, you can only guess at the true value.  

The following chart will help you visualize the dollar value of 
time. From this perspective, you can figure what your time is 
worth depending on your projected annual salary. You can even 
go so far as to calculate the dollar value your client will reap 
from time saved with organized systems in place. Being able to 
express benefits from a financial basis will sell your expertise 
every time. 

What is the 

value of 

your 

 time and 

expertise 

 to your 

clients? 
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The Value of Time 
 

 
 
 
 
 
 
 
 

 
 

Calculations are based on 244 eight-hour working days per year: 
 52 weeks/year times five days/week = 260 days 
 260 days minus 10 vacation days and 6 holidays = 244 days 

 
              (Referenced from SBA.gov) 

Annual Salary Value/Hour Value/Minute 

$20,000 $10.00 $.17 

$50,000 $26.00 $.43 

$75,000 $39.00 $.64 
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Listen Carefully 

Before you even begin to quote a fee to potential 
clients, you need to find out what their require-
ments are, what goal they wish to accomplish and 
what burning concerns they may be facing.   

Listen carefully, as they divulge the obstacles that 
are blocking the pathway to getting organized and 
increasing productivity. Assist them in breaking 
down their concerns point by point. Then, share 
how you can help with their distress and what 
benefits they will derive from reaching their goals. 

Express benefits in terms of a measurable value – 
how much time or money will they save after 
working directly with you. 

By careful listening and possessing the ability to 
fine tune benefits, you develop a trust relationship 
even before money is discussed. You are establish-
ing real-time value. 

 
 
 

Do you 

understand 

the  

obstacles 

your clients 

are facing 

that 

prevent 

them from 

getting  

organized? 
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Pitfalls 

No matter how careful you prepare an equitable 
fee schedule, there will be financial issues that 
arise from time to time. Always stop for a few minutes and 
think before you respond to any request concerning a vari-
ant of your fees. 

It is dangerous to predict what clients perceive as a fair value or 
what their financial capabilities might be. Let potential clients do 
most of the talking during the initial telephone contact. Let them 
describe their dilemma and organizational challenges. The more 
they talk, the more they will realize the quandary they are in, 
the importance of your service, and your ability to solve their 
problems.   

Be extremely cautious when asked to work 
without pay. If you volunteer to donate ser-
vices to a worthy cause, that is great. Never-
theless, be wary when someone tries to con-
vince you to do a no-fee job or speaking en-
gagement with the rationale that the exposure 
will be good for you and your business. You 
need to do the research regarding the audi-
ence and potential publicity. Will you gain the 

recognition you are seeking? Is the time involved worth the re-
turn on your investment? 

Never assume not-for-profit organizations cannot pay your fee. 
They will find a way to pay your going rate if it is important that 
the work get done. However, if a specific organization really 
cannot pay your fee, then it is your choice to do pro bono work. 
Pro bono is a way to give back to the community while promot-
ing your business, but it will not increase your profit margin un-

Are you 

willing to 

work 

for little 

or no profit? 
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less you can capitalize on a marketing opportunity. Consider do-
ing a press release to expose your generous contribution.   

The final snare I want to bring to your attention is ‘free’ consul-
tations. Analyze whether your time and effort for a free visit to a 
potential client’s home or office is a good way to get your foot in 
the door. Be prepared to make the sale once you are there, oth-
erwise your time and efforts were wasted.   

I have heard professional organizers state that they like to offer 
the initial consultation free because this gives them the oppor-
tunity to scope out the situation. That is fine if you can stimulate 
interest without giving away your services. That is a very difficult 
thing to do. 

Here’s something to consider:  

 Does a free consult diminish the perceived value of your 
services?  

 Would charging a consultation fee increase your credibil-
ity and profitability? 

 
 

Hit or Miss 
 

If you happen to chat with my colleagues in 
Connecticut, you will discover that they believe 
my fees are secret. Not true! They are just 
flexible. Sometimes I charge by the hour, but 
that is rare. Most often, I base my fees on the 
value that the client derives from working with 
me.  

Occasionally, I have made the decision to visit a potential client 
without a charge in order to assess the current situation. This 

Do you 

know why 

you are in 

business? 
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would only happen if the initial telephone contact did not provide 
adequate information. Generally, I am able to judge the extent 
of the organizing project by asking a variety of open-ended 
questions during the initial phone conversation. When done ef-
fectively, this dialogue provides me with enough information to 
quote a fair rate.  

I also ask if there is a budget for the particular organizing pro-
ject. If I find that the budget is lower than I had expected, I now 
have the advantage of presenting options or negotiating specific 
aspects of the project rather than a whole package. 

On several occasions, I have asked what the client considers my 
services are worth. When I resort to this tactic, I am pleasantly 
surprised to learn that it is usually more than I expected. And, 
once I didn’t even charge a client and simply stated that she 
should pay me based on the value she received. 

All these cases have provided me with a greater financial reward 
than simply stating an hourly rate. I am not secretive about my 
fees. My fee schedule reflects value – the dollar value I place on 
my expertise and the dollar value my clients derive from my ser-
vices. 

In all these instances, I had been fully aware of my minimum 
base fee—the amount I needed to make from billable hours to 
keep my business viable. It is this financial knowledge that 
makes a huge difference when I speak to potential clients. I 
have never approached a project or client blindly. I do my 
homework, work the figures and proceed from an informed base-
line strategy. 

You, too, can have the confidence to establish a viable business. 
However, you must be fully aware of your minimum base fee. 
After working through the exercises, you will understand how 
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much time it takes to run your business, how much you will need 
to set aside for expenses, and what your profit margin must be 
in order to reinvest in business growth. 

 

 
 
 
 
 
 
 
 
 
 
 
 

Keep your eye on the target to 
reap the financial benefits as 

an organizer / productivity 
professional. 
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Chapter 4:    Financial Success 
 
 
 
 
 
 

 

“We make a living by what we get, 
 but we make a life by what we give.” 

Winston Churchill 
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Financial Success = Balance 
 
 
 

 
 
 
 
 

 
 

 
 
 

 
 

 
 

You create an imbalance when you… 
 

1.  Charge too little: 
 

 Diminish self-worth. 

 Decrease the client’s perceived value of the 
benefits derived from working with you. 

  
2.  Charge too much:  
 

 Lose jobs you might otherwise have secured. 

 Price yourself out of the market. 

 
There is a sensitive balance here, and successful business own-
ers know the importance of setting fees that maintain the equi-
librium. Charging too much or too little is neither profitable nor 
beneficial to you or your business.   

 

YOU CLIENT 

Time 

Knowledge 

Skills 

Benefits 
derived 
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Competitive Base Fee 
 

A competitive base fee will… 

 bring in maximum revenue without losing jobs you 
want. 

 sustain you and your business. 

 provide the financial foundation for growth. 

 

To be financially successful, fees must be set high enough to 
cover salary (yes, yours) and operating expenses, yet be com-
petitive within the market. Developing a budget will provide a 
stable financial plan that will assure profitability and success.  

New organizers right out of the corporate world are accustomed 
to a paycheck for a set number of working hours. They are often 
surprised that they work far more hours as a business owner yet 
bring in less income.  

Why?  Take a look at the next page. 
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Organization Chart 
 

 

 

 

 

 

 

 

 

 

   
 

    Hats off to the Entrepreneur 
 
 

 

 

When you are self-employed, you wear many 
hats necessary to run a business. You may be 
involved in writing press releases, reviewing 
website designs, handling the bookkeeping, 
servicing clients, fielding telephone calls and 
even functioning as the janitor. Some of the 
long, extended hours are directly billable to 
the client and other hours must be absorbed 

into the fee schedule. Understanding the difference between bill-

 

President 
YOU 

Marketing  
Director 

YOU 

Account  
Manager 

YOU 

Sales Staff 
YOU 

Customer  
Service 

YOU 

Website 
Developer 

YOU 

Customer  
Delivery 

YOU 

Financial  
Director 

YOU 

How many 

hats are 

you 

 wearing? 
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able and non-billable hours will start you on the road to deter-
mine the base fee necessary for financial success.  

 

 

Billable and Non-Billable Hours 

The key to determining an adequate fee struc-
ture is to understand the difference between 
revenue-generating hours (billable) and time 
spent to maintain and grow your business 
(non-billable).   

Self-employed means being responsible for all 
the segments of your business: administrative 
services, accounting, marketing and public re-
lations, continuing education and so much 

more. Many organizers / productivity professionals wear all the 
hats while others hire assistants. Do not be afraid to delegate 
those tasks that you are uncomfortable doing or know that 
someone else can perform more efficiently and effectively. You 
cannot do it all, so do what you do best and delegate the rest. 

 

Billable Time 

A billable hour is self-explanatory. This is the time spent directly 
with the client or working on client projects. In reality, you ex-
change this hour for a specified amount of money—how much 
money depends on your calculations. 

 

 

How many 

hours are 

you working 

in and on 

your 

business? 
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Non-Billable Time 

Non-billable hours are a little harder to factor into the construc-
tion of a fee schedule. There are many hours each week that do 
not generate revenue yet are necessary to keep the business 
running smoothly. 

These hours include corresponding with active, inactive and pro-
spective clients. They also include negotiating contracts, re-
searching, and shopping for office supplies, books, electronics, 
and software programs. Establishing a business will require 
working on the development of a website and marketing materi-
als. Do not forget to include time for banking, post office trips, 

professional and technical reading, and net-
working opportunities. Attendance at profes-
sional conferences and local networking organ-
izations are important aspects of your business 
even though they are non-income producing 
hours.  

The objective is to establish a fee structure 
from billable hours that factors in all the non-
billable hours. Understand that clients are ac-
tually paying for the non-billable hours; how-
ever, they do not see those hours on their in-
voices.   

 

Time Study 

A time study is simply a tracking system of time spent running 
your business. This analysis is a vital business practice to deter-
mine how many hours a week you are devoting to your business 
and the billable/non-billable breakdown of those hours.  

Did you 

know that 

clients 

 ultimately 

pay for  

billable and 

non-billable 

hours? 
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Tracking must include all tasks you perform—telephone calls, 
administrative duties, writing, errand running, traveling, net-
working, marketing and actual on-the-job time.  

A valid time study shows an accurate record of hours working 
the business. If you do not calculate a full day’s schedule then 
you are only guessing on time spent on billable and non-billable 
hours. Unless you make the study a routine practice, you will not 
have a reliable understanding of the amount of time required to 
run a successful business. Consequently, you will be unable to 
determine an appropriate fee schedule to ensure a profit.    

As a new business owner you may decide to spend 50% of the 
available weekly hours on client work (billable hours) and 25% 
each for administrative and marketing tasks (non-billable hours).   

Based on a 40-hour workweek, these percent-
ages correspond to 20 hours available for cli-
ent work and 10 hours each for administrative 
and marketing. However, without precise 
scrutiny of your time, you may actually be 
spending 20-30% on billable hours and 70-
80% on marketing and administrative work.  

The two examples on the following page will 
demonstrate life as a professional organizer. 
Carefully review both days and then determine 
if the income produced on Day 1 will cover the 
hours worked on Day 2.  

Time is a valuable commodity. As a hands-on organizer / 
productivity specialist, it is time that produces the income. 

 

How many 

hours a 

week will 

you be  

doing 

hands-on 

organizing? 
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Day 1 Example 

Time Description No. of 
Hrs 

Billable 
Hrs. 

Non-Billable 
Hrs. 

8:00-
8:30 

Email messages, Tele-
phone calls 

.5  .5 

8:30-
9:00 

Travel time .5  .5 

9:00-
12:00 

Client 3 3  

12:00-
1:00 

Lunch on the road 1  1 

1:00-
4:00 

Client 3 3  

4:00-
4:30 

Travel time .5  .5 

4:30-
5:30 

Administrative work 1  1 

 TOTAL 9.5 6 3.5 
(Note: If you charge for travel time, you may include those hours as billable. 
Otherwise, it remains non-billable time.) 

 
 

Notice that the total for Day 1 is 9.5 hours—6 billable hours and 
3.5 non-billable hours. By deducting the one-hour lunch, this 
leaves 8.5 hours of business time indicating that approximately 
70% of the business hours were billable.  

Is this a typical day? Could be, but chances are it is not.  Some 
days there may be no client hours and the schedule would reflect 
an 8-hour day with zero billable hours.  
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Day 2 Example 

Time Description No. of 
Hrs 

Billable 
Hrs. 

Non-Billable 
Hrs. 

8:00-
12:00 

 

Administrative work, 
Website development, 
Writing time 

4  4 

12:30-
2:30 

Network luncheon 2  2 

2:30-
4:00 

Non-client errands – Post 
office, bank, office sup-
plies 

1.5  1.5 

 TOTAL 7.5 0 7.5 

 
 
 

Will the billable hours received on Day 1 support Day 2?   

It better, if you are a business in the eyes of the IRS. 

 
 
 
 
 
Now it is your turn… 

Print several copies of the next page to track your time for a full 
week. Once you have the totals, you can analyze the percentage 
of billable and non-billable hours. Then you will have an accurate 
breakdown of how much time was spent running your business 
and how much time was income producing. 
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Time Description No. of 
Hrs 

Billable 
Hrs. 

Non-Billable 
Hrs. 

8:00-8:30     

8:30-9:00     

9:00-9:30     

9:30-
10:00 

    

10:00-
10:30 

    

10:30-
11:00 

    

11:00-
11:30 

    

11:30-
12:00 

    

12:00-
12:30 

    

12:30-
1:00 

    

1:00-1:30     

1:30-2:00     

2:00-2:30     

2:30-3:00     

3:00-3:30     

3:30-4:00     

4:00-4:30     

4:30-5:00     

 TOTALS    
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Analysis  

The following formula will help you analyze the number of hours 
you spent working your business and the percentage of income-
producing time. 

 

Total billable hours ___________    

divided by Total number of hours ___________  

 = ________ Percentage of income producing time. 

 

Master Schedule 

I have found it helpful to construct a weekly 
master schedule to plan the number of hours 
for hands-on client projects, administrative 
work, marketing, networking, travel time 
and lunch. By using a colored format, I can 
quickly visualize billable and non-billable 
hours in relation to the total workweek. I can 
even calculate the percentage of time spent 
on the different aspects of running my busi-
ness. 

You might want to expand this concept to display personal time 
that incorporates exercise, personal care, family and friends into 
your schedule. Use the following chart as a guideline to formu-
late your ideal weekly schedule. 

 
“He who fails 

to plan,  
plans to fail” 

Old military  
proverb 
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Billable Hours 
 
 
 
Non-Billable Hours 
 
 
 
 

Time Monday Tuesday Wednesday Thursday Friday 

8:00 Admin Networking Admin Admin Networking 

8:30 Admin Networking Admin Travel Networking 

9:00 Marketing Client  Admin Client Client 

9:30 Marketing Client Admin Client Client 

10:00 Marketing Client Admin Client Client 

10:30 Marketing Client Admin Client Client 

11:00 Marketing Client Admin Client Client 

11:30 Marketing Client Travel Client Client 

12:00 Lunch Lunch Networking Lunch Lunch 

12:30 Lunch Lunch Networking Lunch Lunch 

1:00 Travel Client Networking Client Marketing 

1:30 Client Client Networking Client Marketing 

2:00 Client Client Networking Client Marketing 

2:30 Client Client Networking Client Marketing 

3:00 Client Client Errands Client Admin 

3:30 Client Client Errands Client Admin 

4:00 Client Client Errands Client Admin 

4:30 Client Client  Admin Travel Admin 

5:00 Travel Travel Admin Admin Admin 

Client 

Admin Marketing Networking Unpaid 
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Analysis 

1. 9.5-hours/day x 5 days/week = 47.5 hours minus 4 hours for 
lunch each week = 43.5 hours/week devoted to running my 
business 

2. 20 client billable hours = 46% of total working hours 

3. 3 hours non-paid travel time = 7% of total working hours 

4. 10.5 administrative hours = 24% of total working hours 

5. 5 marketing hours = 11.5% of total working hours 

6. 5 networking hours = 11.5% of total working hours 

 

Question 

Will the 20 billable hours bring in enough income to warrant a 
43.5 hour workweek?  

 

Answer 

Yes, if fees are priced accurately. 
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Now it is your turn… 
 
Time Monday Tuesday Wednesday Thursday Friday Saturday 

8:00       

8:30       

9:00       

9:30       

10:00       

10:30       

11:00       

11:30       

12:00       

12:30       

1:00       

1:30       

2:00       

2:30       

3:00       

3:30       

4:00       

4:30       

5:00       
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Time Analysis Summary 

With an accurate time study, you will have a clear picture of how 
you spend your day, the total hours worked each week and how 
many of those hours are revenue generating. Then examine the 
financial bottom line of your proposed budget in relationship to 
the number of hours you worked. Are you making the amount of 
money you had hoped? 

If not, you have a choice: 

a. You can work more client hours each week 
to cover your non-billable time 

 

    or 

b. You can increase the amount you receive 
from every billable hour. 

 

The first option means working longer hours. 
The second option means working smarter. It’s 
your choice! It is easier to raise your rate than 
work more hours. As you will quickly find out, 
there are not too many more hours in a day 
available for billable work. There is always the 
necessity to factor in time for administrative 

work, networking, continued education and marketing projects. 
With an accurate time study, you will know where you stand, 
and you can easily make adjustments when and where needed.  

It is a good idea to do a monthly review of expenditure of time 
against the revenue generated to get an accurate picture of how 
you are managing your business. Get into the habit of comparing 
income and time study reports. The point is to know what your 
time is worth so you can ensure financial success without fear of 
burnout. 

Learn how 

to work less 

and make 

more! 
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Chapter 5:    Components of a  
Fee Structure 

 
 
 
 
 
 
 
 
 

“I was taught that the way of 
progress is neither swift nor easy” 

Marie Curie 
 



 Setting Your Fees as an Organizer / Productivity Professional 

©  https://judithkirk.com/                                                 - 36 - 
 

Choices 

Life is all about making wise choices and the same is true with 
an organizing business. It is your choice on how you will struc-
ture your business, what services you will perform and what fees 
you will command. Make wise, informative choices and reap the 
rewards of success and profitability.  

Establishing a pricing structure is one of the most difficult tasks 
for a business owner. Many businesses fail to make a profit 
simply because they do not consider all the factors necessary for 
a viable business.  

$etting Your Fees does not attempt to be an in-depth discus-
sion of pricing analysis. Rather, the intention is to encourage you 
to take a fresh look at your pricing strategies and provide a sim-
ple formula to establish a minimum base fee.  

It is beneficial to know your minimum base fee, but as I have 
previously stated, the actual fee you charge clients must reflect 
the value they receive from working with you. By linking the 
amount you charge to benefits derived, your clients will under-
stand and readily accept your fees without question. Likewise, 
you can increase fees by increasing value. The greater the value 
the more they will be willing to pay.  

Your fee structure and business policies are major factors in your 
public image and crucial to obtaining and maintaining clients. 
The key to financial success is to understand your minimum base 
fee and then factor in the variants that have the potential to in-
crease your worth as a professional organizer.   
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Factors to consider when determining your fee  

 
1. Overhead Expenses– Costs to start, maintain, and grow 

your business. 

2. Status – Skills, education, and experience you bring to the 
business and the industry. 

3. Geographic location – Where you predominately do your 
work—city or country, east coast, west coast, or some-
where in between. 

 

 

 

Overhead Expenses 
 

      
Determining a pricing structure can be complex 
for many business owners. Even more elusive is 
the pricing process for service providers since 

there are no raw materials or production costs to fac-
tor into an equation. A service provider tends to forget that his 
or her time, knowledge and skills have monetary value. 

Many organizers/productivity professionals skip over the process 
of analyzing costs and simply use a competitor’s price as a 
benchmark. Assuming that a competitor is actually making a 
profit is the first big mistake. The second mistake is assuming 
that someone else’s fees will be adequate for you. 

Every organizer is unique with different costs, personal require-
ments and desired profit margin. What may work for one organ-
izer may result in a loss for another. 
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Never presume you can raise your prices later or make up for a 
loss with extended client hours. This might not work to keep 
your business viable and you run the risk of being classified as a 
hobbyist in the eyes of the IRS.  

Professional organizers need to have an understanding of their 
business expenses and how these expenses affect the overall 
pricing structure. Overhead expenses are those normal costs of 
running a business that are not directly targeted to client work.  

A fee schedule that assures you will maintain 
and grow your business will provide the self-
confidence and in turn attract new clients as 
well as maintain loyal ones. Price is one of the 
first pieces of information a potential client is 
seeking. Therefore, before you hang out your 
“Open for Business” shingle, do your home-
work and know your figures well.  

 

Determining Overhead Costs 

The following page is a guideline of expense categories to con-
sider. Work the table with your own figures and add more ex-
penses that affect your particular business. It is extremely im-
portant to know your overhead expenses in order to monitor and 
control costs.  

 

Do you know 

what it costs 

to do 

business 

as a  

professional? 
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Annual Overhead Expenses 
 

Anticipated Expense Amount 

Rental space or working out of a home office 
 

Office equipment – computer, printer, telephone, voice 
mail, label maker, PDA, cell phone, camera, briefcase… 

 

Office furniture – desk, chair, lamps, file drawers, 
clock, storage cabinets… 

 

Office supplies – file folders, printer/copier paper, 
pens, pencils, stapler, paperclips, 3-hole punch, busi-
ness cards, letterhead, envelopes, stamps... 

 

Services – Post office box, Internet access, telephone 
connection, printing services, repair services, cleaning 
services… 

 

Automobile and travel expenses – leasing vs. buying, 
gas, repairs, parking, airline tickets, accommoda-
tions… 

 

Continuing Education - seminars, teleclasses, work-
shops, conferences... 

 

Publications and  subscriptions – newspapers, maga-
zines, trade journals, newsletters... 

 

Membership dues – NAPO (national and chapter), ICD, 
POC, Chamber of Commerce, networking groups, oth-
er associations... 

 

Insurance – Professional liability, bonding, business 
equipment, disability, medical, life… 

 

Salary – first yours, then others 
 

Professional fees – attorney, accountant, writer/editor, 
graphic designer, web designer… 

 

Advertising & Marketing 
 

Taxes – Social Security, self-employment, estimated 
quarterly taxes, business property taxes… 

 

 
 

 
 

TOTAL 
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Skills, Education and Experience 

 
Whether you are a novice or established in your field, value-
based fees take into consideration the skills, education and ex-
perience you bring to the business. Do you just think you are 
good, or do you have a track record to back up the fees you 
want to charge? 

Successful entrepreneurs strive to become the most knowledge-
able in their area of expertise and take advantage of personal 
and professional development whenever and wherever available.  

Continual learning is a valuable practice that 
will open the doors of opportunity and possibil-
ity.  

Obviously, pricing varies between someone who 
is just starting out and someone who has been 
in business for 5, 10 or 20 years. Experienced 
organizers generally command higher fees. Nevertheless, talent 
and specialties must be included in the equation. A highly skilled 
novice is worth more to clients than a veteran without the specif-
ic qualifications needed for the job.  

Although not required, an organizer should consider membership 
in the National Association of Productivity and Organizing Profes-
sionals (NAPO.net), the Professional Organizers of Canada 
(organizersincanada.com) and local chapters or informal groups. 
This demonstrates your commitment to the industry and your 
awareness of professional concerns. Developing and nurturing a 
professional network, both locally and nationally, keeps you cur-
rent and connected to a wide variety of opportunities.  
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If you are a new organizer and have little or no hands-on client 
experience, that does not mean you are not desirable. It just 
means you price your services accordingly.  

When I started Organizing Resources, I had 30 years experi-
ence working in corporations and medical facilities. Throughout 
those years, my organizational skills developed. However, when 
I began my business, I was uncertain and lacked confidence. My 
pricing echoed that attitude until I began to prove to myself that 
I was in the right profession. As I established credibility and built 
a solid reputation, my fees reflected self-worth. Your fee sched-
ule will also expand as your experience increases. 

Be careful not to underprice yourself. New organizers have a 
tendency to set their fees at the absolute bottom of the scale, 
reasoning that they do not have the experience or credentials to 
justify higher rates. I used this approach myself when starting 
out, and I suppose it made sense. However, clients will take you 
more seriously if you are confident and express your fees with-
out apologies. I have found that the less a client pays for a job, 
the less he or she respects the work and the person who pro-
duced it. It is all about perceived value. Underpricing has no ad-
vantage to you or your business. 

It is important to remember that you are not locked into a set 
rate because you quoted it to one client. You can experiment 
with different rates to discover the right range for your services 
and your market. You can also have different rates for different 
services with a variety of options. Be creative when establishing 
your fee schedule. As you gain experience, you will have a better 
idea of what is reasonable for each project you do.  

Keep in mind, you are billing for more than the skill of hands-on 
organizing. Education and experience are priceless, and attitude 
is a huge factor is the pricing strategy. 
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Location, Location, Location 

You have heard it said before, “Location is every-
thing.” Knowledge of the region you work in as 
well as the economic conditions that are prevalent 
there, are extremely important in establishing a 
fee schedule. Some areas command higher rates 
while other areas may require rates on the lower 

range. Your fees must reflect this difference.   

For me, it is important to determine the location of a potential 
client before we even begin to discuss fees. I learned the lesson 
of location the hard way (just as we learn most lessons). There 
was a time when I charged all clients the same fee and did not 
even think about it until I agreed to work with someone close to 
New York City, nearly a two-hour drive from my office. 

Lesson 1 was the failure to take into consideration the four hours 
spent in the car. These non-billable hours reflected lost income. 

Lesson 2 appeared suddenly as I entered the client’s street, a 
private avenue with just a few homes all of which had five-car 
garages. At that moment it struck me, I had definitely under-
priced my services.  

Lesson 3 came later that day when I realized that the services I 
provided were undervalued. Clients have a strong perception of 
what services cost. When we quote a fee lower than what the 
client is used to paying service providers, especially household 
help, the value of our services is diminished in their eyes.  

Be cognizant of location. 
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Chapter 6:    Recap 
 
 
 
 
 

  
 

“It is what a man 
thinks of himself 

that really determines 
his fate.” 

Henry David Thoreau 
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What You Have Learned 
 

 
 
 
 
 
 

 

 
 
 
 
 
 
 

 

 

 

 

 

 

 

 

 

An effective and profitable pricing schedule is not geared to mar-
ket demand or colleagues’ fees. Rather, an effective pricing 
structure takes into consideration the value of your services—the 
value of your time, the value of your knowledge, and the value 
of your skills. Know your value! 

But, remember this: The fee you eventually quote is based on 
the client’s perceived value of the benefits they will derive from 
working with you.  

+ 

= Value of Your Services 

Time 

Knowledge 

Organizing 
expertise 

+ 
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Chapter 7:    Calculating Your Base Fee 
 
 
 
 
 
 
 
 
 

“The tragedy of life doesn't lie in 
not reaching your goal. The tragedy 

lies in having no goal to reach.” 
Benjamin Mays 
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Let’s Get Started on the Calculations 
 

Step 1 - Billable Hours 
 
The minimum base fee formula you will be using a little later requires 
you to ascertain the total billable hours that you will work annually. 
This is where the time study is helpful; otherwise, it is simply a guess-
ing game. 

You may choose to use the standard 40-hour workweek or work the 
figures for whatever amount of time you determine is right for you. 

The breakdown below will help you understand how I calculated 1,000 
billable hours per year. 

 

 
 

40-Hour Workweek 

20 Billable Hours 

10 hrs. Administrative Work 

10 hrs. Market-
ing/Networking 

20 billable hours/week x 50 weeks 
(factor in a 2-week vacation) 

 

Equals 1,000 billable hours/year 
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Now it’s your turn… 
 
 
 
 
 
 
 
 
 

 
 

______ Billable hours/week x ______ weeks 
(factor in vacation time depending on your circumstances) 

 
 

Equals __________ billable hours/year* 
 
 

*This figure will be used later when working with the formula. 
 

 

 

Step 2 - Desired Annual Income 

The formula requires that you determine your desired annual in-
come. This represents the amount you want (or need) to make 
from your work as a professional organizer. By determining your 
personal requirements, you will be in a better position to state 
your desired annual income (salary). 

An important step at this point would be to develop a concrete 
personal budget in order to understand just how much you need 

____  Hour Workweek 

____ Billable Hours 

__ hrs. Administrative Work 

__ hrs. Marketing/Networking 
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as a salary in order to support your chosen lifestyle. The salary 
you withdraw from the business must cover your living expens-
es—mortgage, car, clothing, food, taxes, household expenses, 
entertainment, vacations, and so on. Take the time right now to 
determine what you personally need before continuing to the 
next step.   

A cautionary note: If you consider the salary that you received 
from a corporate job or the prevalent salary in your area for a 
similar job, you must remember to factor in the amount the 
company pays towards insurance and other benefits that you are 
now responsible to pay as a self-employed business owner. You 
can decide if you will use your personal salary to fund these 
benefits or if they will be part of your overhead expenses de-
pending on your circumstances. 

 

 

Now is the time to work on your personal house-
hold budget. If you fail to understand your life-

style needs, then you will only be guessing on what salary 
amount you wish to withdraw from your business.  

After you have mapped your personal budget, then write down 
your desired annual salary to be used when working the formula.  

 

 

Desired Annual Salary ___________________ 



 Setting Your Fees as an Organizer / Productivity Professional 

©  https://judithkirk.com/                                                 - 49 - 
 

Step 3 - Profit Margin 

One of the most important financial concepts in running a suc-
cessful business is learning about profit margin. Profit is that 
amount of money left after paying your salary and all business 
expenses. It is the positive return made from investments into 
your business.  

Profit margin is a very different concept than the personal salary 
you withdraw. You can always give yourself a raise when the 
profit margin increases. 

The word profit comes from Latin meaning, "to go forward." In 
basic language, profit is the difference between income and 
costs. It is the available revenue for growth and development 
that keeps your business fresh and viable.  

The term profit margin is generally expressed as a percentage of 
total revenue. It is important to track the profit margin since it 
allows you to keep an eye on prosperity trends.  

 

Net Income divided by Total Revenue = Profit Margin 

 

There are two ways to improve profit margin.  

 Increase prices 

 Decrease expenses 
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Overhead Expense Margin = Total Expenses + Profit Margin 

For the purpose of simplicity with the Base Fee Formula, I will 
combine the overhead expenses with the desired profit margin to 
arrive at the Overhead Expense Margin. This may be a new 
concept for you, but work through the examples and determine 
what is best for your business. 

This combination takes into consideration expenses to maintain 
your business plus a profit to reinvest for business growth. In 
the business world, this combination is expressed as a point sys-
tem: 1.5 for low overhead expenses up to 4 points for extremely 
high overhead expenses. 

 

 

Overhead Expense Margin Continuum 
(This continuum incorporates expenses and profit margin) 

 
 

     1.5                     2                           3                               4 
 
Low Expenses                         High Expenses 

 
 

 

An accurate accounting of expenses is important in calculating 
the true cost of your services. You can guess, but taking the 
time to develop an expense budget will guide you in using the 
above continuum more effectively.  

The beauty of a service-oriented business is that you can gener-
ally keep overhead expenses low unless you are in a specialty 
that requires extra operating costs.  
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Once you have calculated your expense budget, decide where on 
the overhead expense continuum you fall. If your overhead ex-
penses are considerably low, you might choose to use a 1.5-
point margin. If your business incorporates higher expenses, you 
would be better off using a 3 or 4-point margin.   

Remember this is your business, so play with your figures in the 
next chapter and experiment with the different overhead ex-
pense margin points. See how each point reflects a change in 
the base fee. 
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Chapter 8:    The Formula 

 
 
 
 
 
 
 

“Even if you're on the right 
track, you'll get run over if you 

just sit there.”  
Will Rogers 
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Billable 
Hours

Overhead 
Expense 
Margin

Hourly Base 
Fee

Working the Formula 
 
 
 

 
 

      
 
 

 
Example 1: 

$50,000/1,000 billable hours = $50/hour x 1.5 = $ 75 hr rate 
 

$30,000/1,000 billable hours = $30/hour x 1.5 = $ 45 hr rate 
 

Example 2: 
$50,000/1,000 billable hours = $50/hour x 2.5 = $125 hr rate 

 
$30,000/1,000 billable hours = $30/hour x 2.5 = $ 75 hr rate 

 
Example 3: 

$50,000/1,000 billable hours = $50/hour x 3.0 = $150 hr rate 
 

$30,000/1,000 billable hours = $30/hour x 3.0 = $ 90 hr rate 
 

Example 4: 
$50,000/1,000 billable hours = $50/hour x 4.0 = $200 hr rate 

 
$30,000/1,000 billable hours = $30/hour x 4.0 = $120 hr rate 

 
 

As you can see from the above calculations, there is a significant 
increase in the projected hourly rate as the overhead expense 
margin increases.  

An organizer/productivity professional requiring an annual salary 
of $50,000 will need to change the hourly rate as expenses in-
crease or if there is a need for a higher profit margin to cover an 
investment in growth and development.  

÷ × = 
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Now it is your turn… 
 
Work with your figures to determine your ‘Minimum Base Fee’ 
 

Desired Annual Salary $ ________ 

divide by ___________ (number of billable hours)   = 

$ ________  per hour 

multiply by __________ (overhead expense margin) = 
 

$ __________  Competitive Base Fee 
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What to do with the information 
 
Now you are armed with information to make decisions about 
your pricing strategies. Remember, the formula was designed to 
provide you with a financial baseline. From this point, you can 
factor in the aspects of skills, education, specialty, location and 
reputation to create an adequate fee structure that works best 
for you and your business. Evaluating these factors will give you 
a good idea what to project for a bottom line. If you are able to 
keep overhead expenses low, you will experience a larger profit 
margin.  

If the jobs are not filling the billable hours you set aside for cli-
ent work, then you might consider lowering your expected fee in 
order to entice more work. Be very careful whenever you make 
the decision to lower your fees below your minimum baseline. 
Do so as a promotional event or in conjunction with a specific 
celebration or holiday. That way, when business picks up again, 
you will be able to resume the higher rate by dropping the spe-
cial offer.   

What happens if the fees you calculated are too high for the 
market to bear? You can lower your salary expectations, in-
crease the number of billable hours in a year, cut operating ex-
penses, or investigate other revenue streams (such as: affiliation 
programs, writing, speaking, subcontracting, etc.)  

One of the most challenging steps in determining fees is to as-
sess your needs. Spend some time with the formula, estimate 
your overhead expenses, and establish a fee schedule you know 
is best for you. Being self-employed is not only a way of working 
and running a business, it is a way of thinking. There are no 
benefits, no set salary and no retirement plan built into a weekly 
paycheck. It is up to you to make your business profitable. 
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Chapter 9:    Getting Your Fees 
 
 
 
 
 
 
 

“Who begins too much 
accomplishes little.” 

 German proverb 
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Educate the Client 
 

So how do you get the fees that you have established? EDUCATE 
THE CLIENT! It all begins with education. Potential clients may 
not be aware of all that is required in executing and completing a 
project nor be familiar with hiring outside help.   

Start the process by assessing their understanding of the organ-
izing dilemma that triggered their call to you. Then be willing to 
spend the time to educate them on the course of action and the 
benefits they will derive from your services. Most clients will be 
more than willing to pay your fees when they understand solu-
tions specific to their needs.  

Help potential clients leap the psychological hurdles. Remember 
they called you because they have a need, and most needs are 
based on relieving pain or enhancing pleasure. Aid them in visu-
alizing a satisfactory resolution that satisfies that need. Help 
them to see that working with you will make a difference. 

Frequently, clients ask how long an organizing project will take. 
They may expect you to work with them for one or two visit or 
maybe just a few hours. When clients do not realize what is in-
volved, you have an opportunity to teach them.  

Although two projects may have the same components, the 
scope of the project may vary greatly. No two projects are ever 
the same, therefore pricing should never be the same.  

Project: Organize Desktop  

 
Estimate for Client A = 4 hours  

 Client articulated a goal and is motivated 
and committed 

 Client has set aside uninterrupted time to 
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perform the work 
 Client prepares for the first visit by eliminating all extrane-

ous material from the top of desk  
 Client has a fairly good idea what needs to be accessible 

and what can be stored away 
 Client understands required systems, although may not 

have them functioning efficiently 
 Only one person involved in the decision-making process  

 
Estimate for Client B = 3 sessions  

 Client questions whether having an organized desktop will 
make a difference in the long term 

 Client constantly answers the telephone while in the midst 
of the organizing project 

 Desk piled high with papers, magazines, eating supplies, 
personal items and doodads galore 

 Client has no idea what the final outcome will look like and 
unable to articulate a goal 

 Client needs to consult others to determine where items 
must go 

 Client cannot make decisions alone 
 

You can see how two different clients looking at a similar project 
would require some explanation to justify the cost. After review-
ing all that is involved, most clients understand the value of 
what they are paying for and agree to move forward with the 
project as long as it is within their budget. This is your oppor-
tunity to educate the client, and in return, get the fees you have 
established. It is all about value! 
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Chapter 10:    Billing Options 
 
 
 
 
 
 

“Every path has its puddle.” 
English Proverb 
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Definitions 
 Per hour: fixed rate per billable hour or portion of an hour 

for all professional time provided to the client. You may need 
to determine what portion of the billable rate you will charge 
for travel, report preparation, telephone consultations and 
other activities not performed on the client’s premise. 

 Per day or half day: flat fee for a full day or a half-day for 
on-site organizing. Clarify your definition of a day or half day, 
and articulate these restrictions during the initial client con-
tact to prevent any misunderstandings. Will you be working 
for 8 full hours? Will you be taking a lunch break? 

 Per session: flat fee per visit. Be clear about the specifics of 
what a session entails. To prevent a client from calculating an 
hourly rate, I generally avoid any reference to time, yet I 
have a timeframe in my mind. This particular pricing strategy 
requires breaking down projects into bite-size pieces in order 
to finish a task on each visit. It is important to leave the client 
with a feeling of completion and success. *For more infor-
mation, sign up for a mentoring session and I will delve into 
this topic deeper. 

 Per project: develop a price for an entire project or separate 
phases of a project. Be sure you are adept at project man-
agement. 

 Prepaid: Depending on the project, it may be necessary to 
have part or all of the fees paid up front. For example, if the 
project requires significant prep time, review of an organiza-
tion’s policies or documents, or shopping trips before an on-
site visit, a consultant needs to negotiate a prepayment poli-
cy. 
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 Retainer: the client agrees to pay a monthly or annual al-
lowance to guarantee access to an organizer’s service or ad-
vice. 

 Interim management or fill-in: special pricing option for 
staff replacement. These fees are usually lower because there 
is a guarantee of a specified number of billable hours. 

 Speaking fees or educational programs: develop special 
fees for client-specific training, workshops or seminars. 
Charging the hourly rate for a one-hour in-service may not be 
sufficient to cover preparation and travel time. 

 

Hourly Fee vs. Flat Rate 
While there is no right or wrong method when it comes to billing 
clients for your time and expertise, an improperly applied flat fee 
or hourly rate can have you earning just enough to cover your 
expenses instead of making a profit.   

To determine what method is best for you, consider the project. 
Business experts tell us that a detailed project with a definite 
beginning and ending merits a set, flat price. An ongoing, open-
ended job is a better fit for an hourly rate. Discerning what the 
client needs will guide you to the appropriate type of billing.   

Hourly rates may be more profitable and less risky because all 
the hours an organizer/productivity professional works for a cli-
ent are billable. However, a flat rate has fewer bill-
ing surprises. The benefit of a flat fee is that it elim-
inates clock watching and both the client and organ-
izer know exactly what to count on financially. Even 
complex projects can be broken down into manage-
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able bite-size portions and billed as a flat rate.     

Be sure to communicate to your client your billing policies prior 
to any job. Do you expect payment at the time of service, or will 
you issue an invoice and receive payment within 30, 60 or 90 
days?  Are you a cash-only basis or do you accept credit card 
payments? Answers to these questions will hinge on the type of 
work you do--such as, residential, small businesses, corporation 
or coaching–-and will also be a factor in your fee structure.    

No matter whether you prefer to charge by the hour, by the ses-
sion or by the project, you should know your hourly worth. Take 
some time to plug your figures into the previous formula and be 
willing to work with different combinations until you find the one 
that works best for you. 

 

Will Your Fee Make Them Faint? 
 

Deciding how to present your fee to a potential client 
is as important as figuring how much an appropriate 
fee should be. Take time during the initial telephone 
contact to listen carefully for clues that the prospec-
tive client is accustomed to working with profession-

als. Get a feeling of their experience in hiring and working with 
outside help.   

If you think they will recoil at a quoted rate, you might want to 
camouflage your fee by offering a per-project or per-session 
amount. Most clients fare much better handling charges when 
they have some idea as to the total cost rather than sense they 
are presenting you with a blank check. You may find that bury-
ing your per-hour rate increases the likelihood of getting the job. 
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By providing a set price, the client can evaluate whether or not 
accomplishing the project is worth that amount of money. 

Be aware! You need to take time to formulate your minimum 
base fee and maintain a good record-keeping system for time 
and expenses. Then you will have the information necessary to 
know how much your time is truly worth. With experience, you 
will become a pro and be able to quote a variety of fees with 
confidence.    

Just remember that the client contacted you and is seeking your 
expertise. Learn how to break down their concerns into manage-
able bite-size portions and be willing to show them how you can 
help to overcome their obstacles. Sell them on results and your 
fees will always be reasonable. Organizing is a value-driven ser-
vice. 

 

Pro Bono Work 
 

There may come a point when you are asked 
to work for no money. Spend some time figur-
ing how much pro bono work you could com-
mit to on a monthly basis. When the call 
comes in, you will be prepared with a re-

sponse. When discussing pro bono work with a fellow organizer, 
she shared this response. “I have chosen to assist one non-profit 
association per month and this month that slot is open (or not 
open).”   

If you choose to do pro bono work, consid-
er that there are pluses and minuses. You 
will have to expend some time and energy, 
but you may actually realize marketing 

Learn how 
to make 

lemonade 
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benefits or an opportunity for self-promotion. You never know! 
Nothing is ever in vain; there are always bonuses for pro bono 
work. Give back as much as possible and reap the rewards.   

 

  

 

 

Chapter 11:    Summary 
 
 
 
 
 
 
 
 

“The reward of a thing well 
done is to have done it” 

 Ralph Waldo Emerson 
 

 



 Setting Your Fees as an Organizer / Productivity Professional 

©  https://judithkirk.com/                                                 - 65 - 
 

Pulling It All Together 
 
Whether you are experienced in a particular field or just getting 
started with the organizing business, setting your fees requires a 
careful review of many elements: 

 How much time will you work directly with clients? 

 How much time will you designate for administra-
tive, marketing and networking? 

 How much money do you need to contribute to 
household expenses and customary lifestyle? 

 How much money do you need to cover overhead 
expenses? 

 What profit margin are you shooting for? 

 Do you understand the value of your services? 

 Can you articulate client value? 

 

Before you begin quoting fees to potential clients, look at the fol-
lowing questions, then give some thought to the factors that po-
tentially contribute to higher rates. When you have done your 
homework, you will be fortified with sufficient information to de-
termine a competitive base fee that will work for you. 

 Are you unique in your pursuit and target market or is 
there competition in your area from fellow organizers?  

 If there are other organizers, will your colleagues share 
their experiences with you? It does not hurt to ask. How-
ever, do not be devious about this process. Be upfront 
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with your request and chances are colleagues will be up-
front with you. 

 Are your competitors' services similar to yours or do you 
offer a distinctive specialty? 

 How many years of experience and what education cre-
dentials do you have in your particular field? 

 Where are you located geographically? What is the aver-
age labor force receiving as a base salary? 

 What start-up costs and overhead expenses will you 
have?  Are you setting up an office in rental space or 
working out of your home?  

This list could go on and on. Answering some of these basic 
questions should provide you with an arsenal of information to 
analyze what the best rate will be for your needs. Whatever 
price you calculate, be confident that you are worth it.  

There will always be someone who will charge less. However, 
whether they are as skilled as you is another question. Setting 
your fee is not about a colleague’s fee, whether in your town, 
another city or another state. It is what you can establish as 
your own self-worth and be able to say it with confidence. Rates 
need to be relevant to what will support you, not based on what 
others are charging. There are no perfect answers about what 
fees are best. Know your numbers well, and then go with your 
instinct. Never compromise on values and goals.  

There will be a time (or two) when a prospective client selects 
another organizer because his/her prices are lower. Do not fret. 
Remember, you want clients that understand the value of your 
services. If they choose on price alone, they may not be ideal 
clients for you.  
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Your knowledge and talents are valuable. In order to provide a 
service to your clients, you have to believe in yourself. Evaluate 
what you are charging and be sure it brings in the profit neces-
sary to keep your business viable. You are in business to make a 
profit. Without a profit, you cannot grow.   

You are in business to take risks – stretch. Never give away your 
work or discount it. It is a disservice to your clients when you 
give your services away because you take away their right to 
complain. 

Do not be afraid to ask for what you believe you are worth. Have 
confidence that you are quoting a fair and reasonable fee. There 
is no reason to bid low or apologize for a higher rate. You know 
you are worth it, so do not sell yourself short.  

As a final reminder: It takes time to understand your costs and 
time constrains, and it takes time to have a profitable business. 
Good luck as you pursue a successful organizing career.  
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Learn from Picasso 
 

Legend has it that Pablo Picasso was sketching in the park when 
a bold woman approached him. 

“It’s you, Picasso, the great artist! Oh, you must sketch my por-
trait! I insist.” 

So, Picasso agreed to sketch her. After studying her for a mo-
ment, he used a single pencil stroke to create her portrait. He 
handed the women his work of art. 

“It’s perfect!” she gushed. “You managed to capture my essence 
with one stroke, in one moment. Thank you! How much do I owe 
you?” 

“Five thousand dollars,” the artist replied. 

“B-b-but, what?” the woman sputtered. “How could you want so 
much money for this picture? It only took you a second to draw 
it!” 

To which Picasso responded, “Madame, it took me my entire 
life.” 

Moral of the story – Bill for value! 

The dilemma of charging an hourly rate versus a project rate is 
an interesting situation for hands-on organizers. You could easily 
lose revenue if you charge an hourly rate and you solve the cli-
ent’s problem quickly. You end up financially being punished for 
your efficiency.  

However, if you charge a project rate, you often wonder if you 
under priced your services. You may end up financially being 
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punished if the project continues longer or becomes more in-
volved than anticipated. 

Solve the dilemma by charging for value – the value of your 
time, knowledge and skills and the value the client derives from 
working with you. 
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Knowing Where to Tap 
     

There is a wonderful story (and many variations) 
that illustrates the point of value-based fees. The version I love 
to share is about a small town in Colorado that lost its power. Af-
ter a long deliberation and considerable effort on the part of the 
town fathers, the power was still not restored.  

Finally, someone remembered there was an old engineer still liv-
ing on the outskirts of town who had helped install the original 
power system. They tracked him down and asked him to come 
and see if he could pinpoint the problem. 

He went to the local power plant, took out a small mallet and 
walked to a switch where he went tap, tap, tap. All the power 
came back on. 

He sent the town fathers an itemized bill for $5,002.00 

       Tapping with the hammer………………$2 

       Knowing where to tap………………$5,000 

 

Moral of the story – Bill for value! 

The time and effort you put into helping your clients get orga-
nized is important, but your knowledge of where to put your ef-
fort makes the biggest difference in their life and consequently 
your business.  

Your clients need to pay for the value of your services. Your fee 
is not about the minutes it took you to develop the idea or to or-
ganize the closet, but the years you have spent acquiring the 
knowledge of how to do it. Knowledge is the key of knowing 
where to tap, tap, tap. 
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Chapter 12:    Contact Information  
 
 
 
 
 
 
 
 
 

"Only that day dawns to 
which we are awake." 

Henry David Thoreau 
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Invitation 
 
Please let me know what you found most valuable in this work-
book as you calculate your minimum base fee and establish a 
pricing structure.  
 
Send your questions and comments directly to me. 
               
 
Judith Ann Kirk 
Organizing Resources 
190 Tomlinson Ave #12-B 
Plainville, CT 06062 
 
Tel:  860-978-0024 
 
Email:  Info@JudithKirk.com 
 
Website:  https://judithkirk.com/ 
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             About the Author 
 

Judith Ann Kirk has been a professional organizer 
since 1994 and a member of the National Associa-
tion of Productivity and Organizing Professionals 

(formerly National Association of Professional Organizers - 
NAPO) since 1995. She maintains two distinct aspects in her 
successful practice. 

Through Organizing Resources, she coaches individuals who are 
eager to make changes in their life, both personally and profes-
sionally. Her philosophy is based on simplification first, then or-
ganization.  

Under the umbrella of Organizing as a Career, Judith Ann coach-
es fledgling organizers who are interested in obtaining and main-
taining a viable business. She uses the venue of email and tele-
phone coaching to challenge organizers to reach for the next 
level.  

For four years, Judith Ann was a member of the NAPO Confer-
ence Programming Committee to insure that new organizers 
were offered workshops on business techniques as well as or-
ganizing skills. She has been a presenter at the Annual NAPO 
Conferences, POC Conferences, and several chapter professional 
development seminars.  

Judith Ann is a founding member of the Connecticut Chapter of 
NAPO and has held multiple offices and leadership positions 
within the chapter. On the national level, she has served on the 
Membership Committee, Continuing Education Committee and 
National Golden Circle Chair. 
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Through every turn in her life, Judith Ann has learned that being 
a lifelong student opens the door of possibilities. Her words of 
advice: Never stop learning and always carry pen and paper for 
moments of inspiration.  

 NAPO = National Association of Productivity and Organizing Pro-
fessionals (NAPO.net) 

 NAPO-CT = Connecticut Chapter of NAPO  (https://napoct.com/) 

 POC = Professional Organizers of Canada  (organizersincana-
da.com) 

 Golden Circle – a prestigious group of NAPO members that have 
been in business for over 5 years.  

 

 

 
 


