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ASID professional - completed
NCIDQ

Interior Designer for 23 years
Interior Design Degree
Finance & Banking Degree

Fortune 500 Company - Armstrong
World Industries - sales &
marketing

Built residential design firm -
almost $900K in 2000

Love mentoring...started DSU
March 2008



Forcing clients to do busine
Consumers are more cost consci
Wealthy clients feeling uncomforte
Consumers worried you'll take adva
Stereotypes of Designers

Internet makes price
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Trust ]
Fear that you are
Clients can post
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Not interviewing clients well enough before going to contract - take the wrong
clients, believe what they say when they're on their best behavior and not trusting
your gut

Fears: Clients - fears mentioned above must be surfaced before going to contract
- you'll have a higher closing percentage if you do and you'll earn their trust;
Designers - fear of being nosy - must get over this - this is like a marriage, and it
can break up over lost trust and money issues.

Strategy: you must develop better questions and anticipate problems and surface
them early before you make your proposal. Explain that it is to protect the client
as much as you - educate your client.

JUST DO IT.
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VIBIggest Mistakes Interior

SESIONErsViake With Fees, cont.

Not knowing how to present your unic
such a way that your prospects choose
competitors - if you only express yoursel
designer charging $100 per hour,” why wo
you over someone that charges $80 per hour?

Fears: Clients - picking the wrong person, or if t
you more ger hour, are they just paying more for t
service and therefore not bei vith their inves

Designers - that you don’t hat e difference 2

that it is about getting the
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Not WOWing your clients with
unexpected service during you
engagement - this bonds you wit
clients when they know you care a
them more than you care about the
business you are doing with them.

Fears: Clients - that you are doing the job
for your ego over their wants, needs and
desires: Designer - tha nt won't or
doesn’t appreciate your ise
and commitment to s

Strategy: evaluate
reasons that clien
place...they don't
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Not educating your clients well en [ hear (and I've bee
frustrated that your clients don’t 1ard you wo
more/better. Well...gues ONS
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"How to Determine Your VValue Based
Fees" - with Kathy Alexander - designer

for 20 years who started her first project
with a $5,000 fixed fee.

"Setting Fixed Fees" - with Valentina
Cirasola - designer for 20 years that uses
this approach on construction projects.

"Fixed Fees For Happier Clients"- with
Kristi Dinner - Kristi asks some amazing
questions to help you avoid client disasters.

O Cont r ol | I
with celebrity designer Vicente Wolf - he

has an entirely different approach, and one

of the most important lessons you'll learn

is how he manages his clients
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m oCustomize Your Value
Offer"- this is a two hour nuts and bolts
session with me. You'll learn how to
successfully manage the client interview
process, the mindset and practice

re?uired, what specific questions to ask

betore you meet the client in person, what

questions to ask during the interview, how

to create a three-tiered offer, pricing

options and how to handle questions from

your prospect that you're not ready to

answer. You'll want to listen to this

session a few times to get all of the Iuic

nuggets of information. I'll share all of the

secrets and process with you so you are
ready to get your first Value Based Fee

Project the next time the phone rings.
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WhyFAre We Offering
Lhis Low Price Now?

The reason we have this deadline is
offering an upgrade for group coac
customize your offer and get answers
specific questions. It is priced sej
and we wanted to make this combit
affordable as possible. The next grou
session is starting on March 224" Y 0
get the Value Based Fee System withou
any time for $299, but not with the group «
offer and not at this price ‘re ready to
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with less stress, this is it. V i d ar
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