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\What do our Colleagues Do?

-Many-organizations charge fees for their
core training program and then:offer a
mix of free services and subsidized fee
for workshops, FTA, Graduate Services.

-EDs interviewed stated a woman that
cannot pay something for the services
does not see the value of these highly
subsidized services and should not be

starting a business.




Comments from EDs on Fee-for-

Services

‘How do our customers value our
services If we don't charge something?

e \We teach our children:

‘he value of the

dollarl What about our clients?
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of my organization?

e Relationships carry “costs.’
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Key Questions
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Demand Side Implications of
harging Fees

-Increasing prices typically reduces the numl
of clients interested in a service.

o Reveﬂue:rﬂise y Imposing fees may we
quite a bitless than t eq':]@ﬁﬁmw originally
fore as :s, ] llient base shrinks.

~With the shrinkag 1e client base, typically
comes a change in the composition of the client
base.
e The client base shrinkage may affect the

nonprofit ility to raise philanthropic and/
public revenues.




Price Goes Up — Demand Drops?

eneral rule, more clients desert as prices
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What about the supply side (costs)?

e For a number of nonprofits, serving an

additional customer has very
InCr al costs, at least within some
range.

Adding 5 more people to your training

4

class doesn’'t add much cost.

e But 5 more clients for FTA Is expensiv




Fees Miay Affect Composition of
heClient Base

~When a noenprofit decides to-charge prices for it
services, It also can-potentially affect which clients it
Serves.

- T his can be a positive thing. When we make a
client pay something for a service, people who don’
value the service very much often drop out

e As an added bonus, in-making people pay at least
some of the service costs, we may be giving them
more of a stake in the enterprise and encouragi
them to take it more seriously.

e A veryreasonable price compared to the perceive
benefit can work to your advantage.




Fees May Affect Composition of the

| : on’'t want to have certain
clients “sorted out™ price system and so
we have sliding -on income level:
or other characteristi

K

o Called “price discrimination.” Examp

e Some nonprofi orices for some
programs and not others largely because of
the characterist ~the clients who use the
particular progr




Affects on Fundraising

When raising prices reduces the client base or changes
there may be an adverse effect on the

organ|zaﬂmsaoﬂﬂyjﬁjra]%ﬁi3erqouahc funds or
Ch&lfit&ﬂiﬂﬁiﬁﬂiﬂ'bﬂﬂﬁﬂ&

d-he
unaCCepiaﬂﬁﬁﬁiﬁﬁﬁd@ﬁ@fﬁﬁfﬁt&ﬂ;ﬁgaﬁdi%Sﬁijj@w
uch such charge would contribute to the efficiency of
the operation.

e As a society, our sense of whatis best kept out of the
market system-has changed over time, but clearly there
are such categories of goods & services, & nonprofits
must be especially careful not to violate these social &
organizational norms.




Common Sense
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