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Pricing Strategy Worksheet
A worksheet for setting sustainable service pricing without losing sight of access and mission.
	Purpose
Use this worksheet to connect pricing to time, overhead, taxes, documentation, travel, payer reimbursement, and desired income.


Practice Snapshot
	Practice name
	 

	Pricing model
	 

	Target hourly equivalent
	 

	Review date
	 


Pricing Inputs
	Desired annual owner pay
	 

	Estimated annual business expenses
	 

	Taxes/set-aside percentage
	 

	Billable visits per week
	 

	Admin/documentation hours per week
	 

	Desired access/discount policy
	



Service Pricing Table
	Service
	Time Included
	Direct Cost
	Target Price
	Payment/Billing Notes

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Pricing Review
	Planning Item
	Notes / Decision

	Does pricing cover documentation and admin time, not just face-to-face time?
	☐ Yes  ☐ No  ☐ Unsure
Notes:

	Does pricing reflect travel, supplies, software, insurance, and taxes?
	☐ Yes  ☐ No  ☐ Unsure
Notes:

	Does pricing support the desired client access strategy?
	☐ Yes  ☐ No  ☐ Unsure
Notes:

	Does payer reimbursement create any services that need private-pay boundaries?
	☐ Yes  ☐ No  ☐ Unsure
Notes:


Review Prompts
Best decision from this worksheet: ____________________________________________________________________________
Biggest concern: ____________________________________________________________________________
Next step: ____________________________________________________________________________
Review date: ____________________________________________________________________________
	Use with judgment
This worksheet is a planning tool. Adapt it to the practice model, payer requirements, state rules, client population, and owner capacity.
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