
LESSON 2
It’s all in the Scope!

Fixed and Value Pricing



WELCOME TO WEEK 2!

This week it all about Scoping! Scoping is a key art in the fixed pricing process 
and involves you breaking down the piece of work you are doing for your 
client into small and detailed steps. ‘The more detailed the better’ needs to 
be your catch cry this week.

Where I hear concerns about fixed pricing, it always relates to matters going 
beyond the scope. This is something within our control- firstly by ensuring our 
initial scope is detailed enough to capture what we anticipate we are going 
to be doing. Secondly by ensuing that the minute a matter moves to being 
‘out of scope’ we pause, pick up the phone and communicate openly with our 
client about what has occurred, why it is out of scope and what needs to be 
done next to assist them. You then issue a further scope for the additional 
anticipated work to be done.

This week’s activity is designed to help you have a go at building a few scopes 
for common pieces of work you do. You can take the steps on the coming 
pages and apply them to as many types of work as you need. Once you have 
one detailed scope, you will find building the next easier so perhaps start with 
something predictable and uncontroversial.

Let’s go!  



STEP 1

STEP 3

STEP 2

STEP 4

BUILDING PROJECT PLANS!

On a piece of paper draw the number 
of stages you think your file will need 
to work through to reach an outcome. 

List below each step what is included.

Below these stages indicate the step 
your client would or can take during 
this stage.

If you have a price in mind add that in too.

You should end up with something like this

Over on the next page I have included a template that you are welcome to 
use if you would prefer....



YOUR NEXT STEPS...



IDEAS AND INSPIRATION

Below is an example of how we at Brisbane Family Law Centre have started to 

present and communicate these stages and steps to our clients.

We have developed a series of ‘customer journey’ styled documents to 

compliment our scopes to help our clients better understand the process 



QUOTE EXAMPLE











Submit your  
workbook to  

clarissa@bflc.com.au 
each week to go into 

this week’s 
 PRIZE DRAW!

See you next week!

And we’re done!


