
5 Pricing Your SEO Services ​
(Quick Guide) 

Pricing freelance work can feel tricky. 

You might worry: 

●​ "Am I charging too much? Or too little?" 

●​ "How do I figure out what my work is worth?" 

●​ "How do I handle clients who negotiate?" 

Relax! Let's simplify pricing. 

 

Core Idea: Value Over Hours 

●​ Shift your thinking from "What's my time worth?" to "What value do I bring to the 
client's business?" 

●​ Pricing based on the results you deliver is often better long-term. 

●​ Confidence comes from knowing your worth and clearly defining what you'll do. 

 

Common Pricing Models: 

1.​ Hourly Pricing: 

○​ Good for: Starting out, tasks with unclear scope. 

○​ How: 

■​ Track time meticulously (Toggl, Clockify). 

■​ Calculate your needed rate (income goals + expenses + taxes / billable 
hours). 



■​ Research market rates. 

○​ Pros: Simple, paid for all time. 

○​ Cons: 

■​ Can incentivize inefficiency, harder for clients to budget. 

■​ Requires detailed tracking. 

 

2.​ Project-Based Pricing (Fixed Fee): 

○​ Good for: Defined projects (audits, specific optimizations). 

○​ How: 

■​ Break project into tasks. 

■​ Estimate hours per task. 

■​ Multiply by your internal hourly rate. 

■​ Add a buffer (15-30%) for unexpected issues. 

■​ Define scope very clearly in your contract (what's included, excluded, 
revisions). 

○​ Pros: Clear client budget, rewards efficiency. 

○​ Cons: Requires accurate estimating, risk of under-scoping. 

 

3.​ Monthly Retainer Pricing: 

○​ Good for: Ongoing SEO management, building long-term relationships. 

○​ How: 

■​ Offer tiered packages (e.g., Basic, Growth, Premium). 

■​ Define specific monthly deliverables for each tier​
(e.g., "Weekly GSC error check," "On-page optimization for X pages," 
"Monthly performance report + video walkthrough"). 



■​ Price based on estimated effort + value of ongoing strategy. 

○​ Pros: Predictable income, allows strategic planning. 

○​ Cons: Requires ongoing value demonstration, needs clear deliverables. 

 

Transitioning: 

●​ Hourly → Project: Use tracked hourly data to estimate fixed projects accurately. 

●​ Project → Retainer: Near project end, propose ongoing work to maintain 
momentum. Highlight retainer benefits. 

 

Handling Pricing Objections: 

●​ "It's too expensive." 

○​ Focus on Value: 

■​ "I understand. Let's revisit how this directly helps [Their Goal]. The ROI 
often outweighs the cost..." 

○​ Adjust Scope (Not Just Price): 

■​ "If the budget is fixed, we could adjust the scope to focus on [Highest 
Impact Task] first..." 

○​ Know Your Minimum: 

■​ Be ready to politely walk away if the price is too low to deliver quality work. 

●​ "Can you do it for less?" 

○​ Tie Price to Scope: 

■​ "To deliver the full scope, my price is [X]. “ 

■​ “We could potentially adjust deliverables to fit [Their Price] by removing 
[Y]. Would that work?" 

 



Key Takeaways: 

1.​ Define Scope Clearly: Use contracts. Detail what's included/excluded. 

2.​ Track Your Time: Even on fixed projects, to understand profitability and improve 
estimates. 

3.​ Value Your Expertise: Don't underprice long-term. Good clients pay for 
expertise. 

4.​ Be Confident: State your price clearly. Pause. Justify only if asked. 

 

Action: 

●​ Calculate your minimum required hourly rate based on your income goals and 
estimated expenses/billable hours. 

●​ Write it down as your baseline. 
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