
Common Alternative Pricing Arrangements 

Anytime you use an alternative fee arrangement it is important to maintain clear communication with 

your client and be open to adjusting the agreement over time. This will also help you build trust with 

your client which will strengthen your relationship and keep them coming back to you for business. 

Some content below adapted from a 2002 David Goehl article.1 

                                                           
http://www.imakenews.com/sugarcrestreport/e_article000064967.cfm 

Alternative Fee Summary Works Best With 
Fixed Fee Pricing A prearranged price for a set 

amount of work. Can be applied 
to a specific matter or project or 
to the whole arrangement  

 Firms  willing to take on some client risks associated with 
hourly billing 

 Predictable tasks done on a regular basis 

 When client demands predictability 

Blended Hourly 
Pricing 

A set hourly fee for a group of 
attorneys, taking into account a 
mix of various individual hourly 
rates and price sensitivity of the 
client 

 Firms willing to accommodate clients need for lower cost, 
but are not willing to abandon the billable hour  

 Tasks that require a narrower range of expertise  

 Clients who are price sensitive, but still favor hourly 
arrangements 

Capped Fee 
Pricing 

Often used with hourly fees, 
however a firm puts a fee ceiling 
on the maximum price for a 
service 

 High volume routine work 

 Predictable matters with few surprises and  manageable 
costs  

 When client demands predictability 

Contingency Fee 
Pricing / Reverse 
Contingency Fee 
Pricing 

Fee paid based on a successful 
outcome/settlement/verdict or 
based on actual costs saved  
Not allowed in Family Law or 
Criminal Law; regulations vary  

 Firms able to align client interests and costs for delivering 
results 

 When windfalls and potential costs are clearly defined 

 For clients who cannot afford to assume the risk of an 
unfavorable outcome 

 Reverse fees often used by high profile clients to save face 

Subscription 
Pricing 

A client pays a fixed periodic fee 
(usually monthly or quarterly) for 
an unlimited amount of clearly 
defined services 

 Firms  willing to take on some client risks associated with 
hourly billing 

 Predictable tasks done on a regular basis 

 Clients who need ongoing support and advice, but refrain 
from contacting their lawyer out of fear of costs 

Value Pricing Similar to a fixed fee, however 
the price is based on how much 
the client values the work output 

 Firms  willing to take on some client risks associated with 
hourly billing; laser focused on the value of the services 

 Predictable tasks or phased tasks that contain some 
variation in risk; when value is apparent 

 Client who have a vested interest in results and outcomes 

Bonus / Results 
Pricing 

A base fee arrangement is agreed 
upon upfront and a bonus 
payment (sum or percentage of 
the result) is attached if results 
exceed specific conditions 

 Firms desiring a balance of recurring fees with an incentive 
to perform at a higher level 

 Clearly defined objectives and performance criteria in 
advance; when objectives are aligned  

 Clients who value pay-for-performance 

Collar Fee Pricing Base price with a “buffer” limit 
set above and below the base.  If 
fees at the end of the 
engagement exceed the base by 
the agreed upon collar, the client 
pays an additional % of the 
overage. If fees are below the 
base by the agreed upon collar, 
the firm pays a % back. 

 Firms  willing to take on some client risks associated with 
hourly billing, but does not want to give up control 

 Large matters where it can be difficult to determine the 
outcome upfront  

 When client demands predictability, and is willing to 
negotiate pricing terms 


