Salaries and Benefits as a Percentage of Revenue

Ask the Experts:
In this economy, how do I ensure that my products and services are correctly priced for my members and for nonmembers attending our programs or buying our services?
Ensuring that you have a pricing plan is the most important thing you can do to justify what you charge members and nonmembers for products and services!  The most important thing to remember is that you can charge any price that you can justify based on the costs to provide the program or service including all overhead and profit margin. Depending on the nature of the program or service, this may or may not include in kind services provided by volunteers, vendors and others as determined your advisors. Run your formulae by your CPA and legal counsel and you should be fine. 

In some cases the pricing could be a bit above member pricing and in others it may approach or exceed your dues threshold. I would avoid charging the exact differential between member dues and the nondues price, as it may indicate that insufficient thought has gone into developing your price points. As with most administrative and programmatic charges, the best defense is a good analysis and pricing plan.
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