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About the Survey

Growth... with
room for
improvement
Good news! The prices represented in this survey
(for the most part) show an upward trend from our
last pricing survey.

Fear of losing a sale and thus pricing low to ensure you close it?

However, there is still room for growth from pricing
to packaging. Given some of the low rates being
charged, long-term sustainability may not be viable.
Especially rates for new grads, in light of the
lessons recently released about 4-figure new grad
resume packages.

In any case, here are some helpful steps you can take now:

It's absolutely critical to consider how you are
establishing your prices. Is it based on:
Former failures to close prospects?
What you perceive your prospects can afford
(even though that may only be your reality and not
the truth)?

Lack of confidence in your skills?

1. Survey the market, which you can do by reviewing this report.
2. Select and use a proven consultation selling methodology.
3. Learn to price your services at a sustainable wage based on what
they are worth, and not what you perceive clients can afford.
4. Package services to ensure your per-client sale meets/exceeds
your revenue goals while clients receive the services they need.
If you struggle in these areas, please visit CDI's 6-Figure Blueprint
for Consulting, Sales, Packaging & Closing
at https://careerdirectors.com/library/6-figure-blueprint-consultingsales-packaging-closing/.

Laura DeCarlo
CDI President
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1: What do you charge for entry-level or new
graduate resumes?

We are seeing the majority of entry-level resumes being priced in the very low range of $499 and
under.
We suggest that this is something to consider rethinking. Our experience is that an entry level
resume, when done strategically, can take the same or even MORE time to complete than one for
a candidate who has experience.
When a candidate has experience, you can focus just on the target jobs and the value the
candidate has brought to the company. With entry-level, you are forced to spend more time
digging deeply into extra-curricular activities, school, personality, personal pursuits, and the whole
puzzle that makes up an individual who appears to have little to offer.
If you find entry-level resumes "easy" then you might want to take a fresh look as these
candidates need the investment of time to bring their hidden non-job gems to light.
Further, resumes at $300 and under frequently are perceived as "typing jobs" and typically result
in more frequent client dissatisfaction, picking at the document, and overall wasting of your time.
If you find yourself in the low end of the range, please check your process and strongly consider
raising your prices. Your time is valuable regardless of the level of candidate you serve and you
should be compensated as such.
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2: What do you charge for mid-level
resumes?

Orginic Growth

As we move into mid-level resume sales, we see an improved trend toward a higher range with a
solid number of sales in the $500-999 range!
Our experience shows that to maintain long-term sustainability of your business, you will likely
want to be aiming toward the higher end of this range. A $500 mid-level resume will take
considerable time yet this rate is budgeting for only 3.33 hours IN TOTAL (from sale and information
gathering through writing, editing, and final delivery) based on a $150/hr average rate.
For those coming in at $499 and under, we would point you to CDI resources for resume writing and
selling strategy. Using these tools can help you move to a place where you can charge a more viable
rate/range. When this happens, you will more readily be able to move out of what is likely a stressful
cycle of working too many hours and needing too many clients to make ends meet.

Free cash ﬂow
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3: What do you charge for executive-level
resumes?

There are more columns in this graph than the previous ones as we've expanded to include higher rates for
executive resumes.
It is common to charge significantly more for the executive level client. Specifically, keep in mind the
Rolex and Lexus mentality of many executives. They believe in investing in their careers and expect
to pay a premium for what is perceived as the "best". You could be at the top of your game but
underpricing here could actually hurt you from a perception standpoint.
We definitely see growth in the $1000-1500+ range, which is positive! For individuals at the top of
their profession, typically with a lifetime of experience and a 6-7 figure income, these rates are
expected.
Those in the $600-899 range should definitely consider aiming to move pricing upwards, assuming
the skills and quality are there to back it up.
For the 24% who are in the $599 and under range, we hope this report will encourage you to move
toward raising your rates. If you are not comfortable doing so, CDI offers the tools in selling and
resume writing that can boost your confidence and skill. We simply do not want to see you stuck in a
cycle that is not sustainable.
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4: How many prospective clients are you
speaking to in an average week?
If you do not have clients each week, please estimate your answer based
on monthly traffic.

For the purpose of comparison, we converted all data provided to weekly.
This question was simply asked to gain a sense of how many prospects clients are talking to,
because it's great if you close 3 and spoke to only 4-5. It's not so great, and there is a gap to fill, if
you close 3 and spoke to 24.
CDI's core lesson on sales (97% close with a 6-figure income) averages a 94-97% close rate at ANY
price point. If you find you are talking to way more people than you are closing, we strongly suggest
you refer to this lesson.
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5: Approximately how many sales are you
closing each week based on the rates you
listed above in questions 1-3?
If you do not have clients each week, please estimate your answer based
on monthly traffic.

For the purpose of comparison, we converted all data provided to weekly.
Unfortunately, we do not have data that allows us to compare the rates charged to the number of
prospects spoken to with their close rates.
However, we can see that the majority of close rates is 1-4 per week. Again, that's fantastic if you
are talking to 2-5 prospects per week AND you are charging a sustainable wage. If not, seek out the
CDI resources to help you boost your conversion rate.
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6: What percentage of your resume sales
each week are, on average, part of a
package?

We were surprised to find that only a little over 5-7% of members are consistently pitching and
closing packages for their services. To be clear, a package is a grouping of services sold to the client
up front, that typically will encompass everything he/she needs to be successful.
It's so critical to FOCUS on packages to (1) ensure clients receive everything they need to succeed
and (2) ensure you are not scrambling to work long hours with the lengthy resume-only services.
First, a la carte items should be priced at a PREMIUM (think high-priced retail) so that packages look
appealing. You should squirm with discomfort when you price your a la carte menu. Then, when you
create your packages it is easy to build in incentive discounts that make purchasing what the client
needs, without you losing money, even more appealing.
It's a true win-win: By offering it as a one-stop process, clients get the services they need up front.
In return, you earn more money per client, reduce the risk of chargeback because your client is fully
prepared, and the small package discount makes sense because it would take you more time if the
client came back after 3 months to add something on vs. doing it all upfront.
Learn to package with profit! CDI has the tools for members to master this skill.
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7: If you do sell packages (per Q6), please
select the items most commonly purchased
from the list below.
If you do not sell packages, select N/A.

Based on the percentages above, we see two things happening well:
1. Most people are at least including a cover letter and a LinkedIn profile.
2. A high 94% are attempting to sell packages.
But, the numbers show there is still significant opportunity, because there is SO MUCH more your
clients need to navigate the job market which results in boosting your per-client sales.
Think about HOW LITTLE your clients know about things like reference pages and follow up letters
(and how critical they are as marketing tools). They need them desperately and are likely to shoot
themselves in the foot by not having them. Now think of how little time it would take you to create
these documents. That's easy money for spending a short time on tools your clients truly need!
Not everyone offers job search and interview strategy because they might not want to, but it's a
great idea to close the loop by finding wholesale services to resell, colleagues to refer to for a fee (or
resell their services), or consider one of CDI's certifications like the CEIC or CP-OJSRM if you are
interested in doing this yourself. If you don't offer full service, prospects may look elsewhere.
Please capitalize on the services your clients need that don't cost you time but make you money.
That's easy ROI!
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8: If you sell packages, what is your average
package sale for mid-level professionals?
If you do not sell packages, select N/A.

We opted to leave out questions about entry-level and packages, because of the historic data showing
these are under-served. In the late 90s our President, Laura DeCarlo, was selling packages to new grads at
$1200-1500, so let that be a benchmark. Don't discount this audience if you are doing so now.
Congrats to the 34% who are charging $1000-3000+ for mid-level client packages!
For packages coming in under $1000 for a resume and any service, you are headed in the right
direction. But it is likely time to increase the size of your package, the pricing on those products, and
perhaps brush up on strategy for closing package sales so you can gain confidence in charging more
along the line of what you and your services are worth.
As we see approximately 20% are selling complete packages at $200-599, that means the resumes
must be very low-priced. Certainly, we see many with packages that consist of resumes and cover
letters only, but this still means that some must be charging $150 for a resume and $50 for a cover
letter. If you find yourself falling into this category, let the data in this survey act as a catalyst to
increase your prices and/or skills. These rates won't be sustainable for long as they will result in low
income or an extremely high number of required working hours per week. We want you to be able to
stay in it to win it!
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9: If you sell packages, what is your average
package sale for executive professionals?
If you do not sell packages, select N/A.

The numbers here for executive packages are stronger with 40% coming in from $1000-1999. This
is followed by 17% coming in at $2000-4999. Bravo!
If you find yourself in a lower bracket, again consider what might be holding you back. Is it beliefs on
what people can afford and/or are willing to pay? Is it discomfort with the selling process? Is it lack
of confidence in skills?
We know it can be uncomfortable and scary to charge the higher rates, but let these results SHOW
YOU that it is possible to ask for and close at the higher price points.
Also, remember the win-win we described earlier about packages? Think about the difference
between offering a suite of services at $800 vs $3000. You need less clients and less hours to meet
your financial and life goals when your packages are pitched at the higher end!
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10: What was your estimated gross revenue
in US dollars for the past year or 12 months?

This is a beautiful testament to what is possible!
Would you have ever imagined you have colleagues successfully grossing in the $800,000 range?
If that seems impossible, keep in mind that we are seeing 20% of respondents who are grossing in
the 6-figure range! Our President accomplished this in the late 90s through packaging and group
how-to interview and job search programs. She believes that if she could do it 22 years ago (gulp),
you can too!
Again, let these numbers inspire and motivate you if you are falling in the lower ranges.
Because we did not also ask how many are doing this part-time or in addition to a full-time job, the
data can be misleading. We would assume someone making $4000 is likely doing this on the side.
However, private communication with members has shown that some making a full time effort and
struggling to market, price, package, and close do come in at the $29,999 and below mark.
Of course, money isn't everything to everyone, and we respect that. But we do know it certainly
helps since you are likely responsible for your own retirement, health care, vacations, and lifestyle.
If you need a boost, remember there are great how-to resources in CDI to grow your business!
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Closing Summary & Additional Resources
Please let this report encourage you to see that the sky is
the limit in what you can achieve with your business!
If you are pricing or closing low, we hope you now see that
possibilities and opportunities abound for you!
If your packages are small in content, there is an opportunity
for you to expand them for greater ROI!
If you think you have reached a ceiling, remember there is at
least one member out there grossing $800,000 which shows
that anything is possible.
What matters most is that you are in the right place. CDI has exactly what you need to move forward.
It's not too late and there are steps to tweak to very easily get you to wherever you want/need to be.
Your best first step is to go to:
CDI's Ultimate CDI Member Resource Guide to Success - https://tinyurl.com/y4dcjb4z
This is a 14-page reference to CDI's most popular (and most needed) lessons and strategies.
Other key resources include:
Fly Higher Tribe - https://tinyurl.com/y3aze3wy
One-to-One Consulting - https://tinyurl.com/y2eghcum
We ask that you simply let this report help you to celebrate or recalibrate. Don't get discouraged! Never, ever give
up! Keep going and together we can fly higher!

Special thanks to CDI Education Committee members for bringing
this project to fruition: Rebecca Henninger, Michelle Lopez, and Laura
Hartnell. Report and commentary designed by Laura DeCarlo.
Received this report as a non-member? Please visit https://careerdirectors.com/join-cdi/member-beneﬁts/
for more information.

