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Why are we here? 


Most run coaches are coaching because they love it. They love the sport, 
they love the people and the opportunity to turn their passion into a career 
is the stuff dreams are made of. 


There’s two sides of the run coaching business. There’s coaching athletes 
and there’s the business of being a run coach.


The business side is ofter overlooked, but to be a great coach, you must 
also run a great business. In order to be in the coaching game, we’ve got to 
keep the lights on and stay in the game. (And hopefully do even better than 
that!)


Pricing is a huge component of operating a run coaching business because 
pricing determines how many athletes you need in order to reach your 
financial goals. 


There’s plenty of reasons why coaches avoid thinking about pricing, and 
one important reason that you should think about it. Simply, your pricing 
structure allows you to capture the value that you are creating through 
your work. 

This guide is a small tool that can help you understand different aspects of 
pricing and work through the process to dial in your pricing so that you can 
go to the next level in your business. 


If you have any questions, please reach out! 


Sincerely, 


Nicole

runnerrisingnicole@gmail.com

mailto:runnerrisingnicole@gmail.com
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The Biggest Mistake Run Coaches 
Make (with Pricing)

Pricing your run coaching services is vital to making sure that 
you are earning an income that is worth your time. 


The biggest mistake that run coaches do as 
they are growing their business is price too low. 

Run coaches price too low because they: 


• Are just starting out and happy to “get experience"

• Want to make their prices accessible to more athletes, or 

because they don’t “need” the money 

• Are stuck in a “hourly wage” mindset

• Don’t think that their personal running accolades don’t 

warrant premium pricing (“I’m not fast enough to charge 
that much”)


• Need the money and are afraid the athlete will say “no”

• Are afraid if they don’t sign up this person, they don’t 

know where the next client is going to come from


And ultimately:  

They fear they aren’t qualified enough to charge 
more. 

Any of these reasons resonate with you?
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Six Benefits of Pricing Correctly

Pricing too low can lead to anxiety and resentment around your 
business and the athletes you’re working with. It’s not a good 
long-term solution.


But when you price your services correctly: 


1. You free yourself to serve your run coaching clients better

2. You attract more serious run coaching athletes 

3. You attract athletes who are a better fit for YOUR 

coaching

4. Your athletes are more likely to ask questions and get the 

feedback they want

5. You can scale your business to a full time income, if 

desired. 

6. You free up time and money to put back into your 

business to make you a better and more successful 
coach (marketing, branding, business coaching, 
certifications and more)


Remember, when someone hires a run coach, they are not paying 
you for your time. 


They are paying you for your expertise in helping them achieve 
their goals. 


This is something they cannot do on their own. People hire a run 
coach because they WANT someone to help them walk the path 
or achieve a goal.
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Run Coach Pricing: The Math

What are your financial goals? Most coaches I talk to spend 
a majority of their time thinking about running and servicing 
their clients. That’s a huge part of the business. But if you want 
to run a business, you need to step back from time to time and 
consider how you are going to reach your goals. 


I know it’s easy to say, “just price higher.” But when you 
understand what pricing higher does for your ability to earn an 
income, free up time to better serve your clients, and invest in 
systems that allow you to build a pipeline of athletes, then you 
start to understand why you need to charge more than $50/
month to run you coaching business. 


In order to price higher, you need to deeply understand the 
value, and emotionally connect with that idea so you can state 
your price with confidence. If you’re pricing in the range of 
$50-100/month, this is a great problem to have because you 
have tremendous room to move your prices up! 


A this price,  what is the math? To manage 50 clients per 
month, you’re going to be bringing in $2,500 gross. This is a 
good amount of work to attract and sell this many customers 
and then have to fulfill the coaching and only earn $2,500/
month gross. Not even a livable salary. 

If you’re pricing in this range, managing 50 clients per month is 
probably going to feel like a LOT of work. Income caps out too 
low at this price to make this a viable long-term business. 
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Run Coach Pricing: The Math

Pricing at $100/month 
As you can see, doubling your price allows you to earn twice 
as much with the same number of athletes OR you can earn 
the same with half the athletes. 


The space that’s created by this price increase allows you time 
and energy to be a better coach and dedicate more time to 
serving your athletes. 

Pricing at $200/month 
Most coaches see $10,000 / month as a real career opportunity. 
This is enough money to live on for most people and give them 
the ability to focus on providing fantastic service for their clients. 
Under this pricing model, you can achieve $10,000/month with 50 
clients, which is also in the range of manageable for most 
coaches. 
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Run Coach Pricing: Your Mental Hurdles

Mindset blocks often creep in around the $200/month 
price range. “That’s a lot to charge.” If you hear your inner 
voice saying this, you’re dealing with a mental hurdle and there 
are strategies to overcome this.


We always need to remember that price is just a number and 
people make decisions based on the value they are 
receiving in comparison to the price they are paying.  

Getting Over Your Own Mental Hurdles 
Everyone has a price that they feel is “too much to charge” 
and this price is different for everyone.


Your challenge is to get beyond this idea and ask yourself, 
“how do I create value for a coaching program that is 2x or 3x 
or 4x what I’m currently charging?” 


This comes down to:

1. Mindset and confidence in your offer. 

2. Creating demand (everything is easier when you do this 

right)


There are millions of runners in the world and you only need 
20-50 to say yes to your pricing. That’s such a small number in 
comparison to the number of runners out there. It’s possible!! 
It might take time to get there, but your first win is believing 
that it’s possible.

Mindset and Higher Pricing 
If you are asking for $200/month for your services but you 
don’t believe your services are worth that, your hesitation is 
going to show when you’re talking to prospects.


Where does pricing strategy end and mindset work begin? 
That’s a very interesting question indeed. 
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Run Coach Pricing: The Math

Monthly Coaching at $350/month 
$350/month is a premium coaching offer. What’s amazing is 
there are run coaches out there charging this price and running 
amazing businesses. When you charge more, people perceive 
you as an authority and value your service even more. 

How much are top coaches charging for their services? 
In talking to run coaches about their business, exploring 
coaching options for myself as a runner and endlessly 
researching this space, I can tell you that there are coaches 
out there charging WAY more than you think. 


What’s the difference between their services and your 
services? 1) Understanding value creation, 2) mindset and 3) 
demand creation. All of these are learnable skills.


To put it in perspective, I spoken with coaches who are 
charging $750 to $1,000+ per month. These are coaches who 
are working with everyday athletes who are committed to their 
own growth as runners. These individuals are willing to pay up 
for help in the quest to achieve their goals.


If these are the people that I’ve found, there are probably 
coaches out there charging 2x, 3x, 4x this… because it’s all 
just a number.
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Six Steps to Pricing Your Offer
The industry standard pricing for an online run coach widely varies between 
$50 and $1,000+. No doubt, there are run coaches out there charging much 
more than this as well. They can charge more because they know the 
secrets to pricing and deeply understand the value they are providing to 
their clients. 


Step 1: Create Value. 

If you can break free of thinking that runners are paying you to build a 
custom plan for them and send workouts weekly, you can level into the idea 
that they are paying you to help them get a result, complete a 
transformation or create an experience. 

The value is in what they achieve and their experience working with 
you. To go to the next level, we must charge for value, we are not charging 
for our time.


Runners want a plan, yes. But why are they not just downloading a free plan 
on-line or reading one of the hundreds of books out there on the subject? 
There’s some great plans out there. They want someone to walk with them 
through the journey.


You might also consider that some runners don’t want coaching, they want 
a BQ. By understand what your target athletes already want and help them 
achieve that, you can price according to the value you provide. (Not 
everyone is looking to go faster, you mush understand your customer)


How you create value is how you can charge for your services.  

Let’s determine what you want to offer. 


Action Steps - Brainstorm:  
• Make a list of all the things that your runners already WANT.

• What are the services you are planning to provide to help them get that? 

What do they need? 

• What additions would be amazing if they could have it given no 

limitations? 

• Are there any services that you offer that are not a necessary part of this?
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Six Steps to Pricing Your Offer

Step 2: Calculate Your Rate Based on Your 
Goals and How Many Athletes You Can 
Service

Action Steps - Brainstorm:  

• What is your monthly gross revenue* goal? 

• How many athletes can you handle coaching per month? 

• Divide monthly income by # athletes for your goal pricing. 


For example, if your income goal is $8,000 per month and you are a full 
time coach who can handle 40 1:1 run coaching clients per month, you 
would need to charge at least $200/month. 


If your goal pricing number comes out higher than you believe you can 
reasonably charge, we need to make adjustments OR shift some limiting 
beliefs about what is reasonable for you to charge! 


If you're newer to run coaching, it’s reasonable to start lower and work 
your way into an aspirational price later. 


But if you are an experienced run coach with lots of testimonials, years of 
experience - you should be able to charge on the high end of the range 
(with the right marketing in place!). 


*Gross revenue is what you will collect in fees. This number does not 
include taxes, business expenses, continuing education, etc. 
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Six Steps to Pricing Your Offer

Step 3: Tiered Pricing

Many coaches (as you’ll see in the examples below) offer a tiered pricing 
approach for 1:1 coaching. This is real pricing pulled from websites of 
real coaches. 


The more 1:1 contact you provide, the more your price goes up. Keep the 
tiers to three or less. Check the levers they use to raise prices. What do 
you think about how they’ve priced? What would you do differently? 

This is a real example! Interesting to see how this coach is trying to 
create value. FB community could be solid value. For an extra $20, you 
can get a phone call + weekly coaching feedback. That seems like a lot 
of added work for only $20, but you can decide for yourself how you’d 
like to price your additions.
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Six Steps to Pricing Your Offer

Step 3: Tiered Pricing

This example is interesting because they’ve brought in several new 
pricing levers. There is a minimum contract time. A longer contract for 
lower monthly costs. When you upgrade you get access via text which is 
a huge value. You get a longer call on a monthly interval. 


Also interesting that they include a $80/year credit to The Feed which is 
good value as well that doesn’t take any time to deliver. I’m sure some 
coaches are able to add value via partnerships that could almost equal 
the cost of the coaching. 
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Six Steps to Pricing Your Offer

More Tiered Pricing Examples

The more you’re offering 1-on-1 touch points, the more you can charge. 
This coach offers daily review for the highest tier.
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Six Steps to Pricing Your Offer

Step 3 continued…


Action Steps: Creating Your Tiers 
Now that you know your average monthly rate, make your 
tiers, with the number you calculated in step 2 as the middle (if 
3 tiers) or minimum offering (if 2 tiers). Psychologically, 
according to a concept called Centre-Stage Effect, most 
people choose the middle tier when offered 3 pricing choices. 
You should also make your middle offer the offer you can see 
yourself executing most consistently. 


Once you know your middle tier, you can choose a lower price 
and a higher price of the other tiers and label them. I 
recommend a price difference of at least $40-50 per tier, with 
any tiers that include a lot of communication your part to be 
priced higher. Remember, you’re being paid for your expertise. 
And if an extra excited athlete wants to communicate often, 
you need to be paid for it. 


You can use any labels you’d like, but here are some options: 

• Bronze, Silver, Gold

• Basic, Premium, Elite 

• Lite, Basic, Premium

• General, VIP 
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Six Steps to Pricing Your Offer

Step 4: Length of Commitment


This is another lever you can use for pricing. You may want to 
require a commitment of a certain number of months of 
coaching. This helps avoid athletes from only using you for the 
3-4 months before their race, and then canceling in the off 
season only to re-sign up again. 


It is in the athletes’ best interest for you to ask them to sign a 6 
month or 12 month coaching contract so that you can 
adequately get to know them and coach them through ALL 
seasons of their training. This must be communicated in the 
sales process. It is standard practice to offer a small monthly 
discount when someone commits for 12 months vs. 6. 


Example below is ONE offer, for month to month, 3 month or 6 
month pricing. Remember, people WANT to pay you to help 
them.
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Six Steps to Pricing Your Offer

Step 5: Confidently Share Your Offer! 


Confidence is incredibly important when it comes to pricing 
and asking for sales. If you are unsure in your pricing, it will 
show up in your actions. 


What kind of coach charges what you desire to charge? 

Can you show up and serve your athletes in that way? 


If the answer is YES, then GO out there and earn what you’re 
worth! 


If then answer is a hesitant no, then start at a price you feel 
comfortable with but don’t be afraid to raise prices later. 
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Six Steps to Pricing Your Offer

Step 6: Building Confidence

If you feel like you’re pricing too low, is it for one of these reasons? 


• Fear of the athlete saying no

• Fear of not knowing where your next client is going to come from


The truth is, when you have a steady stream of target customers, who are a fit for 
your coaching, you would feel confident in pitching your best price every 
time. 


Because even if one prospect says no, you have someone else to pitch tomorrow. 
Having a steady flow of leads is part of building confidence in your pricing. 


Lead flow allows you to practice your pitch, only say yes to athletes who are a fit 
and sign up more clients at your best price… giving you even more confidence!


At the end of the day, if you have more athletes that want your services than you 
can serve, you have to raise prices. Supply and demand. This also opens up 
new opportunities such as group coaching programs or exploring other ways to 
help more runners and increase your income at the same time.

Want help growing your run coach business?


The Runner Rising 1-on-1 Coaching Program is a combination 
of education, implementation and feedback so that you  can 

achieve your personal run coaching business goals. 

Schedule a Discovery Call

runnerrising.com/call
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