THE AUTHORITY POSITIONING CHEATSHEET FOR CAS

How to Escape Fee Wars, Stand Out from the Crowd & Charge 30-50% More - Without Breaking ICAI Norms

5 BEST PRACTICES TO BUILD PREMIUM
POSITIONING

1. Define Your “Money Niche”

Focus on one ideal client segment + one painful problem + one valuable outcome.

@ Eg. “We help D2C brands recover missed GST refunds & unlock 25L in working capital.”
Result: Messaging clarity, less price resistance, faster conversions.
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X 4 HIDDEN PITFALLS IN CA POSITIONING
)
No Named Offer

When vyour offer is called
“Retainership” or “Consulting,”

Commoditized Messaging Most I
CAs list services like “GST, Tax,

Audit” on their websites and
2. Name & Package Your Offer

proposals - just like everyone else.

@ The result? Clients see you as
interchangeable and negotiate on
price.

No Signature Framework

If your delivery has no visible
structure, your process seems like
ad-hoc execution.

® You're seen as a task-taker, not
a strategic partner worth higher
fees.

it feels vague and generic.

® Prospects can’t grasp the
outcome
premium pricing.

Authority Paralysis

Fear of ICAI rules holds you back
from sharing insights or building
visibility.

® You remain invisible while
less competent - but more vocal -
firms win mandates.

and hesitate on

LinkedIn.

5. Polish Your Touchpoints

positioning.

Your service must feel like a product with a clear outcome and process.
@ Eg. “Strategic Finance Clarity Plan — 275K/month for 3-phase delivery.”
Result: Tangible value that justifies premium pricing.

3. Productize Your Method

Break your delivery into branded phases or frameworks that clients can understand.

@ Eg. “3P System: Proactive Review - Profit Mapping - Partner Insights.”
Result: Clear process = expert perception = higher fees.

4. Share Authority Stories (Compliantly)
Use anonymized case studies, questions, frameworks, and insights on platforms like

@ Eg. “How one founder saved ¥14.6L using refund-first audit strategy (no client names).”
Result: Builds trust while staying within ICAI ethical standards.
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Update your website, LinkedIn bio, proposal templates, and email signature to reflect authority

@ Eg. “Chartered Accountant for Tech Founders | Unlock 2% Through Strategic Advisory”
Result: You appear as the go-to expert before the first call even happens.

THE AUTHORITY POSITIONING TRIAD

3 Essential Systems to Build a Premium CA Brand & Escape Price Wars

1. Turn Generalist Messaging_into
Expert Positioning

M Select a Profitable Client Type

Choose one market where financial advisory work
has real, visible ROI (e.g., SaaS founders, funded
startups, consultants).

- Stops fee comparisons - builds niche trust.

# Identify 1 Burning Problem + 1
Tangible Outcome

Speak in the language of value: “We help D2C
brands recover missed GST refunds worth ¥10-
25L.

- Positions you as a specialist problem-solver.

M Craft Your Value Statement

Use the format: “We help [client type] achieve
[outcome] in [timeframe] using [method].”

- Clients finally “get” what you do - and why it's
worth more.

Challenge—Solution Matrix

2. Premium Offer Design

# Turn Services into Outcomes
Clients don’t buy time. They buy clarity,
confidence, savings, and results.

- Outcome-based offers command higher
fees.

®  Productize with a Branded
Framework

Create a 3-4 stage delivery flow with names
like:

e Phase 1: “Cash Clarity Audit”

o Phase 2: “Tax Efficiency Roadmap”

¢ Phase 3: “Growth CFO Support”
- Clients value structured delivery - and pay
more for it.

M Tier Your Offer for Value Laddering
Create multiple levels (Lite, Signature, Elite)
so price-sensitive clients can still enter your
world, and premium ones can go deeper.

- Maximizes revenue across client types
while avoiding negotiation.

! Challenge Solution

Charge 30-50% higher fees without

“Clients only compare

price.” focused messaging.

Nail your Money Niche and outcome -

negotiation

“I'm afraid to post - ICAI

might object.” don’t pitch.

Share insights, not results; teach,

clients

“I hate selling. | freeze

on calls.” ROI framing.

Use a discovery-led sales flow with

Build visibility while remaining ICAI-

compliant

“My services feel

invisible.” branded framework.

Name and structure your offer with a

positioning

“Clients push back on Anchor pricing to results, not

price.”
your process.

deliverables - and show proof through

Be seen as a strategic advisor, not a

service vendor
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~ Real Outcomes You Can Expect

Attract well-aligned, authority-seeking

Shorten your sales cycle with powerful

3. Compliant Authority Visibility

M Use Insight-Led Content (Not Self-
Promotion)

Share mistakes you see, questions you get,
or common blind spots - never testimonials,
performance claims, or names.

- 100% ethical + 100% effective.

¥ Share POVs, Not Promises
Use lines like:
« “Why early-stage founders overpay GST
without realizing it...”
« “Here’s how we mapped 222L in refund
gaps without changing auditors...”
- This builds trust and positions you as a
forward-thinking advisor.

M Leverage Linkedin + Authority
Loops

Combine education content on LinkedIn,
guest sessions for startup ecosystems, and
private client briefings.

- Creates inbound demand from high-fit
prospects.

“* Ready to Build a Premium Practice?

Book Your 90-Day Premium Practice
Breakthrough Call

@ In this 45-minute session, we'll map out
how to:
o Define your Money Niche
e Package your Premium Offer
¢ Build a Compliant Authority Engine
e Upgrade your sales narrative for
premium pricing

DM Me To Book Your Free Strategy
Session »




