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VIP Planning or Strategy Day 

A really great way to have a strong impact on a client in a short time while making good 

money (woo hoo!)  

A VIP Planning or Strategy Day needs to be based on a specific goal or topic that you have a 

lot of experience with. You want to be crystal clear with your clients re:  

 We are going to walk through my system to create X 

AND 

 You are going to walk out the door with X in hand 

For example, you could offer a VIP Day to “Plan your next product launch” or “Create your 

Signature Talk”  

A VIP Day is a relatively easy sell when someone wants to move fast, and a great way for 

them to get to know you (and likewise you get to know them.) without any long-term 

commitment.  

Structure of a VIP Day 

Consider the following elements when creating your VIP Day offering: 

• Half (3 hr) or full day (6 hr) options – consider what your topic is and how you 

like to work with people. For example, I only offer half-day VIP Days to my clients 

when it comes to helping them with systems/team, because it’s such a meaty topic 

and their heads are ready to explode after a few hours (hehe) PLUS I prefer to keep 

things short and sweet myself.  

• Can be virtual or local (they come to you) – If you live in a good location that is 

easily accessible it is always great to offer local VIP days. Just find a great meeting 

space in your area. If you are like me and live where there is no major airport then 

you will want to focus on virtual VIP days.  

 

NOTE: If you are travelling consider tacking on a day before and/or after to do a VIP 

Day with clients as a way to meet them where they are.  

• Can charge a nice amount! Prices range from $1500 - $15K (for high-end coaches)  

A good way to calculate this is to consider your consulting rate (not your 

implementation rate) and the hours. For example, if your hourly rate is $500 and 
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you want to do a 3 hr session I would say 3 hrs + another hour or two for prep = 

$1500 - $2500 range. And do a gut check to see what feels right within that range.  

• May want to include follow-up calls – I’m always a fan of including some follow-

up coaching or accountability calls with my VIP Days. Otherwise it’s easy for people 

to come off the day thrilled, get back to the office and not do anything with what you 

created (which could leave them feeling disappointed in the long run.) Setup 1 to 3 

follow-up calls as part of your package and make them mandatory so that YOU can 

ensure they are making progress.  

• Can lead into ongoing work – a VIP day is a great entry point into other projects, 

coaching, mastermind groups and such. For example, you might do a VIP day to map 

out their signature talk and then they may decide to join your coaching program to 

help them build a speaking platform.  

 

ALWAYS consider what comes after the VIP Day for your clients – they may not all 

want it but many will…  

 

Checklist for Creating a VIP Day 

Use this checklist to set dates/milestones for each step of the process. 

 Confirm the deliverable that will be delivered via the VIP Day (the end result) 

 Map out the specifics of the day (timing, location, etc as per above) 

 Confirm pricing details 

 Confirm where the VIP day will be delivered: 

o If local, find a good meeting space 

o If virtual, consider the bridgeline and/or webinar requirements 

 Create a one-page outline of your package to send to potential clients 

 Prepare to accept payment for your package (via shopping cart? PayPal?) 

 Create an agreement for the package (SOOO important) 

 Consider your sales process for offering the package (who is your target market?) 

 Prepare to have the sales conversation – know your key questions 

 Prepare the intake process for a new client (Roll out the red carpet!) 

 Plan follow-up calls as required  


