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YOU’RE	WORTH	IT:	HOW	TO	SET	YOUR	FEES	AS	A	FREELANCE	VOICE	TEACHER	
BY	MEREDITH	COLBY		

	
reprinted from VASTA Voice, April, 2017 

 
Voice teachers are singers, and it’s the rare singer who is business-minded by nature. 
We’re artists who have eschewed the straight and narrow to dance with our muse. 
Professionally. Most of us started teaching voice because we knew how to sing, and 
teaching seemed like a better idea than waiting tables or temping. And then we 
discovered that we actually like a lot about teaching. We like the relationships, and 
helping others, and sharing in the process of growth and learning. All the other stuff, 
though? Not so much. 
 
Being a freelance voice teacher means you have your own studio. You have to market 
yourself, manage your schedule, keep track of each student’s progress and payments, 
and set up recitals. You also have to set your price and policies; two elements of 
teaching that can be hard to decide and even harder to enforce. 
 
If you teach through an institution the price for your lessons is set by someone else. 
You may get a little less than you’d like on a per-student basis, but you never have to 
be the bad guy. Someone else sets and enforces the policies, collects the tuition fees, 
and pays you in a timely manner. If you’re teaching on your own, you have to do all 
that, whether you want to or not. 
 
So how do you set your price? First, consider the variables. 
 

Your Clients 
As a general statement, you can charge more for adults than for teens or 
tweens, more for professionals than amateurs. With more sophisticated clients 
comes higher expectations, and with school-aged clients comes more 
cancellations. There are always pros and cons. You should identify the type of 
student you enjoy, and feel most confident teaching. Do you love teenagers? 
Or are you targeting adult students? I promise you’ll get inquiries from people 
other than your “target student,” but setting your price with your preferred 
client in mind will make you more self-assured in setting your price.  
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Your City 
Des Moines isn’t New York, and Nashville isn’t Portland. The first step in 
setting your price is identifying the least, and most, expensive voice lessons in 
your area. Look to store-front music schools and park districts for the least 
expensive private lessons, and freelancers who operate under their own name 
for the most expensive. (Do not include celebrity skype lessons; stick to actual 
people in your city.) That’s the range you’ll be working with.  

 
Your Experience 
A bio that’s populated with singing credits will be attractive to a certain kind of 
client, but in the end, it’s your experience as a teacher that’s going to deliver 
the goods your students are looking for. I remember my vocal pedagogy 
teacher telling our class that we should pay our students the first three years 
we taught voice, since we’d be learning much more from them than they from 
us. We all chuckled smugly, and then went on to discover he was absolutely 
right. You can’t fake experience, and once you have it, you can charge for it. If 
you don’t have much experience, charge a rate that will attract students and 
allow you to garner the experience you need. 
 
Your Expertise 
Can you promote yourself as having amassed a great deal of knowledge – 
either through teaching or performing – of a certain genre? Claiming that you 
teach all styles of music with equivalent expertise will allow you to cast your 
net wider, but could cost you in terms of setting your rates. Saying that you 
enjoy working with beginning and intermediate students of all styles, and are 
an expert in contemporary music-theater technique (for instance) lends some 
cachet to your profile that can translate to a higher rate. 
 
Your Bragging Rights 
Even though they might not feel fancy to you, citing the things you’ve done 
professionally can add status and weight to your bio. Also, when you see it 
written down, it can help you see yourself the way your potential client might 
see you. Things to cite are: 
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• Your alma mater, and any honors that came with your degree 
• Any post-graduate degrees or programs 
• Any certification in teaching, or in teaching a particular vocal method 
• Any singing you’ve done or are currently doing (only the impressive 

stuff, not every little thing) 
• Any school or group you have taught, or are teaching, for 
• Any impressive clients 
• Affiliations of any sort; you never know what matters to someone else 
• Publications, books, blogging site, any published writing you’ve done 

 
Now you’ve determined both the lowest and highest price points for voice lessons in 
your area, and written down the things about you that will add value for your 
students. Time to set your price. But before you do, I’d like you to remember a few 
things.  
 

Students will come and go, you have to live with you. 

You may love your students, have a lot of empathy for their financial 
plights, and want to be with them on their artistic journey, but in the 
end, it’s you who has to pay the rent. Put your own needs ahead of your 
students when setting your fees. 
 
Your policies should figure into your pricing. 

For example, if your policy is that you charge for lessons a month at a 
time and don’t have a cancellation policy, you’ll have to charge less. If 
you charge by the lesson and have a 24-hour cancellation policy, you can 
charge more. In other words, the more your policies favor your client, 
the more you can charge. 
 
You can charge more than you think 

Figure out what you’re comfortable charging, and charge more than 
that. Why? 

• You are notorious for undervaluing your work. All y’all. 
• Regular people get raises every year; you’ll give yourself a raise 

once every five years. Maybe. 
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• You can always offer a sliding scale to a certain percentage of 
your students who both need and deserve it. 

• You don’t want bargain-hunters for students.   
• You’ll be a little uncomfortable with your price at first, but as you 

see that other people don’t freak out about it, you’ll get used to 
it. 

 
Setting a price for your work can be really uncomfortable. But as you do so, please 
remember how important your voice teachers have been to you. You deserve to 
charge what you’re worth. 
 

############ 
 
Meredith Colby has been a freelance voice teacher for 28 years. She’s the author of 

Money Notes: How to Sing High, Loud, Healthy, and Forever, and the creator of 

Neuro-Vocal Method, the CCM method based on brain science. She is available for 

seminars and masterclasses through her website. Meredith writes and teaches 

privately in the Chicago area with her husband, daughter, dog and cat, and would 

love to hear from her readers at www.MeredithColby.com or at 

www.facebook.com/MeredithColbyAuthor 
 

 
 

 
 
 
 


