MYB 12 – Setting Prices
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Name _____________________________
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I have started a photography business specializing in photographing bands (think services for this exercise: sell my artwork, consultant, contractor, bookkeeper, graphic artist, web designer, pilates instructor, private investigator, etc.). I take posed shots as well as live performance shots. I’m trying to build a portfolio and am often working for free. I’ll need to start charging eventually but don’t know what to charge or how to set rates. I don’t know how to research my competitors or how to figure out what to charge. What do you suggest?
There is likely not one single, definitive answer.
1. Look at expenses and what you need to make to live

· Figure out what it costs you for overhead per month to run your business so you can cover your expenses.

· Figure out what you would spend on materials and hours of labor to do a job.
· Figure out what you need to bring home each month as profit to sustain your lifestyle.

· Decide what you think you should make per hour for your labor based upon your skills, training, reputation, quality of work, etc.

2. Look at what your clients are willing to pay.
3. Know what your rivals (competitors) are charging – fair market value.

4. Research industry rates

· Internet

· Get quotes from competitors

· Ask colleagues what they charge and how they figure it out

· Ask your “free” customers to get a rate quote before you do the free job (they’ll appreciate your generosity and you’ll benefit from the information)

· Ask what your customers have paid before 

· Join a professional association – get pointers from mentors and pros

5. Consider tailoring your rates by type of customer – charge more for corporate or business customer than for individual, retail customers

6. Ask customers what their budget is and work from there
Your rates are integrally tied to your self-confidence and experience. As your skills improve and you feel you’re worth more you’ll charge more. And your clients and customers will be willing to pay more as your skills and reputation grow.

Start charging something. Resist becoming the “free consultant” because you will soon become known that way, perhaps forever in clients minds.

