ARE YOUR

HERE’S YOUR

FIRIEE

PRICING GUIDE

ANBITIOUS
AMBITIOUSMGMT.COM



AMBITIOUS ;
maagetienl

Welcome!

If we haven't met
before,I'm Amber, the
founder of Ambitious
Management,andI'm
soexcitedthatyou're
here!

One of the biggest things | see entrepreneurs
mess up on when they start their business is
pricing their offerings strategically.

It's easy to want to price as low as possible to
get your foot in the door, but how can you
handle increasing your prices later on? This
guide will discuss basic pricing strategies and
how to navigate price increases!




Ask Yourself These
Pricing Questions

« How much does your
product/service cost to
produce?

« Whatis your target audience
willing and able topay for your
product/service?

« Arethere any hidden costsyou
need to accountfor?(Like sales
tax,paymentprocessing, and
onboarding fees)

« Whatdo youneedtochargeto
feellike providing your
product/serviceis worthit?

« Doesyour price takeinto
account the yearsof experience
and education youhave?

« Doesasubscriptionmodelmake
sense?




PRICING STRATEGIES

Cost-PlusPricing

WHATISIT?

An easier way to think of the cost-
plus pricing methodisthatyou’re
adding amark-up!

PRICEEQUATION

CoststoProduce + Markup =Price

WHODOESIT WORK WELL FOR?
Using a cost-plus pricing model
worksgreatfor physical products
tocover your cost of goods sold.

WHAT ARE THE CONS?

This method may not account for
the full value youaddinaservice-
basedbusiness. Additionally, your
mark-up could put the price out of
therange your customersare
willing to pay for your product.




PRICING STRATEGIES

HourlyPricing

WHATISIT?

This one’s pretty straightforward-you’ll
charge your customers your hourlyrate.

PRICEEQUATION
Hourly Rate x Hours Worked =Price

WHODOESIT WORK WELL FOR?

This methodisgreatfor service-based
businessesto accountfor the total amount
of time spentonaproject.

WHAT ARE THE CONS?

Determining your hourlyrate canbe
tough! Youneed to accountfor both your
fixed and hourly costs.If you’re able to
complete projects very quickly, youmay
needtoraise your hourlyratetobefairly
compensated.




PRICING STRATEGIES

Project-Based

WHATISIT?

You’llprovide aquote for aproject
basedon the scope of work and project
requirements.

PRICEEQUATION
Your Custom Quoting Method

WHODOESIT WORK WELL FOR?

Thismethodisgreatfor service-based
businessesto ensure you’re accounting
for the full scope of work of aunique
project.

WHAT ARE THE CONS?

If youunderestimate your ability to
complete the scope of work, youmay
take alossonaproject. This pricing
methodis more time-consuming because
it’snot aone-size-fits-all approach.




PRICING STRATEGIES
Competitive
Pricing

WHATISIT?

Your prices wouldbebasedon your
competitors’ prices.

PRICEEQUATION

Competitor Research Required

WHODOESIT WORK WELLFOR?

If your business sells similar products that
canbe easily compared to your
competitors’ products, thismethodis
great!

WHAT ARETHE CONS?

You’llneedtodoalotofresearchto
ensure your products/services are of
equal quality to your competitors.If you
have costs that your competitor doesn’t,
this pricing method couldresultinalower
profitmargin.




TIPS FOR HANDLING

Price
Increases

COMMUNICATEEARLY
Communicating priceincreases wellin
advance of their effective date helps
your customers adjust their
expectations

FOCUS YOURMESSAGING

Increase your marketing on the
additional value your clients willbe
receiving with theincreasedprice.

GRANDFATHEREXISTING CLIENTS
Consider allowing currentclients to
keep their lowerratesasarewardfor
their loyalty. New clients willbe
subjectto yourincreasedprices
moving forwrad.
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Questions?

© amber@ambitiousmgmt.com
ambitiousmgmt.com
® 956.693.9906

We turn Ambition into q(:uu.w[quc(



