Worksheet — Introduction to Pricing

The concept of “price” is a topic many entrepreneurs ponder as they begin shaping their business
ideas. Use this worksheet to document your thoughts, ideas, and action items as they relate to
pricing in your business.

Use the fillable PDF form fields or print the worksheet and write in the space provided.

Pricing is the method followed by a business to determine the selling price for

its products or services.

What is Pricing?

As explained in the course, pricing is influenced by the cost of production, promotion, and
placement of the product being sold. In the space below list the products or services for which
you still need to define a price. Also, list prices for any products or services you need to
review. There are no wrong answers.
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Do you know the cost of running your business?

If you price your products or services below the cost of running your business, do you think your
business will succeed? As explained in the course, before you determine the price of a product or
service, you really need to know what it costs to run your business. Some examples of costs are
raw materials, property and equipment leases; loan repayments; inventory; utilities; financing
costs, such as interest on loans; salaries/wages/commissions; markdowns; shortages, such as not
having an item in stock; damaged product; employee discounts. You should also think about
your desired profit.

In the space below, jot down the fixed and variable costs of running your business. Use this
space to write down any concerns you may have about existing prices for your products or
services given the new information. For example, do you think your prices are too low? Perhaps
your “family discounts” are too generous to sustain your business. There are many variables that
affect your costs, so the more you know about your business, the better prepared you will be to
make decisions about it.
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Pricing Objectives

Now that you have a general idea about how costs affect your business, it’s time to think about
what your objectives are. The course explains various objectives such as increasing sales,
increasing profit, increasing revenue, etc. In the space below, write your objectives. Objectives
will likely change as your business or market conditions change, so regular reviews will help you
maintain the proper pricing objective.

Sales Promotion

The course explains various pricing strategies to help increase sales. Most business owners are
familiar with Discounts and Sales; however, other strategies such as Skim Pricing, Penetration
Pricing, Leader Pricing, Premium Pricing, and others may be worth exploring. Use the space
below to write any thoughts, ideas or questions you may have about pricing strategies as they
relate to your business and your sales objective. This is a good place to identify any areas of
confusion you might have, where a business counselor may be able to assist.
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Pricing Models

As explained in the course, small business pricing models generally fit into the following three
categories: Cost-Plus Pricing, Customer-based Pricing, and Competition-based Pricing. Use the
space below to write the pricing models you use for your products and/or services. Also,
consider the pros and cons of changing your existing pricing model to another one. For example,
perhaps you are currently using Cost-Plus Pricing for a specific product or service. What if you
changed to Customer-based Pricing? Or Competition-based Pricing? If these pricing models are
new to you and your business, you may consider experimenting with them to see if the results
warrant further investigation.
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Review Common Pricing Mistakes

Running a business is a lot of work! There never seems to be enough time to do everything
properly. However, to keep your business running, you need to try your best to avoid some
common mistakes. Answer the following questions to get an idea about where you fall in the
spectrum of risk. Use the space below to write down any questions or concerns you have about
these common mistakes.

v
v

I have created and use a pricing strategy for my business.

I have accurately estimated my costs based on real data (e.g., not guessing or “ball
parking”)

I am aware of other pricing strategies that do not require me to compete solely based on
“lowest price.”

I regularly monitor my pricing strategies to ensure they are working or need to be
changed based on market conditions.

I am aware of legal issues that could affect my business.

I am aware of antitrust activities with scheming to fix prices, allocate markets or
customers, or collusion to reduce competition.

I treat my customers fairly by not engaging in illegal forms of price discrimination or loss
leader pricing.
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