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4-Step Pricing Calculation 
 

1.  Calculate your daily labour rate. Make an assessment of what your skills, knowledge and 
experience would bring you in the marketplace as an employee. Don’t be modest! 

 
For now think in terms of salary and commission. For example, let’s say you would 
expect to earn if you were on target for example £90,000 9 a year (please note this figure 
is just as an example, not a standard figure as every business is different on what people 
can earn). You would also be paid, for holidays and sick days. 

 
2. Forecast the days you expect to be able to sell, on average, each month. I used to work 

on a basis of selling 8-10 days out of the 20 working days that are available each month. 
Assuming 100 ‘delivering and servicing client’ days over the year would give a day rate of 
£900. 

 
3. Now we need to calculate your ‘cost of being in business’. This is often where people 

UNDERESTIMATE. List and include ALL costs. 
 
4. Divide your total costs by the number of days that you expect to deliver and service 

clients. Let’s say your annual cost of being in business comes to £60,000 (the cost per 
desk – i.e. for advertising, rent, IT systems, back office etc). Divide that number by the 
number of ‘delivering and servicing client’ days, and you have a cost of £600 per day. So 
that brings your daily rate to £600 doesn’t it? Well we are not quite done yet. You need 
to add on a profit margin.  The calculations we have done so far only cover your costs. 
Your profit margin is the reward that you get for providing an outstanding service. Let’s 
assume a profit of 25%, so that brings us to a daily rate of £750. 

 
Now we have arrived at a figure, which, if you had to justify it to the world is a rate at which: 

 
• You are properly paid for your work 

• Your expenses and costs of being in business are met 

• Your investment and risk you are taking is rewarded with a fair level of profit 

 
Of course the next question we need to cover is whether the price you charge is WORTH it 
to your end customer. To answer that, complete the worksheet on calculating your value to 
your customer. 

 
For e.g. – if it was going to take you 14 days (2 weeks) to search, find, prep for interview and 
close a campaign – this cost to you would be £750 per day - £10,500 for 14 days. 

 


