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LEGAL NOTICE: 
 
The Publisher has strived to be as accurate and complete as possible in the creation of this 
report, notwithstanding the fact that he does not warrant or represent at any time that the 
contents within are accurate due to the rapidly changing nature of the Internet. 
 
While all attempts have been made to verify information provided in this publication, the Publisher 
assumes no responsibility for errors, omissions, or contrary interpretation of the subject matter 
herein. Any perceived slights of specific persons, peoples, or organizations are unintentional. 
 
In practical advice books, like anything else in life, there are no guarantees of income made. 
Readers are cautioned to reply on their own judgment about their individual circumstances to act 
accordingly. 
 
This book is not intended for use as a source of legal, business, accounting or financial advice. 
All readers are advised to seek services of competent professionals in legal, business, 
accounting, and finance field. 
 
You are encouraged to print this book for easy reading. 
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Pricing: All You Need to Know 
 
 
 
 
If you are trying to sell something on the Internet, pricing your services/ products would be the 
single most important decision you will take. Since, the Internet provides thousands of 
alternatives to the customers, you need to be at par with the competition. The prices that you 
quite will determine how long you can stay in the market.  
 
You need to acquire a clear cut idea about pricing. To what extent can you push it? How often do 
you need to review the prices? A lot would depend on how you handle this stage of business. 
You have to pinpoint a consumer group to begin with and then estimate how much they would be 
willing to pay for your services or products. 
 
But besides that you also have to ensure that you make some profit for yourself. And quite often 
these two demands can be in conflict with each other. Different people use different techniques to 
set the prices of their products. Some of them have a scientific basis and some do not. Given 
below is one such procedure which works with an understanding of the production cost, customer 
expectations and other players in the field. 
 
Cost is defined as the sum total of the expenses that you incur when making a product. Expenses 
include cost of raw material, machinery, packaging, delivery etc. Price is amount customers have 
to pay for per unit of you product /service. 
 
For you to make a profit, the price should be more than the cost. Your prices should be 
consistently above the cost if you are planning to run your company for a long time, except in 
special cases. Sometimes you can lower the prices, to gain entry into a market for example. 
Starting with prices which are lower than your competitors would make people notice you. And 
once you collect a decent number of customers you can gradually increase prices!  
 
How much would customers pay for your services is directly proportional to significant and 
valuable they think your product is. Of course your marketing strategies and reputation in the 
market will play a significant role in this regard.  
 
Between these two numbers, your cost and the price your customers are willing to pay for your 
product lies your ideal price. If your price is a little lower than what your customers are willing to 
pay for your services, it would definitely work in your favor in the long run. 
 


