
BRANDING & PRICING :: What’s the relationship

branding is what people say about you
 when you’re not in the room. 

PRICING - 4 factors to consider

Money Goals - what do you want to be paid for 
your time?

Industry (standard) pricing - what do your 
competitors charge? 

Level of expertise / # years in business - are you 
established? can you position yourself a goto 
person in your industry (i.e. expert)?

Factors that go into producing service or product 
(materials, travel, time, etc.) - how much does it 
cost to create your product or service?

Whether you are a service based business or 

product based business, you need to have goals 

laid out as well as the confidence to carry them 

out. If you’ve done your research and put the time 

into what it takes for you to charge for this 

knowledge, then just own it darling. 

Once your goals are established, try working 

backwards to figure out how much you should be 

“paying” yourself per hour. 

BRANDING - what is it?

First off, it’s good to know that BRAND and 

BRANDING are two different things. Where brand 

speaks to the building of your business, the 

purpose behind your business, who your 

customers are, how you’re going to serve them, 

the experience you want to instill, etc. (seriously, 

we could go on for hours here), branding, on the 

other hand, is how all of these elements are 

visually compiled; i.e. LOOK. 

All roads through both of these processes point 

to you being viewed as an established and 

credible business.

So it stands to reason that you need to brand 

before branding. 

What does this have to do with pricing?

An established brand has built an audience within their niche, solving their pain points (or 

problems) in one way or another. 

   Their story has been told - so their audience knows them

   Their marketing foundation has been laid - so their audience likes them

   Their product or service solves their customers pain point - so their audience trusts them

Ex. 1: Take Brooks Brothers for example: they are not the only store to sell professional button up 

shirts. However, the quality of their product and creating a wrinkle free shirt has attracted that 

specific market niche - solving the pain point of a good quality shirt that doesn’t wrinkle. 

Because of this unique product and their established brand, they charge more for this product and their 

audience happily pays it. This is a good example of pricing for your market

“
“

if you have questions about branding (logo, website, colors, strategy, etc.) feel free to email me at 
helloblueloui@gmail.com or visit www.bluelouistudio.com for more information. 


