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SIMPLE PRICING FORMULA CHEAT SHEET 

A FREE GUIDE FROM FLOURISH & THRIVE ACADEMY 
 

 
 
Welcome! Thank you so much for downloading our pricing worksheet. 
 
Before we start, we wanted to congratulate you for taking the first step 
towards pricing your jewelry correctly. 
 
If you aren’t a jewelry designer or maker, you can use similar principles to price 
your products as well. (Lucky you because your pricing will likely be more 
straightforward). 
 
Why is pricing so elusive? 
 
The reason why pricing is so elusive is because there is no right or wrong way 
to price your jewelry. Pricing can often be difficult to grasp because pricing for 
different business models and types of jewelry will likely be different 
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For instance, fine jewelry made out of gold and diamonds will be priced 
differently than jewelry made out of semiprecious stones and silver or jewelry 
designed out of costume materials like brass and Swarovski crystals.  
 
The other reason why pricing can often be a challenge is because there is a lot 
of fear and uncertainty surrounding it. 
 
For instance, you might be afraid that if you price your jewelry too high, you 
won’t get the sales you need to sustain a business. 
 
If you price your jewelry too low, you might sell more, but end up not being 
very profitable.  
 
The other reason is that for MOST businesses, competing on price is a losing 
battle. If you are a niche or handmade designer, you are never going to be able 
to compete with China, Amazon.com or Walmart. It’s not possible. 
 
Therefore, pricing is part of a much larger conversation that includes a holistic 
marketing plan for your business.  
 
That’s why we are going to break this down simply for you so that you can 
keep in mind the most important factors to consider in pricing your jewelry.  
 
The Key Factors that Shape Your Pricing Strategy 
 
There are many things you need to consider when you are pricing a piece of 
jewelry.  
 
Those things include: 
 

• Costs Involved in Making Your Product 
• Labor Costs 
• The Type of Jewelry You Design 
• Perceived Value 
• Market Research 
• Model Fees 
• Overhead 

 
I’ll go over each of these briefly in the sections below. 
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COGs or Costs of Goods Sold 

Your COGs (Cost of Goods Sold) include the materials you use to design a 
piece of jewelry and the labor that goes into that piece of jewelry. 
 
The costs of your materials are fairly easy to figure out. The place where most 
designers get tripped up on is the Labor.  
 
You will hear different things from different gurus, but in order to be 
competitive, the labor included in a piece of jewelry should be of fair market 
rate for that “type” of labor. 
 
For instance, if you designed wire wrapped jewelry, you could outsource in 
most places and find someone who can do a great job wire wrapping for $10-
15 /hour depending on where you live. 
 
If you make hand fabricated jewelry, a bench worker may bill at $20-25 /hour 
depending on experience.  
 
Intricate model making and benchwork is typically $25-75 /hour depending on 
what it is. This type of labor is typically for more complex work or super fine 
work. 
 
Simple stone setting can be billed at anything from $2-$5 a stone and more 
complex stone setting may be a bit more. You’ll have to price that out. 
 
Remember, we are trying to keep this fairly simple. The market labor is 
important to consider because there is so much “fixed” advice out there about 
pricing. 
 
As a business owner, your “labor” should not be an hourly rate but an officer 
salary. So if you want to price competitively and sell more jewelry, you should 
be pricing your jewelry with correct jewelry industry labor prices. 
 
 
The “Type” of Jewelry You Design and Perceived Value 

In our Laying the Foundation course, we go in depth about collection 
development, pricing and perceived value and how it’s all connected. 
 
The pricing formula for beaded and wire wrapped jewelry will be different than 
costume jewelry or even fine jewelry. 
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The way you price is also tied into the perceived value of the piece. A few 
things that affect perceived value are: 
 

• The materials you use 
• The exclusivity or originality of the design 
• Demand 
• Your positioning in the market place 

 
Exclusivity and originality of design and your brand positioning are the key 
factors that can help you command premium pricing. I want to mention this 
because you should always be positioning your brand and designing in a way 
that you are known for your signature style of design. 
 
 
Market Research 

Working in a silo is never good for anyone. Do your research and investigate 
how brands of similar quality and materials are pricing their designs.  
 
We recommend this because if your work is priced much higher or lower than 
“comparable” types of designs, you’ll lose your competitive edge.  
 
 
What Should You Do About “Model Fees” for the First Round of 
Design? 

Now this is something that baffles many designers. You spend all of this time 
figuring out how to make the first piece or investing in a model.  
 
The big question is: where does that “cost” factor in? 
 
In a production style jewelry business where you are making a design once, 
model and sample fees are considered a marketing expense and should be 
allocated to your marketing budget. The model or sample fee does not get 
factored into the production piece of jewelry. 
 
The ONLY exception would be if you design one-of-a-kind or commissioned 
jewelry. Model fees can be incorporated into the price of jewelry in this case. 
Herein lies another reason that custom and OOAK should also command 



 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 
otherwise distributed without expressed written consent. | © 2015 | Flourish & Thrive Academy 

premium price points because if the perceived value isn’t there, you’ll likely 
lose out on the cost of models. 
 
 
What About Overhead? 

There is a lot of controversy about how to incorporate overhead into your 
work. While there are differing points of view, typically overhead should NOT 
be included into the price of your work.  

Overhead is covered by reaching your breakeven point and by focusing on 
making sales to generate the cash flow to hit that breakeven point. 
 
In our pricing trainings, we do give a formula for those who are insistent in 
including overhead into their pricing. The reason why it’s insignificant is that 
unless you sell the exact same number of pieces of jewelry all of the time, that 
overhead number will be skewed and a bit arbitrary. 
 
What you need to be focused on is more complex and we won’t go into it 
here. But you need to be looking at your break even analysis and make sure 
that your SALES are covering overhead.  
 
You can add overhead into the price of your jewelry all day long, but if you 
aren’t selling enough work, adding a few dollars to each piece is not going to 
make you profitable. Why? Because if you don’t sell enough, you won’t be able 
to cover your expenses anyway. 
 
 
Simple Pricing Formula 

The reason why many designers and makers price their work incorrectly is 
because they aren’t thinking about the big picture. 
 
Jewelry should always be priced for “wholesale” first even if you never plan on 
wholesaling your work. 
 
The wholesale price is the price you would be selling to a retail store if they 
were buying multiple pieces for their store. They would mark that up to a retail 
price. 
 
Here are a few simple pricing equations for reproducible work: 
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Take your total COGs (cost of your materials plus the labor included in making 
that piece) multiply that by 2 to 4 to get wholesale. Most of you will probably 
want to take that number and multiply by 2.5.  
 
That figure becomes your wholesale price.  
 
To get your retail price, you take the wholesale price and multiply that by 2.5. 
Most store owners will take wholesale and markup jewelry 2.2 to 2.5 times the 
price they purchase it for.  
 
Even if you aren’t wholesaling, you should consider this formula if you want to 
price competitively and correctly. 
 
Here is a quick example: 
 
Materials Costs $10 
Labor Fee $5 
 
Total COGs: $15 
 
Multiply $15 by a minimum of 2 times. 
 
That gets you to a wholesale price of $30.  
 
Take the wholesale price of $30 and multiply that by 2.5 to get your retail 
price: $75 
 
Here it is again: 
 
COGs (Materials + Labor) x 2 (minimum) = Wholesale 
 
Wholesale x 2.5 = Retail 
 
Make sense? 
 
Remember this is a simple pricing formula and there are so many other 
things to consider when pricing your jewelry. 
 
Thanks so much for downloading this cheat sheet! If you enjoyed this, make 
sure you download our Creating Collections That Sell free guide by going to 
http://flourishthriveacademy.com/collections 

 

http://flourishthriveacademy.com/collections
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JOIN THE CONVERSATION… 

We hope this guide helped make your business (and your life) a little bit easier!  

Please connect with us via social media and keep us posted with your results! 

 

 

 

http://www.facebook.com/FlourishThriveAcademy
https://twitter.com/flourish_thrive
http://instagram.com/flourish_thrive
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