
How To 
Package & Price
Your Services



Hello There!
For the longest time, creatives have not had the knowledge to make their skill mean

something to them. Most times, they cannot balance between what they should earn

and passion.

Brait Academy is simply a knowledge hub by Brait Consulting Limited that offers

completely FREE training and business insights for creatives in dire need to improve

their skills and grow their businesses

Our biggest resolve is this, “Nobody should die with the talents and skills they have!

Freely were they given and freely should they pass them on!”
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https://braitconsulting.com/


A Little About Brait Consulting
Brait Consulting Limited is an award-winning, leading web design company in Kenya known for

state-of-the-art web development, digital branding, graphic design, UI/UX design, and

unmatched digital marketing services.

With our balance of visual aesthetics and usability, we have helped streamline processes for

businesses as well as create new revenue streams for start-ups and established businesses alike.

Check us out at – https://braitconsulting.com
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We hope you read that as “Bright!” 😉

https://braitconsulting.com/


“

”

“You have an innate power to 

achieve anything in life. You can and 

you will. Never limit the ‘YOU’ you 

haven’t explored!”
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- Stephen Siloma | CEO, Brait Consulting



Introduction
Packaging and pricing a service is a very hectic thing to do for creatives as many

of them are multi-talented making it hard for them to package their services and

quantity the costs that go into providing that service.

Service businesses range from sole proprietorships to SMEs to well established

businesses. It is sad that most creatives end up just being mere freelancers and not

big corporations just because they could not package their services and get their

pricing strategy right.

Year after year, most creatives end up offering the same service(s) with the same

pricing and serving the same clients who always request for discounts. Creatives

face great difficulty scaling their businesses.
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How To 

PACKAGE

Your Services



Outline What You Offer
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What adds value to the client?1



Outline What You Offer
Most creatives have had a very hard time discovering who they are let

alone listing what they offer (This is covered in the course, “What is

Your Identity?”). A graphic designer will simply tell you that they offer

graphics design, period. A photographer will tell you I shoot.

If you probe further, the graphics designer will tell you that they do

logos and posters. The photographer on the other hand will say that

they shoot at parties and events. The graphic designer doesn’t know

that are over 8 types of graphics design and the photographer is

unaware that there are over 7 genres of photography.
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List Down The Services in Your Field
The best technique to know what you really offer is to list down all the

services in your field. Tick what you offer and cross out what you do not.

E.g. in graphic design there is: Production Design, Advertising &

Marketing Design, Product/Package Design, Video Game Design, Web

Design, UI & Interactive Design, Motion Graphics & Animation,

Illustrations, Publication & Typographic Design etc.

If I just do logos & posters then I outrightly know that I do Illustrations

and Advertising & Marketing Design. I will then brand my services based

on the genre of graphic design I am skilled in.
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Evaluate Your Audience 
& Market
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Who Are You selling to?
2



Evaluate Your Audience & Market
If I simply do logos then who am I selling to? We covered about

target audiences in the course “How To Create Your Brand”

You cannot sell logos to people/entities that do not need brand

identities can you? People who need logos are those who want or

require to have an identity.

You can then narrow down your audience to:

1. People starting new businesses

2. People looking to revamp their businesses
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Evaluate Your Audience & Market
You can then go ahead and ask yourself:

1. How often do people starting new businesses need logos?

2. How often do people who need to revamp their businesses need logos?

From the questions above, you would have known your market. After you

have known your market, you will need know their demographics, e.g.

Where are they located? What is their age bracket? Are they more females

than males? etc.

This is also covered in the course “How To Create Your Brand”. After getting

their demographic, you then target them in your marketing campaigns.

12



Look At Your Competitors
You need to evaluate and look at the people who are doing the same thing

you do. You are not the first graphic designer or photographer in the world.

There must be someone who does what you do or at least something

related to what you do.

Benchmark with the people who are offering the same services you want

to offer and analyze who they sell to, how they have packaged their

products and how much they sell their products for.

Evaluate and analyze your competitors on a global and on a local scale.

You analyze what they do to gain insight, not copy from them.
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“

”

“The most important thing to 

remember is that you must 

KNOW YOUR AUDIENCE”
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- Lewis Howes



Cluster Your Services
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Make it simple for the client3



Cluster Your Services
Suppose I am a graphic designer good in Illustration, Packaging Design, Print

Design and Motion & Graphic Design how should I present my services to the

client?

You can cluster your services into primary, secondary and tertiary services.

Primary services are those services that you are very good at because you

are experienced in them and form the core basis of your business.

Secondary services are those that you are good at but are getting better at.

Tertiary services are those services that you have a little know how on, can

get someone to do them or are thinking of doing them in the future.
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Cluster Your Services
Here are some few tips on clustering your services

1. Give preference to what you are very good at.

2. Never offer a service which you cannot do. You will frustrate the client and

ruin the reputation of your business.

3. Avoid ambiguity. Package your services with simple and direct

descriptions. e.g. Don’t say, ‘I illustrate’, say ‘ I can do a good logo for you’.

4. Package your services based on your audience and market not based on

your passions. e.g. The market may need illustrators and print designers, but

you are so passionate about Video Game Design which has got no audience

in your market.
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Turn Your Service Into A 
Product 
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Make your service sellable
4



Turn Your Service Into A Product
After clustering your services, turn them into sellable products. E.g. You may want to

turn your illustrations into detailed sellable items.

You may give them a title & a description detailing what the service entails e.g.

Book Illustrations – Entails:

● A storyboard, showing all the pages of your book with rough sketches and lines to

show where the text will go (with up to two rounds of revisions),

● Detailed sketches (with up to two rounds of revisions),

● Final, full-color illustrations (with up to two rounds of revisions),

● Ebook/print-ready illustrations your book,

● All delivered with professional project management
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“

”

“Don’t find customers for your 

product. Find products for your 

customers.”
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- Seth Godin



How To 

PRICE

Your Services



Pricing A Service Is Not Easy
Unlike products, services are very difficult to price as you need to

quantify virtual things like experience, time, labor, expertise etc. With

products, you can easily tell the cost of raw materials and cost of

production and one can easily put in their margins and sell the product.

The service industry is a bit hectic as you need to convince the client

why you are charging a service differently from another service provider

who does the same things you do. There is surely no formula-based

approach to price your services, but the following pricing models can

help you price your products.
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Cost-based Pricing
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Know your costs, input your margin1



Cost-based Pricing
You need to know how much it costs to provide your services, put a fair profit

margin and then price your service. You can categorize your costs into three:

i) Materials Cost – These are the costs of good you use in providing service e.g.

for a graphic designer; editing software, computer etc.

ii) Labor Cost – This is the cost of direct labor you use e.g. If you have staff or

are sub-contracting, how much will you pay the person doing the service? If

you are doing the service yourself, what is your hourly rate?

iii) Overhead Costs – These are the indirect costs to your business in providing

services to customers e.g. Taxes, rent, advertising, utilities, advertising, mileage,

depreciation, insurance, office supplies etc.
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Competitors Pricing
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How much do competitors charge?2



Competitor’s Pricing
The other pricing model that can help you price your product is competitor’s

pricing. This involves you checking what your competitors are charging and

then determining what to price your service.

You may not want to charge KES 10,000 for a logo while the your next door

competitor is charging KES 1,500 and the both of you target walk in clients.

You may not want to price higher if your well-established competitor charges

lesser. Look at what your competitors are charging for similar services.

You can get this information from your competitors’ websites, making phone

calls to them, talking to friends and associates who have used a competitor's

services, competitor’s published data, etc.
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Value-based Pricing
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How much is your client willing to pay?3



Value-based Pricing
You need to know and understand how customers perceive your business. This

is where branding plays a key role. You really need to know your customer in

this pricing model. You need to look at their needs, income, family status,

occupation etc. You need to know their purchasing power.

After you have known how your clients perceive your business, you can go

ahead to price your product. This is the pricing model with best returns if your

services are unmatched, your branding it top-notch and your brand is

reputable. It however requires a lot of work but most entreprenuers love the

easy way out: cost-based pricing and competitor pricing
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Other Pricing Models
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4



Other Pricing Models
1. Flat Fees - Customers love flat fees. You may decide to charge flat fees for

your services. e.g. You may decide to charge flat fees for all types of

illustrations.

2. Hourly Pricing – You may decide to charge your clients per hour. This also

entails knowing your client. I have not seen this work so well in Kenya. It is

easier to tell a normal Kenyan client that you charge KES 2,000 for a poster as

opposed to KES 1,500 per hour and it may take 1-2 hours to do their poster.

3. Variable Pricing – You may decide to institute a variable pricing in your

services where you may bargain and negotiate for the pricing with your

customer.
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“

”

“The reason it seems that price is all 

your customers care about is that 

you haven’t given them anything 

else to care about.”
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- Seth Godin
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Thank You!
Thank you for reading this amazing resource. I poured my heart 
and soul into it and so pour your heart and soul into helping 
other upcoming creatives in your field. 

Share this FREE resource to as many people as you can and let 
it be a good resource to them as well. We are a community of 
young people who are always willing to learn and share ideas.

Login & register as a student at https://braitacademy.com and 
join our live classes every Saturday as from 9:00pm – 11:00pm all 
for free.

https://braitacademy.com/


Appendix
The Extras, Freebies & Add-Ons



A FREE WEBSITE?
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How about we gave all creatives in this country

And all they are needed to do is to purchase a

hosting with a FREE domain from us?



BRAIT HOSTING CREATIVES PACK

Most creatives are struggling with their online

identity and we have come up with a package

for creatives. For only KES 5,000 for the first year

(Which will renew at KES 6,500 for consecutive

years), we will create them a FREE website about

who you are, what you offer and contact

information.

Check how the template looks in the next page. 

Or click here for the live link -

https://braithosting.com/landing-demo
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https://braithosting.com/landing-demo
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ADVANTAGES OF THE BRAIT 

HOSTING CREATIVES PACK

As domains age with time and they increase in

value they improve in what we call Domain

Authority. This means by the time you are have

scaled up into a big organization, you have

continuously improved in SEO as well.

Simply follow this link 

https://braithosting.com/creatives-pack/ to get 

started and once you make the purchase, fill the 

required details on the form in that page and you 

will have your live website in just 24 hours.
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https://braithosting.com/creatives-pack/


BRAIT HOSTING CREATIVES PACK

Most creatives are struggling with their online

identity and we have come up with a package

for creatives. For only KES 5,000 for the first year

(Which will renew at KES 6,500 for consecutive

years), we will create them a FREE website about

who you are, what you offer and contact

information.
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If You Can…
I will appreciate if you just mentioned my work on 

your Social Media Posts, Social Media Stories and 

especially on WhatsApp Status! You want the 

content to post? I GAT YOU! 
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Need A Website? Brait Consulting does state-of-

the-art and incredible websites in this country. 

Check out their work – https://braitconsulting.com

Call: +254722 973 964

Email: info@braitconsulting.com

*Please note that this favor is not pegged by the fact that I give free 

resources. This I will continue to do freely. Thanks a bunch!

https://braitconsulting.com/


Love Humor?
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https://siloma.co.ke/humor

I also double up as a creative writer in my other passions. 
So many creatives work a lot and sometimes need some 
witty writing to cheer them up.

https://siloma.co.ke/humor


Follow Us On Social Media
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https://facebook.com/braitconsuting

https://twitter.com/braitconsuting

https://instagram.com/braitconsuting

https://www.youtube.com/channel/UCFVosDr-F57zOtlohun4-eg

https://linkedin.com/company/braitconsulting



Brait Consulting Limited 

Contacts

Lower Hill Duplex Building, Bunyala Rd, 

Suite 55, 

P.O Box 35755-00200, Nairobi

Email: info@braitconsulting.com

Phone: +254722 973964

Website: wwww.braitconsulting.com
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mailto:info@braitconsulting.com

