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Welcome!
I am Sonia - For the last 7 years I have been
growing my own balloon decor company. I
am now on a mission to help other balloon
business owners to accelerate the  growth of
their business, make a profit and build a
sustainable business that pays the bills!

You can't have a profitable business if
you don't get your pricing right!

But its not always easy is it?

If your business is anything like mine I spend a huge amount of my time
answering Facebook messages and emails asking for prices! Either
prices for balloons I have created or a picture they have found on
Pinterest. There are tools out there you can use to calculate pricing but
when you are sat on your settee catching up on messages in the evening
whilst watching TV they are not always the most practical solution at that
point in time.  Pricing is the first and fundamental step to growing a
profitable business so I have put together this free resource to help you
get it right in your business!

This is a quick and easy system to get
pricing right just using your calculator on

your phone!.

Wherever you are!
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. Pricing is the number ONE question in all the Facebook balloon
professional groups yet lots and lots of business owners still struggle
with it! ⁉
 
  WAIT!!! IT'S NOT JUST YOU! I TOTALLY GOT IT WRONG TOO!
 
When I first started out in my balloons business I have to admit I
totally got pricing wrong! Balloons was literally a hobby I was
passionate about. I posted a few pictures on Facebook to show my
Mum what I was making and wow! People actually wanted to buy it! I
couldn’t believe it! Then came the big question everyone wanted to
know how much! I had absolutely no idea! I was flattered people
wanted to buy my balloons and by selling them it meant I had money
to buy more (plus it meant they weren’t cluttering up my house
because I couldn’t bring myself just to pop them!). I came up with
(what I now know to be ridiculously low) prices to cover supplies and
being able to buy some more in the future. 
 
The key thing here is I was pricing my wares as a hobby and NOT a
business. The trouble was as I started to consider it being a business I
had a really hard time dropping the mentality around pricing. Every
time I considered what I could charge this little voice in my head was
like “Oh I could NEVER charge that” or “People wouldn’t dream of
paying that!” I tried using the job cost sheet but still the voices in my
head were asking "Are you being serious??!!"
 
Does this ring any bells with you? Do you know your prices are on the
low side? Do you even know if you are charging the right prices in
your balloon business?  
 
CONSIDER NOW.... why its important to be charging the right prices 
in your balloon business!
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1. Profit enables your balloon business to grow. You need profit to be
able to invest in your business, go on courses, buy equipment, employ
staff… Without profit & proper investment you will never grow it!
2. You need to cover your over heads. Running a successful balloon
business doesn’t just involve the costs of the supplies you use to
create the product, it also includes things like your website,
professional indemnity insurance, van insurance, electricity, petrol, the
apps you use on your phone the list goes on. If you don’t price your
products correctly you will end up running at a loss!
3. If you don’t value your skill and the balloons you create with the right
pricing your customers won’t value it either! The likelihood also is that
friends and family will not value it and you may hear the dreaded words
“ You could always get a proper job” (Arrrrggghhh)… or “Don’t worry….
At least you tried” (sobs)
4. If you seriously want to make your business a full time job for
yourself you need to be able to create enough profit to pay your bills!
so you need to be able to pay yourself a wage! So many people in the
industry don’t even pay themselves minimum wage for the hours they
invest in their business… Who ever heard of someone running their
own business and not getting the minimum wage?
5. If you don't make enough to continue trading who is going to make
those amazing balloons that your customers need to decorate some of
the greatest memories they will ever make?

PRICING IS THE FOUNDATION BLOCK that will truly help grow your
business.
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SIMPLE FORMULA!

(DIRECT COSTS + TIME) X AT LEAST 2.2  =  MINIMUM SELLING PRICE!

It's as easy as 1-2-3!

Calculate your Direct costs

 

Calculate the cost for your time and add to direct costs

 

Multiply the sum of both by at least 2.2

2

1

3

All you need is a scrap of paper
or the notes app on your phone.
Your calculator and access to
your wholesalers website to
check prices... You really can do
it anywhere and get it right!
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SIMPLE FORMULA!

(DIRECT COSTS + TIME) X AT LEAST 2.2  =  MINIMUM SELLING PRICE!

Let's talk costs!
There are two types of costs in your business. The direct costs of all
the ingredients you need to make your design and the indirect costs of
running the business.  To calculate your price using this formula you
just need to know your direct costs.  So everything you need to make
the design.  The indirect costs are buried in the fact you are multiplying
by at least 2.5 but we will cover this later.  For now lets just look at
direct costs.

BALLOONS REQUIRED

RIBBON

DISPOSABLE FRAMING

HELIUM

FEATHERS/TISSUE PAPER

FLOWERS

HIFLOAT

DELIVERY COSTS

ANYTHING ELSE YOU NEED

TO ACTUALLY MAKE THE

DESIGN

Direct Costs



Note
This is the actual helium calculator I use in my balloon decorating business.  It has been MASSIVELY simplified.  Foils
vary as to the number you can get out of a cylinder hugely depending on size and shape.  Bubbles are stretchy and
therefore are difficult to calculate.  You can get anywhere between 85 and 105 24" bubbles from a T canister depending
on how much you inflate. The amount you can get from your canister of helium will also vary based on your inflation
technique.  Over filling is common in latex balloon inflation reducing the number of balloons per canister.  Numbers
above are a guide only. For the purpose of my own business and ensuring I always remain in profit I have taken the
highest balloon gas capacity provided by the manufacturer and used this for my calculations of all
foils/letters/numbers/bubbles etc.
 
Calculations believed to be correct September 2018 based on information available at the time from manufacturers
websites. If you want to find specific balloon gas capacity please check manufacturers websites where the information
can be found.

•  CALCULATE YOUR HELIUM

COSTS•

Quickly

Cost of canister / no of balloons it can inflate = price per balloon
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(DIRECT COSTS + TIME) X AT LEAST 2.2  =  MINIMUM SELLING PRICE!

Let's talk Time!
Time will always be the most expensive and precious thing we have. 
Time spent creating designs takes you away from your growing your
business and away from your family.  It's important therefore that you
charge properly for you time. As a business owner you should really be
charging a minimum of £15 per hour.

Quickly & Easily

Be realistic as to how long a
design will take you. Often
designs take longer than we
think to do.  If you have
never done the design
before.  Break it down and
work out how long each part
of the design would take to
do. Don't forget to add travel
time to and from the venue if
you are setting up or building
it at the venue.

Be Realistic!



Costing your job
(Direct costs + Time) x at least 2.2  =  Minimum selling Price!

•  CALCULATE YOUR PRICES•
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Costing your job
(Direct costs + Time) x at least 2.2  =  Minimum selling Price!
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Multiplying by 2.2 is what I use in my own balloon business to cover
35% overheads and create 20% profit.  If you have high
overheads or want to make more profit you will want to increase this
number. I also increase this number to 2.5 or 3 when I have a job I
think that will take longer than I anticipate such as when doing
organic or outdoor work.  This can also be increased for peak times
such as over Christmas and other holidays when your time is more
valuable to you and your family.

www.balloonbizacademy.co.uk

Lets Talk Overheads & Profit!

Overheads are the costs
associated to running the
entire business. Each
business will have different
overheads but there will be
some common ones.
 
Profit is the money you
make after ALL of your
costs are taken out of your
income. If you are a sole
trader this is what you are
taxed on.

WEBSITE

INSURANCE

RENT

UTILITIES 

TELEPHONE

ADVERTISING

ACCOUNTANT

TRAVEL

EQUIPMENT

EDUCATION

Overheads
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Quick & Easy Actions
Now you know the quick and Easy way to calculate your prices here
are quick and easy actions you can take right now to ensure you are
building a profitable business.

Print of the A5 handouts below and put inside your diary.

Start calculating all prices this way moving forward.

What are your 10 most popular products in your business. 

Check you have the pricing right for these and keep a note of the

prices to make pricing easier moving forward.

Do you have price lists on your website/social media.  Check the

prices and update where necessary!

Be Confident in your pricing.  Ignore the
little voices in your head which start
saying "Oh you couldnt charge that!" or
"People would never pay that!"  You are
good at what you do and people will
pay for what they want!.  In order to
build a business that is here to stay you
have to charge the right amount to grow
a business that is here to stay and
actually pays the bills!

Be Confident!
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10 M
ost popular designs
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Remember Cheap pricing will bite you on the bum!
ne thing I have learnt running my business is its so much easier to do
a great job and have customers come back to you time and time
again than it is to go out and find new customers. Regular customers
will be there for every special occasion and Better still if you do an
amazing job they bring back family and friends to buy from you too!
 
I have customers who still regularly buy from me 7 years down the
line who were some of my very first customers. I have done all their
family celebrations literally from the cradle to the grave! They tell
everyone what a great job I do and can’t wait to recommend me. But
here in lies the problem!!  
 
If when you first start out you charge way too low - as I did! - by the
time you realise you need to increase your prices you already have a
group of regular customers who are used to purchasing at the LOW
prices. This creates a really tricky situation...
 
People talk and when they see amazing balloons the first thing that
usually come up is where did you get that from and how much did it
cost?!
 
Do you tell them your new prices - for me this would have been triple
the price for some items they already paid! - and risk losing them,
their family and friends? Hope by being honest that you really got
your pricing wrong they will understand? Hope that they don’t now
start moaning to everyone that yes you are really good but they have
really got expensive lately (you aren’t expensive but they may now
see the increase as meaning you are expensive compared to
before).
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⁉Do you increase their prices slowly over time? Until they catch up
with everyone else and hope no one else finds out they get lower
prices from you? You will also have to keep going back through
messages working out what they paid last time and adding a bit on
that doesn’t look too much of a hike? What if they make several
purchases in a short period of time? They will surely notice over the
last couple of purchases the price has gone up by x amount?⁉
 
The KEY to this is to start pricing RIGHT early on in your business so
you don’t fall into this trap. It’s easy to tell yourself I will be cheap
because I want to build my portfolio and to be fair a lot of people do
and it can get your foot in the door. Just don’t go too cheap or you
will find yourself in this same situation. Remember that ultimately you
are not just building a portfolio you are building a long term business
for yourself. 
 
Maybe you are reading this and are already in this situation further
down the line? First this dilemma should NOT put you off putting your
prices up. You HAVE to charge the right price to be a profitable
business. It’s down to you which avenue you take. I personally did it
on an individual basis depending on my relationship with the
customer and how often they and their family would purchase from
me in the future. Some I increased over time and some I was up front
with. 
 
The morale of the story make sure you are charging the RIGHT
prices with all customers as if you do a good job they will come back
time and time again and for this to be a happy relationship the pricing
needs to be right from day one!



1 1The Balloon Biz Academy FREE Community is a thriving group of
balloon business owners who are serious about starting and growing
their business.  Every day we come together to discuss what
REALLY works to grow a business.  You will find daily discussion
posts, regular videos from me, resources to help you grow your
business and the opportunity to see what other balloon business
owners are doing to grow their businesses!
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1

1 I hope this was useful!

JOIN TODAY!Click H
ere!

https://www.facebook.com/groups/balloonbizacademy/?source_id=203506617046225

