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How do I calculate 
my hourly rate?

    Simple pricing formula: 

    Start with your direct material costs 

  +  your time 
 (hourly rate multiplied by the hours it takes to make the piece)

  +  % of your annual overhead costs

  +  % profit 

  =  the total accumulative cost 

  x 2  equals the retail mark-up or recommended retail price (RRP)

This is based on how much time you can dedicate to your 
business and in principle how much money you need to earn 
from your business. Ask yourself: 

• How much time can you dedicate to your craft business per 
week on average? What other jobs or commitments do you 
have?

• How much do you need to earn from your craft business to 
live from? This will differ depending on personal circum-
stance and you should consider all outgoings such as rent, 
food, clothes etc. 

• If you have a part time job to support your practice, your 
approach will differ from someone aiming to earn a full-time 
salary from their practice.



These are costs associated to your business overall and  
not to one product or piece of work. They should include: 

• Administration costs – the time you spend doing re-
search, correspondence, working on logistics.

• Fixed costs – insurance, electricity, rent, mobile, stor-
age, business rates, and equipment.

• Marketing costs – website, exhibiting, showing at fairs, 
paid adverts, printed resources, campaigns etc.

What does it cost you per month and per year to run your 
business?  Check your monthly or quarterly invoices to 
identify exactly what you spend on each of your over-
heads and keep a log of them. 

How do I calculate 
my overheads? 

Pricing can be based on a simple formula, though some-
times the final price is not that simple.  Here are some things 
you should consider:

• Include profit, no matter how small the percentage.  The 
profit you earn is the money you can put back into your 
business to build up and invest in new equipment, train-
ing or simply as a contribution to your time off.

• Research into the markets you are aiming to sell your 
work. Do your prices compare well, are they competitive? 

• If you have been selected for a show and you are not sure 
if your price calculations are correct, always seek advice 
from the gallery manager, director, or curator as they 
know the market that your work will be promoted to.

• When working out how many days you can dedicate to 
your business, base this on 48 weeks a year not 52, as you 
need to factor in time off for holiday or illness.

How do I value 
my work?



  
    Example pricing calculation for a vase: 

    Direct material costs = £10

  +  your time 
 (hourly rate multiplied by the hours it takes to make the vase)    
 = £100 (£20 per hour X 5)

  +  % of your annual overhead costs  
 = £15

  +  % profit 
 = £50

  =  the total accumulative cost 
 = £175

   x 2  equals the retail mark-up or recommended retail price (RRP) 

  = £350

RRP stands for the recommended retail price which takes 
into account the mark up you should consider if you sell 
wholesale or through a gallery or hope to do so in the future. 

Consider that most retailers and galleries will sell your 
product with a mark-up or commission of between 200%- 
300%. Meaning, for example, that a vase that you sell to them 
for £90, would then be sold by them for between £180- £270. 

Try to keep your retail prices as consistent as possible across 
your selling platforms, meaning your prices from your direct 
selling platforms such as your website, should match your 
prices through a gallery or shop as closely as possible.  

What is the 
RRP? 


