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Pricing your products can seem 
like a tricky proposition but 
get it right and you’ll be able to 
make the most of the markets 
and fairs this Christmas 

By Katie Nicholls

If you’re a frequent visitor to crafting 
forums you’ll know that the issue of 
pricing is a familiar bugbear for craft 
sellers. While there are various formulas 

to help crafters navigate their way, getting it 
right is about more than knowing how to use 
a calculator. A successful pricing structure 
involves a myriad of considerations, from where 
you’re selling, to how unique your product is.

Don’t unDersell
“Pricing is a common problem,” reassures 
Folksy founder and director, James Boardwell. 
In his experience, sellers often set prices low 
because they don’t want to be perceived to be 
overcharging. “It’s better to aim high than to 
sell yourself short,” he advises. “If you start to 
go for products where the margins are minimal 
in the hope that you’ll generate sales I don’t 
think you’re going to get a lot of satisfaction 
from it. You’ll be doing all this work while 
knowing you’re doing it for nothing.” 

Jewellery maker Laura Hunter (aka I Love 
Crafty) says the first two years of doing her 
accounts was a real eye opener. Like a lot of 
sellers, Laura started off underselling. “I’ve sold 
things and regretted it. I’ve thought, ‘That took 
days and I’ve sold it for £15’.” 

Bethanie Ruston makes handmade products 
for ‘home, baby and you’ under the moniker 
Tatty Betty. She suggests craft sellers should 
stand their ground when it comes to sticking by 
a good price. “It can be a constant battle in your 
head. Part of you is saying, ‘You need to bring 
down the price, you’ve hardly sold anything’, 
verses the other part of you that is telling you 
how long you spent on that piece and that 
someone may find it online and pay double for 
it. You really do have to listen to that second 
part of your argument.”

try a formula
Many craft sellers find using a formula such 
as: (materials + labour + expenses + expected 

profit = wholesale) x 2 = retail, a helpful guide 
when it comes to pricing. “I think that everyone 
should price their products by following a 
formula such as this one,” says Bethanie. 
“Whether it’s your main source of income or a 
second job, it is still a business and businesses 
don’t ever set out to lose money.” 

While formulas are indubitably useful, 
James doesn’t believe they take into account 
more nebulous factors such as supply and 
demand or the originality of the piece. “I would 
say the formulas are flawed and you’ve got to 
find your own price bandwidth and a margin 
that you’re happy with. Find out where your 
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       TIPS 
Canny craft sellers will soon 
be gathering their booty to sell 
at festive markets – make sure 
you don’t miss out at the most 
profitable time of year.

“I don’t change 
my prices at 
Christmas but I 
do bundle things 
together to create 
a grab bag of 
soaps for £10.”  
Laura Hunter
“Have a good product 
selection on offer: Some 
high-end, expensive products 
as something really special 
to give to a loved one and 
lower-end priced products 
for stocking fillers.”  
Bethanie Ruston
“I offer a gift wrapping 
service and charge a few 
pounds. People appreciate 
the extra service you add to 
the product purchase.”  
Laura Hunter
“A lot of my 
products are one-
offs so I don’t tend 
to do promotions. 
However, small 
giveaways or 
competitions 
are great for 
generating brand 
awareness.”  
Bethanie Ruston
“Don’t discount unless you’re 
planning on ending that line. 
The psychology of buying 
handmade just isn’t the same 
as other types of product.” 
James Boardwell

product fits in the market and try and find 
some differentiation in the range of products 
that you offer so that you can charge more. The 
people who I have seen sell well on Folksy are 
the people who are offering something that is 
relatively original.”

Incorporating ‘originality’ into your pricing 
structure is something that takes confidence 
and experience. “The more customers you get 
and the more feedback you have, the more 
chances you take with your designs and people 
appreciate that,” advises Laura. “As long as 
you’re willing to be unique, the customer 
doesn’t mind paying a bit extra.” 

Know your marKet
Establishing an appropriate pricing structure 
involves understanding your market. Those 
who are customers looking for handmade 
products are not, says James, the same people 
as “those who are shopping in Tesco, trying 
to find a bargain”. Discounting your products 
unnecessarily can be damaging. “I’d always 
urge people not to discount, especially in the 
run up to Christmas. Often, when things are 
discounted there’s a question mark over the 
quality of the product and it can affect the sense 
of value if it’s priced cheaply,” says James. 
“People will often assume that the higher the 
price, the higher the quality,” agrees Laura.

“Find out where 
your product fits  
in the market” 

James Boardwell

Bethanie’s Tatty 
Betty products sell 
well on Folksy

Products for ‘home, 
baby, and you’ by 
Tatty Betty
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Bethanie also suggests offering customers 
a tiered pricing structure, especially “where 
you are guaranteed shoppers as opposed to 
browsers”. Above all, says James, it’s important 
to take into account where you’re selling: 
“There’s a premium that you can charge for 
convenience and for impulse purchase.” Bear 
this in mind when you sit down to consider the 
difference when pricing products for a craft fair 
and for selling online.

sticK at it!
Getting your pricing right will involve a degree 
of trial and error, but these experiences will 
eventually transform into an invaluable skill 
that will help you turn a profit, so stick at it. 
“It’s not all about making money, but if you 
want your craft to be more than just a hobby, it 
has to be worth your while,” advises Laura. 
“It takes time to figure it out but once you 
find it, you’re onto a winner and you can start 
to build.”

Laura advises that 
cost often implies 
quality to shoppers

Laura from I Love 
Crafty started out 
underselling

If I knew you were 
coming...
This book is awash with fun 
designs. There’s plenty to inspire. 

✽  Cupcake Magic by Kate Shirazi, 
£7.99
Visit store.anovabooks.com

Arm candy
Isobel Hall’s latest offering contains 
patterns, tips and inspiration. 
 
✽ Bags with Paper and Stitch by 
Isobel Hall, £18.99
Visit store.anovabooks.com

Chic and unique
This beautiful book is filled with ideas 
for creating a vintage look. 

✽  Style Me Vintage by Naomi 
Thompson, £9.99
Visit store.anovabooks.com

Felty fun
Simple but inspiring felt projects.  

✽  Super Cute Felt by Laura 
Lupin Howard, £12.99
Visit cicobooks.com

Cool Britannia
Try your hand at knitting the capital’s 
skyline. This fun book also includes 
classic icons such as the black cab.

✽  Knit London by Emma King, £7.99 
Visit store.novabooks.com

Quick and crafty
This fab book has 50 gorgeous projects 
to inspire you. Templates are provided – 
all you need is paper, glue and scissors!

✽  Papercrafting in No Time by Clare 
Youngs, £14.99 
Visit cicobooks.com

6 books to inspire
Fuel your imagination
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