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S T 1 S S T W U A P U





Know who your customers are, what they want, what price they are prepared to pay and what they expect in return for that price. Ask your customers for feedback and act upon it!











Differentiate your business from competitor businesses. Offering a high-quality product, superior customer service, a better customer experience and great value gives you a competitive edge. 








Take account of the total costs involved in providing your product or service when setting your prices. Your price should never be lower than your costs. 








Trial and error – monitor your prices to find out if your pricing decisions are giving you the required results and make any required price adjustments.








Focus on profit – whatever pricing method you use to calculate your price, ensure that the price and sales level targets you set allow your activity business to make a profit.











Pricing Tips: Activities  





Customers look for added value, particularly during an economic downturn. Raise quality to add value. Pay attention to small details, provide excellent customer service and a superior customer experience.











Know your competitors - network with them, find out what they charge and what they offer in return for the price charged. Identify what you have to do to compete with them – knowing your competitors’ strengths and weaknesses puts you in a better position to compete with them! Work together – share information and ideas with other tourism operators. Collaborate on joint marketing, develop packages and special offers and refer customers to each other.

















