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How To Price Embroidery  

“Creating Your Price Lists!” 
Module 3 

 

In Module 1, I showed you how to start timing all of your jobs, both the 
production and the artwork on Production and Artwork Tracking and Timing 
Spread forms.  In Module 2, I talked about gathering all of the necessary 
information required for creating your Pricing Structure.  I transferred all of 
the expenses from the Expense Spread Sheet to the Cost Analysis Spread 
Sheet. In this session I am going to take all of those figures and create an 
Embroidery Price List. 
 
You are going to see how all of the work you have been doing with your 
Production timing is going to pay off.  You will see how and why all of those 
figures and the timing of your production are so important.  We are going to 
be incorporating those figures into a Price List Prep Sheet and this will really 
tell the story of what you should be charging for each embroidery.  You will 
see how the extra charges are built-in as part of the final price.  To me this is 
the exciting part!  Once you have all of this done, it is done forever! 
 

Embroidery Supplies 
You will notice, I do not have a column on the Price List Prep Sheet for 
supplies, but I want to talk about it here.  Your supplies are part of your 
overhead, so it is figured into your cost per minute on the Price List Prep 
Sheet.  The average cost of your supplies for each embroidery on a knit 
garment with the design being 8,000 stitches is about $.42.  This includes your 
backing, topping thread and bobbin. This may differ slightly between brands 
of products, but this is a good cost to start with. 

 
Thread – About .08 cents for Polyester  
Bobbin – About .04 cents for the Magna-glides.  
No Show Backing – 2 layers @ 11 cents each for .22 cents 
Tearaway Backing – 1 layer @.03 
Topping – 1 layer @ .05 cents 
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You use approximately 7 yards of top thread and 4 yards of bobbin thread per 
1000 stitches. The actual amount of thread that you use also depends on how 
tight your tension is running.  A tighter tension will yield more logos per cone 
of thread and bobbin.  
 
Your embroidery supplies per embroidery are small, but you want to keep this 
in mind if you wanted to add an additional charge for supplies, that is up to 
you.  I do not do that.  I have enough cushion built into my price list that it is 
not necessary. 
 
   

3 Price Lists Created Inside Of The Pricing Workbook 
I am going to go over the Price List Prep Sheet and show you exactly how it 
works and how it automatically creates your price lists for you.   I have 3 Price 
lists created for you inside of the Pricing Structure Workbook.   

 
You have at least 3 different types of customers or price lists and you need to 
be prepared for each one of them at all times.  
 

• Wholesale or Dealer – This is the customer that purchases your services 
and resells them.  They usually bring in their own products and you add 
your embroidery for a lower price. 

• Corporate Customer-This is the customer that purchases products and 
services from you in one package. 

• Retail Customer – This is the person that brings in their products and 
wants you to add your embroidery to them. 
 

Most small embroiderers or small business owners of decoration apparel shops 
cannot afford to work on a wholesale or dealer level.  You cannot make 
enough money and I do not advise anyone to do this when they are first 
starting out.  You have to have many multi-head machines in order to make 
this work for you profitably.  You have to at least have a good mix of 
wholesale and corporate customers to make this work.   
 
The bulk of your sales should be from your Corporate customers. You are 
making money on the garment and the decoration. This could be one item or 
thousands of items. You will create your price list to cover each quantity of 
items as well as the decoration option.  When I speak of Corporate customers,  
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it does not have to be small business or corporations.  This can be any type of 
item that you sell and add the embroidery to it.  I will talk more about this in 
Module 4. 
  
Your Corporate sales are the ones that you need to concentrate on the most.  
This is where you need to put your efforts into for your marketing and trying 
to build up your customer list. 
 
When you have Retail customers, you will need to charge more for your 
services because you are not making any money on the garments.  They are 
bringing in their own garments and you have to make up a little bit for this. 
This can be a one-person sale, a club or organization, a school or even a small 
business that purchased their items from some other store like Target or Kohls 
and wants you to add the embroidery to it.  You must charge more in order to 
be able to make any money on the job. 
 

Price List Prep Sheet 

 
 

Applique Costs 

I have 2 columns inserted just in case you need to figure a job that has 
applique on it.  You can create a separate set of price lists with applique if 
you would like to.  If you are a person that does a lot of applique, it might be 
worth your while to do that. You just put in the amount of applique pieces in  
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the Applique Pieces column for each garment and it will figure your total cost 
for you.  This is a simple way to figure the extra cost for the applique 
application.  You will need to add the actual price of your applique pieces 
that you purchase from the company that cuts your applique for you.   
 
If you cut your own, you will need to add in that extra labor plus the cost of 
the fabric.  To figure the extra labor just time out some jobs where you are 
cutting the applique pieces and see how long it is taking you.  Remember 
what your breakeven cost is per hour and minute.  Multiply this extra labor by 
your breakeven minutes cost.  This will give you the labor cost.  Add in the 
cost of the fabric and you will have the total cost for the applique.  Don’t 
forget to add a markup to your labor for a profit on this part of the job as 
well. 
 

Figuring Your Profit Markup 
 
I have a markup of 25% on the Wholesale Price list, a 50% markup on the 
Corporate Price List and a 75% markup on the Retail Price List on the Price 
List Prep Sheet.  I would try and use a 100% markup on the retail if possible 
and do not drop your markup on the wholesale below 20%.  It is not going to 
be beneficial to you to be embroidering for less than that. You are going to 
have to be very careful when you are creating your markups.  If you are in 
doubt, just use mine.   
 
When you decide what percentage you want as a profit point or markup, you 
must change that figure to reflect the Profit Percentage dollar amount that 
you want to use.    
 
With this sheet you have the total cost of each embroidery in each stitch 
count category.  You can use this sheet to see where you can increase or 
decrease your profit percentage depending on the type of customer or even if 
you are bidding on a job.  You will be able to see at a glance if you are going 
to be able to make any money on a job.  This will be an invaluable tool for 
you when it is all completed.   
 
This is a great tool to use when someone is complaining about your pricing.  
You can look to see if you can decrease your price and still make any money.   
You will have your Total Cost per embroidery.  When you look at your prices 
you can then decide if you want to increase that percentage of profit or  
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decrease it.  It all depends on your market and how much money you want to 
make. 
 
On the Price List Prep Sheet I have the 3 different Price Lists for you to work 
with.  You can change the percentage to whatever you want.  When you do 
change it, it will update the last 3 columns which are your actual selling 
prices.                                                                                     

 
Percentage 
To Markup 
Chart 

 
 

 
 
 
 
 
 
 

 
Wholesale 
Price List 
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Creating Other Price Lists 
If you do not do any Dealer or Wholesale work, you can change the percentage 
on that price list and create another one from it.  It could be Clubs & 
Organizations or even Schools. It can be whatever you want it to be to cover 
all of your pricing situations.  All you have to do is change the percentage on 
the markup and it will automatically change the pricing on the Price List.  
Then you will change the title on the Price List to reflect the change. 
 
These sheets are all linked together so you want to make sure that you keep 
them linked together so that all of your figures will flow from one  
to another and then you will automatically have your prices figured for you as 
you make changes. 
 
 

The Process of Creating The Price Lists 
To create the price lists, you will be using your Price List Prep Sheet. I explain 
each column to you in the video and how they work.  It is very important for 
you to understand this entire process. The figures on the Price List Prep Sheet 
flow in from the Cost per Hour, Minutes, Seconds spreadsheet and from the 
Production Timings spreadsheet. 
 
You will need to change the number of embroidery machine heads that you 
have and the machine speed that you run on an average.  The other numbers 
from the Prep column over to the left are all set.  You do not touch any of 
them except the blue numbers.  All of the other columns have formulas in  
them and if you make any changes to them, it will prevent the workbook from 
updating as it should when you make changes. 
 
The way that I have it set up for you, your price lists are already created.  You 
do not even have to create your price lists. Just scroll over to the Wholesale 
Price List tab, the Corporate Price List tab and the Retail Price List tab. You 
will see the Price Lists that are already created. 
 
All of your prices on the Price Lists are linked to the Price List Prep Sheet.  
As you update any of your information on the Price List Prep Sheet or the 
Cost Analysis Spread Sheet, the prices will automatically be updated.  If you 
decide that you want to change your percentage point or markup, then all 
that you have to do is change the number in the Profit Percentage column on 
your Price List Prep Sheet.  If you change any information in your Cost 
Analysis Spread Sheet your Cost Column will automatically update on your  
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Price List Prep Sheet.  This Price List Prep Sheet is going to be a very 
valuable tool for you.   
 
On the Price List Prep Sheet and the Embroidery Price List I have quantities 
of up to 288 pieces and 150,000 stitches.  You can increase these quantities at 
any time.  You can even quickly add a quantity in to see if your pricing is right 
on a higher quantity than the 288 pieces.  I do this regularly when larger 
quantities come in just to see if my pricing is still where I want it to be. 
 
Every few months you can re-evaluate where you are and make the 
appropriate changes without having to do much work.   It will take you a lot of 
time in the beginning to get this all done, but once it is done, it is done.  You 
only have to do it once.  You will have the pricing structure that will work for 
you in every situation. 
 
Thank you for watching Module 3.  In Module 4 I am going to show you how to 
create package pricing with a combination of your product and embroidery 
together as a single price. 


