
Unlocking Success: Pricing Strategies
for Small Business Owners

We know that setting 
the right price for 
products or services is 
a critical decision that 
small business owners 
face. 

The pricing strategy employed can 
significantly impact a business’s 
profitability, market positioning, and 
overall success. In this article we explore 
key pricing strategies specifically 
tailored for small business owners 
and highlights the importance of a 
well-thought-out pricing approach in 
achieving financial sustainability and 
growth.

1. Value-Based Pricing:
Value-based pricing focuses on the 
perceived value customers derive from 
a product or service. Small business 
owners should assess the unique 
benefits and advantages their offerings 

provide and price accordingly. By 
effectively communicating the value 
proposition to customers, businesses 
can justify higher prices and attract 
clientele seeking quality, innovation, or 
convenience.

2. Cost-Plus Pricing:
Cost-plus pricing involves calculating 
the cost of producing a product 
or delivering a service and adding 
a markup to determine the final 
price. Small business owners must 
accurately calculate all direct and 
indirect costs, including raw materials, 
labour, overheads, and desired profit 
margins. Cost-plus pricing provides a 
clear understanding of the minimum 
price required to cover expenses and 
generate profit.

3. Competitive Pricing:
Competitive pricing involves analysing 
market dynamics and benchmarking 
prices against competitors. Small 

business owners should research 
competitors’ pricing strategies, identify 
unique selling points, and determine 
whether to price their offerings at 
a premium, match competitors, or 
adopt a price leadership approach. 
Careful consideration should be given 
to differentiating factors, quality, and 
customer perceptions to establish a 
competitive edge.

4. Psychological Pricing:
Psychological pricing plays on 
customers’ subconscious perceptions 
and influences their purchasing 
decisions. Small business owners can 
implement strategies such as charm 
pricing (using prices ending in 9 or 99), 
bundle pricing (offering packages or 
discounts for multiple items), or tiered 
pricing (providing different price levels 
with varying features or benefits). These 
tactics can create the illusion of value, 
encourage purchases, and stimulate 
customer interest.
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The Mentor Programme is 
designed to match up the 
knowledge, skills, insights and 
entrepreneurial capability 
of experienced business 
practitioners with small business 
owner/managers who need 
practical and strategic one to 
one advice and guidance. The 
mentor contributes independent, 
informed observation and advice 
to aid decision making.

All applications for mentor assistance 
are dealt with individually and are 
preceded by a business needs analysis 

to assess the key needs of the business 
and determine the most imperative 
mentoring objectives.

For more information , visit:
www.localenterprise.ie/
Discover-Business-Supports/
Mentoring/

LEO - Training & Mentoring

5. Dynamic Pricing:
Dynamic pricing involves adjusting 
prices based on real-time market 
conditions, demand levels, or other 
relevant factors. This strategy is 
particularly beneficial for small 
businesses operating in industries 
with fluctuating demand or perishable 
inventory. By leveraging technology and 
data analytics, small business owners 
can optimize pricing, maximize revenue 
during peak periods, and maintain 
competitiveness during slower periods.

6. Freemium Pricing:
Freemium pricing entails offering a 
basic version of a product or service 
for free while charging for additional 
premium features or enhanced 
offerings. This strategy allows small 
business owners to attract a large user 
base, establish brand recognition, and 
convert a percentage of free users 
into paying customers. Freemium 
pricing can be particularly effective for 
software, apps, or subscription-based 
businesses.

7. Penetration Pricing:
Penetration pricing involves initially 
setting prices lower than competitors 
to gain market share or penetrate a 
new market segment. This strategy can 
help small businesses quickly attract 

customers, generate buzz, and build 
a customer base. However, careful 
evaluation of long-term profitability 
and the ability to gradually raise prices 
is necessary to ensure sustainable 
growth.

8. Price Differentiation:
Price differentiation involves offering 
different prices to different customer 
segments based on factors such 
as geography, demographics, or 
purchasing power. Small business 
owners should identify specific 
segments willing to pay higher prices 
for added value or convenience. By 
tailoring pricing based on customer 
characteristics, businesses can 
capture the maximum value from 
each segment and improve overall 
profitability.

9. Loss Leader Pricing:
Loss leader pricing entails offering a 
product or service at a low price or 
even below cost to attract customers 
and drive sales of complementary 
products with higher profit margins. 
Small business owners must carefully 
analyse the impact on overall 
profitability and ensure that the loss 
leader items genuinely stimulate 
additional purchases to offset any initial 
losses.

10. Regular Pricing Reviews:
Small business owners should 
regularly review their pricing strategies 
to ensure they remain aligned 
with market dynamics, customer 
expectations, and financial goals. 
Factors such as changes in costs, 
competition, customer preferences, or 
economic conditions may necessitate 
adjustments. Regular pricing reviews 
enable businesses to stay responsive, 
maintain profitability, and adapt to 
evolving market conditions.

Choosing the right pricing strategy is a 
critical decision that can significantly 
impact the success of small 
businesses. By carefully considering 
factors such as value, costs, 
competition, customer psychology, 
and market dynamics, small business 
owners can develop a pricing strategy 
that maximises profitability, positions 
their offerings effectively, and attracts 
and retains loyal customers. 

A well-executed pricing strategy 
aligns with the business’s goals, 
fosters financial sustainability, and 
sets the stage for long-term growth 
and success.



Managing Work-Life Balance
As a small business 
owner we understand 
that managing work-
life balance can be a 
significant challenge. 
The demands of running a business 
often blur the boundaries between 
work and personal life, leading to stress 
and burnout. However, achieving a 
healthy work-life balance is crucial 
for your overall well-being and the 
long-term success of your business. In 
this article we will explore effective tips 
and strategies to help small business 
owners manage their work-life balance 
and thrive in both their professional and 
personal lives.

1. Set Clear Boundaries:
Establishing clear boundaries between 
work and personal life is essential. 
Determine specific working hours 
and designate non-working hours 
for personal activities and relaxation. 
Communicate these boundaries to 
your team, clients, and stakeholders, 
and encourage respect for your 
personal time. Avoid the temptation to 
constantly check work-related emails 
or messages during off-hours, allowing 
yourself to disconnect and recharge. 

2. Delegate and Outsource: 
Recognise that you cannot do 
everything on your own. Delegate tasks 
and responsibilities to competent 
team members or consider 
outsourcing certain functions to trusted 
professionals. By effectively leveraging 
your team’s skills and expertise, you 
can free up time for personal activities 
and reduce your workload. Delegating 
allows you to focus on critical business 
matters while ensuring a healthy work-
life balance. 

3. Prioritise and Time 
Management:
Take time to identify your top priorities 
both in business and personal life. 

Understand what truly matters and 
focus your energy on those areas. Use 
effective time management techniques 
such as creating schedules, setting 
deadlines, and utilising productivity 
tools. By being organised and 
intentional with your time, you can 
accomplish important tasks efficiently 
and create space for personal activities 
and self-care. 

4. Nurture Supportive 
Relationships:
Surround yourself with a support 
network of family, friends, and fellow 
business owners who understand 
the challenges you face. Share your 
concerns, seek advice, and lean on 
them when needed. Building strong 
relationships not only provides 
emotional support but also helps 
you gain perspective and maintain a 
healthy work-life balance. Collaborate 
with other small business owners 
to share insights, experiences, and 
strategies for managing work-life 
balance effectively. 

5. Self-Care and Well-being:
Prioritising self-care is vital for 
managing work-life balance. Schedule 
time for activities that promote 
physical and mental well-being, such 
as exercise, meditation, hobbies, or 
spending quality time with loved ones. 
Take breaks during the workday to 
rejuvenate and recharge. Remember 

that taking care of yourself is not a 
luxury but a necessity to sustain your 
energy and productivity in both your 
personal and professional life. 

6. Learn to Say No:
As a small business owner, it’s 
tempting to say yes to every 
opportunity or request that comes 
your way. However, overcommitting 
yourself can lead to burnout and 
compromise your work-life balance. 
Learn to say no to tasks or projects 
that do not align with your priorities 
or overwhelm your workload. Assess 
opportunities carefully and choose 
those that have the most significant 
impact on your business goals and 
personal well-being.

Managing work-life balance as a 
small business owner is an ongoing 
journey that requires deliberate 
effort and self-awareness. By 
setting clear boundaries, delegating 
responsibilities, and prioritising 
effectively, you can strike a balance 
between your professional and 
personal life. Nurturing supportive 
relationships, practicing self-care, 
and learning to say no are also 
crucial for maintaining well-being 
and preventing burnout. Remember, 
a healthy work-life balance not only 
benefits your personal life but also 
enhances your ability to lead and 
grow your business successfully.
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Business development opportunities
People buy from 
people. It’s an obvious 
observation beloved 
of salespeople, but it’s 
also why networking 
is such a powerful 
tool for creating 
business development 
opportunities.

We know that networking helps build 
relationships with other professionals, 
share ideas and learn from each 
other. By connecting and partnering 
with the right people, you can create 
meaningful business relationships – 
relationships that may lead to new and 
innovative business opportunities.

Networking as your 
blueprint for success
We know that building a successful 
business network is essential. But 
how do you start developing these 
relationships with customers, suppliers 
and other business owners? And how 
does connecting with your peers 
help you broaden the scope of your 
opportunities?

Building up your network and 
connecting with people helps you:

• Find potential customers and 
expand the reach of your brand – 
attending trade conferences and 

industry workshops gets you in 
front of your target audience. It’s a 
chance to chat, find out customer 
pain points and understand your 
audience.

• Meet new business partners – 
networking at the right trade 
events also helps you meet other 
business owners in your sector, and 
in other complimentary industries. 
It’s an opportunity to forge new 
partnerships and create co-
branded opportunities

• Get referrals from trusted members 
of your network – when you have 
trusted relationships in your network, 
these people are far more likely to 
recommend your business to their 

own network. Word-of-mouth 
promotion is the best kind, after all.

• Locate the perfect mentor – we 
all have something to learn from 
more experienced members 
of our network. This is a golden 
opportunity to seek out a mentor 
who can give you advice, share 
their experience and improve your 
management skills.

By taking the time to nurture your 
network and build relationships with 
the right people, you can open up a 
world of possibilities for your business. 

Grow your business 
online with help 
through the 
Government’s National 
Digital Strategy.

The Trading Online Voucher Scheme 
is designed to assist small businesses 

with up to 10 employees to trade more 
online, boost sales and reach new 
markets. Participating in this scheme 
can make the process of trading online 
much easier for you.

It offers financial assistance of up to 
€2,500 with co-funding of 50% from 
the business along with training and 

advice to help your business trade 
online. Cutting the cost of developing 
your online trading capacity by up to 
50% can make this investment very 
affordable for many small businesses 
out there.  
www.localenterprise.ie/Discover-
Business-Supports/Trading-
Online-Voucher-Scheme/

€2,500 grant available for your business
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Navigating Growth: The Four Decisions 
Framework for Business Success

We understand that in 
the intricate landscape 
of business, growth is 
both an aspiration and 
a challenge. 

As companies evolve and expand, 
we know that it becomes increasingly 
important to have a holistic strategy 
that addresses various facets of growth. 
The concept of the “Four Decisions 
Framework” offers a comprehensive 
approach that can guide businesses 
through the intricacies of scaling while 
maintaining balance and sustainability. 

At its core, the Four Decisions 
Framework encapsulates the four 
critical areas that demand careful 
attention and strategic decision-
making for successful growth: People, 
Strategy, Execution, and Cash. This 
approach acknowledges that growth 
is not a unidimensional endeavour, 
but rather a multidimensional 
transformation that requires alignment 
across these key dimensions. 

People: Cultivating the 
Right Team Dynamic
The first pillar of the framework 
emphasises the role of people in any 
organisation’s growth journey. Building 
a capable and motivated team is 
essential. This goes beyond hiring; it 
entails creating a culture that attracts, 
retains, and nurtures talent. Leadership 
plays a pivotal role in fostering an 
environment where each team 
member can contribute optimally.

Strategy: The Roadmap 
to Expansion
Strategy provides the blueprint for 
growth. It involves setting clear goals, 
defining the direction the company 
intends to take, and outlining the path 
to reach those objectives. This pillar 

encourages businesses to identify their 
unique value proposition, understand 
their market position, and develop a 
strategic plan that aligns with their 
vision.

Execution: Turning 
Strategy into Reality
Even the most brilliant strategy remains 
ineffective without robust execution. 
This pillar centres on translating 
strategic objectives into actionable 
plans. It involves aligning teams, 
establishing accountability, and fine-
tuning processes to ensure that every 
aspect of the business contributes to 
the overarching growth plan.

Cash: Fueling Growth
 with Financial Prudence
Financial stability is the cornerstone of 
sustainable growth. Managing cash 
flow, obtaining necessary financing, 
and making informed financial 
decisions are essential components 
of this pillar. Maintaining a healthy 
balance between investment and 
liquidity is crucial to ensure that growth 
doesn’t lead to undue financial strain.

Balancing the Framework 
for Holistic Growth
The beauty of the Four Decisions 
Framework lies in its balance. Just as 

a table needs all four legs to stand 
steady, a business requires careful 
attention to each of these dimensions 
to thrive during expansion. Neglecting 
one pillar can lead to instability and 
hinder overall growth efforts.

This framework is not a one-size-fits-
all solution; it’s a customisable guide 
that businesses can adapt to their 
unique circumstances. Whether a 
startup looking to scale rapidly or a 
mature company seeking controlled 
expansion, the Four Decisions 
Framework offers a structured 
approach to growth that helps 
maintain equilibrium and alignment.

In conclusion, navigating growth 
is a complex endeavour that 
demands a holistic approach. The 
Four Decisions Framework—focusing 
on People, Strategy, Execution, and 
Cash—provides a strategic compass 
that guides businesses through the 
challenges and opportunities of 
scaling. By cultivating the right team 
dynamic, crafting a well-defined 
strategy, executing plans effectively, 
and maintaining financial prudence, 
companies can achieve sustainable 
and balanced growth on their journey 
to success.



We know that in the 
challenging world 
of small business 
ownership, making 
critical decisions can 
greatly impact the 
success and longevity 
of your venture. 
One such decision that holds immense 
significance is knowing when to 
pivot or persevere, especially when 
faced with obstacles or changing 
market conditions. We delve into the 
importance of recognising the right 
time to pivot or persevere and how it 
can profoundly influence the growth 
and sustainability of small businesses.

Adapting to Market Realities:
For small business owners, staying 
in tune with market dynamics is 
essential. Markets can evolve rapidly, 
leaving outdated strategies ineffective. 
By keenly observing market trends, 
listening to customer feedback, and 
monitoring key performance indicators, 
you can identify the need for change 
and make necessary adjustments 
to your products, services, or overall 
business approach. Being adaptable 
and responsive ensures that your 
small business remains relevant and 
competitive in an ever-changing 
marketplace.

Pivot: A Strategic
Change of Course:
Pivoting refers to making a deliberate 
and significant change in your business 
strategy, product offerings, target 
audience, or even the entire business 
model. Small business owners who 
recognise the need for a pivot can 
seize emerging opportunities, tap into 
new market segments, or overcome 
obstacles hindering growth. It requires 
embracing change, letting go of 
outdated assumptions, and being open 
to exploring uncharted territories. A 

well-executed pivot can unlock fresh 
avenues for success and revitalise your 
business.

The Power of Perseverance:
In the face of challenges and 
uncertainties, perseverance plays a 
vital role for small business owners. 
Entrepreneurship often involves 
setbacks and obstacles that can 
test your resolve. During such times, 
staying committed to your original 
vision and persevering can make 
all the difference. By refining your 
approach, demonstrating resilience, 
and consistently delivering value to 
your customers, you build trust, loyalty, 
and position your business for long-
term success. Perseverance allows you 
to weather storms and push through 
difficult periods with determination and 
unwavering focus.

The Art of Decision-Making:
Knowing when to pivot or persevere 
requires sound judgement and 
the ability to gather and analyse 
relevant data. As a small business 
owner, objectively assess the market 
landscape, customer feedback, and the 
effectiveness of your current strategy. 
By employing data-driven decision-
making supported by key metrics and 
insights, you can evaluate the viability 
of your approach. Combining intuition 
with factual evidence allows you to 
make informed choices, mitigating 

risks associated with either pivoting or 
persevering.

Embracing a Learning Mindset:
Fostering a culture of continuous 
learning is paramount for small 
business owners when it comes to 
making decisions about pivoting 
or persevering. Encourage open 
communication, welcome feedback 
from customers and employees, and 
remain adaptable in your approach. 
Embracing a learning mindset 
enables you to gather valuable 
insights, stay agile, and respond 
effectively to market changes. This 
positions you to make well-informed 
choices about the future direction of 
your small business, enhancing its 
prospects for growth and success.

Recognising when to pivot or 
persevere is a critical skill for small 
business owners navigating the 
competitive business landscape. By 
staying attuned to market realities, 
employing data-driven decision-
making, and fostering a learning 
mindset, you can make informed 
choices that lead to sustainable 
growth and success. Whether through 
a strategic pivot or unwavering 
perseverance, the ability to adapt and 
respond to changing circumstances 
positions small business owners 
to seize opportunities and thrive in 
today’s dynamic business world.

Pivot or Persevere
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Improve business performance
We  know that 
improving business 
performance is a 
constant, ongoing 
process. Here are ten ways to 
make sure that you continue to drive 
your business forward with purpose, 
vision and the courage to super-charge 
your business.

1. Eliminate distractions: 
Time is the scarcest resource and 
biggest killer for most businesses. When 
we get busy we can also get distracted 
and focus too much time and energy 
on the wrong things. Be brave – slash 
standard meeting times, reduce 
unnecessary admin and delegate roles 
and responsibilities.

2. Say goodbye to bad customers:
If possible in your business, get rid 
of ten time-wasters, bad payers, or 
customers who cause you pain. You will 
feel instant relief and spend your time 
better elsewhere.

3. Invest More:
Having freed up time and head space 
from deploying points one and two 
above, make sure you ring-fence time, 
key people, and money for some of the 
initiatives below. Redeploy with passion!

4. Get a Plan: 
You don’t go on a journey without 
a map or any idea of where you’re 

headed – so why fly blind with your 
business? Have a planning process, 
create a kick-ass plan – and execute. 
We can help you get started.

5. Surround yourself 
with positivity: 
Make sure the people in your business 
understand and share your vision. Bring 
them on-board, listen to them and give 
them ownership. Don’t let people who 
don’t get it, or don’t care, be a millstone 
around your neck. If they’re not right, do 
them a favour and free up their futures.

6. Use Technology: 
Technology can help you decrease 
admin, improve comms, improve 
reporting and accountability. Whether 
it’s for team communication or cloud 
accounting, slash paper and automate 
where possible.

7. Keep on top of the numbers:
Do you have enough information to 
monitor business cash flow and see 

emerging trends? We can help you 
identify the metrics to track on a 
regular basis, in order to run your 
business efficiently.

8. Be Different: 
Break the mould and position yourself 
to attract ambitious, growing and 
engaged clients, and employees.

9. Deploy Marketing: 
Create a simple marketing plan to 
increase reach and penetration. Set 
aside a budget to treat this seriously. 
Start by making sure you really 
understand your customers. Existing 
customers are prospects too, keeping 
them happy is your first step. The 
more you know about them, the easier 
it will be to attract more of the same.

10. Take a break: 
Don’t underestimate the time you 
have away from your business. It can 
allow you to come back refreshed 
with new enthusiasm and inspiration 
for the way forward.
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The Client Solutions Hub is a new 
service for existing Enterprise 
Ireland clients to make it easier 
for you to access information 
and get guidance on the right 
Enterprise Ireland supports, 
events and webinars for your 
business.

They have a range of capability 
supports and programmes addressing 
key challenges for businesses in the 
areas of:
• Sales & Marketing
• Leadership & Management
• Climate & Sustainability
• Digital Transformation

Email the Client Solutions team 
clientsolutions@enterprise-ireland.
com or call us on 01 727 2100 to 
discuss how Enterprise Ireland can 
support your business.

www.globalambition.ie/
client-solutions-hub/

EI - Client Solutions Hub



We understand that 
when your managers 
and employees have 
their own budgets to 
utilise and spend, it’s 
important to keep in 
control of these staff 
expenses.

It used to be standard 
practice to have a 
firm-wide company 
credit card that staff 
could use to make 
ad-hoc and recurring 
payments. But a 
company card can 
easily be misused and 
doesn’t help you keep 
your spending in check.

We know that today’s expense 
management systems all give you 
far greater control over your staff 
spending – with additional benefits that 
streamline your expenses process

The benefits of a cloud-based expenses 
management system. The evolution of 
cloud accounting and fintech software 
has led to a significant leap forward in 
the control your business can have over 
its staff expenses.

Expense management solutions are 
now fully digital platforms. Your team 
has flexible ways to pay for expenses 
and operational costs, with a greater 
level of control over how much is spent, 
who spends it and how these costs 
track against the company’s main cash 
flow position.

With a modern expense 
management app, you can:

• Use virtual debit cards to pay 
for expenses – team members 

can be issued with virtual cards 
that are quick to set up, use 
and cancel, if necessary. Having 
multiple virtual cards helps you 
keep track of specific spending 
and allows employees to make 
payments directly from their phone 
or tablet.

• Align each card number to a 
specific budget or cost centre
– each card number is linked to 
a defined budget, branch or cost 
centre. Instead of having one card 
that all staff spending is dumped 
onto, you have a defined card for 
each budget. This helps you track 
that person’s or department’s 
spending and produce drilled-
down management information 
about their spending and 
outgoings.

• Set card limits, so staff can’t 
overspend – each card can be 
given an agreed spending limit, 
to reign in overspending and 
casual use of the card without 

prior approval. Managers can 
approve spending prior to a 
payment being made, with full 
transparency over where the 
money is going and the agreed 
amount that can be spent.

• Integrate your expenses 
system with your cloud 
accounting platform – if 
your accounting software has 
a suitable API, you can connect 
your expense platform to your 
digital accounts. This automates 
the whole process of recording, 
tracking and reconciling your 
outgoing transactions, saving you 
hours of data entry and admin 
time.

• Get deep reporting on all 
expenditure – tracking all 
your staff spending through the 
one platform means you have 
unprecedented access to data 
and reporting. This gives you the 
ability to track each department 
or branch and follow a clear 

Are you in control of your staff expenses?
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