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We are going to learn how to sell a product/
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Multiple procedures are involved in calculating the cost of handwoven products to assure accuracy
and fairness to the weaver and the client.
Weavers could adhere to some of the following guidelines for estimating the cost.
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Materials Cost: Determine the cost of all
materials used in the weaving process.
This includes yarn, dyes, and other
supplies, such as looms or tools. Keep
track of the quantity of each material
used.
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Overhead Costs: Consider any overhead
costs associated with your weaving
operation.

This may include rent for workspace,
utilities, equipment maintenance, and
other business expenses. Divide these
costs by the number of products you
expect to produce to determine the
overhead cost per item.
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Labor Cost: Estimate the time spent on weaving
each product. Calculate the labor cost based on
the hourly wage or rate you wish to pay
yourself. Be sure to include all aspects of labor,
such as preparation, weaving, finishing, and
any additional work like design or
customization.
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Profit Margin: Decide on a reasonable profit
margin for your products. This is the amount
you add on top of the total costs to ensure you
make a profit from each sale. Typically, profit
margins range from 20% to 50%, but it
ultimately depends on your market and
business goals.
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Calculations: Once you have gathered all
the necessary costs, add them together to
find the total cost per item. Then, add your
desired profit margin to this total to
determine the final selling price.
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Documentation: Keep detailed records of
your costing calculations for each product.
This will not only help you set prices but also
track profitability and make informed
decisions about your business.
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Market Analysis: Before finalizing the price,
it's essential to conduct market research to
ensure your pricing aligns with the
expectations of your target customers. Look
at similar handwoven products in the market
and consider factors such as quality,
uniqueness, and brand reputation.
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Adjustments: Periodically review your costing
calculations and pricing strategy to account
for any changes in material costs, labor rates,
or market conditions. Adjust your prices as
needed to remain competitive and profitable.
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