» BOUTIQUE AGENCY MODEL teSana ‘ 7 5 hpass

. RETAIL WIN / LOSE

@s- epuitl ST SCENARIO

.I m Cost + Profit = Price — Cllent endS up paymg
$5.00 + $25.00 (x5) = $30.00 Consumer I Client for the BIG Agency’S

BIG AGENCY MODEL PROBLEM: Pl overhead, hard cost,

PRICING MODEL ciots S $30.00 B xpenses.

utilities, travel, entertainment,
Large Overhead, Internal Staff executive vehicles, staff salaries,
insurance, loans, etc.

1. CLIENT PRIORITIZATION 2. HIGH DEGREE OF CREATIVITY 3. IDENTICAL RESOURCES 4. LOWER OVERHEAD MEANS LOWER COST

( WIN / WIN
. WHOLESALE CLIENT SCENARIO
p— & Boutique Agency Consumer / Client 7070 = 8070 Client en.ds up sa.ving
BOUTIQUE AGENCY Cos:*"mﬁt:"rice Final Price PROFIT MARGINS money with Boutique
PRICING MODEL e $16.50 Agency’s Outsourced

Direct-to-Client

Small Overhead, Outsourced Talent mOdeI.




