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Every agency can benefit from clear and concise agency rate cards. These simple documents provide a wealth of advantages, particularly as cost transparency is increasingly important in todays world. But creating and managing rate cards for newer and smaller agencies can be challenging.This guide will explore exactly how to create and manage
your agency rate card in 2025.IntroductionBefore worrying about the nitty-gritty of agency rate card design, its important to understand what rate cards are. So, lets begin with the basics.An agency rate card is a document that outlines the agencys pricing structure. In other words, it shows how much the agency charges for each of its various
services, similar to a freelancers hourly contract.For example, lets imagine a digital marketing agency rate card. It might include a list of relevant services, such as SEO Audit or Blog Writing, along with the respective charges for each of those services.Generally speaking, these documents are quite simple. They consist of little more than service
names and related costs. However, there are various ways in which to present those costs. Some agencies may have flat rates per service, others may charge by the hour, etc. Agency rate cards also vary in aesthetics. Some are black and white price tables, while others incorporate color and branding.How to create a rate cardCreating your own
Agency Rate card is easy. Follow these steps to efficiently set up your account and create a rate card that you can readily share with your clients.Step 1: Sign up on BonsaiLink to Sign UpSign up for Bonsai using this link and complete the registration process. You can also create a free account by signing up with Google. You will be asked to provide
some basic information about yourself and your agency.If you have an existing account, you can simply log in to your account then proceed to the next step.Step 2: Create your servicesLink to Services sectionAfter logging in, find the Services section from the menu on the left then click the Add Service button. You can then select from the list of
Services Templates that you can customize.View the Service TemplatesHowever, if you prefer to create from scratch, you can do so by clicking the Create from scratch button.Then proceed to add your own services, give it a clear and descriptive name like Graphic Design for example. Then write a brief description that outlines what the service
includes. Next, you have to decide on a pricing structure (e.g., per hour, per day, etc.) and specify the rate. Lastly, select or add the category that best fits the service your agency is offering. When youre done, click the Create Service button.If you offer more than one service, repeat this process for each to create a comprehensive list of what your
agency provides.Step 3: Create a proposal as your agency rate cardLink to Proposals sectionGo to the proposal section and click the Create a Proposal button. Then select the option for a blank proposal to build your rate card from scratch. Then, you will be asked to add a client or select an existing one and then add the name of your project.Scroll
down and find the Fee Summary section then add each service you wish to include in your agency rate card. For instance, if you are offering a Graphic Design service at $200 per item, select it and it should automatically appear in the proposal.This will serve as your rate card, displaying all the services and their rates clearly.Step 4: Save your rate
card as a templateOnce your agency rate card is complete, save it as a template. You can download it as a PDF or you can also send it to your clients directly from Bonsai. Utilize your saved templates to quickly respond to client inquiries when they ask for your agency rate card.Why should you use a rate card?Here are a few reasons why agency rate
cards matter so much.Reason 1 - TransparencyWhen approaching an agency, clients dont want to jump through hoops or wait around to find out how much theyll have to spend. Instead, they generally prefer to know right away what kinds of rates the agency charges. This allows them to quickly work out if those rates match their own budget, and
make a decision about whether or not to proceed.Having a rate card obviously helps in this regard. It communicates your agencys pricing plans directly to your customers, with no obfuscation or delay. If customers are happy with the proposed rates, they can get in touch. If not, theyll look elsewhere. It helps to avoid any wasted time for both the
agency and its prospective clients.Reason 2 ClarityWhen its time to get paid for work done, agencies are often grateful for the existence of their rate cards. The cards make it clear exactly how much is charged per service. This helps to mitigate the risk of clients attempting to pay less than the agreed amount. It also reduces the odds of clients trying
to negotiate some kind of deal or discount.Given that 58% of clients are eager to discuss pricing on the very first call, having an agency rate card is essential. It clarifies everything about the payment process, removing any doubt about how much is expected. This helps to facilitate clearer communication between an agency and its clients, while also
avoiding unpleasant surprises for either party when payment is due.Reason 3 CompetitionIn many industries, competition is fiercer than ever. There are in excess of 14,000 advertising agencies in the U.S. alone, for example. With so many firms to choose from, clients will often shop around to find those that offer the best rates. And theyll often
appreciate agencies that provide clear and accessible rate cards for them to consult.Creating and managing your agency rate card can prove vital for keeping up with the competition. You can adjust your rates accordingly to match industry trends, or keep an eye on rival firms and make sure youre beating them for value. All of this helps agencies
secure more clients, more work, and ultimately, more profits.Understanding your agencys valueFigure 2 - first step when creating an agency rate card is to determine the value of the services your agency has to offer. Unfortunately, in any line of work, from architect to accountant, calculating fair and competitive rates is often a challenge. There are
several factors to take into account, starting off with the experience and expertise of your particular firm.Naturally, agencies with a proven track record of success and years of experience in the field will typically be able to charge more. They can rely on their reputation to reinforce higher prices. Meanwhile, smaller and newer firms may have to cope
with lower prices in the early stages. This can help to attract initial clients and improve the agencys standing so it can increase its prices later on.Its also recommended to compare market rates at this stage. That means checking out the competition and getting a rough idea of how much other agencies are charging for the same service.Lets imagine
youre running an agency that offers SEO content creation, for example. You wont want to simply imagine a cost per 1,000-word blog post off the top of your head. Instead, youll need to do some research. Look at other content creation firms and digital marketing agencies. Consult their rate cards and see how much they expect per post. Use that as a
benchmark to set your own rate.This is also a good time to consider your agencys unique selling points, or USPs. Perhaps your agency has its own in-house apps or tools to support your services. Maybe your firm specializes in a specific niche. Or maybe you have some other element or aspect that sets you apart from the crowd. Consider what makes
your agency unique and how that may impact the prices of certain services.For instance, lets imagine an agency that is highly-specialized in the field of local SEO. It might charge standard or even cheaper-than-standard rates for most services. But for its specialist local SEO campaigns, it could charge a little extra than the average.Determining
pricing structures for the rate cardFigure 3 - also need to work out the right kind of pricing structure for each item included on your agency rate card. That way, when it comes to invoicing your clients, you should find it much easier to calculate the correct prices.First, draw up a list of all the services your agency offers. For a digital marketing
agency, that might include content marketing, SEO, social media marketing, email marketing, web design, and reputation management.Then, go through each of the items on the list, working out whether its best to charge by the hour, the project, or in another way. For example, lets say you offer marketing consultancy services. You could charge
those by the hour. But you might also offer blog post writing. For that, its usually simpler to charge per post (or per 1,000 words).Value-based pricingYou might even have different pricing tiers for each of your services, or for working with agents of different levels. For example, imagine you offer social media marketing with a standard monthly rate of
$1,000. You could also offer a Premium version of that service, in which clients can have their social media platforms managed by a more experienced agent. For that, you could charge $1,500.This is where value-based pricing comes into play. Some services tend to have similar rates across the industry, like SEO audits. Other services, which can vary
much more greatly in terms of quality and results, may have more dynamic pricing. Customers will be willing to pay quite a lot more for those kinds of services, giving agencies more leeway in terms of their rates and price structures.For example, the cost of website design can vary massively from agency to agency. A basic service might only cost a
few hundred dollars. But if you can offer high-end web design incorporating SEO and eCommerce elements, carried out by a trusted professional with years of experience, youll obviously be able to charge more.Additional pricing factorsYour agency rate card could also include additional pricing factors, like possible discounts for larger orders or
longer projects. Perhaps your agency also offers service bundles, too, in which multiple services can be purchased together at a reduced rate. Again, this is something to think about and to factor into your rate card layout and design.Additionally, you may want to add retainer agreements to your rate card, especially if you hope to build long-term
client relationships. Having clear retainer rates will give your most loyal customers the information they need before beginning long-term or ongoing projects with you.Download our customizable Retainer Proposal Template for free!Breakdown of services to include in your rate cardFigure 4 - marketing agency rate card should be clear and easy for
clients to read. It requires good structure and a sensible, smart layout. So, the next step of creating your card is to categorize the various services you offer.Categorizing your servicesMake a list of all the services your agency offers. Then, try to divide them into clear categories. Depending on the work you do, the categories might be quite broad, such
as Design and Consulting. Alternatively, they may be more specific, like Facebook and Content Creation. Its up to each agency to figure out relevant and appropriate categories for its range of services.You may also consider adding detailed descriptions of each service. Some rate cards dont include descriptions at all, but it can be worth including
them. It adds clarity, making it crystal clear what each service entails and what customers can expect to get for their money. A couple of sentences about each service should suffice.Bundling and value propositionsAs touched on earlier, you may also wish to consider providing bundles or packages of services with discounted rates. For example, you
could offer individual SEO site audits and site optimization as separate services. Then, you could also offer an Audit + Optimization bundle for a little less than the combined individual costs of those two services.When it comes to offering value propositions, its important to think logically. Consider the kinds of services that clients are likely to buy all-
in-one-go. Look at services that are connected or those that complement one another. Alternatively, look back at your bookkeeping records and see which services clients tended to buy at the same time. Use that info to build bundles your customers want.If you prefer a tiered pricing model, Bonsai has a template that you can download for

free. Transparency and flexibility in pricingArguably the No. 1 point of designing an agency rate card is to make your agencys pricing more transparent. As such, it stands to reason that the card needs to be as clear and honest as possible. This is why the previous steps are so important. You have to take the necessary time to detail the services you
offer, do your research, and decide exactly how much you wish to charge for them.The aforementioned service descriptions should help. They can clarify whats included with each service and are particularly useful for services which may seem a little vague. For example, returning to the idea of blog posts writing, you might charge $50 for a single
1,000-word blog post. Its worth noting in the description if that rate also includes edits and revisions, and if so, how many.Additional chargesThere may be times when clients request additional work or out-of-scope add-ons to the services you provide. You may not be able to account for every possible demand your clients could have, but its wise to
consider these possible bonus charges when drafting your rate card. The more detail you can put into the card and the more possible charges you mention, the less likely clients will ask price-related questions or try to negotiate.Custom quotesOf course, there may be even jobs that simply dont fit in with your typical services and rates, at all. Clients
may come to you with one-off requests or custom project concepts. They might have worked with you in the past for something like web design or SEO. And they might want to call on your services again for something connected, but different to the work you usually do.Naturally, your agency rate card cant include all of these possibilities and
concepts. However, you can quite simply include a line or two at the base of the card to address custom projects. You could, for instance, add a small section entitled Custom and state Prices for custom projects are calculated on a project-by-project basis. Contact us to learn more.Designing the rate cardFigure 5 - the content of your agency rate card
established, its time to focus on the cards design. In the same way a beautiful business card can help professionals broaden their networks, a smart rate card can help an agency get ahead. For that reason, its absolutely worth putting in the time to create a card that conveys pricing information in an attractive, engaging way.Visual appealLike any
other document tied to your agency, your rate card should be aligned with your brands visual identity. If you tend to use the same font style or color on all of your documents, for instance, carry that over into your rate card, too. Additionally, add branding elements, like your logo or other imagery at the top of the document to help it stand out from
other rate cards.However, while a logo or brand-related header is a fine addition, its important to avoid visual clutter. Remember, agency rate cards are informational documents, designed to convey pricing details. Dont add any visual elements, like graphics and images, which could detract from the info. Otherwise, you run the risk of making your
rate card far less effective or even difficult to read.Format and structureln terms of format, youve got two main options to pick from for you rate card: a table or a list. A lot of rate cards take the form of tables, with clear grids, rows, and columns showing the names of each service and its respective price. Others opt for more minimalistic lists, with
the name of the service, an optional description, and the price.Both formats can work equally well, but it all depends on the type, complexity, and number of services provided, as well as the desired effect. Tables have the advantage of being more detailed and clearer, with more room to talk about add-on charges, bundles, and so on. Lists are simple
and streamlined, but may not provide quite as much in-depth info about each service.Digital vs. printFinally, when finalizing your agency rate card, youll have to decide between digital or print versions, or both. Again, theres no clear best option. It all depends on the type of work your agency does. If you meet the vast majority of your customers
online, digital documents may be best. If you have more sit-down, in-person meetings, it helps to have print versions to hand out.You may even want to create two different versions of your agency rate card. The print version could be simpler and fit on a single page to easily hand out at conferences or trade shows. The digital version, meanwhile,
could be more complex. Using templates is a great way to get started with your designs and can help you save a lot of time.Effective communication of your ratesFigure 6 - youve got an agency rate card, you might be wondering about the best ways to use it to communicate your agency rates. Well, the first step is to share your rate card directly via
your website. However, given the ever-changing nature of many agency pricing models, you may prefer to keep the rate card under wraps and only show it to clients on a need-to-know basis.For instance, its a handy document to share during pitches or meetings with your clients, as well as one to consult during sales calls. Since a lot of different
employees might be consulting and using the rate card, its also worth reviewing with your staff. Educate the team on the specifics of the rate card and the right ways to discuss prices with clients.Regular updates are crucialln industries like marketing, prices change often. You might have to increase your rates in line with inflation, for example. Or, as
your company grows in reputation and popularity, you can increase the prices you charge accordingly. Thats why its also strongly recommended to review your agency rate card on a regular basis, adjusting prices as and when needed. You may also need to add or remove services to suit your changing service menu.Legal considerations and
disclaimersThere are also legal considerations to take into account in regard to creating and managing agency rate cards. If certain terms are left out of the card or the pricing information is too vague, your agency may have to deal with angry clients and even the risk of legal action.For example, a client might have an out-of-date rate card for your
agency. They might use that to work out their budget and then place an order with your company, unaware that your prices have changed. Then, when it comes time to pay and invoice the client, they could be confused and frustrated if the price is higher than expected.Make sure to include relevant dates on all agency rate cards, along with
disclaimers to say that prices are subject to change. You can include a message encouraging clients to contact your agency to confirm the latest and most accurate prices. Terms should also be established for when payment is due and how it should be made, as well as handling of returns or cancellations.Summing up: The value of agency rate
cardsThe importance of agency rate cards cant be understated. Many agency owners agree that having clear rate cards helps to simplify and streamline large parts of their client relations. It makes it easier for clients to manage their budgets accordingly, as well as providing much-needed transparency and clarity to avoid any payment-related
conflicts.If youre running or in the process of setting up an agency, its certainly worth taking the time to design a rate card. Using Bonsais handy templates is a great way to get started, and our business management software also helps you get paid at the right rates, quickly and conveniently. Sign up for your free trial today or contact the Bonsai
team to learn more.HomeTemplatesCardAdvertising Rate Card Outline TemplatePart of the AdvertisingStructure your pricing with the Advertising Rate Card Outline Template from Template.net. This template offers a clear and concise format to present your advertising rates for different media and formats, aiding in transparent client negotiations.
Download this template to create an organized rate card that simplifies pricing communication and decision-making for your clients.No Attribution requiredInstant Download, 100% CustomisableLifetime commercial licenseCancel anytimeGet access to entire sitePremium supportAlready a member?Sign inMicrosoft Word, Google Docs, PDFUnlimited
DownloadsFrom -/monthDownload NowInstant DownloadGet Instant Access to 50,000+ MS Word TemplatesLimited Time Offer Access to 1 Million+ Templates & Tools 500,000+ Microsoft 365 Templates including Excel, Powerpoint, Publisher, Outlook & PDF Unlimited access to Design & Documents Al editors Professionally Made Content and
Beautifully Designed Instant Download & 100% CustomizableO ratings0% found this document useful (0 votes)474 viewsA Rate book for advertising servicesSaveSave Advertising agency - Rate Card For Later0%0% found this document useful, undefinedTemplatesTemplatesO ratings0% found this document useful (0 votes)1K viewsThis document
outlines the rate card for creative services from Aachi Group, including charges for concepts and ideas, press advertisements, branding services like logo design and brand idenAl-enhanced title and descriptionSaveSave Creative Rate Card For Later0%0% found this document useful, undefinedInstant DownloadGet Instant Access to 10,000+ Adobe
PSD TemplatesLimited Time Offer Access to 1 Million+ Templates & Tools 200,000+ Adobe Templates Including Adobe Indesign & Adobe Illustrator Unlimited access to Design & Documents Al editors Professionally Made Content and Beautifully Designed Instant Download & 100% CustomizableAgency rate card management is an important
component of financial reporting. An agency rate card is applied to individual client projects to establish billing forecasts and project budgets. In this article, we will discuss the importance of agency rate card management, how to set up a standard rate card for your creative, digital or advertising agency, and how to correctly manage your rate
cards.If youre looking to create a new agency rate card or need guidance on how to manage existing ones, read on.A rate card is a document that outlines the pricing structure of a creative agency for the services they offer. The purpose of a rate card in agency is to provide clients with a clear understanding of the costs associated with specific
services. Typically, a rate card includes information about the hourly rates or flat fees for different services such as graphic design, copywriting, media planning, and web development, as well as additional expenses like travel costs or equipment rental fees.For creative agencies, having a rate card helps establish clear client expectations from the
projects outset. It also streamlines the billing process and minimizes misunderstandings about project costs. Additionally, you can use creative agency rate cards to identify areas where you can adjust the pricing structure to improve profitability.While it is customizable, there are 5 key components that every rate card should include, whether youre a
creative agency, digital agency, or PR agency.Name and a short bio: Include your agency name and a brief description to introduce your company and establish yourself as a competent and approachable candidate for tendering.Contact information: Provide your phone number and business email address as the communication method for important
messages and documents.Your products or services: List down the services you can offer, with clear conditions to set appropriate expectations for the clients. You can also showcase the list of brands you have previously worked with.Your pricing: Display the rate for each service line, and state clearly the unit rate, such as hourly or lump sum. If lump
sum, ensure to put down the maximum revisions you can offer.Payment methods: Let your client know your preferred payment method beforehand to make it easier in the long run, assuring you will be paid correctly when you finally complete the project.So, why is it important for your agency to have a rate card to begin with?Agency rate cards serve
as the first line of defence for creative and advertising agencies, setting them up for long-term profitability and financial success. Rate cards leave little to no room for clients to try and negotiate lower costs while also allowing agencies to be transparent. A well-designed advertising agency rate card can help attract new clients, retain existing ones,
and build a reputation for transparency and fairness in pricing.Moreover, standardized service rates allow you to accurately calculate and forecast project budgets, which clarifies clients billing expectations even before the start of a project. Clear expectations mean clear communication between creatives, clients, and, ultimately, happier
customers!To remain competitive and accurately reflect the costs associated with their services, you should regularly review and update your agency rate cards. As illustrated above, setting up an advertising agency rate card can be straightforward and easy. But managing them and doing it well isnt quite as simple. Many creative agencies struggle to
manage rate cards over time. Make sure to watch out for the following challenges associated with managing rates:Creative agencies love pleasing their clients and often do so by offering ad-hoc pricing for creative services. While this may make clients happy and help agencies win a potential deal, off-the-cuff pricing can later eat into agency
profitability and likely open the doors toclient over-servicing, an extremely common but highly unprofitable practice in the creative industry. Stand by your rate card and be clear on what you offer. Steering away from your rate card for a client should really be reserved for select circumstances.If were being honest, agencies are certainly known for
their creativity. Not so much for their ability to keep things organized. Working in or running a creative agency is no easy business and sometimes things can get chaotic (chaotic enough that we forget to often update our teams on important process updates). Rate cards are no different. It is likely that we each passing year, and sometimes during
special circumstances such as COVID-19, you adjust the rates of your agencys services. These adjustments may happen overnight and especially if your processes are manual, its possible that not everyone in your digital agency gets an updated version of your agency rate card.If you haveagency management software, you should be able to update
your new rates quickly in the system and this serves as a way for everyone to have central access to your updated agency rate cards. You dont have to worry about folks accessing an old document. A single update in the system should update the rates for everyone!Keeping up with frequent changes in your agency rate cards might be hard but on the
other end of the spectrum lies another common challenge not updating rate cards regularly enough!Almost all creative, digital or advertising agencies introduce staff salary increases and new overhead cost changes, annually. Remember the steps to calculate your rate card we discussed in the section above? If any of those costs change, so should
your rate card price.As a rule of thumb, update your rate cards on an annual basis, if not more frequently, to ensure you are still profitable and remain competitive in the market.When creating your agencys rate card, here are a few things to consider:You might find that depending on the size of your agency, the variety of services it offers, and who it
services, a single standardized rate card might not be enough. If thats the case, you might need to build rate card categories. A few agency rate card examples of categories include:Standard Rates: These rates are typically built based on the time required to complete a project or task within a standard turnaround time.Rush Job Rates: You charge
rush job rates for projects that need to be completed quickly. Since expedited projects require more effort and resources, they are usually charged at a higher rate than standard rates.Discount Rates: These are the rates offered to specific clients or projects, such as discounts for long-term clients with high order value, which can serve as an incentive
to attract new clients or reward loyal ones.Do your agencys service offerings depend on multiple staff members who have significant cost differences? This is usually the case for public relations and media production agencies. If the same holds true for your agency, consider defining your rates by staff/job role. In this way, you can inform clients of the
costs associated with each staff members time.On the other hand, if this is not the case for you, consider using blended rates (most used when multiple staff contributes specific hours to the same project). This is most seen in digital and full-service agencies.It may be that your agencys workflow warrants having both, blended and staff rates. You can
certainly have both and this will give your account management teams more flexibility when presenting proposals to prospective clients. However, employing both types of rates can be harder to manage and requirethe right management systemto support them.If youre not using an estimating tool or aproject management softwareyet, your best bet is
to use a spreadsheet to set up and manage your agencys rate cards.However, the downside is that while excel gives you the flexibility to make quick edits, any updates made to rate cards need to be manually shared with your team. There is a lack of central access and automation, with a high risk of misinformation or the repeated use of stale rates;
this can cause a financial strain as well as frustrations for both, you and your client.It would be worthwhile to consider investing in an estimating tool, especially if youre a growing agency. Below is an example of what Function Points estimating tool looks like. FPsCRM for agenciesand estimating tools allow you to blend your rates or charge by the
staff member, for accurate estimates every time. You dont have to pull rates from Excel and hope theyre up to date. Everything is in one place.If youre new to building rate cards, below are some steps to get you started on creating a profitable rate card for your creative, digital or advertising agencys services:Identify the services to be offered: Before
creating your creative agency rate card, determine which services your agency offers. These may include graphic design, branding, web development, video production, and more. Then, you can start thinking about how you want to price them.Define the pricing structure: The pricing structure shows how you charge for your services. You can choose
to charge per hour, per project, or by retainer. Each pricing structure has its pros and cons, so pick the one that works best for your agency and clients.Determine the pricing strategy: Your pricing strategy should reflect your agencys goals and market position. For example, if you are a premium agency targeting high-end clients, you may want to
charge premium prices. Conversely, if you are a startup agency trying to gain a foothold in the market, you may want to charge lower prices to attract clients.Set the rates: Once you have defined your pricing structure and strategy, its time to set rates for your services. Remember to take these factors into consideration for your rate: the experience
level of your team members, the project complexity, and your agencys overhead costs. Heres a suggestion:Step 1. Find the total cost of your Full-Time Employees or FTEs (This includes salaries and benefitsStep 2. Find the overhead cost per employee (This is your agencys total overhead costs/total number of FTEs)Step 3. Markup the final cost by
20%Review and refine the rate card: Your rate card is not set in stone, thus periodic review and refinement are vital as your agency grows and your positioning changes. This should be done at least once a year, or whenever there are significant changes in your agencys services or market conditions.Communicate rate changes to clients: If you update
your rates, make sure to be transparent with your client and clearly explain the factors influencing the changes. This will help build trust and avoid any misunderstandings or disputes. Additionally, ensure that all team members are well informed of the rates and can communicate them effectively to clients.Track time and resources: Monitoring time
and resources with tools like agency resource management software allow you to price your services appropriately, as well as identify areas where you can improve productivity and reduce costs.Consider competitive pricing: Do some market research on the pricing of your competitors. Make sure your rates are competitive enough, but still in line
with your quality and the competency of your team.Apply technology: An agency management software like Function Point helps you manage advertising agency rate cards efficiently. You can track time, bill clients, generate reports, and gain insights to make informed decisions about your pricing strategy.Negotiation strategies: Its important to have
negotiation strategies in place when dealing with clients who may be hesitant to pay your rates. Some tactics include offering package deals, discounts for long-term contracts, or incentivizing prompt payment. Know your bottom line and say no to rates that are too low for your agency to sustain.Tracking and analytics: Use data and analytics tools to
monitor client feedback, conversion rates, and overall revenue generated. This information can help you refine your rate cards and tailor them for your clients.Continual improvement: Creating and managing rate cards is not a one-time task. You should encourage team members to provide feedback and stay up-to-date with industry best practices.
Continually seeking feedback and improvement lets you develop competitive rates to meet your clients needs.As weve discovered throughout this article, there is no one secret agency cost formula. How you set up your rates depends on how you run your agency. A design agency rate card is completely different from an advertising agency rate card,
and thats okay. What matters is that you standardize service rates, have your teams follow them, and update them regularly to maintain your agencys financial health and profitability. A rate card is typically a document with details or prices for different products/services. It can be shared as a fixed price sheet and may function as a PR piece in some
situations. A marketing rate card outlines the different advertisement services and their prices. Marketing companies often have service packages or rate cards that they can share with potential clients and include in their marketing proposals. The clients can have a look at the marketing rate cards and pick and choose the number of advertising
services they want according to their budget.Designing a marketing rate card can require effort from the marketing company. First, the company has to shortlist all the marketing services it provides and has to list them down with clarity and under proper headings on the rate card. Defining the prices of each service included in the rate card is also
challenging as the company has to calculate each service fees separately and also determine a discounted price if offered in a bundle. Here are some really useful marketing rate card examples and templates that you can use when making your own rate card. Marketing Rate Card Examples & Templatesl. E-Marketing Rate Carddeshvidesh.com Size:
155 KBDownloadIf you want to create an e-marketing rate card, you can definitely download and use this e-marketing rate card template. It includes all the major design services like rotating banner, e-newsletter banner or individual email broadcast with a column to add relevant prices of each size. What is great about this template is the fact it
allows a business to also mention multiple service bundles and discounts. You can also add a few images from your portfolio as an example. Overall, it is a great template for a basic e-marketing rate card that comes in a PDF format.2. Content Marketing Services Rate Cardlisagoller.com Size: 73 KBDownloadContent marketing is a marketing
technique of creating and distributing valuable relevant and very consistent content in order to attract a target audience based on specific demographics which later turn into conversions. Content marketing includes creating articles, collateral, email campaigns, infographics, press releases, videos, video scripts, web pages and special reports among
others.If you have just started your own content marketing services, you would need to develop content marketing services rate card to list down all the content types you create and what you charge for them. Here is a nice and simple template that you can edit easily.3. Marketing Services Rate Cardob2bindustrialmarketing.com Size: 680
KBDownloadMarketing services encompass a large spectrum of activities and designs that a marketing company can offer. A marketing services rate card is essential in defining exactly what marketing services you offer and for what price.Here is a basic marketing services rate card that gives out details of marketing services in a very structured and
easy-to-understand manger. It includes basic marketing services like press release service, brochure and website copywriting services, additional bought-in marketing services along with terms and conditions. You can edit this to add or subtract details according to what you offer in your marketing business.4. Direct Marketing Rate
Cardadvertising.gulfnews.com Size: 840 KBDownloadDirect marketing is all about selling products and services directly to the target audience instead of using retailers. Companies may use direct marketing by mail order or telephone selling. Direct marketing can also be defined as a promotional method that a marketer of a company may use by
presenting information about the product or service to the customers without using a middleman.Direct marketing is often used for promoting and selling products or services of very high value. Here is a direct marketing rate card sample that you can download in a PDF format and edit with your own prices.5. Photography Marketing Rate Card
Samplegenesisfx.com.au Size: 156 KBDownloadHere is a marketing rate card template specifically for a photography business. The photography business is in demand because people want top-notch photographers to cover a wide variety of events such as weddings, corporate parties, conferences, and international events. Often times, photography
business include multiple services like videography. The charges of photography service are usually high because very expensive equipment is needed to run this business successfully.In this particular marketing rate card, you can see a number of photography services including photo shoots, drone photography, virtual tours, drone video, and other
media creative services for radio and television with their charges. You can edit the services you offer in this template.6. Direct Marketing Advertising Rate Cardauctioneering.co.za Size: 492 KBDownloadlt is a well-known fact that direct marketing allows you to generate a specific response from your targeted groups of customers and is very useful to
small businesses. It allows them to focus their limited resources where they can actually produce results. Direct marketing also allows the business to measure the success of the marketing campaigns accurately by analyzing the direct responses they received. If you want to increase sales to an existing customer, build customer loyalty and re-
establish lapsed customer relationships, then direct marketing is for you!Here is a detailed direct marketing advertising rate card in which you can add these benefits and list down your services along with prices.7. Channel Partner Content Marketing Rate Carddentistadvisors.com Size: 117 KBDownloadMarketing of hardware-software systems and
IT services by channel partners has become important to sales and business development for many companies around the world. There are many reasons why effective channel partner marketing is needed and important. Studies show that when people want to buy any tech product, they would begin their search on Google or another search engine.
Channel partner marketing can lead to better conversions and also allow businesses to measure results through analytics.Many companies offer strategic channel partner content marketing services. This rate card includes all the services that you can include when developing your own marketing rate card.
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