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Phase II - Part 4 of 7 in the Tiny Training Series

This project is funded in whole or in part under a Contract with the Montana Department of Public Health and Human Services. The statements herein do not necessarily reflect the opinion of the Department.

How to Price Your Services?

Montana Child Care
Business Connect



• 30-minute webinars

• Every other Thursday at 1:30pm

• Attendance of four equals 2 hours of ECP credits

• Define basic business concepts

• Feature Business Connect Programs

• April 6: How do mentorships work? 

• April 20: How to utilize a business advisor?

• May 4: How to write a budget?

• May 18: How to price your services?

• June 1: How to manage your money?

• June 15: How to sustain without one-time funding?

• June 29: How to organize your community around 

childcare solutions?

Statement of Purpose 2023 Training Summary

What is: 

The 'Tiny Training Series’



What is: 

Launched in:

Focusing on:

Critical Areas:

Staffed by:

2022

Training, Technical Assistance, Mentorship, Community 

Capacity Building, Web-Resource Hub

Supporting communities and entrepreneurs with business 

elements of starting, owning and operating childcare programs. 

Rhonda Schwenke, Jason Nitschke, Heide Borgonovo, Shelby 

Whelan, Alex DuBois, Jennifer Owen, Business Advisor, 

Program Assistant

https://workforcenow.adp.com/mascsr/default/mdf/recruitment/recruitment.html?cid=53126632-77da-446b-9a29-696c22df7069&ccId=19000101_000001&type=MP&lang=en_US&jobId=465997
https://workforcenow.adp.com/mascsr/default/mdf/recruitment/recruitment.html?cid=53126632-77da-446b-9a29-696c22df7069&ccId=19000101_000001&type=MP&lang=en_US&jobId=465995


Education

• 2002 – M.A. Communications – Hawaii Pacific University

• 1997 – B.A. Journalism/Political Science – University of Montana

Economic Development & Entrepreneurship

• 2019-2022 – Vice President – Great Falls Development Authority

• 2014-2022 – Regional Director – Great Falls area Small Business Development Center

(SBDC)

• 2011-2012 -- Carondelet Estate Services, LLC; St. Louis, MO

• 2000-2002 -- JNitschke Photography; Denver, CO

Certifications

• 2021 – Certified PeerSpectives Facilitator – Edward Lowe Foundation

• 2017 – Certified Export Counselor – U.S. Small Business Administration

• 2017 – Certified Profit Mastery Facilitator – Business Resource Services

• 2015 -- Economic Development Finance Prof. (EDFP) – National Development Council

• 2015 -- Accredited Small Business Consultant (ASBC) – Association of Accredited Small

Business Consultants

• 2015 -- Certified Business Advisor – GrowthWheel International

Recognitions

• 2022 – Boots to Business National Instructor of the Year – U.S. Small Business

Administration

• 2018 – Montana SBDC State Star

• 2010 – Television News Enterprise Award – Montana Broadcasters Association

• 2009 – Television Sports Reporting Award – Society of Professional Journalists

• 2007 – Television Sports Enterprise Award – Montana Broadcasters Association

Jason Nitschke; MA, EDFP

Senior Child Care Business Advisor

"Helping entrepreneurs turn 

visions into reality"



Goals for Today

I. Why is Pricing Important

II. Pricing Methodologies

III. Common Mistakes

IV. The Mixed Model



Definition of the Term “Business”

But First…

IRS Definition of “Business:” 
“Any activity carried on for the production of income
from selling goods or performing services.”
https://www.irs.gov/charities-non-profits/trade-or-business-defined#:~:text=The%20term%20trade%20or%20business,of%20the%20Internal%20Revenue%20Code. 

IRS Definition of “Hobby:” 
“A hobby is any activity that a person pursues because 
they enjoy it and with no intention of making a profit.
People operate a business with the intention of making a 
profit.”
https://www.irs.gov/newsroom/heres-how-to-tell-the-difference-between-a-hobby-and-a-business-for-tax-purposes

https://www.irs.gov/charities-non-profits/trade-or-business-defined#:~:text=The%20term%20trade%20or%20business,of%20the%20Internal%20Revenue%20Code
https://www.irs.gov/newsroom/heres-how-to-tell-the-difference-between-a-hobby-and-a-business-for-tax-purposes


Terms I’ll probably mention…

And…

Cost Structure 
These are all the operating costs and outflows of cash 
that go into running your business. Cost structure varies 
by business.  

Revenue Structure
These are all the ways your business generates income. 
Revenue structure varies by business.  



I. Why is Pricing Important

Pricing has implications

• On Gross Revenue

• On Wages & Benefits
• Including a business’ ability to attract and retain 

employees

• On Ability to Replace, Upgrade, & 

Replenish Classroom Materials

• On the Quality of a Program

• On Customer Satisfaction

• On Employee Happiness

• On our ability as employers, “to bless 
our staff with financial security and 
growth.”

• Jennifer Owen, ZtFMT Consultant

Snake River Idaho, Summer 2003



I. Why is Pricing Important

Pricing has implications

• Employer marketing strategy is to 

compete on Price

• Prices are 30% lower than competition

• Wages are 43% lower than competition

• No benefits offered

Snake River Idaho, Summer 2003



I. Why is Pricing Important

What is the #1 thing every business must have?

A Paying Customer!



I. Why is Pricing Important

Finding a Paying Customer Requires Marketing

For a customer to hand over their money, the price must be justifiable for what they’re getting in return. 



II. Pricing Methodologies

Check out our February 23, 

2023 Tiny Training: 

“What is Cost-Informed Rate Setting?”

Step through each & show how to 
calculate per child break-even rates.

SLIDE DECK: https://zerotofive.org/wp-content/uploads/2023/02/TINY-TRAININGS-What-is-Cost-Informed-Rate-Setting.pdf
On our website at https://zerotofive.org/child-care-business-connect/

On our YouTube channel at https://www.youtube.com/watch?v=Jg4RkNfIEdQ&t=500s

https://zerotofive.org/wp-content/uploads/2023/02/TINY-TRAININGS-What-is-Cost-Informed-Rate-Setting.pdf
https://zerotofive.org/child-care-business-connect/
https://www.youtube.com/watch?v=Jg4RkNfIEdQ&t=500s


II. Pricing Methodologies

Quick Summary

3 Pricing Methods

Competition-based
Market-based

Cost-plus

SLIDE DECK: https://zerotofive.org/wp-content/uploads/2023/02/TINY-TRAININGS-What-is-Cost-Informed-Rate-Setting.pdf
On our website at https://zerotofive.org/child-care-business-connect/

On our YouTube channel at https://www.youtube.com/watch?v=Jg4RkNfIEdQ&t=500s

https://zerotofive.org/wp-content/uploads/2023/02/TINY-TRAININGS-What-is-Cost-Informed-Rate-Setting.pdf
https://zerotofive.org/child-care-business-connect/
https://www.youtube.com/watch?v=Jg4RkNfIEdQ&t=500s
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Definition of the Term “Business”

But First…

IRS Definition of “Business:” 
“Any activity carried on for the production of income
from selling goods or performing services.”
https://www.irs.gov/charities-non-profits/trade-or-business-defined#:~:text=The%20term%20trade%20or%20business,of%20the%20Internal%20Revenue%20Code. 

IRS Definition of “Hobby:” 
“A hobby is any activity that a person pursues because 
they enjoy it and with no intention of making a profit.
People operate a business with the intention of making a 
profit.”
https://www.irs.gov/newsroom/heres-how-to-tell-the-difference-between-a-hobby-and-a-business-for-tax-purposes

https://www.irs.gov/charities-non-profits/trade-or-business-defined#:~:text=The%20term%20trade%20or%20business,of%20the%20Internal%20Revenue%20Code
https://www.irs.gov/newsroom/heres-how-to-tell-the-difference-between-a-hobby-and-a-business-for-tax-purposes


III. Common Pricing Mistakes

Not having or sticking to a pricing model

Not being aware of incurred, potential, and projected costs to operation

Only competing on price

Not pricing based on quality of services

Not adjusting prices or not adjusting them enough

https://blog.hubspot.com/sales/7-pricing-mistakes-that-can-seriously-stifle-sales
https://learn.sba.gov/learning-center-grow/learning-center-pricing-models-for-successful-business

https://blog.hubspot.com/sales/7-pricing-mistakes-that-can-seriously-stifle-sales
https://learn.sba.gov/learning-center-grow/learning-center-pricing-models-for-successful-business


IV. The Mixed Model

Pricing accuracy is as much ART as it is SCIENCE!

The only way to know if you’ve got it right…is to look at revenue volume, net profit, and cash on hand. 



IV. The Mixed Model

Five Critical Steps to Pricing Your Services 

Step 5: Focus on Quality

Step 4: Analyze Your Conversion Rates & Customer Attrition

Step 3: Know Your Competitors Products, Services, and Prices

Step 2: Know Your Customers & Their Ability to Pay

Step 1: Know Your Costs and Cover All Costs



IV. The Mixed Model

Step 1: Know Your Costs and Cover All Costs

Know Your Costs
• Incurred Costs
• Potential Costs
• Projected Costs
• Enrollment as % of capacity
• Include Employee Illnesses & Shortages
• Manage Money Outflows (timing)

Cover Your Costs
• Cost Informed Rates
• Revenue Diversification

Money Management
• Budget
• Monthly Financial Reviews
• Financial Analysis



IV. The Mixed Model
Step 2: Know Your Customers & Their Ability to Pay

Quantitative 
knowledge of 

your 
community

Qualitative 
knowledge of 

your 
community

Understanding 
purchasing 
behaviors



IV. The Mixed Model
Step 2: Know Your Customers & Their Ability to Pay

What do you know about your families?
• What percentage of your families are on Best Beginnings? 
• What percentage of your families are private pay? 
• What percentage of families receive other types of benefits?
• How many children do they have?

Make assumptions about: 
• Use data to estimate income and monthly costs 

• https://svc.mt.gov/doc/siteselector/ - Reports – Household Budget 
Expenditures

Median Household Income: 
$76,569

Housing Costs:
$2222/month (35%)

Food Costs: 
$812/month (13%)

Transportation Costs: 
$810/month (13%)

Childcare Rule of Thumb:
10-25% 

https://svc.mt.gov/doc/siteselector/


IV. The Mixed Model
Step 3: Know Your Competitors Products, Services, and Prices



IV. The Mixed Model
Step 3: Know Your Competitors Products, Services, and Prices



IV. The Mixed Model
Step 4: Analyze Your Conversion Rates & Customer Attrition

• What marketing and outreach 
strategies do you use?

• Which marketing and outreach 
strategies drive site visits & facility 
tours?

• How many site visits convert to 
enrollment?

• How many total families do you 
serve? 

• How many slots “churn” per month?

• Why do slots “churn?”



IV. The Mixed Model

Step 5: Focus on Quality

Take a systematic approach

Continuous Quality Improvement (CQI) Strategies
• Lean

• Six Sigma

• Plan-Do-Study-Act

• Baldridge Criteria

“The selection of a methodology should incorporate the organization's goals, the feasibility of the data and 
other resources, the skill sets of those involved, and, ultimately, the strategy that best fits the organization.”

https://www.ncbi.nlm.nih.gov/books/NBK559239/#:~:text=Continuous%20Quality%20Improvement%20(CQI)%20is,or%20%22breakthrough%22%20in%20nature

https://www.ncbi.nlm.nih.gov/books/NBK559239/:~:text=Continuous%20Quality%20Improvement%20(CQI)%20is,or%20%22breakthrough%22%20in%20nature


IV. The Mixed Model

Step 5: Focus on Quality

Define what quality means to you

Define the company’s mission, vision, and value statements

Define what quality means to families

Define what quality means to employees

Communicate those qualities internally

Communicate those qualities externally



IV. The Mixed Model

Step 5: Focus on Quality

Participate in Montana’s QRIS (STARS to Quality)

Education

Qualifications and Training

Staff/ Caregiver-to-Child Ratio & Group Size

Family/ Community Partnership

Leadership & Program Management



Summary

Focus on Quality and Value to the Customer

Do not compete on price alone.

Use Data

To make well-informed pricing decisions about competition and customers. 

Budgets

Should include incurred, potential (likely), and projected costs.



Where Can I Learn More?

Training:

https://learn.sba.gov/learning-center-grow/learning-center-pricing-models-for-successful-business

https://learn.sba.gov/learning-center-grow/learning-center-pricing-models-for-successful-business


Is there anybody out there?
Technical Assistance: One-on-One Consultation

ChildCareBusinessConnect.com

https://zerotofive.org/child-care-business-connect/


More Professional Development Opportunities:

Past Recordings Available At:
On-Demand Webinars: ChildCareBusinessConnect.com

Tiny Training Series

June 1: How to manage your money?

June 15: How to sustain without one-time funding?

June 29: How to organize your community around childcare solutions?

Register through your ECP Account:  
https://www.mtecpregistry.mtecp.org/register.aspx?evid=518051

First Children’s Finance

June 22, 2023 – 9:00 am-11:00 am
Managing Enrollment in Your Child Care Center

https://www.mtecpregistry.mtecp.org/register.aspx?evid=518277

August 8, 2023 – 5:30 pm-7:30 pm

August 10, 2023 - 5:30 pm-7:30 pm

Child Care Business Boot Camp – Starting and Running a Successful Child Care Business
https://www.mtecpregistry.mtecp.org/register.aspx?evid=518278

https://zerotofive.org/child-care-business-connect/
https://www.youtube.com/@childcarebusinessconnect
https://www.mtecpregistry.mtecp.org/register.aspx?evid=518051
https://www.mtecpregistry.mtecp.org/register.aspx?evid=518277
https://www.mtecpregistry.mtecp.org/register.aspx?evid=518278


Website: ChildCareBusinessConnect.com

Email: JasonN@ZerotoFive.org

Formally Request Assistance: https://mtsbdc.ecenterdirect.com/signup?centerid=21

Schedule a Meeting: https://jason-nit.youcanbook.me/

Newsletter: https://zerotofive.org/take-action/

Social:

Connect with Business Connect!

This project is funded in whole or in part under a Contract with the Montana Department of Public Health and Human Services. The statements herein do not necessarily reflect the opinion of the Department.

https://zerotofive.org/child-care-business-connect/
mailto:JasonN@ZerotoFive.org
https://mtsbdc.ecenterdirect.com/signup?centerid=21
https://jason-nit.youcanbook.me/
https://zerotofive.org/take-action/
https://www.facebook.com/zerotofivemt
https://www.instagram.com/zerotofivemt/
https://www.linkedin.com/company/zero-to-five-montana
https://twitter.com/ZerotoFiveMT


How’d We Do?

https://www.surveymonkey.com/r/TNFL2SW

https://www.surveymonkey.com/r/TNFL2SW
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