1.What are the factors that you should consider in pricing the service? What is the target market for the service?  
a)Service commitment to customers (how responsive and how)
b) Other competitors with similar service in your market space
c) Communications with customers and workers and costs
d) Skills required of business workers and costs to acquire them
e) Any intellectual property or approaches used and costs
f) Any materials or equipment transportation to and from required per customer and costs
g) Investment required (for all resources used)
h) expected return including opportunity cost for investment and your time (Remember, you will likely need to borrow funds to start the business – you must have adequate revenue to pay the loan back plus its opportunity cost (interest).
2. What information do you want to gather to ensure that the business is successful and how would you analyze the information?
a) estimated size of potential market for the service (from sales of like services or from sales of client service components
b) estimate of market penetration (number of expected clients per quarter or year for example)
c) estimated wages to be paid to workers (including cost of education an acquiring skill – training cost)
d) Estimated costs of all equipment, transportation, communication, advertising, and management
e) Costs of setting the business up (e.g., LLC charter and legal fees)
f) analysis of estimated supply price (marginal costs) and consumer demand (expected revenue per customer)
g) accounting estimates of total cost including any taxes or licenses and revenue)
h) decision to move forward or not with the business
I) CONSIDER THE OPPORTUNITY COST OF MONEY (INTEREST RATE) RELATIVE TO THE RETURN FROM THE BUSINESS INVESTMENT)
j) Estimate demand elasticity is setting future price levels for the service and considering any competition in this market.

