
Pricing Guidelines For Interior Design Services 
 

Pricing interior design services competitively means balancing profitability, market positioning, and 
client value perception. Here’s a detailed breakdown of how to do it effectively: 

 

�� 1. Understand Your Market 

Start by researching: 

• Local competitors: What are other designers in your area charging? Look at their websites, Houzz, Yelp, 
or design networks. 

• Service levels: Compare what’s included, such as consultations, design concepts, 3D renderings, 
sourcing, and project management. 

• Target clientele: Are you appealing to luxury clients, mid-range homeowners, or budget-conscious 
customers? 

Tip: Create a simple spreadsheet comparing 5–10 competitors’ rates, project types, and deliverables. 

 

�� 2. Choose a Pricing Model 

Interior designers commonly use one or a mix of the following: 

Pricing Model Description Best For 

Hourly rate Charge per hour (for example, $75 to $250 per hour 
depending on experience and region) 

Smaller projects or 
consultations 

Flat fee Fixed total cost based on project scope Predictable design projects 

Cost-plus (markup) Add a markup (10 to 35 percent) to furnishings, materials, 
and subcontractors Full-service design 

Square footage Charge per square foot ($5 to $20 per sq. ft.) Large residential or 
commercial projects 

Hybrid Combine models (for example, flat design fee plus 
markup) Flexible, balanced approach 

 

��� 3. Calculate Your Costs and Profit 

Determine your true cost of doing business: 

• Overhead (rent, insurance, software, marketing) 

• Labor (your time plus assistants) 

• Taxes and professional fees 

Then decide on a profit margin, usually 20 to 40 percent, to ensure sustainability. 

Example: If your costs total $4,000 per project, charge at least $5,000 to $6,000 to make a healthy profit. 



 

����� 4. Define Clear Service Packages 

Clients appreciate transparent, tiered options. For example: 

• Basic: Concept board and shopping list 

• Standard: Full room design and sourcing 

• Premium: Full design, procurement, and project management 

This helps you differentiate yourself and allows clients to self-select based on their budget. 

 

�� 5. Communicate Value, Not Just Price 

Competitive pricing is not always the lowest price. It is about perceived value. Emphasize: 

• Expertise and credentials 

• Past client results and testimonials 

• Time saved and peace of mind provided 

Many clients will pay more for a seamless experience and a designer they trust. 

 

����� 6. Reassess Regularly 

The market shifts. Review your rates every 6 to 12 months: 

• Are you attracting your ideal clients? 

• Are your profits healthy? 

• Has your skill or demand grown? 

Adjust pricing upward as your portfolio strengthens. 

 


