
HYBRID PRICING
WORKSHEET
Use this worksheet to design a simple, sustainable
pricing structure for your boutique fitness studio.



1. Your Studio Basics

Studio type:
 ☐ Pilates ☐ Yoga ☐ Barre ☐ Spin ☐ Strength ☐ Hybrid

Class capacity (max people per class): _______
Average classes per day: _______
Days open per week: _______

2. Your Non-Negotiables (Be honest)

Answer these before touching prices.
Minimum monthly revenue you need to feel calm (rent + staff +
basics): $________
Maximum classes you want to personally manage per day
(before burnout): ________ classes
Do you want this studio to feel more:

       ☐ Premium & intimate ☐ Accessible & flexible ☐ A mix of both

3. Entry Pricing: Class Packs (Low Commitment)

These are for first-timers, explorers, and flexible schedules.

Single Class Price: $________

5-Class Pack: Price: $________

Validity: ☐ 30 days ☐ 45 days ☐ 60 days

10-Class Pack: Price: $________

Validity: ☐ 60 days ☐ 90 days

🔎 Check:
 Your per-class pack price should be higher than your membership
per-class value.



4. Commitment Pricing: Memberships (Stability Builder)

These are for regulars who want routine and value.

Limited Membership
Classes per month: _______
Monthly price: $________
Per-class value: $________

Unlimited Membership
Monthly price: $________
Fair-use limit (optional): _______ classes/week

🔎 Check:
 Someone attending 2× or more per week should clearly save
money on a membership.

5. Behaviour Check (This is important)

Ask yourself:

Who should start on class packs at my studio?

Who should naturally move into memberships over time?

What behaviour am I rewarding with my pricing?
       ☐ Commitment ☐ Flexibility ☐ Frequency ☐ Community

6. Capacity & Energy Check

Answer YES or NO:

Can unlimited members overcrowd my classes? ☐ Yes ☐ No
Do I have waitlist rules in place? ☐ Yes ☐ No
Can my instructors sustain this schedule long-term? ☐ Yes ☐ No

If you answered NO to any of these, revisit pricing or limits.



7. One-Sentence Pricing Clarity Test

Complete this sentence:

“This pricing works because it allows people to _________ while
helping my studio __________.”

If you can’t finish this clearly, simplify your pricing.

Final Reminder (Read This)

You are not locking yourself into this forever.

Pricing is a starting point, not a life sentence.

The best hybrid pricing model is one that:
Brings people in easily
Rewards commitment naturally
Protects your time, energy, and instructors

You can — and should — revisit this every 3–6 months.


