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1. I ntr o d u cti o n 

 

S u m m a r y at a gl a n c e  

 

•  T hi s G ui d a n c e i s f or a n y o n e w h o a d v e rti s e s, m a r k et s, s ell s or ot h e r wi s e 

pr o m ot e s pr o d u ct s  t o c o n s u m e r s.   

•  C o n s u m er s s h o ul d b e gi v e n t h e i nf or m ati o n t h e y n e e d t o m a k e i nf or m e d 

d e ci si o n s, s h o p ar o u n d a n d c o m p ar e t h e pri c e s of c o m p eti n g pr o d u ct s .  

•  W h e n a tr a d er gi v e s i nf or m ati o n t o c o n s u m er s a b o ut a pr o d u ct a n d it s pri c e , t hi s 

will n or m all y b e a n ‘ i n vit ati o n t o p ur c h a s e’. 

•  Pri c e s m u st n ot b e mi sl e a di n g a n d s h o ul d i n cl u d e a n y f e e s, t a x e s, c h ar g e s or 

ot h er p a y m e nt s t h at t h e c o n s u m er will n e c e s s aril y i n c ur if t h e c o n s u m er 

p ur c h a s e s t h e pr o d u ct . 

•  Dri p p ri ci n g  – t h e pr o hi bit e d pr a cti c e of n ot i n cl u di n g m a n d at or y c h ar g e s i n t h e 

i niti al pri c e s h o w n t o c o n s u m er s b ut i n st e a d i ntr o d u ci n g t h e s e a s a d diti o n al 

c h ar g e s l at er i n t h e p ur c h a s e pr o c e s s.  

•  P a rtiti o n e d  pri ci n g  – t h e pr a cti c e of pr o vi di n g a br e a k d o w n of f e e s a n d c h ar g e s 

wit h o ut al s o pr o vi di n g t h e t ot al pri c e , w hi c h s h o ul d o nl y b e u s e d i n i n vit ati o n s t o 

p ur c h a s e w h er e  t h e t ot al pri c e c a n n ot r e a s o n a bl y b e c al c ul at e d i n a d v a n c e.  

 

W h o i s t hi s G ui d a n c e f or ?  

1. 1  T hi s G ui d a n c e i s f or a n y o n e w h o a d v e rti s e s, m a r k et s, s ell s or ot h e r wi s e 

pr o m ot e s pr o d u ct s  t o c o n s u m e r s at a n y p oi nt i n a p ur c h a s e pr o c e s s, fr o m 

e arl y -st a g e a d v erti si n g t o fi n al p ur c h a s e .  

1. 2  It will al s o b e of u s e t o tr a d e a s s o ci ati o n s a n d  i n d u str y b o di e s, l e g al a d vi s er s, 

e nf or c er s a n d c o n s u m er a d vi s er s .  

W h at i s i n t hi s G ui d a n c e ?  

1. 3  C h a pt e r s 1 t o 4  of t h i s G ui d a n c e e x pl ai n s w h at tr a d er s s h o ul d, a n d s h o ul d 

n ot , d o  w h e n t elli n g c o n s u m er s w h at t h e pri c e of t h eir pr o d u ct i s .  

1. 4  C h a pt e r 5  of t hi s G ui d a n c e pr o vi d e s a d diti o n al i nf or m ati o n a b o ut t h e 

pr e s e nt ati o n of  s p e cifi c c h ar g e s a n d pri ci n g pr a cti c e s : 
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•  D eli v er y c h ar g e s ;  

•  P er -tr a n s a cti o n c h ar g e s ( e g a d mi ni str ati o n a n d b o o ki n g f e e s) ; 

•  P eri o di c p a y m e nt s ; 

•  L o c al c h ar g e s a n d t a x e s (i n cl u di n g s o c all e d ‘t o uri st t a x e s’) ; 

•  C h ar g e s p ai d t o ot h er tr a d er s ; a n d  

•  T ar g et e d  pri c e r e d u cti o n s ( e g i ntr o d u ct or y off er s). 

1. 5  Tr a d er s s h o ul d r ef er t o t h e s e s e cti o n s w h er e r el e v a nt.  

W h y i s t hi s G ui d a n c e  i m p o rt a nt ?  

1. 6  W h e n a tr a d er gi v e s i nf or m ati o n t o c o n s u m er s a b o ut a pr o d u ct a n d it s pri c e , 

t hi s will n or m all y b e a n ‘i n vit ati o n t o p ur c h a s e’. I n vit ati o n s t o p ur c h a s e ar e 

i m p ort a nt b e c a u s e it is vit al t h at s h o p p er s c a n a c c e s s cl e ar a n d ti m el y  pri ci n g 

i nf or m ati o n. K n o wi n g w h at a pr o d u ct will c o st i s f u n d a m e nt al f or t h e m t o m a ke 

g o o d p ur c h a si n g d e ci si o n s li k e w or ki n g o ut w hi c h pr o d u ct i s b e st  f or t h e m, 

a n d w h er e t o b u y it.  

1. 7  W h e n b u si n e s s e s d o n ot  di s pl a y t h eir pri c e s a c c ur at el y or l e a v e o ut e s s e nti al 

pri ci n g i nf or m ati o n t h at p e o pl e n e e d t o k n o w, it c a n m a k e pr o d u ct s a p p e ar 

c h e a p er t h a n t h e y ar e. T h i s c a n u n d er mi n e p e o pl e’ s tr u st w h e n t h e y fi n d o ut 

t h e r e al c o st, a n d pr e v e nt b u si n e s s e s fr o m c o m p eti n g o n a l e v el pl a yi n g fi el d. 

Pri c e tr a n s p ar e n c y t h er ef or e n ot o nl y b e n efit s c o n s u m er s b ut , b y pr o m oti n g 

c o m p etiti o n , it al s o b e n efit s f air-d e ali n g b u si n e s s e s a n d t h e wi d er e c o n o m y.  

1. 8   Th e Di git al M ar k et s, C o m p etiti o n a n d C o n s u m er s A ct 2 0 2 4 ( D M C C A ct) 

u p d at e d  t h e l a w t o pr ot e ct c o n s u m er s fr o m u nf air tr a di n g (t h e U C P 

pr o vi si o n s) ,1  i n cl u di n g str e n gt h e ni n g t h e r ul e s o n pri c e tr a n s p ar e n c y i n t h e 

c o nt e xt of i n vit ati o n s t o p ur c h a s e .2  T hi s G ui d a n c e will h el p b u si n e s s e s c o m pl y 

wit h t h e s e r e q uir e m e nt s. 3   

1. 9  T hi s G ui d a n c e hi g hli g ht s t h e pri n ci pl e s s et o ut i n l e gi sl ati o n a n d ill u str at e s 

h o w t h e l a w m a y a p pl y i n pr a cti c e. T h e e x a m pl e s u s e d i n t hi s G ui d a n c e ar e 

n o n -e x h a u sti v e . Th er e m a y b e ot h er w a y s b u si n e s s e s c a n c o m pl y wit h t h e 

 

 
1  C h a pt er 1 of P art 4 D M C C A ct . 
2  S e cti o n 2 3 0 D M C C A ct . 
3  T hi s G ui d a n c e u s e s ‘u nf air c o m m er ci al pr a cti c e s pr o vi si o n s ’ or ‘ U C P pr o vi si o n s’ a s a s h ort h a n d f or t h e 

pr o vi si o n s c o nt ai n e d i n C h a pt er 1 of P art 4 of t h e D M C C A ct . 
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l e gi sl ati o n. T hi s G ui d a n c e i s n ot i nt e n d e d t o b e a s u b stit ut e f or, or d efi niti v e 

i nt er pr et ati o n of, t h e l a w a n d s h o ul d b e r e a d i n c o nj u n cti o n wit h it.4   

W h at d o e s t h e D M C C A ct r e q uir e?  

1. 1 0  Pri c e s s h o ul d n ot b e mi sl e a di n g a n d, w h e n e v er p o s si bl e, c o n s u m er s s h o ul d 

b e pr e s e nt e d wit h t h e t ot al pri c e of t h e pr o d u ct at t h e o ut s et. 5  Tr a d er s ar e  

pr o hi bit e d fr o m s h o w i n g c o n s u m er s a n i niti al h e a dli n e pri c e f or a pr o d u ct a n d  

t h e n i ntr o d u ci n g a d diti o n al m a n d at or y c h ar g e s a s c o n s u m er s pr o c e e d wit h a 

p ur c h a s e or tr a n s a cti o n . T hi s i s s o m eti m e s c all e d ‘ dri p pri ci n g’ . A tr a d er w hi c h 

p r o vi de s  t h e c o m p o n e nt p art s of a pri c e wit h o ut gi vi n g t h e o v er all t ot al – 

s o m eti m e s c all e d p artiti o n e d pri ci n g – al s o ri s k s mi sl e a di n g c o n s u m er s  a s t o 

t h e tr u e pri c e a n d r e d u c e s t h e p o s si bilit y t o c o m p ar e pri c e s o n a li k e -f or-li k e 

b a si s .6  P artiti o n e d pri ci n g  i s al s o pr o hi bit e d , s a v e i n c ert ai n cir c u m st a n c e s 

di s c u s s e d i n t hi s G ui d a n c e .  

1. 1 1  Tr a d er s m a y al s o n e e d t o i n cl u d e ot h er pri ci n g  i nf or m ati o n i n a n i n vit ati o n t o 

p ur c h a s e, i n cl u di n g i nf or m ati o n t h at i s r e q uir e d b y t h e U C P pr o hi biti o n s o n 

mi sl e a di n g a cti o n s 7  a n d o mi s si o n s 8  (s e e p ar a gr a p h 1. 1 2 b el o w ) or r e q uir e d 

b y ot h er r el e v a nt l e gi sl ati o n.  

1. 1 2  T hi s G ui d a n c e  s u p pl e m e nt s t h e C o m p etiti o n a n d M ar k et s A ut h orit y ’ s ( C M A) 

U nf air c o m m er ci al pr a cti c e s g ui d a n c e (C M A 2 0 7 ) w hi c h pr o vi d e s f urt h er 

g ui d a n c e o n t h e U C P pr o vi si o n s, b ot h i n t h e c o nt e xt of i n vit ati o n s t o p ur c h a s e 

a n d m or e g e n er all y. I n p arti c ul ar:  

•  C h a pt er 2 of C M A 2 0 7 pr o vi d e s m or e g ui d a n c e o n  c or e c o n c e pt s of t h e 

U C P pr o vi si o n s – ‘tr a d er’, ‘ c o m m er ci al pr a cti c e s’, ‘ c o n s u m er’, ‘ a v er a g e 

c o n s u m er’ a n d ‘tr a n s a cti o n al d e ci si o n s’ ; 

•  C h a pt er 4 of C M A 2 0 7 pr o vi d e s g ui d a n c e o n ot h er  (n o n -pri ci n g ) 

i nf or m ati o n t h at t h e U C P pr o vi si o n s r e q uir e tr a d er s t o pr o vi d e i n a n 

i n vit ati o n t o p ur c h a s e; a n d  

 

 
4  T hi s G ui d a n c e m a y b e r e vi s e d fr o m ti m e t o ti m e, i n cl u di n g t o r efl e ct c h a n g e s i n t h e i nt er pr et ati o n of t h e l a w a s a 

r e s ult of e nf or c e m e nt a cti o n t a k e n b y t h e C o m p etiti o n a n d M ar k et s A ut h orit y ( C M A)  or ot h er s.  
5  S e cti o n 2 3 0 ( 2) D M C C A ct . 
6  T ot al p ri c e c o m p ar a bilit y i s e s p e ci all y i m p ort a nt w h er e pri c e s ar e b ei n g dir e ctl y c o m p ar e d, f or e x a m pl e o n a 

pri c e c o m p ari s o n w e b sit e . 
7  S e cti o n 2 2 6  D M C C A ct . 
8  S e cti o n 2 2 7 D M C C A ct . 

https://www.gov.uk/government/publications/unfair-commercial-practices-cma207
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•  C h a pt er s 5 a n d 6 of C M A 2 0 7  pr o vi d e m or e g ui d a n c e o n t h e pr o hi biti o n s 

o n mi sl e a di n g a cti o n s a n d mi sl e a di n g o mi s si o n s r e s p e cti v el y.  

1. 1 3  Ot h er u nl a wf ul pri ci n g pr a cti c e s s u c h a s mi sl e a di n g r ef er e n c e pri ci n g a n d 

b a n n e d  pr a cti c e s s u c h a s b ait a n d s wit c h a d v erti si n g  m u st al s o b e a v oi d e d, 

b ut ar e o ut si d e t h e s c o p e of t hi s G ui d a n c e .  

C o m m o n p ri ci n g t er m s u s e d i n t hi s G ui d a n c e  

T hi s G ui d a n c e  u s e s t h e f oll o wi n g t er m s t o r ef er t o t y p e s of pri c e s 

t h at mi g ht b e pr e s e nt e d t o c o n s u m er s i n a n i n vit ati o n t o p ur c h a s e.  

•  B a s e pri c e –  t h e i niti al pri c e of a pr o d u ct or s er vi c e b ef or e a n y a d diti o n al 

c h ar g e s, f e e s or t a x e s ar e a d d e d. It mi g ht  b e t h e b a s e pri c e f or o n e it e m 

or a c oll e cti o n of it e m s i n a b a s k et.  

•  H e a dli n e pri c e –  t h e m ai n pri c e  m o st pr o mi n e ntl y pr o m ot e d or 

c o m m u ni c at e d t o a c o n s u m er i n a n i n vit ati o n t o p ur c h a s e. I n m o st c a s e s 

t hi s will b e t h e t ot al pri c e b ut , i n s o m e c a s e s, it mi g ht b e t h e b a s e pri c e or 

t h e b a s e pri c e pl u s s o m e a d diti o n al c h ar g e s .  

•  T ot al pri c e –  t h e ‘f ull y i n cl u si v e’ pri c e of t h e pr o d u ct i n cl u di n g a n y f e e s, 

t a x e s, c h ar g e s or ot h er p a y m e nt s t h at t h e c o n s u m er will n e c e s s aril y i n c ur 

if t h e c o n s u m er p ur c h a s e s t h e pr o d u ct. T h e t ot al pri c e of t h e pr o d u ct d o e s 

n ot i n cl u d e a n y o pti o n al a d d -o n s t h e c o n s u m er m a y s el e ct.  

•  Fi n al pri c e –  t h e pri c e t h at an i n di vi d u al  c o n s u m er will a ct u all y p a y f o r t h e 

pr o d u ct , i n cl u di n g a n y o pti o n al a d d -o n s .   
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 2. W h at i s a n i n vit ati o n t o p ur c h a s e ?  

 

S u m m a r y at a gl a n c e  

 

•   Wh e n a tr a d er gi v e s i nf or m ati o n t o c o n s u m er s a b o ut  a pr o d u ct a n d it s pri c e , t hi s 

will n or m all y b e a n ‘i n vit ati o n t o p ur c h a s e’ . 

•  T h e tr a d er m a ki n g a n i n vit ati o n t o p ur c h a s e i s r e s p o n si bl e f or e n s uri n g t h at it 

c o m pli e s wit h t h e r e q uir e m e nt s of t h e U C P pr o vi si o n s . A n y  tr a d er i n w h o s e 

n a m e , or  o n w h o s e b e h alf , t h e i n vit ati o n t o p ur c h a s e i s b ei n g m a d e i s al s o 

r e s p o n si bl e f or e n s uri n g it c o m pli e s wit h t h e U C P pr o vi si o n s. 

•   An i n vit ati o n t o p ur c h a s e d o e s n ot n e e d t o  i n cl u d e a n a ct u al o p p ort u nit y t o 

e n a bl e t h e c o n s u m er  t o p ur c h a s e t h e pr o d u ct  ( e g a T V, r a di o, pri nt or o nli n e 

a d v erti s e m e nt) . 

•  A c o n s u m er m a y b e pr e s e nt e d wit h a n i n vit ati o n t o p ur c h a s e at m ulti pl e p oi nt s 

d uri n g t h e pr o c e s s of d e ci di n g w h et h er t o p ur c h a s e a pr o d u ct .  

 

2. 1  W h e n a tr a d er gi v e s i nf or m ati o n t o c o n s u m er s a b o ut a pr o d u ct a n d it s pri c e, 

t hi s will n or m all y b e a n ‘i n vit ati o n t o p ur c h a s e’.9  At t hi s p oi nt, t h e c o n s u m er 

s h o ul d b e  gi v e n t h e k e y i nf or m ati o n t h e y n e e d t o m a k e a n i nf or m e d 

tr a n s a cti o n al d e ci si o n.1 0  W h e n tr a d er s pr o vi d e c o n s u m er s wit h a n i n vit ati o n t o 

p ur c h a s e,  t h e y m u st e n s ur e t h e y c o m pl y wit h t h e r el e v a nt U C P pr o vi si o n s.  

2. 2   In vit ati o n s t o p ur c h a s e , w h er e t h e pr o d u ct ’s pri c e a n d c h ar a ct eri sti c s ar e 

gi v e n , i n cl u d e:  

 

 
9  T h e U C P pr o vi si o n s d efi n e a n i n vit ati o n t o p ur c h a s e a s  a c o m m er ci al pr a cti c e i n v ol vi n g t h e pr o vi si o n of 

i nf or m ati o n t o a c o n s u m er w hi c h: ( 1) i n di c at e s t h e c h ar a ct eri sti c s of a pr o d u ct a n d it s pri c e a n d ( 2) e n a bl e s, or 

p ur p ort s t o e n a bl e, t h e c o n s u m er t o d e ci d e w h et h er t o p ur c h a s e t h e pr o d u ct or t a k e a n ot h er tr a n s a cti o n al 

d e ci si o n i n r el ati o n t o t h e pr o d u ct.  S e cti o n 2 3 0( 1 0) D M C C A ct.  
1 0  A tr a n s a cti o n al d e ci si o n i s d efi n e d a s a n y d e ci si o n m a d e b y a c o n s u m er r el ati n g t o:  ( 1) t h e p ur c h a s e or s u p pl y 

of a pr o d u ct (i n cl u di n g w h et h er, h o w or o n w h at t er m s t o m a k e t h e p ur c h a s e or s u p pl y) ; (2) t h e r et e nti o n, 

di s p o s al or wit h dr a w al of a pr o d u ct (i n cl u di n g w h et h er, h o w or o n w h at t er m s t o r et ai n or di s p o s e of it) ; or ( 3) t h e 

e x er ci s e of c o ntr a ct u al ri g ht s i n r el ati o n t o a pr o d u ct (i n cl u di n g w h et h er, h o w or o n w h at t er m s t o e x er ci s e s u c h 

ri g ht s). S e cti o n 2 4 5 D M C C A ct. T h er e d o e s n ot n e e d t o b e a n a ct u al tr a n s a cti o n b et w e e n t h e c o n s u m er a n d 

tr a d er f or t h er e t o b e a tr a n s a cti o n al d e ci si o n. S e e  C h a pt er 2, U nf air c o m m er ci al pr a cti c e s g ui d a n c e ( C M A 2 0 7 ). 

 

 

https://www.gov.uk/government/publications/unfair-commercial-practices-cma207
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• a price on a product in a shop; 

• an item listing on a website such as an online store or 
marketplace or a product appearing in a consumer’s online 
‘basket’; 

• a menu (including a physical menu card or a digital menu that can be 
accessed through the scanning of a QR code) in a restaurant; 

• an advertisement of a product on TV, radio or in a social media post; 

• an email or text message promotion;  

• an advertisement in a newspaper displaying a car with a ‘drive away from’ 
price; 

• an online advertisement; 

• a banner that appears within a mobile application advertising an ad-free 
version of the app or in-app purchases. 
 

2.3 An invitation to purchase can exist before the consumer makes an in-principle 
decision to purchase a product11 and before it is possible to make a purchase.  

2.4 An invitation to purchase does not need to include an actual opportunity to 
enable the consumer to purchase the product.12 For example, a poster above 
the seats in a train carriage which advertises a product and its price will still 
be an invitation to purchase, even if the poster does not explain where or how 
to buy the product. 

2.5 An invitation to purchase can exist even where the information indicating the 
price and characteristics of a product is minimal or incomplete. This includes, 
for example, where a trader indicates the lowest price for which the advertised 
product can be bought or where a single visual reference is used to describe 
a product that is available in a variety of forms.13 

2.6 A consumer may be presented with an invitation to purchase at multiple points 
during the process of deciding whether to purchase or take another 
transactional decision about a product. 

 
 
11 See ‘Transactional decision’ section in Chapter 2 of CMA207 (Core concepts). 
12 Paragraph 1375 DMCC Act explanatory notes. 
13 Paragraph 1374 DMCC Act explanatory notes. 
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2. 7  If a n i n vit ati o n t o p ur c h a s e i s dir e ct e d at U K c o n s u m er s, it m u st c o m pl y wit h 

t h e r el e v a nt U C P pr o vi si o n s, e v e n if t h e tr a d er m a ki n g t h e i n vit ati o n t o 

p ur c h a s e i s l o c at e d o ut si d e t h e U K.1 4   

W h e n ar e c o m m er ci al p r a cti c e s n ot i n vit ati o n s t o p ur c h a s e ?   

2. 8   Tr a d ers m a y  h a v e a c h oi c e w h et h er t o i n cl u d e pri ci n g i nf or m ati o n i n t h eir 

a d v erti s e m e nt s a n d m ar k eti n g. A c o m m er ci al pr a cti c e w hi c h d o e s n ot i n cl u d e 

a pri c e i s n ot a n i n vit ati o n t o p ur c h a s e . W h er e a c o m m er ci al pr a cti c e  d o e s n ot 

i n di c at e t h e c h ar a ct eri sti c s of a s p e cifi c pr o d u ct , t hr o u g h t e xt, i m a g e or 

ot h er wi s e, it will n ot b e a n i n vit ati o n t o p ur c h a s e. I n m a n y c a s e s, 

a d v erti s e m e nt s w hi c h pr o m ot e a tr a d er’ s ‘br a n d ’ r at h er t h a n a n y p arti c ul ar 

pr o d u ct ( s) will n ot b e i n vit ati o n s t o p ur c h a s e. 

2. 9  It i s i m p ort a nt t o n ot e t h at if a c o m m er ci al pr a cti c e i s n ot a n i n vit ati o n t o 

p ur c h a s e , a tr a d er m a y still b e r e q uir e d t o pr o vi d e c ert ai n i nf or m ati o n if 

c o n s u m er s n e e d it t o m a k e a n i nf or m e d d e ci si o n. F ail ur e t o d o s o m a y 

c o n stit ut e a mi sl e a di n g o mi s si o n, if it i s li k el y c o n s u m er s w o ul d  t a k e a 

diff er e nt tr a n s a cti o n al d e ci si o n if t h e i nf or m ati o n w er e pr o vi d e d .1 5  

W h o i s r e s p o n si bl e f o r t h e i n vit ati o n t o p u r c h a s e ?  

2. 1 0  T h e tr a d er m a ki n g a n i n vit ati o n t o p ur c h a s e i s r e s p o n si bl e f or e n s uri n g t h at  it 

c o m pli e s wit h t h e r e q uir e m e nt s of t h e U C P pr o vi si o n s . T hi s will b e t h e c a s e 

e v e n if t h e y ar e n ot t h e p er s o n a ct u all y s elli n g t h e pr o d u ct  t o c o n s u m er s. 

E x a m pl e s of t hi s i n cl u d e:  

•   a br a n d o w n er a d v erti si n g a pr o d u ct w hi c h i s s ol d t o c o n s u m er s b y t hir d 

p art y r et ail er s  or t h eir fr a n c hi s e e s; 

•  pri c e c o m p ari s o n w e b sit e s;  

•  t h e o p er at or of a n o nli n e m ar k et pl a c e pr e s e nti n g  i nf or m ati o n a b o ut t h e 

pr o d u ct s li st e d b y ot h er tr a d er s or c o n s u m er s o n t h at  m ar k et pl a c e; or   

•   an i nfl u e n c er pr o m oti n g a  br a n d’ s  pr o d u ct t o t h eir f oll o w er s .  

 

 
1 4  B y w a y of S e cti o n 1 8 4( 3) of D M C C A ct a n d S c h e d ul e  5, p ar a gr a p h 1 7 A  of C o n s u m er Ri g ht s A ct 2 0 1 5 ( a s 

a m e n d e d b y S e cti o n 3 3 9( 1) of t h e D M C C A ct) , t h e C M A i s e m p o w er e d t o e nf or c e t h e U K’ s c o n s u m er pr ot e cti o n 

l a w s a g ai n st a tr a d er b a s e d o ut si d e t h e U K, if t h e tr a d er c arri e s o n b u si n e s s i n t h e U K, or b y a n y m e a n s dir e ct s 

a cti viti e s i n t h e c o ur s e of c arr yi n g o n a b u si n e s s t o c o n s u m er s i n t h e U K.  
1 5 S e e C h a pt er 6 of C M A 2 0 7  ( Mi sl e a di n g o mi s si o n s) . 
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2.11 Additionally, if the product is being marketed on the seller’s behalf or in their 
name, the seller may also be responsible if the invitation to purchase fails to 
comply with the requirements of the UCP provisions. For example, if a trader 
lists a product for sale on an online marketplace, both the trader operating the 
marketplace and the trader selling the product may be held responsible if the 
invitation to purchase fails to comply with the relevant UCP provisions. It is 
therefore important that traders using other businesses to market their 
products ensure that: 

• they have provided those businesses with all the information required by 
the DMCC Act; and  

• those businesses are complying with their obligations under the DMCC 
Act.  

2.12 A trader is not liable for the actions of an independent third party, simply 
because that third party has purchased the trader’s product and is reselling it.  
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3. W h at pri ci n g i nf or m ati o n m u st b e i n cl u d e d i n a n 

i n vit ati o n t o p ur c h a s e ?  

 

S u m m a r y at a gl a n c e  

 

•  Tr a d er s ar e r e s p o n si bl e f or e n s uri n g t h at t h e pri c e s of t h e pr o d u ct s pr e s e nt e d i n 

a n i n vit ati o n t o p ur c h a s e d o n ot mi sl e a d c o n s u m er s, i n p arti c ul ar, t h e pri c e 

pr e s e nt e d s h o ul d b e r e ali sti c, m e a ni n gf ul a n d att ai n a bl e f or t h e pr o d u ct b ei n g 

a d v erti s e d .   

•  T h e t ot al pri c e s h o ul d b e pr e s e nt e d i n t h e i n vit ati o n t o p ur c h a s e i n a cl e ar a n d 

ti m el y w a y t h at t h e c o n s u m er i s li k el y t o s e e a n d m u st  i n cl u d e a n y f e e s, t a x e s, 

c h ar g e s or ot h er p a y m e nt s t h at t h e c o n s u m er will n e c e s s aril y i n c ur if t h e 

c o n s u m er p ur c h a s e s t h e pr o d u ct . 

•   Ma n d at or y c h ar g e s m u st b e i n cl u d e d i n all i n vit ati o n s t o p ur c h a s e, e v e n e arl y -

st a g e a d v erti si n g. If a c o n s u m er i s l at er pr e s e nt e d wit h n e w m a n d at or y  c h ar g e s 

t h at w er e n ot di s cl o s e d at t h e o ut s et , t hi s i s li k el y t o br e a c h t h e U C P pr o vi si o n s.  

 

I s t h e p ri c e  mi sl e a di n g ? 

3. 1   Tr a d er s ar e r e s p o n si bl e f or e n s uri n g t h at t h e pri c e s of t h eir pr o d u ct s 

pr e s e nt e d i n a n i n vit ati o n t o p ur c h a s e d o n ot mi sl e a d  c o n s u m er s .1 6  T h e 

D M C C A ct h a s n ot s u b st a nti v el y c h a n g e d t h e l a w o n mi sl e a di n g pr a cti c e s . 

T h e f oll o wi n g g ui d a n c e i s i nt e n d e d t o s u m m ari s e t h e pri n ci pl e s e st a bli s h e d b y 

t h e l e gi sl ati o n a n d e xi sti n g c a s e l a w a s t h e y a p pl y t o t h e pr e s e nt ati o n of 

pri c e s i n a n i n vit ati o n t o p ur c h a s e.  

3. 2  T h e  pri c e of a pr o d u ct i s li k el y t o b e mi sl e a di n g if it i s n ot a r e ali sti c, 

m e a ni n gf ul a n d att ai n a bl e  pri c e  (t h at i s, it i s n ot a pri c e  at  w hi c h  m o st 

c o n s u m er s w o ul d b e a bl e t o p ur c h a s e t h e pr o d u ct ). T h e pri c e i s al s o li k el y t o 

b e mi sl e a di n g if it i s n ot s et o ut i n a cl e ar a n d ti m el y w a y ,1 7  or if it i s pr e s e nt e d 

i n a mi sl e a di n g w a y.1 8   

 

 
1 6  S e cti o n s 2 2 6 a n d 2 2 7  D M C C A ct . S e e al s o  C h a pt er s 5 a n d 6 of C M A 2 0 7 ( Mi sl e a di n g a cti o n s a n d Mi sl e a di n g 

o mi s si o n s).   
1 7  S e cti o n 2 2 7 ( 4) D M C C A ct.  
1 8  S e cti o n 2 2 6 ( 2) D M C C A ct. 
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3.3 For many products, a price will be realistic, meaningful and attainable if the 
headline price includes all mandatory charges that consumers will need to pay 
to purchase the product.19 Further guidance on what should be considered a 
mandatory charge is set out in the following sections, particularly paragraphs 
4.2 to 4.8 below. Presenting a fully inclusive total price in a clear and timely 
way will normally be enough for traders to comply with the requirements of the 
UCP provisions. However, if the price is presented in a way that would 
mislead consumers for other reasons, it may still be unlawful.  

3.4 In particular, the price must relate to the product that is being advertised.  
For example, if an invitation to purchase presents a particular version of a 
product such as a car or phone model, or advertises the product as having 
certain features, the price should reflect what the consumer would need to 
pay to obtain that version of the product. Additionally, if a trader provides an 
indicative price for a customisable product or a bundle of services (such as a 
set of subscription television channels), that price should reflect the total price 
the consumer would have to pay to purchase all the elements advertised in 
that bundle, regardless of whether the consumer could opt to later remove or 
vary what was included. 

3.5 Indicative and ‘from’ pricing can be a useful tool that can help make complex 
pricing accessible to a consumer. For example, prices for a hotel which may 
differ depending on the type of room or the dates stayed can be presented as 
being ‘from’ the cheapest prices available for a basic room. However, if not 
used appropriately, indicative pricing can increase the risk that consumers are 
misled. For example, if the hotel were advertising a weekend break when 
prices are more expensive, it would be misleading to use a ‘from’ price based 
on staying midweek. The same principle would also apply, for example, if 
advertising a summer (peak season) break using winter (off-season) pricing.  

3.6 If products will not be offered for supply at the advertised price in reasonable 
quantities for a reasonable time, any limitations on availability should be made 
clear.20 If a trader is advertising a travel promotion using a ‘from’ ticket price, 
they should be able to demonstrate that a significant proportion of the tickets 

 
 
19 Sections 230(2)(b) and (4) DMCC Act. 
20 It is a banned practice to make an invitation to purchase products at a specified price where: (a) the trader has 
reasonable grounds for believing that it will not be possible for the trader to offer those products, or equivalent 
products, for supply at that price, in reasonable quantities, for a reasonable period of time (or to procure another 
trader to do so); and (b) the trader does not disclose that fact. Schedule 20, paragraph 5 DMCC Act. Banned 
practices are always unlawful. 
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will b e a v ail a bl e at t h at pri c e. 2 1  A n i n vit ati o n t o p ur c h a s e i s al s o li k el y t o 

br e a c h t h e U C P pr o vi si o n s  if t h e a d v erti s e d pr o d u ct c a n o nl y b e p ur c h a s e d o n 

si g nifi c a ntl y diff er e nt t er m s t o t h o s e pr e s e nt e d i n t h e i n vit ati o n t o p ur c h a s e.   

3. 7  A pri c e i s al s o li k el y t o b e mi sl e a di n g if it i s gi v e n i n r el ati o n t o a pr o d u ct t h at 

p ur p ort s t o m e et t h e c o n s u m er’ s st at e d r e q uir e m e nt s ( o n c e t h e tr a d er k n o w s 

t h e m) b ut i n f a ct d o e s n ot, a n d  t h e c o n s u m er e n d s u p h a vi n g t o p a y m or e f or 

t h e pr o d u ct a ct u all y r e q u e st e d. F or e x a m pl e, w h er e a pr o d u ct i s pr e s e nt e d a s  

b ei n g d eli v er e d t o t h e c o n s u m er, t h e st at e d pri c e s h o ul d i n cl u d e t h e c o st of 

d eli v er y.  

3. 8  E n s uri n g a pri c e i s r e ali sti c, m e a ni n gf ul a n d att ai n a bl e  m a y s o m eti m e s r e q uir e  

tr a d er s t o i n cl u d e o n e or m or e c h ar g e s w hi c h, w hil e  n ot n e c e s s aril y i n c urr e d 

b y  e v er y c u st o m er,  w o ul d b e  u n a v oi d a bl e  f or m o st c o n s u m er s (f or e x a m pl e,  

er e cti n g s c aff ol di n g t o e n a bl e w or k f or  c ert ai n h o m e i m pr o v e m e nt s ). T r a d er s 

s h o ul d i n cl u d e t h e s e c h ar g e s i n t h e t ot al pri c e if it i s r e a s o n a bl y f or e s e e a bl e 

t h at m o st c o n s u m er s will n e e d t o p a y t h e m a n d o mitti n g t h e m fr o m t h e 

a d v erti s e d pri c e w o ul d b e mi sl e a di n g .  

3. 9   It i s i m p ort a nt t h at tr a d er s e n s ur e t h eir i n vit ati o n s t o p ur c h a s e c o m pl y wit h all 

t h eir o bli g ati o n s u n d er t h e U C P pr o vi si o n s ( a n d a n y ot h er r el e v a nt l e gi sl ati o n). 

F urt h er d et ail a b o ut t h e pr o hi biti o n s o n mi sl e a di n g a cti o n s a n d o mi s si o n s c a n 

b e f o u n d i n C M A 2 0 7 .2 2  

E x a m pl e s of r e ali sti c, m e a ni n gf ul a n d att ai n a bl e  pri ci n g  

•   A tr a v el a g e nt a d v erti s es a n i n di c ati v e pri c e f or a cr ui s e 

b a s e d o n p ar a m et er s s u c h a s s p e cifi e d d at e s, c a bi n cl a s s 

a n d n u m b er of p e o pl e tr a v elli n g. T h e t ot al pri c e st at e d i n t h e 

a d v erti s e m e nt i s t h e t ot al pri c e f or t h at p a c k a g e h oli d a y. T h er e i s 

a v ail a bilit y o n t h e a d v erti s e d d at e s, at t h e st at e d pri c e. T hi s pri ci n g i s 

r e ali sti c, m e a ni n gf ul a n d att ai n a bl e. 

•   A n i n di c ati v e q u ot e f or i n st alli n g s ol ar p a n el s o n a c o n s u m er’ s r o of 

i n cl u d e s t h e c o st of s c aff ol di n g ( a n d ot h er u n a v oi d a bl e c h ar g e s). T h e 

tr a d er d o e s n ot k n o w wit h c ert ai nt y if s c aff ol di n g will b e r e q uir e d b ut k n o w s 

t h at it will b e  f or m o st c o n s u m er s. T h er ef or e, o mitti n g it fr o m t h e i niti al 

h e a dli n e pri c e w o ul d b e li k el y t o mi sl e a d  c o n s u m er s . T h e pri c e, i n clu si v e 

 

 
2 1  F urt h er g ui d a n c e o n t h e s e p oi nt s c a n b e f o u n d i n t h e C o m mitt e e of A d v erti si n g Pr a cti c e’ s ( C A P) p u bli s h e d 

g ui d a n c e f or a d v erti s er s. If a pr a cti c e br e a c h e s t h e C A P ’ s g ui d a n c e o n pri c e s , it i s al s o li k el y t o br e a c h t h e U C P 

pr o hi biti o n s.     
2 2  Se e C h a pt er s 5 a n d 6 of C M A 2 0 7 ( Mi sl e a di n g  a cti o n s a n d Mi sl e a di n g  o mi s si o n s) . 

https://www.gov.uk/government/publications/unfair-commercial-practices-cma207
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of s c aff ol di n g , i s r e ali sti c, m e a ni n gf ul a n d att ai n a bl e. If it s u b s e q u e ntl y 

b e c o m e s cl e ar t h at s c aff ol di n g w o ul d n ot b e r e q uir e d , or t h at t h e  

c o n s u m er  will s o ur c e t hi s fr o m a t hir d p art y , t h e tr a d er c a n t h e n u p d at e t h e 

q u ot e a c c or di n gl y.  

E x a m pl e s of pri ci n g t h at i s n ot  r e ali sti c, m e a ni n gf ul or att ai n a bl e   

•  A c o n s u m er s e ar c h e s a f a s hi o n r et ail er’ s w e b sit e f or b a b y cl ot h e s, filt eri n g 

b y si z e 9 -1 2 m o nt h s. T h e r et ail er pr o vi d e s a li st of s e ar c h r e s ult s wit h 

pri c e s. H o w e v er, w h e n t h e c o n s u m er tri e s t o p ur c h a s e t h eir d e sir e d it e m, 

t h e y fi n d t h at t h e st at e d pri c e i s o nl y a v ail a bl e f or si z e 0-6 m o nt h s. T h e y 

h a v e t o p a y m or e t o p ur c h a s e t h e pr o d u ct i n si z e 9 -1 2 m o nt h s. T h e 

ori gi n all y a d v erti s e d pri c e w a s n ot r e ali sti c, m e a ni n gf ul a n d att ai n a bl e , a n d 

i s t h er ef or e li k el y t o b e mi sl e a di n g.  

•  A z o o a d v erti s e s ti c k et s ‘fr o m £ 1 2’. W h e n a c o n s u m er tri e s t o p ur c h a s e 

t h e s e ti c k et s, t h e y fi n d t h at t h e £ 1 2 i s o nl y f or c hil dr e n u n d er t h e a g e of 1 0. 

A d ult ti c k et s ar e £ 2 5. C hil dr e n u n d er t h e a g e of t e n ar e u nli k el y t o g o t o 

t h e z o o o n t h eir o w n s o a d v erti si n g t h at pri c e  wit h o ut m a ki n g cl e ar it i s t h e 

pri c e of  a c hil d’ s ti c k et i s n ot r e ali sti c, m e a ni n gf ul a n d att ai n a bl e a n d 

t h er ef or e li k el y t o b e mi sl e a di n g. 

•  A c ar m a n uf a ct ur er a d v erti s e s a n e w m o d el of c ar a n d gi v e s a ‘fr o m’ pri c e 

f or p ur c h a si n g it. T h e i n vit ati o n t o p ur c h a s e m a k e s a p oi nt of e m p h a si si n g 

t h at t h e c ar h a s a d v a n c e d dri v er a s si st a n c e f e at ur e s. H o w e v er, t h e 

v er si o n of t h e c ar a v ail a bl e at t h e ‘fr o m’ pri c e d o e s n ot i n cl u d e t h e s e 

f e at ur e s a n d c o n s u m er s w o ul d h a v e t o p a y m or e t o o bt ai n t h e m. T h e 

‘fr o m’ pri c e i s t h er ef or e n ot r e ali sti c, m e a ni n gf ul a n d att ai n a bl e b e c a u s e it 

i s n ot r efl e cti v e of w h at t h e c o n s u m er w o ul d h a v e t o p a y t o p ur c h a s e t h e 

v er si o n of t h e pr o d u ct a d v erti s e d i n t h e i n vit ati o n t o p ur c h a s e. T hi s i s li k el y 

t o b e mi sl e a di n g.  

I s t h er e s p e cifi c pri ci n g i nf or m ati o n t h at m u st b e i n cl u d e d ?  

3. 1 0  W h e n a tr a d er gi v e s i nf or m ati o n t o c o n s u m er s a b o ut a pr o d u ct a n d it s pri c e , 

t hi s will n or m all y b e a n ‘i n vit ati o n t o p ur c h a s e’ . I n a d diti o n t o t h e g e n er al 

r e q uir e m e nt t h at pri c e s m u st n ot b e mi sl e a di n g, t h e U C P pr o vi si o n s s et o ut 

t h at c ert ai n pri ci n g i nf or m ati o n i s ‘ m at eri al i nf or m ati o n’ w h er e tr a d er s m a k e 

i n vit ati o n s t o p ur c h a s e. T o c o m pl y wit h t h e l a w, t hi s m at eri al i nf or m ati o n m u st 
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b e i n cl u d e d i n t h e  i n vit ati o n t o p ur c h a s e a s s et o ut b el o w .2 3  T h e s e 

r e q uir e m e nt s ar e c o nt ai n e d i n s e cti o n 2 3 0 of t h e D M C C A ct.  

3. 1 1  I n a n i n vit ati o n t o p ur c h a s e, tr a d er s m u st t ell  c o n s u m er s t h e t ot al pri c e of 

t h e pr o d u ct 2 4  w hi c h i n cl u d e s a n y f e e s, t a x e s, c h a r g e s or ot h e r p a y m e nt s 

(c oll e cti v el y r ef e rr e d t o a s c h ar g e s ) t h at t h e c o n s u m e r will n e c e s s a ril y 

i n c ur if t h e c o n s u m e r p ur c h a s e s t h e pr o d u ct.2 5   

3. 1 2  Alt er n ati v el y, if , b e c a u s e of  t h e n at ur e of t h e pr o d u ct, t h e pri c e ( or a p art of it) 

c a n n ot r e a s o n a bl y b e c al c ul at e d i n a d v a n c e, t h e i n vit ati o n t o p ur c h a s e 

m u st i n cl u d e i nf or m ati o n t h at e n a bl e s t h e c o n s u m e r t o c al c ul at e t h e 

n o n -c al c ul a bl e ( p a rt s of t h e) pri c e .2 6  T hi s will m o st c o m m o nl y a p pl y w h e n 

t h e n at ur e of t h e pr o d u ct m e a n s t h at t h e t ot al pri c e will d e p e n d o n a 

c o n s u m er’ s r e q uir e m e nt s . T h e  i nf or m ati o n m u st b e pr o vi d e d wit h a s m u c h 

pr o mi n e n c e a s t h e p art of t h e t ot al pri c e t h at i s c al c ul a bl e i n a d v a n c e  a n d 

gi v e n i n t h e i n vit ati o n t o p ur c h a s e. 2 7   

3. 1 3   T he t ot al pri c e, or w h er e a p pli c a bl e  t h e i nf or m ati o n a b o ut h o w t o c al c ul at e it , 

m u st b e pr o vi d e d t o t h e c o n s u m er i n a cl e ar a n d ti m el y w a y , a n d i n s u c h a 

w a y t h at t h e c o n s u m er i s li k el y t o s e e it. If it i s n ot, t h e i nf or m ati o n m a y b e 

d e e m e d t o h a v e b e e n o mitt e d fr o m t h e i n vit ati o n t o p ur c h a s e. 2 8    

3. 1 4  T h e di a gr a m b el o w s h o w s w h at pri ci n g i nf or m ati o n m u st b e i n cl u d e d i n t h e 

pri c e st at e d i n t h e i n vit ati o n t o p ur c h a s e  (t h e t ot al pri c e).  

 

 

 

 

 

 

 

 

 

 

 
 

 

 
2 3  Ot h er i nf or m ati o n t h at m u st b e i n cl u d e d i n a n i n vit ati o n t o p ur c h a s e i s d e s cri b e d i n p ar a gr a p h s 4. 1 3  t o 4. 1 7 of 

C M A 2 0 7.  
2 4  S e cti o n 2 3 0( 2)( b) D M C C A ct.  
2 5  S e cti o n 2 3 0( 4) D M C C A ct.  
2 6  S e cti o n 2 3 0( 5)( a) D M C C A ct.  
2 7  S e cti o n 2 3 0( 5)( b) D M C C A ct.  
2 8  S e cti o n 2 3 0( 9 ) D M C C A ct. 
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Fi g u r e 1 : Pri ci n g i nf o r m ati o n t h at m u st b e i n cl u d e d i n t h e p ri c e st at e d i n t h e i n vit ati o n t o 

p u r c h a s e (t h e t ot al p ri c e).  

 

3. 1 5  A c o n s u m er m a y b e pr e s e nt e d wit h a n i n vit ati o n t o p ur c h a s e at m ulti pl e p oi nt s 

d uri n g t h e pr o c e s s of d e ci di n g w h et h er t o p ur c h a s e or t a k e a n ot h er 

tr a n s a cti o n al d e ci si o n a b o ut a pr o d u ct. E a c h c o m m e r ci al pr a cti c e t h at i s a n 

i n vit ati o n t o p ur c h a s e, e v e n if t a ki n g pl a c e e a rl y i n t h e c o n s u m e r 

j o ur n e y, m u st  b e l a wf ul .  

3. 1 6  C h a pt er s 4 a n d 5 of t hi s G ui d a n c e  e x pl ai n t h e c or e pri n ci pl e s tr a d er s s h o ul d 

f oll o w w h e n c al c ul ati n g a n d pr e s e nti n g t h e t ot al pri c e of t h eir pr o d u ct s i n a n 

i n vit ati o n t o p ur c h a s e. T h e s e c h a pt er s  al s o d e al wit h  c o m m o n i s s u e s t h at m a y 

ari s e w h e n d oi n g s o.  

W h at s h o ul d I a v oi d ?  

Dri p p ri ci n g 

3. 1 7  T h e pr a cti c e of s h o wi n g c o n s u m e r s a n i niti al h e a dli n e pri c e f or a 

pr o d u ct a n d s u b s e q u e ntl y i ntr o d u ci n g a d diti o n al m a n d at or y c h a r g e s a s 

c o n s u m e r s pr o c e e d wit h a p ur c h a s e or tr a n s a cti o n – s o m eti m e s c all e d 

‘ dri p pri ci n g’ – i s pr o hi bit e d u n d e r t h e U C P pr o vi si o ns.  
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3. 1 8  A n i n vit ati o n t o p ur c h a s e  – n a m el y w h e n  a tr a d er gi v e s i nf or m ati o n t o 

c o n s u m er s a b o ut a pr o d u ct a n d it s pri c e – m u st pr o vi d e t h e r e q uir e d 

pri ci n g  i nf or m ati o n cl e a rl y , i n a ti m el y w a y a n d i n a w a y t h at t h e 

c o n s u m e r i s li k el y t o s e e it. 2 9   

3. 1 9   Thi s pr o vi si o n  m a k e s s ur e  t h at c o n s u m er s k n o w u p fr o nt w h at t h e y will e n d u p 

p a yi n g  a n d  t h at t h e y ha v e a c c ur at e a n d ti m el y pri ci n g i nf or m ati o n . It al s o 

e n s ur e s  t h at c o n s u m er s  ar e  n ot f a c e d wit h u n e x p e ct e d m a n d at or y c h ar g e s 

o nl y l at er i n a p ur c h a si n g j o ur n e y.  T hi s i s i m p ort a nt, b e c a u s e  b u si n e s s e s 

u s u all y c o m p et e f or c u st o m er s  o n h e a dli n e pri c e s .  

3. 2 0  W h er e a n y p art of t h e pri c e c a n n ot r e a s o n a bl y b e c al c ul at e d i n a d v a n c e, 

t h er e ar e s p e cifi c r ul e s ar o u n d pr o mi n e n c e. T h e s e r ul e s m e a n t h at t h e 

i nf or m ati o n e n a bli n g t h e c o n s u m er t o c al c ul at e t h e t ot al pri c e m u st b e gi v e n 

wit h a s m u c h pr o mi n e n c e a s t h e h e a dli n e pri c e. 3 0   

E x a m pl e s of pr o hi bit e d dri p pri ci n g pr a cti c e s  

•  A h ot el pr o vi d e s a pri c e of £ 1 0 0 p er r o o m, p er ni g ht, o n t h eir 

w e b sit e. T h e c o n s u m er i n p ut s t h e d at e s of t h eir t w o -ni g ht 

w e e k e n d st a y i nt o t h e h ot el’ s w e b sit e a n d i s pr o vi d e d wit h a t ot al 

pri c e of £ 2 0 0 f or t h e e ntir et y of t h eir st a y. T h e c o n s u m er n a vi g at e s t hr o u g h 

s e v er al w e b p a g e s of o pti o n al e xtr a s, s u c h a s u p gr a di n g t h e r o o m t o o n e of a 

bi g g er si z e a n d a d di n g a b u n c h of fl o w er s t o t h e r o o m. T h e c o n s u m er d o e s 

n ot c h o o s e t o a d d a n y a d diti o n al e xtr a s t o t h eir st a y. Aft er  t h e c o n s u m er 

c o m pl et e s t h eir c h oi c e s , t h ey ar e  i nf or m e d of a ‘w e e k e n d s ur c h ar g e ’ of £ 2 5 

p er ni g ht. T h e t ot al pri c e of t h e st a y i s a ct u all y  £ 2 5 0 , w hi c h i s hi g h er t h a n t h e 

ori gi n al  pri c e t h e y w er e gi v e n. 

•  A c o m p a n y off er s a n o nli n e l e ar ni n g c o ur s e i n a s p e cifi c s u bj e ct ar e a f or 

£ 1 0 0. W h e n t h e c o n s u m er pr e p ar e s t o p a y t h e £ 1 0 0 t ot al, t h e y ar e i nf or m e d 

of a n a d diti o n al m a n d at or y £ 4 0 ‘ e nr ol m e nt f e e’ t o a c c e s s t h e c o ur s e c o nt e nt. 

T h e c o n s u m er s h o ul d h a v e b e e n pr e s e nt e d wit h  t h e t ot al pri c e of t h e c o ur s e 

w hi c h i s £ 1 4 0 at t h e o ut s et.   

•  A h air dr e s s er di s pl a y s a pri ci n g li st, wit hi n a h air dr e s si n g s al o n, w hi c h li st s 

t h e c o st of s e v er al diff er e nt s er vi c e s. A c o n s u m er c h o o s e s a h air c ut w hi c h i s 

s h o w n a s £ 5 0 o n t h e pri ci n g li st. W h e n t h e c o n s u m er p a y s f or t h e h air c ut, 

t h e y ar e c h ar g e d a n a d diti o n al £ 2 5, ‘l o n g h air ’ f e e. T h e t ot al pri c e of t h e 

 

 
2 9  S e cti o n 2 3 0( 9) D M C C A ct.  
3 0  S e cti o n 2 3 0( 5) D M C C A ct . 
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h air c ut i s t h er ef or e £ 7 5. T h e hi g h er pri c e  w a s n ot pr e s e nt e d t o t h e c o n s u m er 

u ntil t h e v er y l a st st a g e s of t h e p ur c h a s e . 

•  A c ar hir e c o m p a n y w e b sit e di s pl a y s t h e c o st of hiri n g a c ar a s £ 6 0 f or  

2 4 h o ur s. T h e c o n s u m er p a y s t h e £ 6 0 t ot al c o st o nli n e t o hir e t h e c ar. W h e n 

t h e c o n s u m er g o e s t o pi c k u p t h e c ar, t h e c o n s u m er i s t ol d t h er e i s a n 

a d diti o n al m a n d at or y ‘pi c k -u p f e e ’ of £ 4 0. T h e c o n s u m er  w a s i niti all y gi v e n  a 

h e a dli n e  pri c e f or t h e c ar hir e of  £ 6 0  w hil e t h e t ot al pri c e t o hir e t h e c ar i s 

a ct u all y  £ 1 0 0.  Th e ‘ pi c k -u p’ f e e i s m a n d at or y  b e c a u s e a c u st o m er c a n n ot u s e 

a hir e c ar wit h o ut pi c ki n g it u p  s o  t h e w e b sit e s h o ul d h a v e di s pl a y e d t h e c o st 

of hiri n g t h e c ar a s £ 1 0 0 r at h er t h a n £ 6 0.  Alt h o u g h t h e ‘ pi c k-u p  f e e’ w a s 

i n cl u d e d i n t h e s m all pri nt t er m s a n d c o n diti o n s, it w a s n ot i n cl u d e d i n t h e 

h e a dli n e  pri c e.  

P a rtiti o n e d pri ci n g  

3. 2 1  T h e n e w pr o vi si o n s i n t h e D M C C  A ct m e a n t h at  p a rtiti o n e d  pri ci n g – t h e 

pr a cti c e of p r o vi di n g t h e c o m p o n e nt p a rt s of a pri c e wit h o ut gi vi n g t h e 

o v e r all t ot al –  will g e n er all y b e pr o hi bit e d si n c e it i s n ot c o n si st e nt wit h 

pr o vi di n g  t h e ‘t ot al pri c e’ of t h e pr o d u ct .  

3. 2 2  F or e x a m pl e, w h er e t h e t ot al pri c e i s m a d e u p of s e v er al c o m p o n e nt s, w hi c h 

ar e al s o e a c h li st e d, t h e c o st of t h o s e c o m p o n e nt s m u st b e a d d e d t o g et h er f or 

t h e c o n s u m er i nt o a t ot al pri c e a n d it m u st b e s h o w n t o t h e m i n t h e i n vit ati o n 

t o p ur c h a s e i n a cl e ar  a n d ti m el y w a y.3 1  It i s n ot e n o u g h t o pr e s e nt t h e 

i n di vi d u al pri c e c o m p o n e nt s a n d e x p e ct t h e c o n s u m er t o c al c ul at e t h e t ot al 

pri c e.  

3. 2 3  W h er e , o wi n g t o t h e n at ur e of t h e pr o d u ct,  s o m e, b ut n ot all, of t h e pri c e i s 

c al c ul a bl e , t h e tr a d er s h o ul d pr o vi d e a h e a dli n e pri c e i n cl u si v e of all t h e 

c al c ul a bl e el e m e nt s. A n y r e m ai ni n g c h ar g e s s h o ul d b e s et o ut wit h t h e s a m e 

pr o mi n e n c e  a s t h e h e a dli n e pri c e .3 2  F urt h er d et ail o n w h e n t hi s e x c e pti o n m a y 

a p pl y c a n b e f o u n d at p ar a gr a p h s 4. 9  t o 4. 1 9 . 

E x a m pl e s of pr o hi bit e d p a rtiti o n e d  pri ci n g  

•  A t h e atr e a d v erti s e s  ti c k et s f or a s h o w i n a n o nli n e 

a d v erti s e m e nt . T h e pri c e of a ti c k et i s £ 5 0. T h er e i s a m a n d at or y 

b o o ki n g f e e of £ 1 p er ti c k et. T h e h e a dli n e pri c e f or e a c h ti c k et i s s h o w n a s 

 

 
3 1  S e cti o n 2 3 0( 9) D M C C A ct.  
3 2  S e cti o n s 2 3 0( 2) ( c) a n d  2 3 0 (5)( b)  D M C C A ct .  
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‘£ 5 0 *’. F urt h er d o w n t h e p a g e t h er e i s t e xt e x pl ai ni n g t h at t h er e i s a 

m a n d at or y  £ 1 b o o ki n g  f e e p er ti c k et . T h e £ 1 f e e s h o ul d b e i n cl u d e d i n t h e 

h e a dli n e pri c e of e a c h ti c k et s o t h at t h e c o st of e a c h ti c k et i s £ 5 1. T h e tr a d er 

c a n st at e t h at t h e pri c e i n cl u d e s a £ 1 b o o ki n g f e e p er ti c k et.  

•  A n o nli n e h ot el b o o ki n g sit e li st s a h ot el wit h t h e pri c e of £ 1 0 0 p er ni g ht. 

T h er e i s a m a n d at or y r e s ort f e e of £ 2 0 p er p er s o n , p er ni g ht ( o n t o p of t h e 

r o o m pri c e) a n d a o n e -off cl e a ni n g f e e of £ 1 0 0 p er st a y. T h e w e b sit e 

a d v erti s e s a h e a dli n e  pri c e of  £5 0 0 f or a fi v e-ni g ht st a y b a s e d o n t w o  p e o pl e 

s h ari n g . B el o w t h at i s r ef er e n c e t o t h e a d diti o n al £ 2 0  p er p er s o n , p er ni g ht 

r e s ort f e e a n d £ 1 0 0 cl e a ni n g f e e t h at t h e c o n s u m er w o ul d al s o h a v e t o p a y. 

T h e r e s ort a n d cl e a ni n g f e e s w o ul d b e c al c ul a bl e b a s e d o n t h e a d v erti s e d 

a s s u m pti o n of 2 p e o pl e st a yi n g f or fi v e ni g ht s s o t h e t ot al pri c e s h o ul d b e 

gi v e n a s £ 8 0 0  (£ 5 0 0 f or t h e r o o m, £ 2 0 0 f or t h e r e s ort f e e a n d £ 1 0 0 f or t h e 

cl e a ni n g  f e e). T h e tr a d er c a n st at e t h at t h e pri c e i n cl u d e s t h e r e s ort a n d 

cl e a ni n g f e e s.  

•  A l u g g a g e st or a g e pr o vi d er a d v erti s e s a £ 5 p er -b a g, p er -d a y pri c e t o st or e a 

s uit c a s e i n o n e of a r a n g e of s e c ur e l o c ati o n s a cr o s s t h e U K. B el o w t hi s 

h e a dli n e pri c e i s a st at e m e nt t h at all b a g s will i n c ur a m a n d at or y £ 2 p er -d a y 

‘s er vi c e c h ar g e ’. T h e £ 2 p er -d a y ‘ s er vi c e c h ar g e ’ s h o ul d b e i n cl u d e d i n t h e 

h e a dli n e pri c e  s o t h at t h e c o st p er -b a g, p er -d a y i s £ 7. T h e tr a d er c a n st at e 

t h at t h e pri c e i n cl u d e s a £ 2 p er-d a y s er vi c e c h ar g e .     

•   An o nli n e r et ail er s ell s b e dr o o m f ur nit ur e . T h e y c h ar g e a n a d diti o n al, 

m a n d at or y £ 5 f or p a c k a gi n g  p er it e m . A c o n s u m er l o o k s at a b e d si d e t a bl e. 

T h e pri c e p er it e m i s s h o w n a s: £ 1 5 0  pl u s  £ 5 f or p a c k a gi n g.  Si n c e t h e £ 5 

p a c k a gi n g i s a m a n d at or y c h ar g e f or e a c h it e m, it s h o ul d b e i n cl u d e d i n t h e 

h e a dli n e pri c e of e a c h it e m s o t h at t h e c o st of e a c h b e d si d e t a bl e  i s £1 5 5 .  

T h e tr a d er c a n st at e t h at t h e pri c e  i n cl u d e s a £5 p a c k a gi n g f e e .   

D o e s t hi s aff e ct h o w I t a k e p a y m e nt ?  

3. 2 4  N o , t hi s d o e s n ot aff e ct h o w a tr a d er t a k e s p a y m e nt. Th e pri c e tr a n s p ar e n c y 

r e q uir e m e nt s i n t h e U C P pr o vi si o n s ar e a b o ut h o w a pr o d u ct i s m ar k et e d t o 

c o n s u m er s . T h e U C P pr o vi si o n s r e q uir e t h e t ot al pri c e t o b e gi v e n b ut t h e y d o 

n ot r e g ul at e h o w or w h e n p a y m e nt i s t a k e n. F or e x a m pl e, t h e r e q uir e m e nt t o 

pr o vi d e t h e t ot al pri c e d o e s n ot pr e v e nt:  

•  a tr a d er t a ki n g p a y m e nt f or t h at pr o d u ct  i n i n st al m e nt s;  

•  t h e c o n s u m er p a yi n g p art of t h e pri c e t o a diff er e nt tr a d er ( e g a br o k er or 

ot h er i nt er m e di ar y) ; or 
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• a pro-rata price being charged (eg for the use of a service such as gym 
membership for a shorter period than envisaged in the advert).  

3.25 In some cases, traders may present consumers with different payment 
options for the same product (eg the choice to pay monthly or pay annually for 
a 12-month subscription, or to pay for a product in instalments rather than up 
front). If one of these options is more expensive than the other (eg the one-off 
payment incorporates a discount for paying up front), the trader may risk 
misleading the consumer if they do not make this clear. The trader might 
make this clear, for example, by providing an easy means of comparing the 
cost of the different options (eg informing the consumer of the total price of 
each option), or by informing consumers of the difference in the cost of 
different payment options (eg ‘save £X’).33  

3.26 The requirement to provide the total price does not prevent a trader from 
offering consumers subsequent discounts so that the final price ends up being 
less than the originally advertised total price. For example, this would include 
offering: 

• discounts in a sale; 

• promotional discount codes (whether tied to the specific product or a 
traders’ products in general); 

• prices by independent retailers or a trader’s franchisees (as applicable) 
that are lower than the advertised total price;  

• discounts that are negotiated with individual consumers. 

 
 
33 Some products may be subject to more specific transparency requirements (eg under provisions of Part 4 
Chapter 2 of the DMCC Act on subscription contracts once they come into force). 
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4.  T ot al pri c e: c or e pri n ci pl e s  

 

 

S u m m a r y at a gl a n c e  

 

•  T h e t ot al pri c e of a pr o d u ct s h o ul d i n cl u d e  a n y f e e s, t a x e s, c h ar g e s or ot h er 

p a y m e nt s t h at t h e c o n s u m er will n e c e s s aril y i n c ur if t h e c o n s u m er p ur c h a s e s t h e 

pr o d u ct . 

•  If, o wi n g t o t h e n at ur e of t h e pr o d u ct, t h e w h ol e or p art of t h e t ot al c o st c a n n ot 

r e a s o n a bl y b e  c al c ul at e d  i n a d v a n c e, c o n s u m er s m u st b e gi v e n t h e i nf or m ati o n 

t h ey n e e d  t o c al c ul at e t h e t ot al pri c e t h e m s el v e s (f or e x a m pl e, pri c e of f a bri c p er 

m etr e).  

•  T h e i nf or m ati o n a b o ut h o w t o c al c ul at e t h e t ot al pri c e  m u st b e s et o ut wit h ‘ a s 

m u c h pr o mi n e n c e a s’ t h e p art of t h e t ot al pri c e t h at i s c al c ul a bl e i n a d v a n c e . 

•  I n m o st  c a s e s, tr a d er s w o ul d b e e x p e ct e d  t o pr o vi d e m at eri al pri ci n g i nf or m ati o n 

i n a f ull a n d ti m el y m a n n er r e g ar dl e s s of t h e m e a n s of c o m m u ni c ati o n u s e d. 

 

4. 1  S e cti o n 2 3 0 of t h e D M C C A ct  r e q uir e s t h at m a n d at or y c h ar g e s s h o ul d al w a y s 

b e pr o vi d e d  i n a n i n vit ati o n t o p ur c h a s e a n d, w h er e v er r e a s o n a bl y c al c ul a bl e, 

i n cl u d e d i n t h e t ot al pri ce . T hi s s e cti o n e x pl ai n s t h e c or e pri n ci pl e s tr a d er s 

s h o ul d f oll o w w h e n c al c ul ati n g a n d pr e s e nti n g t h e t ot al pri c e of t h eir pr o d u ct s. 

It al s o e x pl ai n s w h at tr a d er s m u st d o if t h e t ot al pri c e i s n ot r e a s o n a bl y 

c al c ul a bl e.  

W h e n ar e c h ar g e s m a n d at or y v er s u s o pti o n al ?  

4. 2  If t h e c o n s u m er c a n n ot p ur c h a s e t h e a d v erti s e d pr o d u ct wit h o ut t h e p a y m e nt 

of a c h ar g e ( i e a n y f e e, t a x, c h ar g e or ot h er p a y m e nt ), t h e n t h at c h ar g e i s 

m a n d at or y. M a n d at or y c h ar g e s s h o ul d b e i n cl u d e d i n t h e t ot al pri c e  f or t h e 

pr o d u ct . T h e t ot al pri c e gi v e n i n a n i n vit ati o n t o p ur c h a s e s h o ul d r el at e t o t h e 

s p e cifi c pr o d u ct b ei n g a d v erti s e d  ( e g a w e e k e n d’ s st a y at a h ot el) .  

4. 3  I n s o m e c a s e s, a tr a d er m a y wi s h t o off er a n o pti o n al s er vi c e i n a d diti o n t o t h e 

pr o d u ct t h e y ar e s elli n g. T hi s c a n b e pr e s e nt e d s e p ar at el y a n d d o e s n ot h a v e 

t o b e i n cl u d e d i n t h e h e a dli n e pri c e if it i s g e n ui n el y o pti o n al. H o w e v er, m er el y 

pr e s e nti n g a c h ar g e s e p ar at el y t o t h e h e a dli n e pri c e or d e s cri bi n g it a s a n 
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extra service does not make it optional. If the consumer will have to pay the 
additional charge in order to purchase or receive the advertised product, it is a 
mandatory charge. It is still a mandatory charge even if the consumer could 
theoretically avoid it by purchasing or signing up for an additional product, or 
paying an additional membership fee.34 

4.4 Mandatory charges include: 

• purchase taxes (eg VAT); 

• administration fees, however described, such as booking or processing 
fees, quality assurance charges, platform charges; 

• fees relating to additional services that cannot be avoided (eg routine 
cleaning fees, venue restoration fees, mandatory cover or service charges 
at a restaurant); 

• delivery charges where consumers cannot arrange for their own collection 
or delivery of the product being advertised (eg where a consumer is 
selecting food items for delivery from a food delivery app); 

• local taxes, resort fees and other unavoidable charges that become 
payable on arrival or departure at hotels, ports or airports;35 

• pick-up or ‘pay on arrival’ fees or mandatory insurance cover required for 
renting a car; and 

• joining fees that new members pay on top of their first regular payment 
when joining gyms or getting other subscriptions. 

4.5 The total price should also include any other mandatory charges resulting 
from the trader’s input costs. These should not be presented to consumers 
separately. For example, if a trader contracts with a third-party provider to 
supply a service to a consumer, the trader may want to charge the consumer 
an additional fee to cover that cost. Consumers have no control over such 
expenses. They cannot compare and select the third-party provider or 
products they use and have no way of opting out of them. The trader will 
therefore need to ensure that any such charges are included in their 

 
 
34 This does not prevent a trader who operates a membership scheme from advertising membership discounts to 
the existing members of that scheme but such discounts should not be used when advertising the price of a 
product to non-members. See also paragraph 5.50.  
35 Deposits or pre-authorisations on a consumer’s payment card, such as those that are sometimes taken when 
checking into a hotel, which will be automatically refunded if not called upon would not be ‘mandatory charges’ for 
these purposes and do not need to be included in total price.  
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a d v erti s e d h e a dli n e pri c e. If a tr a d er w a nt s t o pr e s e nt t h e t ot al pri c e, t o g et h er 

wit h a br e a k d o w n of h o w t h at pri c e i s m a d e u p, t h e n t h at i s p er mi s si bl e.  

4. 6  S o m e pr o d u ct s m a y b e s u bj e ct t o s p e cifi c l e gi sl ati o n t h at r e q uir e s t h e 

i n cl u si o n of s p e cifi c c h ar g e s i n t h e t ot al pri c e pr e s e nt e d i n t h e i n vit ati o n t o 

p ur c h a s e , e v e n if t h e s e m a y ot h er wi s e b e c o n si d er e d o pti o n al. If s o, t h e s e 

c h ar g e s m u st al s o b e i n cl u d e d i n t h e t ot al pri c e w h e n a d v erti si n g t h at pr o d u ct. 

F or e x a m pl e, t h e C o n s u m er Ri g ht s ( P a y m e nt S ur c h ar g e s) R e g ul ati o n s 2 0 1 2 

pr e v e nt  m er c h a nt s fr o m c h ar gi n g a f e e i n a d diti o n t o t h e a d v erti s e d pri c e of a 

tr a n s a cti o n o n t h e b a si s of a c o n s u m er’ s c h oi c e of p a y m e nt i n str u m e nt  

( e g cr e dit c ar d). 

4. 7  Tr a d er s w h o s u p pl y pr o d u ct s t o b ot h c o n s u m er s a n d ot h er tr a d er s m a y m a k e  

V A T -e x cl u si v e pri c e li st s a v ail a bl e t o tr a d e c u st o m er s , b ut t h e y m u st e n s ur e 

t h at a n y pri c e s off er e d or dir e ct e d t o c o n s u m er s i n cl u d e V A T ( w h er e 

a p pli c a bl e) . W h et h er a pri c e i s dir e ct e d at a c o n s u m er will d e p e n d o n t h e 

cir c u m st a n c e of t h e off er . If a tr a d er w h o s ell s t o t h e p u bli c  i s a d v erti si n g 

g e n er all y or a tr a d er i s q u oti n g t o s o m e o n e w h o t h e y k n o w i s a c o n s u m er , 

t h e y m u st al w a y s  i n cl u d e V A T i n t h e t ot al pri c e. 

4. 8  T a x e s s u c h a s v e hi cl e  t a x, T V li c e n c e s a n d c o u n cil t a x d o n ot f or m p art of t h e 

pri c e of a pr o d u ct a n d d o n ot n e e d t o b e i n cl u d e d i n t h e t ot al pri c e. T h e s e 

t a x e s r el at e t o t h e o n g oi n g o w n er s hi p of a pr o d u ct a n d c a n b e di sti n g ui s h e d 

fr o m t a x e s s u c h a s V A T w hi c h d o r el at e t o t h e p ur c h a s e of a pr o d u ct a n d 

m u st b e i n cl u d e d i n t h e t ot al pri c e. 3 6  

E x a m pl e s of l a wf ull y pr o vi d e d m a n d at or y c h a r g e s  

•  A h ot el pr o vi d e s t h e pri c e of a r o o m f or a t hr e e -ni g ht st a y a s 

£ 2 5 0. T hi s pri c e i n cl u d e s t h e c o st of t h e r o o m b ei n g cl e a n e d, 

a s w ell a s t h e u s e of Wi -Fi a n d a s af e wit hi n t h e r o o m. A s t h e r o o m cl e a ni n g, 

u s e of Wi -Fi a n d s af e ar e n ot off er e d a s o pti o n al e xtr a s b y t h e tr a d er , t h e y 

ar e i n cl u d e d wit hi n t h e t ot al pri c e di s pl a y e d f or t h e r o o m a n d t h e c o st of £ 2 5 0 

i s a f ull y i n cl u si v e pri c e. 

•  T h e t ot al pri c e of a s e c o n d -h a n d c ar i s pr o vi d e d a s £ 2 ,0 0 0. T hi s t ot al pri c e 

i n cl u d e s a n a d mi ni str ati o n f e e a n d t h e c o st of v al eti n g t h e c ar. A s t h e 

a d mi n i str ati o n f e e a n d c ar v al eti n g ar e n ot off er e d a s o pti o n al  e xtr a s b y t h e 

 

 
3 6  P ar a gr a p h 4. 8  i s s u bj e ct t o a n y s p e cifi c r e g ul at or y r e q uir e m e nt s w hi c h r e q uir e t h at s p e cifi c t a x e s or ot h er 

c h ar g e s r el ati n g t o o w n er s hi p b e  i n cl u d e d i n t h e pri c e of a pr o d u ct. F or e x a m pl e, t h er e i s a l e g al r e q uir e m e nt f or 

t h e fir st y e ar of G o v er n m e nt V e hi cl e E x ci s e D ut y ( v e hi cl e t a x) t o b e i n cl u d e d i n t h e pri c e of a n e w c ar . A s it i s a 

l e g al r e q uir e m e nt t hi s t a x w o ul d b e a m a n d at or y c h ar g e i n t hi s c o nt e xt a n d will  f or m p art of t h e t ot al pri c e of t h e 

n e w c ar .  
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tr a d er, t h e y ar e i n cl u d e d wit hi n t h e t ot al pri c e di s pl a y e d f or t h e c ar a n d t h e 

c o st of £ 2 ,0 0 0 i s a f ull y i n cl u si v e pri c e.  

•  A bi k e r et ail er pr o vi d e s t h e c o st of a s e c o n d -h a n d bi k e a s £ 1 0 0. T hi s t ot al 

pri c e i n cl u d e s f ull s er vi ci n g of t h e bi k e. A s t h e f ull s er vi c e i s n ot off er e d a s 

o pti o n al  b y t h e tr a d er , it i s i n cl u d e d wit hi n t h e t ot al pri c e di s pl a y e d f or t h e 

bi k e. T h e £ 1 0 0 i s t h er ef or e a f ull y i n cl u si v e pri c e.  

•  A c af é c h ar g e s £ 3. 7 0 f or c off e e i n cl u di n g 2 0 p f or u s e of a di s p o s a bl e c off e e 

c u p, if t h e c u st o m er h a s n ot br o u g ht t h eir o w n r e u s a bl e c u p. T h e t ot al pri c e 

li st e d o n t h e m e n u i s £ 3. 7 0 a s t hi s i s w h at t h e c u st o m er will h a v e t o p a y i n 

or d er t o r e c ei v e t h e c off e e, w hi c h r e ali sti c all y c a n n ot b e p ur c h a s e d wit h o ut a 

c u p . T h e pri c e li st st at e s t h at c u st o m er s w h o bri n g r e u s a bl e c u p s will r e c ei v e 

a 2 0 p di s c o u nt.   

E x a m pl e s of l a wf ull y pr o vi d e d o pti o n al c h a r g e s  

•  A h ot el di s pl a y s t h e pri c e of a ‘r o o m o nl y’  f or o n e ni g ht a s £ 8 0. T hi s pri c e 

d o e s n ot i n cl u d e br e a kf a st a s g u e st s c a n st a y o v er ni g ht at t h e h ot el f or t h e 

h e a dli n e pri c e a n d d e ci d e w h et h er t h e y w a nt t o p a y f or br e a kf a st b a s e d o n 

t h eir i n di vi d u al pr ef er e n c e. A s t h e a d diti o n al s er vi c e of br e a kf a st, i s o pti o n al, 

it d o e s n ot h a v e t o b e  i n cl u d e d wit hi n t h e h e a dli n e pri c e.  

•  A n el e ctr o ni c s r et ail er di s pl a y s t h e pri c e of a t el e vi si o n f or £ 3 5 0. T hi s pri c e 

d o e s n ot i n cl u d e a n e xt e n d e d w arr a nt y. C o n s u m er s c a n p ur c h a s e t h e 

t el e vi si o n f or t h e h e a dli n e pri c e a n d d e ci d e w h et h er t h e y w a nt t o p a y f or t h e 

e xt e n d e d w arr a nt y.  A s t h e a d diti o n al s er vi c e of a n e xt e n d e d w arr a nt y, i s 

o pti o n al , it d o e s n ot h a v e t o b e  i n cl u d e d wit hi n t h e h e a dli n e pri c e. 

W h e n mi g ht it n ot b e p o s si bl e t o c al c ul at e t h e t ot al pri c e ?  

4. 9  F or m o st pr o d u ct s t h e t ot al pri c e  of a pr o d u ct  will b e cl e ar a n d e a sil y 

c al c ul a bl e. H o w e v er, t h er e ar e s o m e pr o d u ct s f or w hi c h t hi s m a y b e m or e 

diffi c ult .3 7   

4. 1 0   ‘If, o wi n g t o t h e n at ur e of t h e pr o d u ct, t h e w h ol e or a n y p art of t h e t ot al pri c e 

c a n n ot r e a s o n a bl y b e c al c ul at e d i n a d v a n c e’, t h e U C P pr o vi si o n s r e q uir e t h at 

c o n s u m er s ar e gi v e n i nf or m ati o n a b o ut ‘ h o w t h e pri c e ( or t h at p art of it) will b e 

c al c ul at e d’ .3 8  T h e i nf or m ati o n a b o ut h o w t o c al c ul at e t h e t ot al pri c e m u st b e 

 

 
3 7  S e cti o n s 2 3 0( 2)( c) a n d ( 5) D M C C A ct.  
3 8  S e cti o n 2 3 0( 2)( c) D M C C A ct.  
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s et o ut i n t h e i n vit ati o n t o p ur c h a s e3 9  wit h ‘ a s m u c h pr o mi n e n c e a s’ t h e p art of 

t h e t ot al pri c e t h at i s c al c ul a bl e i n a d v a n c e.4 0  

4. 1 1  T hi s e x c e pti o n will m o st c o m m o nl y a p pl y w h e n t h e n at ur e of t h e pr o d u ct 

m e a n s t h at t h e t ot al pri c e will d e p e n d o n a c o n s u m er’ s r e q uir e m e nt s, a n d t h e 

tr a d er h a s n ot y et b e e n pr o vi d e d wit h t h o s e r e q uir e m e nt s b y t h e c o n s u m er. 

T hi s i n cl u d e s pr o d u ct s s ol d b y:  

•  w ei g ht – f or e x a m pl e, mi n c e d m e at; 

•  l e n gt h – f or e x a m pl e, r o p e; 

•  ti m e – f or e x a m pl e, v e n u e hir e c h ar g e d b y t h e h o ur; or h ot el st a y s c h ar g e d 

p er ni g ht ; a n d 

•  di st a n c e – f or e x a m pl e, air p ort tr a n sf er s er vi c e s c h ar g e d a c c or di n g t o t h e 

di st a n c e fr o m t h e pi c k -u p l o c ati o n t o t h e air p ort.  

4. 1 2  A s s o o n a s t h e tr a d er h a s b e e n pr o vi d e d wit h t h e c o n s u m er’ s r e q uir e m e nt s, 

t h e tr a d er s h o ul d gi v e a f ull y c al c ul at e d t ot al pri c e – s e e b el o w p ar a gr a p h 

4. 1 7. 

4. 1 3  N ot all p art s of a pri c e will n e c e s s aril y b e li n k e d t o ‘t h e n at ur e of t h e pr o d u ct’. 

F or e x a m pl e, a d diti o n al c h ar g e s ( s u c h a s a n a d mi ni str ati o n or s er vi c e f e e) , 

w hi c h a tr a d er a p pli e s t o m ulti pl e diff er e nt pr o d u ct s , ar e u nli k el y t o d e p e n d o n 

t h e n at ur e of t h e pr o d u ct. T h e a p pli c ati o n of t h e s e t y p e s of c h ar g e s ar e 

c o m m er ci al d e ci si o n s o n pri ci n g str u ct ur e t h at ar e m a d e b y tr a d er s a n d m u st 

c o m pl y wit h t h e l a w . S u c h c h ar g e s s h o ul d t h er ef or e b e s et i n a w a y  t h at 

all o w s t h e tr a d er t o c al c ul at e t h e m i n a d v a n c e, s o  t h e y c a n b e i n cl u d e d i n t h e 

t ot al pri c e. 

4. 1 4  If t h e n at ur e of a pr o d u ct m e a n s t h at it s t ot al pri c e c a n n ot r e a s o n a bl y b e  

c al c ul at e d  i n a d v a n c e, t h e tr a d er m u st i n st e a d gi v e t h e c o n s u m e r t h e 

i nf or m ati o n n e e d e d t o e n a bl e t h e c o n s u m e r t o c al c ul at e t h e t ot al pri c e 

t h e m s el v e s ( e g t h e pri c e p er k g or t h e pri c e p er p er s o n). 

4. 1 5  A s n ot e d a b o v e, w h er e  s o m e, b ut n ot all, of t h e pri c e  i s c al c ul a bl e , i nf or m ati o n 

a b o ut h o w t o c al c ul at e t h e t ot al pri c e  s h o ul d al s o  b e s et o ut wit h ‘ a s m u c h 

pr o mi n e n c e a s’ t h e p art of t h e t ot al pri c e t h at i s c al c ul a bl e i n a d v a n c e .4 1  I n 

pr a cti c e, t hi s m e a n s t h e i nf or m ati o n a b o ut diff er e nt p art s of t h e pri c e 

 

 
3 9  S e cti o n 2 3 0( 5)( a) D M C C A ct.  
4 0  S e cti o n 2 3 0( 5)( b ) D M C C A ct. 
4 1  S e cti o n 2 3 0( 5)( b) D M C C A ct.  
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(i n cl u di n g a n y a d diti o n al m a n d at or y c h ar g e s  t h at m a y a p pl y) s h o ul d n or m all y  

b e s et o ut n e xt t o e a c h ot h er i n t h e i n vit ati o n t o p ur c h a s e  ( e g i m m e di at el y 

a b o v e, b el o w or n e xt t o  t h e c al c ul a bl e p art of t h e  pri c e , r at h er t h a n 

s o m e w h er e el s e o n t h e p a g e) . A n ill u str at i v e e x a m pl e s h o wi n g t hi s i s s et o ut 

b el o w .4 2  

 

 
4 2  T h e ill u str ati v e e x a m pl e s pr o vi d e d i n t hi s G ui d a n c e  ar e i nt e n d e d t o a s si st u n d er st a n di n g of t h e pri ci n g 

pr a cti c e s c o v er e d b y t hi s G ui d a n c e. T h e y s h o ul d n ot b e t a k e n a s c o m pr e h e n si v e r e pr e s e nt ati o n s of  ot h er 

m at eri al i nf or m ati o n t h at m a y b e r e q uir e d i n a n i n vit ati o n t o p ur c h a s e .   

Fi g u re 2 : E arl y -st a g e a d v erti si n g di s pl a yi n g u nit p ri ci n g w h e n a t ot al p ri c e c a n n ot r e a s o n a bl y 

b e c al c ul at e d  i n a d v a n c e, wit h t h e i nf o r m ati o n o n a d diti o n al d eli v er y c h a r g e s p r e s e nt e d 

i m m e di at el y u n d er n e at h t h e h e a dli n e p ri c e wit h e q u al p r o mi n e n c e . 
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4.16 When a consumer is going through a purchase process (such as ordering a 
product through a trader’s website), they will normally be presented with 
multiple invitations to purchase. If the total price cannot reasonably be 
calculated, the information needed to enable the consumer to calculate the 
total price should be included for each invitation to purchase until the total 
price can be calculated. It is not sufficient to present this information once  
(eg on the front page of the website) and then omit it at later stages of the 
purchase process.  

4.17 Once the total price becomes calculable, it must then be presented from that 
point onwards. For example, where an item is advertised by weight, as soon 
as the consumer inputs the quantity they wish to purchase, the total price for 
that quantity should be given.  

4.18 The trader may also be unable to calculate the total price where the product is 
bespoke, or the total price will depend on the consumer selecting from a 
range of options that make it impossible to fix a standard price. For example, 
the price of portrait photography services may depend on factors such as the 
type of shoot (eg family, children, pregnancy, newborn), the duration of the 
photo session, the number of people being photographed, or the number and 
format (eg digital images and/or prints) of photos ordered. 

4.19 If the nature of the product means that the total price cannot reasonably be 
calculated in advance, the trader may choose to: 

• Present a full price list with the various options to enable a consumer to 
calculate the total price based on their requirements. In the case of the 
photography services example discussed above at paragraph 4.18, the 
trader could provide their hourly rate for the session, the price per photo, 
and the price for each format that the images can be ordered in. 

• Present an indicative price or ‘from’ price (provided the price is realistic, 
meaningful and attainable) or the total price of a particular selection of 
services. Indicative prices may take the form of a price for an illustrative 
product (eg the price for a two-night stay in a property or pre-packaged 
bundles that consumers can select between or customise). For example, 
applying this to the photography services example discussed above at 
paragraph 4.18, the trader could advertise certain ‘default’ bundles at 
different prices that can then be customised to the consumer’s 
requirements (eg a 30-minute photo session, with 20 photos, plus digital 
files of all the pictures). The price for each of those bundles should be the 
total price required to purchase all the elements advertised in each bundle, 
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r e g ar dl e s s of w h et h er t h e c o n s u m er c o ul d o pt t o l at er r e m o v e t h e m or t o 

c h o o s e a diff er e nt s et of s er vi c e s . F urt h er g ui d a n c e o n t h e u s e of 

i n di c ati v e pri ci n g i s pr o vi d e d i n p ar a gr a p h s 3. 1  t o 3. 9 a b o v e .  

 

•  Str u ct ur e t h eir p ur c h a s e pr o c e s s t o o bt ai n t h e i nf or m ati o n r e q uir e d t o 

c al c ul at e a t ot al pri c e fr o m c o n s u m er s at t h e o ut s et. F or e x a m pl e, c ar hir e 

pri c e s c a n v ar y gr e atl y a n d d e p e n d o n a r a n g e of f a ct or s, i n p arti c ul ar, t h e 

i nt e n d e d pi c k-u p a n d dr o p -off l o c ati o n s, pr o p o s e d d at e s a n d ti m e s a n d 

dri v er’ s a g e. Pr o vi di n g pri c e s wit h o ut k n o wi n g t hi s i nf or m ati o n i s li k el y t o 

r e s ult i n mi sl e a di n g pri ci n g , s o c ar hir e c o m p a ni e s s h o ul d o bt ai n t h e 

c u st o m er’ s m ai n r e q uir e m e nt s a s s o o n a s p o s si bl e . 

•   Refr ai n fr o m pr e s e nti n g pri c e s at all u ntil t h e y h a v e r e c ei v e d e n o u g h 

i nf or m ati o n fr o m t h e c o n s u m er t o b e a bl e t o c al c ul at e t h e t ot al pri c e t h at 

w o ul d a p pl y t o a p arti c ul ar c o n s u m er.  T hi s m e a n s t h e tr a d er d o e s n ot 

m a k e a n i n vit ati o n t o p ur c h a s e a n d t h e r e q uir e m e nt s a b o ut t ot al pri c e d o 

n ot a p pl y.  F or e x a m pl e, it i s c o m m o n f or h o m e i m pr o v e m e nt s er vi c e s, 

r e m o v al s er vi c e s, c o uri er s er vi c e s, cl e a ni n g s er vi c e s, h oli d a y b o o ki n g 

a g e nt s , et c. o nl y t o q u ot e a fir m pri c e aft er t h e c o n s u m er h a s pr o vi d e d 

i nf or m ati o n ab o ut t h eir cir c u m st a n c e s a n d i n di vi d u al n e e d s or t h e tr a d er 

h a s b e e n a bl e t o a s s e s s t h e s e . T hi s d o e s n ot pr e v e nt tr a d er s fr o m 

a d v erti si n g i n di c ati v e pri c e s i n e arl y -st a g e a d v erti si n g.  

E x a m pl e s of l a wf ul pri ci n g w h e n t h e t ot al pri c e c a n n ot 

r e a s o n a bl y b e  c al c ul at e d  at t h e fir st st a g e of a d v e rti si n g   

•  A tr a v el a g e n c y w e b sit e di s pl a y s  t h e pri c e of a h oli d a y  a s ‘fr o m 

£ 1, 0 0 0 p er  p er s o n i n cl u di n g fli g ht s’. I m m e di at el y u n d er n e at h, t h e w e b sit e i nf or m s 

t h e c o n s u m er t h at t h e pri c e i s st at e d t o b e b a s e d o n t w o a d ult s  s h ari n g . T hi s i s a 

l e giti m at e w a y of pr e s e nti n g t h e pri c e b e c a u s e, at t hi s p oi nt , t h e tr a d er d o e s n ot 

k n o w h o w m a n y p e o pl e  will b e st a yi n g or t h e d at e s t h e y will b e st a yi n g. T h e 

c o n s u m er t h e n i n p ut s t h eir r e q uir e m e nt s  (t w o a d ult s, t w o c hil dr e n a n d t h e d at e s 

of t h eir st a y ). On t h e n e xt p a g e , t h e tr a d er pr o vi d e s t h e pri c e f or t h e st a y a s a  

f ull y i n cl u si v e t ot al c o st b a s e d o n t h o s e r e q uir e m e nt s (i e t h e t ot al pri c e f or t w o 

a d ult s a n d t w o c hil dr e n) .  

 

•  A h ot el off er s a n aft er n o o n t e a s er vi c e  wit h t h e p er -p er s o n pri c e of £ 2 0 f or t h e 

aft er n o o n t e a a n d £ 1 5 e xtr a p er p er s o n t o a d d a gl a s s of c h a m p a g n e . T h e tr a d er 

d o e s n ot k n o w t h e c o n s u m er’s pr e ci s e r e q uir e m e nt s ( e g n u m b er of di n er s or 

pr e ci s e b e v er a g e s el e cti o n) . Ho w e v er , as p art of a m ar k eti n g c a m p ai g n , th e h ot el 

a d v erti s e s  a ‘ c h a m p a g n e aft er n o o n t e a f or t w o ’ o n s el e ct e d d a t e s at £ 7 0 . 

Pr o vi d e d t h e c o n s u m er c a n p ur c h a s e t h e aft er n o o n t e a, i n cl u di n g c h a m p a g n e, at 

t h e st at e d pri c e , t hi s i s a l e giti m at e u s e of i n di c ati v e pri ci n g.  
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• A health insurance company advertises its affordable insurance policy ‘from £35 

per month’. When a consumer visits the trader’s website and inputs their basic 
details and requirements, they are given an indicative estimate of £40 per month, 
which is based on their particular requirements or circumstances. This estimate is 
clearly stated to be subject to the insurer’s checking and underwriting process 
and that the price may change as a result of this process, after which the 
company will provide a full and final quote. The consumer is offered the option to 
begin this process if they wish to do so. Provided that the original advertisement 
and the indicative estimate were both realistic, meaningful and attainable (and 
compliant with sector specific rules), this is a legitimate use of indicative pricing at 
both stages of the advertising.  

 
• A removals company does not provide upfront prices on its website. Instead, it 

provides information about the services it offers and allows consumers the option 
to enter some basic information about their requirements (eg number and type of 
rooms and distance between removal addresses) and then provides an estimated 
price on that basis. The price is clearly stated to be an estimate based on the 
requirements the consumer has provided, and the final price will depend on the 
quantity of possessions to be moved. The estimate is an indicative but realistic 
amount for every part of the removal service. The trader then offers consumers 
the option to have an ‘in-person’ assessment of their requirements after which the 
trader provides a full and final quote.  
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Li mit ati o n s r e s ulti n g fr o m t h e m e a n s of c o m m u ni c ati o n  

4. 2 0  W h e n d e ci di n g w h et h er a tr a d er h a s o mitt e d m at eri al i nf or m ati o n fr o m a n 

i n vit ati o n t o p ur c h a s e, t w o f a ct or s c a n b e t a k e n i nt o c o n si d er ati o n . T h e s e ar e:  

•  a n y li mit ati o n s t h at ari s e d u e t o t h e t y p e of c o m m u ni c ati o n u s e d . T hi s 

i n cl u d e s li mit ati o n s of s p a c e or ti m e, s u c h a s t h e si z e of p a c k a gi n g, t h e 

d ur ati o n of a r a di o a d v erti s e m e nt  or t h e f u n cti o n alit y of a m e a n s of 

c o m m u ni c ati o n , t h at m a y m e a n t h at t h e tr a d er c a n n ot pr a cti c a bl y c o n v e y 

all  t h e r e q uir e d i nf or m ati o n i n r el ati o n t o t h at pr o d u ct,4 3  a n d  

•  a n y st e p s t h e tr a d er t a k es t o o v er c o m e t h e li mit ati o n s e g b y pr o vi di n g 

i nf or m ati o n i n a n ot h er w a y, or b y m a ki n g u s e of t h e a v ail a bl e f u n cti o n alit y 

of t h e m e a n s of c o m m u ni c ati o n .4 4   

4. 2 1  G e n er all y , t he s e f a ct or s ar e u nli k el y t o j u stif y o mitti n g r e q uir e d pri ci n g  

i nf or m ati o n fr o m a n i n vit ati o n t o p ur c h a s e ( e v e n if t h e y mi g ht j u stif y o mitti n g 

ot h er i nf or m ati o n, s u c h a s t h e tr a d er’ s b u si n e s s a d dr e s s, f or e x a m pl e).  I n 

m o st c a s e s, tr a d er s s h o ul d b e a bl e t o pr o vi d e t h e m at eri al pri ci n g i nf or m ati o n 

i n a f ull a n d ti m el y m a n n er r e g ar dl e s s of t h e m e a n s of c o m m u ni c ati o n u s e d. A 

si n gl e pri c e fi g ur e i n cl u si v e of all m a n d at or y c h ar g e s will b e a bl e t o fit o n or 

wit hi n all t y p e s of d e vi c e s a n d m e di a. I n a d diti o n, w h er e t h e n at ur e of t h e 

pr o d u ct m e a n s t h at t h e t ot al pri c e c a n n ot r e a s o n a bl y  b e  c al c ul at e d i n 

a d v a n c e, t h e m e a n s of c o m m u ni c ati o n will oft e n p o s e n o b arri er t o 

pr o mi n e ntl y pr o vi di n g t h e h e a dli n e pri c e al o n g si d e i nf or m ati o n e n a bli n g t h e 

c o n s u m er t o c al c ul at e t h e t ot al pri c e. F or e x a m pl e, w h er e pr o d u ct s ar e s ol d 

b y a st a n d ar d u nit of m e a s ur e m e nt a n d t h er ef or e w h at c o n stit ut e s ‘ a si n gl e 

pr o d u ct’ i s i n h er e ntl y v ari a bl e, gi vi n g t h e u nit pri c e ( s u c h a s £ X p er k g , s q u ar e 

m etr e, h o ur et c.) w o ul d still b e p o s si bl e . 

4. 2 2  W h e n a s s e s si n g w h et h er li mit ati o n s of s p a c e a n d ti m e d u e t o t h e  m e a n s of 

c o m m u ni c ati o n m e a n it i s n ot pr a cti c a bl e t o pr e s e nt  t h e r e q uir e d pri ci n g 

i nf or m ati o n, a c c o u nt s h o ul d  al s o b e t a k e n of t h e i nf or m ati o n t h at t h e tr a d er 

h a s c h o s e n t o i n cl u d e. Inf or m ati o n w hi c h i s r e q uir e d b y s e cti o n 2 3 0 of t h e 

D M C C A ct s h o ul d n ot b e o mitt e d  i n f a v o ur of ot h er , n o n -m a n d at or y , 

i nf or m ati o n.  

4. 2 3   Ev e n a m o n g ot h er c at e g ori e s of  m at eri al i nf or m ati o n  s et o ut i n s e cti o n 2 3 0 of 

t h e D M C C A ct, t h e t ot al pri c e ( or h o w t o c al c ul at e it) will b e  a m o n g t h e m o st 

i m p ort a nt i nf or m ati o n f or c o n s u m er d e ci si o n m a ki n g. T hi s m e a n s t h e 

 

 
4 3  S e cti o n 2 3 0( 8)( a) D M C C A ct.  
4 4  S e cti o n 2 3 0( 8)( b ) D M C C A ct. 
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threshold for when limitations of time or space would justify omitting it will be 
high. The DMCC Act specifically requires that where part of the total price 
cannot be reasonably calculated in advance, the information about how to 
calculate that part of the price must be given to the consumer with ‘as much 
prominence as’ the rest of the price.45 This is a specific requirement that the 
DMCC Act imposes over and above the general transparency requirements 
for other material information. That should be taken into account when 
assessing whether the limitations of the means of communication justify 
omitting this information. 

4.24 Where, by exception, the means of communication used has limitations that 
mean it is genuinely not practicable to present all the required pricing 
information on the face of the invitation to purchase, the DMCC Act requires 
that the trader should take steps to overcome these limitations in order to 
provide the consumer with the required pricing information by another 
means.46 The information must still be provided in a way that is clear and 
timely, and so that the consumer is likely to see it.47 The importance of 
providing consumers with required pricing information should also be taken 
into account when weighing the sufficiency of any steps taken by the trader to 
overcome the limitations of the means of communication.  

 
 
45 Section 230(5)(b) DMCC Act. 
46 Section 230(8) DMCC Act. 
47 Section 230(9) DMCC Act. 
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5.  G ui d a n c e o n  s p e cifi c c h ar g e s 

 

 

 

S u m m a r y at a gl a n c e  

 

•  M a n d at or y d eli v e r y  c h a r g e s  s h o ul d b e i n cl u d e d i n  t h e i n vit ati o n t o p ur c h a s e 

a n d , w h er e v er it i s r e a s o n a bl y c al c ul a bl e, i n t h e t ot al pri c e. 

•  W h er e a c o n s u m er m u st c h o o s e b et w e e n d eli v er y c h ar g e s (i e t h er e i s n o fr e e 

c oll e cti o n o pti o n) , t h e tr a d er m u st i n cl u d e t h e c h e a p e st d eli v er y o pti o n u ntil t h e 

c o n s u m er c h o o s e s a diff er e nt o n e.  

•  F or w e b sit e s  a n d a p p s, tr a d er s c a n c o m pl y b y pr o vi di n g a n e x pl a n ati o n of t h e 

d eli v er y f e e s pl u s a r u n ni n g t ot al t h at i n cl u d e s t h e pr o d u ct s s el e ct e d b y t h e 

c o n s u m er a n d a n y m a n d at or y d eli v er y f e e s w hi c h w o ul d a p pl y t o t h e or d er.  

•  O pti o n al d eli v e r y c h ar g e s  ( e g w h er e t h er e i s al s o a fr e e c oll e cti o n o pti o n ) m u st 

b e pr o vi d e d i n a n i n vit ati o n t o p ur c h a s e b ut d o  n ot n e e d  t o f or m p art of t h e t ot al 

pri c e  a n d m a y b e i n di c at e d s e p ar at el y . 

•  Si mil ar pri n ci pl e s a p pl y f or p e r -tr a n s a cti o n c h a r g e s ( e g a d mi ni str ati o n or 

b o o ki n g f e e s) . T h e tr a d er s h o ul d pr e s e nt t h eir pri c e s i n a w a y t h at eit h er pr o vi d e s 

t h e t ot al pri c e, or if n ot r e a s o n a bl y c al c ul a bl e , all o w s a t ot al pri c e t o b e c al c ul at e d 

b y t h e c o n s u m er, i n cl u di n g i n a n y e arl y -st a g e a d v erti si n g of t h e pr o d u ct.  

•  F or p e ri o di c c o ntr a ct s  ( e g a 1 2-m o nt h g y m m e m b er s hi p) , t h e t ot al pri c e m a y b e 

pr e s e nt e d  a s eit h er t h e t ot al c u m ul ati v e pri c e f or t h e 1 2 m o nt h s or  t h e t ot al pri c e 

p a y a bl e e a c h m o nt h.  I n e a c h c a s e t h e t ot al pri c e s h o ul d i n cl u d e all m a n d at or y 

c h ar g e s p a y a bl e i n t h at p eri o d.  

•  L o c al c h a r g e s a n d t a x e s  will n or m all y b e c al c ul a bl e a n d s h o ul d b e i n cl u d e d i n 

t h e t ot al pri c e.  

 

5. 1  T hi s s e cti o n c o nt ai n s c a s e st u di e s t h at e x pl ai n i n m or e d et ail h o w pri ci n g 

i nf or m ati o n c a n b e  pr e s e nt e d i n a n i n vit ati o n t o p ur c h a s e  i n a w a y t h at 

c o m pli e s wit h t h e U C P pr o vi si o n s . 
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H o w s h o ul d  d eli v er y c h ar g e s  b e p r e s e nt e d ?  

5. 2  T h e t ot al pri c e of a pr o d u ct m u st i n cl u d e a n y m a n d at or y d eli v er y c h ar g e s , i n 

t h e s a m e w a y t h at it m u st i n cl u d e a n y ot h er m a n d at or y c h ar g e s . If t h e d eli v er y 

c h ar g e s c a n n ot b e r e a s o n a bl y c al c ul at e d i n a d v a n c e, t h e tr a d er m u st pr o vi d e 

i nf or m ati o n o n h o w t h e c h ar g e s will b e c al c ul at e d. D eli v er y c h ar g e s r ef er t o 

t h e c o st s of s hi p pi n g a  p h y si c al it e m t o t h e c o n s u m er, a n d g e n er all y will b e  

c o st s t h at ar e p ai d b y t h e tr a d er t o a t hir d p art y.  

M a n d at or y d eli v e r y c h a r g e s  

5. 3  D eli v er y c h ar g e s  ar e m a n d at or y  if t h e c o n s u m er c a n n ot p ur c h a s e a pr o d u ct 

wit h o ut p a yi n g a n a d diti o n al c h ar g e  t o c o v er t h e c o st of d eli v er y.  

5. 4  G e n er all y, m a n d at or y d eli v er y c h ar g e s s h o ul d b e i n cl u d e d i n t h e t ot al pri c e 

w h er e:  

•   Ma n d at or y d eli v er y c h ar g e s ar e fi x e d ( e g £ 4. 9 9) f or all d eli v eri e s 

r e g ar dl e s s of mi ni m u m p ur c h a s e t hr e s h ol d s or di st a n c e .  

•   Ma n d at or y d eli v er y c h ar g e s ar e a p pli e d o n a p er pr o d u ct b a si s (e g £ 2 p er 

it e m, s o £ 4 f or t w o it e m s).  

•   Wh e n a n o nli n e m ar k et pl a c e di s pl a y s a li st of it e m s s ol d  b y diff er e nt 

tr a d er s, e a c h of w hi c h c a n b e p ur c h a s e d i n di vi d u all y a n d h a v e t h eir o w n 

d eli v er y c h ar g e s , t h e pri c e of d eli v er y s h o ul d b e i n cl u d e d i n t h e t ot al pri c e 

of e a c h pr o d u ct . 

5. 5  T h e f oll o wi n g e x a m pl e ill u str at e s h o w t hi s mi g ht b e pr e s e nt e d i n  st or e:  
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5. 6  Tr a d er s c a n al s o pr e s e nt ot h er pri ci n g i nf or m ati o n t o t h e c o n s u m er  i n t h e 

i n vit ati o n t o p ur c h a s e, pr o vi d e d t h at t h e t ot al pri c e i s pr e s e nt e d i n a cl e ar a n d 

ti m el y m a n n er a n d i n a w a y t h at t h e c o n s u m er i s li k el y t o s e e  it. F or e x a m pl e, 

a tr a d er mi g ht di s pl a y  t h e b a s e c o st ( e x cl u si v e of d eli v er y) a s t h e h e a dli n e 

pri c e, wit h t h e t ot al pri c e pr e s e nt e d b el o w it  or t h e y mi g ht pr e s e nt t h e t ot al 

pri c e  wit h a br e a k d o w n of h o w it i s c al c ul at e d.  W h at e v er tr a d er s c h o o s e t o d o , 

t h e y s h o ul d c o m pl y wit h ot h er pr o vi si o n s of t h e D M C C A ct a n d e n s ur e t h eir 

pri ci n g pr e s e nt ati o n d o e s n ot a m o u nt t o a mi sl e a di n g a cti o n or o mi s si o n .4 8    

 

 
4 8  S e cti o n 2 2 6 a n d s e cti o n 2 2 7  D M C C A ct.  

Fi g u r e 3 : A n i n -st o r e p ri c e t a g w hi c h p r e s e nt s t h e t ot al p ri c e i n cl u di n g t h e m a n d at o r y 

d eli v e r y c h ar g e. T h e t r a d er h a s c h o s e n t o di s pl a y t h e b a s e p ri c e of t h e p r o d u ct a s w ell.  
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5. 7  T h e f oll o wi n g e x a m pl e s ill u str at e w a ys i n w hi c h t hi s mi g ht b e d o n e:  

 

 

Fi g u r e 4 : A n i n -st o r e p ri c e t a g w hi c h p r e s e nt s t h e b a s e p ri c e ( e x cl u di n g d eli v er y) a s t h e 

h e a dli n e p ri c e. T h e t ot al p ri c e, i n cl u si v e of d eli v e r y, i s p r e s e nt e d p r o mi n e ntl y b el o w t hi s.  
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O pti o n al d eli v e r y c h ar g e s  

5. 8  D eli v er y c h ar g e s will b e o pti o n al if t h e c o n s u m er i s a bl e t o p ur c h a s e a n d 

r e c ei v e t h e pr o d u ct wit h o ut h a vi n g t o p a y t h e c o st of d eli v er y ( e g c oll e cti n g 

t h e pr o d u ct i n st or e , or fr o m a l o c al c oll e cti o n p oi nt  f or fr e e). A d diti o n al 

c h ar g e s f or pr e mi u m d eli v er y o pti o n s s u c h a s n e xt d a y or n o mi n at e d d a y 

d eli v er y  will al s o b e o pti o n al d eli v er y c h ar g e s .  

5. 9   Opti o n al d eli v er y  c h ar g e s m u st al s o b e pr o vi d e d  i n a n i n vit ati o n t o p ur c h a s e 

b ut ar e n ot r e q uir e d  t o f or m p art of t h e t ot al pri c e  a n d m a y b e i n di c at e d 

s e p ar at el y .4 9  W h et h er a d eli v er y c h ar g e c a n b e c o n si d er e d m a n d at or y or 

o pti o n al m a y d e p e n d o n t h e c o nt e xt, a n d h o w t h e pr o d u ct i s b ei n g m ar k et e d 

t o c o n s u m er s.   

5. 1 0  D eli v er y c h ar g e s ar e n ot o pti o n al m er el y b e c a u s e t h e  tr a d er off ers a c h oi c e 

b et w e e n s e v er al p ai d d eli v er y o pti o n s ( e g st a n d ar d or  n e xt d a y d eli v er y). If 

 

 
4 9  S e cti o n 2 3 0( 2)( g) D M C C A ct.  

Fi g u r e 5 : A n o nli n e m a r k et pl a c e w hi c h p r e s e nt s t h e t ot al p ri c e i n cl u di n g t h e m a n d at o r y d eli v e r y c h ar g e 

a s w ell a s t h e b a s e p ri c e of t h e p r o d u ct.  
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t h e c o n s u m er m u st p a y f or d eli v er y, t h e t ot al pri c e pr e s e nt e d at t h e o ut s et 

s h o ul d i n cl u d e t h e c h e a p e st d eli v er y o pti o n . If t h e c o n s u m er d e ci d e s t o s el e ct 

a m or e e x p e n si v e d eli v er y o pti o n, t h e t ot al pri c e i n a n y s u b s e q u e nt i n vit ati o n 

t o p ur c h a s e s h o ul d  i n cl u d e t h e c o st of t h e s el e ct e d d eli v er y o pti o n.  

5. 1 1  A n ill u str ati v e e x a m pl e s h o wi n g h o w m a n d at or y a n d o pti o n al d eli v er y c h ar g e s 

c o ul d  b e pr e s e nt e d i s s h o w n b el o w.  

 

  

Fi g u r e 6 : A n o nli n e a d v erti s e m e nt p r o m oti n g a p r o d u ct a v ail a bl e o nl y t h r o u g h d eli v e r y. T h e p ri c e 

p r e s e nt e d i s i n cl u si v e of m a n d at o r y d eli v e r y f e e s a n d o pti o n al d eli v er y c h a r g e s ar e p r e s e nt e d 

s e p ar at el y.  
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Variable delivery charges which are mandatory 

5.12 In some cases, delivery charges may vary. Where a mandatory delivery 
charge cannot reasonably be calculated in advance it will not be possible to 
provide the total price of the product. Instead, the trader must indicate that 
delivery charges are payable and how the cost will be calculated. Further, the 
information provided must be sufficient to enable the consumer to calculate 
the total price of the product themselves (including the mandatory delivery 
charge) and must be presented with as much prominence as the part of the 
price which is calculable.50 Where the trader is unable to calculate a fully 
inclusive total price, mandatory delivery charges which may vary depending 
on factors outside the consumer’s knowledge and control are not permissible 
because the consumer will also be unable to calculate the total cost of the 
product.  

5.13 If a delivery charge cannot reasonably be calculated and therefore included in 
the total price, for example in early-stage advertising on TV, radio or online, it 
will become calculable as the purchase process progresses because the 
consumer has given the trader the information required to calculate the 
applicable delivery charge.51 The invitations to purchase that occur after that 
point must include the mandatory delivery charge in the total price.  

5.14 In some cases, traders may wish to waive or reduce the delivery charge 
based on consumer spend (eg the trader offers free delivery over £40). This 
does not mean that the cost of delivery is not reasonably calculable in 
advance. The trader must include the full delivery fee in the total price until the 
consumer’s basket of products reaches the spend threshold to qualify for a 
lower (or free) delivery charge. At this point the total price may be adjusted to 
reflect the reduction or waiver of the delivery charge. The trader can indicate 
to customers that this charge will be removed if the order exceeds £40. 

E-commerce websites and apps  

5.15 It is common for e-commerce websites and apps to allow multiple products to 
be selected and purchased together (for example an online clothing retailer or 
groceries for home delivery).  

5.16 In some cases, delivery may only be available for orders over a certain value 
so it may not be possible to purchase an individual item by itself (eg an online 
supermarket or food delivery service). In these situations, it may not be 

 
 
50 Section 230(5) DMCC Act. 
51 See paragraph 4.9 to 4.19 above on non-calculability. 
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possible to provide a total price for each individual item, instead the trader will 
need to provide the consumer with the information they need to calculate the 
total price of their order and should make the consumer aware of the 
minimum order thresholds. As described below, providing the consumer with 
a rolling total for their order, along with a breakdown of how the total price is 
calculated would be one way of doing this.  

5.17 If a delivery charge is applied to the order of multiple items it may not be 
realistic or meaningful to include this charge in the headline price of each 
product when this charge would only be paid once. Instead, the trader may 
comply by providing the consumer with the total price of the products in 
another way. This might include: 

• presenting the total price below or alongside a more prominent headline 
price that reflects the base price of the product, exclusive of the delivery 
charge, so consumers can see both the inclusive and exclusive price (as 
described at paragraph 5.6 above);  

• providing the base price of the product and information about the delivery 
charge, plus a clear and prominent rolling total for the order that updates 
as consumers add products to their basket; or52  

• removing the delivery fee and incorporating the cost into the base cost of 
the products sold by the trader (in effect offering ‘free delivery’). 

5.18 If the total price is provided through a running total, it should be clearly visible 
to the consumer and include the mandatory delivery charge (as well as any 
other mandatory charges). How to best present the running total may differ 
between products and mediums, but the following examples illustrate 
alternative ways in which traders could ensure compliance: 

• A prominent ‘floating basket’ or ‘sticky banner’ which stays on the screen 
as the consumer scrolls up and down, and updates in real-time with the 
total price clearly visible to the consumer at all times; 

• presenting consumers with a dynamic ‘add to basket’ button on the 
product page which tells the consumer what the cost of adding an item to 
their basket will be, including any additional fees or discounts that would 

 
 
52 As this ‘running total’ would include all mandatory charges which the consumer would necessarily incur to 
purchase any of the products selected, it would satisfy the requirements of section 230 for each of those products 
even though the consumer will only need to pay the charges once.  
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a p pl y t o t h e p ur c h a s e of t h at it e m (i e t h e diff er e n c e b et w e e n t h e t ot al pri c e 

of t h e c o n s u m er’ s b a s k et b ef or e a n d aft er t h e s el e ct e d it e m i s a d d e d); or  

•  a ut o m ati c all y di s pl a yi n g t h e c o n s u m er’ s ‘ b a s k et’ wit h t h e  t ot al pri c e 

(i n cl u di n g all m a n d at or y c h ar g e s) b a s e d o n t h e pr o d u ct s c urr e ntl y s el e ct e d 

b y t h e c o n s u m er  aft er e a c h pr o d u ct i s s el e ct e d ( e g t hr o u g h a p o p -u p or 

n e w w e b p a g e).  

5. 1 9  Ill u str ati v e e x a m pl e s s h o wi n g t h e s e s ol uti o n s ar e s et o ut b el o w.  

Fi g u r e 7 : A f o o d d eli v e r y a p p w hi c h u s e s ‘ sti c k y b a n n ers ’ t o cl e arl y di s pl a y t h e m a n d at o r y 

d eli v e r y c h ar g e a n d t h e t ot al p ri c e. T h e t ot al p ri c e i s £ 1 4. 4 9 a s t hi s p ri c e i n cl u d e s t h e £ 1 2. 0 0 

c h e e s e b u r g e r a n d £ 2. 4 9 d eli v e r y f e e.   
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Fi g u r e 8 : A p r o d u ct p a g e wit h a d y n a mi c ‘ a d d t o b a s k et’ b utt o n s h o wi n g t h e t ot al t h e c o n s u m e r will 

h a v e t o p a y t o a d d t h e s el e ct e d it e m t o t h ei r b a s k et, i n cl u di n g a £ 5. 0 0 d eli v e r y f e e.  

Fi g u r e  9 : A ‘fl o ati n g b a s k et’ w hi c h di s pl a y s t h e t ot al p ri c e. T h e b a s k et i s p r e s e nt e d p r o mi n e ntl y o n 

e a c h p a g e a n d s cr oll s wit h t h e c o n s u m e r s o t h at it i s al w a y s vi si bl e. T h e m a n d at o r y £ 5. 0 0 d eli v er y 

c h ar g e i s i n cl u d e d i n t h e b a s k et f r o m t h e o ut s et.  
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5. 2 0  W h e n a c o n s u m er vi e w s t h eir b a s k et, t h e y s h o ul d b e s h o w n t h e t ot al pri c e 

b a s e d o n t h e pr o d u ct s t h e y h a v e s el e ct e d at t h at p oi nt . If t h e tr a d er wi s h e s t o 

d o s o, t h e t ot al pri c e m a y b e a c c o m p a ni e d b y a br e a k d o w n of t h e d eli v er y 

c h ar g e s a n d a n y ot h er m a n d at or y c h ar g e s.  If t h o s e c h ar g e s w o ul d c h a n g e a s 

t h e c o n s u m er s el e ct s diff er e nt pr o d u ct s, t h e t ot al pri c e ( a n d t h o s e c h ar g e s) 

s h o ul d u p d at e a ut o m ati c all y.  

Ot h e r c o n si d e r ati o n s  

5. 2 1  I n a d diti o n t o t h e r e q uir e m e nt t o pr e s e nt t h e t ot al pri c e i n a n i n vit ati o n t o 

p ur c h a s e, tr a d er s will al s o n e e d t o e n s ur e t h at t h e w a y t h e y pr e s e nt t h eir 

d eli v er y c h ar g e s d o e s n ot a m o u nt t o a mi sl e a di n g a cti o n or o mi s si o n f or ot h er 

r e a s o n s. A n y u n cl e ar, u nti m el y or o b s c ur e pr e s e nt ati o n of o pti o n al  d eli v er y 

c h ar g e s ( a s wit h a n y m a n d at or y c h ar g e s) m a y a m o u nt t o o mi s si o n of m at eri al 

i nf or m ati o n fr o m a n i n vit ati o n t o p ur c h a s e.5 3  It m a y al s o a m o u nt t o a 

mi sl e a di n g a cti o n or o mi s si o n m or e g e n er all y  a n d br e a c h t h e U C P pr o vi si o n s  

 

 
5 3  S e cti o n 2 3 0( 9) D M C C A ct.  

Fi g u r e  1 0 : T h e c o n s u m er’ s b a s k et i s a ut o m ati c all y di s pl a y e d w h e n t h e c o n s u m er cli c k s ‘ a d d t o b a s k et’ , 

wit h a r u n ni n g t ot al of t h e c o n s u m er’ s s el e cti o n a n d m a n d at o r y c h ar g e s s h o w n.   
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if the average consumer is likely to be misled about whether a delivery charge 
will apply or what it will cover.54 For example, advertising free delivery on 
orders over a specified threshold without telling the consumer what the 
delivery charge will be for orders under that threshold may amount to an 
omission of material information from an invitation to purchase or be a 
misleading omission.  

Examples of lawfully presented delivery charges 

• A furniture store displays garden furniture in-store, available for 
delivery only. The price tag for each item sets out the headline 
price exclusive of delivery. The total price inclusive of the 
mandatory delivery charge is also included prominently on the 
price tag.  

• An online clothing retailer displays an advertisement for a dress with a 
base price of £20 in a search engine’s results page. The retailer does not 
offer collection and has a £4.50 minimum mandatory delivery charge. The 
advertisement therefore presents the total price of the dress as £24.50, 
because that is the price the consumer would have to pay to purchase that 
dress from that retailer. The advertisement is specific to the individual 
dress so this is not affected by the fact that once on the retailer’s website 
the consumer might choose to purchase other products as well. 

• An online-only homeware retailer offers a flat £5.99 fee for delivery of 
items purchased on its website. A consumer searches for a bedside lamp 
costing £25 and a set of plates costing £30. The flat delivery fee of £5.99 
is clearly explained alongside the headline prices of the individual 
products. When the consumer adds each product to their basket, they are 
automatically presented with a prominent pop-up in the centre of the 
screen that shows the items in the consumer’s basket and confirms the 
total price of the items – including the £5.99 fee for delivery (ie £30.99 
after adding the lamp and £60.99 once the plates have also been added). 
 

• A florist in Birmingham advertises seasonal bouquets for £40 with free 
local delivery in a local newspaper. The advertisement also states that for 
flowers delivered outside the local area, a £5 delivery charge is payable. 
The advertisement reads: ‘£40 seasonal bouquets delivered locally in 

 
 
54 Whether a commercial practice amounts to a misleading action or omission depends on whether it is likely to 
cause a consumer to take a different transactional decision. 
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Birmingham for free. A £5 delivery charge applies to other areas of the 
West Midlands.’  

• A department store sells children’s toys on its website. It has five different 
delivery charges based on the geographical location of the delivery 
address: free 7-day delivery to mainland GB; Northern Ireland £5; Isle of 
Man £10; Channel Islands £15; Scottish Highlands and Islands £10. These 
different delivery charges are prominently displayed on the product page. 
The consumer logs into their account, which has their address recorded. 
After that the applicable delivery charge to deliver to their address is 
included in a running total which is clear and visible to the consumer.     

• A food delivery app presents listings of local restaurants for customers to 
order food for delivery, based on the customer’s location. There is an extra 
‘long distance’ charge for consumers more than a 15-minute drive away 
from a restaurant. A customer opens the app and is presented with the list 
of local restaurants. The delivery charges (in £s) for each restaurant are 
shown on restaurant listings. The app has the consumer’s delivery 
address from their account, so the delivery charges are calculated based 
on that address and include the ‘long distance’ charge (if applicable). The 
consumer navigates to the menu of one of the restaurants. On this page, 
the delivery charge associated with this restaurant is again prominently 
displayed in £s. As the consumer selects items, the sum of these items 
including the delivery charge is displayed as part of a running total for the 
order, which is clear and visible to the consumer. If the restaurant or 
platform imposes any other mandatory charges they should also be clear 
and visible to the consumer at the outset and included in the running total 
displayed.  

• An online marketplace offers personalised gifts and similar items for sale. 
Each item is sold by different traders, and each product has their own 
delivery charges. A personalised photo frame with a base cost of £10 and 
a minimum delivery charge of £2.99 is presented to consumers with a total 
cost of £12.99. Another similar item with a base cost of £8 and a minimum 
delivery cost of £5.50 is presented to consumers with a total cost of 
£13.50. As the delivery costs are attributable to individual products, the 
marketplace has presented a headline total price for each product 
inclusive of the applicable delivery charge for that product.  
 

• An online perfume retailer offers free delivery on its products, with the 
option to choose next day delivery for £5.  A banner at the top of the 
website informs the consumer about the free delivery, as well as the option 
of paying £5 for next day delivery.  
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H o w s h o ul d ‘ p er -tr a n s a cti o n’ c h ar g e s ( e g a d mi ni str ati o n or 

b o o ki n g f e e s) b e p r e s e nt e d ?  

5. 2 2  ‘ P er-tr a n s a cti o n’ c h ar g e s r ef er t o m a n d at or y ( oft e n fi x e d) a d diti o n al c h ar g e s 

w hi c h ar e li n k e d t o a p ur c h a s e r at h er t h a n t h e s p e cifi c pr o d u ct s p ur c h a s e d. 

E x a m pl e s i n cl u d e a o n e -off fl at b o o ki n g f e e f or t h e p ur c h a s e of m ulti pl e 

ti c k et s, a n a d mi ni str ati o n f e e or a cl e a ni n g f e e. 

5. 2 3  M a n d at or y p er -tr a n s a cti o n c h ar g e s s h o ul d al w a y s b e i n cl u d e d i n a n i n vit ati o n 

t o p ur c h a s e a n d, w h er e v er p o s si bl e, i n cl u d e d i n t h e t ot al pri c e – e v e n i n e arl y -

st a g e a d v erti si n g. D e p e n di n g o n t h e t y p e of p er -tr a n s a cti o n c h ar g e, a n d t h e 

st a g e i n t h e m ar k eti n g pr o c e s s, t h e w a y t h e s e c h ar g e s s h o ul d b e pr e s e nt e d 

m a y diff er. F or e x a m pl e:  

•  A tr a d er a p pli e s a £ 1 c h ar g e t o e v er y pr o d u ct s ol d o n t h eir w e b sit e. 

B e c a u s e t hi s c h ar g e c a n b e all o c at e d t o i n di vi d u al pr o d u ct s, it m u st b e 

i n cl u d e d i n t h e h e a dli n e pri c e f or e a c h of t h o s e pr o d u ct s, a n d n ot 

di s pl a y e d s e p ar at el y .  

•  A tr a d er p u bli s h e s a n a d v erti s e m e nt i n a m a g a zi n e pr o m oti n g ti c k et s t o a n 

e v e nt. T h e pri c e f or a si n gl e ti c k et at t h e c h e a p e st r at e i s £ 2 0. T h er e i s 

al s o a p er -tr a n s a cti o n f e e of £ 2. 5 0. T h e pri c e s h o w n s h o ul d b e t h e t ot al 

pri c e, i n cl u di n g a n y p er -tr a n s a ctio n c h ar g e s, t h at a c o n s u m er w o ul d b e 

r e q uir e d t o p a y t o p ur c h a s e t h e mi ni m u m p o s si bl e n u m b er of ti c k et s (i e a 

ti c k et f or o n e p er s o n). I n t hi s c a s e, ‘fr o m £ 2 2. 5 0’.  

•  A n a c c o m m o d ati o n pl atf or m a d v erti s e s t h e pri c e of a pr o p ert y o n t h e b a si s 

of a t w o -ni g ht st a y at £ 1 6 0. T h e £ 1 6 0 s h o ul d b e t h e t ot al pri c e a c o n s u m er 

w o ul d h a v e t o p a y t o st a y f or t w o ni g ht s, i n cl u di n g a n y m a n d at or y 

a d mi ni str ati o n, b o o ki n g or ot h er p er -tr a ns a cti o n c h ar g e s.  

•  A r a di o a d v erti s e m e nt f or a tr ai n tri p i n di c at e s it i s a v ail a bl e off -p e a k ‘fr o m’ 

£ 2 6. T h e £ 2 6 m u st i n cl u d e a n y p er -tr a n s a cti o n c h ar g e s t h at w o ul d a p pl y t o 

t h e p ur c h a s e of t h e c h e a p e st a v ail a bl e ti c k et s.  



5.24 An illustrative example showing lawful per-transaction pricing is set out below . 

• 25 111114 

Figure 11: Early-stage advertising with a mandatory £2 per-transaction charge included in 

the headline price. 

5.25 The use of per-transaction charges will not, in themselves, mean that the total 

price of a product 'cannot reasonably be calculated in advance' owing to the 

nature of the product. As explained at paragraph 4.13 above, such fees will

not normally depend on the nature of the product. The use of such fees is 

ultimately a trader's choice and, while they may reflect genuine costs incurred 

by the trader, there will usually be other ways for the trader to account for 

those costs. Traders should ensure they only use these charges if they can do 

so in a way which is compatible with their legal obligations under the DMCC 

Act. 
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5. 2 6  Tr a d er s m u st u s e a n y i nf or m ati o n alr e a d y s u p pli e d b y t h e c o n s u m er t o e n s ur e 

t h at t h e y ar e pr e s e nt e d wit h a t ot al pri c e i n cl u si v e of a n y  

p er -tr a n s a cti o n c h ar g e. F or e x a m pl e, if a c o n s u m er s e ar c h e s f or a ‘t hr e e -ni g ht 

st a y f or t w o p e o pl e’ o n a h ot el b o o ki n g w e b sit e, t h e tr a d er s h o ul d u s e t hi s 

i nf or m ati o n t o c al c ul at e t h e t ot al pri c e b a s e d o n t h o s e r e q uir e m e nt s i n cl u di n g 

a n y p er -tr a n s a cti o n c h ar g e s ( a n d a n y ot h er m a n d at or y c h ar g e s).  

5. 2 7  I n s o m e c a s e s, t h e c o n s u m er m a y h a v e t h e o pti o n of p ur c h a si n g m ulti pl e 

pr o d u ct s, or diff er e nt q u a ntiti e s of a pr o d u ct,  a s p art of t h e s a m e tr a n s a cti o n. 

At t hi s p oi nt i n t h e p ur c h a s e pr o c e s s t h e tr a d er m a y wi s h t o pr e s e nt t h e 

c o n s u m er wit h a r u n ni n g t ot al f or t h e tr a n s a cti o n b a s e d o n t h e pr o d u ct s t h e y 

s el e ct .  

5. 2 8  A n ill u str ati v e e x a m pl e s h o wi n g h o w  t hi s mi g ht b e d o n e i s s et o ut b el o w. 

F urt h er ill u str ati v e e x a m pl e s of t hi s t y p e of s ol uti o n c a n  al s o  b e f o u n d at 

p ar a gr a p h 5. 1 9 a b o v e.   

pl atf or m s h o ul d n ot c h ar g e a n a d diti o n al s u m of m o n e y t o c o n s u m er s at t h e 

e n d of t h eir or d er: t h e c o st of u si n g t h e b o o ki n g pl atf or m s h o ul d eit h er b e 

Fi g u r e  1 2 : A  pr o d u ct p a g e  wit h a dy n a mi c  ‘g o  t o ch e c k o ut’  butt o n  sh o wi n g  t he  t ot al t he 

c o n s u m e r  will  ha v e  t o pa y  t o ad d  t he  sel e ct e d  it e m t o t hei r  ba s k et,  i n cl u di n g a £ 2. 5 0  bo o ki n g  f ee. 

T h e  t ot al pri c e i s pr e s e nt e d i n a w a y t h at  th e c o n s u m er  is li k el y t o  se e it. 

5. 2 9  W h er e  a tr a d er  u s e s  a t hir d p art y b oo ki n g pl atf or m  to m a n a g e or d er s,  th e  
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i n cl u d e d i n t h e h e a dli n e pri c e of t h e pr o d u ct s (i n w hi c h c a s e t h e tr a d er’ s 

pri ci n g m o d el mi g ht h a v e t o c h a n g e), or pr e s e nt e d i n t h e a d v erti s e d pri c e s 

s h o w n t o c o n s u m er s at all st a g e s of t h e m ar k eti n g pr o c e s s, f oll o wi n g t h e 

pri n ci pl e s s et o ut a b o v e.  

E x a m p l e s of l a wf ul p e r-tr a n s a cti o n c h a r g e s 

• A ci n e m a off er s £ 1 5 ci n e m a ti c k et s a n d c h ar g e s a b o o ki n g

f e e of £ 1 p er ti c k et f or o nli n e tr a n s a cti o n s. A s t h e £ 1

b o o ki n g f e e i s a p pli e d t o e a c h ti c k et p ur c h a s e d o nli n e, t h e pri c e s h o w n o n

t h e w e b sit e f or a ci n e m a ti c k et s h o ul d b e £ 1 6. T h e ci n e m a m a y c h o o s e

w h et h er t o st at e t h at t hi s pri c e i s i n cl u si v e of a £ 1 o nli n e b o o ki n g f e e.

• A c o a c h c o m p a n y s ell s ti c k et s b et w e e n M a n c h e st er a n d L o n d o n f or £ 1 0

a n d h a s a m a n d at or y p er -tr a n s a cti o n f e e of £ 2. 5 0. T h e c o m p a n y pr o m ot e s

ti c k et s o n s o ci al m e di a st ati n g ‘ M a n c h e st er t o L o n d o n – o nl y £ 1 2. 5 0.’

• A n o nli n e ti c k et r et ail er a d v erti s e s c o n c ert ti c k et s i n it s w e e kl y e-n e w sl ett er

t h at r a n g e b et w e e n £ 5 0 t o £ 10 0  p er ti c k et. T h er e i s a £ 3 b o o ki n g f e e

a p pli e d  t o e a c h tr a n s a cti o n (r e g ar dl e s s of h o w m a n y ti c k et s ar e p ur c h a s e d

i n t h at tr a n s a cti o n). Si n c e t h e mi ni m u m pri c e t h at a c o n s u m er will h a v e t o

p a y t o p ur c h a s e a si n gl e c o n c ert ti c k et i s £ 5 3, t h e pri c e s h o w n i n t h e

a d v erti s e m e nt  s h o ul d b e ‘fr o m £ 5 3’. T h e a d v erti s e m e nt  m a y s a y : ‘ Ti c k et s

fr o m £ 5 3 - s e at s £ 5 0 -1 0 0 e a c h pl u s £ 3 p er tr a n s a cti o n ).’

• A n a c c o m m o d ati o n b o o ki n g w e b sit e off er s a n a p art m e nt wit h i n di c ati v e

pri ci n g b a s e d o n a t w o -ni g ht st a y. T h e p er ni g ht pri c e i s £ 1 0 0. T h er e i s

al s o a £ 5 0 cl e a ni n g f e e. T h e i n di c ati v e pri c e f or t h e t w o -ni g ht st a y i s

a d v erti s e d a s £ 2 5 0.

H o w s h o ul d p eri o di c p ri ci n g b e di s pl a y e d ( e g m o nt hl y c o ntr a ct s) ? 

5. 3 0  S o m e pr o d u ct s r e q uir e t h e c o n s u m er t o m a k e p eri o di c p a y m e nt s i n r et ur n f or 

o n g oi n g s er vi c e s pr o vi d e d i n e a c h p eri o d. I n t hi s c a s e t h e ‘ pr o d u ct’ i s li k el y t o 

b e t h e pr o vi si o n of s er vi c e s o v er t h e c o ur s e of e a c h p eri o d, a n d t h e ‘t ot al 

pri c e’ i s w h at m u st b e p ai d f or e a c h p eri o d. E x a m pl e s of t h e s e t y p e s of 
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contracts include subscriptions,55 monthly gym memberships and broadband 
contracts. 

5.31 Periodic contracts might be: 

• ‘rolling contracts’ where the consumer is free to cancel at any time; or

• ‘minimum term contracts’ under which the consumer makes periodic
payments (eg monthly) but commits to a minimum term (eg 12 months)
and is required to continue to receive the services for that minimum term.56

5.32 For rolling contracts, the total price will be the price that the consumer has to 
pay for each period of the contract (eg £20 per month). As with any other 
product, the total price must be inclusive of all mandatory charges the 
consumer will necessarily incur in that period.  

5.33 For minimum term contracts, the trader may comply with the requirements of 
section 230 of the DMCC Act by advertising the ‘total price’ as either: 

• The cumulative price that the consumer will have to pay over the entire
minimum length of the contract, inclusive of all mandatory charges in that
period (‘total cumulative price’). Traders who provide the total cumulative
price for their product can be confident they comply with the total price
requirements of section 230 of the DMCC Act, regardless of the pricing
structure they use. Providing the total cumulative price does not prevent
the trader from also providing other pricing information such as the size of
the monthly payments and providing the details of any additional payments
that the consumer will have to make. 57 The total cumulative price must still
presented to consumers in the invitation to purchase in a clear and timely
manner that they are likely to see; or

• The total price that the consumer pays for each period of the contract in
the same way as for a rolling contract (eg ‘total monthly price’), alongside
a prominent statement of the number of months the consumer is
committed to pay that price for. The minimum commitment period will be
part of the main characteristics of the product in this case. A total monthly

55 Subscriptions are also subject to the provisions of Part 4 Chapter 2 of the DMCC Act on subscription contracts 
which, when in force, will require certain providers of subscription contracts to state the minimum total amount for 
which the consumer will become liable under the contract. The additional rules around subscription contracts are 
outside the scope of this Guidance.  
56 Depending on the terms of the contract, the consumer may or may not continue to receive the services after 
the end of the minimum term. 
57 If the consumer is required to pay monthly, the monthly fee may be either part of the main characteristics of the 
product, or material information that needs to be provided to the consumer.  
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price may be used for minimum term periodic contracts which have both 
monthly payments and additional fees, provided the trader is still able to 
present that price in a way which complies with the requirements of 
section 230 of the DMCC Act. 58  For example, if a periodic contract 
includes a requirement to pay a one-off fee (eg an administration, set up or 
installation fee) at the start of the contract, the advertised pricing must set 
out a total monthly price for the first month that includes those fees as well 
as a statement of how much the subsequent monthly payments will be.  

5.34 As set out in paragraphs 3.24 to 3.26, the requirement to present a total 
monthly price inclusive of any relevant charges relates to how the price is 
advertised. It does not determine how or when payment is taken. For 
example, provided it does not lead to the consumer paying more overall, the 
requirement to provide the total monthly price does not prevent: 

• a pro-rata price being charged for part of the first month (eg where a trader
takes payment on the first day of the month for all its customers and a
consumer signs up for a service on the 23rd of the month); or

• a trader taking part payment of the first monthly charge at the time of sign-
up, even if service will not start until a later date (eg as a deposit).

5.35 The guidance above relates only to the requirements of section 230 of the 
DMCC Act. Some products may also be subject to more prescriptive rules 
which require that specific pricing information (eg the total cumulative price) is 
always provided to consumers. For example, the provisions of Part 4 Chapter 
2 of the DMCC Act on subscription contracts will impose additional price 
transparency requirements above and beyond those in the UCP provisions.59 
Where product or sector specific regulations apply traders must still ensure 
that they comply with the UCP requirements.  

5.36 Fixed term contracts under which the full price is due upfront are not periodic 
contracts, even if the price relates to the provision of a service over a period 
of time or the trader takes payment of the total price in instalments. In these 
cases, the total price for the service must be included in the invitation to 
purchase. For example, if a trader offers a discounted 3-month fixed term 
summer gym membership but the consumer has to pay for the full 3 months 

58 If it is not possible to present the price in a way which complies with the requirements of section 230 of the 
DMCC Act the trader would need to either change their pricing structure or present the total cumulative price for 
the contract. The trader must also ensure that the consumer is not otherwise misled about the price they will have 
to pay. 
59 The additional price transparency obligations under Part 4 Chapter 2 DMCC Act will not apply to subscription 
contracts that are ‘excluded contracts’. Section 255 and Schedule 22 DMCC Act.  
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a n d j oi ni n g f e e u p fr o nt, t h e i n vit ati o n t o p ur c h a s e s h o ul d st at e t h e t ot al 

c u m ul ati v e pri c e p a y a bl e. Si mil arl y, if a tr a d er s ell s a n o bj e ct s u c h a s a s of a 

b ut all o w s t h e c o n s u m er t o p a y f or it i n m o nt hl y i n st al m e nt s, a n y a d v erti si n g 

m u st i n cl u d e t h e t ot al pri c e f or t h e s of a (r at h er t h a n t h e m o nt hl y pri c e p a y a bl e 

u n d er t h e c o ntr a ct), a s t h e pr o d u ct b ei n g s ol d i s t h e s of a r at h er t h a n a 

m o nt hl y s er vi c e .6 0  

E x a m pl e s of l a wf ull y pr e s e nt e d m o nt hl y pri ci n g 

• A b o wli n g cl u b off er s a 1 2 -m o nt h m e m b er s hi p f or £ 3 0 a m o nt h.

T h e cl u b a d v erti s e s t h e pri c e of t hi s m e m b er s hi p a s ‘ £ 3 0 p er

m o nt h f or 1 2 m o nt h s’.

• A g y m off er s a n a n n u al m e m b er s hi p f or £ 7 0 a m o nt h wit h a £ 3 0 o n e -off

j oi ni n g f e e. T h e pri c e of t hi s m e m b er s hi p i s a d v erti s e d a s ‘ £ 7 0 p er m o nt h f or

1 2 m o nt h s, pl u s a £ 3 0 j oi ni n g f e e ( T ot al a n n u al m e m b er s hi p: £ 8 7 0)’. T h e

t ot al c u m ul ati v e pri c e h a s b e e n gi v e n s o t h e j oi ni n g f e e m a y b e pr e s e nt e d

s e p ar at el y t o t h e r e g ul ar m o nt hl y c h ar g e.

• A l o c al l ei s ur e c e ntr e off er s a 1 2 -m o nt h mi ni m u m m e m b er s hi p f or £ 2 0 a

m o nt h wit h a n a d diti o n al £ 1 0 o n e -off j oi ni n g f e e. T h e pri c e i s pr e s e nt e d a s

‘ 1 2 m o nt h s M e m b er s hi p: £ 3 0 f or t h e fir st m o nt h, t h e n £ 2 0 p er m o nt h f or t h e

n e xt 1 1 m o nt h s’. T h e t ot al c u m ul ati v e pri c e h a s n ot b e e n gi v e n a n d t h e tr a d er

i s r el yi n g o n pr e s e nti n g t h e t ot al m o nt hl y pri c e a s t h eir m e a n s of c o m pl yi n g

wit h s e cti o n 2 3 0 of t h e D M C C A ct s o t h e j oi ni n g f e e m u st b e i n cl u d e d a s p art

of t h e fir st m o nt h’ s t ot al pr i c e.

• A c ar i s a d v erti s e d o n a 3 6 -m o nt h l e a s e wit h a n ‘i niti al r e nt al c h ar g e’ of

£ 2, 4 0 0 f oll o w e d b y 3 5 m o nt hl y p a y m e nt s of £ 2 5 0. T h e ‘i niti al r e nt al c h ar g e’ i s

st at e d t o i n cl u d e a £ 3 0 0 a d mi n i str ati o n f e e p a y a bl e t o t h e br o k er. T h e q u ot e

i s al s o st at e d t o b e o n t h e b a si s of c ert ai n a s s u m pti o n s a b o ut h o w t h e c ar i s

m ai nt ai n e d a n d t h e a n n u al mil a g e.  Th e c o n s u m er m a y i n c ur f urt h er c h ar g e s

( e g if t h e y e x c e e d t h e a gr e e d a n n u al mil a g e) b ut t h e s e w o ul d n ot b e

‘ m a n d at or y c h ar g e s’ f or t h e p ur p o s e s of s e cti o n 2 3 0 of t h e D M C C A ct a n d

w o ul d n ot n e e d t o b e i n cl u d e d i n t h e t ot al pri c e. 6 1

6 0  T hi s pri c e m u st b e di s pl a y e d i n a w a y t h at t h e c o n s u m er i s li k el y t o s e e a n d u n d er st a n d  it. 
6 1  T h e e xi st e n c e of t h e s e c h ar g e s w o ul d, h o w e v er, b e m at eri al i nf or m ati o n t h at still n e e d s di s cl o s e d t o t h e 

c o n s u m er.   
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H o w s h o ul d l o c al c h ar g e s a n d t a x e s b e p r e s e nt e d? 

5. 3 7   Ma n d at or y c h ar g e s c a n i n cl u d e l o c al t a x e s, r e s ort f e e s a n d ot h er u n a v oi d a bl e 

c h ar g e s t h at b e c o m e p a y a bl e o n arri v al or d e p art ur e at h ot el s, p ort s or 

air p ort s , pi c k-u p f e e s or m a n d at or y i n s ur a n c e c o v er r e q uir e d f or r e nti n g a c ar  

(l o c al c h ar g e s a n d t a x e s). W hil e c o m m o nl y r ef err e d t o a s ‘t o uri st t a x e s’ , th e 

r e s p o n si bilit y f or p a yi n g, or at l e a st c oll e cti n g, l o c al c h ar g e s a n d t a x e s will 

n or m all y sit wit h t h e l o c al tr a d er w h o pr o vi d e s t h e s er vi c e e. g. t h e h ot el, 

a c c o m m o d ati o n pr o vi d er or c ar r e nt al offi c e .6 2  T h e U C P pr o vi si o n s t h er ef or e 

a p pl y t o t h e s e c h ar g e s i n t h e s a m e w a y  a s a n y ot h er m a n d at or y c h ar g e.  

5. 3 8  L o c al c h ar g e s a n d t a x e s will n or m all y b e r e a s o n a bl y c al c ul a bl e  a n d, 

t h er ef or e, s h o ul d b e i n cl u d e d i n t h e h e a dli n e t ot al pri c e. L o c al c h ar g e s a n d 

t a x e s will oft e n b e c al c ul at e d o n a si mil ar b a si s t o tr a v el or a c c o m m o d ati o n  

pr o d u ct s  ( e g a c h ar g e p er p er s o n, p er ni g ht ).  

5. 3 9  B ef or e t h e tr a d er h a s t h e c o n s u m er’ s s p e cifi c r e q uir e m e nt s, t h e l o c al c h ar g e s 

a n d t a x e s s h o ul d, w h er e v er p o s si bl e, b e i n c or p or at e d i nt o t h e h e a dli n e  p er  

p er s o n, p er ni g ht ( or si mil ar) pri c e  pr e s e nt e d t o t h e c o n s u m er . If i n di c ati v e 

pri ci n g i s u s e d , l o c al t a x e s a n d c h ar g e s s h o ul d al s o b e i n c or p or at e d i nt o 

t h o s e pri c e s. For e x a m pl e, if t a x e s ar e c h ar g e d o n a p er p er s o n , p er ni g ht 

b a si s, a n d t h e a d v ert i s e m e nt i n di c at e s a w e e k’ s st a y i n a c ott a g e f or f o ur 

a d ult s , t h e i n di c ati v e pri c e s h o ul d i n cl u d e t h e a m o u nt p a y a bl e i n t a x e s f or 

t h o s e f o ur p e o pl e, e v e n t h o u g h t h e b a s e pri c e f or t h e c ott a g e mi g ht n ot v ar y 

d e p e n di n g o n t h e n u m b er of h oli d a y m a k er s st a yi n g t h er e .   

5. 4 0   ‘ Fr o m’ pri ci n g m a y al s o b e u s e d i n s o m e e arl y -st a g e  a d v erti si n g  wit h t h e 

tr a d er pr o vi di n g t h e l o w e st c h ar g e t h e c o n s u m er mi g ht h a v e t o p a y ( e g w h e n 

a h ot el or d e sti n ati o n h a s a r a n g e of a c c o m m o d ati o n o pti o n s a v ail a bl e at 

diff er e nt pri c e p oi nt s). T h e ‘fr o m’ pri c e s h o ul d i n cl u d e t h e mi ni m u m m a n d at or y 

f e e s t h at a c o n s u m er w o ul d h a v e t o p a y t o st a y t h er e.  

5. 4 1  If e x c e pti o n all y n o n e of t h e a b o v e sit u ati o n s a p pl y, a n d t h e tr a d er i s u n a bl e t o 

r e a s o n a bl y c al c ul at e t h e t ot al pri c e i n a d v a n c e, t h e tr a d er s h o ul d e n s ur e t h at 

t h e c h ar g e s ar e s et o ut wit h e q u al pr o mi n e n c e n e xt t o t h e h e a dli n e pri c e.   

6 2  I nt er m e di ari e s a d v erti si n g pr o d u ct s o n b e h alf of ot h er tr a d er s will, f or t h e p ur p o s e s of t h e U C P pr o vi si o n s, 

n or m all y b e d e e m e d t o b e a cti n g o n b e h alf of t h e pr o d u ct’ s pr o vi d er a n d t h er ef or e ri s k br e a c hi n g t h e U C P 

pr o vi si o n s if t h e s e c h ar g e s ar e n ot di s cl o s e d t o t h e c o n s u m er a n d, w h er e r e q uir e d, i n cl u d e d i n t h e t ot al pri c e of 

t h e pr o d u ct.   
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5. 4 2  O n c e t h e tr a d er h a s b e e n gi v e n t h e c o n s u m er’ s s p e cifi c r e q uir e m e nt s ( e g 

h o w m a n y p e o pl e will b e st a yi n g)  t h e a p pli c a bl e l o c al t a x e s a n d c h ar g e s t h at 

will b e p a y a bl e s h o ul d b e i n cl u d e d i n t h e t ot al pri c e. 6 3  

5. 4 3  W h er e  t h e tr a d er c oll e ct s t h e t ot al pri c e, i n cl u di n g t h e c h ar g e s , dir e ctl y fr o m 

t h e c o n s u m er at t h e ti m e of b o o ki n g, t h e tr a d er will n e c e s s aril y h a v e t o 

c al c ul at e t h e c h ar g e s  (i n cl u di n g, if a p pli c a bl e, a n y c urr e n c y c o n v er si o n) a n d 

i n cl u d e t h e m i n t h e t ot al pri c e. I n s u c h a c a s e, t h e tr a d er n e e d o nl y di s pl a y t h e 

t ot al pri c e c h ar g e d t o t h e c o n s u m er .  

5. 4 4  I n ot h er c a s e s, s o m e or all of t h e t ot al pri c e m a y b e p a y a bl e l o c all y ( e g at t h e 

ti m e of c h e c k-i n or d e p art ur e fr o m a h ot el). T h e r e q uir e m e nt t o i n cl u d e t h e 

t ot al pri c e i n e a c h i n vit ati o n t o p ur c h a s e i s u n aff e ct e d b y w h e n t h e p a y m e nt i s 

t a k e n or w h o it i s p ai d t o. E a c h i n vit ati o n t o p ur c h a s e m u st i n cl u d e t h e t ot al 

pri c e i n cl u si v e of a n y c h ar g e s p a y a bl e l o c all y . 

5. 4 5  If t h e pr o d u ct ( e g t h e a c c o m m o d ati o n) i s t o b e pr o vi d e d o ut si d e t h e U K, t h e 

c h ar g e s  m a y b e p a y a bl e l o c all y i n a f or ei g n c urr e n c y, f or e x a m pl e  l o c al t a x e s 

p ai d t o a h ot el or f e e s p ai d t o a c ar r e nt al c o m p a n y  (‘ p a y l at er’ c h ar g e s). I n 

t h e s e c a s e s, t h e t ot al pri c e of t h e pr o d u ct  – i n cl u di n g t h e l o c al c h ar g e s – m u st 

still b e pr o vi d e d t o t h e c o n s u m er . T h e tr a d er m a y pr o vi d e t h e t ot al pri c e eit h er 

i n t h e f or ei g n c urr e n c y or i n po u n d st e rli n g ( £). I n eit h er c a s e, t h at pri c e 

s h o ul d b e st at e d t o i n cl u d e all a p pli c a bl e t a x e s a n d c h ar g e s .6 4  Tr a d er s m a y 

c o n v ert t h e f or ei g n c urr e n c y  i nt o p o u n d s i n t h e a d v erti s e m e nt u si n g eit h er t h e 

li v e c urr e nt e x c h a n g e r at e  a p pli c a bl e at t h e ti m e t h e i n vit ati o n t o p ur c h a s e i s 

m a d e or a r e a s o n a bl e i n di c ati v e e x c h a n g e r at e .   

5. 4 6  If a tr a d er i s pr e s e nti n g pri c e c o m p ari s o n s t o a c o n s u m er ( e g m ulti pl e 

a c c o m m o d ati o n o pti o n s i n t h e f or m of a d v ert i s e m e nts, br o c h ur e s or s e ar c h 

r e s ult s), it i s i m p ort a nt t h at t h e pri c e s ar e pr e s e nt e d o n a li k e -f or-li k e b a si s, 

i n cl u di n g all m a n d at or y c h ar g e s a n d t a x e s wit h i n di c ati v e, a n d c o n si st e nt, 

e sti m at e s of l o c al c h ar g e s  i n or d er t o all o w t h e c o n s u m er t o m a k e a 

6 3  O c c a si o n all y, l o c al t a x e s or c h ar g e s t h at ar e i m p o s e d b y g o v er n m e nt s or ot h er p u bli c b o di e s m a y c h a n g e 

b et w e e n t h e ti m e of b o o ki n g a n d w h e n t h e y b e c o m e p a y a bl e. C h a n g e s t o l o c al c h ar g e s or t a x e s i m p o s e d b y 

g o v er n m e nt or ot h er p u bli c b o di e s h a p p e n r el ati v el y i nfr e q u e ntl y a n d ar e u s u all y p u bli s h e d w ell i n a d v a n c e s o 

t hi s s h o ul d o nl y h a p p e n e x c e pti o n all y, e g w h er e a b o o ki n g h a s b e e n m a d e a l o n g ti m e  i n a d v a n c e, or a c h ar g e i s 

i ntr o d u c e d or v ari e d wit h u n u s u all y s h ort n oti c e. I n t h e s e c a s e s, a tr a d er will n ot b e c o n si d er e d t o h a v e br e a c h e d 

t h e r e q uir e m e nt t o pr o vi d e a f ull y i n cl u si v e t ot al pri c e, pr o vi d e d t h at t h e y h a d pr e s e nt e d t h e t ot al pri c e i n cl u di n g 

t h e l o c al c h ar g e s a n d t a x e s t h at w er e e x p e ct e d t o a p pl y t o t h e b o o ki n g at t h e ti m e it w a s m a d e.  
6 4  Pr o vi di n g a p artiti o n e d pri c e wit h t h e ‘p a y n o w ’ a n d ‘p a y l at er ’ c h ar g e s  i n diff er e nt c urr e n ci e s wit h o ut al s o 

pr o vi di n g a c o n s oli d at e d t ot al pri c e  i s li k el y t o br e a c h se cti o n 2 3 0 of t h e D M C C A ct ( a s w ell a s p ot e nti all y b ei n g 

mi sl e a di n g).    
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meaningful comparison between the prices advertised. Failure to do this is 
likely to mislead consumers and breach the UCP provisions. 

5.47 Where the total price includes a ‘pay now’ price and a ‘pay later’ price, the 
trader should also provide a clear and prominent breakdown of the total price. 
The breakdown should clearly set out the information required to allow the 
consumer to know what they will have to pay and when.65 If applicable, the 
breakdown should also include the details of any exchange rate conversion 
used to calculate the total cost in pounds. Subject to any limitations of time or 
space, this information should be set out alongside the total price in each 
invitation to purchase. If that is not possible, the breakdown should be 
provided no later than the stage at which the consumer will complete their 
booking. 

5.48 An illustrative example showing this information at the final purchase page is 
set out below. 

65 If part of the price needs to be paid at the hotel this will be material information that should be provided to the 
consumer.   
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E x a m pl e s of l a wf ull y pr e s e nt e d l o c al c h a r g e s a n d t a x e s  

• A tr a v el a g e nt p u bli s h e s a br o c h ur e of p a c k a g e h oli d a y s i n t h e

C ari b b e a n.  A n i n di c ati v e pri c e f or e a c h h oli d a y  i s pr e s e nt e d b a s e d

o n t w o a d ult s  tr a v elli n g o n s p e cifi e d d at e s. W h er e a p pli c a bl e, t h e

a d v erti s e d pri c e s i n cl u d e all l o c al t a x e s a n d r e s ort f e e s t h at w o ul d

b e p a y a bl e b a s e d o n t h e a d v erti s e d p a c k a g e . T h e tr a d er h a s  c o n v ert e d  t h e

f e e s i nt o p o u n d s u si n g a n i n di c ati v e e x c h a n g e r at e f or e a c h f or ei g n c urr e n c y

a n d t h e pri c e s ar e st at e d t o i n cl u d e all f e e s a n d t a x e s. T h e tr a v el a g e nt m a y

al s o c h o o s e t o s et o ut w h at  l o c al t a x e s a n d c h ar g e s a p pl y f or e a c h h ot el a n d

t h e e x c h a n g e r at e u s e d t o c al c ul at e t h e t ot al pri c e,  b ut t hi s i s n ot r e q uir e d at

t hi s st a g e of t h e p ur c h a s e pr o c e s s.

Fi g u r e  1 3 : Fi n al  pa y m e n t p a g e  f or  a hot el  bo o ki n g  w h e r e  t ax e s  will be  pa y a bl e  lo c all y  in  a 

f or ei g n  c urr e n c y. 
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• A travel agent publishes a general advertisement featuring hotels in Paris on
a room-only basis. The room price for a three-star hotel is £100 per night with
a €5.20 per person, per night local tax. Using a currency conversion tool, the
rate of tax is £5. Since the minimum price that the consumer will have to pay
is £105 for a one-night stay, the price shown in the advertisement should be
‘from £105’. The advertisement can include a statement that the price
includes the local tax.

• An online accommodation platform allows consumers to search for holiday
stays around the UK. A consumer searches for properties that can sleep four
people (two adults, two children) for seven nights. The consumer is interested
in a cottage listed in the search results that offers a special rate for week-long
stays. A local tax of £2 is also payable on a per adult, per night basis. The
trader has the consumer’s requirements (number of adults and number of
nights) so the total amount of local tax payable is calculable (£28) and should
be added to the base price of the cottage (£950). The total price of the
cottage, including all local charges and taxes, is presented as £978 to the
consumer in the cottage’s listing on the search results page.

• A resort advertises a seven-night stay for two people. The cost of the room
per night is £150 and there is an additional resort fee of £25 per person per
night. Since the minimum price that the consumer will have to pay to
purchase the resort stay is £150 per night for the room + £25 per person per
night resort fee x 7 nights, the advertisement should display the total price for
two people as £1,400. If the trader wished to also include a per night rate
(based on two people sharing), that rate would be £200.

• A travel agent advertises a 10-night, two-person stay in an overseas hotel.
The hotel charges a ‘resort fee’ of $15 per person, per night payable on
departure from the hotel. The total price of the hotel stay is presented as
£800. The advertisement states that the total price includes a $300 resort fee,
but that this will have to be paid locally at the hotel. The advertisement also
explains the exchange rate used to calculate the total price.

• An international car rental website provides a consumer with a price for a
two-week trip. The consumer selects a pick-up location in Germany and a
drop-off location in Italy. The rental price is £600. There is also a €500 one-
way drop-off fee (approx. £434), paid locally. The trader provides a total price
of £1034, and makes it clear to the consumer that the total is £600 paid now
and €500 paid locally. The trader also explains the exchange rate used to
calculate the total price.
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• T h e fi n al p a y m e nt p a g e of a n  o nli n e b o o ki n g w e b sit e s et s o ut t h e t ot al pri c e

f or t h e c o n s u m er’s st a y . A s t h e c o n s u m er h a s s el e ct e d a s p e cifi c h ot el a n d

pr o vi d e d t h eir tr a v el d at e s, n u m b er of d a y s, p e o pl e (i n cl u di n g a n y c hil dr e n)

a n d n u m b er of r o o m s, t h e tr a d er i s a bl e t o c al c ul at e t h e t ot al pri c e, i n cl u di n g

t h e a p pli c a bl e l o c al t a x e s. T h e t ot al pri c e i s s h o w n a s £ 5 0 0 w hi c h i n cl u d e s

£ 2 5 l o c al t a x e s. T h e tr a d er  h a s c h o s e n t o c oll e ct t h e l o c al t a x e s dir e ctl y fr o m

t h e c o n s u m er at t h e ti m e of b o o ki n g s o t h er e i s n ot hi n g f or t h e c o n s u m er t o

p a y l at er.  T h e tr a d er m a y c h o o s e t o , b ut d o e s n o t h a v e t o, pr o vi d e a

br e a k d o w n of c o st s i n cl u di n g a n y a d mi n i str ati o n f e e s or t a x e s a s t h e y h a v e

b e e n i n cl u d e d i n t h e t ot al pri c e.

D o c o st s p ai d t o ot h er tr a d er s n e e d t o b e i n cl u d e d ?  

5. 4 9  S o m e  i n vit ati o n s t o p ur c h a s e r el at e t o pr o d u ct s t h at will b e pr o vi d e d b y ot h er 

tr a d er s ( e g i n t h e c o nt e xt of a pri c e c o m p ari s o n sit e, br o k er  or a n o nli n e h ot el 

b o o ki n g pl atf or m). T h e r e q uir e m e nt t o gi v e t h e t ot al pri c e, i n cl u si v e of all 

m a n d at or y c h ar g e s, a p pli e s irr e s p e cti v e of w h et h er t h e c h ar g e s ar e t o b e p ai d 

t o t h e tr a d er m a ki n g t h e i n vit ati o n t o p ur c h a s e or a n ot h er tr a d er. F or e x a m pl e, 

a s di s c u s s e d i n p ar a gr a p h s 5. 3 7  t o 5. 4 7  a b o v e, st a yi n g i n s o m e 

a c c o m m o d ati o n m a y r e q uir e t h e p a y m e nt of l o c al c h ar g e s or t a x e s.  T h e s e 

f or m p art of t h e t ot al pri c e, b ut tr a d er s s o m eti m e s c oll e ct t h e s e c h ar g e s at t h e 

ti m e of p ur c h a s e w hil e at ot h er ti m e s t h e y ar e l eft t o b e c oll e ct e d at t h e ti m e of 

c h e c k- i n or d e p art ur e. T h e U C P pr o vi si o n s p er mit b ot h o pti o n s, b ut t h e 

r e q uir e m e nt t o i n cl u d e t h e t ot al pri c e, i n cl u si v e of t h o s e c h ar g e s, i n e a c h 

i n vit ati o n t o p ur c h a s e i s u n aff e ct e d b y w h e n t h e p a y m e nt i s t a k e n, w h o it i s 

p ai d t o, or t h e c urr e n c y i n w h i c h it i s p ai d.6 6     

H o w s h o ul d t ar g et e d pri c e r e d u cti o n s b e p r e s e nt e d ? 

5. 5 0  S o m e tr a d er s off er t ar g et e d pri c e r e d u cti o n s w hi c h ar e o nl y v ali d f or c ert ai n 

c o n s u m er s or s p e cifi c gr o u p s ( e g s p e ci al off er s f or n e w c u st o m er s or 

di s c o u nt s f or N H S w or k er s). T h e s e off er s m u st n ot b e pr e s e nt e d i n a w a y t h at 

w o ul d mi sl e a d ot h er c o n s u m er s a b o ut t h e pri c e t h e y will p a y f or t h e pr o d u ct. If 

a n i n vit ati o n t o p ur c h a s e i n cl u d e s s u c h a n off er, it m u st al s o m a k e e x pli cit 

w hi c h c o n s u m er s will q u alif y f or t h at off er. If it i s pr e s e nt e d a s a pri c e 

a v ail a bl e f or all c o n s u m er s w h e n it i s n ot, t hi s i s li k el y t o b e mi sl e a di n g a n d a 

br e a c h of t h e U C P pr o vi si o n s.  

6 6  F urt h er g ui d a n c e o n t h e pr e s e nt ati o n of s u c h c h ar g e s w h e n t h e y ar e p a y a bl e i n a f or ei g n c urr e n c y i s s et o ut 

a b o v e.  
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