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LIMITATION OF LIABILITY/DISCLAIMER OF WARRANTY AND/OR LEGAL NOTICES:


The information presented in this book represents the author’s view alone as of the date of publication and should not be taken as expert instruction or commands. It is strictly for informational and educational purposes. The author reserves the right to alter and update her opinion based on new data at the rate information changes.


While the author has made her best effort to verify the information provided in this publication, the author accepts no responsibility for errors, inaccuracies, or omissions. This publication is for informational purposes only, and she makes no representations or warranties concerning the accuracy or completeness of the contents of this document. Any slights of people, institutions, or organisations are unintentional. When advice concerning legal or related matters is required, the service of a fully qualified professional should be sought. You should be aware of any laws that govern business transactions or other business practices in your country. Any financial numbers or statistics referred to here or on any of my websites are estimates or projections and should not be considered exact, actual, or a promise of potential earnings. All numbers are illustrative only. The author expressly disclaims any implied warranties of merchantability or fitness for a particular purpose. No warranty may be created or extended by sales representatives, promoters, or written sales materials. The author shall not be made responsible for or liable for any loss of monies or any damages, including commercial profits, but not limited to personal or other incidental or consequential damages.


Because of the rate at which information changes on the Internet, individual links and website information contained in this publication may have changed. The author makes no representations about the accuracy of the web information shared. Readers of this publication need to accept full responsibility for their actions. They should consult with a professional about their own circumstances before following anything in the book.






NOTE: Guidelines for Teaching Contracts is a republished, completely revised short book version of chapters previously published under The Teacher’s Guide to Pricing Matters, by Janine Bray-Mueller, 2019, BoD - Books on Demand, Norderstedt, Germany.








Do You Need


Teaching Contracts?
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There are no rules (governing a teaching service) unless you put


them into place yourself


That is why you should always set payment rules from the


beginning


As a foundation for your work, contracts set up shared communications between yourself and the customer concerning receiving and giving tuition.


It also sets the groundwork for negotiations when things go wrong.



How to avoid late paying students


What happens when students don’t pay or forget to pay on time? Well… There are no rules unless you put them there yourself.


The same is true for freelance teachers if they don’t want to suffer high blood pressure because they haven’t (yet) been paid. When a teacher’s income is jeopardised, the iron ball of desperation rolls. Its metal sound is the first grinding note that ‘tolls death’ for any entrepreneurial freelance teaching service.




	Should I ignore the receivable (the debt)? Or extend the time and allow the student to pay later (and continue working with them)?


	Should I forget the receivable? Can I accept losing not just my money but also my time as well?


	Should I sue? (Can I afford to go to court?)


	Should I ‘fire’ the student and lose future business with them?


	Should I give incentive discounts to pay early and to pay on time?


	And so on…






Make rules (pay upfront and have a contract)


How do you make sure you are paid on time? The easiest method is to make rules in your business and stick to them. It’s far better to lose a non-paying student than to have sleepless nights when you cannot pay your bills.


When you have your student sitting before you, make sure you define:


1. The scope of lessons, course, seminar-workshop and time frame


2. The rules for cancelling lessons or seminar-workshops


3. When the student is expected to pay and what happens when payment is late (direct and associate customers)




Who are direct customers?


Your direct customers are private students and companies you have found and won yourself through your marketing efforts.


Who are associate customers?


Associate customers (schools and institutes), on the other hand, find students and customer for you. You have not been involved in finding these students yourself.






Penalty clauses for late or breach of payments


Penalty clauses are not uncommon in commercial businesses, especially when the ordered services and delivery times are critical.


Should penalty clauses be included when customers don’t pay on time or cancel too late? The colleagues most at risk provide large training projects (such as workshops and speaker presentations). They have to weigh the consequences of not being paid (without penalty) against ‘prestige’ factors.




	Does the contracted work present (a much-desired) future opportunity in their careers? For example, TED Talks.





• Would the size and reputation of the company on the commercial, industrial, or educational markets be an important asset to their portfolios?


A penalty is not normally necessary for private students unless we heed Marcus Tullius Cicero (106–43 B.C.) statement still used today: ‘the exception that proves the rule.’1


Let’s face it. Some individuals can become the worst repeat culprits. For these clients, late cancellation penalties (loss of lesson plus the lesson fee) must apply for all our students and not just companies. Be aware that company managers may not care about the penalty clause because it’s not their money. However, private customers feel (personal) financial pain. So they become much more aware of the consequences when they don’t show up, cancel too late, or pay too late.


Penalty clauses in the European Union (EU)


It is good to know that the European Union has created support programmes targeting small and medium-sized enterprises (SMEs). Teaching freelance services are also considered SMEs and fall under the protective ‘Directive 2011/7/EU of the European Parliament and of the Council of 16 February 2011 on combating late payment in commercial transactions Text with EEA relevance.’ You can obtain more information by visiting the following EU web pages:




	The 2011/7/EU Directive (available in several languages): https://bit.ly/EU_Directive_2011



	The EU Late Payment Directive can be found on: https://bit.ly/EU_LatePaymentDirective



	Statutory interest rates
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