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HOW TO ESTABLISH YOUR WORTH AND NEGOTIATE FEES


	 


	”Negotiating is just not for me!“ How often is this excuse used to avoid working on one’s social and sales skills? Sometimes it’s disguised as ”I just can’t stand it“ or ” I don’t need to negotiate“ or simply as ”Talking about money is beneath me!“. 


	Yet trainers, consultants, lawyers, doctors, tax counsels, auditors, architects, and freelancers who are offering, negotiating, and selling their services are frequently left dissatisfied. They are constantly disappointed by the lack of monetary appreciation shown to them, and don’t understand why they should constantly have to explain themselves. They want to be experts, not salespeople who have to justify their fees.


	At times, the tension between “I can’t ask for that much money“ and “Why are others earning such high fees?“ seems too much to bear. The hidden question is even bigger: “What can, should, and must I do better to improve my fee negotiations?”


	This is the appropriate initial question for this book and precisely my opening topic! I will provide you with the answers you seek and help you to exit the vicious circle using clearly explained strategies, examples and conversations. You will be astounded by just how many pieces influence the outcome and how they can be analyzed. Nearly every aspect can be modified and improved! That’s exactly what we’re about to do.


	 




Get up! Present differently & improve your results!


	When you are open to it, asking for good money and improving client experiences are not difficult things to do. You just have to be ready to get into the world of negotiations honestly and steadily, to discard its myths and work on your beliefs and attitude.


	You would think that this would come easily to self-employed people, as they’ve already decided to destine their own fortune. But many coaches, consultants, doctors and trainers are making their lives more difficult by falling into widely-believed traps or by not being truthful to themselves. For you, this can end right now. I will call the traps and mistakes by name and clear them from your path. You will have the means to start improving your prices immediately. 


	Of course, it would be easier to remain the victim and complain about shameless clients. If you're satisfied with that, please stop reading right now! But don’t pity yourself over tiny prices, then, stand by them! No? You want to explore how you can get more for your services? Wonderful. Let's get the biggest mistakes out of the way.


	The first misconception is to believe that everyone is born either a “Master Negotiator” or a “loser“ who just doesn't have what it takes. Believing that and putting yourself in the second category so you can call yourself a victim is rather easy.  It takes much less effort to say “I just can't do it“ than to ask “how can I make it work?“


	The second misconception is even more dangerous, and completely ignores the nature of human relationships. Telling yourself “I don't need better negotiation results, my price just can't be changed” deprives you of any opportunity to assess your objectives and chances, and to honestly evaluate your successes. 


	Both traps, ultimately, will not bring you any closer to your goals.




Leave fear and insecurities behind! 


	In my role as a client, I've become familiar with the challenges and negotiation problems many freelancers face. As the director of a vocational training institute I receive between two and ten trainer applications each month (and recently several traineeship requests as well), and I also assess and select trainers when I hire for courses and seminars. If I hadn't gained first-hand experience through this work, I never would have believed how many embarrassing and amusing situations can come up. It's astonishing how much naivety, arrogance and poor judgement some service providers bring to their work. 


	I have been self-employed since the age of 27 and have always been enthusiastic about working in a self-determined, effective and creative manner where you answer only to yourself. Because of this, I can also relate well to the service providers themselves.


	Insecurity about fee negotiations became most obvious to me when I was organizing curricula and courses for future mediators, fitness and wellness trainers, and HR experts for adult education. After studying a topic for hundreds of hours and learning the nuts and bolts of a subject you want to make a living from in future, there always remains the fear-inducing final question: “How am I supposed to offer my services and negotiate with prospective customers?”


	This book will help you find an answer to this question in your industry. It is designed to provide you with a solid base and a clear structure using the negotiation triangle, along with tips and recommendations on what works out well and what does not.


	It will hopefully be helpful for anybody who has that strange feeling about negotiating and finds themself insecure over how to proceed. It is also written as a reminder to those who like to pity themselves instead of thinking strategically about their positioning and wording in client conversations. (Granted, complaining is so much easier done than working on one’s actions!) 


	In particular, this book is meant for those who want to lift themselves up by asking what and how they can improve in their negotiations with their clients.


	There is one thing I can tell you upfront: Better negotiations lead to better results–that regularly holds true for all participants (but most importantly for yourself).


	This means improved negotiations, and consequently this book in front of you, will lead to a happier life full of self-satisfaction. This, dear reader, is something I wish for you from the bottom of my heart.


	Let’s start with the two biggest misconceptions, founded in the understating of the negotiation itself:


	 


	Misconception # 1) Negotiations are not for me


	Misconception # 2) Negotiation begins with price


	 




MISCONCEPTION 1: Negotiating is not for me – I can’t do it


	Every freelancer has encountered the question: “Why are you so expensive?“ It might be short, but nevertheless it is quite tricky and can derail an entire conversation, like in the following example:


	 


	

		


				
Client:          “Why are you so expensive?“


 


Sabine:    “Why… I… expensive…?“ stutters Sabine. She turns even paler than before. She extends the words insecurely, but stresses the ending with a sharp, high, almost insulted pronunciation. The changing expression on her face gives her inner battle away. Should she admit to charging a high price, focus on the “Why?” part and justify her calculation? Should she fight the accusation? Or should she put the emphasis on the “me“ part and start explaining what she is really made of? So many possibilities, such a bad gut feeling. She feels a pressure in her stomach that nearly overwhelms her. “Why me? I can’t do it! I hate these negotiations, help me!“


 




		


	




	 


	The question “Why are you so expensive?” is not a line dropped politely among friends, nor is it the most comfortable question for a freelancer to hear. It is targeting an area you would much rather skip. 


	And yet, if we look at it in detail it is not such a sharp weapon. When it comes down to it, it could be asked in three different ways. 


	 


	

		


				
Try it out for yourself! 


 


Ask yourself the question “Why are you so expensive?“ aloud and stress the first part, then the “you”, and lastly the word “expensive”. 


 




		


	




	 


	By using different intonations, you can play around with different shades of meaning. But you shouldn’t play around when it comes to the answer. Your response determines not only how the interview will continue, but how satisfied you will be with your pay. 


	Sabine was obviously caught off guard, she is not even sure which part to respond to. And yet it could have been so easy if she had been aware of a few basic principles! With a little bit of preparation, she would have said to herself: I can interpret this question and choose how to answer it! Politicians often do this using the same tactics, so that they can announce the “answer” that was already prepared.


	In order to achieve this, Sabine should have had her response ready to go. Instead she had nothing, or – just as bad – hadn’t practiced answering in this stressful situation. Because of this lack of preparation, she fails miserably. Again. She hates fee negotiations, negotiating is just not for her, she is sure about that. Because of this, she hates to dedicate herself to it. Thus, she is unprepared the next time around. A vicious circle!


	A much more helpful attitude is: Everybody can negotiate. We learn how in the earliest years of our childhood. Everybody can improve their negotiation skills.


	Taking responsibility for your negotiations 
will allow you to determine your own life. 




MISCONCEPTION 2:
Negotiation begins with price.


	If it is such an important topic for freelancers, and so integral in the success of a business, why are freelancers not storming workshops to train their negotiation skills? 


	This is a very interesting phenomenon and can be explained using this example:


	

		


				
A small partnership recently considered attending a “fee negotiations” seminar to practice negotiating with a broad group of their freelancers. They were unsure whether it would be helpful and took quite some time to come to a decision. Finally, they gave the following answer: “This seminar is not really relevant for us. Our rates lie in the upper third, but not right at the top (and that is appropriate for us), therefore there is never a negotiation situation. The company XYZ was the only client who tried to negotiate so far (they had to do so because procurement was under massive pressure to succeed), and in this situation we simply stayed firm knowing the price to be fair for both sides.“ 


 




		


	




	 


	You may be tempted to think: ”What a lovely, happy training agency.” However, this very trainer has been struggling with his order situation for quite some years and is still not entirely satisfied with the acquisition efforts of his partners. He handles the situation by lowering his expectations, which also happens to be much more convenient.


	In doing so this trainer has lost a lot of business. It is widely believed that negotiations start only when you attack the other party or begin to justify your prices. Many people believe that negotiations last only for the relatively short period in which they are discussing costs. This is nonsense, of course, as I have made abundantly clear in my book The Master Negotiator. The negotiation has four distinct phases and it is both unproductive and wrong to focus solely on the third phase, bargaining.


	To claim that the seminar rates “lie in the top third” is a subjective matter, a question of reference and comparison. It depends on the services, client groups, industries and regions compared and can thus fluctuate widely. 


	Hence, ”knowing their price to be fair“ is naïve, if not dangerous. Financial and real estate crises demonstrate just how quickly a seemingly fair and sustainable price can change completely. This is true for tangible products like real estate or shares in a business, but even more so for services. These have to be explained time and again in a very customized manner.


	The correct mindset is a rather different one: The negotiation starts when different interests must be aligned and agreed to. This happens regularly even before a physical encounter with the customer or client. It starts when you ask yourself questions like: “What defines me?”, “What exactly is my service about?“ and when you begin to research prices and ask “What can I ask for this?”, “How is the market going?” and in particular, “How will I sell this service to prospective customers?”


	When answering these questions, you should also plan your modus operandi in a strategic manner. This may well lead to the decision to quote final prices without offering any discounts. However, that is rather uncommon with services since the work depends on the exact job. Which level of service quality is needed? What is the time frame given? Which supplementary, preparatory and finishing efforts are asked for and will they be charged separately? What do the opportunities regarding follow-up orders, marketing and recommendations look like? In any viable business, this all has to be factored into the price.


	If this is not clear to a service provider, it will be impossible to make a considered, sustainable and all-encompassing decision. Instead it will become a matter that is considered anew in each case and relies on gut feelings. This generates a plethora of problems. First, it seldomly goes down the path it would when planned strategically, rather it brings you to a place you don’t want to take your business. Secondly, word eventually spreads of imprudent price policies, and that leads to uncomfortable conditions for any freelancer, their business relationships and their future.


	For these reasons, it’s important to clear up misconceptions when striving to develop a professional process and environment to handle your fee negotiations. 




THE NEGOTIATION TRIANGLE AND ITS THREE DECISIVE CORNERS


	 


	Yes, some of the aforementioned questions are inconvenient and some are downright difficult to answer. Rather than being uneasy and turning a blind eye, it helps if you approach them in a structured way. To start off, picture honorary negotiations as a conversation in the form of a triangle, with three critical corners:
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	 “Why” Corner: 


	Covers the “Why“ or “What for“ of the cooperation


	In this corner the service provider needs to give a clear answer to the question “What can I offer and provide that is useful and beneficial to you?” In contrast to aggressive salespeople, a good consultant might conclude that another solution or service could be more helpful for the client in their present situation. At the bare minimum, you need to figure out the needs of your negotiation partner, lest it is impossible to offer a professional service.


	 


	“Me” corner: 


	Presenting your value and contribution


	During this phase, not only the service – often the providing person, hence the Me – is illustrated. In addition, the benefits and added value the client will receive from the negotiation agreement need to be figured out. 


	 


	“Worth it” Corner 


	Price justification and rebate debate


	If the topic of rebates and price adaptations comes up, the conversation moves to a final ”Worth it“ corner. This often comes down to tactical considerations “only” and the provider’s confidence in their service and the chosen price.


	 


	The first two corners are basic pillars of any fee conversation. If they are taken care of thoroughly and correctly, the “Worth it” Corner is only necessary in a rudimentary fashion.


	Studying these three areas in depth, constantly training them, and adapting to the realities and conditions of a particular situation is the path to good client discussions. With this book I will give you the most important tips and things to think about. I do not want to pretend, however, that a book by itself will be enough to put all the techniques into practice. During my workshops on fee negotiations I repeatedly have to realize that knowledge, even theoretically known and digested, is not implemented in the decisive moment. In theory it is simple to grasp the nuances of body language or pitch, the intricacies of silence or stress. It even appears logical to combine two techniques. Similar to biking, it all seems to work on a cognitive level, but it is a completely different experience once you are sitting on the bike, or going into that negotiation to practice with real people. For that reason, I take this opportunity to invite you to have a look at www.comeon.institute and consider coming to one of my workshops. You will not only find it rewarding to actually try out the lessons from this book, but also exciting and funny!


	To go through fee negotiations 
costs time, energy and effort.
To go somewhere else instead
costs money, contracts and self-respect.


	 




CORNER 1 – WHY?
LET US FIND A SOLUTION
FOR YOUR PROBLEM


	 


	Professional fee negotiation: Take 1


	Michael is working as a coach and is very good at his job. Unfortunately, his order situation is rather unsatisfactory. He is teaching workshops at adult education centers and schools and does the occasional counseling sessions, but he finds it hard to make ends meet. With the intention of changing that, he recently upgraded his skillset and successfully completed his qualification as a mediator. 


	He learns from a fellow student that her friend Charlotte needs some help with her divorce and they are interested in outside support. Michael summons some courage and calls his potential client Charlotte: 


	

		


				
Michael:    Good evening! My name is Michael. My colleague Vera told me that you could use a mediator regarding your divorce?


Charlotte: Yes, thank you for calling. My husband and I want to separate and we urgently need help from a mediator.


Michael:   (Hears the demand and gets to the point)


Yes, I am a qualified and registered mediator. It is so much more economical than litigation, and much better for the whole family, in particular for the children! Do you have children? Either way it doesn’t matter, it’s best for your future relationship if you decide your own path. I won’t meddle in your affairs, I only accompany your process in order to make it possible for you, as experts on the conflict, to come to a sustainable agreement. 


Charlotte:   How much will that cost us?


Michael:   Cost? Well, about €220 per hour. 


Charlotte:  So much? I need to think that over.


Michael:    You want to consider it? Yes, please do. Get back to me. But the first session is free anyway. Well, goodbye! 


Charlotte:   Thank you for the information. Goodbye.


 




		


	




	 


	Michael will need to wait a long time for Charlotte’s call. I dare say even that she will probably never call back. Why not? Well, Michael has given some important pieces of information in his self-presentation (“Me” Corner). However, he forgot that his service offer is only valuable for Charlotte if she understands how to utilize it. With his arguments he certainly has not met her needs. Let us have a closer look at his arguments (the “keys“ he decided to use). 


	Michael asserts that his mediative approach in conflict consulting is the best option because:
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