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CHARGE WHAT YOU’RE WORTH FOR JOURNALISTS
Extra wisdom and tips to accompany the Audio CD by 

Ros Toynbee, Director of The Career Coach (www.thecareercoach.co.uk)

On worth…

1. You aren’t paid for the hours you put in. You’re paid for the value you provide. The sergeant is paid more than the squaddie because the value he provides is perceived to be more than the squaddie’s.
2. The keys to charging more are to 

(a) Know the value you provide – what do you offer compared to other journalists? What other value do you provide to your editor (or client)?

(b) Ensuring the editor (or client) knows it – by asking them questions of value “e.g. What one thing do you most enjoy about my articles?” or “What benefits have you discovered since outsourcing your client newsletter to me? How has it saved you time or money? How have your customers responded to the new look?”
(c) Asking for more! You can’t get what you don’t ask for.
The more unique your offering or the value you provide, the more you can charge.
3. If you don’t set your price, the world will set it for you. Never undersell yourself.
On charging for it…

1. The minimum you should be charging is based on the following formula:
Ideal yearly income

Number of days you want to work

E.g. If you want to earn £40,000 and the average freelance journalist works 200 days a year, your daily rate should be £200. Use this rate to work out the costing for the job (but don’t tell them your daily rate since it gives them an excuse to compare you with someone else’s daily rate)
2. The maximum you can charge is based on your value and the market. You won’t know just how high you can go until you test it. Test, don’t guess! Start increasing your prices gradually until the number of commissions you get drops. Then drop your price to just before that point.  
3. It’s true that some papers/markets, won’t accept that rate. You have a choice. Take it, burn out and be poor. Or ditch what no longer works for you, free up time for new better paid work and enjoy your life.
4. If all of this scares you, remind yourself that other people do it and succeed. So why shouldn’t you?
5. The way to become more confident when asking for fees is to push yourself right out your comfort zone and just do it. Don’t wait until you feel confident because that moment may not come. Confidence grows from taking action; it grows from the legs up. When you do land that job for a fee you never imagined you could get, then you’re inner confidence will rocket. Until then, act “as if”.

Strategies when raising your fees…

1. When increasing your price to regular clients be bold and tell ‘em how it is. Prepare what you’ll say e.g. “From (next month) I will be charging X for my services. Let me know this is okay with you.” Then do it. Don’t enter into negotiations. Assert your right to be paid fairly for the job you do.

2. If they try to drop your fee, don’t discount. Re-assert your price and the value they’re getting for it and wait for their response. If they still don’t accept, take away value not your price. E.g. My fee for this feature will be X. The feature will include 2 photographs, a case study etc… If the editor then wants it for less, tell them they can have it for X less Y, however they won’t get the photographs. Or they’ll lose the case study. What would they want to drop?
On taking the long view…
1. Write a vision of what you want for your business and what you want it to give you. You should be running your business. Your business shouldn’t be running you. Then when you’re making decisions about fees or anything else, it will keep you on track.
2. Develop a niche. If you already have a niche, exploit it more or find a more specialist and profitable niche.

3. Write down your definition of an “ideal editor” (or client). Include not only the type of outlet or company, but also what they’re like to work with and their ability to pay well and promptly. Create an action plan to find and work with them.

4. Every 6 months, ditch every client or piece of work you hate. This will free up more room for your ideal clients. Refer them to someone who is happy to work for less (and feel the relief!)
5. Consider corporate work – yes, it really is easy money. It’ll give you a steady flow of income and avoid you having to take work on you’d rather not.

6. Outsource invoicing and chasing up. You waste valuable fee-earning time doing something that others can do more effectively (and you avoid having to have nasty conversations with your editor)
These tips are also covered in our one day workshop “How to Ride the Feast and Famine of Freelance Life”. If you would like to find out the dates of when this is next running – or find out more about coaching and how it can help you to earn more and work less, call 020 7383 0714 or email ros@thecareercoach.co.uk. 
A special discount of 15% off is available only to journalists who have bought this CD. Remember to quote the code 1000 to take advantage of this offer.
“Charge What You’re Worth for Journalists” is produced by The Career Coach. For more information 

on coaching and workshops, go to www.thecareercoach.co.uk or call 020 7383 0714. 
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