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Negotiating isn’t about saying magic words that can hypnotize clients into paying higher rates or 
giving a raise. Yet many freelancers approach client negotiation with either fear or distaste, like it’s 
some black art.

This is where this guide comes in. It will help dispel common misgivings you may have about 
negotiating with clients by showing you five concrete, actionable steps you can take to prepare for
a negotiation. 

Learn how to 
- analyze your client’s business,
- prove your worth,
- build a strong case for your rates, and even
- prepare for possible objections.

By the end of this guide, you should feel more confident to negotiate above average rates with 
incoming clients, to ask for a raise with current ones, or to be generally comfortable when 
discussing rates. Let's get started.

1. Find Out Your Client’s Goals and Problems

Before you can actually negotiate, you have to know as much as you can about your client’s 
business. For current clients, you already have the benefit of familiarity with your client’s 
business, it’s just a matter of filling in some of the things you might not know yet. But if they are a 
new client, you can set up a preliminary meeting or ask them to fill up a client brief or 
questionnaire.

Let’s take a minimalist approach here because it’s easy to get lost in asking clients 50 different 
questions and yet miss how all this info will fit together. There are only two things you should 
focus on: 

- your client’s goals and
- their problems.

Later on, this information will come in handy when you position yourself as the freelancer who can
help them reach their goals or solve their problems.

Here are some questions to ask to identify your client’s goals:

- What's the number one, most important goal that you have for your business this year?
- If there was only one goal you want your business to achieve this year, what would it be and why?
- Which potential opportunities could make the biggest difference in your business right now?
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Here are the questions that can help you uncover the problems, frustrations, or obstacles that your 
client is currently facing:

- What's the most painful/frustrating thing about your business right now?
- What’s the most challenging thing about your typical workday?
- Which barriers or obstacles are getting in the way of your success?
- Which aspects of your competitors’ businesses keep you up at night?

Note: The more you do this, the more you’ll find universal problems and goals across most 
businesses. 

For example, attracting and retaining more customers is often important to small business owners. 
You can see this reflected in surveys such as this one from Constant Contact, which found that 
“how to attract new customers” is the top concern for both B2B and B2C small businesses. 

Another survey from Inc.com found that for 91-percent of small businesses, seeking new U.S. 
customers was a key part of their business plan. Over time, you’ll become better at guessing 
possible problems and goals before you even talk to the client, as you'll have more experience with 
their type of business and the market.

If you want to go beyond generic goals and problems, try to identify more specific areas you can 
address, especially if it’s relevant to the project you’ll be working on. For example:
- In their past experiences working with developers, what frustrated them the most?
- If the social media campaign you’re hired to run turned out perfectly, what do they think it would 
be like?
- What’s their perfect mental picture of what it would be like to work with a designer like you?

To summarize, invest in finding out where your clients want to go with their business and what’s 
getting in their way. Not only will this give you a stronger negotiating position later, it will also 
demonstrate that you’re not negotiating just for the sake of getting more money—there’s value in it
for the client as well.

……………………………………………………………………..

Target Language

hypnotize clients

like it’s some black art

dispel common misgivings 

concrete, actionable steps

build a strong case

current clients

have the benefit of 
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Target Language

fill up a client brief or questionnaire

come in handy

reach their goal

identify your client’s goal 

potential opportunities

uncover the problems

frustrating 

challenging

barriers or obstacles getting in the way

universal problems 

seeking new U.S. customers

go beyond generic goals

 perfect mental picture  

invest in finding out

getting in their way

give you a stronger negotiating position 

there’s value in it

TASK: Use the 15 target vocabulary items to WRITE a brief summary 
of the negotiation tips above.
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