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Measure Your Impact

Increase the chances of a negotiation swinging in your favor by having concrete proof of the 
value you provide. Any freelancer can say that they’re writing articles, redesigning a website, or 
building an app—but these things are just the product. They are not the value you provide and they 
don’t do a good job of communicating the impact of your contribution to the business. And it’s 
this impact that you need to track because, ultimately, that’s what clients are paying for.

How important are you to the client you’ll be negotiating with? 

This question seems simple enough to answer but, when you think about it deeply, it’s hard to come 
up with an answer that doesn’t seem like guesswork. This is why quantifying your impact is such 
an essential part of negotiating. The good news is that there is a simple way to show just how 
important you are (or could be) to your client’s business:

Step 1: Gather Specific Positive Feedback

Even if you’re a beginning freelancer who’s only worked on a handful of projects, odds are you’ve 
already received positive feedback about your work. This feedback can come in handy during 
negotiating.

Search your email inbox for previous email exchanges with your clients. If you’re negotiating with 
a current client, specifically look for their emails. If you’re negotiating with a new client, any 
previous feedback from your clients will come in handy. Start collecting this positive feedback into
a file. 

If you communicate with your clients in other ways, such as instant messaging, social media, or a 
project management app, search those channels for any praise as well. Just remember to take note 
of the date they gave you that feedback and why. That way, when you bring it up again, you can be 
specific about the context.

This step works best if the feedback you receive is as concrete as possible. For example “Excellent 
job overall!” is not as compelling as “Thanks for redesigning our website. Our recurring customers 
love the new look!”

If you find that you’re lacking concrete client feedback, now might be a great time to indirectly 
request one through a potential. Here are some questions you can ask:
- What are my most important contributions to your business?
- Which business goals did you achieve with the help of my services?

We often think of feedback as something that’s only useful when we want to improve or when we 
need validation that we did good work. But, as you’ll see from this exercise, positive feedback can 
also prove that you’re a safe investment.



English for Adults
Business Administration (4)

Source: http://business.tutsplus.com/tutorials/preparing-for-client-negotiations-the-complete-guide--cms-23927

Step 2: Gather Concrete Outcomes You’ve Accomplished

When it comes to proving your worth, appreciative words can only go so far. To really seal the 
deal you’d need to gather concrete proof of the things you’ve accomplished—preferably if it’s 
quantifiable. This is different from just showing a portfolio of your work. Usually, a portfolio just
presents a list of your projects and or a showcase of the finished product. For this step, you’d have 
to dig deeper and find the data that shows exactly what your client accomplished as a result of your
finished product. The data you’d need would depend on the services you provide.

There are two different ways to get this data:
- track it yourself or 
- use publicly available data. 

Here are some examples of the data you can use:

Publicly Available Data

 Online writers can track social media shares, number of comments, and if their work has been 
cited/shared by thought leaders. SEOs can track search engine rankings of their clients’ websites 
for important keywords and how their clients   rank   compared to their competitors. App developers 
can track the number of downloads to their app, as well as any public reviews.

Data You Can Track Yourself

Marketers—from consultants to social media marketers—often have the advantage of having 
analytics reporting as part of the services they provide. Apart from being a service, this helps justify
a marketer’s role in a client’s business. Web designers, as part of their services, can use heatmaps 
on webpages to see the parts of the page users tend to click on, or A/B testing of redesigned pages.
There are some productivity analytics that might be useful, depending on how you frame it. You can
also track how many hours you worked on the project and equate it with time the client could have 
spent working on it alone. You can also track how quickly you finished the project, especially if you
turned in your deliverables early.

When you have enough time to prepare before a negotiation with a current client, you can ask them 
to provide the data needed to measure your impact. One way to do this is to tell them that you’d 
appreciate access to this information because you’d like to help improve those numbers—
something you were going to do anyway if you’re committed to helping your client with their 
business.

To find out which data would be useful to you, list all the key services you’ve provided to your 
clients in the past. Which ones have had the most significant positive impact on their business? Try 
to measure that impact quantitatively. Many of the things we do for clients have a measurable 
impact and, if we look hard enough, we can find a way to prove it.
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Target Language
swinging in your favor
concrete proof 
 the impact of your contribution to
ultimately
quantifying your impact 
odds are
received positive feedback  
come in handy
channels
be specific about 
compelling
potential
validation
a safe investment
concrete outcomes
appreciative words 
seal the deal
quantifiable
portfolio of your work. 
track social media shares
thought leaders
search engine rankings 
rank
justify
heatmaps on webpages
equate it with
measure your impact.
improve those numbers 
list all the key services
quantitatively.
 measurable impact

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


