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WHAT SHOULD I CHARGE?

1
“What do I charge?” is actually the wrong question. You should
be asking, “what am I worth?” What’s the value of the product
you’re delivering? And not the value to you—the value to your
client. The price you charge you should be based on the value
you offer to clients.

VALUE
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Many freelancers start out charging by the hour. It’s a fine way
to start, and it can often be easier to gauge cost and income
when you make a set amount per hour. If you want to get away
from being tied to the clock, you need to start charging per
project.

HOURLY RATES VS. PER PROJECT
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Your process should protect you from flaky clients. A
good contract should spell out and enforce all of this. This whole
process discussion might seem removed from price, but having a
solid process lays the foundation for how that price translates to
money in your pocket. Having a process sets you up as the
valuable professional and helps justify your price tag.

PROCESS
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It’s a lot of work to connect with a client, get a proposal
approved and complete a project. Why go through all that work
just to get paid once? You should be working to put every client
on some kind of recurring revenue. Recurring income gets you
the most out of each client. (And honestly, your clients are better
served by these ongoing services.)

RECURRING REVENUE
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It’s a common problem for freelancers to feel guilty for charging
more or making a profit. But it’s OK to make money. Remember,
even if you’ve done the math on what you need to survive, that’s
not enough to thrive as a freelancer (never mind that it misses
out on the value issue above). You need to be pricing for profit.

PROFIT

PRESENTS
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