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Who pays how much?		



You urgently need  
information sources about fees!  

 
 ! We have to talk  
   about our fees  

 
 !  We can’t negotiate  
   without these informations 

	
	
	
	
	



Let’s make a survey! 
	 	 		
	 		



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

Groundwork 



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

Be sure  
 that you know exactly how much the publisher 
 typically pays – the more colleagues you ask the 
 better  

Decide in advance  
 whether you agree with this fee (crucial for cold 
 callings. Usually newbies get less than  
 the typical fee – but you won‘t) 

       
 



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

 
Have 3 prices in mind  

 
 

    !  anchor price  
    !  goal price  
    !  exit price 

 



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

anchor price 
 the first price you will mention in the negotiation.  
 Always a little bit higher than the goal price 

 
goal price!  

 the price you actually want to achieve.  
 This is the fee you want to get in the end 

 

exit price 
 beneath this price you finish the negotiation.  
 Politely but you leave 

 
  

	



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

  

 
A little bit psychology: 



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

 

Be the first who names a price 
 

You will name the anchor price  
 
 

It‘s like a coat for your goal price 
and covers the fee you want in fact 

 
 

 
 



	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	



	

What	about	the	exit	price?	
	

If	the	difference	between	your	goal	price	and	the	editor‘s	
offer	is	too	big	you	should	finish	the	nego9a9on.		

	
Therefore	you	have	an	exit	price:		

Beneath	that	fee	you	leave.	
	

	With	a	warm	sorry		
but	you	leave	



	

How	can	you	be	sure		
that	the	editor	don‘t	want	

you	to	leave?	



	

Because	you	know		
the	right	@me	to	nego@ate.	



Nego%a%on	only	starts		
		 		when	the	publisher		

	
	

		 		has	already	accepted	 	
	your	exposé	



Let‘s	summarize:	The	Golden	Rules	
	

1.	 	 	 	When	it	comes	to	nego%a%on		

You		
will	name	the	price	

(not	the	editor)	



Golden	Rules	
	

2.	 	 	 	You	will	name	the	anchor	price		
	 	 	 	which	is	higher	than	your	goal	price	

	
	 	 	 	So	you	maximize	the	chance	
	 	 	 	to	get	what	you	really	want	

	



Golden	Rules	

	
3.	 	 	 	Pay	a?en%on	to	the	right	;me:	
	 	 	 	 	nego%a%on	only	starts	when	the	
	 	 	 	publisher	has	accepted	your	exposé	
	 	 	 		



Golden	Rules	

	
4.	 	 	 	Finish	the	nego%a%on	if	the	offered		
	 	 	 	fee	is	lower	than	your	exit	price.		
	 	 	 	Be	polite	but	leave.		
	 	 	 	This	will	not	result	in	a	good	
	 	 	 	business	partnership	



Golden	Rules	
	
5.	 	 	 	I	don‘t	work	for	the	honour.	I	don‘t		
	 	 	 	work	to	support	someone‘s	

	 	 	 	 	business.	
	 	 	 	I	am	a	professional.	And	that	means:		
	 	 	 	Good	goods	for	good	money	

	



Silence,	please!	(this	is	a	trick)	
	

If	your	counterpart	starts	to	fight	and	to	argue	
there	is	a	possibility	to	release	the	situa9on:	

silence.	
	

Don‘t	speak	for	a	while		
and	see	what	will	happen	

	
	
	



But	keep	in	mind:		
	

Good	fee	nego@a@ons		
are	always	at	eye	level.		

	
They	don‘t	mean	figh@ng!	

	
	
	
	



We	play!	
	



Building	long-term	business	rela@onships	
	

They	get	you	through	bad	9mes	
They	make	you	feel	appreciated		

They	forgive	you	mistakes	
	

	
Our	job:		

delivering	a	good	product!	
	
on	9me,	reliable,	to	the	agreed	extent,		
with	a	profound	research,	with	a	high	commitment	
to	the	text,	uncomplicated	in	post-edi9ng	

	



You	should	aim	for	a		
win-win-situa@on	

	
The	fee	is	one	of	several	

currencies.		
	

But	they	are	more.	
	

	



Other	currencies?	
If	your	fee	nego@a@on	gets	stuck	but	you	don‘t		

want	to	quit	–	ask	for:			
	

•   less	extend	=	less	9me	=	more	money	
•   follow-up	orders	=	long-term	perspec9ve	
•   acces	to	the	inhouse	database		

=	benefit	for	your	research	
•   right	to	resell	in	other	publica9ons		

=	more	money	

	



Back-up	for	freelancers:	

Modera@on,	ghost-wri@ng,	
fact-checking,	proofreading,	
press	work	for	NGOs	etc.		



Find	your	network!		
	
Some	examples	in	Germany:	
Freischreiber	
The	Riffreporter	collec9ve	
WPK,	the	science	writer	associa9on	
Hostwriter	
Netzwerk	Recherche		
Vocer	Innova9on	Day	etc.	



	
Ques@ons?	



Links	
hOps://journalismassembly.com/	
hOps://ejc.net/events	
www.freischreiber.de	
hOps://europemedialab.eu/eu-journalism-fellowship	
hOps://weltreporter.net/	
hOps://hostwriter.org/	
hOps://journalists-network.org/	
hOps://europeanjournalists.org/policy/freelance/	
hOps://www.iR.org/what/workers-rights/freelancers-rights.html	
hOps://www.journalismfund.eu/	


