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Higher Higher 

rates?rates?



How to get higher How to get higher 

rates?rates?

The art of trying to influence The art of trying to influence 
something, which is something, which is 

influenced by strong forces influenced by strong forces 
and to compete with many and to compete with many 

competitors.competitors.
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ParametersParameters

ÂÂ YP:  Years as professional YP:  Years as professional 

ÂÂ EC:  Exams, certificates etc.EC:  Exams, certificates etc.

ÂÂ OC:  Outsourcer country OC:  Outsourcer country 

ÂÂ SLA: Source language ability SLA: Source language ability 

ÂÂ TLA: Target language abilityTLA: Target language ability

ÂÂ TCL: Target country locationTCL: Target country location

ÂÂ NS:   Negotiation skillNS:   Negotiation skill
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On target country locationOn target country location

ÂÂ Many outsourcers believe in the Many outsourcers believe in the 
logic that if you live in the logic that if you live in the 
country where the target country where the target 
language is spoken, the chances language is spoken, the chances 
are higher that the translation are higher that the translation 
will be good will be good 
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Target language abilityTarget language ability

ÂÂ Many outsourcers believe in the Many outsourcers believe in the 
logic that if you translate into logic that if you translate into 
your native/prime language the your native/prime language the 
chanses are higher that the chanses are higher that the 
translation will be goodtranslation will be good
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Danilo Noguiera (Brazil):Danilo Noguiera (Brazil):

ÂÂ If you translate into a foreign If you translate into a foreign 
language, your style will be nonlanguage, your style will be non --
native. If you translate into your native. If you translate into your 
own language, you'll miss the own language, you'll miss the 
point of the original... You can't point of the original... You can't 
win. win. 



Rate factorRate factor

Your rate factor is:Your rate factor is:

LP x YP x EC x OC LP x YP x EC x OC 

x SLA x TLA x SLA x TLA 

x TCL x NSx TCL x NS
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Your rateYour rate

ÂÂ LAR:  Language pair average rateLAR:  Language pair average rate

Rate calculation:Rate calculation:

LAR x RF (rate factor)LAR x RF (rate factor)
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Things you can influenceThings you can influence

ÂÂ Your presentation: ProZ.com profile, Your presentation: ProZ.com profile, 
your own homepage, CV etc.your own homepage, CV etc.

ÂÂ Choice of specialtiesChoice of specialties

ÂÂ Display of expertise: KudoZ, articles, Display of expertise: KudoZ, articles, 
papers, content of jobs done, good papers, content of jobs done, good 
work references work references 

ÂÂ SelfSelf -- confidence: KudoZ and other confidence: KudoZ and other 
peer activities. Try to find out your peer activities. Try to find out your 
standing in the market.standing in the market.
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The secret:The secret:

ÂÂStand out, raise above theStand out, raise above the

crowd, òMake yourself rareò crowd, òMake yourself rareò 
(Henry) Be distinguishable(Henry) Be distinguishable

ÂÂ Inspire confidenceInspire confidence

ÂÂ Inspire contactInspire contact

ÂÂ Inspire sympathyInspire sympathy

ÂÂDo good workDo good work
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Inspire confidenceInspire confidence

Put yourself in Put yourself in 
the outsourcerôs the outsourcerôs 
position and position and 
reflect:reflect:
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Inspire confidenceInspire confidence

Does what you say seem Does what you say seem 
plausible?plausible?

ÂÂAre you boasting? (òSuper Are you boasting? (òSuper 
qualityò, òAlways on timeò, qualityò, òAlways on timeò, 
òBetter than the originalò etc.)òBetter than the originalò etc.)

ÂÂ Are you making unrealistic Are you making unrealistic 
claims (ò4000 words/dayò)claims (ò4000 words/dayò)
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Inspire confidenceInspire confidence

Do you seem trustworthy?Do you seem trustworthy?

ÂÂDo you seem to tell a fa­ade Do you seem to tell a fa­ade 
story or do you appear to live story or do you appear to live 
it?it?

ÂÂSolution: Keep very close to Solution: Keep very close to 
the truth and state what you the truth and state what you 
have done/are doing, NOT have done/are doing, NOT 
what you could do or purport what you could do or purport 
to do.to do.
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Inspire Inspire confidenceconfidence

Do you appear KEEN to get work?Do you appear KEEN to get work?

ÂÂ Does your presentation convey  interest Does your presentation convey  interest 
in getting work or does it give the in getting work or does it give the 
impression  of a dutiful exercise ?impression  of a dutiful exercise ?

ÂÂ Do you seem to be easy to contact?Do you seem to be easy to contact?

ÂÂ Do you accommodate the customer?Do you accommodate the customer?

ÂÂ Do you go the extra mile?Do you go the extra mile?
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Inspire confidenceInspire confidence

Do you inspire sympathy?Do you inspire sympathy?

ÂÂ Do you tell your personal story?Do you tell your personal story?
ÂÂ Does your story convey an impression Does your story convey an impression 

of who you are and what you stand for?of who you are and what you stand for?
ÂÂ Have you established a personal Have you established a personal 

relationship with the outsourcer? Have relationship with the outsourcer? Have 
you invested time and money on a you invested time and money on a 
phone conversation?phone conversation?
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Inspire confidenceInspire confidence

ÂÂ Who are you ?Who are you ?

ÂÂ Are you anonymous ?Are you anonymous ?

(member? moderator(member? moderator

verified member?) verified member?) 

ÂÂ Do you introduce  Do you introduce  

ÂÂ yourself (photo)?yourself (photo)?
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Who are you?Who are you?

ÂÂ About me (from http://www.proz.com/profile/1749About me (from http://www.proz.com/profile/1749

I am a graduate (Civilekonom = B.Sc.(Econ)/MBA) of the Stockholm I am a graduate (Civilekonom = B.Sc.(Econ)/MBA) of the Stockholm 
School of Economics and a former reserve officer.School of Economics and a former reserve officer.
I have the Cambridge Certificate of Proficiency, First Grade and KDS I have the Cambridge Certificate of Proficiency, First Grade and KDS --
Kleines Deutsches Sprachdiplom (so has wife Sylvia, see below).Kleines Deutsches Sprachdiplom (so has wife Sylvia, see below).
I have run my own business for 27 years, 13 of them in Germany, having I have run my own business for 27 years, 13 of them in Germany, having 
marketed Swedish products in 5 languages in Sweden, Germany and marketed Swedish products in 5 languages in Sweden, Germany and 
Europe for 30 years.Europe for 30 years.

ÂÂ Returning to Sweden in 1996 I started translating professionally Returning to Sweden in 1996 I started translating professionally 
(deu/eng/fra/esl>swe). (deu/eng/fra/esl>swe). 

ÂÂ SylviaSylvia (17 years in Germany, where we met) gradually joined me on a (17 years in Germany, where we met) gradually joined me on a 
partpart -- time basis. Today she carries the major load and brilliantly too. time basis. Today she carries the major load and brilliantly too. 
We work with MS Office 2003, Trados Freelance 7.0, MS FrontPage 2000We work with MS Office 2003, Trados Freelance 7.0, MS FrontPage 2000
We have our office in the village of Trªsk in the High Coast World Heritage We have our office in the village of Trªsk in the High Coast World Heritage 
area, 500 km north of Stockholm, where the air is clear, the lake water is area, 500 km north of Stockholm, where the air is clear, the lake water is 
drinkable (see drinkable (see http://www.MatsWiman.sehttp://www.MatsWiman.se ), the moose delivers the snail ), the moose delivers the snail 
mail and bear and lynx make courteous visits. mail and bear and lynx make courteous visits. 

http://hem.passagen.se/matswiman/


Inspire confidenceInspire confidence

Act like a pro !Act like a pro !
ÂÂ Ask for the original source textAsk for the original source text

ÂÂ Ask for Word format (you should Ask for Word format (you should 
translate, not do office work)translate, not do office work)

ÂÂ Criticize work plan if called forCriticize work plan if called for

(ôScold the customerô)(ôScold the customerô)

ÂÂ Suggest improvementsSuggest improvements

ÂÂ Correct the source text Correct the source text 
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Inspire confidenceInspire confidence

Facilitate contact !Facilitate contact !

ÂÂ Make yourself easy to be contacted:Make yourself easy to be contacted:

Show address, eMail, phone number, Show address, eMail, phone number, 
fax number, SKYPE namefax number, SKYPE name

ÂÂ Show willingness to help. (KudoZ, Show willingness to help. (KudoZ, 
BrowniZ, Forums) BrowniZ, Forums) 

ÂÂ Introduce yourself as a personIntroduce yourself as a person

ÂÂ Build a personal relationship. Build a personal relationship. 
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Your ratesYour rates

Do not be timid !Do not be timid !

ÂÂ Are your rates serious or are they just Are your rates serious or are they just 
a basis for negotiation?a basis for negotiation?

ÂÂ Be prepared to lose a job because Be prepared to lose a job because 
your rate is òtoo highò? (Educate your rate is òtoo highò? (Educate 
customers!)customers!)

ÂÂShow your rates!Show your rates!
(controversial!)(controversial!)

ÂÂ Prepare and train arguments for your Prepare and train arguments for your 
rates!rates!
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CommunicateCommunicate

Rates is always a question Rates is always a question 
of communication.of communication.

Be flexible! Be flexible! 

(If it is possible)(If it is possible)
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NegotiationNegotiation
((É É Danilo Noguiera, Brazil)Danilo Noguiera, Brazil)

ÂÂ ñCan I have this back within three ñCan I have this back within three 
days? I am really pressed here.ò days? I am really pressed here.ò 

ÂÂ ñSure.ò ñSure.ò 
ÂÂ ñHow much will that be?ò ñHow much will that be?ò 
ÂÂ ñUSD$ 1500.ò ñUSD$ 1500.ò 
ÂÂ ñIsnôt that too much for a threeñIsnôt that too much for a three-- day day 
job?ò job?ò 

ÂÂ ñI can do it in one week if it will make ñI can do it in one week if it will make 
you feel betterò. you feel betterò. 
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PM standard trickPM standard trick

ÂÂñCan I have a ñCan I have a 

ÂÂdiscount on that?ò discount on that?ò 

ÂÂñWhy?òñWhy?ò



Standard rate argumentStandard rate argument

ÂÂñWe have a better quote. Lots of ñWe have a better quote. Lots of 
translators are willing to accept translators are willing to accept 
the job at more sensible rates, the job at more sensible rates, 
you know.ò you know.ò 

ÂÂñWell, lots of clients are willing ñWell, lots of clients are willing 
to pay me the rates I quoted.òto pay me the rates I quoted.ò



silence silence 
ÂÂ ñWe have a quote that is lower than ñWe have a quote that is lower than 
yours by a good 20 percent.ò yours by a good 20 percent.ò 

ÂÂ ñé [Silence]ò ñé [Silence]ò 

ÂÂ ñHello! I said we have a quote that is ñHello! I said we have a quote that is 
lower than yours by a good 20 lower than yours by a good 20 
percent.ò percent.ò 

ÂÂ ñYes, I heard you the first time.ò ñYes, I heard you the first time.ò 

ÂÂ ñIsn't there anything you wish to ñIsn't there anything you wish to 
say?ò say?ò 

ÂÂ ñNo.òñNo.ò



Supply and demandSupply and demand

ÂÂñWhat is your best rate?ò ñWhat is your best rate?ò 

ÂÂñUSD X.ò ñUSD X.ò 

ÂÂñJesus, how did you arrive at ñJesus, how did you arrive at 
that astronomical sum?ò that astronomical sum?ò 

ÂÂñSupply and demand.òñSupply and demand.ò



The paper argumentThe paper argument

ÂÂñWhat is your best rate?ò ñWhat is your best rate?ò 

ÂÂñUSD X.ò ñUSD X.ò 

ÂÂñThatôs much for a piece of ñThatôs much for a piece of 
paper?ò paper?ò 

ÂÂñNo, sorry, I don't charge for the ñNo, sorry, I don't charge for the 
paper. That goes free with the paper. That goes free with the 
translation. The price is for translation. The price is for 
putting words on paper.òputting words on paper.ò



SpacesSpaces

ÂÂñYou do not have to translate ñYou do not have to translate 
spaces. So we do not pay for spaces. So we do not pay for 
them.ò them.ò 

ÂÂñVery good. I will deliver the job ñVery good. I will deliver the job 
without spaces.òwithout spaces.ò




