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[0 O So, first of all, make sure you understand what the client wants andneeds. Wants and needs are different
concepts. The client may want "A,,but your experience may indicate that he needs "B". Be prepared for someclient
education at this point.[J [J But once you have agreed as to the nature of the job at hand, you have toquote a price.
This, of course, requires that you have a firm resolve concern-ing what you will charge for your services. Most
translators | know do not. They do establish a price schedule, but they start revising it down as soon asthey are
aware there is a client at the opposite end of the telephone line andcan not but stammer an answer.1 [ This
probably arises from two factors:[J [0 1[0 most of us are afraid to losethe job and O 200 many of us find charging
for our work a Bit embarrassing orfind our fees somewhat excessive —— although most of us claim we are
under-paid.
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