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If there’s one thing that we creatives all 
seem to struggle with, it’s money.
How much to charge, how to strike a 
deal, how to overcome our natural 
shyness – It’s a minefield of things 
we’d rather ignore and get back to 
making and doing the things we love.

The trouble is once you start selling your 
stuff, like it or not, you’re a business and 
that means getting a grip on the cash.

This three step course will break it down into
a few simple game plans that will make the 
whole issue a lot simpler and easier than you 
might think but most importantly, it’ll put you in 
charge of your own income.

Right, let’s get started...

INTRODUCTION



 FAKE IT ‘TIL YOU MAKE IT

TAKE CHARGE
Rather than avoiding the subject, get used to being the one who brings up the 
subject of money in the first place. After all, you don’t mind the person on the till at 
the supermarket asking you to pay for what you’ve chosen, so why should anyone be 
uncomfortable about you charging for what you do? 
You’ll find that most people will appreciate you taking charge – they’re probably as 
uncertain as you are about what your work costs, so don’t be shy about telling them.
 
To be fair, this takes practice but it’s worth getting into the habit of taking the 
initiative generally: The next time a friend says “Let’s meet up soon” 
try fixing the date, time and venue yourself. You’ll find that 
in almost all situations they’ll be glad that you took
ownership of the situation and made life easier.
for the both of you.

GET THE FACTS
Before you can estimate what a job’s worth, you have to 
have all the facts.

If, say, it’s an illustration you’ll need to know the style, the 
size, what it’s being used for, the deadline and the type of 
client you’re dealing with (A pic of Granny’s pet hamster 
Gerald isn’t going to be the same as a Dairylea cow going 
on a gazillion wrappers). 
Once you’ve got all the info, take time to do your
research and have a think before coming back to them 
with a price. Never quote on the hoof, if they’re serious 
they won’t mind waiting.

Emailing saves you having to look into their cold dead 
eyes while you give them the news that they’re going to 
have to sell a kidney to afford you.



SOUND LIKE YOU MEAN IT.
When speaking to a client, never put a question mark on a price.
£100? sounds like you’re not sure yourself - £100! is a statement of cost.
Just removing that question mark will make a significant difference to your annual 
income.

DON’T BLINK.
This is the oldest trick in the book but it really works: When presenting a cost to a 
client in person, state your price AND ZIP IT! 
It’ll feel desperately awkward but hang in there, keep schtum and one of three things 
will then happen: Either 
 
1. They’ll go purple and fall off their chair, in which case they probably can’t afford 

you anyway, but you can then find out what they were expecting to pay and nego-
tiate.

2. They’ll squirm a bit but say yes (again, Bingo!)
3. They’ll grab your arm off for a deal in which case you’ll know to charge more 

next time.

Remember, nobody has ever died from being given a quote!

ASK!
It’s always worth asking what
their budget is. You’ll be amazed 
at how many people will happily 
tell you what they’d like to 
spend, which gives you an 
idea of whether they’re a 
serious prospect or a 
daydreaming optimist 
with no idea of real values.
 
Again, go away and have a think and if their budget sounds reasonable, add a bit on 
for good measure. 
The phrase you want to hear is “It’s a bit more than I imagined, but ok”. Bingo! 



 PHRASES TO AVOID
If you do it for free I can get you a lot more work like it”
(Think about that for a minute…)

“It’ll be good exposure for you” 
Which means more people will know you work for nothing.

“Do this one for free and you can charge for the next job” 
You’ll never hear from them again.

“You’ll gain lots of Brownie points”.
 There are no such things as Brownie points in the real world.

It is possible to work without money changing hands but only if there is some 
tangible benefit to you 
“ Play live in my restaurant for free and you can eat your own body weight 
in pizza for the next year” 
for instance, unless it’s Hawaiian, in which case run away.

YOU CAN’T MAKE A LIVING BY 
   CHARGING NOTHING

If you work for free, they’ll value your work at zero.



WHAT TO CHARGE

AGAIN - ASK!
If you’re not sure what the going rate for your type of work is, talk to other creatives in 
your field and ask what they charge.
Most artists can’t help talking about themselves (me included) and are only too 
happy to burble on for ages about what they’re worth.
Don’t be shy, the more people you talk to the better you’ll understand what is a 
reasonable price for you to charge in different situations.

WORK OUT WHAT YOU NEED.
So, as a very basic estimate of what you need, work out what you cost.
How much do you need each month/ week/day/hour to cover your living expenses? 
Calculate accordingly.
By having a basic rate as a starting point it gives you the confidence to value your 
work, and allows you to go up or down to fit different opportunities.
As time goes on you’ll develop an instinct for what to charge. It might take a little 
while, but it will come.



If you’re just starting out  you’ll 
probably be feeling like an 
imposter for even daring to ask 
people to pay for what you enjoy 
doing, but you are entitled to be 
paid for your work and if it’s good 
there’s no reason not to make 
a living from it. Be honest with 
yourself. Look around at the work 
of other creatives in your field and 
ask yourself what level you are at. 
Nobody starts out experienced – 
it’s going to come with practice 
and time – but don’t undersell 
yourself either. 
When your work is genuinely up 
to a professional standard, then 
charge the full professional price 
for it even if you’re relatively new 
to it. They’re buying your work,
not your CV. Just because all your 
followers on Instagram tell you 
you’re a genius doesn’t 
necessarily make it so. 
Look around you, see what the 
competition are doing and use 
your own judgement.

HELP, I’M A BEGINNER!



 THE DREADED PAPERWORK

Ok, so you’ve started selling your wares and you 
have a nagging feeling that the Taxman is going to 
jump out of the bushes and demand everything
right back to the odd quid your Nan slipped you 
when you were ten. DON’T PANIC!

HMRC aren’t going to be interested in you 
until you’ve been going for at least a year, 
so don’t worry about it just yet. 
There’s plenty of information available about being self employed
and avoiding debtors prison but we can cover all that another time.

HOWEVER….
From the moment you start selling your work it’s really important 
that you keep an accurate record of each transaction.

Also, keep receipts for all the equipment and materials you need 
to buy in order to create the stuff you’re selling. 
 
The Taxman is only interested in the PROFIT you make each year, not the
TOTAL cost of being an illustrator, tattoo artist, musician or owl stuffer etc.
As long as you keep records of everything you receive and everything you spend 
you’ll be alright.



IN CONCLUSION

This might seem a tad daunting, and you might even be thinking that it’s ok to be a 
romantic starving artist  dreaming beautiful dreams, foraging in bins and refusing 
to be affected by the whole horrid issue of money, but it can be surprisingly 
enjoyable. Despite what some people will have 
you believe, it’s perfectly possible to have a 
fulltime career as a creative person with a 
good standard of living, but you’re going
to have to believe in yourself, learn 
your craft and take yourself seriously 
as a business. Oh, and by the way, 
it’s a ton of fun. Getting it right, pricing it 
accurately and delivering the goods to a happy
client who can’t wait to sell the family jewels 
and spend it on you can really give you a crinkly 
mouth. And if it means you can spend more time 
doing what you love, being a creative free range 
chicken rather than a tiny grey hamster in the
corporate treadmill then so much 
the better.
And who knows, maybe you can 
slip your Nan the odd quid now 
and then as well...

                                      


