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I have written about this topic in Secrets of
the Game Business (Charles River Media, 2003)
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% I haven't starved to death.
+ Yet.
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“ How about Days Of Our Lives?

“» Do you hate talking to strangers?
* Strangers who owe you lots of money?

< Have you been late at your own wedding?

< Will you develop an ulcer if you go three
months without receiving a check?




Lesson 1: Some People Are Not
‘Meant To Be Freelancers

“*However, one question to which you
-

Do you have your spouse's permission?

“Make sure you do before you hang
up your shingle in the den..

Lesson 2: Set Your Own

~ % The #1 reason why people go freelance is
to be their own bosses..

“ But what does that mean, really?
~ <% It means you are now responsible for

than he was last year at the same date?

« Freelancer's criteria: Depends on what
matters to you; be honest with yourself!




€SSon 5. ... em:

“ Your goals, and your goals alone, should

< Stick to your goals, even if it means making
sacrifices in matters of secondary

-~ imporfance fo you.

Lesson 4: Postpone
Procrastination

_ % The #2 reason why people go freelance is
to stop wasting time in commutes, pointless
meetings, etc.

ree agents can eas|

« "Well", in this context, meaning: "In ways

that further your goals.”

« Thus, for some people, watching Days
-~ Ouwr Lives countst




€sson 5. baranCe 1S raramoun

“ When you work at home, it's hard not to

will deliver bad work to your clients.

< But don't procrastinate all the time, either!

Section B
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€sson 6. Khow

“* Full-time staff (FTS) sell tfime, expertise,

versatility or wisdom.

« Trust: Yes, especially since you're not

chance of landing you in prison.

“*Realistically, not every assignment
you will receive will be wonderfully
stimulating.

perform, but know what you can
- 9 e




Lesson 8: Know Whom You Are
Selling To

“ Your first target should be people who

even better.

< Then, be visible - but don't expect visibility

~ to generate income fast, reliably or even in

€e 0 bl VEry Year
s Fi I , :

« Depending on your goals and priorities,
your target income can be much higher

expenses.
+25% of sales, +/- 5%, is t

~ + Anything above 50% of sales is an IRS
~ magnet.
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“ How many hours a year are you actually

« .. And time you spend at trade shows,
maintaining your skills, marketing

~ % Nevertheless, you should base your typical
hourly rate on no more than 800 billable
hours a year.

R itghments




+Managing your money.

“Mainfaining your skills.




Lesson 13: Always Deliver

“ If you fail, even one measly little time:

% So don't promise more than you can deliver.

« The client may be willing to wait until you
-~ are available.

«If not, refer a trustworthy colleague
~— and you will have two people indebted to

-—vyo4t. ———

<« Be up-front about your rates.
~— multiple deliverables and/or IP are
~ of your annual income, look for more
clients.

“ If the figure reaches 50% or 75%, you may
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Lesson 14: Paranoia Is Good

—<» Make your payments stop-and-go
milestones.

three months of income.
looking for that next assignment.
« Touch it only as a last resort.

~ <% Charge by the hour, not at a fixed price
per deliverable.
« Otherwise, the client has every incentive
~ +to abuse your time.

the revisions the client is entitled to,
and when requests for revisions must be
{116 5 © = — e —— —
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industry, but most companies can't fathom
integrating the Internet into their

-~ business practices.

than regular FTS.

<« Hiring you as a remote contractor is
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Lesson 17: Marketing Is
"Expensive

#* Time is your most precious commodity.

« Cold calls are, by and large, a depressing
waste of time.

children.

< Don't waste your time on people who:
~ = Say that all collaborators must relocate
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€SSoh . are 10 be Greeay

<+ Don't be afraid to ask for a high rate.

$50.
“ Resist the temptation to lower your price

% On ihe oihep hand ihe R“Ie of 8““ does

give you a margin for negotiation in special

any more.
+ Some assighments are just too much fun

~ to pass up, even if they pay poorly.
: | — oadli
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Lesson 21: nercumg = Bad

“ If you price yourself cheap, you need to

unsustainable;

« When compared to 1,000 hours billed at
, wha ) ours bi

have a corporate expense account -
not when you're a one-man band.

“Offering gifts in exchange for

business is called a bribe. Any
assignments you get that way reek of

sulphur.
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€sson . powntime 1S G000

% To a freelancer, a six-week period with few

« It recharges the batteries.

It gives you time to look for unforeseen

e : | wisd . I
work harder than FTS. Don't buy it.

% Any boss who demands unpaid overtime isa

they aren't paying you enough.

« Any assignment you miss because of
vacation has to be a) very small, or b) a
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Summary

% Make sure that freelancing is right for you.

“ Market yourself relentlessly - not
foolishly.

+*Read ecrets of the Game Business
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