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1. When do you bring up the payment policy?

When I present the proposal, unless they ask about it earlier.

2. What types of payment do you get?

Checks and Credit Cards

3. How do you charge them (Clients) hourly or over all?

Both.  For proposal we do a set cost, for billable work it’s done hourly, broken down into 15-minute increments

4.  What’s the most popular type of web-site you do: retail or informational?

Informational

5. What’s the most stressful part of each project?

Meeting timelines and dealing with “scope creep”

6. What’s the worst mistake you’ve ever made? How to avoid it?

Underbid a project by a few hundred hours.

Either get completely detailed with the proposal, or make the proposal more open-ended and add lots of hours to cover it.

7. What’s the most ridiculous situation you’ve ever had with a client?

Don’t work with Dot Com companies, period.  Every client I have had that wanted to build the next YouTube/MySpace has ended up being a problem.  Either they don’t pay or they change the scope of what they want every time you talk to them.

8. How often do you have to charge late fees that don’t pay on time?

Majority of my clients pay correctly and on time, 20% become issues and less than 5% end up never paying.  By the way, did I mention never work with Dot Com companies?

9. How do you stress the importance of getting what you need from the client on time in order to meet deadlines?

Try to set client deliverables in the timelines and then bug them continually.  They will freak if we miss a deadline, but have no issues taking weeks to get us something we need, like content.

10. What are your two favorite colors used together?

My favorite colors don’t come into play, it’s the clients color scheme that we work with.  But for web sites, I like blue and white with black text the best.

11. What are some rules of thumb about dealing with clients who want to keep expanding on their original idea after the original agreement?

You have to stand up to clients.  Acknowledge what a great idea they have, but then let them know it wasn’t part of the original proposal, that you can certainly put together a work order change to cover it.  Sometimes I let things slip by that are in that “gray” area, that will always occur, but other times I do take this approach with a client, they are usually receptive to paying the extra cost and that it will affect the launch date.

This one trait is the hardest one to learn.  You have a fine line between “nickel and diming” a client to the point of irritation weighed against having a project run many hours over budget and loosing money on that client.

12. What are some key elements to have in a contract with a client?

Payment terms, what your responsibilities include, guarantees and an end of project sign-off process

13. How often do you deal with non-paying clients, and what is the best way to deal with them?

Occasionally.  We have a letter of agreement we have them sign if they need more time to pay for a project than what they initially agreed to.  We rarely use a collection agency, but will if forced.

14. Is it worth to go through a Search Engine and Optimization specialty company?

Depends on the client’s goals.  Some of our clients are very interested in being found on the search engines, some don’t want to be found at all, others don’t care either way.  This is one of the things we determine during the discovery phase.

