Remember when you say no: You’re not being difficult, you’re being professional. Saying no can be good because clients
respect pros who act like pros. And having clear boundaries protects both sides.

1. Use the “happy to... with” formula
Client ask: “Can you also create a quick explainer video to go with the presentation?”
Your response: “/’d be happy to do that — with a new milestone at [$X].”
<~ Why it works: You're saying “yes” but pairing it with a condition. That keeps you helpful without giving away free work.

2. Anchor to the original agreement

Client ask: “Could you also manage the social media posts after writing the blog?”
Your response: “That’s outside what we agreed on. Would you like me to add it as a separate deliverable?”

<~ Why it works: It points back to the contract instead of personal preference. This keeps the discussion about fairness, not
feelings.



3. Offer options, not obstacles

Client ask: “Can you also write case studies along with the website copy?”

Your response: “Sure, we can: (A) swap the case studies in place of some web pages, (B) add them as a new milestone for $X], or (C)
roll them into a phase two project. Which works best for you?”

<~ Why it works: Instead of blocking the request, you give the client choices. That makes them feel in control while keeping the
scope realistic.

4. Use time as a negotiation lever

Client ask: “Can you also add custom graphics to this report?”

Your response: “Happy to add that, but it’ll extend the delivery by about three days. Do you want me to update the schedule?”

<~ Why it works: It shifts the focus away from just money and shows that extra work impacts the timeline. That makes the trade-off
clear and puts the decision back on the client.

5. Deploy the “goodwill exception” (sparingly)

Client ask: “Could you also add a couple of extra slides to the deck?”

Your response: “I'll take care of this one as a one-time courtesy. Just so you know, similar requests in the future will be billed at [$X].”
<~ Why it works: You keep the relationship positive by saying yes this time, while clearly setting the boundary for next time so it
doesn’t become the norm.



6. Don’t justify, clarify

Client ask: “Can you do another round of revisions on the design?”

Your response: “The scope included two rounds of revisions, and we’ve completed those. Any additional changes will be billed
hourly.”

<~ Why it works: You stick to the facts without overexplaining. It keeps the conversation neutral, professional, and easy to agree with.

7. Flip it into an upsell

Client ask: “Can you also design a landing page to go with the ads?”

Your response: “That’s a great idea for phase two. | can put together a proposal for an expanded project if you’d like.”
<~ Why it works: You validate the client’s request while turning it into a paid opportunity, not free extra work.

8. Set boundaries with gratitude

Client ask: “Could you also add social media captions to go with the blog posts?”

Your response: “Thanks, | appreciate the idea. To keep everything fair and on track, I'll treat the captions as a new request with its
own milestone.”

~~ Why it works: You start by showing appreciation, which softens the boundary. Then you redirect the request into proper scope,
keeping the relationship positive and professional.



9. Mirror technique
Client ask: “Could you also add competitor research, keyword analysis, and some visuals on top of the blogs?”
Your response: “So you’d like me to add competitor research, keyword analysis, and visuals on top of the blogs we agreed
to?”
<~ Why it works: By calmly repeating the request back, you make the “extra” work obvious. Clients often catch themselves
and either scale it back or open the door to discussing additional cost/timeline. After they catch themselves, you can follow up
with one of the other techniques like, “I’d be happy to add all that. Would you like me to create new milestones for them?”

10. Blame the process, not yourself

Client ask: “Can you also add 10 product descriptions to the project?”
Your response: “I’d love to help with that. The way | run projects, any extras like product descriptions just get added as a new

milestone. That way everything stays clear for both of us.”
<~ Why it works: You’re not the “bad guy” saying no. By shifting responsibility to a standard workflow, you keep things

professional, fair, and nonpersonal.

11. Use “instead of...”

Client ask: “Can you also design a custom infographic for the blog?”
Your response: “Sure, | can create the infographic instead of the social media graphics we originally scoped. Or, if you’d like to

keep both, | can add the infographic as a new milestone for [$X].”
_~ Why it works: You’re not saying no; you're offering a swap. The client sees that you’re keeping the workload balanced

while giving them the choice to add more if they’re willing to pay.



12. Future-proof with “next time”
Client ask: “Can you also create a short video version of this presentation?”
Your response: “That’s a great idea. Let’s flag it for the next project so we can build it in properly. For this one, I'll stick to the
presentation we scoped.”
<~ Why it works: You acknowledge the client’s idea without derailing the current project. It protects your scope while planting
the seed for repeat business.

13. Silence is a tool
Client ask: “Can you throw in a few extra logo variations at no charge?”
Your response: “/’d be happy to create those — let’s add a new milestone for [$X].” (Then stop talking. Don’t explain, don’t fill
the space. Just wait.)
<~ Why it works: Most people feel uncomfortable with silence. By pausing after you set the boundary, you give the client
space to process and then agree without pushback.

14. Frame pushback as collaboration
Client ask: “Can you also add a competitor analysis to the report?”
Your response: “That’s a great idea for improving the project. To do it properly, I'll add a new milestone at [$X]. Want me to
draft that now so we can move forward?”
<~ Why it works: You set a boundary while sounding collaborative. The client feels supported, not blocked, and sees you as a
partner in getting the work done right. This is a slight twist to tips 1 and 3.



Final tip

Use Upwork tools for protection. They’re your proof if there’s ever a dispute.
e  Fixed-price contracts: Add new milestones
e  Hourly contracts: Track every minute in the Work Diary
e  Messages: Confirm everything in Upwork Messages



