
!
!
!

�  



!
!
!
!
!

Copyright	
  ©	
  2014  
!

!



!
TABLE	
  OF	
  CONTENTS	
  

INTRODUCTION	
   5	
  

WHAT	
  &	
  WHY	
   6	
  

BENEFITS	
  OF	
  FREELANCING	
   6	
  
ARE	
  THERE	
  ANY	
  DRAWBACKS?	
   7	
  
TAKEAWAYS	
   7	
  

CHOOSING	
  YOUR	
  PATH	
   9	
  

WRITER/EDITOR	
   9	
  
DESIGNER	
   9	
  
PROGRAMMER	
   10	
  
VIRTUAL	
  ASSISTANT	
   10	
  
CONSULTANT	
   10	
  
OTHERS	
   11	
  
COMBINING	
  SKILLS	
   11	
  
WHICH	
  ONE	
  SHOULD	
  YOU	
  CHOOSE?	
   11	
  
TAKEAWAYS	
   12	
  

BRANDING	
  YOURSELF	
   13	
  

BECOMING	
  A	
  SPECIALIST	
   13	
  
CHOOSING	
  A	
  NAME	
  FOR	
  YOUR	
  FREELANCING	
  BUSINESS	
   13	
  
CREATING	
  (OR	
  BUYING)	
  A	
  LOGO	
   14	
  
SETTING	
  UP	
  A	
  WEBSITE	
   14	
  
E-­‐MAIL	
  &	
  SOCIAL	
  MEDIA	
   15	
  
TAKEAWAYS	
   16	
  

FINDING	
  WORK	
   17	
  

ONLINE	
  FREELANCING	
  SITES	
   17	
  
SOCIAL	
  MEDIA	
   18	
  
BLOGGING	
   18	
  
FORUMS	
  AND	
  MESSAGE	
  BOARDS	
   19	
  
COLD	
  CALLING/EMAILING	
   20	
  
WORD	
  OF	
  MOUTH	
  	
   21	
  
THINGS	
  TO	
  KEEP	
  IN	
  MIND	
   21	
  
TAKEAWAYS	
   22	
  

PRICING	
   23	
  



CALCULATING	
  YOUR	
  TARGET	
  RATES	
   23	
  
QUOTING	
  POTENTIAL	
  CLIENTS	
   24	
  
INVOICING	
   24	
  
IF	
  A	
  CLIENT	
  DOESN'T	
  PAY	
   25	
  
TAKEAWAYS	
   25	
  

CONCLUSION	
   26



!

IntroducWon	
  

Millions	
  of	
  people	
  from	
  all	
  over	
  the	
  world	
  work	
  as	
  online	
  freelancers,	
  and	
  more	
  	
  
join	
  their	
  ranks	
  every	
  day.	
  Most	
  of	
  us	
  have	
  at	
  least	
  one	
  skill	
  or	
  talent	
  that	
  others	
  
would	
  be	
  willing	
  to	
  pay	
  for,	
  making	
  a	
  freelancing	
  career	
  the	
  ideal	
  choice	
  for	
  
anyone	
  who's	
  >red	
  of	
  the	
  "9	
  to	
  5"	
  lifestyle	
  and	
  wants	
  to	
  try	
  being	
  their	
  own	
  
boss.	
  

In	
  this	
  book	
  you'll	
  learn:	
  

• The	
  advantages	
  (and	
  disadvantages)	
  of	
  working	
  as	
  a	
  freelancer	
  

• The	
  different	
  "paths"	
  available	
  to	
  freelancers,	
  and	
  how	
  to	
  pick	
  the	
  one	
  
that	
  suits	
  you	
  best	
  

• How	
  to	
  brand	
  yourself	
  and	
  stand	
  out	
  from	
  the	
  compe>>on	
  

• Why	
  you	
  should	
  specialize	
  in	
  something	
  

• How	
  to	
  set	
  up	
  a	
  simple	
  website	
  for	
  your	
  services	
  

• Where	
  to	
  find	
  clients	
  and	
  how	
  to	
  market	
  yourself	
  

• How	
  to	
  set	
  your	
  prices	
  and	
  handle	
  payments	
  from	
  clients	
  

• What	
  to	
  do	
  when	
  a	
  client	
  doesn't	
  pay	
  

• ...and	
  much	
  more!	
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What	
  &	
  Why	
  

The	
  concept	
  of	
  freelancing	
  is	
  nothing	
  new.	
  The	
  term	
  was	
  originally	
  coined	
  by	
  
author	
  Sir	
  Walter	
  ScoN	
  in	
  his	
  famous	
  novel	
  Ivanhoe,	
  describing	
  knights/warriors	
  
who	
  worked	
  as	
  mercenaries.	
  They	
  were	
  "free	
  lances"	
  in	
  the	
  sense	
  that	
  they	
  
hadn't	
  sworn	
  loyalty	
  to	
  anyone,	
  op>ng	
  instead	
  to	
  fight	
  for	
  the	
  highest	
  bidder.	
  

In	
  many	
  ways,	
  this	
  defini>on	
  holds	
  true	
  today.	
  A	
  freelancer	
  is	
  a	
  self-­‐employed	
  
person	
  that	
  sells	
  his	
  or	
  her	
  services	
  to	
  a	
  variety	
  of	
  employers,	
  usually	
  on	
  a	
  
project	
  basis	
  (although	
  on-­‐going	
  contracts	
  are	
  also	
  quite	
  common).	
  

While	
  freelancing	
  has	
  always	
  existed	
  in	
  one	
  way	
  or	
  another,	
  it's	
  become	
  much	
  
more	
  widespread	
  in	
  recent	
  years	
  thanks	
  to	
  the	
  Internet.	
  Today,	
  anyone	
  can	
  try	
  
their	
  luck	
  as	
  a	
  freelancer	
  with	
  nothing	
  more	
  required	
  than	
  a	
  computer,	
  an	
  
Internet	
  connec>on	
  and	
  some	
  spare	
  >me.	
  

Benefits	
  of	
  freelancing	
  

Most	
  freelancers	
  will	
  probably	
  agree	
  that	
  the	
  freedom	
  of	
  seTng	
  their	
  own	
  
schedule	
  is	
  one	
  of	
  the	
  main	
  benefits	
  of	
  freelancing.	
  Want	
  to	
  start	
  working	
  at	
  8	
  
pm,	
  and	
  go	
  to	
  bed	
  in	
  the	
  early	
  morning?	
  In	
  most	
  cases	
  this	
  won't	
  be	
  a	
  problem,	
  
as	
  long	
  as	
  the	
  work	
  is	
  delivered	
  on	
  >me.	
  You're	
  able	
  to	
  take	
  breaks	
  whenever	
  
you	
  want	
  throughout	
  the	
  day,	
  and	
  no	
  one	
  will	
  find	
  out	
  if	
  you	
  grab	
  a	
  liNle	
  
nap>me	
  in	
  the	
  aXernoon.	
  

Although	
  freelancers	
  may	
  not	
  always	
  be	
  able	
  to	
  pick	
  and	
  choose	
  freely,	
  they	
  do	
  
have	
  a	
  large	
  of	
  control	
  over	
  what	
  kind	
  of	
  work	
  they	
  do.	
  If	
  you	
  don't	
  like	
  the	
  
prospects	
  of	
  a	
  par>cular	
  assignment,	
  you	
  can	
  choose	
  to	
  simply	
  skip	
  it	
  and	
  find	
  
something	
  you	
  like	
  beNer.	
  Of	
  course,	
  being	
  too	
  choosey	
  is	
  a	
  luxury	
  most	
  
freelancers	
  can't	
  afford,	
  at	
  least	
  not	
  when	
  first	
  star>ng	
  out.	
  	
  

Freelancing	
  is	
  also	
  a	
  great	
  fit	
  if	
  you're	
  mainly	
  looking	
  for	
  some	
  extra	
  income	
  to	
  
supplement	
  your	
  regular	
  job.	
  As	
  a	
  freelancer,	
  it's	
  possible	
  to	
  work	
  as	
  liNle	
  as	
  a	
  
couple	
  of	
  hours	
  per	
  month.	
  This	
  is	
  also	
  perfect	
  for	
  students,	
  who	
  may	
  
occasionally	
  find	
  themselves	
  with	
  a	
  lot	
  of	
  free	
  >me.	
  



Are	
  there	
  any	
  drawbacks?	
  

There	
  are	
  a	
  few	
  major	
  drawbacks	
  to	
  freelancing.	
  In	
  many	
  ways	
  they're	
  directly	
  
related	
  to	
  the	
  advantages;	
  the	
  other	
  side	
  of	
  the	
  coin	
  if	
  you	
  will.	
  

For	
  instance,	
  the	
  extreme	
  flexibility	
  may	
  be	
  a	
  blessing	
  in	
  many	
  cases	
  but	
  it	
  can	
  
also	
  be	
  a	
  curse.	
  If	
  you	
  know	
  you've	
  got	
  all	
  week	
  to	
  complete	
  a	
  project,	
  and	
  no	
  
one	
  watches	
  over	
  your	
  shoulder	
  to	
  make	
  sure	
  you're	
  progressing,	
  it's	
  easy	
  to	
  
keep	
  pushing	
  it	
  forward	
  un>l	
  deadline	
  is	
  just	
  a	
  day	
  away.	
  No	
  doubt,	
  freelancing	
  
requires	
  a	
  great	
  deal	
  of	
  discipline,	
  especially	
  if	
  you're	
  working	
  from	
  home	
  
where	
  there	
  are	
  many	
  distrac>ons	
  calling	
  for	
  your	
  aNen>on.	
  

Another	
  big	
  drawback	
  is	
  the	
  lack	
  of	
  job	
  security	
  -­‐	
  also	
  a	
  direct	
  result	
  of	
  the	
  
increased	
  freedom	
  to	
  find	
  your	
  own	
  work.	
  This	
  is	
  especially	
  apparent	
  when	
  
you're	
  just	
  star>ng	
  out,	
  when	
  new	
  clients	
  may	
  be	
  few	
  and	
  far	
  between.	
  That's	
  
why	
  it's	
  usually	
  a	
  good	
  idea	
  to	
  not	
  go	
  full-­‐>me	
  into	
  freelancing	
  right	
  away,	
  but	
  
rather	
  work	
  your	
  way	
  up	
  to	
  it.	
  

Finally,	
  compe>>on	
  is	
  fierce	
  among	
  freelancers	
  today,	
  especially	
  for	
  those	
  
working	
  globally.	
  A	
  freelance	
  writer	
  for	
  example,	
  may	
  find	
  himself	
  compe>ng	
  
against	
  freelancers	
  from	
  developing	
  countries	
  who	
  are	
  able	
  to	
  make	
  a	
  
comfortable	
  living	
  on	
  10%	
  of	
  the	
  wage.	
  Many	
  of	
  these	
  workers	
  require	
  only	
  a	
  
couple	
  of	
  dollars	
  per	
  hour,	
  which	
  of	
  course	
  is	
  impossible	
  for	
  most	
  people	
  to	
  
compete	
  with.	
  That's	
  why	
  it's	
  important	
  to	
  carve	
  out	
  a	
  niche	
  for	
  yourself	
  where	
  
you	
  aren't	
  compe>ng	
  directly	
  for	
  these	
  low-­‐pay	
  jobs	
  -­‐	
  more	
  about	
  that	
  later.	
  

Takeaways	
  

• Freelancing	
  has	
  exploded	
  in	
  popularity	
  in	
  recent	
  years	
  because	
  of	
  the	
  
possibili>es	
  offered	
  by	
  the	
  Internet	
  

• For	
  many	
  people,	
  the	
  freedom	
  and	
  ability	
  to	
  set	
  their	
  own	
  schedule	
  is	
  the	
  
best	
  thing	
  about	
  freelancing	
  

• Working	
  as	
  a	
  freelancer	
  means	
  having	
  a	
  great	
  deal	
  of	
  control	
  over	
  your	
  
work	
  



• The	
  freelancing	
  marketplace	
  is	
  very	
  compe>>ve,	
  and	
  it's	
  prac>cally	
  
impossible	
  to	
  compete	
  head-­‐on	
  with	
  workers	
  from	
  developing	
  countries	
  
(unless	
  you	
  live	
  in	
  one	
  too!)	
  

• It's	
  best	
  to	
  not	
  go	
  into	
  freelancing	
  full-­‐>me	
  right	
  away,	
  but	
  rather	
  work	
  
your	
  way	
  up	
  slowly	
  and	
  build	
  up	
  a	
  clientele 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Choosing	
  Your	
  Path	
  

What	
  you	
  can	
  do	
  as	
  a	
  freelancer	
  is	
  limited	
  only	
  by	
  your	
  own	
  imagina>on,	
  and	
  
the	
  exis>ng	
  demand	
  in	
  the	
  marketplace.	
  You're	
  not	
  even	
  limited	
  to	
  working	
  in	
  
just	
  one	
  field	
  -­‐	
  many	
  freelancers	
  combine	
  all	
  of	
  their	
  skills	
  into	
  a	
  unique	
  
offering.	
  

Here	
  are	
  a	
  few	
  examples	
  of	
  the	
  most	
  popular	
  freelancing	
  careers:	
  

Writer/editor	
  

Writer	
  is	
  perhaps	
  the	
  occupa>on	
  that	
  is	
  most	
  commonly	
  associated	
  with	
  
freelancing,	
  and	
  for	
  good	
  reason:	
  a	
  survey	
  by	
  Elance,	
  an	
  online	
  freelancing	
  
marketplace,	
  found	
  39%	
  of	
  their	
  workers	
  were	
  mainly	
  offering	
  wri>ng	
  and	
  
edi>ng	
  services.	
  

Since	
  "anyone"	
  with	
  a	
  decent	
  grasp	
  of	
  grammar	
  can	
  write,	
  it	
  is	
  probably	
  the	
  
most	
  compe>>ve	
  of	
  the	
  possible	
  paths	
  to	
  take.	
  There	
  is	
  always	
  great	
  demand	
  
for	
  skilled	
  writers,	
  but	
  it	
  does	
  require	
  some	
  marke>ng	
  skills	
  to	
  make	
  yourself	
  
seen	
  and	
  heard,	
  and	
  rise	
  above	
  the	
  cut-­‐throat	
  compe>>on.	
  

Designer	
  

Whether	
  it's	
  graphic	
  design	
  in	
  general	
  or	
  web	
  design,	
  this	
  is	
  also	
  a	
  popular	
  path	
  
to	
  focus	
  on	
  among	
  freelancers.	
  It	
  may	
  be	
  a	
  liNle	
  less	
  crowded	
  compared	
  to	
  
wri>ng,	
  but	
  there	
  is	
  s>ll	
  heavy	
  compe>>on	
  in	
  many	
  areas	
  (like	
  logo	
  design,	
  or	
  
WordPress	
  theme	
  design).	
  

The	
  upside	
  of	
  working	
  as	
  a	
  freelance	
  designer	
  is	
  that	
  it's	
  usually	
  easy	
  to	
  
demonstrate	
  ability,	
  for	
  example	
  with	
  an	
  online	
  pordolio.	
  It	
  is	
  also	
  perhaps	
  the	
  	
  
path	
  that	
  requires	
  the	
  most	
  raw	
  talent,	
  and	
  less	
  acquired	
  skills	
  -­‐	
  many	
  designers	
  
have	
  known	
  since	
  they	
  were	
  young	
  that	
  design	
  was	
  something	
  they	
  enjoyed	
  
and	
  wanted	
  to	
  work	
  with.	
  



Programmer	
  

Freelance	
  programming	
  can	
  be	
  very	
  profitable	
  for	
  people	
  with	
  the	
  right	
  set	
  of	
  
skills.	
  Like	
  all	
  other	
  paths,	
  programming	
  is	
  quite	
  compe>>ve	
  on	
  a	
  global	
  level,	
  
but	
  many	
  employers	
  avoid	
  hiring	
  foreign	
  programmers	
  because	
  of	
  the	
  language	
  
barrier	
  and	
  the	
  risk	
  of	
  misunderstandings.	
  A	
  fluent,	
  or	
  na>ve,	
  English	
  speaker	
  
can	
  use	
  this	
  to	
  his/her	
  advantage.	
  

Programming	
  may	
  be	
  the	
  path	
  that's	
  the	
  hardest	
  to	
  get	
  into	
  with	
  no	
  pre-­‐
exis>ng	
  skills.	
  A	
  person	
  with	
  liNle	
  real-­‐world	
  programming	
  experience	
  is	
  simply	
  
not	
  likely	
  to	
  do	
  a	
  good	
  job	
  as	
  a	
  freelancer.	
  While	
  a	
  writer	
  or	
  designer	
  can	
  almost	
  
always	
  deliver	
  something	
  to	
  their	
  client,	
  even	
  if	
  it's	
  not	
  up	
  to	
  standard,	
  a	
  
programmer	
  who	
  fails	
  might	
  not	
  deliver	
  anything	
  at	
  all.	
  

Virtual	
  assistant	
  

Freelancers	
  with	
  great	
  admin	
  and	
  people	
  skills	
  might	
  consider	
  becoming	
  virtual	
  
assistants.	
  A	
  virtual	
  assistant	
  oXen	
  has	
  to	
  perform	
  a	
  variety	
  of	
  tasks,	
  ranging	
  
from	
  customer	
  support	
  to	
  online	
  research	
  and	
  data	
  entry.	
  It	
  could	
  also	
  mean	
  
higher	
  level	
  assignments,	
  like	
  leading	
  projects	
  or	
  recrui>ng.	
  

Since	
  it's	
  so	
  loosely	
  defined,	
  and	
  usually	
  doesn't	
  require	
  any	
  specialized	
  skills,	
  
the	
  virtual	
  assistant	
  path	
  is	
  almost	
  as	
  compe>>ve	
  as	
  wri>ng.	
  Virtual	
  assistants	
  
from	
  countries	
  like	
  India	
  and	
  the	
  Philippines	
  oXen	
  adver>se	
  rates	
  as	
  low	
  as	
  $2/
hour,	
  but	
  are	
  also	
  at	
  a	
  dis>nct	
  disadvantage	
  in	
  many	
  cases,	
  again	
  because	
  of	
  the	
  
language	
  barrier.	
  

Consultant	
  

There	
  are	
  many	
  paths	
  available	
  working	
  as	
  a	
  freelance	
  consultant,	
  but	
  the	
  most	
  
common	
  these	
  days	
  are	
  probably	
  marke>ng/SEO/social	
  media	
  consultants.	
  
These	
  are	
  areas	
  where	
  lots	
  of	
  small	
  businesses	
  need	
  help,	
  and	
  there	
  is	
  great	
  
demand	
  for	
  knowledgeable	
  consultants	
  with	
  good	
  communica>on	
  skills.	
  The	
  
easiest	
  way	
  to	
  make	
  good	
  money	
  working	
  as	
  a	
  consultant	
  is	
  focusing	
  on	
  areas	
  
where	
  a	
  clear	
  "return	
  on	
  investment"	
  can	
  be	
  demonstrated	
  -­‐	
  that's	
  why	
  
marke>ng	
  consultants	
  are	
  so	
  highly	
  priced	
  and	
  always	
  	
  in	
  demand.	
  



Others	
  

The	
  paths	
  we've	
  covered	
  so	
  far	
  may	
  be	
  the	
  most	
  common	
  ones,	
  but	
  there	
  are	
  
many	
  more	
  out	
  there.	
  There's	
  photography,	
  video	
  edi>ng,	
  transla>ng	
  and	
  
dozens	
  more,	
  so	
  don't	
  feel	
  like	
  you	
  have	
  to	
  pick	
  one	
  of	
  the	
  paths	
  we've	
  covered	
  
in	
  this	
  guide	
  if	
  none	
  of	
  them	
  suits	
  your	
  skills.	
  

Combining	
  skills	
  

Freelancers	
  who	
  are	
  skilled	
  in	
  more	
  than	
  one	
  area	
  might	
  consider	
  combining	
  
their	
  skills	
  into	
  a	
  unique	
  offering.	
  For	
  example,	
  a	
  programmer	
  with	
  web	
  design	
  
skills	
  could	
  offer	
  complete	
  websites	
  to	
  clients.	
  A	
  writer	
  with	
  design	
  skills	
  could	
  
offer	
  aNrac>ve	
  infographics	
  or	
  sales	
  pages.	
  A	
  virtual	
  assistant	
  knowledgeable	
  in	
  
SEO	
  could	
  offer	
  do	
  some	
  consul>ng	
  for	
  their	
  clients,	
  in	
  addi>on	
  to	
  their	
  
assistant	
  du>es.	
  

Which	
  one	
  should	
  you	
  choose?	
  

The	
  easiest	
  way	
  to	
  decide	
  which	
  one	
  of	
  these	
  careers	
  to	
  focus	
  on	
  is	
  by	
  simply	
  
considering	
  what	
  you're	
  good	
  at.	
  You	
  probably	
  already	
  know	
  if	
  you're	
  good	
  at	
  
designing,	
  programming	
  or	
  anything	
  else.	
  

If	
  you	
  don't	
  have	
  any	
  specialized	
  skills	
  or	
  experience,	
  chances	
  are	
  you	
  may	
  
gravitate	
  towards	
  wri>ng	
  or	
  becoming	
  a	
  virtual	
  assistant.	
  This	
  is	
  also	
  the	
  reason	
  
why	
  these	
  two	
  are	
  the	
  most	
  compe>>ve	
  of	
  the	
  paths,	
  and	
  why	
  there	
  are	
  so	
  
many	
  workers	
  in	
  them	
  willing	
  to	
  provide	
  their	
  full-­‐>me	
  services	
  for	
  very	
  liNle	
  
money.	
  S>ll,	
  if	
  you	
  can	
  make	
  your	
  offering	
  unique,	
  there	
  is	
  undoubtedly	
  much	
  
poten>al	
  do	
  to	
  well	
  in	
  these	
  fields.	
  

Before	
  deciding	
  on	
  a	
  path,	
  it's	
  important	
  to	
  ask	
  yourself:	
  "could	
  I	
  do	
  this	
  all	
  day,	
  
every	
  day	
  and	
  s>ll	
  be	
  happy?"	
  Even	
  the	
  most	
  passionate	
  designers,	
  writers	
  and	
  
programmers	
  will	
  find	
  that	
  some	
  days	
  they'd	
  rather	
  do	
  anything	
  else	
  than	
  what	
  
they've	
  chosen.	
  The	
  ability	
  to	
  power	
  through	
  days	
  like	
  that	
  is	
  an	
  absolute	
  
requirement	
  if	
  you	
  want	
  to	
  make	
  it	
  as	
  a	
  freelancer.	
  	
  

Something	
  else	
  to	
  consider	
  when	
  choosing	
  your	
  path	
  is	
  that	
  they	
  all	
  have	
  their	
  
unique	
  requirements	
  and	
  expecta>ons	
  from	
  customers.	
  For	
  example,	
  a	
  virtual	
  
assistant	
  may	
  be	
  required	
  to	
  work	
  exactly	
  8	
  hours	
  per	
  day	
  during	
  regular	
  office	
  



hours.	
  A	
  writer	
  may	
  oXen	
  be	
  assigned	
  projects	
  with	
  >ght	
  deadlines	
  and	
  forced	
  
to	
  work	
  much	
  more	
  than	
  what	
  was	
  ini>ally	
  planned	
  for.	
  

Takeaways	
  

• Consider	
  your	
  exis>ng	
  skills	
  and	
  talents,	
  and	
  pick	
  a	
  path	
  that	
  you	
  could	
  
see	
  yourself	
  doing	
  all	
  day,	
  every	
  day	
  without	
  becoming	
  unhappy	
  

• All	
  paths	
  are	
  compe>>ve,	
  but	
  some	
  more	
  than	
  others	
  -­‐	
  finding	
  ways	
  to	
  
separate	
  yourself	
  and	
  stand	
  out	
  from	
  other	
  freelancers	
  is	
  essen>al	
  

• Keep	
  in	
  mind	
  that	
  some	
  paths	
  may	
  come	
  with	
  specific	
  requirements,	
  like	
  
phone/chat	
  availability	
  and	
  working	
  during	
  office	
  hours	
  

• Don't	
  be	
  discouraged	
  by	
  the	
  low	
  rates	
  asked	
  by	
  workers	
  from	
  developing	
  
countries	
  -­‐	
  instead	
  find	
  ways	
  to	
  deliver	
  more	
  value	
  than	
  them 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Branding	
  Yourself	
  

Becoming	
  a	
  specialist	
  

Once	
  you've	
  decided	
  which	
  field	
  you	
  want	
  to	
  work,	
  it's	
  recommended	
  that	
  you	
  
try	
  to	
  specialize	
  in	
  one	
  par>cular	
  aspect	
  of	
  it.	
  If	
  you're	
  a	
  writer	
  you	
  could	
  
specialize	
  in	
  copywri>ng,	
  blogging,	
  technical	
  wri>ng	
  or	
  anything	
  else	
  that	
  fits	
  
your	
  skill	
  set.	
  If	
  you	
  decided	
  to	
  start	
  freelance	
  programming,	
  you'll	
  want	
  to	
  
specialize	
  in	
  a	
  specific	
  language	
  and/or	
  pladorm.	
  Every	
  path	
  has	
  its	
  own	
  
opportuni>es	
  when	
  it	
  comes	
  to	
  specializa>on.	
  

It	
  may	
  even	
  be	
  a	
  good	
  idea	
  to	
  narrow	
  your	
  specialty	
  down	
  even	
  further.	
  You	
  
could,	
  for	
  instance,	
  become	
  a	
  freelance	
  blogger	
  specialized	
  in	
  wri>ng	
  for	
  
business	
  blogs,	
  or	
  a	
  graphic	
  designer	
  that	
  mainly	
  produces	
  posters	
  for	
  events.	
  

The	
  more	
  you	
  specialize,	
  the	
  easier	
  it	
  will	
  be	
  to	
  separate	
  yourself	
  from	
  other	
  
freelancers	
  who'll	
  take	
  just	
  about	
  any	
  job	
  they	
  can	
  get.	
  You'll	
  also	
  be	
  able	
  to	
  
command	
  higher	
  rates	
  in	
  many	
  cases,	
  as	
  your	
  skills	
  and	
  experience	
  will	
  fit	
  the	
  
job	
  descrip>on	
  perfectly.	
  

If	
  you're	
  not	
  sure	
  what	
  to	
  specialize	
  in,	
  it's	
  fine	
  to	
  start	
  as	
  a	
  generalist	
  and	
  
narrow	
  it	
  down	
  as	
  you	
  progress	
  and	
  discover	
  what	
  you're	
  good	
  at	
  and	
  enjoy	
  
doing.	
  

Choosing	
  a	
  name	
  for	
  your	
  freelancing	
  business	
  

There	
  are	
  basically	
  two	
  op>ons:	
  you	
  go	
  with	
  your	
  own	
  name,	
  or	
  you	
  come	
  up	
  
with	
  a	
  company	
  name	
  and	
  use	
  that.	
  Both	
  have	
  their	
  own	
  advantages	
  and	
  
disadvantages.	
  

Some	
  clients	
  will	
  prefer	
  working	
  with	
  just	
  a	
  single	
  freelancer,	
  and	
  like	
  a	
  friendly,	
  
personal	
  touch.	
  Your	
  own	
  name	
  is	
  the	
  best	
  choice	
  in	
  that	
  case.	
  Others	
  would	
  
rather	
  work	
  with	
  a	
  larger	
  company/agency,	
  in	
  which	
  case	
  you'd	
  be	
  beNer	
  off	
  
using	
  a	
  company	
  name	
  in	
  communica>ons.	
  If	
  you're	
  just	
  star>ng	
  out,	
  it	
  may	
  be	
  
hard	
  to	
  know	
  what	
  your	
  clients	
  prefer	
  though.	
  



You	
  should	
  also	
  consider	
  whether	
  you	
  eventually	
  want	
  to	
  "move	
  on"	
  from	
  
freelancing	
  and	
  start	
  an	
  agency	
  (employing	
  other	
  freelancers,	
  or	
  even	
  hiring	
  
permanent	
  workers),	
  or	
  if	
  you'd	
  rather	
  s>ck	
  to	
  being	
  a	
  one	
  man	
  company	
  with	
  
less	
  responsibili>es	
  and	
  poten>ally	
  less	
  headaches.	
  

If	
  you	
  do	
  decide	
  to	
  go	
  with	
  a	
  company	
  name,	
  you	
  should	
  put	
  careful	
  thought	
  
into	
  it	
  as	
  it	
  will	
  stay	
  with	
  you	
  for	
  a	
  long	
  >me.	
  It's	
  usually	
  a	
  lot	
  of	
  work	
  to	
  change	
  
later	
  on,	
  not	
  to	
  men>on	
  it	
  would	
  be	
  confusing	
  for	
  clients.	
  

CreaWng	
  (or	
  buying)	
  a	
  logo	
  

If	
  you're	
  a	
  designer	
  you've	
  probably	
  already	
  got	
  this	
  covered!	
  

Otherwise,	
  you	
  may	
  want	
  to	
  consider	
  hiring	
  someone	
  to	
  create	
  a	
  professional	
  
logo	
  for	
  you.	
  You	
  could	
  either	
  ask	
  around	
  among	
  your	
  friends,	
  hire	
  another	
  
freelancer,	
  or	
  check	
  out	
  websites	
  like	
  99designs	
  where	
  you	
  could	
  get	
  it	
  done	
  
cheaply.	
  

Most	
  of	
  the	
  >me,	
  a	
  simple	
  logo	
  works	
  best.	
  You	
  don't	
  need	
  to	
  spend	
  too	
  much	
  
>me	
  or	
  money	
  on	
  it,	
  especially	
  not	
  in	
  the	
  beginning.	
  In	
  fact,	
  if	
  you're	
  doing	
  
business	
  under	
  your	
  own	
  name	
  you	
  may	
  not	
  even	
  need	
  a	
  logo	
  at	
  all.	
  It's	
  
completely	
  up	
  to	
  you!	
  

Sebng	
  up	
  a	
  website	
  

Next	
  up,	
  you	
  really	
  need	
  a	
  website.	
  While	
  you	
  may	
  be	
  able	
  to	
  get	
  by	
  without	
  
one,	
  it's	
  now	
  so	
  simple	
  and	
  cheap	
  that	
  there	
  really	
  are	
  no	
  excuses	
  to	
  skip	
  it.	
  If	
  
you're	
  a	
  writer	
  or	
  designer	
  it's	
  actually	
  essen>al,	
  as	
  you	
  need	
  somewhere	
  to	
  
showcase	
  your	
  pordolio.	
  You	
  could	
  just	
  send	
  it	
  to	
  them	
  when/if	
  they	
  request	
  
samples,	
  but	
  most	
  clients	
  prefer	
  seeing	
  samples	
  without	
  having	
  to	
  contact	
  you	
  
and	
  request	
  them.	
  

There	
  are	
  two	
  things	
  you	
  need	
  to	
  setup	
  a	
  website:	
  a	
  domain	
  name,	
  and	
  web	
  
hos>ng.	
  Both	
  are	
  very	
  affordable	
  these	
  days.	
  

Domain	
  name	
  

Many	
  freelancers	
  get	
  stuck	
  on	
  choosing	
  a	
  domain	
  name,	
  but	
  it's	
  really	
  not	
  that	
  
big	
  of	
  a	
  deal.	
  Try	
  to	
  get	
  one	
  that	
  includes	
  your	
  name	
  (or	
  company	
  name),	
  
preferably	
  a	
  .com	
  if	
  you're	
  looking	
  for	
  work	
  globally.	
  Domains	
  can	
  be	
  registered	
  

http://99designs.com


in	
  lots	
  of	
  places,	
  but	
  one	
  of	
  the	
  best	
  registrars	
  is	
  Namecheap.	
  Just	
  don't	
  forget	
  
to	
  Google	
  "namecheap	
  coupon"	
  before	
  paying	
  for	
  your	
  order!	
  

Web	
  hosWng	
  

Just	
  as	
  with	
  domain	
  registrars,	
  there	
  are	
  thousands	
  of	
  web	
  hosts	
  out	
  there.	
  You	
  
don't	
  need	
  anything	
  super	
  fancy	
  or	
  expensive	
  though,	
  so	
  it	
  may	
  be	
  easiest	
  to	
  
just	
  go	
  with	
  one	
  of	
  the	
  industry	
  leaders	
  like	
  Hostgator	
  or	
  Bluehost.	
  These	
  will	
  
cost	
  less	
  than	
  a	
  cup	
  of	
  coffee	
  per	
  month,	
  so	
  it's	
  not	
  exactly	
  a	
  big	
  investment.	
  

Socware	
  pladorm	
  

Most	
  freelancers	
  build	
  their	
  websites	
  on	
  Wordpress,	
  for	
  good	
  reasons.	
  It's	
  well	
  
built,	
  very	
  easy	
  to	
  use,	
  and	
  if	
  you	
  would	
  ever	
  need	
  something	
  customized,	
  
hiring	
  someone	
  to	
  do	
  it	
  is	
  usually	
  cheap.	
  You	
  don't	
  need	
  to	
  know	
  anything	
  
about	
  web	
  design	
  or	
  HTML/CSS	
  to	
  use	
  it.	
  There	
  are	
  also	
  plenty	
  of	
  themes	
  and	
  
plugins	
  available	
  to	
  change	
  the	
  look	
  and	
  feel	
  of	
  your	
  site	
  according	
  to	
  your	
  
preferences.	
  

If	
  you	
  use	
  Hostgator	
  or	
  Bluehost,	
  seTng	
  up	
  a	
  Wordpress	
  blog	
  is	
  very	
  easy.	
  
There	
  are	
  built-­‐in	
  scripts	
  that	
  take	
  care	
  of	
  the	
  whole	
  process	
  for	
  you	
  -­‐	
  just	
  read	
  
and	
  follow	
  the	
  instruc>ons	
  in	
  their	
  help	
  sec>ons.	
  

E-­‐mail	
  &	
  social	
  media	
  

As	
  a	
  freelancer,	
  you'll	
  spend	
  large	
  parts	
  of	
  your	
  day	
  reading	
  and	
  wri>ng	
  e-­‐mail,	
  
so	
  go	
  with	
  a	
  provider	
  you	
  like.	
  Both	
  Gmail	
  and	
  Outlook	
  can	
  be	
  setup	
  to	
  use	
  your	
  
own	
  domain,	
  and	
  this	
  is	
  very	
  much	
  preferred.	
  It	
  simply	
  looks	
  unprofessional	
  to	
  
use	
  a	
  @gmail.com,	
  or	
  @outlook.com	
  e-­‐mail	
  address,	
  so	
  don't	
  do	
  it.	
  

How	
  much	
  you	
  want	
  to	
  get	
  involved	
  in	
  social	
  media	
  is	
  up	
  to	
  you.	
  Some	
  
freelancers	
  swear	
  by	
  it	
  and	
  get	
  the	
  bulk	
  of	
  their	
  clients	
  from	
  sites	
  like	
  TwiNer	
  
and	
  LinkedIn,	
  while	
  others	
  choose	
  to	
  ignore	
  it	
  completely	
  and	
  focus	
  on	
  other	
  
areas.	
  

You	
  probably	
  already	
  know	
  if	
  you're	
  "good"	
  at	
  social	
  media	
  or	
  not.	
  If	
  not,	
  why	
  
not	
  just	
  give	
  it	
  a	
  try?	
  If	
  you	
  don't	
  like	
  it	
  you	
  can	
  just	
  skip	
  it	
  later	
  on,	
  no	
  harm	
  
done.	
  

http://www.namecheap.com
http://www.hostgator.com
http://www.bluehost.com
http://wordpress.org
http://www.gmail.com
http://www.outlook.com


Either	
  way	
  you	
  should	
  register	
  your	
  company	
  name	
  everywhere	
  you	
  can	
  think	
  
of,	
  so	
  no	
  one	
  else	
  can	
  snatch	
  it	
  and	
  confuse	
  your	
  clients.	
  

Takeaways	
  

• Aim	
  to	
  become	
  a	
  specialist	
  in	
  one	
  par>cular	
  area,	
  as	
  this	
  will	
  allow	
  you	
  to	
  
stand	
  out	
  from	
  the	
  compe>>on	
  and	
  command	
  higher	
  rates	
  

• You	
  can	
  do	
  business	
  under	
  your	
  own	
  name	
  or	
  a	
  company	
  name,	
  
depending	
  on	
  your	
  preferences	
  and	
  plans	
  for	
  the	
  future	
  

• Don't	
  spend	
  too	
  much	
  money	
  on	
  a	
  logo	
  or	
  website	
  in	
  the	
  beginning,	
  you	
  
can	
  always	
  upgrade	
  those	
  later	
  

• A	
  website	
  is	
  essen>al	
  if	
  you	
  want	
  to	
  be	
  a	
  successful	
  freelancer	
  today	
  

• Always	
  use	
  your	
  own	
  domain	
  name	
  for	
  e-­‐mail	
  

• Use	
  social	
  media	
  to	
  your	
  advantage	
  if	
  you're	
  good	
  at	
  it,	
  but	
  if	
  it's	
  not	
  your	
  
thing	
  you	
  could	
  just	
  focus	
  on	
  other	
  areas	
  instead  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Finding	
  Work	
  

Ok,	
  you've	
  got	
  your	
  business	
  set	
  up,	
  your	
  website	
  is	
  ready	
  to	
  serve	
  visitors	
  and	
  
you're	
  ready	
  to	
  sit	
  down	
  and	
  do	
  some	
  actual	
  work.	
  The	
  ques>on	
  is,	
  where	
  are	
  
you	
  going	
  to	
  find	
  clients?	
  

It	
  may	
  not	
  be	
  a	
  surprise	
  to	
  you	
  that	
  this	
  is	
  the	
  hardest	
  part	
  of	
  freelancing.	
  
Unless	
  you've	
  already	
  got	
  a	
  big	
  network	
  you	
  can	
  reach	
  out	
  to,	
  you'll	
  be	
  star>ng	
  
preNy	
  much	
  from	
  scratch.	
  No	
  problem,	
  it's	
  s>ll	
  quite	
  possible	
  to	
  find	
  some	
  
clients	
  and	
  start	
  building	
  your	
  reputa>on!	
  

Online	
  freelancing	
  sites	
  

Unsurprisingly,	
  this	
  is	
  where	
  many	
  new	
  freelancers	
  get	
  their	
  first	
  clients.	
  Sites	
  
like	
  oDesk,	
  Elance	
  and	
  Freelancer	
  can	
  be	
  a	
  great	
  source	
  of	
  steady	
  work,	
  but	
  
they're	
  also	
  packed	
  with	
  compe>>on.	
  Don't	
  be	
  surprised	
  to	
  see	
  50-­‐100	
  
applicants	
  for	
  a	
  single	
  job,	
  many	
  of	
  them	
  bidding	
  less	
  than	
  $5/hour.	
  The	
  trick	
  is	
  
to	
  not	
  let	
  this	
  faze	
  you.	
  Many	
  of	
  these	
  freelancers	
  apply	
  to	
  every	
  single	
  job	
  they	
  
can	
  find,	
  simply	
  copy-­‐pas>ng	
  their	
  applica>ons	
  between	
  them.	
  

Your	
  greatest	
  assets	
  will	
  be	
  your	
  profile	
  and	
  what	
  you	
  write	
  in	
  your	
  applica>on.	
  
A	
  well-­‐wriNen,	
  and	
  completely	
  filled	
  out,	
  profile	
  and	
  an	
  applica>on	
  that	
  is	
  
tailored	
  specifically	
  to	
  the	
  project	
  will	
  instantly	
  put	
  you	
  in	
  the	
  top	
  10%	
  of	
  
applicants,	
  even	
  if	
  your	
  rates	
  are	
  higher	
  than	
  most	
  others.	
  

It's	
  important	
  to	
  know,	
  however,	
  that	
  if	
  you're	
  completely	
  new	
  on	
  these	
  sites,	
  
you	
  may	
  have	
  to	
  lower	
  your	
  rates	
  a	
  liNle	
  to	
  get	
  your	
  first	
  gigs.	
  That's	
  because	
  
you'll	
  have	
  zero	
  feedback,	
  which	
  makes	
  choosing	
  you	
  a	
  bit	
  of	
  a	
  gamble	
  for	
  
clients.	
  As	
  soon	
  as	
  you've	
  got	
  a	
  couple	
  of	
  good	
  reviews	
  though,	
  you	
  can	
  raise	
  
your	
  prices	
  to	
  your	
  desired	
  levels	
  (we'll	
  talk	
  more	
  about	
  pricing	
  later	
  on	
  in	
  this	
  
book).	
  

It's	
  recommended	
  that	
  you	
  try	
  all	
  the	
  freelancing	
  sites	
  you	
  can	
  think	
  of,	
  as	
  they	
  
all	
  have	
  their	
  pros	
  and	
  cons.	
  Some	
  will	
  work	
  beNer	
  for	
  writers,	
  others	
  are	
  great	
  
for	
  programmers.	
  You	
  can	
  reuse	
  much	
  of	
  your	
  profile	
  on	
  each	
  one,	
  so	
  it	
  won't	
  
take	
  that	
  much	
  >me	
  to	
  set	
  it	
  all	
  up.	
  Don't	
  forget	
  to	
  enable	
  e-­‐mail	
  alerts	
  if	
  that's	
  

http://www.odesk.com
http://www.elance.com
http://www.freelancer.com


not	
  the	
  default	
  seTng	
  -­‐	
  otherwise	
  you'll	
  risk	
  missing	
  out	
  on	
  invita>ons	
  from	
  
poten>al	
  clients!	
  

Social	
  media	
  

We	
  touched	
  on	
  social	
  media	
  briefly	
  in	
  the	
  previous	
  chapter,	
  so	
  you	
  already	
  
know	
  that	
  it	
  can	
  be	
  a	
  powerful	
  ally	
  in	
  acquiring	
  new	
  clients.	
  If	
  you're	
  not	
  
careful,	
  however,	
  it	
  can	
  also	
  be	
  a	
  big	
  >me	
  sink	
  with	
  very	
  liNle	
  upside.	
  

It's	
  easy	
  to	
  fall	
  into	
  the	
  trap	
  of	
  having	
  alerts	
  pop	
  up	
  any>me	
  something	
  happens	
  
on	
  TwiNer	
  or	
  Facebook,	
  but	
  that	
  is	
  extremely	
  counterproduc>ve	
  for	
  a	
  
freelancer.	
  Interrup>ons	
  are	
  your	
  greatest	
  enemy	
  when	
  you're	
  trying	
  to	
  work,	
  
so	
  limit	
  your	
  use	
  of	
  social	
  media	
  to	
  >mes	
  when	
  you're	
  actually	
  not	
  working	
  on	
  
an	
  assignment.	
  

All	
  of	
  the	
  major	
  social	
  media	
  pladorms	
  can	
  be	
  useful	
  for	
  finding	
  clients,	
  but	
  
most	
  freelancers	
  focus	
  mainly	
  on	
  TwiNer	
  and	
  LinkedIn,	
  since	
  it's	
  easier	
  to	
  make	
  
those	
  100%	
  about	
  business.	
  If	
  you	
  already	
  have	
  accounts	
  on	
  your	
  desired	
  
pladorms,	
  you	
  should	
  consider	
  crea>ng	
  new	
  ones	
  used	
  exclusively	
  for	
  your	
  
freelancing	
  business.	
  

To	
  really	
  make	
  good	
  use	
  of	
  social	
  media,	
  you	
  should	
  try	
  to	
  think	
  about	
  your	
  
ideal	
  client.	
  If	
  you've	
  chosen	
  to	
  specialize	
  in	
  a	
  narrow	
  field,	
  this	
  shouldn't	
  be	
  too	
  
hard.	
  Then,	
  use	
  social	
  media	
  to	
  try	
  to	
  put	
  yourself	
  in	
  front	
  of	
  them	
  (without	
  
being	
  annoying	
  or	
  intrusive	
  of	
  course).	
  

Blogging	
  

You	
  may	
  have	
  thought	
  that	
  blogging	
  would	
  mostly	
  be	
  beneficial	
  if	
  you're	
  a	
  
writer,	
  but	
  the	
  fact	
  is	
  that	
  all	
  types	
  of	
  freelancers	
  could	
  benefit	
  from	
  having	
  a	
  
blog.	
  

The	
  main	
  advantage	
  of	
  blogging	
  is	
  that	
  it	
  establishes	
  you	
  as	
  an	
  authority	
  in	
  your	
  
field.	
  If	
  you're	
  a	
  web	
  designer,	
  you	
  could	
  blog	
  about	
  all	
  the	
  latest	
  and	
  greatest	
  
technologies.	
  If	
  you're	
  a	
  virtual	
  assistant,	
  you	
  may	
  choose	
  to	
  blog	
  about	
  
produc>vity	
  and	
  share	
  your	
  best	
  >ps.	
  

Aside	
  from	
  establishing	
  yourself	
  as	
  an	
  expert,	
  blogging	
  comes	
  with	
  two	
  dis>nct	
  
advantages.	
  One	
  is	
  that	
  every	
  post	
  you	
  make	
  increases	
  your	
  visibility	
  in	
  search	
  



engines.	
  This	
  can	
  be	
  one	
  of	
  the	
  best	
  sources	
  of	
  new	
  clients,	
  and	
  once	
  it	
  gets	
  
going	
  it's	
  prac>cally	
  hands	
  off	
  and	
  completely	
  free	
  of	
  charge.	
  

The	
  other	
  advantage	
  is	
  that	
  you	
  could	
  par>cipate	
  in	
  the	
  blogging	
  community	
  in	
  
your	
  chosen	
  field.	
  Start	
  by	
  simply	
  commen>ng	
  on	
  other	
  blogs	
  in	
  your	
  field,	
  
leaving	
  a	
  link	
  to	
  your	
  own	
  blog.	
  Before	
  you	
  know	
  it,	
  you'll	
  have	
  built	
  a	
  large	
  
professional	
  network	
  of	
  like-­‐minded	
  people.	
  Your	
  first	
  ins>nct	
  may	
  be	
  looking	
  at	
  
these	
  people	
  like	
  your	
  compe>tors,	
  which	
  would	
  be	
  a	
  big	
  mistake.	
  Much	
  beNer	
  
is	
  trea>ng	
  them	
  like	
  colleagues.	
  Once	
  you've	
  become	
  friends,	
  you	
  could	
  share	
  
clients	
  with	
  each	
  other	
  when	
  one	
  is	
  too	
  busy,	
  or	
  ask	
  each	
  other	
  for	
  advice.	
  

The	
  hard	
  part	
  may	
  be	
  finding	
  the	
  >me	
  to	
  blog	
  when	
  you're	
  busy	
  with	
  other	
  
work.	
  Unfortunately,	
  there's	
  no	
  easy	
  way	
  around	
  this	
  -­‐	
  you	
  may	
  have	
  to	
  sacrifice	
  
a	
  couple	
  of	
  hours	
  every	
  weekend.	
  In	
  the	
  long	
  run,	
  it	
  will	
  be	
  worth	
  it.	
  

Forums	
  and	
  message	
  boards	
  

Forums	
  and	
  message	
  boards	
  can	
  be	
  a	
  very	
  powerful	
  help	
  in	
  finding	
  new	
  clients.	
  	
  

There	
  are	
  two	
  basic	
  strategies	
  you	
  can	
  use:	
  

Go	
  where	
  your	
  clients	
  are	
  

If	
  you're	
  a	
  freelance	
  writer	
  specialized	
  in	
  copywri>ng	
  for	
  online	
  stores,	
  then	
  go	
  
to	
  forums	
  where	
  these	
  store	
  owners	
  are.	
  If	
  you're	
  a	
  programmer	
  wan>ng	
  to	
  
work	
  for	
  startups,	
  go	
  to	
  their	
  forums.	
  

The	
  idea	
  isn't	
  to	
  join	
  these	
  forums	
  and	
  start	
  spamming	
  your	
  services,	
  but	
  rather	
  
to	
  provide	
  your	
  exper>se	
  and	
  establish	
  credibility.	
  Most	
  forums	
  allow	
  you	
  to	
  set	
  
a	
  signature	
  of	
  your	
  choice,	
  where	
  you	
  could	
  write	
  a	
  brief	
  blurb	
  about	
  your	
  
services	
  and	
  perhaps	
  put	
  in	
  a	
  link	
  to	
  your	
  website.	
  

This	
  isn't	
  a	
  method	
  that	
  will	
  bring	
  in	
  clients	
  on	
  day	
  1,	
  but	
  rather	
  a	
  long-­‐term	
  
strategy.	
  You	
  could	
  just	
  set	
  aside	
  10	
  minutes	
  every	
  day	
  to	
  scan	
  the	
  forums	
  of	
  
your	
  choice	
  and	
  write	
  a	
  couple	
  of	
  replies.	
  Sooner	
  or	
  later,	
  you'll	
  start	
  seeing	
  
some	
  results.	
  

Go	
  where	
  your	
  clients	
  are	
  looking	
  

Say	
  you're	
  a	
  freelance	
  copywriter.	
  When	
  one	
  of	
  your	
  poten>al	
  clients	
  decide	
  
they're	
  going	
  to	
  hire	
  a	
  copywriter	
  for	
  a	
  specific	
  assignment,	
  chances	
  are	
  they'll	
  



type	
  in	
  'freelance	
  copywriters',	
  'hire	
  a	
  copywriter'	
  or	
  something	
  like	
  that	
  into	
  
Google.	
  Now,	
  chances	
  are	
  a	
  few	
  of	
  the	
  hits	
  they	
  get	
  will	
  be	
  industry	
  forums	
  
(copywri>ng	
  in	
  this	
  case),	
  and	
  they	
  may	
  very	
  well	
  end	
  up	
  browsing	
  them	
  to	
  find	
  
someone	
  suitable.	
  Here's	
  your	
  chance!	
  

This	
  means	
  that	
  you	
  should	
  consider	
  joining	
  industry	
  forums	
  and	
  adver>sing	
  
there.	
  If	
  you're	
  a	
  writer,	
  join	
  wri>ng	
  forums.	
  Programmer?	
  Join	
  programming	
  
forums.	
  You	
  get	
  the	
  picture.	
  

Almost	
  all	
  large	
  forums	
  have	
  a	
  "Marketplace"	
  or	
  "Buy/Sell/Trade"	
  area	
  where	
  
you	
  can	
  put	
  up	
  an	
  ad	
  for	
  your	
  services.	
  Some>mes	
  you	
  have	
  to	
  have	
  a	
  certain	
  
amount	
  of	
  posts	
  on	
  the	
  forum	
  before	
  you	
  post	
  an	
  ad,	
  but	
  not	
  always.	
  

Some	
  forums	
  may	
  require	
  a	
  fee	
  if	
  you	
  want	
  to	
  post	
  an	
  ad.	
  That's	
  the	
  cost	
  of	
  
doing	
  business	
  unfortunately.	
  In	
  many	
  cases	
  a	
  single	
  ad	
  can	
  bring	
  in	
  mul>ple	
  
clients,	
  making	
  it	
  well	
  worth	
  the	
  small	
  cost.	
  At	
  the	
  very	
  least	
  try	
  pos>ng	
  just	
  one	
  
ad	
  and	
  see	
  what	
  happens.	
  

Cold	
  calling/emailing	
  

This	
  is	
  something	
  many	
  freelancers	
  dread,	
  especially	
  cold	
  calling.	
  Whether	
  
you'll	
  need	
  to	
  consider	
  this	
  or	
  not	
  depends	
  on	
  your	
  line	
  of	
  work:	
  a	
  freelance	
  
web	
  designer	
  looking	
  for	
  small	
  business	
  clients	
  will	
  usually	
  have	
  much	
  beNer	
  
luck	
  cold	
  calling	
  than,	
  say,	
  a	
  programmer.	
  

It's	
  important	
  to	
  remember	
  that	
  cold	
  calling	
  is	
  a	
  numbers	
  game,	
  and	
  it	
  does	
  get	
  
easier	
  with	
  >me.	
  In	
  the	
  end	
  it's	
  nothing	
  more	
  than	
  "Make	
  X	
  calls,	
  get	
  Y	
  
appointments".	
  As	
  you	
  gain	
  some	
  experience	
  and	
  confidence	
  your	
  success	
  rate	
  
will	
  go	
  up,	
  but	
  don't	
  expect	
  it	
  to	
  ever	
  get	
  "easy".	
  

E-­‐mailing	
  

Since	
  cold	
  calling	
  can	
  be	
  so	
  daun>ng,	
  most	
  freelancers	
  choose	
  to	
  use	
  e-­‐mail	
  
instead.	
  Nothing	
  wrong	
  with	
  that,	
  but	
  you	
  need	
  to	
  be	
  aware	
  that	
  an	
  e-­‐mail	
  will	
  
get	
  much	
  less	
  aNen>on	
  by	
  default.	
  Some	
  companies	
  will	
  get	
  e-­‐mails	
  every	
  
month	
  from	
  eager	
  freelancers,	
  and	
  will	
  be	
  reluctant	
  to	
  even	
  open	
  yours.	
  

Personalizing	
  the	
  e-­‐mails	
  is	
  not	
  just	
  important,	
  it's	
  absolutely	
  essen>al.	
  If	
  your	
  
message	
  isn't	
  tailored	
  to	
  the	
  specific	
  company	
  you're	
  e-­‐mailing,	
  you'll	
  have	
  a	
  
very	
  tough	
  >me	
  gaining	
  their	
  business.	
  Also,	
  don't	
  make	
  your	
  ini>al	
  e-­‐mail	
  to	
  



long	
  -­‐	
  just	
  introduce	
  yourself,	
  tell	
  them	
  what	
  you	
  have	
  to	
  offer	
  and	
  why	
  they	
  
should	
  consider	
  hiring	
  you.	
  That's	
  it.	
  If	
  they're	
  interested	
  they'll	
  get	
  back	
  to	
  you.	
  
Be	
  prepared	
  for	
  very	
  few	
  responses	
  though,	
  as	
  cold	
  e-­‐mailing	
  is	
  just	
  as	
  much	
  of	
  
a	
  numbers	
  game	
  as	
  cold	
  calling.	
  

Finding	
  prospects	
  

As	
  usual,	
  the	
  easiest	
  way	
  of	
  finding	
  prospects	
  to	
  call/e-­‐mail	
  is	
  simply	
  using	
  
Google.	
  Try	
  to	
  think	
  a	
  liNle	
  outside	
  the	
  box	
  here,	
  and	
  don't	
  immediately	
  go	
  for	
  
the	
  most	
  obvious	
  targets.	
  Make	
  a	
  big	
  list	
  of	
  every	
  type	
  of	
  business	
  you	
  can	
  
imagine	
  needing	
  your	
  services,	
  and	
  just	
  go	
  through	
  it	
  one	
  by	
  one	
  and	
  dig	
  up	
  
targets.	
  Do	
  keep	
  a	
  list	
  of	
  companies	
  you've	
  contacted	
  so	
  you	
  can	
  easily	
  make	
  
notes,	
  and	
  don't	
  risk	
  contac>ng	
  the	
  same	
  company	
  more	
  than	
  once.	
  

Word	
  of	
  mouth	
  	
  

AXer	
  a	
  while,	
  when	
  you've	
  completed	
  a	
  few	
  projects,	
  you	
  may	
  find	
  that	
  work	
  
starts	
  coming	
  in	
  almost	
  magically.	
  That's	
  the	
  power	
  of	
  word	
  of	
  mouth,	
  and	
  the	
  
reason	
  you	
  should	
  always	
  do	
  your	
  best	
  in	
  every	
  project	
  you're	
  working	
  on.	
  

A	
  happy	
  client	
  may	
  end	
  up	
  recommending	
  your	
  services	
  to	
  anyone	
  who	
  will	
  
listen.	
  Not	
  only	
  is	
  this	
  effec>ve	
  in	
  spreading	
  the	
  word,	
  the	
  clients	
  that	
  come	
  to	
  
you	
  from	
  these	
  referrals	
  will	
  already	
  be	
  "pre-­‐sold"	
  on	
  your	
  services.	
  They	
  know	
  
they	
  can	
  trust	
  you,	
  and	
  they	
  know	
  you're	
  worth	
  the	
  money.	
  AXer	
  all,	
  their	
  
friend	
  said	
  so,	
  and	
  their	
  word	
  weighs	
  heavier	
  than	
  any	
  marke>ng	
  message.	
  

To	
  encourage	
  word	
  of	
  mouth	
  referrals,	
  there's	
  no	
  harm	
  in	
  actually	
  asking	
  some	
  
of	
  your	
  clients	
  if	
  they	
  know	
  anyone	
  else	
  who	
  could	
  use	
  a	
  skilled	
  freelancer	
  like	
  
yourself.	
  Worst	
  case	
  scenario	
  is	
  they	
  can't	
  think	
  of	
  anyone.	
  Best	
  case	
  scenario,	
  
you'll	
  get	
  more	
  work	
  than	
  you	
  could	
  even	
  handle,	
  just	
  from	
  referrals!	
  

Things	
  to	
  keep	
  in	
  mind	
  

It's	
  easy	
  to	
  get	
  discouraged	
  when	
  you're	
  just	
  star>ng	
  out	
  and	
  business	
  is	
  slow.	
  
Actually,	
  business	
  can	
  be	
  slow	
  even	
  if	
  you're	
  an	
  established	
  freelancer	
  since	
  
several	
  years.	
  That's	
  just	
  the	
  way	
  this	
  business	
  works.	
  



The	
  best	
  thing	
  you	
  can	
  do	
  is	
  use	
  the	
  down>me	
  to	
  focus	
  heavily	
  on	
  marke>ng	
  
yourself.	
  If	
  you	
  implement	
  most	
  (or	
  all)	
  of	
  the	
  strategies	
  we've	
  gone	
  over,	
  you	
  
should	
  have	
  no	
  problem	
  finding	
  clients.	
  

Don't	
  forget	
  to	
  set	
  aside	
  some	
  >me	
  for	
  marke>ng	
  even	
  when	
  your	
  business	
  is	
  
booming	
  though,	
  as	
  you	
  never	
  know	
  when	
  you're	
  going	
  to	
  hit	
  a	
  slump.	
  If	
  you've	
  
already	
  got	
  some	
  new	
  leads	
  lined	
  up	
  by	
  then,	
  you'll	
  be	
  in	
  a	
  much	
  beNer	
  
posi>on	
  than	
  someone	
  who's	
  ready	
  to	
  panic	
  because	
  they	
  done	
  no	
  marke>ng	
  
in	
  months,	
  and	
  now	
  have	
  to	
  start	
  almost	
  from	
  scratch.	
  

Takeaways	
  

• Don't	
  treat	
  marke>ng	
  like	
  a	
  one-­‐>me	
  thing,	
  you	
  need	
  to	
  keep	
  your	
  
marke>ng	
  efforts	
  going	
  all	
  the	
  >me,	
  even	
  when	
  you're	
  busy	
  with	
  projects	
  

• Online	
  freelancing	
  sites	
  are	
  packed	
  with	
  compe>tors	
  working	
  for	
  low	
  
rates,	
  so	
  you	
  need	
  to	
  show	
  clients	
  why	
  you're	
  beNer	
  (and	
  why	
  you're	
  
worth	
  more	
  money)	
  

• Blogging	
  and	
  social	
  media	
  can	
  be	
  great	
  for	
  establishing	
  yourself	
  as	
  an	
  
authority	
  in	
  your	
  field,	
  and	
  networking	
  with	
  other	
  like-­‐minded	
  business	
  
people	
  

• Register	
  and	
  stay	
  ac>ve	
  on	
  both	
  the	
  forums	
  where	
  your	
  poten>al	
  clients	
  
congregate,	
  and	
  forums	
  where	
  they're	
  looking	
  to	
  hire	
  freelancers	
  like	
  
yourself	
  

• Cold	
  calling	
  can	
  be	
  effec>ve	
  for	
  some	
  types	
  of	
  freelancers,	
  but	
  needs	
  to	
  
be	
  treated	
  like	
  a	
  numbers	
  game	
  ("Call/e-­‐mail	
  X	
  people,	
  get	
  Y	
  
appointments")	
  

• Don't	
  get	
  discouraged	
  if	
  you're	
  not	
  seeing	
  great	
  results	
  at	
  first,	
  it	
  can	
  take	
  
some	
  >me	
  for	
  all	
  your	
  efforts	
  to	
  come	
  together 



!

Pricing	
  

For	
  new	
  freelancers,	
  seTng	
  prices	
  may	
  seem	
  almost	
  impossible.	
  No	
  maNer	
  how	
  
liNle	
  you	
  charge,	
  there's	
  always	
  someone	
  else	
  out	
  there	
  willing	
  to	
  work	
  harder	
  
than	
  you,	
  for	
  less	
  money.	
  That's	
  just	
  the	
  way	
  it	
  is,	
  and	
  you'll	
  have	
  to	
  accept	
  that	
  
you	
  can	
  never	
  compete	
  with	
  these	
  people.	
  Chances	
  are	
  they'll	
  burn	
  themselves	
  
out	
  in	
  a	
  couple	
  of	
  months	
  anyway.	
  

S>ll,	
  it	
  may	
  be	
  temp>ng	
  to	
  set	
  your	
  rates	
  really	
  low	
  in	
  the	
  beginning.	
  You	
  know,	
  
just	
  to	
  get	
  some	
  business	
  going.	
  You	
  could	
  always	
  raise	
  your	
  prices	
  later,	
  right?	
  

Unfortunately	
  it's	
  not	
  that	
  easy.	
  When	
  you	
  set	
  your	
  rates	
  real	
  low,	
  you're	
  
aNrac>ng	
  a	
  certain	
  clientele.	
  These	
  clients	
  aren't	
  going	
  to	
  care	
  about	
  the	
  quality	
  
of	
  your	
  work,	
  or	
  your	
  excellent	
  communica>on	
  skills,	
  if	
  you	
  later	
  raise	
  your	
  
prices	
  by	
  300%.	
  They'll	
  just	
  move	
  on	
  to	
  their	
  next	
  "vic>m"	
  who's	
  ready	
  to	
  work	
  
for	
  peanuts.	
  

CalculaWng	
  your	
  target	
  rates	
  

There	
  are	
  almost	
  as	
  many	
  formulas	
  to	
  calculate	
  rates	
  as	
  there	
  are	
  freelancers.	
  
Everyone	
  has	
  their	
  own	
  idea	
  of	
  how	
  to	
  set	
  their	
  own	
  pricing.	
  Here's	
  one	
  of	
  
them	
  that	
  will	
  work	
  for	
  a	
  majority	
  of	
  freelancers:	
  

Start	
  by	
  deciding	
  how	
  many	
  hours	
  you	
  can	
  work	
  per	
  day	
  (for	
  example	
  8)	
  

Now,	
  cut	
  that	
  in	
  half	
  as	
  >me	
  spent	
  marke>ng,	
  e-­‐mailing,	
  chaTng,	
  etc	
  will	
  not	
  
be	
  billable	
  and	
  you	
  need	
  to	
  account	
  for	
  that	
  (leaving	
  4	
  billable	
  hours	
  per	
  day)	
  

Mul>ply	
  your	
  daily	
  billable	
  hours	
  by	
  30	
  to	
  get	
  a	
  monthly	
  figure	
  (120	
  hours	
  per	
  
month)	
  

Calculate	
  how	
  much	
  you	
  need	
  to	
  earn	
  per	
  month,	
  before	
  business	
  expenses	
  
and	
  taxes,	
  to	
  live	
  comfortably	
  (let's	
  say	
  $4,000	
  in	
  this	
  example)	
  

Finally,	
  divide	
  your	
  desired	
  earnings	
  by	
  the	
  monthly	
  billable	
  hours: 
$4,000	
  /	
  120	
  =	
  $33.3	
  per	
  hour	
  



That's	
  your	
  minimum	
  hourly	
  rate,	
  and	
  might	
  be	
  a	
  good	
  place	
  to	
  start	
  at	
  if	
  you're	
  
new	
  to	
  freelancing.	
  

Of	
  course,	
  you	
  may	
  not	
  choose	
  to	
  bill	
  by	
  the	
  hour	
  at	
  all.	
  Many	
  freelancers	
  
choose	
  to	
  quote	
  a	
  price	
  per	
  project,	
  or	
  in	
  the	
  case	
  of	
  wri>ng,	
  per	
  word.	
  No	
  
problem,	
  you'll	
  just	
  have	
  to	
  figure	
  out	
  how	
  many	
  hours	
  the	
  project	
  will	
  take	
  
you,	
  or	
  how	
  many	
  words	
  you	
  can	
  write	
  per	
  hour,	
  then	
  set	
  prices	
  accordingly.	
  

QuoWng	
  potenWal	
  clients	
  

When	
  you're	
  first	
  star>ng	
  out,	
  quo>ng	
  may	
  seem	
  daun>ng.	
  Quote	
  too	
  high	
  and	
  
you	
  risk	
  scaring	
  away	
  the	
  client.	
  Quote	
  too	
  low,	
  and	
  you'll	
  earn	
  less	
  than	
  
planned.	
  

Most	
  poten>al	
  clients	
  will	
  start	
  by	
  describing	
  their	
  project,	
  then	
  ask	
  you	
  how	
  
much	
  you'd	
  charge	
  for	
  something	
  like	
  that.	
  At	
  this	
  point	
  you	
  have	
  two	
  op>ons:	
  
give	
  them	
  an	
  honest	
  es>mate,	
  or	
  send	
  the	
  ques>on	
  back	
  to	
  them	
  in	
  the	
  form	
  of	
  
"What's	
  your	
  budget?".	
  The	
  laNer	
  may,	
  to	
  the	
  client,	
  seem	
  like	
  you're	
  just	
  trying	
  
to	
  squeeze	
  as	
  much	
  money	
  out	
  of	
  them	
  as	
  possible,	
  so	
  in	
  most	
  cases	
  it's	
  not	
  
recommended.	
  

There	
  really	
  is	
  no	
  best	
  way	
  to	
  do	
  this	
  -­‐	
  the	
  easiest	
  is	
  to	
  just	
  set	
  your	
  prices	
  and	
  
s>ck	
  to	
  them	
  when	
  quo>ng	
  clients.	
  You'll	
  scare	
  some	
  of	
  them	
  away,	
  sure,	
  but	
  
would	
  you	
  really	
  have	
  wanted	
  their	
  project	
  if	
  it	
  meant	
  working	
  for	
  much	
  less	
  
than	
  you	
  need	
  to	
  reach	
  your	
  income	
  target?	
  

AXer	
  winning	
  (and	
  losing)	
  some	
  clients,	
  you'll	
  see	
  that	
  even	
  if	
  some	
  are	
  scared	
  
away	
  by	
  your	
  "high"	
  rates,	
  some	
  won't	
  even	
  blink	
  when	
  you	
  men>on	
  them.	
  
Those	
  are	
  the	
  clients	
  that	
  are	
  worth	
  going	
  aXer,	
  and	
  more	
  oXen	
  than	
  not,	
  they	
  
have	
  more	
  reasonable	
  expecta>ons	
  when	
  hiring	
  a	
  freelancer.	
  Believe	
  it	
  or	
  not,	
  
most	
  of	
  the	
  >me	
  it's	
  actually	
  the	
  cheapskates	
  that	
  are	
  also	
  the	
  most	
  difficult	
  
clients!	
  

Invoicing	
  

There	
  are	
  many	
  ways	
  to	
  handle	
  invoices	
  and	
  billing,	
  ranging	
  from	
  making	
  
invoices	
  in	
  Word	
  to	
  using	
  dedicated	
  services	
  like	
  Freshbooks	
  or	
  Freeagent.	
  
Unless	
  you	
  enjoy	
  doing	
  extra	
  administra>ve	
  work,	
  using	
  a	
  dedicated	
  service	
  is	
  

http://www.freshbooks.com
http://www.freeagent.com


highly	
  recommended.	
  Most	
  of	
  the	
  >me	
  it's	
  as	
  simple	
  as	
  entering	
  details	
  about	
  
your	
  client	
  and	
  adding	
  items	
  to	
  the	
  invoice.	
  

You'll	
  find	
  that	
  PayPal	
  is	
  the	
  payment	
  method	
  of	
  choice	
  for	
  99%+	
  of	
  your	
  clients,	
  
which	
  is	
  why	
  it's	
  a	
  good	
  idea	
  to	
  choose	
  an	
  invoicing	
  system	
  that	
  works	
  directly	
  
with	
  it	
  (almost	
  all	
  of	
  them	
  do).	
  That	
  way	
  your	
  invoice	
  will	
  be	
  marked	
  paid	
  as	
  
soon	
  as	
  the	
  client	
  sends	
  the	
  money.	
  

If	
  a	
  client	
  doesn't	
  pay	
  

Sooner	
  or	
  later,	
  every	
  freelancer	
  will	
  run	
  into	
  a	
  client	
  that	
  seems	
  to	
  disappear	
  
off	
  the	
  face	
  of	
  the	
  earth	
  when	
  it's	
  >me	
  to	
  pay	
  up.	
  Sadly	
  this	
  is	
  the	
  cost	
  of	
  doing	
  
business.	
  	
  

To	
  minimize	
  the	
  impact	
  of	
  this,	
  make	
  sure	
  you	
  require	
  all	
  new	
  clients	
  to	
  pay	
  at	
  
least	
  50%	
  up	
  front.	
  If	
  it's	
  a	
  large	
  project,	
  consider	
  spliTng	
  it	
  into	
  milestones	
  and	
  
seNle	
  payments	
  aXer	
  each	
  one	
  is	
  completed.	
  

But	
  even	
  if	
  you're	
  "only"	
  losing	
  out	
  on	
  50%	
  of	
  your	
  pay	
  it	
  s>ll	
  s>ngs,	
  especially	
  if	
  
it's	
  a	
  large	
  account.	
  The	
  best	
  strategy	
  though,	
  however	
  hard	
  it	
  may	
  be,	
  is	
  to	
  just	
  
consider	
  the	
  money	
  lost	
  and	
  move	
  on.	
  You	
  can	
  of	
  course	
  keep	
  reminding	
  them	
  
once	
  in	
  a	
  while	
  indefinitely	
  if	
  you	
  want,	
  but	
  try	
  to	
  resist	
  seeking	
  them	
  out	
  online	
  
and	
  causing	
  drama	
  over	
  it.	
  You	
  never	
  what	
  can	
  happen	
  in	
  a	
  situa>on	
  like	
  that	
  -­‐	
  
chances	
  are	
  it'll	
  only	
  serve	
  to	
  hurt	
  your	
  reputa>on	
  in	
  the	
  end.	
  

Takeaways	
  

• Don't	
  compare	
  yourself	
  too	
  much	
  with	
  other	
  freelancers,	
  and	
  don't	
  think	
  
that	
  you	
  need	
  to	
  lower	
  your	
  rates	
  to	
  their	
  level	
  to	
  compete	
  

• Calculate	
  your	
  desired	
  rates	
  instead	
  of	
  looking	
  at	
  what	
  others	
  charge	
  

• S>ck	
  to	
  your	
  rates	
  when	
  quo>ng,	
  and	
  don't	
  be	
  afraid	
  of	
  scaring	
  a	
  few	
  
poten>al	
  clients	
  away	
  

• If	
  you	
  have	
  some	
  money	
  to	
  spare	
  ($20/month	
  or	
  so),	
  consider	
  using	
  a	
  
dedicated	
  service	
  for	
  invoicing	
  and	
  payments	
  

• Always	
  require	
  at	
  least	
  50%	
  up	
  front	
  when	
  dealing	
  when	
  a	
  new	
  client	
  -­‐	
  if	
  
they	
  refuse,	
  chances	
  are	
  they	
  were	
  out	
  to	
  scam	
  you	
  anyway 



!

Conclusion	
  

Trying	
  to	
  make	
  it	
  as	
  a	
  freelancer	
  today	
  is	
  not	
  easy.	
  There	
  will	
  be	
  >mes	
  when	
  
you're	
  wonder	
  what	
  you've	
  goNen	
  yourself	
  into,	
  and	
  how	
  you're	
  ever	
  going	
  to	
  
find	
  another	
  client.	
  Other	
  >mes,	
  you'll	
  be	
  working	
  from	
  early	
  morning	
  late	
  into	
  
the	
  night	
  trying	
  to	
  complete	
  all	
  your	
  assignments	
  in	
  >me.	
  

If	
  you're	
  just	
  star>ng	
  out,	
  don't	
  expect	
  to	
  make	
  a	
  full-­‐>me	
  income	
  right	
  away.	
  
Building	
  up	
  your	
  reputa>on	
  and	
  clientele	
  takes	
  >me,	
  so	
  go	
  into	
  it	
  with	
  realis>c	
  
expecta>ons	
  and	
  don't	
  get	
  discouraged	
  if	
  business	
  is	
  slow	
  at	
  first.	
  As	
  you	
  learn	
  
and	
  get	
  more	
  experience,	
  you'll	
  earn	
  more	
  money,	
  and	
  suddenly	
  you	
  may	
  find	
  
that	
  you're	
  geTng	
  new	
  projects	
  all	
  the	
  >me	
  with	
  very	
  liNle	
  marke>ng.	
  

Freelancing	
  is	
  definitely	
  not	
  for	
  everyone,	
  but	
  if	
  you're	
  the	
  type	
  of	
  person	
  that	
  
values	
  personal	
  freedom	
  and	
  being	
  your	
  own	
  boss	
  over	
  job	
  security,	
  chances	
  
are	
  you	
  may	
  really	
  enjoy	
  it.	
  Thanks	
  to	
  the	
  low	
  barrier	
  of	
  entry,	
  it's	
  easy	
  to	
  try	
  
your	
  luck	
  without	
  risking	
  losing	
  anything.	
  The	
  ques>on	
  is,	
  what	
  are	
  you	
  wai>ng	
  
for?	
  

Good	
  luck!


