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WELCOME

You are reading the first edition of the Freelance Business Book - a unique work of the
Freelance Business Community. We have collected insights, opinions, and case studies
from hundreds of experts in the freelance economy. Throughout our events, we have the
pleasure to be connected to a global audience, hearing freelance voices from all over the
world: from Asia all the way across Europe and Africa to North America. 

Our flagship event - Freelance Business Month - is the one and only event that gathers
together all the players of the freelance ecosystem: from freelancers to freelance platforms,
service and product providers targeting freelancers, and those who hire freelancers. 

This book is the result of the first Freelance Business Month 2020 when we were inspired by
one of our speakers - Angela Health who said that thought leadership comes from sharing
the wealth of information. Via a book! We believe in testing the advice of our speakers, and
this book is the result.

As our mission is to have the knowledge and expertise accessible to our freelance members,
it was natural that we wanted to share everything we learned not only during the Freelance
Business Month, but also during our sectoral events, such as Freelance Business for
Marketing and Sales, Freelance Business for Creatives, Freelance Business for Writers and
Freelance Business for Software Developers. 

Here you will find main takeaways from speakers either in written form or you can access
the videos from their presentations.

With this book there is no reason for you, freelancer, not to succeed! Keep it handy and refer
to it when you have a question or dilemma. This is a book that you can read from cover to
cover or dip into when you need sound advice on a specific area of freelancing. We hope it
helps you to have a more fulfilling freelancing experience, wherever you are on your
freelancing journey.

Our big thanks and gratitude to all our speakers who shared their wisdom and expertise so
willingly. Amongst them are book authors, TED and TEDx speakers and organizers,
successful entrepreneurs, athletes, award-winning creative professionals, CEOs, and C-level
professionals from big corporations, but also freelancers who are just getting started and
those who have already extensive experience. We appreciate everyone's contribution. You
make the community stronger!

Page 4 Freelancebusiness.eu #freelancebusiness

http://freelancebusinessmonth.com/
http://freelancebusiness.eu/


We are especially grateful for your help: Adam Fillary, Adam Morehead, Adriaan Walpot,
Anaí Solano, Alan Rozental, Alex Si, Alison Grade, Alistair Webster, Anastasiia Dehtiarova,
Annelie Wambeek, Andrea Chase, Andy Barnes, Andy Coomans, Angèl Nijskens, Angela
Heath, Ania Krol, Anna Boroshok, Antonio Castello, Ashmita Krishna Sharma, Assunta Corbo,
Ayo Allu, Barbara Reverberi, Barry Matthews, Bas van Oers, Bavo Verstraeten, Bhaskar Das,
Bernard Moerman, Caroline Rollé, Chris Raulf, Christine Vanhove, Claire Anjos, Claus
Raasted, Cyriel Kortleven, Denise Brouder, Dominic Rogers, Dorothy Dalton, Elaine Pofeldt,
Elina Räsänen, Elisa Giudici, Elizaveta Glukhova, Emily Spicer, Erendiz Ates, Ermelinda
Hajdari, Fanny Marcoux, Fergal Lennon, Filip Fučić, Francesca Paschetta, Francis West,
Frederik Daneels, Gabrielle Chipeur, Gabriele Politi, Geraldine Huybrechts, Gordon Glenister,
Grant Lingel, Greet Bunnens, Harvey Rose, Haykuhi Voskanyan, Helen Dibble, Ian de Swart,
Ilse Jaques, Ilse Van Eetvelde, Jan Provoost, Jacopo Gomarasca, Jasmine Haria, Javier
Ramírez Lugo, Jean-Paul Delmeire, Jean-François Bodart, Jeannine van der Linden, Jennifer
Ralston, Jeroen Walravens, Jonathan Kalan, Jonathan Younger, Kamila Zahradnickova,
Karen Visser, Katrien Rennemeier, Kathryn Strachan, Katrijn Everaerd, Katrina Cobb, Kevin
Palombo, Lenka Grackova, Leksana Teguh Hartawan, Linda A. Thompson, Lisa Sweeting,
Loyola Ranarison-Schäfer, Luchia Dragosh, Lucia Gaggero, Luk Smeyers, Luisa Ferrario, Maja
Seggerman, Manuel Pistner, Marie Rachelle, Matt Coatney, Matt Saunders, Matthew
Mottola, Maxine Cunningham, Meadhbh Hand, Melissa Fretwell, Michaela Machine, Michelle
O'Connor, Nadia Rubtsova, Natasha Russell, Nigel T Packer, Nishant Aggarwal, Obinna
Nwachuya, Paul Rulkens, Pavel Minar, Peter Vantieghem, Peter Janssens, Philip Verhaeghe,
Pieter Moens, Preston Mossman, Quentin Debavelaere, Remi Maddens, Renske Ensing, Rich
Wilson, Robert Dunsmore, Robert Vlach, Roderick Jefferson, Ross Welch, Sabrina Meyers,
Saloua El Hammouti, Samantha Salisbury, Sanne Van Broeck, Sarah Townsend, Sarah
Vandewoude, Seán Fahey, Selma Franssen, Simona Mapelli, Shane Moran, Sherif Adnan,
Simona Mapelli, Simonetta Pozzi, Simran Neerav Doshi, Stan De Vocht, Stan Slavev, Stefaan
Bonte, Stefan Palios, Steve Rader, Stylianos Kampakis, Teresa Sousa, Tessa Goossens, Tom
Meyers, Tomislav Kozacinski, Toyosi Obasanjo, Vaclav Ryska, Una Herlihy, Wim Thielemans,
Zachary Kilhoffer, Zakia Ringgold.

Special thanks to Meadhbh Hand for helping us to write this book.

A big thank you to Madeleine Dehauke(Business4Good), Gigged. AI, Malt, Lancr, Connecting
Expertise, Clockworks, and The Indie List for sponsoring this book. 

Kind Regards,

Elina Jutelyté
Founder
Freelance Business 
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PART 1 

IS FREELANCING THE THING
OF THE FUTURE? 

Page 7 Freelancebusiness.eu #freelancebusiness

http://freelancebusiness.eu/


In the 21st century, freelancers are an enormous asset of resilient, flexible workers leading
innovation. They seek autonomy at work and sense-making in what they do professionally.
Freelancing is a unique way of working that is not just about being self-employed. Even the
term “freelancing” can be confusing as it can also include people who are salaried, on fixed-
term contracts, or moving from one employer to another for short contracts. Because of this,
it can be difficult to define freelancing in statistics and it can vary widely from one sector to
another. 

There are a variety of paths and motivations to freelancing. For some people freelancing is a
choice made willingly, in order to have an autonomous career. For others, such as those in
the Arts sector, it may not be a matter of choice but simply how the system in that sector
works.  

Freelancing is one of the fastest-growing categories of the labour market. Levels of income
vary depending on sector and experience. Unfortunately, freelancers are statistically the
labour market segment that is most at risk of poverty. Factors such as a downturn in the
economy or sector, loss of a major client, illness, relationship breakdown, or other changes in
personal life can all have a massive impact on the freelancer and their ability to earn money. 

Some of the advantages of freelancing are that it is very easy to get started if you have the
skills and competencies. In general, production costs are low – for some people, all they need
is a laptop and internet connection. 

Freelancing in Europe Today 
Sarah de Heusch, Public Affairs Officer for the General
Management and Development Unit, Smart cooperative 

Making a sustainable business. In some countries this may be made more
complicated for “slashers” – freelancers occupying different jobs and (or) working
under different legal statuses.

Cashflow and managing taxation. Delays in payments can put freelancers under
additional strain. This may be more of a problem in some countries than others.

Access to training. Keep up to date with skills and niche, specialised training can be
expensive.

Access to social security. Certain benefits might be off limits to freelancers or only
available at a lower rate. These could include unemployment payments, sick leave,
pensions, maternity leave. Even on fixed term contracts it can be 

1.

2.

3.

4.

Challenges for freelancers: 

Is freelancing the thing of the future? 

Page 8 #freelancebusinessFreelancebusiness.eu

https://www.linkedin.com/in/sarahdeheusch/
https://www.linkedin.com/in/sarahdeheusch/
http://freelancebusiness.eu/


Possible solutions:
As a standard employee, you could rely on your organisation, or a department such as HR or
Finances to manage these challenges. As a freelancer you might feel like you have to do it
alone. However, you can benefit from mutualizing resources and risks by joining a
cooperative of freelancers and enjoy the strengthening effects of a coworking space. These
groups allow to remove the obstacles linked to the isolation that goes hand in hand with
freelancing, while maintaining autonomy. New forms of cooperative also allow to juggle with
the double nature of worker and micro-business of freelancers, to benefit from services that
would otherwise be impossible or very expensive to obtain on one's own, such as advance on
payment, debt collection service, adapted insurances, business management tools,
administrative and legal advice. All this in a structure that is democratically governed.

Is freelancing the thing of the future? 
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European Freelancers Week began in 2015, and was started by freelancers from freelancer
organisations in three different EU countries. They realised that while every country had
different regulations in relation to freelancing, the challenges that freelancers faced were
broadly similar. The prevailing position at the time was (mistakenly) that freelancers were
essentially unemployed. The organisers decided that an event to shine a spotlight on
freelancers would do a lot to raise visibility.

They put together a manifesto which freelancers signed. In five years a lot has changed but
the fundamental problems remain the same. The manifesto is about the basic things that
freelancers require to take their role in the future of work – from governments, from medium
to large businesses. 

Freelancers, micro-businesses, small businesses and collectives are all part of it, but
freelancers tend to be the path-finders for making this happen. There is generally no
representation of freelancers when policy decisions are made.

Freelancers are a unique subset of micro-enterprises with a different way of working. They
are more in need of social protection than other workers but today our social security
systems don’t recognise that. We need to acknowledge that freelancers’ way of working is
like a subset of small medium enterprises. It’s a complex topic, and even though the
regulations are different in each country the challenges are the same. Lobbying efforts tend
to be splintered.

The definition of freelancers is complex also – doctors, lawyers, architects who are
freelancers are licensed professionals with professional representative bodies. But other
freelancers don’t have the same representation.

European Freelancers Week
Jeannine van der Linden, Director,
European Coworking Assembly
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This creates problems because it puts freelancers outside of laws that protect other workers.
You may freely sexually harass your freelancers – there are no laws against it because we’ve
proceeded from the model of employment in terms of work and our basic civil rights. The
world is moving to a new way of working that is far more integrated and sustainable but
there are institutions that are stuck in the old ways and are preventing changes from
happening.

Another problem is that if freelancers try to agree on things collectively, like minimum levels
of income below which they cannot work, they can be accused of being a cartel! The good
news is that there was lobbying of the EU from a lot of people and they have realized that
this does not make sense. The dissymmetry of the level of negotiation means that you
cannot make freelancers a cartel simply because they’re trying to fix a minimum price on
their work. There is work going on at the European Commission to change things so that
freelancers can do these things. It’s very recent, but it is a way forward.

In 2017 all the member states signed a European Pillar of Social Rights Initiative which is a
huge improvement on accessing rights for all workers. It will take time to implement it. The
European Union is a lot more open to these questions than national governments. It’s not
about labour law rights, it’s about the rights of citizens to live and work in dignity.

Is freelancing the thing of the future? 
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European Freelancers Week:
Freelancers Manifesto

Recognition: “Give us a voice”
Give us official status at all levels of government and legislation. Talk to our
representative organisations and give us a seat at the table.

Definition: “Call us by name”
We are highly skilled self-employed workers without employees. We are fixed
term contractors, we are people innovating the models of work with new
approaches. Realise that we’re not the same as small and medium size
enterprises or other activity categories.

Regulation: “Remember us”
When you create policy about employment and industry, think about how it
will specifically affect freelancers, the smallest among small businesses. 

Accessibility: “Give us access”
Make sure freelancers can access all government services, bid for official
contracts, participate in training programs and qualify for funding. Design a
welfare system more considerate to freelancers' needs and a portable
benefits system for the growing independent workforce.

http://freelancebusiness.eu/


Is freelancing the thing of the future? 
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Counting: “Count us”
Include freelancers in all official statistics, and better research our sector.
Don’t put us together with other small business categories.

Coworking: “Include us”
Make Europe the best place to be a business by building world-class
infrastructures for freelancers, making government contracts freelancer-
friendly and incentivising the use of shared work spaces.

Please support the vision and values of the Freelancers Manifesto by reading
the full version and adding your signature. 

European Freelancers Week takes place every year in October. 

http://freelancebusiness.eu/
https://freelancersweek.org/manifesto/
https://freelancersweek.org/manifesto/
http://freelancersweek.org/
http://freelancersweek.org/


We are NOT the gig economy
We are NOT the 4 hour workweek
We are NOT people who only want to work for short stints 

Relevant Quality: You’re a rockstar with specialized expertise. While agencies have
rockstars, top talent is increasingly choosing to leave agencies and work for themselves.

Faster: Onboarding with an agency or a temp can take up to 30 days. You can start in
minutes.

Cost-effective: Notice we didn’t say “cheap!”. You have no lower overheads, no staff, no
office, so while it’s cheaper for the client, you’re making more.

Deliver outcomes rather than tasks. If you’re a designer, deliver a presentation deck that
will be used to raise $10 million dollars instead of waiting for a client to find and tell you
what to do. 

Embrace Community. You can’t do this alone, you need to find freelancers that you can
collaborate with to get bigger projects, team up with and refer work to.

Keep learning from past projects, failures and successes. Your business is a constant
improvement. You won’t be perfect, but each project will help you get exponentially
better. 

Freelancing is a radical redistribution of opportunity. It offers individuals an accelerated path
to opportunity by giving them direct access to decision-makers and increasing the
frequency of outcomes leading to the next opportunity.

With this opportunity comes the need to break from traditional misperceptions:

Why Not An Agency?
As a freelancer your main competitor is agencies. Most likely your clients already have
relationships with agencies, and agencies can provide a broader scope of work. 

But you have three main advantages that agencies can’t compete with. 

What Needs To Happen For Freelancing To Be The Future of Work?
While there are clear advantages, the shift to hiring freelancers requires significant change
management.  

Here’s how you can accelerate this change management:

The Future of Freelancing
Matthew Mottola, Author of The Human Cloud,
CoFounder of Venture L, Forbes Contributor

Is freelancing the thing of the future? 
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The Future of Freelancing: What global study tell us (Jon Younger) -
41 mins
The Future of independent working - key trends (Fergal Lennon) - 24
mins
Freelancing in 2021 - Overview of the freelance market for marketing
and sales professionals (Sherif Adnan) - 15 mins
Unbundling of work and future of freelance (Nishant Aggarwal) - 16
mins
The Future of Work is Open Talent - (Denise Brouder) - 18 mins
Blockchain and freelancing (Stylianos Kampakis) - 15 mins

Is freelancing the thing of the future? 
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WATCH MORE ABOUT THE
FUTURE OF FREELANCING 

https://youtu.be/pLv8n-8EyOI
https://youtu.be/7RjInff4GmQ
https://youtu.be/R08Gm6ZGuLo
https://youtu.be/wmzeb4uHTUY
https://youtu.be/J9jlo-yDDII
https://youtu.be/Q_IdpjhEZM4
https://youtu.be/Q_IdpjhEZM4
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PART 2 

HOW TO START FREELANCING

Page 14 Freelancebusiness.eu #freelancebusiness

http://freelancebusiness.eu/


When you work for a corporate organisation or even as an employee of a small organisation
there are many things you take for granted. Before you make the switch to freelance life here
are 10 things to consider.

i1. Don’t burn your bridges.
You might be tempted to slam the door of your corporate employer’s office as you leave. And
to tell everyone exactly what you think of them with interesting curse words. Smart
freelancers know that this is a terrible idea. Even if you have no intention of returning to
corporate life your former employer may be your first client, your contacts may be future
clients and your work colleagues can be a great source of advice. 

2. Work on your mindset.
You need to stop thinking like an employee who just has one role to fulfill each day. When
you become a freelancer you have to think like an entrepreneur. You will need to learn about
things outside your role where previously you had a whole department of experts to consult
with when necessary.

3. Create a safety net: It may take longer than you think before you generate the income you
want. Having a diverse set of savings and investments can help you through the lean times.
Start planning by saving enough to cover at least three months' salary if you can. 

4. Clear your blocks: Think about what kind of blocks you have in life. These could be around
money, or how you view your own skill set. If you find yourself using words like “never” and
“always” in relation to some areas this could mean that you have blocks there. For example, if
you think “I could never be a keynote speaker” start to examine why you think that and 
what you could do to get over this block. Work on ridding yourself of self-limiting beliefs. 

5. Learn how to manage finances and taxes: Even when you employ an accountant or tax
expert you will still need to understand what responsibilities you have under the law. You
need to be able to ask the right questions, to record income and expenses in the correct way
and to be ready to respond to any queries that your accountant, or government agencies,
may have. 

6. Learn everything about business type and registration: Do your research before you
decide to register your business and before deciding what type of business you have.
Depending on where in the world you are based there will be different requirements
depending on your services/products. 

10 things to consider when moving
from corporate to freelance 
Anna Boroshok, Entrepreneur, Founder of Fearless Female Founders

How to start freelancing?
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7. Plan your cash flow: This means thinking about when and how much taxes you will have
to pay, and when other big expenses will be due. If you have an annual membership of a
professional body, insurance or other expenses you need to ensure that you will have money
set aside to cover these. 

8. Delegate and build partnerships: Don’t be afraid to delegate to other people, but take the
time to get recommendations before you decide who to delegate to. At some point you will
get too busy to do it all, think like a business and outsource the work to others. Build
partnerships and get to know other freelancers, they will be able to put you in contact with
the right people to help your business. You can return the favour with your network.

9. Give value to your customers, follow your why: Think about why you do what you do and
how this can give your customers more value. Is it because you love working in a particular
sector, or because you’re an expert with lots of knowledge and want to help others?
Understanding your “why” will help you to identify the kinds of customers you want. 

10. Slow down and learn to act in flow: There will be times when you have to push yourself,
especially when you start out and when you get very busy. Burn out can be debilitating and
set you and your business back in the long run. Don’t believe the hustle-hype, take annual
leave, rest at the weekend and treat yourself as an employee with the occasional wellbeing
treat like a massage! 

How to start freelancing?
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It all starts with a dream. What is your dream? Why do you want to be a freelancer or to start
your own business? Freedom, flexibility, autonomy, passion, earning more money for your
expertise or creating something amazing.

Sometimes you get an opportunity that is too good to miss. But sometimes that opportunity
doesn’t turn out as you expected. When your dreams clash with reality it can be painful.
There is risk, hard work and unexpected outcomes. 

A tool to help you decide where you need more time.

These thirty questions will help you to assess if you are ready to start as a freelancer or if you
need to spend a bit more time preparing. They are divided into different headings to help
you to focus on improving certain areas that are crucial to freelancing successfully. 

From employee to freelancer:
how to know if you are ready 
Lenka Grackova, Change Management Consultant, Executive
Coaching, Author of the REALISER® model

http://freelancebusiness.eu/
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Preparation Phase False                   True 
I am ready to work harder than as an employee 0    1    2    3    4    5   
I have considered the level of risk I am willing to take 0    1    2    3    4    5   
I understand the industry and market I want to be in 0    1    2    3    4    5   
I have a business plan (offering, customers, revenues, costs) 0    1    2    3    4    5   
I have some prospective customers 0    1    2    3    4    5   
Executing Your Ideas and Goals False                   True 
I am able to decide which ideas to pursue 0    1    2    3    4    5   
I am clear on what I want to accomplish (short- and long-
term) 

0    1    2    3    4    5   

I am able to find motivation to pursue my ideas and goals 0    1    2    3    4    5   
I complete tasks I set myself to do 0    1    2    3    4    5   
I regularly review my progress and adapt 0    1    2    3    4    5   
Mindset and Emotions False                   True 
I am able to focus on here and now without overthinking the 
future 

0    1    2    3    4    5   

I don’t dwell on failures or setbacks for too long 0    1    2    3    4    5   
I put myself in the right mindset when doing difficult or 
boring things 

0    1    2    3    4    5   

My fears, doubts, lack of certainty do not stop me from taking 
actions 

0    1    2    3    4    5   

I know how to get back to a positive state of mind when I feel 
down 

0    1    2    3    4    5   

Sales and Marketing False                   True 
I enjoy talking about my work and how it adds value 0    1    2    3    4    5   
I enjoy networking 0    1    2    3    4    5   
I maintain and nurture my personal and business 
relationships 

0    1    2    3    4    5   

I feel comfortable pitching my services 0    1    2    3    4    5   
I ask the right questions to make a compelling offer 0    1    2    3    4    5   
Confidence False                   True 
I am confident about the work I deliver and results I promise 0    1    2    3    4    5   
I am sure that when I take consistent actions I will get the 
best results 

0    1    2    3    4    5   

Even if I don’t know what to do now, I am confident that I’ll 
figure it out 

0    1    2    3    4    5   

I trust that things will work out for me 0    1    2    3    4    5   
I trust that I can learn what I need in order to succeed 0    1    2    3    4    5   
Communication and Assertiveness False                   True 
I can communicate my ideas clearly 0    1    2    3    4    5   
I clearly say what I expect from others 0    1    2    3    4    5   
I am capable of defending my opinions with the right 
arguments 

0    1    2    3    4    5   

I am able to convince other people 0    1    2    3    4    5   
I communicate easily in one-on-one as well as group settings 0    1    2    3    4    5   
Passion, Perseverance and Patience to Learn False                   True 
I invest time and energy in learning new skills 0    1    2    3    4    5   
I enjoy learning and facing new challenges 0    1    2    3    4    5   
If I practice something for long enough, I can become good 
at it 

0    1    2    3    4    5   

I keep trying, even after others have given up 0    1    2    3    4    5   
If I work hard to solve a problem, I’ll find the answer 0    1    2    3    4    5   
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Don’t expect to get a perfect score! Many of these areas can be improved over time and by
learning new skills. You can create support systems that will help you to cope with setbacks
and to develop your mindset. 

Research: do your own market survey. It’s not enough to just rely on what you read on the
internet or hear from your friends. Find out for yourself.

Work on your soft skills, in particular your interview skills, language, and communication
skills. If you will be communicating in a second language improve your fluency. This will
save you any unintended misunderstandings in meetings. It’s important to be yourself
and not just to try to be what your customer wants. 

Be a Jack of all trades: as a freelancer you will be doing many things at once, for example,
general manager, finance manager, accountant. Even when you get outside help, you will
need to be able to judge for yourself whether the advice is good or not.

Network: build a professional network of contacts. But don’t neglect your private, social
network – you will not always be working! As a freelancer you work a lot by yourself so
having a social outlet is a very important support system.

Consider your private situation before becoming a freelancer. Take relationships, health,
and your partner into account. Changing from being an employee to a freelancer will
impact other people in your life too. You need to prepare your partner for the change of
status. Are they willing to give you financial back up if needed? Are you willing to spend
your savings when work is quiet? If you have a joint financial account how will freelancing
impact this?

Not every assignment or project will be a total success!

Reputation takes years to build, but just minutes to break.

Behave like a freelancer. You don’t have a boss, you have a customer. Be prepared to go
the extra mile to deliver and add value. The race is won after the finish line. However, the
content of an assignment cannot be changed at the customer’s whim. A change of scope
must be agreed by both sides. 

Before you start 

During freelancing

Advice from a freelancer with two decades
of experience 
Peter Vantieghem, freelance IT expert

How to start freelancing?
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Do not accept late payment. A customer who doesn’t pay on time either has financial
problems, or has a culture of late payment. You do not have to accept that. Make sure
your terms and conditions include options like charging interest, retaining copyright or
suspending work. If it happens once it can happen again. 

Not every customer can accept the truth. Especially in services or if you’re asked to
perform consultancy work. Prepare the customer in advance, “I might say things you
don’t like but the intention is to improve things.” 

Rate: Be realistic, not too high but absolutely not too low. When you agree to a low rate it
will be very difficult to negotiate upwards and the low-paid work may prevent you from
taking on better paid assignments. 

Do not negotiate your rate. You don’t negotiate the price of a bottle of milk either. If you
are tempted to agree to a lower rate, consider the overall impact first. If you drop your
rate by X amount per day and a working month is 20 days, how much will this cost you
over 6 months?

Only monkeys get paid in peanuts. 

Avoid recurring costs as much as you can! Today it can be fiscally optimal, next year it can
change. 

Save money and pay for things in cash as much as you can. If you can’t afford it then
don’t buy it!

Avoid leasing, bank loans and debt. 

You need to have a cash reserve for idle time, health problems, and other unexpected
problems. Don’t believe that you’ll get rich quickly when you start freelancing. 

Do not listen to accountants all the time! Ask yourself if what you are doing is making you
happy? Is it fulfilling? 

Make sure you know your costs. All costs, both professionally and privately. You need to
know how much you need to live on so that you know what your cash reserve should be.

Keep track of all your subscriptions (Netflix, Spotify, rent, utilities, software licenses,
transport costs etc.). 

Have a cash reserve of 3-5 months costs and include everything when calculating it.

Money

Recurring Costs

Count, Count, Count

How to start freelancing?
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Keep calm. The market goes up and down but a job will come along. Get used to
rejection – you can’t win them all. A lead is not a contract and a contract is not a contract
until it is signed.  

Don’t spend more than 2 hours a day on job searches during quieter periods – spend time
on a hobby instead. 

Show up on social media. Actively participate in discussions on LinkedIn. Meet and learn
from other freelancers.

Market

How to start freelancing?

They need specialist skills that are too expensive to have on staff on a full-time basis

They want to add capacity 

Whether you’re already freelancing or just starting out, reflecting on what makes a good
freelancer is a good idea. Alison Grade, author of “The Freelance Bible” had plenty of wise
advice on what makes a good freelancer and how to become a better freelancer.

Why do companies hire freelancers?

The best place to start is to think about why companies hire freelancers. Usually it’s for one of
two reasons:

Identify what the reason is that your clients have hired you in the past or will need you in the
future. Once you know your why, you can position yourself in a way that will help build trust
and reassure them. 

Freelancing can be tricky and there is a clear difference between successful freelancers and
those who don’t make it. The distinction is between working in freelancing and working on
freelancing.  

Working in freelancing is comparable to spinning plates, juggling competing priorities with
more projects in the pipeline. The most urgent work gets immediate attention while other
areas may be neglected. In fact, maybe it’s like spinning plates while walking on a tightrope!
While the adrenaline and stress might help you to keep the plates spinning most of the time
it’s a recipe for burn out.

What makes a successful freelancer?
Alison Grade, Author of The Freelance Bible

http://freelancebusiness.eu/
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Skills – Do you already have the skills and if not, are you willing to learn? Without the right
skills you’ll end up disappointing the client.

Finances – Have you got the financial drive to do the work? If not you could end up with
an exhausting hobby rather than a career.

Desire – To get out, promote yourself and tell people that you’re available for work. You
might have the best skills in the world but if no one knows about you then how will you
get the work?

Instead, you should work on freelancing with changing roles as CEO, Finance Director,
Marketing and Sales Director and Operations Manager. This requires organisational skills,
strategy and self-discipline. It’s about being proactive rather than being reactive.

The three-legged stool of freelancing
Alison likened the successful freelancer’s psyche to a three-legged stool. Each leg is crucial to
balancing and sustaining your freelancing career. Take away one of the three legs below and
you quickly end up on the floor.

Examine how well balanced the three legs are for you so that you can address any
shortcomings. Considering the following will help you to start the process.

Skills
What’s in my toolkit? What are my soft skills and my technical skills? Think about where you
are and where you want to be. Asking friends, colleagues and existing clients is helpful – the
things we take for granted in ourselves is often what clients most value in us. Think about
your mindset also. How comfortable am I with insecurity? What does success mean to me?
Is it freedom to set your own hours and to choose the clients you work with? Or is it
something else? What do you do for your clients and how could you translate that to another
sector?

Finances
Underpricing is always a danger for freelancers. Know your worth and where you add value
for your clients. Do you know how much money you need to live on? How much money do
you need to have in the bank after you pay taxes? How much do you need per month and
year? How much are your overheads – rent, software, equipment? If your prospective clients
don’t take a sharp intake of breath when you tell them your price then you’ve probably
under-priced your work!

Desire
As a freelancer you are your brand. You need to communicate this and market yourself as
desirable. Think about your services from your clients’ position. This might involve some
creative strategy. Alison gave the example of a freelancer providing video-training for school
children.

How to start freelancing?
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When the freelancer approached schools from the angle of video-making as a way to
improve literacy (through script writing and storyboards) it made their proposition more
appealing. Schools with pupils with lower literacy rates had extra budgets available to fund
their work. So, think about explaining what you do in terms of why clients hire you. Why do
your services add value and impact to your client?

Finding clients – the value of your network
Now that you’ve rebalanced your three legged stool it’s time to find your clients. Just as
you’ve looked at your skills, finances and desires you need to pay attention to your network.
Who is in your network? Can you categorise the people in your network as sponsors,
mentors and introducers? Each category will require a different approach and serve a
different purpose in your freelancing life. People’s roles may change over time in your
freelancing career. If you don’t have the right people in your network right now, think about
how you can grow your network for the future. 

How freelancing is like dating
Freelancing is like dating – and not just because it can feel like stepping into the unknown!
First impressions count and you have to believe that you have something valuable to offer in
order to attract the right people for you. The courtship process is important. It’s better to
start slow with smaller projects to build trust and to see if you and your client are a good
match. Finally, like dating, you need to be someone your client wants to spend time with.  

How to start freelancing?

Inner secretary to organise your schedule
Inner child to tell you to take breaks, go for walks, have fun
Inner content manager to look after your social media
Inner grandmother to remind you to have a break for tea and biscuits
Inner team coach to motivate and pep you up
Inner father, mother, wellbeing manager, philosopher, critics and so on. 

i1. Define who lives in your inner village 

This is a fun, reflective exercise to help you to consider the imaginary and real people that
help you to raise your freelance business. 

They could include your:

Villagers sometimes help you and your freelance business. But sometimes they can hurt,
confuse and tire you out. All of them try to give you information and advice whether or not
you want it. 

It takes a village to raise a freelance business 
Tessa Goossens, Founder and Facilitator, Playful Situations

http://freelancebusiness.eu/
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How does your inner village look at this moment?
What villagers live there?
Is it different for personal or business?
Have those villagers been living there for a long time? Are they familiar? Or have you just
met them?
Who in your village would you like to send away to the forest?
Who hasn’t got the place that they need? Who is looking for attention? Who are you
ignoring?

On whose shoulders are you standing today? 
Who is holding the village together with you? 
Who helped you to be where you are now? 
On whose shoulders are you standing consciously or unconsciously?

Take a notebook and consider what villagers are helping you. You can write or draw,
whichever feels more natural for you.

Time to breathe and listen – put your pen down and review what you’ve written or drawn. 

2. Meditation and reflection. 

This is a body scan meditation, read through it a few times so that you can guide yourself
through the process. Or you may be able to find a guided meditation online that you can
download and listen to. 

Sit comfortably, relaxed but alert. Settle in with your feet on the ground, your hands
somewhere comfortable, perhaps resting on your lap. 

Take a few deep breaths in and exhale through your mouth. Bring your attention to the
different parts of your body, starting with your feet, the soles of your feet, your toes, ankles,
calves, shins, knees, thighs, buttocks, hips. 

Don’t try to change anything, just notice how things are. Bring your attention to your belly,
hands, fingers, arms, elbows, upper arms, shoulders, back, upper back, neck, the back of your
head, to your face, eyes, nose, mouth, throat. 

In this state of listening and attention, reflect on the questions:

Write or draw what comes up when you consider those questions. There may be
inspirational figures, real people, ancestors, family, and friends. Write down the names that
come up. Connect the names with your inner villagers. Some things might be just down to
you, your efforts to learn and to build things.  

Next step: review what you’ve written and think about what you want to thank your village
for. 

I would like to thank my village for….

How to start freelancing?
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How to start freelancing?

Preparation is key. You have to do all the boring stuff first: a marketing plan, business
plan, market research, competitor analysis. These give you answers to your questions. But
how?

Research your idea or business and set a realistic timeframe to it. Will you require a big
investment and a legal agreement? What do you want to see in real life at the end of the
time frame? When should it happen?

When you start freelancing, or thinking about freelancing, your mind will be filled with
questions. How do I get started? How can I translate my skills into a business? Is this
realistic? Can I do this? How long until I start to make money?

From what to how. Shift to purpose
Katrijn Everaerd, founder of I support creatives

https://www.lancr.eu/
http://freelancebusiness.eu/
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Keep your motivation. Split up the research into weekly and monthly targets. Micro-
results and milestones will keep you going. When you get insight into how you are going
to run your business you’ll be motivated to carry on. It’s important to have a balance.
Work on it during the week but make sure you have time off at the weekends and for
holidays. Have fun! 

You will have lots of questions throughout the process and some setbacks. Use the
setbacks to think about what you want to do, and to see what you could do differently. 

What do I love most? 
What am I great at?
Who do I prefer to work with?
How do I want to work?
Where do I want to work?
When do I want to work?
Which values are most important to me?

Take a pen and answer the following questions to see if you are in the right place:

Experiment and see what works for you!

How to start freelancing?
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How to start freelancing?

They say you should never waste a good crisis and for many freelancers the pandemic was a
crisis like no other. In some ways it has been a massive social experiment. The world has had
to learn to work in entirely new ways. Linda A. Thompson and Selma Franssen of The Friendly
Freelancer newsletter reflected on the lessons they earned during this time. 

Learning to think more like a business and less like an employee. 
I love keeping lists and spreadsheets and I’m always adding information to them on my
phone or in email drafts. Because a lot of my work is related to events, when the lockdown
happened the first thing I did was look at my list of projected monthly income. I crossed out
all of the events that would be cancelled or postponed and figured out how much money I
was going to lose and where the gaps would be. At first I was panicking, but then new work
started coming in. I realised that I shouldn’t have wasted so much energy panicking. Instead
of thinking as an employee who expects a certain monthly income I realised that I should be
looking at my overall annual income. That’s been a big change of mindset for me. 

Learning from rejection.
Another thing that I changed during the lockdown was how I view rejection. I pitch a lot of
stories to publications and it’s both a personal and impersonal process. You send out an
email to someone you don’t know working in a building that you’ll never walk into. And then
you wait for a response. It’s personal because it’s your idea, your project, so it can feel as
though it’s you that’s being rejected. I start questioning myself and my abilities when I get a
rejection. My turning point came when I read an interview with a successful journalist who
has had bylines in international publications. They said that they send out about 15 pitches
for every pitch that gets accepted. After that I realised that it’s not just me. Now I’ve started
tracking my pitches in a simple spreadsheet – my idea, who I sent the pitch to, what the
response was, anything I learned about their rates or topics they’re interested in. Now I’m
learning something with every pitch I send, even if it’s rejected I’m getting valuable
information. This “pitch tracker” improves my chances for the next pitch and has made it
more of a businesslike process. 

Learning to manage our energy and time
Some things – like writing – demand more energy which we don’t always have. Sometimes
it’s better to switch from a task that you don’t have the energy to do, to something more
mindless, like an admin task. That way you still have the feeling of momentum and ticking
tasks off the to do list. 

I’ve also been enjoying the freedom of scheduling my day as I wish. Sometimes we forget
that as freelancers we have the freedom to schedule our time, so you can be free when the
sun shines on the balcony or your favourite show is on. 

Never waste a good crisis: freelancing lessons
learned during the pandemic 
Selma Franssen, freelance journalist, co-founder of The Friendly Freelancer

http://freelancebusiness.eu/
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It can be hard to do creative work when you’re switching from one type of work, like a virtual
meeting, to another. Sometimes I physically change things between tasks. I move my desk,
sit somewhere else or go for a walk to change to a different mindset.

How to start freelancing?

Linda: It’s important to work at the time of day when you feel most productive – if you’re a
morning person you can do your productive work then. If, like me, you’re not a morning
person, work when you’re most productive. You don’t have to conform to a 9 to 5 corporate
timeline just because your clients do. 

Learning to work in manageable chunks
When work is quiet, life is uncertain, and the distractions are few because of lockdown,
procrastination can easily become an issue. During the lockdown both Linda and Selma
started using the “Pomodoro Technique.” This productivity tool means doing 25 minutes of
focussed work (“pomodoros”) followed by a 5 minute break. After 4 consecutive pomodoros
you can take a longer break of 30-40 minutes.  

The biggest challenge is getting started and the pomodoros make a huge, daunting task
small and manageable. After doing 25 minutes you realise that it wasn’t too bad, you can do
another one. It can seem a bit neurotic and structured at first but I recommend it if you
struggle with procrastination. It helped with distractions, you’re not supposed to do anything
other than the micro task for the 25 minutes. Not checking email or social media for 25
minutes is very doable. You can still get distracted but limit it to 5 minute pauses. There are
lots of websites that offer different settings for using the Pomodoro technique or you can
just set your own timer. 

Learning to take advantage of diversifying risk.
When I started out I wrote journalism for one type of client. I now write content, edit,
proofread and translate into Dutch. I have very different types of clients, local news
organisations with general content, more subject specific news organisations in North
America. I decided to prioritise my content writing at the start of the pandemic. The reason I
could do that is because I have a mix of different clients. The benefit of being a freelancer is
you can spread your risk so that if there is another crisis you’re not dependent on just one
organisation or industry to the same extent that an employee is. There are freelancers that
only have one client, or most income comes from one client which is risky especially during a
crisis. During a crisis you can contact the clients who pay the highest rates to check what
work they need. 

Take a long term view during your freelancing career, have faith. Taking an action is enough
to set something in motion that will probably return something. When you’re starting out it’s
important to start leaving crumbs everywhere. Setting things in motion and taking a long
view is very helpful, not just during a crisis!

Linda A. Thompson, freelance writer, editor and translator, co-
founder of The Friendly Freelancer
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How to start freelancing?

Disclaimer: This article is based on the findings in the book Jobrepair - ISBN13
9789401463683. Wim Thielemans is innovating conversations about work. He is founder of
Dynamo.be and the school for recruitment. 

The Right to Repair movement wants to help consumers to repair their broken products or
find someone to repair them. Wim Thielemans believes that we also should have the right to
repair our jobs! Some organizations treat their employees and freelancers the same way as
products. If they are broken we throw them away. If their skills no longer match, we make
them redundant. So you better prepare to keep your job future proof. Whether you’re an
employee considering freelancing, or a freelancer who is dissatisfied, these job repair tips will
help you to find a solution. These could be small fixes for day to day challenges or large fixes
for bigger changes. 

Five frustrations about work “AVERT”. 
We analysed the data of 450 Job Repair conversations and found that we only struggle with
5 universal frustrations. 

A - Appreciation. This is about how much we feel valued at work. Sometimes people only get
feedback when things are not going well. This can be the source of a lot of frustration, we do
hundreds of things right every day but only ever hear from our supervisor or client when
something goes wrong. 

V -  Values. When what you believe is important in work or life is not reflected in your
workplace or organization it can be a source of conflict. At the start of a career values might
not bother people but over time it can become much more important to continue working.

E -  Environment. Working in a particular geographical area which requires a long commute
can be stressful. Environment could also refer to the building itself. For example, if you dislike
open plan working spaces because of distractions, interruptions and noise. Or you might not
enjoy working too long at home and crave seeing colleagues.  

R-  Relationships. We choose our work but we get colleagues, supervisors, suppliers and
customers with them. Poor communication, unreasonable expectations, bad behaviour and
mixed signals can all contribute to difficult relationships. 

T – Tasks. What we do on a day-to-day basis using systems, and processes. Some tasks are
either boring or too complicated. Things that you don’t enjoy but that became a big part of
your job.

Jobrepair©: The Smart toolkit to make more
sense and reduce doubt about work 
Wim Thielemans, Facilitator, Coach and Trainer, designing
New Generation Work
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What do you want to repair or improve in your job? 
What do you see as your biggest challenge? 
What do you see as a solution based on what you told and already know?
What are you going to do specifically? 
Do you think this is feasible?

Knowing your five main frustrations means that you know you’re not alone. How can you fix
them? The Quick Job Repair conversation © can help you. You can do this alone but it is
more fun with two.
Ask questions out loud and uninterrupted to identify how to repair your job. You might get
lots of feedback from others but some are not suitable. Since you know your own
preferences best. Keep a timer on and answer within a minute and go then to the next
question. Your first to mind idea’s can help you to identify quick fixes and longer term
solutions. 

These are the 5 Questions from the Quick Job Repair conversation to ask yourself! 

In every job there is a ''CACTUS'' inside: Recruiters and HR evaluate a job based on these
pillars. You can use them to make yourself more attractive to recruiters and interested in the
job.

C – Career: What does my career say about what my work is today? What have I studied?
What have I worked as? What experience do I have? How long do I want to continue doing
this work? 

A – Attitude: What motivates or demotivates you? Attitudes are a great measurement of
your basic motivation at work and they help you to decide what you like most in a job or
tasks.

C – Competencies: Things you are able to do. If you’re a freelancer you need to know your
competencies, what you have to offer and what you can do for your clients. 

T - Tasks: What particular tasks can you do for your clients? What’s your expertise in a
particular task? What do you dislike or find difficult? What tasks have you not tried yet (latent
tasks)?

U – Unravelling: What are the objections you need to overcome? Do you need to acquire
new competencies, attitudes or tasks in order to go further? 

S – Suggestion: make a decision about what you’re going to do next. Focus on your decision,
and don’t go back to questioning it all over again. 

How to start freelancing?
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The term freelancer refers to someone who “is self employed and not necessarily committed
to a particular employer long-term”. This has been around for a long time and is more
common in some sectors than others. If you look at the likes of the trades: plumbers,
electricians, carpenters and such like have been working for themselves for years yet don’t
usually refer to themselves as freelancers. 

When you look into our industry of Technology, most commonly people will work full time
for a single company for an average 3 years minimum. Then get bored or want more money.
The solution to this is to spend weeks speaking to recruiters as they give you the same
boring sales pitch about a “really innovative company” with a “flexible working environment”.
In their terms, flexible working means you’ll maybe get a couple days working from home
every few months and you can wear jeans on a Friday. This approach is outdated and has
been for a while.

Now let’s look at Technology from a contractor point of view, a lot more interesting as you’re
usually only working for a client for 6 months then you get to go and do something else for
another client. There are pros and cons to this as well of course, it might take you a while to
find your next contract, you don’t have the benefits of a perm role such as sick pay and
holiday pay. But all in all contracting has a better reputation in Tech. Who ruins it though?
Shoddy contract recruiters who mess people around delaying an easy process.

I’ve said it before but the working day is changing, coming out the other side of this
pandemic. People like working from home instead of an office and people like the flexibility
of not working 9-5 anymore. The biggest benefit of freelancing is that you aren’t restricted to
one employer, you can work across multiple different projects from different clients at once
as long as all agreed upon work is completed on time. This completely eliminates the issue of
perm employees who get bored of the same thing, in the same office everyday for years. 

This is exactly what we’re trying to do with Gigged.ai and I myself am very excited to see how
the freelance community in the UK grows over the next 10 years especially within the tech
industry. The possibilities are limitless with the way remote working has improved over the
last year and a half.  

Looking to start freelancing? Find a gig here.
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Starting freelancing as a tech professional
Harvey Rose, Growth manager, Gigged.ai

https://gigged.ai/
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How freelancing took me from a nobody to a somebody (Una Herlihy)
-14 mins 
Going into a marketing career with limited time and budget (Sanne
Van Broeck) - 16 mins
How to start and grow your photography business (Lucia Gaggero) - 29
mins
The Freelance canvas (Dominic Rogers) - 21 mins
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WATCH MORE ABOUT HOW
TO START FREELANCING

How to start freelancing?
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PART 3 

FREELANCE BUSINESS MARKETING
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What do you want to be known for? Identify one or two things that you want to be
known for. You can do lots of things but you want your name to be connected to one
topic or problem. For example, a photographer can take pictures of people, buildings,
products but might decide to be known as a food photographer. She can still do the
other kinds of photography for her clients, but food photography is what she wants to be
known for. 

Who needs to know you? People who need your services, your ideal customers. The
clearer you have them in mind the easier it will be to address them in your marketing. In
the photography example, she could decide to connect with other people in the
hospitality sector, food producers and designers.

Where can you reach your people? Are they online? Where online: LinkedIn? YouTube?
Facebook? Instagram? In real life: at conferences, events, trade shows? Ask them where
they look for information.

How can you share your expertise? There are lots of possibilities! Blogging, videos,
webinars, presentations (conferences or events where you are a speaker). The food
photographer could share expertise on how to style food for photographs, why good
quality photographs of food are important or to describe what to expect at a food
photography shoot.  

Start with the basics and remember that marketing is all about building relationships. It
doesn’t have to be complicated. You can take some simple steps straightaway to market
your freelancing business successfully.

As a freelancer you need to figure out what your personal brand is. People need to know
what you stand for. Who are you, what do you do, how do you look, what your values are.

There are four questions that will help you to develop the foundations of your marketing and
your personal brand. 

5 things you can start doing right now to market your freelance business.

i1. Talk to people: Every day tell 2 people about your business. 2 x 365 = 730 people. These
people don’t necessarily have to be your target audience because they may have your ideal
customers in their networks.

2. Network: Live or online. Build relationships, be interested in other people’s businesses, see
how you can help them and what you have to offer. 
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How to market yourself as a freelancer
Tinne Vanhove, Marketing coach
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3. Update your LinkedIn profile: Write to your target audience in your LinkedIn profile. Make
your profile vivid – describe specific projects, courses you’ve done. 

4. Publish LinkedIn articles: Show your expertise, who you are and what you stand for. Write
about problems that you’ve helped to solve for your clients. 

5. LinkedIn feed: Be active on this social network, it helps tremendously your visibility: post,
react, like and share. Carry out a poll. Start a conversation. Remember that it is a social
network so be social! 
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The notions and logics behind content marketing.
Marketing is about serving the client, providing the most value to the clients you have
already and to your future clients. Marketing is not about selling stuff. Marketing is not just
about social media, it’s how customer service works, how our teams interact within the
organization, and how sales people pitch for business. Marketing is everything we do. 

Content strategy: how to tailor it to your business needs 
Anastasiia Dehtiarova, Ethical marketer for the community-focused organizations,
Personal development activist, Marketing manager of Freelance Business 
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This is where content strategy begins. We need to pay attention to how we serve the people
who give us their time or money. We can use content strategy to solve our customer’s
problems, recruit new talent, build our reputation and share knowledge, or to drive traffic to
a website.

A framework for your content strategy:

i1. Identify the problem. What is the result you want? What metrics will you use to know if
you have achieved the goals of your content strategy?

2. Research and analyse. You should look at your competitors, your customers and your
communications. 

Research what marketing your competitors are doing. Review whatever analytics are
available on your competitors. 

Research your audience, where are they and how engaged are they? What are they looking
for and talking about online? Where are they going to find the answers they need?

Examine your own communication, is it using an appropriate tone of voice for the brand? Is
the message clear? Analyse your own analytics. Check industry benchmarks. What is
working within the industry?

3. Let your research guide your decisions on what platforms and formats to use.
Understanding the problem is crucial before you decide on whether you should be on TikTok
or Instagram! Think about what topics your audience are actually interested in rather than
what you think they are interested in. 

4. Check the technical requirements. Do you have the resources you need or can you access
them? Do you need additional staff or new equipment? What can you do with what you
already have? How much time and money are you willing to invest to reach the results you
want?

Test, rinse, and repeat! What worked and what didn’t? Use A/B testing and monitor the
results. Check your analytics to see whether your strategy is working for your desired
outcome. Make adjustments and respond to the information you get from your analytics. 
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When you go straight from being an employee to being a freelancer it can be difficult to do
your marketing. This is a guide to how to make sure that you have a strategy in place, not
just a plan.

A marketing plan is not a marketing strategy 
Jean-Paul Delmeire, Founder of betoobe, Business Consultant

http://freelancebusiness.eu/
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1. The first thing you need to do is to learn who your customer is. If you don’t understand your
market and your clients you cannot create a marketing strategy.

2. A strategy will always pursue a business outcome. The only outcome that counts is money!
If a marketing plan is not attached to a financial goal you don’t have a marketing strategy.
This could be a figure you want to earn every month, or the number of days you want to
work at a particular rate. Of course, not everything is about money, you can think in terms of
value. However, money is the tangible reflection of the value you give to your clients. 

3. Marketing strategies address all three of the following: Create value; deliver value;
communicate value. All three are important but many organizations only focus on the
communication element. If we only concentrate on communication then it can become a
form of spin. It is more efficient to create and deliver value along with improving
communication. 

4. To create value. The value you create is more than your output. There are three types of
value: functional, social and emotional. A client could receive two translations from two
different translators that are both equal in terms of quality. However, if one translator delivers
their work in a format that is easier for the client to upload to their website then that
translator delivers more functional value. Social value is when you make your client look
good to their boss and their clients. Emotional value: how can you make your client feel good
about working with you? A car leasing company might include a bouquet of flowers and a
bottle of champagne when delivering a company car. This adds to the emotional value they
create with their customers. 

5. How you deliver value. The customer management part of marketing strategy starts by
creating your ideal list of customers: who would you like to work with? You need to know
your market specifically and market strategically to them. Create a list of 50-100 top
customers that you’d like to work with. Then you can actually know them as real people
rather than personas. You can engage and meet with these people. When you receive a
request from a client you’re already too late! You should be engaging with them, anticipating
their needs, and creating things alongside them. 

Your marketing strategy can be distilled to three elements: know your clients, deal with
value, understand how you can enhance that value in different ways with your clients. Once
you have your marketing strategy in place you can monitor how these three factors are
interacting and whether they are meeting your goals. Then you can adjust and repeat.
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Where do you find your potential clients? Where are they hanging out? Eg.
Slack/LinkedIn/Facebook etc.
Where do you lead them to? Landing page with info, prices, proposals, case studies?
What steps do you want them to take? Call to action: Download/sign up/register/book a
call.

Most people do not get the results they want from their websites. It’s harder than ever to
grab the attention of potential customers. Their attention span is getting shorter and your
website has a lot of competition. 
Anyone can have an online presence nowadays but when you do get visitors to your website
it is crucial that they convert to your customers. Your website should act as a sales funnel
converting visitors into customers.

The 2 types of websites: 
i1. The digital window: This kind of website showcases your products or services, like a
storefront on a busy street. 

2. A blog and trusted information source: This is where you can show your expertise on a
particular subject, building trust with visitors. You can sell your services based on being seen
as an authority or thought-leader. 

No matter which type of website you create, without a call to action, you are losing potential
clients and do not capture valuable leads. 

Suggestion:
Every page of your website should be a landing page with a clear, strong call to action. Don’t
send your visitors to any other pages with a menu or links. 

Your steps to make your website more effective:
i1. Review all of your website’s pages - is there a call to action on each one? For example,
your 404 page, thank you page, contact page can all have calls to action. 

2. Figure out why visitors are leaving pages on your website, what were they looking for?
Can you add information that will keep them on your website and lead them to take action? 
3. Start building your funnel in 3 steps: 

Once your funnel is set, think of what the cadence of your follow-up with these leads should
be: an email, a phone call, a newsletter, a meeting. 

Does your website sell?
Pieter Moens, Growth and funnel hacker

http://freelancebusiness.eu/
https://www.linkedin.com/in/pietermoensgh/


Page 39 #freelancebusinessFreelancebusiness.eu

Freelance business marketing

You have better things to do than cold pitch
Freelancers have better things to do than cold pitch. Instead, you could be working on paid
projects or spending that time focusing on clients. 

My inbound system (a story in four parts)
I’m sharing with you examples of the steps I’ve taken so that you can emulate them and use
them in your own business. However, because there are different types of freelancers and
personality types, I don’t want to tell you that I guarantee that this system is going to work
for you because I don’t think that’s fair. Instead, you can take away a few things from my
system, apply them to your own business and build your own inbound system. 

Part 1 - A good enough one-liner
When I started freelancing, I used to communicate with anyone who would talk to me in a
very general way. When asked what I did, I would give a long winded answer, such as “Oh,
I’m a freelance writer but I’m also an editor. I work with small companies, I work with start-
ups, I work with government” and so on. However, that person would just tune me out.
They’d say “Oh, that’s nice,” and move on or, if it was a potential sales prospect, they’d be
overwhelmed, telling me “Oh, you’re too advanced. I just need this little thing done.” 

What I learned was that one liner, that simple statement when someone asks you “What do
you do?” is not just about being easily understood. But it is also about making that
information easy for someone else to repeat. So, when I introduce myself now, I say “I’m a
freelance writer for start-ups and venture capitalists.” Not only is that easy to understand but,
more specifically, it’s easy to repeat. That way you can start to leverage other people’s
networks on your behalf, building an awareness of what you do. 

It’s critical to just have a good enough one-liner. If you focus too much on accuracy, you lose
the ultimate goal. And when it is just good enough, someone who needs different services is
likely to ask you for more detail. 

Part 2 - Try everything, stick with what you like (You’ll either make money or enjoy yourself)
When I wrote the above titled chapter for my book 50 Laws of Freelancing, I initially just kept
it as “Try everything.” That was because, early on in my freelance business, I thought I had to
do this ultra- strategic, scalable, demand generation thing. I thought that if I didn’t use the
exact right channel at the exact right time I was going to lose. I was reading all these articles
that were intended for technology start-ups and for their type of marketing testing. But what
I found with building a freelancing inbound funnel is that yes, you’re a business but you are
also a human. You need to be open to trying everything — you never know where a client is
going to come from.

Building a freelancer inbound funnel 
Stefan Palios, Founder of Freelance Sales Blueprint
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But what I found with building a freelancing inbound funnel is that yes, you’re a business but
you are also a human. You need to be open to trying everything — you never know where a
client is going to come from. But you also want to stick to what you like. That way, you’re
going to either find a client, enjoy yourself or both. 

I have tried a lot of different avenues – social networks from Reddit to Twitter to LinkedIn to
Indie Hackers (If you are a freelancer not familiar with www.indie hackers.com, you should
check it out), I write for Remotely Inclined, I also publish a blog called
www.pulseblueprint.com with content about freelancing in the workplace. I’ve tried Slack
channels, WhatsApp groups, conferences and meet-ups. I’ve even done cultural exchanges.
Workaway is a cultural exchange programme which enables you to go anywhere in the
world. I went to France and helped a family restore their chateau which created with it a lead
opportunity (no client but that’s ok!).

I shared my experience with the chateau renovation on LinkedIn and had several people
reach out to me. Once you begin to establish that common ground, especially with things
you enjoy and are passionate about, building inbound awareness is going to be a lot easier.
So much inbound is making sure that every possible client knows who you are and one of
the best ways to do that is show your passion, interests, and experiences. 

Part 3 - Want referrals? Make others the hero
If you want referrals, you have to make the other person the hero. When I started out, I used
to ask for referrals as a favour. I can see now that I was essentially asking people to spend
their social capital on me and that was problematic. Instead, I started offering to go on a call
with anyone my contacts thought might need some help with their content. 

If you have a free offer such as an eBook or online course to give, that’s amazing but it’s not
absolutely necessary. Instead of asking for a favour, you are presenting yourself as a solution
and are likely to generate more introductions for that reason. 

Part 4 - Scale with Partnerships
This is a big one because freelancers are ultimately businesses. You are a human, but you are
also selling your service to your clients who are often other businesses. When you think
about developing an inbound funnel where clients come to you, you have to work on a
partnership model. This means that you take that one-liner, know the value you are offering,
take the experiences you have and find a way to make the other person the hero and to
encourage them to give you access to their network (i.e. your ideal clients).  

For example, I approached one venture capitalist company client of mine with some content
offers that they could in turn offer to their portfolio companies. This was a triple win. I got an
inbound funnel. I was making slightly less than if I sourced the clients myself, I was paid a fair
rate and didn’t have to do any marketing to get them! The venture capitalist got to be a hero
to their portfolio companies by introducing them to this writer (me!) who could help them.
Finally, the portfolio companies (many of them start-ups with limited time and resources)
got an easy path to me at a slightly reduced rate. Creating similar partnerships (B2B2B or
B2B2C) can be one of the best ways to get clients coming to you. 
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Behavioural science for freelancers: How to relate to your audience
(Kamila Zahradnickova) - 23 mins
How to develop search engine optimized content as a freelance
writer (Chris Raulf) - 38 mins
What makes someone truly influential (Gordon Glenister) - 25 mins
The future of sales and Marketing (Roderick Jefferson) - 16 mins
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PART 4 

NEGOTIATIONS, MONEY AND
LEGAL ASPECTS
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Clarifies the proposed agreement with the client.
Is a statement of your rights and obligations.

Company details including address
Description of the assignment – you want to clearly set out what you are agreeing to do
Rate/fee (whether it is hourly/daily/monthly etc.)
Invoice procedures and payment terms
Timeframe for delivery of the project/work – what is the start/end date etc.

It is important to have insurance for professional liability which covers issues relating to
the loss of data and professional errors. 
Civil liability insurance protects you against material damage on-site or physical harm to
clients. 

49% of freelancers always use contracts while 12% never do. 
Why do you even need a contract?

What information is it essential to include when drafting a contract?

Potential issues with liability
i1. Damage or loss of an item/data due to a professional error. The worst case scenario is that
you would be held liable for one of these by your client and receive a financial claim from
them. At worst, this could lead to your bankruptcy.

2. For this reason, it is critical that you have the correct insurance in place. 

3. A breach or failure needs to be proven (include this stipulation in your contract).

4. Contract can be based on either an obligation of conduct or an obligation of result. The
first is the safer option as it states that you will simply endeavour to achieve a particular
result. The second one is more dangerous as you take full responsibility for achieving a
particular result. 

5. Agree a maximum liability amount in the contract (as per insurance). You can then sleep
well at night. 

Confidentiality:
i1. It is important to establish with the client what is confidential information and what is not.
This should not be one-sided however with the client protected and you unprotected. It
works both ways.

2. Clarify in the contract what happens if a necessity to expose something arises.
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Contract negotiations for freelancers
Ian de Swart, Co-founder, ChariPickers 
Eszter Meszaros, Contract and Process Specialist, ChariPickers
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Non-Competition Clause 
Conflict Resolution
Illness and Long-Term Absence 
Vague Terminology (clarify)

3. Who can I share it with?

4. What happens when the contract ends?

5. What will the consequences be if any of the above is breached? Will there be penalties?

Intellectual property 
Intellectual property must be protected. The issue of ownership is important. If you are
keeping IP rights, your rate will be lower than if you transfer those to the client. Again, this
must be clearly spelled out in the contract. Another issue you should watch is the risk of
being held liable for using IP given to you from the client. You should stipulate in your
contract that you will not accept liability in such an instance. 

Force Majeure
Force Majeure is an “unforeseeable external circumstances that prevents someone from
fulfilling a contract.” Examples of this could include Covid-19 lockdown, or a terrorist attack. It
is a good idea to include a clause for such instances in your contract. 

Compliancy
Fake Independence – It should be clear in the contract that it is the will of both parties to
organise the work independently (i.e. you remain a freelancer and will not become an
employee at any point in the future, even after a long period of time).

Instruction rights – the client can instruct you on what to do but not how to do it.

GDPR – A separate Data Processing Agreement can be necessary in some instances.

Notice Period and Early Termination
The required notice period should be clearly stated in the contract as well as the various
instances where its early termination is allowed (such as conviction of a criminal offence,
bankruptcy). The contract should also clearly outline what will happen in terms of payment
in such instances. 

Also worth mentioning in your contract

---
Looking for insurance cover in Belgium? -- Check Vanbreda
Looking for insurance cover in the UK? - Check Superscript
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Protect your IP (intellectual property) rights 
Stan De Vocht, CEO of CreativeShelter and InnovationShelter

Exclusive - Only one entity can own them at one time. Granting someone else the right to
use your IP usually involves a monetary transaction. 
Temporary – No IP rights last forever. 
Territorial – It is not possible to obtain worldwide IP rights, they must be applied for
country by country.

Protect an invention (usually in the engineering sector) which needs to be new and non-
obvious.
Registration is required.

This section will detail what freelancers need to know about IP rights from a European
perspective. 

IP Rights are: 

Patent Rights

https://freelancebusiness.be/#iamfreelance
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https://www.linkedin.com/in/standevocht/


Whoever files the patent application owns the rights. Beware of contractors for this
reason (Employer usually owns the rights).
Period of protection is 20 years from the date of registration. Patent must be renewed
every year and it gets progressively more expensive to do this. 
Patent attorneys can help with this process, but their services are expensive. 

Originally put in place to protect works of literature and art but this has expanded (also
protects website layout, photographs etc).
Expression must be original with your chosen angle/choices. 
No registration is required, it exists from the moment you express your idea.
Always owned by the author, even if you are an employee/contracted freelancer.
Agreement should be put in writing.

Economic rights: to publish or print on a specific date (must be agreed).
Moral rights: these details that you can call yourself the author of the work even though
economic rights are transferred (exist for 70 years after the death of the author).

Computer program (source code and object code) plus all preparatory materials. 
Expression (Not underlying ideas).
No registration required – This is because patents are not required for software in Europe
(as is the case in the US). Instead, it is treated as a work of literature. 
However, when you write a computer program as an employee, the copyright is
presumed to have been transferred to the employer. 
Economic rights and moral rights are also granted (and the 70-year protection rule
applies). 

Refer to a sign (word or image) used to indicate the origin of goods or services. 
Must be distinctive – This means that you cannot describe what you are offering too
literally e.g. a milk company cannot be called “Milk” but a computer can be called “Apple.”
Must be admissible – For example, a trademark cannot be in the shape of a swastika.
Must be available – You must be the first to use the trademark for the goods or services
you are offering. 
The US has both unregistered and registered trademarks but here in Europe, we only
have registered trademarks. However, we do have trade names which offer fewer rights. 
Registration is required and contrary to registering for patent rights, this is simple to do.
Whoever files the registration will own the rights. 
Trademark protection will last for 10 years and exclusive economic rights will be granted.
However, this can be renewed an unlimited number of times (for a fee each time).

Copyright

2 types of rights are granted to the author 
1.
2.

Software: What is protected in Europe?
1.
2.

Trademarks
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The use of a certain name under a top-level domain (TLD).
Many disputes arise when a trademark is filed for and the owner finds that the domain
name has been stolen or hacked. However, it is usually simple to get these back if it has
been done in a malicious way. 

Refers to secret information that has a commercial value due to its secrecy (e.g. Coca Cola
recipe). 
Trade secret owners don’t have intellectual property rights, as such, but they do have an
economic advantage. 
Whoever owns/controls the information owns the rights. 
However, once the secret is out, there is no way of controlling who uses it.

Put all agreements in writing.
Check out the tax incentives for IP rights available in your locality. 
File a trademark.
File your domain names.
Don’t give away too much!

Domain Names

Trade Secrets

Tips and Tricks

Page 47 #freelancebusinessFreelancebusiness.eu

Negotiations, money and legal 

Business negotiating for freelancers 
Robert Vlach, Author of The Freelance Way and founder of Freelancing.eu
and Navolnenoze.cz

Soft – (Most common) Tend to avoid confrontation and often find themselves pushed up
against a wall by the other side.
Hard – These people go in too strong with arguments. No agreement is reached and/or
your professional reputation is compromised. On the plus side, they don’t tend to get
caught out with bad deals.

Disclaimer: This article is written by Meadhbh Hand. These notes are based on Robert
Vlach’s talk for Freelance Business Month 2020, not necessarily representing the speaker's
position in full. For Robert’s complete take on this topic as well as other crucial information
for freelancers, read his book The Freelance Way.

All freelancers would benefit from getting better at negotiating. Having some knowledge of
common manipulation and negotiation techniques will prove to be valuable as you navigate
your freelance career. However, it is important not to waste time on long negotiations
unnecessarily. Save your resources for premium clients. 

Who is a bad negotiator?
Someone who can’t usually reach satisfactory agreements.

Three types of negotiator
1.

2.

http://freelancebusiness.eu/
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Weak conversion rate.
Accepting conditions that are a threat such as low rates or unrealistic deadlines.
Needless problems arise due to a lack of clarity from the beginning. 
Problems can escalate into conflicts.
Missed opportunities - serving premium clients at standard prices.

Getting to Yes by Fisher and Ury (considered to be the cornerstone of successful
negotiation practices).
The Art of Negotiating the Best Deal by Seth Freeman (audiobook).
How to Win Friends and Influence People by Dale Carnegie (Good all-rounder).
Influence by Robert Cialdini (focuses on the power of persuasion). 
Pre-suasion is another useful title by the same author.
Customs of the World by David Livermore (useful for those who deal with a lot of
international clients). 
The Freelance Way by Robert Vlach, contains a useful chapter on negotiating.

3. Natural – Quite rare. You can be a successful negotiator in some circumstances but may
lack finesse in delivery. 

The impact of poor negotiating on freelancers

A good negotiator is soft on the person and hard on the problem.

Recommended reading 

Some freelancers deal primarily through agencies so don’t need to negotiate directly on a
regular basis. However, it is important to keep negotiating skills sharp by also arranging
some direct deals. 

What is your best alternative? Know your BATNA before you begin negotiating.

BATNA [Best Alternative To a Negotiated Agreement]: If a particular negotiation fails, a
strong BATNA means you will be fine as you have strong reserves. On the other hand, a weak
BATNA means that you have no reserve clients and could find yourself in a weak financial
position. Therefore, work on your BATNA so you have a reserve of work and are not desperate
to make a deal. 

Designing the Playground
It is a good idea to make a list of personal rules on how you want to negotiate. For example,
some potential clients will demand you attend meetings and perhaps draft a lengthy
proposal before a deal is even closed. Therefore, it is important to set a limit on the time you
are willing to spend on a new process. That changes the whole ethos of the process and you
will no longer be frustrated as you will know your limit. Furthermore, when this becomes a
habit, you will feel empowered by leading the prospect and maintaining control over the
situation. 
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Saving time should always be a top priority. If you receive a clumsy enquiry with red flags
that this client may not be a good fit, remember that it is ok to walk away. 
It is also important to have walkaway points on pricing, where you won’t go below a
certain limit. 
You can give discounts if you wish to but don’t give them freely. If they ask, you should
also try to get something in return such as full advance payment or a later completion
date. 

Walkaway Points
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Pricing your expertise
Peter Janssens, Co-Founder of betoobe, CCO-business coach
for Freelancers, Owner of WinIgnite

You should first understand the context of your customer. 
You should understand their expectations.

I am often asked by freelancers about pricing but there is no simple answer. The reality is
that there are no rules but there are certain things related to pricing that you should know
and do. 

1.
2.

https://bit.ly/3pgQGcC
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Are you credible? Do you have a good level of experience? How much value will you add
to the project?
Are you trustworthy? Will you deliver the work by the agreed timelines?
Are you likable? Will you fit in well with the core team for the duration of the project?
What is your price? It is important to note that this is the final question that tends to be
asked after all of the above has been verified. 

The type of customer
The scope of the work. Is it complex or simple?
Importance of the project to the client
Urgency of the project/timeline
Do you have competition? How unique are you?
The feeling of being wanted by the client
Price type situation (project price/daily fee/hourly fee). Be aware that when you charge by
the hour you will tend to lose out on a lot of time you are not paid for. 

3. Remember that clients are not thinking in terms of your daily rate, only in terms of the
total cost of the project to them. They are looking to hire someone who fits their total
budget, not someone with a low/specific hourly rate. 

4 things a prospective new client needs to know

Ultimately, they are asking “is your CTL (Credibility, Trustworthiness, Likability) green?” The
price should then be in harmony with their perception of the above three things. If your price
is too low or too high compared to your CTL, the client will see it as a potential negative.
Therefore, it is your job as a freelancer for your price to be in harmony with the above. 

How should a freelancer price their expertise?
You should have a minimum and a maximum price for yourself. This is important
psychologically, so you won’t feel frustrated. The minimum and maximum should both be
realistic. The best way to establish these is to do some research, ask others, Google etc. If a
copywriter's daily rate is €400 to €600, for example, where do my skills and experience place
me on that scale?

It is important to feel comfortable with the range. You should be convinced deep inside that
the price is good. Many freelancers are afraid of stating their price as they feel it’s too high.
That’s why you should research the market properly so you can feel comfortable. Depending
on seniority etc, added value can be delivered to customers and you can therefore be placed
in the higher range. 

Once established, stay in your range with all your client dealings and negotiate as necessary.
It is impossible to maintain the exact same pricing structure for 100 different clients with
different needs, a degree of flexibility will be required. 

Factors which can impact on price*

*Raising your price with existing clients is very difficult. To do so, you will have to deliver extra
value.
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What if a customer asks you to go below your minimum rate?
All clients are references but you should ask yourself if the one asking is a unique reference
or not. If you are going to give them something, it is a good idea to keep your normal project
rate and give some hours/days for free. That way the client won’t have a low price to refer to
in the future. If you will learn something new, gain a new skill by taking such a project, it can
sometimes be worth your while doing this. 

Remember that there are no employees working for free but this tends to be expected of
freelancers! 
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Financial self-management
Robert Vlach, Author of The Freelance Way and founder of
Freelancing.eu and Navolnenoze.cz

Disclaimer: This article is written by Meadhbh Hand. These notes are based on Robert
Vlach’s talk for Freelance Business Month 2020, not necessarily representing the speaker's
position in full. For Robert’s complete take on this topic as well as other crucial information
for freelancers, read his book The Freelance Way.

http://bit.ly/FBC-SLACK
http://freelancebusiness.eu/
https://www.linkedin.com/in/robertvlach/


In a recent survey amongst US based freelancers, only 41% stated that they understood their
finances. This is crazy and dangerous. The main reason for this is that many people do not
have managerial or economic backgrounds and take an intuitive approach to managing
their own finances. 

It is relatively easy to get started as a freelancer, but it gets more complex over time as you
gain more clients and more complex projects. In the longer term that means that the
financial situation can escalate, if neglected. 

Map and prevent risks
It is fundamentally important for freelancers to map and prevent risks such as income and
expenditure fluctuations, repeated non-payment problems and equipment breakdowns.
Doing this should form a part of a freelancer’s long-term strategy. Not waiting until problems
arise before tackling them gives freelancers greater control over their financial futures and
planning. It can make your business much more resilient. 

Start small
Doing this can intimidate freelancers, many of whom seem to think that it would somehow
limit their freedom and comfort. That’s why I recommend that they do it little by little. I
recommend proceeding in the following order. Check if you do it all regularly: 
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DONE? TASK TIME

Tracking monthly revenue on an Excel spreadsheet. Because a
freelancer’s income tends to fluctuate.

Recording financial overview and reserve. It is important to do this
and see if you notice any trends emerging in your income and
expenditure levels.

Watching your cash flow. This involves examining your spending
through Revolut, Wallet and all other channels (total personal and
business spend). When you do this, you are likely to find that you
spend a lot more on some areas than you expected. 

Draft a financial plan. This involves projecting total revenue and costs
for the coming period. However, it can be difficult to do this with
freelancing. That’s why it can be a good idea to create both a
pessimistic and optimistic version to cover all possibilities. Seasonal
swings will also have an impact. 

Think about investing. It is important that this isn’t done in blind
faith as you obviously risk losses. It is wise to invest in an area that
you understand e.g. cryptocoins, stocks etc.  

A good reference to help you get started is The Art of Investing
John M.Longo (audiobook).

10 mins a month

10 mins a week

0 - 5 mins a day 

5 - 15 mins a week

http://freelancebusiness.eu/


How your perception influences your negotiations skills (Frederik
Daneels) - 18 mins
If you hate selling, you are probably doing it the wrong way (Luk
Smeyers) - 52 mins
Never undercharge again. How to make sure every project you work
on is profitable (Gabrielle Chipeur) - 27 mins
Signs that your price is too low (Filip Fučić) - 19 mins 
Hacks and formulas for pricing your projects (Helen Dibble) - 13 mins
Making your product or service responsible and sustainable (Katrien
Rennemeier) - 30 mins
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WATCH MORE ABOUT NEGOTIATIONS,
MONEY AND LEGAL ASPECTS

Negotiations, money and legal 

https://youtu.be/Yruab34YjJQ
https://youtu.be/N8oJSjan6JE
https://youtu.be/N8oJSjan6JE
https://youtu.be/N8oJSjan6JE
https://youtu.be/krxnFcbQG5Q
https://youtu.be/E4J7RSJig0Y
https://youtu.be/BqdlcXgN3zE
https://youtu.be/5_Se_mUQdzI
https://youtu.be/5_Se_mUQdzI
http://freelancebusiness.eu/


PART 5 

PERSONAL BRAND
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Professional image vs personal image. Those are not two separate things.
Creating a fake image. In today’s online world, people will see right through that. 
Company branding.
Just a website or logo (visual branding). These can be elements of it but are not the same.
Something that takes precedence over quality content. 
About becoming famous.
The “ME Show.” It is not always about you. 

There are a few misconceptions about what a personal brand is. 
It is not:

So, what is personal branding? There are many definitions, but I particularly like this one: 
“Your brand is what other people say about you when you’re not in the room” - Jeff Bezos
This can refer to a person, company, or product. 

The power of personal branding
Personal branding can be incredibly powerful. When Oprah Winfrey announced that she
was investing in Weight Watchers in 2015, the company’s shares increased by 105% within a
week. Personal branding can be more powerful than the brand itself. 

The Google test
If you don’t tell your story online, Google will write one for you! 
There are three things Google looks at when determining the quality of a website. The first is
expertise in a particular field, the second is authority and the final one is trust. The way
Google rates websites is similar to the way that we rate people. If you are thinking of working
with someone, these are also three things you are likely to look at. 
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The recipe for a strong personal brand
Angel Nijskens, (Personal) Branding Strategist for advisors
and consultants, Blogger

Will you pass the Google test?

STEP 1 STEP 2 STEP 3 STEP 4 

know like trust buy

Who are you?
What do you do?
Is it relevant for me?

Do I like you?
Does your message
resonate with me?

Are you an expert?
Can you help me?
Did you help others
successfully?

How can I contact
you personally?
How do we start
working together?

http://freelancebusiness.eu/
https://www.linkedin.com/in/angelnijskens/


People must know your name/brand. If you have a difficult name, make sure people
know how to find you. 
People must like you. Make this happen by sharing quality content and interacting with
others on social media etc. 
People must trust you. This is very important. People will trust you if they know you
helped someone like you with their problem so make sure you have lots of good reviews.
People must have the opportunity to buy from you. Include a call to action, tell people
what to do next. 

Authentic value: This includes both objective value (price) and subjective value (the worth
you attach to something).
Value proposition: What makes you unique compared to someone else who does the
same thing?
Ideal Client: Can be defined as a group of people with the same needs, problems, or
interests. If you know who they are, it is much easier to create a message for them. 
Effective Medium: The (online) channels* you choose to connect with your ideal client.
Blogging/guest blogging, podcasts, and Q&As can be particularly effective. However, it is
important to choose a medium that best suits you and your audience. 

*Tip: Rather than being mediocre on 10 platforms, be a Rockstar on just 1-2!

There are four crucial steps you should consider:

4 ingredients for a strong personal brand
1.

2.

3.

4.

a.

Don’t forget to also share your story offline!
For example a blog post can become a column in a printed newspaper.
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How others see you
The impression you leave behind
What others think when they visit your LinkedIn profile

Social Selling: Not the hard way but the human way
People buy from people. All sales start with a human connection. A successful business is
based on strong relationships.

Social selling is: The sum of your activities that contribute to your professional relationships,
both online and offline, internally as well as externally (a 360 view).

Public identity consists of:
i1. Visual brand identity 

LinkedIn and social selling
Sarah Vandewoude, Partner of Creactiv 

http://freelancebusiness.eu/
https://www.linkedin.com/in/sarahvandewoude/


How you think others see you
How you see yourself
What impression you think you leave behind

2. Mental brand identity

Exercise: Describe your professional appearance in three words. Then check your profile on
LinkedIn, social media, and your website to see if it is in line with this. Better still, ask people if
they see you as you see yourself.
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WORD 1

WORD 2

WORD 3

Ensure people can see your face in your photo so they can recognize you, bear in mind
that most people will access it through their phones.
Add your logo and brand colors to your banner.
Describe yourself accurately within the 119 characters allowed. Many people keep this too
short.
Ensure you complete your contact details so you can be contacted easily. But you don’t
need to add a phone number if you’re not comfortable doing so.
Take the opportunities to add visuals to your profile such as fliers/videos, not just your
resume.

Is your personal report from LinkedIn.
The higher your score, the better and the more your content will be pushed through the
algorithm.
The score is calculated on your personal brand, your frequency of use of the search
function, sharing information, and building connections. 

Your Social Selling Index is high enough to justify the cost.
Your profile is optimized.
You are already using the platform to look for and connect with people.
You can try with a trial to decide if it brings any value to you

A paid subscription that allows you to categorize your network. 
Gives you access to much more data.
Good tool if you are serious about business development and know who is your potential
customer

Your LinkedIn profile. Check that everything is in order.

The Social Selling Index (www.linkedin.com/sales/ssi) 
1.
2.

3.

Is LinkedIn Premium worth it? 
Before deciding, ensure that

1.
2.
3.
4.

LinkedIn Sales Navigator 
1.
2.
3.

http://freelancebusiness.eu/
https://www.linkedin.com/sales/ssi


Search for those who you worked with in the past, old customers, colleagues, all those
you know but are not yet connected with.
Dig out those old business cards and reconnect with them.

Remember to map your network
1.

2.

Expand your network
Ask connections for specific introductions if you need them.
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Post regularly.
Reply to all comments and messages (no automated messages!)
Engage with other posts.
Connect with your target audience.
Provide value in your posts.

What is personal branding?
It is your name, brand, logo but also relationships, meaning, experience, content. In short, it is
everything you are.

Can be defined as 
A widely recognized perception or impression of an individual based on their experience,
expertise, actions, and/or achievements within a community or an industry at large.

Take control
When someone mentions your name, what do you want them to say?

How do you build your personal brand?
Use social media channels like Twitter, LinkedIn, Instagram, Facebook, YouTube. Position
yourself as an expert in your field by sharing what you know on these platforms. Don’t try to
sell - people hate to be sold to. Instead, post something that they will get value from. 

Above all else, personal branding should be personal
Share your thoughts, experiences, and failures. You can also post about your life and
experiences. Honesty is key. This helps people connect with you and your words which
encourages engagement. 

Remember: Personal branding is a long-term strategy, which requires an investment of
time and effort – but with an assured return on investment.

Quick tips for starting on social media platforms
1.
2.
3.
4.
5.

Personal brand is a long-term strategy
Simran Neerav Doshi, Copywriter and Content Writer

http://freelancebusiness.eu/
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Post up to once a day but not more than once.
Use up to 5 relevant hashtags.

Create a business profile.
Add links in bio.
Include contact details.
Stick to a specific color palette/theme.

Keep posts short.
Always include a call to action.

LinkedIn
1.
2.

Instagram
1.
2.
3.
4.

Facebook
1.
2.

The secret ingredient for successful personal branding - Authenticity: Just be yourself!
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Online: Social media profiles, emails, website, virtual engagements (attending or
presenting).
Offline: All “real life” interactions and everything that happens outside of social media.
Face to face meetings, industry events, print and broadcast media.

What: Define and be clear about your niche. What sets you apart from others’ content
and work? 
Why: What is your purpose? What is the point of what you are trying to do? Who is it for?
Which: With online branding, which means the social media platforms you are using.
With offline branding, these would be events and other opportunities for example, which
trade shoes, engagements, and meetings you choose to attend.

What is branding?
'Every interaction in every form is branding'  – Seth Godin

A brand is a promise about what you expect next. That promise must be consistent online
and offline. Example: My promise at Hot Hospitality Exchange is to provide an account of my
real-life experience from an event planner's perspective that is relevant, valuable, and
consistent.

It’s important to define the offline and online areas in your industry.
1.

2.

The 5 Cs of Sabrina Meyers:
i1. Clarity: What, why, which, who. 

Creating a brand online and offline 
Sabrina Meyers, Social Media Strategist, Consultant, Founder
of Hot Hospitality Exchange

http://freelancebusiness.eu/
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Who: Who is your audience? This applies to both online and offline. Networking is a big
part of offline branding too. 

This is probably the most important C of all.
Define what your brand is, its core values, and tone of voice. Communicate consistently in
those terms.
You must be the same person online and offline. The way you sound, how you interact.
If you have an exciting social media profile and someone meets you on a trip and you
have nothing to say, they will see that the online persona is not you. This can be very
damaging to the trust you are trying to build with your brand. 

A key thing to do if you are trying to build your brand.
Collaboration is multiplication. 
It is important to find the right collaborations. They should be with people and on
projects where you are likely to find a new audience and your creativity will be
challenged. 
Collaboration is strength in numbers and a fantastic way to strengthen your brand offline
and online. 
Find your community, be a voice in it and be a voice for it.

As you build your brand, you have to stay current. 
We are all digital storytellers (and, if not, we should be!). 
This involves doing your research and seeing what's trending. What new social media
platforms, new features on existing ones and staying up to date with each. Try to have fun
with this!

2. Consistency: Authenticity, trust, staying true to you.

3. Collaboration: Communication, support, diversity. 

4. Cheerleader: Knowing your worth.
'We are the CEOs of our own companies: ME Inc. To be in business today, our most
important job is to be head marketer for the brand called ‘YOU’.' - Tom Peters, Writer

Therefore, you must be your own biggest cheerleader. You have to know the value of your
brand and your work. You must also be a cheerleader for your community and peers. It is also
about overcoming the stigma of self-marketing to be considered a thought leader in your
industry or niche. 

5. Current: Trends, creativity, experiment.

A brand is a story that’s always being told. - Scott Bedbury
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Becoming a thought leader and public speaker can elevate your pricing and how often you
are booked as a freelancer. 

I don’t mind admitting that I got fired from my first job with a consultancy agency after
graduate school. However, it was the best thing that ever happened to me. I started my own
consultancy company in that first year and finished my first book. 

When I started my own business, I didn’t know what I was doing. The book I wrote opened
the door to public speaking. Writing a book may seem like a big undertaking but writing an
eBook or a whitepaper can also naturally lead you into public speaking. And that leads you to
become a thought leader. The bottom line is that thought leaders across all industries make
more money. 

A health scare within my family led me to pivot the nature of my freelancing business. I could
no longer travel so I had to figure out how to make it work online. 

10x your freelance business through public speaking 
Angela Heath, Gig Income Guru, Dean of Virtual Speaking
Academy, Author of Do the Hustle Without the Hassle 

https://www.youtube.com/channel/UCDeJrcVf-NM0m7lb77ixFXg
http://freelancebusiness.eu/
https://www.linkedin.com/in/the-real-angela-heath/
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Get the gigs: To begin public speaking, you need to first get some gigs. Various
professional associations and community organizations are constantly looking for public
speakers. See what is out there relevant to your field.
Excite and delight: Bring useful tips and tools into your presentation. Research what is
trending in your field of work.
Monetize: We all want to make money! It may be more difficult to get paid gigs at the
moment but you can still monetize on it by putting that speaking piece into your
business development plan. If your likely customers see the event, find out from the host
if you can sell your book/course, etc. Get a digital business card and ask for the host’s
permission to display it.
Maximize: You don't want to just be working and working. You want to build on that
progress and build your stage. 

The first step in writing your own book is to find out the top 12 things people in your
industry are questioning, complaining about, or speaking about. That gives you your 12
chapters. One page on each topic will give you a book. 
Find the top three books in your industry. Check who wrote them and what credentials
the author has - maybe you can bring a different perspective?
Read reviews of those books: in the reviews people ask questions or leave the feedback.
You can take this feedback or questions and turn it into another publication.
Once you have a book it is easier to get speaker gigs. Every time you get a speaking
opportunity, speak about the book or focus on one or two chapters. 

That's what brought me back to speaking and training and that’s what I love to do. I believe
that everyone can reshape what they’re doing to respond to events outside their control, like
Covid. When Covid hit, my consultancy company morphed into a company helping mature
workers become self-employed. That happened as I listened to what people were telling me
about what they needed and wanted. If you are getting requests from potential clients, listen
to them. It could be a new line of business for you. 

Virtual Speaking Academy
These days, everyone has to present online and I created the Virtual Speaking Academy
because people told me they were having issues with that. It involves a few instructions: 

1.

2.

3.

4.

Writing a Book
1.

2.

3.

4.

Teach your skills
Take whatever your hottest skill set is and teach that. I recommend having a course but
that’s not entirely necessary. This will also help establish yourself as an expert in your field
and in return enable you to increase your prices. 

http://freelancebusiness.eu/
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I've presented in 33 countries as a paid speaker. About 80-90% of my revenue comes from
speaking. I've always been in the domain of creativity and innovation but in the last 5 years, I
decided to spend less time on training and brainstorming. To make a living from speaking I
had to go international. 

Like many people, I rolled into it a little bit. After my training sessions people would ask me to
do speaking events. It's quite a different job. As a trainer, I had about 8 hours to deliver a
message! The challenge of speaking to 500 people in the audience and 40 minutes to
present your message is not the same as training a much smaller, interactive group of
people over a full day. It's a very different job so, in the beginning, I started working with
speaking coaches, while I was still doing the training and facilitating.

You need a speaker profile.
You need to have a video to be paid to be a professional speaker – they need to see that you
have a good showreel where you're on stage, with an audience. Invest in video and pictures,
it will be worth it to get paid to speak. In the beginning, I spoke on topics related to the
training I did – creativity, innovation, and now I mostly speak on the change mindset as my
niche. I tried to claim my niche – to get in between “fixed mindset” and “growth mindset” to
get from one to the other you need to have a “change mindset.”

For me, the industry isn't relevant because the topic is relevant to many. My target is HR,
marketing, and communication conferences. The people who pay for me are HR,
communications, the actual audience could be anyone. My website is geared to the people
who will pay me! 

Do agencies work?
I'm an experienced speaker but to be honest, in the last 10 years I've had maybe 10
assignments through speaking agents. When you're famous they love you! But when you’re
famous you don't need them anymore! They work for some people but not for me, I get the
majority of my assignments directly through my network.

Advice to people starting out – when and how do you start to charge?
Your network is so important. In the beginning, take every speaking engagement you can
get. If you deliver a good speech that is the best marketing you can do. A lot of my bookings
will come from someone who saw me speak at an event. I no longer speak for free at events
unless it's in front of an audience of potential people who will book me. I started with fees of
about €1,500. Referrals are your best thing. After every speech, I reach out to everyone at a
high level for a recommendation and some will reply. Over time those recommendations will
add up. 

How to become an international speaker
Cyriel Kortleven, Global professional and TEDx speaker

http://freelancebusiness.eu/
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Find a niche and study what the audience wants. 
Hire a speaking coach to help shape your talk. 
Do as many speeches as you can. 
Get a video. 
Get referrals, recommendations, write the book. 

Write a book
I've written 5 books, it helps, it gives you credibility. Your credibility comes from referrals,
recommendations, and a book. The whole process of writing a book takes time, at least 6-18
months if it's a good book. Your book is an expensive business card – about €10 for every
book but if it gets you a speaking gig then it is worth the investment.

Where do you find inspiration?
I have a basic structure that remains the same but I change the examples and stories. What
often happens is after a speech someone in the audience comes up to me and says “hey,
something like that happened to me….” And tells me a story from their industry which I get
permission to share. 

What happens if you lose your voice?
It hasn’t happened so far! I worked with a voice coach and I do some vocal exercises, drink
tea and try to rest in between speaking engagements. I’ve never had to cancel an
assignment, part of being a freelancer is that you have to show up! I’ll make sure that I do my
best, even if it means that I can’t speak the next day. 

Differences in fees around the world.
As a trainer/facilitator, there's a maximum daily rate. With speaking engagements, it can vary
but to go over €10,000 you need to be famous because then you’re a marketing tool. In
Europe in general the rate can be €5-6,000. In the US they pay more but there are so many
speakers there already that you’re competing with. At the moment with Covid fees are going
down a bit. 

How do you know that the audience is engaged?
Pre-event I have a briefing call for an hour with the client to understand what's happening in
the company. That way I can find out what are the most important things so I can choose my
examples to suit that. I could probably talk for days with the material that I have! But I tailor
the story to suit the company. I will do about half a day of preparation before the event. The
book has been a good exercise to help me bring together different examples. 

What is the most difficult part?
Speaking is one of the best things, I love doing it. But only 2% of my job is at a podium on a
stage speaking. The other 98% is doing all of the other work, writing books, marketing,
following up on leads, pitching - the things that every freelancer has to do. That's the hardest
part. It can take 2-3 years before getting the speaking gig that I've been chasing all that time. 

Quick takeaways to start your speaking career:

http://freelancebusiness.eu/


Personal Branding Myths (Greet Bunnens) - 25 mins
Develop your own brand - you are unique (Maja Seggerman) - 19
mins
Why every freelancer needs to have a brand voice (Michelle
O'connor) - 20 mins
How to define your unique brand position, and how to
communicate your niche (Shane Moran) - 20 mins
Build and leverage your personal brand (Michaela Machine,
Angèl Nijskens) - 28 mins
How to provide value to your community on LinkedIn (Erendiz
Ates) - 39 mins
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https://youtu.be/hQvIPjtCEBU
https://youtu.be/vMMnEKAL28c
https://youtu.be/vMMnEKAL28c
https://youtu.be/qGwvSdy6_rg
https://youtu.be/efIwSjMaJLY
https://youtu.be/QK21JuQxuxM
https://youtu.be/IOdU44bMqZw
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PART 6 

FINDING CLIENTS
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Your digital presence on social media, job platforms like Opdrachten.be and Google, etc.
There your name pops up without you having to do anything. Participating in various
online discussions and events where your name and job title is displayed can also
generate leads. Your LinkedIn profile is also an important component of this. 
Referrals from friends, family, colleagues. Don’t underestimate the power of friends and
family in this. 
Collaborations and exchange deals between freelancers. As a freelancer, you are always
on your own. Having a fellow freelancer to create a partnership with can be mutually
beneficial. This can be a graphic designer working with a copywriter, for example, as
clients are often looking for both at once. 

Your own customers. A recent report showed that 59% of freelancers find new clients via
their existing clients. Therefore, this is an important target group. Keep the lines of
communication open with current and past clients. Tell them about your upcoming
offers, new products or services. You can also ask for their help with introductions and
testimonials.

There are many ways to find new freelance assignments, but it is important to consider your
behavior as you look for new work. Looking at the behavior patterns of two different animals
helps to highlight this.

The Bearded Dragon: 
If you were to observe the behavior of this animal as it looks for food, you might conclude
that it is quite lazy. It sits back and simply waits for crickets and insects to pass by, only
attacking when they come into view. 

In the freelancer’s case, this behavior could be compared to a more passive approach to
finding assignments. There are certain ways you can make yourself visible and available to
clients without being proactive. 

1.

2.

3.

Remember that when a client is looking for a freelancer, they often have an urgent need.
Therefore, it is important to ensure that your name pops up when they search.

The Eagle
The eagle is much more active in its search for food. However, it is important not to look too
far. 
Many freelancers, particularly those starting out, tend to come up with big plans for finding
clients. But they can be too ambitious for the early stages. It is good to first start, as the eagle
does, in its habitat. There are two types of target customers there.

1.
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Finding freelance assignments 
Bavo Verstraeten, Owner of Opdrachten.be, Copywriter, PR Officer
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2. Your suppliers. As a freelancer, you should always be looking for opportunities. Do not be
afraid to have conversations. The worst-case scenario will be you get a ''no''.

3. Cold prospecting. Freelancers often wonder if they can outsource this task to someone
else as they are uncomfortable with it. However, it is important to initiate the contact yourself
but prepare and practice in advance. Hiring a sales coach can be a good option to help with
this.

So, how do you organize your search for optimal results? 
The behavior of both animals have different benefits that we can emulate. It is important to
make a list of how this can be done in both a passive and an active way. This will help you to
highlight what you are most comfortable with and make it work for you.
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Find an answer to your customers’ pain.
Be authentic.
Show that you care: be prepared. Listen and ask questions.
Be empathetic. Acknowledge your understanding, reformulate questions and never
make assumptions.
Add value. Tailor your value proposition to your customers’ needs.
Do what you say and dare to close. 

What makes a good salesperson?
Every sale that is made starts in the first meeting with the customer. Always ask yourself
“why” – why somebody does things one way and not another, why is the customer telling
you something? Don’t make assumptions, ask the customer for clarificaBeing a good listener
and asking the right questions are crucial to being a good salesperson.

Qualify your opportunities. If a customer asks you to come and present to them, ask yourself
if it’s a real opportunity before you decide how much time to put into it. 

What about aggressive salespeople?
What we see in The Wolf of Wall Street is not sales, it is aggressive manipulation. Aggressive
sales people tell you that what you do is wrong and that what they have is the only answer,
and that if you don't buy you'll regret it. The customers are the kind of people who can't say
no. That sort of aggressive manipulation will not work in the business-to-business context. 

Steps to take to be better at selling
It seems simple but almost nobody is doing this:

Your customer wonders whether you are credible, likable, and trustworthy.

Selling skills for freelancers who hate selling
Peter Janssens, Co-founder of betoobe, CCO-business coach for Freelancers, 
Owner of WinIgnite  
Jean-Paul Delmeire, Co-founder of betoobe, Business Consultant
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When you understand your customer’s pain better you can rephrase the value proposition in
a way that resonates with them. Put yourself in your customer’s shoes: when someone is
asking the right questions they have more credibility as an expert. 

What is the difference between this sales approach and being a consultant?
Consultants are very good at selling value because they have the expertise but they don't
always ask the right questions. But these days we’ve moved from the hard sell – like The Wolf
of Wall Street – to consultative selling. Identifying the problem, asking the questions,
breaking down the iceberg to find the hidden problems. Then you can formulate a solution
and reframe your value proposition

The importance of honesty in sales
Never lie in a sales situation but you cannot be too negative either. No product or service is
perfect. If a customer asks about a weak part of your service you can acknowledge it. Try to
minimize it but not too much. Being honest is a better option for building trust. People tend
to push away the customer's concerns, which can put the customer off. Always be honest
with your customers. You cannot win every deal, that's normal.

Building relationships with potential clients
People buy from people – it’s a cliché but it’s true. You have to be credible and trustworthy. If
you have a competitor offering more or less the same solution, who will your customer
choose? They will choose the party that they know best. The better the customer knows you,
trusts you then the more they will like you. 

How do you maintain trust in the long term?
Start with caring, ask the right questions to understand the customer to add value. It's a
cycle, the more you do this the more the customer will trust you and come back to you
again. You need to understand their needs and be honest. Say what you will do and do what
you say – keep your word so that they do not lose trust in you. Transparency is important to
your customer, they should know what you're doing even if you're not there. 

One of the most important elements in sales is to ask for the deal 
Most freelancers do not dare to ask for the deal. Ask where you are, will the customer work
with you or not? It is one of the most important questions to ask, otherwise they will
continue to ask for your expertise without closing the sale. “When can we start?” “Will I send
you the contract?” Sometimes we’re afraid to ask – “do you like my proposal?” or “would you
like to work with me?” We’re afraid of rejection but the question can come very naturally and
the worst that can happen is they say no. Then you move on to your next potential customer
without losing too much time. 

Page 69 #freelancebusinessFreelancebusiness.eu

Finding clients

http://freelancebusiness.eu/


Win new clients with ease (Alison Grade) - 20 mins
How to discover your perfect client niche (Matt Saunders) - 20 mins
Finding, keeping and firing clients (Meadhbh Hand) - 18 mins
Finding and keeping new clients (Bavo Verstraeten) - 21 mins
Explore your talent to diversify your income (Antonio Castello) - 24 mins
How to differentiate your services (Alistair Webster) - 17 mins
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WATCH MORE ABOUT
FINDING CLIENTS

Finding clients

https://go.fiverr.com/visit/?bta=202746&nci=9013
https://youtu.be/ctTuh4EqeRg
https://youtu.be/vi_ZdzzpDME
https://youtu.be/yPeHq-7YRIs
https://youtu.be/0_Mx1H6Rsjk
https://youtu.be/PRnM5fUH6Gs
https://youtu.be/saFyXahPw74
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PART 7 

SCALING YOUR FREELANCE
BUSINESS
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Lisa: Setting up as a freelancer is exciting and winning your first contract is even more
exciting. Where do you go to find work? How do you grow?

Melissa: Going freelance means that you do have to create your routine and make sure that
you give yourself a break. Find your rhythm of working and your purpose. I looked at other
roles before going freelance but none of them challenged me the same ways that having my
own business does. One of the big anxieties about freelancing is balancing freedom and lack
of control over where the next paycheck is coming from. Networks are so vital, you build a
reputation, someone has worked with you in the past and they hear about opportunities and
recommend you. You get champions and you can pay it forward as well to other freelancers.
It can still be sporadic but then things start to generate and you build in retained contracts. 

Natasha: My journey into freelance was a bit accidental but I wouldn't change things now. In
terms of freedom, autonomy, and flexibility it's great. I was introduced to an events company
and then bumped into the owner at a festival. I picked up the phone a few weeks later to say
hello and got 20 days of freelance work from the chance encounter and the follow up call.
But I also had to grow my business and get my name out there. I called old contacts and a
lot of my work comes through word of mouth. 

Lisa: I'm new to freelancing so have been upskilling, networking, and volunteering. Where do
you look for work?

Natasha: There are a few good Facebook groups and LinkedIn groups. Your network is so
important, find your community. I've found work through GumTree, from chatting to people,
and seeing short-term contracts advertised that I've asked to do as a freelancer instead. You
learn as a freelancer how quickly you can work. Go out and be bold enough to ask if you can
do things on a freelance basis. Build your reputation. One client will recommend you to other
clients. 

Lisa: Networking and marketing are vital, people are very open to networking and
collaborating. What tips do you have for marketing yourself?

Melissa: Be clear about your brand and what it is. I've done skills-swaps with people in
exchange for marketing. Build your network and connect with people to collaborate. Don't
go in with a hard sell but over time you will build your network. Think of LinkedIn as both a
search engine and a lot of individual people.
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Starting and growing your business 
Lisa Sweeting, Founder of Green Sense Events | Sustainable Event
Solutions, Consultant, Event Producer
Natasha Russell, Virtual and Hybrid Events, Live Events, Covid Safe Events
at Natasha Russell Event Management 
Melissa Fretwell, Marketing and Communications Consultant, Mentor,
Founder of White Camino 
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Look after your social networks every day even if it's just 10 minutes. Think about who you
can help with your skills, join the board of a charity. There are lots of ways to expand your
network. Don't get pigeon-holed. You have to be well-rounded and at the same time
acknowledge where you fall short. Be ready to do lots of different things. When you have a
good network and you’re recruiting for your next virtual team you'll have lots of potential
team members.

Lisa: Collaborate with people in your industry, you're not in competition, you'll pick up tips
and get opportunities. 

Natasha: I would have said that I'm not a good networker and I hate networking. But from
almost every job I've done there are people that I'd like to work with again. Two of my biggest
clients came through introductions to events professionals by another freelancer. If I hadn't
built those relationships then that work wouldn't have come to me. Explore communities on
social media and look for opportunities that you can mutually benefit from with other
freelancers. I see my growth happening through the people I know and that referral system.
Word of mouth is really powerful. 

Lisa: What advice do you have on setting fees and deciding on your worth? Should
freelancers work for free? 

Melissa: You're bringing all of your experience and trying to translate it to a day rate without
pricing yourself out of the market. You can have a higher rate for more established
companies that have a better cash flow. And you can have a small business rate or a
charitable rate. Freelancers can usually do things much quicker so they are better value. I
have done the odd thing for free but always make sure you get some value in return, an
interesting case study or a strong testimonial. Be clear about the added value you bring.
Think about what a bigger agency would charge, probably a lot more! 
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Freelancers have proved to be very well-positioned during the pandemic. A lot of big
companies have had a learning curve about remote working. We were ahead of them on
this. 

The US Census for 2018 found that professional services was the top category for high
revenue seven figure businesses. These are the Olympians of the one person business, the
exceptions, but we can learn from them. There is potential for us to develop and this helps us
to see the potential.

New business models are evolving. What you can do is think creatively about the value of
your services. Commission-based pricing is a different type of business model from charging
per hour. 

Seven figure freelance business 
Elaine Pofeldt, Journalist, content strategist, blogger, ghost writer.
Author: The Million-Dollar, One-Person Business 
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I know of one business person, Steve Ferreira, who identifies billing mistakes in shipping to
department stories at his company Ocean Audit and keeps 50% of the savings. If he just
charged by the hour, he wouldn’t make the same amount of money. He’s giving companies
revenue that they lost through a mistake that they didn’t realise they had lost. 

There are other examples of businesses finding consultancy work for experienced
professionals who don’t want full-time work. They take a cut of the consultancy fees and give
these professionals who don’t want to have the hassle of marketing or finding the work. 

If you put systems and contractors in place you can keep your business going even when
you’re sick. The old model of scrambling to find and do one project at a time is changing. This
is a field of business that is evolving in real time. It’s a very exciting time for all of us. We can
choose to grow our businesses to a size that suits us. 

Skilled professionals – writing, law, science -- are in the best category right now but that
could change. Financial expertise and an ability to see opportunities can help. Print on
demand products have been interesting. You can design a T-shirt and you don’t have to have
start-up capital or pay for manufacturing up front. You have to have a good design but it’s
low risk, you can put your designs on different products like mugs. 

Having a diverse income is a good idea. For example event planners have had to pivot to
online events during the pandemic. Not everyone can do that, if you’re in a field that’s
sensitive to disruption it’s a good idea to have more than one income stream. Explore other
options.

I asked people on LinkedIn what the number one thing you should do if you’re starting a
business. They said: go to your network and ask for advice. You’re not asking for favours,
you’re asking for advice. You never know where it will lead. When I was writing a newsletter
for a company I used to work for, there was a colleague who used to sell ads for it. If there
was a space left to fill I would hold up the newsletter until she sold the ad space – nobody
else was really keeping tabs on when it went out and it was only a slight delay. Years later she
remembered me when I started my business she gave me a project worth $45,000. We all
have the experience of forming a positive impression on people. Reach out to them for
advice. There is always an opportunity to help other people. It creates good karma around
your business. If you contribute to your community in general it will come back to you.

Break things down step by step and look at your time realistically. Identify the one thing you
can do to move everything else forward--maybe that’s child care for you. Then you can move
on to the next thing. Test your offering and get feedback from the marketplace. You’ll start to
get offers of work or you’ll learn what the market demand is. You’ll figure out how to package
what people need. There are a lot of new opportunities. Think about what has changed. Find
a need that someone is willing to pay you for. 
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Where people are stressed out and willing to pay for relief, there is a business opportunity.
What do people ask you to do for free that you enjoy doing? There is potential there.

Just because someone else wants a $1million one person business doesn’t mean it’s right for
you. Also, we’re talking about revenue not profit. You need revenue of a certain baseline to
live, you can decide if you want to work beyond that and what sacrifices you’re willing to
make. It’s a gradual process. 
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Choose your market. You probably don't have the same budget as Apple which translates
into 86 languages! You could choose the languages that are most used on the internet to
reach more consumers (English, Chinese, Spanish, Arabic, and Portuguese). Is there an
obvious choice? For example, if you're in a country that has more than one official
language. Look at your existing clients and see if you already have a good client based in
another part of the world. Look at your analytics and see if you have a lot of visitors from
one particular region. And of course, think about your budget – how much of your
revenue do you want to invest in a multilingual localization strategy. 

Define your needs. It's common for people to ask for a translator when what they need is
an interpreter. Even with written content, there are lots of different services you might
need: 

Reaching customers all over the world with small freelance businesses can be a daunting
experience, unless you have a multilingual content strategy.

Things to consider: 

i1. Why should you translate your content? 
The majority of the world's population doesn't speak English. You could increase your sales
by putting a language management strategy in place. People buying online are much more
comfortable when the information is available to them in their own language. Most prestige
brands create social media channels in other languages which have been proven to have
larger engagement. 

2. What should you translate? 
Think about what you are going to translate from your existing content. It might make more
sense to translate the star piece of content or the pieces that bring traffic to your website, or
a single landing page. Lead magnets, newsletters, or blog posts – think about which is most
interesting to potential clients. 

3. Where should you start?

How to expand your brand into international markets
Teresa Sousa, Founder of TAGS-Language Solutions, Portuguese
Localisation Specialist
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Localization for your software products
Transcreation – creative translation for slogans or advertising campaign
SEO Translation for your website
Copywriting for your blogs and newsletters
Subtitling for your videos

4. Choose your partner. 
Look for a communication agency or freelancer that is a good fit for you. Make sure you get a
professional rather than a friend who speaks another language. There is a lot of work
involved in creating a good translation. You need someone professional, experience who is
specialized. It's a little controversial but I believe you should only use a native speaker. I only
translate into European Portuguese because that's the language I grew up with. People
without specific training can't give you the same results. Get someone who specializes in
your sector for example lifestyle brands or medical or legal. Ask for a portfolio, testimonials,
and examples. Ask your network for recommendations. Professional associations of
translators have accreditation so there is some filtering and quality. Proz.com has a
certification and filtering system for suppliers.

5. When should you start?
When you create your content, start thinking about translation from the beginning. Write for
translation. Keep it concise, clear, simple, and consistent. Many translators charge per word.
Avoid idiomatic expressions, they're more difficult to translate and will take more time. If you
are just starting it is the perfect time to create a style guide for your brand. Think about your
tone of voice, spelling, and formats, terminology, and words to avoid. If you have a style guide
it will keep your brand consistent in any language that you translate into. Create a glossary of
technical jargon, your localization team will be very thankful!
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Mindset
The Remotepreneur System
The power of the network

The Remotepreneur Revolution is happening right now. As someone working on your own
you can take advantage of the opportunities it offers. 

The 3 steps to scale
1.
2.
3.

Mindset
The move from freelancer to remotepreneur is not that big. You’re already managing your
time, the financial side, and the customer side. Moving from working alone to working as a
remotepreneur is not that difficult. 

How to scale your freelance business 
Elisa Giudici, Founder of Expanse, GP Rethink Capital
and Impact Investor
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Excuse 1: "I'm too busy" You're too busy because you don't have systems in place and you're
not delegating to anyone. 

Excuse 2: “I’m not ready” You want to get everything ready before you delegate. But if you
delegate a few hours a day or per week then you’ll save time. You can use the time to find
more customers and make more money.

Excuse 3: “What if I fail?” Fail isn’t the right word to use. If something goes wrong you can
learn from it, it’s not something to be ashamed of. Every time you make a mistake it helps
you to do things better the next time.

I don't believe in self-discipline, you can't force yourself to do something you don't want to
do. Obviously, you have to have responsibility. But you need to understand why you don’t
want to do certain things and then address those reasons. 

The one thing rule. Every day I ask which is the one thing that needs to be done by me that
makes a difference for my business? And I stick with that thing until it is done. Too often we
forget to do the one thing that is most important to make a difference to our businesses. 

The Remotepreneur System
Manage your time first. Before thinking about having a team or delegating you need to learn
to manage your time. You can use tools like time-blocking, putting tasks into your calendar.
You realize how many things you can and can't do every day. You see what is a priority and
what isn't. Use time tracking tools like Toggl, measure the time you spend on certain projects
and tasks. Always keep a few hours every week to think about your business. Think about
your strategy and what you need to do to scale. If you don't take the time to think about it it
doesn't happen. Create your routine and find your balance between working and not
working. 

Create procedures. You can’t delegate if you don’t have a clear procedure in place. Look for
things that can be automated, or that you can delegate. Keep a note of those tasks so that
you can delegate them in the future. When you delegate things you save time which you
can use for more valuable things. Write down your procedures or do a screen recording so
people can see how things can be done.

Choose your team. You can work with people based anywhere in the world so that you can
have 24-hour customer service. There are so many places where you can find people to help
you, from small things to much bigger projects. For example, 90% of your emails could
probably be answered by a virtual assistant. Set up procedures for getting customers
onboard. You can delegate marketing, social media, and research to someone else. Take it
step by step before you go to full scaling. Have a team that helps you with what you need.

The Power of the network. Build and grow your network, keep in touch with them and work
together. You can monetize your network.
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Learn from each other, learn from the best. Find the best mentors, workshops, and groups of
people to learn more. Find your group of peers to learn from and share with. 

Organize yourself. Create procedures. Delegate. And most importantly – enjoy the journey!
You can choose to be a follower or a leader. 
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Some years ago, I was struck by what seemed to be a big differentiation in terms of the way
a freelancer and an entrepreneur each approached their business. As a freelancer myself at
the time, it seemed to be all about trading time for money. When I had that freelancer
mindset, I felt like I constantly had to deliver on a deadline and was simply exhausted. On the
other hand, I noticed that the entrepreneurs I knew seemed to be all more about building
something more sustainable. I decided to try and adopt my mindset for that reason. Before
you even think about creating multiple income streams as a creative, it is important to have
a strong “why.” Otherwise, it is easy not to continue if things get difficult. Everything around
us is constantly evolving and changing and we must be adaptable to that in order to
succeed. It is particularly important that creatives have this willingness to evolve.

So, when is the best time to start a side hustle?
I believe that the best time is when you are still working your 9-5 or have a steady stream of
income. That way you are not undercharging and overdelivering all the time. You can also
give yourself the space to build and work on something you really love and want to succeed.
However, you should remember that it will take time. 

13 ways to generate multiple streams of income (as a creative)
i1. Have a downloadable product – For me, as a content creator, this means compiling stock
footage that is theme orientated. If I am doing a beach shoot, for example, I will grab my
camera on my lunch break and get some extra footage in the bag for this purpose. That
means that I am leveraging the shoot on my own time, at no cost to the client and without
any extra overheads. 

2. Develop a schedule – This ties into the last point. It is easy to be overwhelmed with the
scale of what needs to be done. It depends on your schedule, it might be one hour a day or
one day a week, but it is important to set time aside to develop your idea and get some
preparation done. 

3. Start small (and see if it works) – Don’t invest time and energy in creating a big course
before testing the water with a shorter one first. You must figure out what people want,
need, and are willing to pay for. 

Multiple streams of income for creatives 
Luchia Dragosh, 9 x Emmy-nominated Production and
Post-production Specialist
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4. Create a community – Consider creating a Facebook or other online group and ask them
what they want from you in terms of content. It is then also easy to sell to your community. 

5. Selling physical products on Etsy – Digital art, in particular, can be lucrative but there are
an endless number of things that people either cannot make themselves or do not have the
time to make. 

6. Outsource work overflow – Of course, it is a good idea to only do this to someone you trust
who will deliver for you on time. 

7. Rent your kit/gear – Filmmakers and other creatives can make a lucrative side-line income
renting out props, lenses etc. Insurance is a must. 

8. eBooks – Collecting email addresses is important for any business. A great way to do this is
to give something free of charge, such as an eBook. If self-doubt about your ability creeps in,
it is important to remember that we are all always one step further than someone else. That
is why eBooks with simpler, more straightforward subjects often tend to perform well.

9. Share affiliate links on YouTube, Instagram and other online platforms.

10. Flip websites – This is where you buy a domain, wait and when the price is right, sell.

11. Invest in the stock market (just pay your credit card debt first!).

12. Create an online course – Skillshare is my favourite platform for this. Because of job losses
due to the pandemic etc, more and more people are taking these courses. Creating one is a
great opportunity to share your talent and skills and can be very satisfying. Though it is likely
to start slow, if your content is good, you will see exponential growth.

13. Above all else, remember to always have fun and just enjoy the process!
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One of the biggest challenges to creative freelancers is that we often do several creative
things. We think that everything we do is unique and that we can’t create systems or repeat
things. That’s not true. 

The Regular Content Plan (RCP) System
If you copy this system in a few simple steps so that you can benefit from regular, high value
income, even if you’re a beginner. The same tactics can be applied to any business. 

Creating a stable business and getting clients
Ross Welch, Business Owner at Perspective Studios
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Beginners/people starting out
People who are part-time or in the middle trying to make it work
Experienced freelancers
Production company owners

Write down 5 groups of industries
What are you passionate about?
What skills do you have now or can easily learn?
Any problems your industries might be facing.

I started out without film qualifications, business qualifications and or industry knowledge.
When I left school I became a professional skier. After a lot of injuries and as I got older I
started to think about the future. I started making ski films which were featured at a few film
festivals. 

We’re all scared of failing but you need to go for it. Do what makes you happy and you won’t
make that many wrong decisions. My business started in my parents’ living room. I failed a
lot, had no one to guide me and had to figure things out through trial and error. We now
have our own studio.
Start with one client and scale up using the RCP system. It won’t happen overnight but will
happen. There are three foundations you can use.

Foundation 1 - How to get more clients even if you’re starting out with no portfolio
Foundation 2 - How to get paid twice as much in half the time using this one efficiency hack
Foundation 3 - How to guarantee recurring income using the RCP system to eliminate feast
or famine

This works for:

Traditional video production is a saturated market. What separates you from everyone else in
your industry? It’s a race to the lowest price. Very few people make traditional video
production work because of a lack of business knowledge. However, a regular content plan
involves repeat business.

I used to have all the usual problems, not getting paid on time, feast or famine, not being
paid enough. We’ve now cut out the middle man, we’re paid on time with a steady income.

We’ve got more creative freedom. There’s huge demand and recurring revenue. And you can
start applying it straight away.

Foundation 1 - How to get more clients even if you’re starting out with no portfolio
Clients will be the stepping stone to getting to where you want to go. You need to take
clients from their current situation to their desired situation by offering them a solution. 

Finding the ideal client: 
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Find niche market
Analyse problems – does it fit the desire for a RCP?

Work out your positioning statement. I help X to do Y so that Z.
“I help fitness companies (X) to get more clients (Y) by providing regular video content (Z).”

One client paying you €2,000 per month is €24,000 in a year. You can increase your prices by
10% each year and keep loyal clients for years.

Our funnel: We use Facebook advertising and cold outreach. These get funnelled to a
landing page with a contact form. Then we set up a meeting, offer them our RCP system and
sign them up for 2 years.  

Foundation 2 - How to get paid twice as much in half the time using this one efficiency
hack.

The RCP system is like a cog within your whole business. It’s important to look at what things
are slowing you down. Make sure your business is working as well as it can before you buy in
new elements.

Efficiency hack FAST: Find Assets Systems Tracking
F – Find
Industries with regular turnover of products, for example fashion, have regular seasonal
collections.
A – Assets
Client brand documents, presets and music. Create a folder structure with everything
collected together. Everyone follows the same guidelines and structures.
S – Systems
Our system: Sale → Call the day before the shoot → Email after the shoot → Draft version → Final
version→ Sign off → Invoice → next project.
Keep communicating, let your clients know you’re excited to work with them. 
T – Tracking
Create systems and structures so that when you’re busy you can be more efficient.

Foundation 3 - How to guarantee recurring income using the RCP system to eliminate feast
or famine.

The old way was some really busy months followed by quiet months. Feast or famine and
inconsistencies of income were the norm. The new way is to go from one recurring client to
many recurring clients so that your income increases regularly. 

Foundation of an RCP system
You provide the client with X amount of content of each month. The client agrees to pay you
X amount each month. 

Our RCP system
Preparation 
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Facebook ads and cold outreach
Confirm meeting

5 videos per month
Initial 12 month contract
(Recommended Retail Price) – 30-40% discount and an allowance
Further 10-20% discount outside of plan

Solution

We have really high customer retention rates (around 93%). This strategy has made us over
$250,000. 
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Business growth: from freelancer to business owner (Andy Coomans) -
33 mins
How to grow your marketing and sales business like Neil Patel Digital
(Grant Lingel) - 30 mins
Growing from a solo-freelancer to a content marketing agency
(Kathryn Strachan) - 18 mins
6-figure freelancing (Tomislav Kozacinski) - 22 mins
Scaling beyond a solo freelancer - how and when to outsource to grow
your business (Katrina Cobb) - 19 mins
Where to start if you want to outsource (Renske Ensing) - 12 mins
How to grow your freelance business through collaborations (Elizaveta
Glukhova) - 21 mins
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WATCH MORE ABOUT GROWING
FREELANCE BUSINESS

Scaling your freelance business

https://youtu.be/IDLPAjq27CQ
https://youtu.be/jEc1kd7LDX4
https://youtu.be/gTjjFHtEF0Y
https://youtu.be/meJY8Z25kis
https://youtu.be/IKpIvhZfAcU
https://youtu.be/MsDpLSX1MTE
https://youtu.be/bIWoHqQUeoY
http://freelancebusiness.eu/


PART 8 

FREELANCE MINDSET
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Marketing: efforts to attract the right customers. The goal is that people come to you.
Innovation: creating additional value, especially for your clients.
Strategy: achieving your strategic goals with the least effort.

Strategic quitting gives you the power to focus on the most valuable parts of your business.
But before identifying what to quit you need to first look at how much time you spend
working in your business compared with the time you spend working on your business. 

The difference between working in and working on your business
Working in your business. Imagine that you’re a hamster in a cage and you want to get your
hamster wheel revolving as fast as possible. You might train, change your diet and try to
become the fastest hamster.

Working on business. Now imagine that you’re a hamster that has the same goal but takes a
very different approach. This hamster does some research, finds a small motor online and
orders it, attaches it to the wheel, and has the fastest revolving hamster wheel with much
less effort. 

There are only 3 activities that can be considered as working on your business:
1.
2.
3.

There are no limits to the outcomes of these efforts. But all of the other efforts will have a
ceiling, for example, with cost-cutting the limit is zero.

How much time are you spending working in or on your business? Spending more time on
your business pays off. Strategically quitting low-value activities working in your business
gives you more time to work on your business. With a slight movement, the ability to achieve
your strategic goals can massively improve.

Strategic quitting
Michelangelo principle: When Michelangelo was creating his famous sculpture of David he
looked at the rough piece of marble he was working with. He envisioned the David figure
inside and removed everything which was not David. 

So carve away everything that is not part of your strategy. It will make your business much
more robust. Think of a restaurant with signature dishes. Once the restaurant is known for
their signature dishes they can stop making the others! 

Strategic quitting creates opportunities. Time, energy, and money are released to allow you
and your business to grow.
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The power of strategic quitting 
Paul Rulkens, TEDx speaker, High performance expert, Trusted advisor,
International author, President of Agrippa Consulting International
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Time: There are 1440 minutes in a day. Time is the most precious resource you have.
Consider what you are most skilled at, passionate about, that creates value for people –
you need to have all three. When you have all three – skills, passion, and creating value
this is where you should focus your energies. What is your highest and best use of time?
Everything else should be taken out. 

Clients The 80/20 principle applies here. 80% of your income comes from 20% of your
clients. And 80% of your headaches come from 20% of your clients – but they're not
usually the same 20% of clients. Fire the bottom 20% of your clients.

Vendors/Suppliers/Partners/Stakeholders. Identify which ones are above the line and
which are below the line. Above the line are the ones who during difficult times (such as
the pandemic) worked with you, helped you, and were there for you. Below the line, are
the partners who were unresponsive, in their bunker, offering no support. Ask yourself
who you want to be partners with in the future. Strategic quitting about who is operating
above or below.

Products/Services. Every industry has standards and norms – what can you do to break
them in my industry? What activity standards can you strategically quit and still run your
business? For example, is there a standard of charging by the hour? It's an unethical
method – it’s in your interests to keep hours high, and in your clients’ interests to keep
those hours low! Creating a fixed fee gives a more value-based proposition. Clients love it
and you can deliver in whatever way you see fit.

It’s often much easier to take out stuff than add it. Again, in the restaurant example
focussing on the signature dishes means that the restaurant doesn’t have to develop new
ones, buy new equipment and experiment with new ingredients. 

Four opportunities where you can consider strategic quitting

Strategic quitting is about looking at overall business and replacing things that do not bring
in much and will not last. It's about stopping the things that are preventing you from doing
more high-value work. 

Remember: ideas are useless without action. Pick one idea, apply the idea and see what
happens. 
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An Entrepreneur tends to bite off a little more than they can chew hoping they’ll quickly
learn how to chew it. When you're working for yourself there are no limits, you can help
shape your destiny, build your salary – it won't be capped. 

Failures, successes and the windy path
of entrepreneurship
Andrea Chase, Founder and Head of Marketing of ProCabby LTD
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And you don't have to take part in nasty office politics! You will have wins, but also you’ll have
losses. Business isn’t for everyone, it’s not for the faint of heart. But if you have a strong
enough desire, it is possible!

In the Spring of 2016, ProCabby was born from a desire to help professional Taxi Drivers who
were impacted by ride-sharing apps. I fell into becoming a woman in tech, as I don't have a
background in IT. It's a tough, cut-throat industry with not enough women at the top.

Mental stamina
People are sometimes surprised to learn that I'm the head of a tech company and doubt my
abilities. This is where mental stamina comes into play. You have to have the will to deal with
mental fatigue and imposter syndrome. It's not easy. There will be many instances where
you'll question yourself and wonder if you can do it. Your desire to achieve must be greater
than your desire for everyone to see your vision. 

This is a difficult path to be on, especially if you feel that you’re on your own. You need to
have a self-care regime to support you, such as: starting the day with movement, meditation,
and eating the right brain-stimulating foods. Be sure to get enough sleep. Surround yourself
with supportive, positive people. 

Networking and mentorship
Do not underestimate the power of mentorship and networking in contributing to your
mental stamina. Purposeful networking with others in your industry is key. Being an
Entrepreneur can be lonely but you never know where one meaningful connection can lead.
People are mostly very happy to chat and share their wisdom with you – reach out to
possible mentors. The worst that can happen is that you ask someone and they say ''No''.
Then at least you won’t be wondering “what if?”

Social media is also a powerful way to find connections and community. When making a
new connection always send a personalized message. Professional groups, companies, and
individuals within your industry can also be useful. Incubators, Facebook, and LinkedIn
groups can also be worth your involvement. Volunteer opportunities are great too. 

How to keep going during tough times
You will face obstacles and unique challenges. You will be told “No” many times. But you will
build invaluable skills. Focus on the wins. Celebrate those wins no matter how big or small
they may be. Take the time to relish in the good news. 

Keep a list of wins in a notebook or on your mobile. On tough days refer to it. Keep
complimentary feedback as a sort of love note to yourself! The wins will show you how far
you’ve come and help you to keep going. 

Don’t give up, sometimes what you’re most afraid of will set you free. 
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Take chances. Do one thing every day that scares you. Great things are born out of the
comfort zone. 
Have a side hustle or more than one thing on the go. You never know where these might
take you.
Never stop learning – keep on top of industry best practices, subscribe to newsletters,
take courses.
Don’t be afraid to pivot if something in your business isn’t working.
Manage your expectations. Things won’t always go as planned but they do have a way of
falling into place. 
Don’t deny the natural flow of things. 
Business is a marathon, not a sprint – prepare for the long-haul.
Remember why you started your business or freelance career. Write your why on a piece
of paper and put it somewhere that you will see often.
It’s never too late to change careers, start a business or become a freelancer.
Ask yourself if you will regret doing or not doing something – that's usually an indicator of
what's next.
Be authentic in your interactions, be open about how you feel. If something isn’t for you
don’t be afraid to say so. 
Volunteer for causes that you care about. When possible, travel and experience new
cultures.
Be mindful of what information you consume.

Make a list of what success means to you. Be very specific, and look at it at least yearly and
update it as needed. Ask yourself, "If you could do anything, what would you do?" Think
about how you will feel if you achieved that success. Consider personal success along with
professional success.

Work backward from your big goal and break it down into smaller weekly and daily goals.
Plan each day the night before so that when you wake up you know what you have to do
that day. 

Make sure that you take downtime. It can be hard to permit yourself to do this, but you can't
produce your best work when you're not feeling well. Recharge, refresh, and prepare for a
better day. It's okay to take breaks, and it’s okay to not work 100 hour weeks.

Quick tips and advice that I’ve found useful

Best of luck with your freelancing career and please feel free to connect with me.
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Being a freelancer can sometimes be a hellish experience but with these five tips hopefully, it
will be closer to heaven!

Finding resilience and purpose as a freelancer
Jeroen Walravens, International speaker, Author, facilitator and coach
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This comes with a warning – I’m not perfect at this. 

My freelance journey began in 2007 when I woke up in hospital after being in a coma for a
month. I had a severe brain injury following an accident. Everything I could do, even my
personality, was changed or gone. There was a long road to recovery to find out who I am
and what I can do. 

i1. Stop trying to satisfy your inner critic
As freelancers, we're often bad bosses. There is no worse boss than yourself. When you’re an
employee you can slack off when the boss is out, and work hard when the boss is around.
When you are your own boss you know and see everything. Not just the mistakes that you
make but also the ones you almost made. The internal boss is with us 24/7. When you’re
employed you can turn off your phone, go home and not see your boss on the weekends.
Being your own boss you can’t avoid your boss and you can never satisfy your inner critic.
Trying to satisfy your inner critic is like trying to teach your dog to fly – it can’t be done.
Separate yourself from the critic – you are not your thoughts. Recognize that it has good
intentions, it wants to keep you safe, to stop you from looking stupid. But listening to it can
limit you and your freelancing career.

2. Compartmentalize and write mission statements and goals for each part of your business
As bad as we are as bosses, we’re even worse as employees! It’s easy to break your word to
yourself – what are you going to do, fire yourself? Can you imagine if you were a CEO and you
gave your graphic designer your company accounts to do? And then made the same
graphic designer into your company spokesperson? You wouldn’t get good results and the
graphic designer’s design work would suffer too. As freelancers, we do this to ourselves all
the time. Write new mission statements and goals for every undertaking that you have.
Compartmentalize or your internal staff will go mad!

3. Negotiate between your demanding inner boss and your procrastinating employee 
As freelancers or independents, we do a dance of procrastinating, distracted by new shiny
objects, and jumping from one thing to another. And then we overcorrect, crack the whip
and push ourselves to the limit. It’s not good for us and it doesn’t bring us happiness. Instead,
you should negotiate with yourself, your internal boss, and your internal employee. Get
yourself a good deal, a chance of a better life right now. Otherwise, it won't be a very happy
freelance journey. Decide on your working hours and days off, negotiate for better working
conditions.

4. Learn to accept all 100% of what you are.
When I got out of the wheelchair I started working non-stop. I was going to get everything
right this time. It was non-stop college, training, job-searching and I was failing miserably at
everything. After two years of this, I realized that I was looking for stability and security. And
before my accident I thought I had stability and security – but as I discovered it’s a myth.
There is always another choice, you always have another option. If you’re stuck, find another
way. If you’re facing a wall, don’t keep trying to push through it, turn and face a different
direction. Stop grinding, find a better, different way. 
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Why do we have to be reminded to be good to ourselves? We reduce ourselves to the agents
of our efforts instead of valuing ourselves as human beings. We value ourselves based on our
obligations. Write down your next big goal as a freelancer and why it is important to you.
Read it to yourself. And then tear it apart – it might hurt a bit! Tear it into smaller pieces. We
become emotionally invested in our pursuits, which can greatly limit us. This is hard work
that we have to do for ourselves to accept ourselves 100% as what we are. Who you are is
different from what you are. Who you are is what we tell ourselves or have been told about
ourselves. Get clear on your past, present, and future, and try not to get distracted on the
way. It isn't easy. But it is worth it. 

5. Embrace the unknown future.
There is no trying, you either do something or you don’t. In 2010 I reached Base Camp at
Mount Everest, three years after being in a coma. We have no idea of what we’re capable of,
we self-sabotage often because we're scared. People often prefer a negative predictable
outcome to an unknown outcome. We make excuses for ourselves not to do things.
Embrace the unknown future. Your problems will turn into challenges, you won't focus on
the external things but will instead look at how you deal with them and the meaning you
ascribe to them. 
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If you have a business or are a freelancer you're probably in it for the long game. So it's
important to switch from the hustle mentality to the flow mentality. You are the captain of
your ship. So take control of your energy, mind and body, and attitude so that you can show
up and be your best self.

The Hustle Mentality
As freelancers, we put ourselves below our business, especially in the early years. When you
start you have the hustle mentality, so many ideas, and pouring energy and attention into
your business. It's great and it’s required at the beginning. The problem is when this
becomes your whole mentality and you keep pushing yourself more and more. You’re a high
achiever with big goals and the hustle comes from a good place. But it is not sustainable for
the long term. If you’re going to be a freelancer for life you need to shift into the flow
mentality. 

The belief that if we slow down or stop working everything will crumble is part of the hustle
mentality. It causes burnout. It's been glorified by social media and entrepreneurship but it's
a problem. We are our own worst critics.

The Flow Mentality
Shifting to the flow mentality means that you change your attitude. Change the way you see
things and you can be there for the long-term in a way that feels good, brings you joy, and
comes with more ease.

Becoming more productive by shifting your
mindset and beliefs
Francesca Paschetta, Founder and Head Coach, Empower and Flow
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Awareness
Choice
Repetition

You had a vision for your lifestyle. Maybe you imagined more freedom, flexibility, and doing
things on your terms. It's time to claim that this is part of the flow mentality.

“You work hard because you’re committed to your vision and you’re determined. You rest
hard because you deserve it and you love yourself.”

The dance of push and pull
I call it the dance of push and pull. The flow mentality doesn’t mean taking less action. You
take the actions because you're committed, you have joy, excitement, and passion. You work
with more ease. That's the push.

The pull is when we pull back a little bit when we have low energy. You can take a step back
when you don’t feel great instead of pushing yourself beyond exhaustion. You don’t feel
guilty or ashamed for taking time off.

It’s not healthy and sustainable to have peaks of energy and action, and then crash and burn
because you can’t sustain it. It’s a lot harder to recover from burning out than to give yourself
an extra hour of sleep or rest when you need it. 

Self-respect, self-worth, and self-love are high in the flow mentality but not in the hustle
mentality.

3 step process you can use to change your mindset (about anything)
1.
2.
3.

Awareness
Take some time, set aside 20 minutes. Sit with yourself and ask yourself what stories or
beliefs that you have about your time or work or productivity. For example, the belief that “I
don’t have enough time. I can't take a break and rest." This belief is rooted in our
conditioning, especially for freelancers. This leads to a lot of overwhelm. Overwhelm is a
choice. You're not choosing anything different, it's part of a feeling of lack or scarcity. There
may also be a little bit of victim-mentality to it. Keep asking yourself “why?” and go to deeper
levels. So the example above might look like this in a journal:

I don’t have time to rest. → 
Why? → 
Because I feel overwhelmed. → 
Why? → 
Because I have so many things on my to-do list. → 
Why? → 
Because I haven’t had the energy to do everything I had to do during the week so things
have piled up. → 
Hmm, why haven’t you had the energy? →

Page 91 #freelancebusinessFreelancebusiness.eu

Freelance mindset

http://freelancebusiness.eu/


Choice. 
Now you can replace the toxic belief with something else. Make a new choice, what is your
new belief? It takes intentionality and choice to change your thoughts, beliefs, behaviors, and
actions. So from the same example, the new belief could be "I choose to give myself enough
rest so that I can show up as my best." This shifts your whole perspective. I recommend that
you don’t try to shift more than 1 to 3 beliefs at a time. It can be too much to try to create too
many new ways at once. Take it step by step and gradually.

Repetition. 
This is crucial but a lot of people forget to do this bit. You need to reinforce the new behavior
with consistency. I find creating affirmations helpful. Take your new beliefs, write your new
affirmation and stick it on your desk. Read and repeat it out loud every day. You need to
make your affirmation feel very true to you and believable. So for this example "I choose to
put myself first when it comes to resting." Sometimes the things that are the simplest are
also the most effective.

Bonus step: Action.
Ask yourself what you will do differently in your day-to-day life because of your new belief?
Would you allow yourself to sleep more on weekends? What action is the most logical and
beneficial way to put the new belief into practice? From the example above the result will be
that you're not rushing all the time, you become better at the dance of push and pull. You
will not crash and burn and need a lot of time to recover. You won't have extremes of high
motivation, pushing too far and then burning out. 

If you're in this for the long game it's vital that you shift from the hustle mentality to the flow
mentality. You will have so much more excitement and joy in your workday. Remember why
you became a freelancer and entrepreneur in the first place. You didn't choose to take all this
responsibility just for the work. You were probably craving freedom and flexibility. Claim it, it's
yours if you choose it!
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I trained for a career in catering from the age of 12 because my family told me that as soon as
I could talk, I said I wanted to be a chef. At the end of my training at age 19, I had a work
placement in a restaurant for one month. There I found out that I didn’t like it. So after
training for seven years, I found out - at the last moment - that I didn’t want to be a chef. But
I loved working with people, and so I moved to the front-of-house. Being a waiter suited me
more because I knew all about cooking so I could explain the dishes. I ended up working in
England as a waiter in luxury hotels and restaurants and as a sommelier on a cruise ship. I
travelled all over the world. However, each time I stepped up my career and took on a
management position, I would go into a depression and quit. Stepping up was always
knocking me down.

Challenges are inevitable. Defeat is optional.
Tom Meyers, Osteopath M.Sc. D.O., Author of "Futurize Yourself",
TEDx Organiser
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In 1999 I returned to Belgium and started working as a wine sales rep, which turned out to be
soul-destroying for me. I loved wine; I loved the business but selling it was not my cup of tea.
What now? For the first time, I didn’t know what to do next. I was 28, and the only thing that
I was good at was being a waiter, which didn’t sit very well with me. Then, a friend phoned
me. After college, he had started a successful gourmet deli that he wanted to expand. He
asked me if I was interested to start my own gourmet deli with his help. This is it, I thought,
my own shop. He knew where I could open one, what to buy and sell etc. On 9 September
1999, I opened my own gourmet deli. Two months later, I was depressed and suicidal. Once
again, I had stepped up and was knocked down and left feeling a failure.

My business was failing; I had lost money and was in debt. Life had become completely
meaningless with no more hope, and I decided that I didn’t want to go on. At my wits' end, I
confided my problems to a local pharmacist who had become a friend, and she listened. At
29, I had never spoken about my problems to anyone, not even my parents, who only came
to know about my suicidal tendencies after reading my book in 2018. 

What changed?
Defeat would be to give up and end life. I understand and have great empathy for people
who end or attempt to end their life, having been there at the edge myself. But talking about
my problems was the start of change. If you keep things to yourself, you only have one
perspective of things: yours. Sometimes you need an outside perspective. 

As said before, the pharmacist listened and eventually sent me to seek counsel from an
astrologer-coach! Desperate times need desperate measures. In my frame of mind, it was
way out of my comfort zone! No, she didn’t predict my future in three sessions; she helped
me see the world differently. She changed my perspective on life and gave me a new angle
of looking at my life. Much like life coaching does today but didn’t exist then.

For the first time in my life, I looked at things from different points of view and questioned
whether things I believed were true or not. I was both at the centre and outside, looking in
from a different viewpoint. She also gave me homework. Questions: Why or in what
(according to you) is everybody else so much better than you? What do people come to you
for, or ask from you rather than your other friends? What were the things that you thought,
“wow, I’d love to do this for the rest of my life.” Simple questions that led to finding my innate
potential. Her final question and homework was to imagine an ideal day in ten years time.
That was in the spring of the year 2000.

The challenges were not over. My shop was failing but not closed yet, but the situation told
me that I wasn’t in the right place. The choices I had made were not based on the profound
knowledge of who I am or my potential. I had been going around in circles instead of moving
to where I was destined to go.

Why we face challenges
Challenges are an essential part of life. Our muscles become weak if we don’t exercise. Our
brains need to have problems to solve. Challenges are there to make you see things
differently, to question whether the choice you made was the right one.
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Challenges may be there to help you grow, to change things. Defeat is when you don’t take
up the challenges. If you keep coming up against the same challenges, then maybe you
need to question yourself and take another path. 

How do you know whether the challenge is to make you grow or make you change your
path? You need to know yourself first before you can know the answer. Knowing what your
potential is is very important to being human. Challenges from a certain perspective are
great teachers.

As soon as I made sense of my challenges and my life, I found renewed strength. I eventually
retrained and became a certified osteopath, and later I also got a degree and got my
master’s at 49. Something I thought was not possible as I had never been a good student. 

I eventually wrote down my story in my book Futurize Yourself. Futurizing yourself means
incorporating future-thinking into your present decisions, choices and actions. How do you
want to feel? What do you need to do to feel that way? Do what makes you feel how you
want to feel. Where do you want to be? How are you going to get there? What steps are
there on the way? These are but a few futurizing questions. 

Monitoring and Motivation
Now and then, I still get knocked down by a challenge. But now I know where I want to go
and how I want to feel, so I have the motivation to deal with the tough challenges. When I’m
facing a tough challenge, I monitor my motivation and question what I need to do. Am I still
going to where I want to go? Do I need to change something? 

Mediation  
If I know I have to change or learn something: I do it. I intervene with the challenge to put
myself back on track on the path that helps me evolve into the person I want to be.
Sometimes I rest or do something different. The key is to know the difference between what
is for our growth and what shows us we need to change and get back on our path. 

Looking after body and mind
For me, mental health is related to my body experience. You need to find ways to look after
your mental health, but also look after your body. The body state can create a mental state.
When I’m not doing well, I allow myself to have a time-out, rest and practise some breathing
exercises. This way, I can monitor my stress levels and adjust things to change those stress
levels. 

In a stress response, your adrenaline levels increase, and your heart rate goes up. This fight-
flight response happens in the brain. When the danger is over, it should reset itself. But
chronic stress changes the fight-flight to a more permanent state. So you need to make a
habit to mind your body before your body reminds you. You can also ask friends and/or
family to point out when you’re exhibiting certain behaviours so that you can be reminded to
take care of your body and your mind.
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Challenges and problems are important parts of life that can help you grow and evolve on
purpose when seen from a certain perspective. 

Be good to you and your future, always.
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Money – we can learn how to do sales and marketing. We can learn to negotiate. But
what's the effect? We attract more people, we'll have improved skills because we have
more clients. However, it may hurt your freedom. You're working more, doing more, and
have less time. 

Passion – learn how to do things we love to do. You achieve expert status by doing
specific workshops/courses. Earn more money, helping people with a different skill set.
Again it will probably have the same effect on your freedom, resulting in less freedom. We
may be consumed by our passion and move away from our other fields of life, like friends
and family. 

The freelance trap – growing as a freelancer doesn’t mean cutting your personal freedom.
The buddy effect – growing in freedom will make your business more valuable. 

What is the freelance trap?
What. Before I was caught in the freelance trap I was caught in the golden cage of being an
employee. I had a regular income and an easy life but I felt like I was in a restrictive structure.
I wanted more freedom, to decide what to do with my time and decide how much I would
earn. So I decided to be my own boss. Then a year later I was wishing that I had more work
and wanted to earn more money. Another year later things sped up and then I became really
busy, working 24/7, and I wanted to be free (again). 

Why does one get caught in the freelance trap? Consider It like a snowball effect, a little ball
rolling down a snowy mountain becomes big enough to wipe things out. In nature, things
grow easily, but it's difficult to maintain control. It requires focussed attention and a sense of
direction. 

Why is it a trap? Once you’re in there, it’s difficult to get out. There’s the paradox of time that
keeps you trapped: it takes time to save time. And there’s another paradox that comes into
play. Letting go is not easy and requires a sense of faith. And it takes faith to grow faith. The
“what if” syndrome keeps you stuck in old patterns: imagine what if you would say no to a
client because you want to save time? 

If you want to grow your business you need to learn to grow your business. There are four
major fields:

Learning as a freelancer
Frederik Daneels, freelance specialist, BeyondFreelancing.com
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Impact – learn how to create more value and help more people. This is about strategic
thinking and setting up structures. Earn more money and do more or different work with
improved skills. This could expand or reduce or keep the level of freedom the same. 

Freedom – learn how to create more freedom. This is very important but we don’t pay
enough attention to this. If we focus on this, and keep this in the center of our business,
then we will do more self-reflection, work on personal development. We will find out
strategies and structures that will improve our business while keeping our level of
freedom intact or even expanding it. There will be a positive impact on the amount of
money that we earn, we will be helping people with greater impact, and growing our
skills and passions.

So you need to decide where to focus your attention. But by only focussing on one area you
lose sight of the importance of the others, it’s up to you to find a dynamic balance between
all of them. In 2014 I started to redesign my life. I questioned why I got caught in this trap and
why I didn't see it coming. I noticed that I hadn’t been present with friends and family
because I was so consumed with work.

Work is just one of many fields in life. Most of us work and design a life around that work.
Instead, I decided to flip that around, to live and design work that supports that life. It
changed my perception of the world. You need to keep the idea in mind that you are
working to support not only your life, but also that of others. It’s like having a friendship with
your client, with only the best intentions for them, resulting in a long term relationship with
clients. I call this the buddy effect.

As a freelancer, you need to improve and learn to create a deeper impact. The deeper the
impact you make, the more value you give and the more your worth can be translated into
money. This thought led me to the following question: which client assignment will teach
me the most at this time? By asking myself that question, I am able to go for new
assignments, taking all of the lessons learned with me to help my new potential client.

This question can make you insecure. Do I have the skills, will I give enough value?

But you can change this – it's not about the skill level, it's about your ability to learn. The
more you learn, the better you become at problem solving and the more confident you will
feel about stepping into the unknown. Besides that, if you know your values, what you have
to give as a person, then you know you always have value to give. 

The buddy effect. 
How do you find the right assignment and/or client?
First of all: Find out who your client is. Look at how your potential client communicates. How
does he/she perceive the world?
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What environment do you like/dislike?
How do you see the world?
How do you solve problems and deal with obstacles? 
How do you communicate? Introvert/extrovert? Face-to-face/phone calls/emails?
How do you feel right now/in the past? What’s your (current) state of energy?

Learn to observe (physical)
Learn to learn (mental)
Learn to communicate (who you are, express yourself, emotional)
Learn to be a buddy (looking for a match, your ‘why’ – without judging, support)

Create/find the right landscape. This requires observation.

Then consider if this matches with who you are as a freelancer. Are you the same or
different? 

You are working not for a client, but with a client. It’s a cooperation between the two of you.
Ideally, it’s a student-master relationship where both learn and teach one another. 

Make sure that you know what the assignment is. What is expected, what kind of result is
needed? 

On a mental level, you want to make sure that you have the freedom of working in the way
that you like. If a client tells you exactly how to do your work, then you are giving up your
own freedom to find things out the way you would do best.

Make sure that communication is clear with your client. It’s how you express yourself and
how you deliver while in the process of helping out your client. Open and clear
communication, that happens on a regular basis, is a key ingredient for success. 

Last but not least, check your intention of helping. Why do you want to say yes? For the
money? Because of your relationship with the client? Or because you know you can do it
well and will learn something new? 

Different people have different levels of each value. Some will prefer the physical, the quality
of the results. Others prefer emotional values.

The more you learn about yourself the more value you will give. Ask yourself following
questions on a regular basis: 

The more you learn about yourself the more you will see who the other person is, your client.
You will have a better understanding of your client and therefore you will have a more
beneficial relationship. 

Find an ideal situation where you learn and teach and give a great final result:

4 Pillars of Learning
1.
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2. Find the right path. You need to be resourceful. You face choices and opportunities all the
time. You need to know what you need to continue. Learning about strategy and planning.
Focus on direction, steps to take, and what you can control or can't. This reveals your
perceptions of the world, and the possibilities. Do you make things complicated or easy?

3. Take action. You need initiative and courage. Take the first step in the right direction, it
should be small, easy, and fun. This will teach you how you communicate with others and the
environment. Your result will be your barometer. You will discover for example if you're
results-oriented or experience-oriented. 

4. Keep going. You need curiosity, an open mind, and no judgment. Taking action creates a
new situation. You have to keep taking more steps. You need to learn to accept whatever
comes at you and to let go. Recognize the things that slow you down or stop you. Find out
what things attract or repel you. How much baggage do you carry with you wherever you
go? Is what you bring with you helping you or slowing you down?

At the beginning of learning you have to put in a lot of effort for small results, but over time
every time that you learn something it takes less effort and you get better results. 

My call to action for you after this class is to find those work assignments that benefit you
and the client. Try to create work in support of your life as you design it and not the other
way around. 
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Do you suffer from “Crippling Comparisonitis”? Do you compare yourself to other people and
end up unable to take any action? It is possible to move from this way of thinking to the joy
of comparing for courage.

It seems obvious to say "stop comparing yourself to others." It damages your confidence and
self-esteem. But it's human nature to compare ourselves, we’re looking for similarities and
differences. It helps us to develop our sense of individual and group identity. 

Reticular Activating System: RAS. When you focus on something you notice it more. For
example, when you get a red car, you start to see red cars everywhere! 
After losing my job – a job I loved – I didn't know what to do next. My son said, "why don't you
start your own business?" And a friend asked me "where have you made a quantifiable
difference?" I started doing a mind map of where I had made a difference. Then I looked at
the common skill sets between these different roles. It was all about facilitating and helping
others. 

From crippling comparisons to courage. 
Claire Anjos, CEO and Founder, Red Cherry Connections, Training
and Coaching Consultant
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i1. Compare yourself to you.
I was comparing myself to myself – what I had done, skills used, and achievements. I did
some research but it also led to more crippling comparisonitis, I could see other people who
were doing better. "Who am I to be doing this?" My inner critic was questioning my ability,
leading to inaction. As well as that it became a thief of my joy. So instead of focussing on my
job search, I spent three months helping a fundraising campaign. I realized that it was my
ego keeping me small and not moving forward. I knew that my business had to be heart-
centered but there was such a variety of businesses. 

2. Compare yourself as proof of concept.
Don't compare cherries to lemons. Why should you compare yourself to other people that
are nothing like you? Even cherries vary from each other. At some point in history somebody
devised a padlock, over time it's changed and developed so that they don't need keys, they
use digits. If you look at what someone else has done, something that you want to do, see it
as proof that it can be done. You don't know what's going on in other people's lives. When
you look at what someone else is doing and compare yourself you have no idea what is
going on. You don't know about their financial or health situation. Think about what they've
done in an empowering way. If they did it then so can I. Look for the evidence, how did they
do it? Compare for inspiration, not emulation. You can't just go and copy what someone else
is doing, but you can seek inspiration to find your own way.

3. Compare to create a culture of progress.
ACT: Action Changes Things. The secret to getting things done is to do something. To turn
the wheel in your business you have to take action. Action is the cornerstone of human
progress. Behind every successful person is a series of confident actions. When you're in a
state of inaction you don't necessarily have to analyze what is stopping you from acting. But
you do need to take action. Inaction buys into your doubts, fears, and concerns. When you
take action it leads to competence – even if things go wrong you're learning from it. You
learn what not to do. Competence increases your confidence. And your confidence develops
into courage to take another action and keep going. 

To stop comparison, it is in its tracks, take action, do something. When you are making
comparisons, do it to lift yourself so that you can lift others. Step into your future one step at
a time. Do with the courage of your capabilities because your courage is within you.
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When we are under pressure to make a decision the stakes become high. However, with
many decisions in life, we don't always have the information we need to make the right
choice. Our brains lay traps that mislead us. We have automatic processes for thinking that I
call mental illusions or cognitive biases. They are like optical illusions, they trick us into seeing
things that are not real. 

Decide while avoiding the traps laid out
by your brain 
Alex Si, Magician-Mentalist, TEDx speaker
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Confirmation bias is our tendency to seek information that confirms a desire, idea, or
assumption that we already have. We ignore and don’t explore information that
contradicts our existing assumptions.
Erroneous causality happens because our brains love to connect dots and find patterns
even when things are coincidental. 
Narrow framing is our tendency to only look at what we see. It is like a bright spotlight
that only illuminates one part of the room and leaves everything else in darkness. It
means we don't look for other options or ask the right questions. By putting a narrow
frame on we don't see what other factors are important. It is easy to recognize narrow
framing when you ask yourself "do I do this or not?"

Define the method. When everything is calm, decide how you will decide. Think about
the steps you will take to counteract those biases. It is easier to see cognitive biases in
other people, so asking for an outside view can help. Challenge your assumptions.
Multiply the options. This helps with narrow framing. Ask “what else could I do?” Try to
have at least three options when you make a decision.
Reality-test your assumptions. Counteract confirmation bias and erroneous causality by
studying the opposite. If you're considering partnering with an agency you might be
thinking about why it's a good idea. Instead, analyze why it will be a bad idea. Ask experts
for data and figures but do not ask for opinions!
 Attain distance from your short-term emotions. It's important to put the right weight on
things in the moment. You can have a great meeting and feel excited about a project but
pause. Sleep on it and decide the next day when the emotions have settled. 

But you can add other senses to get around optical illusions. But cognitive biases happen in
our brains so are very difficult to overcome. 

You have to make all sorts of decisions every day. Do I work on this client or that one? How
much will I charge? Should I niche or be a generalist?

When we think too automatically cognitive biases appear. Cognitive biases are deviations
from the rational solution. It's a repeated, predictable deviation. There are between 120-180
classified cognitive biases. There are three that I think are important to recognize in our
decision-making.

1.

2.

3.

How to counteract our biases when making decisions
Using the Pro/Con approach is too limited for decision-making. We need a decision process
to counteract all of our cognitive biases. There are no universal decision-making processes
that can address all of our biases. But there are some that help.

1.

2.

3.

4.
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Welbeing is your power (Sarah Townsend) -21 mins
The magic of having your shit done (Claus Raasted ) - 25 mins
Ideas factory (Robert Dunsmore) - 34 mins
Freelancing and Health: What Does the Future Hold? (Tom
Meyers) - 8 mins
Interdependence: Why collaboration boosts business growth
(Anastasiia Dehtiarova) - 22 mins
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PART 9 

WORKING WITH PLATFORMS

Page 101 Freelancebusiness.eu #freelancebusiness

http://freelancebusiness.eu/


How the marketplaces in the online platform economy work. 

“Platform worker” is the term that I use for freelancer/independent consultant providing
services in exchange for money. The platform manages the legal side, sets the terms and
conditions, and manages the payments. Because this is often very opaque, I call this the
"black box of intermediation." Platforms are often algorithmically controlled with very limited
human interaction, and for this and other reasons, platform work is legally and practically
different from a normal employment relationship. 

Platform work can be great….or not!
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Working with platforms
Zachary Kilhoffer, researcher of CEPS
(Centre for European Policy Studies)

NEGATIVES OF THE WORK ISSUES WITH THE PLATFORM

Stress Network effects: the winner takes most
within a single platform, and between
platforms.

Work-life balance: Eurofound finds that
when you have more flexibility there is
more satisfaction, but also worse work-life
balance

Lack of transparency (“black box of
intermediation”). 

Financial security, rarely guaranteed
income.

Lack of dispute resolution (between
workers and clients). Platforms usually
take a hands-off approach when
problems arise. 

Lack of social protection (health
insurance, sick days, paid vacation, etc.)

Platform workers rely on their
rating/reputation and do everything to
avoid displeasing a client. 

A few findings about big freelance platforms
On some big platforms, less than 1% of the workers have earned a single dollar. A very small
minority of workers have the most contracts and make the most money. On many platforms,
you can be suspended without notice or explanation.
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An algorithm can make mistakes and suspend someone accidentally, and the platform
worker usually has no recourse. 

Some platforms charge you fees with unclear benefits or with promises of moving up the
rankings. Ratings and reviews can be unfair and damaging, especially for people new to the
platform.

Platform owners need to think about business and ethics
They need to balance clients' and workers' needs if they want to keep and attract workers.
There is a need for greater transparency. Even with great ideas and innovative business
models, it is an uphill battle to compete with the big established platforms. 
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The platform founder’s perspective
I’ve worked for different staffing-based initiatives and for consultancies where the majority of
staff were contractors. Given that as consumers we’re happy to buy things online, book
holidays through platforms, the value of having an agent or recruiter is diminished. We
should be able to set up a technological solution. So we set up 6prog. 

The platform should be a fair marketplace
There is a perception that a platform can only work for one side or the other. My view is that
it should be like a marketplace, people coming in and finding work or the skills they need.
The burden should be shared roughly equally so the fee structure is set up so everyone pays
roughly the same amount.

Unfortunately, some platforms have shareholders, they're under pressure to grow quickly.
They just want to get a fast, big return on their investment. These platforms are trying to
extract the maximum value from both sides, they start charging the freelancers to bid on
projects or to be promoted on the platform. 

A platform good news story
To give a positive example from our own platform. I know of a business working with an
agency for a while for developers, paying £650 per day per developer. They found our
platform by accident and started encouraging their freelancers to move from the agency to
6prog. The freelancers increased their day rates (they had been getting about £500 per day
from the agency) because they were working directly with the business. The business
managed to save some money, the only people who lost out were the agency. I think there
will be a new wave of platforms that do a better job of looking after the people who need to
use them. 

Andrew Barnes, Managing Director and Co Founder of 6prog.com
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Autonomy: we want to have flexibility in our work and control over our lives.
Competence: we like having the skills, behavioural attitudes, soft skill and expertise to do
our work.
Connectedness: this is a versatile concept but we want to feel as though we’re part of
something bigger – a community, research project, an organisation.

Many freelancing platforms began as job boards but simply competing against other
freelancers to complete tasks or jobs might not be a sustainable strategy. To check
the “connectedness” box for meaningful work you might want to get to know other
freelancers. Smaller rather than bigger platforms may offer you a better opportunity
to build a community.
Ongoing stream of work opportunity that gives you confidence that you can grow as a
freelance professional. Look for platforms that incentivize sharing work opportunities,
where you can help others to find work as well as finding work for yourself. 

What work creates meaning to us? 

According to the researcher Edward Deci, the three most important factors that make work
meaningful are

1.
2.

3.

Together these three things make a good recipe for freelancing. 

Finding a platform to support your freelancing career.
Many freelancers use online freelancing platforms as a place to find work when starting out.
However, you can’t expect an online platform to deliver enough work on its own. Freelancers
have a responsibility to remain technically and professionally on track, to find work for
themselves and to be very clear about where they stand in areas that are important to them. 

Here are the expectations that freelancers have of their platform or agency, and how to
choose which platform or agency you work with:

i1. Work opportunities
a.

b.

2. Help running your business. 
As a freelancer you have to think like a business or entrepreneur. You need to budget, plan,
set your own strategies and pricing. Look for platforms that offer relevant information on
tools to budget, which industries are hiring, and other useful content from more experienced
freelancers. 
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Finding a platform to support your freelancing career
Jonathan Younger PhD, HR thought-leader, author, advisor, board
member, and early stage investor in HR tech startups
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What is your plan?  
Your chief skills? 
Your annual and quarterly goals?  
Build and reinforce your network, online and offline. 
Organise with other freelancers to collaborate on projects. 
Set professional standards for yourself and others so that bad actors cannot damage the
reputation of the freelancing industry. 
Build your reputation as a freelancer by writing and talking about your work and asking
satisfied client companies to share positive stories. 

3. Help from the platform in “future-proofing” your skillset. 
You need to stay relevant with your skills and with reaching sectors that need those skills.
Communication, planning, and teamwork are important in getting work as a freelancer. Try
to find platforms that give you the possibility to develop your skill set.

4. Feeling part of a community. 
Recognise that you’re running a business, it’s your responsibility to find clients. Only 5-10% of
work by freelancers comes into the landing pages of digital freelance marketplace. 90% of
work is negotiated through relationships. 

Tips on developing as a freelancer.
Simply joining an online platform will not be enough to ensure the success of your freelance
career. Remember, freelancers are really small business owners and need to do all the things
small businesses require for success.  
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Freelance platform owners panel discussion - 55 mins
Freelance markets dynamics in Europe, Malt research (Quentin
Debavelaere) - 28 mins

Page 106 #freelancebusinessFreelancebusiness.eu

WATCH MORE ABOUT WORKING
WITH PLATFORMS

Working with platforms

https://youtu.be/T3c49dIdZLE
https://youtu.be/H7xiajAmEfM
http://freelancebusiness.eu/
https://www.lancr.eu/
https://connecting-expertise.com/


PART 10 

HIRING FREELANCERS
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Translate yourself into a business: value proposition, offering time and materials, case
studies.
Create your contracts: Statement of work or proposal, invoicing.
Build client management processes: onboarding, delivery emails, brand guidelines.

Meet 15 fellow freelancers: 5 core, 10 complementary
Create a central place to document what is memorable and unique about each one
Keep up to date.

Step 1. Understand the client's journey.
Who is your client really? What does success look like to them? What does their own daily
day look like? What are they scared of going wrong? What will get them fired (or promoted)?

This is built from trust, and trust is built from starting with a small and low-risk, low-cost
project. Then it builds up to bigger projects with higher budgets. So you might start with an
article or a small piece of research. Over time you build up trust with the client company and
get bigger, longer-term projects.

Step 2. Make it easy for them.
Be professional.
Be more than a freelancer. Perception is important, have your own website and case studies.

1.

2.
3.

Say yes.
Be the trusted source. You need both scale and reach. Scale – can you take on more work
and more complex work? If demand spikes can you manage it? Reach – have other
freelancers you trust and can collaborate with to meet demand.

1.
2.
3.

Be consistent.
Consistently provide the expected results. Be predictable: on time and on budget.

1. Document processes.
2. Create checklists of what each new project requires.
3. Iterate and automate.
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How freelancers can win an enterprise client 
Matthew Mottola, Author of The Human Cloud, Co-Founder at Venture L,
ex-Lead Growth PM for Microsoft 365 freelance toolkit 
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NASA’s Center of Excellence for Collaborative Innovation works across the agency and the US
federal government. We help them to understand how they can use open innovation and
independent professionals to solve problems. We started working on open innovation
through crowdsourced intelligence. Bringing a group of people with knowledge of a specific
area. The crowd is better at finding solutions in areas that we don't know about because of
the pace of change. We found people with skills that we don't have to connect the dots, to
bring in other ideas, expertise, and technology. There is a huge shift going on, changing the
dynamic in the workplace. Freelancers’ platforms are starting to match people with tasks in a
global economy. 

There is a huge shift of people moving from the corporate world into the gig economy world
at record speed. This is happening and everyone is having the same problem, organizations
can't find the skills they need for their businesses. We can put task orders out for special skills
to help us kick-start programs. We access all sorts of platforms to find people with those
skills and engage them. 
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NASA Open Innovation strategies in talent recruitment 
Steve Rader, Program Manager, NASA Tournament Lab and the Center
of Excellence for Collaborative Innovation

https://bit.ly/FBC-Hiring-freelancers
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We're just getting started in the open talent world. I ran a pilot contest in 2015 on a platform
to see how we could use freelancers. The project was successful but we engaged freelancers
with a limited budget. We were able to get a prototype of the software. It wasn't always
about the money, contests and leader work with well-known brands (like NASA) can give
freelancers’ careers a great boost. They want to be part of the mission and solution. This
showed us new paths to look at. 

How organizations can overcome their reluctance to work with freelancers
Confidentiality issues come up with open innovation and open talent searches. Some
enterprises have concerns about people walking away with valuable information, or planting
malicious code. But the open innovation platforms provide an intermediary and some of
them provide background checks and credentialing. I work as part of a group called Open
Assembly to look at what organizations need to trust freelancers. Deloitte has started using
freelancers in a lot of their work but they found on the corporate side there was a bias
against freelancers. To address this they chose not to disclose whether the person under
consideration was an employee, freelancer, or independent. This way the best person is
chosen without bias.

For organizations not yet working with freelancers I suggest that they pick something simple
as a pilot project - some marketing work, graphics work, animation, or video. It will help them
to get used to what the platforms can do. There are so many platforms it can be
overwhelming. There are offices that help new enterprise interfaces learn how to use the
platforms and work with freelancers. Try something out! You can punch above your weight. 

Paul Estes, who used to work at Microsoft on Office 365, is very passionate about the
freelance economy. He changed the way he did business. He decided to reduce the
"standing army contracts," where people were employed and under-utilised. Instead, he
gave employees a budget to use for freelancers so that they could outsource some tasks and
focus on the work they enjoyed the most. The quality of work went up, productivity went up,
and employees were happier. They saved 60-75% of their budget year on year. It’s not about
paying freelancers less than employees. You can pay a freelancer more money than you pay
an employee and still save money. You’re buying only what you need without overheads.
They will be more efficient than employees because they aren’t context switching and tied
up with meetings. 

Freelancers and lifelong learning
Traditionally, HR was there to acquire and retain talent, and managers were there to get the
best out of those people. Platforms are changing to meet some of those needs, by providing
credentialing and opportunities for lifelong learning. Freelancers are better at lifelong
learning because they don't need to get 5 signatures before they enroll in a course! They can
be ahead of the curve and anticipate what the market will need in the future. The gap
between why traditional organizations are breaking down is because they don’t provide
opportunities to upskill at the accelerated rate needed. We need to help the workforce keep
up with the rate of technology change.
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There is another side benefit for employees. When you bring in a freelancer with cutting-
edge skills, they transfer their knowledge to our team, too. It goes beyond classroom learning
and helps with the last-mile training. Any ways that we can upskill people should be
welcomed. I think organizations should be allowing their employees to freelance and work
on side gigs. They'll learn more, make more money and you're not paying them to do it. The
University of Ohio carried out research that found that employees are only productive 37% of
their time at work. 

Where we are now and where we’re going
We’re in a very interesting transition from traditional employment to freelancing. It is going
to be a rough transition. Most people have worked the standard 40 hour week for the same
company for years, with benefits, and protective legislation of their labor rights. As we move
to the new model we need to find the right mix. There will be legislative battles and legal
battles ahead. We’re already seeing them happen in the US.

When I first started looking at the future of work I was frightened by the automation trend.
It's been happening forever but not at the same speed as it is now. When I got to NASA there
was an entire building of technical drawing staff, and then CAD came out, and those people
were gone. The freelancing economy allows people to keep up with the rate of technology
change. Organizations used to own us as employees, our time, and what we could do. They
stripped people of opportunities to innovate. In this new world, you can build lifelong
learning, work with the people that you want to work with, and work in areas you love. 

Today, I could use just a few thousand dollars to consult with specialized experts. You can put
together a high-performing team of experts fast, without friction, in ways that were
unthinkable years ago. Machine learning can help to spot opportunities and help people to
find new careers. We will look back on our traditional model and ask “why did we ask our
kids ‘what do you want to be when you grow up?’" We should be asking them "what can you
imagine doing with your life?" and enabling them to do it. We need to get rid of the old
gatekeepers so that people with disabilities, in rural areas, of different identities, have access
to this new economy. I'm really excited about this future. 

A great example of the possibilities is Sama Source. Leilah Jana put together teams that
went into the slums of Nairobi and India and taught people how to do knowledge work. They
brought knowledge work opportunities into those economies. Upskilling people to get work
and to get better work is a really important value.

There are so many opportunities coming. Go back to the early Twentieth Century when
Disney made Snow White and the Seven Dwarves. The credits have 275 animators who hand
drew 2 million frames for that cartoon. In more recent animated films like Iron Man 3, 3,500
people were in the credits for the animation. When we get technology that does things that
eliminate jobs we create and do more with that technology. It increases the number of
projects because it makes it more affordable and increases the economic demand for that. 
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Advice for freelancers
We live in a time when there is more opportunity than people think to create and be
creative. I would advise someone young that there are lots of technologies that are in
demand because every sector uses them. These new technologies being used by lots of
industries, it's inexpensive to learn how to use them in maker communities. For instance
machine learning, additive manufacturing, API. The only prerequisite for machine learning is
statistics. There are free versions of the new tools that you can use. There are new training
programs with Google to be data scientists. Every industry needs these functions and there
are skill shortages. So there are lots of opportunities to learn with low entry and no expense
other than your time. 
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External hiring market in Belgium
There is a lack of transparency in the Belgian market. Freelancers are being asked to drop
their rates below where they are comfortable. At the same time companies are complaining
that they are paying too much for freelancers. The intermediary/recruiter finds the
interesting projects but then they take a fee to place a freelancer. The problem is that it's not
transparent. The intermediary knows the client's maximum budget and the freelancer's daily
rate. They can maximize the margin by negotiating with both sides. The freelancer doesn't
know what the markup is. It can vary between 15-20% of a daily rate. Working with an
intermediary is not wrong, but they should not be involved with the contracting side. That’s
where the issues and lack of transparency arise. There’s a conflict of interest there. 

External hiring market in the Netherlands
There are similar issues in the Netherlands which start with a lack of awareness by
freelancers who don’t understand the hiring process. When you understand the hiring
process you can navigate it better. There are two systems in the Netherlands. Firstly, the
company has preferred suppliers. Freelancers have to go through the preferred suppliers.
The second system is a marketplace, you must be admitted to it by filling in paperwork and
submitting an application. You need to know which system a company uses to work for
them. In both systems, there may be intermediaries in between who post the jobs on job
boards which creates a lack of transparency. 

My business, Inhuurkart.nl foundation, has a database showing the ways that the end clients
hire freelancers. Freelancers can search by location, expertise, and sector. It will tell you
which system the company uses, which marketplace, and their preferred suppliers. So you
have the information you need to apply for freelance projects. The second function is to
search by the name of the company so you can confirm if an intermediary is a preferred
supplier. I want freelancers to be aware that they have a choice when they decide whether to
use an intermediary or not. 

How freelancers can improve connections
with corporates 
Arno Morsa, Co-founder of Charipickers
Bas Van Oers, Founder of Inhuurkaart Foundation 

http://freelancebusiness.eu/
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How to enhance transparency and lead to better projects and client connections
It all comes down to communication and information. Use your social connections who can
connect you with a company. Start with a small project and establish a relationship with the
company. It leads to a better, long-term relationship without the need for recruiters or
intermediaries. It’s counterintuitive, but it’s faster and easier to go indirectly through your
network. Have good connections, maintain them. Consistently say no to recruiters and they
will move on. 

Communicating with recruiters is very important. It’s not bad to work with recruiters but you
need to ask the right questions. Are you a preferred supplier? How many freelancers have
you placed with the company? What are the conditions? Try to find out more about the
relationship between the client and the intermediary. 

When you’re an employee looking for a job, there are certain companies that you want to
work for because of the benefits. But freelancers want to work for certain companies but can
find it harder to find the opportunities that are open to freelancers. If you can find the direct
person who needs your services that could be a good way to go. It’s not always easy but
could be worth the effort of looking through your connections on LinkedIn.

We also need to communicate with the end client about our experience of being hired and
working for them as freelancers. Start the conversation about what went well and what
could be better. Give them useful feedback on how they can work better with freelancers.
Some companies go through their purchasing department for hiring freelancers so it's a
completely different onboarding experience. Here's your computer login, figure it out and
start work! Freelancers can be treated more as a cost than as a person which is a problem. 

There is still a perception that freelancers can be unreliable and that it's easier, better, and
cheaper to use a fixed-term contract employee than take a risk with freelancers. We need to
develop our brand as being more reliable and highly skilled professionals. 
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CrossCast offers its services roughly in 3 ways: time and material, project based and recently
also in packs. 

Today the main part of our turnover still comes from time and material. Here we are often in
competition with other talent matchmakers which means there is pricing pressure since the
freelance marketplace is highly competitive. Another disadvantage of this way of working is
the limited added value we can offer our clients (both companies and freelancers).

How to increase added value and grow
your client base by bundling your services 
Remi Maddens, Talent Matchmaker - Freelance Expert - Content
Specialist - Founding Partner, CrossCast

http://freelancebusiness.eu/
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Marketing strategy
Full-service execution
Technical platform
Campaign evaluation 

SEO research to start and end with
Fix formats for higher efficiency
Well-defined end products with sharp pricing
Publishing in existing channel mix (handy tools)

Concept, scenario, and KPI setting
Fix formats for higher efficiency
High-quality equipment (blue keys, drones, etc).

Proven open-source methodology
Injecting external knowledge
Co-creation sessions
Helping with implementation output

Data analytics and dashboarding
Content production and distribution
Conversion automatization and optimization
Online promotion

We prefer to work in a project-based manner with fixed scope and budget. Project-based
work mostly results in more interesting assignments, more satisfied, loyal customers, and
higher revenue. It means that you are less price-sensitive and have less competition. The
result prevails over price.

In a constant search to make our services more efficient and effective, instead of always
rethinking from scratch every new project, we started working in “packs”.. We looked at our
IT co-workers and what they have been doing for years. They offer managed services,
bundling their skills. We use reusable methodologies with less energy loss and offer
subscriptions which also means there is recurring revenue.

We now have 5 main service packs with different components in each.
1) Virtual Event Marketing Pack

2) Content Pack

3) Video Pack

4) Boost Your Team Pack

5) Lead Generation Pack

When you offer a package make sure it can run in the longer term. You need to understand
how you can exceed your customers’ expectations.
Step 1. Evaluate how value aware your clients are. What is the real reason that people hire
you?
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Step 2. What can you offer? How can you surprise and delight them?
Step 3. Segment your service offering into a few packages. Offer them what they have asked
for, but also things that they need but don’t know about.
Step 4. Test it. Start with the next client you’re approached by. 

How do you decide which freelancers to use and how much to pay them for the packages
you offer? 

It is like matchmaking. You need to ask questions related to the project and think about
which freelancer will be an added value to the project’s client. Look for people with relevant,
and recent, experience on the tasks that have to be done.
The pricing depends on how you want to position yourself. Often I suggest feasible pricing
for the project. The job should be interesting and the freelancer has to be comfortable with
the experience. It doesn't always have to be about the profit, you may have other reasons for
working on it. We try to give a fixed price for the packages because it gives an advantage
over the time/materials costs. The client is focused on the solution, they aren't concerned
about how the payment is divided.

No matter which industry you work in, know your client, know what they want and what you
can offer to fill the gaps and offer more value.
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Getting an insider view will help you to be more efficient and effective as a freelancer. Often
we become freelancers because we either did not like being an employee in a corporation or
because we heard negative things about other people's experiences. As a result, many
freelancers have a limited understanding of how corporations work.

Corporations are always leveraging two things: a bit of inspiration and a bit of coercion.
Experience seems to show that corporations often tell their employees that they need to do
what they are asked…or else! That they have to do as they are asked because they need that
salary, promotion or opportunity. Companies are still using coercion even though there are a
lot of studies that show that it doesn't result in the most productivity. The most productive
teams have higher levels of psychological safety, where they are free to fail, make mistakes,
and do things differently.

The reason corporations behave in this way is because, as a society, we still believe that
coercion is necessary. The belief persists. It’s the reason why universal basic income triggers
doubt in our minds. “Yes, but if we give people that money they will not have to work, so will
they?" We still think some form of parent-child relationship is necessary to get people to do
stuff. And corporations generally apply that in their operations.

Why does this matter to freelancers? A lot of people in companies have to behave like the
child in their relationship with their boss. Then they - unhealthily - find balance by treating
their subordinates, increasingly freelancers, as children. As freelancers, if we accept the role
of the child in our relationship with our clients, where do we go with our frustrations? The
better approach is to be in an adult relationship.

How can we do this? Consider the company not as an entity but as made up of individuals.
Establish an adult relationship with the person who needs your help. Unfortunately, there
will be firewalls around that person – usually either the HR department or the Purchasing
department. The HR department will try to treat you as an employee, which you are not. The
Purchasing department will treat you as a commodity, which you are not. 

If you cannot break through these firewalls then you can’t establish an adult relationship
with the person who needs you. If you are prevented from having access to the people who
need your help, I advise you to walk away from the project. This is crucial if you want,
ultimately, to shift the conversation from the money you cost to the value you are bringing.

From the corporation’s point of view, a lot of things come down to money. However, for the
people you are dealing with, the most important asset is not money, it is time. Your
intervention will likely change nothing to their salary.

Freelancers in the eyes of corporations: an insider view 
Jean-Paul Delmeire, Co-founder of betoobe, Business Consultant

http://freelancebusiness.eu/
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They can also probably increase the amount of money in their budget. But they have the
same amount of hours each day as everyone else and they need more time to do things.

If you can add value by saving them time then you will stand out from the competition. They
want to know how much time they will need to spend introducing you to their team,
managing you, or how much time they will lose if things don't work out. Make things easier
for them, take charge and be valuable in the relationship. Be the adult, don't be the parent or
the child. 

Who are the people, within the corporation, who might need you as a freelancer? Contact
them directly, try to understand their experiences and how you can help them. It’s worth the
effort, and sometimes even the risk of breaking some corporate rules. 

Koch Industries has about 130,000 employees in different countries in a variety of industries,
medical, textiles, electronics, software, and services. There were a few instances of using
freelancers for creative projects like graphic design before I joined. We didn't have an
understanding of this way of working. We first started using different freelancing platforms
for software development freelancers, when we started having successes using freelancers
we began to talk about doing it more. 

Large companies are almost built to exclude freelancers, with different mechanisms that are
great for large contracts but don’t apply very well to independent contractors. Freelancers
don’t have the same resources which in the past made it prohibitive to have partnerships
with us. Employees don’t know where to start either, they don’t understand procurement or
contract negotiations. We set out to simplify the processes. We wanted a set of default terms
that were easier to understand and to educate internally about what work was appropriate
for freelancing opportunities. We started to engage with different platforms to streamline
our processes searching for talent and facilitating payment. 

My role is advisory, helping people in-house to make sense of what can be outsourced to
freelancers. We make the platforms available to people and help educate them around the
process. I also spot-check, answer questions and provide lessons learned. I also spot
opportunities for cross-pollination, if we see success in one area like R&D we can try to
replicate that elsewhere. In the beginning, there is more hand-holding but once different
people and departments have experience of working with independent contractors they
have more confidence. They may start to outsource parts of work that they wouldn't have
outsourced before. 

With a base framework in place, we use management by exception. There are a variety of
things people can do without having to go through HR or Procurement.

How Koch Industries accelerated business processes
by working with freelancers 
Preston Mossman, Talent Advisor, Gig Programs at Koch Industries

http://freelancebusiness.eu/
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We haven't had any issues and I don't foresee any. It helps reduce delays and bottlenecks.
Our hiring systems are separate from the systems used for hiring freelancers. 

Confidentiality and building trust
From the corporate perspective, we need to have internal conversations about what is
confidential. Traditionally a lot of companies treat everything as proprietary and confidential.
But they should question how much is actually confidential? If we don't disclose the context
then there might not be a breach of confidentiality. Corporations should find the low-risk
things but also challenge what is or is not proprietary. Trust is the ultimate currency. As we
build relationships we're more comfortable sharing information because both sides stand to
lose if confidentiality is not respected. One different thing is that if a large company breaches
confidentiality they have assets we can go after, but with a freelancer, we have less recourse. 

Organizational advantages of working with freelancers
For the most part, timezone is a factor but location doesn't matter. There have been a few
improvements from our point of view. The first one is cost, we've cut out the middlemen so
the freelancer gets paid a little more and we're saving money. We've increased speed,
freelancers tend to work faster. 

When we post a project we hear back within a day or two which is lightning speed from an
organizational point of view! We can fill a project really fast but getting the people within the
organization ready to engage can take a little bit longer. We’ve been able to speed up
projects by weeks which means bringing a project to market earlier which is huge from our
point of view. 

Having access to skills that we can’t justify hiring an employee for is another big benefit. No
matter how big your organization, you can’t have experts in every field. But you can access
expert freelancers. It’s amazing the types and variety of talent we can interact with. We’re
also able to experiment in ways we couldn’t before. 
Previously we would need to have a lot of certainty about an idea before developing
something new. Now we can move much faster with independent contractors – in some
cases faster than it would have been to just fill out the paperwork! When you can do this
repeatedly it’s a game-changer. We view freelancing as a win-win, so much of what we use
freelancers for is work that wouldn’t have been done otherwise. It’s removed barriers. 

Though it is true that Covid-19 accelerated the move to remove work for many companies, I
believe it was always a matter of when and not if this transition would be made on a larger
scale. We had already seen that the trend towards remote working practices had been
growing before the pandemic. The pandemic was a tremendous catalyst. 

Be remote. Be unsettled 
Jonathan Kalan, Co-Founder of Unsettled, a global community for
remote workers, TED speaker
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The future of remote work
The automation component of the future of work is worthy of a separate discussion, but
what we have seen here at Unsettled is an emerging need to maintain focus on the human
processes involved. In that regard, it’s not about the technology, but asking the following
questions and individual workers and teammates: Who are we, why are we working, what
inspires us, what motivates us and how do we feel connected and collaborative? It’s about
trying to maintain that spark of human connection when you pull people out of a workplace
into a remote setting. Doing that can be difficult as you don’t have those water cooler
conversations or serendipitous interactions anymore. 

Unsettled is currently in the process of producing a ‘Future of Work’ report. We asked over
forty experts from all over the world to tell us the one thing they think is missing in the
conversation around the future of remote work. The majority of responses cited issues
around people and culture with the fundamental question being ‘how do we stay connected
even when we are remote?’ It is clear that the future of remote work will require us to evolve
the work culture and practices we already have. We will also need to create some new ones
to help us communicate, collaborate and feel connected in a remote environment. 

Embracing the unknown
The Unsettled tagline is ‘Embrace the unknown’ and that is what we live by. Our philosophy
is all about leaning into being uncomfortable as a catalyst for radical growth. Because of
rapid technological advancements (and the pandemic) we are being forced to adapt to
change more rapidly than ever before. We are also facing more uncertainty than ever before.
Of course, there has been uncertainty in the past, but its pace and volume has been
accelerated now, and the greatest human muscle we can develop is to better adapt to that
uncertainty. We first need to try to understand what makes us adaptable and resilient and
then work to build on that.

Recent events have forced companies out of their comfort zones. Of course, that may have
been uncomfortable for them, but it was not impossible. Huge global companies like
Facebook are telling employees they don’t need to work from the office ever again. People
now have a choice. Ultimately, the future of remote working comes down to trust: if
companies can trust employees, many of the old systems of management can be
eliminated. A lot of established workplace practices are really meant to apply to an industrial
model of production that has become outdated in the creative economy. 

In this vein, it is important to think about how we are measuring output. When people are
given choice and flexibility, they can work better, be more creative, and be more inspired.
Some of us are at our best in the morning and others at night. I believe that the freedom to
shape the working day opens up a lot of untapped potential for those who have become
used to a very rigid system. 

What we are seeing more is companies operating a flexible policy with the option of
physically going into the office. Though it’s important to keep team cohesion, freedom and
choice can result in more positive, productive, and happy employees.

http://freelancebusiness.eu/
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Team Journeys
Here at Unsettled, we have recently launched Team Journeys, which essentially helps
companies and teams adapt to the remote way of working. We believe this to be critical, as
no employee is going to feel a strong connection to an organisation unless they are
interacting outside of the standard tasks and daily output. This initiative is about introducing
more interactive programs and activities to help companies, and the individuals who make
up those companies, be at their best. 

This new remote culture of work gives companies access to a global talent pool, with access
to freelancers and others they may not have had in the past. However, it is important that
they continue to make employees feel included. The real challenge is to make people feel
like they are contributing to the bigger picture and are part of the growth of a company. For
that reason, creating that sense of belonging is hugely important. 

A major redistribution of how and where people are working is already happening. We are
seeing more digital nomad visas and freelance visas. The changes we are seeing are already
having a big impact on employees. They are discovering that they can choose their own
community instead of having it decided for them. That they don’t necessarily have to
relocate to a major city paying high rent. This will have a big impact on companies, salaries,
and ultimately happiness. 

A word of advice
Despite recent events, residencies and virtual gatherings are still taking place and I would
encourage freelancers and entrepreneurs to check out what is available to them. I took part
in the TED residency programme back in 2016 which was a great experience. Surrounding
yourself with people from diverse backgrounds and with different experiences can be
incredibly beneficial to both personal and professional growth. You can’t predict the
outcome and that’s the beauty of it. 

The next normal is now
McKinsey carried out a report in September 2020 which found that digital work will increase
by 85%. Remote working will be normalized too. They anticipate a two-tier workforce:
permanent employees and a greater spread of freelancers and independent workers. So
there are some advantages for freelancers.
However, I believe there are also some reasons for concern. When a company has both
employees and external freelancers sometimes the employees have higher status. Also, a lot
of organizations talk about “agile working” which can really mean “disposable.” As a
freelancer, you have to take steps to have a safety net and insurance as we go into this new
era.

How freelancers get hired at corporations 
Dorothy Dalton, Executive Search, HR Consulting, Career Coach (CBC),
Founder 3Plus International, Top 10 Global HR Thought leader
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Key questions
i1. Who is responsible for hiring freelancers?
It can be HR, the Hiring Manager, or Procurement. None of these routes are ideal. HR focuses
on people with linear career paths, they don't understand project-based careers. Hiring
managers tend to use the same people repeatedly so it can be hard to access opportunities.
Procurement is the least equipped for hiring freelancers, you have to fill in vendor
application forms that don't always reflect your expertise well. How can you get on their
radar, appear in their sourcing channels, and get selected?

2. How do you connect?
You need to stand out, be relevant, and have high visibility. Optimize your LinkedIn profile
and website for keywords. Think about what work you want, what companies, and
geographic locations. Make sure that you're socially proofed with good references that are in
the public domain. Have a website with endorsements, LinkedIn recommendations, and
other relevant channels. 

Check the careers pages of the websites that you are targeting. You can set up alerts on
what companies are hiring and filter them for your target roles. Networking is really
important, a lot of freelancing opportunities happen through recommendations. Be an
active networker in the sector that you want to work in. Don't pitch to people you don't know
but make networking part of your everyday activities.

Every interaction with a company is part of the talent attraction process – post comments on
discussions, start discussions yourself. Most corporations have LinkedIn pages and Facebook
pages where you can raise your visibility. 

3. How do you match skills?
Promote yourself, develop your personal brand and make sure that you are highly visible.
Identify your transferable skills. Create a career development plan to upskill. Don’t get left
behind. 

Pitching – have a unique message: communicate it with clarity, consistency, and coherence.
Even if you're currently working on a project you have to allocate time for marketing. Keep
your message consistent so that you get known for one to four specialist skills. Make sure
you communicate to the right audience.

Check LinkedIn, freelance job sites, and remote job sites. Sometimes they are looking for full-
time people and sometimes not. Make sure you set up alerts.

4. Who is responsible for skills acquisition and development?

Is it you, or the organization? The organization used to be responsible for this. There is a shift
now where enterprises expect the freelancer to have all the skills they need. Now the
pressure is on the freelancer to be relevant and up to date. It can be expensive and you also
have to anticipate future needs. 

http://freelancebusiness.eu/
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Make sure that you are protected by a contract especially if you’re bringing any intellectual
property to a project. Some freelancers make concessions, pitch too low and give away too
much for free. Make sure your contracts are as watertight as they can be. 

Autonomy (manage their own time): 81% of respondents    
Freedom of choice (on assignments): 76%     
Choice of workplace: 73%     

In June 2020, Malt and BCG jointly conducted a survey of more than 2,324 respondents in
three countries (France, Germany, Spain) to better understand freelancing dynamics in
Europe. We wanted to know the following: who are the freelancers? Why do they choose to
work as freelancers? What can we learn from their ways of working in the new normal
shaped by the digital revolution and COVID-19? 
After Malt’s recent launch in Belgium, we can’t wait to involve our growing Belgian
community in the next study, and to compare their data to the existing ones!
 
Who are they?      
In Europe, freelancers are mainly male (65%), 40+-year-old highly educated individuals (>75%
have a 3-year higher-education degree). They live in major employment areas and switched
from employee to freelance status deliberately a few years ago (5 to 9 years, depending on
market maturity), after gathering their first experiences as employees (for ~95% of them).
Over 80% of respondents work in tech/data, communication/marketing and web/photo/
sound creation professions. 

Why are they freelancers? 
First, freelancing is not by default a choice made for lack of a better opportunity. In fact,
“choice” lies at the very center of their career. Freelancers value three main elements: 

This choice is a “no-way-back decision” as ~80% of them want to continue as freelancers
despite any crisis headwinds. 

What do they do differently?
Freelancers are thus generally former employees who have spun their ways of working. 66%
of freelancers practice agile ways of working and work remotely. Also, they dedicate 5+ hours
per week to individual training to remain highly skilled and to match market demand in a
fast-moving environment where skills can rapidly become obsolete. Freelancers stand at the
forefront of the new work order, where flexibility, adaptability, and focus on results are the
key differentiators. 

Why do they represent opportunities for companies?
At first sight, companies value the skills, flexibility, efficiency of the freelancer. But freelancers
can contribute more broadly to companies.

Portrait of the digital freelancers
Quentin Debavelaere, General Manager Northern
Europe, Malt

https://www.malt.be/create-profile?utm_source=partnership&utm_medium=onlinebook&utm_campaign=freelance_business_book&utm_content=article
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Indeed, freelancers not only bring technical skills to a team, they also inspire traditional
companies to try new organizational models: leveraging the advantages of agile methods
and progressively making offices a place to socialize. 66% of freelancers already use agile
methods in their work.

About Malt: 
Founded in 2013 by Vincent Huguet (CEO) and Hugo Lassiège (CTO), Malt is a European
marketplace where more than 300,000 freelance consultants put their skills and expertise at
the service of companies looking for external talents to accelerate their projects. It already
has more than 40,000 clients, including 36 CAC40 companies. With 300 employees (50%
women and men), Malt is present in France, Spain, Germany, Belgium and the Netherlands. 

Join the new work order on malt.be

http://freelancebusiness.eu/
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Freelancers in a blended corporate teams (Cindy De Blue) - 20 mins
Total Talent Acquisition and how freelancers fit in that sourcing
strategy (Ian de Swart) - 26 mins
Empower the hyper growth potential for your SaaS clients (Javier
Ramírez Lugo) - 27 mins
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WATCH MORE ABOUT HOW CLIENTS
WORK WITH FREELANCERS

Working with platforms

https://youtu.be/Pbor3kqA-Jk
https://youtu.be/gdFuA1m0nTE
https://youtu.be/sb5QfbQgJFQ
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Hello Fellow Freelancer, 

I hope you enjoyed this book and that it will help you throughout your
freelance journey!

Wherever you are, remember that you are not alone and that there are
many independent professionals like you around the world who have
started and are growing their freelance businesses. 

We believe in exchange of knowledge, because this is what stimulates
your, and our, growth, ideas and collaborations. We hope that the ideas
that you have learned from this book will help you to come up with
creative solutions, optimise your operations and help your customers. Try
putting some of this advice into action, see what happens, and perhaps
contribute your wisdom at a future Freelance Business event!

And if there is anything we missed, please let us know. You can always
connect with us on: 
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@freelancebxl

@freelancebusinesseu

@freelancebusinesseu 

@freelance-business-community

Interested in freelance news? Subscribe to our Freelance Business Digest. 

Yours truly, 
Elina Jutelyté
Freelancer and Founder of the Freelance Business 

https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
https://youtu.be/pLv8n-8EyOI
http://freelancebusiness.eu/
https://twitter.com/freelancebxl
https://www.facebook.com/freelancebusinesseu
https://twitter.com/freelancebxl
https://twitter.com/freelancebxl
https://twitter.com/freelancebxl
https://freelancebusiness.be/digest


LET YOUR FREELANCE
BUSINESS BE AWESOME

FREELANCEBUS INESS .EU

WITH SPECIAL THANKS TO

https://business4good.eu/
https://www.malt.be/create-profile?utm_source=partnership&utm_medium=onlinebook&utm_campaign=freelance_business_book&utm_content=article
freelancebusiness.eu



