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Ed Gandia: Hi, everyone, Ed Gandia here with International Freelancers Academy. 

And I wanted to talk to you today about a predicament I was in a couple of years ago. I 

was in a situation where I had really all the business that I wanted, that getting clients 

wasn’t really a problem. My situation was that I wanted to free up some time. I wanted to 

free up quite a bit of time. I wanted to launch a new blog. I wanted to write a book. And I 

wanted to spend more time with my family. But at the same time, I didn’t really want to 

sacrifice my income in order to do that. 

 

So I was trying to figure out. Okay, how do I free up that time but maintain the same 

level of income? I was willing to sacrifice some of it, but I didn’t want to take a huge hit. 

And I realized that getting more different clients wasn’t really the answer. What I really 

needed to do as I thought more and more about this was really hit more repeat business. I 

wanted to go deeper within each of my existing clients and see if I can do more work for 

them because as I thought more and more about this, I realized that if I could do more 

work for a handful of existing clients, I can spend less time trying to sell myself to 

prospects. 

 

I don’t have to be quoting out there all the time. I also get better at the work I do because 

I get to really learn more about their companies, the products they sell, the markets they 

go after. And I can get the work done much more efficiently while maintaining quality or 

even increasing quality. 
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I also would become more valuable to my clients because the more I would learn about 

their company—in my case I’m a marketing copywriter—so the more I understand about 

their marketing strategies, their prospects, and the material they’re writing about, then the 

more valuable I become as a team member. 

 

So what I ended up doing was one of those things. You know, we all have these big plans 

and these big ideas that look good on paper, but when you put them into practice don’t 

really work. This is one of those things that I actually ended up working. I’ve made the 

tough decision to cut back the number of clients to just three. I had about six clients at 

that time, six to seven clients, and I cut it back to three. And I went to them and I said, 

“Listen, I want to do more work for you.” And I did a number of other things, which I’m 

going to tell you about in a minute. 

 

And it’s worked out very, very well over the last couple of years. I’ve been able to free 

up quite a bit of time without really taking a huge hit to my income. And in fact, my 

income has pretty much stayed the same. It’s gotten a little bit lower. I’ve had to cut back 

on some of the work, but that’s fine. I’m willing to do that. I’m having more fun. It’s less 

stressful. And my clients are getting more out of me. They’re getting better quality. 

They’re getting more of my time and attention. 
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So what I want to talk to you about today are a few strategies on how you could do this. It 

doesn’t matter why you want to free up that time, if you want more free time or if you 

want more time to work on other side projects. These strategies that I’m going to share 

with you have really worked for me. And I think if you applied just a handful of them, 

they’re going to be very effective for you. So let’s go get to it. 

 

Okay. The first thing you’re going to need to do is to be selective. So don’t just take one 

every new prospect that knocks on your door. You’re not a retail store at the mercy of 

whatever traffic drives by. I understand that we all have to pay our bills. But as your 

business develops, why not start focusing on companies that are willing and enable to 

give you a steady stream of work. One of the questions that I ask all prospective clients 

is, is this a one-time need or are you looking to develop a long-term relationship with a 

freelancer? That really tells me a lot about my potential here for a longer term 

relationship. 

 

Number two. Deliver outstanding work—always. Now this sounds like a no-brainer. But 

I continually hear stories from clients about freelancers who delivered shoddy work or 

missed deadlines or both. And just because you’ve had a client for a while doesn’t mean 

you can slack off. You really have to earn your keep with every project. 
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So focus on always doing great work and always doing what you say you’re going to do. 

You’ll be miles ahead of the competition. It shouldn’t be that way, but you know, they 

say that 80% of it is showing up. I truly believe that at least actually 90% is showing up 

and doing what you say you’re going to do. 

 

Number three. Ask for more work. So after you have one or two projects under your belt 

with a new client, don’t be afraid to ask your contact what are the types of projects you 

can help him or her with. And one way I do this is I point out a couple of project ideas I 

can help them with based on what I know about the organization. Or I’ll send them a 

copy of my master fee schedule, which lists all the types of projects I work on along with 

an approximate fee range for each of them. In some cases, I’ll even go as far as to do a 

brief needs analysis or an opportunity analysis that identifies projects that I’d be able to 

help them with that could be beneficial to them. 

 

Four. Get introduced to other people in the company. So here again, once you’ve proven 

yourself with a couple of projects and if it’s a large enough organization, of course, ask 

your contact to introduce you to others in the company who might need your help and 

who could use your services. You’re already in the door. Now your job is to go deeper. I 

found that most freelancers severely underuse this strategy. And if some of your clients 

are mid-size or large organizations, you’re potentially leaving a ton of opportunity on the 

table if you don’t do this. 
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Number five. Get to know your contacts on a personal level. If you have local clients, 

take them out to lunch or coffee every few months. Get to know them personally, and if 

they’re not local, at least make an effort to establish a more meaningful relationship with 

them. 

 

Now don’t try to do this all at once. But once you’ve been working them for a few 

months, start asking them questions about their personal interests. Get to know them—

again, on a personal basis. And just make sure, when you do this, to be sincere and to be 

genuinely interested. Most people can sense an insincere attempt at trying to develop a 

relationship. So only do this if you really care about the person and if you really want to 

learn more about them. I treasure my client relationships, mainly because I enjoy getting 

to know people on a personal level. And I found that an honest effort here goes a long 

way to developing client loyalty and the kind of repeat business that I’m looking for. 

 

Number six. Thank your clients frequently. Yeah I was brought up on the old-fashioned 

thank you card. And I’m still a big believer on a thank you card. I believe that a sincere, 

handwritten card can go a long way to deepening your relationship with the client. Let 

them know how much you appreciate their business. And don’t wait until the holidays to 

do this. Say it frequently. 
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Also, send article clippings from time to time with a short personal note or a post-it note 

attached to them. Keep tabs on their accomplishment. Congratulate them when you come 

across information about their company, awards won, milestones they have achieved, et 

cetera. 

 

There are obviously many ways to create more flexibility in your business, to free up 

more time and to have more fun with the work you do. But I found that generating repeat 

business, specifically focusing more of my time and attention on a handful of key clients 

and going deeper within these client accounts has been one of the most important 

business boosting strategies I’ve implemented since going out on my own. 

 

So here’s what I’d urge you to do to make these ideas actionable. Again, regardless of 

what you need this free time for, whether it’s for other side projects or more free time to 

spend with your family or on other pursuits. Over the next two weeks, pick an existing 

client that’s big enough where you could grow your business with them and ask for more 

work. Don’t be afraid to ask your contact what are the types of projects you can help him 

or her with. 

 

Point out a couple of project ideas you can help them with based on what you know about 

them, or send them a copy of your master fee schedule or a list of services. Better yet, 

take a little bit of time to put together a brief needs analysis or opportunity analysis and 
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then create a one or two-page document with ideas on a few projects that they could 

launch that would positively impact their organization, their division, or their department 

that would, of course, involve you. 

 

Also get introduced to other people in the company. So make it a point to ask your main 

contact to introduce you to others in the company or in the organization who might need 

your help. 

 

Here’s another option to consider: suggest a retainer agreement. So if you’re already 

doing quite a bit of work with this client, suggest a retainer agreement that allows them to 

get a certain amount of your time every month, or a certain level of work or certain 

number of deliverables every month for a guaranteed flat fee, a monthly fee. In turn, you 

get a fixed fee every month you can count on, which helps stabilize your income—which 

is great for you—adds that stability and kind of locks you in with that client. 

 

I’ve had three retainer agreements over the last few years that have been extremely 

beneficial for both me and the client. And they only came about because I asked. So don’t 

be afraid to propose this idea to your client if you believe that this arrangement would 

benefit both parties. 
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Anyway, I hope I’ve been able to give you some food for thought here and some ideas 

you can put into action over the next couple of weeks. This has been Ed Gandia with 

International Freelancers Academy. Have an awesome day. 

 

[END OF TRANSCRIPT] 

 


