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Although I'm in charge of my own business, there’s one important aspect I refuse to 
handle and that’s money. I'm believe in focusing on what I'm good at and at a very early 
age it was very clear that numbers were not my forte. Words on the other hand were 
wonderful. That’s why I eventually became a voice over professional. My brain is not 
exactly wired for running numbers but it does not mean that I don’t know how to put a 
price on my services. It might sound bigheaded but I know what I'm worth. You can’t 
start selling something if you have no clue what to charge and why.  
 
Secondly, I'm an excellent bargain shopper. I just built a brand new practically 
soundproof studio in my basement for less than two thousand dollars. A custom built 
booth would have cost me at least three times as much. I owe it in part to smart shopping. 
What I don’t do is keep the books. There’s nothing about it that excites me and my time 
is much better spent in the recording studio. However, every entrepreneur should know 
how much is coming in and how much is going out.  
 
You also need to have strategies in place to increase what’s coming in and decrease 
what’s going out. That’s straight from self-employment for dummies, isn’t it? Then why 
is it so hard to put these principles into practice? Why do so many freelancers fail within 
the first three years of opening their doors? Well here’s part of the answer. Too many self 
starters know a lot about their craft and not enough about business. They want to be 
everything to everyone and they want to do everything themselves. Not only is that the 
trademark of a control freak it’s probably the most inefficient and expensive way to run a 
startup or any type of enterprise for that matter. 
 
 First off, you can be everything to everyone. Secondly I think it’s arrogant to assume that 
you must do everything yourself because nobody does it better. Three months into your 
new endeavor you look into the mirror and barely recognize your own burnt out 
reflection, believe me I’ve been there. Then you realize that you know longer run the 
business. The business runs you. Four weeks later you know longer have a business.  
 
Here’s the good news, thank goodness. There is a simple solution. It’s called outsourcing, 
delegating, phoning a friend, or finding a partner. Now since you're a member of the 
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International Freelancers Academy and you're still listening to me. I know you're smart 
enough not to sabotage your own success.  
 
So here’s your assignment of the day. Ask yourself what is the number one thing that, 
one is an essential part of running my freelance business. Two, I'm not good at. Three, I 
hate to do. Four, takes up way to much time. Chances are that you don’t even have to 
write that down because you already know what I'm talking about. Am I right? Now 
here’s where things get interesting.  
 
Ask yourself two follow-up questions. How much more productive would I be if I would 
outsource this to an expert? How much more profitable would I be if I would outsource 
this work so I can focus on what I'm really good at? Of course, I’m not going to tell you 
what you have to do with these answers but there’s a reason why great musicians have 
great managers and great actors have great agents. And there’s a reason why I have a 
bookkeeper.  
 
There’s an added benefit to having someone else handle the money aspect of my 
business. I don’t have to be the one sending out the bills. And let’s face it who likes to get 
bills? I don’t have to be the one bothering my clients because they haven’t paid me yet. I 
can be the nice guy, the one who delivers superior service with a smile. So the next time a 
client calls me they don’t have to think about how many reminders they received before 
they finally paid the outstanding balance because I did not send those reminders. My 
bookkeeper did. That way I keep my relationship clean, professional, and positive.  


