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Earn More in Less Time: 9 Powerful Strategies 
to Grow and Stabilize Your Freelance Income 

 
Ed:  Being a Freelancer or Solo Professional can be extremely fulfilling. I know many 
of you feel that way. You are a solo professional yourself. But one of the downsides of 
having a solo business is that you typically earn an income only when you are working. 
So if you want to take some time off to go on a vacation, work on a personal project, 
take care of a family member who is ill, that income machine stops.  
 
And this is why, when I first started to leave the corporate world, my initial plan was to 
actually launch a traditional business. And what I mean by a traditional business, let’s 
say a coffee shop, a packaging supply business, a clothing retail store. You are not the 
business. That is because your business generates profits even when you are not 
physically there. So while you may work long hours in the business you are still 
leveraging other people’s time to create value. Which means that as you grow your 
business you can increase your income over time without necessarily working more 
hours.  
 
Now, of course, these traditional businesses also have a number of headaches. And 
these are challenges that I really didn’t find very appealing. You have to deal with 
employees, employee problems, inventory, suppliers, rent and other headaches. So, 
when I decided to go ahead and launch a freelance business instead, I was happy that I 
went that route. I was happy that I now didn’t have to worry about the headaches that 
many of my entrepreneur friends have to contend with all the time.  
 
Now I also wanted to enjoy the profit building leverage of a traditional business. So 
that was still very attractive to me. I wasn’t willing to settle for just one or the other. I 
figured, you know what; I should be able to have both. Even as a freelancer. Pete felt 
the same way. And in fact the two of us have been able to work over the last few years 
to make this scenario a reality. And since then we have discovered several ways of 
having the best of both worlds. The leverage of the traditional business with the 
freedom, flexibility, and hassle free lifestyle of a freelancer.  
 
Over the last year we have also interviewed and studied other solo professionals who 
have done the same thing. And in this webinar what we are going to do is we are going 
to share our strategies and that of other solo professionals with you. Specifically we 
are going to share seven ways you can increase your income without necessarily 
raising your rates or getting new clients. And we are going to discuss each of these 
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strategies in some detail. We are going to provide you with examples of how others 
have implemented these. The results that they have achieved and even some ideas on 
how you can do the same.  
 
We are going to spend a little over a hour going over these strategies and then try to 
spend the last fifteen or twenty minutes answering your questions. So we are going to 
open up that, as Crystal said. 
 
Let’s get right to it. Pete. Let’s start with the strategy that most freelancers use when 
they are trying to create some leverage in their business. And that is to offer a more 
complete solution to their clients. Tell us what that is all about. 
 

Strategy #1: Offer a More Complete Solution 
 
 
Pete:  This is just like you said. This is by far the most popular method. And it is one 
that many freelancers use successfully. It basically involves bringing in a 
complimentary freelancer for a project that you are working on. So, the strategy here 
is to offer a more complete solution basically. 
 
Let’s just talk a little bit of an example.  
 
Say you are a writer, you are a copywriter and your client needs design works for the 
piece that you have written. So you bring your designer colleague, who is a fellow 
freelancer, into the deal. The designer will give you a quote. You put a mark-up on that 
quote. And then you act as the primary liaison or the project manager, for that project. 
And basically you bill the client directly for the full amount of the project and you pay 
the designer their fee. Now this can be very simple. I have done this many times and in 
the manner that I just explained.  
 
And here is what I say when I am asked to quote on the project by the client. So, again 
I am a freelance copywriter, if a client has hired me to write a case study. Though this 
can work with any kind of project quite frankly. Once we cover all the details, myself 
and the client, once we go through what I need to know in order the quote the project, 
here is what I say. I simply say, “I can also provide the design for you, would you like 
me to include an estimate for the design for this project as well?” And that is it. I don’t 
really sell it very hard per-se. That is just my style. I just try to make it very simple in 
my delivery. Make it very easy for the client to say, “Sure, that sounds great”. So, 
again, all I am really saying is, “I can also provide the design for you on this project. 
Would you like for me to include an estimate for the design as well?” 
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Now, if a client then comes back and has questions and says, “Well, how does that 
work exactly?’ That is when I will tell them a few of the details. “So, I got a couple 
great designers that I work with, fellow freelancers, fellow professionals, that I bring 
into projects when I need to. And we work well together. We have done this many 
times.” Now the beauty of this is that that client wants simplicity, right? So if they get 
two parts of the project done through one service provider, then you have saved them 
time. And not all clients will go for this of course. Some will have an in-house designer 
for this particular example. If they have an in-house designer or maybe they will have 
an agency in place, and that agency, or another freelancer, who regularly does their 
design work, they might not go ahead with this option. But if that is the case they will 
let you know. The point is, is to always ask.  
 
So, what does this look like in terms of profits or revenues? If a designer were to 
charge me say $700.00 or $800.00 to do a layout for a case study (which is basically a 
two page PDF professionally designed), then I would turn around and charge the client 
$1,000.00 or $1,200.00 for that. Somewhere in that neighborhood. Now if you are the 
designer, of course, you can bring in a copywriter, a photographer, a Wordpress 
developer, anyone who has got complimentary skills that you typically work with on a 
project. Whatever kind of freelancer you are, you know the other kinds of 
complimentary talents that are required in the normal scope of your typical projects. 
So, really think about who you know in each of those complimentary areas that you 
can start to approach about this type of arrangement.  
 
So, let’s take a look at some tips on how to make this work profitably. And what you 
want to do is really minimize the hassle factor. This is a great way to boost your 
income without necessarily a lot more, or in some cases, any more work.  
 
1. But the first key to making this very profitable is to limit this type of arrangement 

to clients and projects to where you know that the hassle factor will be low. So, if 
you have done a particular type of project many times and you are very 
comfortable with the different aspects of it, that is a good candidate for the type of 
work where you can bring in and manage other service providers with relative 
ease. 

 
2. So, on the same note there, you want is to stay away from projects that are very 

difficult to scope out. Or those projects, I’m sure you have all been involved in 
them from time to time, where you know the scope may change over time. Maybe 
you just have a gut feeling, or maybe you have clearly laid that out with the client 
that this particular project is going to evolve. If the scope is going to expand – you 
know when there is question marks going forward that you are comfortable with 
within your own scope of services that is one thing. But you don’t want to start 
bringing other freelancers in when things are yet to be defined or the scope could 
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change. And you don’t want to do this certainly if you are not familiar with the 
scope of the work that your counterpart would provide.  

 
So, your fellow freelancer – let me just give you an example of what I mean there. 
Let’s say you are a web developer, and the project that you are working on, it is 
clear, and the client is aware (and you are aware) that it is going to require some 
sort of copywriting as part of the new website that you are developing. But you 
yourself know nothing about what is involved in copywriting, let’s say. It is 
probably asking for trouble, certainly, to jump in and then try and manage the 
copywriting program. It doesn’t mean you can’t do it down the road. But a better 
approach would be to learn more about that area first, and then try this strategy 
out once you are more comfortable in that area.  

 
3. Also the person that you bring in also has to be someone who you know and trust. 

So this is not something that you try with anyone. You don’t want to particularly 
try this with someone who you don’t really know. Because you risk having things 
going south and losing a client. And possibly a lot of your own time and money if 
you have to end up repairing or resolving any of the shortcomings that your other 
partner brought in. So, it is important to have a good relationship with the person – 
a good trust factor- with the person who you are bringing in or partnering up with. 

 
4. Also, very important here is you need to be able to bring a freelancer in under your 

umbrella so to speak. That means, under your brand, as part of your scope of 
service delivery, and they also literally need to be under your pricing level. Because 
that is the only way you can mark-up his or her services. So this only works when 
you find another freelancer whose fee structure allows that, allows the mark-up. 
And if you are looking to partner for a freelancer who happens to be the most 
expensive person in town, or the most expensive person in his or her field, odds 
are you won’t be able to add your own charges on top of that. So, it is going to be 
difficult, if not prohibited, to make that work.  

 
 

So what you really want to do is strike up a relationship with someone who is happy 
with this type of arrangement. And I want to be very clear on that point. You are 
looking for a win/win situation for you and the freelancer who you are bringing in. So, 
you want to find a partner who is happy that you are literally bringing work to their 
doorstep with no sales effort required on their part at all. There is tremendous value to 
that, and a lot of freelancers highly value that. 
 
One designer that I work with in this regard is a work from home Mom, and her 
income is a second income in her household. So her goal for her freelance business is 
not to totally crush it financially and charge the highest fees in the industry. She works 
a limited number of hours each week by choice, so that she can stop working in mid-
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afternoon and go pick up her two young kids who are finishing up school every day. So 
this particular designer doesn’t have the time, and really doesn’t have the interest, in 
going out and generating leads. Anyone who has made a consistent and considerable 
effort to go out and generate leads and land new clients knows that that is a significant 
amount of work. It is something that you have to consistently plan for and spend 
several hours a week at. She just doesn’t want this. She wants a steady stream of 
work. That is her priority.  
 
So when someone like me brings business to her without any effort on her part, she is 
very glad of it. That is the type of relationship you want to be looking to strike up. 
Where both parties are happy. 
 
So, let’s move on from that strategy. Ed, I know you are a big proponent of a similar 
strategy to this first one. Let’s move on to strategy two, and you can tell up more 
about that one.  
 

Strategy #2: Offer “Offbeat” Complementary Services 
 
 
Ed: Sure. This is all about offering what I call off beat complimentary services, and 
this is one of my favorite ways to create true leverage.  The leverage that I was talking 
about a little earlier. Where you can earn a profit based on other people’s times and 
talents. I am really surprised that more freelancers don’t try to craft similar deals.  
 
Basically, this involves bringing in a resource and often a non-traditional freelancer 
(even a traditional company), to come in and help your client get the job done faster 
and without hassle. This is a little different from strategy number one in that you are 
bringing in services that aren’t necessarily directly tied to the project that you are 
delivering to the client. Let me give you a couple of examples.  
 
EXAMPLES 
 
I am going to give you an example from my business.  

 
So I write most of the lead generation in marketing, communications, materials for one 
of my clients. And this company doesn’t have the resources to follow up on all the 
leads to generate the results of my campaigns and other efforts that they have going 
out there. So, they asked me if I would be willing to bring in any freelance telephone 
sales person. Someone who would work on a contract basis to just follow up with 
these potential customers. People who call in, who email in, they might want more 
information on the company and their products.  
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 Now I had honestly never thought about this before. And my first reaction was to tell 

them that no, I couldn’t do that. I just didn’t know how to manage such an 
arrangement, or even how do you find such a person. I definitely didn’t want to do the 
calling myself. But I’m glad I slept on it. I decided to try it out because over the 
following two years I was able to first bring somebody in to help them to help them 
that did a great job, and I was able to add more than $2,000.00 in net profits to my 
main income every single month. And for a while I actually had two people doing it and 
my net profit was over $3,000.00 a month. I just have to spend a few hours a month, 
maybe four or five hours, kind of managing the project, and that was it. So, this was a 
really, really nice income boost, and it keeps everyone happy.  

 
 So, the client avoids having to hire a full time resource for something that they really 

don’t have a full time need for (or they can’t afford a full time resource for including 
benefits), I make a profit from the freelancers work. And in my case I actually had a 
quarterly and then an annual contract with this particular client. So, I knew that it was 
guaranteed. And then the freelancer gets steady work doing something he or she 
loves.  

 
 Now, I've done this several times with other kinds of off beat resources and it requires 

you to be creative, open minded and resourceful. But it can be very, very profitable. In 
cases where you can get a quarterly or an annual contract, such as my situation, it can 
add a predictable stream of income to your business.  

 
 Now another example I mentioned would be to bring in more of a traditional company 

that delivers a product or service and bring them in to you client. So, this would be – 
let’s say a printer and this is one example also from my business. I brought in a printer 
to do some projects, and a printer that is very cost effective and can turn things 
around very quickly. A local printer here in the Atlanta area where I live. Now they are 
also very good at creating, printing and producing Dimensional Mail pieces. Which are 
simply bulky packages. Instead of sending a letter out to try and get business, to try 
and generate leads, you would send a package with something. And it would be kind of 
clever and different but it really gets attention, because people don’t get packages 
every day in a business. So these people are very, very good at this. They even have an 
in-house designer that can do a lot of the design and creative work. So, I have been 
able to offer a couple of my good clients a turnkey solution that includes copy, design 
and printing and mark up the services, and the client only has to deal with me.  

 
 
 I manage the whole thing, I manage the project and it all goes smoothly. Now, let me 

give you a few tips on how to make this work, because this can get a little tricky. But if 
you do it right, again, it can be extremely profitable. In the previous example you really 
have to have a very good relationship with a client. I would only try this with clients 
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where I have been working with them awhile. I trust them, I know them, I know they 
pay their bills, I know they are financially sound and so forth.  

 
You also need to know your client’s business well. You need to know what areas they 
need help in. But maybe they don’t want to bring in a full time employee to fill it. So, 
you really have to keep your eyes and ears open because a lot of the opportunities 
that you will find are not opportunities that they are going to come to you for. They 
are not even going to think about you. I got lucky. My client thought of me. I don’t 
know how, but they did. But in most instances that is not going to happen. So, you 
really have to be on the lookout for the opportunity. 
 
And then go off beat. But not so far out in left field that you create a necessary risk, or 
you add very little value to the client. So, what do I mean by that? Well, notice that I 
brought in someone that was kind of complimentary to what I was offering. I brought 
in a telephone sales person. I also brought in someone who was an account manager, 
and they basically followed up with existing customers to make sure they were happy 
with the product. Now I wouldn’t have brought in – for example let’s say I was working 
doing some marketing work for a plumbing supplier, a supplier of plumbing products. 
I’m doing their marketing and see that they don’t have a warehouse manager and 
offer to bring in someone I know who is a warehouse manager and would be willing to 
do it on a part time basis. That is not something I would do. 
 
Now, I might refer my friend to them, but then they are on their own. I wouldn’t bring 
this person under my umbrella that has absolutely nothing to do with my business or 
the services that I provide. That is way too off beat. 
 
Now the person that you bring in also has to be someone you know and trust. Just like 
Pete mentioned with the previous strategy. That goes without saying. You have got to 
make sure you understand what kind of work they put out. Can they be trusted? Do 
they deliver on time? And so forth. It also helps to do a lot of networking. Because as 
you meet other freelancers you can then ask yourself, “How can this person help one 
or more of my clients?”  
 
And one thing that I try to do quarterly or so is, I try to review my Rolodex, my LinkedIn 
profiles, my LinkedIn contacts and I try to determine who here could help one of my 
clients do something. You know, overcome a challenge, fill an area of need. If you do 
that repeatedly two, three, four times a year when you see the opportunities you are 
going to make the connection. 
   
Also, you need to be able to bring in that freelancer under your umbrella so you can 
mark up his or her services. So, as I mentioned earlier you don’t necessarily want to 
come in and bring in that person and let the client hire them. Although, in some 
situations, that is probably the better thing-- the best thing to do. But you want to be 
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able to bring them in under your umbrella so you can profit from that. Now you are 
going to have to manage it and take some of the risks if the client doesn’t pay, but that 
is why you only want to do this with clients you trust.  
 
And finally there are some liability considerations depending on the type of work you 
do. So, if you work in a field where liability insurance is required or is helpful, you just 
have to make sure you understand your policies, coverage, and limitations. Because 
now you are bringing in other people under your umbrella and that could create some 
problems or some risks for you. But other than that this is a strategy that I think is 
severally underused. And it is probably the one that takes the most creativity. But it is 
also one of the ones that can have the biggest upside.  
 
Now, let’s talk about strategy number three. Which is: to sell information to clients. 
Tell us what that’s about and how you can make that work. 
 
Strategy #3: Sell Information to Clients 
 
 
Pete: Strategy three is to sell information to clients. Not all prospects who contact you 
will be able to afford your services. And if you have been freelancing for a while 
especially you know this.  
 
So, sometimes a prospect may be in need of your services, or be intrigued by your 
services, and might be willing to do some of the work themselves or at least get 
educated on how to do it. How it all works. So, to take advantage of this scenario 
create a series of manuals or e-books that walk clients step by step through the 
execution of a variety of projects. You are really in this capacity educating clients on 
the hows.  
 

 One of the first objections that come up when I talk about this (which I want to point 
out) is usually a freelancer might say, “Well I don’t want to teach people to do what I 
do because then they won’t need me”. But here is what is really happening. That is 
actually not true. The person who wants to hire you to do something for them, wants 
to engage you and pay you for your services, that is a different person than the person 
who say picked your website, and would love to hire you, but can’t yet, but, sees the 
value, sees you have a complete package for sale on how to do it yourself. Those are 
two different people. 

 
 Now if you don’t currently have a product like that on your website, then you have got 

nothing to sell to that second type of person. So this is a strategy to capture revenue 
from that group that you’re currently missing if you don’t have a product up there. 
Now you can do this in many different ways. You could write a very specific and tightly 



 
 
© International Freelancers Academy  
Not to be Shared or Distributed                                                                                         Page 10 of 
30 

focused e-book, and you can sell it for $19.00. Or you could package up a much 
broader collection of your expertise and create a do it yourself program and sell that 
for $200.00 or $400.00 or even more, depending on what the nature of what you do is. 
And I’m sure you have seen examples of other freelancers who do this right on their 
website.  

 
EXAMPLES 
 
I want to talk about a couple of examples here.  
 
1. The first on is Nedra Rezinas, she is a web designer and a consultant who exercises 

her expertise in e-commerce. She wrote an e-book titled ‘5 Steps to a Successful 
Online Store’ to help her grow that part of her business. To you that is a lead 
generation tool and a revenue stream. That addresses a big challenge for those 
people who are trying to sell products or information online. Part of her customer 
base, which don’t know how to get started. Information like picking a shopping 
cart, a merchant account, getting a gateway set up-- all of that stuff.  

  
You can check out your handout for a link to her page, but I will give it to you 
quickly. This is her e-book page, http://bluedeerdesigns.com/e-book/. And that is 
deer as in Bambi not as in Dear Crystal. So it is http://bluedeerdesigns.com/e-
book/. 

 
2. Now the next example – none of the examples of freelancers that we are using 

here wanted us to include their name and websites, so of course we are respectful 
of that. We can tell you about what they are doing though because they are great 
examples. Example number two here there is a Marketing Consultant who works 
exclusively in one industry, and he developed one of these higher priced products 
that I am talking about. A more comprehensive product, which he actually called a 
Marketing Tool Kit. And he priced it at $300.00, and originally the created this 
mainly as a credibility builder. That is definitely another benefit. So, when potential 
clients went to his website they see, oh he is the author of this comprehensive 
Marketing Tool Kit. It builds his brand. In fact, perhaps one of the most famous 
consultants out there, Allen Weiss, (I think his website is 
http://www.contrarianconsulting.com ) basically he is a proponent of creating 
products to build your brand. Products build brands. So that is great advice in and 
of itself.  

 
 Anyway this consultant, he only started selling a few copies a month and he says 

he is averaging $900.00 a month in sales. So, he only needs to sell three copies of 
that book each month to do that. So, an extra $900.00 a month, you know, I’m 

http://bluedeerdesigns.com/e-book/�
http://bluedeerdesigns.com/e-book/�
http://bluedeerdesigns.com/e-book/�
http://www.contrarianconsulting.com/�
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sure that can cover all or most of your car payments, depending on what kind of 
car you are driving. So, I’m sure you have seen the other examples of these 
products that freelancers have. It is a good idea now through this lens to go and 
look at them, go and look at how they are positioning themselves. And if you are 
seriously interested in doing this let’s look at some tips to help you get started so 
you can really move in this direction profitably. 

 Here are some tips to make it profitable. First of all ask yourself the question: 
What is your area of expertise? You do have one. You absolutely do. What is it? 
Get very clear on it. And following that: What are your methodologies, your 
strategies, formulas, your frameworks? What do you do, maybe even 
subconsciously? What processes do you follow that you have developed internally 
in your business to deliver your services in the most cost effective manner and to 
get results for your client? And can you teach these strategies, formulas, 
frameworks? Can you put these into an e-book, a booklet, a report, a video even?  

 
And by the way, it is getting easier and more cost effective to produce your own 
videos. I am a complete and total novice in terms of digital video. But now, after just a 
couple of attempts, I can quite easily film short little videos using a very inexpensive 
digital video camera which I picked up, I think it cost me about $130.00. It is a high 
definition Kodak digital camera. Very inexpensive editing software. I use Camtasia 
software, which you may have heard of. And again I think I paid $99.00 for that, for 
Camtasia for Mac. I’m on a Mac, and now I can create videos where I am in front of the 
camera talking and teaching. Or essentially put all my teaching material into a 
PowerPoint presentation, not unlike this one, and then narrate as I flip through the 
slides. And the software can be capturing that and creating a little quick time movie 
that anyone can play. So there is a product right there. 
 
The barriers to doing these things just aren’t there anymore like perhaps they used to 
be. So again, following down this list, can you teach your material in such a way that 
you make it easy for the reader, or the consumer, of this information to follow your 
instructions and produce similar results? So it is not just a knowledge dump here that 
you are getting into an e-book. But you are saying here are the steps. Here is what you 
should do in this order, etc. You really are teaching it. 
 
Can it be a front end? The answer to that nine times out of ten is yes. What I mean by 
front end is it builds your credibility and it is a front end entrance piece to someone 
who may, down the road, decide to hire you to do all of this stuff. Not everyone who 
buys a product is going to go through all the trouble of following your in-depth 
program. And they may hit a point where they say this person has completely 
convinced me of their expertise and I am just going to hire them to do that. Don’t 
discount the fact that that actually happens because it does. 
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Make it rich. What I am saying here in this bullet is, make the product that you are 
creating rich with value. So again not just an information dump. Include work sheets, 
checklists, resources, exercises for the readers to do. Things that really help them 
learn, not just read one long narrative e-book. 
  
On the note of pricing it, that allows you to price it higher. But also a good rule of 
thumb is to price it higher than you feel comfortable. Generally we tend to, you know, 
undervalue our skills. We generally say, “No one will pay $400.00 for this” only 
because perhaps you yourself might hesitate in paying $400.00 for this. But someone 
who is spending their business dollars might have no problem running this through at 
$400.00 as learning material for themselves.  
 
You also want to, of course, automate the sales delivery of this. And that is in terms of 
a shopping cart. The whole e-commerce engine  (the merchant account, the gateway) 
once you do that once there is almost value in just going through this process so that 
you can set up your own shopping cart and merchant account and that sort of thing. 
Because once you do those things once, they are set up forever. And the front-end 
work for all of that is done. So, you can continue to add more products at a very cost 
effective rate, and a very time efficient rate.  
 
Now the last point here, it does take time to do this. There is no getting around this. 
Especially your first one. But here is the thing, it takes you less time than the average 
person, because; realize that, if you are someone with expertise in a specific subject 
matter then you have more experience, more knowledge, more expertise than the 
average person. You’ve got the techniques, processes, framework all in place. Maybe 
they are in your head, maybe, some of them are on your hard drive. It is a matter of 
putting what you know about it all together. And the more you know the easier it is for 
you to actually create an info product about it.  
 
And so, let’s keep going here. Let’s move right into strategy number four. Ed, this is 
talking about training. Take it away and tell us more about the fourth strategy.  
 
Strategy #4: Offer Training Services to Your Existing 
Clients 
 
Ed: Sure. This is another one that I love. And this is where rather than buying a how 
to manual some clients would rather pay you, and in particular corporate clients, 
would rather pay you to come in and teach them your skills and your methods. Now I 
tell you putting together a training class can involve a lot of work. People tend to kid 
themselves when they attempt this. But here is the good news. These classes, once 
created, are repeatable. And it can be so profitable to train clients on skills for which 
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they are willing to pay good money, that it is worth considering at least. So let me give 
you one example because this is pretty self-explanatory. 
 

 Our colleague, Mike Stelzner, he is a recognized authority in writing and marketing 
white papers. He teaches a class to some of his corporate clients for which he charges 
$4,000.00. Now this class, to put it in perspective, is only four hours long. So, do the 
math, right. And get this, over the last few years he taught the class more than twelve 
times for just one client, a big company. And they brought him in several times to 
teach this class to new people, as a refresher for people who had taken it before, and 
so forth.  

 
 Now over the years I have also talked with many freelancers and consultants who will 

come in and teach a one-day workshop to their clients on how to do, or implement, or 
manage something related to what they do. It could be writing, design, software 
development, sales prospecting, project management. Whatever your profession, is 
you name it, it can be taught. And the neat thing is they develop these workshops and 
handouts once already for the first client that requested this, the first client that 
bought it, and have been able to deliver the class over and over again to many other 
clients at the same rate.  

 
 So it is pure profit at that point since there is no new training material going to the 

class. Sure you might refine it a little bit over time, but it is really the same core 
material. Now you are used to it. You can deliver it very efficiently. And you are going 
in there and it is pure profit. And, get this, if you create the workshop from an existing 
information product that you have created already from the last strategy that Pete just 
described, even better. You probably already have a lot of the worksheets. You have 
the material already. You are essentially repurposing that material from written format 
into a classroom format, and there is nothing wrong with that. People learn in 
different ways. And many clients they don’t want the manual. They don’t want written 
product, they don’t want the video. They want you to come in and teach them. They 
want hands-on training.  

 
 Now, how do you make this work? How do you make it profitable?  
 

Well, the first question you have to ask yourself: What strategies, formulas, 
frameworks, or processes have you developed internally in your own business to 
deliver your services? And, again, as Pete mentioned earlier, don’t worry that people 
are going to steal my ideas. They are not going to hire me now because now they are 
going to know how I do this. You know, I haven’t found that to be true. And I have 
talked to many other people who train their clients and they have agreed with me. It is 
one thing to train someone and it is another to get projects for which they don’t have 
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time for. And many times what they are going to need to learn that for are other 
things that you are not going to be involved with anyway. 

 
 Now other freelancers could buy your materials. That’s fine. But, you know what? They 

still have to implement them. So, don’t hold on too tightly to your information. Plus, 
you know what? You are making profit from it anyway. So it is not like you are 
completely giving it away.  

 
 Also, survey your clients. What material would they be interested in? What topics? Do 

they have a training budget? You know a lot of companies, people don’t realize, they 
have budgets set aside for training. So this is not like they have to scrape away pocket 
change to make this work.  

 
 Also, can you teach these strategies, or formulas, or frameworks and are you willing to 

sit down and pull that information out of your head. So, a lot of us we know how to do 
things intuitively. We have been doing it so long. But are you the type of person who 
can sit down and kind of mind map these ideas, and figure out what is the logical order 
here. What are the steps that I take? It is the equivalent of – I love to cook, right, so, 
there are some dishes that I just know how to cook them. I don’t need a recipe. I don’t 
need anything written down. I just know it. I know how to do it and my wife will 
sometimes ask me, “I want to be able to make that. Can you give me the recipe?” Well, 
I don’t have the recipe. But if she sat down next to me and before I poured the chicken 
stock into the pot, if she said, “Wait a minute. Before you do that let’s measure that”. 
She would be able to do that and we would be able to write it down.  

 
So, can you – are you the type of person who is willing to sit down and write this out 
and map out your process? And are you willing to put in that effort? And are you 
willing to do it in a way that people can understand it easily. 
 
Also, don’t do this if you are not willing to repeat these courses many times. You are 
not going to break even until you have delivered the course and the training material 
at least two or three times. You need to have a plan. Don’t just do it for one client. In 
fact if you have been asked by one client to do it and you want to accept, now you are 
obligated to go out there and market this thing. So, think in those terms. Don’t just 
think one time deal. 
 
Now, pricing. When it comes to pricing. Figure in training materials. Figure in your 
driving time. Also what are other training companies and other trainers charging for, 
let’s say, the same type of workshop? Let’s say it is a one-day workshop. What is the 
going rate for a one-day workshop? Research this. Your idea of what it should run is 
probably lower than what the client is used to paying. So, make sure before you quote 
you do your research. I can tell you from what I have seen – now I don’t do a lot of 
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this, but what I’ve seen is typically $1,000.00 to $4,000.00 a day is definitely well 
within the range (and depending on the industry and depending on your client, 
depending on the material) but those are very attractive numbers.  
 
Also, approach all current and previous clients, but maybe pilot it with a really good 
client first. Someone who is going to be a little bit more receptive to you doing it for 
the first time. It is going to be a little bit easier for you to do this with. You know them 
well, and you are not going to be as nervous doing it. Which leads me to the next 
point. If you are going to do this get comfortable speaking in public. So if this is outside 
of your comfort zone make sure to practice.  
 
And one thing I did – I can tell you this didn’t come naturally to me. I was horrible in 
front of people. In fact ten years ago a really good friend of mine asked me to be in his 
wedding party, I was his best man. I had to give a speech. I wrote it on – it only took 
two 3x5 index cards. It was very, very short. And even though it took one minute to 
deliver it I practiced it for days. And when I got up there I botched it, I butchered it. It 
was horrible. So, I decided at that point to join Toastmasters, and I did Toastmasters 
for about a year and a half. Let me tell you – wonderful organization. If you can find a 
local chapter join Toastmasters. It is really going to help you get the nerves out and 
sharpen your speaking skills.  
 
So that is training, or offering training services, to your client. Pete, let’s talk about his 
next one. Which is selling information to consumers. Which is different from strategy 
number three where we were talking about selling information to clients. So, tell us 
more about this particular strategy.  
 
Strategy #5: Sell Information to Consumers 
 
Pete: That’s right. So strategy number five is sell information to consumers. There are 
some similarities to strategy number three, but let’s go through it and you will see how 
it is different.  
 
Basically what this strategy involves is turning your specialized knowledge, again, into 
content you sell. But is can be related to your business in some way. Or even outside 
of your profession. So you are not selling necessarily to the exact people who would be 
buying your services. You are using that specialized knowledge and selling it to other 
interested consumers, individuals in this case.  

 
 So, do you have a hobby or a passion or a skill that is related to your profession that 

others would pay more to learn, or pay to learn more about? Or perhaps you have 
something that is even outside of your profession that is a purely passionate interest 
of yours. Or could you teach your strategies, your formulas, your frameworks, or 
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processes to other colleagues in your field. Other freelancers for example. Maybe 
those just getting started out, or would like to be as successful as you have managed 
to become, or would like to know some tips for along the way. Why not turning that 
into a blog or informational website, an e-book.  

 
Again, what we have talked about – an audio recording, a video – other information 
product. It is another nice way to turn what you already have an interest in and a 
specialized knowledge of, and what you already love, into a business that can over 
time provide you with a nice passive income stream. 

 
 I want to mention two examples here, and hopefully with these examples of real world 

freelancers who are doing this you will be able to see how this is different from 
strategy number three.  

 
EXAMPLES 
 
1. So, the first one is a great – just a wonderful lady by the name of Pam Magnuson. 

She is a copywriter. She is monetizing her professional knowledge in this way. She 
developed an incredible amount of knowledge and expertise on FDA regulations, 
regarding what you can say and you can’t say with respect to the nutraceutical and 
health product claims. She is a nutraceutical copywriter, freelancer. She has 
provided a comprehensive guide, which is over 150 pages, and it is for copywriters 
who are working in this market.  

 
Now of course there are a lot of these folks. And she sells it for around $200.00, I 
think it is priced at $199.00 or $197.00. The product is called “What Can You Say 
When You Can’t Say Anything – How To Avoid FDA Red Flag Claims And Sell Your 
Natural Products Legally”. So there is a demand for this information, and she is 
capitalizing on that. Again if you check your handouts, you can go and find the URL 
and check her product page out. I will just give it to you verbally here, it’s 
http://www.avoidfdaredflags.com/.  

 
So basically that is a good example of how she has taken information specifically 
related to what she does as a freelancer and she can sell this to other copywriters. I 
also know that some clients also buy that product as well. And by the way, Pam is –
geez I don’t want to offend her – but I know that she is – I don’t want to get her 
age wrong – but I know that when I saw her give a presentation I think she is 71 or 
74 years old or something, and she launched this in her 70s. She launched her 
freelance copywriting career in her 60s, and is doing exceptionally well. So Pam is a 
great example of someone who doesn’t let any potential barriers hold her back 
and just goes in these directions. So if you poke around on her site as well, you will 
find more information about Pam. 

http://www.avoidfdaredflags.com/�
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2. The next example is Andy Hayes, and he is a marketing consultant to small and 

mid-sized travel and tourism companies. Again, the URL is 
http://www.travelonlinepartners.com/ . And aside from that core consulting 
practice that he has, he has launched an online travel magazine. Check this out. It 
is really cool. It’s http://www.sharingtravelexperiences.com/. It’s for consumers. 
It’s for people like you and me. He provides visitors with articles about travel and 
handpicked adventures and he gets a commission from the travel company. So he’s 
made that arrangement. He has developed quite a following there. And he has got 
quality content on there, which is a big draw, and provides him with a nice 
supplemental income via some of the commissions that he earns and some 
targeted advertizing.  

 
And I don’t know if he is doing this as, what I’m going to suggest, as an add on but, 
again, once he has got the website there, he has gone in one direction. He’s got 
people going there and reading his materials. How easy would it be for him to put 
together a product or an e-book or something along those lines? He’s got the 
audience built in. So once you go in one direction and decide to try one of these 
things out, it is easier to add on multiple different ways to add income streams. 

 
Again, if you are seriously interested in this let’s look at ways to make it more 
profitable so you can start off in the right direction.  
 

• You want to find a well defined market.  
 

• You want to make sure that there are others addressing this market already.  
 

• Prove to yourself that it is a viable market to be creating information parts for. 
A tip along those lines is to look for topics with a high level of emotion around. 
High level of interest and emotion around the subject is a big plus. So topics 
like increasing your income, having more time off, stress reduction, exotic 
travel, that sort of thing. They tend to have high emotion attached to that 
which, of course, is a big plus if you are in the marketing arena for those types 
of products.  

 
• Make sure that the market has a pressing need or a challenge. So, find a market 

that is willing to pay for the information, products, the services that you want 
to provide, or at least have the money to spend on related products that you 
advertize. And I want to point something out. There is a great quote from a 
copywriter, Gary Halbert. Actually he has passed away, but his was a legendary 
copywriter. And his quote was (I’m paraphrasing this) if you’re running a 
restaurant, if you’re opening a restaurant, what is the one thing you need? And 

http://www.travelonlinepartners.com/�
http://www.sharingtravelexperiences.com/�
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if you were to say that to someone, nine people out of ten would say, “Oh you 
need a good location”. But that is actually not the number one thing you need. 
The number one thing you need to be successful is a hungry crowd. If you don’t 
have a hungry crowd of people, then you are in the wrong business. Your 
restaurant business is not going to do well. 

 
That is a great analogy for the information products business. Unless there is a hunger 
for that information it is not going to sell well. So use that, use that advice as you are 
thinking the market that you might be selling to.  
 
Ed, I know that you had some learning on this in terms of – I think it would be valuable 
in terms of a product that you created purely out of passion. It didn’t have anything to 
do with your copywriting business. Do you want to tell us a little bit about that, Ed, and 
the learning your have gained from that? 
 
Ed: Sure. So I created a – I have a passion – the passion for wine. And one of the 
things that I am known for among my friends is, I know how to spot great wine values. 
So, wines that deliver tremendous quality for a very low price. And I had a lot of 
people over years asking me, “Hey, I’m throwing a party. I need to buy a lot of wine. I 
don’t want to spend a lot but I also want to serve good wine to my guests. What 
should I buy?” And I got tired of offering advice. I figured there is probably a need 
here. Let me create an e-book that has all the wines that consistently deliver that kind 
of value year after year. I make it very, very easy for people to shop. They just know 
which brands are reliable, and cost $10.00 or less. So I created this great e-book. It’s 
got, I believe, 147 different wines, and I thought it was going to do extremely well. 
 

 Well, it does okay. It pays really for my monthly wine habit. But what I found is, I am 
not converting and I haven’t been converting a lot of people, because a lot of the 
people who go to the site are looking for free wine advice. And so, I’m targeting the 
wrong market with my copy, with the title, with the message. And I am still kind of 
figuring out how can I reposition that. But it is a perfect example of a passion that I 
thought that just because I am passionate about it (some of my friends call me all the 
time) would materialize into a business, and that is not necessarily the case.  

 
 So there has to be a market that is willing to pay for the information and willing to pay 

for what you offer.  
 

Pete: That is a great example, Ed. To summarize and I think the next two points lead 
into that; it is something that you are passionate about. That is going to help you to 
keep going. Create the product, tweak it, make it what it needs to be. But at the same 
time not to be 100% blinded by your passion. So, Ed is looking at this very analytically. 
He could just keep charging ahead and doing the same thing and not changing 
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anything about this, about this wine value book. But he is being objective about it. He 
is looking at it and saying conversion is not where I want it to be. What do I need to do 
to change it about that? So, he is not 100% blinded by his passion. Those are great 
pieces of advice.  
 

 Last couple of bullets here.  
 

• You want to leverage your skills. So how can you leverage your current freelance 
skills? Are you a writer, or a designer, or a photographer? Are you an expert on 
SEO? Are you a web developer? What can you do really, really well yourself to help 
get this product up and running and do a lot of the work involved in getting this 
income stream built?  
 

• And then the last point, the flip side of that, what are you not good at that you can 
barter your services for? So if you want to find ways to keep this a low cost 
undertaking then how can you barter your services with other freelancers? Maybe 
you can do some – if you are a writer maybe you can do some writing for someone 
and they can do the graphic design for your landing page for your website. They can 
create your logo, create your e-book cover, make a nice PDF out of it, that sort of 
thing.  

 
 

 Ed, let’s move on here. I think the next strategy is number six. It’s involving starting a 
side business. And let’s talk about that so we can talk a little bit more about passion, 
but also about needs that are not being met in the marketplace.  

 
Strategy #6: Start a Side Business Based on a Personal 
Passion or On an Urgent Need Not Being Met 

 
Ed: Sure. So we have been talking about how you can sell information to the clients 
or to consumers. Well, this is a little different.  
 
This is creating another side business that could potentially even involve physical 
products. It could be out of a passion, it could be out of some need that you have 
discovered that is not being met, and it is really a secondary income stream.  
 
The idea here is to diversify your income, add a little bit more stability to your income 
stream, and help you develop different skills that can sometimes even evolve into your 
main line of work. Now, here is another area where many people underestimate the 
work involved and overestimate how quickly this sideline can turn profitable. You 
really have to put in a lot of time up front to make the strategy work. But there is a 
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promise, of course, of a future steady income stream. So this is only viable for people 
who are willing, and are able, to put in that time up front to really create and build this 
business to a point where it now kind of runs itself, or doesn’t require quite the 
maintenance it did at the beginning.  
 
EXAMPLES 
 
1. Let me give you a couple of really good examples, and one of them is Tom Nesson. 

Tom is a friend of mine here in the Atlanta area, and he is a software consultant in 
the warehouse management systems software industry. And what I love about 
Tom’s story is the diversity he has created in his professional life. So, his consulting 
work is still his main source of income. However, he has created three sidelines in 
different industries that are growing and provide him with a secondary income 
stream. Let me tell you about just two of them. 

 
 The first one is his real estate venture. A few years ago, he partnered with a friend 

of his to buy homes in growing urban areas of Atlanta. He and his partner would 
just buy these homes, they would fix them up and then flip them for a profit or 
rent them out. And they did very well until, of course, the real estate market 
tanked. Now the good thing is Tom tells me (and I talked to him recently) that his 
business is really coming back in this area. He is now focused on buying bank 
owned properties that are really deep discount, and they are working on some 
deals right now that could see a lot of potential here over the next couple of years. 
So, that has taken off again for him. It is going to take a little bit longer. While the 
going was good it was very, very good for him. And it didn’t take a lot of time. 

  
Another business Tom has created – now this one has taken a little bit more time 
– is called http://www.boomboompercussion.com/ . And again that URL is in the 
handout so you can refer to later. And this is a business where he sells both new 
and used musical instruments online. Tom didn’t particularly have a passion for 
musical instruments, but he has always been intrigued the way goods are sourced. 
The way they are distributed, the way they are sold. And because his main line of 
work takes him to all these warehouses all over the country (again he is a software 
consultant for software that runs warehouses) he sometimes sees opportunities in 
these businesses that no one else seems to be addressing. 

  
And this musical instrument business is one example of that. So, he realized that 
many of these instrument manufacturers and distributors weren’t really taking 
advantage of the online channel. You have seen E-bay grow and people making 
really good money through that channel, Amazon .com, and other online 
channels. And he saw these as huge opportunities to connect buyers and sellers. 

http://www.boomboompercussion.com/�
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So, what he decided to do was to partner with somebody who already had existing 
relationships. He went up to someone he was introduced to, who is a professional 
touring musician, and she had existing dealer relationships with established 
manufacturers, and they jointly created boomboompercussion.com.  
 
And the beauty of that is that they hold absolutely no inventory. So all the stock, 
all the product, is drop shipped directly to the consumer by the manufacturer of 
the seller, and Tom and his partner strictly broker the deal and they collect a 
profit, a percentage of the profits created there. So, it is a really good business and 
he is now turning that into yet another business where he is connecting buyers 
and sellers, but more locally with music stores. Local music stores who are trying 
to go online and show local customers what they have in stock. So, that is a third 
income stream for him. 

 
2. The other example is Nick Usborn. Nick is a copywriter, a marketing- he is 

everything. He is a consultant, and a few years ago he developed and created this 
website called Coffee Detective.com, and it was based on a passion. So where 
Tom’s wasn’t necessarily a passion about musical instruments, it was merely a 
need he saw in an industry and he just knew a lot about the back end of the 
business and how to make it work, Nick had a passion for coffee. Now he claims he 
is not the ultimate expert on coffee, but he has got enough of a passion where he 
thought, ‘You know, I can create a website and write some great editorial content 
and create my own product reviews, ask other people to provide product reviews 
of coffees, coffee making equipment and so forth, and monetized that somehow.” 
 
So, his strategy is all about creating these money making websites, as he calls 
them, based around something that you are passionate about. And it is all based 
mainly on content. If you have great relevant content that people want to read and 
you know a little bit about search engine optimization (not a lot) but if you know 
just enough you can create a place where people are going to go and find 
information on that topic. While they are there, he has got a multi tiered strategy 
to monetize the website. It includes Google Ads, includes affiliate links, includes 
direct assailants and products. He has really gotten creative and he has developed 
this whole process about how to turn that passion into a money making website.  

 
Now, I can tell you he has got a book out. It’s on Amazon if you are interested. I don’t 
think this is in your hand out, but the book is called New Path to Riches – How Your 
Neighbors Are Making A Big Second Income By Writing and Publishing Their Own 
Money Making Website. It is a great little book. It won’t take you long to read. Nick 
doesn’t even know I am talking about it. I just really believe that for a lot of people this 
is a viable way to create a secondary income.  
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Now, how do we make this work profitably?  
 
Well, this is all about first asking yourself some tough questions and being very, very 
honest with the answers.  
 

• So is there a market for this? Again, as I mentioned in my example earlier, you 
might have a passion (in my case for wine) but are people really willing to pay 
for this information, for these products? Is there a real need you can meet 
here? The second thing is how can I be different? There are a lot of people 
probably offering what you are looking to offer, but what unique twist can you 
give it that would really make it stand out. And then thirdly, do I know the 
business already? And this is critically important.  

 
Tom didn’t do that, but notice that Tom didn’t know musical instruments, but 
he went to someone who knew the business and partnered with her. So do you 
know the business already, or do you know someone who would be willing to 
partner with you, and you each can bring different skills and experience to the 
table.  

 
• Also, don’t just automatically assume that your level of passion, here again, will 

automatically translate into equally handsome profit. This is a mistake a lot of 
people make. I can tell you one great way to find out if this is going to be 
something that people are going to be willing to pay for. Look to see if others 
are offering similar products and services. That is a good thing. If you see a lot 
of people offering similar products that means there is a market for this. 

 
• So you want to make sure that people are buying this stuff, that others or 

businesses are offering these products and that there seems to be some 
activity around it. One last piece of advice. It actually came from Tom in that 
conversation we had recently. He said to really pay attention, keep your eyes 
and ears open. There are opportunities everywhere. And there are problems 
everywhere that need to be solved. And when you find one ask yourself how 
could you help others solve that problem based on your skills, your experience, 
your talents, your aptitudes? He also suggested that you trust your instincts 
and nudges, because most people don’t.  

 
So in his example, as I mentioned, he didn’t really know that business, but he 
knew there was a need, and he just felt compelled to pursue it. And he didn’t 
worry too much about how he was going to make it work. He just moved 
forward and started researching it and eventually the right partner turned up. 
So, don’t give up on it too easily, but realize that there is going to be a lot of 
work. Especially up front.  
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Which leads us to strategy seven, Pete. Which is to create a separate consulting fee for 
services you may currently be throwing in. This is definitely different from what we 
have been talking about in the last two or three strategies. Why don’t you tell us a 
little bit about that?  
 

Strategy #7: Charge a Separate Consulting Fee for Services 
You May Be Currently Throwing In 

 
 
Pete: This is my favorite strategy. Strategy number seven: Charging a separate 
consulting fee for services you may already be offering. Value added work, work that is 
of true value. 
 
 So what is involved here is to look at what you already offer for free to some clients, 
and identify those higher value services that you are giving away that you could begin 
to charge your other clients for. I want to give you – I’ve got some great examples to 
share here. I’ll tell you about how I have done this, and I will also mention how Ed has 
done this. But I want to mention some other examples as well, because I think they are 
just really creative.  
 
EXAMPLES: 
 
1. So, Steve Slaunwhite, who you may know, you probably know, he is our co-author 

on the book The Wealthy Freelancer. He shared with me two great examples of 
freelancers who understand this strategy, and I would like to share those with you. 
First is a graphic designer who charges a quality assurance fee to attend press runs 
and just check and make sure everything is correct. Isn’t that – I had never heard of 
that before. What a great and creative way to monetize something that you may 
have already done in the past for a different client but never charged for that. A 
quality assurance fee. I think that is great and it certainly high value. 
 

2. Another example is an independent corporate trainer who is a colleague of Steve’s. 
He used to provide training binders to participants for free and now he simply 
charges clients a per-person charge for these materials. So, again another example 
of a way to put a high value – physical binders – that he can now charge for. And it 
was really frankly, just a matter of deciding to do that.  

 The next examples are a little bit closer to home. There is an example of what Ed does. 
This is great and if we have time I will get Ed to explain how he pitches this. On new 
websites and major websites overhaul. 
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3. So again Ed is a freelance copywriter, he now charges a separate fee of $500.00 to 

$1000.00 for helping a client determine the structure of the site and the site map. 
Something he used to throw in and do as part of his web copywriting. And no 
problem for Ed getting that fee now.  
 

4. And here is what I do. This is a survey. I offer clients a survey that will add value to 
the project, and I include a bunch of high value services, again that I was typically 
throwing in for free before, and I will explain this in detail because, I really want to 
show you how I pitched this. It is very, very important. Let’s just go to the next slide 
though, because it sets up how to position this sort of service in a profitable 
manner.  

 
You want to package the service in such a way that you really sell the value. And in 
fact I’m going to ask Ed to go to the slide that says Pete’s Survey Example, and I 
want to walk through that example here because this is how I pitched the survey.  
 
Basically, this is what happened. A marketing director called me and wanted me to 
create some new positioning messaging for them, so they could use on their 
website and sales brochures and that sort of thing. What I said was, “Look the sales 
person in your organization have knowledge of what is going on in the market at 
the customer level, and no doubt they’ll also have their own ideas as to some of 
the marketing tools that they are ultimately going to want to see to do their job 
better. If we – why don’t we survey them – just do a quick survey with your sales 
force. We will ask them – we will give them a chance to provide their input, and 
that will do a lot of things to really enhance this project. It will demonstrate to the 
sales force that the marketing department (which is you – the person on the phone 
calling me – the marketing director) demonstrates that you care about them and 
that you actually do want to support them”.  

 
“And number two, it is going to help us –me as the writer and you as the marketing 
director- create better marketing materials. And materials that ultimately have a 
greater chance of actually being used out there because the sales people will feel 
legitimately like they had some input in choosing them and contributing to what 
they are. And third if you let me, as the writer, do this – let me as an outside party 
operate this survey, then your sales people, who know you and see you in the 
office every week, they are more likely to participate and speak candidly when a 
third party is operating a survey. So we are going to get better quality answers 
because they won’t feel intimidated or like they need to hide anything to the same 
degree”.  
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And so I said, “What that would involve is, I will create a list of questions, I’ll build a 
survey. I’ll run it all on line. You don’t have to do anything as the marketing 
director. All you need to do is direct the link when the survey is built to your sales 
people. They can go on and take it, and it will be quick. And I will assemble the 
responses and come back to you with a report”. And that is how I pitched it. He 
loved this idea. And the conversation took off from there and we worked out the 
details.  
 
And here is ultimately, if you are looking at this slide now, this is how I articulated 
that pitch in my estimate. So in my quote, we have already had the discussion, he’s 
on board, this is what I said within the quote. So this is the quote for providing the 
survey. And it says in quotes (by the way this was $800.00 I charged for this) 
“provision of a strategic brief questionnaire document to be completed by the 
marketing director.” That was number one. And by the way that is something I 
would have done anyways, is provide my client with a questionnaire that they need 
to fill out. I do that anyway.  
 
Number two: Provision of a marketing survey to facilitate the capture of input 
from six sales representatives. Now I did have to create that. That was something 
new I had to create, and I’ll tell you how I quickly and easily did that.  
 
Number three: Review of your existing sweep of marketing collateral materials. 
Again, if you are a copywriter you know you need to do that anyway. I’m just 
packaging this in such a way that I am demonstrating the value and I can charge for 
it.  

 
Number four: This is my favorite. Preparations of an options and 
recommendations brief document for consideration by the marketing director 
based on the findings above. What that means is, I am going to look at the 
questionnaire in number one that you answer as the marketing director. I am going 
to look at the results of the sales force survey (number two), and I am going to 
consider my review of your existing sweep of marketing material (which was 
number three), and then I am going to prepare my recommendation.  

 
My recommendations are for specific projects that I think the company should go 
ahead with that I would ultimately write. So in number four I am essentially writing 
a proposal. Another proposal. Now it is structured in such a way that it has to talk 
logically and draw logical conclusions and recommendations that are strategic in 
nature from all of those prior three items. But the fact is I am presenting it as an 
options and recommendations brief, and charging for it.  
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So, one, two and arguably four, are items that I would have done regardless. I am just 
now allowed to charge $800.00 for it. This was – when was this – this particular 
example was at the time I did it three years ago. So I probably would have charged 
more than $800.00 now, but that is just an example. This was the first time I did this 
was two years ago, so maybe I was a little gun-shy at the time. But look at number 
three. Sorry, look at number two. Let me clarify. Number two was new work. Okay? I 
need to let you know number two was new work. But all that involved was using an 
online tool called surveymonkey.com.  
 
I can go in there, essentially write up a list of questions. I think I wrote eight questions, 
eight survey questions. It generates a link for you where people can go and take it. I 
took that link and emailed it to the marketing director, and he sent it to their sales 
people. Now this was three years ago. I honestly don’t remember how much time that 
took. I would be shocked if it took me more than an hour to write out eight questions 
and create that survey. Then what it did was it collected all the info and it created 
charts and tables and a list of all the answers. It is software that creates all this for you. 
I simply grabbed it and stuck it into that brief that I created in number four.  
 
Now, this is high value information that I provide to the client here. So, you may be 
thinking okay. I need to look at my – let’s move to the next slide here and I can keep 
going with this. You may think – okay, so the teaching here is, Pete, saying that I need 
to look at what I am doing and kind of make up new ways of positioning what I do. 
Absolutely not. I want to clarify that that is not what I am saying. I’m saying identify 
those areas where you are delivering valuable services. So step outside of your day to 
day mindset and really look at what you do objectively. Saying where is the value that I 
deliver, and begin to charge clients for that value. You have to position it right. You just 
saw how I positioned it in that survey work, but that is critically important.  
 
And just to prove that this is value – this particular example – the reason that I 
selected this is it came from a copywriter client who I engaged three years ago. This 
client is still a client of mine. He has since moved on to his second company, no third 
company, since we have worked together and I am on a monthly retainer with this 
client. And none of that would have happened if the very first thing I provided wasn’t 
high value. I point that out to legitimize that you need to position this in such a way 
that it truthfully highlights the high value that you can deliver.  
 
A couple other tips here because we have got to move on. We actually have a bonus 
strategy. So I want to run through the last few tips here.  
Be willing to try this. Okay? Be willing to try it, and keep offering this when it makes 
sense. You might feel like, “Oh, I could never do this, no one would pay for this”. Just 
try it with new clients that call you if you are not comfortable trying with current 
clients. Or look at your client base and for clients who you have delivered these 
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services for, pitch them to other clients who might not be familiar with the scope of 
services that you do. Okay?  
 
And try it and keep offering it and make it official in your own mind. Make it official. 
Decide that this is what you want to do. Include it on the services on your website and 
get in the habit of putting a price to this and charging for it. 
 
Ed, we have an extra bonus item and then we want to run off and do some questions 
with people on the line. So, let’s talk about strategy number eight.  
 

Strategy #8: Outsource Some of Your Non-Core Tasks 
 

Ed: Absolutely. We are going to run through this one quickly but it is still doesn’t mean it is 
any less important than these other ones. It is basically to outsource some of your non-
core tasks. Both in your business and in your personal life.  

 
This is really about taking a closer look at what you do, and taking a closer look at your 
project and de-coupling them. Breaking them down into steps and figuring out what 
steps to create this deliverable do I absolutely need to do. Because this is where you 
really add value, and which other ones can I outsource to someone who can do it 
faster, better, or cheaper, or all those three.  
 

 Again, you have got to be very careful on one hand because this is something that 
could really take up a lot of time and could actually add no value. So, some things, 
some of your tasks and your projects are things, again, that someone can do much 
better for a lot less without sacrificing quality, performance and continuity. That is 
what you are really looking for. And it might be out of eight specific tasks to complete 
a project it might only be one or two. 

 
EXAMPLES: 
 
Let me give you a couple examples just so you see this in action. For my writing 
projects they’re typically eight to ten tasks that need to be completed, sometimes less. 
But I have identified a couple of areas that I definitely want to outsource, because 
someone could do it better, cheaper or faster. Proofreading is one of them. Research 
in some instances can pay off to outsourcing, or some of my research for some 
projects. And then more general business, bookkeeping and accounting and 
administrative tasks. So, I have outsourced all those things to four different people.  
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 What it essentially allows me to do is to still deliver quality work, but increase my 
effective hourly rate. I don’t quote projects by the hour, but if I can take something 
that normally takes me two hours, pay someone who only can do it in half an hour and 
for a much lower rate than what I typically charge, then I can now either get more 
work done (because now I have more time, or I can move on to other things that I 
would rather be doing). So, that is one example in my business.  

 
 Another example from an SEO consultant that Pete and I know, she outsources her 

keyword research to someone who can do it just as well. So, here we go again. She 
probably has four or five things that she has to do on every project. She identified 
keyword research as something that certain people could do it just as well, and at a 
fraction of her internal rate. Pete, you have another example where you outsource 
transcription services. Can you tell us real quick about that? 

 
Pete:   When I was doing case studies for a particular client I would spend time – I 
would interview a client, I would record the conversation, typically about an hour, and 
then when I went to write the case study I would listen to the recording and make my 
notes as I went. So that involved a lot of starting and stopping and thinking and 
strategy and all that. So it was three hours to get through a one hour phone 
conversation. And then finally the light went on and I decided to set up a transcription 
service to this where I lined up a transcription provider – a local lady but you can do 
this with anyone online now – and the deal was I would send her the audio file, she 
would transcribe it in the evening or the next morning and I would get it the next day. 
So, I took my time there from three hours to zero. She would give me a sheet with the 
full transcription on there.  
 
And saving three hours on a project, on that particular project, my hourly rate 
effectively was anywhere from $150.00 to $200.00. That is a savings of $450.00 to 
$600.00. I think I paid her $100.00 when she did this. So, that was $350.00 or $500.00 
net savings for me in that example. And it allowed me huge capacity, because this 
particular client would come to me shortly after that and said, “Okay, Pete, we have 
got eight case studies and we need to do them within this amount of time frame. Can 
you do it?” Because I had set this up I said yes. And if you multiply $500.00 savings by 
eight case studies, you can see how this was a lucrative way for me to save time.  
 
Ed: That is a great example. I actually use the same strategy with a transcriptionist. 
And it has been huge for me in terms of being able to outsource something that I don’t 
like, and I don’t do well.  
I also want to throw in your personal life, because this is worth considering. I have 
decided to outsource lawn service, house cleaning, handy man services, and here is 
why. I am not good at those things or I just dislike them. And I’ve been able to pay 
someone who can do it a lot faster, better and cheaper so that I could have a little 
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more capacity in my business. But more importantly so I have more time on the 
weekends and the evenings to do things that I want to do. To spend more time with 
my family and do more fun things.  
 

 So, don’t just think about your business. Think about tasks outside of work that you 
can outsource to someone, tasks that you don’t like. And by the way, when my son is a 
little older he is going to be taking on some of those chores. So, I am not a believer of 
outsourcing to other people, I am a believer of outsourcing to family as well.  

 
 But let’s talk about how you make this profitable. We have talked about many of 

these already. Break your projects into sequential tasks. That way you can identify 
areas that you can outsource. Identify those that are core to you, to your business area 
where it is going to require unique talents and expertise. Carefully analyze the rest and 
figure out who do I know, who can I get, who can do this faster, better and cheaper. 
Ask colleagues for a recommendation. So, start there because you want to go to 
people who are trusted, who you know are going to do a good job. 

 
 And start small. Don’t go crazy with this. Start with – in my case I started with 

proofreading. And then I tried a transcriptionist, and I wasn’t too sure at first. But once 
I saw how it could work and how well it worked then I expanded it.  

 

Summary & Review 
 
So, that concludes the main section of the webinar. Pete, why don’t we do a quick 
recap and then we will open it up for questions.  

 
Pete:   
 Strategy one: Offer a more complete solution. 

 
 Strategy two: That is a great example of offering off beat complimentary 

services. 
 

 Strategy three: Is to sell information to your clients.  
 

 Strategy four: Is to offer training services to your existing clients.  
 

 
 Strategy five: Sell information to consumers. Similar to number three, but 

some marked differences there. 
 

 Strategy six: Start a side business based on a passion or an unmet need.  
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 Strategy seven: Which happens to be my favorite, charge a separate consulting 

fee for value added work. 
 

 Strategy eight: Which we just went through, outsource your non-core tasks 
both business and personal.  
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