
How to Find Clients 
as a Freelancer

End your worries around finding new clients 

and build a marketing strategy that will 

generate leads without getting in the way of 

your paid projects.



Paul Boag
I have been working in digital for over 27 

years, 13 of which involved running an 

agency and 6 as an independent consultant. I have worked with clients in every 

conceivable sector and both multi-nationals 

as well as small startups.



Paul 

Boag

I have written 6 books on various digital 

topics, speak internationally and share all I 

know through my blog and emails.

https://boagworld.com
https://boagworld.com/subscribe/
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Why You Are 
Struggling to 

Find Clients
Most agencies or freelancers are solely 

reliant on word-of-mouth 

recommendations. This section will look at 

why this is a problem and why many of the 

alternatives aren't much better.



What you really 
want from your 
marketing
More
Most agencies and freelancers have quiet 

times when the phone doesn't ring. 

Therefore, they need a method for 

generating more leads at these times.

Better
Many also find themselves stuck working 

for the same type of client, often at the 

lower end of the market. They want better 

clients but cannot find them.

Easier
Vast amounts of time and energy can go into 

pitching for work. That undermines profits 

and can be demoralizing. Agencies and 

freelancers need clients that want to work 

specifically with them.



4 common mistakes 
made by agencies 
and freelancers.

– Relying too heavily on word of mouth.


– Wasting money on advertising.


– Getting work through online marketplaces.


– Approaching content marketing in the wrong way.



Relying too 
heavily on 

word of 
mouth

It is passive
Word of mouth relies on clients recommending you. There is nothing 

you can do but ask clients for recommendations. Therefore, you 

cannot proactively generate business.

It is limiting
Word of mouth typically happens within sectors and companies of a 

similar size. That means it is not a good way to break into new sectors 

or gain bigger clients.

It is risky
Word of mouth is common within different groups of a large 

organization. However, that means you can quickly rely on one or two 

large clients whose departure would be devastating.



Wasting 
money on 
online ads or 
using 
marketplaces

Online ads and marketplaces like Upwork 

tend to attract smaller businesses who 

primarily choose based on price.


Even procurement platforms with larger 

projects are rarely worth your time. Often 

they already have a preferred supplier and 

post because they are required to.


There is no relationship. You are just 

another  supplier.

We want clients to approach you, because 

they want to work specifically with you.

https://www.upwork.com


Content 
marketing 

can work
Content marketing is great for establishing 

your credibility and for increasing your 

reach. But, it has its challenges.



Content marketing 
challenges

Too much 
noise
Because content marketing works, 

everybody is doing it. It is hard to get 

people's attention with so much noise 

online.

Gone and 
forgotten
Even if somebody sees your content, it will 

quickly move on and be unlikely to 

remember you when they are looking for 

services you supply.

Lacking 
time
Producing content is incredibly time-

consuming. Time that you could be spending 

doing client work. 



Email offers the answer

B2B lives in 
email

Social media and blogs are fine, but our 

prospective clients live in email. Email is the 

primary means of communication for 

almost all businesses.

You will be 
seen

People may not read every email they 

receive, but they will see it. That cannot be 

said for other channels. Seeing your name is 

enough to remind them you exist.

You will be 
read

I have over 8500 subscribers currently and a 

38% open rate. That means every two weeks 

3,230 potential clients read about my 

expertise.



Get people to 
subscribe with a 
sales funnel



What is a 
sales funnel

A sales funnel is a journey you take a 

prospective client on from first hearing 

about you to the moment they sign up for 

your services. In many ways, it reflects a 

customer journey map, but with more 

emphasis on how you move the customer 

towards hiring you.

https://boagworld.com/marketing/user-centric-sales-funnel/
https://boagworld.com/audio/customer-journey-mapping/


What is a 
sales funnel

Attract attention

Build a connection

Keep engaging

Encourage contact

Close a sale



Disclaimer
When clients first enter your sales funnel, they may 

not intend to buy your services. It, therefore, may take 

years to get them to the point of purchase.

This is not a quick fix



Why you want a  
sales funnel

Targeted
We can target a particular group of clients 

we would like to work with with a 


sales funnel.

Consistent
Once your sales funnel has been running for 

a while, it will provide a relatively consistent 

and reliable source of 


new clients.

Controllable
By tweaking your sales funnel and the 

messaging, you can control the type of client 

and work you win.



1. Attract 
attention

We will identify and make contact with our 

audience. However, we will not sell as they 

are not ready to buy.


Instead, we will approach them for research 

purposes. This is a non-threatening way to 

get on their radar.


We will introduce a course or report we are 

creating and ask for their feedback on it. 

This establishes credibility.


We can also build awareness of our lead 

magnet through guest blogging, speaking, 

social media and more.

https://www.investopedia.com/terms/l/lead-magnet.asp
https://www.investopedia.com/terms/l/lead-magnet.asp


2. Build a 
connection

When the report or course is complete, we 

will approach them again, making it 

available for free.


When they access the course, we will ask 

them to sign up for a mailing list offering 

advice and best practice.



3. Keep 
them 

engaged

Once on the mailing list, we will keep them 

engaged by providing regular and valuable 

content.


That ensures that they remember you when 

they need your services.



4. 
Encourage 

contact

We use the mailings to encourage your 

subscribers to make personal contact with 

you and reach out to you if they need advice 

and support.


That will lead to them emailing you if they 

are doing any work in your area.



Sales Funnel Recap
Grab your prospects attention.

Gain their permission to contact them regularly.

Demonstrate value and expertise.

Keep in contact until they are ready to purchase.



Questions
The process I have outlined here is the 

bedrock of a successfully finding clients. If 

you have questions about how it works email 

paul@boagworld.com

mailto:no_reply@apple.com


Define the 
Market You Wish 

to Target
The internet is noisy, and your marketing 

will be lost unless targeted at a specific 

audience. In this section, we will explore 

how to do precisely that.



Why you need to 
segment your 
market.



Why it 
important to 

specialize

Less 
competition
The more specialized you are, the fewer 

others can offer what you offer. That means 

less competition and less pitching for work.

Seen as an 
expert
By specializing, you are seen as an expert in 

your particular field. You become the 'go to' 

person for that kind of work.

Higher fees
Because fewer people can do what you do to 

the same standard, you can demand higher 

fees.



Specializing  
does not mean...
Turning away 
work
We are just focusing our marketing efforts. 

So we may primarily talk about our 

specialism, but that doesn't mean we would 

turn away other types of work.

You will lack 
enough work
If you stop focusing on your locality (a type 

of specialism in itself) and think globally, 

more than enough work will be available.

The work will 
get boring
A specialism does not need to last forever. 

You can run different campaigns focusing on 

different areas. 



Specializing  
does mean...
Tailoring our 
message
Because we are focusing on a specific 

audience, we can tailor the messaging to 

better resonate with them.

Being heard 
more often
Because you are consistently targeting the 

same group of people, they will hear from 

you more often and come to know your 

name.

Becoming the 
go-to person
Because you will demonstrate an 

understanding of your audience's 

challenges, you will become seen as the go-

to person for that sector.



Take it slow Jumping into a specialism can be risky until 

you know it works. Take it slow.


Do not redesign your website to focus 

exclusively on your specialism. If you do, 

you will lose work outside of that area.


Instead, create a separate campaign with a 

landing page aimed at the audience you are 

trying to reach.



Stop redesigning

your website every  
5 minutes. 

It will not help.

Your failure to win new work is not because 

of your website. It is because you are not 

targeting the right audience and providing 

them with value regularly. 



How to find your 
minimum viable 
audience



Can they afford 
you?
Before worrying about anything else, you 

need to establish whether they can afford 

your services or are the size of client you 

wish to target.

Do they move 
around?
How long do people stay in a company? If 

they regularly move on within the same 

sector, your reputation will move on with 

them.

Do they talk to 
one another?
Some sectors are very protective of their 

intellectual property, so there is little 

communication between companies. Others 

are very open. You want the latter.

Is there 
community?
Does the sector have dedicated blogs, 

conferences, and online communities? These 

are excellent forums for you to reach 

members of your target audience.

Are there 
influencers?
Are there figures within the community who 

are already well known and respected? Do 

they seem approachable and friendly?

Boost 
Your 
Voice



Don't be 
afraid to go 
really niche

Have more than 
one sector
Remember, you are not limited to a single 

sector. Once you have exhausted the 

potential with one group, move on to 

another.

Minimum 
criteria
It is viable as long as a sector has a handful 

of publications, events, or communities and 

approximately a thousand potential 

companies.



Consider your 
own experience

Look at your portfolio of clients and 

previous career experience. Are there any 

reoccurring sectors, or do you have good 

contacts in a particular sector?


However, don't be constrained by your 

experience. It is more important that it is a 

sector that excites you and has the proper 

criteria.



3 sectors I targeted
UK Charities UK UniversitiesUK Heritage



Research your 
sectors and pick a 
winner.



Warning!
Researching a sector does take a little time and will 

make you feel like this whole approach is too much 

effort. However, I would encourage you to persevere. 

The right sector can keep you in business for years.

This is the most boring part



Create two lists
Clients
This is a list of prospective clients you would 

like to work with within this sector.

Influencers
This list includes individuals, events, blogs, 

communities and membership 

organizations. 



What we want 
to know about 

sectors you are 
considering

What conferences do they have?


Do they have smaller scale meetups?


Do they have on or offline publications?


Are there mailing lists or forums?


Can you find any influencers?



Finding the 
key players

Talk to your 
contacts
If you have existing clients in the sector, talk 

to them. Ask what publications they read, 

events they attend, and communities they 

participate in.

Turn to search
Use Google to search for your sector 

combined with words like conference, 

meetup, members organizations or blog. 

Also, pay attention to who is advertising on 

your sector keywords.



Use Social
Search LinkedIn and Twitter for your sector 

and look for influencers, companies, 

member organizations, and other groups in 

the sector.

Finding the 
key players



Identify 
some 
prospective 
clients

Identify a list of about 30-50 specification 

organizations you want to work with.


Start with companies you know and like.


Add recommendations from personal 

contacts.


Add connections on LinkedIn.


Turn to Google search for the rest.



Identifying your 
initial contact 
points.

Now you have your two lists the next stage 

is to identify the specific people we want to 

contact at these organizations.



Make an 
educated guess 
about the role

Ideally we want to contact a specific person 

in each company, rather than using their 

generic contact address.


To do that, we need to identify the role of 

the person we want to contact.


That role will depend on the organization's 

size, structure and sector. It will also depend 

on the services you provide.

— Small companies, go for the founder.


— Single product companies, aim for the 

digital lead or head of marketing/IT.


— Multi-product companies will get 

complicated.



Find the 
right name

— Head of [marketing]


— Director of [marketing]


— [marketing] lead


— [marketing] manager

Once you know the role of the person you 

want to contact, you can view the company 

page on LinkedIn and search for that role.


Alternatively you can search on the 

company website or via Google.



Can't find a 
name?

Reach out to somebody else in the same 

company and ask.


Failing that try emailing the catch all email 

address.


Alternatively, give up and try another role or 

company.



Find their email address
Although increasingly I just use LinkedIn

You can guess at an email address by looking at the emails of other 

people in the company. You can then validate that email online.

To save time, consider using an email lookup service like 

Find That Lead. 

https://tools.emailhippo.com
https://findthatlead.com


Defining your audience 
checklist

Research sectors where there is a culture of sharing and interaction.

Create a list of companies you would like to work for and influencers in the sector.

Identify the role within each organization you should be contacting.

Find the name of the person in that role.

Find their email address or linkedIn profile.



Questions
In many ways this is both the most boring 

and time consuming part of the process so if 

you have questions about how it works email 

paul@boagworld.com

mailto:no_reply@apple.com


Get the attention 
of your audience

Once you have chosen your audience, you 

need to get their attention. This section will 

show you how to maximize the limited time 

you have to do just that.



How to plan an 
effective attention 
strategy.



We will not be selling!

People can smell spam 
a mile away

You will not contact 
them at the right time



However, we will...

Ask for their help.
Spam wants you to buy something or do something. Spam does not 

seek your opinion or want to hear from you. Instead, we will ask 

people to share their experiences and wisdom. That makes people feel 

valued and listened to.

Provide value in return.
In return for them sharing their experiences we are going to provide 

them with insights into their sector and job, a lightweight review of 

their website and ongoing advice and support.



The 
deliverables

A report
In return for signing up for our emails, we will provide an industry 

report that gives them insights into how their sector is using digital.

A short site review
We will also offer a short first-impressions review in return for their 

participation in providing information that will go into the report.

Regular emails
We will provide ongoing value and keep people engaged by sending 

them regular advice via email that helps them overcome the 

challenges they face in their role.

https://boagworld.com/boagworks/strategy/research/website-review/first-impression/


How we will engage with 
our audience

Introductions
Although we won't expect a reply, we will 

introduce ourselves and explain we are 

researching the sector. Then, we will ask 

them what they would like to know about 

their sector and its use of digital.

Survey
Later we will follow up with a survey that we 

will explain will inform our report. We will 

offer them the report for free as well as a site 

review if they complete the survey.

Report
Finally, we will let them know when the 

report is available. They can download the 

survey from a landing page where they will 

also signup for an email series covering the 

report in more detail.



What should 
your report 
focus on?

For example, I am a UX consultant, and I 

enjoy conversion optimization work and yet 

am frustrated that most organizations 

launch their websites and abandon them.


My report, therefore, might focus on the 

fact that a website needs to evolve post-

launch.

— Where does your expertise lie?


— What kind of work do you want to win?


— What problems do you want to draw 

attention to?



Does it need to 
be a report?

No, it could equally 
be an app, tool, code 
library, Wordpress 
template as long as 
it is free. 

The only advantage a report 
provides is that it contains 

written content that can be 
reused and built upon as you 

will see later. 



Making initial 
contact



Do everything you can to prevent it looking 

like a marketing email. Send it from your 

personal email address, keep it plain text 

and avoid any links.



The subject makes it clear that you are not 

selling something and that this is not a 

typical spam email.



Ensure that the email is personalized as 

much as possible.



Acknowledge that the email is unsolicited.  

Make people feel appreciated by suggesting 

they were recommended. If you can name a 

mutual contact that really helps.



Keep your introduction sort, but relevant to 

your audience (charity fundraising).



Flatter them by calling them an expert and 

imply they will be associated with other 

experts. Finally, make it clear why you are 

emailing. 



Make it clear why you are asking for their 

advice.



Highlight what you are specifically asking. 

Then, give them some examples to provide 

them with something to respond to.



Show you value their time and only ask for 

one or two lines response.



Show you value their time and only ask for 

one or two lines response.



You may not get any 
replies at all!

At this stage it is not about replies, it is about introducing yourself. However, if you do get 

replies, make sure you respond by thanking people. 


Reference their comments so they know it is not an automated thank you.



Refining 
your reports 

scope

If you receive feedback, make sure you use that to shape the 
focus of your report.


Keep the report as focused as possible but still broad enough for 
you to be able to write at least 2500 words. It has to feel like 
more than a blog post.


Try to pick a topic that you will be able to support with numbers. 
For example, 22% of respondents have never done usability 
testing on their websites.



Preparing Your 
Sector Survey



Why send a survey?

Content for the report.


An opportunity to make contact again.


To understand your audience.



Tips for creating your 
survey

Keep it short. Approximately 5-7 minutes to 

complete and about 20 questions.


Use mainly multi-choice questions for 

easier data analysis.


Start with the easier questions.


Ask if people would be willing to be 

interviewed at the end.


Offer a site review at the end.


Use a platform like Forms.app that is easily 

embedded and customized.

https://forms.app/en


What to ask?
Questions about information 
your audience is interested in. 
For example, "who does your 
web team report to?"


Questions that address your 
audience's pain points. For 
example, "do you have a 
dedicated budget?"


Questions about the company's 
makeup to allow segmentation 
of results around things like 
size.


Questions related to your area 
of expertise or the services you 
offer.



Creating your survey 
landing page.



What to cover
The offering
Start with a clear explanation of what they will get if they complete 

the survey. Something like: "for 5 minutes of your time, you can get 

insider insights into charity fundraising."

The benefit
Focus on the benefits that the final report will provide. Benefits could 

include an awareness of the competitive landscape, evidence to 

support your requests to management, and insights into areas of 

innovation.

The scope
Provide an overview of what you think the final report will cover, but 

make it clear that it will be shaped by the feedback you get from the 

survey.

Why you
Say a little bit about why your company is undertaking this research. 

Also, include your experience in the sector, if you have any.



Designing your landing 
page

If you are a designer this page will be a 

showcase of what you can do.


If not, feel free to use a tool like 

leadpages.net.


Break the page into small content blocks 

made up of a heading and one or two 

sentences.


Use lists and icons where possible.


Do not repeat yourself.


Have an obvious call to action.

https://www.leadpages.com
https://boagworld.com/content-strategy/easy-to-scan-copy/


Preparing and 
Sending Your Survey 
Email



Segment 
your 
audience
Those we consider 
influencers


Those who didn't reply to 
your previous email.


Those who did reply.

convertkit.com

https://convertkit.com


Make the subject clear and reference the 

previous communication.

Influencer email



Remind them that they know you and what 

it is you are doing. Make it clear why you are 

contacting them.


Influencer email



Introduce the survey and make it clear what 

you want them to do and what they will get 

in return. Emphasize it won't take long.


Influencer email



Encourage them to share the survey and 

explain why that is worth their time.


Influencer email



Make it more personal and use it as an 

opportunity to directly engage.

Influencer email



I have added a but emphasizing how others 

have got involved and they are missing out.

'No contact' email

Instead of collaborating I have asked if they 

would be willing to be interviewed.



'Contact' email

Show appreciation for their previous 

contributions and demonstrate how that has 

made a difference to your approach.



Using site audits to 
encourage a 
response.
Optional, but worthwhile.



Why include 
site audits in 
your strategy

It will improve the quality of your report.


It will give you more content for the report.


People love to know how they rank, 

especially when compared to competitors.


It encourages people to contact you.



Use a scorecard 
approach
Identify a small number of criteria related to your report.


Rank the site against each criteria using a simple 1-5 rating.


Use automated tools where possible (e.g. using GTMetrix for 

performance).


Write a few short recommendations for each criteria.


Spend no more than 30 minutes on each review.


Don't feel the need to review every site in your list.

https://gtmetrix.com


Publish a league table



Compiling a sector-
wide expert report.

1. Create a report outline


2. Writing the Initial Draft


3. Edit the Report


4. Design it.



1. Create an outline
Divide the report into 6-8 
topics relating to problem areas 
or trends in the survey and 
review. Think of each section as 
a short blog post.


Add a summary at the 
beginning outlining the topics 
you will be covering.


Add a short section on the 
methodology referencing the 
survey, site audit and any 
interviews you carried out. 

End with a section about you 
and the benefits of signing up to 
ongoing advice.



2. Write initial draft

Write 
Drunk

Edit Sober

For each section:

Aim for 500-800 words.


Outline findings.


Use survey results (if relevant).


Show examples from audit.


Quote anybody you have spoken to.


Make some basic recommendations based 

on best practice.




3. Edit your report
Grammarly

Take your 'drunk' copy and run it 

through Grammarly. That will identify any 

typos, spelling mistakes, or poor writing.

Read back
Now read it back out loud. Or even better get 

your computer to read it back. A computer 

will read what is actually there.

Stop!
You will be tempted to revise what you have 

written endlessly. Don't! It will never be 

perfect. You don't have infinite time.

https://www.grammarly.com/


4. Design it
Make sure it is easy to scan by adding 

images, headings, bullets and pull out 

quotes.


If you are not a designer, consider using a 

service like fiverr.com to produce the 

design.


Don't forget to end the report with a strong 

call to action to signup for your mailing list.

http://fiverr.com


Get your audience's 
attention checklist

Make initial contact to ask for feedback.

Prepare a survey and associated landing page.

Ask people to complete the survey.

Review some sites and create scorecards.

Carry out some interviews if appropriate.

Write the final report.



Questions
Cold emailing, creating surveys and writing 

reports can all feel intimidating so if you 

have questions please ask or email 

paul@boagworld.com

mailto:no_reply@apple.com


Get Permission 
for Ongoing 

Contact
The chances of your audience hearing from 

you exactly when they need your services is 

low. We need their permission to keep in 

touch until they are ready, and this section 

shows you how.



Why and how to gain 
permission to 
communicate.



Why ongoing 
communication 
matters

Our survey and report may have got us on 

our audience's radar, but we need to stay 

there and continue to build credibility.


It is essential that we are front of mind 

when they come to need our services and 

that we are seen as their preferred supplier.


Regular contact via email can provide that.



How to gain the 
permission we 

need

Promote the 
report
We will contact our audience to tell them 

about the report, reach out to influencers 

and use other promotion techniques.

Provide ongoing 
advice
After people finish the course, they will 

continue to hear from us via monthly emails 

offering ongoing advice.

Provide an email 
course
Alongside the report, we will offer a short 

email course that dives deeper into the 

issues found in the report.



Designing a landing 
page that encourages 
permission.



Landing page 
objectives

Establish your credibility.


Create desire for the course and report.


Encourage signups.

At this stage, it is not about selling 

your services. As a result, do not make 

it a part of your existing website, 

although it can share the design.



Landing page content
About
Outline the main topics of the report and 

email course and a couple of the key 

findings.

Benefits
— Instant access to the report.


— Actionable advice for improving your site.


— Awareness of the competitive landscape.


— Evidence to support your requests to 
management.


— Insights into areas of innovation.

Credibility
Write a couple of short sentences about your 

credibility and the various sources that 

contributed to the report.



Create a 
compelling call 
to action

— Be clear about what people will get.


— Consider charging for non-subscribers.


— Consider making free for limited time.


— Tackle any objections people may have.



Crafting an email 
course.



— One email for each topic.


— Scheduled weekly.


— About 500 words each.


— Basic formatting to aid scanability.

How to 
structure 
your email 
course



Writing 
each email
Recap
Recap briefly a challenge or piece of best practice from the report you 

wish to focus on in that email.

Advise
Provide a few practical tips about how to address that challenge or 

take a step closer to that best practice.

Engage
Encourage people to contact you if they are struggling and have 

questions. 



Don't hold 
back
Share all the advice you have freely. Don't worry about people doing it 

themselves and not hiring you. People will still reach out because they 

don't have the time or feel too intimidated to try themselves.

Still do not 
sell
There is no need to promote your services actively. Be open about 

what you do and even recommend that they should hire 'somebody,' 

but don't push yourself. 



Automate Even though people will enroll on your 

mailing list at different times, we still want 

everybody to pass through the same course 

before proceeding to your regular monthly 

emails.


To achieve this, we will need to use a tool 

like Convertkit that will add users to your 

email course when they subscribe and then 

tag them when they have completed it so 

you can start sending them regular emails.

https://convertkit.com


Email our audience 
about the report.



Make it clear what the email is about and 

show your appreciation.

Survey 
Participants



Again, show your appreciation and remind 

them about the previous conversations. 

Also, make them feel a part of something 

bigger. 

Survey 
Participants



Because the topics are based on survey 

results, they will be particularly relevant 

and will hopefully grab the readers 

attention.

Survey 
Participants



As you promised that you would provide the 

report and site review don't make these 

people signup to get it. Attach it to the email.

Survey 
Participants



Make the call to action as compelling and 

relevant as you possibly can.

Survey 
Participants



Those who did 
not complete 

survey
Send a variation to those who did not 

complete the survey. They will only get the 

report if they also sign up for ongoing 

communications.



Reach out to 
influencers.



Even a niche influencer like myself gets dozens of emails a week 
asking for everything from links to promotions via social media. With 
so much noise, a single email will not get their attention.

The trouble 
with 
influencers



How to engage 
influencers

— Build a relationship.


— Be helpful.


— Be encouraging and grateful.


— Amplify their content.


— Only contact them directly once they have 

responded to you a few times.


— Ask permission to email.



Emailing an 
influencer



Emailing an 
influencing

publication



Reusing all of your 
hard work



Recycle your content 
and use it to attract 

attention

Emails 

and the report

Blog posts, 
webinars and 
social media



Turn your 
report into 
posts

Ideally we will want to take our content and 

turn it into guest posts. However, failing 

that we can post them on our website but 

optimized for search keywords using a tool 

like kwfinder.com.

— Decide on a question you can answer 

using content from your report. 


— Write your post using the same editorial 

process you used for the report.


— Include a clear call to action to signup for 

the report and email.


— Promote on social.

https://kwfinder.com


Turn your 
report into a 
webinar

Consider running a webinar based on the 

report once you have built a following on 

social and on your mailing list. Webinars are 

a great way to engage with your audience 

and personalize the relationship.

— Aim for 40 minutes and lots of time for 

questions.


— Cover three key findings from your report 

and your thoughts.


— Add the webinar to your landing page for 

the report.


— Consider approaching meetups and 

conferences with the talk.



Automatically 
Promoting Your 
Course With Social 
Media



Creating 
social media 
updates from 
your content

Content people love to share.

— Statistics, to make people appear clever.


— Quotes, that people can agree with.


— Practical actions and advice to make 

people look helpful

Formats to use

— Video and audio from your webinar.


— Quotes from your report shown as images 

using something like Pablo.


— Include links to your landing page.


— Include relevant hashtags.


— Mention influencers where relevant.

https://pablo.buffer.com


Automating your social 
media with coschedule

Schedule via their 

editorial calendar or 

automatically alongside 

posts in Wordpress. 

Fill in the gaps in your 

schedule with evergreen 

posts using their requeue 

function.

https://coschedule.com
https://coschedule.com/requeue


Establishing contact 
checklist

Write an email course around the report findings.

Create a landing page to sell your report and email course.

Email your audience about the report.

Reach out to influencers.

Recycle your content into other formats to attract a bigger audience.

Automated your social media.



Questions
This is the biggest section of work and can 

be somewhat overwhelming. Feel free to ask 

me questions anytime on: 

paul@boagworld.com

mailto:no_reply@apple.com


Maintain and 
Growing Your 

Audience
Now we are in contact with our audience, 

how do you keep them engaged and stop 

them from unsubscribing? That is the topic 

for this section.



Planning your 
regular mailings.



How your digital 
channels fit together

Social
The role of social media is to grab people's 

attention, encourage sharing and drive 

traffic to a blog post on a related subject.

Blog
The blog has two roles. First, it is to attract 

traffic through SEO-targeted posts. Second, 

it should take any visitors from either search 

engines or social and drive them to the 

landing page.

Email
Once on your mailing list, emails will keep 

you front of mind, slowly building your 

credibility until they are ready to buy.



What to 
include in 
your emails

Personal
Avoid your emails reading like marketing 

material. Instead, make them personal, 

friendly, and informal, like any other email 

you would write.

Helpful
Every email should provide value to the 

reader. That could be in the form of advice, 

but it might also be demonstrating empathy 

over their challenges.

Don't Sell
You can mention your services, but don't 

sell them. For example, it is okay to say, "as 

I was preparing for my upcoming workshop 

on finding clients..."



Common 
mistakes to 
avoid

Inconsistency
Decide on a release schedule and then stick to 

it. The same time, the same day, every time. 

Set aside time to work on these emails. They 

matter as much as client work.

Infrequent
Your readers cannot be allowed to forget 

about you. If you only email them a couple of 

times a year, they will forget you exist. I 

recommend at least once a month.

Promotional
You don't need to sell. Your advice will 

establish your expertise, and the topics you 

write about will show your readers what 

kind of services you offer.



How to come up with 
email topics



You are 
surrounded 
by good ideas. 
Just pay 
attention.

— Pay attention to conversations you have 

with clients.


— Keep an eye on subjects being discussed 

on influencer sites.


— Consider the work you are doing.


— Write around services you offer.


— Talk about the value of what you want to 

offer.


— Pay attention to what annoys you.


— Keep an eye out for good examples.



— Pay attention to conversations you have 

with clients.


— Keep an eye on subjects being discussed 

on influencer sites.


— Consider the work you are doing.


— Write around services you offer.


— Talk about the value of what you want to 

offer.


— Pay attention to what annoys you.


— Keep an eye out for good examples.


— Research what people are googling.



So many ways to 
approach a subject

— Reviews.


— Questions.


— How to.


— Industry News.


— Controversial Subjects.


— Checklists and Cheatsheats.


— Lists.


— Case Studies.


— Interviews.


— Resources.


— Problem and Solutions.


— Parodies and Humour.


— Surveys and Polls.


— Event Summaries.


— Think Out Loud.


— Rants.


— Beginner’s Guides.


— Statistics.


— Apps and Tools.


— Guest Writers.


— Debates.


— Myth vs. Fact.


— Personal Experiences.



Avoid starting 
with a black 

page Start keeping a list of possible ideas in 

something like Notion, Google docs, or 

Evernote.


Every time you have an idea, add it to the list 

along with a few bullets to help you get 

started.


Once in a while, sit down and brainstorm a 

load of ideas to keep your list topped up.



Finding your voice.



Personality is 
how we win 

business

When we write online, we think we have to 

appear professional. That makes us dull.


Your personality is the one thing that your 

competitors cannot replicate. Of course, not 

everybody will like it, but enough people will 

sustain your business.


If people like you, then they will listen to 

you. If they listen to you, they will come to 

trust you. If they trust you, they will buy.



Be more of 
who you are

You cannot be anybody else. Don't try.


Instead, exaggerate who you are and make it 

more obvious.


For example, I am enthusiastic and 

passionate. I get excited.You might be 

considered and thoughtful. No personality 

type is wrong.


You don't need to appeal to everybody. The 

internet is a big place with a lot of potential 

clients.



Have opinions. 
Don't just 

recycle the 
thoughts of 

others

Write and share your personal 
manifesto.


— What do you care about?  

I care about accessibility


— What annoys you? 

Dark patterns infuriate me.


— What do you believe? 

I believe that what is good for the user is 

good for the business.



Growing your list



Your subscribers are the 
best way to grow your 

reach
We want to encourage our subscribers to 

recommend the list to others and even feel 

able to recommend your services despite not 

having worked with you personally.



— Ask questions.


— Run surveys.


— Start debates.


— Ask for help.


— Do meetups.


— Connect them to one another.

Connecting

with users

Turn users to advocates

— Say thank you!


— Do giveaways.


— Do random acts of kindness.


— Ask how you can do better.

Show 
appreciation

— Make newsletter sharing easy.


— Offer commission.


— Give them something in return.


— Ask politely!


— Ask why they don't.

Encourage 
referrals



Other ways to 
grow your list
— SEO orientated blogging.


— Webinars.


— Speaking.


— Podcast guest.


— More cold emailing.


— Social media.


— Community 
engagement.


— LinkedIn or Google Ads.


— Guest posts.


— A new sector.


— Going generic.

Don't abandon 
a sector too 
soon.



Monitor what works



Making Your List 
Appropriate to a 
wider audience.



How to 
segment your 
audience

Separate forms
You will probably want separate landing 

pages if you are targeting different sectors. 

That means you can tag people depending 

on which form they used.

Ask them
You can add additional fields asking for 

more information when users sign up or 

send them a survey later. You can tag them 

based on their responses.

Watch them
You can tag people based on their behavior. 

For example, what web pages they look at, 

where they come from, or what links they 

click in your emails.



How to customize based 
on segmentation

Different onboarding
We have our email course for our first sector, but other sectors could 

have a variation of this onboarding course. Alternatively, you could 

create a generic onboarding series based on issues relating to the 

services you offer.

Email variations
Once people are beyond the onboarding series, we will want all 

segments to join a single list (to save us work). However, we can tailor 

our emails based on those segments. That can either be separate 

emails or just slightly different wording.





Take your 
marketing to 
the next level

Get organized
Dedicate regular time to marketing and get 

better at tracking what works and what 

doesn't. Experiment and monitor the results.

Be ambitious
Work on bigger projects like books, video 

courses or workshops. These raise your 

profile because they have a higher barrier to 

entry.

Price higher
As you see more work, don't necessarily 

start hiring more people. Raise your prices 

instead, which allows you more time for 

marketing, leading to a virtuous cycle.



Growing your audience 
checklist

Set aside regular time to focus on your marketing.

Keep a list of possible topics to write about.

Don't be afraid to be yourself in your emails.

Experiment to find the best ways of adding more people to your list.

Create ways for your audience to start talking to one another and sharing.

Consider alternative and more ambitious marketing projects.



Questions
Growing your list can be a fun challenge but 

it takes some practice to get right. If you 

have questions email: paul@boagworld.com

mailto:no_reply@apple.com


Turn Leads Into 
Projects

One of your contacts reaches out with a 

potential project. This section will give you 

the tools and techniques to turn them into a 

paying client.



A different kind 
of lead

More Interested
The clients who come to you will be 

interested in working with you in particular.

More Informed
These leads will be better educated about 

best practice and your way of working.

More Open
Leads will come to you earlier and so be 

more open to the best approach.



Get organized with 
your leads.

Because leads will approach you earlier in 

their process, it may take longer for a deal to 

be closed. That means you need a system for 

managing those leads.



You need a CRM
Why?
You need a system to track every 

conversation you have, even if it is not a 

request for a proposal — a way to nurture an 

initial conversation into a full-blown 

project.

What?
– Create deals tied to individuals in an 

organization.


– Assign tasks to deals.


– Add notes to deals.


– See all emails relating to a deal.



Try Pipedrive

https://www.pipedrive.com


Using your CRM

Pursue every 
lead to 

destruction

Add every person who reaches out to you to 

your CRM, even if it isn't a project.


Followup on every conversation, even if it is 

just a question.


Followup on every project enquiry to 

destruction.


Contact in a week, two weeks, four weeks, 

eight weeks and so on.


Show interest, tell them they can ask you to 

stop, but don't give up.



How to engage with a 
new lead

Arrange a call as soon as 
possible. Speaking to somebody 
over zoom builds as 
relationship in a way email 
cannot.


Understand their challenge and 
help in anyway you can. Do not 
hold back advice.


Discuss budget. Ask if the client 
has budgetary constraints and if 
not, throw out some numbers to 
gauge reaction. Have a frank 
conversation.


Don't be afraid to challenge.  
If you disagree with their 
suggestions say so. Be a peer 
and advisor, not a supplier.



Creating a 
compelling proposal

In many cases, the proposal will be a 

formality. The client will have already 

decided they want to work with you. 

However, take the proposal seriously as you 

don't know who else will read it.



Start by explaining the need they have for 

help. Avoid talking about the company (they 

already know who they are).

What to 
include in 

a proposal



Outline a small number of objectives that 

the project should deliver. For example, an 

objective might be an increase in leads.

What to 
include in 

a proposal



For each objective have a way to measure 

whether it has been achieved. That reassures 

the client and sets you up for more work 

when you demonstrate success. 

What to 
include in 

a proposal



For each objective, attempt to tie it to a 

tangible (ideally monetary) return. Doing so 

will make your price look much more 

reasonable.

What to 
include in 

a proposal



Always offer the client multiple options. 

Ideally, one that is slightly within their 

budget, one that is slightly more than their 

budget, and one that ignores their budget 

but delivers the best value.

What to 
include in 

a proposal



Have a section that outlines the benefits that 

you, in particular, provide. Define both why 

you are the right fit and why you might not 

be.

What to 
include in 

a proposal



Make sure you also include a section 

addressing things like timing and the role of 

both the client and yourself.

What to 
include in 

a proposal



Consider using an app like Qwilr that allows 

you to create interactive pricing tables and 

provide electronic signatures.

What to 
include in 

a proposal

https://qwilr.com


What about pitching?
You will not have to pitch if you have done things right because the client will know they want 

you. I have now reached the point where I refuse to participate in pitches.



Turning leads into 
projects checklist

Get yourself a CRM to track every lead that comes in.

Pursue every lead to destruction.

Arrange a call with a lead as soon as possible.

When talking to clients act like an advisor, not a supplier.

Ensure your proposals demonstrate value and offer options.



Next steps checklist
Decide who it is you want to work with.

Create a survey to better understand them and make contact.

Build a compelling landing page with associated email course to encourage signups.

Nurture those relationships over time via email.

Get organized in how you deal with incoming leads.



Final Questions
Download slides at:  
subscribe.boagworld.com/findclients


