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Social Media



Facebookgroups –can get client in as little as a day



Friends = viral capability



Twitter = can target groups, but overrated



LinkedIn –email groups and decision makers directly



Write a blog post



Post link in groups



Ask questions



Establish authority



See template in members area
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Social Media

Facebook groups – can get client in as little as a day

Friends = viral capability

Twitter = can target groups, but overrated

LinkedIn – email groups and decision makers directly

Write a blog post

Post link in groups

Ask questions

Establish authority

See template in members area
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Referral Marketing



Best way to generate leads 



Free and EASY!



Send every client a survey after completing work



www.surveymonkey.com–free account



Questions to ask –ratings on work



Ask if they were happy with work



THEN ask for a testimonial



THEN ask for a referral –email addresses



Mention referral fee –usually 10% of project or flat 

rate
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Referral Marketing

Best way to generate leads 

Free and EASY!

Send every client a survey after completing work

www.surveymonkey.com – free account

Questions to ask – ratings on work

Ask if they were happy with work

THEN ask for a testimonial

THEN ask for a referral – email addresses

Mention referral fee – usually 10% of project or flat rate
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Cold Calling



Response rate is around 10%



Minimum 100 calls of which 2-3 become clients



1 hour = 20 calls



Use Chambers of Commerce directory



Use www.yell.comand target your ideal client



Ask for MARCOM department or person in charge of 

marketing



Ask for email details and email them your website details 

and samples



ALWAYS follow up all leads about 5 days later



Script and templates in members area
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Cold Calling

Response rate is around 10%

Minimum 100 calls of which 2-3 become clients

1 hour = 20 calls

Use Chambers of Commerce directory

Use www.yell.com and target your ideal client

Ask for MARCOM department or person in charge of marketing

Ask for email details and email them your website details and samples

ALWAYS follow up all leads about 5 days later

Script and templates in members area
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Warm Calling



Much higher response rate



Easier to close than cold calling –preferred method of 

marketing



Sign up to local job listings and set up email alerts



www.monster.com/www.reed.co.uk



Pick out jobs you want



Find details  -website and call them 



Pitch yourself as normal



Much more likely to close someone like this



Always follow up
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Warm Calling

Much higher response rate

Easier to close than cold calling – preferred method of marketing

Sign up to local job listings and set up email alerts

www.monster.com/www.reed.co.uk

Pick out jobs you want

Find details  - website and call them 

Pitch yourself as normal

Much more likely to close someone like this

Always follow up
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Email Marketing



No cold calling involved



Make sure you personalize, DON’T generalize



Instead, leave it to your lead to call you



Offer a free marketing consultation



Send out to people on LinkedIn



Chambers of Commerce



www.yell.com



Arrange meeting at least 2 days ahead



Ask for their website details and then take from there



Always follow up
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Email Marketing

No cold calling involved

Make sure you personalize, DON’T generalize

Instead, leave it to your lead to call you

Offer a free marketing consultation

Send out to people on LinkedIn

Chambers of Commerce

www.yell.com

Arrange meeting at least 2 days ahead

Ask for their website details and then take from there

Always follow up
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Summary



Client profiling helps identify ideal client



Facebookand LinkedIn are best social media tools



Sending out a survey to clients helps the referral 

process



Referral fees encourage additional business



Warm calling is more responsive than cold calling



Email blasts work well and avoid cold calling
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Summary

Client profiling helps identify ideal client

Facebook and LinkedIn are best social media tools

Sending out a survey to clients helps the referral process

Referral fees encourage additional business

Warm calling is more responsive than cold calling

Email blasts work well and avoid cold calling
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Homework 





Create a survey using surveymonkey



Create job alerts for your chosen area



Start cold calling your target group



Email at least 10 people a day
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Homework 

Create a survey using surveymonkey

Create job alerts for your chosen area

Start cold calling your target group

Email at least 10 people a day
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Week 3: Classic Client Acquisition
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Freelance Writing Coach

Week 3: Classic Client Acquisition
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Classic Client Acquisition Overview



Client profiling



Social Media Strategies



Referral Marketing



Cold Calling



Warm Calling



Homework 


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Classic Client Acquisition Overview

Client profiling

Social Media Strategies

Referral Marketing

Cold Calling

Warm Calling

Homework 
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Client Profiling



Create an avatar of your perfect client



Age



Occupation



What they do on a day to day basis in their business



How it’s impacting them daily



What are their unmet needs?



Detailed description = clear picture of ideal prospect
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Client Profiling

Create an avatar of your perfect client

Age

Occupation

What they do on a day to day basis in their business

How it’s impacting them daily

What are their unmet needs?

Detailed description = clear picture of ideal prospect
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