
		
1 

Exceptional 
5 Secrets for 

Freelancing 
	
Elevate Your Freelancing to Make It Financially 

Sustainable and Set Yourself Apart 

JANICE HUGHES 



		
2 

 
 
 
5 Secrets for Exceptional Freelancing: Elevate Your 
Freelancing to Make It Financially Sustainable and Set 
Yourself Apart 
 
Copyright © 2017 Janice Hughes 
 
Cover Image: Ethan Robertson 
(unsplash.com/@ethanrobertson) 
 
All rights reserved.  

 
 
 

 
To learn more about HW 
Coaching, visit 
www.hugheswriting.com/coaching 



		
3 

 
 
 
 

 
TABLE OF CONTENTS 
 
The Trouble with Being Average 4 

Surviving the Weed-Out 6 

The Exceptional Freelancer 8 

5 Secrets for Exceptional Freelancing 11 

Secret #1 – Think Like an Entrepreneur 12 

Secret #2 – Negotiate to Win…Win 17 

Secret #3 – Be Your Clients’ Advocate 21 

Secret #4 – Manage Your Marketing 28 

Secret #5 – Build a Success Support System 38 

 

Sources  48 

About Janice Hughes 49 

1-Hour Marketing Plan for Six-Figure Freelancing 50 

  



		
4 

 
 
 
 
THE TROUBLE WITH BEING AVERAGE 
 
To paraphrase Seth Godin: The market for 
exceptional freelancers has never been better. But, 
the market for average freelancers is abysmal. 
 
Why? 
 
Because the freelance market is glutted with 
average freelancers.  
 
Before technology made virtual work commonplace, 
souls that ventured into freelancing built their 
businesses through a combination of grit, hustle, and 
a healthy professional network cultivated by 
marketing, networking events, and referrals.  
 
Today, thanks in part to freelance job sites like 
Upwork and Fiverr, the freelance market’s barrier to 
entry has been all but eliminated. Anyone willing to 
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put in the time can create a profile and start gigging, 
effectively hanging out their freelance shingle. 
 
And for the most part, this is great. Freelancing 
shouldn’t be only for free-spirited agency writers, 
self-liberating commercial photographers, and in-
house graphic designers dreaming of doing their own 
thing. 
 
It should be totally feasible for anyone to start 
freelancing in their craft of choice with the right 
attitude, ambition, and drive.  
 
The problem is that freelancing job sites also attract 
freelancers unprepared to do what it takes to earn a 
livable income. So, they’re left working on low-paying 
projects, watching their savings dwindle, freaking out 
about how the bills will get paid next month, and 
desperately searching the job listings for a full-time 
life raft to pull them out of the mess.  
 
But even as some freelancers find their way back to 
employment, many more employees jump ship to 
join the ranks of freelancers.  
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And this is where things start looking bleak for the 
average freelancer.  
 
 
SURVIVING THE WEED-OUT 
 
The freelance economy keeps growing year after 
year. In fact, a report shows freelancers now make up 
35% of the total workforce in the U.S. 
 
But just like technology was hot ticket in the late ‘90s 
(or sub-prime mortgages in the mid-2000s), 
freelancing seems to be in a bit of a bubble. And this 
is due in part to freelancing job sites that make it 
seem easier than it really is to build a sustainable 
freelance business.  
 
The issue is that freelance job sites are designed to 
attract the average freelancer, but not help them 
grow. 
 
Instead, they train aspiring freelancers to compete 
primarily on price and rely on their site as their sole 
means of finding freelance work. 
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So, today, we have a freelance market populated 
(in part) by people with a passion for their craft—
but not necessarily the drive to build a business. 
 
Imagine as more and more freelancers are lured to 
chase their passion, only to find that they are making 
less than minimum wage. Or they can’t support their 
families. Or can’t afford basic health insurance.  
 
That’s when the freelance dream goes bust. And it’s 
ugly. 
 
And the more freelancers who jump in, the more 
distinct the line will become between freelancers 
who sink and those who swim.  
 
This will be the great weed-out, when average 
freelancers are forced back into employment, while 
exceptional freelancers soar.  
 
The only way to survive the weed-out? 
 
Become exceptional. 
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THE EXCEPTIONAL FREELANCER 
 
The good news is that being exceptional isn’t fate—
it’s a choice. 
 
So, what does it mean to be an “exceptional” 
freelancer? Exceptional freelancers: 
 

• Commit to elevating their craft 
• Focus on being the best at what they do 
• Approach clients from a “win-win” perspective 

(instead of “winner-take-all”) 
• Understand freelancing is about delivering a 

result, not a project 
• Learn and refine the business skills (outside of 

their craft) needed to level up  
• Are driven to succeed 

 
But the one thing that truly distinguishes exceptional 
freelancers from average ones is this: 
 
Exceptional freelancers view freelancing as a 
business instead of a career. 
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When you view freelancing as a career, you see it in 
terms of a personal path of progress. From that 
perspective, the only things that matter affect you 
personally. The business side of freelancing is merely 
a collection of administrative tasks that make it 
possible for you to perform your craft. 
 
But when you look at freelancing as a business, your 
focus shifts from the personal to the transpersonal. 
It’s your business’s path—not your personal one—
that matters. Your focus is on the sustainability of 
your business: growing it, scaling it, even selling it.  
 
Your craft is still a priority, but you understand it’s not 
the only skill you need to develop and hone.  
 
Think of it this way: When you look at freelancing as a 
career, the business side of things is like a pair of 
shoes—it gets you where you want to go.  
 
When you think of freelancing as a business, it 
becomes a garden you’re committed to helping 
guide, grow, and bear fruit. 
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This may sound like a lot of work, but that’s what 
exceptional freelancing demands. And that’s why so 
many freelancers choose to remain average.  
 
The power in choosing to be exceptional is not only 
to make your foray into freelancing lucrative and 
sustainable. It’s also an incredibly effective way to 
differentiate yourself from the thousands of 
average freelancers out there in the market. 
 
And when the freelance bubble bursts, only the 
exceptional will survive.  
 
So, do you want the ability to decide how much you 
earn? Do you value the flexibility to work when and 
where you want? Do you have a deep desire to 
provide your talent to high quality, high-paying 
clients that need your help? Do you want to be the 
creator of your own extraordinary success? 
 
Are you ready to be exceptional? 
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5 SECRETS FOR EXCEPTIONAL FREELANCING 
 
These five secrets turn average freelancers into 
exceptional freelancers.  
 
When you get these dialed, you’ll experience a whole 
new level of freedom in your freelance business. 
You’ll have more control over your success. And best 
of all, you’ll finally start living the freelance dream 
that eludes a majority of your peers.  
 
What are these five secrets? I’ll share them with you 
now. 
 
1. Think like an entrepreneur. 
2. Negotiate to win…win. 
3. Be your clients’ advocate. 
4. Manage your marketing. 
5. Build a success support system. 
 
In the following pages, you’ll learn how they work 
and how to put them to work for you. Here’s to being 
exceptional!



		
12 

 
 
 
 

 

#1: Think like an entrepreneur	
 
 
Google defines entrepreneurship as setting up a 
business and taking financial risks in the hope of 
making a profit.  
 
Sounds like freelancing to me.  
 
But many freelancers don’t identify as entrepreneurs. 
Instead, they seem themselves as free spirits 
following their passion.  
 
The problem is having passion for your craft only 
guarantees that you love what you do. It doesn’t 
guarantee a great income…or even a livable one.  
 
For freelancing to be sustainable (read: allow you to 
not only earn an income you can live off of, but also 
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level up as your experience and skills increase), you 
have to be strategic about building your business, 
not just your craft. 
 
So, whether you identify as an entrepreneur or 
not, you have to think like one to be an 
exceptional freelancer. 
 
The tricky thing about freelancing is that you run the 
show. The whole show. (At least until you’re making 
enough to bring other people on to help).  
 
That means you not only have to excel at your 
freelance craft, you also have to beef up your skills 
in other non-craft related areas. For freelancers, 
this can include: 

 
• Accounting and taxes 
• Bookkeeping 
• Contracts 
• Sales and marketing 
• Client management 
• Project management and productivity 
• Benefits (health insurance, retirement) 
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Getting a handle on all the different aspects of 
your business and executing them effectively is 
key to exceptional freelancing. 
 
Where can you go to learn these things? Of course, 
the Internet offers all the information you could want. 
But here are a few trusted resources for further 
reading: 
 

Accounting, Taxes, and Bookkeeping 
The Money Book for Freelancers, Part-Timers, and 
the Self-Employed (Joseph D’Agnese and Denise 
Kiernan) 
 
Contracts 
Start and Run a Copywriting Business (Steve 
Slaunwhite) 
 
Sales and Marketing 
SNAP Selling (Jill Konrath) 
The Art of the Pitch (P. Coughter) 
Duct Tape Marketing (John Jantsch) 
 
Client Management 
The Art of Client Service (Robert Solomon) 



		
15 

What Clients Really Want (Chantell Glenville) 
 
Project Management and Productivity 
Project Management for the Unofficial Project 
Manager (Kory Kogon) 
Deep Work (Cal Newport) 
Getting Things Done (David Allen) 
 
Benefits, Health Insurance, and Retirement 
The Freelancers’ Union (freelancersunion.org) 

 
Yes, it’s an investment to learn these things. But it’s 
crucial to get these business skills under your belt to 
give yourself the best shot at freelancing long-term.  
 
Without these skills, you create weak links in your 
success chain. So, even if everything else in your 
freelance business is humming along, you’ll still 
stumble if your sales skills aren’t up to par or your 
project management is shaky.  
 
What if your plan is to eventually bring people on to 
handle this stuff for you? Go for it! But you’ll still need 
to have these skills under your belt. Why? 
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First, it will be difficult to reach that level of success 
with out them. Second, once you bring them on your 
team, you have to be able to teach them how they 
can best help you.  
 
Freelancing may not be entrepreneurship by some 
people’s definition. But make no mistake: it takes an 
entrepreneurial mindset to become an exceptional 
freelancer. 
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#2: Negotiate to win…win 
 
 
In their terrific book, The Gardens of Democracy, Eric 
Liu and Nick Hanauer state that “the best way to 
improve your likelihood of surviving and thriving is to 
make sure those around you survive and thrive.” 
 
It turns out cooperation, not competition, is the 
optimal state of human systems. 
 
So, if “cooperation is the true foundation of 
prosperity,” how do exceptional freelancers tap this?  
 
By building win-win relationships with clients. 
 
There are some freelancers who embrace the winner-
take-all approach to client relationships. Others 
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prioritize clients’ needs over their own to get their 
business at all costs. 
 
The result? Winner-take-all freelancers may earn what 
they’re worth (or more), but clients feel ripped off 
regardless of how good a deliverable they received 
(assuming the relationship even gets that far). 
 
Self-sacrificing freelancers, on the other hand, end up 
not earning enough and feel taken advantage of. 
They end up resenting the client and the work, which 
will strain the relationship in the long run.  
 
Either way, someone feels like the other party got a 
better deal. And either way, the freelancer-client 
relationship ends up in peril. 
 
Instead, exceptional freelancers turn self-
interest—or client-first interest—into mutual 
interest by negotiating terms that feel good to 
them and their clients. 
 
In his ground-breaking book, Getting More: How You 
Can Negotiate to Succeed in Work and Life, Stuart 
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Diamond recommends these strategies for mutually 
beneficial (and more successful) negotiations: 
 

• Understand where your client is coming 
from. What are they feeling? How are they 
perceiving the situation? Diamond calls this 
understanding the “pictures in their heads.” 
And if you aren’t sure, ask. Your client will 
appreciate your candor. 
 

• Always move toward your goals. Act 
consistently with what you’re trying to achieve. 
If you want to earn a higher fee on a project, 
don’t jump into offering a client a discount. 
Instead, find some other way to add value to 
the project that makes the fee reasonable to 
your client. 

 
• Figure out what their goals are. The heart of 

win-win is finding a way to meet your goals 
and theirs. What do they really need? Don’t be 
afraid to ask. 

 
• Be transparent. Don’t deceive your clients by 

pretending to be something (or someone) 
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you’re not. Be open, honest, and real. If you 
don’t know the answer to something, say so. If 
you’re in a bad mood, cop to it. This 
establishes credibility and trust between you 
and your client, which will smooth your 
negotiations and cement your relationship. 

 
• Don’t get emotional. Stay dispassionate and 

focused. If you feel your feelings starting to 
take over, take a breath and regain neutrality. 
Getting emotional gets you nowhere. 

 
The more clients feel you have their interests at heart, 
the more they’ll be willing to work with you to help 
you meet yours. So, be real, be yourself, and be 
invested in your clients’ needs as much as your own. 
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#3: Be your clients’ advocate 
 
 
Great client relationships are the heart of exceptional 
freelancing.  
 
When you have rapport with and empathy for 
your clients, you end up with clients who love 
your work, want to pay you what you’re worth, 
and invest themselves in your success. 
 
One of the best ways to build great client 
relationships is by providing an exceptional client 
experience. 
 
What does that mean, exactly? 
 
It means wrapping every project or deliverable in 
thoughtful, client-centric service.  
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A lot of freelancers only focus on the quality of their 
work. That’s important, of course. But it’s not the only 
factor that goes into satisfying clients. 
 
Clients want great work. But they also want to 
feel like they matter to you—that you have their 
interests at heart. 
 
The dynamic I’m talking about isn’t coddling your 
client. It’s not about being a yes-man (or woman) or 
giving them everything they want. Too many 
freelancers head in this direction, which only enables 
bad habits in your clients.  
 
Instead, the relationship you want to create with your 
clients is one of advocacy. Make it your goal to help 
them avoid sabotaging themselves or their goals. 
 
Check in with yourself right now—do you see how 
different this feels?  
 
When you operate from this perspective, you get an 
instant shot of confidence. If you didn’t feel this way 



		
23 

before, now you see yourself as an expert, a partner, 
and—when clients need it—a Sherpa.  
 
This frees you to establish the ideal relationship 
dynamic with your client without second-guessing 
your motives. So, if your client is making a decision 
that you know would be debilitating, you can offer 
your opinion confidently and at the right time, 
without worrying you’re overstepping boundaries. 
 
The benefit is clients learn to value you. Really 
value you. Because not only are you a service 
provider, they can trust that their success matters to 
you. And that’s the secret sauce for fiercely loyal, 
long-term client relationships.  
 
Let’s look at a few ways you can build this type of 
exceptional relationship. 
 

• Communicate well and often. Poor 
communication has killed many a promising 
client relationship. Keep clients updated on 
the status of your project. Be responsive when 
they reach out to you. Note the ways they 
contact you and reciprocate. If a client 
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consistently reaches out to you by phone, call 
them back instead of emailing. 
 

• Establish boundaries. This includes nailing 
your scope of work before the project begins 
and letting clients know when a change is 
outside what you originally agreed upon. 
Maintaining boundaries keeps you from 
looking like a push-over (which causes clients 
to lose respect for you) and gives you a chance 
to discuss changes that could put the project 
in jeopardy. 

 
• Set expectations. Don’t expect clients 

(especially new ones) to inherently understand 
your process. The more you explain up front 
what they can expect from you (how you work, 
how you communicate, what to do if they have 
questions, when they can expect a response 
from you, what your process looks like for the 
project), the more they’ll trust and feel 
comfortable working with you.  
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• Find opportunities to delight. When I was 
corresponding with a prospective client on the 
other side of the globe, it was difficult for us to 
find time for a phone call.  

 
Instead of sending an epic email proposing 
how we might work together, I created a quick 
slide deck and recorded myself talking through 
the slides as if we were having a conversation. 
(I was comfortable creating narrated decks, so 
it was fast, easy solution for me.) I sent the link 
to the client with a brief explanation email. The 
next morning I had a response waiting for me. 
The first line was: “First off, really liked your 
pitch platform choice instead of a lengthy 
email. Hats off.” 

 
Finding ways to delight clients doesn’t need to 
be involved or flashy. Instead, it’s about 
adding personal touches that elevate your 
service. It can be as simple as sending a 
handwritten thank-you card after the end of a 
project or calling past clients to see how the 
project you worked on together is faring. 
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• If your client’s sabotaging their goals, say 
something. Let’s say your client wants you to 
create a foundational white paper for their 
company—one they’ll use for lead-generating 
email campaigns but also as sales call leave-
behinds and trade show collateral.  
 
The problem is they’re so focused on content 
that they’re not thinking about design. In fact, 
when you ask if someone will be designing it 
for them, they brush it off saying a PDF of your 
document will suffice.  
 
Even as a marketing writer, you know the value 
of having a white paper designed 
professionally. Good design reflects well on 
the company (and their branding efforts). It 
gives your content additional credibility. And  
long-form content with images and graphics 
increase reader engagement.  
 
An exceptional freelancer understands this 
is an opportunity to step forward and 
discuss these concerns with the client.  
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By sharing your candid expertise, your client 
learns you have their best interests in mind. 
And even if they still opt to create a design-
less PDF (perhaps due to lack of budget), the 
fact that you said something increases their 
trust and respect for you. 

 
Again, the dynamic you’re shooting for is not spoiling 
your clients or—alternately—whipping them into 
shape. Instead, advocate for them and their goals. 
Because when you look for opportunities to help 
them succeed, you can bet they’ll return the favor.  
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#4: Manage your marketing 
 
 
Marketing is a huge pain point for a majority of 
freelancers. And it’s usually caused by two things: 
 

1. Many freelancers have a natural resistance to 
marketing their own services, and 
 

2. They don’t know exactly what they should do 
to market themselves effectively.   

 
These are real problems for freelancers looking to 
earn a sustainable income. Without the motivation 
and ability to market their services, they’re forced 
to rely on clients to find them. 
 
But clients are too busy for that. They’ve got way too 
much on their plates to spend time seeking you out. 
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So, freelancers’ marketing reticence paired with 
clients’ chronic overwhelm had lead to the creation of 
freelance job sites or freelance broker sites. 
 
These sites aim to connect clients and freelancers, 
allowing clients to post their projects and requiring 
freelancers to respond. And it seems like a great 
solution, especially to the marketing-resistant 
freelancer. 
 
The problem is that these sites are built mainly 
with the client in mind. Because these sites cultivate 
a talent pool of freelancers with varying experience, a 
client can get the work they want at the price they 
want to pay, even if it’s under-market. 
 
And because many clients aren’t familiar with what 
creative freelance services should really cost, 
freelancers relying on these sites often find 
themselves overworked and far, far underpaid.  
 
(Clients take a risk using these sites, too. Often when 
they choose freelancers based on price, they can’t be 
certain if they’ll get quality work for their money. But 
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without any other way to differentiate from the 
hundreds of freelancers hungry for their business, 
clients always default to price.)  
 
Don’t get me wrong—freelance job sites can be a 
great way for new freelancers to test the waters and 
start building a portfolio. It’s also an easy way for 
“moonlighters” to supplement a full-time income.  
But these sites make it very difficult for more 
experienced freelancers to earn an income that 
makes freelancing sustainable over the long run. 
 
The fact is freelance job sites are a “glass ceiling” for 
freelancers who want to transition into the ranks of 
exceptional freelancing. 
 
In order to break through, aspiring exceptional 
freelancers must release their resistance to 
marketing and find ways to marketing their 
services effectively. 
 
What does this look like?  
 
When exceptional freelancers take control of their 
marketing, they have access to better-paying clients 
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that value higher-quality writing. They also have more 
control over who they work with, so they can choose 
clients—and projects—they’ll enjoy (instead of taking 
any work that comes to them).  
 
And make no mistake: clients notice how you 
market yourself, and it can affect your perceived 
value. Clients expect a higher level of expertise (and 
project fees) when you reach out to them 
independently than if they hire you from a freelance 
site. It shows you take your business seriously, and 
that translates to a commitment to your craft.  
 
Freelancers who actively market themselves have 
a better chance of building more lucrative client 
relationships.  
 
Here are some tips to elevate your marketing from 
“eh” to exceptional: 
 

• Get over yourself. Yes, for some people, 
marketing your services feels scary. But it’s 
necessary if you want to earn a livable—or an 
exceptional—income. Find ways to get 
comfortable with putting yourself out there 
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(even if that strategy is to fake it ‘til you make 
it).  
 
And don’t make the mistake of waiting until 
you’re feeling 100% confident. There are very 
few people in the world that operate that way. 
Instead, break your marketing tasks into their 
smallest steps and start checking things off 
your list. The more you accomplish, the more 
momentum you gain, which will increase your 
confidence naturally.  
 

• Build a marketing funnel. Great clients need 
to know, like, and trust you before they hire 
you. That means you need to build a 
relationship with them over time until they’re 
ready. The most effective way to do that? 
Mimic their decision-making process as 
much as possible with funnel marketing.  

 
The idea is to create a sales process that helps 
clients choose to work with you. A basic funnel 
involves four stages: awareness that you and 
your services exist, consideration of your 
services as a legitimate solution to their needs, 
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decision to work with you, and advocacy for 
your work both internally (in terms of repeat 
business from the same client) and externally 
(in the form of referrals to colleagues seeking 
services like yours). It looks like this: 
 

 
(See how the advocacy stage flares out at the 
bottom so that the funnel looks more like an 
hourglass? That’s because the first three 
stages—awareness, consideration, and 
decision—are stages clients need to move 
through to decide to work with you. It’s hard 
to get them to skip those three stages.  
 

Awareness 

Consideration 

Decision 

Advocacy 
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But advocacy is an “extra-credit” stage 
because it helps you capitalize on the clients 
who’ve already decided to work with you. If 
you look at other marketing funnels, many 
stop once the decision’s made. This is a huge 
mistake average freelancers make because 
it leaves money on the table. Remember the 
marketing truism: It costs five times more to 
attract a new client than keep an existing one.) 
  
Your marketing funnel should engage 
prospective clients at each level and sell 
them on graduating to the next. There are a 
lot of different ways to do this, but to identify 
what works for you, ask yourself these 
questions: 
 
Awareness 
How can I make ideal prospective clients 
aware of my services? (Direct mail, phone calls, 
and personal emails are some great options.) 
 
Consideration 
How can I keep them engaged to consider 
hiring me? (Stay on prospects’ radar with 
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things like follow up calls, check-in emails, or 
an email newsletter.) 
 
Decision 
How can I help them decide that my services 
are the right solution to their problem? (Pricing 
promotions—such as volume discounts—and 
project openings can help spur clients to 
green light a project with you.)  
 
Advocacy 
How can I encourage existing clients to find 
more ways to work with me and refer me to 
colleagues? (Referral programs can be a great 
way to encourage referrals—and more work—
from current clients.) 
 
Using a marketing funnel helps you walk in 
your clients’ shoes, increase your value in their 
eyes and lower the risks they associate with 
hiring a freelancer. Most of all, it paves your 
way toward more successful freelance 
engagements and opportunities to grow and 
expand your business.  
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• Market consistently. Even if you had the 
most effective marketing funnel ever 
conceived, you won’t get the results we’re 
talking about unless you market yourself 
consistently. That means marketing yourself 
not only when you’re slow but also carving 
out time when you’re busy.  
 
Most freelancers struggle with a feast-or-
famine income cycle because they aren’t 
marketing themselves consistently. So, while 
they may spend lots of time marketing 
themselves when they’re slow in order to get 
projects in the door, once they’re busy their 
marketing efforts fall off.  
 
The problem? When those projects are done, 
there’s nothing waiting in the pipeline. So, 
they end up cycling through “feast” months 
where they have a steady or even above 
average income, followed by “famine” months 
with little or no income which sends them 
scrambling desperately to find more work. 
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As we talked about with your marketing 
funnel, there’s a natural lead time between 
a client discovering you and hiring you. (And 
often there’s time between you doing the work 
and getting paid for it.)  
 
By not marketing consistently, you increase 
that lead time, which makes your cash flow 
sporadic. Unless your bills or rent or mortgage 
payments are also sporadic, this creates a 
MAJOR problem for you. In fact, the feast-or-
famine cycle is one of the top reasons most 
freelancers eject themselves and return to a 
full-time job. But if you market consistently, 
you can avoid this fate.  
 

• If you like freelance job sites, keep them—
just don’t rely on them. Freelance job sites 
can still be a great way to pick up projects, 
strengthen your portfolio, or even try 
something new. If you like the convenience 
they offer, keep them as a supplemental way 
to find work. Just don’t relying on them as the 
primary (or only) way you market your services.  
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#5: Build a success support 
system 

 
 
Unless you come from a long line of highly successful 
freelancers, chances are freelancing was relatively 
unchartered territory before you jumped in. 
 
When you started freelancing, you might’ve noticed 
friends’ eyes glazing over when you recounted a 
conversation with a client or family members’ 
confusion when you tried to clear up the difference 
between temping and freelancing.  
 
Although estimates say freelancers make up about 
35% of the economy, freelancing is still something 
many people can’t comprehend because it’s so far 
outside the 9-to-5 experience. 
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What that means for freelancers is that you’re often 
left feeling isolated. Not only because your gig 
leaves you working alone, but also because it doesn’t 
provide natural opportunities to create a support 
system for yourself. 
 
When I was employed, I actively sought out friends, 
allies, and mentors at work to help me navigate the 
dullness and frustrations of corporate bureaucracy.  
 
But when I left to freelance, I had no one to talk to 
about how to stay productive, balance my schedule, 
find new clients, or any of the other situations 
freelancers face. (Fortunately, I’m a big reader, so I 
found books to support me until I was able to 
establish my own freelance support system.) 
 
As a human being, you likely know that a solid 
support system can’t be underestimated. But as a 
freelancer, you may not know that having a support 
system for your freelance business is one of the 
biggest determinants of your success. 
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Successful freelancers know that going it alone can 
sabotage your business. Why? Because, like any 
unfamiliar situation, you’re bound to run into 
situations or obstacles that require a different 
perspective, level of experience, or some support 
to help you solve.  
 
Some of the greatest innovators of our time (Steve 
Jobs, Bill Gates, Mark Zuckerberg, Richard Branson) 
created support systems for themselves that included 
fellow entrepreneurs and mentors. It turns out having 
a support network helps you significantly raise 
your chances of success.  
 
So, as a freelancer, how can you give yourself the 
same chance to win? By establishing your own 
success support system. Here are a few ways to get 
started: 
 

• Network with freelancing peers. Finding 
fellow freelancers isn’t as hard as it seems, but 
establishing a network of them locally or 
virtually will stave off loneliness and give you a 
valuable sounding board.  
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Co-working spaces are a great way to meet 
other freelancers (and nab yourself a 
workspace that doesn’t offer the distractions a 
home office might). If you aren’t really 
interested in the office space part of the 
equation, see if the co-working space offers a 
networking night for users or the occasional 
daily drop-in rate, especially if you’re itching 
for a change of scenery and/or opportunities 
to socialize.  
 
If your socializing tastes trend more virtual, 
search your favorite social media outlets for 
groups to join. Facebook and LinkedIn are 
two great options. I facilitate a private 
Facebook group called The Secret Society of 
High-Income Freelance Copywriters, where we 
focus on how to take members’ freelance 
marketing writing businesses to the next level. 
(If that’s sounds interesting to you, consider 
this my invitation to join.) 
 

• Find a coach. As we’ve already discussed, 
freelancing is a different kind of animal 
compared to a 9-to-5 job. And that’s why 
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finding a coach to help you build your 
freelance business can offer huge benefits. A 
coach can help you refine new ideas and spot 
efficiencies to help your business run better.  

 
And here’s a pro tip: Look for coaches that 
specialize in group coaching.  
 
Why? While most people think one-on-one 
coaching gets you the best results, group 
coaching not only gives you access to a 
professional mentor (your coach) but also 
creates an instant, built-in professional 
network of freelancing peers, giving you two 
benefits in one.  
 
It also increases your chances of learning—
and using—the information your coach 
offers since your peers will ask questions, 
provide clarification, and generally enhance 
the time you spend together with your coach. 
(And a good group coaching program will give 
you direct access to your coach when you 
need it.) Whatever you invest in coaching, 
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consider it multiplied if you’re in a group-
based program.  
 

• Mind your mind. It might sound touchy-feely, 
but you are an important participant in your 
success support system.  
 
Your inner monologue (the things your mind 
tells you) can be your best friend or your avid 
enemy. To keep your mind from beating you 
up for every mistake you make, obsessing over 
every detail, or just raining on your parade, 
you must mind your mind. 

 
Watch carefully what your mind is saying to 
you. Not everything it says is true—about 
you, the situation you’re in, or the other 
people affecting you. 
 
Just because you think it doesn’t make it 
gospel. The way you counteract this is to 
become aware of how you talk to yourself.  
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Many people are their own harshest critics. 
They say things to themselves they’d never 
dream of uttering to another human being.  
 
If this is you, it’s got to stop.  
 
The fact is: how you talk to yourself not only 
shapes how you feel about yourself, but it also 
impacts what you believe you’re capable of, 
what you accomplish, even what you earn. So, 
as a freelancer, it’s even more important that 
your self-talk supports you instead of defeats 
you. 
 
One of the best ways to become aware of 
what you’re saying to yourself is to notice 
when you have negative feelings. Sadness, 
anger, anxiety, worry, and fear are all signs 
that your mind may telling you things that 
don’t support your success.  
 
When you notice these types of emotions, 
stop and listen to what your mind is telling 
you. Then ask yourself, is it true?  
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Even in situations where you perceive another 
person is causing you to have these feelings 
can be lessened or entirely defused if you 
listen to—and question the veracity of—what 
your mind is saying. 
 
So, mind your mind. And make sure it’s your 
friend.  
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WRAPPING IT ALL UP 
 
I’ve watched freelancers make amazing transitions 
from average to exceptional.  
 
When you make that leap, you’ll see changes in your 
income, your client roster, your “job” satisfaction, 
even your confidence. So, it’s no exaggeration to say 
that becoming exceptional has the power to 
change your life.  
 
The good news is embracing this level of excellence 
isn’t fate—it’s a choice. A choice you can make for 
yourself starting right now. And you can use these 
five secrets to get you further down the path:  
 
1. Think like an entrepreneur. 
2. Negotiate to win…win. 
3. Be your clients’ advocate. 
4. Manage your marketing. 
5. Build a success support system. 
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In the days ahead, more and more people will join 
the freelancing ranks. But what separates exceptional 
freelancers from average ones is a passion for their 
craft and a drive to build a sustainable freelance 
business.  
 
Will that be you? If you’ve made it this far, your 
chances are better than most.  
 
To your success! 
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Sources: 
 
Video: Seth Godin interview 
http://bit.ly/godinfreelance 
 
Report: Freelancing in America, 2016 
http://bit.ly/freelancereport2016 
 
Book: Getting More: How You Can Negotiate to 
Succeed in Work and Life (Stuart Diamond) 
http://bit.ly/gettingmorediamond 
 
Article: “A Freelancer’s Guide to Building Great 
Relationships.”  
http://www.howdesign.com/creative-freelancer-
blog/freelancers-guide-client-relationships/ 
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About Janice Hughes 
 

 
 
 
Janice Hughes is a 
business coach who 
helps freelance 
marketing writers build 
six-figure businesses. 
She is creator of the 1-
Hour Marketing Plan for 
Six-Figure Freelancing.  
 
Prior to coaching, she 

was a business-to-business copywriter and content 
marketer, writing for cloud-based technology 
companies.  
 
To learn more about Janice, visit 
www.hugheswriting.com/coaching. 
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1-Hour Marketing Plan for 
Six-Figure Freelancing 

The 1-Hour Marketing Plan for Six-Figure Freelancing is 
a unique end-to-end marketing system designed 
exclusively for freelance marketing writers to help you: 
 

• Consistently market your freelance business in as 
little as one hour a day 

• Earn what your creative services are worth (finally) 
• Get off the feast-or-famine rollercoaster for good 
• Attract higher quality, higher paying clients that 

value your expertise 
• Build a successful, financially sustainable 

freelance business 
 
WHO THIS PROGRAM IS FOR 

This program is not for everyone. We admit freelancers:  

• Committed to hitting income goals with 
integrity and a concern for their clients’ success 

• Driven to grow an extremely sustainable  
freelance marketing writing business 

• Willing to take action consistently to achieve 
their goals 
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ABOUT THE PROGRAM 

This 8-week online course gives participants: 
 

• Lifetime access to online course modules and 
resources to walk you step-by-step through 
building your marketing funnel 

• Admission into an exclusive freelancing network 
• Weekly group coaching calls with Janice and 

email support throughout the program 
• Lifetime program updates and new resources 

 
ADMISSION REQUIREMENTS 

Spaces are limited to facilitate a high quality experience 
and maximize participants’ time in the program.  
 

Admission to the program requires submitting an online 
application and participating in a consultation call with a 
member of our team to discuss where you’re currently 
struggling in your freelance business.  
 
To apply, visit hugheswriting.com/six-figure-freelancing/ 
 
Please note: Applying does not guarantee acceptance, nor 
does it obligate you to participate if you are offered a spot 
in the program.  
 


