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Introduction

More Americans are going freelance every day—some by choice; some forced by circumstance.

No matter how you may arrive at this career option, with the right information, you can thrive as a freelancer. It doesn’t have to be a scary, challenging road. It can be rewarding, exciting, and fulfilling—with a step-by-step guide to help you chart your path to success. And that’s what this guide is. You’ll learn everything from how to write a business plan, to how to market for clients, to how to brand your freelance business.

The twenty-first-century’s global economy has laid the foundation for the demand of a freelance workforce. For those willing to seize the opportunities presented, the sky is literally the limit.

Here’s to your success!


Chapter 1

The Freelancer Mindset

Independent Contractor.

Contract Worker.

Freelancer.

No matter what you call them, these types of workers are becoming increasingly common. In many companies across the country using freelancing services is becoming the new norm.

Millions are taking the leap into this career path, once considered a nontraditional career option. Consider the following stats. Although they vary according to source, one thing they all make clear is that freelancing is here to stay.


	Eighty percent of large corporations say they plan to “substantially increase” their use of a flexible workforce, shifting from hiring full-time employees to using “free agent” employees.

	According to “Freelancing in America,” a survey conducted by Upwork and the Freelancers Union, a staggering 53 million U.S. workers, 34 percent of the workforce, are now freelancing.



What is it about freelancing that’s attracting these enormous numbers of people? After all, freelancing can be scary, since it doesn’t offer the security of a regular job with health benefits and a steady paycheck.

In fact, freelancing is a great alternative to a traditional job. But you have to get in the right mindset. Once you do that, the advantages can be enormous.

Why Freelance? Why Now?

Stop and ask yourself the question. Don’t answer vaguely with something like, “I hate my job!” That may be true, but making a decision based on a negative emotion is usually much less productive than deciding because of a positive one. Instead of “I hate my job,” how about, “I want to follow my passion.”

For example, if your passion is paragliding, think, “How can I monetize this?”

Are there paragliding classes in your area? If not, as a freelancer can you offer such classes? If there are already classes, how many outlets offer them? Could your geographic area support one more teacher offering classes? Just because there’s competition does not mean that your idea is not a good one; it just means you have to do some investigating.

Practically no idea under the sun is new. That means that no matter what kind of freelance business you start, you are going to have to prepare a business plan to see if it’s feasible.

The bottom line: figure out why you want to freelance because that’s what will motivate you to push through any angst, fears, and stumbling blocks you may encounter along the way.

Some other benefits of freelancing include the following.

Job Security

With just over a third of the American workforce engaged in some form of freelancing, an argument could be made that freelancing is the new job security.

“But,” you may be thinking, “as a freelancer, I’ll only be as successful as my next gig. And the more people who are freelancing, the more competition I’m facing, which doesn’t lead to job security.”

Excellent point.

However, consider this: As a full-time employee, you’re only as secure as your current employer says you are, because all your financial eggs are in one basket. If the parent company in Europe decides the U.S.-based branch in Dallas isn’t as profitable as it should be, your company could be sold, reorganized, or go out of business. Where does that leave you? Potentially without a job.

When you freelance, you rely on more than one client/customer. If one of them disappears (is sold, reorganized, or goes out of business), they don’t take your whole paycheck with them because your financial eggs are always in several baskets.

Up-to-Date Skill Set

Freelancing forces you to keep your skills sharp. Because you have to be constantly in tune with what competitors in your niche are doing, you have to consistently upgrade existing skills and acquire new ones.

Two valuable skills that freelancing hones to perfection are marketing and customer service. If you’re not consistently marketing to get new clients in the door and providing excellent customer service to existing clients, you’ll soon find yourself without any clients.

In short, freelancing motivates you to keep your soft and hard skill sets sharp. It’s vital to staying competitive.

Work with Your Body Clock

Do you fight the urge to throw your alarm clock across the room each morning? Do you feel the most energized from 5 P.M. until midnight? Is morning your least favorite time of day? As a freelancer, you can work with your natural body clock, instead of fitting it into a predetermined schedule made up by someone else.

“But what about deadlines?” you say. “You have to make your deadlines. You can’t just work when you want.”

Yes, you do have deadlines, but when you freelance, starting at the contract stage you determine what those deadlines are. As long as you are disciplined enough to meet them, whether you work from 5 P.M. to 9 A.M. or 9 A.M. to 5 P.M. is up to you.

Think of it this way: freelancing is not a pass to work “when you want”; it’s a gift to work “at your best.”

Vacation

Do you have vacation time circled on the calendar in your cubicle, typed to pop up on your cell phone, and saved as a favorite on your laptop? Do you worship the word like it’s a second coming of a deity you didn’t even know you worshipped? How nice would it be to make it just a word again, instead of two weeks of a whole year you live for as if your very life depended on it.

As a freelancer, your vacation is not something approved by someone else. Finished up a project? Got paid? Noticed a special to Miami on Expedia for four days and three nights of fun in the sun?

Go! It’s your prerogative—no need to request time off, hope your boss approves, and/or worry about if you have enough vacation days left.

Take Control of Your Financial Future

As a freelancer, you set your income goals. You don’t have to wait for an annual bonus or raise, which usually isn’t enough to cover the cost of inflation.

Set Life Priorities

Miss putting your kids on the bus and being there to meet them when they get off? Wish you could visit your aging aunt Matilda in the nursing home more often? Want to volunteer for the upcoming community garden project?

Freelancing allows you the flexibility to fit life around your priorities, to meet the needs of children, parents, and other people, places, things, and causes that are important to you.

Play to Your Strengths

Freelancing capitalizes on your strengths, whether they’re artistic, technical, mathematical, intellectual, or something else. When you build a business that plays to your strengths, you’re much more likely to enjoy the work, which underscores the final benefit.

Happiness

A 2015 study by Upwork (formerly Elance-oDesk) in conjunction with the Freelancers Union reported that 60 percent of freelancers started freelancing by choice, and half of them said that they wouldn’t stop freelancing for any amount of money.

Freelancing makes many professionals happy.

Whatever your reason for wanting to become a freelancer, motivation is the key. Working for yourself is challenging not because the tasks are too difficult or complicated but because you’re the only person you have to answer to if you don’t get out of bed every morning and get to work.

Eight Habits of Successful Freelancers

If you freelance, it says something about who you are; the same as if you were a doctor, actor, or rodeo cowboy. The very nature of this career choice suggests that it attracts those who are different. However different freelancers may be, though, there are some traits they tend to share.

1. They Are Self-Motivated

It’s easy to stay fired up when you first decide to do something. It’s an adrenaline rush—this new, shiny goal that’s going to change your life and turn you into the person you always wanted to be. Who wouldn’t be excited by that? But then, reality sets in. You have to fit your ambition into a thing called . . . life. Things get in the way.

Successful freelancers are different. They stay motivated to achieve their goals, in spite of life’s challenges. They’re determined to succeed, no matter the odds.

If you’re not a naturally self-motivated person, don’t worry, it’s something you can change. Put a routine in place. It can be as simple as meditating for five minutes every morning or creating a vision board, to something as involved as hiring a success coach. Here are five ways to get motivated:


	
Focus on the end goal. Determine what you want. What’s the end goal? What will happen once your goal is accomplished? Will you be able to finally put a down payment on a house? Make that last payment on your student loans? Have a year’s worth of emergency funds in the bank? Whatever it is, focus on that.

	
Reward yourself. Always dreamed of taking a boat trip down the Nile? Want that chocolate-colored leather bomber that’s always been just a bit too extravagant for your budget? Dreaming of a scoop of double-fudge ice cream that’s never on the diet list? Rewards . . . they’re not just for kids!

	
Set time limit. Putting a time limit on your perceived “torture” helps you to get started. Usually, getting started is the hard part. Once you start, you wind up putting in much more time.

	
Develop a “fighting mantra.” It’s your call to battle when you realize that you’re procrastinating or don’t feel motivated. It can be as unoriginal as “I deserve success!” or “Get up and get moving now!” Whatever gets you off your tokus, make that your mantra.

	
Create a to-do list. Write down a few things you want to accomplish within a defined time. Don’t list too many things, or it can scare you. There’s something about crossing things off a to-do list that’s very motivating, so get busy and get that pencil ready to strike through completed tasks.



Motivation, like any other habit, is something that can be learned. Figure out what works for you, then practice doing it on a consistent basis. After a while, you’ll find that you need “tricks” less often because being motivated will become a part of how you operate as a freelancer.

2. They Know When to Take Action

Have you ever met someone who is always talking about doing something but can’t nail down a start date to save his life? Many wannabe self-employed people fall into the “research” trap. They take class after class after class, read blog after blog, consult expert after expert—but they never actually start. Mark Cuban of Shark Tank fame calls them “wantrepreneurs.”

Successful freelancers are well aware that it is impossible to know everything before you start freelancing. In fact, there are some things you can only find out after you start. But the beauty of starting is, it’s never as bad as you think. Also, thanks to the Internet and the networks of contacts you’ll build, there will practically always be a source you can tap to shed some light on whatever problem you’re facing.

By all means, do your due diligence on whatever niche you’re targeting with your services. But ultimately you’ve got to take the first step and get started. It’s the only way down the yellow brick road of successful freelancing.

3. They Are Risk Takers

Understandably, striking out on your own as a freelancer scares the bejesus out of you—especially if you are ensconced in a cushy nine-to-five job. Why would you expose yourself to the risks associated with freelancing: lack of insurance, uncertainty about your income, and so on?

But risk doesn’t have to be a bad thing. In fact, a keen awareness of risk and a willingness to undertake it is actually a good thing when you freelance. Why? Because freelancing forces you to assess the pros and cons of various situations. It forces you to think in-depth about your career and the path it’s taking.

Deciding to freelance is one of the biggest risks you’ll ever take. Once you make the leap though, you’ll know how to mitigate that risk by following the same strategies any other successful business owner uses: know your numbers, get pricing right, target the right market, and so on.

Now . . . does that sound risky, or smart?

4. They Figure Things Out

In the business world, people who discover solutions are called problem solvers. But when you freelance, not everything is exactly a problem. It’s just something that you have to figure out.

For example, let’s say you start a marketing business, helping businesses to brand themselves online. You land a new client. She forwards you tons of data to go through to learn more about her business and the direction she wants to take it.

There’s only one problem. The data is in an Excel spreadsheet. You were expecting Word files and maybe a few PDF files, not spreadsheet after spreadsheet. Furthermore, the new marketing manager sends a note. She wants you to parse the data and your recommended findings in Excel and get them back to her within a week.

You’ve never worked in Excel in your life! Eek! The deadline has been set, the contract signed, and the deposit is sitting snugly in your account. There’s only one thing you have to do: figure out how to work in Excel.

Period.

Freelancing presents a wide range of challenges, and the number and kind always increases—especially as you grow your business. So you must be good at figuring stuff out—many times, quickly.

5. They Are Disciplined

As a freelancer you decide everything from what needs to be done, to when and how, to how much to charge, to whom to hire and fire. Clients depend on you to deliver when you say you will. You’ll do whatever it takes to accomplish that.

Most importantly though, you are accountable to yourself—to the dream you decided to build. It takes a strong internal drive and honed self-discipline to stay true to this.

For example, imagine you sign a contract on March 11 to complete a job by March 23. There’s only one fly in the ointment—your parents’ thirtieth anniversary is on March 20—and you’re in the middle of planning for more than 100 family members who are flying in from across the country.

You could have turned down the contract, but it’s for a client you’ve been trying to rope in for the past six months. Turning them down was not an option, and you know that if you knock this project out of the park, repeat work from this one company alone could be worth its weight in gold from an industry reputation standpoint. So what do you do? You immediately prioritize what needs to get done, when, by whom, and how.


	Does this mean hiring a party planner to assist?

	Does it mean outsourcing part of the project?

	Does it mean putting off your marathon training runs for the next four days?

	Does it mean getting up three hours earlier each morning?



Whatever it is, you do it because there are two things you are sure of: your parents will have the celebration they deserve; and you will finish the job on time because your reputation is on the line.

6. They Are Organized

Organization is tremendously important to freelancers—after all, if you’re not organized, there’s no one else who’s going to do it for you. If you can’t find that file the client sent detailing the changes he wanted, or you’re lax checking your e-mail and you miss an important message, if you miss a project due date because you thought it was Wednesday and it was Tuesday, you’ll lose clients and ruin your reputation.

Successful freelancers figure out quickly that they must get and stay organized. Not only will it allow you to handle your work flow more efficiently, it will position you to take advantage of opportunities that may come your way.

Many people do not start out super organized. However, if you recognize you’ve got a problem in this area, you must take steps to correct it.

An Extra Day in Your Workweek?

Research on time management published in the Harvard Business Review revealed that workers were able to free up nearly a fifth of their time—an average of one full day a week—just by eliminating and/or delegating unimportant tasks, and replacing them with value-added ones.

This is what time-blocking does. It keeps you on track by forcing you to eliminate distractions, do away with procrastination, and avoid unproductive multitasking.

Time-Blocking Tips


	
Determine long-range plans. You should always have a big-picture assessment of your business in mind.

	
Decide on weekly goals. What makes for a week well spent? Write out a few (three or four) tasks that you’d like to complete for that week. Make sure these are getting you closer to your big-picture goals.

	
Break down workday into hours. If you work eight hours a day, assign hours to specific tasks. This way, you can see at a glance what you’re supposed to be working on.



In Chapter 8, we’ll talk about some productivity and organizational tools to help get—and stay—organized.

7. They Are Reliable

It’s critically important to your freelance success to do what you say you’re going to do when you say you’re going to do it. This is really the key to building a strong client list. People learn that they can rely on you to meet deadlines and produce material in a competent, professional manner.

Make it a habit to overdeliver when possible—on time, every time. Never, ever miss a deadline. This one golden rule can land you more business over time than you can imagine. Your clients know that if they give you a project, there’s never a doubt of you not coming through.

8. They Are Good Communicators

Many freelancers work alone most of the time. However, the most successful freelancers never lose their communication skills—which means both effective communication and listening. Without face-to-face communication, a lot can get lost in translation. Good freelancers don’t rely exclusively on e-mail but instead use a range of communication devices: phone, Skype, social media, and so on.

You must be clear and exact so that there’s no chance of being misunderstood, which can cost you—and your client—in time and money.


Freelancer Tip

Make note of how many of these traits you already possess, and how many you need to work on. Don’t despair if you don’t have some of them. All of them can be developed. Just be honest with yourself as you go through the list—and start working on those areas where you feel you fall short.



If you’re confident you have these eight traits—or that you can easily acquire them—it’s time to take the next step and mentally prepare for the freelance life.

How to Mentally Prepare to Freelance

One of the most difficult things for many aspiring freelancers is the uncertainty that comes with this career choice. It can be downright scary wondering if you’re going to earn enough to keep a roof over your head and pay your bills, keep up your healthcare, student loan payments, and so on.

You’d be crazy not to be scared.

This is why mental preparation is so vital. Following are four things you can do to get mentally fit to freelance.

Prepare for Pushback

One of the things that may surprise you when you announce that you’re going to start freelancing is the resistance you’ll get from friends and family. You may be well prepared to handle the “Are you crazy?” arguments from acquaintances and coworkers, but when pushback comes from those close to you, it can cause you to doubt yourself—and abandon your freelance business dreams altogether.

How can you counter this sort of thing? Most important, have a very clear idea of what you expect from your freelancing career and why you’re doing it. Create healthy boundaries to prevent others from impeding your success; if they truly have your best interests at heart, they’ll accept that this is your career choice.

Embrace Rejection

Rejection is just fear—fear of being told, “No. Go away. We don’t need or want you or your services. You’re nowhere near qualified enough to work with us. Don’t ever, ever contact us again. Leave us alone!”

Of course, this is hyperbole, but when you’re rejected, it can feel as if someone’s saying all of these things. In actuality, all that’s happened is that the firm or individual you approached said no. Perhaps they hired someone else to do the job. Or the budget was unexpectedly cut and the project no longer exists. Or they decided to keep the work on the project internal. Or the person with whom you spoke about the project had a cat that just died.

In most cases, you won’t know why your bid for work was rejected. That’s why it’s important not to take it personally. Rejection is an inevitable part of freelancing. The sooner you train yourself to accept it and move on, the sooner you’ll be on the road to success.


Freelancer Tip

Try this exercise to help get over the fear of rejection. When one of your bids is rejected, sit in a comfortable chair, close your eyes, and whisper, “It’s not personal.” Repeat this ten times. Each time you say it, get in the habit of thinking what it could be:

It’s not personal. There’s no more money for it.

It’s not personal. They just spilled coffee on their favorite shirt.

It’s not personal. They changed bosses.

It’s not personal. The transmission in their car died.

It’s not personal. They changed their strategy.

Before long, it’ll become a game—one you play whenever you’ve been told for the umpteenth, “Thank you for contacting us, but we have no need for your services at this time.”



Most of the time, the people rejecting your offer will be pleasant and professional. No one’s going to scream. No one’s going to question your talent. No one’s going to tell you to get lost. You’ll most likely be rejected very politely, or you’ll never hear from the prospect at all.

Now how bad is that?

Focus on What You Offer

When you decide to freelance, you do so because you believe you have a product or service that will help others achieve their dreams. This product or service is unique to you, something you alone provide. It’s something that solves someone else’s problem.

It can be easy to lose sight of this when you’re told, “Thanks, but no thanks.” But it’s important to hold on to this belief. It’s what will keep you motivated to keep going.

An easy way to stay focused is to remember, “I have something valuable to offer. I design kick-ass websites that my clients love. Or, I write compelling copy that sells out seminars. Or, I write code that saves small business owners hundreds of man-hours in lost productivity.”

Keep the focus on how what you offer helps potential clients achieve their objectives. When looked at this way, it’s not about selling yourself; it’s about offering solutions. Just ask yourself:


	What business wouldn’t want to get a brand-spanking-new interactive website to replace that static one that’s stuck in the nineties—the early nineties, no less?

	What entrepreneur wouldn’t want sales copy that helps him go from holding seminars in a rented office that holds eight people to a seminar space with a 200-seat capacity?

	What cash-strapped start-up wouldn’t want a custom program that allows them to access all their raw data at the click of a mouse, instead of having to dig through paper receipts (which your programming skills provided)?



You, my friend, are a problem solver.

Burn that message in your brain before you open your doors. Print it on a plaque and put it on your desk; write it on a Post-it and stick it on your laptop, tablet, or computer; have it painted and framed to hang on your office wall.

Whatever you need to do—remind yourself how awesome what you have to offer is. It’ll make placing those sales calls so much easier and growing your business that much more fun.

Ask for Help

Just because you may work alone does not mean that you are alone. There are many organizations you can reach out to. Following are seven of the most practical and well regarded.

1. Freelancers Union

This national nonprofit organization represents the concerns of independent workers such as freelancers, consultants, and temps. It offers various forms of insurance to workers, as well as providing an advocacy platform and in-depth information on matters important to the freelance community. The organization is online at www.FreelancersUnion.org.

2. Meetup.com

Meetup.com is the world’s largest network of local groups. Freelance Meetups (www.meetup.com/topics/freelance) connects freelancers with other freelancers in their local area. You can start your own group or join an existing one in your niche in your area. Members can meet to network, discuss freelancing issues, barter, find a cowork space, or just to get out of the house and make new friends.

3. Small Business Administration (SBA)

This organization is a virtual treasure trove of information—everything from securing loans and contracts, to counseling and other forms of assistance. Log on to www.SBA.gov to learn more.

4. SCORE

SCORE is the acronym for Service Corps of Retired Executives. It is a nonprofit organization supported by the U.S. Small Business Administration (SBA) with a network of over 11,000 volunteers. It matches aspiring entrepreneurs with local volunteer mentors, and holds events and workshops via its 320-plus chapters, which are spread across the United States and its territories. SCORE’s mentoring services are delivered at no charge, or at very low cost. SCORE is online at www.SCORE.org.

5. Small Business Development Centers (SBDCs)

There are nearly 1,000 service centers available to provide no-cost business consulting and low-cost training to aspiring entrepreneurs. SBDCs, funded in part by the U.S. Congress through a partnership with the SBA, are hosted by leading universities, colleges, and state economic development agencies. They provide free face-to-face business consulting and at-cost training in various areas such as how to write a proper business plan, securing start-up capital, and marketing.

Find an SBDC near you at www.AmericasSBDC.org.

6. Chamber of Commerce

Many chambers of commerce have mentoring programs. Mentors are usually selected from professional connections they’ve developed within the chamber. The programs try to match business owners based on a variety of factors: educational background, type of business, personality, and potential worthwhile connections.

To find your local chamber, Google “chamber of commerce” and your city, state. Once you have their information, visit their website or call and ask them if they have a mentoring program. If they don’t have one, check the largest city next to you. Sometimes, a small, local chamber might not have a mentoring program, but one in a larger metropolis will.

7. The Internet

Join some forums in your niche; follow the blogs of a few “gurus” in your niche; subscribe to industry-leading newsletters in your niche; stalk the social media accounts of those in your niche.

See the theme? Niche, niche, niche. Once you decide what type of freelance business you want to start, research people, institutions, publications, and organizations that are the movers and shakers in that niche—and learn from them.

As stated earlier, thanks to the web, there is practically always a way to find help to shed some light on whatever problem you’re facing as a freelancer. Where possible, have a go-to person you can talk with when fear, doubt, and uncertainty threaten to overwhelm you. This can be anyone in your immediate circle who’s supportive of your career choice, or a business mentor or coach.

Transitioning

“I quit!”

“I wish I could quit right now!”

“Man there’s got to be more to life than this. I want to quit so bad.”

“I like my job; I just wish it had more flexibility.”

The decision to begin freelancing, as we’ve discussed, is a very important one. To make sure your freelance career gets off on the right foot, you need to think about exactly how you’ll make this transition from working full-time for someone else to working on your own.

Some people do it responsibly—cleaning out their desk drawers, handing in their notices, and finger-biting those last two weeks on the job. Others do so with flair—walking into their boss’s office, firmly stating, “I quit!” and never looking back. Still others squelch their desire for years—until they’re fired, laid off, or have hours cut to the bone and are in effect pushed into freelancing.

Your entry into the freelance world doesn’t have to be as dramatic. It can be smooth. Following are five things you can do to make the transition from a full-time job to freelancing full-time as joyful and successful as possible.

OEBPS/nav.xhtml



Contents





		
Title Page
   


		
Copyright Page
   


		
Dedication
   


		
Acknowledgments
   


		
Introduction
   


		
Chapter 1: The Freelancer Mindset

		
Why Freelance? Why Now?
   


		
Eight Habits of Successful Freelancers
   


		
How to Mentally Prepare to Freelance
   


		
Transitioning






   


		
Chapter 2: What to Sell and What to Charge

		
Decide What to Sell
   


		
Pricing: Guidelines to Get It Right
   


		
What You’ve Learned






   


		
Chapter 3: Writing Your Business Plan

		
The Most Important Thing
   


		
What a Traditional Business Plan Includes
   


		
Refining the Plan
   


		
Final Issues to Consider When Writing Your Business Plan






   


		
Chapter 4: Start-Up Costs

		
Categorizing Your Start-Up Costs
   


		
Things That Can Wait
   


		
Three Things to Remember
   


		
What You’ve Learned






   


		
Chapter 5: Building a Brand on a Shoestring Budget

		
Three Keys to Branding Success
   


		
Construct an Elevator Pitch
   


		
Conclusion






   


		
Chapter 6: Marketing 101

		
To Niche or Not to Niche
   


		
The Five Ws of Marketing
   


		
Key Questions to Consider
   


		
What a USP Is and Why You Need One
   


		
How to Develop Your USP
   


		
Competition: What You Need to Know
   


		
Free or Low-Cost Marketing That Works
   


		
Your Website






   


		
Chapter 7: How to Land Your First Client(s)

		
1. Join a Chamber of Commerce
   


		
2. Get Your Former Employer on Board
   


		
3. Use Cheap Gig Sites
   


		
How to Leverage Freelance Marketplaces
   


		
How to Retain Existing Clients






   


		
Chapter 8: Structuring Your Workday

		
Allocating Time
   


		
Twenty-Four Hours Is Enough
   


		
How to Set Up Your Office
   


		
How to Use Time-Blocking to Earn More
   


		
Four Ways to Avoid Distractions
   


		
How to Handle Dry Spells






   


		
Chapter 9: Working with Clients

		
How to Vet/Screen Clients
   


		
When to Say “No”
   


		
Keep the Door Open for Future Business
   


		
Freelancing and Contracts
   


		
How to Set, Meet, and Beat Deadlines
   


		
Getting Paid






   


		
Chapter 10: Kicking It Up a Notch! How to Get Ongoing Clients

		
What Exactly Does It Mean to “Scale” a Business?
   


		
Service-Oriented versus Product-Oriented Businesses
   


		
How to Scale Your Business
   


		
What to Expect When You Scale
   


		
The One Thing Almost Every Successful Freelancer Does






   


		
Chapter 11: To Incorporate, or Not

		
What Does Incorporating Mean?
   


		
Common Business Structures
   


		
Some Overall Pros and Cons to Incorporation
   


		
Five Questions to Help You Decide
   


		
Legal Advice Every Freelancer Needs to Know
   


		
Covering Yourself






   


		
Chapter 12: Common Freelance Pitfalls to Avoid

		
The Scams Pitfall
   


		
The Pricing Pitfall
   


		
The Confidence Pitfall
   


		
The Friends and Family Pitfall
   


		
The Competition Pitfall
   


		
The Procrastination Pitfall
   


		
The Transitioning Pitfall
   


		
Embrace Change






   


		
Chapter 13: Medical Insurance for Freelancers

		
1. The Affordable Care Act (ACA aka “Obamacare”)
   


		
2. COBRA (Consolidated Omnibus Budget Reconciliation Act)
   


		
3. Medicaid
   


		
4. Membership Organizations
   


		
5. Faith-Based (Christian) Health Plans
   


		
6. Health Savings Account (HSA)
   


		
7. Spousal Insurance
   


		
The Best Healthcare Plan






   


		
Chapter 14: Know Your Numbers

		
Six Numbers Every Freelancer Should Know
   


		
Three Things to Know about Taxes
   


		
Retirement
   


		
Banking






   


		
Chapter 15: Freelance Success Stories

		
From Inner-City Schoolteacher to Freelance Writer
   


		
How to Turn a Past Employer Into a Freelance Client
   


		
From Software Developer to Gaming Writer
   


		
How to Master Branding
   


		
Leverage “Cheap Gig Sites” to Earn a Full-Time Living
   


		
What Freelancing Taught Me about Money, Self-Worth, and Honing My Craft
   


		
Why So Many Freelance Writers?
   


		
The Five Most Sought-After Skills in Online Freelance Professionals
   


		
Conclusion






   


		
Bibliography
   







Guide



		Cover


		Contents


		Start of content









OEBPS/images/188I100092_-418836_100.jpg
FACT: Freelancers are a growing workforce. There are now almost 54 million Americans
freelancing, an increase of 700,000 over last year. That's more than a third of the
American workforce. Millennials . . . are freelancing at a higher rate than any other group.

—FastCompany.com

The Ultimate

FPECIANCEN
tldenook

. LEARN HOW TO:
Land the Best Jobs

Yuwanda Black





OEBPS/images/logo-adams.gif





