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3 Ways You Can Immediately Land A Client--Even If You Are A Beginner With Zero Experience
by Bob Bly

One of the questions I’m most often asked by beginning copywriters concerns how (and whether) they can make a six-figure income as a full-time freelancer. The answer is “yes,” but what it all boils down to is marketing. You have to learn how to market yourself effectively as a copywriter.

In other words, you have to learn how to land clients on a consistent basis.

There are all sorts of ways to do this, but following are three of my favorites. These will work for you whether you’re just starting out or you’re already in business and looking to “keep the pipeline full” at all times.

1. Target your ideal clients and build a relationship with them.
Notice there are two parts to this.

First, target your ideal clients. The ideal client has the following characteristics:

· They pay freelance copywriters well.

· They have the kind of product/service or are in the kind of industry you find most interesting.

· They are the most likely to give you business, i.e. they regularly hire freelance copywriters.

Once you have your list of ideal clients, research them. Find out what their concerns are. Look at what has worked in the past. Then, find out who the person is who would hire you as a copywriter (usually the marketing director).
Make your first contact brief: a phone call asking if they are the right person, and if they ever use freelancers. If they do, ask if they would be interested in seeing samples of your work. If they say yes, find out how they prefer to have it sent (email, mail, fax) and follow up with whatever they suggest.
Followup is key to the second part: build a relationship with them.
How often? About once a week. You can mix up the media: follow up the initial phone call with an email or letter (including the samples if they asked for them), call again the next week, send out a letter a few days later, follow up with another phone call. If you come after them in a variety of media, suddenly you’re someone they’re familiar with even if they don’t know why.
If you’re afraid of being a pest, you can put in the subject line of one of the emails, “Just being persistent.…” You can tell them if they don’t want to hear from you, please say so. 

One of the things you’ll be doing when you follow up is to offer them good ideas. Think through some effective approach and ask, “Have you ever considered doing X?” Position yourself as a font of ideas--ideas they will have to hire you to implement. As you build a relationship of trust, showing them how you can meet their needs, it’s quite likely they will call on you when your idea coincides with their need.
The key is to be persistent. And think through what makes you unique—what they need that only you can provide. 

2. Make them an irresistible offer. When you contact potential clients, offer them something: a free report targeted to their needs, a tape or CD of a talk you gave on a topic of interest to them, a tips sheet. Give them something that speaks to their core need.
I once did a talk, had it professionally taped, priced it at $15 but offered it as a premium to those who asked for it. (My cost to produce them was about a buck.) From this I got 200 requests (prequalified leads) within 48 hours. Around 30 or 40 were qualified companies that became paying clients. 

Not only does a bonus make prospects more likely to respond, it also boosts your credibility and positions you as an expert. 

3. Start your own ezine. Every freelance copywriter should have an ezine. It’s your ongoing, regular vehicle for reaching out to and interacting with clients and potential clients. A way of communicating on a regular basis so your name is familiar. As you give them valuable information every month, they will learn more about you and what you can do for them. When they have a project, you’ll already be in their frame of reference.
Use your offer (#2 above) to capture their contact information. Make your ezine short, targeted to your prospects’ needs and interests, full of valuable information. Remember the four U’s: make it urgent, useful, ultraspecific to their needs and interests, and unique. Also, keep a very personal tone.
Any one of these tactics can work, but together they are extremely powerful. I use them all the time and coach my students to as well. 
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Bob Bly’s “The 62 Most Common Questions Beginning Freelance Copywriters Ask about Getting Clients” is offered below---read on.
