
A guide to 
finding work
Your essential guide to generate freelance work



One of the key challenges you’ll face 
as a freelancer is finding a sustainable 
pipeline of work. So, it’s important that you 
put the right planning and effort into your 
business development.

For your self-employed business to become 
a stable and profitable enterprise, it’s vital 
that you bring in regular work. A regular 
and ongoing pipeline of jobs helps to create 
a solid customer base and keeps the 
business in a positive cashflow position. 

But how do you find this work? 
And how do you create these leads 
and opportunities?
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Navigating the 
unpredictable world 
of freelancing
Freelance work, by its nature, can be unpredictable at times. 

Valued customers can disappear overnight, and budgets can be reduced in tough 

economic times – with outsourced freelance support roles usually the first to go. So, 

having a constant process of business development and self-promotion on the go is 

not just good practice; it’s an essential part of making your freelance business 

a success!

To help you find work, and bring stability to your business, this guide will cover:

By working your way through all five sections, you’ll soon be taking a more proactive 

approach to attracting future customers – setting the foundations for a stable pipeline 

of jobs and revenue.

Let’s get started…

1. Knowing the value of your services

2. Marketing and promoting your business

3. Networking in your niche or industry

4. Collaborating with other freelancers 

5. Increasing your brand exposure
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1. Knowing the 
value of your 
services
If you’re going to promote your freelance services, then you 

need to understand the value of what you offer – and why 

customers are likely to seek you out in the first place.

This means sitting down to ask yourself some fundamental 

questions about your self-employed micro business. Even 

established businesses will occasionally pause to review and 

update their strategy, to make the most of available opportunities. 

But many freelancers and solopreneurs are less clear about the 

specific ‘mission’ behind their business.
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Define WHY you’re 
in business
Of these key considerations, knowing WHY you’re in business – 

and what you want to get from your freelance enterprise – is far 

and away the most important.

As the business writer, Simon Sinek, outlined in his best-selling 

book ‘Start With Why’ , for your business to be a success you 

need to start with WHY you’re creating this venture in the first 

place. And this is as true for freelancers and the self-employed 

as it is for any business.

TAKE THE TIME TO CONSIDER THESE KEY CONSIDERATIONS:

1. What specific service(s) or products 

do you deliver?

2. Do you have a niche or specialism 

in a particular industry?

3. What do your existing customers 

LOVE about the service you offer?

4. What do YOU want to get from 

your business
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Customers don’t buy into products, services or brands 

directly. What people buy into is the ‘why’ behind your mission 

statement. Apple Computer’s original mission under founder 

Steve Jobs was “To make a contribution to the world by making 

tools for the mind that advance humankind.” Note that their 

mission wasn’t ‘To make and sell the best computers in the 

world’, although that’s what many of their fans would say 

they do.

So, if you’re going to understand how to find work, you need 

to pin down that ‘why’ – creating a short, concise mission 

statement around which to base your micro business. For many 

freelancers, it’s likely to be ‘to take the workload off my busy 

clients, by using my specialist skills in X to support 

their business’ – or words to that effect.
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Understand the value 
you offer
Value can be an ambiguous term. When we talk about value, 

we don’t just mean the monetary kind. As an outsourced provider, 

your value means the tangible benefits you bring to clients.

Organisations hire freelancers when they need an extra pair 

of hands, usually in a specialist area where they either:

1. Don’t have that specialist knowledge in-house

2. Don’t have time to focus on this particular specialist project

3. Want to partner with a freelance specialist to enhance 
their capabilities.

Knowing exactly where your services/products add value in this 

relationship is important. Armed with that knowledge, you can 

focus on marketing the right elements of your service – as well 

as developing, evolving and enhancing the benefits you bring 

to each client.

https://medium.com/@arnolddaniels/under-steve-jobs-apples-mission-statement-was-to-make-a-contribution-to-the-world-by-making-tools-eeedcb3ec34a
https://medium.com/@arnolddaniels/under-steve-jobs-apples-mission-statement-was-to-make-a-contribution-to-the-world-by-making-tools-eeedcb3ec34a


Know who your 
core audience is
By defining your mission statement (the 

WHY) and the specific value you offer (the 

WHAT), it shouldn’t be too big a leap to 

define who you’re aiming your services 

at (the WHO).

Every business, no matter how big or 

small, needs to know its ideal customer – 

the group, demographic or industry sector 

that you’re aiming to sell to. By fleshing out 

an outline of this core customer audience, 

you can quickly build up an idea of who 

these customers are, what their business 

needs are and (crucially) how you can 

meet those needs.

And, as we’ll see, having this ideal customer 

profile will be vital for effective marketing.
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2. Marketing and 
promoting your 
business
Marketing your freelance services to the outside world is a 

critical part of generating sales leads – and in the digital age, 

it’s never been easier for independent professionals and the 

self-employed to actively reach out to their target audience. 

Websites, blogging, social media marketing and even old-

fashioned flyering are all core ways to promote what you 

do and reach your target customers.

Creating a website and 
online presence
A website is your online shop window – and will be the first 

place prospective clients go to when they check you out. A 

well-designed, easy-to-navigate business website is therefore 

a must.

In these busy digital times, your site needs to grab people’s 

attention quickly, so keep your text to a minimum, get your 

message across fast and ensure prospects know how to 

contact you.
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Make good use of social 
media channels
Social media platforms are an effective (and largely free) way to 

build up a following for your business – and communicate directly 

with your customers and prospects.

Platforms like Facebook, Twitter, Instagram and LinkedIn all offer 

ways to build a profile for your freelance business, and to begin 

building up a following. You can then post regular updates, share 

helpful links and point people towards examples of your work.

To get the maximum from social media, it’s important to avoid using 

your accounts as a direct sales channel. This is a place to share, 

communicate and raise your brand profile – not somewhere to try 

the old ‘hard sell’ approach.

Tell me what you do – so I can quickly understand 

your particular specialism and if you offer the exact 

service I need.

Give examples of your work – so I have a way to 

gauge the quality of your skills and can see who you’ve 

already worked with.

Make it easy to get in touch – so I can email, call or 

follow you on social media – creating enquiries and 

potential customers.

AN EFFECTIVE SITE WILL:
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Run targeted 
campaigns 
to find new work
A campaign helps you to market a 

specific service/product/offer to a 

particular target audience. 

You’ll usually use a mix of different 

digital or social media channels to deliver 

your campaign to your intended customer 

audience. And you’ll generally want 

to have an overriding message or aim 

for each campaign – for example, your 

campaign aim may be to bring in more 

graphic design work from local agencies, 

or to increase your penetration in 

a certain industry sector.
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1. Define the key aim of your campaign – and outline 

exactly how it will increase leads and generate enquiries for 

your micro business

2. Decide which channels to use – whether that’s an email 

campaign, a blog post, social media posts, a video case study, 

or a mix of multiple channels

3. Craft written copy or video for each channel – so you have 

eye-catching and engaging content that’s tailored to the length 

and format of each channel

4. Push the content out to your key audience – using 

email, your blog and your social media channels to publish 

your campaign

5. Review the stats, analytics and feedback – so you can see 

what response you’re getting, which channels are working and 

who you need to reply to

6. Start engaging with new prospects – reply to any new 

enquiries from prospects and start warming them up – to convert 

them into paying customers

TO CRAFT A SIMPLE CAMPAIGN:
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3. Networking in your 
niche or industry
Whatever service you provide, or specialism you offer, being part of a wider network 

is of huge value to an ambitious freelancer. 

If you’re connected to a wider community of customers, industry leaders and 

fellow freelancers, that helps immeasurably when it comes to building the right 

relationships and nurturing your own client base. So, now’s the time to dive into 

the world of networking.

Go to industry 
conferences and 
local business  
networking events
Meeting prospects, customers and peers in person is a great 

way to broaden your network and increase your list of contacts. 

Getting to know the people in your industry or sector can be a 

huge help when it comes to winning work, getting referrals and 

hearing about up-and-coming opportunities. Aim to become a key 

member of your industry community and you’ll soon find that word 

gets around – and you’ll quickly become the go-to person in 

your specialism.
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Connect with 
old colleagues 
and friends in your 
sector (and look 
for referrals)
If you’ve worked in other businesses before going freelance, 

it’s worth getting in touch with ex-colleagues and contacts to 

let them know you’re now available for freelance work.

Getting word out in the market that you’re available is vital, 

and if your old workmates can put in a good word, this adds 

credibility to your services. People are always more likely to 

engage a freelancer that someone else has recommended, 

so ask people for referrals and testimonials – word-of-mouth 

referrals are still one of the strongest ways to market yourself.

Replicate your existing 
network in the online 
space and through 
social media
It’s likely that you’ll already have an existing network of ex-

colleagues, industry associates and friends who you have 

regular contact with.

With the digital space becoming such an important area for 

warming up leads in 2020, it’s a sensible idea to replicate this 

network online and through your social media accounts.
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1. Tailor your social media account profiles – customise your 

LinkedIn, Twitter and Facebook profiles so people can instantly 

see that you’re freelancing and available for work

2. Invite existing contacts to follow you – follow your known 

contacts on Twitter and send friend requests on LinkedIn and 

Facebook, so you can build up an online network

3. Ask people for testimonials – LinkedIn allows you to 

request recommendations from your contacts, allowing you to 

build up a bank of positive feedback and testimonials

4. Interact with your network – don’t just lurk online: reply to 

people’s messages, post your own thoughts and become an 

active member of this online social network

5. Post regular content to your followers – publish your own 

blog posts, videos or links to helpful articles, sharing anything 

that will be helpful to those in your industry network

6. Create a sense of community online – by engaging 

regularly with people, you can quickly build an online 

community of customers and friends around you. 

https://www.linkedin.com/help/linkedin/answer/96/requesting-a-recommendation?lang=en
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Explore freelance 
job sites
Another avenue to explore is online freelance job websites. 

Sites like Fiverr and Upwork advertise available jobs and project 

work, and can be a good starting point for new freelancers, 

looking to build up a customer base.

However, bear in mind that the income you make from 

these sites is likely to be at the lower end of the fee spectrum, 

and that a stable pipeline of work is unlikely until you’re 

well-established.

https://www.fiverr.com/
https://www.upwork.com/freelance-jobs/
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4. Collaborating with 
other freelancers
You may be a ‘business of one’ who works independently. But, as freelancers, 

we’re all stronger when we work together and pool our skills and resources.

Collaborating with other freelancers is a great way to expand your abilities, whilst 

also supporting other independent professionals along the way.

Key ways to improve 
your collaboration
For many freelancers, one of the key attributes of the self-employed lifestyle is 

being independent. We like to follow our own path, and be in control of the work 

we do. However, being a part of something bigger has a HUGE amount of value – 

collaboration with your fellow freelancers is a great way to expand on your 

own capabilities.
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1. Join national and local freelance groups

There are plenty of freelancing groups you can join 

(both in person and online), including Freelance Corner 

and the Association of Independent Professionals 

& Self-employed (IPSE). 

Search for groups on LinkedIn and Facebook and become 

an active member of these freelance communities.

2. Get to know other freelancers in your sector/specialism

Connect with other freelancers within your sector. If you’re 

a content writer, maybe you can team up with a web developer 

and a videographer to provide a more holistic service 

for clients.

Use your network and social connections to reach out to 

other specialists and expand the services you can offer

3. Share work when busy, and ask for referrals when work is 

thin on the ground

Levels of work can go up and down wildly, so when you’re 

drowning in jobs, pass some on to a freelance colleague. They’ll 

be very glad of the work and will no doubt return the favour 

when you’re scratching around looking for new projects.

Being a good ‘freelance citizen’ is all about supporting each 

other – making sure no-one is overworked, or going penniless.

CORE WAYS TO IMPROVE YOUR 

FREELANCER NETWORK INCLUDE:

https://freelancecorner.co.uk/
https://www.ipse.co.uk/
https://www.ipse.co.uk/
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5. Increasing your brand 
exposure
As a self-employed freelancer, YOU are your brand. It’s important that your ‘brand 

profile’ is something that you continually nurture and manage.

1. Become the ‘go-to person’ in your sector

When you deliver high-quality work on a consistent basis, word 

will soon get around your industry or sector. By focusing on a 

specialism, delivering to the highest standard and helping your 

clients out of a stressful situation, you make yourself invaluable 

as a resource.

If you can bring quality, reliability and value to each and 

every client, you’ll soon become their go-to person for all 

outsourced work.

Presenting your brand to 
the marketplace
How you’re perceived in the marketplace will determine how 

easy (or difficult) it is to convert leads into paid work. As such, 

it’s important to work on becoming ‘known’ in your sector. By 

becoming a known specialist, acting as a thought leader or by 

taking part in promotional activity that raises your profile, you 

can greatly increase your chances of finding new work.

Here are some important ways to raise your profile: Selling 

your true personality
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2. Become an innovative thought leader

Demonstrating new ways to improve processes, productivity 

or efficiency in your sector/specialism helps to position you as 

an innovator. Translate this innovation into thought leadership, 

insightful blogs or helpful tips for your sector and your star will 

begin to shine.

Become known as an innovator and you’ll secure your position 

as an authority figure within your chosen specialism.

3. Become a speaker or spokesperson

Many industries and sectors will run regular conferences, 

events and webinars – and these all need speakers who are 

willing to talk knowledgeably about their specialism.

Being seen on stage, taking part in webinar panels or being 

a spokesperson through mass media channels all serve to raise 

awareness of you, your brand and your specialism.

Running a podcast, having a YouTube channel or 

writing a book will also help to make you stand out as 

a self-employed specialist.

Ultimately, people buy from people. So, your brand needs to be a true reflection 

of you as a person. Show your skill, your dedication and the value you bring to your 

clients – but also show the real you and let your personality come to the fore.

When potential clients connect with you as a person, that builds strong, 

lasting relationships.



Conclusion: Creating 
the best possible 
pipeline of work
When you’re running a freelance business, it’s vital for you to have a continuous 

pipeline of leads, enquiries and potential new customers on the go.

As we’ve seen over the course of this guide, generating leads and bringing in new 

projects is driven by a multitude of different elements. To keep your micro business 

ticking over nicely, you’ll need to focus on the 5 key areas we’ve highlighted:

1. Know the value of your services – so you understand your mission, the value 
you bring to customers and why your clients choose to use your services.

2. Market and promote your business – using an effective website, social media 
presence and online content to raise awareness of your specialism and services.

3. Network in your niche or industry – get to know the big hitters in your industry 
or sector, and build up an effective network of clients, prospects and partners.

4. Collaborate with other freelancers – become an active member of the freelance 
community and support your fellow solopreneurs.

5. Increase your brand exposure – use your innovation, knowledge and 
experience as a specialist to raise awareness and position you as the go-to 
person in your sector.

Sourcing new leads and targeting specific prospects is an ongoing process, where 

customers and projects will be continually entering and disappearing from your 

pipeline of work. But with the right level of ambition, determination and entrepreneurial 

spirit, you CAN and WILL find new opportunities to fill your job book. 

Get thinking, be proactive and start searching for that next dream project! Freelance 
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Freelance Corner 
– Start running 
your passion like 
a business
Freelance Corner is a community platform packed with 

templates, guides, podcasts, and most importantly, a network 

of like-minded freelancers who are ready to help you and your 

business survive and thrive.

Find out more about Freelance Corner
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