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3 Simple Steps to Become a Six 
Figure Freelancer
Right now it doesn’t matter if you are just beginning your freelancing journey or you’re an experienced 
professional… it all comes down to sales.

I can hear the groans from here! I get it, we all want the magic wand, and great paying work that 
miraculously appears for us every day.

That magic wand exists, and it has a name. It’s called a job.

The acronym for JOB is ‘Just Over Broke’ and that’s what we want to leave behind. Right?

A six figure income is more than achievable, if you’re willing to promote and sell your services. 
Consistently.

So here’s the 3 simple steps to become a six figure freelancer.

Easy huh?

Okay, so we’re done here? You’ve got this?

Cool!

Oh, okay…… want a bit more info? Sure, we can do that. 

Let’s go through each one of these, and see if there’s anything you can tweak, improve or maybe 
implement.

01.
Have a 

Marketing 
Plan 

02.
Use a Customer 

Relationship 
Manager(CRM)

03.
Follow 

Up 
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01. Have a Marketing Plan.
MARKETING ESSENTIALS: 
Do you have a webpage?

Do you have detailed social media pages promoting you and outlining your services?

Do you only market yourself whenever you need extra work? Most forms of marketing have 
a lag-time. Unless you are consistently promoting yourself and keeping fresh clients and 
leads coming to you, you will have some lean months, where there’s not much work and not 
much money. Do you really want that?

Do you only receive work via referrals? Word of mouth is fantastic, but it shouldn’t be your 
only source of leads. If you don’t receive referrals, then it’s simple - Ask.

Do you have an assortment of clients, or only one or two big ones? If you only have one or 
two big clients, what will happen if one of them falls over?

Do you know where your leads and clients come from? No? Then you need to find out where 
your leads are coming from and concentrate on getting more from similar sources.

Do you know which parts of your marketing is working the best?  Take some time to analyse 
what has worked best… and double or triple your efforts in that area.

Do you ask for testimonials or social media reviews?

There’s your first lesson. For each NO you answered, you need to work on that to make it a YES. Then 
come back here and continue to go through this plan.

YES NO

Develop a 
marketing plan 

that is simple and 
sustainable for you.
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A CONSISTENT PLAN IS FUNDAMENTAL 
Have the essentials covered?? … Okay!

This is where a consistent marketing plan comes in… and the 
best part, it doesn’t have to take up all your time.

If you’re just starting to market yourself, test different platforms 
to see which works best for you. (Facebook, LinkedIn, 
Instagram….?).  They all work in a similar way…. Or more to the 
point, marketing on each of these platforms works in a similar 
way…

Part 1: Building Trust 

So as an example, let’s just go with LinkedIn to begin.

LinkedIn is a business networking platform. When you connect 
with someone new are you:
A. Reaching out to potential clients and nurturing the 

relationship?
B. Connecting, but that’s it, no other communication?
C. Pouncing with a common LinkedIn mistake; messaging a 

brand new connection and hitting them with a sales pitch 
straight away? 

UGH!!!

That’s like someone asking you to marry them before going on a 
first date. You’d run a mile wouldn’t you!?

Think of your own life, have you ever regretted diving in to a new 
relationship, or perhaps buying something completely on impulse 
only to regret it later? The next time you are more wary, aren’t 
you? 

Hmmmmm……

Do you think it might be the same for your prospective clients? 

Marketing is about relationships. It’s a ‘get to know you’ kind of 
process and quite often it takes several different approaches 

before a new client is ready to do business with you.
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They need to get to know you and trust you, then comes the belief that you’ll be the right person for 
their business. There’s the value for you….Build the relationship.

So what can you offer your new contact to begin building that trust? Something they will find 
interesting, valuable and preferably linked to you.
• It could be a link to a blog you’ve written with up to date information your new contact could use in 

their business.
• It could be an e-book you’ve written.
• It could be a link to an article that is relevant to their industry.

Think about what they want, not what you want, and give before you receive.The same approach works 
well for cold calling emails, blogs and other social media posts too. Think about the people you are 
reaching out to, and ponder, is the email, post or message I’m sending relevant? Does it offer value? Will 
it leave my prospect with a good feeling?

Part 2: Get Focused 

Narrow your marketing to 3 areas and be consistent.

Here’s an example for your weekly marketing plan.
• Cold Call phone or email 10 new prospects.
• LinkedIn message 10 people you’d like to work with.
• Answer 5 job-board positions that you’d really like to get, and concentrate on giving a standout  

personalised pitch or audition explaining why you are the perfect candidate.

If you follow this plan, over the course of a year, you’ll have reached out to more than 1000 potential 
clients. Most freelancers NEVER do this. So you’ll be miles ahead if you just implement this one 
strategy.

Now here’s part 1 of the secret sauce. Add their name and contact details to your CRM with a 
little comment or note to yourself. This is a simple record of when you reached out, why, and what 
happened.

The Relationship 
Building Process 

Offer 
Value 

01

02

03

04

Create 
Trust  

Establish
Credibilty

Drive
Sales
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02. Use a CRM - Customer 
Relationship Manager
Speaking of CRM, if you aren’t using a CRM you’re giving yourself a lot of unnecessary work and 
potentially losing a lot of money!

Want to change that?

Okay! Firstly, if you have an email program like Mailchimp, and you can use 
that as a lightweight CRM, but there’s potentially others that will serve you 
better. I like Hubspot, but you may prefer a different program.

SO WHAT’S A CRM? 
It’s a software tool that will help you organise, analyse and collate all your 
customer journeys and data in one place. It helps you to manage your 
relationship with your customer.

Marketing, selling and building long term clients who keep coming back to you, 
all comes down to the relationship they have with you.

Knowing and understanding your customers is vital and helps to grow your 
business.
It helps you to see and segregate your customers based on their preferences.

As an example, an existing client has purchased  XYZ services from you, so 
you send a marketing campaign offering your ABC services. 

WHAT HAPPENS NEXT?
The client interactions are recorded in the CRM. 

And you have potentially doubled your income from this one client by offering a new service.

A good CRM will help automate some of your marketing.

You’ll have the ability to test and tweak your campaigns because the results are clearly in front of you.

There’s tools in most CRM’s to help you grow your customer base. Once you start collecting 
information about your clients and learning more about what they might want or need, now and in the 
future, you can streamline your marketing budget. A few well placed dollars can go a long way.

A CRM can help 
you collect valuable 

information from 
each marketing 

campaign you send 
and every customer 
interaction that is a 

result.  This includes 
clicks, views and 

purchases from new, 
existing and potential 

customers.
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An effective CRM can show you: 

USING YOUR CRM 
Managing your CRM should take too much time either.

Once it’s set up, then it’s just a matter of updating notes on the clients you’re chatting with.
You can then spend any additional time creating marketing campaigns and nurturing sequences.

One of the most effective ways a CRM can help build your business, is via social media.
Most social media platforms allow you to advertise to people based on particular factors.
You could choose keywords, interests, industry, location and even job role.

Connect your CRM to your advertising campaign and any new leads will be added to your contacts list.  

It’s cheaper to look after the customers you have and it’s never too late to start.

Having your audience data in one place makes it easier to 
see potential patterns and capitalise on them with a new 
marketing campaign.

What’s 
Working

What’s 
Not

Who 
to Contact

When to Send 
Messages

01 02 03 04
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03. Follow-Up
Here’s where the magic happens and it all comes together to 
help create your six figure income.

You’ve answered YES to all the questions in ‘Have a marketing 
plan’. 

You have a CRM and imported your contacts and started to 
make a few notes.

Give yourself extra points if you have also begun to segment 
your customers into different audiences based on how they 
have used your services.

You have begun to write ‘Thank you‘ emails, ‘Welcome’ emails 
and a few extra nurturing emails for an automated sequence.

Here’s an example of what I do.

1. I send an email newsletter every month.

This is not a sale letter, it’s a fun, information type newsletter, just 
reaching out and saying ‘Hi’!

In these newsletters I will send relevant info that may help my 
client. It could be a reminder that Easter is coming up soon if 
they’re going away for the holiday here’s a safety checklist for your 
car. Or I may send some fun Easter facts, how to decorate your 
own Easter eggs, or how to make hot cross buns.

Take a look at yearly event calendars and tie your newsletter to an 
event. Of course the newsletter will have links to my webpage and 
email, and maybe one line about my VO’s, but that’s not the focus.
I want to provide value and interest…AND I want to be the first 
person they think of when they need a Voice Over.

2. Use your CRM for news events.

Did you email your client base when the pandemic closed 
everything down?

That was an incredible opportunity to touch base, wish your clients 
well and offer assistance.

As a VO, your clients were in a massive panic! They needed to tell 
their customers what was happening with their business, a quick 
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update to the message-on-hold would have helped… or maybe an explainer video for their new hygiene 
protocols… or perhaps they pivoted and now have a new way to service their customers.

Did you email and offer to help?

That’s not selling, that’s seeing a need and offering timely assistance. 
Your clients would have appreciated your quick actions.

3. Identify ways to  give extra value

Use your CRM to keep in contact with your clients, tell funny stories, if something major happens 
for you, like an award or a major brand has engaged you for a big campaign… definitely share your 
celebrations in all your communications. 

Combine the 3 Simple Steps to become a Six Figure Freelancer and then with the powerful amplified 
marketing, recognition and contact info built into your Zijit profile, you will be unstoppable!

Hey, let me know if the 3 Simple Steps to become a Six Figure Freelancer helped.

Connect with me on Facebook  or LinkedIn 

Have a great day!

Sharyn Doolan
Founder, Zijit.

PS: If you haven’t registered yet, go to  zijit.com and sign up. You’re an artist!! 
Get ready to sign your own work and let the world know how brilliant you are!

GET STARTED 

https://www.facebook.com/zijitmedia/
https://www.linkedin.com/company/zijit
http://www.zijit.com
http://www.zijit.com
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