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​​Introduction: Before You Even Start
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Right now you are staring into a big black hole. You’ve been made redundant, and probably not for the first, or second, or even third time. The market looks bleak no matter which way you look, but right now freelancing looks better than being a wagie.

This is not a feel-good book.

It is not a sales book. It is not even a business book.

This is a collection of tips that you can work through over 30 days to discover whether freelancing is viable for you.

Don’t take six months to set yourself up, all while burning through your cash reserves. Give yourself 30 days, follow the bouncing ball, and see what happens.

And if it doesn’t work, go get a job. Any job, to pay the bills, while you work out your next step.

The freelancers who succeed do specific things, in a specific order, fast. This book is that order.

The thirty tips in this book were originally a series posted on LinkedIn over thirty days. They’re raw, direct, and sometimes uncomfortable. Well, comfortable didn’t get you here, and comfortable won’t get you to wherever it is you’re going.

For what it’s worth, my last business I started with just $1,200 and 4 weeks in which to make it work. Thirty days. That business grew into a company spanning more than a decade, and the only reason it changed was because of motherhood.

If you trust me enough to keep going, take a breath, and a pen and notebook.

Let’s go.

xx Leticia

​​How to use this book

This book is split into sections, and each section has checklist. Complete every checklist before you keep moving. And no, that’s not a suggestion.

Do not binge-read this book. You won’t act. Instead, read and act; read and act. 

You have two days between each step. But you aren’t working full-time, so what else are you going to do?

––––––––
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⏰ COMPLETE BY END OF DAY 2

Immediate Action Checklist


☐  Clear your calendar for the next 48 hours

☐  Check your cash reserves; how long do you have before it runs out?

☐  Write down the names of 10 people you can call this week

☐  Order or borrow How to Win Friends and Influence People by Dale Carnegie

☐  Order or or borrow Profit First by Mike Michalowicz

☐  Commit to the 72-hour rule: Every action item in this book gets done within 72 hours
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​​Section 1: You Are a Business Now
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Days 1–2

If you’re newly redundant and coming out of journalism, you are not a journalist any more. You’re not a specialist, a vertical, a niche, a beat or a byline.

You are a business owner who writes stuff. It is a totally different place to be; in fact it is almost opposite. Journalists are told what to cover (mostly). Business owners go get the work. A brief to a business owner is not the same thing as a brief to a journalist.

If you don’t grasp this right now, you will under-sell, over-work, and wonder why your clients are bonkers. 

‘You write things. YOU define which things are your wheelhouse, and why it is this way.’

One of my clients has been freelancing for over a decade and she still struggles with this identity. Stepping into the ‘business owner’ mindset requires you to understand that you must lead. Leadership is where your business will fly or sink, because unless you can lead someone through a sales process, it will affect how long until money hits the bank, how your clients behave, how the brief shifts (or does not) and many other factors.

​​Get dressed!

This is not metaphorical. Get dressed for work every single day. Make your bed when you rise and put on real clothes. Freelancing is freedom to revisit being 14. Discipline is what gives you freedom, and that discipline begins when you rise.

‘My brain doesn’t work like that,’ you might argue. Well, show me one that doesn’t. If you think it’s beneath you or too simple, just take note of how you feel on the days you don’t do it versus the days you do. The data will convince you where people won’t.

​​Decide on your working hours before you begin.

Fear is what drives most new freelancers to work every available hour. They believe that being busy equals legitimacy. They don’t block out weekends until they’ve already burned out, and are now wondering why they’re broken.

There’s a better way: Decide now. Block off your weekends. Decide on your working hours, knowing that you will never be productive beyond five hours in a day. If you don’t make this decision, other people will make it for you, and you’ll be too scared to say no.

​​Say yes to everything—for 90 days

Ok so this one goes beyond thirty days, but stay with me. When you’re first freelancing, you don’t know what your perfect thing will be. You don’t know which clients, industries or areas are best for you. You don’t know what you’ll love, what you’ll hate, how much people pay, or where your skills even fit.

Instead of going narrow, go wide. Do everything. This will quickly show you where to go narrow. Data is important, and you can’t refine what you haven’t tested.

Here is a good example. When I first started out, I was writing social media posts for a law firm. It was horrible, and the algorithm pushed us down to the point where the firm’s owners started seriously suggesting puppies in their posts. At that point, I made some suggestions about shifting the focus of content into their blog and SEO. This rapidly became a consultancy handling everything from content to customer communications, and then turned into a lucrative niche. Sometimes the things you see are not the things people need.

Paying the bills is better than stroking your ego while hungry.

​​Work outside your ‘niche’

As a journalist, you’re often Journalists are defined by your beat. Media niches don’t match corporate verticals. In fact, your media niche might be totally irrelevant to the corporate folk who actually have money. Instead, work where you can, make the money, and get testimonials so you can ‘trade up the chain’, as Ryan Holiday would put it.

Even if you’re trained as an editor, you might have to do admin work to pay your rent while you build. So just say yes.

This is temporary and might last 90 days or a year. But it is temporary. The alternative is starving or living in your car. It’s not an enjoyable option, is it?

​​Keep doing what makes you happy

This one sounds almost ridiculous, especially if your niche made you happy. Happiness is not just nice to have, it shines out of you. That shine makes you attractive to prospects in a way that desperation absolutely does not. Go to a dance class instead of networking every single night. Maintain your friendships. Love your
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