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P A R T  I  

The Freelancer Mindset 

 

omeday, I wish I could just take Wednesdays off 

completely to spend time with my daughter” she said 

at the start of our call.  

I smiled. I’ve heard similar “wishes” before: 

� “I’d like to get back to holding Shabbat on Fridays 

with my family” 

� “Just one evening off per week to go on a date 

would be nice.” 

� “I’d love 2 weeks off in August so I can take a real 

vacation.” 

 
What happened to that dream of the beach that we were 

promised when we started this freelancing thing? You 

know the picture of the gorgeous blonde woman with her 

hands in the air in front of the ocean? Where is that? 

S 
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These don’t have to be far-off wishes. Your calendar can 

be structured around your life and not the other way 

around. And you don’t need complex calendar 

management or the latest “productivity tools” to do it. 

Most of us wanted to “release the shackles of the 9-5” or 

some such thing when we started this creative work. But 

maybe you’re not feeling so creative and “free” now. 

What used to be one timeclock, one boss... is now 3 

separate time tracking apps and multiple clients who all 

want your work delivered by today. 

Where do family, social lives, and free time have a place 

in all this? 

Somehow we’re working more hours and are MORE 

stressed than both our employee and entrepreneur 

counterparts. How is that possible? How is a business 

designed around YOU suddenly catering to dozens of 

OTHER peoples’ schedules? How are you the only one 

dissatisfied in this arrangement? 

The most frustrating part? Everything we try to solve this 

problem seems to spectacularly fail or worse add even 

MORE to-dos to our growing list. 

That is the topic of this guide. 
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We’ll talk about how to better estimate project timelines, 

eliminate scope creep and stop the cycle of 

undercharging and overworking. 

Whether you’re brand new to this freelancing thing or 

you’re at the point where the money is ok, but you can’t 

enjoy it because you’re tied to your desk. Or maybe you 

have multiple things going on. Maybe you’re freelancing 

on the side and running another business or working a 

full-time job. This is why this is so important when we 

talk about time management, project management… 

because most of us are splitting our time between 

freelancing and other responsibilities. 

And when I set out to solve this problem, I found that 

most “productivity” systems never took into account the 

other parts of our lives! I don’t know about you, but I 

don’t want every minute of my day scheduled out or every 

hour dedicated to work. 

It's time to take back control. It's time to take back 

control of our freelancing, our businesses, of our 

calendar. And one thing that I really believe in is that as 

freelancers, we have agency. Things are not happening to 

us. Things are what we create. 
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We have the power to create the life and the business we 

want on the terms we want to do it. I'm going to show you 

how to do this in a way that makes you somebody that's 

a joy to work with because it's not an either-or. It's not 

us versus the clients. I'm going to show you how to do 

this in a collaborative way where everybody is really 

happy. 

So here's the big four things that we are going to cover: 

The exact day in most projects where it either goes 
off the rails or glides to the finish. 

There is one point in almost every project that is make or 

break for the project. And I'm going to tell you about that 

and how to make sure that you're doing this day and this 

action in a way that prevents things like scope creep. 

The number one reasons freelancers underestimate 
project timelines. 

I did a survey of about 600 freelance copywriters last 

year, and we learned a lot about how freelancers work, 

and the myths about what actually is happening in these 

projects. 
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The contract language you're probably using that 
adds weeks to your projects (and what to replace it 
with) 

People send me contracts all the time to look them over 

inside the Freelance Co-op program. This language is in 

nearly all those contracts. And you're probably using it 

and it's probably adding weeks to your projects. I’ll show 

you how to replace that language to eliminate scope creep 

and avoid adding time to your projects . 

You’ll be able to apply the systems covered in this book 

starting today. 

The 4-letter word that makes every freelancer cringe. 

We are going to talk about one word that throws off an 

entire project. So even if you're new, or if you've had a 

client before, you've probably had this experience of the 

four-letter client. 

That word is “just.” 

If I hear this word from a client I know things are going 

to go off the rails very quickly. 

And what I mean by that is “Just one more thing.” 
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Just one more email. Just one more logo variation. Just 

one more review. Just one more edit. Just one more 

rewrite. Just one more paragraph. It won't take you very 

long. 

 “Hey, can we just add one more thing?” 

This becomes a huge issue and this is where projects go 

from a three week project to a three month project. 

And this happens not only with clients that are trying to 

take advantage of us, but good clients,too. 

Clients often don't understand the work that we do. So 

whether we're copywriters, graphic designers, 

programers, developers, and even marketing 

consultants, they don't understand all the work that goes 

behind what we're doing. (Of course they don’t! That’s our 

job!) 

And what happens is they think something should take 

us two hours and it ends up taking us 10 hours or a 

week. 

They might give us a little, “hey, if you could just do this 

for me.” 
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They're not trying to take advantage of us. They're really 

thinking that it's not too hard for us to add this onto our 

project. 

So what does “just one more” actually cost us? Maybe it's 

a couple hours, maybe it's 10 hours. 

 “Just one more” costs us new projects. We can't go out 

and start a new project if we have a three week project 

that's ballooned to four weeks, because now this messes 

up our calendar for the next project. Now the next client 

down the road might be upset because we're late getting 

them deliverables because we've spent too much time on 

the first client. 

It also costs great work, because if we're spending all of 

our time on these projects that are taking 10 times as 

long or two times as long as what we thought, we can't 

do our best work. We're up until midnight working on it 

or we're getting frustrated. Or, I don't know if you’re like 

me… there's a point in the project where I'm like, “OK, 

I'm over this.” I always get really excited at the beginning 

of projects. And then by the end I just want it to be done 

with. And when I'm in that mindset of wanting the project 

to be over with, I'm not doing my best work. I'm not 
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delivering at the higher level for the client because I'm 

not putting my whole heart and soul into it. 

It's also costing us prospecting and marketing. And we're 

going to talk a little bit about that throughout this book. 

If you have a nine to five job, you're getting paid by the 

hour, right? You work eight hours a day. And of those 

eight hours, you know, a good chunk of them, six of 

them, you're actually doing the job that you're getting 

paid for. But in freelancing, we have to divide up our time 

between not only doing the creative work but running our 

business, while also finding clients to keep the pipeline 

full. So if you're spending all of this time on a project, 

you're not devoting time to marketing, prospecting, doing 

all those things for your own business. 

Our sanity is something that really, really comes into 

play. If you're at that point where you're like, “I just can't 

take it anymore!” or you're up all night or you're spending 

hours and hours more than you thought, that can really 

take a toll. And that's why freelancers get burnt out or 

they say that freelancing isn't for them. 

One of my missions you’ll find on every piece of my 

content is making creativity sustainable. I believe that 

having careers in creative freelancing -- whether you're a 
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photographer, a designer, a consultant, or a developer -- 

is sustainable if you have the systems and the support 

in place to do it. That’s what I built my whole business 

on -- making those that create have the lifestyle, the 

satisfaction, and the sustainability that I know is 

possible. Because too often I see people get burnt out or 

frustrated. Then they conclude that being a writer is not 

for me. Being a designer is not for me. You can't make 

money doing creative work. And so I want to bust that 

myth now. 

So we’re going to talk about how to eliminate the “J” word 

from the client vocabulary and how to estimate your 

project timelines and stick to those estimates in a way 

that's really beneficial for the client. 

A note about advice... 

When it comes to scope creep and boundaries, you’ll find 

a lot of advice out there. 

You’ll hear things like, “Well, you put your foot down and 

you tell the client how it is!” Or my personal favorite, 

“Clearly this client is awful, you should fire them!” 

I caution you to always consider the source of the advice. 

Is this someone with a career you’d like to have? Have 
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they achieved what you want to achieve? Do they work 

with clients you’d like to work with? Or are they 

posturing on social media? How much time are they 

spending in free Facebook groups or Clubhouse rooms? 

(HINT: most actual working freelancers are spending 

their time, ya know, working.) 

And any of us that have worked with clients know that 

miscommunications happen. Expectations are not 

aligned. That’s what we’ll be talking about in this book. 

How to have great client relationships AND control over 

your time. 

A few time “solutions” that don’t work 
The solution is not working faster. 

One of the things I have seen out there in the freelance 

world now is workshops on how to write faster, how to 

design faster, how to code faster. And I do not think this 

is the solution. Actually, I know it's not based on the 

data. And I'm going to tell you about why, but learning 

how to write faster is not going to fix scope creep. Rather, 

it's going to increase scope creep and it's going to make 

you crazy. I do not want my life to be writing like a crazy 

person or designing things really quickly. I want to be 

able to do my best work, which is slow and deliberate and 
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thoughtful. Creative work needs rest time. Research on 

flow state has shown over and over that getting into flow 

requires being able to rest and let your brain make 

connections. And this is not solved by working as fast as 

you can. 

The solution is not just daydreaming and thinking 
that somewhere over the rainbow, it gets better. 

We often believe that later in our careers we're going to 

have enough gumption or enough experience or enough 

skill that these problems will go away on their own. Like 

most business problems or most problems in life, not 

doing anything is not going to fix the problem. A lot of 

times we think, “Oh, I'll just get to this point in my 

business where I work with better clients or I work with 

different types of clients or I'll be better myself,” and that 

somehow this is going to magically resolve itself. You’ll 

hear me repeat over and over - scope creep happens even 

with great clients, even with high paying clients. So 

thinking and wishing is not going to fix it. 
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The solution is not turning into a hussle machine or 
grinding harder than everyone around you. 

Turning into a hussle machine is not the solution that I 

want. You may have heard of Gary Vaynerchuk. His 

whole thing is if you work harder than anyone, you're 

going to get more results than anyone. And that may be 

true, but that's not the life that I want. I have two kids. I 

have a dog. I have a husband. And I do not want to be 

working my tail off every day, all day, not taking 

vacations. I saw a Gary V video one time that said August 

is the best time to work because everybody else is on 

vacation. You're going to hustle, you're going to outwork 

and outrun everyone in August. And I thought to myself, 

August is the best time to take the kids to the Jersey 

Shore where we have a beach house. And that's what I 

want to be doing in August. I don't want to be working all 

night long in August to somehow win this mythical race. 

So I'm not going to tell you to work faster. I'm not going 

to tell you to work harder. I'm not going to tell you to 

outwork everyone. I'm going to show you systems that 

you can install in your business. We're going to solve 

some of these problems in a manner that's authentic to 

the way you want to build your business. And if you do 

want to work all day, every day... cool, more power to you. 
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That's awesome. But that's not the life that I want as a 

freelancer. 

Before you continue (a sign your business needs 
attention)... 

So let's get to it. Before we get into the actual content and 

the systems of this workshop, I want to call out the 

elephant in the room, at least for me. If you want to take 

notes, let's get all that stuff arranged right now. Get your 

pen and get your notebook. Get everything going, please, 

please, please get rid of distractions. I know how it goes. 

I work online. I'm a freelancer. When I’m working on my 

business, I'm also doing client work on the side or I'm on 

Facebook. 

Here's a question. Honesty time. Do you have the 
Facebook tab open right now on your computer? 

If you have Facebook, Twitter, Instagram or your email 

open, let's close it. Anything where notifications will pop 

up. Part of what I'm going to talk about is that if you can't 

put aside an hour of time to build your business and 

improve your business then something is broken. So 

before we continue let's get rid of all the distractions and 

let's really focus on this and our business, and in 

eliminating this problem for ourselves. Then 45 minutes 
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to an hour from now, you can get back to all the stuff 

that you were doing. It's really important. I would love 

you to give this your all, because if you don't, then you're 

going to continue to have this problem. 

Getting your business in the right frame of mind 

If you were to use one word that describes how you want 

to show up for your business, what would it be? Maybe 

it's curious. Maybe it's playful. Maybe it's focused. Pick a 

word that describes how you want to show up in your 

business. 

Here’s some I’ve heard from Freelance Co-op members: 

� Curious 

� Determined 

� Hungry 

� Engaged 

� Ready 

 
As you're thinking of your word, I want you to imagine 

what your body posture would look like if you showed up 

like that word. Maybe if it's curious, perhaps you're 

leaning in, maybe if it's ready, your shoulders are back 
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and you're ready to go. You can imagine what that body 

posture is. And I want you to think about that body 

posture throughout your day. 

I'll call you out a couple of times throughout this guide 

to make sure that we're still in there because I know how 

it goes being online. I love teaching workshops in person. 

I taught a workshop in person here for the small business 

community in my town last night. I love that because you 

can see where people's body posture is and you can see 

when they might be getting tired or they might be losing 

focus. I can't see you, but I would love you to just get in 

that body posture, whether it's leaning in, sitting up 

straight and getting ready to absorb. 

I know it's no small thing to dedicate an hour of your time 

to reading this guide. I do not take it lightly that you are 

here. I really appreciate it. And I'm going to give my all 

and I would appreciate it coming back this way, too. 

I'm going to give you everything I can that’ll fit into this 

guide. Obviously, some of you are going to want to go 

further, or you're going to want some details about 

working with me and the Freelance Co-op. So at the end, 

I'm going to talk about how to do that. But I promise you, 

this is not all leading up to the sales pitch. I'll give you 
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everything I’ve got and then I'll tell you how to go further 

if that's what you want to do. But if it's not what you 

want to do, I promise that you will have three systems by 

the end of this workshop that you can install right away. 
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P A R T  I I  

Scope Creep 

 

Defining scope creep 

'm going to use the word scope creep a lot. But before 

I do, I want to define what scope creep means. I've 

done a lot of work with the Project Management Institute 

-- the people that certify project managers. I've also been 

trained by FEMA in incident management (this is a whole 

story for another day) FEMA manages big, natural 

disasters (think hurricanes, tornadoes, floods). Scope 

creep is a critical component of the disaster world as well. 

I took all those materials, and simplified all these 

definitions of scope creep that are out there. 

Scope creep: adding things to a project without addressing 

the effects on time, costs, and resources. 

That's what we talked about a little bit earlier. “Just one 

more thing.” If we're adding “just” one more thing, but 

we're not thinking, “What does this do to the time this 

I 
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project takes? What is this doing to how much it's going 

to cost?” Whether it's sending out another email or 

running another ad... we need to consider the resources. 

Resources can mean all kinds of things. There can be 

resources like software. It can be resources like video or 

storage, and it can be resources like us-- human 

resources. How much do we need to add to the team to 

make this actually happen? 

If we don't think about those effects on scope creep, 

that's where the project goes off the rails. 

The “yes and” technique 

Have you had clients say something like, “Hey, how about 

we add another email sequence?” 

You immediately cringe because you know that the team 

is working to capacity and you’re already working into 

the evening to get everything done.  

If your clients are in online marketing, you’ll be familiar 

with the phenomenon I call the “Client Mastermind 

Problem.” Each quarter, your client goes to their high-

level mastermind meeting and comes back with a ton of 

new ideas. Their peers are running some new 27-part 

launch that is just “crushing it!” and now they want YOU 
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to implement this. But here’s a blueprint you can use! 

*face palm*... 

But, you may also be like me and HATE saying no to your 

clients or letting them down. I’m a bit of a people pleaser. 

I’ve found that’s pretty common in the freelancing world. 

Many of us love being of service and over delivering. 

That’s not a bad thing. It’s a great thing. But like any 

trait, when it goes too far, it can be damaging. 

Over a dozen+ years in freelancing, I developed the “yes 

and” technique for pointing out scope creep while never 

saying no. 

Most client “demands” are a result of them just not 

knowing how much work goes into “just one more thing” 

(Are you sensing a theme here?). So if our team is already 

maxed out, I need to be able to communicate that. 

I like to use “yes and” when responding to these requests. 

It looks something like this: 

Client: “Hey, I was thinking, how about we add another 

email sequence?” 

Me: “Great! What did you have in mind? And what do you 

think it will add?” 

Client makes their case for the new sequence. 
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Me: “Sounds great. Yes. We can absolutely do that. And 
we’ll need to hire a junior copywriter to repurpose some 

of our current copy while I focus on [the thing you’re 

already doing that’s more important]. Or would you like 

me to cancel the [important thing] and put my attention 

on this?” 

Client: “Oh, no. I need you to keep working on [important 

thing]. Can you do both?” 

Me: “Yes. Absolutely. I can do the new email sequence 

next month once we’re all set on [important thing]. In the 

meantime I’ll work up an invoice for the sequence so 

we’re ready to roll next month.” 

See how I never say I can’t do it? I never complain about 

how much work I have or get mad at the client. I just 

matter-of-factly address the effects on time, costs, and 

resources. (sound familiar?). 

The top 5 reasons for scope creep 

The Project Management Institute researched projects 

from multi-million dollar software projects, development 

projects, marketing projects, launches, building projects 

and discovered the top five reasons for scope creep. 
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ONE. Lack of scope definition. 

This is when nobody really knows the full scope of the 

project. It's vague, something like “online marketing 

launch” or “branding campaign” or “website build.” 

That's a very vague scope definition. A website build 

could be building a landing page in twenty minutes using 

a landing page builder. Or it could be a multi-month, 

tens of thousands of dollars project. Defining what 

exactly the scope is includes listing all deliverables as 

well as resources and time needed. 

TWO. Lack of a project management system 

Once we have the scope defined, how are we tracking it? 

If I have a project that should take six weeks, how do I 

know at week three that I'm on track to hit that deadline 

or not? You want to be able to identify a bottleneck or 

delay as soon as possible… well before the project 

balloons out weeks or months. That's a project 

management system. I'm going to share with you the 

system I use. 

THREE. There's no system for assigning tasks 

Maybe this scenario sounds familiar - you start working 

with say, the marketing director who generally assigns 
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you tasks. And all of a sudden you get a task from the 

developer or from the social media coordinator or from 

the customer service manager. And now, you have three 

or four bosses in an “Office Space” type of way. They are 

emailing you and asking you to do things. And there's no 

real system and nobody has visibility of who is giving you 

tasks. So, the marketing director (your client) thinks, 

“Oh, Abbey’s got a ton of time because I'm only giving her 

three things to do this week.” Well, in the meantime, I've 

got 10 other things from other people in the company and 

nobody really knows what anybody else is doing. You can 

see how the result would be scope creep and overwhelm. 

FOUR. Lack of visibility or understanding 

This is when they use that word, “just” one more thing. 

A lot of times they don't understand what it takes for that 

one thing to get done. So it's “let's just send out one more 

email in this campaign” or “let's just add one more logo 

variation.” To the client, it seems like, “Oh, that's an easy 

thing. Abbey is not that busy. Let me just send it to her. 

I'm sure she can take care of it.” And all of a sudden 

they're upset because you're not doing it quickly enough, 

because they don't have visibility on all the things that 
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you're doing and they don't understand how much it 

takes to get one of these tasks accomplished. 

FIVE Long projects 

I do a lot of big marketing launches, big multimedia, 

multichannel launches online, these are multi-month 

projects. With a three-month project, it makes it very 

easy to add just one more email or one more headline or 

one more page, because it's a huge project with a huge 

scope. So it doesn't seem like a big deal to just add one 

more thing. This could be true for a website development 

project that takes six months to do. The longer the 

project, the easier it is to experience scope creep because 

you have multiple people involved. You have a long 

timeline with a lot of deliverables. And so it's easy for 

things to get off the rails. One little piece of that gets 

behind and then all of a sudden the whole project is 

pushed out longer. 

These reasons are not things that I made up from my 

experience (although I’ve experienced all of them). These 

are true across any type of project, according to the 

Project Management Institute. 
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The moment Scope Creep happens 

Scope creep begins at the proposal phase of the project. 

When you do a project proposal for a client and together 

you work out the details of how that project is going to 

work… that's where you either set up or eliminate the 

possibility of scope creep. Let me tell you what I mean by 

going back to the five reasons. 

Number one - lack of scope definition. That comes from 

the proposal. What is it that you are hiring me to do? 

What is it that you want me to do? Is it “build a website”? 

Or is it “build these five pages with these defined 

criteria”? Your proposal should spell out exactly what 

you’re doing including a list of specific deliverables. If the 

deliverables are something vague, like a product launch 

or a rebranding campaign, you’re setting yourself up for 

problems right from the very start. Scope definition needs 

to happen at the proposal. 

Number two and three - Project management system and 

the system for assigning tasks. Before the project begins, 

you and your potential client should be able to answer 

the following: 

� How are we communicating together? 
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� How is this project going to run? 

� Who is my main point of contact as a freelancer at 

the company? 

� Who is the decision maker? 

 
You should have that ironed out before work even starts. 

Number four - Client lack of visibility and understanding. 

Again, if you have a process in place for how to work with 

a client and you say, “Hey, here's how it goes. Here's the 

process for working with me,” they can start to 

understand how much actually goes into the work that 

you're doing. 

And then long projects. This too happens at the proposal 

phase. Do we want to break up this project into phases 

to make sure that we're hitting our deadlines, or how are 

we going to know that we're on track? 

All these problems start at the proposal phase, so we’re 

going to talk about how to structure your freelancing 

projects to make sure that you’re set up for a smooth, 

predictable experience. 
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Charging by the hour doesn’t help 

I'm going to give you a couple of things from the data that 

we found when we did our survey with 600 freelancers 

last year. We have an idea of what we think will fix scope 

creep. One thing that people think will fix scope creep is 

charging by the hour. The logic goes that if I charge 

hourly, I will never do free work. Right? Every time that I 

work hourly, any time they add just one more thing, I'm 

going to get paid for that time. So a lot of people think 

that charging hourly is a solution to scope creep. In fact, 

that is not true at all. 

The data actually shows us that copywriters that don't 

have hourly rates -- that bill by the project -- make two 

and a half times more than the copywriters that charge 

by the hour. That means that hourly work basically 

rewards working slow. It rewards not being great at your 

work. And it's very confusing for the clients because they 

don't know if this project is going to take 10 hours or take 

100 hours. 

Billing by the project is something that actually helps 

freelancers work less and make more in the long run. 

Working by the hour is a terrible idea for freelancers for 

a number of reasons. Here is a breakdown of all 10 
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freelancer pricing models and their pros and cons. 

Basically working hourly does not solve the 

overworking/undercharging problem. 
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P A R T  I I I  

Your Work Style And Pace 

 

Your work data 

hat does solve scope creep? These are the three 

systems that I'm going to share with you today. 

Number one is you want to collect data on your work 

style and pace. I want to know how many hours a project 

is going to take me, not because I'm going to charge by 

the hour, but because I want to start to budget my time. 

I want to start to see, what does this project actually look 

like? But I can't do that unless I know how long it takes 

me to do things, especially common projects that I have. 

For me, I write a lot of sales pages. I write a lot of email 

sequences. I have a rough idea of how long it's going to 

take me to do these things. I don't have to communicate 

that with the client. I don't have to tell them it takes me 

six hours. I can tell them it takes me a week to do this 

because I want to spread out those six hours through the 

week. 

W 
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For my own business, I need to know how my work style 

is and my pace of working. And everyone is going to be a 

bit different here. Like I said, I'm not a proponent of 

learning to work faster. If you can find clients that jive 

with your work style and pace, that's the dream. How do 

we do this? What does your work week really look like? 

The “backstage pricing model” 

There's a couple of things to do here. Kevin Rogers, who's 

a mentor of mine, calls this “backstage pricing.” It's 

getting data for you and what your workweek actually 

looks like. There's three steps to this. 

The first step is doing a task audit. Take an index card 

or a notebook and as you go through your day, write 

down everything that you're doing. Whether it's checking 

email, whether it's prospecting, marketing, writing a blog 

post, doing work for the clients, working on your taxes, 

whatever it is that you're doing all day long. I even write 

down breaks and distractions. How long do I break for 

lunch? When do I stop for a snack? A lot of us are going 

to be really surprised by how much we're actually doing 

every day. 
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Step number two, after you take this task audit, figure 

out your “billable hours.” I work about six to eight hour 

per day. I start work after my kids go to school around 

eight thirty and I work till they get home from school, 

which is about three thirty. And then, oftentimes I work 

probably an hour after they go to bed. So that's about my 

workday. However, how many of those six to eight hours 

are actually working on client work? It's actually a really, 

really small percentage. It is rare for me to work on client 

work more than four hours during one day. This is for a 

number of reasons. But that's what I figured out in my 

task audit. In reality, I'm only working three hours a day. 

The third step is time tracking. There's a whole bunch of 

free software that can do this. As you're working on a 

client project, hit a timer when you start working on that 

and stop the timer when you take a break or when you 

start switching tasks and going to something else. This 

will allow you to begin to understand how long it takes 

you to do certain things. That will be mind blowing for 

you if you had never done this exercise before. I promise 

you that you are working a lot less hours than you think 

you are on actual creative work. The work that we do -- 

designing, developing, writing -- it’s taxing on your brain 

and we can't do it for very long at a stretch. And so you'll 
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find that you are doing actual client work a lot less than 

you think. 

Now that we have this information, what do we do with 

it? We discover that four hours isn't really four hours. If 

I put aside four hours this afternoon to work on my client 

project, how many of those hours am I actually working? 

Maybe it's one, maybe it's two. And you can start to see 

that. It'll take me six hours to write the sales page, but I 

need six hours spread out over an entire week. With this 

critical information, you can start to estimate what that 

number is and better predict your timeline. 

Say it takes me six hours to write a sales page. “Sweet, I 

have six hours free on Monday and I can get this done in 

one day.” I'm going to find very quickly that it didn't take 

me six hours. It's going to take me an entire week. And 

so I'm not going to tell the client that it's going to take me 

two days to complete this project. I'm going to tell them 

a week or two weeks. This is something you can do to 

prevent yourself from giving clients unrealistic estimates. 

Why freelancers underestimate timelines 

The number one reason that freelancers underestimate 

their timeline, and this again comes from the data, is that 
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we fail to recognize all the steps in the process. Doing our 

craft is just a small part of freelancing. I alluded to this 

earlier; we're not just writing every day, all day for eight 

hours, we're doing all kinds of other tasks that are critical 

to being a freelancer. 

This reveals a problem with pricing things out hourly and 

how we think about hourly work. When I'm in the shower 

or when I'm walking my dog, I'm thinking about my 

client. And I’m not tracking those hours. But also, when 

I'm sitting down watching a YouTube video because I 

need a brain break during a four hour stretch of writing, 

am I tracking those hours? Because that's necessary for 

me to complete my work as well. So actually, doing the 

designing, the developing, the writing, whatever your 

craft, is just a tiny fraction of what you're doing every 

day. And I'm going to show you in the second system 

what I mean by that. 
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P A R T  I V  

The MAKER Workflow 

 

 

The moment I knew my work style needed to change 

t was close to midnight. I was tired, frustrated, and 

generally miserable. I was hunched over my keyboard I 
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at our kitchen table, wearing a red hoodie pulled over my 

head. 

I had a major copy project due the next day and still had 

a few hours worth of work to get it over the finish line. 

The words were not coming. I was getting close to my 

breaking point but I had no choice but to keep going. In 

less than 12 hours, my client would be reviewing this 

copy on a call. I pushed on... and pushed back that 

special brand of crazy tears that built up in tired 

frustration. 

It wasn’t just the exhaustion. And it wasn’t just 

frustration with the copy, or even the client. I knew better 

than this. I shouldn’t be in this situation at all. 

My partner, KC, had just moved in with me. I’d spent the 

previous week showing him the town, shopping, and 

going out to lunch. 

I had this idea of what I wanted my freelance life to be -- 

plenty of free time, flexible work hours, and the ability to 

work anywhere I wanted. (And to be honest, I wanted KC 

to see how successful I was, that I had all this time and 

money to spend with him). 
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But the hard truth was, my business just wasn’t set up 

to support that lifestyle -- so all the dreaming, and 

visions for what I wanted my life to be weren’t my reality. 

And now reality was hitting me square in the face. 

Then, just as one section of copy started to flow and my 

typing quickened, I heard footsteps coming down the 

stairs. It was KC, half-asleep and confused. I can laugh 

now when I think of the scene in front of him. Me, hoodie 

pulled over my head, the screen glowing with that 

horrible blue tint on my tired face. I wonder now if he had 

second thoughts about the late-night demon creature 

that he had decided to be with. 

KC is a practical, logical guy, so he asked practical, 

logical questions. Starting with, “Are you working? It’s 

nearly midnight.” 

When I confessed I had a deadline looming, he asked the 

next logical question, “why didn’t you just tell me you 

needed to work instead of fucking around all week?” Of 

course, I had no good answer. So he left me to it after 

saying, “Let’s look at how we can fix this in the morning.” 

Now, KC’s background is in what’s called “incident 

management.” Basically, KC is the guy that's called in to 
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organize and get things done in some of the most chaotic 

environments on the planet... when people's lives are on 

the line. So handling a “simple” copywriting/market 

project should have been a breeze. 

So the next day, he asked me, “What does it take from 

the time that you meet a potential client to the time that 

you get the happy testimonial? What does that process 

look like?” I was actually confused by the question... 

 “Oh, it's super simple. I get on the call with them. They 

pay me, I do the work and then that's it. So it's like three, 

four steps.” 

He had a feeling it wasn't that simple, so we sat down 

and actually mapped out a project from start to finish. At 

the end of a couple of hours of “oh, yeah… there’s a 

contract in there somewhere” and “most of the time 

there’s back and forth with edits and such” and me 

realizing all the things I need from every client before 

starting writing... he looked at the messy paper in front 

of us and let out a big sigh. 

"This is some of the most complicated shit I've ever seen... 

how the hell have you been doing this by yourself with 

no help and no process? No wonder you're up past 

midnight trying to finish projects!" 
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We discovered together that there’s actually 18 steps that 

have to happen in every project I take on. 

So KC set to work. He took all of his US Army, incident 

management, and project skills to create a schedule for 

me. 

I woke up the next day, excited to get started. 

Then he showed me the calendar. 

 “Ok, today from 11am to 11:35am you’ll be working on 

the headline. Then you have a 5 minute break. Then from 

11:40 to noon, you can finalize the subhead. Then we’ll 

take a 20 minute lunch break.” 

I looked at him. I closed my laptop. And then I 

announced, “I need to go to Target.” 

I realized that day that the reason I hadn’t been able to 

figure this out (the reason that most freelancers hadn’t 

been able to figure this out) is because every 

“productivity” or “time management” system is created 

this way -- by well-meaning, project management experts 

who have no clue about the realities of creative client 

work. 

So we went back to the drawing board together. And over 

months, we worked together every day… me integrating 
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the key project and time principles KC had internalized 

over decades, and he realizing and adapting to the 

complexities of creative projects. 

Our work revealed why so many systems failed. Creative 

people like me don’t create systems. So the systems and 

tools that exist are not made for our style of work. 

What we discovered became the foundation of my entire 

business and eventually, the foundation to the Freelance 

Co-op -- a place where we share the hard-fought lessons 

perfected when our powers combined. 

And it all starts with the MAKER workflow. 

Our craft is just one part of the workflow 

The MAKER workflow is the 18 steps that every project 

goes through. My background is as a copywriter, but this 

can be applied to design, development, any creative 

freelancing.  

The craziest part? Doing the creative work (our craft) is 

step number 13 of 18. 

Our craft is one small part and all this other stuff has to 

happen too. And all this other stuff takes time. I 

discovered working with literally hundreds of creative 
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freelancers almost every single project goes through 

these exact 18 steps. But we don't think about them. We 

just think about doing the “work” -- writing the copy or 

designing the logo or building the Web page or whatever 

it is that we're doing. That's what we're getting paid for. 

But we have 18 other things that we're doing at the same 

time. 

So in the next pages, I’m going to walk you through the 

MAKER workflow as well as give you some short 

questions to think about your own workflow. I bet you're 

going to recognize your projects in this system. Let's dig 

in here. 

Phase 1: Move from Prospect to client 

 

This is the prospecting/marketing phase and is a huge 

part of being a freelancer. We have to find and convert 

clients. This is what keeps the money coming in.  
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The first thing is a client communication or client 

connection. And so for me, a big part of it is going to live 

events. I go to live events and meet clients. We have 

drinks at a bar. I have this connection with them. There's 

13 other ways to connect with a client. My friend and 

ecomm marketing consultant Chris Orzechowski and I 

ran a workshop on how to get clients. We found that 

there's 14 ways that this client connection phase can 

happen, whether it's through social media or email 

marketing or through your Web page or doing trainings. 

The second thing is that you have to schedule a call with 

them afterwards, so you have to follow up and schedule 

a call with them. This seems like a really simple process, 

but how many of us have had like 10 emails back and 

forth - “We should get together!” “Sure that’d be great!” 

“Like maybe next Tuesday” “I'm on vacation.” You go 

back and forth, back and forth and clients get lost in 

that. 

Third, you want to do a little bit of research on the client. 

We call this the “dossier” inside the Freelance Co-op. We 

have formats and scripts on how to do this. But it's 

basically before you get on the call with them, you should 

know a little bit about their company and about what you 

can offer them. Right. So, again, it seems like a small 
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part, but if we forget these things, it can ruin the whole 

project down the line. 

Then you have the call with the prospect, which is a 

whole process in itself, too. And a lot of you found me 

through the Socratic Close Method, which is how I do 

prospect calls. This can be really confusing for 

freelancers. How do I prepare for the call? How do I ask 

for the sale? All of these things that's going through our 

brain that we're thinking about on a day to day basis. 

Phase 2: Automatic Protection and Payment 

 

Once we have connected with the clients and they want 

to work with us, this triggers an entire series of events. I 

originally called this the admin phase but when it’s 

working correctly, it’s automatic protection and payment. 

Honestly, I hate this phase more than any other phase 
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because this is the stuff I feel like gets in the way of me 

getting to the work. But it's all critical and necessary. 

First, there's the project proposal. This is the phase 

where things go off the rails most often. So project 

proposal, creating a proposal, sending the proposal to the 

client, making sure they approve it and everybody's on 

the same page about what you're doing. 

Then there's the contract or the copywriting agreement 

or the freelancing agreement. This is a phase that can 

have a back and forth and has a lot of anxiety for 

freelancers. What do I include? Should I use the clients’ 

agreement? Inside the Freelance Co-op, we spent a ton of 

time working with lawyers to figure out this part of the 

process. 

Next, we send the invoice. I recommend getting paid 

upfront, usually 100 percent upfront, but at minimum, 

50 percent upfront. Clients must pay me before I start 

work. If you don't have this system automated, it's going 

to take up a ton of your time every day. I'm going to talk 

about some people later in the guide and how they fixed 

this process.  

Then I have what I call the market research survey, but 

this is basically the phase where you get the information 
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from the client that you need to do your job. So for me, I 

need the market research. If you're a developer, maybe 

it's the specs, maybe it's the log ins, maybe it's their style 

guide, all these things that you need from the client 

before you can get going. If you're a designer, it may be 

the style, the logo, specs, the copy that you need to put 

on the page, all these things we need to get before we can 

start work. 

So now we're eight steps in and we have not even begun 

work yet. The project hasn't even really started. 

Phase 3: Kickoff and Creative 

 

The first thing I do is schedule the project in the calendar. 

If you've done the task audit and you understand how 

long things are actually taking you, you can start to 

schedule out the time that you're going to be working on 

this. For me, this is critical. I have a lot of revenue 

streams in my business. I run the Freelance Co-op 
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online. I run this physical coworking space. I work with 

clients. I have a whole bunch of different workshops and 

events, a whole bunch of things on my calendar. So 

scheduling this is really, really important. 

Doing the research. Whether it's web development or 

copy or design, you have to do some research before you 

can start to actually map out the project. 

Next, my workflow says copy structure. For you, It could 

be a wireframe for the website. It could be rough concepts 

for the logo. This is the outline of the project. What are 

we actually going to do? Sometimes there's an approval 

process in this phase, as well 

Then, drafting the copy. This is doing the “actual work,” 

the creative work. Replace “copy” with whatever it is that 

you do. Building the website, designing the marketing 

plan, you know, creating the logo, whatever it is that 

you're getting paid to do. Notice that this is step number 

thirteen here. 
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Phase 4: Exit with momentum 

 

On to phase four, now that the work is done, you have to 

get it approved, right? 

First step is ending the edit period. We know edits can go 

back and forth and back and forth, back and forth. And 

I'm going to talk about how to combat that in the next 

section. Edit period revisions -- this is a place where 

scope creep really starts to stretch out that project. 

And next is Client Outboarding. This is making sure 

everything's good, getting all the approvals, getting 

everything signed off, signing over the copyright, if that's 

something that you need to do. We're done with the 

project now, let's close it out. This is a phase that I think 

so many freelancers forget. And then what happens is 

you have this wishy washy conversation, “Are we done? 

Oh, you still want edits? I thought we were good. I haven't 
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heard from you in a week. I've moved on.” Client 

outboarding is key. 

Phase 5: Reflecting Results 

 

First here is following up on the results. I schedule this 

for a few weeks or a few months after the project. You 

might ask questions like: 

� How is it converting? 

� How is the UI on the website actually working out 

for you? 

� How does the logo actually look on the billboard? 

 
After that comes closing and archiving the project This 

seems like such a small thing, but for me, I need it off of 

my desktop, out of my Google drive, out of sight. I do not 

want to think about this project anymore once it's over. I 

have limited brain space and I want to have it all 

available for my next clients. 
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Then you’ll want to review your system. How did that 

project work for us? Did I underestimate the timeline? Is 

there new software or do I need to bring somebody else 

on my team? What went well and what didn't? 

And then my last step, which is super critical, is having 

a glass of wine and celebrating the project. The reason 

this is so important is we as freelancers tend to go from 

one project right to the next. If we don't take time to 

decompress, that's what's going to lead to burnout. And 

so taking a minute at the end of the project, when we 

finish a big project, we always make sure that we go out 

to a really nice dinner or do something that just says, 

“Hey, good for us. We finished that project, the client's 

happy, and life is good.” 

So that’s the 18 steps of the maker workflow. In the 

following pages, I’ve given you some prompts to think 

about your own workflow and where there may be 

opportunities to automate or be more efficient. 
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P A R T  V  

Encouraging Client Action 

 

Getting timely feedback can be like pulling teeth 

t’s part of your job as a freelancer to hit the milestones 

in the project and move the project along. Because the 

truth of the matter is, our project with this client is our 

number one focus. But, often our clients are business 

owners or they’re marketing directors or CEOs. Whoever 

it is that you normally work with, they’ve got a hundred 

other things happening. So it's very easy for clients to 

forget about us or put us down at the bottom of the 

priority list and not move the project along. Have you ever 

waited for client feedback or for some piece of information 

that you needed? You're just sitting there tapping your 

feet, waiting for the client to get back to you. Every 

freelancer I know has had this experience. So what do 

you do? 

One thing that we want to do is set up our contracts in a 

way that encourages clients to move forward with the 

I 
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project. The language that you probably have in your 

contract actually does the opposite. Do you have 

something in your contract about “rounds of edits”? 

Maybe your clients get “two rounds of edits” included in 

the project or “two logo variations” or “two revisions.” 

You think this language helps but it actually hurts 

 “Rounds of edits” is really common language we find in 

contracts because it feels like it's going to prevent scope 

creep. If we have just two rounds of edits, it's cool. After 

two, we can call it a day. We're done. 

But there’s a big problem… 

What the heck is a “round of edits”? What if I'm writing, 

say, a sales page and they want a tweak? 

� Edit the headline - is that a round of edits? 

� If they want me to rewrite the entire sales page - is 

that a round of edits? 

� If hey, can we just move this paragraph up to the 

top? Is that a round of edits? 

� If they want me to change a color on a logo, that 

literally takes me like pushing the button and 

changing the color. Is that a whole logo variation? 
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� Or they want me to design 10 other variations for 

them to look at... rounds of edits? 

 
So it’s wishy washy. And what if a round of edit takes me 

another two weeks? What if I have to start over? “Rounds 

of edits” is a really damaging thing in a contract. It feels 

like it's going to prevent scope creep, but actually 

encourages clients to make a lot of changes. Sometimes, 

they want to feel like they're “getting what they paid for.” 

So even if they're OK with the project, they're like, “Yeah, 

let's do another round of edits. Because I paid for two 

rounds, so let's fix it.” 

The reason that “round of edits” doesn’t work goes 

back to the top reason for scope creep. The #1 reason 

for scope creep is “Lack of Scope Definition.” And there is 

no scope definition built into the words “round of edits.” 

I don't know what that means and the client doesn't 

know what that means. 

The contract language to use instead 

Instead, let’s use much clearer language in our contracts. 

In the Freelance Co-op, we use a project start date and a 

project end date. Here’s how it looks in our contract: 
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 “Revisions are included at no extra charge unless they are 

based on a change in the assignment made after the copy 

is submitted. 

All revisions must be assigned within 30 days of your 

receipt of the first draft of copy. After that, additional 

rewrites may be made at a fee to be negotiated separately 

from this agreement. 

We make our best attempt to be available to make 

revisions. Depending on her availability, Abbey can 

sometimes turn around minor revisions in 2-4 business 

days; major revisions may take longer.” 

Depending on the size of your project, your edit period 

may be seven days. It could be 14 days, depending on 

how large a project is. 

I typically work on large multi-month projects, so all 

revisions need to be assigned within the first 30 days. 

And after 30 days, if they still want to make changes 

later, cool. We're going to have a new project agreement. 

We're going to start over again. This prevents clients 

coming back to me months after I’ve moved on. 

Maybe you’ve had that awful email, “Hey! Remember that 

email sequence you wrote for me last year? Well, I just 
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got around to looking it over and I’d love to hop on a call 

to make some changes!” <<--- remember you promised a 

round of edits? Ugh! 

You’ll also notice in that language I give them a timeline 

for what revisions take so they understand how much 

editing they can expect in the timeframe. 

This encourages clients that within 30 days, any changes 

that you want to make, you have to make them. And if 

you don't make them within 30 days, we're done. And 

usually I assign a date to this as well. 

This is actually a favor for the client 

Let me be clear. Although this helps me as the freelancer, 

it also helps the client. Again, I want to keep my clients 

happy. I don’t want my contract language or delivery 

processes to feel stingy. I want it to feel smooth and 

generous. (I’m looking for a testimonial!!!) 

There’s this phrase in the disaster response world, 

“Demobilization starts on Day 1.” This means that you 

have to plan for the end of the project from the start. If 

you think about how a project ends and work backwards, 

you’ll avoid that awkward phase of thinking you’re done 

and the client coming back for more. (Or even worse, 
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waiting for final payment and not sure when you should 

invoice!) 

So in every project, I discuss how we’re going to end it 

from the beginning. This puts the client at ease as well -

- they can plan for when complete “ready to ship” copy is 

expected and when they’re expected to give feedback. 

Everyone knows what is supposed to happen when.  

How to close out a project with grace 

Let me show you what that actually looks in practice. 

Let’s say we’ve agreed the edit period ends October 1st. 

This means that my work is submitted on September 1st. 

So the client is not surprised that after I submit the copy, 

they have 30 days to come back with edits or revisions. 

(And I remind them of this when I turn in all deliverables). 

But we all know that clients are not always the quickest 

to submit those revisions. They have a lot on their plate 

and may put it off. Maybe you’ve had the experience of 

submitting a draft and a couple of weeks go by and you 

don’t hear anything. 

In this situation, when we get close to the end of the 

revision window and I have not heard from the clients, I 

just sent them a little courtesy reminder that says, “Hey, 
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I wanted to check in to see if you have any edits on your 

project?” 

Here’s the exact email I send: 

 “Hey [CLIENT]! I wanted to check in to see if you have any 

edits on your project. 

We're coming up on the end of the 30 days that I budget 

for edits so I want to make sure we get those in if you have 

any. 

Because of our schedule, any edits after [DATE] will have 

to be worked into the calendar with a new quote. 

Our goal is that you're thrilled with the end result so I want 

to make sure we have the opportunity to do that!  

Let me know! 

-Abbey” 

This just summarizes what we talked about way back in 

the proposal phase. This is not a surprise for them. 

I typically send this seven days out from 30 days. So if 

they say, “Oh, crap, yes, I did want you to do an edit!” I 

have a week built in to do that for them. But I know I'm 

not going past October 1st. And again, if this is a seven-

day edit window, a couple of days before that, just let 
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them know, “OK, we're done on Friday and anything after 

that, we're going to rebill.” So they're not surprised. 

The best part is you’ll never run into what’s the worst 

case scenario for me-- the client saying, “Hey, can you 

just do this adjustment?” And then I'm like, “Yeah, sure, 

it's going to cost $300.” And they're shocked. “What the 

hell? I paid you all this money and now you're charging 

me MORE?” 

I communicate at every phase-- the proposal, the 

contract, during the project -- of what the expectations 

are for me and what they are from them. They are thrilled 

with this. They love receiving this email. I typically get 

something like this in reply: “Thank you so much for 

reminding me. I totally forgot. Here's some edits.” And I'm 

happy to do them. Then we part as friends at the end of 

the project. 

It's a totally different way to think about your contracts 

and to really narrowly define that scope. 
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P A R T  V I  

Integrating Systems Into Your 
Freelancing 

 

Nicole and the Maker’s Schedule 

 told you I was going to tell you about a couple of 

people that face these same issues. Awhile back, I 

hosted a training on planning your weeks. 

And this was Nicole’s response: “I just watched the 

Planning Your Weeks video and I had a "light bulb" 

moment! I didn't realize it, but I've been trying to have 

my hands in a little bit of everything all the time. The 

Maker's schedule makes so much sense!” 

This is a reference to an amazing article that changed 

how I thought about my schedule. It’s called “Maker’s 

Schedule, Manager’s Schedule” by Paul Graham. Here’s 

an excerpt: 

 “There are two types of schedule, which I'll call the 

manager's schedule and the maker's schedule. The 

I 
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manager's schedule is for bosses. It's embodied in the 

traditional appointment book, with each day cut into one 

hour intervals. You can block off several hours for a single 

task if you need to, but by default you change what you're 

doing every hour. 

When you use time that way, it's merely a practical 

problem to meet with someone. Find an open slot in your 

schedule, book them, and you're done. 

Most powerful people are on the manager's schedule. It's 

the schedule of command. But there's another way of 

using time that's common among people who make things, 

like programmers and writers. They generally prefer to 

use time in units of half a day at least. You can't write or 

program well in units of an hour. That's barely enough 

time to get started. 

When you're operating on the maker's schedule, meetings 

are a disaster. A single meeting can blow a whole 

afternoon, by breaking it into two pieces each too small to 

do anything hard in. Plus you have to remember to go to 

the meeting. That's no problem for someone on the 

manager's schedule. There's always something coming on 

the next hour; the only question is what. But when 
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someone on the maker's schedule has a meeting, they 

have to think about it. 

For someone on the maker's schedule, having a meeting is 

like throwing an exception. It doesn't merely cause you to 

switch from one task to another; it changes the mode in 

which you work. 

I find one meeting can sometimes affect a whole day. A 

meeting commonly blows at least half a day, by breaking 

up a morning or afternoon. But in addition there's 

sometimes a cascading effect. If I know the afternoon is 

going to be broken up, I'm slightly less likely to start 

something ambitious in the morning. I know this may 

sound oversensitive, but if you're a maker, think of your 

own case. Don't your spirits rise at the thought of having 

an entire day free to work, with no appointments at all? 

Well, that means your spirits are correspondingly 

depressed when you don't. And ambitious projects are by 

definition close to the limits of your capacity. A small 

decrease in morale is enough to kill them off. 

Each type of schedule works fine by itself. Problems arise 

when they meet. Since most powerful people operate on 

the manager's schedule, they're in a position to make 

everyone resonate at their frequency if they want to. But 
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the smarter ones restrain themselves, if they know that 

some of the people working for them need long chunks of 

time to work in.” 

Inside the Freelance Co-op, we map out our workflow. We 

also have training on how to create a “Maker’s schedule” 

while still working with clients (who are likely to be on a 

“Manager’s Schedule”). It’s a very specific way to map out 

your weeks. 

I mentioned this in Part V. This is part of the “Schedule 

your project” phase. A lot of us might be in the same boat 

as Nicole. If that’s you, I encourage you to do a “task 

audit.” For one week, track everything you do during 

your “working day.” Most times, the first time a freelancer 

does this exercise, the reaction is, “Oh my God, I did 

twenty five different tasks today.” You’ll immediately 

recognize that you need to change how you’re working. 

We need to map this out in a way that we’re focused on 

the work that we’re doing, and not spending all this time 

on a million other things. 

Elyse and creating proposals 

You might be like Elyse. When it comes to that proposal 

phase, how does that process go for you? As we’ve 
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covered, the proposal phase is the key part of eliminating 

scope creep. And for Elyse,it took her hours and hours 

and hours to put together proposals. 

 “Without a doubt, the systems and business side of 

copywriting is the hardest part of the whole thing. No one 

is really teaching how to *run* your business 

infrastructure, besides Abbey (or if they are, they’re really 

good at hiding…) 

One of the questions I always had was ‘is it too much? 

Not enough? What SHOULD it look like?’ And I put off 

getting key docs in place for a long time because of it. 

A few weeks ago, I got a sneak into the Freelance Co-op, 

and in one afternoon, I got my proposal AND my contract 

squared away (and merged together in one sign-online 

doc!)... while prepping a proposal for a client. So totally 

two birds with one stone. 

That’s already making my life easier (my proposal takes 

10 min to fill out now instead of staring at 16 open tabs, 

cutting and pasting to make a franken-doc). And of 

course, now those key client touch points look 

professional and give a little extra dose of confidence as 

clients are getting ready to commit.” - Elyse 
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So in one afternoon, she got her proposal and her 

contracts squared away. So if you’re in this boat, getting 

the proposal template mapped out can take a ton of 

unnecessary hours (and stress!) off your plate instantly. 

And, have the added bonus of virtually eliminating scope 

creep. 

Carrie and getting paid for your time. 

Maybe you're like Carrie and you're just sick of having 

clients that are paying you too little and ask too much. 

 “Thanks Abbey! Just reading over everything last night 

helped me prep for an interview this morning. I landed 

the gig at a higher rate than I’ve been getting and it's a 

better class of client. Can't wait to put everything to good 

use!” 

Getting paid more fixes some of these issues as well, 

because if we're charging higher rates and not 

undercharging and better estimating our timelines, we're 

going to feel better about the length of the project and 

about what we're if we're getting paid, what we're worth, 

the time that we're putting in. 
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It starts today 

Today I invite you to draw a line in the sand. 

You can install the systems detailed here - put these in 

place in your business today. I encourage you to take 

control of your calendar, take control of your projects and 

really think about what can this look like for me? How 

can I install some of these systems so that I'm better 

tracking my time, I'm better estimating the projects and 

I'm better communicating with the clients? Those five 

things that cause scope creep are going to be virtually 

eliminated. 

Now you know that the day that you send the proposal is 

the exact day where in most projects it goes off the rails 

or glides to the finish. You know, the number one reason 

that freelancers underestimate project timelines. I gave 

you the exact contract language that you're using and 

how it's adding weeks to your projects and what you can 

use to replace it -- the exact language and the three 

simple systems that you can start using right away. 

But I know you may want details about how to actually 

implement this stuff in your business. And that is what I 

do every day. 
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Working with me on the 4-Day Workweek. 

I’ve discovered over the past decade of freelancing that to 

work 4 days per week without losing everything you’ve 

built so far, there’s 3 things we need to do... 

First, get you a predictable stream of high-quality clients 

and hone in on the optimal deal structure that works for 

the lifestyle you want to live. Your client deals should be 

1) profitable and 2) reward you for the level of skill and 

hard work you bring to the table. We’ll make sure that’s 

true for every deal you make from today forward. 

Then we’ll look at the business side of things...you know, 

all that operational shit you hate doing :-) … You’ll have 

a totally pro set up… so you’re not spending hours doing 

shit that frustrates you and makes you look 

unprofessional. 

This is the secret to having a stellar reputation as a 

freelancer. I’ve got a whole system that will blow your 

mind. 

And, we’ll dig into delivery -- how to keep the clients 

happy without being available all the time or at their beck 

and call every day. Your clients will be so thrilled they’ll 
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be happy to refer you new business and work with you 

again and again. (a.k.a. they’ll pay you more money) 

Once you get these three sorted -- you’ll be known as a 

top tier freelancer who can afford to only work 4 days a 

week if you want. 

Here's how it all works... 

We'll work together for the next 6 months. 

We'll start with a deep dive assessment to map out your 

goals and what you want from your freelance business... 

so we’ll zero in on some quick wins and you can see 

exactly what you need to focus on. 

After that we’ll dive right in. 

We’ll have two small group calls each month where we'll 

plan out your month and I'll coach you through whatever 

you're working on to make sure you don't get stuck. 

In addition, we’ll hop on together 1-on-1 each month - 

during these calls we’ll dive deep into your specific 

situation and what you need help with most. 

In between calls you’ll have my 1-on-1 support and 

community support through Slack. There are some fun 
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challenges and accountability in that group every single 

month. 

You’ll also have anytime access to my library of training, 

templates, checklists and all the things you need to end 

the overwhelm and confusion that comes with 

freelancing. I'll let you know what you need and when... 

but it's all there for when you need it. 

I'm really pumped about this. It is going to be an 

incredible process (not to mention a lot of fun!!!) and I’d 

love to work with you more. 

The next group is starting this month... so I just need to 

know if you want me to save you a space. 

Let me know if you're in and I'll get you all setup. 

Just send me an email at abbey@freelancecoop.org with 

the subject “my 4DWW” 

I believe that creativity and creative freelancing can be a 

sustainable, fulfilling career that allows you to build the 

life you want -- whatever that looks like. And I’ve made it 

my life’s work to prove that. 

Thanks for being part of it. 

-Abbey Woodcock 

Abbey Woodcock
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