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What's in this guide?

In this guide, you will discover how to 
become a freelancer from scratch. 

To do so, we will see together step by 
step how : 

1) Find an idea of service to offer. 

2) Find new clients on a regular basis.

3) Automate your activity to earn more 
by working less.



PART 1 :

How to find a good 
service to offer



The big challenge when starting 
out is finding an idea for a 
service to offer. 

First of all, there is no guarantee 
that the idea you have in mind 
will work and worse, 

Most good ideas seem to be 
already taken by large 
companies that have been well 
established for several years.  

We will therefore look in this 
step-by-step section to find an 
idea of service to offer. 



Step 1 : 
Generating ideas

Take a sheet of paper and answer the 
following 4 questions: 

#1 What is difficult for others, but 
seems easy for you?
( list as many ideas as you can ) 

#2 What do you have experience in? 
Can this experience be useful for other 
people?

#3 What are you good at? 
(list as many things as you can, even if 
you feel it has nothing to do with it) 

#4 What subjects are you so passionate 
about that you would be able to spend 
10 hours a day on them? 

 



Step 2 : 
 Clarify the idea
A crucial step

If you have ever tried to come up with a 
business idea, you must have noticed 
that there is already a lot of competition.

The truth is that no matter what service 
you want to offer, in 99% of the cases 
there will be someone already offering 
it.

So you will have to fight the competition 
that is already well established.

But don't worry, I have a solution. 

I have a solution to eliminate the 
competition in a snap. 

To be one of the only people to offer a 
service. 



Niche until it hurts

The solution is called "Niche until it 
hurts".

The main idea of this concept is to 
refine your service until you feel you 
have gone too far.

You have 3 ways to refine your service 
idea:

Let's explore them together! :) 



This way is to offer your service in a 
very specific geographic area. 

For example, you can offer your service 
in a specific geographic area: 

 "Sales page writing services for 
Canadian companies"

It's not precise enough...🤔 

"Writing sales pages for Quebec 
companies." 

We can do better...

"For Montreal businesses." 

Perfect 👌

1) Geography



2) The Target

This way, you can specify to the 
maximum who your service is for.

For example : 

"Writing of sales page for ecommerce 
stores." 

Hum it's not precise enough...🤔

"Writing sales page for ecommerce 
stores in the fashion industry."

Hmmm could do better... 

"Writing sales page for ecommerce 
stores selling men's suits." 

Perfect 👌

 



3) The service

This way is to make your service as precise 
as possible.

For example :

"Sales page writing service." 

Not precise enough...

"Persuasive sales-page writing service."

We can do better...

"Persuasive sales page response with 
female handwriting."

Let's push the concept even further... 

"Persuasive sales page writing in English 
with feminine writing."

Perfect 👌

 



The secret....

My advice is to use several ways at the 
same time. 

This way you will have the cream of the 
cream. 

For example : 

"persuasive sales page writing service 
for Quebec companies selling products 
to Quebec mothers." 

Here we have a specific geography: 
“Quebec. “ 

We have a precise target:
"Quebec companies selling products to 
Quebec mothers."

And we have a precise service:
"persuasive writing service "



But why ?....

Why offer an ultra precise service? 

Some might say that by specifying too much 
about your service, you risk losing potential 
customers. 

But this is not true.

Your prospects will naturally choose the 
service best suited to their situation.

In fact we are all like that.

To prove my point, I'm going to put you in a 
specific situation.... 

(next page...)



Oh no !😧.
You need urgent brain surgery. 

It is a matter of life or death !

You have the choice between 2 surgeons:

Bob who does a little 
bit of everything

James who is the 
best one for 

emergency brain 
surgery.

Who are you going to choose? 

James I hope.

So for your clients it's exactly the same. 

They will always choose the solution that best 
suits their needs.   



So if we summarize

Specifying your service will allow you to :

- Convince people more easily to do 
business with you.

- Avoid having to fight against the 
competition already well established

-Sell your service more expensively because 
you will be the only one offering this service.

 



PART 2 :

How to find clients



The Promise

The promise when we talk to you about 
freelancing is that you will have more 
freedom, more money and more time 
for yourself. 

And that's especially true when you 
have a reliable source of clients. 

But that's the problem. 

Finding clients is a real challenge and 
that's what keeps many freelancers 
from having a stable career.

That's why in this section we'll look at 5 
ways to find clients.

 



#1 - e-mail and direct 
message

This method consists of sending a message 
directly to the owner or manager of the 
company.  

The sending of his messages can be done 
directly by email or by private message. 

The positive point of this method is that it is 
relatively easy.

You are comfortably seated behind your 
screen, it's fast enough and you can start 
without having a budget.

The negative point is that you will have to 
send a lot of emails and/or messages before 
you get results.

 



#2 - Post letters

This method is more and more forgotten, yet 
it still works.  

But beware, the letter must be personalized 
and you must avoid at all costs the pamphlet 
advertising style.

Otherwise, your letter will immediately end 
up in the trash. 

The positive point of this method is that you 
can do it all comfortably at home. 

The negative point is that you have to pay a 
little out of your pocket and spend a lot of 
time personalizing the letter. 

 



#3 -Cold calling

Basically the idea is to call prospects directly 
on the phone.

It's a method that works pretty well.

You can do it from the comfort of your home. 

The good thing is that results are relatively 
easy and quick to obtain when you meet an 
important need in your prospect. 

Another positive point is that it's a great way 
to practice selling.

The downside of cold calling is that it takes a 
lot of time to build the prospect list and make 
the calls. It can also be stressful at first. 

 



#4 - In person

The idea of this way is to go directly to your 
prospect's door.  

The advantage of this way is that you stand 
out from the competition since few people do 
this  

Another advantage is that by seeing you in 
person your prospect is more likely to listen 
to what you have to say. 

With emails and letters it is easy for your 
prospect to ignore you.

With calls it's easy to hang up on you. 

But when you have the person in front of you 
it's much harder to say no right away.

 
 



And so we listen to what the person wants to 
tell us and often we realize that it is 
interesting.  

The negative point of this method is that it 
takes much more time. 
in particular the time to make the prospect 
list and the travel time. 

Another negative point is that it's very 
stressful at the beginning. 

But the better it goes, the less stressed you 
will be. 

 
 



#5 - References

Referrals are people who refer you to their 
friends and partner. 

For example : 

You create the website of a restaurant owner 
and they refer you to another restaurant 
owner. 

If your client is very satisfied, they will not 
hesitate to refer you. If they are not, you can 
always ask them. 

The good thing about this way is that it is 
highly effective. 

You won't need to gain your prospect's trust 
because your client is doing it for you. 

You will have virtually no effort to make. 

Except of course to satisfy your customer. 
😉



The ranking

If I had to rank these methods according 
to their difficulties and potential 
outcomes, here's what the graph would 
look like:



Bonus

Sharing content on social networks is also 
a great way to attract new customers.

Over time, you'll end up with an audience 
that trusts you and to whom you can offer 
new services.

That's the main reason why I own a 
YouTube channel.



PART3 :

How to work less to earn 
more

(and build something big)



The adventure begins!

Once you have found an idea for a service to 
offer and a clientele to sell your services, 

you will have several opportunities ahead of 
you. 

You will be able to really build something big 
from your freelance activity. 

Let's take a look at 4 opportunities that you 
will be able to exploit.

 
 



1) - Become an agency

By becoming an agency, you will be able to 
delegate your contracts to freelancers. 

You will also be able to delegate the 
acquisition of new clients. 

This will allow you to have more free time. 

With this free time, you will be able to 
develop and implement new services. 

The potential of an agency is enormous. 

As long as there is unfulfilled demand, you 
will be able to get new clients and therefore 
more money coming into your business. 

If the demand for a certain type of sector is 
met, you can move on to other sectors 
related to your current business.

 
 



2) - Coachings

Thanks to the contracts you will have carried 
out, you will have acquired a solid expertise. 

An expertise that others would like to learn. 

You will therefore be able to offer coaching to 
pass on your knowledge. 

The advantage of coaching is that you can 
charge very high hourly rates.

And you can learn a lot about your client. 

 



3) - Sell online course

The potential of online training is huge. 

You only have to work once to create it.

Then, you can sell it as many times as you 
want without having to work on it any more. 

An online training is generally sold between 
100$ and 2000$.

Your income will be completely detached 
from your time. 

That’s amazing ! 

If you choose to sell online training, I advise 
you to first offer coaching to learn your 
clients' needs. 

Then, when you launch a training, it will 
perfectly meet the needs of the market!

 
 



 
And now ?...



Good luck ! 

Thank you for reading this guide and I 
wish you the best of luck!

In the meantime if you want to learn more 
about the story of my life, you can click 
on the link below: 

https://www.fortxmarketing.com/story

See you soon in your mailbox.

-Dylan :)

https://www.fortxmarketing.com/story
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