How to Craft a Marketing Plan That You'll Actually Enjoy Implementing 

Why do most freelancers avoid marketing?

· Fear rejection / looking stupid / fear of unknown 

· Not enough time to get it done

· "Tool du jour" hype ... aka, the "bag of tricks treadmill" 

Many will start marketing only when they need the work. But this creates an endless and dangerous feast-or-famine cycle that: 

· Hampers creativity

· Sucks the joy out of the work you love

· Kills your self-esteem

· Makes your business all about the $, not the work you love

Three most common paths to solving this problem:

1) Deal with it. 

2) Work harder doing more of what's NOT yielding results.

3) Pin all your hopes on the latest and greatest tool or strategy

None of these approaches are effective or sustainable. To get out of the feast-or-famine cycle forever, you have to look at the problem differently. That means:

· Taking a closer look at what really drives and motivates you

· Assembling a marketing plan that's aligned with your goals and personality

· Taking steady action based on intrinsic drivers

#1: Discover what drives and motivates you

It's important to understand that we don't act rationally most of the time. We act based on a complex set of drivers. So start by being honest with yourself (it's OK!)

· What's keeping you from marketing better and more consistently? 

· Is it a fear issue, a time issue, or are you overwhelmed with the options? 

· Take some time to really think about this. 

Recognize that our associations are conditioned and can be changed!

· Condition yourself to have a new empowering association re: marketing 

· Learn to associate more pain with NOT doing your marketing. 

Exercise:

1) List all the GREAT things that will happen if you change your pattern.

2) List everything that will happen if you DON'T change. 

3) What will be the ultimate price if you DON'T change your actions? 

Your goal: condition your brain to see that avoiding marketing = serious pain. 

And that doing it consistently = pleasure.

#2: Develop a plan that's aligned with your goals and personality 

Problem: everyone is telling you that you have to be on Facebook. You have to be active in LinkedIn. You have to be on Pinterest. You have to network. You have to make cold calls.

Nonsense! Here's what really matters:

· Is a particular tactic generating good prospects in your target market?

· Is it cost effective and time efficient?

· Do you LIKE it? (Will you be motivated enough to do it?)

Exercise:

· Look back at the last five clients you've brought on board

· How did you land these clients? What prospecting tactic attracted (or helped you land) each of these clients?

· See if there's a pattern. If there is ... what's keeping you from doing more of what's already working?

Better yet, find out where your BEST clients have come from:

· List your last 10 –15 clients

· Rank them based on how much you enjoyed working with them and how profitable they were for you

· For your top 5 clients on this list, what marketing tactic was most responsible for brining them on board?

· Again, look for patterns. And start doing more of what's worked in the past!

Not sure what's worked? Don't like what you uncovered? Too new to freelancing to know? Use the Marketing Effectiveness Matrix™
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Wasteful:

Unfocused Networking
Unfocused Cold-Calling
Unfocused Direct Mail
Unfocused/Unproven Social Media
Targeting Organizations that“Don’t Get It”

Effective but Time-Intensive:

Smart Networking

Social Media

Public Speaking

Article Writing

Blogging
e-Newsletter
Cold-Calling
Email Prospecting (when done right)

Choose Wisely:
Pay-Per-Click
Search Engine Optimization (SEO)
Advertising
Paid Directories (online & offline)
Other Emerging Social Media
Online Job Boards

Effective & Efficient:

Tapping Your Network
Going Deeper with Existing Clients
Direct Mail

Effectiveness





#3: Take steady action ... because you WANT to!

Keep your action plan simple

Focus on your EFFORTS, not on goals 

How much time to allocate to your marketing:

· Booked solid? Allocate 10% of workweek

· Could use some work? Allocate 20% of workweek

· Little or no work? Marketing is now your full-time job!

· Just get into the habit of doing something EVERY week!

Practical tips for staying motivated and getting it DONE!

1) Set your OWN goals (based on what matters to YOU). 

2) Pick marketing strategies that will work for YOU.

3)  Get an accountability partner .

4) Develop & play non-winnable games with your accountability partner.

5) Try www.stickk.com — self-directed penalty for not performing. 

6) Expose your activity to your social network.

7) Make two "Webber cards" and read them occasionally. 

8) Recondition yourself to have a new empowering association re: marketing.

9) Remind yourself of why what you're doing has worked for you before. 

10)  Work on really mastering a new marketing tactic (e.g., speaking, networking, writing articles, warm email prospecting, etc.). The process of developing that mastery will drive you. 

11)   Produce a "quick win" that will get you pumped—and honor and celebrate the heck out of that win! 

12)   Get back to me on how well this stuff worked for you (social pressure!)
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