
Freelancers,  Stop  Chasing
Clients — Here’s How to Get
Them to Come to You
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Key Takeaways
Effective  marketing  for  freelancers  hinges  on  a
consistent presence in the right places, not scattered
efforts across platforms.
Freelancers must offer clarity in their positioning to
command higher rates and differentiate themselves beyond
just price.
Building  trust  through  personalized  outreach  and
leveraging  content  are  key  strategies  for  long-term
client relationships and referrals.
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Most freelancers don’t fail because of a lack of talent. They
fail because no one knows they exist.

Marketing is the bridge between your skills and the clients
who  need  them.  But  here’s  the  problem:  Most  freelancers
approach marketing as a guessing game. They post sporadically,
send a few pitches, then wonder why nothing lands.

You don’t need to do everything to market yourself. You just
need to do the right things consistently. More industries than
ever are using freelance talent, so it’s the perfect time to
refine  your  marketing,  whether  you’re  starting  this  side
hustle or scaling.

Here’s the playbook I recommend to freelancers who want to
attract better clients without burning out.

Related: I’ve Been Freelancing For 13 Years — Here Are My Top
7 Strategies For Better Client Relationships

1. Positioning: Start with clarity
Before you post, pitch or promote anything, ask: Who do I
help? And what problem do I solve? Clients don’t hire you just
because you can do the task at hand; they are hiring you to
solve a specific business problem.

If clients only hired someone who was capable of completing
the  task,  there’s  no  way  for  them  to  differentiate  one
freelancer from another except for price. That’s just a race
to the bottom. By explaining what you do, how you do it and
what makes you different, you not only stand out, but you can
command a higher rate.

Your  positioning  becomes  the  foundation  of  every  LinkedIn
post, every cold pitch and every sales call. If you skip this,
your marketing won’t stick.
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2.  Visibility:  Pick  one  main
channel
You don’t need to be on five platforms. You need to be in the
right place. When you try to take on too much, you wind up not
being able to follow through on those marketing channels.
Being consistent in one place? Far better payoff than trying
to “do it all” and giving up after three days. Here are some
tips for picking the right place:

If you serve professionals → focus on LinkedIn.
If you thrive on word of mouth → focus on referrals.
If you enjoy speaking → look for podcasts or webinars.

Choose one, show up consistently and make it your home base.

3. Content: Build trust at scale
Clients hire freelancers they trust. Content is how you earn
it.

Your content doesn’t need to go viral. It just needs to show
that you know your stuff.

Start by sharing quick tips weekly on LinkedIn. Think about
what questions clients most frequently ask you, or the most
commonly misunderstood aspects of what you do. You can also
share case studies, project stories or lessons learned after
working with someone.

The goal? Get prospects thinking: “This person knows exactly
how to solve my problem.”

Related: From Side Gig to 6-Figure Success — How I Built a
Thriving Home-Based Business as a Busy Family Man
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4. Outreach: Be personal, not pushy
Not every client will find you, which means outreach matters.

The  difference  between  spam  and  effective  outreach  is
personalization. Too many people use LinkedIn or email cold
pitching in a generic way. It’s the fastest way to make your
prospect  hit  “delete”  without  even  looking  at  something.
Instead, keep it short, mention something specific about their
business  and  focus  on  their  needs,  not  your  resume.  Five
thoughtful emails will always outperform 50 generic ones, so
it’s worth the time you put into crafting those messages.

5. Lean into referrals and repeat
business
Your happiest clients are your best marketers. But referrals
rarely happen by accident. Here are some ways to build in a
better referral strategy.

First, ask satisfied clients if they know someone else who
could benefit. You could even develop a referral program (such
as “Send me a project worth $1,000 or more and get 10% off
your next invoice.”) Stay in touch with past clients so you’re
top of mind. Send them a thank you card, check in to see if
they have anything new for you or share an article or podcast
that made you think of them.

The goal here: Deliver such a great experience that they want
to tell others about you. Remember, it’s easier to keep a
client than to find a new one.

6. Use a simple freelance marketing
routine
Here’s  how  to  make  marketing  sustainable  and  within  your
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budget:

Daily: Engage on LinkedIn (comment, share, reply).
Weekly: Publish one valuable post.
Monthly: Reach out to prospects or past clients.
Quarterly: Review what’s working and adjust.

That’s  it.  No  40-hour-a-week  hustle.  Just  consistent
visibility  and  trust-building.

Related: Being Laid Off Isn’t the End — Here’s Why It Might Be
Time to Try Freelancing

Final takeaway
Freelance  marketing  isn’t  about  being  everywhere  or  doing
everything. It’s about clarity, consistency and connection.
Being  consistent,  even  by  simply  doing  a  few  hours  of
marketing work per week, can really pay off. Don’t try to take
on too much at once. If you try something new for 30 days and
it isn’t getting results, you may need to switch up tactics.
But too many freelancers give up before they’ve really given
the strategy a chance to perform.

Position yourself well, show up where your clients are and
balance inbound content with proactive outreach. Over time,
you’ll stop chasing projects and start attracting the clients
who were already looking for someone like you.

Key Takeaways
Effective  marketing  for  freelancers  hinges  on  a
consistent presence in the right places, not scattered
efforts across platforms.
Freelancers must offer clarity in their positioning to
command higher rates and differentiate themselves beyond
just price.
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Building  trust  through  personalized  outreach  and
leveraging  content  are  key  strategies  for  long-term
client relationships and referrals.

Most freelancers don’t fail because of a lack of talent. They
fail because no one knows they exist.

Marketing is the bridge between your skills and the clients
who  need  them.  But  here’s  the  problem:  Most  freelancers
approach marketing as a guessing game. They post sporadically,
send a few pitches, then wonder why nothing lands.

You don’t need to do everything to market yourself. You just
need to do the right things consistently. More industries than
ever are using freelance talent, so it’s the perfect time to
refine  your  marketing,  whether  you’re  starting  this  side
hustle or scaling.
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