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Hey, it’s Maggie! 
 
So…here’s the deal.   The past couple of days I’ve been thinking about how you can 
give yourself that extra edge in your freelance writing career. 
 
We all know that quality, direct clients lead to some of our biggest paydays as 
freelance writers.  And I’ve put a lot of free info together for you on how to find and 
lock in those high-paying clients. 
 
But today, I want to take it a step further and talk about how to get those quality 
direct clients to come to YOU.  That way, you can spend more time making money 
and less time trying to find work. 
 
Sound good?  Then let’s dive in!  I’m going to share with you 5 powerful ways to get 
clients to come knocking on YOUR DOOR. 
 
#1 – Write a press release. You may be used to writing press releases for clients but 
also consider writing a press release for yourself to get your profile in front of 
potential clients.  
 
To do this, you need to make sure the topic you’re writing about is “newsworthy.” 
What I mean is that you can’t write about yourself or your company in the first 
person. But you can write about news in your specialty niche. 
 
For example, let’s say you specialize in writing about the travel industry and there is 
a special event that will take place at the Vatican in Rome, Italy.  By creating a press 
release for this event, you can bring awareness to your writing and your company.  
 
At the bottom of every press release, there is a place to add the author’s name 
(which is you) and/or company of the press release. Some even allow links to your 
website and social media profiles. When you use the free press release service, these 
options vary.  If you decide to pay a fee, then you can add pretty much any link and 
photo that you wish. It’s very easy and you will get results, especially if your topic is 
upbeat and exciting. 
 
There are a lot of sites out there that will distribute your press release all over the 

web, at no cost.  Head over to Google type in “free press release distribution.” 
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As you can see, you have quite a few options.  From here, you can click on an actual 
press release distribution site.  Or you can find directories, which list even more free 
press release websites. 
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Let’s take a look at one of them. This website lists 50 free press release sites with 
information about each one. 
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Visit one of these websites and read the instructions on how to use their service to 
get your press release out there. 
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In addition to free services, there are also paid services, such as PRWeb.com.  The 
main benefit of going with a paid press release distribution site is that they will 
likely get your press release posted to more reputable sites.  Sites with more clout 
and more traffic.  This can lead to more exposure for you. 
 
If this sounds like the route you want to go, visit PRWeb.com and you can review 
their pricing and how the whole process works.  It’s pretty simple. 
 
Personally, I recommend starting with one of the free press release distribution 
services out there.  Get your first release out there and see if you get any bites.  If 
not, try another one.  If you’re still not seeing results, then consider investing in a 
paid release. 
 
There’s a second benefit that PRWeb.com can bring us as freelance writers.  In 
addition to helping us get a paid press release out there, PRWeb.com also 
consolidates press releases from around the web. 
 
You can subscribe to what are known as news feeds or RSS feeds on the PRWeb.com 
website that mention companies in your industry – these are companies you may 
want to write for.  Whenever a press release goes out that mentions one of these 
companies you will be notified.  
 
Subscribing to an RSS feed is pretty simple.  Go to PRWeb.com.   You’ll see that they 
organize their press releases by industry.  Choose your industry by clicking on 
“News Center” and selecting the industry from the top navigation menu. 
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Then, click the link to subscribe to that RSS feed.   
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Next, copy the url shown in your browser window as shown here: 
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Now go to a website called blogtrottr.com. This is a completely free service that will 
send your chosen feeds to your email address.  To do this, add the RSS feed url you 
just copied and your email where you want the releases to be sent. Now click “Feed 
Me” to receive alerts whenever a press release is sent out.  

 

 

 

Again, this can be useful because these press releases will be from companies in 
your industry that may be in need of content.  You can then email or call them and 
find out if they’re interested in your freelance writing services. 
  
Yes, press releases coming and going. It doesn’t get much better than that. 
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#2 – Set up Google Alerts. This is so easy and it makes Google, one of the largest 
companies in the world, work for you! 
 
Visit  google.com/alerts. There is a search area where you can create your alert. 
Type in “freelance writing jobs” or a similar phrase. Click “show options” to 
customize your alert.  You can set how often you receive them, what kinds of alerts 
and the email address you wish to get them to. 
 

 

 
 

 

Each time Google refreshes its news database and finds the phrase “freelance 
writing jobs” in any of its news sources, it will email that piece of news to you. 
 
In other words, Google is scouring the entire Internet – day in and day out – keeping 
an eye out for any websites that mention freelance writing jobs, and letting you 
know via email when it finds them. 
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Pretty cool huh? 
 
Feel free to create multiple alerts.  Other phrases you might want to consider are 
“freelance writing opportunities” and “freelance writing gigs”  If you have a 
specialty, type in a phrase that includes the words “freelance writing” along with 
your specialty.  For instance, if you specialize in writing about travel, create an alert 
around the phrase “freelance writing travel” 
 
Now here’s a tip: When you create your alert, keep quotes around your keyword 
phrase.  This will create what is known as a “phrase matched” alert…meaning that 
the results Google emails you will be more specific and relevant. 
 
If you are not receiving many alerts, try adding another one for a different phrase. 
Some examples of other phrases to use are: "content writer", "freelance copywriter", 
or "web content writer". The options are endless, so be creative and you will be sure 
to get plenty of solid results.  
 
#3 – The elevator pitch. Yes my friends it is alive and well. Have you ever heard of it? 
An elevator pitch is a short summary used to describe a service, product or event 
and its value.  You can use this pitch on your online sites to compel clients to want to 
work with you. 
 
A good elevator pitch communicates to the client who you are, what you do and why 
they should hire you. It should be interesting, memorable and short. It’s about 
convincing someone of something…about influencing people to work with 
you…about connecting with and engaging someone to join forces with you and your 
work. 
 
The original “elevator pitch” came from the big studio days of old Hollywood. 
Scriptwriters would seek jobs in the buildings that the studio execs would frequent 
in the hopes of catching a 30 or 60 second ride with them in an elevator. When they 
did, the exec had no choice but to listen. Many ideas, films and TV shows were born 
because of an elevator pitch. 
 
Today, the elevator pitch has been modernized. The modern pitch delivers a 
compelling message and it demands action. It’s still brief…30 to 60 seconds or less 
when spoken.  The idea is to write something so compelling that your client will feel 
that he or she must hire you. 
 
Remember, it’s all about the bottom line. In a few words, explain how you will make 
the client money through your writing.  
 
You can embed your entire elevator pitch on the About Page of your site.  Or you can 
embed pieces of your pitch throughout your site.  For instance, come up with an “in 
your face” killer one liner and put it at the top of your homepage.   
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That same pitch should not only be on your website, but it should be used on your 
blog, if you have one, and your social media profiles. Turn it into your tag line. And 
watch prospective clients line up at the virtual door wanting to work with you. 
 
If you're having trouble writing your elevator pitch, I suggest you google "elevator 
pitch examples" and you will get tons of results to look through that should give you 
some motivation.  
 
#4 – Become an active member of LinkedIn. If you don’t have a profile on LinkedIn 
yet, be sure to create one.  LinkedIn is a major B2B service provider.  I’ve gained 
many clients by simply adding “freelance writer” to my profile, along with my 
elevator pitch and a few writing samples. 
  
Don’t forget to add buzz words to your profile that make clients want to contact you 
for work. For example, you should add words like: award-winning blogger, writing 
mentor, industry professional for X amount of years…that kind of thing. 
 
LinkedIn has a clever little tool that can help you land more clients. It’s called “who’s 
viewed my profile?” This tells you the names and gives you the profiles of everyone 
who has looked at your page. If they have client potential written all over them, send 
them a quick email introducing yourself and ask them if there’s anything you can do 
to help them.  
 
Clients love that! They are already familiar with you because they were on your 
profile. Just be careful that you don’t get in over your head here. LinkedIn can be 
very effective. You want to make sure you can handle all of the work. Now wouldn’t 
that be a nice problem to have? 
 
One drawback to this little feature on LinkedIn is if you are on the free level, you’re 
limited as to how many people you can access who have been on your page. If you 
want to see them all, you always have the option of becoming a premium member.  
 
#5 – There is life beyond your website! Make sure you have profiles in the top social 
media outlets. Yes, Facebook, Twitter and LinkedIn are the most popular and I 
recommend these three for freelance writers. 
 
The collective monthly users on these sites is through the roof. Facebook tops the 
list with 900,000,000 estimated unique users every month at the time of this video. 
Twitter comes in second with 310,000,000 and LinkedIn with 255,000,000.  
 
Make sure you treat social media sites as marketing tools. A client could find your 
profile at any time. If it’s their first time reading about who you are, they should 
have your complete story very easily in one or two sentences. The more your name 
and your elevator pitch are available for prospective clients to see, the more work 
you will get. 
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On the top of every profile make sure to include all of your pertinent information, 
your website and your elevator pitch. Interact with people that you might meet on 
these sites. You never know who a client might be. 
 
There are so many clients out there who want to find you. Follow my advice and you 
will help them do just that. 
 
See you next time:) 


